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Overview 

This report looks at the process, operations, opportunities, possibilities and challenges of 
operating a corn chips business in Kenya. Though the report is focused on corn chips the nature 
of the market means that we will have to mention other related products like corn curls and 
fryums. This will help you better understand the market and with it opportunities available. 
 
Corn chips, curls and similar are what are technically called extruded snacks, manufactured 
through an extrusion process which we explain later in the report. 
 
At first glance it’s clear that the snack’s space is attracting more players both big and small. 
Companies which had been in the ready to eat snack business for years have now invested 
heavily in the corn based snacks segment of the market.  
 
That said with the right strategy the market is still big enough for a new player to survive and 
thrive. This will become clear as you go throw the document. 

What Exists Presently 
 
The Kenyan market for ready to eat snacks has been expanding very fast for the last 15 years. 
For long the market had been limited to potato crisps, popcorn and peanuts and such simple 
products.  
 
That has gradually changed and the range of products has expanded to include a variety of corn 
based products which consumers have responded well to.  Corn snacks in Kenya were 
introduced around 2007 and since   then, their growth, at least by the shelf space and players in 
the market, has been rapid.  
 
These corn products include corn chips, corn curls and even fryums. The latter came into the 
local market around 2014 and have been performing exceptionally. They are without a doubt 
one of the fastest growing segment of the market. 
 
Other relatively new snacks are wheat based, and recently those made of rice. 

Factors Driving  Expansion In The Snacks Business 

The expansion in the product range of the ready to eat snacks has been driven by: 
 
Consumer Demand  -  In the last few years easy access to information means that consumers 
at all levels of income are more exposed and informed. They are more open to try new 
products. Lifestyles have also changed such that consumption of snacks especially in urban 
areas is not an occasional event rather almost a daily habit among adults and children.  
 
Lower Barriers To Entry - The opening up of the economy also means that barriers to entry in 
the business have been going down. Although some level of bureaucracy still exists and there 
are regulatory challenges it’s now much easier to import machinery and raw materials than it 
was previously  say 20 years ago. 
 
Competition and innovation among equipment manufactures has also led to lower prices have 
making machines accessible to more entrepreneurs.  
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Competition in The Snacks Business – Increased competition in the snack business means 
that to remain ahead then companies have to continue innovating and introducing new 
products. Often they will hunt the international market looking for products that would work in 
Kenya. And as often happens locally if Company A sees that Company B is successful with 
Product C then they purchase the equipment and too start manufacturing.  
 
Attraction to The New – When it comes to snacks, children, are excited by the new and 
unique. Not all the new is exciting but if it hits the right buttons then it becomes an instant hit 
before the excitement dwindles and sales are normal. This is what happened with the Numbers 
and Letters fryums. Because of this attraction to the new companies both big and small keep 
trying new snack products by introducing totally new products or simply tinkering with flavours 
and packaging. 
 
 
There is still room for more ready to eat corn products. Success in the business will depend on 
innovation, distribution strategy, brand trust and the ability to keep the cost of production low. 
 
 

Companies in The Snack Business 
 
There are at least 26 companies involved in their manufacture and distribution of corn chips. It is 
important to note that none of the players specializes 100% in a single snack, corn or otherwise. 
Many have a key brand, and a variety of other ‘smaller’ products. 
 
Often the strategy is to introduce products riding on the popularity of their leading brand if not 
their distribution networks. Sometimes though as in the case of Norda Industries  is have a sort 
of premium product and then another for the mass market.  
 
Sometimes companies will introduce other snack products so as to maximize the capacity of the 
machinery and skills they have at their disposal.  
 
The bigger companies also seem to be introducing snack products caging the market to protect 
against competition. For instance a company can build a strong brand and then diversifies to 
other kinds of snacks, which might be considered ‘leser’ so as to keep competition at bay.  
 
Generally companies in the corn business can be classified as: 
 

a) Small with turnover of less than Kshs 500,000 per month for all products and which only 
sell to retail shops, mini supermarkets and lower level regional supermarkets. 

b)  Medium sized with turnover of Kshs. 0.5m to Kshs.5m per month. These include 
Lizkeny , Barikiwa Commodities and Mjengo Limited. 

c) Large companies with turnover of over 5 million per month. These include market 
leaders like Norda Industries,Propack and Promasidor . Companies like Tropical Heat is 
a relatively new entrant in the corn chips business despite being a major player in the 
spices and other sacks sector.  
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Repackaging  
There are also repackers who purchase snacks in larger quantities and repack in small 
unbranded packets which they sell to retail shops in Nairobi neighbourhoods. The repackers 
have especially thrived in fryums have been growing fast in the market a compared to other 
snacks, because they come in larger sizes which are priced higher compared to other snacks.  
 
And because the manufactures don’t have the smaller sizes repackers come in. Most repackers 
operate in an informal way and could be individual shopkeepers or small entrepreneurs 
repacking from their houses and distributing to shops often without any form of branding.  
 

Private Labels 
Another emerging option is private labels. The bigger snack companies are offering processing 
and packaging opportunities for entrepreneurs. In this case the company processes and packs 
the snack under the entrepreneur’s brand. The role of the entrepreneur then becomes to market 
and distribute.   
 
Presently private labels are being offered by the larger companies with excess capacity. They 
prefer working with businesses with established distribution, think supermarkets, or high 
turnover.  
 
Some Major Players  
 
Let us now look at some of the major players in the market.  
 
 

• Supa Snacks - These are the manufactures of the leading corn chips brand in the 
market, amigos. They are located along Bamburi Road in Nairobi. Though they have a 
fairly good product their success also is based on aggressive distribution; this is the only 
corn chips products that can be found in almost all supermarkets and even small 
neighbourhood shops.  
 

• Norda Industries - This is the manufacturer of Bitez  and Tamu Tamu brands of corn 
snacks which is among the leaders in the market in terms of recognition and also market 
share. They got into the market by focusing on the urban youth. . They got a foothold in 
the snack market by differentiating in flavors and packaging; using hip matte packaging 
aimed at the ‘savvy’ urban population. Initially they positioned their brands to feel very 
urbane starting with their urban bitez crisps. They are located along Mombasa Road 
Nairobi 
 

• Propack – This is another of the leading manufacturers.  The snack division of the 
company is called The Snack Factory. This is a company doing more than snacks and 
has such items such as tissue papers. They have been in the market for over 30 years.  

 
In the corn products they have corn curls and corn chips which they sell through the 
What Nots and Krack Kurks. Also they involved in private label. However they for private 
label products they require very high minimums (at least Khs.10, 000,000) 
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• Kudos Investments – This is a midsized company who manufacture the Kudos brand of 
corn chips which is a brand growing very fast.  
 

 
 

Varieties and Flavours Available in The Market 
Until recently the corn chips market had has a very limited variety in terms of flavours. This is 

until competition increased and flavours are used to differentiate .In addition to the plain corn 

chips common flavours in the market are: 

• Cheese and Onions 

• Salt and Vinegar 

• Chilli 

• Garlic 

• Tomato 

 

 

Most of companies tend to play it safe and go with what predecessors have done. A major 

reason is because children make the largest percentage of customers , the companies  don’t 

want to experiment with very wild tastes. And then from conversations with a number of people 

in the business Kenyans are a little conservative with flavours, abhorring strong taste and 

instead preferring the moderate. 

Process of Making Corn Chips 
  

Generally, and very simply, the process of making corn chips (and related snacks) is as follows: 
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Step 1: Mixing:  Corn grits (degermed) are mixed with water and food colour in order to raise 

the moisture content. Ideally the moisture content should be about 17 %. The purpose of this is 

to help in the processing. This initial moisture level will affect the texture of the corn chips. This 

will become clear a little later.  

Step 2: Extrusion:  The mixed grits are then fed into the extruder.  The high temperatures in 

the extruder ‘pre cook’ the mix. Technically what happens is that the natural starch is converted 

to soluble starches. 

The key parts of an extruder are a piston (screw) and die. Under high pressure the piston 

pushes the mix through the die. Picture the die to be a small ‘hole’ at the end the shape of which 

determines the shape of the snacks. Because the pressure at the die is lower the corn mix 

expands. The snake like product at this point is technically called coller. 

Step 3: Cutting:  Next to the die is a cutter, which cuts the collets into the desired sizes. 

Step 4:  Cooking (Baking or Frying) .The chips at this point have a high moisture content, 

usually 6-10%. This has to be dried to about 1% - 2%. The moisture makes them sticky. Hence 

the chips are either fried or baked to remove the moisture, fully cook the maize and make them 

fit for eating. Some production lines will have a dryer which is more or less a baking process. 

This step is variously referred as drying, baking, frying, roasting and other such depending on 

the process you use 

There is an argument as to which of these processes  is better. Norda Industries, Tropical Heat 

and a few other companies bake and claim baking is healthier  since the snacks contain lesser 

oil. Other companies fry with oil and claim that the resulting taste is superior.  

Mixing

Extrusion

Cutting

Cooking

Flavouring

Weighing & Packaging
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If you plan to win adults with your snacks then you have to put more attention to the texture and 

flavour. Simple corn snacks with a dash of flavour and oil though loved by children are less 

appealing to adults.  

If you want snacks that appeal to older children and adults you have to tinker with the recipe 

and process to increase density, crunchiness, reduce the oiliness and stickiness. Stickiness 

makes the snacks stick in the teeth and hands generally making the snack eating less 

enjoyable.   

Step 5:  Flavouring: The cooked chips are then covered with oil and flavoured. 

Step 6: Weighing and Packaging:  The last step is to weigh and packed in pouches. To 

increase the shelf life and keep them fresh the pouches are flushed with nitrogen. The nitrogen 

can be produced within the premises by compressing air.  

This is the general process and the specifics could vary with the equipment you are using and 

the quality that you seek to achieve.  

Equipment 

Overview 
From the above then it follows the main equipment you will need for a corn chips production line 

are: 

 

• Mixer  - Step 1 

• Extruder – Step 2 

• Cutting Machine – Step 3 

• Frying / Drying/ Baking Machine – Step 4 

• Flavouring Machine – Step 5 

• Weighing & Packaging  Machine – Step 6 

• Nitrogen machine 

 

Whereas you can purchase equipment individually it’s advisable to get a full production line from 

a single company. This is not just for purposes of compatibility, but installation and support. We 

will look into this in the next section. 

There are several sources of corn snacks machines. There is no dealer in Kenya thus you have 

to import. The leading manufactures are in Europe, China and India.  European manufactures 

are relatively expensive though their brands are more established and sophisticated.  

India is preferred as a source not necessarily because of the prices but their quality is more 

consistent. Some Chinese companies also produce high quality equipment. 
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Corn Chips Machines Terminologies 

When purchasing the extrusion machines you are likely to encounter some terminologies which 

if not well understood can be confusing and lead to the wrong choice. That said a good 

manufacturer will ask what you want to achieve, and from that suggest the best machine.  

Yet you cannot trust the manufacturers 100 % and hence it’s good to know some of the 

terminologies: 

 

Level of Automation – Automatic or Semi Automatic  

An extruded corn snacks line can be semi automatic or automatic.   An automatic system 

means that every step of the production is automated, and the machine is intelligent enough to 

know what to do, how and after what.  

A semi automatic machine means that you have to perform some of the functions manually, for 

instance after mixing the raw materials you might have to take them by hand to the extruder. 

And from the extruder you carry them by hand for the drying or cooking. 

Here is a comparison of an automatic and semi automatic system from the same manufacturer:  

 

Automatic Semi Automatic 

Raw Material Mixer 
Input Conveyor for Extruder 
Extruder 
Input Conveyor for Drying or Roasting 
Roasting or Drying Section 
Seasoning Section with Flavour Applicator 
Output Conveyor 
Packing Section  (Auto-vertical packing )  
 
 

Raw Material Mixer 
Extruder 
Roasting or Drying Section 
Seasoning Drum 
Packing Section  

 

From the simple example above you can see that in this case the main difference between an 

automated system and semi automatic system is that the latter has no conveyors. This means 

you have to manually carry product from one section to another.  

 Other differences include the seasoning section in the automatic machine the process is 

automatic with even a flavour applicator, whereas in the semi automatic section a drum is used. 

You put the chips in the drum and gradually add the flavor as you roll it.  

For systems which are not automatic then you will need a very skilled and keen operator to 

make sure the process is flawless.  

Ideally you should go for fully computerized and automated systems. This will save you time in 

deciding what to do and worrying if the process is going smoothly. You will also save on labour.  
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A computerized system is able to correct any hitches and adjust accordingly. Not only will you 

save time and have peace of mind but also increase your output. This is more so if you are 

planning high production.  

For both types of machines one of the biggest challenges is starting and stopping. If the correct 

procedures are not used then it can lead to blockage or even permanent damage of the 

equipment.  

 

Single Screw or Twin Screw 

 

Single Screw 

Extrusion machines can be classified as single screw or twin screw. A single screw means that 

the extruder has one screw, while a twin screw means that it has two screws. 

A single screw is often used for ‘easy’ materials with high friction but which do not require a lot 

of pressure to extrude. This could be like corn grits and rice grits. The disadvantage with single 

screw is that they don’t mix the raw material very well. Therefore sometimes you have to 

physically check to make sure the raw materials are properly mixed before hitting the extruder.  

With a single screw the mixer has to be good; otherwise the quality of the extruded products will 

be poor.  

There are various types of single screw extruders and their classification is based on the heat 

source, degree of shear and whether it comprises of one piece or several pieces. A good 

manufacturer will have pre set the extruder so that you don’t have to worry about these 

variables. 

Single screw extruders are comparatively less expensive when compared to the twin screw. For 

a basic corn chips and curls operation a single screw extruder will be sufficient. (See more 

below) 

Twin Screw  

Twin screws are more versatile and universal in their use. This means that they can be used to 

process a variety of raw material even relatively hard materials. Thus if you plan to eventually 

produce a variety of food products, other than corn chips,  then this is the machine to go for. 

And when you compare the output then this machine has relatively lower power consumption. 

The disadvantage is that it’s more expensive. 

Generally you should consider a twin screw extruder if: 

 

• You are producing a variety of products and not necessarily corn chips. 
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• You want eventually to make products with high fat content. A twin screw will bind the 

products better.  

• You want uniform sizes and shapes 

• You want to produce ultra small sizes (less than 1.5mm.) 

• You want to experiment with special formulations. 

 

So which one should you purchase? A twin screw would be a better option considering its 

versatility and possibilities. With a twin screw you can produce more related products, not just 

chips. Nonetheless if you are working with a relatively low budget you can start with a single 

screw extruder. Like we have mentioned before for items like corn chips a single screw will be 

sufficient.  

Shapes of Corn Snacks 

The shape of the corn snacks chips or otherwise, is determined by the die moulds. A basic 

system will have the die produce straight chips. But the dies can have different moulds to 

produce different shapes. You can request this from the manufactures.  

 The shape and size are also partially determined by the cutter. The speed of the cutter will 

determine the length. It’s more complex to make advanced shapes such as animals than it is to 

make simple straight chips or curls.   A lot of trial and error will initially be required so as to 

produce the shape and length of your choice.  

 For instance if you need very narrow snacks there is a possibility of the die holes blocking. Also 

some ingredients are harder to shape than others. At times it could be necessary to add special 

ingredients to increase the elasticity of the material to make the shaping easier. For simple corn 

chips shaping is not a problem. 

Factors To Consider When Purchasing Equipment 

Capacity 

The machines come with different capacities usually measured in kilograms per hour.  Choose 

the capacity based on the cash at hand, the share of market you plan to win and of course your 

future projections. 

 It’s preferable to initially have idle capacity than to struggle to meet increased demand as a 

result of low capacity. This does not mean that you should go for the maximum size but 

something reasonable: 100 kg/ hour or so is fair enough.  

Support 

You should look for a dealer who offers support of sorts. This could be in terms of warranties, 

spare parts and even servicing whenever possible.  

Because most of the extruding equipment companies do not have a local presence it might not 

be possible to get full commissioning and service support free of charge. Often a company will 

give you the option of sending a technician to help with installation, training and commissioning. 
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However you will have to pay for the expenses such as flight and accommodation. In addition 

you will be required to pay the technician an allowance which averages $ 100 per day.  

This is definitely a worthy expense. It will remove the guess work from the process, more so you 

will have the peace of mind that comes with a company commissioning its own products. To 

make this more successful you, your operator and perhaps other workers should be present to 

learn as much as they can from the technician.  

Some companies could have locally based technicians who they recommend. Ask if they have 

one.  

Always have clear ideas of what warranties cover, how soon you can get spare parts and 

technicians in case of a breakdown.  

Price 

There are quite some price variations for the equipment .Although variations will depend on 

factors such as capacity, brand and extra features, at times prices differences are for the same 

equipment but from different dealers.  

Look for the best deal. For equipment the best deal is not necessarily the cheapest, look at 

everything as a whole including other factors such as ease of operation, warranties and running 

costs.  

Also look at what the price covers. For instance some manufactures will quote the price of 

making the machine at their factory. You have to add extra costs for transport from the factory to 

the port, local (manufacture’s country) taxes and such other costs. 

Ease of operation  

A complex system is not necessarily better. Look for a machine that is easy to use. This way 

you don’t spend so much time training your staff. You are more efficient if operators are sure of 

what they are doing and even non technical staff are able to run the machine. To gauge the 

ease of use look at the control panel, flow and how easy it is to achieve different functionalities.  

Running Costs  

Consider the running costs. The key among them being power consumption, how often it 

requires service, how many people are required to operate it, the price of spare parts and its life 

‘ expectancy’ ; keeping everything constant how long will the equipment last before you are 

required to replace.  

Physical Size 

Extruding lines even of the same capacity come in different designs and sizes.  The machine 

should be able to fit your premises, and leave you with enough space to work. Consider both 

the length and the height. If the machine can’t fit and there are no alternative premises then 

seek to know how if it can be assembled in such a way that it fits. 
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Suppliers and Prices 
There are many suppliers of extrusion equipment. And like we mentioned Europe, India and 

China are the major sources. Small snack companies tend to prefer India not just for price but 

for consistency in quality. Then India has an older tradition in extrusion compared to other 

locations. This does not mean you should just look at India, compare different sources and 

make your call.   

Sourcing suppliers has been made easy by online market places such as Indiamart.com, 

Alibaba among others.  

To help you get a clue of what is offered by different suppliers, prices and terms below are some 

quotations. Note the prices and terms.  

Company Location Capacity  Product 
Details 

Price Terms ( As given 
by the supplier) 

S.K 
Engineering 
works 

India 100kg/hour.  -Single Screw 
-Easy to 
operate and 
maintain 
-AC Motor:  
25  HP 
-Can change 
die for 
different 
shapes 
- Can change 
cutter speed 
for different 
sizes 
-Stainless 
steel 
-Continuous 
cooking  

5900 
USD 

Ex-works 
unpacked plus 
taxes extra 
Packing, 
forwarding, 
transportation, site 
installation and   
commissioning, 
Spares, etc. 
extra...  
Payment terms: 
Advance 50% 
along with firm 
order balance 
before dispatch.    
Delivery: 4 – 6 
weeks from the 
date of order with 
requisite advance. 
Warranty: 1year. 
Jurisdiction: 
Subject to Noida 
jurisdiction. 
Validity: This 
quotation is valid 
for a period of two 
months from date 
of offer. 

Grace Food 
Processing  & 
Packaging 
Machinery  

India 100kg/hour Fully 
automated 
system: 
Mixer 
Extruder –  
(Motor 25 

USD 
24,500 
(FOB) 

1. Price Basis: 
FOB New Delhi, 
India, Excludes 
freight to your 
destination & 
insurance. 
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HP) 
Feed 
conveyor 
Roaster 
Seasoning 
(Flavouring) 
Tumbler with 
dosing 
system 
 

2. Payment terms: 
50% payable as 
advance. Balance 
against the 
Proforma Invoice 
before dispatch. 
3. Delivery: 4-6 
weeks from the 
date of receipt of 
your confirmed 
Purchase Order, 
Advance Payment 
and Film Rolls Size 
4. Validity of 
Offer: Our offer is 
valid for a period of 
30 days from the 
date of this offer. 
 
 
Supervision of 
Installation & 
Commissioning: 
 
a) Extra charges 
applicable. 
Installation and 
commissioning of 
the machine and 
training to your 
operator, our 
service person will 
be at your site for 
three days. 
Customer shall 
provide and keep 
ready the required 
accessories by the 
time our Service 
Person reaches 
your site. Our 
representative will 
supervise I&C. 
b) Labour to be 
provided by you. 
Kindly ensure 
availability of 
operator for on the 
job training. Visit of 
our technician is 
subjected to 
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customer 
conformation of 
readiness of site 
prior to the 
requirement 
of our engineer for 
installation. Cost of 
Travel by Air from 
New Delhi to Your 
nearest Airport, 
Hotel 
& Food would have 
to be bear by you 
for the entire 
duration of stay of 
our service 
technicians. 
Local transport will 
have to be 
provided by you. 
Cost of Visa & any 
other expense will 
be to your 
account. USD 100 
is payable per day 
charges for the 
entire duration of 
stay. 
Grace Food 
Processing & 
Packaging 
Machinery 
reserves the right 
to change machine 
specifications 
without previous 
notice. 
 
General: 
 
1. Jurisdiction: All 
or any dispute 
arising between 
the parties are 
subject to New 
Delhi jurisdiction 
only. 
2. Force Majeure : 
The company does 
not stand liable or 
responsible to 
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settle any claims 
for 
damages/losses 
incurred on 
account of delayed 
deliveries due to 
unforeseen 
circumstances like 
strikes, lockouts, 
Natural calamities 
like earthquake, 
floods etc. or any 
other reason 
beyond the 
company’s control. 
3. Other Charges : 
Any other charges 
borne by us on 
account of factors 
beyond our control 
like 
Govt. levies, war 
risk premiums etc. 
will have to be 
borne by you. 
4. Order 
Cancellation: We 
fabricate 
customized 
machines; Order 
once placed 
cannot be 
cancelled 
at all. Advance if 
any will be 
forfeited. 
5. Output & 
Accuracy: Will 
depend upon 
quality of film, 
product nature, raw 
material quality, 
operator, general 
maintenance etc. 
6. Subject to 
Exclusions from 
the Quote : Our 
Offer is valid only 
for the specified 
scope of supply 
and does not 
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include: All Civic 
Work, Electrical 
Wiring & Control 
Cabling 

Shandong 
Luerya 
Machinery 
Manufacturing 
co.Ltd 

China 120-150 kgs/ 
hour  

Mixer 
twin screw 
conveyor 
twin screw 
extruder 
air conveyor 
dryer 
auto flavoring 
line 
6 dies for 
various 
shapes 
Stainless 
steel 
 

Voltage: 

380v, 50Hz, 

3phases  
 
 
  

24100 
USD 

1.The above 

mentioned price is 

not including any 

special required 

certificate by 

designed 

department  

2.The above 

mentioned price is 

not including the 

installing fees.  
 
 
3. Installation: We’ll 
send 1-2 engineers 
with rich 
experience to go to 
buyer’s factory to 
debug machines 
and solve 
problems met 
during the 
operation, the 
buyer will supply 
go and back air 
ticket, transport fee 
accommodation in 
the local place, 
extra USD 80/day. 
 
4. Payment terms: 
30% of the amount 
should be paid as 
deposit before 
manufacture, and 
the balance 70% 
should be paid 
before delivery by 
T/T. 
 
5. We guarantee 
machines can work 
well in one year. 
And we in charge 
of the cost 
occurred on 
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machines within 
the guarantee 
year. 

Aarzoo 
Engineering 
Works 

India 100kg/hour 1.It is 
continuously 
cooking food 
extruder 
specially 
design with 
main bearing 
housing fitted 
with good 
made 
bearing. 
2. The 
main 
structure is 
made by 
Stainless 
Steel (SS) 
tube frame. 
3. Outer 
parts are also 
covered by 
SS Sheets. 
4. SS 
hopper with 
feeding 
Screw. 
5.
 Hoppe
r & Cutter 
Driven by 1 
H.P AC Motor 
each. 
6. Main 
Motor of 25 
HP. 
7. Screw 
and barrels 
are made up 
of alloy steel. 
8. Die 
head, bolts 
and nuts are 
of high 
tension. 

4800 Basis Of Price: 
Price quoted is 
NEW DELHI 
INDIA. 
 
Terms Of 
Payment: 
100% along with 
the confirm order. 
Freight, 
transportation & 
Insurance cost will 
be in your account. 
 
Delivery: 
Within 10-15Days 
from date of 
received of 
advance amount & 
confirm Order. 
 
Force Majeure 
Clause: 
The Price, Terms & 
Conditions stated 
above are valid & 
binding on us 
subject to force 
major condition i. 
e. War, Riots, 
Accidents, and Act 
of Enemy Acts of 
God, Legislative 
provisions, Judicial 
actions or any 
reasons beyond 
our reasonable 
control. In such a 
case we shall be 
absolved of any 
legal or monetary 
liability against and 
/ or in connection 
with this Offer. 
 
Consequential 
Damages: 
We shall not be 
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responsible for any 
damages caused 
by this Equipment 
and / or its 
applications. 
 

 

 

The prices are free of board, meaning that you will have to pay for the transport and insuarace 

to the port of Mombasa. Also note the lines do not include the packaging system.  

The equipment is exempt from import duty. But among the fees you will pay include Import 

Declaration Fee, Concession Fee, Railway Development Fee,Transport, IDF application fee, 

documentation, handling , transport ..  

This figures will vary and what machine you pick, who your clearing agent is and from where 

you source. Budget at least Kshs. 200,000 for these fees. 

Raw Materials  

Maize (Corn) Grits 
The major raw materials for making corn chips are corn grits. The grits are degermed meaning 

that the germ is removed. The germ is the oil part of the maize. Removing the germ helps 

increase the shelf life of the chips in addition to making the extrusion process much easier and 

the snack of a superior quality. 

There are various types of grits: Fine meal flaking grits, fine grits, medium and coarse grits. 

Flaking grits are used to make ‘breakfast’ foods such as corn flakes; fine grits are used for 

brewing while the medium and coarse grits are what are used to make snacks. These are the 

kind of grits that you will need to produce corn chips.  

You can get grits either by purchasing maize and milling yourself or you can buy ready grits 

from a milling company.  

In the first case in addition to the extrusion equipment you will need to have a maize milling 

machine. You will also need to go out there in the open market and compete for maize supplies. 

In the second case you purchase the ready grits from some maize processing companies. 

As a startup it might be quite a challenge if you decide to follow the path of buying maize and 

milling to grits yourself. One this will mean extra logistics. Two you will also require extra capital 

in terms of machinery, space, storage and transport. Three you will also require some extra skill 

and equipment to test the quality of the maize and mill. Fourth have more by products which you 

will have to find a way of disposing.  Not that this can’t be done, but it’s not necesseraily the 

best option for a new company especially one with limited capital.  
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 It’s better to start by purchasing grits from maize milling companies. And if you eventually 

decide to do the milling yourself  then develop skill, an understanding of the market and logistics 

to be able to source the maize.   

If you buy milling machines specifically to make grits it will also mean that they will be idle most 

of the times. This is because it will neither be necessary nor economical to make grits each and 

every day. When getting into the corn snack business  the extra steps of sourcing  maize and 

milling is something you could do without, and perhaps eventually when you grow. This is more 

so in these days when there is a maize shortage. 

Buying grits from milling companies is a convenient way to source the key raw material. The 

leading company’s process grits with their use in mind. Thus they will have the medium grits for 

the snack industry and fine grots for the brewing industry. You just walk in purchase the quantity 

of grits you would like and you go start manufacturing snacks.  You are also sure the moisture 

levels and sizes are appropriate.  

Grit prices will vary will also vary with the supply of maize in the market. In April 2017 the price 

of a kilogram of grit was Kshs.100 per kilogram. Some companies will charge VAT for adding up 

to Kshs.116 per kilogram. The price of maize also fluctuate but in April averaged Kshs.3800.  

Almost all major maize milling companies produce grits but to jump start you here are some 

three companies:  

Nairobi Flour Mills 

Homa Bay Road, Industrial Area 
Nairobi 
Email: nfm@jimbi.co.ke 
Telephone: 020-2325973 
Mobile:  0710-731268, 0727-531000, 0708-292958 

 

 

Grits Industries Kenya 

 

Pembe Flour Millers 

Homa Bay Road, Industrial Area 

020 6558226 
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Maize Supply Chain 

Now if you decide to go the sourcing maize way it’s important to understand the local maize 

supply chain: 

 
 
                             
                                      
                          
 
  
 
 
 
 
 
 
       
 
 
  
 
                                                                                                         
 
                                                                                                          
 
 
 

 

 

From the above you will be acting as a miller. Your source of maize will be large wholesalers 

who essentially are brokers, the National Cereals and Produce Board, large farmers or direct 

importing. Large wholesalers could deliver to your premises but only if you are purchasing big 

quantities.  

The alternative is to go out hunting for the maize in the field. This could be a logistical nightmare 

especially when new in the business. The better option is to establish a reliable supplier to 

deliver the maize to your premises. You will always need to test the moisture level of the maize. 

If it’s not properly dried it will likely go bad during storage, not to mention that it will negatively 

affect the quality of the corn chips. 

Now say you have a convenient way of sourcing maize but you don’t want to invest in 

machinery; you can outsource the milling to milling companies. There are many companies, 

especially midsized, with idle capacity. These could mill for you at a fee. However these 

Large Farmers Tanzania / 

Uganda 

Importers 

National 

Cereals 

Produce 

Board (NCPB) 

 

Millers 

Large 

Wholesalers 

Small 

Assemblers / 

Brokers 

Farmer 

Consumers 

Posho Mills 
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companies will often demand that you mill quantities equivalent to their day capacity. Say for 

instance a mill can do 10 tonnes / day they will require you to at least mill that quantity of maize. 

It’s important to note that in 2017 the price of maize has been on the rise. This is because of the 

shortage that has been persisting in the market, partially because of a drought and poor policy.  

Thus competition for quality maize in the open market has been high. Despite the government 

releasing maize from strategic reserves and at lower prices (Kshs.3000 compared to Kshs.3800 

for a 90kg bag) the effect was not strong enough to stabilize supplies and prices. Actually some 

millers shunned the maize citing logistical challenges and high costs of transporting maize from 

the North Rift areas of Eldoret, Kitale to other parts of the country.  

The shortage of the maize has resulted in the government relaxing maize importation rules.  

This means that anybody can import maize duty free. Of course they have to pay the Import 

Declaration Fee of 2.25% of the cost of the imported maize as well as 1.5% Railway 

Development Levy.   

This maize situation is expected to improve by September 2017.  

 

Other Raw Materials 
Flavours and food colours are the other key ingredient. As noted above flavours can be used to 

differentiate. There are hundred and one flavours but not all will click with consumers. You can 

use focus groups, taste experiments until you get a flavour than consumers like.  

Compared to other ingredients flavours are less expensive and make a small percentage of the 

total costs, ranging between 3% - 5%.   

One of the major flavour suppliers in Kenya is Pradrip along Keekrok Road Nairobi.  

 

Remember at the end you have to meet KEBS standards before you start distributing your 

products.  

Premises 

Let us look sections and possible sizes of the premises that you require for corn chips 
manufacturing: 

The Processing Area – This is the section where the production line is placed. Since the 
process is continuous, step by step, it follows you should arrange the equipment such that the 
process is flawless. Most machinery will occupy a length of at least ten meters. Also the process 
could require some machines to be hoisted up hence you should consider the height.  

A high roof also helps prevent the manufacturing room being too stuffy. 
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At least 100 square meters should be sufficient for the processing area. 

Store – You should have at least two store rooms. One for the raw materials and especially 
grits and maize which are bulky. And the second store for the finished products. Depending on 
the space you could also have an extra store such that grits and maize are on their own, and 
other ingredients such as flavours and colours in a separate room.  

You might also need a place to keep other spare parts and other machinery related equipment.  

At least 20 square meters should be enough. 

Administration Office – You should have an office from where you run your operations nine 
square meters should be enough.’ 

Toilets – You should have toilets for your stuff.  This is not just for the comfort of your staff but 
also a requirement by the law. At least 1 meter squared 

Breakout Room and Changing Room – You can provide a small room where workers change 
to the appropriate working clothes. Related to this is a breakout room where workers can relax, 
take lunch or snacks. Four meters squared could be enough for this.  

Extra Room – You could have some extra room just in case. This can be used if any of the 
other room is not sufficient or for whatever purpose that could be required. At least 6 meters 
squared. 

 

Space Size ( Square meters ) 

Processing Area 100 

Stores 20 

Office  9 

Toilets 1 

Breakout and Changing Room 4 

Extra Room 6 

Total  140  ( About 1507 square feet) 

Please note this is a guide, depending on the space available and your budget you can adjust 
accordingly.  

In addition to the above the premises should have the following key facilities: 

Water – Water is an important ingredient in the manufacture of corn chips and curls through 
extrusion. You also need water in order to maintain high hygiene standards. Then again when 
seeking licenses related to health or certifications such as KEBS then you will be required to 
show a clean source of water. 

Electricity – The production line relies on electricity. This kind of machinery requires a 3 phase 
electrical connection. Whereas in most areas in Nairobi you can get an electrical connection you 
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should ask about how reliable power is in the area; there are places with constant blackouts 
which affect productivity. 

Ease of Access – No matter the location of the premises it should be easy to access. At the 
very least there should be a parking and loading space. 

Going by the present rates budget at least Kshs. 150,000 per month for rent. The figure could 
be lower or higher depending on the location. 

Often you will find the space you get ready is not exactly ready for the business and you have to 
renovate and remodel to suit your requirements. 

This kind of business works best in an urban area. Your location should be within the proximity 
of a major urban area or several of them. This will help reduce your costs and penetrate the 
market easier. This also means you could have your production facility in a peri urban area 
where costs such as rent are lower but which is easy to access.  

Ideally you should look for a long term lease say five years. Lease terms might require you pay 
rent for the whole duration /  

Costs & Margins 

Margins in the business range between 15 % and 20% of the retail price. The exact will depend 
on the efficiencies of production, distribution, source of raw materials and such other factors.  

In a packet of corn chips the costs will be: 

• Cost of ingredients. The major ones include grits, flavours, oil and other lesser 

ones. From the April process a kilogram of grit was selling at Kshs.100. A kilogram 

will make an almost equal quantity of corn chips. If you pack the corn chips in 20 

grams it means that a kilogram of grits will produce 50 packets. Giving an average 

cost of Kshs.2 per packet. The price of other ingredients can add up to Kshs. 0.40 in 

a packet but could fall as low as Kshs. 0.15.   

• Cost of making the corn chips. This will include variable costs such that of labour, 

water, electricity. And fixed costs such as rent. From one of the case studies this 

averages Kshs. 0.70 per packet. 

• Cost of packaging. This includes the cost of the packaging material. The cost of 

packaging will vary with the supplier, design and quantities that you order. For 

instance the price by one supplier was Kshs.0.30 for high quantities 5,000 plus with 

prices falling the more you order. Packets are usually grouped in 24s, and you also 

have to factor the cost of these wrappers.  

• Cost of distribution and marketing. This includes the cost of getting the products 

to the shelves and creating awareness. Such include cost of transport, advertising 

and any incentives given to retailers. Kshs.0.50 per packet.  

• Miscellaneous costs 
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The above costs are based on some case studies. Costs can vary. For instance the costs of 

grits will also be tied to the prevailing price of maize. Cost of production will depend on your 

efficiencies and so will the cost of the cost of distribution and marketing. 

The margins in a 20gms packet retailing at Kshs. 10 ranges between Kshs.1.50 and Kshs.2.50. 

For planning purposes work with Kshs.1.50. You sell to wholesalers at an average of Kshs.6 

and if selling directly to retailers Kshs.7-Kshs.8.  

With the above margins then it means you need volumes and also to keep your costs as low as 

possible without affecting the quality. Volumes are by first having a good distribution system 

which makes the products available to as many of the right consumers as possible. Secondly, 

once the corn chips are available to consumers incentivizing them to make actual purchases 

say by packaging or promotions. Thirdly is by the products being of such great quality that 

consumers become repeat buyers.  

Revenue will thus be influenced by: 

• Costs  

• Distribution  

• Marketing  

• Quality of your products in relation to the target market 

• Innovation and Trends 

At the very least work with a breakeven point of 10 months.  

Presently the main distribution channels are supermarkets and neighbourhood retail shops.  

Licenses 
County Government Licenses – This is issued by the county government to anyone doing 

business within the county. The cost depends on the size of the building, location and nature of 

the business. For a manufucturing budget at least Kshs.50, 000 per annum. 

Public Health License – This is issued by Public Health officials of the Ministry of Health to 

anyone dealing in preparation food for human consumption. The officials look at the conditions 

of the premises, walls, floors, drainage, toilet, weather, roof and such factors that have an 

impact on hygiene. The fee averages Kshs.5000. Public Health officials are found at the County 

Government offices or Level 5 Hospitals.  

Kenya Bureau of Standards (KEBS) – KEBS looks at the quality of your snacks and if the 

formulation and production process meets the required standards. Before inspection you could 

purchase a detailed guide from them which explains the elements that they take into 

consideration when inspecting your premises. Ideally they will look at the whole process, 

conditions of your production unit, ask about moisture content , quality of grits, flavours, food 

colours, packaging among other factors. KEBS sells the inspection guidelines at Kshs.2000. 

The actual license will cost about Kshs.80, 000.  

http://www.kenyaknowhow.com/


Don’t invest blindly                     www.kenyaknowhow.com                           0712 473 455 Page 27 
 

Medical Certificate – All workers in your production unit need to have a medical certificate so 

as to ensure that there are free from any disease that they can communicate to consumers 

while handling the flour. The medical certificate is issue to an individual at Level Five hospitals 

or any other recognized health institution. The price averages Kshs. 1,500.  

National Environment Management Authority (NEMA) License – When you are setting up a 

manufacturing plant you need to have it approved by NEMA. You need to provide them with an 

environment impact assessment (EIA) which then NEMA approves. 

 Basically The EIA should give details of the impact of your plant on the environment. Positive 

and negative impact, and for the latter mitigating measures. The EIA is prepared by an 

approved environment professional. You can contact NEMA for recommendations. The NEMA 

website (www.nema.go.ke) has a list of approved professionals. 

Once NEMA approves the EIA it will charge a minimum of Kshs.10, 000 or 0.1 % of the capital 

investment of the project whichever is higher.  

Company Registration – You also need to register your company with the registrar of 

companies at the attorney general chambers. The whole process will cost you about Kshs.30, 

000. 

Manpower 

You need just the right number of workers to keep the cost low while ensuring production and 
quality are not affected negatively.  

Making corn chips is not a very labour intensive process. This is more so when you have an 
automated system.  

Thus among the key staff you will need are: 

Production Manager – This will be in charge of the whole production process. In a small 
operation instead of having a procurement officer the production manager could double as one. 
The production manager could also act as the overall manager. 

Thus in addition to supervising the production she will be in charge of sourcing the raw 
materials, keeping records and performing requisite management duties. 

Ideally the production manager should have experience in snacks production. She should also 
have a very good understanding of the market not just the production but what works and what 
doesn’t. He or she should help come up with new products. At the very minimum though he or 
she should ensure standards are maintained, there is enough raw materials and finished 
products. 

Operators (2) – These will be involved in doing the actual production. This includes mixing the 
ingredients, control and monitoring the process from one stage to another and also ensures 
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standards are met. The operators should be skilled and well trained. In a fully automated system 
four operators can be enough. 

Casual Workers (Unskilled) (4) – These will be performing roles that don’ require a lot of skill. 
These could include packaging, loading, cleaning. Casual workers can be paid wages on days 
when they actually work and gradually absorbed into permanent positions as the business 
grows. At the very start production might not be continuous.  

Sales & Marketing Manager – She will be in charge of marketing activities and the actual 
sales. This could include developing marketing messages, sales channels, pushing the product 
to the market and listening to consumers. Ideally this should be a person with experience in 
sales of fast moving consumer goods if not specifically snacks. The person should be 
aggressive with a superb understanding of the market. Remuneration could be in form of a fixed 
salary and a performance based fee.  

Administrative Assistant – She will be charge of administrative roles in the offices. This could 
include acting as a receptionist, keeping records and offering administrative assistant to the 
other staff members. They should be all rounded personnel who can do basic accounting. The 
administrative assistant can also act as a storekeeper.  

Driver (1) – The driver will ferry staff or perform company related duties as need be. The driver 
should be on permanent basis.  

Accountant – At the start and so as to cut your costs it might not be necessary to have a 
permanent accountant. You can have an accountant who comes monthly or so to maintain the 
books. 

Security – You can outsource security duties to security companies. It will be safer than 
employing your own security personnel.  

This is just a guideline. You can adjust accordingly based on the size of your production, capital 
and business model that you will adopt.  

 

Branding, Distribution, Competition and Market 
 

 Below we look at branding, distribution, competition and market entry based on data from retail 

interviews. The data we are using below was collected in May 2017.All packets referred below 

are 20 grams.  

 

The Brand of Choice 
Tamu Tamu was the brand stocked by most retailers (72%) followed by Amigos (17%) and then 

Kudos (11%). The reasons given by consumers for stocking a particular brand were (verbatim): 
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• Readily available 

• It’s what competitors sell 

• Other brands don’t supply 

• Other brands don’t supply small stocks 

• Consumers love them 

• Because the wholesalers  

• Popular with children  

From the above you can see the decision to stock one brand over the other in a big way 

depends on availability. The easier it is to access a particular brand the higher the likelihood of 

retailers stocking it. This then boils down to distribution.  

Other key reasons will be how the product resonates with consumers. Retailers are likely to 

stock a product which is readily available and liked by consumers. In a situation where a product 

is readily available but is not liked by consumers, while another is liked by consumers but not 

easily available then consumers are likely to stock the former.   

It is worthwhile to note that sometimes consumers end up liking a product simply because it’s 

readily available. 

 

Suppliers 
 

 

 

The above data shows the most retailers personally go to purchase corn snacks from 

wholesalers. And only a few wholesalers deliver. Thus in areas where say a retailer has to 

spend on transport to get the wholesaler ( For example Kahawa Sukari where most retailers go 

to wholesalers in Githurai) , and then the snacks get finished then she has to wait until other 

63%

26%

11%

Where Retailers Get Supplies

Personally Buy From Wholesaler Wholesaler Delivers Buys From Supermarket
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items like juices, matchboxes and such are out of stock before she goes to replenish at the 

wholesaler.  

This means if a new corn chips manufacturer came into the market and found ways of making 

his product readily available within walking distance then he would have an upper hand in terms 

of having his products on the shelves of the retailers. If a manufacture’s distribution system 

makes it easy for the retailer to access its products then said retailers are likely to be biased 

towards it compared to the competition. 

The above also shows wholesalers are the major source of products. They play a key part in 

getting the products to consumers. Retailers who buy in supermarkets do so because of 

convenience (rather than travel to the wholesaler) and the ability to purchase in small quantities, 

say two or even three packets. However, purchasing from supermarkets means that they have 

to sell higher prices than those who bought from wholesalers. This puts them at a disadvantage.  

 

 

Buying Prices and Quantities 
Quantity (20gms 
Packets) 

Buying Price (Kshs) Selling Price (Kshs.) Frequency  

24 180 10 28.5 

24 180 15 28.5 

24 180 12 14.2 

Less than 24 8 per packet 10 14.2 

Less than 24 10 per packet 15 14.2 

 

Presently in wholesale corn snacks are sold in pack containing 24 packets. Nonetheless this is 

not cast in stone.  Wholesalers, especially the midsized ones in estates, are very flexible such 

that it’s not a must they sell the whole package of 24.  

If a retailer is buying several other products they will allow her to buy say 4 packets of Tamu 

Tamu still at a wholesale price. However, more often than not, this it at a slightly higher price 

than if he had bought the whole package of 24. Retailers are very focused on margins and a 

difference of Kshs.0.50 could motivate them to buy the packet of 24 rather than the a few 

packets.  

Most retailers thus opt for the whole packet of 24. This is more considering the wholesale price 

and the margins expected from each packet. 

Packaging in smaller quantities say of less than 24 will only add some marginal value in terms 

of market penetration. The retailer who wants to buy less than 24 might settle for a package of 

12, if he will enjoy the same size of margins if he had bought the package of 24.  And 

considering that most of the smaller retailers have constant cash flow problems then this could 
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work.  This could be a good way to penetrate the market.  On the other hand you have to 

remember the smaller the quantities you pack in the higher the cost of packaging. 

Let’s look at more data on this below 

 

 

Average Daily Sales (Packets) Percentage (%)  

0-5 46 

6-10 31 

11-15 16 

Above 15 7 

 

This data excludes supermarket sales. A retailer who sells 5 packets in a day would take about 

5 days to exhaust a package of 24. This means that logically very few retailers will buy less than 

five packets in a day, otherwise they will need to visit a wholesaler daily. If you were to pack in 

packages less 24 then 12 would be reasonable. Anything less might not appeal much to the 

retailers.  

 

Cash or Credit? 
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When purchasing snack supplies from wholesalers most of the retailers (79%) pay in cash, 

while only 21% pay in credit. The retailers who purchased on credit mostly got their supplies 

from small wholesalers who often go around in motorcycles or other small vehicles. Often where 

the retailer is not within the immediate vicinity of the wholesaler then they will demand cash.  

If you as a new manufacturer with a new product are dealing directly will retailers they will more 

often than not try to arm twist you to give credit. One, because they are not sure how the 

product will perform in the market, hence don’t want to end up with dead stock. Two is because 

the cash flow of most small retailers is poor, and they will often seize a credit opportunity.  

At times giving credit ends up being very hectic. Following up and getting paid might end up 

consuming more resources than the profits you are expecting. Don’t encourage it, and try to 

convince them to pay in cash. Still if your market entry strategy is to deal directly with retailers 

expect some of these challenges and prepare for them.  

 

Promotional Materials 
None of the retailers we surveyed is supplied with promotional materials be it posters, t-shirts, 

displays or other merchandise. When asked if items like posters help in driving sales the 

response was as follows:  

 

79%

21%

How Do They Pay For Snack Supplies

Cash Credit
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From the above there are a significant number of retailers who believe that posters do not have 

an impact on sales. Partially this is because there was no way to measure the impact of posters 

on sales. The other reason is that some of the retailers wanted to have an immediate surge in 

sales. So if they stick a poster of a product today they expect sales to rise the same day.  Yet 

consumers take time to absorb and internalize advertising. Posters help get the word out there. 

The more consumers see the poster the more familiar the product becomes in their 

subconscious. So yes posters would be a good thing especially considering that none of the 

present corn snacks manufacturers is supplying retailers with any promotional materials.  

 

Major Consumers 
 

44%

39%

17%

Do Posters Have an Impact on Sales ?

No Yes Not Sure
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From the survey children 10 years and below form the majority of customers who do the actual 

buying. This was followed by women. Thus keep children and women in mind in your 

communication be it advertising or packaging.  

 

 

 

Stocking a New Brand 
All retailers surveyed said they were willing to stock a new brand. Among the major reasons 

given why they would stock a new brand are: 

 

• If it’s cheaper 

• He likes trying out new products 

• If the consumers like them 

• Competitors, if they have them then why not have the new band. 

• Popularity  

• The readily market 

• If they are marketable 

30%

48%

22%

Who Makes Purchases?

Women Children (Below 10) Others (Men and Older Children)
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Becoming A Distributor  
We asked the retailers we talked if they would be willing to becoming distributors in their 

neighborhoods. The responses were as follows: 

 

 

 

 

Majority of retailers are willing to become distributors if the terms are favourable. Such terms 

include the capital required, margins, payment methods, targets, support and related. For those 

who were unwilling to become distributors said they would not be sure if the product would 

move and they assumed they would not be able to meet the manufacturer’s terms and 

conditions.  

If the terms are favourable then it would not be a problem finding the right distributor.  

 

Branding and Distribution 

 

Children of 7 years and below are the biggest consumers of corn chips.  Thus looking at the 
market all the branding is aimed at appealing to children this is by the colourful packaging and 
names which are easy to pronounce and remember. To target children then you should follow 
the same script: easy to remember and pronounce name and two appealing package.  

40%

20%

30%

10%

Would You Willing To Become A Distributor?

Yes No Depends on Terms& Conditions Not Sue
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As a point of note whereas even adults eat corn chips, corn chips, unlike crisps and popcorns 
have not captured the imagination of the adult. This means adults still consider corn chips as fit 
for children only. Whereas it’s possible to consider this as an opportunity and aim to grab the 
adult market it will require a very long term view and investment in marketing resources so as to 
change habits and attitudes. It’s thus strategic to start with the bigger market and if need be 
pivot from there. 
 

So think of a catchy name and attractive and unique packaging. As competition in the space 
increases it’s becoming difficult to differentiate between the various brands at least in terms of 
packaging.   

The other part of branding is how to position the chips. Are they just cool, sweet, fun, and 
healthy or such other attributes. In the local market cool and fun is what is done mostly. To a 
small extent Nardo Industries has been doing healthy especially by their “Baked not Fried 
Healthy Option “. However consumer interviews showed they don’t make any health 
considerations when purchasing corn chips. To consumers “they are just snacks” 

Despite this we feel in the long run there is room in stressing the health options of course within 
the set advertising standards parameters. One possibility is to think of fortifying with vitamins, 
like it happens with sifted maize flour. This of course could come at an extra, albeit marginal 
cost, but the market gains from this could be well worth it. “ABC Snacks. Fortified with Vitamins 
“Not just a snack but a bite of vitamin” 

As we have seen above without getting the products to the shelves consumers can’t buy even if 
your brand is the best.  

Some of the smaller companies don’t even have brands to talk of but they have managed to get 
their products to the face of consumers through shops and supermarkets.  

Below is the common distribution channels used by manufactures of corn chips and related 
snacks: 

 

 

 

                                                 

 

 

                                                                                                     

     

Manufacturer 

Distributor   Wholesaler 

   Supermarket 

      Retailer 
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The most common channels are manufacturer – wholesaler – retailer – consumer. This is 
often the preferred method when selling to retail shops. 
 
The second common method is manufacturer – supermarket – consumer. Some of the 
smaller manufactures use this as their only sales channels. 
 
The bigger manufacturers sometimes have distributors. Distributors are like super wholesalers 
of sorts. They are given regional exclusive rights such that no one else can distribute the 
company’s product in the area. They sell to wholesalers who then sell to distributors. 
Sometimes the distributors can sell to retailers direct.  
 
Other channels include selling to retailers direct. This is however not sustainable in the long run 
considering the logistics involved. This will also limit reach because of the large number of 
retailers. However when starting and to create some buzz you can sell directly to retailers within 
a reasonable radius of your operations. Also note for a new product and which retailers are not 
sure whether it will sell or not they will be reluctant to pay cash for it rather they will ask for 
consignment, where you leave the products and come back for the money after a few days, that 
is if they will have sold it.  Don’t plan direct sales for the long run, but its good as you test the 
waters and see retail and consumer reactions. 
 
One of the advantages of using is wholesalers is that they already have existing relationships 
with retailers. Thus they are able to push your product. Some wholesaler agreements are such 
that they compel the retailers to buy a new product when buying the well known brands.  
 
Supermarkets are another important channel but you will not just walk to the supermarket with 
your product and they accept it. There are the basic conditions which for a professional run 
company are not difficult to run.   
 
But there are other challenges withy supermarkets. To start with they will demand low prices 
meaning as much as your sales can be high in supermarkets the margins will be low .Another 
challenge with supermarkets is their credit period. While on average it will be 90 days in 
extreme cases it can be as high as 180 day. You need to have working capital to keep running, 
more so if supermarkets are your only channel of sale. The better alternative is to have a multi 
channel approach. For instance you sell through supermarkets you also sell target retail shops 
such as kiosks. As much as supermarkets have captured a large percentage of the local 
shopping kiosks still play a major role especially in rural areas and high population locations. 
Then the purchasing habits of children make kiosks one of the best places to reach them.  
 

      Consumer 
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Market Entry 
 
There is no clear cut out formula for market entry. For supermarkets you first have to meet the 
conditions then approach them with your product. The basic conditions of the supermarket are 
that you be registered with VAT, be KEBS certified, have a barcode on your product, show 
capacity to meet demand, have good, read captivating packaging. ((See attached supermarket 
shelf space guide)  
 
 This does not guarantee you space but increases the chances. Although the top supermarkets 
could drive sales you can start with the low end and mid tier supermarket. At times these tend to 
be more flexible compared to the bigger counterparts. 
 
Initially you could approach the retailers directly and have some of them take your products. 
Have some promotional items like posters, which as seen are rarely used by the snacks 
manufactures. Even before you get to the established wholesalers you can reach out to retail 
shops within different estates and town centers to become your distribution points within the 
neighborhood. The barriers to entry in this case are lower. A bigger retailer in the 
neighbourhood will mostly take the chance to being a distributor of sorts. 
 
The plan should be to get the chips in the faces of consumers in the shortest time possible, and 
the most efficient way.  
 
It’s a fact that corn snacks manufactures’ rarely actively market their products. Rarely will you 
get posters or other promotional materials in the shops. This is not because it’s an ineffective 
way to build a presence but it’s seen as not adding value to the sales. But for a new 
manufacture this could be one way to create visibility. To let costumes know that you exist. 
Promotional material should be accompanied by incentives to retailers so that they give your 
product more visibility. This is by offering free merchandise, bigger margins or extra packets. In 
the start this could reduce your produce but what you are seeking to achieve is a presence in 
the market.  
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