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1.0 Introduction

Kcenya's industrialisation strategy is gradually moving from import substitution
to cxport-oriented manufacturing.  In the import-substitution era, taritt
structures, governing trade, favoured industries that were engaged in domestic
production rather than those involved in exports. I'irms involved in production,
during this era, were heavily protected and they dictated commodity flows from
onc platform to another. Value addition and power in these commodity {lows
declined as commoditics moved from wholesale firms to retailers. The fact that
commodity prices were controlled, or regulated, also enhanced the domination
of firms in the commodity chains. Retailers, at the lower end of the scale, and
consumers had no leeway of organising or configuring production in their
favour. The dominant rule of the game for retailers and consumers at the time
was “take it or leave it”. Iirms did not consider product quality, durability and
packaging. Retailers and consumers had no choice in procurement. 'this reality
did not last for long, as structural adjustment policics and market liberalisation
exposed firms to competition, which they had never experienced before. Large
and medium-sized garment firms faced stiff’ competition from traders who went
as far as Dritain, Dubai, Italy, Turkey and I'rance to source high quality
garments for both men and women.  Small garment producers were also not
spared by imported second-hand clothes (mitumba), which flooded the Kenyan

market after wrade liberalisation.

The interesting thing about small-scale garment producers is that instcad of
collapsing like the large and medium sized firms, small-scale garment produces
have increased in number.  The other issue is that, except for a {ew micro and
small enterpriscs, which have taken advantage of outward looking value chains
by exporting products to Uganda and Tanzania, the rest of micro and small
enterprises have not entered into production for exports. It is against this
background that we set out to explore the ways in which micro-and small-Scalc

enterprises are organising production and trade in a liberalised market.
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In liberalised markets, firms arc cncouraged to diversify their markets by
engaging in cxports. At the same time, production is organised in a
participatory and partnership process, which links together producers, retailers

and consumers.

In the ycar 2000, Nairobi alone had over 6,000 small-scale garment produccrs
and retailers. A majority of these enterprises were founded within five ycars,
before the survey.  Scveral questions that arisc out of this is: (i) how do the
small-scalc enterpriscs organise themselves from production to distribution? (ii)
how have the small firms adjusted themselves from the import substitution
regime to the more liberalised global regime? and (iii) what discontinuitics have

the small firms have experience in adjusting to the new regime?

To answer thesc questions, we use a conceptual model that draws on two views
of industrial development. ‘The first of this is value chain analysis, which
provides a systematic way of tracing the stages a product undergocs [rom
conception to production and, finally, to distribution. It also hclps in revealing
the networks of firms involved in the production process. All in all, valuc chain
analysis contributes to our understanding of the organisation of industry locally,
nationally and internationally. The sccond perspective looks at the business
system within which these chains opcrate. The approach rccogniscs that
business does not take place in vacuum, and that other activitics and actors help

in shaping the character of the firm.

One critical actor is thc market or, more preciscly, the many markets that firns
enter 1o buy inputs and scll products. With liberalisation, these markets have
changed significantly, and we aim to examine how these changes have affected
Nairobi’s small garment producers. The purposc of this paper is two fold: Iirst,
to describe value chains in small garment producers in Nairobi and sccond, to
trace the challenges have experienced by small firms in shifting from the import
substitution regime to a more liberalised global regime. Our analysis of the

changes brought about by liberalisation, both on current rescarch and carlier
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studies. is based on works done bv McCotmick and others in the late 1980s and
carly 1990s (McCormick, 1991, 1993, 1996, 1997, McCormick and Ongile,
1993; Ongile and McCormick 1996; McCormick, et al. 1997).

The paper is divided into six sections. Afler this introduction, theory and
literature review are presented in section two. Section three discusses the
methodology while section four describes the value chains of small garment
producers in Nairobi. Section five discusses the shift from import substitation
regime to a more liberalized global regime, while scction six contains the

conclusion of the paper.

2.0 Conceptual Framework

In this paper we usc a conceptual framework drawn from two models, namely
valuc chain analysis and the business system approach. We begin by discussing
value chain analysis. Valuc chains consist of design, production and marketing
of many products divided among cnterprises. They tic production processes with
consumption.  Valuc chains take a varicty of forms: local, national and
international. International chains have been given a lot of attention in the
literature while local and national chaing have mostly been ignored. This study
will attempt to fill these gaps by analysing value chains in small-scale garment

producers in Nairobi.

Starting with the work of Gerefti and Korzeniewicz (1994), there is a growing,
body of theory and literature on value chains. Gereffi, et af (2001) defines value
chain analysis as a form of conceptualising how global integration takes place.
It involves design, production and marketing. Various terminologics have been
used to describe value chains, for example global commodity chains, valuc
systems and production networks. According to Sturgeon (2001), value chains
are the sequence of productive valuc-adding activitics lcading to, and
supporting, end use, while production nectworks arc a sct of inter-firn
rclationships that bind a group of firms into a larger cconomic unit. FHumphrey

and Schmitz (2001) obscrve that trade in shoes, clothes and high-valuce
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vegetables is organised by global buyers, who work on behalf of major retailers
or brand name companics. They further argue that access to developed country
markets has become increasingly dependent on global production nctworks of

lead firms situated in developed countries.

McCormick and Schmitz (2002) obscrve that the concept of global value chains
recogniscs that the production of goods and services has bccome globalised. 'The
value chain, therefore, involves activitics required to bring a product {from its
conception to the final consumer. The chain includes all of the production stages
of development of a product from its design, sources of raw materials, and
intermediate inputs, its marketing and its distribution to the final consumer

(McCormick and Schmitz, 2002).

I‘urther, McCormick and Schmitz (2002) identify three dimensions of a valuc
chain: Input-output structurc, geographic spread, and governance. The first
dimension of the value chain concept consists of the flow of the input-output
structure. In this sense, a value chain can be conceptualised as a sct of products
and services linked together in a sequence of value-adding economic activitics.
One can trace the cumulative value of a sct of physical inputs that arc added, at
VAYTOUS FOMYS, 1 ilE SO ot ian COmMITATOT resuis iy & fivar’ oug. i
is also possible to usc the input-output structure to trace the flow of knowledge

and cxpertise that goes into a product at cach stage of the value chain.

I'he sccond dimension of the value chain is its geographic spread. The
geography of valuc chains is important (McCormick and Schmitz, 2002).
Chains can be global, international, national, regional or local. In global valuc
chains, the design, production, and marketing activities arc divided among
enterprises, located in different countrics (McCormick, 2001). lLocal, national,
and regional chains arc geographically limited in the sense that all of their
activitics take place within a smaller arca. In developing countrics, most
parment chains are sub-national (McCormick and Schmitz 2002). They arc

characterised by small firms making garments for customers in the immediate
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vicinity. Examples of these producers arc small firms making uniforms, custom

tailors and dressmakers, or small firms making wedding attire.

I'he third dimension of value chains is the control that different actors have over
the activities in a chain. The actors directly control their own activitics and are
directly or indirectly controlled by other actors. This direct or indirect control in
a value chain is called governance. According to [lumphrey and Schmitz (2001)
governance is the pattern of direct and indirect control in a value chain.
Governance in value chains is ¢xercised in different ways and these diflerences
in governance are critical in determining the upgrading prospects of producers in
developing countrics (McCormick and Schmitz, 2002). In market-driven chains,
buyers and scllers deal with ecach other at arms length. Producers and buyers
make independent decisions about what to make and what to buy. In other
chains, firms are not totally independent, but form nctworks of buycrs and
scllers who interact on a regular basis. In some of these, which arc sometimes
called balanced networks, power relations between f{irms are fairly cqually
distributed. No one firm dominates the other. In other chains, called directed
networks, certain firms play a leading role. They specify the producer and what
is to be produced, and also monitor the performance of the producing firms. A
fourth form of chain governance is the hicrarchy. In hicrarchics, vertically
integrated firms, acting through their own decision-making processes, dircctly

control chain activities.

‘The second approach to industry, used in this study, is business systems. The
business systems approach borrows hcavily {rom New Institutional Fconomics.
According to North (1990) institutions definc and limit the set of choices of
individuals. Institutions consist of any form of constraints that human beings
devise to shape human interactions. Indced, institutions arc the rules of the
game. They govern all forms of interactions.  Whitley (1992) categoriscs
institutions into threc main groups: firms, markets, and socictics. Firm level
institutions comprise management styles, structurcs and decision-making

processes, owner-employee relations and patterns of growth. Pedersen and
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McCormick (1999) applicd the business systems approach to study Kenya’s
industrialisation and found out that, in a typical African state, production and
distribution contains several distinct scgments. ‘These segments arc: parastatal
sector, a non-indigenous cnterprise scctor, and the informal scctor. The
parastatal scctor compriscs a formal large-scale sector dominated by
multinational firms. Migrant traders or scttlers such as Asians in last Africa,
whites in Zimbabwe and I.cbancse in West Africa, run the non-indigenous
scctor.  Africans dominate the informal scctor and it is generally small-scalc.
Kimuyu (1997) and Fafchamps (1996) arguc that the lack of cffective
institutions, to enforce commercial contracts, contributes to the riskiness of the
business environment and makes entreprencurs restrict their dealings to persons

they know or trust.

2.1 Review of Garment Studies in Kenya

The study of small-scale garment producers in the city of Nairobi started as far
back as 1986. From thc seminal chapter by McCorick (1996), which usced a
Marxian perspective of class analysis of women in business in Nairobi, the study
has cvolved to incorporate recent paradigms of New Institution Fconomics and
busincss systems analysis. All these forms of analysis have been applied in an
attempt to understand the underlying factors impacting or influencing small-

scale garment producers.

In the 1996 study, McCormick found out that class is a major factor in
differentiating women in business. Poor women suffered from limited business
opportunitics whercas middle class women out performed their petit bourgeois
counter parts (McCormick, 1996). In another article McCormick, ¢t al (1996);
obscrved that fundamental barriers, such as access to finance and location,
influenced the performance of micro and small enterpriscs. In more recent works
bascd on institutions and busincss systems’ analytical perspectives, two
important attributes of small-scale garment were brought to the limelight. The
first one is that, unlike other industries, small garment producers have been able

to weave through cconomic reforms (McCormick et al, 2002a) and the second



[

1DS Working Paper No. 536

onc is that small-scale garment producers are now exporting their products
(McCormick ¢t al 2000b). The exporting firms were mainly male-owned and
had access to supplier credit. These firms were exporting to neighbouring

countrics of Uganda and T'anzania.

2.2 Theoretical Concerns in Value Chain Analysis

Value chains and the globalisation process analytical perspectives tend to ignore
the history behind the spread of industrial capitalism. Industrial capitalism was
the basc upon which the¢ world economy was founded. Key playcers in the world
capitalism were United States of America and Western liuropcan countries,
large heavy industrics in regions such as the Rubr region in Germany, and
Birmingham in Britain were centres of industrial capitalism. Firms like General
Motors (GM) produced standardised goods for markets situated in scveral parts
of the world. This form of production and market organisation is popularly

referred to as Fordism (Scott, and Storper 1986).

Fordism could not survive the world cconomic crises of the 1970s and 1980s.
The great industrial regions in Europe and America declined as firms migrated
to other locations in third world countrics. The migration of {irms lcads to the
restructing of trade.  As the world ¢cconomy was declining, the Cold War ended
with the collapse of the Soviet Union. The collapse of Soviet Union was a
blessing for capitalism. It raised the morale of the crippling world economy. At
least, capitalism had triumphed over socialism. As this was happening, Alfrican
countrics, like Kenya, were struggling to evolve their own brand of industrial
capitalism bascd on import substitution industrialisation strategy, and agriculture
directed by what was then popularly known as African socialism (Kenya: 1965).
According to Kennedy (1988), the struggle of ascending to capitalisms was
stymicd by sceveral obstacles including lack of entreprencurship, and association

of capitalism with western domination.

During the cold world war, African countries could afford to straddle between

communism and capitalism. During this cra, countries like Kenya were heavily
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supported with aid and forcign investments. Indecd, Kenya was the “darling of
the west”. This advantagcous position allowed Kenya to shift between market -
based import substitution industrialisation and africanisation programmcs
Swainson (1981). As a result of this double strategy, production organisation
was configured around the import substitution industries, at one cdge, and a
buoyant informal scctor on the other edge. The 1SI was heavily protected
despite its being dominated by multinational firms and Asians of Kenyan
origin, while Africans dominated the informal sector. As long as Africans werc
subsisting and preserving their lifestyles, cverything was okay with the
government.  The government, therefore, cmbarked on the construction of
African markets in Kariobangi North, Quarry Road, Jericho, Uhuru, Nyayo

market and Kenyatta market.

The success of IS was, however, short-lived. Kenya became heavily indebted
and could not pay her debts.  Aid providers recommended for the restructuring
and rcorganising of produetion. This was to take place within the context of
globalisation.  Globalisation, which mcant the integration of countrics into the
world cconomy, production and trade was organised around nctworks of firms
of buyers and rctailers. I'irms in Africa, in general, and Kenya, in particular,
were  encouraged to  shift  from  import  substitution to  export-oricnted
manufacturing. The cxtent to which this has taken placc is the focus of this

study.

The shilt was precipitated by steuctural adjustment and market liberalisation.
I'he private sector and markets were the main tools for allocating resources and
propelling industrialisation.  Export processing zones were built in order to
attract investors in manufacturing for exports. Micro and small enterpriscs in
the informal scctor were also included to manufacture products in the

restructuring process (Kenya, 1986).
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2.3 Market Liberalisation in Kenya

Kemva’s industry, in general, and the textile and garment industry, in particular,
is in the doldrums. Many firms have closed down while those surviving arc
barcly breaking even. This decline is mainly due to structural adjustments and
the subscquent liberalisation that found most, previously protected, industrics
unprepared for the removal of protection and opening up of markets to imports.
Small enterpriscs, on the other hand, are multiplying in number. Markets in
Kenya were liberalised in the carly 1990s. "This liberalisation has had a
significant implication for industry in general and textile and garment firms in
particular. The textile and garment industry grew rapidly in the post-
independence period and then stagnated and declined.  Market liberalisation of
the 1990s has, apparently, been at the root of many problems in the textile and
garment industry. The particular way in which liberalisation was implemented in
Kenya had important effects on small-scale garment producers. Tariff reductions
and the growth of informal, uncustomed imports gave producers a wider range
of inputs than were previously available. At the same time, massive imports of
both new and sccond-hand garments created very stiff competition for Kenyan-
made clothing. Formal sector clothing production peaked in the carly 1980s.
Between 1989 and 1999, output plunged by approximately 60 per cent, forcing
many f{irms to close down and others to cut cmployment and production

(McCormick et al. 1999).

3.0 Mcthodology

The study uses two data scts obtained at difierent times within a span ol about
10 years. Onc data set was obtained in 1989 and the other in 2000, Data
gathering in both years was preceded by a full census of all garment producers
and retailers in the city of Nairobi. ‘The censuses were carried out by groups of
well-trained rescarch assistants who combed all markets and buildings in the
city of Nairobi in search of garment producers and retailers. 'the census of the
1989 identified 2,421 micro and small firms, whilc that of 2000 reported 6,323

firms.  Of these, manufacturers numbered 2,200 in 1989 and 4,178 in 2000.

9
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After the censuses, sampling frames were constructed and samples  for
interviews were sclected. ‘The sample for the 1989 survey covered 268 firms,
ranging from micro to large-scale, while that of 2000 contained 125 micro and
small firms only. The 1989 sample was stratified by size of the firms. The
sample for 2000 was constructed using a threc-way stratification, i.c. location
within the city, main product, and firm size as measured by employment. ‘I'wo
hundred firms were selected but, due to limited resources, approximately two-
thirds of the firms (63%) werce intervicwed. In order to make the two data scts
comparable, large firms (with 50 or more employces) were removed {rom the
1989 sample. 'This gives a total of 245 firms for 1989 to be compared with the

125 firms surveyed in 2000.

4.0 Small scale garment producer’s characteristics

Rescarch in the year 2000 was undertaken with a conscious understanding of the
important position of producing firms within a chain of activities, an awarcness
that was missing in the 1989 study. Our discussion in this scction, thercfore,
draws only on the 2000 sample survey of 125 firms. ‘lhis is the main outlook
for garment producers: sole proprictorships, or own-account workers, 90.4%,
partnerships, 88%, and limited liability companies 0.8%. ‘This implies that
small-scale garment producers in Nairobi arc mainly sole proprictorships, or
own-account workers. In terms of literacy levels, entreprencurs in small-scalce
garment producers are drawn from different levels of education.  Some have
completed primary (40.3 %) and secondary education (56.3%). Very few of the
entreprencurs have post-sccondary cducation, including university education

(3.4%).

Small enterprises were located in several parts of the city’s densely populated
arcas, including the central business district (CBD).  Although majority arc
concentrated in the castern part of the city (57.6%). The next largest group of
enterprises were located in the southern part of the city (19.2%). Firms located
in the western part of the city accounted for 14.4% whilc thosc located in the

CBD were 8.8%. The firms covered in the survey are gencrally small. ‘The
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number of cmployees in the enterprises ranged trom one worker to 16 workers
and mean employment was three workers. Small-scale garment producers make
a varicty of products. These include: men's suits, women’'s dresses, trousers,
shirts, blouscs, cardigans, pullovers, uniforms and African attire. However, for
purposes of analysis we confine ourselves to four chains.  These are mainly:
men’s  wear, women's garments, cardigans and specialised wear. The
specialised commodity groups contain those making uniforms, African attire,

and wedding garments.

4.1 Input-output structures

I'he dcelincation of the input- output structurc starts from designs.  Small-scale
garment produccers draw their designs from pattern books, printed sources,
garments in shops, and garments brought by customers. There are significant
differences in the sources of small-scale producers designs on the basis of type.
Men's wear firms are more likely to draw their designs {from garments brought
in by customers (50.9%). Women's wear producers mainly source their designs
from pattern books (37.3%) and garments brought in by customers (29.4%).
Firms in the cardigan valuc chain arc more likely to draw their designs from
printed sources, mainly pattern books (41.7%) and other printed sources such as
newspapers and style sheets. Specialised producers draw their designs mainly
from pattern books (42.9%). There are, however, no dilferences in the main
source of product designs by size of the firm. Firms from all categorics draw

design from same places.

11
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I'able 4.1 Main sources of product designs, by type of firms:

Source  of | Men’s wear | Women'’s wear | Cardigans Specialized
product i
weal
No. % | No. % No. % No.of | %
of of of firms
firms firms firms
Book of 19 | 345 19 37.3 41.7 42.9
pattern ]
Other 12,7 11.8 25.0
printed
sources
Garments 10 19.6 8.3 28.6
in shops ]
Garments 28 | 50.9 16.7 28.6
brought by
customers | - ] 7
Others 2.0 8.3
Totals 551999 | 51| 100.1 12 100 100.1

Source: Field survey 2000

Distribution to Individuals Buying Products for their own use.

Organisation of distribution channels is critical to the whole issue of production
and trade in the liberalised cra. In the import substitution cra the consumer was
at the mercy of the producer but in the liberalised market the consumer is the
deciding factor of price. Produccrs have to align with consumers and know their
tastes.  Goods must be distributed in a manner that makes the consumer
satisfied. Producers can reach consumers directly or through intermediarics, but
whichever way the producers choose they must try to satisfy consumer needs.
I'he producers have about seven platforms through which they distribute final
products to the consumers. The object of distribution is to make the consumers
satisficd with the product. The producer should also be able to reap his/her
benefits. The producers and consumers should be able to negotiate in a nianner
that leaves all satisfied in a real market situation. Prices are the key determinant
of the relationship between the consumers and producer.  Unfortunately, the
markets in which the consumer and the producer operate from arc far from
perfect.  Institutions such as class, custom and power have a bearing on

consumer and producer satisfaction. Producers and customers negotiate in order
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to arrive at mutually satisfactory prices and also cnsure future customers to the
producers. Consumers have power over the negotiation process. Nearly all the
producers sell their products to individual customers who buy products for their
own use. This means that the consumer has an upper hand in controlling
products in the individual's platform. However, by relying on these disteibution
channels, small-scale garment producers limit their volume of production.  They
cannot produce in bulk or ¢njoy economics of scale. 'The small-scale parment
producers do not want to let go of this individual customers plattorm cven afler
liberalisation. f.arge proportions of small scale garment producers in both 1989

and 2000 tradc in the individual customer platforms.

Significant proportions of small-scale garment producers trade in “business
buying products for their own use” platform. The small-scale parment
producers trading in this platform differ by type of commodity produced (Table
4.2). Men’s wear commodity chain was leading in the proportions of {irms
sclling to business buying products for their own usc platform. This may reflect
the fact that men’s suits are not sold in second hand clothes’ markets or as cheap
imports. It may also reflect male customers’ purchasing behaviour. They are
conscrvative in the way they dress and are reluctant to change their dressing

styles.

Table 4.2: Firms distributing products to businesses buying for their own

usc.

Business | Men’s wear Women’s Cardigans Specialised
buying ) wear | ) wear

for own | No. of | % No.of | % | No. of % No. of | %
use firms | | firms | firms | firms

Yes 19 345 6| 118 21 16.7 2| 286
No J 36| 655 45| 882 10| 833 50 714
l'otal 55 1 100 51 1100 12 + 100 ! 100

Source: survey 2000
Differences are significant at 0.5%
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Distribution to Wholesalers and Retailers

Small-scale garment producers trade in a similar manner in wholesale and retail
trader’s platform. ‘This form of trading applies to all the four commoditics of
small-scalec garment producers.  Wholesale and retail traders are intermediarics
between garment producers and consumers (Table 4.3). In this platform, the
producers have no direct relationship with the customers. It is the wholesaler or
retailer who leads the direction of trade. ‘The wholesale or retail trader
purchases products in bulk and distributes them to consumers. In this platform,
the consumer’s role in configuring the mode of production is reduccd.
Consumer’s power to negotiate with the producer is also minimal. The

wholesale  and/or  retail  trader  controls  production and  trade.

Table 4.3 Distributing to wholesalers and Traders

Mcen’s wear Women’s Cardigans Specialised
wear wear
No.of | % No. %o No. % No. | %
firms of of of
firms firms firms
Yes 9 16.4 15 29.4 S 41.7 2 28.6
No 46 83.6 | 36 | 70.6 7 [583] 5 | 714
Total 55 100 51 100 12 100 7 160

Source: Survey 2000

Difference are significant at 0.05%

Distribution to Retail shops and Markets in Nairobi

Distribution of small-scale garment producers to retail shops and markets in
Nairobi is another intermediary mediated platform. T'wenty onc firms trade in
this platform, and all the four commoditics arc represented. Specialised-wear
products dominate in this platform. There are differences in the way small scale
garment producers distribute products to retail shops and markets in Nairobi.
Slightly over half of the firms making specialised wear sold products 1o retail
shops or markets in Nairobi (‘Table 4.4).  The rest of the firms in men’s wear,
women's wear, cardigan and pullovers and specialised wear sold small portions

of their products to retail shops and markets in Nairobi. ‘The failure of firms to
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sell products to retail shops or markets in Nairobi has significant implications on
the local (Nairobi) organisation of production. It reflects a rvather disjointed
form of production rather than an integrated onc.  This, perhaps, retlects the

nature of a city divided on the basis of social and cconomic characteristics.

‘Table 4.4 Distributing to retailers and markets in Nairobi

Men’s wear Women's Cardigans Specialised
i | wcear | wear
No.of | % |No. | % |No. % | No. %
firms of of of
| firms ] firms | firms
Yes 71 127 8 157 2| 167 4l 571
. 1 1 4 4 4
No 48 | 87.3 43 | 84.3 10 | 83.3 31 RY
Total | 55 100] st| 10| 12] w0 7| 100

Source: Survey 2000

Difference are significant at 0.05%

Again there is no direct link between the customer and the producer.  The
intermediary serves as the link between the producer and consumer. “The retail
shops and market traders in Nairobi arc thc ones who scrve as intermediarics
between producers and consumers. ‘Traders spend more time with consumers of
different types and understand them. ‘They, therefore, know consumers’ tastes.
The small-scale garment producer docs not have such time because most small-
scale garment producers have no division of labour in their production process.
The owner does nearly all the activities involved in the production process.
Once the producer sells his co‘mmodily to retailers traders and/or wholesalcers,
he/she looses control of the product as well as identity. This is made worse by
the fact that small-scale garment producers have no brand names for their
products. [nvesting time and money in consumer’s needs is very important for
business upgrading. Unfortunately, small-scale garment produces are not doing

S0,
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Distribution to Retailers and Market outside Nairobi (other parts of Kenya)
The whole process of production organisation, distribution, and trade needs to
be better understood. How are small-scale garment producers integrated into the
production and distribution mechanisms? How do they ncgotiate for power and
identity in the production processe? Venturing into markets outside Nairobi is
onc way of participating in national production and trade. It is also another way
of diversifying and capturing markets outsidc Nairobi. Small-scale cardigau
producers arce lcading in the distribution of products to rctail shops and markets
outside Nairobi. A quarter of women’s wear produccers are also supplying retail
shops and markets outside Nairobi distribution platform. They are trying to
venture into platforms that arc outside national production and trade (Table 4.5).
Movement to this platform is fairly difficult. Somc firm’s owners do it

themsclves or usc traders who visit small-scale garment producers.

Iirms, in all the four valuc chains, reported selling products to retail shops and
markets in other parts of Kenya. This is revealed through the following figures:
42.9% of firms in the specialised catcgory and 25.5% of {irms dealing in
women’s wear, sold their products to shops and markets in other parts of Kcenya.
Howecever, only 16.4% of firms in men’s wear chain sold products to markets and

shops in other parts of Kenya.

Table 4.5: Distribution of Products to Shops and Markets in other parts of

Kenya
Response | Men’s wear | Women's Cardigans Spccialised
| wear | ) | wear
No. % | No. % No. % | No. %
of of of of
firms firms | firms | firms
Yes 9 16.4 |13 255 |4 [333 3 42.9
No 46 | 83.6 [38 |745 |8 66.7 {4 | 57.1
Total 55 100 |51 100 12 | 100 |7 100

Source: Survey 2000
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4.1.5 Distribution to large Retail Chains (Uchumi, Nakumatt and Y
fashions)

Large retail chains largely control global trade in garments; Kenya has two
main retail chains Uchumi and Nakumatt supermarkets. These two retail chains
sell a substantial share of garment products. Few small-scale garment producers
arc making in roads into thesc distribution platforms. Firms in specialised wear
commodity category were leading in supplying retail chains with products.
Firms in cardigan and women’s wear also significantly supply products to these

large retail chains.

4.1.6  Distribution to Foreign Buyer (IXxports)

Exporters and forcign buyers arc also entering the small-scale garment
producer’s production and trade. About 10% of small-scalc garment producers
arc using this platform to distributc some of their products. Firms making
specialised commodities (42.9%) arcleading in this cndeavour. They scll
products mainly to Uganda and Tanzania. Firm owncrs, participating in this
platform, travel to Uganda and Tanzania to sell their products. Onc of the
exporters indicated that he travels to Uganda and stays there until all products
arc sold, while Another one stated that he sells products to Ugandan traders
who visit the market. Ie also stated that he is using the Kenya lixport Trade

Authority (KETA) to penetrate the cxport market.

4.2 Suppliers to small scale garment producers

The main inputs for small-scale garment producers are new cloth and knitting
thread. Other supplics include: lining or facing matcrial, sewing thread, buttons,
zips, snaps, buckles, lace, braid and elastic. There are no significant differences
in where the main materials are made, respecet to firm size. Firms in all the four-
value chain categories use both Kenyan and imported raw materials. In all the

value chains, more firms obtain their main raw materials from local sources.

lhere are several local supplicrs of raw materials. These sources arc: factorics,

wholesalers, retailers and customers.  However, there are no  significant
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differences between the various suppliers by type of product. Approximately,

half of the firms source {from wholesalers and retailers (sec Table 4.6).

T'able 4.6: Source of raw materials: Compare 1989-2000

Sourcc ‘[ Men’s wear Women’s wear | Cardigans | Specialised
wear
No. % No. % No. % | No. %
of of of of
firms firms firms firms
Factory 1 1.8 1 2 - - 1 14.3
Wholesaler 30 54.5 30 58.8 9 75 21 28.6
Retailer 22 40 19 37.3 3 25 4] 57.1
Customer/
Contract 2 3.6 1 2 - - - -
Totals 55 99.9 51 100 12 | 100 7 100

Source: Own Field Survey

Note: Differences not significant at 5% level.

‘The suppliers arc located in several parts of the city (Table 4.7). Firms in the
four value chains source their material from different parts of the city. Most of
the suppliers to the firms in the men’s wear value chain (45.5%) are located in
Nairobi’s city centre. ‘The city centre is the traditional centre of business activity
and has always had many fabric wholesale and retail shops. Most suppliers of
firms in the women's wear value chain arc located in Eastleigh (46.0.%).
Eastleigh is an emerging centre of imported textiles, cloth and garment.
Supplicers of firms in the specialised value chain are most likely to be located in

Nairobi’s city centre.

Significant differences exist in terms of size and supplicrs of raw materials for
small-scale producers. It is not surprising that the largest firms source from
factorics, while smaller oncs buy from wholesalers and retailers, and the tiniest
ones source their materials from customers. Firms sourcing their materials from
factorics have a mean workforce of 10 workers. Firms buying from wholesalers
and retailers have a mean cmployment of three workers. ‘Those getting their

materials from customers have a mean ecmployment of one worker.
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Table 4.7: Location of input suppliers.

Location Men's wear | Women’s wear T’ Cardigans Specialised
| wear

No. % No. %% | No. % | No.of %

of of w} of firms

firms Firms | firms
City centre 25| 455 17 34 S| 417 6 85.7
Industrial 1
arca 1 1.8 1 2 ) -] - - -
astleigh 12| 21.8 23 46 | - - - -
Chis market 8| 145 4 8| 7] 583 - -
1lawkers - - 1 2 4 - - - -
Gikomba 8 14.5 3 6 - - | 14.3
Customer 1 1.8 - - - - - -
‘Tanzania - - 1 2 | - - - -
Totals 55 99.9 50 100 { 12 100 7 100

Source: Survey 2000

Differences are significant at 0.1%

There is a relationship between firm-size and the location of supplicers. arge
firms source their materials from Nairobi’s industrial arca. Industrial area, is the
designated arca in Nairobi, for factories of all types. Most of the medium and
large clothing and textile firms are located there. Suppliers to firms with a mean
of 10 workers arc located in the industrial arca. Firms sourcing materials from
the CBD had a mean cmployment of four workers while firms sourcing
matcrials from Iiastleigh, ‘T'anzania, markets and immediate neighbourhood had
a mean cmployment of three workers.  Firms with the smallest incan
cmployment source their materials from mobile sellers or hawkers. ‘T'herefore,
hawkers or mobile sellers and customers supplied materials to firms with a mcan

employment of onc worker.

4.3 Variations in Distribution by Firm Sizc

Usc of the various distribution channcls also varies by firm size. All the firms in
our sample sell to individuals, but many also scll through other channels. On
average, those selling through other channels are significantly larger. ‘The largest

ones are those distributing their products to exporters and foreign buyers. ‘These
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have five workers, compared to the overall average of two workers. lirms
distributing to businesscs buying for their own use have a mean employment of
four workers, compared to only two workers for other firms. The same is truc
for those that scll to wholesalers and retailers in Nairobi, retailers in other parts
of the country, and large retail chains. In each case, the firms using these
channels have a mean employment of four workers, compared to two workers
for those not using the channel. Size is, therefore, crucial for firms to be able to
distribute products outside their individual customers and thus participate in

large markets.

5.0 Miero and Small Enterpriscs Shift

As mentioned carlier, onc data sct was collected in 1989 before liberalisation
while the other was collected in 2000. Liberalisation is part of the World Bank
and IMI initiated policics to revive African cconomics. The reform policics
included stabilisation, which involved taking action to reduce government
budget deficits and reduce balance of payment problems, as well as reduce the
ratc of inflation. The reforms also involved the adoption of policics geared
forward improved resource allocation, incrcased cconomic cfficicncy and
expand growth potential. liberalisation generally, consisted of the removal of
import controls and tariff reduction. Market libcralisation, in particular, involved
privatisation, financial market liberalisation and product market liberalisation. In
terms of impact, therefore, liberalisation initiated competition to previously

protected industrics.

5.1 Entreprencurial characteristics

Market liberalisation, and other cconomic reforms embraced by the Kenyan
government in 1990s, generated a lot of changes to the economy, in genceral, and
micro and small enterprises in particular. The liberalised market demanded a
special cadre of entreprencurs with a knack for new ideas and information
regarding markets, sourcing of raw materials, and finance. Uhe key issucs

addressed by the study at this point are: (i) to find out the character of
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entrepreneurs  joining  small-scale  garment  production and (i) firm

characteristics.

lhere were no fundamental ditferences in the gender of the entreprencurs
between 1989 and 2000. In 1989, 28.6% of the small scale garment producers
were male, while 71.4% were female. 1n 2000, 28.8% of the entreprencurs were
male while 71.2% were female.  Level of education is a critical variable in
small-scalc cnterprises (Kinyanjui, 1996). Entreprencurs with higher ievels ol
education performed better than those with no cducation. ‘The genceral pattern of

entreprencur’s education in 1989 and 2000 is different (Table 5.1).

Fable 5.1 [The Entrepreneurs Level of education, in 1989 and 2000 Surveys

Level of 1989 2000

cducation No. of firms % No. of firms %
Nonc 6 2.4 - -
Primary 110 449 48 40.3
Secondary 104 42.4 67 56.3
Post secondary 25 10.2 1 4 3.4
Total 245 99.9 119 100

Source: survey data 1989 and 2000

Differences are significant at 0.01%

Differences arc also apparent in entreprencurs’ professional or  technical
qualifications (Table 5.2). The proportion of entreprencurs with no technical or
professional qualifications was higher in 2000 (56.8%) than in 1989 (42.9%).
lHowever, the proportion of entreprencurs with government grade tests (42.4%)
in 1989 was higher than that of 2000 (22.4%). Entreprencurs with professional
qualification were more (17.6%) in 2000 than in 1989 (2.4%). ‘These
professional qualifications were in teaching, nursing, sceretarial, and sales and
marketing.  Entreprencurs with certified public accounts (CPA) professional
qualifications were only reported in 1989. It may be that more entreprencurs
with professional qualification were running businesses in the ycar 2000
(17.6%) as compared to 1989 (2.4%) because of the job cuts that were taking

place in the private and public scctor. The businesses might be scen as a safety
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net, providing extra income to compensate for falling incomes, high inflation,

and sccurity in the cvent of job loss.

I'able 5.2 Professional or technical qualification

Professional or technical 1989 2000
qualification No. of % No. of %
firms firms
None 105 42.9 71 56.8
Government trade test 104 42.4 28 22.4
Professional 6 24 22 17.6 |
CPA 6 2.4 - -
Others 24 938 4 3.2
Total 245 99.9 125 [ 100

Source: Survey data 1989, 260767

Differcnces were significant at 0.01%

Iintreprencurs in the two survey years differed in the type of work they did
before starting their businesses (Table 5.3).  Lintreprencurs with no previous
occupation were 40.0% in 1989 and 25.6% in 2000. The proportion of
cmployces engaged in regular workers previously doing work similar to what
they are now doing more than tripled at between 1989 (6.9%) and 2000 (24.0%).
tlowever, centreprencurs who were previously involved in farming were 15.1%
in 1989, but by 2000 only 1.6% had been involved in farming. Vintrepreneurs
who were engaged in other businesses were 17.6% in 2000 compared to only
6.5% in 1989. Lintreprencurs who had previously been in formal employment in
2000 were 17.6%, compared to 1.2% in 1989. It appears that people from
different backgrounds are joining garment-making because of its case of entry.
All that is required is a simple sewing machinc that is readily available in the
city centre and employment of trained fundi.

Note

1. FFundi is a Swahili word for artisan or expert, and is commonly used to refer

to tailors, dressmakers, cte

Failoring training is casily available on the job or in dressmaking schools.

lailoring is also offered in primary and secondary schools. Raw materials for



- - o = ]

IDS Working Paper No. 536

parment making arc also available from customers. This cases the start-up costs.
lhe differences in entreprencurs’ backgrounds, no doubt, reflect the high
uncmplovment rates and. to a lesser extent, the retrenchments that have been

taking place in the private and public scctors.

I'able 5.3 Entrepreneurs’ Previous occupations in 1989 and 2000

Previous Occupation 1989 2000
No. of KA | No. of %

| firms ] | firms ]
None 98 40 32 25.6
Worked as regular or # 17 | 69 | 30 24
casual ) | |
FFarming 37 15.1 2 1.0
Other businesses 16 1 es | 22 | 176
Formal ¢mployment ] 3 1 12 22 17.6

] ] ]
House wife 14 5.7 6 4.8
Teacher 738 | 155 | 4 | 32
Sccretary . 14 1 57 | 4 | 32
Other 8 | 33 | 3 | 24
Total 245 7 100 | 125 100

Source: Survey data 1989, 2000

Differences are significant at 0.01%

Iintreprenceurs cited different reasons for starting their businesses. 'The reasons
varicd at between 1989 and 2000, (Table 5.4). Therc were more entrepreneurs
(32.2%) starting businesses out of interest in 1989 than in 2000 (25.6%). Morc

entreprencurs (39.2%) reported going into business because they needed an

because they were trained for the job (21.6%). Slightly less than a quarter of
businesses (24.5%) in the 1989 survey went into garment naking becausce they
thought that it would be profitable. Other recasons why entreprencurs went into

business were the fact that the spouse chose the business, for them, lack of
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alternative and the need for seif-cmployment. Only 4.1% of the entreprencurs in

1989 inherited their business. The comparative figure for 2000 was only 0.8%.

The lack of inherited businesses in the ycar 2000 reflects the absence of
continuity in business from onc gencration to the next. This largely reflects the
fact that among Africans, property is shared out between siblings rather than
being passed on to the next generation as one unit. Income and the need to
make moncey are critical factors making pcople to go into business. [n 1989 «
out of interest” was the most important motivation (32.2%), but by 2000 it had
been replaced by the nced to generate income (39.2%). ‘tThe differences in
motives for going into business between 1989 and 2000 may be duc to the lack
of safety nets caused by thc ongoing rcforms and devaluations, which have
made life extremely difficult. Starting small businesses has become the casicst

option for the majority of people.

Table 5.4 Reasons for going into busincss

Reasons for going into 1989 2000
busincss No. of % No. of )
| firms | firms |
Out of interest 79 322 32 25.6
Need. fo PENRIAIL MIIRNA. A4, 22 %70,
Trained for the job : 33 13.5 27 216
Thought it would be |
profitable 60 24.5
Inhcrited business 10 4.1 ] 0.8
Spouse chosce it 6 2.4 - -
No alternative - | - 5 4
Self employment - - 11 8.8 |
Others 3 1.2 - - |
Total 244 99.9 125 100

Source: Survey data 1989, 2000

DifTerences are significant at 0.01%

In respect to business management, record keeping is often associated with
education. Many assuime that more educated entreprencurs will be more likely to

keep records than those with less cducation. This, howcver, was not the casc
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here. Although entrepreneurs were more educated in 2000, the proportion that

keeps business records remained the same.

5.2 Firm characteristics and behaviour

We also compared the characteristics and behaviour of the firms between 1989
and 2000. Under this broad hcading, we include products, sources of initial
capital, sources of supply, product markets, turnover, and labour productivity.
Changes occurred in the type of main products produced in 2000 (table 5.5).
The proportion of firms producing men’s wear increased from 21.6% in 1989 to
44% in 2000. The proportion of firms producing cardigans ros¢ {rom 2.4% in
1989 to 9.6% in 2000. owever, the number of firms producing women’s wear
and thosc making specialised products decreased in the same period.  The
decline in firms making women's wear was the largest.  This may refleet the
changes taking place in garments trade, whereby many retail traders are
importing rcady-made women’s garments from different parts of the world. A
visit to one cxhibition hall in Muindi Bingu Street revealed that close 1o 80% of
the garment cxhibitors were trading in women clothes. Facilitics for men’s wear
were very limited. These exhibitions are offering competition to women’s wear
makers. In addition to this, women’s wear producers are also experiencing

competition from sccond-hand clothing traders.

On the other hand the increase in men’s wear producers may, largely, reflect
men’s conservative nature of dressing and the fact that suits are treated as the
official dress code for men. Male consumers are unlikely to shop in places like
Quarry Road, where shopping involves digging deeply into mountains of
sccond-hand clothes. Mecn may not have the patience 1o do so. Men found
digging into these mountains of clothes were traders who purchased products for
re-sale in more organised markets. Marginal changes in specialised wear are
attributable to the fact that entreprencurs in this category target specialily
markets of African attire, wedding partics and uniforms. The garment speciality

markets were not affected by market liberalisation.
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Table 5.5 Types of product

Source: Survey data: 1989, 2000

Differences arc significant at 0.01%

5.3 Sources of Start up capital

There are significant differences between 1989 and 2000 in the soutce of start-
up capital (sce Table 5.6). Although “own savings” continuc to be, by far, the
most important source of funding, it decreased from 69.4% in 1989 to 55.6% in
2000. Rising in importance between 1989 and 2000 were gift/loan from spousce
(from 17.4% to 22.6%), gift from relative (from 4.5% to 16.1%), and loans from

fricnds (Irom 1.2% to 4.0%).

micro-finance institutions, (MI‘ls), no businesses in 2000 reported starting with

an NGO loan. This may be because most MI‘Is now lend, almost exclusively, to

Surprisingly, given the growing prevalence of

existing businesses and do not avail starting capital.
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Type of product 1989 2000
No. of % No. of %
firms firms
Men’s wear 53 21.6 55 44
Women's wear 172 70.2 511408
Cardigans 6 24 121 96
Specialised wear 14 5.7 71 5.6
Total 245 99.9 125 | 100
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Table 5.6 Sources of start-up capital

Sources of start up 1989 2000
capital
No. of %o No.of | %
firms firms
Own savings 168 | 69.4 69 | 55.6
Savings or resources 91 3.7 - -
from partners
Gift or loan from 421174 28 | 22.6
spouse
Gift or loan from 11 4.5 20 | 16.1
relative
Loan from friends 3 1.2 5 4
Loan from 5| 21 2 1.6
commercial banks
Grantor loan from 21 08 - -
NGOs
Others 2 0.8 - -
Total 242 | 99.9 124 | 99.9

Source. Survey data 1989, 2000

Differences are significant at 0.01

Small garment firms were asked to indicate their main source(s) of supply. They
reported obtaining material from factories, wholesalers, retailers, mitumba
dealers, and customers (Table 5.7). Although wholesalers were the most
important source in both 1989 and 2000, the proportion using them declined
from 70.8% to 56.8%. At the same time. retailers gained in importance, more
than doubling from 18.8% to 38.4%. Reasons for the change need further
investigation. It could be that firms do not have adequatc capital to make bulk
purchases. We found no firms sourcing raw materials from mitumba dealers in
2000, although in 1989, 7.1% of firms reported using fabric from mitumba
garments. This also needs further study, because at the census stage,
enumerators reported observing firms using mitumba T-shirts to make children’s
underwear. The proportion of firms sourcing raw materials from customers rose
from 0.8% in 1989 to 2.4% in 2000. This may reflect the increase in production

for individuals (see below), many of whom bring their own cloth. FHowever, it is
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interesting to note. that very few firms considered the customer a main source of

materials.

Table 5.7: Sources of raw material

Source of raw material 1989 2000
No. of % No.of | %
firms firms
Factory 6 2.5 3 2.4
Wholesalers 170 70.8 71| 56.8
Retailer 45 18.8 48 | 384
Mitumba dcaler 17 7.1 - -
Customer 2 0.8 3 2.4
Total 240 100 125 100

Source: Survey data 1989, 2000
Differences are significant at 0.01%

Distribution platforms also changed significantly in the period betwcen 1989
and 2000. Most notably, the proportion of firms selling to individuals buying for
their own usc increased from 78.8% in 1989 to 100% in 2000. Slightly less than
a quarter of firms in 2000 sold their products to wholesalers and retailers. The
corresponding proportion for 1989 was 17.1%. There are differences in
businesscs selling to retail shops or markets in Nairobi. Only 3.7% of firms in
1989 sold their products to retail shops or markets in Nairobi. In 2000. firms
sclling to retail shops and markets in Nairobi were 16.8%. On the other hand,
the proportion of firms selling to wholesalers incrcased slightly, reaching ncarly
a quarter in 2000. More striking is the incrcase in firms sclling to rctail shops or
markets in Nairobi, which quadrupled from 3.7% in 1989 to 16.8% in 2000.

As part of the analysis for changes in business behaviour we sought to find out
whether small-scale garment producers turnover and productivity has changed
over the vears. Recalling the sharp decline in formal-sector production, we
expected to find a significant decline. In fact. we found no significant difference
in cither turnover or productivity between 1989 and 2000. The mean yearly
turnover for 1989 was Ksh. 133.602 while that of 2000 was Ksh. 131.257. The
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mean productivity per worker in 2000 was Ksh. 24,962, compared to Ksh
22,885 in 1989. In contrast to larger firms, Nairobi's small garment producers
have managed to maintain both their turnover and their labour productivity in

the face of market liberalisation.

6.0 CONCLUSIONS

The analysis shows that the small-scale garment producers are amazingly
resilient.  Their number nearly doubled between 1989 and 2000. More
importantly, they have managed to maintain stability in both their turnover and
productivity in this difficult era of market liberalisation. They have shifted
sources of supply to take advantage of new goods available since liberalisation.
They have also made inroads into Nairobi's formal retail markets. A few are
also making inroads to the more lucrative markets of large retail chain buyers

and exporters.

[n terms of commodity value chains’ size, the small-scale garment producers
have narrow and short value chains. The network and links clustered around
small-scale garment producers are limited in nature and extent. For examplc,
few firms are linked to wholesalers or retailers on the supply side. In the
distribution side, the small-scale producers are linked to individual customers.
They have limited links with businesses, wholesalers and retailers from other
locations, large retail chains and exporters and/or foreign buyers. These limited
value chains ensure that small-scale garment producers do not enjoy bulk

production or economies of scale in production.

These chains are market-driven. Very small firms, whose owners arc both
workers and managers, dominate the scene. Some of these producers may be
overwhelmed by the various activities they perform in the value chain because
they fail to separate the stages of production. The development challenge of the

small-scale garment producers is how to upgrade.

29



S Working Paper No. 536

Our analysis suggests two possible paths to upgrading. Firms can either opt for
higher value products or for higher volume. Attempting the first way are those
making African wear, wedding attire, and other specialised products. Only a tiny
proportion of firms have chosen this route, but it remains an important option.
The other possibility — higher volume — appears especially promising, given the
growing importance of national retail chains and the new opportunities
presented by the export market. National retail chains, such as Uchumi,
Nakumatt and Y-Fashions, are expanding in Nairobi and other major towns.
They are popular because they offer one-stop shopping for garments, food, and
household goods. Further investigation is needed to better understand their
quality and design requirements and their purchasing regulations, but they

would appear to be the next step up for many small producers.

Distribution could also be extended to exports, especially now that Kenya is an
accredited member of the African Growth and Opportunity Act (AGOA), which
allows for the duty-free exportation of garments to the USA. In order for small-
scale garment producers to lake advantage of AGOA, they need to be able to

assure buyers of consistent quality and timely delivery.

Also noteworthy is the fact that consumers play an important role in small-scale
garment producer’s organisation. Small-scale garment producers, therefore,
need to diversify their distribution platforms and form alliances. They also need
to established links with consumers. The study has also noted that participating
in export is a major venture yet to be fully exploited by for small-scale garment

producers and should, therefore, be encouraged.

Note

In order to make turnover and productivity comparable to that of 2000
we converted the 1989 turnover and productivity figures to 2000 prices
by multiplying the 1989 prices with a price index of 4.69, reflecting the
change in the price index for the period. The index used was the

garments and footwear component of the middle-income consumer price
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index for Nairobi as reported in the relevant Statistical Abstracts (Kenya,

various years).

Acknowledgement

The authors wish to acknowledge the support and funding provided by
DANIDA's ENRECA programme for funding the study on Business
Systems in Africa that generated the current data and alse for funding the
travel of one ot the authors to the US. We also achnowledge the Social
Science Research Council (USA) that funded the 1989 study, which

provided our comparative data.

31



IDS Working Paper No. 536

References

Fafchamps, M. (1996). «“ The Enforcement of Commercial Contracts in Ghana,”
World Development 24(3): 427-448.

Gereffi, G. and Korzeniewicz, M. and Korzeniewicz. R.P. (1994) “Introduction:
Global Commodity Chains. In Gereffi, G. and Korzeniewicz, M. (eds)
(1994) Commodity Chains and Global Capitalism. Westport, CT: Pracger
Publishers.

Gereffi, G., Humphrey, J. Kaplinsky R.and Sturgeon, T.J. (2001) “Introduction:
Globalization, Value Chains and Development”. /DS Bulletin 32 (3): 1-8.

Humphrey, J. Schmitz, H. (2001) “Governance in Global Value Chains.” /DS
Bulletin 32 (3): 9-29.

Kennedy P. (1988) African Capitalism the struggle for Ascendancy. Cambridge:
Cambridge University press.

Kennedy, P. (1988) African Capitalism: The struggle for Ascendancy.
Cambridge: Cambridge university press

Kenya (1965) Sessional Paper No 10. African social

Kenya (1986) Economic management for Renewed Growth Nairobi:
Government printer

Kenya (1965) Sessional Paper No.10 of 1965 on African Socialism and its
application in Kenya, Nairobi Government printer

Kimuyu, P. (1997). “Enterprise Attributes and Corporate Disputes in Kenya”,
Discussion Paper No. DP 001/97. Nairobi: Institute for Policy Analysis and
Research.

Kinyanjui M. N. (1996) "Small and Medium Manufacturing Enterprises
Formation and Development in Central Kenya: Entrepreneurship or
Plodding Along?" in McCormick, D. and Pedersen, P.O. (eds.) Small
Enterprises: Flexibility and Networking in African Context. Nairobi:
l.onghorn. "Small-scale enterprises in Kenya: employment creation and
working conditions". Research Report Submitted to CDR/IDS January
1996

McCormick Dorothy. (1993). “Risk and Firm Growth: The Dilemma of
Nairobi's Small-scale Manufacturers.” Discussion Paper No.291. Nairobi:
Institute for Development Studies, University of Nairobi.

McCormick. D. 2001 “Value chains and the Business system: Applying a
simplitied Model to Kenya’s Garment Industry” IDS Bulletin 32 (3): 105-
118,



S Working Paper No. 536

McCormick, D. and Schmitz 2002

McCormick, D. and Schmitz, H. (forthcoming) Manudal for Value Chain
Research on Home Workers in the Garment Industry.

McCormick. D., Kimuyu, P. and Kinyanjui. M .N. (1999) Institutions and th¢
Industrialisation Process: A Proposal for A Study of Textile and Textile
Products Industry in Kenya. IDS Working Paper No.527. Nairobi: Institute
for Development Studies, University of Nairobi.

McCormick, D., Kimuyu, P. and Kinyanjui, M.N. (2000a) Weaving through
reforms, Nairobi’s Small Garment Producers in a l.iberalised Economy.
Paper presented at the East Africa Workshop on Business System in Africa,
organised under the collaboration between the Centre tor Development
Research (Copenhagen) and Institute for Development Studies (University
of Nairobi, Kenya) 15™ —16™ April 2002

McCormick, D., Kimuyu, P. and Kinyanjui, M.N. (2000b) Can small enterprises
export? Preliminary Evidence from Nairobi's Garment Sector. Paper
presented at the International Conference for Centre for Development
Research (Copenhagen) and Institute for Development Studies (University
of Nairobi, Kenya) 26™ -27" September 2002

McCormick. Dorothy, and Ongile Grace. (1993). Growth and the Organisation
of Production: Case Studies from Nairobi’s Garment Industry.” Discussion
Paper N0.294. Nairobi: Institute for Development Studies, University of
Nairobi.

McCormick. Dorothy. 1991. "Nairobi's Clothing Retailers: Some Preliminary
Findings." In P. Anyang' Nyang'o and Pecter Coughlin, ed. Industrialisation
at Bay: African Experiences, pp. 65-75. Nairobi: African Academy of
Sciences.

McCormick, Dorothy. 1996. “Women in Business: Class and Nairobi’s Small
and Medium-size Producers.” In Kathleen Sheldon, ed., Courtyards,
Markets, City Streets: Urban Women in Africa, pp. 193-212. Boulder:
Westview Press.

McCormick, Dorothy. 1997. “Industrial District or Garment Ghetto? The Case
of Nairobi’s Mini-Manufacturers.” In Meine Pieter van Dijk and Roberta
Rabellotti, eds. Enterprise Clusters and Networks in Developing Countries,
pp. 109-130. London: Frank Cass McCormick, D. Kinyanjui, M.N. and
Ongile Grace Growth and Barriers to Growth between Nairobi's Small and
medium sized Garment Producers in World Development Vol.25 No.7 pp
1095-1110

33



IDS Working Paper No. 536

McCormick, Dorothy; Kinyanjui, Mary Njeri: and Ongile, Grace 1997. “Growth
and Barriers to Growth Among Nairobi’s Small and Medium-Sized
Garment Producers.” World Development 25(7): 1095-1110.

North, D. 1990 Institutions, {nstirutional Change and Economic Performance
Cambridge: Cambridge University Press.

Ongile, Grace, and McCormick, Dorothy. 1996. Barriers to Small Firm Growth:
Evidence from Nairobi’'s Garment Industry. Co-authored with Grace
Ongile. In Dorothy McCormick and Poul Ove Pedersen, eds, Small
Enterprises: Flexibility and Networking in an African Context, pp 40-62.
Nairobi: Longhorn.

Scott, A. J and Storper, M. (1986) Production work, Territory: Contemporary
Realities and Theoretical Tasks in Scott, A. J and Storper, M. Production.
work, Territory: The geographical Anatomy of Industrial Capitalism;
Boston: Allen and Unwin

Scott, A. . and Storper, N. (1986) Production, work, Territory: Contemporary
Realities and Theoretical Task : The Geographical Anatomy of Industrial
Capitalism; Boston: Allen and Unwin.

Sturgeon, T. J. 2001 “How Do We Define Value Chains and Production
Networks.” IDS Bulletin 32 (3). 9-18.

Swainson, N. 1981 The Development of Corporate Capitalism in Kenya 1918-
1997 London: Heinemann

Whitley, R. 1992 Business System in East Asia. London: Sage
Whitley, R. 1996. “Business system and global commodity chains: competing or
complementary forms of economic organisation?” Competition and Change

1:411-425.

Whitley. R. and Kristensen. P.H. 1996. The Changing European Firm: Limits to
Convergence, London: Routledge






