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LIST OF ABBREVIATIONS

IPO : Initial Public Offer
DSE : Dar es salaam Stock Exchange
EGM : Enterprise Growth Market
IRR : Internal Rate of Return
NGO : Non Governmental Organization
NPV : Net Present Value
PVIF : Present Value Interest Factor
SMEs :Small & Medium Enterprises
SACCOS: Savings & Credit Cooperative Society
AGM : Annual General Meeting
ASDS: Agriculture Sector Development Strategy
NBAA: National Board of Auditors & Accountants
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VAT: Value Added Tax
WACC: Weighted Average Cost of Capital
CFO: Chief Financial Officer
IT: Information Technology
Prod. Manager: Production Manager
Opr. Manager: Operations Manager
HR Manager: Human Resources Manager
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EXECUTIVE SUMMARY
1.1 Introduction
The objective of this Business Plan is to explain and analyze and or evaluate different aspects of the
proposed business of cultivation and consequently processing, packing and sale of maize flour, rice,
beans and sunflower products intended to be undertaken by JATU PLC.
The relevant aspects of the business incorporated hereinto include but not limited to organization set up,
nature of business, business location, management of

business, production and/or processing

methodologies or technology of maize, rice and sunflower oil, Agribusiness industry overview, and
target products market assessment. Other factors include type of products namely maize, rice and
sunflower oil. Also the business plan contains operations which are divided into treasury operations
accounting, and human resources.
JATU PLC is primarily concerned with undertaking agro businesses in particular maize cultivation,
processing, packing and sale of maize flour, processing of rice, packing and sale of rice and processing
of sunflower oil and packing and sale of the edible sunflower oil. JATU PLC also plans to involve micro
entrepreneurs, small and Medium scale farmers and smallholder famers and other members of society
for growing ,maize crop, rice farms and sunflower crops and in general promotion of economic
development of the communities.
The company is already in business at a small scale and hereby proposes to expand its business and for
that reason it plans to acquire a total share capital of Tshs 7.5Billion which will be raised through the
EGM window of the Dar es salaam Stock Exchange.
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The company is geared towards offering primarily maize flour, sunflower oil and rice products. In
addition the company plans to offer farm machinery and equipments rental services to farmers for
cultivating about 5000 acres of land which the company will acquire at Matui area in Kiteto district.
It is the ambition of the JATU PLC to grow in a systematic and consistent manner. It is also looking
forward to running a network of branches throughout the country. Consequently to begin with it
currently operates as a single unit with head office located at Julius Nyerere International Trade Fair
grounds commonly known as Sabasaba grounds in Dar es salaam city. The company has extended itself
beyond Dar es salaam amd has managed to open up the following branch offices namely Kibaigwa,
Kilombero, Mtwara, Arusha and Kiteto which ushers a remarkable growth within a few years of its
existence.
The company has a small team of Board of Directors composed of seven members drawn from people
with high qualifications and experience in agriculture, finance, law and business in general.

1.2 The Market Assessment
Apart from cultivation the company plans to deal mainly with marketing of the following products
namely, maize flour, rice, sunflower oil and to a smaller extent beans. The market assessment shows
that there are considerable business opportunities for processed and packed maize flour, rice and
sunflower oil because the country’s population is supportive in terms of number of people who mainly
use maize, and rice as their staple food. Also, the fact that the population’s awareness of quality and
safe food has changed the lifestyles of majority of the population a factor which promotes consumption
of quality and safely processed maize flour, rice and cholesterol free sunflower oil due to health
reasons. Apart from the local market the international market includes South Sudan, Burundi, Comoro,
and Democratic Republic of Congo (DRC). The government of Tanzania facilitates access to foreign
markets by laying favourable regulations and laws for food products originating from Tanzania with a
view of creating confidence in the food products from Tanzania among foreign consumers.
Consequently, Tanzania food products have gained high reputation in the international market. The
level of competition at both local and international markets is at mild level thanks to unsaturated
markets for processed food products.
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The company plans to enter into agreements with members of the company who are small and middle
scale farmers across the country in which the company will provide soft loans through JATU PLC
SACCOS as well supervise the farmers in their agriculture undertakings with a view to ensure that the
farmers produce quality maize grains which will be sold to the latter and in return JATU Plc will ensure
guaranteed supply of quality raw materials during initial years of operations which in turn will produce
quality goods that will fetch competitive prices in the market.
1.3
The Human Resources
The company in connection to the planned expansionary project plans to start as a single unit with head
office located in Dares salaam city and gradually extend to upcountry regions as market and operations
will warrant. Initially the company will employ a total of 48 staff of different categories headed by one
Managing Director and an Operations Manager. Thereafter, consistent with growth of business, the
company will add more staff over time. The company will have in place a staff evaluation policy, staff
retention policy and appropriate training programs aimed at enhancing capacity of staff to deliver
competitive products and services.
1.4
Compliance
The company will comply with all relevant laws including but not limited to Land laws, Labour and
Employee Relations laws, Tax laws, social security laws and other enabling laws pertinent to operations
and business in general.
1.5

Agribusiness and other Operations

It is proposed that the company will employ state of the art production technologies involving use of
tractors and ploughs in cultivation of maize farms, modern irrigation methods employing state of the art
machineries and equipment and other related tools. Modern maize milling machineries and equipment
will be installed in envisaged milling plant to be located at Kiteto area. All suitable methods of
harvesting, processing, storage, transport and labelling the maize products will be followed. Similarly, the
processing of rice and sunflower oil will follow modern principles and technology.
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The company will endeavour to train its staff in the areas of food production and processing
technologies, marketing and storage taking advantages of relevant courses offered in the training
institutes and universities within the country. The company is planning to forge strong relations with
other farmers across the country and outside the country in order to promote capacity building among its
core staff.
1.6

Risk Analysis

Due to vulnerability of food products production, processing and marketing activities to various risks,
the company has identified relevant risks and devised measures to curb or mitigate the risks accordingly.
The following risks have been identified namely: foreign exchange risks, market risks, liquidity risks
and operational risks which include Information technology.
1.7

Regulatory Requirements

The Company being seeking to undergo IPO vide the EGM window of the DSE and consequently list
thereon will have to comply with EGM Rules, DSE Rules, Capital Market and Securities Act 1994 and
amendment thereof, and other government regulations and regulatory laws.
1.8

Summary of Financial Analysis

In general, the presented financial projections constitute statement of Financial position, Income
Statements and Statement of Cash flow indicate that the business will generate a net loss of TZS 114
Million in the first year and consistently growing to a profit level of TZS 16.2 Billion in the fifth year.
Similarly, the net assets are projected from TZS 7.4 Billion at end of first year to TZS 53.6 Billion at
end of the fifth year. Likewise, the Net Present value of the business is projected at TZS 83 Billion for a
period of seven years so is the Internal Rate of Return of 69% per annum which is well above the
weighted average cost of capital of 23.1% suggesting that the business is financially viable, which when
combined with other positive considerations makes the total business idea feasible. Last but not least the
Payback Period of the business is about 4 years
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2.0 Background and Company Organization
2.1 Introduction
JATU PLC is a public Limited Company by shares. The principle activity of the company is to engage
in multi-level marketing business applying network marketing services, industrial activities
undertakings and agriculture undertakings in different goods and services. JATU PLC has chosen
agricultural and industrial activities as a niche by connecting peasants and farmers in a network
marketing methodology that enables them to farm in groups by using modern and scientific
technologies that goes with geographical and climate changes in the targeted areas.

JATU PLC was founded by a group of people with initiative to support and implement the government
program and the vision of the nation on poverty alleviation to Tanzanians. The first sixteen members
who formed and promoted the company were under the auspice of Peter Isare Gasaya who is currently
the Managing Director of JATU PLC.
All members are highly competent and experienced individuals in different careers and versatile with
various sectors of the economy. The Head Office of the company is located at J. K. Nyerere
International Trade Fair grounds (Saba Saba) along Kilwa Road in Temeke Municipality, Dar-es
Salaam.

JATU PLC is registered by BRELA and is incorporated under the Companies’ Act 2002 vide a
certificate of incorporation number 130452 issued on 20th October, 2016. The company is also
registered as tax payer with TIN 132-718-008 and is licensed to carry on the business of
Entrepreneurship and Training (“Ujasiria Mali na Mafunzo”) and was issued with a business
license number 2357184 by Temeke Municipality. JATU PLC has also been licensed to carry on mixed
farming business by Kiteto District Council vide a business No. 2728537. JATU PLC is further
approved by TFDA as a good manufacture of food items and was issued with a certificate of
registration numbers TFDA021/F/PRE/REG/0556.

9

JATU PLC started as a small economic project under the Legal Protection and Life Improvement
Organization (LPLIO) on 02.03.2016 after the LPLIO board members resolution meeting to establish the
project held at Kivule Secondary School in Ilala Dar es salaam. The project was managed by the LPLIO
for eight months. In November 2016, the LPLIO management and the project members passed a
resolution that the project should be independent and be registered as a full company and stand on its
vital philosophy of Poverty alleviation and good health for human beings (“Kutokomeza Umaskini na
Kujenga Afya”). Subsequently, the company was set up after all legal procedures were complied with.
The general meeting of LPLIO members held on 19.11.2016 at Kivule pack Garden in Ilala Dar es
Salaam resolved that JATU project should be transferred to JATU PLC.
Subsequently, the members proposed that JATU PLC head office should be located at J. K. Nyerere
International Trade Fair grounds (Saba Saba) along Kilwa Road in Temeke Municipality, Dar-es-Salaam
so as to enable easy reach by target entrepreneurs and customers. On 14.01.2017, JATU PLC members
met at J. K. Nyerere International Trade Fair grounds (Saba Saba) and launched its Projects and other
associated activities under auspices of Peter Isare Gasaya being the founder and Managing Director of
the company supported by Eva Kapinga who was the first Chairperson of the Board of Directors. The
group of people forming the company and led by Peter Isare Gasaya through hard work and dedication
has proved to be successfully, as JATU PLC is now becoming a big company with increasing number of
shareholders hence growing its share capital. The company plans to list its shares on the DSE and
subsequently embark on the road to increase investments in machineries, equipment, human resources
and other infrastructures that will support its agro business.

JATU PLC is also aimed at increasingly providing training to Entrepreneurs and connecting people by
doing business in a network marketing approach. It currently owns a Milling Plant at Kibaigwa, in
Dodoma region. The factory processes maize flour (“Dona and Sembe”) and the products are now in the
market reaching JATU PLC members and non-members free on delivery at affordable and reasonable
prices. The products are distributed and sold by JATU PLC Agents.
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It is the company’s plan to establish a new maize milling plant at Kiteto in order to utilize the raw
maize harvests/outputs which will be coming out of the Matui Farm which is also under plan to be
developed by the company within the planning horizon covered by this business plan. The Matui
Farm at Kiteto is poised to make use of modern irrigation farming technology and application of
state of the art machinery and equipment. The costs of developing the irrigation infrastructure and
water resources including irrigation machinery and equipment are estimated at USD 690,000
equivalent to TShs 1.587 Billion at prevailing exchange rate of one USD/TShs 2300.

The company agents and members who sell and buy JATU PLC products earn commissions in a
multiplier effects on every month. JATU PLC products have been approved by TFDA as good for
human feeds and the company was issued with certificate of registration number
TFDA021/F/PRE/REG/0556.

The aim of the public company is to use the company as a vehicle to carry on projects and
businesses that are viable on a larger scale and in particular the envisaged maize cultivation on
arable land at Kiteto area at Matui Farm, maize processing and packaging and rice processing and
packaging at located plants in Kibaigwa Dodoma and Mbingu area in Kilombero respectively
which when combined is estimated to cost a minimum capital of TZS 7.5 billion at current costs.
The company also plans to establish new maize milling processing plant at Kiteto in order to
process maize outputs that will be generated from the envisioned development of Matui Farm,
which comprises 500 acres of arable land. It is against this background that a study was
commissioned to investigate the viability of the project or business for possible commencement of
operations as soon as practicable.
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2.2

Vision

It is the Vision of the JATU PLC to be the preferred company, which is focused on enhancing nutrition
and food security in order to meet customers demand both nationally and internationally in the
agribusiness products and agriculture related products while providing a reasonable return to
shareholders.
2.3
Mission
The following is the mission of JATU PLC “dedicated to ensure that human lives are enriched with
good health through use of premium natural agri-products produced by JATU PLC and provide
poverty reduction solutions by use of human resources, modern agriculture, engage in industrial
activities and network marketing to ensure profit sharing.
2.3.1

Objectives of the company

In general, the company’s objectives are in three folds namely, to conduct multi-level marketing,
undertake industry activities and undertaking of agriculture activities. Specifically it has the following
objectives
•

To mobilize financial resources from all sections of society in the form of share subscription,
entry fees and make them available to undertake viable projects and other productive
investments, for the benefits of especially low income group

•

To carry on the business of exporting all kinds of agriculture produces, importation of
agricultural machinery and all forms of farm implements.

•

To carry on the business of maize cultivation, processing, packaging and sale of maize flour and
exporting of the same
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•

To contribute in promotion of general economic development in the country through among other
initiatives provisioning of financial education and support to small and micro enterprises

•

To work in partnership with other individuals/institutions in improving welfare of the society,

•

To promote agricultural, financial and economic activities in the rural areas including rural based
industries, and any other rural based activities, also to buy, pack and process various farm
produce.

•

To provide business consultancy services such as incubation services among others. Also, to
become a healthy and profitable company so as to enhance public confidence in agro related
business in Tanzania.

•

To undertake a multi-level marketing (MLM) business strategy in different goods and services.

•

To impart commercial knowledge through the conduct of seminars, workshops, short and longterm courses. The company also aims at establishing training institutions and consultancy
agencies in various fields of study.

•

To acquire, promote, establish, undertake and carry on the business of manufacturers, processors,
procurer, producers, growers, makers, traders, dealers, buyers, agents, clearing and forwarding
agents, dehydrators, packers, bottlers, refiners, preservers, freezers, warehouse’s, converters and
cold stores, whether in whole sale or in retail, of grains, foods, vegetables, spices, oil seeds, tea,
coffee, cocoa, dry fruits, flowers, products from garden, products from farm, flour, pulses, oil,
refined oil, maize products, juices, canned fruits, dehydrated vegetables, extracted products,
pickles, jams, jellies, sausages, sauces, agro based products, corn flakes, pastries, bread, cakes,
biscuits, sweets, salties, vegetable or dry fruits, bakery products, chocolates, sugar drops, fruit
drops, chewing gums, confectionery products, mineral waters, ice, wines, liquor, milk, cream,
butter, ghee, cheese, ice cream, milk powder, condensed milk and other milk products, dairy
products, honey, herbs, gums produced from forest, meat, eggs, birds, chicken, products from
poultry, fish, sea food, products produced from sea and other water resources, fast foods, instant
foods, high protein foods, baby foods, diabetic foods and cereals, ready to eat products, tonics,
restoratives and consumable provisions for human and or animal consumption and in all natural,
artificial, synthetic, chemical, edible food colours, acids, preservatives, flavours, sweeteners,
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suspenders, concentrates, additives, taste makers, glucose, nutrients, decorative or reps-dues or by
products of aforesaid.
•

To carry on the business of farming, livestock breeders of every variety of animal for the purpose of
its sale as meat, wool, poultry and of eggs.

•

To carry on the business of a farming, growing and planting in its widest sense and to cultivate and
produce coffee, tea, rubber, cocoa and coconuts, sugar, grain, rice, sisal and other fibre, tobacco,
cotton and other plant product or produce of the soil and to prepare, manufacture or render
marketable any such produce and for such purposes to erect and work all such mills, machinery,
dams, irrigation trenches, flumes and other contrivances that may be deemed necessary, and to sell,
dispose of and deal in any such produce either in its prepared, manufactured or raw states, and
either by wholesale or retail.

•

To enter into partnership, or into any arrangements for sharing profits, union of interests, or
cooperation with any person, partnership or company carrying on or about to carry on any business
which this company is authorized to carry on, or any business or transaction capable of being
conducted so as directly or indirectly to benefit the company, and to take, otherwise acquire and
hold stock or shares in such company.

2.4

Core principles

There are five primary core principle by which the success of JATU PLC will be measured:
a)
Collaboration Coefficient
b)
Creativity
c)
Dare to do (Enthusiasm)
d)
Efforts
e)
Provision of Good services
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2.5

Keys to Success

The primary keys to the success of JATU PLC are as follows:
a)
b)
c)
d)
e)
f)
g)
h)

Product originality and quality,
Varieties and reasonable prices,
Constant research of industry trends to keep abreast of market needs,
Good Management,
Products delivery on time,
Professional customer service,
Minimizing Expenses and Maximizing Profits,
Constant evaluation of strengths and weaknesses with adjustments to be reviewed

AFFORDABLE MEALS FOR EVERYONE
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2.6

Strategic Overview

The JATU PLC is a business concerned with a special client focus concerned on micro entrepreneurs,
small and medium enterprises, and corporate customers dealing majorly in agro businesses. To
strengthen its business, the company has strategically positioned itself to the market by way of
soliciting members and non-members as its customers or clients as follows;
2.6.1 Membership
As stated earlier, JATU PLC shall be a public owned business by the way of purchasing shares. There
are four categories/types of members as detailed here in below:
2.6.1.1 Customer (client) Member:
This is a member who joins by filling in the membership form through JATU PLC Ambassador. The
main objective for this type of membership is to purchase and utilize JATU PLC products. A member in
this category is allowed to create his or her own network of new members (new generations) and gain
commissions from his/her network at the end of each month. However, the member in this category is
not allowed to participate in any company meetings or any other company’s projects. This customer can
participate in any company meeting or company projects after he/ she purchases company shares, an
action that shall promote the member to the category of ordinary member.

2.6.1.2 Shareholder:
This is a member who owns the shares of JATU PLC, is an investor whose capital is used to operate the
company and the responsibilities of the member and can participate in general shareholders meetings.
The shareholder has the right to a dividend for each share every year after the company's closure is
closed and the year's benefits are announced.
2.6.1.3 Farmer Member:
This is a member of JATU who participates in agricultural projects based on company support. This
person must have a shares of not less valuable Tshs. One million (1,000,000 / -) and it gets profits every
time he grows and harvests his crop. It is a company that ensures that it gets a good field, good
management and benefits for each of them, also a company responsible for finding the market for its
products.
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2.6.1.4 Ambassador Member:
An Ambassador in JATU PLC is member that owns more than 2,000,000 Tshs worthy shares and has
attended training and seminars concerning Ambassadors’ skills. After the ambassador successfully
passes the training and seminars carried out by JATU PLC, the company approves him/her to be the
Company’s ambassador to sell and cross sell the company’s products. The ambassador also deliver
knowledge and train new prospected members willing to join the company. For a member to qualify
as a JATU PLC ambassador, he/she has to enter into agreement with JATU PLC on terms and
conditions set by the company and sign a contract accordingly. The ambassador also can sell his/her
products through JATU App system under our agreements.
2.6.1.5 Founders:
These are the founders of the company who have developed and implemented the idea for the first
five years by initiating and building the fundamental blocks which are the baseline of the company,
the responsibility of the founder is to make sure the business idea succeeds, penetrates and benefits
the society. All founders under the leadership of Mr. Peter Isare and Mr. Mohamed Issa Simbano will
be officially announced and congratulated on the day of completing and celebrating Vision 2022. The
percentage of all founders together is a total of 10 percent of all benefits that come into dividends
monthly.
2.6.1.6 Key Strategy
The key strategy for the growth of JATU PLC is to be a National company that can address needs of
rural and urban farmers and agriculturalists. Linkage with big corporation will be another JATU PLC
strategy for cross subsidization of the rich to the poor.

JATU PLC will be positioned as a public company which will provide opportunities for the
transform their lives from the state of poverty and hopelessness to state of plenty and hope
delivery of demand driven products and addressing special needs of those excluded from
agriculture and farming services. The company will also seek to be visible in the market
advertising, promotional campaigns and having a highly motivated and ethical team of staff.
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2.7

Shareholding Pattern and Capital Growth Plan

2.7. 1

Shareholding pattern

The proposed business is expected to start with a paid-up capital of TZS 7.5 billion. The target is to
have a public company with a national outlook, with branches spread throughout the country
depending on the feasibility studies to be undertaken for each branch proposed.
The JATU Plc intends to offer a variety of products mainly maize flour, rice and sunflower oil in
different pack sizes.

2.7.2

Growth Plan

The company intends to raise its capital through the Enterprise Growth Market (EGM) by an IPO. It
intends to raise TZS 7.5 billion including capital raised by initial investors. In order to expand the
scope of operations of the proposed business, additional capital will be raised but to be guided by
market conditions and regulations of Capital Market and Securities Authority and the Dar es Salaam
Stock Exchange (DSE).
2.8

Organization

The company as mentioned above is a public one that aims to have a network of branches throughout
the country. Establishment of branch networks will be based on results of feasibility studies which
will be conducted before any branch is established.
The company will continue to run its operations from Dar es salaam City, which is regarded as the
economic hub of the country and work later towards establishing further new branches within its five
years of operations. The company is subsequently geared towards extending its activities and
services to other regions and districts through customer service centres and establishment of own
farms and processing factories or milling plants. Agro business will remain the core business of the
company will be established in the selected regions and in particular the company will concentrate on
maize flour, rice and sunflower oil business.
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The future of JATU PLC is to acquire and own lands all over the country especially in fertile regions.
The proposed regions are Manyara, Morogoro, Tanga, Mbeya and Ruvuma so as to engage totally in
agricultural activities to feed our factories and satisfy our customers’ demand.

JATU PLC will be managed by a team of experienced managers and agriculture experts, and a team of
highly competent and dedicated engineers and staff. These will be responsible to run the company with
the overall guidance of an equally competent and dedicated Board of Directors who will be drawn from
finance, agriculture, manufacturing, ICT, Engineering, Micro finance and business industry.
In accordance with best industry practices, the company’s Board of Directors will initially consist of
seven members, including a Chairperson. The Board will be tasked with the overall responsibility for
the direction, supervision and monitoring of the company. It will be responsible for approving all
policies, recruit senior management and evaluate management’s performance and compliance, approve
budgets and business plans, delegate authority, review internal reports and ensure that all pertinent
laws, regulations, regulatory authorities directives are observed. The Board of Directors will establish
standing committees which shall include:
2.8.1

Board Executive Committee

The committee is expected to consist of the Chairperson of the Board of Directors, the Managing
Director, and other two Directors. Reporting to the Board of Directors, this committee shall have the
power and responsibility (a) monitoring results achieved by management in comparison to the
objectives as reflected in the annual budget and business plan, (b) the implementation by management
of policies established by the Board of Directors, (c) to review, approve/disapprove, modify terms and
conditions applicable to products development as recommended to it by the management of the
company; and (d) to monitor products reports which are to include summarizing of daily/weekly
transactions for all types of products; and review and make recommendation to the Board of all
policies regarding product activities such as:
•
•
•
•

Product s’ policies and procedures e.g. production technology, storage etc.
Credit limits
Risk management strategies and procedures
Review of products’ budget and business plan.
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2.8.2

Board’s Audit Committee

The Committee shall consist of not less than three and not more than five Directors; one of whom must
have an accounting expertise. The Committee should report directly to the Board. The internal audit
functionally will report to the audit committee.
The committee shall review and recommend to the full Board;
•
•
•

Policies and procedures with respect to internal audit and internal control;
Policies and procedures to safe guard the company’s assets;
Monitoring of compliance by the company with regulatory requirements and any other statutory
compliances; and Review external auditors report.

2.8.3

Board of Directors/Promoters committee

The Board of Directors or the Promoters Committee consists of the following individuals:
NAME

NATIONALITY

TITLE

PETER ISARE GASAYA

TANZANIAN

FOUNDER

ENG. DR. ZAIPUNA O.
YONAH

TANZANIAN

MEMBER

PHINIAS SAMWEL OPANGA

TANZANIAN

MEMBER

ENG. IAN SAMAKANDE

ZIMBABWE

MEMBER

MWAJUMA HAMZA

TANZANIAN

MEMBER

EMMANUELA
MTATIFIKOLO KAGANDA

TANZANIAN

MEMBER

ABDALLAH GONZI

TANZANIAN

MEMBER

MOHAMED ISSA SIMBANO

TANZANIAN

SECRETARY
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3.

Project Description and Location

3.1
Project Location:
The Head office of JATU PLC is located at J. K. Nyerere International Trade Fair grounds (Saba Saba)
along Kilwa Road, in Temeke Municipality, Dar-es-Salaam. The Company’s Postal address is P.O.BOX
42155, Dar es Salaam; Mobile telephone number is: +255658889508; Email: info@jatu.co.tz;
Web site: www.jatu.co.tz. The office is rented on plot number 436 Block 56 and the land Lord is Tan
Trade, which is a Government entity.

Figure 1: Head office of JATU PLC located at Julius.K Nyerere sabasaba grounds along Kilwa Road,
Dar es salaam.

Currently JATU PLC manufactures and supplies maize flours (“Dona and Sembe”) and rice. The
manufactured and processed goods are carried at the Milling plant located at Kibaigwa in Dodoma
region. The Kibaigwa Milling plant specifically processes maize to maize flour at the same time the
collecting center for rice is collected at Mbingu area in Ifakara.

21

It is planned in future to build another mill plant at Kyela in Mbeya region.
The company proposes to cultivate and plant food crops under the JATU PLC-Kilimo project and the
goods will be processed by JATU PLC Milling plants. The company has chosen to start with maize
flours, rice, and Sunflower to be prime foods and be sold to its esteemed and prospected customers.
Later, the plan is to engage in beans production and processing.

The plan is to have a system whereby JATU PLC will buy the crop harvests from farmers (members)
under arranged contracts which finally will find their way to the processing milling plants owned by
JATU PLC. In addition in order to mitigate supply risks the company plans to acquire the a 500 acre
Matui Farm at Kiteto whereby it will engage directly in farming the said land for the purpose of
providing reliable supplies of raw maize to the planned milling plant at same area of Kiteto.
In addition to the harvests from the members the company will engage in procurement of maize, rice
and sunflower crops from open markets at Kibaigwa and other individual vendors to supplement the
inputs which will feed the milling plants.

The project specifically is divided into four parts namely Industry, Irrigation, Kilimo and
Administration to which costs have been projected and accordingly allocated as follows;
3.1.1

Industry Project

The industry project component is projected to cost a total of Tshs 4,760,893,660 and the following
will be involved;
a)
b)

c)
d)
e)

Construction of warehouse building for storage of maize flour. The size of the warehouse will be
30 meters Long, 12 meters wide and 6 Meters high (at an estimated cost of Tshs 54.3 Million).
Construction of a workshop building with a size of 45 Meters long, 15 Meters wide and 12
meters high for undertaking of machine and vehicle repairs and maintenance with an estimated
costs of Tshs 119 Million).
Purchase and installation of an 80 Ton weigh Bridge.
Purchase and installation of maize milling machines with a total capacity of processing 50Tons
per day (50T/24H).
Purchase of 2 Steel Silos for storage of rice and sunflower with a capacity of 1000 tons each.
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(f)
(g)
(h)

3.1.2

Purchase of five trucks for haulage and transportation of crops and finished goods.
Purchase of 1 Scania truck with a trailer for transportation of finished goods.
Purchase of 10 acres of land where the warehouse, workshop and Silos will be built and installed.

Irrigation Project

The irrigation project component, estimated to cost Tshs 1.587 Billion and the following will be
involved:
a)
b)
c)

Establishment of water resources including daily water storage facility with a capacity of 350,000
cubic metres split across 3 reservoirs in the farm and a borehole drilling.
Establishment of pumping stations and reservoirs at main water source as determined by the study.
Purchase and installation of irrigation equipment comprising 500 acres centre pivot/sprinkler/drip
irrigation system.

3.1.3
Kilimo Project
For the case of kilimo project, a total costs of Tshs 988,240,454 is estimated and the following activities
will take place:
a)
Purchase of two tractors (110hp)
b)
Purchase of two units of Rovic 2 Tine DLB Conservation Ripper
c)
Purchase of two units of Row Integral Precision Multicrop Planter
d)
Purchase of two units of Tiller Double Coil 13 Tine for weeding
e)
Purchase of one unit of Rovic Boom Sprayer 600 litre
f)
Purchase of W70 Self-propelled Combine Harvestor
g)
Purchase of four units of Row Corn Platform for W70 SP
h)
Purchase of one unit of 14 Cereal Platform for W70 SP
i)
Purchase of three units of tractors-New Holland type HP 55
j)
Purchase of two units of tractors –New Holland type HP 75
k)
Purchase of five Disc Plough
l)
Purchase of five Harrowers
m) Purchase of four Trailers
n)
Purchase of five motor cycles
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3.1.4

Administrative Project

The administrative project component is estimated to cost Tshs 1,243,265,000 as the
working capital and general administration duties.
3.2
Implementation Status
So far, the company has acquired about 500 acres of land in a defunct Matui Farm at
Kiteto, in Manyara region. The land in Manyara is fertile and redundant, and a further plan
is to acquire more than 5000 hectares. It is the position of the company that the current
focus is to deal in core cereal products including maize, rice, and Sunflower and later
expand to beans, etc. Acquisition of the Matui Farm in turn underpins a construction of a
new modern maize milling plant at nearby Kiteto area.
The company members have set aside 20,000 acres of land for production of maize and
sunflower each covering 10,000 hactres. The farms are owned by the JATU PLC members
and will be cultivated by the members with JATU PLC providing supervision in terms of
provision of agriculture extension services and other related services. The farms are
located at Kiteto(Manyara), Kongwa(Dodoma), Kilindi(Tanga), Kilombero(Morogoro)
and Kahama(Shinyanga) areas.
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4.0

Overview of Agribusiness Industry in Tanzania

4.1
Situation Analysis of Agro Business in Tanzania
Tanzania has rich natural resources for agricultural development. The country has 94.5 million hectares
of land of which 44 million hectares are classified as arable, but only 24% of the arable land is under
cultivation. Of the 50 million hectares, suitable for livestock, only 26 million hectares is under use
while the rest cannot be accessed mainly due to tsetse fly infestation. It has the third largest livestock
population in Africa after Sudan and Ethiopia.

About 29.4 million hectares are assessed as potential for irrigation, of which 2.3 and 4.8 million
hectares are regarded as high and medium potential, respectively. Although it has been on the increase
and has doubled over the past 10 years, the area under irrigation by 2013 was 450,392 hectares which
is less than 20 percent of the high potential area for irrigation and less than five percent of the
cultivated land.

Though the country is well endowed with a high potential base for agriculture development, there is
only a small quantity of large-scale commercial farms in the sector. Agricultural production is
dominated by smallholders. They represent most of the rural families, however notably, half of them
are commercial, not subsistence, in that they sell from a minimum of one-quarter of their output to
typically half or more in the local community.

Fetching good market prices of the agricultural product, i.e. farm gate prices, is crucial for the
smallholders. However, most of the agricultural products fetch low market prices due to low quality
resulting from low adoption of improved technology including improved variety, nutrients (fertilizer),
pest management, and under-recognition of market requirements.
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Limited amount of production mainly due to low productivity and limited cultivated area also
significantly affects the farm gate prices offered by middle-men at the farm gate. Weak mechanism for
accreditation, testing, quality monitoring, grades and standards of agricultural products also affects the
price determination.
Value addition through processing of agricultural crops would not only create more employment
opportunities and income but also reduce rural-urban migration, especially if processing industries are
established in rural areas. However, agro-processing industries in Tanzania are underdeveloped, as result
of multiple effects of inadequate availability and accessibility such as rural roads, electrification, water,
communication, rural finance and market infrastructure.
4.2.
Sector Growth/Contribution
The agricultural sector on average contributes about 24 per cent of GDP compared to about 30 percent a
decade ago; and it contributes about 24 percent of exports, down from about 45 percent ten years earlier,
mostly due to the growth of alternative foreign exchange earning opportunities from minerals and tourism
services.
The sector has generally registered slower growth rate, at about 4.2 percent than the targeted 6 percent,
which was considered necessary to adequately propel the national economy to a growth trajectory of
above 8 percent per annum. Consequently, the economy grew at average of 6.4 percent, amidst external
shocks emanating from the fuel price hikes and global financial crisis in 2008, which affected both
imports from other countries and export of Tanzanian goods and services.
Sector performance between 2001 and 2011 varied between sub-sectors, with all crops contributing up to
71 percent to agricultural GDP, and growing at a rate of 4.6 percent per annum, whereas livestock subsector growth rate averaged 3.2 percent (against 4.2 percent for the whole sector). Cattle population
increased at an average rate of 1.4 percent. Poultry recorded an impressive growth rate of 9.6 percent to
reach 58 million chickens.
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The relative contribution to agricultural GDP by crop, livestock, forestry and hunting, and fisheries in
recent years averaged 18, 5, 3 and 1.4 percent, respectively.
Among crops, the best performance was recorded in export crops such as sugar, tea and tobacco, which
have recorded growth rates of almost 10 percent per annum. However, these crops are concentrated in
specific regions and amongst commercial large-scale farmers. Although they occupy only about 10
percent of cultivated land, they contribute 70 percent of export earnings. Fisheries have been growing at
around 5 percent per annum.
The low performance of the agriculture sector has impeded efforts to increase household incomes and
their livelihoods such that the incidence of rural poverty was only marginally reduced from 35.7 percent
in 2001 to 34.4 percent in 2007. It has declined somewhat more rapidly since then to 28.2 percent in
2012.

The country had fared well in containing headline inflation rate, which was around 5 percent for most
part between 2000 and 2007. Unfortunately, the sudden surge in fuel prices in 2007-08, which was
immediately followed by the Global Financial and Economic Crises, forced inflation rate to rise above
10 percent such that by mid-2011 it had reached 19 percent, before stabilizing and gradually reducing
towards 10 percent mark by the end of 2012, then to around six percent in 2014.

Despite the food self-sufficiency ratio being within the comfort zone which is beyond 110 percent over
a decade, there is a group of 50-60 districts scattered across more than 10 regions of Tanzania Mainland,
which regularly report food shortages even in years of overall surplus in the country, mainly due to
adverse climatic conditions.
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5.0

Status of Agro Business in Tanzania

5.1

Specific Interventions

The ASDS I (2001) has identified the followings as required specific interventions:

•
•
•
•
•
•

Improving water supply management and irrigation,
Introducing farm mechanization,
Use of improved seeds, fertilizers, vaccines and agro-chemicals, rangeland management.
Mechanization
Research and
Extension services

Some of the required facilitating factors include market information, marketing infrastructure,
research and extension, private sector business environment, and financial services. The sector’s
constant growth rate of about 4.2 percent per annum over the past ten years appears to have been
driven mainly by area expansion rather than by productivity increase in response to increasing demand
for food and non-traditional cash crops.
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5.2

Policy and Regulatory Framework

5.2.1

Policy environment on export and import

As agricultural production continues to increase, export market, especially to regional one, needs to be
explored. Despite of these circumstances, the stakeholders in the sector have been suffering from
unpredictable and unclear policy environment especially on export and import as well as its enforcement
capacity. Coherent and predictable policies are crucial for sustainable sector development.
5.2.2
Data Availability
Reliable and timely data availability has been one of the major shortcomings of the sector. According to
the Agricultural Statistics Strategic Plan (2014), National Sample Census of Agriculture, Annual
Agricultural Sample Survey, and routine data collection systems need to be improved toward the
evidence-based decision-making.

5.2.3

Degradation of natural environment

As the development and human activity enhances, degradation of natural environment such as land
degradation, siltation in the river, change of river course, eventually affect the agricultural activities.
Observation of environmental laws and regulations at local level is generally weak.
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5.2.4

Increasing resource competition

Along with climate changes, water demand by multiple sectors (agriculture, energy, human life
consumption, watershed and wildlife conservation, etc.) is becoming more and more
competitive. There is no assurance of continuous water allocation for agricultural sector that is
the largest user of water resources.
Increasing human and livestock populations are putting pressure on land use. Increasing
conflicts between farmers and livestock keepers is a hindrance to the sector

5.2.5

Emerging oil and gas

Tanzania is estimated to have over 45 trillion cubic meters of natural gas that could generate
over $25 billion revenue, annually. Tanzania also has coal and iron reserve that could earn the
country $1.7 billion annually on export. Massive export of natural resources could make the
economy vulnerable to the “Dutch disease” and hence render the agricultural sector
uncompetitive. The Dutch disease is characterized by appreciation of the local currency
emanating from increased inflow of foreign currency. Unless policies are in place to sterilize
the export revenue boom, agriculture could become uncompetitive.
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6.0

Products

6.1

Types of Products

It is the company’s strategic plan to engage in the following products since they are the most relevant to
the company’s resources capacity. Furthermore, the products are currently produced and processed by
the company and the smallholders and villagers who are members of the company. It is planned that the
company’s future activities will borrow a leaf from the significant experience and lessons that have been
gained from the past and existing scale of operations and products offered.

The plan of the company hinges on its principal activities and existing level of manufacturing and
selling of chemical free foods to the public. JATU PLC has been approved by TFDA to process food
products for human beings and was issued with certificate of registration number
TFDA021/F/PRE/REG/0556.

Maize flour and rice are in the market and have been major products so far distributed in Dar-es Salaam,
Dodoma, Morogoro, Mbeya, Coastal regions and Zanzibar etc. The Company uses modern equipment to
process and package food products, professional staff, good customer services and network marketing
that caters for the customer’s demands.
As said before JATU PLC processes various food products and other food items and sells to the public at
low and affordable prices. The raw materials currently are purchased directly from farmers and local
vendors. The company proposes to cultivate and plant food crops by JATU PLC-Kilimo project
component.
Also, JATU PLC plans to enter into arrangements with its members to purchase their farm produces and
in turn the company will supervise the farms by and will provide agriculture extension services, farm
inputs and other related services to the smallholder farmers the cost of which will either be paid instantly
by farmers or recouped from the farmers harvests which will be sold to JATU PLC under an arranged
contract.
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The crops will finally be hauled to the milling plants and processed by JATU PLC Mills plants. The
company has chosen maize flours, rice, and Sunflower to be the prime foods and these will be sold to its
esteemed and prospective customers.
6.1.1:

Maize flour:

Maize Flour comes from maize seeds. Maize is a scientific name “Zea mays”. Maize is one of the most
extensively cultivated cereal crops in Tanzania and beyond Tanzania. More maize is produced than any
other food crops in Tanzania. Maize, being popular in producing food-flour items, it can also be used by
people in various forms, like, whole corn, corn flour, corn starch, corn gluten, corn syrup, corn oil,
popcorn, cornflakes, etc. Apart from satisfying the taste buds of its users, maize is also a good source of
vitamins, minerals and dietary fiber. Maize contains vitamin A, Vitamin B1 (Thiamine), Vitamin B2
(Riboflavin), Vitamin B6, Vitamin C, Vitamin E, Vitamin K, Niacin etc.

Maize seeds are also said to contain important minerals including Potassium, Phosphorus, Magnesium,
Calcium, Zinc and Iron. Apart from the above said minerals, traces of manganese and copper are also
found in maize. Maize flour is beneficial to human beings as follows:
•
•
•
•
•

Nutritious and highly appetizing
Prevents constipation
Reduces stomach acidity
Combats the symptoms of certain cancers
Reduces the risk of diabetes and heart diseases
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The maize flours “Dona and Sembe” are processed and will continue to be processed by
the company’s milling plant. The flours are processed and packed by JATU PLC Mills
project located at Kibaigwa, in Dodoma Region.
It is the ambition of the company to use the funds that will be obtained to establish a new
Milling plant at Kiteto area which will be deployed to process raw maize products from
Matui Farm, which is the target project in its quest for expanding its business and market
size. The company plans in future to build more plants in selected areas in tandem with
increased maize production and as markets unfold.
6.1.2:

Rice:

Rice is one of the oldest cereal grains. Rice (Oryza sativa) is believed to have been grown
for at least 5000 years ago all over the world. It is a staple food grown in coastal regions
and northern parts of Tanzania, particularly in Mbeya, Morogoro and Iringa regions. Rice
is primarily composed of carbs. Carbs in rice are mainly in the form of starch, accounting
for up to 90% of the total dry weight and 87% of the total caloric content. Starch is the
most common form of carbohydrates in foods, made up of long chains of glucose.

White rice is the most commonly consumed type, but brown (whole grain) rice is
becoming increasingly popular in some places of Tanzania due to its health benefits.
Various products are also made from rice.
These include rice flour, rice syrup, rice bran oil, and rice milk. It is usually white in
colour, but brown rice can come in a variety of shades; brown, reddish, purplish, or black.
Rice is composed of carbs, with small amounts of protein and virtually no fat.
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JATU RICE MILLING PLANT

JATU RICE PACKAGE

Vitamins and minerals available in rice depend on variety and cooking methods. Vitamins and minerals
are more concentrated in brown rice, but not white. Brown rice contains Vitamin B1, Vitamin B3, and
minerals of Magnesium, Manganese and copper are found in rice. As a good source of several healthy
minerals and antioxidants, brown rice may help prevent heart disease.

Rice products are now in the market and are distributed by JATU PLC. We plan to build rice milling
plants in Kyela Mbeya where rice is grown in large scale. Rice will be sold at lower price as compared
to our competitors as we will sell direct to the end-user (final consumer). However, we will also
eliminate completely local vendors and non-JATU PLC Agents who are the major factor behind price
rises of our products to our customers.

6.1.3
Sunflower:
Sunflower is one of the food products. Sunflower produces sunflower oil which is free from
cholesterol. The yellow flowers produce small edible seeds which are gray or greenly colored and are
found naturally in dark green, gray, or black shells called “husks”. Sunflower Oil are an excellent
source of many vital nutrients including Vitamin E.
Vitamin E is a powerful antioxidant that is found in many nuts and seeds oils, but sunflower oils are
one of the best natural sources of this antioxidant, which works hard to fight free radical damage
within the body. Sunflower Oils are most highly correlated with boosting cardiovascular health by their
ability to reduce cholesterol and to prevent hypertension, in addition, to many other positive effects like
cancer prevention, less headaches and muscle cramps, improved healthy skin, and more.
Sunflower Oils are said to comprise nutrients of Vitamin E, copper, Vitamin1 (thiamine) manganese,
phosphorus, magnesium, Vitamin B6 and Vitamin B3.
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Despite of Sunflower Oils, Sunflower seeds like nearly all types of nuts and seeds provide a healthy
source of essential fatty acids; their specific fatty acids are in the form of linoleic acid.
Additionally, sunflower seeds are also an excellent source of fiber, amino acids which make up the
building blocks of proteins, B Vitamins, and more. Sunflower cakes are also good for animal feeds. The
company plans to continue to source sunflower oil from vendors and smallholder farmers and process,
pack and sell the final products to its customers across its network marketing system.

6.2

Aspects of Production of Quality Maize Flour, Sunflower and Rice

6.2.1

Sources of raw materials

Currently the raw materials (Maize) are purchased direct from peasants, local vendors and none-JATU
PLC agents (“Madalali”) thereby affecting the market causing unpredictable rise in maize prices which
in turn causes rising costs of our raw materials and consequently increase in prices of the final products
to final consumers.
The local vendors and non-JATU PLC Agents also are major cause for unavailability of the raw
materials to the market as during harvest seasons; local vendors purchase raw materials in bulk from
peasants and hoard them in their warehouses waiting to sell them at exorbitant prices during scarcity of
food.
JATU PLC is taking the above situation as a challenge as well as an opportunity for company. In order
to eliminate the middle men and Agents, JATU PLC has thought for a need to own lands for farming
activities. The company will cultivate, plant various food products, process and supply to its customers.
The first step is to acquire and own lands in various places in the name of JATU PLC. The first targeted
region is Manyara at Kiteto, which is said to be fertile and redundant land. Already the company is in
full gear to acquire a 500 acre Matui Farm and is in the process of developing the same farm which goes
along with establishment of maize processing and milling plant to be located at the Kiteto area.
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Additionally, the JATU PLC members on their own lands will farm the lands in groups and in
a team work fashion. The products will be purchased by the company and processed in the
milling plants owned and operated by JATU PLC.
The processed goods will be sold to JATU PLC members and non-members as well. The
profit will be divided among JATU PLC members and agents in the form of multiplier effects
in every month and at end of year. JATU PLC members will farm the acquired land in groups
for at least five years with a view to cultivate maize and other cereal crops and then, the
members will be allowed to cultivate as individuals with preferred and choices of the
products they wish to plant and sell to the company. The members will own the land as
individuals and be issued with Certificate of occupancy in their names. Members as
individuals are allowed to own the land not exceeding 49.999 hectares as per Village Land
Act No. 5 of 1999.
The company’s long-term plan is to acquire about 5000 hectares of available land in Manyara
and finally will look for lands in other regions; mostly regions with fertile lands. Other
targeted regions include but not limited to Morogoro, Tanga, Mbeya and Ruvuma. The main
objective of JATU PLC in general is to eliminate poverty and create employment
opportunities by way of undertaking modern agricultural and industrial activities in harmony
with the government programs envisioned to attain the nation of the middle economy and
industrialization by the end of 2025. The company is currently finalizing arrangements to
acquire the 500 acre Matui Farm at Kiteto area for the purpose of undertaking a large-scale
cultivation of maize.
JATU PLC-Kilimo members will plant maize crops and then, rice, sunflower, beans, etc.
JATU PLC also has a SACCOS project which will be supporting various projects formed by
JATU PLC members by granting them with soft loans at affordable interests and the
SACCOS will recoup the loans from the farm harvests.
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The land at Kiteto in Manyara is fertile with natural vegetations including thorn trees; It is the plan of
the company to sensitize its members to take advantage of available opportunities tenable in agricultural
sector in order to improve their lives. (See Photos of part of the land currently being cleared ready for
tilling and planting).
Part of the Matui Farm in Clearance at Kiteto, Manyara region

Source: Field Visit June 2019
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Regarding the sunflower oil, currently is procured from smallholder suppliers located around
Kibaigwa area. The procured sunflower oil is subsequently transported to Dar es Salaam head
office in accordance with the received orders. Normally 20 litres containers are procured at Tshs
64,000 per container equivalent to Tshs 3,200 per litre.
The products are packed into 3 litre and 5 litre containers and distributed to the market where on
average it is sold at Tshs 13,000 (equivalent to Tshs 4300 per litre) and Tshs 21,000 (equivalent to
Tshs 4200 per litre), respectively.
On Rice, the procurement, storage and preliminary processing is done at Mbingu factory in
Morogoro region and later transported to Dar es Salaam where it is sold to wholesale customers
around the city and in other parts of the country. The company plans to establish more milling
plants in Mbeya region with a view to increase processing capacity in line with production.

6.2.2

Established milling/processing plants

Beginning with Maize flour, JATU PLC has already established a milling plant at Kibaigwa in
Dodoma region. The installed production capacity of the plant per day is 25 tonnes of food
products, which is well short of the demand which currently stands at more than 50 tons per day.
Thus, there is a need to increase production capacity by expanding the Kibaigwa Plant also
building additional food processing factories in other targeted areas where the company plans to
farm various food crops.

The above need justifies an establishment of a new maize milling plant as detailed in the
Feasibility Study accompanied with this Business Plan. It is planned that many more facilities in
selected areas will be erected as will be revealed by the feasibility studies which will be
conducted accordingly.
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The Kibaigwa plant is installed with 2 milling machines one for processing raw maize and
the another for peeling the maize which culminates to generation of peeled maize and
husks. Additionally there is one bagging and packaging machine, no less than one
gravitational filter equipment. In addition, the company has a collection centre for rice at
Mbingu in Ifakara area dedicated for procurement of rice from smallholder farmers,
storage, processing, grading and packaging the rice for the market.

The new milling plant which is envisioned to be located at Kiteto will have initial capacity
of processing 50 tons per day of maize flour and the capacity will be progressively
expanded as market unfolds.
6.2.3:

Processing technology

The processing of maize entails the following steps:
First, the raw maize is cleaned by running it over the gravitational filtering equipment in
order to remove debris and dusts and other unwanted particles from the maize cereals.
Second, for the case of Sembe flour production the filtered maize is soaked into water, run
into a peeling machine which peels off the top layer of the maize from the inner part. The
peeled layer form maize husks, which are regarded as a by-product, are separated from the
fresh peeled maize grains, with the latter fed into the milling machine whereby it is ground
firmly to produce final flour product, branded as Sembe. Thereafter, the maize flour
(Sembe) is weighed and packed into three sizes of 5 Kg, 10 Kg and 25 Kg bags ready for
distribution.
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For the case of Dona flour, the maize after getting cleaned and filtered is directly fed to the
Milling machine and ground to maize flour namely Dona. The Dona flour is later weighed and
packed into pack sizes of 5 Kg, 10 Kg and 25 Kg bags.
6.2.4: Production/operational capacity
The current production level at Kibaigwa Plant is an average of 4 tons of maize per day which is
below the installed capacity of the machines. However, the production is done in tandem with
products orders which are received from the JATU PLC Head office in Dar es Salaam.

Every purchase of maize grains attracts a crop Cess of Tshs 7 per Kg. It is estimated that 1 ton of
raw maize generates 200 kg of maize husks. The maize husks which are essentially a by-product
are sold at the open market and mainly transported to Dar es Salaam for sale at average price of
Tshs 2500 per 10 kg in equivalent to Tshs 250 per kg.
The company has no policy of stocking the maize since procurement is done by applying a JustIn-Time method whereby once production requirement or level is established the raw materials
are purchased from established vendors or open market just enough to fulfil the production orders
at a given time. Currently the plant has 4 machine operators, including a supervisor.
6.3.5: Haulage of finished products to the market
The finished outputs, which are Sembe and Donna maize flour, are transported to Dar es Salaam
to fulfill the placed orders. The main mode of transport is roadway by means of hired trucks. On
average the transport cost is between Tshs 20,000 and Tshs 23,000 per ton of the product from
Kibaigwa to Dar es Salaam. The company also owns a 4-ton Canter truck but rarely deploys it
for transportation of the finished products between the plant and the Head office. The packaging
materials such as bags and labels are procured from Dar es Salaam consistent with production
level.
With the proposed new maize milling plant at Kiteto, the cost of transporting a ton of maize flour
from Kiteto to Dar es salaam for market reach is estimated at Tshs 100,000 per ton or Tshs 100
per kg.
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The picture below shows a front view of the Kibaigwa Milling Plant in Kongwa
district, Dodoma region.

Source: Field Visit March 2018
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PLANNED NEW JATU KITETO MILLING PLANT
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6.9 Production Costs:
Based on the market survey, the production costs consist of the following (at current average
market prices) as indicated in the Table below.
Table 1
SUMMARY OF PRODUCTION COST (Tshs per Kg/litre)-JATU PLC

Product
Maize Flour
Rice
Sunflower
Oil

Direct
Material
380

Direct
Labour

Packaging

Factory
Overhead

Total

4.00

31.00

50.00

465.00

1,700.00

4.00

35.00

60.00

1,799.00

1,000.00

4.00

1,650.00

30.00

2,684.00

Source: Market Survey, at Kibaigwa market,Dodoma, March 2018

7. SWOT ANALYSIS
7.1 Strength
The company boasts of the following competitive advantages which enhances achievement of
its business goals namely
• Presence of industrious, competent and experience management is an important factor
that has risen and will continue to
grow the company to greater heights of achievements.
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•

Good reputation of its milling plant at Kibaigwa which can be escalated with a view to gain
more customers for the milling services hence create significant additional income to the
company

•

The company has in place a very unique and attractive dividend policy which allows
distribution and sharing of dividends among its members who also double as customers of the
company. This attribute occurs through a network marketing strategy that the company uses
and will continue to use to distribute its products. No competitors may match this strategy.

•

The company boasts of a wider membership base who serves as customers of the company
who in turn makes the market for company products.

7.2 Weakness
Weaknesses include lack of storage facilities for products, own transport facilities, shortage of
machineries and equipments to cope with growing demand for products and insufficient capital or
funds to undertake a wider and modern agriculture farming and related services.
7.3 Opportunities
The company is operating and is planning to expand its business in the light of emerging opportunities
which if properly utilized will render more growth and other benefits to the company. The following
were identified to be opportunities posed to the company.
• Increased demand for food stuffs by general population which in turn impacts positively
on the demand for company
products
•

Good reputation accrued to the Kibaigwa Milling plant arising from good customer services
and quality services and products can be projected to surrounding communities by way of
indulging in advertisement and promotion in general in order to enlarge the customer base of
the company. It is expected that once more people become aware of the plant services , they
will make use of the plant services and products hence creating a reliable source of income to
the company,
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•

The growing relationship among East Africa member states stands to create wider market for company
products considering that Tanzania is the only country in East Africa with ample arable and fertile land
for agriculture. This blessing translates to the fact that if well utilized the country can become the basket
donor of cereals in the whole of East Africa region and this will trickle down to JATU PLC given its
strategic plan to venture into expansionary ambitious agriculture project.

•

Availability of fertile land and favorable weather at Kiteto which is suitable for maize production stand
to substantially boost production of maize and hence increased maize flour outputs.

7.4 Challenges
The following were found to be the main challenges faced by the company which if addressed will help
improve its business and corporate social responsibility to the surrounding community and consequently
enhance its relationship with members of the company and community with end result of increasing
profitability of the business. Here are some of the major challenges;
•

Lack of capital to purchase modern machines and equipments including tractors, maize milling
machines, hauling trucks, irrigation and harvesting equipments. It is suggested that adequate
funds be sought to finance the required investment. Also that the JATU PLC SACCOS be
empowered financially to boost its capacity to provide credit facilities such as soft loans to
smallholder farmers in particular JATU PLC members to enable them to purchase modern farm
inputs and equipments to undertake modern farming so as to provide adequate raw materials in
the form of maize grains to satisfy JATU PLC milling plants demands.

•

Inadequate training on best agriculture methods and technology. The study findings has that the
trainings received from

JATU PLC and other a few NGOs so far are not adequate and

therefore it is expected that the sought funds/capital will increase the ability of the company to
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provide more trainings so to create awareness in particular the modern agriculture and
environmental conservation and protection methods.
•

For the case of Kibaigwa plant, lack of storage facilities for the products and raw materials
was echoed as the limiting factor in business of the company.

•

Lack of branding machine for packaging materials was also noted to be a hindering factor in
generating more output.

•

Heavy Dependence on hired vehicles to transport finished products is a critical element in
pushing up output prices and late delivery of products to customers. It is suggested that
ownership of company transport or distribution vehicles will mitigate this challenge.

•

The company has to deal with smallholders and peasants around the selected program areas
by assisting them as part of its corporate social responsibility. It has been found that many
smallholders and peasants lack capital to purchase modern farm equipments and inputs and
harvesting equipments. There is also a problem of Inadequate training on best food production
technology. All these problems faced by small holders and farmers and peasants around the
target areas and village create a sizeable challenge which the company has to take into
consideration.
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8. MARKET ASSESSMENT
8.1 Introduction and Overview
The market for food products in particular maize, rice and sunflower oil is based on the demand for the
same which is influenced by the market’s attractiveness, customer and competition dynamics, and the
general economic environment. Key market variables include future demand for maize and rice
products. In addition to the local market, the projected main export destinations for the company’s
products include Comoros, Sudan, Burundi and Democratic Republic of Congo. The company is
planning to deal mainly with marketing of maize flour, rice, sunflower oil and to a small extent beans in
the planning horizon of five years.

8.2 Market Analysis
8.2.1 Market Access
The overall market for food crops is immense in Tanzania. There are more than 1,800 food crops
producers in the local market that have a potential need to maintain and/or win customers or
even more so are striving to survive.
The company banks on its financing scheme that will be offered by JATU PLC SACCOS project
for agricultural and industrial activities and livestock support to counter competition and take
advantage of business opportunities. Eligible members for the Saccos will be those who have
purchased at least 50 shares of JATU PLC . The SACCOS members will be loaned cash,
machineries and equipments and farm inputs for carrying out their farm projects. The loans will
be soft ones and will be recovered from the borrowers’ harvests. Every member of SACCOS
upon attaining a period of 6 months if they elect will be joined in the medical insurance scheme
of NHIF (National Health Insurance Fund) which will be administered by the JATU PLC.
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It is expected that this kind of financing scheme will help the company access more clients as it is
regarded as unique incentive for them to make use of the company’s products. JATU SACCOS will
endeavor to work with financial institutions and microfinances where it will source most of its fund for
onward lending to JATU PLC members. In reality, all agricultural and livestock businesses are in need of
our products. The envisaged main competitors include AZAM Food products and Mohamed Enterprises.
AZAM Food Products and Mohamed Enterprises have all machinery and implement series of
equipments. AZAM Food Products is believed to have large scale farming for farming wheat crops only.
Mohamed Enterprises have no land to farm food crops. Both AZAM Food products and Mohamed
Enterprises buy Maize Crops, Rice and beans from Vendors and agents (“Madalali”) to feed their
industries.
JATU PLC’ marketing strategy of network marketing and agricultural activities will make us different
from them and allow JATU PLC to win the market and stay competitive in the food products markets.
Those who will try to copy our agricultural schemes and our network marketing strategy are late and
will never catch us. Evermore, the land will not be available in future making our competitors fail in
undertaking big scale agricultural activities. We expect to supply our food products to JATU PLC
members, Non- JATU PLC members and others. JATU PLC members will own 65% of the total market,
non JATU PLC members 15% and others 20% (See Market Analysis Pie) below.

Source: JATU PLC Customer Survey, September 2018
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8.3 Market Segmentation
The JATU PLC maize flours and rice are in a boom period. While there are many maize flours and food
items from various companies available. JATU PLC has made analysis and research on this market and
has seen as a big provider of quality maize flour products in Tanzania. As said earlier our main
customers are JATU PLC members, non-members, NGOs, Government Entities, Companies and
others. Finally the goods purchased are to be used by end-users.
We have made significant walk-in-sampling for our products to “Mama Lishe” & individuals, Hotels &
Canteens, Shops & Supermarkets and others, each providing us with a market presence. JATU PLC
members seem to comprise 65% of the market, none-JATU PLC members 15%, NGOs, Government
entities, companies, and others 20%. These three main market segments trend was also reflected in the
Market Analysis showing that the company is performing well. JATU PLC is looking at developing
and allocating its agents everywhere in Dar-es- salaam outskirts, also will do the same in coastal region,
Morogoro, Dodoma, Pemba and Unguja, Manyara, Arusha, Singida, Tanga, and Iringa to mention a
few in the first phase so as to meet its customers’ demands.
In addition to the above, the company is also looking at packaging its products for other groups to use
for fundraising events and gifts to further advertise and promote the products.

8.4 Competition and Buying patterns
There are so many suppliers of food crops and similar products currently available on the market.
However, there is still a lot of room for new products and new companies to arise. By positioning
ourselves at the higher end of the market, we expose ourselves to consumers trying to get out of the
channel, who continue to use a product that they have long forgotten why they buy. By not trying to
compete head on, we are selling our product consistently and increasingly. With entrance into some of
the larger companies’ chains we will broaden our spectators considerably.
8.5 Main Competitors
Although JATU PLC is staking out the high end of this market, we cannot fail to be compared with
some of the current leaders in this arena. AZAM Food Products and Mohamed Enterprises and others
are just a few of the participants in this segment. Most have been on the shelf for so long and are taken
for granted by consumers. Our quality products, dedication, good customer services, professionalism
will not only make a big different but; our marketing strategies will make us a big different from them
as well.
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8.6 Marketing Strategy
We are focusing on the consumer first to enjoy our products and services through Agents’ knowledge and
exposures, and then impacting them through un-met and met- food products places to supply and
provide services. We have registered our website: www.jatu.co.tz with all of the major search engines.
We also share links with our customers and manufacturers of various products to exchange expertise.
We also join our customers through network marketing by a “Tell a Friend about us” method.
Furthermore the competitive strategy will involve adopting the following
•

Establishing an attractive corporate image

•

Developing more competitive products

•

Commission payments to our sales person

•

Promoting company’s products

8.7 Promotion Strategy
The long-term goal is to gain enough visibility to leverage the product into other distribution sites
within our region, then to move on to other geographical regions as inquiries and distribution requests
come in.
Our current contacts in our products chains are for local consumption, they all move out of this region
in their normal distribution. It is our goal to move with them to other regions. We will be advertising
and promoting our products through social networks and offer commission and rewards to our agents
and members who promote our products through network marketing.

8.8 Distribution Strategy
To this means we will be continually reworking our packaging for better corporate identity,
providing a more attractive package, a very important ingredient in the food industry. An
example is addition of company information to our labels.

50

9. Network marketing and Profit Sharing strategy
The company will distribute its products through a network of agents who will be
appointed upon meeting specified qualifications which include among others;
•

They must be members of JATU PLC with at least 400 shares

•

Ownership of a food commodity shop (Point of sale)

•

Must be tax registered with Tanzania Revenue Authority (TRA)

•

Possession of a smart phone or computer

The agents will serve their clients who are both members and non members of JATU PLC and they
will be entitled to 10% of the profit as their share. The agents will employ a network marketing
system to distribute the goods. This system will entail creation of 5 generations through a word of
mouth i.e the agent will be the parent, who will inform the first generation of clients about JATU
PLC products and will entice them to buy the products and in return the company will pay the parent
10% of profits, the first generation clients will in turn pass the word to the second generation of
clients and in return will receive a profit share of 10%. The second generation will pass the word to
the third generation of clients about the company products and entice them to buy and in return will
receive 8%.The third generation will similarly do to the fourth generation and receive 6%, the same
for fourth generation and fifth generation who will receive 4% and 2% profit share respectively.

The agents will also serve as a recruitment point of members as they will not only be responsible for
selling the company’s products but inform the buyers about the products and convince them to join
JATU PLC membership and in doing so expanding their clientele base and company membership
base.
Allocation of profits gained on products bought by members on monthly basis is as follows:
1) 60% of profit is retained by JATU PLC.
2)40% of profit is divided to the members. Everymember will earn profit on monthly basis in a multiplier

effects method according to his/her network oncreating new generations. The 40% of profit is divided
from the parent customer up to the 5thgeneration as follows:
• WW= 10%
• K1=10%
• K2=8%
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• K3=6%
• K4=4%
• K5=2%

NB:
• WW= Parent customer
• K=Generation
Note:
A customer is any members who make his/her network by joining customers to the company.
10.Pricing Strategy
We are able to price our products competitively. Even though we are subject to some impulse buying, we
can provide a product to be resold at a generous mark-up for our customers and dealers, while still
providing a satisfactory experience for the consumer. We will offer a reasonable rate at a retail rate in
order to capitalize the price rate offered by our competitors.
11. Sales Strategy
The keys to our continuing success are in the areas we are adding to our current distribution channels.
This will remain our main focus for the next three years and so on. Sales calls on JATU PLC members,
none-JATU PLC members, NGOs, Government entities and others, will result in achieving good sales
turnover, and hence the company will be profitable. We will make sure that availability of goods is
constant and maintain our product quality.

12. Sales Forecast
We currently forecast our sales to grow at an impressive rate for the next five years starting from 2019
because of increase number of members and many orders we are receiving from customers intending to
buy our products in larger volumes in future. We also expect an average growth of 15% per month in
number of customers considering our network marketing strategy. The members will purchase our
products that are already in the market; which are maize flour and rice. Every member will buy 1kg of
maize flour and 1kg of rice per day. It is highly appreciated that the number of existing members of the
company as of 31/12/2018 stood at 3,100 members
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By the above growth the number of members is expected ultimately to increase to around 14 million
members who will be using JATU PLC products every day; By the above trend, JATU PLC is poised to
win bigger market share in the food industry. Sales price will be reasonable and affordable for all
products, although prices will be changing consistent with the prevailing market prices. The below
tables and charts highlights members and buying pattern growth of two products in (Maize flour &
Rice) in Kilograms for 12 months(2019), for three years( 2019- 2021) and for five years(2019-2023).

Table II: Sales Forecast for 2019
Total Kg of
Maize Flour
sold per
Member
Month

Total Kg
of Rice
sold per
month

Total
Kg
sold for 2
Products

Members

January

3,101

30

30

186,060

February

3,656

30

30

219,360

March

4,294

30

30

257,640

April

5,028

30

30

301,680

May

5,873

30

30

352,380

June

6,843

30

30

410,580

July

7,960

30

30

477,600

August

9,244

30

30

554,640

September

10,721

30

30

643,260
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October

12,419

30

30

745,140

November

14,371

30

30

862,260

December

16,617

30

30

997,020

TOTAL

6,007,620

Source: Market Survey and Projections by JATU PLC September 2018
Table III: Sales Forecast for 2020

Month

Members

Total Kg of
Total Kg of
Maize
sold Total Kg sold
Flours sold Rice
per Month per month for
2
Products

January

19,200

30

30

1,152,000

February

22,169

30

30

1,330,140

March

25,585

30

30

1,535,100

April

29,513

30

30

1,770,780

May

34,030

30

30

2,041,800

June

39,224

30

30

2,353,440

July

45,198

30

30

2,711,880
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August

52,067

30

30

3,124,020

September

59,967

30

30

3,598,020

October

69,052

30

30

4,143,120

November

79,500

30

30

4,770,000

December

91,515

30

30

5,490,900

TOTAL

34,021,200

Source: Market Survey and Projections by JATU PLC September 2018
Table IV: Sales Forecast for 2021

Month

Members

Total Kg of
Maize Flour s Total Kg
sold
per of Rice
sold per
Month
month

January

105,332

30

30

6,319,920

February

121,222

30

30

7,273,320

March

139,495

30

30

8,369,700

April

160,510

30

30

9,630,600

May

184,676

30

30

11,080,560

June

212,468

30

30

12,748,080

July

244,428

30

30

14,665,680

August

281,182

30

30

16,870,920
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Total Kg sold for 2
Products

September

323,449

30

30

19,406,940

October

372,057

30

30

22,323,420

November

427,955

30

30

25,677,300

December

492,238

30

30

29,534,280

TOTAL

183,900,720

Source: Market Survey and Projection by JATU PLC September 2018
Table V: Sales forecast for 2022

Month

Members

Total Kg of
Maize Flours Total Kg
sold per
of Rice
sold per
Month
month

January

566,164

30

30

33,969,840

February

651,179

30

30

39,070,740

March

748,945

30

30

44,936,700

April

861,377

30

30

51,682,620

May

990,674

30

30

59,440,440

June

1,139,365

30

30

68,361,900
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Total Kg sold for
2
Products

July

1,310,360

30

30

78,621,600

August

1,507,004

30

30

90,420,240

September

1,733,144

30

30

103,988,640

October

1,993,206

30

30

119,592,360

November

2,292,277

30

30

137,536,620

December

2,636,208

30

30

158,172,480

TOTAL

985,794,180

Source: Market Survey and Projection by JATU PLC September 2018
Table VI: Sales Forecast for 2023
Total Kg of
Maize
Flours sold
per Month

Total Kg of
Rice sold
per month Total Kg sold for 2
Products

Month

Members

January

3,031,729

30

30

181,903,740

February

3,486,579

30

30

209,194,740

March

4,009,656

30

30

240,579,360

April

4,611,194

30

30

276,671,640
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May

5,302,963

30

30

318,177,780

June

6,098,497

30

30

365,909,820

July

7,013,362

30

30

420,801,720

August

8,065,456

30

30

483,927,360

September

9,275,365

30

30

556,521,900

October

10,666,759

30

30

640,005,540

November

12,266,863

30

30

736,011,780

December

14,106,983

30

30

846,418,980

TOTAL

5,276,124,360

Source: Market Survey and Projection by JATU PLC September 2018
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Figure 1: Sales Forecasts for years 2019-2021
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Source: Market Survey and Projection by JATU PLC September 2018

Additionally in order to boost our sales the company will respond quickly to customer’s needs and
develop unique products to meet them. The job of selling the company products will go down to the
direct contact sales efforts of company’s staff. The key company’s strategy to reach its customers
will be to integrate product development, marketing and promotional efforts. Well in-advance of
implementation of a promotional campaign, all front office staff should be trained in selling
techniques and attributes of the product to be promoted or marketed.
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In order to build a good image of the new company in a consistent way the following documents/tools
will be developed:
Marketing Strategy: This will contain corporate brand strategy which will involve development of
brand attributes and positioning statements; products strategy involving their development and
differentiations; and products delivery and customer service strategy which will include staff training on
customer services and customer oriented culture.
Marketing Guide: The guide among others will include information on promotional checklist, display
techniques, important data on the company and its marketing plan. The guide will also contain the
company standard for colors, logos, font etc.

13. Operations
13.1 Treasury operations
The company will adopt Treasury function as it is crucial for the medium and long-term and risk
management of the company: It is critical in the short term since the company will have limited
experience in investing prudently huge amounts of money in financial instruments. The company will
invest the revenue funds and earn income. The company’s Treasury staff will be required to demonstrate
high level of skills in:
• Management of liquidity
•

Interest rate risk management

•

Pricing and investment

The number of money market instruments is very limited; existing ones includes commercial paper, and
treasury bills. Efficient treasury operations should aim at:
•

Ensuring adequate availability of funds at competitive prices

•

Financial Risks are identified and managed

•

Excess funds get optimum returns
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•

The company gets best terms in its finances

•

Effective communication on the finances of the company to the Directors, regulators and
Shareholders.

14. Human resources
(a) Staffing levels
The company will be managed by professionals in agriculture industry, finance, law and
management general. The company will start as a single unit with Head and branch offices
linked. The human resources requirement of the company during the first five years of
operations is as indicated in table VII below.
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Table VII: Staff Requirements
Job Title

2019

2020

2021

2022

2023

Managing director

1

1

1

1

1

Operations Manager
Chief Financial Officer
Internal Auditor
Accountant

1
1
1
3

1
1
1
3

1
1
1
3

1
1
1
3

1
1
1
3

Human Resource
Manager
Legal Officer
IT Officer
Sales & Marketing
Officer
Administrative Driver
Truck Drivers
Machine Operators
Production Manager
Procurement Officer
Engineers
Quality Control Officer
Electrical Technician
Water technician
Mechanics
Security Officer
Cashier
TOTAL

1

1

1

1

1

2
3
3

2
3
3

2
3
5

2
3
5

2
3
5

1
10
4
2
2
2
2
1
1
2
2
2
48

1
10
4
2
2
2
2
1
1
2
2
2
48

1
10
4
2
2
2
2
1
1
2
2
2
51

1
10
4
2
2
2
2
1
1
2
2
2
51

1
10
4
2
2
2
2
1
1
2
2
2
51

Source: Research Construct, March 2019
The manpower is expected to be recruited from the local market as there is ample skilled and
experienced labor of the above categories of in the local market of Tanzania.
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(b) Recruitment
The recruitment process will involve advertising in major English and Swahili newspapers to ensure a
maximum number of applicants for all positions. A short list will be prepared based on the type of
degree or diploma awarded and work experience
particularly in food production and finance. In order for the company to start operations at a big scale,
the recruitment team will target qualified and highly skilled staff from food production, processing and
marketing and financial sector and local labour market. Interviews for Senior Posts that include the
Managing Director, Operations Manager, Chief Internal Auditor and the Finance Manager will be
conducted by a panel consisting of proposed Board members and experts in agriculture, engineering,
finance, and marketing. The Managing Director will be recruited ahead of other Senior officers and will
participate in the recruitment of the other staff.
(c) Training Programs
JATU PLC whose core business will be undertaking of agribusiness activities and provision of related
services, will develop a comprehensive training program for its staff in all departments. Since training is
an expensive undertaking, JATU PLC will as much as possible look for donors to finance its training
programs. The training programs will be developed on the basis of addressing specific staff
requirements and related needs in order to equip staff with the necessary skills/knowledge needed to
perform well and enable the company to realize its goals and objectives. The trainings will also be
provided to appointed distributors and agents on product development, sale and after sale services.
JATU PLC will conduct staff training on the following areas
•

Mission, Vision, ethics and philosophy of the company

•

Agriculture operations in particular maize, rice and sunflower oil processing

•

Maize production technology

•

Product development

•

Delinquency and risk management

•

Financial Management

•

Marketing and outreach techniques

•

Treasury Management

•

JATU PLC’s Policies

•

Corporate Governance and Financial analysis for Board members
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•

Risk Management and Compliance

•

Relationship marketing

•

Managerial skills development and change management

•

Any other courses relevant to agro business.

All newly hired staff will be required to undergo an induction training that will involve
field training for a minimum of 30 days. At the completion of the induction training the
staff is expected and will be tested in their ability to:
•

Explain products and services provided by the company

•

Explain practical procedures for recruitment of clients

•

Be able to sell the products of the company

14.1 Staff evaluation policy
Each year, JATU PLC will carry out staff performance evaluation exercise and staff will be
evaluated on four areas of performance;
•

Employees performance in achieving company’s objectives

•

Employees demonstration of business related competences

•

Employees potential for adopting to business growth

•

Employees creativity and innovation

The Board of Directors shall introduce an Excellency Award to be granted to employees who
demonstrate exceptional performance that exceeds expected job performance.
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14.2 Promotions/ Appointments
The company’s staff appraisal system will be linked to pay and promotions. Therefore
appointments and promotions shall be based on merit as evidenced by individual knowledge,
skills, appropriate experience and potential to perform at the higher level.
15. Information technology
Information technology is a key to support business development and increase the company’s
efficiency and effectiveness in providing services to its customers. During the first five year
period, JATU PLC will be dedicated to a total automation of all its operations. Automation and
availability of appropriate software will also make the company meet reporting requirements of
the regulators. The company will initially acquire license for internet and database system for
managing its members and other business activities and thereafter depending on the capacity
available build its own systems.

The automation of the company is expected to achieve series of objectives that includes;
•

Create competitive advantage of the company

•

Create efficient management system of the company

•

Improve customer service

16. Accounting Operations
The performance of the accounting operations depends on the availability of qualified
accountants, tools, accounting manuals and high level of integrity of accounting staff. In
carrying out its operations the company will do the following
•

Recruit highly qualified and Experienced Finance Manager/Chief Financial Officer

•

Purchase and use an automated accounting system

•

Develop budget monitoring and enforcement tool

•

Develop and have in place fixed assets register
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•

Develop an Accounting Manual

•

Regular in-house training for accounting staff

17. Internal Audit and External Audit
The company will recruit a qualified and experience internal auditor to assist the Board and
Management of the company in the discharge of their oversight management and operating
responsibilities through independent audit designed to evaluate and promote the system of internal
control including effective and efficient operations. The Internal Audit department will expand as the
company grows hence it will start as a one person department. The Audit Committee of the Board of
Directors will review quarterly audit reports and report the same to the full Board. In order for the
internal audit function to assist the company to achieve its objectives, the following instruments and
actions will be taken into consideration
•

Develop an internal audit manual

•

Develop internal audit reporting system

•

Develop an internal audit quality assurance system

•

Train staff in company audit competencies

External auditors will be appointed by the Shareholders and perform their functions as mandated. The
internal auditor has a role to provide post external audit support by monitoring compliance by
management as per observations of the external auditors. The Internal Auditor is also tasked with
advising the Audit Committee on recommendations and observations of the external auditors.

18. Compliance
Agro business is governed by laws and regulations which address issues such as conservation
of environment, production technology, product quality, food safety, promotion of agro based
industries and agricultural product development etc. In the
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Tanzanian context large scale crop and food production and business is regulated by such laws as the
Land Use Planning Act,2007, Village Land Act 1999, Land Act, 1999 R.E 2004, Tanzania Investment
Act, 1997, and Land Acquisition Act ,1967 to mention a few. Additionally the Tanzania Foods and
Drugs Authority (TFDA) regulate the quality, and safety of food products under the relevant laws and
regulations.
JATU PLC will comply with these laws and regulations hence the company plans to have well
established compliance system. JATU PLC also will comply with other statutory requirements of doing
business such as Tax laws and regulations, Environmental laws, Social Security Act etc.
Currently JATU PLC is approved by TFDA as a good manufacture of food items and was issued with a
certificate of registration numbers TFDA021/F/PRE/REG/0556 which means it is in good standing
with the regulators of the industry.

The company will establish a compliance function monitoring plan and the function will be headed by
the Managing Director. The Managing Director will assign one of the staff to closely monitor the level
of compliance by the company. Quarterly compliance monitoring reviews will be conducted internally
by the company. Internal audit reports, Ministry of Agriculture and livestock examination reports and
External Auditors reports will continuously be used to improve the level of compliance.

19. Corporate Governance
The development of proper governance practices for the company is one of the prerequisites for
maximizing shareholders value and achieving its mission. The Governance structure entails;
19.1 Legal framework: The company will apply for renewal or expansion of a license to undertake
agriculture and agro based activities, produce maize grain, process maize grain, and processing and sale
of packed maize flour, packed rice and sunflower oil under the relevant laws as indicated in the
Compliance section of this business plan and will be required to operate in compliance with Land, food
quality and safety and Business laws and regulatory requirements and other laws of the United Republic
of Tanzania.
19.2 Board Composition: All members to the Board will be non-executive except the Managing
Director. The positions of Board Chairperson, Vice Chairperson and chairpersons of Committees will
be held by non-executive board members.
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19.3 Board operations: Meetings processes, formation of committees and sub committees and
delegation of authority will ensure effectiveness of the Board of Directors in creating a profitable and
sustainable business.
19.4 Shareholders control: This will be done through Annual General Meetings which will be venue
for making major decisions and shareholders representation will be observed. The first AGM will form
the Board but at the start of the company the first board will have to be appointed by the major
shareholders.

20. Investments
The company will invest all excess liquidity in low risk assets. The investment policy which will be
established by the Board of Directors will provide the basis for making decisions of such investments.
The investment policy among others will be in such a way that any excess liquidity at any point of time
will be invested prudently in low risk assets such as Treasury Bills and Bonds.
21. Risks analysis
Risk is a measure of variability of company' business or returns from expected results or outcomes;
consequently, it approximates the amount a company could theoretically lose rather than gauges the
likelihood of losses. Thus, companies or businesses must assess the level of risk associated with their
businesses or actions. The risks most pertinent to agribusinesses and in particular JATU PLC business
activities are operational risks, foreign exchange risk, market risk, liquidity risk, and country risk.
Market risk, also known as price risk, is the risk that the value of a company's assets or liabilities will
change as product prices, exchange rates, or other input costs vary. Liquidity risk involves the
possibility that assets cannot be sold quickly without a big effect on their price. Country risk, which
encompasses political, legal, and economic considerations, refers to the difficulties that companies may
confront in collecting what is owed to them by residents in a specific country.
Operational risk refers risks arising from operational problems such as fraud, thefts, incompetence of
staff, system failure etc. resulting from non observation of controls or inappropriate internal control
system.
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For those risks which are at the control of the company, JATU PLC plans to have a clear and workable
risk management strategy. With regard to risks with wider impact to the income, the regulators of the
sector and policy makers have put in place mechanism to mitigate such risks.

(a) Market Risk
Market risk is the possibility that the value of assets or liabilities will change because of ups or downs in
their prices. It is a standard measure of risk in the financial world in part because it is easier to quantify
than are many other types of risk: analysts can examine past changes in prices and so calculate the
variance of returns. (Variance is a statistical measure of the extent to which returns differ from the
average over some period.) The greater that variance, the greater the market risk--that is, the greater the
likelihood that returns may swing widely in the future. The volatility of prices or returns has
traditionally been used as a proxy for market risk. Accordingly, some analysts refer to market risk as
price risk. The company will recruit the necessary experts in particular the finance manager who is
equipped with necessary knowledge in these aspects as a mitigation strategy for these particular risks. In
addition the company will adopt hedging mechanism to hedge revenues against falling prices by
investing revenue funds in diversified assets portfolios hence the functions of Treasury office under the
Chief Financial Officer.
(b) Liquidity Risk
An asset is said to be liquid if it is readily convertible to cash with a minimal loss in value. In a liquid
market, sellers of an asset can quickly find buyers willing to pay a price for it that comes close to its
current price. Treasury Bills issued by the Government of Tanzania are an example of liquid assets the
market for them is deep (many buyers and sellers), so they can be easily traded at virtually any time and
in large quantities with little effect on their prices.
When a company holds assets that are liquid, it is able to meet unexpected demands for cash by selling
some of them. A company or other entity bears liquidity risk when it holds illiquid assets. If it has to
meet demands for cash, it may have to sell the assets at a loss; if the market is very illiquid, it may not
be able to sell them at all.
Liquidity risk is not as easy to quantify as is market risk, and there is no commonly accepted way to
measure it. In fact, liquidity risk points to a shortcoming of focusing simply on price volatility (or
market risk) as the indicator of overall risk. For example, because illiquid assets are infrequently
traded, they could show relatively little variance in a series of data on prices over time. Thus, a
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measure of the volatility of such assets might make them appear rather safe, even though attempts to sell
them in a deteriorating market could result in sharp drops in their prices and possibly substantial losses
for their owners. Business such as that envisaged by JATU PLC is definitely subject to foreign exchange
fluctuations since it will be dealing in immediate future with foreign markets for food, and rice requires
appropriate skills at all levels, particularly Board and management level. This is one of the best ways to
mitigate such risks hence the JATU PLC plans to recruit highly skilled Board Directors and
Management.
(c) Operational Risk
This risk results from non compliance with internal controls, systems failures, and staff incompetence in
discharging their responsibilities and incompatibility of technology. The company will utilize its
Members to obtain its input of raw materials. This method since is not very reliable and to mitigate this
risk the company will indulge into cultivation of its own raw materials that is maize grains, rice etc.
Plans are in place to acquire more land in addition to the already purchased ones which will be used to
cultivate crop farms for maize.
In order to minimize risks associated with incompetence or negligence of staff the company will adhere
to provision of appropriate trainings both on job and developmental for its staff on constant basis.
Training on other aspects of operations such as accounting, human resources, management etc will also
be emphasized in order to mitigate operational risks associated with incompetence or low work skills on
the part of employees.
Pests and Termites are another significant risk to maize grains because they destroy the maize grains by
eating the maize stalks and maize combs. Other significant operational risks include Climatic Changes
(droughts, rains, floods etc) and unreliability of electricity power supply which significantly affects
smooth production and operations. The company will make use of agricultural extension services to
address all the above problems in time, also use of irrigation schemes will take care of risks associated
with droughts spells. The company will have stand by generators for machineries as and when needed.
The company plans to install modern and adequate machineries and equipments in its target milling
plants to be established including the Kibaigwa plant. This will ensure adequate production and
processing capacity in tandem with demand of the market. Also provision of safety gears and
observance of safety rules at work place will be done. The company offices will be well equipped with
equipments such as printers, photocopier machine and other office furniture and fixtures, office
telephone line, and internet communication facilities to make operations efficient and secretive

70

There will be availability of company brochures and staff business cards particularly the
marketing officers.
The company will always make sure adequate budgets are allocated to head offices and
regional centers to cater for various office requirements, transport and communication etc.
22. REGULATORY REQUIREMENTS
22.1 Business License
The Company is incorporated under, and in accordance with, the companies Act of 2002. The
Company’s Memorandum and Articles of Association, as amended, will always be available
for inspection at the Company’s registered offices. The JATU PLC intends to raise capital
from the public through the Enterprise Growth Market (EGM) hence is geared to comply
with the Capital Market and Securities law and conditions set by Dar Es Salaam Stock
Exchange (DSE).. The proposed company intends to raise at least TZS 7.5 billion (exclusive
of floatation costs).
22.2 Auditing
The Companies Act 2002 requires a company to appoint independent auditors. The main
objective of this law is to guide companies to appoint independent auditors that are
recognized and registered by the National Board of Accountants and Auditors (NBAA) .
There are currently a substantial number of audit firms registered by NBAA. The company
will appoint an auditor among the qualified auditors as mentioned in the foregoing.
22.2.1 Financial Data & Analysis
22.2.2 Financial Data
The Financial data which has been used in this plan is based on data collected during field
visit, experience of other similar companies in Tanzania and Worldwide Best Practice in
agri Business industry. The company was formed since 2016 and currently
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operates at a small scale and possesses assets and liabilities including fixed assets, has a few staff on
board, and the necessary capital enough only to enable the company maintain operations at the current
level.
Capital: JATU PLC plans to commence expanding its operations with a minimum paid up capital of
TZS 7.5 Billion as per financial projections contained as annexture to this report.

22.3 Selected Operational Costs and Expenditure
The following costs are specific to the Maize Milling Plant at Kibaigwa and have been collected in order
to provide a basis of projecting costs and other financial data of this business plan. Similarly the Capital
expenditure, staff budget and other related costs have been indicated and used as key assumptions in
projecting financial statements of the business plan.
The following is a summary of statement of financial position of the company as at 31st December 2018.
According to the audited financial statements, JATU PLC has made progress in terms of increased
profitability by 152% from the year 2017 to 2018. Similarly its assets base has grown significantly by
about 7% over the same period. This impressive trend appears to be a result of good management of
business and committed leadership in steering the company for growth which in turn can be counted for
future prospects of the company.

Table VIII. Statement of Financial Position as at 31st December 2018

2018
Tshs
Non Current Assets

467,860,641
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2017
Tshs
447,638,246

Current Assets

70,698,213 57,722,185

Total Assets

538,558,854 505,360,431

Equity

473,152,005 278,973,770

Liabilities

65,406,848 226,386,661
538,558,854 505,360,431

Total Equity & Liabilities

Source: JATU PLC Audited Financial Statement as at 31/12/2018
Table IX Statement of Comprehensive Income for years

Sales
Cost of Sale
Gross Profit
Other Income
Total Income
Operating costs
Profit Before Tax
Tax
Profit after tax

2018
Tshs

2017
Tshs

250,322,858
99,506,942
150,815,916
145,171,185
295,987,101
280,001,366
15,985,735
15,985,735

151,961,304
92,759,358
59,201,946
129,639,333
188,841,279
182,515,509
6,325,770
6,325,770

Source: JATU PLC Audited Financial Statement as at 31/12/2018
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Table X: Operating expenditure for Kibaigwa milling plant, January –March 2018.
KIBAIGWA MAIZE MILLING PLANT
OPERATING EXPENDITURES FOR JANUARY -MARCH 2018
Item
Transportation Cost
Casual wages
Maize Purchases
Maize crop Cess
Development Levy – Kiteto
Furniture purchase – Kiteto
Crop Planting & Cultivation-Kiteto
Utility
Salary
Trade Exhibition-Zanzibar
Local Travel
Office Rent-Mwanza
Farm Lease-Kiteto
Fuel
Maintanance & Repair-Tractor
Motorvehicle running cost
Communication & Telephone
Maize cleaning
Packaging
Purchase of Sunflower
Staff Allowance
Purchase of Rice
Loading and Offloading
Office repairs
Miscellaneous
Tools
Leasehold improvements-Godown-Mbingu
Equipment hire
Repairs & Maintenance-Equipment & Machinery
Cleaning materials
Medical
Office expense

Amount (Tshs)
1,311,000.00
1,062,000.00
23,270,840.00
408,080.00
725,000.00
1,600,000.00
5,960,000.00
1,831,600.00
970,000.00
400,000.00
124,000.00
590,000.00
4,400,000.00
6,420,000.00
92,000.00
421,000.00
82000
151,000.00
36,000.00
4,583,000.00
590,000.00
10,000,000.00
26,000.00
18,000.00
1,162,700.00
20,500.00
1,205,000.00
6,500.00
159,100.00
9,000.00
42,000
695,000.00

Tractor Plough

2,210,000.00

Finance charges

24,000.00

Purchase of beans

50,000.00
70,655,320.00

TOTAL

Source: JATU Plc-Kibaigwa Plant, Management Accounts, Jan-March 2018.
The following table indicates purchases of Maize grains at Kibaigwa Plant for period January –
March 2018
Table XI: Maize Purchases by Kibaigwa Plant, January-March 2018

Purchases of Maize at Kibaigwa Milling Plant
No of kg
per Month

Average buying
price per Kg(Tshs )

Total Amount
(Tshs )

MONTH

Purchase

January

Maize

15000 440.00

6,600,000

February

Maize

16440 390.00

6,411,600

March

Maize

24220 425.00
55,660

10,293,500
23,305,100

Source: JATU PLC-Kibaigwa Plant Management Accounts, Jan-March 2018
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The Table XI shows a summary of sales of maize flour for 3 months January –March 2018 at
Kibaigwa Milling Plant.
Table XI: Maize Flour sales by Kibaigwa Plant, January- March 2018.
Source: JATU Plc-Kibaigwa Milling Plan
t Management Accounts, Jan-March 2018.

Month

Sales
5 Kg bag

In
uni
ts(k
In Tshs
g)

10 kg bag
In
units(k
g)

In Tshs

25 Kg bag
In
units(k
g)

In Tshs

January

3,5
60

16,020,0
00
2,610

24,795,0
00
8,975

170,525,
000

February

3,9
05

17,572,5
00
3,410

32,395,0
00
12,425

236,075,
000

March

6,6
30

29,835,0
00
2,190

20,805,0
00
5,750

109,250,
000

77,995,0
00
27,150

515,850,
000

14, 63,427,5
095 00
8,210
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GRAND
TOTAL

In KG

In Tshs

49,455

657,272
,500

Table X: Staff Budget for years one through Year Five
Annual growth 10%

Managing Director

30,000

33,000

36,300

39,930

Salary per
month (Tshs
000)
43,923
2,500

Operations Manager

24,000

26,400

29,040

31,944

35,139

2,000

Chief Financial Officer

21,600

23,760

26,136

28,750

31,625

1,800

Internal Auditor

19,200

21,120

46,464

51,110

56,221

1,600

Accountant

54,000

59,400

65,340

71,874

79,061

1,500

Human Resource Manager

12,000

13,200

14,520

15,972

17,569

1,000

Legal Officer

24,000

26,400

29,040

31,944

35,139

1,000

IT Officer

36,000

39,600

43,560

47,916

52,708

1,000

31,680

48,000

52,800

58,080

800

4,200

4,620

5,082

5,590

6,149

350

Truck Drivers

54,000

59,400

65,340

71,874

79,061

450

Machine Operators

21,600

23,760

26,136

28,750

31,625

450

Production Manager

36,000

39,600

43,560

47,916

52,708

1,500

Procurement Officer

24,000

26,400

29,040

31,944

35,138

1,000

Engineers

43,200

47,520

52,272

57,499

63,249

1,800

Quality Control Officer

19,200

21,120

23,232

25,555

28,111

800

Electrical Technician

7,200

7,920

8,712

9,583

10,542

600

Water technician

7,200

7,920

8,712

9,583

10,542

600

Mechanics

10,800

11,880

13,068

14,375

15,812

450

Security Officer

14,400

15,840

17,424

19,166

21,083

600

9,600

10,560

11,616

12,778

14,056

400

2019/20

Sales & Marketing Officer
Administrative Driver

Cashier

28,800

501,000

2020/21

551.100

2021/22

642,594

2022/23

706,594

Source: Tanzania Labour Market Survey, March 2018
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2023/24

777,538

Staffing: The JATU PLC will start with 48 employees. Subsequent recruitments will be
linked to opening of new branches, and estimate the staff turnover to stand at 5%.
The staff cost are estimated to increased by 10% annually in line with inflation rate.
The following is an estimate of Capital Expenditure for the envisaged project or business. The
costs are based on the market prices and conditions.
Table XII: Capital Expenditure Budget of JATU PLC

(Tshs)

A: KILIMO PROJECT
Facility

Qty

Unit Price

Budget

John Deere 61108 Open Station Tractor

2

118,800,000

237,600,000

2

11,362,230

22,724,460

4 Row Integral Precision Multcrop Planter

2

30,699,999

61,399,998

Tiller Double Coil 13 Tine(For Weeding)

2

5,799,999

11,599,998

Rovic Boom Sprayer 600 Ltrs

2

6,021,000

12,042,000

W70 Self Propelled Combine Harvester Excel

2

128,536,999

257,073,998

4 Row Corn Platform For W70 Sp

1

35,200,000

35,200,000

14 Ft Cereal Platform For W70 Sp

1

28,600,000

28,600,000

(110hp)
Rovic 2 Tine DLB12 Conservation Ripper(
Plough)

Platforms
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Tractors of New Holland Type HP 55

3

38,000,000

114,000,000

Tractors of New Holland Type HP 75

2

50,000,000

100,000,000

3 Disc Plough-5-'Chapa Samaki'

5

9,000,000

45,000,000

Harrow

5

5,000,000

25,000,000

Trailer

4

7,000,000

28,000,000

Motorcycles

5

2,000,000

10,000,000

Total

988,240,454
Source: Proforma Invoice, CIF Tianjin, China, March 20 & various vendors, March 2018

Table XIII: Projected costs for Industry Project of JATU PLC
B

INDUSTRY PROJECT

No

Item

Currency

Amount

Rate

Total
Amount(Tshs )

1

Maize Milling Machine-50T/24H

USD

141,000

2300

324,300,000

2

1000T*2 Silos

USD

124,000

2300

285,200,000

3

Workshop building 45m*15*12m

USD

52,650

2300

121,095,000

USD

24,120

2300

55,476,000

(L*W*H)
4

Warehouse
for
flours-

Maize

30m*12m*6m ( L*W*H)
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5

80 Tons Weighbridge

USD

17,000

2300

39,100,000

6

Shipping fee for 21 containers 40

USD

52,500

2300

121,095,000

1,600

2300

3,680,000

feet@ usd 2,500

7

Insurance

USD

8

Taxes(Import Duty, CPF,RDL,

TSHS

586,838,226

Wharfage, VAT,)

9

Deposit shipping & Local Charges

TSHS

94,164,000

10

Clearance Charges

TSHS

15,750,000

11

Acquisition of 10 acres of Land for

TSHS

93,078,700

TSHS

10,000,000

TSHS

25,000,000

building workshop, Silos and
Warehouse of Maize Flours

12

Contract for Design, Build, and
Implementation of Warehouse

13

Contract for Design, Build, and
Implementation of 2 Steel Silos for safe
keeping of goods
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14

Contract for Design, Build, and

TSHS

12,000,000

TSHS

265,000,000

TSHS

250,000,000

Tshs

1,243,265,000

Implementation of workshop

15

Purchase of 5

Trucks for

Transportation of raw materials and
delivery of Finished goods
16

Purchase of one Unit of Scania
Horse) with Trailer

17

Administrative Costs & (working
capital )

18

Administrative Office Block

80,000

Total

2300

184,000,000
3,729,041,926

Source: Proforma Invoice, CIF Tianjin, China, March 20 & various vendors, March 2019

Table XIV Projected Irrigation Costs
USD

Exchange

Tshs

rate
Establishment of water resources

70,000

2300

161,000,000

Deployment of water resources

20,000

2300

46,000,000

Drilling machines and water measuring

523,455

2,300

1,203,946,620

600,000

2300

1,380,000,000

machines
Irrigation Equipment and Installation
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TOTAL

690,000

2,790,946,620

Source: JATU Plc Feasibility Study Report , April 2019

Table XV: Summary of Production Costs (Tshs per Kg/Litre)
Product
Maize
Flour

Direct
Material

Direct
Labour

Packaging

Factory
Overhead

Total

410.00

5.00

33.00

52.00

500.00

Rice

1,700.00

5.00

37.00

63.00

1,805.00

Sunflower
Oil

1,100.00

5.00

1,650.00

33.00

2,788.00

Source:Market & Production Survey at Kibaigwa Plant, Kongwa District March 2019
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PLANNED WATER DRILLING MACHINERY

83

PLANNED IRRIGATION SCHEMES
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23. Dividends Policy:
The declaration of dividends by the Board of Directors will depend on the performance of the
company and shareholder approval. It is planned that a dividend payout policy of not less than
30% will be adopted.

24. Depreciation: The following rates have been used to compute depreciation expenses.

Item

Applicable Rate
%
20
12.5
5
20
25
20
12.5
12.5
20
12.5

Computer
Furniture & Fittings
Buildings
Motorcycle
Intangible Assets
Light Motor Vehicles
Heavy Motor Vehicles
Other Equipments
Machinery
Office Equipment
25. Financial Analysis of Projected Financial Statements

The purpose of the analysis of the projected financial statements is to compute financial ratios,
perform trend analysis and other yardsticks that help determine whether the project/business is
financially as well as commercially and economically viable in terms of liquidity, profitability,
solvency and assets utilization.
The following are the key assumptions and main notes of the financial plan:
• Depreciation of fixed assets is computed on straight line basis
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•

Number of days in a month used is 30 days

•

Annual growth of operating expenses is 10% in line with inflation rate for Non Food
items in tandem with the Bank of Tanzania Economic Report for March 2019.

•

Selling Price of Maize flour (Sembe and Dona brands) is projected at average of Tsh
1,000 in the first year of the plan

•

Selling Price of Rice is projected at average of Tsh 2,250 in the first year of the plan

•

Selling Price of Sunflower oil is projected at average of Tsh 4,500 in the first year of the
plan

•

Production cost of respective products is projected at figures indicated in Table XV
above. In the first year of the plan

•

Sales Volume is projected to grow by average of 11% monthly for maize flour and rice
contributed mainly by impressive growth in membership base of the company as well as
the country’s GDP which positively impacts the demand for the respective products.

•

Sales Volume for sunflower oil is projected at 10.8% per annum or 0.9% per month in
line with growth in members of JATU Plc and demand for the product

•

Selling price for each of maize flour, rice and beans and sunflower oil products escalate
by 10% per annum in line with inflation index while rental rate for farm machineries
and equipments is projected at 5% per annum per acre of land. The rental income
constitutes “Other Income”. Similarly associated rental cost constitute “Other Cost’’
which is in line with inflationary trends of Tanzania

•

Pre operating expenses consisting of one month salary for staff undergoing training and
orientation, legal and consultancy fees and contingency fund totaling Tshs 512.5 Million
which are amortized for three years.

•

All staff will undergo a one month training including orientation prior to commencement
of operations under the new expansionary phase
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•

Share Capital consists of land, buildings, machineries, motor vehicles, cash, equipments and
other assets financed by share sale proceeds from shareholders of the company and existing
assets totaling Tshs 7.5 Billion. This is the capital investment of the business.

•

A total of Tshs 730 million is projected to be cash on hand (cash reserves) in order to meet
working capital requirements during initial periods of the business operations.

•

Standard loss in processing of maize and other products is estimated at 20%

•

Repair and maintenance costs for fixed assets are projected as a specific percent of historical
cost of fixed assets per annum as follows; Building 1%, Machinery 3%, Vehicles 5%, Light
vehicles 3%, Other equipments 5%, and office equipments and furniture 3%

•

No credit sales. All sales will be in cash. Neither there are projected creditors for simplicity
of the plan.

•

No dividend will be paid out over the planning horizon

•

All cash is assumed to be retained (Retained Cash profit) after payment of direct costs
(mainly Purchases, factory wages, packaging materials and factory overhead), fixed costs,
salaries and taxes throughout the planning horizon i.e Year One through Year Five.

•

The plan horizon is five years, (Year 2019/2020 through year2023/2024)

•

The project/business is expected to begin in the month of July 2019.
26: Financial Analysis
The financial plan (Annexed hereto as Annexure A) indicates that in Year One (Year
2019/2020) the business will make a net loss of TZS 114 Million representing –3% net profit
margin attributable to higher depreciation costs ,amortized costs and relatively low turnover.
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In Year Two (2020/21), there is a very remarkable improvement in operating results to net Profit of
TZS 1.6 Billion which represents a very remarkable and turn around performance from the prior year
representing 17% profit margin which is attributable to increased turnover by approximately 143%
and controlled fixed operating costs. The increased turnover is in turn due to increased selling price
by 10% for all products but Other income which is projected to increase at 5% per annum in line with
inflation and

increased output by about 110% due to increased customers owing to aggressive

marketing campaigns by the company.
Furthermore the projections of the profits margins continue to exhibit a favourable trend up to Year
five whereby it is projected to grow to TZS 16.2 Billion representing a 45% profit margin. The above
trend is likewise attributable to increased turnovers, controlled operating expenses and exhaustion of
amortized expenses by end of third year 2021/22. It is obvious that year 4 and year 5 indicate an
absence of amortized expenses as expenses are amortized for 3 years. The increase in turnover is in
turn augmented by increased selling prices of respective products by 10% per annum and increased
output thanks to aggressive network marketing system and advertising campaigns coupled by GDP
growth in the country of about 6.7% which translates to increased purchasing power of people.
According to the Bank of Tanzania economic report of March 2019 the projections for Tanzania gross
domestic product (GDP) in year 2019 stands at 6.7% .Given the current government efforts to
improve the economy, it is optimistically expected that this growth rate will be sustained for longer
period of time going beyond the year 2019 . A consistent growth in net profit is an indication of good
performance of the business. On the other side, the Net Profit as percent of turnover seems reasonable
as it shows an upward trend rising from -3% in Year One (2019/20 to 44% in Year Five (2023/24)
suggesting an impressive performance in terms of profitability of the business.
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As regards to liquidity of the company, the financial projection indicates a very healthy and stable
cash position as it shows a cash balance of approximately TZS 1.2 Billion at end of Year One (Year
2019/2020), thereafter increasing to about TZS 3.4 Billion at end of Year Two and further consistently
growing to TZS 49.5 Billion at end of Year five (2023/24) mainly attributable to increased
profitability and to a certain extent injection of substantial cash working capital at the inception of the
business Tshs 730 Million thus guaranteeing stability in cash position.. The above trend suggests that
the firm’s liquidity position is very healthy and that it will be able to settle its current obligations as
and when they fall due.
On the Return on Equity, the projections indicate -2% in the first year, and persistently rising to 30%
in the fifth year. Likewise, the Return on Total Assets is projected at -2% in the first year and
consistently rising to 60% in the third year and thereafter exhibiting a slight down ward trend to hit
30% in the fifth year which is due to disproportional increase in equity occasioned by increased
accumulated profits compared to an increase in absolute profit after tax (on a non cumulative basis) in
each single period. The same reasons for declining trend on Return on Equity account for a trend in
Return on Assets projections.
The Net worth/Net Assets of the business are projected initially at TZS 7.4 Billion at end of the first
year (2019/20), slightly increasing to TZS 9 Billion at end of the second year due to increased profits
and consequently pushing up cash position. The Net Assets subsequently is projected to rise to TZS
53.6 Billion at the end of the fifth year. The above trend is due to upward trend in cash positions
which is in line with the profitability trend.
Similarly the Total Assets are projected to be in line similar to the trend exhibited by the net worth
growth. The growth in total assets is contributed mainly by increase in cash owing to increased
profitability, substantial cash investment in terms of working capital and retained cash profit due to
the assumption of non payment of dividends during the projected period.
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As far as the business activity is concerned, the financial projections indicate that the sales to Total
assets ratio is on increase consistently from 55% in the first year and persistently rising to 64% in the
third year and finally hitting 68% in the fifth year indicating that the company ability to turn assets to
generation of revenue is persistently on increase.
From the above analysis it is obvious that the projected growth of the company is good and consistent.
.
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GRAPH OF CASH BALANCE TREND YEARLY
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GRAPH OF NET WORTH TREND YEARLY
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27: NPV, IRR & PAYBACK PERIOD
According to the financial analysis the payback period for the project/business is about 4 years. On
the other hand, the Net Present Value for 7 years at 23.1% weighted average cost of capital is
projected at TZS 83 Billion inclusive of terminal value at end of year seven and the Internal Rate
of Return (IRR) is projected to be 69% (refer to Payback computation sheet attached herewith).
Finally the Break Even turnover is projected at TZS 2.9 Billion.
27.1 Benefits of the Project/Business
The following have been found to be benefits associated with the project or business of agro business
of production, processing and sale of maize flour, rice and sunflower oil.
• The business will provide alternative income generating activity to smallholders in
particular JATU PLC Members and non
members and thereby alleviate poverty and thereby build a population of healthy and
energetic people
•

There will be creation of employment to villagers and other cadres of staff to be recruited all
over the country

•

Improved infrastructure such as electricity, roads will be possible within the village and
communities which surround the program areas.

•

Increased trade with people outside the country for the case of export of food products

•

Export of food products will contribute to foreign exchange reserves of the country

•

Increased productivity since the project will make use of professionals.

•

Income to be generated by the business will give rise to tax in the form of corporate tax,
employment tax, development levies that will accrue to central government and the local
government as well.

•

Increased income to members of JATU PLC /small holders will uplift their living conditions.

•

Increased awareness on environmental conservation thanks to aggressive awareness campaigns
that will be propagated by JATU PLC in pursuit of enlightening small holders on importance of
environmental conservation and modern agriculture.
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28. Organization Chart
The company is planning the following organization structure.
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29. Conclusion
Based on the foregoing explanations and analysis it is obvious that the project is financially feasible as
it indicates reasonable financial returns in terms of return on investment and return on equity as well as
profitability which suggests it is sustainable and on the other hand it maximizes shareholders wealth.
Furthermore the analysis indicates the company will have its total assets growing reasonably and
consistently likewise the net worth growth is impressive suggesting an increase in wealth of the
business hence the shareholders’ wealth.
The evaluation of the business indicates a positive and impressive Net present Value (Tshs 83 Billion)
as well as the Internal Rate of return 69% which is well above the commercial rate of borrowing funds
in Tanzania’s financial and capital market suggesting it is worth investing in the project/business
ceteris paribus.
Besides being financially feasible the business is economically, technologically and socially feasible as
it will provide employment opportunities to local manpower and across the country. The business will
also offer market for petty traders including suppliers of stationeries, fuel and other supplies which will
be forming inputs to business processes and operations hence contributing to uplifting the living
conditions of people around the program areas and the country wide in general.
The business similarly will employ affordable and available food production and processing technology
including cultivation, storage, transport, and milling, grading and packing the foodstuffs among others.
Furthermore it will pay taxes to the government and other

levies to the local governments.

Furthermore the business will incorporate small famers, peasants/villagers as partners/members to
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the business hence promoting them by way of skills development, economic empowerment
and will provide other linkages to the economy in general hence boosting the economy of the
communities and the country as a whole.

Based on the foregoing, It is reasonable to conclude that the products, regulatory
environment, technological, economic, and social environment which have been assessed
and analyzed appear to support establishment of the proposed food production, processing,
packing and sale of the same in particular maize, rice and sunflower to start with.
Furthermore the market assessment reveals that the size, depth and other related factors
appear to support and are consistent with the idea to establish or carry on the proposed
business in the target areas and therefore conclusively the project or business appears to be
feasible in many material respects as detailed and explained in the foregoing.
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