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INTRODUCTION
 

Since March 1985 Partnership for Productivity has been working in the southern and 
western portions of the Zio prefecture, an area we refer to as the Zio River region, to 
Increase the productivity and incomes of small-scale farmers and the proprietors of 
non-agricultural commercial, artisanal and food processing activities. 

To succeed in such a difficult endeavor we believe it is necessary to be committed to a 
g whereby one moves towards ever-increasing effectiveness based on a rigorous 
system of observation, self-criticism and totel mmmitment to success. This report is an 
analysis of the transformation we have undergone since ihe beginning of the project to 
understand the dynamic of building rural productivity, and an account of the adjustments 
we have made to our program in response to the lessons we have learned. 

When we began field activities in March 1985, our immediate goal was to create an 
effective program; to show people that we had an approach that worked and could make a 
difference in their lives. To do this we felt that we had to establish high standards of 
performance for our clients end ourselves. Accordingly, we were selective in choosing a 
small group of 104 individuals to work with, and were rigorous in our insistence that 
they adhere to our program of technical and managerial improvements. 

The results of this approach were spectacular In some cases and very encouraging overall. 
Yields of maize, cowpeas and Irrigated rice increased on an average of two an a half to 
three times among our 88 agricultural clients, and incomes rose accordingly. 
Non-agricultural businesspeople showed themselves capable of maintaining working
capital at the same time they were reapaying a loan, an they built equity. in their 
enterprises. These productivity and financial gains were also matched by increases In 
skills and knowledge, the development of personal qualities and some social gains. The 
great majority of our clients took their financial obligations to PfP seriously, as we have 
so far recorded a loan recovery rate of 86 percent. 

As 1986 began we were encouraged by the results of the first year: we had established the 
project on an operational level, had begun tc win the respect of the population and other 
development prcticioners in Toga and had recorded improvements in knowledge, technique 
and attitudes that had produced marked increases in productivity and incomes among our 
clients. 

But at the same time we realized that this was only the beginning, for the changes In 
behavior we had observed after nine months were tentative and our scope of service 
delivery was very small. We knew that we had to increase the quality of our extension 
methodology in order to effect permanent changes in productivity and had to develop the 
ability to work with much larger numbers of clients in order to become more cost 
efficient. These two themes have become our major goals for 1986. 

To strengthen our extension methodology, we are placing more emphasis on the clients 
understanding the why of technical change and in being able to better plan and analyze 
their economic activities. We have developed a strategy and methodology for training 
farmers in the storage and marketing of food crops in order to enable them to realize the 
maximum financial advantage from their Increases in productivity. We have modified the 
training of our field agents to make them more able to effect permanent behavioral change. 

- i 



To widen the scope of service delivery, we have developed aseries of methodoDogies forworking with groups of rLral producers. Forty-four percent of our current agricultural
clients, as opposed to only 5 percent last year, belong to some kind of group mechanism.
We have also enlarged our field staff and have opened up a new zone of operations In the
Avd sub-prefecture. The combination of our group methodology And a bigger,
better-trained staff has resulted in an evolution in the agent/client ratio from 1/10 in1985 to 1/22 this year. Als. projected for the second half of this year is a major
expansion of the project into the Zio River Irrigated Perimeter where we will be ".,,orking
with agroup of 29 rice farmers to increase productivity In a38 hectare section. 

Through the first five months of 1986, these changes had resulted in large quantitative
Increases in the numbers of clients and projects we assist: 195 clients as compared to
104 for all of last year. We also feel that the qualitative changes are having a profounder

effect on our clients' behavior and are moving them in the direction of permanent
productivity increases. Thanks to our monitoring and evaluation and management
information systems, these changes are being documented. They will be analyzed an
presented in areport at the end of 1986. 



PART I 

BUILDING RURAL PRODUCTIVITY IN 1985 

Unfortunately, the practice of rural development Is not a science. It does, of course, 
contain many scientific and technical elements, especially In the ares of agricultural 
production. Were it just amatter of putting exact principles and techniques into practice, 
rural development would be easy because most of the technical solutions are evident. 

What makes things hard and what transtorms rural development from a science to 
primarily an art Is the human factor-. The development practicloner Is constantly faced 
with the challenge of getting people who think and do things one way to see the value of and 
practice them in another, the goal being to help those people adept to a changing world and 
realize agreater measure of their human potential. 

Because people and cultures are so variable and prone to change, development 
practitioners must avoid "solutions" to development problems, solutions which may be 
technically correct but also incomplete and short-sighted and not adapted to the people 
who are expected to practice them. Instead they must seek to Identify and commit 

-L=.themselves to a By procss we mean a way of proceeding; an attitude that 
conditions one's approach for getting the point across in an ever-changing environment. 

A process approach is inductive rather than deductive. It supposes no eternal truths or 
infallible models. It is based on experience, on what has worked to peoples' benefit and 
how things might work even better. It requires hign standards of performance,
intellectual honesty and a total commitment to the success of the endeavor. But one never 
totally succeeds with the process approecn. The best one can do is to stay on the right path 
and continue moving towards ever- increasing effectiveness. 

PfP/Togo has taken this approach in its attempt to increase rural productivity In the Zo 
River region. Consequently, this report is not just an account of what our clients and we 
have accomplished over the past twelve months. It is also an analysis of how things were 
accomplished, why they did or did not work, and most Importantly what learned andwe 
how we have adapted. 

PfP/Togo's Underlying Principles 

In the previous activity report, "Building Rural Productivity" (August 1985), we 
presented a detailed description of how we deal on a day-to-day basis with those rural 
producers and businesspersons that we call our clients, and our reasons for acting as we 
do. For the benefit of those who did not read that report and in order to put what follows in 
methodological perspective, we highlight parts of that discussion. 

We start with the individual. We have observed that there is an enormous reservoir of 
knowlege and skill combined with a desire to improve among rural producers and 
busiresspeople. So we begin with what people know and what they want to do. Building on 
this base we work with them to help them achieve a higher measure of their human 
potential. 
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We have also observed that the level of one's human potentiai is often linked to that of one's 
economic productivity. When people become more productive, they distance themselves 
from the marginal and uncertain life of subsistence. New options begin to open, life
becomes a bit fuller, people grow more optimistic as they begin to gain more control over
their lives. Our focus, consequently, Ison assisting people createan economic surplus In
the context of the activities they already practice: crop and animal productin,, artisan 
manufacturing and repair-, small-scale commerce and food processing. 

But the school of economic productivity is a rigorous one. Success requires the
application of appropriate techniques, the presence of adequate amounts of capitar ai,
above all, good management of resources. These elements are seldom all present in rural.
small-scale economic activities; often none are present. For this reason, PfP has
establIlsed these three elements at the center of Its productivity training methodology. It 
uses a staff of highly trained and motivated field agents to provide its clients with 
intensive field training in agricultural techniques and simple business management. It 
grants loans to those some clients to enable them to put into pr,-tice what they are 
learning. 

Clients and their activities do not develop in a vacuum, however. They are part of a
regional economic network, the piecesof which must exist in some sort of equilibrium to 
one other If things are to work. For example, it makes no sense to emphasize Increased 
maize production if storage techniques are inadequate and the marketing system cannot
absorb the surplus. Nor does it do any good to talk about the virtues of fertilizer if there
is no institution to make it available or a credit system to allow farmers to buy it. PfP 
attempts to look at all the elements in the system. It works to develop those which are
weaK and seeks to exploit the complementarity among different agricu'fural and
non-agrculturai activities. Above all, we encourage people to use the system. 

As the development of the Individual does not occur In a vacuum, neither does It happen
overnight. The change from production based on subsistence to the conscious generation of 
surplus is a profound one. It requires the mastery of new techniques as well s the
adoption of new attitudes and new behavior. We therefore start with what is very simple
and move progressively towards the more complex. For example, the first step in
managing amore productive farm might be mastering improved production techniques for 
maize, the principle crop. From there one could move to a second and third crop, to 
storage, marketing and a simple economic analysis of what is happening within the farm.
All of this could take several years. We try to proceed in astep-by-step fashion at a rate 
which allows people to develop at their own pace and maintain control over their activities 
and lives 

These, in orief form, are our principles. The discussion in the rest of Part I centers
around now we put them Into practice during the first year of the project, the results 
these actions produced and our conclusions at year's end. 

Establishing an Effective Program 

PfP/Togo s hypothesis for the evolution of adevelopment program consists of the following
model: effectiveness ---- )efficiency- ---. replication. The first task is to 
show people that the program has, in fact, something of value to offer. Conuently, the 
necessary effort and resources are applied in order to create something that works. Next 
comes a period of cost-efficient expansion when program management succeeds in
delivering the same high-quality services on a wider scale and at reasonable cost.
Finally, when high degrees of effectiveness and efficiency are achieved, the program is 
replicated elsewhere. 
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To arrive at effectiveness and to show the people of the Mission TovY region that we offered 
services that responded to their needs and could make a difference in their lives, we 
concentrated on three main themes during 1985: methodology, the setting up of systems 
and the establishment of high stanodrds. The methodology for upgrading small producer 
techniques, credit use and business planning and management was the easiest, since it had 
largely been developed and tested in the region during the operations research phase of the 
project in 1983-84. The difficult part involved initiating a brand-new field staff In its 
implementation. 

Various systems were set up to permit us to work in a purposeful, organized way: client 
selection, credit delivery, agricultural Input supply, testing and demonstrating Improved 
production methods, extension, monitoring and evaluation, staff training, financial 
management and administration. None of these systems was perfect at the end of the ye.r, 
but all worked and contributed to the quality of our program. 

By far the most challenging task, however, was the establishment of high standards, both 
technical and behavioral, among our clients and ourselves. As we said earlier, the domain 
of increasing economic productivity is one fraught with risks. Awhole series of elements 
lIke credit, training and inputs needs to be present, and, most importantly, fi= ndDiL 
be,_onaeigt. Maize that Isn't weeded on time doesn't give the expected high yield. Clients 
who don't repay loans risk bankrupting the credit system. And the field agent who doesn't 
arrive for his appointment with the farmer for a pesticides application is sacrificing the 
Deans to the insects. Consequently, we made adecision at the beginning of the project that 
our primary goal was to perform at the highest standard possible and to bring our clients 
up to those standards of skill, knowledge, attitude and the execution of an economic project 
that would have permanent effects on their levels of economic productivity. The 
remainder of Part I is devoted to an evaluation of how successful we were in reaching our 
goal in 1985 and of the Impact of our actions on our clients. 

The first year's clients and their projects 

The watchword in choosing the first year's group of clients was selectivity. We were 
looking for a small sample of individuals who showed seriousness of purpose and were 
willing to give our system a try. We placed the emphasis on individuals rather than 
groups, since we did not have a well-defined methodology for verking with groups at that 
time, especially with regard to credit. We were not primarily Interested in 
cost-efficient service delivery, having made the decision to spend the necessary time and 
resources to make things work. 

Two hundred and three requests were made for assistance in 1985 of which 104 became 
projects (a project consists of producing one or more rainfed food crops over one season, 
an irrigated rice crop, livestock raising or a non-agricultural business). These projects 
were carried out by 108 individuals. The reason for the large difference between the 
number of requests and the number assisted was the client selection system. Having heard 
that PfP had a credit fund, many people believed that we were a financial institution, and 
were disappointed to learn that they were not able to obtain just aloan. Many objected to 
the long interview process, the system of "tasks" whereby they had to make some concrete 
gesture of their good faith and interest in collaborating with PfP before receiving 
assistance, and accepting the training and follow-up that went along with the financial 
assistance package. While we did not succeed in eliminating everyone whose motive was 
simply to obtain money, the great majority of clients proved sincerely interested in 
learning how to increase their productivity. 
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We had said at the beginning of the project that we would make a special effort to work
with women and "young farmers" (youth who had participated In a special two year
agricultural training course). Fourteen percent of the first year's clients were women,
two thirds of them undertaking non-agricultural activities. We also worked with sixteen 
young farmers, five of whom were organized into a producers group. With a couple of 
exceptions, the experience with these young people was disappointing, the reasons for 
which will be explained below. 

A regional socia-economic baseline study we had performed before beginning field work 
indicated that the activity that interested most people was aoricultural production. This 
was borne out by the distribution of projects by economic soctor as indicated in Table I
below, Eighty five percent of the projects were in either rainfed or irrigated crop
production with the rest in small non-agricultural activities and livestock. 

We consciously downplayed the importance of money in Incrensing productivity and put
most of our emphasis on good technique and management. This is illustrated by the small 
size of the loans. The average loan overall was 77. 196 cfa ($184 at the 1985 exchange
rate of $1.00 = 420 cfa) and only 44. 145 cfa ($105) for rainfed crop production which 
comprised 60 percent of the projects. 

Table I 
Clients/Projects Assisted by 

Economic Sector 

1985 

Sector a 
Projects 

a 
M 

Clients 
F 

Amount 
looned(CFA) 

Average 
loon(CFA) 

Crop Production 
(reinfed) 62 54 4 2,737,010 44,145 
Crop Production 26 33 1 3,598,100 13L,388 
(irrigated) 

Livestock 1 1 - 450,000 450,000 

1ommerce -
Consumer goods 5 - 5 5Z9,ZOO 105,840 

Commerce -
Raw materials 

Commerce -

Food crops 
 - 1 90,000 90,000 

Commerce-
Food processing 5  5 276,800 55,360 
Artisan Production 4 4 - 347,320 86,830 

Artisan Repair 

Transport
 

Totals 104 92 16 8,028,430 77,196 
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Impact on Agricultural Productivity and Incomes 

1985 proved to be a good beginning in terms of concretely showing regional producers
how good organization and technique can result in increased productivity. Inmany cases 
the impact of the project on productivity was dramatic. But, at the same time, it was often 
uneven. The experience of 1985 was more en illustration that peasant agriculture can be 
productive and financially rewarding than proof of any permanent changes in the way
agriculture is practiced. We will need to make a considerable effort to build on the 
successes of 1985 inorder to effect permanent change. 

The data we present in the rent of Part I on PfP-w isted producers comes from the 
project's monitoring and evaluation system that records economic performance, the 
learning of productive skills and attitudes and social gains both during and following the 
completion of each individual project. Crop yields for maize and cowpeas were determined 
by an agent of the Agricultural Statistics Service using sample plots placed Ineach client's 
field. Rice production was calculated by actually weighing each client's total production at 
the Centre Rizicole du Zio at Mission Tove. Comparison data is drawn from a 
socio-economic survey of 161 households in the Missicri Tore area in November 1984 (a 
year, incidently, when rainfall was slightly better than that in 1985 - hence agood year
for comparison). Thirty eight survey questionnaires were randomly selected from that 
group to make the statistical comparisons found below We have also used the most recent 
Agricultural Census (1982- 1983) as acheck on survey findings in such areas as land 
area cultivated and crop yields. 

We assisted farmers with four crops during the two growing seasons of 1985: maize, 
cowpeas, peanuts and irrigated rice. Table 2 shows the number of farmers assisted and 
area ciltivated by crop. The discussion on productivity following that table will center on 
maize, cowpeas and rice, the most significant of the four 

Table 2 

C= Farer assl ted Area cuJJ ated 
Maize 41 44,9 hectares 
Cowpeas 40 18,7 
Peanuts 9 2,4 

Irrigated rice 34 28,0 

tiftim 

We said earlier that one of PfP's underlying principles inbuilding productivity is to start 
with what people know and feel comfortable with. Inrainfed agriculture in the Maritime 
Reg;on this translates into working with maize, the staple food. Maize is not the most 
profitable crop and it is more sensitive than cowpees and peanuts to periods of drought. 
But since it is the crop into which people put the most effort, we felt it agood place to 
start for teaching amore intensive and productive style of agriculture. 

The basis of our training isa"technical package", almost identical to that proposed by the 
DRDR. For one hectare we recommend 25 Hflograms of NH- I improved seed, three 
packets of Thioral seed treatment, 250 kilograms of fertilizer consisting of 200 kilos of 
NPK 15- 15- 15 and 50 kilos of urea. Spacing is30 centimeters between pockets and 80 
centimeters between lines. We recommend thinning to one or two plants per pocket for a 
total plant population of between 40,000 - 60,000 per hectare. 
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Farmers who followed this package and who were rigorous in their adherence to the
agricultural calendar had spectacular results, especially during the long growing season.
 
As a group, the 29 producers whose yields we were able to measure during that period

experienced yield incres of almost two tors over 
the previous year. (During the 
Interview that each candidate for PfP assistance undergoes, baseline Informatiorr Is
gathered on the previous yewrs production. ,While we have no wa of verlfyina that
information, w: nave noticed that it usually coiresponds with information gathered by
various regional socio-economic surveys, Including our own). Compared with 34 
producers in the region who had not benefited from PfP &ssistance kana who almost
 
certainly did not apply the technical package) ne yletas were about one and ahalf times w
 
great: 
 2,671 kgs/ha against I ,024 kgs/ha. These results are presented in graphs ir,
Tables 4 anil 5 on the next page. Supporting these results is a demonstration test plot
supervised by the PfP agronomist In Mission Toy. Using the same NH-1 variety,
applying the same techniques and experiencing the same climatic conditions, he obtained
 
2,805 ks/ha.
 

The yields during the second season were not as dramatic. Because this season is shorter 
and the rains more capricious, there is less room for error on the part of the farmer.
Three of the eight farmers whose yields we measured experienced delays in planting and 
fertilizer application. This, combined with a twenty day dry spell in November when most
maize plants were reaching maturity, reduced the average yield to 1,300 kgs/ha, ayield
which is still 60 percent higher than the 800 kgs obtained by farmers using traditional 
methods. By comparison, the PP agronomist obtained ayield ol 1.718 kgs/ho on the 
demonstration plot at Mission Tove. 

Few Zio River farmers have mastered the growing of cowpeas and they remain a minor 
crop They are extremely succeptible to insects; left untreated they yield an average of 
only 300 kilograms per hectare. Properly cultivated and treated with pesticides,
however, they can yield a ton or more. Cowpeas do not compete for labor with maize,
being planted when most of the work for that crop has finished. There is a ready local
market for cowpeas, and when anormal yield of a ton is obtained they are more profitable
than maize. For these reasons we decided to promote cowpees as acomplementary crop
which farmers could rapidly sell to satisfy their cash needs whi ewaiting for the price of 
maize to rise. 

The technical package inputs consist of an improved seed variety, VITA 5, 50 kilos of 
triple superphosphate, 50 kilos of potassium chloride and three pesticides: Thioral for 
seed treatment and Decis and Malathion for insect control. In addition to timely weeding,
the critical element In the agricultural calendar Is the five insecticide treatments which 
bqin between the 20 and 25th days and continue at t0 to 15 day intervals until the 
harvest. 

During the long growing season the PfP agronomist performed several cowpea trials on the 
demonstration plot in Mission Tove, obtaining very high yields that averaged 2,270
kgs/ha. This demonstration attracted a lot of farmers and encouraged some to request
assistance from PIP. The results at their level were not as spectacular although 
considerably better than what they would have gotten using traditional methods, and as a 
group not far from the one ton target. 

Table 3 

arm Yield (min-max) Aerageyed Traditional yield
 
675kgs- 1480kgs 884kgs 300 kgs
 8 



-7 -

hectare 

4500 7

•4000 

1985 IN(:REASE IN MAIZE PRODUCTION AMIONG 

PFP-ASSISrED PRODUCERS 
(As Compared to the 1984 Long Growing Season) 

-

2500) 
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Yield increases 

This grapn represents a population of 29 producers 
The overoge yield increase is 1,977kgs/iectire 

COMPARATIVE MAIZE YIELDS AMCNG 
REGIONAL PRODUCERS 

(1985 Long Growing Season) 

..-.. L'i Other orocuce~r- U 9'L -S ' Acers 

57 

-4., ,i. 

nfcrmation concerning the 34 other producers' was taken from a randomly selected 
"0-.ple popiulation surveyed innually in APP/Toqo's Sio Rivor Region Socio-Economic 
Baseline Study 

Average yield for PfP-assisted producers 2,671 kgs/ha 
Average yields for other regional producers 1,024 kgs/ho 
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Encouraged by these results, farmers requesting assistance appeared in greater numbers 
during the second season. Like with maize, however, yields dropped to 467 kgs/ha, d 
for many of the same reasons; poor distribution of rain and faulty technique. In addition 
an insect appeared which could not be identified by the Plant Protection Service and 
against whlich our Insecticides proved Ineffective. The demonstration field of the PfP 
agronomist suffered from the same Insect attack which lowered the yield to 560 kgs/ha. 

Nevertheless, the experience with cowpeas was an interesting one. Cowpeas offer great
promise to farmers who are looking for a crop to plant behind maize that will have a 
substantial Impact on their cash Incomes. The challenge for us is to convince them of the 
importance of rigid adherence to good technique in order to obtain higher yields and 
planting the crop or a larger surface area to make the monetary returns as interesting as 
possible. 

Irriate ci 

The io River region has a unique economic opportunity in the form of the Zio River 
irrigated perimeter, a tract of approximately 350 hectares that affords farmers in the 
villages of Mission Tore, Kovi6 and Assom6 the possibility of augmenting their cash 
incomes by cultivating irrigated rice. Unlike rainfed crops which can be cultivated 
successfully on an individual basis, irrigated rice requires a coordinated effort among 
groups of farmers who depend on the same water source and drainage system and who must 
share such common resources as rototillers for land preparation, drying and storar 
facilities and winnowers and decorticators for processing. With the exception of periods
when the irrigated perimeter benefited from Taiwanese and Chinese technical assistance, 
this coordination has not existed, and as a result perimeter farmer3 have not been able to 
realize their great productive potential. 

G3iven the organizational and manajerial nature of the problem, our perimeter strategy
in 1985 was to work with a sample group of rice farmers to see what could be 
accomplished agronomically, while at the same time developing a longer term plan for 
working with groups of farmers. We will present the outline of the plan in Part II of this 
report, concentrating here on the resultq of the two agricultural campaigns of 1985. 

The technical package for rice is the same proposed by the Centre Rizicole du Zo (CRZ), 
the government service responsible for the management of the perimeter infrastructure. 
Correct application of the package should yield an average of three tons of paddy rice. 
There ar.e several varieties of improved seed (IR28, MRC, ADNY I 1, BR) that can produce
4 to 5 tons of paddy rice under ideal conditions. Fertilizer includes 300 kilos of NPK 
I5-IS- IS and 150 kilos of urea. Two treatments with the insecticide Sumithion are also 
recommended. Critical operations In the rice calendar Include preparing the nursery, 
transplanting, controlling the level of water in the paddy, protecting the ripening grain
against birds and atimely harvest. Irrigated rice is by far the most labor intensive of the 
crops we work with. 

The farmers we chose to assist fell into two groups, those with more experience who had 
worked with the Chinese in the past and who had produced good results, and those for whom 
rice was a newer crop. The first group predominated during the long season and mad, 
impressive yields. Because of those results we Increased the number of farmers during 
the second season, admitting those with less experience. The two seasons concluded as 
follows. 
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rble 6 

Season Farmers assisted Area cultivated Yield 
I 13 9.9 has. 3.4 tons 
2 21 18.1 1.9 

While a higher level of experience was certainly an important factor in the successful 
first season, there were reasons besides experience that explain the relatively poor
performance of the second (by comparison, ahectare of irrigated rice on which improved
techniques are not used can be expected to yield 1.5 tons). One was the degenerated quality 
of much of the seed that was used. We observed especially that the variety IR28 has been 
used for several years without genetic renewal. Another was the scarcity of rototillers 
which caused delays both in starting the season and in transplanting. Athird was poor 
water management as manifested in the form of uneven surfaces in many of the paddies and 
clogged drainage canals. Finally, there was a two week interruption in the supply of 
irrigation water due to abreak in one of the principle canals. 

As with maize and cowpees, the 12 irrigated rice projects out of 26 that succeeded in 
producing 2.5 tons or better, showed both the productive potential and the economic 
profitability of improved agricultural techniques. Living through the problems of the 
perimeter for an entire year with these farmers gave us abetter idea of how to proceed in 
1986. 

Imoat onIncwmes 

What was the impact of these productivity increases on farm incomes? To answer this 
question we calculated the net return on an average rainfed farm for maize, cowpeas and 
peanuts for both farmers using traditional methods and PfP clients. The details are 
presented in Tables 7 and 8 below. Figures on surface area cultivated and yields for 
traditional farms were taken from the 1982 - 1983 Agricultural Census. Interestingly,
both these figures as well as the calculation of net return coincide with information 
obtained by PfP In 1985 during asocio-economic survey of the Av6 region near Mission 
Tore Prices to the producer were conservatively calculated based on regional price 
surveys conducted during the year. 

The results show anet return of 122,565 cfa coming from improved techniques against 
44,120 cfa on traditional farms. Included in these amounts isagricultural produce kept 
by the family for its own consumption. 

The difference isstriking. But what Iseven more interesting about these figures is the 
potential for still better performance. Farmers could make a much greater effort, for 
example, to Increase cultivated surface area, especially for the more profitable crops
like cowpeas and peanuts. Yields of both these crops could also be increased through better 
application of the technical packages. Other profitable crops like okra, red peppers and 
other traditional vegetables could provide additional income. Much could also be done to 
obtain better prices by adopting improved storage techniques. 

Improved technique, however, will not be enough to realize this potential. Farmers will 
also need to become more adept at analyzing the economics of their operations in order tobe 
able to make the informed decisions that will bring them still greater productivity and 
incomes. This analytical ability backed up by solid technique will make agreat difference 
in their economic lives. 
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Development of Skills and Knowledge 

The increases in productivity and incomes that we described above were not an accident. 
They were directly related to the fact that a certain number of people undertook 
productive activities in different and better ways by learning new techniques. 

In Table 9 below we show the extent to which Improved agricultural practices were 
adopted by PfP assisted producers. Of the twelve techniques listed, the first ten were 
practiced by a majority of 	the 29 producers surveyed. These ten practices involve 
techniques contained in the technical pckages that our field agents intensively promoted. 
The two least practiced techniques, planning and recordkeeping, were not themes that we 
stressed very strongly. They are more abstract In nature and less related to producing 
rapid and dramatic results. 	However, as we said in the previous section, good technique 
must be accompanied by analytical ability in order for productivity gains to* be sustained 
over time. As our clients master agricultural techniques, we will consequently be 
stressing more analytical skills, especially the capacity to calculate the profitability of 
different agricultural operations. 

What this table unfortunately does not show is how well these techniques were practiced 
and to what degree they really became part of the farmer's way of doing things. Our 
impression is that farmers will require a lot of institutional support for these new skills 
to become permanent. 

Table 9 ADOPTION 	OF IMPROVED AORICULTURAL PRACTICES 
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In showing a great disparity between our clients and other regional producers In the 
adoption of Improved agricultural practices, Table 10 below, combined with the other 
data we have presented, makes a strong case for a cause-effect relationship between 
improved skills and increased productivity. Of course, the evidence is still tentative a 
this data Is only based on the first year of work. But already It shows atrend, mid It Is 
this trend which we will focus on and try to prove or disprove in the future to discover 
precisely what blend of environmental and behavioral traits really make for increased 
production and productivity. 

Table 10 

IMPROVED AGRICULTURAL TECHNIQUES 
AMONG PFP-ASSISTED PRODUCERS 
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Attitudes and Personal Qualities
 

In addition to analyzing the relationship between productivity and skills, we are also 
interested in observing clients' attitudes and personal qualities that might have abearing 
on their economic productivity. 

Table I I Is a rating of clients' entrepreneurial qualities made by our field agents. It 
reveals that the majority of our clients are hard working, desire to improve and have been 
open and forthcoming with PIP. Less prevalent are qualities related to a systematic,
analytic way of solving problems and changing behavior. 



This distribution of qualities seems logical. For in the process of behavioral change,
 
there first comes an initial motivation and willingness to work at change. Then come
 
qualities necessary for change the important ability to be honest with others and with
 
oneself; good judgement to select and keep doing what are healthy practices; and a
 
willingness to share positive change with others and also be supported In further 
accomplishment of it. The hardest to accomplish is the development of critical 
consciousness about oneself, that is the skill that most leads to self disovery and 
breakthroughs in performance. To get to that critical self-consciousness, one ha to 
believe that he or she is the source of whatever is going to happen, and therefore the locus 
of responsibility. It Is interesting that our field agents felt that only about 35 percent of 
the clients we worked with had this locus of responsibility placed within themselves. And 
only 30 percent of the clients had an analytic approach to protlem-solving. 

Placed next to the data on agricultural productivity, this chart suggests that the Pf field
 
agents are as much (or perhaps even more) responsible for change at this point than their
 
producer clients. It points out the need for our training system to place more emphais on
 
analytical ability and making our clients realize that JW are primarily responsible for
 
their own development. Over the life of the project we will be analyzing data on
 
management skills and personal qualities to see if this transformation takes place.
 

Table I1
 
DEVELOPMENT IN ENTREPRENEUR QUALITIES
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Human and Social Gains 

Earlier we made reference to certain quality-of-life changes that we have observed among 
clients who succeed insmall economic activities. Material conditions tend to improve as 
Incomes rise. People gain in self-confidence as they realize that their Improved condition 
is lar,-y aresult of their own efforts. Life in general beco,,4 fuller. 

Following completion of their projects, clients are asked to compare their present 
situation with that of the previous year. Table 12 reveals the responses after the first 
agricultur:i season. 

While one season Is much too short to be able to claim any permanent social gains, tils 
table nevertheless reveals trends that we will be tracking throughout the project. Nearly 
everyone thought they made psychological gains both interms of their own self-confidence 
and In being able to deal on abusiness-like basis with anon-tradltional instltutlon like 
PfP. And many believed they won increased respect from family members and friends. A 
striking 80 percent felt they made gains in food security and the purchase of consumer 
goods. Improvements In the state of health and the quality of education probably are a 
reflection of the fact that people had more money to spend on those things than real quality 
increases. Little change in the quality of housing is logical, since no one could be expected 
to improve much after just one good season. 

Table 12 1985 SOCIAL GAINS AMONO PFP ASSISTED CLIENTS 
(Clients' Assessments in Comparison 
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Performance of Non-Agricultural Clients 

Our involvement with non-agricultural clients has so far been minor. The importance of 
agriculture to the regional economy, our desire to develop an effective extension 
methodology and the great amount of time it takes with agricultural clients to make sure 
that things are being done right have influenced us in the direction of small farmers and 
their agricultural activities. 

Nevertheless, non- agricultural activities are important to the development of the regional 
economy. Food proc sing, small-scale trade, transport and artisan activities are all 
complementary to agriculture. They provide goods and services that farmers need and 
they absorb parts of their production and Incoms. They also serve as an Important source 
of income for many families, and are the primary economic activities of many women. 

Our approach to the development of non-agricultural activities Is a lot simpler than for 
agriculture. We have noticed that the most important factor in the success of a rural 
small business is the maintenance of working capital. Unfortunately, many small 
business people do not understand this principle, considering all assets in the activity as 
the owner's personal property that can be withdrawn as needed. 

Our assistance, consequently, centers on teaching people to maintain a revolving fund: how 
to recognize and calculate the value of its composent elements; how to separate working 
capital and profits; and how to maintain or Increase the fund while paying back a loan. 

Our primary tool is the balance sheet. Field agents do periodic balance sheets when they
make visits to the place of business, usually once a month. In this way they accustom the 
client to analyzing the financial performance of different parts of the business, and allow 
him or her to Identify problems before they get out of hand. These balance sheets also 
provide us with reliable information for our two non-agricultural performance 
indic3tors, working capital management and increases Inowner equity In Tables 13 and 
14 on the next two pages we present the performance results of 17 non-agricultural 
projects over a fifteen month period. To complete these tables we took the amounts of 
working capital and owner equity recorded on the first balance sheet done after the 
granting of the loan and compared it with the same information on the most recent balance 
sheet. 

;n terms of maintaining working capital, the seventeen projects as agroup showed aslight 
increase of 3 percent, Nine of the seventeen increased their funds from a low of 2 percent 
to a high of 87 percent. The other eignt showed decreases ranging from less that one 
percent to 50 percent. It Is interesting to note that six of the eight projects to show a 
decrease involved manufacturing or processing. By contrast, seven of the nine to show an 
increase were commercial activities. This is probably in part areflection of the fact that 
demand for commercial goods is more constant than for manufactured ones. Another 
interesting result of this analysis is that all. the activities showing an Increase were 
managed by women. On the other hand, all four of the male-managed businesses 
experienced decreases in working capital. 

The growth in owner equity was positive in all but two cases, ranging from a low of 5 to a 
high of over 700 percent. These substantial increases are due to the fact that many of the 
non-agricultural clients have few personal assets invested in their activities at the 
outset, but are able to rapidly build equity by maintaining their working capital while 
paying off their loan. Itis agraphic illustration of how to become wealthier while paying 
one's debts. 



NON--AGRICULTURAL PROJECTSEivolution of Working Capital 
Table 13 

Loan Activitiy 

No. 


MT 8 Weaving 

9 Commerce (general) 

9-2 Commerce(general) 

43 Carpentry 

44 Fufu Bar/Commerce 

45 BIacksmithing 

46 Bakery 

47 Commerce/Ued clothing 

49 Commerce.!Covpea3 

52 Commerce/Sugar/Soap 

53 Carpentry 

54 Kernel oil 

75 Commerce 

79 Commerce/Jewelry 

80 Kernel 011 

81 Kernel Oil 
82 Commerce/Miscellaneous 

Total. 

Period 
(months) 

120 

12,0 

1,5 

12,0 

11,5 

11,3 

10..5 

11,3 

10 

6 

b,2 

7,1 

2,3 

5,0 

6,4 

6,4 

4,1 
8,Z 

Working Capital 

Beginning (FCFA) 

258,325 

136,747 

324,940 

120,420 

78.500 

107,675 

48,600 

244,000 

107,000 

51,150 

105,300 

80,000 


249,470 


87,010 


41,625 


35,725 

96,495 
2.172,982 

Working Capital 

Ending (FCl-A) 

203,130 

116,250 

330,620 

64,785 

146,800 

75,025 

73,705 

277,100 

106,575 

74,900 

96,880 

59,390 

324,185 

130,468 

22,950 

38,510 

102,015 
2,243,288 

March1985- Ma! 1906 

Change %Change 

-55,195 - 21 

-20,497 - 15 

5,680 2 

-55,635 - 46 

68,300 87 

-32,650 - 30 

25,105 52 . 

33,100 14 

- 425 -

23,750 47 

- 8,420 - 8 

-20,610 - 26 

74,715 30 

43,458 50 

- 18,675 - 45 

2,785 8 
5,520 6 

70,306 3 



Table 14 NON-AGRICULTURAL PROJECTS March 1985 - Ma 196Evol ution of OvnCrs Equity 

Loan Activity 
No. 

MT 6 Wevi rig 

9 Commerce (general) 

9-2 Commerce (general) 


43 Carpentry 


44 Fufu Bar/Commerce 


45 Blacksmithing 

46 Bakery 

47 Commerce/Used clothing 

49 Commerce/Cowpeea 

52 Commerce/Sugar/Soap 

53 Carpentry 

54 Kernel Oil 

75 Commerce (general) 

79 Com merce/Jewel ry 

80 Kernel Oil 

81 Kernel 011 

82 Commerce/Miscellaneous 
Tetels 

Period 
(months) 

12.0 

12.0 

1.5 

12.0 

11.5 

11.3 

10.5 

11.3 

10.8 

6,7 

8,2 

7.1 

2.3 

5.0 

6.4 

6.4 

4.1 
8.2 

Ovncrs Equity 

Beginning (FCFA) 

248.130 


54,847 


130,540 


199,855 


38,650 


208,325 

30,665 

129,000 

32,000 

6,250 

94,200 

60,750 

72,307 

32,020 

22,800 

35,125 

17,045 
1,412,509 

Ovner' Equity 

Ending (FCFA) 

244,130 

119,650 

155,345 

245,580 

207,510 

294,405 

89,110 

291,400 

94,845 

50,345 

59.870 

65,570 

167,335 

107,348 

24,625 

36,900 

49,965 
2,303,933 

Change S Change 

4,010 - 2 

64,803 118 

24,805 19 

45,725 23 

168,860 437 

86,080 41 

58,445 191 

162,400 126 

62,845 196 

44,095 705 

- 34,330 - 36 

4,820 8 

95,028 131 

75,328 235 

1,825 8 

1,775 5 

32,920 193 
89m,424 63 



Loan Reimbursements 

Increasing one's productivity with borrowed money is a good thing; In fact, very few
farmers are able to advance significantly Intheir agriculture without accss to some form
of credit. But In order for a rural credit system to function, advances in technique,
productivity and Incomes need to be accompanied by sincere intentions and timely act!fli 
when It comes time to repay the loan. Our experience In extending credit to and
recovering it from rural producers has, on the whole, been positive. But it has not been 
easy. 

When we came to the Zio River region, it is probably safe to say that most people viewed 
us as a financial Institution: aplace where they could come to get money that somehow
would be invested in farming and other projects of an economic nature. They did not 
understand at first that we are basically atraining institution, and they certainly did not
comprehend how we used credit as a training tool. They also did not understand that we 
were serious about hight standards of performance, both In terms of executing an
economic project and repaying the loan. Some had had experience with other attempts to 
extend credit to rural producers inwhich high standards were not enforced. For them the 
first experience with PfP was atest to see how serious we really were. 

The result of these different perceptions isthat we have had to spend an enormous amount 
of time with our clients explaining the role of credit inour system and making the point
that we are serious about recovering our mon/. Most have responxed favorably. But the
achievement of high performance levels of lon reimbursement remains one of our biggest 
challenges. 

InTable 15 on the next page we present the repayment situation as of May 31, 1986 for 
the 103 loans we made on which repayment has begun. These loans total 8,390,430 cfa of
which 4,075,855 cfa is still outstanding. 1,205,675 cfa, or 14 percent of the loans 
made, are considered late. In the context of agricultural projects, 'late" loans are those 
which are still outstanding after the reimbursement limit which has been fixed for a
particular season. For example, all long season rainfed loans had to be repaid by
November 30, 1985. Those of the short season by March 31, 1986. "Late* 
non-agricultural loans ar2 those for which the regular monthly payments called for inthe 
loan contract are not being made on time. 

Inaddition to the general attitude towards credit mentioned above, there are a number of 
individual factors that Influence reimbursement performance in each of the economic 
sectors. In rainfed agriculture, where nearly all of the delinquencies are located, we 
experienced three distinct problems. One involved the difficulty that many farmers have 
in selling large quantities of their crops at aparticular time due to lack of availability of 
farm to market transport and an efficient marketing system. Because of this they tend to
progressively sell off their crop in small quantities, a fact which makes reimbursement 
difficult, since the small quantities of money tend to be spent on personal needs rather
than put aside for a loan reimbursement. To remedy this situation we agreed to accept
reimbursements in kind, an offer which many farmers accepted. 

Asecond problem was the poor second season in which many of our clients, despite overall 
acceptableyields, experienced a loss. They simply were unable to produce enough to pay
back their loans, although 24 of. the 27 clients who received loans have repaid at least a 
portion. Recognizing this good faith, we have refinanced projects for some during the 
current agricultural campaign to enable them to pay off last year's debts. 



Tnble 15 
LOAN REIMBURSEMENT 

SITUATION 
Date: 31 Mey,1986 

Economic Loans Loan3 Late Reimbursements 
Sector Loans made Loons repaid vritten off Outstanding 1-2 3-6 + 

months months 6 months 
W Amount a Amount a Amount A Amount a Amount a Amount v Amount 

Crop production 
(rinfed) 

58 2,237,010 19 1,636,780 39 1,100,230 22 551,530 17 548,700 

Crop production(irrigated)• 26 3,598,100 9 1.660,795 17 1,937.305•I 180 80 0 , 

Livestock 1 450,000 74,340 1 375,660 

Non 17 1,515,320 4 965,160 13 640,160 1 4,950 I 12,495 
-agricultural 

Marketlng 1 90,000 67,500 22,500 

Totals 103 8,390,430 32 4,403,575 71 4,015,855 1 4,950 23 564,02518636,70Q 
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Athird problem involved aportion of our clientele known as the "young farmers, youth
who had received two years of practical agricultural training in the iope they would 
choose farming as acareer. Since there was agroup of around 150 of these young people
Inand around Mission Tov4 when the project began, we had made aspecial oommitment to 
Include them Inour activities. Our experience with them has been disappointing. They
have proven unreceptive to our approach, do not put forth the effort required to suceed in 
agriculture and produce at lower levels than local farmers who have not had the benefit of 
two years of agricultural education. In addition, most were heavily In debt when they 
came to PIP, afact that they did not share with us. With acouple of exceptions, they he
shown themselves to be Irresponsible in paying back their loans. As of the end of May they
accounted for 45 percent of the loans delinquent longer than six months. Most of this 
money, totalling 228,225 cfa, will probably have to be written off. 

Irrigated rice loans have been much less of aproblem. All but one from the first season 
were repaid on time. The exception involved afarmer whose field flooded and who had no 
harvest. He is working with us this year on a rainfed project in order to pay back last 
year's loan. Rice from the second season is still being harvested, milled and sold, and 
reimbursements are being made both Incash and Inkind. Unfortunately, 727,325 cfa, or 
37 percent of the outstanding rice loans are in the hands of six young farmers whose 
production was poor. We anticipate eventually having to write off much of this money. 

The fewest problems of all have been encountered in the non-agricultural and livestock 
sectors where 25 percent of loans have been made. Asignificant contributing factor here 
is that because of the nature of these activities, people have a steady income. Once they
learn to separate working capital from profits there is no real reason not to reimburse. 
Coming to the office once amonth with apayment becomes ahabit. 

Our goal is to make reimbursement asteady habit with agricultural clients as well. To 
this end we will be emphasizing more profitable rainfed projects; that is,de-emphasizing
maize and oncouraging crops like cowpees, peanuts and vegetables that have ahigher value 
per hectare and can be more easily sold for cash. We will also put more stress on 
marketing; giving farmers the management and technical capability to better organize the
collection and storage of their crops so that they can take advantage of higher prices.
Finally, we are going to make people more aware of their responsibIlity to PIP as an
institution; aware of the fact that it can only help them as long as they value and protect it 

Conclusions of 1985 

Our overall reaction to the way things had gone during the first year was one of 
enthusiasm and optimism. We had sucoeeded inestablishing PIP on an operational level in 
the Mission Tov6 area and had begun to win the respect of the population. The great
majority of our clients had demonstrated improvements in knowledge, technique and 
attitudes that produced marked Increases In productivity and Incomes. Development
practicioners in other regions and at the national level were beginning to take an interest 
inwhat we were doing. 

But at the same time we realized that this was only the beginning, for the changes in 
behavior we had observed were only temporary and our scope of service delivery was very
small. Qualitative improvements in our methodology were nesary if we were to become 
truly effective in bringing about permanent changes in productivity. We also had to 
develop the ability to work with much larger numbers of clients in order to advance 
towards the goal of cost-efficient service delivery. 
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In terms of methodology, one of our strongest points was our production and management 
techniques. Farmers and small businesspeople who put them Into practice saw that they 
had afavorable impact on productivity. They were sound solutions to technical problems.
But as we gained more experience in communicating these techniques we began to realize 
that we were limiting our explanations to what the client was expected to do and w he or 
she was supposed to do it. In this respect our approach was one dimensional, for It didn't 
necessarily result in an understanding of wJb a given technique was useful or deslreable. 

To strengthen our methodology in the direction of promoting a greeter understanding of 
productivity, we saw aneed to provide our clients, especially the agricultural ones, with 
more analytical ability. Not only did farmers need to discover the reason behind acertain 
technique. They also had to begin viewing agriculture not Just as one or two fields tobe 
cultivated for agrowing season, but as abusiness that was geared to produce asurplus and 
make a profit. To do this they would have to take a longer term view of the future, develop 
skills in planning, be able to calculate the profitability of different crops and develop a 
marketing strategy, 

We also saw the need to inculcate a greater spirit of independence and responsibility In 
our clients. People had to realize that it was them and not us who were the prime movers 
in their individual development. 

But before we could make these changes, we realized that w the staff of PIP had to undergo 
some basic changes in our thinking. We also had to consider where we wanted to take our 
clients beyond the immediate season. We had to pay more attention to promoting basic 
behavioral change instead of just getting people to follow instructions. We needed to 
become Just as scientific and methodical about storage and marketing as we had been with 
production techniques. And we had to make acommitment to promoting responsibility and 
independence within our clients rather than being content to work with the same people on 
the same projects year after year. 

And once these qualitative changes were made, we had to consider the question of how to 
expand the project to reach larger numbers of producers and businesspeople. The 
remainder of this report discusses how we used the lessons of 1985 to create a mz.re 
effective approach to building rural productivity and move towards more cost-efficient 
service delivery in 1986. 



PART II 

INCREASED EFFECTIVENESS
 
AND COST-EFFICIENT EXPANSION
 

The title of this second part expresses our goal for 1986: building on the experience of 
1985 in order to effect more profound behavioral change among rural producers and 
businesspersons and training greater numbers of people at lower and more reasonable 
cost. In this part we will first present our principal program themes for 1986, 
underlining the changes from the previous year. We will conclude with an analysis of the 
content of our field activities through June of this year. 

Program Themes 

Wnrkin_ wit h grups 

At the outset of the project we had realized the necessity of working with groups of clients 
if we were to ever hope to have asigniflcant impact on productivity in the region. For this 
reason, we hired a consultant in May 1985 to propose a producer group strategy and 
methodology. In his report he emphasized why group promotion efforts often fail: the 
artificial nature of groups resulting from promoters who oblige farmers to come together 
in order to have access to credit; the lack of emphasis and training on the management of 
income generating activities; and the injection of excessive sums of money, in the form of 
credit, before the group has developed a real sense of solidarity and has the ability to 
manage the money. 

To avoid these errors, we decided to spend an extended period observing groups that 
already existed to determine their levels of solidarity and competence. Accordingly, our 
field agents, with the help of the Maritime Region DRDR, identified sixteen groups. From 
May 1985 until the early months of this year, the agents paid periodic visits to the groups 
and rated them according to the following criteria: regular meetings with written reports 
being sent to PfP; accomplishments in the form of a collective economic project; 
willingness to accept the advice of the field agent and satisfactory repayment performance 
with previous loans. 

We finally selected three groups, comprising 56 members, for collaboration in 1986. 
During the current growing season, each group Is cultivating a one hectare field 
collectively which serves as a demonstration plot where our agents can present new 
techniques, and a source of income for the group's fund. In addition, individual members 
in two of the groups have received loans for their personal fields. As the response to our 
approach has been favorable, we plan to continue with these groups during the second 
agricultural season as well as undertake work in the common marketing of food crops. 

At the same time we have begun acampaign to identify additional groups for next year. The 
field agents are currently observing six groups that we hope can be brought Into our 
system. 
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In addition to this approach, we are experimenting with other methodologies to Increase 
the scope of our service delivery. One is known as the system of "model clients'. Since 
farmers are often the best teachers of their peers, the objective of this system is use the 
most successful of our clients to teach others to increase their productivity. 

This year we are working with four groups organized around model clients, totalling
twenty farmers. The four models, three men and a woman, were selected on the basis of 
their mastery of the technical packages for corn and cowpeas during both growing seasons 
in 1985 and their general spirit of collaboration. After explaining the nethodology, we 
invited them to propose up to five of their friends and neighbors whom they wculd like to 
help train and whom they thought would benefit from the PfP approach. Each associate 
would receive assistance from PfP to cultivate one hectare of maize and a quarter hectare 
of cowpeas during the long growing season. 

The role of the model is to bring his or her "associates" together for technical 
demonstrations, assist the field agent in presenting the demonstrations, inspect individual 
fields to see that techniques are being applied properly and report any problems to the 
field agent. At the same time, the model receives assistance for his or her own project,
which is more complex than those of the associdtes, and receives inputs from PfP for an 
agricultural demonstration in his or her field. 

The experience has so far been interesting. One group has evolved to apoint of solidarity
where the members take turns weeding each others' fields to compensate for periodic
shortages of field labor. And In some cases, the associates are doing as well as or even 
better than the models. We have also noticed differences In the quality of leadership among
the models, and have concluded that good performance In one's own fields does not 
necessarily translate into the ability to lead agroup. 

This approach has resulted In efficiencies within our system. We have eliminated a 
certain amount of paperwork at the beginning of the season by foregoing the lengthy
interview process with the assoiates, relying instead on the judgement of the models as to 
their associates' suitability. Our agents are also spending less time demonstrating
techniques  oncre to the group rather than five times to each individual - rnd less time 
following up, since the models have assumed part of that function. 

Our third approach to group action is the one we are pursuing in the irrigated perimeter.
Rather than working with Individual clients dispersed throughout the perimeter, we have 
decided to concentrate our efforts on developing the productivity of the farmers in asingle
section. We have chosen the Assome section, a tract of 38 hectares which depends on a 
single tertiary canal for It's water source. Working in this section will be 29 individual 
farmers. While each will be r"sponsible for his own plot of land, there are a number of 
actions which must be done in a collective or at least coordinated way within the section if 
the individual efforts are to succeed. These include the repair and maintenance of 
irrigation and drainage canals and dikes, the leveling of paddies, land preparation with 
rototillers, water management, adherence to the agricultural calendar, agricultural 
demonstrations and the processing and marketing of the harvest. 

To date, our field agent responsible for Irrigated rice clients has succeeded Inorganizing
these 29 individuals to collectively improve the dike and drainage system, an effort which 
will make it possible to cultivate land that was formerly flooded, and which will give all 
farmers better control over the water level in their fields. Thes farmers have also 
agreed to pay ausers fee which will be used to finance repairs and improvements to the 
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system that they cannot do themselves. In the future we hope to use this group mechanism 
to enable farmers to acquire their own rototillers and to coordinate the milling mnd 
marketing of their harvest. 

Unfortunately this whole strategy has been delayed by the late arrival of a shipment of 
eight rototillers which are essential for land preparation. This delay has been the most 
serious problem we have had to face, as it has meant the loss of an entire season for these 
farmers. As the rototillers are scheduled to arrive In Togo in July, we will at least be 
able to salvage the second half of the year. 

A fourth group strategy we have used is to work through the structure of local savings and 
credit cooperatives known as COOPEC's. We are working with one COOPEC on an 
experimental basis this year, offering both it and Its members our technical services. We 
began by explaining our technical packages to the COOPEC's loan committee and showing
them how to do a feasibility study of an agricultural project. We then offered to provide 
our extension services to any member who obtained an agricultural production loan from 
the COOPEC and who was willing to pay us for our technical follow-up. Three farmers 
signed contracts with us to receive technical assistance during the long growing season. 
This system is interesting to us because it lessens administrative costs connected with 
making a loan, reimburses the costs of technical assistance and utilizes an established 
credit institution controlled by farmers. Assuming that this year's experience succeeds, 
we would like to become more involved with the COOPEC movement and work with 
non-agricultural as well as agricultural clients. 

A final approach we have taken to collective action has been to informally group clients 
from the same village for the purpose of agricultural demonstrations. This has comeabout 
largely on the initiative of our field agents who se the technique as amore efficient way of 
providing training. What is interesting, however, is that in certain villages association 
with PiP Is serving as a bond to bring farmers more closely together, not Just for 
training, but also for cooperative field wor', Observing this phenomenon, we believe that 
some of these loose associations might later evolve into more formal producer and 
marketing groups. 

The effort to work with groups has resulted in our being able to deliver our services to a 
much greiter number of clients in a more efficient manner. In Table 16 below we 
compare the agent/client ratio for agriciltural producers during last and this year's long 
growing seasons. While the number of clients per agent has more than doubled, we feel 
that we will be able to realize still greater efficiency without sacrificing effectiveness as 
our group methodologies develop. 

Table 16 

Field Agent/Client Ratio for Agricultural Clients 
(Long Growing Season) 

Y.ear Number of Agents Number of clents Agent/Client Ratio 

1985 4 40 1/10 

1986 9 195 1/22 
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It is one thing to work with large numbers of producers and quite another to have any
lasting impact on the way they carry out their economic activities. As we mentioned 
above, our impression at the end of the first year was that most of our clients had learned
how to do thirgs differently, but did not always understand why the new techniques were
better. Consequently, in 1986 we have worked to develop our extension methodology so as 
to have agreater impact on understanding in order to effect permanent behavioral change. 

The approach we use is the experiential training cycle. Instead of an agent merely
explaining what he or she wants the client to understand, this approach gets groups of
clients to live an "experience". The experience is related in some way to the theme of the
training session, although the relationship may be indirect. The experience could consist 
of agame, a puzzle, a role play or a situation from the clients' lives; things with which
they can identify and, above all, which make them active participants in the learning 
process. 

Following the presentation of the experience, the agent acts as afacilitator, first trying to 
get the clients to express their reactions to what they have just lived. From there he asks
them to generalize about the experience, guiding them away from the specifics of the
exercise and towards general lessons and principles. Finally he gets to the end point of the 
exercise by asking them to apply those generalizations to their own work and lives, thus
completing the cycle. When this approach is correctly utilized, the clients have the
impression that they discovered the principles and lessons of the session themselves. This
impression of self discovery combined with the graphic recollection of the experience has 
amuch profounder influence on behavioral change than asimple explanation. 

We have formalized this approach in the form of an extension handbook for our field 
agents. The handbook contains structured lessons on the themes we have mentioned 
throughout this report: the reasons behind the different technical and managerial
techniques we promote; financial analysis of asmall agricultural enterprise; planning the
development of a small farm; assuming responsibility for repaying a loan; and storage
techniques and marketing. All of our field agents have Integrated these sessions Into their 
schedules of follow-up work with their clients. 

Seleting ant lrnilag- eieaL a 

The cutting edge of this project is the field agent. Consequently, PfP's management and 
technical staff spends a lot of time on their selection and training 8nd provides them with
maximum support In the field. A field agent's skills and qualities need tobe varied. He 
or she needs hard skills in agriculture, financial analysis, business management, planning
and organization. Also required are the ability to communicate effectively, an approach to
training, an understanding of the development prcess, good judgement and the ability to 
accept heavy doses of responsibility. People with all of these attributes are not readily
available in Togo, but they can be developed. 

To expand the program in 1936 we have hired six additional field agents. They were 
chosen in the same manner as the first team of four In 1985. We began in October 1985
by solliciting written applications. From the the seventy-five responses we selected 
thirty-five candidates for interviews. The twelve best were chosen from this group and
hired as enumerators to conduct asocio-economic survey of the Ave region, the zone into
which the project was to expand in 1986. Most of this group were secondary school 
graduates who had received formal training in agriculture from Togo's National School of
Agriculture at Tov&. Eleven finished the survey in November 1985, and based on their 
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favorable performance, were invited to compete for the position of field agent during a 
four week training session in January-February 1986. Seven successfully completed 
training and were hired on a three month probationary basis. During this time six 
performed satisfactorily and had their employment confirmed in June. 

The heart of this process was the period of training in early 1986. As in 1985, training 
centered around several principle themes: agricultural technical packages, financial 
analysis, problem solving, planning, communication and PfP systems. But in order to 
bring about the changes in methodology we thought necessary, we made certain 
modifications. One was to present the experiential training model much more clearly, so 
that the trainees would understand the process they were undergoing and which they would 
later use with their clients. Another change was to put more emphasis on th'xr, nre 
where the first group of agents had proved the weakest, planning and financial analysis. In 
addition, we added a section on working with producer groups. The four original agents 
were invited to participate in order to further develop their skills and to help train the 
new group. 

This entire process has been documented in the form of a training manual entitled "Manuel 
de Formation des Agents de Terrain" which will serve as the basis for future training 
sessions. 

Expnding into Zone 2 

In addition to increasing our coverage of the Mission TovA zone and working with larger 
numbers of rice producers in the Zio River Irrigated Perimeter, our major focus of 
expansion in 1986 has been the Ave sub-prefecture to the north and west of Mission Tov6 
which we refer to as Zone 2. 

Our introduction to this region was in October when we conducted our socio-economic 
survey which has provided us with good baseline data. Agricultural cultivation patterns 
and Incomes are very similar to those In Mission Tov6, the only real difference being that 
more Ave farmers cultivate rainfed rice and peanuts. 

Asignificant difference in the organization of work exists, however. People InAv6 have a 
much greater propensity to work in groups, and as aresult we have centered our producer 
group development campaign here. Related to this is an active savings and credit 
cooperative movement in several villages, which as we stated earlier, we are attempting 
to collaborate with. Finally, commercial and artisinal activities are much more developed 
In the Av6 region, especially In the commercial center of Assahoun, and we anticipate 
working with many more non-agricultural clients than in Mission Tovd. 

We opened our Av6 office, located just south of the administrative center of K&6, in March 
1986. It is staffed by four field agents, one of whom also has administrative 
responsibilities and serves as Zone Chief. This staff is currently working with 102 
agricultural clients. 

Mor= andMarkllng 

Dramatic gains in agricultural productivity should translate into equally substantial gains 
in farmers' incomes. We have observed, however, that this is unfortunately not elways
the case among farmers who do not have access to improved storage facilities and no 
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organized marketing strategy. Among our clients we noted individual farmers who, In 
order to satisfy cash needs, sold parts of their crop soon after the harvest when the price 
was the least advantageous. Others stored their crops for longer periods to obtain better 
prices, but experienced losses in storage (storage losses in traditional graneries In the 
Maritime Region of Togo can be as much as 30 percent), and since they sold In relatively
small quantities, had little negotiating power in terms of price with grain traders. As we 
observed earlier, the lack of a comprehensive storage and marketing system also had a 
negative effect on timely loan reimbursements. 

We had all but ignored storage and marketing during te first year, believing that the local 
system would take care of the small increases in total production that our small sample of 
clients would produce. But our experience in 1985 impressed us with the fact that we 
rapidly needed to get more organized and methodical about storage and marketing to enable 
farmers to receive the maximum return from their increased production and to facilitate 
loan recovery. We decided, therefore, to make storage and marketing as much a part of 
our extension approach as improved production techniques. 

Our strategy is based on two elements, producer groups and afumigable warehouse which 
is being promoted by the Plant Protection Service. We have decided to begin with
producer groups which are already generating an agricultural surplus, and over a three 
year period, train their members In the techniques of collocting, storing and selling the 
surplus. 

In the first year group members will work closely with PfP agents to organize the 
collection of their own surplus. They will also learn drying and fumigation techniques,
and a bookkeeping system to allow them to manage their stock of grain. In addition, they
will gain the experience of selling their surplus in bulk. A fumigable warehouse owned by
PfP will serve as the storage point for the grain and the center where training will take 
place. In the second year the lessons of year one will be reinforced, and if progress has 
been made, the group will become eligible for a marketing loan that will enable it to 
purchase other farmers' grain as well as their own. Part of this loan could also be used to 
buy basic equipment like scales, moisture testers, pesticides and burlap sacks that the 
group will need. By year three the group should become relatively independent. If its 
performance has been satisfactory, it would be eligible for a five year construction loan to 
build its own warehouse. 

The warehouse we will be using Is one developed jointly by West German assistance (OTZ)
and the Togolese Plant Protection service. It is especially suitable for producer groups,
having a 25 ton capacity which enables a group to pay for it in five years. It Is 
constructed from local materials and requires no specialized construction tecnnIques. Its 
great advantage is its airtight construction which allows fumigation. Thus if the grain has 
been sufficiently dried, the group should experience no loss, either from moisture or 
insects, with a minimum of attention and maintenance. OTZ has helped finance the 
construction of one of these warehouses at Mission Tov6 which will soon serve as a 
demonstration and training model. 

This year we will begin work with four groups totalling about 85 farmers. Within three 
years we hope to nave 20 groups comprising 300 members initiated into the system. 

Proiect analysis 

The more deeply we delve into the question of rural productivity and the more we grow,
the greater is the need we feel for information; information that we can analyze to see if 
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we are being effective, and that we can use to report the impact of the project to others. 
During the past year we have developed three systems to provide us this information. 

The client monitoring and evaluation system is aseries of forms that agents fillout on the 
progress of each client during the Implementation end directly following the completion of 
each project we assist. The centerpiece is apost-project evaluation questionnaire which 
records data on economic performance, knowledge and skills acquisition, entrepreneurial 
qualities and social gains. Through a rating system, this questionnaire allows the client to 
see how he or she stands in relation to others. For those clients interested in continuing 
with PIP, it also serves as a planning tool for the client and agent to develop the next 
project. 

The management information system provides us with aggregate data on service delivery 
numbers of clients, amcir't loaned, projects by economic sector, clients who are members 
of groups, numbers of agricultural demonstrations, etc. Inaddition, it gives us a detailed 
picture of loan repayments and aggregate figures on the Impact of the project on 
productivity and incomes. This data is collected and synthesized monthly by the 
appropriate field staff for service delivery and loen performance, and on a seasonal basis 
for productivity and incomes. Yet to be developed is a way of aggregating the data we have 
on the impact of the project on social and human development. 

We are also interested in generating information on our own productivity and chances for 
sustainability. To this end we have just reorganized our financial management system and 
are in the process of converting our old accounts to the new system. By the end of 1986 
we will be closely tracking the costs of different project components and services In order 
to imprrwve our own productivity. 

Policy dllg 

We in PfP/Togo have benefitted enormously from the experiences of other rural 
development practicloners. For this reason, as our Ideas and methodology develop and we 
see their impact on our clients and their economic activities, we have the urge to share 
our ideas on such subjects as credit as a training tool, the delivery of extension services 
how to effect permanent behavioral change to increase rural productivity, and the role of 
the private sector in development. 

One of our interlocuters has been the Ministry of Rural Development. We are fortunate to 
have a project coordinator at a high level in the ministry, the Director of the Maritime 
Region DRDR, who has taken an Interest In what we do and has made the effort to make our 
activities known to others. We are pleased to have been able to express our Ideas In the 
series of conferences and meetings that have been held over the past year to define and 
implement the ministry's new rural development strategy, and to have been the recipients 
of a very substantive visit from the Minister of Rural Development during his recent tour 
of development projects in the Maritime Region. We look forward to making our 
contribution to help the new strategy succeed. 

Another good opportunity for policy dialogue came In October 1985 when 
Pm/International organized a conference, bringing together representatives from Its 
eleven programs in Africa as well as participants from UAID, the World Bank and 
Togolese and foreign non-governmental organizations to discusss the question of a long 
term development strategy for Africa. The Zio River project's methodology was featured 
as an example of one approach to building sustainable rural productivity. 
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Finally, having a project so close to Lomi opens the opportunity for contacts with other 
governmental services, international and non-governmental organizations and foreign
visitors, including the press. We consequently spend considerable time receiving visitors 
who are interested in our approach. In this respect we have especially close relations 
with the USAID mission In Lome and theAmerican Ambassador who have done the most In 
helping us to establish contacts and in making our activities known to others. 

Nothing that we have written up to this point has much meaning or importance unless the 
effort we have embarked uonn is sustainable over the long term. For us sustainability is 
basically aquestion of generating asurplus; of lastIng, of growing, and most importantly, 
adding value to what already exists. 

Surplus generation, in terms of this project, can be divided Into two phases. The first 
consists of creating more value in economic, human and social benefits than one spends.
The ability to do this lies first in the effectiveness of one's program - creating as many
benefits as possible- as well as its efficiency - creating those benefits at the least 
possible cost and spreading them as widely over the population as possible. As we have 
tried to show in this report, this is the phase we are in now. 

But sustainability can only be reached by successful completion of the second phase which 
is the progressive creation of aflannclal surplus that will cover recurrent program costs 
and gradually replace the subsidy which got the program going. This question is of vital 
importance to this project and to all of PfP/International, as donors change their foreign
assistance priorities and funds for long term development become scarcer. Although
certain PfP programs have made substantial progress in the direction of financial 
sustalnabllity, PIP/International does not yet have an effective sustalnabillty
methodology as itdoes, say, with credit or small business management extension. 
PfP/Toga will, consequently, devote agreat deal more time to developing and implementing 
a financial sustalnablllty plan as this project goes on. 

Clients and Projects Assisted In 1986 

Since we are still in the middle of the long agricultural season, it is impossible to report 
any qualitative results from the changes we have made in our methodology. So we 
conclude this report with aquantitative comparison of what we have done so far this year 
as opposed to last. 

As Table 18 on page 31 shows, our total clients are up by 80 percent from 104 to 195. 
Projects assisted have correspondingly increased by 63 percent. Women are playing a 
more important role in our activities, especially in agriculture, and now comprise 26 
percent of our clients as opposed to IS percent last year. The lower amount loaned and 
smaller average loan in this year's figures are a reflection of the fact that not all of the 
loans had been disbursed mIdway through the season. 

One bit of information not shown in this table is that among the 16 1rainfed projects no 
one Is cultivating just mnlze: Our Insistence on diversification has meant that each 
farmer must cultivate at least two crops; some are doing three. We give the comparison 
for area cultivated for each crop between this long season an last on Table 17 on the next 
page. 
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Table 17 

Surface Area Cultivated 
Long Agricultural Seasons 

by Crop 
1985/1985 

1i6 1985 

Maize 

Cowpes 

Peanuts 

Rainfed rice 

Okra 

Red Pepper 

Farmers/Hectares 
132/102.9 

110/46.5 

36/17.5 

17/8.6 

1/0.5 

8/2.5 

Farmers/Hectares 
31/36.6 

16/6.5 

3/0.9 

-

-

--

Another important difference is the number of clients who belong to groups. This year 86 
clients, or 44 percent of the total are participating in some sort of group mechanism. 

Our projections for the rest of the year total 210 additional clients assisted: 150 in 
rainfed food crops, FO in irrigated rice, 90 in agricultural marketing and 30 in other 
non-agricultural activities. Our feeling is that the lessons we have learned over the past 
veer and the changes we have made in our methodology will result in qualitative changes
that will match the quantitative ones. 



Table 10 

CLIENTS/PROJECTS ASSISTED 
ECONOMIC SECTOR 

1905-1916 

BY 

January-Mny 1986 1905 

SECTOR 

Crop Production 
(ral nfed) 

Crop Production 
(Irrigated) 

#
Projects 

161 

7 

M 

137 

7 

Cliefit$
F 

48 

-

Amount
looned(CFA) 

6,407,340 

600,790 

Averuoe
loaned(CFA) 

39,797 

85,827 

# f Clients
Projects M F 

62 54 4 

26 33 1 

Amount
looned(CFA) 

2,737,010 

3,598,100 

Average
loon(CFA) 

138,388 

Livestock 

Commerce-
Consumer goods 

Commerce-
Raw materials 

2 
-

2 

-

334,200 

-

167,1 

I 

5 
1 

- 5
5 

450,000 

529,200 

450,000 

105,8401-

Commerce-
Food cros 10 

1 90000 90,000 

Commerce-
Food ______processing________ 

Artisan Production 

1 27,800 27,800 5 

4 

-

4 

5 

-

276,800 

347,320 

55,360 

86,830 

Artisan Repair 

Transport 

Totals 171 144 51 7,370,130 43,100 

-_-_-_

104 92 16 8,028,430 77,196 


