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ABSTRACT 
 
The study assessed the linkages between agro- input dealers and other stakeholders in rice 
production in Ebonyi State, Nigeria. Multistage sampling technique was used in selecting sixty (60) 
respondents used for the study. Data were collected using semi-structured interview schedule and 
were analyzed using frequency, percentage, and mean statistics. Findings revealed that majority 
(96.7%) of the respondents were male, the mean age of the respondents was 35.58 years, and 
majority (60%) was married. Findings show that majority (93.3%), of the input dealers, used mobile 
phone in interacting with farmers, 93.0% used office/home visit in interacting with fellow agro-input 
dealers, 83.3% used personal/one-on-one contact in interaction with agro-input manufactures, and 
71.7% used personal/one-on-one contacts in interaction with extension. The majority (98.3%) of 
respondents indicated that the area of interaction with farmers was a business deal, 96.7% also 
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indicated that area of interaction with fellow agro- input dealers were business deal, 73.3% indicated 
that area of interaction with extension was welfare. Also, results show that respondents had strong 
linkage with rice farmers (M= 1.90), and fellow input dealers (M= 1.7). It was recommended that 
linkages between agro-input dealers and relevant stakeholders should be mainstreamed. Policy 
makers, development agencies, research and extension should prioritize agro-input dealers as 
major players for the development of rice sub-sector in the area.  
 

 
Keywords: Linkages; rice production; agro-input dealers; agricultural stakeholders. 
 
1. INTRODUCTION  
 
Agriculture is the major source of livelihood for 
the majority of the population in sub-Saharan 
Africa. Agriculture development is therefore, 
fundamental for spurring growth, overcoming 
poverty, and enhancing food security in the sub-
region [1]. Poor access to agro inputs has been 
the main cause of low agricultural productivity in 
most part of sub-Saharan Africa [2]. Compared to 
other developing regions of the world, the low 
use of farm inputs by smallholder farmers in SSA 
is responsible for the gap between potential 
farmers’ yields and actual crop yields at farm 
level [3]. Linkage of agro-input dealers to 
relevant stakeholders in all the agricultural value 
chain commodities is sine qua non for 
sustainable agricultural and rural development of 
any nation more specifically to the developing 
countries. This is because according to Sanga et. 
al. [4], researching agricultural problems in a 
value chain manner makes it easy to rectify the 
complex problem in a holistic and sustainable 
manner since agricultural problems are rarely 
solved at single actor rather than in linkage with 
multi-actors. Thus, by so doing the problem is 
solved as a whole from production to 
consumption rather than solving it as a single 
entity [4]. Inputs are critical to agricultural 
productivity. These inputs including improved 
seeds, fertilizer and crop protection chemicals, 
machinery, irrigation and knowledge are very 
crucial for farm productivity and overall 
profitability [5]. Efficient input and outputs 
markets are crucial to ensure that the right 
products are delivered at the right time, in the 
right amount, at a convenient place, and for an 
affordable price [6].  
 
In Nigeria, rice production contributes 
significantly to employment generation [7] as it is 
being produced in all the ecological zones of the 
country. Major agro-inputs especially improved 
rice seed, fertilizers, herbicides, and pesticides 
are necessary requirements for rice production. 
Therefore, agro-inputs should be available at the 
right time, in the right quantity and at an 

affordable price [8] to rice farmers. Agro dealers 
are the people involved in the sales and 
distribution of agricultural inputs to farmers. They 
are sometimes rural entrepreneurs who could be 
lead farmers themselves that have undergone 
basic business skills [8]. They play a major role 
in servicing farmers need as it relates to 
agricultural inputs [9].  
 
Linking input-dealers with other stakeholders like 
farmers improves communication/interaction and 
consequently brings about more efficient 
collaboration among the stakeholders. For 
instance, a project that linked agro-input dealers 
to rice farmers in Ghana helped to double the 
number of farmers served from 200 to 400 
thereby increasing the business volume of agro-
input dealers while farmers reported high yields 
as a result of improved linkages with input 
dealers [10]. In order to ensure the development 
of rice sub-sector in Nigeria therefore, the 
importance of rice inputs and rice input dealers 
cannot be over emphasized. The need to link 
input dealers to relevant stakeholders in the rice 
sector becomes paramount. According to Sanga 
et. al. [4], a strong link between actors is 
essential hence the need for effective and 
efficiency communication in all stages, right from 
input supply, production, and delivery of outputs 
to ultimate consumers. It is very important to take 
critical measures to ensure that the input sub-
sector is well integrated and linked to relevant 
stakeholders as it has a major role in the 
productivity and profitability of the rice sector in 
the Nigeria. 
 

1.1 Purpose of the Study 
 
The broad aim of the study was to                         
assess linkages between agro-input dealers             
and other stakeholders in the rice sector in 
Ebonyi State, Nigeria. The specific objectives 
were to: 
 

1. ascertain medium of interaction/linkages 
between input dealers and other 
stakeholders; 
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2. ascertain areas of interaction/linkages; and 
3. Determine the strength of 

interaction/linkages between input dealers 
and other relevant stakeholders in rice 
production in the area. 

 
2. MATERIALS AND METHODS 
 
The study was carried out in Ebonyi State 
Nigeria which lies approximately between latitude 
6°15'00" N and longitudes 8°05'00" E [11]. 
Ebonyi State is located at the south Eastern part 
of Nigeria. The people of the State are 
predominantly farmers. Major crops produced in 
the State are rice, yam, palm produce, maize, 
groundnut, plantain, banana, cassava, melon, 
fruits and vegetables and major animals reared 
are goat, sheep, cattle, and poultry. The 
population of the study constituted all the agro-
input dealers in Ebonyi State of Nigeria. 
Multistage sampling technique was employed in 
selecting respondents. In stage one, two 
agricultural zones (Ebonyi North and Ebonyi 
Central) were purposively selected based on the 
presence of a considerable number of agro-input 
dealers in the areas. In stage two, three blocks 
were purposefully selected from each zone 
based on their popularity in rice production giving 
a total of six (6) blocks.  Stage three involved a 
random selection of two circles from each block 
giving a total of twelve (12) circles while stage 
four involved a random selection of five (5) agro-
inputs dealers from each of the 12 circles giving 
a total sample size of 60 respondents. Data were 
collected using semi-structured interview 
schedule. Data on socio-economic 
characteristics were gotten by asking 
respondents to state their sex, (male or female), 
age (in years), and marital status (married, 
single, divorced/separated, and widowed etc.) 
etc. In order to ascertain the medium used for 
interaction/linkage, respondents were told to 
indicate the media they used in interacting with 
other stakeholders. A list of media such as 
meeting, one-on-one/personal contact, phone 
calls, workshops, partnership/collaboration, 
email/Internet, seminars, office/home visit etc 
was provided and respondents asked to tick as it 
applied to them. In order to ascertain areas of 
interaction/linkage between the respondents and 
other stakeholders, respondents were told to 
indicate areas they had interacted with other 
stakeholders. A list of possible areas of 
interaction/linkages such as business deal, 
welfare, loan/grants, climate change mitigation, 
innovation/technology development/transfer, 
agro-input subsidy, environmental conservation 

issues, policy/law/regulation, agro-input direction 
for use, agro-input specification etc. were 
provided. Respondents were also asked to 
specify others as it applied to them. To ascertain 
the strength of linkages, respondents were told to 
rate their perceived strength of linkages with 
other stakeholders on a three-point Likert-type 
scale of no linkage (0), weak (1), and strong (2). 
Data were presented using descriptive statistics. 
 

3. RESULTS AND DISCUSSION 
 

3.1 Socio-economic Characteristics of the 
Respondents 

 

Table 1 shows that majority (96.7%) of the 
respondents were male while 3.3% were female. 
This is in agreement with the findings of 
Ogunlade et al. [12] who stated that majority 
(66%) of input dealers in Kwara State were male. 
A greater proportion (46.6%) of the respondents 
were aged between31-40 years. The mean age 
was 35.58 years. This shows that most of the 
respondents were within the economic active age 
which could mean greater advantage to the 
development of rice sector in the area. The 
above result is in line with the findings of Martey 
et al. [13] who found that the average age of 
agro-input dealers in Northern Ghana was 39 
years indicating the youthfulness of the agro-
input dealers in northern Ghana. Normally people 
in such age bracket are energetic, innovative and 
adventurous which are essential to the operation 
of agro-business. The majority (60%) of the 
respondents were married, a greater proportion 
(48.3%) completed secondary education 
completed. This finding is an indication that input 
dealers in the area are literate and could 
understand input specifications more to be able 
to pass the right information to farmers. Results 
also revealed that a majority (81.7%) of the 
respondents had a household size of 1-5 
persons.  
 

Results show that majority (98.3%) of those 
respondents belongs to one or more social 
organizations and majority 76.7% of those that 
belonged to social organizations were members 
of religious groups. Being a member of social 
organizations could enhance access to rice-
related information by agro-input dealers in the 
areas. A Greater proportion (33.3%) of the 
respondents had a monthly household income of 
N10,001- N 20,000. The mean monthly 
household income was N 46,800. This revealed 
that majority of the respondents were engaged in 
small-scale business unit with low household 
income earnings. Findings show that the majority 
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(68.3%) of the respondents deal on herbicides 
while 35.0%, 31.7%, 16.7%, and 8.3%, deal on 
fertilizers, insecticides, rice seed, and fungicides 
respectively. These findings imply that agro-input 
dealers in the State were low-income earners 
who operate on a small scale and therefore need 
their business to be improved in order to 
increase their income and consequently enhance 
their living standard.  

3.2  The Medium of Interaction/Linkages 
between Agro-input Dealers and 
other Stakeholders 

 

Entries in Table 2 reveal that majority (93.3%) of 
the input dealers indicated that they used phone 
call in interacting with rice farmers, 90.0% used 
home/office visit, 88.3% used personal/one-on- 
one contact, while 50.0% used seminars in

 
Table 1. Socio-economic characteristics of respondents 

 
Socio-economic characteristics Frequency Percentage Mean 
Sex 
Male 
Female 

58 
2 

96.7 
3.3 

 

Age 
≤ 20 
21-30 
31-40 
41-50 
51-60 
51-60 

1 
18 
28 
11 
2 

1.7 
30 
46.6 
18.2 
3.3 

 
 
35.58 

Marital status 
Married 
Single 

36 
24 

60 
40 

 

Educational level 
Secondary school attempted 
Secondary school completed 
Tertiary education 
Higher education (MSc/PhD) 

2 
29 
25 
4 

3.3 
48.3 
41.7 
6.7 

 

Household size 
1-5 persons 
6-10 persons 

49 
11 

81.7 
18.3 

 

Belonging to social organization 
Yes 
No 

59 
1 

98.3 
1.7 

 

Type of social organization belonged to 
Religious group 
Co-operative group 
Political party 
Social club 
Agro-input dealers association 

46 
7 
6 
5 
1 

76.7 
13.3 
10.0 
8.3 
1.7 

 

Monthly household income 
≤ 10000 
10001-20000 
20001-30000 
30001-40000 
40001-50000 
50001 and above 

2 
20 
14 
13 
9 
2 

3.3 
33.3 
23.3 
21.7 
15.1 
3.3 

 
46800 

Type of agro-input sold* 
Rice seed 
Fertilizer 
Herbicide 
Fungicide 
Insecticide 

10 
21 
41 
5 
19 

16.9 
35.0 
68.3 
8.3 
31.7 

 

*Multiple responses, Source: Field survey 2016 
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interacting with rice farmers. Data in Table 2     
also show that majority (93.0) of the respondents 
indicated that they used office/home                       
visit in interacting with fellow agro-input            
dealers, 90.0% used phone call, another            
90.0% used personal/one-on-one contact,    
83.3% used meeting, 70.0% used partnership/ 
collaboration, 55.0% used training, and                
43.35 used seminar, in interacting with             
fellow input dealers. On the other hand, entries in 
Table 2 reveal that majority (83.3%) of the 
respondents indicated that they used a 
personal/one-on-one contact in interaction              
with agro-input manufactures, 80.0% used a 
phone call, while 40.0% used office/  home               
visit in interaction with agro-input        
manufactures. 
 
Findings in Table 2 show that greater proportion 
(40.0%) of respondents indicated that they used 
a personal/one-on-one contact in interacting with 
research, while 15.0% used seminar, and 
another 15.0% used phone call in interacting with 
research. Results in Table 2 reveal that majority 
(71.7%) of respondents indicated that they used 
personal/one-on-one contacts in interaction     
with extension, 68.3% used workshops, 68.3% 
used seminar, 51.7% used phone call,            
and 35.0% used training in interaction with 
extension. 

 
It is interesting to find that respondents used a 
variety of communication channels in reaching 
out to other stakeholders. However, most of 
those channels are based on physical contacts 
and group methods with a few done through 
phone calls. Other information communication 
channels including internet and emails were not 
yet being deployed in communication between 
input dealers and other stakeholders in the rice 
sector. According to Sanga et al. [4],               
achieving effective and efficiency communication 
among actors requires effective and               
efficiency communication channels too.  It is 
important that agro-input dealers should          
improve their linkage with other stakeholders 
through the use of modern ICT tools in order to 
enhance the efficiency of their interaction with 
those actors. 

 
3.3  Areas of Interaction/Linkages 

between Agro-input Dealers and 
other Stakeholders 

 
Data in Table 3 show that majority (98.3%) of the 
respondents indicated that their area of 

interaction with farmers was a business deal, 
96.7% indicated an agro-input direction for use, 
91.7% indicated welfare, another 91.7% 
indicated agro-input specification, and 76.7% 
indicated environmental conservation issues. On 
the other hand, Table 3 reveals that majority 
(96.7%) of the respondents indicated that the 
area of interaction with fellow agro- input    
dealers were business deal, 76.7%          
indicated welfare, 75.0% indicated agro-input 
direction for use, 66.7% indicated environmental 
conservation issues, 63.3% indicated             
agro-input specification, and 46.7% indicated 
loan/grants.  

 
Table 3 also shows that majority (90.0%) of the 
respondents indicated that the area of  
interaction with agro- input manufacturers were a 
business deal, 71.7% indicated welfare,               
68.3% indicated an agro-input direction for use, 
68.3% indicated agro- input specification,               
and 58.3% indicated environmental conservation 
issues. Results in Table 3 reveal that             
majority (100%) of the respondents             
indicated that the area of interaction with 
research institutes was loan/grants, and                
18.3% indicated environmental conservation 
while majority (73.3%) of indicated that                    
area of interaction with extension was welfare, 
68.3 indicated agro-input direction for use, 66.7% 
indicated environmental conservation issues, 
61.7% indicated climate change mitigation, 60.0 
indicated agro-input specification, and 46.7% 
indicated innovation/technology development/ 
transfer.  

 
These findings reveal that input dealers in                 
the area engaged in a number of areas of 
interaction with other stakeholders including 
business deal, welfare, loans and grants,           
climate change conservation issues among 
others. It is however important to note that              
little or nothing is happening in the areas of 
innovation and technology transfer. This                 
shows that the input dealers were not yet being 
targeted by both research and extension in  
terms of dissemination of innovations and 
technologies. Blum [14] noted that advisers in 
official extension services had in the past              
viewed input dealers and private sector generally 
as competitors, who had only their narrow 
business interests in mind. The result of this will 
be that input dealers will lack the requisite 
knowledge of appropriate rice inputs which will 
definitely impact on the farmers who are their 
direct customers.  
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Table 2. Medium for interaction/linkages between rice input dealers and other stakeholders 
 

Medium used for interaction Farmers Fellow input 
dealers 

Input manufacturers Research 
institutes 

Extension 

Freq. % Freq. % Freq. % Freq. % Freq. % 
Meetings  10 16.7 50 83.3 14 23.3 1 1.7 20 33.3 
Trainings  18 30.0 33 55.0 15 25.0 6 10.0 21 35.0 
Personal contacts  53 88.3 54 90.0 53 88.3 24 40.0 43 71.7 
Partnerships/collaborations 19 31.7 42 70.0 9 15.0 2 3.3 9 15.0 
 Workshop 13 21.7 21 35.0 11 18.3 6 10.0 41 68.3 
Seminar 30 50.0 26 43.3 20 33.3 9 15.0 41 68.3 
Phone call 56 93.3 54 90.0 48 80.0 9 15.0 31 51.7 
Email/internet 2 3.3 3 5.0 3 5.0 3 5.0 5 8.3 
Office/home visit 54 90.0 56 93.0 24 40.0 4 6.7 6 10.0 

*Multiple responses 
Source: field survey, 2016 

 
Table 3. Areas of interaction/linkages between agro-input dealers and other stakeholders 

 
Medium used for interaction Farmers Fellow input 

dealers 
Input manufacturers Research 

institutes 
Extension 

Freq. % Freq. % Freq. % Freq. % Freq. % 
Business deal 59 98.3 58 96.7 54 90.0 10 16.7 3 5.0 
Welfare 55 91.7 46 76.7 43 71.7 7 11.7 44 73.3 
Loans/grants 4 6.7 28 46.7 8 13.3 60 100 1 1.7 
Climate change adaptation 23 38.3 23 38.3 10 16.7 5 8.3 37 61.7 
Innovation/technology development/transfer 18 30.0 15 25.0 10 16.7 5 8.3 28 46.7 
Agro-input subsidy 8 13.3 11 18.3 6 10.0 2 3.3 2 3.3 
Environmental conservation issues 46 76.7 40 66.7 35 58.3 11 18.3 40 66.7 
Policies/laws/regulation 58 96.7 16 26.7 8 13.3 3 5.0 7 11.7 
Agro-input directions for use  10 16.7 45 75.0 41 68.3 9 15.0 41 68.3 
Agro-input specification 54 91.7 38 63.3 41 68.3 10 16.7 36 60.0 

* Multiple responses 
Source: field survey, 2016 
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Fig. 1. Linkage chart of strength of linkage between agro-input dealers and other stakeholders 
in the rice sector 

 

3.4 Strength of Interaction/Linkage 
between Agro-Inputs Dealers and 
other Stakeholders 

 
Results in Table 4 reveal the strength of linkage 
between agro- input dealers and other 
stakeholders in the rice sector. From the Table 4, 
agro-input dealers had strong linkage with rice 
farmers (M= 1.90), and fellow input dealers (M= 
1.78) only. Fig. 1 reflects the strength of linkages. 
Looking at the arrows, it can be deduced that the 
input dealers had strong linkage with only rice 
farmers and fellow agro-input dealers while they 
had weak linkages with agro-input 
manufacturers, research institutes, extension, 
development agencies/NGOs, and 
government/policy makers. The implication of 
this is that agro-input dealers in the area cannot 
rely on these weak linkages to make any 
substantial progress in rice development in the 
area. This finding is in agreement with that of [15] 
who found that none of the local seed dealers in 

Guinea, West Africa ever collaborated with a 
seed project even though on average they had 
spent 14 years selling rice seed.  
 

Table 4. Mean distribution of perceived 
strength of linkage between agro-input 

dealers and other stakeholders in the rice 
sector 

 

Stakeholders  Mean Std. 
Deviation 

Fellow input dealers 1.78* 0.418 

Rice farmers 1.90* 0.303 

Input manufacturers 1.26 0.444 

Research institutes 1.07 0.254 

Extension 1.25 0.437 

Development 
agencies/NGOs 

1.05 0.223 

Government/Policy 
makers 

1.05 0.294 

Source: field survey, 2016 

 

Research 

Institutes 

Extension 

Fellow 

agro-input 

dealers 

Rice 

Farmers 

Development 

Agencies/ NGOs 
Agro-Input 

manufacturers 

 

Agro- 

Input 

Dealers 

Government/ 
Policy makers 

 

 = strong linkage 
 = weak linkage 
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4. CONCLUSION 
 
Based on the findings of the study, it is 
concluded that agro-input dealers who are one of 
the major actors in the rice sub-sector in the 
State had strong linkages among themselves 
and with rice farmers only. However, there is a 
clear indication of weak linkages between the 
agro-input dealers and other very important 
stakeholders including input manufacturers, 
research, extension, NGOs/development 
agencies, and the government. It therefore 
shows a big lacuna in the rice value chain in the 
area as it is very clear that the input sector is not 
being prioritized by other major stakeholders in 
the rice sector in the area. It is then 
recommended that as Nigeria is currently 
adopting the value chain approach to agricultural 
development, policy makers and other relevant 
stakeholders including: research, extension, and 
development agencies should place emphasis on 
integration of the input sub-sector sector in order 
to ensure the improvement of the rice sector in 
the area. 
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