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The last few months at Imara Tech have been a rollercoaster: many ups, and just as many downs. In this 
newsletter, I want to talk more about the challenges that we faced this past July and August and what we 
learned from them. 
 
By the end of June, we were finally getting our supply chain under control, allowing us to focus more on 
the market. A delayed rainy season meant that there was a poor harvest and little maize in northern 
Tanzania this year, and we were getting a lot of request for beans. In early July we sent our MCT across 
the country to do a test of its bean threshing capabilities. And it completely and utterly failed. 
 
Five days of modifications later, we recalled the machine to our workshop. For the next three weeks, we 
halted production and focused all of our energy on running field tests and re-designing our thresher so 
we could capture this year’s market. 
 
Somehow, we did it and our MCT now threshes beans. And the changes we made allow it to thresh pigeon 
peas, cowpeas, greengramme, and probably other crops too. To be honest, it is a huge win, but it comes 
with the cost of lost time and we consequently have not had the market traction that we had hoped for. 
 
Capturing the market is a challenge that every company must learn to overcome. As a young and growing 
start-up, we are still learning how to effectively sell our products. In this issue, we want to focus on the 
lessons that we learned over the last few months, and what we are doing differently going forward. We 
hope it is as insightful for you as it has been for us. 
 
Humbly yours, 
Elliot Avila 
CEO Imara Tech   

http://www.imaratech.co/
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Lessons Learned 
Sales and Marketing: Converting Leads into Sales through Agro-vet Channels 
The last few months have made it clear that in order to make a sale of a thresher, customers need: 

1. time to prepare themselves to buy (ideally three months) 
2. visual confirmation of the product in action (ideally one month before harvest) 
3. a product ready right before or when the harvest starts (two or less weeks before harvest) 

 
This year we got our name out early, but we did not have our product and supply chain ready until August, 
meaning we were unable to close many leads. 
 
Going forward, we are adapting our sales and marketing strategy to focus on our agro-vet agent sales 
channels. These agro-vets are agricultural input dealers who have physical locations in rural areas to sell 
things like seeds, fertilizer, animal medicine, and small tools. The advantage of this channel is: 

1. our product would be displayed all year round in the agent’s shop to generate interest 
2. our agro-vet agent could conduct market demos in their area 
3. the agent would know when the local harvests start and would be able to close deals at the right 

time 
 
Already we are moving on this. We have sold a few units through agro-vet agents and we are putting 
display units into additional shops in the Kilimanjaro region and are planning a training session there to 
train our agents on how to sell.  
 
Location: Shifting into Stronger Markets 
Our first workshop started in northern Tanzania because we have a strong network here and it was the 
easiest place for us to start our manufacturing. However, it is not the strongest market for us: farms are 
smaller (reducing the strength of our time and labor saving value proposition) and there is more 
technology penetration here (meaning more competition). 
 
We want to give ourselves the best chances possible, so next year we plan to either expand or relocate to 
southern Tanzania. We have experience in this market from our initial pilots and know that there is a 
strong need for a product like ours, due to the slightly larger farm size and lower technology penetration. 
 
Selling on Commission vs. Wholesale 
Earlier this year we took an order to supply our threshers at wholesale pricing. Unfortunately, that deal 
fell through and we have reclaimed those products and are now distributing them to new agents. We 
reported this as a sale in an earlier newsletter, and now have to walk back those words and pay the 
opportunity cost of lost time. 
 
We continue to look for opportunities to make bulk sales at wholesale prices, but we are learning how 
difficult this is for many of our potential partners. Going forward, we are concentrating more on 
commission-based payments and will be more conservative when reporting our numbers. 
 
Timing: Planning for Things to Move Slower 
This year we learned that what we thought were realistic targets were actually quite aggressive. I see this 
failure to meet targets as more of an issue of unrealistic planning rather than failure to act, and going 
forward we are going to take more care to manage expectations and instill an aspect of patience in our 
planning.  
  

http://www.imaratech.co/


August 2019 

Imara Tech Newsletter 

Imara Technology Company Ltd. 
PO Box  1763 Arusha, Tanzania 
+255 752 529 386 / www.imaratech.co  3 of 5 

Other Updates 
Product Improvements: Beans and other Legumes 
Our MCT now does beans, pigeon peas, cowpeas, and greengramme! To make the changes, we had to 
expand our inlet chute, increase the inner slopes, develop new concaves, improve the blower, change the 
outlet chute, and modify the beater design to include screw-type plates. We are now testing sunflower 
and hope to expand functionality for more crops soon. 
 
Nane Nane Agricultural Exhibition 
August 8th is farmer’s day in Tanzania, and the Imara Tech team was part of a group of partners that won 
Best Exhibition at this year’s show! We were in two locations at this year’s event and demoed our product 
for passersby to see how it worked. That helped us close six sales over the course of the event and gather 
many more leads. 
 
Company Car 
We have a truck! We were previously renting, but now we have one of our own. Having a car enables us 
to do marketing in rural areas every day of the week, and we have been taking the car out on weekdays 
and weekends for testing, customer visits, and demonstrations. 
 
Anza Accelerator 
Imara Tech was one of the select Tanzanian start-ups to participate in the Anza Accelerator program 
supported by Village Capital to get training on business structure, strategy, and planning. Our COO Alfred 
Chengula participated in the three week program and was joined by CEO Elliot Avila for the final week. 
 
Publicity! 
More and more, we are sharing our story about what Imara Tech is and why it is important. In August, 
CTO Adriana Garties shared Imara Tech’s journey to a group of young people from around the world on a 
tour of Tanzania to learn about impact (photos here!). Just last week, our COO Alfred presented at Arusha 
Technical College to talk to other young Tanzanians about becoming an entrepreneur. Hold tight for an 
article coming out next week as well! 
 
Newsletter Changes 
Moving forward, we are releasing our newsletters after the end of the month rather than at the beginning, 
to make it clear what timeframe each issue covers. We have also decided to report progress against 
milestones on a quarterly basis rather than each issue. We want to give a clear and honest picture of what 
is happening on the ground, but we also want to avoid potentially misleading people by giving statements 
on topics that are constantly in flux. 
 

http://www.imaratech.co/
http://youglo.org/making-an-impact-with-social-entrepreneurship/
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Anza Accelerator 2019 cohort featuring Imara Tech COO Alfred Chengula (center) and CEO Elliot Avila 
(back, second from right). 
 

 
Presenting the MCT to a group of 200 farmers outside of Babati. 
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The Bean Machine: CTO Adriana Garties oversees modifications and tests of our bean thresher.  
 

 
Explaining the operation of the MCT to customers before a test of lentil threshing. 
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