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LIST OF ABBREVIATIONS

AIAR African Inception for Agribusiness Research

CoP Community of Practice

GAIN Global Alliance for Improved Nutrition

KRA Kenya Revenue Authority

KEBS Kenya Bureau of Standards

PoW Plan of Work
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1.0 INTRODUCTION

The African Inception for Agribusiness Research - AIAR carried out a follow up survey for
the Global Alliance for Improved Nutrition - GAIN’s Community of Practice participants
trained during the Agribusiness Simulation training held on 8th to 10th February 2017. The
follow up was conducted from 14th to 25th August 2017 to assess the immediate
outcomes of the agribusiness simulation training to the business enterprises. This survey
sought to understand the various agribusiness innovations the entrepreneurs have
incorporated in their businesses from the skills they gained through the training.

The survey also analyzed the extent to which the entrepreneurs are increasing productivity
and market share so as to avail quality but affordable nutritious foods for the low income
markets and by extension the marketing and distributions channels incorporated for
nutritious foods. As stipulated in previous reports, malnutrition is a great public health
problem in Kenya with more than 10 million people being chronically food insecure. This is
the single greatest contributor to child mortality at 53%, while the main causes of
malnutrition among women of reproductive age are sub-optimal feeding practices
especially during pregnancy, heavy workload, and low micro-nutrient intake. (Mohajan,
2014)1

Through the Global Alliance for Improved Nutrition’s Community of Practice (CoP),
businesses in Kenya that enhance nutrition innovations have been united through in-
person convening, online networking and knowledge sharing. The CoP creates
connections that strengthen local businesses with the skills and tools they need to move
their ideas forward, resulting in sustainable businesses and markets full of nutritious and
affordable foods in order to address the nutrition deficiencies in the country.

African Inception for Agribusiness Research (AIAR) through GAIN’s support, carried out an
agribusiness simulation training in February 2017 to help participants acquire the modern
concepts and practices of entrepreneurship and product development, help participants
explore tested and innovative strategies for marketing, and promotion of their goods and
services, and help participants acquire knowledge for improved human resource
management and customer oriented strategies for growth. AIAR which is keen on
commercializing research results by providing business opportunities to youth and women
led micro-enterprises, designed an agribusiness simulation training package for nutrition
entrepreneurs. This was a three-day training that simulates the agri-nutrition sector
including developing concepts for a fundable business plan, creating a five minutes’
elevator business pitch and group discussion on product differentiation with a customer
centric approach. The eighteen participants from the Community of Practice who went
through the training mainly comprised of processors, producers, retailers, and trainers.

1Mohajan, H. K. (2014). Food and Nutrition Scenario of Kenya. American Journal of Food and Nutrition, 28-36.
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2.0 METHODOLOGY AND PURPOSE OF THE FOLLOW UP

The methodology incorporated administering of a structured questionnaire to be filled by
the entrepreneurs who went through the agribusiness simulation training. The aim of this
questionnaire was to gauge the impact of the various concepts trained through the
simulation and the extent to which the concepts have impacted on the participants’
businesses. Also to be assessed was the scope of business concepts applied and the
value within the enterprises. This was crucial in identifying the most critical bits of the
training that was instrumental in transforming the enterprises, which will in turn inform a
decision from a research perspective on the duplicability and scalability of the simulation
training to GAIN’s other Communities of Practices members.

A plan of work was also used to capture the gaps, barriers and resources required for
business success and nutrition sensitive value chains. This was administered as part of
the business counseling process, so as to help the entrepreneur access information,
linkages and networks that can help launch their products or services in a professional
manner. This also helped package the entrepreneur for prospective business partners and
thus provides an equal opportunity for men and women to participate.

Five case studies were developed during the exercise to document the entrepreneurial
journey and progress of the enterprises. These are real life testimonials documenting the
progress of the entrepreneurs from inception of their business idea to a commercially
viable nutritious product including the challenges faced and prospective plans for the
business. Most critical will be the role that the community of practice simulation training
workshop played in the businesses through documentation of outstanding support from the
Community of Practice that have impacted the business, and the case study can also be
used to motivate others who wish to venture into agribusiness.

The main purpose of the follow up was;

1. To assess the intermediate outcomes of the agribusiness simulation training
intervention to the business enterprises.

2. To understand the various agribusiness innovations the entrepreneurs have
incorporated in their businesses from the skills they gained through the training.

3. To analyze the extent to which the entrepreneurs are increasing productivity and
market share so as to avail quality but affordable nutritious foods for the low
income markets
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3.0 SURVEY OUTCOME

3.1 Nature of Business

The findings of the survey showed that 100% of the entrepreneurs visited during the follow
up have registered businesses with 29% having been in existence before the year 2015
while 71% having been in existence in the last 2 years.

Figure 1: Nature of Businesses Registered

As shown in figure 1, 43% of the entrepreneurs stated that they registered their business
as a limited company, while 14% registered as a community based organization and 43%
registered as a sole proprietorship.

3.2 Gender Variation on Business Ownership and Management

Figure 2: Gender Variation on Business Ownership and Management
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The follow up results showed that majority of the men owned businesses are managed by
a board of directors, while women owned businesses are managed by the board or
directors, themselves and hired CEOs.

3.3 Value Chain in the Nutrition Agribusiness

The following is the distribution of the entrepreneurs across the agribusiness value chain:

Figure 3: Illustration of the Value Chain within the Nutrition Businesses

From the above diagram, majority of the women led businesses (43%) are in processing
compared to 29% which are men led businesses. The number of men and women
producers is equal (14%). There are 14% male wholesalers and no women wholesalers
while there are 14% women trainers and no men trainers. However there are 29% men
compared to 14% women in the retail business.

3.4 Business Legal Documents attained after Simulation

Figure 4: Business Legal Documents attained after Simulation
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When asked about the documents they acquired for their business after the agribusiness
simulation training, 14% of the entrepreneurs processors have acquired the food safety
standards certificate, followed by company registration, Kenya Revenue Authority (KRA)
Pin and Kenya Bureau of Standards (KEBS) registration while 14% of the wholesalers
have acquired all business documents except food safety and KEBS certification. The
entrepreneurs are also looking for other legal licenses that affect the nature of their
business such as signing an agreement with other service providers and partners.

3.5 Difference in Sex among Employees in Men versus Women
Owned Businesses

Figure 5: Difference in Sex among Employees in Men versus Women Owned Businesses

Results show that men owned businesses have employed more male employees
compared to female employees (62% versus 12%) while women owned businesses have
an almost equal number of male and female employees (12% versus 15%).

3.6 Impact of the Simulation Training

Figure 6: Impact of the Simulation Training
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Forty three percent of the participants responded to have recorded an increase in their
production, number of customers and enhanced their communication skills. Generally the
participants recorded an increase in profits to some extent, enhancement of their staff
relations, efficiency in their processes and brand identity and improvement in their product
quality and customer satisfaction to a large extent.

3.7 Gender Variations on Impact of Training

Figure 7: Gender Variations on Impact of Training

One major outcome that was found during the follow up was that majority (43%) of the
men led businesses recorded an increase in customers, production and an improved
product quality, while 43% of the women led businesses recorded an increase in
production and majority (29%) of the women led businesses recorded an improved
customer satisfaction compared to 14% men led businesses.

3.8 Application of Agribusiness Concepts as Trained During the
Simulation

Figure 8: Application of Agribusiness Concepts as Trained During the Simulation
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Seventy one percent of the participants reported to have developed a customer data base
and marketing and branding of their products. However, a high percentage (43%) were
unable to apply business plan development concepts and pitch to potential investors
because of rationalization of investment by gauging how a particular investment will affect
other parts of operation in order to improve its efficiency.

Below is a table showing the feedback given by the participants, with regards to their
application on the business concepts gained during the training:

Fred Okemwa: Brickys

Record keeping: “I do costing and have identified the profit margins in my business.”
Business plan development: “I have developed one into short/long term.”
Marketing and Branding: “Marketing is ongoing and branding is done.”
Product differentiation: “ I have done branding and secured my trade name.”

Daniel Muhia: Royal Orchards

Record keeping:“We keep labor and financial records.”
Business plan development: “We have developed an actionable business plan.”
Marketing and branding: “We have identified and are developing our brand.”
Development of a customer database: “We continuously update our data.”
Product differentiation: “We are not yet able to differentiate but working on it.”
Pitching to potential investors: “We have developed our pitch identity.”
Employee relation: “Already working on our employee policy.”

Kristine Gichuhi: Kristy’s Farm

Record keeping: “I bought different books for different entries eg debtors and cash
sale.”
Business plan development: “We have started approaching corporates for
business.”
Marketing and branding: “We have developed a signage and created a logo to
go with adverts on social media sites.”
Development of a customer database: “We use till payments data for client registry.
Pitching to potential investors: “Yes. We approached investors and pitched at
an investors forum.”
Employee relations: “I had to get legal counsel to prepare employment letters.”

Peter Kariuki: Oloitoktok Millers

Pitching to potential investors:“Other: (Rationalization of investment)- To gauge
how a particular investment will affect other parts of operation.
Employee relations: “I strive to retain and motivate the staff.”
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Tabitha Thuku: Asili Foods

Record keeping: “Records kept have enabled us to compare the performance of
the business between months and know where to reduce costs and where to put
more effort.”
Business plan development: “Not complete but there is a business profile write-
up that states what the business is about and future plans.”
Marketing and branding: “Revamped marketing has enabled us reach more
people and the brand of our products made it easy for our customers to notice
us.”
Development of a customer database: “This has been useful as it allows us to
send periodic SMS to remind them of our products/ where to find us on the
weekend etc.”
Product differentiation: “The fact that our products are not common in the
market sets us apart.”
Pitching to potential investors: “At the moment, this is not an area that we
have explored at all for various reasons.”
Employee relations: “We try to keep our employees motivated and inspired as
this translates to higher productivity.”

Alfonce Mutinda: Green East Traders Limited

Record keeping: “We have plans to have electronic records apart from hard
copy books.”
Development of a customer database: “This is at an early stage of
implementation.”
Pitching to potential investors: “This is at an early stage of
implementation.”

Nancy Wanjiku: Kiambu Strawberries

Record keeping: “I keep account book and cheque book. This is useful to make
decisions.”
Marketing and branding: “We have our own brand to be unique though this is at
an early stage.”
Product differentiation: “Work in progress.”

Figure 9: Application on the Business Concepts Gained During the Training
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4.0 THE PLAN OF WORK

The SMART template that was used to develop a plan of work is a breakdown of goals,
strategies and action steps that entrepreneurs articulate what they want to achieve and
how they are going to achieve it. It is the overall goal that support the business’ vision and
plan. Each goal meets SMART (Specific, Measurable, Achievable, Realistic and Time-
bound) guidelines. Below is a summary of the SMART goals and resources
required/needed as identified by the nutrition entrepreneurs in order to meet their business
targets.

4.1 Resources Required/Needed

From the feedback given, the resources required/needed to help meet the business goals
of the agribusiness enterprises were divided in two categories; Monetary and Non-
monetary.

4.1.1 Non-monetary

Participants responded that they require services such as coaching of farm
technicians/employees to have an agribusiness orientation in operations, which will
minimize wastage and inefficiencies, marketing and market access, exhibitions, partnering
with different stakeholders in agribusiness forums, coaching and mentorship.

The also require training on how to get up-to date information on current agribusiness
trends, outsourcing technical expertise.

“In an effort to increase our production, we are looking to set up another farm to focus on
fruits production.” Daniel Muhia-Royal Orchards

The entrepreneurs require to submit samples to the Kenya Bureau of Standards (KEBS)
so as to acquire the standardization mark of quality as well as apply for product(s) barcode
from companies such as GS1 in order to maintain quality standards and product ethics at
all times and for the products to be displayed in major outlets such as supermarkets as
such they require technical support to ensure they meet the requirements of getting such
accreditation.

4.1.2 Monetary

Participants responded that they require financial resources for purchasing assets, hiring
technical as well as experienced staff to work in the farms and business enterprises.

They also require working capital to be used for sourcing raw materials, transport, labor,
fixed and variable cost, purchase of assets (motorbikes, nursery tools.), hiring technical
assistants in the farms and fund raising for farm restructures and financing of operations.

One common factor that was agreed by most entrepreneurs is to market the
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product, improving market access by developing/improving value added products by
buying necessary equipment and thorough marketing through continuous product
education and awareness creation in the organized markets especially in Nairobi,
approach restaurants and retail outlets and partner with distributors for a wider reach.

“I need to improve my packaging and labeling of the products so they are ready for sale.”
Fred Okemwa, Brickys

5.0 DISCUSSION

In relation with the baseline survey done during training in February, 94% of the
participants responded to have a desire and passion for entrepreneurship, however only
38% were confident of their business knowledge and problem solving skills while only 31%
were confident of their market awareness. This reflected a critical need from the
participants to get coached during the sessions. During the follow up, participants recorded
an increase in the profits, production and customers as well as an enhancement in their
business process and an improvement in their product quality. This clearly shows a
keenness to meet the customer demands and importance of acquiring legal documents for
efficiency, not to mention an acquisition of new skill and confidence in doing business.

When asked what the main reason for starting their business was during the baseline,
53% stated that they ‘have a passion to be an entrepreneur’, while 41% indicated that
having a great idea or innovation was the main reason to set up an agribusiness and only
6% stated that they wanted to be their own boss. Financing was by far the biggest
perceived obstacle in their businesses, at 94%, while 24% of participants mentioned
finding the right partners’ and 12% lack of proper business training and will require training
in developing an accounting system, concepts on how to identify key messages and
pitching to large corporates and developing a real time customer relations management
system. The follow up attest to the fact that this is still a challenge since majority (43%) of
the participants recorded a lack of business plan and lack of pitching skills which is a
crucial tool for fund raising and engaging partners/investors. However, they recorded an
increase in profits and enhancement in communication skills coupled with the request for
further pitching lessons and research has demonstrated an increased awareness that the
entrepreneurs need to position their businesses for growth. The awareness and
identification of gaps in their fund raising strategies could be attributed to the training as
this may have created a mind-set change from their previous approach.

The survey results also showed that men led business have more male employees
compared to the women led businesses however, both men and women led businesses
recorded an increase in profits, products and customers to some extent. More women led
business recorded an improvement in customer satisfaction compared to the men led
businesses, while more men led businesses recorded an improved product quality
compared to women led businesses. This demonstrates that the women were more
customer-focused while the men were more product-focused.
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6.0 CONCLUSION

The results of the follow up exercise demonstrates a crucial outcome that can give insight
to service providers on the necessary skills required by entrepreneurs in order to support
their businesses. In the collaborative efforts to avail nutritious foods for the low income
markets, the quality and proper business structures are equally crucial for sustainability.

From the success of the training as testified by the participants’ feedback, and documented
in their case studies, the agribusiness simulation training has proved to equip
entrepreneurs with the much needed business skills for their enterprises. AIAR however
recommends that future interventions to include all processes from the onset, such as
training, business advising, follow ups and pitching sessions and possible funding leads.

Generally, support provided by GAIN’s Market place program has proved to be very
instrumental in assisting the businesses to thrive and to achieve their objectives as
attested to by one entrepreneur who gave GAIN a certificate of appreciation from his
growing business. Another entrepreneur affirmed with gratitude that his business wouldn’t
be where it is if it wasn’t for the support given by GAIN’s Market place program. The
community of practice convening also proved to have made a greater impact in the
enterprises. This was a striking indication that the gap was bigger and needs further
scrutiny, not to mention an increase in the number of businesses to be supported. Lastly,
AIAR also recommends an involvement of other collaborators in order to produce
internationally comparable indicators for supporting businesses with gender inclusion, so
as to avail quality and affordable nutritious foods to the low income earners.
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7.0 APPENDIX

Appendix 1: Plan of Work Template

SMART GOAL (Specific, Measurable, Attainable, Realistic, Time-bound):
(What you are working to achieve)

Strategies Action Steps Support/ Target Date Actual Date
(How you will (the to-do’s) Resource completed
achieve the Required
goal) (needed)
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Appendix 1: Plan of Work Template

AGRI-NUTRITION SIMULATION TRAINING FOR COMMUNITY OF PRACTICE
FOLLOW-UP QUESTIONNAIRE

1. Name: …...............................…………………………………………………………………………………………..................................……….

2. When did you start your agribusiness? (Please indicate date, month and year if
possible)
……………………………………………………………………………………………………

3. Have you registered your agribusiness?

Yes
No

4. If yes, what type of agribusiness did you register?

Sole proprietorship
Partnership
Limited company

5. What is the nature of your nutrition agribusiness?

Producer
Processor
Wholesaler
Retailer
Broker
Trainer
Extension services
Consultant
Other

6. Which of these documents did you acquire for your agribusiness after the nutrition

simulation training? (please tick all that apply)

Operation license
Company registration
KEBS Registration
Food Safety Standards certificate
Fair trade certificate
HALAL Registration
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Union Registration
KRA PIN
Environmental Assessment
Transportation license
Other:

7. Who owns your agribusiness?

Self
Investor
Family
Other

8. Who manages your agribusiness?

Board of Directors
CEO
Myself
Family
Other

9. How many employees do you have (how many male, how many female including

yourself)?

Male …………………

Female ……………….

10. Which of these areas have you been able to apply to your agribusiness based on the
three day training offered by AIAR in February 2017? (Please tick all that applies)

Not at Small Not Some Large
all Extent sure Extent Extent
1 2 3 4 5

Record keeping

Business plan development

Marketing and branding
Development of a customer
database

Product differentiation

Pitching to potential investors

Employee relations
Others: (Please indicate)
1.
2.
3.
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11. Briefly describe how you have applied the areas mentioned above.

Record keeping
…………………………………………………............................................................................…...............………………………………………….

Business plan development
…………………………………………………............................................................................…...............………………………………………….

Marketing and branding
…………………………………………………............................................................................…...............………………………………………….

Development of a customer database
…………………………………………………............................................................................…...............………………………………………….

Product differentiation
…………………………………………………............................................................................…...............………………………………………….

Pitching to potential investors
…………………………………………………............................................................................…...............………………………………………….

Employee relations
…………………………………………………............................................................................…...............………………………………………….

Other:
1………………………………………………………………………………………………
2………………………………………………………………………………………………
3………………………………………………………………………………………

12. Are there any challenges that you face in your business which hinders your business
growth? (If Yes please describe them)
…………………………………………………………………………………………………………………………………………………………………………………….

…………………………………………………………………………………………………………………………………………………………………………………….

13. Please tick appropriately on the impact of the simulation training in the following areas;
(also provide evidence such as records kept, customer feedback forms, etc where
applicable)

Not at Small Not Some Large
all Extent sure Extent Extent
1 2 3 4 5

I have recorded an increase in the following after the simulation training

Customers

Production

Profits

I have recorded an improvement in the following after the simulation training

Product quality

Brand identity

Customer satisfaction

I have recorded an enhancement in the following after the simulation training
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Staff relations

Efficiency in processes

Communication skills

14. What additional support do you require to achieve your business goals?
…………………………………………………………………………………………………………………………………………………………………………………….

20 | www.ai-ar.org



Appendix 3: Pictorials

Nutrition Entrepreneur at her Milk Shop in
Mucatha

Farmer in Olkalau assessing his fruit
Production

Avodaco Entrepreneur Sorting Produce for
Export

Nutrition Entrepreneur Showing the Bananas.
Used for Value Addition in his Jam Business
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