
 

 

 

HortIMPACT FARMER FIELD DAYS 

JUNE - JULY 2017 

 

 

REPORT 



 
 

Table of Contents 
    

 

Introduction __________________________________________________________ 1 

Stories from the field ___________________________________________________ 3 

Case 1: Growing safe food for the market _________________________________ 3 

Stories from the field ___________________________________________________ 4 

Case study 2: Bringing agricultural solutions to the farmer ____________________ 4 

Reflections from the exhibitors ___________________________________________ 6 

Annex 1: Select photos from the field ______________________________________ 8 

Annex 2: Questionnaire ________________________________________________ 9 

 

 



Pg. 01 
 

Introduction  
   

 

Introduction 

The Kenya Market-led Horticulture Programme (HortIMPACT) is a Dutch funded programme 

focused on the development of fruit, vegetable, and potato value chains. The programme 

capitalizes on opportunities in the Kenyan horticulture sector while addressing some of the 

challenges that persist in the sector. Through working with Dutch companies, the programme 

has provided opportunities for Kenyan farmers and companies to build on the Dutch expertise 

and knowledge through applying technologies and methods that support horticulture sector 

development. The programme does this by taking a business case approach. Companies 

(mainly Dutch and Kenyan) come up with at least 50% of the budget, while SNV co-invests the 

rest. All the business cases are led by companies that play an important role in supporting 

small and medium size commercial farmers to develop their business. The companies are 

critical in ensuring that investments that benefit farmers will be sustainable in the long run.  

In collaboration with several companies, SNV implements Business Case 7 (BC7). A key 

component of this business case involves onsite trainings at lead farmers to groups of 20 to 50 

farmers and larger events known as farmer field days where farmers from the surrounding 

areas can also come to learn from demonstrations of farming technologies. This particular 

business case builds on the success of the first HortIMPACT business case (BC 1), which 

focused on increasing production of horticulture products through the adoption of good 

agronomical practices and technologies by smallholder producers. This was done at 12 

training sites across Kenya where farmers were trained in the production of tomatoes in 

greenhouses with the use of improved inputs such as hybrid seeds, integrated pest 

management, and fertilizer application. Over 4,000 small and medium sized farmers were 

reached in this business case, with 75% of those farmers indicating that they adopted 

improved agricultural technologies on their farms in the next planting seasons. The 

participating companies in BC1 reported that their sales in the areas where training took place 

increased up to 20%.   

In BC7, HortIMPACT promotes the use of net-house technology to stimulate improved food 

safety in the production of green leafy vegetables and tomatoes. Green leafy vegetables are 

often sprayed directly on the leaf, particularly those that are grown in an open field. By growing 

vegetables in a net-house, insects and birds that spread pests and diseases are unable to 

reach them. To promote production of vegetables in net-houses and in open field with 

practices that lead to improved food safety, BC7 will see trainings and farmer field days in 24 

lead farmer sites across Kenya. This report provides the key outcomes of the first seven 

farmer field days carried out in June and July of 2017.   

The first seven farmer field days took place at lead farmer sites in Kitengela, Solai, Naromoru, 

Kitale, Gilgil, Narok, and Karinde. At these farmer field days, a total of 926 farmers and 28 

exhibitors took part in demonstrations of vegetable production technologies and methods, for 

example on planting, crop management, harvesting, and marketing. Kenya Highland Seeds 

(KHS) played a leading role in organizing trainings and farmer field days. Other companies 

“The government of 

Kenya recognizes the 

significant role that 

agriculture plays in 

contributing to the 

economy. That’s why 

we utilized these field 

days to sensitize 

farmers on the need 

for soil testing and 

other good 

agricultural practices. 

We are most grateful 

to the organizers of 

the farmer field days.”   

Jackson Wachira, 

Ministry of 

Agriculture, Livestock 

and Fisheries.  
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involved in this business case are Koppert, Real IPM, Transglobal, CropNuts, SoilCares, 

Illuminum Greenhouses, Mea, Mavuno, and Syngenta. Cooperation was also established with 

Urban Coffee and Carrefour, who purchase vegetables produced by farmers. 

Some of the farmers present at the field days had never benefitted from any training program 

on good agricultural practices, although a majority did benefit from extension services provided 

by the Ministry of Agriculture, Livestock and Fisheries and other stakeholders. The farmer field 

days therefore provided opportunities for the companies to provide demonstrations on 

vegetables production and to market their products and services to the farmers. This business 

case also attracted a mix of exhibitors, with the Ministry of Agriculture featuring prominently in 

most of the field days.  

Kitale attracted the highest number of farmers (234) despite the heavy rains experienced on 

that day and the remoteness of the field day event to some of the farmers. The table below 

shows the number of farmers and the percentage of women and men per farmer field day site.  

Site location  Number of farmers % of males % of 

females 

Date 

Kitale 236 62.7% 37.3% 25th July 

Isinya 117 64.2% 35.8% 21st June 

Gilgil 106 64.2% 35.8% 27th July  

Naromoru 83 38.6% 61.4% 13th July 

Narok  122 58.2% 41.8% 5th July 

Kiambu  138 81.1% 18.9% 23rd June 

Solai  120 66.7% 33.3% 11th July 
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Stories from the field 

Case 1: Growing safe food for the market  

Scientists have cautioned that most of the kale (sukuma wiki) sold in Nairobi markets could 

contain dangerous amounts of heavy metals such as lead. The lead in the vegetables grown 

on riverbeds and near sewers has devastating effects on human health – including decreased 

or stunted growth in children, learning disabilities, and kidney failure. In other instances, 

laboratory tests on fruits sold in selected markets in Nairobi and Mombasa have in the past 

given positive results for the presence of calcium carbide, which traders use to hasten fruit 

ripening. The HortIMPACT programme has worked to address this challenge through not only 

partnering with the farmer to install the hardware technology such as the net-houses, but also 

through trainings on how to apply pesticides and biologicals on crops. Growing the vegetables 

in a closed environment ensures that temperatures remain normal inside the net-house.  

Wilson Njuguna is a young entrepreneur from Nakuru County driven by passion to deliver 

clean, fresh, and safe vegetables to the Kenyan market. He argues that the market is 

contaminated with unsafe vegetables with daily reports of residents in urban areas consuming 

contaminated and poisonous fruits and vegetables. He believes that with the right attitude, 

training and diligence, farmers can deliver quality and safe foods of good quality to the Kenya 

markets.  

With his savings, Njuguna embarked on a venture that would lead him to transform a two-acre 

piece of land that he bought from a smallholder farmer who could not properly manage it. On 

the farm, HortIMPACT supported Njuguna to grow a variety of high quality green leafy 

vegetables and tomatoes. Four varieties of tomatoes and green leafy vegetables are grown in 

an ultra violet treated net house. In addition, there are vegetables grown in grow bags and in 

open field. A number of private companies and organizations that are part of the programme 

played a part in ensuring that Njuguna reaps a good harvest from his farm.   

Those companies amongst others provided their products and expertise – such as the hand 

held scanner for real time soil testing, pests and disease management, and innovative 

technologies like the net houses as alternative to the common greenhouses, vertical grow 

bags, and drip irrigation. Gilgil is an area in Nakuru County that receives moderate and 

sometimes below average rainfall, hence the need to conserve the limited water resources 

through drip irrigation. Njuguna has supplied his fresh vegetables to Zucchini, a high end shop 

in Nairobi, and other markets in Nakuru. He intends to expand the piece of land under 

cultivation, as the demand for fresh and safe food grows from the bustling middle class in 

Kenya.  

In Business Case 7 

Sustainable 

relationships are built 

with farmers as the 

private sector takes 

the lead in promoting 

good agricultural 

practices. 
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Stories from the field 

Case study 2: Bringing agricultural solutions to the farmer  

Mr. Joseph Ndotono, supplies vegetables to markets and supermarkets in Kitale and 

neighboring towns, such as Eldoret. He played the role of lead farmer in Kitale. At the farmer 

field day held at Ndotono’s farm, the farmers were enthusiastic to learn about the net house 

technology and UV treated grow bags, which most claimed they had never seen elsewhere 

before. Ndotono explained how his yields are expected to improve for the better, thanks to the 

trainings, new technology, and support he received from the companies through BC7. He 

underscored that climate change is causing change in seasonality and more irregular rainfall 

patterns, including frequent floods and droughts. In fact, during the field day, farmers saw a 

clear demonstration of the need for the net house, as the open field was hit by hailstones 

unlike those in the net-house. Many farmers were keen to explore affordable options to ensure 

success in their farming businesses.  

The private sector actors continue to develop sustainable relationships with farmers who now 

actively seek advice from the input suppliers and the lead farmers. A number of private 

companies involved in the HortIMPACT BC7 were present at the sites to interact with the 

farmers. These relationships are expected to continue beyond the project life. 

The farmers appreciated the presence of service providers at the event, and expressed the 

need to make the products and services available directly to the farmers without the need for 

middle men. They appreciated the undivided attention they received from the companies, 

which they said made them to trust in their ability to apply the technologies demonstrated to 

them.  

Real IPM provided solutions for safe vegetables and sustainable farming through grow bags 

that have a capacity of 100 seedlings. The bags conserve water and space, and ensure no 

contamination by soil borne diseases. Real IPM has seen increase in sales of these bags in 

the urban areas like Nairobi where space is limited, and in coastal areas that experience water 

scarcity and salinity. The company also provides biological solutions to prevent and manage 

pests and diseases. Elements of drip irrigation are also integrated into the bag design as a 

means to conserve water. 

KHS provided a demonstration of different varieties of hybrid seeds for tomato, cabbages, 

kales, and pepper on the farm. These were grown in a net house as an alternative to plastic 

greenhouses that are commonly used in the country. Four different varieties of tomatoes, 

including bush tomato bred by Rijk Zwaan, were grown in the net house which made it an 

excellent training site for farmers with different preferences. The farmers not only learned about 

good agronomical practices, but also about how to make informed decisions on whether to 
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make an investment in a greenhouse, a net house, or do open field cultivation, and what 

hybrids seeds and pesticides to use.   

SoilCares presented an innovative hand-held scanner for real time soil testing for three 

primary nutrients (nitrogen, phosphorus and potassium), pH and organic matter. Based on 

the soil test results in combination with a global dataset, the company provided advice to 

Ndotono and other farmers on the best options for fertilizer. Given the real time nature of 

this form of soil testing, farmers indicated that they trusted the results more, a case that was 

also evident in the first business cases that involved soil testing.  

Ndotono on his part was grateful that he had learnt a lot from the project and welcomed all 

farmers who were interested in horticulture to visit his farm for free advice. He also praised 

KHS for the good quality seeds and urged them to take more projects and training to the 

area.  

 

 

 

“I had heard that you 

could use a small space 

to grow vegetables in a 

bag, but I didn’t know 

how that looked like. 

This technology is 

unique as it ensures you 

grow up to 100 

seedlings in one bag 

and with low risks of 

pests and diseases 

because it is UV treated. 

This is transformational.” 

Zacharia, Farmer from 

Gilgil 
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“I have attended 

this farmer field 

day to educate the 

farmers and the 

local community 

on new farming 

technologies, and 

to sensitize them 

on the use of 

accurate amounts 

of pesticides” 

Michael Ndong’a, 

KHS  

 

Reflections from the exhibitors 

Research suggests that farmers are using pesticides and other biological products without a 

good understanding of its effects on human health. The health effects of pesticide use have 

become one of the major public health problems worldwide. In Kenya, frequent exposure to 

pesticides by farmers and farm workers constitute a serious threat to development and can 

easily reverse or undermine the gains made in agricultural growth. Farmers need to 

understand that frequent exposures to pesticides results in both acute and chronic illnesses. 

During the farmer field days, companies selling pesticides had the opportunity to educate the 

farmers on the adverse effects of using too many pesticides and on the right quantities. A 

combination of natural manure and a good proportion of biologicals were demonstrated at the 

lead farmer sites.  

A total of 28 different service providers were present at the seven farmer field days. While most 

of the exhibitors had already participated in previous field days – because they were part of the 

service providers in the hortIMPACT programme business case – several new service 

providers participated in a number of the field days. Some of the exhibitors that were not an 

official partner in BC7 include Earth Organic International, Kapi Ltd, Equity Bank, and the 

Ministry of Agriculture Livestock and Fisheries.  

An evaluation was conducted among the exhibitors to understand their reasons for exhibiting 

and whether those expectations were met. The evaluation also sought to understand their 

overall comments on how the field days were conducted and what could be improved. In 

almost all the responses received, the service providers sought to reach farmers with new 

technologies related to vegetable farming and food safety. The exhibitor respondents 

suggested on the need to inform and educate farmers on the use of the latest technologies, to 

enhance uptake.  

Farmers also reacted positively to the opportunity to attend the farmer field days. In particular, 

farmers were enthusiastic about the netting technology as well as drip irrigation that went with 

it. Farmers were also impressed by the grow bag technology of Real IPM, something that they 

had not encountered before.  

This was also a marketing platform for all the companies that participated in this year’s field 

days. Equity Bank and Metropolitan Sacco, for instance, were present in Kitengela and were 

keen to educate the farmers on their latest agricultural products and services. Soil Cares was 

present to educate farmers on the importance of performing soil tests before farming. Some 

made sales in the products between 500 and 2,000 Kenya shillings. They said they were more 

satisfied with getting feedback from the farmers on how they could improve marketing of their 

products.  



Pg. 07 
 

Reflections from the exhibitors  
   

 

The exhibitors present in different field days expressed gratitude in the farmer field days model, 

pointing out the need to include more private sector companies in such events so that farmers 

move beyond depending on aid and investing in their businesses.  
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Annex 2: Questionnaire  

Name: ………………………………… 

Organisation: ……………………….. 

Email:…………………………………… 

1. How did you learn about the event?  

o Church announcement  

o Direct invitation by organizers 

o Invited by an implementing partner 

o Other 

2. What was your reason(s) for exhibiting?  

3. Please rate the following aspects of the field day: 

Aspects of the event Agree completely Average Poorly 

Were your expectations 

of the field day met?  
   

Was the information 

provided about the field 

day adequate?  

   

Was the program of the 

day favorable- [content, 

demo site training, 

exhibition, mini-forums] 

   

Logistics of the event – 

venue, exhibition space, 

time, etc 

   

 

4. What would you like to improve on in future field days?  

5. Have you made any sales today? How much?  

6. Any other comments?  

 


