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Farmers in Nigeria are exposed to multiple agricultural risks, which require various adaptation strategies. Agricultural 

insurance is capable of supporting farmers in coping with adverse effects of risks. This study examined how bundling provides 

more value for all actors in agricultural value chain. Both primary and secondary data were used for the study. The primary data 

were collected through administration of well-structured questionnaires and random selection of 30 grain farmers (cereals and 

legumes farmers) as well as interview with a few agricultural insurance stakeholders. Secondary data were sourced from 

different organization and company’s websites through a thorough desk review. Data collected were analyzed using descriptive 

statistics and bundling matrix. This study revealed that only seven (7) out of 57 insurance companies were licensed by NAICOM. 

Results of bundling matrix revealed that none of the respondent was qualified to purchase the insurance product as a single 

product based on the prices even though they were willing to pay for the insurance product. Seventy percent (70%) of 

respondents would have the capacity to obtain an insurance package for their grain farms with the bundling of fertilizer and the 

agricultural insurance package while only 23.33% would be able to obtain an insurance package by the bundling of the 

insurance package with herbicides. In addition, 66.67% of the respondents would be able to obtain an insurance package for 

their grain farms by bundling yield insurance, fertilizer and herbicide together.  Findings from this study revealed that bundling 

agricultural insurance with some agricultural inputs would increase the uptake of agricultural insurance by agricultural value 

chain actors and increase the sale turnover of input suppliers. The study recommended that the bundling of agricultural 

insurance products with agricultural inputs should be encouraged as it is a good way of increasing the awareness and uptake of 

agricultural insurance among farmers in Nigeria. Both the insurance companies/stakeholders and agricultural input suppliers 

need to work together to reach a reasonable bundling discount for profitable bundling prices. 
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INTRODUCTION  

 

Agribusiness is subject to many risks which directly affect 

agricultural value chain actors’ (input suppliers, farmers, 

processors, marketers and other people involved in 

agribusiness) decisions which in turn affects their welfare. Risk 

is an important aspect of the agribusiness and it is defined as 

the variabilities or outcomes which are measurable in an 

empirical or quantitative manner (Olayide and Heady, 1982). 

Agricultural risk is associated with negative outcomes 

stemming from imperfectly predictable biological, climatic, 

and price variables. These variables include natural adversities 

(for example, pests and diseases), climatic factors not within 

the control of agricultural producers, and adverse changes in 

both input and output prices (World Bank, 2005). According to 

Eiser et al. (2012), risk is perceived as objective doubt 

concerning the outcome in a given situation. In other words, it 

is the uncertainty as to the occurrence of an economic loss or 

the possibility of an unfortunate occurrence (Athearn, 1971). 

The uncertainties inherent in weather, yields, prices, 

Government policies, global markets, and other factors that 

impact agribusiness can cause a wide swing in agribusiness 

actors’ income.  

Generally, risk can be grouped into 6 categories which 

include: production, price of market, financial, institutional, 

legal and   human   or  personal  risk  (Goldberg and Pallandini, 
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2010). It is worthy of note that these risks vary from countries 

to countries likewise their managements. Risk management 

involves choosing among alternatives that reduce financial 

effects that can result from such uncertainties. In managing 

these risks, the government of some developed and developing 

countries employs a variety of programs to provide risk 

protection for agricultural chain actors, programs like 

agricultural input subsidy, marketing boards, price and income 

support program, disaster aids, minimum price for agricultural 

commodities and so on. As a result, agricultural value chain 

actors employ a variety of strategies and techniques to manage 

the risks facing their agribusiness enterprises, these risk 

management tools includes: low risk investments, enterprise 

diversification, excess debt capacity, liquid financial reserves, 

off -farm income, shared ownership or leasing, risk transfer, 

contracts, hedging and options markets and insurance products. 

An Insurance policy is a formal document including all clauses, 

riders, endorsements and papers attached thereto and made a 

part thereof which expresses the terms, exceptions and 

conditions of the contract of insurance between the insurer and 

insured (Mathias et al., 2006). It is not the contract itself but 

evidence of the contract. 

However, agricultural insurance is a special line of property 

insurance applied to agricultural firms. In recognition of the 

specialized nature of this type of insurance, insurance 

companies operating in the market either have dedicated 

agribusiness units or outsource the underwriting to agencies 

that specialize in it. Actors in the insurance industry like the 

insurance provider, issuing agencies, reinsurers, insurance 

underwriters/loss adjusters, insurance agents and brokers still 

find it challenging to go into agricultural insurance because of 

the perishability and bulkiness/seasonality nature of farm 

products and even agribusiness actors are less aware of 

insurance and the available insurance products (Oliver and 

Stutley, 2010). 

With the benefits of insurance, studies have shown that the 

level of uptake of agricultural insurance by agricultural value 

chain actors is very low (Njue et al., 2018; Aditya et al., 2018 ) 

hence the need to find techniques of making agricultural 

insurance acceptable to agricultural value chain actors (most 

especially small and medium scaled actors/farmers). Among 

the various ways of taking agricultural insurance closer to 

farmers is bundling (i.e bundling of agricultural insurance 

products with agricultural inputs). Bundling occurs when 

companies package several of their products or services 

together as a single combined unit, often for a lower price than 

they would charge customers to buy each item separately, a 

product bundle is a grouping of individual products that can be 

sold separately but are sold together (Bram, 1999). This 

marketing strategy facilitates the convenient purchase of 

several products and/or services from one company. The 

products and services are usually related, but they can also 

consist of dissimilar items which appeal to one group of 

customers. Product bundling works well because it is deeply 

rooted in a psychological process called customer value 

perception. As a general rule, customers favour products that 

they find valuable or worth it to buy. In product bundles,  

 

 

 

 

customers perceive that they will save money or enjoy some 

benefits if they purchase a bundled item at a cheaper price 

instead of buying them as individual products. Furthermore, 

bundled products greatly affect the buyers’ subconscious 

judgment. For instance, rather than going through the hassle of 

looking at multiple products or going back and forth on 

different product pages, offering the buyers with a bundled 

item at a discounted price makes their buying decision easier 

and faster. This also leaves the buyers feeling like they have 

bought several products at a bargain, product bundles helps to 

introduce new products into the market. Again, it is all about 

leveraging on the customer’s perception of savings, value, and 

convenience that is why product bundles work effectively.  

 

Different bundle types 

 

Bundling strategy works in different ways, below are the 

different types of product bundles that can be used to gain 

increase in sales of agricultural insurance products: 

 

i. Pure bundling: Pure bundling takes place when the 

individual products that make up the bundle are only made 

available when purchased as a bundle. The individual products 

cannot be purchased by customers separately. This type of 

bundling is sometimes used by monopoly industries and 

favoured because it limits the choices available to the 

consumer, thus, there is a higher chance of a faster conversion 

(Adran, 2019) 

ii. Mix and match bundles: Mix and match bundles or custom 

bundling is widely used by brick and mortar stores. You’ll see 

them as a dozen doughnuts and bakery items, a bundle of soft 

drinks cans or a six-pack of beer. These bundles will allow 

customers to choose similar products in multiples. It is a great 

opportunity to sell more products by offering them in bulk 

because buyers feel like they are in direct control of the 

transaction. This type of product bundling is ideal for 

perishable agricultural products and also recommended for 

items that can be bought in large quantities such as shirts and 

toiletries that are also products from agricultural activities.  

iii. New or less-known products bundling: The popularity of 

a certain product is used to drive the promotion and discovery 

of newly launched products or less known items. This product 

bundle type is commonly used to take advantage of the 

popularity of well-received merchandise and bring some 

exposure to other products. The stronger product will bring 

buyers closer to the weaker ones and hopefully get them into a 

new audience or noticed by a new market. 

iv. Upsell bundles: Upselling is a marketing technique where 

you offer a similar product that’s either an upgraded version or 

a more expensive one in lieu of the selected item. Let’s say a 

customer is looking at agricultural mechanical device 2017 but 

the customer already has the new mechanical device 2018. This 

is a perfect upselling opportunity to present the latest version of 

the product. Typical upselling strategies stop by just offering 

the upsell product, however, this scenario can be maximized by 

swapping the upsell product into an upsell bundle? This way 

more values are added to the upsell offer. 



 

 

 

 

v. Cross-sell bundles: Closely related to upsell strategy, cross-

selling shares the same principle. The difference, however, is 

that cross-selling uses complementary or supplementary items 

related to the main product being viewed by the seller as add-

on offers. This type of product bundling is ideal for products 

with accessories or parts such as smartphones and earphones.  

vi. Necessity or occasional bundles: Necessity or occasional 

bundling is a practice of putting a collection of products is put 

together based on basic necessities, celebration, season or 

occasion. This is widely used by online stores to take 

advantage of the limited period of time. For example, certain 

items can be bundled by a holiday season such as Valentine’s 

Day.  

vii. Old or excess inventory bundling: Having too much or 

slow-moving inventory are situations that product merchants 

do avoid. Not only that they will take up the precious backroom 

or warehouse, old or excess inventory can tie up capital and 

prevent sellers from investing in other valuable strategies or 

from purchasing other more bankable products. Product 

bundling is not only a promotional strategy but it’s also a good 

opportunity to clear unwanted stock off the inventory. If a 

product is not moving or has been in stock for too long, the 

product can be paired with faster-moving merchandise. 

viii. Gift set bundles: Gift guides are important for consumers 

who are always on the go. Plus, most of the time, buyers look 

for inspirations when they are about to give gifts to their loved 

ones, friends, and acquaintances. So, when buyers are busy 

looking for the perfect gifts, present them with irresistible gift 

set bundles. Gift set bundling works because customers want 

the best gifts. Their mindset is that the more items they can 

give as a gift, the better the chance that the recipient will 

appreciate it. Gift sets are typically done during the holidays 

because buyers are in the gift-giving mood.  

ix. Buy one, get one (BOGO) style bundling: BOGO (Buy 

One, Get One) style bundling is a type of product bundling that 

offers buyers with a discounted or free item when they 

purchase a full-priced product. This is best recommended for 

one-time use products (e.g.: refrigerator) meaning a customer 

won’t likely return to the store to buy that similar item. One-

time use or purchase products are usually more expensive and 

slow-moving consumer products. Since a producer already 

know that buyers won’t visit again to buy the same product, the 

producer can motivate buyers by pairing the one-time use 

product with either a free item, a discounted product or a gift 

card. You can also use the free product or special discount to 

encourage customers to add more items to their carts or to hit a 

minimum order price.  

 

Agricultural insurance bundling 

 

The Insurance companies adopt the product bundling technique 

to bundle insurance products together so that a customer has 

more than one insurance product, normally insurance 

companies offer more than one insurance product and therefore 

they are interested in selling multiple products to one customer. 

In order to encourage customers to buy more products from 

them, insurers often suggest several products in a bundle that  
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offer some discount (also called bundle discounts). In the 

process of introducing agriculture insurance to agricultural 

value chain stakeholders, insurance bundling with agricultural 

input or service is a strategic technique to onboard agricultural 

stakeholders to insurance usage.  

Bundling agriculture insurance with other services like credit 

and better farm inputs is fast emerging as a possible solution to 

help agriculture insurance to achieve better social outcomes, 

make insurance more tangible and enable to scale faster.  There 

is evidence that States/Regions that have access to agricultural 

insurance lead to significantly larger and riskier agricultural 

investment, yet more rewarding production choices in 

agriculture. The binding constraint to farmer investment is an 

uninsured risk, when provided with insurance against the 

primary catastrophic risk they face; farmers are able to find 

resources to increase expenditure on their farms. Such evidence 

establishes risk as the most binding constraint even more than 

access to finance. 

However, standalone insurance may not be enough to 

provide insurance products especially in new markets where 

they are untested and consumers lack understanding and trust 

which make it difficult and unprofitable. Bundling insurance 

offers the opportunity to the insurer or the implementing entity 

to bundle their product with a value chain component (output 

or input) that is necessary for the farmer. By bundling 

insurance with other smallholder-focused financial and non-

financial services, practitioners can develop a customized suite 

of products, services and delivery modes that offer substantial 

and tangible client value. There are many studies on dynamic 

path to livelihood improvement and farming practices, access 

to quality inputs as well as access to the market by farmers. 

Contrarily, there are few studies on insurance as a standalone 

product which may not be sufficient to cover the binding 

constraints of farmers. Hence, this study tends to examine how 

bundling provides more value for all actors in the value chain. 

Specifically, this study aims to answer the following research 

questions: (i) what are the agricultural insurance products 

available in Nigeria insurance market and provided by which 

company? (ii) How can a particular agricultural insurance 

product be bundled with farm inputs? 

Agricultural Insurance Theory and game theory are the 

theoretical underpinning of this work, agricultural insurance is 

like other kinds of insurance, the insurance policies premiums 

cover the indemnities that have to be paid out to cover losses, 

and the costs the companies incur when delivering and 

managing the policies often called administration and operating 

(A&O) costs (Smith and Glauber, 2012). A “game” is an 

abstraction of situations involving interacting decision makers 

whose interests conflict but none of whom can exert full 

control over the situation. Thus a game is simply an economic 

model made up of players, their possible patterns of behaviour 

or strategies, any relevant probability influences, and a set of 

potential outcomes or payoffs. Game theory is the 

mathematical analysis of “playing” such games under an array 

of assumptions about the players and the rules of the game 

(Arrow 1958). Game theory has been applied to the following 

range of agricultural problems: (a) production decisions under  
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free competition; (b) the development of vertical and horizontal 

integration; (c) production under climatic uncertainty; (d) 

decisions on whether or not to adopt a new production 

technique; (e) trading or bargaining activities; and (f) conflict 

within the firm between its household and business sectors. 

(Dillon 1962) 

 

 

METHODOLOGY  

 

The study was conducted in Southwestern Nigeria which lies 

between Latitude 4° North and 9° North with Longitude 3° East 

and 6.2° East. It is bounded on the north by Kwara and Kogi 

States, south by the Atlantic Ocean and west by the Republic of 

Benin. There are six states in the geopolitical zone which are 

Lagos, Ogun, Oyo, Osun, Ekiti and Ondo. Primary and 

secondary data were used for the study. The primary data were 

collected through administration of well-structured 

questionnaires and random selection of 30 grain farmers (i.e. 

cereals and legumes farmers) as well as one on one discussion 

with some agricultural insurance stakeholders. Secondary data 

were sourced from different organization and company’s 

websites through a thorough desk review. Data collected were 

analyzed using descriptive statistics and bundling matrix. 

 

 

RESULTS AND DISCUSSION 

 

Key actors in Nigeria agricultural insurance value chain 

 

There were 57 NAICOM registered insurance companies in 

Nigeria, 2 reinsurance companies, 387 insurance brokers and 

over 5000 insurance agents in Nigeria. It is noteworthy that 

only seven (7) of 57 insurance companies were licensed by 

NAICOM, the insurance industry regulator to offer agricultural 

insurance services to agricultural value chain actors in Nigeria. 

The insurance companies and products they offer are listed in 

Table 1. 

Nigerian Agricultural Insurance Corporation (NAIC): The 

Nigerian Agricultural Insurance Corporation (NAIC) was 

established by the Federal Government of Nigeria with the sole 

aim of insuring agricultural or agro allied projects against 

selected natural hazards. The main objectives of NAIC are to 

promote agricultural production, provide financial support, 

increase the flow of agricultural credit and minimize the need 

for emergency assistance to farmers. The scheme was 

established for all category of farmers: small, medium and 

large scale at the individual or group level.  

NAIC is the leading agricultural insurance agency in Nigeria 

and provides agricultural insurance coverage for the wide array 

of actors and practitioners in the agricultural sector. NAIC has 

thirty-seven (37) branches in all the states of the federation and 

the Federal Capital Territory, Abuja. Products offered by NAIC 

include: 

 

• Subsidized Livestock Insurance refers to insurance cover of 

livestock of which 50% of the premium is paid by the AVC  

 

 

 

 

actors with the remaining 50% paid by the federal and state 

government of the location where the farm resides in a ratio of 

3:1 respectively.  Perils under the cover are; death of livestock 

such as cows, birds, fishes etc. due to disease, accident, fire, 

lightning, storm and flood. 

• Subsidized Crop Insurance refers to crop insurance cover of 

food crops of which 50% of the premium is paid by the AVC 

actors with the remaining 50% paid by the federal and state 

government of the location where the farm resides in a ratio of 

3:1 respectively. Perils under cover are loss or damage 

resulting from fire, lightning, explosion, aircraft damage, 

windstorm, flood and drought. 

• Commercial Crop Insurance refers mainly to insurance policy 

cover for non-food crops of economic value grown usually on a 

monocrop large scale. There is no government subsidy on these 

categories of crops as the farmer pays 100% of the premium. 

• Commercial Livestock Insurance refers mainly to cover for 

non-food livestock or livestock of high economic value kept 

usually as pets, or for other purposes. The NAIC policy 

suggests that there is no government subsidy on this category 

of livestock insurance, as the farmer pays 100% of the 

premium. 

• Multiperil Cover: This is a combined agricultural produce and 

investments insurance policy called multi-peril cover (MPC) 

designed for produce storage, post-harvest preservation, 

processing, trading, agricultural or produce marketing. These 

include agricultural produce in store, in-transit, trading, and 

provision in store, processing and packaging, fishing net, boat 

with outboard engine and accessories etc. The NAIC multiperil 

insurance cover insures farms against the risk of physical losses 

or damages to crops which may occur due to fire, lightning, 

flood, explosion and other covered perils. Upon the occurrence 

of any such accident, the policy pays for the production costs of 

the crops lost from planting to maturity stage. The multiperil 

crop Insurance is the oldest and most common form of crop 

insurance. Summary of the NAIC multi- peril crop insurance 

cover; 

 

(i) Fire and special perils 

(ii) Burglary/ housebreaking 

(iii) Goods in transit 

 

Bundling of agricultural insurance product (i.e. area yield) with 

agricultural production inputs (i.e. fertilizer and herbicide)  

 

Assumptions 

 

i. Grain farmers in the region usually use between 2 litres per 

hectare of the common herbicides (i.e. glyphosate, 2,4,D, 

atrazine, paraquat and so on). The herbicides are usually 

applied twice for a no tillage farming system (i.e. 2 days after 

sowing as pre-emergence and 30 days after planting for post 

emergence). An average price of one litre of herbicide is taken 

to be ₦1100.00, so two litres for an hectare plot of grain plant 

will cost ₦4400.00  

ii. The standard fertilizer recommendation for maize consists of 

150 kg ha−1 NPK 14–23–14 and 50 kg ha−1 urea (Dugué  
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Table 1. Summary of agricultural insurance products in the market 

 

 Insurance Companies Insurance Products  

Nigeria Agricultural Insurance Corporation (NAIC) 

 Subsidized livestock 

 Commercial livestock 

 Subsidized crop 

 Commercial crop 

 Multiperil 

  

Leadway Assurance Company Limited 

 Poultry 

 Fish farm 

 Farm property and produce 

 Livestock 

 Multiperil 

  

Industrial and General Insurance Plc (IGI) 

 Poultry  

 Fish Farming 

 Livestock 

 Plantation fire 

 Multicrop Peril 

  

AXA Mansard Agro Insurance 
 Livestock  

 Multiperil 

  

AIICO Insurance American International 

 Poultry 

 Livestock 

 Fish farm 

 Farm property and produce 

 Plantation fire 

 Multiperil crop 

 Area yield index-based 

 Weather index-based 

  

Prestige Assurance Plc 

 Crop 

 Poultry 

 Fish farm 

  

Fin Insurance Company Limited 

 Area yield 

 Multi crop  

 Livestock  

 Fish farm 

 Poultry  

 

 

 

 

2010, Saidou et al., 2018). The averavge price of 50kg NPK 

fertilizer and urea are taken to be ₦600.00 and ₦8000.00 

respectively, so three 50kg NPK fertilizer and one 50kg urea 

for an hectare plot of grain plant will cost ₦26000.00 

iii. Area yield insurance: This is based on expected output and 

does not require individual verification of claim. An average 

premium price of ₦11050.00 is used for an hectare plot of 

grain per one cycle of production.  

iv. Bundling discount for this bundling is 11.5% 

Price bundling matrix 

 

Respondents indicated the price they were willing to pay for 

the inputs needed and insurance premium (i.e. N.P.K., Urea, 

herbicide and area yield insurance premium). The bundling 

template (i.e Table 2) revealed that only one respondent will 

not be able to purchase commodity/bundling 4 (i.e the bundling 

of fertilizer and herbicide) with the price the respondent is 

willing to pay. Commodity 4 will be the most bought bundled  
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Table 2. Price bundling model 

 

Fertilizer 
(NPK&Urea) 

Herbicide 

 
Set Individual Prices Bundled Products & Prices Bundle Selection 

Products 1 2 3 4 5 6 7 

Max Bought 

Trial Prices 
(₦) 

26,000.00 4,400.00 11,050.00 26,904.00 32,789.25 13,673.25 36,683.25 

Insurance 
Premium  

(Area Yield) 
Fertilizer Herbicide 

Insurance 
Premium  

(Area Yield) 

Fertilizer 
+ 

Herbicide 

Fertilizer + 
Insurance 
Premium 

Herbicide + 
Insurance 
Premium 

Fertilizer + 
Herbicide + 

Insurance Premium 

24150 4000 8000 -1850 -400 -3050 1,246.00 -639.25 -1,673.25 -533.25 1246 4 
25200 4000 6500 -800 -400 -4550 2,296.00 -1,089.25 -3,173.25 -983.25 2296 4 
24300 4200 5000 -1700 -200 -6050 1,596.00 -3,489.25 -4,473.25 -3,183.25 1596 4 
26000 4000 7000 0 -400 -4050 3,096.00 210.75 -2,673.25 316.75 3096 4 
26000 4400 9000 0 0 -2050 3,496.00 2,210.75 -273.25 2,716.75 3496 4 
26600 3800 6000 600 -600 -5050 3,496.00 -189.25 -3,873.25 -283.25 3496 4 
22000 4000 8500 -4000 -400 -2550 -904.00 -2,289.25 -1,173.25 -2,183.25 -400 0 
24100 4200 10000 -1900 -200 -1050 1,396.00 1,310.75 526.75 1,616.75 1616.75 7 
24000 4000 9500 -2000 -400 -1550 1,096.00 710.75 -173.25 816.75 1096 4 
25200 3600 9500 -800 -800 -1550 1,896.00 1,910.75 -573.25 1,616.75 1910.75 5 
25700 3800 10000 -300 -600 -1050 2,596.00 2,910.75 126.75 2,816.75 2910.75 5 
25550 4000 7500 -450 -400 -3550 2,646.00 260.75 -2,173.25 366.75 2646 4 
26450 4400 9500 450 0 -1550 3,946.00 3,160.75 226.75 3,666.75 3946 4 
25700 4000 10000 -300 -400 -1050 2,796.00 2,910.75 326.75 3,016.75 3016.75 7 
25850 4200 8000 -150 -200 -3050 3,146.00 1,060.75 -1,473.25 1,366.75 3146 4 
24600 3400 8500 -1400 -1000 -2550 1,096.00 310.75 -1,773.25 -183.25 1096 4 
26000 4000 9500 0 -400 -1550 3,096.00 2,710.75 -173.25 2,816.75 3096 4 
25300 4200 10000 -700 -200 -1050 2,596.00 2,510.75 526.75 2,816.75 2816.75 7 
25600 3800 5000 -400 -600 -6050 2,496.00 -2,189.25 -4,873.25 -2,283.25 2496 4 
25200 4000 7500 -800 -400 -3550 2,296.00 -89.25 -2,173.25 16.75 2296 4 
26000 4000 8500 0 -400 -2550 3,096.00 1,710.75 -1,173.25 1,816.75 3096 4 
24000 4200 9500 -2000 -200 -1550 1,296.00 710.75 26.75 1,016.75 1296 4 
23800 3800 9000 -2200 -600 -2050 696.00 10.75 -873.25 -83.25 696 4 
24100 4200 8000 -1900 -200 -3050 1,396.00 -689.25 -1,473.25 -383.25 1396 4 
24600 4000 10000 -1400 -400 -1050 1,696.00 1,810.75 326.75 1,916.75 1916.75 7 
25700 4400 6000 -300 0 -5050 3,196.00 -1,089.25 -3,273.25 -583.25 3196 4 
25300 4000 9500 -700 -400 -1550 2,396.00 2,010.75 -173.25 2,116.75 2396 4 
26000 4200 8000 0 -200 -3050 3,296.00 1,210.75 -1,473.25 1,516.75 3296 4 
24900 4200 9000 -1100 -200 -2050 2,196.00 1,110.75 -473.25 1,416.75 2196 4 
24600 4000 8500 -1400 -400 -2550 1,696.00 310.75 -1,173.25 416.75 1696 4 

 

 

 



 

 

 

 

 

commodity by the respondents with the prices that respondents 

were willing to pay for the individual commodities but because 

this project is about the bundling of agricultural insurance 

premium with inputs, this report will focus on the number of 

respondents that wouldn’t have been able to purchase the 

insurance package as a single product but as a result of 

bundling were able to obtain the agricultural insurance 

package. 

The template revealed that none of the respondent is 

qualified to purchase the insurance product as a single product 

based on the prices, they were willing to pay for the insurance 

product. Twenty-one respondents (70%) of the total respondent 

would have the capacity to obtain an insurance package for 

their grain farm with the bundling of fertilizer and the 

agricultural insurance package. Only Seven respondents 

(23.33%) out of the total respondents will be able to obtain an 

insurance package for their grain farm by the bundling of the 

insurance package with herbicides. 

Twenty respondents (66.66) of the whole respondent will be 

able to obtain an insurance package for their grain farm by 

bundling the three bundling materials together (i.e. the area 

yield insurance, fertilizer and herbicide). 

 

 

CONCLUSION AND RECOMMENDATIONS 

 

The findings from this study revealed that bundling agricultural 

insurance with some agricultural inputs will increase the uptake 

of agricultural insurance by agricultural value chain actors. 

This will also increase the sale turnover of input suppliers. The 

study therefore recommends the bundling of agricultural 

insurance products with agricultural inputs as this is a good 

way of increasing the awareness and uptake of agricultural 

insurance among farmers in Nigeria. Both the insurance 

companies/stakeholders and agricultural input suppliers need to 

work together to reach a reasonable bundling discount for 

profitable bundling prices. 

 

Conflict of interest 

 

The authors have none to declare 

 
REFERENCES 

 

Aditya KS, Md Tajuddin K, Avinash Ke (2018). Adoption of crop 

insurance and impact: insights from India. Agric. Econ. Res. Rev. 

31(2):163-174. 

Adran P (2019). A complete list of product bundle type for online stores. 

Breeketing blog. Beeketing.com/blog/product-bundle-types 

Arrow KJ (1958). Utilities, attitudes, choices. Econometrica 26:1-23, 

1958. 

Athearn LJ (1971). What is Risk? J. Risk Insur. 38(4), 1971, pp 639-645. 

Bram F (1999). Product bundling, theory and application. University of 

Antwerp, faculty of applied economics. Working paper 

 

 

 

Adeoti et al.               113 

 

 

 
Dillon JL (1962). "Applications Of Game Theory In Agricultural 

Economics: Review And Requiem. Aust. J. Agric. Econ. Aust. Agric. 

Resour. Econ. Soc. 6(2):1-16. 

Dugue P (2010). Etude d’evaluation environmentale et du development de 

systems de production durables dans le cadre des projets de soutien a la 

production vivrier (Benin, Togo, Ghana) FARM CIRAD, Ghana, p 135 

Eiser JR, Bostrom A,  Burton  I, Johnston DM, McClure J, Paton D, Van 

der Pligt J, White MP (2012). Risk interpretation and action: a 

conceptual framework for responses to natural harzards. Inter. J. 

Disaster Risk Reduction 1(1):1-16. 

Goldberg M, Pallandini E (2010). “Managing Risk and creating value with 

microfinance. D0-10.1596/978-0-8228-8 book published by the World 

Bank 

Mathias Jr., John H, Shugrue JD, Thomas AA, Daniel JS (2006). 

Components of an insurance Policy. Insurance coverage Disputes. New 

York: Law Journal Press P 1-6 

Njue EL, Kirimi MM (2018). Uptake of Crop Insurance among 

Smallholder Farmers: Insights from Maize Producers in Kenya. 30th 

internal conference of agricultural economists Jully 28-august 2, 2018 

Vancouver. 

Olayide SO, Heady EO (1982). Introduction to production economics”, 

Ibadan University press Ibadan. 

Olivier M, Charles JS (2010). Government Support to Agricultural 

Insurance Challenges and Options for Developing Countries 

Saidou A, Balogoun I, Ahoton EL, Igue AM, Youl S, Ezui G, Mando A 

(2018). Fertilizer recommendation for maize production in the South 

Sudan and Sudano Guinea zones of Benin. Nutr. Cycl. Agroecosyst. 

110:361-373. 

Smith VH, Glauber WJ (2012). Agricultural Insurance in Developed 

Countries: Where Have We Been and Where Are We Going? Applied 

Economic Perspectives and Policy. Published by Oxford University 

Press, on behalf of Agricultural and Applied Economics Association. 

All rights reserved. 

World Bank (2005). The World Bank Annual Report 2005: year in view, 

volume 1. Washington, DC. © World Bank. 

https://openknowledge.worldbank.org/handle/10986/7537 License:CC 

By 3.0 IGO.” 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

https://ideas.repec.org/a/ags/ajaeau/22459.html
https://ideas.repec.org/a/ags/ajaeau/22459.html
https://ideas.repec.org/s/ags/ajaeau.html
https://openknowledge.worldbank.org/handle/10986/7537

