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1, MANAGEMENT SUMMRRY 

in the orocess of im,ementing the Somalia National Woodstove Program 

(NWP), it became apparent that more information about current 

woodstove production and marketing practic es was reauired if VITA was 

to achieve its objective of oromotino fuelwood conservation throuoh 

toe cultivation of a private sector imroved stove indus.ry. This 

stuJy was corducted t o'ather and analyze the desired information and 

to make recommendat ions, in conjunction with VIT s e.xoerienc:e and the 

results of a stoveuser socioeconomic study, about the allocation of 

NWP- resources to ceramic., soapstone ard metal s.tove efforts. 

G~enerally, the informat ion souoht r'eoarding stove Drodurt ion was: 

o number of producers, r u:mer of stoves crodulced, and produc:.ion 

.acaci ty 

o location and skill level of producers 
o oroduction techniques and i nterest in recei'vingn t raini and 

techni cal as-si stance 
o materials and tool.s used in oroduction and their sources and 

avail abi i it i es 
o orodu.tion .osts and profit margirs. 

Regardi o stove marketin, the information souoht was: 

o methods of "ransoort and di st riboution 

o location of wholesaler- and retailers 

o promotion and sales techninues 
o level of sales and potentiaal demand 
o costs arid ctrofii; margins. 

Afteo conductingo surveys of -rodtcers, wholesaliers and rer.ai1ers of 

eravr, c, soapstone and metal stoves, the information was analyzed and 

tie f o~lowino recommendations and observations made, 

Genera I Recommend ati ons: 

2, Immroved stove prices and profit margins must be ecuivalent to 

or better than those for traditionsl stoves of the same material. 

2, rne distribution channel.s used for traoitio nal stove marketing 

are well established and effective, and they should be used for 
imoroved stove distribution as well. 

3. Use home trials, tea shop demonstration., radio mesaqes, 
newsDaoer articles and advertisement.s to promote imroved stoves. 

4-. Train VITA staff to train women' s 0qoutw, retaailers an& others 

to promote and demonst rate stoves. 

5. Develop cua'lity control methods to insure that iyi:roved stoves 

consistently meet the standards of both consumers and VITI, 

6. Assign a VITA stafferson t .'e Technical Dir'ecto r resoons ible 

for coordinatino tech;nical assistance and trai nino 
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7. Pssigin a VTA staffr.,erson to be responsible for collecting 
wood.tove in'formation fron other pro.ec't's and rount:ries, for 
mor itoriro political and leca2 faci;ors, arsd for passingc re].evart 
information on t:o stove mrodurer'- and retai lers.. 

Ceramic Stoves:
 

A. Techrical assistance .f.hr,,ld be provided to imrov., skiI 
levels of producers, an, to develop a hioher streng:,th -tove 
and/or imoroved trann.sortation methods. 

2. Condurt test mar.ketino in a sinole area, Dorioley, to develo1o 
effective promotiona2 methods, 

3, Dete-mine the feasibility of establishing new, roduction sites
 

near ceramic stove , arket: areas. 

SoaLstore Stoves: 

.. Hih production costs and resultigro hioh retail price are the 

orimawiy obs~tac'les t~o m~arket avreotanc'e of the imosrove1 stov.es. 

2. A soa.,st one e.pert should be brouoht in to train Somali 
craftsmen and to m',aIke rec..ommendat ions about i .roved tooJ s and 

o0oLicti on methods. 

:, Corduct market tests, and, init, aly, have e:itensioni.nt:s work 
with a s.ing.e Mooadihshu r'etailer 'o develop effec.t"ive or'omotional 
met hods. 

4. Develop packaging techniques to rediuce breawage. 

Metal Stoves.: 

.Metalworkir,o skil2s are very poor and the availability of meta 
is very low. 

2. Metal stove work sholld be a lower oriority than ceramic and 

soaostone stove work. 

3. If market conditions or materia'.s availabiliit.ies chanoe.
 
several orototy.,e stoves should be develooed ard field tested. 
Trainirjo to imarove skills shoul d be provided to producers. if 
wa r ranted . 

In additior to infermation and recommendat iors soecificzaily related to 
stoves, this st:uciy yielded information about the Dotent ial for VITA''s 
workiro with Somali technical istittutions and ab'out other fuel 
conservation methods. Relevant r'ecommendations are as foIl ows. 



Technical institutions : 

1, VITA s-,ould deve~hLi a re ationsh i with the technical 
irnstitu'tions.in Mogadishu and should use their expertise and 

facilities to develop .sove prototypes and production methods 

Non-Stove Fuel Conservation Method.­

i. Develoo and test fuel corserving_ awraratus such as haybox 
cookers arnd briouettes. 

2. Promote imoroved cookigrj met hod.s such as soanio leumen. 

elimin ating .salt adci'tio in, arid usino bakin soda. 

http:irnstitu'tions.in


I . INTRDUC.T:"'N 

The National Woodstove Program.. was initiated .9.h... ',
in Maco :n part.,
the Duriose of the Dr'ogram is to assis't local rraft and bu'ine=-'.eopie
in the design, oroduction and marketino of im:rovec woodtI:oves and to 
ProYiote fuelwood rorservati on. Durinq. the firs't: year of the Prooram 
it became ar'oarer; that more informat.ion about currert stove 
Proc cJition arid va'ret'irgo or'actic.es was needed. "o address this ask 

of nomtoti
o.bj ecti ves : stuidy~ was conducted wxt n t he follaowing 

1. Characterize the existino marketing system between Lroducers.,
wholesaIer s or retai iers. and c'ust omers for izeramim:, met:al, andl
 
soaost one stoves,
 

2. Determine the ootent aaa for introductior, of new or imroveO
 
c'erami:', metaI and soa,.stone stoves.
 

3. Document the manner in which oroducers obtain materials s.. uoph.e. 
arid tooi. 

4. Idertifv craftsr.eoole to P'roduce ceramic.., metal., and soav.stone
 
stoves for marke't tes'tirg, and if marke't tests s.how 
that toe stoves
 
are acce:.table to consLmers. for fuljl scal e productin.n 

5. Deterimine what assistance trainino i.nstitutons man Provide toward 
orototvoe develome'nt., stove testing and prodoct:ion of im:,roved 
s.toves. 

.. 
Document ex.istino and estimate acce:,ta:.,le Profit maroans for 
or'Odrcers and sellers of metal, ceramvir arnd. soas't:of'e stoves. 

7. Deve2 oo recommendat.ions for marketino im:roveo meta.., ceramic and
 
s.oastonre s:t:oves 

8, Deve.o- recommendations for other interventions, in a.di.ion to 
fuel r'onsevino st:oves, that addre.s the defor'estation Problem.
 

"hi.s s-Idv was conducted by Glenn W, Patterson and Hassan Noor Fahive 
between 15 Fe-ruary,' and 31 March 1964. Patterson has over eioht years
exoerience orovidino technical and trainino assistance in smal l scale 
food technoIooies andi ,marketing anrd o.r'omotinr various a.,orooi'iate
technol.ooaes. Fahiye has worked with the Somalti Ministry of In:ustry
and has e:'tersive 'training ing r, 
ind ist ri es. 

in the finar and Oevelgo, nt of s,,all 
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.222. METHDDOLOGY 

The tyoe of market research condLucted in this study was expl3oratory-. 
The purpose was to helos define the Dr'obiems and or.oorturni ties r'lte.d 
to producti on and m'arketino of fuelwood stoves. "he researoh was also 
to arovi de, in combirnation with the reported result:s of Sma.e, enough 
.information to oeveloo marketino strateoies. 

111. A. Sources of Information 

The oroduction side of the market researc:h used a variety of secondary 
data Eources. These are lIosted 'in the r'eferences sect:ion of th.:s 
re'o rt . 

Primary data sources were observations and ,ersonaa interviews with 
orodurers in Dhanaane, E:eel jaale, Mer'ka and Nooad iEhu for ceramic 
stoves, El Bur for soapston,e stoves., and Mooadishu for meta. stoves. 
For retailer's, similar met hoids were used in Dhanaane, Ceel jaai' 
Merka, Mogadishu., Dorioley and Golweyn for a'l tyoes of sioves, 

Primary data site selection was based o, the recoymencatioris of VITA 
staff arJ others with extensive knowledoe about stove production and 
sales locations. In some cases, exoloratory field trios were made to 
obtain additional iniormation about sp'ecific names and .rocations of 
,eople for subsecuent inte"vA .ws. With the exc'eDtion of the EGedo 

reoion, the sites used in this study were some of t hose used .iAn 
Sma ie' s socri oeconom.c survey to faci 1 itate the inteo,ration of results. 

UI. B Duestionrnaire F:ontent. Desion and Administrat ion 

Four ouestionnaires were develored to be aclman terec to different 
oarticioants in the stove market. Samr2es of the nues:.ionnaires are 
oivern in Aoendices A, D7 : and D. 

A22 ouestionnaires were Dretested and revised so that an arororriate 
ouestion set was [evelooeC. This iterative orovess also helped 
deve.oD' ways to ar.omroanh the resoondents.,estaLlish rawport., and as?< 
ouest ions in a manner that would elicit truthful and como,et:e answers. 

A soec.afic introduction was Oevelop.ed to exolain to the res.ondents 
who the in.:erviewer was and what he was seekino. . brief explanation 
of the Process ano why partic ioatino in the interview would be 
beneficial to the respondent were also oiven. 

Fne questior naire for stove producers was designed to owt.:ain 
information about the tyoe of stove porodureo2 raw materia.s, tools 
eCCHIaDment anO other suoo'.ies used; problems encountered i n the 
oprodunton orovess; p r'o clr.t'ion metho."s; sales. volumes. distribution 
chanrels: ow.tacles to inc.rea.ed sales., present sa il..s., need for 

.skill t:rain ing, and oeneral interest in workino with VITA to o r'oduce 
1 fmlPfl\OHr c.n+n = qW nmn="H i'7 
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A second cuestionnaire, Aipendix P. was designed to obtair information 
from wholesalers, retailers or other oistributor., Informat ion 
solicited ircluded types of stoves sold and where they were purchased, 
number and frequency of purchases and sales, perceptions about 
consumer oreferences and purchasino habits, ideas for stove 
imYrovements to increase sales., useful life of stoves, and stove 
prires and price changes during the past year. 

A second retailer cuestionnair'e, Ap.endix C, was designed to cet more 
detailed information related to customer demand and to stove transoort 
to the retailer. This survey was condc:fted in Mooadishu only. 

Another goa. of the market research was to locate skilled crafiseocple 
who would be inteceeted in making stoves to the woecific:atiofls of 
VITA./Somalia fcr field and market testing. 

Since production of metal stoves is very limited, it was believed 

necessary to lr cate a person, company or in stitution i, eoch area that 
would .e will ino to c.-oll aboriate with VITA to develop production 
technicues and train craftsveopie. No avrooriate individuals or 
businesses were known, so the Somali Technical Teachers Training 
College and Mogadishu Polytechnic Institute were contacted. 
Discussaons with the administrati on and s'taff Wer'e done to obtain 
information about the faci.ities and sial s avai.able: interest in 
col laborati no with VITA; p rooecur'es to foll cw to implement the 
col.aborati :n.; sugestions of craftsoeople who would be .interested in 
recei'v.ing t rainingL,buildingo VI TA stoves, and possily rerei.ino 
assistanc:e in startiro a metal stove oroduction outiness. A,ppendix D 
presents. the ouest2ons asked of the irstitut:ions. 

All ouestionnaires used ooen encded questicsr. some bic!hot:omous. 
yes-no tyme, Questiaons were used to offer more simo e and :nterestin 
questions before introoucino new or diffic:.uIt subjects. L.,en ended 
rather than miultiv!e whoiOre cuesitioris were used because they allow 
attitudes to be exoressed more freely. Also, they helped entablish a. 
good raloort and oain the resondent' s roon: eration in answering 
suibsequent cquestions. D.en ended questions also ai.low the interviewer 
to gain more insioht, siae comments, explanations and clarification to 
help in develoing a clearer understandino of .information provided. 

A di sadvantaqe of oen ended oues'tions a.s dnter'viewer bias. The 
interviewer may not write down an answer verbatim, so a summarized 
answer is r'ecorcued which may uni ntenti onally reflect the interviewer' s 

veiwooi nt. To overcome this orooilem the ouestionriaires were 
administerec) in an irifor'mal Jmanner. The int:er'views were war'ved out 
more as a fr.ee flowinqo discussion in which the interviewer used the 
ouest.i onnai re as a ceneral guidcel ine. and "esonses to a l the 
ounsticnis were sought but not recessarily in the order or form 
presented on toe cuestionnaire. 

Peo ole other than the prin cipal resoormorent were often preser;t during 
the inter'views. This was found to be ouitle beneficial as some of the 
additional peoole generally had extensive knowledge about the subjects 
discussed and were, in many cases, producers or retai lers them.elves. 
When theme situations occ'ured, the interview became more like a focus 



rou. n. and ievriety of responses uISuIB ly resulted. 

Psi tyrir'a of interac~tiorn ard di.S SS~- in~ the Siomal~i rU~t~UrtP, 
mny peoi:'2e WO~lId overh-ear the discusion, and, esocialay~ .if 
st rancers, w-ere invol ved, WOUd OathP-I to, li~ten and try to lo iin. 
PNnowirng this,~ the interviewers t ried to, di.rect OLIE51;i~Ons to the 
Lr~ric~ipal resondenitso oricinally intencjed to be ntrveLPe op Ie 
WhO J O.ned-C t h.:- QrOUor and iAeekrowledaeab2 e a~bC-t 1;hE- s oves- werre 
o ft en nt roducei c) ant.e ryiewer, t PFe u i.oirjI t he a Yd d~ .i Or-IWO L:Oot inrue 
wit h re!oo~es f rom ithese Peoc~lj- also recoorded, In most ca! es t hree 
to fave re!:ooncjenrt wer'e in a airOuo. 

Thf~e irerviewrs Were C;Ar)red out ar, a workahoo or an area of a houISe 
Wlee tLIVE? frocdUr:t io Orl0 -'LIe r-30 I-MaI IY t ook p! ac' o r i n ma rkets-- ,Were 
st~oves are sold, Mlost interview~s 2astedl 20 to 45 m~ rutes, det.'endia on 
tl P amYo rlnt (If inorat nbei no obta irned 8and th'e? affounl~t of ti me 
PL-Sooio S C-0Lu1 CJ al a OC- - : t 0 t. he .i -t erv iew, 

W ho e e r, Ye: t a .1I r, ando c'raft -Yerso, -Intervi ews werye admainistL:eredJr 
Som a I byv Hassan Nonor Fahj.-ye and -l~v VIT7 staf f f a'i)) lia r v~zth soves 

OHJ c'n w- wlesliaio nte r',iew 0t t~E as!san Noo r i ny 2ved) -in nirno 
t-.eoe'*t.i cnnA.)rE-S an-d ±.'-US WaS fiama 1 ir w.t h tiE- 5,-eci fic i2niformyata on 

S 0U Coht il , - irtte r -,i p wF-- stI. Ld 'i H-d t h ' C UH-st i 0 nnaair'e ua r FulU1. y !io 
t hat the intervi ews cr'uJLl.d ce c-orducted .ill arn edetfect ivelv Urst rUCt'; 
M:a nnelF r. 

Ain ini; err)refter was somet imes reau i red duLe t ( di.,f f e r -n ccE in Hdiaaects 
b f--t wP-f - - the)- r ?i Do ri IF it ar)d t ?ie a r t -r v -WE-r I t Was5S t N-eSE -d t o t he­
i rite rv Iew~e r!s t hat some mo re deta . lerf quefst~i onsr)- mi wot have t o be as:,;eC4 
i n !ELt h r.-asp-s an orr t o u a in thP)e r)Er&ss-a ry in focrmjjat ioun 



I V. SURVEY RESLILTS 

IV. A. Ceramic Stove Survey Results 

IV. A. i. Production 

Ceramic stoves are used primarily for wood fires and infreouet.y for 
charcoal fires. Most of the stoves are orocuced in three areas of 
Somalia: toe Eanadir region (Mogadishu), the Shabel.e River basin, and 
Jaidoa. The hiohest conrentr'ation of _roduer' is n t he cvastal 
vi.laoes of Lower Shabelle, such as Dhanaane, Ceel Haoi and Ceel 
Cadaw, where good clay demosits are found in the dr'y river beds and as 
ailvuial deoosits at the base of coastal hills, 

Most oroC L.ers are women who have learned oot:t:ery and clay workinrg 
skills from re.atives or friends and have, in many cases, been 
producing clay products for ten years or more. Mpki no clay products 
is usua~ly a parttime activity since produ'ers have family and farming 
responsibilities as well. 

A~oroximately 20 to 30 minu'.es are re3uireci to form a tralitional 
stove, and maximLm outpout for most orocducer's ts about t:en stoves per 
day. Fave or six days are neeced to dry the stoves, and one or two 
cVays to prepare for firing, fit'e, cool and packape for transnort. 

In the coastal. towns clay is free, or nearly so., and transoort costs 
are very low due to the short distances between the rclay, deoosits and 
the production sites. For Mogadishu rroducers who get clay from the 
Mer-a area, the clay cost is one to tiwo shillincqs er stove, and 
transoort cost for the clay is about one shillirio per k looram. In 
addition to clay, water, fuelwood and asal (a col ori ng and 
strentthenino agent) are used in production. An-al costs one-half 
shilling nour st ove. Firewood for firino the stoves comes from the 
cheaoest sources availaTle, and., at times, dried seaweed is used. The 

lmol e tools -- a sea shel I, wooden sticks, and Dieces of metal -­
use. by producers cost effective.y nothing. No potters' wheels or 
kilns were observed at any site. 

Production of ceramics declines during the rainy season since cay 
cannot be obtained from the river beds. No action is tak~en by 
oroducers to store clay before the rains. The rainy Season also 
creates the probie,m, of not Oeing able to adenuately dry the .roducts 
before firino. 

Producers make stoves on order from retai'aers or consumers. They sell 
stoves to retailers at the oroduction site or in towns at the public 
markets. Stoves are sold to the retailers for 12 to 15 shillinqs., but 
the exact profit mar'gins are difficult to determine since transoort 
costs vary sionificantly denendingo on iocatiorn. The best estimate 
av i2abie from the data is a ten to" twelve shilling vrofit to the 
pi Jucer Per stove, 

Some producers said they would be interested in receivino trainino and 

http:minu'.es


information about oroducing and sellino stoves., but they were unable
 

to specify what sort of asia.tarne they would want. Curr'entli.y there 
is no ua.itv control or andardizai and stoves produced reouaire 

no detail work aid very little mre-'£is' o. 

Mary producers said they Droduce stoves when they recieve orders frolym 

oust omer', so suoplIy may exreed demand at soJye t o f the year. 
Resoonents could give no estimates of how many more stoves colidJ be 

made i f a roduct ion cornst ra int s were redusec. 

The best aD.roximati on available for a Merka producers' selling price.
 

costs and mrofi:ts are: 
s.hiling
tls
 

Selling price --i5 

Costs (material.s, tools) 2- . 

Profit 20-12
 

A Mogadishu rroducer would have costs two to three shillings higher
 
due to clay and trarspor't costs. 

IV. A, 2. Retailers 

Retailers in M.oadi shu oiurc:oase stoves from oroducers mostly in 
Pedinae, but some come from as far away as Dahanaane. Rural towns in 
Lower Shabelle nurchase stoves from the coastal vi'22.aoes, 

There seems to be no parti cular time duri no which stoves are purchased 
nor any set numLer of stoves purchased at a given time, Accordi o to 

retailers, purchases are a functiorn of demand, the number of st.oves 

availan2e from producers, the amount of money available. and the 
climatic and road conditions. 

Stoves are usually trans.orteo by smala trucas. Cost of tran5s:.ort 

varies accordino to the di stanrce ofj transport and the cost and 
availability of fuel, rhe only soecific value gaven by a retailer was 
two to four shillinqs o er stove in May lM .4 for t:rans.oort from -erka 

to Dorioley. 

AIl retailers mentioned that some .stoves breaw during trarsDort but 

that ouantatative estimates were difficult to cve. two retailer's 
said that .10 to 25 percent losses are common, PEreakaoe i.s caused by 

the .anstability of the trucks, the poor cuality of the stoves, 
impro:er tyino of the stoves, and poor hand.in during loadino and 
unload ino. Packino stoves in oaoer or cardboard boxes or. nestinrg 
stoves inside one another are methods currently used to reduce 
b r'eakaoe. No ideas wer'e suo-es'ted as to how breakape could be further 
reducec, and one resoonent sa.d it could not be avoided, 

Three stove sizes, sma1 medtiuy, (similar to the VI'TA ceramic stov..s) 
and large, are sold, retail.Teprices are 10-20, 25-'S0 and 40-W., 
shilliin-s, respectively. The medium si:e is the YoCst moooit la r, but the 
number sold each week or month was not known by tne re'.a lers. Demand 



seems to decrease during rainy seasons since people coox iride more 
freouentiy with charcoal istone stoves. 

Retailers could not give estimates of the useful life of a ceramic 
st ove. Arco rd i no to one ret: a i er, i t deDends on fami I y si :e WCresence 
of cij2drer decrease* st ove life)7 how it is main ta.ined and how often 
it in u.sed. General disuussions suggested a useful lif:e of one to 
three years. 

Some *-aracteristics custcmers look for whier purchasinro a stove 
inr-luoe 
ianitio'n,. 

the Presenc'e 
and absence 

of a oot 
of c'acks. 

hol der, low weioht 
Many customers 

and thicktrness, good 
tam the side of t he 

stove to hear if it has a slioht ringing sound: if Ut does rot, it is 
rejected as possib2y havig n a crack or other weakness. 

No sales Promotio ns are done at Present. Manry retai)ers seil other 
clay producta such as water jugs, c.ay Pots and muufo stoves in 
ac!ition to cookino stoves. There was no indicat'ion that any one 
oroduct sel. s o.;f f cantly better than any other. 

Tne .rinma r'y dlemand for. ceramic stoves, is from lower ',come groups, 
aithougr, some middl.e and urJzer income househo.ds use them as 
sunj iements to thei r Yore ex>ens.i ve stoves. As gas, kerosene and 
electr .city become more scarce or more cost.y, the demand for ceramic 
stoves. may :"ncrease. 

In summary, the best aooro.ximation of sell.ing p.rice, cost.s and profits
for a ceramic stove retai ie. wer unit sale are: 

Shi2ainpis 
Selling r-ice 25-30 
Costs -- tran5sortation, taxes, rent 5-6 

-- stove cost to retai.er 12-15 

.17-.2A 

Profit k3-9 

Mogaoisnum ret.ailer would have costs aoD:roximatel.y two or three 
soili ancs lower since transmortation would be incurred by the 
oroducer. These retail ers, however., might face a higher price from 
the Producer. 

http:retai.er
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IV. W Soamstone Stove Survey Results 

IV. D. 1. Product ior, 

The results remorted here or, the Soapstone E:comerat .ive were gleaned 
from personal commvunications with Said Tukale Hami, Chief Of Extension 
for the NWP and from other V2T7 staff who have recently visited the 
:ooorative's produc:tion center in El .Bur, 400 k'ilometers northwest of 

Mogadishu. Mlr. Tukale and the other staffmembers are familiar with 
the oeration of" the C_:ooperative. 

Soaostone stoves., ircerse ourners, and ashtrays are Droduced in E Bur 
by t oe Soapstone :ooae ra' i'ye. The Cooperative was established in I9'76 
by the Urited Soma. i Coo:nerat:ive Organization on the GYDR! and it has 
a near mnop~oly on all mining and a rt saril wrc.duata on of soapstone 

'and cstone prooucts in Somalia. Toe CooCnerative s eadcouarters are 
in Pogad:ishu, and i t is a 'partof the IncJust ries aid Handiacraft 
C:ooerat ives t.ranch of the Mini stry of the Interioar. 

Soapstone stoves are made as a "ar.le, inverted cone, ho l owecd--out to 
accomodate charcoa., mounted on a smaller core-shared base. Three 
lives of stove are made: larce K'op diameter approximately ,2 
centimeters), medium (too diameter 25 centimeters) and small (to. 
diamet:er. !G centmeters). The diameters noted are onwy aorroximations 
as actual sizes depend on the m.ne of the raw b.ock of stone. smaKl 
stoves differ from the larder sizes in that they are a sinle piec-e 
and are used for heatin tea and burrirgo .incense. The medium and 
laroe modeis, which recuuir'e the two cones to .'e .oined by hammering a 
nail, alorc their axis, are used excl.usively for cookino 

The Cooperative est.'imates that, since 19%1, s'tove product'io n has 
leve.c off to appro.ximately 35,000 units per year. Incense burner 
orod uc'tion continues to increase and current:ly st: and s at: .0,.000 it ems 
oer year. Oine man can roduc:e three or four medium or 2arce stoves 
Der day. Tools are limi'ted to a hand-held: hoe-'haoed cutti ng too!­
with a five centimeter blade 2lenoth an.i a few other szmo,le. l.ocally 
produced wood and metal tools. Acpcro.xiy;ately 90r craftsmen are capable 
of makano stoves, Payment .s made on a rlecemeai basi s with some 
di'vision of labor and shar'i ng of responsibiliti Ies accepted for Yining 
the stones. For eac, small or medium sized stove orodiced, toe 
Cooperati,/e retains 130 shiiines, the miner receives 40 Shi.i nci, and 
t:ne craftsman recei.ves S sn..illincs of the 120 shij2ing pric.e to 
wholesaler's. The Coooerative has expressed a keen int:erest in improved 
tools and oroduction techniques. 

Troe Coooerative has ientified three tyoes of soapstore within a 90 

kiIometer radius of El .Bur. The selection of the t:ype deipends on the 
intricacy of the work reoua red. Pr.st. of the soapstone for the stoves 
is ouarried seven to ten kilometers from the primary pr'oduct ion site 
in E. Pur. Additional work has b',eun at a q.uarry GQ kil.ometers f rom E2 
Eur. The status of reserves within the El Bur area and the new 
orodurtion site is unknown. Sr.astone produc.ion, On a syaller' s'aj e 
occLirs in t he Las Pnod area. 

High transoortatiorn fees due to fuel costs, frecuent fuel shortages., 
and the rouoh local terrain are a primary cont: 'in. t:o soapstone stove 



marketin g, While there seems to be an initerest from consumers in 
tryino improved design stoves, some r:oooerative members have shown 
res stanc:e to producing new mdeas of stoves. Lness the sajeability 
of the new stoves is demonstrat:ed very early and clearly, this 
resistar nce is exoected to increase as more ri.orous desigon 
.se:ifirationy ar'e introduced. 

IV,. . .2. Retailers 

From the E! Bur nroduction site stoves are sold to retailers and
 
wholesater's from major t:owns (i ncluding Dj7ibouti) who mr'ovide
 
transoort. and, to a much 
 lesser deoree, direc:tly to consumers in El
 
B.ur. 
 Stoves are also soid, in some taes, t.o retailer's after 
transnort to Mooadishu by the Coo.erative, Who.esalers and retailers 
claimed that transpor't costs were not known. Coooerative members 
stated that transoort to Mogadaishu costs ten shii .s and transoort 
to Hargeivsa costs twerty shili ncis Der stove. For all d esti natiors,
 
oackaoino of stoves costs two shillings, tax is seven shillings and
 
loacino is two shillin cs Der stove.
 

Prea"kaoe durino transort is cons .dered a sion.i ficart probem, One
 
wholesaler estimated that !0-154 of a shipm,, ent will break in 
 transit.
 
h~rea.kaoe is the result of poor oackagino and hand2ino and rough roads.
 
Currently, Dankaging entail s placing cardboard between two stoves and 
tyirig t hem tooether wish rooe. An ioroved, perhas reuseable, 
packaoio method is desirec. 

Of the !oadishu reta. Iers. interviewed., three to ten stoves Der month 
was the saies volume. The rn,,er of stove vurphasei Fr'om the 
C:ooper.ative or whol.e)-r is, they c.aim functiona of market 
demand, stove availab ilit:y anld availab ilit y of funis. Retaiier's 
maintain no records and are reiuctan, to provide .information to 
str'aricers. Te Du rrc'hase estimates oiven ranqed f.,m 10 t o 260 stoves.
 
oer ourchiase, and it was stated that this number 
 varies for each
 
retailer and each our'hase.
 

As w:.th otter stoves and orcaducts., sales promotions for soapstone 
stoves are oeneraliy mas.sive. The stoves are simDly dis=.,played outsside 
the retail.er's shooy, and an expl anation is someitimes given by some 
retailers. Sales are .greatest just before the rainy season as women 
oreare to move cooking inside and shift from three stones to a stove, 
Also, du irni the rainy season st:oves are not div.l aved out:side shows 
as freouently and the 2eve. of shopf"innp activity decreases. 

M~ost soapstone stove retai ler's, are women, and most sell s.oapstone 
incense niers, nstoves and bu a urn imY pots and Eans. enamelled p--uts and 

pans, and glass-ware. few also sell metal stoves.. Retaile rs4 said 
they knew neither which products so.d better than othners nor what 
oro-ortion of their total sales were stove sales. 

Many of the retailers interviewed thoucht they could sell more 
oar.t:ore stoves but that they were limited by the availability of 

stoves from the El P'ur oromuction site. in mi.d-June" at the height of 
the rainy season, many r'etai ler.s had invent:ories : O stoves or 
more. mid-Auoust, toe E.oaosione CooDrat ive in E! Bur held an 

-' 



nvenory
conflicting, oy 3,500 stoves, Th e variousand piecthe best analysis of 

irf formation are 
soao~sone the situationmarket has may be thatreached thean ecnuiibrium 
are aoroximately in which demand and suop.yfPopual. 
From the custmer' S poir,t of viewbright smooth what are soughtsurfaces are stovesand conveniently wit hsma 2el:w research positionedoshowed, -stove toholders.
in ac-pearatnce Assoanstnorle a s astove Durchases. very important faQctormost Eooularo The medium sizedit provides stove is byan accep-tale far thet radeoffability betweento cook cost andardecuat:e moun±:, of Fooos. 
Stove .life is another variable thatusers stated is difficuatthe they expect to measure. Su.esoaus :onemore frequently'a stoves tothree JO toto five 

last .25 years;.said lifetimethat st:ove waslife dco-nds 
year 

-ited by users.on the maryreceives. mai ntenanceFor purposes of this 
tha.t the stovw?st udy, a five year lifetime was usedJ.The Soantorne Cooperative sells 1,a&81
*shi2ians and mediumrand large stoves sized stoves forfor 120ZOO shillings. Wholema.eshillirng and retai2Orices are as follows 

P ri C-e 
PriceWhoiesa er. etailer

to Retaili er 
to 

Corser 
smwal 2 

130 - 2 0 200 ­ 260 
Med iI 

230
. -: 400 260 ­ 40C 
La roe 

450 
3o 
 - 500 

Recently., .rices for the toves have been increasing at 30 -yea r. Per 



.IV. C:. Mletal: Stove Survey Results 

IV. C. 1. Prddusers 

Most of thse.netal stoves are made by .soje i00-.150 metai smiths
 
(including blacksmiths) located 
in the Sioaaie, .chere, owaa,
 
Bakaraia and M)edina markets of Mogadishu. it is understood that
 
metalsmith, in Luqh, Qorioley and EairJoa 
 also make the stoves.
 

The metaa tlseo most commonly is scraD stee from kerosere cans, o.il
 
barrels and coro-uatei steel sheets. 
 Pr'ices for these, as nuoted on 
16 AfJril 1984 from the Horiwaa market in Mogadishu, are as follows, 

Pri -oe Cost Per 
Item 
 Si.ve (shill.ingr.s) 100 cm.so. 


(shi l i ngs) 

'teel sheet 120cm x 40cm x 6mm 70 1,45 

Steel sheet 
 2M x Am x .6mm 600 00 
co rrugated 

DA drums 
oven and flat 
 90cm x 180cm .x - 6mm 300-400 1. 35-2. 47 
(200 liter) 

Herosene .. 20cm x 40cm x .4mm 40--80 8,-i. 67 
carns 

"he cost and availability of these materials deeicd on cooking oi.
 
imports, bui ldino material imports, arid 
 the level of: const ruction 
activity at a given t.me. 
Kerosene cans were once available from the
 
Somalia Petroleum Ao.ericy, but this source is no lonuer an ontion, arid
 
t e SUDDly Of cans is r.ow very limited.
 

in auldition to thn stoves iada. from tote above materiais, some 
metaJsmiths wead three metal bars onto car tire discs to ma.ye 
a stove. 
The Xamar Weyn market s a orimary roduction area for these stoves,
 
but Production levels. 
costs and prices were rot given to 
enumerators.
 

Most met aysmiths ?,.icluding blacksmiths) use s imole t raditions! 
tools--- hammers, p.Aers, puinches., tir, sni ots, anvii hot air bellows 
arid force. These are locally availabie and must can be orouc-ed by
local c'r.fitsveoOle. Some met:a].smiths have access to more exoensive
 
ecuiament such as weIders and metal 
bending and cut'ting t:owis. 

Most metalsmat hs remai r metal products and., 
when time and materials
 
Permit., make a variaety of iProdluct.S includiro stoves, knives, pots, and 
hand tools. Stoves are 
often made when a customer furnishes the 
materias. to the ,ymetaiasmith. this is carticularly true fopo kerosene 
can stoves. 

'
It was dif ..ult to got Orcd.cuction ficures and costs since stove
 



producers do rot keep, records and/or are reluJictant to divulgre 
information to strangers. The only figures availabie irdic:ated that 
some meta2smiths producing kerosene can stoves pay 40 to 80 shillings 
for materials and charoe r'et:ailers 90 to 100 -hiliinus for the stove. 
The retailers sell the stove for 120 sh .inos, 

Metal and labor costs, resulting in hich cosis 'toconsumers, are the 
major obstacl2es to increased productiin and sales, The firal cost of 
imoroved design 12,rot otywe stove. in Mooadishu ranroed from 230 to 1500 
shillinos deendi~n on the particular desion produced, Production 
costs, esrecialiy labor, are higher in Moqadishu than eisewhere, and 
the stoves V1TA anHec metalsmiths to produce were unfam.iliar desions 
and so recuired ext ra labor. The skill level of msct metals'.miths is 
dnadecnuate for producir,g high qual ity improved designs con.sister tly. 
With the rarrert sIill level arid available tools and materials it does 
not seem that costs can be decreased enough to make impiroved metal 
stoves competitive with other ypes of _,t:oves ir' the southern nart of 
the country. 

!V. C. 2. Retaiers 

Information a.out metal. stove retaiiers 
was even more scarce than 
information about metalsmiths. Most retailers are located in the same 
areas as soaostore stove retailers, and, in many cases, are one and 
the same. One retaii.er interviewed ourrhas&e kerosene can stoves for 
.100 shillings from a produc.ur in Mogacisw, She sold the stoves for 
!20 shillins arcd claimed to sell about 20 a month compoared to five 
soapstone stoves a mont.h, She sai.d that some people preferred 
kerosere can stoves because they were lower in cost, cook faster and 
many neoo,'e find them easier to use than soapstone models. 

Demarn for metal stoves seems to be creater than stppl-y, and, again, a 
orimary protl em is 2ack of raw materia5.s for product.ion. 

http:produc.ur
http:retaii.er


V. E;TIMATES D DEMAND 

It is d.ifficult to estimate the total demand for any type of stove 
based on urrent suprly figres. Metal stove data is so li.mited that 
no reasorable concl.usions ran be drawn from them. Ceram.c stoves are 
usually produced on ain as-reuLested basis, and this may ind'icate that 
existng prod.uct3.i on c'aacity exceeds demand. Ceramic stove retailers
 
irdicated, however., that tr'a nsvcortaion Droblems - hioh fuel cost, fuel 
shortages, breakage - prevent their -einr assured of a consistent 
suppily of stoves. As a result, retailers will sometimes maintain a 
relat.ively .arge inven-tory since they are unsure when another shipment 
will be received. For soapstone stoves, both retailers and 
producers 
mairtain large inventories at times, It a-pears that soaontone stove 
supply is ar~ov'oximatel'y ecual to demand. 

Sirce existin supply and demand fi.gures were so uncertain, estimates 
of demand were made based on population, demooraihic and stove use 
stata .sti cs. 

For the Mo.gadishu, 
Lower Thabelle and Gedo repions, 5,maae determined 
the percentages of the population.s usirgo various types of stoves. 
These ape g.ven in Table A. The actua' number of househo'ds surveyed 
was mal I, but the resui2ts are beli eyed to be representat ive of the 
general pop'ul.ations excet where roted in the table. C:ombining this 
information with oOulation estimates for the three areas yields the 
Table P estimates of abso'lute numbers of stoves used. 
 The total 
possible 1985 purchases of improved stoves for the three areas and for 
the enti re country are shown in Table C. 



TABU_ A
 

PERCENT OF POPLILATXO'S USING VARIOUS STOVE TYPESE 
(source-: Smale! 1963) 

Loweer Shabe2le Mogadishu Gedo
 
Refugee Non-Refugee 

S'tove Tyr,;
 

Ceramic 74 40 C) 

Three .tone 19 50) 1 E36 

Soaostone ,0 69 (a) 

Modi fied 
three stone (b) 0 5 i .1 

Multi 'u rcoe 3 C) 0 

M u u fo 0 3 C) 0 

Metal 3 0 1 C 

"able stove 0 0 C) 

Mud/Cement C 0 0 ') 2 

1 O0 1C)C)I 0 Oc 

(a) The percentage of Mooadi.shu househol.ds usigr soapstone stove.s 
shown here in not representative of: the oeneral Mogadishu pop~ulation 
becaus e the survey contained a di.sproportionate.y hioh number of 
midde and upoer incoy~e households. In the 1 lwer i ncote area surveyed, 
60 percent of the respondents used ceramic stoves and .17 percent used 
soapstone. For suI.Ibeotuent caiculiations the proportions assurred were 
40 percent lin. ceramic st ove-:, 40 percent soaosTore and 10 percent 
iYet a . 

(W) A wirndblock was beino emrloyed around the th ree sitoes,
 

c,) Maganey camp was the iocation of these stoves. This number is not 
illustrative of the Gedo Region population as a whole, 

Perwentaoes. may not sum to 100 due to roundiro errors. 

http:househol.ds


TABLLE P 

ES.TIMATES OF STOVES USED IN LOWER SHAEEL.L. MOGA.DISHIU AND GEDD 

Area Population Number of Stove Ty:,e Used Total 
1984 estimate) Families Ceramic 9o0astne Meta: l 

Lower 

Shabeal le 
refugee 4!., 000 7, 884 5. CSO 237 237 ,.354 

non- r'euo ee 509, 166 97 916 ,39, 166 0 C ,_,,166 

M~ogadi shu 572.,5% .1001.,11 c44 cm' 11.,On .9., 99
44aa,04 ,',04 


Gedo (:) 402, 721 87, 062 0 98 0 958 

TOTAL 1. 575. 467 302,973 59 060, 245,29 11,248 145,547 

(a) Calculated usinq 1975 census data and a 3.05 percent e;r anr um 
imomulation grow.th rate. 

it) Assumino 5.2 oerson oer family average. 

in) Poulation f igures include an estimated, accor'ding to I.NHI:R, 
refuoee pooLiat.ion Ci .137, CO0. 



TABLE C 
TOTAL DEMAND FOR STIOVES. IN LOWER SHADEL.LE
 

MUMItDHa O.i.O AND SU..M.P::I OVERPLL
 

P:'ro..ject ed 

Projected Number of possible 
196E5 Families Purchasers of 

Area Population in 1985 stove~s (c) 
(a) (b) Ceramicr:. Soao-. Mletal 

stone 

Lower Shabelle 
Refugee 	 42', 3.2 B. 1A37 6. 02. 244 244 

Non-refuqee 524, 69S 100,903 40,361 .. 

Mogadishu 
 590., 902 1)3, ,35 45,454 45,4b4. 1 i, .64 

Oed o 466, 529 89, 717 	 97 

TOTAL 91, 836 46, 595 1 1,606 

Somal i a 

Urban (24. 0%) .1., 315.390 254., 882 101,953 .10.., 953 25, 48 (d) 

Rural 26. 0%) ! 435, 839 276, 122 .10,449 	 1e)......... 

Nomad (50. 05) 2. 76.:,229 531., 00e -- 5. 300 if) 

TOTAL 	 212, 402 107, 253 25,4K­

(a) Uing 1975 cesus data and a 3,05 percent per annum poulation 
g rowvth rate 

(b) Assuming 5.2 oerson oer family average. 

(c) Assumio Der"centaoes oiven inr Table A.
 

(d) 	Assumino ur.an p.urchas.ss are the same as Mooadishu stove use 
a' t ers. 

le) Assuming rura purchases are the same as Lower Shabel2e 
non-refugee stove use patterns. 

(f) Assuming nomad purchases are the same as Seco stove use patterns. 

http:p.urchas.ss
http:SHADEL.LE


To estimate the annual demand, the total possible purchase figures in 
Table C ,must be modified to account for the useful lives of .the 

stoves. 2, 5 anJ 3 years, respectively., for ceramic,. 5oapstone and 

metal stoves. Toe resultiro estimates of actual stove urchases are 

Estimated Stove Purchases 1985
 

Cerayic Soao, .t one fNetaI TOTAL 

Mogadishu, Sedo, 45, '18 9,3i9 3,86E9 59., 106 

Lower Shebelle 

Somla i a 106.,20i 2j, 451 , 496 .1C6., 146 

The ivercentaqe o1f the total our'hases ,ofstoves that will :ne improved 

stove purchases dem'end on the effectiveness of the design, production 
ant marketirg efforts developed. If im~r'oved stoves match t:he costs 
ard verformanrces of traditional stoves, it seems reasonawLme to exmect 

that, at the end o one year, 50% of morthly stove sales will be 

.im:roved stoves for those retailers offering both traditional ard 
i)YLn roved models. 

Demand for .stovesshould increase beyond the fiqtvres shown here as the 

urban and rural oopulation vercent:aoes increase and the nomad 

Der.entae decreases. 

'1/
 



VI. RECOMM-NDATl DN 

YI. A. (eneral Recojmysendat'ion_5 

Al variety of factors determine the demand for cookino stoves. 
P1ocur.?rs and ret-ai Lers olf amr'rov c stoves ha"e a dci'r'ee of cont)ol 

over some of these factors p ric e., promotional methods.
 
di st ri but i on, oroduct c.ha ractera.StiCs .... wie other faCt o r's sul:h as
 
basic oemand, c 'om:et iti on, and economic c-limate must be consi.dered but
 
are beyond theai r cont ro I .
 

In the .lono rur, overal2 demand for less ct Iv s,.oves .sirul.d g row as 
t:he ccst of- livaro incre.ases and resuIlts in hao0hFer e2-"i n, ca.s an-d 
keroses costs, Lack of availability of the more ex.e~nive stoves and 
fueI!s may als:o becoine a ioroble,ri, If: the demand for "'ow r:'ost stoves 
to t'e directed tc,ward im::,roved rather than tradit.ional mode.s., 
Dromot i ones, i moroved inrot:Il.c1t i onr methods ard r voiet - ti avr p)-'1 Q

" 4 
rolm lt ,t 

Oe init iated arid .sustairned, 

i,. Etove Pna-r-.e. 

-'rice i one of t ne most .imortant fac tors i nluen C n a c u stomer' s 

dJesi re and abi ity to our-hase a sto've. hor exap'f, Cr'ou VIs from the 
Lower Shaitlel2e stated that. they would choose a stove which .i, more 
f ue effuient:, but only a f at Price w5as eCuIal to or. lower t!'han that 
of a traditionai stove w..th whic-i they are familiar. Responses from 
01'ou -S in Y kucrkl iar t he Gelo reion and f roiim lrocadis.hu ind i oate that 
the orice for imroved st oves .s-ou2 c be between those of traditional 
c-erami E t:oves and traditiaonal soa-.'etone stoves. The.e rri c'e 
reou aremer ts a o t for metal met as od rue im,,roved stoves. stoves, 
. anrl'e t hey a1-'e Unfamii I a a r to mivst consumers, wJ. be c)i rert: I y .omoared 

to soa.st ore arlO CeraMi C- stoves., and t hei. r orices w-. .1. have to be 
s i r i I a IP. 

.nflation ,)rov.ides a fu rt.er inen tive to keeo imoroved stove prices 
I oCw. A cco c. no to the Soma I Mi ni st ry vof P12 anrw no, in Februa ry 19AZ a 
consumer had to s.-,end 2D8 sh:i!2.ins per month for food purchases. B 

February 1964 this fioure had rise: to 26 shillinis for thle same 
amount and quality of food an inc-rease of .15, h Ooad'iShU 
Family fIuC!et 5urvey of 1977 andicates that 60% of a fam2ily' .s monthly 
exoendo.tures are a"l ocarefC to food o i rchases. The average cons:sumer"s 
abi!i.ty to buy non--food items, inCr!LId ino Stove., las .ooratinual2y -' eir, 
red LIced. 

Promot ions 

a. Met hods 

Currently, very I itt le promotion other than word of mouth i s done for 
stoves -I S o / a Ia. Produoers a,d reta i'er,. simrly ci splay !i.toves at 
locat ions near D roduCt.i on s.,.t es or in ot.aen air markel;s where c-,ist omer 
DtLryhase many of thei r food and non-food i!tems. it amc.ears that 
deve oPiro etffeLtive c:romotional methods for .im:lroved stoves COLl 2:, 

http:abi!i.ty
http:lrocadis.hu


have a sigrificar t is 'sact on cosumeFrs' interest in acc ce ofand c1; 
them. Ei. techniques apolir:ab±e to stove Promot ' or, are suocested 
he re. 

1.) Home trials. As a vromotionaK technique, home tria.l theare 
most effect ive way, to get improved sioves int::o ho,,e. Oine aproach 
is to have customers take home, for a soecified period, a stove 
they have ourchaseo, If the stove does not we rfornI to their 
satisfaction, they would return it for replacement or refund. Home 
trials helm reduce the risk a customer fee. s in,ourchasving a stove, 
and t hey insure thai the stove is ex oosed to several users in t he 
sett i n'o i W wh c.h 1Linfo rm'at i on, eNcham.!e usual liy ples Homet: ci ace. 
trial.s can be very benetic..a, as a oromotinali too! as long as
 
sto,/es oper-ate we. i stove is ror,
1f werformanne thouIh, home 
trial2s will seriousl.y hamper any future erforts to promote t hem, 
Home t -ia a re'es u a re mo re morn t to ri ng, fo I I ow-u o and renor rd keeoi ng 
than other .romotiona, technirues, but they a.so al2lw se.lers and 
VITP exten.sionis:ts to ct ain direct user i formatic.'n. 

Smaae reoris interest on the part of bloth elders ar woe " s 
O roups in hay.n 2 Y,"oved ovesamo1 st :e c romot ed t h no uh woI'eo's
 
ordues. This .inan attractive option since the .omen have
 
extensi've local no1wlecce 
 an-d experience w th traditional .stoves. 
For home trials, the womer, couaci be gaven or soze at a discount a 
stove t:C take home and I'rmote to their nei Chbo"o, ani frients. 

If women's gro. . s are to be used for other cromotions, VZTA 
extensionisf.s should t:horouihly t rair the C_.,rouo.s:i :,y rwrov.iding both 
tec:hnica] and promotiona. assistance. The women could also be 
trained as stove c rodulers. This would in'volve orea.er
 
exoendztures and extension 
 efforts, but it woul.d esta.i'. . a basis 
for several email businesses and further develop the level of Ioral 
s.hi!!s rhe Prol.ems inherent in settingm up an .income gene ratiang
activity ownIeCd an manaped by a oroup Yust be consiJereci. 
Promotir and se22in. through estab.ished, individua.ly owneb sho s 
could Drove mor'e succes.sful. The r'ecommewri.ed app.'.roach is to use 
the women's grou'.js to market and promote the stoves, then train 
grou:.J ,mCers t o be producers i f the oromotiona 0prog 'iYs a)"e 
successf ul, 

:2. ) Tea shoo promotiions. r:i .i s essentiallv a met how of orovidi ng 
c-ontinual 2ubi'.o demorst rationIs of the stoves. Improved stoves 
could be gi.ven, 2oane or sold at a discount to tea shoo owners who 
now use traditional c:eramic or scas.tone stovws. A VITA
 
exte s.onis, c.ouI2 ex,2aan to 
tea shoc owners what the stoves can 
do, ask the, to use them tor a soecifc. Leri dC of time, and ,',on~itor 
thei.r fuel cot,sum t ion and ooerfo'rmarce. in ad.at V.ion, incentyives 
sLI h a1 a freIe or I)duc:ed) .'2ic £ stove- could be offe lec! to the 
carticiatino s.nop: owners if they succeed in mromot no the stoves 
tor a local reta i ler. 

1.5 Point of sale demonstratiors. For any stove with which oeople 
are not familiar-, an eclucat:i2onal process must De init'iated if a 
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favorable resDonse i- sought. Demon:tration! need to be niven. to
 
retaa Iers, p'odues arid nosumer' .. To do th' .s, VITP 
 Pe.wter)I oY 
staff must know and be able to demonstrate each of these
 
ch-a tact eri st iits
 

-- The c'orrec.t densions and toleraces of imorovedtfhe stoves 
ano the iwiportance of usirio the.e m.Oecifir easurements.
 
-- Hoiw traditi' ona), and ii rovecr E-tCves 
 a.e made inc). uCirno
 

nowleoe C of the naL:erials 
 used arid the oiroblems Of produution. 
- "The eia", fatures, advar, ae.s aid risavantaoes of

tr'adit ional ... oves 
- The sr.ecia- ffeat. ures., advantaoes and d:.sadvantapaes of- t, he
 
imyorovecl 
 ! t:oves ari)d Why thei r advartarnes otr-wel oh t hei r
 
driasadvant aoes.
 
- Methods by wrich thehocustomer-s can quicj!0.y see and.,

prefferab., erLe theteeri featuPe.s and advantaces of 
the new Sto'eL. 
.- oec .fic ways to he.p the retailer. EJ.mDote ideas suclh as
 
1.)utti no ui sari s anriourlc,ino the avai labi 2 i't' 
 of ia '.'roved stoves 
can be USeCJ tn 0air cI. tcomers' attent.ion.. 

Staff wor'irlo 'to I;r'oo),Ote t he stoves .hou'd be famiar wi th t he 
loca.' marketi ng pracctices., s .,eak and Urdersta rn the In ca. dialect
well. kinow t rada t i onal cook i rio met ho(!s arid -,robI ems, arid be able to 
meet and talk with peoc.'le eas.i.y, The staff Shou].d be corvinced
that the stove 2s oo d atI ros YibI e,f Q -houid u...e it theselves. 
• dealy, proiotnors snut.fd be woyen. 

4 . ) Rad o messaoes. These wi 11 i ,ave the effect of arcreasi ro 
co:,Yumer awarenress aout both stoves and t!ie general fueD.Wooo 
robeiC,. VITA has LSec 'thAis mcdiUI befo r'e arid _s.ho-L d cnrttir ue to

do so. Radio mo s!aoe.As ShouJo, focus on sn:iec i fn ;.ca-ai; 1 fia._le 
benef t: to o n: he .t: 'e USer-'. J* - r e.'afro eP a a F-. cesc:'i howre ' Pe )Li no 
rcoverino embers to !save themi for Iater utse s:'cuid .'LtLce 5:,ecic
1:"2 Q1L)'f? C t "I Thi i air va, ire of the F UIe2 s 8 - ct:s. 

Severa. qtrest-a ons should be answere:: to insure the effec:th iveness of 
rad i o ressare.: 

What oort.or, of VTA s target iLill .oAFisE-nEs to the raf'io':, 
.Do 1ra ri') whIat t i YOFS s nh0i I d rYessate. 3':5f P o rea a ed - r : o ,each 

the ma ximumA erce, tage of the tarrQet -0o uL at in.'
 
- Does 
 the Mersaue use Iarlicuttlaoe arld technical imfor'matio easily 
understood blY tile targaet ooo,2.ation?
 
- AIrrF the ,se.aoes Yo re effe't ivye 
 21 the same ,r,essa(Je 's
 
rper.,eated frecuent 2y 
 or if a se r ies of different Me!5ssaa0es are 
ursed
 
-" kOL12d a dialogue or short story invoivino two or 
more Ver'sc, ns 
.:,e an effe.t Lve way to oet radiesaiaeso arro E.s 
-- When a.vino the message, does the radio anrouLnc-er convey a
 
feel 2nir) thP)at. 1*1e or -=.e ersonal- aI iy F
el eve.s the 1CtI) rodU 

News?aer5. w artIc'les. These can a'1so be effective if ai.ver .an 
a sePies. They cou .d be used to ex DI aa ri i ffeert as.:,ects of

the fue. wood protQem. reasons for .increased fueL..wond prices,

e.xi.amoi s of: what soyse Soma' l s aire .:o r'ecluuc'en 1o2 feleIwooCI LSe 
anid cost., methods that have beer effec.tive in rt.other c.ount ries., 

/1 
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fue oo.cvn. coo r.no methOdS.. anld the dvanta es of u.. 

improved _t. ove& Newsr-aoer co'verae is limitec most-.y to 
Mogadichu. so o0,,y t he Airerate, urba n pooLu Iion w 2 di reCtay 

benefit from t h1s effort 

Newsoaber- avertji.Esements cou.ld be u:.ed, and., Wha. 2e too Cost2y 

for. e .-y inC1ivIdual 'Droducers o YITr Ij orr et:aiIfer.: o'ould ors 

advertise-ments on imfroved stoves in generaa and. on i;ne 

1),vo1 rtance Q. r o erat ion. A CPIv rt 1 sement:. _A a) used 'to 

attract cons.Iumer, attent io. -init ially and to ouic!-y get 
consUme ) fal i1 aa r w i t: h t he name, ap.rea r)a' andr u :t (:aV ofe 15 

the st ves, 

6. ) C-r.inted .ub5.ic anrjounrcement-. S::r,ce tne stove market 

00 rrent ly utf=.5 no D ?oom o t i on:-, nosters and as cr's c'an tie iI! e, 
effect ive WaYs, to oet a Cust omer' s atter, t i o1 -The cost of 

,i nt i ', evel coirino effecti ve mes-.aoes and Cdi Stributirnl 

oosters., however., may be high, The amount of written 
. 

:informat'.on a ooster, c'an conrovey is imitecl, but the vi suai 

imaoes can be a very effective communication met. hod. St.ove 
sales. ard deylor-=tration .ocations should be i ncl used on osters, 

b. Product C:aracteristics to be Promotec 

Each stove rjeino corsirderecd -.-- cerami., soazstone and metal -- has 

unioue rac~terisric's., and eac:h should be promoted in a way that 

hao~h ia 'rt: it:s )eneitt aroRIy c.earl shows how it m et: t:he 

exrectat a ons of the consumer.s. Pased on tie soc io-econom.Ic survey 

resuats Cyl: Sta.. . onsue"s. des.ire combir)a' io o : the tol*lowirio 
feat u res : 

.1) oortability 

2) abilit:V 'to save berS 

z) moder-te smoke productaon
 
4) oroclur:'tion of m rniw;al wast:e 'eat
 

5) low fire and burn ha;.ard
 
E) reduced cooki no time
 
7) reduced fuel consumr .itior:
 
6 ) abi I ity t: o ue both wood and charcoal
 
9) oood ar,,earance
 

10) durabi2ity, ease of maintenance., and ease of re,air
 
l :ab i . t cy ow cent:er of
or gravit:y 

.12) a:i 2 1*y to tbe raised off the ground during rain; strength 

when Wet o. a des, ou'n that al owswet:ho:2. mr2..e m oF 

rest renut nei rnci 

J13) ati2ity to use many pot: siz:es and to m A!(e canjero 

14) abi I ity to a:ook at Iea st t V)o fooUs simuLt aneously 
I5) irncense .urra.no and lighting ca pa!.,i. . it is 
16) easy arjna t Ion ard ma intenance of grit i,. n 

1T) ease of aearninu correct methods of ooeration 
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18) similar cost to traditional stoves. 

The VITA extens.ion staff needs to be abie to explain and 
demorstrate as many of the stove features .listed aLove as possible. 
For- example, the redjuctio n of waste heat can be d emonstrated by
having observers touco stoves while they are cooking since the 
sides of imDrOVed stoves are _oo.er than those of traditional 
stoves,. This can also be used to point out the reduced burn hazard 
offered by improved stoves. Two s.tack:s of wood reore.entino the 
amounts of fuel necessary for imoroved and traditi onal stoves is an 
effective way to communicate fuelwood savi nos. Demorstratiors of 
other features such as low smoke producti on, toe anaI ity to use 
several pot sizes, and portabiiity are straiohtforward. 

Promot-ors should relate demonstrations to soecific, ouantifiable 
benefits. With the waste heat devonstration, it should we stressed 
that cooler sides mean that more of the fuel's energy is used to 
cook foods and less is wa.stec, so less fuel wi1.2 be needed, and 
time and money w. l be saved. Whenever Dossi.e, the amount of 
money that wi ll De saved n:,y us.inrg an imoroved stove should be 
exMrac.tly stated. 

Promt.. otos usej so6 be dei oneo to point out those features 
whirh are o1: greatest 'interest to a t aru et population. Smaje 
showed that t he im..o riance of the 5,ec:, f.ic featuires 'avies amono 
al wi) -ta n regi on,, between re F ,eee ano no n-re fuoee mo.o .atiors 

and ooss bly wa than a givyen commnity. This si t he~tuaI~to crae 

orobl e vl arn) n s that meetdesi oni no opromst ot: oves as marny sets Of 
consumer corst.ra-nrs as possible. 

Oine aonroa:h to the pjr'oblemt is to devel op a sinc. e maoel of stove 
but to promote it differently in areas with different consumer 
preferences. For theexamoi.e, stove's abi l ity to conserve fuel and 
thus reduce fuel costs woulc be promoted strong.y to refuoae 
cu-istomers in the Lower Shebel ie, ewha shorte ei cook ino time and 
lower fire hazard wouad be emohasi .ed ron-refugeesto in the area, 
arid the stove' s good aopear.ance would be Dromot:ed to Mogadasu 
cust omers. 

Another met hod is to desi n and promote a var.i ety of st oves, each 
offering the set of features desired by a spei frc cust omner grOup.
This method makes mass production and ouality contro. more 
cdifficult, arid it results in hioher c .t's. 

An intermediate method is recommende. for VZT --. an incremental 
amooroash. Init.al! Y' one stove mouel should te mae for a 22 
customers in a -articuiar markeho for examb.,e a 2. residents of the 
Lower Shebelie 'refupees anod ri.--re ucees. Since producti on 
sk .iIs are limited, this would allow producers to thoroughly .earn 
the method of w roduct aon of One t:yWe Of stove and thus cOlItIvate 
better qua.ity contro:.. Test marketing snou.d also be done in one 
area initially so that VIC "eTxtension iasts arid ioca2 retailers can 
tho rouohly learn one set of marketing technairues. L.aterq a secon. 
stove .esa on ant set of o.r'on',oti onal te 'hn ciues so be 
to meet a different customer g roup's ,references. The orocigram can 
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ex an a f r o jy triis oo i t. Risocific anrc hes, for indivieui.1 sto.ve 
typps are described later. 

3. Politicaa and Ler.aa. Fact~ors 

The r- is-S i tt I th'IB. stVe Dro0C!U Ce--rC andI reta i.r do about the 
i:ituatioris ir, which they o.erate, yet ieoal andi 1zvltical fac~ort 
can affect thi~r buISilesSes. Ai V2TPA staff Person :.-IOuLr be given 
thf: resr-ons-ibi 1 ityv of ,yonttorjnc fac'tors SIC-h aiS fUE2 ( alIl t. yr.ve5) 
Dri ce -- rd CA ai a t a- rt )r'ouLI lt iO ns; ar7 ce Cnv .v "r 1M o S i ioF:?S 

affect i rio stove iyat:e ra a is, t o'o s ano ma rket i no: and dIoi",et. -1c and 
foreiOn QOOVe-rrimenP~t. D'rog rams oir a SSiaI)nC-e e-ffo rt ; thLat j nvo.vp 

businresses- shovu !d be ivaa'2e and passed or, to0 ro-cr and reta i urs. 
A~n exam ,Ae o f a re '. evart ooc-j. :i Cve WOU ac. be t he Soma .;.i (fo ve ,nF.-.?fl S 
a , n7 . y sto t- m Soma- 2 reta a I ers WA0LI rmeedairI Ke C)VPe 5 -F-Irjortf-C. d 
to totw hcjwJ ±. hea r or-OCuLCtS compare tn a--nd how thLey, CoUld comete 
wi th the a;,i!'rt . 

?4j Tecrlc:AD2 ssi5 ance 

A~ primary focus of t;he VITA- extMins on saff Lt,-CuLICi L'-e rorVicdinC 
techni cal as trali 21110tO anldsttneanid C QLJUCF'5 anqu 
s *ystems for qua2 ity crit roj. r-f1 iYrovec. stove pr~oductinon. W 

ci~i aosi o one roerson a.-- a techIna cal di rer-tor t c, keep u,.p to date 
on, St.ove o~~o.ravi materia.Is, rooJs, and methods-mj of -)rldUc i.Con. 
i jifo rna t on i s aval a a'e firvyn't many a nterat ornaI oan abai rn :, ar-Yt 
conrtac': !i for i.nIfo rmatiarn e~xcl-anoe 5shouldc be )a nrt a ane! con a re-oulIar 
b aa s.-;E t 'IS a 1!:'0 '1 ooD 0 ha -e WIth )-c er tanft to1 m' o t"'Ier 0LI r mas 
SOff)F1. i a' 5 FexoDrAen-rCP Wath im,.roved stoves. 

P5 ref:'ollkrnmenec, In a subsecquent sect ion, contacts- Shou-Id be 
d evP- o e.d w.) t- Suima *11 a rrli c .I ns:t i , Ut F? -Ind t hle Som &Iat.:he PuY~yt ech -- 2 
TEChnr)i C-:(1 Fd uar t iocn T Each rzns>- C: v eieL-(2 !Fso I-that t hi )- -xvr. -t 'I !::E? a rd 

fac.ili. ~smayv be us~ed to do fu rt iwr deve .1',ment., test ino and 
t )-a:I1 n or).2 
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V,.1, Cera#,.ic Stove Recommendat.ions 

Fie-",d te:.'s and ].4snited te; st mark'etirio to dlate .inc:icate that consumers 

are .r.terested in the irrioroved crpe'ic stoves, Produ-erm.ard 
ret a..lers., however.., neeo to be ;.5SLIred of profifEs ecua2 to or oreater 
t an bhC,se they r'eCi Ve fro' t rIadit i ona l stoves. 

Prodtc'er'.s Curre'nt c.haroe to hi os fe dmc.,r'overty five eight r., Q'r for 
'eas'ign st oves than for tiraditional mJodel!. The h iher, rr-ice ;. most 
.i key., due tr, to e increa..sed labor, invo.ved in p'roducinc tihe V2TA 
des icQ) or to _c-du-eno assumrtion that VTA ii2 provide subsidies 
so reta can par: hilher r thelers affvr'd ry orice dress latter., 
it mus.t :'-e ,YfrarIe (:!ear t hat rno subsdies will ::Leorant:ec. Reoaa 'dino 
the r-r.S_ Fr:er ' r.recui rement'nt t.nat V1TA needs to 
co ntirue bOCo prnovi (e t:echndcal a .siv5;'tanc.e t o ' r'odj ce rs. 

A ceram cs exe rt .s."I.1d b-,e brr.uQ.ht in torjrrv dF2 t ra i a no t o SCma:a 
ceami ±:s frVm a 1 re ohiors n oh VITA does cer-aYai stove iwo rk. The"i- w 
t ra ud .rC...lur:e a st ruc.t i in clayV re:ara t. on., technl due s o f.i 'no .snC, o 

- routQ Ion for bLut h dry and rai y' se.sor.s, f ra Qm ard F i n -shi a of 
p)oLUC'i..s. VTf s .u.d A's C. ass.i t o'duLce.rs by pruv idir.i I f ,rm1at .i or 
about ard acess to 1ipYroved too s, rotter'.s W eel' ard ki Irs. VITA 
t ec.'.-inic. a-n shou.i u'I L Lu.i aTd raa.ino sd on ',e -drip k i 2.ns t erama sr Anr 
the" r 1.:-, 

1n art._as Pl:er) e t ere a.re m a rket s ff .- cerama.c.. ,Tover, b i'-t norj oducer'. 

iavestio±te 13.houlc the feaibilit-y of et ab i r)i new )Iroducer. 

,r. a reaS tir.)Lt cliay de'.o sit., thi.s may mean assess..,u the e..ornomics 
of ta nv tnnirtaln cL-'ay, web. or dry, t:o Q1roduct ion .it.es -ear- the 
ma rke ; . 

Fuurther assistance to orcoducers s-ould be provided i'n t!-e f.,' of 
locatinri reta i r. ±: o seil the imcI,rove:idtnd bra noic them in 
d.4 rec cr' tat i .h thI e ,roauce,. E.sta h.1 -n t Jese .i nkaaes is ano 
r-)Fs-tyFa .a I't Cf as. U r i)o IDCuC PIe.ias that there i s a s r ngt e.!vvand 1: r 
th- i .,roved .'tovre s a d t! at it .i t r- t .ea Yr . nenePit: to r.'CjuC.- them. 

thI-a,E,sonr.r-I e i''on i s eLr!Ua .' i mD r'tart t o ,he .reI:a i2e s, as they 
", 
 source '.h tu-'.i.-- ai-s' ccd a r.r.'ns saent o.f ca u a !.i ,/ ool'ducts. 

T.e;c }'eta i s ain o n.pnecd as,. 5': ar.oe "n red! l ! If reaka-e doL no)'in 

t Parscorit and r..n eve; ofJinqc prP'rruta land Sa'J.sE- tec' te.. Tie 

breaka';e p'.lnoblem can be a , -....ed I)y de. a.cia o hiao.)er .st re)mth stoves 
r . o,...aj.naaFinim',r.,vec packacaiiao .system Y, TVA shou].r2 conside) 

the oE'Ior'a and selMeF a a.p rCr%()i at: e methoc for deal ir'n wi t h t. he 
no d. em, A s desc., ,raedp-c? .i he F3 era" Recotymerdat i ons sect ion, 

ret:al ers s~hould o.)e t )-ained t: o use pr'comot i or)ai methods acaorop, iate for 
.. tarnt markets. "i! .i i). I reu Le Va7F-e.xtensa oists to t'r-ainY 

ret a L I-ts W' C!P'C!e,¥,o tErate and d'i_!;r-uss the am:!arlIt ac s.c,of: i lylD- /oved 
r''n,.macs2 ':Oves. 

A deta:!. f. t est M.' ei inA ol:.aT fo'r ceramic stoves is D resentec in 
' 
qp'.,eni E. :s ,,qr-Yted a)bove, it i nvoles the use of a S 1r1 e 

Pro.ucer .a'nd a sinc-,le re-az er i- an a'rea familiar with V.T7A' s work, 
is st recomymrmen-ecf t at, for each ret ai , Fer, weekIy 5aIe!icr'eci' 

tI roets as a oercer)Ta oe o P t otal .stove 

if1
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V1. C. 5o.aost one W,.ove Recommendat ions5 

Cur rently, the greate st obstta:.-e to getbting imo roved ,oas.one stoves 
inos cr.sumers: hromes is high pro'duc:t. on c'sts. Generally., t he stove 
design's and vrformances are L'otabi.e to contsumers, but the 
u.suosidned :Orice is too .high, The Soaostone Coooerat.ive craftsmen 
caaim that the VI.r stoves reCuire Ycut'h .oore time and effort to 
procuc:e and often requa.e larger bloc's of raw soastone than the 
traditional de.igns. Each of these raises the price of the stoves. 
ro bring i;he orice of .immroved st-oves into litne with the price of 
traditional stoves., the _roduction costs must be dec reased, This can 

be achieved by refinin i.he desigr, to make it a smaller., easier to 
carve stove andor W;y improvi the productive abilities of t e 
Coooerative. V)TA should contirue to work toward a lower cost., fuel 

efficient wesien, and VI'TA should identify new tools-, methcds and 

.,i22s that woL;.d be beneFic al to the craftsmen. 

Tec-hniir'al a sintan,:e for p'roducti on methccs s.hould be ,ro'vi ed by 
bri nr.irngn a soapstone s.:cialist t, the E! Bur cooperat.ive to do some 
t rai gi,of t he c'raft,smen and Imfa;e recuenoYisiat 0r refardirngega3 inmo roved 
too..s. Firt.., this will recuire a needs assessment to determire what 

specific t rainino would be mojVst beneFicial .. Then a specif'ic Wh:"ed ul2 e 
and :'Than sou2d be wor.ked out Mitn the Cooerative before the trairer 
as brouct in. 1mvroved skill.s and tools should enab-e the craftsmen 

to procuce good qua2:ity stoves at a much .::,wer cost. it wil. also 
enhanr'e t-heir- awil2ty 1:o mrcd uce more oPf the cur'-rent o Pod uct$ and. 

oerha., to deveow. new product.s VITfi s ol a.s'ist toe craftsmen in 
Cainirg access 'to an,y, w-ould the i Ptaols th.hat improv/e o-rod uctlc'io n 
pocess. 

The other, elemernts of the *,raditi,'na market:ino orrcess thnat need 

technicl' im rovement are stove transport and pack~agirng. ldeally. 
VIT w .e eilab2e to develop a low cost, reuseati2e mackao:inq method 
Sthat signr;i ficantl y redrces brwa.kaoe. Again. th is imorovement wil l 
benefit 'not only the rew stoves but al2 soaostone products made by the 
Cooe-at ive. 

As th"the .raic .stoves., test marketigo and promotio nal methods are 

the areas that reuire attent'ion once a t:echnical l.y acceotable stove 
design .-as been achey ed. or tes-t market;in'o., the sam(,e general 

Procer.Li -e suoeseo for cera'tic stoves Ls recom;Tened fr soapstone 
stoves. Y .7f- extenston st-aff shou.d deve: oc, s:eca fic deronstration 
and oromot"a on methOCs and they should ,select orn e etait aa :.r nI loc!a aishu
 

to work with. Af-s demand for the stoves .grows.,and as VITA learns what
 
ma r'et i I',et h'K.u ar'e effective, the .tt ex r. oi st aff: .hLt I b.egi to
 

.r*p..n more rer:a: 2ers. A-li sr., as eanrly, as poss.,ol e.. VTA snould wor!k
 
with woun's,. mrout's and otte. r' organizations 'to becin cemorst rations.
 
Mar'ket testinra For .c.a.st.one st,oves shou2d .n; Jude :-ouse-Olds that
 

have lensay used ceramic stoves. i t is 'o rt ant I earn whether,
 
watt acer.ure Do'cmot ion and etucat a on aorut tihe fue say nos and
 
longer li'fet t.mes of soavstone rel at'ive to tradition,al ceramic stoves,
 
c.eramric st.ove u.seP5S wal b:e inte rested in the ,im:jroven .sar.stone
 
stoves.
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V1. D. Metaa Stove Recommedat.ions
 

...renrtly., 
there is very littile meta stove orodIct.ion .i'n So'alia due 
to the limited: supoy of metal a"6j metaivrlworking skills. in iioht of 
these rjrcitons., te met:al stove deveooiment ororam should be gaven 
a lower ,p,-iority than the ceramict_ and soa'stone 'tove -programs. 
.Improved metai stoves face too mary barr.ers -- materia's siiortaoes., 
poor aro,0vuntio, rs ilis, a ma rket urfamiliar with the or'oduct:s - to 
warranIt V7TA's a21on.atinc: sc.arce resources to th.-em at to,is time. if 
the m, ket for metal stoves ber'omes more attractive in the future, a 
orogram cf prot ,tvoie develooment.o fie.d testing and wroduc'tionro 
t ra nino c;'ould be ini tiated. 

If market c'on,dition-.s becrome favorable, VItTA4 .should work with the 
teconri cai insti:it:utions in M ooadishu :o develop and test vrotatyoes. 
(See t.e Technical Institutions sec.tiaon and Append.ix F for more 
inform,'ation. ) When two or three mod-els with acceptable efficienc'y ani 
desior, r-aacterisrics are deve!ooecli., limited fielrd tests .silou.d be 
sta rte,. As with thte other stove types, this will be an iterative 
process of receiv.ing 'feed.c from 
consumers aout stove pe'rformance
 
and acceotability, receiving feedback 
from p rocuers about production 
costs and -a.abi .ties.,makan desiqn canges and t her, subma.ttino for 
field tests. 

A key aspect 
of any metal stove p:rogram w ala be providirno technical 
assa stance to the proucers. This should involve bri nging a 
meta .:smith ith exoer.ience i'n stove productio.n to Sc,aia for a one or 
two week training course. VITA sh1ouid al so assist oroduce-.rs i,
contactitnq materi .. s sup.iers., ourc-asino tools necessary for hipoer 
CILea 'ty wo rk, and makino cont acts with stove retail ers. 
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Va .l.. TECHN.ICAL .NST.ITUT1ON SURVY, R-SULTS AND Ri-COMMENDnT7. LINS 

V11. P~. I nstitut ion su rvey 

r4bddjlami AJde, Principal o the Soma.ia Tecnical Teachers Training
 
Coi lec'e, 
 and Dma r Hu.ssein, Administrator of the Mogadishu
Poytrsc.cal irstitute were contac;ed to etermie what assistance
 
their i[stitutio ns wouid provide 
to the Nat ional Woor:ostove Program. 

Bot.h schoouls have t raining fac'i litaes for sneermeta working., metaJ.

machi ningn, w~e r.ding. and blarksmithi nq. No Facilities or exmertise 
ar'epresetly avai lable for ceramic or soamstone work, ath.oh it may be 
vouss'ibi.e that t'oon, and ot her yCtui o ment for wo rkingo -w-th these
 
materials 
 could be devei.oed. 

Both institutions have done contact work for outside garouw.5 such as

the oolite and other Covernyeriment agencies. This work 
 s usual'ly done on 
a one-time basis., and they do not contract for orouction or reair on 
a regular basis. in many cases, the work done is related to
s-seciality work. which, :anror be done easily eisewhere .ir Somalia. 

The ai nistrati n of both schoo!s expressed great interest in
 
assisting 
 ViTf. To .initiate a oroect., VITA should contact the

awmanistration of either 
 instiatution to pet veral approval. Staff

will be assig ned to, the oroject and 
 the inouts (raw material s., tools.,

et&) outputs ,t'raininrg, prot oty model 
 eveioment, wi'tt:en 
recommendations., etc.) and incentives will be discussed and apreed

u:on. St a ff would usuaIIy have to wo rk on VITA project s curi g their
free t ime., and 
 toey wou.d not receive e.xt'ra .inenrt.ives from the 
schools. VITA m',ust, therefhore, be p repared to proviue any incent ives
 
requ. red, and the incentives will have ho be ao'roved by the

acmini s.t ration. 
 The Ministry of Eciucationl is encou ragi the schools
 
to make their facji.it:ies 
 more avai 2able to wort h.ile orojects. sc.
administration-s olicited incentives may not becor, me an is.sue. Staff at
the Somai ia Ter:hni ca2 Teachers Educa;ion Culleae., however., are mostly
UN Volunteers and may have icntracts that revert their recei'vin 
di rect fi nacial i rc'ent.ives. 

Neit her contact Slg.ested ot.er i nstiatut.ions that migot be able to 
assist V2TA with .rot oty e development or arocuction trai ning.

-erhaos as they become more familiar with V1Ti's work such sug.gestionls 
could w~e matie. 

Via. P-. Recommendat.i ons 

The two inst itut ions contacted have fac.i lities and exoertise that
coulid be beneficial to o rototye develovment and pr'oduction tech:oue 
design for meta2 stoves. If V1TP chooses to use these resources., the 
Followin'g oui delines are recommendedj. 

.. Select a contact personr.at each inst itution with wihom VITA 
will work consistently. With these contacts, neotite the
secifics oF the a-reement. e.g.., staff incent ives, rearui red 
inrputs of each party. Regarding staff iri'entives, it 1as 
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suggoested that 50 to 70 percernt of the cost of previously 
p~roduced V!TA metal stoves be offered to the assistingu staff. 

2. A V7Ast aff ,ersor .slould be asSi.neC to work With t.e 

s cho ol's staff wfhenever they are work ing on the stoves, so new 
techninues can be learned ard eassed on to stove prc ducers. This 
will a..o zDrovide more inter'act'ion about the features that should 

be .incorr.orated i to the .s'ovedesions. 

3. Feecbarck to boto school staff and administration ahouid be 
vrovided to s.now how thelr rerommrendations were used and what the 
resuts were. Written ac-1nowIecgmert should t.e given to the 

particiatirc sraff with co.ies to the sc'.hool and the Ministry of 
Education. .,01s can art as a ron-imonetary incentive and could 
encourace future coooeration. 

4. School staffs' interest in provicd ng trainino or other 
assistance outE.de the .swhorl facilities shoul.d L:e sought. 

r5. lnitia i':y.' VITA should work with both schoons, and, 

sutoseouent2y the cwiua,.i 2.ataes and costs of workino wi t.h each 
sdouldWe e-erminew. After both have compieted one or two 

devel mo -roects- VTA .should decide with which school:ment 

collaborat'ion shouio son.inue,
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no prt of the goal of .no'roting fuel conservation in gener-al, VITA is 

in a vosit.ion to "recommend strateqiey beyond those sp.ecafically 
re alted to stove im ro,,'eiermtts. sever-aI methods and products that 

COLd be pr m'ioteo ape Opese'nted here. 

!.)* Cooking not,: 74e; bomal2 2PAluminum, Factory', whi'ch makes cooki ng 

pots-t, s-.ou.2d be a,.Jproacoed awout Drocucano a oot that -etter fits 
stoves aro thus uses more of th? heat from fue2. - If :osib e, 
methods S !O. we to a.low a var.eTy cf wors to be usedddeveioced on 
the sam'e stove with nealy eoual effi rentnies. Pot 2i!Ys Could O­

desined or acapteca to cor serve heat by a risulatino wat;- a Fi re 
resi st ant ,ateri au. 

2.)i .rLuett _e : V 'I./!.IU -as arfo rmat a c," anJouTr and exner er-.e an 
mak ing ful ,ra: cuett tes t'i:h t a wic.e variet y of machines ard feedstocks. 
Wi t r cue t e,, strw, vies., sThal ks, corn crLs c-artoal dust, dried 

seaweed, barasses (suoc rarie resi dues), wood shavanns, saaust, and 
manure ca-n Oe used as fue sources. Cassava sta rcm, and verha.s other 
su",tannes, ari-e a-va-lable in Sov alia and can be used as Linie vs. 

Pricue':te techrol ouy s.ou..d be transferred., adamtec and field tested 
an Eoiva 2a. TLIh has a l reau.dy been don'e in Kenya, an i t may Oem 


vosinte to have brio.iettes in.t a.,. oroduced in otter countries for 
a'ec d testl in Bcaii 2 a. 

B/r.ic,.ente maxino coLIdO b-come an i ome generating activity .n areas 
whecre ral, mate-ia's are orodLlUcec or sold. When Inrvestingating 

bri.cuette ma!(igro an S.omalia., thouph, it is important to consider .the 
alternative uses. of feedstocks - mulch, coipo.t, erosion coitrol, 

etc. -- to inisure that they are use d in the most oroduc.i;ive activity. 

,3. 1 cookin g rmetinudrt-: Stove coustomens siou±ld me shoin t'ay''s:myr-oved to 

improve toe .neat transfer from the fuel tlhrough the mot to the food. 
Tecroiri uies such as St 2 r-icg mrye freouent y, reducino the ceob h of the 
food mass., cut.ni fooo into smaJ. er pieces. and cookino looer but 

Ling. lesvsI fue c l an decrease overall fue2 c- nsi.Im/i c' n.n. These must be"-..-.s: 

demons', ratec so customers can easily see how cookino time as. re.uced 
o r fiel conse vveb. 

Ki e c r v r-;c t 'Ee me , f. . na 5 sn'-inulid be niven to thed.'mos hcds., _on 
obse rvers. -or" e.x'airlc:.e, e.oain that it is very difficult to 

ohea:.Ti /:o ( t IF.ternE' of foood., and ainc-eras2 n the surface area of 
f"OuL . * e '.utn,. t rio t he, into s als L e p;er_5, means that heat wil l 

k ok am e' reu Al: so.,rearn . -e crnt r P int. r-. ol.. c'i y an cci nno t e 21 be uced. 

it cani O' exylic :nec. that~ fori Idre ma c-cs of foot sc.Lth as meat, 
c'o o* rno at l c,.: emviera t-es ,o r 2 onie P t alies wiZ ll ac-tLtallly save Fuel 

ianc) iay 'o. )i c ti" m'eat's nutr t on l Li-e and t irne s.r ,: al u eno 

4.) ,-.Ec'ai.an and ccook r'o . etimes or beans: !everla tc-hn roues can be 

denoristrated aid e nomotecd fuL nEc! cintiC ciooin'rig t3MeS's aridredu incrneas'ingri 
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consumer acceotance of beans. 

a) Remove or scar.ify (scratch with a wire brush or run between two 
small mesh wire screers) the hulls, an, scratch the surface of 
dehu2led beans before soaking and cookir,.
 

b) Reduce storage time since 'torage causes n'arwenino of th hu l i. 
and so increases c'o.kirn time. 

c) Add baki'ng .soda wKien soakirng or cookino. One cuarter tea.oon 
mrn liter of water is recommended. (Addingo too muc-h .oda will 
increase the VH of t.e water aove _.., givinc tree food and 
alkalire 'faavor ard destroying some vitamins. ) 

c) Soak beans before cooki o to soften t em and reduce loss of 
nutri'tioral value. Cooking imes can usually be reduced by 30 to 
45 min~utes. 

e) Avoid acdino sa2t during cookino as this causes tihe beans to 
remain hard and thus increases cook ing t i me. 

5. 5 Haybox cookers: These cook food by using the heat cortainer in
 
the water and tne Dartia22y cooked 
foods to prolong cookino. The
 
boxes or other corntaners are highly insulated 
to keeo heat in the pot 
during cookirgo. The containers car We made with a variety of local 
mater.i a2s such as bas.rets or blankets. Severa. haybo.x cooker designs
should we Yevei oed uLsiri ri ffer'ent ,atera!., anrd they .snould be
 
tested to determine what 
.local foods cou.6 be preoarec in t4em andc 
what the fuel savi nos would be. Rice, meat7 iecumes: and orainis
 
shou2d be readil2y adaota:ile to haysox cookino. 
 Fo ods reruirino
 
repeated stirrin or 
adc!dition of spice. or other inr.edients Will be 
more difticult to adaot to than method. 

-aybox cook'ers ar'e Dart ':oularly useful for wrecooki'g foovWs such as 
legumes. ; nods ca.n oe part.ally cook~ed usino coals from one meal, and 
then can w'e Mlaced in the haybox cooker and be ready for eat'irig at the 
next meal. 

.) Solar coovers: nigh lev-js of insolation avai.la.,le in Somalia 
make solar techrologies technically viable. The hioh cost of 
materia2s ard the absence of' skill!s necessary for both focusincj anr 
.hot box solar 2ookers, however, make the :DrOducts far too costly for 
low i ncome housetold5. 

Hot box 
solar -ookers could be develo.ed and fi eld testeL for midrJ e 
and upper income groups. Th.e would we suitab.e for cookirg
afterrnon and., potentia]l ,,., evening meals, and the saze of the cooker 
deteriries the number of food~s that can -wecooked simultaneousIy 
usta22y one to toree. if oass or a nioh temwerature 2(00 F:)
trar'5iu ert w ast;= is available-in i.5m x O.bm sheets or r'er, it 
is estimated that a cooker rzOiIlr b: matde for, 750 to ACOO sh.il.li2n s. 
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APPENDX A
 

'.UIEETIFDNNAIRE FOR PRODUCERES OF WOOD AND ICHARCUL TDVES-PART 

A_ Name Date 
2. Lo ation
 
3. Production type ceramic 
Meta 2 aosto.'r. .. ...
4. General descript.ion of stoves made (saze. sme, 
other dJistinrgushing features.) 

ID- - - ­ -
 -
 - - - - -----. . .--

S. Raw material
 
a. 
"tyoe (brief descriution if poss.ible)
 

b. Location
 

c, C os t h­
d. Pro lens encouLnte ed 0 vai !ability,cometition.
 
locatinC, cost., etc
 

6. Tools., erjuiment ard .sur:2ies 
a. Tye ?brief rJeicrpi :t2 on if sibe) 

b. L.oCati or, 
C. Cost 

. prolems encoLntered (in use., availabi.lity., .uality
 
most., etc.)
 

7. What other orobie ',s to you hav'e with: . 
a, Making stoves 2]ab'our., weather., trans.iort ei;c) 

b. Sellino stoves (trarnsmort, lacDk of clstomars, et) 

C'. O~ther Probl emos
 

0. th r Ot---j - - - ­ - - - -- .. - -

F8. Could you sell Yo-re st oves if you di'd not have these
 
roblems7? Yes ... 
 If yes how many more stoves could you sell each 

Month o- week 

If ro . ri.why not 

9. How mar,y 'ours ........ 
or days------ does it tae to comrlete a 
st: o v..'' 



--------------------------------------------------

:''PENDI' P 

QUESTIONNAIRE FOR RETAILER, OF WOOD AND CHPRCOL ETOVES - PAR' 

.1. Najm e 	 Dat e 

.2. Loccatb.i on
 

I. Whant typei of StoveS do you sell 
4. From~i wthom d~o you buy l.:oves and w'ier"e' are t e'.y locate ? 

Muy stoves from Locat. on 

a. 
b. 

d. 

" sto 0.,' t: ,u' s' . .. No
 

If No7 how do you get t !im to you r 5500,;, 


4. DO you o : o . .t'he r's b :.t: 0eL. ?ve'sYes. 

: 

'. H o Ma tov.esS oYUty U bI. a-	 - - - -Yif.­

6. How marny stove.s, do you se.l2 eac~h we.w 	 or month __ 

7. 	 What w:'ha'ai : r is .' '. s r.0 yo rl /:'ii'.: CiY:F. rs. want: or l o .k f 0 i n st.. oves. 
; 'y pu'rlas from you? 

S. Do you want to s.ll more stove:' Yes- No 

9. What c:o ulJd be do.'ne t o helo yo sei~ mo re s~t oves?'-- ---­

10. -ha prevenr.s yo.,u from,-seIl3.J..ng more stoves? 

What i mcrovemveritE ovS 	 S.el m12 .	 I n StOW iO ii hell] YO i ~o re s:toves'' 

- - .
..... No ..........-- ye- y ---------------------------.
 

:3. What ar~e the? gove rnmen~t orn othe~r law o1'~r reOULiati~OniS Which Y0 L 
mu.s-t fo.lo;w to sell stoves? 

24 . Whicih i.'toves co iou feel ar'e the be.t: 7' 

W hy 7' 

1 5. Who buys~ most of y:>o ur st oves?7 women ----- ny 

.1E,. Atbout how lorr does a stove last before a new one has to be 
niu rcha:eo 7' 

17. What 'is 'the P.rice of" your dtove.. . -................... 

AS. How has the ori e for stoves chano in toe last year' Why do you 
t hi nk it has whangeO: '.-­
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• UEESTIONNAIRE FOR RETAILERS OF WOOD AND CHARFC'AL STOVES PART 2 

AI.Name D ateF­

2. Location cf retailer 

Z. 	 Tves a'nd s.ize of stove.s sold by ret.aiier 

Type S ix:e P:'ri ce 

0. 

4. Where do you ourchase the stoves from? 

5. What is. name of Droclur.er? 

S.. How often do you buy stoves from the prooucer? 

7. Hw many st:oves d:oc,you buy from "the or',ducer eac'- tin',e? 

B. Do you ourclhase toe same amount of stoves each ti e.;' 

Yes .No 

If ro why? 

.9 How are the st oves t;rans.o rteo to your slo." 

10. Hot- rh do.e.s i't cost to t ran o rt st ove ? 

.1 Do some stoves -reakt du ri nq t ransoto t? 

Yes No 

.If yes asout how many? 

12. Why do you think they break'
 

.13. How do you oa.kage to avoid breakge?
 

14. How can the breakae of stoves we reduced?
 

.15. How many stoves are sold each week or month,
 

Tyo size 	 Numier sold 
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ci 

16, 

17. 

.1. 

19. 

20. 

21. 

.22. 

Why do you i:hin. you S_.-.Il more of certair, Stoves icmja'n Dther'!? 

Do you ,e'I I mor'e stoves at SOJY're t OfC"Sof t-je 'yeajI than o'tbher 

How ).Don so you thiil a stove Will be seab..e or aast? 

Wat strei ial or e.xtra t hinvis c!o you clo you t:o her sell stoves? 

What other products do yOu sell? 

Wh ir-h -roduc t:.s c!u you .- e 10 Lt; 

Which 'Droduct5 do you not sell SO many of? 

tiMe? 



A ,PE.ND *'X 1) 

I NFORMA~TIOCN FROMh TEC-HN I CiL SCHr)OI-Ei IN M0IJD ISHU 

2. Tit Ii 

3. ESchooa riamye 

4. Scrhool ±,ocation 

~5, Genrat type cio facaait ites ac3 e rti~ea k*ro h 

6. HaS, .sc'hool donei Wor'k for, ouit!:icje apenc.i e.' if ~oWhat wa~s it ', 

7, Would the sclioc, be ale2 to assist Y2TA in carryjrno otit Folnf­
rot. ycnl deve 1 oolme rt. , te t i rig a ric t r ai rii mg of (2 raft ,: yna? 

~.What i z. proceduire to nt-t aC Pro7vS2s£- to gert wor-k dione it here' 

9 - How CIO We iwmni emyent work arid what WOUldc YOU li !- to !i-- VITP
 
provide? 6n~ateraai funcds, etc-.)
 

10Q. Do t hey have EWOCIPe5t ions- for t he fo 12 owi no:
 

I. P'r)-,on: whc~ would Li-j' inter-ested ins J-*x.pirso .i n p-rot otype 

2. ECraftplersorj to~ bUild St-OVeS to V*.TPA sperifiations, 
3. Peyrsoni: who wouldc want toci it t rali iiin Oril t trairsina ins 
stove imakina, 



A'P'ENDI X E 

TEST MARKETING PROCEDURES FOR CERAMPI:C STOVES
 

I NTRODU3CT I ON 

Test market ino is the controlled market.ing of a rrodunt, in ;his case 
a :'eramc2 .stove, or servic~e "in a el:':ecj whi.'h iss._ loc:at:'ion 

reoreer,tative of 
total market exi stino for oro.uc:ers. The te.st
 
iYare-:et must repr'esent what will 
M e clone when sel io to the market in 
,he future. This aool ies oarticul arly to price and inrent.ves.,
 
produc:'t cha rart eri st ics and featu r'es r'omot i ,ris and di sat pi but o n .,
 

There are two reasons to conduct test mar4ketirp. 
1. To a i owVITm to rain inf:ormation and explerience in havi no 
people roduce' anrd sell st oves before a larrer sae.es promotion 
progr'am is started. 

2. To help predict what may be the best way for the produc.t ion 
i
and sales to take oiace so increased profitable sale are 

obt ai ned. 

The test market procedure described here should be carri ed out for 30
 
cdays or less. 
 If sales are poor due to the stove' s rhararteristics 
pricir, or promotiors, ther, test marketinog Eould be stopped until the 
Problems are solved to the satisfa.tion of the VITA Direc:tor. 

SC:OPE ON W(.RN FOR TEST IPRNETING 

A. Wor!< w.ith at least one oroducer of ceramic s.toves to orovelde 
techni c.al assis.tance and t rainino to bui JcI:'-r'oved stoves ant 
the learn new technic.u . 

P. Work w3.t- one retailer of ceramic si ove. to helpc, locate the 
or'ocJucers in QP) above, or'ovia ce t:echnical -si.ta':..e aid trainino 
or, stove demonst rat.i ons and Lt53no ether promotiaons to vel I 
imiaroved stoves. 

C. Mlonit or transoort of the traditional and imroveo stoves from 
proceuocer's to ret ai ler t.o fully.'understand t.he p roc-ess, i nil.udirt. 
costs and brea.kaoe. 

D, loritor all sales of imoroved stoves and ma'e dva .y 
reo orcin s and reports of orogress. as shown in the Procedures 
section of this aoDendi.x. 

TEST NIARNET PROCEDURE 

VITA extension staff will use the followigo procedures to corduct the 
marketing of ceramic stoves. 

I. LOCAT.ON: The initial test market will be dore in the town, of 
Doryoley so as "to sell to Deom.e mostly there and to r'efuee cams 
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near IDoryoley. 

.:i. PRODLCR RL.ATE.D PR:DUDLURF.ES 

A. Choose one producer who has skillas, facilities, and interest
 
to make stoves. Thi, producer should b.e near Doryoiey Warka or 
c2oser) and snould nave made stoves for retailers in Poryoley 
before. 

B. Determire .if the producer is interested in making stoves to 
VITA -oecificTat rs. hcw a model of the stove so producer has
 
clear understaandin of what type of stove VJTA wants made,
 

C. Explain how VITA will 
help them mak'e stoves but: all s oves 
must be to soecification Stoves will be surchased by a retailer 
not by VITA.
 

D. Determine what the producer feels the price will be after
 
VITA explains the first few orde s 
are for test marketinrg to see
 
if customers want to buy. Do not get a quote but explain the 
final price will be determired by the retaiier and Producer. Also 
explain that VJAT is NOT buying the stoves but only offers free 
assistance to make and sell the stove. The or'.re should be the 
same or less tha, traditional ceramic stoves the producer now 
makes. 

E, Both a VlJq production and extension staff person VTA will be 
physically r.r'event with the producer durino production of all 
tes t market stoves to: 

A. Show how stoves are to be made. Scratch or mark a 
oroduct i on locat ion, date7 and number on each stove so as 
to help in monitoring later durirg sales. (-or example, 
all stoves marie in Merka will have an "M" and a number 
1,2. 3... etc dependingo on the order in whic.h they are 
made.) 

2, 
Make sure all stoves are made to secification and to
 
exolain reasons why certain soecificatioris need to be
 
maintained. This is the start 
of the nuality contrul
 
orog raw. 

:9. Learn new ard improved ways to make the s~oves so this 
knowled:,e and experience can be oassed on to other 
producers. V2TA staff must be ooen to learn as much if
 
not more than they teach about ,aking stoves and workiro
 
with clay, .ecifications must be maintained uniess 
producer demnorstrates that an imorovemenit or change will
 
not h.irv fuel efficierncy, strength and othr functional 
cha ract: e ri st i cs. 

4. Bring the retailer to the ,rcid..,cor to agree an a mrice, pl.ace 
an order and our'chase toe stove when completed. All busi ness 
will be between producer abd retailer. VTA will not be involved 
other than to clarify what VITA will do arid t:o record how the 
price and order was agreed upon between producer and retailer. 

A\
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A. C:onfact a perscn in the Doryolev market place wLho is an 
establi.shed retailer of ceramic staves. The test market 
locatior must be a olace where the VITA e.xtension staff can 
easily monitor the sale, use and problems with the stoves. 
Beir, able to control the test market conditions allows the 
followc.ing)i.
 

I. keeping track of who buys the stoves and to provide 
follow-up sales service to customers and the retailer. 

2. trarsoort and other oroanizirg to be done for test
 
marketiro is easier.
 

3, contact with a larger market is limited where other 
factors are rot as controllable. If the test market fails 
the laroer market has not been influerced an much a]so. 

E. Determine if and why the ret ailer is interested in 
selliro the stove.s, Show and demonstrate the stove so the 
retailer is familiar with the stove, it's featur'es and why it 
would be to her or his interest to seal the stove, 

C. Exiain how VITA will heio t'e ret:aijer by: 

A. Locati a producer and facia.i tate the contact with the 
Produc.er at t:he orodurtion lorcation. 

2. Doing demonistrations and tr-aining d.rected aT. the 
retailer so they are very familiar with the stove and can 
demonstrate it effectively to customers. This trairning 
will start at least one week before the stoves are 
delivered to the retailer so there is time for the 
retaiier to premare and practice demonstrations. A VITA 
extension staff will available during al.2 dem;onstration, 
training and Practice sissions. The two women seconded to 
S.:F., Mlaryam and Cadar., w.ill be the primary persons who 
will train the retailer arid assis'. in P romotino the stove 
in the myar!etolace. 

3. Allowino all profits to go to the retai.er. Exolair 
that all busi ness dealincss are between the ret:aiier arid 
producer. V.TA wil.l n ot buy stoves from producers or sell 
for the r'etai lers. 

4. Purchasino a2 2stoves fromh her which do riot sell2 within 
30 days after they have been delivered to ret:ailer 'froa 
producer. This wi.l, be done if stove sa'.es are below 

established goals. 

5. Refundi no money or realacino st:oves to customers who 
hve problems with the stoves arid VITA externsi on staff 
feel the problem is related to the stove and not to mi.suse 
by the customer. 

http:retai.er
http:Produc.er


6. Monitoringa a2 2 sales, uses., problems and solve problems 
where Possible which the retai er or customer have. 

7. Monitoring transoort of stoves to retailer and reo ace 
any stoves broken in transport. 

D. Explain what VITA would like the retailer to do such an:
 

1. Determine the price to be paid to the mroducer for 
the stove durino discussions with the orooucer. VTA 
will not detemine price. 

.2. Pay transoort costs as rorm',ally done by the 
ret a 1i er. 

3. W2.2ow VTA exten .ion staff to heap her sell. 

4. Keem all Profits and will cover other costs the 
retailer normally has in sellino s.oves. 

E. if retailer agr.es to C and D above he. o retalier 
make first contact with oroducer by providino transvort 
t o and From producer. 

F. V1TA records a2l discussion between pr-oducer and 
retaiier as to how rice was arrived at, the orice, 
other terms .suchas deiiveirnq time-and other comments 

about the stoves. 

I1V, CTHER VTA E:TENS7DN WTAI-F PRDE:.DURI* 

A. VITA to monitor transport of stoves to market oiac'e 
and will oay for any stoves broken, Record how stoves 
were packe). ioaded.7 handJlied how broker, and sugpestions 
on how to reduce breakage. Also determine nc.maa 
amount of breakace for traditional stoves. Durability 
of the imoroved stoves will be very imoortant and must 
be monitored very closely. VITA man also test new 
packing, loadig and methods.n handlinq 

B. To et uo !eorstraton and traxingo site at market 
oWace and make sure rtailer has como..lete familiarity
 
with function, use, aclvantaces and d sadarr;aoes of the 
stove. Record her comments about the stove and any
 
problems which hapven ahd how they were solved.
 

C. Demonstrate z.oves to potential customers and point 
out fuel savinp, in additon to other important features 

esmeci aly that the stove ins locally made and not an 
FHI stove. The demorstrations will show advantaces and
 
uses compared to traditional stoves and must be easily 
and Q uickly seen and or ex cerienaed by customers. 
Allow the retailer to-do as much of the demonstration 
as Possible. VITA extension staff are there to help 
retalier sell not to sell the stoves. 



D. Offer a M days trial period to interest customers 
in-usino the stove. If they not s=atisffied after 30 
days they can return stove for reoaacement or maney 
back. Try to qet customer to take a replacement of 
stove. Get information from the customer (the person 
who actually used the stove) why it. o not funct ion 
properly and record that information. Al!.sr record 
data of surchase anrd return date, purchaser name and 
stove number and code which has beer scratched on
 
bottom of all s.toves when they wer'e maee.
 

E, Record comments from potentia! customers reoardino 
the oerceived advartaoes disadvantac's, rie, uses etc. 
of the stove depnonstrated. Also determine what
 
influenced them to buy a stove and especially the
 
imoroved stove. 

F. Go to homes of customers, if possible, to monitor 
uses, problems ard solve probiems were possible. This
 
will be done once a week durino the 30 days after
 

ou rhase.
 

G. Eval.uate the test market activity w.th the retailer­
and determine if they will continue "to sell the stoves. 
Is so why? If not why not? -- try to overcome problems 
report findirnos. 

.NDICATORS TO SHOW SCOPM ON- WLi'IA 15 AC:COMPLISHED
 

1. rlne or more ceramic stove orodurers w ll. Me 

.located who carnmake stoves to .:.ec FIcataon. 

2. One r'etailer will be Iocat:ed on Doryowey. 

3. At least 20 stoves weal be ordered on initial
 
order by retailer. Additional stoves will be
 
ordered as needed by retailer.
 

4. 50% or more of all stoves sold by retailer 
will be of the imoroved type by end of the fourth 
week of sales by retailer. If th is. ooal is rot 
achieved., then discuss results with the Project 
Director to define and resolve oroblems.
 

5. Weekly records and reoorts will be submitted
 

to VITA Di rector on soecifir steos fol lowed, 
progress made, problems and how problems were 

solved. 



A'PENDIX F 

GUIDELINES FOR METAL STOVE PROTOTYPE DEVELOPMENT AND PRODUCTION
 
METHODS
 

As many as ovssible of the following features need to be incuc!ed in 
any metal stove desior, 

i. 	 Be wortable 
2. 	 Able to save or keep charcoal embers 
3. 	 Can produce small and modera'te amounts of heat 
4. 	 Produces very little waste heat particu.larly from the 

sides.
 
5, 	 Low fire and burn hazard ootent ial 
6. Reduce, cook-in time
 
7, Reduces fuel consumntion
 
8. 	 Use different types of fuel, eserialiy wv or: and
 

charcoal.
 
9. 	 Has good apoearance
 
.10. Is durable and easy to maintain and r.oa.r
 
i1. Not easily knocked over or has low center of gravity
 
12. 	 Can be raised off ground when it rains 

in't.ili:e sise -.'okiog 

par
 

13. 	 Can different z pot' s arid use car.1ero 

l4. 	E:n burn incerse and ,r:,,ide 5at.me light 
15. 	 Is easy to ignite o, maintain ignitior 
1. 	 Easy to learn how to use correctay 
17. 	 Comc.earable or lower in cost to tra-aditioarl stoves. 

The following assistance in needed to deveio.p an fuel efficier,t metal 
stove to be made by metalsmiths in Mooadishu and elsewhere. 

I. List of materials to use reoardirng thickness, s. ze., tye. etc.­
based on what is availabie in Somalia. 

2. 	 Descriotion, of methods to produce stoves so maximum use is 
made of the metal ourrhased and waste is kest to a minimLim. 

3. Templates or seches of these to measure metal for bencing 
and cuttino. 

4. Descriotion of tools which are needeo. location and/or ways 
to make them. 

5. Descriotion of ways to mass produce sr.oves us.ing assembly 
lirie method.s to r'educe production costs. 

6. Suggestions on meta2s5nithw or others wo would be int:erested 
in learning how to make metalstoves and sell them. 


