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Marion Silverthorne AUDUVOCA Mozambique April 1 1998
Study of Marketing Chain
Manica — Maputo Tradmg Route

Executive Summary

1 Host Organization

The host orgamization for this assignment 1s ACDYvOCA and tunding is provided by the United States
Agency for International Development (USAID) under the Income Stiategic Objective 1 immtiative
Piimary contacts for the assignment aie David L Tschirley Associate Professo1 Department of
Agricultural Economics at Michigan State University and Orhindo Nhantumbo a spokesperson for the
Commussion for the Cential Commercial Maiket of Xipamamne-Bazuca in Maputo The duration of the
assignment 1s s1x weeks fiom Febiuary 23, 1998 to Apul 6 1998

2 Scope of Work

The scope of wotk for this assignment states that the volunteer will accomplish the following
1 Conduct a detailed investigation of the marketing chain fiom producer to final vendor along the
Manica — Maputo trading 1oute
2 Locate opportunities for producer associations and suggest how these associations can most
effectively linked into the Maputo markets
Identify elements of the marketing chain in need of o1ganizational assistance/association
development
4 Analvze the wholesale Maputo maihets (pay ing paiticular attention to Xipamanmne — Bazuca) and
make recommendations for possible future o1ganizational assistance
5 Make nitial efforts to sensitize market traders to the advantages of forming associations, through
meetings/focus groups m oider to ascertain whether o1 not there 1s any potential for association
development
Over the course of the assignment [ was able to address all scope of work requiiements

2

3  Summary of Recommendations
The following list summarizes recommendations for consideration by ACDI/VOCA

Provide market mformation to farmers mcluding price and demand

e Provide aguicultuial information to farmers including improved post-harvest storage practices, so
thev can have the option of choosing the best time to sell produce

e Provide technical assistance to organizations working on programs to make it easier for itinerant
traders to travel to outlymng rural areas to purchase produce and transport 1t to markets

e Piovide traders with market information so they can make mformed decisions related to buying
and selling produce

e Provide technical assistance to orgamizations woiking on programs to bring traders access to
credit and traiming
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1 Host Organization Description

ACDI/VOCA Mozambique with its office in Beira, 1s implementing a five year program to stiengthen
mdigenous rual associations through the provision ot its unique volunteer technical assistance
partnership This partnership utilizes the combined expertise of Brazilian and North American specialists
Target activities include business planming, marketing and small scale value added processing Ruth
Campbell 1s the ACDI/VOCA Mozambique Program Director

2 Marketing Chain Along the Manica — Maputo Trading Route

2 1Overview

This study piesents findings of my investigation of the marketing chain along the Manica — Maputo
trtading 1oute fiom producer to final vendor The purpose of this mnvestigation 1s to identify strengths and
weaknesses mn the marketing chain paying paiticular attention to opportumties for assoctation
development among producers 1n the central provinces of Manica and Sofala and market traders mn the
Xipamanine-Bazuca market in Maputo The followmng figuie shows the framework of the marketing
cham, from producer to consumer Note that there 15 not onlv one direct path for the farmer to get his
produce to the consumer and that there are transporters (not shown 1n this figure) involved throughout the
stages of the marketing process
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Marketing Chamn Overview
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Towards the beginning of this assignment, 1 1ealized that 1 was categorizing the major players, or links, m
the marketing chain as having discrete roles and separate entities In other words, traders trade goods and
farmers grow crops Thus 1s not, however, always true  Farmers sometimes engage 1n active trading
Sometimes a trader will spend several seasons farming perhaps at a time when trade has not gone well
So, although I write about traders and farmers 1n this study making them sound hike two entirely separate
camps, 1t 1s important to 1emember that I am wnting this way only to make pomts more clearly and not to
suggest that this separateness 1s the rule

ACDI/VOCA, USAID ana owner orgamzatons have made many articles and reports available to me
However, the intention of this study 1s not to review the literature and then present my conclusions, based
on my reading [ have used these articles and reports as very useful and mteresting background informa-
tion, to mcrease my general understanding of factors affecting the marketing chain  As much as possible,
pomnts that I make in this study are based on what I actually saw and heard m discussions with people
directly mvolved in the marketing cham, including farmers, extension agents, traders and truckers, and
both governmental and private, non-governmental staff

[ arnved in Mozambique at a slow time of year for agricultural harvests, meaning that 1t was also a
relatively slow time for buyng, selling and transporting agricultural produce along the main trading
routes My schedule was as follows
e  Weeks 1 and 2, Maputo I met with USAID Income Strategic Objective 1 team members, my
two primary contacts and also others 1n organizations such as the Ministry of Agriculture and
Fishenes, the Mimstry of Commerce, Industry and Tourism and the Municipal City Council
o Week 3, Berra 1met with staff at Mobetra and Food for the Hungry International (FHI)
Beira, then traveled to talk to traders and producers along the Beira-Chimoio trading route  Due
to several days of 1llness this week, I was not able to make as many contacts as planned
s  Week 4, Quelimane [ met with staff at World Viston International (WVI) and the Rural
Association for Mutual Aid (OMAR)and traveled to talk to traders and producers in markets
along the Quelimane-Alto Moloque trading route

o Week 5, Beira [ stayed m Beira, worked on this report and returned to Maputo later in the
week

The following list presents the scope of work requirements for this assignment

1 Conduct a detarled mvestigation of the marketing chamn from producer to final vendor, along the
Mamica — Maputo trading route

2 Locate opportunuttes for producer associations and suggest how these associations can most
effectively linked into the Maputo markets

3 Identify elements of the marketing chamn in need of organizational assistance/association
development

4 Analyze the wholesale Maputo markets (paymng particular attention to Xipamanine — Bazuca) and
make recommendations for possible futuie organizational assistance

5 Make imtial efforts to sensitize market traders to the advantages of forming associations, through

meetings/focus groups, m order to ascertain whether or not there 1s any potential for association
development

Thas report 1s not orgamzed according to the five scope of work requirements but 1s, instead organized
according to some of the main factors affecting the marketing chain  The overlap between these scope of
work requirements became evident to me as [ gathered more and more imnformation I found I could not
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present information on the marketing chain by drawing distinct boundartes aiound the 1ssues associated
with the requuements

22 Methodology

I met and had conversations with many people duting the course of this assignment While 1 understand
some Portuguese I do not speak the language at all well, so ACDI/VOCA assigned an interpreter to assist
me durmng the weeks I was 1n Maputo and Berra Conversing ‘thiough ’ an nterpreter even a good one,
can be difficult, often resulting 1 musundeistandings and not bemg aware of nuances

In addition, and quite understandably, not all people are willing to talk to a stranger about their business
For example, although most traders I met were pohite some women traders in Bazuca were openly
disdamnful of my attempts to establish rapport with them [t 1s not surprising to me that most traders are
not willing to give accurate information about for example, the amount of theirr working capital and their
profits Many tumes traders would give vague and misleading answers to my questions [ think that while
some of the vagueness was due to their reticence to discuss thewr business affairs with me, much of 1t was
due to the nature of the questions I ashed

My nterview approach changed over the course of my tune here i Mozambique, as 1 found that I
obtained better information if I didn’t ash direct questions In fact, mterviews often seemed to go best
when I hardly asked any questions at all The most informative conversations were those i which 1
mtroduced myself and then took the tume to listen to traders talk i their own way about their work not
forcing the conversation in any particular direction Another approach that worked well for me was to
leave my notebook 1n my bag, out of sight and not take 1t out duriag the conversation

On my arrival in Maputo, Sidney Bliss, Income Strategic Objective 1 team member at USAID, suggested
that I contact Nina Bowen, Ph D candidate in Anthropology at London School of Economics and
Political Science Ms Bowen’s doctoial thesis research focuses on the emerging structure and
characteristics of trading networks 1n Zambezia province Her study examines the post-war construction
of the commercial relationships mnvolved m trading networks and how these commercial relationships
may reflect and/or create or re-create social relationships and trust [ was fortunate to have the
opportunity to travel one week with Ms Bowen wvisit markets and talk to tinerant traders along the
Quelimane-Alto Moloque trading route in Zambezia Although this particular region 1s outside the
geographic scope of this study, much of the information gathered fiom markets along the Quelimane-Alto
Moloque trading route 1s directly applicable to the Manica-Maputo route

I would like to add that when I traveled with Nina Bowen on the Quelimane-Alto Moloque tradmg route,
[ had the most success obtaiming what appeaied to be rehiable mnformation This success was entirely due
to the good working relationships Ms Bowen has already established with these traders in the course of
conducting her research

23  Market Information

There aie a number of NGOs and governmental organizations collecting, processing, analyzing and
disseminating agricultural market information At present there appears to be little coordination between
organizations in these data collection efforts The following sections briefly describe some of the projects
that collect process, analyze and disseminate agricultural market immformation
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231 MAP/MSU Food Security Project

The Food Security Project 1s carned out jointly by the Directorate of Agricultural Economics (DEA) n
the Mimstry of Agriculture and Fisheries (MAP) of Mozambique and Michigan State University (MSU)
Department of Agnicultural Economics In 1991 the DEA/MAP started an agricultural market
wmformation system, the System of Agricultural Market Information (SIMA) This information system
was established and 1s being maintamned by the Food Secunty Project with USAID funding The principal
MSU representative 1s David L Tschirley, Associate Professor, Department of Agricultural Economics

SIMA uses a network of agricultural extenston staff to collect weelly price data on basic staple food at
producer market, reta.l and wholesale revels 1n five 1egional and 20 local markets SIMA has also
established SIMAPS (System of Piovincial Agricultwral Market Information) to decentralize the
collection of market mmformation at the provincial level Manica, Nampula and Gaza are the first
provinces to benefit from this collection of mformation at the provincial level

The Food Security Project maintains several publications concerning food security 1ssues and one weekly
agricultural market imnformation bulletin, Quente-Quente This bu'letn presents prices for domestic and
mmported products such as maize beans, groundnuts, rice sugar, oil and wheat at about 18 different
markets throughout the country It also includes current regional and international prices for corn flour,
wheat and rice as well as projected prices for maize flour from the Chicago and South African futures
markets 1 was informed that Quenre-Quenie 1s intended for market traders and 1s distributed by hand on
a limited basis by Ministry of Agriculture and Fisheries staff

The MAP/MSU Food Security Project 1s also in the process of implementing a network of radios to
disseminate provincial marhet information The prices are radioed from a central location m the province
to district agriculture extension staff in outlying market towns The district extension agent then writes
the prices on a bulletin board i the market

In order to learn moie about how price and quantity information are collected, I accompanied Francisco
Montero, the chief enumerator for the MAP/MSU project, to the wholesale market at Xiquelene Each
Satuiday he goes to both Bazuca and Xiquelene to obtain information fiom tradeis on price and quantity
Mr Montero stated that he has known Orlindo Nhantumba, one of my primary contacts in the
Xipamanine-Bazuca market, since he started as a trader and has seen hus trading business become
successful, lose money and now slowly recoup some of the losses The project enumerators use a
standardized questionnaire that 1s now being revised to more accurately reflect the produce that 1s
currently n the markets This information 1s then entered into an SPSS data base

Although Quente-Quente has himited distribution within wholesale markets, private sector and
government agencies, some traders are famibiar with 1t even though they don’t read 1t on a regular basis
One trader I spoke to 1n Chumoto at the Textafrica car park, Manilo Fole could not name the pubhication
that he remembered contamning market price mformation but did recognize the name, Quente-Quente
when I mentioned 1t He trades from Chimoio as far south as Inhambane and remembered seemg the
publication 1n the market down there He also informed me that even though he does not engage 1
mmport-export trade he was mterested in reading about prices m other parts of the world

232 Marketing Management Assistance Project
The Marketing Management Assistance Project, 1s managed by Frans Van de Ven and 1s funded jomntly
by the United Nations Food and Agricultural Orgamization (FAQ) and the European Union (EU) This
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project supports the Department of Food Security m the National Directorate of Internal Commerce of the
Minstry of Industry, Commerce and Tourism The project collects .nformation, enters 1t i a Lotus 1-2-3
data base, publishes several monthly and quarterly repoits and bulletins and then disseminates them to
NGOs, government agencies and donors These publications comument on the agricultural, food supply
and market situation, food aid commutments and present an overview of the planned versus actual
comumercialization

Mr Van de Ven gave me a copy of the project s draft policy discuss.on note, Some Reflections on the
Piovision of Market and Trade Information in Mozambique Current Situation and Future Development
Prospects” (12/97) Ths report presents an overview of the collection, processing and dissemunation of
agricultural market information by private non-governmental and public sector orgamizations The main
pomt made by this report 1s that without standards set by a public sector entity to coordinate the
“harmonization” of market information at the regional and national levels, scarce public and donor
resources are not being used as effecuvely as they could be This 1eport recommends that the many
organizations collecting, processing and dissemmating agricultural market mformation form a small
working group to formulate 2 medium range mformation development strategy to ensure collaboration,
avoid duplication and overlap and maximze effort

233 MSF Consolidated Information System

Several NGOs are also mvolved m collecting analyzing and disseminating market information  Among
these NGOs, the Consolidated Information System (CIS), implemented and maintamed by Medecins Sans
Frontieres (MSF), 15 the largest and most comprehensive m terins of the volume of data collected The
MSF/CIS collects information from other NGOs and orgamzations working at field level throughout
Mozambique to assess the food security and nutntional health of the population at the district level This
mformation 1s then entered mto an MS-Access data base

MSF uses the CIS data to publish the monthly Bullenin of Food Security The objectives of this bulletin
are to determine an overall level of risk using indicators related to the following
o the adequacy of the food supply system (movement of populations market functioning
harvests, food distributions, agricultural programs, food habats and food reserves), and
o the nutritional and sanitary health of the population (malnutrition rates, giowth faltering, low
birth rates, hospital and feeding center admissions, presence of cholera, measles and
dysentery and the adequacy of the water supply)

[ met briefly with Jean Francois Detry, the CIS team coordinator m Maputo, and he mformed me that the
mam purpose of this bulletin 1s to draw attention to potential situations of need For this reason, MSF
distributes about 1 200 copies to donors, government agencies, NGOs and both provincial and district
authorities

234 Other Market Information

Other NGOs are also mvolved with collecting, analyzing and dissemmating market information, including

the following Please note that this 1s not a comprehensive list

© Food for the Hungry International (FHI) collects analyzes and disseminates pricing informa-

tion and also 1s m the process of implementing Jornal do Mercado bulletin boards m markets
along the Beira-Chimoio cornidor  In February 1998 FHI completed an agricultural baseline
survey of 300 households 1» Nhamatanda and Marromeu districts in Sofala province to
coliect agricultural and socio-economic data for later use momitoring and evaluating FHI’s
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Development Activity Proposal funded by USAID The data for this survey was collected 1n
August 1997 The survey report mcludes 90 tables with detailed mformation, such as mcome
sources post-harvest storage and comigercialization and the role of farmer associations

o  World Vision International (WVT) publishes a weekly retail price information bulletin
covering various products in Zambezia and Nampula provinces This price information 1s
used by the WVI extension agents and 1s of benefit to farmers

e Cooperative League of the USA (CLUSA) publishes a maiket information bulletin, Market
Information Colleciion Systen that contains mformation on buyers input supphers and 1etail
prices for grain for five market areas in Nampula province CLUSA uses this market
mformation for their producer association development programs

o 1had abrief but very interesting conversation with Roland Van De Geer, the Ambassador to
Mozambique from the Netherlands, about a project supporting community radio broadcasts
with funding bv the Netherlands 1t 1s my understanding from this brief conversation that this
15 a cominuuty based and cost effective way to dissemuirate information of mterest to rural
comrmunities, mcluding market mformation, and reach a large number of people

24  Manica-Maputo Trading Route

The trading route from Manica province to Maputo begins at the Mozambique-Zimbabwe border and
heads east through the towns of Manica and Chumoio, then south at Inchope, a town on the border of
Manica and Sofala provinces At Inchope the road also connects with the road to Beira, a distance of
abou' 135 km, and from there the roaa heads farther north to Zambesa, Tete and the northern provinces

I have heard that the road varies from good to poot condition along the route  Although I traveled by road
from Bewra to Chimoio, unfortunately I was not able to travel by road from Maputo to Bewra The trip
would have given me the opportunity to talk to traders and transporters at major transit points on the
north-south route The mam markets along this trading route, north to south are Manica, Chamoio
Inchope, Vilanculos Maxixe, Inhambane Chokwe Xai-Xai and Maputo

25 Maputo Markets

[ visited three markets in Maputo Xiquelene Compond and Xipamanine These three markets have
large retail areas and smaller areas where the wholesale traders gather Over the last five or so years these
marhets have expanded to a pomt where their boundaries almost overlap

Xiquelene 15 said to be the largest Maputo market and has developed in an unstructured, mformal way
ovet the course of recent years Thete ate no walls around the market area and all the stalls are
constructed on the giound with wood poles and use paper cloth or a plastic tarp to protect from sun and
rain  The market serves as a major transit pont for people and goods Compond has a small, walled
central area and the market has expanded outside the walls As with Xipamanmne traders have set up
stalls along the edge of the residential area outside the enclosed market Again, these stalls are bualt
directly on the ground with wood poles Compared to Xiquelene and Xipamanine, the tone of this market
15 quiet and orderly

251 Xipamanine Mar ket

Xipamanine market, a focus of this studv 1s located m the Urban District #2 1 the northwest section of
Maputo According to a report by the Directorate of Construction and Urbanmzation of the Municipal
Council of the City of Maputo Improvement of the Xipamanine Suburb” (January 1998) the suburb
covers an area of 371 acres and includes approxamately 4,000 houses with about 24,000 people The
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Xipamanine market 1s a busy, heavily congested area that 1s accessed by roads 1n poor conditton The
market area includes the following
1  There 1s a walled area m whach approxunately 2 500 retail traders sell theiwr goods 1n stalls
built on concrete flooring Manv of the stalls are covered with corrugated roofing maternial
rather than paper, cloth or a plastic tarp
2 There 1s an area surrounding the walls in which approximately 3,000 retail tiaders sell then
goods 1 stalls bullt directly on the ground with no permanent {loormng These market stalls
use papet, cloth or plastic tarps as roofing material
3 There 1s yet another group of retail traders who sell along the edge of the road bordering the
market This group of traders displays their produce on cloth laid directly on the ground and
does not use market stalls of any kind I observed that many of these traders sell small
quantities of fresh vegetables and do not stay mn the market the entire day While these
trader s sell their good along the edge of the road, the fact that they occupy space where
pedestrians walk contributes to the overall congestion of the market area From time to tume
the police force these traders out of the market
4 There are retail and wholesale stores (1 e, 1n buildings) on the roads surrounding the market
especially on Rua Irmaos Roby

The Central Municipal Council admusters the walled portion of the market and the surrounding area 18
admimstered by Urban District #2 I met with Joao Marciano da Cruz, the administrator of Urban District
#2 Mr da Cruz mformed me that his 1esponsibilities are to ensure that there 1s order m and around the
market protect both customers and traders and orgamze the tiaders He stated that the biggest problems
he faces 1 carrying out his responsibilities are theft and assault lack of a water supply and sanitation and
noise Mr da Cruz stated that the noise from the marhet mterferes with the elementary school across the
street from the market

The renovations isted m the Mumictpal Council report, Tmprovement of the Xipamanine Suburb,”
mclude mmproving the area’s 10ads and water system along with constructing public toilets and a new
parking facility to serve market customers and traders The plan states that work on the road and water
systems and construction of public toilets will be funded by the Municipal Council while the construction
of the parking facility will be funded by a private company Mr da Cruz informed me that there 1s also a
plan to spread sand on the ground outside the walled portion of the market to improve dramage Prior to
spreading the sand, they will take a census of the traders, recording the name, the tvpe of goods sold and
the location Then, according to the plan, the traders will have to vacate the market area so the sand can
be spread Traders will be allowed to return and set up their stalls only if their names are on the census
list

Regarding fees, Mr da Cruz stated that at present each trader pays a daily tax of 500 Mts to be able to
sell m the market He said that the fees are collected by membets of the Municipal Council and the
money collected goes directlv to the central district office From there, funds are distributed to the
various urban districts However, 1t appears that the daily tax rate varies according to the source of
information The retail traders themselves told me that they pay a daily tax of 1,000 Mts , twice the
amount guoted by the market Admumistrator Mr da Cruz  Other expenses for the traders mclude 500

Mts to buy a cup of water (there 1s no public water supply) and 1 000 Mts to use the toilet in one of the
nearby residences

Page 8



Marion Silverthorne ACDI/VOCA Mozambique Apnl 1, 1998
Study of Marketing Cham
Manica - Mapute Trading Route

I concentrated my mformation gathering on the traders selling outside the walled portion of the market,
1e the area admimistered by Urban District #2 and spent several hours a day there over the course of

about s1x week days

252 Bazuca Market
Bazuca 1s the wholesale food produce market sitnated less than 1 km from Xipanamine I estimate that

there are 10 tradets who have store houses with walls, doors and roofs along the perimeter of this market
Others, the majority, position themselves n the center of the market space and directlv m front of the
store houses These traders stack their bags of produce and use an umbrella for protection from the sun
and rain A small number of wholesale traders sell from stalls made of wood poles with paper, cloth or
plastic  To one side of the center of the Bazuca market grouped together, are about ten women and
young men selling new and used clothing

Large trucks enter the market unload their goods and exut the market by the U-shaped road way
Frequently, traders posttioned in the center of the market area have to move their produce when one of the

trucks comes 1, to give the truck adequate space to maneuver

2521 Bazuca Traders

Orhndo Nhantumbe a spokesperson fo1 the Commussion for the Cential Commercial Market of
Xipamanine-Bazuca. was identified by ACDI/VOCA as one of the two primary contacts for this
assignment Mr Nhantumbo 15 a licensed trader has his license promunently displayed and has been
trading 1n the market for about ten years Other traders I met with 1 Bazuca are Rebecca Mazive and

Alzira Machel

Traders generally pav 300 Mts per night to stoie each sack i one of the buildings (stores) at the edge of
the market Orlindo Nhantumba 1s unusual among the Bazuca ma.ket traders because he 1s licensed
Most traders ate not, so they pay 500 Mts per day to display each sack for sale Most of the women
traders 1n the center of the Bazuca market are widows and women alone and have established good
working relationships with the police who are stationed close bv at the edge of the market

2522 Bazuca Association Development Potential

Although I tried many tumes to see hum, I was able to talk at length on only one occasion to Mr
Nhantombo At this time I explammed the purpose of thus study and asked some questions about the
general way he conducts his business I also took the opportunity to present some mformation on the
benefits of forming an association with other tradeis in the market He showed some interest and agreed
to speak to other traders such as Rebecca Mazive and decide on a time when they could gather to discuss
the possibility of forming an association The next time I saw hum in the market he told me that several
traders would be mterested m discussing associations and could meet the next day at 3 00 pm I arrived
m Bazuca the next day ready for the meeting to discuss the benefits of forming an association, onlv to
find that neither Mr Nhantumbo nor Mrs Mazive was there even though both said they would attend
and encourage others

Based on what my experience with these traders 1t would appear at first glance that there 1s no potential
for association development and possible future orgamzational assistance However 1 this case there 1s
a problem with drawing a conclusion based on observations made over the course of two weeks 1
concluded that the problem lies in the approach used Two weeks 1s not nearly enough time  Using only
two weehs any conclusions drawn regarding the potential for association development and possible
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future organizational assistance would exist 1in a vacuum and not in a meaningful context As stated in
Section 6 2 of this report, where recommendations for 1ssues and problems faced by traders are discussed,
my recomumendation 1s for a volunteer to work with an orgamzation which 1s already involved to some
degree m association development for mobile iaders Then determinung the potential for association
development and possible future organizational assistance could be carnied out withun the framework of
an organization that has an imnterest and a presence mn the community

In conclusion I found these informal sector tiaders 1n Bazuca market to be uninterested in discussing the
possibilities of association development 1 do not know 1f their unavailability means that they are, i fact,
uninterested or if 1t means they were too busy at the time to pursue the topic

3 Traders

This section describes my obsers ations on how mformat sector traders obtain market information and
how they purchase from farmers From conversations with traders in Bazuca, Chumoro, Bena and also 1n
Zambezia province I learned that they operate independently and are competitive with each other but that
they will often form temporary relationships or arrangements, to finance or expedite the purchase of
goods These traders are mobile Although they may be based m one location for a period of time, they
move according to the availability of goods to buy and the ooportumty to sell

31 Making Business Decisions

The following diagram shows an overview of the market information flow for traders The sections
below describe how some of the traders I met use the market information available to them to make
business decisions

Information Available to Traders V
What produce is ready to buy
Where to go to buy produce
Who to borrow money from
Whao can transpert produce

’ Farmers }

| T
|
| ‘ \A v
‘ | | |
‘ i Other Traders ¢ Wholesale «¢—p  Other Traders
i Traders
| l
| / £
\
Publications ‘
available in i Transporters Consumers
! markets }
! I
l

Figure 2
Traders and Markhet Information

311 Orhndo Nhantumbo - Bazuca
Mr Nhantumbo in Bazuca market informed me that he obtains mformation from his own contacts up
north who telephone him with information on what produce 1s available Most of these contacts are
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tiadess and some are farmers representing themselves Sometimes the contacts will come south to
Maputo bringig samples m 50 kg bags After cheching the quality of the produce, Mr Nhantumbo will
then talk to his local retail contacts to determine 1f 1t 18 2 good time for him to buy the produce and sell 1t
m Maputo He will often travel north to buy and transport the produce himself and said that he usuallv
travels with a truck returning north empty In this way he can purchase the produce and not worry about
finding a way to transport the produce back to Maputo

Regarding price information Mr Nhantumbo reads Quente-Quente when 1t 1s delivered to the Bazuca
matket He uses the information m this bulletin to help lnm decide 1n hus decision on what price to pay
when he buvs the produce But he makes s final decision based on what he himself knows about the
marhet

Like many of the other traders, Mr Nhantumbo buys his produce from the following locations

Location Pioduce
Niassa Beans

Tete Garlic

Gurue Tea

Nampula i Groundnuts
Chrmoio | Maize

South Africa f Potatoes Onions

312 Alzira Machel - Bazuea

Alzira Machel 1s the trader who explained to me that most of the women selling 1n the center of Bazuca
market are widows or women alone and that she heiself does not travel to purchase goods She said her
contact up north lets her know by phone when a truck of produce 1s coming to Bazuca She receives the
call at someone’s private phone right here in the market

313 Rebecca Mazive - Bazuca
Rebecca Mazive about 45 years old 1s a trader who sells her produce 1n the center of Bazuca market
almost directly 1n front of Orlindo Nhantumbo’s store She buvs maize fiom Cnimoio, tea from Nampula

and sugar beans and maize flour from Swaziland She told me that she generallv travels with two other
women on these buymng trips

314 Anastasio Guitherme Viera - Chimoro, Mariea

I spoke with Anastasio Guilherme Viera, about 40 vears old at the Textafrica car park in Chimoio He
sells to buyers who come to Chimoio from Beira and as far south as Bazuca market in Maputo He seems
to be able to sell his goods quickly and says that buyers arrtve in Chimoto fiom the south about every
other day He also sells maize to Moberia in Beira and to the brewing company 1n Chimoio

Mr Viera1s the second trader I spoke to in Chimoto who 1s familiar with Quente-Quente and would Iike
to 1ead 1t more often He also expressed an interest in receiving more current price mformation,
especially when the harvest campaign 1s 1n full swing and the competition to find buys gets tighter

315 Ines Lucas - Mocuba, Zambezia

Ines Lucas 1s a woman about 50 years old has traded smce 1983 and appears to be a successful trader
She comes from Maputo and other family members such as her daughters and nephew are also mvolved
with the business She has a bank accountm Maputo  She pools her financial resources with those of
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others 1n her famuly At the moment she 1s setling fish in Mocuba, a town about 160 km north of
Quehmane At other times she has sold maize and gioundnuts m tne Maputo markets and has also
traveled to Swaziland to buy sugar ana other consumer goods to sell m Maputo When I asked what she
thinks she needs most to be more successful i her busmess she stated 1 need money

At the tume I spoke to Mrs Lucas tn Mocuba, the first ctop of ma ze was 1n the process of being harvested
about 100 kun to the north and the price was in the process of failing rapidly during the four days I spent
in the region This new maize was quite wet in the sachs The presence of so much moisture means that
the maize will not last long 1n storage so 1t has to be sold very quickly Traders were buying quichly

with the plan to sell as quickly as possible in the Mocuba and Quelurane markets When she can find
drier maize to buy a little later n the harvest season Mrs Lucas said that she 1s considering using
pesticides to fumigate the maize to retard spotlage This was the first tume a trader I spoke to mentioned
the possibility of using pesticides

Mis Lucas informed me that she has enough working caprtal now to consider using pesticides to protect
the maize from spoilage She stated that her nephew can obtain pesucides n either Beira or Chimolo
from one of the large compames The news that this trader 1s considering using pesticides brought to
mund several 1ssues
e The capacity to store produce 1s umportant mamly because 1t puts the trader (or farmer) in the
enviable position of choosing the tume to sell rather than being forced to sell nght away, no
matter what market prices are
«  Are other traders using pesticides and other forms of environmentally safe, effective means to
prevent crop damage”?
Are the traders familiar with the safe and proper usage of pesticides?
e How much pesticide * leakrage” 1s there at laige compamnies such as the brewing company
Chimo1o?

316 Rosaria Artur - Mugulama, Zambezia

I spoke to Rosana Artur a 35 vear old woman, on two occastors i Mugulama, a small town on the maimn
road to Alto Moloque She was born 1 Inhambane and has a family and house in Maputo  She also has a
bank account in Maputo She said that she 1s renting a house in Mugulama at this time for the sole
purpose of 1tecovering some money her business lost last vear Her plan 1s to recoup her losses and retutn
to Maputo next year using that as the base of her trading business

Mrs Artua told me that many traders do not get involved in the early harvest maize trade that 1s currently
underway Thev prefer to wait for the ‘teal * 1inaize harvest whichrstarts m July  She said that this harvest
now 1s “just a game” compared to the later harvest The harvest starting 1n July 1s much more competitive
n every way, especlally regarding transport For this reason she will usually rent an entire truck before
she buys her sacks of maize, rather than buy the maize first and then find a truck to rent

Mugulama was a very busy place when I visited on the way north to Alto Moloque and then again, on the
way south to Quelimane Farmers were bringing 1 sacks of maize groundnuts and cassava traders were
accumulating sacks for shippimg and truckers were loading sacks onto their trucks I found that traders 1
Mugulama were making buying decisions based on price information that was only about 24 hours out of
date In other woids traders in Mugulama, 260 km from Queiimane on a road that varies from good to
bad condition were only one day behina Quehimane 1 their price 'nformation
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In spite of stuff competition among traders 1t appears that there 1s some collabotation and sharing of
mformation 1egaiding price setting [ heard one trader m Mugulama tell another that he wanted to talk to
her later m the day so they can agree on a price for the next day

Malung an mference the speed with which the Quelimane price information was passed along the trading
route by traders farmers and truckers 1s, m all likelithood, slowe. than the speed at which price
mformation is passed along the road fiom Maputo to Bewra and from Beira to Chimoio The southern
roads are in general 1n better condition and most important have a greatei flow of traffic The mcreased
traffic alone means that price information can be passed along at a greater speed

32 Financing Trade
Most of the traders I met shared the following charactetistics concerning the 1ssue of finance

o Traders often jomn together with other family members to increase their working capital and
obtain market information

o They ‘goto the bush 1n order to recoup their losses [ heard this statement several times and
was told that they go to the bush at a tme when they cannot afford to stay in a large town or
caity  They then trade in proauce that 1s relatively mexpensive to buy and can be sold quicklv

e Regarding woiking capital, 8 Million Mts 1s the highest amount currently 1n use by the
traders I met Most traders seem to work with less from 3 to 4 Miilion or less Some traders
told me that when t'mes were hard (and they went to the bush), they were able to rebwild thewr
trading business using only 200 000 Mts

o  Many traders informed me that at tumes when they do not have much working capital they
receive credit from both farmers and the truckers who transport the produce The traders then
repay thenr loans when they sell the produce n the market

s Several of the Maputo traders said they group together to pool thewr monev to go south to
Swaziland or north to Chumoro to buy produce Sometimes the traders will travel together
and at other times they will send a representative to buy on their behalf

e When I asked several tradeis how they decide how much money to bring with them when
they travel to buy produce they told me that this really was not a decision that they made
They said they spend whatever money they have This 1s an example of what I consider a
“vague’ answer to a question that [ did not ask i the best way possible

o  Traders show resourcefulness when faced with economic problems One trader who brought
100 sacks of maize to Quelimane and bought them at a price higher than the market price
said he has enough capital this year to pay 200 000 Mts per month to furmgate and store 100
sacks at the Institute of Mozambiquan Cereals (ICM) m Quelunane He then plans to sell the
sacks 1 Malaw1 or Milange m wesiern Zambezia province He said that last vear he had the
same problem with buying too high but did not have enough working capital to afford the
storage and furmigation fees so had to sell at a loss

Some NGOs, such as World Vision International have programs to help traders get access to credit [
met with Anne Janson at the WVI Quelimane office and received information about their loan program to
traders This program makes credit available to mdividual traders rather than an association or group of
traders The trader goes through a selection process and tramming program (which includes budget
preparat.on) m order to qualify for the credit programn  The amount of the first loan 1s 1 Milhion Mts , to
be repaid mn 15 days If the loan 1s repaid in full and on tume the loan amount is then doubled The

repayment schedule stays the same (15 davs) and the amount borrowed 1s doubled each time with a 4
Milhion Mts ceiling
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Participants m the credit program are also encouraged to save irone 1o buy post-harvest piocessmg
equpment, such as manual graia mills and il presses  An mut.cl deoosit of 20 % 15 required to buy the
equipment on credit Mrs Janson mfcrred me tha* saice this loan program started last year, her staff of
six credat officers, one supervisor and one mecham:c has supported . e processing of 103 loans totaling
180 Million Mts According to a recewt montaly analtysts, the 12 people currently recenving credit have
an average monthly profit of $160

4 Farmers

This section describes how farmers obrzin mar' et mformation .5 . lustrated m the following diagram,
farme1s are isolated at the end of the mar«et mnformat.on char wna wiey have hmmted mformation avail-
able to tnem

Information Availlable to Farmers
¢ \Who will buy produce
= Where to go to sell produce

‘ o Farmers < |
J
[ ‘
v 1
[ | 1
| [
" Other Farmers Transporiers V\_lrr;gljesrasie | Consumers
| \ I |
|
Figure 3

Farmers and Market Inforwzation

Some organizations such as Food for the Hungry International and ORAM are implementing and
maintamning programs that are designed to mcrease the availabilry of market information for farmers and
thus increase thewr ability to negotiate for farer prices  What generally happens 1s that the farmer 1s at the
mercy of the trader and will accept the price the trader offers Ir addition, when there 1s plenty of agricui-
tural produce available, such as at the naize harvest time traders expect farmers to bring their produce to
markets along the main roads It 1s only when there 1s less proauce available along the mam routes that
traders will travel to outlymg, less accessible areas to purcnase

I met with farmers n three different market towns Boane, Chuaoio and Mocuba My mterpreter in
Beira, Antonio Joaquim Manuel, trave.ed to Gorongosa distitet n Sofala province and Sussundenga
district in Manica province to mtetview farmers and gather 'nfo 1. aton for thus report  Common themes
we both heard mclude

» Farmers say they have to accept the price that the trader offers

e Farmers say do not know the prices that traders aze paymg in other areas incliding markets

»  Farmers say they prefer a fised price for produce 7T™1s s only the second matketing

campaign without mummuwir prices for agnicultural procuce here m Mozambique

o Farmers say they can get a better price if they do not selt their produce when everybody else
1s selling

e Farmers say they do not hnow how to calculate their exvenses and profits
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« Tarmers say they often gu. ¢ full o~ partal credit to o wacer whom they krow, letting the
trader pay them after the produce 1s soid

s Farmers say they cften transport their produce to he raaing post or market, rather than
having the trader come to tne farm gate

o Ifwey had transport, farmers say they would take their own produce to market to sell

o  Farmers say they do not heve mformaaon on what tre demand 1s for produce so they don’t
know how much to plant o1 example, the farmer 11 Boane said they produced maize but
nobody came *o buy 1t, so st 1s romng  With Boane on 2 good road and so close to Maputo,
my impression 1 that rotung sarptus mught not be restr.cted to very rural, hard to reach areas
with poor road systems

o Agthough some farmers v.0sn 20 an association while they’re growmg the crops, they say tney
sell them as wwdwviduals Ths wmphicaiion 1s that the 7 thereby lose potential advantages that
group sales mught have

v  Many farmers say they receive liue or no mformatior from extension agents One elderly
farmer sad tnat *he last bore Le recery ed mtormation w s back an 1975 when the Munstry of
Agriculture provided some imtormsanoa and help trarsporting produce

41  Examples of Progiams Assishng Farmers
The following sections briefly describe two of the programs assisting farme. s, Food for the Hungry
International and ORAM

411 Food for the Hungry International

FHI programs 1 Sofala province aze designed to promote rural enterprise and association development,
improve marketing and storing produce and mtroduce appropnate technology FHI mamtams a pricmg
mformation system in which data 1s collecteq, analyzed ana disseminated to FHI extension agents,
Minstry of Agriculture and Fishenies e<'ension ager*s and farmers FHI disseminates price mformation
to farmers by Jornal do Mercado buliet. boaras These bulletin boaras are mstalied in markets m Sofala
province alorg the Mamica — Beira road and give price mformanon oy location and type of produce
Although I saw several budetin boards m place while I traveled on the Manica — Bewra road on March 19
— 20, the actual price information 1ad not been entered yet

I met with Joao Paulo de Sousa. @ member of the FHI staff in Berra, who works with farmer associahons
i Nhamatanda (on the mam road west of Betra) to improve post harvest processing, storage and
commercializaton FHI 1s working with the Umon of Associations and Cooperatives (UDAC) UDAC s
a regstered association that helps fariaers with land tenureship registration  UDAC membership 15
composed of 17 farmer associations, totating approxamately 360 mcividual farmers FHI has traiming
programs for the farmers These prog:ams are designed to “tran the trainers,” so information and skill
transfer 1s primarntly the responsibility of the associations, themselves

412 ORAM

ORAM 15 a national NGO that works prunarily with land tenure  ORAM helps farmer associations 1n all
the provinces to go through the cambersome expensive process of regsstening land  The land 1s registered
in the name of the assoctanon, ard then the association divides the 'and into sections for members of the
association

I met with Lourenco Inacio Duvane, the ORAM delegate m Quelunane Mr Duvane briefly described a
program that ORAM would like to design to help farmers get a better price for their produce The
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program under consideration connects tne farmer directly to the market, bypassing contact with traders
and muddiemen I have several unanswerea questions abou this aporcach

e  Who will the farmers sell their produce to?

v At what level does ORAN] e»pect the farmer to enter the market?

o At what level 15 1t most appiopriate for farmers to erte: the narket?

Mr Duvane also expressed the concemn that ORAM has becenie reactive rather than pro-active,
1esponding to the needs of farmers and associations It appears that there 1s an opportunity to help
ORAM with orgamzational 1ssues such as stiategic planmng and poal seting  In their eagerness 1o
respond quickly to requests, ORAM’s goals and opjectives might b2 m need of revision

4 2 informauon from fharke. Towns
The followmg sections present the mformaton we obtamed fren dree different market towns on mam
roads Boane, Chimoio and Mccuba

421 Boane

The road from Maputo to Boane 1s paved and in verv good cordifica The dnive takes about 45 mimutes

I met with Albmo Honware, chief extentionust at the office of the District Director of Agniculture and
Fisheries, who explained he has eight extension agenis working for hun He said he has not been paid on
aregular basis since a large irngation project fimshed 1n 1993 and because he and his extension agents are
not considered government employees

I also spoke with one of the extension agents worsing for Mr Honware, who said that the extension
agents are not motivated to work properly because they are not paid on a regular basis He added that
since there 15 no budget to cover tramning expenses he doesn t conauct waimng with his groups of
farmers Ths extension agent made «t clear that lus involveme w.*h the farmers 1s mimimal

Even though the farmers i the Boane area live quite close to Maputo (and 1ts large markets) and there are
excellent roads between Boane and Maputo, I was told tha* the farmers have problems “at all stages” of
producaon These problems include crop planning management, and harvest In addition, the small
scale farmers 1r the Boane area also corrpete with the nearby large agricultural companies

The farmers 1n this area sell thewr produce to buyers who come directly to the field, to che farm gate [
spoke 0 one farmer who grows tomatoes, cabbage, beans green beans, ontons, maize and pir1 piri
When asked how she decides how much of a certan crop to plant, she sa.d she gets her mformation from
the extension agent It was my umpression, Fowever, that the extension agents seldom saw the farmers
and therefore rarely gave them information of any kind

Farmers 1n this area have the following experses
e A monthly charge (180,000 Ms ) for the use of the nrigaton system,
¢ Fertilizer and seed, and
e The cost of a tractor *o plow the field (750 000 Mts for 5 hours of tractor tume)

Regaraing transport the farmers I spone to said that one solunion 15 for the association to have a contract
with a truck 1o take the produce and several farmers representing tl e group to the Maputo markets
Accorang to the extension agent, 1t xs consiaerec unusua: for an association to group together to sell the
produce, as the association members traditionally prefer to sell as individuals
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422 Chiumoio

At the Textafrice car park 1n Chimotc ™ spoke to a small group of farmers, mostly young men, who were
transporting sachs of cassava into the .;rarset There were seve.al older men 1n the group who said they
do not get ary price mformation or fo. tuat watter mformation of any hund regardmg crop production,
harvest and commeicializaion These Zarmers wisa dhe fixed price system were stll m place They
stated trat they nevei negoiate wuh ttacers ard always accept t'1e p 1ce the wader offers

423 Mocuba

I spone fo two farmers at the marset i Mocuoa at the tume whe 1 they armived on bicycle to seil their sachs
of ma.ze The harvest hac just began ar d for a coaple of days we piice per lata was 1 the process of
falling .0,000 Mts aday They had tra.cled rogetber a distance of «0 km to bring thewr maize to the
marhet When I first met them, trev saie trey bac already tathed to some traders 1 the market and
refused offers that were w00 low  They a150 said that wney had tt e option of selling the maize close to
home but dec.ded 1o carry the maize L & Jun +0 ha. because they were certaw they could get at least 5,000
Mis moie

I talked to these traders again, when [ noticed that the sacks were no longer tied to the back of therr
bicycles They told me they had deciced to sell theirr maize 1n the Mocuba market for the same price they
would have received had they sold the produce close w0 home

43 Information from Rural Areas
This section presents an overview of the informaticn gathered bv my nterpreter, Antonio Joaquum
Manuel m Sofala ana Manica provinces His assignment was to go to villages m oatlying areas, with
poor access to main roads, and obtamn mformation on problems tney face, such as how they get price
mformation and how they transport taewr proauce Common problems faced by farmers 1n rural areas are
as follows
o Some farmers do not speak Portuguese and so are sometimes at a disadvantage when dealing
with traders
o Most farmers 1ving in rural areas have verv poor road access
» Transport 1s considered expensive and slow Where there are poor roads, farmers often rely
on carts pulled by catde rather than motorized truct s or cars  Farmers also transport produce
by bicycle

431 Gorongosa Disirict - Sefalz Province

Mr Manuel spoke at length to three farmers 1n this district who 2rew food for thew families and then sell
whatever surplus they have Onl, one of the three farmers 1s m an ussociation, the Associacao dos
Peguenos Camponeses based m Gorongosa, the district center Thus farmer said he has a hard time
transporting his pioduce to Gorongosa where the asscciation sel's tre farmers’ produce The other two
farmers said they would joun 1f there were an association m theu area

Mr Manuel did speak to one fanmer . another district in Manica poovince, Gondola, who said he grows
food to feed lus fammily and specifically to sell to traders He ased to belong to a farmer association but all
the cash the farmers contributed was stc’en so he feft the associaton  Thes farmer added that he would
stll be interested 1n joming an associauown to have access to some financial sapport and farmmg
knowledge
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All three farmers sa:d they face post-ha vest storage probiems and would like to be able to store their
produce without it spoiling so quchly They de not recerve any .iformation on agricultural practices or
market prices Sometumes traders from i e nea.by town will come to *he village to purchase but most
often tnev themselves, transport we prodece to the towr not “nowwny for sure if there 1s a buyer waiting
On the other hand, one farmer sta‘ed tha. cayers froun Bewa, Inhambene and Maputo come all the way to
his village to buy -t tumes when maiee 18 hard to purchase along the main roads and 1n the market towns
This farmor saad that later 1n the harvest season, when maize 15 scarce the farmer 1s 11 a position to
negotiate and Pas sotne cont ol over the se Lhing price

432 Sussupaenga Bistrice — Matiea Province

Mz Mavuel spcke to three farrers 'n S 1sswndeaga aistrict These farrers talhed about the problems they
face with ot being able to get mformration on price., post-harvest ¢ro) sposlage and the expense of
paywng fo- transport mto the nearest mai! et place The farmers appear to lack informanon on good
farmmng practices such as st-e selectiop and crop management tecnol, aes

Cne farmer mennoned that be often excrarges some of mis maize witi. tracers for sugar, soap, satt and
other household goods not available 1n nio village T is interesting “o near of this barter system bemg
used Accordmg o Nina Bowen, barter occurs in the absence of morey, where there 1s no overarching
monetarv system, and also where a common cwrency does in fact ex.st but people either prefer not to
use 1t OF Jiere 1s Just not enough currency to go around Ms Bowen aiso mformed me that there 1s a clear
relationship between the unportance of parter and the linmtations of the money supply

5 Transporiers
This section grves a brief description of the sole that transporters play as ks mn the marketing chamn
Following 1s a list of common chaiacteristics and concerns
e The drver 1s not always the owner of the truck
» Truckers often establish ciedt relationships with tragers logistas and muddlemen When a
truck comes mnto the marker w1*h a load that the tiader has yet to pay for, the trader wall ofien
borrow money on the spot from fiiends m the market
w  Transport 15 1n greater demand as the harvest season progresses
« Loca transport dovers n towns along tne main roads sav that long haul truck drivers have
the acvantage of bemg abie *0 1ake on loads and pochetirg the money themselves, when they
are returning with a reduced load or an empty truch  For example local drrvers in Mocuba
compiam that becanse the 1owr 15 oa the national roed, log haul drivers heading south are in
a postuon *o offer a lower price to haul sacks than thev are because they have either unloaaed
or have space available for scme sacks The profit from taking on sacks at a local town (1 ¢,
not the aestinaizon for the goods bemng transported) goes airectly to the dniver and not to the
ownet

I[n Ao Moloque, on the mawn north-south road m northern Zambez.a provmce, 1 had the opportunity to
learn about an inovative approach to wmproving ruial transport problems The Mozambiquan
Associauon for Rural Development (AMCDER), a aanonal NGO has teamed with a private company to
parchase s 12 tona trucks These trucks are cusrently based w Alto Wologque The day-to-day
management of the company 1s handled on a contract basts by a man who has extensive busimess and
transportation espentence The company Transloque, has establishea set rates for hauling produce
according to the distance and road condition The mmumum road 1s 10 tons The fact that this company
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1s basea m the northern pait of Zambes a vroy.nce means that more uaral areas will have access to
franspo.tation than was previously poss.ole

o Probiems and ssues

Accordung o the statement of worh T¢ t'us assignmert the most co nmon request made to ACDYVOCA
Mozamoique 15, ‘Show us how to ger a betior price 1ot our procuce ” Following is a list of problems and
issues related 1o getong a betier price .31 orocuce For eack pocote 1! have suggested a recommendation
for mnpr oving the situauor  These reco.urer dalio. s are based on u e informanon that I gathered duning
the course of awy s1x week ass gnment t2 el ngn Maputo So.aia, Manica ana Zambezia provinces

t would like to emphasize thed I repeareasy found wat farmess usucd'y do not have accurate price mforma-
uo1 It also appears taat tuev olte1 Sz e dudcus 10 obtawy mforr anon on agrieunltusal practices thar
rought relp wiem get better prices sucn 2. the proper ase of pesticic.s  For this reason I have placed the
recommendatiors direciea toweads farmer, » the beginmung of tre . st

Again, 1t 1s alsc ymportant ¢ note the farmers and raders are some mes roles played by the same person
For thus reason the problems ard ssaes na. follos with their ecc nmendations for further action by

ACDIVOCA tend to oveilap

81 Farmers

Prob.err s and 1ssues relatimig to Tarmer, can be groaped under thvo main headings farmers lack adequate
marse: informanon and thev have difficalty getting therr produce tc market Following :s a list of
commen problems that farmers snare with recomriendations for tl eir improvewnent Please note that
these problems were aiscussed at greate length . orevious secaons of thus report

The ant:cipatea mpact of addressing these problems 1s mcereased a.cess to markets, resulting mn mereased
rural household mcome

Problem 1 Farmers have to accept the price ti at the trader offers and do not know the prices that
traders are payiag 1n other area, Aiso farines say t ey do no* ha. e mformaton on what the demand 1s
for procduce so they don  hno 7 how much to plant
Recomamendanons
e Work with agriculture extensior agents to provide price i ormation to farmers and also
mformaiion on the factors aifec 1ag the price decisiors made by traders Farmers would then be
m a betier pusition to plan the.s crops, negotiate with tiade s 10 recetve better prices for their
prodace ang wnderstard facto s affecting price charges
v Work with oigamzations dissemunating price mformat.on *o farmers via community based,
mnovanve and cost effectuve wavs, such as comnunity racio broadcasts

Problem 2 Farmers want the opuon of 1olding back theiwr procuce so they can get a betier price
They >ay that sometimes tnev can ge! & better price if they do rot »2ll therr produce when everybody else
1s seiling when prices are ofter lower
Recommendanons
»  Work with organizaions to provide techiucal ass.siance 1o orgamzanons facilitatmg the link
between farmers and markets
o Work with organizations 10 orovide technical assistance {0 organizations traimng farmers m the
proper use of post harvest technologies, ircladirg the vuse of effective, environmentally safe
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pesiicides Iarme-s coulc ther store cops wove sucwessfu!!, and therefore have the option of
choosrig the oest tine to sell

Problen 3 Farmess say that “rarspoac ts o .peusive and ofte ha:d to obtan
Recortuerdation

o Worn wiin Or aihe.10ns o .O0vide finarcial assistance o wnerant traders to sirengthen the
capacitv of tae maket 1o . .ach The termer The rmpac ~ere would be to make 1t easter fo1
tarmers who Lve m areas covessed by roads m such pou condition that 1t becomes difficult to
sell theu proauce to actuatiy ssu thewr sroduce and not e faced with an unplanned for
suiplus  Bring the tracers to he farmers, not the other « ay around

Provies. 4 Farige s sav inty van 2e* a oe'er price for vien procuce 1f they sell it themselves, without
WE e 7ERTIoH Ox & faer Dot w0 Dot w Ow how w obtair and man.ge thes direct hink to the marhet
Pecomrneniations
o W0 . witn organizalions o p70vade bun strateg ¢ plawr.og and market trade techmucal
assistance to NGOs, such o, IRAM aweady workung o fac.litate the formulation of direct
1 nks between fammers anc marbers I this case, tne NCO woula benefit from mproved
strawegic and buscess plannmg skalls It appears that there 's a reed in the NGO world for
acquiring some of the bas.~ planning skills used 1n the busiress world, where the actions that
a company takes are desigred 10 ach.eve clearly stated coals and objectives

62 Traders

Provlerns and issue relanng to waders car be zrouped under twe ma.n headings  traders lack access to
wor ang cap W&l a1 o diey Tuck adeauate roarket information  Follosr g 1s a list of common problems that
raders sixare, with recorurendations Jof "hew m provemer' 2 Juse  ow dhat these problems were
discissea at greate: lengor m previou. sections of this report

The anncipated .anpact of aadressing hese provlewns .5 mereased ac.ess 10 markets resulting 1n increased
rurat househola mcome

Problem 1 Traders lach acequarc access "o the hund of maive .nformation that helps them make
decisiors relatea .0 buying and selling produce
Recommendaiions
& Work with organizations dissaimmatiag nrice nformation to farmers via inmmovative and cost
effective ways, such as communty radro broadcas's Th.s v ould give traders greater access to
market informaaon
+  Work wuh o.ganizations whe have a presence m the ccrrmuaity and can provide credit and
gamieg programs o traders, *o nvesnzate cieative app oacles for providing regionally specific
credit and tra.mang programs fo: Tob le traders, inc'uding freders 1n the Bazuca market This
vould give traders gecater oprrons to varticipate n ¢ edit ard training programs Design the
faumng prog.ams 1 shor” focusea segments that are refati- ety easy to absorb very quickiv
¢ Wors v 1l NGOs and govermren. oiganzenons to :evise tre formar and language of market
mformrauon bulle'ns such as 2 iente-Quente so the language used ana format presented are
targeted more towards marhet tracers than towards NGOs and government orgamzations More
iraders, especially Josz with 13ss formal education woa & se the marxket nformation already
avadable
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Work with organizations 10 werease ‘ne rumoer of co,ies { marke nformat.on palletins suc
as Querte-Quente and o0 & niease the £ oquercy, so 're vulletins con*amn more tumely informa-
tion More traders woa'd obit.r w ety waket mforiac1or on a moie regular basis

Work wath organ.zations wolubeiatu g 1o siare market and ade wuformation currently coliected
by ~GOs ana goseramertal drp.nizanors n Mozamoare Cooic nate Worldwide Web linics to
faciatate nformetion shanng aus exchange

Proolem 2 Trade.s laca access w v Ochiug capntal
Reconumendaticns

7

&

{

Work with organizations to n1ov.Ce fnac ¢ al assisiane *o tinerar tiaaers to strengihen the
capacity of tue wahe. 10 1eac1 u € faane , making ¢ es e for fa. ~ers who live 1 areas accessed
by roacs m sach poct cordit v tar i becomes diffice - o sell thewr produce A constramt to
anpierrenung this 1econmel. it 1» the problem of Letin g collateral from traders (1 e , property
of some sor) Leformal sector wades are w»robue crd o r ot alwe s own property Moreover,
they are now alwa, s 1 tae sans Tocanon, co provis.ons sheudd be —ade so tradess can make
payments m diffu ert :ocativ s Howveve, bepefits fro "1 -oviding financiat assistance to
rhinerant waders suaoling tilem o “ta el to farmers m cut', mg areas would be shared by tradess
and fasmers

Work with an ot anication w uesign ana replemert moudie tra . 1g prograris for imerant
tradess, eusurmg that diese p. o ram. ace accessibie  aad=is w - awr aarket towns and ciires

oy

duoughout the conrtiy Offe owad ramis g m very sioddl szgmer . or chunks, so traders can
learn ;omething aseful ezstl, a. & m a very saort penoa of ime  Tre mmpact here 18 that
mdiviaual tragers have the 1 eedom L0 tane mto accour © th>u 0v/m Ltuations can eXercise galnmg
options and are not required ¢ foliow one prescribed © car ing path

Work with a1 organization to 2ncodiage *raaers to gro.p wwgether o puichase and transport
produce, such as e naders 1n Bazwea markel Tieders ac id get detter prices

Work with an organization to determure s¢ feasibdity of vesignm £ a ‘mobrle” credit and raiming
prograrm that uses velacles (sumitar to boosmobiles for Lib ares) to brng the program to the
traders, mak.ng i easier for the Tader who 15 not usuaiiv ' one place for very losg The notion
of brmging the progiam or sevice *o where the consurier s and not the other way around 1s not
new 1n the bus.ness woild To use an e<ample, baaks was*. il ATh. inachmes m places where
conswaers are, 1 ne supermarhes and stores, and not oriy mside benk bumldings

0

$sues for Further Consideration

Foliowing 1s a onef hst of 1ssues for further cons ceration Tl ese ssues zre really questions that are
outsrde the scope of thus a.s1g anen. su* are w mv opuuon worth corsidering at some fume

o How serrous are post harvest losses”? People tals aliout these losses but I was unable to get a
clear picture of thetr magartude

s At what pouw and aL whau ieve! are Lalmng proziarms or tragers the most cost effective?
This quesuon concerns v.hothe: “rateomg s most co. effective when 1t 1s targeted towards
groups or towards individeals ana furihermore wi at 12vel of caders should be tramed? For
example, ¥ might be mos. cost effecove to trun gioep. of eanerienced, entrepreneurial
traders who have large amrounts of woiking capital with whucr to work

e II programs are (o help .armers sell therr own orocace withoud the mtervention of traders or
muddlemen, at what level snoula farrers enter the 1na.het? Yuoreover what would pe the
economue urpact on tradeis?
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s Whet ro’e do marspoilels 7wy n e warketing chamm? [ was not able to find much
(010 MatoT aboly © ¢if wot e Ny Pat of the proviens s finding quch owners, rather than
diavris wrrormew Al orevowsiv stwed dn el of tucks ave rot always the owners
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3 Yley Lomacs
| van e ] x SSpo sibmab ' ¢ .. ration Location
| jim 3 nger Miarager "oves o Seapera Corporation | Bewra
| 1020 Pavio de S0ousa M arseting " Fooc io- the Bungry Beira
! | Ir a1maronal
Albiie honware Chuer Dae 510 101 I 5. 1 Direcror or Agricalure | Boane
| a1c = sheries
_Aalzira pache! Wholesale Trade | Xinan wnine — Bazuca marhet Maputo
" Cee hia Rudi 3ita Aercul urut g meer ot v oof Agnicultute and i Maputo
| Foneres National Directorate
"o ool Extenson
Davd .. Tscune’ Pioject 1ece Toud Seourn 1 roject i G - ~F Agncasrural Maputc
CSAMS UrJl w3, ptne vimistry Elcne mics Machigaa Scate
Of Ao ' u™e o w [1o7 Disecrate onoe by
0 Agitcudaici S0onurucs i
Tlancisco Montero Chief Ewrae Jfor Food wevariy | Fecue  Xrguewne markets Wiaputo
Projec {(PSA v 2 /ALSAD 1n he
Manistry of £ 57 wd a «and Fisn
Tareciorate ot 4 zticulwral
L Economics ‘
| Trans Van De \ en Chier Techmcd) -dvisor marse ing ' M. sy of [ndustry Iavuto
Managemert Asststance Project in \ Co rrerce and Tounism
tne Munistry o1 .rdusur, Comrerce | Naco ool Department of Internal
& Tounsm Nauonal Directorate of trade
Internal Commierce .arkering Maragement
| As 15 nee Project
CZP5 MOZ/0SS/EC
Jean Frarcois Detry Consolidated 'niom auun Svsien ¥ eaec ns Sans Fronueres Maputo
| Coordirator B
¢ 3030 Mdrutany de Cruz ddmiristra & 2% wroe” Distrie s 1 & C T M Maputo
! 2 j
| OrLinoo Nhar . 00 Wholcsaiv T wue  member o ! Y sw wnine — Bazuca market Wiaputo
% Comauss on uriie Central 3
| Commercial b.att et of Xipemanine- !
Bazucd |
| Rebecca vlazive ~holesale Trade | Xpananine — Bazuca market Maputo
(Sldne‘ Bliss I come Strat_,, ¢ wpyctrve 1 Neam Fesys Mozambique Maputo
i b iember ;
{_Anne Jarson Trading Loat, v orle Visien International Quelimane
Jan de Voor Technica! Ady oot ~.ral Associa on for Mutual Cuelimane
| g (ORAM) — Zambezia
) Lourenco Inacio Delegatc I R.-al Association for Mutual Quel'mane
' Du ane i Aud (ORAM) — Zambezia
'Nira Bowen | PhD cardiccie Anth-opolegy L. wdon School of Economtcs Quelimane
1 studying smai' scale traders & a ~ Poliucal Science
| trading ne works n Zambezi.
{ province
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