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This segment of the joint CARE/VITA Tchad micro-enterprise stu.y
was conceived to provide VITA with further information on the micro
business environment in N'Djamona., -=Dina F.Haynes
, Pence Corps Tchad
- with help from:
Aziza Ismayel (CARE) and
Katherine Stenberg (PC)

The purpose of this informai market survey, conducted over a
period of five weeks in six of the twelve N'Djaomena markets, was
twofold: to discover what informal credit systems are currently
used by women in micro-eunlerprise, and to determine what the women
are doing with their profits. The following report will consist
of general observations drawn from the sample survey, as well as
from discussions with Tchadian women on the subjects of market and
social customs.

I. Tnformal Systems Cowmonly Practiced in the Marketplace
A. Survey Populalion

The forty women from which the following information was
gathered were chosen al ramlom in each market. The only criteria
was thal thie woman be involved in a micro-enterprise venture (ie.
earnings of no more Lhan abiout 3000 CFA per day), and that she be
willing (o discuss her husiness. The forty specifically
interviewed does not iunclude the number of women who joined in
conversation to add information to that which was given by the
initial woman being surveyed. Vere they included, the number would
near one hundred. This study, then, was compiled not only from
Information drawn from the women whose profits and products can be
secn in the f(inal tables, but from all ‘of the bits of information
offered by various woman in five of Lhe marketplaces of N'Djamena.

B. Tontlnes

Allhough relatively few of the women surveyed belonged to
informal credit groups, one hundred percent of those who are
engaged in any sort of credit system participate in a tontine. The
number of members jin each tontine ranges from !hree Lo twenty-six
and the amount of money contributed is as varied. Some groups
collect a set amount from each member on a tlaily basis, while
others do so once or lwice weoekly.  Each group has a leader or
"Chefltaine" who is respousihle for collecting the agreed upon sum;
generally, she is a strong-willed woman and often the most educated
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of the group. The amount of money collected from each member
ranged from 500 CFA per week to 1000_.CFA per day. The lorger
groups often allow two members to split the total weekly sum, as
few women had need of more than 20,000 CFA at one time, and because
of a common desire to complete the "expenditure/return” cycle in
a 4-8 week period, rather than one of 10-20 weecks.

About twenty percent of the women approached are currentiy
engaged in a tontine or had bpen in the past. The women who had
decided to leave their tontines wunilaterally claimed money
difficulties as their reasons (or opting out; either problems with
the regular contributions of other women in the group or lack of
ability Lo contribite themselves,

The presence of tontines was strongest in the older, more
permanent. markets. Farcha, for instance, is a market with a
transient population consisling largely of people who had tried to
move from native villages and towns to Lhe ca~ital city, only to
find it too overcrowder and expensive, The merchants found
availabla housing and cheaper foes for market space In Farcha and
stayed. While a few women had lived in Farcha for years, several
had jus! arrived and the market isg continuing to attract those
merchants who could find neither o place to live nor the means to
survive in N'Djamena.

In Chagoua, on the olher hand, sixty_percent of the women
surveyed were members of o Lontine. The small size nf the market,
and the subsaquent closer comnections between the women, the minute
profits, and the distance of Chagoua from the larger markets all
seem to De contributing factors to the large percentage of
tontines.

C. Pari-vente

The parj-vente venture, earning money by throwing a party at
a local astablishment -anl charging higher than normal prices ‘for
alcohol nnd soft drinks, wns mentioned by only one woman but mjght
be briefly dis:ussed. The organizer of a pari-vente, usually a
woman with a Jarge amount of cash to invest, secures the use of a
nightclub or bar for a given avening and buys drinks €from the owner
for urgghtly above cost. She then prints up invitations nnd buys
envelopas (invitations MUST be presented in an envelope Lo be taken
seriously), gives the invitations out to friends and acquaintances,
who distibute to their acquaintonces, and arranges for food
(mechoul, peanuts, grilled meat). The organizer keeps the profijts
on the drinks. She purchases them for betaween 125 - 350 CFA and
sells them at the pari-venle for 500 CFA. A successful pari-vente
costs 80,000~ 300,000 CFA to arrange, but the woman who organizes
it can c¢arn up to 300,000 CFA. (* Note: a Muslem version of thig
exists. The party consists of food and non-alcoholic drinks, and
rather than charge for lhe drinks, each guest ig expected to
contribute what he or she can). '

One woman in Cholera market who was running a successful
business saelling oil had organtzed a pari-vente. She har heen a
member of a tountine and stoyed with Lhe group long enough to amass

BEST AVAILABLE DOCUMENT



3

the capital required to throw a pari-vente.,’ She then left (e
tontine, put on a successful pari-vente and earned enough in the
one evening (albelt, several weeks worlh of planning was also
involved) to break cut of the cycle of consignment by purchasing
her own barrel of oil. Becauso of this direct purchase, she now
earns 6,000 CFA more por bharrel-- an increase in profit of about
30,000 per month,

D. Disinclination tn participate in to;ting

A wajortty of the women approached are uot currently, nor
wvere lleyv formerly, memberz of a tontine. There were several
reasons exprassed for tLhin disinterest, but the two most common
were a belief that profits would never be high enough to contribute
or that familial obligations would drain all profits in the event
of an emergency. A third, and less often cit !, reason revolved
around religioue objections to credit of any sort.

Virtually every woman interviewed claimed to be very poor.
While the profits that even the lorger entrepreneurs pull in each
day may seem insufficient by First World standards, some minor
calculating shows that many women earn far more than they claim to
need in order to support Uheir femiliec; and yet there is a common
belief Lhat they are "too poor” to participate in tontine. Fael
tontine ir tailored to ilg founding .aembers’ profits and needs,
thus women can fFind a touline that roquires as Iittle as a 250 CFA
contribution per week. ‘The fear is that aftec contributing for
severasl weeks one will be unahle to make payment, whereupon she
will not have the right to ¢ollect when the cycle comes back around
to her. She will have lost her investment. Some tonlines,
however, will return previous payments to women who suddenly rinfd
themselves unable to contrihute and will even allow a memher o
collect before her designated week In the event of an emergency.
There are many women who Join tontines not with the idea of
amassing a larger aum of money 'o reinvest, but merely to have a
sizable amount of money saved for use In an emergency.

These family emergencies play a huge role in a woman's
decision to join a tontine. Vhile some women join in order to have
an emergancy fund, another worries that a family member wil}! becomn
111 and she will be unabla to meet her weekly dues. Many women
sald they didn’t belong to Lontvines, bLecause thelr families were
thelr tontine. 1n olher words, all profits were spent buying foad,
medicine and clothing for tamily members ns an “investment" in the
Family. Many women, {oo, ot litkle or no help from their
husbands, who expect ULhem to eorn enough money daily to feed and
clothe the family. In Lhese jnstances jt is difficult ko have
enough profitsg remaining tn be able to participate in a tontine.
Other women are unmarried and are still supported by their pacents
or have husbands who will care Lor the family [inancially. Some
women in this situation do not feel the neod to join a tonline, as
everything earned is a profit to bo saved or apent at will on
social obligations.
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‘A small but significant portion of the women, Muslims in
particular, expressed .o distaslo for tontines due to conflicts with
religious baliefs. Two women spoke rather vehemently against
tontines and any other lormal or informal systems of credit. Their
religion dictates that men and women must give freecly to those in
need, and the thought of inlerest or pressure for repayment is in
opposilion with Muslem priveciplas. Even a tontine, because it is
an organized system of allowing merchants to support themselves,
is unaccepltable it scems, because people with means should never
hesitate Lo assist thase in need.

IT. What is Done With Prafits?

A. Reinvestment in business

At the end of each day the profits are tallied, and among {.he
few women who admitted lo clearing profits above and beyond the
immediata necds of Uheir fomjilies, some claimed to sel aside money
to relnvest in their businesses. The number of women willing to
save on a daily basis lor the gole purpose of reinvesting was [few.
Several women acquire goads on consignment and set sside money lo
repay the supplier, bul only one woman in fifty spoke of saving her
profits in order to Luild a targer and better enterprise. Not
surprisingly, this was a woman still ltiving with her parents, with
neither husband nor children to rupport.

B. Savings

Similarly, the only women who were saving profits, towards
whatever financiai need, were those beionging to a tontine. The
women who were interested in saving in order to have access lo a
large sum for business improvements, social obligations or Enmily
needs did so by depositing small amounts each week into the tontine
"account.”  Two of the Arah women selling milk said that all
pro!{%#Pnre given immedintely Lo the hushand who either saves or
spend Cithem at will.

Social and Familial ObLtigations

An interesting reason for %nving profits, frequently expressed
by the macrket women, was the necaessity to fuilfill socjal
obligations. Marriages, baplisms, inltiations and gift glvling
require large sums of cash (or acceptable participation., It is
common practice to give gifts of gold and jewelry to the full
extent of one’s means.

III. Goods on Consignment
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A. Non-vertical sysrtem of aquisition

With Lhe exception of Ihe women selling milk, pasta and
kissar, none of the women surveyed produced their owr goads. Faw
of the women transported lhe pnrchases themselves, most paying for
a push cart or taxi, and at leacgt eighty percent bought the goods
from a middleman, rather than the producer himself. The women
selling sour milk use the cows belonging to their hushands and
therefore have no nead ta make purchases from a supplier, The
women selling kissar aml pasta purchase flour aud rice Ffrem
suppliers, bLul make the vroducls Lhemselves, using each day's
profits to purchase the flour and rice needed to mnke the nevt
day’s kissar and pasta.

B. Relations with creditor

Roughly fifty percent of these women purchase merchandise on
consignment. Several of the women in the more remote markets,
Chagoua and Farcha for example, claimed to be ‘unable to secure
goods on consignment. The Jarge distances between the big markets
and their own, as well as tha infrequency with which they needed
to restock were both contributing factora. The women stated Lhat
good and solid relations with Lhe supplier are necessary before one
is able to take goods on consignment,

IV. Reaction to VITA Credit
A. Reasons for interest

When asked whether they had heard of VITA and its loan
programs, few women responded affirmatively. Most women had never
thought of ways Lo purchase goods other than on consfigument, Inl
alone utilizing formal lonn. If .a woman expressead interest, the
potential micro~loan program was briefly explained and severn]
women thought this would Le g wonderful way to end their pnrchase
of goods on consignment., Many women, lowever, were quick to point
out that several people had come through the markets in the lasl
few years claiming to De plaming loan programs, bul so Ear the
women had only been asked soveral questjons and had seen no money.

" TInterest was expressed hoth for ihe jideq of micro-loans, It
not personal interest, and the possibllity of obtaining a Inan in
order to reinvest in the business. The latter was explained as a
desire to purchase goods in larger quantities, ie. an entire barrel
of oll at a time, rathear than purchasing 10 liters enrh day oc tn
keep more goods in stock, which often’ means hiring night guards and
renting storage spayLa, The micro-1nans themnelves wern largely
thought 1o he a good Udew, of ryture benefit to Tehad, and ane
whose tima had come. Howrver #0040, Lhe forefignness of this concent
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is threatening and perceived as too complicated; or even "good for
another woman, but not for me."

. Fears

Hesitation to embrace the idea of micro-loans can be
attributed to the sames reasons women were uneasy about joining
tontines. Some of the stricter Muslem women explained that lcans,
which often require interest and always demand repayment, are
against the Muslem principles of providing for those who are
incapable of providing for themseives, a sort of Marxist "from each
according to his means, to each according to his needs" approach
to business.

Some women even expressed @ge as a reason for avoiding !oan
programs. A woman from lhe Farcha market sajd that VITA's offer
sounded gond and, but for her age, she would use the money to
reinvesl and build her busiuess. The money, however, should be
used for those younger than herself who are just starting out and
have lorge (amilies far which to provide. An older woman, she
said, already knows how much she can earn and is used to the limits
of her business. The older women should step aside to let the
younger ones take advanlage of micro-loans.

The Final two roasons comnonly cited by those women wha
declined interest in VITA wore the same as those expressed by women
afraid to participate in tontines. The firast i{s the general f[ear
of being able to irepay the loan. The second is the Tchadian
woman's daily worry that jllness or trouble will afflict her
family, and In such o case she will immediately use whatever means
are avajitable to rectify the trouble, even if that means using the
money given bLy VITA for her business and using it to purchase
medicine. The reasoning lhere is that if she doesn’'t take the
money, she can't misuse it,

Y. Observations

At¥Gommon expenses

In addition to the axpenditures on the initial purchase of
goods, there were some doily br weekly expenses. common tb women
merchants. Each market required payment for the "stall" (be it a
wooden construction, old fabric and cardboard or merely a spat in
the dirt) from which the womsn do business. These werc paid daity,
weekly, monthly or yearly, dopending on the market and the quality
of the stall. Women alsga pnid for transportation of their goods
from the nupplier, usually based in a larger market or a factory,
in the case of ojfl (CotonTehad), to ‘their own market. Few women
could carry the goods {hemselves and therefore paid for taxis or
carts to {ransport goodyg, The women who were able to purchase
large quantities at ona time, sacks of grain or barrels of oil,
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also paid either for storage of these goods in a locked stall each
night, or for a night guard. ‘

B. "Safety" merchandise

One interesting discovery made during this study concerned the
combinations of goods sold by each woman. A woman will often sell
a number of items from her stall. Onions ara sold with garlic and
spices, millet is rold with rice. Often, women who are selling
more "risky" products, those which don’t sell well (such as fabric
and cosmetics), are seasonal or are costly items, will make certain
that at lenst one iltem is cectain to bring in a daily profit. In
Farcha there are some women who illegally bring back cosmetics,
Jewelry and clothing [rom Comeroon. These women display their
goods, but keep a pan of rice on hand at all times, so that when
the customs officers come around to inspect goods, they can pack
away the illegal ones and sell the rice for that day.

C. Ald from male family members

Few women received any kind of financial support for their
businesses irom male relations. Those who did, however, expressed
pride that their lhusbands or bLrothers had given them the starter
capital required to begin their businesses. One proud women even
said that everything she made was pure profit bLecause her husband
provided her with clothing. jewelry and household necessities. Ilor
experience is not a common one. Most women, although married, were
in the market daily trying to make enough to provide themseives,
their children and vorious other dependents with the food,
clothlng, medicine ond ecducation needed to maintain life.

VI. Conclusion

A general massage eoxpressed by the women during the market
survey was one of fear and akapticism. The women who were
intereatod enough in VITA's project to learn what micro-loans
consisked of, typically declined personal involvement. When asked
vhat*they would do willh woney, should they accept credit, most
women planned to gel (hemsnlves out of the circle of consignment
by purchasing the product directly from the supplier. No one
expressed interest in Jduing away with Lhe middle man by producing
or traunsporting her own gnods., Some women admitted that if Lhey
were given money lthey would spend it on beautifying themselves [or
weddings, baptisms, initintions and community gatherings in order
to imprave their social status. Many others would use the funds
to purchase things for (haeir children, and said that they realized
that Lhis was not what (ha money was Lor, and therefore could not
accept it. . ’

There were a (ow women who ware interestedd anought to claim
nead of o loan. Thaesa women acenpted the fact that, hypothetically
speaking, Lhey would bn responsible for repayment, and guaranteced
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that the money would be vreinvested in their businesses. These are
the women, then, provided they meet other more specific financial
requirements, whom VITA and CARE would wish to look at when
considering issuing loans: women who have experience with informal
credit systems, are jnteraested in expauding their businesses and
serious about the logislical requirements of a loan.

To successfully implement. a micro-loan program in N'Djamena,
an extensive educalional program would have to be undertaken. The
women must learn how to ovganize themselves, how the get free of
consignment and they wust clarify what they want from their
businesses: money for immediate family necds, profil towards sacial
obligations or funds to build their businesgses. Only a woman who
is very serious about her desire to improve her business will take
the time and effort required to iecarn more about the VITA/CARFE
micro-loan project.
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MARKET ETHNICITY PRODUCT(S) LEXPJNSES PROFITS §
TRANS. STOR. OTHER APPRX.D

1. Farcha Arab milk, mpicns 50C/w 30E/d 150-500 cr
2, Farcha Kotoko oil, okra 20f/d 250-500 cr
3. Farcha N'Gumbai fish, peanul b. 100/w 30f/d 1000 cr
4, Farcha Arab karkunji 30f/d cr
5. Farcha Arab rice, millet 200/w 30F/d  750~1000 c
6. Farcha Sara clothing, rice 30/d 200f/d 250-500 c
7. Farcha Arab millet 750/w 30/d 500-750 c
8. Farcha Kotoko dried meat 500-1000 ¢ |
9. Farcha Arab spices,okra,oil 40/d  500-750 cr
10.Farcha N'Gumbai fabric, soap 200/w  500-6000 c
11.Cholera Arals . okra, piment 25/d 6000/y ©600-1000 1
12.Cholera Goran dried meat 200/w 2000/m 1000-1500 c |
13.Cholera Arab dried flsh,garlic 1500/m 250-750 cr
14.Cholera Ouddain millet 1000/m J00-600 cr
15.Cholera Arab karkunji, pean.b., 200/d 1500/m  1000-1500 !
16.Cholera Ouddain tomatoes, beans 400/m 750/m 200-500 !
17.Cholera Kanembou ofl (coktten,pdan) 175/w 1500/m 2000/m 1000-2000cr
18.Cholera Ouddain salt, tomatoes 100/w 2500/m _ 250-500 cr

KEY: "Product(s)" specifies the major goods sald at Lhe marchant's stand

"Expenses” covers money paid regulavly (d=daily, w=weekly, m=mon-
thly, y=yearly) for transportation, storage fecs (space and guarding of
goods at nightl) and other (depousils, repairs, ecte.).

"Profits" are approxiamate «nily earnings after expenses are paid
(nof including payment to Lontined.

" § " signilies whether (he starter capital required fo Legin the
business was credit ("cr" from a supplier) or cash ("c" from a former bus
iness or family mamber).

" T " signilies whether the woman belongs to a tontine (see accom-
panying footnotes).

" Tontine consieln of three family members working togelher.
Each contributes whal. she coan, afler buying food for family. With
total waltected sum, the women pny for marciages, initfations and
other social/religions functions,

1 Tontine consisls of len women, all from the N'Gumbhai cthnic
group in the South of Tehad. Each contributaes 1000C CFA per day
and is entitled to use one half of Lhe totai sum every five days.
The money is used For purchasing Cabric Jn Kousseri (Cameroun) and
paying for the boats which [erry them across the river in order Lo
avoid the customs officials at the bovder.

Y was formerly a member of a tontine, but was discouraged and

quit after too often heing unable Lo contribute due to ilinesses
in the tomity.
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19.Cholera
20,Cholera
21.Cholera
22.Cholera
23.Cholera
24.Cholera
25.Cholera
26.Dembe
27 .Dembe
28.Dembe
29.Dembe
30.Dembe
31.Dembe
32.Dembe
33.Dembe
34.Chagoua
35.Chagoua
36.Chagoua
37.Chagoua
38.Chagoua

Quddain
Arab
Areb
Arab
Arab
Ouddain
Kotoko
Sara
Ouddain
Ati

Sara
Hausa
N'Gumbai
N'Gummbai
Sara
N’Gumbai
Arab
Arabl
N'Gumbai
Sara

dried meat, oll
onions, hibiscus 250/w
vegetables 100/d

peanut b., meat

Kissar, parta,pea.

oil (cotton,pean) 250/d
gour milk

salt, flour

spices, tomatoes 30/4
mats 200/w
peanut b,, okra 600/m
spinach, sugar 25/d
dried fish 25/d
seeds, Lamnarind 25/d
osee, beipgurts

seeds, heans
onions,garlic,salt
rice, Elour

seeds

pate, tamariil 15/d

CFA every four days.
a group of {his gize and each v
different purposes:

their businesses and

' Former member of Lentine;
the group of seventeen wemon heca

1500/m 1000/m
750/m 1500/m
25/d 1500/m
1000/m
1500/m
1500/m 2500/y
20/4
25/d  500/m
25/d
75/d
1000/m 50/d
400/w

350 cr
350-500 cr
150-450
125-350 b
509 ¢
2000 |1}
250~750 --~

b

«

50-700 b
500 »n
100-200 ¢
250-500 ¢
400-500 «
100-300 ¢
200-400 ¢
100-400 ¢
25-250 ¢
200-500 ¢

Il‘

n

c y

n
n

|u
¥y
nu
y

yl0

she quit after the problems with
me A common occurance.

$ Belongs to a tontine consisting of twenty-four women. Each
woman contributes 250 CFA each day and collects the total of 6000

J Formarly in a tonline,

The wemen claim to have no problems within
voman uses her share of the total for
some lfor family necessities, some reinvest in
others are saving for an emergency Fund,

this woman quit when she had snved

enough to purchase outright a bavre! of oll from Cotoniehad (76,000

CFA).

family;"a
1000 CFA per week.
her position to her daught

Y Thls woman works wjll
belong to the same tontine

0 rhig tontine has rix membe
CFA per week.

Chagoua market,
difficulty estab
women mentioned that

kvery hit of proflt
father provides housing and
claims she wiil start a larger business som

7;§prmerly a member
rtributed 100 CFA

daily.

1 her two daughlers and one sister.
as ddscribed in Footnote # 7.

Lhis woman mokes she is saving, as hor
Ffood and she is as yet wnumarried.
eday with her profits,

She

of a tontine consisting of five women.

Afits tontine consists of ten women, some from the samn
Il working in the Chagoun market. Each women contrilmtes
The former head of the group recently gave up

ar, a strong, outspoken woman.

They

r8 and ecach woman contributes 500

The tontine was astablished because these women in

Lhey oflen buy

In add tion,
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brought up from the south (most of the merchants in Chagoun are

Southern, as well) and can use their pooled money 'a purchase these
goods.,
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PRODUCT

cotton oil
" [1]
flour
peanuls
white millat
" "

red millet

dried meat

piment

tomatoes (dried,red)

" (black)
garlic
fabric
salt

L1

okra

capitaine
hibiscus (leaves)
meat (fresh)
onions.

garlic

PURCHASE PRICE

400 €

76,000 f

225
15,000
6,000 F

150 F
5,100 F
3,000 €
1,500
4,500

825
2,500

600
3,150
7,500 €

500

800
2,500
1,500
3,250
6,000
16,500

ooy

MmAme s

UNIT MARKET  OTHER

liter Central
barrel CotonTchad 2001. /bar
koro
sack
sack
koro 40 koro/sac
sack
sack Mit 1000 f/kor
koro 850/k~Choler
sack
koro 13.5 k/sac
sack Mil 26 k/sack
koro
6 yds. Cameroun
sack *2,300-Choler
koro
koro
large fish
sack
sack
sack Central
sack Central
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