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EXECUTIVE SUMMARY  

This report is for an activity to provide results of the evaluation carried out on the month of 

December, 2019 in the PiATA TIJA project areas that is in Iringa, Njombe and Ruvuma regions. The 

main objective of the evaluation was to track progress of the performance of MSMEs supported 

under the project since 2018 to the recent period. Explicitly, the activity was carried out to 

understand whether there are changes for the supported enterprises on the business dimensions 

of annual sales income, increase of customer base, contribution to jobs creation, ability for the 

enterprises to reduce costs and increase on the number of farmers served by the MSMEs.  

 

The total of 101 were surveyed on their working premises and interviewed using the structured 

questionnaires inserted in the CAPI system. Android powered tablets were used by the evaluators 

to collect the required data from the MSMEs owners. The interview was set for 30 minutes on 

average per one enterprise. The surveys was carried out for the period of 7 days.  

 

The evaluation revealed that PiATA TIJA interventions has recorded positive results in enterprise 

development on the dimensions of increased annual sales income, increase of customers/farmers 

reached by MSMEs services and increased number of jobs. MSMEs with positive increase in sales 

income have shown significant upward move from 32.7% in 2017 to 73.3% in 2019 with 89.1% of 

the enterprises recording the increase in customer base. The business relationships established 

between MSMEs and suppliers of agriculture technologies such as input companies, agents and 

hub agro-dealers has resulted to costs reduction whereby 91% of the MSMEs have been able to 

reduce costs particularly costs on purchases.  As a result of increasing operations, the surveyed 101 

MSMEs have been able to create more than 200 permanent jobs and 253 on part time jobs. 

Additionally, majority (71%) of the surveyed MSMEs are providing services to less than 500 

farmers/customers in a year.  

 

The report recommends that efforts should be directed towards manage the business relationships 

between retail enterprises and other private stakeholder. Additionally, good results are recorded 

on the side of supporting the MSMEs in the input markets, a shift of efforts to support the output 

markets particularly focusing on strengthening the capacity of small private cereals processors is 

inevitable.  
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1. 0. MONITORING AND BACKGROUND OF THE PROJECT  

This section provides the highlight of the project background information, the implementing 

partners and the evaluation overview of supported MSMEs under the PiATA TIJA project.  

1.1. Background information 

The Ihemi- Ludewa Consortium aims at achieving the primary goal of linking farmers to input and 
output markets to spur maize, beans and soybean productivity in Ihemi-Ludewa cluster of Iringa, 
Njombe and Ruvuma regions of Tanzania. The consortium comprises of Agricultural Research 
Institute (TARI) Uyole, Building Rural Incomes Through Enterprise Limited (BRiTEN), East Africa 
Grain Council (EAGC) and Tanzania Association of Professionals BDS Providers (TAPBDS). TARI 
Uyole’s major role is extension and early generation seed multiplication, BRITEN for extension and 
agro-dealers development; EAGC for markets and post-harvest management and TAPBDS for 
business development services to SMEs. The consortium started work at the last quarter of 2017 
and expect to run until the end of 2020 based on the signed letter of agreement with AGRA.  
 

1.2. TAPBDS on the project implementation  

Ihemi –Ludewa Consortium with four implementing partners is geared to work on three specific 

objectives in achieving the primary goal. The objectives are to work on increasing staple crops 

productivity, strengthened and expanded access to structured output markets and increased 

capacity to SHFs and agriculture systems to better prepare for and adapt shocks and stresses.  

 

TAPBDS role is focused to contribute predominantly on the activities of SHFs capacity and BDS for 

MSMEs development in the value chains. This is associated with corresponding activities such as 

entrepreneurship trainings, business record keeping training and business planning, financial 

management training, linking SMEs with financial service providers, and coaching SMEs on proper 

use of business record books and other linkage opportunities in the value chain actors. Moreover, 

TAPBDS is coordinating youth-led start up small matching grants as among the interventions that 

encourages youth engagement in agribusiness activities.  

 

1.3. Evaluation context, objectives and approach  

Monitoring on the progress of the supported MSMEs in the value chains was conducted at different 

time. However, TAPBDS has taken reasonable interval of time to conduct this evaluation in order 

to track the status of the enterprise changing dimensions. The evaluation was set at the end of 

project second year in order to track changes on annual income, costs of operations, employment 

created and change in number of farmers accessing services from the targeted MSMEs among 

other tested indicators.  
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The evaluation activity was scheduled to commence on Monday 09th December, 2019 and run for 

five field days. It involved six enumerators and three supervisors in the regions of Iringa, Njombe 

and Ruvuma. The unit of measure was the supported enterprises in the value chains.  

 

Questionnaire was designed by the project team and approved by the project M&E officer. After 

the approval, the data tool was submitted to the data expert for the questions scripting process 

and encoding into CAPI system. The enumerators were provided orientation about the evaluation 

process, purpose and the use of CAPI to collect the required data. The activity was conducted by 

the hired evaluators through surveying the targeting MSMEs on their working premises to conduct 

interviews which took on average of 30 minutes for each of the surveyed entrepreneur.  

1.4. Profiles of the surveyed MSMEs 

The evaluation team surveyed and conducted successful interviews to 101 MSMEs. Most of the 

visited enterprises are operating to provide services such as inputs supply, threshing, processors, 

transporters and QDS entrepreneurs. The female entrepreneurs were 35(34.6%) and male MSMEs 

were 66(65.4%) of the total respondents. Youth were 59(58.4%) of the surveyed enterprises while 

16(15.8%) were women MSMEs.  

 

The total of 52 Wards in 11 administrative local government authorities (i.e. municipals and district 

councils) within the regions of Iringa, Njombe and Ruvuma were visited. The following Figure 1.4.1 

shows the distribution 

of the locations and 

number of MSMEs in 

each location. 
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2. 0. THE EVALUATION FINDINGS AND ACHIEVEMENT OF THE TARGETED OUTPUTS 

Section two of this evaluation report describes feedback of the general findings of the evaluation 

and achievement of the targeted results. It illustrates about the number of MSMEs supported 

under PiATA TIJA interventions, Kind of support received, change dimensions i.e. change on 

income, costs reduction, jobs created and number of farmers serviced by the enterprises in the 

project value chains.  

2.1. Number of MSMEs supported 

The project is working around private sector as permanent business sub-consortia to develop 

business relationships and partnerships with farmers in the value chains. All the project IPs literally 

in a consortium approach are complementarily supporting MSMEs and growth of private sector in 

the value chains from downstream of input producers and suppliers to the upper streams of off 

takers and cereal processors. TAPBDS is working in between to provide BDS services on the 

establishment and growth of MSMEs. The evaluation shows that of the 101 enterprises 

interviewed, 99(98%) were able to express the way they have benefited from PiATA TIJA 

interventions. The organizations mentioned during the evaluation were TAPBDS, BRITEN, others in 

the PiATA TIJA project, RUDI, Clinton Foundation, TPB bank etc. Generally, the project has already 

supported more than 150 enterprises in the value chains. 

 

2.2. Dimensions of support to MSMEs  

On the PiATA TIJA interventions, enterprises have benefited from various support from the IPs. The 

evaluation reports that improved skills on doing business with farmers, market knowledge, 

improved business records and ability to prepare business plans, financial skills and management. 

Moreover, benefits resulted from successful linkages with various stakeholders were reported 

during the interviews. These include ability to increase working capital through the applied credit 

from bank and large 

suppliers, formalization 

and certification from 

TOSCI, TPRI and TFRA. 

Some of the MSMEs were 

supported on the project 

youth led start-up grants 

to expand their 

operations. 

 

 

Figure 2.2.1: Kind of 

support the MSMEs 

received 
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2.3. Dimensions of change  

The project expects to see changes on various dimensions for the enterprises that received 

support. The expected dimensions include change in annual income of the enterprise, change in 

operational costs, expanding markets/number of farmers and change on employment/ jobs 

created. The details of the tracked changes are presented in the following sections; 

 

2.3.1. Increase in sales income 

Respondents were asked to tell whether there is an increase on sales in terms of percentage from 

the year 2017 to 2019 transactions. The enumerators posed to owners of the surveyed enterprises 

a closed question on how they see change on annual sales income. The following are the results as 

presented in Table 2.3.1 below and expounded on the corresponding Figure. 

 

%Change 2017 2018 2019 

No change 68 46 27 

5-10% 4 2 4 

11-20% 4 5 4 

21-40% 6 13 10 

41-60% 9 18 17 

Above 60% 10 17 39 

Total 101 101 101 

Table 2.3.1: Change in Sales income  

 

Table 2.3.1 and its corresponding Figure 

shows that enterprises’ annual incomes are 

increasing. Moving from “no change” in 

annual income to “above 60% change” the numbers are increasing. This is to say picking from the 

interview responses, number of enterprises with responses of no change on annual income are 

decreasing while those with answers of percentage increase such as 41-60% and above 60% are 

increasing. There is a significant upward move from 32.7% in 2017 to 73.3% in 2019 for MSMEs 

that are recording increasing in sales income. This may be interpreted that PiATA TIJA interventions 

have positive relationship to the change in annual income to the enterprises in the value chains.  

 

2.3.2. Customers increase 

Increase in customer base is one among the signs of business growth and expansion. The evaluation 

determined whether customers are at increasing rate in the surveyed enterprises. Customers in 

most of the enterprises are farmers and therefore this means increase in MSMEs customer base is 

equivalent to the increase of farmers’ access to either inputs or other farming services on their 

process towards transformation. The following Figure 2.3.2 illustrates the enterprises with 

customer increase on the trend of past two years. 
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Figure 2.3.2 shows that 90 

(89%) of the respondents 

noticed customers increase 

in the trend of past two 

years. The evaluation went 

further to see the percentage 

increase in customers in the 

past 12 months. The 

responses are as presented 

on the Table 2.3.2 below. 

 

 

Customers %percentage Change Number of MSMEs % percentage 

NIL 11 11% 

Less than 5% 4 4% 

5-10% 7 7% 

10-20% 12 12% 

20-30% 11 11% 

Above 30% 56 55% 

Total 101 100% 

Table 2.3.2: Percentage change on customers in the past 12 months. 

 

The report reveals that for the interviewed enterprises in the value chains, there is an increase of 

customers in most of the MSMEs. The percentage increase is reported on varied extent but the 

good note is that more than 50% of the MSMEs had a percentage increase of customers that is 

above 30% in the past twelve months of business operations. There were some few (i.e. 11% of the 

interviewed enterprises) MSMEs who had no change in customers increase. On the adoption 

system we may group these few in the 

laggard group.  

 

2.3.2.1. Approaches used by the MSMEs 
to increase customers 
The evaluators believed that in any 

achievement there must be struggles 

and strategies behind it. During the 

interviews with the surveyed 

enterprises questions on how the 

achievements to increase the number 

of customers were asked. The following 

Figure illustrates different approaches 
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used by the MSMEs to increase their customer base. Figure 3.3.3 the responses highlighted that 

the greatest used strategy by most of the MSMEs to increase their customer base is through the 

provision of good customer services. This strategy is being used by 29% of the enterprises that have 

increase their customers. There are different means of improved customer services as explained 

by the interviewed MSMEs these include establishing good relationship with farmer groups, soft 

business language to customers, close follow ups on the efficiency of inputs bought, free 

transportation of the inputs for the bulk buyers and shared cost of transportation for retail 

customers.  

 

The next highly used strategy is “farmer groups’ education and extensions advisory”. This strategy 

scored 24% on the list of strategies mentioned by the MSMEs. Other strategies include MSMEs to 

sensitize about their business in the village and groups gatherings, selling at discounts to farmers, 

customer referrals, using posters and flyers.  

 

2.3.3. Costs reduction 

The ability to reduce costs is among the strategies towards a successful sustainable business 

venture. Evaluation set some inquiries to understand whether the interviewed MSMEs are able to 

reduce costs as a result of working with PiATA TIJA. There was a general question for the 

respondent to acknowledge whether/not the business costs have been reduced by getting the 

opportunity to work with 

the project. Figure 2.3.4 

shown below depicts the 

results from the 

respondents concerning 

cost reduction. The results 

shows that 91% (92 MSMEs) 

of the MSMEs are able to 

reduce costs and they have 

actually see costs reduced 

by working with the PiATA 

TIJA project. There are 

various angles mentioned 

on costs reductions but they 

are grouped on 

production/purchases costs 

and management costs. The illustrations of the concreteness of the mentioned costs reduction are 

presented on Table 2.3.3 and its analogous Figure 2.3.5 below. 

 

 

 

Costs reduced
91%

Not able to 
reduce costs

9%

Ability to reduce costs

Costs reduced

Not able to reduce costs

Figure 2.3.4 Ability of the MSMEs to do costs reduction 



Page 7 of 23 

 

Various costs  MSMEs reduced costs Percentage (%) 

No changes in costs 9 8.9 

Management costs 8 7.9 

Production related costs 81 80.2 

Others 3 3.0 

Total 101 100.0 

Table 2.3.3: Various costs  

 

The illustrations shows that MSMEs have highly benefited from reducing production related costs 

including the costs of purchases as a result of working with PiATA TIJA project. The results on 

production costs reduction was recorded at 80.2% of the respondents while all other costs 

reductions is 10.9% in aggregate. The reasons for the mentioned reduction costs on production 

related costs and purchasing based on the business relationship developed between 

manufacturers, suppliers and MSMEs. The developed relationships have resulted to improved trust 

and therefore most of the MSMEs 

may receive consignments or part 

of the consignment on credit i.e. as 

agents from the suppliers. They 

are able to order in bulk, get 

discounts and consignments 

delivered at the enterprise 

location with transportation costs 

accounted to the supplier. Other 

kinds of costs mentioned that have 

been reduced are costs of 

formalization and certifications 

such as TOSCI, TFRA, preparing 

business plans and business 

records. 

 

 

2.3.4: Jobs created  

Among the impacts of a growing business venture is seen on the ability to increase either 

machinery and or number of workers to support on the expanded provision of services. It has been 

also the priority of the Government to invest into sectors that are contributing on employment 

creation. The evaluation considered to track information the number of jobs created in the MSMEs 

as a result of PiATA TIJA interventions. Several questions were set to get information about the 

nature of jobs created whether permanent or temporary based on the cropping and other farming 

activities. Table 2.3.4 elucidates on the job creation status on the interviewed enterprises during 

Figure 2.3.5: Various costs reduced by MSMEs working with PiATA TIJA 
project 
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the evaluation. The number of jobs were further expounded into disaggregation on youth and 

women in addition of whether part time or full time jobs.  

 

Table 2.3.4a: Total number of people currently employed in the MSMEs on full time basis 

Total number of people currently employed in the MSMEs on full time basis 

Number of Jobs Full time 

  Male Female Male (<35yrs) Male (>35yrs) Female(<35) Female (>35yrs) 

1 57 56 36 21 30 26 

2 14 9 12 2 6 3 

3 10 2 4 6 2 0 

4 1 1 1 0 1 0 

5 1 0 1 0 0 0 

6 0 1 0 0 0 1 

7 0 0 0 0 0 0 

8 1 0 1 0 0 0 

More than 8 0 0 0 0 0 0 

Total 84 69 55 29 39 30 

 

Table 2.3.4b: Total number of people currently employed in the MSMEs on a part-time basis 

Total number of people currently employed in the MSMEs on a part-time basis 

Number of Jobs Part- time  

  Male Female Male (<35yrs) Male (>35yrs) Female(<35) Female (>35yrs) 

1 15 11 13 2 11 0 

2 31 4 27 4 4 0 

3 10 3 9 1 3 1 

4 7 1 7 0 1 0 

5 2 2 3 0 1 1 

6 2 2 1 0 2 0 

7 1 1 1 0 1 0 

8 0 0 0 0 0 0 

More than 8 2 1 1 1 0 0 

Total 70 25 62 8 23 2 

 

Tables 2.3.4a and b above depict the reality on the number of jobs created on the MSMEs working 

with PiATA TIJA Tanzania project. The former illustrates number of jobs created on permanent basis 

with its gender disaggregation. The results shows that there are 222 [i.e. 132 males and 90 female] 

number of jobs currently created permanently in the MSMEs. Most of the jobs are those performed 

on self-employment by the entrepreneur/owner. It is followed by the MSMEs who have been able 

to employ 1-2 additional workers after the owner.  
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On the other hand, Table 2.3.4b provides details of the number of jobs currently created in the 

MSMEs on temporary basis. The total of 253 part time jobs were reported whereby 182 are males 

and 71 are females. Figure 2.3.6 illustrates the summary of the number of jobs created in the 

MSMEs both full time and part time basis. 

 

Figure 2.3.6 provides the 

summary of the number 

of jobs in the MSMEs both 

full -time and part-time 

basis. The X-axis 

represents number of jobs 

a MSME is currently 

employed including the 

owner and Y-axis are the 

values. The results show 

that most of the MSMEs 

have employed between 1 

employee (i.e. the owner) 

and 3 employees that is to 

mean there is an 

additional of extra 2 

workers after the owner. It is further revealed that the enterprises hire more workers on part-time 

basis. This is because most of the MSMEs are providing direct services to farmers on their farming 

activities such as fertilizers, improved seeds, threshing, spraying etc. Most of these farming 

activities are seasonal and provides rationale for part-time hiring.  
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Table 2.3.5a: Number of people employed in the MSMEs on a full-time basis in the past 12 months 

Past 12 Months Employed 

Number of Jobs Full- time  

  Male Female Male (<35yrs) Male (>35yrs) Female(<35) Female (>35yrs) 

1 38 34 21 17 21 13 

2 18 5 14 4 4 1 

3 7 1 3 4 1 0 

4 0 1 0 0 1 0 

5 0 1 0 0 1 0 

6 0 0 0 0 0 0 

7 1 0 1 0 0 0 

8 0 1 0 0 0 1 

More than 8 1 1 0 1 1 0 

Total 65 44 39 26 29 15 

 

Table 2.3.5b: Number of people employed in the MSMEs on part-time basis in the past 12 months 

Past 12 Months Employed 

Number of Jobs Part- time  

  Male Female Male (<35yrs) Male (>35yrs) Female(<35) Female (>35yrs) 

1 14 5 11 3 5 0 

2 25 6 23 2 6 0 

3 11 1 10 1 1 0 

4 7 2 7 0 2 0 

5 1 1 1 0 1 0 

6 1 2 1 0 2 0 

7 1 1 1 0 0 1 

8 0 0 0 0 0 0 

More than 8 2 2 1 1 0 2 

Total 62 20 55 7 17 3 

 

Table 2.3.5a and Table 2.3.5b above provide information about the past 12 months number of job 

status in the MSMEs supported in the value chains. The former Table shows job status for the full 

time basis where it was recorded that 166 [i.e. 102 men and 64 women] number of jobs were 

present in the past 12 months.  

 

Moreover, data provided on the Table 2.3.5b in the past 12 months the evaluation recorded 195 

[i.e.143 men and 52 women] number of jobs on part- time basis in the surveyed MSMEs. The 

summary of the two Tables is provided on the Figure 2.3.7 to show all number of jobs in the past 

12 months.  
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 Figure 2.3.7 is 

corresponding to the 

data provided on Table 

2.3.5a and b in summary 

form. Most of the jobs in 

the past 12 months were 

performed by male 

workers both in full –

time and part-time 

arrangements..  

 

Another good story to be 

depicted from Figure 

2.3.7 as compared to the 

earlier Figure 2.3.6 is 

that in the past 12 

months number of jobs in the MSMEs were comparatively low. For instance the highest number of 

jobs in the past 12 months was recorded at 50 men in the category of part time jobs while on the 

current scenario the highest point is recorded at 72 males employed on part time basis. This is a 

jump of 22 number of jobs within an interval of 12 months.  

 

2.3.4: Number of farmers/customers serviced by the MSMEs 

The evaluation intended to gather information about the number of farmers/customers these 

MSMEs are normally servicing in a year. This is an additional information on the other earlier 

presented dimension on percentage change in customers. Categories were set to group MSMEs 

that are servicing less than 

200 farmers in a year as the 

lowest group, and those 

who are servicing above 

1000 farmers as the 

highest. Figure 2.3.8 shows 

the number of 

customers/farmers that 

supported MSMEs can 

service in a year. 

 

The results reveals that 

MSMEs that can serve less 

than 500 customers in a 

year are making the 
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majority of the enterprises with an aggregate of 71% of all the surveyed MSMEs. Others who are 

with capacity to provide services to more than 500 customers in a year share only the aggregate of 

about 30% of all the MSMEs. 

 

Using the private sector model, the more enterprises are developed and increase their business 

operational capacity on the value chains the more farmers are being serviced on a sustainable 

business relationship. Looking at the nature of the MSMEs supported on the value chains, the 

majority of them are providing farmers with inputs necessary for improving productivity and attain 

agriculture transformation. These inputs include recommended fertilizers from various fertilizer 

companies and agents, improved seeds, insecticides, herbicides, storage technologies and other 

service facilities such as threshing and sprayers. Hereunder are some few selected stories of the 

MSMEs development journey.  

  

 

2.3.5: Recorded Success stories 
 

Box 1: A transformed young lady story in Mtwango 

 

Rehema is a young 
lady in Mtwango who 
is operating a retail 
agro dealer shop 
known as JOHNSON 
AGROVET located in 
Mtwango area in 
Njombe. She started 
her journey working 
with PiTA TIJA project 
at the beginning of 
2018. Rehema was 
spotted having a small 
startup agro vet shop 
started in 2017 

working more with farmers on providing extension advisory [i.e. she is expert on the role].  Her 
startup capital was estimated to be about 2,250US dollars. With PiATA TIJA Tanzania project she 
managed to receive various business skills training, financial management and coached on 
proper use of record keeping books to record all her business transactions. During the project 
youth startup grants competition at the end of 2018, Rehema competed and became one among 
the winners. She received a startup kick start small grant of 773US dollars for her to expand to 
seed dealing business because farmers demand for seeds was high but only few dealers were 
available in her community. Later on Rehema received through PiATA TIJA the trainings on 
Licensing and formalization on fully agro-dealership business from TOSCI, TPRI and TFRA for 
compliance as organized by TAPBDS. Additionally, she was trained on business planning, good 
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agronomic practices skills. Currently she has transformed from agrovet shop to full agro 
dealership business selling improved seeds, insecticides, herbicides and fertilizers with an 
increased number of farmers and expanded networks of business partners. She has benefited 
from various developed business linkages with input companies such as BEULA, PANNAR, KIBO 
and ZAMSEEDS and good business relationship with hub agro dealers such as Inno and Mtewele 
in Njombe region. She is currently operating as an agent of some of the input companies. She 
has built trust with hub agro-dealers where she can purchase on credit up to 2,300US dollars 
and repay on weekly basis. 
 
Comparing as when she started in the past three years her business capital has tripled on 
December 2019, sales improved from saving in one village to currently reaching 5 villages of 
approximately more than 3,000 farmers in a season. Farmers are getting most of farming inputs 
from Rehema in a short distance compared as when they were to travel more than 10 Kilometres 
to either Njombe town or Makambako to purchase seeds and fertilizers. She is now envisioning 
to grow her business into a hub agro-dealer and having retail outlets to serve more farmers.  
 

 

Box 2: A successful thresher  

 Abias is a young man thresher operating his business in the 
Igongolo Ward in Njombe District. He started his threshing 
business in the past three years; back in 2017 after witnessing 
many maize farmers waste their cereals by using local 
threshing method of using wooden rod and sacks.  In the first 
year of business he was operating mainly in one village but 
transporting the threshing machine form one farmer to 
another using hired means of transport which affected on his 
business profits. In 2018, Abias attended the agriculture 
entrepreneurship training organized under PiATA TIJA and then 
recorded as among the youth led entrepreneurs in the value 
chains. Later in the end quarter of 2018 he utilized the 
opportunity to compete on the project youth led startup grants 
and won a grant valued 1,000US dollars to purchase a 
motorbike for him to reduce his transportation costs and reach 
out to many farmers. To improve more of his business the project supported him on improving 
his skills on record keeping and financial management.  
 
On the first year in business operations he was providing services to about 100 farmers in the 
ward and only few jobs created on the threshing centres. He reported great achievements in the 
year 2019 as a result of the improved business skills and grant received from PiATA TIJA. In the 
year he was able to reach more than 400 farmers in 7 villages and offer temporary jobs to about 
300 individuals on the threshing centres. Literally he has improved his income from about 
1,000US dollars a year in his first year to over 3,000US dollars in 2019. In the future, he plans to 
purchase a high capacity threshing machine in order to serve more farmers in the community. 
He has been able to use the profit from his business to construct a two room’s block house, and 
purchased a 3 acres land for avocado production.  
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3. 0. THE EVALUATION IMPLEMENTATION CHALLENGES 

This section provide some of the noticeable bottlenecks that hampered the evaluation activity and 

also challenges on the side of the surveyed MSMEs.  

 

3.1. The surveyed MSMEs 

Most of the enterprises are on their initial stages of expanding their operations in the value chains. 

The nature of these kind of enterprises is that they are in need of more guidance on the issues of 

management, allocation of resources and strategic focus. The evaluators noticed the following 

challenges in the surveyed enterprises; 

 

Most of the enterprises are lacking professional managers such as accountants and marketers. 

These are very important personnel during expansion of any business.  

Many business relationships developed among the enterprises and agents/distributors are based 

on mutual trust and they are at infant stage. This may sometimes lead to misunderstanding 

between the parties and there is nowhere to make reference.  

 

Only few of the surveyed enterprises are capable of accessing credits for working capital from 

formal financial institutions. This is because most of the enterprises have no qualified collaterals 

acceptable by the banks. This becomes a challenge as it may lead to limited expansion.  

The majority of the MSMEs being agro dealers with more business during the farming season and 

having low sales on the off-farming season, there is a challenge on cash management and allocation 

for sustainable growth.  

 

3.2. During the evaluation 

There are some difficulties encountered during the evaluation process particularly on the field 

survey. These are as follows; 

 

Some of the enterprise that were on the startup stage when engaged on the PiATA TIJA project for 

the first time, have dropped out of business, 

 

There are some enterprises owners who have changed their business location to move outside the 

project boundaries and therefore not able to be reached during the evaluation, 

 

Many of the MSMEs are located in the interior rural that posed a reachability challenge to the 

evaluators because it was in rainy season. This lead to extension of more days in the field than 

expected to ensure all targeted respondents are reached.  
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4.0. PROJECT IMPACT AND SUSTAINABILITY 
 
When a business venture is able to create impact to the customers it serves then sustainability is a 

guarantee ceteris peribus. The evaluation recorded some of the basic indicators that shows the 

surveyed enterprise are creating impacts and therefore their going concern is not at risk. The 

hereunder presented indicators explains the situation with MSMEs on the grounds of impacts and 

sustainability in the value chains; 

 

Most of the enterprises are operating in a formal environment i.e. registered with the required 

Government regulatory systems and authorities such as TOSCI, TFRA, business licenses, TIN etc.  

 

The enterprises are working in a developed business relationships with manufacturers, agents and 

distributors.  For instance a retail agro dealer working in mutual agreement with Seed Company 

such as BEULA SEEDS, built good business relationship with hub agro dealers such as INNO or 

MTEWELE is an evidence of sustainability.  

 

The findings show an increase in customer base for the majority of MSMEs. This is a good indication 

of a demand driven business whereby customers are adopting the products supplied by the 

enterprises in the value chains and therefore promising more businesses in the near future.  

 

For a business to be regarded sustainable it must be profitable i.e. sales income is growing and 

costs are economically contained. The findings provide that these indicators are supporting the 

sustainable move of the enterprises as annual sales income is growing while enterprises are finding 

areas to control purchasing and other associated costs.  
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5.0. LESSONS LEARNED, REFLECTION AREAS AND RECOMMENDATIONS 
 
The following are some of the observations, lessons and reflections and recommendations about 
the project and its success on achieving the project objectives.   
 
Espousal the private sector model is a good strategy towards achieving farmers’ transformation in 
the Southern Highlands regions. This is because enterprises have their own efforts towards 
achieving business goals and therefore a small pull will make easy for them to expand and reach 
out many farmer customers. The only required effort is to engage more BDS interventions in order 
to support these enterprises on setting up strategic directions/focus as they are doing their 
expansion plans.  
  
Many of the established business relationships between retail MSMEs and agents, distributors or 
input companies are on their infant stage and most of the business relationships are conducted on 
mutual trust i.e. no written agreements. There is a need for the partners to understand how 
important is the contractual relationships and strengthened on bargaining, negotiations and 
conflict resolutions as important values for a successful partnerships.  
 
For small holder farmers to find more markets of their produced cereals there is a need to support 
small scale processors who are processing for sale business. Through supporting the expansion of 
private market players there is a positive results on farmers’ transformation on production, storage 
and quality of the produce.  
 
Regulatory authorities responsible for MSMEs formalization process and licensing should reduce 
some of their registration costs to allow more enterprises formally established in the agriculture 
value chains. The evaluators noticed that there are other many enterprises requesting for 
subsidized TOSCI, TPRI and TFRA trainings as what others have been benefited from PiATA TIJA for 
them to get business certificates and operate formally as seed dealers, fertilizer and herbicides 
suppliers. 
 
As these MSMEs are expanding their business operations in the value chains they are attracting 
working with financial institutions. They are increasing their bankability criteria and collateral 
capabilities therefore they must be properly guided on developing good banking history, and 
advised on kind of assets to purchase when using portion of their profits that will be considered as 
collaterals when they need to access working capital credits for more expansion.  
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6. 0. APPENDICES  

Appendix I: Photos of some of the enterprises surveyed during the Evaluation 
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Appendix II: Geographical Locations of the surveyed MSMEs 

A3. Region A4. District A5. Ward # OF SMEs 

Ruvuma Songea DC Kilagano 1 

Matimila 1 

Miembeni 1 

Mpitimbi 1 

Nakaheng 1 

PERAMIHO 1 

Songea Munipal Mjini 3 

Madaba Mahanje 1 

Wino 1 

Iringa Iringa rural Kising'a 1 

Mlowa 1 

Iringa urban Kising'a 1 

Makolong 1 

Kilolo Ihimbo 5 

Ilula 2 

Image 2 

Lugalo 2 

Mtitu 2 

Uhambing 1 

Mufindi Ifwagi 1 

Igowole 1 

Ikongosi 2 

Mninga 2 

Njombe Njombe DC Igongolo 6 

Ikuna 4 

Kichiwa 2 

Lupembe 3 

lyamkena 1 

Matembwe 4 

Mji mwem 1 

Mtwango 7 

Ninga 1 

Njombe TC Lugenge 1 

Matola 1 

Mjini 3 

Mtwango 2 

Njombe m 2 



Page 19 of 23 

 

Ramadhan 1 

Utalingo 1 

Makambako Kitandil 1 

Wanging' 1 

Wangingo'mbe Igwachan 6 

Ilembula 1 

Kidugala 1 

Lugarawa 1 

Madilu 1 

Madope 1 

Mavanga 1 

Mdandu 1 

Mlangali 1 

Mundindi 6 

Wanging' 4 

TOTAL     101 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 


