
PAINT is an initiative that supports the growth of agribusiness through linking pre-qualified and mentored agri-prenuers to 
financing, knowledge technology and markets. This publication chronicles its first major events; mentoring and matchmaking 
that took place on 3rd to 4th October 2016 at Royal suites Hotel and 5th and 6th October 2016 at Sheraton Hotel in Kampala 
respectively. It was a chance for agri-prenuers and investors to learn, network, and create new partnerships.
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Introduction

The agriculture sector remains the backbone of Uganda’s economy, contributing 22% to 
GDP, employing 77% of Uganda’s population, and accounting for 48% of total exports. This 
therefore is the sector that is well positioned to stimulate employment, wealth creation, 
and economic growth. 

Despite this strategic position, a number of challenges still exist including the lack of a 
robust market for inputs and outputs, loose value chain networks, poor access to relevant 
information, poor visibility and demonstration of business cases by agribusinesses, making 
it a high risk sector for investors and financiers. 

Promoting Agribusiness Investment, Networking and Trade (PAINT) is an initiative 
focused on accelerating the growth of the agribusiness sector. PAINT is championed by 
a partnership consortium of development and business catalyst organisations including; 
SNV Netherlands Development Organization (SNV), AgriProFocus (APF), B-Space and 
Netherlands Uganda Trade& Investment Platform (NUTIP). 

The PAINT program aims at bringing together local, regional and international businesses 
in the agribusiness sector to build long term sustainable business relationships through 
the transfer of technology, knowledge as well as accessing business opportunities. It 
supports Agro-enterprises through understanding their underlying business needs, 
capacity gaps and readiness to enter longer term investment and financing partnerships. 
The current sectors of focus are horticulture, coffee, oilseed, dairy & livestock.

PAINT arranged a showcase of agribusiness cases for trade and investment by creating 
a platform for agribusinesses to interact directly with a range of investors  and Business 
Service providers in order to catalyse engagements partnerships in access to markets, 
financing, knowledge and technology transfer.

PAINT fulfilled its objective to support the growth of the agribusiness sector by linking 
bankable and profitable agribusinesses in the sectors of horticulture, coffee, oilseed, dairy 
& livestock to financing , technology, knowledge, and markets. The event resulted in 32 
pipeline deals valued at over $13.5 million. 
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Mentoring and Coaching Session
The mentoring and coaching sessions were an opportunity for agri-preneurs to learn the 
essentials of successful business from experienced business professionals. They had a 
chance to ask questions as well as experience first-hand how to pitch to investors.
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Total attendence (%)

64 attendants
46 males (72%)

18 females (28%)

39 agribusinesses
7 cooperatives (18%)

32 companies (82%)

18%

82%

Agri-prenuers during the mentoring and coaching session at Royal Suites
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You Do Not Have to be an Entrepreneur

In this session, agri-prenuers were told 
they do not have to do everything, but pick 
one thing and do it completely well. 

According to Ojiji, “Whereas some people 
start their businesses just to earn a living 
and meet their daily needs, others want to 
do much more than just meet their basic 
needs. These are the people who see far, 
they have vision and they want more.” 

He gave a few tips for entrepreneurs:

• Networking: Enlarge your network of 
contacts on a daily basis.  The bigger 
your network is, the better your 
chances of growth.

• Managing: Never allow to  
be managed by your business but 

rather, manage your business activities, 
resources,  
and finances. 

• Leading: Add value to your people so 
that they can be better at what they 
are doing. When you grow people, you 
grow yourself as well. 

• Producing: Whether it is services 
or products you need to be able to 
produce. What are you producing, in 
what quantity, and how often?

• Raising capital: Mobilise capital for 
the business. This can be done through 
looking for investors, loans, or other 
available means.

Practices of successful entrepreneurs

Ojijo facilitating a session on entrepreneurship
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How legal is your business?

In Uganda, there are guiding laws that 
pertain to legalising a business. These 
include; the company Act, Partnership 
Act, Business names Act and the contract 
Act. Some common business forms include 
Savings and Credit cooperatives (SACCOs), 
Self help groups, Public companies, Private 
companies, sole proprietorships and 
others. 

For any business to be legal in Uganda, it 
must do the following: 

• Get a business name, address and  
other details. This is followed by 
paying registration fees so that you get 
a certificate of registration.  
When a name is registered legally, no 
other company or business can use that 
same name.

• After registering as directors, you 
need to pass a resolution and file 
the resolution to identify the legal 
directors of the company. Every 
company needs a lawyer who can 
always act as the company secretary 
and provide legal advice.  

• A company or business must have a 
draft memorandum of understanding 
and memorandum of association. 

• A legal company must file returns 
annually which cost UGX 50,000 only.

Ms Winter Sylvia- Kamugunda and co-advocate talking to the agri-prenuers
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Put Your Best Product Forward
Production and Value addition-best practices

According to Dr. Naluyima, the best practices for high production and good value 
addition centre around 3 pillars: Genetics, Feeding, and Management. 

Genetics
“This is very important because you need to know which kinds of inputs are required 
for your production.” Some breeds demand for more than other breeds. So knowing and 
selecting good genetics is very important in maximising your production.

Feeding
Good health comes from good feeding. For both animals and plants, water is a very 
important food nutrient. 

Management
Animals and plants don’t sacrifice like human beings, so if you don’t give them enough, 
they won’t produce enough. Farm record keeping is a management practice that must 
be upheld. 

Dr. Naluyima Emma talking about best practices for high production
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To grow or not to grow

In this session, Brian Azemchap 
highlighted three important factors to 
consider when deciding if you should or 
should not grow your business. 

1. Timing: When do you want to start to 
grow? Is it at the beginning or some 
time in future? Which 
markets are available 
at the moment and 
what do you know 
about those markets?

2. Willingness to lose 
control: In this case, 
you must be ready to remove the “You” 
factor from the picture. It involves 
psychologically preparing your mind to 
relinquish total control of everything. 

You must be able to work with other 
people. It requires investing in other 
people to develop their skills and 
trusting them to work better for the 
growth of the business.

3. Planning: Agri-prenuers need to plan 
their path to growth. You don’t just 

wake up one day and 
expect to grow and be 
something different! 
You need to be 
aggressive and look for 
partners who will grow 
with you. If you want 

to scale up, where do you want to scale 
up? What strategies and plans do you 
have for this?

“Growth can kill you if 
you are not ready for it!” 
warns Azemchap.

Mr. Brian Azemchap, taking the agri-prenuers through the session of business growth
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ICT for Agribusiness
Integration of ICT in Agribusiness 

IT helps a business to have updated information and contributed to the network of a 
business. It helps you to breakthrough into different markets beyond your physical 
boundary. Information Communication Technology (ICT) can be integrated in 
agribusinesses only if you understand it. Today there are many IT tools like the internet 
which connect businesses to consumers, and suppliers, and buyers. 

Jonathan Kayemba advised agri-prenuers to reflect on the following questions; 

• What are the gaps in our industry? This can be in poultry, animal production, dairy 
value addition and others.

• What systems do we have in place? Systems improve the process. IT is a tool and when 
doing it you need knowledge to inform your decisions. 

“You cannot operate and succeed when you are doing business in the Stone Age way.” Mr. 
Kayemba warns.

Mr. Jonathan Kayemba presenting Integration of ICT in Agribusiness 



Innovation in Marketing

This session highlighted the importance of 
marketing and sales in business.  

Without marketing there are no sales and 
without sales there is no revenue and 
where there is no revenue, no business 
exists. Every agri-prenuer needs to keep 
innovating or creating new ideas on how to 
market their business so that the business 
can be sustained. 

1. Master your product
2. Profile your clients’ needs
3. Master your pitch (by positioning value and not price) of what you deliver.

Questions to answer before your pitch:

1. Is your business registered and legal?

2. Do you file your annual returns?

3. Are the returns audited and signed?

4. Where is your operation licence?

Questions to answer during your pitch:

1. What do you do?

2. How much do you want?

3. And what is the return?

Practice makes perfect

When pitching, you need to be organised, 
document your pitch if necessary and have a 
good profile of your business and its clients. 
This is because you need to show the investor 
the potential of your business so that they can 
be convinced. After the pitching tips session, 
agri-prenuers got the opportunity to practice 
how to pitch before a panel of mentors and 
experts.

The importance of the pitching session was 
emphasised when the panel discovered that 
Predestine Farm doesn’t need finances but 
rather needs to revise its costing so that they 
can manage their cash flows. 

“Every day you are pitching to an investor, 
customer or a potential customer of your 
business. You therefore need to know how 
best you present your business before this 
person,” Ojiji advised the agri-preneurs.

Sales and Marketing Strategy 
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Mr. Eridad Elly  Mutenga of Predestine 
Farm presenting a mock pitch

Mr. Roy Masiga responding to a question 
from a mentee



Matchmaking event
On 5th and 6th October, at Sheraton Hotel Kampala, PAINT brought together Agri-prenuers 
and investors and Business Service providers to match trade and investment needs and 
opportunities. The event included an agribusiness forum of key stakeholders such as policy 
makers, development partners, investors and agri-prenuers; an exhibition, a networking 
session, pitches from agri-prenuers, investors and BDS providers. This was attended 
by 352 participants with 38% female and 62% male from various sectors like farmer 
organisations, cooperatives, private companies, NGOs government representatives and 
knowledge institutions.
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Agribusiness Investment and its impact on  
Uganda’s economy

Small holder farmers need  holistic support 
in the form of technical advice and training 
in use of improved agricultural techniques, 
provision of improved seeds and fertilizers 
together with credit to purchase these 
inputs, with repayment of the credit aligned 
with the sale of farm output, training, post-
harvest handling and storage. This can lead 
to substantial increases in farm output and 
incomes. 

Unfortunately, only a small minority of the 
country’s more than two million smallholder 
farm households currently receive the type 
of holistic support. 

To modernize agriculture, this approach 
must be applied much widely, so that all 
smallholders can benefit. This requires 
contribution from public sector and non-
government organizations.  Modernizing 
agriculture requires a well thought 
out feasible strategies which focus on 
supporting small holder farmers as they are 
the majority in this sector. 

To meet increased demand, buyers 
are cultivating smallholder sources. 
Conventional commercial agricultural 
methods, such as plantation methods have 
reached productivity plateaus in some crop 
areas (e.g., maize and rice).

Five primary growth pathways 
for deploying investment to 
address smallholder finance 
demand:
1. Replicate and scale microfinance and 

other Social lenders that have built an 
effective model for supplying financing 

to smallholders, and one pathway to 
growth is to expand and replicate the 
model.

2. Innovate new financing products beyond 
short-term export trade finance Social 
lenders have focused on short-term trade 
finance primarily because it is less risky 
than other forms of finance, especially in 
volatile agriculture markets.

3. Finance out-grower schemes 
Multinational commodity buyers are 
uniquely positioned to support the 
financing of smallholder enterprises.

4. Finance through alternate aggregation 
points this describes the possibility of 
providing financing through alternate 
points of aggregation in the value chain, 
such as warehouses, traders, or input 
suppliers.

5. Finance direct to farmer for those 
interested in the bigger commercialized 
smallholder finance market, reaching 
farmers in value chains that have few 
points of aggregation poses significant 
challenges.

Extract from keynote speech
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Mr. Wangwe Richard – Head: 
Agribusiness Uganda Stanbic Bank
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Investor and BDS Forum

This panel discussion was chaired by Enoth 
Mbaine. The panel constituted of 4 members 
from aBi-Trust, Pearl Capital, Agri-net and 
Bidnetwork.

This session also gave investors the 
opportunity to tell agri-prenuers what kind 
of investments they offer to the different 
agri-businesses. 

Jacinta Namubiru (a panel member) from 
Agrinet (U) ltd presented the challenges 
that agribusinesses face with impact 
investment for example;

- Late rains which affects the business 
projections 

- Cash flows which are affected by the 
final buyer

- Change in market prices which are 
normally set with the small farmers. 
At the beginning they could have set 
prices with the farmer already but the 
selling price ends up dropping

- Interests from investors like banks 
tend to be high

Every agri-prenuer is interested in an 
investor who is willing to look beyond the 
figures and walk the business together with 
them, because they are here to stay. 

After Andrea’s pitch regarding aBi-Trust 
funding opportunities, and their funding 
framework, he had an opportunity to hear 
feedback from the audience.

One of the agri-prenuers reacted to 
a submission by aBi-Trust regarding 
their poor service delivery. They are 
so bureaucratic and stay in towns and 
the farmers don’t have access to them. 
According to the agri-prenuer, aBi-Trust 
needs to have decentralized on field offices 
if they are working with the local farmers 
instead of staying in town where they 
are near impossible to access without 
appointments. 

Representing Pearl Africa, Mr Edward 
Isingoma Matsiko described who they 
are and what they do. Pearl is an impact 
investor managing agrifocus investment 
funds. They invest between $200K to 
$2.5m in SMEs in East Africa. The business 
operates in both Eastern and Southern 
Africa. They currently have a “Yield Fund” 
for agribusinesses.

Panel Discussion; impact investment into inclusive agribusiness 

Mr. Edward Isingoma Matsiko of Pearl 
Africa

Mr. Enoth Mbaine during the panel 
discussion session
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Investment Pitches from Agri-prenuers

During this session, each 
agri-prenuer was given 
five minutes to pitch 
their business before the 
investors and investees. 
They were later asked 
questions regarding their 
pitches as needed.

Two agribusiness started 
the pitching and these 
were;

• TruTrade Africa and 
Interfruit Dealers 
represented by Jenny 
Rafanomezana and 
Nakitto Florence 
respectively. After 
their pitches, they 
held a Q&A with the 
audience. 

Other pitches 
included

Engineering Solution
Pitched their service of 
provision of farm tractors 
and machinery, he warned 
farmers against buying 
fake tractors from the 
bonds. He cautioned that 
buying a tractor does not 
make one a farmer but 
rather how they use it.

Predestine Farm limited
They need investment 
capital of UGX 
420,804,000/= to meet 
the challenge of cold chain 
facility so as to meet the 

international standard for 
quality of fresh okra and 
also be able to guarantee 
constant supply.

Jeka Poultry
They are looking for UGX 
500/= to increase their 
production of eggs from 
250 trays per day to 875 
trays per day so as to be 
able to meet the local 
market demand.

Bio-green investment
These have $8,014,000 
and are looking for $5.5m. 
They are marketing Nzuri 
foods milk plant, a factory 
that makes fortified foods 
in Uganda.

Other Agri-prenuers who pitched on 
day two of the Match Making Event

Africa and Florence of Interfruit dealers 
during the Q&A after their pitches



Crested Superior Commodities
Dealing in production of cheese, they are 
looking for $30,000 to be able to rebrand 
and expand they production.

Uganda Tea Corporation
They are looking for USD1.5m to set up 
a processing factory so as to be able 
to process their tea internally while 
employing the communities around.

Pitches by BDS and investors
Iungo Investment
This is an investment firm based in 
Netherlands.  They provide phase 
investment from small to large financing. 
They range from between 300m to 600m 
initially as a debt and then from there.  

Grow Fin
This is a financial firm which offers 
business financing starting from the range 
of USD1000 to USD 5million to companies 
and businesses.

Facts Uganda
These provide loans with no collateral 
to businesses especially suppliers. For 
example they can pay a supplier and then 
they demand the buyer at a very small fee. 

BrazAfriq
These are suppliers of firm equipments 
from the nursery bed tools to harvesting, 
processing and packaging. 

The networking session

Day one of the match making was crowned with a business networking session. Businesses 
discussed possible partnerships, market opportunities, produce, cash, and other 
opportunities of working together.

15



16

SNV 4P Project Team pitch

The participants in the 4P project were asked questions concerning the impact of the 4P 
project. Participants included Abbey of Palm Business Consults, Emily Alum from Wadelai 
Produce Marketing Cooperative; Emmanuel Ogwang of VODP and Rowena Namatovu of 
SNV.

“There are a number of lessons we have already learnt, one of them is the need to focus 
on market opportunity and how that should dictate what happens further down all the 
way to production. For example, if the market opportunity is exploited entirely such 
as into the Netherlands, then that message should be communicated down all the way 
to the producer. That means that the extension message that is taken down needs to 
be tailored towards that market and that’s why we want to involve the producers a lot 
earlier into the negotiations... In West Nile, prior to the 4P project, there were so many 
buyers of sesame who would come in when they would feel like, but now…the market 
is assured and the farmers produce targeting the market. So if all the others would 
emulate the same they would go a long way… The question of sustainability is not 
an easy one... Part of the project is to see that we build our capacity so that after the 
project our services can be met by the farmers.”

Left to right:  Rowena, Emma, Emily and Abbey of the SNV 4P project team



Investment Matchmaking

The matchmaking session was facilitated to enable one on one meetings among agri-
preneurs, investors and BDS providers to enable closing business deals. It was the moment 
for businesses to make or break their chances. This was the time to make the final move, 
meet a business of interest and secure an appointment for further development. 

This session was based on pre-arranged meetings where investors and agri-prenuers had 
an opportunity to indicate parties of interest they wished to discuss further business. 

Businesses sat with potential investors, partners or investees to discuss in detail 
possibilities of working together.
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Voices from PAINT Participants
“It was very healthy [to get hard questions from the panel while pitching] because these guys were not 
biased, but they wanted something good for me. They wanted me to know that when you are before an 
investor this is what you need and this is what you must do.”  
–Florence Nakitto, Interfruit Dealers Ltd. – Agripreneur

“I have benefitted right from the coaching on how to pitch where the end result is getting somebody 
who is willing to talk to you and invest in you. Currently I have four matches.”  
–Jacinta Namubiru, Agrinet Uganda limited – Agripreneur

“I have benefited from networking, interacting with many different guys, with different ideas, 
approach and products which are similar to others. We have got contacts and after here we are 
talking to each other and I believe that will make a profound impact in both of us while we are 
sharing.” –Eridad Elly Mutenga- Founder: Predestine Farm – Agripreneur

“I think [the PAINT event] has helped me understand better the demands of the market, what’s 
happening in Uganda in agribusiness sector, the fast moving products in the sector… And it has also 
helped me to know more in terms of farmers and farmer group interests.”  
–Joan Abilla, Chief of Staff at aBi-Trust – Investor

“Here we had exporters but we didn’t have many packagers or processors and maybe some service 
providers. So am looking at an expanded engagement of the value chain addition and broader circle of 
engagement.” –Pascal Ojijo, founder and leader of Go Big Hub - Mentor

“We want to see that those who came in the first year have moved on to another level as 
agribusinesses, people who did not have a good business plan, who were struggling with their 
organization are now able to get the right investment that they need as well as see new players come 
on board.” –Rowena Namatovu Matovu, SNV/ Project Coordinator, 4P Project -Organiser

“We also want to see more local and international investors getting interested in agriculture, and 
exploiting the agricultural sector since agriculture is the backbone of Uganda and currently it’s 
contributing so little to the GDP of the country.” –Lucy Asiimwe Twinamasiko - Country Coordinator, 
Agri-ProFocus Uganda. - Organiser

“PAINT means connecting all players in the agribusiness sector so as to promote agribusiness growth. 
NUTIP is glad to be part of the team that’s contributing to the growth of this sector. Looking forward 
to hearing more success stories of this event 3- 6 months from now!” –Keren Okuvuru Asiimwe - 
Netherlands Uganda Trade and investment platform (NUTIP)- Organiser

“While many matchmaking initiatives have been previously organised by individual organisations, 
we are looking at the bigger picture where we involve all key stakeholders including development 
partners and policy makers who are able to influence change in the underlying problems faced by our 
agri-prenuers.” –Sylvia Natukunda Mwesigwa Business & Partnership Manager, AgriProFocus Uganda  
- Coordinator, PAINT - Organiser

“BSpace’s mission is to accelerate Inclusive Business in Uganda. An Inclusive Business is any business 
that has the Base of the Pyramid (low income earners) as its owners and beneficiaries. And these 
are exactly the businesses that the PAINT event targeted. BSpace being relatively young the event 
accorded us a lot of exposure and publicity. Working alongside partners like SNV Uganda, Agri Pro 
Focus and NUTIP.”–Agwang Aidah, Projects and Communications Associate, B-Space - Partner

18





PAINT PARTNERS

BSPACE is a Ugandan Social Enterprise that was founded by 
Development partners SNV Uganda, Oxfam and Base of the 
Pyramid Innovation Centre (BoPInc) – A Netherlands based 
Foundation. BSpace’s primary function is “to accelerate 
Inclusive Businesses in Uganda”.

Netherlands-Uganda Trade and Investment Platform 
(NUTIP)is a Ugandan association that harnesses the 
economic power of cooperation between Dutch and 
Ugandan entrepreneurs. Its main objective is to bring 
together businesses from the Netherlands and from Uganda 
to promote common private sector investment interests. 

SNV has been present in Uganda since 1989 and currently 
supports interventions in 108 districts across the country. It 
focuses is on three sectors: Agriculture, Renewable Energy 
and Water, Sanitation & Hygiene guided by approaches 
that are inclusive, address systemic change, facilitate local 
ownership and offer contextualized solutions. SNV started 
in the Netherlands 50 years ago, Since then, it has grown 
to work in 39 countries throughout Africa, Asia and Latin 
America. SNV in Uganda currently supports interventions in 
100 districts across the country.

AgriProFocus Uganda is a network that links different 
stakeholders in the agribusiness sector. It includes farmers 
(organisations), traders, input suppliers, processors 
and exporters, national and international development 
agencies, knowledge institutions and government 
agencies. AgriProFocus Uganda is part of the AgriProFocus 
Partnership which consists of 35 member organisations and 
is operational in 13 countries in Africa, and in Indonesia. 


