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(“Good Practices”)
Business Services Market Development; 

experiences and lessons 

The Business Services Market Development Project in Uganda (BSMD) was designed to alter the core problem of weak business linkages in the rural Uganda economy and helped to better embed small producers and enterprises in markets and supply chains instead of being excluded from markets.

The paper is a synthesis of experiences and lessons learnt from a three year project and provides through provoking ideas about the development of commercially viable service delivery systems reaching out to the poor.

Some of the lessons are:

1. Micro and small businesses (and small producers therein) develop more effectively if they specialize and link up to long lasting supply chains; this implies the establishment of intensive strategic relationships with other chain actors (which may induce reliance on a few actors, buit can also create inter-reliance).

2. Micro and small businesses (and small producers therein) develop more effectively if they base their production strategies on market demand (away from production oriented and supply driven thinking),

3. Many development organization and international agencies distort the longer-term market and chain development, thus damaging the interests of poor producers and entrepreneurs.

4. Micro and small businesses (and small producers therein) can easily access business and technical support through embedded services; the better, if they have long-lasting relationships with other chain actors such as suppliers and/or traders and exporters.

5. The provision of embedded services is not promoted by development organizations and international agencies; in fact, the provision of embedded services is hampered by them as a result of direct service delivery by donors or subsidies.

6. Many organizations underestimate the value of embedded services and focus on more traditional delivery systems whereas the embedded service can be easily sustained as it includes a form of pre-finance and payment for the service at the time of sale of the final produce of a service taker to its trade partner.

7. There is place in the agricultural market for commercially viable and for-fee business and technical services; yet, these services need to be well packaged and adapted to the target group of small farmers and entrepreneurs.

8. In many cases chain actors (input suppliers, traders, supermarkets and exporters) are interested and willing to work out and invest in the delivery of embedded services to the poor (at the bottom of the pyramid).

9. The agribusiness sector could develop more vigorously if it would adjust its mode of operations from individual and opportunistic behavior towards market requirements and chain management structures; market demand and chain relationships should be leading.
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