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EXECUTIVE SUMMARY
 

Annual onion production estimates for Niger are found in Table 1. Production has doubled since 

1980 to around 200,000 tons. Regional onion production data collected for each of the departments 

of the country shows that Tahoua department continues to produce most of the nation's onions. 

Tonnage produced is strongly related to area cultivated, and secondarily, yield. This indicates that 

neither innovative technologies nor costly inputs are broadly applied to onion farming. There is 

very little hard data to be had on the topic of agricultural inputs. Many producers report shortages 

of reliable seed, fertilizers, and pesticides. Low-cost pumps are obtained easily in Nigeria. 

The limited availability of cost-efficient water lifting technology, poor rural roads, and a shortage 
area currentlyof agricultural credit are probably the majoi factors accounting for the gap between 

Large numbers of producers rent onion­cultivated in onions and potential area (29,000 ha). 
producing land, but there is no absoJute land shortage. The Projet de la Basse Vall6e du Tarka 

(PBVT) predicts that by 1998 extension of improved water lifting technology will double the area 

cultivated in Madaoua and the southernmost part of Bouza arrondissements alone to about 1,200 
ha. 

5essingExports and Export Potential 

Data on Nigerien onion expoi ts were brought up to date based on government export and import 

data. Table 6 shows quantities of onions declared for export at the Galmi customs post in Tahoua 

department. Exports reached a peak in 1990; shipments in 1992 were well below these levels. 

Data were collected to better differentiate quantities of onions traded to Togo and Benin from 

those traded to Cbte d'Ivoire, Burkina Faso and Ghana. According to data collected in Gaya, Niger 

on the Benin border, it is estimated that between 9 and 16 percent of total onion exports are 
In 1991, 19,000 tons or a 70 percent market share were exported todestined for Togo and Benin. 

In 1990, 1,700 tons were exportedC6te a'Ivoire; about the same amount was exported to Nigeria. 

to Togo, or a 39 percent market share; a smaller amount is exported to Benin. In 1989, Burkina
 
Faso imported over 800 tons. Data from Ghana were gathered from informal sector sources and 

suggest that Ghana imports 3,000 to 5,000 tons annually. Due to data collection and processing 
weaknesses in many countries these data must be interpreted with considerable caution. 

Nigerien data shows co-tinued growth in exports. As shown in Table 6, exports grew 11 percent 

from 1987 to 1992. Data from other countries provides some information useful for assessing 
competition and market potential for Nigerien onions over time. It is safe to say that imports have 

increased in C6te d'Ivoire, Togo, Benin, and Ghana, but the quality of official import data is too 

poor to estimate the amount of increase. Nonetheless, competition is increasing from onions 

produced in Burkina Faso, Ghana, and Nigeria, the latter two countries benefitting from the 

overvaluation of the CFA against their currencies. European onions are a strong competitor in the 

Ivoirian market. 

Onion production in the savannah regions of Benin, Burkina Faso and Ghana is increasing. For 

example, Burkinab6 production was 10,000 tons in 1990, of which perhaps a tenth was exported. 

Beninois production was on the order of 3,960 tons in 1991; Togolese production was 2,000 !ons in 
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1988. Togolese marketing channel participants argue that no onions are exported. Total Ghanaian 
production is on the order of 20,000 tons. Ivoirian production is only 2,000 tons annually. 

Seasonal windows of opportunity in coastal markets favor Nigerien onions. The December-January
dry season onion harvest in Tahoua department follows the November-December onion harvest in 
the savannah producing regions. The June-September rainy season harvest occurs at a time when 
price are extremely high on the coast and when conditions are unfavorable for savannah zone 
production and storage. Nigerien onions also maintain a fragile consumer preference advantage. 

The weak development of international transportation and communications infrastructure such as 
telephone, telex and telefax links in the producing zone is a constraint to export marketing. Many
marketers use such services when available. 

Policies and Investments Related to Onion Marketing 

Policy and Regulatory Reform 

Due to a number of recent policy reforms, Niger's formal policy climate is conducive to an 
expansion of onion production and export. Unfortunately, informal policies, especially rent-seeking
behaviors by government agents, constitute a constraint to the expansion of production and 
marketing. Onion traders have no incentive to pay commercial taxes and licensing fees since having 
ones dossier in order provides no protection from rent-seeking by agents of the state. 

Niger is ill-equipped to keep its citizens abroad abreast of commercial development- at home. 
Niger's Embassy in C6te d'lvoire has a limited staff that can barely serve the social service needs 
of Nigeriens living on Ivoirian territory. In Ghana, there is a lack of communication between the 
ambassador and the Nigerien commercial community in Accra. Government of Niger (GON)
commercial policies are not widely disseminated and not in languages other than French. This is 
a constraint to traders of perishable commodities such as onions who are not primarily French 
speakers. In Ghana, Togo and Burkina Faso, some marketers either speak an international 
language or have access to someone with basic international language skills. 

The overvaluation of the CFA against the Naira and the Cedi puts Nigerien onions at a 
disadvantage compared to Ghanaian and Nigerian onions, respectively. Nigerian onions are 
marketed in Benin and provide significant competition to Nigerien onions. On the positive side, 
the weakness of the English-speaking countries' currencies provides interesting savings in transport 
costs for Nigerien onion marketers using Ghanaian or Nigerian trucks. However, use of Ghanaian 
trucks by Nigerien traders has provoked conflict with the Syndicat Nigerien des Transporteurs 
(SNT) in Niger. 

Official import regulations are relatively homogeneous among the ECOWAS/CEAO countries. In 
recent years, most countries have undertaken some actions to simplify the import process and 
reduce import duties to between five to fifteen percent of their official value. One of the most 
serious barriers to importing Niger's onions and other perishable commodities is posed by conflict 
between marketers and the various policing bodies--cuistorns, gendarmes, police--and marketers and 
transporters in the consuming countries. Illicit rent-seeking activities not only add to the CIF price,
but create confusion and uncertainty and increase marketers' risks. Rent-seeking in the importing 
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countries limits the extension of marketing channels to the secondary cities and rural areas that are 
currently underserved. 

Most countries have undertaken some actions to facilitate the conduct of business. However, in 
many cascs bureaucrats have little understanding or sympathy for what free market enterprise 
actually means. The official policy climate is complicated by the fact that overlapping regulatory 
structures are each pressured by salary compression, budget constraints, and falling state revenues. 
Each structure acts to maintain a grip on limited private sector resources. The result is that 
regulations and necessary steps to start a new business or even maintain an existing one are 
confusing and contradictory. 

Infrastructure Investment 

Three kinds of infrastructural barriers to improved onion production and marketing exist in Niger: 
the road network; telecommunications; and storage. 

The construction of rural feeder roads in the Tarka Valley should revolutionize both production. .,d 
marketing patterns in Tahoua department. More umproved rural roads would benefit botn 
producers and marketers, lowering transport costs for producers and opening up new market centers 
to foreign marketers. Competition between these centers should transfer some economic benefits 
from intermediaries to farmers. Further investments in rural roads in the southern part of Tahoua 
department would be beneficial. Bad roads across international borders and in the northern border 
regions of Togo and Ghana also limits the development of onion exports. 

Transport costs are high but stable, and do not prohibit marketing channel participants from making 
a profit. Traders maintain that transport is easy to arrange. Onion transport in open, metal sided 
tractor trailer trucks contributes to losses, especially if customs officials oblige truckers to off-load 
onions en route. New innovations in transport technology should be encouraged, but air shipment 
is probably not cost-effective. 

Increased access to modern telecommunications is needed. Links between producing and 
consuming zones are weak. While major marketers in the major cities have access to some phone 
communications, it is erratic. This contributes to disorder in the marketing channel, and increases 
marketers' risks of losing money. Marketers in C6te d'Ivoire and Lom6 Togo do make use of the 
phone system, as do producers in Tamaske and the Galmi areas of Niger. Some informal sector 
marketers are still unaware of benefits that might result from improved phone, telefax, and telex 
services. Improved telecommunications would be more effective than broadcast prices in improving 
the flow of market information. 

Opportunities for investment in improved appropriate technology on-farm storage exist in Niger. 
Financing both storage costs and improved infrastructure would provide handsome returns to 
producers and shipment assembly agents in the producing region. According to BIT/ILO figures, 
net margins per ton stored over a four to six month period increase from 55,433 CFA for a 2.5 ton 
capacity traditional rudu storage structure to 80,043 CFA for a 12-ton capacity improved adobe 
storage unit. Both the Projet Int6gr6 du Keita (PIK) and the Projet de la Basse Valle du Tarka 
(PBVT) have successfully experimented with promoting deferred onions sales. The method that 
has worked best is to advance onion producers money both to build improved individual storage 
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facilities (1ud_)and to withhold onions from the market. Further investments in these activities 
could benefit several thousand producers over the next few years. 

In the consuming countries, storage costs to wholesale importers are nominal. The reason for these 
low storage costs is that wholesalers are quick to place their inventories with small wholesalers and 
retailers. This spreads the costs of storage among participants in the marketing channel. Thus 
there is little incentive to invest in storage infrastructure in the consuming countries. 

Technology Investment 

There is virtually no formal sector financial support available to make investments in technology 
associated with Nigerien onion production and marketing. One ecception is PBVT, which has 
provided over 70 million CFA in credit to 350 producers in the Tarka Valley in the form of pump 
sets and tube wells. 

The traditional thatch storage facility or rudu provides effective storage for severa: months but 
inconvenient access to stock for monitoring. Minor improvements in the rudu along with regular
monitoring of stocks can dramatically improve storage performance. BIT/JLO has perfected an 
appropriate technology-based, improved adobe storage facility. There is room in the marketing 
s-ystem for new participants to concentrate on storage. 

Almost no onions produced in the sub-region undergo any form of processing besides artianal 
drying of bulbs and leaves (kullen aljasa). Traders recognize the virtue of plastic net sacks for 
superior conservation of onions in the more humid coastal countries. One Ghanaian firm produces 
these sacks, but traders prefer European sacks that are of superior strength. One formal sector 
retailer in Ouagadougou has experimented successfully with selling various weights of sorted onions 
in plastic net sacks. 

All retailers sort and grade onions by size and quality. Wholesale and retail marketers recognize
institutional customers' preference for larger bulbs and individual housekeepers' preference for 
smallcr bulbs. The major reason for the latter pr-ference has to do with price; smaller bulbs are 
less expensive. Sorting and grading probably should remain a retail function for the near term given 
the risk of further product da:nage/loss during shipment. 

ivman Capital Investment 

,Yew of even the largest informal sector oiion marketers have received any technical, financial, or 
functional literacy training. Perhaps five percent of retailers are fluent in an international language. 
Some larger marketers have children or assistants who are literate and numerate in international 
languages and provide accounting or communications functions. 

In Tahoua department, PBVT, PIK and CLUSA have invested in cooperative accounting training.
The effectiveness of this training should not be overestimated. While basic literacy and numeracy
training has been conducted in many onion-producing villages, few cooperatives have substantial 
capital to manage with the skls they have acquired. 
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Overall, the emergence of modern, free markets in Niger will be impeded without training in 
modern marketing and language for cadre at the Ministries of Commerce and Foreign Affairs, 
students at the University of Niamey, and informal sector operators. 

Conditions that Contribute-to Onion Marketing Efficiec 

Price/Cost Distortion 

Nowhere in the marketing channel is it possible to detect exaggerated profit-taking. Perhaps 
shipment assembly agents in Tahoua, who serve as intermediaries between producers and wholesale 
exporters, procure higher than average profits. However, these agents provide important shipping, 
storage, negotiation, financing and facilitating functions to producers and exporters. 

Government policies in most countries are moving toward simplified, stream-lined and lower cost 
procedures in commerce generally and for gaining entry to the onion trade. Nonetheless, 
regulations are unstable, and conflicting rules persist. Most channel participan's uften confuse 
formal regulations with informal arrangements. 

All onion production and marketing channel participants, as well as the national treasuries of the 
nations concerned by the onion trade, suffer from the effects of rent-seeking by agents of the state. 
Consumers face higher prices than they would if rent-seeking were not practiced. Rent,-eeking 
discourages marketers from undertaking investments in extending distribution channels to 
consumers who are currently ill-served. Further, it discourages them from undertaking investments 
in improved storage and processing that would call attention to their apparent wealth, and from 
regularizing their status with tax authorities. Rent-seeking helps to suppress prices marketer, are 
willing to pay to producers It may even discourage producers from undertaking major investments 
that might attract too much attention. Rent-seeking and other infoirmal arrangements between 
agents of the state and marketers rob national treasuries of large amounts of revenue. These sums 
could total fifty percent of legitimate fees and revenues. 

Physical Market Inft-astructure 

Market intermediaries in the wholesale shipment asser ,Iy markets have invested in adobe "shipping 
docks", which are little more than traditional adobe aouses costing on the order of 150,000 CFA 
each. 

Very little stoi age is undertaken anywhere in the marketing channel. Storage costs are low, less 
than five percent of the CIF price. Storage in the marketplace is discouraged by the disinclination 
of most traders to t;e up capital in a perishable commodity such as onions. Most storage takes 
place on the farm or at the shipment assembly point. Given the high cost of cold storage facilities 
and the low value of the crop, investments in cold storage probably are not warranted. 

Opportunities for investment in improved appropriate technology on-farm storage exist in Niger. 
Financing both storage costs and improved infrastructure would provide handsome returns to 
producers and shipment assembly agents in the producing region. 
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Financial and Information Services 

In Niger, formal private sector actors are few and banks such ,q BIAO are unable or unwilling to 
finvce onion production and marketing. As a result, producers and marketers self-finance many
of their activities. Incentives for investment in onion production and marketing consist primarily 
of high levels of export-led demand for Nigerien onions. 

Limited extension and financial services are available to producers and bulk wholesalers outside of 
the informal sector. In Tahoua department, donor-financed programs and projects provide the bulk 
of agricultural extension and rural financial assistance. These include PIK PBVT, CLUSA and 
WOCCU. The banks are relatively inactive in the rural sector. 

There is almost no fcmal sector financial participation in Nigerien onion marketing. Financial 
services are available to Ivoirian companies importing frcm Holland. Still most of the "semi-gros"
and retfAl trade is undertaken on credit. The financial fragility in the channel and the heavy burden 
of ii,,Rormal taxes contribute to retailer defaults on loans from wholesalers and to wholesaler 
insolvency. 

Only the three or four private sector importers to be found in each country, and one informal sector 
player in Ghana, hav access to formal credit facilities. None of the informal sector players have 
access to insurance. Most of the thousands of retailers have access to informal sector credit. 
Wholesalers advance goods to retailers with a theoretical delay of 15 to 20 days to repay the loan 
amount. Wholesalers often have considerable capital tied up in these arrangements. Wholesalers 
receive credit from transporters as well; only half the transport costs are paid before delivery. 

Almost every wholesaler has access to some market information. At the minimum this amounts to 
information on prices in the wholesale shipment distribution markets in the coastal ..ountries at the 
time they make orders in the producing zone. As telecommunications facilities improve, so does 
wholesalers' access to market information. Retailers have little access to any information beyond 
the expected arrival dates of shipments and the price they must pay. 

Market Participants 

hIdicative data on the number of persens or villages active in onion production were collected in 
each country. In spa;e of impressive growth in production in Ghana, Burkina Faso, Nigeria, and 
Benin, producers in Tahoua department, Niger remain the most important numerically. 

Where possible, an attempt was made to assess the number of major shipment assembly agents and 
wholesale marketers operating in each major market town. In the Tahoua wholesale markets there 
are probably less than fifty main intermediaries. 

Hausa marketers of Nigerien origin play an importan1t role in the onion trade in C6te d'Ivoire and 
in Ghana. In Abidjan there are five major Nigerien Hausa wholesalers, each handling about 1000 
tons a month. In addition there are another ten to fifteen Nigerien traders who together handle 
another 1,000 tons a month, and approximately 100 More smaller scale operators, each of whom 
might handle ten tons a ,nonth. 
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In Ghana, Songhay speaking Malians are also important onion market participants. There are 
probably five major Songhay importers in the Accra market, and fewer in the Kumasi market. 
Bawku market is dominated by local Hausa speakers. 

The most organized network of wholesalers and agents is based in Togo and involves won'en in all 
the major decision-making roles. There are several dozen women involved in the inmpoGting 
business, but they are headed by no more than five or six major players. Women are also the most 
important wholesalers of Nigerien onions in Benin, but competition fronm. male marketers who buy 
in Nigeria is increasing. 

Both men and women are active players in Burkina Faso. One of the four most important 
wholesalers in Ouagadougou is a woman. She indicates that there are four other wholesalers 
working out of Ouagadougou. 

Katako (Boukoki) market in Niamey is the major wholesale shipment distribution point in western 
Niger. About fifteen wholesalers are active in this market. They handle about two ,-ucks a week 
of onions throughout the year, or 2,700 tons. 

Estimates were made of the number of retailers active in a given market on a given day; however, 
firm estimate- of the number of retail players impossible 1 onare to piovide based this rapid 
reconnaissance study. Thousands of Deople are involved in every country. For many, onions are 
just one of several product lines they carry. 

A handful of firms import small quantities of onions into coastal countries for expatriate 
consumption from Europe, and play a minuscule role in African consumption behaior. European 
imports are most important in C6te d'Ivoire. Formal sector importers advance Dutch onions to 
Nigerien wholesalers for resale when Nigerien onions are in scarce supply. When Nigerien onions 
become plentiful, Nigerien wholesalers become competitors of the import firms. This creates 
considerable conflict between channel participants, especially between African traders and one firm 
which controls 70.80 percent of the import market in C6te d'Ivoire. 

Caution should be used in evaluating the numerical estimates of the numbers of players involved 
in onion marketing for the following reasons. First, the consultants did not visit producing areas 
in Zinder or rillabery departments in Niger. Second, the consultants did not visit some important 
market towns such as Bouake, C6te d'Ivoire; Djougou, Benin; and Bobo-Dioulaso, Burkina Faso. 
Third, visits to Malanville, Denin and Bawku, Ghana coincided with the periods of lowest 
production. Finally, the study covered neither Sokoto and Zaria, potentially important producing 
regions in Nigeria, nor Lagos, which is an important wholesale market. 

Onion production is likely to provide stable levels of employment for current and prospective 
producers over the next five years, not only in Niger but throughout the sub-region. 

Major onion marketers are likely to provide stable levels of employment for themselves, the handful 
of assistants each employs, and some casual laborers over the next five years. Retail sales is likely 
to provide stable levels of employment as well. Turnover is somewhat high among intermediate 
wholesale marketers who may easily be driven out of the market by a single lost shipment. There 
is room for new market players in storage, packing, and retailing both in Niger and in the coastal 
markets. These players could provide incremental new employment possibilities. There is also 

xiv 



room for a new actor to develop links with importers in the formal sector in C6te d'Ivoire. This 

actor could export Niger onions packed in conformity with modern commercial norms. 

Public Sector Participation 

Neither, Benin, Ghana, nor Togo boast significant public sector competition in onion production 
or marketing. C6te d'Ivoire, Burkina Faso and Niger do have technicians who have participated 
or will be participating in garden crop production related activities. Innovations in storage, packing,
and transport are not imminent from public sector players at this time. FLEXFASO in Burkina 
Faso is the only example of public sector support (from La Caisse Centrale de Cooperation
Ecnoique, CCCE) leading to long term private sector involvement in onion marketing (i.e.
packing and retailig) that was identified. 

There is no evidence in any of the countries in the sub-region of direct control over onion 
marketing. Apart from the unsuccessful attempts of the Soci~tA Nigerienne de l'Arachide 
(SONARA), no marketing board has become involved in onion marketing. 

Around the sib-region a few project activities will be undertaken to promote and/or regulate onion 
production. Most of these activities involve production. For example, an upcoming project in C6te 
d'Ivoirc aims to increase production from 3,000 to 15,000 tons over five years. Growth in private
sector-initiated production can be expe-ted in all of the countries in the sub-region except Togo,
but iicluding Nigeria. 

Initiatives are also undei vay through donor funding to support agribusiness development. Among
USAID Missions, USAID/Accra seems to have invested the greatest resources in agribusiness
development. CCCE seens to be the most dynamic player in support of private sector development 
among other donors. 

Onion Marketing Efficiency and Cost 

Based on existing reports and data collected during July and August 1992, the consultants estijnated
price differences in onion marketing aci oss space. The results do not represent a radical departure
from the results of previous studies. Seasonal price variations of 100 percent and mcre are common 
in the coastal markets. Thesn price differences across time primarily reflect supply and demand 
factors rather than storage costr and arbitrage functions. 

Profit margins are modest given the high levels of risk involved. Inefficiencies are primarily due 
to three factors: limited on. "arim crop storage and withholding; long marketing channels and 
mediocre communications and transport infrastructure; and illicit rent-seeking. Crop storage and 
withholding have been discussed above. Regarding maiketing channel length, six intermediaries 
intervene between producer and consumer: a shipment assembly agent, a buying agent, a 
transporter, an import wholesale dealer, a "seimi-gros" dealer, and a retailer. 
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Prospects for Onion Marketing Based on Existing Cost and
 
Efficiency Levels
 

Producer Price Incentives 

As shown in Table 26, farmers' margins vary between approximately 19 and 308 percent of variable 
production costs. Producers may expect to receive 23 to 96 percent of the FOB price depending 
upon the market served and the season of sales. Most probably receive about 50 percent. An in 
depth study would be required to develop bett..r estimates of costs and returns on investment. 

Farm level price data were collected in Niger, Ghana, Benin and Burkina Faso. There is 
remarkable consistency in these prices. Harvest prices in the main producing season average 
around 1,500 to 3,000 CFA per 100-130 kg sack. Increases of up to 10 times these prices are 
reported for off-season (rainy season) production. Current prices provide adequate incentives to 
increase production and invest in improved agricultural technologies. 

It is possible to estimate likely adoption of improved technologies over the next six years; however, 
these estimates are likely to underestimate actual usage. Total acreage in onions may increase to 
4,000 ha by 1996 as PBVT drijis new tube wells in the Tarka Valley. If so, the number of producers 
might increase from just unier 1,700 (in 1991/1992) to over 3,000. If these pumping technologies 
diffuse to Keita, Bouza, and the Maggia Valley of Konni further increases in onion production area 
might be expected. 

If experimentsn with improved storage technologies are expanded and producers' experience with 
withholding onions for market price improvements is positive, improved revenues should encourage 
further expansion of production over the next five years. 

Consumer Price Incentives 

Nigerien onion consumption is difficult to estimate reliably without a major research input. Onion 
consumption data can be estimated by monitoring the quantity of onions consumed weekly in 
Niamey and using this quantity as a consumption indicator in other major population centers and 
the country as a whole. Using such an estimate, it appears that average annual per capita onion 
consumption is on the order of 2.79 kg. National consumption would then be on the order of 22,400 
tons annually. There is untapped demand for onions outside of the maj:z population centers. Due 
to unreliable distribution channels and seasonal price and supply fluctuations, onions are not always 
available to rural consumers at prices they consider reasonable. 

There is no good source of wholesale or retail onion sales levels or trends. The only published 
source of data is official import/export figures and the price series available for some countries. 
These data allow only onion prices in the consuming countries to be estimated. Long price series 
were available only from Ghana. These data show that prices rose 94 percent between 1987 and 
1991 when adjusted for inflation. In Lom6, prices fell 35 percent over the same period, but this 
estimate is based on very poor quality data. In Ouagdougou, prices rose by 15 percent over the 
same period; the quality of this data is unknown. 
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There is considerable annual and inter-annual fluctuation in retail onion prices. In Ouagadougou, 
mean prices varied from a low of 78 CFA/kg in April to a high of 356 CFA/kg over the past five 
years. During the same period, prices in Lom6 varied from a low of 319 CFA/kg in May to a high 
of 377 CFA/kg in October. Prices in Malanville, Benin vary from a seasonal low of 54 CFA/kg in 
May to a high of 296 CFA/kg in October. In coastal Beninois markets prices vary from a seasonal 
low of 164 CFA/kg in Aptil to a high of 561 CFA/kg in November. These fluctuations are 
primarily due to seasonal changes in supply. However, lower overall prices on the Togolese coast 
than on the Beninois coast, and comparatively smaller inter-seasonal fluctuations in consumer 
prices, reflect Togo's better overall marketing channel organization. 

Consumers in the sub-region are avid onion users even when forced to use onions that do not lend 
themselves to African culinary practices. Price is a significant constraint to consumption. This 
constraint explains the preference for small onions in many retail markets (smaller onions are less 
expensive than larger onions), and the lack of loyalty to Galmi onions when consumers are faced 
with considerably less expensive European or Nigerian alternatives. Dutch onions enjoy a 64 
percent price advantage over Nigerie'i onions in the off-season. Thus, Dutch onions imported into 
C6te d'Ivoire also appear in Lom6, Accra, Kumasi and Ouagadougou markets. The competitive 
price advantage of European onions should not be underestimated in contemplating an expansion 
of Nigerien onion production and export. 

Reinforcement and extension of marketing channels would create economies of scale for wholesalers 
that, in turn, would reduce consumer costs throughout the marketing network. In addition, 
increased production and vastly increased on-farm storage in Tahuua should help to even out inter­
seasonal fluctuations in consumer prices. However, considerable marketing channel extension 
cannot be expected in the current commercial climate. 

Agribusiness Investment and Gross Returns 

Data were collected from informal sector marketers that allow returns on investments in trade to 
be estimated. Profits on sales can also be calculated. Three estimates of gross returns on onion 
exports to Abidjan range from one to 10 to 145 percent of costs. Estimates of gross returns on 
exports to Cotonou Benin range from 7 to 15 percent. Gross returns on exports to Lom are 
estimated at 13 percent. Profitability, as marketers themselves point out, varies dramatically 
depending on the assumptions made regarding rent-seeking, retail market prices and other factors. 
For example, demand for onions was depressed in Togo during July and August 1992 because of 
the political crisis rocking the capital. 

Traders undertake little investment in improving productive capacity because limiting fixed costs 
is one of the only ways they have of hedging against high levels of risk. Such investments would 
expose them to greater risk should one or more shipments be lost, and might expose them to 
increased rent-seeking by various policing agents. Some large marketers invest in trucks. 
Investments in storage facilities are kept to a minimum. Investments in water lifting equipment and 
on-farm storage are the least risky in the current political/economic climate. 

Both formal sector importers in C6te d'Ivoire (SABIMEX and DISTRIMEX) are interested in 
Niger onions. Importers would be interested in very large quantities of onions of relatively uniform 
size, properly cured and sacked. Further, they would require that their Nigerien partners have 
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access to modem communications technology and sufficient capital to open bank accounts, and be 
able to furnish letters of credit, etc. Above all, importers want partners who can deliver specified 
amounts on time at specified prices. A few informal sector marketers could already meet such 
conditions with a minimrn- of technical assistance. However, no formal sector actor is 
contemplating a major agribusiness investment in onion marketing or processing in the future. 

Conclusions 

Onions are an important high value crop for Niger. Farmers, traders, truckers and GON enjoy a 
reliable revenue stream from onion export marketing. In addition, Niger onions enjoy a competitive 
advantge in regional markets, where the Violet de Galmi variety is known for its taste, cooking and 
medicinal properties. Improvements in production technology, transportation and storage 
technology, ifcoupled with improved access to agricultural credit, could result in continued increases 
in production in Niger. Improvements in telecommunications and international transport routes 
could facilitate expanded marketing prospects. New participants in the marketing channel could 
take immediate advantage of opportunities to profit from seasonal windows of opportunity in 
production and storage, linkage with marketers in the formal sector, and new packing techniques. 
More long-term opportunities are available through improving onion transport and extending 
marketing channels in the consuming countries. These opportunities for Niger's onions are 
threatened by rent-seeking, over-regulation of commerce, the expansion of onion production in 
Burkina Faso, Ghana, and Nigeria, and imports of Eurcpean onions in the Ivoirian market. 

Problems Encountered in the Channel and Possible Donor Interventions 

A summary of problems in the onion marketing channel and possible donor interventions is 
appended. Macro-economic policy and institutional problems are perhaps the most intractable and 
will require long-term solutions through bi-lateral and multi-lateral dialogue. Problems confronted 
by producers, cooperatives, traders and consumers are more tractable. Howevcr, long-term 
solutions to both technical and organizational problems require progress on the resolution of the 
larger policy and institutional problems that constrain the development of regional trade in West 
Africa. 
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EXPORT MARKETING OF NIGERIEN ONIONS 

INTRODUCTION 

Onions are an important crop in the Niger Republic (Figure 1). They are one of ti e few 
high value crops produced in the country. Onions enjoy a competitive advantage in regional 
markets, where Ahe Violet de Galmi variety is known for its spicy taste and cooking 
properties (it disintegrates when boiled). Farmers, traders, and truckers enjoy a reliable 
cash income stream from onion sales. Further, the GON derives considerable tax revenue 
(25 million CFA in 1992) from onion exports to neighboring countries. In the current 
climate of economic and political liberalization, onion production and trade is important 
because it has develuped in the private sector. Thus, production and trade are relatively
free from the distorting effects of public sector marketing board interventions that have 
plagued the development of other cash crops (e.g., groundnuts, cotton, palm products)
throughout Niger and West Africa as a whole. Both the GON and Niger's bi- and multi­
lateral partners are anxious to learn from the successes of onion marketing in order to 
better develop and diversify Niger's agricultural economy. 

The purpose of this study is to explore the nature of onion marketing more fully and to 
estimate the potential for marketing Nigerien onions in Niger and across West Africa over 
the next six years (See Appendix A: Scope of Work). The study focuses on the details of 
the marketing channel dynamics by which Nigerien onions are produced and markcted in 
the sub-region. It is based on official statistics and interview data collected from many 
significant onion production and marketing channel participants in Niger as well as in Benin, 
Burkina Faso, C6te d'Ivoire, Ghana, and Togo (See Appendix B: List of Persons 
Contacted). This is a study of marketing channels but does not pretend to be a macro- or 
micro-economic analysis of onion production and marketing. la most cases, neither the 
quality nor the quantity of available data are sufficient for rigorous economic analysis. 

The study aims to provide information useful to the design of USAID/Niger's Agriculture 
Marketing and Export Promotion Project (AMEP), Project No. 683-0274. It follows several 
other useful studies of onion production and marketing in Niger (Barhouni 1990; Iddal 1991; 
Lev and Gadbois 1988; Mahamadou 1987; Ouedraogo 1991a, 1991b; Smith 1986). It has 
profited from, but does not attempt to duplicate these studies. The report is divided into 
five major sections, each of which examines specific aspects of the onion 
production/marketing system: 

* Information to Better Assess Domestic Production 
* Policies and Investments Related to Onion Marketing 
• Conditions that Contribute to Onion Marketing Efficiency 
* Onion Marketing Efficiency 
* Prospects for Onion Marketing Based on Existing Cost and Efficiency Levels 

Following these sections are conclusions and recommendations for possible USAID/Niger 
interventions to address identified constraints to Nigerien onion production and marketing. 
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II INFORMATION TO BETTER ASSESS DOMESTIC PRODUCTION 

A. Annual Onion Production 

Annual onion production estimates have been updated for Niger as a whole. 
Table 1 summarizes onion production from 1968 to 1991; Figure 3 presents this 
information in graphic form. Since 1968, area cultivated has increased by 356 
percent, while production output (tonnage) has increqsed by 504 percent. 
Production increased regularly until 1980, then fell off dramatically during the 1981 

drought. Production again increased in the aftermath of the drought, as the GON 
began to actively promote off-season garden production. Production increases may 
be largely due to population pressure as well as increased yields. Increat, d yields 
can be attributed to expanded motorized pump irrigation and perhaps to expanded 
fertilizer use. Unfortunately, no time series data on fertilizer or pump use are 
available from MAG/EL. 

A regression analysis was conducted using Table 1 data to further characterize the 
effects of yield and area cultivated on production output. Time series data on rate 
of technology adoption and fertilizer use are unavailable and hence could not be 
included in the regression model. Area and yield are powerful predictors of output 
(adjusted r2 = .9336; F = 176.76 alpha = .0000; t-values of the betas are significant 
at .0000). As one would expect in a context of limited agricultural intensification, 
area cultivated is more highly correlated with output than yield (r = .919; r = .708, 
respectively). A Durbin Watson test (= 1.84) indicates that the two predictor values 
are not significantl., auto-correlated. A plot of the residuals suggests no significant 
anomalies. Howei er, with aggregate level data of this type i is best to exercise 
caution in interpreting the results. 

Onion production data at the departmental level from 1980/81 to 1992 are 
presented in Table 2 and Figure 7. Tahoua department (Figure 2) remains the 
dominant site of onion production, with limited rroduction in other departments. 
Production figures from 1980/81 to 1992 are presented. Data collected after 1985 
can be considered more trustworthy than data collected previously due to improved 
recordkeeping practices. Overall, it is likely that production is underestimated. In 

1985, Tahoua department was responsible for 72 percent of national onion 
production and in 1991 for 82 percent (MAG/EL 1991: 1) Significant quantities 
of onions are also produced near the riverside town of Gaya in Dosso department, 
and near the town ofTillabery in Tillabery department; there is probably some scope 
for expansion in these two departments. Zinder has also emerged as an important 
producing region. 

Onion production data for each arrondissement within Tahoua department was also 
collected. Unfortunately, figures were available for the 1991/92 season only. This 
data is presented in Tables 3 and 4. Figures 4, 5, and 6 are maps of three of the 
four arrondissements in which onion production and productive potential is 
concentrated. Almost the entire central part of the arrondissement of Madaoua 
(Figure 4), from the towns of Leyma in the north to Kabobi in the south, is involved 
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in onion production. According to the Service d'Agriculture de l'Arrondissement 
(SAA), Madaoua produced close to 37,000 tons of onions in 1991/92. The 
construction of the feeder roads to Kabobi in the south and Leyma in the north 
should have a salutary effect both on onion production and marketing in this region. 
In the arrondissement of Bouza (Figure 5) the region of KIrafane, Kban Banza, 
and Galba in the northern part of the Tarka valley, is suitable for garden nltivatioq. 
According to the SAA, Bouza produced 24,000 tons of onions in 1991/92. The 
Projet de la Basse Valle du Tarka (PBVT) intends to expand into this zone by 
1996. In the arrondisserment of Konni (Figure 6), Tsernawa and Galni (in the 
eastern part of the arrondissement) are centers of aroduction and sales. Both towns 
straddle the main east-west national highway, x{N1. Galmi serves the market 
hinterland of the Maggia Valley which crosses RN1 at this point The western part 
of Tfonr.i arrondissement lies outside the productive zone. Accordihg to the SAA, 
Konni produced 29,000 tons of onions in 1991/92. Keita is as important a center 
of production as Madaoua, producing nearly 37,000 tons of onions in 1991/92. 
Tamaske is emerging as an important wholesale market in Keita. 

B. Land Availability for Production 

The data presented in Table 3 shows that a total of at least three thousand hectares 
are planted to onions in four of the six arrondissements in Tahoua department: 
Keita, Bouza, Madaoua and Konni, respectively. Table 4 summarizes onion 
production on the Gami irrigated perimeter (Konni department) managed by the 
Office Nationale des Am~nagements Hydro-Agricoles (ONAHA). Galmi is a 
potential site for controlled onion seed (F1 & F2 generations) production. The 
partial data presented on cultivable area in Keita and Bouza arrondissements shows 
that there is significant scope for production expansion. PBVT estimates that 
extension of improved water lifting technology will double quantities of onions 
produced in Madaoua arrondissement by 1996. 

The availability of land for future production was assessed where possible. It is 
difficult to obtain accurate estimates of Tahoua department's productive potential. 
In 1991, MAG/EL planned for 70,369 hectares of off-season gardening; however, 
only 23,769 ha (33 percent) were exploited. MAG/EL estimates that this amounts 
to only 17 percent of the area that could be pw" into production in the off-season for 
all crops. MAG/EL also identified 257 sites that could be cultivated for off-season 
horticulture; 239 sites were worked in 1990/91. In that year, onion production was 
depressed by seasonal labor migration that followed poor cereals production in the 
previous rainy season. Onion pioduction will continue to be influenced by rain-fed 
cereal production outcomes in the future, since farmers rely on rain-fed cereal 
production and labor migration for a significant share of household food 
requirements. 

The partial production data available for Keita and Bouza presented in Table 3 
suggest that there is significant scope for production expansion in these 
arrondissements. The lack of sufficient water lifting technology, limited access to 
seed, and poor rural roads are probably the major factors contributing to the gap 
between area potentially cultivable and that currently cultivated in onions. PBVT 
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predicts that by 1998 extension of improved water lifting technology will cover an 
area equal to that currently cultivated in Madaoua and the southernmost part of 
Bouza arrondissements, i.e. about 1,200 ha. PBVT expects these activities to result 
in a doubling of onion production. 

C. Agricultural Input Supplies 

Agricultural input supplies, such as they are, have been investigated; however, there 
is very little hard data available. Onions respond well to fertilizer although cveruse 
increases post-harvest storage losses. PBVT estimates that farmers used very little 
fertilizer on project perimeters. Fertilizer use in the region as a whole is limited. 
For example, due to the collapse of the Union Nigerien des Coop6ratives (UNC), 
the Union Sous-R6gional des Coop6ratives (USRC) in Madaoua marketed only 5-10 
tons of urea in 1991/92, down markedly from the 80-100 tons sold in previous 
gardening seasons. Producers in Tamaske and Arewa also complained of the lack 
of fertilizer. Export restrictions on fertilizer from Nigeria limits its use in Tahoua. 
Furthermore, neither Ghanaian nor Nigerian fertilizer production is sufficient to 
meet estimated national demand, let alone provide exports to Niger. Finally, the 
failure oi marketing channel development from Ghana or C6te d'Ivoire has also 
resulted in a dearth of imported European/U.S. fertilizer in the region. 

Aphids (thfips Fr.; bunsuru Hausa) are the only serious insect pests that impact 
onion production mentioned by producers, especially by those in Tamaske. 
Insecticide is available in very limited quantities from the Arrondissement Crop 
Protection Services. They provide free treatment when insecticide is available. 
Producers sometimes obtain the insecticide "Decis" themselves for a price of about 
2,000 CFA per liter. 

In Niger, Violet de Galmi onion seed is available only from local sources. Several 
persons, especially in the towns of Nakonni, Tumfamfi and Kolle, have become 
specialized producers because this seed is in such high demand. It is also expensive. 
Indcative prices quoted include 15,000 CFA per kg in Tamaske, 3,000 CFA per 
600 g in Madaoua and 2,000 CFA per 600 g in Tumfafi. Seed in Magaria costs 1,250 
CFA for a small Nescafe box full and 15,000 CFA for a , a local measure 
weighing over 2 kg. In short, seed costs between 3,400 and 6,500 CFA per kg. 
Informants reported some cases of "false seed" sales, i.e. sales of seed produced from 
bulbs that have gone to seed, rather than specially produced seed. Seedlings are also 
sold by the "planche" or seed bed. A seed bed in Magaria sells for between 4,500 
and 7,000 CFA. A 0.40 ha plot requires five to seven beds of seedlings (costing 
18,000 to 28,000 CFA). 

By way of comparison, data was collected in Burkina Faso on the cost of imported 
seed produced under European commercial norms. The French firm TECHNISEM 
(7, Ave. de Garigliano, 91601 Savigny s/Orge CEDEX France) produces Violet de 
Galmi seed (Catalogue No. 11 101G3V1BT100). In Ouagadougou, the private firm 
NANKOSEM sells this seed for about 500 CFA per W0 g packet (or about 50,000 
CFA per kg!). Commercial seed was not available in Tahoua. NANKOSEM may 
also be the source of seed for the Caribbean Red and Red Creole onion varieties 
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produced in Burkina Faso, the "oignon noire" also available on the Bawku and 
Tamale markets in Ghana and other savannah markets. A similar variety is 
produced in Nigeria and was available on the Dantokpa market in Cotonou, Benin. 

I. INFORMATION TO BETTER ASSESS EXPORTS AND ADDITIONAL EXPORT 

POTENTIAL 

A. 	 Eport Potential 

Table 5,Factors Influencing Demand for Nigerien Onions in Neighboring Countries, 
updates Le.v and Gadbois' (1988) Table 3 based on data collected in July-August
1992. Estimates of local production have been made current. It has been possible 
to improve estimates of exports from Niger to outside markets. Data on Nigerien
onion exports has been brought up to date based on Nigerien, Ivoirian, Togolese, 
Burkinab,, Beninois and Ghanaian government official export and import data. 
These data must be interpreted with considerable skepticism due to the improper 
recording of import data traceable to government agents' rent-seeking and traders' 
defensive tactics, as well as to more general data processing weaknesses in most 
countries. For purposes of argument, the analysis in the next paragraph assumes the 
data are accurate.
 

C6te d'Ivoire is said to be Niger's biggest customer, although official GON export
data record substantial exports to Nigeria. Distribution channels to C6te d'Ivoire 
are well-developed and demand remains strong despite economic stagnation.
Surprisingly, no one interviewed mentiored Nigeria as a significant market. The 
data presented in Table 5 suggest that Ghana should represent a growth market for 
Nigerien onions. Its urban population, which today is the primary market for 
Nigerien onions, is as great as that uf C6te d'Ivoire. Although the GNP per capita
is a little more than half that of C6te d'Ivoire, per capita consumption in urban 
Ghana is only one-fifth as great. Modest growth in market demand for onions may
also be expected in Burkina Faso. While Burkina Faso's GNP per capita is one­
fourth that of C6te d'Ivoire, its onion consumption is eight times less. At the same 
time its urban population is greater than that of either Benin or Togo. With 
modernization of the marketing channels so that onions reach markets outside the 
major wholesale markets, Benin, Togo and C6te d'Ivoire can be expected to continue 
to be modest growth markets for Nigerien onions. As economic liberalization 
proceeds, rising GNP per capita in both Togo and Benin should result in increased 
demand. Without extension and modernization of marketing channels, however, 
European onions probably will continue to take market share from Nigerien onions 
in C6te d'Ivoire. 

1. 	 Onion Exports to C6te d'lIvoire, Burkina Faso, and Ghana. Table 6 
and Figure 8 present onion exports as registered at the Galmi customs post 
from October 1987 to June 1992. In theory, export duty is paid on most 
Tahoua-produced onions in Galmi. An informant at the Tahoua customs 
office could not recall of any cases of onion truckers paying duty at the 
important customs post in Konni during all 1991, for example. The table and 
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figure show that the volume of exports increased until the end of 1991; in 
1992 quantities exported fell from levels recorded in the last quarter of 1990 
and the first quarter of 1991. 1992 exports were well below 1991 levels. 
Figure 8 shows that exports vary seasonally, picking up in December, 
reaching a high point in May, then falling off dramatically in July through 
October. It would make sense to encourage production and exports given 
low levels of production recorded in other countries during this period. The 
April-June high point in exports follows the period of greatest exports from 
savannah ptoducing regions in December-March. 

Table 6 also shows that the official valuation of onions was lowered from 90 
to 30 CFA in December 1988. This reduced the official customs burden on 
exporters. It also dramatically reduced the value of taxes entering GON 
coffers, as shown i the last column of Table 6. Nevertheless official 
national customs receipts have averaged over 20 million CFA for the years 
1990-1992. 

2. 	 Onion Exports to Togo and Benin. In order to better differentiate the 
percentage of Niger onions exported from Niger toward Togo and Benin 
from those sent toward C6te d'Ivoire, Burkina Faso and Ghana, data were 
collected from the Agriculture control post in Gaya on the Niger-Benin 
border. Table 7 and Figure 9 present the most up-to-date data available on 
onion exports passing through the Gaya control post. Virtually all onions 
passing through this point go to Benin and Togo, although some Togolese 
traders ship through Burkina Faso rather than Benin. These traders claim 
that illicit rent-seeking is less severe in Burkina Faso than in Benin. Table 
7 shows that there has bcen a definite increase in total exports moving 
through Gaya over time, a fact that fits the data collected on imports into 
Togo. Figure 9 underscores the seasonality of exports, with exports generally 
rising abruptly in January and February, falling in April and rising again 
through May and June. The first peak represents exports of local onions; 
the latter onions produced in Tahoua. 

Table 8 and Figures 10 and 11 compare quantities of onions registered with 
Galmi Customs with those recorded passing through the Agritulture control 
post in Gaya. The table shows that in general less than 15 percent of exports 
are shipped through Gaya to Benin and Togo; the bulk goes to Burkina 
Faso, Ghana, and C6te d'Ivoire. Gaya exports represent a very high 
percentage of total exports in some months: February 1989, January 1990 
and 1992, for example. These data may be explained by the fact that onion 
production is increasing in Gaya, and are exported to Benin at this time of 
the year. Onions produced along the Niger River in Gaya are harvested 
slightly 	 before onions in Tahoua, and thus exploit a favorable seasonal 
market niche. Gaya production is added to Tahoua production and e'ter's 
the marketing channel at Gaya. Like onion production in the savannah 
zones outside Niger, production in Gaya helps to stabilize seasonal supplies 
in the regional onion market. Thus, production in Gaya contributes to the 
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high levels of total exports iecorded in January through March and shown 
inFigure 11.
 

3. 	 Nlgerien Onion Imports in C6te d'Ivoire. Tables 9 and 10 and Figure 12 
illustrate Niger onions' shifting status in the Ivoiran market. According to 
these da'a, Niger exported only 128 tons of onions to C6te d'Ivoire in 1982, 
representing one percent market share. European onions, especially Dutch, 
Moroccan and Argentinean onions, and from 1987 on, Malian shallots, have 
competed with Niger onions. Niger onions wete pushed out of this market 
entirely between 1984 and 1989. Then, inexplicably, Niger sudaenly returned 
to the market. Over 5,400 and 19,000 tons were imported in 1990 and 1991, 
respectively, in spite of the continued presence of Malian shallots and the 
arrival of Burkinab onions on the Ivoirian market. Niger s market share 
jumped from 0 in 1989 to 24 percent in 1990 and 69 percent in 1991, largely 
at the expense of European onions. 

These official figures probably understate the facts of Niger's expoi ? 
performance. It seems likely that Nigerien onions have actually maintained 
a more significant market share over this time than official data indicate, 
despite competition from several extremely powerful importers of European 
onions, and the arrival of Malian shallots and Burkinabk onions in Ivoirian 
markets. The 1990 and 1991 data are consistent with informants' statements 
that Nigrien onions are preferred by Ivoirian consumers who are willing to 
pay a small price premium for Nigerien onions. In addition, these data are 
consistent with the finding that Dutch onion importers aie unable to 
penetrate the Ivoirian market beyond Abidjan and a few other major cities. 
These importers are compelled to work with Nigerien wholesalers in the 
informal sector to ensure sales of imported, non-Nigerien onion- to African 
consumers. 

Table 11 presents ,ome comparative cost figures based on interviews 
conducted in Abidjan with both formal and informal sector traders. The 
table shows that -.,ithout a consrmer preference for Nigerien onions, 
Nigerien onions would cease to be competitive with Dutch onions when the 
purchase price in Galmi/Tamaske/Arewa rises above 3,000 CFA/120 kg 
sack. When the purchase price in Tahoua department reaches 7,000 CFA, 
Dutch onions should drive Nigtrien onions out of the market. Nigerien 
onions' 	 failure to cumpete is due to relatively high transport costs (100 
percent of the purchase price in Tahoua), formal import fees (33-35 percent
of the purchase price in Tahoua), and illicit rent-seeking (about 100 percent 
of the purchase price) in C6te d'Ivoire. Little can be done about transport 
co',ts, but increasing export volume and negotiating lower importing fees and 
transit fees would facilitate the task of Nigerien onions importers. The CIF 
costs for ")utch onions are stable and moderate over the course of the year, 
and rent-seeking at the port is alsso moderate. 
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The futurc of Nigerien onions in COte d'Ivoire is in some doubt. Informants 
in Tamaske, Katako, and Abidjan explained that the Ivoirian market has 
been depressed for the last two years. Apparently one cause is actions taken 
by the largest importer of Dutch onions, SABIMEX. SABIMEX has a 70-80 
percent market share of the Dutch onion imports. SABIMEX has sought to 
exert local marketing channel control over the Hausa onion traders, who are 
both their customers and competitors. During the period when Nigerien 
onions are abundant and inexpensive, the Hausa traders' Nigerien onions 
compete with Dutch onions When Nigerien onions become scarce and 
expensive, the Nigerien traders then buy Dutch onions on credit from 
SABIMEX to distribute through their networks of "semi-gros" and retail 
traders. SABIMEX claims to have dozens of Hausa traders who act as 
distributors. The Hausa traders control extensive networks of distributors 
that elude the formal sector firm due to language barriers an'd the 
personalized nature of kinship and credit relationships. There is no 
altern tive formal sector distribution network. 

SABIMEX management is irked by informal sector competition. An 
examination of retail prices suggests that profits on Dutch onions are slim; 
the management seems to feel that they cannot afford the competition 
provided by rigerien onions. They are especially troubled by the alleged 
tendency of Hausa traders to use profits from the sales of Dutch onions to 
buy Nigerien onions. Ht-ice, they think they are financing their own 
competition during the months of February-April when I'gerien onions are 
abundant. They seem to feel that they have a proprietary claim on profits 
made in the informal sector by their Nigerien creditors. The firm is perhaps 
justified in complaining that loans are not repaid in a timely fashion because 
of Nigerien traders' alternate use of profits, i.e. purchase of Nigerien onions. 
According to both the firm's management and to its formal sector 
competitors, SABIMEX's response has been to dump Dutch onions on the 
Abidjan market below cost in an attempt to drive Nigerier, onions out of the 
market, and to brhig the Hausa traders to heel. In modem marketing 
terminology we would refer to this as an attempt to exert down stream 
channel dominance. As a compromise, the firm would like the Hausa 
traders to let SABIMEX dominate the import market for 8 months of the 
year, and then the firm will let them import the Nigerien onions for 4 
months of the year. DISTRIMEX, SABIMEX's Ivoirian competitor (with 
10-20 percent market share) claims SABIMEX has so far lost 62 million 
CFA in this attempt to exert channel control. Whatever the impact on 
SABIMEX's earnings, tradeis up and down the channel complain that the 
Ivoirian market has been stagnant for the last two years. It seems unlikely 
that SABIMEX can break the Hausa traders, but the fini has already taken 
considerable market share away from Nigerien traders and Nigerien onions. 

As a footnote, Table 12 illustrates Niger's share of the Ivoirian import 
market for other selected products in 1990. Curiously, Niger had a major 
share of gum arabic and other vegetable gums imports, tamarind pods, and 
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natural vegetabie colorings. Niger's share of the date market was also 
significant, although these dates may be reexports from Algeria. 

4. 	 Nigerien Onion Imports in Togo. Tables 13 and 14 Pihd Figure 13 show 
official Nigerien onion imports into Togo fron 1936 to 1991, and Nigerien
onions' share of the Togolese onion market. If these figures are to be 
believed, they show European suppliers have lost market share to African 
suppliers. Further, Niger's share has varied between a low of 0 in 1986 and 
a high of 3) percent in 1990. Nger seems to have lost market share to 
Burkina Faso, while Benin figures as Togo's major supplier. Despite the 
presence of onions from Nigeria on the Togolese market, official figures do 
not show that on;ons from Nigeria are gaining market share at the expense
of Nigerien onions despite an observed price advantage 

Great caution must be used in interpreting these figures. Togolese traders 
insist that their major source of supply is Niger. One importer alone had 
already imported over 1,100 tons into Togo in 1992, and although she is the 
largest importer, several other large importers operate in this market as well. 
Further, data presented below indicates th:.t Benin produced only about 
4,000 tons in 1987 and 3,000 tons in 1991. It seems unlikely that 33 and 44 
percent, respectively, of Benin'. national production was exported to Togo
in those years. This is especially implausible given imports of Nigerien 
onions into Benin ia those years of 1,500 to 3,000 tons (Krogt and 
Klaassebos 1987). Thus it seems likely that a considerable portion of the 
"Benin" onions imported into Togo are really Nigerien onions re-exported by 
Benin. Togolese importers insist there is more room for Nigerien onions in 
the Togolese narket, especially during the late summer when onions are 
hard to find in the sub-region. They claim that they then import Nigerian
onions (produced in Sokoto and Zaria) via Maytouef market near Lagos
when supplies on the market are scarce, and only as a !ast resort. 

5. 	 Nigerien Onion Imports in Burkina Faso. Table 15 and Figures 14 and 
15 present data concerning Burkina Faso's onion imports and exports. Over 
time, the figures show a declining commercial trade surplus for onions and 
a negative tralle balance in onions when values rather than volumes are 
considered. In support of these Jata, Burkinab6 traders claim that the 
Burkinab6 market can absorb more onions, that Burkinabe are great onion 
consumers, and that Galmi onic ,s are preferred to Burkinab6 onions. 
Burkinab onions are typically either a Red Creole or Caribbean Red variety
that is not as "spicy" as the Violet de Galmi variety. One large trader felt 
there was room for a 40 percent increase in quantities of onions marketed 
in Ouagadougou alone. The biggest constraint traders cite to increased 
importation of Nigerien onions is the informal taxes they pay that inflate the 
cost of imported onions on loca' markets. One large trader also noted that 
dramatic upward and downward shifts in import taxes increase traders' 
uncertainty and increase their risks. As noted above, GNP per capita in 
Burkina Faso is significantly lower than in other important regional markets. 
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As a footnote, Table 16 summarizes Burkina Faso's agro-pastoral irmport, 

from Niger for the four most recent years for which data is available. While 

spotty, 	these data show that there were consistent Burkinabm markets for 

livestock, gum arabic, tamarind, and dates in addition to onions. 

Considerable quantities of fish and skins and hides have been im,.orted to 

Burkina Faso from Niger in some years. 

5. 	 Nigerien Onion Imports in Ghana. No disaggregated official Ghanaian 

import data could be obtained from Ghanian officials in Accra in spite of 

repeated attempts. Table 17 presents data obtained at the Chamber of 

Commerce in Accra on Ghana's official aggregate imports of fresh and dried 

vegetable materials from 1983 to 1987. Although it is unclear which category 

includes onions, they are probably included among dried vegetables. If so, 

the three data points suggest an increase in Niger's volume of exports to 

Ghana. According to this data in 1987, Ghana's principal ECOWAS trading 

partners were Senegal, C6te d'Ivoire, Guinea-Bisseau and Togo. 

Besides the data shown in Table 17, national onion wholesale prices were 

also obtained (Table 18, Figure 16). Prices have risen and fallen in a regular 

and expected seasonal pattern over the last five years. When expressed in 

constant 1987 CFA to control for devaluation of the Cedi, Ghanaian prices 

seem to have risen dramatically in the past few years, reaching a high of 

nearly 31,000 CFA/sack in October 1991. While these high prices 

undoubtedly represent distortions provoked by rent-seeking activities, they 

also may suggest a long term disparity between supply and demand that 

should work in Niger's favor. Prices are highest during the period when 

Nig~rien exports drop, i.e. August through November. This fact reinforces 
the recommendation that Nigerien producers and exporters be encouraged 
to fill this seasonal window of opportunity in coastal markets. 

Names and addresses of -.aajor players in the oiion and vegetable export­

import trade have been . llected where pertinent. These are included in 

Appendix B. 

Formal sector importers such as SABIMEX and DISTRIMEX in CMte 

d'Ivoire and perhaps FLEXFASO in Burkina Faso could be interested in 

importing Niger onions. Packing requirements vary, but in C6te d'Ivoire 

importers would be interested in large quantities of onions (e.g. 4,000 

tons/month of onions uniformly sized, properly dried, sacked and palletized) 

shipped from Niger. Further, importers would require Nigerien partners 

with access to moderh communications technology, sufficient capital to open 

bank accounts, ability to furnish letters of credit and the like, as well as to 

deliver specified amounts on time at predetermined prices. In addition, 

Nigerien suppliers would have to provide Ivoirian formal sector importers 

with the same kinds of credit facilities a- European suppliers, i.e. payment 

within several months of delivery, rather than within several weeks as is 

typical in the infornal sector. A few informal sector traders, such as Elhadji 
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Ouraman in Accra, Elhadji Abdoulaye in Adjame, Abidjan, and GIE 
ALBASA in Niger could conceivably meet such conditions with moderate 
technical and financial assistance. 

It is difficult to estimate national market capacity in the consuming
countries. Import data does provide some information relevant to assessing 
competition and market potential for Nigerien onions over time. Between 
1982 and 1991, total onion imports to C6te d'Ivoire increased 64 percent 
(Table 9); between 1986 and 1991, Togolese imports increased 500 percent 
(Teble 13); and between 1983 and 1987, Ghanaian imports of dried 
vegetables from ECOWAS countries increased 216 percent (Table 17) while 
fresh vegetable imports from ECOWAS countries remained stable. 
Burkinab6 onion imports Lacreased 164 percent from 1981 to 1989, while the 
commercial export balance in onions decreased from + 266 percent to + 120 
percent during the same period (Table 15). Nigerien shares of these 
markets have fluctuated dramatically between 1986 and 1991; there is no 
clear trend in this data (Tables 10 and 14). For example, Niger's share of the 
Ivoirian market has varied from 0 to 69 percent, and from 0 to 39 percent
of the Togolese market. Table 19, based on official import statistics, shows 
that Niger's share of the Burkinabe import onion market has remained high,
98 to over 100 percent, over the past four years. Data from Benin, shown 
in Table 20, is too poor to provide any reliable estimate of Niger's sharc of 
the market. But the data does show that Nigeria is a capable competitor in 
this market even if one accepts the official figures with suspicion, as Beninois 
governmental cadre themselves urge. 

Neither the Ministries of Commerce nor Chambers of Commerce officials 
in the consuming countries could provide either quantitative or qualitative 
estimates of market capacity. Therefore, merchants in every market visited 
were asked what quantities of Nigerien onions they were currently importing,
and how much more they thought the market could handle. Table 21 
presents the results of the interviews. Overall, if administrative difficulties 
could be diminished, roads improved, and the economic liberalization 
process sustained, traders' combined estimates suggest that there is 
immediate scope for Ehipping an additional 157 tons/month or 1808 
tons/year through informal channels. If, however, formal channels could be 
established between Abidjan and Niger, this figure could increase 
substantially, as formal sector importers in Abidjan claim that demand for 
onions is 4,000 tons per month. 

Limited markets for Nigerien onions, cowpeas, natron, and to a very limited 
extent, red peppers and garlic, erist in the coastal countries. Traders in 
Accra, for example, noted that at one time Ghanaian consumers sought them 
out with cries of "Tahoua, Tahoua" by which they meant Nigerien cowpeas! 
The ban on cowpea exports fiom Niger during the Kountche era destroyed
this market opportunity. Traders in Accra would also like to import natron, 
but have had trouble with the SNT in Zinder, which refused to allow 
Ghanaian trucks to move goods between the natron market in Nguigmi on 
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the old shore of Lake Chad and Zinder. Some Togolese market women 
have experimented with importing other commodities in the past, but do not 
do so on a large scale now. The impression gathered from interviews with 
informal sector marketers was that ignorance of the GON's trade 
liberalization policies, lack of clarity about official trade legislation in transit 
and importing countries, lack of financing, formal barriers to currency 
conversion, and the high risks associated with international trade constrain 
coastal country marketers from developing markets for other Nigerien 
products. While some might argue that exchange rates are a barrier to 
trade, they were not a notable barrier to cross-border trade between Ghana, 
Cte d'Ivoire and Togo in the recent past, nor have they ever been a barrier 
to trade across the Niger-Nigeria border. 

This study of export markets is marked by one major omission, if official 
export data (RN/MP/F/DGD 1990) are to be believed. Appendix C 
summarizes Nigerien agro-pasteral exports to its neighbors in the sub-region 
in 1990. This table highlights the well-known importance of Nigeria as a 
market for a multitude of Nigerien products. What is shocking, however, is 
the fact that over 28,000 tons of onions and garlic are said to be exported to 
Nigeria. If this is true, why did few of the informants questioned during the 
course of this study mention this important trade? How is it that Nigerien 
onions are able to compete with onions of the same variety (albeit of lower 
quality) that are produced less expensively in Nigeria? What are the future 
prospects for this market? It may be that expanded onion production in 
Zinder accounts for some of these exports, but clearly further investigations 
of the Nigerian market for Nigerien onions is warranted. 

B. Sources of Competition: Production in Other ECOWAS Countries 

As Tables 1 and 6 show, both production and export volumes of Nigerien onions 
increased dramatically over the past five years and have reached a plateau. 
Unfortunately for Niger, production in the savannah regions of Benin, Burkina Faso, 
C6te d'Ivoire and Ghana is also increasing or is expected to increase. 

Beninois production is concentrated in the Malanville region just across the border 
from Gaya. The Comit6 de R&eption et de Vente des Oignons (CORVO), the 
Beninois onion producers' organization, estimated their production at 27,500 sacks 
or 3,084 tons in 1987, and 30,000 sacks or 3,960 tons in 1991. CORVO claims that 
Beninois and Togolese consumers prefer their variety to the Galmi variety because 
it is stronger in flavor than the Galmi variety. Of course, shipping from Gaya to 
coastal markets is less expensive by at least 90,000 CFA per truck (due to illicit rents 
taken in Niger) representing about three percent of the sales price in Cotonou, than 
shipping from Tahoua. 

CMte d'Ivoire produces only 2,000 tons of onions annually, but an FAO/UNDP 
project aims to increase production in the northern regions to 15,000 tons by 1998. 
MAG/CIDV estimates this quantity to represent one-third of annual national 
consumption. However, this project is still in the pre-implementation stage. 
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No data is available from Ghana's Ministry of Agriculture on Ghanaian onion 
production. Onions are not a target for donor investment. Instead, Ghana is 
diversifying into fruit and non-traditional vegetable production, and is trying to 
modernize its production of traditional cash crop exports (coffee, cocoa, palm oil).
Shallots of a violet variety are produced in the Volta region, northeast of Ac-ra. At 
the time of this study, shallots were not abundant and were very expensive at 1,325 
CFA/kg in Tamale. 

The region around the town of Bawku near the Ghana-Burkina Faso-Togo border 
has emerged as a significant source of a Red Creole or Red Caribe variety of onions 
over the past ten years. During the harvest period as many as 150 tons are shipped
daily from Bawku market according to market participants. Traders interviewed in 
the Bawku market also claimed that production is significant for nine months of the 
year. Further, they claim that Ghanaian consumers prefer the Bawku region's
darker red onion to the Galmi variety because it is much stronger in flavor. 
However, if the Bawku market functions like the markets in Tahoua and Malanville, 
one would expect that the peak market lasts no more than three months. If so, total 
annual production would be on the order of 13,500 tons. Further, at the time of 
this study in mid-August 1992, there were very few onions to be had in Bawku; by
contrast, both Kumasi and Ta.nale markets were filled with Galmi onions. This is 
evidence that Galmi onions still dominate the market. 

The only data available on onion production in Togo is from a single national survey
conducted in 1988 (Table 22). National production is just under 2,000 tons, a 
quantity equivalent to official figures for quantities imported. As far as this study 
was able to determine, onions are not a target for investment by donors or private
firms in Togo at this time. Importers claim onions do not grow well in Togolese
soil; Violet de Galmi variety seed yields only shallots, for example. Nonetheless,
shallot production is increasing in the coastal garden areas west of the capital, L6me. 

Data on Burkinab6 onion production is available from a single national study of dry 
season gardening conducted by MAG/EL/SG/DEP in 1991. Results of this study 
are summarized in Table 23. The data show that Burkina Faso produced 10,000 
tons of onions in 1990, of which perhaps a tenth was exported. Four provinces were 
the primary onion producers- Sanguie, Yatenga, Sourou and Boulgou. The most well­
known onion-producing towns are Larfiera and Lombila in the northwest; Bagre
towards the border with Togo; Bandguedo in the south, and Moktedo on the eastern 
road to Koupella from Ouagadougou. Meanwhile, UCOBAM, the National 
Cooperative Union, is discouraging members from growing onions in favor of green
beans and fruit, since they have found onion export to be unprofitable. Nonetheless, 
production seems to be increasing in the border region adjacent to Bawku, Ghana. 

Relatively small quantities of onions are imported into coastal countries from 
Europe and are destined mainly for expatriate consumption. European onions play 
a minuscule role in African consumption except in C6te d'Ivoire (imports of 19,000
and 8,000 tons in 1990 and 1991, respectively). They are not preferred by consumers 
but fill seasonal market windows of opportunity and enjoy a price advantage over 
Nigerien onions during the summer and fall months. This price advantage should 
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not be underestimated in assessing the future of Nigerien onions in C6te d'Ivoire. 
The presence of significant quantities of European onions in C6te d'Ivoire is due to 

market dominance exerted by of a single Lebanese trading firm, SABIMEX, which 

accounts for 80 percent of the quantity imported. The CIF price of 80 CFA/kg 
means that Nigerien onions are competitive with Dutch onions only during the 

period when the coastil onion market is glutted by Nigerien onions from May 

through July. This situation could be changed in favor of Nigerien onions. Donors 

might intervene to encourage farmers to increase Nigerien production, especially in 

the rainy season; to decrease rent-seeking in Niger at least; to help modern players 

enter the Nigerien export market; and to help farmers increase on-farm onion 

storage in Niger to even out fluctuations in exports. 

In sum, there are competitive onion products in the sub-reg;on: Dutch onions in 

CAte d'Ivoire, and local production in Ghana, Benin, Burkina Faso, and Nigeria. 

Nonetheless, Niger's competitive position for onion exports is relatively favorable. 

First, Niger is by far the largest producer in the sub-region. Second, international 
distribution channels are more firmly established for Nigerien onions than for any 

of the competing national productions. Third, Beninois3 and especially Togolese 

traders who dominate the onion trade in consuming countries prefer Nigerien onions 

to all other varieties because of local consumer preferences. The onions produced 

elsewhere are either small, such as the Voltaic and Malian shallots; more perishable, 

such as the over-fertilized Nigerian onions; or ill-adapted 	 to African culinary 
a consumerpractices, such as Dutch onions. Nigerien onions maintain fragile 

preference advantage in many markets, due to their flavor, cooking quality and 

alleged medicinal properties. Consumer preference is, as mentioned above, 

influenced by price. Demand for Nigerien onions is price elastic and threatened in 

some markets by less expensive Nigerian and Dutch imports. Fourth, traders of 

Nigerien origin dominate the import trade in Cte d'Ivoire and to a lesser extent in 

Ghana. Fifth, Niger benefits from two seasonal market windows of opportunity. 
The first is the main harvest period from February through April, following the 

onion harvest in the savannah regions from November through January. Indeed, 
producers in Galmi and Malanville have an informal agreement to allow the 

are shipped through Benin inMalanville market to clear before Galmi enions 
significant quantities. The second window of opportunity is the July-September rainy 

season which is unfavorable to both onion production and storage in the savannah 

regions. This latter period is only beginning to be exploited by prodLzers, due in 

part to the lack of suitable water-lifting equipment. 

IV. 	 POLICIES AND INVESTMENTS RELATED TO ONION MARKETING 

A. 	 Policy and Regulatory Reform 

1. 	 Niger. The formal policy climate in Niger is conducive to an expansion of 

onion production and marketing. As a result of donor-led policy dialogue, 
GON is moving towards greater economic liberalization. Due to intervention 
by USAID/Niger's Economic Policy Reform Project (NEPRP), official 
customs fees have been reduced from 1400 CFA per sack to 90 CFA per 
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sack (this "taxe statistique" equals 4.5 percent of the value of the 
commodity). As a result of reforms effected through NEPRP between late 
1988 and April 30 1991, anyone could export onions who had paid 90 CFA 
per sack to the Customs Service and a 100-150 CFA per sack market tax 
collected by the arrondissements. In an attempt to streamline and clarify 
business licensing procedures, only the following documents are required of 
Nigerien exporters: 

1. 	 a commercial registry number provided by the "tribunal de 
premi6re instance"; 

2. 	 a receipt indicating that the commercial license fee (la 
patente) of 550,000 CFA has been paid for the current fiscal 
year, or a certificate that one is enrolled on the list of license 
holders, therefore Lidicating that a part of the license has 
been paid; 

3. 	 a receipt indicating that a contribution of 50,000 CFA has 
been paid to the publically controlled Chamber of 
Commerce; 

4. 	 a receipt indicating that a contribution of 30,000 CFA has 
been paid to the Nigerien Center for Transport Users 
(CNUT); and 

5. 	 the Statistical Form ("feuillet statistique") indicating the 
expected export volume. This form costs 2,000 CFA plus 
6,000 CFA of fiscal stamps, or 9,000 CFA of fiscal stamps if 
onions are to be exported to a country outside the CFA zone 
such as Nigeria or Ghana. The Statistical Form is good for 
90 days. 

Officiall), foreign marketers are free to purchase onions and export them, 
paying nohing more than the market taxes. However, if their operations on 
Nigerien soil extend over a period longer than 90 days per year, they must 
obtain the same documents as Nigerien marketers. The vagueness of this 
90-day-per-year provision provides an opening for traders to minimize the 
amount of time any individual agent spends in Niger. Officials charged with 
monitoring foreign commercial activities in Niger may also interpret this rule 
to mean 90 days from date of issue. However, no foreign merchants were 
registered with the Chamber of Commerce in Tahoua in July 1992. 

While there may be good reason to support the Chamber of Commerce and 
CNUT, the regulations enumerated .bove do compLcate the marketing 
process. Further, there seems to be no good reason for imposing purchase
of the statistical form, since Customs already collects data on the volume and 
destination of exports. Payment of a commercial license seems a reasonable 
fiscal burden to impose on traders if it protects them from illicit rent­
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seeking. However, paying fees and taxes and obtaining licenses does not 
plttect traders from the practice of illicit rent-seeking. On the contrary, it 
probably increases exposure to this practice by bringing commercial activities 
to the attention of the authorities. Illicit rent-seeking by government agents 
constitutes a serious constraint to the expansion of production and 
marketing. From interviews and observational data, these illicit rent-seeking 
behaviors can be estimated reliably to cost onion traders between 90,000 and 
100,000 CFA per truckload (five to six percent of CIF Niamey) between 
Galmi in Tahoua department and Makalondi on the Niger-Burkina Faso 
border. 

It is likely that the failure of GON to suppress illicit rent-seeking is in part 
responsible for the decline in the number of marketers who conform to the 
formal legislation outlined above. In 1989, there were 42 marketers in 
conformity according to the Chamber of Commerce in Tahoua; only fifteen 
were in conformity as of mid-July 1992. The preference of commercial firms 
for informality and a low profile can be seen as a response to exposure to 
illicit rent-seeking. A representative of the Caisse Centrale de Cooperation 
Economique (CCCE) in Niger cites the invisibility of Nigerien businesses as 
one reason his organization has been unable to identify actors to whom 
CCCE could provide financial support as part of its program of private 
sector development. 

There 	are no significant formal restrictions to importing onions into Niger 
from other pi oducing regions, but such imports are insignificant due to price 
advantages, consumer preferences and lack of demand (Krogt and 
Klaassebos 1991). Table 24 that shows onion/garlic imports for the years 
1987-1990 were negligible (less than ten tons) except for 1987 when over 500 
tons were imported. 

The overvaluation of the CFA against the Naira and the Cedi puts Nigerien 
3nion exports at a disadvantage compared to Ghanaian and Nigerian onion 
exports, respectively. Nigerian onions are marketed in Benin and provide 
significant competition to Nigerien onions. On th-positive side, the 
weakness of the currencies in English speaking Ghana and Nigeria allows for 
savings in transport costs for Nigerien onion traders. For example, Nigerien 
onion traders in Ghana say that Ghanaian transporters offer them a 300 to 
500 Cedi discount per sack relative to Nigerien transporters. This amounts 
to substantial savings of up to 36,000 CFA per truckload. 

2. 	 Countries Importing Niger Onions. Import regulations have been 
assessed in the importing countries. Official regulations are relatively 
homogeneous in ECOWAS countries. Most countries have undertaken some 
actions to simplify the import process and decrease tariff barriers in recent 
years. ECOWAS member countries now use standardized forms to certify 
products' origin and for customs control. Further, import duties on fresh 
produce have been reduced to levels comparable to export duties now 
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imposed in Niger. For example Togo's import duties has been reduced to 
about seven percent and Ghana's to about 15 percent. The Chamber of 
Commerce and the Centre de Commerce International d'Abidjan maintain 
that the only tariffs collected on products from ECOWAS countries in C6te 
d'Ivoire are a four percent tax (droits fiscal) and a five percent customs fee 
(droits 	de d6douanement) on the CIF value of imports. Burkina Faso's 
import 	duties have fluctuated but have decreased under pressure from 
importers, and now stand at about six percent. Thus, official import duties 
are now less than 15 percent in most countries. 

While import duties have decreased, several countries have imposed transit 
fees payable to parastatal firms with offices at the border points. According 
to documents provided by wholesalers in C6te d'Ivoire, they must pay
396,000 to 459,000 CFA per 30 ton truckload of onions to the Socit6 
Ivoirienne de Commerce G6n6rale (SICG) for nominal transit fees from 
Ouangolo, C6te d'Ivoire (on the border with Burkina Faso) to Abidjan. In 
Burkina Faso, a transit fee of 7,500 CFA pei 15 ton truck is required. The 
Beninois customs service charges 79,500 CFA per 30 ton truck (265
CFA/sack) to which is added a 9,000 CFA tax on onions in transit to Togo, 
for a total of about 88,500 CFA per truck. These official rents are a 
constraint to trade bitterly resented by traders. During the July 1992 
meeting of the ECOWAS/CEAO heads of state, the issue of liberalizing the 
flow of goods among member states was raised; however 2t is unclear what 
further steps towards liberalization will be implemented. 

Across the sub-region, the most serious barriers to importing Niger onions 
and other perishable commodities are posed by the imposition of transit fees 
and tariffs, and conflict between various policing bodies--customs, gendarmes,
police--and private traders and transporters. The latter situation generates 
rampant rent-seeking. Fees and illicit rents add from two to 30 percent of 
CIF prices on the coast (see Table 30 below), depending on destinaticLI and 
how fees and rents are imposed. Fees and rents create confusion and 
uncertainty, increase traders' risks dramatically, and limit the extension of 
marketing channels to regions which are currently underserved. 

Every country visited is taking steps to simplify and streamline entry into the 
private sector. These procedures are reported in some detail below in order 
to highlight potential barriers to development of onion exporting. 

a. 	 CMte d'Ivoire. The following documents are required to import each 
load of goods into the C6te d'Ivoire from neighboring countries: 

--	 l'ordre de d6douanement (customs declaration) 
--	 le certificat d'origine (certificate of origin) 
--	 les titres de transport (payment guarantees to the 

transporter?) 
la liste de colissage (list of the contents of the truck) 
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-- 

la quittance (a copy of the customs declaration issued in the
 
exporting country)
 
la facture de commissionaire (intermediaLy's bill)
 
le d&compte de frais d'assurance (insurance card)
 

- les pi&ces concernant les d6bours annex6s (receipts for 
miscellaneous expenses) 
le bon de livraison (delivery slip or order form from receiving 
agent or shipping company); in addition to which are 
appended:
 
le certificat phytosanitaire (verification of :he product's purity 
and safety); issued in Burkina Faso 
le bulletin de verification (verification of contents and 
quality); issued by the Service de Conditionnement in 
Burkina Faso. 

b. 	 9gq. The Ministry of Commerce in Lom6 claims that onions would 
be subject to a three percent taxe statistique (statistics tax), a 
redevance informatique (or computerization fee) of 1,000 CFA per 
customs declaration, a taxe de payage (meaning unclear) of 200 
CFA/ton; and a taxe g6n6ral r6duite or TGR (reduced general tax) 
of five percent (rather than the 20 percent levied on products 
imported from outside of ECOWAS/CEAO). Similarly "negligible" 
taxes are applied to imports of agricultural produce in Benin 
according to the Director of External Trade in Cotonou. 

c. 	 Ghana. As a result of the Government of Ghana's Economic 
Reform Policy, the number of steps required to import goods into 
the country has been dramatically reduced. Further, i epatriation of 
foreign capital is no longer restricted nor is foreign exchange 
controlled, and the exchange rate between the Cedi and other 
currencies is market determined. The black market in currency has 
disappeared. Import licenses were abolished in 1989, but any 
foreigner who wishes to operate in the formal sector in Ghana must 
follow the "Regulation for Operation as a Foreign Business" and 
register with the Registrar General's Department. This requires an 
equity bond of $100,000; in the case ofjoint ventures, at least $40,000 
of which must be paid by a Ghanaian. These fees would appear to 
constitute a very high barrier to market entry, impassable to all but 
the largest onion traders. Certificates of Registration and 
Incorporation must be obtained and renewed annually. A Form 3, 
"Returns of Particulars" and a Form 4, "Declaration that the 
Conditions of Section 28 of the 1963 Code have been complied with" 
must also be obtained and stamp duties of 0.2 percent of the stated 
capital paid. An annual Company Tax of 50 percent on commercial 
enterprises is levied, and in return a Tax Clearance Certificate is 
issued. In addition, foreign drivers must obtain an International 
Driver's License valid in Ghana, while Ghanaian drivers must obtain 
a similar license that is valid only outside of Ghana. Obtaining these 
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licenses requires additional stamps and fees. Only one "informal" 
trader interviewed in the Makolo market in Accra had completed all 
the necessary paperwork in order to import onions (300 tons) from 
a Dutch supplier, Minaar. 

In Ghana, the documents required for importing agricultural produce 
include: an Import Declaration Form costing 5000 Cedis (or 2941 
CFA), a document used mainly for statistical purposes; a Single 
Administrative Document, also costing 5000 Cedis and used for 
customs clearance procedures; and an A-2 Form available from any 
commercial bank in the country and used to ensure that export 
profits will be repatriated. In addition, agricultural imports are 
untaxed or taxed at 10 or 20 percent depending upon whether they 
are judged by Customs to be inputs, raw materials, or finished goods, 
respectively. Distinctions between products are not entirely obvious; 
for example, rice is considered a "finished good." Vagueness such as 
this provides opportunities for illicit rent-seeking by government 
employees. 

d. 	 Burkina Faso. In Burkina Faso as it1 the other importing countries, 
a number of documents must be obtained by the importer. These 
mnclude: a copy of the customs form from the exporting country; an 
agricultural purity certificate; verification of contents and quality; a 
receipt from Burkina Faso's Transit Agents' Union (Union des 
Transitaires de Burkina Faso); a highway tax receipt; and a form 
called the Simplified Declaration of End Use (D&laration Simplifie 
de la Mise Ala Consommation); along with proper vehicle insurance 
and registration forms. Merchants also claim that local commercial 
licenses (at a cost of 48,000 CFA/yr) must be paid to Burkinab6 
authorities, even if one is of foreign origin. 

Commercial policies are not widely disseminated in the importing countries 
visited outside of the capital cities, and certainly not in languages other than 
French or English. This is a constraint to many of the operators active in 
the trade of perishable commodities such as onions who are not primarily 
French or English speakers. In the capital cities, most traders do have 
access to someone who has at least rudimentary international language skills. 
Policies should be disseminated in national languages; however, it would not 
be sufficient to translate them into Hausa only. Although Hausa is a useful 
lingua franca in Malanville, Abidjan, and, Kumasi, and Bawku, the 
consultants were struck by the limited utility of Hausa in Cotonou, Lomb, 
and Ouagadougou 

The GON is ill-equipped to keep Nigerien citizens abroad abreast of 
commercial developments at home. Niger's embassy in C6te d'Ivoire has a 
limited staff that can hardly serve the many thousand "Nigeriens" living on 
Ivoirian territory. Staff are kept busy with nu,,erous administrative duties 
apart from commercial activities. In Ghana, effective communication 
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between the ambassador and the Nigerien comnnercial community in Accra 
is limited. New commercial regulations are not available in languages other 
than French. GON commercial policies are not widely disseminated and 
certainly not in languages other than French. This is a constraint to 
operators active in the trade of perishable commodities such as onions. 

To conclude, many positive steps have been taken toward trade libeidization 
throu,,hout the sub-region. However, much remains to be done. In most countries, 
for er agents of government parastatals are in charge of the conversion to free 
m-, ket economies. Ghana's Chamber of Commerce, for example, is the only private 
Chamber of Commerce visited in the sub-region. Further, bureaucracies with 
overlapping mandates (Ministries of Commerce, Chambers of Commerce, Ministries 
of Transport, Customs Services, etc.) regulate and license the trade in agricultural 
commodities. Because of salary compression, budget constraints, etc., many of those 
bureaucracies are unwilling to give up their regulatory prerogatives. Thus, 
regulations and necessary steps to start a new business--or even maintain an existing 
one--are confused and contradictory. Confusing and inconsistent regulatory 
requirements provide ample opportunity for rent-seeking and blockage of private 
sector initiatives 

Throughout the sub-region, three common myths about the private sector persist 
among public sector cadre, although they are no longer part of official policy in most 
countries: first, that the private sector, especially the informal private sector, 
consists of parasitic intermediaries who exploit the farmer and the consumer; 
second, that the private sector is collusive and oligopolistic; and third, that private 
businesses obtain supernormal profits. These myths must be dispelled if an effective 
and firm commitment is to be made to support and facilitate private agribusiness 
activity. In Niger, they translate into a climate of insecurity and unreasonable 
scrutiny of formal sector economic operators. Economic operators may be subject 
to investigation and excessive penalties by the Economic Police for even minor 
infractions. Some donors consider this to be a serious damper on the development 
of the private sector in Niger. 

B. 	 Infrastructure Investment 

There are three infrastructural investments that are important to agricultural 
exports: storage facilities, the road network, and telecommunications facilities. 

1. 	 Storage and Warehouse Facilities. Storage and warehouse facilities are 
an important component of agricultural marketing channels. Indications of 
investments in onion storage facilities and estimated storage costs were 
collected where possible. Market intermediaries in the shipment assembly 
markets at Galmi, Magaria, and especially Arewa, have invested both in 
traditional rudu storage huts and "shipping docks". The latter are little more 
than traditional adobe houses that cost on the order of 150,000 CFA each, 
and should be amortized over a five year period. Storage costs in the these 
markets are nominal; producers may tip intermediaries a small sum for the 

20 



,priviiege of placing sacks in the adobe shipping docks constructed by 
intermediaries to protect the onions from occasional rain showers or the sun. 

Table 25 provides a comparison of returns on investments in onion storage.
Tlhe traditional thatch storage facility or rudu provides effective storage for 
several months, but inconvenient access to stock for monitor;ng. If left 
unchecked, rotting bulbs can spread damage to the entire stock resulting in 
a total loss. Nonetheless, minor improvements in the Ludu structure along 
with regular monitoring of stocks can improve storage performance. 
Improvements include lifting the rudu well off the ground with stones, and 
use of termite-resistant doum (Hyphaene thebaica) or rhun (Borassus sp.)
palm beams and tumfari supports. The International Labor Office 
(ILO/BIT) rural machinery projec-t in Madaoua seems to have perfected an 
appropriate technology-based, improved adobe storage facility. In this 
facility, bulbs are placed on shelves along a central walk/airway. The building 
is oriented so as to take advantage of prevailing wind currents to provide
ventilation. Not only does the facility provide for improved access to 
monitoring and drying of stocks, but -opoiled onions also tend to dry out, 
limiting damage to adjacent stock. 

Table 25 clearly illustrates the benefits of deferred onion sales, as well as the 
increasing returns to scale as the size of the improved adobe storage facility 
increases. There is opportunity in the marketing system for new participants 
to concentrate on storage. Expanding financing available fcr deferred sales 
through improved storage and other technologies to more of the producers 
who rent land also would transfer economic benefits from shipment assembly 
and wholesalers to producers. The obstacles to increased investment in 
storage are not so much technical as economic and political. Farmers lack 
the cash reserves necessary to forgo the immediate cash benefits of onions 
sales in favor of storage and deferred sales. 

Importers in the consuming countries, like farmers, have tended not to invest 
in onion storage facilities. Major importers in Abidjan, Accra, Kumasi, 
Lora6, Cotonou, and Ouagadougou rent simple shelteis, cement maiket 
stalls, or warehouse rooms, in or adjacent to the marketplace, from other 
individuals or the state. For importers, there are significart disincentives to 
invest in improved storage infrastructure. These include the risk of exposure 
to rent-seeking behaviors by agents of the state (acting on the three myths
cited in section IVA. above), and the opportunity cost of capital tied up in 
relatively unproductive infrastructure. Rather than invest in storage 
infrastructure, importers and traders specializing in shipment assembly prefer 
to speed stock turnover so that only small stocks remain in storage at any 
time. 

An additional disincentive to invest in storage fac:.ties ;n the consuming 
countries is that storage costs to wholesale importers are nominal, averaging 
between 45 and 200 CFA/sack in Abidjan. It costs about 150,000 CFA/mo 
to rent a warehouse in Abidjan. It costs 800 CFA/mo per stall in the 
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Makolo market in Acera. Wholesalers in Lom6 pay 75 CFA/sack for 
The reason for this low storage cost is that wholesalerswarehouse space. 

quick to place their sacks with "semi-gros" sellers and retailers, thusare 
spreading the costs of storage among marketing channel participants. 

The road network isa second major component of the2. 	 R'ad Network. 
infrastructure necessary to expand onion export marketing. Bad roads across 

international borders and in the northern hinterlands of Togo and Ghana 

limit the development of trade in those areas. However, roadwork underway 

in Ghana should dramatically improve transport from Paga and Bawku to 
Roads 	from Niger toTamale in Burkina Faso within the next five years. 


Burkina Faso via Makalendi, and to Benin -viaGaya are comparatively good,
 

as are the roads from Malanville to Cotonou, from Cotonou to Accra via 
The poor state of rur,1Lom6, and from Accra to Abidjan and Kumasi. 


roads in Ghana, Togo, and Benin hinders the extension of Niger onion
 

distribution channels.
 

The international highway network is gradually improving in the sub-region.
 

Transport costs are high because of the distances involved and the high costs
 

of imported fuels. However, because of considerable competition in the
 

sector, transport costs have remained relatively stable at least since 1987.
 

Transport costs per se are not a serious disincentive to onion marketing.
 

Traders interviewed stated that trucks are always available for onion
 
Average transport coststransport, and that it is never difficult to hire one. 


from Tahoua department to the consuming markets are as follows:
 

3000 CFA/sackAbidjan ....................................... 
Accra ................ ....................... 3000 CFA/sack 

2500 CFA/sackLom 	 ........................................ 

2000 CFA/sackOuagadougou .................................. 

2500 CFA/sackBobo-Dioulaso ................................. 
3000 CFA/sackCotonou ...................................... 
1000 CFA/sackMalanville ..................................... 
1000 CFA/sackNiamey ....................................... 


Similarities in transport costs between destinations of varying distances such 

as Abidjan and Cotonou are explained by differences in the quality of the 

road network between Tahoua and these destinations. 

In Niger, the mediocre statc of rural feeder roads in Tahoua department 

limits further development of onion production and marketing. The recent 

construction of improved rural roads in the Tarka Valley should 

revolutionize both production and marketing patteris to the benefit of both 

producers and marketers. More potential shipment assembly markets, such 

as Kumassa south of Madaoua, will become available to exporters at lowe­

costs. Further investments in rural roads in the Maggia Valley and other 
of Tahoua department would below-lying areas in the southern part 
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beneficial to producers in the hinterlands of Madaoua, Bouza, Keita, and 
Konni aiTondissements who currently have difficulty getting their crop to 
market. 

3. 	 Telecommunications. The final infrastructural investment crucial to onion 
export marketing is telecommunicati'ns. Limited communications 
infrastructure--telephone, telex and telefax--in the producing zone is another 
constraint to expanding onion exports. Some informal sector traders remain 
unaware of the benefits that might result from improved phone, fax, and 
telex services, but others would be pleased to have improvements in this 
area. Intermediaries in Arewa, for example, who lack access to adequate 
communication facilities, claim they are ignorant of market prices in coastal 
markets. 

By contrast, trader; in Abidjan, Lom6, and Ouagadougou make regular use 
of the phone to communicate price and demand information. Producers and 
importers' agents in the Tamaske and the Galmi areas also use public 
phones. Agents of merchant wholesalers in these areas regularly telephone 
Abidjan to monitor both market prices and quantities available. If the 
market becomes glutted (kasuwa ta cika Hausa), then agents moderate their 
buying schedule and seek to sell off onions en route to Abidjan. A 
wholesaler in Ouagadougou reported a similar practice of selling excess stock 
in Burkina Faso en route to Ouagadougou. Togolese buying agents in Galmi 
monitor prices in Lom6 by phone as well. It would be possible to install 
direct phone link, to connect the producing zone to international lines. Both 
the hospital at Galmi and the FED project in Madaoua have such lines at 
a cost of about three million CFA/year. 

The inability of marketers in Accra, Kumasi, Lom6, Parakou, Cotonou, 
Ouagadougou, Bobo-Dioulaso, and a few other major market towns to 
telephone Galmi and Madaoua easily contributes to disorder in the 
marketing channel and increases the risks of traders losing money. Two key 
pieces of information are needed on a timely basis: market prices and 
quantities in stock in consumer markets. In addition, information concerning 
prices and quantities traded in markets in the secondary producing zones 
such as Bawku, Ghana, and Malanville, Benin would be useful to shipment 
assembly agents and importers on a seasonal basis. An improved 
telecommunications grid would be a more effective intervention to improve 
market information than radio broadcasts of prices. 

While increased access to modern telecommunications is needed, computers 
are unknown to all but the modern Lebanese and European firms that 
service a small part of the market. Complete computerization of Customs 
operations is underway in Niger; this should improve the quality of 
information concerning quantities and destinations of Nigerien onions. 
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Finally, as a footnote, the difficulty of obtaining decent lodging in Galmi is 
a minor inconvenience for traders, especially the women traders from Togo 
and Benin. For some reason they have fouud it difficult to purchase 
property there. Improvements to lost-cost lodging facilities in the producing 
zone would he appreciated by these traders. 

There is virtually no formal sector financial support available for investment 
in infrastructure associated with Nigerien onion marketing. The only 
exception is PBVT, which has provided 13.9 million CFA to 278 individuals 
for deterred onion sales. These advances have included funding for the 
construcdon of traditional onion granaries or rudu. 

C. 	 Technology Investment 

1. 	 Production. In terms of fixed cost investments in agricultural production, 
both irrigated perimeters and improved garden sites exist in onion producing 
areas of Tahoua department. However, most onion production goes on in 
garden plots where farmers lift water by hand. The NGO Lutheran World 
Relief (LWR) had installed roughly 500 cement wells in the area by the mid­
1980s. Four improved garden production sites exist in Keita arrondissement 
besides the Ibohamane (750 ha) and Badeguichiri perimeters. However, 
Keita also has 400 improved wells (390 installed by the Projet Int~gr6 du 
Keita, PIK), or one well for every 4.1 ha of exploitable ground. To draw 
sufficient water, two to three wells per hectare are required. In Konni, 
Galmi (261 ha) is the main improved site for onion production, although 
four smaller perimeters (268 ha) produce onions and some other crops. In 
Madaoua arrondissement, PBVT has created nine collective irrigated 
perimeters covering 31.5 ha and involving some 21 wells. In addition, the 
Madaoua Regional Development Council (CRD) has dug some 470 wells in 
the area around Tumfafi and Arewa in Madaoua arrondisement. Since 1991, 
PBNVf has also installed 440 individual improved tube wells in 30-40 villages, 
involving some 400 individual producers and covering some 160 ha. 

In Tamaske, PIK has experimented with a system of renting pumps to cope 
with a perceived pump shortage. Four persons join together to rent a pump 
for 15,000 CFA/month or 60,000 CFA/season. PIK put six pumps at the 
disposal of producers in Tamaske using this system in 1991/92. Producers 
liked the system because they avoided exposure to financial risk, although it 
does not make much sense from a financial perspective given that a pump 
purchased in Nigeria only costs 110,000 CFA. 

Labor and other onion production costs are compared in Table 26. The best 
data exist for pumping and irrigation costs. Pumping costs have been 
estimated for hand lifting and small motorized pump sets (Hart 1987; 
Norman and Sani 1990; Norman and Gandah 1990; Norman 1991; Norman 
and Diallo 1991). Substantial human labor or energy investment is required 
to irrigate an onion crop in the Tarka Valley using either rope-and-calabash 
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or motor pump lifting techniques. Irrigation costs per cubic meter of water 
for Tarka Valley open well micro-systems are shown in Table 27. In fact, 
costs are higher on these micro-systems than for the Maggia gravity fed or 
Niger River electric power-fed systems. In spite of somewhat high costs, 
Norman and Gandah (1990, p. 17) show that the irrigation efficiencies 
attained by individual farmers on individual micro-irrigated plots in the 
Tarka valley range between 60-90 percent of technical optima. Further, 
farmers studied adjusted water volume applied to ensure adequate leaching 
of salts below the root zone. 

Rope-and-calabash systems are used to draw water from both traditional and
3improved wells in the onion producing zone. They produce from 5 to 21 m

of water per day depending on the depth oL the well (usually 2 to 6 m). Hart 
(1987) noted that manual lifting techniques generate employment, and 
therefore, the social advantages to maintaining manual lifting are substantial. 
However, as Table 27 shows, shifting to a motor pump greatly reduces labor 
costs (0.159 vs. 0.449 hr/m 3), freeing up labor and time that farmers tend to 
use to increase the area farmed. In addition, motor pumps increase water 
supply, so that the water demand/supply ratio improves. Norman and Sami 
(1990) suggest that the actual increase in labor available as one moves from 
rope-and-calabash irigation to motor pump irrigation is roughly 60 percent. 

According to Hart's analysis, rope and calabash techniques will only survive 
where the total lift is 2 m or less. Norman found them in use with lifts up 
to 8 m (Norman and Diallo 1991, p.23). Hart recommended introducing 
improved manual lift pumps, but there is little evidence for the diffusion of 
improved manual lifting pumps in the onion producing zone; the 
performance characteristics of these methods probably do not exceed those 
of local technologies such as the chadouf used in Niger's Maradi Valley 
(Norman and Diallo 1991, p.22). At the time of Hart's assessment in 1987, 
the growth rate in use of 3.5 to 5.0 HP portable pump sets was 15-20 percent 
per year. The continued growth in onion exports since then, and field 
research data generated from this study, indicate continued growth in use of 
pump sets. Attendant field size increases in the nnion producing region can 
be expected. 

Norman noted that many pumps were operating at flow rates of about 1.5­
2.0 l/s, while optimum operation occurs at 3.54.0 1/s. These pumps are 
only effective in open wells when water is drawn from a depth of 2-6 m. 
PBVT has developed an improved yield tube well that may improve 
operating efficiencies and lower production costs. The expansion of onion 
production in onion producing areas in much of Tahoua department will 
depend on the continued spread of tube wells and other pumping 
technologies. This is true especially in Keita and Bouza where the Tarka 
Valley water table lies at a depth of 6 and 8 m, and in the Maggia valley 
north of Konni where the water table may lie at a depth of 10 m or more in 
the dry season. 
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As mentioned above, PBVT has perfected a tube well and pump set 
technology for individual producers that costs only 200,000 CFA. This is less 
than half the cost of previously available improved technolcgies. Each pump 
set can irrigate 0.40 ha of land, about as much land as a single onion farmer 
can work. Furthermore, these sets can be installed in one day. In addition, 
farmers can cap and lock the wells in the dry season or before a rainy season 
storm, thus avoiding the problem of digging them out each year or after a 
storm. Finally, unlike previous technologies used in Niger, farmers can easily 
pay bac. the cost of a PBVT well and pump set in a single season of onion 
production (0.40 ha yields 100 sacks = 200,000 CFA @ 2,000 CFA/sack). 
All of these cost factors were a cause of dissatisfaction with the old 
technologies and a limitation to expanded production. Unfortunately, these 
wells can be sunk to a depth of no more than 12 m. 

Using their pump sets and wells, PBVT estimates water costs from 8 to 12 
CFA per m3 when lifted through 3 to 4 m. PBVT bases its estimates on data 
collected in the Tarka Valley near Tumfafi, a center of expanded of onion 
production. Near Sabon Guida, where the water table is deeper, costs rise 
to 32 CFA/m3 . Cost data from other sites yields intermediate results (PBVT 
1992). It is difficult to evaluate the reliability of these estimates. The PBVT 
pumps seem to run more cost efficiently than pumps Hart observed in the 
mid-1980s (Hart 1987, p.25). The PBVT pumps also seem more cost 

3 ofeffective than those observed by Norman (Table 27), with a cost per m 

68 CFA. Known as a meticulous and impartial observer, his measures are 
probably accurate. Even if pumping costs are underestimated, the PBVT 
pumps undoubtedly produce labor efficiencies for farmers at least as good 
as those reported by Norman. 

In Tahoua, the key technological investment in production is tube wells and 
pump sets. The lack of cost effective water lifting has been the primary 
constraint to the expansion of production in the producing zone. As 
discussed above, PBVT seems to have resolved this problem for much of the 
producing zone. Over the next six years, the project intends to continue 
adapting tube well and pump technology to areas in the northern Tarka 
valley where the water table lies deeper (10-12 m). 

2. 	 Storage. A second key technological investment is in storage as discussed 
above (see Table 25). Storage for deferred sales at the point of production 
is amply repaid by producer price increases. Opportunities for investment 
in improved appropriate technology storage exist in both Niger and 
Ouagadougou, Burkina Faso. The BIT project in Madaoua (Arrachart 1991) 
has perfected an improved storage facility, while the Ministry of Energy in 
Ouagadougou has apparer'ly conducted successful experiments along similar 
lines. Storage losses over a six month period in the improved facilities are 
on the order of 20 percent, as opposed to up to 40 percent in the traditional 
rudu. Donor financing of both storage costs for deferred sales and improved 
infrastructure could provide handsome returns to producers and shipment 
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assembly agents in the producing region (see Table 29). As shown in Table 
25, net margins per stored ton over a six month period range between 55,433 
and 80,043 CFA. The latter figure represents margins earned when improved 
storage facilities are used. 

3. 	 Packing. Virtually no onions produced in the sub-region undergo any form 
of processing or special packing aside from artisanal drying. Recycled jute 
sacks and locally produced baskets remain the packing materials of choice. 
Dealers in Katako market, Niamey, are aware of the use of improved nylon 
sacks on the coast but do not use them; they are not available in Niamey. 
Nigerian onions are often transported in huge baskets. In Togo and Benin, 
onions are typically transferred from the jute sacks in which they are 
transported from Tahoua, to large baskets to improve aeration. In Lom6 
and Cotonou, contents of individual sacks are typically divided up among 
four to five baskets. In addition, small baskets containing forty onions and 
still smaller baskets containing no more than six onions are typically offered 
to retail customers. 

There are two innovations which might provide the basis for medium term 
donor or private sector investment in improved sorting and packing. Onions 
in Accra and Abidjan are sometimes repackaged in recycled 25 kg net sacks 
of European or Ghanaian origin. Everyone in the market in these two cities 
recognizes the virtue of plastic net acks for superior onion conservation in 
the more humid coastal environment. One Ghanaian firm produces these 
sacks at a cost of only 300 Cedis each. Traders prefer to recycle European 
sacks which are of superior strength. Thus, to improve shelf-life and 
promote consumer recognition, donors might help private sector firms 
develop distinctive packaging for Nigerien onions using nylon sacks 
displaying the national colors and a "Product of Niger" label. 

Some onions in Burkina Faso are repackaged by FLEXFASO for sale in 2, 
5, and 30 kg nylon net sacks for retail sale. FLEXFASO buys selected 
onions from producers who bring product to Ouagadougou to sell to the 
firm. UCOBAM, a parastatal cooperative organization, also sorts and packs 
some 100 tons of Burkinabe onions for sale in Ouagadougou each year using 
these nylon net sacks. Use of the sacks is already diffusing to informal 
sector traders, and now other products are sometimes presented in two and 
five kg nylon net sacks. It would be worth investigating the development of 
nylon sacking techniques for retail sales of Nigerien onions. 

Sorting and grading of onions is widely undertaken at the retail level in 
consumer markets. Sorting, grading, and locational utilities provided by 
retailers add value to the product and provide the rational for product 
markup. Wholesale and retail traders recognize institutional customers' 
preference for larger bulbs and individual housekeepers' preference for 
smaller bulbs. The major reason for the latter preference concerns price: 
smaller bulbs are less expensive than larger bulbs. If the price is right, most 
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customers will buy larger bulbs. Retailers typically sort onions into three or 
four grades on the basis of bulb size and quality. They are then sold in piles 
of four to five bulbs for either 100-150, 75-100, 50, or 25 CFA depending on 
grade. Sorting and grading should probably remain a retail function for the 
near term given the uncertainties associated with shipment. Traders reason 
that it is better to lose some portion of every shipment due to spoilage than 
an entire shipment of some particular grade. Neither shipment assembly 
arents in the producing region nor wholesale marketers could afford many 
such losses. 

D. Human Capital Investment 

Human capital investment pertinent to agricultural marketing in Niger includes 
university level training in business disciplines and technical training of governmental 
cadre and business professionals in contemporary business techniques. 

The University of Niamey currently offers no courses in business disciplines. Thus 
there is no national institution developing the kind of cadre that will be needed to 
help informal sector entrepreneurs make the transition to modern commercial 
enterprises. The number of cadre who may have received technical training in 
business fields and what sorts of training they may have received were not assessed 
during the course of this study. 

Less than ten percent of even the largest informal sector traders have received any 
sort of technical, financial, or functional literacy training. While West African lingua 
franca and Arabic are perfectly adequate media of communication for transacting 
business in the sub-region, many traders' limited international language skills can be 
a barrier to communicating with formal sector firms. Perhaps five percent of the 
retailers are fluent in French or English, and a number of them have 
children/assistants who are literate and numerate in French or English. Some 
assistants provide accounting or communications functions for the senior traders. 
Technical training to improve informal sector traders' knowledge of contemporary 
banking and import/export practices could facilitate the expansion of linkages 
between the informal and formal sectors of the economy. 

Both PBVT and PIK as well as CLUSA report having invested in cooperative 
accounting training. Scores of cooperative members are also reported to have 
received such training. CLUSA-trained cooperative managers have received the 
training necessary to keep accounts and to develop dossiers for obtaining 
commercial bank credit. Between 20 and 60 persons have been trained in Tamaske 
and Sarakolle coops in the Tamaske region alone. Given the poor results of 
cooperative training achieved through regional agricultural productivity projects in 
the 1970s and 1980s, however, it would be imprudent to overestimate the impact of 
the training received by villagers from PIK and PBVT. Nonetheless, basic literacy 
and numeracy training has been conducted in each of the villages where PIK works; 
similar training has been conducted in at least 48 of the 308 villages reached by 
PBVT in the Tarka Valley. 
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Neither Benin, Ghana, nor Togo boast significant public sector investment in 
technical training of persons active in onion production or marketing. C6te d'Ivoire, 
Burkina Faso and Niger do have technicians who have participated or will be 
participating in garden crop production-related activities. It is unknown what 
innovations, if any, in production, storage, packing and transport may be part of 
upcoming training programs sponsored by the public sector in these countries. 

V. CONDITIONS Th 4AT CONTRIBUTE TO ONION MARKETING EFFICIENCY 

A. Price!Cost Distortion 

Consumer prices might be distorted by the existence of a number of cost factors, 
including excessive profit-taking by market intermediaries, government revenue 
policies, or rent-seeking. Each of these factors are addressed in turn below. 

There is little evidence of exaggerated profit-taking by marketing intermediaries 
throughout the onion marketing channel. Nonetheless, some traders in the Galmi, 
Arewa and Tamaske shipment assembly markets may b- earning above average 
profits by requiring foreign wholesale agents to deal with them rather than directly 
with producers. These trader's gross margins are about 1,000 CFA/sack of onions 
bought from producing villages in Madaoua arrondissement and delivered to the 
wholesale market at Arewa. Table 28 estimates returns to agents assembling 
product for export in the Galmi and Arewa markets based on interview data. The 
rate of return to agents investing in shipment assembly activities (50 percent) is 
quite high compared to the rates of return realized by wholesale and retail sellers 
as well as producers who rent their land. The net return of almost 86,000 CFA per 
truck becomes a staggering sum when multiplied over the scores of trucks that load 
in any of the three markets over the course of the season. 

As mentioned above, government policies in most countries in the region are moving 
towa, ds simplified, more stream-lined and lower cost procedures for gaining entry 
to the onion trade as well as to other commercial activities. Nonetheless, regulations 
are unstable, conflicting rules persist, and formal regulations are confused with 
informal arrangements in the minds of most informal sector channel participants 
Ministerial cadre continue to subscribe to the three myths about informal sector 
marketers mentioned in section IV.A. above. 

Private traders as well as the national treasuries of the nations concerned by the 
onion trade suffer from the effects of rent-seeking undertaken by agents of the state. 
Illicit rents, strictly defined, account for two to ten percent of the CIF price in the 
consuming markets. However, a number of the agriculture and laissez-passer 
controls imposed abroad constitute little more than formalized rents that add costs 
(2 to 30 percent of CIF), but no value to Niger's onion exports. In addition, because 
of long delays at border posts, transport times escalate. These delays add marginally 
to transport costs and increase transport losses. 
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Data was collected on total transpor costs per unit of capital invested in onions. 
Table 30 shows that total transpo'-t costs from Tahoua department to various 
destinations, including transport costs pet se and formal and informal fees, vary 
dramatically between destinations, trips, and seasonally. As a result of these 
transport costs, consumer prices are one-tenth to one-fifth higher. In addition, rent­
seeking practices discourage traders from investing in extending marketing channels 
to ill-served areas between major distribution centers; from investing in improved 
storage and processing that would call attention to their apparent wealth; and from 
regularizing their status with tax and licensing authorities. Illicit rent-seeking helps 
to suppress prices traders are willing to pay to producers, and may even discourage 
producers from undertaking major investments in production that might attract too 
much attention. Illicit rent-seeking and informal arrangements between agents of 
the state and traders rob national treasuries of significant amounts of revenue, 
perhaps as much as fifty percent of legitimate fees and revenues. 

B. Physical Market Infrastructure 

Physical market infrastructure might include roads and transportation, and 
warehouse, grading/sorting, or packing facilities. It was not possible to obtain 
information on transport costs per unit of capital invested in trucks despite repeated 
attempts to contact the Nigerien Truckers Union (SNT). Nor was it possible to 
gather capital investment cost data on roads. Informed sources agree that the 
construction and repair of secondary and rural feeder roads in Tahoua department 
has stimulated onion production dramatically, but the roads are too nev and 
regional production data too scanty to permit quantification of the effects of 
improved roads on onion production. 

Investment in storage in the marketplace is discouraged by the disinclination of most 
traders to tie up their capital in a perishable commodit, such as onions. Traders tell 
dark tales about those who have tried to store against price rises and have incurred 
substantial losses. Further, many wholesalers seek to keep a low key profile to avoid 
becoming the target of investigation by rent-seeking agents of the state. Thus, they 
avoid holding large stocks or making costly infrastructure investments. 

Very little storage is undertaken anywhere in the marketing channel. Storage costs 
in the consuming markets are low, less than five percent of the CIF price. Costs are 
usually charged on a quantity rather than time basis. Wholesalers in Katako Market, 
Niamey pay 13 CFA/sack; in Lom6, 50 CFA/sack; in Dantokpa Market, Cotonou, 
200 CFA/sack; in Accra, 118 CFA/sack; and in Abidjan, 38 CFA/sack. 

Most storage is and will probably remain at the farm or shipment assembly point 
level. Given the high cost of fixed capital investment in cold storage facilities and 
the relatively low value of the crop, such investments at the wholesale and retail 
level are probably not warranted. Firms such as UCOBAM in Ouagadougou which 
have considered cold storage have decided against it. SABIMEX and DISTRIMEX 
in Abidjan use their cold stores for highcr value products such as butter and fresh 
fruits. 
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Onion processing is basically limited to sorting for damage on-farm, at the wholesale 
level and ultimately at the retail level. At the wholesale level, costs incurred for 
sorting consist of labor including the cost of supervision by the wholesalers or their 
agents. Such costs might amount to about 300 CFA per sack. At the retail level 
processing consists primarily of sorting onions into different sizes; these costs are 
difficult to differentiate from retailers' other variable costs. 

C. Financial and Information Services 

The availability of rural production credit in Niger was examined. Few formal 
financial services are available to producers and wholesalers outside of the informal 
private sector. Even savings accounts in the post office (Caisse Nationale d'Epargne 
accounts) belonging to agricultural cooperatives have been frozen for the duration 
of the GON transitional government. However, CLUSA, PIK, and PBVT have all 
intervened successfully to fund either marketing or deferred onion sales activities in 
the past two years. By all accounts these activities have had a net positive impact 
on producers. PIK loans to cooperatives of 17 million CFA have returned over 
27 million CFA in Keita arrondissement (See Table 29). PBVT has provided over 
70 million CFA in credit to 350 pr aduce:s for pump sets and tube wells; one million 
CFA to ten mechanics; and 13.9 million CFA to 278 individuals for deferred onion 
sales. CLUSA has helped the cooperatives in Tamaske and Sarakolle to obtain bank 
loans from BIAO, the only bank operating in the interior of the country. 
Unfortunately, recent loan requests to BIAO from the CLUSA cooperative in 
nearby Magaria have gone unanswered. The ongoing reorganization of BIAO 
accounts for this situation; however, the persistent disarray of Niger's formal banking 
sector may well frustrate future attempts by agricultural cooperatives and private 
organizations to develop onion export marketing (J.E. Austen & Associates, et a. 
1991; Darbera and Hall 1992). 

Assessment of sources and availability of equity capital for value-added processing 
in Niger shows that formal financial sector actors in rural Niger are few. Only the 
three or four major private sector importers identified in each country, and one 
informal sector player in Ghana, have access to formal credit facilities. The absence 
of formal sector credit limits informal sector traders' abilities to develop linkages 
with formal sector import-export firms. Instead, according to intermediaries in the 
producing region, much of production and some primary marketing is self-financed. 
However, wholesale assemblers pay cash for produce that is brought to the shipment 
assembly markets such as Arewa, Galmi, Tumfafi or Tamaske in response to the 
arrival of exporters' trucks. 

There are significant disincentives for expanded investment in trade. The 
perishability of the crop induces shipment assembly agents to keep 50 percent of 
their working capital in cash, about 25 percent in stored onions, and no more than 
25 percent in exported onions (Mahamadou 1987, p.48). No informal sector players 
have access to insurance that would shield them from sh;pped product and loss. 
While total loss of shipments is unusual, it does occur, and would spell bankruptcy 
for most traders. The threat of unsecured loss heightens traders' perceived risk, 
adding to disincentives for expanded trade. The instability of the banks makes onion 
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producers and intermediaries unwilling to place assets with them. Further, fear of 

exposure to rent-seeking by state agents induces successful market participants to 

minimize investments in infrastructure and rolling stock. 

In the informal sector, a range of credit transactions were reported in this study. 

Wholesalers make credit advances to producers, who need cash to take care of 

household expenses while the onions are growing. There is no way to measure the 

extent of such credit practices in Tahoua departmem as a whole, but Mahamadou 

(1987) estimates that 50 percent of producing 	 families around Galmi become 
Because less than 25 percent ovindebted to collectors or wholesalers in this way. 

producers can afford to stock onions in anticipation of later price rises, shipmernl 

assembly agents and wholesalers obtain onions on very favorable terms (1000-1500 
Shipment assembly agents in general have no access toCFA/sack) at harvest. 

credit; they are self-financing. Therefore they need to collect on advances to 

farmers quickly at harvest. Wholesale exporters receive transport services from 
Wholesalerstruckers on payment of half the freight charges to resale markets. 

normally pay truckers the balance of freight charges within ten days to two weeks 

of delivery to Abidjan and Accra. In addition, goods are advanced to retailers by 

wholesale traders. Theoretically, payment is due in full after a delay of from 

7 (Niamey) or 15 to 20 days (Lom6, Abidjan). Wholesalers often have considerable 
amounts of capital--the retail value of one or two truck loads of onions--tied up in 

these arrangements with retailers. 

Virtually every wholesaler has access to some market information. At the minimum, 

this amounts to information on prices in coastal country distribution markets at the 
As teiecommunicationstime wholesalers make their orders in the producing zone. 

facilities improve, so will wholesalers' access to market information. Wholesalers try 

to keep informed of prices in the final consumer market, selling in markets en route 

when prices at the final destination fall, and rushing shipments through when prices 

in the coastal markets stabilize or rise. 

Retailers have little access to any information beyond the expected arrival dates of 
Little advance kn'wledge is available toshipments and the price they must pay. 

them; however, this does not seem to be a particular problem. 

D. Market Participants 

In order to have some idea of the numbers of persons who might be affected by a 

donor-funded project in onion marketing, indicative data on the number of persons 

and/or villages active in onion production were collected in each country. In spite 

of impressive growth in production in Ghana (20 villages around Bawku), Burkina 

Faso (five major village areas), Nigeria, and Benin (20 village, around Malanville), 
producers in Tahoua department (some 10,000 persons) remain the most important 
numerically. 

alsoIndicative data on the number of persons active in onion marketing were 
collected in each country. The three most important shipment assembly points in 

Tahoua department are Galmi, Arewa and Tamakse, serving Konni, Madaoua, and 
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Keita arrondissements, respectively. In Tamaske the members of the CLUSA 
cooperative have a single elected representative who deals with truckers arriving 
trom C6te d'Ivoire. There are hundreds of active Ivoirian onion producers, over 100 
of whom participated in a deferred sales operation financed by PIK involving 
approximately 110 tons of onions. In Arewa there are five major intermediaries 
(Atall Hausa) organized under a single head intermediary. Overall there are 20 
intermediaries (masu magana de albasa Hausa), all of whom are required by the 
major intermediaries to be producers as well. In Galmi there are three major 
intermediaries and probably 15 minor players. In addition, up to ten Togolese 
women are present at any given time serving as agents for importers in Lom6. 

Hausa traders of Nigerien origin play an important role in the onion trade in Niger, 
C6te d'Ivoire and Ghana. Organizing trade along ethnic lines is a traditional West 
African response to marketing channel risks caused by the physical and temporal 
length of the channel and the necessity to mobilize credit over time and space. In 
Abidjan there are five major Nigerien Hausa wholesalers, each handling about 1000 
tons of onions a month. In addition there are another 10 or 15 Nigerien traders 
who handle another 1,000 tons a month, and still another 100 or so smaller scale 
operators each of whom might handle ten tons a month. 

Accra, Kumasi, and Bawku are the most important onion markets in Ghana. 
Nigerien Hausa are important players in the Accra markets where there are seven 
major players. Songhay speaking Malians are also important players in both the 
Accra and Kumasi markets; there are probably five major Songhay importers in 
Accra, fewer in Kumasi. BawkL market is dominated by local Hausa speaking 
traders. 

The most organized network ofwholesalers and agents is based in Togo and involves 
women in all the major decision-making roles. There are several dozen women 
involved in the importing business, but they are headed by no more than five or six 
major players. The most important of these women handled over 1,100 tons of 
onions in the fEst half on 1992 alone. 

Women are the most important wholesalers of Nigerien onions in Benin, and the 
trade from Malanville to Cotonou is dominated by a pair of sisters, "Jana" and 
"Ayoun". Competition from a handful of male traders who buy in Nigeria is 
increasing. In addition to Cotonou and Malanville, Djougou is apparently an 
important market town as is Bohicon. While neither Djougou nor Bohicon was 
visited during the course of this study, it is known that Malanville processed about 
30,000 sacks of onions in 1991. Cotonou receives weekly shipments from the north 
of about IC) tons. 

Both men and women are active players in Burkina Faso. The major shipment 
distribution wholesale markets are in Ouagadougou and Bobo-Diolasso. 
Ouagadougou serves a market area that stretches from Dori to Ouahgiya and south 
to the Ghanaian bordJer. One of the four most important wholesaler in 
Ouagadougou is a woman, and claims to handle about 144 tons of onions a month. 
She says there are four other wholesalers working out of Ouagadougou, who 
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together handle an equivalent tonnage, or 288 tons overall. She says there is room 
for 192 more tons a month on the Ouagadougou market. There are several other 
merchants who work out of Bobo as well. 

Katako or Boukoki market in Niamey is the major wholesale point in western Niger. 
About fifteen wholesalers are active in this market which handles about 2 trucks a 
week of onions throughout the year, or about 2,700 tons. 

Estimates of the number of retailers active in a given market on a given day were 
made, but firm estimates of the number of retail players are impossible to provide 
on the basis of a rapid reconnaissance study of this kind. Thousands of people are 
involved in every country. For many, onions is just one of several product lines they 
carry. 

There are some 25 to 50 retailers active on any given day in the Petit March6 in 
Niamey, and an equivalent number in the Grand and Wadata markets, each handling 
120 to 240 kg per week. Volume of retail sales at these markets might be estimated 
at 160 tons per year (120kg*52 weeks*30 retailers*3 markets). 

In Lom6's main and Diatikpodi retail ,narket (two blocks from the U.S. Embassy) 
there are probably two dozen active traders. In these busy markets, one retailer 
claimed that she could sell 840 kg of onions a week (or twenty-five 120 kg sacks in 

three months). 

In Cotonou's vast Dantokpa market, there are hundreds of women onio-i dealers, 
both small wholesalers and retail vendors. Several dozen small wholesalers 
encountered in July were each carrying stock of some ten 120 kg sacks uf onions, 
which they expect to turn over in a three month period. Onions from Daniokpa are 
carried by the headload to Cotonou's petit march6 in the commercial district, where 
some 25 retailers operate. Cotonou serves all of the surrounding area as well. 
Onions in Cotonou are sold in lots of 40 bulbs. 

In Accra's Makola market, there were dozens of retailers operating alongside several 
dozen wholesalers. The wholesalers are organized into two groups, one Malian 
Songhai, the other Nigerien Hausa. In Kumasi, there were probably 50 retailers 
active in the main marketplace. In Tamale, Aboaba (Tamale), and Bawku there 
were about 25 women retailers active in the marketplace. 

In Ouagadougou's main market there are about 20 active retailers, most of whom 
are women, and a similar number operate in both the Zabredonaga (evening) and 
Larlin markets. In the markets between Kantchari, on the Burkina Faso border with 
Niger, and Ouagadougou, there are probably no more than fifty retailers active in 
the markets of Fada, Koupella, and Monhoudou. 

Any numerical estimates of the numbers of piayers involved in onion marketing in 
the region should be considered with care for the following reasons: first, onion 
producing zones in Zinder and Tillabery departments in Niger were not visited. 
Second, some important market towns were not visited, such as Bouake, C6te 
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d'Ivoire; Djougou, Benin; and Bobo-Diolasso, Burkina Faso. 1hird, visits to 
Malanville, Benin and Bawku, Ghana coincided with the periods of lowest 
production. Fourth, none of the visits nade were long enough to permit the 
consultants to earn the confidence of a major trader so that his/her daily activities 
might be observwd. Thus the unloading and distribution of a major shipment in any 
of the coastal towns was not w-rtnessed. Further, there was no opportunity to 
examine either the simple notebooks ip which informal sector traders sometimes 
keep their accounts, or the baance sheets of formal sector traders or agribusiness 
enterprises. Finally, the study did not include visits to Sokoto and Zaria, potentially
important onion producing regit ns in Nigeria, or to Maytonief market near Lagos, 
which is surely an important onion wholesale market. 

E. Public Sector Role 

There is no evidence in any of the countries in the sub-region of direct public sector 
control over onion marketing. Apart from the unsuccessful attempts of the Soci6t6 
Nationate de l'Arachide (SONARA) in Niger, no marketing board has become 
involved in onion marketing. FLEXFASO in Burkina Faso is the only example 
identified where public sector suppoi (from the French aid agency Caisse Centrale 
de Coop6ration Economique, CCCE) led to long term private sector involvement 
in onion marketing. 

Nonetheless, initiatives are underway through donor funding to support agribusiness 
development in a number of countries, notably Ghana and Burkina Faso. In 
francophone countries, CCCE seems to be the most dynamic public sector player 
supporting private sector development, e.g. UCOBAM and FLEXFASO in Burkiria 
Faso. Among USAID Missions, USAID/Accra seems to have invested the greatest 
resources in agribusiness development. More diversified agribusiness firms are now 
developing in Ghana to take advantage of seasonal windows of opportunity in 
Europe for tropical fruits and vegetables. However, most agribusiness activity still 
concerns the traditional exports, cocoa and palm products. C6te d'Ivoire obviously 
has the most developed agribusiness sector of the countries visited, but most activity 
concerns traditional exports of coffee, tea, pineapple and palm products. 

VI. ONION MARKETING EFFICIENCY AND COST 

Based on existing reports and data collected in July-August 1992, onion price differences 
across space can be estimated. Price data for the markets visited in various countries are 
presented in a series of tables and are discussed below. 

Table 32 and 33 and Figure 17 show retail onion prices for Benin by month in 1991 and 
1992. Table 32 shows prices from the northernmost department of the country, Borgou, to 
the southernmost department, Atlantique. The onion producing center of Malanville s 
located in Borgou department; Cotonou, the most important market, is located in 
Atlantique department. As shown in the last column of Table 32, prices in Atlantique 
department average almost 200 percent of those in Borgou department. Atlantique 
department prices reach a seasonal high of 316 percent of Borgou department prices in 
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November/December, when onions are begining to be harvested in Malanville, but have 
not yet reached Colonou. The December price spike in coastal markets shows up 
dramatically in Figure 17. Even in April 1992, prices in Malanville (Table 33) are twice as 
high as prices reported in interview data in Tahoua department, Niger. Transport costs 
between Malanville and Cotonou are about 1,200 CFA/sack. Some part of the discrepancy 
in prices may be a distortion due to rent-seeking activities between Malanviile and Cotonou. 
According to Lom6 traders, Benin's customs agents, gendarmes and police are very 
demanding. This is one of the reasons traders often transit through Burkina Faso rather 
than taking the more direct route to Lom6 from Galmi via Malanville and Parakou. 

A few onion prices were collected from reports prepared by the Benin National Cereals 
Office, and are shown in Table 34. Wholesale prices in Malanville just after the harvest 
period are shown at the top of the chart. Prices are comparable to those at harvest in 
Tahoua department (1,500 - 2,500 CFA/120 kg). It is not surprising, therefore, that 
producers in Malanville discourage Nigerien traders from bringing onions to Malanville 
during the harvest, since Nigerien onions wculd b., lower in price than locally produced 
onions. Despite the flow of Nigerien onions through Malanville, retail prices in Malanville 
in May 1989 were double wholesale prices in January 1991 as shown in Table 34. 

One informant in Cotonou indicated that onions sold wholesale in Cotonou in January-
February, 1992 for 7,000-8,000 CFA/sack, that the price fell to 6,000 CFA/sack in March-
April with the arrival of the new Malanville harvest, and then rose steeply in May-,une to 
11,000-12,000 CFA/sack with the arrival of Galmi onions. In early August 1992, the price 
of Galmi onions in Cotonou was 18,000 CFA/sack and rising. At that time, Nigerian red 
onions were selling for only 10,000 CFA/sack but were available in smaller quantities. 

As with all official price and customs data, the data presunted in Tables 32, 33 and 34 
should be interpreted with caution. Retail onion prices in Malanville have increased from 
about 54 CFA/kg in May in 1989 (Table 34) to 94 CFA/kg in May 1992 (Table 32), almost 
a 100 percent increase. If this is true, the increase may reflect an increase in demand 
associated with economic liberalization in Benin, inflation, and the intervention of CORVO, 
the producers' organization in Malanville, which is seeking to keep producer prices high 
through dieferred onion sales. 

Table 35 and Figure 18 present data concerning onio. price trends in Lom6. The data do 
not suggest a consistent trend towards higher or lower overall prices over time. Instead, 
they show the effects of seasonal fluctuations in demand: prices tend to rise toward the end 
of the calendar year when stocks become scarce and the ne, harvest has yet to be brought 
in. At their lowest point in 1991, many consumer prices in Togo were six times higher than 
minimum producer prices in Tahoua (Table -7); at their highest point in 1990, they were 
12 times higher than maximum producer prices in Tahoua rect,. ed during the same year. 
What is most interesting about Figure 18 is the relatively smooth mean price curve. This 
curve is one indication of the efficiency with which the Togolese market women provision 
the Lom6 market. 

In August 1992, when Dantokpa market in Cotonou ap, , ared glutted with onions, Lom6's 
wholesale market seemed empty by comparison. Yet average 1991 retail prices in Lom6 
at 220 CFA/kg (Table 35), were lower than retail prices in Benin's Atlantique department 
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at 316 CFA/kg. Since Cotonou is only 150 km down the coast from Lom6, and is closer to 
several onion producing areas than Lom6, these cost differences may bt. interpreted to 
reflect the greater efficiency of onion distribution chennels in Togo. Market information 
is communicated between wholesale and retail traders in Togo, so that markets clear more 
quickly and efficiently than in Benin. 

Table 36 and Figure 19 present recent retail onion price figures for Ouagadougou, Burkina 
Faso. Like prices in other consuming centers, these prices are also subject to considerable 
seasonal variation. This reflects the lack of warehousing anywhere in the distribution 
channel. It also reflects the fact Burkinabe traders ai'e unable to tap alternate sources of 
onions as effectively as Togolese traders. Unlike the coastal markets, however, the highest 
prices are registered in Ouagadougou in October, rather than in November and December. 
This is because onions produced in Burkina Faso and around Bawku in northern Ghana are 
harvested in considerable quantities in November-December. Ouagadougou is closer to 
these production centers than Lom6 or Cotonou. Lom6 is separated by two customs 
frontiers from these zones, and Cotonou is separated by internal trade barriers (i.e. illicit 
rents) from its main production center. Again, the short time series data do not show any 
clear trend towards higher or lower inter-annual prices. 

The data presented in Table 18 and Figure 16 from Ghana also indicate seasonal onion 
price fluctn:ations. In contrast to the data presented above, these data also show a dramatic 
increase in onion prices over the past several years. Data in this table are presented in 
constant 1987 CFA, thus eliminating the influence of inflation on prices during the period 
shown. 

Results on returns to spatial arbitrage functions do not represent a radical departure from 
tesults presented in previous reports. The structure of the onion production and marketing 
channel in the producing zone is essentially as described by Mohamadou (1987) and Lev and 
Gadbois (1988). A network of producers and buying agents funnels product to Nigerien 
export wholesalers and foreign importers' agents. In the consuming co=ntries, channel 
-tructure is essentially the inverse with major wholesalers selling to both small wholesalers 
who handle 10-20 sacks of onions at a time, and retailers selling one sack at a time. An 
examination of Tables 30 and 31 reveals that margins on cost of goods sold are modest given 
the high levels of risk involved. They also reveal that inefficiencies are primarily due to 
three factors: limited on-farm crop storage and withholding capacity; the length of the 
distribution channel (four to six intermediaries between farmer and consumer) and poor 
transport and telecommunications infrastructure; and rampant rent-seeking. 

Price differences between wholesale and retail levels reflect processing costs. These 
differences include the costs of storage, sorting, transport, and payment to the retail "sales 
force, that is, income to the retail trader and his/her family members and casual employees. 

Price differences across time primarily reflect supply and demand factors rather than storage 
costs and arbitrage functions. This again is due to the absence of significant storage activity 
anywhere along the marketing channel and fairly constant arbitrage costs. 
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VII. PROSPECTS FOR ONION MARKETING BASED ON EXISTING COST AND 

EFFICIENCY LEVELS 

A. Producer Price Incentives 

Comparative data on production costs and returns to labor invested in onion 
production in Tahoua department are presented in Table 26. This data was 
compiled from a variety of studies that were based on area cultivated. The figures 
for the private diesel pump user at Gaya are estimates from interview data alone. 
They seem reasonable when placed alongside the other figures that come from more 
systematic observations. These data show a variety of situations in which onion 
production is profitable. Margins a3 a percent of costs range from 19 to 308 percent. 
Surprisingly, margins from pump irrigation are not always higher than manual lift 
irrigation, as reported from Keita. 

The data should be treated with considerable caution. For example, onion sales 
price assumptions vary. PBVT provided a sale price figure of 36.5 CFA/kg for the 
small group perimeter in the Tarka Valley. This may be higher than average sales 
price. The margin calculations for the Galmi gravity-fed perimeter, the Galmi of­
perimeter case, and the Gaya diesel pump operation assume a 20 CFA/kg sales 
price, while the margin calculation for the Keita manual lift case assumes a 27.5 
CFA/kg sales price. If the sales price is reduced to 20 CFA/kg for all cases, then 
the margin percent of costs for the Tarka Valley small perimeter system falls to 119 
percent, and that of the manual lift system to 197 percent. Meanwhile, the small 
motor pump system at Galmi is unprofitable at a 20 CFA/kg price; percent margin 
of costs is 80.4 percent. 

The apparent profitability of onion production also depends on what cost 
assumptions are made. PBVT provided the Tarka Valley small perimeter system 
cost data shown in Table 26. These data assume that 326 days of household labor 
are paid out in cash at the rate of 500 CFA per eight-hour day. Of course, Hausa 
farmers have recourse to various forms of labor inputs in economic terms. The 500 
CFA labor rate is generally applied to non-family members. Furthermore, an eight­
hour workday would be needed primarily on irrigation days, 30-40 days out of a 110­
120 day growing season. Thus, these labor costs may be dramatically overestimated 
and profitability underestimated. If the household labor costs are reduced to the 
more reasonable level of 100 CFA per day, then the percent margin of costs remains 
favorable even at a sales price of only 15 CFA/kg on the Tarka small perimeter (149 
percent) and the manual lift system (297 percent). As noted above, since labor costs 
are already built into the small pump system at Galmi, this system becomes 
unprofitable even when the onions sale price falls to 20 CFA/kg. 

Several of the calculations in Table 26 also build in other costs. For example, it was 
found that 80 to 90 percent of onion producers (as reported in interviews in the 
Tarka Valley and around Tamaske in Keita arrondissement) obtain access to land 
through customary land loan arrangements. Around Galmi, over a third of 
producers borrow land to produce onions. They must pay ten percent or more of 
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their output to the owner of the land. In addition, it should be noted that average 
pumping costs are higher in the northern part of Keita, Madaoua, and Konni 
arrondissements where the water table is deeper, than in the lower Tarka and 
Maggia valleys. The Tarka Valley manual system data include a shadow price for 
irrigation energy expenditure and an additional nominal sum to cover out-of-pocket 
costs to household laborers. 

When the figures in Table 26 on profitability from motor pumps are compared with 
Norman and Sami's (1991) profitability data (Table 27), we see that percent margins 
for the motor pump operator are close to PBVT estimates for small perimeter 
producers. Margins for the manual lift producer--24.5 percent--are much lower than 
that reported from Keita in Table 26. While there is little doubt of the accuracy of 
Norman's technical data, the percent margins for both the pump and manual lift 
operator are not necessarily accurate. They calculate that farmers earn only 15 
CFA/kg of onions, but at the same time they fail Co consider marketing and some 
other variable costs. 

Examples of transportation costs from the point of production to wholesale markets 
were gathered from a number of market participants; there is little variation 
between estimates. These costs, including sorting, sacking and transportation per se 
have been included in Table 25 under the heading of marketing costs. When the 
Water Management Synthesis Project Phase II (WMSII) irrigation study was 
conducted in the lower Tarka Valley in the late 1980s, farmers complained that it 
cost them 500 CFA to transport a sack of onions by donkey or camel to the Arwea 
market (Zalla et al. 1984). Both PBVT's construction of the rural feeder roads 
through the Tarka Valley and PIK's work to improve roads in the Keita 
arrondissement have benefitted producers by reducing their transport costs sharply. 
It may now be estimated that those costs have been cut by half to two-thirds. 
Producers and shipment assembly agent: around Galmi seem to pay roughly 100 
CFA/sack in transport costs from field to market. Thus, improvements in marketing 
infrastructure have reduced producers' marketing costs in some cases. 

Table 37 and Figures 8 and 9 provide estimates of producer prices in Niger from 
1984 to 1991 based on MAG/EL and interview sources. These aggregate figures 
should be treated with caution; better price data is not presently available and 
should be collected at the arrondissement level. For example, the SAA in Keita 
claims producer prices were at a high of 67 CFA/kg in June 1991. The d,,nward 
trend in producer prices shown in Table 37 reflects increases in production and the 
inability of most producers to withhold onions from the market at harvest. A 
hopeful sign for producers is URC/Madaoua's claim that PBVT's "deferred sales" 
intervention kept 1991 producer prices from falling below 25 CFA/kg at harvest. 
Both PBVT and PIK hope to expand this activity in the future. 

Producers may receive 23 to 96 percent of the FOB price at harvest (2500 
CFA/sack) depending upon a variety of factors. The low end of the range 
represents the case of a producer who rents land, has taken advances on the harvest 
from intermediaries, must transport the crop over some distance to market, and who 
provides sacks for the crop. The high figure represents the case of a producer who 
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owns land, does not have far to transport the crop to market, has taken no advances 
from intermediaries, and does no sacking. 

Farm level onion price data were also collected through interviews in Ghana, Benin 
and Burkina Faso. There is remarkable consistency in these prices. Harvest prices 
in the main producing seasons average around 2,000 to 3,000 CFA per 100-130 kg 
sack in Tahoua, Niger; Bawku, Ghana; or Malanville, Benin. Price increases of up 
to 10 times this amount are reported for onions produced in the off-season. 
Evidently, given the enthusiasm reported in Tahoua department for onion 
production, current prices provide adequate incentives to increase production and 
invest in improved water lifting technologies. Off-season prices for Galmi onions 
may reach 6,000 to 13,000 CFA/sack in Tahoua markets. In consuming centers such 
as Lomb, off season prices reach highs of 45,000 CFA/sack at the wholesale level, 
and 60,000 CFA/sack at the retail level. 

Data have been presented on production in Togo, Burkina Faso, Benin, and C6te 
d'Ivoire (See Tables 5, 23, 24). The high value of onions is stimulating production 
throughout the savannah area in the sub-region. However, seasonal saturation of 
major urban markets is beginning to occur. During August 1992 visits to Dantokpa 
market, Cotonou; Makolo market, Accra; and Katako market, Niarney, both large 
and small wholesalers were reporting slow sales due to depressed purchasing power 
and abundant stocks. No data on onion production costs in countries other than 
Niger was available, therefore analyss of producers' comparative production 
advantages across countries is not possible. 

Table 3 provides some data to estimate the potential impact of adoption of 
improved technologies on onion production over the next six years. According to 
PBVT, area culivated in onions may increase to 2,000 ha by 1996 as a result of 
drilling of new tube wells in the Tarka Valley. If so, the number of producers (all 
crops) in Madaoua alone might increase to over 3,000 (from 1,679 in 1991/1992). 
If tube well pumping technologies diffuse to Keita, Bouza, and the Mpggia Valley 
of Konni, 10 to 15 percent increases in area in onion production might be expected. 
These figures may underestimate technology adoption. 

The successful experiments being conducted by a number of projects in improved 
crop storage and withholding for market price improvements should provide 
increased incentives to producers to expand production over the next. five years. 
Table 29 presents 1988-1990 results and 1992-1995 projections of PIK interventions 
to promote deferred onion sales in Keita arrondissement. If this activity were to 
continue with the support of PIK or another donor, one quarter of Keita's 
production could be affected by the middle of the decade, resulting in a possible 
increase in returns to producers of almost one million CFA (an increase of 1,000 
CFA/sack), if producer prices hold steady. If PBVT continues to support deferred 
onion sales as well, in theory another 1,700 producers could be positively affected 
over the next five to six years. 
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B. Consumer Price Incentives 

A reliable assessment of Nigerien national onion consumption would require major 
research. There are no consumption studies that focus on onions, although a 
consumption study that might include onions is underway at the Ministry of Plan and 
Finance. One expert interviewed estimates that only five percent of the onions 
produced in Madaoua are consumed in the arrondissement; one might generalize 
this estimate to the whole of Tahoua department. For the purposes of discussion, 
national onion consumption can be broadly estimated by subtracting production 
estimates from export data. Results of this calculation are shown in Table 38. The 
table shows that official exports are now between ten and fifteen percent of 
production. In contrast to the conclusion drawn by Lev and Gadbois (1988), we think 
exports are under-recordew. We also think the export share of production is 
increasing. Another way consumption might be estimated is by monitoring the 
number of trucks that unload weekly in Niamey and other major population centers. 
Such a calculation might yield a national urban consumption figure of about 10,000 
tons, with an additional 4,000 tons consumed by rural Nigeriens. It is clear, however, 
that there is untapped demand. Due to instability in distribution channels and 
fluctuations in seasonal price and supply, onions are not always available to Nigerien 
consumers at prices they co-isider reasonable. Thus, fermented onions leaves (kullen 
abasa. Hausa) that sell for only 1,400 CFA/sack at the height of the rainy season, 
serve a substantial, but as yet undetermined proportion of the quantity demanded 
by rural markets. 

Consumers throughout the sub-region are avid onion users. Even when they are 
compelled to use onions that do not lend themselves to African culinary practices, 
such as the Dutch varieties, demand remains strong. Price is, however, a significant 
factor in purchase decisions. This is why consumers prefer small, less expensive 
onion bulbs. Price also explains the lack of loyalty to Galmi onions when consumers 
are offered a considerably less expensive alternative. For example, Table 11, which 
compares Dutch and Nigerien onion wholesale prices in Abidjan, clearly illustrates 
how price may cause consumers to purchase Dutch onions in spite of a taste 
preference for Nigerien onions. The 64 percent seasonal price differential in favor 
of Dutch onions may help explain their recent diffusion to markets in Ghana and 
Burkinh Faso. Similarly, importation of Nigerian onions into Dantokpa market, 
Benin may be explained by their 56 percent seasonal price advantage over Nigerien 
onions (10,000 CFA/sack for Nigerien onions vs. 18,000 CFA/sack for Nigerien 
onions, August 1992). 

Reinforcement and extension of marketing channels to areas in the consuming 
countries that are currently underserved would create economies of scale for 
wholesalers. These economies should in turn bring down consumer costs throughout 
the marketing network. Increased production and especially increased on-farm 
storage should smooth out inter-season price variation for consumers. However, 
considerable extension of marketing channels cannot be expected in the currert 
climate of unofficial barriers to commercial activity in the form of illicit rent-seeking. 
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C. Agribusiness Investment and Gross Returns 

Data were collected from informal sector traders that allow returns on investments 
in trade to be estimated. Returns on investments can be calculated for onion traders 
operating in a number of markets. Excluded from consideration are traders' fixed 
cost investments. This is because traders undertake little investment in maintaining 
or improving productive capacity through storage, packing/sorting, or transpi.rt; 
limiting fixed costs is one of the few ways they have of hedging against high levei'. 
of risk incurred in onion export marketing. Such investments would expose traders 
to greater risk in case of the loss of one or more shipments, and might expose them 
to increased illicit rent-seeking by various policing agents. Nonetheless, some of the 
big traders invest in trucks, but they are a minority. As mentioned, investments in 
storage facilities by traders are kept to a minimum. 

Tables 30 and 31 provide estimates of the margins realized by wholesale and retail 
onion traders on investments in trade. Table 30 brings together estimates made on 
the basis of August 1992 study data with estimates made by other researchers. The 
table suggests that wholesale traders realize margins ranging from -14 percent to 145 
percent depending upon the traders' luck and skill, the market, and degree of market 
saturation at the time of the study. These figures are based on a variety of 
estimates under particular conditions, but it seems likely that wholesale margins of 
less than 15 percent are the norm. 

Table 31 shows two examples of traders' costs and margins on onion sales in 
Niamey. In August 1992, a small wholesale trader in Katako market, Niamey was 
realizing a four percent margin. A retail trader selling in the Petit March6 was 
realizing an 11 percent margin on the cost of goods sold. 

To estimate true returns on invc.ftments and long term profitability of informal 
sector activity in onion marketing, in-depth, longitudinal research would he required. 
This would allow enough time to gain the confidence of one or more traders so that 
financial accounts could be examined. Such research was beyond the scope of this 
report. 

There is no reliable data on the volume of onion sales or trends in onion sales. The 
only published sources of data are the official import/export figures and the 
abbreviated price series available in some countries. From these data the overall 
value of exports and sales can be estimated. Data presented in Table 6 and 7 
suggests continued, if erratic, ircreases in exports from Niger. Onion production is 
likely to provide increased income and employment for current and prospective 
producers over the next five years, not only in Niger but throughout the sub-region. 
C6te d'Ivoire and Burkina Faso are developing production oriented projects, while 
producers in Niger are making use of new water. lifting technologies to increase rainy 
season production. 

Major onion traders are likely to provide stable levels of employment for themselves, 
their assistants, as well as casual laborers over the next five years. Retail sellers are 
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likely to provide stable levels of employment as well. However, turnover is relatively 
high among intermediate wholesale traders wiio may easily be driven out of the 
market by a single lost shipment. There is room for the entry of new storage,
packing and retailing operations both in Niger and in the coastal markets. These 
operations could provide incremental new employment possibilities. 

This study identified no formal sector actor contemplating a major agribusiness 
investment in onion marketing or processing in the near future. However, there are 
a number of formal sector actors who would like to expand their activities in storage,
packing, and retailing of Niger onions. Ivoirian importers (e.g. DISTRIMEX, 
SABIMEX) are hampered in making agribusiness investments by the insecurity
associated with overland transport, the small volume capacity of trucks as opposed 
to ocean-going ships, and the lack of formal sector participants in Niger able to 
function at the level of competency the Ivoirian importers require. However, 
representatives of both of these firms claimed that they were willing to import major
quantities of Nigerien onions under secure, formalized conditions. Burkinab6 
marketers (e.g. UCOBAM, FLEXFASO) are hampered in making such investments 
by their inability to cope with the high costs of transport (including illicit rents) and 
the barriers to entry constituted by informal sector traders. Nigerien exporters in 
the informal sector are hampered in making such investments by lack of access to 
capital, high costs of transport and barriers to entry constituted by informal sector 
traders in consuming countries. Nonetheless, there is room for Nigerien individuals 
or firms to develop modern commercial ties with formal sector firms in C6te d'Ivoire 
for importation of Niger onions packed in conformity with modern norms. 

VIII. CONCLUSIONS 

Onions are an important crop in Niger. They are one of the few high value crops produced
in the country. In addition, they enjoy a competitive advantage in regional markets, where 
the Violet de Galmi variety is known for its spicy taste as well as cooking and medicinal 
properties. The recent dramatic expansion in onion production is a response to a number 
of factors. Among these factors are drought and crop disease that have reduced production 
of other cash crops; population pressure; greater availability of inexpensive irrigation pumps; 
and high levels of demand for onions throughout the region. Farmers, traders and truckers 
enjoy a reliable cash income stream from onion sales. GON derives considerable direct tax 
revenue (25 million CFA in 1992) from onion exports. In the current climate of economic 
and political liberalization, onions are also important because production and trade have 
developed in the private sector. Thus, the onion marketing channel is relatively free from 
the distorting effects of public sector interventions that have plagued the development of 
other cash crops (e.g. groundnuts, cotton, palm products) in Niger and throughout West 
Africa. Improvements in production, transportation and storage technologies, if coupled 
with improved access to agricultural credit, could result in continued production increases 
in Niger. Improvements in telecommunications and international transpu.'t routes could 
facilitate expanded marketing prospects. New participants in the mar'.eting channel could 
take immediate advantage of opportunities to profit from seasonal windows of opportunity
in production and storage, linkage with marketers in the formal sector, and new packing
techniques. More long-term opportunities are available through improving onion transport 
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and extending marketing channels in the consuming countries. These opportunities for 
Niger's onions are threatened by rent-seeking, over-regulation of commerce, the expansion 
of onion production in Burkina Faso, Ghana, and Nigeria, and imports of European onions 
in the Ivoirian market. 

Data collected for this study are consistent with previous research on onion production and 
marketing in Niger. The results of the study are also consistent with the results of previous 
work conducted on the macro-economic and institutional environments for agribusiness 
development in Niger, especially Darbera and Hall's report on Local Public Finance and 
Institutional Reform (1992), and the J.E. Austin Associates MAPS Niger-Phase II report 
(1991). They suggest that the structure of onion marketing in Niger and the sub-region is 
consistent with a Stage II Marketing System as outlined in the Strategic Framework for 
Promoting Agricultural Marketing and Agribusiness Development in Sub-Saharan Africa 
(ANRD/OTR/AFR/TR 1991). In developing its AMEP project, this framework provides 
good general guidance for the kind of support USAID/Niger may wish to consider providing 
specifically to the onion productiun and marketing sub-sector and more generally to the 
agricultural marketing sector, in Niger. 

IX. 	 PROBLEMS ENCOUNTERED IN THE MARKETING CHANNEL AND POSSIBLE 
USAID/NIGER INTERVENTIONS 

A summary of problems in the onion marketing channel and possible donor interventions 
follows. Macro-economic policy and institutional problems are perhaps the most intractable 
and will require long-term solutions through bi-lateral and multi-lateral dialogue. Problems 
confionted by producers, cooperatives, traders and consumers are more tractable. Solutic's 
to these technical and organizational problems require progress on the resolution of tihe 
larger policy and institutional problems that constrain the development of regional trade in 
West Africa. 
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PROBLEMS ENCOUNTERED IN THE ONION PRODUCTION/MAE KETING
 
CHANNEL AND POSSIBLE DONOR INTERVENTIONS
 

PROBLEMS 

Macro-economic/Institutional 

Overvaluation of the CFA. 

Loss of government revenues through rent-
seeking. 

Constraints to development of onion 
production and export because of rent-seeking 
by government agents. 

POSSIBLE INTERVENTIONS 

Macro-economic/Institutional 

Initiate and sustain dialogue with GON on 
necessity for some action on overvaluation. 

Hold round table meetings with GON officials 
to bring their attention to revenues lost to the 
treasury due to this problem. 

Initiate counterpart fund to provide adequate 
salary support to customs, gendarmes, and 
police for a transition period. 

Support RN/MAE/C efforts to negotiate 
suppression of internal customs and control 
points with ECOWAS/CEAO partners. 

Hold round table discussions between 
truckers, wholesalers, customs, gendarmes, 
police, and RN/MOC and RN/MP/F on 
problems and progress towards resolution. 

Broadcast in French and national languages 
regulations concerning vehicular maintenance, 
commercial licensing, liberalized export rules, 
etc., both in Niger and in Nigerien 
communities abroad. 

Monitor customs, gendarmes and police check 
points to ensure compliance with ECOWAS 
rules governing free circulation of persons and 
goods. 

For a transitional period reduce commercial 
licensing fees to a minimum. Use counterpart 
funds to defray lost GON revenues. 
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PROBLEMS 

Macro-economic/Institutional 

Governmental cadre and ordinary citizens in 
Niger lack access to University level training 
in modem marketing practice. 

Producers 


Seed quality. 


Seed availability. 


Fertilizer quantity and type available. 

Storage quality and quantity. 

Liquidity at harvest. 

Knowledge of market prices. 

Absence of rural feeder roads. 

Lack of investment capital. 

Lack of means to counteract seasonal 
fluctuations in production. 

POSSIBLE INTERVENTIONS 

Macro-economic/Institutional 

Donors might consider helping University of 
Niamey to develop a curriculum in modern 
business practice, esp. marketing and 
accounting. 

Producers 

Provide loans to private seed importing firm. 

Provide funding to INRAN and ONAHA, 
RN/MAG/EL to produce seed at Tarna and 
Galmi. 

Help private sector firm develop links with 
foreign suppliers. 

Help GON rethink its agricultural input 
supply strategy. 

Expand program of applied research and 
extension of improved on-farm storage based 
on BIT and Tarka project models. 

Expand funding for harvest storage loans and 
deferred sales based on Tarka project models. 

Improve telecommunications links between 
producing zones and consuming zones. 

Provide funding to private sector contractors 
to develop labor based feeder road 
construction projects on USAID/Accra 
model. 

Provide FFW funding for labor based feeder 
road construction. 

Expand CLUSA, CARE, and WOCCU 
project activities in the production zone. 
Consider providing short term solution to 
private banks' (BIAO, etz,.) liquidity crisis. 

Expand applied research and extension on 
improved on-faim storage. 
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PROBLEMS 	 POSSIBLE INTERVENTIONS
 

Lack of knowledge about demand structure in 
consuming countries, 

Overvaluation of the CFA. 

Cooperatives 

Lack of "fonds de roulement" or operating 

capital. 


Lack of storage capacity. 


Lack of market contacts. 


Absence of rural feeder roads. 


Limited financial management capacity. 


Expand funding for a program to provide 
PBVT/LWR water lifting units on credit to 
farmers in other producing zones and 
potential production zones on Niger's fadgaa 
lands, e.g. Dallols, Korama. 

Improve telecommunications links between 
producing and consuming zones. 

Facilitate encounters between market 
participants i, consuming countries and 
producing zone. 

Initiate and sustain dialogue with GON on 
necessity for some action on overvaluation. 

Cooperatives 

Reinforce CLUSA, CARE and WOCCU 
training and financial support activities in 
producing zones. 

Expand applied research and extension on 
improved on-farm storage. 

Improve telecommunications links between 
producing and consuming zones. 

Facilitate encounters between market 
participants in consuming countries and 
producing zone. 

Provide funding to private sector contractors 
to develop labor based feeder road projects 
on USAID/Accra model. 

Provide FFW funding for labor based feeder 
road construction. 

Expand CLUSA, CARE and WOCCU project 
activities in the production zone. Consider 
providing short term solution to private banks' 
(BIAO, etc.) liquidity crisis. 

Limited knowledge of market prices. 	 Improve telecommunications links between 
producing zones and consuming zones. 
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PROBLEMS 

Limited knowledge about structure ofdemand 
in consuming countries, 

Overvaluation of the CFA. 

Traders 

Confused procedures required for licenses. 

Lack of knowledge about commercial 
legislation. 

Ministry of Foreign Affairs staff in foreign 
embassies lack training in modern marketing 
practice. 

Lack of telecommunications facilities. 

Lack of incentives to conform to licenc:g 
legislation. 

Disincentives 
infrastructure 
channels. 

to 
and 

invest 
expanded 

in improved 
marketing 

High cost of informal taxes collected. 

Delays in transhipment & delivery. 

Mediocre state of cross-border highways. 

POSSIBLE INTERVENTIONS 

Facilitate encounters between market 
participants in consuming countries and 
producing zone. 

Initiate and sustain dialogue with GON on 
necessity for some action on overvaluation. 

Traders 

Publish and broadcast in French and national 
languages reguiations concerning vehicles, 
commercial licensing, liberalized export rules, 
etc., both in Niger and in Nigerien 
communities abroad. 

Reinforce Nigerien Embassy staffs with a 
donor-trained commercial attach6 whose tasks 
include briefing Nigerien msrketers on export 
opportunities in Niger, transmitting and 
explaining commercial regulations in Niger 
and the sub-region, etc. 

For a transitional period -educe commercial 
licensing fees to a minimum. Use counterpart 
funds to defray lost GON revenues. 

Reinforce phone, fax, and telex links between 
producing regions and the exterior by 
developing direct outside linkages. 

Negotiate suppression of internal customs and 
gendarmes control points. 

Hold series of round table discussions 
between transporters, wholesalers, customs, 
gendarmes, police, and Ministries of 
Commerce, and Plan and Finance on the 
problem of rent-seeking, restraint of trade 
and progress towards resolution. 

Provide funds to strengthen and maintain 
cross border highway infrastructures. 
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PROBLEMS POSSIBLE INTERVENTIONS 

Lack of storage capacity. Expand program of applied research and 
extension of improved shipment assembly 
storage based on BIT and Tarka project 
models. 

Lack of available modem packing and 
packaging products. 

Rudimentary sorting and retail packaging. 

Lack of means to counteract seasonal 
fluctuations in delivery to markets. 

Conflict over use of non-Nigerien transport 
on Nigerien highways. 

Lack of access to formal sector customers 

Lack of knowledge of modem marketing 
practice. 

Fund private sector partner to begin import 
of plastic net sacks from Ghana or European 
supplier. Work with transporters to build 
transport into onion shipping. Explore 
feasibility of local sack production. Explore 
feasibility of producing local tags with 
GALMI ONIONS and PRODUIT DU 
NIGER and orange, yellow and green 
labelling. 

Work with private sector actor to develop net 
packaging for local sales of onions and other 
fresh produce on the FLEXFASO model. 

Provide funds to strengthen and maintain 
cross border highway infrastructures. 

Improve telecommunications links between 
producing and consuming zones. 

Expand program of applied research and 
extension of improved shipment assembly 
storage based on BIT and Tarka project 
models. 

Support working group of transporters, 
wholesalers and relevant government 
ministries to work out problems related to 
access. 

Support groups such as GIE ALBASA which 
can serve as a link between informal and 
formal sectors. 

Provide national language training in modem 
marketing practice. 

49
 



PROBLEMS 

Ctistomers 

Demand for Galmi onions is threatened by 
production of other violet and red onions in 
Benin, Ghana, and Burkina Faso. 

Only some customers are aware of the 
distinctive characteristics of Galmi onions; 
they may confuse Galmi onions sacked in 
Dutch bags with Dutch onions; they may 
confuse other violet-coloi ed onions grown in 
Benin or Burkina Faso with Galmi onions. 

Rural customers in Benin and Ghana have 
trouble obtaining Niger onions at affordable 
prices, 

POSSIBLE INTERVENTIONS 

Customers 

Fund private sector partner to begin import 
of plastic net sacks from Ghana or European 
supplier. Work with transporters to build 
transport into onion shipping. Explore 
feasibility of local sack production. Explore 
feasibility of producing local tags with 
GALMI ONIONS and PRODUIT DU 
NIGER and orange, yellow and green 
labelling. 

Work with private sector actor to develop net 
packaging for local sales of onions and other 
fresh produce on the FLEXFASO model. 

Develop awareness-building radio & television 
commercials for broadcast in consuming 
countries promoting Galmi onions' spiciness 
(y.gj), suitability for cooking and healthful 
quaF ;es (Ghana). 

Programs to strengthen and support 
distribution channels through support to 
private sector in Niger, and support to GON 
for ECOWAS negotiations oh liberalizing 
movement of perishables should help resolve 
this problem. 
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Table 1 

Onion Production in Niger 

Area Production Yield 

Year (ha x 100) (Tons x 100) kg/ha 

1968 18 38.9 21.5 

1969 17 27.4 16.11 

1970 19 30.9 16.15 

1971 21 36.0 17.14 

1972 15 203 13.53 

1973 17 29.0 17.05 

1974 26 44.1 17.00 

1975 26 70.8 27.23 

1976 28 79.4 2835 

1977 20 62.7 31.35 

1978 29 78.4 27.03 

1979 34 104.3 33.68 

1980 34 107.8 33.68 

1981 8 17.1 21.39 

1982 36 103.6 28.77 

1983 19 53.9 28.36 

1984 24 43.8 18.25 

1)85 29 62.7 21.62 

1986 31 73.2 23.00 

1987 34 108.5 31.20 

1988 54 123.5 23.00 

1989 64 220.0 34.00 

1990 53 170.0 32.07 

1991 64 196.0 30.62 

Percent Incrcas. From 1968 356 503.9 142.42 

Source: RN/MAG/EL. 
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Table 2
 

Nigerien Onion Production by Region (Tons)
 

Dept. Years 

1980/81 1981/82 1982/83 1983/F4 1984/85 1985/86 1986/87 1987/88 1988/89 1989/90 1990/91 

Agadez N/A N/A N/A N/A N/A N/A 4,470 7,708 11,474 5,674 3,957 

Diffa N/A N/A N/A N/A N/A N/A 304 1,723 1,880 2,309 2,449 

Dosso N/A N/A 14,065 14,345 N/A 3,3f0 2,313 972 2,926 11,492 2,873 

Maradi N/A N/A N/A N/A N/A 1,715 1,066 1,539 1,237 2,855 1,820 

Tahoua 104,670 20,375 86,050 36,135 15,334 35.308 55,460 72,260 92,72 175,201 146,127 

Tillabery N/A N/A N/A N/A N/A 6,295 6,579 13,723 6,211 5,996 3,998 

Zinder 3,075 2,796 3,570 3,445 3,580 3,200 3,052 6,623 7,194 16,464 7,787 

TOTAL 107,745 23,171 103,685 53,925 18,914 49,868 73,244 104,48 123,644 219,991 169011 

Annual Percent
+/- IILII 

-78 347 -48 -65 1647 16 M I& 

NB: Recordkeeping improved after 1985. 

Source: RN/MAG/EL-Various reports. 
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Table 3
 

Off-Season Garden Production in Tahoua Department
 

Area Qha) Prohofition 

Producem 
___________ Toa Available (an crps) TO/a 1M/92 1mm0/9 

T l_ _n irow ) (roM) 
Xeita 

-Keita 
-Tamaske 

1335 
1,065 

1,065 
880 

-Garhanga 
-Gadamata 

Sub-Total 

1,045 
810 

4,255 837 

1,159 
822 

3,926 44 36,828 N/A 

Bouze 
-Taboye 5,549 154 900 
-Garadoume 5,965 250 2,424 
-Karoufan 59 489 
-Kouka 602 4 254 
-Tabatala 

Sub-Total 
5,760 

17,876 
40 

507 
447 

4,514 34 24,260 N/A 

Madaoua 
-Leyma 
-Oumo 
-Bangui 
-Magaria 
-Sabon Gida 

Sub-Total 3,780 

51 
67 
6 

363 
619 

1,106 

531 
153 
57 

419 
519 

1,679 

29 
30 
48 
34 
34 
35 

1,479 
2,010 

248 
12,342 
20,706 
36,785 N/A 

Komu 
-Galmi 
-Malbaza 
-Tsemaoua 
-Gn. Icier 
-Doss-y 

305 
80 
88 
99 
30 

50 
38 
47 
47 
55 

15,250 
3,040 
4,113 
4,590 
1,650 

-ayya 
-Illela 

Sub-Total 

3 
609 

31 
26 
43 

78 
131 

28,851 13,505 

TOTAL 3,059 10,119 39 126,724 

Source: Services d'Agnculture des Arondissements de" Keita, Bouza, Madaoua, Ko.ni. 
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Table 4
 

Onion Production: Galmi Irrigated Perimeter
 

Area Cultivated 

Year (ha) 

1984/85 61.00 

1985/86 103.00 

1986/87 124.67 

1987/88 58.30 

1988/89 N/A 

1989/90 144.55 

1990/91 144.59 

1991/92 23.14 

AVERAGE 94.18 

Source: ONAHA Regional Office, Konni. 

Yield Production 

(Tons/ha) (Tons) 

35.00 2,135.00 

38.00 3,914.00 

36.50 4,550.46 

37.75 2,201.00 

N/A N/A 

30.00 4,337.00 

30.00 4,338.00 

43.52 1,007.00 

35.82 3,211.78 
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Table 5
 

Factors Influencing the Demand for Nigerien Onions in Neighboring Countries
 

1990 
GNP per Local Imports 
Capita Urban Onion From 

Population (Dollars, Population Production Niger 
Country (Millions, 1984) 1984) (Millions) (Tons) (Tons) 

Niger 6.2 197 .87 196,000 0 

C6te d'Ivoire 9.9 610 4.55 2,000 19,000 

Benin 3.9 270 .59 3,000 2,000 

Togo 2.9 250 .67 2,000 2,000 

Ghana 12.3 350 4.80 ? 4,000 

Burkina Faso 6.6 160 1.45 10,000 750 

Nigeria 96.5 730 28.95 ? 28,000 

Gabon 0.8 4,100 ? ? 0 

People's Republic 1.8 1,140 1.01 ? 0 
of the Congo 

Source: Lev and Gadbois (1988), study data. 
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Table 6 

Onion Exports Through Galmi Customs, Niger 

Date Volume crow) Vahiu (CFA) Statiiks T= (CFA) 

OCT 87 239.8 21,582,90 4,796,200 

NOV 87 2242 20!228,400 4,495,400 

DEC 87 1543 13,885,200 2,W7,500 

Sub-oW 6184 55 6, 1Z2011, 

JAN 88 161.4 14,527,800 3,228,400 

FEB 88 394A 35,494,200 7,8760 

MAR 88 600.9 54,081,900 12,018,200 

APR 88 1,353.9 121,854,600 2778,800 

MAY 88 2,5512 229,611,600 13,20 

JUN 88 2,8282 254,539,800 14,141,100 

JUL 88 1,9").8 177,372,000 9,854,400 

AUG 8 1,961.8 77,=87~80 9,834,800 

SEP 88 1,032.5 92,924,800 5,163,500 

OCT 88 N/A N/A N/A 

NOV 88 52D.2 22,398,000 932,30 

DEC 88 662.0 19,86,00 5,800 

Sub-4otal 14,A37.4 1,199,75 104,016,100 

JAN 89 285.4 8,562,000 256,860 

FEB 89 235.9 7,07700 212,310 

MAR 89 952.1 28,563,000 

APR 89 2,3243 69,729,000 2,09'fR 

MAY 89 3,9952 118 ,oo 3,559,680 

JUN 89 3,442.4 112f7l.,000 3,368,160 

JUL 89 2,4934 74,803,680 244,110 

AUG 89 1,874.6 56,237,010 1,687,110 

SEP 89 946.1 28,2M4,Xo 851,521 

OCT 89 824.0 24,720,000 741,600 

NOV 89 242.9 7,870 218,610 

DEC 89 477.1 14,313,000 429,30 

~1 IB~a1~.4 SSOX,710 14,518,111 
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Tab (onfimacd) 

Dat Volme (J'm) Vah (CFA) S&admti T (CPA) 

JAN 90 340.5 10,215,000 306,450 

FEB 90 1,680.0 50,400,000 1,512,000 

MAR 90 2,423.9 72,717,000 2,181,510 

APR 90 3,343.0 100,029,000 3,000,870 

MAY 90 4,151.8 124,554,000 3,736,620 

JUN 90 2,984.8 89,544,O0 2,686,320 

JUL 90 2,3q4.3 70,029,000 2,100,870 

AUG 90 1,949.0 58,470,000 1,754,100 

SEP 90 1,1339 34,017,000 1,020,510 

OCT 90 711 6 21,384,000 641,520 

NOV 90 9100 27,300,000 819,000 

DEC 90 2,0766 62,298,000 1,868,940 

Sub-total 24,039A 720,957,000 21f,8,710 

JAN 91 2,0962 62,886,000 1,886,580 

FEB 91 2,497.2 74,916,000 22,447,480 

MAR 91 2,6613 79,839,000 2,395,170 

APR 91 3,5928 91,778,400 2,753,352 

MAY 91 3,817.9 114,537,000 3,436,110 

JUN 91 d,,004.7 120,141,000 5,189,940 

JUL 91 2,341 7 70,251,000 3,161,295 

AUG 91 2,1091 63,273,000 2,847,285 

SEP 91 N/A 

OCT 91 257.2 7,716,000 347,220 

DEC 91 1544 4,632,000 208,440 

Sub-total 23,5325 689,969,400 24,472,872 

JAN 92 255-3 7,659,000 34,655 

FEB 92 512.0 15l,;0,000 691,211 

MAR 912 949.4 28,479,000 1,281,555 

APR 92 2,014.6 60,483,000 2,721,735 

MAY 92 M,5h62 87,486,000 3,936,870 

JUN 92 1,9456 58,362,000 2,626,290 

Sub-total 8,93.1 257,829,000 11,60316 

Source. Lev and Gadbois (1988); Direction Rgionale des Douanes, Tahoua 
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Table 7
 

Onion Exports Through Gaya Agriculture Post, Niger
 
(Tons) 

Month 

Year Jan Feb Mar Apr May Jun Jul Aug Sep Oct New Dec Total 

1986 48 325 267 48 100 203 258 1,249 

1987 63 232 48 33 410 248 93 215 172 111 97 1,722 

1988 168 36 98 98 195 59 138 148 33 64 215 1,252 

1989 106 431 439 36 170 338 305 129 129 188 63 40 2,374 

1990 294 283 91 68 83 280 177 224 224 198 143 95 2,160 

1991 297 143 141 166 318 214 260 115 115 22 70 64 1,925 

1992 321 165 68 246 398 249 1,447 

Mean 216 237 137 99 257 256 179 145 158 109 107 134 

Source: Poste de Contr6le Phyto-Sanitaire de Gaya. 
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Table 8
 

Comparative Onion Egxots: Galmi and Gaya, Niwer
 
(Tons) 

Month 

Year 

Gaya 1986 
Galmi 1986 

Jan Feb Mar Apr 

48 

May 

325 

Jun 

267 

Jul Ang 

48 

Sep Oct 

100 

Nov 

203 

Doc 

258 

TOtal 

1,249 

Gaya 1987 
Galmi 1987 

63 232 48 33 410 
1 

248 93 215 172 111 
240 

97 
225 154 

1,722 
619 

Gaya 1988 
Galmi 1988 161 

168 
394 

36 
601 

98 
1,354 

98 
2,551 

195 
2,828 

59 
1,971 

138 
1,962 

148 
1,033 

33 64 
520 

215 
662 

1,252 
14,037 

Gaya 1989 
Galmi 1989 

Gaya 1990 
Galmi 1990 

Gaya 1991 
Galmi 1991 

Gaya 1992 
Galmi 1992 

Total Gaya 

Total Gahni 

Mean Gap T 

106 
285 

294 
340 

297 
2,096 

321 
255 

1,081 

3,137 

216 

431 
236 

283 
1,680 

143 
2,497 

165 
512 

1,4n 

5,319 

237 

439 
952 

91 
2,424 

141 
2,661 

68 
949 

823 

7,57 

137 

36 
2,324 

68 
3,343 

166 
3,593 

246 
2,015 

695 

12,69 

99 

170 
3,995 

83 
4,152 

318 
3,818 

398 
2,916 

1,80 

17,42 

.W 

338 
3,442 

280 
2,985 

214 
4,005 

249 
1,946 

1,M1 

15;06 

256 

305 
2,493 

177 
2,334 

260 
2,342 

894 

9,140 

179 

129 
1,875 

224 
1,949 

115 
2,109 

769 

7,89 

145 

129 
946 

224 
1,134 

15 

788 

3,3 

i58 

188 
824 

198 
712 

219 
257 

849 

2,33 

142 

63 
243 

143 
910 

659 

1,29 

U 

205 

40 
477 

95 
2,077 

64 
154 

6M2 

3,%4 

134 

2,374 
18,092 

2,160 
24,040 

2,711 
23,532 

1,447 
8,593 

___ 

Memn Gahki 627 1A64 1,517 1 3,46 3,t1 2,285 1,974 1,035 IM 

Source: Direction R~gionale des Douanes, Tahoua; Post, de Conti6le Phyto-Sanitaire de Gaya. 
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Table 9 

Onion lirpou to Cote d'vosre (Tow) 

Year 

Source 92 19 1984 1985 1986 1987 198 1989 1990 1991 

Europe 17,27041 14,890.34 11,07041 16,337.56 18,354 74 9,279.80 - !79.50 19,645.90 15,941 00 7,831.70 

Morocco 187.22 62.85 112.78 0 14254 0 0 0 0 0 

Niger 12787 5205 0 0 0 0 0 0 5,461.20 19,089.60 

Argentina 0 1409 0 9.00 0 61.10 18.50 0 0 0 

Malh 0 0 0 0 0 417.80 325.9C 57840 977.30 443.70 

Zimbabwe 0 0 0 0 0 0 .20 1.92 0 0 

S Africa 0 0 0 0 0 0 62 710 2.20 0 

Burkina Faso 0 0 0 0 0 0 0 0 0 37.20 

Other 2.73 54.57 12.29 40.52 54.21 4095 2400 39.30 52.64 88.95 

TOTAL 17,588.23 15,073.90 11,195.48 16,38708 !8,551.49 9,799.65 22,48.72 20,22.62 22,434.34 27,A491.15 

Tame 10 
Onion Import to Coe d'Ivoir (Relaive Markt Sha) 

Year 

Source 192 1983 1984 1985 1986 m 1983 1989 1990 1991 

Europe 9819 9878 98.88 99.70 98.81 94.70 98.38 %.91 71.06 2849 

Morocco 106 42 101 00 .86 .00 .00 .00 .00 00 

Niger 73 -35 00 .00 00 00 00 00 24.34 69.44 

Argentina 00 09 00 05 00 .62 .08 .00 .00 .00 

Mall .00 00 00 .00 00 4.26 1.43 2.85 4.36 1.61 

Zimbabwe 00 00 .00 00 00 00 00 .01 .00 00 

South Africa 00 00 00 .00 00 00 .00 04 01 .00 

Burkina Faso 00 00 00 .00 00 00 00 .00 .00 .14 

Other 02 .36 .11 .25 .33 .42 .11 .19 .23 32 

Source- Ripubhque du C6te d'Ivoire, 1987, 1988, 1989, 1990, 1991 Statustiques du Comi-erce Extirieur. Exportation-Importation. Pays/Produits. Abidjan- Mmist re du Commerce. 
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Table 11 

Comparative Costs of Dutch and Nigerien Onions 
in Abidjan, Cdte d'Ivoire 

(CFA) 

Transport 
Purchase (including Sales Price 

Country Price bribes) CIF-Abidjan 5% (CIF + 5%) 

Holland 	 7,500 375 7,875 

Niger 	 2,500 4,685 7,185 359 7,544 

3,000 4,685 7,685 384 8,069 

7,000 4,685 11,685 584 12,269 

Source: SABIMEX; Study data. 

Table 12 

Market Share of Selected Nigerien Products 
in Cdte d'Ivoire, 1990 

Products Market Share 
(percent) 

Dates 23 

Cowpeas 06 

Mangos 01 

Tamarind 83 

Cattle 00 

Fruit Tree 03 

Spices (various) 01 

Friable Gum Arabic 100 

Other Gu -s 66 

Vegetable Coloring 100 

Potassium Hydroxide 33 

;ource: 	 Rpublique du C6te d'Ivoire, 1990, Statistiques du Commerce Ext&ieur. Exportation-Importation. 
Pays/Produits. Abidijan: Minist&e du Commerce. 
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Table 13
 

Onion Imports to Togo
 
(Tons) 

Year 

1987 1988 1989 1990 1991Origin 1986 

Benin 144.7 1,362.9 898.2 1,113.7 2,344.2 1,306.4 

France 143.7 6.4 7.1 10.4 13.4 0.7 

Germany 0 0.1 0 .3 9.6 0 

Ghana 0 108.2 28.3 0 0.5 10.5 

Low 111.8 22.3 55.0 28.3 41.7 76.3 
Countries 

Niger 0 298.1 531.3 383.4 1,715.2 165.1 

Nigeria 0 6.0 30.0 400.4 12.3 4.1 

Burkina Faso 0 198.3 29.9 330. 294.6 454.9 

Spain 0.5 0 0 9.6 0 0 

C6te d'Ivoire 0 0.2 0 0 0 0 

Great Britain 0 3.6 0 0 0 0 

TOTAL 400.7 2,006.1 1,579.8 2,276.4 4,431.5 2,018.0 

Source: R~publique Togolaise. 1987, 1988, 1989, 1990, 1991. Statistiques du Commerce Ext6rieur. Exportation 
Importation. Pays/Produits. Lom6: Ministre du Commerce. 
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Table 14
 

Shares of Togolese Onion Market (Percent)
 

Country 1986 1987 1988 1989 1990 191 

Benin 16.11 67.94 56.85 48.92 52.90 64.73 

France 35.87 .32 .45 .45 .30 .04 

Germany .00 .00 .00 .01 .22 .00 

Ghana .00 5.39 1.79 .00 .01 .52 

Low 27.89 1.11 3.48 1.24 .94 3.78 
Countries 

Niger .00 14.86 33.63 16.84 38.70 8.18 

Nigeria .00 .30 1.90 17.59 .28 .21 

Burkina .00 9.88 1.89 14.51 6.65 22.54 
Faso 

Spain .12 .00 .00 .42 .00 .00 

Cte .00 .01 .00 .00 .00 .00 
d'Ivoire 

Great .00 .18 .00 .00 .00 .00 
Britain 

Source. Burkina Faso, 1987, 1988, 1989, 1990, 1991. Statistiques du Commerce Ext6rieur. 
Exportation-Importation. Pays/Produits. Ouagadougou: Burkina Faso/Institut 
National Le la Statistique et de la D6mographie. 
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Table 15
 

Onion Imports and Exports, Burkina Faso
 

Years 11OKI1982 198311984 1985 19861198711988199
 
Tons_
 

2,069 1,186 1,398 1,302 1,003Exports 1,345 2,259 1,232 2,116 

536 682 880 806 1087 1230 833Imports 506 246 

Balance 839 2,013 696 1,433 1,189 379 311 71 169 

CFA (Millions) 

Exports 41 69 65 107 102 61 74 74 55 

Imports 31 1i1 37 65 90 82 115 92 37 

Balance 10 51 29 41 13 -21 .41 -18 18 

Source: 	Burkina Faso, 1987, 1988, 1989, 1990, 1991. Statistiques du Commerce Ext6rieur. Exportation-
Importation. Pays/Produits. Ouagadougou: Burkina Faso/Institut National de la St. stique et de la 
D~mographie. 
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Table 16 

Burkina Faso's Agro-Pastoral Imports from Niger 
(Tons) 

Year 

Category 1987 1988 1989 1990 
Onions 1,062.5 1,2373 823.7 1,599.5 

Livestock 3.4 0.3 3.2 
Fish 25.5 11.4 

Potatoes 393.7
 

Sweet potatoes 0.2
 

Vegetables 
 34.5
 

Leaves 
 0.7 
Dates 	 5.3 5.5 2.0 10.4 

Tamarind 2.9 56.9 19.8 

Skins & hides 249.7 

Hard gum arabic 0.7
 

Soft gum arabic 
 9.1 3.8 

Spices 1.6 7.3 3.9 1.8 

Wheat 0.2
 

Manioc flour 
 0.3
 

Millet & sorghum 28.1
 

Other vegetable products 1.3 1.8 1.1
 

Raw tobacco 452.0 
 579.7 

Source: 	Burkina Faso, 1987, 1983, 1989, 1990, 1991. Statistiques du Commerce Ext6rieur. Exportation-
Importation. Pays/Produits. Ouagadougou: Burkina Faso/Institut National de la Statistique et de la 
DMmographie. 
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Table 17
 

Ghana Imports of Vegetable Products fron- ECOWAS Countries, 1983-1987
 
(OOs CFA @ 250 CFA = $1.00) 

Fresh Vegetables 

YEARS 1983 1984 1985 1986 1987 

COUNTRIES 

Cbte d'Ivoire 503 250 M 

Liberia 250 250 250 

Mali 25 

Nigeria 2,000 16,750 14,500 250 1,750 

Sub-Totl 1, 1257,000 _ 5_ _ 7501 2,000 

Dried Vegetables 

Burkina Faso 250 

C6te d' Ivoire 22,250 25,500 10,500 44,500 30,500 

Gambia 250 1,500 750 1,000 250 

Ghana 250 3,500 2,250 6,000 3,000 

Guinea 10,000 13,000 12,750 11,750 1,750 

Guinea-Bissau 13,250 

Liberia 1,250 6,000 

Mali 250 250 500 1,000 1,000 

Mauritania 500 500 2,250 

Niger 250 250 750 

Nigeria 7,500 9,500 52,500 4,500 3,000 

S6n6gal 47,750 36,500 32,000 100,500 133,750 

Sierra Leone 1,000 

Togo 1,500 2,500 1,000 1,500 5,000 

Sub-Total 90,500 7 113,500 177, 195,750 

Source: Ghanian customs documents. 
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Table 18
 

Ghana National Onion Wholesale Prices
 
(per 110 kg Sack) 

MONTH 
____ 1987 1988 

YEAR 

1989 1990 1991 
MEAN 

1 6,650 11,559 15,110 17,362 16,280 13,392 

2 7,032 9,334 11,516 11,781 12,607 10,454 

3 6,874 6,866 11,056 10,574 11,280 9,330 

4 6,084 7,818 N/A 11,232 12,553 9,422 

5 7,386 8,906 11,721 13,207 13,325 10,909 

6 9,822 10,641 13,183 13,775 18,200 13,124 

7 9,963 11,397 16,588 17,818 18,920 14,937 

8 10,708 12,775 18,096 N/A 24,578 16,539 

9 11,740 12,482 19,568 19,892 30,408 18,818 

10 13,171 13,745 21,994 20,789 30,666 20,073 

11 16,273 17,931 23,140 23,843 27,582 21,754 

12 16,886 20,788 22,086 20,760 21,921 20,488 

MEAN 10,216 12,020 16,733 16,458 19,860 

NB: Prices are quoted in constant 1987 CFA. 

Source: Project Monitoring and Evaluation Unit. Ghanaian Ministry of Agriculture. 
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Table 19 

Niger's Share of Onion Imports to Burkina Faso 
(Tons) 

Years 

Official Imports Total 

Official Imports from Niger 

Niger's Market Share (%) 

J987 1988 

1,087 1,230 

1,062.5 1,237.3 

97.7 100.5 

1989 1990 

833 N/A 

823.7 1,599.5 

98.7 99.7I 

*Projection based on previous years. 

Source: Burkina Faso, 1987, 1988, 1989, 1990, 1991. Statistiques du Commerce 
Extdrieur, Exportation-Importation. Pays/Produits. Ouagadougou: Burkina 
Faso/Institut National de la Statistique et de la D6inographie. 

Table 20 

Official Benin Onion Imports, 1985-1988 
(partial data) 

Year 	 Source Quantity (Tons) Taxes (CFA) 

1985 	 Nigeria 0.656 37,259 

France 1.250 79,950 

1986 	 Nigeria 118.975 1,686,152 

1987 	 Nigeria 5.012 470,314 
France 0.277 112,408 

1988 	 Niger 0.153 35,123 

Source: 	 Rdpublique du Benin, 1987, 1988, 1989, 1990, 1991. Statistiques du 
Commerce Extarieur, Exportation-Importation. Pays/Produits. Rapublique 
du Benin/Ministare du Commerce et du Tourisme. 
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Table 21 

Traders' Estimates of Additional Monthly Market Capacity 
for Onions 

Estimated Amounts Currently Available 

CIt,,s 

Abidjan', COte d'Ivoire 

Katako, C6te d'Ivoire 

Treichville, CMe d'lvoire 

Lom6, Togo 

Cotonou', Benin 

Accra, Ghana 

Kumasi, Ghana 

All Ghana 

Ouagadougou, Burkina Faso 

Total 

Sackz 
Tons/mo (120 kg) 

3,000 25,000 

324 2,700 

2,640 2,200 

270 2,250 

378 3,150 

324 2,700 

31 258 

648 5,400 

72 600 

7,687 44,258 

Trucks @ Additional 
275 Sacks/Truck Capacity 

(Tons) 

90 ? 

12 0 

80 ? 

10 81 

14 0 

12 27 

1 1 

24 0 

43 48 

247 157 

'Estimates were made in several markets. 
'While the market in Cotonou is saturated, Benin as a whole is not. 
Jat 150 sack capacity. 

Source: Study data. 
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Table 22 

Onion Production in Togo, 1988 

Province Area (ha) Production (Tons) 

Maritime 114.80 209.38 

Plateaux 3,440.10 1,756.17 

Kara .15 .25 

Savannes .25 47 

National 3,555-30 1,966.27 

Source: MDR/DGDR/DESA 1989, Tableau No. 38. 
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Table 23
 
Onion Production in Burkina Faso, 1990
 

Area Yield Production 
CRPA! Province (ha) (Tons/ha) (Tons) 

Centre 	 Ganzourgou 87.2 N/A N/A 
Kadiogo 2.6 3.4 8.8 
Oubritenga 37.5 4.4 165 

Centre-Est 	 Boulgou 357.0 3.7 1,320.9
 
Kourittenga 31.3 3.1 97.0
 

Centre-Nord 	 Bam 17.1 4.8 82.1
 
Namentenga 37.5 3.7 138.8
 
Sanmantenga 28.9 3.9 112.7
 

Centre-Ouest 	 Boulkiemde 35.1 1.3 45.6
 
Sanguie 1,596.9 1.4 2,235.7
 
SissiUi 1.9 1.1 2.1
 

Certre-Sud 	 Bazcga 121.8 3.6 438.5
 
Nahouri 4.9 3.0 14.7
 
Zoundweogo 47.2 3.3 155.8
 

Comoe 	 Comoe 24.1 2.4 57.8 

Est 	 Gnagna 28.9 3.6 104.0
 
Gourma 6.8 1.6 10.9
 
Tapoa 5.0 2.2 11.0
 

Haut-Bassins 	 Houet 86.2 2.2 189.6
 
Kenedougou 386.7 2.2 850.7
 
Kossi 39.8 1.7 67.7
 

Boucle de 	 Mouhoun 40.5 1.5 60.8 
Mouhoun 	 Sourou 9303 2.0 1,860.6 

Nord 	 Passore 21.4 5.1 109.1
 
Yatenga 2663 7.1 1,890.7
 

Sahcl 	 Oudalan 8.9 2.9 25.8
 
Seno 173 2.1 36.3
 
Soum 7.8 2.6 203
 

Sud-Ouest 	 Poni 1.6 4.0 6.4
 
Bougouriba 10.2 1.5 153
 

TOTAL on; 4,288.7 29.0 10,134.7
 
CentreRlgional de Froduction Agricole
 

Source: 	 MAG/EL/SG/DEP, 1991, Campagne Agricole 1990/91. R6sultats de I'Enqutte Maratchdre. 
Ouagadougou; R6publique du Burkina Faso/Minit~re de lAgriculture et de I'Elevage/Secr6tariat 
G n rale des Etudes et de la Planification. 
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Table 24 

Niger Onion/Garlic Imports 

Year Volvme (Tons) Value (CFA) 

1987 564.64 22,485,316 

1988 1.68 1,212,818 

1989 9.05 1,088,439 

1990 3.68 788,915 

Source: Direction G6n6rale des Douanes. 
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Table 25 

Compmson of Onion Storae Costs for Four Facility Types 

IComtrndtion/Nt W 
Capacity Ton Cost of Value of Amorization Value Less Per Ton 
crom) stmY L " /Weare Axmoizaiou Stored 

Rudu (trad.) 2.5 21,200 25,000 156,250 17,667 138,583 55,433 
4 months 3 years 

,,_ _(40%) 

IO 2.4 40,254 12,000 200,000 8,051 191,949 79,979 
(mixed 6 months 5 years
 
materials) 
 (20%) 

IL1 4.2 28,571 24,150 336,875 2,857 334,018 79,528 
(improved 6 months 10 years
adobe) (23%) 

GIE- 12 19,783 69,000 962,500 1,978 960,522 80,043 
ALBASA 6 months 10 years 
(improved (23%)
adobe) IIIII 

'Assumes average purchase priceof 120 kg sack at harvest is 3,000 CFA and also estimates the value of the loss at 3,000 CFA per 120 kg sack. 
'Assumes that the value of the stored onions has risen to 12,800 CFA per 120 kg sack during the storage period. 

Source: Arrachart 1991; GIE ALBASA 1992; Mahamadou 1987; Ouedraogou 1991. 
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Tab 26
 
Ccmpsm of Oion,Pro&Nhtim Coft (CFA)
 

2Dtrection R6gonalc dc ONAHA, Konni, Zalla, et ni, 1984 

ONAHA 

cst 

SmanjaGrm
PO- TaWk 

Valley (PBVIi 

Grevied 
on-peimer 

GanG 

Privt 
DidPump M2119 Lift 

System, Kci 4 

SmIn Off-
Perim 

Pump Galml5 

Crops 48,555 80,000 (30,000)6 20,0 

-Fertilizer 5,125 13,350 20,000 13,000 

-Insecticide 11,250 11,250 

-Transport 
Other Labor 
-Plowing 
Sub-Total 

28,450 

93,38O 

180,000 
10,000 

2%4,600 

30,000 

Sol=_ 

38,000 
20,000 
91,o0 

Land Re.,tal 50,000 121,000 50,060 

Irmgation 
-Fuel 23,868 10,944 

-Oil 4,949 2,298 
-Maintenance 
-Operator 
Sub-Total 

5,000 
2,000 

35,817 
10,000 
10,000 

84,000 
97,242 

54,000 
54,000 

Amortization 
-Pump 
-Motor 
-Tubing 
-Wells 
Sub-Total 

5,2. ­

22,571 
6,400 

34,13 700 

74,000 

6,400 
33,333 

113,733 

160,000 
8,000 

4,000 
172,00 

Taxes 56,880 

Household Labor 7 16300 163,000 163, )00' 163,000 

Marketing Costs9 12,600 12,600 1L600 12,61)0 70,000 

Total Cost 395,860 530,900 466,7 296,600 437,000 
Revenues 
-Onvons 1,581,48810 870,48011 555,00012 1,210,00013 788,40011 

-Other Crops 11,462 

Total Rvoc,, 1,.92,950 8"M480 555,000 1,210,000 788,400 

Gross Margin 1,197,090 339,580 88,425 913,400 351,400 

Margin %Costs 3024 640 190 3080 

IPBVT 1991 

3Figurs are based on interview data 
4Calculations are based on SAA Keita's contention that it costs 20,000 CFA to produce one ton of onions 
5M'ip idou, 1987
6Sha,.,w cost of self-produced seed 
7Assumes 326 days Libor at 500 CFA/dy
8Assumes all production costs are subsumed under family labor costs 
9 ssumes 3!5 CFA/sack of labor for sacking and transport 
tuAssumes a sales pnce of 36.5 CFA/kg 
1 Assumes a sales price of 20 CFA/kg
12Reports on overall earnings figure provided by the farmer interviewed 
13Assumes a sales price of 27 5 C!rA/kg 
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Table 27
 
Irrigation Water Costs and Performance Variables
 

for Tarka Valley Onion-Producing Mlcrosystems
 

SYSTsEM TYPE 

Open Well (Motor Open Well 
Pump) (Manual Lift) 

Season Length 106 110 

Area (ha) .169 .0125 

Irrig. Demand (m3) 1,318 1,020 

Irrig. Supply (in3) 1,871 827 

Energy Cost (CFA) 30,000 37,120 

Land Rent (CFA/ha) 0 551.25 

Other Fixed Costs (CFA) 20,222 14,000 

Actual Rent (CFA) 0 551.25 

Wage Labor (CFA/hr) 100 100 

Crop Value (CFA/kg) 15 15 

Yield (kg/ha) 85,000 49,000 

Farmer's Income (CFA) 215,475 70,633.5 

Farmer Cost Per Cubic Meter of Water 
(CFA). 27 68 

*Actual Costs 31 64 
*Max. Theoretical Demand 

Farmer Cost Per Irrigated Hectare (CFA): 
eActual Costs 297,172 452,960 
eMax. Theoretical Demand 244,724 522,552 

Farmer's Irrigation Costs (CFA) 50,222 56,620 

Performance Variables 
*Demand/Supply Ratio 
*Water District Labor (hrs/ 3) 

.7 

.159 
1.23 
.449 

*Production Value (CFA/m 3) 114 110 
*Income Less Irrigation Cost 165,253 14,014 
*Income % Cost 329.04 24.75 

Fixed and variable costs other than seed, fertili7er and insecticide. 

Source- Adapted from Norman and Sami 1991. 
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Table 28 

Estimate of Income to Onion Shipment Assembly Agents 
at the Galmi/Arewa Markets 

(CFA/300 - 120 kg sacks) 

Income 

Commission from Producers @ 
50 CFA/sack 

Commission f, om Truckers @ 
100 CFA/sack 

Difference between Producer 
and FOB price @ 500 
CFA/sack 

1,5000 

30,000 

150,000 

Expenses 

Loading Costs 

Transport Costs 

Quality Control 

Payment to Conveyor 

from Niamey 

Annual License 

30,000 

30,000 

15,000 

15,000 

250 

Total 

Net Income 

Margin % Cost 

195,000 

96,750 

49.6 

Boarding for 
Trucker/Exporter 

Total 

8,000 

98,250 

Source: Adapted from Mahamadou 1987, p. 50 and interview data. 
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Table 29
 

Deferred Onion Sales, Kelta Integrated Development Project (PIK)
 

Village 
No. of Equivalent Amount Resources1 

Year No. of 129/kg Tonnage Advanced (CFA) (CFA) 
Villages Sacks 

1988 3 1,471 176.52 2,942,000.00 735,500.00 

1989 9 5,190 622.80 10,380,000.00 2,595,000.00 

1990 11 10,181 1,221.72 20,362,000.00 5,090,500.00 

1992" 16 16,324 1,958.80 32,648,402.29 8,162,100.57 

1993* 22 26,174 3,140.R0 52,348,402.53 13,087,100.63 

1994 * 32 41,968 5,036.16 83,935,355.33 20,983,838.83 

1995" 45 67,291 8,074.92 134,581,831.22 33,645,457.81 

• Projections based on 1988-1990 data.
 

1Monetary value of onion stocks mobilized by the deferred onion sales operation.
 

Source: Projet Int6gr6 du D6veloppement de I'Arrondissement du Keita. 
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Tabie 30
 

Cowprnv Variabl Cok Emim es of Onion Markting per IM kg Onioi,
 
(CFA) 

Niamey Lom6 Malanville Cotonou Abidjan Abidjan Abidjan Ouagadougou Cotonou %_c:ra 

Costs Niger Togo' Bemn2 Pcnn 2 C6te d'Ivoire' C6te d'Ivoire3 C6te d'Ivoirel Burkina Faso' Benin GhanaI 

Purchase Galmi 9,000 8,000 7,000 6,000 2,000 2,500 8,000 8,000 3,500 8,000 

Arrondissement Tax 200 100 !00 100 100 100 150 150 100 150 

Shipment Assembly Agent 100 100 100 100 100 100 100 100 100 

Loading 250 200 150 150 100 100 100 200 200 

Sacks 600 200 600 600 374 37 600 117 

Breathing Cap 100 75 10 

Filing Costs 25 1,000 25 

(Tenue, de dossicr) ____ ___ 
______ 

Statistics Tax 200 190 190 1,400 258 200 200 200 

Transport 2,000 2,500 1,000 2,000 3,000 361 2,500 2,000 2,250 3,000 

Informal Taxes 240 2,25 366 640 450 321 533 1,050 950 2,500 

Guaranty Fund, Niger 12 

Guaraty Fund, 200 43 50 

Bukina Faso 

Insurance @ 0.5% 46 

Togo Customs 665 

Benin Customs 2,0001 20 20 
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Tab e 30, Caoimed 

Abidjan 

costs 

Ghana Customs @ 10% 
CIF 

Niamey 
Niger 

Ui.,o6 
Tcgo 

Malanville 
Benin 

Coton-u 
Be='_ 

C6te crIvoire' Abidjan 
C&e d'Ivoire3 

Abilan 
C&. d'lvoire 

Ouagadougou 
Burkina Fasol 

Cotonou 
Benin' 

Accra 
Ghanl 

1,4 0 

Burka Customs 500 

C6te d'Ivoire 
Laissez passer/transit 

870 1,133 

Phytosanrtary 250 85 

Oh-r Costs 40 71 

Unloadmg 500, 75 50 50 150 50 75 

CartIng 250 ___ _ ___ _ _ _ _ 

Intermediary __ _ _ _ _200 

Warehouse 

Market Tax 200 

50 

100 100 

200 

100 

38 

0 

[ 

25 

118 

59 

Cost Price (CIF) 13,440 16,555 9,670 10,350 8,470 4,240 12,951 13,010 7f;71 15,944 

Sub-total of Formal and 
Informal Taxes 
% CIF 

240 
2 

4,955 
30 

380 
4 

660 
6 

1,770 
21 

421 
10 

1,667 
13 

1,685 
13 

1,021 
13 

3,900 
24 

7% Loss 

Cost Price 

Asking Price 

941 

14,381 

15.000 

1,159 

17,714 

20,000 

677 

10,347 

15,000 

725 

11,075 

12,000 

593 

9,063 

10,000 

297 

4,537 

11,113 

907 

13,858 

14,000 

911 

13,921 

1M000 

551 

8,422 

9,000 

1,116 

17,060 

17,646 
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Table 30, Continued 

Costs 
Niamey 

Niger 
LomE 
Togo' 

Malanville 
Benin2 

Cotonou 
Benin' 

Abijan 
C6te dIvorvoir 

Abidjan Abidjan 
Cate dIvoirel 

Ouagadougou 
Burkina Faso' 

Cotonou 
Beunin 

Accra 
Ghana' 

Margin 619 2,286 4,653 925 937 6,576 142 -1,921 578 586 

Margin % Cost 4.3 12.9 450 b4 10.3 147 1.0 -138 69 34 

1 Study data 
2Krogt and Klaassebos 1991 
3 Barhouni 1990 
4Lev and Gadbois 1988 
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Table 31 

Estimated Returns to Trade, Niamey--August 1992 
per 120 kg Onions (CFA) 

KATAKAO PETIT MARCHE 

Ave. Purchase Price 

Arrondissement Tax 

Carting 

Intermediary 

Packing 

Loading 

FOB Galmi 

Transport 

Informal Taxes 

Unloading 

Miscellaneous 

Market Taxes 

CIF Niamey 

Sale Price 

Wholesale Margin 

Margin % Cost 

7,750 

100 

150 

100 

350 

100 

8,550 

1,000 

32 

50 

50 

10 

9,692 

10,000 

308 

3.2 

Wholesale Price 

Market Taxes @ 100 F/day 

5% Loss 

Cost Price 

Revenues 120 kg @ 100 
CFA/kg 

Retail Margin 

Margin % Cost 

10,000 

200 

600 

10,800 

12,000 

1,200 

11.0 

Source: Study data. 
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Table 32
 

Monthly Retail Onion Prices, Benin, 1991-1992
 
(CFA/kg) 

Department 

Month Atlantique Oueme Mono Zou Atacora Borgou Atlantique/ 
I I -Borgou%I 


7/91 121 200
 

8/91 291 342 N/A 178 N/A 169 172 

9/91 284 373 N/A 342 N/A 207 137 

10/91 444 446 N/A 322 N/A 270 164 

11/91 561 200 N/A 266 N/A 232 242 

12/91 625 N/A N/A 198 N/A 198 316 

1/92 N/A N/A N/A 225 N/A 186 NIA 

2/92 166 N/A N/A 355 N/A 115 144 

N/A 273 N/A 143 1793/92 256 N/A 

4/92 164 128 131 136 96 88 186 

5/92 178 155 143 145 155 94 189 
________ ___________ -­1 

6/92 199 161 128 180 161 119 167 

Mean 299 250 .134 2381 137 1651 181 

Source: Direction du Contr6lc et du Conditionnement, Ministbe du Dtveloppement Rural, Cotonou. 
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Table 33 

Characteristics of Monthly Retail Onion Prices 
In the Malanville Market, Benin, 1989 - 1992 

(CFA/kg) 

Maximum 	 Minimum Mean 

Year Month Price Price Price
 

1989 December 160
 

1990 February 38
 

March 30 

April 35 

May 55 

June 50 

July 55 

August 55 

1991 	 August 154 102 128 

September 250 125 188 

October 500 200 350 

November 357 250 304 

December 214 109 162 

1992 	 January 167 92 129 

February 111 40 76 

March 111 33 72 

April 67 63 65 

May 63 45 56 

June 125 100 113 

Mean 	 137 105 149 

Source: Monographiques du March6, Office National des C&6ales, Cotonou. 
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Table 34 

Malanville, Benin Market Price Data 
(Wholesale Prices) 

Wholesale Prices 

Dates 

Unit 1/10/91 1/21/91 2/2/91 2/9/91 2/16/91 

Price/120 3,500 3,000 2,250 2,500 3,250 
kg Sack 

Price/kg 29 25 19 21 27 

Retail Prices 

Dates 

Unit 5/5/89 5/12/89 5/20/89 5/27/89 

Price/120 kg Sack 4,800 6,480 6,480 6,960 

Price/kg 40 54 54 58 

Source,: Monographiques des March6s, Office National des CUrales, Cotonou. 
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Table 35 

Retail Onion Prices In Lomin, Togo, 1985 - 1991 
(CFA/kg) 

Year 

Month 1985 1986 1987 1988 1989 1990 1991 

January 253 455 

February 207 490 

March 390 390 174 383 

April 174 260 195 428 

May 325 260 245 608 159 

June 390 260 265 495 172 

July 390 260 194 491 181 

August 390 260 225 454 

September 390 260 225 415 

October 390 390 390 260 283 421 240 

November 475 390 390 260 410 405 309 

December 520 390 390 260 258 

Mean 462 390 340 3,675 Z216 4,100 220 

Source: Direction de la Statistique, Minist~re du Plan et des Mines, Lom6. 
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Table 36
 

Rta Onion Prices in OugduoBurk=n Faso, 1997-1991(CFA/kg 

Month
 

Year Jan. Feb. March April May June July August Sept. Oct. Nov. Dec. Mean 

19879 111 33 179 161 105 	 217 455 333 191 228 

263 185 333 143 1701988 104 83 68 109,! 122 208 194 222 

172 435 294 227 1861989 153 75 96 75 116 203 179 208 

130 216 288 180 147
1990 121 82 67 116 80 143 152 188 

1991 &9 102 82 144 163 187 327 490 198 

312 185 186MEAN 117 86 78 103 155 175 170 182 	 222 356 

Source: 	 INSD, Bulletin d'Informatior- Statistique & Economique. Ouagadougou: MinistEre du Plan et de la Coopration/Institut National de 
la Statistique et de la D6mographie. 
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Table 37
 

Dry Season Onion Producer Prices in Niger, 1984-1991
 

CFA/kg 
Year 

Minimum Maximum 

1984- 1985 45 50 

1985- 1986 30 
 40
 

1986- 1987 30 40
 

1987- 1988 30 35 

1988- 1989 20 30 

1989- 1990 20 35 

1990- 1991 25 50 

Source: RN/MAG/EL. 

Table 38 

Nigerien Onion Production, Export and Consumption, 1986-1991 
(Tons) 

Years 

1986/87 1987/88 1988/89 1989/90 1990/91
 

Production 73,244 104,548 123,644 219,991 169,011 

Exports 2,475 14,037 1A,093 24,039 23,532 

Exp/Prod. (%) 3.4 13.4 14.6 10.9 13.9 

Consumption 70,769 90,511 105,551 195,952 145,479 

Consumption/
 

Production (%) 96.6 86.6 85.4 89.1 86.1
 

Source: MAG/EL; RN/MP/F, Direction G6n6rale des Douanes. 
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Figure 5
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FLgure 8 
ONION EXPORTS THROUGH GALMI CUSTOMS 
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FLure 9 
ONION EXPORTS THROUGH GHYH 
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FLgure 10 
ONION EXPORTS THROUGH GALMI AND GAYA
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FLgure 11 
ONION EXPORTS THROUGH GALMI AND GAYA 

4000 (Tons) 

3500 -

3000 -

2500 -

2000 
1500­

1000 

0 
Jan Feb Mar 

Golyo 1988 
-- - 1990 

-- Gaja 1992 

flpr 

---
0 

----

Mo l 

GoLmL 
GaLmL 
6amL 

Jun 

1988 
1990 
1992 

-x-

JuL 

G o 
- goa 

lug 

1989 
1.999-9 

5ep 

--­

--

Oct Nov 

GoLmL 1989 
aLmL 1991 

Dec 



FLgure 12 
ONION IMPORTS TO COTE D'IVOIRE 
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FLqure 13 
Onion Imports to To g o 
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FLqure 14 
Onuon Imports arid Exports, Burk~no Faso 
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FLsure 15 
OnUon Imports and Exports, Burkina Foso
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FLure 16
 
GHANA NATIONAL ONION WHOLESALE PRICES
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FLqure 17 
Month y Onton PriUces Un Ben'Ln, 1991-1992 
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FLqure 18 
Consumer PrLces for OnLons Ln Lome 
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FLune 19 
Consumer Prbces for OniLons Un Ouogdougou 
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APPENDIX A
 
Onion Markot Study
 

Scope of-Work
 

The purpoca of this onion market study is to fully understand andestimate the potential for marketing Nigerien-produced onions inNiger and across West Africa over the next six year period. 

The onion market study requested in this scope of work will 
serve
as a key input into the Agricultural Marketing and Export Promotion
(AMEP) Project Paper design process. As it waa described in the
recently approved Project Identification Document (PID), the AMEP
Project (683-02'74) will be a six-year activity requiring $20.0million in AID funding. 
The project will focus on the marketing of
agro-pastoral commodities from the time crops are harvestedanimala ara rcany for cailm-c t whczn thA xoach 
or 

pwadue-mt oonau~ora-The marketing chain that concerns the project starts with producers
and ends with retailers. 

The AMEP project purpose will be t6 improve the efficiency of a'jro­pastoral marketing in domeatic and export trade. 
AMEP will seek todevelop both the organizational and technical aspects of agro­pastoral marketing. Different groups in the 
marketing chain,
starting with producers, will be approached in different ways,
according to their varying roles and needs.
 

This project will build on USAID/Niger's success in assisting the
Government of Niger (GON) to carry out policy reforms in the agro­pastoral sector. 
 Since 1984, 
the Mission has been engaged In a
wide-rnging policy dialcqua with th'mb OOH u2naA thrae *&paftt nonproject assistance programs. 
At the policy level, a great deal has
been accomplished to rationalize government 
 involvement in
production and markcting. Agro-pactoral cxport taxam have bowneliminated; 
 export procedures have 
 been decentralized 
 and
simplified; GON commercial representation abroad has been expanded;
and a beginning has been mdde 
at Supplying market infurmwitin.Farmers, livestock raisers and marketers, however, although helpedby a significantly improved policy environment, have continued to
fdce problems regarding product quality, market infrastructure,
storage facilities, export market access, product processing, and
market information. By addressing these problems, the Droject willhelp agro-pastoral producers and marketers take fuller advantage of
the opportunities policy reforms have brought them.
 

Niger has a number of agro-pastoral product= with tonsiderable
domestic and foreign 
marketing potential, including onions,
peppers, potatoes, garlic, cowpeas, pumpkins, tomatoes, ginger,
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fodder and skins and hides. The project will start by working with
 
onion producers and markaetra, who have a large and growing oxport
 
market in neighboring countries, especially Ivory Coast. Nigerian
 
onions are mostly grown in Tahoua Department, and their production

and marXeting are entirely in private hands. Both onion production
 
and marketing offer considerable scope for expansion. As project
 
implementation prouresses, AMEP will select other acro-pastoral

products with which to work. Selection will be based on the
 
presence of prospective producer and marketing groups to work with
 
and domestic and export market potential.
 

In 1991, according to the best available figures, Nigerian onion
 
production was 196,000 metric tons, which is almost double the
 
laval of production achieved in 1027. Of that ttotal, appromimaely
 
35 percent of that crop was exported. Still, figures for onion
 
production, price, export levels and value are not entirely

reliable. At the came time, there haa been no effor t p rojact 
how much the regional market for Nigerien onions is likely to grow

during the next six years. These are the kinds of questions that
 
this markat etudy will help USAID/Nigar and the CON to answer.
 
From this information, the Mission will be better able to determine
 
the level of resources that the AMEP Project will need to devote to
 
onion marketing.
 

III, Scope of Work
 

A. One AMIS consultant wiil be required to complete this onion 
marhot otudy. Th&. ul~n wA.il roport to tho UGAID/Higow 
Agricultural Economist. First, s/he will meet in Washington, D.C. 
with relevant AXD/W staff for one day prior to leaving for Niamey. 
The consultant will meet with AFR/SWA Niger Desk Officer Nancy 
McKay, followed by AFR/ARTS Agricultural Marketing Specialist Tom 
Herlehy. Either the AMIS Project Manager or Tom Herlehy should 
identify Lhe mosL apprupriate person(s) for the consultant to meet 
with in the PAE Bureau. The consultant should request copias from 
the AMIS Project of the Niger Economic Policy Reform Prcgram 
(NrexF) onioa study (L988), the Agricultural Policy &nalysls 
Project (APAP 11) study on onion commercialization (1991), the AMEP 
PID and technical annexes (1992), and the NEPRP garden crop study
 
(1992).
 
B. For three additional days in the U.S., followed by the first

r=hvft day= xn 9ountr # Uhm Qonoult~nt. will "oll~ot Lt= tcvll&-wln 

1jirQuwLuas utnuilt cia w=1.1 a= aL12L.L#_A&4al ttj~w-yaeit4;#xa prodw
that may have strong marketing prospects over the six-year time 
horizon of this study:
 

1. Inforination to Better Asaoa bometic Progduction and
 
Makt_ : Onion production estimates, seasonality, by region, land
 
availability for additional production including recent trends and
 
future projootiona, raw material aupply (volume, prices), labor 
costs, availability of skilled labor, agroprocessing costs, utility
 
costs and availability of services, transportation costs and
 
availability, conaumption Antimateaa pc~tterna Qn4 twondof mac d
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estimates', major potential buyers, tax structure, interest rates,
 
loan availability, sources of local equity capital, import duties,
 
other import restrictions, policy and regulatory environment,
 
inveBtment incentives, availability of supporting services.
 

2. Information-to Better Assess Exports and Additional Export
 
Dtn : All of the above, and worl- onion production (ten year 
trends, forecasts), volumes traded on world markets for major 
trading countries, world market price and demand trend., major 
world produccrm, future outlook, timing of seasonal windows of 

opportunity, names and addresses of major importing firm&, 
packaging requirements, quality standards, shipping costs and 
avuilability, axport requlationa in producing country, imp@r 

regulations/tariffs in importing country, and availability of trade 

financing. 

C. Having collacted and analyzed information related to the above
 

areas as well as other relevant information, the consultant will
 
work in Niger as well as Ivory Coast, Ghana, Burkina Paso, Togo,
 
Ranin and other CPA 2ona aountria to addroam the following 
questions as they pertain to Nigerien onion production and 

marketing as well as to other Nigerien agro-pastoral products that 
may I",a' cinong mawktting p~tt~2Mi&2I 6% fth* aim-yoaw timo. howiuon 
of this study:
 

1. Policies/Invstmesnts Related to Onion MarketinG:
 

a. Policy and Ragulatory Reform: What in the divergence
 

between official and parallel exchange rates, both in Niger and
 

with its trading partners? What export fees remain? What are the
 
inteo~ot ratoc? Whcat io tho n-umbor of rovulatory atc~pa involved in 

atarting a new business and exporting? Are policies/regulations 
available in languages other than French? If not, is this a 
significant constraint? 

Where are roads located?
b. Infrastructure Investment: 

What major marketing areas rerain unserviced by roads? '4hat is the 
frequency and distribution of market prica broadcasts? What is the 
size of the formal and informal financial ae-:tor and loan volume?
 

c. 	 Technology Investment: What are yields, by
 
What percent of onions
arrondissement, department and nation-wide? 


0L Y& GLUVU C tWVI. i LUJ..~. 1I.LUMZ a.L PJL.=- M-_U L nua14M% MAC "L11 

costs? What are the key constraints totransport and storage 
to "modern"communicating with export markets? Is increased access 

communication techniques needed? If so, what percentage of 
exporters have access to telephones, fax and/or telex machines? 
What perc ntaAg nf avortrm'hAv' Adcooi to computera? What ara 

the international telephone/fax satellite slots?
 
d. 	Human Capital Investment: What number of private
 

areas
sector participants have been trained in the of technical
 
train)ng, tinancial management trainxng and/or functional literacy?
 

some support
What number of civil servants have bean trained in 

capacity to onion traders?
 

2. Conditions That contribute to Onion Mar)eticf EffIciency:
 

114
 



a. Price/Cost Distortion of Government Policies: What is
 
the private/social price differential?
 

b. Physical Market Infrastructure: What are the par unit
 
transportation costs per unit capital invested? What are the per

unit storage costs per unit capital invested? What are the per

tinit t$ra-fnm.ntinn conta per unit cApitA] invected? 

c. Financial and Information Strvices: What are the
number of private sector firms/individuals with access to formal 
credit? With aceom to informal credit? What are the number of 
people with access to market information?
 

d. Market Participaxits: Firm-level: What are the
 
input/output coefficients? What is investment in productive

capacity?
 

e. Public Sector Role; What is the extent of direct
 
control activities such as price-setting? What evidence is there
 
of institutions/interventions playing a regulatory/facilitative

role for private sector (e.g. establishment of grades and
 
standards)?
 

3. Onion Marketing Efficiency and Cost;
 

What are the price difrerences across space reflecting

costs (transport, handling, losses, and transaction coats) plus

normal return to spatial arbitrage functions? What are the price

d!'rfererfue duro6s time reflecting real dtorage 
 costs
 
(depreciation, interest and losses) plus normal return to spatial
arbitrage functions? What are the price differences of unprocessed
and processed onions whieh r=clct real processing coate 
(depreciation of plant and equipment plus variable operating costs)
and a normal return for performing transformation functions? What
 
are the number of private enterprises engaging in agribuoJness/
agricultural marketing activities by stage? What are the per unit
 
marketing costs of onions?
 

4. Prospects for Onion Marketing eased on Existin. Cost an
 
Efficiency Levels:
 

a. Per Unit Producer Prices Which Serve as an Incentive
 
to Intensify onion Production: What are prican at farm-level or
 
primary collection points? What is the percent of the f.o.b. price
received by the producer? What are farm expenditures per unit 
land, labor or capital? What is the adoption of improved
varieties; animal traction/mechanization; agrochemical usa? What 
is the projection for these per unit producer prices and related 
figures for each year over the next six year period?

b. Per Unit Consumer Prices Which Enable Consumers to
Increase Their Savings (Investment) or Consumer Expenditure.: What 
in the retail price of onions? What poaoont of total household 
income is spent on food? 
What percent of total household income is 
in savings and investments? What is the projection for these per
unit consumer prxies and related figuroo for each ycar over the 
next six year period?
 

c. Agribusiness Investment and Grose Returns: What is the 
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return on inventmont? What are profits on oales (operating
 
profit)? What are Bales trends/l~vels? What are amployment
 
trenda/levelo? whit acu the stumber of now enterprises? What a=e
 

*-c.mualr.f-of ontkowpwiaa bh4%4x fiLL7 WhC&* am-6 th rnz1moa 0 
employees? What are the value of sales? What are the value of 
exports? What is the projection for these agribusiness investments 
fnd groon roturna fov cah yar ovur tho naxt cix yonr pariod? 

iv. Perso~na' 

Thin mtudy will require the aarvi~a of ne AMIS consultant for an
 
eight week period. The consultant should have an MBA degree in
 
marketing or finance. S/he should hava experience working uith
 

w.j~-zwaei 44mc 4Agci4~y e4- 'Iray ae-h.aa fv- t-hi -pvr rlt ef JAfh-j*rn
goods to outside markets, or some kind of equivalent experience. 
S/he should have significant experience as a business person in 
Waat AfwicA, )*o fluontt inx r-ah, have amca11*nt wrii-intq oV41iA, 
and be familiar with actors, systems and regulations related to the 
operations of the private sector in West Africa. Money will be 
available in tha budqgt if or whan it is npod^A *n hira m r 
employee to assist the conaultant with data collection and 
analysis. 

V. Reports
 

*rereporL wil~l oe a W.±XtaL i*LuUy u..C Uiat yjv .. letl C6A 
Higerien onions in Nigar and throughout West Africa 6var the newt 
six year period. An outline will be submitted to ADO at the and of 
the consultdnt's rirtsL wtex ir-country. The draft report will be 
submitted six weexa Intu Lhw uonaltancy. There will be a Mi1sion 
review or the draft zomnt=imc during thb naventh week of the 
conaulauancy. 4*' Ciial rapora will be umittod io AD)O 4ming this 
eighth week, prior to the consultant's departure from Niger.
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APPENDIX 8 

PERSONS CONTACTED 

NICER REPUB3LIC 

USAID/Niger 

Greg Baker, Economist, ANP 
Richard Macken, PPO 
Commandant Moussa Saley, ANP 
George Callen, NPERP 
Iddal Sidi Mohamed, NPERP 
Andre Nignon, ANP 

GON Authoi ities 

M. Sani Al, Adjoint au Secr6taire G6n6ral de la Pr6fecture 
M. Ousseini Rahaman, Sous Pr6fet de Bouza 
M. l'Adjoint au Sous Pr6fet de Keita 
M. le Sous Pr6fet de Madaoua 
M. l'Adjoint au Sous Pr6fet de Gaya 

Dr. Ouattara, Secretary General INRAN, Niamey 
M. Moussa Adamou, Responsable, Garden Crops, INRAN, Niamey 

M. Aboubacar Mamane, Directeur GAn6ral, Commerce Ext6rieur, Minist~re de Commerce 
M. Idrissa Seydou Magagi, CNCE, Chambre de Commerce, Niamey 
M. Hamidou Saley, Directeur, Chambre de Commerce, 

M. Diallo Yuba, Directeur G6n6ral Adjoint des Douanes, Niamey 
M. Bala Goga, Directeur, Direction R6gionale des Douanes, 
Lieutenant All Hamane, Direction R6gionale des Douanes, 
M. Boubacar Dan Malam, Controleur des Douanes, Gaya 

M. Alpha Cisse, SG, Union des Syndicats des Transporteurs du Niger, Niamey 
M. Tassiou Aminou, DG, Agriculture, MAG/EL, Niamey 
M. Hassan Issak, ADG, Agriculture, MAG/EL, Niamey 
M. Bouboucar, Commercial Crops, Agriculture, MAG/EL, Niamey 
M. Atchebe Abdou, Seed Service, Agriculture, MAG/EL, Niamey 
M. Doulaye All, Chef du Service de l'Agriculture, Gaya 
M. Malam Kime Moustapha, Chef du Service de l'Agriculture, Konni 
M. Aboubacar Azouma, Adjoint au Chef du Service de l'Agriculture, 
M. Mounkaila Yaya, Chef du Service de I'Agriculture, Bouza 
M. Aliman Alartchi, ex-Chef du Service de l'Agriculture, Gaya, en stage au Projet Keita 
M. Abdou Ouraman, Chef du Service de l'Agriculture, Keita 
M. Akilou All, Directeur D6partemental de l'Agriculture 
M. All Maman, Responsable des Statistiques Agricoles 
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M. Guile Mahaman, USRC, Bouza 
M. Lawaly Ibrahim, Responsable, USRC Madaoua 

M. Souley Mohamadou, Directeur R6gionale, ONAHA, Konni 
M. Abdulazziz Oumar, Agricultural Engineer, ONAHA, Konni 

M Sery, Repr~sentant FAO, Niamey 
M. Francis Feyn, Reprbsentant de la Caisse Centrale de Coop/ration Economique 

M. du Aos, Directeur, SCORE Supermarket/Niamey 

M. Chefferou Mahatan, DG, Projet PRIVAT, Konni 

M. Sidi Hachemai, Directeur Technique, Projet Int6gr6 de l'Arrondissement de Keita 

M. J.L. Arrachart, Expert Piincipal, Projet BIT/ONUDI, Madaoua 

M. Sabiou Dady, Directeur Technique, Projet de la Basse Vall6e du Tarka 
M. D.M.C. Hazebrouck, Conseiller Technique, Projet de la Basse Vall6e du Tarka 
M. Choucai Ibrahim, Credit, Projet de la Basse Vall6e du Tarka 

M. Olaf Kusa, Technical Assistant, CLUSA, Niamey 
M. Boubare Zakou, Responsable, Commercialication, CLUSA, Niamey 
M. Abdou Karim Soumaila, CLUSA, Tamaske 
M. Maman Magaji, CLUSA, Doguerawa 
M. Oumarou Ketchi, CLUSA, Magaria 

Onion Dealers, Intermediaries, and Exporters 

Mssrs. Yaroh Bachir et Yaroh Abdurahman, GIE ALBASA, Niamey 
Elh. Oumarou Seibou, Niamey 
Elh. Mani Moussa, Niamey 

M. le President de la Coop6rative, Tamaske 
Mssrs. les Membres du Conseil de Gestion de la Coop6rative, Tamaske 
Mssrs. les Membres des Coop6ratives de Tamaske et Sarakolle 
Serkin Tacha Elh. Abou Hamidou, Galmi 

Elh. Talifou Ousman, Onion Exporter, Galmi 

Elh. Bouge, Di1ali, Areva 

Elhadji Hantchi, Onion Producer, Gaya 

M. Sandi Arzika, Wholesaler, Katako Market, Niamey 
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COTE D'IVOIRE 

Vehi Toure, Agronomist, USAID-REDSO, Abidjan 

M. rahi"ou, First Counsellor, Embassy of the Niger Republic, Abidjan, 

Elh.Sidi, Onion Merchant, Treichvile, Abidjan 

Elh. Yacouba, Onion Merchant, Adjame. Abidjan 

Onion Merchants, Plateau Market, Abidjan 

M. Kouadio Georges, Director, DISTPJMEX, 21, rue des Carrossiers, Zone 3, Abidjan; 17 B.P. 
626, Abidjan, Tel 35-65-26 

M. Kamel Sifaoui, Director SABIMEX, 29 rue de l'Industrie, Abidjan, 01 B.P. 1108, Abidjan 01, Tel 
35-14-41 

Mme.Kasam, PROSUMA (Nour al Hayat grocery chain), Abidjan 

M. Addo, CIDV, Ministry of Agriculture, Abidjan 

M. Gore Franqcois, Chamber of Commerce, Abidjan 

M. Abou Kasam, Prosuma (Nour al Hayat Market), Abidjan 

M. Toure Ibrahim, Technical Counselor, CCIA, Abidjan 

M. Assouare, Statistics, CCIA, Abidjan 

M. Gilbert Adolphe, D6partement Achats, Novolim/Capral-Nestle, B.P. 1021 Abidjan 

REPUBLIC OF TOGO 

M. Dennir Panther, ADO USAID/Lom6 

M. Malcolm Versel, T.A., Direction de Planification et de Programmation, Ditection G6n6rale, 
Minist&e du D6veloppement Rural 
M. Leblane Kougbenya, DESA, DGDR, MAD 
M. Meyisso, Secr~taire Gn&6ral, Chambre de Commerce 
Mme.Alba Peace Kponyo, Direction du Commerce Ext6rieur, Ministre du Commerce et des 
Transports 
M. Etienne Akakpo Koudaya, Direction de la Statistique, Ministre du Plan et des Mines, Lom6 

Mme.Agnes Viasz et famille, Onion Wholesale Merchants, Lm6 Tel 21-26-28 
M. Kwame Housogbo, Onion Merchant, Diatikpodi Market, Lom6 
Mme.Noelie de Campos, B.P. 323 Lom6, Togo, Tel 21-28-37 
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Mmmes. Dovi Dasilvera, Diane Anthoine, Irene The, Ayerle Almeda, Onion Wholesalers, Lom6 

REPUBLIC OF BEIIIN 

Mme. Georgette Pakou, Acting ADO, USAID/Cotonou 

M. Calixte 0. Alapini, Directeur G6n&al, Office National des C6rales, Cotonou 
M. Franqcois-Xavier Loko, Directeur du Commerce Int6rieur, Minist6re du Commerce et du 
Tourisme, Cotonou 
Mssrs. Moudjaidou i. Soumanou and Romain Idjedena, Minist6re du Commerce et du Tourisme, 
Cotonou 
M. Eugene Mahoutan, Contr6ieur du D6veloppement Rural, Direction du Contr6le et du 
Conditionncment, Ministre du D6veloppement Rural, Cotonou 
M. Basile Awassi, Ministr , du Commerce et du Tourisme, Cotonou 
M. Pierre Moise Biao, Assistant, Chambre de Commerce et d'Industrie du Benin, Cotonou 

Mme. Marguerite Dossou, Onion Merchant, Dantokpa Market, Cotonou 
Onion Retailers, Dantokpa Market, Cotonou 

M. Harouna Ismaila, Elh Soukara, Pr6sident, et M. le Scritaire, du 
Comit6 de R6ception et de Vente d'Oignons (CORVO), Malanville, Benin 

REPUBLIC OF GHANA 

Mme. Dawn Liberi, Assistant Director, USAID/Accra 
M. Daniel C. Gyimah, Private Sector Advisor, USAID/Accra 

M. P. A. Bruce, Assistant Director, Project Planning, Monitoring and Evaluation Department, 
Ministry of Agriculture, Accra 
M. Allan Padi Adjirackor, Trade Information Analyst, Ministry of Trade and Tourism, Accra 
M. George Ando, Management Consultant, Ghana National Chamber of Commerce, Accra 
M. J.K. Bediako, Agi icultural Statistics, Greater Accra Agriculture Office 

Elhs. Abou Ouna, Abdoulay Alhassan, Ow-aman Idda Karimou Moussa, Nouhou Moussa, Na Birni 
Aadamou, Maharnadou Ali, Assouman Hama, Onion Merchants, Makolo Marekt, Accra 

Onion Merchants, Aboabo and Tamale Markets, Tamale 

Elhadji Mahaman and other Onion Merchants, Kumasi Market 

Agents of the Ghana Police Force, Bolgatanga 

Onion Merchants, Bawku Market 
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BURKINA FASO 

M. Rudy Vigil, ADO, USAID 
M. Laurent Malhogo, Agriculture Development Office, USAID 

Cadres of the Institut National des Statistiques e" D~mographie, Ministate du Plan et des Finances 
Cadres of the Minist~re de lAgriculture 

Mssrs. Toe Joseph and Zonjo Appolinaire, UCOBAM, B.P. 277, Ouagadougou, Tel. 30-65027/28 

Mine. Judith Some and collaborators, NANKOSEM (Parent fun-m: TECHNISEM BP 82-91423 
Morangis, France TLX 603138). 

M. Pascal S. Ilboudo, FLEX FASO, B.P. 136, Ouagadougou, Tel 30-65-26/30. 

Mine Helene Damiba, Merchant, Larlin Market. B.P. 902, Ouagadougou 
M. Bernard Kabore, Merchant, Rolowoko Market 
Retailers in the Rolowoko Market 
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APPENDIX C-NIGERIEN AGRO-PASTORAL EXPORTS IN THE SUB-REGION, 1990 (Tons) 

Product C~untry 

Burkina C6te d' 
Algena Benin Faso Chad Ivoire Egypt Ghana Libya Mall Mauntania Nigeria Senegal Togo 

Livestock 19535 874 631 90 25.49 310.768 1.875 267.87 59 30,529A 10.84 11.6! 

Meat 10.255 

Fish 138 239389 

Onion & Garlic 32.0 2,66135 1,5964 21,8258 3,365.92 28,261.0 23340 

Other Legumes 633.857 

Cowpeas 2.9 32093.3 

Pumpkin 35.85 

Dates 19.2 10595 390.122 28846 

Tamarind 

Millet 2.0 

Wheat Flour .03 6,5480 

Peanuts 15.47 .25 

Gum arabic 6 785 

Sugar cane 55545 4.305 

Natron 2.18 5.2 713.43 222.68 

Raw tobacco 912.42 £6 2.041 

Aromatic plants 1.8 375 

Hides and skins 14184 97.96 371.22 15.892 

Oleaginous fruit 9.76 

Potatoes 65.0 

Dried Tomato I E 1 27.264 

Source RN/MP/F/DGD, 1990, Commerce G&nTal. Balance Commerciale par Pays/Produits. Import. Niger-Ann6e 1990. 
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