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Abstract 

This study was conducted with the objectives of firstly, determining the impact of 

market development approach to BDS and secondly, to assess sustainability of BDS 

market in the Maragua avocado market linkage project. 

SMEs play significant role in employment and economic growth in Kenya. However, 

their growth is hampered by a myriad of problems. Key among these problems is 

inaccessibility of business development services SMEs. Over time, numerous projects 

have been initiated in co llaboration with donors and other non-governmental 

organisations to address this constraint. 

'I he focus of the study was on all market players in the Maragua a ado mark t 

linkages project. 1 hese were the MEs, the service pro ider and the market 

development facilitator. The study had two main objectiYe 

To determine the impact of the market d velopm nt ppr h tt B 

Avocado market linkag projc t. 

'J o a th m 

pmjc t. 

on th~ t.1ragua 

t link.t • 



Earlier studies have shown that only a small percentage of SMEs have had access to 

any business development services. Even though the amount of donor and government 

funds channeled into the sector has continued to grow, the number of SMEs having 

access to these services remains dismal. Additionally, an earlier study found that the 

business development services offered by the markets are not perceived to be relevant 

by SMEs operating in those markets. The study therefore sought to find out the impact 

the new market development approach to BDS was having on both the market and 

SMEs in the maragua avocado market linkage proj ect where it was being applied. 

A sample of 12 1 respondents identified for the study. Primary data was collected 

interv iews guided by a structured que ti onnaire. The data obta ined was then cod d and 

tabu lated in the fo rm of freq uencies and percentage . The e de criptivc tati stics wc r 

used to analyse the objectives . 

The study results revealed a positive trend on all the fiye Yariables us d to me,tsure th, 

impact of the market development approach on bu inc development sen ices. 'l h 

market development approach to busin d 'd pmcnt 

ignificant impact on the m rk t nd th it 

qui itinn ml 

fllrch' c o f BD 

d iti n II , th PI r h l 

I I m• in 



competitiveness through expanded number of services providers and the market BDS 

offering. Moreover, the quality arid relevance of BDS offering by the market was found 

to have improved tremendously as shown by the high rate of multiple purchases. 

Finally, the study noted that the approach had deepened the market to reach micro and 

female managed enterprises, segments hitherto undeserved. 

With respect to the second study objective, the study results indicated that market had 

become more transactional. The study found that the market was providing access to 

desired business development services in the avocado export business through 

unsubsidi zed commercial channels. This finding anchored the positive prospect of a 

competitive and sustainable BDS market. This was indicated by the improvements 

numbers of service providers, ignificance of revenues generated by ervicc pro idcrs 

fro m serving M ~ sand market cost effectivene in deli cry f 

numbers of MEs served by the market. 

tlu· ugh gr wmg 

The study concluded that the market de elopment approa -h to bu in~: d~' dopment 

service was the best approach in dev loping bu incs dc\ dl pmcnt !icr\ i s m. rk ~ts 

from which ME could ace s tht: 



CHAPTER ONE: INTRODUCTION 

1.1 Background 

Economic growth involves among other things the gradual broadening of markets at the 

local, regional, national, and global levels . This process of market integration forces 

firms to compete in wider markets through time. Besides, the efficiency gained through 

greater competition and widening of markets increases opportunities to realize 

economies of scale, and adoption of more productive technologies (Arvil, 2001 ). 

According to World Bank (2001) all enterprises regardless of their size operate in large 

economic systems where liberalization is expected to open up markets, increase 

business opportuniti es, and increase competition among firms and alternative supply 

netw rks. This require small enterpri e ( ' ) to integrate into mark t t improve 

their operational effi ciency and product quality to ur 1 and gr w. mall cnlt;rpri l; , 

here refer to micro, small and medium enterpri es. 

In Kenya, the sector accounts for the majority of firm und , ignili ',mt IMP f 

total employment. Parker and Torres 1993 in th fir t 

there were approximat ly 910 000 mi ro nd m. II 

mor than 2 million individu I 

I % ol Crl P. II "c in 

Jlt •uin • th 

fl1 I -un ~ • estim. ted that 

mpl) m) 

uti ul trl It 



have developed over the last three decades to mitigate the factors that constrain growth 

in the sector. 

1.1.1 Paradigms in Micro and Small Enterprise Development 

Over the last three decades different Small enterprise development paradigms have 

been pursued in support of the SE sector. The Community Based Enterprise 

development (CBE) paradigm was adopted during the 19960s and 1970s. This 

paradigm focused on assisting groups or communities to generate their own sources of 

income. The approach did not target individual entrepreneurs and this inhibited 

innovations and efficient management. Consequently, it was abandoned in favour of the 

integrated approach to mall Busine s Development ( BD) paradigm in the early 1980s 

to the late 1980s. ndcr the BD approach, upport to F included credit, training. 

marketing and technical a ·sistance to individual entrepreneur · in an attl.:mpt t addr s · 

the multiplicity of problems faced by small enterpri ·e · (I h~:ocharidcs and Tol~:ntin . 

1991 ). The fundamental difference betv,:een the BE and SB appr ach wa · that of 

locus, the later focused at indi idually owned enterpri e "hi h.: th~: 1\.mnc..:r ,1dvocat~:d 

community O\i ncr hip of entcrpri c..: . Howc..:\·c..:r b th PI r • he.: . h, d pl101 tinan •t,ll 

elf- ufficicncy capacity, le, ding t I ' ' utr h tlm limitin im . t in till SL sc..: tot. 

I h minim h t rl 

I 1 

Ill I. Ill 

mph n- m t i I 



new objective of transforming SE support projects into commercially viable institutions 

was introduced. Emphasis was placed on the private sector at both the client level and 

the support institutions level. It is on the basis of the minimalist paradigm thinking that 

the current generation model of microfinance for the provision of financial support 

services has been developed. Non-financial services such as training, technical 

assistance, market access and business counseling were unfortunately relegated to a 

secondary position. 

The achievements of the microfinance through the minimalist approach have been 

remarkable. The development of the microfinance model has explored new horizons, 

beyond micro enterpri ses, by putting emphasis on savings as a major intervention in 

itse lf as opposed to being compl ementary to credit. hi ucces is demon trutcd by the 

recent conversion of K-R AP, from a micro finance in tituti n (M 1) t a c rnm rcial 

bank, and, the growth of MFis like M P, BIMA . KWFf and Faulu K~n a. 

However, despite these stunning breakthrough . credit for the p or has it · limitation ·. 

The BD paradigm over emphasis on financial ervi · ign m:. the sigmticant nc n

financia l constraints that inhibit gr0\\1h of n.: ult, tht: imp 't ot ' r •dit on 

enterprise development has b n qu ti nt:d , 

implc procc sin • hu in 

19CJ7) . 'I It limit ti >n 

r\: thin · in 

li tt. h.: and 

I hit ( I • \ tHl 

h.' k I tn 

U! r\ t 



In the late 1990s the market development approach to business development services 

paradigm developed to complement the minimalist approach by ensuring that small 

entrepreneurs had access to the whole range of services, financial and non-financial that 

they require to grow and innovate their enterpri ses. The market development approach 

to BDS focuses on facilitating the development of well-functioning markets with a 

diverse array of services that meet the needs of large proportion of SEs affordably 

(Mcvay and Gibson, 1999). 

1.1.2 Business Development Services 

The term Business Development Services (BDS) refer to a wide range of services used 

by entrepreneurs to help them effi cientl y operate and grow their businesses with 

broader purpo ·e of contributing to ccon mic growth, empl yment gcnerati n, and 

poverty allev iation ( old mark, 1999 et al. The c ·cr ice · includc market accc · -. input 

supplies, technology and product development, training and technical as ·istttnce, 

infrastructure, policy and advocacy services. financial ·crvice · and busine:s linkage 

promotion. Traditionally BD initiative upported orgnniz tions in de. ign and din.! ·t-

dclivcry of standardized BD. with an impli it umpti n ~ ~ ntinu~.: l subsid (\\ orld 

Bank, 1999). 'I he c were mo tly ' thin th int h r, n1l:\\l rk l)f the.: mall 

Bu in 1 evclopm nt BD p th initi,n iv 

riti iz ·d for I ilurc t l hi \ th riti im111 'in • 

imp ut h 

m r t 



oriented and demand led (CDA, 1997). The ultimate vision for the market development 

approach to BDS is a well-functioning market with a diverse array of high-quality 

services that meet the needs of a large proportion of SEs affordably. 

1.1.3 Kenya Business Development Services Program 

Locally, the BDS field compares well on the world stage. It has developed along the 

global trends from the BDS traditional thinking driven interventions to the current 

market development paradigm which many enterprise development programs are 

experimenting with. One such program is the Kenya BDS program. Started in 2001 , the 

program is funded by United States Agency for International Development (USAID). 

1 he program is designed and implemented along the market development paradigm. 

'1 hi s uniq ueness sets the program apart from other BD pr grams in Kenya that have 

adopted the new paradigm along the way. on cqucntl , the program is a foca l point 

for learning about the performance of the market development paradigm in de' dopi ng 

BO markets for Es. 1 he program has project in the horticultural .md li. hcric · 

sectors. In the horticultural sector the program ha · proje ts in 1 1aragua and t.w.arini, 

while in fi . heries it ha a project in Ki umu. Thi tu ~ ' ·ill IL u. on thl' t, ra •ua 

on id red dcqu tt 

It f r rn r . 

r th pr 

II rta uhu 

ni ultur r t 

~:. r . 'I hi rit d is 

m t im in ' th m. II - .tlc 



the last decade. In the year 2003, the sector was the country's leading exchange earner. 

The development of this subsector in Kenya is cited as a success story in sub-Saharan 

Africa and a model for other countries in developing world . This success is attributed to 

private sector participation with very little government involvement. Small-scale 

farmers who produce up to 60% of the total horticultural exports dominate the 

subsector (Kimenye, 1998). The private sector participation and particularly of small

scale producers, presents the horticultural sector as a powerful leverage for poverty 

alleviation and development efforts in Kenya. However, the small-scale farmers are 

faced with numerous problems arising from the stringent conditions imposed by the 

export markets, commonly referred as EurepGAP rules. These rules concern growing 

and handling regulations and require hefty investments for compliance, which in most 

cases arc beyond the small-scale farmer. In vi~,;w of the importance of the small-s ale 

producers in this sector it i · impcrativ~,; to ccur(.; and enhance their participation 

through facilitating conformance to Eurep AP rules. It i · uguin ·t this bad .. ground that 

the U AID KBD program was et up. 

1.1.4 Maragua vocado \tark t Linkag proj t 

'J he Maragua Avocado proje t ' ' th fi KB p 

in 2002. uh c t r n 

criti 1 

nin •. h 



intervention to these challenges was planned along the market development approach. 

So far, the project has 1,203 active farmers, 121 services providers and 1 faci litator. 

Despite concerted efforts from government and an ever growing number of donor 

agencies, non governmental organizations and private sector institutions to assist SEs 

overcome factors inhibiting their growth, the number of SEs benefiting from these 

support services continue to be dismal. In 1995, only about 7% of SEs had been 

reached by any form of non-financial assistance. Additionally, only 2% of SEs had 

received non-financial assistance from form al institutions (Daniels et al, 1995) By 

1999, onl y 7% of S s had received any form of non-financial assistance in four years 

(1995 1999) despite the increasing numbers of formal and informal institutions in the 

country offering all types of non-financial a si tancc ( B , 199 ). Thi , p )01' 

performance has been blamed on approaches pre iously u ed t de ·ign and ddiYcr non

financial assistance to Es. The Market deYelopment approach \\a concciY ·d to 

address the twin problem of non-financial intervention f imp. t and sust. inabilit , 

'I he market dcvclopm nt approa h h b ·en 1 u ~.: :d th~.: p. n. ~.:~.:. lot t~.:!'lolvin' the 

prohl rn facin g pr vi i n n tudh: h: l\~.: 

I ' ll conductc J t • IU ·'I pt( 1 h in 

th t \ in 



1.2 Statement of the Research Problem 

The need to promote and support SEs has for long been recognized in Kenya as 

employment in the formal sector consistently failed to keep up with an expanding 

labour force (GoK, 1986; 1992) and (GoK, 1983; 1989). However, despite government 

efforts aided by a growing number of agencies as well as private sector institutions to 

assist the SEs overcome the factors inhibiting their growth, the number of SEs 

benefiting from these support services continues to be dismal. In 1995 for example, 

only 7% of S s had been reached by any form of BDS assistance and only 2% received 

BDS assistance from formal institutions (Daniels eta! , 1995). 

'J his po r performance has resulted in an sector dominated by trade and simp! 

proces ing businesses that offer little cope for producti ity and inno ation (l tm son, 

1997). A recent study by Wakah (1999) hov,:ed that the need for rele\ <.lllt B S as 

perce ived by owner managers in airobi is Yery high and r~quir~mcnts for BDS rar 

exceed their supply. However, available BD \\Cre not per ·etYcd to he I I! ! ~\ ant. 

Mwangi (200 I) established that BD prog m \\ r un hie to ma. imizl: outreach 

de pill: incrca ing financin h 

deli c1y t1at ,i in or r t m t th 

·1 I rntrk l nt h I 

II 

th t it 

in 

iml . ti\ ~.: ll) l~.:vi ' BDS 

r l 

llJ>l'OP,OSCS 

hi h u lit 



that meet the needs of majority of MSEs affordably (Gibson et al , 1999). It underpins 

the principle that integrating MSEs into markets links them to opportunities and 

provides them the best environment for growth. A study in Asia (Snodgrass et al , 2001) 

on effectiveness of the market development approach to BDS show improved 

accessibility of BDS by MSEs, growth of responsive, sustainable and cost effective 

BDS markets coupled with improved performance by small enterprises. 

However, there has not been any study conducted on the effectiveness of market 

development approach to BDS in Kenya. This leaves a gap in the existing body of 

knowledge on efforts taking place in the delivery of BDS. This study therefore seeks to 

bridge thi s gap by establishing the performance of thi s approach to BD delivery in 

Kenya. 

1.3 bjcctivc of the tudy 

I. To determine the impact of the market de\'elopmcnt approach to B S on th~: 

Maragua Avocado market linkage project. 

ii. ' l oa sess . u t inabilityofth BD m r· tinth u 

project. 

I. Si~nifll IIH, uf th tu h 

n I 

un nt it 



sustainability, as well as the emerging lessons and challenges. The findings will benefit 

various stakeholders in the development of support services to SMEs. 

Specifically, the findings of this study will benefit academicians and researchers in 

assessing the applicability of the market development approach in developing 

sustainable access to business development services for SMEs. Secondly, government 

and in particular the ministry of agriculture will gain insights into more effective and 

sustainable approach for application in its quest to commercialize extension services in 

the agricultural sector. Thirdly, the non-governmental organizations running MSEs 

assistance programmes will benefit from lessons on how to serve the MSEs through 

market development rather than direct interventions. 

'J he study will establi sh viability of integrating ME into markets for purp scs o f 

improving their operational effi ciency and producti ity. f he widespread replication or 

thi s approach will formalize the currently informal Me sector. 

I·aci litators and suppliers as key market player will gain insight · into deeJ en the 

market penetration with their service . 

1 



CHAPTER TWO: LITERATURE REVIEW 

2.1 Small Enterprise Sector in Kenya 

Mulhern (1985) states that the size of the business may be defined in terms of the 

numbers of employees, the turnover, or capital invested in the business. Different 

authors and researchers have defined SMEs variously depending on their respective 

objectives. Using employees as the basis of definition, the Government of Kenya 

defines an SME as one employing 0-50 persons (GoK, 1988). A small business is one 

that is actively managed by its owner(s), highly personalized, largely local in its area of 

operation and largely dependent on internal sources of capital to finance its growth 

(Banmback, 1988). 

'tudies in Kenya show that the ME sector accounts for the majority f firms and a 

significant share of total employment. Parker and Torre· ( 1993) in the lirst bas ·lin · 

survey of micro and small enterpri es in Kenya revealed that there were O\ ~:r 9 10,00 

micro and small enterprises in Kenya. employing mor\; than 2 milli n mdt\ idual · or 

about 16% of the labour force and accounting for l_ - I % or IDP Few )j the 

enterprise had received bu inc n) kind . It tound th, t onl .. 8% or 

SMhs had grown incc b ing t rt nd th t in h: 11.:1 t)ll OJ t.ltit ns. 

I tually damn in it oun third htd l.lilnl 

r c I o I in th t c r, 

ll 

II- h 
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In spite of this bleak, the small enterprise sector provides the platform for indigenous 

Kenyans to participate in economic development (GoK, 1992). According to annual 

economic survey (GoK, 2004) the marginal economic growth (1.8 - 1.2) recorded the 

in the government financial year (2003 - 04) was achieved on the back of growth in the 

SE sector. In the same period some 460,000 new jobs were recorded in the sector, 

accounting for 94% of all new jobs created in the year. In recognition of this, the 

government and other agencies have established enterprise assistance programs to 

address the factors constraining growth in the sector. Over the years, these efforts have 

made positive steps and particularly in microfinance, where interventions have targeted 

the poor as paying clients, effectively raising impact, outreach and sustainability. 

Ilowever, despite the e tunning breakthrough , credit [! r the po r ha it limitations. 

The requi site concentration on financial erviccs ignore· the ·igni!icant n n-ti nan iul 

constraints that inhibit growth of MEs. A a result, the impact f crt:dit on enlt.!rpri · • 

development has been questioned, as portfolios remain dominated b) trade .md ·implc 

processing businesses that offer little cope for increa t:d prl ducti\ it) m~on 1997 . 

muncial con tr tint to m tt. int \\hi h 

include ill 

n I tl th t I 

nm 



interesting BDS responses are emerging. In particular, practitioners are increasingly 

adopting a market-oriented approach to providing BDS. 

2.2 Business Development Services Approaches 

Approaches to BD have been categorized into two; traditional and market 

development. In the traditional approach, the non-financial enterprise assi tance 

interventions focused on establishing new institutions to provide various services 

directly to small enterprises with an implicit assumption of continued subsidy (World 

Bank, 1999). These interventions were generally supply-led, short-term, small scale, 

and expensive and contributed to market distortions. on equently, practitioners 

concluded that the traditional approach had little impact on (Mcvay et al, 1999). 

')he disappointment with traditional approaches intcrv~.:ntions l~.:d to adoption or market 

d~.:vclopmcnt approach to BD' 'I he approach shifted fi.)Clls from dir~.:ct s~.:rvkl: 

provi ion to facilitation of organization to undertake various initiatives to l uild th 

capacity of local in ·titutions to deliver bu in~.: 

al o stimulating demand for uch crvi c am n ' t 

rvi c. to mall ~.:n!l.:rpri · ·s. \\hilc 

t popul ti m. 

tudy by ( bouda and Bo\ 1 n t th t tl nn ti m.ll 

nt rpri e d p nd nt n th in hi h th ) 

I Ill • 
ll t 

lth 



numbers and types of enterprises sustainably and cost effectively became achievable. 

The new approach emerged from a convergence of innovative practices, research, and 

pioneering thinking from isolated BDS practitioners around the globe determined to 

reach large numbers of SMEs through sustainable delivery of BDS (Tomecko, 2000). 

They experimented with and developed innovative ways of delivering BDS that would 

overcome the challenges of traditional approach interventions. This shift was fueled by 

three innovations. Firstly the development of "demand driven" services that met 

specific needs which SMEs were willing to pay for, secondly, the cost recovery efforts 

by non-profit institutions through charging fees, which resulted in some sustainable 

institutions and , thirdly, the attempts to reach scale through working with several 

providers who stimulated demand by distributing "voucher " that di scounted services 

for SMl:'..s. These iso lated experi ences and findi ngs led to thinking about how to 

strengthen, expand, and develop ex i ·ting BD ' markets. nw market d~ ' d opmcnt 

approach was shaped by the ·e experience · and findings . It proposes a nc' ' ' ision o r 

success, one that reflects a healthy. pri\'ate- ector bu inc · sen ices market. where 

numerous, competitive 80 ·upplicr ell a wide r ng~; f . ~;rvi l: . to huge numl crs 

and types of cntcrpri cs. 
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desired result is that numerous SMEs buy BDS of their choice from a wide selection of 

products offered (primarily) by unsubsidized, private-sector suppliers in a competitive 

and evolving market. 

The market development approach interventions are designed along the best practice 

model presented in figure 1 below. 

Figure 1: Facilitating Market Development 
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..... - .. --------... -~ Commercial orientation 
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BD 
Facilitator 

. . . . .... .... 

BD 

BD 
provid r 

p 

I I 



The key actors in this model are small enterprises, who are the BDS consumers, the 

providers, who are usually firms, institutions or individuals that provide BDS directly 

to SMEs and facilitators who are institutions that have as their primary aim to promote 

the development of BDS markets. The market development approach agenda is to 

promote the commercial orientation as indicated in the BDS market development 

model, where SMEs procure services they desire on a for-fee-basis. On the other hand, 

the activities undertaken by the facilitators toward enhancing the capacity of the market 

to perform commercially are regarded as development oriented. 

2.3 Businc s Development Services and the concept of market Development 

'I he term Business Development ervices (BD ) refers to a wide range of ser ices used 

by entrepreneurs to he lp them efficiently operate and grow th ir busi ncssc' ith the 

broader purpose of contributing to economic growth, employment gcncrati m, and 

poverty alleviation (Goldmark et al. 1997). Broadly, BD art.! catcgoritcd into market 

access/linkages, product development training and t hnical a .. i ·tanc~.:, input ace· ·s, 

Consultancy and advisory Cl'\'Jce , policy nd dvu ~.:~ 

technology de eloprncnt and tran cr , nd infra tru tur 
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operational services may already exist, since there is often articulated demand and 

willingness to pay for these services. In contrast, markets for strategic services for 

SMEs have largely failed to develop, and they are the focus of most interventions in 

BDS. 

The concept of BDS market development is rooted in a fundamental faith in private 

sector markets as engines of growth and efficient suppliers of goods and services. 

Markets are flexible and adapt quickly to changing conditions, providing incentives for 

growth, innovation, and structural changes. Reliance on markets encourages private 

economic activity and the dispersal of economic power (Perkins et al , 2001 ). It is this 

power of the markets to effi ciently allocate resources among competing need that the 

market development approach seeks to harne t benefi t M ~ s. 

2.4 The Rationale for Market Development 

BD market development approach is rooted in a fundamental faith in prh ate ' lo! ' tor 

markets as engines of growth and efficient upplicr ot go d. nd ,' crvic~.: , . larkds ar, 

generally understood to be the b t mech ni m r II 
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This is because, as noted by (Snodgrass and Biggs, 1996) and, (Little and Mazumdar, 

1987) business service markets for SMEs sector in most low-income developing 

countries (such as Kenya), are wrought with market failures. It is this market failure 

phenomenon that the market development approach aims to readdress through checking 

market distortions in BDS markets. 

2.5 Market Development Principles 

The market development principles underpin the theoretical framework of market 

development approach interventions in terms of design and implementation. These 

principles demonstrate how to effectively intervene in BDS markets. This requires a 

new or at least a modifi ed set of core skill s and practice in conceptualizing BD in the 

new market development paradi gm ( ib on, 2000). These principle arc briefl y 

discussed below. 

According to the CDA (200 1) BD intervention hould promote tnm.-action.- l 't\\ l;!en 

SMEs and primarily private sector supplier . thu "fa ilit·ltin.!" the e ·p~msion of 

markets rather than ''pro iding" cr\'i e . Th~ ppr • h L n 't:ntr.H~.:s on pro idin l 

technical a i:stanc and inc~.:ntiv~.: IL ~.:nt r n \ marhts, 

develop n~.:w pr duct nd 

prin ipl 
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market development issues in order to minimize market distortions (Hallberg, 2000). 

The practitioners must target interventions at market problems and opportunities 

identified during market as essment to address specific issue and achieve pecific 

objectives. The fourth principle concerns use of subsidies in market development 

interventions. Subsidies must be appropriately applied due to their potentially market 

distorting effects. They are recommended for "kick-starting" market development 

activities such as pre and post delivery of activities. These include product 

development and test marketing, capacity building, raising awareness, gathering 

con umer feedback and, monitoring and evaluation (CDA, 2001). 

'The fifth principle underscores the need for interventions to hav a clear vision for a 

sustainable market and an exit strategy to avoid perpetuating dep~.:nd~.:nce. Programs arc 

more likely to end succes fully if they have a clear i ·i n and a timeframe. Th~.: si. th 

principle separates the roles of pro ider ·from tho ·c of facilitators dtH.: to their diiTercnt 

agendas in market development. BD provider ha\'c a commercial agenda while 

facilitator have a development one and mt:m th t\ oth.:n k d. to indfc 'li\ 1.: 

programs and inefficient u c of rt:: our ib h~.: ~n ~:nth prindpl..: has to 
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transactional to replicate conventional business relationships. This eliminates 

opportunities for market distortions and encourages development of demand-led service 

provision. 

Tomecko (2000) in the ninth principle states that even when poverty alleviation is the 

goal of BDS programs, markets must not be smothered with inappropriate funding if 

they are to develop and serve low-income clients with the services they desire. Donors 

and governments visibility in markets causes distortions because SMEs and providers 

have come to expect subsidies and thus may damage budding markets. The tenth 

principle states that market development interventions must be fl exible and 

entrepreneurial. xperi ence shows that markets change rapidly and often react to 

fac ili tator efforts in unexpected ways; con equently fac ili ta t r must b free to re p nd 

t the market flexib ly, taking advantage of opp rtuni tie and changing t rntcg i ~.: ns 

appropriate (Hallberg, 2000). The last principle empha ·e the need for agenci~: · t w )rk 

collaboratively with regard to BD markets. Mcvay (2001 ). ·tate that it 1s ditlicu lt and 

not at all effective, for a program to pursue a market devd pm~nt 1ppn.h1ch ir other · 

continue to subsidize transactions and off~.:r publi I) 

market. In such scenario 

which will suh idizc l , n 
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2.6 Performance Assessment in Market Development Programs. 

Systematic performance measurement in BDS provides basis for interventions to 

improve their design and instruments in response to client demand. It is therefore 

imperative to routinely assess the effectiveness of these interventions to determine 

whether they are attaining their goals (Mcvay, 2001). Under the auspices of a World 

Bank project, practitioners have developed a performance measurement framework 

(PMF) for assessing performance of BDS interventions. This framework isolates 

parameters of performance relevant for assessing the effectiveness of market 

development approach interventions. These are, impact measured in terms of changes 

tn performance; outreach measured in terms of awareness, product trial and repeat 

rate; and , sustainability and cost effectiveness measured in terms of suppl ier and service 

viability and , effi ciency of program fac ilitator 

2.6.1 The Performance Mea 'Urement Frame\ ork (P F) 

Accord ing to Mcvay, (2001) the performance mea ·urement framework p IF) 

identifies valid, practical, and useful performance indicator [I r bu ' in~?. , de\ dopment 

services interventions. These indicators \\t.:re dcv lop d fr m b~.: t pr. tt ~.: .. tu ii~?.' ,md 
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The PMF assess BDS programs effectiveness along a causal development model. This 

model is diagrammatically presented below. 

Figure 2: The Performance Mea urement Framework causal m del 
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The PMF assess BDS programs effectiveness along a causal development model. This 

model is diagrammatically presented below. 

Figure 2: The Performance Measurement Framework causal model 
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It is worth noting that the causal model ' s main goal is not the development of the BDS 

market; rather, the goal is the impact on SMEs, and the strategy is the development of 

BDS markets. The PMF therefore tests the key assumption of the market development 

approach that developing BDS markets contribute to higher impact and sustainability 

and if so how effectively. 

The framework defines impact as the effect of the business development service on the 

performance of the small enterprise clients. The framework assesses impact of BDS 

market development programs on SMEs through proxy indicators such as acquisition, 

application and benefits from business development services on MEs or real indicators 

uch as productivity measured in vo lume and quality of utput and in me wh rc 

relevant data is available ( Iifton, 1997). n the other hand, outreach is ddincd ns th 

proportion of the target population that uses the en ice( ). lt is the number of , 11· , 

that a program or market has reached (scale) and the e. ·tent t which th )Sc reached 

represent typically underserved populations. uch a women owned tr nnd the \Cr 

small micro-enterprises (acces ). utr a h i indic h.:d thr u_h , . ~: . il11 BD-.;; nh rk 't 

expansion ; assessing the market and rv1 
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channels. Sustainability is defined in financial and institutional dimensions, financially 

in terms of profitability of providers and institutionally in terms of efficient market. 

Mcvay, et al, (2001), notes that while providers and business services may come and 

go, the sustainability and development of increasing numbers of healthy SMEs can be 

enhanced by continued access to commercial services long after a BDS program ends. 

ustainability of BDS market is assessed through measuring the number of providers in 

the market and the number of services offered by the providers. Wherever these 

numbers show a steady rise the market is deemed to be developing. Another aspect of 

sustainability is cost effectiveness. It is defined as the efficiency with which BDS 

facilitators support market development interventions. The efficiency of facilitators is 

rnostly determined by the tructure of the service market with regard to quality, 

diversity and affordability of services. o t cffcctivenc s i ' indicated b the numbers of 

· MEs served by a facilitator and the facilitator' co t of serving a Small b1tcrpris . 

Moreover, the cost ba es of facilitator · and provider mu t be appropriate to the w rid 

of MEs, otherwi e their erviccs will be out of reach for mo ·t of them. 



CHAPTER THREE: RESEARCH METHODOLOGY 

3.1 Research Design 

The study was a descriptive survey of the KBDS Maragua Avocado project. Cross

sectional data was collected from farmers, suppliers and facilitators. The design wa 

preferred because of its ability to generate wide ranging information/data from the 

respondents. 

3.2 Population 

The study population was given by the project records (2005). Based on the records the 

Ngarika!Muruka production cluster had 1,203 farmers , 99 suppliers and 1 facilitator. 

3.3 , 'ampling 

A 10 I respondent were sampled for the ·tudy. 'I he respondents consisted of 80 

farmers, 20 service providers and the garari· muruka clu ·tcr facilitator. 'I he farmer 

respondents' category was elected through ')' tematic (inter\'al :amplin •. 

1 o select the sample of n unit • the interval\ a detcnnin d i.c. k = • /n thcn e\ cr: k-th 

unit wa selected, commencing with a rand mly I\ ccn l , n .l k. Api J in, 

thi formula to the tudy populati n th tud) mpl r • I 0 11 

80 th~..:Jcfon: k • 1,20 /8 
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cluster for assessing impact and sustainability of the market development approach to 

market development. 

3.4 Data Collection 

The study used primary data collected through administration of a structured 

questionnaire. The questionnaire, appendix 1, was administered on respondents through 

personal interviews by the researcher. The questionnaire had three sections, each for a 

category of respondents, namely the SMEs, service providers and the facilitator. 

3.5 Data Analysis 

Descriptive statistics were used to determine thl! impact of market development 

approach t BD and as e s the su tainability of BD markt.:t in Maragua oca<.l 

project. The analysed data was pre ·ented in percentage·. om paris ns wen.:: tht:n mad 

between the study impact and sustainability mea urement indices as <.lch:rmined by the 

study and the project performance ba eline benchmarks given in ap1 cndi 2. to 

determine the impact of the market deYclopm nt appro. h in ddinry ,r Bl ' .md 

assess re. ulting ustainability ofBD m rk t r p thd '. 

l·ive (5) variable 
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Business development services market sustainability was assessed through three (3) 

variables. These were service provider's financial sustainability measured in terms of 

percentage of income earned from supporting SMEs, BDS market sustainability 

measured in growth in numbers of service providers serving the market and BDS 

market cost effectiveness in delivery of services. 



CHAPTER FOUR: DATA ANALYSIS AND FINDINGS 

4.1 Introduction 

The study was carried out among the BDS market players in the Ngararia!Muruka 

cluster of KBDS project in Maragua. The study data was collected through interview 

from a sample of 121 respondents among them 80 SMEs, 20 services providers and the 

market development facilitator. The data collected from SMEs addressed the first study 

objectives, while data from service providers and market development facilitator 

addressed the second objective. The data collected is presented, explained and 

interpreted in this chapter. 

4.2 Rc. pondcnts Profile 

'I he study profiled the SMbs in order to identify presence and si;:e or under. •r cd 

market segments as well as SMEs owner ·hip b gender. Thc two BI ' market 

characteristics were profile because of their significant with n! ·peel to ' 1Fs ac ·css l) 

business development services. Micro and female manag d enterpri c "ctc gcncmll . 

underserved in BD market for a variety of re on . he pr ~~.: t b. 1.: lin~.: d. ta anne _ 

defined a micro cnterpri c a any 1b m n m 

I· urthcr, any fcm le man ed S H:. 

1 11 :. profil ·d d t i pr nt din •t 
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Table 1: Enterprise ownership distribution by gender 

Gender Managed 

Frequency % 

Female 28 35 

Male 52 65 

Total 80 100 

Source: Research data 

Table 1, revealed that thirty five (3 5%) of SMEs surveyed were female managed, while 

the remaining 65% were male managed. 

Table 2: Size of orchard per farmer 

Number o f trees Frequency % Cumulative frequency % 
r--

1 5 41 5 1.25 51.25 

6- 10 25 31.25 82.50 

11 20 10 12.50 95.0 

2 1 + 4 5.0 100 
- --

Total 80 100.0 

-=- --
ource: Research data 

•urther, in Table 2, the stud found that tht: izt: of v • do rch. rd per fann •r \\\ s 

gcn rally small. rchards with bdow fi v tre 
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segment. The issue of accessing underserved market segment of BDS market was a key 

parameter of measuring the impact of market development approach in BDS market 

development. 

4.1 Impact of market development approach to business development services 

The first objective of the study was to determine the impact of market development 

approach to Business Development Services in the Maragua Avocado market linkage 

project. This study objective intended to determine the effect of business development 

services on small and micro enterprises. To achieve this objective, a number of 

variables were considered. These include market expansion, market diversity, quality of 

business development services, market deepening and BD benefit to ME . 

4 .. 1 Market expansion for bu ·inc '· development ·ervicc · 

The study used market expansion to mea urc the grov.th of acccs · to B S by the 

M ·s. The application of market development approach to B S Ill ~ lm.tgua mo ado 

project was expected to de clop a BD market \\ ith dh cr c • nay lf crvi c "hich 

arc demand driven, co t effectively deliver d nd thirdl). , I. r '~.: numl~.:r or 

Mb . 'I he study a c ed mark u h n Ill rkc I .1\ '.lr nc ~~ 

'tcqui. ition and pur ha Bl I lllop .m 

l. tu • fin in' nt 



Table 3: Awareness of business development services 

Project period in years Frequency Percentage growth in awareness 

1 26 32.5 

2 64 80.0 

3 80 100 

Source: Research data. 

According to Table 3, awareness among the project enterprises had increased from 

negligible (project benchmarks) to a 100% in the Ngararia!Muruka project cluster over 

a three year period. The findings show awareness increasing from 32.5% in the first 

year to 80% and I 00% in second and third year respectively among the surveyed 

respondents. 

Table 4: Acquisition, purchases and repeat purchase of services 

Acqui ·ition 
- r--

Service provider Purchase 

1--' % Frcquenc 
-

h equency % 

KBDS 70 87.75 70 87.75 

GoK 3 3.25 0 0 
-

Friends & family 4 5.0 1 1. -o 
f--- 3 4.0 0 No acquisition /purchase I 0 

. ourcc: Research data 
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The findings in Table 3 & 4 indicate that the market development approach had 

significantly increased awareness of BDS among SMEs. Further, the data shows market 

success in transforming awareness into acquisitions and purchases of BDS by SMEs. 

Noteworthy, was that all acquisitions from KBDS supported service providers were 

purchases (i.e. "on a for-fee-basis", while only 2.25% of BDS acquisitions from all 

other providers were purchases in spite of acquisition standing at 12.25%. This show 

that the market development approach had made the BDS market more transactional 

based . As such the market development approach had shown greater potential on 

positively impacting the market development than the traditional approaches used by 

other providers. 

4.2.2 Market Diver ity 

The study considered the number of BD providers and 'en ice· provided b , th~.: 

project fac ilitated market to determine the impact of market development approach 0 11 

BD market diversity. The study findings on the impa t f m. rkd de\ ci pment 

approach on the BD arc summarized and pn.: ~.:nt d in T bit.: - bdo . 



The study findings from Table 5, show that the market had grown from zero project 

supported service providers to four, eleven and 20 in the respective three project year 

under study. Moreover, the number of business development services provided by the 

market had increased from one before the project initiation to four in 2004. 

From the study findings above the market experienced a 69.5% average annual growth 

in number of service providers in the market over the three years . Further, the expanded 

market service offering covered the entire SMEs product value chain from production 

quality assurance to the market access . Considering the project baseline indicators 

(annex 2) the market development approach had greatly diversified the market through 

increased numbers of ervice providers and services provided. 

4.2.3 Quality of Busine · · Development ervicc · 

In determining the impact of market development approach on the qua lity of BD, 

offered by the market, the study con idered \1 • ·ati ·faction with BD. purchased and 

multiple purchasing by M · clients. The tudy lindin are umm. ri z~.:d • nd pre cntcd 

in 'I able 6 & 7. 



Source: Research data 

The study findings from Table 6, indicate out of the surveyed SMEs up to 61 .25% were 

very satisfied with the BDS purchased while 26.25% were somewhat satisfied. 

However, 8.75% and 3.75% of the surveyed SMEs indicated that they were somewhat 

dissatisfied and very dissatisfied respectively with their BDS purchases. 

Table 7: Multiple purchasers 

Service providers Multiple purchases 

Frequency % 

KBDS 63 90 

GoK 0 0 

Friends & family 0 0 

Local traders 0 0 

Data: Rc carch data 

Further, Table 7 above, show up to 90% of program ·upported 'l!r ices purcha er , a , 

multiple purchasers. Multiple purchasing was not recorded b · an other · rvice 

providers. 

he study findings from Tables 6 & 7 und r 
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4.2.4 Market deepening 

To determine the impact of market development approach on market deepening for 

underserved BDS market segments, the study compared acquisition and purchases by 

market segments considered underserved to the acquisition and purchases of the entire 

market. The study findings are summarized and presented in Table 8 below. 

Table 8: Project supported underserved market (micro and female owned) 

Market segment Acquisition by underserved Purchases by underserved 

market% market % 

Entire market 87.75 87.75 

U nderserved market 93.1 89.3 

Source: Research data 

The findings from Table 8, show that the under ervcd market acqui iti n and 

purcha e were at 93.1% and 89.3% respectively, while the cntin! market's acqui ·ition 

and purchases stood at 87 .75%. This shows that the BD market egmcnts cln · ifi~:d 0 • 

underserved market by the project baseline data actually p rformed b ttcr th~m th ~ 

mainstream market at accessing BD . This ·how that mark t de\ dopment ai prl a h 

ha ability to develop BD markets that ar~.: , 

specific charact~..:ri tic . 
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delivering the benefits of purchased BDS as expected by the project and the extent to 

which they attributed the benefits enjoyed by their SMEs to BDS. The study findings 

are summarized and presented in Table 9 and 10 below. 

Table 9: Farmers application of business development services 

Program specified use of ervice Frequency % 

Increase productivity (fruits per tree) 66 82.5 

Improve productivity (quality) 79 98.75 

Source: Research data. 

From Table 9, the study found that 82.5% of the SMEs were experiencing higher 

volumes of produce as a result ofusing BD , another, 98.75% had registered improved 

quality of output due to usc of BD . 

Table 10: Attribution of benefit · to BO ' 
-

Cumulati \'e l~qu~nc 0~ ~I of aUribution Frequency % 

at extent 76 95 95 -
e extent 4 5 -. 

Not at all 0 0 100 

Total 80 100 

Source: Rt.: ~.:arch d ta 
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4.4 Sustainability of business development services market 

The second objective second was to assess sustainability of the BDS market in the 

Maragua Avocado market linkage project. This was intended to establish market ability 

to offer long term availability of desired categories of business development services in 

the avocado export business through unsubsidized, commercial channels. Market 

sustainability was assessed through three variables; firstly, growth number of service 

providers, second, the percentage of income derived by service providers from serving 

MEs and third, the number of SMEs served by the market. The study findings are 

ummari zed and presented below. 

4.4.1 rowth in Number of Provider serving the market 

The tudy tracked the gr wth in the number f cr ice pro idcr · t assc · ' hcthcr the 

market development approach to BD had deYeloped the ·uppl ·ide of the market 

through making it more diverse and competiti\'e. more diYer·e .tnd c mp •titiv 

supply side of the market is more respon i\'e th need f l 4 th r~ r~ l.!nh m ing 

market sustainability. The study in 1 able 11 b I ' ' h \\ th ll th~ pr ~~ ·t h.1d r • rd~d 

a 100%, 63.6°/o and 45% in th fi t tl 111 

the number of mtrk t n t tl . nnu II . 



Table 11: Growth in number of providers serving the market 

Year of entry to project Frequency Annual growth (%) 

2003 4 100 

2004 11 63.6 

2005 20 45 

Source: Research data 

4.4.2 Percentage of Income Derived by Service Providers from Serving SMEs 

The study assessed the percentage of revenue service providers derived from serving 

SMEs. This was intended to establish the degree to which service providers depended 

on SMEs demand for their revenue generation. The higher the provider dependence the 

more sustainable the market is likely to be because high demand for services from 

MEs will keep providers in the market. The study in Table 12 below reveal that 70% 

of the service providers drew more that 50% f the revenue' fr m serving 'mall 

enterprises, while the rest of the providers had between 30% and 50% r th ir n: cnlH.; 

drawn from serving small enterprises. 

This indicates that MEs are generating enough demand for BD to upp )rt the ·uppl 

side of the market. Through market development th tudy h \\ clear indt ,lttc 11 that 

the market can serve M without ub idiz d upply t R 



4.4.3 Number of SMEs served by the market 

The study further sought to establish cost effectiveness of the market in the delivery of 

BDS to SMEs. Cost effectiveness is an important factor in achieving market 

sustainability. Sustainability of BD markets is enhanced through broadening market 

scale. The study therefore sought to establish the growth of number of MSEs served by 

the market over the three year period. In Table 13 below, the study found that the 

number of numbers of MSEs served by the market had grown from 287 in first year of 

the program to 1203 in the third year. 

This growth had the effect of creating economies of scale for the market service 

providers and the Ngararia/Muruka production cluster facilitator. 

Table 13: umber of M ' s served per year 
r-- - -

Year umber of M E' ·en cd 

2003 287 
1--

2004 450 

2005 120 ... 

ource: Research data 



CHAPTER FIVE: SUMMARY AND CONCLUSIONS 

5.1 Introduction 

This study intended to achieve two objectives. First, to determine the impact of market 

development approach to BDS and second, to assess sustainability of BDS market in 

the Maragua avocado market linkage project. The findings of the study are summarised 

and conclusions drawn in this chapter. The chapter also covers the study limitations and 

suggestions for further research. 

5.2 Summary 

The first study objective was done through five variables namely, market expansion, 

market diversity, quality ofBD , market deepening and benefit ofBD to M s. 

The tudy findings revealed positive trends on all the fi c ariablc ignuling B 

market development. The study confirmed that market de\'elopment npprouch t) 

business development services had had significant impact on the market and th • 

it served. The approach had made the BD market more tran. ·tion I t •. ~d th10ugh 

expansion of awareness, acqui itions and pur ha of BD 

I urthcr , thc appr ach ha c.·p, n d th m r in l I 
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purchases. Additionally, the study established that the market had deepened to reach 

micro and female managed enterprises, segments hitherto undeserved. 

The second objective of the study was to assess market sustainability, that is, the ability 

of the market the BDS market to avail the desired business development services in the 

avocado export business through unsubsidized commercial channels. The study results 

revealed that the market was rapidly becoming transactional. This finding anchored the 

positive prospect for development of a competitive and sustainable BDS market. The 

study noted that market was achieving all key sustainability milestones, among them 

improvements in numbers of service providers, significance of revenues generated by 

service providers from serving M "'S and market cost effectivenc in delivery of BD 

through growing numbers of MEs served by the mark<.; t. 

5.3 onclu ·ion · 

rrom the study results, it can be generally concluded that the market devdopment 

approach to BD had significant impacted on the BD market nd the th. it s~.:n ed 

'I his was confirmed through the m rkcd me rkct e,·p n i n nd d~.:~.:p~.:nin '• imptl)\~o:d 

qualit of 81 as well a gre, ter m rk t dh ity 

S 11 ~ , II no!l.:d by the tu y. tu 

iiti 1\ ,, 

mr 



The study also found that the market had made significant achievements towards 

sustainability. Key among these achievements were increasing numbers of services 

providers and improvement in cost effectiveness of the market in delivery of BDS to 

SMEs. 

On the over, the study established that the market development approach to BDS was 

developing the Maragua market into a well functioning BDS market with a diverse 

array of high quality services that met the needs of a large proportion of SMEs 

affordably. The study concluded that the market development approach had succeeded 

in integrating MEs into the market, thereby linking them to opportunities for growth 

and development, where they interacted with the market a di cerning and valued 

customers rather than as beneficiaries (Perkins et al, 2001 ). 



5.4 Limitations of the Study 

The first and most critical limitation of this study was the youthfulness of the KBDS 

Maragua market linkage project, which was barely three year since inception. This 

meant the project's impact and sustainability milestones achievements through the 

market development approach as identified by the study had had not firmed up. More 

time will be required to confirm direct attribution of the achievement to market 

development approach to BDS. 

Another key limitation of this study was inadequacy of resources, specifically money 

and time. More financial resources were required to engage more research assistant and 

cover m re project clu ters. The project wa et in rural Kenya appro ' imatcly a 

hundred kilometers from Nairobi ; this made data collection period 1 ngcr and m r 

expensive than initially anticipated. 

The nature of the respondents required that of the que tion or 111 ome a e~ all h.1d to 

be explained in \ ahili or the local dialc t. In the p ' nk of th~: ori 'in. I 

m anmg could have b n di tortcd. urth r, the m .n the l Ue~tit)l1tl. ir 

, dmini tration thut throu •h inh.: rn nt th t tl im 'I\ 

. plm 11 ion to llll ( t th qu hi h Ill tl 



5.5 Suggestions for further study 

The researcher would suggest that a similar study be conducted on the impact of the 

approach and market sustainability in the post donor support era. This would help 

validate the findings and conclusions of this study. The research also suggests the 

widening of the area covered by future research. 
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Appendix 1: Interview Guide 

This questionnaire is divided into five parts A, B, and C. Kindly answer all questions as guided. 

Your answers will remain anonymous and confidential and in no incidence will your names be 

mentioned in the report. Thank you. 

I. Section A: Market Impact Indicators 

Program Farmers 

Respondents Details 

Name of Re pendent: ----------------------

roup ______________________________________________________ __ 

When did you join the program? 2003 2004 _oo 

D D D 
What i. your role in this businc s? 

( \\ncr or mana •er • pro d r 

lit ru 11111 ttflll ttiull I ' lit 



Q2. What kind of advice or other assistance do you get? 

Service Category Services received 

Ye No 

Agrochemical spray services 

Harvesting and grading services 

Network broker services 

Grafting and pruning services 

Q3. I lave you ever heard , read or seen anything about <service category>? 

Q4 . I lave you ever received <service category> either rcc or by pay ing, from an person, 

company or organiLa tion inc luding your upplier · and buyer ·? (Probe if ncccssar .) 

ervice ategory 03 - ware of Q-t Recc i\ ed 

en• ice? cni 

0 

h 



Q6. For each service received, ask: The last time you received <service category>, did you 

pay for it? In other words, did you purchase it? 

Service Category QS - when Q6 - paid? 

received? 

Month Year Yes No 

Agrochemical spray services 

Harvesting and grading services 

Network broker services 

Grafting and pruning services 

A 

If yes, go :0 Q~ ~r ,: go to Q7 l 

' lass ify any direct payment a •·yes" and any service that i not paid for dircctl) as " no." 

Q7. For each ervice not paid the Ia t time, a ·k: Ha\'e you e\'er paid to n:cci\'c scr\'icc 

category>? 



Q8. For each service ever paid for, ask: When was the last time you PAID to receive <service 

category>? 

Service Category Q7 - Ever Q8 - if yes, when? 

paid? 

Yes No Month Year 

Agrochemical spray services 

Harvesting and grading services 

Network broker services 

Grafting and pruning services 

A ~ 

I If yes, go :Ooh j7r,:go to Q 13 1 

Information on Provider ' 

This section is for each service ever received (paid or free). 

Q 13 . The last time you got the service from ' hom did you g t it? 

Scrvic 



Information on Program Providers 

This section is for each service the respondent is aware of. The questions asked depend on 

answers to previous question. 

Ask specific questions about the program providers of <service category>: <name program 

providers> 

Q 15 . If the respondent gave the name of a provider above, ask: 

Is the provider you just mentioned one ofthese providers? 

ate gory Yc 0 

Agrochcmica1 pray crvicc 

Harvc ting and grading erviccs 

Network broker service 

Grafting and pruning ervices 

Q 16. I lave you heard, r , d r n n)1hin ut th rin • 
. 

ll \I 1: 

') . 17. It I. 

17. ll 



Q 18. Did you get <service category> from one of these providers in the last 12 months? 

Q 19. Did you pay for <service category> when you got it from one of these providers? 

Q20. Have you paid for <service category> from this/these supplier(s) more than once? 

Service Category Q16 - Q17 - QJ8 - In Q\9 - Q20 - Paid 

Aware of Acquired the last 12 Paid? more than 

Suppliers? Service? months? once? 

Yes No Yes No Yes No Yes No Yes No 

Agrochemical spray 

crvicc 

r-- . 
llarvcstmg and 

grading crvice 

Network broker 

crviccs 

Grafting and pruning 

serv ice 

R pondt·nt .hara tcri ti · 

21. 



4. 0 Joint or family but primarily managed by a male 

5. 0 Other (please specify) -------------

Purchase (Acquisition) of Service 

This section is for each service that the respondent has ever paid for (purchased). If the 

respondent has not purchased any services, skip this section. 

Q22. For each service purchased (paid for) in the last 12 months, ask: Compared to your 

expectations, how sati sfi ed were you with the service you received? 

4. Very ati ti ed 

3. 'omcwhat atisficd 

2. omewhat d issatisficd 

I Very di sati ficd 

ervice Category Ql-



For Each Service Ever Purchased, Ask QlO, Qll And Q12 

Q23. Have you purchased <service category> more than once? 

Service Category Yes No 

Agrochemical spray services 

Harvesting and grading services 

Network broker services 

Grafting and pruning services 

onsumer Applicati on of Serv ice Acquired 

Thi secti on i for each serv ice that the respondent has ever acquired from the program. 

ustomer Benefits from Bu iness Development ervices 

Thi s secti on is for each service that the respondent has ever acquired from the progra m. 

Q24. For each service acquired in the Ia t 12 month • a k: What benefit did ou c ~ ericnce 

from the services acquired? 



Q25. To what extent do you attribute the rise in volume/income to BDS? 

Scale Great extent Some extent Not at all 

BDS services 



Part B: Market Sustainability And Cost Effectiveness 

Program Suppliers 

Respondents Details 

Name of Respondent: ----------------------

Group __________________________ _ _ 

When did you join the program? 20o3 0 2oo4 0 2oos D 
What crvicc do you offer? 

-:--
erv ice ate gory Tick 

Agrochemical spray services 

Harvesting and gradi ng services 

Network broker services 

Grafting and pruning services 



Ql . What percentage of you income comes directly from serving SEs with services? 

BDS Supplier Last year Current year 

Below 30% to Above Below 30% to Above 

30% 50% 50% 30% 50% 50% 

Agrochemical spray services 

Harvesting and grading services 

Network broker services 

Grafting and pruning services 



Improve Program Cost-Effectiveness 

Q2 What number of SEs did you served in the last one year? 

Service Category Number of Consumers served 

2003 2004 2005 

Agrochemical spray services 

Harvesting and grading services 

Network broker services 

Grafting and pruning services 

Part C: Program Facilitator 

Market ustainability 

Q I. I low many MSEs were facilitated in the foliO\ ing year ? 

ate gory 



Q2. How many service providers were facilitated in the following years? 

Service Category Number of Consumers served 

2003 2004 2005 

Agrochemical spray services 

Harvesting and grading services 

Network broker services 

Grafting and pruning services 

Q3. To what extent docs the quality of produce delivered meet the market standard ? 

reat extent D Mod rate extent D lcs extent D 

Plea e comment on the trend. 

Q4. Do quantities of fruit delivered make economic of ale for the 1: ilitator 

Yes D 0 D 

5. Wh rt p r c11t P I m t f; il it t i n tl 

I 11 I D il it 1 r D rn D D 



Appendix 2: Baseline Indicators 

BDS Market Development Base line Indicators 

Impact Outreach Indicator 

Expanding the Market for Market size 

BDS 

Awareness 

Acquisition 

Purchases 

Program Market Share 

Market diversity Number of providers 

Number of services provided 

Baseline Benchmark 

I ,500 farmers 

(Muruka/Ngararia) 

Negligible 

Negligible 

Zero 

Zero 

Two (GoK and family/ 

friends) 

One (grafting) 

Deepening the market l-:.stimatcd p tcntial market for 25% of m, rkct 

under<;erved E (women owned) 

Quality of BD 

Zero 

Zero 


