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1. MANAGEMENT SUMMARY

1ry the orocess of implementing the Domalia National Woodstove Frooram
{NWFD) , it berame apparent that wmere information sabout current
wooostove production and marketing practices was reauired if VITH was
to achieve its obierctive of promoting fuelwond conservation through
the cultivation of a orivate sector improved stove industry. This
study was conducted to gather and analyze the desired infermation and
to make recomwendatiorms. in comjunction with VITR s excerience and the
results of a stoveuser soccloeconominc study, abeut the alleocation of
NWFR resources ho ceramic, soapstone and metal stove efforbs.

Generally., the information sousght regarding steve oroduction wasd

o number of oroducers. wumber of stoves oroduced, and oroduction
capacity

0o location and skill level of producers

o creductien teohnigues and interest i receiwving braining and
techrnical assistance

o0 materials and tools used in croduction and thelir sources and
availabilities

o productiorn crsts and porofit marQims.

Regardirmg stowve marketing, the infermation zounnt wast

o methods of Sranscort and distribution

e lorcatiorn of wholesalers and retaillers

o promotion and sales technioues

o level of sales and notential dewand

0 costs and orofil margins,
After conducting surveys oF orogucers, wholesalers and retallers of
ceramie, scapstone and metal stoves, the information was analyzed and
the followimg recommendations and pbservations made.

General HRecomnwendationst

1. Immroved stove prices amd profit maroins must be souivalent to
or better tharn those for traditionsl stoves of the same material.

2. The distribution chamels used For trapitiormal stove marketing
are well established and effective, and they sheulc be uszernd Ffor
imoroved stove distributiorn as well.

A, Wse howme trialzs, tea shop demonstrations, radio messages,
rEWSoaneEr articles and adveridisements to prowote imoroved stoves.

L. Train VITA staff to train women’ s grouns, retailers and cthers
to promote and cdenonstrate stoves.

B, Dewelop ouality control methoos to 1nsure that uoreved stoves
comgistently meet the standardgs of koth consumers and VITAH.

6. Assign a VITA staffoerson to e Technical Director responsibie
for coordinatino fTecknical assistance and fraining.
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7. »ssiprn a VITA staffoerson o be responsihble for collecting
wootizteve inforwmation Ffroem obther prejects and countries, for
momitorimg political and legal Ffactors, and for pasging relevant
inforwation on te =tove produrcers and retal iers.

Ceramic Stowves:

1. Tecknical assistance shrald be provided to imorove skill
levels of producers, ans to develop & higher strength stove
and/or improved transoortation methods,

2. Condumt test marketing in a single ares, Horioley, to develoeop
effective promotiormal methods.

. Determine the feasibility of establishing rew production sites
near ceramic stove wmarket areas.

Soaoatore Stoves:d

1. High preduction coste and resulting hiokh retasil) price are the
orimary obstacles to marvelt accepbtance of the iworoved stoves.

2. A secapnstorne expert should be birouokt irm o %rain Somalld
crattsmen and to make recomwendations abeut imeoroved toeols and
production metihods.

3, Dornduct market teste, and, initially, have extensiomists work
with & =ingle Mogadishu retailer Yo develop effective oromotiornal
met o s,

4. Develon packacing techmicues to reduce breakaoce.

Metal Stoves:

1. Metalworkivo skills are very poor and the availability of metel
185 very low.

Z, Metal stove work should be a lower oriority thanm ceramic and
seapetone stove work.

. IT market conditions or materials availabhilities chanoe,
several protetyoe stoves should ke develomed and field tested.
Traivninog o imorove skills should ke provided to producers if
viarranted.

In additior to infermation amd recommerdations specifically related to
stoves, this study yielded information about the potential for VITA®>s
workirng with Somali btechnical institutions and about cther fuel
cons=ervation ywethoos. Relevarnt recommendations are as fullows.



Teckwmical Institutions:

1. VITH should developr a relationghio with tike technical

institutions, in Megadishu and should use their exvertige and
facilities to develon steve prokotynes and producrtion methods.

Nor—Stove Fuepl Conservatiorn Methods

1. Develop angd test fuel cormserving aoparatus suckh as hayvbox

cockers arnd briocouettes,

Fromote imoroved cookirno methods such as seaking leoumes,

and using haking soda.

~
<.

2liwinating salt addition,
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11, INTRUDUCTION

The National Woodstove Frooram was initiated im Marcs 1385, In part,
the purpose of the pregram is to assist local mraft and busirnpespeople
in the design, oroduction and marketino of imuroveco woodztoves and to
oromote fuelwood rornservation. During the fFirst vear of the DO ran
it became apparent that more information about currernt stove
proguctiorn and wmarketing oractices was nepded. "o address this lark
of information, this studv was conducted with the following
nhipctives:

1. Characterize the existing marketing svstem between oroducers,
wholesalers or retailers, and customers for cerawis, metal, amnd

ale
ore stoves,

<. Determine the pobtentaial for introductior of riew or imbroved
ceramus, metal, and seaostone stoves.

3. Document the marnmer in which oroducers obtsir materials, suoplies
ancd tools,

4. Icentify crafteneonle o oroduce ceranic, metal, and spavnstone
stoves for market testing, armd if wmarket tests show that the stoves
are accentable o consumers, for full scale croduction,

Z. Determine what assicstance training institutions can orovice toward
erototvoe develoument, stove testing and procduction of imiiroved

. ) n b
=t ove:s.

. Documert existing and estimate accectaule orofit marnoins for
oreducers and sellers of wetal, ceram:ie and scaostorne =toves.

no recommendations for marketing imoreoves metal. ceramic ano
t

B, Develpo recommendations for other interventions, inm acddition to
fuel conseving stoves, that address the deforestat:orn oroblem.

Thia study was conducted by Glemm W, Fatterson aad Hasean Noor Fahive
bhetween 1% Feoruary and 31 Marchk 1984, Patterzorn has ovier sigvt vears
RMDETIENCE Droviding tecihmical and Eraining assistance in small scale
food techrnologies and marketing and prometing various anorepriate
tecihmolonies, Fahive has worked with the Somari Mimigtry of Incdustry
and mas extensive training in the financing and ceveloowment of swall
1ndust ries.
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111. METRODOLOGEY

The tvoe of market research conducted in this study was exploratory.
The purpose was to help define the problewms and oprpertunities related
to production and markering of fuelwornod stoves. The research was also
to proviuve, in combipation with the revorted results of Swale, enough
informatiorn te develoo marketing stratepies.

I11. M. Soureces of Infaormation

The oroductiorn side of the marke: research used & variety of seconmdary
dgata sources. These are listed 11 the references section of thes
regory.

Frimary data sources were observations and cersonal interviews with
croducers 1n Dhanaane, Ceel Jaale, Merka and Mogadizhu for cerawic
stoves, EX Rur for soapstore stoves, and Mopadishu for metal stoves.
Fer retailers, siwilar wethods were used in Dhangane, Ceel Jaale,
Merka, Mogadishu, Beorioley and Gelwevn for all tTvoes of stoves.

Frimary data site zelection was based or the recowmmendatiornss of MITH
staff arl ohthers with extensive knowledpe about stove preoductiorn and
ales lowations. In sowe cases, exploratory figld triocs were vade to
pbtain additinnal imformation about srecific mames and lecations of
neople For subseauent interviows, With trhe exceotzen of the Gede

i

renion, Lthe sites used in this stugdy were some of Those used in
Swale’s sorivecornoeminr survey toe facilitate the inteoratiorn of results.

111. H. Cuestiormaire Dontent. Desiorn and Admimistration

Four cuestionmalres were develooepd *
participants in the stove market. Sa
giverr 1 Apeendices A, H, [ and D.

o b acdwrinistered te different
amples of T he cuestionmal res are

All ouestiommaires were oretested and revised so *

couestion set was developec. This itterative prorcess alse Fbelped
develeon wavs o anorecach the respondents, estatlish ranport, and ask
ouestions 1n a manner that weould elicitt truthful and covmolete answers.

- hat an anoronRriate
1

A specafic imtroduction was developed to explain to the respondents
wheo the J.terviewer was and what he was seeking. P brief explanation
nf the process and why participating in the interview would be
benefirzal to the resnendemt were alse given.

One questiormaire for stove orogucers was desigred fo pthain
infarmatiorn about the type of stove provurced: raw waterials, tools
ratmioment and other supplies used; oroblems encountered in the
productzon process: produaction metﬁous; zales volumes: disbtribution
charmelse: phstacles to increased sales: present sisills, rneed for
Bkille trairming, and general interest 1 workimg with VITH to orocduce
imoravern aktnveea. Ciewea Ommerii v O
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A second ouestiomaire, Anpendix R, was desioned o abtairn information
from wholesalers, retailers or other distributors. Infermation
splicited ircluded tvpes of stoves sold and where they were purchased,
number and freguenoy of purchases and ssles, pcerceptions about
comsumer oreferernces and purchasing habits, ideas for stove
ivorovements to increase sales, useful life of stoves, amd =tove
pricves and price changes during the past year,

A second retailler guestiommaidre, Apoencix O, was desigrned Yo oet more
detailed informatiorn relatred to customer demand and to stove transoort
to the retailer. This survey was conducted in Megadishu only.

Another goal of the market research was o lecate =killed crafitsoeonle
who would be interested in making stoves to the specifications of
VITA/ Bemalia for Field and market testing.

Sirnee preoduction of metsl stoves i1s wvery liwited, it was believed
necessary to lecate a gerson, company or institution in ewch area that
would oe willimg te collaborate with VITAR to develon produntion
tecknioues and trairn craftspecopie. No aporopriate individuals or
busirnesses were known, so the Sowmall Teohmnicsl Teachers Training
College and Mopardishua Faelytechnic Institute were contacted.
Discussions with the adwministratiorn and wstaff were dome to obtain
information about the facilities and si1lls availanle: irnterest in
collaborating with VITA: procecdures o folloaw to 1mplement the
collaboraticn; suggestions of craftspecple who would he Iinterested in
receiving training, buillding VITA stoves, and pessilxly recgiving
assistance in startainog a metal stove preoductlion husiness, Rupendix I
presents the ourstilons ashked of the institubions.

All nuestiormaires used open ernded ouestions. Some gachotomous,
yes-ne tvor, cguestions were used to offer weore sawmple and interesting
puestions beefore introcucinmg mew or oifficult subaechs., Doen ended
rather than wultinlie choice cuepstions were used Decause they allow
athitudes to be exoressed more freelv. Mleo, they helped estabnlish a.
good rappert and gain the respondent’s cooperatiorn in answering
suhsequent ouestilons, Gy ended questions aleo allow Lthe interviewer
to gairn more insiaght, side connents, exolanations and clarification to
help in develowing a clearer understanding of information provided,

A disadvantace of ooen ended ouestions is intervizwer bias. The
interviewer may noht write dowrn an answer verbatim, so a summarived
answer 1s recorded which way unintentionalliy reflect the interviewer’s
veiwnoant, Te overcowe this oreilem the guestiormal res wers
administered in arn i1nformal warnmer. The interviews were garried out
more as a free Flowing dliscussion in which LTthe interviewer used the
auestionnalre as & general gQuideline, and resoconses toe all the
auzstions were souoht but et necessarily in the order or form
presented on the cuestionnal re.

Feovle other than the primcipal rescorncent were often presernt during
the interviesws. This was foumd to be cguite bkerneficial as sowe of the
additienal people generally had extensive kmowledoe atout tThe subaischts
discussed and were, in many cases, oroducers or retailers themselves.
When these situations occured, the interview becawe wore like a fococus



aroup, and a wide variety of responses usually resulted.

FAs is typical of interactiorn and discussion in the Somali culture,
mary people would overbear the discussion, and, especially if
strangers were invelved, would gather to listern and try to jtoin in.
Knowirmg this, hhe interviewers tried Lo direct ousstions to Hhe
nrincipal respondents originally intenced to be interviewed. Feople
who anined the aroun and were knowledoeable about the stoves were
often ntroduced Yo the interviewer, amd the discussion would rentinue
with responses from tThese oceople also recorded. In most cases., three
toe five respemdents were in a arout.

The interviews were carried out inm a workzhoo or an area of a house
where stove productiorn or use mormally took place or i warkets where
stoves are sold. Most interviews lasted 20O to 45 minutes deuendino orn
the amount of information bheing obtained and the amount of tiwe
responcents could allocate to the interview.

3

Wholesaler, retailer, anc crafteoersorn interviews were adwinistered
ZTomali by Hassan Nopor Fahive and by VITA staff familiar with stoves
ang interwvigwing techrnigues. Hassan Neor was invelved 1n oestaning
the aquestiormmaires and thus was Fawmiliar with the swvecific information
souaght. Aleo, interviewers studied the ouestionmaires carefully so
that the interviews could e effectively conducted inm arn unstructured
manner,

An interpreter was sometimes recuired due 1o grfferences in dialects
betweer the resoondent and the interviewer. It was streseed bto the
interviewers that some more detailed guestions might have to be asied
in such mases in order bto gain the rnecessary infermation.

\



IV, SURVEY RESLLTS

V. A, Ceramic Stove Survey Resylts

IV, A. 1. Froduction

Ceramic stoves are used primarily for wood Ffires and infreouently for
charcoal fires. Mot of the stoves are preduced irm three areas of
Comaliat the Hanadir region (Megadishu), the Shabelle River basin, and
Eaidoa. The highest coneentration of producers is 2r the coastal
villages of Lower Ehabelle, such as Dharnaane, Leel Haol and Ceel
Cadaw, where good clay deposits are found ir the dry river beds and as
allvuial decosits at the base of coastal hills.

Most oroducers are women who have learned pottery and clay working
sK1lls From relatives or friends and have, in many cases, bhesn
preoducing olay preductes for tern vears or more. Making clay vraducts
is usually a parttime activity since groducers have family and Tarming
responsibilities as well. :

Aoproximately 20 Lo 20 minutes are reoulred o form & traditional
stove, and waximum cutput for west oroeducers i1s abeut ten stoves per
gav. Faive or six days are rmeeded to cry the stoves, amd one or two
gavs toe prevare for Firing, fire, cool and packanes For transoort.

In the coastal towns clav is free, or mearly so, and transport costs
are very low due toe the shert distances between the clay deposits and
The oroduction sites. For Mogadishu producers who get clay Ffrom t+he
Merka area, the clay cost is one to twe shillings oer stove, and
Transport cost fer the clav is about orne shilliro per Kilooram. In
actdition te clay, water, fuelwood and azal (a coloring and
strangthenino aaent) are used in production. Asal costs one—-half
shilling ner stove. Firgwood for firing the stoves comes Frow the
cheasest sources availatlde, and, at times, dried seaweed is used. The
s2mmle tools —-— a3 sea shell, woeden sticks, and pieces of mehal —
used kv poroducers cost effectively nothing. No potters’ wheelis or
kilns were obeerved at any site.

Froguction of ceramics cdeclines during the rainy season since clay
canmet e cbhtained from the river beds.  No actiorn is taken By '
oroducers to store clay before the rains. The rainy seasorn also
creates the oreblew of net being able to adeauately dry the oroducts
refore firing.

Froducers make stoves orm order From retailers or comsumers, 'They sell
stovees to retailers at the production site or im towns at the public
markets. Stoves are so0ld o the retailers for 172 to 15 shillings, but
the exact profit margine are difficult to determine since transport
costs vary sionificantly dererding on location. The best estimate
av-ilable frow the data is a ten to twelve shilling profit to the

oy ducer per stove,

Some producers said they would ke interested in recelving training and ﬂ
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information about oroeducing and sellino stoves, but they were unabhle
to soreify what sort of assistance they would want. Currently there
is mo Qquality control or standardization, and stoves produced reguire
ne detail woerk and very littie precision.

Mary croducers said they oroduce stoves when they recieve orders from
customers, 50 supply way exceed demand at sowe times of the vear.
flesponagents could pgive ro estimates of how many mere stoves coulo be
wmatle 1 proeduetion constraints were reduced.

The best aocproximation available for a Merka producers® selling price,
coests and onrofits aret
Einillinos

selling price 1215
Costs (materials, tools) 2- 3
Frofit 10-12

A Mogadishu wroducer would have costs twe Lo three shillings higher
due to clay amd transpert costs.

IV, A. Z. Retailers

Retailers in Mogadissrun ourchase stoves from oreducers mostly in
Medina, but some cone From as far away as Dahanaane. Rural towns in
Lower Shabelle nurchase stoves from the coastal villaoes.

There sgews to he no particutar time during which stoves are purchased
nor any set number of stoves purchased at a givern time, According o
retarlers, purchases are & Function of dewand, the number of stoves
availlanle from oreducers, hthe amount of money available. and the
climatic and read conditions.

Stoves are usually btransoorted by small truchs. Cost of tramsuort
varips according teo the distance of transport and the cost and
avallability of fuel. The only specific value piven by a retailer was
two to feur shillings oper stove in May 1964 Feor transoort from Merka
te Cloriolev.

All retaillers mentioned that =ome stoves bDreaik during tramsoort bus
that cuantaitative estimates were difficult te give. fwe retailers
axid kthat 10 te 25 percent losses are common, Ereakaoe is caused by
the irnstability of the trucks, the pooer ouality of the stoves,
imoreoper tving of the stoves, and poor handlino during loading and
unloacding. Facking stoves i pacer or cardbeard oxes or nesbting
stoves inside one another are methods currently used to reduce
brreaskace. Mo ideas were sugeested as to how breakaoge could be Further
reducec, andgd one resoondent saird it could met be aveided.

Three stove sizes, swall, mediwn (s:iwilar te tme VITH ceramin stoves)
and large, are sold, The retail! prices are 10-20, ZL--30 and 40-50
shillines, respectively. The mediuwn s1:2e 18 the west popular, bDut bthe
munber sold each week o» morth was net krmown by Hhe retallers, Demand

A



seems To decrease during rainy seasons since people cook inside more
Freouently with charceal seapstone stoves.

Fetailers could mot give estimates of the useful life of a ceramic
stove. According te one retailer, it depends on Family size {(presence
of children decreases stove l1ife), how it is mairtained and how often
1t oas used. General discussions suguested a useful life of one to
Lhree vears,

Some characteristics customnersz look for wher purchasing a stove
include the oresence of & vot holder, low weight and thickness, good
igrnitior, and absence of cracks. Many customers Tanm the side of the
stove te hear 1f it has & slioht ringing sournd: if 1t deoes rnet, 1t iw
rejected as pessibly havirg a crack or pther weakness.

No =zales prametions are done at resent. Mamny retailers sell other
clay procucts such as water jugs, clay oots arnd muufo stoves in
adcition to cooking steoves., There was rno indicatien that any one
oroguect sells siomificantly better than any other.

Toe orimary demand for ceravic stoves i1s Frowm lower ipcomes groums,
arthounrs some middle and uooer income hnuseholds use them as
sunplements te thewr more expernsive stoves. Rs gas, keroserne and
Rlectriclty Decome more SCarce or moare costly, the demand for ceramic
stoves way 1norease.

In summary, the best approximation of selling gprice, costs ang oprofits

for & ceramic stave retailer opr unit sale are:

Shillinos
Selling price 2HE=30

Fosts —= transportation, taxes, rent il 2
~= =tove cost te retailer 12-15

1723

Frefit -5

A Mogadisou retailer would have costs apuroximately two or fhree
shillings lower since transportation would be ircurred 2w the
orogucer. These retailers, however, might face a hicher price Frow
the producer.


http:retai.er
http:househo.ds

IV, k. Beanstorme Stove Survey Results
Iv, B, 1. Freductior

The resulis reocorted here orm the Secapstone Dooccerative were glearned
frow personal covmunications with Gaid Tukale Hami, Chief DFf Extension
For the NWFR and from eother VITA staff who have recently visited fhe
Cocorative’s oroductiorn cernter in E1 Bur, 400 kiloweters northwest of
Mooadi sk, Mr. Tukale and the other staffmembers are familiar with
the operation of the Ceooerative.

Soaostone stoves, incense ourners, and ashtrave are oroduced in EL FEur
by the Scapstorne Coonerative. The Cocperative was pstablished in. 1976
by the linited Sovalil Coooerative Urpanization of the ESDR, and it has
g near gpornoepely on &1l owirmimg and artisamnal oroductiorn of scapztone
and scanstone orocucts in Bomalia. The Coooerative’ s headouarters are
i Meogadishu, and it is & part of the Industries and Hamdicraft
LCooceratives Branch of fhe Miristry of fthe Interior.

Toapstorne stoves are wmade as a larwue, inverted cone, hollowed-out o
accomodate charcoal, mounted on & emaller cone-shaned base. Three
sives of stove are made! larage {top diamweter aporeximately 32
cermtimeters), medium (too diameter 25 centimeters) and small (ton
diameter 16 centwmeters). The diameters neoted are ornly approximations
as actual sizes deoend on the size of The raw block of storme. Small
stoves differ from the larcer sizes in that they are a single nipee
and are used Ffor heating tea and burmming incense. The mediuwn and
large models, which recuire the twe cones toe e roined by hawmmering a

nail along their axis, are used exclusively for cookinrg,

The Cooperativie estaimates that, sinee 1983, stowve production has

levelsed off to aoproxamately u.,OﬁU urits per vear. Incense bhurner
productior continues te inerease and currently stands at 80, 000 items
DEY YEaT., e man can prodguce three or four medium or large stoves

e day. Teols are liwmited te a hand-he!ld, hoe-shaosd cutting tool
with a fave centimeter blade lerngth and a few other simolie, locally
crodueed woeod and metal tools. ARoproximately 90 craftamen are coaopable
nf wmakirn stoves. Favmert 12 made o & diecemeal asis with sone
cdivigzon of laber and snaring of resoonsihilities aPchﬂPd far wining

the stones. For eackH small or mediwn sized stove porogduced, the
Cooperative retains 30 shillinus, the miner receives ﬁJ uhz] ings, and
the craftsman recelves 50 s0111inas of the 120 M11ling prace to
wholepzalers., The Coooprative has expressed Heen interest tr improved

tools and oroduction teclioues,

The Looperative has identified three tyoes of scapstorne within a 20
kiltoweter radius of E1 Hur. Thie selection of the tyvoe depends on the
intricacy of the work reculred. Most of the scapstorme for the stoves
1s cuarried seven bto ten kiloweters frow the primary preduction site
i EX Rur. fAdditinnal work has begun at a quarry &0 kilometers from El
L. The status of reserves within the E1 Bur ares and the new
ornduction site 1s unlrmown. Spanstone productiorn on a smaller scale
ccrurs i the Las Anod area.

High transoortation fees due to fuel costs, freauent fue) shortaces,
and the rough leocal terrain are a primary contraint te secapstorne stove



marketing, While Lthere seewms to be an interest From consumers in
trying improved desion stoves, some Cooverative wembers have shown
resisteance o ocroducing rmew medels of stoves, nless the saleability
of the new stoves is demonstrated very early and eolearly, this
resistance is expected to increase as more rigorous desion
specificatioms are introcducecd.

IV, H., 2. Rertailers

From the EL BHur oroduction site stoves are sold to retailers and
wholesaters frowm majreor towns (including Diibouti) who provide
transport and, to a much lesser degree, directly to consumers in EQ
Ear, Stoves are also sold, in some cases, to retailers after
transoort to Meogadishu by the Cooverative. Wholesalers and retailers
claimwed that transport costs were not known. Coorerative members
stated thatr Lransoort o Meogadishu costs ten s9111imas and btransoort
to Hargrisae rcosts twenty zhillings per stove. For all destinations,
packaning of atoves costs two s53211inags, tax is seven =hillings and
loading is twe shillinus 2er stove.

EBreakaoe during tramsoort is considered & sionificart preblem. One
wholesaler petimated that 10-15% of a shinwent will break in transit.
Hreakage is the result of poor oackaogine and handlino and rough roads.
Currently, rackaging entaills placing wardboard hetweern twe stoves and
tvirng Them together with rope. A dimoroved, perhans reuseable,
packaging wethod s destrecd.

LF the Meogadishu retallers interviewed, taree o hen stoves per mortbh
was the sales volume. The number of stove purcrased From the
Coonerative or wholesalers is, btaey claim, a Function of market
cemand, stove awvailability and availability of funde. Ketaitlers
maintain no records and are reluctant to provide information to
strancers, The wurchase estimates given ranged fow 10 to 260 stoves
ter ourchase, and 1t was srated that tris number varies for each
retailer and each purchase.

As with ntrer stoves and oroducts, sales promoticns for soapst one
stoves are generally paseive. The stoves are siwply disslaved cutside
the retailer’s shon, and an explanation is sometimes given by some
retailers. Yales are greatest just before tihe ra:ny season as wowmen
orecare to move cooking insicde and shift from tlhiree stores to a stove.
Rlee, during the rainy =z=easen stoves are not disnlaved cutside shoos
as freouerntly and the level of shopnine activity decreases.

Most scawmstone =tove retailers are wawer;, and mest sell)l scapstone
stoves and incernse burmers, a‘uminuw pote and cans. enamel led cots and
pans, and glassware. A few alse sell wetal stoves, Hetallers msaid
they krew meither which products zold better than others mor what
preortion of their total sales were stove sales.

Many of the retailers interviewed thought they could sell more
seapstone stoves but that they were livited by the availahility of
stoves from the EI Bur orocuction site. In mad=-June. at the heioht of
the rainy season, wany retailers had inventories of 100 stowves or
more. Irn mid-ARugust, the Scapstone Cooorative inm EX Hur held an



inventory o¥ I.8500 stoves, The varipue vieces of information are
coenflicting, amd the best analysis of the gituation May be that the
B0&NST one market bas reached an PCUIlibriug in which demand and suoply
anre approximately rgual.,

From e customer®g Poirt of view What are BOUDHY are stpoves With
Brignt, smooth surfaces and Fonveniently positioned potholders., gg
Smale’ s rESEarch showed, etove arpearance is g YETY imooortant factor
in soanstone stove PBurchases, The mediww sized stove is by far the
MOSt populgr, It prevides AN acceutable fradeoff tetween cogi and
ability to cook adeauate avounts ot Foods,

Stove life is another variable that ig difficult to mEasure, Some
users stated the they expeet Soaps tane stoves tg last 10 to zn years:
more frequently,a three 1o Five year lifetime wag sited Ly ugers, Mary
Sa1d that stove ife depends orr bt maintenamce that the stovp
receives, For ourposes 0F fhie study, a Five year lifetive was tusec,

The Scapstone Cooperative 2elis swall and mediwe sizpn stoves for 120
$17112ings & larpe stoves for Z00 2hillings. Kholesale and retail
shilling Drices are as follows:

Frrice Price
Who!pealer Hetailer to
to Retailer Cormsumer
Swxll 130~ 230 200 — e
Mecd i um 230 - 400 2B0O - 400
Laroe 3E0 - 4w JEO - 500

Recentiy, Drices for the stoves have been increasing at 30 - 40 % per
year.



IV, . Meta! Stove Survey Results

IV, Z. 1. Frodurers

Most of the wetal stoves are made by some 100-150 metalsmithe
tincluding blacksmithe) loecated in the Sicaale, Hondhnere,Horiwasa,
Bakarata and Medina markets of Mooadishu, It is understood that
metalsmithe in Lugh, Gorioclry and Faidea also wmake the stoves,

The metal useas most commonly is scrac siteel From kerosene cansg, o1l
barrels amng rcorvugated steel sheets. Frices for these, as ouocted on
16 Aoril 1384 From the Horiwaa market in Mopadishu, are as follows.

Frime Cost per
Item Size lshillings) 100 s0. om.
(shillings)
Steel sheet 12Cem % 40em » . 6Bmm TO 1. 45
Steel sheet Z2m  x  dm  x . Emm £HO0 = 00

corrugated

231 arums
oren anod flat F0cm x 180cm x . Bmm 200-400 1.886~2.47
(200 liter)

Rernsere 1.20cm x &0cm x . amm G40--BQ Bl .0B7
cans

The cost and availability of these materials denend on coocking oil
tmoorts, huilding material immorts, and the level of rconstruction
activity at a oiven time. Kerosene cans weres once available From fhe
Homalia Fetroleum Auency, but this source 15 no loneer an ootiorn, and
t: e sunnly of cans ig row very limited.

In acdition to the stoves wads From tre above materials, somwe
metalsmiths weld three metal bars omto car tire fgiscs to mate a stove.
The Xamar Weyvrn warket 1= & erimary produntion area for these stoves,
but nroduction levels, costs and orices were met given to enumerators.

Mozt metalswmithe fincluding blacksmithe) use simple traditionsl
tools-— Fammers, pliers, puncihes, Lirm snins, anvil, hot air bellows
and force. These re locally availablie and west can e orocuced by
local craftsoeople. Some metalsmiths have access toe more exoensive
ecuipment such as welders and wetal hending ancd cutting toois.

Most metalsmitrs renair metal products and, when time and materiale
cermit, make & variety of produpts including stoves, knives, poets, and
hand fools. Stoves are often made wherm a customer furnishes the
materials te the metalemith: this is particularly true for Keroserne
can stpves.

It was dif® 2ult %o pe* procduction Ficures and roste since stove



progucers do mot keeo records and/or are reluctant to divuige
information teo 5tﬁanqer5. The only figures availabie indicated that
some metalsmiths producing kerosene can stoves pay 40 to 80 shillirngs
for materials and charae retailers 90 to 100 ghillinus for the stove.
The retailers sell the stove for 120 ehillinos.

Metal and lator costs, resulting in hivh costs to consuwmers, are the
malor obstacles to increased production and sales. The finmal cost of
improved design crototyone stoves dirn Megadishu ranaed Frow 230 to 1500
shillings deocending on the particular desion produced. Froduction
costs, especially labor, are higher in Mogadishu tharn elsewhere, and
the stoves VITH asted metalsmiths to produce were unfamiliar desions
and so reoulred extra ltabor. The skill ievel of woest wetalewiths is
inadeauate for preducing high cuality imoroved desions consigstentliy.
With the current skill level and available tools and waterials it does
not seem bthat costs can be decreased enough o make imoroved metal
stoves competitive with other types of stoves in the southern oart of
the country.

IV, £, Z. Hetailers

Information about metal stove retailers was even more scarce than
information about metalswiths. Most retailers are located in the savne
areas asg scanstone stove retailers, and, in many cases. are one and
the sawme. lhhe retailer interviewed ourchased kerosene can stoves For
100 2hillings from a producer in Moegadiashu, She sold the stoves for
120 shillings and claimed to sell about 20 & wonth compared to five
seanstone stoves & montA, She asaid that some people preferred
kerosene can stoves because they were lower in cost, cook Faster and
many aeople Find them easier to use than svanstorne models.

Demand for metal stoves seepws Yo be greater tharn supply, arnd, again, a
primary probliew is lack of raw materials for oroduction.
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M. BEETIMATES DF DEMAND

It is difficult to estimate the toral demand for anv tvpe of stove

based on current :unmiy figures. Metal stove data is so limited that
nn reasomable conclusions can be drawn From them. Ceramic stoves are
usually proeduced on an as—reguested basis, and this wmay incdipate that
Pxisting production capacity exceeds dewand. Ceramic stove retailers

indimated, however, that transportaion poroeblems — hich fuel co=r, Fuel
shortages, breakage - prevent their being assured of a consistent
supply of stovews. As a result, retailers will sowetimes waintain a
relatively larae invertnry since they are unsure wher ancther shipment

will e received. For spapstone stoves, both re taxle s &gl preoducers

maintain large inverntories at LHimes. It acprars that scanstone stove
supply is approximately eaual to cewsncd.

Sirvece exaating supply and demarnd figures were so uncertain, estimates
of dewand were made based omn population, dewooraphic and stove use
statistics,

Faor the Mopadishu, Lower Shabelle and Gedo reqaions, Smale determined
the nercentages of the peoulatioms using various types of stoves.
These are giver in Taele A, The actual mumber of Mouseholds surveyed
was swall, but the results are believed to e represerntative of tve
aeneral poculations excest where rneoted in LHhe table. Combining this
infermation with pepulation estivates for the three areas vields the
Table B sestimates of abspolute nunhers of stoves used, The total
messible 1935 ourchases of iwmproved stoves for the three areas and for
the entire country are shown in Table [,



TARLE A
FERCENT OF RORULATIONG LEING VARIDUS STOVE TYRES
{Souwrce: Smale, 13830

Lower Shabelle ‘Mopadishu Gedo
Refuoger Mon—Refupee
Stove Tyoe
Ceramic 74 40 ig O
Three stone . 19 S0 3 86
Soaostone = ¢ B {al 1
Mmodified
threse stone (b) 4] = 1 h
Multi purpose O 3 ¢ &)
Muufo O = O O
Metal 3 Q 1 O
Table stove ¢ ¢ e O
Mud/Cement O ¢] Q oy 12
Y “Ti000 100 “ o0

ta) The percentage of Mogadishu househeolds usivg scapstone stoves
shown here 15 not representative of the general Mogadishu povulation
because the survey confained a dispronortionately kigh nunber of
migdlie and upoer incoewe households, In the lower 1ncowme area surveyed,
B0 cercent of the respondents used ceramic stoves and 17 percent used
soapnst one. For subseouent caloulations, the proportions assumed were
40 percent using ceranic stoves, 40 percent scanstorme and 10 percent
vetal.

thy A wivdhlock was beino emoloyved around the three stormes,
o) Maganey cawmp was the lorcation of these stoves. This pumber is not

1llustrative of the Gedo Reqion pepoulation as & whole.

Fercemntaoes may rnot suw to 100 due to rounding errors.
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TABLE H
ESTIMATES OF STOVES USED IN LOWER SHABELLE, MOGARADISHD AND GEDO

Area Fropulation Number of Stove Tvoe Used Total
{1984 pstivate) Fawmiligs Ceramwic Seapstone Metal
{a) {td

Lower
Shabelle

refugees 41, 000 7,884 5,850 on7 237 E. 354

non—refuges S09, 166 47,916 AT, 166 ¢ G 3%, 166
Mogadiashu 572, DRG0 110, 111 ab4, Obd 4, 04 11,011 593, 055
Seco (0D avz, 721 a7, 0sZ O pXbetxl QO TEA
TOTAL 1, BT7E, 467 B0Z, 373 B9, 050 ST, 20T 11, Zaf 145, 547

(a2 Calcoculated usine 19795 census data and a 5. 05 percent per anrmum
moepulatzon growth rate.

{0y Assuming 5.2 oerson oer family average.

(2 Fopulatien figures 1neclucde an estimated, according to LNHER,
refugee ponulatiorn of 137, 00Q0.



TAELE ©

TOTAL DEMAND FUOR STOVES IN LOWER

SHAEBELLE

Furchasers of

Stoves (o)

Metal

244

1i, 3k

11, 6OB

25, 4BE(d)

MOGADISHL, E:=D0 AND SUMALIR DOVLRALL,
Freojected
Frojected Number of Fossible
15HAS Families
Area Faopulation in 19385
(&) (b Cerawie  Soap-—
st one
lower Shabelle
Refuners az, 31k &, 137 B. 022 24
Norn—-refugee B2h, 696 100, 303 40, 361 -
Mogadishu 50, 502 113, 635 4%, 454 4%, abha
lieco LB6, B 8%, 717 — &7
TOTAL 1, 836 4p, SIS
Somalia
Urban{Z4., 0xny 1, 315, 350 2654, BEZ 104,353 101, 353
Rural{Z6. 0x) 1,435, 839 W SO 1:10,44% e
Nomad (50, 04y 2, 7&1, 225 531, O0& - SLE00

TOTAL 212, 402
ta) Using 1975 census oata and a 3. 00 percent

growth rate

(b) Assuming 5.2 person per family average.

(c) Assuming percentaoes given in Table A.
(d) Assumino

patterrns.

{e) Assuming rural
nen—refuger stove uze patterns.

{f) Assuming rmomad purchases are the same

pET ANMIUM

107, 253

purchases are the same as Lower Shabelle

ZE LBE

T,

population

urban purchases are the same as Mogadishu stove use

as Lbedo stove use patierns.
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To estimate the armual demand, the total possible purchase Figures in
Table T must he modified to account for the useful lives of the

stoves, Z, B ans 3 vears, respectively, for ceramic, scapstone and
metal stoves. Thne resulting pstimates of actual stove vurchases are

Faetimated Stove Furchases 198%

Ceramic Soapstone Metal TOTAL
Megadishu, Gedo, 45,918 o,319 2., BED 59, 10

l.ower Shebelle

Somalia 106, 201 21, 4% 8, 456 178, 148

The percentace of the total purchases of stoves that will we 1mproved
stove purchases demends orn hThe effectiveness of the desion, oroduction
ana marketing efforts developed. If imoroved stoves mateh the rosts
arnd performances oF traditional stoves, 1t seems reasmonanle Lo exoect
that, at the end of orne year, S0% of wonthly stove sales will be
improved stoves For those retailers offering both traditional and
rtwprowed models.

Demarnd for steoves should increase bevond the Ffipures shown here as the
urbtan armd rural cepulation oercentages increase and the nomad
percentage decreases.



V1. ReCOMMENDATIONG
MIL B, GBeneral Recomwendations

A variety of factore determine the demand for cooking stoves.
Frocupezrs and retailers of improved stoves have a degree of control
over sowe of these factors --- price, promotlornal methods,
distribution, oroduct characterigstios - while other factors such as
basaic gemand, comeoetition, and economic climate must be considered but
are bhevone their control.

In the long rurm, overall demand for less costly svoves should grow as
the cost of living incoreasses and results in hgher electrus, cas and
keroses costs. Lack of availability of the more exoensive stoves and
Fuels may alse become & oroeblem. If the demand for low coest stoves s
to e directed toward imoroved rather than hraditional models,
oromoetions, imoroved oroductiorn methocds and coweetartive pricing wust
pe initliated and sustained,

1. Stove Frines

frice is one of thae most imwortant factors influencing a customer’s
cdesire and ability to purchase a stove. For exawpie, coreuss frowm the
Lower Shatelle stated that they would cheoose a stove which is more
fuel efficient, but ontly 1f its price was poual to or lower than that
of & LTraditional stove with whicih they are familiar. Resoonses From
grouns 1 Yurkud i the Gede region and from Mogadishu indicate that
the orice for improved stoves should be bDetween those of traditional
cerayioc stoves and traditironsl soeoapstorne stoves. These prioe
regurrements also hold true for imoroved metal stoves. Metal stoves,
sanee they are unfamiliar to moest consumers, will e directly cowoared
to scanstorme and ceramic stoves, and thelr orices wil)l have to he
similar,

Inflatiom orovades a further incentive to kees imoroved stove prices
low. Aeccorging to the Somalil Ministry of Flanning, in February 19683 a
consuver kad to suzend TH8 shillingas per month for food purchases. v
February 1964 this figure had risen te 10486 shillinas for the same
amount and quality of food -~— an increase of 1584, The diecoadisghu
Family Budcet Survey of 1977 1ndicates that 0% of a Family’s monthiy
expencgirtures are allocated Ho foed purchases. The average consumer’ s
atilaty to buy non—food 1tems, inclucting stoves, 1s womtinually oeirg
reduced.

sy

“. Frowotions
2. Methods

Currently, very little promotion other thanm werd of mouth is done for
stoves 1n Sowmalia. Frodueers artd retailers simply display stoves at
lecations rnear oroduchion sites or inm opern air markets where cistomers
purchase marny of their food and non—food i1tems. It apoears that
develoning eftfective oremetional methods for imuroved stoves could

i
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have a significant imoact on consumers’ interest in and accewvhance of
t hew. Six techmioues applicabie to stove orometiorn are suneestred

here,

1.2 Home trials. MAs a promotional technique, home trials are the
most effective way to aet improved stoves into howes. Ume anproach
15 to have customers take home, for a specified period, & stove
they have purchased. If the stove dogs not oaerforw to their
satisfactior, they would return it for renlacement or refund. Home
trials helr reduce the risk a cuastomer feels inm nurchasing & stowve,
and they insure hrhnat the stove is exnosed to several users i T he
setting in whieh anformation exchanee usually takes place. Home
Irials can be very benefic:al as a oromotinal teooel as long as
stoves conerate well, If gtove oerformance 215 poor, thouuh, home
trials will sericusly hamper any future efforts to orowote T hem.
Home trials recwire more weomnitoring, Follow-us and record keeping
than other promotional technioues, but thev asse allow sellers and
VITAR extensi1omists to cain direct user information.

<

Smale reoorts interest on B he part of both elders ang women s
groups 11 having tmproved stoves o oprowoted throuoh women’ s
ArouUNs. This ia ar attractive ootion since the women have
pxtenszive local knowiedoe and experience with tracditional stoves.
For howme traals, The wewmern could e given or sol/c at a discourt a
stove to take home and oromete to therr nelchbo s and friends,

If womer’ s proung are o be used for other mromobiaons. VITAH
pRtensionistes should thoroughty train the orousns oy nrovicirng both
teckhnical and promotiornal agsistance. The women could aiso bhe
trained as steove produrers. Thais wouid 1mvolve orea’er
exoenditures and extensiorn efforts, but it would establisy a basis
for several small businesses and further dewvelos the level of loreal
si1lls. The orotlerg inherent in setting ug &N ancome nerneyrat g
activity owned ang wmanaced Hy a oroun wmust be considerecd.

Froweting and selling through established, indiviguaily owned shops
coulid prove woere successftul. The recowvended acoreach is to use
the women®s prouns to market and prowote the stoves, then train
grouus memners to e oroducers 3F the orowotiornal wpreoravs are
successftul,

Z.) Tea shoo gromoetions. This is pusentially a method of providing
continual publiec vemonstrations of the stoves. Imoroved stoves
rould ke given, leared or sold at a discount to tea ahop owners who
new use traditionsl cerawic or scapstorne stoves. "ONVITR
Extenslonist could exclain to tea shon owners what the stoves car
do, ask they to use them for & specific opricd of time, and wonitaor
Trepar fuel comsumbtion and performance. Iv adcation, incentives
such as & free or reduced orice stove coulid be of ferec to the
narticinating snon owrers 1 f they succeed i promeotaing the stoves
for a loral retailer.

3.0 Foint of sale demonstrations. For anv stove with which people
are not fawiliar, an educational process wust De imitrated if a
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favorable response is sought. Demonstrations need to ke aivern to
retailers, produrers and consunmers, Te do this, VITS extension
staff must know and be ablde to demonst rate sach of these
characteristics:

= The correct dimensions and tolerances of the imoroved stoves
and the iwmportance of usirng these specifiec measurement s,

= How traditional and imnroved stouves are mace including
knowledager of the naterials used and the problews of precduction,
- The soecial features, advantages and disavantaoes of
traditional stoves.

- The suecial! features, advantages and disadvantaoes of +he
imoroved stoves and why their advantanes outweliah theinr
disadvantages,

= Methneds by wrnich the customers can quichkly see and,
preferabiy, exoerience the soecial features and advantages of
the new stoves.

= Epecific wave to help the retailer. Simole ideas such ag
putting up =igns anrouncing the availability of imoroved stowves
can be used to galr customers® attention.

Staff working to prowote the stowves should be familiar with the
local marketing practices, sosak and understand the local dialect
well, know traditional Locking methods and oroblews, and be able to
meet and talk with peoole easily. The staff should bhe convirced
that the =tove 15 good and, 1f poesible, should use 1t thewselves,
Ideally, promotors should be women.

4.0 Radio messages. These will nave the effect of 1nereasing
consumer awareness auout both stoves and the peneral fuelwooeo
oroble. YITA has used this wmediuv before and should comtinue to
do so. Radlio messages should focus on snecific, auenvifiamle
benefits to the stove user. Fop exanclie, & sue cescorilbing how
covering embers to save them for later use soould incluce soecific
Froures om the shilling value of the fuel ANV L0,

Several guestions should be answerec to insure the erfectiverness of
radio wmessagess
= What portiorn of VITA s target poouiation listens to the racio?
= During what times should messaces = &ired 16 order to reach
the maximum percertage of the target copulation?
- Dors the vessaue use Lanmauaaer and technical 1nformation pasily
understood by the target ponuiatien?
- Are the wessages more pffective 1f the same messade is
receated frecuently or if a series of different MESSKANES ATre
usec?
~ Would a dialogue or short story invelving two or more DErsons
ne ar effective way to aet raclo MPRESANes across’?
= When gaving the message, does the radio anrmouncenr convey a
feeling that he or she nersonally pelieves 1 the produst?

S ) Newsnaner articles. These can also be effective if given in
& SReries. They could be used to exolain different asmerts of
the Fuelwood prowlem, reascorms for increased fuelwoed prices,
Rxamnles of what some Sowmalils are ttorne te reduce fuelwoood use
and cost, methods that have beer effective in ot e countries,
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fuel conserving cooking metlhoeds, and the advantanes of using
imperoved stoves. NewsopaDer coverads 15 limited mostly te
Mopadichu, so oanly the literate, urban pooulation will direcktly
bernefit from this effort.

Newspawer acdvertisements could be used, and, while too costly
For use oy individual producers or retaxlers, VITH could sponsor
acvertisements or imopreved stoves in general and on the
ivmportance of conzervation. Acwvertisevents can 2e used to
attract consumer attention initially and te ouichly pet
consumers Fawiliar with the nawme, apreearanoe and cost savings of
the stoves. ‘

G, Drinted public anmouncements., Sinmce hhe stove market
surrently uses no oromobions, posters and sions oan be simple,
pffective wave to net a customer’s attention. The cost of
orinting, develcping effective messaoges and distributing
posters, however, may be high, The amount of written
informatrom a pester can convey 15 liwited, but the visual
images can be a very effective communication method. Stove
sales arnd dewonstration jlorcations should ke included on posters,

B, Froduct Characteristics to be Fromotecd

Eack stowve being comsiderpd —-— cerawie, scapstone and wetal —— has
umioue characteristics, and each should be prometed in a way that
nighlights 1te nenefits and clearly shows how 1t meets t e
expectations of The consumers. Hased on the scocilo—economic SUrvey
results of Swa:e, consuwers desire cowbinations of the following
features:

1 nortakility

Z) ability to save embers

=) moderate smoke production

&) procuctieorr of minival waste heat

5 low fire and burn hazard

&)  reduced ceoking time

7 reduced fuel consumntion

£ ability to use both wood and charcoal

3  oood anoearance

10y durability, ease of maintenance, and ease of revair
11y s=tabhitity or low center of gravity

12y anilizy to be ralsed off the ground during raing strenath
when wet or & depsilon that allows siwele mebhods of

rest rengt hening

133 ability to use many pot sizes and ko make caniero
142 ability te ook at ieast two foous simultaneously
1% imcense Durning and lighting capatdlities

16) easy 1onitiomn ang waintenamnce of gpition

17y epase of learnira correct sethods of owneration
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1B8) similar cnst to traditional stoves.

The VITA extension staff needs to be able to explain and
demonstrate as many of the stove features listed atove as possibhle.
For example, the reduction of waste heat can be cewonstrated vy
having observers touch stoves while they are cooking since the
sides of iwmproved stoves are cooler than those of tracitional
stoves. Thiz can also be used to point out the reduced burn hazard
effered oy amproved stoves. Two stacks of wood representing the
amounts of fuel Hecessary for imoroved and traditional stoves is an
effective way to cowmunicate fuelwood savinos. Demonstrations of
oither features such as low smoke production, the awility to use
several pot sizes, and portability are straiohtforwarc.

Fromotors should relate demonsirations to specific, auantifiable
Pernefits. With the waste heat demonstratiorn, 1t should te stressed
that cooler sides mean that more of the fuel'ea ervergy is used to
coeok foocs and iess s wasted, o less fuel will be neeced, and
time and monevy will be saved. Whenever possible, the amount of
morey thalt wiil De saved oy using an imoroved stove should He
exolicitly stated.

Fromotions used should be desioprec o roxrnt out hheee features
wihreh are of oreatest interest te a taruet cenulation., Ewma'le
showed that tHe imuortance of the spec:fic features varies AMCOTIC
arnd wrtiin reglions, oetweer refuces ant nea-—-refuces conulations,
AanNd ocoss1bly withan a oirven community. Thies situation creatres the
problem of desioning and oromoting stoves that mest as varny sets of
consumer comstraints as pesalhle,

Oree avmroack to the oroblew 1s to tevelon & zanale model of =tove
but To oromore it differently in areas with different comsumenr
preferences. Faor example, the stove' s ability to conserve fuel and
thus reduce fuel costs woulc be prowoted stronply teo refugee
customers 1rn the Lower Shetelle, while shorter coeeking time and
lower fire hazard would be emdohasized to ron=refugees in tae area,
and thne stove’s good appearance would he oromoted to Maoradishua
customers,

Another method is to desion and promote a variety of stoves, each
effering the set of features oesired by & specafic customer group.
This method makes mass production and auality control more
difficult, andg 2t results 11 hioher costs.

An intermediate method is recommendec far VITR -- an imcrenental
arpreach. Initially, one stowe wode!l should 2 o made For all
customers in a carticular markel., for examule all recicdents of the
Lower Ghebelle {refugees and non-refucees). Since production
skills are limited, thie would ailow producers to thoroughly learn
the methoed of oroduction of one tyoe of stowve and thus cultivate

better quality comtrol. Test marketing soould also be done in one
ares inttially so that VITS extensiormists and local retaileps can
thoroughly learn one set of marketing tecknioues, Later, a secong

stove CUesign ant set of promotional technioaues smogl o he developed
o meet a different customer nroun’s orefererces. The orogram can



expang From this point. Soecific anproaches for indivicual stove
types are described later.

3. Folitical and Lepal Factors

There is lattle that stove oroducers and retaillers can do abhout LThe
sittuatiorns 1rm which they ooerate, yvet lecgal and 2elitical factoers
can affect Their businesses. A VITA staff person snould he given
the respomsibility of womtoring factoers such as Ffuel (all tyopes)
prices and availalility: imoort regulations: changes 1n oolicies
affecting stove wateritals, tools ang warketing: amd demestic and
foreion goverrmment programs or assisteance efforts that involve

stoves.,

Irmieroretations of how these Ffactors may arfect iwmoroves stove
businesses should be wace arnd passed orn to produecers and retatlers.
An examnle ot a relevant policy would be hthe Somaiil government®s
aitowing FHenyarn stoves t:c e 1mportec. Somall retailers would need
to know FHow thelr orocucts compare to and how thev could compete
with the rwoorts.

4. Techmiocal Assistance

A orimary Ffoous of the VITA extension staff should be oroviding
technical assastance and training to producers and zetting upx
svstems for quality comtrel of imrovedc stove preduction. VITA
should as=igrn omne persorn &5 & technical director to keep up to date
or stove geslon, raw materials., teols, and methods of oroduction,
Imformatiorn 18 avallabre Froem mary antermational oroanizations, and
contacts for information exchanpe should e maintained on a recular
bas:=. Tt 1w alwo fmoortamt to zhare with other countries

Somalia’s exneriernce with imuroved stoves.

As recomwendes in a subseguent section, contacts should be
ceveloned with thae Somalia Polytechnic Institute and the Somalia
Technical Educatieon Teachers® (fDoelleqge so that their exoertise and
facilities mav be uvsed to do furtaer develooment, testing and
training.
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VILE., Ceramic E.nve Recomnendat ions

Figlid tests and limited test marketino teo date incicate that consumers
are interested in the moroved ceramic stoves. Frodurers and

retallers, however, vneed to be assured of profibks ecual $To or greater
thar those they receive frowm traditional stoves.

Frocucers currently charne five to eight 2hi1lirnos sore For imoroved
tesion stoves than for traditional mode i s. The higher orice 15, moest
likeldy, due o the inmcreased labor irnvolved in producing the VITA
desigrns or to producers’ assumpbtion that VITA will provide subsidies
so retallers can afford oo oav bigher orices. Te address the lather
1t wust 2e wade clear that rno subsidies will e grantec. Keaarding
wmarent that VITA needs Lo
U rs,

e 1rcreasscd lanor reaul rements, 1t o1s &
comtinue to provide btpcYical as vxﬂtanc

i
+
o
s
S

A ceramin
ceramists Frow all regions in which VITA does cerawic stove work. The
Training should ircluce instruction in clay orecaration, heckmicues of

e exoert shnuld be broucht in to orovide training to Somall

orocduction for bhoth dry and rainy seasons, Firirmg and finishing of
procucis. VITA should alise assist oroducers by providing informetion
abtout and access to improved tools, potters wheels and Kilns., A VITA
tecsmician should begin Dy LUildivmg %Xilwns and Lraifing ceramisis in
therr use.

In areas viere there are markets for ceramic stoves bLuat ne oreducers,
VITA should investioate the feasibility of establishing rnew producers.
For areas without clav denesits, this may sean assess.ro bthe ecomomics
of transoortirg claw, webk or dry, te production sites rmear the
marketc.

Furtyaer assistance to orecducers ssHould be previded im the Form of
locating Pptmz s T sell the dmproved stoves and bringing thew in
oirect contacht with the oroducers. Egtaidishaing these linkages is &
neceswary part of asswring oroducers that there 1s a strong Jdewand for
B he imurnved stoves and that 1t is te baeir tenefit to oroduce them.
eoualily imoortant to the retailers, as they
rsrent scource of hios cuality orocducts.

=
Q

in

mMalkimng thuis cormention i

MUSET L ZSSUrend of A oo

\
i
s

P

Tre rebtallers alve need assistance Lo redusing breakade during
tramscort &and 1m feveiooline prometios and sales technioues. T e
breakage problew can be addreszed oy designing higher strencth stoves
or by desianing & dimuroved peckaging svstem. VITA should consider
the cotions and select an avpreooriate wetheeo for dealing with the

b lem, fAs descrized in tee Gereral Recommevdations section,
rietallers should be trained to use promoeotiornal wethods aporoeoriate for
thelr taroet markets. Tihnie will reculire VITHA extensionists to train
retaiers how to demenstrate and discuss the advantacees of iwmoroved
ceranic stoves.

£l detarled test warvebing olan for ceramic stoves is oresented in
Qooernttix H. Ae supeested abowve, it dinvelwes the use of a single
proﬁlcer and & simale retailer 1 an area familiar with VITA s work.
It is recowmended that, for each retailer, soecifinc weekly sales
tearpets as & ocercentane of bteotal stove

Z'/]


http:shou].r2
http:o'duLce.rs
http:brr.uQ.ht
http:Cera#,.ic

vi. [. Svanstone Stove Recommendations

Currently, the greatest ecbstarie to gebtting iwbproved scaosterne stoves
into corsumers’ homes 1S hiogh oroductieon costs. HGernerally, the stove
deiﬂhR amd oerforvances are aroceotable o comsuners, but bhe
uwrnhf igdzed orice 1s too biah. The Scapstone Loecoerative craftsmen
Taim that the VITAH stoves regulre much wore time and effort ve
procuce and oftern recurre larger blocks of raw secacsterne than the
traditional designs. Eich of these raises the price of tne stoves.
Tao bring the orice of imoroved stoves inteo lime with the price of
traditiornal stoves, the oroduction rosts gust be decreased. This ran
e ackmieved by refining the desiorn Lo vwake 1t a smaller, esasier o
carve stove and/or 2y imaroving the proguctive abilities of the
Cooperative. VITH should continue to work toward a lower cost, fuel
pfficient cesion, and VITAH should icdentify new teools, methods and
£4323s hhat would ve beneficial Lo the craftsmern.

Technical asstetarnce for oroduction methods gshould be orovided by
DrAINRing & Seapstone sweclallst o the El Bur cocoerative to deoe some
training of the mraftsmen and wake recowmvendations regarding ivmoroved

Toolae. Firgt, this will recuire & needs assessment te determire what
specific training would be west Deneficial. Then a specific schedule
and oian sould be weorked out witn the Cooperative before the Lrairner
18 brouent o, Imomroved skillie and tools shoule enabie the coraftsmen

to orocuc eod Quality sStoves at a mucih lower cost. It will alspe
enhance their anility to opreduce were of the current oreducts and.
cerhaos, ho develoda mew oroducts. VITH should assist the crafhsmen 1w
Faining acress btoe any toeols that would improve theilr procduaction
OrOCESS.

The ohher elements of hhe traditicomnal marketing orocess that need
technical imorovewment are stove transpert and packaning. Iceaily,
VITH will e able teo develono & low cost, reuseable packaoinn method
that =igmificantiy reduces breakace. Aoain, th;: tmorovenent will
veriefit mot only the rew stoves tut &)1 seoanstorne crcducts made by the
Coooerative.

As it the curanic stoves, test marketing and oromotiormal methods are
truz areas that recuire attention once a technically sercoeotabie stove

&
cesio xS Deen acMisvecd. For test marketinn, top same oeneral
]

T & =
orocecdure sugrested For cerawic stoves s recosmended for scapstone
.

sitoves VITH exiernsicon swa7f should deve:oo soupcafic demonstration
ang ar vmot'on methods and they should select one retsl.er in Mocadishu
oo owork witi, e demand For The stoves grows, and as VITA learms what
marteting wetheds are effective, the extens:on staff shuld begin to
Tr&ain more relallers. PBlesm, as sarly &% pogssable, VITA s+9culd work

with wowern’ s grouns and obtvuer organizatiens to becin cewornstratiens.
Market testing for scansteorne stoves sqaould include Houseqclids that
have gerne, a&lly usesd ceramlieo stoves. It = 1mmortant to learn whether,
Wit acecuate ocromotion and educatior aoout hhe Fuel savirmos and
Lionger lifetiwes of socacstone relative bto tradi:tiornal ceramice s=toves,

~

ceranlc stove users witl be interested 1in hhe amoreved scapshore
stoves.

D
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VI, D. Metal Stove Recommendations

Covrerntly, there is very little meta! stove production inm Somalia due
to the liwmited supoliyv of wetal and metalworking skil ls, In liaght of
These conditions, The metal stove develoowent orogram should be gavern
a lower priority than the ceramic and seacstome stove aregrams.
Improved metal stoves face too marny barriers —— materia’s shortanes,
poor nrovuetion skills, & market unfawmiliar with the products —— to
warrart VITA s allocatine scarce rescources to bhem at this time. If
the market for metal stoves becomes more attractive in the fuature, a
orogram of prototvoe develecowent, fielid testing and production
training could be initiated.

If market conditions becove Faverable, VITA should work with *he
techiioal dnstitutions in Megadishu to develop and test orototynes,
(Ger tine Technical Institutions sestien and Pupendax F for more
information. ) When two or three wode!s with acrentabie efficiency and
desigr characteristics are develooed, limited fieild hests should be
startec. He owith the other stowe types, this will =2 an iterative
orocess of receiving Feediack From consumers azout stove cerformance
arned accentability, receiving feedback from procducers about procduction
costs and canabilaties, making desicn changes and §her sutmrtting for
fipld teste.

A hey asnect of oy metal stove orograv wall be providinog technical
assistance to the prodtucers. This should invelwve bringing a
metalsmitih with experience in stove produchicon to Somalia For a ore or
twe week traitning course. VITH ehould also assist oroducers im
cortaciing materials suuniiers, ourchasing teols mecessary for hiogner
auality work, and wmaking contacts with stove retailiprs.
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VI, TECHNIDAL INSTITUTION SURVEY RRESULTS AND R COMMENDAT I UNS

MIT. A. Institution Survey

Andiallani fidde, Frincinal of the Somalia Technical Teachers Training
College, and Umar Hussein, Admwinistratoer of the Mogadishu
Folytechnical Institute were contacted to adetermine what assistarce
their inztitutions could provide to the National Woorstove Frogram.

HEoth schooels have training facilities For sasesmetal working, metal
machining, welding and blackswithing. No Farcilities or expertise are
presemtly avallable for ceramic or scapstone work, althounh it may be
possible that tools and other epouipvent for working with these
materials could be devel!oped.

Both institutrions bhave dorme cormbtact work for PUEtSide Qrouns such as
the oolice and other government agencies. This woerk i1s usuaily done on
A one-time basis, and they do rot contract for oroduction or revair on
a regular basis, In many rcases, the work dorne is related to
sopciality wors which canmiet be done rasily elsepwhere in Somalia.

The acwinistration of both schoeols expressed great interest in
assistamg VITH., To imitiate a arciect, VITA should cortact the
atwinistration of either institution to net verbal approwval. Staff
will be assioned hto khe orocaect and the inoutse (raw materials, toels,
eted). outputs {training, prototyoe model develooment, written
reconmendations, stc. ) and inmcentives will be discussed and aareed
upaoen. Staff would usualiy have to work om VITAH projects during their
free Line, and Lvey would not receive extra incentives from +he
gchools. VITA wust, therefore, be prepared to provive arny incentives
recquired, and the incentives will have to be anuroved by the
acwinistration., The Ministry of Eduration i1s Ercouraging the schoels
to make their facilities more available to wortinwhile orogects. suo
adwinistration—-soliciterd incentives may not hecove an issue. S5taff at
the Somaiia Technical Teachers Education College, however, are mestly
LN Valunteers and may have contracts that prevent their receiving
direct firmacial incertives.

Neither contact sugeoested pther institutions that minght be ablde ©o
assiwt VITA with oretotyoe development or procuction training.

Ferhans as they become more familiar with VITA’s work such supoeshions
mowld o mace,

V1Ii. K. Recownendatioms

The two institutions cembacted have facilities and expertise that
Fouwid e bheneficial to prototyome develooment and production techniaue
design for wetal stoves. 1f VITH choeoses to use t4aese resources, the
Foilawing guirelines are recommended.

1. Brlect a contact oersomn at each institutior With whom VITH
will work consistent iy, With these contacts, negotite the
supcifics of the acreements, 2.Q., staff incentives, reguilred
inputs of each party. Regarding staff incentives, it :1s


http:personr.at

sugoested LTrat 50 o 70 percent of the cost of previously
produced VWITA wetal stoves be offered to thue assisting staff.

2. R VITH staff verson should be assioned to work with the
school’s stalff whenever they are working on the stoves, S0 new

techninues can bhe learned and passed on Lo stove preducers. This
will alse provide mere interaction about the features that should

he ircorporated into the stove desions.

3. Feedback to beth school staff and adwministration zhoulid be
orovided to saow how therr recommendations were used and what the
results were. Written achknowledament should 2e given to the
partacinating staff wirth comies to The school and the Ministry of
Ecducatrion. This can art as a nen—-monetary incentive and could
encourace Tuture cooceration,

4. Beheel staffs’ interest in 2rovidineg training or other
assistance cutsaide The schooel Facilities should e sought.

Z, Inmitially, VITA should woerk withn beth scheols, and,
subsequently, the cacarilities and costs of working waith each
should e deterwined. After beth have cowpleted orne or two
develooment orcopects, VITA should decide with which scihoonl
collaborabiorn should continue.

N

—
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comnsuwner accestance nof bheans.

a) Remove o scarify (scratoh with & wire bLrushs or ruu bhetween Lo
small wesh wire screenz) the hulls, ang scratch the surfarce of
cdeltulled beans befere scaking and cooking.

) Reduce storage time since storave causes Mardening of the hulls
and so 1neredses cuoxing time.

) Add banitg@ soda when scakiwng or coeking. [me guarter teasooon
e liter of water s recommendec. (Rdding toe much soda will
inerease the oM of the water aliove 8.0, pivang tne food and
alkaline Flavor and testroying sowme vitamins. )

¢g: Beak beans before coockino to soften them and reduce loss of
rmutritional value. Cooking times can usually be reduced by 0 to
45 minutes.

£) RAveid acdding salt during cooking as this causes tine beans to
remain hard and thus i1ncreases cooking time.

5. Hayhox cookers: These cook food by using the heat cormtained in
the water and trne partially cooked fooeds to proleng cooking. The
Loxes or other comfainers are highly insulated fto keeo heat in the oot
cduring ceooking. The centainers rcan oe wade with a variety of local
materials such as basiets nor blankets. Several havbox cooker designs
shouid 2e vevelooed usimg cifferent materials, and they should be
tested to determine what local foeods could be presarec in Lihem arnd
wnat the fuel scavings would he, Rivce, meat, fecumrnes, and orains
should te readily adantaonle to havbox cooking. Foods reculring
repeatied st2rrineg or addit:on of spices or other ingredients will be
mere difficult Yo adant te Ltz method.

Maybhox rookers are partioulariy useful fone arecooking foows such as
leQures, “nods wcan e partially coeoked using crals from one meal, and
then can oe placed in the haybox cooker and be reacly for epat:ng at the
next meal.

fee ) Holar cooxers:  Tvo high levels of imsclatien availavle in Somalia
make sorar technologies technically wviable. The hi:gh rcost of
materials and the avsernce of skills mecessary for bDeth focusing andg
et box solar cookers, however, wake the oroducts far too costly for
low income mhousenolds.

Hot box solar Tookers could be deveioned and Field testec For middle
and upoe» income groups, These would 2e suitabie for cooking
aftermnon and, poterntially, evening meals., and the s:ze of the cooker
cetermines the number of foods that can we cooked simultaneously ——
usually ore Lo Laree. If olass or & 2igh temoerature (200 0
transliuscent plastic available-in O, 5w x 0.5 eheets or laroer, it
18 estimated that a cooker could e made For 750 to 1000 shillings.

ii
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AHEFENDLIX A

RUESTIONNAIRE FUR FRODUCERS OF WOUD AND CHARCUAL STOVES-FART

1. Name T 0 -1 1= —— e
z. Lomation T
S, Froduction tvpe ceramic e e e e
Mmetel __ goapvstore
4, Leneral descriotion of stoves made (size. shape,
other distingushing features)

A,

.

c.

—

3. Kaw materiazl

a, Tyvoe (brief descriotion if possible) e

b, Location
S ST T
g. Froplems encountered tavailaidility, comortition,

location, cost, etco)

[ Tools., eouloment and supnlies
(orief description if rossible)

b, Location
e et T
a. Frolems encoursered {(in use, availability, ouality
moest, eted

7. What other probiews oo youw hawve with
a, Making stoves {(latcour, weather, tramsnort et

"~

b, Belling stoves ttransport, larck of customars, eteo)

B, Could vou spll more stoves 1f you did neot have thece
oroblems? Yeps o If yes how mary more stoves could you sell each

venth or weelk

If mo__ ___ why not

3. How manv ours
stove’

or days—--—=—- does it take to conlete a
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AND

DUESTIONNAIRE FOR RETRILE: I N[N ] CHRRCUAL

i, Names

z. Lewation
3. What type of stoves do you seld ___ _

4. Frow whon

-
.
o,

makere st oves

Tooyour

st o e

T em

the
oet

o
g 5RY

vau oo
o

Ta Ry
shaoo'

. Mow many stoves o vou ouw at & tiwe
Fr. How o pany stoves do o yvou sell each wesek  _ or
7. What characteristioes o your custovers want

They ocurchase From o you? S

B. Do you want %o zel) more stove? Yes _ No

et oves?

Yoo o What would be dore to meln vou sell more
30, What prevents vou From zelling more stoves?

ETOVESG

NoNt

ar loeok fopr

PR

——— st e

N

in wtov

1. What imoarovements 1 stoves could belo vou swll more stoves?
1E. Do oyvou sell more stoves at some times of the vear than obhers®
. Ne If ves woay __ _

D3 What are ther covernment or other laws or reguliatiens which you

must follow © sell stovea?

4. Whirch steoves deo vou feel are the best?

By e e e e e e e e e —-
15, Who buys most of vour stoves? wowmern e

16. About how lerg does a stove last wefore a rmew one kas to be

nurchased?

the price of your roves

the orice for stoves charnoed in the lasth
shange!

17. What is
18, How las
think it has

w2

yeary

Why do

3
p3

=23

e

you
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AFRENDIX C

BUESTIONNARIRE FUR RETRILERS OF WOUD AND CHARCUAL STOVES — FART

Name . Date
Location of retailer
Tvoes and size of stoves sold hy retailer

Tyoe Eize Frice

Where do vou ourchase the stoves from?

i

What 1s name of producer

How often do yvou buy stoves From the progucer?

How many stoves oo vou buy From the oroducer eacs tiwe?

Do you curchase toe same amcunt of stoves each &ime
e So

1If rio why?

How are the stoves tramsoorted Lo your skhop?

How much does 1t cost to tramnsport stoves?

Do some stoves bireak guring transport?

Yes MNe

]

If yes about rmow marny?
Why o you think they break?
How do you packane to avoio breaknoe'?
How can the breaskace of stoves e reduced?

How many stoves are sold each week or month?

Tyne Size MNumiver sold

~
4
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16.

1B.

Z20.
“1.

R M

Why do you tlhink you s211 more of certain stoves than others?

Do you sell more stoves at sowe times of the year than obther time?

How Jong sco you think a stove will be useablie or last?

What special or extra things cdo vou deo you to. beln sell stowves|
] h ¥

What othker products co you sell?
Which preducts do yvou sell most?

Whickh oroducts do you not sell so many

of?

7,

<L)



AIRPENDIX D
INFORMATION FRUM TECHNICAL SCHOOLE IN MOGADTSHU

1. Contact person Date

Z. Title

3. School name

4. Eohool loration

5. General tvpes of facilitites and expertise at the school

6. Has schoel done work for cutsicde aoerncies? If so what was it?

7. Would the school be able to assist VITA iy carryirng out some
prototyvor develoopment, tewting and training of crafbtsman®

a, What is procedure o get aoorovals to et work done Lhere?

. How do we impliewment work and what would weoeu like to mee VITH
orovide? (materials, funds, etc)

10. Do they have suogestions for the followings

1. Fersons whe would be interested im kelpimg iy prototype
cievelopment ‘ ‘

2. Craftoersoms Lo bulld steoves to VITA specificalions,

3. Fersons who would warnt te geret training or give training in
stove making.

3



AMRENDIX
TEST MARKETING FROCEDURES FUR CERAMILD STOVES

INTRODUETION

Test marketing is the controlled marketing of & vroduct, inm Hhis case
a ceramic stove, or service in a selected locatiom which 1s
recresentative of total market existang For producers. The Lteet
market must represent what will be done when selling to the warket in
she future, This applies particularly To price and irncerntives,
orodurt characteristics and features, prowetiens anmd distributsoen.

There are Two reasoms ho conguet fesh marketans,
1. To &llow VITA to gain information and exoerience in having
ceople oroduce ang sell stoves before a laroer sales promobtior
orogray 1s started.

2. To helo predict what may be the best way for the prodguction
and sales to take place zo increased oprofitable sales are
nht aimed.

The test market procedure described here should he carried out For 30
gays or less. If sales are poor due to the stove’s characteristics,
oricing or promotions, therm test marketinag should be stopned urtil the
problews are sclved to the satisfactiorn of the VITS Director.

SCIOEE - WORK FOR TEST MORKESTING
A. Work witlh at least one eoroducer of ceramic stoves to oroveide
technical assistance and traznimg te buille imoroved stoves ane
the learn riew Teckmicues.

k. Work with one retaller of ceramic stoves to belo locate the
orogucers 1n (A above, provide technics) zeistance and training
or stove dempnstrations and usirmo cther poromeotions o smel)d
improved stoves.

L. Merator transport of tie traditional and imoroved stoves from
producers to retailer to fully understand the process inclucding
coste and breakaoce.

D. Momitor all sales of improved stoves and make cdaily
recordings and repeorts of progress as shown in the Drocecures
section of this aooendix.

TEST MARKET FROCEDLURE

VITA extension staff will use the following procedures to comduct the
marketing of ceramic stoves,

I. LOCATION: The initial test market will be dorme inm the towrn of
Boryvoley so as to sell teo ceople mostly there and to refucer camos

AW
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mear Horvoley.

I11.

FRODUCER RELATED FROCEDURES

R. Choose orne croducer who khas skills, Facilities, and interest
to make stowes.  Thiv producer should te near Horyoley (Marka or
closer) and snould mave made stoves for retxilers irv Boryoley
before.

E. Determime if the producer is interested in making stoves to
VITR spercit firations., Ehcow a wodel of the stowe seo producer has
clear understanding of what tyoe of stove VITA wants made.

. Explain how MITS will help them wmake stoves bhubt all s o
must be to specification. Stoves will ke curchased by & retailer
not by VITA.

D. Determine whait the producer feels the price will be after
MITR explains the first few orders are for test marketing to see
if customers want to huy., Do rmot get a guote but explain the
final price will be detervined by the retailer and oroducer. [Qluo
exolain that VITA is NUT buying the stoves but only offers free
assistance to make and srll the stove. The orace should he the
same nr less than btraditional ceramic stoves the oroducer mow
makes,

E. Hoth a v173 production and extension staff person VITA will be
physically rpresent with the producer during production of all
test market stoves Lol

1. Bhow how stoves are o be made. Seratch or mark a
productiorn lecation, date, and number on each stove so
to helo im monitoring later durirng sales. (For examdle,
&ll stoves made in Merka will have am "M" and a nuwher
1.2, 2... etc depending on the order in which Lhey are
made. )

a

in

<. Make surep all stoves are made 0 specificatiorn and to
explairn reasons why  certain specifications need to be
maintained. This is the start of the ouality control
3o rav.

3. Learyn mew and imboroved ways to make the stoves so this
knowiedoe and exoperience can oe passed om to other
progucers, VITA staff must be nperm to learm as muchk if
net more than they teack about waking stoves and working
with clay. Sopcifications must be maintained unliess
producer dewonstrates that an improvesent or change will
not hurt fuel efficierncy, strength and othr functional
characteristics.
4. Ering the retailer to the oroducer to agree an a orice, place
an order and purchase the stove wher cowpleted. All business
will be bhetween oroducer ahd retailer. VITA will mot e involved
other tham to clarify what VITA will do anmd to record how the
price and order was agreed uoon petween producer and retailer.

\
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I111. RETALIER RELATED FROCEDUIRES

A. Conmtact a nerson in the Borveley market place who is an
estalxlished retailer of ceramic stoves. The te=st warket
Incation must be a place where the VITA extension staff can
pasily monitor the sale, use and problews with the stoves.
Beimp avle to control the test market conditiorms allows fhe
following.

1. keeping track of who buys the stoves and %o provide

follow-up sales service te custowers and the retailer.

Z, tramsport and other orpamizivg to ke done for testk
warketing 1s easier.

3. contact with a larpger market is limited where other
Factors are rnot as controllable. If the test warket falls
the larger market has met heen influernced as much alsco.
ke, Determine 1 f and why the retatler i
sellang the stoves. Show and demonstra
retailer 1s fawiliar with the stove, it
would be o her eor khis interesty o sell

= interested in

te the stove so the
s features and why it
tThe stove.

. Explair how VITA will heio the retailer byt

1. Locating a producer and facilitate the contact with the
praoducer at the orecuction location.

2. Doing demonstrations and training direchied ar the
retaller so they are very fawmiliar with the ztoeve amnd can
demonstrate it effectively feo customers. This ftrairming
will start at least one week befeore the stoves are
delivered o the retailer so there is time Ffor the
retailer to prepare and practice dewornstrations. A \VITA
extension staff will available during all demonzstration,
training and practice sisstons, The two women seconded to
SUF, Maryam and Cadar, will ke tke primary persons who
will train the retaiier and assict in promoeting the stove
in the markeinlace.

Ze Allowirg all profits o go to the retailer. Exnlain
that all business dealinags are between the retaifier and
producer. VITA will mot buy stoves from producers or sell
for the retailers.

4. Purchasivg all stoves from her which oo wmot sell within
30 days after they have beern delivered to retailer fromw
oroducer. Thiaz will be done if stove sales are below
established goals.

9. Refunding money or reuslacing stoves to cushbomers who
heve problemws with the stoves anmd VITH extension staff
ferl The problem is related to the stove and ret to misuse
by the customer.

k’ v
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£, Mowitoring all sales, uses, problems and solve problems
where possible which the retailer or custower have.

7. Monitorivwg trarmsoort of stoves to retailer and reolace
any stoves brokern in transpert.

L. Explain what VITA would like the retailler to do such as:

1. Determine the price to be paid te the producer for
the stove during discussions with The producer. VITA
will not detewirne price.

2, RPay transport costs as mormally done by Hhe
retalier.

3. Allow VITAH extension staff to help her sell.

4. Keep all profits andg will cover other rosts the
retailer mormally has in sellino staoves.

E. 1f retailer agrees te C andg D above helpo retalier
make first comntact with oroducer by providing transport
e and frow producer.

F. VITA records all discussion between producer and
retailer as o how price was arrived at, the orice,
otlher kerms such as deliveing time and obther comments
about the stoves.

IV, OTHER VITA EATENSION SiAFF PROCEDURES

A. VITA to moniter transpert of stoves to warket place
and will pay for anmy stoves broken. Record how stoves
were packed, leaded, handlied how brokern and sugoestions
on how to reduce breakage. Alao determine rcimal
amount of breaksce for traditional stoves. Durability
of the imoroved stoves will he very important and must
e monitored very lozelyv. VMITR wan also test new
vackirg, laadivg and handling methods.

Er. To zrt up demonstration and trairming =ite at warket
place and make sure rtailer has combiete familiarity
with funetilon, use, adwvantacoes and dizgadvantaces of the
stnve. Hecord her comments about the stove and any
prebliews which happen ahid how they were =zolved.

L. Demonstrate s*oves to potential customers and point
out Ffuel savimngs in additon to other important features
especially that the stove is  locally made and wmot an
FHI =tove. The dewornstrations will show advantaoes and
uses compared Lte traditional stoves and must be sasily
arng cuickly seen and or excerienced by customers.

Allow the retailer tosdo as much of the demonstration
as posszible. VITR pxtensiorn staff are there to help
retalier sell not to sell the stoves.



L. Dffer a 30 davs trial period to interest customers
im using the stove. If they not satvisfied after 30
days they carn return stove for reolacemnent or maney
back. Try to aget custower to take a replacewent of
stove. Get information fFrom the customer {(the persorn
who antually used the stoved why it do not function
properly and record that information. Alsc  record
cata of curchase amnd return date, curchaser name arnd
stove mumber and code which has heer scoratched on
bottow of &1l stoves when they were wade.

E. Record comments from potential customers recgarding
the perceived advantaeoes disadvantacs, orice, uses et
of the stove demonstrated. Aliso determine what
influenced thew to buy & stove and especially the
improved stove.

F. Fo to homes of customers, if mossible, to monitor
usesE, problews and solve problewms were possible. This
will he done once a week durine the 30 davs after
Durchase.

. Evaluate the test market activity with the retailer
and determine iFf they will continue te sell the stoves.
I¥f s0 why? If mot why net? - try fio overcome problems

repert findings.

INDICRATORS TO SHOW SLOF: OF WUORKE 195 ACCOMSL ISHED

1. Ome or more meramie stove orodurers will e
located whe mar make stoves o suecaFiacation.

2. Urne retailer will be located in Roryvoley.

3. At least 20 stoves well be ordered orn initial
order by retaller. RAodditional stoves will he
ordered as meeded by retailer,

4. BO0% or wmore of all =toves sold oy retailer
will be of the imoroved tvoe by end of the Fourth
week of sales by retailer. If this goal is not
achieved, then discuss results with the Froject
Dirgcter to define and resclve oroblemms.

5. Weekly records and reoorts will be submitted
to VITA Director on seecific steos followed,
orogress made, probiems and how prollems were
wolved.

N\



AVFENDIXN F

GUIDELINES FOR METAL ETDVE FROTOTYRFE DEVELDRMENT AND FRODUCT ION
METHLUDS

As many as pessible of the following fratures reed to e included in
any metal stove desion

. He portabie

Able %o save or keen charcoal embers

S Can preoduce small and woderate awounts of heat

&4 Froduces very little waste healt particularly Ffrom the
sides.

=, Low fire and burn hazard potential

6. Reduees cooking time

7. Reduces fuel consumotion

6. Use different types of Fuel, esoecially wooo and
charcoal.

D, Mas pood apoearance

10, Is durable and easy to maintain and rooar

TENES
.

11. Not epasily knocked over or has low center of gravity

1z, Can be raised off ground wher, 1+ rains

13. Can intilize different size cooking pets and use can)iero
Par

14, Cavm urn incense and orovide same lioht

1%, Is eawy to r1gmite and maintain ignitior

14, Easy %o learn how to use correchly

17. Comparable or lower in cest to travitiornal stoves.

The following assistance ig needed o develon an Fuel efficiernt metal
stove to be wmaude by wmetalswiths ir Mogadishu and elsewhere.

1. List of materials o uae regarding thickness, size, hyoe, et
baswed on what ix awvailable i1n Sowalia.

Z2. Descrintion of methods to produce stoves so maximum use is
wace of the wetal purchased and waste 15 keont to a mirmimuw.

2. Templates or sketches of these o measure metal for bending
and cutting.

4. Descrintion of toels which are meeded. location and/or ways
to make thew.

5. Description of wavs to mass produce stoves using assembly
line methods to reduce produrtion costs,

E. Sunpgestions on metalsmniths nr others who would be interested
in learning how to make metalustoves and =ell themw.



