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A gendered analysis of goat ownership and marketing in Meru, Kenya

Elizabeth Waithanji*, Jemimah Njuki, Samuel Mburu, Juliet Kariuki and Fredrick Njeru

(Received January 14, 2013; accepted April 23, 2014)

Studies show that women are more likely to own small, rather than, large livestock. This study
sought to establish gendered preference for different livestock species while focusing on the
gendered differences in ownership, management, and marketing of goats in Meru, Kenya.
Men demonstrated a higher preference for cattle than women, who had a higher preference
for poultry than men. Men and women preferred goats equally, but women derived and
managed more income from goats than men. Development projects should apply a gender
lens before introducing different livestock species as gender differences exist in the
preference and the management of different livestock.

Selon certaines études, les femmes sont plus susceptibles d’avoir un cheptel composé de petites
bêtes, et non d’animaux de grande taille. La présente étude a cherché à établir quelle est la
préférence selon le sexe concernant différentes espèces de bétail tout en se concentrant sur
les différences fondées sur le genre pour ce qui est de la propriété, de la gestion et de la
commercialisation des chèvres à Meru, au Kenya. Les hommes ont exprimé une plus grande
préférence que les femmes pour les bovins, tandis que les femmes étaient plus nombreuses
que les hommes à préférer les volailles. Les hommes et les femmes préféraient les chèvres
en nombre égal, mais les femmes tiraient et géraient plus de revenus des chèvres que les
hommes. Les projets de développement devraient tenir compte des questions de genre avant
d’introduire différentes espèces de bétail, car il existe des différences pour ce qui est de la
préférence et de la gestion de différents animaux.

Ciertas investigaciones sugieren que las mujeres suelen preferir ser dueñas de animales
pequeños más que de especies grandes. El objetivo del presente estudio se orientó a
identificar las preferencias en torno a la posesión de distintas especies animales,
detectando las diferencias que se presentan según el género en términos de la propiedad,
el manejo y el comercio de cabras en Meru, Kenia. Se constató que los hombres
mostraron una preferencia más elevada que las mujeres por el ganado vacuno; en
contraposición, las mujeres manifestaron mayor preferencia que los hombres por las aves
de corral. A su vez, ambos géneros revelaron una preferencia similar por las cabras,
aunque las mujeres obtuvieron y administraron más ingresos provenientes de las cabras
que los hombres. Lo anterior da cuenta de que los proyectos de desarrollo deben aplicar
un enfoque de género antes de introducir distintas especies animales en el ámbito de su
trabajo, ya que cada género muestra preferencias diferenciadas respecto al tipo de ganado
que desea criar y administrar.
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livelihoods – Poverty reduction; Civil society – NGOs; Sub-Saharan Africa
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Introduction

Women play an important role in livestock production because they provide most of the labour
required (Kristjanson et al. 2010). In addition, livestock represent one of the most important
assets and sources of income for women. Women are more likely to be owners of small than
large livestock. Women are more likely to participate in the sale of small stock, the disposal
and sale of their products, and in the use of income accrued from these sales. Women,
however, suffer more constraints than men in their involvement with livestock; for example,
they have limited access to land, capital, information, marketing opportunities, and decision-
making powers, which can affect their participation in livestock value chains and the benefits
that can be gained from them. In addition, women’s control of livestock has been known to
decline with an increase in productivity, particularly when products are marketed through organ-
ised groups such as cooperatives, whose membership is predominantly male (Kergna et al. 2010).

Recent studies have looked at the role of women in livestock production, their ownership of
livestock, and their participation in livestock markets (Curry et al. 1996; Okitoi et al. 2007). They
have identified knowledge gaps on how these roles change when there are improvements in the
marketing systems, especially for small livestock such as goats and their products. These gaps in
knowledge limit investments in women’s economic empowerment through livestock. This article
contributes to the closure of these knowledge gaps by understanding men’s and women’s owner-
ship of dairy goats and their participation in dairy goat marketing in Kenya. More specifically, the
study focuses on men’s and women’s roles in production and marketing of live goats and goat
milk, and how gender roles might vary with different types of markets.

The analysis was done with the Meru Goat Breeders Association (MGBA), a registered farmer
organisation with members from 171 farmer groups. MGBAwas formed in 1999 by potential ben-
eficiaries of a project initiated by FARM Africa (a UK-based NGO) and co-managed by the Min-
istry of Agriculture and Rural Development (MoARD) and smallholder farmers. In addition to
running a goat breeding programme, the MGBA has a goat milk processing plant. The rationale
behind FARM Africa’s intervention was Peacock’s (1996) philosophy that farmers and pastoral-
ists in developing countries are capable of improving their own lives with very little outside assist-
ance, and technical interventions should be introduced within the social and economic context of
the area. The context in this case was that goat products seldom entered marketing systems
because goats are often kept by poor people, especially women, and are often kept in small
numbers, which limits their entry into formal markets. The project aimed to alleviate poverty
in marginal divisions of Meru district through small livestock and animal health delivery, with
the intention of increasing incomes and improving nutrition for poor farm families. The project
had three objectives: to increase productivity of existing goats by improving management and
increasing access to healthcare delivery systems; to strengthen breeding and animal health deliv-
ery for sustained improved production; and to enhance the capacities of local institutions to carry
on with project activities after the exit of FARM Africa.

The rest of the article consists of a literature review on women’s ownership of livestock and
participation in markets; and sections on methodology, results, discussions, and conclusions.

Literature review: women, asset ownership, and market participation

Increasing women’s control over assets, mainly land, social, and financial assets, has positive
effects on a number of important development outcomes for the household, such as food security,
child nutrition and education, and women’s own well-being (Quisumbing 2003). For example, the
greater a woman’s asset holdings at marriage, the larger the share of wealth the household spends
on children’s education (Quisumbing and Maluccio 2003). Ownership of assets by women has
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been shown to improve the bargaining power of women and to promote their equality in the
household because income control engenders equality (Blumberg 1995).

Women use social networks, which constitute social assets, built on trust and norms to
strengthen their personal and family livelihood security. Groups organised around such networks
include women’s clubs, self-help groups, and kinship ties, and are empowering (Thomas-Slayter
and Bhatt 1994). Groups are also a useful vehicle for linking farmers to markets, extension and
other sources of information (Bhatt 1995), resources, and other services (Galab and Rao 2003).
Hence, they are empowering to women. Development interventions are more likely to succeed
if implemented through groups than through individuals.

In Kenya, goats and poultry are considered to be women’s animals, and large ruminants,
men’s animals. Livestock ownership by women, however, does not necessarily translate to
women making decisions about them. Like most other agricultural tasks, men appear to partici-
pate more in livestock management as smallholder enterprises commercialise (Kitalyi 1998). For
example, in western Kenya, men, who own only 19% of the poultry, make most decisions invol-
ving money, and women, who own 63%, make most other decisions except those involving
money (Okitoi et al. 2007).

Within the context of developing countries, it appears that an improvement in the technology
of production, which results in market formalisation and commercialisation of smallholder enter-
prises, impacts negatively on women in the household (Thomas-Slayter and Bhatt 1994; Tangka,
Ouma, and Staal 1999). There is some evidence that as crops or livestock become more profitable,
men tend to take over control (Njuki, Mburu, and Pimentel 2013). The converse, too, is true (von
Braun and Webb 1989). When agriculture is dominated by crops for export, there develops a
male-dominated market-crop and a parallel female-dominated food crop for use by the household
(Boserup 1990). While most studies have been done on crops, similar evidence is starting to
emerge around livestock. Studies in Uasin Gishu, Kenya, found that men made decisions
about morning cow milk, which was sold to more formal markets while women made decisions
about evening milk, which was consumed at home (Curry et al. 1996). In Nepal, Thomas-Slayter
and Bhatt (1994) observed that although intensification of buffalo dairy production increased the
well-being of households, it also created new inequalities in gender roles and responsibilities.

With market formalisation and smallholder commercialisation, the livestock sector is structur-
ing into value chains of varying lengths to meet (up to global) consumer demands. The transition
from subsistence farming to commercial production alters the values and norms of both pro-
duction relations and relations attributed to everyday life (Morvaridi 1992). For example,
women’s low status as unpaid family labour is perpetuated by social relations within the house-
hold and intensified in commercialisation. Thus, women are further exploited to the benefit of
household accumulation (Morvaridi 1992). Identifying areas in the livestock value chain where
women benefit or are exploited, and in what ways, is an important step in enabling policymakers
to design interventions that will empower women.

Methodology

This research was carried out in Kiongone, Igane, Kathigau, and Maundu sub-locations of Mwan-
gathia location of Abothoguchi East, Meru district, Kenya. Meru has a high agricultural potential
but the market access is fairly low, with goods from the study area getting to the market within
four hours of production (Figure 1). The MGBA was selected as a case study because it was
advertised as the largest commercialised and community based goat value chain in Kenya
(MGBA 2010).

Qualitative and quantitative data were used in this study. Qualitative data were collected
through two sex disaggregated focus group discussions (FGDs) constituted by five men and 11
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women from the MGBA.1 The groups were separated after the initial introduction of the study and
some general questions on dairy goat and other farming practices in the area. Separating women
and men reduced the cultural inhibitions that would make it difficult for both to participate openly.
Value chain maps were, however, drawn by women and men together at the end of the FGD.
Other sources of qualitative data included key informant interviews (KII) with the MGBA offi-
cials and two community mobilisers working with the MGBA.

Quantitative data were collected through surveys of randomly sampled households from a
stratified sample of members and non-members of MGBA. A total of 39 households, 32 male-
headed and seven female-headed, were interviewed on the dairy goat value chain.2 For the house-
hold surveys, the sampling frame was the sub-location, the smallest administrative unit, from
which the farmers to be interviewed hailed. Since there was no existing list of farmer households
in any of our study sub-locations, a comprehensive list of all households owning dairy goats was
compiled with group officials, local elders, and administrators. The list was then separated into
two, those that belonged to the MGBA and those that did not. For each list, a sample of about
20 households was drawn using a table of random numbers.

The questionnaire survey had two separate modules; one administered to heads of households,
with a section for the head of household to answer as an individual, and a second module, with
similar questions, but administered to the primary female in male-headed households. Questions
on income, income control, and decision making were asked to both men and women. In male-
headed households, women were interviewed away from men in order to include their unvetted
perspectives of intra-household activities and relations. In this study, only de jure female heads of
households were interviewed.3

Combining qualitative and quantitative approaches enriched the study because qualitative
findings helped explain the trends identified in the quantitative analysis. Quantitative data were
analysed statistically, using SPSS. Owing to the differences in numbers of male and female house-
holds, most statistical analyses of differences between women and men were conducted on data

Figure 1. Meru market map.
Source: ILRI Markets database.
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from men and women from male-headed households. Qualitative data were analysed inductively,
whereby trends were observed and theories built from these observations.

Owing to the small number from MGBA members and non-members that participated in
sales, data on sales from both groups were combined in order to establish the following: (i)
how much income was earned from sales by household headship and (ii) who from male-
headed households managed income from goat and milk sales.

Results

Preference for products and markets by men and women

During the FGDs, men and women were asked to score their preferences of livestock and live-
stock product markets from 0–5, where ‘0’ represented no preference at all and ‘5’ was the
highest level of preference. For both groups, dairy goats and their milk were scored at ‘5’
because sale of dairy goat milk and offspring gave them a regular income and a financial boost
at times of need.

“Dairy goats if well-nourished can be very prolific and produce multiple, high value, offspring per
kidding.” (Woman from Kathigau women’s only FGD, 2010)

Men and women had various reasons for their preferences. For example, women scored dairy goat
milk highly because of its superior nutritional value, above cow milk, and scored indigenous
chickens and their eggs at ‘4’ because they were considered to be a source of regular income.
Men, on the other hand, scored indigenous chicken at ‘1’ because they had a low monetary
value and scored cow milk at ‘4’ because they considered it to be a high income earner.
Women scored cow milk at ‘2’ because they considered it too much work to maintain a dairy
cow (Figure 2).

Goat milk and indigenous chickens and eggs were very valuable to the women because of
their superior nutritional value and the ease with which they sold locally. For women, therefore,
family nutrition appeared to be more important than profit and for men, profit appeared to take
precedence.

In order to increase production for surplus so that they could sell, women supplemented the
diets of these livestock, mainly goats and free range indigenous chicken, by giving them maize
and leftover household food. In addition, women tethered, or kept goats in stalls, and brought
them cut, fresh or wilted, fodder and water.

Figure 2. Preferences of livestock species by women and men from MGBA.
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There were also gender differences in the preference for markets. For cow milk, women’s top
preference was brokers (traders that often came to buy at the farm gate), followed by the dairy
processing plant, neighbours, and restaurants. Men preferred selling their cow and goat milk to
the dairy processing plants first, and then to neighbours (see Figure 3).4

The high preference of neighbours and brokers as a livestock and livestock products
market option by women can be explained by women’s reproductive workload (Moser
1993) combined with a culture of women’s seclusion (Madigan 2009). This causes women
to be confined at or near home and away from urban centres where markets are, and to partici-
pate mainly in close to home, often rural, markets. When considering markets that will benefit
women, therefore, one should consider markets where products can be easily sold from home
at competitive prices.

Access to livestock information by men and women

Women obtained production information from informal exchanges with other farmers than
through formal training activities provided to groups. For men, it was equally obtained through
other farmers as well as formal training activities through the association or groups. Information
on marketing for both women and men was obtained mainly from other farmers. For both pro-
duction and marketing information, men had access to more information sources than women
(Figure 4).

The difference in access to formal training for women and men could be explained by the fact
that women are tied at home by their reproductive chores and cannot make it to training activities
as frequently as men. Although the question was not asked, times when training activities are con-
ducted can determine if women can attend or not. In Kenya, most extension officers conduct train-
ing events during official working hours, between 9 am and 4 pm on weekdays, whereas women’s
chores tie them at home until early afternoon and from late afternoon. Women are also likely to be
more available to attend training activities on weekends, when their schedule is not tied to the
children’s school schedule.

Most men and women interviewed had received some training on general livestock manage-
ment, but fewer had been trained on livestock health (Table 1). No women had been trained on
marketing of livestock.

Figure 3. Preferences for livestock markets by women and men from MGBA.
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The greater focus in training activities on production than on marketing documented in this
study represents the existing training bias by extension officers. This might be because livestock
extension workers may not have the skills or experience required for training on marketing as the
livestock value chain approach to development is a very recent concept. Only two men had been
trained on marketing, making training on marketing a general problem, associated with the lack of
capacity to train by extension workers rather than a gendered difference in access. Reducing the
difference in access to training by gender should become and remain a priority as training in mar-
keting develops. In addition, most of the training was done outside the home but within the
village, with almost an equal proportion of men and women going through this training. A
lower proportion of women than men attended training activities in district or regional towns
(Figure 5).

Figure 4. Sources of information on goat production and marketing for men and women from MHH.

Table 1. Training received by subject by men and women in MHH.

Percent Percent
Training subject Men Women

General livestock management 81.3 92.9
Livestock health 12.5 7.1
Marketing 6.3 –
Total 100.0 100.0
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Generally, women and men respond well to training activities near home, but women are more
likely to attend training activities that are located closer to home, than further away, because their
reproductive roles tie them close to home. Holding training activities in venues close to home is in
fact likely to benefit both women and men.

Market participation by men and women

Prior to the MGBA project, there were no dairy goat and dairy goat milk markets. Since the
establishment of dairy goats in the area, the dairy goat milk market became constant and the
breeding stock market fairly well established, but not regular (FGD discussants and KII inter-
viewees 2010). Sometimes, large orders of the breeding stock were made and included orders
for export to other countries. These orders were, however, sporadic and farmers mainly relied
on brokers for most of their goat sales. The goat milk marketing also changed with the introduc-
tion of the processing plant, which is entirely owned by the farmer association. Women were
mostly involved in production whereas men were more involved in milk delivery to the
plant. Part of the explanation given by men for women being less involved than men in the
delivery of milk to the processing plant was that women could not lift heavy cans of milk or
ride motor bikes.

Gender disaggregated dairy goat value chain maps developed by women and men, together, at
a focus group discussion showed that men controlled the sale of milk and breeding stock in the
formal market. For example, women sold 90% of the milk sold in informal markets while men
sold 100% of the milk sold to the processing plant; 95% of the labour required for milk goats
and 50% for the breeding stock was provided by women (Figure 6). Apparently, labour
between women and men is divided according to the use of goats.

At the processing plant, three out of the four employees were men. Two men delivered
milk to the plant on motorbikes and one was a night guard. The woman, a food science
technician by training, tested the quality of milk, pasteurised the milk, and made strawberry
and vanilla flavoured yoghurt. The plant had a capacity to process 800 litres of milk daily,
but was processing only 60 litres daily. Key informant interviews established that the deficit
had occurred because the association had lost its main market outlet, Nakumatt supermarket

Figure 5. Subject and venue of training for men and women from MHH.
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in Meru, and other supermarkets in Nairobi, Kenya’s capital city, because the plant’s man-
agement team and the association officials had been unable to obtain barcodes for their pro-
ducts owing to their inability to attain a tax identification number. Without a barcode, a
product cannot receive a stamp of quality from the Kenya Bureau of Standards (KEBS)
and cannot, therefore, be sold formally. These officials were also not paid to work for
the association and the process of obtaining a barcode was complicated, time consuming,
and expensive. Owing to these challenges, milk was only collected for some days in the
week.

At the time of the interview, only MGBA members sold milk to the plant. These members
were scattered over a wide region characterised by bad roads. On the day the plant was visited
by the researchers, one of the two milk collectors had driven a distance of 90 km to collect 30
litres of milk from a few members on slippery roads after heavy rains (Caprino milk plant tech-
nician, personal communication).

When the interviews were conducted, the plant bought a litre of fresh milk from farmers at
Ksh35 and sold it at Ksh50 after pasteurisation. When the milk was sold in supermarkets in
Nairobi, pasteurised milk sold for Ksh155 a litre. Yoghurt was sold at Ksh100 a litre at the
plant. Milk and yoghurt were packaged in 500 ml plastic disposable bottles. At the time of the
study, the plant technician sold these products at public gatherings near the plant, such as
school sports days. Table 2 shows an estimated cost of production of yoghurt given by the
technician.

Figure 6. Gender disaggregated goat milk and offspring value chain maps.

Table 2. Cost of producing a litre of yoghurt at the Caprino goat milk plant.

Input Cost in K-shillings per litre of milk

Farm fresh milk 35
Transport 10
Culture, sugar, flavour, and colour 10
Packaging (bottle, label, aluminium foil) 28
Storage (refrigeration – electricity) 5
Labour 12
Rent/water 12
Total 112a

Source: Technician, Caprino milk plant 2010.
aAt the time of the interview, a litre of yoghurt was sold at Ksh100.
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Owing to the unofficial status of the plant, there were no other actors in the milk value chain.
Other products, such as manure, were used by the goat owners to fertilise their plots (case study
interviewees) and the skins were not available as mostly only live goats were sold.

One-off sales of pure-bred Toggenberg does, at Ksh28,000 each, to NGOs buying them for
their projects in other parts of Kenya (e.g. Kisumu) and countries in the region (e.g. Rwanda)
were reported by farmers. These were not included in the value chain map as they were sporadic.

Household income from the sale of milk and breeding goats

In the 12 months prior to the interview, female-headed households derived more income from sale
of goats and goat milk than male-headed households. Female-headed households also derived
more income from milk sales than from goat sales (Table 3). It was not possible to establish
whether the mean differences in the annual income from the sale of goats and milk were signifi-
cant because the female-headed households were too few for meaningful statistical analysis.
Nevertheless, the difference in incomes earned from the sale of milk between male and
female-headed households was remarkably high (Table 3).

Female-headed households are more likely to persist in the trade while participating in the
informal market than male-headed households because of the documented tendency of men to
develop an interest in commercialised commodities and formal markets, and lose interest if the
converse happens (von Braun and Webb 1989; Njuki, Mburu, and Pimentel 2013).

Belonging to a group influenced the average income from both goats and milk sales. MGBA
group members had more goats. These were of a more superior progeny than those of non-
members because MGBA members had been trained in breeding methods, they exchanged
bucks regularly using a well worked out exchange schedule, and had been trained in good
feeding techniques. MGBA member households received significantly more money from the
sale of goats and milk than non-member households (Table 4).

Group membership is a recognised vehicle that links farmers to markets, extension, resources
and other services (Bhatt 1995; Galab and Rao 2003). In this study, MGBA members had more
knowledge, better progeny and, hence, probably produced more milk per goat than non-members.
They also had access to the dairy milk processing plant, which still bought some of their milk,
albeit irregularly.

Table 3. Mean annual income from sales of goats and goat milk in male and female-headed households.

Income (KSh*) Male-headed (n = 32) Female-headed (n = 7)

Sale of goats 2750.00 3714.29
Sale of goat milk 464.69 3976.25

Note: *1 USD =Ksh 76.54 at time of study.

Table 4. Mean income from sale of goats and goat milk by group membership.

Belong to group** Sale of goats Sale of goat milk t – value (p-value at 95%)

No (n = 20) 1008.33 145.83 −2.542 (0.015)
Yes (n = 19) 3774.07 1516.81 −2.043 (0.050)
Total (39) 2923.08 1094.97

Note: ** Significant at p≤ 0.05.
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Management of income from milk by men and women in male-headed households

Two observations can be made from the results on management of income by men and women in
male-headed households. First, women managed a higher proportion of the income from milk and
from goats than men. Second, this proportion was much higher for milk than for goats (Figure 7).
Significance in difference in proportions of income controlled by women and men from male-
headed households was difficult to establish owing to the small samples sizes of households
that sold milk and goats. Only 22 households sold goats and eight sold milk in the last 12
months prior to the study. These could not be fragmented further for statistical analysis.

The finding that women controlled 46.2% of the income from goat sales and up to 65.2% of
the milk sales on their own appears to confirm the importance of the income from goats and goat
milk for women. The total income from these was however relatively low at Ksh464.69 (US
$6.07) and from goat sales was Ksh2,750 (US$33.60) (Table 3).

Other benefits to women

Other benefits to women in terms of improving their household welfare through use of income
from the sale of milk and the goats were documented through a case study interview (see
details below).

Case study: a woman’s benefits from dairy goat production and marketing

Ms Ithiru started goat farming as a business in 1998. Their group was formed in December 1997
when they heard that FARM Africa was helping poor farmers working in groups get out of
poverty. The group members were trained in goat farming, buck keeping, and as Community
Animal Health Workers (CAHWs). She is now a CAHW. Ms Ithiru currently has several pure

Figure 7. Goat and goat milk sale income management by men, women, and jointly in MHH.
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and crossbred Toggenburg goats, which produce on average of 2–4 litres of milk per day. She sells
milk at Ksh40 (US$0.52) a litre at a canteen outside her gate.

Ms Ithiru sells milk locally since the MGBA plant at Meru Central is saturated with milk. “The
local goat milk market is not lucrative because almost every homestead has a milking goat”, she
said. Ms Ithiru has sold two pure bred Toggenburg bucks at Ksh28,000 (US$365.8) each to
Kisumu and Rwanda. In the past she has sold many more through MGBA, at about Ksh10,000
(US$130.70) to different places such as Isiolo and Uganda. In her words:

“I am very happywith the goat business because Iwas able to buildmy house and educatemy childwith
the proceeds from the business. I used to borrow money before I started the goat business. Now I lend
money. I use goat manure to fertilise my shamba. I sell green maize, potatoes, onions and tomatoes all
year round because I irrigate my plot at the river bank. I also sold goats and bought a cow, I am now a
proud owner of a cow. If the need arose, however, I would really prefer to sell my cow than my goats.”

In addition to the milk marketing constraints, her pure Toggenburg doe does not have a Dairy
Goat Association of Kenya (DGAK) registration certificate.

Ms Ithiru would like to persuade non-MGBA farmers without goats to form groups. If they
do, they can benefit the way she and her group members have benefited. “People are amazed
that our goats sell for Ksh 10,000 whereas their cows sell for Ksh 5000. This price discrepancy
always makes them come to us to find out why this is the case.”

Discussion

The study results revealed that female-headed households benefited more than male-headed
households in terms of milk sales and within the male-headed household, women on their own
managed a larger proportion of income from sales of goats and goat milk than male heads of
households. The value chain map, however, contradicted the finding that women managed
most of the income from live goat and goat milk sales, and appeared to support the current
gender epistemological claim that in most cases, women mainly have decision-making power
over livestock management alone, and when farming is commercialised, men take over control
of the commodity being traded and the income accrued from it (von Braun and Webb 1989;
Njuki, Mburu, and Pimentel 2013). The apparent ability of women to control the milk and
goat income could be explained by the types of markets that the goats and milk were sold to,
often to neighbours and brokers.

Income earned from goat and milk sales may not appear much, but in the rural setup, whereby
production for subsistence still dominates, dependence on cash income is restricted to the pur-
chase of food items not grown or produced in the community and other inevitable expenses
such as education and health. All households, therefore, need cash and any income, however
small, matters because it enables household members to start meeting these needs. Prior to
MGBA, none of the previously poor farmers that have now adopted the dairy goat technology
could have raised such income.

Group membership was beneficial, as demonstrated by the finding that MGBA members
earned significantly more income from sales of goats and goat milk than non-members. The
finding can be explained by the fact that group members had been trained on nutrition,
health, and breeding and as a result, their goats were of superior nutrition, health, and
breeds than those of non-members. MGBA members’ goats were also certified, which
attracted more buyers and higher prices. Certification, a service only available to group
members, enhanced the certified goat owners’ bargaining power. This finding is supported
by other researchers’ findings that belonging to a group is likely to enhance access to
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resources and that groups have better bargaining power than individuals (Bhatt 1995; Galab
and Rao 2003).

More emphasis and effort in extensionwas laid on production thanmarketing. Fewmale and no
female farmers had been trained in marketing. This minimal training of farmers may be a reflection
of extension workers’ lack of capacity to train in marketing, which is not surprising because the
value chain approach to development is fairly recent and training in marketing and market engage-
ment may not have been incorporated in extension workers’ training curricula. Extension workers
should be trained inmarketing and the comparative advantage of the value chain approach to devel-
opment. Another indicator of the programme’s lack of capacity in the value chain approach was the
low initial price of fresh milk at the Caprino plant compared to the next marketing level. The price
of milk at the Nakumatt supermarket was 310% of the price at the Caprino plant when MGBA
started selling to supermarkets. Once extension workers attain the capacity to train in marketing
and the value chain approach, attention to training men and women at appropriate times and
venues will be necessary as women may lose out in training activities because of training times
and venues that do not suit them. Training farmer groups is beneficial because other farmers and
farmer groups were the main source of information for women and men.

Women and men preferred dairy goats and their milk above all other livestock and their pro-
ducts. Women gave nutritional superiority as the main reason for their preference for dairy goats
and men because they earned a high income. The focus on nutrition by women could be because
in this community, women are culturally assigned the role of providing food for the families,
whereas men are assigned the role of providing resources required to meet education and
health needs. Women heading households bear responsibilities for food, education, and health.
Interventions should take into account the needs and preferences of both men and women and
should have multiple objectives of income generation and food and nutrition security.

For women to participate actively in the dairy goat market, the farm gate as a market outlet
should be maintained. Since brokers and neighbours constitute the highest proportion of farm
gate purchasers, they ought to be recognised and legitimised as market players. The prices at
the farm gate should be made competitive by providing women and men selling at the farm
gate with information on retail prices at every node of the value chain. Farm gate retailers
could also be trained on value addition processes such as yoghurt and sour milk production to
enhance their profits.

The study also demonstrates that livestock ownership is, indeed, a pathway out of poverty con-
sidering all the advantages associated with it. The pioneers of MGBAwere poor people, without
livestock or with one or two indigenous goats, who organised themselves into groups and received
a doe each, a buck for each group, and goat breeding and management education. The breeding
stock has since multiplied and the technology diffused across the villages and beyond MGBA
membership. The fact that “every homestead has a milking goat” (Ms Ithiru interview 2010)
demonstrates that the nutritional objective of the project was realised very successfully. What
needs to be done now is to stimulate market participation of this association. While enhancing
the commercialisation of dairy goat milk and offspring, it will be necessary to consider gender ten-
dencies and trends in order to prevent the marginalisation of women from this value chain.

The imminent collapse of the milk processing plant demonstrates the necessity of ensuring
that prior to withdrawal from a value chain intervention project, implementers of the project
should leave mechanisms such as capacity within the management team to deal with changes
in market requirements (barcodes) and pay for day-to-day running costs such as transport
when they are required to spend time supporting the project.

A major limitation of this study was the small sample size. This study was part of a larger pilot
study of eight value chains (n = 320), but resulted in a small sample size of 40 for each value
chain, which was difficult to fragment for comparison. For the most part, however, intra-
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household data were adequate for statistical analysis because most households (n = 32) were
male-headed, but only very few male-headed households sold milk (n = 8) and comparison of
who managed milk income in the household by gender, for example, can only be interpreted
with caution owing to the small sample size. The authors recommend that large sample sizes,
whereby the lowest ‘n’ value after fragmentation for statistical comparison is at least 30,
should be used in value chain studies so that findings can be stated with confidence.

Conclusion

Men and women have different preferences for livestock and livestock products. They participate
differently in markets and manage different proportions of income depending on the type of pro-
ducts and types of markets. Development interventions need to take into account these gender
differences by applying a gendered lens to their analysis and by developing appropriate interven-
tions that will meet the needs of both men and women.

In the rural areas, the extension department still plays a major role as a source of information
for both men and women farmers. The extension workers, however, need to be better trained in
marketing and the value chain approach to development as well as on gender issues. This will
ensure that their training activities are relevant and take into account the gender-based constraints
that men and women face. Other innovative market information dissemination mechanisms
would be useful, especially for women farmers who sell mainly from the farm gate. What is
clear from this study is that marketing of livestock and livestock products remains a real challenge
in rural areas, mainly due to low aggregation of products, poor infrastructure, lack of services and
information, and low sustainability of externally driven market systems. A robust gendered value
chain analysis to identify key actors and the opportunities and constraints in the goat and goat
milk value chain would be beneficial for smallholder farmers and other actors in this value
chain. This analysis should generate recommendations on key interventions and strategies at
different points of the chain (production, processing, sale, consumption) to make the value
chain more profitable and viable.
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Notes
1. Five men lasted from the beginning to the end of the FGD. The discussion, which took about two hours,

had started with 12 men and 12 women. At the end, five men and 11 women were remaining.
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2. The study reported here was part of a larger study on eight livestock value chains in Kenya, Tanzania,
and Mozambique. A sample of 40 households was selected for each value chain studied. The small pro-
portion of female-headed household represented the actual proportion of female-headed households in
the community. In this study, statistical tests were applied to intra-household and not inter-household
gender analysis owing to the disproportionate representation of male and female-headed households
in the population. To make intra-household gender analysis possible, individual data were collected
from primary men and primary women from male-headed households.

3. These included women heads of households who had never married, were divorced, separated, or
widowed.

4. In Kenya, the dairy cow value chain is well established with milk collection systems in place. Dairy cow
farmers are more affluent than dairy goat farmers. A dairy goat is considered the poor man’s cow in most
of Kenya (Peacock 1996). MGBA members were mainly dairy goat farmers and those who sold cow
milk did so in very small quantities.
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