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• Introduction - Ashley Aarons, BEAM Exchange

• Key topics from SDC E&I Online Discussion - Daniel Roduner, 

AGRIDEA 

• Improving Farm Inputs Retail Strategies - Susan Maina, Kenya Markets 

Assistance Programme

• HUB 387: Creating IT Employment In BiH - Andrew Wilson, 

MarketMakers

• Questions and Answers – participant questions

The webinar
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– 4 key topics from an online 

discussion



• Play along!

• Create awareness

• Move to other
markets

• Personal skills
(business
understanding)

• Procedures
(flexibility)  

• Potential for leverage

• Common interests

• Due diligence

• Scale and
outreach
=> leverage

• Sustainability

Why do we
work with
the Private 
Sector?

Finding the
right partner

How to deal 
with external
market
distortions?

What
capacities
are needed?



Improving Farm Inputs Retail Strategies

Programme: Market Assistance Programme (MAP)

Location: Kenya

Presenter: Susan Maina



Presentation Content

 KMT’s objectives

 Smallholder usage of farm inputs

 Constraints in the sector

 Our strategic framework

 Selecting market actors

 Our facilitation approach



Kenya Markets Trust: Our Key Mandate

 To make Kenya’s agricultural inputs, dairy,
livestock and water sectors work better

 To transform these sectors so that Kenyans are
more food secure, earn more, access more and
better jobs, and have safer drinking water

 To be Kenya’s leading source of information on
markets development



Kenyan smallholders’ usage of agricultural inputs

 Kenyan smallholders’ usage of 
fertiliser, improved seed and 
pesticide is low

 Smallholder farmers often 
apply these inputs incorrectly

 Few purchase services such as 
soil testing or professional 
crop spraying which could 
boost yields



What is stopping Kenya’s agro-inputs market from 
working better?

 Ineffective outreach and poor customer relations

 Limited bundling of information and support with sales

 Limited innovation in service provision

 Increased likelihood of predatory sales tactics



Smallholder farmers 
increase their incomes

Smallholders increase yields

Smallholders access correct info, products 
and services from input retailers

Smallholders’ harvests better quality

Agrodealers give farmers correct info, products and services

KMT persuades & supports: 
1. Agro-dealers to improve service & product range;
2. Input manufacturers to train retailers they supply
3. Farmer co-ops to manage their input stores better

KMT’s agricultural 
inputs strategy

Coops and input manufacturers train staff at the stores they own or supply

Kenya increases 
food security



Improved Retail Strategies - what partner agrodealers are 
doing

Retail 
Tactics 

Improving internal business 
management practices 

(inventory, customer services)

Improving marketing, promotion & 
distribution strategies 

(village agents, shop remodelling, 
demo plots, loyalty clubs)

Increasing sales through bundled 
services 

(spraying services, soil testing)



Selecting Market Actors

WILL

SKILL

high

high

low

low

Could be a 
capacity 
problem

Could be an 
incentive 
problem

Not a good 
fit

Find out why 
they are not 

influencing the 
system 

HIGH WILL | LOW SKILL HIGH WILL | HIGH SKILL

LOW WILL | LOW SKILL LOW WILL | HIGH SKILL



How KMT tailors its support to agro- inputs businesses

Build ability to 
operate outside 
current comfort 

zone

SKILL

high

high

low

low

Reduce 
incremental risk 
associated with 

change

Not a good fit

Work beyond 
partner to 

address external 
obstacles

WILL



How KMT supports businesses

Inform
Educate Convene

Link
Train

Mentor
Demonstrate

Finance

Persuade

Analyse



Why our approach is different

Our process:

1. We visit a range of businesses in the sector KMT
wants engage in

2. We narrow them down based on the will and skill
matrix

3. We invite those with the greatest potential to
submit proposals



KMT's offer & changes in cost share over time

INITIAL OFFER 
2012

WHAT: 75-80%  cost shared 
by KMT for a bundle of 
activities

WHOM: Agrodealers with 
high will/low skill

LINKAGES:  3 service firms 
in soil testing inventory 
mgmnt , SMS

ADJUSTED OFFER 
2013

WHAT: Same bundle. 
Average cost share was 
50% for new entrants

WHOM: Same profile of 
agrodealers

LINKAGES: Same as 2012 
but added ICT

SELF-SELECT BEFORE 
OFFER (ongoing)

WHAT: Multiple 
offers/different bundles, 
cost sharing range from 0 -
50%

WHOM:  Inputs 
manufacturers, large scale 
agrodealers and service 
providers

LINKAGES: additional  ICT 
& finance



KMT is funded by the following donors :

Email: info@kenyamarkets.org Website: ww.kenyamarkets.org

mailto:info@kenyamarkets.org


Andrew Wilson

Project Manager

MarketMakers Project

Bosnia and Herzegovina





















www.marketmakers.ba

www.hub387.com

www.nest71.com

www.academy387.com

http://www.marketmakers.ba/
http://www.hub387.com/
http://www.nest71.com/
http://www.academy387.com/


Questions and Answers

Ashley Aarons
Ashley.aarons@beamexchange.org

Susan Maina
smaina@kenyamarkets.org 

Daniel Roduner
Daniel.Roduner@agridea.ch 

Andrew Wilson 
Andrew.Wilson@helvetas.org 



• Webinar survey: http://www.beamexchange.org/en/webinarsurvey

• Guidance on intervention implementation: 

http://www.beamexchange.org/en/guidance/intervention/

• E&I documents: http://www.beamexchange.org/en/privatesectorwebinar

• ICT hubs in Bosnia and Herzegovina:

www.hub387.com, www.academy387.com and www.nest71.com

Resources

http://www.beamexchange.org/en/webinarsurvey
http://www.beamexchange.org/en/guidance/intervention/
http://www.beamexchange.org/en/privatesectorwebinar
http://www.hub387.com/
http://www.academy387.com/
http://www.nest71.com/
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Further Information


