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SITUATION STATEMENT OF THE UGANDA 

COOPERATIVE CENTRAL UNION 

The Uganda Cooperative Central Union (UCCU) was organized 

in 1960 by the cooperative district unions to supply them with 

needed spares for their cotton gins and coffee pulping and 

hulling operations besides jute, gunny sacks, hessian squares, 

baling hoops and twine for baling and sacking their products. 

In 1961 the UCCU began importing these itens as well as farm 

input supplies such as hoes, spray pumps, pesticides, 

fertilizers and galvanized iron products for sale by the 

district unions to the farmers they served. 

Business develo'ped normally until the mid 1970s when the 

economic conditions within Uganda changed. Since then business 

has been chaotic and there has been no resemblance of orderly 

business transaction within UCCU to base expected future 

business or growth. During.the past 8 years, with the 

exception of 1980, foreign exchange has been progressively more 

difficult for private business to obtain. However, for the 

same period government agricultural imports were increasing. 

Monetary value of business transacted is not a good 

indicator of imports or domestic volume because of the rate of 

inflation.' During the past 10 years there has been a very high 

rate of inflation in Uganda, accompanied by a basic devaluation 

of the shilling in June 1981 of 1000%. 



Using gunny bags as an illustration 

Fiscal Bales Sold Price in Value per 
Year By UCCU U.Sh. Bale 

To further illustrate the problem, of trying to evaluate 

the past performance of a business when inflation has been 

rampant; ginnery spares sold by UCCU generated a gross profit 

of 99% over cost in 1978-80, 64.3% in 1980-81 and 700% in 

1981-82. These large and variable profit margins occurred 

because cost price was determined on the basis of original 

purchase price, while the selling price was current market 

value. Presently it is estimated that on the average gin 

spares are 3 years old. 

It is very difficult to evaluate the performance of a 

business during unstable periods similar to those Uganda has 

experienced during the past 5 years. Monetary values of 

imports, sales and profits mean very little when it comes to 

making projections from past statistics. Therefore it was 

decided to evaluate UCCU's business and the need for salesrnen 

based on the present operations and conditions and on how 

change is expected to occur in the next year or two. 

In the past, especially during the 60s there was a great 

deal of government subsidy of cotton, livestock and to some 

extent of other export commodities such as coffee. For the 



nost part, the subsidies were handled through the various 

ministries. Today this practice still continues with many of 

the farm input commodities that are donated by foreign 

governments and agencies being distributed in Uganda through 

various ministries and departments of government, as well as by 

the specific rehabilitation programs and through normal 

existing private channels of distribution including UCCU. 

Uganda Cooperative Central Union obtains some of their 

commodities through the use of foreign exchange in direct 

purchase. This usually means the use of Window 2 exchange 

rates that are much higher than Window 1 (Window 1 - 150 Ush = 
1.00) Window 2 - 270 Ush = $1.00) Some items are purchased 

locally and of course do not involve any foreign exchange. 

Others are through foreign grants in the form of revolving 

funds used in the purchase of foreign exchange credit, while 

others are in the form of direct import of commodities by the 

donor and delivered into Uganda. UCCU has been privileged to 

be the depository of gin and coffee spares for rehabilitation 

programs as well as gunny sacks, hessian cloth, hoes, seeds and 

other production commodities. 

All donors like to maintain some control of distribution 

and pricing of their commodities. However, at present it is 

often the Ministry of Cooperatives and Marketing that has the 

final say (as to the wholesale and retail prices) of the 

donated inputs that are distributed by UCCU and how the 



allocation is made. Recently there has been a shift away from 

government distribution of donor commodities to cooperative 

distribution. The EEC Coffee Rehabilitation Program is 

distributing farm inputs through the UCCU. The IFAD 

Rehabilitation Program of Eastern and Northern Uganda is 

distributing farm inputs through district cooperative unions 

and primary societies. 

Donated commodity prices are established by the Ministry 

of Co-operatives and Marketing by different formulas. Seeds 

donated by USAID in 1983 were priced at USAID's delivered cost 

to UCCU at Kampala. Rounding off the figures, UCCU was allowed 

a 5% margin, the Ministry of Cooperatives and Marketing was 

given 5% for monitoring the program and the retailer was 

allowed a 15% markup. 

Example: carrots 50 gm tin 

UCCU cost ZOO/= margin lo/= 

Min. Coop. & Marketing lo/= 

Distr.ict Union cost 220/= margin 30/= 

Retail Price 250/= 

The income generated from the sale of these donated 

conmodities is sometimes placed in a special fund to be 

circulated into special projects within Uganda. 

The price formula for USAID hoes resulted in USAID 

donating 120/= per hoe in steel. The local hoe manufacturers 



were allowed 280/= to make the hoe, UCCU was allowed lo/= 

(2.5%) margin, the ministry received 15/= (3.75%) and the 

district union had a mark up of 25/= (6.25%), out of which 

transportation cost had to be paid. Retail price was 

established at 450/=. 

When commodities are purchased through normal channels 

pricing is accomplished by a procedure that takes into account 

interest on money while goods are in inventory, transportation 

cost involved, handling expense and administrative costs plus 

an expected profit margin which varies according to the 

commodity. A random check of the current agrichemical costs 

and whole sale prices found gross margins to range from 

15 - 33% with the mean probably being in the 20% range, 

certainly not excessive. A similar check of the commodities 

handled by the Industrial Department, revealed a much greater 

variation in gross margins among the commodities, including 

spares, with some having a very high gross margin brought about 

by appreciation and the high rate of Uganda inflation in the 

past 2 1/2 years. Gin and coffee spares need a high gross 

margin, higher than expendable input items used by farmers, 

because of the slow inventory turn resulting in a high 

inventory cost of finance and warehouse space. 

In April of 1982 the Government of Uganda published their 

Recovery Programme 1982-84. This program was intended to be a 

joint program between the government and foreign countries 

willing to extend economic assistance to Uganda. This document 



outlines the strategy to be used in reviving the agricultural, 

industrial, tourism, mining and energy, transportation, 

communication and social infrastructure of the country. Of the 

$220 million to be spent in the agricultural sector of the 

economy, $158.5 million will be generated out of country in 

grants from foreign countries and organizations and $61.5 

nillion will be generated within Uganda. 

Since April 1982, there have been changes and 

modifications to the program but it is still going forward and 

is still a viable economic program within Uganda. 

During the last few months there have been strong 

indications that more and more of the agricultural inputs used 

by the farmers will be moving through the UCCU rather than 

through the government ministries and departments. The EEC 

Coffee Rehabilitation Program has begun to function resulting 

in approximately 780 million Ush worth of farm inputs scheduled 

to be run through the UCCU; this first year. This will result 

in a large increase in the projected Farm Supply Department 

1983-84 sales of 291 million Ush. There is a possibility that 

under the World Bank's rehabilitation program UCCU will be 

given additional farm supply commodities to distribute. 

In the country there are good signs that the agriculture 

sector of the economy is improving. Cotton acreage has 

increased. Apparently all the cotton seed that was available 

was planted; some was planted late, but it was planted. There 



is good interest in coffee and many of the old tea plantations 

are being revived. This interest in cash crops is primarily 

due to the healthy increase in prices announced by the 

government. 

Export commodity prices in U.Sh. 

Commodity per Kilo Prior to 1 9 8 2  Effective 
9 / 5 / 8 2  1 9 8 3  1 / 7 / 1 9 8 3  

Coffee (Robusta) 5 0  6 0  8 0  

Cotton 4 0  5 0  6  0  

Tea 1 0  1 5  2  5  

Tobacco 

Cocoa 



THE UGANDA COOPERATIVE CENTRAL 
UNION SALES SITUATION 

During a period when there is a buyer's market, there is 

little need for sales people unless the distribution of limited 

stocks are being rationed under an equitable plan. Presently 

in Uganda nearly all donated commodities are being rationed in 

one way or another. Monitoring for some programs has been done 

by the Ministry of Cooperatives and Marketing. From my own 

experience, it is very difficult to keep rationed goods off the 

black market. Monitoring of the movement and sale of rationed 

goods by the government is the universal way of controlling 

them. However, during the mid 1970s, fertilizer and 

agricultural chemicals were in short supply in the United 

states. The cooperatives did an excellent job of equitably 

distributing these commodities to their members, much better 

than did private companies through their independent dealers. 

The reason for this was based on the cooperative philosophy 

that each member has an equal voice in the business and shares 

equally in the prosperity of the cooperative. In addition 

cooperative members had access to the cooperative's commodity 

sales information regarding the amount sold and to whom. This 

problem brought about an equitable distribution of commodities 

in short supply. A salesman can identify surplus and deficient 

areas and adjust sales between the two. Thus removing the 

possibility of over supplies being sold into the black market. 



Many markets can change from a buyers to a sellers 

position very fast causing problems in price, inventory and 

narket penetration unless there is close surveillance. 

Surveillance can best be accomplished by the use of sales 

personnel who are tuned to the market involved. Sales people 

will help predict market changes, if not influence them. They 

can recommend to their company and customer alike steps that 

must be taken if the business is going to successfully 

negotiate the change. 

A rapid and radical market change is not likely in the 

immediate future of the Ugandan farm economy but there will be 

many small changes. To best take advantage of these changes 

the UCCU should remain flexible and monitor the market through 

a sales field staff. In a short time this sales staff would 

become the eyes and ears of UCCU. 

At present co~munications with the customer and the 

narket in general are limited to contacts made when the 

customer or his agent calls on the UCCU in Kampala to collect 

merchandise. Very little contact is made with the potential 

customer on his own home ground to deal with his problems and 

needs. The UCCU does notify the public and their customers 

that they have merchandise to sell by radio announcements and a 

price list of farm supply commodities that is distributed 

whenever there is a price change. It would be very difficult 

to financially justify a sales force on the basis of market 



surveillance and assisting in the monitoring of allocations of 

sparse commodities. However, in addition to the needs 

mentioned above a salesman is needed to devise and implement 

transportation schemes that would save on distribution costs, 

the collection of valuable market analysis concerning new 

allocated and unallocated commodities and the collection of old 

accounts, monies due on consignments that have been sold and 

money due on direct shipped merchandise previously sold by the 

salesperson on a booking. 

If an optimistic position is tak-en concerning the economy 

of Uganda and specially the farm economy, it is necessary to 

determine the true sales potential of UCCU. Presently their 

sales capabilities are limited or restricted by the number of 

sales outlets they are now serving. UCCU is presently only 

selling to 7 cooperative farm supply shops. They are located 

at:- 

Jinja Mbale Masaka 

Kampala Mbarara Tororo 

Kasese 

Besides these shops UCCU is currently selling to 

government ministries and agencies such as Ministry of 

Agriculture and Forestry, Ministry of Animal Resources and 

Fisheries, Army and Prisons and to private traders and 

individual farmers. It is impossible to separate cooperative 

farm supply shop sales from government or individuals. The 



growth potential is in sales to farmers through district unions 

and primary societies. Without a much larger number of retail 

outlets, conveniently located up country to serve all farmers, 

the sale of farm input commodities will be reduced far below 

the market potential. It may be possible to develop farm 

supply shops at the 24 district unions but they serve very 

large areas and it would be impossible to expect them to cover 

farmers' needs when the farmer lives more than 10 miles away. 

Therefore, it is imperative that outlets be established at 

primary societies so that the future market potential can be 

realised. This should be the primary long time goal of a field 

staff. 

A field staff is necessary to develop these farm supply 

shops. In the areas being served by IFAD a rudimentary progran 

has been developed and is functioning using the primary 

societies. In the rest of the country, farm supply shops at 

the primary level would have to be developed. It will take 

time and a great deal of work to bring these primary societies 

into the full role of a farm supply shop. The salesman will 

have to analyse and evaluate many societies before selecting 

the most promising. These must then be given guidance and 

education about all aspects of managing, accounting, 

inventoring and merchandising to be successful. By developing 

additional retail outlets the sales potential of the UCCU will 

be increased proportionately, and once established these retail 

outlets must be serviced. 



With the economy of Uganda growing now is the time to 

develop these new retail outlets. Initially, they can be used 

to distribute allocated commodities but, as the market grows 

for other commodities, sales can be developed and the demand 

met with adequate supplies delivered on time through an 

efficient distribution system at a low price. 

At the present time the EEC Coffee Rehabilitation Program 

has selected the UCCU as the distributor of their farm input 

items amounting to approximately 676 million Ush. The CJorld 

Bank is presently considering UCCU as the distributor for 

certain of their farm inputs as well. Early drafts of their 

program show 260.9 million Ush of farm supply inputs being 

distributed in 1983-84 to small coffee, cotton, tobacco, tea 

and livestock growers. This amount would increase to 1729.5 

million Ush in 1984-85 and then drop down to 1400.5 million Ush 

in 1985-86. A total of 3391.1 million Ush worth of farm 

supplies will be available to small farmers through this 

program, all of which could be distributed through UCCU. 

Sales people up-country could ensure programs like this 

run smoothly, and ultimately should earn their pay and expenses 

by developing direct transportation, timely deliveries and 

tight inventory controls. Under their supervision and watchful 

eye credit could cautiously be extended on a limited trial 

basis to primary societies and district unions having a ready 

market for certain farm supply inputs. 



If half the World Bank's input items plus the EEC Coffee 

Rehabilitation Program farm inputs are moved through UCCU then 

the fiscal years totals would be:- 

1983-84 936.5 million Ush. 

1984-85 865 million Ush. 

1985-86 700 million Ush. 

UCCU estimated their 1983-84 farm supply Department sales 

would amount to 291 million Ush and the Industrial Supply 

Department sales at 560 million Ush. These two programs would 

bring a 3 fold increase in UCCU's Farm Supply Department 

gxpected sales. The total UCCU sales in 1981-82 from both 

departments was 547 million Ush. In a little over a year UCCU 

could be selling 1496 million Ush annually. This would 

represent a large increase in sales and a sales staff would 

desperately be needed to facilitate the flow of merchandise 

through the system to ensure the shortest time in inventory and 

the elimination, as far as possible, of costly handling. 



ORGANIZATION OF A UGANDA COOPERATIVE 

CENTRAL UNION FIELD STAFF 

A minimum of 4 upcountry sales people should be employed 

by UCCU as soon as a suitable and reliable means of 

communication between the sales force and Kampala corporate 

headquarters can be established. The most satisfactory 

solution to the communication problem would be to have the 

field person have access to a short wave radio in the same town 

as they reside, with a base station at corporate headquarters 

in Kampala. 

Suggested location for the four sales people to reside 

would be: - 

Northern Region, Headquarters Gulu serving:- 

Apac Kitgum !loyo 

Arua Lira Elebbi 

Gulu 

Travel distances from Gulu in miles 

Kampala 211 via Bombo, Kitgum 64 

Kampala 355 via Tororo, Lira 62 

Arua 156 Pakwach 150 

Counties 30, population 2,073,119. 



Eastern Reqion, Headquarters Tororo serving 

Iganga Kapchorwa Soroti 

Jin ja Kumi Tororo 

Kamuli Plbale 

Travel distances from Tororo in miles 

Kampala 128 Mbale 27 

Jinja 74 Soroti 88 

Counties 38, population 3,237,401. 

Southern Region, Headquarters Kampala serving 

Luwero Masaka Mukono 

Mubende Mpigi Rakai 

Travel distances from Kampala in miles 

Kakuto 130 Masaka 76 

Mubende 95 

Counties 29, population 2,822, 451 (Excluding Kampala). 

\Jestern Region, Headquarters Kasese serving 

Bushenyi Kasese Mbarara 

Hoima Kabale Rukungir i 

Kabarole Masindi BUndibugyo 

Travel distances from Kasese in miles 



Kampala 236 via Mubende Hoima 162 

Kampala 252 via Mbarara Kabale 130 

Bushenyi 53 Masindi 196 

Fort Portal 44 Mbarara 91 

Counties 36, population 3,390,872. 

Boundaries can be changed and it might be desirable to 

subtract Masindi and possibly Hoima districts from the Western 

Region and add it to the Northern Region in order to balance 

out the load and shorten the driving distances. 

Until security conditions change in the area north and 

west of Kampala it will not be possible to serve half of the 

Southern Region. It is hoped that conditions will improve and 

normal sales can be made in this area next year. If this is 

impossible then Jinja and parts of Kamuli and Mbarara districts 

could be temporarily assigned to the Southern Region. 

The sales people are stationed out in the field for three 

reasions. 1) more work calling on accounts. 

2) less travel and subsistance expense. 

3) the salesperson is better acquainted with his 

region - he lives there. 

If an up-country salesperson lived in Kampala they would 

probably make two weekly trips to their region. This would 

result in 6 actual days in the field; 4 days would be lost to 

travel in 4 weeks. A person stationed in the field should be 

able to spend 4 days each week calling on accounts which would 

result in 16 days of account calling in 4 weeks. 

- 17 - 



Cost would be less for field people stationed up-country 

as on the average they would drive 250 miles per week (1000 

miles per month) as compared to Kampala stationed staff making 

2 trips a month totaling 1500 miles. Subsistance would be less 

because only luncheon meals with an occasional full days 

subsistance compared to 10 days full subsistance per month for 

the Kampala based salesperson. 

The cost of putting a salesperson on the road for a year 

(50 working weeks) would be:- 

Salary 
Commission 
Benefits 

Food, Housing, Medical & Retirement 
Food & Lodging 
Entertainment 
Vehicle (First 2 years UCCU ownership) 

Depreciation 
Petrol 
Repairs & Spares 

Total 
250,000 

2,294,520 Ush 

The farm supply department sales resulting from the 

rehabilitation program inputs going through the UCCU could be 

over 1,000 million Ush in a year's tine. (Not including 

ginnery and coffee spares). The cost of 4 field sales people 

plus one supervisor would be 10 - 15 million Ush. or 1 - 1.5% 

of sales. 

Presently it is estimated that it will cost 4% to move 

goods in and out of UCCU's warehouse. The cost of money is 



currently close to 18%. Therefore, if these sales people 

assist in devising and implementing transportation and booking 

programs whereby one fourth of the commodities would bypass the 

warehouse they would repay their cost. If they caused the turn 

over of inventory in warehouse to occur 2 0  days faster they 

would pay their costs. If they developed 2 0 0  million Ush in 

new markets or an increase in volume of old merchandise they 

could also pay their keep. It is anticipated that' they would 

be able to do these as will many other money making or money 

saving activities. A sales force cooperating with management 

will in time streamline the flow of goods through the UCCU in a 

very efficient way. An efficient system will cost less to 

operate, allowing the savings to be past on to the farmer in 

lower cost commodities. 

To accomplish sales objectives it is necessary to hire 

highly effective self motivating individuals who know farm 

inputs and how they are used. They should have a firm grasp of 

the principles of business management, accounting and 

merchandising. They should be outgoing individuals with a 

strong capacity for selling. In fact, they should have had 2 - 5  

years sales experience as well as a college degree. A degree 

in agriculture would be preferred. They have to be willing to 

travel and meet people. On top of all these qualifications 

they must be problem solvers able to work without supervision 

on a day-to-day basis. 



The Regional Salesperson should be responsible for the 

movement of all the farm supply commodities in their region as 

well as assisting with the distribution of the industrial 

supply items such as ginnery and coffee spares. Spares are not 

items that have to be promoted through creative sales. They 

are replacement parts that are needed when the original part on 

a machine becomes worn or breaks. These items must be stocked, 

catalogued and delivered with dispatch rather than sold on a 

price-quality basis as farm inputs do. 

Initially, it is most important that these regional field 

people establish viable new farm supply shops at the district 

and primary levels using as a starting point the seven existing 

farm supply shops plus the district unions distributing USAID 

commodities and the primary societies distributing IFAD 

commodities. Assistance must be given in merchandising, 

security control and salesmanship. Without expansion of retail 

outlets UCCU sales volume will never develop and after the 

period of distribution of the scarce rehabilitation farm input 

commodities UCCU will become primarily a depository of ginnery 

and coffee spares. 

The salesperson must work with the supply department in 

areas of transport, pricing, inventory and commodity 

selection. Booking programs should be developed and perforned 

on as many items as is feasible. The purpose of a sales 

campaign is to move commodities as efficiently and cheaply as 



possible from the supplier to the ultimate consumer. In order 

to accomplish this task the sales people should run as many 

market surveys as necessary to determine their customers 

seasonal needs, their desires and ability to pay for the 

specific commodity and service. 

Many of the farm input commodities are technical in 

nature (pesticides). The sales person must have full and 

competent knowledge of these products and be able to pass this 

information on to his reseller and to the ultimate consumer 

through personal contacts, literature and meetings. 

Information about these products will have to'be obtained from 

the main office, the local Agricultural Agent, the supplier and 

the experiment station. As new farm input commodities are 

developed and come on the market they will be asked to appraise 

these, and recommend those that should be introduced into 

UCCU's line of commodities. They will then be expected to 

promote their sale. Complaints both from the resaler and 

farmer will be cared for by the sales person. 

In order to facilitate these responsibilities and 

activities training and on the job assistance should be 

offered; not only to the regional salesman but also to their 

supervisors and those people within the farm supply department 

that are involved with market development transportation, 

inventory, pricing and product knowledge. Formal training 

should cover such topics as salesmanship, merchandising, market 



surveys, time and territory management, communication, 

bookkeeping procedures and accounting and cooperative 

principles. This training should be given first to 

. salespeople, a modified set of courses should then be given to 

the managers of the farm supply shops. 

Someone with experience in sales should be appointed to 

supervise the salespeople or there should be a person brought 

in from the outside for at least a year and preferably for two 

years to assist and train all those involved with sales to 

insure that the program gets off to a correct start. 

The Kampala farm supply shop operated by the UCCU should 

be rejuvenated and staffed with knowledgeable employees to make 

it a model farm supply shop to be used in the developing of 

district and primary shops upcountry. The Kampala shop should 

be used to train present and future up country shops managers 

and employees. The Kampala shop should be audited seperately 

from the UCCU's other operations. UCCU should supply 

merchandise to their shop at regular wholesale prices and terms 

except for damaged and discontinued items. The UCCU should not 

sell any to individual directly except through their farm 

supply shop UCCU Supply Shops, district unions, governmental 

ministries and agencies and parastatal government. A policy 

should be established to determine future sales to large 

farming estates. 



Many of the commodities now handled by the Industrial 

Department of UCCU are farm inputs items that can be used by 

the farmer such as gunny bags, spanners, power tools and 

V-belts. These should be promoted as potential saleable 

commodities to farm supply shops. Spares are only sold to 

specialized customers, district coffee and cotton unions who 

purchase them in order to keep their processing equipment in 

repair and operating. 

There are two areas for which salespeople should have 

absolutely no responsibility. First, no salesperson should 

establish prices. This should be the responsibility of someone 

in UCCU headquarters in Kempala, preferably the individual 

responsible for the earnings and operations of the department 

handling a particular commodity. The salesperson's 

responsibility would be to provide this individual with 

information relating to need for the product in his region and 

with competitive information. 

Second, salespeople should never be responsible for 

ordering merchandise. The responsibility for ordering lies 

with the appropriate department after consultation with the 

warehouse. 



IV Proposed sequence of the Uganda Cooperative Central 

Union's Sales Staff Program 

I Evaluate sales program 

I I Establish radio communication between salesperson's town 

of residence up-country and Kampala headquarters. 

I11 Purchase 5 light two wheel drive pick-up Trucks to be 

used by the four sales people and the sales supervisor. 

Vehicles to be owned by the UCCU for the first 2 years 

and used by the salesperson for business. Salesperson 

pays actual. operating expenses (petrol and oil) when used 

for personal use. 

Beginning of Third year vehicle is sold under contract to 

the salesperson at depreciated value. The UCCU then pays 

130/- per business miles driven. 

2 Wheel pickup 9,259.00 x 270/- = 
1st year Depreciation 

Spares and Repairs 
Petrol (60/-~15,000 miles 
Total UCCU cost 

2nd year (same as 1st year) 1 , 7 7 5 , 0 0 0 / -  

3rd year, Under sales contract 
De~reciation 
~iieage paid (130/-~15,000 miles) 1,950;000/- 

2,575,000/- 
Sales income (625,000 +lo% interest) 750,000/- 

Total UCCU cost 1,825,000/- 

(salesperson would generte 300,000/- 
to use for spares and repair labor) 



4th year, Under sales contract 
Depreciation 
Mileage paid 130/-~15,000 miles 1,950,000/- 

2,575,000/- 
Sales income (625,000 + 10% interest) 687,500/- 
Salesperson would generate 362,500/- 
To use for spares and labour repair.) 
Finalize salary/commission/benefits~ subsistance 
and transportation cost for a year. 

A. ~alary/Commission (Salary Scale 5) 
Basic Salary (2,500/- per month) 30,000/- 
Commission by formula 30,000/- 
(Estimate based on 1/4 the projected 
EEC Coffee Rehabilitation Program of 
farm inputs to be distributed by UCCU 
in 1983 - 84 valued at 676 million Ushs. 

Formula - (App. K) 

.0000015 x Sales increase = Commission 

Expenses + Sales Increase 

Example - 

Expenses 
Lunches 100,000/- 
Per Diem 125,000/- 
Entertainment 100,000/- 
Spares & Repairs 250,000/- 
Petrol 900,000/- 

Total Expenses 1,475,000/- 

Income 676,000,000/- + 4 = 

Factor .0000015 can be changed each year by 

management to reach objective. 

When expenses are higher than sales increase commission 

will be zero. 



B. Benefits 

Food allowance @ 5000/- per month 

Housing allowance @ 2OOO/- " w 

Retirement @ -  460/- " w 

Medical 

Total 

c. Subsistance 
4 

Per Diem, lunch @ 500/-x200 days = 100,000/- 

Per Diem, Full day and lodging 
@ 2,500/-x 50 days = 125,000/- 

Entertainment per receipt 

Total 325,000/- 

D. Transport 
2 Wheel pick-up @ 2,500,00/- 
1st and 2nd year owned by UCCU. 
3rd and 4th year under sales contract 

with salesperson, UCCU paying 
mileage at 130/- per mile. 
Estimated cost 1,800,000/- 

Total yearly cost for salesperson 2,319,520/- 

V Assign supervision of the sales staff to 
Assistant General Manager who has the responsibility 
of recommending the hiring and firing of the sales staff. 

VI Solicit Applications for the sales positions. 
A. Give notice to present employees 
B. Inquire of others 
C. Advertise. 

VII Interview and investigate all applicants. 

VIII Hire applicants on a probationary basis after radios 
are operational and vehicles are available. 



IX Tentative activity plan for field staff after hiring. 

A. One week of formal indoctrination into their duties and 
responsibilities. 

B. 6 - 8 weeks sales supervisor and or advisor travel region 
with salesperson. 2 - 1 week periods with each sales 
person. 

C. 4 weeks of Basic Training covering 

1. Time and Territory Management 
2. Salesmanship. 
3. Market Survey Techniques. 
4. Business procedures. 

Bookkeeping and Accounting 
Personnel Management 
Credit Management 
Inventory Control 
Pricing 

5. Transportation 

Expense 
Choices 
Coordination 

6. Merchandising 

7. Bookings 

Kinds 
Value 
How to 

8. Cooperative Principles 

9. Product knowledge 

Review of commodities 

10. Introduction of UCCU 

Personnel 
Facilities 

11. Handling complaints and problems 



D. 12 weeks Work individual sales region with supervision 
from sales supervisor and advisor. 

E. 3 weeks Review of Basic Training with advance Training 
in areas that need greater emphasis. Advance training in 
product knowledge and now to present it to farm shop 
employees and their customers. Ending with a sales staff 
meeting including all departments directly related to 
sales. 
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I took my f i r s t  s a f a r i  o u t s i d e  of  Kampala from J u l y  23 - 30' 

accompanied by M r .  Char les  Mbabali. Our r o u t e  took u s  through 

Masaka, Mbarara, Bushenyi, Kasese ,  For t  P o r t a l ,  Hoima, Masindi ,  

Chobe Lodge, Paraa  Lodge and t h e n  r e t u r n  t o  Kampala by way of 
Kabale. The purpose of t h e  t r i p  was t o  eva lua t e  t h e  p o s s i b i l i t y  

and e x t e n t  of developing farm imputs s a l e s  a t  t h e  l o c a l  l e v e l  

through farm supply shops opera ted  e i t h e r  by t h e  d i s t r i c t  unions  

o r  t h e  primary s o c i e t i e s .  

I was impressed by t h e  d i v e r s i t y  of  t h e  country  and t h e  

small s i z e  of t h e  i n d i v i d u a l  farm opera t ions .  I came t o  r e a l i z e  

t h a t  t h e  b igges t  o b s t a c l e  t o  s a l e s  development i n  t h e  rural a r e a s  

w i l l  be communication and t r a n s p o r t a t i o n .  I d i scovered  a g r e a t  

d e a l . o f  enthusiasm f o r  t h e  improvement of e x i s t i n g  farm supply 
shops  and t h e  e s t a i l i s h m e n t  of  new ones by bo th  t h e  d i s t r i c t  
un ions  and t h e  primary s o c i e t i e s .  A l i s t  of i t ems  t h a t  should 
be c a r r i e d  i n  a farm supply shop i s  l i s t e d  i n  t h e  appendix o f  
t h i s  r e p o r t .  Once a UCCU salesman beg ins  c a l l i n g  on accounts  

* 
and p rospec t i ve  accoun t s ,  I am c e r t a i n  t h e  l i s t  of  s a l e a b l e  

i t ems  w i l l  i n c r ea se .  Most i n d i c a t e d  a d e s i r e  f o r  monthly o r  

bimonthly '  c a l l s  by sa lespersonne l .  

I d i d  no t  add re s s  t h e  q u e s t i o n  of  f i nance  f o r  I knew t h a t  

.most coopera t ives  were on a COD b a s i s  w i t h  UCCU and d i d  n o t  wish 

t o , g e t  i n t o  t h a t  a r e a  of d i s cus s ion .  Many wanted t o  d i s c u s s  

p r e sen t  problems such as inadequate  s t ock  a t  UCCU, h i g h  p r i c e s ,  

poor q u a l i t y  of  merchandise ,  and t r a n s p o r t a t i o n ;  t h e s e  I answered 

as p o l i t e l y  and qu i ck ly  as p o s s i b l e  so I could spend our  t ime - *  ' - d i s c u s s i n g  t h e  f u t u r e  of  s a l e s  of  farm imputs. 
. . 

: ' I  
* L i s t e d  below a r e  t h e  h igh  p o i n t s  of  our  c a l l s .  M r .  Mbabali 

& A 

v e b  e f f e c t i v e l y  a r ranged  l o c a l  c o n t a c t s  and took a n  e n t h u s i a s t i c  
' .  p a r t  i n  a l l  d i s cus s ions .  We were v e r y  c o r d i a l l y  r ece ived  by a l l  

groups and i n d i v i d u a l s  who f r e e l y  en t e r ed  i n t o  a l l  d i s c u s s i o n s  

w i t h  f e e l i n g  and convict ion.  To t h e s e  people I owe a h e a r t y  

thank you. 
3 

KASESE ' 

Met w i t h  a group o f  4 i n d i v i d u a l s  who work i n  v a r i o u s  

c a p a c i t i e s  e i t h e r  f o r  a gavings  and c r e d i t  coopera t ive  o r  f o r  

. t h e  Min is t ry  of Cooperatiyes and Marketing. When I asked i f  

t h e  d i s t r i c t  un ions  and primary s o c i e t i e s  should e s t a b l i s h  
farm supply shops ,  t hey  were v e r y  much i n  agreement t h a t  t h i s  \ 



should be accomplished where ever  pos s ib l e  w i t h  merchandise 

s e l e c t e d  f o r  t he  smal l  farmer o f  two a c r e s  o r  l e s s .  I n  t h e i r  

a r e a  those  crops producing .the h ighes t  r e t u r n  per  a c r e  were:- 

maize,  beans, groundnuts and sorghum. The average s i z e  of  

farm i s  l e s s  t han  2 ac res .  

Met w i th  t h e  Chairman, Vice Chairman, ~ e c r e t a r ~ / ~ r e a s u r e r  

and committee member of t h e  Rwenzori Pawpaw Growers Cooperative 

Soc ie ty  Ltd. This  s o c i e t y  i s  l o c a t e d  23 mi l e s  from Kasese and 

markets  1 6  t ons  p e r  year  of  pawpaw l a t e x  valued a t  around 3Om./= 

m i l l i o n  ~ s h '  Apparently t h e i r  s o c i e t y  i s  economically sound and 1;: 
t hey  wish t o  e s t a b l i s h  a farm supply shop. They a r e  a l s o  .il 

i n t e r e s t e d  i n  e s t a b l i s h i n g  a T r a c t o r  h i r e  Unit  t o  plough 1 ,000  
a c r e s  i n  January-February and hlay-July a t  5000/= per  ac re .  

T r a c t o r  could pos s ib ly  be used t o  c o l l e c t  t h e  l a t e x  from t h e  

primary s o c i e t i e s .  k ,. . 

f2-  

Held a s h o r t  conference w i t h  t h e  Chief Accountant and 

t h e  Ginnery Manager of t h e  Nyakatonzi Union concerning farm 

supply shops. They were more i n t e r e s t e d  i n  d i s c u s s i n g  problems 
, 

t han  i n  looking a t  the  fu tu re .  

V i s i t e d  t h e  Nyakatonzi Union farm supply shop t h a t  has  

been managed by Mrs. Aida L. Kamahwa f o r  t h e  p a s t  1 0  years.  

The merchandise was w e l l  d i sp layed  and c0vered .a  wide range of  
commodities from ch i ld rens '  d r e s s e s  t o  p e s t i c i d e s .  They wanted I 
mare merchandise t o  s e l l .  The shop was l o c a t e d  i n  t h e  middle I 

I 
of  Kasese. 

2 4 m  r 
, Met wi th  D i s t r i c t ,P l ann ing  capwrG a t  which t ime t h e  

f u t u r e  of  farm supply shops were discussed.  The group expressed I 

t h e  d e s i r e  t h a t  t h e  primary s o c i e t i e s  should be encouraged t o  

purchase a n  adequate  inventory.  The Agric. Agent was concerned 

about t h e  non-cooperative farmer having acces s  t o  necessary  .!I. E 
I 

a g r i c u l t u r a l  chemicals i f  they  a r e  taken away from t h e  Agricul-  k- 
i 

t u r a l  Department. He was a l s o  concerned about c o r r e c t  i n s t r u c t i o n  ! 
concerning t h g  use  o f  t h e  p e s t i c i d e s .  T ranspo r t a t i on  t o  t h e  I 

I 

primary s o c i e t y  would be a problem. L 
Drove t o  t h e  headquar ters  of  t h e  Abasai ja  Kweyamba Xlubuku 

. Farmers Cooperative Soc ie ty  Ltd;  and d i scussed  w i t h  o f f i c e r s  and i 
secretary/nlanager t h e  p o s s i b i l i t y  of t h e i r  e s t a b l i s h i n g  a farm ! 
supply shop. 



They a r e  i n t e r e s t e d  i n  s e t t i n g  up a  complete shop and would l i k e  
h e l p  and d i r e c t i o n  i n  accomplishing it. The members of t h i s  
soo ie ty  i r r i g a t e  t h e i r  crops and were t h e r e t o r e  i n t e r e s t e d  i n  
wide i r r i g a t i o n  hoes ,  i r r i g a t i o n  tubes  and dam ma te r i a l .  A I D  

commodity p r i c e s  were questioned:. I f  t h e  products  were given 
by t h e  donat ing coun t r i e s  why do they cos t  t h e  farmer so much? 
Who i s  making t h e  b ig  p r o f i t ?  T h i s  same ques t ion  came up 

s e v e r a l  t imes dur ing  t h e  s a f a r i  and it waseexplained t o  t h e  
Ugandans t o  t h e i r  s a t i s f a c t i o n .  

I n  t h e  evening a t  t h e  Margharita Hote l ,  we v i s i t e d  wi th  

Deputy Commissioner f o r  Cooperatives,  M r .  Kyamulesire. He i s  

head of t h e  Coffee R e h a b i l i t a t i o n  Program. I asked how t h e  
farmers  would o b t a i n  t h e i r  imputs a f t e r  t h e  r e h a b i l i t a t i o n  

I!' 
grogram comes t o  an end i n  2 years .  He s a i d  he d i d  not.know. 
I suggested t h a t  p l ans  could be l a i d  f o r  t h e  p r i v a t e  s e c t o r  

I 

and t h e  coopera t ives  t o  assume t h e  r e s p o n s i b i l i t y .  I wish t o  . h 
#i follow up t h i s  sugges t ion  wi th  t h e  Ministry.  :t:: :G: 

I 

P ' 
KA BALE P 

V i s i t e d  wi th  t h e  o f f i c e r s  of t h e  Kigezi  D i s t r i c t  Vegetable 

Growers Cooperative Uniorl L td ;  about a  complete farm supply shop. 

P r e s e n t l y  they  a r e  handl ing a  number of i temsabut would l i k e  t o  

expand i n t o  d i f f e r e n t  k inds  of merchandise if they  could be 
compet i t ive  w i th  t h e  t r a d e r s  i n  town. They have t h e i r  own 

t r a n s p o r t  a n d , t r a v e l  t o  Kampala a t  l e a s t  once a month. They 
, . 
! . have a pig and poultry operation but they cali not reach their 

-.... , . :  .. . . .  

,*'-"''., . :,' product i o n  capac i ty  and blame t h e  poor r e s u l t s  on t h e  q u a l i t y  
, i"' 

.,:, ,:;:,:;;, of feed they  purchase from t h e  J i n j a  M i l l .  They asked i f  . .. , ' \ . ; ,. .. > .  
*, ,!':. ,. *-.;+ 

. - . .  ;. .:,.., A .,,>: -, a s s i s t a n c e  would be a v a i l a b l e  f o r  t h e  Cooperative t o  s t a r t  a 
. . , . 

, . f .  - .C 
r ,  - -  I . .  feed m i l l .  . . ... ~ .. .. ,. ';, ,.': :. :. . , ... ,- 

..+, .,...- 3 ; .  ' .+ , . .  . ,  - 4 

., >: : ':?A'. ...\,:, 
.: , .  '.,.-;i< 

An ad hoc planning committee meeting was c a l l e d  w i t h  t h e  
,. .:: , , . #  i 

-,..'::'- .;., D i s t r i c t  A g r i c u l t u r a l  Agent, D i s t r i c t  Cooperative O f f i c e r ,  
, . > . h l _ . .  . 

.:.. , , .. 
.E': ( ' .  ..':'* ~ e c r e t a r y h a n a ~ e r  and Chairman of t h e  Vegetable Growers Coop- 

, , ;;r, : , " . .  . ? 

-: 
.4,,:>-.,.:;. ; ,.., 
' - :!..,, 

,.,,, .,?? 
! i e r a t i v e  present .  The A g r i c u l t u r a l  Agent and t h e  o t h e r s  presen t  

r 
! 

. .  . ' ,. . ! 5: .. , , y -',. * . . . .  . . . .. .:.: . agreed . t h a t  i n  t h e  f u t u r e  t h e  l o c a l  cooperat ive s o c i e t i e s  should 
: 7 . 

. , I . .  I . s e l l  t h e  p e s t i c i d e s  if they  have adequalk product knowledge. I n  

t h e  pas t  UCCU has  not  been proper ly  stock*. Would l i k e  a  s a l e s -  

man t o  c a l l  every 2 months.? . 
* I 

M BARARA 

Met w i th  t h e  group of d i s t r i c t  o f f i c i a l s  r ep re sen t ing  
' , !. . . . ./4 



~ o o p e r a t i v e s / ~ a r k e t i n ~ ,  A g r i c u t u r e ,  L i v e s t o c k  s u p p l i e s  and 

I n f o r m a t i o n  and d i s c u s s e d  t h e  p o s s i b i l i t y  o f  d e v e l o p i n g  farm 
s u p p l y  shops  that would s e l l  a l l  farm imput s  i n c l u d i n g  p e s t i c i d e s .  

The a g r i c u l t u r a l  a g e n t  and t h e  v e t e r i n a r i a n  s a i d  that t h i s  would 

be good b u t  non-coopera t ive  members would have t o  be s e r v e d  and 

t h e y  b o t h  q u e s t i o n e d  whe the r  o r  n o t  fa rm s u p p l y  shops  would have 

a d e q u a t e  knowledge t o  i n s t r u c t  t h e  f a r m e r s  i n  p r o p e r  u s e  o f  

a g r i c u l t u r a l  chemicals .  I s t r e s s e d  t h e  p o i n t  t h a t  fa rm s u p p l y  

shop sa lesman would be t r a i n e d  by UCCU, s u p p l i e r s  and t h e  l o c a l  

a g r i c u l t u r a l  a g e n t s  and t h a t  t h e s e  s a l e s p e o p l e  would be a n  

e x t e n s i o n  of t h e i r  o f f i c e  when g i v i n g  recommendations and a d v i c e .  

V i s i t e d  Eanyankole Kvreterana Growers Coopera t ive  Union L td  

farm s u p p l y  shop where I found a n e a t  w e l l  d i s p l a y e d  s t o r e  b e i n g  

o p e r a t e d  f o r  t h e  l a s t  2 y e a r s  by a n  accountant -bookkeeper  who 

s t a t e d  t h a t  he l i k e s  t o  manage a shop as we l l  as keep books. 

S a l e s  volume by catago$y a r e  p e s t i c i d e s  305,  v e t s u p p l i e s  30% 

s e e d  20$ m i s c e l l a n e o u s  2%. There  h a s  been a 305 marg in  on 

a g r i c u l t u r a l  chemica l s  and 5$ marg in  on t h e  hardware. UCCU 

n a i l s  have been t o o  h i g h ,  f o r c i n g  them t o  purchase  e lsewhere .  

Wants t o  s e l l  a d d i t i o n a l  i t m e s  i f  t h e y  a r e  a v a i l a b l e .  He vrould 

l i k e  t o  have a sa lesman c a l l  e v e r y  month. 

Confer red  w i t h  t h e  ~ e c r e t a r ~ f h l a n a ~ e r  o f  t h e  Eanyankole 

Kweterana ~ r o w e ' r s  Coopera t ive  Union L t d ;  i n  h i s  o f f i c e  a l o n g  

w i t h  t h e  farm s u p p l y  shop manager. In 1981-82. t h e  farm s u p p l y  
shop was newly e s t a b l i s h e d  and o n l y  o p e r a t e d  6 months, g e n e r a t i n g  

' . 
a g r o s s  margin  o f  150,000 - 200,000/= o r  a n e t  o f  44,000/=. S a l e s  

'. d u r i n g  t h e  1982-83 f i s c a l ' y e a r  t o t a l l e d  around 5 m i l l i o n  Ush. The 

Union i s  c o n s i d e r i n g  e s t a b l i s h i n g  farm s u p p l y  shops  a t  Bushenyi ,  

I ~ . s n d ~  and /&d'.?hdl;c.' When asked  what i n  t h e  way o f  t r a i n i n g  
was needed ; he r e ' p l i e d ,  " T r a i n i n g  i n  p rocurement ,  p e r s o n n e l  

management p u b l i c  r e l a t i o n s ,  on job  t r a i n i n g ,  and farm c a l l i n g . "  



.. 

Kasese  
Min. o f  
coops/ 
Marke- 
t i n g  

O f f i c i a l :  

Hoes 
B i c y c l e s  
I r o n  S h e e t s  
Nails 
S p r a y  Pumps 
Pangas  
T h r e s h e r s  
Axes 
I n s e c t i c i d e s  . 

H e r l i c i d e s  
Fungi c i d  e s 
S h o v e l s  
Hammers 
Barbed Wire 
S t a t i o n e r y  
Rad io  
Shoes  

\ 

Watches 

S e e d s  

Wrenches 
Spanner s  , ' 

Gunny Bags 
P l a s t i c  Bags 
F g r t  

Hand Fork 

W a t e r i n g  Can 
Wheel Barrow 

Canvas Dan 
Irr. Tubes 

Soap ;  . 

O i l ,  ' Cooking 

Feed : 

T e x t i l e s  

K i t c h e n  Ware 

Cement 

B i c y c l e  S p a r e s  

P a i l s  

Food stuffs 

8 wenzor i  
awpaw 

Growers 
Coop. 
Soc.Ltd. 

A b a s a i  'a 
~ w e ~ a m h  
Mubuku 
Farm- 
i n g  
S o c i e t y  

Union 

K i g e z i  D i s t .  
V e g e t a b l e  
Growers 
Coop Union 

Panyankole  
Kwet e r a n a  
Growers Coop 

Union 

S = ITEMS STOCKED BY FARM SUPPLY SHOPS 
I 
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EASTERN AND NORTHERN UGLNDA SALES EVALUhTION 
SAFARI:  AUGUST 1 8  - 28. 1983 BY BILL ALDWORTH 

The purpose of  t h e  s a f a r i  t o  t h e  E a s t e r n  and Northern  

D i s t r i c t s  of Uganda was t o  become acqua in ted  w i t h  o p e r a t i o n  of  t h e  

d i s t r i c t  un ions  and t h e  primary s o c i e t i e s  as a p o s s i b l e  p r e lude  t o  

t h e  s t r e n g t h e n i n g  and e s t a b l i s h i n g  of  farm supply  shops th rough  

t h e  use  o f  Uganda Cooperative Cen t r a l  Union D i s t r i c t  Salesmen. 

I n  o r d e r  t o  t a b u l a t e  r e s u l t s ,  su rveys  were conducted. 

D i s t r i c t  un ions  o f f i c e r s ,  primary s o c i e t y  mm?tgers and f a rmer s  

themselves  were asked q u e s t i o n s  r ega rd ing  s i z e  of  farm,  c rops  

grown, income d e r i v e d ,  and money spen t  f o r  f a r m  imputs ( t a b l e  1 & 2 ) .  1 
Q u e s t i o n s  were a l s o  asked about  a v a i l a b l e  c r e d i t ,  s i z e  of  a r e a s  

served by t h e  v a r i o u s  coopera t ives .  Those Cooperat ives  t h a t  were 

o p e r a t i n g  shops were asked q u e s t i o n s  r ega rd ing  volume, margins and 

i nven to ry  t u r n s .  We explored t r a n s p o r t a t i o n  and product  knowledge. 

Those surveyed i n d i c a t e d  how f r equen t  a salesman should c a l l  2nd 

t h e  k ind  of h e l p  t h e y  would expect .  A 3 1  but  one d i s t r i c t  union 
i 
t 

i n d i c a t e d  t h a t  i n  o r d e r  t o  reduce c o s t s  t h e  UCCU should s e l l  d i r e c t l y  

t o  t h e  primary s o c i e t y  when it w a s  b e n i f i c i a l  t o  do so. A l i s t  of 

farm imputs was p r epa red ,  t h e  d i s t r i c t  un ions  and t h e  primary 

s o c i e t i e s  i n d i c a t e d  i f  ' i n  t h e  p a s t  t h e y  handled t h ~ t  comnodity and I 
would t hey  l i k e  t o  i n  t h e  f u t u r e .  To complcte -the l is t  many sugyested 'i 

a d d i t i o n a l  commodities t h z t  should  be handled by t h e  UCCU f o r  the : I 
l o c a l  ' supply  shops. (Tab le  3 ) 

- .e Many of -the questions I surveyed were computed around 1960 and 
I 

' , ,  publ i shed  i n  A g r i c u l t u r e  i n  Uganda Edi ted  by J.D. Jameson 2nd E d i t i o n  ; 
, .I . , : 

, . ;,, 
. Oxford ~ n i v e r s i ' t ~  P r e s s  1970 and a r e -  , inc luded  i n  t h i s  r e p o r t  a s  

, , .  . . . I ,  L 

.. : . . " l t a b l e s  9, 4 ,  9.5 and 9.6. Note t b t  t h e  c u r r e n t  survey i s  ve ry  I 

' similar i n  t h e  r e s u l t s  o f  e a r l y  computations i n  s i z e  o f  fami ly  farm,  , 

. . , . '..' ,3 t o  1 0  a c r e s ,  and s i z e  i n  r e l a t i o n  t o  D i s t r i c t +  
- ,  

:,' ~ e l a t i o ;  of  cash  income ' to  d i s t r i c t  i s  a l s o  similar, though much 
. , . lower ,  10.7 L i n  1960 compared t o  p o s s i b l y  a 25,000 U.sh. ave r ace  9 m 4  f o r  1 

. . 
, .' 

, , . .  . ,1983. The comparison of  t h e s e  two se t5  of f i g u r e s  would sucges t  v e r y  

s t r o n g l y  t h a t  a s  t h e  economy improves fa rmers  w i l l  have a l a r g e r  

cash income th:!t -they vrould spend a t  f ~ l r m  supply  shops. I 

According' t o  t h e  in format ion  we, &athered  g r o s s  c a sh  income p e r  

fami ly  w i l l  v a r y  from 10,000 t o  70,000 U.'sh. and between 5,000 2nd ! 
25 ,000 U.sh. w i l l  be spen t  a t  Farm supp l i  shops f o r  f2rm imputs. 

I 



On t h e  a v e r a g e  t h e r e  a r e  1000 farm farfli lys members t o  a p r imary  
s o c i e t y ,  I f  a l l  p u r c h a s e s  were made t h r o u g h  a members s o c i e t y  t h e  
volume o f  s a l e s  would be 5 t o  25 m i l l i o n  U,sh, T h i s  rrould be more 

than enough t o  s u p p o r t  a s imple  fa rm s u p p l y  shop. Wi th  IFAD d e p o t s  

a t  p r i m a r y  s o c i e t y s  t h e r e  d o e s  n o t  a p p e a r  t o  be a n y  s e c u r i t y  problem 

and t h e  manager u s u a l l y  h a s  schedu led  h o u r s  when he i s  p r e s e n t .  

lduch o f  t h e  A I D ,  R e h a b i l i t s t i o n  and Grant commodit ies  a r e  

b e i n g  s o l d  t o  t h e  f a r m e r s  below t h e i r  t r u e  market  v a l u e  3s i n d i c a t e d  
i n  T a b l e  4 making i t  i m p o s s i b l e  t o  compete w i t h  impu t s  pu rchased  on  
t h e  open market .  However, w i t h  UCCU h a n d l i n g  c o t t o n  and g i n  s p a r e s  

f o r  t h e  r e h a b i l i t a t i o n  programs,  c o f f e e  impu t s  f o r  t h e  c o f f e e  r e h a b i -  

l i t a t i o n  program and p o s s i b l y  a d d i t i o m l  i m p u t s  from t h e  'Vorld b n k  

Program t h e  u s e  o f  d i s t r i c t  s a l e sman  would assist i n  t h e  o r d e r l y  
d i s t r i b u t i o n  o f  t h e i r  programs w h i l e  a t  t h e  same t i m e  d e v e l o p i n g ,  

B z'l,r,da' 

s t r e n g t h e n i n g  farm s u p p l y  shops  and , , tde i r  employees. 
A s  f o r e i g n  exchange be comes a v a i l a b l e  a d d i t i o n a l  c o r n o d i t i e s  would 

be s e l e c t e d  t o  completk &he l i n e  o f f e r e d  t h e  fa rmer .  
L 



EASTERN AN!l NORTHFXV UG!iNDt SALES EV.ALU?LTION SAFARI 
ITII'EXARY AUGUST 1 8  - AUGUST 2 8 ,  1983,  

R i c e  Scheme, Kibimba: P o t e n t i a l  cus tomer  i n t e r e s t e d  i n  p e s t i c i d e s ,  

f e r t i l i z e r ,  implements  e t c .  P u r c h a s e s  have been throutyh Department  

o f  A g r i c u l t u r e  and Kampala T r a d e r s .  

IFAD, A g r i c u l t u r a l  R e c o n s t r u c t i o n  Fro,~rarnme, T o r o r o ;  

P. C. " C u r t i s "  Rut ley ,  A s s i s t a n t  Manaqer. 
r 

A g r a n t  program, implemented f a s t  t o  g e t  nec ' e s sa ry  i m p u t s  i n  t h e  

hands of  t h e  f a rmer ,  Using  Department  o f  A g r i c u l t u r e  s u p e r v i s o r s  

t o  d i s i r i b u t e  impu t s  t h r o u g h  p r imary  s o c i e t i e s  o n  t h e  sub-county 

l e v e l .  1npu4's s o l d  a t  50% t r u e  v a l u e  t o  f a rmers .  IFAD pays  t h e  
pr imary  s o c i e t y  4000/= p e r  month f o r  h a n d l i n g  commodities.  'Yould 
be w i l l i n g  t o  work w i t h  UCCU sa lesman s o  t h x t  p r imary  farm s u p p l y  

shop cou ld  be con t inued .  

Sou th  Bukedi Coopera t ive  Union ,  Tororo  ; James Obbo , S e c r e t a r y  Manager. 

Survey talcen. Has farm s u p p l y  shop 2nd works w i t h  2 p r i m a r y  s o c i e t y s  

on  farm imputs .  Seed b i y g e s t  volume mover- moved f i r s t  3 weeks o f  

TJarch. 

.Edward Owor, Toro ro ;  l a r g e  d a i r y  and l i v e s t o c k  farmer .  Did  n o t  

l n c l u d e  him i n  q u e s t i o n a i r e  because  he i s  n o t  a t y p i c a l  fa rmer .  

A s i n g e  GCS L t d ;  P r imary  S o c i e t y  o u t  of Tororo.  Hand l ing  IP-rlD 

merchandise .  Conducted su rvey .  Can r e t u r n  u n s o l d  IPAD commodit ies .  .- ,*' ' 
. : Would l i k e  t o  pu rchase  more commodi t ies ,  Needs s m a l l e r  p e s t i c i d e  

packages ,  
b .  . . 

Aug. 1 9 ,  1 9 8 3 -  
seyh9lr, 

. B u ~ ; ~ ~ ~ ~  Coopera t ive  Union ,  i',Tbale, F r a n c i s  Nagimesi ,A t o o k  s u r v e y ,  . . 
o p e r a t e s  farm s u p p l y  shop. p l u s  r e a l  e s t a t e  i n v e s t m e n t s  b e s i d e s  

- . .  - 
:' : '  \ c o f f e e  f a c t o r y .  Does n o t  want UCCU t o  s e l l  d i r e c t  t o  p r imary  

'.,-;,> <;; ..., ., ' 
. : , s o c i e t i e s  b u t  i t  i s  p e r f e c t l y  a l r i g h t  f o r  UCCU t o  s e l l  t o  f a r m e r s  

. -  d i r e c t . .  Sam t o o k  c o f f e e  s p a r e  o r d e r .  

Masaaba Coop. Union,  ? b a l e ,  was u n a b l e  t o  t a k e  s u r v e y  because  
? 

Nanager was n o t  t h e r e .  Drove t o  Lukonge Ginnery  where S F ?  went 

o v e r  sp:'re s i t u a t i o n  w i t h  l o c a l  p r o d u c t i o n  Manager. Learned  t h a t  
L i n t  h l a rke t ing  Go~ird h a s  Gin I n s p e c t o r s  t k t  a r e  t o  assist  Unions 

iv i th  r e p a i r  2nd m~inten , :nce  of  t h e i r  g i n s  - where a r e  t h e s e  
i n d i v i d u a l s .  



/ 

/Act  f 

I n  t h e  eveningAAccountant  i n d i c a t e d  a n  i n t e r e s t  i n  farm s u p p l y  

shops  a t  t h e i r  two g i n n e r i e s  and s e l e c t  pr imary  s o c i e t i e s .  

Coffee R e h a b i l i t a t i o n  Program, hlbale, Angas Reynolds. B i l l  have 
charge  of program i n  lqbale f o r  one y e a r ,  W i l l i n g  t o  n o r k  w i t h  
UCCU salesman.  Concerned abou t  d u p l i c a t e  programs i . e .  UTJ3P. 

W i l l  be h o l d i n g  a l l  k i n d s  o f  T r a i n i n g  s e s s i o n s  on growing c o f f e e ,  

Aug. 22 , 1983. 
8 

Teso Coop. Union,  S o r o t i ,  S.A. Oduc, S e c r e t a r y  Manager. Conducted . 
survey.  I n t e r e s t e d  i n  e s t a b l i s h i n g  a farm .supply  shop i n  e a c h  
county ( 8  S o r o t i  end 3 Kumi). I n t e r e s t e d  i n  t h e  f o l l o w i n g  

p r o j e c t s :  

1 )  R ice  ) l . u l l e r  and maize  m i l l  a t  Bukedea. 

2 )  Cashew F a c t o r y  

3 )  5 S t o r  .y o f f i c z  and P l a t s ( 4 )  1500 h e c t a r e  Rznch P r o j e c t )  

5 )  ~ r i n t i n ~ ' ~ r e s s .  They want h e l p , w i t h  t h e s e  p r o j e c t s  - 
a p p a r e n t l y  g i n n i n g  i s  d o t  t o o  p r o f i t a b l e .  

! 

' Low Cost Too l  P l a n t  (uNDP - oxplow) ,  S o r o t i ,  

Government r u n  p r o j e c t ,  no s u p p l i e s  no work. Handl ing  IPhD 

B r a z i l i a n  TaTu plow which i s  v e r y  weak i n  t h e  h a a d l e  and t h e  

f a rmers  a r e  r e l u c t ~ m t  t o  buy. 
* 

S e r e r e  Resea rch  S t a t i o n ,  S e r e r e ,  Alphonse ~ k b u ,  O x c u l t i v a t i o n  

P r o j e c t  Head. T r a i n i n g  f a r m e r s  t o  t h e  I n d i a n  method o f  ox h a n d l i n g  
which can  accompl i sh  5  t i m e s  more p lowing p e r  man t h a n  t h e  u s e  o f  
t h e  hand hoe, 

" .* 
P'3 

, I n  a d d i t i o n , t h e  implementa t ion  of r o w  crop, ,great  s e v i n g s  would be 

r e a l i z e d  i n  s e e d i n g  and c u l t i v a t i n g .  Very good program f o r  

Nor the rn  Ugandi but  v e r y  d i f f i c u l t  t o  e s t a b l i s h  - c o n s t a n t  t r a i n i n g  

i s  needed.  

A1oetfF.C.S. Ltd ,  n e a r  S o r o t i .  

... . ?  J. - Surveyed t h i s  pr imary  s o c i e t y  t k t  i s  h a n d l i n g  IFXD imputs .  
, . Tallred t o  t h e  l o c a l  IFAD s u p e r v i s o r  who covers .  8 c o u n t i e s  o r  

, , 
1 6  o u t l e t s .  Motorbike h a s  been p rov ided  f o r  h i s  t r a n s p o r t a t i o n .  

Would l i k e  t o  s e e  p r imary  s o c i e t y  deve lop  i n t o  f u l l  f l e d g e  farm 

supp ly  shop. 

Aug* 23 , 1983,  

Lan,qo Coop, Union Ltd ; L i r a ,  J. B, Odur - S e c r e t a r y  M a n q e r .  

Survey t h i s  d i s t r i c t  union .  Have handled  A I D  c o m o d i t i e s  i n  t h e  

.. .. p a s t .  . . . ./5 



IFAD us ing  34 of t h e i r  primary s o c i e t i e s .  

C.A. Eswau, D i s t r i c t  Commissioner - Lira .  

Explained the  program we were loolcing in to .  Ile s a i d  t h a t  he had 

w r i t t e n  a/proposal regard ing  Cooperatives s e l l i n g  farm supply 

imputs when he was i n  the  Minis t ry  of Co-operatives and Marketing. 

F.O. P a t t o ,  D i s t r i c t  Cooperative O f f i c e r ,  Lira .  

Is  a l s o  i n  favour of cooperat ives  s e l l i n g  farm imputs. 

Amach Sub-county Chief - Alfred Okele had intended t o  t n l k  t o  

primary soc ie ty  manager but a s  he was not around we r a n  our 

survey by the  chief  and some of h i s  fcrrners. 
8 

Aug. 24,  1983. 

Southwest Nile  Coop. Unioni Pakwach, R.O. Nitho - Secre ta ry  Manager. 
t 

Toolc survey ,  they  have hzpdled A I D  commodities and have obtained 

a warehouse they  a r e  going t o  convert i n t o  a farm supply shop. 

Sam took inventory of co t ton  spares  needed. 

Q u i n t i a  F.R. O t t o  - P-g. D i s t r i c t  Cooperative O f f i c e r  - Gulu 

Explained our  proposed s a l e  program and he agreed but wanted 

Di ' s t r i c t s  t o  s e l l  t o  p r imar ies  wi th  D i s t r i c t  Cooperative s t a f f  

doing any a l l o c a t i o n .  

1 

Aug. 25, 1983. 
9 

'Rest Acholi Coop. Union Gulu, Anthony 14ndrew Orach - Sec. Manzger 

Took survey. Do no t  have fzrm supply shop but have handled !.ID 
- * commodities. Vant t o  e s t a b l i s h  s b p  i n  the  fu tu re .  

'::"I. . :. Ogoke S. Owino - Ass i s t an t  D i s t r i c t  Commissioner - Gulu. 
: '..; 

, . Explained our proposed program and he appeared agreeable .  
, , .  , 

s - West Acholi Coop. Union Machine Shop. - Gulu 
. , - .  

" 5 ' ; . . ' T h i s  .. . . e f f i c i e n t l y  run shop t h a t  i s  renovat ing o ld  ox-ploughs and 
. . . :  . . 

. . 
- . .making new ones f o r  d i s t r i b u t i o n  i n  t h e  Gulu - K i t g u m  a rea .  Is . . 

. ' b e i n g  a s s i s t e d  by EURO D-ACCORD. P re sen t ly  I D A  i s  ar ranging  a . . , .  . . . . >  
. L 1  . . . ,  . . .  

.., . -  .. :. revolving c r e d i t  fund f o r  suppl ies .  The ployhs have been s e l l i n g  

f o r  8000 U.sh. but i n  September t h e r e  w i l l  be a p r i c e  inc rease  t o  

10,000 U.sh. 

* 

. . . ./6 



Aug. 2 6 ,  1983. 

E a s t  Acho l i  Coop. Union,  Kitgum - Gideon E. D w a r  - Sec. Manager 

Ran survey.  L i s t e n e d  t o  t h e i r  problems o f  b e i n g  a Ginning Coop. 

w i t h o u t  a g i n .  Ylould l i k e  t o  e s t a b l i s h  a farm supp ly  shop. Has 
1 

prov ided  s t o r a g e  and t r a n s p o r t a t i o n  f o r  IFAD and h a s  s o l d  A I D  

commodities.  I n  t h e  K i t p m  - Kotido  d i s t r i c t s  t h e r e  a r e  120  
sub-counties .  

I n  Kitgum we met wi th : -  

L i v i n g s t o n e  0cen;Cooperat ive O f f i c e r  ', 
t '  

Tommy Obony -Ojo&, A s s i s t a n t  D i s t r i c t  Commissioner 

J a c o b  h p r a  D i s t r i c t  Moni to r ing  O f f i c e r  - IFAD 

Bruno 0 k e l i o  - S a l e s  S u p e r v i s o r  - IPAD 

Expla ined proposed program and t h e  above gave s u p p o r t .  

~ i t g u m / ~ a t i d i  s u b c o u n t y  C h i e f ,  Ocaya P a u l  

Had i n t e n d e d  t o  su rvey  t h e  p r imary  s o c i e t y  manager b u t  h e  was 

n o t  t h e r e  s o  surveyed t h e  Chief and a l a r g e  number o f  f a r m e r s .  

. E a s t  Acho l i  Coop. Union,  Par,jnj4. Gin was working  h he o n l y  one 

I have s e e n  o p e r a t i n g  i n  Uganda). Sam took  i n v e n t o r y  o f  p a r t s  needed.  

Re tu rned  t o  Kampala from S o r o t i .  



Table 2 

Primary Societies Surveyed. 

Marketing Cotton 

Number of Farrn Families 

Area Served in Miles 

Farrn Size Acres 

Crops sold for Cash:Cotton 

Coffee 

Mai z e 

Beans 

Hice 
Millet 

Sim-Sim 
Sorghum 

Vegetables 

Groundnuts 

Ca sava 

Matoke 

. Other 
. . 

- - (in 1000 U.sh ,. 9 '., " . -! : . 

. .,.!: :.;rvalue of crop sales per family 
,. +.- :;;:+, . 
- : .  .;;rlr:~..., Spent, for Crop imputs( in 1000 Ush 
i*, .! .;f;.$*.... 

. .+ ;..*-*.! . ,I) .,,<;8Availability emergency Credit 
1'. .... : . " , 

r i \ *  . ,- . . ,~ r,.[".."I..c. ,.. . 

-.! . ... .. . . ;''$:.r:.; Farm Shop distributes IFAD 
- .  < . : I . '  .-:.,~j~;:>;:;.,,~i: : . 
3. , (.* *"" ' 

< , , , :- ;<;:+ ., 
, ...,,.-,, Want to continue after IPAD 
1 . .. 

.,,.'. ' .,?'.,.., 3 

- . , , , ' 

-. - .. .. ,<;+,--:,- , . , , .. *' - ! y''"-.; ',, 2- : ' 

. .. . . , ;i.,.j;;!!<,.,2. .r . 
*. .. ..,*.,,. <., 5. 

:+ . ..,. .'.'j, 2 :  
.. . -. 
: :,~ .>c.,;. ;: .:;.,,t-. ' .. 

,' i', , " . . . , ' ..A . . . -  , . . , .  
. . 

5 
None 

1 

1 

Yes 

n 

FG 
0 0 
0 P; 
U  0 

B 

8: > Q 
0 E- 
G 4  
0 * 
2 !5 z H  
H U  
tn 0 
4 tn 

X 

940 

4 x 8  

4 

X 

X 

X 

X 

9 
7 

None 

Yes 

Yes Yes 



Table  3 

Survey of Farm Imputs t h a t  could be s o l d  a t  
Coopera t ive  Farm Supply Shops 

I n t e r e s t e d  i n  S e l l i n g  Have s o l d  i n  P a s t  

A f r i c a n  Hoe 

Fork Hoe ( ~ a k e )  

Axes 

S l a s h e r s  

Shove l s  

Hammers & Saws 
Spanners  

B i c y c l e s  

Spray Pumps 

. P a i l s  
20 1 ltr. j e r r y c a n s  
Water ing  Cans 

P o u l t r y  Equipment 
\!/heel Barrow , 

Feed 

F e r t i l i z e r  

H e r l i  c i d e s  

F u n g i c i d e s  

'Crop I n s e c t i c i d e s  

L i v e s t o c k  " 

Vet.  S u p p l i e s  

-Y , Gunny Bags 
P l a s t i c  h g s  - ,@ .:: (, , I r o n  S h e e t s  

.% . 
~. . ' 4 .  

.. '.:. , . - .  ! ' .  

Barbed Wire 
;, -.  .- 
. ..;,., . , . . > ,  

Wire ~ e ' s h  
. .  . - .-.. ,, . . N a i l s  , .  . . . . 

, . .  .. . ,. 

. ... ;: . .  . . .  . , Food 
' . ..-. 

, ,. . . , . . 
-;. I ., . ' 
. ? .  - !  ; .  . , 1 - K i t c h e n  Equipment 

. . .; .. . . ' 
. . . , . , . . ,  , . ~. , , , . T e x t i l e s  

, ,J . .; ! 
, i :  . . .  , .  . . '_ . Comrnodi t i e  s Su,yge s t  ed 

.. . . . . , .  . . -, 1.  : . 
, . .  :* .: . - . .  ... . Lor ry  T y r e s  Sewing t h r e a d  

Bicyc le  S p a r e s  & Tyres  P a i n t  
Ox plows & Seed ings  & Spares '  Gumboots 
Cement Gloves 

Timber 
P i  shne t s 
Gloves 

T a u p a u l i n s  

Out board Engines 
Seeds  

w i n  Coats  



Table  4 

P r i c e s  p a i d  by fa rmers  f o r  s e l e c t  Farm Imputs 

September,  1983. 

I tem - 
Hoes-Buf f a l o  

Hoes - Lango 

Pangas 

Axes 
Maize 

Sorghum 

Onion 

Cabbage 

Cabbage 

Tomatoes, Money Maker 

; Tomatoes R u t g e r s  
i ' Egg P l a n t  

Knap s a c k  s p r a y e r  

Dimecron 

D i t h a n e r  

D i e l d r e y  

Cooper Nekv-py Grease 

Supona Tick Grease 

-Gunny Fags * 

Size - 
1 

1 

1 

1 

1 0  kg 

2 kg 

50 €P 

50 ,a 

5 6  g" 

50 e;m 
50 gm 

50 gm 
1 

5 l t r s  

3 kg 
1 l t r  

1 l t r  

2 kg 
1 

I FAD 
7 

2 70/= 

3 3 o/= 
2 lo/= 
5 20/= 

160/= 

220/= 

120/= 

n o / =  
3 2 o/= 
3 60/= 

2 3 o/= 
6000/= 

5600/= , 
5 5 0/= 

3 5 0/= 

2 3 o/= 

1 5  o/= 

A I D  - 
4 5 0/= 

1000/= 

380/= 

285/= 

27 5/= 
400/= 

4 5 o/= 



BEST AVAILABLE COPY 



D i s t r i c t  Coopera t ive  . 
Unions Surveyed. 

Market ing  Cot ton  (CT) 

Marke t ing  Coffee  ( CF) 

Number o f  P r i m a r i e s  

Area  se rved  i n  m i l e s  

Farm S i z e  a c r e s  
Crops s o l d  f o r  cash :  

Cot ton  
Coffee  
Maize 
Beans . * 
Rice  
FiIillet  
Sim Sim 
Sorghum 
V e g e t a b l e s  
Groundnut s 
Ca s a v a  
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