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Executive Summary 

The market potential for maize, rice and bean seed in the DRC is conservatively valued at $191 

million per annum. Sales to smallholder farmers have started to translate this market potential into 

profit. Since 2015, private sector companies working with ÉLAN RDC have sold 1,823 metric 

tonnes (t) of seed direct to smallholder farmers. Success has been based on marketing strategies 

that focused on consumer education tailored to smallholder farmers; these included demonstration 

plots, mobile sales forces, appropriate packaging and development of a distribution network. 

ÉLAN RDC found that product promotion and quality are the principal determinants of successful 

sales to smallholder farmers and that smallholder farmers are less sensitive to price considerations 

than is generally assumed. Installation of small demonstration plots of 10m2 spread across a large 

geographic area has proven most successful in promoting seeds among remote and dispersed 

communities of smallholder farmers. Ensuring that smallholder farmers would become return 

customers required that seed companies train them on Good Agricultural Practices (GAP) and this is 

best done during installation and maintenance of demonstration plots and during farmer field days, 

particularly during the harvesting of demonstration plots. In total, ÉLAN RDC and its private sector 

partners installed over 10,000 demonstration plots in the DRC. 

To install demonstration plots and promote seed, a well-trained mobile sales force is required. The 

sales force needs a comprehensive understanding of agricultural principles and needs to be familiar 

with local customs and languages. Specialized training on the seed product being sold is also 

required, along with tools and materials ranging from motorcycles to flipchart presentations that 

outline GAP and product specifications, for use at farmer field days. Besides demonstration plots, 

seed can be promoted via radio transmissions that cover GAP and the specifications of the seeds 

being sold. 

To ensure that smallholder farmers enjoy physical access to seed, it is important to establish a 

distribution network. The agro-dealer network in the DRC, with one agro-dealer for every 9,000 

smallholder farmers, is poor compared to other countries in the region. Seed companies will need 

to invest in agro-dealer identification and training to ensure that sales grow sustainably. Agro-dealer 

training needs to cover GAP and basic business and customer management skills. A training module 

developed by ÉLAN RDC in partnership with AgriExperience is available free of charge at 

www.elanrdc.com. 

Finally, to ensure that smallholders are able to afford seed it is important to sell seed in appropriately-

sized lots, e.g. 10, 5, 2 and 1kg. This range of packages enables smallholder farmers to purchase 

the exact amount required and thereby avoid incurring unnecessary expenses. NGOs can support 

private companies in consumer demand creation through subsidies and can further support the 

development of distribution networks, specifically through the identification and training of rural 

agro-dealers on GAP and basic business and customer management skills. 

Collaboration between private sector seed companies and development organisations can help to 

drive the emergence of a sustainable seed system in the DRC. 
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