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OVERVIEW  IFC is helping to promote the growth of small- and medium-sized enterprises (SMEs) and 
smallholder farmers in emerging markets by developing local capacity to provide business management 
and technical training services. Relevant training strengthens business skills and managerial capacity, which 
in turn improves productivity, opens market opportunities, and removes the barriers to obtaining financing 
that SMEs and small farm owners often face. Macroeconomic evidence shows that the growth of SMEs and 
smallholder farmers has a greater impact on poverty reduction than growth in other parts of the economy.

Accomplishments in FY12
Since 2000, IFC has worked with SMEs to improve their 
managerial practices, build revenue, create jobs, access 
markets, and improve finance operations using Business Edge, 
a classroom-based training platform, and the SME Toolkit, a 
web-based platform with management information and train-
ing resources. Since its inception, 
Business Edge has been delivered 
to more than 150,000 trainees 
across 38 markets through a 
network of 850 accredited trainers. 
The bulk of trainees, some 63,851 
since 2005 come from the Middle 
East and North Africa region but 
demand is growing rapidly across 
Africa, Latin America, where 
almost 46 percent of all trainees 
are women, and South Asia. In 
Africa, training was largely used 
by commercial banks to increase non-financial services offered 
to SMEs. In FY12, IFC expanded the SME Toolkit into four 
new markets, and it now offers 36 country-specific websites 
available in 18 languages, which attract more than five million 
unique visitors annually.

To improve the productivity of smallholder farmers, IFC part-
ners with leading agribusiness companies and service providers 
to offer business and technical skills training. This instruction 
is designed to help farmers increase their productivity, employ 
sustainable agricultural practices, improve their access to finance, 
and generate higher incomes. For example, we are working with 
DCM Shriram Consolidated Limited, a major sugar company 

in India, to improve the productiv-
ity of farmers in its supply chain 
by training farmers on advanced 
farming techniques (refer to project 
example on page 32).

In fragile and conflict situa-
tions, IFC has coped with natural 
disasters, instability, and war to 
build markets for business manage-
ment training where none existed. 
In Iraq, trainers supported by IFC 
trained more than 11,000 business-
people after aid agencies and others 

had determined the situation was too unsafe to remain there. In 
Afghanistan, where close to 3,000 people received training, we 
paired with BBC radio to broadcast popular shows with a busi-
ness angle in order to overcome the problems of physical access 
to Afghani entrepreneurs. In Pakistan, we worked in remote 

FARMER AND SME TRAINING

“By helping farmers increase their farm productivity, 
IFC has not only increased farmers’ incomes, but has 
also helped the company boost its sugarcane supply. 
This is a true manifestation of good corporate social 
responsibility, where the company’s and community’s 
interests are mutually aligned.”

—Sunil Radhakrishna, Senior Executive Director, 
DCM Shriram Consolidated LImited
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and dangerous provinces as well as big cities to provide Business 
Edge training workshops to more than 4,000 aspiring entrepre-
neurs and small-business owners.

The work we do in capacity building for entrepreneurs focuses 
in particular on women in a number of markets. In FY 12, 
almost 21,000 people had received Business Edge management 
training, including over 7,000 women—representing more than 
30 percent of all trainees. In Yemen, for example, women rep-
resented 27 percent of small-business owners in Business Edge 
workshops, an impressive feat in a socially conservative country. 
The high turnout of women was the result of creative program 
design: workshops were timed to accommodate women’s family 
obligations and a local women’s organization provided vans to 
shuttle female trainees to class, which helped them overcome 
cultural barriers to travel. Workshops were tailored to meet the 
business needs of craft shop owners, dentists, and pharmacists, 
three areas of business that women in Yemen tend to pursue.

Working with banks to reach SMEs, IFC continued to use 
Business Edge training to improve the ability of bank staff to 
assist potential SME customers. In the Democratic Republic 
of Congo, IFC worked with several banks to improve their 
outreach to potential female clients using Business Edge tools, 
including offering training on how to write stronger business 
plans, a critical step to becoming eligible for bank financing. The 
SME Toolkit provides a dedicated section for women-owned 
businesses, and has nearly 100,000 registered women users. At 
leading banks in Pakistan, Kenya, India, Cameroon, and else-
where, trainees learned to help clients create solid business plans 
to land bank financing. For example, in Rwanda, IFC worked 
with Kenya Commercial Bank to help SMEs in the tourism 
sector obtain funding by teaching them business-plan writing, 
marketing, and management skills. More than 35 percent of the 
participating small firms received financing after this training, 
with close to $4 million in loans approved.

During the past year, IFC launched a study entitled “Why 
Banks in Emerging Markets Are Increasingly Providing Non-
Financial Services to Small- and Medium-sized Enterprises.” 

The report, based on feedback from 21 banks, concluded that 
services such as training and information-sharing increasingly 
are being used by banks to raise the quality of their SME invest-
ment portfolio and to retain clients in a competitive environ-
ment. The report drew notable attention from banking profes-
sionals when it was presented in conferences in Beirut, Istanbul, 
and Lagos.

Lessons Learned
An important lesson learned this past year is that training 
services are most effectively and sustainably provided by quali-
fied local providers with a commercial orientation, rather than 
by heavily subsidized donor programs. Another lesson is that 
banks are increasingly interested in providing non-financial 
services as a way to differentiate themselves from the competi-
tion, improve client retention, expand their SME portfolios, 
and improve customer service. 

Strategic Orientations
In FY13, we will expand our offerings for SMEs and farmers. 
Strongest growth is expected in the agribusiness sector, with 
more than 20 new projects coming on board, mostly in the 
Middle East and North Africa and Sub-Saharan Africa regions. 
SBA will produce a “good-practice” guide for companies 
wanting to engage with smallholder farmers and will initiate 
a series of roundtables with key private-sector stakeholders 
involved in the production and trading of major topical 
commodities. We will also increasingly work with financial 
institutions as a way to reach SMEs and farmers in order to 
help the banks meet growing demand in this client area. This 
will be done through new engagements with 10 financial insti-
tutions in the Middle East and North Africa, Africa, Europe 
and Central Asia and South Asia to offer non-financial services 
to their clientele through the SME Toolkit and Business Edge, 
and through development and roll out of financial literacy 
training for farmers and micro entrepreneurs. New SME 
Toolkit partnerships are planned with financial institutions in 
Lebanon, Gabon, and the Democratic Republic of Congo.

In the Middle East region specifically, the issue of youth 
employment is a growing priority. SBA will actively engage in 
the Education for Employment (e4e) initiative that will target 
Egypt, Morocco, Tunisia, and Jordan.

In FY13, to maximize effectiveness, SBA will build partner-
ships with organizations such as the International Labour 
Organization; the German Agency for International Coopera-
tion, or GIZ; United Nations Industrial Development Orga-
nization; the MasterCard Foundation; and Youth Business 
International, among others. Primary challenges include the 
establishment of industry-wide performance benchmarks for 
training and making the best use of rapidly changing technolo-
gies (such as mobile devices and eLearning) to achieve greater 
outreach at lower cost.
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FARMER TRAINING AND DCM SHRIRAM 
CONSOLIDATED LIMITED
Improving farmer productivity in India

PROJECT AT A GLANCE

IFC is working with DCM Shriram Consolidated 
Limited (DSCL), a major sugar company in India, 
to improve the productivity of farmers in its supply 
chain by training them on advanced farming tech-
niques. As a result, the productivity of farmers who 
received training is estimated to have increased by 
86 percent, compared with a 19 percent increase 
among farmers who did not receive training.

In India, more than 50 million farmers depend on 
sugarcane cultivation for their livelihood. While some 
states in India have a high farm yield of more than 
100 tons per hectare, the four million farmers in 
the low-income state of Uttar Pradesh produce only 
around 50 to 55 tons per hectare on average, result-
ing in lower income from sugarcane cultivation.

With four sugar plants and more than 150,000 
farmers in its entire supply chain, DSCL is under 
pressure to increase the productivity of farmers in 
its supply chain. Current capacity utilization is low 
and if it falls any lower, it will hurt the company’s 
performance. In the past, measures undertaken by 
the company to enhance productivity had limited 
success because the programs were fragmented, 
rather than holistic in their approach.

IFC’S ROLE

The project aims to increase the productivity of 
farmers in DSCL’s supply chain by supporting 
training in advanced farming practices related to 
seed management, soil improvement, water usage, 
planting, monitoring, and reporting. These practices 
were incorporated into a training manual for the 
company and an easy-reference pictorial flipchart for 
farmers, which demonstrates farming practices to be 
followed during each month of the crop cycle.

IMPACT & RESULTS

After the training, a productivity increase of 23 
percent from baseline levels was recorded for the 
farmers who participated in the first year of the 
project, as compared with a productivity decrease 
of 11 percent seen with those farmers who did 
not receive training. In the second year, preliminary 
results show that beneficiary farmers had a produc-
tivity increase of 86 percent, while the farmers in 
the control group recorded an increase of only 19 
percent.

Initially, 2,000 farmers received training; this has 
been increased to 12,000. A goal of reaching 
50,000 farmers has been set, and DSCL plans to ulti-
mately reach all 150,000 farmers in its supply chain 
through replication. There are also plans for the 
adoption of the program by other sugar companies 
in India, and IFC is currently sharing lessons from the 
project with the sugar industry, the sugar manufac-
turers association, sugarcane research institutions, 
and the government of India, as well as govern-
ments and partners in the larger South Asia region.




