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1. Executive Summary  
 
The Guyana Youth Study was commissioned primarily to gain a better understanding of gaps and 
challenges that affect youth agri-preneurs with the view of designing program activities and to provide 
additional information on youth than was gathered during the baseline process. These activities are 
intended to address issues of youth in the agriculture sector in Guyana and contribute to PROPEL’s 
overarching objectives.  

The study was led by the Monitoring and Evaluation team with support from the Guyana Country Office.  
The study used a mixed-methodology approach which consists of both quantitative and qualitative 
techniques. For the quantitative method, a total of 206 producers, aged 15-35, were interviewed in 
Regions 2, 3, 4, 5, and 6.  For the qualitative method, 7 Focus Group Discussions and 4 Key Informant 
Interviews were conducted. Detailed findings are presented by age cohort, sex, crop type, and location, 
where relevant. 

Summary Findings  
 Pre-harvest practice: The most common pre-harvest practice noted by youth was the application 

of pesticides to crops (97.6%) as well as the use of protective clothing (92.5%) for application of 
pesticides, with little difference between males and females. This was followed by the use of 
irrigation (63.2%) and waste management (62.3%). 
 

 Access to extension service: Approximately 60.0% of youth have used extension services for their 
production, regardless of crop type. This was generally more frequently accessed by males than 
females with 62.4% and 10.0%, respectively. 
 

 Production Experience: Main production challenges identified, though not unique to youth 
include:  harsh weather patterns, limited knowledge in identifying and managing diseases, 
limited knowledge in the proper use and application of fertilizer, high costs of chemical inputs, 
equipment and land preparation.  
 

 Marketing Experience: The majority of youth (86.8%) stated that they were successful in selling 
their entire crop in the last cropping season. Notably, all females sold their entire crop. Most 
youth have verbal agreements regarding quantity and price with buyers instead of written 
/formal agreements. A good proportion of youth (87.7%) have a list of buyers to whom they sell. 
The greatest marketing challenge faced by youth is unfair market prices.  
 

 Previous Training: The majority of youth (42.9%) have received production training in the past, 
while 4.7% had received post-harvest training or coaching. Very few had received marketing or 
business management training. 
 

 Support Required by Youth: 84.0% of all respondents noted that they would like further training 
or coaching on how to establish linkages with markets, particularly high value markets.  Another 
47.6% stated they wanted coaching on requirements of market players, while 28.3% noted that 
training on managing their business is needed. Other support required that was highlighted by 
youth are: access to land; increased technical support; and access to credit from financial 
institutions. 
 

 Opportunities in Agriculture for Youth: Most producers recommended large scale farming. Other 
suggestions included cattle rearing and agro-chemical retail shops.  
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2. Introduction 

The PROPEL Youth Strategy aims to increase the participation of youth in the agricultural sector by 
supporting youth producers within the value chains of PROPEL-supported fresh produce to serve HVMs. 
This includes targeting support to select youth agri-preneurs to build or enhance their capacity to 
operate viable and profitable agri-businesses (new or existing). This goal reflects the assumption that 
youth will be interested in agriculture (particularly fresh produce farming and value-added production) if 
the sector demonstrates opportunities for growth and sustainable profitable businesses based on 
market analysis. 

A youth study for PROPEL was conducted in Guyana as a pilot, from 1 – 14 December, 2015 with the 
overall aim of assisting in the operationalization of the PROPEL Youth Strategy in Guyana. Youth studies 
for the other PROPEL countries will also be conducted, based on lessons from this initial pilot. 
  
The report contains the detailed methodology used, the main findings and the tools used in the study 
are presented as appendices.  
 
 

3. Objectives of Study  

The main objectives of the PROPEL Youth Study were to: 

1. Gain valuable information for project planning for informing country-specific work plans and 
country interventions, particularly for the project 400 component focused on facilitating youth 
to enter and operate agricultural businesses. Information will also be used to validate the three 
youth strategy objectives.   

2. Determine the level of involvement and engagement of male and female youth producers in 
PROPEL-targeted high value markets (HVMs) and fresh crop value chains. Understanding youth 
involvement (roles, market engagement etc.) in project-targeted organizations. This data will 
support Component 200 (Capacity Building).  

3. Determine barriers and challenges male and female youth producers and agri-preneurs face 
(i.e. production barriers, access to extension support, technical/access to input barriers, post-
harvest practices, financial barriers and credit needs, barriers for agro-processing, gender 
barriers).  

4. Determine and identify opportunities for youth in both farming and value-addition that PROPEL 
can support as well as potentially identifying additional youth that can benefit from PROPEL 
support for Component 400.  

5. Provide more robust baseline data on youth for monitoring and measuring project 
achievements1. The specific indicators explored (specifically in the quantitative component of 
the study) are:   
 
 

                                                           
1
 The rationale for this objective is twofold. First, baseline data is not available for youth by sex and age cohort. The former is 

critical in all DFATD programming, but also for PROPEL to understand how interventions may effect male and female youth 
producers. Second, at the time of baseline, the specific sampling population was unknown and the sample was drawn from a 
general youth population, rather than target producers and/or agri-preneurs. Using a refined sample of youth will enable a 
more robust comparison of baseline against end line. It should be noted that at the time of the report production, preliminary 
findings from the internal evaluation became available which indicate some changes to the youth strategy.  
While the final results are not yet accessible, some of the data may not be relevant should performance indicators change. 
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 1.2 - % of producers specifically planning/targeting sales to high value markets 
 1.3 - % of producers that have agreements in place with buyers 
 2.2 - % of producers that say it’s very difficult to engage in selling to HVMs 
 3.1.1 - % of targeted producers applying post-harvest food safety and quality standards 

for HVMs2 
 3.1.2 - % of targeted producers applying environmentally sustainable agricultural 

practices 
 4.1.1 - % of targeted youth agri-preneurs that perceive their business as successful3 
 
 

4. Methodology 
 

4.1   Sampling Strategy 

The study used a mixed-methodology approach which consists of both quantitative and qualitative 
techniques.  This approach was selected in the interest of simplicity and budgetary constraints, but more 
importantly, to gain both numerical and in-depth qualitative information from youth producers.   

4.2 Sample Size 
4.2.1 Quantitative Sampling  

The survey sampling frame was determined by the use of the producer profile forms. Profile forms 
consist of information such as name of producer, bio data and support received from PROPEL-Guyana.  
The population consisted of 398 producers (371 male 93.2% and 27 female 6.8%) between the ages of 
15 - 35. These producers are located in Regions 2, 3, 4, 5, and 6. Stratified random sampling was used to 
determine the sample.   
 
The following strata were used:    

 Gender: Male and Female 
 Location: Geographic Differences   
 Crop: Type of crop cultivated by producer 

 
The sample size selection followed standards of 95% confidence intervals and 5% +/- margin of error 
which produced a sample size of 206 (190 males 92.2% and 16 females 7.8%). Since the female 
population was relatively smaller than the male sample, “over-sampling” was done and more females 
were selected. 
 
Table 1: Population and Sampling 

 
Male Female Total 

Population 371 27 398 

Sample Size 190 16 206 

 
 
 
 

                                                           
2
 Measured through producers who are applying the four most common post-harvest techniques 

3
 Defined as profitable and sustainable 
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4.2.2 Qualitative Sampling  
The qualitative component used purposeful sampling in order to determine the number of Focus Group 
Discussions (FGDs) and inclusion criteria for participants of the FGDs, so as to ensure maximum 
variation. The two key inclusion criteria for the FGDs selection are:  
 

1) Gender: Male and Female 
2) Location: Geographic Differences   

Another inclusion criteria that was considered in the youth study plan is the age cohorts (18-25 and 26–

35). However, based on a low turnout for the age groupings at the FGDs, only the aforementioned 

criteria were met.  

Overall, a total of 8 FGDs (4 male and 4 female) with producers were planned but given the relatively 
small female population and difficulty for enumerators to commute in a time-bound study, only 1 
female FGD and 4 male FGDs were conducted. To offset this, 4 female Key Informant Interviews (KIIs) 
were also conducted. On average, each FGD consisted of 7–9 producers. 
 
The qualitative component also consisted of 2 FGDs (1 male and 1 female) with students of the 
Agriculture Machinery graduating class of the New Amsterdam Technical Institute (NATI). An ad-hoc 
meeting with the Headmistress of NATI and the Head-teacher of the Agriculture Machinery course was 
also conducted. This approach was taken based on the recommendation of the Guyana team which 
indicated that PROPEL-Guyana has begun implementation of an Action Oriented Research Plot for 
plantains at the Institute. The findings of these FGDs are expected to identify the challenges, gaps and 
opportunities for potential agri-preneurs.  
 
Table 2 summarizes the communities and regions in which FGDs/KIIs were conducted and the number of 
participants for each.  
 
Table 2: List of FGDs and KIIs 

Community Region  Type of FGD/KII Date of 
FGD/KII 

Total Participants  

Parika 3 
1. Female KII Dec 3 1 

2. Male FGD  Dec 3 9 

Wakenaam Island 3 3. Male FGD  Dec 8 8 

Bath 5 
4  Male FGD   Dec 2 9 

5  Female FGD  Dec 2 9 

Canal #1 3 6. Male FGD  Dec 1 9 

Rosignol 5 7. Female KII  Dec 9 1 

Den Amstel 3 8. Female KII  Dec 12 1 

Mara  6 9. Female KII  Dec 9 1 

New Amsterdam  
Technical Institute 

6 
10. Male FGD – Students Dec 2 7 

11. Female FGD - Students Dec 2 3 

   
58 
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4.3 Method of Data Collection 
4.3.1 Data Collection Tools  

For the quantitative component, a youth questionnaire was designed and used. The primary method of 
administering questionnaires was by telephone.  The Agriculture Extension Facilitators (AEFs), based on 
their rapport with respondents, were able to use the telephone to administer questionnaires easily and 
efficiently.  
 
For the qualitative component, a variety of tools were used and administered by the data collection 
team (see Table 3). All tools were developed drawing on similar questions to those in the baseline as 
well as those that address the objectives outlined in Section 2.  Input in drafting tools was obtained from 
PROPEL senior management and country level management.  

Table 3: Data Collection Tools 

Method Tool Data Collectors/ Facilitators  

Quantitative  Quantitative Youth Questionnaire  2 AEFs, Agronomist, Country 
Coordinator, ME Specialist 

 
Qualitative  
 

Qualitative Guide and Questions Country Coordinator, ME Specialist   

Key Informant Interview Guideline for Females ME Specialist 

Technical Institute Guide and Questions ME Specialist, Country Coordinator 

 

4.3.2 Training  
A four-day training program for the survey team was conducted in Guyana by the WUSC Canada 
Monitoring, Learning and Evaluation Specialist. The training focused on: study protocols such as 
telephone protocols; refusal of participation; correcting responses; safeguarding questionnaires; and 
survey etiquette. The training was attended by Guyana AEFs, Guyana Agronomist, and the Regional 
M&E Specialist. The Country Coordinator was also engaged throughout the training to gather further 
feedback in order to finalize tools and determine logistics of implementing data collection plan.  

As part of the training, a pilot of the quantitative questionnaire and 2 male FGDs were done in Parika, 
Region 3. All participants of the training were involved in the pilot.  A pilot of the telephone interviews 
was also done by the AEFs which proved successful and useful in reaching the sample size. The pilots 
allowed for designation of data collection roles amongst the team members and importantly, for the 
revision of tools.  Some of the changes included refinement of questionnaire language, sequencing of 
questions and deletion of repeated questions. All FGDs consisted of a two-member team (one note 
taker and one facilitator). Recordings of FGDs were also taken.  
 
4.4 Data Entry, Cleaning and Analysis 

An access database was developed to enter quantitative data. This database allowed 4 persons to enter 
data simultaneously and therefore reduced data entry time. Prior to entering data, all persons 
designated to enter data were trained using a data entry guideline that was developed for this purpose. 
All questionnaires were verified prior to being entered into the database. After the data entry process 
was completed, data was cleaned to check for completeness and accuracy. The quantitative findings 
were generated in SPSS.  

For the qualitative data, content analysis was done. Qualitative analysis was done for both producers 
and students of the New Amsterdam Technical Institute.  
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5. Limitations 
 
As with any study, there are limitations which affect the overall results. Specifically, the limitations of 
the PROPEL youth study in Guyana are: 

 The qualitative results of the study only represent rural, peri-urban and urban communities. 
FGDs were not convened in extremely remote communities such as Mara (Region 6) and 
Pomeroon (Region 2) due to limited resources and time. It should be noted however, that one 
KII was done with a respondent in Mara and some quantitative surveys were administered to 
respondents in these locations via telephone.  

 The total female population of the study is 27, which represents only 6.8 % of the total 
population. Of the total, 16 were included in this sample size, limiting the representation of 
results from female producers. Gender-disaggregated quantitative results should therefore be 
treated with some caution.  

 The study was limited to only producers supported by PROPEL-Guyana as identified by the 
Producer Profile. At the time of the study, other youth producers and agri-preneuers producers 
who have not yet been identified or targeted by PROPEL were therefore not in the sampling 
frame. In addition, the sampling frame did not include buyers with whom the project works, 
limiting perspectives to only that of youth beneficiaries. 
 
 

6. Demographics and Characteristics of Respondents 

The majority of producers are between 25 and 35 years old (73.1%) and married (67.0%). 

Geographically, the majority of producers were found in Region 3 - Essequibo Islands-West Demerara 

(46.2%), followed by Region 5 - Mahaica-Berbice (25.5%) and Region 6 - East Berbice–Corentyne 

(20.3%).  

By crop, the majority of producers are engaged in plantain (39.6%), followed by pineapple (14.6%) and 

seasoning (13.7%). By sex, most females are engaged in the production of seasonings such as celery, 

thyme, shallot and basil (80.0%) while males are more prevalent in plantains (41.6%). 

 
Table 4: Demographics and Characteristics 

 Female Male Total 
 Frequency Percentage Frequency Percentage Frequency Percentage 
Age Group       
15-24 2 20.0% 55 27.2% 57 26.9% 
25-35 8 80.0% 147 72.8% 155 73.1% 
       

Marital Status       
Single 2 20.0% 68 33.7% 70 33.0% 
Married 8 80.0% 134 66.3% 142 67.0% 
       

Geographical Region       
2 - Pomeroon-Supenaam 0 0.0% 8 4.0% 8 3.8% 
3 - Essequibo Islands-West 
Demerara 

1 10.0% 97 48.0% 98 46.2% 

4 - Demerara- Mahaica 0 0.0% 9 4.5% 9 4.2% 
5 - Mahaica-Berbice 9 90.0% 45 22.3% 54 25.5% 
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6 - East Berbice - Corentyne 0 0.0% 43 21.3% 43 20.3% 
       

Total 10 4.7% 202 95.3% 212 100.0% 

 

Crop Type 
Female Male Total 

Frequency Percentage Frequency Percentage Frequency Percentage 
Plantain 0 0.0% 84 41.6% 84 39.6% 
Pineapple 0 0.0% 31 15.3% 31 14.6% 
Seasoning 8 80.0% 21 10.4% 29 13.7% 
Leafy Vegetable 1 10.0% 20 9.9% 21 9.9% 
Non-Leafy Vegetable 0 0.0% 18 8.9% 18 8.5% 
Root Crop 0 0.0% 12 5.9% 12 5.7% 
Vine Crop 0 0.0% 8 4.0% 8 3.8% 
Peppers 1 10.0% 4 2.0% 5 2.4% 
Other 0 0.0% 4 2.0% 4 1.9% 
Total 10 100.0% 202 100.0% 212 100.0% 

 
 

7. Results and Findings  
 
The quantitative component of the Youth Study asked male and female youth respondents between 16 
and 35 years a variety of questions around pre-harvest techniques, production techniques, post-harvest 
techniques, marketing, access to credit, agri-preneurship and business establishment outside of 
production as well as training and opportunities for the future. The following section presents the 
findings from these questions as well as qualitative information that was collected through FGDs and 
KIIs with female and male youth.  Findings are presented by age cohort, sex and crop type, where 
relevant.  

 
7.1   Pre-Harvest and Extension Practices  

Generally, all producers across all geographic locations are engaged in production as it is a family 
tradition.  Most producers learnt how to farm from their parents and other relatives. Farming is also the 
main source of income for these households. Most of the female producers who were interviewed assist 
their spouse/partner on the farms.  

In some cases, youth felt that there are no other jobs opportunities available in their communities and 
hence their involvement in the sector. In addition, youth felt that limited education qualifications and 
limited knowledge of other trades do not allow producers to be employed in other sectors outside of 
their communities.  

Overall, youth practice a variety of pre-harvest production techniques on their crops. The most common 

practice noted by youth was the application of pesticides to crops (97.6%) as well as the use of 

protective clothing (92.5%) for pesticide application, with little difference seen between males and 

females. This was followed by the use of irrigation (63.2%) and waste management (62.3%).  Soil testing 

and the use of organic pesticides were practiced the least by respondents with 3.3% and 4.2%, 

respectively.  
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Table 5: % of youth that apply pre-harvest techniques, by age group and sex 

 16-24 25-35 Female Male Total 
Soil Testing 1.8% 3.9% 10.0% 3.0% 3.3% 
Waste Management 61.4% 62.6% 60.0% 62.4% 62.3% 
Use of Protective Clothing 89.5% 93.5% 100.0% 92.1% 92.5% 
Composting 17.5% 18.7% 30.0% 17.8% 18.4% 
Irrigation 54.4% 66.5% 80.0% 62.4% 63.2% 
Organic Pesticides 3.5% 4.5% 20.0% 3.5% 4.2% 
Pesticides 94.7% 98.7% 90.0% 98.0% 97.6% 

 

By crop type, waste management, pesticide application, use of protective clothing and irrigation were 
practiced by all producers. On the other hand, soil testing was most prevalent among pepper producers 
(20.0%) versus other crops and composting most prevalent among leafy and non-leafy vegetable 
producers with 95.2% and 94.4% composting, respectively. Waste management was most applied by 
non-leafy vegetable producers (94.4%).  
 
Table 6: % of youth that apply pre-harvest techniques, by crop 

  Soil Testing 
Waste 
Mgm’t 

Protective 
Clothing Composting Irrigation Pesticides 

Leafy Vegetable 9.5% 47.6% 90.5% 38.1% 95.2% 95.2% 
Non-Leafy Vegetable 5.6% 94.4% 100.0% 11.1% 94.4% 100.0% 
Other - 75.0% 50.0% - 100.0% 100.0% 
Peppers 20.0% 60.0% 80.0% 40.0% 80.0% 100.0% 
Pineapple 6.5% 64.5% 87.1% 9.7% 32.3% 96.8% 
Plantain - 50.0% 96.4% 21.4% 50.0% 97.6% 
Root Crop - 75.0% 100.0% 8.3% 33.3% 100.0% 
Seasoning 3.4% 75.9% 89.7% 17.2% 89.7% 96.6% 
Vine Crop - 75.0% 87.5% - 87.5% 100.0% 
 Total 3.3% 62.3% 92.5% 18.4% 63.2% 97.6% 

 

In terms of accessing extension services, close to 60.0% of youth stated that they have used extension 
services for their production, regardless of crop type. This was generally more readily accessed by males 
than females with 62.4% and 10.0%, respectively. There were no differences found between the age 
cohorts.   

Table 7: % of youth that utilized extension services and frequency in the last cropping cycle (any crop) 

 16-24 25-35 Female Male Total 
Use of Extension Services 59.6% 60.0% 10.0% 62.4% 59.9% 

Monthly 23.5% 25.8% 100.0% 24.6% 25.2% 
Quarterly 64.7% 62.4% 0.0% 63.5% 63.0% 
Semi-Annually 8.8% 8.6% 0.0% 8.7% 8.7% 
Whenever I call 2.9% 3.2% 0.0% 3.2% 3.1% 
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Table 8: % of youth that utilize extension services in the last cropping cycle (by crop type) 

  % 

Leafy Vegetable 61.9% 
Non-Leafy Vegetable 77.8% 
Other 75.0% 
Peppers 80.0% 
Pineapple 61.3% 
Plantain 54.8% 
Root Crop 75.0% 
Seasoning 51.7% 
Vine Crop 50.0% 
 Total 59.9% 

 
Qualitatively, male youth producers in Canal and female producers in Bath felt that there is limited 
availability of extension workers to meet the needs. However, male producers in Bath are able to more 
readily access extension service from extension officers and input suppliers. Interestingly, the female 
producers do not believe that gender is a reason for the aforementioned, but stated that extension 
workers practice cronyism4. Male producers in Canal also experience the latter treatment where only 
family and friends of officers receive assistance. Most notably, age discrimination is perceived by youth 
(Canal only) to be practiced by extension officers where it was observed by male youth producers that 
support is provided to older producers who have established relationships with officers. FGDs also 
revealed that: 

 Information provided by extension workers is not always useful. This is particularly the case in 
Canal and Bath (female). The practice by extension officers, when they do visit, is usually to only 
collect information on production from farmers. Often times, little or no technical support is 
provided.  

 KIIs in Peri-urban (Parika and Anna Catherina), rural (Victoria), and extremely rural (Mara) 
locations revealed that females receive useful extension services. However, the visits by 
extension officers are not frequent nor are they on fixed schedules.  Extension officers are 
respectful and professional during their visits and in interactions with female producers.  
 

7.2   Production Experiences of Youth Producers 

Youth identified a variety of production challenges, although not necessarily unique to youth 
population. These include:  

 Crop losses due to harsh weather patterns in all locations. Specifically, the recent drought 
caused farm yields to decline. 

 Limited knowledge by producers in identifying and treating diseases that significantly reduce 
crop yields. For example, pineapple producers in Canal are experiencing severe losses because 
of the ‘Scarlet Tip’ disease and vegetable (cabbage) producers in Parika are affected by the 
‘Diamond Back Moth’ disease.  

 Limited knowledge in the proper use and application of fertilizer, particularly by producers in 
Bath.  

 Potency of agro-chemicals (Volley) has been reduced and is less effective.  

                                                           

4
 Defined as partiality to long-standing friends, especially by appointing them to positions of authority, regardless of their 

qualifications 
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 Lack of available labour or available labour that is inexpensive in Parika, Canal and Bath  
 High costs of chemical inputs in all locations. 
 Unavailability of chemicals in all locations.  
 High costs of equipment and land preparation. 

 
Youth respondents felt that in order to address some of these challenges and to improve production, 
having: access to soil testing services and equipment; increasing knowledge of new and alternative 
production techniques that can increase crop yields (i.e. e.g. Shade house, raising beds); increased 
knowledge on pest management and disease identification, especially for vegetables; and training on 
the required agro-chemicals for diseases would be necessary.  Admittedly, youth also stated that if good 
agriculture practices are applied there would be the reduction of pests and diseases. 
 
Respondents were specifically asked about their post-harvest food safety and quality standard 
application for markets, including any HVMs. Overall, the majority of youth producers conduct weighing 
(79.2%), followed by sorting (60.8%) and cleaning (59.9%). No youth do any labelling or traceability of 
their products. By age group, there are little differences in terms of the application of such standards 
although the older age cohort of 25-35 do practice all practices (except labelling and traceability) more 
so than the younger age cohort. Interestingly, only 2.6% of youth 25 years and above use cool storage 
for their products.  
 
Table 9: % of targeted producers applying post-harvest food safety and quality standards for HVMs 

 16-24 25-35 Female Male Total 
Cleaning 54.4% 61.9% 90.0% 58.4% 59.9% 

Sorting 52.6% 63.9% 80.0% 59.9% 60.8% 

Grading 49.1% 54.8% 30.0% 54.5% 53.3% 

Packing 43.9% 41.3% 80.0% 40.1% 42.0% 

Weighing 78.9% 79.4% 100.0% 78.2% 79.2% 

Labelling 0.0% 0.0% 0.0% 0.0% 0.0% 
Traceability 0.0% 0.0% 0.0% 0.0% 0.0% 

Cool Storage 0.0% 2.6% 0.0% 2.0% 1.9% 

 
 
7.3   Marketing Experiences 

Youth respondents were asked about their marketing experiences of their last crop. 86.8% of youth, 
with little difference between age groups, stated that they were successful in selling their entire crop in 
the last cropping season. All females (100.0%) and 86.1% of males sold their entire crop.  

Table 10: % of youth who sold entire crop last season, by age and sex (index crop) 

 16-24 25-35 Total 
% of youth who sold entire crop in last season 87.7% 86.5% 86.8% 
% of females who sold entire crop 100.0% 100.0% 100.0% 
% of males who sold entire crop 87.3% 85.7% 86.1% 

 

By crop type (the index crop), leafy vegetable, vine crop and pepper producers were most successful in 
marketing their produce. This was followed by pineapple producers (94.4%) and non-leafy vegetable 
producers (87.1%). Half of respondents who were unsuccessful at selling their entire crop noted that 
unfair prices from buyers was the main reason for not selling their entire crop last season, while low 
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quantity of harvests, likely related to post-harvest losses were the second main reason for not selling the 
crop (21.4%). Plantain producers primarily noted this as one of the reasons.  

Table 11: % of youth who sold entire crop last season, by age and sex (index crop) 

 

 Total 

Plantain 81.0% 
Pineapple 94.4% 
Seasoning 50.0% 
Leafy Vegetable 100.0% 
Non-Leafy Vegetable 87.1% 
Root Crop 81.0% 
Vine Crop 100.0% 
Peppers 100.0% 
Other 87.5% 
Total 86.8% 

 

Table 12: Reasons for not selling entire crop, by age group and sex (N=28) 

(N=28) 
Unfair Price 
from Buyers 

Low quantity 
of harvest 

Post-Harvest 
loss 

Disease 

16-24 42.9% 0.0% 42.9% 14.3% 
25-35 52.4% 28.6% 14.3% 4.8% 
     
Female - - - - 
Male 50.0% 21.4% 21.4% 7.1% 
     
Leafy Vegetables 75.0% - 25.0% - 
Non-Leafy Vegetables 100.0% - - - 
Other 50.0% 50.0% - - 
Pineapple 50.0% - 25.0% 25.0% 
Plantain  37.5% 31.3% 25.0% 6.3% 
Vine Crop 100.0% - - - 
Total 50.0% 21.4% 21.4% 7.1% 

 

Table 13: Marketing of Crops by Buyer Type (sex) 

 Female Male Total 
Open Air Markets 20.0% 29.2% 28.8% 
Local Consolidators 100.0% 93.6% 93.9% 
Processors 0.0% 3.5% 3.3% 
Producer Groups 100.0% 100.0% 100.0% 
Supermarkets 100.0% 100.0% 100.0% 
Exporters  100.0% 100.0% 100.0% 
Hotels / restaurants / eating places 0.0% 2.0% 1.9% 
Mining / logging / fishing companies 100.0% 100.0% 100.0% 

*multiple responses 
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Table 14: Marketing of Crops by Buyer Type (Crop Type-Index) 
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crop to? Le

af
y 

V
eg

 

N
o

n
-L

ea
fy

 

V
eg

 

P
la

n
ta

in
 

P
in

ea
p

p
le

 

V
in

e 
C

ro
p

 

P
ep

p
er

s 

R
o

o
t 

C
ro

p
s 

Se
as

o
n

in
g 

O
th

er
 

To
ta

l 

Open Air 
Markets 

28.6% 55.5% 34.5% 19.4% 50.0% 60.0% 8.3% 6.9% - 28.8% 

Local 
Consolidators 

95.2% 100.0% 95.2% 87.1% 100.0% 80.0% 100.0% 96.6% 50.0% 93.9% 

Processors - - 3.6% 3.2% - 20.0% - - 50.0% 3.3% 

Producer 
Groups 

100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 

Supermarkets 100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 
Exporters  100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 

Hotels / 
restaurants / 
eating places 

14.3% - - - - - 8.3% - - 1.9% 

Mining / 
logging / 
fishing 
companies 

100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 

*multiple responses 

In terms of youth securing agreements with various buyers, 93.4% stated they have some form of verbal 
agreement with a buyer while only 0.9% stated they had a formal or written agreement with them. 
Generally, a good proportion of youth (87.7%) have a list of buyers to whom they sell, however a lower 
proportion of producers use market information in order to plan their marketing (62.7%). Generally 
more males than females use market information for planning with 60.0% and 40.0% respectively.  
 
Findings of the FGDs and KIIs corroborate these findings. One of the main reasons sighted as to why 
contracts (written agreements) may not work is because there are no ‘guaranteed prices’ or price 
control mechanisms. Fluctuating prices do not allow producers to enter into formal contracts. While all 
producers sell to local consolidators (middlemen), in Parika however, there were very few producers 
who sell directly to buyers in the open air markets (Parika and Stabroek). Male producers in Canal are 
unable to sell in open air markets (Stabroek Market) because of limited infrastructure. Currently, there 
are too many producers with limited selling space and proper washroom facilities for female producers. 
Hence, the market is not conducive for selling of fresh produce, albeit many producers are interested in 
doing so to gain higher profits.  
 
Table 15: % of youth with list of buyers and agreements (by age group and sex) 

 16-24 25-35 Female Male Total 
Use Market Information to Plan 64.9% 61.9% 40.0% 60.0% 62.7% 
List of Buyers 87.7% 87.7% 90.0% 10.0% 87.7% 
Written Agreements 0.0% 1.3% 0.0% 1.0% 0.9% 
Verbal Agreements 94.7% 92.9% 100.0% 93.1% 93.4% 
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Table 16: % of youth that use market information, list of buyers and have agreements, by crop type 

 
Use Market 
Information 

List of Buyers Written 
Agreements 

Verbal 
Agreements 

Leafy Vegetables 57.1% 81.0% - 95.2% 
Non-Leafy Vegetables 83.3% 94.4% - 94.4% 
Other 25.0% 50.0% 25.0% 50.0% 
Peppers 60.0% 80.0% 20.0% 80.0% 
Pineapple 74.2% 87.1% - 90.3% 
Plantain 54.8% 88.1% - 94.0% 
Root Crop 66.7% 100.0% - 100.0% 
Seasoning 62.1% 89.7% - 96.6% 
Vine Crop 87.5% 87.5% - 100.0% 
Total 62.7% 87.7% 0.9% 93.4% 

 

7.3.1        Marketing Challenges  

The study explored how easy or difficult it was for youth to sell their products in the fresh produce 
markets. The majority (44.3%) felt that it was neither easy nor difficult (neutral), while 34.4% stated it 
was easy and had no constraints. A few youth (15.6%) noted that they had challenges and 2.8% of youth 
noted it was very difficult. There are no general patterns by producer type, however a few producers of 
leafy vegetables, pineapple and plantain noted it was very difficult to market their products (3.2% to 
4.8%). 
 

Table 17: Level of Ease in Selling to Markets (age group and sex) 

 16-24 25-35 Female Male Total 

Very Easy 3.5% 2.6% 10.0% 2.5% 2.8% 
Easy 29.8% 36.1% 60.0% 33.2% 34.4% 
Neutral 45.6% 43.9% 10.0% 46.0% 44.3% 
Difficult 17.5% 14.8% 20.0% 15.3% 15.6% 
Very Difficult 3.5% 2.6% - 3.0% 2.8% 
 

Table 18: Level of Ease in Selling to Markets (crop type) 

 Very Easy Easy Neutral Difficult Very Difficult 

Leafy 4.8% 14.3% 47.6% 28.6% 4.8% 
Non-Leafy  - 55.6% 38.9% 5.6% - 
Other - 25.0% 50.0% 25.0% - 
Peppers - 20.0% 80.0% - - 
Pineapple 3.2% 51.6% 29.0% 12.9% 3.2% 
Plantain 1.2% 20.2% 56.0% 19.0% 3.6% 
Root Crop - 41.7% 41.7% 16.7% - 
Seasoning 10.3% 62.1% 17.2% 6.9% 3.4% 
Vine Crop - 25.0% 62.5% 12.5% - 
Total 2.8% 34.4% 44.3% 15.6% 2.8% 

 
Youth who felt it was either difficult or very difficult to sell to the various markets, were asked for 
reasons for some of these challenges.  The majority of youth stated that unfair market prices are their 
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greatest challenge (94.9%), followed by not having a consistent or regular supply of produce to sell 
(15.4%). 
 
 

Figure 1: Reasons for having difficulty selling to various markets (N=39)
5
 

 

The FGDs and KIIs found similar findings as depicted in Figure 1 above. Interestingly, female producers 
felt that they are not treated differently by buyers because of gender. More specifically, females do not 
receive lower prices than male producers. One female producer who resides in Anna Catherina stated 
that she receives a favourable price for her produce and has no marketing challenges. Notably, she sells 
directly to buyers and is one of few female producers in Anna Catherina.   
 
Despite this, some of the additional marketing challenges faced by producers who sell to consolidators 
are: 
 

 Prices are determined solely by ‘middlemen’ and therefore producers are unable to negotiate 
for more favourable prices. 

 Low prices are given to produce when there is a glut on the market.  
 High prices are paid only when there is a shortage.  
 Local consolidators resell produce with higher profit margins than producers.  
 Too many producers are cultivating the same type of crop.  
 Age-price discrimination is experienced in some locations. For example, younger male producers 

in Wakenaam and Bath are given lower prices than older producers who have longer 
relationships with buyers (consolidators). However, there is no age-price discrimination 
experienced by male and female producers in Parika, male producers in Canal and interestingly, 
female producers in Bath.  

 There is a high transportation cost in the far-flung area of Mara which reduces profit margins. 
However, according to the male producers in Bath and Wakenaam, one of the advantages of 

                                                           

5
 Those youth who had stated that they found it a) difficult or b) very difficult to market 
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selling to consolidators in these areas is that no cost for transporting produce is incurred since 
consolidators purchase directly from their premises.  

 Consolidators take long to pay for produce in most locations. A general marketing challenge for 
vegetable producers is competition from imported produce. For example, in Parika youth 
producers are faced with competing price and quality of imported cabbages.  

 
Producers also identified a host of recommendations for meeting their marketing needs. First, it was felt 
that there is a need for more buyers, especially when there is a glut in the market. Second, export 
markets have to be identified along with individual country requirements. In Bath, for example, female 
producers are aware that there are special requirements for exporting fresh produce, but do not know 
the specifics for each country. Information on HVMs, namely their location, requirements and who the 
buyers are, needs to be made available to producers to facilitate greate linkages. Youth overall, did not 
feel they had access to, or knowledge of such information.  
 
Other recommendations identified to deal with barriers in this area include: 

 Favourable prices from HVMs for produce. While some producers are aware of HVMs, the prices 
offered by these entities for often low. For example, Canal producers stated that processing 
business such as Tandy’s and Sterling Ltd pay relatively lower prices than consolidators.  

 Improvement of infrastructure of open air markets to cater for the needs of both genders.  
 Marketing trends and analyses need to be utilised by all producers to determine when to 

cultivate and harvest to avoid a glut on market.   
 Government intervention to regulate the importation of crops that are already locally cultivated.  

 
 

7.4   Business Practices and Agri -preneurship 

98.6% of youth (100.0% of females and 98.5% of males) own the farm on which they produce. In 
addition, 9.0% (n=9) of producers own another agricultural related business. The most common type of 
business is poultry raising or small ruminants’ production (36.8%). Only 1 female stated having such a 
business. The second most common agri-business is land preparation services (26.3%). 

 Table 19: % of youth who own their own agricultural businesses 

 16-24 25-35 Female Male n Total 
Own farm 96.5% 99.4% 100.0% 98.5% 209 98.6%  
Own another agricultural business 5.3% 10.3% 10.0% 8.9% 19 9.0% 
 

 

Table 20: Types of other agricultural businesses owned  

n=19 Female Male Total 
Agro-Processing (Pepper Sauce) 0 1 1 5.3% 
Spraying Service 0 1 1 5.3% 
Consolidator 0 1 1 5.3% 
Land Preparation Service 0 5 5 26.3% 
Livestock/Cattle Production 0 2 2 10.5% 
Poultry/Small Ruminants Production 1 6 7 36.8% 
Rice Production  0 1 1 5.3% 
Organic Chemical Seller 0 1 1 5.3% 
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In terms of the duration of owning farm or other agricultural related businesses, time frames are 
dispersed equally between 1-4 years; 5-9 years and 10 years or more. Only 3.8% of males have had their 
business 1 year or less, with the majority being from the younger age cohort of 16-24 years old.   
 

Table 21: Length of time with own agricultural business (farm or other), by age and sex 

 16-24 25-35 Female Male Total 
Less than 1 year 10.5% 1.3% - 4.0% 3.8% 
1-4 years   56.1% 23.2% 20.0% 32.7% 32.1% 
5-9 years 33.3% 31.6% 40.0% 31.7% 32.1% 
10 years + - 43.9% 40.0% 31.7% 32.1% 

 

In terms of various business practices, 25.0% of youth stated that they currently keep track or record 

their income and expenses from their businesses. This was generally practiced more frequently among 

female producers (40.0%) than male producers (24.3%).  
 

Table 22: % of youth that record income and expenses 

16-24 25-35 Female Male Total 
15.8% 28.4% 40.0% 24.3% 25.0% 

 

 

7.5   Perception of Successful Business  

Overall, 80.2% of youth felt that their farm or agri-business was successful. There were little differences 

between age groups with 80.7% and 80.0% for 16-24 and 25-35 years, respectively. In terms of reasons 

for why their businesses were considered successful, the majority stated that this was due to profit 

making (97.6%), followed by being able to sell all products produced or provided (64.1%). Only 1 youth 

noted that it was also due to the fact that planting costs were low. For those youth who felt that they 

had not achieved success (n=42, 19.8%), the main reason was not making a profit (88.1%), followed by 

not being able to sell all their produce (31.0%) and not having large enough buyers (7.1%).  

 
Table 23: % of youth who perceived success in agriculture related business 

 16-24 25-35 Female Male Total 
Successful business 80.7% 80.0% 60.0% 81.2% 80.2% 
Reasons for Success (n=170)      
Made a profit 95.7% 98.4% 60.0% 79.2% 97.6% 
Secured HVM buyers 44.7% 48.8% 20.0% 39.1% 47.6% 
Sold all products 66.0% 63.4% 30.0% 52.5% 64.1% 
Cost of planting low 2.1% 0.0% 16.7% 0.0% 0.6% 

*multiple responses 
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Table 24: Reasons for not being successful 

n=42 16-24 25-35 Female Male Total 
Did not make a profit 90.0% 87.5% 100.0% 86.8% 88.1% 
Did not have large buyers 10.0% 6.3% - 7.9% 7.1% 
Did not sell all products 30.0% 31.3% 25.0% 31.6% 31.0% 
Bad Weather (Crop Loss) - 0.6% 10.0% - 0.5% 
Cost for land preparation 1.8% - - 0.5% 0.5% 
Cost for chemicals - 0.6% - 0.5% 0.5% 
Low price received 3.5% 1.3% 10.0% 1.5% 1.9% 
Low quantity of production 1.8% 2.6% - 2.5% 2.4% 
Post-harvest loss 1.8% 1.3% - 1.5% 1.4% 
Buyers did not pay - 0.6% - 0.5% 0.5% 

*multiple responses 

By crop type, the majority of producers who had challenges were unable to sell all their products, while 
non-leafy vegetable producers noted that there were no large buyers for them. Low quantity of 
production was noted as a challenge only for plantain producers (9.1%). 

Table 25: Reasons for not being successful, by crop type 

N=44 
Did not Sell 
all Products 

No Large 
buyer 

Did not  
Sell All 

Bad 
Weather/Crop 

Losses 

Low 
quantity of 
production 

Low price 
received 

Leafy Vegetables 60.0% - 40.0% 2.3% - 2.3% 
Non-Leafy Vegetables 66.7% 66.7% 50.0% - - 2.3% 
Other 100.0% - - - -  
Pineapple 60.0% - 20.0% 2.3% - 2.3% 
Plantain 95.7% 4.3% 30.4% 6.8% 9.1% 2.3% 
Root Crop 100.0%

6
 100.0% 100.0% - -  

Seasoning 100.0% - - - - 2.3% 
Vine Crop 100.0% - 100.0% - -  

*please note 2.3% represents one producer. Denominator for challenges was responded by 44 youth.  

 

7.6   Credit and Access to Loans  

Youth were asked about their credit history and patterns. Only 9.9% of sampled youth stated they 
currently have a loan/credit for their business. The main reason for taking out such a loan was for input 
purchase (95%) with only 5% noting they accessed a loan for personal reasons.  6.1% of youth (20.0% 
female and 5.4% of males) have been denied a loan in the past. In terms of youth who currently have a 
loan (n=21), the majority of them (81.0%) accessed the loan through a formal financial institution such 
as a bank or credit union, while 14.3% of youth took a loan from family or community members. Only 
4.8% took a loan from input suppliers (Figure 3).  
 
 

 

                                                           

6
 Please note there was only 1 root crop producer in the sample. 
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Table 26: % of youth who accessed credit in last 12 months 

 16-24 25-35 Female Male n Total 

Currently have a loan/credit 8.8% 10.3% 40.0% 8.4% 21 9.9% 

Been denied a loan in the past 3.5% 7.1% 20.0% 5.4% 13 6.1% 

 
Findings of FGDs revealed that one of the most common issues facing youth producers to obtain credit 
from financial institutions is insufficient collateral.  Only two female produces in Bath have had success 
in obtaining credit from IPED (local lending institution) while male producers in Canal and Wakenaam 
were unable to obtain loans due to insufficient collateral - although contrary to quantitative results 
which show that only 6.1% of youth have been denied a loan in the past. According to the Credit Study 
conducted in Guyana in January, 2016, the following were given as reasons for cash-crop producers 
being declined loans from banks:  
 

 The institution was not lending for the purpose requested. One producer claimed that he 
had adequate collateral but was bluntly told that the bank does not lend for pineapple 
farming. 

 Documents requested by bank, such as proof of address, are difficult to obtain in rural 
areas. 

 Bad credit history.  
 Inadequate / unreliable market for produce. 
 Banks are reluctant to lend to first-time borrowers as they are unsure about the likelihood 

of repayment.  
Figure 2: Reasons for Credit 

 

Figure 3: Source of Credit 
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In terms of source, those that do currently have a loan have taken it from a formal institution (81.0%), 
whereas 14.3% have borrowed from a family member or friend.  At the same time, focus group 
discussions revealed that producers are also deterred from seeking financial assistance from lending 
institutions due to the lengthy processing time and stringent requirements. Farmers in Canal and 
Wakenaam for instance felt more comfortable to borrow from family members, even though they are 
not always forthcoming with credit.  A few farmers in Wakenaam recommended that an agri-bank (such 
as GuyBank which is now dormant) be re-established to improve producers’ access to formal credit. One 
of the advantages of GuyBank is that producers did not have to fulfil a lot of requirements for loan 
access.  
 
7.7   Training and Coaching 

Youth were asked about their previous training and coaching experiences in all areas from production to 
business planning. The majority of youth (42.9%) have received production training in the past, while 
4.7% had received post-harvest training or coaching. Very few had received marketing or business 
management training with 2.8% and 2.4% stating this respectively.  

Table 27: % of youth who have received training on various topics in the past 
 16-24 25-35 Female Male Total 

Production Training/Coaching 47.4% 41.3% 10.0% 44.6% 42.9% 
Post-Harvest Training/Coaching 3.5% 5.2% 0.0% 5.0% 4.7% 
Marketing Training/Coaching 3.5% 2.6% 10.0% 2.5% 2.8% 
Running a Business Training 3.5% 1.9% 10.0% 2.0% 2.4% 

 

In terms of what further support and training youth felt they required to be successful, 84.0% of all 
respondents noted that they would like further training or coaching on how to establish linkages with 
markets, particularly high value markets. Another 47.6% also stated they wanted coaching on the 
requirements of market players, while 28.3% noted that training on managing their business is another 
need. Few youth noted that more production training was required.  

Table 28: Types of Training that youth feel they require 

 
 Total 

Business Management 28.3% 
Linkages to HVMs 84.0% 
Requirements of HVMs 47.6% 
Production training (improved quality) 2.4% 
Post-Harvest Management 0.5% 
Soil Testing 0.5% 
Watermelon Production 0.5% 

N.B 0.5% represents 1 youth 

In terms of other support perceived as important, the majority of youth (80.2%) noted that technical 
support was most needed, followed by financial support such as accessing loans and credit (77.8%). Only 
a quarter of youth (25.0%) stated that they required any mentorship by more experienced business 
owners or producers. Individual respondents also noted the need for support such as acquisition of land, 
access to inputs such as fertilizer and pesticides, and provision of market information.  
 
FGDs corroborate these findings as stated above. When asked what type of support youth need to 
establish and run a business in the agriculture sector, producers stated: access to land, increased 
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technical support, market linkages and access to credit from a financial institutions. These were also 
stated as means for improving youth participation in the agriculture sector.  
 
Table 29: Types of future support youth feel they require 

 Female Male Total 
Financial Support (loans, credit) 70.0% 78.2% 77.8% 
Technical Support 70.0% 80.0% 80.2% 
Mentorship by business owners 50.0% 23.8% 25.0% 
Market Linkages 40.0% 76.2% 74.5% 
 

7.8   Possibilities for the Future  

23.6% of youth (60.0% females and 21.8% males) stated that they do envision owning another type of 
business in the agriculture sector outside of the one they currently own and run.  Of those that stated 
they would want to establish another business, these ranged from additional production areas to input 
supplier.  The most common type of business was livestock production (either cattle or poultry) with 
39.2% of youth stating this, followed by land preparation services (17.6%). 
 
During the FGDs and KIIs, the majority of producers mentioned that, within the next 5 years, they will 
expand their farms to cultivate higher volumes and different varieties (vegetable crops). Some 
mentioned that they will be cultivating in the same volumes due primarily to limited access to land, 
while other producers in Canal mentioned that farming is the only means of earning an income that they 
are aware of in their community. Few expressed an interest in venturing completely out of agriculture, 
but sighted their limited educational achievement as the main constraint for not being able to do so. 
One female in Bath expressed interest in processing of seasoning (bottling), but mentioned that she 
would need technical support and guidance in order to embark on such a venture. Other farming 
ventures identified include consolidating of fresh produce and supplying to export markets.   
 
Table 30: Types of businesses youth would establish in the future 

 Total 
Agro Processing 
Boiler Production 
Bottling of Seasoning 
Exporter 
Fishing 
Input Supplier (agro chemicals, pesticides) 
Land Preparation 
Livestock Production (cattle or poultry) 
Nursery (Seedling Production) 
Transportation business 
Seed Producer 
Vending / Retailing  
Don't Know 

5.9% 
2.0% 
2.0% 
2.0% 
2.0% 

11.8% 
17.6% 
39.2% 
3.9% 
2.0% 
2.0% 
3.9% 
5.9% 

 

Finally, youth were asked about the type of opportunities that are available for other youth in the 
agriculture sector. Of the youth that responded (n=163), self-employment in farming was cited as the 
main area (35.6%), followed by production of either non-traditional crops, plantains, tomatoes or celery 
(19.0%). 15.3% of youth were unsure of what area of opportunity there were for youth and in a few 
cases, youth noted that there were few opportunities for youth other than agriculture (“Farming 
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because there aren't a lot of other things to do”) and in another case where a respondent noted, 
“Currently, youth do not want to go into agriculture because they view it as very hard”. 
 
FGDs also corroborate these findings. Most producers recommended large scale farming since 
economies of scale makes it more profitable. Cattle rearing and agro-chemical retail shops are other 
possible opportunities for youth in agriculture. In terms of gender differences, when asked why a lot of 
women are not farming, the respondents explained that farming is very laborious and most women are 
unable to do the extremely manual aspects of farming. Additionally, the younger women have adopted 
different practices. The only respondent in Parika said that a lot of women in her community are 
engaged in farming because there are no alternative income earning activities. 
 
Female groups also noted that they face few difficulties in balancing farming with household chores due 

to assistance they receive from family and friends. They also note that they see themselves continuing in 

this livelihood and will encourage other young women to get involved in farming since it is a useful 

source of income. In fact, one respondent explained that many young females are interested in farming, 

but are unable to do so because of limited access to land. 

 
Table 31: Areas of opportunity for youth in the agriculture sector 

 

 Total 

Self-Employed (farming) 35.6% 

Self-Employed (not-specified) 4.9% 

Farming (non-traditional, plantains, tomatoes, celery) 19.0% 

Livestock Farming (cattle, poultry, swine) 4.3% 

Cash Crop Farming 6.7% 

Agripreneur (not-specified) 7.4% 

Agripreneur (Agro-processing) 3.7% 

Other
7
 4.3% 

Professional Job (non-agriculture) 1.2% 

Don’t Know 15.3% 

 

 
7.9 Technical Institute Findings  

7.9.1      Meeting with Teachers 

The Agriculture Machinery course is of 2 years duration. Each year, approximately 20 students enroll 
and on average, 18 successfully complete the program. Historically, the program does not attract many 
females. In the current class, there are 3 female students.  
 
Some of the challenges faced by graduates of the program include low paying jobs and lack of 
information regarding the job market. Often times, graduates from agriculture-based communities (such 
as Black Bush Polder) revert to farming. Some of the students choose to attend the Guyana School of 
Agriculture or the University to study Agriculture. 
 

                                                           

7
 Individual responses of exporter, transporter of produce, being a role model for other producers, and becoming 

an agriculture extension officer 
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There is currently no crop husbandry aspect to this course since agriculture is not the main subject of 
the program. However, the Head-teacher of the course believes this should be included. The teacher 
expressed interest in producing plantains and by-products of plantains at NATI in order to make the 
institution more self-sufficient. Herein, there is the desire of adding agri-processing to the curriculum. 
The headmistresses indicated that teachers and other stakeholders are currently reviewing the 
curriculum.  
 
7.9.2      FGDs with Students  
Findings of the male FGD revealed that that most of the male students chose the field in order to be 
employed by Mac Corp (authorized distributor of Caterpillar brand of equipment). Some students 
explained that machinery repair has been a long time hobby of theirs and they would like to become 
professionals in the field. On the other hand, the females explained that NATI was never a first choice, 
but because of various constraints and no alternatives, they enrolled at NATI.  
 
At the same time, some students felt that there are gaps that currently exist in the course. According to 
the male students the gaps are: more practical, entrepreneurship and management teachings, and 
modern (computerised) equipment to do practical sessions. When asked if the course prepares them 
enough to become an agri-preneur (especially a producer), they all agreed that it does not and as such 
needs more crop production  and pests and diseases management teachings.  
 
The female students explained that there is need for practical agriculture secessions on regular basis. 
Some of the activities that females are currently engaged in are taking measurements for plant spacing 
and drainage, while the males are involved with more aspects of field activities. 
 
7.10.2.1      Post-graduation Plans 

The majority of the male students are interested in seeking employment with private businesses such as 
Mac Corp and Guyana Gold Fields. Some of them have plans to obtain further qualifications from other 
institutions in the mechanical field.  All of the male respondents said they would engage in farming at 
home in addition to pursuing their professional path. When asked if they would be interested in 
expanding the home farms, the majority said no because farming will not be the main source of income. 
The female students also expressed interest in pursuing further studies. However, they were not too 
keen on pursuing further studies in the agriculture field.  
 
Students were asked what their needs would be if they chose to pursue farming in the future. All agreed 
that finance, land and equipment would be their main needs. Some of the male students indicated that 
other possible opportunities that exist in the agriculture field are land preparation services and retail 
chemical shops.  
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8. Conclusion  
 

The study captured findings from youth residing in PROPEL-targeted regions. The findings were generally 

similar across crop type and age cohorts. In terms of gender, the main disparity between male and 

female is in access to extension services. However, limitations regarding the representativeness of 

results from female producers must be underscored. Notwithstanding, the females who have accessed 

extension services stated that they were generally not treated differently from male counterparts. There 

were findings specific to the location of producers. For example, high transportation cost in some far-

flung areas compared to those producers who are located closer to markets. Again, the limitation of not 

being able to conduct an extensive study in all regions should be noted.  Overall, the majority of the 

findings especially the challenges identified were notably not unique to youth.  

Lessons Learned  

PROPEL plans to conduct a youth study for each country is which implementation of youth activities are 

being undertaken (Jamaica, Barbados, OECS). Some lessons learned from this youth study that can be 

adopted in the other studies are summarized below:  

 To facilitate a smoother process of sampling, the sampling frame for the study must be 

identified prior to training of facilitators and those collecting data. This means, that producer 

profiles need to be reviewed in advance by country staff to ensure all fields are completed (i.e. 

community, parish), age, sex.  

 The sampling population should be extended to include buyers to acquire their feedback in 

conducting transactions with youth agri-preneurs. An appropriate methodology with buyers 

would be Key Informant Interviews. 

 Tools must be reviewed by country teams in advance with experts present to advise on proper 

contextualized codes especially regarding agronomy-related questions. While the training 

provides the opportunity to this, an advanced review of this would expedite the training 

process.  

 Considering the evolution of the project and the recent internal evaluation and revised Logic 

Model, the questionnaire will need to be revised to include: a) information on radio with input 

from Farm Radio International; b) more focus on market opportunities; and others as identified 

in the evaluation.  

 Some issues raised were on the multiple understanding of the difference between producer and 

agri-preneur. In the end, it was agreed that all producers who owned land were equally an agri-

preneur. A clear definition must be assured in advance of the next youth study.  
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Annex 1: Quantitative Youth Questionnaire 
 

 

 

 

YOUTH PRODUCER/AGRI-PRENEUR SURVEY (GUYANA) 

Section A: Basic Profile Information  

THIS SECTION IS FILLED OUT BEFOE THE SURVEY IS CONDUCTED BASED ON THE LIST PROVIDED. PLEASE PRINT 

CLEARLY. 

Name of 
Interviewer 

 

Date   County  GUYANA 

 

 

(THE FOLLOWING SECTIONS SHOULD BE FILLED OUT DURING THE INTERVIEW) 

“Hello, my name is _______ and I work for the PROPEL project, working on supporting production of fresh produce 

and marketing in Guyana. We have your name in our database as a beneficiary of the project either through 

extension or input services.  We are conducting a youth survey to gather more information on your experiences 

and involvement in production, marketing and reaching high value markets.  

The information you provide to us will help us to better design programs that will help support youth in agriculture 

and agripreneurship. All information collected will remain confidential and will not be used for any purpose other 

than that for which it is intended. Your name will not be revealed to anyone.  

Your participation in this survey is voluntary and will take approximately 20 minutes to complete.  If you do not 

want to answer a question, that is okay. If you would like to stop the interview at any point, this is also okay. 

However, we do hope that you are open as the information will help to know how we can improve youth 

programming. 

 

Do I have your consent to continue?           1.   Yes           2.    No              If No, End Interview 

 

Survey Serial number  

Survey Entered (tick)  

Verified  

Serial Number 
 

 

Name of 

Beneficiary 

 

Region   Community  

(Farm Address) 

 

Age (confirm in 

interview) 

 
Sex  Male         Female 

Marital Status    Married            Single Phone Number   
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Section B: Production Practices   

Read: To start, I am going to ask you a few questions about your crop & production experiences & practices 

 
Can you confirm which 
crops you are currently 
producing?  
 
Check the list before 
you start. 
 
Tick all that apply 
 

Plantains  

Pineapple  

Sweet or Hot Peppers  

Seasoning (Eschallot, Celery)  

Leafy Vegetables (Lettuce, Cabbage, Pakchoi)    

Root crops (Eddo, Ginger, dasheen, Yam, Sweet Potato, Cassava)  

Vine crops (watermelon, pumpkin, cucumbers)  

Coconut  

Non leafy vegetables (Tomatoes, Ochro, Eggplant, bora)  

Other (Specify)  

 

 3.1.2 % of targeted producers applying environmentally sustainable agricultural practices; 5.1.2 % of producers 

accessing credit from providers 

 Question Response 

B1 Which do you consider to be your main crop (if more than one?) 
From this point on, all questions will use this main crop only (INDEX).  

 
 
 

B2* Did you do any of the following pre-harvest techniques for your _________________ [index crop]? 
(read each option individually, circle yes or no for each practice) 

a) Soil Testing  1. Yes             2. No 

b) Waste Management techniques (i.e. mulching, burying, collection)  1. Yes             2. No 

c) Use of protective clothing 1. Yes             2. No 

d) Composting 1. Yes             2. No 

e) Irrigation  1. Yes             2. No 

f) Organic pesticides 1. Yes             2. No 

g) Pesticides 1. Yes             2. No 

B3 Did you use any extension services for any crop in the last cropping cycle? 1. Yes             2. No 
If No, Skip to Section C 

B4 How often are you able to access extension services?  1. Monthly 
2. Quarterly 
3. When I call 
4. Semi-Annually 

 

Section C: Post-Harvest Practices 

Ref: 3.1.1 - % of targeted producers applying post-harvest food safety and quality standards for HVMs 

 Question Response 

C1* 

Did you do any of the following POST-harvest practices for ___________ [index crop] in the last cropping 
cycle? (read each option individually, circle yes or no for each practice)  

a) Cleaning 1. Yes             2. No 

b) Sorting 1. Yes             2. No 

c) Grading 1. Yes             2. No 

d) Packing 1. Yes             2. No 

e) Weighing  1. Yes             2. No 

f) Labelling/Branding 1. Yes             2. No 

g) Traceability Mechanisms (i.e. coding) 1. Yes             2. No 

h) Cool Storage 1. Yes             2. No 
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 Question Response 

i)     Other (Specify): 
 

Section D: Marketing of Products 

The next few questions asks about the marketing of your crops/products 

1.2 - % of producers specifically planning/targeting sales to high value markets; 1.3 - % of producers that have 

agreements in place with buyers; 2.2 - % of producers that say it’s very difficult to engage in selling to HVMs;  

 Question Response 

D1 
Did you sell ALL of your __________ [index crop] in the last cropping cycle?  1. Yes             2. No 

If Yes, Skip to D3 

D2 

What is the main reason why you were not able to sell 
your crop?  Circle One only. 
 
 

1.    Buyer did not provide fair price 

2.    Do not have any agreements with buyers 

3.    Not enough harvested 

4.    Post-harvest losses 

5.    Other (Specify)  

D3* 

Who did you sell your __________ [index crop] to in the last cropping cycle? Circle all that apply 

a) Local Open air market (street vendors)   1. Yes             2. No 

b) Informal Commercial Traders (local consolidators) 1. Yes             2. No 

c) Processors 1. Yes             2. No 

d) Producer Group 1. Yes             2. No 

e) Supermarkets 1. Yes             2. No 

f) Exporters for international 1. Yes             2. No 

g) Hotels / restaurants / eating places 1. Yes             2. No 

h) Mining / logging / fishing companies 1. Yes             2. No 

j)      Other (Specify) 

D4* Did you use market information to plan who you sell your ______to? 1. Yes             2. No 

D5* Do you have a list of buyers that you use to sell this main crop?  1. Yes             2. No 

D6* Do you have any formal (written) agreements in place with any of these 
buyers?   

1. Yes             2. No 

D7* Do you have any informal (verbal) agreements with these buyers?   1. Yes             2. No 

D8* 
How easy or difficult is it for you to sell to these markets? 
 
Read each of the choices and circle one 

1. Very Easy 
2. Easy 
3. Not easy or difficult 
4. Difficult 
5. Very Difficult 
98.   Don’t Know 
99.   Don’t Want to 
Respond 

IF 1, 2, 3 OR 99, SKIP TO SECTION E  

D9* 

What are some of the reasons for this? (DO NOT PROMPT. Circle yes or no for each) 

a) Quality not good enough 1. Yes             2. No 

b) Do not have enough quantity 1. Yes             2. No 

c) The price not fair 1. Yes             2. No 

d) Don’t have regular supply 1. Yes             2. No 

e) Don’t know any HVMs 1. Yes             2. No 

f)  Not interested 1. Yes             2. No 

g) Other (Specify): 
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Section E: Agripreneurship 

4.1.1 % of targeted youth agripreneurs that perceive their business as successful; 5.1.2 % of producers (agripreneurs) 

accessing credit from providers 

 Question Response 

E1 Do you own the farm on which you produce your crops?  1. Yes             2. No 

E2 Aside from being a producer, do you own any other business related to 
agriculture (i.e. processing, input supplier, sprayer, etc.)?   

1. Yes             2. No 
If No, Skip to E4 

 IF NO TO BOTH E1 AND E2, SKIP TO SECTION F 

E3 
What type of business is it (other than the farm business)?  
  

E4 How long have you been engaged in your business (farm or other)? 

1)    Less than 1 year  
2)    1-4 years   
3)    5-9 years  
4)    10 years + 

E5 Do you record your income and expenses for your business?  1. Yes           2. No 

E6* 
Do you feel your business (farm or other) has been successful in the last 12 
months? 

1. Yes           2. No 
If No, Skip to E8 

E7* 

What are the reasons why you say your business has been successful in the last 12 months?  
(DO NOT PROMPT. Circle yes or no for each) 

a) Made a profit 1. Yes             2. No 

b) I secured HVM buyers 1. Yes             2. No 

c) I sold all my products 1. Yes             2. No 

d) Other (specify)  
 

 ONCE ANSWERED THIS QUESTION (E7) SKIP TO SECTION F 

E8* Why do you think that your business is not successful?  (do not prompt, circle yes or no for each) 

a) Did not make a profit 1. Yes             2. No 

b) Do not have large buyers 1. Yes             2. No 

c) Did not sell all my products 1. Yes             2. No 

d) Other (specify) 
 

 

SECTION F: CREDIT 

F1* Do you currently have a loan/credit for your business?  

1. Yes 
2. No 
99. Don’t want to say 
If No or 99, Skip to F4 

F2 

What was the reason you took out a loan? 

a) to purchase inputs 1. Yes             2. No 

b) for marketing 1. Yes             2. No 

c) personal reasons 1. Yes             2. No 

d) Other (Specify) 

F3* 

Where did you access this credit?  (Do not prompt. circle yes or no for each)  

a) Credit Union/Bank (financial institution)  1. Yes             2. No 

b) Family members/Community member 1. Yes             2. No 

c) Buyers 1. Yes             2. No 

d) Input Suppliers   1. Yes             2. No 

e) Traditional Credit (box hand/susu)  1. Yes             2. No 
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f) Informal money lender 1. Yes             2. No 

g) Other (Specify): 

F4 Have you ever been denied a loan/credit in the past?  
1. Yes 
2. No 
99. Don’t want to say 

F5 

What are some of the main challenges you have faced in accessing credit, regardless if you have been 
denied or not? (DO NOT PROMPT. Circle yes or no for each) 

a)   no collateral/assets 1. Yes             2. No 

b)   time it takes to get a loan 1. Yes             2. No 

c)   interest rate too high 1. Yes             2. No 

d)   Other (Specify): 1. Yes             2. No 

99. Does not want to respond 99 (No Response) 

 

SECTION G: TRAINING AND ASPIRATIONS 

G1* Have you received any training on production techniques for any of your crops in 
the last 12 months? (i.e. fertilizer use, soil management, water management, 
pest and disease management) 

 1. Yes             2. No 
 

G2 Have you received any training on post-harvest practices for any of your crops in 
the last 12 months?  

1. Yes             2. No 
 

G3 Have you received any training/coaching on marketing your products?  1. Yes             2. No 

G4 Have you received any training/coaching on running your business?  1. Yes             2. No 

G5 

What types of training do you feel you require to improve the marketing of your produce?  
Circle all that apply 

a) Business management 1. Yes             2. No 

b) Linkages to high value markets 1. Yes             2. No 

c) Requirements of HVMs 1. Yes             2. No 

d) Other (Specify): 

G6 

What support do you think that youth need in order to successfully operate a business?  
(DO NOT PROMPT. Circle yes or no for each) 

a) Financial support (loans, credit) 1. Yes             2. No 

b) Technical support (training). In which areas:  1. Yes             2. No 

c) Mentorship by experienced business owners 1. Yes             2. No 

d) Linkages to markets 1. Yes             2. No 

e) Other (specify) 
 

 

Section H: Possibilities to get into Other Business  

H1 Do you envision yourself owning any other business in the agriculture sector 
(outside your production) in the future?  

1. Yes             2. No 
If No, Skip to H3 

H2 What type of business would you want to establish?  
 

H3 What are some of the opportunities for youth in agriculture sector? 
 
 
 
 
 
 

 

THANK YOU FOR YOUR PARTICIPATION.  
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Annex 2: Focus Group Discussion Guide and Questions - Producers 

 

The objectives of the focus group discussions with producers are to:  

 Gain valuable information for project planning for informing country specific work plans and 
country interventions;  

 Determine the level of involvement and engagement of male and female youth producers in 
PROPEL-targeted high value markets (HVMs) and fresh crop value chains;  

 Determine barriers and challenges male and female youth producers and agripreneurs (if 
relevant) face;  

 Determine and identify opportunities for youth in both farming and value-addition that PROPEL 
can support  

 Explore indicators from a qualitative perspective: 

 5.1.2 % of producers accessing credit from providers 

 1.2 % of producers specifically planning/targeting sales to high value markets;  

 1.3 % of producers that have agreements in place with buyers 

 2.2 % of producers that say it’s very difficult to engage in selling to HVMs 

Group 
Selection 

1.  1 Male FGD – Mixed Ages 
2.  1 Male FGD – Ages 15-25 
3.  2 Female FGDs – Mixed Ages 
4.   1 Male FGD – 26-35 
5. 2 KIIs with females 
 
These FGDs target producers with the potential of producers that are also involved in 
businesses in the agriculture sector.  

Inclusion 
Criteria 

In each FGD there will be 8 people with the following characteristics: 

 Mix of 18-25 year olds and 26-35 year olds 

 All participants are drawn from producer profile lists generated by the project 
 
The M&E Coordinator will provide a list of names based on producer profiles and the FGD 
participants will be arranged in advance of conducting the FGD.  

FGD 
team 

1 note taker 
1 facilitator 

Process If possible, record the FGD. This will help to complete the notes if you miss anything. 
After the FGD, all notes from the note taker template should be typed up and provided 
electronically to Julie for analysis 

 

FOCUS GROUP DISCUSSION QUESTIONS FOR PRODUCERS  

Introduction to Group: 
 
Hello my name is ___________. Also we have _________ who will be taking notes. Thank you for 
joining us today in our discussion. You are all here because you have been identified as a youth 
beneficiary in the PROPEL project. Our objective here today is to get a better understanding of your 
experiences and perceptions around youth involved in production, and also potential of involvement in 
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businesses in the agriculture sector or agri-preneurship.  
 
Everything we discuss here today will remain both anonymous and confidential and the information 
will only be used (without your names or identity) to help us understand how we can better address 
the needs of youth producers in our programming. We hope therefore that you will feel comfortable 
to be open and honest so that your ideas can help in supporting programming for youth in PROPEL.  
 
We would like to record the information, only so that we can review it. Again, it will not be shared with 
other youth producers, or stakeholders and will be used by the PROPEL team only to inform our 
programming. Do we have your permission to record? 
 
Finally, everyone’s perspectives and opinions are important and therefore we want to make sure we 
hear from everyone.  
 
Does anyone have any questions before we begin?  
 

 

Area of Inquiry Question and Probes 

Introduction Let us introduce ourselves. Please share your first name, age, what crop you 
produce and something about yourself.   
 
*Note taker, please note down in template 1 the first name, sex, age, crop type 
and marital status of the participants (based on the participant list you have been 
provided) 

Warm Up 1. What are some of the reasons why you became/are a producer?  

Extension 
Services for Youth 

2. How many of you here receive information or visits from an agriculture officer      
(extension services)?  
 
[Probe: How often do you access these services?] 
 

3. What challenges, if any, do you face in accessing extension services as a 
youth?  

4. [Female FGD: How do you think agricultural officers (extension service 
providers) perceive you because you are female? Do you think they treat 
males differently? How?]  

Barriers and 
Challenges of 
producers and 
agri-preneurs 

5. What are some of the production challenges you face being a farmer?  
 
[Probe: Accessing Input supplies, production amounts, storage, application of 
new techniques,]? 
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Involvement of 
youth producers 
in HVMs and 
value chains 

[Probe around the last season of production] 
 
6. Tell us about your marketing experience. Where do you currently sell your 

produce? To Who? 
7. What type of agreements do you have (formal or informal ones)? 
8. What are some of the challenges you face marketing your produce?  
9. How do the buyers generally treat you? Do you think buyers treat you 

differently because you are a youth? WHY or WHY NOT? 
 
[Probe: Do they provide fair prices, do they treat you respectfully, do they 
treat you differently because you are young?} Please explain 

        [For female group: do you think that buyers treat you differently because 
you’re female? Why is that?] 

 
10. What do you feel you need in order to market your products better?  

[Probe: business training, marketing support, negotiation support, 
connections or networking with buyers, etc.]  
 

11. What do you feel you would need to do in order to sell to other markets? 
(i.e. supermarkets, international exporters, and hotels?  

12. What suggestions would you have for other youth (other women) producing 
for these market players? 
  

Opportunities 
and Aspirations 
of youth 
producers and 
agri-preneurs 

13. Where do you see yourself in your farming business in the next five years? 
Please explain. [Probe around: expansion of currently business, starting a 
new agribusiness, other sectors?] 

14. What support do you feel you need to establish and run a business in the 
agriculture sector? [Technical support, financial access, etc.] 

15. What are some of the opportunities for youth in agriculture?  
16. What suggestions do you have that will improve youth participation in this 

sector? What about female youth? 

Closing 17. Is there anything you would like to add that we have not talked about? 
 
Thank participants for their time 
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Annex 3: Key Informant Interview Guideline for Females  
 

For instances when there is only one female participant. 

Thank you for taking the time to speak to me today. I would like to ask you some questions today to get 

a better understanding of your experiences and perceptions around youth involved in production, and 

also potential of involvement in businesses in the agriculture sector or agri-preneurship. Specifically, I 

wanted to ask some questions about your experience of being a female youth in this sector.  

Everything we discuss here today will remain both anonymous and confidential and the information will 

only be used (without your names or identity) to help us understand how we can better address the 

needs of youth producers in our programming. I hope therefore that you will feel comfortable to be 

open and honest so that your ideas can help in supporting programming for youth in PROPEL.  

I will be writing down your answers so that I can review them later on. Again, it will not be shared with 

other youth producers, or stakeholders and will be used by the PROPEL team only to inform our 

programming.  

Name of Interviewee:  

Age of Interviewee:  

Date of Interview: 

Location of Interview: 
Interviewer: 

1. To start, I would like to ask what are some of the reasons why you became/are a producer? 

 

2. What is your main crop? How long have you been a farmer? Who do you own the farm with?  

 

3. There are not a lot of women in farming, why do you think this is?  

 

4. How do you balance your farm work with your house work/caring for children? 

 

5.  Do you receive any information from agriculture officers?  
 

6. How do you think agricultural officers treat you because you are female? Do you think they treat 

males differently? How? 

 

7. Tell us about your marketing experience. Where do you currently sell your produce? To Who? 
 

8. What are some of the challenges you face marketing your produce? What about other female 
producers you know about?  
 

9. How do the buyers generally treat you? Do you think buyers treat you differently because you are a 
female youth? Why or Why not?  
 

10. What do you feel you need in order to market your products better? [Probe: business training, 
marketing support, negotiation support, connections or networking with buyers, etc.]  
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11. What suggestions would you have for other women producing for these market players? What 

advice would you give them?  
 

12. Where do you see yourself in your farming business in the next five years? Please explain.  
 
13. What support do you feel you need to establish and run a business in the agriculture sector?  

 
14. What do you think are some of the opportunities for young females in agriculture?  

 
15. Would you encourage other women to join the sector? Why or Why not?  
 
 
16. What type of advice would you give them? What suggestions do you have that will improve young 

female’s participation in this sector?  
 

17. Is there anything you would like to add that we have not talked about? 
 

 

Annex 4: Focus Group Discussion Guide and Questions - Technical Institute  

 
The objectives of the focus group discussions with students are to:  

 Gain valuable information for project planning for informing country specific work plans and 
country interventions;  

 Determine and identify opportunities for youth in the agriculture sector that PROPEL can support  

Group 
Selection 

1 male FGDs with students of New Amsterdam Technical Institute  
1 female FGD with students of the New Amsterdam Technical Institute OR 3 Key 
Informant Interviews if there aren’t enough female students to conduct a FGD  

Inclusion 
Criteria 

In each FGD there will be 8-10 people with the following characteristics: 

 Students from the next graduating class 

 Students whose major is Agriculture Mechanization  

 All participants are students of the New Amsterdam Tech Institute  

 Willing to participate 

FGD 
team 

1 note taker 
1 facilitator 

Process After the FGD, all notes from the note taker template should be provided to Julie for 
analysis 

 

FGD QUESTIONS FOR STUDENTS OF AGRICULTURE TECHNCAL INSTITUTE 

Introduction to Group: 
Hello my name is ___________. Thank you for joining us today in our discussion.  I am here because 
the PROPEL PROJECT is conducting a youth study in order to find out the perceptions around youth 
becoming involved in the agriculture sector. We hope therefore that you will feel comfortable to be 
open and honest so that your ideas can help in supporting programming for youth in PROPEL.  
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Everything we discuss here today will remain both anonymous and confidential and the information 
will only be used (without your names or identity) to help us understand how we can better address 
the needs of youth in our programming.  
 
We will be recording the information, only so that we can review it. Again, it will not be shared with a 
3rd party and will be used by the PROPEL team only to inform our programming.  
 
Does anyone have any questions before we begin?  

 

Area of Inquiry Question and Probes 

Introduction Let us introduce ourselves. Please share your first name, age, and major (class 
stream).  
*Note taker, please note down in template 1 the first name, sex, age, and major of 
the participants (based on the participant list you have been provided) 

Warm Up 18. What are some of the reasons why you chose to attend NATI? 
19. What are some of the reasons for choosing this major?   

For Female Group:  There are not a lot of females in agriculture schools, why 
do you think that is? 

Training  20. What do you cover in this major? What are some of the courses and topics? 
21. How valuable do you find these training?  
22. What about the practical sessions, how useful are these?  

Aspirations of 
youth 

23. What do you see yourself doing after graduation? [Probe around occupation 
areas such as farming, agro-processor, researcher etc.) 

24. What are the reasons why you are going to pursue this area?  
25. Do any of you here plan to work in the agriculture sector after graduating? 

Why or Why not?  
[Female Group: Do you foresee any challenges as a female entering this 
sector?] 

26. What would motivate you to become involved in the agriculture sector?  
27. For those want to become an entrepreneur, what type of business would you 

want to have? [farming, agro-processor, spray person……….] 
28. What support do you think you will need for the start-up of your business? 

[Technical support, financial access, etc.] 
 

For those who will further studies: 
29. In what area/field would you continue studies?  
30. If agriculture field, why? 

Challenges of 
potential youth 
entrepreneur  

31. If you were to enter the agriculture sector (owning a business or working with 
someone who owns a business, professional ag job), what are some of the 
challenges do you think you would face as a youth? [Probe: inexperienced, 
limited knowledge, ……..]? 
[Female Group: As a young female, do you foresee more challenges than your 
male counterparts? Why or Why not?] 

Closing 32. Is there anything you would like to add that we have not talked about? 
Thank participants for their time 

 


