Coaches Evaluation Results

Start Date: 3/15/2011
End Date: 3/29/2011 
Maximum number of respondents: 17
Total Respondents Completed: 11
Partial Completes: 0

1. Please list any event in which you participated in Entrepreneurial Coaching Sessions?

Please list events:


· UMES
· The coaching training session
· Women in Agriculture - DOVER DE 
· Farm Bureau meeting Ocean City Women In Ag 
· Small Farms Conference 
· CASA MD Sustainable Ag Conference 
· There haven't been any events scheduled in Western MD that provided coaching opportunities, but I have done entrepreneurial coaching many times since the training seminar.
· Maryland Farm Bureau Convention and several non-sanctioned meetings one on one with clients.
· Future Harvest 
· Small Farm Conference, Nov. 2010 
· Training session only, unable to attend any coaching sessions. 
2. What were the most valuable lessons you learned about coaching entrepreneurs, either from the training seminar or from the coaching session? 

Please describe:

· It would be helpful to have a profile or plan before we meet. 
· Coaching, especially agriculture focused, entrepreneurs go beyond just business plans, numbers, and marketing strategy. 
· We had such a variety of business backgrounds. There was one starting out, one established and one retiring. They really challenged me and I hope that I was able to help.
· Many wanted some advice and some tangible resources to take home. 
· We all need solid data and a solid pat on the back when we're making life changes. 
· How to ask questions, how to draw out information from entrepreneurs 
· Be patient, provide resources for follow-up, be prepared for a variety of questions. 
· I learned how important it is to first establish a relationship with the person being coached, by downplaying personal expertise, and then coaxing details of the planned business from the entrepreneur. 
· The level of information that is needed to the population. Many people are ready to jump with both feet into a new business opportunity without reviewing information, just not prepared. "They already know what they need to know" 
· Most entrepreneurs I met were start-ups with an idea that was not fully developed. They seemed to be in need of "channeling" or streamlining their plans for the future ag business they were proposing. 
· Farmers appreciate marketing expertise even if you don't have production expertise to share.
· Listening and responding with solving the problem but guiding the ENT through their own discovery
3. How would you change the training session and/or coaching sessions?

Please describe:


· None
· I enjoyed the one on one and think that the participants did as well. Farms and businesses are very specific and may need detailed information. 
· It's all about the business plan. If allowable, some financial coaching would be hugely beneficial. 
· More one on one for the training session would be good. 
· I thought the training session was fine, so I have no changes to offer. 
· The sessions or the coaching needs to be better advertised. I think there are many more people that would ask for help if they knew it was 
available. Sessions also should not run concurrent with other meetings etc. this needs to be a separate function of a meeting 
· More "slots" should be available during breaks, including lunch. 
· Liked the training provided
4. In your opinion, what business development skill sets do most rural entrepreneurs need assistance in mastering?

Please check all that apply 
(Each Respondent could choose ANY of the following options)

	

	Response

Total

% of Total Respondents

%

Product or services development

2 
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18%

Financing

6 



[image: image4.png]



55%

Technical training or support

1 
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9%

Regulatory and compliance issues

5 



[image: image8.png]



45%

Labor

2 
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18%

Writing a business plan

10 
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91%

Time management

1 
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9%

On-farm resources

2 
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18%

Access to professional services (legal, financial, insurance, etc.)

4 
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36%

Access to proper equipment

3 
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27%

Other (please specify)

3 
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27%

Total Responses: 11
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Other (please specify)


· Understanding their costs and market 
· The business plan encompasses most of all the above skill sets 
· Financial management, marketing
1. Top of Form

2. Bottom of Form

