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EXECUTIVE SUMMARY
 

Deloitte Haskins & Sells, in consortium with Abt Associates
aAd the Post Harvest Institute for Perishables of the

Agriculture Marketing Improvement Strategy (AMIS) Project
(ST/RD), were requested by USAID/Somalia to conduct this
study of the profitability of Somali exports, particularly

livestock (sheep/goats, cattle and camels), 
hides and skins,
and bananas. This assignment was undertaken on a Rapid
Appraisal (RA) according to the guidelines established by

the AMIS project.
 

During recent ongoing discussions between officials of GSDR,
IMF and IBRD concerning appropriate exchange rate policy,

questions were raised about the profitability of major
exports at different exchange rates. 
Differences of view
were expressed over the domestic cost of export commodities,

as well as, the export prices realised. Given the paucity

of data on the subject, it was considered desirable to
obtain more accurate information on the variables concerned.
This USAID - funded study is, therefore, intended to provide
the necessary data as an aid to a more informed policy

dialogue.
 

The commodities covered in this study - livestock

(sheep/goats, cattle and camels), 
hides and skins, and
bananas - account for the overwhelming majority of Somalia's
 
export earnings (see sub-section 2.1.). Exports of

livestock, particularly sheep and goats, predominate (see
sub-section 2.2). 
 The single most important livestock

market is Saudi Arabia, absorbing 92 percent of sheep/goat

exports in 1987.
 

In 1988, total livestock export sales fell from US$ 51
million the previous year, to US$ 22 million, largely as a
result of the closure of the port of Berbera. Deteriorating

profitability of the livestock export trade was also
advanced as an explanation for the continuing downturn in
officially - recorded exports into 1989. 
 The GSDR has

responded by initiating a number of policy changes designed

to improve the export business environment.
 

A detailed breakdown of domestic cost to the point of export
for livestock (see sub-section 3.2) reveals two important

points: the high weighting within total costs of the
purchase price of the animal; and, the low import content of
costs. 
 By contrast, the cost structure of the bananas and,
to a lesser extent, hides and skins exhibit a high import

element.
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A review of the major export markets for the commodities

concerned indicates that prices actually realized exceed
minimum export prices within the range 7 - 39 percent. Most
significantly, the bottom end of the range applies to the
most important commodity - sheep/goats (see sub-section
 
4.6).
 

Based on the derivation of current export costs and actual
 
prices being realized, the analysis of livestock
 
profitability is essentially a 
'snapshot' picture of

profitability of prevailing official and parallel 
rates (see

sub-section 5.2). 
 The analysis for sheep/goats and camels
 
represents a typical transaction over the period 1st June to

1st July: that for cattle, 1st May to 1st July this year.

The results are summarized below:
 

Profit per Head
 

SoSh US Dollar Total SoSh
 

Sheep/goats 
 1119 (0.27) 911
Cattle 32212 
 35.45 
 59509

Camels 30917 38.36 
 60454
 

As is evident, export of cattle and camels appears

profitable at prevailing exchange rates. 
The situation with

sheep/goats is more equivocal. 
A typical sole trader might
have an annual turnover of 2000 head: that is, annual income

of SoShs 1.8 m, or circa SoShs 150 thousand per month.

Household expenditure surveys conducted by the central
statistical department show expenditure for a family of 6 at
SoShs 75 thousand per month for May of this year. 
Given the

importance within the livestock sub-sector of sheep and goat
exports, the profitability analysis was subjected to

sensitivity tests (see sub-section 5.5). Three adverse

departures from base case assumptions were tested, namely:
 

the trader receives the minimum export price only (the

base case assumes a premium of US dollars 3 per head);
 

the transaction period is lengthened from one to two

months and the full opportunity cost of working capital

is imputed rather than a 50 percent advance against L/C

used for the base case; and
 

the purchase price of the animal increases by 10
 
percent.
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At the same time, two favourable departures from base case
 
assumptions were analyzed, namely:
 

the port of Berbera returns to full operation; and
 

increased efficiencies are achieved in banking and
 

shipping, in line with recent enabling legislation.
 

The above 	produces the following profitability matrix:
 

Sheep/Goat Profit/Loss SoShs/Head
 

Base Case 	Berbera Efficiency
 
Open Gains
 

I. Base case 
 911 2591 1849
 
2. No export premium (1399) 281 (461)

3. Lengthened transaction
 

period/full capital
 
cost (599) 1081 339
 

4. Producer price
 
increased 10 percent (589) 1091 349
 

As can be 	seen, the base case is sensitive to all changes to
 
basic underlying assumptions, especially the absence of a
 
premium above minimum export price. The restoration of
 
export through Berbera has a major impact on improving

profitability. 
But it is 	not clear to what extent the
 
dislocation at Berbera is temporary or not. 
 On the evidence
 
available, there would appear to be a case for examining

exchange rate adjustment as a means for improving sheep/goat

export profitability. This could be achieved either through

devaluation of the official exchange rate or by manipulation

of the current retention regime (see sub-section 5.2).
 

The other obvious way to improve profitability would be to

make further movement on taxes, particularly stamp duty

which is levied against the full value of the L/C. Thiz

would also have the advantage of streamlining the official
 
procedures that have to be gone through before export can
 
occur. 
Traders report that the time taken in progressing
 
paper through the various channels can be considerable.
 
This impacts on profitability in two ways: it immediately

lengthens the transaction period (see above); and, in the
 
long term, prevents traders from devoting time to the
 
improvement of their product, and hence, future
 
competitiveness in what will clearly be an 
increasingly

aggressive market (i.e. Saudi Arabia).
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Based on data provided by SLA, export of both raw ani wetblue goatskins appear profitable at current exchange rates,

Given Somalfruit's pivotal role in export marketing of
bananas, the basic issue with bananas is whether current
producer prices provide an incentive to maintain/expand

current hectarage. Basically, they currently appear to do
so. 
 In addition, the payment to producers for premium

quality in US dollars negates partially any exchange rate
 
issues.
 

The major wider issue is the extent to which exchange rate
adjustment, or any other mechanism to improve profitability,
will result in increased export earnings (see sib-section
 
5.6). 
 It is concluded that inczeased export prcfitability
improves only the latter half of the willing buyer/willing

seller trade equation. 
The review of export markets (see

section 4) revealed a number of non-price issues

constraining the effeccive entry of Somali commodities.

Exchange rate adjustment, is therefore, a necessary but not
sufficient condition for enhancing export performance.
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1. INTRODUCTION
 

1.1 Background to the Study
 

USAID/Somalia requested the AMIS team to undertake the

following study to provide necessary data on profitability

of Somali exports.
 

During recent ongoing discussions between officials of GSDR,

IMF and IBRD ccncerning appropriate exchange rate policy,

questions were raised about the profitability of major

exports at different exchange rates. Differences of view
 were expressed over the domestic cost of export commodities,
 
as well as, the export prices realised. Given the paucity

of data on the subject, it was considered desirable to

obtain more accurate information on the variablez concerned.
 
This USAID - funded study is, therefore, intended to provide

the necessary data as an aid to a more informed policy

dialogue.
 

1.2 Scone of the Work
 

The study basically calls for the collection and analysis of

appropriate cost and revenue data to assess the level of

profitability of livestock, hides and skins, and bananas
 
export at prevailing exchange rates. 
A secondary objective

is to recommend procedures for periodic updating of the
 
analysis.
 

The full study terms of reference (TOR) are reproduced in

Annex 1. The scope of work detailed in the TOR show clearly

that the original title of the study is a misnomer in that
 
an assessment of export commodity profitability, rather than
 
competitiveness, is required.
 

1.3 Methodology
 

The consultants determined the feasibility of using the AMIS

Rapid Appraisal (RA) approach to review the profitability of

the Somali exports. Given that the focus of the study was a

single market subsystem (export profitability) and the
 
purpose was to diagnose constraints to the profitability of
 
exports, the RA technique was considered appropriate.
 

Once the suitability of the PA aprroach was established the
 
team defined the objectives of the study and reviewed
 
available studies and secondary data, identified data gaps

and needs and developed information gathering strategies.
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Major sources of informciwxni were identified and a detailed
 
list 	of appropriate govt, ,i:Aant agencies, marketing

organizations, traders an exporters was drawn up for

interviews. The field work undertaken comprised of three
 
elements:
 

(a) 	direct observations,
 
(b) 	review of relevant records; and
 
(c) 	formal and informal interviews of the subsector
 

participants.
 

Wholesale and retail prices were collected through secondary

data from government agencies and through structured
 
interviews with exporters and traders in Somalia. 
 In
 
addition, the International Trade Centre in Geneva and FAO

statistics office in Rome was also contacted for detailed
 
information. The study was completed over the period May

3rd to July 14th. A bibliography and list of personnel

interviews 
are provided in Annexes 2 and 3 respectively.
 

1.4 	 Acknowledgements
 

The consultants would like to record their appreciation of
 
all the many individuals who provided information and

guidance, without whose cooperation the study would not have
 
been 	possible.
 

1.5 	 Report Structure
 

Section 2 of the study provides an overview of Somalia's
 
export sector and the role within it of the commodities to

be analyzed. Particular emphasis is given to recent sub
sectoral developments as they might affect export

performance of the individual commodities/commodity groups.
 

A detailed discussion of cost composition to point of export

is presented for each commodity/commodity group in Section
 
3. 
Tables are provided which summarize cost for each stage

of the marketing chain.
 

Section 4 represents a review of those export markets
 
specified in the study TOR. 
The primary objective of the
 
review is to establish actual prices realised for
 
commodities, as opposed to minimum export prices. 
7-Ithe
 
same time, however, issues currently affecting Somalia's
 
successful entry into each market are discussed.
 

Finally, Section 5 details the results of the profitability
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analysis. The implications of the analysis for exchange
rate policy are discussed, as are some of the wider issues
of the linkage between exchange rate adjustment and export
performance. Recommendations are also made for ensuring the
continuation of data collection and analysis.
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2. THE EXPORT COMMODITY SEC''OR
 

2.1 Introduction
 

As is evident from Table 2.1, 
the commodities covered
 
in this study - livestock, hides and skins, and bananas
 
- account for the overwhelming majority of Somalia's
 
export earnings. By value, their share of total fob
 
exports has typically been in excess of 90 percent 
over
 
the 10-year period 1979 to 1988.
 

This section. therefore, provides an overview of each

commodity/commodity group. 
The accent is on recent
 
trends within respective sub-sectors and the

identification of developments which may affect future
 
export performance.
 

2.2 Livestock
 

'The livestock sector predominates in Somalia's
 
economy. 
Livestock provides a livelihood for an

estimated 50 
to 60 percent of Somalia's population and
 
accounts for 
35 percent of gross domestic product and
 more than 80 percent of export earnings. The national
 
livestock population in 1987 was estimated at 6.4

million camels, 4.6 million cattle, 12.3 million sheep

and 19.2 million goats l./
 

Recent figures for livestock exports are presented in

Table 2.2. Perhaps the salient feature of data shown

is the heavy weighting of sheep and goat exports within
annual totals. 1982 was 
the peak year for Somalia's
 
livestock exports when around USt 83 million was

earned. 
 Since that year, Somalia has suffered a series
 
of setbacks. 1983 opened with a ban on 
Somali cattle

by Saudi Arabia and cattle exports dropped from USt 27

million to US$ 9 million. Sheep and goat exports,

which for the six year period ending in 1982 were
 
steady at approximately 1.4 million head, dropped by

300,000 head 
in 1983 and have stayed at the 1.1 million
 
head level through to 1987. This is 
the result of

increased competition from other exporting countries,

notably Australia. Roughly speaking, Somalia

maintained earnings in the $ 50 million range through
 
to 1987.
 

1./ See Bibliography, Ref 12.
 



Table 2.1 - prts y ommodities 1979 - 1996 

Millions of So s 
Item 	 1979 1980 1981 1982 1983 1985 1986 1987
1984 	 1/1988
 

1. Bananas 54.0 68.8 56.8 25.8 434.3 100.3 523.0 755.3 - 

2. Livestock 555.2 639.5 858.6 2010.9 1170.1 758.9 3309.8 3832.7 - -

Cattle 135.8 156.7 170.6 383.9 215.6 8.6 374.1 681.2  -
Sheep 188.6 217.4 302.1 855.0 444.2 250.2 1415.5 1453.2 - -
Goats 190.8 218.7 349.0 715.3 448.2 393.6 1413.0 1474.0 - -
Camels 40.0 36.9 62.1 107.2 	 46.7 	 56.7 6.5 224.3 

3. Meat and 	meat
 
products 5.9 10.4 0.2 1.2 1.0 0.1 - 176.0 - 

4. Hides and skins 53.1 42.1 7.5 	 5.1 11.4 110.2 3.2 	 208.0 

5. Fish ar
 
fish products 3.7 2.8 15.9 22.8 21.0 8.0 5.1 
 48.3 - 

6. Other 	 32.0 71.3 21.0 .8.7 85.5 346.6
395.1 768.4 - -

Tbtal exports F 0 B. 703.9 834.9 960.0 2142.6 1717.0 1273.8 4294.7 5788.7 - 

1., 2. & 4. as 
% Total exports 94 90 96 95 94 68 92 83 90 77
 

Notes 1. 	 Bananas and live animals as % total exports fob: 1988 estimated (Sources see 
Bibliograpliry, Ref. 29) 

Source: 	 Foreign Trade Returns, Central Statistical Department, Ministry of National 
Planning and J V D.. 
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Table 2.2 - Livestock Exports 

Numb-ers 
1982 1983 1984 1985 1986 1987 1988 

Goats 719 557 337 719 582 533 207 

Sheep 730 559 339 719 582 533 207 

Goats & Sheep 1,449 1,1.5 676 1,438 1,164 1,066 414 

Cattle 157 54 F 42 56 48 27 

Camel 15 8 4 6 9 17 11 

Value in 1985 Slillings 

Goats 950 727 441 935 747 693 269 

Sheep 994 770 466 994 805 737 287 

Goats & Sheep 1,944 1,497 907 1,929 1,552 1,430 556 

Cattle 743 256 38 199 265 227 128 

Camels 154 82 41 62 93 175 112 

Total 2,841 1,835 986 2,190 1,910 1,832 796 

Source: Various 
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The latest (1987) statistics on livestock markets show
Saudi 
Arabia to be Somalia's most important market. 
 In
that year Saudi Arabia absorbed 91.6% of the sheep &
goats and 83% of 
the camel exported. North Yemen was

the next most important "official" market, purchasing
36% of the cattle and 5.5% of 
the sheep and goats. The
 
importance of the Egypt as 
a market for Somalia was
almost negligible at 
3% of the cattle sales and 16% of
 
the camel sales.
 

In 1987 earnings by livestock exporters were devastated
when monetary policy was abruptly reversed. Exporters

were calculating purchases and earnings based on a
policy where the official and the parallel exchange

rates were to be unified at a point in excess of 150
SoSh per US$. Instead, 
in late 1987 the official rate
 was set at 
SoSh 100 per US$ and a few months later
 
extensive price controls were established. For
 exporters holding foreign currency, the result was 
a
 
major economic loss.
 

In June 1988 livestock exports were abruptly stopped
when an insurrection broke out in Northwestern Somalia,

forcing the closure of 
the port at Berbera. Berbera
port absolutely dominated livestock exports: 
 in 1987

94% of the sheep and goats, 85% of the cattle and 84%
of the camels were exported through Berber&. In US$
terms, 92% of 
foreign exchange earnings from livestock
 
exports came through the 
use of Berbera. 
 In 1988 total
livestock sales dropped from US$ 51 
million to US$ 22.4
 
mill ion. 

The closure of 
the port at Perbera significantly

affects the livestock export industry and as a result,

the underlying assumptions adopted in this study.
is because the four types of livestock raised in 

This
 

Somalia are not evenly distributed throughout the
 country; 
 different ones p~.edominate in the different

ecological zones. 
Very roughly speaking, sheep
dominate the far north east portion of Somalia, with

mixed sheep and goat herds in 
the central area, going
down to predominantly goats 
in the Shabelle area.
 
Cattle are raised mostly in the far south and 
in the
higher country of the northwest. Camels seem to be
everywhere, depending on 
the season, since they are
 
most adaptable to the nomadic way of life.
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When Berbera port was in 
full use, sheep and goats came
in from the east, 
from the certral rangelands and from
the Ogaden, all moving north towards Berbera. In 1989
that 
flow is entirely reversed with the sheep and goats
moving south towards Mogadishu. The statistics

indicate that prior to 1988 cattle 
from the northwest
 were exported through Berbera, while cattle from the
far south of Somalia were exported equally through the
ports of Mogadishu and Kismayo. 
The export of cattle
in 1988 and 1989 
(as far as can be told at this point)
is staying at roughly the 
same rate for Mogadishu and
Kismayo, with the decrease in cattle exports coming

entirely from the closure of Berbera.
 

Exports of camels was 
gradually increasing in
importance with 
earnings reaching US$ 4.4 million in
1987. A small part of 
the reason for 
that increase was
the contract for cattle to Egypt that the GSDR
negotiated with the Egyptian government. 
Livestock
carriers travelled from Somalia 
to Egypt and could
 carry camels on 
the open deck. Camels are 
not as easy
to transport as c~ttle, sheep, or 
goats. They require

much more head space and can be intractable when
loading. 
On most ships they can only be loaded on the
top deck. Saudi Arabia is 
the more important market
for Somali camels, and 
the closing of Berbera must,
therefore, have had an 
effect on 
total exports.
 

The re-direction of export 
flows through Mogadishu has
two effects besides the lowering of the overall export
volume: it increases the 
cost of exporting, and
favors the large traders over 
it
 

the small. 
 The livestock
export business in the northwest was dominated by many
small traders in what was 
a small town atmosphere. The
leaders of family groups organised shipments of the
sheep and goats. 
 The family system would procure the
animals, provide 
the labor, and raise the necessary
fodder. 
 The required authorisations 
to export were
transacted within a small, 
more relaxed atmosphere than
exists in Mogadishu. 
All of this undoubtedly made 
for
a lower 
cost of doing business and higher profits for
the people involved. 
 Between 1986 and 1987 exporters

iY. the northwest responded to good income levels by
investing in 
improved livestock production practices.

The return on 
2,000 head of sheep and goats exported
annually, while only in the US$ 5 ,000,to 7,000 range,
was undoubtedly sufficient to maintain a 
fairly large
family. Exporting through Mogadishu requires an
entirely different level of capitalisation. Costs are
high and procuring authorisation to export is more
complex, requiring higher level personal contacts. 

costs 
involved in the procurement of 

The
 
the livestock and
the transporting to MogadishQ cannot but favour 
the


larger, better-financed traders.
 



8
 

It is also argued that the downturn in
 
officially-recorded exports in 1989 can partly be
explained by the deteriorating profitability of exports
at the prevailing exchange rates and retention regime,

which served to direct livestock into "unofficial"
 
export channels.
 

Kenya, for instance, does not appear on any of the

official statistics of livestock sales, but according
to one source 1./ purchased an amount of cattle

equivalent to the entire level of official exports.

These cattle are 
not all of the same quality as those
exported officially, so do not have the 
same monetary
value. Nonetheless, Kenya is 
a very important market

for Somali cattle. 
 There is no estimation of 
the level
of sherp/goats and camels being exported to Kenya, but
 one can assume that this trade also takes place.
 

The small ports along Somalia's northern cost have
always been involved in 
the smuggling of livestock to
the Middle East. 
 Estimates of the importance of the
trade varies, but 
it is generally considered that not
 more than 100,000 sheep & goats can leave these ports
annually. 
 The dhows that carry these animals to Yemen

and United Arab Emirates can load 2,000 
to 3,000 at one
time and can turn around every 15 days. However, these
small ships cannot travel for 
a six months period

beginning in mid-June because of rough seas.

places a practical upper limit on 

This
 
the number of animals


that can be shipped in this manner. The port at
Bossaso, also on 
the northern coast, is being renovated
 
to accommodate large ships. 
 This port is scheduled to
be opened sometime in 1989 with full facilities for the
exporting of livestock. It will, however, have only
one berth. 
 One other disadvantage to this port is

fodder is not produced locally, which means 

that
 
it has to
 

be trucked in at 
great expense.
 

Finally, the border between Somalia and Ethiopia is
extremely porous: livestock destined for export move

freely in both directions. The direction of the
movement depends on which country, Somalia or Ethiopia,

offers the more profit 
for traders. Somali exporters

say that they are not directly involved 
in exports

through Ethiopia and Djibouti but that people from
those countries undertake the actual exporting of

animals that originate in Somalia.
 

Irrespective of the relative importance of the above
two factors  the closure of the port of Berbera and
the perceived unprofitability of official trade in
livestock - in explaining the sharp reduction in
exports in 1988, preliminary figures for 
1989 indicate
 a further'deterioration in export performance.
 

I./ See Bibliography, Ref. 14
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The official statistics for the first quarter of 1989

show sheep and goat exports down 40% over the same
 
period in 1988 to only 49,000 head. There were no

cattle exports and camel exports were maintained at

about the same level as 
the previous year. Information
 
from the Somali Commercial and Savings Bank indicates
 
that L/C:s for 416,000 head of sheep and goats were
 
opened in the April to mid-June period. However, only

190,000 head have been accounted for in the Ministry of

Commerce figures which represent the first step in

actual certification for export. 

the
 
If past experience


holds true, approximately 40 percent of the L/C's are
 
never filled. 
 This would mean that only 280,000 head
 
will have been exported by the end of July.
 

Cattle exports as of June were nil. 
 However, GISOMA, a

joint venture between an Italian firm and GSDR reports

a major sale to N. Yemen and the possibility of the
 
first cattle sale to Saudi Arabia in seven years.

GISOMA also has secured some special considerations in

the regulations governing the conversion of foreign

exchange that could signify the willingness of the GSDR
 
to reconsider these regulations for other exporters

(see Annex 4). Camel exports, finally, seem 
to be

proceeding at the same level as previous years ior 
that

portion of the exports that have always gone through

the Mogadishu and Kismayo ports; presumably these
 
exports 
were all to Saudi Arabia.
 

Given the critical importance of livestock to Somalia'3
 
export trade, the GSDR has introduced a number of
 
initiatives intended to arrest the current declining

trend. It is reported that for any exports going

through Berbera, all taxes 
are waived and that it is
 
not even necessary to have 
an L/C before shipping.

GSDR officials seem more responsive to the demands of
 
the exporters, and a number of costly government

practices have been modified. 
 The Ministry of Interior
 
municipal tax has been lowered, the transit tax
 
abolished, and regulations governing banking

transactions have been made more equitable. 
 In

addition it appears 
that the requirement that livestock
 
be shipped only on a c&f basis has been relaxed. The
 
government has also negotiated directly with Saudi
 
Arabia on behalf of the livestock exporters and

procured an order for 
100,000 head of sheep/goats,

which has been parcelled out among a number of
 
traders.
 

At the same time, in January of this year the GSDR

introduced a number of legislative changes designed to

liberalise the business environment for exporters (see

Annex 5).
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The current (June 1989) status of these 
measures with
respect to banking, shipping and insurance are
 
summarised below:
 

banking; 
 probably the greatest improvements

have been at the Somali Commercial and Savings

Bank. A regulation published by the Ministry

of Commerce in April, 1989 
('Resolving the

difficulties facing the livestock export

trade') seems 
to have eliminated a lot of 
the
problems faced by the exporters in 1988. They

are now uniformly allowed to take an advance of

50% 
of the L/C value, provided they can put up

security valued at 
100% of the L/C value. The

interest rate is 50%. Althiough this 
seems a
little steep it 
is an improvement over the old
 
system that was 
not very regular. This
 
regulation is 
not very helpful 
for the traders
 
whose propierty has been destroyed in the north,

or for the traders who don't have a 
lot of real
 
estate, since property is 
the only acceptable

collateral. 
 On the whole, however, traders
 
seem enthusiastic about 
the changes at tie

bank. As 
for the law passed in January 1989
 
allowing private banking, the necessary

regulations have not yet been published. 
At

least one, probably many, potential Somali
 
bankers have made enquiries to various
 
international bank-s. 
 When they can expect to
 
open private banks 
is, however, uncertain;
 

shipping; 
 the Somali Shipping Agency is still
 
in charge of booking ships. There 
are
 
unconfirmed rumours 
that some livestock
 
shipments have been on an 
fob basis. At least
 
one former official of 
the Somali Shipping

Agency is 
ready to start a private booking7
 
agency once 
the necessary regulations are

published. 
 The brokerage commission is US$
 
0.25/head for 
sheep and goats, US$ 1.50 for
cattle, and US$ 2.50 for 
camels. There 
is also
 
an agency fee of SoShs 1, 1.5 and 
2.5
 
respectively. 
The commission is payable in
 
dollars and is also charged against 
fob
 
shipments. These will be 
the major savings

when shipping is privatised. Also, being able
 
to sell on an 
fob basis will interest Saudi
 
importers since 
some have their own ships.

is estimated that booking large carriers for

It
 

multiple trips can result in savings of $ 5 per

head for cattle;
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insurance; insurance from the Somali Insurance

Agency is only required for cattle shipments to
Egypt. There is 
no current evidence of private
insurance companies selling insurance in
Somalia, although imports are 
usually insured
 
outside of 
the country.
 

Finally, although livestock exporting is very much a
private sector 
activity, the ENC (Entenazionale
Commerciale), or 
the National Trade Agency, which is 
an
agency of the Ministry of Commerce, is involved in
exporting livestock. 

it was 

The agency is not as important as
in the past, but still competes in the trade.
ENC has taken 20,000 head of the recent 100,000 head
contract for sheep and goats to Saudi Arabia.
Supposedly the contract 
is for US$ 38 fob.
 

2.3 Hides and Skins
 

The annual export values for hides and skins shown in
Table 2.1 exhibit an erratic trend with a nadir 
over
the period 1981 to 
1984. Closer inspection of the
trade statistics yearbooks reveals two additional
points: the increasing importance of the 
Italian
market for Somali exports; 
 and, the high proportion of
skins exported 
in a raw state. 
 The latter finding is
corroborated by 1.987 
export sales figures reproduced

below.
 

Hides and Skins: 1987 Export Sales
 

Quantity 
 Value
 

SoSh'000
 

Raw skins (sheep/goats)

('000 pcs) 
 2,625.0 
 417,896
 

Raw hides (cattle)

('000 pcs) 
 15.7 
 17,837
 

Wet-blue cattle
 
('000 hides) 
 36.0 
 38,754
 

Wet-blue sheep/goats

('000 pcs) 
 180.0 
 46,310
 

Source: Somali Leather Agency.
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The GSDR established monopoly control over
and external trade in hides and skins 
the domestic
 

in 1973 through
the Hides and Skins Agency (HASA), which in 1981 
was
superseded I-,the Somali Leather Agency (SLA).
 

Parastatal control served to depress real producer
prices on offer, 
a policy which contributed to 
the
major problems which have characterised the 
sub-sector
 
sector in recent years:
 

poor quality; trade sources report that the
quality of hides that Somalia supplies is 
less
than the minimum export )rice of US$ 0.6/sq.ft.
 and that Italy could re-export wet-blue hides
to Somalia for 
20 percent less than the minimum
 
export price;
 

low recovery rate; 
a UNIDO study I./
concluded that the 
raw stock collected by SLA
was probably less than 50 percent of 
the
potential available, amounting to a then 
(1987)
possible foreign exchange loss of US$ 2.6
million. A more recent study 2./ 
(1988)
found that livestock owners 
in the middle and
upper Shebelle did not even bother 
to sell

their hides and skins;
 

low capacity utilisation of SLA tanneries;
again, the UNIDO study concludes that, with the
possible exception of wet-blue processing at KM
7, the SLA tanneries 
were operating at about 20
percent of their capacities.
 

increased smuggling; a logical effect of low
official prices is 
to divert trade into
unofficial channels. 
 The scale of 
this trade
is unfortunately not known but 
to the extent
that it exists 
it has probably served 
to reduce
added value in the sub-sector since all
smuggled hides and skins 
are sold unprocessed.
 

I./ See Bibliography, 
Ref. 17.
 

2./ See Bibliography, Ref. 9.
 

http:0.6/sq.ft
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Recognising these problems, GSDR, undez 
the auspices of
the IBRD-financed Agricultural Sector Adjustment

Program I (ASAP I) agreed to the preparation of a study
of the hides and skins trade which would form the basisof an action plan for reform in the hides and skins
industry as a condition for release of the second
tranche of ASAP I, 
The outcome was the UNIDO study

cited above and GSDR agreed to decontrol the domestic
hides and skins trade, but not the export market. 

In January 1989, however, GSDR decided to decontrol

both the andexport domestic trade in andhides skins.
The objective of this policy was to increase the exportof hides and skins traded through the official market.
It was envisaged that in 
the short run the value of
official hides and skins exports were likely to double
from ;-.n annual average of about US$ 6 to US$ 12million, assuming appropriate exchange rate policy.

Sufficient local government and private capa.ity was
 con 4ldered to exist to process about 60 percent of all
sheep and goat skins available from domestic 
slaL"-'terings It 
was, finally, projected that as
facilities in.reased and private tanning capacity was

expanded, the value of hides and skins exports could
increase to about US$ 
 20 million within five to ten
 
years.
 

The above at least is 
the theory. In pvactice the
liberalisation of the sub-sector has 
so far resulted in
total confusion. 
 The current (June 1989) situation is
 a half-way house between continued government

monopsony/monopoly control and liberalisation, with a

reportedly very high level of smuggling.
 

Predictably SLA management labels the reform a
'smuggler's charter'. 
 It has sugges--ted to GSDR and the
World Bank that exports of raw skins should be banned
to encourage the private sector 
to invest in the means
 
to add value. 
 As noted above, SLA's record on

exporting processed skins is mixed and GSDR has so 
far
 
refused to consider this proposal.
 

With the price of goatskins having risen from SoShs 200
to 1,000 per piece as a result of the liberalisation of
the trade, SLA maintains that it 
cannot operate

profitably at newthe level of producer price and has,therefore, stopped operations in its two shoe factories
and five tanneries and has made no exports in the past

three months.
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Other trade sources counter that SLA has been buying

all along and 
is in the process of refurbishing its
factories. it was not possible to verify these claims
 
and counter-claims during the course of the study

fieldwork; clearly, however, the industry is 
in

considerable turmoil, although the official export

trade has not been totally disrupted: documents
 
examined at 
the Chamber of Commerce indicate L/Cs

currently open for about 5716 dozen sheet and goat

skins distributed among 3 traders.
 

2.4 Bananas
 

Recent statistics for banana exports are presented
 
below.
 

Exports

Year Tons 
 Value (US$ million) US$/Ton
 

1983 62,448 14.7 
 235
 

1984 47,860 14.3 
 287
 

1985 45,321 13 
 287
 

1986 57,943 17 
 294
 

1987 64,004 20.5 
 320
 

1988 73,368 23.5 
 320
 

1989 1. 85,000 -


Note: 1. Estimate by Somalfruit.
 

Source: See Bibliography, Ref. 27 and Somalfruit.
 

As is evident, banana exports are on a rising trend to
the extent that export value this year may exceed that
 
for livestock.
 

The revitalisation of the sub-sector is largely

attributable to 
the operations of Somalfruit, a joint

venture between GSDR and the Italian De Nadai grcup

which replaced the National Banana Board 
in 1983 as
 
overseer of the Somali banana industry. The original

equity share was 60: 
40, De Nadai: GSDR, but with the
renewal of Somalfruit's agreement in December 1988 for
 
a further 
five years, equity has been redistributed on
 a 51:29:20 basis between the Italian firm, the banana
 
producers and GSDR respectively.
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Somalfruit comprises 3 separate companies: 
 the trading
company, an input supply company, and the company which
 
operates the carton factory. 
 It operates 4 banana

farms, which account for 
more than 30 percent of total

sub-sector output. 
The company has negotiated

important concessions with GSDR. 
 Inputs are imported

free of duty, with the exception of fuel which the
 
company pays for locally. If supplies of fuel are not
available, however, (Somalfruit's allocation is 1,000
tonnes per month), 
the company may pay for imported

fuel with its 60 percent SoSh retained earnings.

Somalfruit supplies the approximately 120 banana
producers with all their 
input requirements, including

machinery and machine rental.
 

Bananas are p,7oduced in 
two areas: Shebelle and Lower
Juba. Respective areas in production in May 1989 are
 
shown below:
 

Hectares in Yield 
Production (Tonnes/Ha) 

Shebelle 2,840 17.8 

Juba 1,671 20.5 

Total 4,511 18.7 

Previous studies 
(see, for instance, Ref 13 in the
Bibliography) have remarked on the generally low level

of yields. 
 Reasons are complex but generally related
to heavy soils and inadequate drainage systems; 
 the
heavy soils makes it rare for 
a stand of bananas to
 
stay productive for three years and heavy rains

overwhelm the drainage system, waterlogging the plants.
 

Currently about 6,000 hectares are planted to bananas
 
on the two rivers. It 
is generally considered that
10,000 hectares would be an upper limit. 
 Both water

and labor availability appear to be limiting factors.

Somalfruit, in 
the meantime, is projecting exports of
 
100,000 tonnes 
for 1990.
 

Somalfruit operates as 
a monopsony/monopoly in its

control of the export trade in bananas. Although,

again, previous reports have implied the application of
 a formal price formula (Bibliography, Ref.13), 
the
 company maintains that it determines producer prices as
 a residual after deducting its own expenses. Following

the December 
1988 renewal of its agreement with the

GSDR, the company has instituted an incentive system

for quality control where a premium is paid the
producer in US dollars for 
that portion of deliveries

which exceeds 80 percent export standard. In 1988 the
 
average quality was 84.5 percent export quality, a
figure which Somalfruit expects will increase 
to 85.5
 
to 86 percent in the current year with the 
introduction
 
of premium payments in hard currency.
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calculating export earnings, the recent agreement

h GSDR includes a price agreement which specifies
e fob prices in US dollars per ton for three
 
arate periods of demand for bananas. The base
 
:es 
relate to 80 percent export quality, with a
ling scale of higher posted fob prices for quality

Lisations above 80 percent (see Annex 6).
ilfruit has only one buyer of bananas fob:its parent

De Nadai group.
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3. 	 DOMESTIC COST STRUCTURE
 

3.1 	 Introduction
 

This section discusses the derivation of the costs for

livestock, hides and skins, arid 
bananas up to the point

of export. Costs are based on the most 
recent
 
information available. 
For reasons explained below, it
 
was not 	possible to generate time series of costs 
for
 
the commodities investigated.
 

3.2 	 Livestock
 

Livestock costs are broken down into seven cost
 
categories:
 

- pre-purchase costs;
 

- procurement and holding costs;
 

- trekking/transport to port area;
 

- quarantine/staging costs;
 

- trekking/transport to docks;
 

- export costs;
 

- shipping costs.
 

Costs are based primarily upon 12 
in-depth interviews
 
with livestock expozters. 
Data from each interview
 
were tabulated to assess 
the level of corroboration
 
provided. In the majority of cases a degree of
 
uniformity emerged and actual costs could be derived.

Where a wide range was apparent (unofficial marketing

costs, for example), a percentage figure was
 
judiciously applied.
 

The format for sheep/goats presents a snapshot of
 
export that covers the period of June 1 to July 1,

1989. This period 
was chosen because it represents the

ideal timing for sheep/goat export for the 1989
 
season. 
One month represents the minimum time required

to receive an L/c, organise the required finance,

purchase the animals and deliver them to the port.
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This would be the optimum situation and any delays,
which are common, would result in extra costs. The
marketing scenario further 
assumes 
that the sheep and
 goats are purchased in the Galgadud region of Central
Somalia and transported some 
500 kms to the Mogadishu
area where they are staged in preparation to be loaded
onto a ship. 2,000 head of sheep and goats 
are
considered an ideal trading unit, but some traders

purchase and deliver as many as 
15,000 at one time.
Often a number of traders will share in the loading of
 a ship I./. For instance, a shipment of 35,000 head
that left in early June was 
shared by 3 traders. For
cattle exports, the trading period covers May 
t to July
1 of this year. The cattle are 
assumed to be purchased
in the region around Af Madow in Southern Somalia; they
are grazed on the government Agllbah Holding Ground

36 days and trekked the 100 km 

for
 
or so to the Lehaly
Quarantine Station where they are 
confined for another
21 days. They are then trekked to the Kismayo
marshalling yard during the night, held over 
for the


day, and loaded the next night. Their final
destination is assumed 
to be Yemen. The May 1 to July
1 period represents a good mixture of ideal purchasing
conditions with ample time to graze the bulls 
to peak
condition. 
 The natural administration unit for cattle
exports is around 1000 head. 
 Camel exports also relate
to the period June 1 to July 1. 
The camels are assumed
to be purchased in Bay District and exported through

Mogadishu, destined for 
Egypt. The natural
 
administrative unit for camels 
was taken as 500 head.
 

Pre-purchase costs
 

Traders are allowed to borrow up to 50% 
of the L/C at
the current rate of 50% 
interest. Most use this

provision, even though they feel interest charges are
high. It appears 
that last year's L/C advances were
not easily acquired and that these 
recent

administrative changes 
are welcomed by the traders.

However, to get an advance traders must put up as
collateral property equal 
to 100% of the L/C value.
This puts smaller traders and traders whose property
was in the Northern region at 
a serious disadvantage.
 

1./ Although the Chamber of Commerce lists 112

livestock exporting member companies (see Annex

7), the GSDR directive that all traders 
form

into larger companies appears to be in abeyance.
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The bank charges a commission of 1.3% of the L/C
value. As far as 
can be determined, most traders 
are
required to pay this commission in US dollars. 

banking system outside Mogadishu seems to be in 

The
 

disarray. This forces traders to carry cash to the
bush to pay for their transactions. 
A large number of
2 bushel sacks of money are 
thrown into the back of 
a

truck and transported to the hinterlands. What this
costs the traders in administration, guards, labor, and
transportation is hard 
to determine but the bank
employees are reputed to withhold SoShs 1,000 for each
brick of 100,000. Therefore, a standard 1% bank
 
transaction fee 
for money withdrawn from the bank has
been assumed.
 

Administrative overhead comes 
in three categories.

First are 
costs associated with maintaining an office 
-
telex, secretaries, accountant, and a vehicle. 
 It is
not easy to extract this kind of 
information from
traders, 
since their lives are intertwined around their

business dealings and the costs have to be allocated to
 many other business endeavors. The second

administrative cost is 
incurred in both dollars and
shillings and associated with travelling to the

importing country and getting 
the order for the

livestock. The third cost is 
incurred in dollars and
is a fairly standard charge for 
the agent representing

the trader's interest in the destination country. For
sheep/goats to Jidda the charge is US 1 per head. 
 For
cattle to Yemen the charge is $2; for cattle to Egypt

it is $5.
 

There is 
a forth category of administrative charge that
has been ignored. This is 
the deposit required to
 guarantee that the L/C is fulfilled. In Yemen, for
cattle purchased by the government, 10% of the L/C is
required. 
 Some traders complain that the Commercial

and Savings Bank of Somalia refuses to deposit 10%
an L/C in a foreign bank. 

of
 
In this respect perhaps the
bank is 
right because the experience of one trader is
that the Yemeni government has cheated him out of 
the


10% 
every time he has dealt with them. 
 In any event

the Yemeni government 
is the only purchaser that
requires this high a level 
of deposit. Reportedly some
Saudi importers require 
some sort of deposit, perhaps

US$ 1 per head of sheep/goat. Presumably if the

transaction goes according to contract, the trader
 
recovers his money and is paid interest on 
it.
 



20
 

Assumptions used 
in computing administrative overheads
 
are summarised below:
 

sheep/goats; based on the costs of maintaining
 
an office, office staff, and transportation for
which half of the business deals with exports.

Dollar costs are calculated on the need to

visit Saudi Arabia in order to obtain an L/C.

Average cost is 
around SoShs 30,000 for 
an

airplane ticket and US$ 50/day for 
a 10 day

visit divided by 10,000 head. 
 Also an agent

must be engaged to represent the traders
 
interest in Jidda. 
 The standard fee is $1.00
 
head;
 

cattle; based on SoShs 1200/head cost for
 
maintenance of office, transportation plus a
 
cost of SoShs 106,00 and US$ 200 for airfare
 
to Sanaa and back and living expenses of US$
 
500 per 2,000 head and an agents fee of US$ 2
 
per head;
 

camels; based on 
SoShs 1500 office
 
administrative overhead per head and US$ 2200
 
travel to Egypt to organize an L/C for 1,000

head and US$ 7 per head agent's fee.
 

2. Procurement and Holding 
costs
 

The cost of the export animal is both the most

important component of total costs and also subject to
the greatest uncertainty. Although market price data

is collected on a regular basis by a number of
agencies, including inter alia the Livestock Marketing

and Health Project and the GTZ team at 
the Ministry of

Livestock, Forestry and Range, a number of previous
studies and reports lend support 
to the conclusion that

the cost of export quality animals follows an entirely

different market pattern from that of animals for local
consumption. The Clarke University study on the
 
Kismayo Region (see Bibliography, Ref 13) states, for
 
instance, that:
 

" 
A third major difference in the 
overseas
 
trade is 
the lack of reliance on local market
 
channels for procurement of cattle. 
Virtually
 
no purchases of export cattle 
are made in the
 
Kismayo town market and only a small percentage

at other market towns. Instead, export traders
 
have their own chain of middlemen who procure

the cattle for them, often buying directly from
 
smaller middlemen."
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Conversations with the GTZ team which has recently
established a livestock marketing survey confirms that
very few export quality livestock are included in the
count. 
 In order to access directly the market price o
export quality livestock, it is necessary for
enumerators to 
interview the brokers and middlemen who
conduct -he transactions. 
None of the market surveys

currentiy do this.
 

Equally, the seasonality of livestock prices should be
evident from past graphs of livestock market prices.
However, figures supplied by the Chamber of Commerce
for 1988 and 1989 (Bibliography Ref. 28) 
show an almosi
flat line. A recent report (Bibliography Ref. 8) on
livestock marketing in the Central Region states 
that:
 

"The supply of animals generally in the longer
dry period (Jilaal) is high, because yields of

livestock fall, as 
also the quantities

available for home consumption or sale. 
 In

these months the demand for non-nomadic

products (sorghum, rice, flour, 
sugar, tea, and

oil) increases and thus the higher cash

requirements compels the nomad to an enlarged

marketing of animals accepting an unfavorable

price discount. 
 It has also to be donated that

the anticipation and occurrence of good rains
(Gu-season) causes pasioralists the reluctance
 
to sell 
some of their marketable animals.
 
Therefore, the supply of live animals to the
market will decrease and subsequently the price
inciease. Marketable Jer (export) stocks are

kept for predictable 
periods of demand, so
higher return per head using this strategy are
 
expected".
 

The inference is 
that the price of domestically

consumed livestock follows a predictably seasonal
 curve, while export quality animals are saved for an
equally predictable export demand. 
 The t:: curves
would, therefore, only marginally coincide.
 

Sheep and goat exports clearly follow the demands made
by the hadj in Saudi Arabia. 
 The Somalia Agricultural

Sector Survey (Bibliography Ref.16) states: 
 "Saudi
live animal requirements are particularly strong during
the months preceding and 
just after and annual Moslem
pilgrimage to Mecca 
- the Hadj. The dates of the Hadj
move forward ten days every year in line with an
unadjusted lunar calendar. 
 In 1984, 77% of the sheep
and goats exported from Berbera port were sent in the

month of August alone."
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 The survey also infers a high seasonality of cattle
exports 
from graphs charting the number of cattle
exported from 1976 
to 1981. However, the hadj period
in those years coincided with the mid-summer season
Somalia. 
 Were, theretore, e',ports to Saudi Arabia in
in
 

those months because the Saudis needed more meat for
the pilgrims, or because the Somali 
cattle were in peak
export condition?. 
 Charts for more recent years
showing the much smaller cattle trade with North Yemen
do not show a strong trend towards seasonality.
 

The implications of the above for deriving
representative prices for export quality livestock are
 
two-fold:
 

livestock market price data and time series

available do not provide a reliable guide for
the 
level of, and movements in, export prices;
 

price variability on account of seasonal
 
factors is*not an 
issue 
for export animals.

Rather, price relates to a specific quality of
animal supplied at a particular point in time
 
to meet a known demand.
 

Discussions with traders gave a range of SoShs 12,000
to 15,000 for an export quality sheep/goat with most
saying that 15,000 is the current cost of export
quality animals in 
the Galgadud region. 
 It appears
that the price of male sheep can be above SoShs 20,000
but the 15,000 average seems to hold. Perhaps it is a
"wish" on the part of the exporters that the animals
will not cost more. June wck 
 represent the highest
price market for 
export animals since producers are
expecting 
a high demand, and exporters generally do not
buy until they have an L/C. 
 On the other hand
livestock 
 prices are dropping in real terms 
when
compared to the 
last few years. With official exports
cut in balf in 1988, the unofficial channels simply
could not have absorbed all of 
the excess. Also the
rains since 1987 have been normal or above, thereby

increasing overall herd productivity.
 

The range given for export quality bulls for purchase
in May was 
SoShs 70,000 to 80,000. There is 
more
uncertainty here, since there were not 
very many bull
exports in progress and the time frame with cattle
exports was 
less certain. 
 Similarly, procurement costs
for camels were 
quoted in the range 120,000 to 140,000
per head.
 

Agent or 
broker fees, like everything else in an
inflationary economy, are 
in a state of flux.
Exporters, however, were fairly unanimous that the
current cost is SoShs 200 per head for sheep and goats,
1,000 per head for bulls and 1,500 per head for camels.
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The municipal (Ministry of Interior) 
tax on livestock
purchases has recently been amended (see the Ministry
of Commerce directive," Resolving the Difficulties
Facing the Livestock Export Trade" April 27, 1989).
The current fees 
are SoShs 150 per sheep/goat, 300 per
bull, and 600 per camel. The old fee was 3% of the
purchase price. 
 Transit 
taxes have been eliminated.
 

The cost analysis 
assumes that the pasturing phase
lasts 
31 days for sheep and goats, 39 days for cattle,
and 18 days for camels. 
The labor requirement for
keeping care of sheep and goats 
in the bush seems to be
around 8 men for each 1000 head. 
Wages vary from SoShs
500 to 1000 pcr day However, some exporters indicated
that they have 
to feed the herders. A composite wage
of SoShs 1000 per day was, 
therefore, assued. 
Cattle
require 16 men per 1000 per head, camels twice this
figure. Pasture in June for the sheep and goats is
free. The government maintains a large holding ground
(Aglibah) near 
Af Madow for cattle exports. The fee
there is SoShs 5 per head per day. 
Water this summer
is free and in 
the holding ground is included in the
 
fees.
 

There do not appear to be any veterinary requirements
for the sheep and goats at 
this stage of handling, but
traders call on 
the local veterinary people if they
have a health problem. Cattle get 
a dipping for tick
control. 
 The current, not completely official, charges
amount to SoShs 50 per head labor and SoShs 145 per
head for 
the chemicals. The death loss at this point
is minimal. The biggest problem is losing the animals
and having them stolen. 
They can be lost because the
animals have been collected from many herds and
therefore are 
not bonded to each other; 
 1 percent for
sheep/goats and cattle and 0.25 percent 
for camels has

been taken as reasonable.
 

A final line item, "miscellaneous costs", has been
included under this cost category. The costs are
extremely hard to arrive at with any certainty.
Traders do not want to admit to having to pay graft,
even though they feel 
it is normal thiat officials
require a living wage and that they, the business
community, are the only ones in 
a position to pay them.
They do, however, express dissatisfaction at paying
when they receive no services. There are also some
legitimate administrative expenses associated with
organising their herds. 
 On balance, half of a per cent
of the animal purchase price was used to reflect 
these
 
costs.
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3. Trekking or Transport to Port Ar 
a
 

The basic assumptions are that the sheep and goats are
trucked to the Mogadishu area in preparation for
loading them onto ships. 
 The distance is around 300
kms. The cattle are 
trucked (or trailed in American
terminology) the 100 or 
so kms from Aglibah holding
ground to Lehaly quarantine area, the camels trekked
200 kms to Mogadishu port. 
 The purchasing of animals,
holding them in the bush and trekking them to Mogadishu
is 
not really differentiated in practice. 
 The trekking
process is essentially one of drifting the animals
towards Mogadishu. The 
same labor gangs used for the
holding of the animals would undertake the trekking.
 
Exporters are in agreement that the cost of hauling the
sheep and goats is SoShs 1,000 per head. 
 Based on
official rates 
for trucking, this
charge. seems a reasonable
The official rate is SoShs 14/km/ton.
N 3 and trailer is rated at 

A Fiat
 
20
is, therefore, SoShs 280. 

ton. The kilometer rate
Also charged is the cost of
fuel and oil. In this case 550 liters at SoShs 55 per
liter and 
10% of that cost for oil. 
 A 500 kilometer
trip, therefore, costs SoShs 140,000 & 30,350 & 3,000,
for a total of SoShs 173,250. 
With an average load of
180 head, the cost per head is 962.5. The truckers'
charge of SoShs 1,000 par head seems, therefore,

reasonable.
 

There is 
a need for specialised labor on 
the truck to
keep the sheep and goats from smothering. Wages for
this work varies but an average would be 4 men per
truck load receiving SoShs 10,000 
zch.
in transporting sheep and goats is 
The death loss
 

rather high.
rough roads The
cause 
the animals to be thrown dbout and to
pile up and smother. If 
they are
they are packed too loosely
thrown around violently.

too If they are packed
tightly they pile up too easily. 
The consensus
that about 180 head is is


the right number for 
a Fiat N3
and trailor. Nonetheless, death loss occurs
per truck load and four
is not unusual. 
 The miscellaneous costs
associated with transporting seem to vary but around
SoShs 5,000 per truck load 
was frequently quoted.
figure of SoShs 25 per head was 
A
 

adopted which is

slightly less.
 

4. Quarantine or Staging costs
 

The basic procedure for sheep and goats is 
to bring
them Lo the Mogadishu area 
where they are 
staged in
advance of exporting. There is 
no quarantine, but
there are 
some veterinary 
requirements and 
it is
during this period 
that they are sprayed for ticks,
inspected and given a vaccination for pleural
pneumonia. 
 Cattle are 
required to be quarantined.
Since, however, quarantine facilities are not yet
built, the GSDR and the exporters have established 
an
ad hoc quarantine system that 
is meeting the
requirements of Yemen and Egypt. 
 The ideal period for
staging the sheep and goats is not more than 6 days.
The quarantine period required for cattle is 21 days.
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Private people in the Mogadishu environs have enclosed
 
pens and pastures with watering facilities that are

rented to the exporters. These pastures are called

"golfs". 
 Rent varies a lot, depending on size and
particularly the amount of grass available 
for
 
pasture. 
 Early in the rainy season there is a lot of
 
grass available which progressively reduces during the
 
course of the export season. A golf with limited
 
grazing, capable of holding about 100 head, costs 
an
 
average of SoShs 10,000.
 

The cattle in the Lehaly quarantiiie area are not
 
charged a per head fee at 
this time because the

quarantine facilities are 
not yet built. What the
 
exporters do is pick up the operating expenses of the
 
facility for the period they 
are using it. This
 
includes: 40 liters of diesel fuel/day (SoShs 2,200),

50 liters of gasoline/day (3500), oil at 10% of the
 
above (550 SoSh), 
4 guards at 16,000 for the 21 day

period, and SoShs 40,000 for the 
forty person staff f6r

the 21 day period. Calculating for a 1,000 head group,

this amounts to SoShs 183 per head. 
Labor charges

continue at the same rate indicated above for trekking

since all of the same personnel in the employee of 
the
 
exporter are needed to 
care for the animals. There are
 
no qiarantine or staging costs for export of camels.
 

Sheep and goats need around 2 kg of fodder per day

during quarantine and staging but probably receive
 
about 1 kg/day. Assuming that they get 1 kg each,

fodder in the rainy 
season costs about SoShs 65,000 for
 
a load that may contain 2 tons of semi-dried fodder
 
(i.e. SoShs 32.5/kg of fodder). 
 Fodder prices are a
 
big variable and can reach dramatic price levels. 
 Some
exporters indicate that to ship from 
the Bossaso port

they must transport fodder from the Shebelle river at 
a
 
cost of SoShs 700,000 for 
a load that may contain 3
 
tons. 
 The cattle do not require fodder since they have

grazing in the Lehaly quarantine area. Sheep and goats

also need water every other day. The current price for
 
a tanker of water 
-s SoShs 4,000 which can water 1000
 
head. The cattle at the quarantine area are watered
 
from the wells, for which the exporters provide the
 
fuel for the pumps.
 

Veterinary export requirements for sheep and goats 
are
 
not very strict. They include spraying for ticks,

inspection for health, the collection of blood samples

from around 10% 
of them to test for brucellosis, and
 
possibly vaccination against contagious caprine pleural

pneumonia. The official cost of vaccines is heavily

subsidised (see Annex 8). 
 The total i3 only ScShs
 
10.5, but in practice exporters may pay an incentive to
veterinary teams which amounts to SoShs 50 per head per

procedure. Quarantine requirements for cattle are a

little more strict. They include dipping for ticks,

and vaccination for contagious bovine pleural

pneumonia, anthrax, black quarter, rinderpest, and

hemorraghic septicemia. 
 Egypt requires foot and mouth

vaccination as well, but Egyptians come and administer
 
the shot (please refer to "Policy for Certification of
 
Private Feedlots to Quarantine and Export Cattle"
 
Livestock Marketing and Health Project, April, 1989).
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The death loss for sheep and goats at this stage is
 
miniwal; because of the extra time period, half 
a
 
percent loss among the cattle can be assumed.
 
Exporters, finally, do not report any excessive
 
miscellaneous expenses at this point; a SoShs 10 and 50
 
provision per head for sheep/goats and cattle
 
respectively has, therefore, been assumed.
 

5. Transport or Trekking to Docks
 

In all cases animals are walked to the port. They are
 
moved at night to minimise problems. The animals are
 
kept during the day in the marshalling yard and loaded
 
on ships the next night when it is quiet and cool.
 
During this period the sheep and goats get 1 kg of
 
fodder per head, the cattle 10 kg and camels 15 kg. 

In Mogadishu six men per 1000 head are required to trek
 
the sheep and goats to the port and load them onto the 
ships. The charge for this is SoShs 4,000 per man.
 
For cattle and camels the daily labor charge is as for
 
holding, trekking and staging.
 

There is a small fee for the use of the marshalling

yard and a charge to clean it. This amounts to SoShs
 
10,000 for a full group of animais of approximately

1,000 sheep/goats or 400 head of cattle. There are,
 
finally, piped water supplies at both Mogadishu and
 
Kismayo port; watering of animals during this period
 
is, therefore, free.
 

Export Costs
 

Export costs largely comprise official chaiges,
 
including:
 

customs and labor tax;
 

stamp duty;
 

port authority;
 

municipal export tax;
 

chamber of commerce dues;
 

livestock marketing project cess;
 

livestock exporters board cess;
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Taxes and fees appear to be uniformly levied and have
recently been rationalised and reduced to 
some extent

(for the latest rates, see Annex 9). 
 Stamp duty is

levied against the full value of the L/C. It is
currently 2 percent but there are rumours that it 
is to
be abolished. This 
rumour may stem from unconfirmed
 
reports that 
the GSDR has abolished the requirements

for having an L/C and all taxes 
for exporters using
Berbera port. Many exporters seem to have to pay the
stamp duty in dollars, although this does not 
seem to
be uniformly applied. It should be noted that per head
costs 
such as taxes are calculated from the percentage

of animals still alive at 
this point.
 

7. Shipping Costs
 

Current freight rates are as 
follows:
 

Journey 
 Species Cost
 

UShead
 
Mogadishu-Jidda 
 Sheep/goats 
 8
Berbera- " 
 Is 
 6

Kismayo 
- N. Yemen Cattle 
 80

Mogadishu- I ,, 
 72

Kismayo - Egypt 
 to 
 90

Mogadishu  " Camels 
 150
 

The rates 
for cattle are generally expected to lower by
about US$ 5 per head when traders are allowed to ship

fob on large carriers but the cost of small vessels
will probably remain the 
same. Local shipping experts

believe the trend 
in freight rates is upwards. The
current situation with respect to privatisation of ship

booking is the same as 
with most of the laws passed in
January: the various bodies 
are late in gazetting the
 
new rules and regulations. 
 At least one private

booking agency is known to be ready to start business.
 
One of the 
first casualties of privatisation of 
sea
freight booking will be 
the brokerage commission and

shipping agency fees:
 

Other charges incurred in shipping are:
 

insurance; this is generally not required

except for cattle shipments to Egypt, in which
 
case 
the cost is US$ 12.5 per head;
 

water and fodder; water is supplied by the
 
ships, fodder by the exporter (currently at

SoShs 32.5/kg.). Provision should be made for
 
at least 1 kg/hd/day for sheep and goats, 8

kg/hd/day for 
the cattle and 12 kg/hd/day for

camels. 
 Often this does not happen and the
 
animals consequently suffer. 
 In one case an
 
exporter related that he had a 9 percent death
 
loss after his shipment arrived in Egypt

because the voyage took longer than expected
and the ventilation system on part of the ship
broke down. The stress cause hyvA*- !v -c 
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labor; exporters must send 
a crew of handlers
 
with the ship. 
The pay of these men varies.
 
Sometimes they are paid in shillings with a
 
return air ticket, sometimes they return on

ship, sometimes they 
are paid in dollars. Some
 
of the people are close associates of the
 
exporters and are well paid. 
For sheep and
 
goats it takes at least one man for each 1000

head and for cattle 2 man for each 200. 
 The
 
pay seems to be around SoShs 30,000 up front
 
plus $420 for a return ticket, expenses and
 
salary;
 

payment collection; the exporter needs to
 
travel to the importing country to finalise
 
payment. The same 
costs that are incurred in

procuring the L/C at 
the beginning of the
 
transaction are, therefore, also applied at
 
this point.
 

Based 
on the above discussion of the composition of
 
costs within each cost category, Tables 3.1 to 3.3
present the data in this format for sheep/goats, cattle
 
and camels respectively.
 

The cost tables reveal two important points: the high

weighting within total costs of the purchase cost of
the animal (80 plus percent of overall costs); and,

the low import content of costs.
 

3.3 Hides and Skins
 

Cost breakdowns for 
raw and wet-blue goatskins - both

1988 actual costs and projections for 1989 

provided in Tables 3.4 and 

- are
 
3.5 respectively. The


Somali Leather Agency provided this data, which is
derived from actual and estimated costs of operating

its Km 7 tannery at typical recent throughput levels.
 

Without a detailed investigation of the composition and
basis of each cost line 
item shown, it is not possible

to comment upon the representativeness of SLA's cost

profiles. 
Prima facie, however, unit costs would be

expected 
to be on the high side in view of SLA's
 
generally low level of capacity utilisation.
 

For instance, a private trader of 
raw goatskins

estimated his total costs, 
including taxes, at

approximately SoShs 100 per skin, as opposed to SLA's
 
of SoShs 410 per skin (see Table 3.4).
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Table 3.1 - Livestock Exprt Cost Br-eakdon: a-e & Goats 

So~h/head U$ha 

1. Pre-purchase' Costs 

(a) LC in US) 42(b) 50% of LCin ShSo 9345 
(c) Number of Months 1
(d) Interest (50% annum)
(e) Bank Ccmmission (1.3% of LC) 

389 
.55

(f) Number of Animals 1
(g) Bank Transaction Costs 93
(h) Administrative Overhead 
 230 1.05
 

Sib-Total 
 712 1.60
 

2. Procurement & Holdings Costs
 

(a) Place Purchased Galgadud
(b) Number Purchased 1 
(c) Cost 
 15000

(d) Agent or Broker 200 
(e) Municipal Tax (Min of Int.) 
 150

(f) Days held in Bush 21
(g) Labor 168 
(h) Feed/Pasture 0
(i) Water 0 
(j) Veterinary 
 0

(k) Death loss 1%
(1) Misc. Costs 75 

Sub-Total 
 15593
 

3. Trekking or Transport To Port Area 

(a) Number of Days 1
(b) Kni to Port 500
(c) Name of Port Mogadishu
(d) Cost of Truck Rental 1000 
(e) Labor 222 
(f) Feed/Pasture 
 0

(g) Water 0
(h) Veterinary 0 
i) Death Loss 2% 
(j) Misc. Costs 
 25
 

Sub-Total 1247 

* Official exchange rate as at 6/1/89 of USD 1 equals 
SoShs 445.
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SoSh/head USt/head 
4. Quarantine or Staging Costs 

(a) Number of Days
(b) Fees 
(c) Labor 
(d) Feed 
(e) Water 
(f) Veterinary 
(g) Death Loss 
(h) Misc. Costs 

6 
100 

48 
195 
12 
60 

0% 
10 

Sub-Total 425 

5. Transport or Trekking to Docks 

(a) Truck Rental 
(b) Days in Port 
(c) Feed 
(d) Water 
(e) Labor 
(g) Fees for Marshalling Yard 
(h) Death Loss 
(i) Misc Costs 

0 
2 
65 
0 
24 
12 
0% 
20 

Sb-Total 121 

6. Export Costs 

(a) Custom & Harbor Tax 
(b) Stamp Duty 
(c) Port Authority 
(d) Municipal Export Tax 
(e) Chamber of Commerce Dues 
(f) Livestock Marketing Project
(g) Livestock Exporters Board 
(h) Veterinary Certificate 
(i) Misc. Costs 
(j) Number of Live Animals 

47.53 

1.46 
0.97 
0.29 
0.97 
9.70 
0.97 
20.0 
0.97 

.84 

82 .84 

7. Shipping Costs 

(a) Freight (From Mog. to Jidda, $8/had)
(b) Brokerage Comission 
(c) Shipping Agency Fee 
(d) Insurance 
(e) Water 
(f) Feed (8 days x 32.5/day)
(g) Labor 
(h) Veterinary 
(i) Death Loss 
(j) Administrative Costs 
(k) Misc. Costs 

0.97 
0 
0 

260 
30 
0 
1% 

30 
10 

7.76 
.24 

.42 

.05 

Sub-Tobtal 331 .71 (ex-freight) 

TOTAL COSTS 18511 3.15 
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Table 3.2 - Livestok Export cost Breakdown: Cattle 

So/head USC/head 

1. Pre-purchase Costs 

(a) LC in USD
(b) 50% of Lc 252in ShSo 48384 
(c) Number of Months 
(d) Interest (50% annum) 

2 
4032(e) Bank Carimission (1.3% of LC)

(f) Number of Animals 1(g) Eank Transaction Costs 

(h) Administrative Overhead 

484
 
1253 
 2.35
 

Sub-Total -69
 

2. Procurement & Holding Costs
 

(a) Place Purchased 
 Af Madow
(b) Number Purchased 
 1
 
(c) Cost 75000
(d) Agent or Broker 7000
(e) Municipal Tax (Min of Int)

(f) Days held in Bush 

300
 
38
(g) Labor 

608
(h) Feed/Pasture 

190
(i) Water 


(j) Veterinary 0 
195
(k) Death Lss 

1%
(1) Misc. Costs 
 375
 

Sub-Tobtal 

766
 

3. Trekking or Transport to Port Area
 

(a) Number of Days 
 0
(b) Km to Port 
 100
(c) Name of Port Kismayo
(d) Cost of Truck Rental 
 0
(e) Labor 
(f) Feed/Pasture 0
 

0
(g) Water 

(h) Veterinary 0
 

i) Death Loss 0
 

(j) Misc. Costs 0%
 
0
 

0 
Official exchange rate as at 5/1/89 of USD 1 equals SoShs 
384 



4. Quarantine or Staging Costs 

(a) Number of Days
(b) Fees 

(c) Labor 
(d) Feed 
(e) Water 
(f) Veterinary 

(g) Death Loss 
(h) Misc. Costs 

Sub-Total 

5. Ticansport or Trekking to Docks 

(a) Truck Rental 
(b) Days in Port 
(c) Feed 
(d) Water 

(e) Labor 

(f) Fees for Marshalling Yard 
(g) Death Loss 
(h) Misc. Costs 

Sub-Tibta1 


6. Export Costs 

(a) Custom & Harbor Tax 
(b) Stamp duty 

(c) Port Authority

(d) Municipal Export Tax 

(e) Chamber of Commerce Dues 
(f) Livestock Marketing Project

(g) Livestock Exporters Board

(h) Veterinary Certificate 

(i) Misc. Costs 
(j) Number of Live Animals 

Sub-Total 

7. Shipping Costs 

(a) Freight (Frn Kis. to Yemen,
(b) Brokerage Commission 

(c) Shipping Agency Fee 

(d) insurance 

(e) Water 

(f) Feed (6days x 32.5 x 8kg)

(g) Labor 

(h) Veterinary 
(i) Death Loss 
(j) Administrative Costs 

(k) Misc. Costs 


Sub-Total 

TOTAL COSTS 

So--/head US.a/head 

21 
183 
336 

0 
0 

685 
.50% 

50 

1254 

0 
2 

325 
0 
32 
25 

0% 
100 

482 

289.59 
5.04 

5.91 
1.97 
1.97 
4.93 
59.10 
4.93 

100 
.99 

468 

*80/had) 78.80 
1.48 

1.,8 
0 
0 

1560 
100 2.60 

0 
1% 
53 0.35 
50 

1764 -4. (ex-freight) 

87405 15.09 



Table 3.3 - Livestock EqXrt 00st Breakdwn: Camels 

1. Pre-Purchase Costs 

So/head USt/head 

* 
(a) LC in Um 
(b) 50% of C in ShSo 
(c) Number of Months 
(d) Interest (50%/annum)
(e) Bank Ccmission (1.3% of LC)
(f) Number of Animals 
(g) Bank Transaction Costs 
(h) Administrative Overhead 
Sub-Total 

86775 

1 
3616 

1 
868 

1500 

390 

5.07 

9.20 

2. Procurement & Hblding Costs 

(a) Place Purchase(b) Number Purchased 

(c) Cost 
(d) Agent or Broker 
(e) Municipal Tax (Min. of Int.)
(f) Days held in Bush 
(g) Labor 
(h) Feed/Pasture 
(i) Water 
(j) Veterinary 
(k) Death Loss 
(1) Misc. Costs 

Bay Dist 
1 

130000 
1500 
600 
18 

576 
0 
0 
0 

.25% 
650 

Sub-Total 
133326 

3. Trekking or Transport to Port Area 

(a) Number of Days 
(b) Km. to Port 
(c) Name of Port 
(d) Cost of Truck Rental 
(e) Labor 
(f) Feed/Pasture
(g) Water 
(h) Veterinary 
i) Death Loss 
(j) Misc. Costs 

10 
200 

Mogadishu 
0 

320 
0 
0 
0 

.25% 
150 

Sub-Total 470 

* Official exchange 

SoSiis 445. 

rate as at 6/1/89 of USD 1 equals 
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22h/head US/head 
4. Quarantine tr Staging Costs 

(a) Number of Days 0(b) Fees 
0(c) Labor 
0(d) Feed 
0(e) Water 
0(f) Veterinary 

0
(g) Death Loss 

0%
(h) Misc. Costs 
 0 

Sub-Total 0 

5. Transport or Trekking to Docks 

(a) Truck Rental 0(b) Days in Port 
 2
(c) Feed 

975
(d) Water 

0
(e) Labor 


(g) Fees for Marshalling Yard 
64
 
30
(h) Death Loss 


i) Misc. Costs 
0%
 

150
 

-1219 
6. Export Costs 

(a) Custom & Harbor Tax 
 487.55
(b) Stamp Duty 

7.80
(c) Port ,uthority 8.96
d) Mur ,iPal Export Tax 2.99
(e) Chamber of Ccmmerce Dues 2.99
(f) Livestock Marketing Project


(g) Livestock Exporters Board 
4.98
 

99.50
(h) Veterinary Certificate 
 6.97
 
(i) Misc. Costs

Cj) Number of Live Animals .995
 
Sub-Total 

764 
 -780
 

7. Shipping Costs 

(a) (Freight (From Mog. to Egypt, 150/had) 149.25(b) Brokerage Commission 

(c) Shipping Agency Fee 2.48 

2.49 

(d) Insurance 

0
(e) Water 

0
(f) Feed (12 kg/days x 32.54 x 12) 
 4656.60
(g) Labor 


5.20
(h) Veterinary 
300 

0(i) Death Loss 
 1.00%
(j) Administrative Costs 0 
 0.84
(k) Misc. Costs 
 75.00
 

Sub Total 

5034 
 8.5-2 (ex-freight) 

TOTAL COSTS 
146797 
 30.59
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Table 3.4 - Raw Goat skirts Clost Break n 

COST ITEM 

1988 

AL 

1989 

ESThMTED 

Skins: sheep/goat 

Salary and wages 

Chemicals 

Packing and Aux. materials 

Transportation 

Freight and handling 

Overheads 

Interest/finance 

Taxation 

Depreciation 

TOTAL UNIT COST So.Sh 

85.00 

45.66 

5.75 

9.76 

16.02 

3.58 

78.95 

29.51 

5.76 

19.76 

299.75 

1,000.00 

75.00 

25.00 

15.00 

20.00 

10.00 

120.00 

100.00 

10.00 

35.00 

1,410.00 

Source: Somali Leather Agency. 
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Table 3.5 - et-bue Goat skins ost Breakcdci 

1988 
 1988 
 1989
ITOTAL COST 
 UNIT COST 
 UNIT cokir
ACMIAL
ITEM ACMML 
 ESTIMATEDSo.Sh 
 So. i Sh
 

Skins 

5,170 
 107.71 
 1,000.00
 

Salary and wages 
 2,503 
 52.15 
 100.00
 

Industrial chemicals 
 3,474 
 72.37 
 105.00
 

Packing/aux. materials 
 0.310 
 6.45 
 10.00
 

Transportation 

0,369 
 7.69 
 10.00
 

Factory overheads 
 7,906 
 164.71 
 100.00
 

Taxation 

0,243 
 5.06 
 10.00
 

Depreciation 

1,501 
 31.27 
 140.00
 

Total So.S 
 21,476 
 447.41 
 1,475.00
 

Source: Somali Leather Agency. 

http:1,475.00
http:1,000.00
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This is 
further borne out by figures supplied by the
Conceria e Calzaturificio "Somalia" or the 
"Missioni
Factory", as 
it is commonly known. 
Admittedly, the
company's machinery is 
35 years old, and, therefore,
fully depreciated. 
 Product costings provided, however,
indicated a cost in mid-June of this year of SoShs 143
per square 
foot for wet-blue cattle skin.
comparison, the unit goat skin cost for 
By
 

1989 shown in
Table 3.5 relates to a skin in the range 4.5 to 6.5
square feet. 
 Assuming a mid-point skin area, SLAs
processing cost estimate for 1989 amounts to SoShs 268
per square foot, some 88 percent higher than the

Missioni tannery.
 

3.4 Bananas
 

Somalfruit's costs to the point of exports are
presented in Table 3.6. 
 The costs relate to
Somalfruit's latest cost accounting reporting period,
August to December 1988, and are expressed in US
dollars per quintal (100 kgs), 
using the average of the
official exchange rate over 
the five-month period.
cost items are 
fairly self-explanatory, with the 
The
 

exception of 
"asset revaluation reserve". 
 This is a
reserve to compensate for 
the dollar-denominated
reduction in the asset value of Somalfruit's original
investment, as 
a result of continuing devaluation in

the Somali shilling.
 

One final point by way of contrast to the cost
structure of livestock expolts 
is the relatively high
import element in production costs. 
 Somalfruit's
management maintains that the 
40 percent retained
foreign exchange is inadequate to meet 
its import bill
and the company has recently had recourse to 
the CIP to
fund its 
import requirements.
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Table 3.6 
- Bananas Cost Breakdown
 

COST ITEM 

US$/QUINTAL
 

1. Producer price 
 15.7
 

2. Packing station 
 1.64
 

3. Plastic covers 
 0.11
 

4. Packing (cartons and plastic) 
 8.11
 

5. Transportation to port 1.35
 

6. Quality control 
 0.68
 

7. 
 Loading and sundries 
 0.23
 

8. Export tax 
 1.47
 

9. Overhead expenses 
 1.83
 

10. Depreciation 

1.35
 

II. Asset revaluation reserve 
 2.10
 

TOTAL COSTS TO FOB 
 34.57
 

Source: Somalfruit
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4. 
 EXPORT MARKETS
 

4.1 Introduction
 

The TOR for the study call for a review of the
 
following export markets:
 

Country 
 Commodity
 

Saudi Arabia 
 Sheep and goats/bananas
 

North Yemen 
 Cattle
 

Egypt 
 Cattle/camels
 

Italy 
 Processed (wet-blue)

and unprocessed goatskins/
 
bananas
 

As noted in Section 2, Egypt is 
not an obviously
representative market, absorbing only 3 percent of
official cattle sales and 16 percent of camel sales in
1987. Similarly, Saudi Arabia is 
the minor market for
Somalia's banana exports, with Italy accounting for
over 75 percent of exports in 1987. 
 Clearly, however,
Saudi Arabia is the dominant market for sheep and
goats, and Yemen accounts for over one 
third of recent
official cattle exports.
 

The basic rationale of 
the market reviews is to
determine actual prices received by Somali traders.
Because of previous problems associated with
under-invoicing, the GSDR established a system of
"Sminimum export prices". 
 These prices are determined
periodically by the Ministry of Commerce. 
 Prices are
based on production costs, reports received via
commercial attaches overseas on prices realised for
Somali produce, and the level of domestic prices.
Current minimum export prices for the commodities under
review are 
shown in Table 4.1. 
 It is these prices
which determine the value of L/Cs opened by Somali
traders and, thus, official receipts. The suspicion
exists that traders actually receive higher prices, or
 
an 
"export premium",
price. over and above the minimum export
The existence and level of any export premium
is of obvious importance in an analysis of trader
profitability, especially since such monies would
represent free foreign exchange.
 

In addition, the market reviews, although brief, allow
an identification of the major non-price issues
affecting profitability and effective entry into each
 
market.
 



40
 
Table 4.1 - Minim= Export Price 

MINfhI
CCt.MDITY BASIS EXPORTPRICE . 

FOB C&F 

LIVESIYJC 

Berbera - Middle East
 

cheep/goats 
 US$/head 36 
 42
Cattle 

" " 216 252Camels 
 " 
 " 330 390
 

Mogadishu/Kismayo 
-
Middle East
 

Sheep/goats 
 " 
 " 34 42
Cat-tle 
 " 
 " 204 252
Camels " 
 300 390 

Bar i/Sanag/Mudug -
Middle East 

Sheep/goats " 
Cattle " 36 42
" 216 252
Camels 
 " 
 310 390
 

HIDES AND SKINS
 

Goat skins 50/40/10

90/100 lbs per 100 pieces US$/dozen - 26
100/110 lbs per 100 pieces 
 - 27

Wet-blue goat skins
 
5/15/20/30/30 
 o, 
 39
 
4-6 sq.ft./skin
 

BANANAS 
 US$/ton 320 
 -


Note: 1. 
 Latest prices, estimated March 20 1988.
 

Source: 
 Ministry of Ccmmerce.
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4.2 Saudi Arabia
 

Saudi 
imports of sheep and goats are provided below.
More general livestock import statistics are presented

in Annex 10.
 

Year 	 Sheep and Goat Imports
 
Numbers 
 Value
 
('T00s) 
 (SR Millions)
 

1983 
 6167 
 1531
 
1984 
 6481 
 1664
 
1985 
 6405 
 1422
 
1986 
 6290 
 1379
 
1987 
 4879 
 N/A

1988 
 6161 
 1301
 

N/A Not Available.
 

Source: 
Ministry of Finance, Foreign Trade Statistics
 
and Jeddah Islamic Port, 1987 Annual Report.
 

As of end -1986 	Australia was 
the largest supplier
followed by Turkey and Somalia. 
 The fourth largest
supplier used to be Sudan, but it 
was overtaken by New
Zealand in 1986. 
 The six-countries typically account
for 90 plus percent of all officially recorded
sheep/goat imports into Saudi Arabia. 
Trade estimates
suggest another 	1 to 1.5 million come from Kuwait and
the Arab Emirates, all of Australia origin
trans-shipped through these Gulf ports into the Eastern
part of the Kingdom. There is 
no precise data on
domestic output; estimates vary from one 
to two million
head per year. 	 This indicates total annual Saudi
demand of 8 - 10 million sheep and goats, of which
about 1 million head are slaughtered during the

sacrifice performed at 
the end of the hadj.
 

The 
import trade for sheep/goats is highly concentrated
with the top two Saudi 
firms handling approximately

half of the imports through the port of Jiddah. 
 Their
major supply source is Australia. 
Primary importers of
Somali sheep and goats 
are 
smaller traders 	and butchers
who have long established relations with the Somali
suppliers. Somali livestock has the benefit of a
reputation for being raised on natural products as 
a
result of grazing and not having been fed hormones or
synthetic feeds. 
 This, according to 
some importers,

a primary reason why local butchers and 

is
 
families prefer
Somalian livestock. 
Being more traditional 
in their
business methods, smaller 
importers are 
more willing to
ignore the difficulties associated with importing from


Somalia (see below).
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Importers were reluctant to disclose actual prices paid

for Somali livestock. This attitude could be
 
attributed to the 
concern of those being interviewed
 
that the interviewer was interested in entering the
 
market. Also, there is apparently a "black list" of
 
importers and shippers with which the Somalis are not
 
allowed to do business. Those interviewed may have
 
feared being added to the 
"black list", if it was
 
disclosed that they were involved in paying cash
 
premiums to Somali traders.
 

Based on a discussion with The Somali Commercial and
 
Trading Consul in Jiddah, Mr Abdullahi Ali Hussein,

prices have decreased during recent years 
to the
 
current level of $42 per head. 
He also stated that
 
most animals are sold between 8 and 18 months in age

and the price does not vary based on 
the age of the
 
animal. According to importers, prices do vary, though

minimally, based on the quality of the animal.
 

Those importers who were willing to disclose prices

paid to Somalians for livestock stated there is 
a fixed
 
or established minimum price. 
 It is approximately this
 
price for 
which the letter of credit is to be opened.

If premiums are paid to the exporter they are generally

paid in cash. Premiums are usually paid prior to
 
delivery of the animals to the port. 
 According to

those importers interviewed, many of the exporters have

difficulty removing their money from the country and
 
this facilitates establishing savings outside of
 
Somalia.
 

Importers have opened letters 
of credit for $40 to $42
 
per head and have paid an additional $2 to $4 per head
 
as a premium to the exporter. One importer displayed a
 
telex from an exporter stating that 15,000 head were in
 
port and were 
being shipped and the remainder of the

order would soon be in port and shipped as soon as
 
possible. The telex continued with a request for 
an

additional $2 per head due to 
increased costs and
 
expenses. The importer stated it 
was all part of doing

business in Somalia. Usually requests for additional
 
payment are ignored. However, it is common to pay more
 
than the 
letter of credit value, although not all
 
importers interviewed paid the US$ 2 to 4 per head
 
premium.
 



43
 

Somali goats and sheep tend to be smaller than from
Australia and New Zealand. 
 Somali sheep tend to
average about 25 kg and generate app oximately 12 kg of
dressed meat. Australian sheep tend to weigh about 40
kg 
to 50 kg and generate approximately the 
same ratio
of dressed meat to total weight of the animal as
generated by Somali sheep. 
is
 

Saudi importers are paying
approximately $46 per head for Australian sheep which,
in 
terms of price per kilo, is significantly less than
what is paid for the Somali sheet (the equivalent value
of the Somali sheep would be US$ 28.75, assuming a 40

kg Australian sheep).
 

Jiddah is 
the favored port in Saudi Arabia according to
livestock shippers and importers. 
 Vessels navigating
the Arabian Gulf 
in order to offload at the Dammam port
are required to purchase war 
risk insurance at
substantially higher cost compared 
to the premiums
required if avoiding the Gulf. 
With Jiddah being the
favored port in Saudi Arabia, and passage from
Somalia's Berbera port to Jiddah requiring
approximately three days, Saudi 
importers indicated a
preference for dealing with Somalia, if 
it were not for
the negative factors encountered in 
the trade in the
past; 
these are briefly discussed below.
 

Importers 
are called on by a relatively large number of
representatives of Somali livestock exporters.
Generally the representatives promise more than they
can deliver at the specified time. Therefore, timing
of the inflow to the Saudi market 
is difficult to
manage. 
 To facilitate efficient management of the flow
of livestock, importers indicated a reduction in the
number of agents would be beneficial. Currently the
Somali exporting effort appears to be unco-ordinated.
The Somali Commerc!al and 
Trade Consul indicated he was
attempting to influence Saudi 
importers to use his
office 
as an agency. Larger importers said they were
 
unaware of any such effort.
 

Importers stated that there is 
a need for direct and
frequent communication with Somali government
officials. 
 Larger importers stated that Somali
officials do not 
solicit their business or attempt to
identify or 
resolve their needs and concerns. In
contrast, the Australian Ambassador 
to Saudi Arabia
spends a significant amount of time meeting with the
larger importers to document their concerns, needs and
ideas. He routinely follows up on these items and
promptly responds to them, often identifying in writing
the actions which have been taken. 
Somali officials
who could be expected to take an 
interest in the
livestock trade are 
the Somali Ambassador to Saudi
Arabia and the Somali Commercial and Trade Consul.
Importers report a feeling that there is 
no one in
charge: no one 
to respond with any credibility.
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This lack of credibility is evidenced by the concern
 
over 
the validity of health certificates issued by the
 
Somali authorities. One importer stated that if you

want a.health certificate, you could obtain one even
 
after the animals were shipped. His impression is thet
 
anyone could obtain a validated certificate. Cattle
 
fiom Somalia, and all Africa, are banned from import

into the Kingdom due to concern over disease, although

there has been talk of renewed imports of Somali cattle
 
under a government - to - government protocol which
 
would allow the importation of 1 million cattle over 

years. A similar concern regarding sheep and goats

does exist; however, importers are allowed to continue
 
importing from Somalia at 
this time. Shippers and a
 
veterinarian at 
the Jiddah Islamic Port indicated
 
livestock shipments from Somalia are heavily

scrutinised due to this 
concern. There have been
 
recent reports of some Somali sheep having been found
 
to have brucellosis. Health certificates issued for
 
arriving livestock carry little weight with local
 
duthorities.
 

The number of livestock shippers who call on Somali
 
ports has decreased due to the expense resulting from
 
significant delays in loading the animals. 
 Ships reach
 
the ports on specified dates to receive their livestock
 
cargo only to find that the animals have not yet

reached the port. Delays of 
two to three months are
 
not uncommon. The reasons for such delays were
 
generally unexplained "internal factors", according to
 
those interviewed. This is the primary reason why

shippers and importers are avoiding Somalia. Reasons
 
for the delays are not explained nor have the 
causes
 
been rectified. Some blame the problem on poor

communication facilities, while others cite confusion
 
and turmoil within the system. A combination of the
 
two factors appea;s to be 
a more reasonable explanation.
 

Larger importers who maintain their 
own shipping fleets
 
are more likely to continue calling on the Somali
 
ports. Importers who are required to contract with a
 
shipping agent for transporting acquired livestock are
 
hesitant as a result of the potential for long delays.

Importers with their own ships 
are required to maintain
 
their ships and crew whether the ship is in Somalia or
 
somewhere else. Since the ships are not 
constantly
 
making runs from port to port, 
there is a certain
 
amount-of flexibility to accommodate the delays. For
 
the importers who contract vessels, charges continue to
 
mount daily, resulting in significant risk to the
 
importer.
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By contrast, there exist regular shipping runs between

Australia and Saudi Arabia, which tend to reduce

shipping costs. To reserve space on a regular

scheduled run 
is less expensive than chartering a

vessel on an as-needed basis.
 

Letters of credit are 
the preferred method of financing
sheep/goat purchases, there have been 
occurrences of
partial release of L/C funds even though the conditions

for release were not 
fully satisfied. Indeed, there
 
were reports of incidents where 
the conditions never
 were satisfied, yet the funds were partially or 
totally

released.
 

There is, 
finally, one central marketing problem faced
by Somali exporters of sheep and goats: 
 that is, the
future of sheep and goat exports for the hadj is
jeopardy. The holiest day for 
in
 

this (1989) hadj period

is Ouly 13th. Since the hadj is based on a lunar
calendar, it 
comes 10 days earlier each year based on
the Gregorian calendar. 
This means that E years from
 now the most important day will be around June 1. 
From
that time on, Somalia will have fewer and fewer export
quality animals for sale, because Somali 
livestock will

have just 
come through the dry season. It is natural
 
to assume that Australia and New Zealand will then
become even more 
important suppliers to the Saudi
market. Fortunately, the entire hadj period lasts for
 
a couple of months, so there will be some 
room for
later exports. Nevertheless, Somalia's production

systems must improve if they expect to stay in the

Saudi market for the long term.
 

The leading importing firm of bananas in Saudi Arabia
is Abbas and Zainy Cold Stores in Jiddah. Attempts,
unfortunately unsuccessful, 
were made to obtain banana
 
import prices from this company. A company

representative stated that he could not 
divulge the

information. 
 In the event, data obtained in the 
more
important Italian market 
(see sub-section 4.5 below)

was adequate for the purposes of 
this study.
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4.3 North Yemen
 

Recent livestock statistics for North Yemen are
 
reproduced in Annex 11. 
 They show a slight tailing off

in cattle imports in 1988, but nevertheless a doubling

in import numbers between 1983 and 1988 
(60 to more
 
than 120 thousand head). 
 The local cattle population

in 1988 is estimated at just over 1 million head, but
 
these are kept mainly for milk. Yemen animals are
 
smaller than European cattle and approximately 40 to 45
 
per cent of slaughterhouse throughput is imported

animals. Meat consumption is generally estimated to
 
follow population growth (3 percent per annum) but some
 
substitution effect is likely following USA/EEC removal
 
of poultry feed subsidies.
 

An earlier appraisal of the market potential in North
 
Yemen for Somali livestock (Bibliography, Ref. 14)

expressed optimism for 
future demand, based on

projected Yemeni export oil 
revenues. In reality, the
 
impact of oil 
revenues, which fell below expectation

due to softening of prices, has been offset by a sharp

decline in the surplus on the invisible account, after
 
private transfers (remittances from expatriate

nationals) fell dramatically. The Yemen market has,

therefore, lost 
some of its attractiveness and the
 
economy generally is suffering from the classic
 
symptoms of foreign exchange scarcity, notably: an
 
increasing divergence between the official and 
 black
 
market exchange rate; draconian import control
 
measures; and, an uncontrolled growth in smuggling.
 

The local livestock trade is dominated by the Military

and Economic Corporation (MECO), which handles 60 
to 70
 
percent of legal imports. MECO operates its own retail
 
distribution network and sells meat at generally

subsidised prices. There another 4 to
are 6 private

sector companies which have 
access to import licences
 
and operate as brokers on behalf of slaughterers, who
 
undertake transportation to the souks for sale to
 
butchers.
 

According to local importers, the trend in cattle
 
prices over the last three years has been from US$ 1 to
 
1.10 to a current price of 1.20 per kg c & f. 
Somali
 
cattle do not command any premium and there is 
no
 
particular season to the trade. 
 The question of
 
whether purchases are made on a weight or animal basis
 
appears confused. MECO management maintains that its
 
contracts specify that individual animal weights have
 
to be within a certain range to meet an agreed average

weight. Apparently, the Corporation then weigh the
 
animals on arrival to ensure contract compliance.

Failure to do so is 
one reason for MECO's insistence on
 
guarantees (see below).
 



47
 

The basic marketing problems encountered by Somali
traders 
in North Yemen all revolve around the need for

L/Cs. One trader stated that he had opened L/Cs with
Somalis for cattle imports 
for US$ 700,000 and 750,000

in December 1988 and January 1989 respectively, and
both had failed. To his knowledge, MECO had opened 10
plus L/Cs in the last three years, only 1 of which had
been partially fulfilled. As traders point out, with
interest rates on LC/s at a a premium to base rate,

this can prove an expense business.
 

MECO management related a similar story. 
MECO now
requires traders to submit a bank guarantee in hard
 
currency for 10 percent of the L/C value. 
 For the last
two years 
no Somali trader apparently has met this

condition. Last years, according to MECO, 6 to 7
Somali L/Cs 
failed after upwards of 6 months, which

involved MECO in US$ 2 to 
3 million of financing costs
for this period. 
 This year the only Somali entity
which has been able to provide a guarantee is GISOMA

(see Annex 4). 
 Despite these difficulties, MECO is
generally favourable towards Sonili livestock exports

and is interested in assisting in sorting out the
problems. 
 On a recent trip to Mogadishu, the Deputy

General Manager of MECO suggested to the Chamber of
Commerce that traders should form groups 
to add greater

financial strength to their trading activities.
 

Traders maintain that in the meantime Somalia's

competitors (Sudan, Kenya, Ethiopia) are benefiting.

Trading facilities, for instance, are generally

considered better in Nairobi, where traders will export
without L/Cs. This 
is particularly attractive to an

organisation like MECO which 
uses a variety of supply

sources, actively plays the market, and likes to move
quickly to fill projected gaps in import requirements.

One trader, finally, stated that if 
the CSBS would
 
cooperate in providing local traders with credit
without the need for 
an L/C, then contracts could be

drawn up on 90-day payment 
terms and the Yemeni traders
(some of whom work as 
agents on behalf of MECO) would

then undertake the Bank guarantee themselves on behalf
 
of the Somali traders.
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The most up-to-date stati3tics on Egyptian livestock
 
imports (see Annex 12) exhibit a sharp fall in cattle

imports from 169 thousand in 1984 to 34 thousand in

1987. Unfortunately, comparable figures for camels are
 
not recorded 
(this is because of the different
 
marketing channels for camels: 
see below).
 

The dramatic drop in cattle imports elicits two
 
plausible explanations:
 

the national veal project; the government has
 
been encouraging the private sector to raise
 
calves 
to about 500 kgs prior to slaughter.

Previously many of these animals were
 
slaughtered at about 70 kg for veal. 
 rTe net
 
effect of this project has been to raise beef
 
supplies by an estimated 75,000 metric tons
 
annually;
 

the general economic situation; this
 
explanation is often advanced within the
 
business community. One trader claimed that no
 
import licences for livestock (with the
 
exception of camels) had been issued since
 
January because of chronic foreign exchange

shortages.
 

As with North Yemen, the government is active in the
 
meat industry; in Egypt involvement is via the Ministry

of Supply (MOS). As a a result of the veal project,

the MOS is currently able to meet 
its red meat
 
requirements. When it importing, it accounted for
was 

approximately one third of national demand. 
 The MOS is
supplied by the Ministry of Agriculture's Company for
 
Meat and Milk (the MOA administers the veal project and

provides farmers with feed and price support). It
 
operates its 
own outlets (where supplies are limited
 
and rationed) and subsidises prices (LE 5.50 per kg
 
versus LE 10 - 12 kg in private shops).
 

The private sector is represented by 15 to 20

companies, of which there are 
3 to 4 large importers of
frozen meat and 
2 to 3 large companies involved in the
 
live meat trade. Imports levels are effectively

controlled by the MOS which has to approve licence
 
requests. As slaughtering margins have reduced
 
(largely as a result of increased domestic purchase

prices), 
frozen imported meat has become pre-eminent.

The poultry industry has been severely hit by the
 
removal of subsidies on corn 
in June 1988.
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In the past, Somalia has exported cattle to Egypt under
 a trade protocol agreement signed 
in 1985 for 30,000
head. 
 This figure was subsequently increased to 42,000
and by the end of the protocol in mid-1987
 
approximately 32,000 head had been shipped. 
 The
private sector was effectively closed to Somali exports
since regulations specified that imports had to be
castrated males and less than two and a half years old;
Somali cattle do not meet either of 
these criteria.
 

Traders interviewed were not aware of any recent
imports of Somali cattle; current prices being paid
were, therefore, not available. 
 One trader quoted a
figure of US$ 250 to 280 per head 
(US$ 1 per kg
approximately) for a shipment a couple of years ago.
 

In general it was 
felt that Somali cattle exports faced
formidable obstacLes in the 
Egyptian market for 
the
 
following reasonsi
 

preferences; the order of preference is 
frozen
 
meat, live animals from the EEC 
(particularly

Germany and France) and 
local Egyptian

buffalo. Somali cattle come a long way down
 
the list and are generally considered of poor

quality and tough meat;
 

size; 
the most serious constraint to domestic
 
meat production has been lack of feed

supplies. The Egyptians, therefore, want
 
finished cattle with 
a high body we.ght (500
 
kgs plus);
 

health problems; the Chairman of Health
 
Services at the MOA maintained that there were
 no officials restrictions on Somali cattle.
 
However, officials are clearly concerned at
health risks posed by importing Somali cattle.
 
As in Saudi Arabia, nobody quite believes
 
health certificates from Somalia.
 

The prospects for 
future cattle exports to Egypt are,

therefore, not promising. This has an impact on
potential camel exports, since as 
explained in section
2 there is a symbiosis with freight, in that camels 
can
be shipped on 
the deck of vessels carrying cattle;

otherwise, camels require dedicated vessels such as
 
converted roro ferries.
 



50
 

Camels provide the main source of red meat 
for low

income groups in Egypt. 
 Sudan is the principal

supplier. Camels are trekked from both Western and
 
Eastern Sudan with supplies peaking during October and
falling off during the period March to June/July when

supplies from the East cease. 
 Traders take about 40
 
days for the journey to Aswan, and caiiels are trucked
 
from there to Cairo. The traders may then spend a

further 
2 to 3 weeks in Egypt before returning to
 
Sudan. Somali camels are generally larger than
 
Sudanese and respond better to fattening; after 2
 
months of feeding in Egypt, weight may be doubled
 
making the camel very competitive with its Sudanese
 
counterpart.
 

Unfortunately, the FAO Trade Yearbook does not provide

import/export data for camels. 
 The main market in
 
Egypt is Embaba market 
in Cairo, which services other

smaller markets in the country. Market traders
 
estimate annual turnover 
in the market at 200 to 250

thousand head, of which perhaps one thousand 
come from

Somalia. Current prices for Somali camels were quoted

at US$ 520 c&f Port Suez, with freight about US$ 150
 
per head.
 

Traders reported a number of problems with Somali

camels. One major issue was 
the absence of insurance
 
after the camels were offloaded at Port Suez. This
 
leaves the Egyptian trader exposed to subsequent

mortality. By contrast, Sudanese traders 
are
 
responsible until the camels reach Embaba market. 
 The

other major difference is in payment. Sudanese traders
 
accept payment in Egyptian pounds. Payment is part of
 
a traditional arrangement, whereby the Embaba trader
 
advances money to, houses, and feeds the Sudanese
 
trader and acts as his agent until the camels are 
paid

for, at whic> 
point he remits the money to the Sudanese
 
merchant minu:. his commission, loans advanced and costs

incurred. The marketing arrangement with Somali camels
 
is markedly different: first, the Egyptian market
 
trader actually buys and owns 
the camel; secondly,

payment is in hard currency; thirdly, although there
 
are no problems with obtaining an import licence, hard
 
currency is extremely difficult 
to get through official
 
channels and the trader usually has 
to resort to the

black market. If 
these problems could be resolved,

traders interviewed considered the market potential for

Somali camels to be good, One trader stated that he
 
could market 500 Somali camels weekly.
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4.5 Italy
 

The market review of Italy posed two key problems: SLA

declined to provide the names of its customers in
 
Italy; and, Somalfruit has only one customer, its
 
parent firm.
 

The initial approach adopted for determining hides and

skins prices was to select at random a number of 
firms
 
listed in the International Leather Guide (see Annex
 
13). Telephone interview were conducted with 10 firms,

which elicited the following response:
 

five firms did not deal with Somalia at all;
 

three firms did not deal with Somalia because
 
of perceived difficulties;
 

two firms had dealt with Somalia in the last 12
 
months at prices per raw goatskin in the range

US$ 2.7 to 3.8 c & f.
 

The above hardly represents a statistical sample.

Recourse was, therefore, made to FAO statistics on

goatskin prices into Italy from E. Africa (see Annex
 
14), but these only covered the period 1972 to 1982.
 
The final, and most authoritative, source used was the
 
"Hides and Skins: Market News Service" produced by the
 
International Trade Centre in Geneva under the auspices

of UNCTAD/GATT. 
 The market price quotations for Somali
 
dry and wet-blue goatskins are summarised for the last
 
12 months in Table 4.2. As is evident, prices of dry

goatskins have been falling over 
the last years as
 
consignment weight and quality mix have deteriorated.
 
The quotations for wet-blue are 
not sufficient to infer
 
anything about trends.
 

On the basis of the various sources from which data was
 
obtained, together with anecdotal price information
 
received from private traders in Somalia, the price

currently being paid for 
raw and wet-blue goatskins was

judged to be in the range US$ 2.5 to 3 fob and 
3.3 to 4
 
fob per skin respectively.
 

Banana price data was derived from interviews with the
 
major banana importers, and personnel from the Banana
 
Study Group at FAO. Statistics on the source of
 
Somalia's banana imports are presented in Annex 15.

1982 Somalia accounted for just over 13 per cent of 

In
 

Italy's imports of 363 thousand tons. The major

importers are as follows:
 



Tabl. 4.2 - Prioe OJitaticum ftr SM1t Hide. and Skin 198/89
 

Date of
 

7/4/88 

7/18/8
8/1/B8 
9/13/88 


9/13/88 


10/3/88 


10/17/88 


10/31/88 


11/14/88 


11/28/88 


12/12/88 


1/16/89 


1/30/89 


2/13/89 


2/27/89 

3/13/89 


3/27/89 

-- do--

4/10/89 


4/24/89 


5/8/89 
5/22/89 


6/5/89 


6/19/89 


Om iaSSIl 

Dry Berbera 

goat skins 


-do----

Pickled Berbera 

goat skins 

Wet-blue hides 

in sides 

Dry Berbera 


goat skins 

---do---


---do---


---do--


-

-

---do---


---do---


Wet-blue 

goat skins 

Dry Berbera 

goat skins 

---do--


-do--


-

--do-


Dry Berbera 

goat skins 

---do---


Pric1.cu~menta 

US$44/
 
dozen c(.f
 

- epki only quotad 
- No quotation Somalia
 

US$ 43.5 
44/dozen cSf
 
US$57/dozen
 
fob Italy
 
US$ 0.72/
 
sq.ft.cm.f
 
US$45/dozen
 
cf
 

US$45/dozen
C~f
 

LIT 47,800/ "3quivalent of
 
dozen cLf US$37.5/dozen
 
US$44/doen
 
c~f
 

-No quotation Scaiia 

Cn
Reported that because
 

of fighting in the area
 
supplies have
 
practically cme to a
 

US$40/dozen staittill
 

c.f 
LIT 49000/ Equivalent of
 
dozen cLf US$36/dozen
 

- p-oerted that because
 

of the political
 
situation business with
 
Somalia practically
 
impossible at present.


US$60/dozen
 
cf 
US$34/dozen 
c&f
 
US$37/dozen
 

c&f
 
- quotation Somalia 

US$37.5/dozen 
Oc f 

- No quotation Somlia 
US$37.5/ 
dozen c.f
 
US$37.5/
 
dozen c&f
 
US$37.5/ 
dozen csf
 

ze 

120/130 T. 
per 100 

places 

-

-


110/115 tbs 

per 100 pieces 

4.5/6.5 

aq.ft./piee 

10/5 aq.ft./ 

piece 

110/115 lbs. 


115/120 lbs. 

100/110 ibe. 

110/120 lbs. 

-


120/130 lbe. 

80-90/100 lbs. 

4.5/6.5 sq.ft. 

/piece 

90/110 lbs. 

110/115 lbs. 

90/100 ibs. 


90/100 ibs. 


90/100 II.. 


90/110 lbs. 


Oua ty 


-

-

-

-


40/40/20 


-


-


40/40/20 


40/40/20 


40/40/20 


40/40/20 


40/40/20 


40/50/10 


-

-


40/40/20 


40/40/20 


-

50/30/20 


-

50/30/20 


50/30/20 


50/30/20 


Sources Market News Service, IDaternational IYade Centre, UNfCTA/GATr. Geneva. 
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Imorter Type of Banana Origin 

Compagnia Italiana 
dell Frutta 
Comafrica 
Pacific Fruit 
Simba 

Ciquita 
Dole 
Bonita 
Del Monte 

Cental America 
Costa Rica 
Ecuador 
Guatemala 

Camar 
Cofrutta 

Banacol 
Turbana 

Somalia 
Colombia/ 
Ecuador
 

The first three companies account 
just under 80 percent
of the Italian market. 
Price data obtained for July
from the 
top four companies indicated 
a range for
Central American bananas of LIT 650 to 850 per kg fob.
African origin bananas usually trade at 
a discount of
20 per cent and the general view was 
that a comparable
range would be LIT 500 to 600 per kg fob, equivalent at
the then prevailing exchange rate of US$ 365 
to 438 per

ton fob.
 

FAO price statistics were 
also obtained. 
 They provide
a time series for 
Italian import, wholesale, and retail
prices and are reproduced in Annex 16. 
 The figures
show much higher prices for Somali banana import than
indicated above 
(US$ 1,250 per ton in 1987, 
for
example). 
 It appears that perhaps the data, which is
quoted for (free on rail) 
Italian ports, included the
Italian government consumption tax on bananas of LIT
525 per kg. 
 Staff at FAO maintained, however, that
this was not the case. Without a detailed
investigation of 
source data, 
it is not possible to
reconcile the difference between trade and FAO figures;
for the purposes of this report, 
the former have been
 
adopted.
 

In terms of non-price issues, the major problem with
hides and skins is the uncertainity engendered by the
liberalisation measures. 
The perception from those
interviewees who had previously traded with Somalia was
that the situation was 
very confused.
 

As far as bananas are concerned, the major 
issue for
Somalia is the 
impact of the EEC objective of a single
internal market by 1992. 
 The present machinery for
importing bananas, which includes divergent national
legislation and prevents the free circulation of
bananas within the EEC 
is incompatible with the 1992
objective; unfortunately, no one knows what the final
 
arrangements will be.
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4.6 Summary
 

Actual.prices realised are summarised in Table 4.3. 
 It
is noteworthy that for 
the most important export

commodity (sheep and goats), 
the premium is less than
10 percent above the official minimum export price.
 

As stressed throughout this repcrt, prices relate to a
specific point in time. 
 The future movement in these
prices will clearly change relative profitability

levels and the relative attractiveness of exporting

particular commodities. Of the commodities dealt with,
the World Bank undertakes long term price projections

for beef and bananas only (see Annexes 17 and 18
respectively). 
 In both cases the long-term view (year
2000) is for static or declining real prices.

Unfortunately, lamb is 
not included in the commodity
index, but past price trends and continued competition

in the Saudi market suggests, at best, stable real
prices. Prices this year 
for goatskins have been good
in Italy as a result of increased demand for suede and
goatskins for shoe linings; price series data 
(see
Annex 14) indicate, however, falling real prices since
1973. 
 This has important implications for the future
competitiveness, as 
well as profitability, of Somalia's
export trade, an 
issue discussed in sub-section 5.6
 
below.
 



55
 

Table 4.3 - Commodity Export Prices
 

Premiumminimum over

Commodity export
Price 
 Basis 
 price (%)
 

1. Sheep/goats 
 US$ 45/head 
 c & f Jiddah 
 7
 
2. Cattle 
 US$ 336/head 
 c & f Hodeidah/
 

Mokha 
 33
 
3. Camels 
 US$ 520 head 
 c & f Port Suez 33
 
4. Raw goatskin I./ 
 US$ 2.62  c & f
 

3 .12/skin Livorno, Italy 
 16 - 39
 
5. Wet-blue 
 US$ 3.42  c & f
 

goatskin 1./ 
 4 .12/skin Livorno, Italy 
 9 - 27

6. Bananas 
 US$ 365  fob Mogadishu/ 
 6 - 27
 

438/ton 
 Kismayo
 
Notes: 1 
 Prices expressed in 
c & f terms based on
 

current price of 
a container to Italy of US$
1,400 which can hold 40 bales of goatskins at
300 skins per bale. Unit freight cost per

skins is, therefore, 12 US cents.
 

2 
 Minimum export price based on out-turn of 85
 
percent of bananas of export quality.
 

Source: 
 Consultants' calculations.
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PROFITABILITY ANALYSIS
 

Introduction
 

Based on the two preceding sections 
- the derivation
of costs 
in section 3 and the determination of actual
prices realised for export commodities in section 4 this final section of the report presents the findings

of commodity profitability at prevailing exchange
rates. An interpretation of results is given, together
with some sensitivity analysis which, for sheep and
 
goat exports, examines the impact on profitability of
departures 
to basic underlying assumptions adopted in
deriving what might be called the "base case"
profitability calculation. 
The wider issue of the

relationship between export profitability and export
performance is then discussed; recommendations,

finally, are made, which would allow the periodic

updating of the analysis.
 

5.2 Livestock
 

Tables 5.1 
to 5.3 present the profitability per head in
both SoShs and US dollars for sheep/goats, cattle and

camel livestock exports respectively.
 

For convenience, the results are summarised below:
 

Profitability of Livestock 
(per head)
 

SoShs US $ Total SoShs i/
 

Sheep/goats 
 1119 (0.27) 911
 
Cattle 
 32212 35.45 
 59509
 
Camels 
 30917 38.36 
 60454
 

Note: 1/ 
US Dollars converted at parallel rate as of

July ist 1989 of SoShs 770 equal US Dollar 1.00
 

What interpretation can be given to the above figures?

Certainly, export of cattle and camels would appear
profitable at prevailing exchange rates. 
 A
distribution of cattle traders by turnover 
size would
typically indicate the small 
trader exporting 1
thousand head or 
less annually, the medium-sized trader
3 to 5 thousand head, and at 
the extreme the
mega-trader handling perhaps 20 thousand head (there is
 one exporter of this magnitude). Across the entire
 range of trader size, 
the unit profitability of cattle
suggests substantial annual earnings. 
 Similar

information is not available for camel 
traders but it
is 
likely that the above argument would also apply.
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Table 5.1 - Net Ino Calculation: & Goats 

SoS/head US/head 
1. Number of Head Purchased 1 
2. Death Loss 

4% 
3. Number of Animals Sold 0.96 
4. Minimum Export Price (US$) 42.00 
5. Min. Exp. Price less Freight 34.00 
6. Premium (US$) 

3.00 
7. Controlled FX (US$) 

32.64 
8. Uncontrolled FX (US$) 

2.88 
9. 40% of Controlled FX (ShSo) 10,053 

10. 60% of Controlled FX (gSo) 9,577 
11. Total Income (ShSo) 19,630 2.88 

12. Total Costs 18,511 3.15 
13. Net Income 


1,119 (0.27)
 

Notes:
 

1. 40% of controlled foreign exchange converted into
SoShs at official parallel exchange rate of USDequals SoShs 770 as at 7/1/89. 

2. 60% of controlled foreign exchange converted intoSoShs at official exchange rate of USD equals
SoShs 489 atas 7/1/89.
 

Source: Consultants' 
 calculation. 



Table 5.2 - Net Irbme Calculation: Cattle 

SoSh/head US$/head 
1. Number of Head Purchased 1 

2z Death Loss 2.50% 

3. Number of Animals Sold .975 
4. Minimum Export Price (US$) 252.00 
5. Min. Exp. Price less Freight 204.00 
6. Premium (US$) 

84.00 
7. Controlled FX (US$) 198.90 
8. Uncontrolled FX (US$) 81.90 

9. 40% of Controlled FX (ShSo) 61261 

10. 60% of Controlled FX (hhSo) 58357 

11. Total Inocme (ShSo) 119618 81.90 
12. Total Costs 87406 46.45 
13. Net Inccme 
 32212 
 35.45
 

Notes:
 

1. 40% of controlled foreign exchange converted into
SoShs at official parallel exchange rate of USD

equals SoShs 770 as at 7/1/89.
 

2. 60% of controlled foreign exchamge converted into
SoShs at official exchange rate of USD equals
SoShs 489 as at 7/1/89.
 

3. 
Minimum export price less freight is taken as the
gazetted fob minimum export price. 
The excess of
actual freight costs above the difference between
posted fob and cif minimum export prices is added 
to total USD costs. 

Source: Consultants' calculation.
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Table 5.3 - Net Inome CalcuLation: Camels 

US$/head
 

1. Number of Head Purchased 
 1 

2. Death Loss 
 1.50%
 

3. Number of Animals Sold .985 

4. Minimum Export Price (US$) 390
 

5. Min. Exp. Price Less Freight 300
 

6. Premium (US$) 130 

7. Controlled FX (US$) 295.50
 

8. Uncontrolled FX (US$) 128.05 

9. 40% of Controlled FX (ShSo) 91014 

10. 60% of Controlled FX (ShSo) 86700 

11. Total Income (SSo) 
 177714 128.05
 

12. Total Costs 
 146797 89.69
 

13. Net Income 
 30917 38.36 

Notes:
 

1. 40% of controlled foreign exchange converted into
 
SoShs at official parallel exchange rate of USD
 
equals SoShs 770 asat 7/1/89.
 

2. 60% of controlled foreign exchange converted into 
SoShs at official exchange rate of USD equals
 
SoShs 489 as at 7/1/89.
 

3. Minimum export price less freight is taken as the

gazetted fob minimum export price. he excess of 
actual freight costs above the difference between 
posted fob and cif minimum export prices is added 
to total USD costs. 

Source: Consultants' calculation.
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The case with sheep/goats is more equivocal. Here
again, the mega-trader with 80 to 100 thousand head
 turnover (two traders are 
,:nown to operate in this
range) and the medium-sized trader with perhaps 15 
to
20 thousand head per 
annum would show more
adequate profits. 
than
 

The small trader, however, with an
annual trade of 
2 thousand head, or 
less, might receive
 an annual 
income of SoShs 1.8 million, or circa SoShs
150 thousand per month. 
 Unfortunately, reliable income
distribution data does 
not exist to determine the
adequacy of the above income level. 
 However, household
expenditure surveys conducted by the Central Statistics
Department of MNP show expenditure for a family of 6
persons at SoShs 75 
thousand per month as 
of May 1989.
In June/July the comparable figure would be SoShs 80 to
85 thousand per month. 
More than half of the small
traders' income from sheep and goat exports could,
therefore, be accounted for by purchase of basic
household items. 
 Given the overall level of accuracy

of the calculation, and the use of average values,
there is, therefore, evidence that some 
small-scale
sheep/goat traders may be operating at marginal levels

of profitability. 
For this reason, the calculation of
sheep/goat profitability is subjected to sensitivity
analysis in sub-section 5.5 blow. 
The other obvious
question to emerge from the results is why, in view of
the apparent profitability, larger quantities of cattle
and camels are not exported? As discussed earlier in
this report, the explanation may lie with constraints
other than profitability: shipping problems with camels
and health/hygiene problems with cattle 
(as well as a
thriving unofficial market in cattle exports to
 
Kenya).
 

Given that sheep/goat exports exhibit low returns,
there would appear to be 
a case for examining exchange
rate adjustments as a means 
for improving profitability
levels. 
 In terms of exchange rate manipulation, this
could be effected either by devaluing the official
exchainge rate on by changing the current retention
regime. 
 At the moment, 60 per cent of export receipts
are charged at 
the official rate, with the remaining 40
per cent being credited at the parallel rate. After
 some 
signs earlier this year of convergence, the
official rate has steadied recently at 
just over 60 per
cent of the parallel rate (see Annex 19). The
composite rate 
as of July 1st 
1989 for each US dollar
of export revenue is, therefore, SoShs 601 
(0.6 x 489 +
0.4 x 770). In the 
case of sheep and goats the assumed
export premium (US dollars 3 per head) just about
 
covers 
dollar expenditures. 
The net dollar receipt
(minimum export price c & f minus freight) is,
therefore, US $ 34 per head 
(see Table 5.1). To
effect, therefore, an 

say, 

increase in profitability, of
SoShs 1000 per head, the composite rate has 
to
increase by just under SoShs 30 to the US dollar (1,000
divided by 34); 
that is, to SoShs 630, 
or a 5 per cent
increase in the composite rate. 
 This would imply an
official rate of SoShs 536 to one US dollar, 
or an
effective devaluation of approximately 10 per cent.
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Exactly the 
same outcome would result from changing the
relative retention split form 60:40 to 50:50. 
 It is,
therefore, possible to construct a table showing the
separate effects of exchange rate devaluation and
retention 
regime amendme:'nt on the incremental profit

of sheep/goat exports. 
 This is shown below:
 
Exchange rate/retention re~im m ipIlto: effect on
 
incremental profitability of sheep/goat exports
 

Exchan9e rat- Retention reqime Incremental
(%devdiluation 
(official: 
 r. itabiIity

of official unofficial)l. 
 head)
r ate ) 

5 
 55:45 
 499
10 
 50:50 
 998
15 
 45:55 
 1496
20 
 40:60 
 1995
 

Note: 
 1. Relative splits are approximations./

The other obvious measure to 
improve profitability
would be 
to make further movement on taxes I./,
particularly stamp duty which is 
levied against the
full value of the L/C, and according to some 
traders
interviewed, has to 
be paid in hard currency.

This would also have the advantage of streamlining the
official procedures that have to be gone through before
export 
can occur. Indeed, 
one of the major
difficulties facing the livestock exporters is
plethora of agencies between hira 

the
 
and the market. The
Ministry of Commerce has identified 10 major steps
before export can be effected (see Annex 20). In
practice many of the agencies identified by the MOC
require more 
than one visit. One exporter claimed that
it takes 3 days to accomplish each step of the


certification process. 
Although possibly an
exxageration, this would imply 30 working days,
assuming MOC's conservative delineation of the

procedures involved. 
 This is longer than has been
assumed in the analysis for 
the entire transaction of
sheep/goat export. 
 The liberalising and streamlining

of 
the export process is proceeding at an uneven pace;
some 
agencies are improving and in some nothing has
changed. Particularly in view of the limited amount of
delegation traditionally imparted by Somali traders,

excessive time devoted to meeting official export
regulations has a fundamental impact on profitability
in two ways: it immediately lengthens the transaction
 
period and hence the cost of working capital (the
effect of this on profitability is dealt with in
sub-section 5.5 below); and, 
in the long term it
diverts traders' time and attention from the
improvement of their product and hence t.,eir 
future
competitiveness in what will clearly be 
an increasingly

aggressive market 
(i.e. Saudi Arabia).
 

1./ 
 In general, export duties constitute a

negligible proportion of government revenue

(0.6 of 
a per cent of total central government

revenues in 1987: 
see Bibliography, Ref.26)
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5.3 Hides and Skins
 

Given the uncertainty over current supplies of raw and
 
processed goat skins from Somalia to 
Italy, and hence
 
prices being realised, a range was adopted in the
 
preceding section of US $ 2.5 to 3.00 fob per raw goat

skin and US $ 3.3 to 4.00 fob per wet-blue goat skin.
 
On this basis, and using SLA's production cost data,
 
the profitability calculations are 
presented below:
 

Hides and Skins profitability
 

(SoShs per skin)
 

Raw Wet/blue
 

Gross revenue 1. 1503-1803 1983-2404
 
Costs 
 1410 1475
 

Net profit 
 93 - 393 508 - 929
 

Note: 1. Value per skin in US$ multiplied by composite

exchange rate of SoShs 601 equals US Dollar 1.
 

Soure: Consultants' calculation.
 

Although at the lower value for 
raw goat skins, the
 
level of profitability is probably inadequate (margin

of 6 per cent of sales), the figures generally indicate
 
healthy potential profits in the hides and skins
 
industry under the current exchange rate regime.
 

5.4 Bananas
 

Somalfruit's calculation of the profitability of its
 
operation for the period August to December 1988 is
 
presented below:
 

Profitability Banana Exports
 

(US // ton)
 

Revenue (fob) 319.80
 
Costs (see Table 3.6) 345.70
 

Loss (25.90)
 

As is evident, Somalfruit recorded a loss for the period.

This loss, however, relates 
to the banana trading company.

It has to be offset by a profit made by the inputs company

equivalent to US $ 21.9 per tonne of bananas exported

during the period specified. Also Somalfruit made a profit
 
on watermelon production, the costs of which are allocated
 
to the banana account; together with a small profit on crop

spraying this offsets the above loss by a further US $ 0.6
 
per tonne. The residual loss (US $ 3.4 per tonne)

represents an under-recovery of the costs of tractor hire.
 
Somalfruit is happy to view this as a temporary subsidy to

producers! land preparation and is revislng the hire rate
 
for 1989 to recoup this amount.
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Clearly Somalfruit's profitability on 
fob banana sales
is operationally not 
a very useful calculation; indeed,
the company declares its aim is 
to break even on 
fob
sales. 
 Givei. its arrangement with its parent company,
profitability for Somalfruit lies between the
posted prices negotiated with GSDR and 
fob
 

the c & f value
of 
Its bananas in terminal markets. Information from
the Italian banana industry suggests that 
that value
might be 
in the range US$ 365 
to 438 per ton. This
range relates to July. which is 
a month designated as
low demand by Somalfruit. 
On the basis of 85 per cent
of bananas of export quality (approximate out-turn for
1988), Somalfruit's posted fob price for July (see
Annex 6) is equivalent to US$346 per ton, ignoring the
value of local sales. The potential margin would
appear sufficient incentive to maintain Somalfruit's
interest in 
a growing Somali banana industry.
 

5.5 Sensitivity Tests
 

Given the weighting of sheep and goat exports
external trade totals and 
in
 

the apparent marginal level
of profitability exhibited, it would seem prudent to
subject the calculation to some sensitivity analysis in
order to assess the impact 
on profitability of changes
to basic critical underlying assumptions adopted for
 
the initial analysis.
 

Three adverse departures from base case 
assumptions are

made, namely:
 

the trader receives the minimum export price

only; the base 
case assumed a premium above
minimuJm export price of US $ 3 per head paid 
as
free foreign exchange to the trader.

Interviews held with traders and 
importers in
Saudi Arabia indicated premium payment for
sheep/goats in the range US $ 2 to 4 per head.

Some interviewees, however, maintained that
 
only the L/C value was paid;
 

the transaction period is lengthened from one
to two months. 
 This follows the reasoning

above concerning the considerable time taken by
traders in progressing paper through the
various export channels. The trader
 
simultaneously has to organise the purchase of
livestock, payment to produces and laborers,

the rental of trucks and holding areas, the
organisation of veterinary services, the
purchase of 
fodder, and the ordering of a
ship. A major trader in the midst of
organising a shipment is 
a busy man, working 15

plus hours a day.
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The nature of Somali society makes the
deputation of much of 
the bureaucratic work
impossible. 
 The one part of the process that
works automatically is 
the purchasing and care
of the animals since there is 
a long tradition
of providing the necessary services. An
elapsed time for the transaction of two months
would, therefore, be 
a realistic alternative.

At the same 
time the full opportunity cost of
working capital is imputed rather than the 50
per cent advance against the L/C used for the
base case analysis. Again, this is
reasonable variant. 

a
 
Even if traders do not
require funding t.. 
 meet working capital
requirementn (although the 
impression is that
most do), 
there is still an opportunity cost
(foregone interest) 
in a trader self-financing
the transaction. 
The overall level of accuracy
of the analysis does not warrant attempts at
refinement in rigorously modelling the various
timings of expenditures and receipts. 
 Instead,
the simplifying assumption is made that all
costs incur interest for 
two months at an
annual rate of 
50 per cent;
 

the purchase price of 
the animal increases by
10 per cent; again, this is well within the
price variability reported in 
interviews with
 
traders.
 

At the same 
time, two favourable departures from base
 case assumptions are 
tested:
 

the port of Berbera returns to full operation;

there is 
no doubt that for sheep/goat exports
Berbera is the preferred port. 
 The proximity
to Saudi Arabia, the good highway system, the
better quality fodder, the availability of
livestock, and the simpler bureaucratic system
all indicate that 
as soon as possible
sheep/goat exports will channel through Berbera
again. 
The main cost savings in using Berbera
rather than Mogadishu relates to sea 
freight,
overall death loss and the cost of labor 
to
 accompany the animals to Jiddah. 
 Local
transport costs are about the 
same (Garowe to
Berbera is roughly the 
same distance as 
Dusa
Mareeb to Mogadishu) and fodder costs are
approximately 25 per cent higher than at
Mogadishu. 
The net effect, however, is 
a
fairly substantial saving per head in using

Berbera;
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increased efficiencies are 
achieved in banking
and shipping in line with recent enabling

legislation; as discussed in Section 2, the
GSDR has recently taken a number of initiatives
which hold out the hope of future gains
efficiency that will be beneficial to 

in
 

exporters. 
 The revised calculation, therefore,
assumes 
that current bank commission and
transaction costs will be reduced by 25 per
cent, that brokerage commission will be
eliminated, and shipping freight 
rates will
decrease by 10 per cent.
 

The &bove produces a profitability matrix which is
presented in Table 5.4. 
 As can be seen, the base case
calculation is sensitive to all departures from basic
underlying assumptions, especially the absence of a
premium above minimum export price. 
 The restoration of
sheep/goat exports through Berbera has a major impact
on improving profitability. 
The extent to which
dislocation at Berbera is 
a temporary phenomenon is,
however, not known with any certainty. On the evidence
available there would certainly appear to be a case for
examining exchange rate/retention regime adjustment as
a means of improving the current profitability of
sheep/goat exports.
 

Wider Issues
 

The major question concerning export profitability and
exchange rate adjustment is 
: Will exchange range
manipulation, or 
indeed any other mechanism to increase
profitability, necessarily result in increased export
volumes and hence an 
improvement in Somalia's external

trading position?l./
 

Certainly, there is 
a weight of evidence to suggest
that livestock does not conform to normal supply
response expectations. 
 To quote one of numerous
regional studies that attempt to document nomadic
ierder behaviour (see Bibliography, Ref.10): 
"Pastoral
herd management 
is not based on optimal off-take rates
for economic gain or 
genetic improvements, but rather,
herds are managed 
to sustain households through
prolonged drought." 
 Similarly, an attempt 
to correlate
historical livestock exports by weight to real prices
proved 
inconclusive (Bibliography, Ref. 
2) and the
author concluded: "To postulate that higher prices will
bring forth a positive supply response in the nomadic
context 
thus requires considerable faith in markets."
 

All of 
this should be prefaced by the word
"official". 
 It is implicitly assumed that the
GSDR requires management and control over

foreign exchange flows.
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Table 5.4 
- Sheep/Goats Profitability Matrix
 

Profit/(Loss): SoShs/Head
 

Berbera Efficiency

Base Case Open Gains
 

1. 	Base Case 
 911 2,591 1,849
 

2. 	No Export

Premium 
 (1,399) 
 281 
 (461)
 

3. 	Lengthened Transaction
 
Period/Full Capital
Cost 


(599) 1,081 
 339
 

4. 	Producer Price Increase
of 10 percent 
 (589) 1,091 
 349
 

Source: 
 Consultants' calculations.
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Furthermore, the analysis, as presented here, of
overall transaction profitability is not particularly
useful 
in answering questions concerning supply

response. What is 
required is a breakdown of how the
gross margin is distributed between the various players
in each sub-sector: that 
is, if the profitability of
sheep/goat exports increases does the producer receive
 
a higher price?
 

A formal analysis of the level of value-added at each
stage cf the marketing chain was 
not possible under the
 scope of this study. 
 It is generally considered,

however, that 
the livestock market is competitive, and
that the export trade at least is 
transacted at prices
that reflect movements in the free-market exchange
rate. 
 Thus, data supplied by the Chamber of Commerce

(Ref.28 in Bibliography) showed an almost flat trend
line in domesti.- market prices for sheep, goats, cattle
and camels over a period (January Ist 1988 to end of
April 1989) when the consumer price index 
rose 177 per
cent. By contrast, export quality cattle prices

increased from 1987 
from SoShs 22,000 to 75,000 per
head (an increase of 240 per cent) and sheep and goats
from SoShi 5000 to 15000 per head (200 per cent
increase). 
 The CPI increase for 
the same period was
 
230 per cent.
 

Similarly, with the removal of fixed producer prices
and the liberalisation of the trade in hides and skins,
producer prices have quickly moved to reflect parallel
exchange rates: from SoShs 200 per skin preliberalisation (when the parallel rate stood at 
165 to
the dollar) 
to SoShs 1000 per skin immediately

post-liberation (when the parallel rate was SoShs 560
to the dollar). The sub-sector is currently in 
a state
of flux and its 
final shape and organisation

uncertain. 
For example, the collection system for
buying skins in the bush that 
the tanneries used 20
 years ago is completely gone and must be recreated. In
principle, however, decontrol of 
the trade should
ensure competitively-determined distribution of margins.
 

The situation with bananas 
is rather different.
 
Effectively, distribution of increased margins to
producers is 
at the discretion of Somalfruit's
 
management. Despite the 
findings of a recent report

(Bibliography, Ref.13) that 
returns to banana producers
appeared low, fieldwork interviews with private sector
producers suggested that banana farmers 
were generally
happy with the current level of producer price set by
Somalfruit. 
Access to inputs is considered a major
benefit of 
the Somalfruit arrangement and, similarly,
access to sophisticated (laser-guided) land levelling

machinery has resulted in the rapid expansion of many
farms. 
 On two of the three farms visited, production

in the first four months of 1989 exceeded that for all
 
of 1988.
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Detailed capital and recurrent cost data were collected
for three farms 
(see Annex 21). The accounting systems
used by the farm owners unfortunately did not readily
allow recurrent costs and revenues 
to be separated from
capital expenditures. However, an analysis of gross profit
(revenue minus variable costs: 
labor and inputs) and
therefore the level 
of contribution to depreciation,

management overhead, 
taxes 
(10 per cent of local and
export sales), and profit, for 
1988 revealed gross sales
margins of 13, 35 
and 10 per cent for the three farms
investigated. 
 Clearly the level 
of sales margin for the
last farm is inadequate since it would only meet
taxation requirement. the
 

The other 
two farms, however, show
reasonable margins. 
 Not too much can be inferred from
such limited coverage, but the 
figures tend to corroborate
the view that profits 
can be made within the industry at
current producer price levels. 
 The argument over whether
Somalfruit would or 
would not pass down to producers a
share of 
the currency gains of downward adjustment in the
shilling has, finally, been partially made redundant with
the introduction of premium payments in US dollars.
 

The final issue related 
to supply response is the
competitiveness, 
as opposed to the profitability, of
Somali export commodities. 
 Enhanced profitability through
exchange rate adjustment only improves the latter side of
the willing buyer/willing seller 
trade equation.
 

The review of markets in section 4 revealed a number of
constraints to the marketability of Somali produce.
the absence of measures to 
In
 

remove 
these constraints,

exchange rate manipulation may merely serve 
to provide an
incentive framework for exporters 
to supply markets which,
in the meantime, have disappeared. 
 Somali businessmen are
acutely aware of the dangers of failure 
to improve their
methods of conducting business. 
 To quote one livestock
trader: " There is no doubt whatsoever that the maior
setback is marketing inefficiency. The proof of that
statement 
is to be found in the fact 
that Australia, which
also experiences droughts, is 
several thousand miles away
from Saudi Arabia and can supply live animals to that
country 
more reliably and at 
a cheaper price." It is
here, arguably, that 
a nexus 
exists between profitability
and competitiveness. 
 Irrespective, for 
instance, of the
outcome of 
the debate over livestock offtake ratei,
Somalia could increase the value of its exports ol,' 
 cattle
through a better-fed and thus heavier animal. 
 A stable
and profitable business environment is a pre-condition,

however, for the investments required to 
improve the
quality of export animals. 
 The need for such investment
is increasingly becoming apparent. 
 In terms of equivalent
weight, Australia is supplying Saudi Arabia with sheep atUS $ 28.75 per head, say US $ 23 fob Somalia.
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At the current shadow exchange rate 1./ 
for the
shilling, this is equivalent 
to SoShs 11,368 per head.
Without attempting a formal domestic resource
calculation, this cost
figure is considerably below the cost
total shown in Table 3.1 of SoShs 18,511 per head.
allowing for Even
the removal of taxes, value-added etc, the
suspicion must be that Somalia may have already become
uncompetitive in supplying the Saudi market with sheep and
goats. To recover 
the situation will require investments
to improve efficiency. 
 In this sense, an adequate level
of profitability becomes a necessary, if not sufficient,
condition of 
improved export performance.
 

5.7 Analysis Updating
 

As previously explained, the analysis presented in
report is a "snapshot" picture of costs, revenues 
this
 

and
official and parallel exchange rates at 
a specific
point in time. 
 Clearly, all 
these variables will
change over 
time, particularly in the current climate
of economic liberalisation 
(de jure, if not de facto).
At the 
same time, policy dialogue will continue between
GSDR and the donor community; this will have to be
informed by up-to-date analysis. 
Finally, there is
some merit in the GSDR being able to monitor the
general business climate in

particular the export sector. 

the private sector, in
 
All this points to the
need to periodically update the analysis and to set 
in
place established procedures which will effectively


"institutionalise" the 
updating process.
 
To accomplish this requires addressing the 
following: 
- sources of data required and who will collect 

the data;
 

- the updating methodology;
 

- who will collate and analyse the data;
 

- who will co-ordinate the analysis and formulate
 
policy implications;
 

- who will have overall responsibility;
 

- what additional 
resources (people/equipment)
 
might be required.
 

1./ SoShs 494.26 equals US Dollar 1; supplied by
World Bank as 
average for 1989.
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Each of these points is dealt with below.
 

1. Data
 

The data required can conveniently be
classified into three areas: 
 producer prices,
marketing/processing costs, and final prices

realised.
 

For livestock, the obvious candidate to
undertake data collection is 
the LMHP.
Livestock market price data have been collected
under the project since 1987. 
 Initially 22
districts were 
covered. This has now been
reduced to 10 markets. 
 Price information is
collected 3 days per week and tabulated
manually on a monthly basis. 
 Progress in
processing the raw data has been slow. 
The
project has experienced a high turnover of
staff in 
the data processing area. 
As a
result, as 
of May 1989, computer printout were
available 
from the 1987 data for 
two markets
but none of 
the 1988 data had been processed.
This delay prompted the GTZ 
team at the MLFR to
establish its own market price collection
system. 
A program had been developed as of May
to process the data and 
initial output was
envisaged in 
one to two months. 
 The MLFR
requires the price data 
for basic planning
purposes such as 
input to feasibility studies
 
etc.
 

As stressed in Section 3, market prices are not
a useful guide 
to prices paid by traders for
export quality animals. 
 If an existing
arrangement for data collection is 
to be used
then it would have to be modified: that is,
the enumerators would have to be 
instructed to
interview separately brokers engaged in the
export business. 
 The scope and content of the
updating exercise does not warrant establishing

a parallel organisation. 
What is reauired,
therefore, is to persuade one of the existing
groups collecting livestock producer prices to
augment slightly the level of coverage. 
Given
that GTZ apparently has a workable system in
place and 
in view of the uncertainly over
future funding of the LMHP, it 

the
 
is recommended


that GTZ be requested to collect the export
livestock producer price data. 
 There are
additional reasons 
for recommending GTZ, which
 
are elaborated below.
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The source of producer price data for hides and
skins would be both SLA and selected private
traders and for bananas, similarly, Somalfruit
 
and selected banana farmers.
 

Marketing costs 
for livestock are more
problematic. 
The data used in this report is
based on information supplied by the exporter:

the customer rather than the provider of the
service. Ideally, each service group involved
in the livestock marketing chain (transporters,

for example) should be 
the source of data in
 
the future.
 

Again, SLA is 
the obvious source 
for hides and
skins processing cost data. 
UNIDO is funding
an Industrial Consultancy Unit which inter alia
has created a spreadsheet analysis for SLA to
assess 
tannery operating costs. 
 This could be
accessed to monito: 
the profitability of
wet-blue production, together with a few
judiciously chosen private sector companies to
provide corroboration. 
 Processing and
marketing costs 
for Zananas can only emanate

from one source: Simalfruit.
 

The collection of information on actual prices
received, as distinct from minimum export
prices, is potentially an open-ended and costly

exercise. 
 In the 
case of the most important
export (sheep/goats), 
the premium paid is less
than 10 percent of the minimum export price.
Given the overall 
level of accuracy of the
calculation of export profitability, it is
tempting to suggest that the calculation for
sheep/goats should be conducted at 
the minimum
export price, with a negative or marginal
profit outcome constituting cause 
for concern.

The argument could be extended to cattle and
camels, although the findings of this study
indicate that minimum export price levels 
for
cattle and camels require updating. The
commercial attaches in Jiddah, Sanaa and Cairo
 are in an ideal position to provide periodic
updates of prices actually being received by
Somali traders. 
 More effort should be made to
 ensure 
that this system works more

effectively. 
This information would be used to
ensure 
that prices were not diverging

exces;ively (more than 10 to 15 percent) from
minimum export prices. 
 As argued above, for
all practical purposes the minimum export
prices for livestock could then be used for
 
policy formulation.
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For hides and skins, subscription should be

taken out to the International Trade Centre

bi-weekly market digest (see Table 4.2 for
source). 
 This provides general information on
market condition as well 
as current prices

being offered for the various grades of hides
and skins. 
 Price data is provided for all the
major exporting countries, including Sudan and
 
Ethiopia, which would allow some comparative
 
analysis to be undertaken.
 

As argued in sub-section 5.6 above, 
the basic

issue with banana exports is farm level
profitability. 
With five years still to run on

its recent agreement with the GSDR, the c&f

price in Italy or 
Saudi Arabia is somewhat
 
academic. There is 
a suggestion, however, that
 
posted fob prices may be open for
 
renegotiation, within the framework of the
five-year agreement, on an annual basis. 
 If
 
this is indeed the case, it 
is beyond the scope
of the current study to provide a full brief 
to

GSDR negotiators. An obvious source of price

data would, however, be the Banana Study Group
 
at FAO.
 

2. Methodology
 

The level of analysis can be accommodated with

simple spreadsheets running on standard
 
financial software 
(such as Lotus 1,2,3) on

personal computers. For livestock, the

recommended output format would be as 
shown in
Tables 3.1 to 3.3 
in Section 3. Data files

would need 
to be set up with the technical
 
co-efficients for deriving outputed cost rows.
 
The logic for 
fodder costs, for instance, would
be unit fodder requirement by species of animal
 
multipled by unit fodder price. 
 Once the

technical co-efficient row 
(fodder consumption)

was 
inputed to the spreadsheet logic, the only
up-date required would be the 
fodder unit price
 
row.
 

Similarly, the hides and skins analysis would
 
follow a standard format of unit cost build-up

to point of export (producer price plus

processing/marketing costs plus 
taxes etc) in

relation to unit revenue. 
The model logic

would have to accommodate variations in the

retention regime for foreign exchange earnings

and changes in the official and parallel
 
exchange rates.
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For bananas, output would resemble farm
budgets: 
 a standard cost profile (separating
variable and fixed costs) would be compared to
 
revenue. 
 This could be done on a unit or per
farm basis. 
Again, the general format would be
 
as shown in Annex 21.
 

It is recommended that the livestock analysis

be undertaken on a quarterly basis to capture

any fluctuations in animal and fodder prices.

The cost of a specific service (transport,

labour, fodder, veterinary, shipping) could be
examined each quarter 
so that total coverage

could be achieved within about 12 months.
 

For hides and skins, and bananas, the suggested

frequency of analysis is 12 months,

retrospectively: 
 that is, for the previous

year. There is 
a tendency for traders in hides

and skins to buy and collect skins over a
fairly lengthy period (L/Cs for 
5,000 dozen

skins are not uncommon). Seasonality is,
therefore, not an 
issue. Farm-gate banana
prices are seasonal 
(in line with Somalfruit's

perception of demand levels 
in Western Europe),
but the critical measure is the 
farmer's annual
 
income level.
 

3. Data Collation/Analysis
 

According to the GTZ project co-ordinator at
MNP, GTZ will shortly be opening an office for
the co-ordination of private sector

activities. 
This office would be a logical

point for assigning responsibility for
collating and analyuing the data. 
 The level of
 resource within this office which could be made
available is 
not yet known. If agreement can
be reached with MNP and GTZ, it 
is, therefore,

recommended that, at 
a minimum, the Ministry of
Commerce provide a counterpart to assist with
the work. GTZ involvement at 
this stage would
also facilitate the active participation of 
the

GTZ - funded advisor at 
the Chamber of

Commerce, who could provide information
 
concerning changes in government regulations

and the status of L/Cs for livestock exports.
 

4. Analysis Co-ordination/Policy Formulation
 

It is recommended that 
the Ministry of Commerce
undertake the above role. 
 The MOC is already
heavily involved in the export sector via its
mandate to determine minimum export prices.

The Minster has also recently been actively

involved in formulating recommendations to
improve-general conditions for exporters.
 



5. Overall Responsibility
 

Articulation of the exchange rate policy

implications of 
the analysis is the

responsibility of the Ministry of Finance. 
 A
vehicle is thus required that would bring

together the Ministry of Finance with the
parties mentioned above. 
This already exists
through a 
committee established in December
1988 to address the general problems of private
business in Somalia. 
 In January of this year
the committee produced its 
findings ("Report of
the Technical Committee on Tackling the
problems of 
the General Business and the
Private Industry") with a further report

("Resolving the Difficulties Facing the

Livestock Export Trade") emerging from a
workshop organised in April of this year,
attended by representatives 
from the Ministries
 
of Commerce and Finance. 
The original

technical committee comprised representatives

from the Ministries of Commerce, Finance, and
Livestock and Range, the Central Bank, 
the
CSBS, the Somali Shipping Agency, the Chamber
of Commerce, the Livestock Marketing Committee
of the Chamber if Commerce, and private sector
businessmen. 
Although slightly large, the mix
of representation is 
ideal for overseeing the
analysis updating. It is, 
therefore,

recommended that this committee be charged with
overall responsibility for 
the timely updating

of the analysis.
 

6. Resources Required
 

It is difficult to be 
specific about additional
 
resources required to ensure the successful

continuation of 
the analysis, since the
possible contribution of GTZ through its
intended private sector office is 
not known.
At 
a minimum, however, provision should be made
for funding one 
local counterpart, 
two personal
computers with attendant software, and the
capital and recurrent costs of running a 
saloon
vehicle. Commitments should 
initially cover

projected costs 
for a five-year period.
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Annex 1
TERMS OF REFERENCE: SOMALIA EXPORT COMPETTTIVENESS STUDY 

(a) 	 Introduction
 

During recent discussions between officials from GSDR,
IMF and IBRD questions were raised about the
profitability of 
the major exports from Somalia at
different exchange rates. 
 There were different views
about three important variables which a
.fect the
profitability of export at a givet', exchange rate.

These were:
 

(i) 	 The supply price of commodities to producers;
(ii) 	 Marketing cost between producer and point of
 
export;


(iii) 	 The relevant price of sale abroad.
 

It was agreed that 
it would be desirable to obtain more
accura' informiation on these variables periodically
and t0at. this information would then serve as
contribut;on to the discussion of 	
a
 

the profitability of
major exrcrts at prevailin exchange 
rates. 	 This
exerci.se t,:ill 
be done 	in V parts; first, data
collection and analyses as outlined below, and second,
periodic updates for which the institutional
arrangements will be agreed upon later. 
 GSDR officials
suggested that the Department of Statistics in the
Ministry of National Planning and Jubba Valley
Development would be an appropriate office to
coordinate work on 
the above assessments of prices and
marketing costs with a number of ministries including
Finance, Revenue, the Central Bank, Agriculture,
Livestock, Commerce and 
Industry. 
 It will 	be necessary
to employ two individuals to collect the first round of
data, 
to establish methodologies for analyses and 
to
recommend arrangements for continued data collection
 
and analyses.
 

(b) 	 Objective
 

The objective of 
the contract 
is to determine the
profitability of major exports at different exchange
rates. Specifically, the contractor will undertake the

following tasks:
 

http:exerci.se


i) 
 Supply Prices for Export Commodities
 

Obtain supply prices from producers at

important supply/trading locations for major
export commodities mentioned in 
(v) below. The
contractor shall provide full 
information on
 any special conditions which may affect the
 
final price of the commodities traded in
different seasons. 
 The contractor shall also

obtain from secondary sources historical price
series for the 
same market in order 
to place

the collected information in perspective, to

determine seasonal trends and enable
 
correlations with volumes traded.
 

(ii) Marketing Costs
 

Obtain detailed information by items for all

marketing costs 
in major channels for the
 
export commodities from the point of domestic

sale to domestic ports of export as 
well as
shirping and related costs 
to major ports of
 
sale abroad. This should be done for 
all

points of supply for which information is
recorded in 
(i) above and again, to the 
extent
 
possible, this information should be related to
 
any historical data on marketing costs.
 

(iii) Export Prices
 

Obtain export prices for commodities chosen at
the major ports of sale abroad. These prices

should b- for the same 
quality products for
which the information was collected in 
(i) and
 
(-i) above.
 

(iv) Analysis
 

For all the above information the contractor

should note clearly the sources and the time at
which it 
was collected. 
 The contractor will

establish a framework and methodology for rapid
data tabulation, presentation and analyses,

including sensitivity tests using appropriate

indexing techniques. The analyses should

determine the impact of exchange rate changes

on marketing costs and domestic producer

prices. 
This will enable more detailed

analyses, perhaps under a separate activity to

demonstrate how the potentially positive

effects of exchange rate adjustments are

transmitted through the market to provide
greater incentives for production and exports.
 



(v) Commodities
 

The commodities for which the information under
(i), (ii) 
and (iii) is required are ae 
follows:
 

- export quality sheep and goats sold to
Saudi Arabia; 

- export quality cattle sold to Yemen;
 

- export quality camels and cattle sold
 
to Egypt;
 

- export quality bananas sold to Italy

and Saudi Arabia;
 

-
 export quality processed (wet blue) and
unprocessed goat skins sold to 
Italy.
 
(vi) Institutional Arrangements for 
Periodic Updates
 

The contractor will recommend the most suitable
institutional arrangements for periodic updates
of the data under (i), (ii) 
and (iii) above and
for continued presentation and analysis of 
the
 
data.
 

(c) Reporting
 

The contractor will work with the Department of
Statistics in the Ministry of National Planning and
Juba Valley Development. 
Note: 
 this may change to the
Ministry of Commerce. 
 The contractor will also work
closely with professional staff in other ministries,
IMF the World Bank and USAID. 

submitted The final report will be
in 20 copies. 
The report will contain the
information collected as per paragraph 4(i), (ii),
(iii), above. 
 It will include the 
framework for
analyses and show initial results at different exchange
rates. 
 The report will contain recommendations for
institutional arrangeinents to enable collection and
analyses of relevant data on a continuing basis. 
 Ten
copies of the draft report will be submitted for review
and discussion in Somalia before the contractor's
 
departure.
 

(d) Timing
 

The contractor shall complete the report by June 15,
1989. 
 The contract period will be approximately 2
months, including time spent in Somalia, Italy, Egypt,
Saudi Arabia and Yemen.
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U.S Embassy 

357371 



ITALY 

Dr Stanzianziano 

Sig. Paolella 

Sig. Badolati 

Sig. Sordi 
Sig. Personeni 
Sig. Pietrella 


Sig.Retaliati 


Dott. Chiavari 
Sig. Niccolo 

Sig. Giordano 


Plus Telephone Interviews 
Guide. 

1. 	 Bocciardo Agencies SRL, 

2. 	 Essepi SRL, 
3. 	 Esselle SRL, 

4 	 Politan 
5 	 Z.A.R.T.
 
6. 	 Matelli, 


Guido and C Sas
 
7. 	 Arcapelli, 

8. 	 Betapelli 

9. 	 Fimed, 

10. 	 Freesco, Pelli Sas, 


Administration Director Assoc~azione Mazionale Import/ 

Study Group on Bananas 

Study Group on Bananas 

Ccumercial Manager 
Administrator 
Sales Manager 

Administrator 


Ccmercial Manager 
Administrator 

Commercial Manager 


with the 

Export 	 rtofruitticoli 
FA 

FAO 

Campaign Italiana Frutta 

Is
 
Pacific 	Fruit 

Comafrica 


Genova
 
Simba (Del Monte) 


Air/Sea 	Freight SRL 

following 10 companies selected from the International 

Genova
 
Vicenze 
Milano
 

Milano
 

Pisa
 
Milano
 
Napoli 
Milano
 

06-317761 

06-57971
 
06-57971
 
06-547951
 

06-540924 

010-20854
 

019-38646 

06-526575
 

Leather 



Annex 4
 
THE GISOMA LIVESTOCK OPERATION
 

Gisoma is 
a joint venture between the Ministry of Foreign Affairs
(49%) and an Italian company called GIZA (51%). 
 They were
granted around *40 million by the Italian Government to build
their project and 
are expected to 
run 
it at a profit. Among
other things they are producing fodder and silage with a
sprinkler irrigation system and are 
feeding cattle in a feedlot.
Gisoma expects to export cat .e to Yemen soon.
negotiated a contract for 
It has apparently


cattle at *1.30/kg with MECO.
 
Gisoma's arrangement with the GSDR is 
as follows: they pay the
government rent 
for the facilities, since it 
is technically the
owner. 
This is around $2,500,000 per year.
required to pay for all 

They are also
the maintenance, which is around
$1,000,000 per year. 
 Other annual expenses are:
$470,365, fixed costs direct costs
*848,357, and depreciation $2,339,992.
This is 
a total of $7,893,704.

share of the export sales 

They pay the rent by giving a
to the GSDR. This is 
calculated to be
41.65% of the earnings derived from the minimum export price.
GISOMA, keeps 
the 40% like other exporters and changes the final
18.35% at 
the official exchange rate. 
 Any premium earned above
the minimum export price can be deposited in external account and
used in any legal way desired. The dividends they pay to GIZA
and the Ministry of Foreign Affairs are
in the project. supposed to be reinve;ted
This is by an agreement in force for the next 
20
 years.
 

Dr. Zagenelli, co-ordinator for GIZA Somalia, projects that they
will eventually export 20,000 head of cattle and 240,000 head of
sheep and goats and hope 
to They have not
 
earn $10.7 million.
yet started their sheep and goat feeding enterprise.
however, look very good. The cattle
The Boran bulls are gaining at a rate
of 860 grams/day, The Surca at 
780 grams/day, and the Dawara and
Gazera do 400 
to 500 grams.


currently SoShs 502/day. 
The cost of feed per day is
Dr. Zagenelli concedes that the cost of
gain exceeds the tl.30/kg price but the profit is
when they are in buying bulls
cheap and improving their quality. 
He says they
bought the current bunch for 
70,000/had


some of The trader he bought
them from says he paid 65,000 (this
months ago). was a number of
They are currently making maize and sorghum silage
and supplementing it 
will a little

Their agronomist, Dr. 

sesame meal and molasses.
Bellani, says that he
planting everything to Elephant Grass 
is in the process of
 

(Panicum Sp.), Bourgou
Grass (Echinochola) and for hay he 
is planting Rhodes Grass

(Chloris sp).
 

Another important factor is that Gisoma apparently has 
an
agreement with the Livestock Marketing and Health Project
quarantine the cattle in their own to

feedlot. 
 The report "Policy
for Certification of Private Feedlots to Quarantine and Export
Cattle," April 1989, sets out the proposed guidelines. 
The
precedents that GISOMA has set could provide pointers to the
final liberalisation of the livestock export system.
 



Annex 5
 
RECENT MEASUP!S BY GSDR TO IMPROVE EXPORT INCENTIVES
 

1. Maritime Transport. 
 Until the Government announcement in
February 1989 to decontrol all maritime 
-hipping, the Government

had regulated maritime transport since 1974. 
 It exercised these
powers through the ministry of Marine Transportation, Ports and
Fisheries. 
 The Ministry controlled three separate agencies
namely, the Somali Shipping Agency and Line, the Somali Shipping

Corporation and 
the Somali Port Authority. The two shipping
agencies had powers over 
all coastal shipping including charters,

issuing bills of 
lading, providing ships' provisions, and
preparing arrival and departure manifests. They also issued
visas to ships. The centralized system 
was cumbersome, and

caused considerable delay and uncertainty. 
Delays resulted in
additional costs for livestock feeding in holding yards, 
and the
uncertainties had detrimental effects 
on markets for Somali 
sheep
and goats. These difficulties were compounded as sheep and goat
exporters were charged 
set fees of US$6 per head for 
freight from
Berbera to Jeddah compared to 
rates about two-thirds this figure
quoted by private companies. The decontrol of maritime shipping
will remove the exclusive powers of 
the agencies mentioned

above, result in substantial improvements in shivping transport

efficiency, and lower costs for agriculture (paricularly

livestock experts) and other sectors of 
the economy.
 

2. Banking. 
Until recently, the banking sector consisted of
only two Government banks, the Commercial and Savings Bank of
Somalia (CSBS) and 
the Somali Development Bank (SDB). Only one
of these banks, 
the CSBS, has branch offices and accepts
deposits. 
 It lends short term (10-12 months). The SDB, which
has a centralised management structure, 
is mainly involved in
medium term lending (2-6 years) 
for development purposes. 
 There
is virtually no 
long term lending. 
 There are many shortcomings

in CSBS and the SDB originating mainly from 
their limited
capacity to adequately evaluat? loan proposals, monitor 
use of
funds, recover repayments and *.mplement credit ceilings. 
 IDA has
provided assistance to SDB the past
in to strengthen the

institution, but the results 
fell short of expectations.

Subsequently technical assistance has been provided to SDB and

CSBS by the 
Federal German Republic.
 

In February 1989, 
the existing banking law was officially amended
to allow the establishment of private banks; 
the Government, with
the assistance of 
the Fund, 
is in the process of revising the
banking regulations. 
 Private banks, when established, are
expected first to provide credit services 
for trading activities,

particularly export.., 
and subsequently perform 
a wider range of
 
banking.
 



3. Insurance. 
 In February 1989 the Government officially

announced that it 
had decided to relinquish its monopoly over 
the
 
insurance services in Somalia. This is major change which will
a 

lead to more competition and efficiency in 
an area where
 
confidence was seriously eroded. 
 Many trading activities were

insured only because of Government requirements, but without any

expectation of recouping losses should they occur. 
 Under the new
 
arrangements, private insurance companies will be permitted to

establish and operate 
in Somalia. It is, therefore, also no

longer compulsory to use 
the Somali Insurarice Agency for all
 
goods traded to and from Somalia.
 

4. Specifically related to 
livestock: Veterinary Drugs and
 
Equipment. It is estimated that about US$ 4 million worth of

veterinary drugs is used by the 
livestock industry in 
Somalia at
 
present. In February 1989, 
the Government officially announced
 
the complete decontrol of all trade 
in veterinary drugs.

Formerly, imports of 
most of 
these drugs were through Government

channels. 
 The controls created blackmarkets for drugs which were

sold at highly inflated prices. Substandard veterinary drugs

were also unofficially imported 
from Kenya and Djibouti. It is
 
anticipated that decontrol of 
the market, coupled with the

availability of private veter:narians to advise on and 
sell
 
drugs, will result in improve. availability of veterinary drugs

at 
open market prices and improved animal health. 
 This, in turn,

will help increase production and facilitate exports by

addressing the 
concerns of importers from Somalia who have in
 
previous years complained about the health of Somali 
livestock.
 
The Government neels 
to establish the 
necessary regulations to
 
ensure that qualified importers 
can be registered in a

non-discriminatory fashion and 
ensure 
that safety standards are
 
maintained.
 

Source: See Bibliography, ref.4.
 



Annex 6 
PREMIUM PRICE SCHEDULE FOR EXPORT BANANAS
 

Percentage Period of demand 
Exaort 
Quality 

High 1. Medium 2. 
( ton) 

Low 3. 

80 310.00 294.00 280.00 

81 313.10 296.80 282.80 

82 316.20 299.60 285.60 

83 319.30 302.40 288.40 

84 356.50 325.60 291.20 

85 352.70 330.60 294.00 

86 365.70 335.40 296.80 

87 373.50 339.60 299.60 

88 381.30 344.40 302.40 

89 384.40 347.20 313.60 

90 387.50 850.00 322.00 

91 390.69 352.80 324.80 

92 393.70 355.60 327.60 

93 396.80 358.40 344.40 

94 399.90 361.20 347.20 

95 403.00 ?64.00 350.00 

96 406.10 366.80 352.80 

97 409.20 369.60 355.60 

98 412.30 372.40 358.40 

99 415.40 375.20 361.20 

100 418,50 378.00 364.00 

Notes: 

1. February, March, April, May, October 
2. January, June, September, November, December 
3. July, August. 

Source: Somalfruit 



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

Annex 7
 

LIVESTOCK EXPORTERS : MEMBER COMPANIES
 
OF THE SOMALI CIIAMBER OF COMMERCE
 

COMFANY NAME CHAIRMAN 
-
 -
 -
 -


ABAAR-HOG LIVESTOCK EXPORT CO. 

ADLADA LIVESTOCK EXPORT CO. 

AFRO-LIVESTOCK EXPORT CO. 


AI-SAAD LIVESTOCK EXPORT CO. 

AL-ALANI LIVESTOCK EXPORT CO. 

AL-AMIN LIVESTOCK EXIORT CO. 

AL-EIIEL LIVESTOCK EXFORT CO. 

AL-FALAH LIVESTOCK EXPORT CO. 

AL-HIJAS LIVESTOCK EXPORT CO. 

AL-HUSSEINI LIVESTOCK EXPORT CO. 

AL-ITIHAD LIVESTOCK EXPORT CO. 

AL-KHALIJ LIVESTOCK EXPORT CO. 

AL-1JAJAH LIVESTOCK EXPORT CO. 

AL-NASRI LIVESTOCK EXTORT CO. 

AL-NILE LIVESTOCK EXPORT CO. 

AL-QUDUS LIVESTOCK EXPORT CO. 

AL-SAAD LIVESTOCK EXPORT CO. 

AL-SADIQ LIVESTOCK EXFORT CO. 

AL-SLIFI LIVESTOCK EXPORT CO. 

AL-TAYASAR LIVESTOCK EXPORT CO. 

AL-WADAN LIVESTOCK EXPORT CO. 

AL-WAHAB LIVESTOCK EPO.RT CO. 

ALNADOW LIVESTOCK EXPORT CC. 

ALOL LIVESTOCK EXPORT CO. 

Mohamed Hassan Ahmed 

Ali Isse ?fohamej 

Hussein HJ3san All 

Issa l Abmed Hassan 

AhieJ Ali Hass~n 

Farah ALlulle Egal 

Atdiiarin Sheikh Hussein Adan 

Ahoe H2i HchaaeJ Ahmed 

Warsaie Atdulle usuf 


Ahe. Ibrahbin Gunje 

Gelle Farah Bial 


AbdulIahj Hashi Burale 

Sheikb Mlzhamed Ibrahim 

Ha.i Hussein Nur Ali 

fMchamed Haji Hussein Warsaae 


All Hass53n Farah 


Is.il Ah.-J Hass3n 

chaeJ Allu]lahi Duale 

Hai Hassin E,.3l Ossan 

Aw Isse Kahin Warsa e 

Yusuf Java iztamej 

Abdirah53ar Odowa Isse 

Abdi Shire Dirie 

Aji Jani maxa2eI 

ADDRESS TEL 

801 7726 MOGADISHU 34672 

BOX 1628 MOGADISHU 21926 

BO 386 HOGADISHU 23601 

BOX 1001 HOGADISHU 2690 

BOX 6999 MOGADISHU 

BOX A340 M'3ADISHU 23577 

BO 6405 MOGADISHU 22454 

BOX 2094 MOGADISHU 23782 

BOX 

BOX 99 HARGEISA 2283 

BOX 9003 ERIGABO 

BOX 489 HARGEISA 2299 

BOX MCGADISHU 23967 

BOX 393 BURAO 62 

BOX 719 MOGADISHU 21120 

BOX A490 1GADISHU 81600 

BOX 100 HARGEISA 2690 

BOX 3836 HOGADISHU 23558 

BOX 156 BERBERA 

BO.X399 HAFOEISA 2641 

BOX 802 MCGADISHU 81384 

BOX 6989 MOGADISHU 21702 

BOX 386 MOGADISHU 23601 

BOX 167 HARGEISA 2722 



LIVESTOCK EDSQTa7, 
KWERB COMPANIES 

SOMALI CHAMBER Of COMUCE 

COIPAff UNE CHAIRN 

ANAL LIVESTOCK EXPORT CO. Mobamoud Mobamed Hire 

NATCO LIVESTOCK EXPORT CO. Abdi Pur Adan 

ARTAN LIVESTOCK EXPORT CO. Hire Artan Ismail 

AWDAL LIVESTOCK EXPORT CO. ku Mohamed Hadar 

BANADIR LIVESTOCK EXPORT CO. Basbir Shelkb Hussen 

BANAUOL LIVESTOCK EXPORT CO. Hasbi Jua Musse 

BA1.{ADOLE LIVESTOCK EXPORT CO. Jaza Abdullabi Tusuf 

BWAO LIVESTOCK EXPORT CO. Jafar lobamed Beder 

BEE LIVESTOCK EXPORT CO. Abdullabi Dabir Haq Osman 

BERBERA LIVESTOCK EXPORT CO. Aw lassan Hayi Omar 

BERBERI LIVESTOCK EXPORT CO. Ahmed Abdi Jam, 

BIKAL LIVESTOCK EXPORT CO. Mohaioud Ahmed Hirebe 

BODHLE LIVESTOCK EXPOT CO. Absed Bodble Yuuf 

BULHAN LIVESTOCK EXPORT CO. Ismail Aw Jaza Bultan 

DALEL LIVESTOCK EXPORT CO. Hussein Dalel Ali 

DAYAH LIVESTOCK EXPORT CO-OPERATIVE I5mail Dualeb 

DIBIRA-WEIN LIVESTOCX EXPORT CO. Mobamed Jama Sagatar 

DIRIE LIVESTOCK EXPORT CO. Adan Abdi Derie 

EAST-AFRICAN DISTRIBUTORS & Osman Jama Yusuf 
LIVESTOCK CO. 

EATO LIVESTOCK EXPORT CO. Abmed Gure Adan 

fAR-AWO LIVESTOCK EXPORT CO. Abdullabi Tusuf Farab 

FARAH LIVESTOCK EXPORT CO. Farab Ugas Humin 

FATAH AL-KHEIR LIVESTOCK EXPORT CO. Gurban Dada Ali 

ADDRESST 

901 332 BURAO 

BOX 723 MOGADISJ 20416 

BOX 1468 HOGADISHU 81013 

BOX 409 HhI;el;SA 2214 

BO 62 MOGADISHU 20971 

BOX 329 BURO 80152 

BOX 116 HARGEISA 2383 

BOX 1828 MOGADISHU 21926 

BOX 7574 8OGADISHU 20519 

801 1152 MOGADISHU 23804 

BO 578 BERBERA 2194 

BOX 2089 MOGADISHU 21620 

BOX 219 BURAO 61 

BOX 99 HARGEISA 2972 

BOX 1071 HARGEISA 2880 

BOX 1880 HOGADISHU 81196 

BOX HARGEISA 2814 

BOX 375 HARGEISA 2640 

BOX 914 MOGADISHU 22436 

BO 1292 MOGADISHU 

BOX 56 HARGEISA 2853 

BOX 1731 MOGADISHU 23286 

BOX 1109 MOGADISJ 21759 



WiL51vaXIPGRT~w5
 
NEIBER 001FANIES
 

bulL O{AflBE 


COMPA NA 


GACAN LIBAN LIVESTOCK EXPORT CO. 


GAL VEiN LIVESTOCK EXPORT CO, 


GEDETE LIVESTOCK EXPORT CO. 

GOBAMLE LIVS ?O( EXPORT CO. 

GOLEY LIVESW EXPORT CO. 

COLOL LIVESTOCK EXPORT CO. 

GREE VJLLEY LIVESTOCK EXPORT CO. 

GUARDAFU LIVESTOCK EXPORT CO. 

GUL LIVESTOCK EXPORT CO. 

GULD LIVESTOCK EXPORT CO. 

HABON LIVESSTOCK EXPORT CO. 


HANCO LIVESTOCK EXPORT CO. 

HAHDULEH LIVESTOCK EXPORT CO. 

HILAL LIVLTOCX EXPORT CO. 

HODON LIVESTOCK EXPORT CO. 


HOLOMAN LIVESTOCK EXPORT CO. 


NORM OF AFRICA LIVESTOCK EXPORT CO. 


HUBAL LIVESTOCK EXPORT CO. 


IDAMU LIVESTOCK EXPORT CO. 


IiiT )RATIONALSOMALI/ARAB LIVESTOCK 


EXPORT.
 
ISKUDAR LIVESTOCK EXPORT CO. 


KAITE LIVESTOCK EXPORT CO. 


KEID LIVESTOCK EXPORT CO. 


or CofmmC 

OMAIAIM 

Abdullabi all Ha3b 

Adan Mobated Hlrabe 

Abdifatab gotamed Y,'suf 

Nobamed Shilov Hu.ssen 

Abdi Hassan Geddi 

Abdlkailm Hagl Osman Mobauoud 

Farab All SbJre 

Said 05aA Abime 

Hapi All Birale Hassan 

Mobazed Abdullabl Guled 

A.,.ulkadir Mobamoud Abdulle 

Hawo Nobaaed Osoble 

Gabeir Ali Handulle 


Elmi Dalmr Hers] 

Omar Hassan Adan 

Adan Said Ali 

Abmed All Hassan 

All Abdi Farab 

All Farah Yuuf 


Abdlaziz Mobamed Fadil 

Moba'J Av Jaza Abdi 

All Mobased Kablye 

Keld Ismall Dlrsbe 

AD0)SS TEL 

B01414 HARGEISA 2456 

BOX 298 NOGA.DISHU 80389 

BOX 6664 NOGADISHU 099 

BOX 1393 MOGADISHU 20991 

B01 2093 NOGADISNO 81372 

BOX 6589 MOGADISHU 35229 

Box 310 BURAO 117 

BOX 1273 MOGADISHU 21608 

BOX 

BOX 234 HARGEISA 2936 

P.O.b01 

BOX 3893 MOGADISHU 31817 

BOX 281 MOGADISHU 80789 

BOX 719 MOGADISHU 21126 

BOX 2867 MOGADISHU 22454 

BOX 473 MOGADISHU 23838 

BOI 173 HAkGEISA 2411 

BOX 2300 MOGADISHIU 23980 

P.O.01 

BO 2976 MOGADISHU 80208 

BO 983 MOGADISHU 81941 

BOX 6373 MOGADISHU 81372 

BOX 136 HARGEISA 26 



LIVESTOCK £XPO&TES 
fMt RCOMfPANIES 

SOMALI CHA5B0 OF COMMERCE 

COI/PANT NAU 

K1{ADA LIVESTOCK EXPORT CO. 


KHEIRAD LIVFSTOCK EXPORT CO. 


LIBAH LIVESTOCK EXPORT CO. 


LIBAJN LIVESTOCK EXPORT CO. 


LIBIN LIVESTOCK EXPORT CO. 


MKHIR LIVESTOCK EXPORT CO. 


WJBAJ LIVESTOCK EXPORT CO. 


NAQATU-SALAW LIVESTOCK EXPORT CO. 

WMIATIJLLR LIVESTOCK EPORT CO. 

NORTH LIVESTOCK EXPORT CO. 

NORTH-EAST LIVESTOCK EXPORT CO. 

ODOVA LIVEST CK EXPORT CO. 

QAfDA LIVSTCK EXPORT CO. 

RA.SUMAL LIVESTOCK EXPORT CO. 

ED SA LIVESTOCK EXPORT CO. 

SAGAL L!VESTO(C EXPORT CO. 

SAHIL LIVESTOCK EXPORT CO. 

SAHLAN LIVESTOCK EXPORT CO. 

SAH1O EXPORT CO.LIVESTOCK 

SANAG LIVESTOCK EXPORT CO. 


SA.S-SAM LIVESTOCK EXPORT CO. 


SEA &LAND LIVESTOCK EXPORT CO. 


SOMALI STAR LIVESTOCK EXPORT CO. 


TABARAK LIVESTOCK EXPORT CO. 


CHAIRMAN 

Mobamed Tusuf Hassan 

Abed Mobased Abdalla 

All Abdullabi All 

Abdi Has3bl Nur 

Nasra Abdisavad Hagi Husin 

All Hassn Nur 

Adullabl Ismall Musse 

Osgan Salad Mohaaed 

Ali Mobamed Ha.mn 

Hassan Abdullabi Ali 

Mobamoud Hag] Farab 

Hussein Oowa Isse 

Mulbtar Hagi Ali 

Abdi Warute Farat 

Musse Mobdmed Ali 

disalan Mobamoud Jibril 


Abdikbaliq All Dbeqaqol 


Mohamed Osman Farab 

AMdi Our Haid 

Salab Mobamed Sobatoud 

Sbeikh Abmed kablye 

Abdi Sardheye All 

Hasan Hersi All 

Abdirlsa. Onar loalin 

ADDRESS TEL 

8012300 MOGADISHU 21300 

BOX 219 BURAO 61 

BOX 24 GARBANE 

P10.901 

BOX 1052 MOGADISHU 22391 

BOX ERIGABO 

BOX 2772 MOGADISHU 22672 

BOX MOGADISHfU 

BOX BURAO 

BOX 97 HARGEISA 2299 

BOX 2969 MOGADISHU 21759 

BOX 6989 HOGADISHU 21702 

BOX MOGADISHU 22660 

BOX A34v MOGADISHU 23577 

P.O.BOX 

BOX 2030 MOGADISHJ 22493 

BOX 2841 NOGADISHU 216 

BOX 1196 MOGADISHU 81328 

BOX 191 HMOGADISHU 809 

BOX 7287 IOGADISHU 

BOX 715 HA ISA 2368 

BOX 11 MOGADISHU 

BOX 2122 MOGADISHU 23023 

BOX 2285 MOGADISHU 21390 



LI;TEST EGU ES
 
MW~Ei C019ANIES 

SNA! IOAUB 

COKPANY NARE 


AW-SAM LIVESTOCK E IXRT
CO. 

TAWA, L,!IvESTOCK EXPORT CO. 

TEYSIIR LIVESTOCK EXPORT CO. 

TOGSOL LIVESTOCK EXPORT CO. 

TOVFIK LIVESTOCK EXPORT CO 

UMGAI- IVESTOCK E PORT CO-OPORATIVE 

URUR LIVESTOCK EXORT CO. 


VADAJIR LIVESTOCK L FISHING CO. 


WADO-KHEIR LIVESTOCK EXPORT CO. 


WAMO DTEPRISES LIVESTOCK EXPORT 


CO.
 

WAIIO STAR LIVESTOCK EXPORT CO. 

YASALAAM LIVESTOCK EXPORT CO. 

TA.SIY LIVESTOCK EXPORT CO. 

TONISIA LIVESTOCK EI,,RT CO. 

YUBAN LIVESTOCK EXPORT CO. 

ZOMA LIVESTOCK EXPORT CO. 

or coc 

OUAIRNAH 

Jaa Osman )vur 

Abdullabi Artan Frab 

All Hag; Bobated Adde 


Jafar Sobaaed Ahied 

Said Dabir Hagi Onar 

Abdl Sbeikb Ai 

Mobamed Ahmed Abdi 

Abdullabi Ali leed 


Jama Abdullabi Yusuf 


Sbarf Abdulkadit' Our 


Ahmed Mur Sbeikb Ha.san 

Hus3eln Gazete Hus n 

Musse Mobanued All 

Mobamud Tonis Warsase 

Ismail Abdi Adan 

Abdullabi Abdi Azalo 

ARESS T 

box
 

901 9C70 EIGABO 

901 58 MOGADISHU 2223
 

901 1212 BURAO 83
 

BOX 1114 MOGADISHU 716
 

Sol 99 HARGEISA 2277
 

BOX 7302 bOGADISHU 23862
 

BOX 1112 MOGADISHU 20380
 

BOX 116 HAGEISA 2386
 

BOX 1317 MOGADISHU 20121
 

BOX 3495 MOGADISHU
 

P.O.B01
 

X518 HAkGEISA 2950
 

OX 433 HARGEISA 2437
 

BOX 460 MOGADISHU 20660
 

801 3466 MOGADISHU 22254
 



Annex 8
 

VETERINARY USER FEES 

ATHOD 2: LSER FEE CACJULAI -- SHEP 9 GOATS 

DIRECT COSTS
 

ITEM 	 A:O.MT TrFC UNIT COST TOTAL TOTAL EIFtATION 
RE UIRED OF PRICE PER MI'ER OF COST 
PR AI1%t LIIT PER CNE SAD DAYS OR PER 1EPD 

UNIT TIES FOR rUR. 
INSO S8 USED PERIOD 

I.Vacci res
 
1. Sheep pox 	 2 0.25 0.5 1 0.5cc 	 Price for vaccines is

2.CCPP 
 2 cc 0.25 0.5 1 0.5 estimated for handling
3.Brucellosis 0.5 cc 5.00 2.5 1 2.5 ad replacewent charges only 

- because the project has not
 
3.5 	 received a bill for vaccines 

from the S.V.1. 
II.Drugs
 

I.Acaricide 0.O08 liter 760 6.08 1 6.08 

(Arnti-biotics aro artiheimertics are not given regularly during vaccination
 
ard health inspection ad so ire 
not added into these cost but should be
 
charged separately. The above cost 
 is given as an example of what it would
 
cost per head to irclude an acaricide in the procsing charge.)
 

W-,0i T TYPE UN, T r, ,':)T TOTk TOTAL EUhL"TI]ON 

REQUIRED CIF RICE P-E NU ER OF COST
 
KER Ari4AL XMT PER CEE HEAD 
 DAYS OR PER fD
 

UIT TIPS FOR ID&SPCTI(N
 
INSO SH USED PERIOD
 

I1. Water
 
(Daily req. in
 
liters per aninal) 5 liter 0.0132 
 0.0)66 2 0.1 	 This is the pumping 

charge only. 

* IV.Labor (cost/animal) 0.3 min/hd 6 2 3 6 Processing charges. 

10 people a day
 
at 300 per pers.
 

V. Feed (grazing cost 1 kilo 0.5 l,5 7 3.5 Estimated value of 
per head) 
 urharvested grazing
 

per animal. 
IS VI. Fuel and Lubricants 0.01 liter 6.7 0.067 7 0.469 Estimate of fuel 

used solely for
 
administering animals
 
excluding pumping costs.
 

Total 	of Direct Costs 14 

Item IV. Amount required 	per animal defined as the number of minutes per head. 

ff Item VI. P:mourit required per animal isdefined as a fraction of a liter of fuel
 
required ir,the 1983 budget estimate.
 

Aii
 



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

mETHOO : USER FEE CrI.CLLATION - CATTLE 

DIPECT COSTS 

ITEM W.U'CNT TYPE LIN IT COST TOTAL TOTAL 
PSEUIRED FI PRICE KER NUMR OF COST 
PER WNIMAL UNIT PER Orf EA LAYS OR PER WAD 

UNIT TIMES FOR M1AR. 
IN SO SH USED PERIOD 

I. Vaccirras 
I. Rirderpest 2 cc 0.25 0.5 1 0.5
2. Arthrax I cc 0.25 0.25 1 0.253. CKTP 0,5 cc 0.25 0.125 1 0.125
4. FmD 5 cc 0.25 I.25 1 i.25

J. ilackq'arter 2 cc 0.25 0.5 1 0.5
6. H. S. 2 cc 0.25 0.5 1 0.5 

IT. Drugs (admiristered inquarartire) 
3.1 

1.Pcar:cioe 
 0.(:2 liter "SO 15.2 4 0.8 

(Arti-tot;cs ard artilheIr-entics are not given rEgularly under quarantine
ard so re r,¢t added irto these ccst but schould be c.arged separately.
The abce ccst is ,.ver, as ar, esancle of what it would cost per head to 
irc!iOje an acar;cide it the rccessi g charge.) 

:,t eLT (PE UhlT COST "OTAL TO(AL
P,7JIPED OF PR!CE KR NUIER O COST 
;ER ANiAL L lIT K R CN IF.D DAYS OR NR -fAD 

UNIT Tl S FuR (lUR. 
IN SO 5H USED PERIOD 

Ill. Water
 

(Daily req. in
 
liters per animal) 40 liter O.0132 0.528 
 12 11.6 


- IV.Labor (cost/aninal) 0.3 minihd 6 2 3 6 


V. Feed (grazing cost 
 8 kilo 0.5 
 4 22 88 

per head) 


VI. Fuel and Lubricants 
 0.01 liter 67 0.67 22 14.74 


.... 
Total of Direct Costs !84 

E UtV.Tl N 

Price for vaccines is 
estimated for harling 
and replacesent charges only 
because the project has not 
receivrd a bill for vaccines 
from the S..I. 

-XFiA?3TION 

This is the pumping
 

charge only.
 

Processing charges. 

10 people a dai 
at 300 So Sh per person 

Estimated value of
 
urharvested grazing 

per animal.
 

Estimate of fuel
 

used solely for 
administering animals 
excluding pumping costs. 

Item IV. Amount required per animal is defined as a fraction of ore work day per head 

*4 Item VI. Pbount required per anival isdefined as a fraction of a liter of fuel 
frow the 1389 budget required to service ore head. 



Annex 9
 
CHARGES 	 AND ONLEVIES LIVESTOCK EXPORTS 	 (MOGADISHU - KISMAYU) 

Sheep/Goats 
 Cattle 
 Camels
 

(so s )-
1. 	 Ministry of Finance
 

Customs and Harbour Taxes 
 49 294 
 490
 
Stamp duty (2.5% on L/C) 319.2 1,915 
 2,964
 

2. 	 Somali Shipping Agency
 

Brokerage commission 
 95 
 570
Agency 	fee 950
 
1 1.5 
 2.5
 

3. 	 Ministry of Interior
 

Neefkii (Canshuuxta Seyladda) 
 150 
 300 
 600
 

4. 	 Port Authority
 

Cargo Handling 1.5 
 6 
 9
 

5. 	 Municipality
 

Export tax 
 1 
 2 
 3
 
6. 
 Chamber 	of Commerce 
 0.3 
 2 
 3
 

7. 	 Commercial Sank Commission
 

1.3% on L/C value 207 
 1,245 1,927
 
8. 	 Livestock Marketing Project 
 1 
 5 
 5
 
9. 
 Livestock Exporters Board 	 10 60 
 100
 

Source: Ministry of Commerce
 



IMPORT TONNAGE DISCHARGED AT THE PRINCIPAL COMMERCIAL PORTS OF THE 
KINGDOM OF SAUDI AR.AkBIA DUR[NG 1987 

TYPE OF CARGO JEDDAH DAMMAM JUBAIL YANBU GIZAN TOTAL 

1. FOOrxSTtiFFS 
RUZ1 290.242 237,924 - 1.088 13.663 542.917 
MAiZlE & DURRA 3()4.081 241.719 - 11.379 - 557.179 c 
SOl (;IiUM 
HA.ALLY &k O l'flI'.RS 

44,574 
3,237.208 

-
1.185,405 551.898 

-
1.906,501 

10.985 
565.752 

55.509 
7.496.764 > 

OILS 184,266 11.108 - - 195.374 
SU(;AR 330.580 96278 - - 20,.335 447.193 
TEl, & COFFEE 
REf FER & CHILLED 

37.833 
757.930 

8.699 
163.616 

- - 46,532 
921.546 

LIV FsToCK 179,057 55,140 96 622 234.915 
OTIIER FOODSTUFFS 976-906 401,466 - - - 1378.372 
SUB.TOTAI. 6.392,627 2,401.355 551,898 1.919.064 611,357 11,876.301 

2. CONSTRUCTION MATERIALS 2 
BACCED CEMENT 2.299 11.021 92 - 1.198 14.610 
BULK CEMENT 1.895.560 581.115 446.783 358.055 - 3.281(513 
STF:L 470,416 381.994 25.686 4,193 24.924 907.213 

3. 

TIMIIER 

OTIIF.R lJII.DING MATERIALS 
SUB.TOTA I. 

VLIICLF-s 

388.317 
1.471.176 
4,227.768 

269.904 

242.154 
964.228 

2.180.512 

162,926 

8.648 
39.508 

520.717 

1.918 

-
-

362.248 

11 

3.075 
39.004 
68.201 

9.753 

642.194 
2.513.916 
7,359.4.46 

44,5I2 

-3 

4. EoUEME'T 124.317 77.641 16.088 - -- 218.046 
S. GENERAL CARGO 2.364,766 838.804 252.397 220.989 482 3.677.438 

6. TOTAL TONNAGE DISCJIARG ) 13,379,382 5.661.238 1343,018 2,502,312 689,793 23.575.743 
7. LIVESTOCK (IN NUMBER) 

SHElP & GOATS 3.894.249 962,889 - 3.229 18,294 4.878,661 
CATILE, CALVES & CAMELS 
HORI;ESVEH]CI.ES (IN NUMBER) 

57,746 
23-110,285 

3.078 

34.118 

.-
- 881 - 4 6.651 

60,824 

151939 

!ETRIC WEIGIT TONNES 



IMPORT TONNAGE COMPARISON 
1982- 1987 

ALL SEAPA COMMERCIAL PORTS 

COMMODITY 1982 1983 1984 1985 1986 1987 

FOODSTUFFS 8,698.324 7.481,747 11.751.265 9.936.287 11.236.947 11.876,301 

BUILDING MAI ERIALS 11.456.013 10.953.353 9.344.965 7,548.840 4.998.277 4.063.323 

CEMENT 11,457,402 15.354.163 12.905.878 6,216.684 4.687.900 3.296.123 

VEHICIES 1,352,342 1.075,681 752.556 632.554 391,573 444,512 

EQUIPMENT 520.715 635.294 468.784 326.840 228,994 218.046 

GENERAL CARGO 5.256.860 5.392,040 4.835,584 3.878.867 3,591.607 3.677.438 

TOTAL 38.741,656 40.892,2743 40.059,032 28.540.072 25.135.298 23.575.743 

LIVESTOCK (II.AD) 

SHEEP & GOATS 4,187.240 4,506,166 3,859.660 5.169.859 4,657.241 4.878,661 

CATTILE, CALVES & CAMELS 178.485 122,433 64.999 64,371 52.429 60,824 

HORSES 22 31 10 11 20 23 

VEHICLES (UNITS) 521,926 446,225 312,358 265,596 120.370 151,939 

V:ETRIC WEIGHT TONNES 



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

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

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

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

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

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

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

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

Annx I
 
NORTH YEMEN: LIVESTOCK STATISTICS
 

Animals and Animal Production
 

Imports in Year
 
1983 - 1988
 

Value (1000)
 

YEAR / UNIT 1983 1985 1987 1988
 

Cattle
 

quantity head 60304 126082 123406
 

value 55307 1?4278 228481 211942
 

Sheep
 

quantity head 233465 106979 275777
 

value 40675 67459 30314 83539
 

Goat
 

quantity head 126388 104919 145666
 

value 19719 32711 29002 42166
 

Chicken
 

quantity head 296924 15647420
 

quantity *NT 1802 7485
 

value 47735 75669 176709 77201
 

Beef
 

quantity NT 1402 1234 


value 15730 32641 16024 26602
 

Sheep & Goat meat
 

quantity NT 372 256 40
 

value 3796 19982 3068 816
 

2002 



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

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

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

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

Animals and Animal Production (Cont,)
 

Imports in Year
 
1983 - 1988 

Value (1000)
 

YEAR / UNIT 1983 1985 1987 1988
 

Chicken meat
 

quantity NT 18374 114 
 4683
 

value 54505 21029 719 50522
 

Offals
 

quantity NT 81 319 392
 

value 372 116 
 2788 4359
 

Canned Meat
 

quantity NT 61 
 722 97
 

value 446 1748 9098 2782
 
l-------------------------------------------------------------------

84, 86 not available
 



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

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

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

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

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

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

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

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

LIVESTOCK NUMBERS (HEAD) IN YEAR 1984 - 1988
 

YEAR 1984 1985 1986 197 1988
 

Sheep 2454326 2503392 2553179 2603691 2674002
 

Goats 1596402 1628317 1660701 1693556 1709000
 

Cattle 960610 984635 1003603 1023667 1052999
 

Camel 58998 59600 60202 61399 62600
 

Local
 
Hens 3231000 329600 4100000 4182000 4266000
 

Corn. Hens 7272000 9740000 13250000 13515000 19166000
 



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

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

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

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

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

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

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

ANIMAL PRQDUCION IN YEAR 1984 - 1988 

YEARS UNITS 1984 1985 1986 1987 1988
 

Red meat MT 22000 23100 23563 23689 25235
 

White meat MT 29834 48698 51000 53000 76664
 

1000
 
Milk MT 100 105 107 108 114
 

Skins MT 4350 4437 4526 4594 4709
 

Eggs Million 178 215 232 236 255
 

Wool MT 2011. 2071 2112 2187 2197
 



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

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

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

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

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

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

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

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

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

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

RURAL MARKET PRICES FOR ANIMAL
 
PRODUCT3*0NS (YR/KG) 
YEAR 1934 - 1988
 

YEAR 1984 1985 1986 1987 1988
 

Mutton & Lamb 66.18 72.03 86.17 98.21 99.08
 

Veal 59.86 65.02 81.17 87.80 98.58
 

Goats Meat 56.94 62.35 87.98 93.75 81.17
 

Beef 38.71 39.91 50.21 54.06 57.56
 

Camel Meat 23.94 29.42 39.34 45.93 43.66
 

Local Hen * 42.18 44.80 50.45 73.91 64.83
 

Com. Hen 19.27 19.86 22.82 27.32 28.60
 

Egg + 18.86 25.89 24.08 39.58 38.82
 

* Yr Per Hen 

+ Yr Per 30 Eggs 

Source: Agricultural Statistical Yearbook 1988 



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

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

VOLUME O EGYPT'S IMPORTS 

OF SELECTED AGRICULTURAL PROoUCTS 
CY 1981 - 1987 

(UNITS o MEASURE AS INDICATED)
COUNTRY/REGION: EGYPT 


TRADE TYPE: IMPORTS SOURCE: FAO/VAS TAJE SYSTEM
 

% CHANGE
 
1986 1987 1986-87
 

PRODUCT OR FAO 

1903 1984 1985
GROUPING CODE tNIT 1981 1982 


LIVE ANIMALS .............. :1884 
CATTLE ................... 0866 
CIizCIEHtS ................ 11057 

:HEAD 
:;lEAD 
:1000 

128.276 
89,257 
2,399 

101,788 
120,725 
23,778 

345,836 
123, 104 
62,982 

405,028 
169,107 
83,672 

380,974 
72,973 
33,ooor 

287,189 
49,404 
1,ooor 

194,743 
34,075 
20,0oor 

1 
! 
! 

-32 
-31 
11 

HEAT & HEAT PRODUCTS ...... :1885 :MT 
BEEF, FRESH/FrOZEti.. ... s1924 :MT 
PORK, FRESlI/FROZEN ...... :2027 1VT 
POULTRY, FrPSH/FROZE)...:192

6 :W" 
ANIMAL FATS ............... l1904 f4T 

S 

t 

228,572 
108,850 

0 
82,796 
234,734 

156.120 
)1,047 

15 

37,580 
220.821 

207.806 
131,583 

1 

33,953 
245,104 

267,669 
156,755 

1 

60.016 
256,097 

247,656 
138,272

0 

60,738 
216,054 

263.264 
175,523

0 

41,952 
144,602 

225,700 
142,697

0 

43.000 
165,000 

! 
I 
1 

-14 
-19 

-

2 
14 

HIDES & SKINS ............. :1898 :HT 
DAIRY PRODUCTS & EGGS ..... :Ib86 :HT 

MILK, FRESH/DRY/COtIOENSD:1 
9 3 4 :iHT 

GRAINS & PREPARATIONS ..... :1888 :MT 

WHEAT ................... :0015 :MT 
WHEAT FLOUR ............. :0016 :HT 
CORN .................... :0056 :8' 

t 
: 
: 

: 

5.726 
118,432 
48,315 

6,660,530 

3,949.286 
1,3H8,7q6 
1,289,415 

3,559 
79.7e2 
28,404 

6,353,441 

3,904.355 
1,151,001 
1,296.640 

3,503 
116,186 
34,702

7,456,695 

4,230,0000 
1,700,000-
1,523,000' 

5,083 
149,938 
50,819

7,9153822 

4,520,0000 
1.810,000* 
1,582,000' 

4,696 
128.316 
34,961

,212.956 

4,524,000* 
1,780,000

e 

1,907,000' 

5,592 
103.511 
18.988

7,840581 

4,329,000 
1,443,000 
2,028,000 

5,255 
140,093
32.3268,7926583 

5,162.000 
1.378.000 
2.200,000 

I 

' 

. 

-6 
35 
7012 

19 
-s 

RICE ..................... :1946 :-T 
FEEDINGSTUFFS ............. :1892 :MT 
OILSEED MEAL ............ :1960 :HT 

SOYBEAN HEAL .......... :0238 :MT 
OILSEEDS .................. :1899 :HT 

SOYBEAS ................ :0236 :HT 

VEGETABLE OIL............. 11905 :M1T 
SOYBEAN OIL ............. :0237 :MT 

0 
94,035 
73,987 

68,487 
29,645 
13,692 

351,546
108,442 

20 
175,353
111,717 

111,717
23.568 
22,671 

318,179 
30,760 

0 
224,116
120,468 

120,468
32.534 
21,562 

356,126 
57,180 

100 
331,186
241,133 

241,133
37,261 

5,979 

372,447 
76,928 

25 
381,211
279,345 

279,34529.027 
5,000 

476,297 
28,000e 

0 
386,378280,757 

280,75771.977 
45,000 

474,391 
3,505 

0 
381,020270.000 

270-000"104.888 
66000' 

408,038 
9,209 

! 

* 
1 

I 

-
-1-4 

-446 
46 

-14 
134 

FRUITS, NUTS & VEGETABLES.:1889 :14T 
ORAGES, FRpESH .......... t0490 :'T 
APPLES, FRESH ........... t0515 :HT 
ALMONDS ..................:0221 :HT 
PULSES ................... :1954 :8T 
VEGETABLES & PRODUCTS ...:1990 :KT 

1 
a 

275,007 
0 

23,370 
813 

135,206 
222,464 

243.767 
3 

21,255 
522 

111,623 
189,558 

177, 146 
0 

4,635 
1,110 

57,057 
126,465 

165,757 
0 

2,303 
1,078 

57.174 
135,589 

135,192 
0 

1,144 
1,100 

43,700 
118,112 

155,605 
0 
0 

45 
67,239 

144,734 

180,633 
0 ! 
0 

1,150r 1 
76.000 I 

169,729 I 

16 
-

-
2.456 

I3 
17 

ALCOHOLIC BEVERAGES ....... :2000 
WINE & VERMOUTH ......... :1966 

:HT 
:MT 

1 71 
0 

0 
0 

2 
2 

1 
1 

0 
0 

236 
0 

255 
0 * 

a8 
-

BEER..................... :1967 :mT 0 0 0 0 0 236 255 a 

SUGAR & HONEY ............. :1890 :8T 
COYFEE,TEA, COCOA, SPICES...:18 9 1 :MT 
COTI ON.................... :0767 :HT 
TOBACCO & PRODUCTS .........1896 HT 

TOBACCO LEAF ............. 0626 :MT 
CIGARETTES .............. 0828 :MT 

1 

648.893 
39,747 

0 
33,251 
32,471 

766 

713,894 
49,908 

0 
44,693 
42,636 
2,047 

744,640 
58,785 

0 
50,877 
49,028 
1,832 

832.049 
53,169 

0 
51,665 
48,940 
2.936 

668,735 
52,920 
29.0000 
45,468 
43,552 
1,905 

686, 5 
70. '0 
21,000' 
46.533 
46,272 

234 

560,810 
74,596 
14,000' 
43.294 
42,259 
1,00or 

1 

3 

-18 
5 

-33 
-7 
-9 

327 

TOTAL AGRICULTURAL PROOCTS:1882 :8T 1 8,933,242 8,629.065 10.074,424 10,89G.922 11,1C,,393 10,665,548 11,404,389 I 7 

BULK CO*4ODITIES ........ :1600 :MT : 5,514,913' 5,455,902- 5,958,337- 6,302.2900 6,654,291- 6,687,2450 7,750.998' 11 

INTERMEDIATE HIGH-VALUE.:1603 :8T : 2,727,216' 2,583.814' 3,308,334' 3,652,906' 3,600.969- 3,230,663' 2,967,410' -8 
847,623- 747,640- '85,981' -9
CONSUMER-ORIENTED HI-VAL:1604 :mT : 691,111 589,3490 807,753' 941.726' 

'< 
I 
-3 

<
 



Or SELECTED AGRICULTURAL PRUODUCTS 
CY 1981 - 1987 

COUNTRY/REGIOHI EGYPT (UNITS OF MEASURE AS INDICATED) 
TRADE TYPE: II'ORTS SOURCEs FAO/FAS TRADE SYSTEM 

PRODUCT OR FAO % CHANCE 
GROUPING CODE UNIT 1961 1982 1983 1984 1985 1986 1997 1986-87 

LIVE ANIMALS .............. :1084 11000$: 54,673 128.945 173,580 190,060 181.162 96,874 112.463 16 
CATTLE ..................:0866 :10005: 39,001 e7,256 90,066 86,250 49,390 31,887 42,087 32 
CHICKENS.................:1057 :10005: 2,099 15.696 30,056 40.979 13,851 6,236 6,500r 4 

MEAT & MEAT PROOUCTS ...... :185 :10003: 345,726 253.163 259,440 360.505 310,382 383,699 370,667 -3 
BEEr, FRES/FROZEH ...... 11924 :10005: 166,950 167,619 165,.J83 207,808 170.841 233,093 240,000 3 
PORK, FRESH/FROZEN ..... i2027 :1000S 0 55 3 4 0 0 0 
POULTRY, TRESH/FROZEN...:1926 s:O00t 117,481 52,107 28,01e 67,800 75,614 72,830 72,000 -1 

ANIMAL FATS ............... 11904 :10003: 122,359 , 115,115 113,120 140,745 104,065 78,428 93,000 19 
BIDES 4 SKINS ............. s1898 s10005: 7,973 4,509 4,713 7,550 8.539 10,226 9,660 1 -6 
DAIRY PRODUCTS & EGGS ..... s1886 tlO005 215,480 167,519 226,668 288,636 256,594 226.69,9 265,830 1 17 
MILK, FRESH/DRY/CONDtENSD:1934 :10005: 74,841 63,364 61,136 86,838 68,988 58,865 65,430 ! 11 

GRAINS & PREPARATIONS ..... siege sl000$s 1,717,155 1,570,129 1,474,236 1,699,720 1,687,306 1,414,430 1,400,229 I -0 
WHEAT ................... :0015 1l000$s 969,000* 940,950' 931,000- 892,000* 947,000* 944,2000 906,000F 1 7 
WHEAT FLOR ..............0016 :00$: 429,0000 325,000- 315,0000 477,000' 446,000' 322,000* 303,000' 1 -6 

CORN....................:0056 1O00$ 
RICE....................:1946 1100059 

314,091 
0 

300,234 
24 

221,000" 
0 

324,000' 
42 

290,0008 
44 

239,000' 
0 

189,000' I 
0 1 

-21 
-

rEEDINGSTUFFS ............. :1892 #1000$e 43,90 63,389 97,240 127,136 121,180 148,629 151,018 1 2 
OILSEED MEAL............. 1960 slOOO 29,936 34,548 43,139 77,011 76,758 90,748 91,000 1 0 

SOYBEAN MEAL.......... 0238 310003: 27,398 34,548 43,139 77,011 76,758 90,748 91,000' 1 0 

OILSEEDS .................. :1899 I1O0051 20,323 9,250 19,200 33,573 18,105 35,536 48,471 I 36 
SOYBEANS .................. 0236 2103051 5,336 8,645 7,645 2.175 1,602 10s5 16.700' 54 

VEGETABLE OIL............. :1905 :10005: 256,770 196,425 198,930 298,364 360,725 293,272 251,957 1 -14 
SOYBEAN OIL.............. 0237 :10005. 77,987 18,518 32,202 54,831 17,800r 3,980 6,500* 1 114 

FRUITS, NUTS 4 VXGETABLe3.:189 :10005: 125,694 130,131 129,092 101,610 94,355 112,307 116.674 1 6 
ORANGES, rnES............:0490 sl000$ 0 1 0 0 0 0 0 -

APPLES, FRES ........... :0515 10003: 16,776 14,V61 3,407 1,544 772 0 0 -
AXMONDS.................. :0221 :10005: 1,844 987 2,043 2,061 2,100& 342 2,200r 1 543 
PULSES ..................:1954 :10005: 32,353 49,376 31,592 22,794 21,000 37,000 27,000 1 -27 
VEGETABLES & PRODUCTS...:19,D :10005: 77,071 86,816 81,396 70,990 72,374 101,702 102,230 1 1 

ALCOHOLIC BEVERAGES ....... 2000 t1O00$ 0 10 43 4 0 413 529 28 
WINE A VZRKfOTR ......... 21966 1O00$: 0 0 43 6 0 0 0 ! -

BEER.....................11967 :10005: 0 0 0 0 0 413 529 28 
SUGAR A HONEY............. :1890 t10005: 432,469 222,999 194,271 212,159 139,249 215,404 147,070 -32 

COME, TEA,COCOA,SPICES... 1891 :100051 81,664 115,149 129,331 134,094 167,045 197,549 219.554 1 11 

COTTON.....................:0767 lO00: 0 0 0 0 43,622 35,000' 25,000* -29 

TOBACCO & PRODUCTS ........ %1896 t:O00$ 104,747 150,184 195,072 221,369 208,879 190,719 197.377 3 

TOBACCO LEAF..............:0826 :10005: 92.919 114-146 r62,569 165,798 168.417 186,716 i8oo00 ! -4 

CIGARETTES.............. t0828 :1000$: 11,684 35,835 32.180 55,257 40,242 3,631 17,000f f 368 

FOREST PRODUCTS (NO-AG)..:1877 £1005: 572,630 531,247 588,845 648,829 782,361 822,924 815,193 ! -1 
----------------------------------------------------------------------------------------------------------------------------------------------

TOTAL AG'%ICULTURAL PRODCT8:I882 :10005s 3,635,538 3,216,715 3,303o658 3,925,539 3,846,692 3,585,524 3,576,276 -0 

BULK CVMHODITIES ........ :1600 :1005: 1,514,090' 1,534,635- 1,484,416- 1,563,686- 1,652,221' 1,563,126' 1,595,471' ! 2 
INTERHEDIATZ HIGU-VALUU.s1603 
COSUMER-ORIZNTKD RI-VALs1604 

&1000$t 
:10005s 

1,362,828' 
758,620-

1,074,241' 
607,839* 

1,120,017' 
699,225-

1,490,752' 
971,101-

1,419,992-
774,479-

1,221,966' 
800,432' 

1,124,248' ! 
856,557' 1 

-0 
7 
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Cathedal Place 06 6515884Limerick Co Sheoly. P (Kdlotghn) Ltd Ammendola, Antonio 
L h ,ck 
 , u ua. ,, K ,g9 n v.jCu e , a. 1.ij '
H 1HI I}, 20;.11Co eM le 

McCarthy. Richard. Ireland . 61125Lid An'.Cr Pa,- 8 SI.ehy 84399160100202 813991628 0 Curry St LUncck Ca Lre,ck P h.d & $h~ep~k.ns fror AndlaI di A061 31l5540,3a6l6 re -, 70751 elc. & exporing Ileece 49A '.,,Pr.r,nctaleFanierra NoillAlan D,' A M McCalthyE.-,ctts of Irish machina pull'!d nel 1ooP

I. 50571 56029 S2t7,8Celeu n590104

Saltrd cattlehides and sheepskins NIB2 Hj
MBHF/2 8 9 ANDREA I

A I46100 
M urphy. John J & Co LI,: Thornes & Co LidW a,',,jHill, M dl1St Arcap.lliDubh,,n Co LRrf %.t1 56 255 Shandor SI. Cook Co Cork Dhh to Deii., F .i., ,I ri. 13 56029021 30400 1 T 1' S n: Ct rI ,II Ann ,'a

l lu,ijlh H I Y Al71 33r41A lin Die B a ,, y D 
I d q 

a I'., 5MU046H I" 0,, P.11|ir datl.,,wool h,des and 0PAE A A t,,. 

('*/crl ri 8 Waterford Hide and Skin Market H,d-s J'M H S .2 8 [XM X,X/M /! , !I- l/'l all O,, nL . e Knockhouse. G, cedeu. ctu l a nd f"nisd cond on 
,' l 1 lO1 1 1 C o W a lerfo rd ( c r'c ti 4i4 o 


Oliver. James & 
 Sans LidKilleen M ageney. AIhy 74.131, 747880503 45272 Co K/da e J.a D 5da'ee o Nchola Ou nlan. 6 s 344 5 6 

0503 27 

Telex 265871 M.CNIREF 6 Arhg-ana Pell, sI3lan 0 G Rel EI'.I %1H 2 8 1RIJames J e1.,,t3419 

%-:s Foqigi I0882 21996 ~SonnSSeie'Qw~ 

DOmestC wool hde and skin 
metchanhng and fellrnongqing 

Assouad. Roberto R
1nt2ni,12 

MHF/2 8 9 Cn,o F,,.- . n1 

10 161?6 rieno,,a 
As 208l .116 re'r. 271136 Asiu,.l 

PIoen.ix Hide & Skin Co Ltd 

010 
Ridn'.h, u,,J Aisou,.,IsraeI... 

, 

2 Nutey Rd Dubln 
a i .d I...... ,,,l Al.,..,C4 
 Israellanrd 

p,ijns hon J 
 ,_si
691158 Te,e 91077 d 

Man ODr A dan Dunn 
Chna 

Glkson. Abraham
Machine flayed. B'/11ee 3Ilaclot hdes PO Box 398 Tel A,, 61000 
slaughtered call. shcepskns. ,,elbl.e 

34 56 [ A(
972 ,
259741 
 Tc/c, 341118 EntOruts Balh. Co2tan7t 
Ahl',I-n}.,5.41 1 
 1ahC o1 
 79 :n : 

6 8 9 10 1 24
MH/2 3 4 5 

010 b55133 & 595818
3 9MHB12 345 6 8 9 10 Alan DOt Coslanie Balb-

1,,1.-, , ,11Al nfif,..-I 
t,,,q 

M 131 34 S67 89i10 

flotorii (Concolial& C %,I
Via &I.lMlaCclo 5 5602'q S C..ur. 
ull Amn I'l 
U1 011.t5 

es hides lot shoe and hiq 
E -tl hyes 10 

Sc
 
V iaS lide n ,3 5A 20 116 Mi n 

Te .02425756BEtAP3328501 
Al.inOttK Wccmann 

Hides ani skinsin ta. p'ikI.welblue and cruslcondilonE-plore$ 4 
B/1 2 34 56 

Belto Giannsa Yoscana srI
 
PO On. 123 
 21 Via h-., ,., srn;s,
Sa,h1 C,ue lullAn,, I'.%, 
0571 34936 Tele. 500?60 590)2. 

B,adene. Ladislao
 
V-3 C R Ceccaidi 4/14 16121
 
G;'".n t 

S
 

D580368es,.oDt Ladilae Bsi dene 
Hatontitr'ters
 
MB1 2 3 4 5 6 I L 81 

Big PeillSnc di B.gholhlii Celestl 

& F.i 

360672
.",i6 re/e,30223
 
1-'GPaRe .1 Atilt O I......lht "
 II.GPEL I f.i. n1376 2N).1115
 
l OI lh~yf . i l
 

lndon,,,- ae and P.ailo 7 

7 
o 7
 

lucranopelli SPA 
Bl u c o m o oS
a 9l p 

V. 5 S4 9 Zona InlhslatV30 6071A,0441 671087 &,gnVl3no,& 673506 Te.¢ 

48C897 LACOPE I 
P1,&IAlo~Pre,dctnl Antonio C-nelijP.aIo11
Itsdes and skitls 'e~taw -ttIue wnx, 

n,hed selected 10 cuslonels 

rmluement
 
s
 

E"rWoses 1O
 
MI 2 4 5 7 101 BCP(
 

BOCCIADO 
 AGENCIES SIlL 
Piazza Leonardo da Vinct 5,8 
16146 Genava 
27i1 398801 (A R el I n'10 
1 10 269405 
P18" Di(} Ulu .110.1F06 
Salna. Roberto Lagostena. 
Giulio Aquila (Hdes) 

http:PIoen.ix
http:h~ep~k.ns


i.dks ond sli.ns funi lidly. Oion. 
ullNew geaif Australia. 

Germny. USA and allthe world 

tolovees 25 

US 1234 5617 1018c01 


hnora. LuigidiG Sonora 
,a Zanrd. 2 nono 40131 Bologna 
051521400 


CIMiPelli & Derivatl srI 
'.aN Sauto 56024 Ponic a Egola 
PIt 

157149193 497828 & 499594 

7kI 54U379 MAPEL 1
d 

UMl 


Cassa. Renato
 
62010 Morrovatle Stazione. MC 

0733 58858 


Ceipemsa 8appresentan.e 
ViaM MacChr 41 20124 Mdani 

02 200252 


CENTROPELLI 2 SRL 

Via degi. Srroini 6. 40136 

Bologna 

051 333105 Telex: 520613 I
 
Fax 051 581037

Tanners. merchants. exporters of 

fashion leather for shoes. 

handbags, garments and 

upholstery throughout the
 
world 

TMi1 2 3 4 5 6 ICENTROPELLI. 

PATENT] 


Cnghialimpex Sri 

ViaTaniardini 15. 20136 Milan 

02 8397517 


Co. Mar Pellie 
Via Elpidr.nse Nord. 63014 

Montegranato 

0734 88502 


Cogolo (Concerie) SpA 

ViaA Cogolo 37. 33050 Zugliano. 

UO 
0432 2751 Telex450150 

COBOR I 

Fi 0432 275319 


Comest Italiana SpA 
Via EmiliaPatmcnse 39 29017 

Fiortnzuola d Arcla PC 

0523 943220 rete.530108 

COMEST I 


Commossionaria Europelli SpA 

Viidkle Andu 10. 20151 Milan 

02 3088283 Telex316621 

COMEPE 

Coruzzo. Vittorio 

V-aPlinio 11 20129 Milan 

02 225707 


Covini. Marrq 

C sn Garifjlri 46 20121 Milan 

02 874029 


Dragon Italiana sri 
Vale Faene 26'2 20142 Milan 

02 81 34 825 Telex 314359 

DRAGON I 

Man Dit Rag Gtulho Spozio 

Oealher Of piqskins taw and tanned 

mpririled foromJapan & Yugoslavia 


Employec. 8 

1 


Oucapelli 

Via Leonardo de Vinci. 56024 Pone 

a EllilaPI 
fltr) 33141 


ESSEPI srt 

Cii,,i Grllidi 1.3fi07lArzignano
 
VI 

0444 67 I" 55 rl,. 481546 

ESSLPI I F.it671405 

Hides and ikins. wet salted.
wet blue
 
ani crust 

Emvliy.es 7 

B 


gsselle
sri 
V1,. Coon. lurna 1 20144 Milan
 
02 4I1 7072 4817139' rJ-i, 


332101 Eiill I 

Af, 0o SLegitel 

Goal ijodsheepskins from allorigins 
Mil 3 4 


Eugenio Zanchi 
Via Re,.a 4 nI 20135 Milan 
02 592442
 

Europelli sri 
ViaMonteveccho 3 10128 Tuin
 
Oil 546727 & 518021 r',leor
 
221677 Giusla I
 
Man Or Doomenico Gousla
 
Mil 2 34 5 6
 

Faeda Cncria VaIl. Chiampo 
SpA 
Laigo 0 Mazocco 8 36072
 
Choampo VI
 
0444 624844 Telex 3.11133
 
CELFAE I
 
Calf and cow hides nappa effect. oil 

tanning. stuffing drum orsmooth lot 
footwear and leather goods 
Empgloyees 154
 

Fellah & C Sir.
Via Cfocefisso 27. 20122 Milan 
02 8376151 Telex 312573
 
FELLAH I
 

Goatskins and sheepskins from Aftica 
atii As-i in raw and ,ieiblucchrome 
bI.mloive s 15 

MH 

FIMED sas di Luca Fiolrentino & 
Co 
Via S Lucia 133. 80132 Naples 
081 403461 & 405587 Telex 
722299 FIMCD Far 081 405587 

Man Da DoLuca Fiorentino 
Hides skins from various origins from 
raw toprocessed 

Employees I
 
Bil 34 5 7 8 


Fontana Grafica sri 

Via Ceinobb;o 2 20158 Milan
 
02 370581 Telex 330409 FOGRAF 


Fresco. PelliSas
 
ViaDezta 5.20144 Milan 

02 469344' Telc 332198 1 

Van DirVittorio Haddad
 
Impotefs Ofgoars;ins and 

sheepskins from Africa. China. 

Bangladesh. Yemen and Nepal 

E(nlolyves 7
 
M/1 3 4 5
 

Gabar. Nisim 
Corso Umberto 311. 80138 Naples
 
081 209257 Fetes720346 GABA I
 
Man Do Nissim Gaba 
Lamb sheep and goatskins from all
 
origins
 
M0B,1 2 3 4 8
 

Gerolimetto SA di Gerolimetlto 
F 114& C SpA
 
Via Nationale 177. 36050 Belvedere
 
doTeize.VI
 
0424 560104 Telex 480210 Gerpel 
I
 
Man Dir Claudio Gerolmetto 

ofhides and skins 

Italy
 
Collect loom North
 

Employees 54
 
M/2 

Getraco sri
 
Vi.I Sulleeiiinni 27. 20124 Milan
 
02 6694110
 

Giacomett. Sergio & C Sea
 
Paia Napoli 38. 20146 Milan
 
02 478895
 

Giannoni Pei Sri 
PO Box 62. San Donato-San Mnsto. 
PI 

Hide and Skin Suppliers-Irish Republic to Italy 145 

Co6 hides, 

consultoam-Y 
and 
technological 

supplies.
 

33050 Zu liano 

Udine, Italy 
telephone 0432.2751 

telex 450150 COBOR / 

telefax 0432 275319
 

33058 San Giorgio di Negate 
Udine 
telephone 0431.65387 

1099 San Afauro Torinese 
Torino
 
telephone 017.2053361
 

telex 221048 COR I
 
telefax 0 71.2734584
 

65100 Pescara 
via Ombrone 2.14 

telephone 085.57306 -51435
 

tele.x 600030 COR I
 
telefir 085.57376
 

http:Emvliy.es


------- 

-- -_1_V r7= 

Sheep and Lamb nappa for clothing from ITALY 
contact:POLITAN di D'ALESSIO EUGENIO(Agents and Merchants)

VIA DELLA LIBERTA' 22.83029 SOLOFRA (AV) ITALYTelephone 0825582914 
Fax: 08251583968 (All. POLITAN) 

Telex: 722350 POLTAN I 

0571 33141 Tele 500330 GIPELRaw. welblue, semefrnished hides. 
Skins and splits from oil over tha 
world 

MBHd1 2 3 4 6 7369 10 

GiuOtr.Via Montevecch,) 3. 10128 Turin011 546727 & 518021 rele,Man Orr Domenico GiusMa 

Employees 1 
mill 2 3 4 s 6Globepel di Bagni , Benvenuti 

anc 

Via Curtatone a Monlanara 56.
56024 Pente a Egola. PI0571 497945/6 Telex 590593
GLO8EP I 

Agents for all kinds OfEuropean and 

overseas hides and skins. taw. wetEmployeesblue, crust. fnished1 

8/1 234 567 

Gradopel rt 

Vie 5 Gimignano 2. 20146 Milan
02 4151248/49 Telex 332208 
GradoI 

Man Dirflomenico Graltarola 


Bro k ers in hid es a nd s kin sESplo ye e s 38/12345 7 

Hasenbohler. A
Via 0 Bello 9.. 
 8100 Novara 

0321 28089 
 Telex 200426 

Hollander srVia Brunico 21. 21100 Varese. VA 

0332 331040 Telex 311217
HO LLM I I Fa 0 332 3310 50 
Sales Mgr Lugi Cazzota
Hides and shns from rvnry origin 

M /r 2 3 4 5 6 7 8 9 10 

1BA di Italo NemniVia San V-ioe 38A 20123 Milan
02 4690225 & 4617533 reex
316340 IBANEX 

men O 3lalo Nemn9
Import goatskins sheepskins raw. 

pickled and wet.blue crust ham all
iomenicaorigins Export. finished leather.lining/upper

Emp/o.ee 3 

---iGt--------


INTRAPELLI SRLVia Franco Tosi 2. 20143 Milan0.24223380. 42255S9 e, 4229859 

Telex. 334028 1European/Extra European raw.wateblue. sami-finished hides &Skins 
Employees 4 

8l1 2 3 4 5 6 


Italcei SPA 

Via M Macchi 35, 20124 Milan 


02 6709006 

Kauffmann di Kauflmann R &Co Sas 

Via N Battagia 32 
 20127 Milan
02 2853135 

La ri Fra telli S pA
Castile Postale 3O5 Via Govan,
Rinaldi 105. 42t00 ReggO Emila 

0522 73847 
 Telex 530015 IMan Dir Gino Misini 
Collection and salting of ,av0Empioyees100hides and skis wrh trade beef 

MPe2 3 
Leather 2? 

Via Cometo 3, 20145 Milan
312835 

Levant@ Di Levi Isak Sas 

Bran chPiazza Campo Marzio 10 	 Via 8 fofet I/A 2012J Milan36071Arzignana Vt 	 02312558877349Levant& 0780501 Telex 
Man Dir H M Levi

HOLLIT I0444 674188Fax T0444elex 480697674635 All kinds of finished skins from UK.France. Italy. Spain. USA Japan 

I eONIAII 
Leath- -i 

New Zealand pckled gransM 

Luztto Peolo 

Via S EIuiemis 19. 20145 Milan02 6709006 

Manginpelli Sri m-E 
Via Alfonsire 30. PO Box 69. 56029S Croce sullArno. Pts,0571 33261 Telex 500203 Mapell 

O , Paolo CampolmI Fix 0571 34674 
t 

eather import export agents from allworld to all world raw. tannedsermi:ant.d. vcblfue, e, u;ic skins 

EmP/oyeei 28/1 3 4 5 6 7 8 10 
Mapel & C sri 

Via N Sauto 51. 56024 Pont, aEgola. PI •3 

0571 49193 497828 & 499595Telex 500379 MAPELMan Di, ILuciano Matleucc
M 

Marchiondelli. Attilio di CesareMarchiondelli 
Via G Watt 12. 20143 Milan02470921 

Ma pe llM ar e lli. AP rzCiganaasn oteiS0lG.d V .3 

Spagnoto 

PO Bo, 6. Via Campo Maz,o 12, 
36071 Az,gnano Vicenia
0444 672366 
 Telex 480310 
MARPARAgents in Italy for all kinds andorigins of hides and skins, raw 

Pickled, wet blue. crusts and splits 
Marli Sax di Binaght 

,-i~Sl di S. Tgrritiri
Va Monfctlni 14. 2010442M2a02 428776 Milan 

Monfrini. Giu1eppe 

V1le Cone Zugne 19. 70145 Milan02 '32703 

Moos. Ernesto R.Via Coiridoni 11.20122 Milan02 798078 Tple, 846011 ERM CH 
Hrllasshns raw. pickled wut blue 
ern sined. ovoldwedeEmployeesd6

M/1 23 4567910 ERMos; 

sui A e t2
P ira F IhCervi 2/3 56029 S Croce 
0571 3278,9
 , , 590046 1 

Hides arid sins iveisailed crustand finshed leathers Ofall origins(mg-nS
Imo"ers 1 
Mil 4 SI NEWPELI 

Nord Pell Sa2via 8rnbO 27. 20139 MMian 
02 5692850 Telex 334130I Telex
NORPEL I 

V ia 9 12 0 1 8 S n V o r e14 20123 M iin 
0G San ratce 12018 Odnpel 
Man Di, Eta Blanga 
Comm Dif David M BlangaAll types of hides and Skins from all

MB/1(rloC s 1231 4 5 6 7 8 9 10 

Lurntatto araVia S Michele del Carso 10 20144 Va Mnni, Rao 36 20149 Milan02 5 2 80 n a32 9Mila02 432528 	 02 49 88 079 Telex 332147 
Lutes0I Fax 02 4815e1, 

Chn in . ,ica iloLu zia ttoM arlinengo Pelli Grezze 	 Skins from UK. France ItatyValgera I 1A. 14100 As, 	 USA Jap c ayan Spain.0141 53866/67
M/2 


Employers
 
Martiran, Bras sit 	

K1B 

Via Ch,a,a 138 	 Pardi. G P B di A80121 Naples Via Bignole de Ferari 6,/10. 16125081 400944 Telex 710315 MARTI Genova 
010 207 790 & 299 698 

I 
machines 	 TelexHides and skins and tanning 270130 1Emploiees 1 	 Man Dia Albert Paid,Sheepskins and hides from Australia 

2 3 4 5 I0 South Africa and Argentina 
Guido & C S,,P'9zze.10,oMilan 

M6i 

B.,...7012 Pa,,ic F,,,io.S,R..02 80 58 123 &80 59 "T84332198 Telex 	 ViaMATELL 	 0 Marsavi 1.7. 80142 NaplesI 


Man 0,r Francesco 	 081 201440male,,, 
law hides and Skins Wetbtue andcrust leather	 Pellami, Enrico Ati & Fagli SeaEmploCeee 3 

Vria evaEe Reno 54. 40122 Boogna
051 558700 

Pellami Nord Sud SPAThe most comprehensive guide Mo nle7.Mai an 0381 84233to the industryt thuin tyASLOMB 02432072I Telex 310677 Pellimport SriVia Canrore 8H/46 
Meuci 8=TembrinisrlSarD,edatena 

16149 Genova. 
Meucci & Tamnburni Sri 010 454001, 454218 & 454C25Via Tezzetts 28/A. 50144 Florence055 355331 	 Telex 270626 Pel, IMan Da Dr Edgardo Loewy 

http:Emp/o.ee


__ 

Hide and Skin Suppliers-Italy to Japan 147 

WIPELLI S.S.S. di WILLI HILL &C. ,
Via Righetto 4 * SPLITS FOR ALL USES IN 

I I - 36072 CHIAMPO (VI) * WET BLUE - CRUST andTel. 0444/68.59.36 & 62.52.41 * FINISHED STATE. 
Telex: 434101 INTLEA I. Fax: 0444-62-57-43 *
 

Ip4okoy'7 
11t;.4 5 9 

Pietro Corti & C ari 
VQaPoo,. . :r' h. UOb1 Roma 
06 b89%638 

PLURIPELL (Agency) sea of 
Pailraro Cion & Co 
P0 ox 12. Via della Pace 3. 56024 
Pont, aEgol. P,
0571 49362 Telex 590376 

PLUPEL IH.ies arid skins agency 

* 


Polian di d'Ales;io Eugenio 

ViaDelta L~betta 22. 830'9 SolofaAV 
0825 582914 Telex 722350 
POLTAN I 
iA4nOil F dAlessio 
MUxt,nt and agent foxpickled 
Aitrblue crust stins (shlep & goat) 
lhemnevery country Clothing leather 
iheep lamb nappa 

Employees 3 

MBP/1 2 3 4 5 6 7 8 9 10 


)POLITAN( 

Portolano Plti Snc di ForlunatoPortolano & C 

ViaRiionaiohi 6 20016 Perot 

02 3b31838 

Pravattoni Roberto 

ViaBrosch, 56 20141 Milan 

02 8433033 


Reberpelli snc 

Viadl Busco 12. 56029 S Croce 

$I Ara PI 

0571 30851 & 30092 Telex 

500064 Rcber I Fai 0571 35112 
,fiJn Oir Franco B -ri 

Hdcs and skins in raw wcr blue 
crusts and rinshcd leater 

Imlo o.is 9 

3Wipellsa 


Rulfo Francesco & Figli SpA 

Via F G,o.a ZA I 37100 Verona 

045 504844 Tclex 480330 RUFO 

V R I 


Savapeil snc di Valerro Martelli & 
Co 
Via Niccolo Copenico 20/A 56029 
S Ctio ksull Arno PI 
0571 34321 r.'te, 590452 
SAVAPL I Faix 0039 571 31972 
J, M.in Ors Valter Ceccarelli Sindra 
Ranfaqn. 

-lidcsand skins from India. Pakistan 
and Bangladesh semitanned 
siiitinished and finished full 
chornie semicriome and vegetable 

Employees 2 
8/12456878 

Scontrino Agostino Ivan 
Via S M.,ri. V.llu 2 20123 Motin
02 804027 

Siderpelli SaS di 8iscardi Giorgio
C. 

BP 123. Via Toscana 21. 56029 

Santa Croce sullAtnd. P, 

0571 32390 

Space Sas 

Corso Suizzera 185 10149 Tuin 

Oil 74 13 024 Telex 212551 

SPACE I 

SUPERPELLI di Pouyau Dit 
Norou & C Sas 
P-a.la del Popolo 7, 56029 S Croce
sull Amp Pf 

0571 33280 Telex 500105 

SURPEL I Fax 0571 34015 
Alan er Marltne Pouyau DoiNorou 
Hides and skins from Bangladesh 
India Pakistan Sheailings hom 

Spain 


Employees I8/4 58J 

8 
Tagliabue. Mino 
Via Fontana 16. 20122 Milan 

02 5457642 


lamborini. Umherto 

Via Abluzzo 10 51016 kontecinl 

Term, Pstoia 

0572 72826 & 0332 284148 Telex 

326634 TAMBO I 

MS1 3 4 5 8 

Branch 
Via San Vito SIesiro 55 21100 

Varese 

Viterbo & Co 
Via Bogine 15 10123 Turin 
011 550018 

diWilli Hill & C 

Via Rylieuto 4 2072 Ch,.-po VI 
0444 685936,685500/625241 
Telex 434101 INTLEA I Fax 0444 
62 57 43 
Owner i.ri Hill 
Splits lot all uses in wet blue crust 
and finished 
M/2 4 5 6 10 

2 A R T SrI 
Pazzale Deql Appennini 7 63018 
Porto Sant Elpiido Ascoli Piceno 
0734 993277 & 993118 Trele 
561412 ZART I 
Impor exoort leathers 
Emplovees 10 
M/1 3 4 5 6 7 8 9 10 

Zambruni. Renato 
Via Val di Femns. 11. 20128 Milan02 2575400 

Jama ica 
Tanners Ltd 
PO Box 200. 259 Spa-ish Town Rd. 
Kingston 11 
809 923 5242/8 Telex 2481 

TANNERS JA 

Man Ol Barclay Ewarn 
Hides ar-d skins from Canada Costa 
Rica and Hai t
Employees 120 
M/2 4 6 

p nM
Japan 
BSX Corp 
Tokiwa Building 7 1 -Chome. 

Koraibash Higashi Ku Osaka
6 229 0551 Telex 5222089 Fax 

6 229 0540 


Brooks Trading Co Lid 

Cenral PO Boo686 Tokyo 

813 661 7104 7363 & 5122 Teler 
J24802 BROOKSCO Fax 813 661 
8710 

Colyer Watson (Far East) Co Ltd
C/ Sakura Building. 11 8 Minima. 
iHoie I tcome N sh Ku Osaka 550 
06 	5341601 Telex 5256237 Fax 

5340603 

Daiwa Troding Co LtdB/ 
No 21.10 2 chore Yanagibashi
 
Taito Ku. Tokyo 111 

03 861 7001 Telex J24424 
DAIWA fix 03 861 7010 
Mmn 0.. Hiroshi Kbi 

Import hides and skins in raw. 
Pickled. semitanned. wetblueand 
finished leather Export Japanese 
Co.w and Dig leathers 
Employoees 16 
M/1 2 3 4 5 6 8 9 

Fuso Trading co Ltd 
Central PO Box 11. Tokyo 100.91 
541 5581 Tele Backbone J28650 
M 

Horiahita & Co Ltd
7.31 Banan I-chore. Nlshonart.ku. 
Osaka
 
661 8801.8
 

lop C 

Tonomon. 3 Mon Bldg. 9th Fi. 
2--5-To--n--onKu. Tokyo 105 
035024691 Fa. 813 595 2726 
Inoue & Co Ltd 

No 5-1 2.Chome. Kaminarimon. 
Taito.Ku. Tokyo llt 
842 2531 Telex J2671C Croskin 
Man Dor Tadashi Katoaka 
Specialized in reptile skins
 
Employees 15
 
M/1 2 7 

JK Corporation 
CPO Box 637. Osaka 530 91 
ASICO J8 Fax 06445 5668 
Man DIo Joe Osuka 
Finished leather for garment. gloves, 
bags and shoes 
Employees 2 

m _ e _ _ _ 

KAMEI SHOKAI CO LTD 
16 Shinano-machi. Totsuke.ku. 
Yokohama 
045 822 2037 Telex: J47756Fax: 045 822 0922
 
Man Dir: Hiromitsu Kamei
 
Imports: hides and skins.
 
Exports: Wet salted pigskins.
 
wet blue pigskins and wet blue
 
cowhide splits
 
Employees: 4
 
M/1 24 5 6
 

Martin & Stewart (Japan) Ltd 
Tenshin Bldg. 12-14 I- Choa .
 
Kvomachibou. Nish -Ku. Osaka
 
06 448 0761 Telex 5247125 

Mitsuwa Co Ltd 
22-2. 6-chome. Asakusa. Talto-ku. 
Tokyo 
Telex 26973 MITSUWA J 

Miysuchi & Co Ltd 
29-7. Senzuko 2.cho e. Taio-ku. 
Tokyo 111 
03 876 1361 Telex J24823 
REGULUS Fax 03 876 1363 
Pies Masao Mtyauch 
Expoit shark skins Impot skins and 
leathers (pickled. wetblue. crust. 
finished (dyed) leathers from all 
overseas suppliers 

JK CORPORATION Quality & De!ivery Control House 

Mai to CPO Box 637 For Garmenis, Gloves & BagsOsaka. Japan 530-91 Cow Drum Dyed. Aniino A C-,y 
Telex 523-6769 ASICO J Cow Split Suede
Phone 06.446-6889 Pig SkinsFacsimile. 06-445.5668 Most reliable supplier from Japan 

http:Totsuke.ku
http:Taito.Ku
http:Nlshonart.ku
http:62.52.41
http:0444/68.59.36


ITALY. price of: 
Exotic skin*, East African Goats, 40.40.20 , 11O-115 ]be. per skin ; US Centa/skin
 

Jan. Feb. Mar. Apr. "ay June July Aug. Sept. Oct. Nov. Dec. AYERAC£ 

................................................................. US Cents/Skln .............................................................. 

1972 

1973 

1974 

1975 

I,76 

1977 

1978 

1979 

1980 

1981 

1982 

133.4 

232.9 

167.7 

206.6 

258.8 

261.7 

478.6 

361.9 

289.3 

137.9 

240.9 

165.a 

213.3 

257.8 

273.4 

339.2 

475.5 

352.6 

280.4 

144.0 

232.2 

175.2 

219.9 

256.7 

283.7 

350.7 

447.5 

354.2 

280.6 

149.0 

219.5 

216.5 

189.5 

213.3 

256.4 

291.5 

349.6 

438.9 

339.0 

283.8 

154.6 

215.3 

217.7 

195.4 

242.1 

253.9 

293.0 

360.4 

421.3 

319.8 

292.8 

161.0 

217.0 

211.8 

203.9 

244.4 

248.0 

296.8 

372.6 

413.3 

308.3 

272.1 

166.1 

223.4 

202.7 

204.2 

247.8 

246.5 

302.2 

402.2 

414.8 

300.5 

264.3 

173.6 

238.5 

I95.2 

202.1 

247.8 

247.6 

310.5 

409.3 

407.1 

293.4 

262.5 

181.7 

248.1 

176.4 

210.3 

245.8 

246.2 

337.4 

413.0 

405.3 

307.3 

259.0 

190.2 

245.6 

169.9 

210.1 

242.7 

241.3 

345.1 

466.4 

395.0 

302.1 

232.9 

206.2 

232.3 

168.9 

209.9 

239.7 

248.9 

331.,j 

&66.1 

379.2 

298.4 

207.5 

225.8 

226.6 

170.8 

208.6 

262.2 

258.4 

474.7 

368.9 

294.0 

218.2 

168.9 

231.4 

191.1 

195.2 

235.5 

251.7 

302.3 

400.4 

420.5 

319.3 

262.0 

C 

-4 

z 

I,-4 

Ch 

H 

CI 

SOURCE : BIBLIOGRAPHY, REF.iC 

http:40.40.20


ORIGIN OF ITALIAN BANANA IMPORTS, 1977 TO 1987
 

1977 1978 1979 1980 1981 1982 1983 1984 1985 1986 1987 
Thousand tons 

UPB Countries 

Colombia 
Costa Rica 
Quatemala 
Honduras 
Panama 

i.z 
52.2 
24.9 
18.0 
47.1 

12.7 
7?.6 
21.4 
10.7 
53.8 

24.1 
80.4 
26.8 
37.4 
23.5 

50.4 
78.9 
25.4 
8.5 

26.7 

42.7 
72.1 
24.4 
14.0 
46.3 

58.0 
49.5 
35.5 
16.0 
43.1 

57.0 
59.0 
18.0 
30.0 
60.0 

63.9 
55.1 
21.6 
44.8 
39.7 

59.3 
23.0 
30.7 
86.1 
14.0 

29.9 
62.9 
24.6 
90.1 
5.6 

35.0 
53.4 
.37.1 
87.2 
10.7 

Other Latin 
America 

Ecuador 
Surinama 

79.7 
2.6 

82.1 
8.4 

55.2 
5.8 

49.6 
7.8 

45.2 
13.7 

42.9 
10.6 

29.0 
10.6 

28.4 
-

45.7 
-

45.6 
-

38.3 
-

Caribbean 

Martinique 11.8 39.2 22.0 3.1 3.7 0.2 1.0 2.6 1.0 1.9 

Asia 

Philippines - 3.3 - 7.5 2.7 - 8.7 - - 2.8 0.2 

Africa 

Cameroon 
Cote d'Ivoire 
Madagascar 
Somalia 

All others 

2.4 
2.0 
1.0 

44.1 

5.9 

2.7 
5.6 

-
34.2 

-

-

1.6 
-

41.0 

10.0 

-

3.2 
-

28.2 

11.4 

-

9.7 
-

20.0 
12.1 

-

6.6 
-

42.3 
25.3 

-

1.0 
-

27.7 
2.8 

-

6.9 
-

17.9 
28.9 

-

3.9 
-

26.1 
17.4 

-

1.1 
-

34.6 
40.1 

-
48.4 
52.5 C 

x 

TOTAL 304.7 346.7 327.8 300.7 306.6 330.0 304.8 309.8 307.2 339.2 362.8 

Source: Banana statistics, FAO, October 1988. 



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

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

IMPORT PRICES
 

SOMALYI5 

19 
 SOMALIA
77 1978 1979 1980 1981 1982 1983 1984 I OTHER ORIGINS1985 1986 1987 1 1977 1978 1979 1980 1981 1982
............................................................................................................................................................ 1983 1984 1985 1986 1987
 

........................................................................ Lire/kg...........................................................................
 

January 400 400 730
590 850 900 1100 1000 1550 1350 1550 490
450 620 
 800 950 1180 1360 1600 1850 1750 1700 WFebruary 420 450 760
600 920 
 950 1200 1400 1700 1600 1550 470 520 670 
 820 1020 1180 1420
March 440 500 640 820 1750 1900 1850 1700 >
980 1050 130G 1300 1900 1600 1700 480 580 
 700 900 1050 1250 1500 1750 2030 1850 1850
April 480 560 690 920 1000 1050 1450 1300 1900 1600 1730 520 610 740 
>
 

990 1150 1300 1660 1800 2050 1850 1850 >
 
May 490 
 570 690 950 1000 1050 1550 1500 1900 1600 1600
June 400 630 590 850 850 1050 1500 1500 1850 1600 

540 630 720 1020 1230 1270 1700 1800 2050 1850 1750 10
1550 450 700 640 
 950 1150 1270 1760 1750 2000 1850 1700
Juy 400 630 510 
 770 720 1050 1250 1500 1400 1290 1550 
 430 700 590 900 !50 1270 1650 1700 1750 1610
August - 600 530 700 1700 0650 1250 1300 1300 1500 1320 1550 480 700 
 650 860 950 1350 1600 1650 1600 1590 1700 tq
Septeaber 450 500 
 620 700 750 1100 1400 1400 1570 1400 1650 
 500 670 710 820 
 1050 1500 1650 1650 1670 1680 1750
October 550 430 700
710 820 1050 1430 1500 1650 1500 
 1650 520 580 820 
 880 1100 1500 1650 1700 1750 1750 1800 &
November 420 450 730 
 850 880 1100 1450 1650 1720 1580 1600 t80 
 580 820 940 1150 1400 
 1700 1830 1850 1800 1800
December 430 420 670 
 860 850 1100 1500 1600 16C0 1530 1600 500 
 560 810 950 1180 1400
YEAR 444 512 623 801 1700 1900 1750 1760 1800 r
586 1058 1369 1413 1687 1498 1607 485 610 708 903 1086 1323 1613 1740 1854 1766 1758 c,, 

Source: United States: 
 official data. Japan: Monthly Bulletin of 
Banana Statistics. Japan Banana Importert.' Association.

Germny-France: Marches Europeens des Fruits et 
L46gumses, Revue dlinformation Economnique. Italy: official data.
 

Source: 
 Etats-Unis: dorines officiettes. 
Japon: Bulletin mensueL de statistiques banani~res. 
Japan Ba,,ana Imporcers' Association.

A~temagne-France: Marches europens des 
fruits et legumes, revue d'information 6conomique. 
Itatie: donres officiettes.
 

Fuentes: Estados Undos: datos oficiates. Jap6n: Botetfn mensual de estadisticas sobre el banano. 
Japan Banana Importers' Association.
 
Ateinania-Francia: Marches europeens des fruites et 
16gumes, revue d'information 6conomique. Italia: datos oficiaLes.
 

1/ Martinique, f.o.r. French ports. 
 2/ Central America, f.o.r., 
importer to wholesaler, Hamiurg. 3/ Philippines: c.i.f. value, excluding cost 
of cartons. '/ Green, first
class, tropical pack, 40 Lb box; 
from Central and South America, f.o.r. importer to wholesaler, New York. 
 5/ F.o.r. Italian ports.
 

1/ Martinique, franco wagon, ports francais. 
2/ Am~rique centrale, franco wagon de t'importateur au grossiste, Hambourg. 3/ Philippines, ateur c.a.f., non compris le co t
des cartons. 4/ Verte, premiere categorie, embatlage tropical, caisse de 40 b; 
en provenance dAmerique centrate et dAnrique du Sud, franco wagon, de t'mportateur au

grossisLe, New York. 
 5/ Franco wagon, ports itatiens.
 

1/ Martinica, f.o.r. en Los puertos franceses. 2/ America Central, f.o.r. del importador at mayorista, Hamburgo. 
3/ Fitipinas: valor c.i.f. sin inctuir 
et costo de Las cajas
de cart6n. 
4/ Verde, primera ctase, embataje trcpical, caja de 40 libras; de America Central y America del 
Sur, f.o.r. del importador at mayorista, Nueva York. 
 5/ puertos

itatianos.
 

Estimate/Estimations/Estimaci6n 
 ... Not available/Non disponibie/No disponible.
 



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

WHOLESALERS' SELLING PRICE
 

ITALY
 
.----------------------------------------------------------------------------------------------------------------------------------------------


SOMALIA
1977 1978 1979 1980 1981 1982 1983 1984 1985 I OTHER ORIGINS1986 1987 1 1977 
 1978 1979 1980 1981 1982 1983 1984 
 1985 1986 1967
 ........................................................................................-..... 

........................................................................ 


.............................................................
Lire/ g ...................... . . . . . . . . . . . . . . . . . . . . . . . . . .
 
January 475 485 550 825 
 988 1025 1100 1450 1888 1625 2100 
 618 639 748 1059 1352 1619 1457
February 488 520 605 825 950 1835 2377 2183 2238
1025 1350 1450 1975 
 1663 2100 638
March 490 582 

653 892 1060 1352 1581 1541 1962 2374 2120 2285
692 913 950 1175 1425 1650 2188 1750 
 2175 597 792 1006 1200 1394 1668
April 525 650 770 1020 1000 1210 1685 2037 2462 2057 2289
1538 1650 2175 1700 
 2200 728 878
J 981 1459 11487 1709 1831 2071 2457 2112May 525 675 2207
865 1090 1100 1205 1788 1600 2175 
 1725 2125 704 
 890 988 1410 1644 1699 1984 2018
June 480 728 685 1058 1200 1260 24W- 2217 2215
1850 1600 2125 1800 
 2125 1 653 943 
 891 1300 1568 1785
July 443 680 691 2080 1990 2460 2281 2210
830 909 1300 1625 1600 1775 1900 2050 87 951 
 778 1136 1368 1789
Aug. 493 660 625 750 1897 1965 2270 2176 2082
825 1300 1550 1500 1600 1900 2050 
 757 904 804 1056 1170 1753 1798
Septeiber 502 660 710 1881 2182 2062 1948
750 845 1225 1550 1600 1750 1800 2025 
 693 831 915 1085 1314 1744 1845
Octouwr 490 586 875 850 1859 2102 2077 2101
96 1150 1550 1775 1750 1875 2075 
 724 754 1000 1078 1424 1662 1845 2097
Novemer 516 2212 2441 2156
54 875 900 1060 1100 1513 2013 1850 1900 k 
 6? 55 1042 1269 1536 1601 1848 2421
December 500 2290 2401 2387
540 875 888 1060 1100 1450 2025 1675 1900 2125 
 647 744 1023 1372 1600 1531 1859 2442
YEAR 494 609 750 892 2281 2285 2318
988 1173 1524 1659 1911 1795 2106 J 666 811 922 1207 1434 1678 1806 
 2048 2329 2201 2203
 

Source: 
 France: Bulletin mensueL de statistique, INSEE. 
 Italy: Botlettino mensite di statistica, ISTAT. United Kingdom: official data.
United States: USDA, C. & M.S., 
Fruit and Vegetable Division, Market News, daily reports. 
Germany, F.R.: Marktbericht, Obst-Geause-Sudfruchte,
Bundesausgabe A, ZMP -
Bonn. Japan: Monthly Bulletin of Banana Staritistics. Japan Banana !mporters' Association.
 
Source: 
 France: Buletin mensueL de statistique, INSEE. 
 Itatie: Lottettino mensile di statistica, ISTAT. Royaume-Uni: Donnes officietles. Etat$-Unis:
USDA, C. & M.S., Fruit and Vegetable Division, Market News, daily reports. 
 Attemagne. R6p. 
fd. d': Marktbericht, Obst-Gemuse-Sudfruchte, Bundesausgabe A,
ZMP - Bonn. Ja 
 : ButLetin mensuet del statistiques banani6res. 
Japan Banana Importers' Association.
 

Scurce: 
 Francic: Bulletin mensuel de statistique, INSEE. Itala: Bottettino mensfte di 
statfstica, ISTAT. Rino-Unldo:
USDA, C. & M.S., datos oficlates. Estados-Unido:
Fruit and Veg-table Division, Market News, daily reports. 
Attemania 
Rep. Fed. de: Marktberlcht, Obst-Gemujse-Sudfruchte, Bunciesausgabe A,
ZMP - Bonn. 
Ja:6n: Botetfn Mensuat de Estadfsticas bananeras. 
 Japan Banana Importers' Association.
 

1/ Oret Tuca, Del Monte.
 

V New York.
 

3/ Ripe banana average prices dealt at wholesale markets located in major cities and middle cities.
Prix moyens des bananes mnres sur 
ter marches de gros situds dans des vittes de grande et moyenne importance.
Precios medios del bawano maduro en tos mercados at por mejr 
 i
Las principates ciudades y otras ciudades menos importantes.
 



RETAIL PRICES
 

ITALY1977 1978 1979 1980 1981 1962 1983 
 1984 1985 1986 
 1987
 

.............................................
Li re/kg .................................................

January 841 
 850 1050 1200 1500 2100 2350 
 2100 2 ;z00 2800 2500
February 842 890 1100 1200 1600 .100 2400 
 2450 3000 3000 
 2800
March 841 
 940 1200 1400 1800 2200 
 2500 2700 3200 
 3300 2900
April 
 861 990 1200 1500 1900 2300 2800 3200 3500 
 3500 3000
May 899 1030 1200 1700 2200 2500 3000 3000 3500 3500 3200June 894 1200 1080 1500 1800 2200 3000 2900 3000 3100 2900July 887 1200 1000 1450 1600 2200 2500 2300 28L0 2900 2e!)OAugust 836 1120 1000 1400 1450 2(X) 2500 2200 2500 2600 
 2500
Sept ember 1021 1050 1200 1350 1600 2500 2500 2500 

969 990 1200 1500 1600 
2600 2600 2700Ocrober 24UO 2500 2500 2900 2800983 990 1200 10u0 i 00 2400 

2800November 
2200 2700 3000 2800 2900Decetber 965 950 1300 1800 1900 2300 2000 2801) 2900 2800 3000

•EAR 1017 1144 1471907 1729 2300 2521 
 2613 2975 2975 
 2833
 

SOURCE : BIBLIOGRAPHY, REF.22 
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Annex 17 

BEEF PRICE PROJECTIONS 

,19i',-87 (ACtUAl.) ANI) 19,-?ni'u, (I'MJECTEP) 

c/kr------------------ 1Tan)--

Current $ 
 ------ 1985 Constant .-----$ Current St
MITv t/ US GNP' r/ 

1950 
1951 

69.4 
75.0 

291.5 
274.8 

322.3 
334.2 

1952 67.0 234.3 294.1 
1953 66.5 239.2 287.4 
1954 hh.2 243.5 2RI. 

1955 63.2 228.2 260.3 
1956 57.2 199.3 228.0 
1957 61.5 209.9 236.6 
1958 65.3 219.1 246.1 
1959 72.2 245.8 265.3 

1960 
1961 

73.7 
68.2 

245.7 
2.3.5 

266.4 
244.2 447.8 

1962 
1963 
1964 

71.4 
66.7 
84.1 

229.4 
218.5 
270.8 

250.1 
230.3 
285.7 

410.0 
441.4 
565.7 

1965 
1966 
1967 
1968 

88.2 
102.2 
104.1 
308.5 

281.9 
313.5 
317.8 
334.4 

292.1 
327.0 
324.0 
321.7 

686.1 
663.1 
630.6 
641.9 

1969 122.3 357.6 344.0 650.0 

1970 
1971 
1972 
1973 
1974 

130.4 
134.6 
148.0 
201.1 
158.2 

358.7 
351.3 
354.5 
415.8 
268.5 

347.1 
339.3 
356.1 
454.1 
327.9 

735.6 
963.1 

1,114.9 
1,517.5 
1,338.4 

1975 
1976 
1977 
1918 
1979 

132.7 
158.1 
150.6 
213.8 
288.4 

102.5 
.!38.0 
:0n6.4 
;154.6 

03.3 

250.3 
280.4 
250.4 
331.2 
410.6 

1,228.3 
1,147.1 
1,263.9 
1,406.5 
2,040.4 

1980 
1981 
1982 
1983 
1984 

276.0 
247.5 
239.0 
244.0 
227.0 

264.6 
;36.0 
131.1 

;42.3 
229.4 

360.2 
294.6 
267.3 
262.8 
235.4 

2.262.4 
2,136.8 
1,889.6 
1,747.9 
1,780.6 

1985 
1986 
1987 

215.0 
209.2 
238.6 

235.0 
176.8 
1.83.6 

215.0 
205.1 
227.3 

1,682.2 
1,560.0 
1,832.7 d/ 

1988 249.0 :177.0 220.1 
 1,918.9
1989 257.0 171.9 
 225.2 1,985.2

1990 254.0 :167.4 211.8 
 1,960.3
 

1995 342.0 :189.0 219.5 
 2,689.8
 

2000 
 453.0 199.9 232.0 
 3,609.9
 

*Developtng countries' export unl* 
value.
 
at US Imported, frozen, boneless, 901 viaible lean, 
f.o.b. port of entry.

31 DeflAted by Manufacturing Unit Value (MUV) Index. 
"E/ Deflated by OECD US$ CNP Deflator. 
d/ Estimate.
 

Sources: IMF 
and FAO Trade Ytarhonk (actual); World Bank, International
 
Economica Department (projected).
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Annex 18 

BANANA PRICE PROJECTIONS 

A/ 1950-87 (ACTUAL) AND 178b-2000 (iMOJIFTZD) 

Current $ 
 - 1985 Constant $- Current $ 
KUV b/ US CNP c/ 

Actual
 

1950 
1951 
1952 
1953 
1954 

161 
161 
163 
163 
168 

682 
592 
572 
588 
620 

752 
717 
717 
704 
715 

1955 
1956 
1957 
1958 
1959 

165 
168 
176 
163 
146 

598 
587 
603 
549 
498 

681 
670 
677 
614 
537 

1960 
1961 
1962 
1963 
1964 

143 
139 
132 
168 
170 

478 
457 
427 
551 
546 

517 
497 
463 
579 
577 

79 
75 
72 
fe 

1965 
1966 
1967 
1968 
1969 

159 
154 
159 
152 
159 

507 
476 
485 
468 
464 

526 
494 
494 
451 
446 

88 
87 
88 
84 
87 

1970 
1971 
1972 
1973 
1974 

165 
141 
151 
165 
104 

456 
368 
386 
341 
313 

440 
356 
387 
372 
382 

81 
A1 
83 
87 
90 

1975 
1976 
1977 
1978 
1979 

247 
257 
275 
297 
326 

377 
388 
376 
342 
342 

465 
456 
457 
445 
464 

116 
122 
129 
138 
152 

1980 
1981 
1982 
1983 
1984 

379 
401 
374 
429 
370 

363 
383 
362 
426 
373 

494 
478 
419 
462 
383 

174 
185 
191 
199 
198 

1985 
1986 
1987 

378 
382 
377 

378 
323 
288 

378 
374 
359 

209 
215 
186 

1988 
 427 303 
 391 
 208
1989 
 420 281 368 
 205
1990 
 425 280 354 
 207
 

1995 
 561 310 
 360 
 271
 

2000 
 657 290 336 
 316
 

* Develnplng cnuntries' export unit value.
 
a/ Central and South America, f.o.b. US ports.

j/ Deflated by Manufacturing Unit Value Index.
 
c Deflated by US GNP Deflator.
 

Snurces: 	 US Riaremu of lAbnr Stntlmtlem and FAO (mettial); Uorld Banks 
International Economics Denartment (proleetedl. 



1989 OFFICIAL AND 

Date 


1.7.89 


1.14.89 


1.21.89 


1.28.89 


2.4.89 


2.11.89 


2.18.89 


2.25.89 


3.4.89 


3.11.89 


3.18.89 


3.25.89 


4.1.89 


4.8.89 


4.15.89 


4.22.89 


4.29.89 


5.6.89 


5.13.89 


5.20.89 


5.27.89 


6.3.89 


6.10.89 


6.17.89 


6.24.89 


7.1.89 


Annex 19 
PARALLEL SoSh EXCHANGE RATES 

Official 
rate as % 

Official* Parallel* 
of parallel 
market rate 

270 455.0 59 

270 456.7 59 

274 457.3 60 

273 460.0 59 

277 460.3 60 

279 459.9 61 

294 457.6 64 

309 457.6 68 

310 459.9 67 

324 461.3 70 

335 465.7 72 

340 479.9 71 

351 500.0 70 

355 516.0 69 

370 525.9 70 

377 525.0 72 

384 527.9 73 

393 534.6 74 

410 537.0 76 

427 576.1 74 

445 610.0 73 

464 631.8 73 

465 699.2 67 

481 740.0 65 

487 775.0 63 

489 770.0 64 
* Respective rates to USD 1. 



Annex 20
 

PROCEDURES FOR EXPORTING UNDER L/C
 

1. 	 Somali Commercial Bank
 
(confirm th : receipt of L/C and form A)
 

2. 	 Ministry of Commerce
 
(sign form A)
 

3. 	 Somali Commercial Bank
 
(Form F)
 

4. 	 Chamber of Commerce
 
(certificate of origin)
 

5. 	 Local Government
 
(export tax)
 

6. 	 Livestock Marketing and Health Project

(Health certificate if livestock is to be exported)
 

7. 	 SICOS
 
(if insurance is required)
 

8. 	 Somali Port Agency
 
(port charges)
 

9. 	 Customs
 
(# of offices)
 

10. 	 Somali Shipping Agency
 
(freight charges)
 

Source: 	Ministry of Commerce.
 



Annex 21
 

BANANA FARM COST AND REVENUE DATA 
IJ~Na.mof Frr,: 8 

A: Mschine CoSts For Banana Prodxtion. S /h 

1/ Cleaning 
2/ Tractor and Di cI 
3/ Blldozer Levelling 
4/ Grading 
5/ Trsct.cr & PIcl.)h 
6/ Preparing furrows 
7/ Ditchirng 
8/ Reforming Canals 
9/ IS( M. urairns 
10/ Planting and replanting 
11/ Mechanic5l Weeding -

2390 
1109_ 
ai1S 
3700 

239n 

IVS 
3*740 

3740 

7 

B: N'mber of Holirs of Machine Uze Hrs/Hectare 

I/ Cle ning 
2/ Trac.or and Disc 
3/ Bulldozer Levelling 
4/ Grading 

5/ Tractor & Plch 
6/ Preprlrig furrows 
7/ D tchirg per 100 m. 
8/ Reformrg Canals per 100 m. 
9/ 150 M. Drains per 100 m. 
10/ Planting ard replanting 
11/ Mechanical Weeding 

-

5 

1 

I 

l4 

1R_ 

_ 

10 
2"

40 

C: Labor Use on Estate 

I/ Ave. No. of Full Time Workers 
2/ Tota.l Full Time Salaries/Monrth 
3/ Ave. Salary/Month/Worker 
4/ Ave No. of Part Time Workers 
S/ Pert Time SaleriesMonth 
6/ Ave. Salery/Mnrith/Worker 
7/ Ave. Part Time Salary/Day 

87 

6000 

200 

Ave. Total Anrnual Salaries 6690400 



EBra.sar PrA,.,t.t.:.nr Pa.9e Two. 

t. n~e : BI 

D: .,st. of Irp't-s 

l/ Fvel 660 

2/ Fertilizer IIF.444
 
31 Pesticide 
 includJed line 2 
4/ Herbicide inclided line 2 
S/ Irrigatior, Costs 

a/ pump m,. irterance 
b/ dit,,ch ,,,interarce_ 
'/ well a!irit.erirce 9500Q 

6/ Tr~risport'tior, 

Total IrFuts Costs 3$24n44 

E: Ave. Productior, Costs For Estates 

I/ Ave. Nv'umber of New Hectares SO 
2/ Cost per New Hectare 228210 f':elless nd labor 

3/ Cost. of New Hectares 11410500 
4/ Ae. Nurmber of H5. in Proid:tior, .32 
5/ Cos. per Ha. in Prodvction 334826 
6/ Cost of H3. in Productior, 10711.t44 inputz + labor, 
7/ Total Lsrd Cost.l 22124944 
8/ Marq e-,ert (2.5 % of 7) 5531124
 
9/ Additional tosts (5% of' 7) 1126247
 
l0/ Depre'.itioor, (25" of 7) 5531236
 
11/ Taxes 1$919)O 10% of sales
 

Total Prodictior, Cozts 31207451 

F: Averi9e Valv'e of Froduicticr, and Net, Income to Estates 

I/ Total Product.vor, (tors) 1135 
2/ Export: 757
 
3/ Local Corsupticri 378
 
4/ Vblve of Exports 14383n00
 
S/ Value of Local Corisu.,ption 4S36000
 
S/ To.,.Pl Vel'-,e of Sales l8gI?0O
 

http:PrA,.,t.t.:.nr


F.rms for cl.:vlating ,:, of B.f ,ar. Prrdv.:tioon. Da.e: :::3 

Nanse of Farm: C 

A: Machine Costs For Earna Producton. S 

I/ Cleaning 

2390
 

2/ Tractor and Disc 
 1100
 
3/ Bulldozer Levelling 
 301S
 
4/ Grading 


3.nnA

S/ Tractor & Plcvqh 230 
6/ Preparing furrows 
 II00 
7/ Ditching
 
8/ Reforming Canals _ 74
 
9/ 150 M. Drairns 

10/ Planting end replarting 3740
 
11/ Mechanical Weeding 
 870
 

B: Number of Hcurs of Machine Use Hrs/Hectare
 

1/ Cleaninp 
 12_
 
2/ Tracto.- and Disc 
3/ Bulldozer Levelling 1
 
4/ Grading
 
5/ Tractor & Plough 
 in .0n
6/ Preparing furrows 
 3
 
7/ Ditching

8/ Reforming Canals 
 - .f"iL 
9/ SO M. Dains
 
10/ Planting and replarting 

11/ Mechanical Weeding 
 in
 

C: Labor Use on Estate
 

I/ Ave. No. of Full Time Workers
 
2/ Total Full Time Salaries/Month
 
3/ Ave. Salary/lMonth/Worker 
 O0
 
4/ Ave No. of Part Time Workers
 
5/ Part Time Saleries/Morth 30000
6/ Ave. SaleryM,:rth/Work.er
 
7/ Ave. Part Time -calory/Day
 

Ave. Total Annual Salaries 
 7440000
 

0 

http:SaleryM,:rth/Work.er


Brar3 Pr'dctz.,n F-g3. Two. 

Nttse: C 

D: Costs of Inpults 

1/ FueI 
2/ FerLili zer
 

3! Pes ,icider-I0 
-
 _
4/ Herbi-: ide 

S/ Irrigatio r Co-t
a/ piluzp m3int.er,,3nce 
b/ ,it.ch rinteraarce
 
c/ vell m3internar,:e
 

6/ Transporfi.ion 

144000 

Total Inputs Costs 680I 

E: Ave. Produ'tiorn Cozt, For Estates 

1/ Ave. Number of New Hectares
 
2/ Cost per New Hectare
 
3/ Cost of New Hectares 
 7143300

4/ Ave. Number of Ha. in Production
 
S/ Cost. per Ha. in Production
 
6/ Cost of inHa. Prodvcij.on -2000 inputs + labor 
7/ Total L5nd Costs 
8/ Mareuertn (2.5 % of 7) 779093

9/ Add itic -rna Ccsts (5% of 7) _j _ _

10/ Depreciat.ior, (25% . of 
7) 77 0911/ Taxes 
 97Q
 

Total Prodclt.ioriCosts 4 c L73 

F: 
Average Value of Production and Net Income to Esiatea
 

1/ Total Production (t+ors) 205 
2/ Exports
 
3 / Loc a l Cor n-,p tior, o o _
4/ Value of Exports 33259000 190001t.onS/ Value of Local Consumption 300OO 12000/t.on6/ Total Value of Sales 
 368SOOO
 

http:12000/t.on
http:190001t.on
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Namre of Frwm: I' 

A: Ma,:hine Co:Ps.s F-r B-3rarna Pr.-.d'ytor1 . Soh/hr 

l/ C.Iean n239i 

2/ Tractcr ard Disc 
3/ F 'Idorer Levelling 
4/ Grading 
5/ Trctor & Ploi.h 
6/ PreFaring furrows 
7/ D It.¢ h*I, l 

_ 

. 

01S 
370 

IUD__ 
I100 
w 

8/ Ref,:rming Canals 
9/ ISO M. Drains 
10/ Planting and replarting 
11/ Mechnical Weeding 

3740 

3740 

870 

B: Number oi '!ovrs of Machine Use Hrs/Hectare 

I/ Cleaning 

2/ Tractor t-,d Disc 
3/ Bvlldozer Levc i. 
4/ Grad ing 
S/ Tractor & Ploi.wgh 
6/ Preparing furrowvs 
7/ Ditching 

g 

4 

9 
4 

0 

7 
7700 
£7 

8/ Reforming Canals 
9/ ISO M. Drains 
10/ Plarnting 3nJ reFlsrting 

11/ Mechanicl Weeding 

37400 
37400 

C: Labor Use on Estate 

I/ Ave. No. of Full Time Worker-
2/ Total Full Time Salaries/Month 
3/ Ave. Salary/Month/Worker 
4/ Ave No. of Part Time Workers 
S/ P.rt Time Saleries/Month 
E./Ave. Selery/Month/Worker 
7/ Ave. Part Time Zslary/Day 

13 

.0 

Ave. Total Annual Salaries 494732 



Bsrar,3 Pr:.dctl:,n Page Two. 

Nsme: K
 

D: Costs of rIput.s 

I/ Fve1 

2/ Fertilizer 

3/ Construction 

4/ Const. of harves center 

S/ Irrigation Costs 

Misc. 

Somelfruit SpFa. 
Interest 


6/ Transporrtation
 

Total Inputs Costs 


E: Ave. Product.,ion Costs For Estates 

1/ Ave. Number of New Hectares 

2/ Coat per New Hectare 

3/ Cost of New Hectarea 

4/ Ave. Number of He. in P'',k>uction 

r/ Cost per Ha. 
in Production
 
6/ Coat of Ha. in Producitor, 

7/ Total Land Costs 


8' Ma agemert 

9/ Additional Costs (5% of 7) 

10/ Deprecist.ion (2S% of 7) 

11/ Taxes 


Total Prod ction Costs 

F: Average Valve of Production and Net 


I/ Total Production (tons)
 
2/ Exports 

3/ Local Corsi.mptior 

4/ Value of Exports 

S/ Value of Local Gr.,risumption 
G/ Total Value of Sales 


3l080
 
300QQ
 

42800
 

.l32220
 
0 

436P_3j_ 
3?250O 
1419928
 

47337Q
 

50
 
15I41?5
 

77087SO
 
47
 

9681108_ labor 4 inputa 
1?389858L 

3310000
 
0
 

434746S
 
991980
 

-,603302
 

Income, to Estates
 

2000
 
- 000
 

991979B
 
BOO000
 

107t9.78_ 

http:107t9.78

