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THANK YOU
      to our Donors!

AFAP would like to extend its heartfelt gratitude to our donors and partners for their financial support to our work. 
It is only because of their financial support that AFAP is able to create a daily impact on the lives of AGRISMES and 
smallholder farmers in changing lives, empowering families and transforming communities. You will read the 
stories of individuals, families and communities whose lives have been transformed. 

The social and economic impact has been captured in the Transforming Lives Publication. 

Our thanks to:
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Foreword by the CEO, Jason Scarpone

Welcome to this annual edition of Transforming Lives Stories 
featuring many of AFAP’s successful agribusiness and farmer 
partners. 

The last two years have been turbulent. In some ways, it 
is hard even to imagine a pre-COVID world. This edition 
includes stories from COVID response; the tropical cyclone 
Idai, one of the worst tropical cyclones on record to affect 
Africa; political change in  Malawi and Mozambique and the 
January dissolution of government Burkino Faso, droughts in 
Tanzania and Uganda, flooding, and food shortages. 

As we go to print, the effects of the novel coronavirus disease 
(COVID-19) are still creating repercussions worldwide. In 
Africa, the effects on agribusiness have been numerous and 
far-reaching, requiring AFAP and its partners to adapt and 
adapt fast. 

AFAP currently operates in 14 African countries, and while this 
edition only focuses on six of them, it’s clear that each country 
is experiencing COVID-19 in different ways. Some have 
experienced lockdowns, border closures, and restrictions on 
regional trade, all of which have affected fertilizer and seed 



Foreword by the CEO, Jason Scarpone

movement where they most need food production and survival. All are forced into a social-distancing approach, restricting 
people’s gatherings, isolating farmers from their communities and their suppliers. Even beyond lockdown, supply lines may 
be affected as countries hit “second waves” of infection across the continent.

Mindful of these challenges, AFAP has continues to roll out alternative options to educate our agrodealers and farmers 
through distance learning. Flexibility is vital, and, as such, our country managers remain focused on taking action based 
on the unique issues their respective territories require. We’re also offering remote support and training to SMEs, including 
agrodealers and community-based agents, as well as to smallholder farmers.

However, it is heartening to note that despite the challenges faced, we’re also able to share good-news stories of successful 
agribusiness and farmers empowered by easier access to seeds and fertilizers. 

As 2021 approaches, we will continue to adapt, grow and learn, always aiming to be an effective catalyst of agricultural 
productivity with smallholder farmers, governments, regional economic communities, and SMEs for a prosperous Africa.

We wish you a happy and productive 2021 and welcome any good-news stories and successes you would like to share 
with us. 

Thank you for your continued support.
 
Jason Scarpone
President and Chief Executive Officer – AFAP
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AFAP COVID-19 Impact 
Assessment on AGRISMES and 

Smallholder Farmers



Covid-19 Impact on the Fertilizer Value 
Chain in Sub Saharan Africa
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Data were collected from July to October 2020 by 
interviewing 240 agrodealers across the eight countries. 
The agrodealers were asked to report on inputs and 
services that their businesses provide to their farmer 
customers. Responses show that almost all of them were 
engaged in crop seeds, fertilizers, and crop protection 
products. 

The patterns are consistent across the eight countries 
and the four months over which data were collected 
showing that there is coherence to these core functions.   
Some agrodealers reported diversifying into extension 
services, mostly in Kenya, Mozambique, Zambia, Malawi, 
and Uganda.  A few agrodealers extended their core 
businesses into mechanization and farm equipment and 
implement supply services.  These patterns were reported 
in mostly in Zambia, Ghana, Uganda, Tanzania, and Kenya. 

There was much variability among countries and months 
for which data were reported. Only in Tanzania did 
agrodealers report diversifying their business portfolios 
to livestock products.  This suggests that extension, 
mechanization, and farm equipment and implement 
supply are more sensitive to shocks resulting from 
COVID-19 than the core services.   

Agrodealers were asked to indicate whether COVID-19 
had negative impact on the operations and performance 
of their business and access to distribution points using 
14 dimensions. The measures were (1) business premise 
is closed; (2) reduced sales; (3) reduced customer base; (4) 

inability to pay bills (rent, wages, credit); laid of employees; 
(6) reduced access to trade credit due to uncertainties; (7) 
inflation/interest rate fluctuations; (8) need to stockpile 
due to uncertainties; (9) inability to source products/
services for sale to customers; (10) lack of transport to 
deliver from supplier; (11) lack of transport to deliver to 
distribution points; (12) increased cost of transport to 
points of sale; (13) have had to close off business entirely; 
and (14) no negative impact. Based on the frequency of 
those responding yes to the questions, four factors out of 
the 14 were reported to have the most negative impact 
on business operations and performance:  reduced sales; 
reduced customer base;  reduced access to trade credit 
due to uncertainties; and increased cost of transport to 
points of sale. 

Reduced sales and reduced customer base are highly 
prevalent across all the countries during July and August, 
but these reduce over time during the months of 
September and October.  Reduced access to trade credit 
due to uncertainties and increased cost of transport to 
points of sale grow in relative importance over time.  This 
implies that short term policy interventions to mitigate the 
negative effects of COVID-19 need to focus on increasing 
effective demand for inputs and the share distribution of 
farm households with effective demand. 

Over time, policy interventions need to improve supply 
through increasing access to trade credit and reduced the 
cost of transport to points of sale. 

Micro level Data Collection and Analysis: Agrodealers in Ghana, Kenya, Malawi, 
Mozambique, Nigeria, Tanzania, Uganda, Zambia
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Coherence of Agricultural Inputs and services
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Microlevel data showing Impact on Business operations and performance
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Microlevel data showing Impact on Fertilizer Availability

1818



19



Impact on Fertilizer Prices at Agrodealer Level

Average Fertilizer price by country – USD/MT

Country Fertilizer July  
2020

August  
2020

September 
2020

October 
2020

Ghana

NPK 20-10-10;NPK 23-10-5+3s;NPK 11-22-21 (open market) 480  380 360
NPK 20-10-10;NPK 23-10-5+3s;NPK 11-22-21 (subsidy)  140 140  
Urea (open market) 420  320 320
Urea (subsidy)  140 140  

Kenya

DAP 560 560 560 560
NPK 17-17-17 380 560 520 500
NPK 23-23-0   560 580
CAN 400 420 400 420
Urea 480 480 480 520

Malawi

NPK 23-21-0+4S 580    
NPK 23-10-5+6S+1Zn  560 560 560
CAN 500 520 520  
Urea 500 500 500 500

Mozambique

DAP 380    
NPK 12-24-12 520 600 560 580
CAN 400    
Urea 460 580 540 560

Nigeria

NPK 15-15-15  340   
NPK 20-10-10  360 440 420
NPK 20-10-10 Presidential Fertilizer Initiative   280 260
Urea  360 460 460

Tanzania

DAP 520 540 540 540
NPK 17-17-17 600 560   
NPK 15-9-20+3.8S+1.8MgO+P.02Z n+0.02B+0.02Mn  560   
NPK 13-24-14+7.5S+2MgO    580
CAN 420 420 420 420
Urea 500 500   

Uganda

DAP 680 660 660 660
NPK 17-17-17 660 620  640
NPK 20-20-20  620   
CAN 620 600 560 560
Urea 600 600 600 600

Zambia

DAP     
NPK 10-20-10+6S  440 500 440
CAN  420 460  
Urea  440 480 440

2020



Data were collected at the macrolevel by tracking policy 
responses by governments to COVID-19. The data were 
collected by reviewing published and unpublished 
documents, reports and papers and  by interviewing 
government officials, representatives of fertilizer firms, 
industry trade associations, and farmer organizations and 
key informants. 

The policy responses by governments and interventions 
by nongovernment organizations related to the fertilizer 

subsector were analyzed to document impacts on 
operations at the port, domestic transport, borders and 
transit times, farmers’  access and availability of fertilizers, 
and retail prices. The  and making available actionable 
insights to public and private decision makers to inform 
decision making on fertilizer policy and regulatory 
interventions to mitigate the negative effects of the 
pandemic in the short, medium and long run.

Macro and fertilizer subsector level data collection and analysis: Government 
and Non-Governmental responses
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Impact Pathway framework for assessing COVID-19 impact and responses
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Fiscal and Monetary Responses

COVID-19  response plan and budget

Bu
ru

nd
i

Et
hi

op
ia

Ke
ny

a

M
al

aw
i

M
oz

am
bi

qu
e

Rw
an

da

So
ut

h 
Af

ric
a

Ta
nz

an
ia

U
ga

nd
a

Za
m

bi
a

Zi
m

ba
bw

e

G
ha

na

N
ig

er
ia

X X X X X X X X X X X X X

Fiscal: Review 2020 Gvt. Budget to increase spending on health, social 
assistance X X X X X X X X X X X X X

Fiscal: Tax relief , exemptions, deferring  payment, waiving interest on tax 
arrears  and  tax penalties X X X X X X X X X X

Fiscal : Subsidies to pay salaries, cash transfers to households, SMEs
X X X X X X X X

Fiscal:  Support FDI facilitate logistics and removal of taxes on raw 
materials X

Monetary: Reduce interest/policy rates: Bank repurchase rate, Prime 
overdraft rate, Other lending rates X X X X X X X X X X X

Monetary: Money supply; reduce cash reserve ratio
X X X X X X X X

Monetary: Credit facility, Extended lending, loan repayment, restructuring 
credit by financial institutions, liquidity injection X X X X X X X X X X

Monetary: Central and commercial banks reduce bank fees for electronic 
and mobile money transfers, increase daily transactions limit  and balance 
for mobile money

X X X X X X X

Monetary: open-market operations: sell/buy Gov. stock/Treasury bonds
X X

Trade: Border closures
X X X X X X X X X X X

Trade: Exchange rates and controls (remove minimum export prices)
X X X

Agricultural output marketing (Food relief, Gov. purchases for Strategic 
Grain Reserves, distribution from Strategic Grains Reserve  to vulnerable 
households) 

X X X X X X X X X X X X
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Government Responses

National Fertilizer  Subsidy Program Delay in 2020 procurement of fertilizers. 
Little to no impact on consumption

Ethiopian Agricultural Businesses  Corporation (EABC) tender for 2020/2021 for NP and urea 
(21%)

Gov. e-voucher subsidy

Gov. subsidy

Government credit line for  agriculture (SUSTTENTA) 

Smart Nkunganire System

Voucher subsidies 

TFRA BPS 

Gov. e-voucher subsidy

Gov. FISP

Gov. subsidy

Gov. subsidy  Planting for Food & Jobs

Gov. PFI

Burundi

Ethiopia

Kenya

Malawi

Mozambique

Rwanda

South Africa

Tanzania

Uganda

Zambia

Zimbabwe

Ghana

Nigeria
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Non-Government Responses

Yara donated 11,000mt of NPK fertilizers targeting 73,000 smallholder farmers

One Acre Fund awarded OCP and ETG to supply 10,000mt of CAN and 10,000mt of DAP

KTDA cancelled 2020 tender 

FAO tendered  8,200 mt of NPK, CAN and urea in response to the impact of COVID-19 

Smallholder Farmers Fertilizer Revolving Fund of Malawi (SFFRFM) 342,000 mt

Yara donated 100,000 bags  targeted to 94,000 farmers directly and 13,500 prisoners

FAO e-voucher pilot subsidy  in 6 districts10, 000 framers

Yara donated 1,700mt to 17,000 households

Rwanda Fertilizer Company (RFC) supporting smallholder farmers by facilitating them with at 
least 500mt of DAP fertilizers estimated to be used on 5,000ha

Foskor breakdown problems and increased COVID-19 infection reduce production

Russian supply MAP to overcome shortage

Gavilon shipping 25,000t granular urea from Sabic in KSA to Durban for loading around 7 to 11 
August 2020

One Acre Fund (OAF) tendered procurement of CAN and NPK 17-17-17 for distribution to farmers

Ministry of Agriculture through TFRA approved request by local firms to import fertilizers outside 
BPS (sold at indicative prices)

Yara distributed NPKs for free to 83,000 small holder farmers

Yara donated and distributed 2,500 mt NPK compound blend 23:10:5 + micronutrients to 25,000 
farmers

aBi Development Trust distributed 1,237.5 mt NPK 11:29:23 to 29,417 maize and bean small 
holder farmers

AFAP and African Green Resources (AGR) launched a $40 million joint venture, to boost access to 
finance amid the COVID-19 pandemic. Joint venture providing   farmers with credit packages for 
seed, fertilizer, and training.

One Acre Fund tender to ETG to supply 1,206t NPK compound D and 1,138t Urea.

Kenya

Malawi

Mozambique

Rwanda

South Africa

Tanzania

Uganda

Zambia
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Impacts of Policy Responses on fertilizer value chains 

Country Port Transport/border transit Access/Availability

Burundi Imports through Dar es Salaam 
and Mombasa ports

Normal operations. Increase 
in transport costs from port of 
Mombasa to Bujumbura from 
an average of $522 to $629.

Normal trading. Delayed in 
procurement expected to have 
little impact

Ethiopia Imports through Djibouti port. 
Normal operations delays in 
product movement. e.g. delays 
in fertilizer supply due to a 
delay in the delivery of fertilizer 
bags from India to the port; 
port laborers increased fees for 
loading and offloading goods, 
which slowed movement

Normal operations. Delays 
loading and slow among 
truck drivers affected timely 
transportation of fertilizers 
from port to 106 central stores. 
Transport costs increased (truck 
unavailability for local delivery) 

Distribution through the 
voucher system limited 
(restrictions on public 
gatherings). Some central 
stores are temporarily closed, 
and private owners refusing 
to rent out additional storage 
spaces due to fears COVID-19 
spreading. No expected 
shortages

Kenya Normal operations at Port of 
Mombasa

Normal operations movement 
of local and transit vehicle 
during non-curfew hours 
(except for essential goods). 
Significant delays at border 
crossing due to screening and 
testing of drivers, resulting in an 
increase in transport costs by 
logistic service providers.

Normal trading. Shortage of SSP 

Malawi Imports through Beira port Normal operations. Slight 
delays at border crossings 
(screening, reduced staff )

Normal trading: retails shops 
are operating in compliance 
with regulations due the 
COVID-19. No expected 
shortage
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Mozambique Normal operations, with 
restrictions in place on 
unloading loose bags less 
than 500kgs from 15 July to 
increase movement of cargo. 
Restriction in working hours, 
with increased congestion 
and demurrage. Mandatory 
screening of the ship crews. 
Rehabilitation of the port 
warehouses that were severely 
damaged by the cyclone 
Idai in 2019. Restriction at 
wharf (Shorter working hours, 
restrictions on discharging 
some product type)  causing 
minor delays

Movement of goods by 
duly accredited operators is 
permitted. CFM rehabilitating 
Beira/Machipanda railway 
to increase the capacity and 
improve the safety of traffic 
on the Beira corridor. Normal 
operations at border crossings 

Retail shops are operating in 
normal way from 7am to 5pm

No expected shortage

Rwanda Imports through Mombasa and 
Dar es Salaam ports

Normal operations. Normal 
movement of transit goods at 
the border

Normal trading.  
No expected shortage

South Africa Normal operations Normal operations slight delays 
at border crossings due to 
screening. Beitbridge Border 
Post reopened after temporary 
closure

Off season. Limited trading

No expected shortage

Tanzania Normal operations. Shipping 
lines urged to extend the 
demurrage free period by 
between 10 and 25 days on 
different destinations, giving 
Dar es Salaam port an edge over 
Mombasa port, Kenya

Normal operations Normal trading

No expected shortage

Country Port Transport/border transit Access/Availability
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Uganda Imports through Mombasa port Normal operations countrywide 
except in border districts. 
Normal movement at border 
crossing. However, significant 
delays experienced at the Busia 
border crossings, attributed to 
screening and testing of drivers. 

Normal trading between from 
9am to 2pm

No expected shortage

Zambia Imports through Beira and Dar 
es Salaam ports

Normal operations. Normal 
movement at border crossing 
with mandatory testing of 
drivers 

Normal trading. No expected 
shortages

Zimbabwe Imports through Beira and 
Durban ports 

Movement of goods allowed. 
Border crossing delays between 
Zimbabwe and South Africa 
because of health screening

Normal trading subject to 
National Social Safety and 
Health. Authority directives. No 
expected shortages.

Ghana  Tema & Takoradi Ports are 
currently operating with no 
delays under strict observance 
of COVID-19 preventive 
measures. No congestion and 
delay in vessel clearance at the 
ports.

Free movements of fertilizer and 
other agricultural inputs across 
the country with no restriction. 
Transit borders closed for 
human movements but cargoes 
containing essential and non-
essential goods are allowed in 
and out of the country.

Retail shops normal operations 
Enough fertilizer available in the 
market due to Planting for Food 
and Jobs Subsidy program

Nigeria Port operations continued as 
normal.  Temperature checks 
and screening by port health 
resulted in delays

Transport continued to operate 
normally during non-curfew 
hours subject to vehicles 
complying with requirements 
by the Federal Ministry of 
Transportation

During the peak of lockdown 
in different states, agrodealers 
reported that they did not have 
access to their shops. Following 
the easing of lockdown in 
September 2020 agrodealers 
began to operate and sell 
fertilizer because of rainy season

Insufficient raw materials for 
production in the country to 
meet demand. Few trucks to 
move raw materials to the 
blending plant for blending.  
High cost of transportation 
Shortages of NPK and urea.

Country Port Transport/border transit Access/Availability
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Measuring COVID-19’s Impact 
on the Fertilizer Sector in  
Sub-Saharan Africa
 
A joint press release from The African Fertilizer 
and Agribusiness Partnership, Development 
Gateway, AfricaFertilizer.org, International Fertilizer 
Development Center, and AFRIQOM.

August 6th, 2020, Johannesburg –  The COVID-19 Africa Fertilizer Watch Dashboard, 
covering 28 countries across sub-Saharan Africa was launched yesterday August 5th 
2020. This dashboard uses 11 indicators to track COVID-19 country-specific mitigation 
measures on the delivery and use of fertilizers to identify impacts on productivity 
and food security across the continent. The goal of this dashboard is to support 
development partners’ and the private sector’s efficient and effective responses 
to the evolving global health emergency, and ensure that sufficient quantities of 
appropriate fertilizers reach farmers in time for planting.

Sub-Saharan Africa (SSA) has the lowest fertilizer usage in the world – insufficient 
to replace soil nutrients lost every year to crop production. In addition, huge 
demographic shifts in SSA could have major impacts on food security. Combined 

In an effort to support food security, a new dashboard tracks 
country-specific mitigation measures, from economic responses 
to the availability of fertilizer stocks in 28 countries in sub-Saharan 
Africa. This is a joint press release from  The African Fertilizer and 
Agribusiness Partnership, Development Gateway, AfricaFertilizer.
org, International Fertilizer Development Center, and AFRIQOM.
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with new COVID-19 lockdown policies, understanding 
where and how barriers to distribution are impacting 
farmers is crucial for agricultural productivity.

The dashboard was developed through a partnership 
between the International Fertilizer Development Center’s 
(IFDC) AfricaFertilizer.org initiative, the African Fertilizer 
and Agribusiness Partnership (AFAP), Development 
Gateway, and AFRIQOM.

The fertilizer sector has been lucky that most ships were 
in the seas when COVID-19 hit so product was already 

moving for this growing season in Africa. But as lockdowns 
and other impacts continue, we will need to monitor 
these indicators; countries likely won’t feel the full impact 
until the next growing season.

 
The Dashboard

The COVID-19 Africa Fertilizer Watch Dashboard is publicly 
available online via https://africafertilizerwatch.org/. This 
dashboard uses 11 indicators such as price, availability, 
port operations, domestic transport, and government 
mitigation measures to track and visualize COVID-19’s 

Screenshot from the COVID-19 Africa Fertilizer Watch Dashboard
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impact on access and use of fertilizers across Africa. It also 
includes the impact of the COVID-19 pandemic on the 
population (overall and calculated trend over previous 
14 days); the government/public measures taken (health 
and economy); and fertilizer-specific measures and/or 
logistical issues affecting movement of fertilizers from 
ports to farms (ports, roads, borders, retail, stocks and 
sector-wide responses).

Data on COVID-19 cases comes from https://covid-api.
com/ , an API based on public data from the Center for 
Systems Science and Engineering (CSSE) at Johns Hopkins 
University. The data repository is updated daily, and its 
full list of data sources are detailed there. The COVID-19 
Africa Fertilizer Watch checks this system periodically for 
confirmed cases in each of the dashboard’s 28 supported 
countries, updating the “COVID-19 Trend” indicator 
as new data is available. More information about the 
methodology can be found on the COVID-19 Africa 
Fertilizer Watch website.

The project grew out of an existing partnership between 
AfricaFertilizer.org and Development Gateway, who have 
been working on the Visualizing Insights on Fertilizer 
for African Agriculture (VIFAA) program supported by 
the Bill & Melinda Gates Foundation. VIFAA is designed 
to holistically address the supply, demand, and use 
of fertilizer data at both country and regional levels 
through dashboards and visualization tools. As the 

COVID-19 pandemic evolved, VIFAA began building on 
the West Africa Fertilizer Watch and East & Southern Africa 
COVID-19 Fertilizer Watch bulletins developed by IFDC 
and supported by AFAP and AFRIQOM.

 
Partnerships

AfricaFertilizer.org (AFO) – the premier source for fertilizer 
statistics and information in Africa. It is hosted by IFDC 
and supported by several partners, key among them 
being the International Fertilizer Association (IFA), Argus 
Media, and Development Gateway via the VIFAA program. 
Since 2009, AFO has been collecting, processing, and 
publishing fertilizer production, trade, and consumption 
statistics for the main fertilizer markets in sub-Saharan 
Africa. AFO has an extensive network of fertilizer industry 
players in the main fertilizer trade corridors and maintains 
key information on the major producers, their production 
facilities and capacities, importers/suppliers, and various 
distribution channels.

 The African Fertilizer and Agribusiness Partnership (AFAP) – 
is an independent non-profit organization founded in 2012 
by a partnership of African development organizations. 
It was built on the work of the Comprehensive African 
Agriculture Development Program (CAADP), a framework 
for achieving ambitious agriculture development goals set 
in place by African nations and leaders. AFAP implements 
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sustainable development projects and advises public, 
private sector clients, NGOs, and donors on policies and 
market-driven business solutions in the agriculture inputs 
and agribusiness value chain. AFAP is a technical partner 
on the COVID-19 Africa Fertilizer Watch, conducting 
impact assessments of the pandemic on the Agrodealer 
business.

Development Gateway (DG) – provides data and digital 
solutions for international development. DG creates tools 
that help institutions collect and analyze information; 
strengthen institutional capability to use data; and 
explore what processes are needed to enable evidence-
based decisions. A mission-driven nonprofit since 2000 
with staff based in five global hubs and around the world, 
DG supports the use of data, technology, and evidence 
to create more effective, open, and engaging institutions. 
DG developed the dashboard for the COVID-19 Africa 
Fertilizer Watch, and is the lead implementer of the four-
year Visualizing Insights on Fertilizer for African Agriculture 
(VIFAA) program.

International Fertilizer Development Center (IFDC) – As 
an independent non-profit organization, IFDC works 
throughout Africa and Asia to increase soil fertility and 
develop inclusive market systems. Combining science-
backed innovations, an enabling policy environment, 
holistic market systems development, and strategic 

partnerships, the organization bridges the gap between 
identifying and scaling sustainable agricultural solutions, 
resulting in improved household food security and 
enriched family livelihoods around the world. Using 
an inclusive approach, IFDC employs locally driven 
solutions that are environmentally sound and impact 
oriented that bring change at local, regional, and national 
levels. IFDC implements the USAID-funded Bureau for 
Resilience and Food Security Feed the Future project on 
Soil Fertility Technology Adoption, Policy Reform, and 
Knowledge Management (RFS-SFT). The project bridges 
the gap between scientific research and technology 
dissemination to smallholder farmers. RFS-SFT conducts 
research with partners from universities, national and 
international research and development institutions, and 
the private sector.

AFRIQOM – is an independent privately held firm that 
provides market research, analytics, trading intelligence 
and consultancy studies with a focus on African fertilizer 
markets. By doing so, and being the leaders in the 
continent, AFRIQOM brings transparency to an opaque 
market to help and contribute to Africa Green Revolution 
motion. AFRIQOM has recently launched AFRIQEVENTS 
program, in partnership with major associations,  for 
conferences around the continent offering a novel 
platform to develop the fertilizer consumption rate in 
Africa.
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The objective of the Africa Fertilizer Map is to increase awareness on the appropriate use of 
fertilizers to increase farm productivity and transform agriculture. Africa faces several challenges 
and to achieve its  full potential growth needs to follow agronomic recommendations. The public 
and private sectors need to partner to transform the fertilizer value chain, work with farmers and 
provide access to finance.

www.Africafertilizermap.com is now live.

Africa Fertilizer Map



Africa’s agriculture transformation is key to ensure food 
security and the end of hunger and malnutrition to the 
continent, while increasing farmers productivity and 
providing agriculture sustainability. Lower than optimal 
fertilizer consumption, poor access to finance and slow 
adoption of new technologies and innovative business 
are some of the challenges that Africa is facing. More 
investments, improved knowledge and information, 
better availability of fertilizers and balanced plant 
nutrition, enhanced agronomic advice and cooperation 
with farmers are needed, as well as a holistic and joint 
intervention of the private and public sectors, to lead a 
cost-effective African Green Revolution.

The Africa Fertilizer Map portal aims to be a gateway 
to African fertilizer data. It displays imports/exports, 
manufacturing and blending plants and projects, 
consumption figures, as well as shares the various 
initiatives that are being deployed by a number of different 
players for the development of African agriculture.

The web and interactive site has been developed by 
Antonella Harrison, through her company Astrategia, in 
partnership with AfricanFertilizer.org (AFO), a major data 
provider of fertilizer statistics, hosted by the International 
Fertilizer Development Center (IFDC),  and with the 
participation and data sharing of International Fertilizer 
Association (IFA), African Plant Nutrition Institute (APNI),  
African Union (AUC), Alliance for a Green Revolution in 
Africa (AGRA) and United Nation Economic Commission 
for Africa (UNECA).

Today is the 100th anniversary of the formation of OCP 
Group of Morocco, a world leading phosphate provider. 
Its subsidiary, OCP Africa was created in 2016 to best serve 
the sustainable development of Africa’s agriculture and is 
the Platinum Sponsor of the portal, having supported the 
production of Africa Fertilizer Maps since 2018. OCP Africa 
provides fertilizer solutions customized to local conditions 
and crop needs, works with African governments, non-
profits and private enterprises to connect farmers to the 
agricultural services, knowledge, and resources they need 
in order to prosper.

The African Fertilizer Agribusiness Partnership (AFAP) 
is the silver sponsor of the Africa Fertilizer Map.  AFAP 
implements sustainable development projects and 
advises public, private sector clients, NGOs, and donors 
on policies and market-driven business solutions in the 
agriculture inputs and agribusiness value chain.

The Africa Fertilizer Map is sponsored by
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Voice of the Community - The 
Impact of COVID-19 on the 

Agricultural Supply Chain of 
Smallholder Farmers





Burkina Faso 



COVID-19 Impact – 
effects on livelihoods in 
Burkina Faso
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The coronavirus COVID-19 pandemic has become the defining 
global health crisis in 2020. It has also greatly affected African 
lives, with particular effects felt in terms of agricultural inputs 
delivery, production systems, food security and agricultural 
livelihoods. For a country that has overcome many challenges, 
COVID-19 has just exacerbated weaknesses that were already 
threatening the economic stability of Burkina Faso. This, in 
turn, will make it more difficult for people to earn a living in 
the country.

In early March 2020, the first cases of the infection were reported in 
Ouagadougou, the capital of Burkina Faso in West Africa. This led to a hike 
in prices of the recommended alcohol-based hand wash, sanitizers and face 
masks. A fortnight from the first incidence and death, other incidences were 
recorded in various locations of Ouagadougou.

The government of Burkina Faso imposed restrictions: a 7 p.m. to 5 a.m. 
curfew; the closure of airport, borders, schools, restaurants, churches and 
mosques; and a quarantine of affected areas, to curb the spread of the 
virus. Through local radio and television stations, in local languages and in 
French, the government launched prevention and knowledge campaigns 
for its citizens. It is no longer business as usual; the restrictions imposed have 
greatly affected the various sectors in the country.

Movement of fresh produce: the restrictions imposed have caused delays 
in the delivery of fresh produce to various target markets. Opportunities 
exist to supply the Ivorian, Togolese, Beninese and Ghanaian markets with 
vegetables, especially tomatoes, but the costs of transport have increased; 
delivery trucks are stranded in the markets because of the timing of their 
travel. Unfortunately, fresh produce is perishable, thus high financial 
losses have been incurred and products lost. The government’s actions of 
surveillance and control have regulated the prices for cereals and legumes 
(maize, sorghum rice, millet, peanuts and cowpeas), leading to no major 
change. However, the loss of crops has discouraged farmers and inhibited 
their willingness to invest in agricultural inputs.
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Indefinite lockdown strategies and duration: the 
restricted movement is causing anxiety due to the fact 
that many economic and social activities cannot go on as 
usual. No congregating in houses of worship and open-
air markets is allowed. Generally Africans are social beings, 
thus the one-meter-distance rule is rather baffling to 
them.

Impact on the agricultural inputs: with the borders’ 
closure, importation of goods from China has decreased 
greatly. The AgroSMEs in Burkina Faso who had placed 
orders for agricultural inputs could no longer receive 
them. Despite looking to countries like Turkey and Russia, 
the borders being closed still affected delivery. Costs 
of storage at the port also increased because of the 
restriction in movement, which necessitates that goods 
are stored for longer periods. This has also caused scarcity 

in the country at the local level. In the rural areas during 
the planting season, for example, vegetable seeds in 
production areas like Banfora located around 500 km from 
Ouagadougou, are scarce.

Impact of livestock trade: Burkina Faso is amongst 
the Sahelian countries dealing in large-scale livestock 
production. Livestock production is a major income 
generator for communities and the government. 
Closure of the livestock markets and borders has led to 
a reduction in income. The country is unable to export to 
its major market in Côte d’Ivoire. Moreover, the income 
usually generated from the livestock trade would mainly 
have been used by the locals for other investments like 
agricultural inputs and outputs, health and education.

Public-private sector collaboration: to support rural 
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activities, the government has provided an agricultural 
inputs subsidy worth 30 billion CFA. An agreement 
has also been made with the Burkina Faso central bank 
and national banking institutions, to allow for a deferral 
of payments on claims for a period of three months, 
renewable once.

Campaigns launched to create awareness of the effects 
of the virus, offer measures for prevention and share 
knowledge were vital in terms of attempting to control 
this pandemic.

 
Situation in Barry Agrochem’s shop

Despite the availabity of agricultural input (herbicides, 
fertilizers) and sprayers, there are no clients even if it’s the 

period for farmers to prepare the planting season.

The Bobo-Dioulasso region is the largest fruit producer 
in Burkina Faso. Mangoes are sold in Ouagadougou and 
other parts of the country and also in Niger. Restricting 
traffic and closing borders will limit the flow of fruit, which 
will cause loss of money for farmers and traders.

The vegetables that can still be exported to Côte d’Ivoire 
are cabbage. But because of the high transportation costs, 
its purchase price from farmers has dropped.

With the closure of the Bobo-Dioulasso cattle market and 
also the closure of the borders and the railroad, the export 
of livestock to Côte d’Ivoire is stopped. Traders are obliged 
to maintain their animals to avoid mortality.
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Private-sector-led 
interventions and 
increased productivity 
in Burkina Faso 

Challenge 

Poor soil fertility, access to quality inputs (seeds, 
fertilizers and pesticides), climate change, poor 
knowledge of Good Agricultural Practices (GAPs) and 
poor access to loan facilities are the main challenges 
facing the agricultural sector currently in Burkina Faso. 
Over the years, these challenges have affected farmer 
productivity and had an impact on the possible gains 
the country could have made through the entire 
agriculture value chain. Crop fertilization is the main 
solution to face low soil fertility. But the fertilizers 
available on the markets are not all good quality. 

Furthermore, farmers don’t use them in the correct 
quantities at the right time during crop development. 
Frequently, also, farmers are not used to using fertilizers 
for certain crops such as sorghum and millet, and as a 
result have a low yield. The demonstration activities are 
an opportunity for the Hub Agrodealers to show the 
farmers that by using good fertilizers at the right stage 
of the crops’ development, they will have better yields 
of the main cereals that could provide food security in 
Burkina Faso.

        Thanks for the great results we are getting from the Missari 
variety of millet on our demo plots. This is going to give life to millet 
farming in the Mouhoun region henceforth. Farming of millet has 
been on the low for some time now as result of poor yields. Millet 
is a major crop produced here and it provides a lot of income to 
farmers.

Adama Zorome, general manager of EZAF Agrochem, Dedougou
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Lead farmers undergoing practical demonstration plot establishment and Good Agricultural Practices training in Po.
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Initiative 

Currently, AFAP, in collaboration with Yara (an agriculture 
input supply company), is supporting seven Hub 
Agrodealers through demonstration field activities to 
address issues relating to soil fertility, use of improved 
varieties and plant spacing. Two protocols of fertilization 
(Yara protocol and farmer-practices protocol) are used on 
the following crops: maize, rice, sorghum and millet. AFAP 
supported each of the seven selected Hub Agrodealers 
with USD2000 with Yara supporting with fertilizers and 
some panels. With the monetary support from the project, 
each Agrodealer was to: purchase seeds, equipment and 

sign boards, hire manpower and organize guided tours 
for farmers. Hub Agrodealers chose easily reachable 
demonstration sites where they or their retailers could 
also sell their agricultural inputs. Hub Agrodealers were 
also tasked to engage a technical staff to be in charge of 
collecting the farm data to assist the farmer leader with all 
aspects of caring for the demonstration plots, including: 
applying fertilizer, pest control and caring for the crops 
themselves.

The demonstration plots used two methods of farming. 
The first was the traditional method using the local 
varieties and the farmer-practices protocol. The second 

Some bags of YaraMila Activa shown during a farmers’ guided tour in Samendeni by Semence Modene
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showed the modern method using the improved 
varieties, the Yara protocol and correct spacing between 
plants. This was to test in practice, rather than in theory, 
which method enhanced crop development and was the 
most effective to adopt. 

Guided tours are organized for farmers, farmer groups 
and government agricultural services to show them 
the impact of each of the protocols on the crop 
development and yield. According to the national policy 
for rural community’s development actions support and 
for a better view of the demonstration activities, the 
administrative and traditional authorities are also invited 

to the guided tours. The guided tours are covered by local 
and national media (radio and television).

Key result/insight/interesting fact 

Although the demonstration field activities are ongoing, 
it is encouraging to note some interesting outcomes so 
far:

• The maize hybrid varieties (Bondofa and Komsaya) have 
better development (in terms of quicker emergence 
and better resistance to diseases and distress) and bear 
more fruits than the local or OPV varieties for the two 
protocols.

• For maize, rice and sorghum, plant development is also 
better with Yara protocol than with farmer-practices 
protocol.

• There are more tillers of rice, millet and sorghum with 
the Yara protocol as compared to the farmer-practices 
protocol.

• In comparison to the neighboring farms, plants on the 
demonstration plots are definitely better for all four 
cereals. 

• By testing the planting spaces, there is better land use 
by the crops and also better crop development and 
fructification.

Recommendations

• The use of hybrid varieties of maize must be promoted, 
however making them available and accessible to 
farmers is crucial to achieve the desired impact.

• Farmers need to be trained on good agricultural 
practices and need to be sensitized to the fact that 
farming needs to be treated as a business. 

        The concept of demo activities are very new 
to me and I’m very happy to have experienced 
it through this intervention. The farmers are 
all amazed to see the good development of 
the sorghum plants on the demo plots. They 
have begun asking me about the seeds and the 
fertilizers I used. I’m certain that I’ll earn a lot of 
money next year because sorghum is a major 
crop in my community as it’s used for daily meals 
and for our local beer.

Babou Bationo, farmer leader and retailer of 

Etablissement Ouedraogo Thomas et Frères, 

Village of Kyon
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• Business-to-business linkages between Hub 
Agrodealers and Yara need to be established in order to 
engage in the sale of their agricultural inputs especially 
the fertilizers (YaraMila Activa and YaraVera Amidas) 
since these were used during the demonstration field 
activities and showed better production results.

Impact 

The demonstrations field activities have served as one 
of the most effective educational tools on farming 
techniques to improve productivity. AFAP, through 
its collaborative efforts with Yara, has been able to 
communicate the advantages of fertilizer use and good 
agricultural practices for farmers. Having seen the benefits 
of using the fertilizers and the Yara protocol over the 
conventional NPK 14-23-14 and urea, farmers have been 
encouraged to enquire about the prices of these fertilizers 
and their availability. They also have shown interest in 
improving their plant spacing. 

Furthermore, interest in the purchase of the hybrid 
varieties since the demonstration farm activities have 
showcased quality, uniformity, and resistance to disease 
and distress. 

Here is a practical example shared by one of the beneficiary 
Hub Agrodealers:

“In the Mouhoun region, millet is one of the major cereals 
cultivated by farmers, however over a few years now its 
production keeps decreasing because of poor yield (300kg/
ha) from the local variety. I had an improved variety (Missari) 
stocked in my shop but nobody asked about it because they 
were used to the local variety. After planting the improved 
variety on the demo plot, most of the farmers were very 
happy to see how well it had developed and I am certain they 
will buy more of the improved millet variety for the upcoming 
cropping season”. 

In villages where the rain-fed rice has been implemented 
for the demos, the farmers were amazed with the results. 
Most of the farmers were used to growing rice on 
water lands. The highland variety (FK 45-N) used in the 
demonstration activities creates an opportunity for rice 
farming, especially where farmers do not have access to 
wet lands.

Although the demonstrations require considerable 
amounts of time and effort, the payback is when farmers 
and Hub Agrodealers are ready to adopt the practices 
they have witnessed thereby revolutionizing agriculture 
in the country.

Lessons Learned 

To ensure continuity and sustainability in every project, 
learning needs to be as practicable as possible. Using 
demonstration fields was one of the surest ways to 
convince farmers to change their old production 
techniques and technologies and adopt to modern 
ones, including using improved seeds and fertilizers to 
better their yields. Engaging the Government Agricultural 
Services Department was most useful as they were in 
a better position to provide technical support for Hub 
Agrodealers and famers under their jurisdiction. They 
reiterated the need for the department to be invited to 
more of such engagements to broaden staff members’ 
scope of knowledge and build their capacities to improve 
agriculture production. The idea of plant spacing was 
a new technique to most of the farmers and, when 
demonstrated in practice on the field, convinced many 
farmers that this was a good method to adopt.

Though the demonstration activities might be new for the 
Agrodealers, they’ve been shown to offer opportunities 
for business growth, since they awaken an increased 
demand from farmers for agricultural inputs.
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Difficulties/ challenges

• Most of the demonstration sites are far from the main 
roads and inaccessible after the rains.

• A great challenge was to invite farmers and the 
government agricultural service to the guided tours.

• The guided tours happened when farmers were very 
busy with their own agricultural activities and for this 
reason, they were not available.

• For most of the Agrodealers the demos were a new and 
untested activity and they were seen to be a diversion 
from their main focus: to sell their products to increase 
revenues during the planting season. 

A view of participants during a farmers’ guided tour in Samendeni by Semence Modene

        I have engaged in maize production since I started 
farming. I’ve gained new experience with the maize 
planting (75 cm between rows and 20 cm between 
plants) and the Yara protocol for fertilization. The 
plants have better development than what we used to 
grow maize. Many farmers are very impressed and say 
they will convert to this new way of farming.

Sayouba Ouedraogo, farmer leader in Samendeni, 

Semence Moderne
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Recommendations to improve the 
demonstration activities

The Agrodealers must be advised to implement their 
demonstration sites near a main road, accessible during  
the entire rainy season. This will encourage more people 
to visit and learn from the site. 

Agrodealers used their relationships in the communities to 
involve the traditional and administrative authorities with 
regard to the guided tours. The events were sometimes 
announced on local radio to inform the farmers. This 
assisted in gaining attendance from the government 
agricultural services and farmers.

Agrodealers kept in touch and shared information by 
telephone and on WhatsApp. This sparked their interest 
to the demonstration activities.

         Demo activities are very important to educate 
farmers to improve their farming methods by buying 
good fertilizers and seeds. I’m aware that there a few 
challenges, but I think because it’s the beginning. We 
will improve with time and get more committed. A lot 
of farmers have started asking about the fertilizers 
and seeds we used and we believe this will increase the 
demand of these inputs.

Yamine Jean Marie Tangongosse, general manager of 

ETW Agri Invest, president of AGRODIA

Partners and/or donors who supported the work:
Yara International 

Contact person
Nana-Aisha Mohammed 
West Africa Project Implementation Lead 
nmohammed@afap-partnership.org 



The General Manager of ETW Agri invest explaining the demo activities to the administrative authorities during a farmers’ guided tour in Po
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Impact of COVID-19 on agriculture in Ghana 
on AFAP’s activities

The number of confirmed COVID-19 cases in Ghana has 
escalated to 566 as of Tuesday, 11th April 2020: four have 
been treated, discharged and tested negative, 552 cases 
have been categorized as mild forms of the disease, two 
were regarded as moderate to severe cases and eight 
deaths have occurred. According to the Ghana Health 
Service (GHS), the regions in the country that have 
reported cases are Greater Accra, Ashanti, Central, Eastern, 
Western, Volta, Northern, North East, Upper East, and 
Upper West.

Given that Ghana is largely an import-driven economy, 
the persistence of COVID-19 is likely to have a substantial 
adverse effect on the country’s international trade 
and reserves. While it is obvious that the revenue the 
country would have made from export would cease until 
restrictions on border closure are halted, it is also glaringly 
obvious that Ghana should be ready for some declining 
economic growth and subsequently high unemployment 

if the COVID-19 situation persists longer than anticipated.

In light of current developments, the government of 
Ghana estimates a slump in projected GDP growth for 
2020 at 2.6 per cent, which is significantly lower than the 
budgeted GDP growth of 6.8 per cent for the year. Also, 
additional borrowing and related expenses that will be 
incurred are likely to increase the country’s debt risk. The 
unplanned increase in expenditure, particularly in the 
health sector, could adversely impact the fiscal deficit. 
Government estimates that events unfolding as a result 
of COVID-19, even with some mitigating measures, will 
result in a deficit of 6.6 per cent of a revised GDP, which 
is higher than the de facto fiscal rule of five per cent 
established by the Fiscal Responsibility Law. (Economic 
Impact of the COVID-19 Pandemic on the Economy of 
Ghana – Summary of Fiscal Measures and Deloitte views).

In its attempt to curb the spread of the disease, the 

Since the first recorded case of COVID-19 in China in November 2019 and its spread to over 199 
countries as of March 2020, it became very clear that a further outbreak of this pandemic to other 
countries would be disastrous. This is not just due to the potential loss of life but also to the greater 
risk to people’s livelihoods. COVID-19 has since ceased to be a national issue and has rapidly grown 
to be a global plague. The major effect of this is on both the supply and demand for food. Should 
the pandemic intensify and countries continue to close their borders in their quest to curb the 
spread of the disease, the global food supply chain will be affected.
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government of Ghana has imposed a number of 
measures, which include but are not limited to: banning 
all social gatherings; the closure of schools, colleges 
and universities; and the imposition of restrictions on 
peoples’ movements in a partial lockdown. Although 
necessary, should these impositions continue, they will 
adversely affect major sectors of the economy, especially 
the agricultural and agribusiness sector. Disruptions in 
transportation will occur, the supply chain in agriculture 
will be hampered and the demand for agricultural and 
agribusiness activities lowered. These disruptions will 
slow down growth in agriculture and agribusiness in the 
country. Also, should there be a total lockdown of the 
country, these disruptions are likely to limit farmers’ access 
to inputs, such as seeds, fertilizers and insecticides, and 
also restrict access to markets. In addition, uncertainty 
and fear could have a negative impact on planting 
decisions, while as mentioned earlier, a reduction in the 
volume of the main agricultural exports is also expected. 
A general shortage in food supply is anticipated if the 
pandemic intensifies and, in turn, this could lead to 
inflation in food prices, especially grains (such as rice, 
beans, millet, sorghum, etc.), poultry, vegetables and 
other commodities.

Currently, in response to the lockdown, there has been 
lots of panic buying among the Ghanaian people and 
this act could perhaps be linked to the sudden increase 
in food prices and hikes in food hoarding over the past 
few weeks.

AFAP has had a positive impact on the lives of farmers 
especially in the northern part of Ghana. Over the years, 
AFAP has been involved in a number of activities in Ghana, 
such as capacity building, market linkages, the provision 
of technical support, engagement with both public- 
and private agriculture entities and interaction with 
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various stakeholders along the agricultural value chain. 
Through AGRA’s Smallholder Inclusive, Productivity and 
Market Access (SIPMA) project, AFAP has assisted farmers 
within the project-implementing regions with access to 
subsidized fertilizer and seeds (under the planting for 
food and jobs policy). It has also offered access to other 
farm inputs so as to increase yields and consequently 
improve the lives of smallholder farmers in Ghana. AFAP’s 
component of the project includes, but is not limited to, 
capacity building and training farmers and other selected 
community champions known as Community Based 
Advisors (CBAs). They offer training on fertilizer and seed 
handling, entrepreneurial skills, book- and record keeping 
and pesticide application. Following on from these 
aforementioned modules, monitoring visits have also 
been carried out and great results were recorded – with 
farmers and CBAs reporting improved yields, increased 
revenue and the overall wellbeing of those involved.

For the most part, AFAP has achieved these marvelous 
results through field activities that include: on-site training 
and coaching, on-site interactions and monitoring visits.

Nevertheless, AFAP has also adopted various technological 
means of accessing and engaging its partners and staff. 
Partners and beneficiaries who do not have access to 
technology (such as a telephone or computer) are engaged 
and reached through their selected representatives, the 
CBAs. All actions that necessitate face-to-face meetings 
have also been postponed until the lockdown is over.

Should this pandemic continue beyond what has been 
anticipated, smallholder farmers who constitute the 
majority of the agricultural sector and who also have little 
or no access to inputs or logistics to maneuver smoothly, 
especially during this pandemic, will be affected. As such, 
AFAP, just like all other organizations, is hoping to see the 
swift end of this global pandemic.
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As the virus continues spread throughout the country, 
various sectors of the economy such as agriculture, 
services and industry have been affected. Farmers, retailers 
and processors along the agricultural value chain have 
also been negatively affected.  Social distancing, partial 
lockdown and a restriction on movements have resulted 
in the closure of some market centres throughout the 
country. Some of the impacts of the pandemic may not 
be fully realised currently but the trends show that the 
agricultural sector will be adversely affected in the near 
future. Field monitoring and interactions with farmers 
and AgriSMEs, indicate that should there not be strategic 
investments in, and targeted support for, the agriculture 
sector, there will be a shortfall in food production, which 
will threaten the country’s food security.  The food-
processing sector will also be affected; the implication is a 
reduction in the economic power and living standards of 

these farmers and AgriSMEs in the country. Additionally, 
accessing labour for the production, processing and 
transportation of food products is vital to the food, 
beverage and agricultural industry’s ability to maintain an 
adequate food supply for Ghana. Although no significant 
labour shortages have been reported to date as a result 
of COVID-19, this may well change in the near future as 
migrants who initially travelled to city centre for jobs might 
be forced to move back to their villages and families.

According to Maximo Torero Cullen, chief economist at the 
United Nations Food and Agriculture Organization (FAO), 
“a protracted pandemic crisis could quickly put a strain 
on the food supply chains, a complex web of interactions 
involving farmers, agricultural inputs, processing plants, 
shipping, retailers and more”.

Impacts of COVID-19 along 
the agricultural value chain in 
Ghana

The global pandemic, COVID-19 has become a household name with countries in all parts of the 
world recording increasing cases of the virus. The current confirmed cases in Ghana as at 17th 
May 2020 have risen to 5,735 with the percentage of males infected being 62% and percentage of 
females being 38% (https://www.ghanahealthservice.org/covid19/). Out of the 16 regions in Ghana, 
13 regions have people testing positive while the rest of the three regions, Bono East, Savannah 
and Ahafo are all yet to report any case. It is not surprising that as Ghana continues to record more 
cases of COVID-19 in the short term, it will need to prepare itself challenges over the long term as 
well.
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Impact on production

Over the past years, climate change and a concomitant 
irregular rainfall pattern has been one of the major 
stumbling blocks preventing farmers from achieving 
high yields. Farmers, and especially smallholder farmers 
who do not have access to irrigation and mechanised 
farming techniques, have been battling with low yields 
due to this dwindling rainfall pattern. They are therefore 
unable to predict the right time to plant their crops. 
As Ghana continues to confirm more COVID-19 cases, 
Government might be compelled to put in place stricter 
measures beyond social distancing, such as a complete 
lockdown and a restriction on movements.

Consequently, over the short term, agricultural 
production might typically be constrained by declining 
demand due to these preventative measures, which, in 
turn, could lead to increased unemployment and loss of 
income. Also, over the medium-to-long term, access to 
key inputs such as seeds, fertilizers and pesticides and 
rural credit might equally become a limiting factor.

Without doubt, smallholder farmers will be facing 
additional woes; not only the inconsistent rainfall 
pattern, but also the indirect consequences of COVID-19, 
such as the reduction in markets for their produce, an 
absence of labour, and the lack of available agro-inputs 
and extension services.

This means that farmers might not have access to the 
inputs required during the planting seasons and, in 
instances where these inputs are available, they might 
not necessarily be available when needed. For example, 
a total lockdown will result in the closure of input shops. 
Therefore, a maize farmer who requires fertilizer and 
other inputs for his crops at a particular time, might not 



have access to them. As a result he will not be able to 
apply the needed fertilizer to his crops at the correct time.

In the rural areas of Ghana, farmers usually transport their 
produce to small and large markets to sell and, in turn, 
purchase other essential items such as salt, milk and soap 
with the monies made from their sale. Market closures and 
a total lockdown mean that farmers will not be able to 
take their produce to market. While some of the produce, 
such as maize and beans, can be stored for future sale, 
other produce, such as tomatoes and mangos, might not 
necessarily be able to withstand being stored locally for 
a long period of time. These challenges are coupled with 
the fact that some farmers do not have access to storage 
facilities at all. If they do, they may not have enough space 
to store their entire yields, a reality which would compel 
them sell their produce at any available price. The end 
result of this is the adverse effect on the profits and thus 
the living standards of smallholder farmers. While the 
impact is currently minor, should the pandemic remain 
for a while, its negative impact on the yields of small 
holder farmers will be catastrophic.

Impact on access to inputs and input 
distribution

Another important aspect of the agricultural value chain 
is retailing, which includes agricultural-produce retailing 
and inputs retailing. Agro-inputs such as seeds, fertilizers, 
weedicides, pesticides and other inputs are basic essentials 
for every farmer especially smallholder farmers. Over the 
past year, government, public and private organizations 
such as AFAP have encouraged farmers to adopt modern 
farming methods such as the use of improved seeds, good 
agricultural practices and the right fertilizer application in 
order to boost their yields and subsequently improve their 
standard of living through increased output. While the 

adoption by farmers has been relatively low, there is no 
doubt that farmers who have adopted these techniques 
have seen massive improvements in their yields (AFAP – 
SIPMA monitoring report). Linked to this phenomenon, 
agro-input retailers, also recorded high sales as farmers 
have increased their purchases of such inputs (AFAP 
– SIPMA monitoring report). This impact is cyclical: as 
farmers adopt new practices such as those mentioned 
to increase their yields and food supplies to markets and 
the country in totality, they directly create jobs for input 
retailers; who then create more demand from farmers.

However, with the outbreak of this pandemic, this 
revolving effect is likely to be hindered. Closure of markets, 
partial or complete lockdown and social distancing will 
almost certainly present a stumbling block to this. In 
Ghana, most of these rural farmers produce to feed both 
the local markets and national market and, in some cases, 
the international market. While some buyers move to the 
villages to collect and purchase the produce from the 
farmers, the majority of farmers, due to their location, 
poor road networks and transportation challenges, have 
to transport their own produce to the markets to sell. 
These farmers will be greatly affected by market closure 
and other restrictions. Also, buyers and middlemen who, 
all things being equal would have travelled to the villages 
to purchase produce, would not be able to do so. As 
farmers are compelled to stay at home rather than farm, 
they, in turn, will not be able to purchase inputs from 
agro-input retailers.

Impact on agroprocessing and 
Industry

Over the past years in Ghana, farmers have been 
encouraged to add value to their produce in order to 
reduce spoilage, increase food security in the country, 

59



improve farmers’ standards of living, and also increase employment. Laudable as it may seem, it has not been 
fully adopted by smallholder farmers, the majority of whom prefer to sell the raw produce to retailers rather 
than add value to it. For example in the rural areas of Ghana, most cassava growers would rather grow their 
produce and sell it to retailers or allow it to rot on their farmlands than add value to it by turning the cassava 
into chips or “gari”.

The effect of COVID-19 on agriculture, might equally affect food processors who may not be able to access 
the raw materials needed for production. It is estimated that the constant demand, yet reduced supply of raw 
materials will automatically cause an increase in prices of goods i.e. food. Food processors might lay off their 
workers in order to reduce their production costs and small-scale processors might end up shutting completely.

Inevitably, a rise in urban unemployment could lead to workers emigrating to rural areas. Farmers who are 
usually encouraged to mechanise their agricultural practices in order to boost productivity will rather prefer 
employing cheap emigrating labour from the urban areas. This may drastically impact on technology adoption 
among rural farmers and possibly agricultural productivity.

As the number of COVID-19 cases keeps increasing, the continuous functioning of the food supply chain in the 
country is key. As such, there is a need to put strategies in place to safeguard the economy against a possible 
food crisis.

Access to market and impact on food pricing

Most markets throughout the country still remain closed or are compelled to practice social distancing. Traders 
are currently given tags indicating the days they are supposed to sell at the markets. While decongestion of the 
markets is necessary to curb the spread of the virus, these measures are, however, affecting the prices of most 
food items. Decongestion and market closures have led to a shortage of some food items in some areas and as 
the law of supply and demand dictates, with constant and unchanging demand for a limited supply, prices of 
goods will increase in response.

Despite the fact that it is still too early to determine the overall impact of the pandemic on food prices, interactions 
and field visits indicate that there have been increases in prices on some food items and agricultural inputs. 
These were largely associated with the shortage of such items as a result of the strict measures put in place 
by Government. For instance, farmers in the Bono region of Ghana lamented about how they had difficulties 
accessing inputs for their farms, and in such instances that inputs were available, they had to purchase them 
at higher prices.
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Malawi



Empowering Women 
Agrodealers:

Tiwonge Investments now 
supplying the Affordable 
Inputs Program (AIP) 

Well-stocked shop in readiness for the 2020/21

AFAP Malawi has positioned itself as 
a supporter of gender equality in the 
development of hub agro-dealers in 
the country. As such, AFAP Malawi 
has been encouraging women 
agro-dealers in their endeavours to 
grow their businesses successfully. 
One such woman who has achieved 
exactly this is Mrs Rose Kalua. 
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Rose Kalua is the founder and managing director of 
Tiwonge Investments in the northern part of Malawi. She 
holds a diploma in agriculture, which she obtained from 
the Bunda College of Agriculture in 1984. Kalua opened 
her company 15 years ago, originally starting by selling 
small quantities of seed on consignment basis. Today 
Rose has three permanent sales outlets in Mzuzu (her 
main outlet), Nkhata-Bay Boma and Karonga and opens 
seasonal outlets in all these districts including Rumphi 
District depending on demand.  

Over the years Kalua has managed to achieve impressive 
growth rates for her business. Prior to becoming a hub in 
the 2018-2019 season, she sold 15mts of fertilizer. However 
in the 2019/20 season, the tonnage has increased to 
an impressive 683.7mts. Kalua also sells agrochemicals 
and vegetable seeds, and she is also involved in output 
marketing. She buys commodity surplus from farmers 
and sells it to agro food processors including, among 
others, the Export Trading Group and Central Poultry 

Feeds. She also 
processes some 
of the maize from 
her three maize 
mills and sells it as 
corn flour. Kalua 
has warehouses 
in various districts 
for storage 
purposes. Her 
pick-up truck is 
another asset 
as it moves 
products to and 
from farmers. As 
such, Kalua can 
offer excellent 

performance in both of her business lines. 

Over the years Kalua has created strong and reliable 
relationships with her customers, which includes 
cooperatives such as Tasanganapo, Engucwini and 
Vangalala in Mzimba District. Her management team 
is committed to growing the business by providing 
excellent customer service. 

Recently Kalua won a bid to supply fertilizer to the 
Affordable Input Program (AIP), which has replaced 
the Government Fertilizer Input Subsidy Program 
(FISP). Previously agro-dealers have complained that 
participating in the program only allowed them to sell 
seed. This meant that they were unable to act as a “one-
stop shop” for farmers, who would also need to buy other 
inputs. Tiwonge Investments’ participation in this year’s AIP 
is ground breaking achievement for an agro-dealership in 
Malawi. Kalua has already begun work on the program 
by attending several briefing meetings on how to meet 
the AIP’s standards when conducting business. This year’s 
program has modernised and is now making use of an 
e-system. This means that beneficiaries will not be issued 
coupons but instead will use their identity cards, which 
will be scanned using smart phones. Each supplier has 
been allocated a specific area in which to operate. For 
example, Tiwonge Investments will supply the inputs for 
AIP in Mzimba District in the Mbalachanda and Malidade 
Extension Planning Areas (EPAs). 

Reflecting on this achievement, Rose Kalua has offered 
the following commentary: 

       I would like to thank AFAP for facilitating and 
encouraging me to apply and indeed I have been picked 
to be one of the suppliers in the Mzimba District.

   

Managing Director, 
Tiwonge Investment
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Information and Communication Tools 
(ICT), a solution amidst the pandemic:

The Case of Chikwendeni General Dealers

Unsurprisingly, businesses have not been the same since 
the start of the COVID-19 pandemic. Many businesses 
have been affected and hub agrodealers are no exception. 
The effects of lockdown and the resultant restriction of 
movement by government have been highly detrimental. 
Said Edgar Lutepo of Chikwendeni General Dealers, 
“Most farmers stopped patronizing our shops; the news 
of lockdown meant people would only move to access 
essential services, which most people regarded health 
services to be, considering agriculture to be non-essential 
service. There were a lot of misconceptions about 
COVID-19 and these have had a severe impact on our 
operations.” 

Despite this negative impact, Chikwendeni came up 
with some ways to assist his farmers through the use of 
ICT tools. This enabled Chikwendeni to continue to do 
business but by serving customers with less physical 
contact. This strategy involved using basic digital 
extension service delivery, e-marketing and e-payments. 
So how do these work?

• Basic digital extension service delivery
- Involves the use of:
- USSD short codes via mobile network providers to 

send with Good Agricultures Practice messages.

- Community radios for both extension and 
marketing

- WhatsApp groups for both extension and 
marketing

- Customer services via phone.

• E-marketing
 Involves the use of:

- Social media marketing (WhatsApp)
- Marketing jingles posted on Chikwendeni business 

WhatsApp group.

• E-payments 
 Online sales can be transacted via various mobile-

money platforms.

 With the implementation of these ICT tools, Chikwendeni 
General Dealers is moving slowly away from a more 
traditional way of doing business. And since most young 
farmers prefer cashless transactions, Chikwendeni has 
since adopted these for payments. Lutepo believes that 
his newly engaged ICT tools have helped him conduct 
business and better serve his customers despite the 
pressures of a destructive pandemic. He intends to use 
the same approach in his operation throughout COVID-19 
and beyond.
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Traditional marketing

Good Business Markerting

Digital Online Marketing

Caption of Chikwendeni Whatapp Account
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The positive impacts of PPP have already been shown by 
“Strengthening Fertilizer Systems through the Promotion 
of Appropriate Balanced Fertilizer in Malawi”, a consortium 
of three complementary organizations comprising: 
the Department of Land Resources Conservation 
(DLRC); the Story Workshop Educational Trust (SWET); 
and the African Fertilizer and Agribusiness Partnership 
(AFAP). The overall goal of this project is to facilitate the 
production of appropriate soil and crop-specific fertilizer 
blends for increased productivity to boost incomes 
among smallholder farmers in Malawi. Specifically, these 
interventions focused on developing and validating 
fertilizer blends and creating awareness of any new 
fertilizer blends. 

The project, which commenced in 2018, has since 
created a symbiotic relationship between government 
and the public sector. “One of the major successes of 
the project has been the sharing of expertise which is 
complementary to the needs of the project,” says Gilbert 
Kupunda, deputy director in the Department of Land 

Resources and Conservation. He explains further, “As 
government we do not have the expertise to engage the 
fertilizer companies, as such, the presence of AFAP fills this 
gap.” As such, Deputy Director Kapunda directly attributed 
the success of the consortium to the sharing of resources 
between partners. For example, in 2020, AFAP secured 
1000kg of material from private fertilizer companies to 
be trialed in the coming season. The fertilizer chosen was 
based on four recommendations from the Department 
of Agricultural Research (DARS). This very important 
and crucial partnership is ensuring all stakeholders are 
working together towards the realization of more site-
specific fertilizers based on soil and crop needs so that 
smallholder farmers can improve productivity. 

Since the government is already represented in the project 
through the Department of Lands, it is also strongly 
aware of its initiative and its objectives. Consequently, 
government policy can take the project into account 
and reflect this intention to other relevant government 
ministries and departments.

AFAP Malawi:  
Harnessing Public Private Partnerships

To promote Area-Specific Fertilizer 
Blending in Malawi
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For Malawi’s development agenda to be realized, there is a vital need for strong cooperation 
between agents in the private sector and government. While the contribution of individual 
institutions to Malawi’s development cannot be overlooked, Public Private Partnerships (PPP) have 
proved to be very successful in enhancing the quality of service delivery received by everybody 
in the society.
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Malawi Fertilizer Company representatives  handsover trial fertilizer to DARS alongside AGRA and AFAP Officials.

A sample bag of Trial Fertilizer Handing over fertilizer to the Director of DARS - Dr. Wilkson Makumba at Chitedze Research Station
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AgriSMEs in Malawi in the Context of 
COVID-19: Impacts and Interventions

The Government of Malawi recognizes the need to enhance the productivity of smallholder farmers 
as a means for achieving agricultural growth and poverty alleviation, this actualizing the Millennium 
Development Goals (MDGs). The MDGs have targeted agriculture as a driver of socio-economic 
development and recognize that food security is a pre-requisite for economic growth and poverty 
alleviation. Indeed, the sector contributes 38% of the GDP, and provides a livelihood for 85% of the 
population (MoAIWD, 2012). The agriculture sector in Malawi is customarily divided into two main 
sub-sectors, namely: the smallholder and the estate sub-sector.

Smallholder farmers comprise of an estimated 2 million 
farming families and cultivate about 4.5 million hectares 
of land. However, smallholder farmers in Malawi continue 
to face constraints with respect to access to improved 
agricultural inputs, technology, information, financing 
and markets. The priority in this regard, is therefore, to 
improve agricultural productivity of smallholder farmers, 
who are currently on the periphery of the economy, to 
actively participate in the economic activities in Malawi. 
To improve smallholder farmers productivity, the role 
of the private sector, more so of the AgriSMEs along 
the Agricultural input and ouput/produce value chain 
cannot be ignored or denied. The AgriSMEs are the major 
link along the Agricultural input and output/produce 
value chain between suppliers, markets and smallholder 
farmers. The AgriSMEs also serve as providers of basic 
agricultural extension services to farmers, creating a very 
useful and accessible resource for knowledge and advice 

on improved agricultural inputs, technologies, best 
agronomic practices and produce markets.

The COVID-19 pandemic has become the defining global 
health crisis that has also greatly affected African livelihoods 
more so the in the agricultural inputs delivery, production 
systems, food security and agricultural livelihoods. Malawi 
has not been spared, in March 2020, the government 
of Malawi declared a state of disaster and later declared 
as a formidable disease. Various activities in the country 
have slowed down, causing a set back on the economic 
and social development of the country. The lockdowns 
imposed by various countries has affected Malawi greatly, 
in that not only is it a landlocked country, it depends on 
imports of agricultural products and raw material that are 
used in the country. This has led to; agricultural inputs and 
its raw materials shortage, creating deliberate shortage by 
“hiding” products, increase in product and transport prices, 
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low customer purchasing power, Low agricultural 
inputs demand thus low sales, rising overhead 
costs etc. This has greatly affected the AgriSMEs 
operations and performance, to also adhere to the 
imposed government regulations to curb the spread 
of the virus, the business is incurring extra costs not 
envisioned or budget for. The output/produce market 
has also been affected in that; there is uncertainty 
since most of the exporters with overseas contracts 
are not sure if their contracts will be honored, scale 
down in produce stocking, low Produce sale prices 
below production costs, farmers are forced to sell 
produce at very low prices to middlemen and brokers 
due to market closure.

On another note, the COVID-19 pandemic has 
become a fruitful business opportunity for the well 
established AgriSMEs; they are able to sell personal 
protective equipment (PPEs), appropriate waste bins, 
water buckets, appropriate Sanitizers and disinfectant, 
providing spraying services, bulking produce 
from farmers etc. This AgriSMEs have positioned 
themselves to work with local government, NGOS 
and community based organizations to supply the 
listed above products and services.

BY: Phyness Thembulembu, Malawi Country Programs Manager Fighting COVID 19 at Makungulu village, Likoma District. North of Malawi.



Mrs. Dinnah Rhissie Kapiza is the sole proprietor and managing 
director of Tisaiwale Agro Trading Company Ltd based in 
Mponela, Dowa District, central region of Malawi. Tisaiwale 
Agro Trading Company Ltd is an input and output distribution 
business incorporated under the Companies Act of the Laws of 
Malawi in 2002. The business was re-incorporated as a limited 
company in 2015 in order to cope with the growing business 
interests and corporate challenges. Mrs. Kapiza operates her 
business at Mponela as the main base, Dzaleka and Kasese 
satellite shops, serving famers in Dowa and Ntchisi Districts. She 
mostly serves small-scale farmers, mostly growing food crops 
– maize, legumes and vegetables mostly for subsistence and 
minimal income.

Through AFAP’s intervention, Tisaiwale Agro has been trained on 
business management, has been able to recruit one (1) Extension 
Agent, increased the number of its retailer network from 6 to 
18; worked with 21 lead farmers, established  37 demonstration 
plots used for farmer trainings on best agronomic practices in 
the district.

Mrs. Dinnah business exploits and successes has been recognized 
widely and has also been featured in various websites; AGRA, 
AFAP, IFDC, YARGUS, Think Tank Market Matters.

The Voice of the Community 
on COVID-19 – Impact on 
Rural Livelihoods The Case 
of Tisaiwale K Agro Trading 
Company Ltd

        The Hub and spoke model concept 
implemented by AFAP has enabled us to build 
business networks that have greatly reduced the 
distance which farmers have to travel to access 
improved agricultural inputs and output markets, 
the demonstration plots and field days are a great 
learning tool for us Agrodealers to showcase the 
best agronomic practices.

Says Mrs. Dinnah Kapiza
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Mrs. Dinnah is one of the pioneers of Agrodealer businesses in 
Malawi, with a track record in this field of over 18 years. In 2011, 
she was awarded the “AFRICAN AGRIBUSINESS ENTREPRENEUR 
OF THE YEAR AWARD” for outstanding business achievement 
in agricultural inputs in Africa.

The Effects of COVID-19 on Tisaiwale K 
Agro-Trading

Despite Tisaiwale K. being a household name for farmers in 
Dowa and Ntchisi districts, the COVID-19 has greatly affected 
the business performance and operations:

• Shops Deserted: Reduced number of farmers to the shop 
due to fear of contracting the disease through exposure, 
thus stayed locked up at home, this reduced the sales of 
inputs. This in itself has resulted in fewer sales and low on 
the counter advice to farmers. Huge capital is tied up in 
inputs which are not moving as expected.

• Farmers assumed lockdown meant people moving 
around to only access health services as an essential service 
thus deemed access to agricultural inputs as non-essential 
services.

• Banning of Social Gatherings: The ban of large gatherings 
affected the extension services offered by the They could 
not conduct field days which was critical since the farmers 
had not completed the exposure to all agronomic best 
practices as required.

• Cob Maturity and Postharvest: The lockdown 
announcement came at the time when the farmers were 
preparing to harvest. They were forced to harvest before 
the crop had properly dried for storage. This resulted in 
denying the farmers some of the useful knowledge such 
as treating maize and other crops from postharvest losses. 
Generally postharvest losses in Malawi register up to 40% 
and we anticipate that this year it might even go up further 
because most of our farmers missed this opportunity to be 

        Due to the movement restriction imposed by 
government, I was unable to go to Mponela to buy 
“Shumba” a crop protection product for treating 
my maize because transport costs had gone up 
tremendously. Worse off, despite the Government 
partially lifting the ban I do not have money to buy 
“Shumba”. I grow maize, legumes and vegetables. In 
February 2020, through irrigation I grew vegetables 
with the expectation of getting an income from it, 
unfortunately this pandemic has led to my major 
buyer – Linde Hotel here in Mponela, closing. This 
has forced me to sell the vegetables, which are also 
highly perishable at throw away price.

Says Mr. Harriden Wakitala
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trained in minimizing postharvest losses. Post-harvest losses are expected since they will have to dry the harvest at 
home for storage.

• Farmers Buying: The lockdown meant the farmers could not go and buy the required agricultural inputs especially 
crop protection products for treating the harvest before storage.

• The newly renovated warehouse is empty with no inputs or produce in stock, since most farmers sold their maize early 
through vendors when it was not properly dried

• Lockdown: It was just not Mrs. Dinnah’s business being affected, but the farmers were also greatly affected, farmers 
were also affected.

It was just not Mrs. Dinnah’s business being affected, but the farmers were also greatly affected.

Dinnah concludes narrating her story by saying, a lot of business has been lost, sales are stagnant with a lot of capital 
tied up in inputs; my newly renovated warehouse is empty with no produce in stock, most farmers sold their maize early 
through vendors when it was not properly dried. The numbers of people testing positive is going up every day and we 
do not know when this will stabilize. As Tisaiwale we are affected both socially and economically and the future of our 
businesses is not known.
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Agriculture Direct Limited (AD) is a Malawi 
owned private company based in Lilongwe 
with its office in Kanengo. It was registered 
in 2004 and started its full operations in 
2008. Since then the company has been 
carrying out retail trading of supplying 
high quality agricultural supplies mainly for 
both poor resource endowed small-holder 
farmers and large estate sector of Malawi. 
The company sells fertilizers, agrochemicals, 
maize hybrid seeds, vegetable seeds and 
general hardware supplies.

ADL is also one of the official distributors of SEEDCO 
maize, has strong dealership accounts with PANNAR 
Malawi Ltd and Monsanto. On agrochemicals, the 
company sells of all types of chemicals at very 
competitive prices. The proprietor of AD is a qualified 
Agriculturalist.

With AFAP intervention, Gomonda has been able to 
recruit an extension agent, 7 retailers, 40 Community 

The Voice of the 
Community in Malawi 
on the Impact on Rural 
Livelihoods – The Case 
of Agriculture Direct 
Limited (ADL)
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Agribusiness Advisor (CAAs) in addition to his own 7 
outlets (shops) located at Nathenje, Nanjiri, Chigwirizano, 
Area 23 (2 outlets), Kauma and Kanengo all in Lilongwe. 
He is one of the leading agro-dealer businesses operating 
in the district of Lilongwe. Gomonda has been very 
instrumental in establishment of demos for demand 
creation and awareness of new fertilizer blends in both 
AGRA and BMGF projects.

 
Extension Services

Gomonda has one (1) extension agent, Kenneth Singini 
-Extension Worker for AD (on the left) based at Nathenje 
Shop but he also oversees other outlets as well as the 
retailers under AD. When AFAP first introduced the 
concept of adding extension services to hub business 
development, Gomonda was one the few hubs who did 
not welcome the idea wholeheartedly until when he saw 
the results on the ground. “Let me be frank with you I was 
adamant with recruiting an extension worker but now 
with or without the project I will maintain my extension 
worker”

The Impact of COVID -19 on 
Agriculture Direct Business

As a company AD had planned to reach out to a target 
of about 6000 farmers during this season of harvesting 
and winter demos with topics on post-harvest handling, 
chemical calibration and safe-use and winter cropping 
but these activities have been affected by the pandemic. 
In addition these are not the only activities affected AD 
had planned postharvest field days which failed to take 
place in most of our operational areas and it has been a 
big blow to us as a company, since these field days act 
as both learning and marketing platform for our business 

products. The field days also act as a marketing tool for 
both respective and prospective farmers to appreciate, 
interact and learn new farming technologies.

The Impact of COVID -19 on Extension 
at Agriculture Direct

Business has not the same this time of the year as 
compared to other years. Many businesses have been 
affected with the new Corona Virus (Covid-19). AD 
has also not been spared. The Covid-19 has negatively 
affected our business creating fear among our farmers 
resulting in most farmers being afraid to reach out to our 
shops to purchase agri- inputs. This fear has lowered the 
sales significantly. The purchasing power has also gone 
with many markets still an unopened. The pandemic has 
not also spared the Extension Unit of AD

How AD is overcoming some of the 
COVID -19 Challenges

Despite the negative impact of the Covid-19 to our 
operations; we have come up with some ways, which 
we believe that it will positively contribute in helping our 
farmers. AD management has come up with guidelines 
that will ensure social distancing and restriction on the 
number of farmers who can attend any particular event. 
This has led to fewer participants and also in compliance 
with such guidelines.

 
On the Counter Advice

This is one of the approaches our sales personnel have 
been using and we are using the same to reach out to 
our valued farmers who visit us directly to all our AD 
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shops. Farmers are given advice on areas to do with any 
issues affecting their farming in addition to post-harvest 
handling of chemicals and safe use of agri- chemicals. 
These farmers are highly encouraged to pass on the 
pieces of advices they have acquired from us on to their 
fellow farmers in their respective areas. With this approach 
we believe we are still making an impact to the farmers on 
the intended messages which are reaching to the other 
targeted farmers indirectly.

Community Agribusiness Advisors 
(CAA) Approach

AD has close ties with (CAAs) and through our meetings 
we have been teaching the CAAs various topics including 
post- harvest and safe use of chemicals. The approach 
requires each CAA to reach out 5 Lead Farmers (LF) 
who in turn are expected to the reach out to 20 Farmer 
Followers (FF) giving us a total of 105 farmers reached per 
CAA. Since AD has 40 CAAs, it means that the company 
will be reaching out to about 4200 farmers through CAA 
approach and 1800 through other approaches.

 
Village Savings Groups

As one way of helping farmers to prepare for the next 
growing season, AD with the help of Government 
Extension Officers established village savings farmer 
clubs in some of its operational areas. These farmer 
savings clubs are aimed at saving money with the goal of 
purchasing agri-inputs (i.e. fertilizer and seed) from any of 
the AD shops. The inputs once paid for by the farmers will 
be delivered at their nearest cluster points in their villages 
for easy picking from delivery trucks to their homes.

These farmers’ clubs are also acting as platforms for AD 

to spread the good agriculture practices (GAP) messages 
to farmers. Through this approach we have been able to 
reaching out to an audience of 255 farmers.

 In conclusion, the COVID -19 total impacts on the business 
are difficult to tell right now as the situation is still fluid 
and evolving every day. Farmers are trying to adjust to 
the reality of the pandemic. Experts are predicting more 
difficult times ahead; however, AD remains committed 
to helping the farmers and the communities. We are 
aware that the uncertainty is overwhelming but are still 
committed to providing helpful information to all our 
valued farmers within the limits of the COVID -19 social 
distancing guidelines as set up by the Government of 
Malawi.



Peter Mawindo is a sole proprietor based in Dedza, Malawi. 
The company is well placed to offer agricultural inputs 
including fertilizer, seeds and agrochemicals. Mawindo has 
been in this agro-based business for over 17 years. Currently 
Mawindo is an official distributor of SEEDCO and Yara 
products, among others. This has been possible because 
of the trust he has gained with customers and other 
stakeholders. Mr Mawindo’s main strength has been that he 
has both seasonal and permanent shops all over Dedza. The 
shops are open from 5 a.m. until 6 p.m., which increases his 
availability and accessibility. He is a diversified businessman 
who deals with both inputs and output. He has also recently 
embarked on an added-value enterprise with sunflowers, 
from which he produces cooking oil. Mr Mawindo has been 
subcontracting farmers as well as farmer cooperatives to 
grow sunflowers for the company.

With AFAP intervention, Peter Mawindo has been able to 
recruit one extension agent; he has seven shop assistants 
and four watchmen; and a total number of 10 retailers. He 
has also been instrumental in establishing demo plots to 
create awareness and demand.

 
The impact of COVID-19 on Mawindo 
Enterprise
Unfortunately, COVID-19 has not spared Mawindo 
Enterprise’s operations. The business has been hit so hard 
that some of its business activities have had to be scaled 
down. The pandemic has come at a time when sales In 

Malawi are generally low (February to May) because it is 
during this time that most of the crops are in the field and 
smallholder farmers are also busy there. Fertilizer sales 
are down except for smallholder farmers who are doing 
winter cropping. However, this year it is more worrisome 
and Mr Mawindo is left with a very difficult decision about 
how to reduce his overheads. He is faced with questions 
like:
• Should I lay off part of my staff during this period to 

reduce the costs? and
• Should I close my shops and transfer all the stock 

to one store or warehouse in order to reduce the 
overheads?

The voice of the community on COVID-19: 
Impact on rural livelihood; the case of Mawindo

78



The impact of COVID-19 on input 
supplies

It is Peter Mawindo’s experience from previous years in 
the agrodealer business, that in the period from April to 
June his company’s sales usually pick up again after the 
season. This is because farmers are busy buying crop-
protection products, inputs for winter and, in some 
instances, also fertilizers after they sell their produce. 
However, the situation this year has changed. During this 
period, Mr Mawindo says, “I would push up to 300mts of 
fertilizer but now I only have 53mts. And in terms of seed 
during winter the business would push about 15mts but 
to date we have only moved 3mts of seed”. COVID- 19 has 
affected his business as follows:
• Malawi is a landlocked country and is dependent on 

neighbouring countries such as Mozambique and 
Tanzania. Due to the border closure in most countries, 
suppliers do not have enough inputs to distribute to 
agrodealers.

• Most suppliers have in stock inputs such as Personal 
Protective Equipment (PPEs), which are not required in 
large quantities by farmers.

• The business has been utilizing farmers in groups 
and cooperatives. They buy in bulk and sometimes 
this is done in an arranged market setup, for which 
Mr Mawindo delivers the inputs. This not the case 
this year as large crowds are not allowed to gather at 
one place. Farmers have to make arrangements for 
themselves and this is affecting vulnerable groups 
such as the elderly and disabled who used to benefit 
from this initiative.

• Most farmers are selling their produce at a cheaper 
price due to a lack of reliable markets and fewer 
customers, and therefore they have less money to 
purchase inputs.

• During the recently ended season Peter Mawindo 
established almost 500 demos across the district. 
However, he did not manage to conduct field days as 
required due to restrictions on social distancing.

These are just a few of the factors that have led to the slow 
movement of the business.

The impact of COVID-19 on output 
marketing

This year’s output market has other uncertainties.

• Most of the exporters with oversees contracts are not 
sure that their overseas market are going to honor 
their contracts because of the lockdowns. Whilst this 
may seem to be a threat to local produce, it is also an 
opportunity to buy more produce and stock for future 
sales locally.

• Some large buyers have scaled back the quantities of 
the produce they were expecting to buy.

• Purchasing power has gone down and this has 
affected Mawindo Enterprise negatively because not 
as many farmers as expected are buying inputs.

The decision to invest in output marketing is affecting 
Peter Mawindo personally. He has to make the decision 
between investing in the purchase of produce to meet 
anticipated huger, or not doing this for fear that he will 
not be able to find a market should the situation stabilize. 
The prices for farm produce have gone down but as an 
agrodealer he does not have the financial muscle to 
buy the produce. Every year by this time, he would have 
bought 200mts of farm produce but he has only managed 
to buy 125mts.
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Establishment of winter demos

Winter demos are also affected because not many 
companies are as forthcoming as usual. At the moment it 
is only Seed Co, which has given Mawindo Enterprise 2kg  
each of two varieties of maize seed and 90g of vegetables 
(nine varieties at 10g each) to establish winter demos.

 
Mitigating factors

Not all is lost with the pandemic. Agriculture will have 
to continue. April to June is the peak time for post-
harvest crop-protection products (CPPs), vegetable seed 
and chemicals and winter-cropping inputs. Mawindo 
Enterprise is using an approach recommended by AFAP 
to enable them to carry on business as usual while 
practicing social distancing.

• Mawindo Enterprise is providing extension to farmers 
on a one-on-one basis at the shop and through 

organised study circles. A study circle is a diverse small 
group of seven to 15 individuals who meet once a 
week for not more than an hour.
-  AFAP has adopted this approach to work with 

Lead Farmers (LFs) in a small group set up to 
discuss post-harvest and winter cropping best 
practices. The LFs are entrusted to impart this 
knowledge in a similar setup to Community 
Agribusiness Advisors (CAAs) where applicable, or 
to use Radio Listening Groups (RLGs) and Village 
Loan Saving groups (VLSs). The CAAs and other 
club leaders then organize smaller groups to 
impart the same

• The other method being used is the distribution of 
leaflets from various companies but the approach is 
limited by literacy levels.

• Since they are used to approaching and working 
with Mawindo Enterprise, other farmers are asking for 
assistance through an individual meeting or by phone, 
should they face any challenges in their farming.

Mawindo Enterprise in good times      
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Mawindo during lockdown
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 Field day in Dedza



Access to agricultural inputs for smallholder farmers has always 
been a challenge in Malawi. Despite government support through 
the farm-input subsidy program (FISP), not all smallholder farmers 
have access to this program. Smallholder farmers from Jere Village 
in TA Kampingo Sibande in Mzimba have not been immune to this 
challenge. In an attempt to improve their access to finance, farmers 
from the village formed the Jalawe Village Loans and Savings Group. 
The group provided loan assistance to its members by buying shares 
as capital, which would thereafter be shared as dividends and used 
to purchase farm inputs. The group was formed in 2018 with an initial 
membership of 30 (five men and 25 women).

In May 2019, Rose Harris identified the group through its extension and demand-
creation activities in the area. Rose Harris is trading as Tiwonge Investments in the 
northern part of Malawi. After consultation with the members, an agreement was 
reached on how the Hub Agrodealer could incorporate Jalawe into its existing inputs 
distribution programme.

The Hub Agrodealer operates “Inputs pakhonde”, literally meaning “Inputs at your 
doorstep”. The programme was developed by Tiwonge Investments, when it was 
established that smallholder farmers travel considerable distances to access fertilizer 
and other agricultural inputs, which adds significantly to their transportation costs. 
Through this new arrangement, the Hub Agrodealer delivers inputs to a village’s central 
point, and registered farmers can buy these during the agricultural season.

Malawi – AFAP supported Hub 
Agrodealers to realize the 
potential of Organized Farmer 
Groups

83



It is also encouraging to note that the group has now transformed into Jalawe Farmers Group and it 
is taking a leading role in the Hub Agrodealers’ demand-creation activities. During the 2019 winter 
season, Jalawe Farmers Group, with support from the Hub Agrodealer, actively participated in winter 
demonstrations.

The winter demonstrations were set up as part of the project implementation for the Hub Agrodealer’s 
development program in Malawi. During this intervention, the AFAP-supported Hub Agrodealers were 
mandated to establish demonstration plots as a demand-creation initiative for their products, primarily 
fertilizer. The demonstration plots are also serving as awareness demonstrations for the 23:10:5:6s +1Zn 
new N:P:K blanket fertilizer formulation released by the government of Malawi in 2018. The plots also help 
promote best agronomic practices. 
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An extension worker during a village loan savings group meeting in Dedza Loan saving group meeting  
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Farmers in Lilongwe appreciate crop stand during a field day 



AFAP Malawi Partners 
with Indigenous Seed 
Companies in Demand-
Creation Activities

AFAP Malawi has made a concerted effort in setting up 
partnerships with individuals and companies across the 
agricultural value chain. In particular, seed companies 
have joined forces with AFAP Malawi in the forthcoming 
rain-fed demonstration plots for the 2019/20 agricultural 
season. These demonstration plots were established as 
part of the Hub Agrodealer development programme in 
Malawi. 

In this project, the AFAP-supported Hub Agrodealers 
are mandated to establish demonstration plots as a 
demand-creation initiative for their products, primarily 
fertilizer. The demonstration plots also serve as awareness 
demos for the 23:10:6 +1Zn new N:P:K blanket fertilizer 
formulation released by the government of Malawi in 
2018. Furthermore they help in promoting agronomic 
best practices to smallholder farmers. 

Considering the equal significance of other agricultural 
inputs like quality seed in crop production, AFAP Malawi 
has engaged to roll-out the 2019/20 demos through 
a partnership approach with seed companies. The 
agreement so far is with two indigenous seed companies 
Global Seed Company and The Multi Seed Company 

(MUSECO), which will provide seed to the AFAP-supported 
Agrodealers in a bid to create demand for their products 
and services. Other seed companies, SeedCo, HarvestPlus 
and Corteva (formally Pannar) will also provide seed. 
In total AFAP is expected to receive 100kg of seed from 
these companies and Yara has pledged 100kg (60 NPK 
and 40 UREA) fertilizers. The Agrodealers are expected to 
establish two demonstration plots each for the 2019/20 
agricultural season. The results, it is hoped, will build 
demand for their products and services, which include 
seed, fertilizer and agrochemicals. 

Rose Kaluwa, who trades under Tiwonge Investiments 
has since commended AFAP Malawi for a timely 
linkage with such companies. She hopes the working 
relationship between them will will be of mutual benefit 
to the Agrodealers, seed companies and the smallholder 
farmers especially. Dr Ibrahim Benesi, The executive 
director for MUSECO has welcomed the partnership and 
believes it will also help to improve the visibility of local 
seed companies. Additionally, MUSECO and Global Seeds 
are part of the beneficiaries (grantees) of an Alliance for 
a Green Revolution in Africa (AGRA)-funded programme.
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Rose Kaluwa (middle) together with fellow Agrodealer in discussion with MUSECO personnel
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AFAP Malawi Supports 
Tisaiwale Agrotrading in 
Warehouse Renovation

       I can now order fertilizer with 
confidence as I have a proper warehouse, 
which has been renovated to provide 
a conducive environment for fertilizer 
storage.

Dinnah Kapiza

Tisaiwale AgroTrading warehouse: pre and post renovation
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Purpose-built warehouses still pose a challenge to most Agrodealers in Malawi. 
Most of the Agrodealers supported by AFAP Malawi still used limited segments 
of their rented shops for product storage, primarily fertilizer. 

Despite owning a purposely built warehouse, Tisaiwale AgroTrading has been 
facing challenges in renovating its warehouse, which had gradually become 
unsuitable for a fertilizer-storage facility.

Tisaiwale AgroTrading started its business in 2002. The agrodealer operates 
its main shop at the Mponela Trading Center, 50 km from Lilongwe. Tisaiwale 
trades in a wide range of agricultural inputs and also supplies the other 10  
Agrodealers in the region as well as output buyers. In 2002, Dinnah Kapiza, the 
director for Tisaiwale, began the construction of a purpose-built fertilizer-storage 
warehouse for her growing business. However, 20 years later the warehouse has 
become dilapidated and needs a comprehensive renovation to be used for its 
original purpose.

Through the AFAPs Agribusiness Partnership Contract (APC) mechanism, 
Tisaiwale requested support in renovating the warehouse. Through a matching 
grant, AFAP has been able to support this request. The renovation works 
include but are not limited to: roofing maintenance; plastering; painting; and 
the construction of a drainage system. The maintenance works were valued at 
USD5000 and have since been completed. 

AFAP has also supported the payment of salaries for extension workers at 
Tisaiwale and another Hub Agrodealer. Another successful project is the 
establishment of demonstration plots and the financing of farmer field days. 
Kapiza has commended AFAP for the support it is rendering to its Agrodealers: 
“I can now order fertilizer with confidence as I have a proper warehouse, which has 
been renovated to provide a conducive environment for fertilizer storage.”

In 2018, AFAP also supported the expansion of warehousing for Mawindo 
Enterprise in Dedza through a matching grant facility. AFAP prides itself on 
providing the much-needed interventions to address those challenges Hub 
Agrodealers are facing when moving the fertilizer to its last destination and also 
serving as the first point of access to supply product, primarily fertilizer. AFAP 
Malawi is currently supporting 18 Hub Agrodealers in the central, northern and 
southern Malawi. The agrodealers are supported primarily through: extension 
support; capacity building; mobility equipment support (extension motorbikes); 
and by providing linkages to fertilizer suppliers.
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AFAP-Supported Hub Agrodealers in 
Realising the Potential of Organized Farmer 
Groups

Access to agricultural inputs for smallholder farmers 
has always been a challenge in Malawi. Despite the 
government support through the farm input subsidy 
programme (FISP), not all smallholder famers have access 
to the subsidy programme. Smallholder farmers from Jere 
Village in TA Kampingo Sibande in Mzimba have not been 
an exception to this challenge. In an attempt to improve 
their access to finance, farmers from the village formed 
the Jalawe Village Loans and Savings group. The group 
provided loan assistance to its members by buying shares 
as capital, which would thereafter be shared as dividends 
and used to purchase farm inputs. The group was formed 
in 2018 with an initial membership of 30 (five men and 25 
women).

In May 2019, Rose Harris identified the group through 
its extension and demand-creation activities in the area. 
Rose Harris is trading as Tiwonge Investments in the 
northern part of Malawi. After consultations with the 
members, an agreement was reached on how the Hub 
Agrodealer could incorporate Jalawe into its existing 
inputs distribution programme. 

The Hub Agrodealer operates “Inputs pakhonde”, literally 
meaning “Inputs at your doorstep”. The programme 
was developed by Tiwonge Investments, when it was 

established that smallholder farmers travel considerable 
distances to access fertilizer and other agricultural inputs, 
which adds significant transportation costs. Through this 
new arrangement, the Hub Agrodealer delivers inputs to 
a village’s central point where registered farmers can buy 
them during the agricultural season.

It is also encouraging to note that the group has now 
transformed into Jalawe Farmers Group and it is taking 
leading roles in the  Hub Agrodealers’ demand-creation 
activities. During the 2019 winter season, Jalawe Farmers 
Group, with support from the Hub Agrodealer, actively 
participated in winter demonstrations. 

The winter demonstrations were set up as part of 
the project implementation for the Hub Agrodealer 
development programme in Malawi. As part of the project 
intervention, the AFAP-supported Hub Agrodealers are 
mandated to establish demonstration plots as a demand-
creation initiative for their products, primarily fertilizer. 
The demonstration plots are also serving as awareness 
demonstrations for the 23:10:5:6s +1Zn new N:P:K 
blanket fertilizer formulation released by the government 
of Malawi in 2018. The plots also help promote best 
agronomic practices. 
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Members of Jalawe during a field day organized by Tiwonge Investments
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Malawi Hub Agrodealers Promote New Fertilizer 
Awareness through Winter Demonstration Plots 

Limbani Kakowa, AFAP Malawi M&E/programme officers during one of the monitoring visits at the winter demonstration sites in Mchinji
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Addressing food security challenges in Malawi will need to be multifaceted. For example, while it has been shown 
that Malawi relies on rain-fed agriculture, that winter farming could do much to address food security and bring 
income through green maize sales should not be underestimated. In light of this, five Hub Agrodealers supported 
by AFAP Malawi took the initiative to educate farmers on the economic value and business opportunities of selling 
green maize commonly roasted along the roads of Malawi. They also actively encouraged farmers to use fertilizers 
during winter cropping too. Most farmers have not been applying manure and not fertilizer during the winter 
season. While the demonstrations offered solutions to food-security challenges, they also helped to promote an 
awareness of correct fertilizer use. 

The five Hub Agrodealers involved in this programme are Debs Enterprise, Mawindo Enterprise, Pagwanji Enterprise 
and Tisaiwale K AgroTrading. Tiwonge Investments set up the winter demonstrations as part of the Hub Agrodealer 
development programme in Malawi. The winter demonstrations were set up as part of the project implementation 
for the Hub Agrodealer development programme in Malawi. The demonstration plots are also serving as awareness 
demonstrations for the 23:10:5:6s +1Zn new N:P:K blanket fertilizer formulation released by the government of 
Malawi in 2018. The plots also help promote best agronomic practices. 

Furthermore, three out of 
the five Hub Agrodealers 
also conducted vege-
tative field days, which 
were attended by a total 
of 140 participants (77 
men and 63 women). 
These proved very pro-
ductive as they provided 
a platform where small-
holder farmers could con-
verged and learn from 
the hosts about good 
farming practices and fer-
tilizer use. 

Winter demonstration branding under Tisaiwale in Dowa
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Bika Agro-dealers shop in Nkhotakota 

Agro Mix Suppliers in Nsanje, two of the Hub Agrodealers taking part in the project
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AFAP views Hub Agrodealers as “last-mile distributors of inputs to farmers and first-mile 
access to market”. This thus creates a sustainable way for farmers to access input and 
markets for their produce with other added farmer solutions provided by the private sector. 
From 2018, AFAP Malawi had been supporting 12 Hub Agrodealers and later increased the 
number to 15 hubs. However, all were from the central and northern regions of Malawi. 

Through a new AGRA grant awarded in December 2018 titled “Strengthening Fertilizer 
Systems through Promotion of Area Specific Fertilizer Blending in Malawi”, the southern 
region where AFAP had no footprint, has now been included. AFAP Malawi and its 
implementing partners have now identified and profiled four Hub Agrodealers in the 
southern part of Malawi. They are from the districts of Nsanje, Chiradzulu, Mwanza, and 
Nkhotakota. Each hub will work with 40 community agribusiness advisors (CAAs) to 
support the Hub Agrodealers. They will also coordinate five lead farmers who will be 
hosting demonstration plots to promote awareness of the 23:10:5: 6 +1Zn new N:P:K 
blanket fertilizer formulation released by the government of Malawi in 2018. Farmer 
followers will also receive small demo packs to try in their back yards. 

The aim of the demonstrations is to create demand for the Agrodealers’ products and 
services. From this model, twenty follower farmers are expected to learn best agronomic 
practices from each of the lead farmers. Meanwhile, the additional Hub Agrodealers 
have already employed extension officers who will be responsible for coordinating the 
demand-creation activities.

With the addition of these Agrodealers AFAP Malawi has now expanded its support from 
twelve to seventeen Agrodealers and covers all the regions in Malawi.

AFAP Malawi Extends its 
Agrodealer Support Base into 
the Southern Region of Malawi
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Corteva (Formerly Pannar Seed) and Mawindo 
Enterprise in a promising seed-distribution 
contract

Harnessing Hub Agrodealer-private sector-led 
collaboration through AFAP-supported demand 
creation

Some of the Pannar seed delivered to Mawindo Warehouse in Dedza
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Mawindo Enterprise is one of the AFAP-supported hubs, which has defied all 
the odds to make a successful business that gains momentum each season. 
Mawindo Enterprise already has good customer-client relationships with Yara, 
Omnia Fertilizers and Seed Co among others. Recently Mawindo Enterprise 
landed a USD27 000 contract to distribute 10.5 metric tons of Corteva (Pannar) 
Seed. The magnitude of the deal is worth noting. Only five Agrodealers in Malawi 
have successfully bid on the contract, and of those on the list, only Mawindo is 
an AFAP-supported Agrodealer.

During the 2018/19 agricultural season, Mawindo Enterprise partnered 
with Pannar Seed in their demand-creation demonstration plots. The demo 
plots were set up as part of project implementation for the Hub Agrodealer 
development program in Malawi. The demo plots are also serving as awareness 
demonstrations for the 23:10:5:6s +1Zn new N:P:K blanket fertilizer formulation 
released by the government of Malawi in 2018. They also help promote best 
agronomic practices. Pannar Seed noticed the significant improvement in its 
seed sales through Mawindo as well as an increase in the awareness of their 
brand through the demo plots. As such, Pannar did not hesitate to partnering 
with Mawindo as its distributor. 

In addition, Pannar was encouraged to work with Mawindo due its proper 
storage capacity manifest in its warehouse built with assistance from AFAP. To 
Mawindo it was a win-win situation: Pannar will be offloading the seed before 
proceeding to Lilongwe, which will reduce transportation costs.

Mawindo Enterprise has taken the demand-creation initiative further through 
radio advertisements. Of interest to Pannar is a jingle airing on Mbembeke 
Community Radio, which warns customers of counterfeit Pannar seed being 
sold by dubious traders. The advert attempts to educate the people of Dedza 
about the new Pannar branding and also create awareness that Mawindo 
Enterprise is an accredited Pannar seed distributor in the district.

97





Mozambique



The African Fertilizer and Agribusiness Partnership (AFAP) 
is a collaboration between the New Partnership for Africa’s 
Development (NEPAD), the Alliance for Green Revolution 
in Africa (AGRA), the International Fertilizer Development 
Center (IFDC), the African Development Bank (AfDB) 
and the Agricultural Market Development Trust − Africa 
(AGMARK). These partners are working together to 
promote the development of sustainable input markets 
in Africa and have designed AFAP specifically to increase 
private-sector participation and investment in ongoing 
and new initiatives.
 
AFAP has been supporting smallholder farmers and 
pastoralists to access improved inputs (seeds, fertilizer, 
crop-protection products and animal-health products) 
and technologies for increased agricultural and livestock 
production as well as output markets for surplus 
production. The objective is to improve food security 
and the incomes of smallholder farmers by facilitating 
agricultural development in Mozambique. This is being 
achieved through the adoption of improved production 
technologies and effective output marketing in response 
to identified market opportunities. AFAP’s interventions 
through a market-systems approach aim to make inputs 

accessible and affordable. Our main focus is on the 
following objectives: 
 
Objective #1: To support the public and private sector 
in establishing a business-enabling environment for the 
development of input distribution networks
  
Objective #2: To stimulate increased demand, access and 
usage of productivity-enhancing inputs and production 
technologies by smallholder farmers
 
Objective #3: To develop and strengthen input 
distributions networks and output collection markets
 
Objective #4: To stimulate increased supply, availability 
and affordability of improved inputs
 
The success stories on the Food security though climate 
Adaptation and Resilience in Central Mozambique (FAR 
Sofala Project) give only partial insight to the true extent of 
AFAP’s successful interventions in a number of projects in 
Mozambique, from which more than 300 000 smallholder 
farmers are benefitting.

Supporting Smallholder 
Farmers and Pastoralists 
to Access Improved 
Inputs - Mozambique 
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Elias Tomás Sibanda: 
From Stall Holder to 
Agrodealer

Elias Tomás Sibanda is the first agrodealer selling better-
quality seeds in the community of Chibabava district. 
Sibanda is the first merchant to devote himself solely 
to selling agricultural inputs. He says that after being 
contacted by AFAP under the Food Security Program 
through Adaptation and Resilience to Climate Change 
(FAR), he became a respected person among local 

producers, who meet regularly to share knowledge about 
appropriate agricultural inputs for production.

Sibanda was awarded the responsibility of managing the 
agricultural inputs shop, which was built and equipped as 
part of this program. Before that, he used to sell at a small 
market other products as well as seeds in poor packaging, 
which affected the quality of seeds. At that time the 
seed could only be purchased in the cities of Beira and 
Chimoio, which are about 300 km away from Chibabava.

“I am very happy about the support I was given. I have 
become a highly valued person among the farmers in this 
district. All the producers have come here to share the 
knowledge I acquired during the training that took place 
before the official delivery of this shop,” explained Sibanda 
with enthusiasm. “Everything seemed just like a dream!”
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Jaime João, the ruler of Chibabava, expressed 
his satisfaction that drought-resistant seeds 
were among the agricultural inputs provided. 
Part of Sofala province is characterized by an 
arid and semi-arid climate, meaning that it 
rarely rains there. João said that this type of 
seed would be a great help and he promised 
that it would soon encourage the spirits of the 
ancestors to bring rain.

“We thank all those who helped us in the 
installation of the seed shop. This means that 
people won’t have to travel a long way just to 
buy a few grams of seeds. I heard that we now 
have seeds that are drought-resistant, which 
is very good as we have always suffered from 
droughts. This way, we will be able to combine 
science and tradition: AFAP brings the drought-
resistant seeds and we will evoke our spirits to 
bring rain so that we can produce.”

The ceremony was attended by groups of 
farmers in the area.

Traditional Rain-Making 
Ceremonies

Jaime Joiio - The ruler 
of Chibabava
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The Farmers’ Association of Chibabava district called Hama 
Ibhadja has gained the trust of its members through the 
implementation of demonstration fields, using improved 
seeds and other inputs acquired at the new agricultural 
inputs shop.

The president of the association, André Majuta, said that 
FAR brought improvements to the lives of its members.

“We have no words to express our satisfaction with the 
implementation of this program. It is the best; we no 

longer have to travel long distances. The proof of this is 
the number of items we can now stock in the shop,” said 
André Majuta.

One of the concerns shown previously by the president 
of farmers’ association was a lack of buyers. He believes 
that the improved seeds, accompanied by fertilizers, will 
lead to a high growth in productivity. “The great dilemma 
will be transport, access roads and finding a market,” he 
explained. “We, of course, face other challenges. However, 
at the moment we are most grateful for this shop.”

Demonstration Fields of 
Bhunhi Inspire Confidence
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The leader of a Chibabava women’s association, Lois 
João, said that this innovative program aimed at bringing 
agricultural inputs closer to the communities seems to 
widely benefit women because they are an important 
part of the production structure.

The women of Kufuma Kuchana Association are very 
happy that agricultural inputs are now more accessible 
to the people. We deeply believe that the mentors of this 
initiative were thinking of women when they designed it,” 
concluded João.

Achieving Financial 
Independence for Women

“Fertilizers will bring economic independence to women farmers.” 
Lois João
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In the past, farmers from Casa Nova had to travel 
approximately 400 km to Chimoio in Manica, or to the city 
of Beira, Sofala province, to buy seeds, which sometimes 
had no germination power.
Ana Pascoa Lucas, who is a beneficiary of the inputs shop, 
said that FAR project is greatly benefiting the smallholders 
in the family sector since she believes the community has 
suffered a lot due to traveling long distances.

“During the time I was a seed seller I could see how much 
the farmers suffered. They traveled long distances to get 
seeds they needed,” she explained.

Ana Pascoa Lucas, beneficiary of the inputs shop in Casa 
Nova, said that at least 6000 farming families in her region 
would have their traveling distances shortened.

“I know this area very well. Many farmers go from here to 
the city of Beira to buy a few kilograms of seed. Now the 
hardship will cease. People will have more time to take 
care of their fields and will be able to save the money they 
would have had to use for bus fare,” Lucas explained.

She said that the training sponsored by AFAP allowed 
her to understand business in a more professional way 
and allowed her also to improve her profit margins. 
“Before working with  AFAP, I had been developing my 
commercial activities, including selling seeds, but I did 
business in an empirical way. Fortunately, AFAP and its 

Ana Páscoa Lucas: Shortening the Traveling 
Distances to Casa Nova

partners showed me how to develop a business and be 
prosperous without harming anyone. These are lessons 
that we are also passing on to other members of our 
community.”
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Raquel Ernesto, who started a seed business by selling 
small quantities in a mixed-trade stall in the village of 
Hode in Chibabava, said she was experiencing a new 
stage in her life.

“Everything changed in my life and that of the farmers 
of this community when FAR implemented its activities 
in Hode. Our responsibility has increased because we 
support several pillars, among them, the economic and 
social pillars. I mention the economic domain because 
our whole population earns its livelihood from agriculture; 
and the social because whenever the spirit of sharing is 
strong, we all become family,” Ernesto explained.

Raquel Ernesto said she did not believe it when AFAP 
staff arrived in the interior of Chibabava district, asking 
questions about the necessity of bringing agricultural 
inputs closer to the farming community. Initially she 
thought it was a joke at the very least, or if not that, then a 
promise that would never be kept.

In fact, she did not believe it was feasible to install a shop 
dedicated to the sale of agricultural inputs in that region. “I 
could not believe it. The mistrust became more acute the 
longer the process took, first because of tropical cyclone 
Idai that hit our region, and then due to the COVID-19 

pandemic,”, she said.

Ernesto then explained that a  light began to appear 
at the end of the tunnel, when once again she started 
receiving frequent calls and visits from staff connected to 
FAR. She said that this team contacted governmental and 
traditional authorities, as well as local farmers.

“I started to realize that this was a serious issue when 
contacts became more frequent. FAR spent time and 
financial resources taking us through training on how 
to handle and store agricultural inputs, the business 
environment, and provided contacts with suppliers of 
various types of inputs, until the moment of the actual 
delivery of the shop. I am speechless because my life 
and that of the farmers has changed for the better,” she 
confimed.

There were many elements in preparing for the opening of 
the agricultural inputs shop that were remarkable. “What 
amazed me was the training cycle and capacity building 
carried out by FAR, both of which must have incurred 
them considerable costs. I was also impressed  that the 
shops had much better infrastructure, which resulted in 
seeds being kept in better condition,” Ernesto said.
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Raquel Ernesto: Interest in Hode 
Boosts Productivity - Agribusiness 
Strengthened the Spirit of Sharing



In the Hode region, where the “Raquel Ernesto” shop was 
set up, many farmers had never used fertilizers before. This 
type of input was completely new for the producers, who 
even regarded it as “magic” to increase productivity.

Naissone Makoose, Hode’s leader, explained that farmers 
will no longer have to travel long distances just to 
purchase seed. One of Hode’s notable producers João 
Baptista agreed. “FAR had freed the region’s farmers,” he 
enthused.
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Toronga-Mangunde: 
Gold Inputs

The village of Toronga, in the Mangunde 
administrative area, is located in the interior 
of Chibabava district. Like other regions in 
the province, for years the farmers used seeds 
with reduced germination vigor, which placed 
agricultural practice, especially the production of 
cereals and vegetables below what was needed 
by the market. When the use of improved seeds 
became popular, these inputs became scarce as 
gold, explained Arone Tucutiana, a representative 
of Mangunde’s leader.

“Farming families had to move to distant cities. 
In other words, seeds were as rare as gold.  AFAP 
and its partners did something extraordinary for 
farming families,” said Tucutiana.

Toronga’s supply shop is run by Isaias Mateus 
Joaquim. He said that before he made a 
commitment to AFAP, he had been selling small 
quantities of seeds that were not enough for 
everyone.

“I have been running this business since 1997, 
not selling large quantities. I was afraid of buying 
a large quantity of seeds and finding seeds with 
little germination power, because there was no 
guarantee or refunds. Today, with the support from 
FAR, the situation has improved for many families”.

The shop managed by Joaquim is owned by 
Toronga’s Agribusiness Association. He guarantees 
that most of the more than 6000 farming families 
will buy from his shop, because in addition to 
selling agricultural inputs, he promises to transfer 
the technologies that he learned with AFAP’s 
support.

Arone Tucutiana, representing Traditional authority of Mangunde Village
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Bissolombe Macande, beneficiary of the inputs shop 
at Gonda administrative post in Chibabava district, 
who runs the shop called “Muimbo Comercial”, has 
the prospect of working with 9000 farmers in this first 
phase. He said that after undergoing training to be 
able to take charge of the shop, he carried out field 
work, where he mobilized many producers.

He said that one of the inputs that still encourages 
much admiration among farmers is fertilizer.
“Fertilizers are products that were completely 
unknown to groups of farmers that I worked with. 
At first there was skepticism about their importance. 
When I enlightened them about the use and 
importance of fertilizers, people started saying they 
were magical and that everyone needs to experiment 
and implement,” he said.

João Bissolombe said that the community of Gonda 
has begun to believe in the power of fertilizers. This 
despite the initial difficulty getting people to believe 
in the use of fertilizers because they were unaware of 
their importance in the production process.

Fertilizers: The 
Magic That 
Amazes Farmers
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Before the introduction of inputs shops in Chibabava district, the 
government had set up agricultural machinery parks in the Mutindiri 
region.

Since its establishment, few farmers have rented the machines due to 
seed scarcity of other inputs.

The tractors became rusty due to low demand. However, when 
AFAP introduced the inputs shops, Chibabava’s director of economic 
activities, Helder Amisse said that demand for machinery began 
to increase. “We note that the inputs shops implemented by AFAP 
have completed the production value chain. With this support, our 
producers will now be able to move onto another economic stage,” 
he added.

The Food Security Program through Adaptation and Resilience to 
Climate Change (FAR) is financed by the Government of Sweden, 
managed by Swiss Contact and implemented by AFAP. The objective 
is to bring inputs closer to producers at affordable prices.

According to Sérgio Ussaca, AFAP’s representative in Mozambique, 
one of the major objectives is to ensure food sufficiency.

For many years, the inhabitants of Mutindiri, in Chibabava district, have experienced dreadful privations caused by natural 
and other phenomena such as water shortages and problems with seeds and other agricultural inputs. In order to achieve 
productivity, the population needed to create extensive areas for cultivation. In the past, people had to travel about 400 
km to buy a few grams of seed and wait for it to rain.

With a total of 10 682 inhabitants, Mutindiri can produce cereals and tubers whenever there is rain. Now, the beneficiary of 
Mutindiri’s inputs shop, Manuel Muchanga, said that by setting up shops to sell seeds and fertilizers in that area  AFAP and 
its partners have innovated the  agrarian cycle and minimized the people’s suffering.

“I don’t have words to express my satisfaction. I even thought it was a dream when AFAP’s staff approached me saying that 
they wanted to finance the process of selling inputs,” said Manuel Muchanga. He added that, before obtaining the shop, he 
was selling seeds in a small stall with no conditions for conservation.
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About FAR

Mechanization 
Begins to Make 
Sense
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Marta Fernando, representative of the women 
farmers’ association from Mutindiri, said 
that AFAP’s support to bring seeds closer to 
farmers was done thinking about women.

She defends this theory because the majority 
of farmers are women.

“Women have suffered most in terms of 
distances they need to travel to acquire seed.  
Their suffering is worsened when the seeds 
they buy end up having not germination 
power. Now with presence of shops with 
competitive prices nearby, we believe that the 
women are winning. AFAP has helped beat our 
struggle to achieve financial independence,” 
she concluded.

Women Farmers 
Applaud AFAP



enough to feed themselves and market their produce to 
others.” Roque explained that in the past, farmers suffered 
many privations due to the lack of seeds.

The traditional authority of Estaquinha, Armando Briando 
Jamo, said that in the district of Búzi, and especially in his 
area of jurisdiction, there are many sad stories resulting 
from a lack of a credible shop to buy inputs in time. 
“There have been people who have been conned here 
in Estaquinha. Many farmers were sold seeds that did not 
have germination power. The seeds in question were also 
sold at prohibitive prices,” he lamented. Now, however, 
Jamo believes the inputs shop will put an end to the 
suffering. 

Farmers from the Búzi district traveled many miles across 
rivers and the sea in order to get to the city of Beira to buy 
seeds. Some members of communities were devoured 
by crocodiles in the River Búzi when they crossed to the 
opposite shores in search of seeds. Other people died in 
shipwrecks at sea en route to getting seeds.

The Administrator of Búzi district, Maria Bemadete Roque, 
said that the support of AFAP and its partners solved 
social and economic problems in that part of Sofala 
province. Speaking in Estaquinha village, at a ceremony in 
which the “Ponto de Encontro” shop was handed over to 
beneficiary Mateus Viramanga, Roque said that with the 
improved seed shop, farmers would be able to produce 
enough to not only survive but also to sell. “They will have 
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Búzi: Facing Rivers and the Seas to Buy a 
Few Kilos of Seed

Improved Inputs, Services and Technology

AFAP is training staff and community-based agents 
linked to the agrodealers on improved agricultural inputs, 
services and technologies. A key area of the training is 

over-the-counter advice, during which the farmers would 
be directed on the right products to buy, the safe use and 
handling thereof, as well as agronomic best practices.



Mateus Viramanga started selling seeds in the village of 
Estaquinha over 20 years ago. He sold seeds and other 
products such as food from a small stall. He said that 
the sale of seeds was not his main activity because the 
population traditionally stored their seeds.

“In 2018, AFAP staff appeared and suggested that I sell 
seeds under good conditions. They told me that the way 
I kept seeds was not good. At first I did not believe that 
these people came with good intentions; I watched what 
they said, but with some reservations,” said Viramanga.

“I began to believe what they had to say when we began 
to embark on a series of training sessions. We made 
business partnerships with five large companies. AFAP 
built a shop that has now become a center to share 
agrarian knowledge with farmers”.

Viramanga said that he has a total of six farms that will be 
available to the farming population to learn how to deal 
with fertilizers, improved seeds and other inputs.

“I am very happy for everything that AFAP has brought to 
all of us,” he concluded.

Banca “Ponto De Encontro”.

“Here is the knowledge center.”  
Mateus Viramanga

Before After



According to the president of the agricultural association 
Filipe Nyusi Fernando Janda, the inputs shop is like an 
oxygen balloon. “Seeds have always been scarce in this 
area. When a shop like this is available to us, with prices 
equal to those in Chimoio and the city of Beira, it is a great 
relief for us. There are positive results,” he added.

The head of Inharóngue village, Amélia Tinga, said that 
the reduction in distances required to get supplies would 
improve her town reputation in her district in particular 
and the province in general.

“The population here is very hard working. This means 
that when they get help such as improved seeds and 
other inputs, which allow for production and productivity, 
the gains will be bigger. It will bring us economic 
sustainability,”  Tinga said.

Tinga has also asked the owner of the “Adelina Insumos” 
shop to share her knowledge with other farmers. “This will 
help to increase the earnings of everybody in the district 
and develop our families,” she concluded.

Farmers from Inharóngue, in Búzi district, have always 
used seeds of traditional grades. Despite embarking on 
extensive cultivation, which took a great deal of time 
and effort, their work did not seem to be adequately 
compensated.

AFAP’s assistance in setting up the “Adelina Insumos” shop, 
owned by Adelina Massora, offered new insight and hope 
for the farmers in the area.
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Inharóngue Gains 
Independence with 
Seed Availability



The shop whose owner signed the financing contract 
with AFAP in 2018, is assisting a total of four thousand 
smallholder farmers. Before this process, it was assisting 
fewer than 50 families and the seeds it sold were in small 
quantities due to low demand. The manager of  the 
“Adelina Insumos” shop,  Arsenio Ubisse, said that he had 
always been an agrodealer, but not as he is now.

“Right now we have a lot of responsibility. Many farming 
families are assisted by us. The responsibility is totally 
ours because we have promised the whole community 
that our seed is better and makes a difference. For that, 
we are obliged to work in order to produce more in this 
part of the district,” Ubisse said. In addition, he promised to 
create more agrarian jobs  and make subsistence farmers 
financially independent.

Ubisse said that AFAP had changed his life and that of 
the farmers. In his personal capacity he said that not 
even in his dreams did he count on having a shop of this 
caliber, which was unique and focused only on the sale of 
agricultural inputs. “It was far from our dreams to have a 
shop of this size, but AFAP and its partners appeared, built 
it and made their dreams come true,” said Ubisse. He then 
added that the farming community placed their trust in 
the shop, creating an relationship and interdependency 
between the shop managers and farmers.

“There is a lot of responsibility on our part. We try to do 
everything right to gain more confidence. It is a matter of 
honor,” he explained.
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Adelina Insumos



Many inhabitants from Bándua village, in Búzi district, live 
in South Africa. There is a large number of young people 
who work in this neighboring country, and all the food, 
clothing and other goods are imported into Bándua from 
there. Seeds were among the items imported from South 
Africa. 

The traditional head of Bándua locality, Chico Nduma, said 
that the improved seed is not so new on a district level, 
because many of the region’s children bring it in quantity; 
they also bring fertilizers.

“The difference is that the improved seed brought from 
South Africa costs five times as much as the one, which is 
going to be bought here in this new shop brought to us 
by AFAP. This means that the seed from South Africa is no 
longer the preferred product here in Bándua,” explained 
Nduma.

A producer from Bándua, Titosse David, when asked, said 
that people used the seed from South Africa and others 
from Chimoio and Beira city because locally there was no 
way to buy it. “But now, we do not have to resort to outside 
seed. We have seed here at a better price,” he explained.
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South African 
Seed is no longer 
Preferred in Bándua 

Explaining the fertilisers usage



“Kuda Kwamuari” agrodealer, Manuel Chassada, has established 
himself with the support of the Swedish government, AFAP 
and FAR.

Before obtaining this support., Manuel Chassada sold seed 
with other food products from a small stall. He says that he 
had nowhere to store the seeds and often received complaints 
from customers, who said that the seeds had no germination 
power. This poor-quality seed, he explained, caused a lot of 
issues.

He said these problems were solved when AFAP and its 
partners helped set up the shop to help farming families, 
specifically those operating on a subsistence level.

“I do not think that the help was specifically directed at me. It 
was aimed at smallholder farmers who could not import seed 
from South Africa. It came directly to the poorest farmers who 
are here in this region, who used to use the traditional seed 
that only gave them grain for their livelihood.”

Manuel Chassada is currently helping 7000 farmers; in the next 
two years, he is expecting to double that number.

The head of Bándua village, Jose Chigure Dique, said that 
opportunities such as those planned by AFAP are not to be 
missed.

“We call on everyone to support this pioneering program, 
because it is able to bring seeds to everyone in a unique and 
accessible way,” commented Dique.
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Emergence of “Kuda 
Kwamuari” Shop



It was not easy for farmers of Grudja village to live without 
access to seed and regular rain. As a result, many farmers 
took to moving to other distant parts of the district where 
they would not be challenged by climate issues and a lack 
of seeds. 

According to statistics provided to us by the local 
administrative authorities, the FAR program freed more than 
3000 farmers. They are now able to find seeds, including 
drought-resistant ones, in the “Salomone Insumos” shop.

Flora André, the president of Pamberi Na Bhadja Association 
said that the producers’ dignity had been restored.

“We thank the people who came up with the idea of 
establishing this agricultural-inputs shop nearby. We can 
only thank God for having enlightened both the people 
who supported us and our rulers who agreed that we could 
receive this support,” said André.

The “Salomone Insumos” shop was established in 2018. Its 
owner, Ananias Salomone, said that good people, referring to 
AFAP’s team, chose him to represent the farming population 
at the shop. “Actually,” Salomone explained, “I do not feel that 
this shop is mine; it is a shop for the community. When AFAP 
approached me, they came on behalf of farmers. So while 
I would like to take the credit, I can’t as there was a team 
involved in setting up this enterprise to benefit our people.”
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3000 Producers 
Supported in Grudja



The people who have now been resettled in Guara-Guara 
village had been unlucky enough to be subjected to 
floods, cyclones, windstorms and drought, where they 
previously lived. So everybody who now lives in Guara-
Guara, no matter their age, has suffered in the past, having 
experienced all manner of challenges.

The government was motivated to choose Guara-Guara 
for resettlement based on the fact that it is located higher 
up and is therefore safe from bad weather but in particular 
from floods.

One of the greatest challenges the new tenants of Guara 
Guara have faced, has been the lack of agricultural inputs. 
Much of the seed that was donated had weak germination 
power, which continued a vicious cycle of poverty for 
these people who had resettled to find a better life.

A local producer, Paulo Jossias, said that Guara-Guara 
was the right place to set up the shop. People here need 
quality seeds to start their lives again. “We live in a situation 
of extreme poverty. Seedless poverty becomes hell. Now 
that organizations like AFAP have appeared to bring us 
the seed, we are very grateful. I was checking the prices, 
and I see that they are better compared to the prices in 
the cities where we used to go,” said that producer.

For his part, the head of Guara-Guara post, Massada José 
Mambonda, said that government had allowed AFAP 
to enter this territory to help a local seed vendor out of 
consideration for the farmers.

“We have seen that the activities of AFAP correspond to 
government’s plan of promoting productivity,” Massada 
Mambonda explained.

Augusto Nhama, owner of the Guara-Guara inputs shop 
called Mbeu Yacanaca, said he had accepted the challenge 
of representing the farmers by distributing inputs as he 
realized the importance of this product in his community.

“It is not easy to live in a place where seed is rare. It is 
not easy to be in front of many people who live with 
outstretched hands,” Nhama said.

Augusto Nhama said that AFAP sponsored a series 
of training courses that allowed partnerships to be 
established between more agrobusiness companies to 
build on the relationships already established with the 
community. “Mechanisms have been created so that 
there is no shortage of farmers. And there is enough 
quality seed and fertilizers for all producers,” he added.
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Quality Seed 
Availability Boosts 
the Guara-Guara 
Community



The president of Chicumbua rice farmers’ forum in 
Búzi district, Gomes Magombe Jose, said that with the 
installation of input shops, the country would benefit.

“AFAP and its partners followed the popular adage that 
the best way to help poor people is to teach them to fish. 
The organization has done it well. It has brought in seeds 
and fertilizers. Now let us begin to work; those who do 
not work suffer.”

Marinde Albino, the secretary of Búzi District Farmers 
Union, says it is a great relief for farmers to have a shop 
nearby. “Before, we traveled 300 or 400 km to buy seed and 
risked being robbed. At a district level, our organization 
appreciates the establishment of the shop,” he said.

The administrator of Búzi, Maria Bemadete Roque, said 
that the seed shop offered farmers a form of resilience 
which will allow them to establish themselves again.  

The “Ayob Esmail” seed shop is located in heart of Búzi 
village, where the population has lost everything. The 
shop’s owner, Ayob Esmail Faquir Bay, knows that many 
challenges will be faced. He said his training in the sale 
and handling of seeds and other inputs has allowed him 
to meet the many challenges that have occurred. “We 
know the suffering that our farmers are going through. 
We have faith that we can all prosper,” Bay said. He has 
had several demonstration farms and proposes to assist 
7000 farmers. 

The establishment of input shops in the more remote 
areas of the three districts of Sofala province, namely 
Chibabava, Búzi and Nhamatanda have also included the 
village headquarters of this district. This is a place whose 
population is still suffering from the recent onslaughts of 
cyclone Idai and the floods that have devastated almost 
everything. 
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Lifting Farmers out 
of the Abyss

Farmers of Búzi Being 
Taught to “Fish”



Manuel Sitole is a small entrepreneur who saw the 
marketing of seeds as a way to engage with farmers. He 
said that before AFAP established the shop, business did 
not flow and farmers produced much less than they do 
now. 

“With the support we had from AFAP, we were able to 
forge a valuable commercial connection with input 
providers such as Yara, Klein Karoo Seeds, and Syngenta 
and other fertilizer suppliers. Our suffering has already 
been overcome because new facilities built through this 
partnership with AFAP has already allowed better seed 
conditioning.”

Sitole Comercial assists nearly 4000 producers from 
various regions in the district.
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Sitole Comercial 
- Intermediates 
Marketing

Nhamatanda is one of the districts with the highest 
numbers of agroindustries in Mozambique. Although it 
is considered the granary of Sofala province, the surplus 
produced there cannot feed the industries that buy 
cereals and other agricultural products in large quantities 
for export. 

AFAP has established a total of seven rural shops in 
Nhamatanda, thus overcoming the problem of seed 
shortages, which most afflicted farmers in that district who 
used to buy seeds in Chimoio, Maputo and Beira. They, in 
turn, must start producing to supply these agroindustries. 

By setting up input shops in various localities and 
administrative posts in Nhamatanda district, in Sofala 
province, the Food Security Program through Adaptation 
and Resilience to Climate Change (FAR) has added the 
final link to the production chain along the Beira Corridor. 

Beira Corridor: A 
Final Piece of the 
Production Chain 
Puzzle
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Luteari Insumos is one of the largest inputs shops in 
Nhamatanda and is located in the village of Monte Siluvo. 
Established by AFAP as part of FAR, Lituari Insumos was 
established to promote good agricultural practices. 
According to the owner, Celia Ribeiro, in just a short 
time after its establishment, the company contributed to 
improving the market for farmers.

“There was a lot of work involved. Farmers were 
disconnected from each other. Through our partnership 
with AFAP, we have been able to link up our shop with 
community farmers using more than 70 agricultural 
community agents.”

Celia Ribeiro said that need for food in this district means 
that farmers need to become the main suppliers of raw 
materials to the agroindustries.

She said that currently her team is assisting over eight 
farmers, who have been trained at their “Farmers’ Business 
School”.

“A total of 40 demo plots have been established here in 
the region of Siluvo as part of FAR. The idea is to involve 
all producers in the production chain,” explained Ribeiro.

Luteari Insumos
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Vegetable Production: Metuchira Pita 
Reverses Gloomy Scenario

Before the establishment of “Banca Passambure”, Joao 
Guerra sold poorly conditioned seeds in small quantities.

The owner of shop said that AFAP’s aid came in addition 
to all the other help he had had from other organizations.
“Without quality seed, without fertilizer, there is no 
agriculture. We are very happy that this type of program 
has been designed.”

The Metuchira Pita zone has great potential for cereal 
and horticultural production. “Banca Passambure” plans 
to assist 8000 farmers. In this first phase the shop has 
employed two well-trained people.

João Guerra said that a total of five demo plots were 
created for training.
 

The shop “Novo Horizonte” located in the administrative 
post of Tica about 30 km away from Nhamatanda, was 
assisting only 50 families before receiving support. With 
the allocation of new infrastructure that has seeds of 
different varieties, the shop’s managers are now assisting 
5000 farming families.

Sabina Gonçalves, the owner of “Novo Horizonte” shop, 
said that, before receiving the shop, they had to undergo 
several training courses that allowed them to develop 
skills to support more farmers. “We have demonstration 
production fields to enable our farmers to succeed in 
their activities. We make these investments to guarantee 
reciprocal gains,” she explained.

“Novo Horizonte” Assists 5000 Farmers

The farmers of Matuchira Pita had a dark past due to 
scarce water resources and a lack of seeds.  The producers, 
mostly subsistence farmers, obtained seeds from big 
cities. According to a local producer, Anifo Amaral, from 
a commercial point of view, farmers had no income 
because they spent money on tickets and other expenses 
related to lodging and food.

Zuere Chiua, another farmer from Metuchira Pita, said 
that she had been swindled at least twice and had had 
her money stolen when she was going to Chimoio to 
buy seed. “Now this suffering is over because we have 
solutions. We have a shop nearby.”

Chiua was referring to “Banca Passambure”, owned by 
João Guerra, which, through his association with AFAP, 
has been appointed to sell inputs.
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The Nhamatanda’s administrator, Tomé José, applauded 
the initiative introduced by AFAP to try and replicate the 
results achieved in the demonstration fields.
He said that the idea of setting up demonstration fields 
was to help farmers gain scientific knowledge.

“We want to appeal to farmers who are here to take 
advantage of knowledge demonstrated in these fields. We 
want to challenge our farmers to produce more. We thank 
AFAP and its partners for this initiative,” he concluded.

“The conditions are in place for us to achieve financial 
independence. We have, here in Nhamatanda, companies 
that buy cereals, and we will no longer have the challenge 
of not producing enough because we have large 
quantities of seed, which is of a quality that guarantees us 
a lot of productivity. We have nothing to regret but rather, 
we’d like to thank AFAP for this initiative”. 

Mostiço said that she wants to be able to increase the 
number of farmers who attended the field days within 
the last two years. 

“We have good relations with farmers’ associations, which 
will allow us to set up demo plots in their fields, which will 
be closer by,” she said.

In Lamego village, a shop called “Flora Comercial”, 
belonging to Flora Mostiço, was established. 

Farmers said that the shop created conditions for them to 
be able to produce and sell their crops. 

The president of Agripel Association, António Meque, said 
that the farmers would now only have to worry about 
infrastructure, such as access roads. 

Flora Comercial 
(Commercial) 
Projects Assisting 
4000 Farmers 

Government Allow 
Demonstration Camps



The farmers’ ability to integrate technologies and 
knowledge to achieve productivity has included the use 
of hybrid seeds, fertilizers and other knowledge. This has 
impressed AFAP’s partners.
Julius Mapanga, who was exhibiting his agricultural 
products in Nhamatanda, said that although hybrid seeds 
are still a challenge in Mozambique, the number of people 
who are using them has reached a reasonable level: “The 
level of people using hybrid seeds is acceptable. Now I 
think that with the participation of AFAP in promoting 

input stores, we will be facing a coordination of the value 
chain that will boost the economy. This is a good initiative,” 
he explained.

The representative of the Ease Seeds Company, Charles 
Mabaie, said that he is working with his team to distribute 
their products. Mabaie said that the creation of stores in 
various locations in the three districts of Sofala province, 
has offered some logistical challenges. “There is a need to 
respond to the demand. So we are working to be able to 
meet expectations,” stated Mabaie.
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Partners Talks About Quick Integration

Julius Mapanga, Representante K2 Charles Mabaie, Representante Ease Seeds



Sustainability in agrobusiness is one of the main premises 
of Swiss Contact, revealed Regula Charles. For her, the 
work being developed under the auspices of AFAP 
aims to contribute to inclusive markets. “With inclusive 
markets, it is possible to boost the sector,” said Regula 
Charles, who represented Swiss Contact in the shops 
handover ceremony. She added that market access starts 
with the acquisition of inputs to allow productivity based 
on quality.

For the representative of Swiss Contact in Sofala, Duluvina 
Narciso, effort is being made to achieve the projected 
results. “Despite the adversities, we are now seeing results. 
We are feeling the pulse of FAR. We have to work hard to 
respond to the market challenges that are imposed on us,” 
commented Narciso.

The representative of the fertilizer distribution company, 
Yara, Munyaradzi Ussore, said that in order to guarantee 
agricultural productivity it is necessary to promote soil 
nutrition. According to him, climate change has posed 
some challenges. Soil researchers have found that 
fertilizers are the perfect solution when matched with 
hybrid seeds.

“We work with agrodealers, presenting evidence about 
the power of fertilizers. At this moment, we can guarantee 

that sustainable agriculture is only possible when we have 
fertilizers in the value chain,” he explained.
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Contribution to the 
Inclusive Market
- Regula Charles, Swiss Contact

Soils need Nutrients and we are the Solution
- Munyaradzi Ussore (Representative of Yara)



Syngenta’s African regional promoter, Peter Lourenço, 
applauded AFAP’s activity due its work to establish 
input stores in the most remote areas of the districts 
of Sofala province. Syngenta’s representative, who 
brought improved seed varieties to the national 
market, points out that current producers are very 
demanding and, according to him, this is due to the 
aggressiveness of the market.

“The demand of producers is justified with regards 
product quality. The quality of the products dictates 
the prices. We are working to meet the expectations of 
the producers’ demands, especially now when we see 
the expansion. In terms of quality, we are going in the 
right direction, assessing demand and the preference 
that producers have for our products,” he concluded.
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Quality of 
Agricultural 
Products Dictate 
Prices
- Peter Lourenço, Syngenta 
Regional Promoter





Tanzania



The government through the Minister of Health was 
giving weekly updates on the spread of the virus in the 
country including the number of infections, recoveries, 
and deaths. However, since the beginning of June, they 
have stopped the updating and people have been advised 
to believe the COVID-19 to be like any other disease and 
they should learn how to live with it.

As from June, the government having satisfied itself that 
the COVID-19 cases have come down and more so on 
the impact of the pandemic to the economy, decided 

to lessen the restrictions and allowed social activities to 
continue, opened all schools, colleges and universities as 
well as allowing international flights to Tanzania.

The government of Tanzania has developed Standard 
Operating Procedures (SOP) for each sector including 
tourism, airlines, hospitals, schools, universities, and public 
places to ensure that its citizen and other people visiting 
the country are secure from COVID-19. In offices, schools, 
churches, universities, supermarkets, hotels, tourist 
attraction areas, and other areas in which many people 

COVID-19 Impact on 
Rural Livelihoods: 
Tanzania Opinion Piece

Tanzania Government has taken several measures in dealing with the COVID-19 pandemic including 
adopting measures advocated by WHO. Since the outbreak of the pandemic, Tanzania did not 
impose lockdowns but advocated for social distancing, hand washing using soap and wearing 
of masks. Activities which attracted big crowds such as sports and all types of celebrations were 
banned. Schools and colleges were closed and citizens were warned not to undertake unnecessary 
travel. All flights to and out of Tanzania were suspended and cross-border movements to 
neighboring countries restricted to trucks carrying essential cargo only. All these measures had a 
big social-economic impact on the people.
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gather, they should ensure social distancing, wearing 
of face masks and handwashing facilities are available. 
Nevertheless, no enforcement laws or orders are in place 
for those who do not adhere to the SOP apart from threats 
that they will have their licenses revoked.

Hub agrodealers in Uganda are successful despite  the 
measures that the government has taken, the agriculture 
sector has faced several challenges including:

1. Cross border restriction imposed by our neighboring 
countries

2. Mitigation measures were taken by other countries
3. Logistic challenges on international trade and 

businesses
4. General reduction on people’s purchasing power 

as the marketing of their produce is affected by low 
prices

Cross border restriction and 
horticultural outputs markets

Due to official and non-official restrictions imposed by 
neighboring countries, Tanzania smallholder farmers 
have been affected by poor markets for their produce. 
The horticultural produce like mangoes, tomatoes, 
potatoes, onions, and other crops have been rotting at 
the borders. Sometimes neighboring countries were 
imposing restriction while the consignment is on transit 
to their country or waiting to cross borders. Due to delays 
in getting COVID-19 Clearance Certificates which may 
take more than seven days, most of the perishable good 
rot at the borders.

Tanzania has farmer groups with contracts of selling 
agricultural products to companies in neighboring 
countries. Due to cross border restrictions they did not 
sell their produce thus affecting cash flows in the inputs 

Mangoes rot at Horohoro Tanzania/Kenya border post in Tanga Region as reported by Independent Television of Tanzania.
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value chain as they had received credit from Agrodealers 
in anticipation of paying after the sale of produce.

Loss of foreign earnings from cash 
crops

Tanzania as many other African countries depend heavily 
on exports of cash crops such as sisal, cashew, sesame, 
tobacco, cotton, flowers and purses to earn the much 
needed foreign exchange. Measures taken by other 
countries especially the lockdowns Europe and Asia 
resulted into reduced demand of the exports thus prices to 
smallholder farmers dropped beyond cost of production. 
A case in reference is the drop of price of sesame from TZS 
2,500 last year to TZS 500 per kilogram year 2020.

Logistic challenges on international 
trade

Tanzania depends mostly on importation of agricultural 
inputs especially fertilizers, veterinary drugs and 
agrochemicals. During Covid-19 pandemic the logistics 

of importing these chemicals was tough hence delays in 
receiving consignments. However, the impact was not felt 
as there were enough stocks to meet season’s needs.

General reduction of purchasing 
power

During the pandemic, the economy slowed down as 
a number of income generating activities were stalled. 
Social activities like wedding parties which had great 
demand of products like chicken and vegetables were no 
longer there thus affecting the whole supply chain from 
suppliers of poultry feeds, smallholder keepers, vendors 
etc. Those and the other supply chains of food products 
were income generating activities and the COVID-19 
stopped the business thus affecting incomes of people 
and reduced their purchasing power. The real effect will 
be felt in the coming season as farmers may not have 
enough savings to purchase farm inputs

Isack Malipa – Consultant SME
AFAP Country Office
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Hekima Agrovet and 
General Supplies 
Strengthen Contractual 
Agreement with 
Retailers

        We have a number of farmer groups in Msalala, Mbogwe, Maswa and Shinyanga. Previously we were using these 
groups for demo plots and campaigns especially when we were introducing agrochemicals. We used to go to the villages 
for delivery, but the challenge was how much was needed in those areas. We might go with the product and find out we 
have underestimated or overestimated. We have decided to use some of our group members to aggregate demand and 
act as our rural Agrodealers. This is workable as we have signed the contractual agreement with all of our new retailers 
and once we go for delivery, we know in advance what and how much is needed. 



Challenge 

One of the Agrodealership development challenges 
in the Lake Zone is the lack of contractual agreements 
between Hub Agrodealers and their retailers. Hub 
Agrodealers were claiming to have a network of retailers, 
but in-depth analysis indicated that their relationship was 
merely informal. Claiming to have retailers for whom you 
don’t have contact details or even any formal agreement 
is about as good as having no retailers at all. Hub 
Agrodealers need to have some control of the goods and 
services they sell to retailers, as anything that happens to 
the final consumer, in this case the farmers, might affect 
the Hub  Agrodealers’ business.

Lack of contractual arrangement between Hub 
Agrodealers and retailers created a lot of challenges for 
them. For example, Hub Agrodealers were not able to 
sell on credit as it was difficult for them to recover the 
debts in case of default; they had no assurance that their 
business relationship with retailers would continue as 
they could opt to go elsewhere; and Hub Agrodealers had 
no control over products to the final consumer. Retailers 
were incurring additional transaction costs, which could 
be covered by Hub Agrodealers, they had limited chance 
to buy on credit and had no assurance on the quality of 
the product they bought from different Agrovet shops. 

Initiative 

Hekima Agrovet and General Supply and Shinyanga Farm 
Supplies each had groups in four districts of: Mbogwe (six 
groups), Maswa (four groups), Shinyanga (four groups) 
and Msalala (four groups), each having 20 people. The 
groups were established as the focal point to establish 
demonstration plots, conduct farmers’ training and deliver 
the awareness campaigns. The training, demo plots and 
the campaign do not only cover the group member but 

also the neighboring communities as well. Under these 
groups, they identified the lead farmers who in many 
cases, were also leaders of a group. 

Hekima Agrovet and General Supply and Shinyanga Farm 
Supplies were working with these groups using them as 
their market for their products. When AFAP came with 
the analysis that Hub Agrodealers lacked contractual 
agreement and discussed the likely impact of this, Hekima 
Agrovet and General Supply and Shinyanga Farm Supplies 
used the established groups to identify members with 
whom they would work as retailers. They came up with a 
contract in which a selected farmer signs, provides all his 
details and agrees to be part of their distribution channel. 
These farmers were members of farmers groups whose 
contact details they did not have. The agreement forms 
were signed under the supervision of local authorities, 
which meant that the contract was enforceable by law. 
This arrangement was of benefit to the Hub Agrodealers, 
the retailers and the farming community as it helped 
to keep control of the price of the product to the final 
consumer. 

Impact 

Since signing this contract with lead farmers, Hekima 
Agrovet and General Supply and Shinyanga Farm are 
distributing agro-input to their network of retailers 
and lead farmers. The lead farmer normally aggregates 
demand of agro-input in their catchment area and sends 
an order to the respective Hub Agrodealers. The Hub  
Agrodealers normally distribute according to the order 
made by a network of the lead farmers. 

Before this contractual agreement was in place, it was 
difficult for the Hub Agrodealers to know the exact 
amount of agro-input that was needed by the farmer at 
a time. Hub Agrodealers were not confident to extend 
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credit to either lead retailer or farmers; this contractual 
agreement has built up the confidence of the Hub  
Agrodealers. Currently, Hub  Agrodealers control the 
prices offered by retailers as they bring the product to 
their outlets, by so doing they ensure that agro-input is 
sold at a price affordable to farmers. 

Lessons Learned 

What matters is not having several customers but actually 
retaining those customers coming in your business. 
Agrodealers need to show that retailers are part of their 
distribution network and, together, they need to work 
hard to educate farmers about the proper use of input. It 
is everyone in the distribution channel’s responsibility to 
ensure the safety of the farmers and proper use of the input 
as the farmers’ success is also a success for both retailers 
and Hub Agrodealers. The main challenge of this model is 
the fact that farmers are being converted to businessmen 
and women, some of them are not endowed with enough 
capital to buy input and sometimes an outlet to sell input 
and they need to conform to regulatory authorities. In 
addressing these challenges Hekima Agrovet and General 
Supply and Shinyanga Farm Supplies used most farmers 
to aggregate demand and they deliver the product to 
their farms. As time goes on, they are hiring outlets and 
getting the necessary licences to operate as Agrodealers. 
Next season Hekima Agrovet and General Supply and 
Shinyanga Farm Supplies are planning to sign these 
contracts with another rural Agrodealer who is working 
in their market as they have all the documents and capital 
but are missing the contractual agreement. 

Partners and/or donors who supported the work:
AFAP, Hekima Agrovet, General Supply and Shinyanga 
Farm.

Contact persons
Adam Kilimbi 
Director – Shinyanga Farm Supplies 
tanzaniashinyanga@gmail.com

Raymond Kajira
Director – Hekima Agrovet and General Supply
kajira2011@gmail.com



Mwamapuli Irrigation 
Scheme Gained a 
Reliable Source Of 
Agricultural Input

Challenges 

Mwamapuli Irrigation Scheme is a smallholder-based 
irrigation scheme found in the Igunga district at 
Mwamapuli village. The scheme with 2100 ha of rising, 
600 ha in the scheme and 1500 around the scheme serves 
more than 3500 smallholder farmers. This scheme is one 
of the big schemes in the Tabora region and is important 
for the production of rice, which is one of the staple foods 
around the region and the entire country. Mwamapuli 
Irrigation Scheme is under Mwamapuli AMACOS, which is 
responsible for the management of water use around the 
scheme and the promotion of the use of good agricultural 
practices.

Smallholder farmers in the Mwamapuli Irrigation Scheme, 
like other irrigation schemes, were buying fertilizer and 

other agri-input from the Agrodealer shops around the 
Igunga district. The Agrodealer business in Igunga is 
characterized by small shops, this posed a challenge to 
farmers in the Mwamapuli Irrigation Scheme who needed 
a reliable source of agricultural input, in this case seed, 
fertilizer and agrochemicals.

Initiatives

AFAP Tanzania, in collaboration with Naisae and Neema 
Agrocentre, conducted demo plots in the Tabora region in 
the Igunga, Nzega, Urambo, Uyui and Tabora districts. One 
of the areas that benefitted from these demonstration 
plots was the Mwamapuli Irrigation Scheme, since this is 
where paddy demo plots were established. 

During the course of establishing demo plots, Naisae and 

        I have been working with the Mwamapuli 
Irrigation Scheme from a couple of months; 
I came into contact with them during the 
establishment of demo plots then later we 
decided to do business. I normally bring 
the fertilizer and store it in the Mwamapuli 
Irrigation Scheme warehouse. They have their 
salesperson who sells the product and they 
pay into my account as they sell the fertilizer. 
I normally come here to monitor the stock 
movement.
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Demonstration plot at Mwamapuli
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Mwamapuli AMACOS warehouse

        It is a good deal and I have the potential to do more business with the Mwamapuli 
Irrigation Scheme but sometimes I am constrained by capital. The fertilizer business 
needs to have a big capital in a short period and sometimes it is very expensive to 
borrow from financial institutions such as banks as fertilizer companies leave us with 
a small margin. If I manage to get the credit guarantee as promised by AFAP, I could do 
more business.

Julias Anael Mshana
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Neema Agrocentre discovered that farmers in the scheme 
lacked a reliable source of input. The discussion with 
Mwamapuli AMACOS indicated that, although there was 
a definite need for demo plots, there were also farmers 
who were ready to use fertilizer but were not assured 
of a timely and adequate supply. Mwamapuli AMACOS 
owns warehouses that could be used to store agricultural 
input such as seed, fertilizer and other agrochemicals. 
During discussions, they reached an agreement in which 
Naisae and Neema Agrocentre would supply fertilizer and 
agrochemicals to Mwamapuli warehouses, from where 
farmers could buy directly. This lowered fertilizer prices 
as one rural Agrodealer was removed from the supply 
chain. This arrangement also reduced the transaction 
costs as Naisae and Neema Agrocentre no longer needed 
to incur storage costs nor pay salaries for a salesperson. 
The new partnership did not only benefit Naisae and 
Neema Agrocentre but also farmers who were obtaining 
agricultural input on time at a lower price. 

Impact

Despite the deal signed being signed a bit late Naisae and 
Neema Agrocentre managed to sell a total of 160MT to 
the Mwamapuli Irrigation Scheme. Naisae and Neema 
Agrocentre in the Mwamapuli Irrigation Scheme area  
might be higher in the coming season as the centre will 
be in a position to serve right from the beginning of the 
season. In addition, farmers in Mwamapuli benefitted 
from the demo plot established in the scheme, since the 
harvest was more than twice the average yield (65 bags of 
paddy weighting 100kg per 1.5 acre as opposed to 20 to 
25 bags weighing 100kg) using normal practices on the 
same piece of land. 

If Naisae has the financial capacity to do so, he will be able 
to serve this scheme and other schemes in Tabora, which 
do not have this arrangement. The practices without 

doubt scalable to other schemes and could certainly help 
to lower the cost of input and ensure reliable supply.

Lessons Learned 

Agrodealers depend on customers who enter their shops 
to buy agricultural inputs – they do not generally go out to 
find a market. Farmers operating in an irrigation scheme 
are a potential market for  Agrodealers, since they may 
not be getting agricultural input on a reliable basis. This 
scheme could be served direct by fertilizer companies or 
Hub Agrodealers indefinitely as demand for input is high. 
The challenge to serve this scheme with fertilizer was 
lack of capital as Naisae and Neema Agrocentre was not 
prepared for the high impact these deals would have on 
creating demand. Despite this challenge, Naisae managed 
to allocate part of his capital to serve the scheme and 
the future is promising. Next season Naisae and Neema 
Agrocentre needs to be prepared with enough capital 
so that it has the potential to sell more. With the credit 
guarantee scheme, AFAP could work with Naisae and 
Neema Agrocentre to serve the irrigation scheme as 
farmers buy in cash and they will be able to work with 
credit facilities if this option is available. 

Partners and/or donors who supported the work:
AFAP, Naisae and Neema Agrocentre and Mwamapuli 
AMACOS

Contact persons
Julius Anael Mshana
Director – Naisae and Neema Agrocentre
uliusanaeli7@gmail.com

Michael Shija
Mwamapuli AMAOS
076 618 3807
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Evidence of 
Adoption from 
Demonstration plots 
– Ng’wanaibengwe 
Agrovet

Challenges 

In the Lake Zone where the BMGF project has been 
implemented, the level of fertilizer use is still very low 
largely due to a lack of awareness of its benefits. AFAP is 
working in collaboration with Hub Agrodealers to conduct 
demand-creation activities, which aim to help farmers see 
the positive impact of fertilizer and other agrochemicals. 
Demand creation can be done in various ways, one being 
the setting up of demonstration plots, where farmers can 

see the effect of using fertilizer in real life. Currently limited 
use of fertilizer and  other agrochemicals represent several 
challenges: 1) Agrodealers aren’t selling enough stock; 
2) farmers are struggling to improve their agricultural 
productivity; and 3) the threat to the nation’s food security. 
Fertilizer companies, Government and  Agrodealers have 
implemented a number of strategies to make sure that 
fertilizer is available to the farming community. However, 
usability has been a challenge due to purchasing power, 
cultural norms and beliefs that fertilizer destroys the soil. 

        I was not around during the planting of Khadija farm but when I came, Khadija told me about the demo plot, I was 
eager to do the same on my farm. I decided to follow what had been done to Khadija’s farms. I followed each stage of 
the demo until the end. I used to harvest two to four bags of maize per acre as I was not applying fertilizer (basal and top 
dressing). I used to increase the production of crops by increasing the area under cultivation. As time goes on, areas for 
cultivation are decreasing, since as we have inherited land from our fathers, so we must give part of it to our children when 
they grow up. This season I managed to get 22 bags of maize in an acre; I am happy I got enough food from a small piece 
of land. After harvesting the maize, I planted groundnuts and they are doing very well because of the fertilizer I applied. 

Japhet Ndahya.
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Mr Japhet and Miss Khadija

Initiative 

Through the BMGF project, AFAP Tanzania is undertaking 
demand-creation activities by establishing demonstration 
plots. The assumption behind this initiative is that demo 
plots are a smart investment that can help accelerate the 
adoption of new innovations. Farmers can learn new ways 
of doing things without having to do it on their farms. As 
stated by (SAST, 2017) demonstration plots are used to 
teach various agricultural techniques and technologies, 

and showcase new or improved crops. They also serve 
as a venue to research and test new methods alongside 
traditional ones.

In the Lake Zone, these demonstration plots are established 
under the management of the Hub Agrodealers. In Kahama 
district, Ng’wanaibengwe Agrovet in collaboration with 
Monsanto and Yara, did demonstration plots in Iboja, 
Dodoma and Manzese villages to show the importance 
of using agricultural inputs and other good agricultural 
practices. It was thought that farmers would participate 

141



in the day-to-day operations of the plots, observe results 
and adopt the practices to their own farms. 

In adoption theory, there are five categories of individuals: 
innovators, early adoptors, early majority, late majority, 
and laggards. In iboja village and Manzese, where farmer 
field days were conducted, most farmers were eager to 
do what had been demonstrated. A good example of 
this was was Japhet Ndahya who is farming adjacent to 
Khadija Hussein, the farmer who hosted the demo plot in 
Iboja. He repeated the same steps as his neighbour did on 
his own farm, with similar optimistic results. 

Impact 

Mr Japhet Ndahya was not around during the planting 
stage on Khadija farm. But when he returned, he was 

informed about the demo plots conducted on his 
neighbouring farm. Japhet took the initiative to imitate 
the demo process as it was conducted. By the time the 
farmer field day was held, Japhet Ndahya’s farm was as 
productive as Khadija’s farm was. 

Japhet was very happy sharing his story as his harvest 
increased from two to four bags per acre to 22 bags. 
“Previously I was harvesting two to four bags of maize 
in an acre, but this year I managed to harvest 22 bags 
of maize. I was not around when they were planting at 
my neighboring farm but when I came back, I listen to 
Khadija and decided that I would do it on my farm. I was 
optimistic that what I had from Khadija would work and I 
thank God that the harvest has increased ten times.” 

In the same way that Japhet became an early adopter in 
Iboje village, the same was observed in Manzese village, 

Mr Japhet’s maize plot (adopter farmer)
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although in a slightly less acceptable way. Farmers were 
stealing maize from the farmer, Mr Malale who hosted 
the demo plot in Manzese village, to plant in their field 
as they expected to get the same results. This indicates 
that most farmers who attended were impressed by 
the performance of these demonstration plots. The 
agronomist from Monsanto, Yara and Ng’wanaibengwe 
Agrovet explained to farmers how they set up the 
demonstration plots. 

Lessons Learned 

Farmers were very and eager to adopt. They were taking 
maize from the demo plots to plant on their own farms. 
However they were told that they were not going to 
harvest as had occurred in demo plots unless they use the 
improved seed sold in the agrovet. 

The nearby plot (Non-adopter)

Partners and/or donors who supported the work:
AFAP, Ng’wanaibengwe Agrovet, and Yara

Contact persons
Japhet Ndahya
Farmer at Iboja

Silvester Daudi
Extension Officer
sylivesterdaudi90@gmail.com
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National Agricultural 
Exhibition Opens New 
Market for Suzy Agrovet

Challenges 

Hub Agrodealers are not reaching part of their potential 
market. This is due to a number of factors such as: lack of 
financial muscle to serve the bigger market; customers, 
especially rural  Agrodealers, being unaware of Hub 
Agrodealers; and the Hub Agrodealers’ lack of information 
on the market opportunities available. Suzy Agrovet was 
facing a similar problem. Suzana (Suzy) Sabun, director 
of Suzy Agrovet, felt her business was not well known to 
the other places and also that the demand for agro-input 
was still very low. She was operating in Bariadi, Maswa, 
Itilia and Meatu districts but she had also been working 
as a superdealer for seed companies such as Seed Co and 
Monsanto, and also fertilizer companies a such as Yara 
Tanzania. By being the superdealer for these agricultural 
input companies, she thought expanding to other 
markets would enable her to sell more to rural Agrodealers 

from the Mara region and some districts of the Shinyanga 
region. Opening to new markets benefitted not only 
Suzy Agrovet but also fertilizer, seed and agrochemical 
companies whose products Suzy Agrovet were selling. 
Moreover, smallholder farmers benefitted from lower 
prices since before the Agrodealer they dealt with had to 
transport the input from Mwanza. 

Initiative 

AFAP Tanzania gave a grant of USD2000 to Suzy Agrovet 
last season to conduct demo plots, which was not fully 
used, and she remained with a balance. Later, AFAP agreed 
to let Suzy to use the remaining balance to participate 
in the Nane Nane National Agricultural Exhibition. The 
objective of participating in this event was as a demand-
creation activity since Suzy intended to educate those 

        Participating in this agricultural exhibition 
has helped a lot as we were not selling in 
Mara and Shinyanga region; we have been 
receiving phone calls from different rural 
Agrodealer’s asking for different agricultural 
inputs. We have started aggregating demand 
through these phones call and managed 
to do a couple of distribution trips. I see the 
possibilities of selling more in these areas.

Suzana Sabuni
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farmers who visited her tent. In collaboration with Yara 
Tanzania, Suzy printed the leaflets about paddy farming, 
maize farming and the farming of other horticultural 
crops. Farmers were trained on the use of the different 
products and were given leaflets for future reference. 
Among the attendees were rural  Agrodealers who were 
buying agricultural input from Mwanza. However, they 
exchanged contact details and now they have started 
buying from Suzy Agrovet since the deliveries are made 
to their shops at low cost. 

The demo plots that AFAP has set up under BMGF forms 
part of demand-creation activities aimeed at addressing 
the problem of low awareness on the use of agro-input. 
In this case, AFAP and Suzy Agrovet went further and 
also participated in the Nane Nane National Agricultural 
Exhibition in Nyakabindi. 

As an agent for Yara Tanzania, Suzy printed banners 
showing the product offering using her shop as the 
contact address. Her leaflets demonstrated agronomic 
practices for different plants like rice, maize and other 
horticultural crops. During this exhibition, Suzy distributed 
7000 leaflets and a total of 373 participants registered 
their attendance with her. 

Impact 

As a result of Suzy Agrovet’ participation in the Nane Nane 
National Agricultural Exhibition, Suzy is currently selling 
agricultural input in Mara, Shinyanga and another part of 
the Simiyu region. Previous  Agrodealers from these areas 
were buying agricultural input from Mwanza, a business 
centre for Lake Zone regions. However Suzy Agrovet, 
which is situated in Bariadi district in the Simiyu regions 
had the potential to take on part of this large market as 
Bariadi is closer to the Mara region, some districts of the 
Shinyanga region and other districts in the Simiyu region. 

What was missing for Suzy to make use of this potential 
was the awareness gap existing among Agrodealers 
operating in these areas. AFAP, in collaboration with Suzy 
Agrovet, has managed to address this gap and Suzy has 
started selling agricultural input in these areas. By opening 
to a new market, Suzy Agrovet stands a better chance to 
increase its sales and sign business contracts with big 
suppliers of seed, fertilizer and other agrochemicals. 

Lessons Learned 

Participating in these agricultural exhibitions has had 
a bigger than expected impact on the business since it 
was a national exhibition bring people together from 
different areas. This made it easy to connect with different 
stakeholders. The challenge was to capture the names 
and contacts of all visitors who came in as they were 
moving around different tents. Visitors were encouraged 
to take down Suzy Agrovet’s contact details displayed 
on their banners and leaflets. Next season Suzy Agrovet 
is planning to have business cards printed with details of 
the company services and the contact details to enable 
the rural  Agrodealers, farmers and other stakeholders to 
call for a service or any information. 

Partners and/or donors who supported the work:
AFAP, Suzy Agrovet, and Yara Tanzania

Contact persons
Suzana Sabun
Director − Suzy Agrovet
suzana_sabuni@yahoo.com

Helen Justine
Journalist − Bunda FM
hellengtz10@gmail.com
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Uganda



Having grown up in a farming household, Ochakolong 
continued to farm. In February and May 2020 during 
the long rains, he was selected by Acila Enterprises 
Ltd to be one of two host farmers for a demonstration 
garden at Busitema University. Acila Enterprises is 
one of the AFAP-supported hub agro dealers that 
received funds for demand creation. He was allocated 
600 tomato seedlings of the Kilele F1 variety. With 
the provided seedlings, Ochakolong managed to 
achieve 95% germination. On a 40m by 20m plot he 
grew 1300kg from the garden, which was worth 1.3 
million shillings ($ 371). The cost of production on his 
side was zero apart from his time since the demo plot 
was fully funded through AFAP funds. As a result of 
his commitment, Acila Enterprises allocated him the 
funds earned to reinvest and also to buy some sachets 
of Kilele, which he was to sell to neighboring farmers. 
Ochakolong sold 109 sachets of Kilele F1, each of which 
cost 62 000 shillings (approximately $17). Acila paid 
him a commission 1000 Ugandan shillings ($0.02) per 
sachet. 

Having now discovered that farming could be 
rewarding, Ochakolong embarked on a journey of 
planting vegetables such as pumpkins, tomatoes, 
okra and some maize. During March 2020, while 
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From hate to love:

Ochakolong’s 
Agricultural Journey

Growing up, Ochakolong Esukaya, a now 
second-year student of agribusiness 
management at Busitema University in 
Soroti, detested farming. To him farming 
was a form of punishment.  Back in primary 
school, he explained, farming and especially 
weeding were activities for latecomers and 
students who misbehaved.

Ochakolong inspecting his Kilele_F1 
tomato garden.



everyone was staying home due to COVID-19 restrictions, 
Ochakolong decided to stay on campus. He hired land 
from the school at 50 000 shillings (approximately $14) 
per acre and set up two acres of pumpkin, two acres of 
maize and 0.5 acres of Kilele F1 tomato variety. He has so 
far earned: four million shillings (approximately $1111) 
from the pumpkins, with each one costing about 1000 
shillings ($0.02); 700,000 shillings (approximately $194) 
from the tomatoes of which 1000kg were sold; and 600 
000 shillings (approximately $166) from the okra, a bucket 
which cost 15 000 shillings ($4.1) each. He plans to mill his 
maize and feed it to the chickens he is rearing. 

Making use of his experience from Acila’s support and 
the knowledge gained from his agricultural degree, 
Ochakolong has trained over 200 farmers through 
his social media platforms including Facebook and 
WhatsApp. He also mentors five farmers, each of whom 
have earned one million shillings (approximately $277.70) 
this year from their produce of tomatoes, watermelons 
and eggplants. 
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Kilele F1 tomatoes before start of harvest from 
Ochakolong’s demo plot.



“My main goal is to improve the livelihood of the farmers. I have even 
registered a company called ESU Foods Uganda Ltd through which 
I am providing training,” Ochakolong explained. “AFAP and Acila 
Enterprises Ltd gave me a start and I am now the brand ambassador 
for Syngenta in Arapai, Busitema. I also host trials for Syngenta for any 
seeds they wish to test in Soroti,” he added.

To maintain soil fertility that would allow the continued growth of 
nutritious and healthy crops, Ochakolong, like any other farmer, has 
turned to fertilizers. However, with an influx of fake agrochemicals in 
the country, as well as having witnessed his close friend being duped 
into buying clay concealed as fertilizer, Ochakolong decided to keep 
buying fertilizers from Acila Enterprises Limited.
“There are many agro-input shops but I prefer Acila because I am sure 
of what I am buying,” Ochakolong explained.
His major challenge so far has been the unavailability of fertilizer and 
transportation due to restrictions set up by the government to curb 
the spread of COVID-19. Fertilizers such as Yara power were out of 
stock most of the times and when Acila Enterprise’s stock ran out, he 
found himself ordering fertilizers from Kampala, which took close to a 
week to arrive since he had to wait for the cargo vehicle to reach Soroti. 
The result was a delay in planting.

“My biggest lesson so far has been to work together with other 
farmers,” Ochakolong added. “Some farmers know the best markets 
to sell to and some are well informed about the current changes in 
farming. This is very difficult to know as an individual farmer. When you 
work together, you are able to avoid exploitation by middlemen who 
buy your products cheaply and sell them expensively. I am a complete 
agribusiness specialist now,” Ochakolong enthused.  

His advice to the youth was to start small because you can never have 
everything. “Don’t wait to get 10 million because you might never 
start. What if you never get 10 million?” he asked.

Some of Ochakolong’s harvested crops ready for sale
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Fertilizers are the real deal in farming

Mukono within Central Uganda is believed to be naturally fertile thus 
residents do not like using fertilizers. A few farmers who try to use fertilizer 
become disappointed when they do not see the expected results. Some 
even suffer loss of crops, which creates the fear that the use of fertilizers 
will spoil or destroy their soil.

Novella F1 tomato variety performance demonstrated by Joyce Nabukeera supervised by Mefai Agro Inputs Ltd.



Mukono within Central Uganda is believed to be 
naturally fertile thus residents do not like using 
fertilizers. A few farmers who try to use fertilizer 
become disappointed when they do not see the 
expected results. Some even suffer loss of crops, which 
creates the fear that the use of fertilizers will spoil or 
destroy their soil.

In all Mefai’s marketing efforts they uphold their 
adage: “No use without information” thus training 
is a high priority on their marketing agenda. At the 
demonstration plots they always train farmers on how 
to use fertilizers appropriately. In such training sessions 
they explain Liebig’s law of the minimum to ensure 
that farmers appreciate the need to provide crops with 
all essential nutrients.

As a result of one of these training opportunities, one 
farmer, Joyce Nabukeera who is a tomato grower, chose 
to follow the shared principles on the appropriate use 
of fertilizers. She applied the principles on her quarter-
acre plot. She boasts that she harvested in the quarter 
plot 5kg of tomatoes per plant (and an amount of 
10MT), as opposed to the control from which nothing 
was harvested due to bacterial wilt.

Nabukeera used DAP and Fertiplus for basal dressing 
and then MgSo4, NPK winner, and CAN for top dressing 
to ensure her crops received all the essential nutrients, 
including micronutrients. The total cost of production 
for the quarter acre was 1,250,000 Ugandan shillings 
(USD 342), and she sold each kilogram of tomatoes at 
the farm gate for 1,000 Ugandan shillings (USD 0.28). 
Therefore her total sales were 10,000,000 Ugandan 
shillings (USD 2,778) over a three-month period.

Nakatuga Cate (Mefai technical director) showing how the Novella 1 tomato 
variety performed and how the tomato grew/filled well because it was well fed 
as evidenced by the brix of her tomatoes.

Mefai Agro Inputs Ltd Team during a field day: Ssemugabi Joshua (lab 
technician) demonstrating how soil testing is done.



       This is a turning point in the life cycle of my 
farming career. I had never thought I could raise 
8,750,000 (USD 2,430) as profit from farming, more so 
in just a quarter acre of a tomato plot. I plan to do an 
acre next season.           Joyce Nabukeera

Nabukeera has become an opinion leader among 
her fellow smallholder vegetable growers. She noted 
that the frequency of sprays also reduced as her 
crops became more tolerant to diseases than she had 
experienced before. She was also happy with the early 
maturity exhibited by the crop.

It was interesting to note the color, weight and Brix 
of her tomatoes, which were uniformly colored, felt 
heavy and were sweetish in taste.

James Ssemusu is another beneficiary of the program. 
He grows maize and tomatoes. Unlike Nabukeera, 
Ssemusu used to use fertilisers but only urea. He 
hardly noticed any advantages from using it. This time 
round he is very happy as he applied the principles of 
appropriate fertilizer using DAP.

As a result, Ssemusu’s maize exhibited early maturity, 
which reduced the number of sprays required to 
protect the plants from the fall armyworm, which 
attacks maize during its early growth stages. After 
two sprays, the maize was already too hard for the 
armyworm. Ssemusu has been able to harvest 32 bags 
(4MT) of the Longe 8H variety compared to the control 
plot, which yielded only five bags from an acre.

Cobs are fuller with hardly any aborted ova. Ssemusu 
is now helping other farmers to improve their use of 
fertilizers.

155

Mukono District authorities from the production office deliberating during the 
field day: Kiwanuka Noah (head of production)

Mabira Mukasa (district agricultural officer).



With support from AFAP, On 28 August 2020 Mefai 
Agro Inputs Ltd decided to organize a farmers’ field 
day in Nsambwe village to share the key learning from 
Ssemusu’s and Nabukeera’s demo plots. The field day 
was well attended by both the local community of 
Nsambwe village and Mukono District local authorities 
including the head of the Production/Agriculture 
Department and District Agricultural Officer of Mukono 
District, Dr Kiwanuka Noah and Mr Mabira Mukasa 
respectively. They were 40 participants (F-22 & M-18). 
During the day, training on fertilizer use was offered 
and a soil-testing demonstration was done using a soil 
test kit. AFAP supported Mefai with demand creation 
and the soil test kit. In season 2020A, Mefai Agro Inputs 
planted two maize varieties (Longe 8H and FH 5160) 
and two tomato varieties (ANJA F1 and Novella F1) 
with the support of its host farmers.

With respect to the planting of maize, three different 
treatments were demonstrated:

1. Maize without fertilizer (control)
2. Maize with DAP basal dressing and Super Grow top 

dressing
3. Maize with DAP basal dressing and CAN and Super 

Grow as top dressing
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Performance of different maize varieties (Longe 8H and FH 5160) under different treatments.

A welcome poster by the roadside to direct the field-day participants to the venue.
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The situation

Uganda currently has 797 confirmed cases of COVID-19, 
with 631 recoveries and no deaths. So far, seven frontline 
health workers have tested positive for COVID-19. This 
includes three nurses, two doctors and two senior-level 
staff members. All government ministerial staff are being 
tested because of their frequent movements throughout 
the country.

During the President’s address concerning COVID-19, 
permitted public transport to resume operations after 
almost three months of being under lockdown. The 
Ministry of Kampala Capital City and Metropolitan Affairs 
were therefore tasked to develop guidelines for the safe 
opening of public transport in compliance with the 
Standard Operating Procedures developed in consultation 
with the Ministry of Health. From 29 May 2020, all public-
service vehicles were assigned routes where they would 
be operating by the Kampala City Council Authorities. After 
this, they would then report to the Ministry of Works and 
Transport to obtain a temporary route chart valid until the 
31st of December 2020. Public service vehicles have been 
given a six-month grace period to register and obtain all 

the correct documentation until which point they will 
not be permitted to operate. In addition, public-transport 
owners were to adopt modalities for the protection of 
public-transport workers during the pandemic. These 
included but were not limited to: checking people’s 
temperatures; operating at half capacity; each passenger 
service vehicle having hand-washing facilities available; 
and the wearing of masks being obligatory for all 
passengers. A vehicle found carrying passengers without 
masks would risk losing its public-service vehicle license.

Private cars were allowed to move as long as they did not 
carry more than four people. According to the president, 
food markets were to continue operating. Factories, 
hardware shops, garages, metal and wood shops and 
restaurants were allowed to open but cautioned about 
observing social distancing.

Bars, salons, gyms, churches and swimming pools 
remained closed since they could not observe the 
rules of social distancing. The 19h00 to 06h30 curfew 
implemented was to remain remained unchanged for 
another 21 days.

Hub agrodealers in Uganda are 
successful despite COVID-19 
pandemic – The Case of 
Idatujje Farm Agency and Acila 
Enterprises Limited
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Public transport now in Uganda: passengers seated 1m apart from each other and wearing masks

The harvested Kilele F1 demonstration site managed by Ochakolong (in the middle)
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About Idatujje Farm Agency and Acila 
Enterprises Limited

Moses is the founder of Idatujje Farm Agency Limited, 
which started in 1985. It operates across six districts: 
Bugiri, Iganga, Mayuge, Kaliro, Kweeni and Butaleja. The 
hub-agrodealer agency sells agrochemicals, insecticides 
and farm equipment to farmers. Moses started the agency 
to bring services nearer to the farmers who travelled long 
distances from isolated villages to buy these products. 
Later on he noticed that the majority of farmers buying 
agrochemicals were against their use and so he embarked 
on a journey using demonstration farms to train farmers 
on the value of using agrochemicals (demo farms).

Demand-creation activities and AFAP 
intervention

Through the funding extended to cater for demand-
creation activities by AFAP, Idhatujje Farm Agency 
established demonstration gardens and set up a seed-
multiplying garden for rice. This was done through farmer 
groups. One farmer was selected from others in the group 
to host the demo farm. It was here that all training sessions 

for the other farmers in the group were held. Idhatujje 
continues to do this in four districts: Kween, Bugiri, Iganga 
and Namutumba.

“Before farmers would complain about striga weed and 
poor soil but when they were trained on how to prepare 
their gardens, use the right amount and type of fertilizers, 
topdressing and insecticide spray, farmers have testified to an 
increase in yields,” Nathan an employee at Idatujje explains.

With AFAP’s support, Idatujje Farm Agency has so far 
trained 421 farmers despite COVID-19 and he reports that 
farmers have been able to appreciate the technology and 
the products used in the same way that Idhatujje Farm 
Agency does.
“This training has greatly contributed to changing the 
mindsets of farmers regarding agrochemical use. This is 
evidenced through the results, such as the increase in 
yields from the farmers trained,” Nathan further clarifies.

A university student’s proud 
enterprise in lockdown

Apart from farmers, Acila Enterprises engages women and 
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Farmers preparing their gardens (Idatujje Agency)
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youths through demand-creation activities. Ochakolong 
Esukaya, who is 23 years old, is one of the youth who has 
benefited from Acila Enterprises Ltd, which is one of the 
AFAP-supported hubs in Eastern Uganda.

Ochakolong Esukaya is a second-year agribusiness 
management student at Busitema University, Arapai 
campus. This campus was selected to be one of the two 
host farms for a demonstration garden that was set up in 
the university grounds during the long rains (February to 
May 2020).

Having been provided with 600 Kilele F1 tomato seedlings, 
his dedication and care resulted in a 95% germination rate. 
However, because of the community excitement, some 
farmers removed some of the plants from the garden.

Ochakalong registered a 96% germination rate for his 
tomatoes in the new half-acre site he set up. He learnt 
these skills during the COVID-19 pandemic with support 
from AFAP and Syngenta.

During his harvest in May, Ochalolong produced 1300kg 
from the garden, which amounted to 1,300,000 UGX, 

approximately USD 366 in a 40m x 20m plot. The proceeds 
are placed in the university treasury, while Ochakolong, 
meanwhile, prides himself on the skills and knowledge 
he obtained during the project. Because of the amazing 
yields from the demo garden, community members 
(the farmers) requested that Ochakolong provide them 
with seeds for planting. To date and with the help of 
Acila Enterprises Limited, he has sold 39 Sachets of Kilele 
F1, each costing 62,000 UGX, which totals 2,418,000 
UGX, approximately 681 USD. He has been earning a 
commission of five hundred shillings per sachet sold, 
approximately 0.14 USD. This has helped him to survive 
during lockdown.

“I don’t regret staying back when other students went back 
home. These skills I am learning are not taught but learnt 
practically,” Ochakolong says.

While the rest of the students left school due to COVID-19, 
Ochakolong decided to stay behind, and hired land from 
the school at 50,000 per acre. He has so far set up two 
acres of pumpkins, two acres of maize and half an acre of 
the Kilele F1 tomato variety.

Potted tomato Kilele F1 for Ochakolong Ochakalong registered a 96% germination rate for his tomatoes in the new half-acre 
site he set up. He learnt these skills during the COVID-19 pandemic with support from 
AFAP and Syngenta.



The impact of COVID 19 on Input sales and 
Output markets in Uganda: A case study of 
Mobuku farmers store
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The voice of the community on 
COVID-19 in Uganda

The situation

As the cases of COVID 19 in Uganda shoot to 446 as of 
31 May 2020. The president extended the lockdown to 14 
days on the 14th of May 2020 from a 35 days’ lockdown 
period. He allowed wholesalers, hardware shops, garages, 
warehouses, metal/wood workshops, insurance providers, 
lawyers (30 maximum) and restaurants (serving take-
away) to reopen but kept schools, airports and borders 
closed. Movement of people including use of public and 
private vehicles and use of motorcycles are still restricted 
to a total lockdown of 14 days ending 20th May, 2020. The 
7pm curfew is still instituted and the only cars allowed 
to move before and beyond that time are cargo planes, 
lorries/trucks, pickups and trains.

In his speech on the 14th of May, the President advised 
essential services to either hire a bus for their staff to and 
from work, camp at their places of work, cycle or walk to 
avoid the spread of disease. Similarly, he said that anyone 
living in his/her home must wear a cloth face mask 
whenever they are in public because the virus rides on 
the droplets.

The drive

Upon realizing that products such as fertilizers were rare 
to get in the market, Ngategire Stella set foot to start her 
Mobuku farmers store in 1994 so that she could bring 
services nearer to the farmers. Mobuku Farmers store is 
located at the heart of Kasese town and nears the boarder 
of Congo and Uganda. As her business started to grow, 
she realized that most of the farmers buying seed from 
her, didn’t have where to sell their produce. Determined, 
Stella embarked on a journey to buy Maize from her 

farmers and sell it in different parts in Kampala. However, 
5 years down the road the market was flooded with Maize 
that profits were not coming in as usual. She then came 
up with a plan to mill the maize and sale the flour.

Impact of COVID 19 on Mobuku 
Farmers Store

With COVID 19 spreading rapidly in Uganda, Mobuku 
farmers store has begun to feel the impacts of the 
pandemic on both its input sales and output market. 
When the government closed boarders and stopped 
movement from Congo and Uganda, Stella has not been 
able to sale her maize to her Largest market Congo. Before 
the closure, she had sold over 60 tons of Maize worth 
Seventy two Million Uganda shillings (approximately 
20,000USD) but now she is barely selling any Maize.

The measures put in place by government has made it 
very difficult for farmers to travel to her shop. Most of 
Stella’s customers are from Mountain Rwenzori which is 
about 33.2kms from Kasese Town. Since her truck cannot 
navigate the impassable roads around the mountain, she 
hires bodabodas (Motorcycles) to move her products to 
her customers and yet the cost of moving the products 
is high and the transport charge is now 50,000 shillings 
(approximately 14$) which is twice the normal pay.

It’s been difficult for Stella to access her shop. The 15km 
trek from her home to her shop takes her about an hour 
to reach her business. This coupled with the 7am and 
7pm curfew instituted by government leaves her with 
little time to invest in her business.

The recent heavy rains in Kasese have caused the bridge at 
River Nyamwamba to burst cutting off Kasese-Fort Portal 
main road. This has further complicated the situation for 
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       The floods have wreaked havoc in Kasese. People are not mindful of the social distance procedures put in place to 
prevent COVID 19 virus from spreading. A mass number of people are sleeping in churches because homes have been 
destroyed and there is nowhere to go.                 Stella elaborated.



business in Kasese town. The factory where she mills her 
Maize has been flooded by water and there is nothing she 
can do to save her property since it’s at the other side of 
the road which she can’t cross due to the floods.

Though the local authorities and the government are 
doing the best they can to address the problem, she fears 
that this situation has taken her a huge step backwards 
in her business. She expressed that it will take her time to 
recover but she won’t give up because farmers need her 
and she equally needs them.

 
AFAP intervention

25 years in business and with AFAP’s support, Stella is able 
to sell and distribute Maize and Maize flour to Congo, 
Kampala and within different districts in Uganda such as 
Kanungu, Kabale, Bushenyi and Bundibujo.

Stella has supported over 160 farmers by just buying their 
Maize competitively during the pandemic. These farmers 
aggregate their maize as a group making it easier for Stella 
to get the maize from one place instead of looking for 
individual farmers.

“This is important for the farmers and communities in general 
because they stimulate growth of business, and improve 
members’ income as well as living conditions”, said Stella.

Out of the 50 Metric tons of fertilizers stocked in March, 
Stella has been able to distribute 30 tons of fertilizers to 
smallholder farmers and retail agrodealers. Something 
that would not have been possible without the truck 
granted to her by AFAP. Under normal circumstances, 
public transport and Motorcyles have always supported 
last mile input distribution, but all this has been hampered 
by the instituted COVID-19 measures.
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Like many hub agrodealers, Stella is continuing to buy Maize from small holder farmers to keep her business running since 
she is uncertain of how long her supply would last.

 
Credit Extension

Mobuku farmers store buys most of her product with cash but sales them on credit because of the income of the rural 
farmers. The money is then often paid back in a week’s time.

         Due to the capital of my farmers, I give more 
products such as fertilizer on credit. With access 
to products on credit, I can be able to serve more 
farmers with ease of access and affordability.            
Said Stella.
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Hub agrodealers take the 
COVID-19 crisis head on

The speed at which COVID-19 spread worldwide kept many countries on the edge. Uganda was 
not an exception. Measures in the country were taken before it registered its first case of COVID-19. 
This included the decision to temporarily disperse area populations that were usually highly 
concentrated, such as at schools, and religious, political and social gatherings. Travel restrictions 
were also put in place to and from certain high-risk countries.

When Uganda confirmed its first case on March 22, the 
president declared a quarantine across the whole country. 
Schools, shopping malls and borders were closed. 
Restrictions were also instituted with respect to the 
movement of people, which included the use of public 
and private vehicles as well as motorcycles. The lockdown 
was to last for 14 days.  The president also put in place 
a curfew for 7 p.m. and the only methods of transport 
that were allowed to move before and after that time 
were cargo planes, lorries, pickups and trains. Car stickers 
were provided to medical service providers, telecom 
companies, pharmaceutical companies, utility providers, 
food-production companies, fuel stations, firefighters 
and any other company or organisation categorised as 
essential.

The president then later extended the lockdown to 21 
days from April 15 2020 to May 5 2020, mainly because 
the number of COVID-19 patients in the country were 
accumulating. At the time of writing, Uganda had 260 
confirmed cases and zero deaths.

The severe effects of the global pandemic and the 
temporary measures that have come with it, have already 
started to take their toll on the economy and Ugandan 
citizens. There are reductions in economic activities 
in: trade, services, hotels, tourism, retail, exports and 
manufacturing sectors, which means that the country’s 
tax-collection targets will not be met. This will affect both 
national income targets and service delivery. In addition, 
the coronavirus scare has led to a drastic increase in basic 
food prices due to increasing demand and panic buying.

Agrodealers in Uganda are facing the challenge of 
accessing some products, for example fertilizers and 
also  herbicides like the weed master. This was especially 
the case when the stock began to run out because of 
the limited supply brought about by low imports. The 
prices of some products that are not in high demand 
have gone down. For example, a kilogram of maize is 950 
shillings (approximately 0.2 dollars) from 1,150 shillings 
(approximately 0.4 dollars). Musinguzi James, an AFAP-
supported hub agrodealer at M & J Multipurpose Ltd 

168



in Masindi, attested to the prices of his maize 
product decreasing ever since the lockdown 
to 1,000 shillings (approximately 0.27 dollars) a 
kilogram from 1,150 shillings (0.3 dollars)

Importing fertilizers from neighboring countries 
like Kenya has equally become a challenge. Kato 
Hassan, an AFAP-supported hub agrodealer at 
Kham Farmers’ Services Ltd in Masaka used to 
access his imports in a period of three to four days 
but now it takes him one-and-a-half weeks to get 
his products. This is mainly due to the increase in 
turnaround time at the border brought about by 
the increased random testing done to avoid the 
spread of corona. This has, equally, also caused 
traffic and long queues as people are forced 
to wait at the border. The curfew instituted on 
motorcycles for 2 p.m. and cars for 7 p.m. has also 
not made things any easier for them.

Despite these challenges and restrictions, 
the hub agrodealers are not just sitting back, 
lamenting and praying for everything to go back 
to normal. They are taking the fight head on, 
coming up with creative ways to distribute their 
products. Kato Hassan, for example, used to store 
140 metric tons of fertilizers before COVID-19 but 
now he stores 420 metric tons of fertilizer to keep 
to be able to supply his customers.

Since cargo trucks are allowed to move on the 
road, hub agrodealers have used this to their 
advantage. Musinguzi James has distributed 
large amounts of fertilizer; to be specific he has 
distributed over 30MT of fertilizer using his truck 
amidst the crisis.

Akorion supplying agricultural inputs ordered online amidst the crisis. 

Akorion supplying input products
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“African fertilizer and Agribusiness Partnership blessed 
me with a truck, this has been a huge advantage because 
they are not stopped on the way,” he said.

To curb the problem of hiked prices, hub agrodealers 
are collaborating with fellow input dealers in container 
village to get inputs at a subsidized price. They put money 
together and buy inputs in bulk. For example, a bag of 
urea is 100,000 shillings (27 dollars). When it is bought in 
bulk, it is 94,000 shillings (25 dollars).  Further innovations 
and partnerships have also been made. Akorion ICT for 
agriculture, digitalized agricultural value chains to enable 
all commercial farmers and other agribusinesses to access 
high-quality production and marketing services through 
an app called EzyAgric. With one click, input dealers 
can access agricultural inputs faster and at a subsidized 
price of 15%. Herbicides, such as the weed master, which 
initially sold at 18,000 shillings (5 dollars) are now being 
sold at 13,000 shillings (approximately 4 dollars). The 
price of fertilizers has been reduced by 5% to farmers up 
country as they have arranged consignments from the 
source/supplier. So far, the company has supplied over 
10,000 farmers across all regions of the country during 
the pandemic.

Markburridge Guest Farms (U) Ltd and Idhatujje Farm 
Agencies Ltd in Nwoya and Iganga districts respectively 
are some of the AFAP-supported agrodealers who 
have benefited from Akorion services. AFAP is currently 
building a relationship with Akorion to offer these services 
to the rest of the 14 hub agrodealers, especially during 
this crisis where social distancing and limited movement 

are core measures put in place by the Ministry of Health. 
Additionally, motorcycles are being used to distribute the 
products and deliver in fewer than 48 hours locally.

According to Victor Otieno, a sales agronomist at Yara East 
Africa, they are ensuring that a lot of fertilizers especially 
the top-dressing fertilizers are being moved quickly to 
Uganda from Kenya as the COVID-19 situation in Kenya 
is uncertain. Yara East Africa is banking on some of AFAP 
hub agrodealers to bulk more fertilizers especially for 
top dressing. Kham Farmers’ Services Ltd has already 
secured 46MT of fertilizer in preparation for the proposed 
cross-border movement restrictions for truck drivers. 
The Ugandan government is in discussion not to allow 
truck drivers to move until their COVID-19 test results 
are released, and the turnaround time is estimated to be 
between 12 and 24 hours.

When asked about lessons learned from this crisis, the 
majority of the input dealers are reported to have said 
that they have learned to be more dynamic and strategic 
in business.

“In order to progress in life you have to be as flexible as the 
wind,” noted Kato Hassan, from Kamm Farmers’ Services, 
Masaka.

If this happened all over again, input dealers have said 
that they would respond much faster because farmers 
need them and people have to eat, especially in a crisis 
like this.
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Kyazanga Farmers Cooperative Society preparing to apply bean fertilizer 
blend on the demo plot.

Kyazanga Cooperative Society washing hands to protect themselves 
against COVID-19.

Kyazanga Farmers Cooperative Society organizing their bean demo on 23 
February before the lock down.

Kyazanga Cooperative Society bean plot that was set up on 23 February 
before the COVID-19 lockdown is making good progress.



AFAP brings close 
APO’s dream 
of becoming an 
international Agro  
input dealer

        I think AFAP was God sent. Much as a truck was an urgent need, the 
challenge was how and when to mobilize USD35 000. If I were to buy a truck 
alone, my business would stumble for two years. AFAP has opened my eyes 
and now I am thinking big. This is a real push you have given me. 

Apollo Bubolo, director of Apo Farmers’ Centre.

Challenge 

Apo Farmers’ Centre started its agro-input business in 
2014, and began importing fertilizer in 2016. Apollo (Apo) 
Bubolo, director of the centre, values customer loyalty and 
because of that, he believes in the delivery of products at 
the point of sale. He has been doing this at his company’s 
expense and other high operational costs are incurred 
when transporting fertilizers and other inputs from Kenya. 

On average, every trip to his business in Iganga costs 
Apo USD500 and this excludes the expenses involved 
when delivering to the different retail networks, which 
cost USD400 per day. The cost to hire a truck fluctuates; 
in peak season, it is about USD 700 from Nairobi and 
internally, up to USD500. Using hired trucks restricts one 
from guaranteeing delivery dates and turnaround times. 
On average, Apo imports three trucks (37.5MT) per week. 
Previously, Apo tried to hire trucks that had taken goods 
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(pineapples and watermelons) to Kenya and used them 
to deliver fertilizers on their return trips. This system was 
very risky and inconvenient and dependent on where 
the truck was booked from. Booking from Uganda meant 
one had to wait for the goods to be delivered and hope 
that the truck was still in good condition. However if one 
booked from Nairobi, there was the chance of limited 
availability of trucks and high costs as well. 

The relationship between Agrodealers and the Ministry 

of Agriculture Animal Industry and Fisheries (MAAIF) has 
always been sour, especially with regard to the agriculture 
inspectors who are responsible for implementing policy. 
The Agrodealers generally regarded the inspectors 
as being corrupt and inhumane in some of their 
operations while the agriculture inspectors thought of 
the Agrodealers as people engaged in counterfeits who 
didn’t want to comply with the Government policies and 
regulations.

Apollo is proud of how the demonstration gardens have increased demand for his agro-inputs and made him get feedback from his farmers.
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Since the start of the business, Apo has been struggling 
to sell NPK because the farmers are only familiar with DAP. 
Farmers have always preferred to buy either what they 
know or what their colleagues have suggested they buy.

Apo was struggling to find a better way to interact with 
some of his farmers (both commercial and smallholder 
farmers) until AFAP highlighted this struggle. Additionally, 
many  Agrodealers have struggled to break through to 
sell their inputs, especially with the ongoing World Bank 
Program, Agriculture Cluster Development Project (ACDP) 
in which inputs are being given out on a cost-sharing 
basis. 

Initiative 

AFAP and Apo Farmers’ Centre Ltd partnered and shared 
costs to procure 12.5MT trucks. This saved on Apo’s 
high operational costs, reduced his delivery times and 
increased customer satisfaction.

AFAP has organized training, business-to-business 
meetings and provided platforms for the private and 
public sector to engage especially in the Annual Public-
Private Dialogues (PPDs) in which different stakeholders 
including Agrodealers have been key players. Prior to those 
PPDs, AFAP ensured that the Agrodealers understood 
the content of the fertilizer policy through countrywide 
consultative workshops.

AFAP also supported Apo Farmers’ Centre to carry out 
demand-creation activities, such as setting demo plots 
and having weekly radio programmes to popularize the 
available inputs they sell in the shops.

Key Result/Insight/Interesting Fact 

Since the purchase of the truck, Apo can now assure his 
customers when the fertilizers are expected since he has 
control of the truck the partnership owns. Apo uses on 
average three trucks per week and currently, two are hired 
while one is owned. Now Apo has a weekly schedule for 
input deliveries, which takes into account distance, orders 
that came first, available stock of the person and payment 
terms. This has increased sales per week from the 
previous (two trucks) 25MT to (four trucks) 50MT because 
turnaround time was reduced. 

Additionally, the retailers have also increased trust in Apo 
as his delivery time has greatly improved prompting more 
demands for deliveries. Demand has also increased due 

        By the way, AFAP has also improved our 
relationship with the Ministry of Agriculture staff, 
especially the inspectors. We were looking at those 
people as our enemies, but we are now partners 
and because of that, the certificate of premises I 
was following up for two years, I have it now. The 
Arab potash training and public-private dialogue 
were just enough to get close to some of them and 
it was sorted, AFAP has provided a long-lasting 
platform for us.

Apollo Bubolo, director of Apo Farmers’ Centre.
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to the demo plots that were set up in the villages and the 
radio programmes, which greatly increased awareness of 
the fertilizer products.

Pineapple and watermelon farmers who are Apo’s biggest 
customers have had a breakthrough because of the truck. 
Apo is now offering subsidized transport fares for their 
harvests to Kenyan markets and brings back truckloads of 
fertilizers on the return journey. 

Apollo Bubolo has established clear linkage with MAAIF 
and has been able to get his certificate for premises, 
which he had been following up for over two years. 
The relationship between Agrodealers and agriculture 
inspectors has greatly improved and many of the 
Agrodealers have since got feedback about their premises’ 
registration certificates.

The demo plots increased farmers’ awareness about 
fertilizers and their effectiveness especially NPK as most of 
the smallholder farmers were only familiar with DAP.

Despite the World Bank Program of Agriculture Cluster 
Development Project (ACDP) where free inputs are given 
out, Apo has remained in business as a result of the 
demand-creation activities he has carried out supported 
by AFAP.

Impact 

The truck that Apo is using to transport pineapples 
and watermelons to Kenyan markets for his customers 
(farmers) represents a step towards an improved value 
chain. Having a clear source of inputs, reliable transport 

Apo sharing with farmers on a field day
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Apo’s business set up welcomes you 
with up-to-the roof fertilizers (Apollo 
Bubolo in the blue coat attending to 
a customer)

176



to the market and clear segmented markets will all 
help bolster the agriculture sector. A functional hub 
makes is appealing to all stakeholders and since they 
are all increasing their individual incomes, they are also 
improving their livelihoods.

The public sector appreciating the role played by the 
private sector is a key component for the growth of the 
agriculture sector. As such, the private sector should be 
kept informed of future plans and engaged in discussions 
since it has a stake in any decisions that are made.

Lessons Learned 

Private and public sector engagement is very important 
in sector development but can easily be overlooked by 
decision makers. In this case, Agrodealers were always 
disappearing whenever they saw agriculture inspectors, 
rather than engaging in dialogue in terms of how to come 
up with better solutions. 

Partners and/or donors who supported the work:
African Fertilizer and Agribusiness Partnership (AFAP)
Apo Farmers’ Centre Ltd

Contact persons
Apollo Bubolo
Director, Apo Farmers’ Centre Ltd
apollobubolo@gmail.com

Kakaire Joel
Country Manager, AFAP
jkakaire@afap-partnership.org
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Kamm Farmer Services 
Ltd Begins to Profit in 
Agri-Input Business

A typical day at Kamm Farmer Services Ltd Maria Hassan, Kato’s wife taking stock of fertilizers being offloaded 

        Last year I sold 2400 bags in the whole 
season but this season I have already surpassed 
last year’s target. In three weeks, I have met the 
whole of last year’s target because of the good 
relationship I have with the farmers plus the 
good prices I am now offering.

Mr Twaha one of Kamm’s retailers
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Challenges

Since 2013 Kamm Farmer Services Ltd has faced the challenge of high transport 
costs, long and unpredictable turnaround times and high risk in terms of theft 
of goods that can sometimes be diverted by frustrated drivers for their personal 
gain. As a Hub Agrodealer, Kato Hassan, director of Kamm Farmers Services, has 
been importing fertilizers when he started his own agro-input business since 
2013. This was separate from the family business that started in 1990. A trip 
from Malaba would cost him USD571 and a trip from Nairobi to Masaka would 
cost him USD1285. This would depend on the season and how much trucks 
were in demand. During peak season, truck hire could go as high as USD600 
and USD1500 for those routes respectively. Weekly demand for 237.5MT was 
relatively high despite the fact Kato did not own a truck and he had four main 
delivery routes: Kampala, Masaka, Kisoro and Kabaale. Kato had to do two trips to 
those locations every week. These extra costs would ripple down to smallholder 
farmers, increasing the cost of fertilizer. The situation was made worse when the 
deliveries did not arrive when scheduled. 

Additionally, the Hub Agrodealer had limited options with regard to suppliers 
when his usual suppliers did not have the fertilizers he needed.

Kamm Farmer Services is a sole distributor of certain new fertilizer blends on the 
market from Kenya; DAP from DMBL and Chapa Solai, but was facing challenges 
in penetrating some markets.

Initiative 

AFAP intervened to assist Kamm Farmers services acquire a means of transport 
to move fertilizers and other inputs from Malaba/Nairobi to the different delivery 
points. AFAP matched the cost of the 12.5MT truck in which African Fertilizer 
and Agribusiness Partnership (AFAP) contributed USD15,000 and Kamm Farmer 
Services contributed USD20,000 to buy the truck in full. Kamm completed his 
payments for the truck within three months, having received the truck in May 
2019. 

AFAP has involved the Agrodealer in a series of business-to-business (market 
linkage) meetings in which he struck a deal to be a distributor for Yara in Central 
and Western Uganda.
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Kato and Maria Hassan 
both engage in business as 
they have busy days. Maria 
does most of the stock 
taking (offloading storage 
and loading for delivery to 
retailers) while Kato receives 
orders and sources from the 
suppliers.
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Additionally, AFAP supported Kamm Farmer Services 
Ltd in demand-creation activities for the entire year. 
This was achieved by means of radio programmes and 
adverts, which had been running since April 2019. The DJ 
mentions on the radios were very specific to the fertilizer 
blends sold, including new fertilizer blends and other 
inputs that Kamm Farmer services Ltd sells. There are also 
mentions of his distribution networks and retailers.

Key Result/Insight/Interesting Fact 

Kamm Farmer’s Services now save USD714 on each trip 
from Nairobi and USD285 on trips made from Malaba to 
Masaka. Kato used these savings to buy a small truck of 
5MT for shorter-distance deliveries.

He now brings 25 trucks (275MT) per week as opposed 
to the 19 (237.5MT) he used to bring before owning a a 
truck.

Kamm Farmer Services is also benefiting from pineapple 
deliveries in Kenyan markets as 45% of his customers 
that use urea are pineapple growers. He, therefore, loads 
pineapples from Kyanamukaka in Masaka district to 
take to Nairobi and for the return journey, he loads Urea 
Fertilizers for the same people or delivers to his store.

Currently, the Hub Agrodealer is able to predetermine 
the turnaround time and advise his customers when the 
fertilizers will be delivered because he has full control of 
his truck routes.

In August 2019, through AFAP market-linkage meetings, 
Yara gave Kamm Farmer Services Ltd a licence to distribute 
its products in the central and western parts of Uganda. 
Much as the terms include credit, he is not willing to risk 
this. In only one month, he has moved 155MT of Yara 
fertilizer products. 

Furthermore Kato has reduced the cost per bag of fertilizer 
by USD0.5 for all the retail Agrodealers and aims to benefit 
througha high turnover. Kato also prides in selling DAP at 
a lower price than a key fertilizer supplier on the market, 
since he buys directly from the source, for example, the 
DMBL and Brothers from Kenya. Smallholder farmers 
are also able to benefit from the economies of scale by 
accessing inputs at a reduced cost.

Kamm’s retail Agrodealers have also reduced the cost of a 
bag of fertilizer by USD0.29 and this has largely increased 
the demand for, and use of, fertilizers by farmers.

Kamm has also acquired a warehouse at Malaba border, 
with a storage capacity of 125MT to ensure the demand 
is met.

Kamm has in 2019 registered his highest credit with retail 
networks of USD222 857 in contrast to the usual USD142 
857 because of the increased demand for fertilizer. The 
demand is associated with the AFAP-supported radio 
programs that have popularized his products and market. 
Kamm is a sole distributor of two main fertilizer products 
in Uganda, Chapa Solai and DAP fertilizer from DMBL in 
Kenya.

        What AFAP has done for me I can’t Imagine, getting 
Yara distributorship is not easy but AFAP provided me 
with the platform to meet Wafula (Yara Commercial 
Director) and then Victor (Yara Sales agronomist in 
Uganda). We are already doing good business with them. 
155MT moved in a month?! This is poor to a person like 
me who has a lot of potential.

Kato Hassan the proprietor of Kamm Farmer Services Ltd.
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Kamm Farmer Services Ltd plans to buy a trailer next 
year with a capacity of 35MT as this will be more cost-
effective in terms of volumes. However, the driver costs 
will remain the same as with a 12.5MT truck; fuel requires 
an additional USD57.

Impact

Fertilizer and other inputs have been made more 
accessible and affordable and this will increase the use 
of inputs, thus increasing agricultural productivity and 
production. 

Lessons Learned 

A truck became the catalyst that triggered change along 
the fertilizer value chain, growing the distribution chain 
and largely resulting in a high turnover. 

Kamm Farmer Services Ltd now believes in the 
Hub Agrodealer model because the company has a 
strengthened hub and functional retail network.

Kato is not considering opening a new branch because 
he uses the functional retail network as his branches. 

The key to growing functional retailers is being loyal by 
meeting their demands on time.

(Left) Richard Muwanga, Kamm’s retailer; (middle) Kato Hassan, proprietorr Kamm Farmers Services Ltd; (right) Joel Kakaire 
AFAP Country Manager. Richard was explaining how AFAP support has been of help to the moving of inputs to them as 
retailers.



Kato awards the best-performing Agrodealer in every township on his 
delivery routes. There is a total of 28 townships. The gifts range from 
motorcycles to cash from a tune of USD142 to USD1429.

Partners and/or donors who supported the work:
African Fertilizer and Agribusiness Partnership (AFAP), Kamm Farmer 
Services Ltd

Contact persons
Kato Hassan
Director, Kamm Farmers Services Ltd
kato85hassan@gmail.com

Kamm’s new 5MT truck to do short-distance deliveries to 
retailers, procured early this month from savings made on 
transport

Kato Hassan of Kamm Farmer Services Ltd’s new store with a capacity of 125MT at Malaba 
Border post, which was rented in August 2019 to manage high fertilizer demands/stock.

        Thank you for making things easy 
for us. The delivery of fertilizer is now 
easy and prompt. I spoke to Kato while 
you were still in Masaka to bring me 
CAN. If you would stay here another 
two hours, you would see the truck 
already here

Richard Muwanga of Bukasa Business 

Stores, one of Kamm Farmer Services’ 

retail agro dealers located in Kalisizo

Joel Kakaire 
Country Manager
jkakaire@afap-partnership.org



Nyabyumba United 
Farmers’ Cooperative 
and SACCO Proud 
of AFAP Support to 
Kabaale Agro-Inputs 
Supply Ltd

        We did not know fertilizers are also used in beans and sorghum. We 
thought fertilizers are for Irish potatoes since it is the commonest, we grow for 
sale. 

Mr Goret, treasurer of the Nyabyumba United Farmers’ Cooperative society Ltd

Challenge 

Nyabyumba United Farmers, including the entire Katenga 
sub-county in Kasese district hardly used fertilizers or 
herbicides. They also did not care to follow other basic 
agronomy practices like planting key crops like sorhum 
and beans in rows. Sorghum cultivation is deeply ingrained 
in the sociocultural life of the people in Nyabyumba and 
Kigezi region as a whole. However, the crop has been 

seen negatively for having low yields, being economically 
unprofitable and contributing to alcoholism in the zone. 
However, the question that is frequently asked and is 
never adequately answered is: Why do farmers continue 
to grow sorghum if it is as unprofitable as it is alleged? 
We all know that farmers are not irrational in the decision 
although other camps may think otherwise. 

Sorghum contributes significantly to the food culture of 
Banyakigezi or Bakiga. It is used to prepare a soft beverage, 
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“Bushera”, an alcoholic drink, “Murrumba”, while the 
dredges and stover are used as animal feed. The dredges 
from porridge and muramba are popularly used as feed 
for pigs and cows. Sorghum is also a critical component 
of the farming system in the Kigezi region. These 
notwithstanding, sorghum is still grown traditionally with 
no modern production technologies. It is sown by hand 
broadcasting, hand weeded, manually harvested and 
threshed by manual beating with clubs.

It appears we cannot wish away sorghum in the short 
run because it seems to form a strong socioeconomic 
component of the farming system and livelihoods of 
Banyakigezi. 

Additionally, the distance of Nyabyumba to Kabaale is 
15km and this very hilly terrain makes transport of any 
inputs from town quite expensive. Transport to Kabaale 
town and back costs a total of USD6 and it is impossible 
to use one “boda boda” for both the 50kg bag of fertilizer 

Fred Rukanshungirwa with his family; one of the demo host farmers who regretted to have realised so late that fertilizers can also be used for sorghum. While he 
managed and learned on the 4x6m demo plot, he also used his ¼ acre plot to apply the same knowledge and he got 350kg. That is his best yield he has ever got 
from that plot, which used to get between 50 and 100kg. Fred intends to use the proceeds from the sales to pay school fees for his children.
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Farmer representatives of Nyabyumba Farmers Cooperative Society pose for a photo before one of the fertilizer demonstration sites in Nyabyumba. 
Note the differences in sorghum height as a result of diverse fertilizer use. The plot in the middle did not receive fertilizer amendment.
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and yourself. It requires one to have two “boda bodas”, 
implying double the cost (USD12).

Initiative

In this effort, Kabaale Agro-Inputs Supply in collaboration 
with African Fertilizer and Agribusiness Partnership (AFAP) 
undertook to improve sorghum production in Kigezi by 
piloting demonstration gardens in Nyabyumba village, 
Katenga Parish in Kamuganguzi sub-county to test and 
adapt appropriate sorghum technologies for better 
production. Emphasis was put on fertilizer use in sorghum 
and also included other best agronomic practices like 
planting in rows and weed control using herbicides. 

In the demonstrations, an attempt was made to show the 
impact of an appropriate sorghum-production package 
by: sowing in rows at 50cm spacing; controlling the 
seeding rate to avoid wasteful thinning after germination; 
controlling weeds with metrazine herbicide; and then 
hand weeding, which is time consuming or never done 
in time. 

Weeding sorghum is required at the peak of other farming 
activities when farmers are also preparing fields for beans, 
potatoes and other crops. This plethora of activities delays 
sorghum weeding and affects its growth and probably 
eventual yield. Weed control with herbicides, therefore, 
would be part of improved sorghum cultural practices 
if the benefits of fertilizer in this crop are to be realized. 
The demonstrations adopted a lead-farmer approach to 
represent study sites for the other farmers and as sources 
of information for improved sorghum production. The 
selected farmers were those who were willing to share 
information with others during and after the exercise.

Because of the high transport of inputs when moving 
from Kabaale town to Nyabyumba, the Nyabyumba 

farmers decided to start an agro-input shop to ease access 
and increase the affordability of the inputs particularly 
because fertilizers are quite heavy to move up the hills.

Key Result/Insight/Interesting Fact 

• Because the weeding of sorghum is at a time when 
farmers are preparing fields for other crops, they have 
always ignored it in favour of other crops. This was 
because of sorghum’s reputation for low yields that 
had developed over time despite the strong economic 
benefit attached to it. The interventions with the good 
yields that were realized for both beans and sorghum 
have now changed the prevailing mindset more 
positively.

• Already 40% (48 farmers) of Nyabyumba United 
Farmers’ members have already invested in fertilizers 
from the group even before the start of the season and 
the chairperson expects more orders to be placed by 
farmers as the season draws nearer.

• All six of the host farmers have already saved with 
the SACCO money for fertilizers, having appreciated 
the change that the fertilizer and other agronomic 
practices yielded from such a small demonstration plot 
size.

• Membership has also grown to 1800 members from 
1740 members

• Nyabyumba United Farmers also gives fertilizer loans 
to members and it is easy to offset from the SACCO 
since the SACCO is owned by members of Nyabyumba 
United Farmers.

• Sales of inputs have progressively increased; in 2017 
total sales of inputs were USD11 448; in 2018 they were 
USD27 918 of which fertilizers contributed USD22 334 
(80% of sales). A projection for total sales for 2019 of 
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USD42 857 was made and already sales of USD14 
235 of fertilizers have been made even before season 
2019B starts. This is attributed to the mindset change 
in which fertilizers can now be used for beans and 
sorghum.

Impact 

• Nyabyumba United Farmers made an economic 
analysis and found out that transporting fertilizer using 
a truck to Nyabyumba from Kabaale town costs them 
USD0.5 per bag in a truck as opposed to USD12 that 
was required per farmer to move a fertilizer bag to the 
hilly area.

• Fertilizers are now affordable and accessible to farmers 
because transport costs are lessened and farmers can 
easily get it from the cooperative premises; members 
are also given fertilizer loans.

• Kabaale Agro-Inputs Supply Ltd has strengthened 
its inputs market and has also built the capacity 
of Nyabyumba Farmers’ Cooperative by making a 
functional retail outlet. 

• Fertilizer and other inputs have been made more 
accessible and affordable to smallholder farmers and 
this will increase the use of inputs, thus increasing 
agricultural productivity and production. 

• These interventions have created a positive mindset 
within smallholder farmers and will likely contribute to 
their engagement in agriculture by encouraging them 
to invest and thus profit from the investment.

• Fertilizer use generally increases yield per unit for 
beans and potatoes respectively as demonstrated in 
Nyabyumba village, Kabaale district, Western Uganda. 
(See figures 1 and 2 on the right.)

 

Figure 1: Bean yield vs fertilizer types/amendments

 

Figure 2: Potato yield vs fertilizer amendments
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Lessons Learned 

• It is not good to assume that certain practices are 
obvious as farmers of Nyabyumba had never thought 
it was right to use fertilizers in beans and sorghum until 
this was demonstrated to them.

• Limited access to knowledge was reducing the 
adoption of technology and the use of fertilizers, much 
as the populace was willing.

• Establishing an agro-input shop near, or connected 
to, an organized farmer group will easily create impact 
and ease sales.

• Identifying the exact need is what will ease progress 
and catalyze the change within the value chain.

Farmers of Nyabyumba United Farmers could not hold back their excitement about the knowledge revealed through the AFAP-supported 
demos enabled through Kabaale Agro-Inputs Supply. They wrapped up with a ‘Kiga dance” – a local traditional dance.

        Mr Rogers is a good man. When the demand 
for the fertilizers increased after what the farmers 
saw in the field; he was flexible enough even to 
supply us with fertilizers on credit to sell to the 
farmers. He gave us up to 30 days’ grace period 
to pay. We also give fertilizer loans to farmers 
and they are paying well.

Mr William Muyambi, chairperson of Nyabyumba 

United Farmers and SACCO
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Additional Information 

Nyabyumba United Farmers started in 2002 and later 
formed a SACCO in the same year. The agro-input business 
started in 2017 and current membership is 1740 members: 
851 men, 756 women; 11 groups; 11 joint accounts; and 
11 institutions. The SACCO has a share capital of USD85 
714. However, the membership is said to have grown to 
1800 members arising from the recent activities. 

To date they farm 24 acres as a group and sell Irish 
potatoes to the Nakasero market, in Kampala. In total from 
members the cooperative commands 6000 acres that if 
farmed well, can increase incomes for all their families 
through high productivity.

Farmers of Nyabyumba were surprised to know that 
fertilizers are also used for beans and sorghum.

Nyabyumba United Farmers pose for a photo at their main office with AFAP country 
manager (extreme left) and SACCO manager (extreme right)

Partners and/or donors who supported the work:
African Fertilizer and Agribusiness Partnership (AFAP)
Kabaale Agro-Inputs Supply

Contact persons
Dr Rogers Kakuhunzire
Director-Kabaale Agro-Inputs Supply
rmkakuhenzire@gmail.com

Akankwasa Ambrose
Nyabyumba Farmers’ Cooperative Society
Manager
Ambroseakankwasa395@gmail.com 

Joel Kakaire
Country Manager – African Fertilizer and Agribusiness Partnership
jkakaire@afap-partnership.org 
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James Musinguzi of M & J explaining how the maize thresher makes work easy in busy seasons

M & J Multipurpose Enterprises store with both threshed and unthreshed maize aggregated by 
farmers for better prices. Most of the maize is threshed at the store to maintain quality, that is, to 

avoid the habit of using sticks to remove grain from the cobs
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Challenges

Farmers working with M & J Multipurpose Enterprises 
Ltd had never benefited from their sweat of aggregating 
produce since their relationship started in 2010. Season 
after season farmers had been selling their produce when 
the prices are very low, and their share of the bargain 
would be taken by the middlemen/traders who owned 
means of transport and knew where the market was. In 
total, these two farmer groups have been harvesting and 
aggregating at least 300MT per season but have been 
losing on average USD0.06 to USD0.09 for every kilogram 
of maize harvested. This amounts to USD18 000 to USD27 
000 in a single season. This can surely have a ripple 
effect on smallholder farmers’ communities and equally 
motivate for sector development. M & J Multipurpose 
Enterprises Ltd has been with these smallholder farmers 
shoulder to shoulder to see that they benefit from their 
hard work since 2010.

The farmers also had difficulties in opening large areas of 
land and information about available fertilizers and other 
inputs on the market.

Initiative 

AFAP, in partnership with M & J Enterprises Ltd, matched 
the cost of the 12.5MT Fuso truck to make transport of 
the aggregated produce easy and cheaper. Each of the 
parties raised 50% so that the smallholder farmers could 
benefit from their maize harvest. AFAP also linked M & J to 
an off-taker, Export Trading Group (ETG), which is buying 
their maize competitively to benefit the smallholder 
farmers. The off-taker is buying the maize and selling the 
farmers fertilizer.

M & J, using AFAP’s advice, has established an input 
credit facility for organized smallholder farmers. It runs 
for an entire season, including plowing services with 100 
farmers. Each season an average of 300 acres are open 
for cultivation for the group members. Farmers under 
Tukolehamo have also come up with a Savings and 
Credit Cooperative (SACCO). Additionally, AFAP-funded 
demand-creation activities in which demo gardens 
and radio programs have been running all year round 
to create awareness of available inputs and respond to 
farmer concerns.

The Nine-Year Wait for 
Farmers to Benefit from 
their Efforts with regards 
Aggregation and Good 
Post-Harvest Handling is 
Over
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Farmers stand by already threshed and cleaned maize bagged and ready for 
loading at M & J Enterprises store in Kituuka Village, Masindi (28km from the 
centre of town)

A young man loads maize from M & J store to the truck.

A loading day employs ten people to weigh the maize and load the truck.  
M & J trusts ladies to take records of the weights being loaded.

The maize buyer (middle) standing with a dipstick to randomly sample the bags to 
confirm the maize quality and how dry it is.

       I remember the time AFAP came to visit my business; I knew better things were ahead. Joel, I am telling you, AFAP has 
been the best catalyst I could ever think of. I did not know that this truck would trigger my market and relationship with 
smallholder farmers. The farmers are motivated to buy inputs and to grow more. 

James Musinguzi director and proprietor of M & J Multipurpose Enterprises Ltd
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Key Result/Insight/Interesting Fact 

On the 9th September 2019, the Fuso truck made its 
maiden maize delivery of 12.5MT to Export Trading Group 
(a grain off-taker and fertilizer company) and to date 
180 MT have been sold from the organized Farmers of 
Pakanyi United Youth Farmers and Tukolehamo farmers. 
These farmers have continued to work together and in 
February 2019, Tukolehamo farmers started a savings 
scheme in which all 40 members have bought shares 
and to date their share capital is 1142. This is expected to 
grow with the new markets and the transport that M & J 
are availing for their produce. Their plan is to keep saving 
until the cropping season starts and M & J can offset the 
cost of fertilizer and other inputs from those savings while 
the balance on the inputs can be paid after selling the 
aggregated produce. Currently, the farmers are making 
USD1071 from each delivery they make to the market 
since they are selling their own maize. The prices continue 
to increase, and they expect more. By the 7 October 2019, 
they had sold 180MT. 

Credit services in ploughing services and inputs have 
greatly increased the area under cultivation from an 
average of ¼ acre to now an average of 1.5 acres per 
individual farmer. This has thus increased productivity and 
production.

The input and output distribution chain have been 
improved by M & J Multipurpose Ltd, which has provided 
a transport solution, a credit services and a good market 
for sourcing fertilizers and selling of the produce. As M & 
J delivers grain to ETG, the company buys fertilizers for its 
agro-input shop.

Impact 

Smallholder farmers have been able to save, as they 
make a profit of USD0.09 on each kilogram sold. This has 
increased their incomes and will improve their livelihoods 
in the long run. To date the farmers have saved 

USD16 200 in total from the 180MT sold and this has been 
achieved by 55 smallholder farmers who farmed enough 
to aggregate and store some for better markets.

As a Hub Agrodealer, James Musinguzi, director of M & Jm 
has a buy-in from many loyal customers to sell his inputs 
but also has a functional and strengthened business and 
motivated smallholder farmers whose work will boost the 
agriculture sector.

Lessons Learned 

Smallholder farmers have a great contribution to make 
in the agriculture sector especially if they are carefully 
guided and if their needs are met as and when they 
most require this. They are mobilizing themselves and 
aggregating the produce to store and benefit from bulk 
volumes and a good market.

       We employ 80 people during peak 
season, and these are majorly women and 
youth. But on a permanent basis, I have 15 
workers. And with this truck coming, five 
more jobs have been created.

 James Musinguzi director and proprietor 

of M & J Multipurpose Enterprises Ltd
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Some of the members of Tukolehamo Farmers posing in a photo with James Musinguzi, M & J Director (extreme left) and Joel Kakaire, AFAP country 
manager (extreme right).
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Additional Information 

M & J is working with three main groups; 
Tukolehamo Farmers, Pakanyi United Youth, 
and recently with Gukwatamanzi Farmers’ 
Cooperative Society Ltd.

The membership of these groups varies with 
40, 100 and 250 farmers respectively. The 
new working relations with Gukwatamanzi 
comes at a time when M & J wants to provide 
transport services to organized farmers that 
are already aggregating their maize.

One of the maize storage facilities for Gukwatamanzi  
Farmers’ Cooperative Society Ltd

James Musinguzi, director of M & J 
Multipurpose Enterprises Ltd being hosted on 
Bunyoro Broadcasting Services radio station 
in Masindi where he does weekly two-hour 
radio programmes to reach out to smallholder 
farmers on new inputs, new markets and new 
technologies. He also advises them on crop 
protection and if possible, visit some of them 
based on radio requests.

Partners and/or donors who supported 
the work:
African Fertilizer and Agribusiness 
Partnership (AFAP), M & J Enterprises Ltd

Contact persons
James Musinguzi 
Director, M & J Multipurpose Ltd
mandjmultipurpose@gmail.com 

Kakaire Joel
Country Manager, AFAP
jkakaire@afap-partnership.org

       Our current share capital is UGX 4m 
(USD1142) yet we have been struggling 
with transport and there was no 
motivation for us to aggregate. The share 
capital is now going to increase. Always 
come visit us.

Opoka William, e chairperson of 

Tukolehamo Farmers in Kituuka village
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Private-sector-led 
interventions and 
increased productivity 
in Uganda 

Challenges 

Fertilizer use is relatively low in Uganda approximated 
at 1.2kg/ha compared to the Abuja declaration of 50kg/
ha.  Mefai Agro inputs as a company identified this niche 
because they realized that the turnover rate of fertilizers 
was rather low. The farmers are not keen to use fertilizers 
for three major reasons including; 

1. Many farmers believe that their soils are fertile and do 
not need any fertilizers.

2. There are farmers that have used fertilizers before and 
lost crops due to one reason or the other.

3. There are also farmers who have used fertilizers yet 
realized no benefit. 

Therefore, for such reasons many farmers avoid the use 
of fertilizers.

In that regard, with the zeal to increase her market share 
in the fertilizer market, Cate Nakatuga, Mefai’s technical 
manager, committed to take on knowledge-transfer 
activities to equip farmers with information on fertilizers 

and how best to use them.

For effective knowledge transfer, farmers needed to be 
exposed to the tangible and visible effects of fertilizer use. 

Initiative 

In Partnership with AFAP,  Mefai Agro-Inputs Ltd set up 
crop demonstrations at which farmers received on-farm 
training. The activity has had positive effects on the sales.

Mefai sought AFAP for support to scale up the farmer-
training activities to cover at least all the regions in which 
Mefai operates. Fertilizer use is always efficient where soil 
tests are done. Mefai also requested AFAP for support in 
acquiring a soil-testing kit to support farmers embracing 
the efficient use of fertilizers. With the soil-testing 
kit,  Mefai tests soils and provides advice to farmers on 
appropriate types and quantities of fertilizers to use. This 
guarantees safety of the environment and improved crop 
productivity and consequently increases demand and 
sales for fertilizers.

        Science does not lie because such 
technologies will provide answers to where 
we have gaps in crop production. As a 
district we are honoured to partner with 
Mefai in training and providing soil-testing 
services to our smallholder farmers. Thank 
you AFAP.

Biso Godfrey, from the agriculture office of 

Kyampisi sub-county.
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Cate Nakatuga, Mefai’s technical manager doing field training in Kabembe village, Mukono district, with farmers.
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AFAP responded to Mefai’s call and supported them by 
procuring “pallintest-type” soil-testing equipment to 
inform the farmers that soil nutrient deficiency is a reality, 
which needs to be addressed, based on what is lacking in 
the soils in order to attain maximum yield. 

Key Result/Insight/Interesting Fact 

• Mefai carries out soil testing at a subsidized cost of 
USD14.2 for macro elements. This includes a report 
with recommendations for fertilizer use. Other soil-

testing companies charge USD28.2 per acre, which 
is double the cost. Mefai Agro-Inputs has to-date 
provided soil-testing services to five groups: Mukono 
district production office; the National Training Centre 
in Kampiringisa; Mpigi; and Syngenta in collaboration 
with Integrated Seed Sector Development (ISSD) to 
test demo plots and five individual farms.

• Built networks with the district and sub-county 
agricultural officials. The field day was organized with 
their support.

• Got a new agro-input dealer called Biso Agro Input 

Mefai’s first invitation by Mukono district production office to provide training on fertilizer use and 
demonstrate soil testing services; attended by 88 farmers at Kyampisi sub-county headquarters.
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Suppliers based in Mukono to supply agrochemicals 
and 600 bags of fertilizer have already been ordered. 
The input shop is owned by an agriculture officer of 
Mukono district local government.

• Built trust with the District Production Office, which 
has since requested Mefai Agro-Inputs to always train 
farmers on appropriate fertilizer use before farmers 
receive planting materials supplied by government 
under the Operation Wealth Creation Program (OWC).

• Mefai’s technical manager has already been invited 
to train farmers on two occasions by the district 

and an International NGO, Integrated Seed Sector 
Development.

• Through demo plots and showcasing, Mefai has 
received fertilizer orders for 500 bags from organized 
farmers in Mukono.

Impact 

The demo plots indicated that fertilizer use increases crop 
productivity and improves quality aspects of produce 
such as shelf life and colour formation. The most significant 

Ivan Okello, Mefai’s lab technician demonstrating soil PH testing and explaining the 
implications of the results during training in Kabembe village, Mukono district.
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One of the training days by Mefai on appropriate fertilizer use in Kabembe village, Mukono district.

was maize yield, which increased by 47.9% (Variety H624). 
There was also a 25% increase in weight of the seed/ grain 
compared to a control where no fertilizer was applied (in 
Mukono, central Uganda).

Training of farmers on appropriate types and quantities of 
fertilizers to use, guarantees the safety of the environment 
and improved crop productivity and consequently 
increases demand and sales for fertilizers.

Lessons Learned 

• Demonstration plots set up with soil-testing 
equipment provide a complete set of information and 
also give answers as to why gaps in yield and quality of 
fruits exist.

• Proper fertilizer use does not only increase productivity 
of crops but also improves various quality aspects of 
produce. Farmers need to see this for themselves in 
order to appreciate the effects of fertilizer use.

• Fertilizer demand can easily be driven by soil-testing 
services.
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Mefai Agro inputs showcasing at an exhibition at a National Training Centre in Kampiringisa, Mpigi district. First private secretary for food security and 
private-sector development, Anno Galema from the Dutch Embassy becoming interested in the soil-test technology.

Additional Information 

Mefai Agro-Inputs Ltd continues to 
popularize the soil-testing equipment 
by attending farm clinics. Mefai Agro-
Inputs plans to do more soil testing with 
Syngenta and Integrated Seed Sector 
Development demo plots that will be set 
up during season 2019B.

Partners and/or donors who supported the work:
African Fertilizer and Agribusiness Partnership (AFAP), Mefai Agro-Inputs 
Supply, Mukono district local Government

Contact persons
Cate Nakatuga
Technical Manager, Mefai Agro-Inputs
nakatugac@yahoo.co.uk

Joel Kakaire
Country Manager-AFAP
jkakaire@afap-partnership.org
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The initiative was officially announced at an event 
presided over by the state vice-president of the 
Republic of Malawi, the Rt. Honorable, Saulos Klaus 
Chilima. It has  since turned out to be a massive 
humanitarian effort in Malawi. In his remarks, Vice 
President Chilima commended YARA for rolling out the 
free fertilizer distribution program to selected farmers 
commenting that it would complement government’s 
efforts to eradicate hunger. He also mentioned that 
the Action Africa Program  targeting farmers who 
are economically disadvantaged was also highly 
commendable and appreciated by the government. 
Chilima said further, “Through these combined efforts, 
it is my sincere hope that our farmers will not only be 
food and nutrition secure but also be able to increase 
income generation for their families.” Such was the 
poverty, he explained, that even a K4 495.00 bag of 
fertilizer available under the Affordable Inputs Program 
(AIP) was beyond their reach, which is why these efforts 
were so necessary.

Action Africa redeems Malawi projected 
rural livelihood woes:

Towards Thriving Farms, Thriving Future

The COVID-19 pandemic has shown us just how vulnerable agricultural value chains and rural 
livelihoods are to external shocks and how much more needs to be done to build the sector’s 
resilience. Preliminary analysis of the impact of the pandemic in Malawi has revealed disrupted 
access to agricultural inputs, extension and advisory services, and output markets for many 
farmers. However, thanks to the YARA Action Africa fertilizer donation initiative, smallholder 
farmers in Malawi have begun to protect their livelihood and food security from the predicted 
adverse impacts of the pandemic. 

The State Vice President, Rt Hon. Saulos K. Chilima handing over 
fertilizer and seed to the first beneficiaries at the launching event. 207



The great momentum set up by the official launch of 
the program ignited a country-wide distribution of this 
fertilizer, during which 100 000 households enthusiastically 
received a bag of fertilizer each. Subsequent follow-
up launches have been conducted across the country. 
Among the beneficiaries were included some socially 
marginalized groups such as prisoners from Malawi Prison 
Services in Zomba and refugees in the Dzaleka Refugee 
camp in Dowa respectively. Hon. Richard Chimwendo 
Banda MP who is the minister of homeland security and 
internal affairs, commented that “Prisoners and refugees 
lives matter” as 6 000 and 1 800 bags of fertilizer were 
handed out at these respective events in support of these 
institutions’ food-security initiatives.

AFAP, in collaboration with some of its hub agrodealers 
and the government of Malawi through the Department 
of Land Resources, has since distributed to 43 800 and 
15 400 thousand farming households across the country 
respectively. AFAP has also partnered with the World 
Food Program from which 25 800 farming households 
have benefited under the Food for Assets (FFA) program. 
Additionally, 7 200 farming households have also 

benefited from the donation through the Total Land 
Care’s Transform Project.

Winnie Daniel, one of the beneficiaries, who hails from 
Mulanje Village, TA Bvumbwe in Thyolo District is over 
the moon about the donation. “For the past three years, 
I have been a beneficiary of the government’s farm input 
subsidy program; we have been sharing a bag of fertilizer 
between two people,” she said. Winnie is a member 
of Timvane Farmer Field School. She is among the 1 
200 beneficiaries in the district who have received the 
donation through Agromix Suppliers, an AFAP-supported 
agrodealer operating in the same district.
  
The Yara Action Africa Program is an initiative with the 
goal to mobilize support for smallholder farmers to secure 
food production and improved food security. Through the 
initiative YARA donated five metric tonnes of high quality 
NPK fertilizer, which has been distributed to 100 thousand 
vulnerable rural households in Malawi. The donation, 
combined with agronomic support, is expected to triple 
maize production in Malawi. 

People with disabilities 
and the elderly are some 
of the disadvantaged 
groups being targeted 
by the project
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Action Africa Program already 
making fortunes in Uganda

The COVID-19 pandemic has shown us just how vulnerable agricultural value chains 
and rural livelihoods are to external shocks and how much more needs to be done 
to build the sector’s resilience. Preliminary analysis of the impact of the pandemic in 
Malawi has revealed disrupted access to agricultural inputs, extension and advisory 
services, and output markets for many farmers. However, thanks to the YARA Action 
Africa fertilizer donation initiative, smallholder farmers in Malawi have begun to 
protect their livelihood and food security from the predicted adverse impacts of the 
pandemic. 

Uganda’s agricultural sector faces low and declining soil 
fertility; limited access to extension services; and low rates 
of adoption of yield-enhancing technologies like the use 
of fertilizers and other inputs. This is demonstrated by the 
fact that fertilizer use in Uganda is estimated at 0.23–4.0kg/
ha/annum, which is far below the sub-Saharan African 
average of 17kg/ha/annum and the CAADP target of 50kg/
ha/annum of nutrients by 2025. This practice is partly due 
to the perception farmers have that soils are sufficiently 
fertile, as expressed in the lyrics of the national anthem 
and the erroneous perception that inorganic fertilizers 
spoil soils. In order to educate smallholder farmers, efforts 
need to be made to enable them to experiment with the 
correct use of fertilizer on farmers’ plots. Fertilizer use is key 
in increasing production and productivity for smallholder 
farmers, thereby also increasing farmers’ incomes. That is 
why during the COVID-19 pandemic, Yara has come to the 
rescue of several smallholder farmers.

In September this year, AFAP received 500MT of quality 
cereal fertilizers from Yara International and distributed 
it to 5000 smallholder farmers organized into 23 farmer 
associations or groups across 18 Ugandan districts. The 
farmers were delighted that during the tough times 
caused by COVID-19 that Yara, in partnership with AFAP, 
had gifted to them one of the most expensive inputs for 
crop production – fertilizer. On average, fertilizers cost 40% 
of the total cost of production, if used for both planting 
and top dressing. Each farmer received at least two bags 
of fertilizer to apply to their maize. Although AFAP has 
been training farmers using demonstration plots, some 
of them have never invested in fertilizers. So, in order to 
assist, Action Africa has given first-time fertilizer users an 
opportunity to experience the impact the fertilizers can 
have on their yields. This is already manifesting in some 
farmers’ fields.

The farmers groups that received fertilizers early were able 
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to top dress and the maize gardens are already looking 
very healthy and green, showing signs of very high yields. 
During the fertilizer-distribution exercise, AFAP ensured 
a market-driven approach in which the hub agrodealers 
were always in attendance in case the farmers wished 
to purchase more fertilizer during that season or in the 
seasons to come.

The Action Africa program has already caused a high 
increase in demand for fertilizers; this even before the 
farmers started harvesting. The trials have already resulted 
in a mindset and attitude change in farmers towards 
fertilizers. For example, farmers in Kaliro, organized 
under the Magezi Bugaiga Farmers’ Group (translated as 
knowledge is wealth), after receiving and using the 28MT 
of donated fertilizer, put in an additional order for 30MT of 
Yara cereal fertilizer  at  Appo Farmers’ Centre for their other 
gardens. On average, an acre in this area has been yielding 
two bags (200kg) but with fertilizer application, the health 

of their maize is such that they do not expect less than 10 
bags (1000kg) per acre. Equally, the farmers of Kyazanga 
Farmers’ Cooperative ordered 12MT of fertilizer to cater 
for their other maize gardens, even though they have not 
yet determined the yields in the fields where fertilizer has 
already been applied. Kyazanga Farmers’ Cooperative also 
received 28MT to benefit 280 smallholder farmers out of 
a total active membership of 750. The donation has also 
increased member loyalty in Kyazanga, where existing 
members and new ones enabled a subscription fee of five 
million Ugandan shillings ($1388) to be brought in from 
100 members, the equivalent in fees for an entire year 
collected in just one month. 

This increase in loyal members in certain groups has sent 
a message to other group leaders to revisit their value 
propositions in order to encourage greater member 
participation in their own associations and groups.
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Key Quotes:

“Yara has been selling quality fertilizers for a long time 
but have never before provided such a donation. This 
is indeed a blessing to us as farmers. This donation will 
increase our yields and will also increase member loyalty 
within the cooperative,” says Nasan Kabasa, technical 
manager of Idhatuje Farm Agency.

“Through a government program, Operation Wealth 
Creation, we have been given maize seeds to allocate to 
farmers in the Luuka District and AFAP has also lobbied 
for us to get fertilizers. We cannot thank Yara and 
AFAP enough! As a district we have just been talking 
about fertilizers but we never have a budget for it, and 
Operation Wealth Creation only gives seed. This fertilizer 
will surely increase production and productivity at 
a smallholder level, thus increasing farmer incomes,” 
explains Mukasa Charles, the district production and 
marketing officer of Luuka District.

“I know the value of fertilizers because I have been using 
them. However, because of COVID-19, I did not have 
enough funds to allocate to fertilizers although I have 
already planted maize. AFAP and Yara have resurrected 
my fields! As I speak, I have top-dressed the maize when 
it only had six leaves; the maize has grown very well and 
I hope to reap an abundant crop,” says Kasadha Thomas, 
a farmer in Mutuma Farmers’ Support Scheme in Iganga.

“This is a real market trigger that AFAP and Yara 
has brought to our farming communities. As a hub 
agrodealer, I will leverage on these farmer groups for 
more sales in the coming seasons because I know 
what Yara fertilizers can do in terms of increasing yields,” 
says Apollo Bubolo, director of Appo Farmers Centre in 
Iganga.
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Idhatujje Farm Agency Ltd (AFAP-supported hub agrodealer) launching 
Action Africa fertilizer distribution in Namutumba District

Joel Kakaire (AFAP country manager) addresses guests at an Action Africa 
launch in Vumba, Zirobwe District 

One of the farmer’s gardens where Yara cereal fertilizers were 
applied in the Kyazanga Farmers’ Cooperative in Lwengo District
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African Agribusiness perspectives on COVID-19 
and the risk to food supply chains 

11 June, 2020

Click here

https://www.youtube.com/watch?v=L7U-axnUbI8&feature=youtu.be&app=desktop
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Technology and Innovation in Agriculture 
a Catalyst to Africa’s Growth

9 July, 2020

Click here

https://www.youtube.com/watch?v=MAta6kJliiQ&feature=youtu.be&app=desktop
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Appropriate Agricultural Technologies and 
Innovations for AgriSMEs and Smallholder 
Farmers

20 August, 2020

Click here

https://www.youtube.com/watch?v=cBRHWNHrrc0&feature=youtu.be&app=desktop
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Harnessing the Power of Data  for Smallholders 
Data and the Path to Food Security

27 August 2020

Click here

https://www.youtube.com/watch?v=1p48_dBWYqg&feature=youtu.be&app=desktop
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COVID-19 and Fertilizer Value Chains in Sub-Saharan 
Africa: Impacts and Policy Responses (East & 
Southern Africa)

22 October 2020

Click here

https://www.youtube.com/watch?v=Va-BSzf3Ux8&feature=youtu.be
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COVID-19 and Fertilizer Value Chains in Sub-Saharan 
Africa: Impacts and Policy Responses (West Africa) 

12 November 2020

Click here

https://www.youtube.com/watch?v=zC6_k4sAhQ4&feature=youtu.be
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