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KATALYST
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Industry and Rural
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Center of Expertise
And Regulations

Agro-tools
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Fishery

DFID/SDC/Sida
Swisscontact-

GTZ-IS

2002-2007
$25m

45 staff



2

Enterprises: 
Manufacturing: c3000
Related Units: c11000 
Employment: c100,000

Market Size:
Internal Market – US$ 13.5m 
Direct Export – US$ 1.7 million
Export through RMG – US$ 8.5m 
Growth Rate – 20% per annum
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The Challenge

How can we insert competitiveness 
enhancing knowledge, information and 

skills into this system?

How can we apply the principles of 
market development to do this?
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Customer

Producer

Supplier

G
oods

Inputs

$
$

Training, 
Consultancy

Services

Previously seen
as a public

function, but 
now as private
transacted or 
public benefit 

services

K, I, S

K, I, S

K, I, S
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Key
Constraints
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• The increased sector focus of projects
• The way the system works: the bulk of business services 

fall in the category of embedded service
• Building on what exists: Based on market relations with 

potentially high outreach and sustainability

Transacted 
Business
ServicePublic Benefit
Business
Service

Embedded
Business Service
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Customers

2000 Producers

10 Machine 
Suppliers

G
oods

Inputs

$
$

Weak transmission of K, I, S on 
machine productivity and machine 

options

10 Trouble Shooters/
Mechanics

K
, I, S

High wastage

Low production

Low quality
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• K’s study shows substantial productivity gains are 
possible

• There is demand for more information on machine 
productivity and machine options

• 2 potential sources of better information are:
– The trouble shooters/ mechanics
– Machine suppliers

• Both require capacity building measures
• But how can a business case be made?
• How can the intervention become sustainable?   
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Customers

2000 Producers

1 Machine 
Supplier/ Top 
trouble shooter

G
oods

Inputs

$
$

10 Trouble Shooters/
Mechanics

K
, I, S

The machine supplier has a new USP 
(training)

His assistants are being trained as potential 
spin-off trainers - creation of new service 
providers

Crowding in is expected at 2 levels:

•Better information from machine 
suppliers

•New productivity specialists

Productivity specialists
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Inputs from K (March-Aug 2004)
• Productivity test of firms ($500) 
• Training Needs Analysis
• Training of machine supplier/top 

trouble shooter on hydraulics 
($1300)

• Funding 2 staff for training 
course ($500)

• Advice from us – staff time ($600)

Immediate Outputs
• 40 trouble shooters & operators 

from 20 producer firms
• 5 potential suppliers of similar 

services
Expected outputs (next 1 year)
• 3 machine suppliers improving 

their offer to the producers
• 80 more people trained from 40 

firms
• Firm level productivity

$2,900

$3700 wastage reduction plus 
$5600 production increase for 20 firms

($9,300)

Training fees of 
US$334 
generated so far
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FisheryVegetables
Nursery owners 
transmitting pond 
management knowledge 
to farmers

Improving the 
information flow on 
the use of inputs from 
retailers to farmers

Manufacturers of 
modern wood working 
machines give service on 
how to operate these 
machines

Traders provide 
information on new agro-
tools and machines to local 
manufacturers

Training of retailers 
on new additives and 
benefits

FurnitureAgro - ToolsPlastic
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Customer

Producer

Supplier

G
oods

Inputs
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Building on what exists!

Identifying:
•reasons for it not happening  
•the business case
•provider and processes
•opportunities for facilitation
•measuring impact
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Assessment
- difficult to isolate the business service in a commercial transaction

- Need to adapt /develop BDS assessment tools

Implementation 

-It is essential to identify the “business case” which is essential for a 
market development intervention

-Need to prove relevance of small measures to donors

-Private sector in the driving seat – unpredictability of processes 

But in terms of market development, 
sustainability, cost-effectiveness and 
outreach/impact, embedded services hold the 
key
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