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Introduction 
 
The Beira Agricultural Growth Corridor Inputs 
Partnership (IP) is a public private partnership 
designed to increase production and productivity 
of smallholder farmers in a sustainable manner 
within the Beira Corridor using proper fertilizer, 
improved seeds, crop protection, and best 
agricultural practices as supported by access to 
finance and secured markets. 
 
During 2022 the IP has increased the numbers 
of agro-dealers with whom it works and after 
two years of programme implementation the 
commercial partners have integrated 56 retail 
agro-dealers (20% women) into their network. 
This is substantially above the original target of 
30 retail agro dealers estimated in 2019. 
Furthermore, the agro dealer distribution 
network has expanded to 92 operating shop 
outlets. Agro dealers are increasingly opening 
new shops around the project area.  
 
This Newsletter largely covers a review of the 
of development of a viable and sustainable 
agro-dealer network within the Manica and 
Sofala clusters.  The aim is to develop a 
commercially viable hub agro-dealer network 
and respective retail network in the clusters to 
serve irrigation schemes as well as nearby 
dryland areas. 

   Agro-dealer training - Chimoio 
 
Background  
 
The hub agro-dealer network model was 
introduced to address the fact that many input 
suppliers at the time were struggling to supply 
inputs directly to retailers in remoter areas and 
in particular around the irrigation schemes in 
Manica and Sofala. A particular challenge was 

that there was a mismatch between the large 
supply capacity of the commercial input 
suppliers and the relatively small volumes 
demanded by rural retailers. Their issue was 
that they had very little leverage to secure 
working capital to purchase inputs.  The aim 
therefore was to support agrodealers in 
specific regions and to both create significant 
demand for inputs (by farmers) as well as 
develop an environment to allow them to 
purchase significant inputs via credit facilities.  
The regions chosen were strategic and 
selected in full coordination with the 
commercial partners – with having at least one 
hub agro-dealer per district. From this base the 
commercial partners could then develop a 
retail network of rural agro-dealers that would 
be attached to hub agro-dealers and 
connected to the Inputs Partner suppliers. 
 

 
Cumulative number of agro dealer shop outlets  
 
Agro-dealer training 
 
The agro-dealer training continues through, a) 
on boarding new agro-dealers (some 15 during 
the first semester of 2022) in collaboration 
with the commercial partners and b) refresher 
training for some 20 rural businesses.  
 
This has largely been through class-based 
training however practical lessons have also 
been provided through field visits to those 
agro-dealers achieving good results in terms of 
good turnover of product, excellent customer 
satisfaction and their ability to combine 
training (in GAP) with sales.  
 
Since the beginning of the project, 8 of the 41 
agro dealers that benefited from the capacity 
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building interventions particularly through 
transformation into Hub agro dealers.   
 
The training has largely entailed working 
closely with the commercial partners on 
product knowledge, pricing, inventory 
management, record keeping of daily sales and 
purchases. This has increased agrodealers’ 
business acumen and importantly increased 
the probability of securing commercial credit 
from financial institutions. 
 
Strengthening commercial ties between 
commercial partners and hub agro dealers 
 
The project has continued to work and 
maintained partnerships with the commercial 
partners for inputs distribution and retail. A 
key success has been the ability of these 
companies to expand their distribution 
relationships from 41 agro dealers by the end 
of 2021 to a total of 56 agro dealers to date. 
Furthermore, six agro dealers have expanded 
their distribution by opening 6 new shops in 
addition to the 30 shops opened in 2021, 
hence bringing the Agro-input outlets 
operating in the project locations to a total of 
92 shops.  
 

 
Yara representative showcasing new product 
 

This activity has been of particular importance 
to agro-dealers and seen as a success. In most 
NGO-type programs, several financial support 
mechanisms are used either to establish or to 
strengthen relationships between suppliers 
and agro-dealers. A matching grant between 
AFAP (the main implementer) and input 
suppliers was used to reduce the risk of the 
input suppliers but was not used as a pure 

grant. A matching grant was also used as a 
revolving fund for reaching out to more agro 
dealers (see below). 
 
Start Up Kits and Consignment Credit 
 
The provision of start-up kits (that was initiated 
in 2020) has continued in the form 
consignment stock. The initial amount for the 
revolving consignment was about 
USD131,000. AFAP facilitated the distribution 
of the consignment stock to the agro-dealers 
at 50% matching grant and cost sharing which 
revolved within the suppliers so that it reached  

Agro dealer - consignment credit training   
 
out to more agro dealers in the lifetime of the 
project. Benefitting agro-dealers pay back the 
value of stock supplied by the inputs suppliers 
as cost recovery and the suppliers in turn can 
pass on the benefit to other agro-dealers and 
continue the cycle.  
 
This initiative has boosted the stock levels of 
the hub-agro-dealers as well as providing 
working capital for the hub-agro-dealers. In 
addition, the initiative has also contributed to 
increased sales as hub-agro-dealers are 
stocking what is necessary and what is 
demanded by the market. 
 
In fact, hub agro-dealers and agro-dealers are 
now benefitting from both short-term and 
long-term financial assistance. At least 75% of 
the targeted agro-dealers and hub-agro 
dealers have reported that that they received 
credit compared to 64.5% at baseline. 
Supported inputs suppliers such as K2 Seeds 
have also started giving credit to the agro 
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dealers outside the consignment stock. KIIs 
revealed that about 10% of the-agro-dealers 
received seed on credit worth about USD 5,000 
in the past year with repayment at about 60%. 
This shows that inputs suppliers are slowly 
building confidence in the agro dealers. 
 
Results 
 
The impact of the revolving consignment credit 
has helped agro dealers (some 25 agro-dealers 
where initially selected – 20% women) 
improve cash flows and profits.  On average 
the stocking levels have more than doubled 
from an average stock value of 352,456MZN 
(USD5,507) to an average stock value of 
690,818MZN (USD10,794), As a result, these 
hub agro dealers are able to expand their 
distribution network.  A total of USD182,300 in 
consignment stock has been disbursed. Given 
the high risk in agriculture loans and default 
rate normally at 30-50%, the repayment rate 
has been satisfactory at 68%. 
 

AFAP staff reviewing agrodealer progress 
 
It has also helped to increase awareness of 
new products and product knowledge among 
both agro-dealers and the farmers. In addition, 
proximity of well-stocked agro dealers has 
brought inputs closer to the farmers.  

 
New shops have also been opened 
contributing to economic development at both 
local and national level as well as contributing 
towards employment creation. The 
employment rates have also increased with 
staffing having increased from an average of 
3.37 workers per agro dealer to an average 
staffing of 6.45 workers. 
 
The proportion of agro dealers receiving loans 
from other sources (apart from the 
consignment credit) has also increased from 
57.1% to 75% which includes other forms of 
financial assistance such as credit guarantees, 
grants, and loans for their businesses. The 
average value of permissible credit ranged 
from USD 319 to a maximum of USD 12,460 an 
increase of over 50% from baseline. 
 
 Fertilizer prices have increased since the 
2020/2021 agricultural season by over 77% 
due to the Russian-Ukrainian war. The increase 
in prices has made farmers reduce purchases 
of fertilizers in particular. Agro dealers appear 
also to have also reduced their stockholding 
because of the reduced demand. It is expected 
that this will show significant  declines in the 
results and will be reviewed and published in 
the final 2022 report. 
 
Lessons Learned 
 
Situating most of the programme close to 
irrigation schemes and farmers growing crops 
that are predominantly higher value and for 
sale has helped kick start the development of 
the agrodealer network. This focus shows that 
farmers who tend to use more improved 
inputs; e.g: seed, fertilizers and agro 
chemicals; in irrigation schemes meant that 
there is quicker turnover and returns to 
investment. 
 
The Commercial Input suppliers have been 
prepared to supply and develop direct 
relationships with retail agro-dealers 
surrounding the schemes rather than just to 
focus on hub agro-dealers. This was a design 
change entailing that the project is now 
focusing on developing a network of retail agro 
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dealers that are connected directly to input 
suppliers. Where demand is high some retail 
agro-dealers are upgrading to hub agro-
dealers. This has occurred in about 20 percent 
of the retail agro dealers. Given the close 
collaboration with the input partners, they 
have also decided to upgrade these retail agro-
dealers to hub agro-dealers. 
 
The relationship that AFAP has with the 
commercial input partners has helped develop 
confidence that AFAP can add value to 
developing the viable agro dealer network. 
 

Bayer promotional fair 
 
An important lesson learned so far, is that the 
adoption of an integrated approach by the 
programme, (Linking and matching the 
demand side of inputs and the supply 
component) has boosted progress on the 
programme since it is difficult to increase 
supply without a corresponding increase in 
demand for supplied goods and/or services.   
 
The adherence to a humanitarian approach by 
some development partners and programmes 
that distribute free inputs, thereby distorting 
input distribution systems, continues to 
threaten the Inputs Partnership’s private 
sector led development initiative.  
 
Recommendations to strengthen agro-dealer 
networks 
 

• Bayer has invested in depots in 
Chimoio and other suppliers should 
review and seriously consider similar 
investments – Other non-partner 
suppliers recently opted to supply hub 

and retail agro-dealers through these 
private sector input distributors. Such 
input distributors initially place orders 
to input suppliers based on specific 
requests from input suppliers. This 
limited stock availability in target 
areas. As a resolution, Bayer invested 
in depots in the target provinces of 
Manica and Sofala. This did not just 
improve stocking levels and diversity, 
but also enhanced private sector 
participation and investment.  
 

• Complementary programming should 
be boosted to support the input 
suppliers to expand their input 
distribution networks in the target 
provinces. - AFAP’s support for the 
expansion of input distribution 
network for Bayer in the North of 
Mozambique. K2 Seeds has also dis-
invested its association with Casa 
Agricutura, a distributor. K2 Seeds has 
now invested in its own premises. This 
has also facilitated hub and retail agro-
dealers to buy directly from K2 Seeds 
and not through a third party. They 
then avoid additional costs These are 
the type of investments expected from 
the project.  
 

• Continue and extend training to agro-
dealers in the loan application process.  
Agro- dealers are making great strides 
in becoming “credit worthy.” Progress 
is being made to facilitate credit lines 
for agro dealers (and farmers) through 
the recent MoUs initiated by BAGC 
with programs such as the Rural 
Enterprise Finance Project (IFAD) and 
other channels. 
 

 
 

 
 
 

For further information on the BAGC Inputs 
Partnership activities please contact: 
 
Emerson Zhou, Managing Director BAGC, 
emerson.zhou@gmail.com 
Sergio Ussaca, AFAP Country Director, 
sussaca@afap-partnership.org 
Patrick Guyver, Prorustica Director, 
Patrick.guyver@prorustica.com 
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