
 
 
 

 

Transforming an agro-dealer’s 
offering from a single shelf to a 
suite of products and services. 

Gertrude and Aaron Gboko opened the 

Agricultural General Supply Store in Ganta, 

Nimba County, in 2016. They sell agricultural 

inputs such as seeds and equipment to 

smallholder farmers. Over the past year, they 

made a concerted effort to improve their 

business practices and were rewarded by 

exponential sales growth and a steady customer 

base. 

It’s 9:30am and Ganta’s 

streets are alive with 

shoppers, traders, money 

changers and hawkers. The 

Agricultural General Supply 

Store is no exception; a 

steady stream of customers 

enter through the wide open shop front before 

emerging with packets of seeds, bottles of 

pesticide, tools, and sacks for transporting 

produce. For some it’s a case of a quick in-and-

out. Others require help selecting the most 

suitable product for their farming needs and stay 

longer for a consultation with one of the Gbokos. 

Stuck on the wall behind the cashier’s desk is a 

photograph of the Gbokos on their wedding day. 

This is where Gertrude is positioned when she’s 

not attending to her customers. She is 

responsible for the overall management of the 

business while Aaron travels to Cote d’Ivoire to 

purchase stock, alongside his studies at the local 

agricultural college. 

Professional coaching 

Joseph Charles White, Sr. is a GROW business 

adviser who has worked with Gertrude over the 

past year to help her better meet her customers’ 

needs. Through Joseph’s coaching 

and her wider involvement in a training 

and development programme for agro-

dealers, Gertrude has made significant 

improvements to the running of the 

store, as well as her profits.  

“When I started the place there was 

just one small shelf,” she says. Today 

she sells in bigger quantities and 

“She’s shown 

us four different 

ways to use 

[fertilizer]” 

Vegetable farmer Siannah Mulbah 



 

provides a whole suite of additional services to 

her customers. 

A better managed store 

One aspect of the agro-dealer development 

programme involves teaching dealers about 

inventory control and storage. “Previously, it was 

very disorganised,” recalls Joseph. “Seeds and 

chemicals were all together. Fertiliser was 

placed on the floor when it should have been on 

a pallet.”  

Today, the products are neatly arranged 

according to type on labelled shelves. “There’s 

been a big improvement in shop cleanliness,” 

says Joseph. Additionally, Gertrude has started 

using an inventory store card to keep track of 

what is coming in and out and when, ensuring 

the products on sale are in optimal condition and 

not time expired.  

A large fan whirs in the corner of the store. As a 

result, there is no trace of a chemical scent, 

despite the stock of pesticides and fertilisers 

lining the shelves.  “I now understand the need 

for ventilation,” says Gertrude. “Before I just 

thought of how much extra electricity the fan 

would cost us.” 

Extension services 

Another important aspect of Gertrude’s 

transformation comes in the form of farmer 

outreach activities. Previously, she recalls, “you 

come, you buy, you go.” But now, she continues, 

“I can explain the 

product uses to my 

customers.” 

Additionally, 

Gertrude no longer 

confines herself to 

the cashier’s desk 

but instead makes 

regular visits to her 

customers’ farms to 

advise on the most 

appropriate 

products to help 

them increase their 

yields.  

She has also 

established 

demonstration plots 

to teach farmers 

about the effective 

use of the inputs 

she sells, and has started trading at various 

markets to widen her customer base. This 

expansion is supported by radio promotions to 

raise awareness for her store and the services 

she offers, complemented by an upgraded shop 

sign. 

The farmer outreach activities came hand-in-

hand with improved record-keeping. As well as 

improving her financial records with the help of 

Joseph, Gertrude now keeps track of her 

customers and follows up on their use of the 

products she sells. This has helped to build a 

loyal relationship with many of her customers. 

“She is our professor!” 

Farmers appreciate the advice and services that 

Gertrude is now offering since it increases the 

ease with which they can access inputs and 

enables them to make optimal use of them,  

ultimately leading to better harvests. “She is our 

professor!” declares Melvin Johnson, a farmer 

from Tondin Town, where Gertrude regularly 

visits. 

Anderson Nehwon is another Tondin farmer. 

“Before we only had one way of using fertiliser: 

by mixing it with water,” he says. “She’s shown 

us four ways different to use it. We didn’t know 

about that system before.”  

Joseph is proud of Gertrude’s progress. “When 

you enter her shop now you know that she’s a 

real businessperson,” he says. And, he adds, the 

proof of her successful transformation is in the 

sales: “they’ve improved every quarter  

Farmer Olivia Williams transplants 

seedlings at one of Gertrude’s 

demonstration plots.   

GROW is a business and investment advisory 

organization that collaborates with businesses, 

investors, associations and government 

agencies to accelerate systemic solutions that 

transform high-potential industries and drive 

inclusive economic growth. GROW has been 

running an agro-dealer development 

programme since early 2018. The programme 

started with 48 businesses before narrowing 

down to 28 high performers spread across five 

counties in Liberia, of which Gertrude Gboko is 

one. A survey of 10 of these 28 high 

performers in late 2018 found some promising 

year-on-year improvements between 2017 and 

2018: 

• Average monthly sales increased 
from US$1,000 to $1,700 

• The average customer base 

increased from 280 to 420 farmers 


