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Executive Summary

The Agri-Profocus Uganda network focuses on strengthening farmer
entrepreneurship through joint action, learning and innovation, linkages among
stakeholders involved with farmer entrepreneurship.

The Farmer Organisations (FO) group of APF undertook an action research and
prioritized documentation of best practices in response to the observed negative
perceptions among farmer organisations and the need for stimulation of
agricultural entrepreneurship as an important approach towards agricultural
development and ultimately poverty alleviation in the country. A call for case
studies on best practices in August 2010 among network members realised 18
responses of which 10 were selected for field and desk study.

Major issues emerging from the study included: Farmers’ organisations’ limited
competences in meeting farmers’ needs; Farmer organisations not being market-
driven; The need for the current farming approaches to shift from agriculture as
an occupation to agriculture as a business; and the limitation of farmer
organisations being donor and project focused among others.

Over the previous six months the research was carried out. With the research
process in its final stages, a two-day event was held at Silver Springs Hotel from
9™ to 10" March 2011. The first day attended by both technical people and
decision makers from the APF-Uganda member organisations, focused on the
dissemination and discussion of the findings of the action research project. The
second day’s meeting was an experts meeting on the way forward. Specific
objectives of the meeting were to:
> Disseminate the action research results for feedback
> Stimulate participants learning from successful experiences and
approaches
> Identify existing gaps from the perspective of farmers organisations in
business development services (delivery) and ways to address these
> Explore how further collaboration within APF-Uganda can support the
improvement of organised farming in Uganda

Case based learning
On the first day, four cases were presented as follows:

a. Bee Natural Uganda (BNU): A project on “Improving the Honey Value
Chain in the districts of Arua, Nebbi & Yumbe in West Nile Region”
with 3 main objectives; To increase household honey production
through adoption of improved bee keeping technologies and access to
credit; To organise and train farmers in West Nile region to produce
quality honey and; To establish a community honey marketing
system.

b. Hoima District Farmers Association (HODFA): A 3-year project by
HODFA employing the PAED (participatory Agro-Enterprise
development) methodology. The approach is highly participative and is
linked to a business wing in order to facilitate effective marketing. This
case presented achievements, challenges and lessons learned.

C. Katerera ACE: Katerera ACE is involved in the production of maize,
cotton and beans. The case looked at how the ACE has improved
farmers’ livelihoods and incomes through a Savings And Credit
Cooperative (SACCO), links with markets (a.o.).

d. National Union of Coffee Agribusiness and Farm Enterprises (NUCAFE)
offers an innovative approach where coffee farmers can profitably own
their coffee along the value chain (adding value by hiring services) for
sustainable livelihoods and consumer satisfaction.



The results of the action research - a synthesis paper- was presented with an
overview of critical success factors and support models. This together with the
emerging issues discussed after each case presentation were further deepened in
a panel discussion that also identified the critical areas that need to be
addressed.

Key gaps for farmer-led business development

During the action learning trajectory and particularly the second day of the event
workshop it became clear that there is still a world to win when it comes to
stimulating farmer-led business development. Though there are many initiatives,
the commercial orientation of the farmer organizations is still weak and more
efforts are needed in addressing the various identified gaps. The key gaps at
farmer-led businesses identified during the workshop and action learning
trajectory included:

Poor coordination and weak linkages between value chain actors

Farmer organizations often lack the capacity to adequately link and network with
other value chain actors, which are relevant for improving their business. The low
degree of networking and linking relates among others to a lack of awareness
about the actors in the value chain. Competence in value chain mapping can be
improved. The organization of multi-stakeholder platforms was brought forward
as a way of improving value chain linkages and collaboration.

Poor business planning

Poor business planning competence within farmer organisations but also at the
level of agribusiness facilitators is seen as a key constraint in farming as a
business. There is a clear need for improving business planning competence at
farmer organizations. Strategic, project and business planning are often
intertwined. Business planning requires substantial other components than
strategic and project planning. Increased competence in business plan
development as well as practical business management is required. Farmer
organization don't only face difficulties with getting the story on paper, but also
the business management principles are a challenge. It is often observed that
social and business structures of farmer organizations are often too much
intertwined or managed by the same people; whereby the business cannot
always develop adequately. Furthermore proper supervision of the board is often
lacking.

Difficult access to capital

Difficulties in accessing capital is considered as a key gap in business
development. Often important preconditions - as developing a sound business
plan and adequate financial management - are not sufficiently met, and thereby
decreasing the chance of farmer organizations to access capital. Furthermore
farmers organizations are not sufficiently aware of the different facilities and
modalities of accessing finance. Also business facilitators working at NGOs or
even business development organizations often don’t have sufficient inside in the
financial area.

Poor financial management

A multitude of reasons underlie the poor financial management of farmer
organizations. One important reason is the lack of competence at staff and board
level, leading to insufficient control and accountability. Proper and reliable
financial management is the fundament for any farmer-led business. Though its
importance is widely acknowledged, efforts to work on this aspect didn't lead to
the desired level yet.



Limited information sharing between stakeholders

Information is required to make all kind of informed business decisions, ranging
from market information, new technologies to trends and developments in the
sectors. Furthermore the learning from other farmer organizations and
cooperatives is often limited, while especially in the area of farmer led business
development there is a lot to share and learn from each other.

Agribusiness facilitation - Business development Services

In the landscape of agribusiness facilitation there are many different actors that
can be distinguished that provide business development services to farmer
organizations, like NGO’s, Governments, financial institutions, commercial BDS
providers and so on.

Do agribusiness facilitators sufficiently tackle the gaps? The answer is: no. It can
be concluded that in order to address the key challenges mentioned above,
different actors in the BDS landscape have a role to play. However, not every
actor is sufficiently capable in doing so. Another issue is the lack of collaboration
between different agribusiness facilitators. Business development services should
be targeted based on the needs of the farmer organizations and should evolve
with the changing needs of the farmer organization.

Main conclusions:

>

Development agencies are relatively weak in the provision of business
planning services. Also the capacity of BDS providers in business
planning is regarded low. Though development agencies and BDS
providers themselves proclaim that they have the capacity, farmer
organizations regard this as insufficent.

Better coordination and collaboration between agribusiness facilitators.
Next to lack of synergy and collaboration, agribusiness facilitators
differ in their approaches, which can obstruct business development
processes.

Agribusiness facilitation is often too much done from a
donor/development agency perspective, approaching it as a project,
and not driving the business development processes in a business
wise manner. Specialisation or any other business direction should not
be forced but based on informed decisions and a genuine drive of
farmer organizations

Agribusiness facilitators could take up a more substantial role as a
broker between financial institutions and farmer led businesses.
Linkages of farmer organizations to financial institutions are often
rather weak. In practice the knowledge and the linkages of
development agencies with financial institutions is regarded to be low.
More knowledge and awareness among agribusiness facilitators is
needed about the requirements, formats, facilities and arrangements
bank, credit facilities and other financial institutions in order to
adequately serve farmer-led businesses.

In order to optimise coordination in the value chain, agribusiness
facilitators can play a more prominent role in linking farmer-led
business to other value chain actors.



> Though there is a multitude of financial management trainings given
and everybody is aware of the often weak financial management at
farmer organization, this remains an issue of importance. Especially
the supervising role of the board is regarded as a weakness. Internal
check and balances and financial accountability are crucial aspects for
a healthy functioning business. Next to lack of awareness about
finance at board level, competence at staff level is often low. It was
seen that more sharing of tools, instruments and training materials
among agribusiness facilitators could be done.

Solutions

Based on the main gaps identified during the workshop the participant came up
with possible ways by agribusiness facilitators and farmer organizations to

address them.

Gaps

Solutions (business development services):

» Poor coordination of and
weak linkages between
value chain actors

> Establish consortia / trade blocks to bring different actors
together to negotiate (quality/quantity/price/
inputs/relationships) and promote networking (APF)
Value chain analysis as input for networking events

> Poor business planning

Build capacity in business planning

Stimulate market-driven, competitive thinking
Stimulate market-based decision making; produce what
you can sell, not sell what you produce

Increase production to be more competitive

Built business management competence in farmer led
businesses
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> Difficult access to capital
o For service delivery
o For business
investments

> Raise awareness about the different credit facilities

> Raise awareness about different modalities of raising
capital
o Internal (own equity)

o  External (investors)

> Role to play for external actors on trust building, good
business plan development, for entering loans;

» To provide brokering services between FOs and
banks/financial institutions in order to promote FO's to
enter loans instead of grants

> Support FOs in meeting requirements / preconditions for
accessing loans

» Social and business
structures of FOs often
too much intertwined;
business cannot develop
adequately; not
sufficiently thought
about how the 2 relate
to each other

> Review governance, ownership and profits of the
structures

» Find proper balance between the structures and what kind
of people are needed for each of them

> Create clarity on relationship between different
units/wings/entities at the start.

> Poor financial
management

» Build capacity in financial management

» Look for reasons why financial management is poor e.g.
even where decent business plans have been developed
they tend not to be followed.

» Inconsistent
interpretation of farmer
empowerment amongst
various stakeholders

» FOs to aim at ensuring consistent interpretation of farmer
empowerment. As farmers who are empowered have
better productivity.

» FOs avoid role of "middleman”

> Limited information
sharing between other
critical stakeholders

» Asses what information is relevant - taking into mind the
kind of business and sector the business is active in.

» Ensure FOs get sufficient info to make informed decisions.

» APF to know real critical stakeholders and invite these for
events (middlemen, industries, policy makers,
transporters, exporters, practising farmers are missing!)
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Follow-up actions

Based on the action learning trajectory and the workshop the following follow-up
actions are indentified. Further prioritisation will be done by the members of the
farmers’organisations group under APF Uganda. Participants of the workshop will
be invited to provide their input on the online platform or by email.

Business planning
> Business planning training for cooperatives and other farmer-led
businesses:
o Organization of a joint business planning event for farmer
organizations and agri-business facilitators.
=  Farmer organizations: business planning principles, content
of business plan, how and which information to gather
(market information, investment plan, et)
= Agribusiness advisors: how to train/coach farmer-led
business in business planning? Methodologies, best
practices and business plan templates
o Create a space on the NING to put and specifically ask input on:
=  Business plan templates
»  Sector and value chain analysis conducted
= Share business planning information: best practices,
business cases,...
*  Financial management tools
=  Sources for agribusiness support and technical assistance

Financial management

> Organize financial management training for farmer-led businesses (for
example a financial management trainings given by Agriterra &
MANGO, tailor-made for farmer organizations)

> Share financial management manuals tailor made for farmer
organizations, also tackling aspects like:
o Checks and balances
o Accountability
o Role board

Business management and governance models
> Develop training module for management and board of farmer-led
businesses focusing on:

o Roles and responsibilities of board and management in supervising
the business. Supervision of the board on the business
management and performance is crucial, but often the board
experiences difficulties in doing so. Furthermore role division
between management and board is often not clear.

o Sharing knowledge and experiences about Different farmer-led
business forms, modalities of governance and structuring the
business within a farmer organizations

Coordination in value chain
> Organise training/sharing workshop on:

o Usefulness, do’s and don'ts in setting up multi-stakeholder
arrangements

o setting up and running MSPs, using experiences from organisations
in Uganda and important stakeholders (like NAADS). Who is
setting up MSPs, where in Uganda? This workshop should include
the importance of value chain analyses in MSPs and MSPs as a
way to develop the capacity of value chain actors.
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Access to capital (action could be taken up by APF Financial services

group)
>

Organise training/sharing workshop for FOs on how to obtain and
manage capital. This can include presentation of all the possible
options: generation of own capital, local and international loans and
grants, attracting investors,... (Uganda Investment Authority, Kilimo
Trust, Centenary Bank,... could be invited); this event can establish
linkages between FOs and capital providing institutions (can also be
organised in the form of a trade fair); include some success stories
Make inventory of available financial institutions, social investors and
their facilities and arrangements in Uganda/East Africa.

General actions

»

Revive participation of farmer organization group: it needs to be
assessed who still would like to play an active role and if there are
other organizations interested to participate.

Spend specific efforts to include crucial stakeholders within APF; like
NAADS and major programmes (e.g. USAID leads)

Complete and document the action learning materials and share with
participants on ning

Increase participation of farmers and their organizations in APF
events.

Organise a sharing event on the importance of farmer empowerment
in organisational business development, the various approaches that
are used to empower farmers and the factors that suppress farmer
empowerment.

From the workshop it could be seen that there is a lot of expertise
among the APF members. APF could make an inventory (database) of
this expertise on the NING. In this way it can be seen what each
member can offer to other members (e.qg. if Trias wants support in
training small enterprises, which organisation has the expertise?).
Furthermore such a database could show in which sector everybody
works and with which clients/partners.

Generally people have a poor reading culture but there are also few
people who actively search on the net for information. So it is nice to
put things on the NING, but who actually reads it? How can we
encourage people? Suggestions: organise small trainings in the use of
the NING (during APF events, coordination meetings or with few
people in different places in the country using members of APF) and
how to institutionalise it within organisations..
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Introduction

The current development perspective in Uganda calls for efforts towards
economic growth where all are supposed to ensure prosperity!. And agriculture
being the main source of employment for most of the population, stimulation of
agricultural entrepreneurship through farmer organisations is currently
considered as an important approach towards economic growth in general and
agricultural development in particular. Farmer organisations and a multitude of
development actors have as a result from this insight adopted various approaches
towards farmer-led agricultural business development.

The APF-Uganda network focuses on strengthening farmer entrepreneurship
through joint action, learning and innovation, linkages among stakeholders
involved with farmer entrepreneurship. In 2010 the thematic group around
Organised Farmers under APF Uganda started an action- learning process to
document Ugandan practices around farming as a businesses, as well as (BDS)
support services and models in use. The group consisted of various APF Uganda
members including NUCAFE; Send a Cow, SNV, Agriterra, Makerere University
and Ssemwanga centre.

A call for case studies on best practices in August 2010 among APF-Uganda
network members resulted in 18 responses of which 10 were selected for field
and desk study. Thereafter, action research on the accepted case studies was
carried out. With the research process in its final stages, the dissemination
workshop meeting were held to:

a. Disseminate the action research results and have participants learn from
successful experiences and approaches

b. Identify existing gaps from the perspective of farmers organisations in
business development services (delivery) and ways to address these

c. Explore how further collaboration within APF-Uganda can assist improving
organised farming

Diifferent stakeholders attended including (see annex 2) representatives from
universities and research institutes; the private sector; government officials;
farmers’ organisations members; NGO representatives and farmers.

! See The Prosperity for All initiative



1. DAY ONE: Disseminating Action Research Results

1.1 Welcome

The workshop started with a note of welcome was given by Marieke van Schie,
the APF-Uganda Coordinator and SNV Netherlands Development Organisation
Economic Development Advisor. She proceeded to present the workshop
objectives and programme, and there after reminded participants about the work
of APF-Uganda.

The Farmer Organisations’ group was formed during the Multi-stakeholder
workshop held 18th to 20th November 2009 by Agri Pro Focus. During this
workshop 5 themes were selected under which APF can address farmer
entrepreneurship. in which farmers’ organisations were selected as one the
thematic groups. The group consists of a large and open membership. This
includes: NUCAFE, Agriterra, Send a cow, Kulika, Heifer Uganda, LUDFA,
MBADIFA, and individuals. On this note, she called upon participants to actively
participate and ensure they realise the desired outcomes and then wished
everyone fruitful deliberations.

1.2 Background to the Meeting

Mr Muwonge David of NUCAFE gave a brief explanation on the research set-up,
the team that carried out the project and how the process went. The farmer
organisations group has undertaken an action research and had prioritized
documentation of best practices. This is due to the negative perception of farmer
organisations and the fact that stimulation of agricultural entrepreneurship
through farmer organisations is currently considered as an important approach
towards agricultural development. The following were identified as the critical
issues:

> Farmers’ organisations are not competent enough to meet farmers’
needs

> Farmer organisations are not market driven

> Farming approach should be shifted from agriculture as an occupation
to agriculture as a business.

> Farmer organisations are donor and project focused and lack
coordination;

> Lack of ownership and poor governance;

> Limited resources and facilities for farmer organisations.

The objective of the action research was to generate relevant knowledge,
insights and practical case material on
> Effective strategies of how farmer organisations have organised their
commercial activities. (Successful business model/approaches)
> Business development services of Development partners.

Members of the action research team were:

David Muwonge- Chairperson FO group APF Uganda

Mascha Middelbeek- Agriterra

Dr James Ssemwanga- Ssemwangda Centre

Hellen Opie- Masters Degree Student Wageningen University
Senkosi Kenneth- Masters Degree Student Makerere university
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Set up and process of the Action Research

> The first step involved the call for cases. Eighteen cases were
submitted for review of by an independent review committee. Six of
these cases were selected for on the spot study and 4 for desk study.

> The next step entailed assessment of the case studies followed by
documentation of practices and models resulting in the synthesis
paper.

> The fourth step involved this workshop to share cases and good
practices.

> After the workshop lessons were to be drawn and a way forward on
improving agri-business development activities and how they are
supported was put in place.

Acknowledgements were made to Agriterra, APF Uganda the farmer organisations
and their supporting organisation that participated and the assessment team.

1.3 Case Study Presentations

Case study pitches were given by the different presenters of the case studies, to
give the audience a brief on each of the presentations and to enable them to
choose which one to attend during the group presentations and discussions.
There were two rounds of presentations meaning that each person could assist to
the presentation of 2 case studies. The presentations were made as follows (also
see fact sheet per case study on http://apf-uganda.ning.com/page/farmers-
organisations):

a. Bee Natural Uganda (BNU)

Bee Natural Uganda (BNU) is a private sector company processing and marketing
honey for sell in Uganda, the region and Europe. Bee Natural buys honey from
the communities in West Nile so that it can increase utilisation of it honey
processing factory, which currently stands at about 15% of the 600MT, installed
capacity?.

The project by BNU on “Improving the Honey Value Chain in the districts of Arua,
Nebbi & Yumbe in West Nile Region” has 3 main objectives: To increase
household honey production through adoption of improved bee keeping
technologies and access to credit; To organise and train farmers in West Nile
region to produce quality honey and; To establish a community honey marketing
system.

Despite the number of interventions in the apiary sector in West Nile over the
years, the production of honey remains quite low. BNU partnered with Kilimo
Trust who provided the initial finance for the project, SNV for the provision of
capacity building services, Centenary Bank for the provision of loan funds to
farmers and bee keepers to provide honey. BNU markets the honey produced and
provides capacity building services to the farmers. The project was set up for the
following reasons:

> Low household honey production due to poor inputs such as hives
> Honey producing communities not linked to buyers and processors

2 According to a commonwealth study report, West Nile produces 600MT of the 800MT of honey
produced in Uganda.
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> Lack of access to finance to enable farmers acquiring modern bee
equipments. No bank was willing to provide loans to apiary farmers.

> Inadequate knowledge in modern bee keeping and apiary
management

> Lack of honey collection system

So far the project has trained 40 farmer groups of 15 individuals each (600
farmers). It has facilitated 330 farmers with access to credit in order for them to
purchase at least 10 improved hives and bee equipment, increased honey
production among the 40 groups from 70 MT per annum to 120 MT per annum,
formed project management structures, linked farmers to the market and put in
place honey production and marketing structures

The project is managed by a project oversight committee made of the partners.
There is a district committee and a sub county committee chaired by a prominent
farmer. The different farmer groups also have their committee, which
recommends and monitors the different individuals.

Kilimo trust guaranteed funds for onward lending to farmers. BNU and SNV
mobilised farmers at the district and sub county level. Members were registered
especially when they are bee keepers with 5 hives local or improved. A database
at sub county level was developed and training carried out for individual farmers
at parish level. This included practical training at the farmer’s place. After the
training Centenary Bank carried out an appraisal for loans. The steering
committee at farmer level recommended the farmers for loans. Bee natural also
guaranteed to pay and buy the honey from the farmer through payments made
at centenary bank. When the loan money is dispatched, Centenary Bank sends
the money to the hive producer. Once the farmer receives the hives from the
producer, SNV and BNU inspect to see that proper placement of hives has been
done once received by the farmer.

The project has increased colonisation rates from 40% to 90%, there has been
improvement in honey handling by the farmers hence better quality of honey,
and there is improvement in apiary management. In addition, 715 farmers have
been trained in modern bee keeping practices, 20 farmer groups with a total of
331 members formed and 20 honey collection centres established.

A total of 19 farmers have received 468 hives on loan totalling 43 million
Ugandan shillings disbursed. This shall have increased to over half a billion
shillings by the end of the 3 years. All farmers that received the loan have signed
an agreement to supply BNU with honey to ensure the honey produced is not sold
to other organisations.

Key success factors:

> An eight month financial grace period for farmers enables them to
have a 3-year loan but paid back in 2 years. Additionally, the payment
terms are tailor made for each farmer, though there are stringent
terms if payment defaults occur which include fixed repayments at
commercial rates. There are also fixed interest rates (28%) for the
loan.

> There is constant monitoring and supervision and use of a data base
to ensure desired quality and quantity.

> Proper appraisal and training of farmers is carried out before
assessments are carried out by the bank.

> Loans are given to individual farmers in the group and not the group
itself, therefore individual carries the liability.



> BNU offers competitive and market price for the honey produced
instead of fixed price.

Challenges faced

> Dependency on donation by farmers like those who received hives or
free-services from NAADS,

> Regular inspection of activities is expensive and constrained by
funding,

> The cost of assessment of the farmers for loans in quite high due to
the long distances between farmers,

> The timing of activities due to seasonality of honey delayed activities
and finally the rigid operational procedures of the different partners
causes hiccups in the implementation of the project as they all
contribute various procedures and policies to be followed.

Key lessons learned

> For greater impact, operational funds will be required for monitoring
and follow up

> Harmonization of the project operations among the partners is
required for smother project operations.

> Flexibility in project activities and budget is required is reality may not
be the same as the project plans.

> For this particular project adjustment in the project time may be
necessary since hives can only be given out in August and December

Open discussion in response to the presentation came up with the following
issues and responses:

Issues raised Responses

ARG BRI @ Qualification for loans depends on the assessment results by
farmers accessing the bank. 715 farmers were trained out of very many that
loans? were mobilised. The project outreach needs to have 40
farmer groups of between 15-30 members producing honey
to reach the target metric tonnage. So far they have 20
farmer groups. Centenary bank was then involved and it
went to each village and made assessments of 24 farmers so
far. Out of the 24 assessments, 19 farmers have received
loans to increase honey production. The ceiling for loans
given out was originally at 1200, but was brought down to
600 loans after Centenary bank advised that it would be
better to have fewer numbers for monitoring. It is however
estimated that half billion shillings shall be loaned out to the
target 600 farmers.

On Cost benefit Analysis Basing on the already done CBA, bee keeping is a very
(@Y1 BT BE[dnEl@  profitable venture. A kilo of honey costs about UGX 8000 and
level. yet in other countries, it may cost USD 2 (UGX 4,600) a kilo.
The problem is more on the level of production than the
availability of the market.

BNU investment and BNU has invested in the farmers; it goes out with its field
regulation of FO officers to carrying out training for farmers together with
marketing of honey SNV. People outside the project are allowed to sell to BNU.
BNU guarantees to buy farmers’ honey at competitive prices
and give them access to credit.

BNU being a guaranteed buyer also enables farmers to more
easily access bank loans and produce more.




Issues raised
SNV technical services

The middlemen/women
challenge, the EAC
regional market and
intellectual property
protection

On harmonising quality
with serving membership
interests

On new farmer

recruitment

Fitting farmers in
structures

BNU technical services

The conceptualisation of
the project.

Gender, equity and social
inclusion

Who pays assessment
costs and training costs?
Opportunities in apiary
beyond West Nile region

Indications on increase in
yield per hive as
compared to traditional
methods

Strategies to address
climate variations

The BNU and Banks
Private sector led model

Farmers capacity in bee
hives construction.

BDS On service providers

Responses

SNV technical services are not paid for currently. Often
farmers also have a clear knowledge of bee keeping and are
therefore able to carry out production with minimal support.
It is expected that with increase in production and therefore
more income, farmers shall be able to pay for the support
services within 3-5 years to come.

Centenary Bank is expected to increase lending, and other
banks may also be stimulated to lend to agriculture industry
Though there is no apiary policy in place yet, BNU will ensure
a better price and also get to be known widely to avoid
middlemen/women exploitation of farmers.

Already BNU sells honey to Kenya and Rwanda and so far
cross border legislation allows for trade across especially for
the raw honey.

BNU looks at quality versus quantity, there are additional
incentives paid for larger quantities brought in although all
honey brought regardless of quantity has to meet a set
standard.

During mobilisation, many people are approached and
sensitised about the project so more can join.

Those that are more knowledgeable about bee keeping are
given first priority

Farmers are not forced into structures. BNU deals with
farmers at the collection centres in their groups. For policy
issues related to the project, BNU deals directly with the
relevant district officers.

The training to farmers and middlemen/women is free. It is
paid by SNV and Kilimo.

SNV enhances the capacity of the value chain. Its role in the
value chain is temporary as a process facilitator. BNU wrote
the project proposal then approached Kilimo Trust for
support. SNV also got involved because they already do work
with bee keepers in the West Nile region.

Financial institutions’ trainings create awareness on their
conditions, which are often not met by all that participate.
In West Nile, there are more women in apiary than men.
They manage and even market the product.

Land is not yet a key factor in apiary since bee king only
needs foliage.

Assessment is done by centenary bank loan officers. SNV
has done most initial training and Kilimo trust provided some
funds to SNV for training as well.

Ramsey Owot packages honey in the Nakasongola area as
well. BNU plans also to support the coverage of the whole of
West Nile

Average output is 15-20kgs per hive. Currently, 10 hives
give 150kgs at 3000 UGX, which gives 450000 UGX. The
average cost per bee hive average about 66000 UGX. Over a
period of 3 years, a farmer will be able to pay back the loan
taken as well as have enough money left over.

Bee keeping and forests go together so there are efforts to
keep trees.

When BNU started, there was a model based on price fixing.
Today this has changed and farmers are paid based on
market prices. This model is aimed at ensuring self-
sustainability of the farmers and farmer groups.

Kilimo Trust is will to carry out research on hive making
West Nile also has 5-6 bee hive producers. These were asked
to apply to supply the project and 2 producers were selected
to supply.

There are service providers in BDS. These are taken up by
SNV as Local Capacity Builders.
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Participants concluded by agreeing that the draft policy on apiary needs to be
finalised and operationalised since the honey standards are available. The sector
is also not regulated, documented or approved by government to institute a legal
framework for quality and standards.

Comments on the model

In the context of the National Development Plan (DNP), this model that is private
sector driven is good and should be used. It assures market for farmers, private
sector shall always be in the country like Government and farmers. Players who
are temporary should work with the private sector to ensure sustainability. More
so, a holistic approach is valuable when providing support, the key idea should be
to provide an increase in income together with an increase in well being. Farmers
need more practical training and not theory in their training. This is more
empowering.

b. Katerera Area Cooperative Enterprise

Katerera ACE is involved in the production of maize, cotton and beans. The case
study presented focused on how the ACE has improved farmers’ livelihoods and
incomes. Katerera ACE started in 2007 with 3 registered producer organisations
and 621 members and now they have a SACCO. Katerera ACE works with 4117
farmers with their involvement as shown in the table below:

Level of involvement Male ' Female Total
Fully active 1698 1206 2904
Active 436 392 828
Non active 282 103 285
Total 2416 1701 4117

Katerera ACE links with markets like the UN and others in Kenya with the
support of Kilimo Trust. They also have collaborations with Centenary bank,
Agritera and Uganda Cooperative Alliance. It is located at Katerera trading centre,
Rubirizi district in Western Uganda. Currently it has six R.P.Os and 4117
members. The major enterprises include maize, beans and cotton. With the
support of UCA, Katerera Area Cooperative Enterprise (ACE) has established an
integrated enterprise model that has benefitted its members, and assured the
financial sustainability of the cooperative. It is registered with Ministry of Trade,
Tourism and Industry (MTTI).

The Business Model
The chart below shows the structural relationships in the integrated cooperative
enterprise model that has which a production and marketing department.
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Functions and structures

The Production Department is charged with the responsibility to carry out
extension services, give farmers quality seeds, give agricultural loans through
Rukoma bank and give its farmers other inputs like chemicals and tools on loan
basis. The marketing department on the other hand is linked to buyers with the
help of U.C.A. Examples include Nyakatonzi- Cotton, United Nations - Maize,
Maragharita Millers — Maize, Schools - Beans, Khaloli and brothers - maize and
beans

Critical success factors

These include: warehouse construction, increased household income, increased
membership, acquired land and title, finally extension services. Some of the
farmers’ benefits include: Quality inputs at affordable prices and on loan basis,
better markets in comparison with the open market, storage facilities and
accessibility to wide markets.

Development partners/supporters
> Kilimo Trust has contributed to construction of the warehouse by
providing Ugx 110,000,000 and establishment of the warehouse
receipt system.
> Uganda Cooperative Alliance funds trainings and marketing of
enterprises.
> RUKOMA SACCO provides credit facilities.

The Warehouse Receipt system (WRS)
The WRS marketing strategy solves two problems; the lack of storage facilities
and the difficulty of obtaining credit for small scale farmers.
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Payr’n'em of storage fees (From warehouse
’ keeper/collateral

Collateral management services
Warehouse

Ascertain commodity quantity and

Quality, oversees stock movements,
compiles stocks and reports

Ginnery, Cooperative Union
Or Private Buyer's store
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and releases stocks on instruction from depositor bank

Open Discussion
The discussions focused on gaps/issues and responses (how to address them)

Gaps identified How to address them

Cost-benefit analysis capacities > More training in cost-benefit analysis and
interpretation of results for use
Sustainability of organisation > Careful analysis of cash flow for the organisation
without support from outside? to identify ways to generate revenue for service
delivery
> Develop business plan and strategy
> Address governance issues
Effectiveness of extension > Increased remuneration for extension workers
services > Improve farmer/staff ratio
> Use key farmers to support others through the
Farmer Field School approach
> Entrepreneurial competence and organisational
development for FOs
Farmers’ negative attitudes and » Mainstream general topics on well-being
poor negotiation skills > Exposure visits and experience sharing
Betrayals in contract farming » Use Letters of Intent rather than contracts
> Ensure credibility (farmers/buyers to honour
contracts)
Disorganised buyers » Initiate trade blocks to bring all stakeholder in
the market chain together to negotiate
» Promote networking
Limited information sharing » APF to mobilise critical stakeholders for dialogues
among stakeholders > Influence national policy
» FOs to carry out market intelligence
» Add value (processing) - internal market >

Low value of products

increased income



c. Hoima District Farmers’ Association (HODFA)

HODFA is involved with empowering farmers to enhance their entrepreneurship
skills. The association is owned by 4,400 members. The structure of HODFA
involves a business wing and a service wing. The two wings work closely with
HOFOKAM (Hoima, Fort Portal and Kabale). Its staff members are involved in
training, coaching, group strengthening, market linkage & information and
technological development.

HODFA business model

HOIMA DISIAICE Farmers” Assod
Business Model
&

¥ )

/AN

HOFOKAM Other Buyers

Farmer business entities provide products/enterprises and are linked with the
HOFOKAM, which provides the financial services to them and other buyers. The
business wing, Hoima Agro Business Limited (HABL) provides services to the
farmer entities in form of value addition, bulking, storage, marketing and input
supplies. The farmers/farmer entities pay a commission for these services at a
fair interest rate. The commission is remitted to HODFA to fund their operations.

The approach employed is Participatory Agro-Enterprise Development (PAED). It
is a stepwise approach that aims at effecting ownership by its members. It is
highly participative and linked to the business wing in order to facilitate effective
marketing. The case study focuses on implementation over three years.

PAED approach

Participatory Diagnosis .
= Strengthenin ——

Enterprise |dentification

Cost benefit Analyses  Participatory Market Survey

) Enterprise Selection
Particpatory ME e Product a (/
\ Sﬁl;-s‘tec;tbflh'ﬂafket Chain Analyses

Enterprise Development
(through Farmer Field School)

ﬁ\ Business Planning -vi; nina in savina

(including linkage to buyers) cradit managem




Achievements

»

»

»

»

»

Since mid 2008, 221 groups and around 3,300 farmers have been
offered farmer- strengthening services.

All groups were supported to select an enterprise to work on (mainly
rice)

Due to trainings in Farmer Field Schools (FFS), production,
productivity and quality of rice has improved and about 40% of
groups are already linked to buyers with a contract (verbal or written)
Seven secondary level marketing associations were formed, each
comprising of 3-7 groups

After self appraisal, some groups carry out market surveys on their
own and changed their enterprises from grain to seed

Thirty five facilitators have been capacitated and these are leading
farmers.

Farmers have become stronger and active chain actors

Critical success factors

>
>
>

YV VY

Cohesive groups with strong leadership

Committed and skilled trainers to train and mentor farmers

Farmers need to experience for themselves (rice markets in Kampala
and improved agricultural technologies)

Availability of financial services

Support in initial linkage to buyers

Transparency towards the owners of the business

Ownership of business wing clearly spelt out and participation in
decision making.

Lessons learned

> PAED training enhances farmers’ confidence, self reliance and business
attitude in a sustainable way, and mentoring after trainings is crucial

> Farmers learn better from other farmers and through trained farmer
facilitators, farmer run field schools, exchange visits and competitions
between farmer groups

> Record keeping as well as monitoring and evaluation are done once
their importance has been clearly highlighted

> Trust between farmers and traders is crucial and this can be achieved
through dialogue

> Good leadership within the group is cohesion and good leadership
within the group is a pre condition for better collective marketing

> Immediate cash needs prevent farmers from effectively engaging in
collective marketing hence internal group savings are essential

Way forward

> Stimulate more dialogue between farmers and other value chain
actors including input providers

> Continue to train more farmers in PAED with more emphasis on
mentoring (especially for group strengthening and market linkages)
and adjustment of some steps

> More support to second level associations

> Explore alternative ways to meet immediate cash needs of farmers
together with MFIs e.g. by stimulating internal savings and use of
the ware house receipt system

> Develop support for reliable and timely market information

> Work more on research institutions to learn more improved
technology to cope with climate change, soil degradation, and the
increasing costs of inputs

> Ensure adequate storage and drying facilities
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> Lobby government to improve rural infrastructure

Open discussions

Issues raised Responses

Record keeping among =
farmer

Farmer recruitment >

Number of HODFA staff =

HOFOKAM interest >
rates

Government official >
involvement in HODFA

Linking farmers with >
buyers

High input technology >

Effectiveness of the >
provision of immediate
cash needs from

internally generated
savings? >

Stakeholder >
participation in PAED

Efforts to sustain the >
PAED approach

HODFA governance >

Rolling out the PAED >
model

Identified gaps

Mentor and encourage record keeping through performance
evaluation and cost benefit analysis in order make farmers
appreciate its importance. This can be done by extension
workers, HODFA and TRIAS

Record keeping can also be reinforced during cost benefit
analysis at the group level.

The model targets mainly deals with existing farmers. It
however also encourages potential farmers to join. These
are initiated into the association at the farmer mobilisation
stage

HODFA has an open membership. The HODFA structure
spreads down to the grassroots, at the parish levels where
all interested farmers who should be active farmers are able
to subscribe.

Fourteen staff twelve of which are in the service wing and
two in the business wing. Nine of the twelve are field staff.
Leading farmers are trained to become farmer facilitators in
order to effectively reach the large number of farmers. And
resources are obtained from fundraisings, membership fees,
commission fees and financial input from donors/partners to
enumerate and retain staff.

Interest rate is the same as that on the market and the
loans have a grace period of eight months.

The Quarterly stakeholder review meetings involve a range
of stakeholders including the district agricultural advisory
officer from production department.

Members of HODFA also attend local government and other
community development meetings.

The leaders of the marketing committee carry out market
surveys.

Group leaders and members are trained in contract
management.

The business wing carries out research intelligence then
stimulates dialogue between farmers and potential buyers
These are agricultural technologies that are less
subsistence based and involve use of the best
recommended agronomic practices such as use of fertilizers
and weeding.

This initiative has enhanced the capacity of farmers to
engage in collective marketing because farmers are able to
meet their immediate basic or agricultural needs without
compromising the need for collective marketing.

The interest rate for loan acquisition within the groups is
not an issue because all profits remain within the group.
The PAED approach mainly involves participation of farmers
from the initial steps. Other stakeholders are only brought
on board during enterprise selection.

TRIAS and HODFA are making efforts to strengthen the
business wing to provide a big part of the resource base.
Currently the business wing is involved in securing
contracts to train other partners in PAED approach.

HODFA has a constitution in place. HODFA representatives
on the business wing board are as a control measure to
minimise possibilities of conflict of interest of business wing
The model has been transferred to Mbarara, Masindi and
Kabale so far.
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These centred on service gaps and how to address them.

Identified gap
Limited CBA capacities among
farmers

Weak ties in the value chains
and farmers not knowing how to
participate

Poor approaches to market
identification and utilisation

Farmer frustration because of

How to address them

The service department and business wing of the
farmer organisations should help farmers know their
cost of production.

Make efforts to bridge gaps in relations and
information sharing among value chain actors.

Farmers and farmer groups should carry out clear
identification and selection of markets and then
package their products to suit the markets available.

Diversification of income generating strategy.

limited income sources/over

dependence on agriculture

Low levels of technology Advancement of infrastructure i.e. hardware and
machinery in form of dryers

Weak efforts in collective Establishment of a ware house receipt system for
marketing farmers to effectively meet demands for collective
marketing. This may require negotiating with other
stakeholders such as buyers.

Farmers not approaching Enough incentives to stimulate business minds of the

agriculture as a business business managers.

Limited business principles Clear separation of business and social issues among
actors

Limited capacity of the business Empower and capacitate the business wing to

wing effectively handle its transactions.

d. National Union of Coffee Agribusiness and Farm Enterprises
(NUCAFE)

..1 NUCAFE offers an innovative approach where Coffee
1 farmers can profitably own their coffee along the Value
o 5% chain for sustainable livelihoods and consumer
ooy satisfaction. It has 155 members and targets 150,000
f__/:& == households, has associations, cooperatives, plus
(o Y wwwn > affiliate members such. Households come together to
~n " @ form groups that can be registered and can perform
transactions. These groups come together to form
A G cooperatives and the cooperatives come together to
D L] form NUCAFE. Associations are registered as
e rarMinG . COMpanies under the cooperative law.

Farmers sell various forms of the dry cherry as shown in the diagram, 85% of the
farmers sell the kiboko form of coffee and a small percentage sell the fair average
quality.
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MARKET ANALYSIS Fair Average Quality
(Not graded beans)
CURRENT MARKET SITUATION 0.72 EUR

Kiboko 0.33 EURO per kg/=,
parchment 0.83 EURO per kg

Red cherries

0.17 EURO per kg

Green Berries 85% of
0.11 EURO perkg &= the
farmers
Coffee flowers
0.07 EURO
per tree
Source: NUCAFE 2011
Prices in EUROs per kilo
1 EURO = 3000 Ushs - 3
Coffee Consumption
1cup 4000/= (80 cups per
kg)
Role of centre of Excellence s
( VALUE PROPOSITION) Roastand ground kg~

60,000/=

Roastbeans 1kg

20,000
Graded coffee 1kg
2800 to 4500/=

FA.Q (kase) kg =
2200/=

Kiboko 1kg 600 to 700/=, parchment 2400
Red cherries

1kg 400 to 500/=

Green Berries
330/=per kg

Coffee
flowers

Source: NUCAFE 2011

220/=per tree

NUCAFE desires to see farmers selling other forms of coffee beyond the kiboko
type as shown by the straight arrow above. NUCAFE has a very small market
share of 2-5% of all the coffee produced in the country but we see it growing to
10% in the near future.
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NUCAFE offers Market Linkage and Input linkage services and it has distributed
11 nurseries over the country & seedling production. They lobby and advocate for
institutional capacity building of members and information service. It has set up a
gender equity program, in house roast and ground coffee sales, equipment
linkage service and financial services linkage program with Centenary Bank as
one of the partners.

Considering the year 2010, the coffee turnover was Ugx 790m with 759MTs of
coffee sold. It had a value of 3.7b shs and 776m shs was the amount earned by
farmers after value addition. There was a 24m income generation.

NUCAFE looks forward to; support farmers in business focused planning; Offer
brokerage services for long term capital credit and/or grant lines; Support in
organisational development including human resource development. NUCAFE
hopes to become an innovation incubator or platform where the various
stakeholders interact to meet and provide solutions to the coffee farmers needs.
In terms of BDS, the needs assessment survey was used for forming a strategic
plan development from 2003-2008. NUCAFE worked with partners to get
technical assistance in business management through several capacity building
initiatives.

Critical success factors

> A comprehensive needs assessment & strategic planning was done.

> Farmers have been organised in business groups to ease service
delivery and provision of added value to the farmers.

> NUCAFE has been successful in innovating a farmer ownership model
that delivers added value to farmers at a fee, value addition,
organisation of farmers in business groups, setting targets for
associations and needs assessment.

Lesson learned

Addressing felt needs is key- needs assessment

Attitude change approach- creating ownership and responsibility
Innovation to meet changing needs and business environment needed
Investment in terms of time, human resource & funds is key

Long term partnership in BDS

NUCAFE needs business focused planning because most of the services are
project based which has shown a fragmented arrangement

VVVYVYYVYY

Open discussions

Issue Raised Response

On quality assurance Quality assurance is key in the NUCAFE model. When the
farmer has ownership over the coffee, he/she will take care of
its quality. The quality of the coffee is checked by the business
manager or the chairperson depending on the level of
association.

I Elpte[gellfoRiolgnat:ldle]a® Farmer groups are formed after sensitization and NUCAFE just
guides the people on the registration process. Households own
100% of the cooperatives, cooperatives own 100% of the
associations and the associations own 100% of NUCAFE. The
members pay subscription fees to the associations and the
associations forward them to NUCAFE.

Follow ups on The follow up is mainly done by the group leaders and each
distributed seedlings seedling that goes out is paid for by the farmer.

Long term investment NUCAFE plans to get brokerage services from organisations
that want to invest in long term services
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There is continuous sensitization of farmers to own the coffee
strategies from the garden to the market will help to change the attitude.
On gender issues NUCAFE does not deal directly with the households; it trains

animators to carry out follow ups and to sensitisation. We

advocate for women to be involved in the process of decision
making at different levels.

DIE[[als R\ Wes EIIE [ There is risk management training.
of bumper harvests

The following service gaps were identified and solutions suggested:

Gaps Solutions

» Too old coffee trees and inadequate » The Uganda Coffee Development
organic manure for coffee plantations Authority (UCDA) to assist in pricing
Inadequate safety and quality and standardising of the different
guarantee systems in the supply chain varieties of coffee.

There is limited outreach to farmers. » The different actors (NUCAFE, NGOs,
Strategies to address environmental and research institutes) should provide
and climatic challenges need to be put technical trainings for the farmers

in place. Climatic variations are not across the value and supply chain.
appropriately addressed. > Lobby government to identify
Entrepreneurship training for the supporters of the coffee production
farmers > Linkages among the different actors
Input distribution system is inadequate should be strengthened by NUCAFE.
Inappropriate long term investment > NUCAFE to expand its capacity to cover
opportunities for small holders the entire country

Exploitation of farmers in terms of

prices which leads to low morale

r

among the farmers

The varying standards on the identified
varieties of coffee

Limited investment in the
traditional/indigenous knowledge

> Awareness raising on the importance of
More organisations targeting animal rearing alongside coffee
marketing and very few promoting production

production > Promote entrepreneurship skills

There are limited efforts geared development among farmer groups.
o) |gs SETe e = ple lpsh Eleke sl SEs[Tale i >  Empower farmers to access and

to reduction in production effectively utilize the available financial
Coffee remains a male crop with services

females mainly providing the labour so

there are no/limited benefits

1.4 Presentation of the APF Uganda action research report

There were altogether 10 cases studied namely:

Balimuttaka Women’s Group

Bee Natural Uganda

Bukonzo Joint Cooperative Microfinance Society Limited
COSEDA Enterprises Limited

Hoima District Farmers’ Association (HODFA)

Katerera Area Cooperative Enterprise Limited

Masindi District Famrers’ Association (MADFA)

National Union Of Coffee Agribusinesses And Farm Enterprises
(NUCAFE)

Nyabyumba United Farmers’ Group

Sheema Dairy Farmers Cooperative Marketing Enterprise Limited

Seameoo0ow

— —
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The research team of 4 visited Nyamiyumba, HODFA, Masindi District Farmers’
Assoc iation (MADFA, BNU. The other cases were studied through document
analysis and telephone interviews. The study looked at what these organisations
do and why they are deemed to be successful more than others so as to capture
lessons for replication.

James Ssemwanga gave a presentation of the overall research results. Below is a
presentation of a number of key issues that emerged out of the research (See the
synthesis paper on http://apf-uganda.ning.com/page/farmers-organisations)

Different forms of organisation and mobilisation of members

There was no strong evidence of collective action or mobilisation for value
addition among the organisations analysed. Most farmer groups came together
because they thought they could benefit from working together and in all cases,
they had external help in forming the groups. The effort towards collective action
was mainly by a third party on issues like getting good volumes or quality
consistency.

Different types of services

In other cases, certification was important. Again in all cases, part of the service
was marketing and in some cases financial services were provided especially
where there was a SACCO linked to the Organisation. Some of models that were
reviewed included production multiplication through the ‘passing on the Gift’
technique. In other cases, contract growing was the form taken on where
households sold directly to an organisation. There also were private entities that
engaged in this form of direct contract farming with indirect linkages to financial
services. Examples were BNU and COSEDA.

Groups which had technical people hired to support them tended to be more
stable. Diversification was also a very important characteristic and this took many
forms including product, service, input diversification. Input diversification
included decision making. Synergisation of efforts was also a key diversification
feature, with each partner bringing in new ideas.

Quality assurance

More so, quality assurance and liability was very important especially in instances
where there was close contact between a farmer group and the final consumer.
Nyamiyumba was a good example of a group that maintained their buyers due to
ensuring quality products.

Performance monitoring was discovered to be very key due to a number of
reasons. Firstly when it is about collective marketing, to ensure that products are
not sold to someone else and secondly that farmers put into practice what they
have learnt during trainings (adoption rate).

Some organisations had many units but did not emerge as well integrated. In a
number of cases, there were no direct links, which was not good especially in the
initial stages of growth where you need to avoid duplication of resources. In
Bukonzo, a marketing unit was formed which was used by the members and this
got its strength from this arrangement.

Where SACCOs were linked to the group, they seemed to work effectively due to
the confidence among members on availability of funds to facilitate work. It was
also discovered that SACCOs were more handy in providing financial assistance
than banks. It was discovered for instance, that NUCAFE links coffee farmers to a
buyer or exporter but it encourages them to maintain ownership of the coffee
until the final buyer. NUCAFE has helped its farmers identify millers, given them
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credit for the milling services if miller is linked to NUCAFE. This gives a good
example of how borrowing from the value chain is better than borrowing from the
bank. Farmers are also incentivized to do what they do very well, any situation to
the contrary would attract a penalty.

Critical success factors

» Good leadership, trust and governance was very crucial for success

» Accurately targeted support where an external factor comes in and
correctly identifies and addresses needs is more beneficial than blanket
support

» Being in a strategic sector like Coffee also helped with success for NUCAFE

» Borrowing from within a value chain is more productive than from an
external source

About sustainability

Sustainability of the group was discovered to be an issue for agricultural success.
Observation revealed that there were limited number of buyers for products and
heavy dependence on donor systems for farmer capital investments. The profile
of the buyer is also important for sustainability. FOs may need multiple buyers or
a buyer who takes over 70% of the product to give stability. Sometimes though,
there is no need of sustainability of an effort or actor, since in certain instances
certain situations out-grow their usefulness.

Gaps and opportunities

It was noted that in situations where funding opportunities run out, farmers
would resorted to internal resources for continuity. Sometimes some supporters
have tended to under-value or under-estimate the capabilities of the
organisations.

The situation on the ground dictates the need for a consortium approach to
provide technical assistance. The consortium would be able to give the best
possible set of business development services. It could also be used to produce
issues like training manuals.

It was also discovered that not all problems farmers faced required capital/funds
to address. A good example is that of attitude change which calls for an appeal on
the mentality of farmers and not money to input.

Best practices to support

Addressing quality systems Better use of knowledge and application
Improved production technologies

Value added products/services

Monitoring and evaluation systems

Incentive schemes for member participation

Procurement logistics that preserve quality and improve reliability
All year round production systems such as irrigation, storage

VVVYVYYYVYYY

Types of support would fall in two categories firstly targeted support which would
involve technical to individual organisations and secondly, strategic investments
from a value chain perspective.
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Open discussions
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Issues raised Response

On collective action Collective action is for production but not having one collective
far. Key issues for collective action may include agreeing on which
crop to grow, or which markets to work with.

On value addition Value addition attracts more money. When you are a farmer and
want to remain a famer, you may need to find the best way to
add value without necessarily doing what a processor would do.
E.g sorting and grading maize or beans.

On sustainability Sometimes organisations are set up for a particular purpose but
after this, they may need to grow to address other issues.
Sustainability is linked to the continuous relevance. The human
resources are part of the aspects to look at when talking about
sustainability.

On best practices Business planning as an approach for activities of farmers.
Cost Benefit Analysis as a practice.

Roles of farmers in The PAED methodology is not intended to turn farmers into

the value chain. marketers but to help them make decisions on where to position
themselves. The methodology helps one know what is happening
in the market and accordingly determine production.

On Cooperatives APF-Uganda needs to support the professionally advanced
farmers in the area of cooperatives

1.5 Panel discussions by stakeholders

A panel was constituted to give feedback to the presentation. Key areas of
concern were; Success factors for business development services and practices
that sld be scaled up.

The following were members of the panel:

S/No. | Name Organisation

1 Eugine Luzinda MADFA

2 Leonard Kavundira MTTI

3 Patrick Woyaaga Centenary Bank Ltd
4 Geoffrey Were Makerere University
5 Mascha Middelbeek Agriterra

Using the fish-bowl technique, discussions were generated to inform the research
and also shape the next steps beyond the workshop. During this, the central
issues of discussion were the crucial Agri-Business Service provision, the success
factors for business development services and practices that should be scaled up
based on the case studies presented.

Issues that came out included specifically:

> Extension services need to be directed to farmers at the grass roots.
In an effort to focus on business, entrepreneurial competence of
farmers needs to be enhanced and the role of innovation and
creativity should be taken into consideration in order to ensure
sustainability of farmer groups. The contribution of academia in this
aspect should not be undermined.

> There is urgent need to bridge the gap between the providers of
service and farming groups. Farmer groups have failed to access funds
from banking institutions due to the failure to meet the requirements.

> Farmers are well organised but are still marred by limited funds and
lack of appropriate business skills.

> Access to markets remains a major challenge to farmers due to the
low quality and quantity of products and institutional arrangements.

> There is need for innovation in service delivery and service
intervention to farmers.
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> Reliable business planning should underlie the different models
formulated by the farmer support organisations.

Open discussions

> Specialisation should not be forced on farmers. They should be
exposed to different aspects of the value chains they belong to so as
to make informed decisions.

> Banks have a tendency to concentrate more on rich business people
and neglect the low-income peasant farmers yet these constitute the
majority of the farmers.

> Some farmers have lost confidence in financial institutions such as
SACCOs due to the observed tendencies of malpractices.

> Farmer organisations should build capacity of their members to access
financial services because banks do provide services to farmers from
production to market levels.

> Centenary Bank has come up with innovative products to solve the
problem of farmer-inaccessibility to their services. The groups
themselves will act as collateral.

> Government has put in place regulations and policies that favour
trade. It has been involved in negations of marketing Ugandan
products internationally. The government has also instituted the ware
house receipt system.

> Members need to strike a balance between practice and academia
hence, involve the academia and research a bit more.

> The use of MSPs like the one in the oilseed sector should be used for
collaboration thus having formal relations between organisations

1.4 How can we work together as members of APF-Uganda?

The following were the suggestions on how organisations can work together on
farming as a business in farmer organisations in Uganda under the APF umbrella:
> Supporting organisations should identify farmers that can be
transformed. Farmers should be categorised and the information of
types of farmers and their attitudes shared with other organisations.
Information on how to target people should be shared.
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> Research should be strengthened to continuously study trends among

farmer groups

> Farmers need to be given timely feedback on their performance.

> We need to do capacities mapping of members and link them together
to implement activities that are specific and of common interest.

> Micro finance institutions should invest in research and see how they
can intervene to help farmers

> The Farmer Field School approach should be used for extension
services as this is cross cutting.

> Involving other stakeholders for dissemination purpose like the media
may increase publicity and effectiveness of interventions.

> Link up and work more with institutions of higher learning and

research.

1.5 Wrap Up

The wrap up of the day’s meeting was facilitated by David of NUCAFE. The
following were the issues raised during wrap up

Gaps: How to address them:

Y VVV

APF to know real critical stakeholders and invite
these for events like this (middlemen, industries,
policy makers, transporters, exporters, practising
farmers are missing!)

Think about policy environment; draft national seed
policy - give input!

Ensure FOs get sufficient info to make informed
decisions.

Establish consortia of different actors

Initiate trade blocks to bring all stakeholder in the
market chain together to negotiate
(quality/quantity/price/inputs/relationships)
Value chain analysis as input for bullet 1

Use Agri-net as broker

Promote networking (e.g. through APF)

Decisions should be market-based; produce what
you can sell, not sell what you produce

Stimulate market-driven thinking

Develop performance incentive structures

Not to be solved by giving grants, but should come
out of markets; role to play for external actors on
trust building, good business plan, for entering loans
Support actors to assist FOs in meeting requirements
/ preconditions for accessing loans

Review governance, ownership and profits of the
structures

Find proper balance between the structures and
what kind of people or needed for each of them
Create clarity on relationship (MoU?)

Try to tackle this in early stage of setting up
business

Improve on financial management
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Gaps: How to address them:

» Careful analysis of cash flow for the organisation to
identify ways to generate revenue for service
delivery

» FOs to be supported in development of proper
business plan and strategy, incl. cost-benefit
analysis

> Put effective systems in place

2. DAY TWO: Farming as a Business; BDS to close the gaps

The first day of the workshop had identified the main gaps and how they could be
addressed (See notes on the first day deliberations). The gaps had been
prioritised and those formed the basis for discussions on the second day. The
second day focussed on a critical analysis: do services and models applied really
fill the gaps/demands of farmer-led businesses? What are crucial gaps (in terms
of knowledge / skills / finance / other ...) to address? And what can we do about
it?

Deliberately the number of participants
on the second day were less to be able
to have focused discussions with
experts and decision makers.
The objectives of the second day:
> Identification of the actors
involved to deliver the full
range of services to FOs to
tackle the gaps observed.
> Clarification of the roles of
and relations between the
various entities/stakeholders
> Evaluation of the service
relations between the actors
> Development of joint action
agenda

APFPF Theory of Change
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The APF Theory of Change was explained to give more insight where and how the
network functions. This to enable the participants to use the outcomes of the two
days to develop an agenda for the APF network related to BDS and the Farmer
Organisation Group.

In the sphere of control, network members share their learning and innovations,
the network links to external stakeholders and members work on joint action and
harmonisation within areas where we function e.g. action learning. APF members
aim to influence effective interventions in farmer entrepreneurship. The objective
is to enhance farmer entrepreneurship and ultimately contribute to poverty
reduction.

2.1 BDS from Farmer Business perspective

After presenting the overview of Gaps and Solutions from the wrap up discussion
from day 1; each gap was discussed through the use of the methodology of the
World café; each participant was able to go for 2 rounds and discuss 2 items
which were presented to the plenary by the discussion leaders; in summary:
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a) Poor coordination of and weak linkages between value chain actors
The discussion captured issues related to coordination and the weak linkages
between actors and identified the following
> Capacity building for farmers and actor in the value chain including
carrying out value chain analysis.
> Advocate for value chain actors and set up Multi Stakeholder Platforms
(MSPs) or trade blocks for brokering linkages and networking. This
should lead to establishment of linkages.
> Specific capacity building should be carried out for value chain actors.
> Dialogue at Multi Stakeholder Platforms could also lead to capacity
Building activities.

b) Poor business planning

This can be improved through carrying out market surveys to guide the policy
makers on the pricing mechanism and implementation process. The government
should also provide market information on what to produce, where to sell it and
the anticipated profits. Farmer organisations should then be trained on how to
interpret information and draw their business models and translate them in
business plans and how to clearly differentiate between a strategic plan and a
bankable business proposal. The business plans should be able to entail
entrepreneurship development and various ways of linking farmers to the
different actors. Farmers should also be trained in CBA and VCA to avoid making
uninformed decisions on project development and market selection.

c) Difficult access to capital

Access to capital for service delivery can be done through training farmer
organisations in record keeping so that they can keep track of their businesses
and training them in proposal writing and budgeting so that they can learn proper
accountability of the resources.

Access to capital for business investments can be done through making business
plans that can be saleable to the banks for loans, sensitize farmers on the
available service providers and how they can benefit from them. Capacity building
on the awareness how to raise internal capital through internal savings/ shared
capital/ contributions and capacity building for development of clear and simple
transparent financial system should also be put under consideration.

Creation of awareness to increase visibility through auctions and exhibitions for
resource mobilization and adoption of the Achieving Better Community
Development (ABCD) model to raise resources that the farmer organisations do
not have by making use of the ones they have.

d) Social and business structures of FOs often too much intertwined
The discussion agreed that there should be clarity between what the business
wing offers to members/owners and what social service is offered by the farmer
organisations. For this to happen, sensitisation and training on the value,
importance and separation of relationships between FOs and business wings has
to be done. Once this is achieved, systems, procedures and bylaws should be
developed to cater for both the FO and business wing. Implementation and
harmonisation of systems should be done since these are living systems that
evolve.

e) Poor financial management

Poor financial management comes about due to: Lack of skills, cultural
patronage, weak supervision, attitude that donor money is “free”, plus the
inability to challenge authority and make leaders more accountable.
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> There should be a financial report presented at every meeting

> VSLA should be promoted to encourage members to handle money
better

> Establish agreed financial principles and make them criteria for
accessing benefits.

> APF Uganda should lobby for stricter regulatory requirements for FOs
as they are currently not accountable to no one.

> Prepare, train and support the promotion of a common system of
basic financial management

> Establish external audit systems for FOs

> Promote simplified household / enterprises financial records and
management systems. Interventions at different levels should be done
simultaneously including member level household financial
management skills, group level skills so that they get the capacity to
exercise more confidence.

> Organisations should develop and comply their own financial policies.

f) Insufficient innovation and capacity to adapt to changing needs
At farmer organisation level there is a need to:
> Promote indigenous knowledge systems.
> Encourage farmers to try out new things
> We need to take advantage of existing systems (For example mobile
money)
> Promote openness and learning from others.
> Develop a simple but user-friendly strategy for information services.
> At provider level, the approach is key and capacity building needs to
be tailor made to be suitable. Multi Stakeholder Platforms are also
important for people to learn from each other.
> We should put in place mechanisms that promote exposure and work
hand in hand with researchers.
> Farmer field schools should be promoted and an inclusive
development approach should be taken.

g) Inconsistent interpretation of farmer empowerment amongst
various stakeholder

Farmer empowerment=

Small-holder.

Produce t&thc market®

13

Middie leve

Big

Farmer empowerment can easily be done by understanding each farmer level in
order to provide the appropriate services and avoid exploitation among members.
Farmers should have a number of interdependent services to enable them access
the market. A needs assessment on different levels is required to know what kind
of services the farmers need. Information on the market is also very important to
let them know what they can produce.
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h) Limited information sharing between critical stakeholders
Information sharing can be done through mapping out the critical stakeholders
and how they can help, organising meetings with the policy makers not only in
the city centre but also regionally so that the stakeholders at the regional level
can get involved. Full time employees are needed to handle the task of
information sharing. The existing information and government structures should
be made use of in order to reach out to the farmer organisations. Information
sharing can also be improved by strengthening the policy in the country and
lobby advocacy for specific issues.

Using the above emerging issues, the participants went into a process of re-
prioritisation and by votes the 5 most important issues came out to address.
These included:

Poor coordination and weak linkages between value chain actors
Poor business planning

Difficult access to capital

Poor financial management

Limited information sharing between stakeholders

uhwne

2.2 Current BDS support for farming as a business

Several models were presented as possible solutions to the observed challenges
the FOs were facing. There are many stakeholders that promote the idea of all
farmers working in groups so that they are more competitive in the existing
market. The private sector has tried to organise farmers to get access to the
supply chains. Different farmer groups formed have also come together to form
bigger groups, which in turn also form other bigger groups like farmer
cooperatives. These then deliver to the market and take part in the value chain.
The relationship then becomes unclear between the FOs formed at the bottom
and the farmer cooperatives. Some Farmer association have also formed business
wings, which they allow the farmer association to take part directly in the value
chain as private sector actors. Some BDS models that have been seen in Uganda
include:

a) “Trias Model”: Trias provides financial support to farmers to form
groups and farmer organisations. It also supports them to have
income generating activities linked to a business wing. As support
continues, like seen in Hoima, they form bigger entities as they grow.

b) “WECO model”: VECO supports individual farmers to form groups.
They also work at the top with farmer associations to form
cooperatives. In addition they work with UCA to form primary and
secondary cooperatives. Finally, VECO links farmer organisations to
access better financial services.

c) Model 3: in this model, NGOs, NAADS and UCA directly support FOs
to form bigger entities.

d) Model 4: In this model, NGOs support private sector actors to support
farmers to form bigger organisations.

2.3 Joint stakeholder analysis of BDS landscape
At group level and based on the 5 prioritised gaps, discussion and possibilities
were developed for each. The section below presents the discussions based on

the actors identified, services these actors could provide, linkages between the
actors and the current level of functionality for the identified services.
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a) Poor coordination of and weak linkages between value chain actors
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Actor Services that can be provided Level of functionality
Farmer »  Capacity development » Medium
organisations »  Farmer mobilisation
» Information sharing
» Marketing products
District Farmer »  Capacity building > Low
Associations > Lobby government and other bodies
» Information sharing
Government »  Capacity building > Low
(NAADS) »  Subsidies to District Farmer

Associations
Financial inputs
Policy guidance
Development Capacity building of FOs on business > High
agencies principals and value chain analysis
Establishing multi Stakeholder
Platforms

Funding

Information sharing

Buy products » High
Provide inputs
Feedback

Y|V VY

\4

Buyers / traders.
Input dealers

YV V|V YV

b) Poor Business Planning

Below was a product of one of the groups through group work on how business
planning for farmer organisations can be improved.
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| Actors

Role

' Rating

NGOs » Training, coaching, development > Low
and provision of tools such as value
chain analysis

Agri business » Carry out training on business > Low

institutions plans, share knowledge and
research

Individuals/private > Delivering business plans > Low

sector

Donors > Provide funds and advice on > Low
business planning

UCOMNET >  Ensure that business planning > Low
improves

NAADS » Training, monitoring and bank > Low
stopping

Market information > Provide market information to the > Low

suppliers farmer organisations

Financial institutions > Provide certain requirements and > Medium
formats to provide funds

> There is need to strengthen the capacity of the BD providers in the
business planning processes.
> There should be effective coordination and collaboration among the
service providers.
> There is a lot of work to do to strengthen the linkages among the
actors and the farmer organisations
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c) Difficult access to financial services

This looked at how access to capital can be improved for farmer organisations

Services that can be pro

functionality

Policy makers >  Lobby for national organisation of funds > Low
> Influence agenda setting
Business »  Link farmer organisations credit facilities > Medium
partners >  Provide inputs for farmer organisations
>  Buy services from NGOs
Donors »  Provide funds and influence pressure because > High
of the strings they attached to their funds
»  They also influence policy makers
Knowledge >  Carry out research and suggest ways that work | > Low
organisations and ones that cannot work
Media >  Provide information to the farmer organisations | » Low
about the available service providers in the
market and the services they provide
NGOs, BDS, >  Provide trainings to the farmer organisation so > High
private sector that they can be eligible for the financial
support
Financial »  Provide credit » Medium
institutions >  Information sharing
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d.) Poor financial management
How financial management with in farmer organisations and BDS providers can

be improved

Services that can be provided

Level of

Board of FO

Y Vv

Consult with international NGOs

Adequate financial procedures in place like
auditing

Institute systems and procedures

functionality
» Low

Staff of FO

Financial planning, reporting and accountability

» Medium

Members

Investment monitors
Procedures in place are enforced

> Low

Banks

YVVVYVYVY|VV|VV

Financial management friendly policy

Reach out “customer care”

Follow up on loans

Guarantees on funding

Provision of advisory services

The groups would have to provide records to
banks

> Low

NGOs

Capacity building services
Financial accountability

» Medium

Private
sector BDS

Y|V VvV

Provide services, audit, technical services,
values and outsourcing

> Low

Government

YV VY

Extension services

Monitor implementation of policy

Handling grievances

Policy framework set up and sensitisation on
framework

> Low

e) Limited information sharing between stakeholders

How information sharing between stakeholders can be improved.
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Actor Services that can be provided Level of functionality

Government »  Provide policy information » Low

(MTTI, MOI,

MAAIF)

NAADS »  Provide advisory services »  Medium
» Information dissemination

Research »  Provide new technology » Low

institutions »  Best practices

NGOs »  Skills development »  Medium
»  Capacity building
» Information dissemination

Media houses »  General information » High

dissemination
Private sector »  Market information (quality, »  Medium

(input dealers, quantity)
traders, financial
services etc)

Farmer »  Sharing information and » Low
organisations experiences

Market information | »  Dissemination of market » High
providers (FIT information

Uganda and

Grameen)

APF »  Coordination of all actors »  Medium

Key issues and messages that emerged from the brainstorming sessions were
summarized as follows:
> Sharing of information between farmer organisations, or between
private sector, market information providers and farmer organisations
should be a priority.
> Maintain MSP platform concept, improve it and upscale it (why?). This
shall provide capacity building for value chain actors as well.
> Build capacity of BDS providers and value chain actors especially
farmers in their organisations. Financial management must form part
of all capacity building trainings for business planning. This shall
strengthen the linkages between financial institutions and chain
actors.
> Access to capital is a big concern, there is a need to strengthen links
of FOs with their business partners, FOs need to lobby for change and
financial policy analysis needs to be done.
> The platform should continue and improve the sharing of information
between various actors and disseminate research results.

It was agreed that all the key issues emerging and the APF coordination team
shall analyse and collate the brainstorm results to ensure that necessary action is
taken for all issues under APF’s mandate and where these issues fall out of the
mandate, their visibility is raised to the relevant stakeholders.
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2.4 Preparing for Joint Action

2.4.1 What can the organisation do at individual level and what within the APF Network

Each organisation was asked to especifiy what they would do with the information and lessons learned of these two days of discussion
and exchange of experiences.

Gap to be Category of Description of actions Organisations
addressed action involved
Poor coordination | Capacity » capacity building for FOs in business principles, value chain analysis, VECO
and weak building facilitating MSP in Eastern Uganda
linkages between | Linkages » Linking FO with buyers and input suppliers VECO
value chain » Linking FO with buyers AFRID
actors » strengthen linkages with actors in our value chain NUCAFE
» Link clients and buyers CABCS
» Promote coordination and linkages Linkages
» Have a more pro-active atitude in facilitating strong linkages of FO
with VC actors
MSPs » Facilitating multi stakeholder platforms TRIAS
» Share / document experience on MSP SNV
» AT Uganda - Encourage establishment of a multi stakeholder platform | AT Uganda
among all P4P implementing partners and link that to the wider maize | CABCS
and beans platform UOSPA
» participate / organise multi stakeholder platforms Solidaridad network
» organise / coordinate regional oilseed sub sector platform dialogue NIDA
» Support multi stakeholder platform approach CELED
» Support establishment of district MSP for FOs (or strengthen existing) | Agriterra
» Assess our role in MSP and their impact on strengthen value chains KIT
relations MBADIFA
» Support capacity development of MSP facilitators and brokers for
example through Makerere programme / NARO / NAADS
» SNV will use the up scaling of multi stakeholder process to improve
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Gap to be

Category of

Description of actions

Organisations

addressed action involved
coordination collaboration and policy influences.
Lobby and » Improve on lobby and advocacy HODFA
Advocacy
Research » Interest the college of agriculture to conduct research into the Makerere University
underlying factors leading to poor coordination and weak linkages CELED
with FOs as a mechanism of tackling the issue from root causes.
» carry out a situational analysis on FO coordination in the Elgon sub
region
Coordination » APF needs to be seen in the actual coordination of stakeholders MBADIFA
» Identify stakeholders and carry out value chain analysis
Poor business Research and » Carry out market surveys, Enterprise selection using cost benefit MBADIFA
planning Studies analysis, Market chain analysis (farmers participate)
Training, » Train staff farmers in business planning MBADIFA
sensitisation » Staff training KACE
and capacity » Enterprise development seminars AFRID
building » Provide capacity building for members on business planning At Uganda
» Build capacity of FO to improve business planning IITA / UCOMNET
» Sensitise FOs about market information suppliers
» Training, coaching with more emphasis on proper record keeping and
improve access with utilisation of market information
»  APF should offer / help in enterprise development
» Increase training programs
Linkages » Link up framers to financial institutions MBADIFA
» Provide linkages for FO members to BDS services providers MADFA
» link up with BDS providers knowledgeable in the business planning CELED
for capacity building of the association AFRID
» Network with BDS organisations to support FOs VECO
» Link farmers to financial institutions
» Facilitating linkages with FOs
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Gap to be

Category of

Description of actions

Organisations

addressed action involved
Facilitation » Facilitate business planning process and feasibility studies UCOMNET
and support
for business
planning
Improvement » Share outcomes for the business planning with fellow staff, board and | NUCAFE
of Business members to improve business planning process in NUCAFE MADFA
planning » Ensure that a bankable business plan is put in place AT Uganda
» we are training BDS providers to capacitate agro input dealers in Agriterra
business planning development. We will work with participants FOs to | VECO
develop better business plans for management of agro input supply
to members
» Improve BP skills
» Articulate outcomes of BP assignment internally
» Support BP development and implementation
» Contribute to strategic investments
Tools » Collaboration with private sector Uganda and develop simple BP UOSPA
development template workable for farmers SMR Consult
» Develop practical / user friendly FO business plan template
Information » Share information with the different structures in the association IITA / UCOMNET
sharing, » Organisation will provide relevant information and knowledge to FOs KITA
experience and other value chain actors
sharing and > facilitate the learning in experiences with BDS across the APF
learning countries in a wider development context
Provision of » Capacity building in business directory, Mentoring and coaching, CELED
BDS services Monitor and evaluate performance Solidaridad
» Work with BDS and consultants to provide support FOs and Pos to NIDA
develop bankable business plans SMR Consult
> Collaborate with BDS providers to reach out to more FOs and support
BPO development activities
» Strengthen capacity of FO in business plan development
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Gap to be

Category of

Description of actions

Organisations

addressed action involved
Poor financial Tools and » Develop farmer friendly financial management manual SMR Consult
management Manuals » push for dissemination of Agriterra tools and experiences Agriterra
Capacity » capability building for both staff and board in financial management, MBADIFA
Building and accountability, monitoring, auditing NUCAFE
sharing of » improve financial management based on the above ideas and UCOMNET
lessons empower our members to improve their financial management SNV
» Provide training and mentoring for member FOs AT Uganda
» Encourage sharing of lessons learned and best practices CABCS
» Consider “lower level empowerment” when CDS in final management | Solidaridad
» AT Uganda will continue to provide financial management training and | CELED
mentoring to client FOs UOSPA
» Enter in training programs KACE
» Solidaridad shall continue to work with resource persons / AFRID
consultants’ to build capacity of partners on financial management
» Capacity building in financial management
» train farmers leaders and members on non accounting (simple)
financial management knowledge
» Cost benefit analysis and planning
» Trainings in financial management, Accountability and transparency,
Budgeting and auditing
> Build capacity of FO to improve the management of finances
efficiently
» Encourage sharing of lessons learned and best practices
Coordination » my organisation is going to improve on coordination linkages and TEDA
and linkages improve on the management system plus interdependency MADFA
» Look for necessary financial management information from other BDS | COSEDA
providers and NGOs, Share experiences
» strengthen coordination organise information sharing events
Financial » streamline financial management policies and adhere to set HODFA
policy provisions CELED
> policy analysis and dissemination
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Gap to be

Category of

Description of actions

Organisations

addressed action involved
Coaching and » During Partners and evaluation visits, remedial attention to finance Solidaridad
mentoring handling and documentation shall be done MADFA (Eugine
» Ensure that the already known financial management practices are Luzige)
put to use. UCOMNET
» Provide training and mentoring for member FO's
Access to capital | Capacity » Facilitating training CABCS
building, » Create awareness on potential BDS providers MBADIFA
training and » Support capacity development in FOs, Financial Institutions and
creation of business partners
awareness » Strengthen member business plans
Relationship » Indentify financial institutions for partnerships KACE
building and » Build relations with financial institutions SNV
linkages » Strengthen partnerships with social investors MBADIFA
» APF should take up the linkage to access capital
» linkage to service providers
Generation of » APF should be involved in the mobilization of capital for the FOs NUCAFE
capital » Use targeted solutions to obtain long term credit MBADIFA
» Diversify income based for the organisations
Information » information sharing and brokerage SNV
sharing
Lobbying & > Lobby the government for subsidies. MBADIFA
advocacy
Limited Stakeholder » Using the stakeholder process SNV will facilitate coordination, SNV
information processes collaborations and information sharing HODFA
sharing between » Broker discussions between chain actors, ensure open information
stakeholders sharing and trust within the value chain to foster open information
sharing
Support to » SNV to provide support to centres to enable farmers use them for SNV
rural planning marketing and linkages
information
centres

37




Gap to be Category of Description of actions Organisations
addressed action involved
Sharing of » AT Uganda will join APF and share information generated by collective | AT Uganda
information marketing best practices project. AT Uganda shall provide links to the | CABCS
(information collective marketing website UCOMNET
dissemination) | » Contribute to strengthen the information materials on collective The solidaridad
marketing website and disseminate widely to members. network
» Keep updated on information from members BNU
» Disseminate policy position papers to APF members MOAFA
» We provide sector specific confirmation linked to the market to CELED
prospective and existing partners AFRID
» BNU will share knowledge (not confidential) with all VC actors on AGRINET
pricing, cost benefit analysis, apiary management, quality aspects MBADIFA
» Information sharing with different sectors and partners of APF
» support inter FO information sharing.
» Provide market information to FOs
» General dissemination through media houses especially price
information in the market
» Produce market information and Disseminate market news
» Facilitate access to partner market information provider Agrinet Ltd
Networking » Invite APF members to join UCOMNET UCOMNET
» Link up with those who posses information that any association
requires
Lobbying and » Continue lobbying efforts with policy makers UCOMNET
advocacy
Centre of » Create an innovation incubator in coffee value chain becoming a NUCAFE
excellence and centre of excellence for farmers with key emphasis on information
incubation dissemination
Research » Conduct research into information systems that support rural IITA
producers UCOMNET
Portal > Development of information portal system in 13 clusters that can be UOSPA
development shared / accessed by other stakeholders INNODEV
» Access to online platform
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1.1. What is your organisation’s contribution to the APF network?

Gap to be Category of Description of actions Organisations
addressed action involved
Poor coordination | Research and | » The platform (APF) ought to research and develop information on best Makerere University
and weak best practices practices and good governance principles. (agricultural
linkages between » Share the results of the action learning research with the relevant economics
value chain department department)
actors MSP » Involving other APF members in the MSP and sharing lessons with APF | VECO
members At Uganda
» APF should support and roll out multi stakeholder platforms in UCOMNET
additional sectors MBADIFA
» Our organisation can participate actively in the platforms and Agriterra
encourage UCOMNET member participation in their respective platform | KIT
» Initiate multi stakeholder workshops TRIAS
> Before taking MSP as a model, study their impact and usefulness in
relation to improving FO
» Study best practices on MSP arrangements and their importance for FO
» Share the experience with brokering multi stakeholder platforms
> Involvement of both NGO, private and public service providers
» Share experiences in facilitating multi stakeholders platforms
Sharing of » share findings, activities and opportunities from different stakeholders’ | NIDA
information we engage with MBADIFA
» Networking and sharing sessions / events NUCAFE
» MBADIFA will and is going to be part of the Network to share the best CELED
practices CABCS
» Dissemination of information though stakeholder organisations like
NAADS
» share best practices of coordination and linkages development
» dissemination of situational analysis findings to APF
> Inter organisational formal relations / learning events
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Gap to be

Category of

Description of actions

Organisations

addressed action involved
Marketing » Increase our marketing activities to FOs
Capacity » capacity building in value chain analysis COSEDA
building > Identify service providers / development partners who can assist in TRIAS
building capacity of various actors
APF » Profile members of APF CABCS
Networking » Network with other members to strengthen CELED efforts. CELED
Poor Business Coordination » Better coordination and collaboration between BP providers Agriterra
planning and
collaboration
» Create more insight in available BP in a specific areas to work with Agriterra
Market place » Participation in market place involving other APF members VECO
Tools and > develop formats, templates for BPs with relevance to FOs NIDA
Templates > bring together various stakeholders to establish one uniform business TRIAS
plan format and capacity building in the same HODFA
» Provide bankable business plan models to build capacity
» Provide a business planning template into APF directory
Information » Share success stories CELED
sharing » Follow up visits and ensuring information sharing with farmers KACE
» organise more workshops to provide platforms for sharing experiences | AFRID
from the members CABCS
» Link up members of APF to brainstorm issues technical areas of MADFA
business planning and formation
» share experiences and knowledge in business planning
» Link up with other APF members for case studies.
Provision of » offer business plan development services to our members and follow up | NUCAFE
Business plan or coaching for effective implementation UOSPA
services » monitoring and backstopping FOs business plan development and
implementation
research > provide / conduct market analysis / feasibility study to support FO, Do IITA / UCOMNET

this with famers and NGOs, This can be done before enterprise
selection or during / after project to share lessons and best practices
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Gap to be

Category of

Description of actions

Organisations

addressed action involved
Capacity » Capacity building to clients UCOMNET
building » The APF network should provide opportunities for building capacity AT Uganda /
internally for APF members on business planning UCOMNET
» APF should assist to build UCOMNET capacity to provide business plan
support to member FOs with AT Uganda and other NGO members of
UCOMNET through a joint ToT within the next 12 months
Access to capital | Generation of | » Assist FOs to generate own resources through investment appraisal UCOMNET
capital techniques
Linkages and » Broker discussions between FOs and FlIs for effective linkages APF
relationship > Identify investors/funders for credible business wings plus bring them
building together to dialogue with other stakeholders APF
» Contribution to the market places
Development » APF should develop training materials on internal capital mobilization
of training and share capital management and share those materials with
materials UCOMNET as a vehicle for member capacity building
Training » Train farmers in record keeping, financial management and proposal David Lule
writing
Research and | » Seek information on funding CELED
information » Research more on the constraints i.e. policy and best practices
seeking
Poor financial Experience > Sensitisation about farmer empowerment through leadership trainings Makerere University
management sharing, in partnership with APF and other development agencies such as Eugine Luzige
Sensitisation IWANET TEDA
and trainings » share experiences with APF member organisations
» More capacity building which shall trickle down to FOs
» to strengthen that parental love and good ideas it has for the
community
» To have positive ideas between my organisation and APF
» To disseminate information availed to me to APF coordinator
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Gap to be

Category of

Description of actions

Organisations

addressed action involved
Coordination, | » APF should coordinate the NGOs and development agencies to work AT Uganda
Network together with one voice to insist on certain financial management UCOMNET
standards and principals as a pre condition for support CELED
tools » Promote a unified financial management manual for FOs. Work with AT | SMR Consult
Uganda and UCOMNET to develop and promote this
» Further explore financial management in FOs and develop prototype
manuals which can be disseminated for easy adoption of these
practices
» Work with other members to develop basic financial management
books for FOs
» Provide financial management manual into APF tools directory
» In house development of financial management for both financial and
non financial managers be done
» Develop a repository
Mentoring and | » Work with member organisations and board members on financial AT Uganda
coaching on management UCOMNET
financial » Build capacity and mentor KACE
management » mentorship and capacity building to improve FOs HODFA
for FOs Makerere University
Financial » UOPSA shall identify financial policies develop an inventory and UOSPA
Policy disseminate to organisations CABCS
» Advocate for policy framework that enforces FOs to report their
financial statistics situation.
Limited MSP » Establish MSPs in all areas HODFA
information » Involvement in multi stakeholder platform organisation dealing with
sharing between FOs
stakeholders Networking » Network with others to obtain relevant information for FOs CELED
and » Research and share information IITA
information » Provide information on lessons learned from past and current projects UCOMNET
sharing » provide information on marketing information in terms of buyers NIDA
» Conduct value chain analysis and disseminate results to wider audience | BNU
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Gap to be Category of Description of actions Organisations
addressed action involved
» Market information sharing among stakeholders
» Sharing information market access requirements
> Actively participate in knowledge sharing
» Actively contribute to discussions within the APF network
» Information contribution to APF for other APF members
» Linkages
» Promote information sharing among our clients
» Share available knowledge in the above and field officers to assist
Information > As the APF network grows there shall come a time to limit / filter
dissemination information provided to stakeholders based on our needs
» Update members of APF with agribusiness information from different
member organisations
Experience » Share our experiences in the APF network at any organised event this NUCAFE
sharing year VECO
» Sharing lessons learnt findings and good practices
Collaboration » Collaborate with NAADS UOSPA
» collaborate with NAADS extension services to disseminate new
technologies through farm field schools
Technical » APF network should continuously help small holder farmers acquire
assistance modern technigues in bee farming such as colony division, queen bee

rearing value chain analysis
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3. Wrap Up and Evaluation

Participants’ Evaluation of the two-day meeting

The following were descriptions of participants’ views

of the workshop: “This workshop was
>  The sessions were very interactive. There very useful to our

was new learning with the Fish bowl organisation and

plenary and the market place also to me as a

methodologies. Very interactive and good.
Very engaging/participatory, very

informative, very wonderful, and very .
useful two days. to build my farm.
Very few people from the private sector Deve/qpmen_t . ”on
and higher institutions of learning. There is ~ €a@pacity building” -
need to bring more stakeholders on board Canon Karikatyo

Charles

farmer. I got a lot
out of it, which are

The process of sharing the problem analysis by reorganising the group
and moving from map to map was wonderful.

I learned what would add value in analysis of stakeholders in my
sector

The follow up actions are very usefuf

The two day event has been very successful in strengthening business
development, Information sharing and a platform for marketing
Relationships within the value chain and the relationship between the
FO and its business partners. Business partners provide many services
including BDS etc and this did not come out very well at the event.

Suggestions and recommendations

>
>

Closure

APF has to provide a platform for BDS providers also to work together.
It about farmer participation, we need more farmer participation. The
approach may need to change, have a forum at regional level then
national level to ensure that we involve more farmers who may not be
able to make this kind of meeting. WE should put in practice what we
have agreed upon.

Gender orientations in different aspects of engagement need to come
out more clearly

Sharing best practices should bring out clearly key achievements and
innovations promoted

Enhance sharing of information by members to the platform. Members
should take keen action to provide information

Next time include stakeholders like media and policy makers. The
objective of the workshop be shared with policy makers

The workshop closed with Marieke the A{F Country Coordinator thanking
everyone for the very fruitful deliberations and calling upon them to put into
practice what had been agreed upon.
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Appendices

I.

Programme

Time

| What

| How

| Who

Programme: 9 March 2011
Dissemination of and Learning from Action-Research Results

parallel case
sessions

- Case practice and services
- Lessons: what has (not) worked and why
> Qand A
» Discussion: what are the service gaps and how best to address these

Maximum 15 participants per case

09.00 | Registration Participants register
09.30 | Welcome » Objectives and Programme Marieke van Schie - SNV
» Stakeholder set-up of the audience
10.00 | Introduction and | Plenary presentation: David Muwonge - NUCAFE
background » Research set-up
» Team and process
10.15 | Case study » 4 cases: Exact cases to be confirmed
pitches - Bee Natural Uganda,
- NUCAFE,
- Katerera Area Coop
- HODFA
» Elevator pitch presentation (5 min. per case)
10.30 | Break and chose | » Participants choose 2 cases to visit (For round one and two) Facilitator Karen Verhoossel
your case (WUR-CDI)
session
11.00 1% Round of 4 » Presentation of cases; focus is on: Case presenters plus

sessions facilitators




Time What How Who
12.15 | 2"¥ Round of 4 Presentation of same cases (same set up but for new audience): Case presenters plus
parallel case session facilitators
sessions Participants visit their second case
13.30 | Lunch
14.30 | Findings from Plenary presentation of research: James Ssemwanga
APF Uganda » Outcomes, Lessons and recommendations
Action Research | » Q and A (for clarification) Facilitation: Karen
15.15 | Identifying Plenary Fishbowl Discussion Experts from
service gaps and > Madfa
opportunities Round One: > Ministry of Trade
» What are crucial agri-business services for farmers? > Centenary Bank
» What are success factors for Business Development Services? > Uganda Private Sector
» Which practices should be up scaled? Foundation
» Agriterra
Round Two: » Makerere University
» What are the main service gaps to address?
» What are opportunities for collaboration between stakeholder? Facilitation: Karen
» How can we work together (under APF-Uganda)?
16.45 | Wrap up Conclusions of the day David Muwonge
17.00 | Closure Marieke van Schie

Programme for 10" March, 2011: Up-scaling Good Practice on farmer-led agri-business development

09.00 Registration Participants register
09.30 | Welcome » Programme and objectives Marieke van Schie - SNV
» Who are the decision makers at the table?

10.00 | Setting the Presentation of outcomes of March 9 David Muwonge - NUCAFE
Scene: From the
farming business
perspective

10.30 | Joint farming Creative brainstorm in groups to pinpoint: Facilitator:

perspective
analysis

» BDS services and support systems required
» Gaps to be addressed in terms of skills / knowledge / finance / other

Karen Verhoossel




Time What How Who
12.00 | Validation » Sharing Conclusions from groups Facilitator:
» Do we agree? Karen Verhoossel
12.30 | Setting the Problem statement Peter van Erum - TRIAS
Scene 2:
Stakeholder role
and relations
13.00 Lunch
14.00 | Joint Creative brainstorm in groups: Facilitator - Karen
stakeholder » Who are the different stakeholders in farmer-led agribusiness Verhoossel
analysis development?
» What should be their role?
» How should they relate?
15.00 | Synthesis » Sharing conclusions from groups Facilitator:
» Which important current developments provide opportunities / are Karen Verhoossel
threats
15.45 Preparing for » What priorities in improving farmer-led agribusiness development can | Facilitator - Karen
Joint Action we tackle as APF-Uganda Verhoossel
» What are crucial follow-up actions?
» How do we work on this together?
16.45 Next steps Wrapping up agreements and follow-up actions Marieke van Schie
17.00 | Closure




II List of Participants

Organisation Name E-mail Address

Africa 2000 Fred Kabuye fmkabuyel@yahoo.co.uk
Agriterra Mascha Middelbeek middelbeek@agriterra.org

AFIRD Verah nyakato Nverah2@gmail.com

AT Uganda Rita Laker Ojok rojok@atuganda.or.ug

ABC consult Martin Maugustini maugastini@hotmail.com

Bee Natural Sabiiti Kisembo sabiiti@beenaturalproducts.com
CABCS Rwekamba Patrick cabcsuganda@yahoo.com
Centenary bank Patrick Woyaga patrick.woyaga@centenarybank.co.ug
COSEDA Nakitto Florence Victorgrace201@gmail.com
COSEDA Ssekubulwa Cyprian Cyprianole@yahoo.com

COSEDA David Lule cosedaenterprisesltd@yahoo.com

Excel Hort Consult Ltd

Anke Weisheit

ankweis@yahoo.com

Hoima District Farmers’ Association

Moses Byenkya

hodfaoffice@gmail.com

IITA Kelly Wanda wandakelly2002@yahoo.fr
Kabarole Research and Resource Centre Medius Bihunira meddie20052005@yahoo.com
KACE Asingwire Dennis rkatereraace@yahoo.com

KIT Willem Heemskerk w.heemskerk@kit.nl

KIVA Agro Supplies

Bruce Kisitu

customerservice@edulinksuganda.com

Makerere University

Monica Karuhanga

monicakb66@yahoo.co.uk

Makerere university

Senkosi Kenneth

ksenkosi@agric.mak.ac.ug

Masindi District Farmers Association

Eugine Luzige

Madfafarmers@gmail.com

Mbarara District Farmers' Association

Kiwanuka Richard Ntambi

kiwantambi@yahoo.com

Mbarara district farmers’ association

Turyaramya Moses

mturyaramya@yahoo.com

Mbarara District Farmers' Association

Gumoshabe Benon

gumobenon@yahoo.com

NARO Damalie Akwang takongo@yahoo.com

NIDA Sanyu Naluwoza sanyu@innodev.org
NUCAFE David Muwonge david.muwonge@nucafe.org
Oikocredit Bazageza Amos abazageza@oikocredit.org

Rukungiri Kanungu Dairy farmers’ cooperative union

Canon Charles Karikakye



mailto:sabiiti@beenaturalproducts.com
mailto:Madfafarmers@gmail.com

Organisation

Name

E-mail Address

Self-employed

Peter van Bussel

pvbussel@hotmail.com

Send a cow

Esther Ssempebwa

estherssempebwa@sendacowuganda.org

SHEEMA Dairy

Muhwezi Mwebaze

SMIJR Consult

Stanley Musiime |

stanley.musiime@smjrconsult.com

SNV Uganda

Aldo Hope

awokorach@snvworld.org

Solidaridad

Julius Caesar Ssemyalo

julius.ssemyalo@solidaridadnetwork.org

Ssemwanga Group

James Ssemwanga

info@ssemwanga.com

TRIAS Uganda

Julius Barigye

Julius.Barigye@triasngo.be

TRIAS Uganda

Mirjam Ssenyonga

mirjam.ssenyonga@triasngo.be

TRIAS Uganda Paul Allertz paul.allertz@triasngo.be
TEDA Lubanga M mosylubanga@gmail.com
Uganda forestry association Justine Mwanje Jmwanje69@hotmail.com
Uganda Oilseed Producers and Processors Association | Ray Agong rayagong@yahoo.com

VECO

Boukari Ayesaki

Boukari.ayessaki@veco-eastafrica.org

ZOA

Astrid Alkema

advisoragric@zoa.ug

Facilitation

SNV Uganda Marieke van Schie mvanschie@snvworld.org
Wageningen UR Karen Verhoosel karen.verhoosel@wur.nl
SNV support Sarah Muzaki celedtd@gmail.com
Reporter Sheila Baluka baluka@lexi.co.ug
Reporter Rachael Kadama kadama@Iexi.co.ug




