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Sinapis empowers emerging market entrepreneurs to grow successful businesses that transform lives and communities. 

We offer high-quality business training, custom advisory services, and a growing network of local and international capital 

providers. We are particularly committed to supporting “Multipliers” - entrepreneurs leading small and growing businesses 

with a profitable business model, a strong growth trajectory, and a passion for transforming their community. Supporting 

Multipliers is one of the most effective ways to combat poverty. As they grow, these businesses create formal employment 

through the staff they hire and can affect thousands of others in their supply chain as they create indirect jobs and indirect 

salary increases. In this study, we analyze the work of one Multiplier in our alumni network, Ugandan grain aggregator 

Rabboni Group Limited, to explore the broader impact companies like this generate.

The 3,500 farmers that supply maize to Rabboni live at or below the poverty line of $1.90/day. Our team surveyed a sample 

of 96 of these farmers in November 2021. Few of the farmers we sampled have attended secondary school or use electricity 

in their homes. More than a third rely on surface water for drinking water. Each farmer produces, on average, 2,568 kg of 

maize per year (about two and a half tons). We found that farmers in Rabboni’s supply chain are assured of being paid on 

time, which is not the typical experience of farmers in the sector. In addition to timely payments, the above-market maize 

prices offered by Rabboni provide a $28-36 increase in incomes per year for each of these farmers (roughly a 4-5% increase). 

This translates to an aggregate income increase of up to $128,000 per year across the group of 3,500 farmers supported by 

Rabboni’s business. We project that this impact will increase as maize production rebounds post-COVID-19 and as Rabboni 

improves services provided to farmers. We have included several specific recommendations  for Rabboni to consider.

Sinapis does not claim attribution for this impact or Rabboni’s growth. However, we have played a meaningful role in 

contributing to Rabboni’s development, both in business acumen and an impact-first mindset. Executive Director of 

Rabboni, Pamela Oketcho, agrees: “Sinapis has helped Rabboni recognize that what we do is not just about us. We are part 

of the great work God is doing. And so we are not just accountable to ourselves but to the farmers we work with, the partners 

and different stakeholders, and also to God who has entrusted us with resources to make a change in this world.” Through 

the programs we manage and the relationships we build, Sinapis helps entrepreneurs improve their technical skills and 

integrate their faith practically into their day-to-day operations.

There are other stakeholders who have contributed significantly to Rabboni’s success. The company obtained long-term 

loans from Talanton, Impact Foundation (USA), Kiva, and Acumen to invest in processing and storage infrastructure and 

boost its working capital. These funds and technical assistance enabled Rabboni to increase its grain handling capacity by 

400% in the last 12 months. As Sinapis continues to work with high-potential Multipliers like Rabboni, we seek to collaborate 

widely with investors and other organizations to support entrepreneurs in their journey. 

We are grateful to the Argidius Foundation for their generous support in funding this study, and we look forward to its 

implications on Sinapis’ continued research and support of entrepreneurs.

Sinapis is committed to rigorous data collection and analysis, as we seek to understand the entrepreneurs we serve 
and improve our services to help them grow. We measure a wide range of indicators of the economic, social, and 
spiritual growth of the entrepreneur and their business, both when they are involved in our programs and every year 
thereafter. With an alumni base of 1,500+ Sinapis program graduates around the world, Sinapis receives data from over 
40% of alumni each year during our annual survey process. We have historically measured the transformation of the 
entrepreneurs we serve and the companies they lead as the primary indicator of our effectiveness as an organization. 
Until this study, we have not studied the progress of the people engaged by our alumni through their companies. This 
is our first inquiry into how we can measure and understand that broader growth.

The majority of the entrepreneurs we serve are educated, urban dwellers. On average, each employs five staff, and 
each employee provides for a family of five. Sinapis has calculated that the average “cost per life benefitted” through 
providing one such entrepreneur training and support is $101.1 However, calculating impact this way excludes 
suppliers who are indirectly impacted by a company’s growth. Providing one entrepreneur with training, coaching, 
access to capital, or connections may affect thousands in their community, many of whom are living at the bottom of 
the pyramid. One example of an entrepreneur we have worked with since 2018 is Rabboni Group Limited (Rabboni), a 
grain aggregator and processor in Uganda that sources grain from over 3,500 farmers. Rabboni provides an excellent 
case study to understand the impact a growing business can have in emerging market nations.

This report has several goals as we explore Sinapis’ role in these downstream impacts. 

UNDERSTAND: We designed this pilot study to better understand the types of impact the entrepreneurs we serve have on 

those employed in their value chain and those affected by the business in that community.

QUANTIFY: Beyond measuring direct jobs created by this business, we want to quantify the estimated additional impact 

achieved through the growth of this business. We also plan to collect baseline data on a sample of farmers to measure the 

future growth within this specific group over time.  

RECOMMEND: We will use our findings to provide recommendations to Rabboni for how to improve the services provided 

by the cooperatives they work with to achieve greater impact within farming communities.

Increasing the growth and impact of the “Multipliers” like Rabboni is a top priority for Sinapis. We define Multipliers as 

entrepreneurs leading small and growing businesses with a profitable business model, a strong growth trajectory, and a 

passion for transforming their community. These entrepreneurs have tremendous potential to build the local economy, 

create and sustain jobs, and improve lives. In this study, we advance our understanding of what this impact looks like on the 

ground and what can be done to help other companies who are transforming communities of the poor around the world.
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Executive Summary Purpose of the Study

1 This calculation is based on Sinapis’ total expenses from our founding in 2010. “Lives benefited” refers to these employees and family members of our 
alumni and does not include thousands of others who have received some level of training or support from Sinapis.
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Rabboni is a growing Ugandan family business engaged in purchasing, processing, and selling maize grain. Sinapis first 

interacted with Rabboni through its co-founder and Executive Director, Pamela Oketcho, who completed the Sinapis 

Entrepreneur Academy in 2018. Pamela then participated in Sinapis’ first Business Competition in Uganda in 2019 and 

completed the six-month Fast Track Accelerator program. Committed to growth and active implementation of faith in 

business operations, Pamela is a strong member of the Sinapis Uganda alumni community. We have remained connected to 

Rabboni as they have grown and raised significant capital.

Rabboni purchases grain from over 3,500 smallholder farmers and processes it for sale in Uganda and Kenya. These 

smallholder farmers typically operate farms of less than three acres and have limited market access and storage capabilities. 

This can lead to devastating produce losses. Rabboni is one of the only last-mile aggregators working with these typically 

overlooked smallholder farmers to ensure their produce gets to the market. The company offers distinctive value to farmers 

by providing timely, fair market pricing, technical support, and access to quality seed. 

Rabboni sources raw maize from seven large cooperatives made up of farmer groups and processes it into composite maize 

flour with maize bran as the by-product. Some of these cooperatives have other crop value chains they engage in, while some 

are exclusively involved in the maize value chain. Rabboni works directly with these cooperatives, who in turn communicate 

with “Change Agents'' who operate for and on behalf of the cooperatives. These Change Agents act as intermediaries with 

groups of lead farmers. Lead farmers oversee a group of around 20 smallholder farmers. This structure is common for much 

of the agricultural sector in East Africa.

  Maize is one of 10 designated strategic crops identified by the government of Uganda. Maize meal is the staple diet of 

Southern and Eastern Africa. Ugandan maize is sold both domestically and internationally. It accounts for 10% of Uganda’s 

agricultural exports, and this percentage is increasing. Kenya, for example, is a net importer, and the UN’s World Food 

Programme is a major purchaser, acquiring maize for relief operations in South Sudan and Democratic Republic of Congo. 

The sector is characterized by an inefficient value chain, starting with smallholder farmers who are ill-equipped to utilize 

good agricultural practices, especially regarding planting, weed management, and the use of improved seed. As a result, 

productivity per acre suffers (typically 500 kg against a potential of 1,500 kg per acre), while farmers simultaneously face 

post-harvest handling losses of up to 40% of their produce due to limited market access. In addition, the prices they receive 

for their maize are low given their lack of collective bargaining power in a multi-layered supply chain heavily controlled by 

village brokers. These brokers are not incentivized to offer fair prices since farmers typically cannot access markets without 

them. Below market pricing is also influenced by farmers' pattern of selling at the peak of harvest and having inadequate 

transportation. 

Between the farmers and the grain processors are traders, of which there can be multiple layers that can add to inefficiency. 

There are three categories of mills: small scale, village-based mills that only serve their immediate communities; medium 

mills with slightly higher processing capacities; and large-scale cleaning, drying, storage, and milling plants that sell their 

product throughout Uganda and to neighboring countries. The large milling companies tend to buy in sizable quantities; 

however, they have ad hoc farmer engagement mechanisms and rely on informal maize bulking agents. They also struggle 

to buy from remote bulking locations because of transportation costs.

Background
Rabboni addresses these systemic inefficiencies by dealing directly with the smallholder farmers through the Change Agents, 

replacing the typical broker system. They also offer better pricing, timely payment, storage, and direct transportation and 

milling.  A key strategy used is providing farmers with relief cash before delivery or immediately upon delivery. Rabboni also 

helps farmers with technical agricultural and financial management assistance and access to improved seed varieties and 

inputs, leading to higher yields.

2 Part of the background on Rabboni was provided with permission by Pamela Oketcho, Executive Director, Rabboni Group Limited.
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An estimated 42% of Ugandans live below the international poverty line, which is equivalent to an individual living on $1.90 

or less per day.3 This percentage is expected to increase since the COVID-19 outbreak in March 2020.

On average, the living standards of the farmers in our sample are lower than the Ugandan national average. This indicates 

that the majority of the farmers who supply maize to Rabboni are living at or below this poverty line.

Data Collection Methodology Snapshot of Farmers Who Supply to Rabboni
Our monitoring, evaluation, and learning (MEL) team of staff and enumerators surveyed 96 farmers in the Kalungu district 

of Uganda in November 2021. These farmers primarily produce maize and aggregate it through their cooperative, the 

Divine Mercy Farmers Cooperative. Divine Mercy  supplies this maize to Rabboni. Divine Mercy is one of Rabboni’s largest 

suppliers, and thus a sample of their member farmers represents a “typical” farmer whose produce is ultimately sourced 

and processed by Rabboni. We worked with a diversified sample of farms that represented different farm sizes and both 

male and female farm owners.

To prepare for fieldwork, our MEL team spent several months understanding the working relationship between Rabboni, 

the cooperatives, the agents, and the farmers. We designed and tested a survey that incorporated elements of interest for 

our research, including a robust section on the likelihood of farmer poverty that includes several benchmarking tools from 

industry-standard sources. These include the Poverty Probability Index from Innovations for Poverty Action and the Uganda 

Demographic and Health Survey. Our team opted for a non-experimental design, meaning we did not compare surveyed 

farmers to a control group; however, we compared differences in the surveyed group at present from their previous state. 

We hired an impact evaluation consultant to review our survey and design. We built our survey on Kobo Collect, a tool that 

works easily on mobile phones without a Wi-Fi connection. Our MEL team cleaned and analyzed data during December 2021 

and January 2022 using established data cleaning tools and methodologies.

3 Poverty and Equity Brief, Uganda, World Bank Group, April 2020. Measurements were taken in 2016 for these figures. Note that the poverty line of $1.90 
went into effect in October 2015 (led by the World Bank), replacing earlier poverty lines of $1/day and $1.25/day.
4, 5 PPI for Uganda 2012, Innovations for Poverty Action (IPA), June 2015.
6, 7, 8 Uganda Demographic and Health Survey, Uganda Bureau of Statistics, 2016.
9 PPI for Uganda 2012, Innovations for Poverty Action (IPA), June 2015.

These farmers harvest their crops twice each year, and they rarely hire additional laborers. Rather, they assist each other 

 during key periods in the farming cycle, providing rotational labor for every farm in the community to help each other get 

through planting, weeding, and harvest times. The trust between the farmers is a key component of their livelihoods. No 

fences exist between their properties because they rely so heavily on one another for support.

is the average household size. 42% have 7-13 members of their immediate household (i.e. living in the same 

home). Having a household of this size is generally associated with a higher incidence of poverty and a likelihood 

of living below the poverty line.4

have only attended some or all of primary school. Only 4% have attended school beyond secondary school (the 

Ugandan equivalent of high school).

use unventilated pit latrines, corresponding to a likelihood of living below the poverty line.5 This is slightly 

worse than the national Ugandan average (81%).6

of our surveyed farmers primarily rely on electricity for lighting in their homes. This is worse than the national 

Ugandan average for rural areas (18%7).

rely on surface water (rivers or streams) for their main source of drinking water. This is worse than the national 

average, as the Ugandan government reports that 22% of Ugandans do not have an improved source of drinking 

water.8

own a vehicle (car or truck). However, 66% own bicycles, and 35% own a motorbike.

own their own land.

have houses built with bamboo, tree limbs, or mud walls. These types of walls are generally associated with a 

likelihood of living below the poverty line.9

eat one to two meals per day rather than three meals per day. 

6

72%

89%

10%

36%

  4%

75%

44%

14%
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The key goal of our study was to understand whether farmer livelihoods have improved as a result of working within 

Rabboni’s supply chain. We found that Rabboni’s claims about the impact it creates, through above-market maize prices 

and access to farm inputs that improve productivity, were valid for the period we investigated. In our analysis, farmers are 

experiencing an increase in incomes because of these interventions.

Rabboni claims that one of the key benefits it brings to farmers is attractive pricing for 

maize, 50-100 UGX/kg above market price ($0.015-0.03/kg). Our survey results largely 

confirmed this claim, with 48% of farmers reporting that above-market, regulated 

maize prices as set by the cooperative they sell to is the most impactful outcome of 

their relationship with the cooperative. The cooperative eliminates middlemen from 

the supply chain, thereby increasing the prices paid directly to farmers for the maize.

This business model makes a meaningful impact on the lives of farmers and their families. Farmers shared the following 

during our interviews:

Analysis of the data collected indicates that the average price/kg that farmers in our sample received for their maize in 2021 

was 704 UGX/kg ($0.20). The majority of this maize was supplied to the Divine Mercy Cooperative, implying that the average 

prices offered by the cooperative were the same (704 UGX/kg). Pre-COVID-19, this group of farmers received, on average, a 

price of 662 UGX/kg ($0.19). During the height of the pandemic in 2020, they received, on average, 622 UGX/kg ($0.18). This 

indicates that maize prices are now surpassing pre-COVID-19 levels. These price fluctuations are consistent with research 

from various Ugandan market sources and our conversations with others in the supply chain.

These averages contrast with the price received for maize by farmers who weren’t supplying to the Divine Mercy Cooperative 

in 2020 (584 UGX/kg, as compared to the sample average of 622 UGX/kg with the cooperative-set price). This differential of 

38 UGX/kg (a 6.5% increase) is close to Rabboni’s claim of 50 UGX/kg above market prices.10

It is difficult to provide a precise figure for the price of maize in Uganda, given that prices are volatile and largely controlled 

by brokers who set different figures depending on their location, the month, their employer, and the broker’s relationship 

with that farmer. Anecdotally, the farmers in our sample indicated that prices offered by brokers could range from as low as 

500 UGX/kg to as high as 1,300 UGX/kg. Commentary across our farmer sample was consistent with the numbers indicated 

Impact of Rabboni on Farmers’ Livelihoods
above: these farmers, on average, receive better prices from the agents they work with than from other brokers in the 

market. These agents represent the Divine Mercy Cooperative, who in turn represents Rabboni, the end buyer. Rabboni’s 

commitment to higher-than-market prices for the farmer’s grain therefore influences this entire value chain. This same 

story was highlighted by Divine Mercy. Rabboni pays attractive prices and pays on time. Therefore, the cooperative itself, 

and the agents it hires, are also incentivized to pay well and on time. Everyone benefits in the value chain, but this is most 

important for overlooked and underrepresented farmers.

Even a small increase above the market rate in the price of maize has a significant impact on the livelihoods of these farmers. 

Rabboni claims that sourcing 5,000 metric tons (MT) in a harvest season (their average volumes sourced across all the 

farmers they work with per season) translates to an additional $67,000 in total income for this group of farmers. Using the 

data collected in our sample, if we use the benchmark of 38 UGX/kg above market price as the average increase the farmer 

experiences, we find an additional $54,000 in income reached for the group of farmers that supply maize to Rabboni.11 

In addition to favorable pricing, it appears that through its ongoing buying activity, Rabboni has also provided greater 

demand for its farmers’ produce. COVID-19 brought a variety of negative effects, and the farmers in our sample reported 

a 24% reduction in total produce sold in 2020 compared to the previous year. Smallholder farmers typically cannot afford 

to build a suitable place to store their grain and must transport it to agents before it is sold. Unfortunately, the disruptions 

caused by COVID-19 to brokers and everyone above the broker in the supply chain led to a spike in maize wasting at the 

farm. To compound these challenges, maize prices declined as well, for some farmers plunging to half the prices negotiated 

in 2019. 

10 As most of the farmers in the surveyed sample had been supplying to Divine Mercy since 2019, it is impossible to make a statistically accurate claim on 
the maize price differentials within our own sample size; however, these initial findings based off of a small sample size indicate that indeed there is a 
higher price, on average, received by farmers supplying to Divine Mercy. 11 Using FX rate as of December 31, 2021.

“They [cooperative] always buy our maize at a higher price than the market price which has 

improved living standards of our community.”

“I [the farmer] don’t cater for the price of my produce, so the cooperative has provided a market, 

thus has been efficient and thus has improved the market of my farm produce.”

“I now grow on a large scale, I used to make losses in selling on credit, but with Divine [the 

cooperative] they pay cash which is good; ready and good prices.”

$0.015-0.03
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Suggestions for Improvement

N E E D  F O R  T R A I N I N G

N E E D  F O R  A C C E S S I B L E ,  A F F O R D A B L E  F A R M  I N P U T S

Rabboni’s founders are growing the business, while concurrently creating impact for farmers and other stakeholders in 

their supply chain. They believe improving farmers’ livelihoods will, in most cases, increase the productivity of the company 

and the value chain. However, not all initiatives to support farmers may result in better business outcomes for Rabboni. 

Addressing the supply chain inefficiencies is not Rabboni’s core business, but it is a critical piece of their journey as an 

impactful company. As Sinapis continues to partner with Rabboni, we are supporting them as they navigate the goals of 

profitable business and long-term community transformation.

This field study offered valuable insights into farmers’ needs and how the Divine Mercy Cooperative and Rabboni can 

improve their engagement and support. These improvements should lead to better livelihoods for the farmers and to larger 

harvests, resulting in improved incomes for the cooperative and for Rabboni.

Comments from the surveyed farmers largely revolved around two themes: (1) a need for training, and (2) a need for 

accessible, affordable farm inputs, including fertilizers, pesticides, and improved seeds. Besides these comments, 

dimensions of the working relationship with the cooperative and the gender ratio of farmers supplying to the cooperative 

also emerge as key areas for improvement.

While seemingly promised to all farmers by the cooperative, training was only received by 52% of respondents. However, of 

those who received the training, 43% reported higher yields through improved farming methods and skills. 

“They have taught me crop rotation, like changing the crop. For example, they tell me in case the 

soil is not fertile, I can use manure to improve on the fertility. Use of improved seed also improves 

on the yields of the farm produce.”

“Since I started dealing with the cooperative, I learned to only harvest maize that is dry and ready, 

and it has affected me well.”

This appears to be a valuable input that the Divine Mercy Cooperative could offer to all its sourcing farmers.

Rabboni claims that an important benefit it offers farmers is access to improved seeds, which enhance productivity by up 

to 120%. Rabboni promotes the importance of these seeds and refers farmers to suppliers. These seeds respond favorably 

to changing weather conditions, a variety of fertilizers, and pesticides. 26% of surveyed farmers reported improvements in 

yields due to improved farm inputs. However, other farmers either didn’t receive training or access to these improved seeds, 

or they indicated that, despite receiving training, the new seeds were too expensive to access. 71% of surveyed farmers 

indicated  they needed more assistance in accessing affordable inputs.

“Yes, training was received, and it gave us insight on the farming practices. The only problem is we 

know the methods but can’t afford some of them, especially pesticides.”

“I have received training. I learnt how exactly to plant. I learnt the accurate fertilizers to use for each 

crop. The only thing still affecting me is seed quality.”

“The organizations should engage more with the farmers. Know how to help and where they can 

help. Especially in purchasing fertilizers and seeds to grow since prices have increased and some 

farmers cannot meet the expense.”

“Pesticides are so expensive, so if possible some help is requested. If possible, some farming 

equipment is requested, probably at a lower price.”

However, the amount of maize supplied to Divine Mercy and ultimately to Rabboni during this period declined less 

significantly (only 8.1% from 2019 to 2020). This appears to indicate that, while COVID-19 led to decreased overall total 

produce sales across this entire farmer group, the growth in Rabboni’s business since 2019 has fueled increased sales 

revenue to the cooperatives it buys from. This is increasing their incomes despite the challenging environment. Other 

explanations for this observed drop in production over the last two years could include changing weather patterns which 

may have reduced harvest times for some farmers and families consuming more of their harvest since children were not 

in school for most of this period and ate all their meals at home. Farmers may be supplying less overall, but more of their 

produce is going to Rabboni, where they are receiving above-market prices for their maize. 

Despite the drop in volumes sold, the impact from above-average maize prices offered by Rabboni bolstered these farmers 

in the aftermath of two difficult years. As noted above, the group of farmers supplying Rabboni experienced an estimated 

$54,000 increase in revenue. There is reason to believe that the impact can be greater. While Rabboni states that they 

purchase 5,000 MT annually, the 3,500 farmers may actually be producing 9,000 MT, based on estimates of average farmer 

production of 2,568 kg as found in our study. If Rabboni influences overall market pricing, this current average of 2,568 

kg translates to a $28-36 increase in incomes per year for each farmer in our sample (roughly a 4-5% increase).12 This 

could result in an aggregate increase in farmer revenue of $128,000 per year across the 3,500 farmers that Rabboni works 

with. For a community largely living below $1.90/day ($694/year), this is a significant impact on livelihood. When maize 

production rebounds to pre-COVID-19 levels, the projected additional income from these price increases amounts to nearly 

a 9% increase in annual earnings for these farmers.

12 This price increase range of $28-36 is based on using the previously calculated 38 UGX/kg or 50 UGX/kg additional income per kg that each farmer re-
ceives as a result of Rabboni’s commitment to price controls.

N E E D  F O R  T A R G E T E D  S U P P O R T  I N  W O R K I N G  R E L A T I O N S H I P
Surveyed farmers also offered their comments on their working relationships with the cooperative. We asked farmers about 

the cooperative’s efficiency (do they pay and collect on time?); their staff culture (are they a pleasure to work with?); their 

professionalism (are they respectful and responsive to farmers’ interests?); and their support in managing produce (do they 
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effectively help farmers manage their produce?). We asked these questions because they are priorities for Rabboni in their 

dealings with their clients.

Farmers rated the Divine Mercy Cooperative with an average score of 67% across all four  indicators.13 Correlations between 

the four indicators are strong across surveyed farmers, signifying that there is a core group (approximately two-thirds) who 

feel positively about their relationship with the cooperative on all these dimensions (for example, culture & professionalism: 

0.84; culture & managing produce: 0.73; professionalism & efficiency: 0.73). There is a minority, however, that has not had 

positive experiences with the cooperative on these dimensions. 

Given the complex structure of the maize value chain, farmers often interact only with cooperative agents and do not have a 

direct relationship with cooperative management or companies like Rabboni. Farmer responses to the questions above may 

vary based on which farmers interact directly with cooperatives. Helping farmers to understand the goals that cooperatives 

and end buyers can have for their well-being could go a long way towards knowing where they can go to get support.

Rabboni highlights that one of its key impacts is its focus on vulnerable, bottom-of-the-pyramid women. However, only 31% 

of surveyed farmers were women, compared to the national share of female agricultural labor supply in Uganda of 56%14 

(slightly higher than the female percentage of the population of 52%).  

S U M M A R Y  O F  R E C O M M E N D A T I O N S
To improve livelihoods and harvests for farmers, Sinapis recommends the following considerations to Rabboni in working 

with the Divine Mercy Cooperative and other cooperatives in the Kalungu district. There may not be a strong business case 

for every recommendation, but Sinapis suggests a discussion, at the minimum, between Rabboni and its cooperatives to 

determine potential priorities from the following:

Subsidize training for farmers who have not yet received training and provide some logistical support to cooperatives 

to implement this training.

Improve the linkages between seed companies and cooperatives so that farmers can access affordable improved 

seeds.

Review credit options offered by cooperatives to farmers for purchasing farm inputs and investigate ways that farmers 

may  access more affordable inputs.

Support cooperatives in setting specific goals around desired improvements in efficiency, culture, professionalism, 

and support in managing produce. Rabboni could play an important accountability role in helping cooperatives 

improve their dealings with farmers who may be neglected. This could take the form of regular advisory check-

ins, management training, or another format that works well in their context and would not result in an undue 

administrative burden.

Support cooperatives in setting targets around the number of women farmers they engage and actively promote 

working with more women farmers.

Support cooperatives in data management methods that would enable them to keep better track of who they serve 

and how they are being impacted.

Sinapis is interested in exploring how we can support Rabboni in these areas. In addition, we plan to survey this same group 

of farmers after one year to follow up on their improvements.

1.

2.

3.

13 Farmers were asked about their satisfaction level with the cooperative on each indicator, from “Very dissatisfied” to “Very satisfied.” A score of 67% 
indicates that 67% of farmers were satisfied or very satisfied.
14 Amparo Palacios-Lopez, Luc Christiaensen, and Talip Kilicc: “How much of the labor in African agriculture is provided by women?” February 2017. Food 
Policy: Volume 67, Pgs. 52-63.

4.

5.

6.
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Lessons Learned and Future Opportunities
This pilot study for Sinapis has provided meaningful insights to explore as we look to support Multipliers as they grow their 

companies and improve the livelihoods of many others in their communities. In addition, this study creates the foundation 

for further analysis. We are evaluating the following actions, reflecting our learning through this study.

EXPLORE OFFERING DATA MANAGEMENT SUPPORT TO HIGH-GROWTH ALUMNI 
Many of the business and funding decisions made by our alumni are driven by data, which is difficult to collect in supply 

chains like agriculture that are multi-layered and spread over enormous distances. We embedded our MEL team in the 

agricultural value chain through this study and learned where the weak points in the data collection process are likely to 

occur. We would like to understand if providing advisory or direct support in data management is a service offering that 

would be valuable to alumni like Rabboni.

REVISE THE SURVEY TOOL TO BETTER FIT THE TARGET POPULATION OF FARMERS 
Our survey revealed a key learning - these farmers did not hire additional labor for harvest seasons. Instead, they partner 

together to rotate to help one other on each farm. We expected to find that farmers employ additional workers (increasing 

the total impact in terms of jobs created by Rabboni), but this is not presently the case. In the next iteration of the survey, 

we will focus primarily on farmers’ household size, prices received for produce, and volumes produced as the key indicators 

of measuring impact, rather than impact through additional job creation.

Conclusion
This study has provided a rich initial view into the livelihoods of farmers who work with growing businesses like Rabboni 

Group Limited. The majority of the 3,500 farmers who work with Rabboni live at or below the poverty line ($1.90/day), but 

are earning additional incomes of $28-36 per year because of the above-average maize prices offered by Rabboni and the 

cooperatives it works with. As Rabboni grows its business, farmers should continue to benefit from higher maize prices, on-

time payments, and increased access to farm inputs.

Engaging with Rabboni’s supply chain and analyzing this farmer data directly has added depth to our understanding of 

the multiple types of impact our alumni achieve. Beyond creating direct employment and increasing business revenue, 

Rabboni and other growing businesses can improve the lives of thousands of others around them. At Sinapis, we remain 

committed to supporting Multipliers who lead profitable companies using their time, talent, and resources to impact the 

surrounding community.

COMMIT TO A LONGITUDINAL STUDY OF THESE SAME 96 FARMERS LATER THIS YEAR
We would like to understand improvements made in the last year, including their own livelihoods and how well the 

cooperatives implemented the recommendations  we provided. The data we collected this year on their incidence of 

poverty, in particular, will be valuable as baseline data to compare growth to next year.

CONSIDER ADDING A CONTROL GROUP FOR OUR FOLLOW-UP STUDY
In our follow-up research, we hope to include a control group of farmers in the same region that does not supply to Rabboni. 

We are interested in exploring whether our companies like Rabboni are unique in offering above-market prices and pursuing 

community impact, or if this is becoming a broader trend.

ANALYZE THE DIFFERENCES IN FARMER PRODUCTIVITY BETWEEN THOSE WHO USE IMPROVED INPUTS 
AND THOSE WHO DO NOT
This analysis will be valuable to Rabboni as they evaluate the business case of supplying improved inputs like high-yield 

seeds to farmers.

EXPAND OUR STUDY TO INCLUDE A LARGER SAMPLE OF MULTIPLIERS
We desire to complete a similar study with 10-20 high-growth alumni to understand the average and total impact of 

companies like Rabboni, who have a clear mission to transform their communities through profitable business. This study 

may focus exclusively on agricultural businesses or may consider a wider variety of industries.
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