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1. Introduction 

SDC has promoted sale and distribution of metal silo to more than 400’000 rural 

households in Central America from 1983 to 2009. However, coverage is not yet near 

saturation and post-production technologies and practices are still needed and relevant 

since post-harvest losses for grains remain high in Latin America (between 10 and 30% of 

production). It is acknowledged that reducing postharvest losses is a way to ensure food 

availability but also presents opportunities to sell surplus in better price conditions as well 

as increase farmers’ incomes. Updated market studies from 2014 show that the demand 

for post-production technologies and practices is still unsatisfied (240’000 silos required in 

Honduras and 50’000 in Ecuador). This is an interesting market opportunity especially for 

agribusiness companies and retailers who traditionally sell inputs. This analysis has 

motivated SDC to launch a new project in Latin America.  

The Project Postcosecha America Latina (PPAL) takes into account the above experience, 

however it is considered as a second generation project which differs from its 

predecessors in the following aspects: The new project: 

a. Extends the concept of intervention to “post-production solutions” (PPS1), including 

new management techniques to improve harvesting, transport, drying and shelling. 

b. Extends the range of technologies beyond the silos including, for example plastic 

bags specifically designed for tight grain storage (Super Grain Bags) and others. 

c. Promotes the participation of private companies to assume the functions of 

promotion, sales, financial services and after sales services in order to generate 

sustainable business opportunities and to demonstrate that the business is 

profitable for private enterprise  

d. Includes two complementary components: public policy and knowledge 

management, which serve as collateral to the main component of promotion and 

                                                           
1
 “Post Production Solutions” (PPS) refers to the different harvesting, and post harvesting drying and storing- technologies 

and good practices. PPS include the new silo called “Granero del Campo” (capacity of storage: 817 kg), the Grainpro bag 
with capacity of a quintal (1 quintal=100 pounds= 45.4 kg), as well as the Grainpro mobile dryer. 
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sale. This component will give suppot for the replication of the business model to 

other countries.  

With this project, SDC in partnership with private sector actors aims at increasing income 

and food security of 130’000 rural families in 5 Latin American countries. Selling post-

production solutions for maize and beans to subsistence and low-income farmers will allow 

agribusiness companies to enter into new markets, while reducing postharvest losses and 

improving life conditions for small farmers.  

During the preparatory phase, the implementing agency, Swisscontact, together with SDC 

have selected a private partner in Honduras (Del Campo Soluciones, an agribusiness 

company) and have launched a market test with a new type of metal silo. 

This note is a summary of the business model developed so far which is in the pilot phase 

and shall be adjusted in the future.   
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2. The Business Model scheme2 

 

The heart of the model is the Sales and Promotion Business company (SPB) - in this 

case, an agribusiness company - who is responsible for the good performance of the 

business, including:  

- Defining the final silo prototype (product and packaging)3;  

- Run the logistics of manufacturing and packaging kits;  

- Define and implement the business strategy;  

- Operate the different models of sales and promotion;  

- Ensuring delivery system operation;  

- Ensure the functioning of logistics to assembly the silos through artisans;  

- Ensure the operation and delivery of related services and post-sales;  

- Tracking, monitoring and impact measurement. 

                                                           
2
 See summary in annex 1 

3
 Silos prototypes can be from different sizes or capacities of storing acording to the demand  
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The SPB coordinates with: Sheet Suppliers: Materials and inputs suppliers; Kits 

manufacturer (Steelworks); Mobile dryers and bags providers (GrainPro).  

The SPB is in charge of negotiations, purchases and payments of the sheets, inputs and 

materials for the manufacture of the silo and its packaging, which are delivered to 

Steelworks, who is responsible for manufacturing the set of pre-cut pieces and preparing 

and packing the kit completely. Steelworks delivers the kits packed to the SPB, it moves 

them to the central warehouse in Tegucigalpa and then to decentralized warehouses and 

to distribution sites (retailers). 

The SPB uses two main sales channels:  

1) Directly to final customers: (delivery kits and coordination with accredited artisans 

to manufacture the silos in the house of the end customer);  

2) Indirect through retailers who deliver the kits to customers and coordinate with the 

SPB the work of the artisans.  

The others solutions (bag and GrainPro dryer) are supplied and delivered to the SPB by 

GrainPro in the form of consignment (the negotiation is yet to be defined). 

Technical assistance flow: The project implementer (Swisscontact) is supporting the 

SPB on the following issues: i) design and product development processes, including the 

commercial strategy aimed at segments that are part of the base of the pyramid and 

implementation of innovative marketing mechanisms through market test; ii) definition of 

standards and quality control systems, iii) accreditation of artisans and structuring of the 

logistics of the silos manufacturing. 
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3. Financial viability  

 

 

 

 

The total cost for SPB so far is US $ 95.37 / silo. The margins are 26% for the direct 

channel (users pay US $ 134) and 19% in the indirect channel, with a retail margin of 11%. 
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4. Financing options (credit) for customers  

 

The company offers 3 options of credit to customers: 1) level monthly payment; 2) after 

two crops harvests; 3) layaways (user anticipates paying canceling its value in 6 monthly 

installments, no interest rate applicable). Additionally, the company will establish alliances 

with financial services providers4 to strengthen capacities and design financial solutions 

appropriate for small producers (including women). This shall offer more opportunities to 

the PPS users to obtain credit. 

 

 

 

 
 
 
 
NB: This note is a translation of an annex of the Project Document prepared by 

Swisscontact.  January 2015.  

                                                           
4 Microfinance through cooperatives, farmer associations, rural micro credit banks ("Cajas rurales") or public development bank.  
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Annex 1 - Summary of the business model of Postproduction Solutions (following the Canvas 

method).  
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Annex 2 – Examples of promotional material 

 

  


