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We are delighted to introduce to you this 

first edition of the programme newsletter 

of  KULIMA — More Income and Em-

ployment in Rural Areas of Malawi 

(MIERA). In this and future editions, we 

will be updating you on interesting news 

and facts around our programme – our 

newest activities, their impact on our tar-

get groups, (smallholders and rural 

MSMEs), news about our partners’ work, 

personal success stories, introductions of 

our hard-working colleagues, upcoming 

events and activities, interesting publica-

tions, interviews and articles about broad-

er issues of interest to our work and Ma-

lawian inclusive agribusinesses. We in-

tend to make this newsletter a regular 

publication to keep in touch with you!  

In recent months a lot has been happen-

ing at the KULIMA MIERA office. Many 

new colleagues have joined our team to 

implement the scaled-up programme; 

the Farmer Business School has been 

successfully launched with five partner 

organisations and the role-out of the 

MSME Loop and our Farmer Organisa-

tion Business Training and Coaching 

Cycle started. Cooperation with existing 

partners has intensified, while we are 

scoping new partnerships for the newly 

selected value chains macadamia, rice 

and chilli/paprika. As you can see, we 

keep busy implementing a programme 

with many aspects of value chain sup-

port and therefore hope this newsletter is 

of interest to you! 

We are looking forward to your feedback 

and input to this first edition of our news-

letter! 

We would also like to wish you and your 

loved ones a wonderful holiday season, 

a very merry Christmas as well as a 

prosperous and happy new year! 

Best regards, 

 

 

 

 

 

 

 

 

 

 

Florian Bernhardt 

KULIMA MIERA Team Leader 

Programme Newsletter – December 2018 

KULIMA — More Income and Employment in 

Rural Areas of Malawi (MIERA) 
Promoting inclusive business models and strengthening the business capacity of 

smallholder farmers and MSMEs 

Dear Partners and Stakeholders, 

Programme news in a nutshell 

• KULIMA MIERA’s new value chains 

are chilli/paprika, macadamia & rice 

• After the pilot in 2017, the Farmer 

Business School was scaled up 

• MSME Loop kicked off  

• The FO Cycle was rolled out  

successfully  

• KULIMA MIERA’s first programme 

phase is about to end and is await-
ing its extension by the beginning of 
2019 by the German Government 
and EU 

• Private sector relationships were 

strengthened 

• KULIMA MIERA developed a  

concept for an Inclusive Contract  
Farming Advisory Facility 



 

Page 2  KULIMA MIERA Newsletter         Issue 01_2018 

Since 2015, GIZ has been implementing 

the programme More Income and  

Employment in Rural Areas of Malawi 

(MIERA) on behalf of the German Feder-

al Ministry for Economic Cooperation and 

Development (BMZ). The programme has 

since promoted the value chains (VCs) 

cassava, soya, groundnuts, and  

sunflower, tourism and eco-friendly 

construction materials. 

With additional funding from the EU 

“KULIMA – Promoting Farming in 

Malawi” programme, the programme 

scaled up, increased the number of  

beneficiaries supported and intensified 

the cooperation with its partner organisa-

tions. The new programme name be-

came, thus, KULIMA MIERA. The pro-

gramme extended its approach in 2018 

to support three new value chains – rice, 

macadamia and chilli/paprika.  

KULIMA MIERA departs from market 

opportunities and focuses on the  

down-stream part of the value chains, 

namely from processing to marketing. 

Special attention is paid to improving the 

income and employment situation of 

women and young people. 

Together with stakeholders in and along 

the value chains, KULIMA MIERA sup-

ports the establishment of innovative in-

clusive business and marketing models, 

the improvement of service delivery for 

smallholder farmers and micro, small and 

medium enterprises (MSMEs) as well as 

directly strengthens their organisational 

and business capacities.■ 

What is KULIMA MIERA?  

Project name KULIMA— More Income 

and Employment in Rural 

Areas of Malawi (MIERA) 

Partner  

country 

Malawi 

Total volume € 10 Million (EU)  

€ 7 Million (BMZ) 

Duration 01.02.2015 — 31.04.2019 

KULIMA started in 

09/2016 

Commis-

sioned by 

German Ministry for Eco-

nomic Cooperation and 

Developmet (BMZ) and 

European Union (EU) 

Implementing 

organisation 

Deutsche Gesellschaft für 

Internationale Zusam-

menarbeit (GIZ) GmbH  

Lead execut-

ing agency 

Ministry of Industry, Trade 

and Tourism (MoITT)  

 

Paprika and chilli were joined to one  

value chain due to their similarity. Both 

are multipurpose crops, which primarily 

serve to produce powder or sauce, phar-

maceuticals and pest control spray. Thus, 

chilli and paprika emerged as potential 

cash crops to diversify out of tobacco due 

to similar agronomic conditions. They 

combine low input costs and familiar 

farming skills while posing a high value 

and income potential. They are, there-

fore, considered to be very suitable 

smallholder crops (already grown by 

about 70,000 farmers in Malawi). Crop 

management practices are straightfor-

ward, easily transferrable and already 

well-known. The demand for raw and 

processed products such as for specific 

varieties at a premium price (e.g. bird’s 

eye) is high on the local and global mar-

ket. As major cash crops with good op-

portunities for value addition, the interest 

of the private sector and the potential for 

smallholder inclusion are very high. How-

ever, smallholder productivity and market 

linkages remain challenging. Identified 

areas of intervention are therefore 

strengthening of inclusive business mod-

els such as contract farming in order to 

increase producers’ access to inputs and 

extension as well as linking them to read-

ily available premium output markets. 

Additionally, smallholder farmers and 

MSMEs (small processors and aggrega-

tor-traders) will be directly strengthened 

as business actors in the value chain.■ 

KULIMA MIERA‘s new Value Chains  

Chilli & Paprika 

Drying chillis ©GIZ 
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Macadamia is an important crop in  

Malawi. It produces a highly nutritious, 

multipurpose nut and has great economic 

value with high demand on the global 

markets. Macadamia trees also offer a 

significant potential for reforestation and 

soil protection. As a traditional and  

established estate crop, macadamia is 

increasingly grown by smallholder farmer 

associations and cooperatives (about 

4,000 smallholders) reflecting its  

economic potential for smallholder  

production. One of its advantages is, that 

it requires less labour input than other 

cash crops and has a productive life span 

of up to 30 years. Thereby, it contributes 

to income generation over long periods. 

Due to their rather long lead-time (5 years 

before the first yields), macadamia trees 

are usually intercropped with other crops 

such as chilli. Especially in the first years 

the integration with other non-competing 

crops is advisable for income generation. 

Smallholder macadamia producers in 

Malawi are typically organised in  

independent cooperatives or as outgrow-

ers of estates with varying levels of sup-

port. Short-term support to this value 

chain will focus around strengthening 

existing (out)grower models, producer 

cooperatives and market linkages. Long-

term support can also focus on develop-

ing new smallholder-friendly varieties, 

access to inputs, intercropping and pro-

cessing.■ 

 

Macadamia 

Rice can be grown as both, a food and 

cash crop. It is typically grown by small-

holder producers in a rain fed system 

and, where irrigation is available, also 

during dry season. For local consumption, 

rice is grown as a secondary cereal crop 

to maize, thereby contributing to  

increased food security. Two high-value 

long-grain aromatic varieties, Kilombero 

and Faya, are favoured by the market. 

The sector shows great market potential 

as current production levels neither meet 

domestic nor regional demand. With the 

large number of smallholder farmers en-

gaged in rice production (about 300,000), 

interventions are expected to have a con-

siderable impact on the producer’s in-

come situation. Challenges remain 

around availability and quality of seed. 

Seed is often mixed with other varieties, 

but sold as pure. There also remains a 

mismatch between producers and 

(quality) rice mills. Many of the farmer 

organisations are using sub-standard 

milling facilities, producing low quality 

rice. At the same time, high quality rice 

mills are operating at low capacity due to 

insufficient supply. Thus, programme 

interventions will focus around strength-

ening and formalising the linkages of pro-

ducers to larger processors and eventual-

ly premium markets, strengthening  

producer organisations’ business as well 

as production and post-harvest handling 

capacities and improving the certification 

system and access to quality seed.■ 

Rice 

• Income potential; 

• Employment & inclusion potential (targeting the poor,  

women & the youth); 

• Potential market demand & private sector interest; 

• Possible synergies  & complementarity with existing  

interverntions by the government & development partners; 

• Alignment with national development strategies and  

environmental issues 

Rice field ©GIZ  

Macadamia ©GIZ 

Selection criteria for new value chains: 

 
i 
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Visiting Ziwawo Cassava Factory 

By Anna Wanetschek, KULIMA MIERA 

Ziwawo Cassava Factory, a small-scale 

cassava processor located in Lilongwe is 

owned by Mr Masauko Ziwawo who has 

been farming cassava since 1998. To add 

value, Mr Ziwawo started processing cas-

sava in 2008. The factory focuses on 

producing high-quality cassava flour, 

Kondoole and Cassava starch. Mr  

Ziwawu also sells his cassava pealing as 

feed for livestock and uses some of it to 

produce fire briquets, which are an  

environmentally friendly source of energy 

in comparison to charcoal and firewood.  

In its efforts to facilitate sustainable inclu-

sive business models and linkages,  

KULIMA MIERA approached Kaza  

Kitchen, a restaurant that has been ex-

perimenting with the use of cassava flour. 

Kaza Kitchen’s business model lies in 

contributing to the development of Malawi 

and small-scale processors by using lo-

cally produced products. The restaurant 

also continuously experiments with  

different ingredients, especially with 

wheat flour alternatives.  

To strengthen the business relationship 

and mutual understanding between  

Ziwawo Cassava Factory and Kaza Kitch-

en, KULIMA MIERA organised a learning 

and exchange visits between supplier and 

off-taker. In a first visit Mr. Ziwawo came 

to Kaza Kitchen to learn about their con-

cept and quality needs and see (and 

taste) some of the end-products of his 

high-quality cassava flour (HQCF). In 

November it was time for the return visit. 

Filly Wythe, the owner of Kaza Kitchen 

visited the fields and factory of Mr Zi-

wawo. She learnt about cassava produc-

tion and the different processing steps. 

With much enthusiasm and fun Filly also 

participated actively in all activities and 

they exchanged ideas about possible 

further collaboration.■ 

 

 

Cassava is one of the most important 

food crops in Malawi being a staple 

food to 30-40% percent of Malawians. 

The importance of cassava is steadily 

changing from just being a food security 

crop to a cash crop for income genera-

tion in Malawi. There are a number of 

value added cassava products includ-

ing: high-quality cassava flour (HQCF), 

industrial grade cassava flour (IGCF), 

starch, Kondoole, Makaka flour and 

Gari. One of the partners with which 

KULIMA MIERA is working in this value 

chain is the National Cassava  

Processor Association (NCPA).■ 

“I strongly believe that promoting local flours has a direct impact on the livelihoods of farmers, help with 

the diversification of agriculture and thereby doing good to the environment, as well as boosting the econo-

my long term. We should use more local flour and import less!” - Filly Wythe (Owner of Kaza Kitchen) 

 i 

Cassava harvest ©GIZ/ Anna Wanetschek 

Kaza Kitchen owner Filly and cassava pro-
cessor Mr Ziwawo proudly presenting their 
cassava harvest ©GIZ/ Anna Wanetschek 
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By Giorgia Prizzon, ACE, M&E Coordina-

tor 

In early 2018, some partners on the 

ground approached the ACE field staff or 

Rural Marketing Advisor (RMA), Etticken 

Gondwe, in Mzuzu and asked him to train 

Kafukule Farmer Association on the ACE 

Marketing School (AMS), as they  

believed they were a Farmer Association 

with the potential to aggregate commodi-

ty, though they lacked the means to  

successfully trade their commodity.  

The AMS is a three-day training conduct-

ed by ACE field staff which provides a 

detailed coverage of the ACE services  

(explained in blue box), as well as other 

associated topics such as post-harvest 

handling and collective marketing with the 

aim of increasing Farmer Organizations’ 

adoption of these services.  

Last season (April 2017 to March 2018) 

Kafukule Association managed to aggre-

gate about 40 metric tonnes (mT) of 

maize. However, they faced several  

issues when trying to sell it, which  

ultimately resulted in individual farmers 

withdrawing their commodity and selling 

to local vendors for lower prices. 

The AMS was conducted in February 

2018, with 30 members of the Associa-

tion. By mid-May, 15 of the farmers who 

attended the AMS, as well as 25 other 

members of Kafukule had managed to 

aggregate and sell 55mT of soya. With 

the knowledge imparted by the AMS, and 

the help of the RMA, the Farmer Associa-

tion managed to find a buyer who offered 

a price that was almost 70% higher than 

the one offered by the local vendor.  

Kafukule Association considers receiving 

the ACE Marketing School as a turning 

point. Not only did they gain an under-

standing of the way ACE services work, 

but they also developed the skills to make 

an informed decision on how to market 

their commodity, which enabled them to 

make significantly more profit. The  

Chairman of the Association, Mr Levison 

Mhango, said: “we are grateful for the 

AMS that shaped us to make a concrete 

decision on where, when and how to sell 

our commodity”.  

The farmers who took part in the trade 

were happy with the price they were  

offered and said they will be able to pay 

for their children’s school fees with the 

money raised.  

Next season (March 2019 to April 2020) 

the Kafukule Association hopes to grow 

into a cooperative and include as many 

farmers as possible in order to be able to 

aggregate larger tonnages and sell as a 

group, reaching out to markets that may 

have been inaccessible with smaller  

tonnages. Moreover, next season  

Kafukule Association would like to try 

using the Warehouse Receipt System 

and to auction their commodity on the 

ACE platform as means of finding better 

markets for their commodity.■ 

 

One of KULIMA MIERA’s partners is 

Agricultural Commodity Exchange 

for Africa (ACE). ACE is a non-profit 

commodity exchange which operates 

through an online platform that links 

farmers to markets. ACE offers three 

main services – Market Information, 

Warehouse Receipt System (WRS) 

and Trade Facilitation – to service the 

specific needs of farmers in accessing 

higher-value markets for them to real-

ise better commodity prices and im-

proved livelihoods. The services are 

highly interlinked and interdependent, 

and together create a more inclusive, 

efficient and transparent marketing 

system for agricultural commodities. 

They further reduce transaction costs, 

risk and price volatility and eventually 

enhance nation-wide food security.■ 

 i 
ACE Marketing School leads to new success  
of Kafukule Association 

Kafukule Farmer Association aggregating their 
soya ©ACE/ Etticken Gondwe 

“We are grateful for the AMS that shaped us to make a concrete deci-

sion on where, when and how to sell our commodity”  - Mr Levison 
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Giorgia Prizzon, Exagris, Communication 
Officer 

Exagris Africa Ltd. is one of the private 

sector companies KULIMA MIERA  

partners with. Following an Inclusive  

Business Model (IBM) approach, Exagris’ 

aim is to work more directly with farmers 

living around Exagris estates (so-called 

outgrowers) to establish a sustainable and 

mutually beneficial supply chain for  

paprika, chilli, soya and groundnuts. Exa-

gris supports its outgrowers with inputs, 

extension and other community develop-

ment services. The outgrowers, in turn, 

sell their harvest to the company. In 2017, 

Exagris farmers were amongst the first to 

participate in the first round of  GIZ 

Farmer Business School (FBS) imple-

mented by KULIMA MIERA together with 

its sister programme Green Innovation 

Centre for Agriculture and Food Sector. 

Adesi Gift, from Kumkwala village in 

Mchinji, an Exagris outgrower, is one of 

the first FBS participants. The training 

helped her to become a successful busi-

ness woman and livestock farmer: “I have 

always wanted to become a livestock 

farmer but had no means of accomplish-

ing this vision”, she explained. “Look at 

me and my piglet now! Thank you  

Exagris, for providing me with 20 kg of 

soya seed. I planted the seed to an acre 

of land and managed to harvest 465 kg!”  

She acknowledged that for some seasons 

she had received seed loans from  

Exagris, but never made any profits.  

However, the 2017/2018 season was dif-

ferent. After FBS and getting her 20 kg 

seed loan she started keeping track of all 

incurred costs: from land preparation to 

harvesting. This way, Adesi could calcu-

late production cost of her yields – a  

technique she learnt at FBS. By keeping 

records and calculating gross margins she 

could sell her soya at a satisfying price. 

She further mentioned, that thanks to FBS 

she knows which type of crop to grow this 

season. From the harvest Adesi has  

repaid her loan, kept 40 kg as seed for the 

next season and sold the remaining 385 

kg at MWK 240 per kg realising a total of 

MWK 92,400. From the proceeds she 

decided to buy a piglet because of its  

prolificacy, short gestation period and the 

production of animal manure that  

successfully complements other Good 

Agricultural Practices she learned from  

Exagris extension staff.  Further, Adesi 

has incorporated the soya residues into 

the soil to improve the soil fertility of the 

field for next season.■ 

“I have always wanted to become a livestock farmer, but had no 

means of accomplishing this vision.” - Adesi Gift (FBS trained farmer) 

Farmer Business Schools are showing impact! 

Adesi’s piglet ©Kaseke Cooperative/ Robert 
Gervasio  

Adesi Gift, FBS trained farmer ©ACE/ Etticken 
Gondwe 

 

 

Farmer Business School (FBS) is com-

prehensive adult learning approach that 

targets changing the mindset of small-

holder farmers by sensitizing them for 

market opportunities and possibilities to 

improve productivity, income & nutrition.  

The core of FBS modules is income-

oriented decision making based on cost-

benefit analysis of different technologies 

for one lead crop and two other food 

crops, combined with strategy develop-

ment to diversify income. 

In 2017, over 7,000 smallholder farmers 

growing soya and groundnuts have been 

reached with KULIMA MIERA’s FBS. 

Following this successful pilot season, 

FBS was scaled up in 2018 to train over 

16,000 farmers—around 10,000 in soya 

and groundnut and 6,000 in rice and  

cassava.■ 

 
i 
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By Christina Chigwenembe, KULIMA 
MIERA, MSME Loop Coordinator 

The piloting of the MSME Loop started 

in August 2018 with the so-called  

Training of the Trainers and Coaches 

(ToTC). After that, the training for about 

60 MSMEs kicked off in the end of  

September 2018 in three districts:  

Lilongwe, Salima and Mchinji. After the 

first successful pilot group, additional 

MSMEs were included in the MSME 

Loop. In total, there are now 339 

MSMEs in the MSME Loop. Most of 

them are commodity traders, agro-

dealers and small processors. They all 

went through their first training and now 

receive individual coaching. Soon, the 

second training will start. So far, the 

participating MSMEs reported back that 

they found the trainings very valuable 

for their business and already see  

business improvements.■ 

Kicking off MSME Business Training  
and Coaching Loop (MSME Loop) 

MSME Business Training and 

Coaching Loop (MSME Loop) 

is a systematic capacity development 

measure for providing structured training 

and coaching support to micro, small or 

medium sized enterprises (MSMEs).  

The MSME Loop was first piloted by GIZ 

in West Africa and has demonstrated a 

high degree of effectiveness in developing 

an entrepreneurial mind-set, enhancing 

business skills and management capacity 

and has triggered remarkable 

impact in terms of  

increased income and employment. 

The training phase focuses on the three 

adult learning levels of mind-set, skills and 

knowledge development. The coaching 

phase, on the other hand, aims at support-

ing participants to apply and implement 

new skills to their own businesses, take 

ownership and link up with business  

partners and service providers.■ 

 i 

Insights of the Farmer Organisation (FO) Peer Learning Event 

By Rose Ritter, KULIMA MIERA 

At the beginning of December, the FO 

Peer Learning event took place at  

Golden Peacock Hotel in Lilongwe with 

120 FO representatives. On the first two 

days, the farmers critically discussed 

their different business achievements 

and training outcomes, compared legal 

statuses and learned from each others 

experiences and progress. In the after-

noon of day two, private sector partners 

were invited to exchange with farmers 

and learn about the farmer organisa-

tions’ best practices. Many FOs gave 

positive feedback on the FO Cycle, as 

for example,  Sellina Mkandawire from  

the FO Lusito Producers & Marketing 

Cooperate: “It is improving our econom-

ic and community life as we now 

acknowledge farming to not only be a 

tradition but also a business”.■ 

The FO Business Training 

and Coaching Cycle (FO 

Cycle) is a capacity development 

instrument for promoting the business 

drive and management capacity of 

FOs in Malawi.  It is a systematic 9-12 

months training an coaching method-

ology, which offers participants the 

opportunity to critically examine their 

FOs’ business objectives and strate-

gies, assess their management  

capacity, develop financing strategies, 

link  up with business partners, and 

alike.■ 

MSME Loop participants discussing  ©GIZ  

FO representatives exchanging  their  
experiences ©GIZ  
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By Florian Bernhardt, KULIMA MIERA, 
Team Leader 

As the current KULIMA MIERA  

programme phase is nearing its end and 

awaiting extension by the German  

Government and the EU beyond January 

2019, in May 2018 we reflected on  

progress made and opportunities for  

future interventions – both internally and 

with our partners and stakeholders.  

To support the programme in this  

endeavour we welcomed two colleagues 

from Germany to conduct the KULIMA 

MIERA review mission – GIZ Planning 

Officer Christian Cimino from our internal 

planning unit and one external consultant, 

Renate Müller, a long-term expert in  

private sector and value chain develop-

ment. 

The review team not only met and  

brainstormed with our technical teams 

working on Inclusive Business Models,  

Stakeholder Dialogue, Services and 

Strengthening of FOs and MSMEs, but 

also consulted with many important  

stakeholders including the German  

Embassy, the EU Delegation and MoITT, 

the World Bank and other development 

partners, private sector partners, civil  

society organisations such as NASFAM 

and even potential new partners in the 

newly selected value chains on a field trip 

up north all the way to Mzuzu and  

Karonga.  

Based on these insights, a proposal for 

the next KULIMA MIERA programme 

phase has been developed and we are 

now awaiting the programme’s extension 

for 2019.■ 

Outlook for 2019:  
An Inclusive Contract Farming Advisory Facility 

By Rose Ritter, KULIMA MIERA 

Since its inception in 2015, KULIMA 

MIERA has been offering tailored and 

demand-driven support to its private  

sector partners and their respective  

Inclusive Business Models (IBMs). After 

the scaling up of MIERA to become  

KULIMA MIERA, the programme decided 

to reorient its focus to better streamline 

support to IBMs. At the same time,  

KULIMA MIERA aims at staying flexible 

enough to tailor support and pilot  

interventions to what a specific model and 

partner may require.  

With this objective in mind, KULIMA 

MIERA contracted Kadale Consultants to: 

“Design, develop and set-up an ‘IBM  

Advisory Facility’ to be hosted and funded 

by the programme with the aim to offer 

needs based and demand-driven support 

to the KULIMA MIERA partners”. 

KULIMA MIERA’s main focus is on rural 

areas and agriculture. During different 

stakeholder and design workshops, it thus 

became clear, that the scope of the  

intended advisory facility had to be  

narrowed down to an Inclusive Contract 

Farming Advisory Facility. A concept 

proposition has already been drafted – we 

will keep you updated on the progress!■ 

KULIMA MIERA Review Mission 

Questions, feedback or topic ideas for our next newsletter?  

Please send an email to both: florian.bernhardt@giz.de and rose.ritter@giz.de 


