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EXECUTIVE SUMMARY
This annual report for InovAgro Phase III reflects the project’s accomplishments over the period October 2019 to
September 2020, which covers the whole summer season cropping cycle from preparation for planting through to
almost the end of the marketing season.
In March 2020, the World Health Organisation (WHO) declared the coronavirus disease of 2019 (COVID-19) a
pandemic that has now affected over 33.5 million people and caused over 1 million deaths worldwide1. Mozambique
has grappled with COVID-19, albeit at a much smaller scale, with officially 8,288 cases and only 59 deaths at the
end of September 2020. Government imposed control and prevention measures led to closed borders, industrial
sectors closed or with reduced capacity, reduced travel and limits on gathering sizes. In general, COVID-19
measures limited organisational abilities, including InovAgro’s, to implement their projects. National controls have
been reduced, allowing InovAgro to carry out more project activities. However, the risk to staff and partners remains,
and vigilance is still required.
The COVID-19 restrictions and a contraction of global markets, including destinations for Mozambique’s commodity
exports, slowed a projected 4.3% economy growth pre-COVID-19 to a projected 1.3%. Demand shrank for products
such as sesame, soya and poultry products, leading to reduced profitability for InovAgro supported value chains.
The local currency, meticais, has devalued by 16% year on year to the end of September 2020, leading to increased
costs for imports such as seeds and fertilisers, but also making Mozambican exports more competitive.
In the operating context, politically, national elections were held in October 2019 that pitted the new RENAMO
leader, Ossufo Momade, against the incumbent, President Felipe Nyusi, vying for a second term. Soon after
FRELIMO’s landslide victories in the election, a RENAMO splinter group resumed attacks in the centre of the
country. The insurgency in the north of Cabo Delgado increased the intensity of its attacks, capturing towns during
2020, and pushing further south. The war has led to more than 1,100 deaths and internal displacement of over
300,000 people. InovAgro project districts have not been directly affected thus far. InovAgro requires staff to
undertake security checks before travelling to Cabo Delgado project districts.
The devastating Cyclone Idai and Cyclone Kenneth that hit central and northern Cabo Delgado in March and April
2019 wiped out much of the local planting, stimulating a huge demand for seed and other inputs by relief agencies
for the 2019 planting season. This saw huge orders for InovAgro’s seed partners, which distracted many seed
companies from developing the agro-dealer networks. One big seed company did not recontract technicians in the
field as they ran out of seed to sell.
The rainfall situation was generally below average during the 2019/20 season. The rainy season was characterized
by heavy rains in December 2019, disrupting the planting process. An early February end to the rainy season in
many project districts led to low yield for most InovAgro supported value chains.
InovAgro reviewed the progress with market systems transformation from the start of InovAgro in 2011 until 2020.
This was done by summarising the “Then” and “Now” situation of the various parameters than define the market
system. InovAgro also made a projection of the desired mature market system for the three key market systems for
agriculture inputs, output markets and access to finance.
InovAgro continued to promote gender equity in all interventions. Gender training was provided during all multistakeholder workshops and specific opportunities to mainstream gender where promoted during intervention
training and reflection meetings. There is a general understanding and acceptance of mainstreaming gender in
products and service offerings by InovAgro partners. The next stage is to help them to train frontline staff and insist
on compliance. InovAgro organized two look and learn visits for promising women leaders, scale-scale commercial
farmers and entrepreneurs. Among them are women animators, leaders in DMCs, VBAs, lead farmers, and miniretailers. They received a narration of success stories by the more successful women CATs, agro-dealers and
small-scale commercial farmers.
In the agricultural inputs sector, the project signed nine deal notes with three seed companies, two distributors and
four agro-dealers. Nine new agri-shops were opened to bring the total to 55 shops. Partners established 214
demos, reaching a cumulative 792 demo plots, 3% above the project target of 770. Field days were largely disrupted
by COVID-19 controls that banned gatherings of more than 10 people, so only 437 farmers attended the main field
days, reaching a cumulative of 20,061 people, slightly over the 2020 target of 20,000. InovAgro partners trained 72
lead farmers and 15 seed companies’ technicians to train farmers in their local communities. There was no
mechanism to capture those local field days and attendance.
The seed partners recorded sales of 759 MT of certified seed, with maize contributing 55% of volume, soya beans
(10%), groundnuts (12%), sesame (5%) and pigeon pea (1%). The sales were 22% higher than the 621.22 MT from
1

https://www.worldometers.info/coronavirus/#countries, 28th September 2020, 1400 hours GMT
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2019. This was driven by a huge increase in maize seed sales, up by 88%, with Klein Karoo and Seed Co
contributing more than 50% of the sales.
Budget support to APROSE was renewed. The new APROSE strategy was endorsed by the general assembly held
in December 2019 in Maputo. The annual general assembly elected a new President and management committees.
During the reporting period, APROSE managed to facilitate only four platform events due to COVID restrictions, but
three dialogue sessions are planned before the end of 2020, and should exceed the target for InovAgro III. After
generating a surplus in 2019, the restrictions on meetings reduced new partnership initiatives in 2020, which is a
focus for 2021.
InovAgro worked with the National Seed Authority (NSA) team to create demand and prepare for the next round of
training of private sector seed inspectors (PSSI). Though the NSA organized the fields in collaboration with Phoenix
Seeds in Vanduzi district and managed to mobilize 18 qualifying technicians to participate in the training, it was
cancelled after COVID-19 control measures banned such gatherings. The next training is planned for March 2021,
if the COVID-19 control measures ease sufficiently.
InovAgro signed deal notes with 18 CATs during the 2020 season. Three new CATs were partnered to service
underserved communities that had participated in the land delimitation exercise. These received digital scales, price
boards and canvases remaining from last year after two partner contracts did not materialize. Twelve CATs were
graduated but continued to share information with InovAgro. Despite the COVID crisis, the 30 CATs operated 433
buying points and purchased 15,946 MT of various supported crops (32% over the 12,070 for 2019) worth USD
5,834,000 to smallholder farmers (SHF), up 8% over 2019. The increase could have been much higher had it not
been for the 16% devaluation against the USD. The 33% drop in sesame prices caused the biggest drop in USD
purchase values. Maize supplies were low due to the erratic rainfall season in the maize producing districts, but still
dominated volumes, accounting for more than 50% of purchases.
InovAgro continued its support to the Provincial Departments of Industry and Commerce (DPICs) in Zambézia,
Cabo Delgado and Nampula to roll out the new licensing system, Cadernetas de Comercialização. In Zambézia
and Nampula, InovAgro supported educating the regulation enablers (SDAEs, traffic police, sub-district authorities
and local leaders). In Cabo Delgado, InovAgro supported DPIC to introduce the Cadernetas for the first time and
train the enablers.
InovAgro had contracted an STTA to provide sit-in training to the CATs to address technical and business
management capacity gaps, but dropped out. STTA is being contracted to train the CATs in the next quarter.
InovAgro facilitated linkages between CATs and development finance partners Banco Futuro and Gapi. Five CATs
received funding while three more are being considered.
The Fundo Agricola groups concluded the 2018/19 funding cycle at the end of October 2019. They increased their
savings to USD 253,663, 88% higher than in 2018. This was an average saving of USD 19 per member. DMCs
facilitated purchases with selected seed companies for 48,828 kg of seeds worth USD 137,550, up 75% and 131%
respectively over the previous year. The balance of the saved funds was committed to other agriculture input needs
including labour, fertilizers, chemicals and horticulture seeds.
In 2020, InovAgro began its exit strategy and provided direct support to only four of the eight districts from 2019
(Chiúre, Gurué, Eráti and Alto Molocúe). A co-facilitator was assigned to monitor three exited districts (Malema,
Ribaué and Mocuba). The program in Namarroi was discontinued after failing to take off in two seasons.
The 2020 savings cycle was affected by the pandemic. The members who saved in the FA were 12,006 (56%
women), 10% lower than those who saved in 2019. The suspension of gatherings and fear of COVID-19 saw
reduced numbers of people participating and reduced number of meetings. The savings to 31st August 2020 reached
$190,562. This was 2% higher than savings for the same period in 2019. This was a significant achievement
considering the combination of COVID-19 effects and the low production due to erratic rains during the 2019/20
season. The number of people who have participated in FA since the start reached a cumulative 19,154 (55%
women), an increase of 10% on the 17,445 members in 2019.
In the formal financial sector, the InovAgro PFU continued the partnership on agency banking with BancABC. After
linking BancABC with six CATs/Agro-dealers to pilot and understand the potential of agency banking in 2019, the
BancABC board approved the roll out of an agency banking network of 292 agents in Nampula, Zambézia and Cabo
Delgado, starting with the InovAgro supported districts, until December 2021. The initiative was disrupted by the
COVID-19 outbreak. BancABC made a policy of working from home, with no overnight trips, disrupting the
recruitment and monitoring of the agents. InovAgro is discussing how the InovAgro co-facilitator to provide on the
ground support to BancABC.
To facilitate the exit strategy, the co-facilitators focused on capacity building of DMCs and animators and
decentralising the FA structure. The project organized intra-district learning events. Best practices have been
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agreed on, are being documented and will be disseminated to all FA groups. The VSLA model is inherently
sustainable, but the animators need greater capacity and incentives to sustain the linkages to input companies. This
has been applied now to at least five districts.
Under the land tenure intervention, InovAgro engaged Terra Nossa to facilitate the land tenure interventions in
Mocuba. Terra Nossa formed and built the capacity of two Land Management Committees and 16 paralegals to
map out land for titling. They mapped out 1,126 plots (626 for women, 56%). Upon validation by the Provincial
Cadastral Services (SPGC), all 1,126 members were issued with their land rights certificates (DUATs) in March
2020. This brought the number to 1,477 DUATS issued (850 to women, 58%). InovAgro facilitated an investment
conference to motivate agribusiness to set up markets in the delimited communities. Five agribusinesses took up
the invitation and invested in input shops, output buying points and other initiatives. During the output marketing
season, InovAgro promoted two new CATs to set up in the two delimitated communities in Mocuba.
The InovAgro land titling model using local land governance structures is cost-effective and sustainable. InovAgro
documented its land tenure processes and experiences for sharing with stakeholders. Two workshops planned for
Zambézia and Nampula have been deferred to the last quarter of 2020 due to earlier COVID-19 restrictions on
gatherings.
The emphasis on knowledge management and communicating our experience and success has greatly increased
as InovAgro entered its final year. InovAgro assigned Bill Grant, DAI Technical Director, who is knowledgeable
about Market Systems Development and has been with the project since the design phase, to capture and frame
InovAgro’s experience most effectively.
InovAgro finalized the InovAgro programme profile and it was posted on the BEAM Exchange, the leading MSD
information website. This provides links to many of our outputs and increases our visibility globally.
InovAgro disseminated three case studies this year to Mozambican and global stakeholders. One on the Fundo
Agricola, and one on how InovAgro’s work building more dynamic and resilient market systems has allowed firms
to adapt their strategies in the face of COVID-19 and continue to service smallholder farmers. A third case on
Enabling the Seed Environment was shared, tracing the process of establishing APROSE and ensuring the Private
Sector Seed Inspectors model was legislated by the government and operationalized. The case studies were
published on the SDC e+i Newsletters and on the BEAM Exchange.
InovAgro produced and distributed two newsletters since January 2020, which are complemented with success
stories on our partners and service providers. Two success stories, featuring a leading woman CAT, Fatima Bolacha
and a leading agro-dealer, Madalena Capena, were shared with development partners.
InovAgro’s initiative to promote a deeper understanding of MSD practices in Mozambique through the MSD network
to reduce the number of donor instituted market distortions accelerated. We hosted a two-hour online seminar on
best practices in MSD with 30 Network participants and convened a meeting to refocus the MSD network for greater
effectiveness.
InovAgro organized two regional integration workshops bringing together seed sector actors, CATs and FA actors
to explore synergies. Opportunities were identified between CATs using their buying points to sell inputs for agrodealers. In turn, the CATs benefit from local farmers producing the right type of crops, for example, flint maize. Other
synergies were identified and need to be concretized.
The MRM unit installed a geo-portal system to track and plot the various interventions of InovAgro III. The system
has been installed and key partners have been captured on the system.
The partner data collection instruments that allow InovAgro to capture harmonised output and some outcome
indicators in the log frame were reviewed for CATs.
.
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INTRODUCTION
This report provides an overview of the implementation progress that has been achieved by InovAgro during the
period October 2019 to September 2020. This period covered the whole agriculture season cycle from preparation
by our partners and target beneficiaries for the summer season through the main marketing season. In addition to
consolidating the more successful interventions and partnerships, the InovAgro PFU consolidated the delivery of
interventions carried over from the first two seasons of Phase III The period covered the finalization of the savings
cycle 2019, the summer cropping season, the start of the Fundo Agricola saving cycle for 2020. The end of the
reporting period also includes the end of the main commercialization season.
This report has been divided into five sections as indicated in Table 1 below:
Table 1: Organisation of the Report
Section
1
Chapter 1
Section 2
Chapters 2-4

-

Section
3
(Chapters 5 – 9)

Section
(Chapter 10)
Section
(Chapter 11)

4

Section
(Chapter 12)

6

5

Scope of Content
Provides a rapid Political Economy Review particularly the major developments in the
operational context and the implications in relation to project delivery.
Chapter 2 covers the changes in transformations in the three-key market system from
the start of InovAgro until 2020 and the projections to 2025. Chapter 3 covers the
value chain developments analysis for the five value chains Covers key chapters that
discuss how gender has come to the fore of InovAgro project implementation. This
section also discusses developments in the value chains
Provides a short overview description of the progress on each of the main project
intervention areas (Inputs and Extension, Enabling Environment, Output Marketing,
Access to Finance and Land Tenure). Specific focus has been placed on providing
data which shows how the PFU has positioned the project to achieve its milestone
targets for 2020.
Provides narration of the implementation progress relating to the cross-cutting
interventions (Knowledge Management and Monitoring and Results Measurement).
Provides details relating to project management issues particularly team structure and
recruitments for Phase III, financial management / audits as well as other
administrative elements including IT.
Provides the main conclusions to the report as well as key learning secured by the
PFU during the reporting period.

The InovAgro project is currently being implemented in three provinces namely Nampula (Eráti, Ribaué and
Malema), Zambézia (Alto Molocúe, Ile, Mocuba, Gurué, Molumbo, Namarroi) and Cabo Delgado (Chiúre and
Namuno). Many activities are also undertaken outside those provinces. Our key partners, SDC, APROSE, NSA,
BancABC and other development sector agencies operate from Maputo and many private sector actors operate
from Manica province (Seed Co, Klein Karoo, Phoenix Seeds and Panaar).

CONTEXTUAL ANALYSIS
Political and Economic Developments in Mozambique tend to have a very significant impact on the socio-economic
developments of the country. The InovAgro PFU pays close attention to those developments that (can) have an
impact on project efforts on the ground.

Corona Virus Disease of 2019 (COVID-19)
The World Health Organization (WHO) declared COVID-19 a pandemic on 11th March 2020. This led the
Mozambique government to issue emergency measures that include closing of borders and control measures that
banned social gatherings of more than 10 people, mandatory use of masks, decongesting of offices, closing of
social places – bars, restaurants, churches, weddings, schools, etc. This was through emergency measures that
ran from 31st March for 120 in four 30 days cycle. The government has since the beginning of September 2020
declared an indefinite “State of Calamity”, that legalizes the previous measures. The measures have since been
gradually relaxed to bring some normalcy to life and especially ensure the economy works. Tertiary education,
churches and restaurants have since been allowed to open with strict hygiene measures. The COVID-19 pandemic
has had a major impact on project implementation and results.
Since the end of emergency measures in late July 2020, there has been a relaxation of compliance to the strict
COVID-91 control measures by the people in both cities and rural areas.
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The confirmed COVID-19 cases have remained low in Mozambique and the SADC region, outside South Africa.
The cases have risen to 8,288 and 59 deaths at the end of 28th September 2020. This is more than double the
3,916 cases at 31st August 2020. The graph below2 shows the progression of COVID-19 cases in Mozambique for
the period February – September 2020. The first case in Mozambique was reported on 22nd March 2020.
Figure 1: Progression of COVID-19 Cases in Mozambique to 30 September 2020

From 31st March 2020, InovAgro introduced a work from home policy and suspension of all field activities.
Exceptions to use the office were only allowed with the approval of the Team Leader and field visits approved by
the home office in London. To undertake the annual end of season field survey in July, InovAgro had to get the
authorization of SDC. InovAgro has since approved a few crucial interventions such as training of lead farmers,
agro-dealers, etc. This was done in small groups of a maximum 10 people in line with the government control
measures. The government measures have since between relaxed allowing for bigger meetings and reflection
sessions. The InovAgro team is now going to the field and engaging with partners. They are required to strictly
observe strict hygienic practices, wearing of masks and social distancing.
Some interventions and project results have been impacted more than others. The Fundo Agricola savings had a
slow start as gatherings were banned and people were afraid of COVID-19. Field days, village seed markets were
banned, affecting sales of inputs and demand creation initiatives. Gathering bans affected the ability of APROSE
and its funding partners to organize dialogue sessions. The private sector seed inspectors training was cancelled.
The village markets give farmers in areas without buying points an opportunity to sell to formal markets. This was
not possible, affecting their income.
However, InovAgro also witnessed a resilient response from many of our private sector partners as they kept their
business working and built on relationships established within the market systems. Seed companies, distributors,
and agro-dealers collaborated to pivot their approaches to ensure continued supply of inputs and knowledge to
farmers. Output marketers with buying points in the villages could continue the flow of marketed product.
InovAgro continues to assess the evolution of the COVID-19 and takes guidance from the global DAI team
responsible for COVID-19, pronouncements by the government of Mozambique and liaison with the SDC. The
project will continue to do a balancing act between delivering agreed project targets while protecting the lives of
staff and partners.

2

https://www.worldometers.info/coronavirus/country/mozambique/ on 29th September 2020 at 0800 hours GMT
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Political Developments
Elections and Political Developments
During the reporting period, Mozambique held its national elections in October 2019. This was the first election after
the main opposition party, RENAMO, had lost its long-term leader, Alfonso Dlakama in 2018. Ossufo Momade, had
been selected as the new leader in January 2019. The national elections saw FRELIMO consolidating its hold on
power with the incumbent President Filipe Nyusi getting 73% up from 57% in 2014. FRELIMO also had convincing
wins in the parliamentary, governorship and provincial assemblies’ elections, winning commanding majorities in all
the 11 provinces of Mozambique. The results were contested by the main opposition parties RENAMO and MDM.
The protests of the election results have since died down but saw the resumption of attacks led by a splinter group
of RENAMO in Sofala and Manica. The attacks to date are far from InovAgro project districts. However, InovAgro’s
main seed company partners have their operations in Manica province and sporadic attacks in Sofala increases the
seed companies’ insecurity to transport seed to InovAgro project districts.
The heavy loss in the election has led to some REMAMO remnants questioning the ability of Ossufo Momade to
grow the RENAMO resistance movement. Alfonso Dlakama’s son has put up his name to challenge for the
RENAMO presidency before the next presidential elections. The heavy loss in the elections and the emerging
factional interests are likely to weaken the RENAMO opposition. The absence of an agreed leader who controls
RENAMO could lead to increasing fighting in central Mozambique.

The War in Cabo Delgado
The insurgency fighting the government in Cabo Delgado, widely referred to as the Al Shabaab group, started in
October 2017. The group wants to establish an Islamic state in Cabo Delgado and allegedly aims to stop the
exploitation of the oil and gas by the government in the south and foreign companies. The attacks have evolved
with increasing intensity. In 2019, the insurgency started attacking small towns, army outposts and transport with
night attacks. They swore allegiance to the Islamic State in Iraq and ISIS. From the beginning of 2020, the group
showed increased strength, attacking district headquarters and regularly overrunning towns such as Mocimboa da
Praia.
This has led to more than a 1,100-people killed, mostly civilians and displacements of more than 300,000 to Pemba,
other Cabo Delgado southern districts, Nampula city and other Nampula districts and southern Tanzania. The
government has responded with increased military presence, hiring of private military companies from Russia and
South Africa and lately the government asked for military support from SADC.
So far, the war is relatively far from InovAgro project districts but could extend beyond the current districts / towns.
Nampula province has seen an influx of displaced people from the war zones.
This could lead to increasing crime and diseases. So far, there is little support being mobilized by the government
for the displaced people.
The InovAgro PFU has raised the Cabo Delgado security situation to be on the weekly senior management agenda.
Staff travelling to Cabo Delgado are required to check with partners on the security developments on the ground
before travelling. They are also required to advise their supervisors when they arrive to site and give daily updates.
The figure below shows the evolution of the war from October 2017 to April 2020 both in terms of geographic spread
and number of attacks. The armed attacks have moved south from Palma, the district where mining of massive gas
deposits is being developed due to increased private security covering the project area. The attacks have moved
southwards to districts very close to the provincial capital, Pemba in 2020. InovAgro project districts are marked in
green in the 2020 map.
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Economic Developments
The COVID-19 pandemic caused disruptions to the Mozambique economy when the country was trying to recover
from the effects of two major shocks: the hidden debt crisis and the devastating effects of cyclones Idai and Kenneth
in 2019. COVID-19 control measures saw many industrial sectors closed or operating at reduced capacities,
international borders closed, leading to reduction of both imports and exports. These effects have been
compounded by reduced international demand for main exports, especially coal. Overall, this has seen the
economic growth projection for 2020 reduced from 4.3% pre-COVID-19 to 1.3%3. The slowdown in the economy,
especially the effects of COVID-19, is translating to reduced disposable income leading to reduced demand for local
value chain products such as poultry and soya beans. Similarly, the slowdown in the global economies and the
disruption of cross border trade, reduced demand for export crops especially sesame leading a price crash of 33%
from 2019 in MZN, worse in USD equivalent.
On the exchange rate, the meticais (MZN Mozambique currency) has steadily devalued over the last twelve months,
starting the period at 61.78 MZN/USD and ending at MZN71.88/USD as per the graph below4. This is a devaluation
of over 16% in one year. This will lead to increase in price for imports such as seed, fertilizers and chemicals from
countries that export in USD denominations, Zimbabwe, Zambia and Malawi. It will also make Mozambican exports
more competitive.
Figure 2: Exchange rate between the MZN and the USD for the year to 27 September 2020

3
4

https://www.worldbank.org/en/country/mozambique/overview last updated 1 July 2020
https://www.xe.com/currencycharts/?from=USD&to=MZN&view=1Y at 27th September 2020 at 13:14 UTC
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While the meticais strengthened against the Rand in February to May 2020, since the end of May 2020, the meticais
has since started losing value again, returning to MZN4.2/Rand, the rate from January. The one year trend to 27th
September 2020 is shown in the graph below5. The fluctuations of the MZN against the ZAR throughout the year
make it risky for companies to price their imports. The tendency is to assume the worst, making imported goods
more expensive than they should.
Figure 3: Exchange rate trends between MZN and South African Rand year to 30 September 2020

Rainfall Pattern
Rainfall – 2019/2020 season
Most of the smallholder farmers benefitting from the InovAgro project initiatives practice rainfed farming. InovAgro
monitors rainfall developments in collaboration with the government departments. The limitation is that the records
are usually for the district centres, yet the rainfall can have wide variations across regions of the same district.

Rainfall Distribution Across the Project Districts
The aggregate amount of rain received in most of the project locations was normal, but the distribution was not
favourable for optimum crop production. In Zambézia province, Ile received the least amount of rain (525 mm), Alto
Molocúe (785 mm), Molumbo (786 mm), Gurué (1,010 mm). Namarroi received the highest (1,654 mm). The rain
season’s main characteristic was the concentration of most of the rain between December and February. Nampula
province’s rain pattern was like that of Zambézia, where much of the rain was recorded between December and
February. Eráti received the least amount of rain (522 mm) while Malema recorded (842 mm) and Ribaué the
highest amount of rain (1,096 mm).
In Cabo Delgado, Chiúre received rain for a more expanded time than Namuno. However, the total amounts of rain
received in both districts - Chiúre (683 mm) and Namuno (575 mm) - were low to sustain high yielding crops. This
was compounded by the uneven distribution, especially the end of February for Namuno.
Excessive rains received in December across the project districts affected critical operations such as planting, weed
control, fertilizing and pest control with negative impact on planting stage of crops. Because of this, some reductions
of land under crops and decrease in yield are expected from the three first season crops (maize, soya and
groundnuts). Even more severe yield losses are expected in the second season crop (sesame) as the rains ended
in February, hardly a month after the crop was grown from mid-January 2020. Pigeon pea fared better as it has
better drought tolerance.
InovAgro is engaging with its seed partners to encourage farmers to diversity their farming systems. This includes:
Ø Seed companies should promote seed varieties most suitable for the respective agro-ecological zones.
This includes promotion of short season varieties along with the other more productive medium to long
season varieties to diversify risk against erratic rains;
Ø Extension messages should encourage farmers to plant with the first effective rains in November for maize,
soya and groundnuts;
Ø To mitigate against the early ending of rain, farmers should plant the second crop season at the earliest
dates possible, latest mid-January for sesame.

5

https://www.xe.com/currencycharts/?from=ZAR&to=MZN&view=1Y on 27th September 2020 @ 19.07 GMT
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Restructuring of Relevant Ministries
The President of Mozambique Filipe Nyusi was inaugurated to start a second five-year term in January 2020. He
appointed a new cabinet effecting changes in the three ministries relevant to the work of InovAgro.
Ø Ministry of Agriculture and Food Security (MASA) was restructured to be the Ministry of Agriculture and
Rural Development (MADER), with a new Minister Celso Ismael Correia;
Ø Ministry Land, Environment and Rural Development was restructured to be the Ministry of Land and
Environment with a new cabinet Minister Ivete Maibase and
Ø Minister of Industry and Commerce – Mr. Carlos Alberto Mesquita
The MADER initially restructured the departments in a manner that impacts on the former (department of) National
Seed Authority (NSA). Its functions had been split across two directors and three departments. After lobbying to
have the functions under one department, the Minister ceded and allowed most of the functions to remain under
one department in one national directorate.
The government approved its annual budget in April 2020, with disbursements not taking place as of end of June
2020. Delays in budget approval is perennial with the government of Mozambique. This incapacitates the
Ministries/Departments that work with relevant development initiatives. This sees the government departments try
to extract money from InovAgro partners at every opportunity that the partners need approval, regulation, training,
etc.

Upcoming Government Projects
Sustenta
The government of Mozambique launched a nationwide Sustenta program, which is an expansion of the model and
experience of the World Bank funded Sustenta project, a project that seeks to promote small farmers productivity
in key value chains. The project will cover 150 districts in all ten provinces, including all the 11 InovAgro project
districts and will promote a basket of value chains including maize, beans and poultry. The project value is around
USD2 billion. The fund is expected to be multilateral but so far only the World Bank has committed.
Recently, the Minister of MADER announced that the government plans to distribute 250,000 input kits with seed,
fertilizers and chemicals. These will be distributed through hub farmers called PACE, who in turn distribute the kits
as loans to smallholder farmers around them. In 2020, the project plans to invest USD50 million that will procure
12,275 MT of various seeds, 25,000 MT of fertilizers and 250,000 litres of chemicals. The government has appointed
only one consortium that will be responsible for sourcing and distributing the inputs. The money has not yet been
secured, which puts at risk that the kits will not be procured for 2020/21 or they will be delivered very late.
At this stage, there is no clarity on the distribution model of the kits (distribution chain and modalities, market or
subsidized prices, payments in cash and/or through vouchers) and the target farmers. There is also no clarity on
the basis and role of the nominated consortia, being seed actors themselves. What is clear is that the programme
will lead to distortions in the input market. If the selected consortia pay fair prices, they will attract the attention of
most seed producers, leading to them “neglect” the development of the input markets directly to SHF.
InovAgro is cognizant that there is not a lot that can be done to stop the Minister’s intentions for a “grand”
programme. However, InovAgro is lobbying a host of other development agencies to raise awareness to the Ministry
that these market distortions will damage the efforts done by seed actors in the years, and will hurt SHF in the long
run. This will be approached through collaborating with APROSE, Speed+ and other donor agencies.

PROCAVA
The government of Mozambique recently launched the Inclusive Agrifoods Value Chain Development Programme
(PROCAVA). This is a USD72 million project funded by IFAD with small co-financing by the government of
Mozambique. This project will have a presence in 75 districts in all 10 provinces. These include Ile, Molumbo and
Chiúre from the InovAgro project districts.

Northern Integrated Development Agency (ADIN)
The President launched the ADIN on 30th August 2020. This project will be largely funded by the World Bank, Africa
Development Bank and be responsible for addressing emergency measures and promoting resilience in 56 districts
of three provinces. It will cover some of the InovAgro project districts. The project is estimated to have a value of
USD764 million but only USD20 million has so far been secured.
All projects refer to Public Sector Led programming with Sustenta buying motorbikes for 2,500 SDAE technicians
around the country and PROCAVA seeking to work through SDAEs.
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These projects will be operating in the same locations as InovAgro and working with some of the stakeholders of
the InovAgro project. InovAgro is still to assess to what extent the projects will conflict/complement the Market
Systems Development approach.
PROCAVA and Sustenta have gone on massive recruitment campaigns for staff in many parts of the country. This
increases demand for qualified and experienced labour in the marketplace, posing a threat to InovAgro losing key
staff as we move to the last project year.

Revision of the Land Policy and Regulation
The Land Consultative Forum (FCT), a multi-stakeholder mechanism established in 2010 by a Government Decree
to monitor the implementation of the policy and regulatory framework, recommended in its 9th and last session,
held in 8-9th November 2017, the conduct of an ample and inclusive consultative process to assess interested
partners views about the need to revise some key issues of the National Land Policy and, consequently, the review
of the current land regulatory instruments. The key issues to be revised are mainly policy definitions and process
matters related to land security rights, land administration and implementation of the land regulatory instruments
aiming to ensure the good and effective use of land, by valuing the land, stopping land grabbing, reducing conflicts
and guaranteeing the protection of the rights of local communities, including women's rights. The principle defined
in the Constitution and the Land Law that all land is property of the Mozambican State and administered by the
Government is to be maintained and not a subject of this consultative process.
The consultations are to be conducted along 18 months at all levels (nationally and locally), involving all relevant
groups of stakeholders. Currently the consultation process is under organization and it is expected that it will start
soon. The outcome of this process will be an information of the FCT to the Council of Ministers with specific
recommendations regarding the revision of the land policy and regulatory framework, considering the opinions
expressed by stakeholders. Any changes of the Land National Policy will then be decided by the Council of
Ministers, which has the legal mandate for this. An eventual revision of the National Land Law will have to be
decided by the National Assembly based on a proposal of the Council of Ministers. InovAgro will monitor closely the
developments of the process and assess its implications to the project interventions.
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MARKET SYSTEMS CHANGES AND MATURITY
This section covers the progress of the market systems for the agriculture inputs, outputs and finance from the
start of InovAgro in 2011, tracing key developments and painting the 2020 picture for each key market system. In
addition, the section also projects development expected until the market reaches maturity, targeted around 2025.
When SDC carried out their initial scoping study for a market systems development (MSD) project to address
poverty and agricultural growth in Northern Mozambique in 2010, they found virtually no market systems
supporting smallholder farmers (SHF) in the North. Their project, InovAgro, sought to jump start the process by
using lead firms as drivers of investment in services to reach SHF. Looking back over the past 10 years, we can
see how the market systems have developed and deepened over time. This section of the annual report takes a
deeper look at how the market systems InovAgro has focused on have evolved over the past six years and how
far they progressed towards a more mature market system.

Conceptual framework
The figure below highlights the characteristics that define in a dynamic, inclusive market system that is serving
SHF more effectively. Thick/strong markets are characterised by a high volume and value of transactions, often
segmented by market leaders and surrounded by niche market followers. As demand grows and differentiates
along both price and quality dimensions, more firms are likely to compete for market share which, in turn,
encourages crowding-in firms performing specialised market system functions (e.g. finance, ICT, consultants). An
enabling policy/regulatory environment encourages more investment in innovation while also encouraging a high
degree of stakeholder cooperation to take advantage of opportunities and counter competitive and other threats to
market growth. When these characteristics are present, they tend to correlate with an effectively functioning
market system.
Thin/weak markets are characterised by a low volume of transactions with few active firms, who are often
beneficiaries of a policy environment which does not enable competition and innovation. Low demand
discourages critical support to enter the market compared with alternatives. Public and private sector stakeholder
interests are mis-aligned, creating competition between stakeholders where cooperation is vital to market system
growth. When these characteristics are present, they tend to correlate with a non-functioning market system.
The strength (or weakness) of a market system is also reflected in its resilience. Weak market systems are not
resilient and the market actors within those market systems are often dependent on outside services, so when
there is an external shock they stop working. As the market system deepens and strengthens, it becomes more
resilient and able to withstand external shocks and able to continue delivering services to the target beneficiaries
within the system – smallholder farmers.
The Market Systems Continuum
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Figure 4: The Market Systems Continuum

Practical Findings on Market Systems Development
InovAgro has focused on three main market systems with relation to SHF over the past six years in support of the
five focal value chains: the seed and inputs market system, the output marketing market system, and the market
system for access to finance. Applying this framework to the numbers and types of firms in Northern Mozambique
and the levels of change in transactions, we see how things have evolved considerably over time.
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Changes to the Seed and Input Sector market system
The following table represents that status of the seed industry in Northern Mozambique in 2014 and then in 2020,
following six years of engagement by InovAgro. InovAgro invested quite heavily in building relationships with
leading investors and attracting new firms into the region. It also focused on strengthening the relationships
between market actors (lead firms, distributors, agro-dealers and SHF) and addressing policy and other
supporting market (such as access to finance) to realize the value propositions for the investors. As a result, the
numbers of lead and supporting firms have increased and the volume of transactions and sales are increasing
steadily, and many more SHF are able to participate in the market system. There is also greater specialization
and coordination/cooperation between the stakeholders. The policy environment evolved very positively between
2014 and 2020. However, while the characteristics of the market system are deepening steadily, we have not yet
created the strong, deep market system that we can say is working for the poor. InovAgro has laid a good
foundation and is able to start gradually pulling back its support, but the system is still in an emerging market
context.

Certified Seed Market Systems Continuum in Northern Mozambique
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• Few active distributors and few
agro-dealers
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seed companies, agrodealers, and
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• No demand creation activities

Characteristics 2020 (emerging)
• 4-5 major international seed
companies
• 6 emerging Moz seed companies
• Demand creation through700
demonstrations, 200 lead farmers, 150
field days/year in InovAgro districts
• 4 major distributors
• 55 agro-dealers and sales points in
InovAgro districts
• Sales of 759 mt of certified seed direct
to SHF
• 3 seed companies strengthened
through private seed inspectors (PSSI)
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2025
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Figure 5: The certified seed market systems continuum in InovAgro Districts
However, there is still a large scope for improvement in order to reach the point where all SHF can have access to
the markets if they so desire, which will reflect positively on their ability to respond to threats and opportunities –
i.e. increase their resilience. The next figure presents the characteristics of a where a steadily deepening market
system could/should be in five years, by 2025, in terms of numbers of firms, outreach efforts and volumes of
inputs sold. Since many of the initiatives are already underway, many of these changes will occur naturally,
driven as a part of the business strategy of the seed companies, distributors, agro-dealers, and even the banks
which are entering the market. However, some elements, especially improving the access to finance will still need
steady investment. These characteristics demonstrate how the market system will have started taking off on its
own, with many new entrants, deeper relationships, and significant uptake by the farming communities.
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Certified Seed Market Systems Continuum in Northern Mozambique
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agro-dealers
• Fractured relationships between
seed companies, agrodealers, and
farmers
• No demand creation activities

Characteristics 2020 (emerging)
• 4-5 major international seed
companies
• 6 emerging Moz seed companies
• Demand creation through700
demonstrations, 200 lead farmers, 150
field days/year
• 4 major distributors
• 55 agro-dealers and sales point
• Sales of 759 mt of certified seed direct
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Desired Characteristics 2025
• >8 strong national and international
seed companies
• Strong linkages with 6 distributors
and 100 agro-dealers
• Extensive demand creation activities
led by lead farmers
• Sales of 2500 mt of certified seed
direct to SHF.
• Markets developed in 30 districts in
4 Northern provinces.
• 6 seed companies with PSSI

Figure 6: Anticipated characteristics of the certified seed market system in Northern Mozambique in 2025

Changes in the market system for access to finance by smallholder farmers
In 2011, when InovAgro started, there was no commercial finance available for SHF to purchase agricultural
inputs. A number of NGOs were providing subsidized support to SHF, but it was not sustainable. Commercial
banks were limited from extensive lending to SHF by Know Your Client (KYC) regulations from the central bank.
After years of trying to promote commercial bank finance to SHF (which required ID cards and formal registration
for taxes), by 2015 InovAgro had gotten buy-in from only one commercial bank to reach about 1,000 farmers.
This was not sufficient and was not changing the performance of the market system. In addition, in 2018, that
commercial bank was acquired by another bank and changed its strategy away from outreach to SHF. When
InovAgro introduced the Fundo Agricola in July of 2015, it sought an alternative approach; to build the capacity of
farmers to save money for the purchase of their required inputs at the planting season. By recruiting and training
local co-facilitators to leverage existing Village Savings and Loan Association groups (VSLA), uptake of this new
model increased steadily. As the savings grew steadily and numbers of members increased, the system has
gotten traction. Average savings per farmer are increasing year on year, along with aggregate purchases of
certified seeds and other inputs.
The change in the system between 2014 and 2019 (financial results are not yet in for 2020) can be portrayed in
the following graphic. More details on the initiative are found in the Fundo Agricola Case Study . While there has
been steady progress over the last few years, the overall market system is still classified as weak, though a
foundation has been laid for it to grow. Changes in the policy environment and KYC rules have stimulated interest
from commercial banks to engage more closely with SHF through savings mobilization linked in through Agent
Banking which may have significant impact over the coming years.
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A2F for Smallholder Farmers for Agricultural Inputs in Northern Mozambique
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Figure 7: A2F market system for input purchases
Without presenting the whole chart again, it is expected that by 2025 a much deeper market system will exist with:
• More than 35,000 SHF saving in the Fundo Agricola;
• 5 commercial banks with active outreach to SHF through agent banking;
• 500 agent bankers active in North Mozambique serving 100,000 individuals;
• $1.5 million saved or borrowed for input purchases (>$1,000,000 for certified seeds); and
• Average savings $40 per Fundo Agricola member.

Changes in the market system for Output Marketing for SHF
Improving the functionality and efficiency of output marketing for SHF has been a major challenge for InovAgro.
Large end buyers who drive the market have had little interest in developing closer relations directly with the
farmers; they rely on networks of Bangladeshi6 traders without permanent links to purchase the commodities. For
several years, InovAgro attempted to build stronger out-grower marketing systems to increase linkages between
farmers and end buyers, increase the transfer of knowledge and skills, as well as improve access to critical inputs.
Unfortunately, shifting priorities among lead firms and unreliable trading relations prevented these out-grower
systems from working.
In 2015, InovAgro pivoted its efforts to focus on the linkages between local Mozambican commodity aggregator
traders (CATs) and SHF. CATs, who were members of the communities, had an incentive to increase and
maintain strong relations. By focusing on increasing transparency and building trust between the CATs and the
local farmers from whom they purchased, InovAgro sought to create stronger linkages that would result in better
access to market information and reduced marketing costs. The CATs were encouraged to increase their
numbers of buying points and equip them with trust building equipment (electronic scales, price boards, etc.),
placing them closer to the SHF making it easier for farmers with small volumes of product (especially women) to
market their goods. Many CATs have adopted this new approach, steadily expanding their numbers of buying
points each year, and have increased their access to trade finance. At the same time, InovAgro’s work with the
provincial departments for industry and commerce (DPICs) has improved the regulatory framework for trading,
increasing the CATs incentives to formalize and meet government standards.
The graphic below highlights the increase in numbers of CATs and their buying points, which are now purchasing
more than 14,000 tons valued at $5.8 million a year from approximately 25,000 SHF (up from 6,000 mt worth only
$1.8 million in 2016). Since the investment is made by the CATs, this is sustainable into the future.

6

Name given to buying agents of Asian origin who are a significant feature in Northern Mozambique output markets
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Output Marketing Market systems Continuum for SHF in Northern Mozambique
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Figure 8: Output Marketing market system
The progress since 2016, when the CAT model was introduced has been steady. We consider this market
system to still be emerging as the CATs face numerous problems in business management and access to
finance. However, with appropriately placed support, we expect that by 2025 there will be at least 50 CATs
operating close to 750 fixed buying points and many more mobile buying posts and purchasing more than $15
million a year from close to 100,000 SHF.

Insights into market system transformation
InovAgro’s voyage over the past ten years has provided many lessons on factors that drive market system
transformation. The project’s original assumptions that lead firms were needed as the entry point to stimulate
systemic development have proved right in cases where good lead firms could be identified. But what of those
critical systems to drive sectoral growth where there were no interested lead firms? How do we go about filling
that void? We can reflect on some of these key issues from our experiences in the three market systems
analysed above and can draw some of the following lessons:
a) Large technically competent firms with strong will, good management, and solid financial resources can bring
more rapid transformation to a sector if the right value proposition is there. Larger firms have the resources
to drive more rapid growth. We have seen the best results on market system transformation in the seed
sector, driven by the work of large multinational firms like Pannar, SeedCo, and K2, which have both invested
in expanding the market as well as setting the technical bar for their competition to follow. These strong lead
firms knew what their eventual business models should look like and their dependence on distributors and
agro-dealers to drive eventual market growth. With strong firms setting the standards, other firms wishing to
compete will adopt the same approaches and principles more rapidly.
b) The will of the lead firms to engage and invest will dictate how fast change can happen. In access to
finance, there was low will from the financial institutions to engage; they did not see a value proposition.
Simultaneously, the will from the large exporters (and end markets) to engage directly with smallholder
farmers has been less responsive. This is in part due to the incentives within the management structures of
the big firms to change behaviors towards promoting innovation and change that ties back to good
relationships.
c) Getting the incentives right within lead firms can lead them to improve their coordination and to expand their
engagement, build solid win-win relationships to expand their outreach and will drive market system
transformation. Good cooperation between firms performing different functions creates efficiencies and is
good for developing the market system.
d) Creating a foundation of smallholder engagement can serve as a strong magnet for investment by lead firms,
which can speed innovations and introductions of new products. InovAgro’s investments in the Fundo
Agricola have proven that there is demand for savings to purchase inputs but have also created a large
enough pool of savings to attract financial institutions to see how to engage more proactively with the SHF.
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The introduction of agent banking to leverage the Fundo Agricola, may be an innovation that will create a
synergistic effect to stimulate increased financial sector activity targeting SHF.
e) Creating a pool of strong intermediaries, who are closely linked to their clients (either as buyers or as
suppliers) is good for enhancing coordination within the market systems. Increasingly we have noted that as
the sectors mature, companies become more specialized and create stronger relationships at the level of the
last mile and speed up the transformation of the sector.
f) Getting other development projects to adopt sound approaches can create synergies and speed the
development/ transformation of a market system. While InovAgro may have been the lead innovator on
introducing demand creation activities by the seed companies, numerous other projects have followed the
example and are now investing heavily in developing private company driven models. We have noted that
many projects sponsored voucher schemes (which have been introduced to stimulate demand) has
stimulated new entrants of agro-dealers. However, care must be taken to truly understand the absorptive
capacity of the market (purchasing power of the SHF without the subsidies) to know how many of the new
entrants will be able to survive in the future.
g) Promoting good competition between firms carrying out similar functions will lead to more innovation and
crowding in. In output marketing, as the CATs started opening up new buying points, many Bangladeshis
started copying the approach in order to compete more effectively to access product from the SHF. This is
good for the SHF.
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VALUE CHAIN ANALYSIS
This section provides details of the project achievements during the 2019/2020 agricultural season relating to
smallholder farmers’ productivity and profitability for each of the five value chains supported by the project: maize,
pigeon pea, groundnuts, sesame and soybeans. The results are presented in comparison to the period from 2014/15
to 2018/19. The agronomic performance of each of the five crops in the project locations is discussed as well as
specific market developments relating to each of the value chains. The performances were measured through two
annual end of season surveys carried out in July and August 2020. The annual survey was brought forward to July
(it is normally done in August) to be ahead of the curve of the increasing COVID-19 cases. A second survey had to
be done to capture production, yield and income for pigeon pea, which was not ready in July. A conclusion to this
section is also provided with key issues for current and future project consideration.

Project Outreach
In the current agricultural season, InovAgro and its partners reached 4,843 new smallholder farmers, to reach a
cumulative 34,921 farmers (16,521 of them women). This was an increase of 16% over the 30,078 repeat farmers
supported by the project by end of 2019. These farmers were reached by the project through various interventions
including field days, Fundo Agricola groups and participation in output markets and buying of seed. Table below
provides an overview of the project outreach disaggregated per crop indicated as the main cash crop and gender.
Table 2: InovAgro Project Outreach in 2019/20 by main crop and gender

Crop
Maize
Soya Bean
Groundnut
Sesame
Pigeon Pea
Total

2020 - Number of SHFs indicating main
crop
Female
Male
Total
5,359
5,815
11,175
1,124
2,019
3,143
3,431
2,855
6,286
1,915
2,624
4,540
4,691
5,086
9,778
16,521
18,400
34,921

Main Crop
Share %

% Women
Farmers

32%
9%
18%
13%
28%
100%

48%
36%
55%
42%
48%
47%

Maize remained the crop identified as the most important cash crop by almost a third of the farmers (32%), 1%
lower than in 2019. Pigeon pea gained ground on its second place, increasing from 24% to 28% due to its consistent
price increase. This is an increasing rebound from the low of 2016 when pigeon pea prices crashed to MZN 5/kg,
down from MZN 40/kg in 2015 and most farmers had abandoned it. Groundnuts is the third most popular crop (18%)
down 1% from 2019. Of the 18% cope share, women make up 55%, confirming groundnut as a crop dominated by
women. Sesame came in fourth with 13% and soya bean, with its erratic market opportunities came in last at 9%.
In general, pigeon pea increased being the preferred crop at the expense of minor drops from the other crops.
Maize and pigeon pea where almost split equally between women and men, with 48% of farmers who state it as a
main cash crop being women. Sesame, with 42% of women producing it as main crop and soya (36%) are more
preferred by male farmers.
The table below shows the changing numbers and percentages of preference from 2019 to 2020.
Table 3: Change in Farmers Crop Preferences over 2018/19 and 2019/20

Maize
Soya Bean
Groundnut
Sesame
Pigeon Pea
Total

2018/19
10,011
3,226
5,695
3,849
7,297
30,078

INOVAGRO III ANNUAL REPORT 2020

%
33%
11%
19%
13%
24%

2019/20
11,175
3,143
6,286
4,540
9,778
34,921

%
32%
9%
18%
13%
28%
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Women Participation in Value Chains
The table 2 shows an increasing percentage of women participating in InovAgro intervention areas, reaching 47.3%
compared to 45% and 37% in 2019 and 2018 respectively. This has been driven through the main interventions –
more participation of women in Fundo Agricola (55%) and InovAgro partners making it possible for women to
participate in crop sales through fixed buying posts or mobile buying posts reaching them in their communities. The
percentage could have been higher had farmers been able to buy inputs and sale crops through village fairs and
participation in community field days. These channels of trade were disrupted by the COVID-19 restrictions imposed
by the government. Bringing interventions to village levels allows women to increase their participation as they can
balance this with their other reproductive roles. They are more likely to be allowed to participate in markets by the
men in their lives if the intervention is local.

Value Chain Analysis
Maize Value Chain
Maize production is dominant in northern Zambézia (Gurué, Molumbo, Alto Molocúe and parts of Namarroi) and
western Nampula districts (Ribaué and Malema). More than 90% of households interviewed during the survey
produce maize for food security in the first instance.
Though maize is primarily for food security, it is also the most important cash crop for farmers in the project districts,
with 11,175 SHFs (32% of benefiting farmers) indicating that maize is their primary cash crop. This is a 12% increase
on the 10,011 from 2019. Even though the profitability of maize is modest, there is a vibrant market for maize in the
project districts and farmers know that they can always sell. The maize market in the North is cushioned from the
competition from supply markets of South Africa, given the high transport costs from the South, where the maize is
imported. With maize being a low value crop, transporting it to processors will make imports less competitive in the
North.
Maize is primarily bought by maize flour millers as it is a staple food, especially in urban areas. This market channel
is constrained because the government controls the price of maize flour to cushion the poor urban dwellers. When
there is a stiff competition and maize prices rise, the millers struggle to compete and go to buy in the more remote
areas. In 2019/20 season, maize production was low, driven by erratic rains that were experienced in some project
districts, especially Eráti, Chiúre, Namuno and Ile. This led to low production, leading to maize price rising to reach
an average MZN12.5/kg, 25% higher than the MZN 10/kg from the 2019 marketing season.
The second market channel is the poultry industry, dominated by Novos Horizontes in Rapale, near Nampula and
Abilio Antunes, outside Chimoio. The demand from this market channel was depressed in 2020 due to low demand
for poultry by most urban residents, especially in the informal economy who lost their sources of livelihood because
of COVID-19 control measures. The poultry feed plant and abattoir, installed in Gurué and reported in last year’s
annual report, was planned to start operations in March 2020, but progress has stalled due to alleged
mismanagement of funds. When the plant eventually starts operating, it is expected to increase competition for
maize and soya, at least in the cluster of districts bordering Gurué.
The beer processing company, Cerveja de Mozambique (CdM), forms the last major segment in the maize market.
They buy large volumes and were buying through Mohammed Enterprises Tanzania Limited (MeTL), who produce
maize grits for CdM. CdM does not use GMO maize and therefore sources maize in Mozambique, rather than
importing. CdM need high quality maize and will want to target areas with quality seeds, through established
networks of agro-dealers.
The graph below shows the evolution of maize productivity and profitability from 2015/16 season to 2019/20 season.
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Figure 9: Maize Yield and Profitability Trends 2016-2020
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The profitability of maize continued its steady rise because of the price of maize that has been increasing from 4
MZN/kg in 2017, to 8 MZN/kg in 2018, to 10 MZN/kg in 2019 and finally to MZN12.5/kg in 2020. The 25% price
increase compensated for the 15% loss in productivity in 2019/20. This saw the profitability per hectare in 2020
increase by 35%, reaching MZN10,931/ha (USD154) up from MZN 8,093 per hectare in 2019. The increased
profitability will see many farmers increase their commitment to maize in the 2020/21 season as farmers have a one
season lag-to-market. InovAgro PFU anticipates increased purchase of certified maize seed because of these high
prices in the 2019/20 season.
The yield decreases from 1,422 kg/ha to 1,213 kg/ha (-15%) were the result of a poor and erratic rainfall season in
the maize producing regions of northern Zambézia and western Nampula. This was despite the increased use of
certified seed (and fertilizers) and adoption of good agronomic practices training by the companies’ contracted lead
farmers.

Pigeon Pea Value Chain
Pigeon pea was the second crop identified as the main cash crop by 28% of the InovAgro supported SHFs (of which
48% women) in the project locations. The 9,778 SHF is an increase of 2,631 over the 7,147 recorded in 2019,
accounting for 54% of the new farmers.
Pigeon pea is grown mostly in Eráti, Namarroi, Ile, Mocuba, Chiúre and Namuno.
Pigeon pea prices are showing a steady recovery from the low demand and price collapse of 2016/17 (when it
reached MZN 4-5/kg), MZN 8/kg recorded in 2018, MZN 22/kg in the 2019 and MZN 31/kg in the 2020 marketing
season. After the collapse of the prices, the Mozambican Institute of Cereals (ICM) has been pushing the Indian
government to honor the pigeon pea supply quotas in their trade agreement.
The data regarding pigeon pea profitability was gathered in August as it wasn’t yet harvested when the survey was
done for the rest of the value chains.
In the agricultural season of 2018/2019, the average yields of pigeon peas have increased by 5% to reach 977
kg/ha. Pigeon pea is only one of two crops to record an increase in yield. Despite the low rains, pigeon pea, with its
deep roots system is a very drought tolerant crop. This makes it a very strategic crop for farmers to diversify with
other crops that are more prone to the change in weather patterns.
The figure below shows un upward trend of yield in the pigeon pea from 2015 to 2020, reaching 977 kg/ha in 2020.
The fourth consecutive season of price increase saw the profitability of pigeon pea shoot to MZN 29,220/ha
(USD412/ha), an increase of 79% over the 2019 profitability. This profitability will see more and more farmers getting
back and more aggressively in pigeon pea production in the 2020/21 season. The drawback is that there is a
shortage of good quality pigeon pea seed on the market, making farmers prefer to use recycled seed. Pigeon pea
seed’s low planting rate of 10 kg/ha in Mozambique and the low numbers of producers makes the market small for
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big seed companies. This has seen the market for pigeon pea seed remain the lowest among all the five value
chains.
Figure 10: Pigeon pea yield and profitability trends 2015-2020
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Groundnuts Value Chain
Groundnut was the third most important cash crop for farmers in the project districts, with 6,286 SHFs and 18% of
cumulative benefiting farmers indicating groundnut as their primary cash crop. This is a 10% increase on the 5,695
from 2019. A total 55% of the producers for groundnuts were women, largely because women favour crops that
provide food security and nutrition to the household.
Groundnut is produced more in the northern districts supported by InovAgro (Namuno, Chiúre and Eráti). The
groundnut is consumed more (per capita) in southern Mozambique, especially Maputo, so most of the groundnut
production is “exported” to the South through commercial networks of intermediaries who buy and aggregate. The
groundnut is sold mostly for local processing, i.e. home-made peanut butter, which is part of the daily meals in most
households.
Since 2015, the figure below shows that groundnut farmers have enjoyed positive trends in terms of yields and
profitability, reaching peaks in the 2017/18). This trend was somewhat arrested in the agricultural season
(2018/2019) due to loss in production occasioned by cyclone Kenneth that damaged groundnut crop in Namuno,
Chiúre and Eráti districts.
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Figure 11: Groundnuts yield and profitability trends 2015-2020

30,000

795

773

740

25,000
640

25,297

24,324

20,000
384

400

14,351

300

198

200

3,908

5,000

700

500

15,000
10,000

800

600

21,804

19,166

900

100

0

0
2015

2016

2017

2018

Ave. Profitability (net margin in Mzn/ha)

2019

2020

Yield Kg/ha)

The above chart shows that the profitability per hectare experienced a steady increase from 2015 and reached a
peak in 2018 and dropping last year due to damaged groundnut crop from Cyclone Kenneth. The profitability
increased to MZN 25,297/ha in 2020, an increase of 16% over 2019. The marginal yield increase of 3% was coupled
with a modest 2% price increase to MZN 34/kg
The average groundnut yield in the 2019/2020 agricultural season was 795, up a modest 3% from the 773 kg/ha in
2019. While yields were constrained by the Cyclone Kenneth in 2019, the yields were impacted by insufficient rain
in 2020, which ended before the groundnut crop had reached full maturity.

Sesame Value Chain
Sesame was the main commercial crop for 13% of InovAgro supported farmers, ranking it fourth. The crop is largely
grown in the districts of Eráti, Chiúre, Namuno, Mocuba and Alto Molocúe. The crop was considered as the main
cash crop by a cumulative 4,540 SHFs. This is an 18% increase over the number of farmers who had sesame as
main crop in 2019. Sesame has made significant gains in terms of becoming the cash crop of choice for farmers
because it had consistently performed well in terms of profitability per hectare for SHFs. This was driven by a
consistent strengthening in price over the period 2016/17 to 2018/19, reaching MZN 71/kg in 2019. This trend was
disrupted in the current season as the price dropped by 33% to MZN 47/kg. This was a result of low demand on
global markets.
The drop in price affected the profitability of sesame, which took a severe drop of 45% to reach MZN 20,758/ha
(USD 292/ha), losing its position as the most profitable crop per hectare. The profit margin for sesame however
remained high at 88%. This is because sesame is a low input crop suitable for SHFs. With 3 kg of improved seed
required to grow a hectare (costing USD 15) and pesticides for two sprays costing USD 7 per hectare, a farmer is
set to produce a hectare of sesame at the lowest cost of all the value chains. A 50-kg bag of fertilizers would
significantly improve yields leaving sesame production as having limited entry barriers for SHFs. The production of
sesame is not suitable in most areas, limiting the number of farmers producing the crop.
A major challenge for the sesame value chain is accessing pure improved seeds. Because sesame is a small
volume seed, the big seed companies do not see the business case to carry sesame seed as a business line. This
leaves the small local seed companies to produce the seed. These seed companies have challenges with research
and quality control. There have been complaints of mixed seed with erratic germination performance.
The figure below shows the evolution of profitability and productivity of sesame from 2015 to 2020.
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Figure 12: Sesame yield and profitability Trends 2015-2020
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The average yields of sesame achieved in the 2019/20 season decreased by 15% to 498 kg/ha, from 588 kg/ha in
2019. The sesame crop suffered from the short season and early end of rains in February in the northern districts.
Sesame is grown from mid-January and an early end to the rainfall season was detrimental to the yields in sesame.
Some farmers even plant in February to avoid a wave of pests expected in late January.

Soya Bean Value Chain
Soya bean was the crop least identified as the main cash crop across the project districts. A cumulative 3,226
smallholder farmers (2,086 men and 1,140 women) in the InovAgro project locations grew soya beans as their main
commercial crop during the 2018/19 season supported through the project facilitation systems. This is 11% of the
cumulative InovAgro supported farmers. The 3,226 is a significant 31% increase over the 2,456 small holder farmers
who grew soya beans as their primary cash crop during the previous season (2017/18). Soya is largely grown in
Gurué, Malema, Molumbo and part of Alto Molocúe and Namarroi.
The average farm gate price remained at MZN 21/kg soya bean grain (same price since 2017/18). With reduced
yields by 16% because of low rainfall and low improved seed use in 2019/20, profitability per hectare dropped to
MZN 15,189 (USD 214)/ha, a drop of 25% compared to 2018/19.
The chart below shows how the yield and profitability have increased over the last few years. More details of the
profitability statements can be found in the attached Excel spreadsheet.
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Figure 13: Soya Bean Yield and Profitability Trends 2015-2020
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Overall Comments
Apart from groundnuts and sesame, the yield of the crops supported by InovAgro increased when compared to
2018/19. This drop for groundnuts and sesame was attributed to a below average agriculture season in terms of
rain. Some crops rescued drop in yield through increased use of improved seed (maize and sesame) coupled with
the application of good agronomic practices. The most significant increase in use of improved seed was with maize
followed by sesame SHFs.
Maize and pigeon pea profitability was driven by price increases of 25% and 41% respectively.
Sesame lost ground as the most profitable cash crop to pigeon pea due to drop in world market prices.
Due to consistent demand creation activities being created by input service providers, farmers are changing their
behaviour, resulting in significant increase in number of SHF using certified seed and applying good agronomic
practices. The use of improved seed coupled with price increase in some crops (pigeon pea, maize) led to a
significant increase of profitability of these crops.
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Gender
Both SDC and DAI subscribe to the attainment of gender equity in the InovAgro project. This shared understanding
aims to work towards a state that “both men and women are free to develop their personal abilities and make
choices without the limitations set by stereotypes, rigid gender roles, or prejudices … [and] that the different
behaviors, aspirations and needs of women and men are considered, valued and favored equally”, (KIT et al.,
2012:2). InovAgro is aware of the entrenched gender stereotypes that form part of the culture and realities of
InovAgro project beneficiaries and partners. This makes it hard to achieve complete equity during the life of a project.
True gender mainstreaming occurs when partners also integrate this awareness, and requires more concerted
efforts, budget, time, and spaced repetition of messages in all project structures.

Introduction
At the start of InovAgro III, the programme carried out a “Rapid Gender Assessment and Draft Gender Strategy”
and appointed a Gender Focal Person who was part of the InovAgro Senior Management Team. The initial Focal
Person resigned in 2019 from InovAgro and was replaced with an internal candidate. She was also oriented by the
STTA in 2019 and again in 2020.
Because of this strategy and the work of the Gender Focal Person, InovAgro focused on training staff and partners
to integrate gender mainstreaming into their work and business models in 2019. However, two challenges impeded
the success of this intervention. Firstly, most of the partners sent in either women or junior male staff for the training.
This stemmed from the assumption that gender should be for women, demonstrating partners’ lack of understanding
of the value of mainstreaming gender into their businesses. Second, while the training was good and well received,
being a new “concept” to most partners, there was need for follow up to do mentoring on-site and to provide
additional support to the firms to introduce new gender sensitive approaches. The budget had already been signed
off and did not permit this level of intensive support to partners.

Gender Intervention in 2020
The InovAgro workplan for 2020 was designed to mitigate against the challenges experienced in 2019. Gender
awareness and training was not undertaken as a standalone intervention. Instead, gender was a strong component
of the project intervention events – integration workshops, reflection sessions and training. The target was that each
project partner would participate in a gender awareness training session, at least three times during the year. The
gender awareness training followed a participatory approach and, from recent awareness meetings and workshops,
InovAgro has observed a greatly improved understanding of gender over the course of 2020. The next stage is to
translate understanding into adoption.

Implementation of Gender Action Plans
InovAgro engaged a STTA (Fiametta) in March 2020 to review the gender interventions and provide support to
develop gender action plans. The STTA participated in two regional integration workshops and interviewed partners
and co-facilitators in the Fundo Agricola to get an understanding of the level of gender mainstreaming. These were
incorporated into the inputs and extension, output market and access to finance interventions action plans.
The gender actions were designed to ensure that female and male farmers are understood by the project partners,
who then design and implement appropriate products and services.

Gender in Multi-Stakeholder Workshops
During 2020, InovAgro held multi-stakeholder workshops where a gender module was included in the workshop
program. Twelve regional multi-sectoral integration dialogue sessions were planned, bringing in stakeholders from
the inputs and extension, output marketing and access to finance stakeholders, including government. During these
sessions, the InovAgro Gender Focal Person presented a module to deepen understanding of gender
mainstreaming and addressing why gender equity is beneficial to households, communities and agribusinesses.
Two multi-sectoral dialogue sessions were held in Chiúre for the northern cluster of districts and one in Ribaué for
Western Nampula districts. In total, 49 people were trained, 17 of them women. Further sessions were suspended
due to COVID-19 restrictions after March 2020. Four more sessions are planned for the last quarter of 2020.
InovAgro also facilitated various sector reflection sessions for the three interventions and during each session, very
specific strategies for promoting gender equity were discussed and shared with participants.

Gender in Intervention Areas
Gender in Inputs and extension
In the inputs and extension component, the numbers of women participating in the field days has been consistently
high, increasing to 8,091 in 2020. This constituted 40% of participants in 2020, achieving the project target. This is
a good achievement considering most partners hold field days in central locations, which requires travel outside of
villages. This constrains more women’s participation due to the time limitations for women and lack of permission
by men to travel outside their communities. The COVID-19 situation worsened the ability of women to participate in
project events as most women were confined to their homes to take care of children as schools were closed. During
2020, and especially in the planning for 2021, the InovAgro PFU is encouraging partners to make it easier for women
to participate in field days by holding them inside their villages led by lead farmers trained to hold local learning
events and field days.
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Lead Farmers Training
An outcome of the 2019 reflections sessions with seed companies showed that adequate and effective extension
can only be provided if the seed companies trained lead farmers to mount effective demonstration plots and to run
effective field days to enhance knowledge transfer to other farmers in their communities. InovAgro supported the
seed companies with a training of trainers for lead farmers and technicians. The InovAgro Gender Focal Person
saw an opportunity to bring gender mainstreaming into extension intervention. Lead farmers are influential women
and men in rural society and are often ‘trendsetters’ in promoting changes in rural areas, not only with respect to
farming practices but also, potentially, with respect to social and cultural gender norms. The training emphasized
that lead farmers and extension officers needed to promote and embrace women participation in project activities.
The training also encouraged companies to overcome their prejudices and increase women employment
opportunities.
InovAgro’s MRM data revealed that more men than women attend field days, even though there are more female
farmers in rural Mozambique. The lead farmers were encouraged to accommodate the female farmer through
mounting demo plots near the communities to reduce travel time for women; to simplify the way technical aspects
are explained as most of the female farmers are illiterate; and to undertake the training for durations and at times
most appropriate to women.
In total, 72 lead farmers and 15 technicians who participated (13 were women) were trained in gender
mainstreaming in extension work. The lead farmers were encouraged to cascade the gender awareness training in
their training sessions back in their communities.
During 2020, seed partners participated in agro-dealer training and seed sector reflection sessions. In addition,
InovAgro held a meeting with other seed projects where the partners discussed gender considerations in their
interventions.
During the specific inputs sector events, seed partners were trained to realize the importance of considering women
in developing their products and services. InovAgro used research findings from a DAI sister project, Inova, to
demonstrate to partners that women are more likely to invest a higher proportion of money to buying inputs than
men as they are loyal, trustworthy and more committed to work with. Once women understood the value of a product
offering, they developed more brand loyalty than men, are more committed to the partnership, and are more
trustworthy. Once they are satisfied with the product or service, it is more than likely that they will have repeated
transactions with a supplier contributing to the growth of the business.
Access to Finance
Access to Finance is the intervention with the greatest opportunities for women empowerment. Women are in the
majority in Fundo Agricola groups and taking prominent leadership roles. Savings clubs have always been a big
attraction for women, more so than for men. In the Fundo Agricola, the same trend has held with women participation
increasing from 45% in 2018, to 55% in 2019 and 56% in 2020.
InovAgro has directed the co-facilitators to ensure that the voice of women is heard in FA groups. This is through
encouraging women participation, encouraging groups to give women equal opportunities to be in leadership and
promoting an increasing number of women animators. The percentage of women in FA groups leadership was at
45% in 2020 and percentage of animators who are women has risen to 32%, which is still lower than the target of
40%. This is because animators require high levels of technical skills to read, write, calculate savings, interest
sharing, etc, and local women often still have lower levels of literacy. It is easier to find more women animators in
districts that have previously had training in functional literacy.
The Access to Finance, gender awareness and training was included in the 2019 savings cycle review workshop
(February 2020), training of District Management Committees and inter-district DMCs’ learning exchange visits. It
was encouraging to see 46% of women members of the DMCs participating in inter-district learning exchange visits
as normally women would be denied long distance travel from their villages especially when the events require
overnight stay and involve men. Additional 92 women (74%) travelled to other communities within the district in
Look and Learn Events.
Output Marketing
The number of CATs has increased to 31, with four being women (13%). InovAgro has tried to empower more
female CATs through encouragement of emerging women traders to grow into CATs. The project lowered the entry
criteria for women compared to men. In 2020, the project organized exposure visits to more successful women
CATs for younger/newer female traders to learn and be inspired. However, they will need a lot of training, provision
of incentives and coaching to bring them up to the acceptable level.
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InovAgro plans to train CATs on technical and business management aspects of running a trading business in the
last quarter of 2020. The more promising upcoming women traders, who are not yet at the level of CAT, will be
invited to attend the training.
During the CAT reflection sessions, InovAgro encouraged CATs to recruit more female buying agents as women
tend to be more honest, an issue that CATs desire in agents and struggle to get. Reservations raised relate to
jealousy from the men in their lives. A second area emphasized is selecting agents with ethics and integrity who
inspire confidence in their communities. This will require involving local leaders in the validation of identified agents.
This will make it easier for women and their men to feel comfortable for women to go to the market on their own.
InovAgro realized that, while the number of buying points has increased over the years, there are still wide areas
with no coverage for various reasons, among them low production. Buying points that are distant from the villages
will hinder women participation in markets in a context where women’s mobility is restricted by their male partners.
This situation was worse in 2020 as the reality of COVID-19 restrictions constrained movement of women further.
InovAgro encouraged CATs to organize mobile buying units to reach out to these communities.
Land Tenure
Gender differences in securing land tenure is not a legal, institutional or an administrative issue – it is social. The
social norms governing the traditional societies deprive women from accessing land. Most rural women in the
InovAgro project districts get their rights to land through their relationships to male members of their communities,
who are the decision makers or the heads of households. In case of death or abandonment of the head of the
household, women can lose the rights acquired to the land. This is not withstanding the Mozambican constitution
and land legislation that recognizes men and women’s equal rights to land.
During the Phase III, InovAgro partnered with Terra Nossa to facilitate the implementation of a land titling pilot in
four communities in two districts of Zambézia. Experience has shown that with good education and communication,
members of society can change behaviours and embrace good practices that will change women’s lives such as:
registering land parcels in the name of women, co-titling, including women in land-based institutions or in land
administration bodies. The outreach initiatives encouraged women consideration in ownership and land
administration institutes. The net result was that, overall, 58% of the land registered was in the names of women.
Women DUATs ownership reached 56% in Malopa-Mocuba, 55% in Munhacua-Mocuba, 64% in MussanoNamarroi and 62% in Mutaliua-Namarroi. The Mocuba land titling was done during the reporting period from October
2019 with the DUATs issued in February and March 2020.

Women Look and Learn Events
The Gender Focal Person has facilitated the realization of two women “look and learn” events to promote
empowerment of female leaders, small-scale farmers and emerging entrepreneurs. The learning events were
centered around learning from the more successful women to inspire the promising ones. The two events were held
in Alto Molócuè and Ribaué districts and participants included seed companies, SDAE and AENA extension officers,
big and emerging CATs, big and emerging agro-dealers, DMCs, FA members, VBAs and FA leadership.
Alto Molócuè Look and Learn
The Look and Learn event held in Alto Molócuè district attracted 11 women participants. The objective of the event
was to bring better awareness of gender to promising women leaders, small-scale commercial farmers and
entrepreneurs to understand how they can better perform in their roles and enhance their businesses.
InovAgro facilitated discussion on how to promote women empowerment by involving those who have been
successful in business and emerging female entrepreneurs who are keen to take up the challenges that have been
barriers to the growth of their initiatives. These barriers include lack of access to knowledge, seed capital and
business linkages. These include VBAs who want to increase sales to become emerging agro-dealers, existing
small agro-dealers who want to grow bigger and become more visible, allowing them to work directly with seed
companies, and emerging aggregators with medium volumes of produce who want to enter into bigger markets.
A successful female agro-dealer, Madalena Capela, who owns Agro Rural & Serviços, shared how she started from
supporting farmers to buying farming equipment and eventually opening her first shop in Chiúre. She now also has
shops in Ribaué and Alto Molócuè and employs nine people.
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Figure 14: Madalena Capena hosting a look and learn event in Alto Molócuè

Seed company Phoenix Seed shared how they are working with female out grower farmers who are producing seed
for them. They supply the farmers with basic seed and give technical support and later return and buy the seed at
market prices. They had good experiences with female farmers in Alto Molócuè district and want to recruit more
small-scale women farmers to produce seeds for them.
Ribaué Look and Learn
The event held in Ribaué district attracted 12 women participants. Other participants included CATs, VBAs, female
Agro Dealer, FA members, FA presidents, DMCs and female seed producers. More successful female
entrepreneurs (Fatima Bolacha (CAT), Olga Chipanque (agro-dealer) and Florencia Zeca (small-scale seed
producer) shared their business experience and success stories.
Figure 15: Look and Learn held in Ribaué District

Fatima Bolacha
Below, Fatima Bolacha, one of the four female CATs partnering with InovAgro, buys maize for milling in her own
plant. She shared the road she has travelled over 15 years, the challenges encountered and how she overcame
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them. She supplies her maize mill in Ribaué and is expanding to Nampula and setting up a mill for poultry feeds,
the next business she wants to embark on.
Figure 16: Fatima Bolacha sharing her experiences building a CATs and Maize Milling Business

Olga Chipanque is an emerging female agro-dealer based in Ribaué. She received initial business capital in the
form of inputs by her father, an InovAgro CAT partner, Regua Chipanque. She managed to triple the value of the
inputs “donated” in the first season and is now running her business without support from her father.
Figure 17: Participants Visiting Olga Chipangue agri-shop in Ribaué

Florencia Zeca is a small-scale seed producer, doing well under the seed program sponsored by Phoenix Seeds.
She is leading a group of more than 200 smallholder farmers, mostly female farmers, who are producing seed for
Phoenix. She started with 7 hectares in 2016 as a pilot and has grown this to 70 hectares during the 2019/2020
season. She produced 39 tonnes of sesame seed in the 2018/2019 season. Her farming business has attracted
support from projects such as Sustenta, acquiring a subsidized tractor. She shared what it takes to successfully
produce sesame.

Gendered impact of COVID-19
As the COVID-19 pandemic unfolds globally, many measures are being taken in trying to combat the virus. In the
rural areas served by the InovAgro project, the COVID-19 effects have been less severe than in urban areas due
to limited mobility. However, COVID-19 has increased women’s work burden due to school closures. This further
limit women’s ability to participate in production, programme events including training, and travel to distant markets.
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Rural women face greater constraints than men in accessing productive resources, services, technologies, markets,
financial assets and local institutions, which makes them more vulnerable to the socio-economic effects of the
COVID-19 pandemic. The effects of the pandemic are affecting rural women’s productivity and income-generating
capacities because it tends to reduce their economic opportunities and access to foods while at the same time
increasing their workloads at the household level.

Conclusion
Although of lot of gender work has been done so far in 2020, which this report has covered, there is still room for
improvement in the remaining months of 2020 and gender integration will be a stronger focus in the extension to
drive forward results and impact. Adoption by partners in a sustainable way is still a challenge. InovAgro will scale
up interventions and will specifically focus on the following:
1) Support Production of Gender Promotion Guides for the various interventions: These will be used
to train and guide the frontline partners’ staff including CAT buying agents, agri-shop attendants, DMCs
and CATs
2) Encourage partners to adopt gender equity promotion interventions: Partners need to move from
understanding to adopting gender practices. The selection, orienting and training of frontline personnel
should ensure that it considers the gender equity promotion agenda
3) Mentor promising women leaders, small-scale farmers and entrepreneurs to grow their businesses
and roles in agribusiness.
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INPUT AND EXTENSION INTERVENTION
Introduction
The InovAgro inputs and extension intervention area aims to promote the establishment of a well-functioning
agricultural market system that supplies commercially certified seed and other quality inputs (agrochemicals,
fertilizers and farm implements) as well as extension/knowledge transfer services to women and men smallholder
farmers (SHFs). The delivery of a full package of agribusiness services enables farmers to achieve increased
productivity, leading to improved incomes and food security. This leads to the growth of the agribusinesses, leading
to a sustainable market system.
The input and extension intervention has two complementary objectives:
(i)
To promote demand creation initiatives that focus on knowledge and skills transfer to ensure that
farmers build awareness, change their behaviour, adopt and invest in improved inputs while applying
good agronomic practices; and
(ii)

To develop a well-coordinated inputs distribution network that ensures good quality certified seeds and
other inputs are available to farmers closer to their communities, which is especially beneficial for
women who cannot travel long distances from their communities;

A key part of the work plan for 2020 was to test our “Exit” Strategy. This was in response to the recommendations
of the mid-term review and the annual planning meeting of late 2019. To ensure that InovAgro interventions are
sustained, InovAgro reduced support to most partners, focusing on showcasing best practices and letting the
partners expand the interventions. With some partners, support was dropped outright but InovAgro monitored their
performance to see if they continue to invest in previously project supported interventions.
This section of the report covers the progress made and results achieved in the implementation of the InovAgro
inputs and extension intervention area from October 2019 to September 2020. The report provides relevant
information on the partnerships established by the project, the activities implemented, and input sales and other
results achieved in all project locations.

Seed Sector Partnerships Established
During the current agricultural season, InovAgro signed nine agreements with private partners involved in inputs
distribution:

This brings to 28 partnerships InovAgro has supported with input distributors from the 2014/15 to 2019/20
agricultural seasons. This includes eight seed companies, three distributors, 13 agro-dealers, one fertilizer
company, one crop protection company and two extension service providers.
Over the past five years, InovAgro and its partners have invested almost USD1.47 million (USD479,000 by InovAgro
and USD990,000 by private partners) to create demand, and to establish and expand seed sales networks in the
communities.
On the other hand, to operationalize the partnerships for the 2019/2020 agricultural season, InovAgro and its
partners committed the amount of 96,127 USD during the current season. InovAgro committed 38,650 USD (44%),
while partners invested 61,327 USD (56%) to provide inputs and extension services in all project locations.
Annex 1 shows the list of partnerships deals signed under the intervention of inputs and extension

Input demand creation activities
Although a lot of work has been done by InovAgro partners to promote productivity enhancing technologies in all
project locations, there is still a long way to go for majority of SHFs to adopt use of improved inputs and good
agronomic practices (GAP). Most farmers need to see concrete results before they can change their behavior and
start adopting, so sustainable demand creation activities need to continue within the project locations.
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In 2019/20, the thrust of InovAgro intervention has been to promote proven effective technologies and promote lastmile distribution interventions. InovAgro partnered with the private sector to incentivize them to provide extension
services to the small producers for conducting the following activities:
Ø Best practices in establishing demo plots in the communities, close to agro-dealer stores and savings
groups, and along the main roads;
Ø Realization of field days under the leadership of the seed companies, distributors and agro-dealers;
Ø Participation in local village fairs at district level for the sale of agri-inputs and tools;
Ø Conducting marketing activities such as the setting of billboards in strategic locations, roadshows,
advertising on community radios and use of social media (Facebook and WhatsApp) to promote products
and services.

Establishment of demonstration plots
Demo plots are one of the fundamental tools that the inputs companies use to bring product and technology
awareness to SHF and to promote adoption of certified seed. They use demo plots to disseminate product
information and GAP. InovAgro signed agreements with agricultural input suppliers to facilitate the establishment
of demo plots using a network of lead farmers. Use of lead farmers allows seed partners to reach out to more
farmers in a cost-effective way. This complements the seed partners’ limited outlay of technicians.
A total of 214 (92 new) demo plots were established by the private partners during the 2019/2020 agricultural season
in all project locations. This brings the cumulative figure to 792 demo plots. This exceeded the target set for the
year 2020 by 3%, as shown in the table below:
Table 4: Cumulative # of demo plots establihed
Log frame Indicator
Number
of
demonstration
plots
established for stimulating input demand
by smallholder farmers

Baseline
2017
297

Target Milestone
Target 2020
770

Actual cumulative
Achievement 2020
792

To implement the InovAgro Components Integration Strategy, some seed partners such as Klein Karoo, Phoenix
Seeds, Seed Co and Olima Farm partnered with some Fundo Agricola (FA) District Management Committees
(DMCs) to establish 54 demo plots. This allows demos to be established in communities where farmers save to buy
inputs to motivate more savings from the FA members. GAP will also ensure the maximize the benefits from their
investment in seed technologies. The table below shows the extent of this partnership:
Table 5: # of demo plots established in partnerships between the DMCs and the inputs companies
#
01

DMC
Mocuba

02 Alto Molocue
03 Chiure
04 Ribaue
05 Malema
06 Erati
Total

# of demoplots
10

Private partner

07
11
09
08
09
54

The seed companies, distributors and agro-dealers steadily continued to promote the adoption of certified seeds
and GAPs to the SHFs using demo plots. The below figure shows the evolution of demo plots establishment in all
project locations:
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Figure 18: Evolution of private sector established demo plots by InovAgro partners
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Realization of field days
Agricultural input providers continued to invest in demo plots and field days as one of the main vehicles for bringing
product awareness to farmers and the dissemination of extension messages to reach SHFs. This leads to demand
activation for agricultural inputs. The table below presents the number of participants in field days facilitated by the
private partners with InovAgro support:
Table 6: # of SHFs participating in field days
Log frame Indicator
Number of SHFs participating in field
days facilitated by the project

Baseline 2017

Target Milestone
Target 2020

8,807

20,000

Actual
Achievement
2020
20,061

Twenty-four field days were conducted by six partners, namely: Hélder Comercial, Olima Farm Lda, Ikuru, Seed Co
and Olima Agro Negócios. The number of partners who realized field days and number of SHFs who attended the
field days fell far short of 2020 targets because COVID-19 control measures imposed by the Government of
Mozambique barred gatherings of more than 10 people. However, some partners realized field days just before the
adoption and enforcement of the control measures.
The figure below shows the evolution of number of field days realized by the InovAgro partners since the adoption
of this approach in 2015:
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Figure 19: Evolution of private sector led field days and cumulative attendances
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Over the last six seasons, eight input companies (Ikuru, Seed Co, Klein Karoo, Nzara Yapera, Oruwera, Phoenix
Seed, Syngenta and Pannar, one distributor (Agri Con) and 10 agro-dealers (Hélder Comercial, Olima Farm Lda,
CERELH, ADECOZA, Aulado Consultoria, Agro Trading, Olima Agro Negócios, Kafuma Comercial, Agro Rural e
Serviços and JNB) conducted 203 days of fields in all project locations attracting 20,061 SHFs participants of which
11,970 were men and 8,091 women (40.3%). In the current agricultural season, 1,491 (1099 men and 392 [26%]
women) participated in field days. Of these, 437 SHFs participated in the field days for the first time (157 [35%]
women). Some partners such as Agri Con in partnership with Seed Co in Gurué, invited agricultural college students
(as shown in the above picture) in their final years based on the assumption that some of them will be future
customers.

Training of Lead Farmers and Extension technicians
One of the lessons from the 2018/19
season was that as the seed companies
tried to roll out many marketing and
training demo plots in communities, they
fell short in terms of providing technical
support due to limited numbers of
technicians who also played the role of
sales agents. InovAgro and its partners
agreed that there is need to develop
capacities in lead farmers to mount good
demo plots, to organize local field days
and to be the front line for providing GAP
knowledge within communities. InovAgro
and its partners hired a consulting team to
provide GAP training to lead farmers and
seed companies’ technicians focusing on
establishment of demo plots and
organizing of effective field days.
The training was attended by 87
participants – 72 lead farmers and 15 seed
companies’ technicians. Fifteen percent of
Figure 20: lead farmers training session in Gurué
the participants were women. The low
numbers of women were attributed to the lower levels of literacy as it is essential that the hub lead farmers would
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be able to embrace technical information. Eleven private companies sent 15 technicians for the training (ADECOZA,
Agro Rural, Agro Trading, Hélder Comercial, Ikuru, Klein Karoo, Mutiana Investments, Olima Agro Negócios, Olima
Farm Lda, Phoenix Seeds
and Seed Co).
Due to COVID-19 meeting
limitations, trainings were
done for up to eight
participants. Partners invited
their leading agro-dealers
who could grasp and be able
to replicate the training in
their clusters. Some agrodealers
have
already
cascaded the training in
communities. Other seed
partners have developed
joint plans for the trained
lead farmers to replicate the training of tier two lead farmers, for the establishment of demo plots for the 2020/21
season. The partners will provide training material and technical support while each leader farmer will provide a
good block of land to be used for the demo plot. Each graduated lead farmer will train three to four second tier lead
farmers in his/her cluster.

Development of the Seed Retail and Distribution Network
Improved supply relationships between seed producers and retail outlets create an effective distribution channel to
reach SHFs in all project locations to improve access to improved seed technologies.

Establishment of Retail Outlets
During the reporting period, InovAgro supported investments to setup nine shops near the SHFs communities
reaching a cumulative figure of 55 operational inputs shops. This is 10% higher than the project target of 50.
InovAgro support focused on branding to improve visibility of the shops. The figures related to the log frame indicator
are shown in the table below:
Table 7: Cumulative # of input outlets established
Log frame Indicator
Number of accessible, cost-effective &
financially
sustainable
certified
seed
distribution outlets promoted in all project
locations

Baseline
2017

Target Milestone
Target 2020

Actual
Achievement 2020

26

50

55

The demand creation activities implemented by InovAgro partners have stimulated demand for inputs, prompting
the input suppliers to increase their number of points of sale. This is crucial as last-mile access to promoted seeds
is crucial for adoption.
Local entrepreneurs based in the project target districts invested in nine new agri-shops during the reporting period,
adding 19.5% new shops to the 46 operational in 2019. The new shops were establishment as part of distribution
network development. Proma supported three agri-shop owners in Ribaué, Klein Karoo supported five (two in
Molumbo and one each in Ribaué, Gurué and Nampula. Agri Con supported the opening of one shop in Namarroi.

Village Seed Markets
To access new business in new areas, before agro-dealers can justify investing in agri-shops, many agro-dealers
use village fairs both to promote sales as well to bring awareness to their products. This helps them to assess
viability of setting up physical shops. This last mile intervention is very popular with agro-dealers and even
distributors.
During the reporting period, InovAgro partners organized 159 village fair days during the period 1st October 2019
to 30th March 2020, when the government banned gatherings of more than 10 people and effectively banned all
village markets.
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Village Based Agents (VBAs)
A second channel for reaching the last-mile is promoting sales through village based agencies, who are
knowledgeable women and men resident in communities. When Village Seed Markets were banned, several
InovAgro partners turned to VBAs to promote sales. The VBAs would receive consignment stock for sales. In other
instances, the VBAs would mobilize farmers to place orders and then invite the agro-dealers / distributors to deliver
supplies.

Seed Purchases by SHFs
A cumulative 21,074 SHFs (9,905 women, 47%) purchased certified seed, a 6% increase on the 19,744 SHFs who
did so up to the last agricultural season. This is 25% higher than the project log frame target of 16,800 for 2020.
The cumulative number of women who purchased certified seeds increased by 12% from that of the previous
agricultural season. This increase is a positive sign that women are becoming more aware of the benefits of
adopting improved seed technologies thanks to their increased involvement in project outreach and demand
creation activities. This brings women participation to 47%, a significant achievement compared to log frame target
of 40%. The table below shows the performance against log frame target:
Table 8: # of SHFs who have purchased inputs
Log frame Indicator

Baseline 2017

Target Milestone
Target 2020

Actual
Achievement
2020

10,500

16,800

21,074

Number of smallholder farmers (40% female)
reached, purchasing and applying project
supported improved and climate resilient
agricultural inputs and services in all project
provinces

In the last three agricultural seasons, the number of SHFs purchasing and using certified seed has grown steadily.
Therefore, an increasing number of SHFs have understood the value proposition of using certified seeds and other
production technologies and this behavioral change is pushing the demand up, as shown in the graph below:
Figure 21: Cumulative number of farmers who purchased certified seeds 2017-2020
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Evolution of Seed Sales in 2016 – 2020
A total of 758.99 Metric Tons (MT) of certified seed were sold in all project locations by the InovAgro seed partners
between October 2019 and September 2020. The figure below shows the evolution of volumes of seed sold from
2016 to 2020.
Figure 22: Evolution of seed sales 2016-2020
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The above graphic shows an average annual increase of 61.6% in the volumes of certified seed sold in northern
Mozambique from 2015/16 to 2019/20. In the 2015/16 agricultural season, six seed companies sold around 111.33
MT of certified seed. Four seasons later the demand for certified seeds has increased almost to seven-fold to reach
758.9 MT. This increase is a confirmation that the SHFs are consistently demanding more certified seeds, the
private suppliers are responding to the demand and the seed market is gradually growing strong.
The
disaggregation of the seed sold per crop per agricultural season is presented in the table below:
Table 9: Evolution of seed sales by crop from 2018-2020
Agriculture Season
2017/18

Maize
195,1

Soya
Beans

Pigeon
pea

14

21,3

Groundnuts
17,5

Sesame

Other
Crops

Total
Sales

9,14

16,75

273,79

2018/19
220,72
222,1
10,7
101,9
23,1
42,9
621,22
2020/20
414,9
78,0
7,7
92,4
41,0
125,1
758,99
The sales of seed in 2019/20 could have been much higher had the seed companies been focused on developing
the distribution channels to SHF. However, due to the market opportunities arising from the relief work for cyclones
Idai and Kenneth, all seed partners spent considerable time bidding and supplying seed to NGOs. For instance,
Phoenix Seeds and Klein Karoo sold a combined amount of 1,757.19 MT of assorted seeds. Even though Seed Co
did not share its figures, they confirmed that they had record sales of seeds during the season. Phoenix ran out of
seed and had to import, causing them to reduce sales to SHF. These short-term donor-driven opportunities
distracted the seed companies from building a more sustainable market.
Maize remained the leading crop with 414.93 MT of seed sold during the season, an increase of 129%, up from the
previous season. Klein Karoo contributed the highest amount, followed by Seed Co, jointly accounting for 59% of
total sales. The high demand for maize grain in the 2019 crops marketing season, which was fueled by the demand
by NGOs to supply the cyclone affected areas and the regular demand in the poultry, maize milling and beer
industries, prompted the high prices paid in the 2019. Farmers responded to favorable prices in the crop by investing
more in the season following good prices.
The amount of soybean seed sold, 78 MT, decreased by 65% compared to the previous season 222 MT. This was
mainly because the largest contributor to sales from 2018/19,
recorded a huge drop in sales with large
quantities of soya seed still in their warehouses (150 tons). This came about after they experienced supply contract
challenges with one of their key distributors.
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Sesame sales increased by 99% to 41 ton. This is attributable to the firm prices of MZN 71/kg enjoyed by sesame
farmers in the 2019 marketing season leading to an increasing number of SHFs producing sesame. The largest
quantity of sesame seed was sold by
. These
companies are producing the seed on their own farms or using networks of out growers. No big seed company is
involved in the production of sesame seed, a low volume crop.
Pigeon pea seed sales decreased by 38% from the 7.7 MT sold in the previous season. Market actors stated that
the unavailability of quality pigeon pea seed discourages farmers from investing in “improved” pigeon pea seed
whose performance cannot be justified by the investment. Farmers tend to use recycled seed. The previous years’
price collapse had virtually destroyed the interest of seed companies in producing pigeon pea seed. It is hoped that,
due to the good farm gate prices paid this year, the uptake of seed will see an improvement over the course of the
next agricultural season.

Training of agro-dealers
During the reflection sessions and monitoring missions, the InovAgro PFU has been observing the limitations
presented by the agro-dealers and the shop assistants in conveying product information and extension messages
to the customers. They have also shown
weaknesses in the organization of their business
management systems and technical aspects such
as reading labels, proper storage of agricultural
inputs in the shops or warehouses and knowledge
on how to advise farmers.
To address the constraint, InovAgro and its
supported agro-dealers, hired Mr. Platiel Chilaúle,
to train 23 agro-dealers (03 women, 13%) in
technical and business management topics. The
trainings were held in two central locations –
Nampula (for agro-dealers from Nampula and
Cabo Delgado) and Gurué (for Zambézia
province).
Based on the training material developed by the
trainer and validated by the InovAgro technical
team, the trainees acquired advanced knowledge
about
seeds, fertilizers, crop protection products
Figure 23: Agro-dealer Training Session in Nampula
and basic calculations about sales price, profit/loss
among others. The trainer’s main observation was that agro-dealers based in vibrant agribusiness hubs, such as
Gurué, Ribaué and Malema have a better grasp of the agro-dealing management concepts than those in low
potential regions.
The trainer identified areas where the most promising agro-dealers required further
strengthening. This will be done through a follow up mentoring and coaching on one to one basis. At the end of the
session, the agro-dealers were recommended to share the acquired knowledge with their collaborators and lead
farmers and three key messages were passed:
1- Keep your word – agro-dealers should keep their word either regarding paying of suppliers or delivery of
products to customers. That will help agro-dealers to build trust and loyalty. This will help them get better
trade terms, including consignment stock from seed companies, allowing them to grow their businesses
faster than when they use their own resources;
2- Plan the growth of the business – growing a business is not a matter of chance. It needs to be properly
planned and executed. Positive lessons and best practices need to be incorporated in the next business
phase. This entails setting clear goals, assessing the risks developing a business plan and being strict in
executing the plan; and
3- Do not grow alone – involve business partners upstream and downstream in the chain to grow their
business. This requires building strong relationships with suppliers, customers and financial institutions. A
careful assessment of financial risks needs to be conducted before taking financial loans.
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Reflection meeting between seed supply chain actors
One of the key lessons InovAgro has learnt in the years is the poor communication and weak collaboration between
actors in the value chain. Good communication and collaboration among seed chain actors are the key factors for
building strong, efficient, vibrant and resilient market
systems. Effective collaboration requires strong
value chain leadership, a clear definition of roles,
rights and responsibilities of each actor and most
importantly, transparency in the distribution of fair of
margins among chain actors. As such, InovAgro
facilitated a reflection meeting in September 2020
between agricultural input providers working in the
project locations to discuss relevant issues affecting
the project partners and the inputs sector. The
participants of the reflection meeting included
representatives of four main seed companies, two
main distributors and six leading partner agrodealers. The Nampula Provincial Director of
Agriculture and Rural Development, Mr. Ernesto
Joel Pacule was the Guest of Honour who opened
and participated in the dialogue sessions.
The meeting reflected on the main successes
Figure 24: Seed Companies Reflection Session, Nampula
achieved, challenges affecting the agricultural inputs
retail business and to identify and adopt tailor-made solutions to move the seed business forward. The main
agenda points discussed at the meeting included: (i) the importance of ethical business practices in the
production and sales of seeds / agricultural inputs; (ii) ideas to mitigate the problem of counterfeit seed and the
role of each actor in the distribution chain; (iii) ideas to strengthen the supply logistics chain to better serve
customers in the last mile; and (iv) the InovAgro model to promote the agricultural inputs market in Northern
Mozambique. The meeting’s main conclusions were:
• The seed companies should play their roles of value chain leaders. They need to have clear policies
for the distribution of margins applicable to all chain participants especially when they appoint
distributors, who double up as retailers;
• APROSE and MOSTA regional chapters are under-resourced and unable to tackle the critical issues
affecting their members. The agro-dealers and seed companies working in the project locations will
continue to dialogue to come up with concrete solutions. A WhatsApp group was created to facilitate
the consultative process;
• The seed sector stakeholders need to collaborate with each other to share information on opportunities,
market intelligence and knowledge. Making use of the existing technologies, the meeting participants
promised to collaborate instead of competing;
• Ethics in business must be upheld by all market actors to create a vibrant inputs industry in northern
Mozambique. Most of participants indicated that lack of commitments to a supplier or customer can
jeopardize growth of the business.

Collaboration with other Seed Projects
InovAgro realizes that a market system project is not delivered in isolation. There will always be other development
agents who implement projects in the same locations that have potential to enhance or disrupt the market system
development. To that end, InovAgro tries to engage the other projects to influence them to invest in developing a
strong, resilient market system.
In February 2020, InovAgro facilitated a meeting with the key projects operating in the InovAgro project locations to
dialogue, seek collaboration and alignment in the various initiatives. Twenty-nine people attended the meeting in
Nampula City. Presentations were made by InovAgro, Inova, CLUSA and Sustenta. Other notable key projects
present were PROMER and Horti Sempre.
The InovAgro PFU followed up and coordinated with CLUSA in sharing information from the network of agro-dealers
who have benefited from training in agribusiness that are in the districts of Gurué, Alto Molocúe and Molumbo. One
of the first activities was to include the CLUSA agribusiness officer to participate in the training facilitated by InovAgro
with a view to sharing their experiences. InovAgro hopes that in the next training session collaboration efforts will
strengthen the capacity of InovAgro partners and their technicians to better serve the SHFs.
On 23rd January 2020, InovAgro carried a half day learning workshop with Inova to exchange experiences,
approaches and explore collaboration. Inova presented the findings from their study on gender dimensions in the
seed and other inputs sector, and their input route development in partnership with Casa de Agricultor. InovAgro
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encouraged the Fundo Agricola District Management Committees in Ribaué and Malema to mobilize their members
to place orders that are delivered every two weeks. InovAgro shared interventions geared towards extending the
last mile – village seed fairs, order placement with VBAs or lead farmers, distributors identifying and franchising
micro-retailers to eventually grow them into agro-dealers.
In the upcoming season, InovAgro will map the projects who are working with seed partners and the kind of support
they are giving. The InovAgro support will build on the initiatives done by others and encourage them to take an
MSD approach.

Exit Strategy Assessment
To ensure that InovAgro interventions are sustained, InovAgro reduced support to a few partners, to test their
resilience and willingness to expand the interventions without project support. These partners include seed
companies and agro-dealers as listed below:
i.
ii.

Seed Companies: Phoenix Seeds, Pannar
Agro-dealers – Agro Trading, Adecoza, Aulado Consultoria, Cerelh, Janeiro Comercial and Kafuma
Comercial

The exit testing covered four areas:
i.
ii.
iii.
iv.

Will seed companies continue participating in the project areas and selling seed
Will seed companies continue establishing demo plots
Will seed companies continue to run field days
Will seed companies continue participation in village markets

Data was received from four of the eight exited partners above. The analysis compares data for the four partners
between 2018/19 and 2019/20 seasons.
a) Continued Trading and Seed Sales
All eight partners continued trading in the project districts. Panaar had already reduced its scale with a
representative in Chimoio. They have changed their strategy and will now be represented by EASI Seeds, a new
regional seed company.
Phoenix continued to trade. However, in 2019/20, they first lost 50% of their seed in Cyclone Idai. They then faced
huge demand for seed from relief agencies supplying victims of Cyclones Idai and Kenneth. Phoenix ran out of seed
at the start of the season.
The four partners who reported, including Phoenix, had 137.9 MT in 2018/19. In 2019/20, their sales reached 136.7
MT, 1% lower than 2018/19. This shows that the partners continued to develop their businesses, even though they
did not grow the business.
b) Demonstration Plots
Three of the four partners established 46 demonstration plots in 2019/20. This is 28% lower than the 64 established
in 2018/19. This shows that partners are committed to demand creation even without donor support. The big seed
companies, including those supported, met their annual sales targets from relief agencies. This blunted their drive
to promote demand when they did not have the seed to sell. This was especially true for Phoenix who reduced the
presence of technicians in the field. The pressure to bid for tenders and manage the logistics to import came at the
same time they normally establish their demonstration plots. New seed companies go big with demonstration plots,
to introduce their seed, announce their presence on the market and to train farmers. Once recognition is achieved,
they reduce the numbers of their demos and focus on high potential regions.
c) Field Days and Participation in village markets
These two activities could not take place as gatherings were banned by the government due to the COVID-19
pandemic.
Lessons learnt
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1. Lack of business ethics, trust and transparency among business partners is preventing the growth of
individual chain members and the seed sector. Seed companies who have tried to give credit terms,
including consignment stock, have been let down with payment defaults forcing them to revert to cash
purchases. Once a critical mass of seed actors embraces business ethics, the seed sector will take off in
leaps and bounds;
2. Overreliance of agro-dealers on village seed markets as their last mile sales channel led to reduced sales
and income after the introduction of COVID-19 controls. Prior to the COVID-19 pandemic, agro-dealers
preferred selling seed through their participation at village fairs rather than sell through VBAs. Seed
companies who adopted use of VBAs during the COVID-19 control measures such as Phoenix Seeds and
Agro Rural and Serviços have gone on to expand their investment in use of VBAs;
3. The training of agro-dealers demonstrated that they have different skill levels. However, there was a general
low level of knowledge in reading product labels, especially for crop protection and fertilizers. Poor
knowledge of technical and business management agro-dealing systems has led to poor management of
the agri-inputs business. The agro-dealers appreciated the sit-in training. Required is a follow up mentoring
program for them to start implementing the lessons, enjoy tangible benefits and then they could start
demanding markets for business development services including training;
4. Many seed companies prioritize short term, quick win large contracts with relief NGOs, government and
commercial farmers at the expense of developing future markets for the large number of SHFs. The huge
seed demand for cyclone recovery saw some seed companies being overwhelmed by orders from NGOs.
In the process, they neglected the market of SHF, supported by InovAgro. While beneficial in the short term,
this opportunistic behaviour leads to loss of momentum to developing SHF markets;
5. Seed companies, distributors and agro-dealers are increasingly realizing that they need to invest in
diversified channels to reach the last mile customers by investing in demand creation initiatives
complemented by the establishment of a network of VBAs, village seed markets and aggregation of orders
through lead farmers or other agencies on the ground;
6. There is always going to be market distortions by donors and NGOs seeking quick wins and large numbers
of beneficiaries. They subsidize seed supply arguing that they need to support farmer awareness on the
benefits of adopting new seed technologies. However, they do not seem to ever reach the exit point and
some are always willing to quickly forgive defaults. InovAgro must learn to live with this and find ways of
collaborating with these partners, including not allowing double dipping or dropping partners already
supported by other development agencies.
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ENABLING ENVIRONMENT
Introduction
InovAgro promotes several initiatives focusing on improving the enabling environment to promote the increased
productivity and marketing by smallholder farmers in Mozambique. The initiatives focus on policy dialogue in the
seed sector, improving seed certification services in Mozambique, and increasing the efficiency of
commercialization of agricultural products.
This section discusses the work done to support the Association for the Promotion of the Seed Sector (APROSE)
and the National Seed Authority (NSA) to fulfil their mandates in a manner that helps grow and sustain the market
systems in the seed sector. The work with DPICs on commercialization is reviewed under Output Marketing.

APROSE – Seed Platform for Dialogue
APROSE is a multi-stakeholder platform that seeks to stimulate dialogue, information exchange and collaboration
between seed sector stakeholders to improve the overall enabling environment for the seed sector. APROSE was
formally legalized in 2016.
In 2019/20, InovAgro continued to support APROSE with i) staffing and institutional support; ii) some operational
support for events; iii) the development of a new three-year strategy (iv) research on stakeholder needs and
perception of APROSE; and (v) exploring resource mobilisation strategies. In the MOU, InovAgro has specified key
deliverables to be achieved before subsequent disbursements can be made.

Operational and Institutional Capacity Improvements
InovAgro supported APROSE to hold its annual general assembly on 13th December 2019, to receive progress
from the secretariat and approve proposed work plans for 2020. Also approved was the three-year strategic plan
that InovAgro had supported through the hiring of a STTA. This helped APROSE to focus its mission and implement
programs in line with their strategy, to avoid simply “chasing the money” and being swayed by donor agendas.
The General Assembly was an elective assembly. The elections were started but only concluded during an extraordinary assembly on 11th February 2020, electing three regional committees, the finance committee and general
assembly committee. Mr. Marcelino Botao, the Head of Agribusiness with ABSA Bank, was elected the new
President of APROSE to replace Celso Ruface. He brings with him experience in banking and the development
sector. InovAgro assisted the outgoing President to orient the incoming President and to agree on the priority areas
for our continued partnership.
APROSE developed several communication products for motivating participation in dialogue workshops. APROSE
created content and set up a website: www.aprose.org which became live in October 2019. InovAgro coached the
communications officer by supporting the review of the website and subsequent postings. While attempts to get
APROSE to formally host the NSA website did not materialize, APROSE hosts a lot of information from, and links
to, the NSA website.
1) InovAgro’s support to APROSE in 2020 focused on moving APROSE towards sustainability. This requires
that APROSE articulates programs that are relevant to members and can elicit the support of funding
partners. APROSE needs to raise their capacities to ensure that they give prospective funding partners
value added.
2) Consolidated Financial Reports: APROSE has been recording and analysing its finances separately for
each individual partner. This doesn’t give them a full picture of where they stand financially. InovAgro
designed a template that would allow them to catch the financial reports matched by funding sources. The
InovAgro Accountant worked with APROSE to complete this process
3) Proposal Template: InovAgro developed and shared with APROSE a simple proposal writing template.
InovAgro then supported APROSE to learn how to develop proposals to partners with Full Cost Recovery.
A proposal was developed for APROSE to coordinate the training of Private Sector Seed Inspectors (PSSI).
The proposal was initially sent to FAO but later prepared for a consortium of partners who were supporting
PSSI training (InovAgro, FAO and Seed Trade). InovAgro invited APROSE to come forward with their next
proposal opportunity for guidance, leading to knowledge transfer.
4) APROSE Perception Survey: InovAgro and APROSE agreed to jointly carry out an APROSE perception
survey. The partners jointly developed the instruments and the InovAgro MRM Officer coached the
APROSE Communications Officer on how to carry out surveys using Tablets. This was concluded in
September 2020
5) Strengthening Interfaces with the Regions: During the APROSE Perception study of 2019, partners in
the centre and north of the country said they experience a disconnect with the Maputo Chapter. All
workshops are held in Maputo and regional members are not always invited. When they are, it often takes
so much of their week to attend a one-day workshop and may not participate much. Before COVID-19, the
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partners agreed that there will be regional updates and reflection meetings in Chimoio and Nampula.
InovAgro has since authorized APROSE to buy Zoom or other such software to run online meetings.

Revised APROSE Priority Programs for 2020
The restrictions imposed by COVID-19 on doing business affected APROSE as they had become used to donors
and development agents approaching them with programs. Other than communication, APROSE’s main business
has been organizing workshops that bring together stakeholders. APROSE’s funding partners (FAO, AGRA)
imposed bans on meetings and field travel. This left APROSE with little advocacy work. The Board of Directors of
APROSE met in August 2020 to re-strategize in the light the new situation. They identified practical priority areas
for the remaining part of 2020 as follows:

i.

ii.
iii.
iv.
v.

Training of private sector seed inspectors (PSSI): APROSE was supported to write a proposal to
the Food and Agriculture Organization of the United Nations (FAO) for support in organizing the
training of PSSIs. FAO in turn proposed that APROSE coordinates the organisation of the whole
training programme since there were many partners covering different project aspects –
InovAgro, FAO, Seed Trade and SEMEAR,
Analysis of the Impact of COVID 19 in the seed sector;
Analysis of the Impact of the sale of Fake Seed on the development of the seed sector;
Legislation on vegetable seed; and
Seed offering of local varieties.

APROSE is developing Terms of Reference to deepen the understanding of each issue, and then use these to
propose funding from partners FAO and AGRA, who both have projects that started in 2020 with the objective of
supporting APROSE to further promote the development of an enabling environment. This is included program
work at the end of 2020 and start of 2021.

Mobilising Partnership Support for APROSE
InovAgro was the main initiator and supporter of APROSE in 2014 and has been working to mobilize support for
APROSE through the partners who have previously supported APROSE. InovAgro organized a brainstorming
meeting with APROSE current and prospective funding partners on the 19th of November 2019 to share ideas on
how make APROSE’s financially sustainability. Present were InovAgro, Inova, Speed+, Seed Trade, AGRA and
FAO. The partners discussed the nature of their support and the future funding prospects. A summary of the
outcomes:
i.
Partners agreed on the importance of APROSE functions in the seed sector and the need to ensure
continuity;
ii.
InovAgro, FAO and Seed Trade supported APROSE in 2019 (with operational and event support worth
MZN 14,688,142 (~ USD 235,000);
iii.
SPEED+, InovAgro and Seed Trade projects are coming to an end during 2020, which is a threat to
APROSE;
iv.
FAO and AGRA were anticipating new projects in 2020 that plan to support APROSE;
v.
Inova had asked APROSE to lead a seed company competition;
vi.
Partners noted the low capacities at APROSE, especially at the senior management levels; and,
vii.
InovAgro highlighted the importance for the partners to pay for staff time when they jointly implement
interventions with APROSE as part of the direct costs of the interventions. This was considered possible as
programme costs rather than direct salaries.

Donor Programme Support for APROSE in 2020
The following programme support has been tentatively committed to APROSE in the light of COVID-19
developments. Most of the donor partners have suspended their field operations since the end of March 2020, which
highlights the importance of stronger local seed market actors.
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Table 10: Tentative Support to APROSE in 2020
No.
1

Organisation
InovAgro

Areas of Support
• Institutional support – some salaries and
operational costs
• Programme costs (AGM, General Assembly)
• Governance - Support to management committee
and inclusion of regional chapters in APROSE
activities
• Partner APROSE in carrying out the APROSE
perception survey – this will inform their priorities
for 2021

2

FAO

•
•
•

3
4

Seed
Project
Inova

Trade

5

AGRA

Institutional support – some salaries and
operational costs
Traceability of seed initiative to compart
proliferation of fake seed
Co-finance with small seed producers to attend
PSSI

•

Support PSSI subsidy for trainers

•

Seed company competition – objective is to give
recognition to companies providing quality seed,
fair trade and good services to farmers
USAID exploring supporting machinery and
equipment for seed traceability

•
•

Value USD
43,500

Programme to support small seed producers will
have roles for APROSE

APROSE Responses to COVID-19 Controls
When the COVID-19 control measures were introduced by the government of Mozambique at the end of March
2020, APROSE was preparing to coordinate the PSSI training for two weeks to the end of April. This was dropped
after the sponsors suspended supporting all field activities. APROSE followed up by also introducing a work from
home policy.
Since then, APROSE has been engaging with FAO, AGRA and Inova to explore online options for meetings and
surveys. They have managed to define with their partners the support as outlined in the table above. The Inova
initiative to run a seed company competition is the one that is now underway. The survey will help profile companies
that offer an overall best product and service package.
Ultimately, virtual meetings can solve some of APROSE’s challenges of keeping in touch with members from
regional chapters outside Maputo and reducing costs. Costs for participation in board meetings and other activities
comprise a significant part of APROSE’s budget.

APROSE Members Perception Study 2020
In September 2020, InovAgro supported APROSE to carry out a study of the unique challenges members face,
what services they would want APROSE to provide and their overall perception of the APROSE services. The
outcome of the study was intended to inform future programme focus and APROSE would present proposals to
prospective sponsors informed by the study findings.
Overall, 87% of the 32 members interviewed responded with APROSE as good (71%), very good (13%) and
excellent (3%). The balance 13% found APROSE as not good.
The major recommendations for APROSE included:
i. Lobbying for effective oversight of public sector institutions in organizing effective market surveillance and
control strategies in relation to seed quality and fake seed;
ii. Identify common capacity gaps of their members and seek partnerships and create opportunities for capacity
building to provide more technical skills to meet sector specific needs and production challenges (quality seed);
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iii.
iv.

Improve representation at regional levels and increase communication with members and partners. Regional
members want to be heard and most of decision makers cannot travel to Maputo especially during the peak
season. There is also a need to carry out more programs off-season and do regional meetings;
Make interventions more effective through creating subgroups according to the role they play in the seed
sector, such as producers, distributors and others;

Key Seed Sector Issues from the Survey
APROSE members identified priority issues (ranked as below) that have the greatest impact on the seed sector
development. They want this to be top priority for APROSE if it should remain relevant to their members.
i. Fake Seed: For the second year running, fake seed was considered the greatest hindrance to the growth of the
seed sector. APROSE should lobby for policies to regulate the seed sector and create effective enforcement
mechanisms. Allegedly companies selling fake seed are known especially in Manica but they cannot be
sanctioned by the NSA;
ii. Low Demand: Low demand for certified seed makes it difficult to plan and transport seed especially for companies
that import the seed;
iii. Seed certification: local seed producers/multipliers complained about the high costs of the certification process
in addition to inability of public inspectors to cover the certification demand. The number of private inspectors is
still insufficient for seed producers’ needs; and
iv. Access to capital: Members struggle to get access to finance to expand their production areas and purchase
agricultural equipment and machinery are also mentioned as factors that increase local production costs and
promoting seeds and other inputs importation

National Seed Authority (NSA)
InovAgro has been supporting the NSA to improve their capacity to develop a structured mechanism to facilitate
dissemination of information to the seed sector stakeholders and to put in place a system for PSSIs to help it become
more efficient at inspecting and certifying seed.

Training of Private Sector Seed Inspectors
In 2018, InovAgro helped APROSE and the NSA organize training of ten PSSIs, accredited six of them in 2018 and
did follow up supervision of the performance of the six accredited inspectors in 2019. The NSA, InovAgro and other
partners, FAO and Seed Trade made plans to carry out the subsequent PSSI training in April 2020.
Value Proposition for Investing in PSSI Training
InovAgro and NSA reflection sessions showed that as the PSSI was a new concept, some companies do not yet
understand the value proposition of investing in the training of their own in-house seed inspectors. InovAgro and
NSA hired a consultant to develop the value proposition for private seed companies to invest in the training of seed
inspectors. This would be used by NSA to directly market the programme to the seed companies.
The study showed that there is a clear monetary benefit for the seed companies to invest in having inhouse seed
inspectors; it not only reduces the costs for getting certification from NSA but also to increase the seed companies’
attention to quality day-by-day. This would reduce the likelihood of their seed being rejected7. But more importantly,
quality seed gives companies a reputation in the market which will lead to farmer loyalty and growth in market share.
The study also showed that several seed companies want to participate in the PSSI but will not afford the full cost
of the training. They would need some cost sharing arrangement with development agencies until a critical mass of
them have scale to afford full cost payment.
Training Preparations
In December 2019, NSA contracted Phoenix to prepare the fields with the various crops planting dates staggered
to ensure that trainees will be exposed to crops at various stages. The timing was considered ideal as there is need
to have crops in the field planted at various stages for the field training.

7

Theoretically this would be a benefit. However, the reality is that NSA currently rarely inspects and hardly rejects any seed from the seed
companies, notwithstanding the widely shared view that the seed from local producers is of very poor quality in terms of yields and
germination.
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Mobilizing Participation
NSA mobilized seed companies to apply for participation in PSSI training. Other development partners, FAO, Seed
Trade and SEMEAR were forthcoming to cover some of the costs to subsidize some of the small seed companies’
participation, in co-financing arrangements.
The table below shows the institutions who had paid for the 18 confirmed candidates to participate in the training in
April 2020. The third column shows the sources of funding for training attendance. Ten of the 18 candidates are
from seven seed companies. Most co-financing arrangements have seed companies paying for the training fee and
costs of certificates charged by NSA (MZN 33,000) each. They were also covering their travel costs to Chimoio.
The subsidy covered costs in food and accommodation in Chimoio and travel to Vanduzi for field training.
Table 11: Approved Candidates from seed companies for participation in the 2020 PSSI Training

No.
1
2
3
4
5
6
7
8
9
10
11
12
13
14
15
16
17
18

Candidate
Companhia do Zembe
Companhia do Zembe
IKURU
ORUWERA
FAO 1
Institute de Manica
UNILURIO
UNIZAMBEZE
Instituto Agrario de Mocuba
Escola Profissional de Caia
Klein Karoo
Klein Karoo
Klein Karoo
Instituto Agrario de Chimoio
Phoenix
Phoenix
OLIMA Farm
MMICO WAMUNO

Source of Funding
Self Financing
Self Financing
Cost sharing with FAO
Cost sharing with FAO
Cost sharing with FAO
Cost sharing withZVDA
Cost sharing withZVDA
Cost sharing withZVDA
Cost sharing withZVDA
Cost sharing withZVDA
Self Financing
Self Financing
Self Financing
Cost sharing withZVDA
Travel Costs to Venue - Training free
in leiu of land preparation
Co-financing with SEMEAR
Co-financing with SEMEAR

The Future of PSSI Training
Unfortunately, the training was postponed due to the travel restrictions caused by COVID-19. InovAgro have
engaged the seed department to start preparation of land for training in March 2021.
InovAgro has encountered challenges in developing a common vision with NSA. While the partners initially agreed
to lower the cost of training PSSIs to make it affordable for more seed companies, the NSA charged a fee of USD
500 per participant before any other costs, while increasing numbers of NSA trainers and training related costs,
hindering the prospects of making the course viable. InovAgro will, in the last quarter of 2020, engage the seed
department again to ensure that partners work towards a shared vision of making a viable PSSI program.

Website and Database Development
InovAgro has been supporting the NSA to develop an operational system for dissemination of relevant information
to seed sector stakeholders. Seed companies and prospective buyers need to have access to a database where
they can understand which seeds are certified, the process for seed certification and release and the formal process
for importing seeds into the country. In addition, there is need for prospective and existing seed actors to understand
the whole process leading to seed certification (registration and release).
In 2019, NSA developed an information dossier and populated a website but never got to launch it. The website
has been populated with registered certified seed varieties in Mozambique and information on seed quality control
and legislation. InovAgro offered to support NSA through the launch of the website and ensuring quality of posting.
NSA showed little interest to advance this as they were exploring to have APROSE host their website. The proposal
to have APROSE was eventually not approved because APROSE is not considered a permanent institution.
Instead, the government would pay and manage the website. The website has since expired, allegedly because the
government failed to pay for the monthly subscriptions.
APROSE has launched their own website and uploaded most of the information on the NSA website but as one of
their partners rather than as a co-shared website.
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Restructuring of the Ministry of Agriculture and Food Security
In the half year report, InovAgro mentioned that the new Ministry of Agriculture and Rural Development (MADER)
had proposed significant changes to mandates of departments that have implications for NSA, which was a
department in MASA. The previous NSA functions were falling under two directors in MADER and three
departments. This caused challenges with coordination.
APROSE, NSA and other seed stakeholders were involved in making representation to retain the former NSA
functions in one place for coordination. The Minister eventually ceded and got most of the previous NSA functions
under one department. This allows InovAgro to negotiate the PSSI program for the 2020/21 season with people
familiar with the process.

MADER Planning to reshape the Agri Inputs Landscape
MADER has proposed an intervention in the seed, fertilizers and plant protection sector. They propose to
distribute inputs worth USD 50 million during the 2020/21 summer season. They have nominated a consortium to
procure from other seed companies and import the seeds from Zambia and other countries. They want to buy
12,250 MT of assorted seed, 25,000 MT of fertilisers and 250,000 litres of chemicals. They want to distribute the
input packages to emerging farmers, who give them to farmers as loans.
This marks the re-entry of government as the biggest player in the seed sector and other agriculture inputs, which
leads to market distortion. Already, the government has selected some consortium members with no clear criteria
or transparency. As can be expected with government loans, farmers will default and prefer to get these input
packs at the expense of the commercial inputs promoted by InovAgro partners. This has potential to set the
market system back by 10 years.
InovAgro will consult with development agencies and motivate APROSE and MOSTA to make representations to
the government to let the markets develop naturally.
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OUTPUT MARKETING
Introduction
Organizing viable and sustainable output marketing channels is central to the achievement of the InovAgro project
goal of increased smallholder farmers’ (SHFs) income. After piloting contract farming schemes and supply contracts
in earlier project phases, InovAgro drew a major lesson that the market system in Northern Mozambique was too
fragmented and not yet developed for direct linkages between farmers and large offtake market players for the
target value chains. Since 2015, InovAgro has operationalized its output marketing intervention component through
strengthening a network of Mozambican Commodity Aggregator Traders (CATs). The intervention objective is to
grow the role of the CATs in the market system, supporting them to increase their depth and breadth into rural
communities in an efficient manner. This will provide more opportunities for women and men smallholder farmers
to access viable markets. This is especially beneficial to women farmers, who are constrained to access distant
markets due to their time consuming reproductive roles and often denial to travel to distant locations by the men in
their lives.
The CATs facilitate efficient bulking of SHFs’ produce and selling it to larger commodity buyers and processors
(hereafter referred to as “big buyers”). The interventions are designed to strengthen the transactional relationships
between SHFs and the CATs on the one hand and between the CATs and the big buyers on the other. In addition,
InovAgro facilitates access to capital for the CATs to expand their businesses.
InovAgro has been supporting CATs operating in the project districts to develop and expand a network of buying
points equipped with quality, transparent and trust enhancing technologies8 closer to SHF’s farms. In 2020,
InovAgro’s exit strategy entailed that the project would not provide material support to CATs. The focus in 2020 is
to facilitate capacity building as well as linkages between CATs and big buyers and financial institutions.
InovAgro has also been supporting the improvement of the regulatory environment for the CATs to operate
efficiently. Since 2018, InovAgro has supported the Ministry of Industry and Commerce and the Provincial
Departments of Industry and Commerce (DPIC) to facilitate the adoption of the new trade regulations, the
Cadernetas de Comercialização (Cadernetas), designed to reduce transaction costs, facilitate collection of trade
data for the government and streamline red tape9. In 2020, InovAgro focused its work on strengthening the
capacities of the relevant public institutions involved in rolling out and administering the adoption of Cadernetas.
In Mozambique, the official marketing season of grain and oilseed formally starts in April of each year and ends in
March of the following year. Therefore, this report presents sales recorded by CATs after the annual report of 2019.
This spans the period October 2019 to March 2020 and the new crop from April to the end of August 2020.
This section of the report will provide on progress made in the implementation of planned activities, results achieved,
and lessons learnt.

Partnership Agreements Established with CATs in 2020
InovAgro planned to support 15 CATs in 2020, but ended up supporting 18 CATs, including three new CATs. While
InovAgro’s exit strategy for 2020 had not expected to provide any new CATs with material support or to establish
new partnerships, InovAgro had 13 digital scales, eight price boards and three canvases remaining from the
previous year. A decision was made to assist these partners to reach underserved or strategic project locations.
Three new CATs were selected. One replaced the only CAT in Molumbo, who could not operate his business due
to ill health, while the other two were selected to work in the underserved areas within the project delimited land of
Munhacua and Malopa in Mocuba district. InovAgro’s land tenure intervention strategy was to promote the
establishment of agribusinesses to service the communities that received landing titling.
To select the most strategic CATs to work with, InovAgro graded the 27 CATs from 2018-2019 into three categories,
based on multiple criteria as detailed below:
• First Tier- CATs purchasing large quantities of produce, have assets and formal linkages with big buyers.
Some have limited technical and managerial skills to effectively manage and further grow their businesses.
Most have relevant and sizeable business experience;
8

Digital scales, price boards, hygrometers and canvas
Previously CATs were required to buy licenses for each district, administrative post, locality and even community level for them to set up buying
posts. Now they are only required to have one license at district level, for 5,000.00 MZN, saving money and time
9
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•

•

Second Tier - CATs with average performance in terms of purchases, have some assets but need more,
have a grasp of the commodity buying process but lack formal relations with the big buyers. Most use own
resources, which limits their growth potential and have some degree of informalization and limited business
skills. Most of them have high potential for growth;
Third Tier - CATs with low performance in terms of purchases; limited access to working capital, using own
resources but have some limited assets; some are starting up while others are not fully focused on the
business10. Some in this category have growth potential, while others have limited potential and were
dropped.

The focus of the project in 2020 was primarily on the second category, but other CATs with specific needs from
Tiers 1 and 3 were also considered for support.

InovAgro Support to CATs
InovAgro signed deal notes with 18 CATs (11% women) to enable them to:
i.
ii.

Build and manage good relationships with small holder farmers and local leaders;
Build and strengthen business relations with the end buyers, so that they have favourable and predictable
trade terms and arrangements;
iii. Manage their businesses in a professional manner with business plans, financial records and reports to
ensure sustainability and profitability;
iv. Access finance from financial institutions;
v. Manage their businesses in formal, ethical ways and in strict observance of the sector policies and
standards;
Annex 2 presents the list of supported CATs, the level of co-investments, the scope of the partnerships and the
operational districts.

Establishment of Buying Points
InovAgro worked with 30 CATs, 18 with deal notes and 12 who have
graduated. In total, the 30 CATs operated 433 buying points (BPs), up 2%
from the 423-operated last year.
Of the 433 BPs, 349 are “old” from 2019 while 84 were newly opened BPs.
Sixty of the new BPs, were opened by the 18 supported CATs. Seventy-four
BPs operated in 2019 were not operational this year for reasons outlined
below. Of these, 34 were operated by two CATs - one who died and another
who fell sick. In both instances, the businesses could not be operated.
As with many small businesses, the CATs are dependent on their ownermanagers. The collapse of some CAT businesses due to death or ill health
prompted InovAgro PFU to introduce the issue of succession plans in its
discussions and training with CATs. Some CATs reacted positively. Assane
Mugate, Chipangue e Filhos, Constantino Calisto, Quedas do Rio Lúrio and
Anita Catija are now involving their sons or daughters in their business.
Figure 25: Anita Catija, from Eráti
District showing her signed deal note CATs operating in the drought affected districts of Cabo Delgado and in Erati
closed BPs and in exchange, established mobile buying teams. This strategy
for 2020
allowed them to mobilize produce that ordinarily would not be available to
them. Other reasons for dropping BPs include:
•
•
•
•

Low availability of produce due to poor harvest in the season;
High concentration of buyers leading to fierce price competition, less produce or unsustainable buying
prices. This especially affects maize millers, with a final product whose price is controlled by the
government;
Long distances and/or poor state of roads, leading to high operational costs; and
Poor experience with their buying agents

The figure below presents the evolution of number of operational buying posts volumes of produce purchased since
the adoption of the CAT model.

10

Many CATs are heavily depended on the owner with little succession planning. One CAT passed away late 2019 and the heirs to the
company have failed to continue with the business. Another CAT is seriously ill and the business is at a standstill
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FIGURE 26: Evolution of buying posts and volumes purchases 2014-2020
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The geographical distribution and concentration of the BPs varies per district and reflects the dynamism of the
agribusiness sector in particular districts. Highly productive districts such as Gurué, Alto Molócuè, Ribaué, Eráti
and Chiúre tend to have high concentration of BPs and others like Namarroi, Ile with low agricultural potential or
significantly off-road districts attract less entrepreneurs. The table below shows the distribution of BPs per district
in 2020.
TABLE 12: Distribution of BPs per district
Buying Posts in 2020
District
Old

New

Total

Mocuba

32

10

42

Namarroi

2

1

3

Gurué

59

12

71

Molumbo

20

2

22

AltoMolócuè

28

8

36

Malema

15

4

19

Ribaué

67

17

84

Eráti

35

23

58

Chiúre

47

11

58

Namuno

24

16

40

Total

329

104

433

Annex 3 shows the buying points operated by the individual CATs.
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Ribaué has the highest number of buying points (84), closely followed by Gurué (71) and Chiúre and Eráti, both
with 58 each. All four are highly productive districts and significantly commercialized in terms of local presence of
long-standing CATs. Ribaué and Chiúre also enjoy easy access to main markets. The next group of districts with
sizeable number of buying points include Namuno, Alto Molócuè and Mocuba, all with easier access to markets.
Namuno has easier access to the more commercialized Montepuez town, where big buyers such as ETG and OLAM
have big buying centres. Molumbo and Namarroi have very low density of BPs. Ile does not have any BP.

Performance of CATs in the marketing season 2020/21
Sales from October 2019 – September 2020
The commercialization season continued for maize, pigeon pea and groundnuts after the annual reporting of 2019.
The final sales figures were captured in the Half Year Progress Report for 2020. CATs purchased 3,248 Metric
Tons with a market value of USD 1,197,000 after the cut off for the 2019 report and reporting SDC indicators for
2019.
From the start of the new marketing season in April 2020, the 30 CATs purchased 12,698 MT, valued at USD
4,680,818. This brought the total purchase to 15,942 MT of assorted produce since between September 2019 and
September 2020. This was 32% higher than the annual volume to September 2019. The CATs collectively injected
USD 5,877,818 in the rural economies of the project target districts, 8% higher than the USD 5,420,349 reported in
the Annual Report of 2019. In MZN, the increase in purchases was 26% higher than the 2019 figures, due to the
devaluation of the MZN from 61/USD in 2019 to 71/USD in 2020. The modest increase was also caused by the
huge drop in the average price of sesame from 71 MZN/kg in 2019 to 47.3 MZN/kg in 2020 (33% price reduction).
The table below shows the actual volume and values of purchases per crop.
Table 13: Actual purchases and value of the crops Sep 2019 - Aug 2020
Crop

Actual
(MT)

Value of
Crop
USDx000

Actual
(MT) AprSep 20

Value of
Crop
(USD)x000

Total
Volume
Sept-Aug

Oct 19 Mar 20
Maize

964

USDx000
158

Soya
Groundnut

1,204

651

Sesame

Pigeon
Peas

1,080

Total

3,248

Total
Value
Sept-Aug

388

7,062

1,463

8,026

1,621

1,820

617

1,820

617

681

627

1,885

1,278

1,061

884

1,885

884

2,074

1046

3,154

1,434

12,698

4,636

15,946

5,834

While the COVID-19 control measures prevented the usual competition from Bangladeshis, who were not allowed
to travel into the rural areas, CATs reported that the void was filled by local buyers (micro, small and medium
traders), some who used to aggregate for the Bangladeshis. Unlike in the previous years, the demand for maize
and soya bean by the two poultry companies, Novos Horizontes and Abilio Antunes was low due to the reduction
in the demand for poultry products. This also affected soya bean, whose price retreated compared to 2019.
Maize dominated the purchases (56%), followed by soya beans (14%), pigeon peas (16%); Sesame (8%), and
groundnuts (5%).
The value chain parameters (prices, volumes, market dynamics, etc.) are covered in depth in the value chain
analysis section of this report. Annex 4 shows the factors that impacted the purchases by CATs during the 2020
marketing season.
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InovAgro Partners’ Co-investments
InovAgro invested only USD 24,820 in CATs in 2020, down 36% from 2019, as part of its exit strategy. Meanwhile,
CAT partners invested USD 83,291, representing 77% of the total partnership budget (not including investments
from graduated CATs). This is in line with the project’s exit strategy.
The CATs invested in the establishment of new buying points (material for securing the place, equipment including
scales, price boards and canvas, working capital). CATs also cost shared for attending training and reflection
meetings. This shows that they appreciate the benefits of attending InovAgro promoted events.
By encouraging the private partners to take on the most essential investments, InovAgro is preparing for project
exit. This is in line with market systems development (MSD) principles that require private sector partners to own
and drive the market development process.

Facilitation of Linkages Between CATs and Big Commodity Buyers
From a review of the sales by CATs in 2019, InovAgro realized that the bulk of the aggregate sales were coming
from the top eight CATs. Common characteristics of the top CATs included that they had direct contracts with the
big buyers and received working capital advances to buy produce. This gives them a huge advantage over the next
tier of CATs who use their own resources and only secure markets once they have produce to sell. Most second
tier CATs stated that they do not have direct access to big buyers, selling through Bangladeshis, constraining their
margins and making their businesses less viable. InovAgro set out to facilitate linkages between the big buyers and
the more promising CATs, providing capacity building to enhance their compliance levels to the terms of the big
buyers. The objective is to support them to graduate to the first-tier category so that they access more definite and
favorable trade terms.
InovAgro engaged with the Export Trading Group (ETG), OLAM and Abdul Gani Tayob (AGT) - a new buyer on the
Nampula market. The original plan was to organize meetings between each buyer and CATs inclined to meet the
trade terms. The marketing season started right at the start of the COVID-19 restrictions and at that time, there were
lots of uncertainties and fear of travel and meetings. The dialogue sessions were cancelled, leading to InovAgro
holding one on one meetings with the big buyers to understand the prospects of partnering CATs and the terms of
engagement.
All the three big buyers advised that they have multiple warehouses and / or points of purchase in the regions
around the CATs' areas of operation. They gave trade terms and contact people and committed to accept produce
of good quality delivered to the warehouses closest to each CAT, reducing transport costs and time for the CATs.
The big buyers are open to entering into commercialization contracts with CATs provided they can consistently
meet predefined quantities and quality levels/standards. With a track record, eventually more favourable trade terms
can be advanced to those who will consistently supply volumes of high-quality produce. InovAgro shared this
information with all the CATs during the deal note discussions and one-on-one monitoring and supervision missions
by the InovAgro PFU. The table below presents the list of CATs who have established commercial arrangements
with some big buyers:
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TABLE 6: Status of linkage between CATs and Big Buyers for 2020 marketing season.

Throughout the 2020 season, InovAgro has been mentoring the CATs with end market contracts to do what it takes
to expand the contract and trade terms. This requires that they regularly deliver to the same big buyer to develop a
track record. More importantly, they should deliver increasing volumes of quality produce. This also requires that
they train farmers on proper harvesting, grading and other quality considerations.
CATs with good business relationships with the big buyers get advances provided by these buyers which are interest
free. CATs with a track record of making good business deals with the big buyers receive consistent financial
support. InovAgro has urged CATs to develop a track record of consistent supply of quality produce to specific
buyers to develop a track record and get more favourable trade terms.

Facilitation of Linkages Between CATs and Financial Institutions
Working capital remains one of the most critical constraints to CATs’ ability to grow. The InovAgro PFU held several
meetings with Banco Futuro and GAPI in the three provinces to facilitate access to loans to CATs. GAPI is lending
the funds provided by the government through ICM to strengthen the working capital of the private agricultural
commodities traders during the 2020 output marketing season.
In 2019, InovAgro facilitated an engagement between CATs and financial institutions, leading to GAPI giving loans
to four of them (Fatima Bolacha, Quedas do Rio Lúrio, Carlos Corneta and Ferragens Maleiro). In 2020, these CATs
were at various stages of repaying the loans before they could access the next loans.
In 2020, InovAgro supported 8 CATs to access loans from financial institutions. InovAgro linked Banco Futuro,
GAPI, and Banco Oportunidade with the most promising CATs, leading to the approval of eight loans to CATs. The
banks are assessing credit worthiness for three others, as presented in the table below. InovAgro took joint trips
with Banco Futuro to discuss with CATs and review their ability to absorb loans. Banco Futuro also wanted to
capacity build the CATs to prepare business plans to submit to any other financial institutions. Unfortunately, due
to COVID-19, Banco Futuro staff were not allowed to overnight in the field. They could only service CATs in the
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nearest districts of Eráti and Ribaué. Banco Futuro’s experiences with the CATs funded in 2020 will create a
potential new era for funding of CATs from other districts, if their experiences are positive. InovAgro continues to
mentor the CATs to ensure that they honour their contracts to create value chain finance in future to grow their
businesses.

Status of Access to Loans by CATs
GAPI / ICM
In 2019, four CATs received funding from GAPI after the linkage facilitated by InovAgro in May 2019 as
reported in the progress report for 2020. These are Indústria Moageira Fátima Bolacha, Quedas do Rio
Lúrio, Carlos Corneta and Ferragens Maleiro. They received a total equivalent to $70,000. Three are still
processing the loans while Carlos Corneta and Pensão 12 de Junho received fresh loans in 2020, while
Lancome Comercial is pending.
Banco Futuro
Approved two loans to Chipangue e Filhos and Organizacoes Morgado and another pending for Assane
Mugate. Constantino Calisto’s loan was approved but he did not take the loan due to high costs.

Promoting Enabling Environment in Output Marketing
In 2018, the InovAgro PFU supported the (national level) Ministry of Industry and Commerce to pilot the new
regulation for commodity trading (Cadernetas de Comercialização) in Molumbo and Gurué districts. In 2019,
InovAgro supported the Provincial Directorates of
Industry and Commerce (DPICs) in Zambézia and
Nampula to roll out this policy in nine project
districts.
In 2020, InovAgro signed Memoranda of
Understanding (MoUs) with the DPICs of
Zambézia, Nampula and Cabo Delgado. The
purpose was to support the DPICs to mobilize the
enabling stakeholders (SDAEs staff, traffic policy,
sub-district authorities and community leaders) to
adopt the Caderneta de Comercialização.
In Nampula and Zambézia, the awareness raising
about the new legal instrument was a follow up
action to the roll out in 2019. For Cabo Delgado,
the work focused on the initial dissemination of
Decreto no 94/2018 that introduces the Cadernetas
de
Comercialização.
InovAgro
supported
workshops in all eleven project districts involving
Figure 27: Traffic police in Nampevo, Ile at a Cadernetas de
CATs, traffic police, SDAEs, chiefs of
Comercialização awareness event
administrative posts and localities and other
relevant entities at local level. The dissemination
workshops mobilized 189 participants, of whom 32 were women (17%).
The district level workshops were essential because many stakeholders were using the old regulations, leading to
hold ups and disruption of the trading process. Some districts imposed a limit of five buying points for each trader
within a district, which is not foreseen in the current policy. InovAgro addressed this at a workshop involving 23
SDAEs from Nampula that the change to five buying points per Caderneta was not in line with the provisions of the
Decree no. 94/2018. There are different reasons for this interpretation. Government argued that the changes were
meant to discourage Bangladeshis from operating in villages and limit their trade to district centres. However, the
SDAEs make more money by limiting Caderneta license to five buying points, influenced by budget constraints
faced by local government.
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Reflection meetings with CATs
InovAgro organized rounds of reflection meetings between the project team and selected CATs and other
stakeholders in three central points for each province in early July 2020. The meetings discussed issues affecting
the CATs to find common solutions. The meetings targeted the 18 CATs with deal notes in 2020, the SDAEs and
big buyers’ representatives. The meetings’ main objective was to review progress of the marketing season,
opportunities and threats to the output marketing sector.
The main meetings main outcomes were:
•

The profit margins for the output marketing business have shrunk over the years. Competition from the
Bangladeshis with more financial capacity is getting fiercer year after year, profit margins getting smaller,
making it difficult for CATs to reinvest for expansion;
•
Establishing good business relations with
big buyers takes time and repeated experiences
of good transactions. Once this is achieved, the
CATs and other traders enjoy financial support
and access to end market only based on trust and
loyalty;
•
The introduction of Cardernetas requires
registration of the business and is the first step
towards formalization in the output marketing
sector. Sector stakeholders, mainly the district
associations of traders, are pushing for more
commodity aggregators to adhere to the policy;

Figure 5: Participants in
Figure 28: CATS Reflection session in Alto Molocúe, July 2020

•
Accessing
loans
from
financial
institutions is cumbersome and time consuming.
In addition, most of the CATs do not have registered assets, limiting their ability to present them as collateral
before the financial institutions.

The increasing competition and reducing margins call for innovation by CATs and increasing their scale; formal
relations with big buyers becomes a competitive advantage. Buying for known clients allows CATs to be more
competitive in the market gaining support with bags, transport and working capital. InovAgro is supporting CATs to
work towards more formalization, relationship building and increasing scale.

Exit Strategy Assessment
As part of the implementation of its exit strategy, InovAgro graduated 12 CATs. To assess the sustainability of the
exit strategy, InovAgro had to monitor:

i. If the CATs would continue to invest in and operate the buying points
ii. Purchases would be sustainable.
The table below shows the nine CATs that provided data on buying points. The graduated CATs dropped 15 BPs
while opening 18 new BPs, showing a net increase of three buying points. Even though the net increase of three is
small, CATs make investments in setting up buying points. This includes investments in setting up security and
storage facilities. The widespread scarcity of produce prompted CATs in many project locations to be cautious on
their expansion plans for fixed buying posts, while adopting mobile buying units to increase volumes of purchases.
It is expected that the mobile buying point strategy will complement the fixed buying points. This will allow CATs to
expand their outreach and volumes purchased.
In 2020, InovAgro did not provide any material support to the CATs from previous years. This includes 15 CATs
from 2019 who had deal notes with InovAgro in 2020. Only three new CATs were supported as they were willing
to set up in underserved communities. The CATs with deal notes largely received capacity building and
networking opportunities. All of them continued to trade in their regions using the buying point model. In different
ways, most CATs maintained or increased their buying points. Even those that did not increase the number of
operational buying points required to invest in repairs, logistics and storage facilities.
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Table 14: Changes in Fixed Buying Points by Exited CATs between 2019 and 2020

Buying posts
#

Partner

1
2
3
4
5
6
7
8
9

Teresa Namutoro
Estevão Gomes
Lucas Selemane
Fonseca Jaime
Francisco Jaime
Gervázio Semblate
Manuel Morreira
AgroTrading
Salvador Joaquim

TOTAL

2019

Dropped
2020

Old
Active
2020

New 2020

Operational
2020

5
4
12
22
23
12
5
26
4

2
0
0
6
4
1
0
0
2

3
4
12
16
19
11
5
26
2

1
2
0
4
2
2
0
6
1

4
6
12
20
21
13
5
32
3

113

15

98

18

116

Many of the graduated CATs had developed their relationships with, and received financial support from, the big
buyers. On the other hand, low performing CATs were dropped due to their limited chance to grow their businesses.
At the time of reporting, seven of the 12 graduated CATs had provided information on their sales. They had
increased their sales 81% this year compared to same period in 2019. Some of these CATs have made large
investments in expanding their warehousing capacities since 2018, indicating their ambitions to grow in the market.
Table 15: Purchases by Exited CATs in 2019 and 2020

#

Partner

1
2
3
4
5
6
7

Teresa Namutoro
Estevão Gomes
Fonseca Jaime
Francisco Jaime
Gervázio Semblate
Agro Trading
Salvador Joaquim

TOTAL

Sales 2019 MZN
130,667
1,689,000
3,580,000
38,442,600
3,671,000
7,065,000
699,000
55,277,267

Sales
Sales 2020 in MZN
346,000
1,300,583
5,373,333
37,760,000
40,370,000
13,370,833
1,419,133
99,939,883

Lessons Learnt
1. In response to the limited produce during the 2020 marketing season, CATs innovated by replacing low
potential fixed buying posts with mobile buying units that buy produce from central locations during specific
days and times of the week. This allows them to access produce from low potential regions without incurring
fixed costs of a fixed buying point. They deliver produce to central warehouses for aggregation, before
delivery to the big buyers. This allowed them to adopt the buying point model and go deeper into rural
communities;
2. Working capital is the most important productive asset for the CATs and those who have easy access to it,
at a competitive price can easily fulfill their plans. CATs use multiple strategies to access working capital,
including accessing embedded finance from big buyers, accessing commercial loans, or loans from
government promoted programs such as the ICM/Gapi loan facility grow much faster than those using own
resources;
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3. Market actors who have built stronger relationships with communities’ stakeholders show more resilience
and are better prepared to navigate in challenging times such as COVID-19 pandemic. For example, leading
CATs in Eráti could easily expand their buying points in communities to make it easier for farmers, especially
women, to access buying points in the light of the COVID-19 context that limited movements to distant
markets;
4. Bangladeshis’ who have strong financial capacities offer the same purchase price in communities as well
as in the urban villages, putting the CATs in very difficult positions to compete;
5. CATs prefer to sell their produce to the big buyers. ETG is the CATs’ preferred buyer because they pay
within 48 hours of receiving produce, as opposed to big poultry sector players who can take more than one
month. Efficient payment mechanisms allow the CATs to turn their inventory to buy more produce;
6. CATs indicated that the adoption of Cadernetas de Comercialização is beneficial and saved them money
and time as it streamlines processes to move goods between districts. It is not beneficial for the micro and
small players who operate at sub-district level;
7. Most district governments have imposed five buying posts limit for each Caderneta, in contrast the Decree
94/2018 which does not impose limits. This seems to be an arrangement by the district government and
overlooked by the DPICs as a way of increasing revenues at local level. This is a case of a good policy
being manipulated at local implementation level.
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ACCESS TO FINANCE INTERVENTION
Introduction
InovAgro’s Access to Finance intervention’s objective is to support the programme value chain actors’ use of
targeted products as well as inclusion in financial markets to help them invest in their farms and agribusiness
activities to grow, modernize and prosper. This is done through promotion of innovative financial products and
services and facilitating linkages to existing programs.
This report covers the period starting from September 2019 to August 2020. The main activities realized during the
reporting period include: the Fundo Agricola (FA), the BancABC introduction of Agency Banking in the North, linking
CATs to lines of credit for working capital finance, and introducing various insurance products into the North.
Much of the project activities focused on the FA: i) Facilitating seed purchases for the 2019/20 agricultural season
with savings from the FA; the FA end of the 2019 savings cycle data validation and annual review; strengthening
the capacities of the District Management Committees (DMCs) and animators; and facilitation adoption of best
practices in implementing the FA through look and learn visits across districts and within districts.
The COVID-19 related restrictions on gathering sizes which were put in place just as the savings groups were
starting up for the year, had a severe impact on the participation in the FA this year. Number of meetings were fewer
and average attendances lower than in previous years. Districts that had more restrictions, Chiúre and Gurué, were
affected the most.
InovAgro engaged BancABC to promote the roll out of the agency banking model. InovAgro also engaged Banco
Futuro and GAPI/Instituto de Cereais de Moçambique (ICM) to promote access to working capital for CATs.
InovAgro engaged World Food Programme to explore piloting of weather / yield insurance through Fundo Agricola
groups in Ribaué and Malema for the upcoming 2020/21 season, as well as facilitating linkages to seed companies
for Hollard to increase the input insurance initiative.

Performance of the FA - 2019 Cycle
Since 2015, InovAgro has been promoting farmers to save for inputs through the FA, reaching eight districts in
2019, across all the three project provinces. The FA’s objective is to save money specifically for the purchase of
seeds and other agriculture inputs and services needed at planting time. This was after previous attempts to get
funds from commercial banks could only serve a few top end farmers.
Faced with limited interest from financial institutions to lend to smallholder farmers, InovAgro introduced the FA to
leverage on existing Village Savings and Loan Associations (VSLAs), who were already saving through the loan
and social funds.
The FA is a very decentralized product and capturing actual data on savings and their utilization is dependent on
reporting by local animators and DMCs, especially as InovAgro is reducing its support to co-facilitators. This is a
perpetual problem on VSLA initiatives, especially after the active support is withdrawn, as InovAgro has been doing
as they graduate some of the districts.
The final number of reported members who effectively saved in the FA savings cycle of 2019 is 13,408 (7,913
women - 59%). The FA members collectively saved USD 253,663 for FA, equivalent to USD 19 per saving member
which is 73% higher than the average amount USD11 saved in 2018. The FA saved amount represents 47% of the
total amount of USD 534,383 saved for the three funds (FA, Loan Fund and Social Fund). The cumulative number
of members who learned about and saved in the FA model in phase III rose to 17,445 (55% women).
The table below shows the total savings across the three funds (FA, Loan Fund and Social Fund) by district in 2019.
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Table 16: Performance of FA in the 2019 cycle
District

Men

Women

Total
Saving
Members

Actual Savings as at 31st October 2019 in USD

FA
Gurue

Social
Fund

Total

900

1365

32,670

25,838.

2,928

61,436

1051

2176

54,209

35,572

712

90,493

1117

2001

3118

69,518

61,213

7,510

138,241

Namarroi

297

260

557

1,166

2,663

645

4,474

Mocuba

925

1129

2054

27,684

35,572

1956

65,212

Ribaue

122

745

867

11,131

13,546

1,250

25,927

Malema

368

725

1093

15,932

55,528

7,439

78,899

Chiure

1076

1102

2178

41,353

22,582

5,766

69,701

Total

5495

7913

13408

253,663

252,514

28,206

534,383

Alto
Molocue
Erati

465

Loan Fund

1125

FA contributed the highest amount, USD 253,663, which is 47% of total value of savings, for the first time marginally
higher than the loan fund, an indication of increasing relevance and acceptance of the FA.
The 2019 FA savings’ cycle ended in October 2019 and the saved funds were used in the 2019/2020 agricultural
season. Of the USD 253,663 saved in the FA fund, at least USD 137,550 was spent on certified seeds (54%)
through the DMCs’ facilitation. More FA savings were applied to purchase seeds and other inputs or pay for
agribusiness services that have not been tracked by the DMCs. This is especially true in areas where there are
agro-dealers and farmers can make independent decisions to purchase agriculture inputs and services. The table
below presents the amount spent per district for the purchase of agri-inputs and services.
Table 17: Amounts of money saved for FA and spent in seed purchases
District

Members per District

465

900

1,365

32,669.84

FA Savings
per member
(USD)
23.93

A.Molocué

1,125

1,051

2,176

54,209.29

24.91

24,939.34

Eráti

1,117

2,001

3,118

68,112.09

21.8

57,321.31

Namarroi

297

260

557

1,166.23

2.09

374,18

Mocuba

925

1,129

2,054

27,683.88

13.48

2,209.1

Ribaué

122

745

867

11,131.16

12.84

7,657.37

Malema

368

725

1,093

15,931.92

14.58

6,086.1

Chiúre

1,076

1,102

2,178

41,352.71

18.99

23,883.19

Total

5,495

7,913

13,408

252,257.13

18.92

137,550.29

Men
Gurué

Women

Total

FA Savings
(USD)

Amount Spent on
Seed Purchases
(USD
10,187.70

The above table illustrates that Eráti, Alto Molócuè, Gurué and Chiúre were the highest performing districts in terms
of volume of savings. They each averaged above USD 19 savings per member. Alto Molócuè and Gurué are among
the most productive districts in the country. SHFs in these districts have multiple sources of income and afford to
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make savings for re-investment in agriculture. Chiúre and Eráti farmers produce valuable cash crops such as
cashew nuts, sesame, groundnuts, mung bean and cotton. They also have easier access to market hubs of Pemba,
Nampula and Nacala Port compared to other off-road project districts such as Molumbo and Namarroi.
The three oldest districts in which the FA was piloted (Mocuba, Ribaué and Malema) have good productive potential.
However, the co-facilitators were not as successful in transmitting the value proposition of adopting the Fundo
Agrícola adequately to the FA members and leadership. Just like in Malema and Ribaué, the previous VSLA models
in those districts had been giving groups a lot of incentives (bicycles, boxes, books, etc) and paying animators’
allowances from the projects. The InovAgro model tries to allow the market system to evolve from the start. This
has frustrated some groups and animators, leading to more modest results.
In Ribaué and Malema, the use of associations of VSLA animators was not as successful as had been hoped for.
The uptake of the FA has been low and the data collection is poor. The low savings for Ribaué is attributable to
APRI failing to collect data on savings and seed purchases (regardless of actual performance). InovAgro piloted
use of farmers’ associations as they would be ideal co-facilitators as they already have the membership and will
always be there. This has been very successful with UDACC in Chiúre and not so successful in Malema and Ribaué.
The difference is UDACC has very high capacity from previous NGO support.
In Namarroi, InovAgro started the FA initiative from scratch to leverage the land tenure investments, using the land
tenure NGO. The districts had never invested in VSLA previously. The two co-facilitators, first Terra Amiga and
then Terra Nossa did not get traction, in large part because it was not their area of expertise. After two years of
investment in facilitation to introduce FA in this district, the membership has been reasonable but the savings have
not taken off as the local DMC and co-facilitators did not understand the value proposition of adopting the model.
No further investments will be done in the FA in Namarroi.

Purchase of Inputs by the FA members
During the reporting period, the InovAgro PFU facilitated linkages between DMCs and input companies. InovAgro
facilitated a workshop in Nampula that brought together seed companies and DMCs from the eight districts. After
that, the individual DMCs opened discussions with seed companies and agro-dealers.
The FA members purchased over 48.8 tons of assorted seeds and other inputs, as shown in the above table. This
is 76 % higher than the 27.8 tons purchased in the 2018 savings’ cycle. This was fuelled by a surge in maize and
sesame seed sales, which in turn, was a consequence of good farm gate prices in the previous output marketing
season. This increase means that a growing number of SHFs have realized the value proposition of investing in
improved seed.
Maize seed made up more than 59% of the total amount of seed purchased by the FA members. Understandably,
maize is both a food security crop and an important source of income as it is easily marketed. The food security
and the good selling price of maize grain in 2019 motivated more farmers to invest in maize seed for the 2020
season. In contrast, pigeon pea seed had the smallest volume purchased. Even after some increased farm gate
prices paid in the previous marketing season, SHFs seem to be investing less in certified seed. This has been
attributed to low confidence in the quality and performance of pigeon pea seed available on the market compared
to when farmers use their own seed. Some regions are still preferring to invest in other crops as confidence in the
viability of pigeon pea has not been restored since the price crash in 2016/2017 season. The amount of sesame
seed bought at 8,250 kg was a significant increase in investment by farmers as sesame consumes only 3 kg of
seed per hectare and the crop is not produced in all project locations. This was fuelled by further firming of prices
of sesame to an average MZN 71/kg in 2019. Soya bean and groundnut seed purchases by FA members were
modest. Soya bean has not been an above average profitable crop for farmers. The threat of importing cheaper
soya bean seed from South America and South Africa and the long distance to market, ensures that the prices
farmers can get remain depressed compared to other crops.
The table below illustrates the amount of inputs acquired by members of the FA groups in the 2019 / 2020 season
broken by crop and district as reported by DMCs.
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Table 18: Amount of seed and other inputs purchased per district per crop
Sesa
me
(kg)

Peanut
(kg)

Pigeon
pea
(kg)

Soy
bean
(kg)

Other
seeds
(kg)

Other
input
s
(kg)

# District

Maize
(kg)

1 Mocuba

1,123

0

0

0

0

0

0

1,123

Agro Trading

79

33

0

0

0

26

5

143

Agro Trading

5,205

1,710

1,800

120

758

700

0

10,293

1,829

0

0

0

2,314

0

0

4,143

2 Namarroi
3

Alto
Molócuè

4 Gurué
5 Eráti

Total (kg)

12,615

4100

2600

200

0

780

54

20,349

250

82

0

75

2,150

0

0

2,557

7 Ribaué

1,000

0

0

0

0

50

0

1,050

8 Chiúre

6,845

2325

0

0

0

0

0

9,170

28,946

8,250

4,400

395

5,222

1,556

59

48,828

6 Malema

Total

Figure 29: FA members purchasing Seed Co Seed in Magigi,
Gurué district

Seed
company

Phoenix
Seeds, Agro
Rural
Agri Con
Mutiana
Investments;
PROMA
Comercial
Casa
do
Agricultor11
Casa
do
Agricultor
Seed Co

One critical issue that hinders seeds purchases
is the limited availability of good quality seeds
for some crops in or near the communities.
There has been a growing demand for
groundnuts and sesame certified seeds. This
seed is produced by small seed companies
such as Oruwera, Olima Farm, Ikuru and Agro
Trading, using a network of out growers. In
addition to the limited quantities supplied to the
market, quality assurance has always been a
problem.
There were also problems of
availability of seed from traditional suppliers
such as Phoenix Seeds and K2, who lost much
of their production due to Cyclone Idai then
they sold much of their seed to the NGOs who
were supply seed in response to the two
Cyclones Idai and Kenneth.

Post Savings Season Reflection Workshop
The annual FA post-savings cycle workshop was held in February 2020 in Nampula to review the performances of
the districts in the previous savings cycle in terms of savings in the FA fund and seed purchases. The workshop
was also used to draw lessons learnt and define priorities for the upcoming savings cycle. The event mobilized five
seed companies (Oruwera, Klein Karoo, Seed Co, Ikuru and Phoenix Seeds); a distributor (Casa do Agricultor), two
11

In partnership with Klein Karoo
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agro-dealers (Mutiana Investments and Agro Rural e Serviços). All five co-facilitators engaged in the 2019 cycle
and representatives of the eight DMCs participated. The picture below shows a session of the participants attending
the post-savings cycle review workshop.
Meeting’s main outcomes:

Figure 2: Participants of the FA post saving
workshop in Nampula City, February 2020

a)
The meeting noted the importance of incentives
for animators to ensure motivation to carry out the services
they provide if the FA is to be sustainable;
b)
The DMCs were considered too far removed from
the FA groups, especially as the numbers are increasing. It
was recommended to decentralize the structures by having
clusters supported by the best performing animators;
c)
The meeting recommended that seed companies
and agro-dealers should work together to provide products
and services to the FA members at affordable prices. This
will remove the need for FA members to travel to cities to
buy directly from the seed companies;
d)
To get the best out of the FA experiences, it was
considered important to ensure lessons learned and best
practices were systematized for their documentation to
promote learning and knowledge sharing.

Some successes shared:
UDACC in Chiúre had successfully promoted a decentralized DMC structure with clusters of around five high
performing animators to support their peers. This had led to improved participation of FA groups in the DMC
initiatives such as sharing data and coordination with seed companies;
Some FA groups in Ribaué were already paying incentives to their animators. It can be in kind or in monetary values
proportional to the saved amounts;
UDACC facilitated deal negotiations between Seed Co and the Chiúre DMC for the sale of seed on credit,
establishment of demo plots in strategic locations of the district benefiting the SHFs and jointly realizing field days;
Partnerships with Co-Facilitators for 2020
InovAgro entered into a partnership agreement with the co-facilitators UDACC and UATAF. UDACC continued to
assist groups in Chiúre district, which started the FA in 2018. UATAF continued to support groups in Eráti and AltoMolócuè, which started the FA in 2018 and Gurué, which started in 2019.
In 2020 InovAgro, did not recontract three previous co-facilitators (APRI in Ribaué, AAPUFFMA in Malema and
Terra Nossa in Mocuba and Namarroi) as InovAgro withdrew direct support to the districts of Mocuba, Malema,
Ribaué, the oldest districts where FA was introduced in 2015 and therefore ripe for exit. The Namarroi FA program
was discontinued as it failed to take off in two seasons. InovAgro contracted UATAF to carry out three monitoring
visits to verify the continuity of participation and savings by FA members.
The table below shows the FA membership projected and the investment made by the project to secure the services
of the two Co-facilitators:
Table 19: FA membership and InovAgro investment in four supported districts

Co-facilitator

District

UDACC

Chiúre

2,179

UATAF

Eráti

3,118

UATAF

Alto-Molócuè

2,176

UATAF
TOTAL

Gurué

1,353
8,826

INOVAGRO III ANNUAL REPORT 2020

Members

Investment
(USD)

68

Overall, the expected average InovAgro investment by the end of the current cycle amounts to 3.45 USD per FA
member in the supported districts (compared to a projected saving of at least USD 20 per member).
The services provided by the Co-facilitators are meant to promote sustainability of the FA model at the end of
InovAgro III. They consist mainly of: (i) strengthening the capacities of animators and DMCs; (ii) Mentoring the
DMCs in facilitating linkages with inputs suppliers; (iii) supporting the DMCs to enhance data collection; (iv)
Organising learning look and learn visits to learn and adopt best practices. These will be intra and inter-districts.
InovAgro will synthesize the best practices and document them for future use by similar projects that seek to set up
a sustainable Fundo Agricola.
Much lighter investment was provided to UATAF carry out monitoring visits in districts where direct support has
ceased as shown in the table below:
Table 20: Membership and investment in three exited districts
Partner
UATAF
UATAF
UATAF
TOTAL

District
Mocuba
Malema
Ribaué

Members
1,353
1,093
867
3,313

Investment
(USD)12

Main FA Achievements in the 2020 Saving Cycle
The 2020 FA savings cycle was severely affected by the COVID-19 pandemic. Banning of gatherings and lack of
information saw a slow start to the 2020 saving cycle as most farmers, especially women who had to take care of
school kids at home, stayed away from gathering. Situation improved in some districts when InovAgro and CoFacilitators brought awareness to DMCs and animators.

Members assisted in FA groups
During the reporting period, the FA supported 12,006 FA saving members (6,720 women, making 56%). This is a
drop of 10% from the 13,408 members who actively saved in 2019. The COVID-19 outbreak was the biggest factor
as it saw delays in starting the savings cycle, fewer people attending savings and reduced frequency of savings
meetings. The savings cycle started in March 2020, the same month when COVID-19 control measures were
imposed. While nationally the government banned gatherings of more than 10 people, in Gurué and Chiúre,
meetings were initially banned altogether.
The members who saved included 1,709 new members. This brings to a cumulative 19,154 members (10,650
women, 56 %) the number of members who have saved with the Fundo Agricola in all seven districts, including the
three exited districts.
The table below shows the breakdown of FA members in the FA 2020 savings cycle by district and gender. The
four districts of Chiúre, Eráti, Alto Molócuè and Gurué are receiving direct support, while Mocuba, Malema and
Ribaué are not receiving direct support. The project is just collecting data in the exited three districts, which is very
challenging.

12

Investment per member set at USD 1,33
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Table 21: Breakdown of membership and savings for the 2020 cycle
District

Men

Women

%
of
Women

Actual
2020

Actual
2019

% Change
Membership

Chiúre

1,065

1,075

50

2,140

2,178

-2%

Eráti

1,213

1,644

58

2,857

3,118

-8%

Alto Molocué

1,398

1,431

51

2,829

2,176

30%

266

613

70

879

1,365

-36%

3,942

4,763

55

8,705

8,837

-1%

Mocuba

915

1,081

54

1,996

2,054

-3%

Malema

279

541

66

820

1,093

-25%

Ribaué

150

335

69

485

867

-44%

Namarroi

n/a

n/a

n/a

n/a

557

n/a

1,344

1,957

54

3,301

4,571

-28%

5,286

6,720

56

12,006

13,408

-10%

Gurué
Total for
Districts with
Direct
Support

Total
Exited
districts
Total

for

The membership in groups supported in 2020 decreased by 1%, largely because of the 36% drop in Gurué. A
district in its second year, the banning of gatherings in a district where the savings for seeds had not set root, saw
failure by the DMC to adopt around the challenges. On the other hand, Alto Molócuè, a district with long established
program and strong DMC leadership, managed to rebound and grow membership by 30%. Chiúre (-2%) and Eráti
(-8%) saw modest drops in membership largely resulting from COVID-19 effects.
The recorded membership in exited districts by UATAF dropped by 28% to from the last saving cycle. The main
factor contributing were COVID-19 control measures. Unlike the districts that are supported, the Co-facilitators
worked with the DMCs to bring awareness about COVID-19. This allowed the programs to rebound. In the monitored
districts, the Co-Facilitator, UATAF, delivered the COVID-19 awareness material, hoping the DMCs would bring
awareness. A second factor is the poor data collection by DMCs in Malema and Ribaué. The DMCs argued that
without a budget to bring the animators to central locations or communicate the need for data collection, it is difficult
for them to collect the data. Mocuba did well with a drop of 3%, while Ribaué (-44%) had the largest drop, followed
by Malema (-25%). InovAgro is putting in place measures to collect data from the animators who did not drop. This
should be reconciled in the final results for 2020.
Savings clubs are traditionally popular with women in Mozambique. In the years, there has been a growing interest
of participating in savings by men, especially when there is a clear objective such as buying seed for small-scale
commercial production. The percentage of women in the FA increased by 1% to 56%, compared to 2019. However,
there is a variation across the districts from 50% in Chiúre to 70% in Gurué. The higher percentages are usually
found in districts that had prior projects strong in supporting women only or with a strong push for women
empowerment.
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Women in Leadership
In terms of leadership in FA groups, women make 26 % of leaders, lower than their proportion in membership. This
is because of the lower levels of literacy among women. Districts that have had functional literacy programs
promoted by NGOs such as PROMER have more women in leadership than those without these programs.
InovAgro has pushed for more female animators in InovAgro III to be promoted. Again, participation has been lower
that the target of 40% set for the project because animators need to be technically knowledgeable so that they can
correctly guide records and calculations of savings and interest allocations. However, during the look and learn
visits, participants came up with proposals whereby a female with strong leadership capabilities and good
mobilization capacity could be promoted to animator if a literate male can be appointed to be her secretary.
Performance of FA Savings
The FA's savings cycle began in the second half of February and will run until the end of October when the money
is distributed to members for the purchase of seeds and other agri-inputs.
At the end of August 2020, the 12,006 members who saved in the FA, collectively saved USD 190,000 with an
average of USD 15.83 per member. The savings were 2% higher than the USD 187,045 collected at the same time
last year, even though there were fewer recorded members.
Three main factors contributed to this. The COVID-19 gathering restrictions of maximum 10 people saw a reduced
number of FA savings meetings and attendances especially during the early months of March to June. The
suspension of village markets denied farmers reduced liquidity as some communities with no access to fixed buying
points, sell their produce through the village markets. These pay better than the monopolistic small traders who
dominate low production and/or remote areas. As reported in the half year, the low rainfall in most districts,
especially Chiúre, Eráti, Ile, and Namuno, meant that farmers had lower production and less income for savings.
Sesame farmers were also hit hard by the drop in price from an average MZN 71/kg in 2019 to MZN 47.3/kg in
2020, with less money available to save.
The table below provides details on the FA savings by project location, at the end of August 2020.
District

No. Of
Membe
rs

Actual Savings as at 31st August 2020 in USD
FA
FA Saving
Loan Fund Social
per member
Fund

Chiúre

2,140

31,979

14.94

22,448

Eráti

2,857

42,283

14.80

2,829

66,438

879
1,996
820

AltoMolocué
Gurué
Mocuba
Malema
Ribaué
Total

Savings
Jan – Aug
20

Savings
Jan - Aug
2019

Percentag
e Change
FA

3,599

58,026

34,107

-6%

45,683

5,984

93,950

31,004

36%

23.48

32,967

750

100,155

46,848

42%

10,878
25,794
10,392

12.38
12.92
12.67

22,225
18,632
33,965

2,769
442
15454

35,872
44,868
59,811

22,861
19,472
17,127

-84%
32%
-39%

485

2,799

5.77

933

835

4,568

9,642

-71%

12,006

190,562

15.87

176,854

29,873

397,250

187,045

2%

Alto Molócuè had the greatest growth in savings of 42% for the period to August 2020 compared to the same period
in 2019. It was followed by Eráti, with 36%. This is attributed to the strong DMC leadership in the two districts who
took control to convince FA members to save when other farmers where taking caution about the dangers of COVID19. Chiúre recorded a small shrinkage of 6% largely because of the banning of any gatherings in the districts at the
start of COVID-19. The rebound was largely because of the commitment of the Co-facilitator, UDACC and a strong
DMC. The local government in Gurué banned gatherings, leading to an 84% drop in savings.
From the exited groups, Mocuba did much better, achieving an increase in savings of 32%. Ribaué has a weak and
uncooperative DMCs, whose attitude is without budget support, they do not collect data.
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The four districts where InovAgro had active co-facilitators fared better than the exited districts. At the start of
COVID-19, there were hardly any savings meetings around all the project districts. InovAgro developed awareness
materials on COVID-19 and shared these through the co-facilitators. This saw FA members in the supported districts
start to attend meetings. Without a similar structure to bring awareness to the exited districts of Malema, Ribaué
and Mocuba, the savings meetings started very late, contributing to the low savings. An additional factor has been
failure of the DMCs to collect savings data from the FA groups. The DMCs argued that with no transport budget for
them to reach groups or bring animators to central locations, it is very difficult for them to collect data on savings.
The above table shows that for the FA groups in the districts of Chiúre and Alto Molócuè, the money saved in the
FA is greater than that of the Loan Fund. Members in these districts have really subscribed to saving for seed
compared to districts such as Malema and Ribaué. Alto Molócuè outperformed the other six districts in terms of the
total amount saved as well as in the amount saved per member.
Even though Eráti had the largest number of members saving in the FA initiative during the current cycle, it lags
Alto Molócuè (USD 23.48) and Chiúre (USD 14.94) regarding the average savings per member. Eráti averaged
USD 14.84. All the districts except Ribaué look on target to reach or exceed the USD 19 per member saved in 2019.
This is based on the growth in savings from last year after the August closure.
The common elements in high performing DMCs are:
•

Leadership – groups or districts with strong leadership perform better compared with those with weak
leadership. Strong leaders communicate the vision and progress to the members;
• Flexibility – DMCs and groups with a flexible decision-making process are better prepared to navigate in
challenging contexts. For instance, when the Chiúre district government took very restrictive COVID-19
control measures, the DMC instructed the saving groups to break into smaller sub-groups to make their
savings. This allowed the activities to proceed even during challenging times;
The districts of Malema and Ribaué present low FA saving amounts, having been considered exited districts in 2020
for the InovAgro project. The DMCs of these districts are not regularly reporting on their saving and it has been
noted that only part of the saving groups share data with the DMC.
Despite the disruptive nature of the COVID-19 pandemic, FA members are increasingly warming to the value
proposition of using certified seeds and the purpose of embracing the FA. There are still some weaknesses
pertaining to the animators’ ability to support the FA members to properly plan their input needs, hence, their
savings. The Co-facilitators have taken the challenge of improving the planning abilities of the animators, and much
of the refresher training and the look and learn visits addressed this issue.
The DMCs, seed companies and the local agro-dealer’s relationships need to be improved to allow for the seed to
be stocked closer to the FA members communities and made available when it is most needed – before the rains
begin.

Strengthening the capacity of the DMCs and animators
The InovAgro PFU has been supporting the provision of refresher trainings to the animators and members of the
DMCs at the beginning of each saving cycle. The two co-facilitators (UDACC and UATAF) facilitated training to the
DMCs and hub-animators, who will support other animators in their clusters. The aim of the trainings is to ensure
that these two groups of FA promoters have a good grasp of the FA model. Seventy animators (35% women) and
twenty-two members of the DMCs (50% women) were trained in the four districts. Few women are taking the role
of animators, due to their weak literacy levels. The table below provides the breakdown by sex and district of the
animators/DMCs trained:
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Table 22: Breakdown of member of DMCs and animators trained
Districts

Animators
Women

Men

Members of DMCs
Total

Women

Men

Total

Chiúre

2

13

15

3

4

7

Eráti

7

25

32

3

2

5

Alto Molócuè

7

8

15

3

2

5

Gurué

2

6

8

2

3

5

Total

18

52

70

11

11

22

Eráti had the highest number of animators (46%) due to its large geographical area and FA membership. In contrast,
Gurué, has the least number of animators trained (11%) due to its small number of saving groups and membership.

Organizing "Best Practice Look & Learn" visits for DMCs
The Co-Facilitators organized exchange visits between the DMCs, having selected DMCs with best practices in
certain aspects of the promotion of FA to host these events. Considering the above, the Chiúre, Alto Molócuè and
Eráti DMCs hosted visits from their
peers of Mocuba, Gurué, Malema
and Ribaué for the sharing of good
practices in the implementation of
FA. In total, five exchange visits
were organized to Eráti, Chiúre and
Ribaué. In total, 24 members (11
women and 13 men) of the DMCs
were involved in the exchange visits.
In addition, 12 groups were involved
in the DMCs learning event with 124
members (92 of them women).

Figure 30: Look and Learn Session between DMCs of Mocuba,
Malema, Ribaué, Chiúre in the community of Chiúre Velho

During these events, the visitors selected the following best practices for further adoption in their locations:
(i)

(ii)
(iii)
(iv)
(v)

The support received by the saving members to prepare their production and saving plans at the
beginning of the savings cycle (best practice done in Chiúre, Eráti and Alto Molócuè districts). This is
crucial to set savings targets early on. Early target setting has been proven to lead to high chances of
target achievement;
Decentralized DMC structures to facilitate the communication with the saving members and the
decision-making process;
Negotiation of contracts with agro-dealers and/or seed companies;
Development of mutual trust between the DMC and FA groups (e.g. FA groups in Chiúre entrust FA
money to the local DMC to make purchases of inputs on their behalf);
Production of savings records material for sale to group members, a departure from dependence on
projects before InovAgro that provide VSLAs materials;
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(vi)
(vii)
(viii)

Payment of incentive to the animators by the members of the groups for the service provided to the
groups – this is crucial to the sustainability of the FA model;
Coordination between DMCs and seed companies and agro-dealers’ in the creation of demo plots in
appropriate locations
Input companies and the DMC jointly organize and conducting field days.

Partnership with BancABC
In 2019, InovAgro and BancABC advanced their collaboration in developing the agent banking model. BancABC
piloted the agent banking with six CATs and agro-dealers, all InovAgro partners. To qualify to be an agent banker,
one must be a small business with capital, good reputation, willing to provide deposit taking and payment services
and has operated at least two years in that location and has some form of security.
The findings from the pilot was that it is a big challenge to identify an agent and build a significant clientele around
the agent. Groups of people already involved in some economic activities or collective savings generate a client
base for the agent to get satisfaction for being an agent banker. From scratch, it can take two years for volumes
and numbers to be sufficient. This can be accelerated when you work with groups such as savings groups that are
already working together.
BancABC targets to have 292 agents and 42,398 customers in the three project provinces by the end of 2021. They
have delayed the launch due to their policy to restrict field travel as a response to COVID-19 restrictions. The roll
out will start in the InovAgro project districts.
InovAgro is in discussions with BancABC to train the Co-Facilitators to start bringing awareness to members through
DMCs and animators to embrace the agent as a “community bank”. This will be a departure from savings secured
in boxes to savings secured in a banking system.
The partnership between BancABC and InovAgro will target FA groups as the initial clientele base for agents. As
part of the partnership investment, InovAgro will promote awareness on the agent banking and finance smartphones
for the FA animators with an application that allows them to record FA group savings and automatically calculate
the interests attributable to members. The Application will also keep records of minutes of meetings, bye-laws, etc.
The FA groups would be encouraged to bank their savings, with agent bankers. The savings can be used as
guarantees for group members to borrow money from the bank. The social fund can also be used to pay for funeral
insurance for members and their families.
BancABC is reviewing how they can use InovAgro’s Co-Facilitators to support their staff who cannot immediately
go to the field. The Co-facilitators have a presence on the ground.

Testing the Exit Strategies
At the beginning of the current saving cycle, InovAgro PFU made the following assumptions:
If InovAgro stops paying co-facilitators to organize groups and purchasing support, then:
• Groups will continue to use the FA window for savings for inputs;
•

DMCs still link FA members to seed companies;

•

Communities will put in place a system to pay for Animators

Analysis of the Findings of the Exit Conditions:
1. The 2020 FA savings’ cycle was starting in March 2020, same month as COVID-19 restrictions were
introduced by the government. COVID-19 slowed the start-up of the groups and restricted participation. In
some districts, the district government banned gatherings altogether in the first 3-4 months of the COVID19 era. It had to take strong drive by the co-facilitators to get groups to break up and meet in smaller
numbers. Overall, the Exited groups saw a drop-in membership13 of 19% from 2019. This compares to the
29% drop in membership for the groups that continued to receive InovAgro support in 2020.

13

Related to members who saved money in 2020. Some groups failed to save money for various reasons, late start, too few members, etc.
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2. At the end of August 2020, the three exited districts collectively mobilized USD 38,985, which was 20% of
the total savings. The three districts contributed 22% of the total savings at the end of the savings cycle in
2019. The final figures for savings and purchases will be reported in the Progress Report of May 2021.
There were great challenges collecting data from decentralized groups, especially when co-facilitators or DMCs
don’t have the resources. The DMCs in Malema and Ribaué have struggled collecting data from animators as
either the DMCs or animators need money to travel and communicate. DMC have agreed that they need to
incentivize animators and DMCs to keep the FA initiative afloat. InovAgro and Co-Facilitators are pushing for
this system to be adopted across all the districts. The districts of Gurué, Eráti, Ribaué and Malema are the
pioneers of making payments to the animators, where members are paying for the services the animator
provides to the group. In general, they are paying 5 MZN / member for each savings meeting.
DMCs facilitation of linkages with seed companies will be assessed in the Progress Report of May 2021.

Lessons Learned
(i) FA groups that plan before the saving cycle begins by helping farmers decide on what seed and other
agriculture needs they want to purchase, achieve higher savings. Setting of targets keeps farmers
motivated. In addition, the animators need to keep groups encouraged and increasing their savings during
those periods when they get more income;
(ii) Exchange visits between DMCs have proven to be a good example for sharing successes achieved with
the use of certified seeds and encourages members on the importance of saving for FA. This has seen
more adoption than when they learn systems and approaches from training;
(iii) Linking DMCs directly with the seed companies is hurting agro-dealers’ businesses in some areas and the
sustainability of the FA model. InovAgro PFU is working with the inputs distribution actors to help enhance
collaboration in the value chain, so that agro-dealers and seed companies can agree on pricing models that
incentivize farmers to buy locally rather than travel to urban centers to buy inputs;
(iv) Reliance on centralized DMCs has been ineffective to serve FA groups. It is important to decentralize the
DMC structure and have clusters supported by high performing animators as supervisors to enhance
information flow and data collection;
(v) For the FA to be sustainable at high participation levels, it is important for the FA groups to pool together
incentives to motivate the animators. Better performing districts in terms of savings are those that managed
to provide incentives to animators;
(vi) Eráti and Alto Molocúe districts have shown the greatest growth in membership and savings thanks to
strong DMC leaders. This shows that, in addition to a strong co-facilitator, the presence of strong and
committed leadership at DMCs level is crucial for the growth and sustainability of a FA intervention at district
level.
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LAND TENURE SECURITY
Introduction
In the wake of increasing demand for land from assorted investors who are seeking commercial opportunities,
smallholder land security was being endangered. In 2015, InovAgro designed a pilot market system intervention to
support smallholder farmers (SHFs) to access land rights. The model addressed challenges of increasing demand
for land rights and the supply of more efficient, cost effective and sustainable services. The model was to be scalable
with minimum support from development agencies. The model started with land delimitation process at the
community level, which provided some security, and then deepening that to get farmers to register for DUATs. This
MSD processes is documented in InovAgro’s 2019 case study.
The model included increasing access to supporting input and output marketing services to make it easier for
farmers to invest in the land to make it more productive, which also enhanced the demand for land titles. The key
outcome was to improve access to land tenure registration and administration by SHF in Northern Mozambique,
leading to increased incomes and food security.
The work in 2020, implemented by Terra Nossa, wrapped up four years of stepwise engagement and resulted in
1,126 new DUATs being issued to SHF, for a total of 1,477 issued DUATs in the InovAgro pilot communities.

Key Activities
Preliminary Land Audit in Mocuba
In late 2019, Terra Nossa proceeded to the registration of individual plots, following the community delimitation
process completed in 2017. The communities had already seen the benefits from delimitation as it had provided the
first level protection of the communities from potential land invasion by Mozambique Biofuel Industry (in Malopa)
and a local logging operator (in Munhacua) while it will also be deterring inter-community conflicts. This increased
the demand for individual land titles (DUATs).
Terra Nossa added a new step, to carry out a preliminary audit to identify any major possible conflicts. This audit
interviewed key informants to gather information about any potential risks of claims that could undermine the
process and the subsequent issuance of titles. At the end of the audit, the two areas were cleared through the Land
Information Management System (LIMS), paving the way for the start of the mapping of the individual plots.

Geo-referencing and Data Processing
The land committee members, trained for the delimitation in 2017, facilitated liaison between the mapping team and
the communities. They led the outreach, collecting personal data of the land occupants and in verifying the
legitimacy of the ownership of the individual plots
The Terra Nossa surveyors collected and processed the geographical data, geo-referencing 1,126 individual plots
in the two communities of Mocuba from October to December 2019. The Provincial Cadastral Services of Zambézia
(SPGC) validated the data and the database was printed and exhibited at prominent places in the two communities
to allow for the validation of the information by the beneficiaries. All cleared plots were uploaded in the Land
Information Management System (LIMS) to generate the DUATs. DUAT generation followed the authorization of
the Provincial Governor, who is responsible for authorizing for the issuance of DUATs for small size plots up to
1,000 hectares.
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Issuance and hand out of
DUATs
The provincial Governor approved
individual applications for DUATs in
December 2019, clearing the way for
the issuance of titles for all 1,126
plots to the legitimate land occupants
(56% were issued to women). This
brought the total number of DUATs
issued to 1,477. The formal DUAT
hand out ceremony took place in
Malopa, officiated by the Director of
SDAE Mocuba, Mr. Florentino
Cardoso, shown in the picture.
In addition, the project organized a
district level seminar to promote
investment
opportunities
for
agribusinesses
in
the
newly
delimited communities.
Figure 31: SDAE Director for Mocuba District, handing out a DUAT in Malopa
Community

“The InovAgro land titling model is very fast, taking 90 days. Previous land titling exercises processes
took forever, with some titles never received. The DUATs will go a long way in reducing inter and intracommunity conflicts, allowing community leaders to save time and concentrate on more important
issues”- Mr. Felisberto Alfazema, Namagoa Community Traditional Leader

Knowledge Management
InovAgro had planned two multi-stakeholder workshops to share results and lessons learnt from the land market
system pilot for stakeholders in Nampula and Zambézia provinces, which were postponed due to the COVID-19
pandemic. They will now be done in the last quarter of 2021.
In February 2020, InovAgro PFU supported the realization of a district level seminar in Mocuba. The event’s
objective was to mobilize agribusiness to explore setting markets in the four pilot communities. Various agribusiness
partners committed to exploring investment opportunities.

Results Achieved
The technical aspects of the InovAgro land pilot came to an end during this reporting period. Overall, the land tenure
component of the model has delivered some key results translated in numbers of communities delimited and number
of DUATs delivered as well as number of DUATs in contention with the private investors shown in the table below.
Annex 5 provides the more detailed results from the 4 years of project intervention. In summary:
i.
ii.
iii.
iv.
v.
vi.
vii.

Four communities were delimited with 17,225 beneficiaries in 3,429 households in 2016 and 2017.
In 2018 and 2019, InovAgro supported the demarcation process, with 2,221 parcels surveyed and
submitted for validation to the Land Information management system (LIMS) to qualify for DUATs;
Of the 2,221 submitted parcels, 1,477 DUATs were issued (850 for women), but 744 remain in contention
with Portucel;
Overall women have been the biggest beneficiaries of the DUAT process, registering between 55-62% of
all DUATs;
The stepwise function of carrying out delimitation first, to build awareness of benefits of land security
increases the demand for demarcation and the issuance of a DUAT;
The average cost of titling using the InovAgro piloted model was approximately USDUSD22.5 per parcel,
or 45% of the cost of the normal land titling service, making it much more affordable; and
With greater land security and increased investments by SHF, two agro-dealers have opened shops in the
communities following delimitation and CATs have opened seven buying points in the communities.
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An investment conference was held to promote the establishment of agribusiness in the delimitated areas in
February 2020.
The land pilot was closed and much of the planned work in this last year of the project entailed sharing the model,
results achieved and lessons learned with the sector stakeholders. This was delayed due to the outbreak of COVID19.
The land component of the project has achieved the expected results in all indicators but one - the number of DUATs
delivered to the legitimate land occupants. Under this indicator, only 66.5% of the 2,221 plots surveyed received
their titles. As reported extensively in the previous progress and annual reports, the overlap of land rights between
some land occupants of Mussano and Mutaliua communities in Namarroi and the Portucel forest concession,
prompted the land administration authorities in Zambézia to halt the conclusion of the titling process in Namarroi
and full resolution of the problem is pending.
Experience from the field shows that women enjoy equal if not better access to land in the pilot communities
because they are structured around matrilineal societies14. Ownership by women in the piloted plots range from
55% to 64% as in the figure below. This is much higher than the 33% national average15 . The table below shows
women’s land ownership per community.
Figure 32: Land Ownership by Gender Distribution in Titled Communities
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Even though women own most of the DUATs registered in the pilot districts, they are not in full control of the
decision-making process over the land owned or occupied due to the strong social norms governing these traditional
societies. A broader, persistent and long-term education intervention is needed to mitigate the impacts of a strong
social norms. Under these social norms, men hold excessive powers, particularly in deciding over assets,
investments and production plans, application of the revenues and other key household economic decisions.
Update on the land conflict in Namarroi
As reported in the progress report of 2020, the Namarroi District Government reported the land conflict in Namarroi
to the National Director of Lands (DINAT), through the Zambézia Provincial Government requesting their
intervention to solve land conflict opposing the two delimited communities and representatives of the Portucel
Concession. The case is still outstanding as DINAT change director. The full resolution of the conflict is key for the
affected members of the communities to receive the land titles.
Services provided by the InovAgro partners to benefit the target communities
In February 2020 InovAgro PFU supported the realization of district level seminars in Mocuba. The event’s objective
was to mobilize agribusiness to explore setting markets in the four pilot communities. Various agribusiness partners
committed to explore investment opportunities. The results achieved by the project partners are presented in the
table below.
i.

14
15

Agro Trading opened an agri-shop in Namarroi district capital from September 2018 to December 2019,
which sold 1,653 kg of assorted seeds and 350 kg of fertilizer. They closed due to low business. As they
operated from Namarroi centre, they did not have access to the last mile. They also didn’t have a diversified
business model. Mocuba had village markets and sold 1230 kg of maize seed, 350 kg of fertilizers, 123
packs of crop protection products and 63 units of agricultural tools before COVID-19 restrictions

Matrilineal refers to familial relationships that can be traced through female members.
Final Report of Millennium Challenge Account Mozambique Land Tenure Project, 2013
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ii.

Alberto Pinto - Opened an inputs business in February 2020 and sold 450 kg of maize seed, 500 grams of
vegetable seeds and 600 millimeters of crop protection products. They survived the season due to a
diversified business portfolio
iii. Klein Karoo - Established five demo plots in the communities of Mussano and Mutaliua and realized a Road
Show to promote company products and services in Namaria;
iv. Joaquim Manuel - established three buying points. They have a maize milling plant in Namaria and is a
project supported CAT. In 2020, he purchased 50 MT of maize, 6 MT of pigeon pea and 2 MT of groundnuts
totaling 58 MT of assorted produce.
Two new CATs supported by InovAgro opened four buying points in Mocuba and bought 81 MT of maize, 6 MT
sesame, 6 MT pigeon pea and 5 MT other commodities
Lessons Learnt
(i) A community land delimitation process is a critical step for providing first level protection of the members of the
community from potential investors as well as inter-community conflicts;
(ii) The institutional capacity-building of the LNRMCs and Paralegals has long term benefits to the communities. It
helps community members to accept the program, understand their rights and responsibilities vis-à-vis those of
the external actors, including the state, private sector investors and neighboring communities. The LNRMCs
help resolve intra- and inter-community conflicts. The carrying out of this function by LNRMCs releases
traditional leaders to focus on other socio-economic development issues;
(iii) Formal registration of existing family land rights in women’s names or joint titles supports recognition of women’s
rights to land. However, this needs to be backed by effective outreach and awareness campaigns that empower
women to exercise effective control over their land;
(iv) The InovAgro pilot targeted communities located in areas of low economic activity making them less appealing
to service providers (input services or output marketing) to go there;
(v) A rapid land audit at the beginning of the formalization of the land rights is the most effective way to identify and
mitigate risks, contributing to the smooth implementation of the activities.
Implication for Policy Makers and Land Stakeholders
(i) Community participation in all steps of land rights formalization is important, practical and feasible. Before the
government issues DUATs to big business, they should ensure they have carried out consultations with the
neighbouring communities to avoid conflict situations. The identification, recording and validation of the
legitimate land occupants is clearly within the capabilities of the local communities, if they are provided with the
appropriate tools and support.
(ii) Formal titling increases people’s security of tenure and reduces local land disputes. It is more inclusive and
much less expensive; the average cost of titling using the InovAgro pilot model was approximately USD 22.50
per parcel, compared to Terra Segura costs estimated at USD 50.16 per parcel (savings of 55%). Other land
stakeholders can effectively promote inclusion and participation of the LNRMCs in land formalization process
to reduce costs;
(iii) Title formalization without investment in land adds little value. Conversely, promoting investment in insecure
land is very risky. It is critical for the promoters of land interventions to integrate local business development to
link delimitation and titling to create the greatest local economic development.

16

InovAgro Land Tenure Case Study
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KNOWLEDGE MANAGEMENT
InovAgro greatly increased its emphasis on knowledge management (KM) in 2019/20. As Mozambique’s first and
longest standing MSD project, we have learned a lot that is of benefit to the broader development community on
how to implement successful MSD interventions. But we also had a lot learn ourselves, reflecting on our
interventions and using feedback loops to adapt our interventions. This year it was important to feed the lessons
from one component into another and to our private sector partners, to create deeper and more resilient market
systems. While 2020 was supposed to have been the culmination of InovAgro’s results sharing and stimulating a
more dynamic MSD culture, the COVID-19 pandemic and its associated travel and meeting restrictions greatly
restricted our outreach activities, but we adapted as best we could to share our results both within Mozambique as
well as internationally.
To drive the KM activities more effectively this year, Bill Grant, the DAI Technical Director, who has worked on
InovAgro since the design phase in 2010, was moved into a part time position driving the KM function inside
InovAgro, starting in January 2020. Given both his deep knowledge of InovAgro and its interventions as well as his
global experience as one of the pioneers of the MSD approach, he has been able to fit InovAgro’s experience into
the broader MSD development framework. Bill was assisted by Jacquiline Mweli on the communications of the
information. Bill worked closely with the Team Leader to generate and capture knowledge as well as to lead many
of the activities planned to build greater consensus on the use of MSD approaches in Mozambique.

KM and Communications strategy
While it was initially expected that InovAgro would use multiple media to share its findings and results and to shape
its advocacy efforts, the pandemic forced us to adapt our approach. The plan had been to redynamize our internet
communications to share our results and experiences within Mozambique, to help deepen the fabric of MSD
practitioners in the country through more meetings of the MSD network and information sharing through an MSD
conference in the middle of the year and then the InovAgro closedown conference at the end of the year. In parallel
to our advocacy efforts in Mozambique, InovAgro would also share more of its information and successes globally
through networks such as the BEAM Exchange, the SDC e+i network, DAI’s own information sharing platforms, and
more general platforms such as the use of YouTube.
Limitations on meeting sizes and conferences also led to the cancellation of some activities that were planned for
the year (such as the MSD conference). SDC’s decision to extend the project will also affect some of the closedown
KM activities, putting them off until next year.

Capturing the knowledge from InovAgro for dissemination
InovAgro planned to capture our lessons learned and to share them through several communications channels –
newsletters, case studies, presentations, and success stories.

Case Studies
We programmed four case studies for this final year (to December 2020).
• We finalized the case study on the Fundo Agricola, which is now available online at the BEAM Exchange,
at DAI’s website, and at SDC’s e+i network. The study is available in English and Portuguese and was
shared inside Mozambique through the InovAgro mailing list and the newsletter.
• We published and distributed the case study on InovAgro’s work addressing the policy and institutional
support to the seed sector, which is also available on the SDC e+i network.
•
We published a case study on the response from market actors to Covid-19 restrictions. The stronger
market systems InovAgro has helped to create have been able to respond to the disruptions and maintain
the delivery of many of the project activities, as it is their livelihood. This has been posted to the BEAM
Exchange and to the SDC e+i network.
• A case study on the CAT model is being prepared for October/November.

Newsletters
InovAgro produced two newsletters in English and Portuguese which were shared with our database of contacts.
• The first edition captured an overview of the main successes of InovAgro on building the seed sector market
system and our success with the introduction and rapid expansion of the Fundo Agricola to improve SHF
purchasing power.
• The second newsletter captured our experience in output marketing and land tenure. On output marketing,
we presented the commodity aggregator trader (CAT) model and our successful collaboration with the
Provincial Departments for Industry and Commerce (DPIC) on promoting and speeding adoption of the
Cadernetas de Comercialização by the CATs. On land tenure, we highlighted the InovAgro decentralized
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•

model for getting first a delimitation and then the demarcation to ensure land tenure security. The model
uses local structures to reduce the costs as well as build local knowledge and capacity to resolve land
disputes.
Newsletter #3, due to be published in early October, is focusing on the results from the marketing campaign
2020, and other project updates, especially links to the case studies how Resilient Market systems are
mitigating impact on COVID-19, and the seed enabling environment.

InovAgro submitted three articles to the SDC e+i network newsletter, which were published in June and
September, along with the case studies they referenced. In addition, the team leader is working Annick Vollmar,
of Helvetas, who is drafting a larger story on SDC and Covid-19 interventions where InovAgro will be highlighted.

Success Stories
We published and distributed two success stories and two more are in process for the rest of 2020:
• Fatimah Bolacha on a female CAT and maize miller whose success is in growing and diversifying markets;
and
• Madalena Alfredo Capena from Agro Servicoes Rural and her success in establishing a growing agrodealership on the back of a commitment to demand creation
Three more success stories are in production until December 2020.

Engagement with IFPRI on the impact evaluation
The KM manager has been working closely with IFPRI to finalize the Technical Paper that was jointly drafted
between IFPRI and InovAgro to set the scene for the larger final paper on the impact evaluation. InovAgro has
reviewed the draft of the final survey and will be reviewing the draft of the final impact evaluation in early October.

Improving understanding of MSD in Mozambique
Influencing donors and government to take more market friendly approaches is challenging, but necessary. As the
longest standing MSD project in Mozambique, InovAgro has deeper experience and a better understanding of MSD
than most other implementers in the country. We are also aware that it is important to have more practitioners
adopting market systems approaches rather than less sustainable direct delivery approaches which can crowd out
the success on building sustainable market systems by destroying the incentive structure. This work has taken
several forms: working more closely with the MSD network to develop a more concreate learning and information
agenda, facilitating meetings with other projects that can benefit from our MSD learning, and publishing more
information and evidence of the success of MSD in Northern Mozambique.
While the MSD Network is an ideal point of leverage for much of this work, it has been nearly moribund.
Technoserve has been the nominal secretariat of the MSD Network (paid for through one of their SIDA projects)
but provided little guidance. The secretariat was comprised of low-level staff from projects who could not provide
proper leadership. In February 2020, InovAgro convened a meeting involving several other key stakeholders to
discuss re-dynamizing the network. It was agreed that the MSD Network needs a clear strategy for topics to be
raised and how to create dialogue and information sharing both within the network, but also outside. Someone with
knowledge and time needs to be managing this. Technoserve has informed InovAgro that it does not have this
capacity and would appreciate it if someone else could take on the leadership.

Key Activities
i.
ii.

Organised strategic meeting of MSD Network leaders to chart a path forward.
Facilitated a webinar on Facilitating Market Systems Change – Roles and Support for the MSD Network.
The two-hour webinar included an overview presentation by Bill Grant on facilitation approaches, followed
by three case studies: a presentation by Morgen Gomo on facilitating the development of the seed market
system, a presentation by Juerg Merz from Helvetas on facilitating the market system for post-harvest
storage solutions, and Anna Macharia from Inova presented on the use of performance supplier clubs to
improve output marketing performance. This was the first virtual MSD meeting and worked quite well. The
recording of the webinar is available, as well as all four of the presentations.
iii. Facilitated an inter project meeting. InovAgro facilitated the meeting of 22 participants from InovAgro, Inova,
NCBA-CLUSA, Sustenta, Provincial Directorate of Agriculture and Food Security (DPASA) of Nampula,
Hortisempre, PORTUCEL, Unilúrio Business School, ORAM, AENA, PROMER, OLIPA / ODES and Miruku
and other key partners in Nampula to discuss models and approaches for input delivery (see inputs and
extension section). The objective was to align approaches and ensure there is collaboration and avoidance
of duplication and double dipping by supported partners. Collaboration has been explored with CLUSA and
Inova. This is covered in the Inputs and Extension section of this report;
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iv. Preparation of an MSD Conference in Mozambique. InovAgro worked closely with Elim Serviços to design
and structure the first MSD conference in Mozambique. The conference itself is in limbo until there is more
clarity on future travel and meeting restrictions due to Covid-19, but we are planning on moving it to June
2021.

More effectively disseminating InovAgro experiences
For InovAgro to more effectively share its information, it needed to improve its outreach and to ensure that it was
more focused in its communications. This meant refining our use of the database as well as leveraging local
platforms. We have also greatly increased our use of international platforms to get InovAgro’s lessons learned in
front of the broader development community, globally.

Internal information Sharing in Mozambique
Updating the database to target information sharing in Mozambique
To improve our ability to communicate to key stakeholders in Mozambique across the private sector, government,
the donor agencies and projects involved in agricultural development in Mozambique, we needed to improve our
contact database. We cleaned up and expanded the InovAgro contact database in February and is now being
reviewed in an on-going manner. This has enabled more effective outreach and sharing of the key InovAgro
documents with partners and stakeholders.
The improved database allows us to target communications directly to specific audiences and to follow up more
closely with them. For instance, different messaging is used when sharing information between different target
segments such as government officials, members of the MSD network, donors, and the general stakeholders.

Leveraging local platforms such as the MSD Network
We target a special mailing of all our KM pieces to the MSD network members and share information directly with
them. We invite them to our pause and reflect sessions and share presentations and case studies to discuss good
practice.

International outreach
InovAgro has used three main platforms for international outreach: the BEAM Exchange, the SDC e+i network
newsletter, and DAI’s communications platforms.

BEAM Exchange Outreach
We finalized the InovAgro programme profile and got it posted on the BEAM Exchange which provides an overview
of the project and links to many of our outputs. The BEAM Exchange is the leading Market Systems Development
information website, globally and sits within the Donor Committee on Enterprise Development (DCED) at the
Organisation for Economic Co-Operation and Development (OECD).
As the clearing house for MSD documentation and experience, all our case studies are shared with them and they
post them to our project profile so that they can be searched and uploaded.

The SDC e+i Newsletter and Network
InovAgro shared its three case studies with the SDC e+i Network and they are now accessible there. In addition,
there has been a deeper follow up on our experience with COVID-19 to share this in a forthcoming article.

DAI Communications Platform
DAI has a full-time communications team which InovAgro has leveraged to both place case studies, blogs on the
project, and shares them over social media including Facebook, LinkedIn, Twitter, and Instagram.

Internalizing, applying learning to improve project implementation and
results
As part of InovAgro’s adaptive management plan, the KM team had identified the need to increase learning across
project components to stimulate greater synergies between input supply, access to finance, and output marketing.
Integrating the lessons being learned into the other interventions and creating a greater cross fertilization between
the intervention managers would make the project more effective. Bill is working closely with the InovAgro Team
Leader and Deputy Team Leader to ensure that the integration exercises, which regroup members of the private
sector and key stakeholders in each region in “pause and reflect” sessions, are leading to better interventions.
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Inter-intervention Reflection Series
To maximize the cross-project impact, InovAgro had put together a programme to implement three rounds of
reflection sessions in four project centres (Mocuba, Gurué, Ribaué, and Chiúre) to bring together project partners
from all the interventions and discuss opportunities across partners and components. The planned sessions had
anticipated focusing on:
• Round 1, took place in March-April 2020 during the tail-end of the main input marketing season and the
start of the output marketing season and focus on linkages between CATs and Agro-dealers to work
together to disseminate information on seeds and possible inputs when the farmers came to sell their
products;
• Round 2 to take place in June (after the marketing of the first three crops) would have focused on preplanning for needs by the farmers following their sales and linking the DMCs to seed companies and
agro-dealers;
• Round 3 to take place in September would focus on the linkages between FA groups planning to close
their savings cycle and going into the seed marketing season before all the market actors got too busy. It
would also involve reflections by the CATs and communicating market needs to seed companies and
farmer groups
Before the pandemic shut down meetings, two reflection sessions were organised bringing together project
partners from all the interventions to share experiences and issues. The first was on March 11 regrouped project
partners from Namuno, Eráti and Chiúre, comprised of CATs, Agro-dealers, DMCs, and representatives from
Seed Co and Phoenix. The second meeting, on March 19 regrouped seed sector, output marketing, and Fundo
Agricola partners from Ribaué and Malema. In both meetings, enthusiasm was high for sharing information across
the various representatives from the other sectors. All the partners came away with a deeper understanding of the
roles and better contacts with the market actors elsewhere in the system and a greater sense of the synergies
between the interventions. Several concrete outcomes in cross intervention partnerships were concluded:
•
•
•
•
•

CAT and Agro-dealers agreed to collaborate as the CATs want the right seeds planted in their areas of
purchase so that they can be more responsive to the end market demand in Chiúre;
Other agro-dealers were exploring if they can use CAT buying points for selling of seed at times when
farmers get income from crop sales
UDAC in Chiúre brokered the deal between the DMC and Seed Co to get a good deal for 7 tons of seed.
In addition, Seed Co and the DMCs jointly established demo plots;
In Chiúre, the partners identified fake seed as a threat to the growth of the seed sector. Participants
pushed for the government to take a leading role in policing seed suppliers to supply quality and certified
seed;
Animators in Fundo Agricola could be Village Based Agents to be the link with the seed companies and
needs of farmers

Possible next steps for integration between market actors, to take into the 2020/21 workplan:
• Support first movers to develop and pilot deals for agro-dealers to sell inputs through the CAT network of
buying points;
• CATs specifying the end market needs for the seed companies to provide the right type of seeds. The
maize milling and beer industries prefer certain type of maize;
• Each seed company developing a pricing model that ensures uniformity of prices in different locations.
This will disincentivize FA groups farmers to travel to urban areas to buy inputs rather than buy from local
agro-dealers.
Four additional integration meetings have been planned in Gurué, Mocuba, Ribaué and Chiúre during October
2020.
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MONITORING AND RESULTS MEASUREMENT
Introduction
The InovAgro Monitoring and Results Measurement (MRM) component supports the InovAgro project team by
tracking and reporting on project progress. This is accomplished by planning, updating the data collection tools and
databases to capture, store and process main information and results for reporting to the donor in line with the log
frame targets and approved annual work plans and budgets. In addition, the MRM component supports to show
progress with activity implementation and results achieved to InovAgro senior management to make appropriate
and timely decisions.
In addition to the above regular work, the MRM team was involved in the preparation of exit strategy assessment
tools. In addition, the component was involved in setting up, collecting and processing of geoportal data, updating
and distributing the output marketing data collection tools for CATs, and updated the Input and extension, access
to finance and output marketing databases.

Activity Planning for 2020
The preparation of the annual activity plan for 2020 was concluded in November 2019 after the annual planning
meeting done at the end of October 2019. The planning session involved the SDC, SAC and DAI senior project
management team so that key recommendations were captured and clearly understood. To allow a better
monitoring of the implementation of the annual plan, the MRM team supported the InovAgro PFU to draw up periodic
plans every three months and participate in their review at the end of each quarter.

Exit Strategy Testing
One of the key recommendations from the mid-term review (MTR) of late 2019 was that InovAgro should use 2020
to test the sustainability of most interventions by already testing the exit conditions for interventions with some
partners, and in some cases, districts. InovAgro designed and got approval of SDC for testing its proposed exit
strategy. InovAgro developed the exit strategy operational plan and questionnaires for gathering data from exited
positions in all interventions. Outputs to be assessed:
Ø For Input and Extension component, the exit strategies will explore to what extent the agro-dealers,
distributors and seed companies are willing to invest in demand creation activities (demo plots, field days,
and seed fairs) after the project phasing out, and changes to their sales;
Ø For the Output Marketing, the exit strategies test would assess how the CATs’ investment will change,
represented by them opening new buying posts without InovAgro support to extend their crop buying
network, or to introduce new buying strategies (such as mobile units) and how their purchases will change
from last year to this year; and
Ø For the Fundo Agricola, to figure out if the DMCs will continue performing their normal activities, supporting
and linking with the FA groups and facilitating linkage between the saving groups with the seed
companies/agro-dealers to use Fundo Agricola for purchasing agricultural inputs.
A plan and tools for measuring the exit strategy were created. We will compare exited and not exited project actors
in 2019 and in 2020 using a difference in difference design. Data will be collected using the same tools as were
used in 2020. In addition, qualitative questions will be added for exited actors to capture their reasons for continuing
or not continuing the work InovAgro promoted.

Exit Strategy Data Collection Tools
The MRM team conceptualized the methodologies for testing the hypotheses of the impact of InovAgro exit
strategies using the “test hypothesis procedures”, considering both, the null hypothesis and alternative hypothesis
being null hypothesis (H0: InovAgro partners will continue implementing their activities after the project phasing out)
and alternative hypothesis (Ha: there is no significative evidence that the InovAgro partners will continue
implementing its activities after the project phasing out).

Review of the MRM Tools
InovAgro is winding down some of its partnerships and verifying the sustainability of the activities it has been
implementing for years. This change requires reviewing most of the MRM tools to make sure they are aligned with
the exit process while the project theory of change is still being addressed.
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In April 2020, InovAgro hired the STTA, Christopher Root, who has been supporting InovAgro for the last two years
to assist with the revision and alignment of the InovAgro 2020 workplan with the Log Frame and exit strategies of
all the interventions.

Ongoing Data Collection
The MRM team, with support of the intervention managers, has been involved in the ongoing process of collecting
data for several InovAgro supported activities. This is done through tools developed and shared with partners in
2019. To achieve this, the MRM team came up with a plan that allowed them to sample and verify the information
partners send. The MRM team supported data collection for the Fundo Agricola end of season savings and FA seed
purchases. They also collected and validated data on demo plots, field days and seed sales.
It was essential that the component clearly document the methods used for counting and calculating all the InovAgro
III outputs, outcomes and impact indicators and update log frame definitions. A process to document the methods
used for the impact and outcome indicators were conducted and these clarifications were updated on the Log frame.
The MRM team have also organized the available data in a Google Drive shared drive that the MRM team has
access to. The log frame is also posted and for each year (2018 – 2020) for each indicator, there are links to
available relevant data. Tools used to collect the data have also been collected and posted on this shared site.

Excel databases
Last year, the team developed Excel-based databases to enable data aggregation as it comes from the field and
report project information related to the three main InovAgro project components.
The key data collected for the interventions are:
• Output Marketing - purchases made by CATs (products, volumes, prices) and buying posts;
• Inputs & Extension - sales at markets and through stores, demo plots, participation in field days; and
• Fundo Agricola - data of groups and respective members, Fundo Agricola, social and loan fund savings,
seed purchases.
The information updated on the databases is analyzed and shared with the InovAgro senior management and the
intervention managers to be used for the follow-up of the partners achievements, learning and conduction of
activities improvement when necessary. This information forms the basis of the reports to SDC.

Geographic Information System (GIS)
In November 2019 InovAgro hired an STTA to support the design and operationalization of a geoportal system for
mapping and locating interventions supported by the InovAgro project using Geographic Information System (GIS)
and data management using appropriate technology. The project has collected much data of the geographic
locations where InovAgro supported activities have been and are being implemented for performance analysis. This
process was meant to progress significantly during the output marketing season. This was disrupted by the COVID19 travel and meeting restrictions. Progress will be made during the last quarter of 2020.
In 2020, the MRM team has continued updating the geoportal platform and is now able to produce layers related
to different partners and activities, such as Fundo Agricola groups, demo plots, buying posts, agricultural inputs
outlets, partner locations, etc. This is extremely useful for the project team and other stakeholders to view
InovAgro’s coverage on the maps of the regions.
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Figure 33: An example of the InovAgro Geoportal visualization page

Collecting geoportal data in retrospect has proven to be an onerous process, in part because some of InovAgro
partners do not keep historical activity points data. The information to be collected in each community is for different
partners and different interventions. The data collection process requires a lot of coordination and can be quite
expensive. To make the cost and time manageable, InovAgro had decided to use the 2019/20 season to collect
active data and data those partners could remember. The COVID-19 situation has stalled that process and the
number of data already collected is still very low compared to what was planned to be done up to this point.

Updating and Distribution of the CATs Data Collection Tools
To improve the business management standards through recording all the data essential for analysis and
management of the business, InovAgro drafted data collection tools for finalization with partners and distributed in
May 2019. The logbooks were designed to collect data that is deemed essential for CATs to manage their
businesses. They were also designed to capture data that will help InovAgro capture the log frame parameters.
Most partners expressed satisfaction with the business data collection. Most Fundo Agricola co-facilitators and agrodealers started regularly filling in the forms and sending to the intervention managers. This was not the case with
the CATs, who said they had experienced difficulties of recording the purchase data per buying point while the
purchase process was taking place.
But it is important for all CATs to be able to track their purchases per buying point as a part of their core business.
So, as a response of this concern, with input from some CATs, the MRM team updated the data recording forms
and distributed the simplified forms to all CATs that are being used as record keeping tools during the almost ending
commercialization campaign.

Annual End of Season Survey
Based on the MTR recommendations and 2020 annual plan, an update of the questionnaire for the 2020 end of
season survey was appropriate. The MRM team decided to return to the same households as were included in the
2019 end of season survey. The advantage of this is that this year’s production and sales can be directly compared
to last year’s and therefore the questionnaire will not have to include questions for two years, as was the case last
year. This avoids an overly long interview as well as inaccurate recall from two years ago. The longitudinal
performance tracking will also demonstrate if indeed there are positive trends.
Preparation for the annual survey started with updating the necessary tools, identifying survey communities and
finalizing the survey plan. To be aligned to the log frame indicators that seek to see percentages of households
realizing changes, the sampling method was agreed to measure the same 510 households surveyed in August
2019, thereby providing longitudinal data.
As shown in the table below, the survey ended up interviewing 536 households, with additional 26 more households
than planned and 88 replacements (representing 16%) as some SHF’s from the list of the SHFs interviewed in the
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last end of agricultural season survey were not found, due to many reasons as deaths, illness, place of residence
change among others.
Table 23: SHFs Interviewed on the 2020 End of Season Survey
District

Planned

Acomplished

%
Acomplished

Replacements

%
Replacement

1

Erati

45

45

100%

5

11%

2

Chiure

58

58

100%

6

10%

3

Namuno

45

45

100%

4

9%

Sub-Total 1

148

148

100%

15

10%

#

1

Gurue

46

47

102%

22

47%

2

Molumbo

36

37

103%

25

68%

3

Namarroi

45

60

133%

11

18%

4

Mocuba

62

68

110%

7

10%

Sub-Total 2

189

212

112%

65

31%

1

Malema

32

28

88%

2

7%

2

Ribaue
Alto
Molocue
Ile

45

38

84%

0

0%

54

53

98%

3

6%

43

57

133%

3

5%

Sub-Total 3

174

176

101%

8

5%

Total

511

536

105%

88

16%

3
4

InovAgro Stakeholders were also interviewed to complement the stakeholder satisfaction/perception survey. The
results will feed the Production and Profitability Statements Tables and Log frame.

SDC MRM Products
After the survey, the MRM carried out data cleaning and analysis, and then produced data for;
i. Updating the InovAgro log frame (find attached in Annex 6)
ii. Producing productivity and profitability statements (submitted to SDC)
iii. SDC harmonized indicators (submitted to SDC)
iv. A number of outcome indicators required to show progress in the narrative report (Incorporated in this
report)
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PROJECT MANAGEMENT AND GOVERNANCE
This section of the report provides details on the key project management and governance issues and changes that
are important for the effective implementation of the project. The InovAgro PFU acknowledges that a strong
management and governance framework is required to guarantee the effective delivery of the project.

Project Staffing and Capacity Development
All staff in the approved structure for InovAgro phase III were on board at the beginning of the reporting period.
William Grant took over the Knowledge Management role in January 2020, which had been vacant since May 2019,
given his in-depth history with the project. Two of the Intervention Managers (Access to Finance and Output
Marketing) left the project, for personal reasons, Ali Machemba in January 2020 and Idelson Anselmo in February
2020. They moved to new projects with long durations, citing security of employment in the light of the InovAgro III
being in its final year. Estevao Fraqueza, one of the MRM Officers, left for personal reasons in late August.
At the end of the reporting period, the structure is as below:
Figure 34: InovAgro Project Organogram at September 2020

To maintain the same level of delivery, the project managed to quickly replace the vacant positions as follows:
i.

ii.

iii.

Mr. Manjor Pangara joined the project on 2nd March 2020 as Access to Finance Officer. Manjor graduated
in agriculture and has specialized in financial inclusion having worked in the promotion of several Village
Savings and Loan Associations (VSLAs) initiatives. He introduced the InovAgro pioneered Fundo Agricola
model in Ribaué while working with the then Co-Facilitator Ophavela. In recent years, he led the replication
of the Fundo Agricola model in Niassa while working for the Dutch Development Organization SNV.
Mr. Anibal Bruno Narciso joined the team on 30th of March 2020 as the Output Marketing Officer. Anibal
graduated in Agricultural Sciences. He has expertise in agricultural commodity marketing. Anibal worked
with Gani Comercial, a Nampula based Big Buyer, who source assorted commodities from a network of
traders in northern Mozambique for export. He has a good grasp of the market dynamics in northern
Mozambique;
InovAgro decided not to recruit replacement for Estevao Frequeza for the last 4 months of the year. This
is too short a time to do proper recruitment, orient and get value out of a person. InovAgro proposed to
SDC that the budget can be used to hire STTAs on a need basis to support field activities
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STTAs Engaged During the Reporting Period
InovAgro engaged STTAs to support various short-term assignments that require expertise or requires time
commitment that InovAgro doesn’t have.
i.
ii.
iii.
iv.

v.
vi.

vii.

Danilo Singano was contracted to set up and train MRM and technical staff on setting up a geoportal
system that identifies partner and intervention sites in the project regions;
Antonio Chaumene was contracted to draft Cartas de Tecnologicas for the five value chains;
Fiametta was contracted as STTA for provide gender intervention review and support with the
development of gender action plans for the key interventions;
Christopher Root, was engaged to support the MRM intervention to develop tools that allow alignment of
log frame, exit strategies and work plan. He also supported the development of survey questionnaire to
ensure all the essential data is collected. He also supported the calculations of outcome indicators from
the survey data;
Noel Mutasa was engaged as an STTA to research and develop a value proposition for companies to
invest in the training of technicians as Private Sector Seed Inspectors;
David Muronda was engaged to train lead farmers and seed companies’ technicians on good agronomic
practices, specifically on demonstration establishment and management and holding of effective field
days; and,
Platiel Chilaúle was contracted to train agro-dealers on technical and business management aspects of
agro-dealing.

InovAgro Responses to Covid-19
Following the pronouncements by the government of Mozambique that introduced control measures to manage the
spread of COVID-19 at the end of March 2020, the InovAgro project introduced a general work-from-home policy
starting 30th March 2020. This was also aligned with DAI’s global guidance on project responses to COVID-19.
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Staff who really need access to the office such as to effect payments and printing, could go on condition they strictly
observe COVID-19 hygiene and social distancing guidelines.
Field activities that involve groups of 10 or more people were suspended by InovAgro and its partners until
September 10th. The government of Mozambique has since relaxed COVID-19's preventive measures by admitting
meetings of up to 40 people. However, the project maintains internal measures setting a maximum limit of up to 20
people for each meeting
Under very exceptional circumstances, InovAgro allowed staff members to travel to the field for example to develop
deal notes with CATs, which proved onerous to do on the phone. During those trips, a driver could only carry two
passengers with all wearing masks and using sanitizers as necessary. The meetings with partners are subject to
stringent COVID-19 mitigation guidelines.

Managing Productivity with the Work from Home Arrangements
To ensure control of the work of staff, all staff are required to produce and share weekly plans and weekly progress
reports with their supervisors and InovAgro Team Leader. These are summarized and shared with SDC every
Friday. Twenty-four weekly reports were submitted to SDC, every single week from 6th April to 26th September 2020.
The InovAgro senior management team carry out weekly meetings to ensure that the project steering and
coordination is online. The InovAgro Team Leader has virtual meetings weekly with the InovAgro Project Director
Ingrid Kelling and regular meetings and communication with the DAI Technical Director Bill Grant.

Vehicles, Laptops and other Assets
All four project vehicles are in operation. One of the old Toyota trucks requires significant repairs for it to go into the
highway. The project is using it for local errands. The other three vehicles are in good condition.
All laptops and other ICT equipment remained in working conditions for the reporting period. The project has
struggled with old printers, most of which date back to InovAgro I.

INOVAGRO III ANNUAL REPORT 2020

90

CONCLUSION
The main story of the 2019/20 season has been the COVID-19 pandemic and its impact on project operations
since March 2020. The 2019/20 season started well in terms of securing adequate partnerships for both the input
and output marketing interventions. Proven Co-Facilitators were retained for the 2020 Fundo Agricola savings
cycle. Plans were being laid for an MSD conference and the first MSD Network meetings had started. But then
the pandemic occurred.
The COVID-19 pandemic affected InovAgro and its partners’ ability to meet project targets in 2020. The banning
of gatherings and restrictions on travel affected InovAgro interventions that require gatherings, notably the Fundo
Agricola, Private Sector Seed Inspectors’ training, seed company field days, APROSE advocacy workshops, the
MSD Conference and MSD Network. With limited field travel, InovAgro had limited supervision and monitoring.
The economic slowdown from the pandemic also affected markets and prices of the commodities SHF produced.
Even then, InovAgro’s success in developing resilient market systems over the previous 5 years paid off. With the
private sector able to leverage the relationships they had created, they were able to continue working, even while
InovAgro (and other projects) needed to pull back. As a result, even though the numbers were not as high as
they could have been, the project met or is in line to meet most of its end of project targets in terms of outreach,
sales and Fundo Agricola savings.
InovAgro scaled the gender intervention with all planned activities getting underway. As planned, partner
workshops and trainings always included training on gender starting with a general understanding of gender and
why gender equity is important. The next stage was to train partners on opportunities for them to promote gender
in the product and service offerings in the various interventions. Look and learn visits where organized for the
most promising women leaders, entrepreneurs and small-scale farmers to be exposed to the more successful
women to learn and get inspiration from them. Two success stories for Fatima Bolacha and Madalena Capena
were generated and will be shared with the emerging women entrepreneurs.
On the inputs and extension intervention, the sales exceeded targets for the end of project. This was despite the
shortage of seed for some seed companies such as Phoenix, who sold out the seed to NGOs buying for Cyclones
affected regions. The number of input shops increased to 55, 10% higher than the project target. The demand
creation aspect also met project targets. Seed companies established demo plots to reach a cumulative 792
demo plots even though the numbers for the year were fewer than in 2018/19. Most seed companies were
distracted by pressure to respond to tenders and import seed for relief NGOs. This was required at time they
should be setting up demos. The field days were largely lost due to banning of gatherings about the time the field
days were about to start (though mitigating measures were taken to upgrade demo farmers to take on field day
training in the future).
The output marketing sector reached the target of CATs and buying points for the life of InovAgro III. The output
marketing sales target was achieved both in terms of volumes and values. This was despite the low production
experienced in the season. Low rainfall especially in the northern districts and Ile led to low production. The
increasing prices for maize and pigeon pea led to an increase in value even though sesame drop in value limited
the overall value. The capacity building of CATs was done by the InovAgro through mentoring by members of the
InovAgro PFU. The planned sit-in training was delayed due to the STTA cancelling commitment late. This will be
rescheduled in the remaining quarter of 2020.
The Fundo Agricola is on line to match 2019 savings targets, with slightly fewer numbers. The COVID-19 affected
especially the start of the savings season with FA members meeting less often and in smaller numbers than in
previous seasons. This was especially in districts where the local government effected a blanket ban of all
gatherings. The exited districts had a mixed bag of results. Mocuba realized good participation of members and
savings, matching 2019 figures. The DMCs of Ribaué and Malema struggled to collect data from animators’ due
to limited resources. The BancABC model was confirmed, and the roll out approved by the BancABC board of
directors. The startup requires a lot of field support to the Agents by bank staff. The bank suspended field travel
due to the pandemic and deferred the start.
The knowledge management had a great start to 2020 generating and sharing case studies and newsletters and
organizing an MSD Network gathering. The updated and restructured database allowed us to share the two
newsletters, two success stories and three case studies produced during the year. The three case studies were
published in the SDC e+i Newsletters of June and September 2020; two of the cases were published on the
BEAM Exchange platform. All knowledge products were shared with the around 350 members on InovAgro’s
database for relevant people in the development sector.
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In conclusion, 2019/20 year was both disappointing and encouraging. The pandemic caused reduction in the
project’s interventions limiting the potential impact. But it was encouraging because of how the private sector and
local organizations could step up and respond to the threats caused by the pandemic with just limited reduction in
the services that are being provided to SHF. This is a good demonstration of how effective market systems are
good for continued inclusive growth.
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ANNEXES

17

This number was reduced from the original 300 participants in response to COVID-19 prevention measures
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INOVAGRO III

18

InovAgro is not providing any material support for opening new buying points
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Annex 4: Factors that impacted volumes of purchases per crop in 2020
Commodity

Maize

Explanation
Fierce competition among market actors’ due to relative scarcity in the project
locations caused by poor rainfall.
Limited working capital by most of the CATs prevented the CATs from bulking the
biggest volumes of maize in relatively short time. This is more relevant for CATs who
are processors who need to stock for all year when the market prices are low.
In some communities, CATs were not able to compete against traders with strong
financial capacity buying for development big buyers who have export commitments
with very tight delivery schedules
The COVID-19 outbreak and slowdown of the domestic economy eroded the buying
power of the consumers, reducing the demand for chicken as well as the demand for
chicken feed and consequently the demand for soy bean;
Delayed payments by the chicken feed processors (take up to 30 days from delivery
of produce) was a disincentive for some CATs sell to these market actors;

Soya bean

Limited working capital prompted CATs to prioritize and concentrate on commodities
that give quick turnarounds such as groundnuts, sesame and pigeon pea;
Main producing districts (Eráti, Chiúre and Namuno) were affected by erratic rains
reducing the yields and production levels

Groundnut

Limited capital by CATs at the time of purchase, limited their ability to compete;
CATs sell groundnuts to traders from Maputo, whose terms are less attractive than
the project area buyers. This leads to groundnuts suffering from lack of value chain
drivers
COVID-19 induced global slowdown of the economy prompted reduction of demand
for sesame, the price was reduced by 33% compared to the previous season;

Sesame

The volumes of sesame were reduced due to the unfavorable weather conditions.
Rains ending in February in most sesame producing regions, barely four weeks after
planting the crop led to low yields
Pigeon pea production was better because of its high drought tolerance

Pigeon peas

Farm gate prices jumped to 31 MZN/kg, from MZN 22/kg in 2019. This is attributed
to the quota system being operated by ICM, who has secured favourable trade terms
for Mozambique production based on a trade MOU signed in 2016. This scenario will
encourage SHFs to produce and sell more pigeon pea in the upcoming agricultural
season
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Annex 5: Main Results of the Land Delimitation and Titling Intervention
Total
Namarroi

Total
Mocuba

Grand
Total

Munhacua

2

4

5,723

6,347

12,070

17,225

2

1

1

2

4

1,087

3,429

2,847

5,766

8,613

12,328

373

636

2,420

1,311

1,109

2,420

3,429

# of plots surveyed
in each community,

561

534

1,095

602

524

1,126

2,221

# of applications for
DUAT accepted by
LIMS system

344

7

351

602

524

1,126

1,477

# of DUATs in
contention

217

527

744

0

0

0

744

# of DUATs
delivered

344

7

351

602

524

1,126

1,477

# of DUATs
delivered to women

220

4

224

338

288

626

850

# of agro-dealers or
VBAs providing
services to the
communities

-

-

1*

1

-

1

2

# of CATs providing
services to the
communities

-

-

1

1

2

3

4

Designation

Namarroi district

Targeted
communities

Mussano

Mutaliua

2

Malopa

1,971

3,184

5,155

1

1

2,628

# of Households
targeted

# of beneficiaries of
land delimitation
# of LNRMCs
#
of
delimited

hectares

Mocuba district

*Serves both Namarroi communities
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