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I.  EXECUTIVE SUMMARY 

 
Kenya BDS works to increase growth and incomes among rural Micro- and Small-Enterprises 
(MSEs) through: 1) access to markets; and 2) access to skills, resources, and services to compete 
in those markets.  By the end of Year 3, Kenya BDS had surpassed all targets established in the 
SO7 Performance Monitoring Plan (PMP) for this contract period.  A total of 39,135 MSEs had 
accessed commercial business services, representing a 142% achievement over program targets.  
A total of 731 business service providers had been developed, representing a 340% achievement 
over program targets.  As of September 30, 2005, a total of 164,865 MSEs had been sensitized on 
program assisted business services.  Most importantly, 11,272 MSEs had been linked with the 
commercial market.  This exceeds program targets by 113%, and is the most meaningful indicator 
for measuring increased rural incomes.   
 
Growth within the Tree-Fruit Value Chains 
Disaggregated at the commodity level, achievements within the tree-fruit value chains have been 
significant.  Over the past year, the passion fruit program alone has grown from 457 farmers in 16 
groups to 2,190 farmers in 73 groups throughout Meru and Embu District.  This has had a direct 
impact on production, with an increase in vines from 41,577 to 210,776 by the end of September 
2005.  Stemming from the initial nursery demonstration plot at Kithoka, a total of 272 
commercial nurseries (31 group owned; 241 farmer owned) have been developed, and are 
undergoing certification by KEPHIS and registration with HCDA.  These combined efforts have 
resulted in a total of 114 metric tons of passion fruit sold to the export market, with a total earning 
of Kshs 5.4 million.  Given this trend, it is projected that the program will start producing in 
excess of 30 tons per month by December 2005, and reach over 100 tons per month by September 
2006.   This translates to over Kshs 38.7 million during the forthcoming year. 
 
Kenya BDS is the only donor practitioner which has targeted the avocado value chain, and 
growth has been rapid.  To date 2,060 farmers have been organized into 76 registered groups, 
which are linked to 3 large exporters through formal supply contracts.  Over the past year, 
approximately 1 million pieces of grade 1 (60,000 cartons) were sold.  This represents a 653% 
increase in production from the previous year in which 153,000 pieces of grade 1 avocadoes 
(9,000 cartons) were sold.  It is projected that over 18 million pieces will be sold during Year 4.   
 
The increase in avocado yields in Central Kenya has also had a dramatic impact in the processing 
industry.  In 2004 the secondary market for smallholder avocado farmers was nonexistent, as 
there was not a single industrial avocado processor operational in Kenya.  This past May, three 
large avocado processors commenced operations in response to increased supply.  Currently each 
is processing 20 tons per day of grades 2 and 3 for crude oil export.  Kenya BDS has organized 
2,809 farmers into 97 producer groups which are formally linked to these processing firms.  In the 
first 4 months of this activity, a total of 179 tons had been delivered, valued at Kshs 815,000.  For 
the farmers, the combination of 3 processing firms and more efficient marketing channels has led 
to a guaranteed market and a 200-500% price increase.   
 
This influx of commerce has also stimulated markets for both business and financial support 
services.  For the first time in Kenya, commercial financial institutions such as Equity Bank are 
viewing our farmer-exporter supply contracts as “bankable,” and have agreed to finance the 
provision of agrochemicals to small-holder avocado farmers.  Over the past 12 months, over 112 
independent service providers have been trained in pruning, top-working, grafting, and 
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agrochemical spray services.  Their service provision has been immediately fee-based and self-
sustaining.  
 
Orchard management, producer group formation, and facilitation of commercial business services 
have had a positive effect on mango activities in Central, Eastern, and Coast Provinces.  As of 
September 2005, there were a total of 25 groups fully trained in mango production, representing 
668 farmers and 16,209 trees in Lamu District alone.  Kenya BDS is in the process of linking 
these farmer groups with high-value export markets.  In Central and Eastern Province, market 
linkages were brokered last season between 2,200 farmers and five small- scale exporters with a 
sales value of Kshs 10.244 million.  It is expected that this forthcoming season at least 1,125,000 
mango cartons will be sold with a sales value of Kshs 69 million.  Such levels of increased 
income are noticeably evident upon the ground.  Aleke Dondo, Managing Director of K-Rep 
Development Agency has cited a dramatic increase in savings clients among their Front Office 
Savings Activity (FOSA) located in areas where our Mango Program is active.  
 
Stimulation of Commercial Activity in Lake Victoria  
Significant achievements have been realized through savings mobilization within the Lake 
Victoria Fish Subsector.  As of September 2005, 10 beach banks had been established, with over 
Kshs 33,100,800 mobilized by fisher-folk in savings.  SAGA, a local microfinance institution, 
had alone reached a client base of 10,000, with approximately 3,000 fisher-folk saving as a direct 
result of the Kenya BDS Program.  Currently SAGA has opened 9 beach banks, and will open an 
additional branch at Luanda Kotieno Beach in January 2006.   
 
Through intensive sensitization efforts Kenya BDS has also secured the interest of both K-Rep 
and Equity Bank.  Both K-Rep and Equity Bank will open branches in Kisumu by mid 
November, and both have expressed intent on extending their presence to the rural landing sites.   
The approach will commence with mobile banking units, and eventually result in formal beach 
banks as client intake increases. To support these efforts, 35 local service providers (LSPs) have 
been developed to provide financial management and sensitization training to beach-based fisher-
folk.  Their services are covered by financial institutions on a commission basis as new clients are 
mobilized.   
 
In addition to savings mobilization, Kenya BDS facilitated increased access to fishing gear 
through innovative linkage schemes and alternative financing products.  These efforts resulted in 
a wholesaler network with 42 rural-based retailers, and a pilot Front Office Savings Activity 
(FOSA) offering fishing gear through a hire-purchase payment scheme at Wakula Beach.  By the 
end of this Year, 2,856 fisher-folk were able to benefit with increased access to fishing gear 
through this intervention. 
 
Finally, the successful market linkage model adopted by Kenya BDS in horticulture was piloted 
with the marketing and selling of Omena fish along the lake.  In Suba District, 324 women 
Omena processors have been organized into 12 groups, and are in the process of negotiating 
supply contracts with a Nairobi-based exporter.   It is expected that sales commence by December 
2005 for grade 1 Omena for export to Malawi.   
 
A Flagship Program for USAID/Kenya  
Through these field results, Kenya BDS has emerged as a best practices program for value-chain 
facilitation and business services market development.  This has resulted in numerous 
international speaking engagements and stakeholder field visits over the past year: 
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 As Chair of the BDS Donor Committee, Kenya BDS played an integral role in hosting the first 
annual National BDS Seminar.  Organized by Danida (MEDP), KGT, SwissContact, USAID 
(Kenya BDS), and DFID (BSMDP), the event focused on emerging issues regarding enterprise 
development in Kenya.  The event was opened by Royal Danish Ambassador Finn Thilsted, 
and featured a unique range of participants including donors, practitioners, and GOK staff.   

 
 Kenya BDS was featured at the SEEP Network’s Annual General Meeting and Workshop in 

Washington, D.C.  Chief of Party David Knopp detailed our practical experience in two 
separate presentations during the week, focusing on value chain analysis and linking producers 
to markets.   

 
 In December Kenya BDS was invited to participate in a three day-workshop organized by 

KARI-Embu.  The theme was Options for Poverty Reduction through Increased Production of 
High Value Tree Crops, which assembled over 70 participants largely drawn from the 
agricultural research fraternity in Kenya, as well as institutions implementing agricultural 
related development programs.  Muli Musinga gave the presentation on behalf of Kenya BDS, 
which highlighted collaboration between KARI, USAID Kenya BDS, and the private sector.   

 
 David Knopp was invited as a key presenter at the high-profile Springfield Centre BDS 

Conference in Johannesburg, South Africa.  Titled “Making Markets Work for the Poor,” the 
international gathering provided exposure for the USAID/Kenya Program as an emerging best 
practice for MSE growth through value-chain based interventions.   

 
 Peter Kivolonzi and David Knopp were invited to participate and present at a USAID/SEEP-

sponsored strategic alliance workshop in Turin Italy, which examined the Kenya BDS Savings 
Mobilization Program.  The same program was featured in group discussions as well as the 
BDS Reader at the 2005 ILO BDS Conference in Turin, Italy.   

 
 More recently, the experience of Kenya BDS was presented by David Knopp at the USAID 

Microenterprise Breakfast Seminar Series on business services and value chain growth in 
Washington, D.C.   

 
Finally, several high-level guests visited our field activities over the past year.  Jeffrey Borns, 
USAID Director of East African Affairs provided a favorable assessment of our avocado market 
linkage activities in Maragua District.  Assistant Ministers Hon. Suleiman Shakombo and Hon. 
Noah Wekesa, together with Permanent Secretary Eng. David Stower from the Ministry of 
Livestock and Fisheries Planning visited our field activities in Lake Victoria, which served to 
strengthen ties between USAID and the Ministry responsible for this sector.  Fisheries Director 
Nancy Gitonga also conducted numerous field visits with both Kenya BDS and USAID staff in 
support of Lake Victoria Fish activities.   
 
Perhaps the highlight during Year 3 was a visit by U.S. Ambassador William Bellamy to the 
Kenya BDS Passion Fruit Demonstration Plot and Treefruit Nursery at Kithoka. The visit was 
critical in illustrating to the Ambassador how MSE growth is possible through a commercial 
horticulture linkage program. 
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II.  INTRODUCTION 

 
The Kenya Business Development Services Program (Kenya BDS) is a 5-year micro- and small 
enterprise (MSE) development program implemented by the Emerging Markets Group, Ltd. 
(EMG), and funded by the United States Agency for International Development (USAID).  The 
objective of Kenya BDS is to increase growth and incomes among rural MSEs through: 1) access 
to markets; and 2) access to business services to compete in those markets.  Specifically, the 
program will select subsectors of high growth potential for MSEs, and identify market 
inefficiencies along the value-chain.  As critical constraints are identified, the program will 
facilitate the delivery of appropriate business services to rural MSEs on a commercial basis.  
 
Since January 2003, Kenya BDS has been working within the Tree Fruits subsector, with a focus 
on avocado, passion, and mango fruit.  Based upon the geographical locations of the fruit, 
activities are targeted in the Central, Eastern, and Coastal Provinces.  Kenya BDS has also 
targeted the “Lake Victoria Fish” subsector, with a focus on Nile Perch, Tilapia, and Dagaa.   
 
Key activities to date in both subsectors have focused on those service areas deemed critical for 
MSE growth, and vital to improved efficiencies within the supply chain. Areas of particular 
emphasis include business linkages, commercialization of input supply and extension services, 
savings mobilization, cluster development, and embedded service facilitation between lead firms 
and MSE producers.   
 
As the concept of business development services evolves to a broader understanding of value-
chain growth and industry competitiveness, Kenya BDS has worked to ensure that it is at the 
forefront of such understanding through the sharing of practical field experience. Specifically, the 
interplay of market linkage facilitation, end market development, policy, firm-level upgrading, 
and development of support markets (both business and financial service markets) has proven a 
viable formula for effecting growth.  Over the past Year Kenya BDS has facilitated change within 
each of these areas in a flexible manner. 
 
The following document represents the Year 3 Annual Report, which comprises the 
implementation period 1 October 2004 – 30 September 2005.    
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III.  ACHIEVEMENTS 
 
 
By the end of Year 3, Kenya BDS had achieved and surpassed targets specified under the Year 3 
Performance Monitoring Plan.  Table A offers a brief summary of PMP targets and (cumulative) 
results achieved.  Please refer to Annex A for a complete listing of process, performance, and 
OPIN and IEHA indicators and results tracked under this program. 

 
Table A:  Performance Monitoring Plan Achievements 

 
S07 PMP Indicators Year 3 Targets Yr 3 Results % Achieved 

Total number of MSEs 
accessing commercial 
business services 

27,500 MSEs 39,135 MSEs 142% 

Total number of Business 
Service Providers 
participating in the BDS 
Program target areas 

215 BSPs 731 BSPs 340% 

Total number of MSEs aware 
of program assisted business 
services 

80,000 MSEs 164,865 MSEs 206% 

Total number of MSE 
producers linked with the 
commercial market 

10,000 MSEs 11,272 MSEs 113% 

 
Total Number of MSEs Accessing Commercial Business Services 
The ability of an MSE to access value-adding support markets is critically linked to firm-level 
upgrading, product development, and overall competitiveness of an industry.  Business service 
markets can either be provided by actors within the chain through an embedded arrangement, or 
as stand-alone, fee-based services.  Facilitating access to such services on a commercial basis is 
the core objective of Kenya BDS.   
 
By September 30, 2005, Kenya BDS had surpassed the Year 3 target for “Total number of MSEs 
accessing commercial business services” by 142% (39,135 MSEs).  This was primarily a result of 
farmers accessing commercial grafting and pruning services, savings mobilization services, and a 
variety of agronomic embedded services through lead firm linkage arrangements.   
 
 Embedded Service Arrangements:  Embedded service arrangements are only viable when MSE 

producers are organized into groups and linked with lead firms through formal supply 
contracts.  Therefore, during Year 3 Kenya BDS continued substantial efforts in producer 
group formation. By the end of Year 3, Kenya BDS had facilitated the development of 404 
groups, representing over 11,000 smallholder farmers.  Each of these groups possess certain 
characteristics necessary to succeed such as: joining criteria based upon shared business 
objectives; membership ranging from between 20-30 members; self-elected leadership; formal 
group registration; group-level bank account; regular weekly group meetings; mission 
statement and constitution; and most importantly – a clear understanding and commitment 
among members to make decisions and market as a single unit.   

 
Through the tree-fruit market linkage activities, these producer groups were afforded a variety 
of embedded services such as agronomy, pesticide inputs, spray equipment, spray application, 
picking, grading, collection, and transport.  In the avocado processing intervention alone these 
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services were extended to over 2,800 smallholder farmers.  One of the processors, Av-Oil 
Industries, is providing grafted Hass seedlings as an additional service to loyal producers.   In 
the Lake Victoria Fish subsector, 400 women Omena processors have been organized to 
receive services in post-catch handling, drying, packaging, collection, grading, and transport as 
part of the linkage arrangement.  
 

 Stand-Alone Service Offerings:  A core indicator of value-chain growth is the willingness and 
ability of MSEs to access commercial business services.  During Year 3 a dramatic shift was 
evident as the demand for business services extended to MSEs beyond our core linkage 
programs.  This multiplier effect has assisted those independent service providers achieve 
immediate operational sustainability.  To date over 3,000 fisher-folk have accessed savings 
mobilization services, with over Kshs 33,000,000 deposited in savings.  In the first 4 months of 
the grafting and pruning intervention, 1,177 farmers had accessed top-working and pruning 
services.  In the Passion Fruit intervention in Meru and Embu, over 1,500 smallholder farmers 
are regularly purchasing grafted seedlings from 31 group- 241 individual-level nurseries. 

 
As the core value-chain grows in each of our commodity markets, additional cash will be 
injected into the “system” due to buyer-seller transactions.  The prevalence of money, in 
addition to the realization that investing in business services has a direct effect on increased 
sales, will further drive commercial uptake of stand-alone providers. 

 

 
Total Number of Business Service Providers Participating in Kenya BDS Program Target 
Areas 
The increase in supply of commercial business service providers is a direct indicator of a growing 
services market.  By the end of Year 3, a total of 731 business service providers were actively 
servicing our target clients.  This represents 340% achievement against our Year 3 target of 215.   
Success under this indicator is largely a result of service providers created for savings 

              Mitigating the Impact and Spread of HIV/AIDS through Increased Access to BDS 
 
The incidence of HIV/AIDS infection along the shores of Lake Victoria is the most significant in Kenya, 
reaching 46% infection in Suba District alone.  High levels of alcohol consumption and sexual risk-taking 
behavior have resulted in particularly damaging effects for the fishing industry.  Along the beaches of 
Lake Victoria at least two fishermen die every week due to HIV/AIDS related illnesses.  Although not an 
area normally considered within the USAID/Kenya/ABEO portfolio, it is important to note that Kenya BDS 
has had a positive impact on empowering women, and lessening the spread of HIV/AIDS in the Lake 
Victoria Fish Subsector.   
 
Through Kenya BDS support, 35 local service providers have been developed to offer savings 
mobilization services in Suba, Bondo, Kisumu, and Busia Districts.  Their role is to raise the awareness 
among fisher-folk on the importance of savings, and provide training in business and financial 
management in anticipation that these fisher-folk will become potential savings clients in the future.  
Over the past 14 months, these efforts have resulted in over 3,000 fisher-folk opening savings accounts 
with reputable beach-based financial institutions.   These financial institutions had not previously 
targeted the fisher-folk, nor had a physical presence at the actual landing sites.  
 
Financial institutions have also been assisted with developing specific financial products that meet the 
needs of fisher-folk.  For example, SAGA’s “Market Day Loan” provides women Omena producers 
access to short-term loans which are used to buy Omena in the morning from fishermen which they then 
sell later in the day.  The loan is normally repaid the following day, providing low-wage earners a quick 
means of improving their income-earning activities. The Market Day Loan empowers women Omena 
processors by providing an alternative to the increasingly common practice of “sex-for-fish,” a behavior 
which reinforces the transmission of HIV/AIDS.    
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mobilization in Lake Victoria, grafting and pruning providers developed in Central Kenya, and 
private sector nurseries that have emerged in Eastern Province in response to increased demand 
for passion fruit production. 
 
 Savings Mobilization Services – During Year 3 RMC identified and trained 24 additional local 

service providers (LSPs) to provide savings mobilization services in Suba, Bondo, Kisumu, 
and Busia Districts, brining the overall total to 35 LSPs.  The service offering for LSPs has 
expanded from sensitization on savings mobilization to include topics such as managing 
change, governance, financial management, savings and credit management, investment 
strategies, and techniques for vetting of financial institutions.  As part of their sustainability 
plans, LSPs based in Kisumu, Bondo, and Busia have self-organized to form a consulting firm 
known as the “Lake Region Development Consultancy” (LARDEC).  LSPs have each 
contributed Kshs 60,000 towards an operational budget and physical office.  The firm will be 
used as a means of networking, joint marketing, and as a platform to formalize a standard price 
list and service offering. 

 
To date, LSPs have already undertaken several consultancies for diverse clients such as Plan 
Kenya, Water Red (WRP), and various community-based organizations (CBOs) and beach 
management units (BMUs).  For financial institutions that require LARDEC services such as 
SAGA, K-Rep, and Equity Bank, members have agreed on charging 10% of registration fees 
for every client or group recruited. Assuming the spread of Kshs 300- 600 that MFIs charge for 
registration fees, this works out to be approximately Kshs 30- 60 for every client recruited. 
Given that most MFI clients are recruited in a group of 5 members, this is equivalent to KShs 
150- 300. The secret of success to the LSP lies in the numbers recruited, which represents a 
mutual incentive for the financial institutions as well.   

 
 Grafting and Pruning Services – Over the past year, consistent training on crop husbandry has 

helped farmers to understand the positive effect proper pruning has on minimizing disease and 
increasing grade 1 yield.  Additionally, a demonstrator effect has taken root among farmers 
whereby indigenous trees are now seen as moneymaking opportunities through grafting and 
top-working.  This increased awareness has resulted in a very successful and immediately 
commercialized intervention during Year 3.  By August 2005, a total of 1,177 farmers were 
already accessing the services of the 33 trained SPs.  A total of 3,519 mango trees and 725 
avocado trees have been rehabilitated (top worked).  It is important to note that these are all 
fee-based services.  Some SPs have even responded to the increased demand by hiring and 
training other people to work with them.  In Maragua, a total of 20 casual employees have been 
hired while in Makueni, 6 have been hired.  The casual employees are paid Kshs 100-300 per 
day depending on the work done. 

 
To enhance accessibility of healthy seedlings and clean scion materials, IBL also facilitated 
inspection of two nurseries and potential mother blocks by HCDA and KEPHIS respectively.  
Two nurseries and 6 farms have been inspected and approved for sourcing of seedlings and 
scion materials for mangoes and avocadoes.   
 

 Spray services - This past Year Kenya BDS awarded an additional intervention to Ideal 
Business Link to develop independent service providers in spray application for the avocado 
activities.  This intervention is particularly important, as East African Growers has expressed 
desire to off-load spray services as an embedded service, while both Indu-Farm and KHE 
similarly prefer that such activity is conducted by independent service providers.  Armed with 
the appropriate knowledge and training, service providers in agrochemical spray have more 
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than enough market demand to immediately commercialize their activity.  Moreover, Equity 
Bank has commenced discussions with Kenya BDS to provide direct lending to this target 
group, as the history of supply records between producer and exporter are seen as bankable. 
The intervention has developed 56 service providers in commercial spray services, which will 
reach an estimated 5,000 farmers (40,000) trees over the next 11 months.   

 
 Group Management Officers – The role of “Group Management Officer” is a critical position 

which Kenya BDS has integrated into each of our market linkage activities.  These officers not 
only conduct the regular group formation and management activities, but also provide value-
added services in crop husbandry as well as marketing interface with the lead firm (i.e. 
coordinating production, collection, and payment).  By the end of Year 3, Kenya BDS had 
developed 32 Group Management Officers servicing the treefruit programs, and 2 Group 
Management Officers hand-holding the Omena processing activities.   

 
Commercialization of these positions has taken different forms.  Some exporters have preferred 
a system in which the Group Management Officers takes a levy for each sale of grade 1 fruit, 
while other exporters have preferred to hire the individual service providers outright as staff.  
Regardless of the approach, commercialization has commenced within each of these programs, 
with a target of full operational sustainability by the end of Year 4. 

 

 
Total Number of MSEs aware of program-assisted business services 
The uptake of a business service is directly dependant upon a realization that investment in a 
particular service will have a direct impact on productivity, yield, or the MSE’s bottom line.  
Therefore demand-side awareness creation events have comprised a critical component of Kenya 
BDS market development activities.  By the end of Year 4, over 164,865 MSEs had been 

Passion Fruit Demonstration Plot Stimulates Development of Commercial Service Providers in 
Grafted Seedling Production 

 
Promotion and sensitization among smallholder farmers of passion fruit as a high-value crop comprised a 
significant activity in the initial stages of the Kenya BDS passion fruit program.  Part of this strategy 
involved the development of the Kithoka Demonstration Plot and Treefruit Nursery.  Established under a 
public/private partnership with KARI and Just Juice (a local juice processor), the plot has served as a 
strategic training and promotion site for the past 2 years. 
 
The combination of demonstration, training in orchard management, and introduction of a market linkage 
has resulted in a rapid increase in production.  As of September 2005, the program had a total of 73 
groups, representing 2,190 farmers and 210,776 vines.  To ensure access to clean planting materials, 31 
group nurseries and 241 individual nurseries have been established. Agronomic training has focused on 
pest and disease control, group management, nursery management, post harvest handling and packaging 
of fruits, savings mobilization, record keeping, and safe use of pesticides.  Exporters have already signed 
supply contracts with each of these groups, and harvesting and collection has commenced. 
 
These results indicate that farmers have embraced passion fruit as a high value crop, and have 
even begun to expand their entrepreneurship into the production of commercial seedlings.  Given 
this trend, Kenya BDS made the strategic decision to discontinue support to the Kithoka 
Demonstration Plot and Nursery beginning Year 4.  The Kithoka Demonstration Plot has played an 
important role in sensitizing farmers on passion fruit production, and has assisted them in providing 
access to grafted passion seedlings which were otherwise unavailable.  
 
However, demonstration has taken root and farmers have now embraced passion fruit as a high 
value crop.  Moving forward, Kenya BDS will be shifting support towards the 272 commercial 
nurseries that have arisen in response to market demand to ensure that their commercial operations 
are a success.   



 11

sensitized on program assisted business services through various awareness creation events.  This 
exceeds program targets by 206%.   
 
In the avocado processor activity implemented by Christine Guchu, over 234 sensitization 
barazas have been conducted which have reached more than 6,600 farmers.   IBL is continuing 
their ongoing campaign to create awareness on the importance of topworking, grafting, and 
pruning to promote the individual service providers (SPs) among the local community.  Activities 
that have been held include farmer’s field days and barazas, performing grafting and pruning 
demonstrations, and conducting selective exchange visits.  Through these activities, a total of 
5,889 farmers have been made aware of the program.  In Lake Victoria, outreach by local service 
providers on the importance of savings mobilization services has extended to over 8, 314 fisher-
folk at 30 rural beaches.   
  
Total Number of MSEs linked with the commercial market 
Increased incomes can only be realized if MSEs are able to access commercial market 
opportunities.  Kenya BDS has played an active role in such facilitation while maintaining the 
commitment to remaining outside of the supply chain (i.e. avoid direct buying and selling).  To 
date 11,272 MSEs have been linked with the commercial market.  The strong numbers for this 
past year (which have exceeded Year end targets by 113%) are primarily attributed to the passion 
fruit, fresh-line avocado, and avocado processing activities.   
 
 Linking Producers with Primary Markets – Significant emphasis has been placed on linking 

small-holder farmers with high-value export markets over the past year.  Kenya BDS 
formalizes each market linkage with supply contracts negotiated and signed by both producer 
groups and exporter, which specify size, grade, price, collection and payment terms, and any 
other details needed to develop a long-standing business relationship. 

 
In the avocado value chain, significant impact was achieved with 3 lead exporters.  By the end 
of Year 3, 48 groups representing 1,126 farmers had been formally linked with East African 
Growers (EAGA) through supply contracts.  Approximately 1 million pieces of avocado fruits 
equivalent to about 60,000 cartons (at an average of 17 fruits per carton) were sold, during 
Year 3 compared to only 153,000 pieces or 9,000 cartons sold the previous year.   This 
represents a 653% increase in production and trade from the previous year.  The Kenya 
Horticulture Exporters (KHE) program was also able to achieve direct sales with 348 farmers 
organized into 17 groups.  This represents the first year in which KHE has directly sourced 
from small-holder farmers, with sale income earned by the farmers valued at Kshs. 200,000.  
Production is expected to increase this year by nearly 1,000%.  Although sales have not yet 
commenced with Indu-Farm, a total of 15 groups comprising of 398 farmers (25% are women) 
were formed into groups over the past year.  Supply contracts have been formalized in 
preparation for the harvesting season. 
 
Market linkages with passion fruit have progressed steadily over the past year under the 
guidance of Fineline Associates.  Supply contracts have been signed with all 54 groups which 
were fully in-taken into the program by the end of August 2005. Through these direct market 
linkages, farmers participating in the program have supplied EAGA with a total 114 metric 
tons of passion fruit, earning a total of Kshs 5.4 million by the end of September 2005.  Over 
the period, Fineline also developed a workable commercialization strategy and laid out all 
necessary groundwork for its implementation during the first quarter of Phase III. 
 
Mango value chain activities in Central and Eastern Kenya have had significant impact on rural 
incomes through market linkage activities. By the end of Year 3, the intervention had 
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developed 110 producer groups with a total of 2,650 small-scale farmers.  Groups are currently 
organized within 7 production clusters that span a range of 4 Districts, and are supported by a 
network of 5 field extension officers.  Market linkages were brokered between 2,200 of the 
farmers and five small- scale exporters with a sales value of Kshs 10.244 million during the 
last season. Over the next 12 months, Kenya BDS will undertake an aggressive 
commercialization strategy that will see the program achieve 101.3% operational sustainability.  
The intervention will also expand to reach 3,000 farmers organized into 100 groups over the 12 
month period (average of 30 members per group), with a target of 1,125,000 mango cartons 
sold and Kshs 69,600,000 in sales transactions among the groups. 

 
 Linking Producers with Secondary Market - To date, a total of 97 producer groups have been 

formed and registered, representing 2,809 farmers with an approximate tree population of 
24,000.  Through intensive geographical mapping, analysis of production clusters, and careful 
negotiation on the terms of supply contracts, Christine and her commercial officers were able 
to link the most mature groups in time for purchasing this season.  By the end of September, a 
total of 179 tons had been delivered, valued at Kshs 815,000. For the farmers, the combination 
of 3 processing firms and more efficient marketing channels has led to a guaranteed market, as 
well as 200–500% price increase per Kg of grade 2 avocadoes. 

   
In the Lake Victoria Fish subsector, Mwangaza Counselling Services (MCS) has organized 324 
women processors into 12 groups from 10 selected beaches.   Each group has been trained on 
group dynamics and management, and has been registered with the Department of Social 
Services.  Groups have drafted individual constitutions per the guidelines presented to them, 
and elected leaders from amongst their members. By the end of Year 3, Promasidor and MCS 
had completed drafting of the supply contract which is currently being presented and discussed 
among the women groups.  It is envisioned that direct sales will commence under this activity 
by December 1, 2005 once agreement on price is achieved.   

 
Enhanced Agricultural Trade and Investment in the Kenya Avocado Processing Sector 

 
The impact of Kenya BDS in revitalizing the Kenyan avocado sector is perhaps most evident through the 
increased levels of investment as well as international trade within the local processing industry.  During 
the 2003 harvesting season Dagama Oils, the only commercial avocado processor in Kenya, had closed 
due to problems with steady supply and internal mismanagement.  This resulted in the absence of a 
secondary market for smallholder avocadoes during the 2004 season.   
 
In response to the increased production of avocadoes in Maragua District, Dagama purchased new 
processing equipment, installed new management, and reopened this 2005 harvesting season under 
new ownership as Ruiru Natural Oils, Ltd.  Two additional processing plants also commenced operations 
in May 2005 - Av-Oil Industries, Ltd. and Sun Mango, Ltd.  Each firm is processing between 15 – 20 tons 
per day from smallholders, providing an otherwise non-existent market.  Avocadoes are crushed for 
crude oil which is exported to South Africa for cosmetics. 
  
For the farmers, the combination of 3 processing firms and more efficient marketing channels has led to 
a guaranteed market, as well as 200–300% price increase per Kg of grade 2 avocadoes.  For the 
processors, there was initial anxiety that the existence of 3 processing firms would exceed the supply of 
grade 2 fruit.  However, after the first season it appears that there exists adequate supply.  As one 
processor remarked, “I am surprised and impressed that there is enough fruit for all of us.  I was initially 
worried that there would not be enough for all of us. I received the ten tons, the collection was well 
organized, and the fruit is good and mature.  This program can work!” 
 
The emergence of 3 avocado processing plants this year is further testament to the revival of the 
avocado subsector and is illustrative of growth within the core value chain.   Most importantly, it provides 
an additional market for smallholder farmers. 
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IV.  CHALLENGES 

 
Following is a summary of the challenges faced by Kenya BDS and corresponding remedial 
activity during Year 3. 
 
Reduced Funding 
Kenya BDS has been consistently challenged by uncertain and fluctuating levels of funding over 
the past Year which have had a direct impact on program operations. Mango market linkage 
activities in Malindi and Kilifi have been suspended.  Queries from additional lead firms that 
have expressed interest in replicating backwards linkage and embedded service arrangements in 
the avocado subsector have remained unfulfilled.  Efforts to expand and incorporate additional 
smallholders in passion fruit production have been tempered.  Lake Victoria fish activities have 
not expanded beyond the 5 service areas currently identified (savings mobilization, fishing gear 
asset financing, Omena market linkages, ice distribution, aquaculture).  

As remedial action, Kenya BDS has undertaken a number of steps to lower program operating 
costs, as well as require aggressive cost-sharing by contractors.  A number of alternative funding 
sources have also been targeted, such as HIV/AIDS donors, USAID/Washington, the SEEP 
network, and various international foundations.  In February 2005, the SEEP Practitioner 
Learning Program (PLP) responded to our proposal request with a grant for US$74,872.00l in 
support of savings mobilization services in Suba District.  Although the activity has zero financial 
gain for the Emerging Markets Group, it represents sufficient funds to finance an entire program 
in Suba District for a two-year period.  More recently Kenya BDS has formalized collaboration 
with the USAID Farmer-to-Farmer Program, which represents a great resource for accessing 
international consultants at zero-cost.  Funding uncertainties will however, continue to have a 
negative impact on program outreach.   

NGO Distortion 
It is essential that program facilitators maintain business-like signals at all times, and operate 
within a clear exit strategy.  During the past year, two of our facilitators did not maintain the 
commercial standards set by Kenya BDS, nor operate within a clear willingness to commercialize 
the intervention.  Therefore, although each facilitator had achieved results, it was necessary for 
Kenya BDS to take remedial action to ensure program objectives were realized.  Specific details 
are as follows: 
 
 Increasing Access to Fishing Gear in Suba District with Africa Now - The Africa Now 

Program had measurable success in facilitating wholesaler-supplier linkages as well as piloting 
a Front Office Savings Activity (FOSA) to offer gear leasing products to members.  However, 
concerns did arise over the past year related to the self-promotion of Africa Now as 
implementer of the program, as well as the use of subsidies to kick-star the retailer linkage 
program.   
 
Specifically, the facilitator undertook an aggressive effort to promote the name of Africa Now 
within Suba District.  This included a heavy use of promotional material, signs, and even the 
request that gear retailers paint “Africa Now” outside their gear shops.  Little recognition was 
given to USAID as the funding entity of this Program.  Kenya BDS immediately took issue 
with this approach, as it contradicted USAID’s mandate for branding, and served to distort the 
commercial approach being promoted.   
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Of additional concern was the refundable “booster capital” which Africa Now provided to 9 
gear retailers.  In the original proposal, Africa Now stated these funds would be used to assist 
retailers with testing the introduction of new types of fishing gear, to assist with expansion of 
their product offering (i.e. demonstration equipment).  The gear would be provided to select 
retailers at market rates, on a sale or return basis. Rather than follow this model, Africa Now 
provided these funds as interest-free loans to select retailers with unclear repayment schedules.  
Retailers used the funds to purchase standard fishing equipment which was readily found in the 
local market, and sold their products at below-market rates through the injection of subsidized 
credit.  Kenya BDS had notified Africa Now on several occasions that this approach was 
contrary to market development, and served to hinder rather than stimulate a competitive gear 
retailing environment.   

 
Based upon these activities undertaken, it was determined that the “operational culture” of 
Africa Now did not coincide with the commercial standards required. As remedial action, this 
past June Kenya BDS decided that Africa Now’s overall approach to increasing access to 
fishing gear did not merit an extension.  Rather, Resource Mobilization Centre was contracted 
to work with K-REP Development Agency (KDA) to carry-out Phase II of the asset financing 
activity. 

 
 Change of Facilitator for Mango Market Linkages in Eastern and Central Province -Kenya 

BDS awarded the mango market linkage activity in Eastern and Central Province to local 
facilitator SITE in August 2003 to develop a market linkages program for mango farmers in 
four Districts in Central and Eastern Kenya – Murang’a, Maragua, Machakos and Makueni.  
Under this contract SITE was to mobilize at least 540 mango farmers into viable producer 
groups and link them up with large buyers for development of longstanding win-win supply 
relationships.  To ensure that the farmers participating under the program adopted good 
agricultural practices for enhanced quality and quantity of fruit, SITE was also to facilitate 
linkages between the farmers and up to 10 providers of related business services.  In the course 
of implementation in February 2004, Kenya BDS issued a tender on facilitating financial 
brokering for accessibility of farm inputs among tree-fruit farmers. SITE successfully 
presented a bid for this tender as well and was awarded a one year contract running from 
August 11, 2004 – August 10, 2005.  SITE had therefore been running the mango market 
linkages program for the last two years since August 11, 2003.  

 
A review of the ongoing program showed that SITE had done a commendable job in a lot of 
areas.  By the end of July 2005 the program was working with 2,620 mango farmers organized 
into 110 groups across four Districts. On the market end SITE had brokered market linkages 
between 1,630 of the farmers and five small- scale exporters with a sales value of Kshs 10.244 
million during the last season.  Good progress had also been made in facilitation of input credit 
supply, with one company having entered into a tri-partite agreement with 450 farmers in 
Makueni District and an exporter for the credit-based supply of agrochemicals directly to the 
farmers, but with guarantee for check-off deduction by the exporter once farmers supply 
produce.   

 
While significant milestones had been made, a number of areas were underperforming. Among 
these was the balance between outreach and the quality of relationships between farmers and 
buyers.  From SITE’s own assessment this past July, only 51% of the groups could be 
considered strong. From Kenya BDS’ experience, producer group cohesiveness is the starting 
point in building any meaningful market linkages.  Systems at the group level for ensuring 
cohesiveness such as regularized meetings and group discipline, as well as systems for 
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engaging with the market such as basic data on tree population and production estimates are 
critical.  A review by Kenya BDS showed that these systems were not yet fully developed and 
standardized among groups.  Additionally, only 62% of the farmers had been linked to 
markets.  Estimates were that exporters were only able to take between 20% - 40% of the 
produce from the farmers, and none of the exporters working with SITE had developed 
longstanding contractual relationship with farmers.  Finally, Kenya BDS was concerned with 
the lack of progress towards commercialization of the intervention. This was a core component 
of the ongoing program – development of the field assistants to become independent providers.  

 
Given these challenges which emerged during field evaluation, Kenya BDS decided to take 
remedial action, and re-tender Phase III of the mango linkage program in August 2005.  After 
an open competition and rigorous selection process, the evaluation committee decided that 
Fineline Associates had the most practical approach for commercialization. Over the next 12 
months, Fineline will focus activities on four main components: 1) group re-organization and 
strengthening component at the farmer level; 2) market linkages component to bring lead 
buyers into longstanding commercial relationships with farmers in the area; 3) support services 
linkage component to ensure that farmers have access to inputs and services; and 4) 
development and implementation of a commercialization strategy to ensure sustainability 
beyond the period of Kenya BDS support. 
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V.  SUCCESS STORIES 

 
Following are a few of the many success stories collected by Kenya BDS during Year 3. 
 
Elisha Amimo – Fishing Gear Retailer 
In November 2004, Elisha Ochieng’ Amimo, had only Kshs. 
60,000 worth of stock in his fishing gear retail shop, with a 
limited range of clientele.  Through support from the USAID 
Kenya BDS Program, assistance was provided to Elisha in 
stocking up his supply, as well as facilitating enhanced 
linkages among the neighboring beaches.  Additional gears 
were provided to Elisha on a sale- or return-basis worth Kshs. 
48,300 which he was to repay in six months.  To enhance 
inter-firm cooperation, Kenya BDS linked him and 9 other 
local retailers with mega fishing gear wholesalers in Kisumu 
and Homa Bay.  
 
Using his technical knowledge acquired through interaction with Kenya BDS, Elisha decided that 
the market in his area could sustain enhanced supply of fishing gear.  Thus Elisha made the 
strategic decision to upgrade his firm and become a wholesaler.  He is currently supplying gears 
to thirty-three (33) retailers in eleven (11) beaches and shopping centers in Nyandiwa location. 
His average working stock is now Kshs. 300,000. He has employed two (2) young men who help 
him supply gears to some of his retailers using bicycles. He goes to Kisumu twice a week to buy 
gears from the mega wholesalers where he gets discounts for buying in bulk, and has bought a 
fishing boat worth Kshs. 16,000.  Although Elisha dropped out of school in Form Three, it has 
been his dream to provide education for his children.  Elisha is currently paying school fees for 
Kevin (class 1) and Yvonne (Kindergarten) at Fortune Boarding and Day Academy.   
 
In total, the intervention has been able to reach out to nine (9) principle retailers and thirty three 
second generation retailers served by Mr. Elisha Amimo. This brings the number to forty-two 
(42) retailers. A survey carried out to 10 of the retailers (7 principle retailers and 3 second 
generation) at the end of July 2005 showed that each retailer has an average of 17 fisherfolk per 
day. These include both general customers, as well as long term clients whom are occasionally 
afforded credit overnight or for short term periods. Thus per week the retailers serve 714 
fisherfolk, or approximately 2,856 fisherfolk every month.  
 
Joseph Njiri Mwaura – Smallholder Avocado Farmer  
Mr. Njiri has a total 85-mature/yielding trees. He has another 55 young trees some of which have 
started flowering. All the mature trees are of Hass (70) and Pinkerton (15) varieties. Most of these 
Hass trees have been grafted on formally Fuerte trees. He is preparing to plant Fuerte trees during 
the next long rain season.  
 
Mr. Njiiri was among the first farmers in the area to plant avocado trees. His first trees were 
planted in the year 1974. At the time, he was working as a laborer at the Kari Research Station, 
Thika. Since then, he has been at the forefront in promoting the planting of avocado trees. His 
impact is felt throughout the area as he actually provided a majority of the farmers with the initial 
seedlings. The highest production/sale period for the avocado fruit was realized between the years 

Elisha and his family in front of his 
wholesale fishing gear shop. 
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1987 – 1989. For instance, in the year 1989 alone, he sold fruits worth Kshs. 300,000 and was 
able to educate his children and even acquire a commercial plot and business premise.  
 
In 1991 the market shifted dramatically for Mr. Njiri, as his 
avocado trees (and almost all within his area) became 
infected by disease & black spots. The introduction of 
disease, coupled with the emergence of the briefcase 
exporter, served to collapse the export market for Mr. Njiri.  
At the same time, he could not sell his much of his produce 
to the local market since it was predominantly of Hass 
variety, which is strictly an export fruit.  In the years 2002-
2003, just before the launch of the program, he actually left 
his fruit to go to waste. The price for a piece of Fuerte and 
Hass was Kshs. 50 and 1.00 respectively, which he felt was 
not worth his effort. 
 
Two years into the USAID Kenya BDS program, he has 
been able to improve his orchard significantly.  He has 
cleared the farm from debris, pruned and grafted his trees, 
and has emerged as a model of how a business oriented 
avocado smallholder enterprise should be organized and 
managed. Through assistance from USAID, Mr. Njiri has 
organized with 25 other farmers to form the Kawendo B 
Self-Help Group, and is now linked with a large Nairobi-
based exporter through a formal supply contract.  This arrangement not only provides Mr. Njiri 
and other members with a guaranteed market, but also a guaranteed price which is 200-300% that 
which was previously offered by brokers.  Due to these efforts, his net sale for grade 1 fruit was 
Kshs. 60,000 and 80,000 for the year 2004 and 2005, respectively. In the month of August 2005, 
he also sold a total of 15,000 pieces of fruit to the local market at Kshs.2.50 per kilogram. 
 
He projects to sell approximately Kshs.200, 000 in the next season, as the trees he grafted 
towards the end of 2003 will be in full production. Mr. Njiiri has ploughed back almost half of his 
net sales to improve his orchard during these two past years. 
 
With the improved income, he hopes to improve his lifestyle and that of his family, and be 
financially independent. For instance, he is now able to pay for the treatment of his wife who is 
diabetic, without seeking external support. This has directly enhanced his personal dignity.  At 
the end of the next main season – in the year 2006, he plans to fence his farm to enhance security 
and reduce/eliminate cases of fruit theft, plant Fuerte tree variety, drill a borehole to have a 
regular water supply within the house-stead and generally enjoy life as all his children are 
independent and out of the home. 
 
Anthony Mwangi - Pesticide Sprayer 
Anthony Mwangi is aged 36 years, and married with 2 children. He was the first sprayer to be 
recruited into the program by East African Growers (EAGA is a large Kenyan-based exporter) on 
13th November 2003. The EAGA agronomist and his supervisor have assessed and voted him as 
the most dedicated, entrepreneurial and capable sprayer within the program. 
 
Mr. Mwangi left school at form three due to lack of school fees. At the time, they were three 
siblings in secondary school and the father could not meet all the fees obligations. Anthony 
happened to be the one who was not performing well in school compared to the brother and sister 

Joseph Njiri displays seedlings from 
his commercial nursery.  Mr. Njiri’s 
farm has been certified by KEPHIS as 
a source of scion material for farmers 
interested in grafting. 
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in form 2 and 4, respectively. He therefore opted out on his own accord to give them an 
opportunity to finish school. 
 
Since then, Anthony has worked with two export companies – Shah agencies and Continental 
Produce Limited both in Nairobi. He worked as a sprayer, grader, supervisor and a recorder for 
these two companies. He was however retrenched 2 years before the launch of the USAID Kenya 
BDS program when Continental Produce Limited 
was taken over by another export company. 
 
After retrenchment, his former employer appointed 
him as an independent fruit and vegetable broker. 
His work was to search for fruit, grade and collect it 
on behalf of the exporter at a fee of Kshs. 500 per 
delivery. However, he lost this brokerage to large 
time brokers who could afford to transport the fruit 
to the export premises on their own. 
 
Thus, at the time the Kenya BDS program was set 
up, he was job-less though comparatively with 
valuable skills. When an advertisement was 
therefore made in October 2003, through the newly 
groups, Anthony was immediately interested and applied for an interview. He felt that he had 
relevant experience and skills especially in working with export-related initiatives and was 
excited when he was finally hired. Since then, he has worked with enthusiasm and dedication. 
His main challenge is with uncooperative farmers who are sometimes reluctant to provide water 
for mixing chemicals and this leads to loss of time for the sprayer. However, he has learnt to be 
patient with such farmers, preferring instead to train them on the importance of upholding good 
orchard management practices. 

Under the initial program with Kenya BDS and East African Growers, Anthony was being paid a 
daily fee of Kshs. 200 for spraying, working for 6 days a week.  While he welcomed this 
opportunity for employment, his arrangement with the exporter limited his spraying activities to 
65 trees per day. 

As the Kenya BDS Program expanded, the demand for spray services began to increase 
dramatically, even among those farmers not participating directly in the program. This increased 
demand for service, as well as the desire of East African Growers to “offload” some of the 
embedded services to the private sector, provided Anthony an opportunity to develop into an 
independent service provider. 
 
This year Anthony will be delivering services at a charge of 5 Kshs per tree, spraying on average 
70–100 trees per day.  He is extremely excited about this shift, and welcomes the idea of self-
employment.  He is confident that he would be able to attract sizeable clientele to keep him in 
business, as the majority of his clients see value in his work. 
 

First, Anthony plans to market his services 
through provision of quality work to his 
existing clientele. This will build for him a 
loyal and dependable demand for his spraying 
services. Second, he will use his established 
clientele base to market for him among the 

farmers who are not members of the program. Third, he will walk from farm to farm to solicit 

“This has been my dream all along.  I have 
always desired to be independent and I knew this 
program was going to give me that opportunity.  I 
am happy that this is becoming a reality” 
Anthony Mwangi 

Anthony Mwangi applies EU-certified 
agrochemicals for smallholder farmers in 
Maragua District.   
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business among the general farming community. Fourth, he will open a small office within the 
locality to advertise his services and establish himself firmly within his community. He knows he 
will even be able to employ other youths from within his locality. Lastly, he will combine the 
spraying services with education to the farmers on proper orchard management, an area he feels 
he has adequate expertise. 
 

On the issue of pricing of his services he will factor in all related costs: sprayer labor, transport 
where applicable, chemicals, other inputs such as fuel, oil, etc. Thus, his pricing would have to 
reflect the cost but also be sensitive to the competition. Anthony is aware that there will be other 
service providers and would therefore ensure that his price is within the rates charged by those 
others. 

Julius Nzovia – Smallholder Mango Farmer 
In Makueni District the weather is hot and dry, with rain failure common.  Most farmers lack a 
cash crop from which to gain an income.  Poverty is real and felt by many residents of the area.  
Julius Nzovia was born in 1950.  He is married to Saline Nzusu and has seven children.  Julius 
worked at Mida Ltd. in Nairobi as a supervisor in the animal feeds production department. As his 
job demanded, he would make field visits which enabled him to see the benefits of farming.  It 
was during this time that he took an interest in farming.  When he retired, he returned home and 
began to fulfill his dream. 
 
His initial interest was in oranges, however the trees faired poorly due to a viral disease as well as 
a number of serious droughts between 1988 and 1994.   Within this period most of his cows died.  
From the milk sales that he made he decided to purchase mango seedlings and scions, which he 
grafted and planted.  In 1995 Julius planted 200 grafted Apple and Ngowe mango trees, but only 
18 trees survived the drought of that period.  In 1996 he replanted new seedlings using the same 
holes and this time only 48 trees survived.  He replanted again in 1997, a year with good rainfall.  
All the trees survived, and to date he has 323 grafted mango trees. 
 
It was in July 2003 that Julius learned of the USAID Kenya BDS Program.  Through the 
program, Julius learned the value of working in groups, and the importance of establishing long-
term business relationships with exporters. Through linkages with farm input suppliers and 
extension officers, he was able to access critical inputs and crop husbandry services which have 
increased his yields of grade 1.  
 
This harvesting season has been the first in which Julius has sold through a group and directly to 
an exporter.  The results are noticeable.  On average, prices have increased from Kshs 3-4 to Kshs 
8-10 per mango this year.  Within this season he has earned Kshs 200,000, and has yet to exhaust 
his production.  This is a significant increase from previous years when his earnings ranged from 
Kshs 4,800 – 46,000 for an entire season. Julius predicts that next year he will sell twice as many 
mangoes, and hopes to earn over Kshs 400,000.     
 
Julius says that he is now more able to financially support his family and personal affairs.  He is 
currently building a new house, and uses the profits of his mango sales to feed and cloth his 
family, pay college fees for his son, start a retail shop at the Kilili Township, and diversify his 
production to include pawpaw and eucalyptus trees, as well as bee-keeping.  His success as a 
local microentrepreneur is recognized in the village.  This past year Julius was elected 
chairperson of the 56-member Makika Horticultural Group.  
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Development of the Avocado Processing Industry – 
Before and After Success Story 
Over the past 2.5 years the USAID Kenya BDS Program 
has been promoting good agricultural practice in Maragua 
District through pruning, field clearing, and application of 
fertilizer and pesticides.  Uptake of proper crop husbandry 
among farmers has been especially motivated by lead 
exporters to purchase directly from farm groups.  This has 
resulted in a dramatic increase in productivity, reaching 
20,000% on some farms. 
 
Previously smallholder farmers did not have access to a 
secondary market.  However, in response to the increased 
supply, three industrial-size processors opened this past 
May in Maragua District.  This provided an exciting but 
challenging mandate for Kenya BDS - organize 5,400 smallholder farmers into producer groups, 
introduce them to the newly established processors, negotiate supply contracts, and hand-hold the 
business relationship so that purchasing may begin in June.  Needless to say, the initial roll-out of 
program activities was quite hectic.  However, the intense efforts on the ground enabled both the 
processors and farmers to maximize the second half of harvesting season.   
 
Since mid -April, the program has undertaken 234 sensitization barazas which has reached more 
than 6,600 farmers.  In addition to awareness building events, commercial officers undertook 
additional penetration measures by building relationships with the local administration and 
opinion leaders, while also reaching out to farmers at churches, field days, and individual farm 
visits.  The result of the sensitization activities is the formation of avocado business groups.  To 
date, a total of 97 producer groups have been formed and registered, representing 2,809 farmers 
with an approximate tree population of 24,000.  Each group has undergone training on by-laws, 
group dynamics, elections and registration, and record keeping, including the proper use of the 
farmer minute and passbook.   
 

An additional challenge facing Kenya BDS was 
facilitating the market linkage with each of the 3 newly 
formed processing firms.  Through intensive geographical 
mapping, analysis of production clusters, and careful 
negotiation on the terms of supply contracts, Kenya BDS 
was able to link the most mature groups in time for 
purchasing this June. 
 
By the end of August, a total of 179 tons had been 
delivered, valued at Kshs 815,000.   Considering that the 
program commenced towards the end of harvesting season, 
this is a good initial start which has provided a learning 
curve for both processors and farmers.  For the farmers, 
the combination of 3 processing firms and more efficient 

marketing channels has led to a guaranteed market, as well as 200–300% price increase per Kg of 
grade 2 avocadoes.  For the processors, there was initial anxiety that the existence of 3 processing 
firms would exceed the supply of grade 2 fruit.  However, after the first season it appears that 
there exists adequate supply.  As one processor remarked, “I am surprised and impressed that 
there is enough fruit for all of us.  I was initially worried that there would not be enough for all of 

Jane Nyoike of Ruiru Natural Oils, 
Ltd.  The plant is handling 20 tons of 
avocadoes per day.   

Grade 2 fruits awaiting processing 
at Av-Oil Industries Ltd.  Imagine 
these fruits had no market last year! 
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us. I received the ten tons, the collection was well organized, and the fruit is good and mature.  
This program can work!” 
 
As the processor groups mature in terms of tree productivity and yields, it is eventually the goal 
of Kenya BDS to link these farmers with the high value export market for grade 1.  This will 
ensure a steady market for all grades, as well as ensuring that Kenya’s exporters and processors 
receive the appropriate quantity and quality per their individual market requirements.   
 
 



 

 

 
 
 
 
 
 

Annex A 
 

Performance Monitoring Plan 



Table A.1:  Year Three Performance Monitoring Plan 
               
              As of end of Year 3 (October 1, 2004 – September 30, 2005) 
 

SO7 PMP Indicators Activities Yr 2 
Results Qtr 1 Qtr 2 Qtr 3 

Qtr 4      
(Yr 3 

Results) 
Yr 3 Targets 

IR 7.3 Increased Access to Business Support Services for MSEs 

Total number of MSEs accessing commercial 
business services - 23,479 24,679 26,512 30,073 39,135 27,500 MSEs 

IR 7.3.3 Non Financial Services Delivered Cost-Effectively Increased 

Total number of Business Service Providers 
participating in the BDS Program target areas Strengthening BDS provider capacity and supply 322 328 333 569 731 215 BSPs 

Total number of MSEs aware of program 
assisted business services 

Awareness creation among MSEs for business 
services  90,922 107,433 117,390 144,564 164,865 80,000 MSEs 

Total number of MSE producers linked with the 
commercial market  Creation of commercial backward and forward linkages  1,772 4,852 5,610 6,583 11,272 10,000 MSEs 

SO7 Process Indicators Activities Yr 2 
Results Qtr 1 Qtr 2 Qtr 3 

Qtr 4      
(Yr 3 

Results) 
Yr 3 Targets 

Approved subsector selection presentations 
and reports  

Identification and selection of subsectors for BDS 
market development assistance 2 2 2 2 2 3 subsectors 

Approved presentation and report on selected 
business services 

Conduct initial analysis in each sub-sector to identify 
constraints and appropriate BDS 15 15 15 15 15 9 business services  

Approved intervention concept papers 
Conduct initial BDS market assessment of identified 
business services and design corresponding 
interventions 

15 16 17 18 26 33 intervention concept papers  

Market interventions awarded and approved Award market facilitation interventions 15 16 16 22 23 22 tenders awarded 

OPIN Performance Indicators Yr 2 
Results Qtr 1 Qtr 2 Qtr 3 

Qtr 4      
(Yr 3 

Results) 
Yr 3 Targets 

# of rural households directly benefiting from interventions 18,783 19,743 20,566 24,058 28,548 - 

# of agricultural firms directly benefiting from interventions 25 31 32 32 32 - 

# of male individuals who have received training 13,206 14,807 15,424 18,043 21,411 - 

# of female individuals who have received training 4,402 4,935 5,141 6,015 7,137 - 

# of producers’ organizations, water user, trade, business associations, or CBOs assisted 158 229 239 280 404 - 

# of women’s organizations/associations worked with 0 44 44 44 56 - 

# of public/private partnerships formed 5 12 16 18 19 - 

# of technologies made available for transfer 1 2 3 4 5  

Note   All figures are presented as cumulative 
 



Table A.2: IEHA Performance Indicators 
As of end of Year 3 (October 1, 2004 – September 30, 2005) 

 
 
Intermediate Result 1: Enhanced Productivity of Smallholder-Based Agriculture 
 

Commodity 

Outreach (# of 
farmers) 

Number of trees 
(Fishing gear in 

fish) 

Volume of 
produce 

(M.Tonnes) 

Value of produce 
(in Kshs) 

Annual Productivity per 
tree/vine 

(in Kshs) : Gross Margin 

Yr 2 Yr 3 Yr 2 Yr 3 Yr 2 Yr 3 Yr 2 Yr 3 Yr 2 Yr 3 % 
change 

Avocadoes 405 4,925 10,964 51,242 1,371 8,107 3,220,674 40,093,311 293.70 782.40 166.4% 
Mangoes 1,920 3,318 86,400 182,209 3,016 9,110 36,192,000 136,656,750 418.90 750.00 79.0% 

Passion 
Fruit 457 2,046 41,577 210,776 130 877 2,270,104 32,881,056 54.60 156.00 185.7% 

Fish 52 720 260 3,600 338 3,380 20,000,000 202,800,000 - - - 

 
 
Notes: 
1. Avocadoes: In year 2, Kenya BDS had only one export program for avocados (with EAGA). During 

year 3, two additional exporters come into the program (KHE and Indu-Farm) and the existing program 
with EAGA was expanded to bring a total of 2,116 farmers with a total of 27,242 trees. A program for 
linking farmers to three newly established avocado oil processing plants was also initiated bringing in an 
additional 2,809 farmers with a combined total of 24,000 trees. Under the export programs, farmers 
receive agronomy advisory services as well as productivity and quality improvement services – 
agrochemical spraying; pruning; orchard cleaning; and manure/fertilizer application.  Through this 
noticeable changes have taken place in increased production of fruits from an estimated 500 pieces per 
tree in year 2 to 750 fruits in year 3.  The quality of fruits has also increased from an estimated 5 – 15% 
grade 1 during year 2 to an estimated 25 – 30% grade 1 during year 3.  Grade 1 fruits in the two years 
have remained sold at an average price of Kshs 2.50 per piece.  Grade 2 prices have however 
significantly gone up following the establishment of three oil processing plants during year 3 (no 
processing plant was in operation during year 2). During year 2 grade 2 fruits were bought in gunny 
bags of up to 600 fruits each at an average price of Ksh 150.  Under the market linkages program for 
processors initiated by Kenya BDS during year 3, farm gate prices went up to an average of Kshs 4.00 
per kg.  Year 2 production estimates are therefore worked at 500 piece per tree. On average 4 avocados 
go into 1 kg.   Production estimates for year 3 are based on the estimate of 750 fruits under the export 
programs and 500 for farmers in the processing programs.  Value estimates are based on production and 
not on the actual marketed fruits. Gross margins (value per unit) are computed farm-gate per tree/vine.  
One hectare can take up to 132 trees of either mangos or avocados or 1,000 passion fruit vines.  This 
conversion does however not change the productivity estimates made in Table 1. 

 
2.  Mangoes. Production estimates for mangos are based on an average of 100 fruits per tree during year 

two. Through adoption of good agricultural practices as well as further maturity of the trees farmers 
have production is estimated to have gone up to a conservative estimate of 150 fruits per tree.  Through 
direct market linkages, farm-gate prices for mangos have gone up from an average of Ksh 3.50 to Ksh 6.  

 
3. Passion fruit:  During year 2 when Kenya BDS was just initiating the passion fruit program and no 

direct market linkages had been created, farmers were selling their fruit through brokers (middlemen) in 
one grade (un-graded) at an average price of Ksh 25 per kg.  In year 3 direct market linkages have been 
created with a leading exporter, EAGA for a minimum guaranteed price of Kshs 50 per kg of grade 1 
fruit.  Grade 2 fruits at the moment are still sold in the local market through brokers at an average price 
of Ksh 25 per kg.   Current estimates show that the proportion of grade 1 and 2s are 50:50. 
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4. Fish: In year 3 Kenya BDS had two savings mobilization programs and one fishing gear program in the 

Lake Victoria Fish sub-sector.  The savings mobilization programs are largely geared at increasing 
household incomes through encouraging fisher-folk to save and direct their daily earnings to areas of 
consumption or investment that have a direct bearing on their household wellbeing instead of spending 
on “good reception”, alcohol and other consumptive areas that do not increase their household welfare.  
Kenya BDS has information that from the increased savings estimated at over Kshs 101,736,000 some 
fisher-folk have invested in improved fishing gear that enables them to improve productivity.  Kenya 
BDS has however not been tracking these areas of investment and therefore has not attempted to capture 
increased production and productivity related to the savings mobilization programs.  What we have used 
is the fishing gear program whose goal was to increased the availability and accessibility of appropriate 
fishing gear among fisher-folk.  Estimates are build around an assumption of the fishing nets (and other 
accessories) purchased by fisher-folk under the program were for Nile Perch fishing.  An assumption is 
also made on an average catch of one fish (weighing up to 4 kgs) per net sold at the beach level at an 
average price of Kshs 60.    

 
  

Sub-Intermediate Result 1.1: Expanded Development, Dissemination, and Use of New Technology 
 

Technology type Technology 
Number of MSEs 

(farmers/ fisher-folk 
using technology 

Number of 
trees/volume of 

produce 

1. Mechanical/ physical 

(i) Mist blowers (motorized spray pumps) for 
avocado and mango farmers   2,780 27,242 

(ii) Top-working and pruning equipment/ tools – 
power saws; pruning saws; etc 

 
4,613 31,486 

(iii) Fish drying technology for improved quality 400 - 

(iv)           Appropriate (legal) fishing gear    

(iv) Avocado oil processing (3 processors) 
 4,925 51,242 

2. Biological 
(i) Grafted passion fruit seedlings 2,046 210,776 

(ii) Top-working of old/indigenous/ low-yielding 
mango and avocado trees to improved varieties 1,833 4,244 

3. Chemical 

(i) Agrochemical spraying of avocado and mango 
trees in Maragua and Lamu Districts 2,780 43,451 

(ii) Use of EurepGap approved chemical by 
farmers in passion and mango farming in 
Eastern and Central Provinces 

4,696 166,000  - mango 
210,776 – passion 

4. Agronomic 
(management & cultural 
practices) 

(i) Savings products for fisher-fo k 2,200 - 

(ii) Market day loans for fish traders 1,200 - 

(iii) Agrochemical loans for avocado farmers 3,500 - 

(iv) Micro-leasing arrangements for appropriate 
fishing gear 1,220 - 

(v) Money transfer services for payment of farm 
produce for smallholder farmers – avocado/ 
mango/ passion 

6,331 - 

 



Intermediate Result 3: Increased Agricultural Trade 
 

Commodity 

Number of 
farmers 

Volume of exports 
(M.Tonnes) 

Value of exports 
(Kshs) 

Yr 2 Yr 3 Yr 2 Yr 3 Yr 2 Yr 3 %          
Change 

Avocados  405 4,925 205 1,532 2,055,750 15,323,625 645% 

Mangos 1,920 3,318 2,880 9,110 30,240,000 136,656,750 352% 

Passion Fruit 457 2,046 0 438 0 21,920,704 - 

Total 2,792 7,480 - - 32,295,750 173,901,097 438% 

 
 
Notes: 
1. Avocadoes: Exports captured under this Table are for fruit.  The export direct market linkages program 

began in year 2 with a pilot project with one exporter.  In year 3, export market linkages had been 
created with 2 additional exporters, besides increased coverage also by the exporter who was there 
during year 2. Increased volume and value of export trade has therefore resulted from both an increase 
in outreach (coverage of more farmers/trees/hectarege) as well as increased productivity arising from 
adoption of good agricultural practices promoted under the program.  Prices remained fixed during the 
two years. 

 
2. Mangoes: Increase in exports has arisen from increased outreach, higher production of trees (from 

further maturity of trees and better agronomy practices) and doubling of prices from direct market 
linkages between farmers and exporters.  

 
3. Passion fruit: During year 2, no passion fruit was going to the export market. This was largely because 

of low volume of production, lack of direct linkages with exporters and poor quality particularly from 
application of chemicals not acceptable in the export (European market). Year 3 saw increased outreach 
and production of fruit from expansion of orchards and adoption of good agricultural practices.  Direct 
market linkages were also created with an exporter at a minimum guaranteed price of Ksh 50 per kg.   

 
 
Sub-Intermediate Result 3.1: Enhanced Competitiveness of Smallholder-Based Agriculture 
 

Commodity 

Number of 
farmers 

Volume of domestic 
trade 

(M.Tonnes) 

Value of domestic trade 
(Kshs) 

Yr 2 Yr 3 Yr 2 Yr 3 Yr 2 Yr 3 % Change 

Avocados  405 4,925 1,165 6,575 1,164,924 26,302,050 2158% 

Mangos 1,920 3,318 1,440 1,518 12,960,000 13,665,675 5.4% 

Passion Fruit 457 2,046 129 438 3,243,006 10,960,352 328% 

Total 2,792 10,289 - - 17,367,930 50,928,077 193% 

 
 
Notes:  
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1. Avocadoes: The increase in domestic trade largely arising from establishment of 3 avocado oil 
processing plants during year 3.  The increase arises from increased number of farmers (and trees) and a 
significant increase in prices.  During year 2, grade 2 fruits were either sold in the domestic market as 
fresh fruit in gunny bags of up to 600 pieces for Kshs 150 or would go to waste.  Following the 
establishment of the 3 processing plants, prices offered farm-gate range from Kshs 4 – 7 depending on 
season.  All 3 processors export the avocado oil to South Africa where it is further refined and re-
exported to the international cosmetic industry.  

 
2. Mangoes: The fairly small increase in domestic trade reflects a trend towards higher proportion of fruits 

going for the higher value export market than domestic market.  Small increase largely arises from 
increased number of trees under the program. 

 
3. Passion Fruit: In year 2, all passion fruit produced was marketed domestically through brokers at an 

average price of Kshs 25 per kg (un-graded).   Following establishment of direct market linkages with 
an exporter during year 3, all grade 1 fruit estimated at 50% of production is exported.  The balance 
(50%) is marketed domestically at the same price prevailing the previous year of Ksh 25 per kg.   

 
 
Sub-Intermediate Result 3.2: Enhanced Agricultural Market Infrastructure, Institutions, & Trade 
Capacity 
 

 Year 2 Year 3 % Change 

Number of targeted 
enterprises accessing BDS 23,449 39,135 67% 

Value of credit to targeted 
beneficiaries Kshs 2,813,701 Kshs 8,578,260 205% 

 
Notes: 
1. Over the past year a total of 39,135 MSEs had accessing commercial business services targeted by 

Kenya BDS.  This was primarily a result of farmers accessing commercial grafting and pruning services, 
savings mobilization services, and a variety of agronomic embedded services through lead firm linkage 
arrangements.  

 
2. Agrochemical credit during year 2 was done by EAGA through embedded arrangements.  The total 

figure  comprises cost of mist blowers (motorized pumps) amounting Kshs 465,000; chemicals 
amounting Kshs 787,500 and wages to a spraying team amounting Kshs 1, 324,461.  Other costs include 
rent for agrochemical stores, protective clothing for sprayers and fuel and oils for the motorized pumps.  

 
3. Changes have been made during year 3 for farmers to receive agrochemical spraying services on credit. 

This arrangement includes financing from Equity Bank that is managed by the agrochemical program to 
provide additional pumps costing Kshs 2,000,000; chemicals costing Kshs 3,389,400 and labour charges 
by independent spray service providers amounting Kshs 1,694,700.  Other costs go towards rent for 
stores, protective clothing, fuel etc. Increase in chemical credit has largely arisen from increased 
outreach (more trees). 

 


