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EXECUTIVE SUMMARY 

The Mara Enterprise Development Project is a 2-year project funded by Bread for the World (BftW), Germany. The 

project goal is to support development of an entrepreneurial mind-set in community members in the Mara area in 

order to strengthen their resilience and capacity to lead their own development. The project is going to work in 3 

components to catalyze change in the community mind-set by facilitating community learning through three main 

interventions namely, supporting women in trade, supporting Mara livestock production and marketing and targeting 

youth for entrepreneurial mind-set development. 

AAH Contracted CGB to conduct a baseline study in Mara division aimed at identifying developmental interventions 

that would empower men, women and the youth of the division in terms of enterprise development. For men, 

livestock development was identified as the main economy driver in the division and toa a larger extent the Maasai 

land. 

CGB conducted the study focusing on livestock production and marketing. The study aimed at; 

I. Establishing the flow and structure of the livestock value chain in the Mara division 

II. Identifying constraints and opportunities of livestock value chain 

III. Quantify the demand for business development services 

IV. Profile this demand and segment livestock value chain in ways that are practical for the design of 

appropriate interventions and services by AAH 

V. Recommend  project interventions that are market-driven and sustainable 

 A total of 80 respondents were reached and interviewed through a combination of systematic and random sampling.  

Systematic sapling was applied for livestock markets while random sampling was applied for the producers and 

traders in the markets.  

Broadly, the challenges in livestock production were sporadic drought and diseases while trading was affected by 

price fluctuations, poor road infrastructure and competition from other producers in the country and beyond. Also lack 

of an entrepreneurial approach led to low returns for livestock producers and traders of Mara.  

The following conclusions were deduced from the study: 

Livestock Producers 

 Sheep and goats were more important in trade than cattle 

 The major expenses were incurred in school fees and food 

 Body conformation and weight were the main determinants of price 

 Biggest challenges for keepers were drought and diseases 

 Provision of vaccines and fodder were key interventions needed to overcome the challenges 

 Formation of Livestock associations were identified as key to achieving better prices for livestock 

Livestock Traders: 

 Traders had a higher preference for cattle while producers had a higher preference to sell goats 

and sheep 

 Traders were specialized- those dealing with live animals and those dealing with meat 

 Mara livestock market faced stiff competition from other areas which affected price 

 Traders were satisfied with the supply and prices at the time 

 There was demand for poultry and fish from the traders but supply was non-existent 
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 The major challenges for traders were insecurity, poor roads, market cess and price fluctuations 

 Traders expected to see improvement in price stability, abattoirs, roads and fodder provision 

 The existing livestock market was a “buyers‟ market” 

 There were opportunities for both traders and producers to earn more from livestock 

To make livestock production and trade more competitive in Mara the study recommended community-owned 

organization of producers to viable production associations in order to understand production standards and 

introduce contracting for better returns.  Fodder production strategies were also recommended to enable animals to 

survive the drought periods for sustainable production. Linkages with lucrative markets were also recommended 

especially with slaughter houses that required high volumes and were willing to contract producers. 
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1.0 BACKGROUND 

 

1.1 AAH Kenya Background 

Action Africa Help Kenya is a non-governmental organization that addresses development challenges in 

partnership with marginalized Kenyan communities mainly living in low income urban and rural settings 

including arid and semi-arid areas (ASALs). AAH (K) is an affiliate country program of the AAH International 

which has been operating in east and Southern Africa region for more than 20 years implementing 

programs in South Sudan, Uganda, Zambia, Somalia and Kenya. 

  

1.2 Mara Project Background 

The Mara Enterprise Development Project is a 2-year project funded by Bread for the World (BftW), 

Germany. The project goal is to support development of an entrepreneurial mind-set in community 

members in the Mara area in order to strengthen their resilience and capacity to lead their own 

development. The project is going to work in 3 components to catalyze change in the community mind-set 

by facilitating community learning through three main interventions namely, supporting women in trade, 

supporting Mara livestock production and marketing and targeting youth for entrepreneurial mind-set 

development. 

Mara division is located in Narok West sub county which borders Tanzania in the south. Narok county is 

among the richest counties in Kenya. Large scale wheat farming is practiced in the high-potential zone and 

the world-famous Maasai Mara Game Reserve occupies much of the county. Mara and Loita are the 

poorest divisions in Narok primarily covering the rangelands with low agricultural potential. Mara division 

covers 4964 square kilometres and has a population density of approximately 9 people per square 

kilometer which is divided into 4 wards: Mara, Naikarra, Siana and Ilmotiook as shown on the map below: 
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Figure 1: Mara Division Map 

Over half of the population lives below the poverty line. Infrastructure, including roads, education and health 

services is poor. According to the 2009 National Census, only 53.7% of the population is literate compared 

to the national average of 72.2%, only 0.4% has gone to university. The majority of the population is 

Maasai pastoralists. Livestock is the main source of food and income and their primary asset outside of 

land. 

It is against this background that AAH contracted Centre for Global Business Limited (CGB) to carry out a 

baseline study on livestock production and marketing in Mara Division, Narok County. 

 

1.3 Kenya Livestock Enterprise Overview 

According to „End Market Analysis of Kenyan livestock and Meat‟, a desk study conducted by ACDI/VOCA 

and funded by USAID for Accelerated Microenterprise Advancement Project (AMAP) in 2012, the Kenyan 

livestock sector employs close to 50 percent of Kenya‟s agricultural labor force and is a primary source of 

livelihoods for the 6 million pastoralists and agro-pastoralists that live in the country‟s arid and semi-arid 

lands (ASALs). Estimates of the livestock sector‟s contribution to Kenya‟s gross domestic product (GDP) 

range from 5.6 percent (Kenya National Bureau of Statistics) to 12.5 percent (Behnke and Muthami 2011), 

while estimates of the contribution to agricultural GDP range from 30 percent (Muthee 2006) to 47 percent 

(FAO).  

Kenyans consume an average of 15-16 kg of red meat (meat and offal from cattle, sheep, goats and 

camels) per capita annually, for a national total of approximately 600,000 MT10 of red meat per year. Cattle 

are the most important source of red meat, accounting for 77 percent of Kenya‟s ruminant off-take for 
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slaughter. Approximately 80 to 90 percent of the red meat consumed in Kenya comes from livestock that 

are raised by pastoralists within Kenya and neighboring countries. Another 2 percent comes from livestock 

raised on ranches, and the remainder comes from the highlands. Of the total red meat supply, it is 

estimated that 20-25 percent comes from livestock that originates in neighboring countries with significant 

livestock populations (Ethiopia, Somalia, Tanzania and Uganda), making Kenya a meat deficit country. 

Small volumes of meat are also imported from European countries, Brazil and the United Arab Emirates 

(UAE), but these are limited to high-end hotels and supermarkets in Nairobi, and (with the exception of 

processed pork imports from Brazil) volumes are extremely small.  

Kenya‟s livestock population includes 14.1 million indigenous cattle, 3.4 exotic (primarily dairy) cattle, 17.1 

million sheep, 27.4 million goats and 3 million camels. Over 70 percent of the national livestock herd is 

raised by pastoralists and, in 2005, Kenya‟s livestock in the ASALs was estimated to be worth Kshs 60 

billion (approximately U.S. $800 million), with an internal trade in pastoral areas in the order of Kshs 6 

billion (U.S. $80 million) per year. In pastoral production systems, which are characterized by extensive 

rangeland grazing systems, communal rangeland and water resources management, and wet and dry 

season mobility, livestock accounts for 90 percent of employment and 95 percent of family incomes.  

Major actors in the livestock and red meat value chains include input suppliers (forage producers), pastoral 

producers, livestock traders, ranch owners and managers, slaughterhouses, butcheries and processors, 

and meat packers and exporters. Important service providers (who are not technically value chain actors) 

include brokers, who negotiate between pastoralists and traders and play an important price-setting role, 

veterinarians and community animal health workers, and transportation providers. The value chains are 

primarily geared toward the domestic market, which consumes approximately 99 percent of domestic 

production. Small volumes of meat are exported by the Kenya Meat Commission (KMC) and private meat 

exporters who use KMC‟s facilities for a fee, as well as Choice Meats (a subsidiary of Farmers Choice), 

while the exporter LTMS-K and individual ranchers export small volumes of live animals to Mauritius, 

Burundi (mainly goats), and Uganda. 

The Kenyan meat market is primarily urban and is stratified according to income. The middle class 

accounts for the large majority of meat consumers in the urban centers, whose meat purchases generally 

take one of two forms: a) fried, boiled or roasted meat (nyama choma) eaten at the point-of-sale, or b) raw 

meat purchased from retail butcheries to be cooked at home in the form of stew and eaten with ugali. 

2.0 OBJECTIVES OF THE STUDY 

The overall objective of the survey is to provide baseline information in the livestock segment in Mara 

division that will allow market-driven business interventions that will lead to increased rural household 

incomes in Mara region. The information will be used for creation of benchmarks that will then be used as 

indicators to assess the progress of the said interventions. 

Specifically, the survey aimed at: 

I. Establishing the flow and structure of the livestock value chain in the Mara division 

II. Identifying constraints and opportunities of livestock value chain 

III. Quantify the demand for business development services 
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IV. Profile this demand and segment livestock value chain in ways that are practical for the design of 

appropriate interventions and services by AAH 

V. Recommend  project interventions that are market-driven and sustainable 

 

3.0 METHODOLOGY  

This section clarifies the methodology that was adopted in the conduct of this study. The methodology was 

exemplified by the applied research design, population of the study, sampling frame, sampling design, data 

collection and data analysis. 

3.1 Research Design 

The design for this study was a descriptive survey design that employs mixed methods over multiple 

stages. It was a cross-sectional survey which attempted to collect data from Mara division livestock value 

chain actors in order to determine the current enterprise development status of that division with respect to 

carefully identified variables.  

Descriptive research is directed at making careful observations and detailed documentation of a 

phenomenon of interest. These observations are based on scientific methods and therefore are more 

reliable than casual observations. The purpose of a descriptive survey research is seeking to obtain 

information that describes existing phenomena by asking individuals about their perceptions, attitudes, 

behavior or values. Given that the objective of the study is first to determine the status of livestock value 

chain in Mara Division, and then determine the need for interventions, a descriptive survey design was 

found to be the best to fulfill the objectives of the study.  

3.2 Target Population and Scope of the Study 

The scope of this survey was Mara division of the greater Narok County. According to the Kenya census 

survey report 1999, it is 4,662.7 km2 lowland inhabited largely by pastoralist communities, its population 

according to the latest census report is 41,964. 

The study focused on socio-economic information, sector specific information and other areas of concern to 

livestock production and marketing in the division.  

The population of study was drawn from livestock value chain actors in existing Mara livestock markets and 

extending to major consumption destinations of Mara livestock products around Nairobi. The major markets 

were Orpsimoru, Oloolaimutia, Ngoswani, Naikarra and Aitong. Other markets of interest, though outside 

the division were Narosura and Ewaso Nyiro. The destination markets of interest were Dagoretti and 

Neema slaughter houses, Burma market and Nairobi City County market, all in Nairobi County.  

3.3 Sampling Design and Sample Size 

The study units were the livestock markets in the 4 wards in Mara Division. The respondents of interest 

were classified into livestock producers, middlemen/traders, transporters and buyers who purchased 

livestock for shipment to destination markets.  

The sampling criterion was stratified for choice of markets based on market days, followed by random 

sampling for respondents. A total of 10 respondents were randomly selected and interviewed in every site, 
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picking 1 out of every 10 available potential adult respondents. A total of 100 livestock value chain 

respondents were randomly selected and interviewed in the selected markets.  

Key informants were also interviewed especially in the destination end of the value chain. They included 

the management of Neema and Dagoretti slaughter houses; Burma market traders and City Market traders. 

3.4 Data Collection 

Data was collected primarily using a questionnaire and supplemented by researchers‟ observations and 

informal interviews. Two different questionnaires were developed for this study one for producers and one 

for traders. This study sought to collect both quantitative and qualitative data as it included both open and 

closed questions developed in line with the objectives of the research. Both questionnaires were pre-tested 

at the commencement of the study. 

4.0 RESULTS 

Livestock market in Mara functions based on power flows that are hinged on information and control.  The 

reality is that, Maasai want to sell their cows to meet their household needs. Traders are looking for good 

sources of animals to sell and make a profit.  Butcheries want good quality meat that consumers will be 

attracted to and are willing to pay a premium for. Underlying all these, are peoples' demands for social 

services that meet their daily needs for water, housing, schools and hospitals. Yet these are linked to this 

product value chain. 

For example, a Maasai man has a sick wife and wants her to go for treatment-how much he pays for the 

service, including transport because the clinic is far away, creates a demand for him to sell his cow. - How 

much he gets from the cow is a function of the quality of his cow (production system dynamic) and the 

existing market forces (value chain dynamic). The price he receives will determine how many cows he sells 

depending on the cost of medical need. If the medical service is close by and is subsidized, the demand for 

him to sell his cow is less-which then plays into the price he is willing to receive for his cow.  If it is far and 

he has to pay for everything, the demand on him to sell the cow is of a higher magnitude, causing him to be 

willing to get a lower price. On the other hand, if the market forces are such that cows are in demand, and 

therefore one cow sells for a higher price, then he may need to sell fewer or smaller animals. 

  

Mara Livestock Marketing Routes Map 

The following value chain livestock trade routes map illustrates the flow of Mara livestock (and later meat) 

from Mara producers to final consumers in Kenya. 

Ngoswani is the main market in Mara South and is served by Oloolaimutia, Orpusimolu, Naikarra and 

Narosura. From there the animals are either slaughtered at Ewaso Nyiro or transported to Dagoretti 

slaughter house. But sometimes traders source livestock from the primary markets, like Narosura and 

transport directly to Dagoretti. 

In Mara North, animals from Mara Rianta and Talek areas are sold at Aitong. From here they are 

slaughtered at Ewaso Nyiro and heads to Dagoretti. Burma and City Markets source their meat from 

Dagoretti or Ewaso Nyiro.  
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Figure 2: Mara Livestock Marketing Routes Map 

 

 The Livestock Enterprise Operating System 

The following enterprise operating system illustrates the market transactions which Mara livestock (and 

later meat) make their way from Mara producers to final consumers in Kenya. 

From primary markets the livestock are traded at either Ngoswani or Aitong and slaughtered at either 

Ewaso Nyiro or Dagoretti. Ewaso Nyiro is preferred due to good infrastructure (tarmac road and three 

slaughter houses) unlike in the interior. 

The wholesale markets are Burma, City market and Kariobangi where local butcheries, supermarkets and 

institutions source their stocks from. 
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Figure 3: The Livestock Enterprise Operating System 

 

4.1 Livestock Keepers 

 

Profile of Respondents 

4.1.1 Gender 

Livestock production in Mara is predominantly a male affair (96%). The rest are either widows or non-

Maasai (4%). Women only participate in counting the livestock after grazing and the usual household 

chores.  They also milk the livestock and sell to supplement the kitchen requirements. 
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Figure 4: Gender of Livestock Producers 

4.1.2 Age of Livestock Producers 

The majority of livestock producers (65%) were the youth between the age of 18 and 34. The youthful 

population is due to the fact that majority has not been to school in the past and so they engage in 

production from an early age.  

 
 
Figure 5: Age of Producers 

4.1.3 Work Status 

Majority of Mara livestock producers (91%) were self-employed and dedicated all their time to production. 

The rest were either working with government or in private businesses but still engaged in livestock 

production. 
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Figure 6: Work Status 

 

4.1.4 Education Level 

Almost half of the respondents (49%) had no formal education. Around half of the rest had primary level 

education (29%). This indicates a high level of illiteracy among the Mara livestock producers. Education 

opens opportunities for other engagements and that is why the more educated they were the less they 

engaged in production. 

 
Figure 7: Education Level of Producers 

 



10 
 

Production Operations 

4.1.5 Duration in Livestock Keeping 

In Mara Division, most of the livestock keepers have been in the business for long. At least 80% of those 

interviewed were in it for more than 10 years as shown in the bar graph below: 

 

Figure 8: Duration in Livestock Production 

4.1.6 Livestock Preference 

The most preferred livestock was cattle, sheep and goats. The three comprised 91% of total livestock as 

shown in the bar graph below. A few producers had started improving their breeds using dorper breed while 

a few others had local poultry. No fish production was recorded. 

 
Figure 9: Livestock Preference 

4.1.7 Grazing Method 

The two most preferred methods of grazing were free range and bush herding (at 89%) which included 

grazing in the Maasai Mara Game Reserve. The two were preferred due to availability of communal land 

and were considered cheap for the large herds owned. However, paddocking was also popular to those 

who practiced livestock fattening at 10% as shown below: 
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Figure 10: Grazing Method 

4.1.8 Reasons for Keeping Livestock 

Most producers kept livestock for sale (35%). Selling was only done for pressing needs such as school fees 

and medication. The second reason was for meeting local household needs such as food and clothing 

(26%) followed by need for cultural identity (21%). Some producers also reared livestock purely for 

prestige. Among the Maasai, the most prestigious property to own is livestock. 

 

Figure 11: Reasons for Keeping Livestock 

Markets 

4.1.9 Reasons for Selling Livestock 

Most producers kept livestock for school fees (28%). The second reason was for profit (27%) followed by 

need for medical expenses and luxury (14%). Destocking in times of drought was not very popular since 

traditionally the number of livestock owned is an indicator of wealth. Failure to destock before drought 
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makes the community to be very vulnerable to natural shocks which always impacts their wealth generation 

capacity. 

 
Figure 12: Reasons for Selling Livestock 

4.1.10 Livestock Price Determination 

Price determination of livestock is done on basis of estimated weight (37%) and general appearance (23%). 

All other factors are not considered too significant for price determination. But this is one way designed by 

market players to take advantage of producers who become price takers in the value chain. The age of the 

livestock is not very significant since there exists a market for culls. 

 

 

Figure 13: Price Determination 
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4.1.11 Market Locations 

The respondents were drawn from the following markets: Ngoswani, Narosula, Naikarra, Ewaso Nyiro, 

Aitong, Oloolaimutia and Opsimoru. Narosura was the most vibrant market with the most respondents. 

 
Figure 14: Markets Location 

Challenges 

4.1.12 Challenges of Livestock Production 

Livestock production has a host of challenges as shown below. The worst challenges in livestock 

production were drought (37%) and animal diseases (30%). In Aitong and Mara Rianta areas challenges of 

animal-humans conflict was recorded while insecurity was also prevalent on routes to the market. Price 

fluctuations were caused by brokers who were out to make more profit from producers.  The challenges in 

the category of „others‟ were  diseases from wildlife like wildebeests, Overstocking, Terrorists and bandits, 

Fluctuating market prices during drought seasons and water shortage. 

 

Figure 15: Challenges of Livestock Production 
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Opportunities& Innovations 

4.1.13 How to Overcome Livestock Production Challenges 

Vaccination and provision of fodder in times of drought were considered the most appropriate interventions 

to overcome production challenges. Diseases and lack of pasture are the worst threats to production; 

hence vaccination and fodder productions are key opportunities to mitigate the threats. 

 
Figure 16: How to Overcome Livestock Production Challenges 

4.1.14 Vaccination Responsibility 

Majority of respondents (35%) felt it was the responsibility of the producer to ensure his livestock were 

vaccinated against common diseases. Others (23%) expected the county government to take charge of 

vaccination. It is evident producers are willing to drive the process of tackling their worst challenge and 

involve their county government in the same. 

 
Figure 17: Vaccination Responsibility 
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4.1.15 Responsibility for Fodder Provision 

Majority of respondents (56%) felt it was the responsibility of the producer to ensure his livestock had 

enough fodder in times of drought. A small number (10%) expected the county government to provide 

fodder. Producers are willing to invest in fodder production to mitigate the effects of droughts to their 

livestock. 

 
Figure 18: Fodder Provision Responsibility 

4.1.16 Responsibility for Crossbreeding Services 

Majority of respondents (4%) felt it was the responsibility of the producer to ensure his livestock were 

crossbred to increase their weight. A small number (2%) expected either the county or national government 

to provide crossbreeding/artificial insemination services. From the result, producers are keen to invest in 

breed improvement to increase the value of their stock in terms of weight and meat quality. 

 
Figure 19: Cross Breeding Services Responsibility 
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4.1.17 Responsibility for Protection from wildlife 

Majority of respondents (10%) felt it was the responsibility of the producer to protect his livestock from 

wildlife attacks. A small number (4%) expected the national government to provide protection. As much as 

self-protection was the most popular way of protection from wildlife threats, the role of central government 

as the custodian of national security was also recorded. 

 

 
Figure 20: Responsibility for Protection from Wildlife 

 

4.1.18 Responsibility for Building Slaughter Houses 

Majority of respondents (92%) did not know whose responsibility it was to construct slaughter houses. A 

small number (8%) thought it was the responsibility of the county government to provide build them. 

 

 
Figure 21: Responsibility for Building Slaughter Houses 
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4.1.19 Responsibility for Controlling Livestock Prices 

Majority of respondents (13%) felt it was the responsibility of producer associations to ensure stability of 

livestock prices. A smaller number (10%) expected producers to do it at their individual level. Still a minority 

(2%) expected the central government to take up the responsibility. 

 
Figure 22: Responsibility for Regulating Livestock Prices 

4.1.20 Responsibility for Providing Security 

Majority of respondents (13%) felt it was the responsibility of the central government to ensure livestock 

were secure especially along the trading routes and in the markets. A small number (2%) expected the 

county government to provide security. 

 
Figure 23: Responsibility for Security along Trading Routes 
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4.2 Livestock Traders 

Profile of Respondents 

4.2.1 Gender 

Livestock trading is predominantly a male affair in all markets. Female traders comprised only 8% of the 

total respondents. Just like in production, the male domination in livestock trade is due to the fact that 

livestock is a male gender enterprise among the Maasai people.  

 

Figure 24: Gender of Traders 

4.2.2 Age 

Majority of traders in all markets (55%) were between 25 and 39 years of age. Another 22% ranged 

between 40 and 49 years of age. Unlike producers who start early, traders start late due to schooling and 

development of business acumen. They also engage in trading late into their ages since the skill does not 

age. 

 

 
Figure 25: Age of traders 

The youngest traders were found at Aitong and Dagoretti markets while the oldest were also at the same 

markets. In Dagoretti, most of the youth interviewed were cattle trekkers whose transported livestock from 
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Mara on foot. At Aitong, the youth involvement at the time was high to raise school fees; schools were 

reopening thereafter. 

 
Figure 26: Age of Traders by Markets 

 

4.2.3 Education Level 

Unlike producers, 35% of traders have secondary school education, while 30% still have no formal 

education. Atotal of 27% have primary level education. Most of the traders were also non-locals who 

spotted opportunities in the livestocktrade. 

 

 
Figure 27: Education Level of traders 

The least educated traders were found at Aitong, Dagoretti and Ewaso Nyiro markets. City market had the 

most educated traders. Most of them were local traders from the immediate catchment especially for Aitong 

and Ewaso Nyiro markets. In Dagoretti, the cohort comprised of butchers who operated inside the facility. 
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Figure 28: Education Level of Traders by Markets 

 

Markets 

4.2.4 Markets 

The major destination markets are Dagoretti, Burma and city market. Aitong and Ewaso Nyiro are livestock 

trading markets and most slaughtering is done at Ewaso Nyiro where 3 slaughter houses are located. 

Dagoretti and City Market had the most seasoned traders who were in the trade for more than 10 years 

(25%). Burma had the most youthful traders, mostly butchers who were in business for less than 10 years 

(18%). 

 
Figure 29: Duration in Livestock Trading 
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4.2.5 Livestock Traded 

Cattle, sheep and goats are the main livestock traded (86%); but a few-mostly non-Maasai- have traded in 

fish or chicken before. It is culturally uncommon to sell calves among Maasai. But surprisingly, there was 

high demand for fish and poultry though they were not spotted anywhere in the Mara markets. 

 
 

 
Figure 30: Type of Livestock Traded 

Fish and poultry were only popular with traders at City Market. This indicates demand is there but supply of 

the products is weak especially in the Mara market. It is not the tradition of Maasai people to consume fish 

and bird related products. 
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Figure 31: Type of Livestock Traded by Market 

 

4.2.6 Trading Commodity 

Most traders at Burma and City markets (44%) predominantly traded in meat; while those at Dagoretti, 

Aitong and Ewaso Nyiro (47%) traded in live animals. The major slaughter houses are at Dagoretti and 

Ewaso Nyiro. Wholesaling of meat is done at Burma market to a large extent. 

 
Figure 32: Choice of Trading Commodity 

4.2.7 Selling in Other Markets 

City market had the highest number of traders who never ventured out to other markets; while Ewaso Nyiro 

had the most number of traders who ventured to other markets in search of stocks to feed the slaughtering 

houses. City market traders are more of retailers with butcheries. 
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Figure 33: Preference to Trade in Other Markets 

 

 

 

4.2.8 Average Revenue Generated from a Slaughtered Cow 

City market got the most value in terms of price (sometimes beyond Ksh 100,000) from cattle meat, 

followed by Dagoretti and Burma. However, Burma had the most traders unlike City and Dagoretti markets. 

The bulk of butcheries are found at Burma market and the majority generate Ksh 20,000 to 60,000 from a 

cow. Majority of butchers at Dagoretti City Market Ksh 60,000 to 80,000 while in Dagoretti they generate 

Ksh 40,000 to 60,000.  

 
Figure 34: Revenue from a Slaughtered Cow 
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Challenges 

4.2.9 Challenges of Livestock Trading 

 

Traders rated high competition, poor roads and insecurity as the worst challenges they had to contend with 

in their business. Whereas poor roads were experienced in all markets, high competition was experienced 

in the local, regional and destination markets. High Cess was also a challenge for those who operated in 

Burma, Dagoretti and City markets. 

 
Figure 35: Challenges of Livestock Trading 

Opportunities & Innovations 

4.2.10 How to overcome those challenges:  

A high number of traders (32%) felt that ensuring price stability would go a long way to overcoming trading 

challenges. Other interventions included construction of more abattoirs (16%), repair of existing roads 

(14%) and providing fodder, water and vet services at the markets (14%). 
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Figure 36: How to Overcome Trading Challenges 

 

4.2.11 Responsibility for Roads Construction 

Most traders (57%) expected the county government to shoulder the responsibility of constructing/repairing 

roads in Mara. Fewer (21%) thought it was the responsibility of the central government. 

 

Figure 37: Responsibility for Roads Construction 

4.2.12 Responsibility for Constructing Slaughter Houses 

Overwhelming majority of traders (92%) expected the county government to shoulder the responsibility of 

constructing slaughter houses in Mara. Fewer (8%) thought it was the responsibility of livestock traders 

associations. 

 

Figure 38: Responsibility for Construction of Slaughter Houses 
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4.2.13 Responsibility for Fencing 

Livestock traders expected the county government and livestock trader associations to equally shoulder the 

responsibility of advocating or facilitating fencing of farms for better quality livestock 

 

Figure 39: Responsibility for Fencing 

 

4.2.14 Responsibility for Security 

Most traders (44%) expected the county government to shoulder the responsibility of ensuring security in 

Mara. Fewer (22%) thought it was the responsibility of the central government. Though security is not a 

devolved function, they expected the county government to contribute immensely in ensuring security to 

livestock business in the county. 

 

Figure 40: Responsibility for Security 
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4.2.15 Responsible for Attracting Traders 

Most traders (56%) expected livestock traders associations to shoulder the responsibility of attracting trade 

in Mara. Fewer (22%) thought it was the responsibility of the county government. The rest considered it the 

responsibility of either the central government or individual traders in the area. 

 

Figure 41: Responsibility for Attracting More Traders 

4.2.16 Responsible for Providing Fodder 

Most traders (55%) expected the county government to shoulder the responsibility of fodder development in 

Mara. Others thought it was the responsibility livestock traders associations (18%) and/or individuals (18%). 

Unlike producers, traders expect the county government to spearhead production of fodder and supplying 

on market days to animals on sale. 

 

Figure 42: Responsibility for Providing Fodder 

4.2.17 Responsibility for Providing Weighing Facility 

Traders were equally divided on who should spearhead and provide weighing facilities in the livestock 

markets amongst the county government, livestock traders associations and individual traders.  
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Figure 43: Responsibility for Providing Weighing Facility 

4.2.18 Responsibility for Price Stability 

Most traders (57%) expected livestock traders associations to shoulder the responsibility of ensuring prices 

stability in Mara. Fewer (22%) thought it was the responsibility of individual traders and the county 

government (17%).  

 

Figure 44: responsibility for Price Stability 

4.3 Variation of Prices across Markets (in Kshs) 

Livestock prices vary greatly across the market as indicated in the table below. With little value addition 

from the farm to the destination market (before slaughtering), the prices double. This illustrates the 

livestock market is a “buyer‟s market”.  

  BULL COW GOAT SHEEP 
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LIVESTOCK 

MARKET 

LIVESTOCK 

STUDIES 

M&E and evidenced based 

findings 

Participatory 

Stakeholder 

Engagemen

Capacity 

Building 

What it does: 

Helps identify gaps in 

the enterprise and 

weaknesses on, 

operations, 

management and 

market development. It 

also helps assess 

business delivery, 

external relations and 

sustainability. 

What it does: 

Helps identify and develop strong 

leadership, relationships, by different 

actors including traditional producer 

institutions, private sector value chain 

intermediaries’ to build desired 

capacity in the value chains. The 

process supports market players to 

build momentum for desired change 

and facilitate identification of new 

business development.  It also 

What it does: 

Develop strategic 

vision and objectives 

What it does: 

It collects enough 

data for analysis; 

gives enough 

information to inform 

change processes and 

monitors behavior 

change. 

Farm 20,000 15,000 2,700 2,340 

Local Market (Narosura, 

Naikarra, etc) 

24,340 23,700 3,000 
3,200 

Regional Market 

(Ngoswani, Aitong, 

Ewaso Nyiro) 

34,000 25,800 4,500 4,400 

Major town markets 

(Dagoretti) 
39,875 36,200 5,000 4,750 

Table 1: Variation of Prices across Markets 

5.0 RECOMMENDATIONS 

Systemic market transformation will require AAH to understand the demand looping situation in the Mara 

market ecosystem.  The Maasai man needs understands his environment better and understand the power 

flows within it. He can then take actions that improve his negotiating position in the network of demand 

loops. Working as a larger unit increases the community power and they are able to control more of the 

“loops” to their advantage. That‟s AAH‟s goal. The program will aim at facilitating the Maasai to understand 

more of the “demand loops” he exists in and therefore take actions that increase his power and take 

advantage of the market forces! 

 To do this, the study proposes the facilitation of various players in the livestock market as per the 

conceptual framework below. 
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i) Facilitate formation and running of Mara Livestock Producers Association (MLPA) 

Mara Livestock Producers association will be facilitated to create a joint strategic vision that addresses the 

gaps identified by livestock market system. A dream of the desired future will be created and owned.  

Champions of Change (CoC) will be identified. These would be community members who have already 

adapted to change either by keeping improved breeds, growing fodder, having market oriented livestock 

farming etc. They will lead „bingwa‟ teams who champion change and capacity building in the local 

community.  Awards will be made on improved animal farm production, marketing strategies, financial and 

management procedures and systems, returns to members, governance standards and engagement in 

community development. 

ii) Facilitate Development of Business Linkages Between Mara Livestock Producers  Public and 

Private Sector Service Providers  

AAH should engage with private sector companies that have a social enterprise orientation for social 

impact. They should have some understanding of the livestock value chain and evidence of having been 

engaged in market transformation. They should be taken through a social enterprise engagement process 

to form Communities of Commitment (CoC).  Their capacity will be harnessed and built to provide 

commercial or embedded business services to livestock market organizations and development. This will 

be crucial in resolving the livestock production challenges such as diseases and poor infrastructure. 

iii) Facilitate Mara Livestock Stakeholder Forums 

The program should fully embrace and utilize participatory and consultative approaches to ensure inclusion 

of broad based views of sector stakeholders in Mara region. The program should facilitate sustainable 

demand driven capacity to players in the value chain. AAH will play a facilitation role that seeks to bring 

systemic change to improve industry performance of the livestock value chain. AAH will facilitate dialogue 

between the livestock groups and players in the value chain in order to create a learning process that 

fosters a systemic change process that will result in increased rural household incomes, improved nutrition 

status improve access to water and sanitation of the communities and access to education.  

iii) Facilitate Development of Learning and Innovation Platforms 

This brings together players from public and private sectors to create a joint strategic vision for integrated 

livestock and social issues that affect the Mara livestock productivity including production and 

infrastructure.  It will be a biannual forum with a clear scope defined jointly by the program and 

stakeholders during the project launch. The forum will own the transformation process while AAH supports 

the process. Knowledge capture, learning and management will be crucial at this point. 
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iv) Facilitate Livestock Producers’ Exposure Visits 

Exposure visits to slaughter houses and model farms within and beyond Mara will help the producers to 

benchmark their animal husbandry practices to improve on standards and earn more income from their 

occupation. This approach is appropriate due to high illiteracy among producers. Generally, the Mara 

producers are good at replicating best practices and they become very passionate and resolute at what 

they decide to do. Visits to slaughter houses are expected to trigger ideas about contract farming and 

standards expected in the market. These visits will also be expected to yield community-owned business 

linkages with players in the livestock industry. 

v) Promotion of Fodder Production 

The program could promote fodder production in areas where land demarcation has already begun in 

Mara. The community should be prepared for the changes that result from land demarcation. These are 

reduction in grazing area and the need to reduce herds due to change of land ownership from community 

to individual 

vi) Promotion of Breed Improvement Initiatives 

It is evident that breed improvement of the Mara livestock has resulted in higher income for producers. Breed 

improvement increases the weight of an animal and the quality of meat which are crucial for increasing income. The 

program should invest in artificial insemination awareness and linkages with the service providers.  

6.0 CONCLUSIONS 

The following conclusions were deduced from the livestock baseline study: 

Livestock Producers 

 Sheep and goats were more important in trade than cattle 

 The major expenses were incurred in school fees and food 

 Body conformation and weight were the main determinants of price 

 Biggest challenges for keepers were drought and diseases 

 Provision of vaccines and fodder were key interventions needed to overcome the challenges 

 Formation of Livestock associations were identified as key to achieving better prices for livestock 

Livestock Traders: 

 Traders had a higher preference for cattle while producers had a higher preference to sell goats 

and sheep 

 Traders were specialized- those dealing with live animals and those dealing with meat 

 Mara livestock market faced stiff competition from other areas which affected price 

 Traders were satisfied with the supply and prices at the time 

 There was demand for poultry and fish from the traders but supply was non-existent 

 The major challenges for traders were insecurity, poor roads, market cess and price fluctuations 

 Traders expected to see improvement in price stability, abattoirs, roads and fodder provision 

 The existing livestock market was a “buyers‟ market” 

 There were opportunities for both traders and producers to earn more from livestock 
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7.0 RECOMMENDATIONS FOR FUTURE DATA COLLECTION 

The baseline study did not include a detailed value chain study on the Mara livestock sector. It is therefore 

recommended that a full value chain study is conducted to include volumes and value addition of Mara livestock 

products from production to consumption. This sector has had little attention in the past leading to limited 

documentation and understanding of the Mara livestock. 
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8.0 APPENDICES 

8.1 Questionnaire Livestock Keepers 

Instructions; Tick or fill in details in the blank space corresponding to your answer  

Part 1: general information 

1. How long have you been keeping livestock? 

< 1 year 

 

1 – 3 years 

 

4 – 6 years 

 

7 – 9 years 

 

10 years + 

 

 

2. Of the listed livestock, which ones do you prefer to keep? 
 

 
Multiple 
mention 

Cattle  

Sheep  

Goats  

Dorper  

Poultry   

Fish  

Others (Specify); ……………………………………………..  

 

3. Which of the following methods do you adopt in your livestock keeping?  
 Cattle  Sheep Goats  Dorper Others   

Zero grazing      

Paddock grazing      

Free range grazing      

Bush herding      

Other ………………………………..      

 

 

4. What would you say are some of the reasons some farmers in your area prefer the following 

methods? 
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Reasons  Cheaper Modern Lack of 

land 

Advice by 

authorities 

Disease 

management 

Land 

availability  

No other 

option 

Tradition 

Zero grazing          

Paddocks          

Freee range         

Bush herding          

 

5. Farmers keep livestock for various reasons, for which of the following reasons do you keep 

livestock? 
Reasons   

Own consumption   

Prestige    

For sale/Profit  

For cultural reasons/ dowry   

Others …………………………   

 

 

6. Of the various types of livestock that you keep, which one do you keep for each of the following 

reasons? 

 
Reasons  Cattle  Goats  Sheep  Dorper Fish   Poultry others 

Own consumption         

Prestige          

For sale/Profit          

For cultural reasons/ dowry         

Advice from Government extension        

Cross breeding        

Others …………………………         

 

 

Part 2; selling livestock 

 

7. Farmers sell livestock from time to time; what are the reasons as to why you sell livestock?  

School 
fees 

Medical 
fee 

Profit De-
Stock 

Drought Luxury Others 
(specify)………. 
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8. When you sell livestock, which markets do you sell them in?   

  
Markets   

Livestock brokers  

Local Butcher 

 

Village market  

 

Main Livestock Market  

 

City livestock traders  

 

Others (specify)……………… 

 

 

9. Depending on where you sell your livestock, what is the average selling price of the following 

animals? 

 Bull Cow Calf goat Dorper poultry   

Markets       

Livestock brokers       

Local Butcher       

Village market        

Main Livestock Market        

City livestock traders        

Others (specify)………………       

 

10. In your own words, what influences the price that animals fetch in each of these markets? 

Age   

Weight   

Appearance   

Source    

Price  

Other (Specify)   ...........................................................................................  

Part 3; challenges  
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11. What challenges do you face in livestock keeping, how can they be overcome and by who? 

 11a.) Challenges 11b.) How to 
overcome  

11c.) By who 

1   Self  

Livestock Assoc   

NGO‟s  

County Govt  

Central government  

other  

2   Self  

Livestock Assoc   

NGO‟s  

County Govt  

Central government  

other  

3   Self  

Livestock Assoc   

NGO‟s  

County Govt  

Central government  

other  

4    Self  

Livestock Assoc   

NGO‟s  

County Govt  

Central government  

other  

5   Self  

Livestock Assoc   

NGO‟s  

County Govt  

Central government  

other  

 

 

 

 

 

 

Part4: Value addition 

12. What do you do to ensure you make more money from the sale of your livestock? 

Practices  

 

How is it done 
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Breed improvement 

 

 

Have Fodder during dry seasons    

Have traders who always buy from 

them 
 

 

Have bigger herds, so can sell many 

at a time  
 

 

Have better marketing skills 

 

 

Have contracts with buyers 
 

 

 

 

 

 

DEMOGRAPHICS - KENYA CIRCLE CODES ON THIS PAGE   

Gender  Male…………………………01 

Female………………………02 

 

STANDARD OF 

EDUCATION 

 

 

 

 

 

 

 

 

 

 

 

Would you please tell me what standard of education you have? 

 

NO FORMAL EDUCATION ................................................................................................ 01 

PRIMARY EDUCATION ..................................................................................................... 02 

SECONDARY SCHOOL…………………………………………………………………………03 

UNIVERSITY DEGREE COMPLETED. ............................................................................. 04 

TECHNICAL School......…………………………………………………………………………05 

GRADUATE…. ................................................................................................................... 06 

OTHER (SPECIFY) ............................................................................................................. 07 

 

 

 

How many people, including the respondent usually live in this household? 

 

 

 

 

 

AGE 

 

 

 

Would you please indicate to me which of these age 

categories you fall into: 

18 – 24 Years  01 

25 – 29 Years  02 

30 – 34 Years  03 

35 – 39 Years  04 

40 – 44 Years  05 

45 – 49 Years  06 

50 – 54 Years  07 

55 – 59 Years  08 

60 + Years  09 
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WORK STATUS 

Employed .....................................................................01 

Self employed................................................................02 

 

 

SIZE OF HOUSE-

HOLD 

 

 

 

 

Market  

WRITE IN NUMBER: ...………………………………………………………………. 

 

 

 

 

 

Do you also operate in another place? Yes / No 

Write name of place: ………………………………………………………………... 

 

 MARITAL STATUS 

 

Married/living together ............................................... 01 

Single/Unmarried ....................................................... 02 

Separated/divorced/widowed .................................... 03 

NAME (OPTION)  

MOBILE  

  

 

 

End of Questionnaire 
Thank you for taking time to complete this questionnaire. 

 

 

8.2 Questionnaire Livestock Traders 

Part 1; general information 

1. For how long have you been in this business? 

< 1 year 

 

1 – 3 years 

 

4 – 6 years 

 

7 – 9 years 

 

10 years + 

 

 

2. Of all available livestock, which ones do you prefer to have in stock? 

 
Multiple 
mention 

Cattle  

Goats  

Sheep  
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Calves    

Dorper  

Fish  

Chicken   

Others (Specify); ……………………………………………..  

 

3. What do you trade in? Tick as appropriate 

 

 

 

Part 2; buying livestock 

4. From your experience, where would you say the best livestock comes from within Mara? 

Place 1  

Place 2  

Place 3  

Place 4  

Other (Specify)   ...........................................................................................  

 

5. What contributes to your final decision to buy livestock? 

Age   

Weight   

Appearance  

Source    

Price  

Other (Specify)   ...........................................................................................  

 

6. Are you satisfied with your suppliers and their products? 

Yes No 

  

 

 

Live Animals meat 
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7. What is the average price of a one of the following livestock? 

 Bull Cow Goat  Sheep Calf Dorper Fish Chicken 

Farm          

Local livestock market e.g Naikarra         

Local livestock Market e.g Ngoswani         

Major town markets e.g Dagoretti         

On average how many do you trade 
in per month? 

        

 

 

 

8. When is the best/worst time for purchasing livestock? 

 Jan – March April – June  July – Sept Oct - December 

Best time     

Worst time     

 

9. If you found poultry or fish in the market; would you buy? Yes______ No_________ 

Part 3: Challenges 

10. What are the challenges you face in the following markets (10A), how can they be overcome (10B) 

and by who (10C? 

Market 10a.) Challenges 10b.) How to 

overcome  

10c.) By who 

Farm   Self  

Livestock 

Associations  

 

NGO‟s  

County 

Government 

 

Central government  
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other  

Village 

market e.g 

Naikarra 

  Self  

Livestock 

Associations  

 

NGO‟s  

County 

Government 

 

Central government  

other  

Main local 

market e.g 

Ngoswani 

  Self  

Livestock 

Associations  

 

NGO‟s  

County 

Government 

 

Central government  

other  

Destination 

market e.g 

Dagoretti  

  Self  

Livestock 

Associations  

 

NGO‟s  

County 

Government 

 

Central government  

other  

Others e.g 

exports 

  Self  

Livestock 

Associations  

 

NGO‟s  

County 

Government 

 

Central government  
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other  

 

Part 4: Value addition 

11. A) which end market do you operate in? 

Ewaso Nyiro Dagoretti Burma City Market Other (specify) 

     

 

B) What is the average revenue generated from a slaughtered cow?  

 

  Average weight/units Average price per unit Total 

Cow 
Meat 

 
 

 

Intestines 
 

 
 

Bones 
 

 
 

Head 
 

 
 

Blood  
 

 
 

 
   

 
   

Total 
 

 
 

Goat/Sheep 
 
 

Meat 
   

Intestines 
   

Bones 
   

Head 
   

Blood    

 
   

 
   

Total 
   

 

C) On average how many cows/goats/sheep do you slaughter per month? 

Item Number 

Cow  

Goat  

Sheep  

 

D) How can the revenue generated from (B) above be increased? 
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……………………………………………………………………………………………………………………………

……………………………………………………………………………………………………………………………

……………………………………………………………………………………………………………………………

……………………………………………………………………………………………………………………………. 

 

 

12. Are there instances where you or other traders buy livestock and keep them for fattening (12A)?  

  

 

B.) What is the selling price of a particular animal before and after fattening?   

 Bull Cow Goat  Sheep Calf Dorper Fish Chicken 

Selling price before fattening         

Selling price after fattening         

Profit         

C) On average how many cows/goats/sheep do you fatten per year? 

Item Number 

Cow  

Goat  

Sheep  

Others  

 

D) What are the benefits of fattening and what does it involve? 

Benefits What it involves 

  

  

  

  

 

12A. Need 
Fattening 

Yes No 
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13. A) How many slaughter houses are there in the following areas? 

Area Number 

Ngoswani  

Ewaso Nyiro  

Others (Specify) 

……………… 

 

C) what are the challenges associated with the existing slaughter houses? 

…………………………………………………………………………………………………………………

………………………………………………………………………………………………………………… 

B) Are the slaughter houses named above satisfying the demand in the area? 

Yes No 

  

D) If no, what would be the appropriate location for another slaughter house? 

………………………………………………………………………………………………………………… 

E) What needs to be done to establish a slaughter house in the suggested location? 

…………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………. 

E) What would be the impact of establishing the new slaughter house? 

…………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………

………………………………………………………………………………………………………………… 

 

DEMOGRAPHICS - KENYA CIRCLE CODES ON THIS PAGE   

Gender  Male…………………………01 

Female………………………02 

 

STANDARD OF 

Would you please tell me what standard of education you have? 
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AGE 

 

 

 

Would you please indicate to me which of these age 

categories you fall into: 

18 – 24 Years  01 

25 – 29 Years  02 

30 – 34 Years  03 

35 – 39 Years  04 

40 – 44 Years  05 

45 – 49 Years  06 

50 – 54 Years  07 

55 – 59 Years  08 

60 + Years  09 

 

EDUCATION 

 

 

 

 

 

 

 

 

 

 

 

 

SIZE OF HOUSE-

HOLD 

 

 

 

 

Market  

NO FORMAL EDUCATION ................................................................................................ 01 

PRIMARY EDUCATION ..................................................................................................... 02 

SECONDARY SCHOOL…………………………………………………………………………03 

UNIVERSITY DEGREE COMPLETED. ............................................................................. 04 

TECHNICAL School......…………………………………………………………………………05 

GRADUATE…. ................................................................................................................... 06 

OTHER (SPECIFY) ............................................................................................................. 07 

 

 

 

How many people, including the respondent usually live in this household? 

WRITE IN NUMBER: ...………………………………………………………………. 

 

 

 

 

 

Do you also operate in another place? Yes / No 

Write name of place: ………………………………………………………………... 

 

WORK STATUS 

Employed .....................................................................01 

Self employed................................................................02 

 

 

 MARITAL STATUS 

 

Married/living together ............................................... 01 

Single/Unmarried ....................................................... 02 

Separated/divorced/widowed .................................... 03 

NAME (OPTION)  

MOBILE  

  

 

End of Questionnaire 
Thank you for taking time to complete this questionnaire. 

 

8.3 Sampling Plan 

1. Markets Sampling Plan 

Market Market Day Date 

Olposimoru Monday 19th April 2015 

Oloolaimutia Tuesday 20th  

Naroosura Wednesday 21st  

Ngoswani Thursday 22nd  

Naikarra Friday 23rd  
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Ewaso Nyiro Saturday 24th  

Nkoilale Monday 26th  

Mara Rianta Tuesday 27th  

Talek Wednesday 28th  

Aitong Thursday 29th  

2. Individuals interviewed were randomly sampled.  

 

8.4 Time Schedule 

 

Month & Activity March 

April 

 

May 

 

May – June 

 

Questionnaire 

Development, Sampling  

   
         

Data Collection     
         

Data cleaning, analysis, 

and Interpretation  

 
   

Reports Compilation     
         

 

8.5 Terms of Reference 


