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EXECUTIVE SUMMARY 

Long-dIstance tradmg networks have for centunes been actIve m the cross-border transport of 
agncultural commodItIes m Sub-Saharan Afnca Much of thIS trade IS based on the movement of 
commodItIes that are produced m dIstmct ecologIcal zones, such as the savanna or the forest regIOns, 
to zones where these commodItIes cannot be produced Many ofthese networks are operated by traders 
who belong to the same ethnIc or socio-rehgious groups and typIcally share several markers (language, 
dress, rehgIon, dIetary habIts, perhaps scanficatIOn) of social IdentIty 

A large number of people from a gIven ethmc group mvolved m cross-border trade of an agricultural 
commodIty does not necessanly mean they form an ethnIc-based regional tradmg network An ethmc
based regIonal tradmg network, by definItIOn, has an mternal structure and some unIque operatIonal 
rules FIrst, to qualIfy as a network, the roster of partICIpants must extend beyond the boundanes of 

Immediate, known, "real" kmshlP to mclude others, m complex superordmate and subordmate 

relationships, otherwise, It IS merely a famIly enterpnse Second, to qualIfy as ethnIc-based, the network 

structure and operatIons must have at least some exclUSIOnary features based on ethmclty 

The USAID Afnca Bureau recognIzes that to help Afncan governments, pnvate agnbusmess owners 
and entrepreneurs, and USAID MISSIons with theIr export-led development programs, there IS a need 
to collect and analyze mformatIon on eXIstmg regIonal marketmg networks so that strategIes can be 
deSIgned to promote and mcrease the VIbrancy and effiCiency of eXlstmg networks Therefore, the 
SDIPSGEIPSD umt ofthe Afnca Bureau asked the Agnbusmess Marketmg Improvement Strategies II 
(AMIS II) project to Implement a study titled "Sub-Sahara Afnca Regional EthnIC Tradmg Networks" 

The AMIS II project was deSIgned to proVIde USAID access to pnvate sector commercial expertise that 
would Improve agnbusmess marketmg The major focus of AMIS II IS to stimulate mput supply and 
post-harvest based. pTlvate sector led. economIC development 

The purpose of thIS study IS to broaden and deepen Afncan polIcy makers', USAID Afnca Bureau's, 
and USAID MISSions' understandmg of (1) how mformal and formal cross-border ethmc-based 
agrIcultural products marketmg networks operate, (2) what ImpedIments hmder their full expansion and 
development, and (3) what, If any, opportumtles eXIst to promote the development of effiCIent regIOnal 
agrIbusmess tradmg networks that m turn wdllead to accelerated reCIOnal economIC development and 
mtecratlon 
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ThIS research actIvIty mvolved m-depth analysIs of the agricultural commodIty-based, mdlgenous 
regIonal tradmg networks (IRTNs) m West AfrIca, the mam geographIc area where they operate, 
focusmg on Ghana, Cote d'IvOlre, and Senegal (IndIgenous was found to be preferable to ethmc due 
to the sensItIvItIes assocIated wIth ethmc ) 

The first stage of the study consIsted of a lIterature reVIew of more than 100 documents, and provIded 
the baSIS for selectmg whIch countries and commodities the fieldwork should focus on These were 
Ghana - kola, lIvestock, and omons, Cote d'IvOlre - kola and hvestock, and Senegal- kola and 
lIvestock Local consultants conducted the first phase of the fieldwork, m the process mtervlewmg 
approxImately 550 mdlvlduals, most of them traders, and completing a report on each country The 
second phase of the fieldwork was conducted by an expatriate economIC anthropologIst, working wIth 
the same local consultants 

Key Fmdmgs 

Cross-border trade lOto and out of Ghana, Cote d'IvOlre, and Senegal for the three commoditIes studied 
IS estImated to total more than $165 mIllIon lIvestock accounts for about 56%, kola 41 %, and omons 
3% 

The Fulam have the largest share (23%) of thIs trade derIved prImarily from cattle from/to the Cote 
d'IvOlre and Senegal Other Important groups are the Bambara (21 %, - mostly Cote d'IvOlre and Ghana, 
kola), the Mossl (15%, - Ghana and Cote d'IvOlre, kola and cattle), the Hausa (13%, - Ghana, cattle and 
kola), and the Zarma (5%, - Ghana, cattle) The Fulam and the Bambara appear to be holdlOg theIr share 
of cross-border trade, whIle the Mossl are gammg share and the Hausa and Zarma are 10slOg share 

The only true IRTNs dIscovered m thIS research were the BambaralMahnke kola traders m the Cote 
d'IvOlre and Senegal and the three mam om on networks mto Ghana All others are multI-ethnIc 

Therefore, the most Important overall conclUSIOn of thIS study ]S that ethmc]typer se as a dommant and 
unIfymg variable m cross-border trade ]S d]mlnIshIng However, certam ethmc]t]es stIll control some 
portIons of trade routes In what IS now, for the regIOn as a whole, multi-ethmc trade For example, the 
Hausa dommate kola trade eastward and to the northwest from Ghana mto NIger and NigerIa, whIle the 
Bambara/Malmke dommate kola trade westward from the Cote d'IvOlre to Senegal 

The Importance ofa shared relIgIOn, however, has not dwmdled Islam still serves as a "tie that bmds", 

ItS unIversally recognIzed "moral rules of the game" and shared values promote trust m busmess 

mteractlons across ethnICIties and natIons The vast majorIty of IRTNs, and the strongest, Involve 
Moslems 
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The actual and/or potentIal Importance of formal mstitutIOnal mechamsms has mcreased These mclude 

natIonWide stockmen's (e g , breeders, traders, butchers) aSSOCIatIons, natIonwIde commodity-specIfic 

cooperatIves (e g , for kola, for vegetables), and m some countrIes, agrIcultural chambers of commerce 

(e g, m Mall) 

A very rough estImate of overall, cross-border trade m the commodItIes studIed IS about 50/50 mformal 

versus formal/mIxed The latter IS defined as mvolvmg the payment of at least some taxes relatmg to 
ImportatIOn and the acqUIsition of reqUIred ImportatIOn documentatIOn Informal trade IS defined as 
trade that circumvents all such procedures However, the 50/50 estimate varies Widely by commodity 
and by country and accordmg to the regulatIOns and enforcement polICies of a given country The more 
reahstlc the pohcles and regulatIons. the more pervas1Ve IS formal trade 

As to gender, cross-border trade contmues to be dommated by men, as would be expected m that the vast 
majorIty of partiCIpants are Moslem and patrIlmeal In addItIOn, women's domestIc and chIld care dutIes 
do not leave them free to travel long dIstances or for lengthy perIods of time, charactenstIcs of cross
border trade Women traders m agrIcultural commodIties tend to operate, and be very Important 

partiCIpants, locally (and to a lesser extent natIOnally) rather than mtra-regIOnally 

Constramts/lnefficlenCles 

The most Important constramts and causes ofmefficiency that agrIcultural products IRTNs face m West 
Africa are (I) excessive regulations and "offiCial" corruption, (2) product losses due to transport delays, 
poor preservatlon/packagmg, and madequate transportation (poor roads and vehicles), (3) madequate 
market mformatIOn, and 4) end customer finanCial problems/lack of credit These major constramts and 

mefficlencies do not relate to ethmclty but rather to technIcal, mfrastructural, credIt, and espeCIally 

polItical-economic problems 

SpeCIfic examples of these constramts and mefficlencles mclude the lack of effective preservatIOn 

techmques for kola, poor packagmg for omons, msufficlent and madequate lIvestock and omon trucks 
(I e , metal-walled vehIcles that get very hot on the mSlde), roads and raIlways that are m poor condition, 
highly mefficlent and not relIable for the transport of kola or lIvestock, delays related to transport 
mfrastructure and corruptIon/bureaucracy that often result m slgmficant m-translt product shrmkage/loss 
for hvestock and kola, hvestock supphes that often move from shortage to glut due to supphers' 
madequate market mformatIOn, credit avaIlablhty and cost problems at the butcher level that block up 
the whole lIvestock cross-border trade system, and, most Important, the pervasive graft and useless 
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admmlstratlve red tape, which can account for as much as 70 percent of all lIvestock marketmg costs 

from pomt of OrIgm to the end customer 

Currency type per se IS not a major concern for most traders, but shifts 10 currency exchange rates are 

Such shifts can trigger an Immediate redirection m the flow of commodities to one or another Importmg 
nation Language differences were found to be an ummportant varIable m trade relatIOns, prImarIly 

because all traders are multIlmgual m three or more languages, and can find at least one shared language 

m which to commumcate 

RecommendatIOns 

RecommendatIOns to alleVIate each Important IRTN constramt/mefficlency are shown below However, 
any assistance provided must be clearly multl-ethmc because of the very real possIbilIty ofworsemng 
already - senSitIve ethmc tensIOn Support for one ethmc group would very lIkely be perceIved as 

favormg that group and exacerbate the already difficult relatIons between different ethmc groups 

Constramtl RecommendatIOn to Enhance Comments 
Inefficiency 

Excesslve/ Support the formation and/or strengthenmg of trader Some government offiCials 
unnecessary assns to Increase the "voice" of partIcIpants related to have a substantIal vested 
regulatIOns & Improvmg pohcles & pohcy enforcement mterest m the status quo 
Improper StImulate both mternal & regIOnal dIalog, mcludmg lncreasmg government 
enforcement traders, on the Importance of & need to faCIlitate salaries & reducmg the 
resulting In bnbery regIOnal trade, reduce bamers/colluslOn, & Increase number employed mIght 
& transport delays cooperatIOn faCIlitate thiS type of policy 

reform 

Poor roads resulting Support the formatIon and/or strengthemng of trader The benefits of lower cost 
In delays & assns to Increase the "voice" of partIcIpants re the transport accrue to consumers 
product/vehicle needed transport system Improvements Stimulate not government Some toll or 
damage mtemal publIc & pnvate dialog, mcludmg traders, on truck taxmg mechamsm may 

the Importance of & need to upgrade the mam trade be needed to help offset the 
route roads & other transport faCIlitIes (e g, rail) government's cost of system 
Donors (esp WB & IFC) should mclude enhancement enhancement 
of the most senous transport system problems In theIr 
conditIons precedent 

Vlll 



I 
I 
I 
I 
I 
I 
I 
I 
I 
I , 
I 
t 
I 
II , 

ConstramtJ 
Inefficiency 

Shortage of trucks & 

mappropnateness of 

those that are 

available resultmg 

m hIgh transport 

costs, delays, & 

product 
shrmkage/loss 

Inadequate market 

mfonnatlon resultmg 

m supply versus 

demand Imbalances 

& WIde pnce swmgs 

Butcher credIt 

problems, thus 

payment delays & 

defaults m the entIre 
system, resultmg m 

stress on tradmg 

relatIonshIps & 

addItIOnal 
receIvables carrymg 
costs 

RecommendatIOn to Enhance Comments 

Support the fonnatlOn and/or strengthenmg of agn- An mcrease m the volume of 

products transportatIOn owners assns & encourage agn-products & the pnce of 

them to acqUIre more & proper trucks VIa supported agn-products transport would 

group lendmg, (e g, match 109 loan funds, partIal help stImulate these 

guarantees, or assn owned S&Ls) Improvements AlleVIatIon of 

the above two constramts & 

mefficlencles would enable 

traders to pay for better 

trucks 

Include the collectIon & dlssemmatJon of market mfo MultI-market mfo IS dIfficult 

as an Important component of supported assns ' for anyone government or 

member servIces InvestIgate the VIabIlIty ofa "to be assn to provIde A regIOnal 

commercIahzed" servIce that collects supply & pnce mfo network based on the 

mformatIOn from key regIonal mtermedIary markets & major mtermedlary markets 

makes It avaIlable on a tImely basIS to mterested WIth some ongomg 
traders ConsIder ways to hold reasonable quantItIes of government or donor support 
commoditIes near key regIonal markets to be would be most VIable 
WIthheld/released durmg penods of supply/demand 
Imbalance 

Support the formatIOn and/or strengthenmg of master As meat wholesalIng & 
butchers' assns & help them gam access to credIt by retaIlmg advances & butchers 
supported group lendmg (e g , matchmg loan funds, become more sophIstIcated & 
partIal guarantees or assn owned S&Ls) broad selectlOn grocery stores 
Encourage local banks to develop group lendmg develop, credIt problems may 
programs for butchers dlmmIsh 

IX 



InterventIOns to Support mTNs and RegIOnal Trade, Economic Development and Integration 

The follow1Og mterventlOns are suggested With the caveat that any and all actIVIties must be 10 fact and 

m perceptlOn multi-ethnic In nature This IS to aVOId exacerbating the already tense relations between 

different ethniC groups, and between citizens of a given country (e g the Ivory Coast) and foreign based 

or foreign OrIgm ethniC groups The mterventlons are listed In order of priOrity based on their potential 

poSitive Impact on reglOnal trade, economIC development and mtegratlOn as antICIpated by the authors 

1) PrOVide financial and technical support for the formatIon, development and/or strengthemng 

of sustamable, multI-ethmc trader associatIOns These aSSOCIatIOns, and the support to them, would 

be focused on a) enhancmg traders' "vOIce as related to pohcy modIficatIOn - both cross-border and 

mternal, proper polIcy enforcement, paperwork SimplificatIOn, and Improved mfrastructure - especIally 

roads and rail, b) enhancmg traders' access to credIt, or admlnIstermg group lendmg for members, 

espeCIally for transport owners and butchers, c) stimulatmg formal dISCUSSIons on mformatlOn 
availability (mcludmg cross-border and foreIgn trade rules, regulatIOns and practices), experIence 
sharmg and pohcy enhancement opportunities, d) regional networkmg With other related aSSOCiatIOns, 
e) pohcy modification rationale and Justification studies, f) market mformatlon services by commodity, 
g) enhancmg needed aSSOCIation phYSIcal faCIlItIes and eqUIpment, and h) general orgamzatlOnal 
strengthenmg such as - membership drIve program development aSSistance, member prIOrIty needs 
assessment, programs to effectively and effiCiently serve pnonty needs, establIshmg and sustammg 
satisfactory sources and uses of fund1Og, ongomg membership satisfactIOn assessment, and aSSOCiatIOn 
management developmentltra1Omg 1Oclud1Og finanCial control and reportmg 

2) Include mak10g the most needed enabhng environment Improvements 10 the conditIons 
precedent for donor support, as expressed by USAID m donor committee meet1Ogs, and via PL 480 

disbursements ThiS would mclude enhancements m a) cross border and 10ternal trade rules and 

regulatlOns as well as proper enforcement, b) key mfrastructure enhancements such as mam trade route 
roads, and c) trader-related paper work reduction and SimplificatIOn 

3) Develop opportumtIes to mltIate and/or stImulate mternal, and espeCially regIOnal, dialog on 

trade constramts ThiS would mclude dialog and actIOn on the ways and means to a) reduce cross

border trade barriers, b) enhance regIOnal cooperatIOn on cross-border trade, c) Improve cross-border 

and Internal commodity movement rules and regulatlOns, and their enforcement, and d) reduce bnbery, 

corruption and the assOCiated transport delays and losses 
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4) Determme ways to develop and enhance regIOnal market and techDlcal mformatlon services 
This would mclude services that provide widely available, current and accurate mformatlOn on a) prIces 
and sales volume for Important commodItIes m key regIOnal wholesale and mtermedIate markets, b) new 
technology for preservatIOn, storage and packagmg of key agrIcultural commodIties traded across 
borders, c) transportation avaIlabilIty and prIcmg, and d) mterested buyers' and sellers' names and 

contact detaIls 

5) InvestIgate ways to prOVide, or stImulate the provIsIon of, financmg for Important finance
related bottlenecks m cross-border trade channels of Important agrIcultural commodIties Target 
chents would be a) transport prOViders, to enable them to expand and upgrade their eqUIpment, b) 
butchers and/or butcher aSSOCiations, to enable them to pay cash for their purchases from wholesalers 
and not block up the whole system due to cash shortages, and c) cross-border traders who buy m one 
legal JUrIsdictIOn and sell m another (Without letters of credit), to prOVide them With workmg 
capital/trade finance POSSible mechamsms mclude a) matchmg grants to quahfied associations With 
well conceived and managed group lendmg programs, b) donor prOVided guarantees to qualIfied 
aSSOCiatIOns and/or cooperatmg regIOnal or large local banks, c) seed capital grants to quahfied 
aSSOCiatIOns and/or cooperat1Og regIOnal or large local banks, and d) estabhshmg, and Identlfymg mitIaI 
fundmg for group lendmg schemes for qualIfied aSSOCiations or orgamzatlons QualIfied means multl
ethmc, well estabhshed and managed, and a membership that IS WillIng to fully support repayment of 
the financmg 

6) Support (techDlcally and financially) apphedlhlghly practical research at local or regional 
mstitutlOns who wIll dlssemmate the results to those mterested This research and extenSIOn would 
be focused on the follow1Og tOpICS a) ways to enhance the preservatIOn, storage, packagmg, and 
transport of kola nuts and AfrIcan omons, b) opportumtles for more value-added at pomt of OrIgm for 
Important agrIcultural commodities that would reduce waste and mcrease employment, c) ways to 

extend the AfrIcan omon season m both directIOns, and d) the feaslblhty ofmamta1Omg supply/demand 

balancmg stocks at key regional mtermedIate markets, and the pOSSibilIty of this be10g a sustamable 
private sector bus mess 

The Benefits of More VIbrant IRTNs and Cross-Border Trade 

If the above mefficlencles can be overcome, consumer prIces wdl lIkely decrease, which 10 tum Will 
stimulate more demand, espeCIally for hvestock Increased consumer consumption Will equate to more 
volume and more Vibrant cross-border trade 
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Overcommg the above constramts wIll decrease the nsks and unpredlctablhty of cross-border trade, 
whIch wIll stImulate the entry of more partIcIpants and a more competItIve market ThIs wIll reduce 
pnces as well as mcrease quahty and vanety 

Increasmg value-added and/or reducmg the penshablhty of products near the pomt of ongm would 
mInImIze the transport of low-value matenal and reduce product waste durmg transIt, thus decreasmg 

pnces and Improvmg quahty It would also employ people m areas of dramatIc underemployment 

If the OnIon season could be extended m both dIrectIons and more effectIve storage systems developed, 
Afncan OnIons could sIgnIficantly mcrease theIr market share and the foreIgn exchange dram of Imports 
would be lessened Producers, regional traders, and consumers would all benefit 

Broadly based regIOnal economIc development wIll mcrease consumer purchasmg power and therefore 
the demand for all three of these commodItIes If the above marketmg enhancements can be 
accomphshed, regIonal sources of these products will be very competItIve WIth other sources and will 

therefore benefit from mcreased demand, whIch m tum will remforce regIOnal economic growth and 

mtegratlOn Strong, regionally hnked, trader aSSOCiatIOns will help ensure the competitIveness of 
regIonal products 

Xli 



, 
I 
I 
I 
I 
I 
I 
I 
I 

• 
I 
I 
I 
I 
I 
I 
I 
I 
I 

1 INTRODUCTION 

The USAID Afnca Bureau recogruzes that m order to help Afncan governments, pnvate 
agnbusmess owners and entrepreneurs, and USAID MIssIOns WIth theIr export-led development 
programs there IS a need to collect and analyze mformatIon on eXIstmg regIonal marketIng networks 
so that strategIes to promote and mcrease theIr effiCIency can be deSIgned 

The purpose of thIs study IS to broaden and deepen both AfrIcan polIcy maker's and USAID Afnca 
Bureau's understandmg of how mformal and formal cross border ethruc-based marketmg networks 
operate, what ImpedIments hInder theIr full expansIon and development, and what, If any, 
Opporturutles eXIst to promote the development of effiCIent regIOnal (transnatIonal) agnbusmess 
enterpnses The specIfic objectIves for thIs analytIcal actIVIty are as follows 

ObjectIve 1 To analyze the operatIOn of eXIstmg regIOnal agncultural marketmg networks and to 
suggests methods to promote theIr effiCIency 

Objective 2 To analyze the constramts to and opportunItIes for more effectIve development of 
regIOnal (transnatIOnal) mdigenous agnbusmess m the varIOUS regIons of Sub-Saharan Afnca 

ThIS research actIVIty mvolved an m-depth analYSIS of the eXIstmg agncultural commodIty, 
mchgenous regIonal tradmg networks (IR1N) m West Afnca, the mam geographIc area where IRTNs 
operate, focusmg on the countnes of Ghana, Cote d'IvOlre, and Senegal where fieldwork was 
conducted (see Map A at end of thIS chapter) 

1 1 Background on Ethmc Groups and Cross Border - Trade 

Long-dIstance tradmg networks have helped transport agncultural commodItIes across agro
ecologIcal zones m Sub-Saharan Afnca for centuries Many of these long-dIstance tradmg networks 
are operated by traders belongmg to the same ethnIC or socio-relIgIOus groups Much of thIs trade 
IS based on the movement of commodItIes whIch are produced m dlstmct ecologIcal zones, such as 
the savanna or the forest regIOns, to zones where these commochtles cannot be produced 

Afncans from speCIfic ethmc groups typIcally share several markers (language, dress, relIgIOn, food 
ways, perhaps scanficatIOns) of theIr SOCIal IdentIty SImIlarly, large numbers of people from a 
gIven ethnIc group may be mvolved m cross-border trade of an agncultural commodIty, but thIs does 
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not necessanly mean they form an IRTN Rather, an mchgenous reglOnal tradmg network, by 
defimtlOn, has an mtemal structure and some operatlOnal rules of Its own 

1) F ITst, to qualify as a network, the roster of partIcipants should extend beyond the boundanes 
of llnmedlate, known, "real" kmslnp to mc1ude others, m complex superordmate and 

subordmate relatlOnslnps that are duphcated at least once over OthefWlse, you have merely 

a famIly enterpnse 

2) Second, to qualify as ethmc-based, the network structure and operatIons must have at least 
some excluslOnary features based on ethmclty 

Key Indicators of Indigenous Regional Tradmg Networks 

• CommodIty traders of a gIven ethmc group often have unIque mechamsms to solve dIsputes 
withm the group These may be nonformal dispute-settlement bodies or procedures, or 
"chIefs," or perhaps a respected marabout (Moslem holy man) for example These 
mechanIsms stand apart from those of the formal sector and those deSigned to serve the 
multl-ethmc marketplace at large Also, these ethmc-based mechanisms functlOn at least m 
part by appealmg to shared values and norms that are themselves based m ethmc cultural and 
rehglOus mores, and the proceedmgs are held m the ethmc group's natIve language 

• Even If there IS no such dispute structure, traders may be able to specify some shared 
gUIdelmes that members of the network agree to follow because of their ethmc/rehglOus 
mores, whereas other ethmc groups would not follow those gUIdelmes Also, there may be 
sanctlOns Imposed for breakmg such rules-at a mmlmum, ostraCIsm, but also often fines 

• Traders m a given commodity meet together m mono-ethmc groups to diSCUSS ti'e 
trade-even, It IS often srud, to fix pnces or monopolIze supplIes They do thts m their natIve 
language SometImes they meet m a speCific places, e g , tea-house, one of their group's 
warehouses or stores, outSIde the mosque Thus, networks can be actually, phYSIcally 
observed (at least m part) 

• Co-ethnIC traders of a commodIty may band together to advocate for new laws, nghts, 
procedures, servIces, and so on With formal-sector agencies or other groups 
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• Network partIcIpants exphcItly state that they would lend money or extend goods on credIt 

only to co-ethmcs, or would do so for non-co-ethnics only under stIpulated crrcumstances, 
or would as a rule gIve preference or "specIal deals" to co-ethmcs m such transactIOns 

• It IS reported that co-ethmCS m the tradmg network Will help each other out m certam ways, 
even though they may sometImes be m competItIon, and that they would not normally do so 
for non-co-ethnic traders of the same commodIty 

• Members of non-co-ethruc groups also are avowedly excluded from participatmg m some 
other defmed aspects of a partIcular IRlN's trade 

• Another SIgn of an IR 1N IS If tradmg relatIons among co-ethmc famIlIes WIthm It have 
eXIsted down through generatIons 

1 2 Study Approach and Methodology 

The frrst phase of the work consIsted of a lIterature reVIew wInch mvolved over 100 documents (see 
Annex B-2) Key findmgs and conclUSIOns of the lIterature reVIew are summanzed m Chapter 2 
The lIterature reVIew, completed by Constance McCorkle, proVIded the analytIcal JustIficatIOn for 
selectmg wInch countnes and commodItIes the fieldwork should focus on, WhICh were 

• Ghana -- kola, lIvestock, and omons, 
• Cote d'IvOlre -- kola and lIvestock, 
• Senegal -- kola and lIvestock 

Local consultants conducted the first phase of the fieldwork m each of the three countnes and 
completed reports on each country These country studIes are presented m volume II The local 
consultants mterviewed a total of around 550 mdividuals m all three countrIes 

The second phase of the fieldwork was conducted by Constance McCorkle and the results are 
presented III chapters 3-5, by commodIty and country m WhICh fieldwork was conducted Chapter 
3 covers lIvestock trade (Ghana, Cote d'IvoIre, and Senegal), chapter 4, the kola trade (Ghana, Cote 
d'IvOlre, and Senegal), and chapter 5, the omon trade (lImIted to Ghana), Summary observatIOns 
and recommendatIOns are gIven m chapter 6 
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2 CROSS - BORDER TRADE AND ETHNIC GROUPS IN WEST AFRICA 

'\ 0 

The hIstOry and ethnology of AfrIcan trade networks m general and IRTNs m partIcular has been 
studIed m depth by anthropologIsts, espeCIally by crrcum-colomal-era Bntlsh and French 
ethnologIsts of the 1950s and 1960s They drew both upon earlIer colomal records and travelers' 
accounts and upon firsthand field research Wlule thIs lIterature IS now dated, It nevertheless 
proVIdes useful concepts, hIstoncal and SOCIOlogICal background mfonnatIOn, and key Issues 
pertment to thIS project The followmg dISCUSSIOn draws maInly on the anthologIes edIted by 
Bohannan and Dalton (1962), Melliassoux (1971a), plus the hIstones by Curtm (1984) and HopkIns 
(1973) Wherever pOSSIble, the mfonnatlon IS supplemented by more recent findmgs 

2 1 Types and Concepts of West African Trade 

The lIterature offers several typologIes of West AfrIcans' mvolvement m trade One classIficatIOn 
dIstmguIshes between groups who do and do not contnbute to the productIon of the trade goods that 
they sell or exchange A related dIstInctIOn IS that of mternal versus external trade External trade 
Involves CIrculatIOn of goods only, Internal trade fonner entaIls CIrCulatIOn of goods and of labor or 
capItal In the lIterature, "external trade" IS often used synonymously (albeIt sometImes mcorrectly) 
WIth "long-dIstance tradmg" Another, tnpartite conceptual dlstmctlon IS that drawn among (1) 
barter trade for use value (e g , exchanges of gram and mIlk or meat between farmers and herders 
for therr own consumptIOn), (2) trade to obtam raw matenals for manufacture of other trade goods 
(e g, exchanges oflocal cotton thread for weavmg mto cloth that IS later exchanged/sold), and (3) 
trade for nnmedlate profit 

Other conceptual or taxonomIC dlStlnctlOns drawn m the lIterature are lIsted below, With commentary 
on thelT defimtlOn and slgmficance 

• WIth regard to markets, whether they are 
(a) Food surplus markets-bulkmg IS a mam functIOn here 
(b) RetaIl markets-dlstnbunon IS the paramount functIOn 
(c) EntrepClt or border markets-the proportIOn of long-dIstance traders IS hIghest and 

transfer IS the mam functIOn, typIcally located between two ecologIcal zones, such 
markets prOVIde a meetmg place for two sets of traders a dIstrIbutIOn center for 
traders from surplus food markets and a bulkmg center for traders who wIll 
eventually return to retaIl markets (Hodder and Ukwu 1969 178) 
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• Prestige goods versus luxury goods versus quotidIan food Items (Meillassoux 1962) 

• Legal versus Illegal versus extra-legal trade 

• Complementary versus supplementary goods- that IS the trade Items only traded or are they 

also produced locally? 

• Male versus female trade-Daaku (1971a) notes thIS dIstInctIOn for Akan peoples of the 
Gold Coast, where women specIalIzed more m localIzed trade of food crops whIle longer
dIstance trade m other Items was the purvIew of men It IS also referenced for other parts of 

West Afnca 

• Market versus house trade-that IS the locale of one or more transactions In the exchange 
process (HIll 1971) 

• Long- versus comparatIvely short-dIstance trade 

• CordIal trade backed by SOCIal, relIgIOUS, and/or km ties versus more "secularIzed" trade, m 
whIch charges of fraud and swmdlIng could anse (MeIllassoux 1962) 

• Trade based on customary measures versus terms of exchange (MeIllassoux 1962) 

• Relay versus network trade-In relay trade, the goods pass through the hands of several 
merchants before reachmg the fmal destmatIon In network trade, a smgle merchant sees to 
the exchange the goods along the entire length of a trade route, relymg on employees or 
representatIves as necessary Relay operatIOns have evolved due to transport constraInts 
(e g , camels that cross the Sahara Desent stop at the NIger River, where goods are then 
transported on the nver, smce the southerly range of the camelIS lImIted by dIsease threats) 
Merchants typIcally warehouse goods at relay pomts, whIch may also mark ethnIC and/or 
agroecoiogical boundanes In the market cham (Curtm 1984) 

Relay and network trade, however, are not necessanly mutually exclUSIve, It depends upon the pornt 

m the marketmg cham that IS exammed A case m pomt are the exchanges that tradItIOnally took 
place In tradmg centers of the tranSItIOnal zone between the forest and savanna m the Gold Coast 
(Ghana) Akan traders from the coast dIsposed offish and coastal salt In these centers, m a form of 
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network trade But m an mter-ethmc relay trade, they also exchanged therr forest products (e g , kola 

and gold) for the cloth that Northern Mande and Hausa traders brought from the Sahel These 
northern traders then carned the forest products to therr homelands (Daaku 1971) From eIther 
ethruc groups' pomt of VIew, therr own partICIpatIOn m this transactIOn would look more lIke a 
network than a relay structure, however UltImately, then, It IS more Important to speCIfy the 
partIcular actors, roles, and actIVItIes m the market cham than to be concerned about the defimtIOnal 
dIstmctlOn between relays or networks 

22 General History and RatIOnale ofIRTNs 

Histoncal studIes ofIRTNs m West AfrIca dIstmgmsh between AtlantIC and mtenor networks The 
former refers to European-stImulated export trade, whIch was founded lIDtially on the anCIent 
commerce m slaves (which mcreased begmrung m the 1400s With European entry mto thIS market) 
plus IVOry, wax, gum, mdIgo, and gold WIth the abolItIOn of the slave trade m 1815 and burgeomng 
European demand for raw matenals, thIs network shifted Its commodIty emphasIS From Califorma 
1820 to 1850, these Items declmed m Importance whIle exports of palm 011, groundnuts, tImber, 
hIdes, and nce skyrocketed FlOWIng back mto AfrIca along thIs network were European-produced 
textIles, lIquors, metals, hardware, and powdered salt (m competItIon With locally produced salt from 
the coast and salt bars from the Saharan mmes), as well as the "shoddy trade goods and glass 
trmkets" that charactenzed earlIer AtlantIC trade (MeIllassoux 1971a 50, see also Hopkms 1973) 

Although export-onented AtlantIc networks are not the focus of the present study, hIstOrIcally they 
were Important m mcreasmg the volume of trade generally WithIn West AfrIca, In that WIth the Pax 
Bntanmca (and presumably the French eqUivalent), travel, and thus trade, was made safer, the use 
of Widely-accepted money was mtroduced, and, under colomahsm, transportatIOn and 
commumcatIOn mfrastructure was Improved The AtlantIC trade also promoted mIgratIOn toward 
the coast, modIfied tradItIonal systems of brokerage, and expanded the number of mIddlemen, the 
amount of goods advanced on credIt, and the number and SIze of tradIng posts and markets -
doubtlessly thereby stImulatmg eXIstIng IR TN s, addmg new Items to them, or even creatmg new 
IRTNs The lIterature also IndIcates that In certaIn tImes and places AtlantIC and Intenor networks 
Influenced one another dIrectly or IndIrect! y (e g , WIlks 1971) 

The mtenor networks were ongmally mdependent of European economIC channels They 
constItuted longstandmg, mtraregIOnal networks With a hIstory of dense transcontmental traffic and 
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very dIfferent econOmIC and SOCIal foundatIOns from those of the Atlantic trade These foundatIOns 
gave (and to some extent stIll gIve) the Intenor trade greater StabIlIty The sustammg ratIonale 
behInd thts trade was the exchange of goods produced In one ecozone or area to another where they 
were not produced, or could not be produced as cheaply, even allowmg for the percent "mark-up" 
added by transport, for example the Sahara (HopkIns 1973 81) ContnbutIng ratIOnales were 
relIgIOus factors assocIated WIth the spread of or changes m Islam (see below) 

The clasSIC example of such mtenor networks IS the great trans-Sahara trade, whtch began Wlth the 
mtroductIon of the camel to the Sahara m the 2d to 5th centunes a d Trade routes stretched from 
Morocco eastward through southern AlgerIa and Tumsla on to present-day southern Libya, 
ultimately reachIng northern Ghana and m a few cases even the Gulf of Gwnea (CurtIn 1984) 
Hopkms dIVIdes trans-Saharan commodIties mto two categones state necessIties (from the south, 
gold and slaves, from the north, cownes, salt, weapons, horses, textIles, metals, preserved foodstuffs 
mcludmg dates, glassware and beads), and luxury Items (from the south, cloth, pepper, IVOry, kola, 
leather good and ostnch feathers) [Note he gIves no defimtIOn of north and south, but for hIm 
north appears to mean the CIrcum-MedIterranean] 

Melliassoux and many other authors (Skmner 1962, 1964) note the Involvement of mdigenous 
transporters (boatmen, ferrymen, porters, teamsters, and grooms), processors (butchers and women 
spInners), apprentIces, mtermediarIeS (sometImes the WIves of merchants), Interpreters, "money" 
changers tax-collectors and noblemen-soldIers to back up merchants and caravan scouts as well as 
prImary producers (farmers, herders and mmers) and support personnel (well-dIggers, farm or 
herdmg hands, hunters) m the mtenor trade network (Some of these groups were composed mamly 
of slaves, however) He also notes that classes of mfluentIaI IslamIC Marabout merchants were 
already well establIshed m parts of West AfrIca (Mah, Senegal) by the 1700s Accordmg to Cohen 
1969, there are stIll others who were mvolved m or dependent upon even 20th-century Hausa and 
other traders' enterpnses theIr apprentIces, cattle guards, mght watchmen, landlords and mnkeepers, 
enterpnse clerks and advertIsers, apprentIces and other employees such as messengers and dnvers, 
packers and loaders, dIstnbutors, and leasers of transport Nor does thIS mclude market chIefs, and 
ward chiefs who adjudIcate tradmg dIsputes 

By the late 1800s, the colomal powers perceIved thIs mter-AfrIcan trade as an obstacle to the 
conquest of AfrIcan markets by European goods "Colomal penetratIOn was to be an mdlspensable 
mstrument for destroymg thIs autonomous economy WhICh had developed outSide European 
mfluence" (Metllassoux 1971a 60) 
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Some experts see the mtenor trade as more "productIve" than the AtlantIc trade, whIch they 
charactenze as" predatory Goods were mIned, hunted, or collected m exchange for pnmanly 
firearms and lUXury goods" that mamly benefited only Afncan elItes (MeIllassoux 1971a 52) In 
contrast 

TIns mtenor trade was pnmanly based on goods produced by local peasants, smce 
agncultural and craft products constItuted the major part of the traffic In return, 
mternal commerce proVIded a commodIty of great value-salt-whIch could be 
easIly sold retaIl The mternal trade assured the complementanly of mter-regIOnal 
exchanges (MeIl1assoux 1971 a 53) 

WIth regard to other functions of IRTNs, lookmg cross-culturally Landa (1991 70) opmes that, 
among other thIngs, they emerged and perSIst where the legal Infrastructure IS not well developed 
for the enforcement of contracts Ethmc groups workIng as mIddlemen take on an addItIOnal "gap
fIllmg" entrepreneunal functIOn of copmg With the problem of contract uncertaInty CurtIn (1984 3 
ff) emphasIzes thIs feature, along With cultural brokerage He Imphes that as legal mfrastructure 
becomes more normalIzed and as dIfferent cultural groups become more famIlIar With each other, 
ethmc-based tradIng groups may give way to the cheaper orgamzatIOn of local commISSIon agents, 
or they may dIverSIfy mto new sectors of the economy 

2 3 Goods, Corndors, and EthnIC or Other Groups Hlstoncally Involved In IRTNs 

Hlstoncally, one of the major flows of goods In Intenor networks was the movement of forest and 
savanna products to the Saharan salt mInes and to the commerCIal towns of the semI-and Sahel 
These products Included cereals and other foodstuffs (e g , shea butter), crafts, local-cotton thread 
and cloth, textIles, some gold, and above all kola Along With some Iron, natron, leather crafts (bags, 
cushIOns, sandals), and other assorted goods, salt bars were the maIn backflow Item In thIS circUlt 
Dned and/or smoked fish from both the coast and the NIger River also reached these more and 
zones, as dId dates from North AfrIca 

SpeCIfic routes, restmg and tranSIt or relay pomts, markets, and types and volume of goods along 
these and other long-dIstance tradmg corndors VarIed across time WIth of warfare, econorruc and 
clImatIC events, demographlc movements, and the shIftmg polItical scene from pre- through post
coiomallsm In some times and places, partIcularly at transIt markets or pomts, when these ShIftS 
depnved sedentary traders of theIr tradItIonal products but offered new customer groups, some 
turned to localIzed sales of foodstuffs, small retaIl shops, or more systematIc lIvestock tradIng (ArhIn 
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1971) At other tunes, events conspIred to rupture cross-border trade and stImulate mternal 
productIOn of the exchange Item Thls was the case for kola m Nlgena, for example (Cohen 
1969 131) With the worldWIde depresslOn of the 1930s, kola Imports by sea to Lagos and thence 

northward dwmdled to a neglIgible volume, stlmulatlOn southern Nlgenans to begm producmg kola 

m amongst their cocoa The result's IS that today Hausa traders of northern Nlgena obtaIn the bulk 

of theIr kola mternally 

The great traders of the desert were the Twareg (Tuareg) WIth theIr camels They brought salt, 
horses, meat, metals, luxury goods, and also Islam to much of Afnca Among others, they traded 
wIth the now-Moslem Rausa (ongmally the ammIst Rabe) plus the Rausa's settled Fulam conquerors 
(also Moslem) ofNIgena In return, the Twareg receIved slaves, cotton, leather, and gram Arab 
merchants were also keen to trade WIth the populous Rausa 

Indeed, the Rausa appear to be the ethmc group most often mentloned m the hterature as key players 
m these long-dIstance mtenor networks from the Sahara and Sahel, espeCIally m eastern West AfrIca 
They mclude(d) both caravaners and Rausa merchants who reSIded among theIr chent peoples (see 
later sectIOns) SmIth (1962316-317) notes contemporary Rausa's mtra-Nlgena mvolvement m 
movmg cattle, groundnuts, cotton, locust beans, Rausa cloth, and other products southward to return 
north WIth kola, gmger, Y oruba cloth, and European manufactures that are cheaper m the south Re 
also CItes Rausa trade m gram, skins, cloth, locust beans, and natron across Arlglo-French 
boundarIes Skmner (1964) notes Rausa traders' tradItIonal movement outSIde Nlgenan 
boundarIes" to Gao, Zmder and Don m the country of the SonghOl, to Ouagadougou, Kaya and 
Tenkodogo m MOSSI country, and to the markets ofSalaga m the country whIch IS now Ghana Here 
they competed WIth traders who were mvolved m another tradmg complex-that between the 
western coastal and forest zones of West AfrIca, and the Sudanese emponums along the NIger RIver 
to the north" (1964223) Skmner cautIOns that" so famous were Rausa traders that the name 
Rausa became synonymous WIth trader" (1964 222) 

Charactenstics of the operatIOns of successful Rausa traders studIed by SmIth (1962 318) mclude 
the followmg The successful trader keeps an agent m hIs southern markets whIle he remams mamly 
at hIS northern headquarters, purchasmg stocks to be sent south and pursumg trade In local staples 
Re obtams short-term loans from Yoruba banks to cover some transport charges m thIS traffic Re 
purchases hIs own lomes Imports such as kola are dlstnbuted to regular customers on part credIt 
RIS chents scout Fulam cattle-camps for battle to send south As hIs busmess grows, the trader 
dIversifies mto European products and/or mvests m Rausa staples such as groundnuts and gram to 
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reduce Ins dependence on the long-dIstance trade HIs relIance on agents leads Inm to favor certam 
categones of close km III thIS role Coupled With hIs SOCIal, relIgIous, economIC, and polItical 
oblIgatIOns toward such kIll, tins III part explams why Hausa tradmg orgarnzatIOns often do not 
survIve the deaths oftherr founders Another factor IS Moslem law, whIch reqUIres subdivISIon of 
a deceased's estate among rus herrs (For greater detaIl on SOCial orgamzatIon of Hausa tradmg, see 
Cohen 1969) 

SmIth notes changes m Hausa tradmg between Californza 1930 and 1960 such that bookkeepmg 
and other busmess technIques were more strongly adopted, merchants began to pool resources to 
undertake Jomt endeavors, lIke groundnut processmg, and they also orgarnzed local traders' 
aSSOCiatIOns to represent therr mterests to government 

Frequent reference IS also made m the lIterature to caravans of the vanously spelled Jula (Juula, 
DJoula, Dyula, Mande-DlOula, also called Bambara, and sometimes Vaa), a Sonmke-denved 
Mahnke (Mandmgue, MandInka, Mandmg) people who dOmInated much of West AfrIca's long
distance trade Note, however, that m southern Cote d'Ivorre and elsewhere, reportedly "Jula" IS 
now a genenc term for any Moslem trader from the savanna Jula are concentrated m the northern 
Cote d'IvOlre, southern Upper VoltalBurkma Faso, and southern Mall They are descnbed as 
hlstoncally operatmg "movmg markets" between termmi on the mIddle Niger and eastern Cote 
d'Ivorre (Arlnn 1971, see also Chaveau 1976) MeIllassoux (1962) notes their hlstonc exchange of 
mamly Iron bars but also soap, relIshes, tnnkets, and medicmes for kola and foodstuffs (yams, nce, 
cassava) WIth forest peoples of Cote d'IvOlre However, Launay (1979) reports that their mam 
endeavor was the kola-salt trade Skmner (1964) appears to concur, notmg Jula caravans that 
traveled north from the kola markets headmg for towns on the Niger RIver m present-day Mall 
Curtm (1984 18) speaks of a "nbbon of Malmke-speakmg people, whose homeland was southern 
Mall," settled groups of winch are stIll found to the west along the hne of the GambIa RIver, where 
theIr ancestors first went m search of sea salt, there was also an old Mahnke trade route to the 
Llbenan coast 

A closely related group- also Moslem, Malmke-speakmg, and Sonmke-denved-were the 
Dlakhanke (Jaxanke, Jahaanke) of 17th and 18th-century Senegambla, who traded between therr 
homeland and the upper NIger m a relay fashion mstead of by through routes But m the 20th 
century, they were pushed out of the long-distance trade by new transport systems and the Lebanese, 
despIte what IS reported as an exceptIOnally fleXIble and strong network (Curtm 1971, 1984) 
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PossIbly smce as early as the BOOs, the Mossl of Upper Volta (also Moslem) operated caravans 
bnngmg cattle, sheep, donkeys, fowls, native tobacco, whIte cotton cloth, and Iron bars from the 
entrepots of the mIddle NIger to the savanna (ArhIn 1971) The MOSSI were partIcularly famed for 
theIr excellent donkeys, but they appear to have traded m Just about any and everythmg avaIlable 
(see the long hsts m SkInner 1962 and 1964) It IS not clear to what extent the MOSSI themselves 
were devoted to caravarnng, however, often they may have SImply dealt With other caravans passmg 
through theIr land and ItS transIt markets 

Not so for the Yarse, an endogamous Sonmke-denved Mande-speakmg, Moslem group who smce 
the 1500s have lIved among the MOSSI (Some documents appear to confuse these two ethruc 
groups) They were great caravaners The Yarse cultIvated cotton, WhICh they wove mto cotton 
stnps They both bought and sold the stnps or traded them locally and mtrareglOnally The cloth 
mIght be dyed With mdigo or a natural khakI-colored dye popular With Fularu The Yarse also 
orgarnzed annual caravans to Mah and occasIOnally central Mossdand and northern Ghana, plymg 
the popular salt-for-kola trade, for the salt, they exchanged theIr cloth but also sheep, goats, donkeys, 
and horses On certam routes, fish from the NIger Delta also figured m Yarse trade In the 1950s 
the Yarse numbered an estimated 26,000 (after Izard 1971) 

It IS not clear to what extent Yarse contmue as traders today MOSSI caravarung has ceased With 
the commg of colomahsm, the French sought to control all such trade However, the MOSSI'S 
tradItIOnal commerce m cotton, kola, dned fish, salt, and espeCIally hvestock to the forest zones of 
Ghana and to Cote d'IvOlre contmued mto the 1940s SkInner (1962250 ff) documents the 
transport of omons by bIcycle to Ghana, and dry-season donkey trams between the Yatenga and 
Ouagadougou to Po (on the border With Ghana) and Bolgatanga (m northern Ghana) The donkeys 
carned beans, mIllet, cotton bands, omons, groundnuts, and other vegetable produce, or nothmg at 
all On theIr return tnp, they were loaded WIth kola and sometimes scrap Iron for fashlOnmg mto 
agncultural Implements Just pnor to Ramadan, "the roads of MOSSI country are clogged WIth 
thousands of sheep and goats bemg dnven south for Ghana and the Cote d'IvOlre [also Togo] 
Cattle are also shIpped dunng thIS penod" (Skmner 1962251) The same author notes that the 
volume of trade along thIS comdor IS "consIderable" and he gIves some compellIng figures Also 
flowmg back WIth temporary mIgrants along thIS route from Ghana are manufactured products, 
whIch are cheaper than m the Francophone areas These mclude such Items as bIcycles, sewmg 
machmes, fabncs, kerosene lamps, buckets, and all kinds of household goods, albeIt m a less 
orgamzed fashIOn than the lIvestock or kola trade Upper Volta collected as much as 150 mIllIon 
FCF A m duties on such goods m 1956 (not countmg a great deal of contraband) 
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Interestingly, a caste of Mahan blacksmiths, the Kooroko, also were once great long-distance 
traders, exchanging cattle and dned and smoked fish from Mall for the kola of the Cote d'IvOlre 
(Amselle 1971) CurtIn 1984 notes that by the 20th century thts group concentrated around In 
Bamako and took advantage of trucks and telegrams to greatly expand therr cross-border kola trade 

The lIterature suggests the followmg baSIC needs for IRTNs, needs that are common to most 
commerce 

• A trustworthy orgarnzation 
• RelIable sources of supply and relIable outlets 
• An InformatIOn servIce -- for pnces, weather COndITIOnS, transport condItIons, or aVaIlabIlIty 

• Adequate and relIable transport 
• WarehOUSing facIlItIes or services 

• Timely access to credIt 
• Agents representIng the merchant at sellmg, bUYing, or stagmg/warehousIng POints 
• For some commodIties, transformatIon processes, or marketmg actIVItIes, the avaIlabIlIty of 

cheap, female labor 

It also suggests a number of features that histoncally charactenzed eIther mobIle IRTN traders or 
the communIty orgamzatIOn of settled merchant "foreIgners" as they sought to meet the foregomg 
needs (The lIterature IS greatest on the "zongos" of Ghana ) 

• Merchants were usually an allen and cosmopolItan group TypIcally, they were 
"northerners" to the people they dealt With, smce the pull of trade was m the duectIOn of the 
Maghreb They were also "strange" m that agnculture was not theIr pnmary actIVIty 

• AlternatIvely, merchants mIght come from culturally margmal groups, lIke a caste (e g , the 
Kooroko smIths) 

• In any case, mamtenance of SOCial dIstance was necessary between traders and their supplIers 
Of chents, SO as to escape the stnctures of the "moral economy" and thus profit from thelf 
trade, Ie, they had to keep their distance so they could make a profit Without feelmg gUilty 
about It 
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• Many (though not all) were able to mamtaIn thIs dIstance by bemg Moslem Islam IS an 
Ideology that promotes alhances only Wlthm ItS membershIp Islam also gIves great moral 
latItude m trade relatIOns 

• Because m-mlgrant merchant groups were numencally few and pohtlcally weak, they 

mamtamed close contact WIth each other and establIshed associatIOns and even JudIcial and 

pOlItICal apparatuses of theIr own, wInch were common to therr ethnIc or relIgiOUS merchant 
communIty across large temtones, m contradlstmctIon to the local groups among whom they 
lIved Such merchant groups often lIved m therr own Villages or town wards And they were 
expert at playmg offnval warlords or market towns agamst one another, to keep (or halt) 
trade flows to theIr advantage, to aVOId tnbute, and so forth 

Some of the types of SOCIoeconomIC actors that can be mvolved m the tradmg process mclude the 
followmg (Some of these categones overlap) 

• Producers 

• Transporters-Truckers, ferrymen, boatmen, canoers, a dlstmctIOn sometImes drawn m the 
lIterature for such groups IS whether they own or rent theIr mode of transport (e g , trucks), 
more rarely, whether they transport passengers as well as goods 

• Traders themselves, who are dlstmgUlshed by many van able sex, level (retaIl, wholesale) 
and locale (market vs house, rural vs urban) of operatIOn, part-tIme (e g , forestallers, 
peddlers, collectors and retaIlers) versus full-tIme and small versus large traders, exporters 
and Importers, lIcensed or unhcensed 

• Merchants' employees and apprentIces 

• "Landlords"llogeurs-a settled stranger or other who lodges long-dIstance traders and asSIStS 
them m selhng and/or stonng therr goods (see Launay 1979 and all of Cohen's pubhcatlons ) 

• )\ssemblers 

• Brokers and commISSIon agents-Who connect buyers and sellers m a marketplace (Launay 
1979) 
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• 

• 

ChIefs and non-fonnal-sector officers ofvanous sorts 1 Market chIef, vIllage chIef, chIef 
of the butchers andlor of slaughter, chIef oflocal brokers and commISSIon agents, market 

Judges, officers of trader aSSOCIatIOns (SmIth 1962) 

Money changers (SkInner 1964) 

• Shopowners 

• Processors-Butchers and weavers, for example 

• Regulatory agents-Meat mspectors, checkpomt OffiCIalS, for example 

For a bnef descnptIOn of the mam West AfrIcan ethnIc groups see Glossary B at the end of thIs 
chapter 

24 Literature ReView Results and the Need to Conduct Fieldwork 

The lIterature reVIew attempted to assess three cntIcal cumulatIve vanables 

(1) Modem-day routes and volume of trade m agncultural (vs nonagrIcultural) products 
(2) EthnIC trader groups 
(3) IntraregIOnal (vs extra-contmental) trade 

However, VIrtually no smgle document covered all three of these vanables WhIle there are vast 
amounts of statIstIcs on (1), these concentrated overwhelmmgly on agncultural products destmed 
for export out of AfrIca PublIcatIOns on eIther (1) or (3) rarely noted the ethnIcities mvolved 

Conversely, documents that focused on ethruc merchants and the markets m whIch they operate (2) 
rarely offered quantItatIve trade data, and If they dId, these were lImIted to the ImmedIate area or a 
smgle natIon 

A USDAIERS report by Burfisher and MIssiaen (19875) bsted NIgerIa as one of the West AfrIcan 
regIOn's three "top natIOns" m volume of mtraregIOnal trade but Nigena was not a Viable chOIce for 
fieldwork for thIs study because of mternal pOlItICal stnfe In any case, one of the two ethnIc tradmg 
groups mentIOned most often m the lIterature-the Hausa-are hIghly actIve and long-establIshed 
m Ghana, and the hterature revealed that the mtraregIOnal trade m agncultural products to and from 
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Ghana IS substantIal The Hausa are descnbed as donunatIng IRTNs m the eastern part of West 
AfrIca In addItIOn, Ghana has made sigruficant econonuc progress smce the tIme dunng whIch the 
ERS research was conducted m the mId-1980s 

The other two top natIOns cIted by the ERS report on Afncan mtraregIOnal trade are Cote d'IvOlre 
and Senegal But asIde from the general StatIStICS m the ERS report, the lIterature reView uncovered 
lIttle mformatIon on modem-day Senegal's mtracontInental agncultural trade although consIderable 
mformatIOn on extracontmental exports and Imports was gathered 

Cote d'IvOlre IS cited as one of the pnnclpal homelands of the second most-often-mentIoned ethnic 
tradmg group the Malmke or Jula-who are the paramount traders m much of western West Afnca 
The lIterature also documents a hvely modem-day trade m the Informal sector between Cote d'IvOlre 
and ItS northern neIghbors, Mall and Burkma Faso (Harre 1993, Labazee 1993) 

Even where ethruc groups and trade corndors are IdentIfied, there was so much vanatIon m the 
lIterature on the names and spellmgs for dIfferent peoples and places that It was dIfficult to connect 
the mformatIOn from one publIcatIOn With that from another These defiCIencIes underscored the 
necessIty of conductmg fieldwork m order to understand better the dynamiCS and directIOn of 
mtraregIOnal trade among West Afncan countnes Thus, the deCISIOn to conduct fieldwork m Ghana, 
Cote d'IvOlre, and Senegal Chapters 3, 4, and 5 summanze the findmgs on lIvestock, kola, and 
omons, respectIvely, each ofwruch IS of subStantIal economIC Importance to the regIon FollOWing 
an overview of the commodIty at the begmrung of each chapter, detaIled analysIs, findmgs, and 
recommendatIOns are summanzed for each country 
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GLOSSARYB 

ETHNIC GROUPS INVOLVED IN CROSS-BORDER TRADE 

AKAN GROUPS Most ChnstIan and ammlst m Ghana, most are syncretic m Cote d' IvoIre 
TheIr mam homeland spans the bottom half of Ghana and the southeastern quarter of Cote 
d' IvoIre They are kola producers BesIdes the well-known AshantI and Fante, Akan groups 
mvolved m kola production m Ghana mclude, e g , Ahafo, AkIm, Akwaplm, Kwahu, m Cote 
d' IVOlre, e g ,Abe, Abure, Angm, Apolomen, AtIe, AVIkam, AdJukru, Bakwe, Bawle, Ebne, 
M'Bato, N'Zlma, Tura The major language for the Akan of Ghana IS that of the AShantl 
(TWI), and IS largely mutually comprehensible by most Akan, at least m Ghana In Cote d' 
IVOlre, Bawle and Angm serve as common ImgwstIc denOmInators 

BELA All Moslem The former "slaves" of the Twareg, today they are both producers and 
bnngers ofhvestock to Cote d'Ivorre from Burlana Faso and Mall They share the Twareg 
language, Tamasheq, With their former masters 

BOBO Most are ammlst, but also some Moslem, ChnstIan, and syncretIc They are mInor bnngers 
ofltvestock to Cote d'IvOlre from therr homelands m southern Burkina and southern Malt 

BOZO MOStlyantmIst They bnng some lIvestock to Cote d' Ivorre from Mall, where the Bozo 
are mamly known as fishers 

BRONG Incomplete mformatIon A GhanaIan ethmclty that IS well-represented among butchers 

BUSANGA Half are ChnstIan, half Moslem An ethmcity that straddles the Ghana-Burkma Faso 
border, they both produce and sell cattle for Import to Ghana, a few also bnng cattle to Cote 
d'IvOIre or work as butchers there The language IS Blsa 

DAFING Incomplete InformatIon From theIr homelands m southern MalI and Burkma Faso, they 
bnng some lIvestock to Cote d'IvoIre 

DAGOMBA Almost all Moslem TheIr homeland IS the Tamale area of Ghana Many are master 
and retaIl butchers 

DOGON Most are ammtst The famed hIlldwellers of Mall's Moptl area, they bnng some lIvestock 
to Cote d' IVOIre 
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FRAFRA Most are Chnstian TheIr homeland IS northeastern Ghana and southern Burkma Faso 
They are both Importers and bIg-tIme brokers of bvestock m Ghana 

FULANI (Fr PEUL) All Moslem Major lIvestock producers TheIr hIstonc homelands 
probably lay m the Senegambia TraditIonally, most Fularu were pastorahsts who traversed 
the savanna and Sahel of many West Afncan nations However, they are mcreasmgly 
sedentanzed Fularu of southern Senegal and northern Gumea have long lIved In settled 
commurutles, southern Burkma Faso and Mall and northern Cote d'Ivorre also are home to 
sedentary Fulanl cultIvators and petty traders The Bororo and Jawando Fulanl are SaId to 
dommate the lIvestock trade m Cote d'IvOlre, where they act as both local brokers and 
bnngers from Burkma, Mah, and at TabaskI from NIger, some Fularu also work as butchers 
m Cote d'Ivorre The northern, Toucoleur, Fularu dommate all segments of Senegal's cross
border lIvestock trade There are at least a dozen dIfferent subgroups of Fularu, but the 
language (Pular) IS roughly mutually mtellIgible across them In techmcal lIngUIStIC terms, 
they are most appropnatly classed together as Fulbe, but throughout thIs report the more 
famlhar Enghsh name "Fularu" IS used 

GA Incomplete mformatIOn A GhanaIan ethmcity that IS well represented among butchers 

GRUMA A BurkInabe ethmcity who both produce and sell cattle for Import to Ghana and Cote 
d'IvOlre 

GRUSI Half Moslem, halfChnstian TheIr homeland IS upper east Ghana and southern Burkma 
Faso from whence they brmg cattle to Ghana They also export GhanaIan kola 

GUSANSI A Burkmabe ethmclty who both produce and sell cattle for Import to Ghana 

HAUSA All Moslem TheIr ongmal homeland IS northern Nlgena and southern NIger But for 
many centunes, Hausa have settled throughout central West AfrIca, typIcally m theIr own 
commumtIes or subcommumtIes, where the men often marry local women They 
predommate m the lIvestock, kola, and omon trade m Ghana, albeIt m sometImes diffenng 
roles m each commodIty (see text) They also brmg cattle to, and export kola from, Cote 
d'IvOlre 

KOTOKOLI All Moslem TheIr homeland IS northern Bemn and Togo A few have settled m 
parts of Ghana's Volta and Ashantl regIOns, from whence they export kola to theIr 
homelands 
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KUSASI Half are Moslem, half Chnstlan Therr homeland IS northeast Ghana Some are hvestock 
Importers, brokers, and butchers, a few have also entered the cross-border omon trade 

LOBI Most are amrmst Mmor cattle bnngers to Cote d'IvOlre from BurkIna Faso TheIr 
homeland spans the borders of both countrIes 

MALINKE or BAMBARA (also MANDING, MANDINKA, and the JULA proper) All Moslem 
Often used mterchangeably, the Malmke and Bambara are one of the three major subgroups 
of Mande peoples TheIr ongmal homeland was m MalI, but today they resIde m large 
numbers all around the Gumea-Mah-Burkma-Faso-Cote d'Ivolfe borders Their language 
IS generally called JuIa, and IS used as a trade language m tlus region Throughout Cote 
d'IvOlre, some MalmkelBambara are butchers, there are long-settled communItIes of 
Bambara m northwestern Cote d'IvOlre, too, where they also Import lIvestock But the 
MalmkelBambara are best known m both Cote d'IvOlre and Senegal as the predommant 
exporters and lffiporters, respectIvely, of kola In Senegal, they are also very active m the 
cross-border lIvestock trade The language IS called Bamana 

MANDE GROUPS OF THE FOREST ZONE Most are anlffilSt LIke the Akan fanuly of 
ethmcltles, there are many mmor Mande groups mhabltmg the forest zone, where they are 
actIve m kola productIOn In Cote d'Ivorre, these mclude, by hngUlstlc-cultural groups (1) 
Bete, Dldam, (2) Gere, Dan, Yacouba, (3) Gagu, Guro, Wobe, and (4) Neo and Kru 

MAMPRUSI Most are Moslem Then homeland IS northeastern and northern Ghana Some are 
lIvestock lffiporters, brokers, and butchers A few have also entered the cross-border om on 
trade 

MARKA (Fr SARAKOLLE, also known as Somnke) All Moslem and one of the Mande peoples 
Great partICIpants In the anCIent trans-Sahara trade, theIr homeland IS Malt, but they have 
longstandmg settlements III Cote d'IvOlre, where they relocated to take advantage of southern 
trade opportunItIes There, they speak the Mahnke language (Jula) for commerCIal reasons 
and lffiport some cattle In Senegal, both Mall-born natIve-born Marka are actIve III the 
mternatlOnal kola trade 

MAU All Moslem Another romor Mande subgroup, the Mau, are small exporters of kola Then 
homeland IS m northwestern Cote d'IvOlre and southern Mall 

MIANKA Incomplete InformatIOn Bnngers of cattle to Cote d'IvOlre from southern Burkma 
Faso and Malt, they are closely related to the Bobo 
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MOOR (Fr Maure, also known as Suraka and Arabu-Berber) All Moslem They both produce 
and bnng lIvestock from theIr MauntanIan and northern MalI homelands to Cote d'Ivone 
and, to a lesser extent today, Senegal There IS also a natIve populatIon of Moors ill Senegal, 
where they tradItIonally dommated the master butcher professIOn The language IS AsanIa, 
an ArabIc tongue 

MOSSI All Moslem TheIr homeland IS central and northern BurkIna Faso, but some are natIV1zed 
GhanaIans, especIally near the border WIth BurkIna Faso Many came to work ill the Ghana 
gold mmes and cocoa farms, mamed Akan women, and settled ill Ghana permanently 
MOSSI are one of the most actIve groups ill lIvestock Imports In both Ghana and Cote 
d'Ivolfe They are also major exporters of kola from Ghana (and to a lesser extent, Cote 
d'IvOlre) Some also work as butchers m Cote d'IvOlre TheIr language IS More 

SAMOGO All Moslem A Burkillabe group, some of whom Import lIvestock to, or work as 
master butchers ill, Cote d'IvOlre 

SENUFO Most are anImISt, but also ChnstIan Northern Cote d'IvOlre/southern Burkma Faso IS 
theIr homeland, but they are also longtIme resIdents of MalI They Import some lIvestock 
to, and export some kola from, Cote d'IvOlre 

SERERE All Moslem NatIve agropastorahsts of eastern Senegal, they playa small role m 
lIvestock and kola Imports there 

SOCE All Moslem A Mande group resldmg m southern Senegal's Casamance regIOn and m 
GambIa who are actIve m the mformal kola trade of Senegal 

SONRAIISONGHAI (known as "GAO" m Ghana) All Moslem NatIves of the MalIan town of 
Gao, they bnng lIvestock and OnIons to Ghana and lIvestock to Cote d'IvOlre 

TWAREG All Moslem Famous camel pastorallsts of the Sahel and the Sahara, they bnng small 
rummants to Cote d'IvOlre from BurkIna Faso and Mall The language IS Tamasheq 

WOLOF All Moslem The maJonty ethruc group of Senegal (classed m some 6 subgroups), they 
playa lImIted role In kola Imports and a very actIve role In hvestock Imports 

YORUBA Most are Moslem TheIr homeland IS the NIgerIa-Bemn border area They buy kola 
for export to Nlgena from Cote d'IvOlre 
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ZARMA (Ghaman ZABRAMA) All Moslem Therr homeland IS m NIger A very small number 
are born and raIsed m Ghana, where some work as master butchers They are also the second 
most Important ethrucity m Ghana's cross-border omon trade In Cote d'IvOlre, they buy 
kola for export to NIger 
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3 LIVESTOCK CROSS-BORDER TRADE 

Summary 

ThIs chapter dIscusses the cross-border trade In lIvestock for Ghana. Cote d'Ivorre, and Senegal, 
IncludIng estImates of the volume and value of cross-border trade In lIvestock In all three countrIes, 
the major ethnIC groups Involved, the Important constraInts to cross-border trade, and suggestIOns 
on how to enhance cross-border trade The volume and value of the trade estImated for each country 
ranges from $25 mIllIon (144,000 cattle) for Ghana to $30 mIllIon (116,000 cattle and 202,000 small 
rummants) for Cote d'IvOlre to $35 mIllIon (100,000 cattle and 250,000 small rumInants) for 
Senegal In Ghana, ethmcity IS not a sIgmficant factor In cross-border trade In lIvestock, whIle m 
Senegal mdIgenous ethmc-based tradmg networks are more mfiuentIal The networks among 
northern Fulbe and Moors In Senegal represent clear and readIly traceable lInks of co-ethmcIty, co
regIOnahty, and even to some extent real kInshIp or clanshIp that span all market segments from 
producers through master butchers/slaughterers In Cote d'IvOlre, ethrucIty IS a factor, but 
natIOnalIty IS more Important As for the splIt between formal and Informal trade, there are 
sIgmficant dIfferences among the three countrIes In Ghana. cross-border trade IS nearly 100 percent 
mformal, whIle m Senegal Informal trade makes up 50-80 percent of total lIvestock trade In 
contrast, most of the lIvestock trade m Cote d'Ivorre IS formal 

An Important conclusIOn denved from the fieldwork IS that Islam acts as an extremely Important "tIe 
that bmds," servmg as a umfymg umbrella whose umversally recogmzed "moral rules ofthe game" 
and shared values promote trust m busmess mteractIons across ethmcities 

Cross-border trade m all three countnes IS constramed by corruptIOn and exceSSIve regulatIOn, 
transport dIfficultIes (trucks and roads), Inadequate market InformatIon, and problems WIth end 
customer financmg (1 e, With butchers) In Senegal, cross-border trade has faced speCIfic problems 
related to border problems With MaurItanIa due to pohtIcal tenSIOns Suggested ways to address 
these constraInts, whIch are cross-cuttmg Issues In all three countrIes, are 

• 

• 

• 

• 

ImplementatIOn of polICIes and programs that reduce rent-seekmg among offiCIals 

Development and strengthenmg of associatIons, mcludmg the proVISIon of market 
mfonnatIon 

Improvement of transport mfrastructure and the truckmg mdustry, 

Orgaruzmg group lendmg schemes for butchers 

The most Important lIvestock cross-border trade routes are shown m Map B 
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31 Ghana 

Cross-border livestock trade IDto Ghana ~mvolves mamly cattle (roughly 90% by volume), 
although there are two annual mcreases m small rummant trade m response to holIday feast-food 
demands, for example at TabaskI (known m Ghana as IdIl-Ada) and at Chnstmas 

The total volume of cross-border trade m cattle alone has been conservatIvely estImated at some 
40,000 head per year as of1993 From 1985 to 1991, trade dropped preCIpItously due to two events 
FIrst, In 1988 OperatIOn Cow Leg drove Fularu pastorahsts out of Ghana m response to fanner 
complamts that mIgratmg herds were destroymg crops TIns meant that the usual cull anImals sold 
off by Fularu Just before embarkIng on the return trek to therr northern-country homes were no 
longer aVaIlable Second, m 1991 the government temporanly banned the transport of arumals mto 
Ghana due to a threat ofrmderpost dIsease From 1989 to 1993, however, the trade IS estimated to 
have mcreased by 323 percent, With even hIgher figures m 1994 (plan Consult 1995), and levels are 
expected to return to those of 1985 

GIven the foregomg trend and asSUmIng a 1995 Import volume of 50,000 head, the value of cross
border trade In cattle, taken at $200/head paId to the foreIgn exporter, would total $10 mIllIon 
The retaIl value for all pnmary meat products lIDported from the Sahel would then equal $30 mIllIon 
These figures may be senously underestlIDated, however Dally cattle slaughters In Ghana's 13 
major CIties sum to 550 head, total of 200,750 arumals per year, leaVIng asIde small towns and 
VIllages Informants estimated that 90 percent, or 180,675, of all slaughters m major urban areas are 
zebu, a breed httle rrused In Ghana If we assume conservatively that 80 percent, or 144,540, of 
these slaughters are Imported arumals, then at the above-referenced pnce of $200/head, a value of 
$28 9 mIlhon results RelatIvely few anImals weIgh 400 kg, however, and therefore, on balance, $25 
mIllIon IS a reasonable estImate of the total value of Imported cattle, at the border pnce paId to the 
exporter 

Because all cross-border trade In hvestock IS unoffiCIal due to the exceSSIve Import duty Imposed 
on lIvestock (US $0 62lkg ofhve weIght for cattle and $0 50lkg for small rumInants), there are no 
OffiCIal data on lIvestock trade The duty has been m effect SInce the early 1980s When calculated 
on the basIS of a male zebu of 400kg, the tarIff IS $248/head, whIch surpasses the average sale prIce 
for a 400 kg arumal of $200 The ultImate sale prIce to the master butcherlslaughterer of the same 
ammal m the Accra termmal market, WIth all marketmg costs, IS about twIce thIs, $400, the final 
retaIl value of all the meat products would be about $600 
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The corridors for cross-border trade run from north to south, annnals from Mall, Burkma Faso, and 
NIger all enter Ghana from BurkIna Faso (see Map B) Most nnported cattle today come from Mall 

and BurkIna Faso Trade from the more dIstant natIon of NIger has decreased SInce the 1970s, 
because hve annnals can no longer be trucked dIrectly mto Ghana If the nnport duty IS to be aVOlded 
Instead, cattle are trekked to the border and then herded across m small groups near border towns 
that have a veterInary servIce and SUItable road access Once on the GhanaIan SIde, the stock are 
loaded mto trucks for transport to the major consumIng CItIes At that POInt, trade comdors follow 
the western Wa Road or the eastern KIntampo Road, whIch meet at TechIman (the thIrd largest 
termInal market) From TechIman, trucks proceed along Ghana's north-south hIghway to the two 
pnmary termmal markets Kumasl and Accra 

Kumasl IS the largest termmal market for beef cattle Accra handles only about half of KumasI' s 
volume, pnmanly because Accra's coastal locatIOn gIves It access to alternatIve sources of arumal 
protem m the form of fish and European meat and darry nnports Accra also draws some of ItS beef 
and small rummant suppbes from productIOn on the nearby Accra plams (HIll 1970) 

DetaIls of cross-border operations and marketing channels can be roughly categonzed mto three 
scenanos, presented below m order of Importance 

ScenarIO 1 The foreIgn exporter! dnves hIs arumals to the border, where he 
contracts WIth a Ghanaian "Importer" resIdmg near a major border town The 
Importer who may hue gUIdes and drovers for thIs step, pays a bnbe of some 
$20/head to customs OffiCIalS (although he may tell the foreIgn exporter that he paId 
more) 

Before movmg the arumals across the border, the Importer and the exporter agree on 
the pnce (eIther per head or per lot), based matnly on the exporter's own expenses to 
that pomt plus whatever knowledge the exporter has about current pnces and demand 
condItIons m the termInal market( s) 

I There IS a speCIal GhanaIan tenn, brmgers of hvestock, whIch denotes an exporters from countries other 
than Ghana The Ghanaian tenn IS somewhat more accurate than exporter m that It reflects the fact that It was not 
always pOSSIble to estabhsh durmg field research whether exporters actually own the healthy Loadmg takes place at 
the loadmg bay of the local Vetermary ServIce Post Although the Importer contracts for the trusk and for escorts to 
rIde along to care for the anImals, hIS broker m the tennmal market WIll supply the cash to pay the drIver and 
pOSSIbly also the excorts, If the Importer IS short of cash Upon reach mg the tennmal market, the escorts return 
Immediately to the border to seek another assignment 
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The GhanaIan nnporter represents the annnals as hIs own to GhanaIan OffiCIalS To 
be allowed to transport any agncultural commodity, he must show proof of payment 
of mcome taxes and all relevant mumclpal fees (Table 3 1) For lIvestock, the 
Importer must also obtaIn a Movement PermIt from the Vetennary ServIce, certIfymg 
that the arumals have been mspected and are healthy 

A termmal-market broker serves as an mtermedIary who negotIates a pnce for the 
arumals, gomg back and forth between the Importer and potentIal marketplace 
buyers, mamly master butchers MeanwhIle, the broker prOVIdes the GhanaIan 
Importer WIth free food, lodgmg, and tenders untIl the sale of the arumals IS 
completed The Accra termInal broker receIves a $l/head comnnSSIOn (falma) from 
the butchers m exchange for hIs brokerage servIces Kumasl brokers get $2/head 
from butchers 

At the conclUSIOn of the transaction, the Importer pays an unstIpulated amount of 
cash (asuaka lafia) to the broker, m accordance With the Importer's satisfactIOn With 
the broker's work, as a form of thank you Only after he receIves hIs money does the 
Importer return to hIs border home, and only then does the foreIgn exporter fmally 
get hIS money and gIve the Importer some asuaka lafia 

To repatrIate theIr earmngs, exporters may legally convert thel! GhanaIan cedIS mto 
West AfrIcan francs (FCFA), or they may spend all or a portIon of theIr cedI earnmgs 
to purchase Items such as kola and salt or, less frequently, timber and cement, for 
resale m theIr home countrIes The Importer may asSISt the exporter m makIng these 
exchanges or purchases 

Scenario 2 The term mal-market broker may have agents of hiS own who bve m border 
towns, where they direct foreIgn clIents to hIm An agent pays aU the requIsIte brIbes and 
other border-town costs WIth money advanced to hIm by the broker, and he shows the 
broker's, rather than hIS own, proof of payment of mcome tax In thIS case, the foreIgn 
exporter personally travels to Accra or Kumasl With the agent, who leaves hIm there WIth 
the broker The agent Immediately returns to the border town to generate more bus mess 
The agent WIll earn some unstipulated fee per head or per trIP from the broker after final 
sale of the ammals Also, 10 thIS scenarIO the foreIgn exporter wIll pay asuaka lafia to the 
broker All other parts of the transactIOn are as deSCrIbed m ScenarIo I, except that the 
broker has a greater oblIgatIOn to proVIde securIty for the exporter's anImals, money, and 
person whIle the exporter IS staymg WIth hIm m the CIty 
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ScenarIo 3 A thlTd and reportedly somewhat rare scenarIo IS exemphfied by a foreIgn 
Fulam man who lIves In the Ghanaian border town ofTamu, maIntaInS hiS own corral there, 
purchases ammals from across the border, and sees to the entIre marketIng Job hImself, 
except for the final step of emploYIng a term mal-market broker 

If the destmatIOn termmaliS Kumasl, the loaded truck (whIch carnes an average of35 head) must 

pass as many as 15 customs and polIce barners along the way, for Accra, this figure may be up to 
23 At each barner, bnbes are paId whIch total about $20lhead, or $700 00 per truckload 

Once an arumal reaches the termmal market, It IS sold on credIt by the broker to a master butcher, 
who must pay WIthIn 3 to 7 days after takIng the antmal TYPICally, butchers pay back only 90-95 
percent of the purchase pnce lll1tIally agreed to WIth the broker, and over tIme, unpaId balances bwld 
up These can result In senous dIsputes and ostracIsm of the delInquent WIthin the stock-tradIng 
commumty ThIS IS a longstandIng and pervasIve problem In all the countrIes VIsIted (cf Cohen 
1965, Kuhbaba and Holtzman 1990) 

In terms of types of products handled, after slaughter, an asSIStant employed by the master butcher 
employs asSIStantS to quarter the carcass m exchange for payment In the form of the tnmmmgs The 
carcass parts are then dIstnbuted to large-scale butchers who speCIalIze m meat or meat by products 

These butchers dIstrIbute theIr products at varIOUS urban locatIons through a system of retaIlers 
They may also have large mstitutIOnal customers such as hospItals, pnsons, and the mIlItary But 
because such InstItutIOns can take up to a year to pay for theIr purchases, butchers prefer to sell to 
an InstItutIOnal Intermediary who pays more promptly For example, the Ghana Food DIstrIbutIOn 
CorporatIOn buys meat from the master butchers on behalf of the natIon's armed forces and pnsons 

To Illustrate the finanCIal detruls of the marketmg cham, Table 3 I summanzes the major marketmg 
costs accrued per head from the pomt of border crossmg, disaggregated by costs mcurred as a result 

of unofficlalhlhclt operatIOns versus offiCIal/receIpted fees or accepted busmess costs 

As to marketmg structures, both the lIvestock dealers and butchers are each formally orgaruzed 
Into natIOnWIde, multI-ethnIC pnvate-sector aSSOCIatIons the Ghana NatIOnal LIvestock Breeders 
and Traders ASSOCiatIOn (GNLBTA), and the Ghana CooperatIOn Butchers ASSOCIatIOn Ltd 
(GCBA) From 1962 to 1985, these two groups operated as a SIngle orgamzatIOn the Ghana 
Breeders and Butchers ASSOCiatIon (GBBA) In 1985, however, the butchers formed theIr own 
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orgaruzatIon It IS structured mto 10 regIOnal assocIatIons, WIthm each of whIch there are "socIetIes" 

that correspond to the major meat outlets In each regIOn For metropolItan Accra, for example, there 

are 22 such outlets 

In very general terms, an mdlgenous but not specIfically ethDlc-based regIonal tradmg network 
can be saId to eXIst for today's cross-border trade of lIvestock Into Ghana PnQr to 1969, there was 
a good case for the eXIstenance of an ethruc-based network of Hausa because they have clearly 
donunated nnport, dealer, and slaughtennglbutchenng hnks In the market cham TheIr donunance 
was based on a vanety of factors For one, Hausa began many of the marketplaces to be found In 
Ghana, Indeed, most urban Ghanaian markets tradItIonally sprang up alongside the zongos (Moslem 
reSIdentIal zones), usually establIshed by ImmIgrant Rausa settlers A further factor was the degree 
of trust In the credItworthmess, especIally at the sensItIve Juncture between dealers and slaughterers, 
because preVIously the Rausa had great control of both these operatIons and good relatIOnshIps had 
been developed 

WIth the Ahens Compbance Act of 1969, however, many Hausa were ejected from Ghana 
Although many returned later, theIr pOSItIon In the lIvestock trade had been weakened In the Intenm 
Also, WIth the IntroductIOn of prohIbItIve nnport dutIes, Hausa concentrated more on domestIc 
brokenng rather than on nnportIng annnals themselves In the early 1980s, however, Hausa power 
WIthIn any segment of the bvestock market was dealt a major blow by a WIdely publICIzed scandal 
over Illegal repatnatIOns of foreIgn exchange earnmgs from hvestock by a major Hausa broker
slaughterer In Accra, who also served for some 20 years as the preSIdent of the GBBA The man 
reportedly was ultnnately deported, but he left behInd many of hIs non-Hausa agents, dressers, and 
butchers, and other asSOCIates of dIfferent ethmcitIes whom he had employed and traIned Many of 
these non-Hausa stepped Into the breach 

Thus, today there IS no SIngle ethnIC group that domlates or controls the cross-border trade In 
lIvestock In Ghana as a whole, or anyone partIcular market segment FIgure 3 1 shows the dIverse 
ethnIC dIstrIbutIon along the marketIng chain for Imported cattle 

The multI-ethmc nature of the GhanaIan lIvestock trade IS also eVIdent In the ethnIC dlstnbutIOn of 
members WIthm the relevant trade asSOCIatIOns The GNLBT A estnnates that ItS membershIp of 200 
IS composed of approxImately 

• 
• 

• 

65 percent northern GhanaIan ethmcitIes (Dagomba, Frafra, GruSI, KUSasI) 
25 percent Rausa and MOSSI, WIth the vast majorIty of these beIng natIve-born and 
WIth more Rausa than MOSSI 
10 percent "Gao" (Sonrru), who speCIalize In small rumInants 
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Table 3 1 Estimated Major Marketmg Costs for Cattle Imported mto Ghana a 

(10 US dollars per head) 

Type of Marketmg Cost 

Costs to foreign exporter prior to the border 
Bnbes to customs officIals at the border 
Fee to gUlde who clandestmely leads ammals across the border at recondIte pomt 
Wages to kraal attendant at Importer's kraal 
MumCIpal market fee at border market-town (10 this example, Bawku) 
Proof of payment, or payment, of 1Ocome taxes on trade 
Vetennary permit 
Wages for loadmg ammals at vetennary Service Post 
Truck10g cost for transport of antmals from 10ad1Og pomt to termmal market 
Wages to caretaker-escorts on trucks 
Total of bnbes to customs offiCials and polIce dunng transport 
Wages to workers for off-Ioadmg m termmal market 
Wages for herders at term10al market 
Brokerage fee paId by slaughterer-buyer to broker 
Truck10g cost for transport of anImal to slaughterhouse 
Value oftrlmmmgs paId by slaughterer-buyer to dressers 
Wages to scrapers/smokers who remove half from skm, feet, head 
Wages to washers of mtestmes 
MUniCIpal market fee at termmal market 
CommIssIOn to Chief of the Butchers 
Income tax prud by retaIl butcher 
VarIable asuaka lafia to Importer or broker 

Total known Import marketmg costs per head 

Amount (US $) 

unknown 
*2000 

* 50 
* 10 

80 
20 
40 
20 

3500 

*2000 
20 
10 

1 00 
150 
240 
100 

50 
1 00 

20 
20 

unknown 

*PortlOn of thIS total consIst1Og of IllICIt costs, WhIch equals 45 percent of total costs 
8930 
4060 

a Calculated on the basIS of a 400kg ammal WIth the average 1994 rate of US$I 00 to 1,000 cedIS and assummg final 

wholesale sale m the term mal market of Accra Starred Items represent Illegal, unoffiCIal, and unacceptable-to-trader costs 

mcurred as a result of prohIbItIve Import dutIes and corruptIon 
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GCBA officers estunate that 

• 
• 
• 
• 

45 percent oftherr membershIp are Hausa 
25 percent are Dagomba 
20 percent are other northern Ghanmans, plus Ashanu, Brong, and Ga 
10 percent are "Gao" (Sonrm) 

WhIle the above figures suggest the relauve proportIons of ethruclues mvolved m the trade, the 
market segment matnx of Table 3 2 presents the overall compeuuve posluon and share dlstnbuuon 
by major partIclpatmg ethmcltles, as estunated for 1994 The table shows that Hausa no longer 
smgle-handedly dommate anyone aspect of the trade, although they do mmntam a consistent 
presence throughout the marketmg cham 

Table 32 EstImated Market Volume Shares, Share Trend and IndIcated Formal vs Informal 
TransactIons 10 Ghana's RegIOnal Cattle Import Trade, by Ethmcltr b 

1994 

MARKET SEGMENT Hausa Zarma Mossl "Gao" Northern 
(formal vs mixed vs (Nigeria) (Niger) (Burkma (Mall) Ghanaian 
mformal) Faso) s 

Cross-Border Traders C 30% U C 30% U C20% H C 20%UU N/A 
(mformal on Iy) 

Brokers (mixed, formal, & C 30% x W 10% llll --- W 10% n S 50% nn 
mformal) 

Master Butchers (mixed, C30%x W 15% n - W 15% n C 40% nn 
formal, & mformal) 

Total estimated value oftrade = $25 million, of which Virtually 100 percent IS reported to be Informal If small 
ruminants were added, the total estimated value would be higher 

aWlth regard to competitive pOSitIOn, D = domInant. S = strong, C = competitive, and W = weak Ethntc groups With mInimal 
pOSitIOns are not Included In thiS matrix For share Shifts, t t ::: strong share growth, t = growth, x = no change, U = small share 
loss, UU = strong share loss, here Viewed across roughly the past 5 years 

b Mam homeland nations of ethntc groups are mcluded In parentheses, although many market participants are now naturalIzed 
Ghanaians 
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Figure 3 1 Multi-EthnIC Participation m 
Ghana's Livestock Marketing Cham 

]ULANI and other lIvestock producers m Burkina Faso and Mall 

BUSANGA or other Burkmabe or Mahan ethrucltles who do the Inloal assemblmg of anImals mto 
small herds (2-5) to sell In rural markets to cross-border traders, or who act as assembly agents 
,r an Importer 

MOSSI cross-border traders from either Burkina Faso or Ghana who aggregate animals Into 
~ larger herd and transport them to the Burkina Faso-Ghana border 

KUSASllmporter at the border who may act Independently or as an agent of the termlnal
iarket broker 

FRAFRA dealer In Accra, who brokers the antmals of the Mossl Importer (above) and of 
IfPorters of many other ethntcltles 

"GAO" (Sonral) master butcherlslaughterer, who purchases antmals (1 to 5 at a time) on 
1ed It from the Accra broker 

HAUSA butcher specialized In intestines and organs 
ZARMA butcher specialized In meat quarters 
~AGOMBA butcher speCIalized In skin, head, feet, and tad 

~RUSI and other northern Ghanaian ethntcltles working as butchers' "boys" 

1KAN market sellers of roast meat dIshes 

ALL ETHNICITIES of consumers 
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In tradmg at the border Itself, the MOSSI are capltalIzmg on therr geograplucal advantage under the 
prolubitIve 1Il1port conditions Therr homeland IS closer to the Burkma Faso-Ghana border than that 
of any of the other non-GhanaIan ethruc groups mvolved m the trade Thus, MOSSI ammals 
assembled m the MOSSI homeland (m the BurIan Faso) can be more econoIDlcally trekked to the 
Ghanruan border than antmals of more dIstant ethruc groups In addluon, MOSSI along WIth Frafra 
and Grusl, resIde on both sIdes of the border, fostermg the trust that IS needed m the tncky busmess 
of mformal cross-border trade 

On the other hand, Rausa, Zarma, and "Gao" (Somru) - few of whom lIve m the border regIOn
have suffered from the prolubluve 1Il1port duty that makes dIrect truckmg of ammals across the 
border economlcally 1Il1posslble Even the Hausa language appears to have lost ground m the trade, 
as northern Ghanruans take advantage of theIr knowledge of the MOSSI tongue to WID over cattle 
exporters from tlus ethmc group 

To compensate for theIr chfficultIes on the Import end of the busmess, Zarma and "Gao" (Somru) 
moved mto slaughtermg and butchermg Reportedly, therr large capItal reserves, wmch they brought 
from theIr NIger homeland, facIlItated tlus market entry Rausa, however, are stIll recogruzed as 
the most expert "meatcutters" Meanwlule~orthern Ghanruans have moved very aggressIvely mto 
the many new ruches of frontmen, brokers, and agents created by the exceSSIve Import duty, as well 
as mto the slaughtennglbutchenng operungs created by the Hausa scandal descnbed preVIously 

Withm tlus colorful ethruc landscape, however, there were no extensIve or lughly exclusIve 
mtrareglOnal trade networks defmed solely by ethruclty There are, however, two overarclung ties 
that bmd together the ma]onty of mdIvlduals and ethmcIues mvolved m lmportmg lIvestock to 
Ghana 

TIes That Bmd 

• GeographIc origin In or proxImIty to stock-raISing areas All of the ethmcities that play 
a sigruficant role m the trade of bve rummants (as vs theIr products) are hnked eIther 
hIstoncally or presently to stock-raIsmg areas, all of WhICh he m the savanna and Sahehan 
zones to the north of West AfrIca's coastal forest zone TIes to stock-producmg geographIc 
areas translate mto greater famlhanty WIth lIvestock plus better access to Its producers, 
whether of one's own or other ethmcIues 
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• Islam The overwhelmmg maJonty of the mchVlduals mvolved m Ghana's lIvestock trade 
are Moslem ASIde from the many tIes that bmd Moslems of all ethmcitIes together, tlus 
relIgIOn has an especIally promment place In the lIvestock sector Success as a lIvestock or 

meat professIOnal In most natIOns of West Afnca can be tIed to one's Moslem IdentIty 

Wlnle meat from arumals slaughtered accordIng to Islanuc canons can be consumed by non

Moslems, the converse IS not acceptable Moslem consumers are more confident that meat 
has been handled properly If the slaughterers are known Moslem 

Insofar as ethrucIty IS concerned, barners to entry In the cross-border lIvestock trade In Ghana are 
by and large the obverse of the tIes that bmd Entry mto the market naturally requIres some startup 
capItal or some annnals Informants noted that many successful cattle exporters entered the busmess 
(and contInue to do so) WIth small rummants, and used therr eanungs from tlus trade to begm tradmg 
m cattle 

Ghana Key Fmdmgs 

1 Because no one ethruclty dommates the entIre marketmg cham and because ethmclty IS not 
the dnvmg factor m trade relatIOnshIps, the questIon anses How do buyers select among 
suppbers? For Ghana, however, thIS questIOn must be reformulated as How do foreIgn 
exporters select therr Importers and brokers? In answer to thIS query, exporters emphasIzed 
two Important factors (1) honesty on the part of the Importerlbroker m gettmg them a faIr 
pnce for their ammals, and (2) timely payments on the part of brokers EthnlClty per se was 
of no concern m theIr selectIOn They pomted out that they each had favonte brokers of 
vanous ethnicitIes m multIple towns withm both Ghana and Burkma Faso 

2 The tImelIness of payments by brokers merIts further comment In mtervlews, foreIgn 
exporters emphasIzed the Importance of the opportunity cost of theIr time They satd they 
need to be constantly on the move to find and brmg more anImals, that they cannot afford 
to Watt whIle ammals are bemg sold 

3 Cross-border traders tended to Judge the rehabIlIty of brokers on the baSIS of the experIence 
of others Real or fictIve kmsmen ("elder brothers") were espeCIally CIted as sources of such 
testimOntals In some cases, the eXlstmg relatIOnshIp between a cross-border trader and a 
broker had ongmally been establIshed by theIr fathers and/or "elder brothers" 
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For cross-border traders, success m lIvestock appears to depend mamly on access to a supply 
of ammals m addinon to the selectIon of a "good" broker Broker success depends on havmg 

a "good" reputanon, sufficIent capItal to sansfy unpanent traders, and the capacIty to extend 
credIt to buyers 

Traders who assume responsIbIlIty for movmg lIvestock south must have relIable access to 
trucks and truckers Both the GNLBTA and the GCBA noted that there IS a shortage of 
proper trucks for lIvestock transport, wmch leads to mgh transport charges because truck
owners' fear that the ammals Will damage therr vemc1es 

All the mghly successful brokers mterviewed were mulnlmgual m key languages (e g , m 
Frafra, More, TWI, and Hausa) 

Busmess success as a slaughtererlbutcher IS more dIfficult, however, because they must 
repay credIt m a t1mely fashIon, calculate market demands shewdly and be able to accurately 
evaluate an ammal's condinon and worth on SIght One major problem for butchers IS the 
current lack of meat vans unrefngerated for dlstnbutmg dressed meat qUIckly around town 
to the major butcher outlets Formerly supplIed by the Accra mumclpal government, all the 
vans have now broken down To solve tms problem for Accra, the GCBA has entered 
negotiatIOns With the mumcipality for It to CO-SIgn a loan for the assOCiatIOn to purchase and 
operate such vans 

All partICIpants m Ghana's lIvestock trade agree on two pomts Frrst, With less burdensome 
Import dunes and no polIce or customs bnbery, they belIeve that far more lIvestock would 
be Imported and meat pnces would fall The GCBA suggests a SImple duty of $1 O/head for 
cattle, rather than a weIght-based levy The GNLBTA suggest a $3lhead Import duty on 
cattle and $llhead for small rummants In any case, welghmg antmals eIther before or at the 
border IS economIcally ImpractIcal, It IS not, and apparently never has been, done anyway 

Both groups mamtam that there IS potential for fresh meat bemg sold at pnces affordable to 
more GhanaIans Currently, 1 pound of fresh beef costs about 1,000 cedIS whIle the dally 
mmImum wage IS 1,200 cedIS Some mformants also felt that, at more nearly equal pnces, 
Afncan beef could eaSIly compete With European surplus meat because the latter IS overly 
fatty for consumer tastes (35-40% fat versus 25% for Afncan beef) Thus, even at lower per
unIt wholesale and retaIl pnces, all mformants belIeved mcreased mtraregIOnal Imports 
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would bnng them mcreased profits due to an mcreased volume of transactIOns Increased 
Sahalean Imports would Improve the aVaIlabIlIty and qualIty of meat accessIble to more 
consumers and cItIzens 

9 Fmally, a key fmdmg IS that the major strength of multi-ethnic tradmg networks IS theIr 
abIlIty to orgaruze, at least m certam segments of the market, m order to lobby for more 
ratlOnalImport regulatIons, marketmg practIces, and so forth For example, the GNLBTA 
has successfully lobbIed the MlruStry of Agnculture to have the prohIbItIon on rughttIme 
movement of cattle removed FIgure 3 2 shows GNLBTA correspondence With the mmIstry, 
wlnch IS eVIdence of how tlus asSOCiatIOn IS also bnngmg Its VOIce to bear on several other 
Import restnctIons 

Even more proactIvely, the GCBA recently conducted an assessment of the costs aSSOCiated 
WIth legally ImportIng anImals It carefully documented the extraordmary costs from the 
border to the capItal CIty, and then showed these data to the government m order to argue for 
reduced dutIes (and thus opportunItIes for bnbery) In antICIpatIOn of a POSItIve government 
response, the GCBA has opened negotIatIOns WIth the Agncultural Development Bank 
(ADB) for a loan package to allow them to begm systematIc ImportatlOn To raIse the funds 
reqUIred to match thIs loan, the assoclatlOn leVIed a contnbutIOn of several hundred dollars 
on each of Its ten socIetIes natIOnwIde 

The major constramts to and lOefficencles 10 IRTN hvestock trade 10 Ghana have been outlIned 
above egregIOUS Import dutIes and unreahstIc transport restnctIOns on penshable goods, both of 
whIch proVIde opportunItIes for untrammeled customs and pohce corruptIOn as well as hIgh anImal 
losses and shnnkage (See the dISCUSSIOn of the omon trade for a dramatIC example of the gauntlet 
of extortIOn that all penshable agncultural commodItIes m Ghana must run) A further constraInt 
m the marketmg system as a whole IS the scarcIty, and hence hIgh cost, of credIt, extended at great 
nsk by brokers to master butchers/slaughterers and other buyers 

These constraInts ultImately lead to artIfiCIally mflated pnces and thus depressed demand for Afncan 
beef Consumers would lIke to buy more and better (I e , AfrIcan) red meat, but there are clear 
agroecologlcal constramts and comparative dIsadvantages to an mcrease m domestic productIOn of 
rummants WIthm Ghana Lowenng the marketmg costs-m partIcular, the IllICIt costs--of regIonal 
Imports of ammals would hkely benefit consumers and mcrease the flow of cross-border trade and 
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regIonal econonnc development and mtegratIOn In lIeu of such actIons, however, GhanaIan 
consumers SImply east more poultry and, on the coast, more fish 

Opportumnes for accelerated growth and unproved efficIency m Ghana's cross-border 
hvestock trade abound, such as removmg some of the constraInts outlmed above, especially major 
modIficatIOns m the duty regulatIOns TIns would permIt entry by more of the Moslem and other 
ethnIc groups currently participatmg m vanous segments of the hvestock market Other ethruc 
groups With certaIn competItIve advantages (e g, nes to stock-rrusmg areas) would also be attracted 
mto the cross-border trade More reahsnc Import dutIes would facIhtate lIvestock re-exports to 
other AfrIcan natIOns One longtIme broker recounted how, some 15 to 20 years ago when dutIes 
were more reasonable, he re-exported Sahehan cattle to Gabon at a tIdy profit (lnterestmgly, traders 
mterviewed m Senegal also Cited Gabon as an attractive market for Afncan beef) 

There IS precedent m Ghana for removal of such constraInts UntIl approXimately 1979, there were 

no such prolnbltIve dutIes And penorucally (notably before electIons), the government has ordered 
polIce to remove themselves and their bamers from the natIOn's roads 

All such Issues must be addressed m the stIll larger context of the pohcles and regulatIOns between 
tradmg countnes WIth regard to lIvestock, however, both foreIgn exporters and local brokers 
mterviewed m Ghana clrumed that, m Burkma Faso at least, traders' aSSOCIatIOns have won 
conSIderable freedom from export dutIes and polIce harassment 

In sum, due to shortSighted trade polICIes, Ghana appears to be losmg out to ItS coastal neighbor 
natIOns, who have less stnngent controls on lIvestock trade as well as the advantage of a shared 
currency m the form of the CF A Franc This pomt was emphaSized m subsequent mterviews WIth 
Fulam exporters of lIvestock to Cote d'IvOlre, who swore never to trade m Ghana, because of 
difficultIes they had expenenced there Yet recent VISItS by high Mahan offiCials to Ghana to 
mvestlgate pOSSibIlItIes for mcreased lIvestock trade and, conversely, formal VISItS by leaders of the 
pnvate Ghanruan traders and butchers asSOCiatIOns to Burkma Faso, Mall, and NIger suggest that all 
concerned are very much mterested m enhancmg mtrareglOnaI trade m lIvestock 

32 Cote d'IvOire 

Cattle form the backbone ofeote d'Ivorre's cross-border trade m hvestock because beef IS cheaper 
than mutton Burkma Faso and Mah are the chIefhvestock tradmg partners ofeote d'Ivorre, 
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Figure 3 2 Letter from the GNLBT A to the MlDlStry of Agriculture 
Ghana National Livestock Breeders 

BANKERS 
Ghana Commercial Bank 
Ashalman 

Agricultural Development 

Bank Tema Mam 

Our Ref 

Your Ref 

MINISTRY OF FOOD AND AGRICULTURE 

MINISTRY OF AGRICULTURE ACCRA 

Dear Sir, 

APPLICATION FOR NIGHT PERMIT TO MOVE 

WITH LIVESTOCK DURING PROHIBITED HOURS 

and Traders Association 

clo POBox 214 

Ashalman 

20th December 1994 

The above Association wishes to apply for Night movement permit to move with livestock dunng prohibited hours by our members In the country Wide In the night 

at least four (4) extra more people on the said vehicle to take care of the animals for the followmg reasons 

That our members always meet so many difficulties In the hands of the law enforcement agents and sometimes made to pay some monies to some 

indiVidual pockets which later turn to unnecessary high cost of meat In the market of our dear country 

2 That the secretanal of the above ASSOCiation received report from ItS -members that they are at times made to pay between C25,000 00 and 020 00000 

at all the secunty check pOint before allowed to pass With the livestock and If one refused to pay thiS money the animals will be made to stay for about 

6 7 hours and sometimes It ends up With 2 3 or more animals death 

3 That our information also IS that the customs demand unnecessary duty papers on the cattle from Ghana and Police also demand night permit and over 

load from the vehicle carrying animals and due to lack of education by the maJonty of members they will only Simply leave the vehicle fully loaded With 

animals and start plaYing some games like (Dravet) or (Ludo) until our members become fnghtened of the death of their animals and have to forcefully 

pay the money that they are demanding for their personal mterest 

4 That the extra 4 persons we requested IS to be In the vehicle loaded With animals In the case of cattle to take good care of them either than that all the 

animals will die on the way because of the above reasons our members paid for caretaking fees between 00 000 and 030 000 to each caretaker to care 

of our animals from the North to down South 

5 We use thiS opportUnity to suggest to your high office that Livestock Dealers also to be giVing chance to pay our Income Tax Dally through out the 

country ThiS IS because the Dally Income Tax already IS In operation at Ashalman Livestock market which It turnover IS not bad and we feel If thiS IS 

done It will Yield more revenue for the Nation 

Thank you We count on your usual cooperation 

You rs faithfully 

ALHAJI BASUFU AKAKADE 

~c _ _ _ LWt_ _s=:' __ 

NATIONAL CHAIRMAN 
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although ammals also amve from MaurItanIa and, mamly dunng the feast of TabaskI, from Niger 
It IS estlmated that 85 percent of all fresh meat sold m Cote d'Ivorre IS from arumals Imported from 
nelghbormg countnes (Marcoux 1995) The maJonty of stock (76%) enter the country by truck, ratl 

transport IS lImited (8%) due to a vanety of persIstent problems (see Kuhbaba and Holtzman 1990) 

About 16 percent of arumals are still trekked m, despIte the fact that trekkIng has been declared 
Illegal due to COnflIctS over herds damagmg cultlvated fields and the government's desrre to momtor 
and control Imports However, events hke the 1995 shootmg by border-area Ivonans of more than 
100 Fulam cattle (and theIr ensumg appropnatIOn of the meat) may reduce trekkmg 

The total volume of cross-border trade IS estlmated at 112,628 cattle and 196,278 small rummants 
m 1993 (CCA 1995) 2 Accordmg to mterviews With the top broker of the AbIdjan stockyards, from 
1984 to 1994 the volume of trade m all speCIes mcreased by some 33 percent However, a promment 
and longtIme master butcher (Fr boucher cheVlllard) observed that presently between 300 and 400 
cattle are slaughtered datly m the AbIdjan stockyards whereas dunng the 1980s thts figure was only 
200 to 250 Part of thts mcrease, however, can be attnbuted to mcreased domestIC productIOn m 
northern Cote d'IvOlre (cf KulIbaba and Holtzman 1990 10 ff) 

Between 1982 and 1990, the pnce per head of cattle IS reported to have remamed more or less stable, 
never surpassmg FCF A 100,000 In 1993-1994, however, It rose sharply and by early 1995, a large 
(300kg) arumal went for roughly three tImes ItS 1993 pnce Accordmg to mterviews WIth both 
traders and local and expatnate researchers and developers, the mcrease IS due to the 50-percent 
devaluatIOn of the FCF A m January 1994 and the overall shortage of beef cattle relatIve to demand 
The shortage has been brought about by a number of factors 

• Lack of suffiCIent and appropnate trucks for lIvestock transport, exacerbated by the mcreased 
restrIctIOn on trekkIng and contmued problems With rall transport 

• A decrease m lIvestock exports from Mauntarua to Senegal due to the 1989 war between 
these two natIOns and the contmumg tenSIons between them, resultmg m the dIverSIOn of a 
portIOn of Mall's exports to Senegal mstead of Cote d'IvOlre 

2 The figures presented In the CCA report for 1994 cannot be used because, according to a key 
member of the local consulting team, they Include the totality of ruminant exports from Burkina Faso for that 
year, as taken from documentary sources 
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• A decrease In Imports of surplus European meat, due to the fact that much of such meat 
denved from cullIng to restructure old dallY herds - a process now largely completed, and 
the FCF A devaluatIon, wluch leaves less foreIgn exchange for Imports of all sorts and makes 
them much more expensIve 

• GroWing demand for meat In Cote d'Ivorre, due pnmarIly to populatIon growth 

• GroWIng demand for meat In the producmg natIOns of AfrIca 

The 1994 value of the cross-border trade was estImated to be approxImately $31 mIllIon, usmg 
the folloWIng methodology Talang the 1993 Import estImates and addIng 3 percent to them (to 
roughly extrapolate the prevIOus 10 years' trend), gIves a head count of 116,007 cattle and 202,166 
small rumInants CCA (1995) asSIgns an average dollar value per head of $255 for cattle and $5 80 
for small rummants, based on arumal auctIon pnces m AbIdjan - the pomt most changes of 
possessIOn In Imported anImals takes place 3 Together, they YIeld a total value of approXImately $31 
mIllIon ($29,581,560 + $1,172,565) 

The trade corndors m Cote d'IvOlre and entend from north south along three major hIghways 
(western, central, and eastern) AnImals entenng from BurkIna Faso are moved along the eastern 
route, wluch IS the only route also served by rrul, albeIt lITegularly The rrulway ongmates In Kaya, 
passes through Ouagadougou and Bobo-DlOulasso, and enters Cote d'IvOlre at Ouangolodougou 
From there, It carnes on to Bouake and AbIdjan These two cIties plus Daloa constItute the natIon's 
three largest termInal markets LIvestock arnvIng from Malt or MaurItanIa may be moved along 
eIther the western or central comdors AlternatIvely, they may enter through Nielle, where they may 
be trekked or truckedonwardtoOuangolodougou or other pomts along the rrulway, to be sent on by 
tram 4 

3The CCA sales pTlce for cattle was veTlfied by the semor researcher With stockyard brokers and master 
butchers However, no attempt was made to double check the figure for small rummants 

4 For much greater (albeit shghtly dated) detaJi on routes and modes of hvestock transport to and wlthm 
Cote d']vOlre, consult Kuhbaba and Holtzman 1990 
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DetaIls of cross-border operatIOns and marketIng channels are vaned and complex Two 
subtypes of operation can be dIstmgUlshed one mvolves reSIdents of Cote d'Ivorre as Importers5 

the other mvolves foreIgn exporters 

ScenaTlO 1 The cross-border trader's mtermedIaJY contacts an mtermedlaJY resldmg 10 Cote 

d'IvOlre, who represents another Cote d'IvOlre reSident who wishes to Import hvestock The 

two mtennedIartes strike a deal on the number, types, and lot-prtce of the animals and whIch 

market wIll be used Durmg this process both the buyer and the mtermedIartes may 

commumcate wIth major term mal-market brokers as to market prIces and trends The 

Importer then takes care of all the paperwork and the costs of brIngmg the animals across 

the border and on south to the term mal market Once In the termmal market, the ammals 

are placed wIth a broker, WhICh the broker may facIlItate the sale m one or a combmatlOns 

of four ways 

2 

3 

4 

Ammals may be sold dIrectly to local buyers other than a master 

butcherlslaughterer Such buyers may be mdIvlduals who seek a few anImals for 

personal consumptIOn (e g, for a funeral), but more commonly, they are 

speculators who buy and hold the stock for a few hours or days, later resellmg them 

to prIvate mdIvlduals or master butchers, With yet another pair of sellerlbuyer 

mtermedIarIes mtervenmg m the transactIOn 

Some of the ammals may be sold outrIght to a master butcher 

The broker may buy a few of the ammals hImself, fattenmg or SImply holdmg 

them for a few days untIl prIces rIse 

The Broker may sell some of the anImals to a master butcher on credIt However, 

It IS reported that many brokers refuse to do thIS today, cItmg butchers' notOrIOUS 

delays and defaults m repayment plus the FCF A devaluatIon and theIr fears that 
further devaluatIOns may occur 

5 ThiS scenario draws mainly on the verbal deSCription of an expatriate livestock expert hVlng and 
working In Cote d'ivoire 
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Not unttl the unporter IS paid to mdlvlduals farther back m the marketmg cham begm to receive their 

momes 

ScenarIO 2 This scenano IS similar to the precedmg one except that the cross-border trader 
sees to most of the marketmg process hImself, personally accompanymg his animals to the 
term mal market, where he lodges wIth a broker he knows or with a broker of good repute 

Often, the trader arrIves at the broker IS by pre-arrangement, havmg checked first by phone 

or messenger on the status of the market The trader stays With the broker untIl all hIS 

ammals are sold and he collects hiS money 

Bnbes and other IllICIt payments are demanded both of traders and theIr truckers, m exchange for 
no apparent servIces A truly amazmg panoply of agencIes and mdIVlduals are mvolved m such rent

seekmg 

• In addItIon to legItImate and reasonable customs and vetennary procedures and fees at the 

border another half-dozen or more customs stops and payments are demanded WIthm Cote 

d'IvOlre Itself, between the border and AbIdJan, at an average ofFCFA 1,000 each 

• Also at the border, the Vetennary ServIce charges an exorbItant FCF A 15,000 m payment 
for an ectoparaslticidal dIp that, In fact, IS never admmlstered 

• Rent-seekmg IS a major problem For a truck on the eastern route, for mstance, 20 payments 
to polIce and cIvIl guards are the norm, whIch as of early 1995, reportely totaled 
approxImately FCF A 28,000 In addItion, surpnse roadblocks sometImes are erected 
mdependently by the more enterpnsmg offiCIals Thts rent seekmg adds unexpected 
marketmg costs Water and Forestry ServIce offiCIals also ask for bnbes, whIch on the 
western route, means five to SIX payments of FCF A 1,000 to 1,500 each 

Accordmg to local mformants, It IS common knowledge that a generous portIon of these varIOus 
"rents" flows up the bureaucratIc hIerarchy for personal use by OffiCIalS m mld- and hIgh-level 
pOSItIOns Rent-seekmg adds sIgmficantly to marketmg costs m Cote d'IvOlre's lIvestock trade 
Kuhbaba and Holtzman reported that as much as 23 percent of marketmg costs fell mto thts category 
m 1990 To these can be added the cost of admIrustratlve fees of dubIOUS value to eIther the pnvate 
trader or the state Although Cote d'IvOlre authontles have made progress m reducmg the cost of 
graft to hvestock traders m recent years, thts IS a persistent problem throughout the regIOn whIch can 

42 



I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 

change qIDckly m response to downturns m the economy overall These costs do not take mto 
account the value lost m arumal shnnkage and death due to unnecessary delays en route 

Meat products are retaIled the same way as descnbed m Ghan, (1 e ,red meat IS sold separately 
from by-products such as offal, skm, etc) The maJonty of master butchers were and are stIll of 
MalIan ongm (Bambara, Fulbe, Malinke, and Moor), With a few of Burkmabe (Busanga, Dating, 
FulanI, MOSSI, Samogo), however, some natIve Mallnke as well as Senegalese Mahnke are also 
master butchers 

The Cote d'Ivorre government tned to "Ivonaruze" the butcher trade by sendmg young Ivonans of 
Akan and other forest-zone ethmcltIes to study butchenng m France Thts program was a faIlure 
For one thIng, members of these etbmcltIes proved generally much less apt at butchenng, because 
they lacked background or expertIse m lIvestock F or another, the types and cuts of meat products 
the students learned m France were not the ones famIlIar to or desrred by AfrIcans Consumers 
complamed that they could not fmd the complete vanety of products offered m local markets 

In terms of marketmg structures, smce 1983 the butchers' profeSSIOn has been attemptmg to 
formally orgamze Itself Indeed, m that year It formed the Syndicat NatIOnal des Bouchers de Cote 
d'IvOlre (SYNACOBCI), mcIudmg all partICIpants m the butchenng busmess, but It was not very 
successful 

In 1994, the butchers made a fresh attempt to orgaruze, now under the name CooperatIve Ivomenne 
des Bouchers, Charcutlers et AssImIles (COIBOCA) The stated aIm of the organIzatIOn IS "to 
defend the mterests of butchers agamst the state" As Holtzman and Kuhbaba (1990 34) note, the 
government has long struggled to control both the butchenng profeSSIOn and the hvestock trade m 
an effort to Ivonanlze the entIre sector by breakmg the control of ItS tradItIOnal actors-most of 
whom are foreIgn natIOnals or descendants of foreIgn natIOnals from stock-producmg countnes to 
the north To thIS end, there IS now a general understandmg that the leaders and a maJonty of the 
officers of any trade associatIons organIzed m Cote d'IvOlre must hold formal CItIzenshIp there 

In thIs regard, the current furor over the organIzatIOn of a new brokers and traders assOCIatIon - the 
Syndicat des Marchands et Importateurs de Betall et de Voiaille en Cote d'IvOlre (SMIBV) - IS 

mstructive A first attempt was made to orgaruze such an asSOCIatIon m 1982 MembershIp 
conSIsted of some 300 brokers and traders whose goal was, among other thIngs, to wm formal 
government recogrutIOn and hcensmg of traders and brokers, and to lobby for easmg restnctIOns, 
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streamlmmg procedures, and so on for hvestock Imports Accordmg to the former president of thIs 
orgamzatlOn - a Fularu WIth 25 years' expenence as a broker m the AbIdjan stockyards - the 
government refused to recogruze or even meet WIth thIs first associatIOn because Its members were 
mostly foreIgn-born and non-naturahzed 

Key Fmdmgs 

1 N atIOnahty, rather than ethmclty, appears to be a very sIgmficant and groWIng concern 
m Cote d'IvOlre's hvestock trade The present research confirms Kuhbaba and Holtzman's 
findmgs that "ethnIC sohdanty proves less a factor m the marketplace than establIshed 
networks of lIvestock producers, traders, mtermedIanes, and butchers whIch are mter-ethmc 
m nature" (1990 23) Table 3 3 mdlcates the WIdespread partiCIpatIon of diverse ethntcitIes 
m the lIvestock trade Other, natIve-born Ivonans of ethntcitIes not lIsted m thIs table also 
partICIpate m the trade (e g , Bawle) 

2 The market segment matrIX of Table 3 4 shows the pOSItIons of the major ethntcitIes m 
Cote d'Ivorre's lIvestock trade Fularu clearly dommatel The only slgmficant shIft m ethruc 
shares IS the Mossl's slgruficant advances m both cross-border tradmg and brokenng Only 
five Mossl were operatmg as brokers m Abidjan 25 years ago, today there are mneteen The 
MOSSI'S expandmg role as both cross-border traders and brokers IS due to the recurrent 
droughts m their Burkma Faso homeland Exacerbated by populatIOn growth and 
envIronmental degradatIOn, the droughts have trIggered greatly mcreased Mossl out
mIgratIOn More speCIfically, the dIfficultIes ofpursumg cultIvatIon m theIr homeland have 
led many to abandon farmmg and take up the lIvestock trade as therr mam hvehhood 
Accordmg to MOSSI mformants, thIs lIvehhood became more VIable because, after suffenng 
one drought after another, Sahehan stock-raIsers shIfted theIr offtake strategIes and began 
releasmg more animals on the market more regularly TheIr reasonmg IS that It IS better to 
sell stock bIt by bIt than to hoard herds that, when drought stnkes, may be deCimated An 
addItIOnal factor contrIbutmg to thIs phenomenon may be the shIft m productIOn zones that 
followed the 1983-84 Sahel drought, whereby the geographical center for the productIOn of 
large rummants moved southward, closer to the border WIth the Cote d'IvOlre 

3 The ties that bmd and barners to entry, m Cote d'IvOlre cross-border lIvestock trade are 
much the same as those for Ghana However, the barrIers to entry by newcomers may be 
stonger In Cote d'IvOlre than In Ghana, because of the natIOnalIty requIrement prevIOusly 
mentIOned 
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Table 3 3 Cross-Border Traders of Livestock to Cote d'IvOIre, 
by EthmcIty and NatIonalIty a 

NATIONALITY 
ETHNICITY Mall BurkmaFaso Cote d'Ivorre NIger!' Mauritania 

Bambara Y Y 
Bela Y Y 
Bobo Y Y 
Bozo Y 
Busanga Y 
Daflng Y Y 
Dogon Y 
Fulanl Y Y Y Y 
Gourmantche Y 
Hausa Y 
Lobi Y 
Mallnke Y Y 
MarkalSarako Ie Y 
Mlanka Y 
Moor/Suraka Y Y 
Mossl Y 
Samogo Y 
Sen ufo Y Y Y 
sonral/songhal y 
Twareg Y Y 

a As attested by two of the biggest brokers In Abidjan (one Fulanl, one MaSSI) plus raw interview data from CCA 

b Niger exporters are mainly active only around the time of Tabaskl, when they Import large 
numbers of small ruminants for the end-of-fast feast sales 
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Table 3 4 Estimated Market Volume Shares, Share Trends and 
Formal versus Informal Participation m Cote d'IvOire's 

Livestock Trade, by EthmcIty a b 

1994 

MARKET Fulanl MOSSI Bambara, Moor Other EthnIc 
SEGMENT* (varIOus (BurkIna Faso) Mahnke, MauntanIa) 

natIOns) Markac 

Cross- D68%x S20%H C 5%x tw 1% ~ W 6%x 
Border 
Traders 

Brokers D65%x S20%H C 12%x 1W1%~ W 2%~ 

Master Cnd Wnd Snd ~nd Wnd 
butchersd 

a 

b 

Total estImated value of trade = $31 mIllIon 

WIth regard to competItIve posItIon D = dominant, S = strong C = competitIve and W = weak Ethmc groups with minimal pOSItions are 

not Included In thiS matrix For share shifts n n = strong growth n = growth x = no change • = small share loss • J = strong share loss here 

viewed across roughly the past 5 years 

Includes both large and small ruminants 

Note that Bambara and Mahnke In particular may be nallve as well as foreign born 

d n d = no data Time did not penmt collectIOn of even ImpreSSIOnistic mfonnatlOn on percentages of market share by ethmc 

dlstnbutlOns wlthm thiS, the pnnclpal group of final buyers 

* All some variable combmatIOn of fonnal and mfonnal trade 

In Cote d'Ivoue, non-FulanI traders prefer brokers of the same natIOnalIty as themselves, 
regardless of ethrucIty Brokers typIcally maIntam an actIve commurucatIOns lmk by phone WIth 
theIr home areas and natIOns Traders mentIOned that a partIcular factor m theIr selectIOn of a 
broker was rus abIlIty to keep them mformed of market matters and to SIgnal them when to bnng 
or hold back theIr stock Thus, brokers are lIkely to have WIder reputatIOns and stronger tIes m 
theIr natIOn of ongm than m other countrIes And exporters espeCially those WIthout the greater 
experIence and extenSIve mformal mformatIOn networks of the stockmen par excellence, the 
FulanI - are more hkely to hear of brokers and to gamer more mformatIOn about them 

4 TImely market InfOrmatIOn IS a cntlcal factor m explammg where, why, and how participants 
are successfulm the livestock trade Poor market mformatIOn can cause gluts of anImals on 
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the market, but also acute shortages The consequence IS that sale pnces WIldly across the space 
of even a few days, WIth the average per-head pnce of cattle doublmg or halvmg Without 

tImely and accurate news of the current status of the market, traders can lose money 

In one case a man purchased a truckload of cattle m Burkma Faso at FCF A 400,000 per head, 
but when he amved WIth them at the AbIdjan stockyards, cattle were selhng for only FCF A 
300,000 Master butchers/slaughterers are also hurt by such pnce gyratIOns, whIch attract 
speculators 

So Important IS tImely market mformatton that, accordmg to the former presIdent of the first 
stockmen's asSOCiaTIOn, a long-term hope of the new naTIonal asSOCIaTIOn IS to purchase a truck 
that, among other thmgs, would be used to bnng members together for trade meetmgs and asSiSt 
m the dissemmatIOn of mformatIOn about market aCTIVItIes, pnces, regulatIOns, and so forth 
throughout COte d'IvOlre and ItS partner tradmg natIOns Another hope IS to obtam a larger 
asSOCIatIon office, where mass meetmgs and workshops could be held, and to eqUIp It WIth better 
commumcaTIons Infrastructure than the smgle telephone that now eXIsts 

5 Poor systems for obtammg market mformatIOn are only one of the several major constraInts 
to Cote d'IvOlre's IndIgenous cross-border hvestock trade that contnbute to Its IneffiCIency 
Others already mentIOned mclude the lack of adequate or relIable and economIcally vIable truck 
and tram transport, whIch makes transport costs mordmately hIgh, and admlIDstratlVe red tape 
and graft Interviewees from two dIsparate groups (butchers and foreIgn development workers) 
also felt that an exceSSIve number of mtermedianes (at the end and near the begmmng of the 
marketmg cham, respectIvely) hampers the trade 

6 Both brokers and master butchers/slaughterers agree that credit for butchers IS also a senous 
constramt IntervIewees descnbed how master butchers may buIld up mdIvldual debts of as 
much as FCF A 1 mIllIon, WIth half a mIllIon bemg qUIte common Master butchers mtervlewed 
acknowledged thIs problem, but claimed It was charactenstic of only a few, less profeSSIonal 

members of theIr profeSSIon Tymg up vast amounts of capItal for any slgmficant penod 

threatens the smooth functIomng of the lIvestock trade as a whole as brokers cannot perform 

theIr servIces m the market By JUdICIOusly extendmg short-term credit to butchers m the 
absence of formal commerCIal credIt, brokers help keep the wheels of commerce tummg If too 
much such credIt goes unrepaId, however, the wheels can lock up 

47 



OpportumtIes for accelerated growth and Improved efficiency m Cote d'IvOire's cross-border 
lIvestock trade consIst of removmg as many as possIble of the foregomg constramts Part of the 
solutIOn to all of them appears to lIe m the formatIon of strong, partICIpatory, self-goverrung 
merchants' and transporters' aSSOCIatIOns able to furmsh therr membershIp WIth tImely market 
InformatIon, establIsh and oversee asSOCIatIon-sponsored crewt systems, argue for or help mstItute 
better transport and other mfrastructure systems, lobby for more ratIonal admimstratIve regulatIons 
and for laws agamst corruptIOn, and serve as pnvate-sector watchdogs over complIance WIth such 
regulatIOns and laws Indeed, m regard to the latter two, there IS already some precedent for such 
actions m Cote d'Ivorre, as exemplIfied m the Socletes de Convoyage (For detaIls of these efforts 
as well as pOSSIble responses to mfrastructural constramts hke the raIlway system, agam consult 
Kuhbaba and Holtzman 1990 ) 

F or credIt constramts, the master butchers suggest a useful solutIOn, whIch they deVIsed whIle 
attendmg a number of donor-sponsored semmars on the lIvestock busmess They propose that, once 
better orgaruzed, theIr membershIp collect an Imtlalloan fund among themselves, to be depOSIted 
m a commerCIal bank account m the name of the aSSOCIatIOn Then they would ask a donor to 
proVIde an addItIOnal amount m the form of a guarantee fund WIth these momes, they would buy 
lIvestock collectIvely at "bulk pnces" and under regular contract A stIpulated portIOn of theIr 
mcreased earmngs from such purchases would go to gradually paymg off the guarantee fund As 
an aSSOCIatIOn, they would "nde herd" on theIr membershIp's debts and assume aggregate 
responsIbIhty for them IntervIewees emphaSIzed that partICIpatIOn m thIS group lendmg scheme 
would ImtIally be hIghly selectIve, and would be lImIted to expenenced master butchers known to 
be trustworthy and "senous" about theIr profeSSIOn Once the guarantee fund were repaId and 
replaced m full, then new members would be allowed to partICIpate by "buymg-m" m an amount 
equal to that put up by the ongmal partICIpants Indeed, WIth good prehmmary planmng and some 
extra trammg for partICIpants m organIzatIOnal and busmess planrung skIlls, such a group lendmg 
solutIOn could theoretIcally strengthen what appears to be the weakest lmk m the market cham 

A potentIal strength ofthe networks Involved In Cote d'IvOire's cross-border trade IS the deSIre 
of partICIpants to organIze mto proactIve, self-sustalmng and sellf-regulatmg aSSOCIatIOns that can 
streamlme, ratIOnalIze, and "defend" cross-border trade and reInforce especIally weak lInks m the 
market cham In Cote d'IvOlre, however, thIS strength has yet to be translated mto an effectIve 
realIty, as It has been m Ghana 
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33 Senegal 

Cross-border bvestock trade mto Senegal mvolves cattle and small rumInants, about 50 percent 
of the cattle and 80 percent of the small rummants reportedly enter mformally Very rough estnnates 
put the current volume of trade at 100,000 cattle and 250,000 sheep and goats annually 6 Senegal 
IS Itself an Important producer of lIvestock due to actIVItIes of the natIve Fulam (Toucouleur) stock
raIsers of Its northern rangelands Indeed, accordmg to stockyard mformants, untIl about 1986 
Senegal exported sIgrnficant numbers of cattle to Mall, as well as some to Gabon 

Today, however, the natIon IS far from self-sufficIent m meat OffiCIal government estlmates 
mchcates that annual per capIta consumptIon of red meat has decreased by more than half smce 1960 
WInJe Senegal buys consIderable frozen beef from Europe, purchases have slowed smce the FCF A 
devaluatIon LongtIme lIvestock brokers estImate that currently about 40 percent and 50 percent of 
Senegal's cattle and sheep slaughters, respectIvely, are Imported antmals They observe that between 
1987 and 1994 cattle Imports nearly doubled, willIe small rummant Imports are today trIple those 
of 1984 7 Tills all translates mto a total 1994 value of cross-border trade of approXImately $36 5 
mIllIon ($35 mIllIon for large and $1 5 mIllIon for small rummants) 

One of the two prmclpal corridors utilIZed entends from Mauntama south to the major termmal 
market-Dakar-along Senegal's prImary north-south road For centurIes the Moors ofMauntama 
dommated thIS comdor, also bnngmg tea, tobacco, sIlver, and Islam to Senegal Northern Fularn 
were and are actIve along tills route Small rummants are trucked the major north-south road, cattle 
are more often trekked to market due to the illgh costs of truck transport 

The other pnncipal comdor extends east-west from Burkina Faso and especIally MalI to Dakar, It 
also contInues eastward to NIgena Tills comdor dates from the 11th century, WIth a large number 
and type of goods flowmg along It Contemporary lIvestock trade along tills route IS dommated by 
Bambara and MarkaiSarakole, but northern Fularn are also very actIve m the lIvestock trade along 
thIS corndor The ma.Jonty of the more-or-less formal Imports from Malt arnve eIther by tram 

6 The estimates of the volume and value of Senegal's trade In Imported cattle and small ruminants are 
extremely approximate because of the paucity of available statistics In fact, the value of small ruminants IS 
derived from the cattle estimates based on their proportions In Cote d'lvOire 

7 OffiCial figures indicate Just the OppOSite, but they count only formal sector Imports 
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(cheap, but slow) or truck (more expensIve, but faster) from Bamako and especIally Kayes 
Informally, some cattle are stIll trekked m from Mall as far as Tambacounda before bemg trucked 
or tramed onward, sometImes they even trek all the way to Dakar UntIl the FCF A devaluation, 
trekkmg along thIs comdor was declmmg due to COnflICts WIth farmers and the government's 
estabhshment of a number of forest reserves whIch ban cattle that bIsect the route Smce the 
devaluatIOn, however, greatly mcreased transport costs have tnggered an upSWIng m trekkIng, at 
least dunng the wet season when there IS suffiCIent water and forage along the way 

Dunng the Moslem feast of TabaskI - when nowadays all Import dutIes on small rummants are 
temporanly removed - sheep amve from NIger, too Fmally, there IS some lImIted, largely 
Informal south-to-north trade m arumals cornmg from GUInea BIssau to supply Senegal's Casamance 

regIOn 

Due to the 1989 war between Senegal and Mauntarua, the concomItant forced repatrIatIOn of 
natIOnals reSIdent m each country, and the contmumg tensIOns between them, the comdors and the 
actors mvolved ill cross-border hvestock trade underwent sIgmficant shIfts The northern Toucoleur 
Fularu-whose homeland straddles the Mauntarua-Senegal border-have largely replaced Moonsh 
exporters along the tradItIOnal north-south comdor, although Senegalese-born Moors WIth 
citIzenshIp papers continue to operate If stock are to be trucked to market along thIS route, Fulanl 
are less lIkely to be challenged at the border and along the way as to theIr natIOnahty In contrast, 
any foreIgn Moor who attempts to use thIs corndor today nsks the near-certamty ofhavmg hIs goods 
confiscated at the border 

MeanwhIle, Imports from MalI have Increased greatly, as has therefore the market share of traders 
of MalIan ethrucltIes (mamly Bambara and MarkaiSarakole) Thts IS due In general to the mcreased 
dIfficultIes ofbnngmg anImals from Mauntama. whIch places more demand on MalIan productIOn 
It IS also due to the fact that a larger portIOn of Mauntaman Imports are now funneled first to Malt, 
from whence they enter Senegal under MalIan documentatIOn Kayes IS now a major assembly pomt 
for MaurItanIan as well as Mahan ammals 

Contmumg tenSIOns between Senegal and Mauntarua appear to have Increased the share of trade that 
IS conducted Informally For Moonsh merchants, sellmg anImals to a Fulanl mIddleman or 
funnelIng them first to Mall reduces profit margms, therefore, there IS an mcentlve to clandestmely 
move stock across the less-well-guarded westerly border between the two natIOns The Bakel regIOn 
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was frequently mentIOned m thts regard, but nearly the entIre length of the border west of the Rosso 
border crossmg IS lnghly permeable 

TenSIOns between MaurItama and Senegal also have added to the pnce ofhvestock The termmal
market pnce for one head of cattle before the 1994 devaluatIon averaged FCFA 100,000, today, thts 
figure IS 250,000, more than double Informants attnbute some of tlns mcrease to fears, among 
producers and traders, of further devaluatIOns and hence mcreasmgly constncted Imports of VItal 
external mputs such as vetennary supphes and feed concentrates The greater difficultIes and nsks 
of Importmg stock from MaurItarua are also factors 

Wlnle hvestock Imports have mcreased substantIally dunng the past decade, publIc-sector offiCials 
worry about the contmued suffiCIency of supply They cite the tensIOns With MauntanIa, recurrent 
drought condItIons m MauntanIa and Mah (depressmg production), and the much hIgher pnces 
offered m Nlgena and Gabon, divertmg anImals from Mall, Burkma Faso, and Nlgena away from 
Senegalese markets 

DetaIls of cross-border operatIOns and marketIng channels for Senegal's hvestock trade differ 
consIderably from because brokers speCIalIze m eIther cattle or small rummants, two completely 
dIfferent sets of actors are mvolved m the two segments of the lIvestock market Another dIfference 
IS that the cross-border marketmg cham IS shorter for Senegal than for Ghana and Cote d'IvOlre 
ASIde from the possIble addItIon today of Fulam mIddlemen between Moonsh merchants and 
termmal-market brokers, the cham can be schematIzed as shown m FIgure 3 3 

DCG (1995) suggests that tlns "de-specIabzatIon" WithIn the marketmg cham IS due to shnnkIng 
profit margms, whIch are m turn hnked to the FCF A devaluatIon and concomItant mflatIOn These 
monetary shocks have left consumers unable or unwIllmg to mcrease theIr budget for meat 
purchases Master butchers confrrm thIs analysIs, notmg that smce devaluatIon they sometImes 
make no profit at all on theIr meat products, even though consumer pnces are not offiCIally 
controlled m Senegal Ever smce devaluatIOn, and before that the lIberalIzatIOn of meat pnces. 
butchers of alltlks have been strugglmg WIth pnce mstabthty Master butchers say, "If the pnce of 
meat goes any hIgher now, no one WIll buy meat at all" 
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Figure 3 3 Senegal's Livestock Marketmg Cham(s) 
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Fularu producers sometnnes act as cross-border traders In fact, among all ethrucltIes the assembler 
and the cross-border trader are frequently the same person Furthermore, major term mal-market 
brokers often trade across borders through hired agents or famIly members Fmally, a handful of 
master butchers and a few government functIOnaries Import blocks of anImals dIrectly, bypassmg 
traders and brokers 

8 Such groups, locally known as tontmes are neighbors or kinsmen who JOin together to purchase 
one or more animals They then share the meat proportionally to their contributions Reportedly, thiS 
traditional practice IS less frequent nowadays 
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In contrast to Ghana or Cote d'Ivorre, producers m Senegal are often wIllmg to release anImals to 
traders on credIt, requrrmg only a small amount of earnest money TIns appears to be especIally true 
along the north-south comdor TIns arrangement can be explamed, at least m the case of northern 
Fulani and Moors, by close km and sub-ethnic-group (Toucouleur) tIes across borders between 
producers and traders Contnbutmg factors mclude the shorter length of the marketmg cham and, 
along the north-south comdor, the shorter dIstance to be covered However, DCG (1995) notes that 
smce the FCF A devaluatIOn, producers are much more reluctant to release arumals on credIt 

Transport costs are always paId by the mdlvldual who shIps the arumals to the termmal market In 
Senegal as m Ghana, traders receIve room, board, and vanous sorts of personal asSIstance from theIr 
brokers when the sale reqwres several days The trader states hIs mmmlUm pnce for the entrre lot 
of ammals, and the termmal-market broker tnes to negotIate the best possIble deal 

Termmal-market brokers tradihonally extend credIt to butcher-buyers In the small rummant trade, 
master butchers/slaughterers say 80 percent of their purchases are made on broker credIt 
Reportedly, however, the amount and duratIon of broker-to-butcher credIt have decreased As usual, 
brokers (espeCIally the cattle dealers) complam about butchers' delays and defaults m repayment, 
whIch have mtensified smce the FCF A devaluatIon Master butchers lay much of the blame for 
defaults on governmental buyers, who do not pay for half a year or more, dnvmg some butchers mto 
bankruptcy Butchers and brokers complam that commercial lenders refuse cremt to the busmess 
of lIvestock and meat marketmg, and claIm that thiS IS partly due to therr lack of collateral 

WIth regard to types of products handled, m additIon to sales of meat and meat bypro ducts, hIdes 
and skms are espeCially Important m Senegal A parastatal named SERAS (SOCIete d'ExplOltatIOn 
des Resources Ammales du Senegal), whIch IS charged WIth overseemg the nahon's abbatOlrs, buys 
these products for export to Europe and elsewhere 

Marketmg structures consist of a mIxture of traditIOnal and modern, functIonal and nonfimchonal, 
"paper" orgamzatIOns An example of a traditIOnal and well-functIOrung structure for producers to 
market therr lIvestock IS the ASSOCIatIOn des Eleveurs (AE) of small rummants It has a preSIdent, 
vicepresident, and four drrectors, and maIntams an office at the stockyards eqwpped WIth a telephone 
so that members can call m to obtaIn market mformatIOn The AE supports the office WIth a fee of 
FCF A 500 charged to each trader who amves at the stockyards WIth ammals to sell 
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There IS a recogruzed termmal-market elderlleader for every major ethruc group represented m the 
small rummant trade TIns lughly respected POSItIon carnes a specIfic otle m each ethrucIty's 
language (e g , Fularufede, Wolof njlt) A market leader's Job IS to help solve problems for any 
producer, exporter, broker, or butcher who operates m the small rummants tockyards Examples of 
problems mclude border delay among exporters due to problems With customs OffiCIalS, polIce, 
CIvIl guards, or the VeterInary or Forest and Water ServIces, delays and defaults on credIt repayment, 
whether to producers, brokers, or others, stealmg chents or other disputes among merchants, run-Ins 
WIth pollee, famdy emergencIes, and so on 

At the government's mstigation and m hopes of receIvmg government loans and other support, m 
1990-91 the AE also orgaruzed Itself mto a federatIOn of five formal Oroupements d'Interet 
EconomIque (OlE) Each OlE IS a profeSSIOnal association of 40 to 50 members of multIple 
(typIcally four to SIX) ethmcltIes, whose members Jom accordmg to personal lIkmg and "mutual 
confidence" Each OlE lDloally collects FCF A 49,000 from ItS member to obtam legal regIstration 
and tax-paymg status In pnnciple, each OlE collects dues from Its member and also pays dues to 

the AE The ratIOnale for formmg these OlEs was to obtam government credit for each one to set 
up a fatterung-operatIOn, purchasmg the necessary vetennary mputs, forage, feedcakes and 
concentrates, fencmg, watermg faCIlItIes, and the lIkes Although no loans were ever modem, the 
OIEs have not gIven up the Idea and would welcome alternatIve Ideas on how to obtam feedlot 
startup credIt 

For the past ten years, 40 merchants, brokers, and butchers m Senegal's cattle trade have formed a 
cooperatIve that regularly purchases blocks of anImals as a group and banks the resultmg profits 
The membershIp mcludes Bambara, Marka/Sarakole, Senegalese Moors, Serer, Wolof, and northern 
Fulbe, WIth the latter m the maJonty In an average year, the cooperatIve banks about FCF A 12 
mIlhon, whIch at the end of the year IS shared among the members for each to do WIth as he pleases 
(e g , budd a house, remvest m cattle, or Just "solve problems," say mterviewees) In late 1994 cattle 
dealers also formed a OlE under the name ASSOCIatIOn de Forad "because the government asked 
everyone to organIze" IntervIewees gave no detaIls as to what the purpose of theIr newly formed 
OlE mIght be, but they mdicated an mterest m fatterung operatIons 

Yet another group IS the ASSOCIatIOn NatIOnale des ProfessIOnnels de la Viande et du Betad 
(ANPVB) Formed m 1989, It mvolves mamly butchers and conSIsts of two sectIOns one for cattle, 
WIth about 300 members, and one for small rummants, With about 50 members So far, thIS 
aSSOCIatIOn has done lIttle more than collect a one-orne memberslup fee of FCF A 5,000 On one 
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Aid, ............ 

occaSIOn, however, It receIved FCF A 5 mIllIon from SERAS to purchase hIdes and skIns on the 

parastatal's behalf However, as set forth m Its legal declaratIOn of asSOCiatIOn, the ANPVB's 
overarchmg goals are clear 

• Defend the professIOnal and moral mterests of the members 
• Promote and develop the lIvestock profeSSIOn 
• Create GIEs for the dIfferent professIOnal actIVItIes of the membershIp 
• Combat the problem of Illegal slaughtenng 
• Lend SOCIal assIstance to the members 
• ContrIbute to the SOCIal and CIVIC good of the Senegalese people 

The ANPVB IS partIcularly concerned about Illegal slaughtenng because of wornes about health 
Issues and because It "dlsorgamzes" the market Another concern IS the status of refngerated 
faCIlItIes, m whIch unsold meat IS stored for several days Some of these cold chambers reportedly 
date from colomal tImes, and often malfunctIOn, mcumng major losses of meat Butchers are also 
mterested m orgamzmg theIr own abatorrs, but they doubt If the government would ever permIt thIs 
Fmally, as With Ghana's GCBA, the ANPVB would also lIke to estabhsh a commerCIal credIt 
account With whIch to buylImport anImals themselves and With whIch to demonstrate the solvency 
reqUIred to be able to bId as an aSSOCiatIOn on large meat tenders 

Key Fmdmgs 

1 As to mdlgenous ethDlc-based tradmg networks, the Senegal study comes closest to 
Identlfymg such structures anywhere m West Afnca's cross-border lIvestock trade today 
One can easIly mstmgUlsh such networks among northern Fuiani and Moors, because each 
has clear and readIly traceable hnks of co-ethruCIty and co-regIOnahty that span all market 
segments, from producers through master butchers/slaughterers 

2 TradItIOnally, northern Fulbe and Moors, respectIvely, have dommated Senegal's cross
border cattle and small runllnant trade TradItIOnally, too, Moors held prIde of place as 
master butchers (Nguyen van Cln-Bonnardel 1978 799) As noted earher, however, Moors 
have lost heavIly In market share WIthIn all market segments SInce 1989's tnbulatIOns 
Tables 3 5 and 36 show market segment matnces of the current ethruc configuratIOn In 
Senegal's cross-border trade m cattle and small rummants 

55 



3 In eXamIrung the ties that bmd WIthm these configuratIons, It seems clear that ethmclty s 
but one of several EVIdence IS multI-ethmc nature of the voluntarIly formed cattle 
cooperatIve and small-rumInant OIEs descnbed above and In the fact of mutual Interpersonal 
assIstance between lIvestock professIOnals across ethmc boundanes Broker IntervIewees 
also emphaslzed the lmportance of longstandmg busmess relatlOnshIps One Fulbe cattle 
trader pomted to a Marka exporter at hIs slde Wlth whom he has been dealmg for more than 
a decade 

MARKET 
SEGMENT 

Cross-Border 
Traders 
(formal) 

Cross-Border 
Traders 
(Informal) 

Brokers 
(mixed) 

Master 
butchers 

Table 35 Estimated Market Volume Shares, Share 
Trends and Formal versus Informal Participants 

In Senegal's Cattle Trade, by Ethmclty a,b 

1994 

N Fulam Wolof Bambara or Marka Serer 

S 45% n C 20% n W 10% n W 13% x 

D 55% n W 10% x C 15% nn W 10% x 

055% n S 20% n W 7% n C 10% n 

S 45% n C 25% n W 5% n -

Moor Other 
EthmcsC 

W 6% llU W 6%x 

W 5%llll W 5% x 

W 5% llU W 3%x 

C20% II C 5% x 

Total estimated value of the cross border-trade = $35 million, of which approximately 50 percent IS 

reportedly formal and 50 percent Informal 

a 

b 

With regard to competitive pOSItIOn 0 - dominant S - strong C - competitive and W - weak Ethnic groups With minimal pOSitIOns 

are not Included In thiS matrix For share shifts n n - strong growth, n - growth x - no change J - small share loss I. - strong share 

loss here Viewed across roughly the past 5 years 

Northern Fulanl Wolof and Serer are primarily Senegalese ethnlcltles BambaralMarka and Moors come mainly from Mall and 

MaUritania respedlvely Southern Fulant are native to Senegal Gambia and GUinea 

c For Importers other ethnlCltles consist mainly of southern Fulanl 

56 



I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 

Small rummant brokers made a pomt of notmg that many of theIr relatIOnshIps With producers, 
assemblers, and exporters from Mall and MauntanIa span generatIOns, one case mvolvmg three 
generatIOns of mter-ethmc tefankes and supplIers/exporters was mentIOned They added that most 
of theIr chents "are not relatIves, they are only busmess lmks " 

As for the other two countrIes studIed, many exporter-broker relatIOnshIps cut across ethruc 
hnes However, one tIe that bmds together VIrtually all the major actors m Senegal's 
lIvestock Import busmess IS Islam 

4 Darners to entry m Senegal's lIvestock trade appear to be mmnnal, at least With regard to 
ethnicity PractIcally every maJor Senegalese ethruclty and some mmor ones partICipate 
(e g, the southern, Torobe Fulbe, found both m Senegal and Gumea) TIns openness can m 
part be explamed by the fact that, unlike Ghana or Cote d'Ivorre, stock-rrusmg IS common 
throughout most of Senegal due to an agroecology favorable to arumal agnculture 

MARKET SEGMENT 

Cross-Border Traders-
formal 

Cross-Border Traders-
mformal 

Brokers (mIxed) 

Master butchers 

Table 3 6 EstImated Market Volume Shares, Share Trends 
and Formal versus Informal PartIcIpants 

ID Senegal's Sheep and Goat Trade, by EthmcJty • b 

1994 

N Fulanl Wolof Bambara or Marka Moor 

S30% n WIO% n D35% n C 15% UU 

S40% n W 5%x C 20% nn C30%U 

D50%x S25% n C 10% n C 10% UU 

S45% n S25% n W 5%n C20% U 

Other Ethmcs" 

W 10% n 

W 5%n 

W 5%n 

W 5%n 

Total estImated value of trade = $1 5 mIllIon, of whIch approxImately 20 percent IS reportedly formal 
and 80 percent mformal 

a With red to competitive pOSitIOn D = dominant, S = strong C = competitive and W = weak Ethmc groups With mlmmal pOSitIOns are not 
Included m thiS matnx For share shifts nn = strong growth n = growth x = no change • = small share loss lJ = strong share loss here viewed 
across roughly the past 5 years 

b 
Northern Fulanl Wolof and Serer are mainly Senegalese ethmcltles BambaralMarka and Moors come mainly from Mall and MaUritania, 
respectIVely Southern Fulanl are found not only In Senegal but also Gambia and Gumea 

C For Importers other" ethmcltles consist mamly of Serer and southern Fulanl 

57 



AbtA..oeJa'eeJae. 

5 As to how buyers select among suppbers or VIce versa, responses to quenes on tlns pomt 
WIth regard to exporters were much the same as m the other two countnes, WIth all partIes 
cltmg mutual trust and WIth exporters emphaslzmg "the certamty that you Will get your 
money" Unfortunately, tIme dId not permIt closer mvestIgatIOn of tlns Issue m the case 
where tefanke themselves wtIate ImportatIOn However, tlns group dId mentIon that It takes 
advantage of every travel OpportunIty to estabhsh new busmess contacts 

6 Where, why, and how are the variOUS participants lD the bvestock trade successful? 
There are many factors m Importer success m the sector, no matter the ethmc group These 
can be summanzed as follows 

• 

• 

• 

• 

• 

• 

Favorable cross-border geograpluc locatIon that makes movement eaSIer or less 
suspect The traditIonal homelands of northern Fularn and Moors span the Senegal
Maurttanla border, those of Bambara and Marka span the Senegal-MalI border 

Havmg tIes to stock-producmg areas (Bambara, MarkaiSarakole) or bemg of a 
tradItIOnally stock-rrusmg ethmcity (Fulbe, Moor, to a lesser extent Serere) 

For "foreIgn" traders, estabhshmg sohd local tIes through mter marriage and 
proported kmship 

A centurIes-long hIStOry of mtra regIOnal trade (all five ethnlcltles) 

Access to the necessary capital and credit 

In general, "good busmess sense" and a "good reputatIOn" the latter embracmg not 
only busmess transactIOns but also moral standmg and IslamIC devoutness 

7 Each ethnIC group also appears to have some addItIonal, more ethmcally speCIfic 
advantage(s) that make for success m Senegal's cross-border lIvestock trade 

• Certamly m the case ofFulbe (and perhaps also Moors), possessIOn of some of the 
world's most profound knowledge of lIvestock and stockraIsmg, plus a strong and 
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mdisputable "love of hvestock" and even a sort of JOY In all actIvItIes connected to 
lIvestock 9 

• For Senegal's Toucouleur, the advantage ofbemg one of a much larger ethmc famIly 
of expert stockmen that mcludes nearly a dozen other "clans" throughout West 
AfrIca's stock-rrusmg ecozones, all of whom acknowledge a functIOnal ethruc
ImgUlstIc mterrelatedness 

• For Wolof, numencal and polItIcal dommance Wlthm Senegal Wolof compnse 
perhaps 70 percent of the natIOn's CItIzenry One cannot help but suspect that they 
receIve some preferentIal treatment m the busmess of Importmg Butcher 
mteTVlewees hmted that Wolof get first crack at bIg government meat contracts And 
because the Wolofhomelands he entrrely WIthm Senegal, there IS rarely any questIOn 
of theIr natIOnalIty m border crossmgs 

• Mahan Importers are srud to have a growmg competItIve advantage m the sheep trade 
because they have access to an especIally pnzed breed of meat arumal, the Ball-Ball 

As m the other countrIes studIed, a major strength of such multi-ethnic indigenous networks IS 
theIr deSIre and abIlIty to organIze mto profeSSIOnal assocIatIOns for proactIve actIOn Senegal 
appears to he mIdway between Ghana and Cote d'IvOlre m the effectIveness and sohdlty of 
professIOnal orgaruzatIOns UnlIke Ghana, Senegalese lIvestock assOCiatIOns do not yet appear to 
be suffiCIently well-orgamzed to Win concessIOns from or dIrect dIalogue With the government They 
do appear, however, to be further along orgaruzatIOnally than m Cote d'IvOlre, and m the aggregate, 

Senegal's lIvestock profeSSIOnals are not afflIcted by tenSIOns among themselves over natIOnalIty 
(even though mtergovernmental tenSIOns between Senegal and Mauntanla contmues) 

They are several opportumtIes for accelerated growth and Improved effiCIency lD Senegal's 
cross-border lIvestock trade One IS the need to Improve roadways eastward to Mall, Burkma 
Faso, and NIger Also, JUdICIOUS use of credIt or assIstance to assocIations to establIsh theIr own, 
more regulanzed credIt systems would help commerce generally Interestmgly, Senegalese market 

9 ThiS IS not a fnvolous or "tnte" observation These charactenstlcs have been documented among 
virtually all of the world's great stockralsers 
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partICIpants dId not complam about mordInate corruptIon, although they candIdly admItted that they 
frequently used bnbes to aVOId exceSSIve Import dutIes Naturally, they would lIke to see a reductIOn 
m such costs and m adnurustratIve red tape, both of whIch would stImulate an easIer and greater flow 
of trade In support of thIs statement, mformants noted that, for the moment, fees and procedures 
for Importmg stock from Mall to Senegal are less burdensome than those m some other natIOns 

ThIS, they claIm, has kept anImals commg from Malt despIte the fact that at times there are more 

attractIve exporter pnces mother countnes 
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4 KOLA CROSS-BORDER TRADE 

Summary 

Chapter 4 descnbes the cross-border trade m kola for Ghana, Cote d'Ivorre, and Senegal, mc1udmg 
estnnates of the volume and value of cross-border trade m kola, the major ethmc groups mvolved, 
the Important constramts to cross-border trade, and suggestIOns on how to enhance the efficiency 
of cross-border trade m all three countnes, 

The volume and value of the trade were estlmated for each country, rangmg from $31 5 mIllIon 
(90,000 mt) for Ghana to $27 nullIOn (90,000 mt) for Cote d'Ivorre, and $10 nulhon (10,000 mt) for 
Senegal 

In Ghana, there IS no dommant ethruclty mvolved m the kola trade although the Rausa have strong 
control over the export trade to Nlgena In Ghana, mformal trade dommates, accountmg for about 
70 percent oftota! trade, whIle 30 percent of cross-border trade m kola IS senu-formal In both Cote 
d'IvOire and Senegal, the MalmkelBambara operate as the only true mdlgenous regIOnal tradmg 
networks (l RlNS) discovered m this research and they conduct more trade on a formal rather than 
an Informal or mixed basiS In Cote d'IvOlre, 60 percent of the trade IS formal versus 40 percent 
mixed, Senegal 50 percent IS formal versus 50 percent mformal Even more so than m the case of 
lIvestock, Islam IS the "tle that bmds" m the kola trade 

Cross-border trade m kola m all three countnes IS constraIned by three major factors First, there 
are needless regulatIOns and corruptlon, whIch hamper normal trade Second, meffectlve and 
dangerous preservatIOn methods result m hIgh losses (reportedly 30% In Ghana), as well as nsks to 
consumers ThIrd, credIt avaIlabIhty and cost are major problems that InhIbIt the development of 
the kola trade Suggested ways to address these constramts and thereby Improve the effiCIency of 
the trade, which are cross-cuttmg Issues m all three countnes, are 

• 
• 
• 

Deregulate trade and correctly enforce the revised tradmg rules 
Develop better storage and handlIng techruques for kola 
Develop and strengthen kola-related assoclatlons 

The most Important Kola tradmg routes are shown In Map C 
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41 Ghana 

The Akan peoples who mhablt the southern tlnrd of Ghana produce kola nuts m theIr cocoa groves 
or gather It freely m the "bush" The centunes-old cross-border export of kola from Ghana 
(formerly the Gold Coast) today averages about 90,000 mt annually, total productIon reportedly 
ranges around 120,000 mt per year (plan Consult 1995) Much of the dIfference between these 
figures IS due to spOIlage from msects, heat, and humtdIty durmg handlmg and m-country transport, 
plus some domestIc consumptIOn of kola among the Moslem ethrucitIes of (mamiy northern) Ghana 

Durmg the past decade, Ghana's kola exports have generally mcreased, except for a sharp drop m 
1989-91 due to drought and thus depressed productIOn LongtIme kola merchants estImate that, 
overall, trade has doubled between 1983 when Nlgena temporanly closed Its border With Ghana, and 
1994, when the FCF A devaluatIOn made kola cheaper m Ghana than m Its major competItor country, 
Cote d'IvoIre For 1995, exports are expected to return to theIr 1982 mgh 

These same merchants note that exports are very senSItIve to smfts m Ivonan kola output 10 When 
production m Cote d'IvOlre IS very good and pnces therefore cheap, Ghana loses conSIderable 
Burkmabe busmess GIven suffiCIently attractIve pnces, even some Nigenan buyers may take theIr 
trade to Cote d'IvOIre But for reasons explamed below, the trade between Ghana and Nlgena IS 
qUIte stable 

The total value of Ghana's cross-border exports of kola IS difficult to estImate because these many 
vanables (Table 4 1) Cured Kola nuts, whIch can be kept for nearly 2 years, fetch a hIgher pnce 
than fresh nuts, wmch last no longer than 6 months given even the best of the treatment technologies 
currently muse m Ghana In certam trade comdors (e g Ghana-to-NIgena), wmte kola typIcally 
bnngs a better pnce than the red or pmk vanetIes Value IS also affected by wruch comdor and 

wmch export mode (formal/mformal) IS used Thus, to get a true value for the trade as a whole 
would reqUire calculatmg the proportIOns of dIfferent kmds of kola flowmg along dIfferent routes 
and bemg sold by dIfferent methods 

Records are kept on the kola trade generally are lImIted and maccurate, and rarely mclude data on 
these many vanables Research tIme was not suffiCIent to gather such mformatIOn, and thus, only 

10 Merchants noted that SIerra Leone, LIberIa, and Cameroon also export kola to NIgerIa, but they dId not 
see these countrIes as a major threat to Ghana's trade 
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a very rough estlmate of the total 1994 value of cross-border exports can be offered Usmg the 
midpomt pnce of $35 per 100kg bag between fresh versus cured nuts at the pomt of sale by the 
Ghanalan wholesaler to the foreIgn buyer, this YIelds $350 per metrIc ton (see Table 4 1) 
Multlplymg by 90,000 mt glves an estImated total value of$31 5 mllhon Some 70 percent ofthlS 
IS beheved to be exported mformally, and 30 percent formally or semI-formally (see below) 

There are two major corridors utIlIZed (see Map C) and, as noted above, they correspond 10 part 

to product type (1 e, wlute versus red or pmk nuts) The largest volume of kola IS earned along the 

comdor that extrends north to BurkIna Faso along the K1Otampo Road consIsts pnmarIly of red and 
pmk kola TypIcally, the nuts are trucked north from one or both of the natIon's two largest loadmg 
pomts (Nkawkaw and Kumasl) and eXIt Ghana at Navrongo or Bawku (near the border town of 
Bolgatanga) Kola may also be headloaded carned by foot across the border at mnumerable pomts 
From Burkma Faso, some Ghanatan kola contmues on mto Mall and NIger Trade along thIS 
COrrIdor IS phed mamly by MOSSI, Hausa, and Dagomba (all Moslem) and by northern 
Ghanatan/southern Burkmabe ethrucitIes whose homelands straddle the border (Busanga, Frafra, 
GruSI, Kusasl, Mamprusl) and who represent a mixture of Moslem and ChnstIan relIgIOns 

All of the south-to-north trade IS mformal because legal export of kola IS permItted only at one pomt 
at Ghana's coastal border With Togo One explanatIOn offered as to why export IS legal at only one 
border pomt was that these are too few customs personnel to establIsh formal border offices at 
numerous small towns m the north Another explanatIon, dIscussed m greater detatl below, was that 
Hausa merchants want to mamtam a monopoly on the trade 

The other corndor runs south and east from Kumasl and Nkawkaw Via Accra and the coast road, 
eXItmg Ghana at the Togo border A few Kotokoh merchants use thIS corndor to export relatIvely 
small amounts of kola to Togo and Benm, but the route IS dommated by Hausa exportmg to Nlgena 
The Nigena trade mamly mvolves whIte nuts Trade along thIS COrrIdor IS conducted more or less 
formally, m the sense that all legally reqUIred documentatIOn IS obtamed and at least some portIOn 
of earmngs are formally repatrIated through the Bank of Ghana But exports are systematIcally 
under-mvOIced by 50-66 percent (see below) Some of the kola that reaches Nigena reportedly IS 
re-exported to Chad, Sudan, Saudi Arabla, and the Maghreb 
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Table 4 1 Estimated PricIng Structures In Ghana's Kola Export Trade 
(m U S dollars per mt) 

1994 

POINT IN MARKETING CHAIN Fresh Kola 

Price to producers/pickers and assemblers from wholesalers· $175 

Price to wholesalers from foreign buyers $300 

Wholesale price of Imported kola In Nigeria $ 384 

Bulk re-sale price of Imported kola In Nigeria unknown 

Wholesale price of Imported kola In Burkma $400 

Prlce~ of kola re- ..:I to other natIOns ---

a "Wholesaler" here refers to large scale bulkers of kola who deal directly With exporters or their mtermedlarles 

b Price obtamed by author dUring May 1995 VISit to Kano Importer of Ghanaian kola m Kano, Nigeria 

Cured Kola 

---
$400 

$552 

$ 787b 

$600 

llnlrnl')WTI 

A thud, mmor, but Ill-defmed, "comdor" IS the general west-to-east movement of relatIvely small 
amounts of kola across the length of Ghana's eastern border WIth Togo (but espeCIally m the Volta 
regIon) by KotokolI merchants All of thIS trade IS mformal 

Details of cross-border operations and marketing channels are many and complex On the 
productIOn and assembly end, operatIOns begm WIth producers' and mdependent pIckers' cash sales 
of baskets (kondo, a Hausa measure eqUIvalent to approxunately 33 kg) of nuts dIrectly to local 
bulkers, who operate shagos SIted so they have access to roads shagos m Ghan are small to very 
large thatched wooden sheds WIth good ventilatIOn and shadmg to protect the hIghly penshable nuts 
The nuts undergo 1llltlal processmg and packmg m shagos, whIch typIcally mclude sortmg, washIng, 
and drymg floors, storage areas, and meetmg SItes AlternatIvely, bulkers' agents or mdependent 
assemblers may purchase kola dIrectly from producers/pIckers for resale to bulkers (Most of these 
"purchases" are made on credIt) In that case, agents and assemblers receIve the same pnce as 
producers/pIckers who delIver dIrectly to the bulker, theIr commISSIon IS SImply the dIfference 
between the farmgate pnce and the pnce offered upon dehvery at the shago 

Procedures for processmg and packmg the nuts are roughly the same across West AfrIca They 
entaIl the followmg 
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• Removmg the outer membrane of the nut, If thIs has not already been done) ) 

• Dlscardmg msect-damaged, unsightly, and lInmature nuts 

• Sortmg the nuts by color-whIte, red, or pmk 

• Washmg the nuts with a tOXIC msectICIde (and/or m Cote d'Ivorre, WIth laundry detergent) 

• AIr-drymg the nuts, sometImes also fUlmgatIon WIth a tOXIC chemtcal 

• Packmg the nuts In Ghana gunnysack-hke Jute or woven-plastIc bags lmed and layered WIth 
protective leaves are used Bags to be shIpped from Ghana to BurkIna Faso hold roughly 
200 kg of nuts, those destmed for NIgena hold only 100 kg In Cote d'IvOIre, 50 kg WIcker 
baskets replace the sacks In NIgena, strong brown paper bound WIth rope IS used 

• Fumlgatmg the warehoused bags (or baskets) 

The processed and packed kola may be exported dIrectly from the first wholesaler's shago Ifhe IS 
a big dealer and/or IS located m one of Ghana's major 10adIng-pomt markets, or It may pass through 
one to three shagos before leavmg the country (see Burkma Faso scenanos below) At each such 
pomt, and certrunly upon amval m Nlgena, the bagged kola may be checked and resorted to remove 
nuts that have spoded, then It IS re-aIred, repacked, and often refurmgated Despite measures to 
reduce spOilage dunng storage and trans-shipment, even under the best of CIrcumstances spOIlage 
IS normally about 30 percent The foregomg efforts also serve as a check on the quantIty of 
acceptable product obtamed When above-normal losses are dIscovered after shipment, m certam 
CIrcumstances the receIver can renegotIate hIs debt to (or obtam an m-kmd rebate from) the shIpper 

The detruls of cross-border operatIons vary greatly accordmg to the comdor utIlIzed For the south
to-north corndor, where kola exports are techmcally Illegal, there are multIple scenanos 

)) Shago owners' wIves and other women perform thIS work, often usmg theIr teeth They can peel about 
two 100-kg bags per day, and are paId about $0 50 per bag 
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ScenarIO Burkzna Faso 1 A northern GhanaIan trader who lIves near the border 
sells to a Burkmabe, or occasIOnally to a MalIan or Nigenan, buyer Burkmabe 
buyers are mamly MOSSI but they also mclude other ethruclues whose homelands 
straddle the border (e g, Busanga, Frafra, GrusI) On behalf of the buyer, the 
GhanaIan trader travels to Kumasl to purchase kola from a wholesaler there and then 
trucks It back to the border The transactIOn may be effected m one of several ways 

1 If he has the cash In hand and " If there IS trust between them," the 
foreIgn buyer may advance the necessary funds to the northern trader 

2 The trader may use hIs own money to make the Kumasl purchase and to pay 
for transport, beIng reImbursed In cash by the buyer upon the trader's return 

3 AlternatIvely, If the buyer IS known to htm, the trader may extend up to 9 
days' credIt (1 e , 3 market days) Durmg thIs tIme, the buyer may be engaged 
In marketIng hvestock, omons, groundnuts, or cowpeas that he has Imported 
to Ghana for thIs purpose 

4 The partIes may agree on a barter arrangement In whIch the foregOIng 
savanna products are SImply exchanged for the kola 

TransactIOns InvolVIng cash may take place In eIther FCF A or cediS, dependIng on 
their relative rates and the agreement struck between the two partIes The buyer IS 
expected to give the trader some talma '(COmmISSIOn)' proportional to the number of 
bags of kola obtaIned Conversely, the trader IS expected to asSiSt the buyer With 
polIce or customs matters In croSSIng back Into BurkIna Faso ThIS scenarIO, whIch 
IS said to be most common at Bawku, can Involve a few bags of nuts or an entire 
truckload 

ScenarIo Burkma Faso 2 A northern Gharuuan trader may accompany the buyer to Kumasl, 
and there dIrect hun to a wholesaler, whom he pays m cash (eIther cedIS or FCFA) In thIs 
mstance, the northerner IS servmg as a broker, whIch he can do mdependently or as an agent 
for the Kumasl wholesaler ThIs scenano IS srud to be charactenstlc of ZebIlla, where there 
IS a large populanon of nativized GhanaIan Hausa and Mossl, many of whom are actIve as 
kola brokers and sellers 
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ScenarIO Burkma Faso 3A A northern GhanaIan trader may sImply buy and stock supphes 
of kola from another GhanaIan trader who has transported the nuts from Kumasl These 
transactIOns may take place by prearrangement or by chance In thiS scenariO, the 
northerner mamtams a shago of his own, from whence he sells to both local and foreign 

buyers who then move the nuts across the border 

Scenario Burkma Faso 3B Another Ghanaian trader may employ a group of retaIl vendors 

to sell kola by headloads near and across the border For some northern traders, thiS may 

be theIr mam mode of operatIOn 

Scenario Burkma Faso 4 A less common scenario IS that of a MOSSI Faso trader who hves 
m Burkma near the Ghanaian border town ofPaga Instead of gomg through a broker as he 

used to, he now has hIs own group of collectors wlthm Ghana, he gives money to go to 

Kumasl, make purchases on his behalf, and transport the kola back to a shago he mamtams 

Just mSlde the GhanaIan border There, he stockpIles the kola to sell to other Burkmabe 

buyers 

Kola exports to BurkIna Faso typIcally mvolve some bnbery to customs and phytosanItary offiCIals 
especIally when they mvolve bIg trucks (carrymg an average of 50 mt of nuts) UnlIke for lIvestock 
and omons, however, bnbery along the road mSIde Ghana IS mlmmal due to the creatIOn m 1982 of 
NACOD, the powerful NatIOnal ASSOCIatIOn of Cola Dealers (see below) 

In all the scenarIOS presented above and below, whenever a major wholesaler receIves an order he 
cannot completely fill With stocks on hand, he gathers addItional supplIes from other wholesalers 
Also, m all mstances m whIch kola must be transported WIthm Ghana after a sale by a major 
wholesaler, natIOnal buyers or mtermedtanes must show proof of payment of mcome taxes (or bnng 
payments up to date), pay the muruclpal market tax at the pomt of ongm, and obtam a waybIll from 

NACOD to move the nuts from thIS pomt In fact, the waybIll IS proVIded by the Ghana Pnvate 
Road Transport Umon (GPRTU) actmg on behalf ofNACOD Actmg In concert, these two groups 
represent a powerful lobby that, among other thmgs, reportedly has conSIderably quashed rent
seekmg by corrupt officlalds when kola IS shIpped under NACOD aegIS 

For formal export to NIgena, the same plus addItIonal steps are reqUlred 
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ScenarIO NigerIa 1 Major Ghanaian wholesalers fill orders placed With NACOD by 

members of Nlgena's equivalent of NACOD These Nlgenans act as brokers to the 
Ghanaian wholesaler-exporters, who are selected m accordance With a weekly quota system 

estabhshed by the assoCiatIon, on the basis of a lIst of names of members who take turns at 

the opportumty to export Those whose tum It IS often share a truck 

Exporters must show that they are registered With the Ghana Export PromotIOn Council 
(GEPC) as well as With NACOD They must also obtam a CertIficate ofOngm from the 
Cham ber of Commerce and show proof of phytosanltary mspectlon In addition they must 

have a Bank of Ghana account and submit forms (and a fee) to the bank statmg the value 

of each shipment and thus the amount of money to be repatrIated, at that time, too, they 

must show that they have fulfilled repatriatIon reqUIrements from theIr last shIpment 

NACOD stands as guarantor that they will do so 

Scenarzo Nigeria 2 In field mtervlews, a subtext to the above scenario emerged m which 

small exporters WIthOUt bank accounts (or possIbly even WIthout NACOD membershIp) 

might be allowed to "ride along" With a large load bemg exported offiCIally, carrymg kola 

they have bought from the load's major exporters and servmg to oversee Its transport m theIr 

place ThiS appeared to be the case for a young Burkmabe GruSI who shared a truck WIth 
19 other exporters (10 Rausa, 8 MOSSI, and 1 other mdiVIdual of unspeCified ethmclty) 

ScenarIO Nlgerza 3 A Nlgenan may travel to Ghana hImself to purchase a large lot of kola 
from a Ghanaian wholesaler The NIgerIan then sees to the export process hImself, With 

some asSIstance (although the exact assistance was not clear to the research team) from the 

Ghanaian wholesaler ThIS scenario appears to mvolve mamly Rausa-to-Rausa transactIOns 

ScenarIO Togo and Benm Small quantitIes of red kola may also be exported entirely 

mformally from the Volta regIOn to Togo and Bemn, mamly by Kotokoh 12 

NACOD constItutes the most notable marketmg structure As mdlcated earlIer, It was ongmally 
formed to reduce rent-seekmg Members report that, whIle It has made great stndes 10 thIs regard, 
It has not fully succeeded Customs offiCIals stIll demand bnbes on the pretext that exporters may 

12 No detaIls of the Kotokoh trade to Togo and Bemn are reported here because no Kotokoh exporters 
were avaIlable to be mtervlewed durmg field research In any case, theIr share of the trade IS small and shnnkmg 
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be smugglIng other goods ludden InsIde the bags or among them on the truckbed NACOD has 
taken some proactIve actIOn on tlus problem by, askIng customs offiCIals to oversee the InItIal 
loadIng of every NIgena-bound truck NACOD IS also currently workmg on a way to solve the 
problem of rent-seekIng on the part of Togolese customs OffiCIalS NACOD members belIeve that 
a partIal solutIOn IS to Increase the number of expedIters at the Togo border 

NACOD mamtams a SUIte of offices In Accra, complete WIth a secretary, an aSSIstant, telephones, 
and fax, It also has a branch office In Kumasl The assOCIatIOn sells Identity cards to ItS member, 
Informs them about export regulatIOns and asSiStS them WIth all the necessary paperwork and 
transport arrangements, and comes to therr aId If there are problems WIth the polIce or other offiCials 
It also keeps members abreast of natIOnal and International kola pnces and other market-related 
conditIOns (border closure, road damage, etc) prevalhng In the kola trade The more recently 
mstItuted NACOD quota system IS also saId to serve members' Interests not only by matchmg them 
up WIth cross-border buyers, but also by controllIng kola flows m such a way as to aVOId gluttmg 
the Nlgenan market, thereby keepmg export pnces reasonably lugh The latter was reported to be 
the mam reason for creatIOn of the quota system But members further explam that It also serves as 
a qualIty control measure and a check on chents' complamts about InferIor nuts and thus on their 
demands for reductIOns or rebates m payment The merchants say It IS easIer to ensure that the nuts 
remaIn In good conditIOn If they are stored In their own warehouses and forwarded only as-needed 
to NIgerIa 13 

Some non-Hausa traders, however, complam that the quota system represents an attempt on the part 
of bIg merchants (a majorIty of whom are Hausa) to retam a monopoly on the Nigenan export 
market Accordmg to Plan Consult (1995), the quota has led to Increased smugghng of kola mto 
NIgena by non-Hausa ethrucItIes seekIng to evade NACOD controls It may also have engendered 
a power struggle over access to the formal market m that a nval organIzatIon, the Ghana CooperatIve 
ASSOCIatIon (GCA), was establIshed to challenge NACOD So far, however, the GCA has proven 
too weak to free Itself from NACOD supplIers and polICIes In any case, It IS not clear to what extent 
thIS represents an ethmcally based challenge, SInce both organIzatIOns are hIghly multI-ethnIC 

LongtIme kola wholesalers observe that dunng the past decade, the number of partICIpants In the 
Kola export bUSIness has trIpled, whIle ItS ethnIC compOSItIon has become far more dIverse than what 
IS reported m the lIterature ThIs IS true for both the formal and mformal sectors, the N Igena and the 

13 It was not entirely clear to the research team exactly how the quota system works The team's repeated 
attempts and long walts to meet WIth the officers ofNACOD were unsuccessful For thIS reason, too, the precIse 
numbers and ethmcltles ofNACOD members were unobtamable 
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BurkIna Faso trade For example, when asked who were the "really bIg" kola wholesalers of 
Kumasl, a key mformant named seven men (all NACOD members), all of dIfferent ethmcltles a 
Busanga, a Dagomba, a Frafra, a "Gao" (Somru), a Rausa, a KUSasl, and a MOSSI Re added that all 
but the Frafra employ "boys" and agents of any and all ethmcltles, more or less mdIscnmmately 
As expected, however, the cmef of KumasI'S kola dealers IS a Rausa 

Overall, With regard to ethnIc-based tradmg networks, It cannot be saId that Rausa today enJoy 
the VIrtual stranglehold on Ghana's kola trade that, accordmg to the lIterature, they once had As m 
the hvestock sector (Chapter 3), Rausa control doubtless suffered from the AlIens ComplIance Act 
St111, as Table 42's market segment matrix mdicates, Rausa mamtaIn the strongest ethmc presence 
across Ghana's kola market as a whole, and they clearly dommate the wholesale segment and 
especially the formal export segment ThIs IS not surpnsmg because VIrtually all such trade IS With 
Nlgena, where Ghanruan Rausa mamtam strong and mdeed truly ethmc-based networks With theIr 
Nigenan counterparts 

FIeld research also mdlcated that m many cases the tIes that bmd between Rausa busmessmen were 
m fact km-based Beyond that, as throughout West AfrIca, the maJonty of ethrncltles and mdIviduals 
mvolved m the actual movement of goods across borders are Moslem In the case of Rausa and 
MOSSI, they are also groups With a centunes-old tradItIOn of long-dIstance trade 

Rausa dommance of the formal kola trade IS srud to be such that It led to the collapse of a parastatal 
(the Ghana Export Company) set up m the early 1980s to handle formal exports of kola Accordmg 
to some reports, Ghanruan Rausa merely passed the word to theIr co-ethmc Nlgenan network to 
refuse to buy from the parastatal In additIOn, however, the parastatal reportedly was extremely mept 
m handlIng the nuts and thus suffered very large product losses 

The estabhshment ofNACOD as a multI-ethruc entity may also reflect a strategy of reducmg bamers 
to entry To the extent that NACOD IS dOmInated by Rausa, It may also represent an attempt to grun 
some control over the south-to-north trade, whIch now reportedly outstrIps trade to Nlgena ThIs 
trade has been aggressIvely pursued by northern GhanaIans and MOSSI, who have a natural 
geographIcal advantage and, ill the case of the beleaguered MOSSI, great need to find remuneratIve 
actIVItIes (recall Chapter 3) FIeld research left the ImpreSSIOn that, ill tImes past, Hausa may have 
dOlTIlnated thIs comdor but today they do not 
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As to the ways that buyers select among supplIers, as reported by Hausa merchants Involved In 
the Nlgena trade, co-ethruclty and kInshIp are a consideratIon, as IS general mamtenance of bus mess 
tIes between Hausa m the two countnes In all transactIons, buyers are concerned about a suppher's 
reputatIOn for fairness and honesty In the nonformal cross-border trade to BurkIna Faso, no 
overrIdmg lInkages of ethruclty, kInslup, or nationalIty were discerned durIng the bnef penod of 

field research, WIth the exceptIOn of those ethrucltles who converuently straddle the Ghana-Burkma 
Faso border Such lmkages, however, may be as much geograprucally as ethmcally based 

The reasons the vanous partIcIpants m Ghana's cross-border kola trade are successful are as follows 

• 
• 

• 

• 

• 

Adherence to the IslamiC rehgIOn 
In the case of Hausa, close ethnic and kIn tIes that, along With the tenets of Islam, 
ensure trust and relIabIlIty m bUSIness dealmgs 
In the case of other ethnic groups, a key geograpluc locatIOn and/or a pressmg 
economic motivation 
For Hausa and Mossl, a tradItIOn of long-dIstance trade, and presumably, some 
access to capital 
In addition, membership m good standmg In NACOD appears to be a reqUIsite for 
succeeding In the Nlgena kola trade 

NACOD offers an espeCially stnkmg example of the strength of primarily multl-ethmc 
mdlgenous trade networks when they orgaruze themselves As With vrrtually all cross-border trade 
of any kind m Ghana, a major constramt to the kola trade IS corruptIOn, whIch IS In tum lInked 
to often needless regulations, In thiS case, espeCially along the south-to-north COrrIdor Bankmg 
structures and currency conSIderatIOns (1 e , readIly exchanging or transferrmg cedles. naIra. and 
FCF A) may also pose some constramts to more VIgOroUS and flxlble trade As usual, too, there are 
Important mfrastructural constramts such as poor roads and trucks that are unrehable and/or that are 
enclosed, metal, or otherwise poorly ventIlated When delays occur, whether due to rent-seekIng, 
road conditIOns, or vehicle breakdowns, spOIlage can be extenSIve 
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Table 4 2 Estimated Market Volume Shares, Share Trends 
and Formal vs Informal PartIclpantIon In 

Ghana's Kola Export Trade, by EthmcIty a b 

1994 

MARKET SEGMENT Rausa MOSSI Northern KotokolI 
(formal vs mformal vs (Nlgena) (Burkma) GhanaIans (Togo) 
mIxed) 

Assemblers (mformal) C20%~ --- WIO%n C20%~ 

Wholesalers (mIxed) D60%~ W 5%H C25%x WlO%~ 

Intermedianes (mIxed) WIO%~ C20% n D60%n ---
Cross-border Traders C20% ~ S 45% rrn C25% n WI0%~ 

(mformal) 

Cross-border Traders D80%x --- W15%n W 5%~ 
(formal) 

Akan 
(Ghana) 

D50% n 

---
WlO%x 

---

---

Total estlmated value of trade at export pnce = $31 5 mIllIon, ofwmch some 70 percent may be 
mformal and 30 percent mformal/mlxed 

a With regard to competitive positIOn D = dommant, S = strong C = competitive and W = weak Ethmc groups With minImal positIOns are not 

Included In thiS matrix For share shifts n n = strong growth n = growth x = no change J = small share loss J. = strong share loss here viewed 

across roughly the past 5 years 

b Main homeland natIons of ethmc groups are Included In parentheses for mnemomc purposes but bearing In mind that many market partIcIpants 

are now natlvlzed Ghanaians 

A further factor m spOIlage and a more nearly uruque constramt to the kola trade IS the current lack 
of mexpensIve, safe, and effectIve preservatlOn technology for the nuts Kola, because It IS a 
commodIty unfamIlIar to Westerners and has relatIvely llIDlted global market, has receIved scant 
agncultural or food-SCIence research attentlOn A sIgmficant opportumty for accelerated growth 
and effiCIency Improvement m the kola trade would therefore appear to lIe m thIs duectlOn, 
partIcularly as throughout West Afnca kola IS closely mspected by consumers for qualIty EspecIally 
when kola IS reqwred for Important ntual or SOCIal occaslOns, consumers are wIllIng to pay a 
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premmm pnce for top qualIty Most lIkely, WIth very httle applIed research, sImple, safe, and 
10expensIve treatments to better preserve the nuts could be found among eXIstmg techruques for 
other lands of produce 

4 2 Cote d'IvOire 

In Cote d'IvOlre, as m Ghana, mamly Akan and other forest-zone "southern Mande" peoples 
"produce" the kola, whIch grows WIld m theIr cocoa and coffee plantatIOns There are seven mam 
bulk10g centers for export Adzope, AgbovIlle, Anyama, Bouake, Daloua, DIVO, and Man 
HIstOrIcally, Anyama and Bouake have VIed for first place m exports Anyama IS located on the 
coast near the port whIle Bouake IS strategically sited at the convergence of a number of road and 
raIl routes that lead deeper mto the savanna zone 

Market channel "capta1Os" report ten-year trends 10 export volume as be10g largely stable, but low 
between 1984 and 1990 From 1990 through 1991, exports rose, but then leveled off, reportedly due 
to other countnes' captunng a part of the Cote d'Ivorre's trade (SectIOn 43) In 1993, Ivonan exports 
dIpped sharply due to what Informants descnbed as "hyper-productIOn" m Ghana But the follOWIng 
year, Ivonan exports reportedly 10creased surpass10g 1992 levels 

No relIable figures on the tonnage of productIOn or export are avaIlable CCA (1995 44) prOVides 
an underreported figure of 8,990 mt of nuts exported m 1994, based on the notonously unrelIable 
statistiCS of the natIOnal customs agency Given the size and agroecologlcal configuratIOn of Cote 
d'IvOlre, It would be more accurate to assume average productIOn and export figures on the order 
of those for Ghana, the mam competItor country, that IS, a volume of kola exports from Cote 
d'IvOire of 90,000 mt At the reported export pnce of FCF A 150,000 ($300) per mt between 
December 1994 and January 1995 (Ibid ), tms YIelds a total value of export trade of $27 mIlhon 14 

The major trade corridors utilIZed are two overland south-to-north routes extendmg from AbIdjan 
to Bouake and thence eIther to the Mahan capital of Bamako by road, or alternatIvely, northeast mto 
Burlana Faso through Bobo-DIOulasso Via road and/or ratl However, dIrect smpments from Daloua, 
Dlvo, and Sikenze tp Ba,alp are also reported (DCG 1995 unpagmated) A conSiderable amount of 

14 From these calculatIons, one suspects that CCA (1995) meant to write 89,900 mt rather than the 8,990 
gIven on page 44 In any case, the figures gIven In the present report are supported by those calculated for 
Senegalese Imports ofIvorlan kola (see SectIOn 4 3 ) 
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I von an kola also travels by sea to Senegal and Gumea-Conakry A luntted amount IS srupped by 
sea to Gabon, as well as to France Also, somet nuts are exported to Nlgena and NIger, but the 
related trade comdors were not mentIOned m any detaIl durmg mterviews Wlthm Cote d'Ivorre 
Overall, the bulk oflvonan kola goes mto Mall, and about one-fourth of all such exports end up m 

Senegal 

Details of marketIng channels and cross-border operatIOns can be summanzed as follows Most 
kola IS sold drrectly by producers to cross-border traders, many of whom mamtam a stable of 
Itmerant agents to gather the nuts from farmers However, a substantIal portIon (perhaps a thlrd) IS 
collected from producers by mtermedianes who warehouse It for resale to traders, who then export 

It 

A new wnnkle m the trade IS an attempt on the part of cooperatIve groups and other orgaruzatlOns 
m the Importmg countnes to extract additIonal rents from merchants who are exportmg kola from 
Cote d'IvOlre or to forcIbly msert themselves mto the marketmg cham At Zegoua, Just mSIde the 
Mahan border, for example, a kola cooperatIve there must be paId a fee of FCF A 70,000 per 
truckload before the truck IS allowed to contmue on to Bamako A MOssI-operated cooperatIve m 
Ouagadougou, wruch IS rumored to be backed by powerful Burkmabe authontles, IS currently 
attemptIng to requrre that all kola Imports from Cote d'IvOlre be sold to them Needless to say, 
exporters based Cote d'IvOlre are extremely upset by such developments because, for example, the 
MOSSI cooperatIve In Ouagadougou, would do away Wlth most of therr profit 

In terms ofmarketmg structures, Cote d'IvOlre kola buyers and traders are currently orgamzed mto 
half a dozen large cooperatIves located maInly In the forest zone For an annual membersrup fee, 
cooperatIve asSISt theIr members In IdentlfyIng customers abroad, help them WIth all the necessary 
paperwork (mcludmg provIdmg the necessary forms), and lend other asSIstance to members who find 
themselves In trouble due to famIly Illness, harassment by authontles, and so on 

Dunng the last two decades, partICIpants m the Ivonan kola busmess have made repeated, but so far 
largely unsuccessful, attempts to organIze themselves mto a natIOnal asSOCIatIon Most of these 
efforts faIled due to the theft of asSOCIatIOn dues (recall SectIOn 3 2) The establIshment In 1993 of 
the Syfidicat des Acheteurs et Exportateurs de Cola de Cote d'IvOlre (SYECOCI) represents the latest 
effort to organIze 
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SYECOCI IS a loose confederatIOn of half a dozen mdlvldual cooperatIves, of whIch the Anyama 
cooperatIon, Bm Kadl (membersmp of200), IS the leader SYECOCI IS headquartered m the modest 
offices of the Bm Kadl President's enterpnse The faCUltIes COnsist ofa small one-room office With 
one telephone, a file cabmet, and a desk plus one larger, vacant room that serves as a meetmg space 
and short-term storage area The syndicate sees Its mam functIOn as promotmg export, and has 

enjoyed lImIted success m modIfymg exceSSIve government fees or nUIsance regulatIOns For 

example, m response to Its actIVItIes, the government reduced the scales fee for welglung kola before 

export In return for servIces, members pay annual dues of FCFA 2,500 However, the SYECOCI 

presIdent admIts that the syndIcate IS weak because It IS dIfficult to achIeve coordmated and 

collaboratIve actIon across the member cooperatIons natIOnWide 

Producers, agents, mdependent buyers, and some wholesalers are most often of forest-zone 
ethmcltles, but as usual, mamly savanna and Sahehan peoples (all Moslem) constItute the actual 
cross-border traders The overwhelmmg maJonty of large-scale traders are of "northern Mande" 
groups and mclude mamly MalmkelBambara merchants, plus some MarkalSarakolle, these 
mdIvlduals may be Ivonan but more often are Mahan or Burkmabe As mdlcated m the market 
segment matrix m Table 43, they are followed In Importance by "VoltaiC" ethmCItIes, mamly 
Mossl from Burkma but also eIther Burkmabe or Ivonan Senufo and some LobI and GruSI Nlgenan 
Hausa were also mentioned as cross-border traders 15 

The shift m shares shown m Table 43, were explamed by the fact that the Ivonan market was flat 
or falhng and, many of the margmal traders could not absorb suffiCIent losses to compete WIth the 
large-scale cross-border traders, who controlled enough capital to weather market fluctuatIOns 

As discussed m greater detaIl In SectIOn 4 3, the MalmkelBambara kola merchants offer the only 
demonstrable example encountered dunng field research of a clasSIC, truly ethmc-based mdlgenous 
tradmg network The strength of therr network IS In part eVIdent m theIr success so far m stavmg 
off other ethmcitIes' mroads mto the trade, mcludmg efforts by the hIghly aggreSSIve MOSSI As 
fieldwork subsequently dIscovered m Senegal, along With ethrucIty, hnes of blood kmshIp also form 
an Important part of the ties that bmd together MahnkelBambara merchants Km networks were 
found m the clasSIC mode m whIch busmessmen-relatIves are strategIcally Situated along the length . 

15 CCA (1995) mentIOns a host of other mmor natIOnal and ethmc actors m the Ivonan kola trade, but 
WIthout speclfymg theIr roles These mclude GambIans, Gumeeans, Nlgenans, Senegalese, Togoiese, and Fulam, 
Germa, Kru MOSSI, Ouplo, Wolof, Yoruba 
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of the transnatIOnal trade route Among Moslems, tins makes for maxnnum trustworthmess, whether 
m monetary or credIt transactIons or m sh anng of mformatIon on market, road, customs, and other 
condItIons that are so Important for aVOIdIng massIve product loss 

Table 4 3 EstImated Market Volume Shares, Share Trend 
and Formal vs Informal ParnclpantIon ID 

MARKET SEGMENT 
(formal vs mformal) 

Assemblers, agents 
(mformal) 

Wholesalers (mixed) 

Cross-border Traders 
(mIxed) 

Cote d'IvOlre's Kola Export Trade, by Ethmclty a b 

1994 

MahnkelBambara MOSSI Akan Groups 
(various) (Burkma) (Cote 

d'IvOlre) 

--- --- 090%x 

070% n W 10% n W 10% ~ 

080% W 15% n ---

Other 
Ethmc 

WlO%x 

WI0% ~ 

W 5%~ 

Total estImated value of trade at export prIce = $27 mIllIon, of whIch possIbly some 60 percent may be 
formal and 40 percent mformallm Ixed 

a 

b 

With regard to competitive pOSitIOn D = dommant, S = strong C = competitive and W = weak Ethmc groups With mlmmal pOSitIOns 

are not meluded 10 thiS matrix For share shifts n n = strong growth n = growth x = no change J = small share loss J. = strong share 

loss here Viewed across roughly the past 5 years 

MaIO homeland nations of ethmc groups are mcluded 10 parentheses for mnemomc purposes, but bear 10 mmd that many market 

partiCipants are now natlvlzed Ivonans 

Darners to entry m Cote d'IvOlre's cross-border kola trade mc1ude the larlge amount of capItal 
necessary to be able to enter the trade In tlus dehcate commodIty Barners also appear to relate 
mdIrectly to ethmcity m that a frequently CIted reqUIrement for entry was IdentIficatIOn of potentIal 
trustworthy and loyal customers m the buyer natIon(s) Conversely, good customer contacts 
constItute part of the why and wherefore of particIpant success m the trade Traders who are of 
ethnIcltles that ongmate m the tradIng-partner nation and who mamtam ties WIth theIr homeland 
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have a natural competItIve advantage TIns IS the case, e g , for Mossl kola traders VIs-a-VIS Burkina 
Faso or Hausa VIs-a-VIS Nigena Tradmg nes and trust are even stronger when, as m the case of Cote 
d'Ivorre based MalmkelBambara, merchants permanently stanon members oftherr enterpnse m the 
tradmg-partner natIOn(s), thus fOrmIng a true "network" As noted earlIer, addinonal advantages 
accrue when enterpnse members are (Moslem) km 

Accordmg to CCA's (199546) survey of80 partICIpants m the Ivonan kola market natIonWIde, 78 
percent of respondents named admtmstratIve red tape, harassment, and corruptIon durmg transport 
as the major constramts on and cross-boarder kola trade Forty-four percent mentIOned 
problems to do With product penshabIhty, refemng mamly to poor preservatIOn techruques CredIt 
constramts ranked thIrd m the sample quened (18%) 16 Another mtngumg constramt mentIOned 
dunng mterviews wIth the Bm Kadl Cooperative was "lack of good relatIOns and commurucatIOn 
between [kola] merchants and government admimstrators and authonnes " 

Opportumtles for accelerated growth and Improved effiency ID Cote d'IvOire's cross-border 
kola trade largely parallel those noted for Ghana One dIfference from Ghana, however, IS that 
clearly kola merchants m Cote d'Ivorre could benefit from expert assIstance to help them organIze 
themselves mto a stronger orgarnzatton that, lIke NACOD, could better deal With Ivonan 
government authontIes, lobby for trader mterests, and perhaps make more favorable group deals and 
allIances With transporters Merchants clearly would also welcome any and all help WIth cross
natIOnal pohcy dIalogue on the Issue ofunfmr busmess practIces m tradmg-partner natIons, such as 
forced sales to certaIn groups (notably, m Mall and Burkina Faso) Currently, Cote d'Ivoue1s kola 
traders are poorly placed to do thIS themselves 

43 Senegal 

TradItIOnally, the bulk of Senegal's kola has come from re-exports of Ivonan kola VIa Mall 
Although not InvestIgated dunng the present study, some of thIs same kola was re-exported by 
wholesalers from Senegal to MaurItanIa, although the volume of such transactIOns has decreased 
With the recent tenSIOns between the two countnes For 1994, Senegal's cross-border Import trade 
m kola averaged some 10,000 mt In volume, although thIS IS conSIdered a conservatIve figure 

16 Other, apparently minor constraints/inefficIencies mentioned In the survey were the cost of transport 
(7%) and "merchant insecurity" (7%), 9 percent of respondents reported no dIfficulties m their kola trade 
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Reportedly, dunng the past decade the volume has been steadIly nSIng In step WIth populatIon 

growth of more than 3 percent per year 

The total value of Senegal's kola Imports In 1994 IS estImated at $10 mIllIon, USIng the formal 
Importers' reported 1994 purchase pnce of approXImately $1,000 per mt Informal Imports appear 
to average about $800 per mt The mgh cost per mt of formal Imports reflects a number of factors 
the long dIstances traversed and hence the consIderable transport costs, the costs of repeated re
condItIOnIng of the nuts, the fact that all the nuts are cured, and the mgh Senegalese Import dutIes 
and other taxes that account for 60 percent of the declared value of any formal smpment (see below) 

The major and tradItIOnal trade corridor utIlIzed IS shown In Map C Ivonan kola arnves In 

Bamako, Mall, by truck, from there, It contInues northwest to Kayes, Mah, and on to Dakar by truck, 
traIn, or a COmbInatIOn Some kola also goes from AbIdjan dIrectly to Dakar by sea, as does a 
lImIted amount from Freetown (the capItal of SIerra Leone) and very small amounts from Beum and 
Nigena All the foregOIng smpments are semI-formal (see below) Durmg the last decade, Informal 
Imports usmg other routes have reportedly Increased sharply, to the POInt that they now compnse 
half of all trade 

The bulk of the Informally traded kola travels more or less formally by sea from AbIdjan or 
(espeCIally) Freetown to Banjul, the capItal of GambIa, a tIny country that bIsects Senegal From 
Banjul, It moved up the GambIa RIver by canoe and off-loaded onto arumal-drawn carts at numerous 
POInts along both banks of the nver The nuts unloaded on the southern bank supply the part of 
Senegal that hes south of the nver Much of the kola dIstrIbuted along the northern bank makes ItS 
way on toward Dakar and secondary markets (e g Kaolak), In competItIOn WIth the more formally 
traded kola 

A mInor trade comdor extends overland from northwest GUInea carrymg SIerra Leonean kola as far 
as Tambacounda Another mInor comdor IS the Senegal RIver, whIch IS phed by canoe runrung 
from Kaye to Bakel (a major tranSIt pOInt) and often on north and westward down the Senegal RIver 
Much of the kola travelIng these routes IS destmed for Mauntania 

Product type, m terms of whIte versus red or pmk kola, IS sald to be ummportant to Senegalese 
consumers, although they are very demandmg when It comes to qualIty People want fIrm, crunchy 
nuts WIth unblemIshed extenors and Without msects or worms mSIde Importers note that the latter 
condItIOn IS very hard for them to detect They add that, even WIth the best ofhandhng wmch IS 
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ensured by therr own fanuly members and agents all along the kola's long Journey from Cote d'Ivorre 
and WIth the speedIest of deb very , Importers report they stIll must reject on average a one-fourth of 
the nuts they receIve as bemg too mfenor for the ordmary consumer market These they sell for 

dyestuff 

Many of the detaIls of cross-border operatIons and marketmg channels have already been 

outhned above Here, dISCUSSIon WIll center on the tradItIOnal, serm-formal Mall-to-Senegal comdor 

delmeated above, both because It carnes at least half of the trade and because operators usmg thIS 

route were the only ones avaIlable for dlrect mterviews 

Dunng the past decade formal trade along thls major Mall-to-Senegal comdor has mcreasmgly gIven 
way to mformal or "mixed" operatIOns That IS, the SIze of shIpments departmg from Bamako or 
Kayes to Dakar IS substantIally underreported and then small amounts of kola are offloaded at 
vanous stops, WIth the result that the quantlty finally reachmg Dakar m fact corresponds to that lIsted 
as ongmally shIpped Formal-sector mformants explamed that thls strategy IS necessary m order to 
cope WIth exceSSIve taxes on Imports plus other costs for formal Imports such as expedIters' fees 
(Table 4 4) ExpedIters receIve a standard fee ofFCFA 60,000 from whIch they pay a vanety of 
bnbes to speed the release of kola shIpments from customs, they keep the dIfference as theIr 
earmngs 

Table 4 4 Taxes and Related Costs for Kola Imports to Dakar 

TYPE OF COST PERCENTAGE COMMENTS 
AMOUNT 

Taxe de Valeur AJoute Ordmalre (TVO) 20% of FOB A value added tax, based on the declared msurance 
value m AbIdjan 

Taxe d'EgalIsatJOn (TE) 5% of FOB A new tax as of several years ago, replacmg an earlIer 
one 

TImbre Douamer (TD) 5% of FOB A customs tax 

Taxe SpecIfique 30% of FOB + Informants could not explam what thIS tax was for, but 
TE and TD they noted that until markets were hberahzed 

somewhat m 1995, It was 60% Instead of the present 
30% 

ExpedIter's Fee FCFA 60,000 ThIs IS a flat fee, regardless of shIpment sIze used m 
(US $120) Dart to Dav brIbes to customs (see text) 
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Large-scale nnporter-mfonnants calculate that If they declared the actual amount and value of kola 
Imported fonnally along the Bamako-to-Dakar comdor, the correspondmg taxes and fees would be 
three tImes greater than the costs (mc1udmg bnbes) mcurred by more c1andestme operatIOns, and 
thus push fonnally Imported kola out of the market completely Accordmg to DCG (1995), "fraud" 
all along the market cham ultImately adds about 50 percent to the consumer pnce of kola m Senegal 

The mam marketmg structure of note m Senegal's kola trade IS the eXistence ofa semi-fonnal, 
unnamed voluntary asSOCIatIon of 30 mdependent and mamly famIly-based Import enterpnses 
headquartered m Dakar All of these enterpnses are headed by MalmkelBambara TradItIOnally, 
there was always an mfonnally acknowledged chIef of kola sellers (Fr Wte de fil) ThIs mdlvldual 
IS now the presIdent of the associatIon, whIch also has a full complement of other officers (VIce 
president, treasurer, adjunct treasurer, accountant, and general secretary) The assOCIatIOn was 
establIshed SIX years ago, billldmg upon already-eXIstmg ethruc-based networks ill the kola trade 

The membershIp numbers approXImately 100 mdlvlduals, conslstmg of the fathers, sons, and co
ethruc employees of the enterpnses mvolved The asSOCIatIOn mamtams an office With a telephone, 
and also has a commerCIal bank account The members meet once a month "to dISCUSS market 
condItIons" and perfonn other functIons such as decldmg how to deal With clIents who are m arrears, 
finmg members who have stolen clIents from other members, or provldmg SOCIal and financIal 
aSSIstance to members With varIOUS kmds of famIly or busmess dIfficultIes On occasIOn, the 
assocIatIOn has also paId for representatIves to attend "semInars" m Bamako and AbIdjan "to get 
mfonnatlon" on a vanety of matters pertammg to the kola trade In addItIon to these functIOns, the 
aSSOCiatIOn states that one of Its pnmary goals IS "to fight agmnst fraud" ThIs appeared to mean 
government corruptIOn, but pOSSIbly also the taxes and dutIes that favor such fraud and VIrtually 
cnmmahze ImportatIon, and thus dnve many people mto the mfonnal sector 

The Cote d'IvOlre-MalI-Senegalese kola trade proVIded the first clear example m thIs study of a 
truly ethmc-based regIOnal tradmg network, With all the clasSIcal features enumerated m the 
lIterature Researchers are partIcularly struck by encountenng m Senegal's kola aSSOCIatIOn the 
brother of the preSIdent of Cote d'IvOlre's SYECOCI, along With other close-knIt ethruc and 
extended km relatIons between these producer and receIver natIons, whose relatIOnshIps are 
"bndged" by Mall-based network members 
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The market segment matnx In Table 4 5 provIdes a general pIcture of market share by ethrucIty, 
but It does not tell the complete story MalmkelBambara strongly dommate kola trade overall, as 
they have for centunes, but they feel threatened by the burgeonmg mformal sector 

Table 4 5 Estimated Market Volume Sbares, Sbare Trends 
and Formal vs Informal Participants 

ID Senegal's Kola Trade, by EtbDlClty • b 

1994 

MARKET SEGMENT MahnkelBambar Wolof N Fulam 
a (vanous)C (Senegal) (Senegal) 

Cross-border Traders (formal) 090% II W 4%ll W 6%ll 

Cross-border Traders 070% II m 8% n m 10% n 
(mformal) 

Wholesalers (mIxed) C32% g W20% n W28% 

Other 
Ethmc 

---
m 10% n 

W 28% g 

Total estimated value of trade at Import pnce = $10 mllhon, of whIch currently 50 percent IS formal and 50 
percent mformal 

a With regard to competitive positIOn D = dominant S = strong C = competitive and W = weak EthniC groups With minimal (m) pOSItions In 

some market segments ~ Included m thiS matrix because they figure VISibly m other segments For share shifts n n = strong growth n = growth 

x = no change J = small share loss J I = strong share loss here viewed across roughly the past 5 years 

b Main homeland natIons of ethnic groups are mel uded m parentheses for mnemonic purposes 

c DCG (1995) appears to use 'DJoula or Mahnke to refer to non native Mande groups but eastern ~enegal IS home to native populations of 

Bambara and MarkaiSarakoIle Other Mande groups are found In southern Senegal and the Gambia (the Socc) and GUlnee (the Sonmke) Also 

many second generation Malmke/Bambara are now naturalized ~enegalese 

Even though MalmkelBambara stIlI dommate the mformal sector as well, DCG (1995) reports that 
they have lost market share to many other ethmcltles who are mvadmg thIS arena For example, 
Wolof are expandIng theIr trade share at the GambIan border Among the "Other EthnIC" groups 
referred to m Table 45 are the Serere, who ply the mformal trade out of BanJul, and Sarakolle who 
are actIve In the Bakel regIon Northern Fulanl have mcreased theIr market share, too, albeIt at the 
expense of the Moors (recall SectIOn 3 3 ) rather than the MahnkelBambara As usual, all these 
groups are Moslem At the wholesale level and, even more, the retallievel, Mallnke/Bambara gIve 
way to a multItude of other ethnicities The wholesale level IS mcluded m Table 4 5 merely to show 
where theIr role m the long market cham that began In Cote d'IvoIre largely ends 
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It IS noteworthy that the maJonty of all the foregomg ethmcities are Senegalese cItizens, eIther 
naturahzed (elders) or natIve-born ( therr sons) Thus, asIde from the recent tensions With Mauntama, 
nationality does not seem to be an Important Issue for Senegal's cross-border trade m kola 

BarrIers to entry 10 thIS cross-border trade, the why and wherefore of partIcipant success 10 

It, how buyers select among supphers, and the major constramts to and sources of lOefficlency 
10 trade largely parallel those already dIscussed for Cote d'Ivorre (SectIon 42) WIth regard to 
penshabIhty, Senegalese merchants dIscussed how It was drfficult for them to obtam the leaves that 
are necessary to keep the product well-packed and fresh because the leaves come only from Cote 
d'IvOlre The Importers' aSSOCIatIOn emphasIzed the lack of access to bank credIt as a constramt, 
however Even though they are well versed m bankmg procedures and report that every enterpnse 
keeps a commerCIal account, they noted that credIt IS very tIght and that banks are unWIl1mg to lend 
to them Indeed, credit was of such concern to them that they asked the research team speCifically 
to put them m touch With any donors or projects workmg on crewt 

Perhaps above all, however, these merchants were exerCised over the lack of a level playmg field In 
Senegal's kola Import bUSIness They VIewed see the formal trade as overregulated and the mformal 
trade as underregulated (and even stImulated) These IntervIewees made It clear that they felt 
pumshed for trymg to "play by the rules," With the result that they now largely flout the rules, but 
It was clear that they were not comfortable With thIS SItuatIOn 
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5 ONION CROSS-BORDER TRADE 

As noted In Chapter 1, cross-border trade of African onions was studied only In Ghana This savanna
to-forest zone trade IS an ancient one that has continued unbroken from pre-colomal times to the 
present (Skinner In Bohannan and Dalton 1962250), albeit on differing scales Although Ghana's 
Upper East Region produces Onions, ItS output IS far from sufficient to supply the nation year-round 
Thus, additional supplies are Imported from Niger and to a lesser extent Burkma Faso Today, 
however, the plnk-colored African onion must also compete with Imports of European white onions 
(mainly from Holland), which reach Ghana directly or through re-export from Abidjan 

Based on offiCial statistics gathered by Plan Consult (1995 19) the volume of Ghana's cross-border 

trade m African omon In 1994 was 85,472 bags, at 120kg per bag thiS IS 10,256 mt According to an 

Accra onion merchant with 30 years In the trade, Imports have doubled In volume over the past 

decade The number of participants m the trade has tripled dUring thiS period, and the cedi price per 

kg of onion upon Import has Increased tenfold Reportedly, thiS price mcrease has resulted In little 

Increase In producer's bUYing power from the resulting earnmgs, both because of inflation In Ghana 

and because of the FCFA devaluation, which has Increased the supply price of onions due to the cost 

of petrol for trucking and espeCially for fueling the pumps that Irrigate the crop 

With a per-bag Import price of 52,000 cedis In 1994, the above-referenced volume makes for a value 

of cross-border omon trade of $45 million ThiS figure translates mto wholesale and retail values of 

approximately $6 million and $8 million, respectively (Ibid) These figures may be somewhat 

underreported, however, due to recordmg madequacles However, there are no Ghanaian Import 

duties on food crops of West African origin that would lead to the kind of underreportlng that was 

found m the kola trade or to the nonreportmg found In Ghana's livestock trade Thus, all onion Imports 

are essentially formal 

The only cOrridor utlhzed for Importing African onion extends from Niger or Burkina Faso through the 

northeast border towns of Kulungugu (90% of Imports) or Paga (10%), then south to Kumasl and Accra 

by the Klntampo road (Map D) All Imports are by truck The onions are unloaded only In Kumasl or 

Accra, from whence they are wholesaled for retail locally and to other parts of the country 

Details of cross-border operations and marketmg channels are straightforward Importers must obtam 

the follOWing documents for an average-size truckload of 300 bags (36 mt) a laIssez passer 
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(FCFA 15,000, I e $30) In Niger or a transit form (FCFA 50,000, Ie, US$100) m Burkina Faso, a 

certificate of origin and an accompanying phytosamtary certIfIcate from the producer country, a 

Ghanaian Import declaration form (a flat fee of $500), and a second certIfIcate of phytosanltary 

inspectIon In Ghana (a flat fee of $5 00) The only other official fees or documents entailed In the 

marketing chain are those to the mUnicipality of the border town through which the onions enter ($150 

for Bawku) and of the terminal-market CIty where they are wholesaled ($60 for Accra), plus the 
Ghanaian wholesaler's (see below) proof of payment of Income taxes For a 300-bag shipment, 

transport costs $1,500, labor for packing and for loading/unloading IS $150 and $120, respectively, 

sacks and tWine cost another $150 

Although there are no Import duties, corruption IS a problem at the border, and the problem of graft 

and delay IS by no means limIted to Ghana Before reachmg the GhanaIan border, payments on the 

route from Niger reportedly total FCFA 35,000 ($70) to Niger customs and entail seven stops17, on the 

Burkina Faso route, payments total FCFA 60,000 ($120) to customs, poltce, and others and requIre SIX 

stops Merchants descrrbed that In 1993 they suffered especially massive losses In terms of both 

spOIlage and graft at the hands of police In Niger 

When all payments In all natIons along the route are taken mto account, they can represent as much 
as 18 percent of the total shipment value, espeCially If the truck IS stopped In Ghana after 6 00 pm, 

when payments double 

Cross-border traders, however, are more concerned about the heat spoilage that results from such graft 

due to the extra time the produce remains In metal-walled-and-floored trucks under the West African 

sun Indeed, the total of some 40 stops along the route poses a far greater risk to the trade than does 

the rent-seeking Itself WIth good luck, each stop takes 30 minutes, say merchants, whIch adds nearly 

a day's travel tIme to the Import Itinerary (Or more than two days, If one were to respect the 6 00 P m 

transport curfew) 

Once the trader arrives at hiS destinatIon a broker/wholesaler assists him In seiling hIS shipment, 

Identifying dents, and establIsh seiling terms Usually the broker IS a co-ethniC already known to the 

17 Several USAID-funded studIes conducted In 1992-94 on IllICIt ennchrnent along Nlgenan export routes 
found payments rangmg as high as FCFA 158 per kIn With stops as frequent as every 50 km This state of affaIrs 
led at one pomt (December 1993) to a 24-hour protest strike by Nlgenan transporters and dnvers 
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trader Most transactions are In cash, at least when omons are In short supply When there IS a market 

glut, the wholesalerlbroker may release onions on credit, he then acts as guarantor of payment to the 

trader Such arrangements are made only between traders who know and trust each other According 

to interviewees, credit transactions are becoming qUite rare because of the perception of Increased risk 

In the business Many traders reportedly have been driven Into bankruptcy by product spoilage 

Interviewees say they no longer adVise relatives to go Into the onion trade or inVite them to JOin In their 

own business because of ItS riskiness 

Upon receiving hiS money, a trader typically changes the cedis Into FCFA at the Ghanaian 
government's exchange bureau, but he may deCide to buy salt, timber, cement, or aluminum Items 
for Import back mto Burkina Faso or Niger ThiS deCISion IS mfluenced by the currency exchange rates 
prevallmg at the time and other factors At the wholesale level, the onions are repacked from the 120kg 
Jute bags In which they arrived mto 25kg bags of nylon net recovered and re-used from European onion 
Imports In the process, the rotten bulbs are discarded There IS httle variation In the types of products 
handled with regard to African Onions, although retarlers do sort and sell them by Size, and even by 
slrces It should be noted that consumers greatly prefer the Afrrcan varrety's color and stronger and 
more pungent flavor to the bland, white European varrety Consumers feel they get more for their 
money with the African variety, emphasIzing that It takes far less of the Afrrcan oman to properly flavor 
a soup or stew In addition, the European omon, which IS subject to Import duties, IS more expensive 
and IS therfore usually Imported only at the time of year when the Afrrcan variety IS scarce 

Onion Importers also handle cowpeas, although they say omons prOVide their major source of Income 
Ghanaian demand for onion 15 highest from October to December, Just before the main onion harvests 
In Burkina Faso and Ghana's Upper East Region, at which time only Niger supplres are avarlable 

As to marketing structures, most of the Ghana-based wholesalerslbrokers and large retarlers of onions 
are members of the Ghana Agricultural Products Traders and Marketing Organization (GAPTMO), a 
nationwide aSSOCiation of produce sellers They maintain an office and have their own bUSiness cards 
and stationery, and are orgamzed along hnes slmrlar to the GLBTA or GCBA (Chapter 3) Their 
organizational goals are also slmrlar For example, like all purveyors of delicate or perishable 
foodstuffs, they fight against the 6 00 pm curfew on the transport of goods and against graft and delay 

The GAPTMO IS also fighting against a Ghanaian regulation that links granting of Import permits to 
truck registration numbers rather than to the cargo carned Technlclly, If an Importer were to follow 
thiS regulation he would have to first Identify the precise truck he Intends to hire for haulrng hiS goods, 
then go all the way from Niger or Burkina Faso to Accra With the truck's registration number In order 
to obtam an Import permit, and then travel back to Nlger/Burkma Faso m order to take up the Journey 
to Ghana With hiS goods ObViously, thiS IS not feaSible, so merchants pay bribes to get around thiS 
Silly regulation 
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Table 5 1 illicit Payments Required within Ghana of Omon Cross-Border Traders 
(m US dollars, for one truckload of 300 bags, Ie, 36 mt, to Accra) 

Receiver of illicit PaymentAmount 
To the Agriculture Service at Kulungugu 
To customs at Kulungugu 
To the Phytosamtary Service at Kulungugu 
To the Motor Traffic Unit (MTU) at Bawku 
At the police barriers on the way out of Bawku 
To the Agriculture Service at Zebllia 
To customs at Zebllia 
To customs on the way Into Boigatanga 
To the MTU In Boigatanga 
To the MTU on the way out of Boigatanga 
To customs on the way out of Boigatanga 
At the police bamer on the way out of Boigatanga 
To the police at Walewale 
To the police at Masla 
To the police at Savelugu 
To customs and the police on the way mto Tamale 
To the MTU on the way mto Tamale 
To the MTU on the way out of Tamale 
At the police bamer on the way out of Tamale 
To customs at Yapel 
To the police at Damango Junction 
To the police at Bupel 
To the police at Kadensu 
To the police at Kmtampo 
To the police at Turobudoum 
To the MTU on the way mto Techlman 
To the police In Techlman 
To customs at Techlman 
To the MTU on the way out of Techlman 
To customs near Abofour 
To the MTU at Kumasl 
To customs at EJ IS 

To the police at Asankan 
To customs at Koforldua Junction 
Total illiCit fees In Ghana 
As reported by a focus group of longtime Importers for the month of March 1995 
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$ 3000 
6000 

5 00 
10 00 
10 00 
400 

10 00 
10 00 
1000 
10 00 
10 00 
1200 
800 
500 
800 

1200 
800 
800 

1000 
1500 
500 
500 
500 
500 
300 
500 
500 
400 
200 
400 
200 
400 
300 
4.00 

$311 00 



In Ghana, there are clear strands of ethmc-based trading networks In onion cross-border trade As 

shown In the market segment matrix In Table 52, Hausa, Zarma, and "Gao" (Sonral) dominate the 

market, the former two In Accra and the latter In Kumasl There are about five major 

wholesalerslbrokers In Kumasl and about 20 In Accra, most are foreign-born As noted above, these 

individuals deal mainly with Importers who are co-ethnlc compatrrots Time did not permit 

investigation of whether kinship was also a consideration In such links 

Table 52 Estrmated Market Volume Shares, Share Trends 
and Formal vs Informal Parbclpantlon 
m Ghana's Omon Trade, by Ethmclty ab 

1994 

MARKET SEGMENT Hausa (Niger, Zarma "Gao"/Sonral 
Nigeria) (Niger) (Mall) 

(ross-border Traders 545% x (25% x C25% x 
(formal) 

Wholesalers/brokers D 50% n (30% a (15% x 
(formal) 

Other 

Ethnic 

M 5% n 

M 5% n 

Total estimated value oftrade at Import = $45 million, of which 100 percent IS formal (see text) 

a With regard to competitive position, D = dominant, S = strong C ~ competitive, W = weak, M ~ minimal For share ShiftS, 

nn = strong growth n = growth x = no change 1 = small share loss II = strong share loss here viewed across roughly the 

past 5 years 

b Main homeland nations of ethniC groups are Included In parentheses for mnemonic purposes 

Barriers to entry Into the cross-border omon trade, and conversely participant success In the trade, 

reportedly center on three factors controlling suffiCient capital and/or credit to endured risks, haVing 

a personality that can tolerate high risk, and haVing good relations With or links to producers In Niger 

or Burkina Faso In thiS regard, It was Significant that the majority of large-scale wholesalers/brokers 
In Ghana either are natives of the supplier nations and/or had once been onion producers there 
themselves Their survival In the trade IS due In part to the strength of both ethniC and mantal ties that 
bmd They have maintained those ties With their homeland and ItS onion growers, Importers, and 

truckers At the same time, many have taken a Ghanaian Wife These ties have Implications for how 

buyers select among suppliers and vice versa As a result of their ethniC ties, wholesalerlbroker 
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interviewees POinted out that they have no difficulty locatmg supplies of onions-although, they add, 

not always at the right price Having a Ghanaian wife may well be helpful In cementing ties along the 

market chain to retailers, Insofar as Ghanaian women are extremely active In onion retailing (Clark 

1994) 

As eVidenced by Kusasl and Mamprusl entry Into the cross-border trade, however, along with the first 

three factors cited above, geographic proXimity to the producing areas and, again, firsthand familiarity 

With the crop may be suffiCient for entry Into and success In the trade, In lieu of ethnlClty per se As 

usual, however, virtually all participants In the Import-related segments of the market are Moslem 

Major constraints to and sources of Inefflcency In the cross-border onion trade have already been 

outlined above unsUitable trucks, graft and delays, and unreasonable regulations To these can be 

added the lack of better techniques for handling the product For example, Plan Consult (1995) notes 

that Jute bags do not provide the best sacking for onion ThiS report also notes that no particular 

product preservation or protection measures are taken Opportunities for accelerated growth follow 

logically from the constraints and echo many of those sketched In foregoing chapters Of course, a 

major growth opportUnity IS embodied In the high and almost insatiable demand for the tasty African 
onion 
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6 SUMMARY OBSERVATIONS AND RECOMMENDATIONS 

6 1 Summary FlDdlDgs 

Table 6 1 summanzes the key results of this study 

Other summary observatIOns are The most unportant overall conclUSIOn of this study IS that 
ethrucity per se as a dommant and umfymg vanable m cross-border trade IS dunImslung However, 
certam ethmcities stIll predommate m some portIons of trade routes m what IS now a multl-ethruc 
trade m two of the three agncultural commodItIes studIed The exceptIon IS kola, m wluch the Hausa 
dommate kola trade eastward and to the northwest from Ghana mto Nigena, and the 
MalmkelBambara dommate trade westward from Cote d'Ivorre to Senegal Other findmgs are gIven 
below 

• The Importance of a shared relIgIOn however has not dwmdled Islam stIll serves as a 
umfymg umbrella whose umversally recogmzed "moral rules of the game" and shared values 
promote trust m busmess mteractions across ethmcltIes and natIons The strongest and the 
heavy maJonty of the IR1N's mvolved Moslems 

• 

• 

• 

The actual andlor potentIal Importance of other kmds of large-scale mstitutIOnal mechanIsms 
has mcreased These mclude, for example, natIOnWide stockmen's (breeders, traders, 
butchers) asSOCIatIOns, natIOnWide commodity-specIfic cooperatIves (e g, for kola, for 
vegetables), and m some natIOns, agncultural chambers of commerce (e g, Mall) 

The major constramts and mefficiencies that partICIpants face m West AfrIca cross-border 

trade do not relate to ethmcity but rather to techmcal, mfrastructural, credIt, and espeCially 

polItical-economIc problems Examples ofthese constramts and mefficiencies mclude the 
lack of effectIve preservatIon techmques for kola, InSUffiCIent and Inadequate trucks (e g , 
lIvestock are carned m metal-walled velucles), roads and raIlways are lughly IneffiCIent, 
credIt problems at anyone POInt m the marketIng cham can affect the entIre cham, and, 
espeCIally, the pervasIve graft and useless admmtstratIve red tape, wluch can account for as 
much as 70 percent of all marketIng costs 

A very rough estImate of overall, cross-border trade In the commodItIes studIed IS about 
50/50 mformal versus formal/mIxed Formal/mIxed trade IS defined as mvolvmg the payment 
of at least some unport taxes as opposed to (termmal market and sales taxes) and the 
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acqwsltlon of reqwred tmportatIon documentatIOn Informal trade IS defined as trade that 
cIrcumvents all such procedures Note, however, that the 50150 figure vanes WIdely by 
commodIty and by country, and accordmg to the regulatIOns and enforcement pohcles that 
a gIven country The more realIstIc the pohcles and regulatIons, the more pervasIve formal 
trade 

• As to gender, cross-border trade contmues to be dOmInated by men (WIth a pOSSIble 
exceptIOn of the dned-fish trade, not studIed here) Tlus male dommance IS expectable m 

lIght of the fact that the vast maJonty of partIcIpants are Moslem and patnlIneal It IS also 
expectable m terms of women's domestIC and chtld care dutIes, whtch do not leave them free 
to travel very far for very long Long dIstance and lengthy travel tIme are a charactenstIc of 
cross border trade Women traders m agncultural commoditIes tend to operate natIOnally 
rather than mtrareglonally 

• Currency type per se IS not a major concern for most traders, but shtfts m currency exchange 
rates are Such shIfts can tngger Immediate redIrectIOn m the flow of commodItIes to one 
or another Importmg natIon 

• Language dIfferences were found to be an unImportant varIable In trade relatIOns, pnmarIly 
because all traders are multIlIngual In three or more languages They find at least one shared 
language m WhICh to communIcate 

6 2 RecommendatIOns 

Table 62 summarIzes IRTN constramts, IneffiCIenCies, and opportumtles for more effectIve 
development 

Other recommendatIOns to enhance regIOnal mtegratlOn and economic development via more vlbral1t 
cross-border trade m agncultural commoditIes, espeCially as related to trader aSSOCIatIOn 
development, are offered below 
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Table 6 1 
Summary ofIRTNs m West Africa 

Estimated 
Value of Major Ethmc 
Cross- Groups, Market Important Constramts to and 

Commodity Border Share, & Share Inefficiencies ID Cross-Border 
Studied Trade Trends** Trade Suggested Enhancements Comments 

Livestock (millIons) 

Ghana $25 (C)* Hausa 30%, D I) Excessive Import duties & the I) Dramatically reduce Import duty Ethmclty as such IS not the basIs 
! 

NA (8)* Zarma, 30%, D resultant corruptIOn 2) strengthen breeders & traders assn, for networks Trade IS 100% 

MOSSI, 20%, n n 2) unrealistic transport restnctIons 3) provide supervised credit to butcher's mfonnal due to excessive Import 

& inappropriate assn, duty Help finance Accra meat 

Mostly Ghamans 3) trucks, market 4) fonn & support truckers assn dlstnbutIon vans If current 

tImlng/lnfonnatlOn problems efforts are unsuccessful 

Cote d'IvOire $296 (C) Fulam, 68%, H 1) Poor market InfonnatlOn systems I) Fonn viable trade assns , NationalIty IS more Important 

12(8) MOSSI, 20%, n t 2) shortage of proper, relIable & 2) provide supervised credit to butchers than ethmclty Mostly fonnal 

economical transport assn when establIshed trade Can the number of 

Extensively Ivonans 3) excessive number of 3) new trade assns to collect and mtennedlanes In the system be 

Intermedlanes disseminate market Info reduced? 

4) Lack of credit for butchers 
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Estimated 
Value of Major Ethmc 
Cross- Groups, Market Important Constramts to and 

Commodity Border Share, & Share Inefficiencies In Cross-Border 
Studied Trade Trends** Trade Suggested Enhancements Comments 

Senegal $350 (C) Fulam, 50%, n I) Mauntama - Senegal conflicts 1) Improve roads Fulam close to an IRTN, but 

1 5 (S) Bambara, 13%, H 2) high pnces (FCFD devaluatIOn) 2) selective credit for qualified butchers, pnmanly based on long-

3) butchers bad debt likely Via assn /group lendmg estabhshed busmess 

Predommately non- 3) reduce tensIOn between Senegal and relationships 50% (C) & 80% 

Senegalese Mauntama (S) IS mfonnal Shortest market 

cham 

Livestock $896 (C) Fulam, 42%, I/H I) CorruptIOn & excessive I) Improve & enforce regulations, reduce MaJonty of the trade IS mfonnal 

Total # 27+(S) MOSSI, 12%, t t regulation rent-seekmg by offiCials Fulam m Senegal closest to an 

Hausa, 8%, D 2) transport difficulties (trucks & 2) develop/strengthen assns , mclude the IR TN Trader assn I 

Zanna, 8%, D roads) provIsIOn of market mfo , development advanced m 

Bambara, 5%, n. 3) weak market mfo, 3) Improve transport mfrastructure Ghana, under development m 

4) end customer (butcher) financmg 4) group lendmg for butchers Cote d'IvOlre, & Just startmg m 

problems Senegal 
. 

Kola Nuts 
i 

Ghana $31 5 Hausa, 38%, D 1) Needless regulatIOns & I) Reduce hasshng/bnbery by offiCials Traders & users almost 

MOSSI, 32%, t t corruptIOn 2) Identify safe & effective preservation exclusively Moslem 70% 

2) meffectlve & dangerous methods mfonnal, 30% seml-fonnal No 

preservation methods 3) Improve storage & transport dommant IRTN, but Hausa have 

3) poor trucks & roads equipment strong control of trade from 

4) difficult cross-border bankmg Ghana to Nlgena 
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Estimated 
Value of Major Ethmc 
Cross- Groups, Market Important Constramts to and 

Commodity Border Share, & Share Inefficiencies m Cross-Border 
Studied Trade Trends** Trade Suggested Enhancements Comments 

Cote d'IvOire $27 Mahnke/Bambara, I) I1hclt payments to government 1) Develop strong kola traders assn 60% IS formal trade & 40% 

80%,H officIals & receIVIng country assns , 2) develop safe & effective preservation mIxed Several attempts made 

MOSSI, 15%, n red tape (78%) technIques to organIze an assn 

2) poor preservation technIques 3) stImulate both Internal & cross-border Mahnke/Bambara only true 

(44%) pohcy dIalog due IRTN dIscovered 

3) credIt constraInts (18%) 

Senegal $10 MahnkelBambara, 1) Over-regulated formal trade & 1) Deregulate trade & correctly enforce 50% formal, 50% Informal 

80%*, H under-regulated Informal trade new rules Substantial undervaluation on 

N Fulam, 8%, H 2) preservatIon problems/product 2) develop safe & effective preservatIon officlallmport documents 

Wolof, 6%, H loss technIques MahnkelBambara IRTN same as 

3) bnbery & Its unpredlctablhty, 3) formalIze & strengthen kola traders In Cote d'IvOire Most traders 

*dommate formal especIally In Informal sector assn & mvestlgate group lendmg are Senegalese Have the 

sector 4) credIt avaIlabIlIty & cost longest trade routes 

Kola Total # $685 MahnkelBambara, I) needless regulatIons & 1) Deregulate trade & correctly enforce Mahnke/Bambara only true 

43%,H corruptIOn revIsed rules IRTN dIscovered In thIS search 

MOSSI, 21 %, n 2) meffectlve & dangerous 2) develop safe & effective preservatIon Formal trade 40%, mformal 

Hausa, 18%, D preservatIOn methods technIques 31 %, mIxed 30% 

3) credIt avaIlablhty & cost 3) develop & strengthen assns 

Omons 
-
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AblA.odalar.e. 

Estimated 
Value of Major Ethmc 
Cross- Groups, Market Important Constramts to and 

Commodity Border Share, & Share Inefficiencies m Cross-Border 

Studied Trade Trends** Trade Snggested Enhancements Comments 

Ghana $ 45 Hausa, 45%, H 1) IIhclt payments 1) RevIse Import penmt reqUIrements & All three Important ethnIc 

Zarma 25% H 2) product losses due to delays m mInImIze brIbery groups are IRTNs, the only ones 

"Gao"/Sonral 25%, shIpment 2) Improve product packagmg and found m Ghana They are 

H 3) unreasonable Import permIt handltng sustamed by geographIc, ethnIC, 

regulatIons 3) coordmate regIonal cross-border trade & marital relatIonships All 

4) mapproprIate trucks regulatIons trade IS mformal 

Grand Total $1653 Fulant 23% IIH 1) ExceSSIve regulatIons & 1) ReVIse, streamhne, & enforce product Islam dommant "tIe that bmds " 

# Bambara, 21 %, HlI "offiCial" corruptIon movement regulatIons Only true IRTNS are the 

MOSSI, 15%, 1111 2) product losses due to transport 2) develop/strengthen assns , mclude BambaralMahnke kola traders 

Hausa, 13 %, D delays & madequate transportatIon proVIsIon of market mfo 10 the C()te d'lvOire and Senegal 

Zarma, 5%, D 3) madequate market mformatlon 3) Improve product preservatIOn (kola) & & the three maIO omon 

4) end customer financIal handlIng (lIvestock & omons) procedures networks mto Ghana 

problems/lack of credIt & faclhtles 

4) help end customers develop group 

lendmg programs . 
~--

• (C)= Cattle (S) = Small Ruminants 

.. D = Decllmng Share t = Increasing Share t n = BIg Increase In Share H = Holding 

# For countries covered only 
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AssIstance should contInue or be consIdered to already-establIshed and orgaruzed prIvate-sector 
assocIatIons centered on the unport/export of agncultural commodItIes, where these assOCiatIOns are 
multI-ethnIc Supported assOCIatIOns must be multI-ethnIc because of the very real possIbIlIty of 
worserung the already sensItIVe ethnIc tensIon SItuatIon Support for one ethnIc group would very 
hkely be perceIved as favonng that group and exacerbate the already dIfficult relatIons between 
dIfferent ethnIC groups 

• ProvIde orgaruzatIOnal strengthenmg through asSIstance WIth membershIp drIves, office 
eqUIpment, commurucatIOns, filIng systems, and so on, traInmg In bUSIness and financIal 
management, settIng completely transparent orgamzatIOnal procedures and bylaws, establIshIng 
ways to obtaIn InformatIon and updates on laws and regulatIons In theIr own and theIr tradIng
partner natIOns, establIshIng fora and medIa for the exchange of marketIng and regulatory 
mformatIon among the membershIp regIOn-WIde, openmg channels of commurucatlOn between 
the orgaruzation and the natIonal and tradIng-partner governments, and between It and SIster 
orgaruzatIOns In tradIng-partner countnes 

Constramt/ 
IneffiCIency 

Excesslve/ 

unnecessary regulatIOns 

& Improper 

enforcement resultmg 

In bribery & transport 
delays 

Table 6 2 
Summary of IRTN Constramts, IneffiCIenCIes and 
Recommendations to Enhance TheIr Effectiveness 

Recommendation to Enhance Comments 

1) support the formatIOn and/or strengthemng of Some government offiCIals 
trader assns to Increase the "vOIce" of partICIpants have a substantIal vested 
by ImprovIng polICIes & pohcy enforcement mterest In the status quo 
2) stImulate both Internal & regIOnal dIalogue, Increasmg government 
mcludIng traders, on the Importance of & need to salarIes & redUCIng the 
faclhtate regIOnal trade, reduce barners/colluslOn, & number employed mIght 
Increase cooperatIOn faCIlItate thiS type of polIcy 

reform 
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Constramt! 
Inefficiency RecommendatIOn to Enhance Comments 

Poor roads resultIng In I) support the formatIon and/or strengthenIng of The benefits of lower cost 

delays & trader assns to Increase the "vOIce" of partIcIpants transport accrue to 

product/vehIcle damage regardIng the needed transport system Improvements consumers not to 
2) stImulate Internal dIalogue, IncludIng among government Some toll or 
traders, on the Importance of & need to upgrade the truck taxIng mechamsm may 
main trade route roads & other transport facIlities be needed to help offset the 
(e g , raIl) government's cost of system 
3) donors (espeCIally WB & IFC) should Include enhancement 
enhancement of the most serIOUS transport system 
problems m theIr condItIOns precedent 

Shortage of trucks & Support the formatIOn and/or strengthenmg of agn- An Increase m the volume & 

Inappropriateness of products transportatIon owners assns & encourage pnce of agrl-products 
those that are avaIlable them to acqUIre more & proper trucks Via supported transport would help 
resultmg m high group lendmg (e g, matchmg loan funds partIal stImulate these 
transport costs, delays, guarantees, or assn -owned S&Ls) Improvements Ifthe above 
& product shrmk/loss two enhancements were 

made, traders could afford to 
pay more for better trucks 

Inadequate market I) Include the collectIOn & dIssemInatIOn of market Multlmarket mfo IS dIfficult 
information resulting In mformatlon as an Important component of supported for anyone government or 
supply/demand assns ' member servIces assn to prOVIde A regIOnal 
Imbalances & WIde 2) mvestlgate the VIabIlIty of a "to be mfo network based on the 
price SWIngs commercIalIzed" servIce that collects supply & prIce major mtermedlary markets 

mformatIOn from key regIOnal mtermedIary markets WIth some ongoIng 
& makes It avaliable on a tImely baSIS to any government or donor support 
Interested trader would be most VIable 
3) conSIder ways to hold reasonable quantItIes of 
commodItIes near key regIOnal markets to be released 
or WIthheld durIng periods of supply/demand 
Imbalance 
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Constramtl 
Inefficiency RecommendatIon to Enhance Comments 

Butcher credit 1) support the fonnatlOn and/or strengthenmg of As meat wholesalmgl 

problems, thus payment master butchers' assns & help them gam access to retaIlmg advances & as 

delays & defaults m the credit by supported group lendmg (e g , matchmg butchers become more 

entire system, resultmg loan funds, partial guarantees or assn -owned S&Ls) sophisticated & as broad 

m stress 10 trad10g 2) encourage local banks to develop group lendmg selection of grocery stores 

relatlOnshlps & programs for butchers develops, credit problems 

addltlOnal receIVables may dlmlDlsh 

carry10g costs 

AssIstance should be conSIdered not only for commodIty traders and processors asSOCIatIons, but 
also for transporters UnIons and butchers TIns assIstance may mclude 

• Where dIfferent commodIty orgamzatIOns m-country share some of the same concerns (e g , over 
eXIstmg Import pohcles and regulatIOns, graft, mfrastructure constramts), proVIde asSIstance to 
them first, m ImtIatmg connectIons and dIalogue across commodIty groups (e g , through a 
natIOnal agncultural chamber of commerce, or a pnvate enterpnse foundatIOn, as m Ghana), and 
second, m openmg dIrect polIcy dialogue between representatIves of these multIple orgamzatIons 
and theIr own and tradIng-partner governments, as well as WIth mtergovernmental bodIes lIke 
ECOWAS to lobby for appropnate polICIes and laws to mcrease cross-border trade and decrease 
"rents" and unnecessary admimstrative costs 

• Orgamze and fund multmational semmars for and exchange VISItS between officers and regular 
members of asSOCIatIons m dIfferent natIOns-U S and European as well as AfrIcan-to allow 
them to explore how dIfferent asSOCIatIOns have successfully orgamzed, how they operate, and 
what Impacts they have had 

• Fund and conduct collaboratIve studIes to produce data m support of polIcy enhancement- as 
the Ghana butchers aSSOCIatIon dId or as the Cote d'IvOlre transporters dId---or m support of 
marketmg dIrectIons and deCISIons that the organIzatIOn WIshes to conSIder Here, 
"collaboratIve" should mean an expatnate researcher works WIth the orgamzatIon to deSIgn and 
conduct a study, but orgamzation members may themselves Implement the study, WIth the 
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expatnate assIstmg m data orgamzatIOn and wnte-up Use of an expatnate rather than a local or 
even an Afncan natIonal of another country IS strongly recommended because It Wins greater 
trader confidence and overcomes trader SuspICIon of self-Interest or government Interference on 
the part of natIOnal/ Afncan researchers 

• ASSISt these orgaruzatIOns In makmg contactIng potentIal buyers and supphers mother 
countnes-both current and tradItIOnal tradmg-partner natIOns and espeCIally other AfrIcan 
countnes that represent new opportunIties (e g , m Central and Northern Afnca) TIns Will make 
for not only potentIally greater profits but also and perhaps equally Important, more dIversIty and 
flexIbIlIty In supply sources and market outlets In case of currency-exchange disruptlOns, 
warfare, lIvestock epIdemIcs, or the lIke With tradItional tradIng-partner natlOns 

• Where asSOCIatIOns demonstrate a senous deSIre to establIsh a self-sustammg crewt fund, asSISt 
them to do so EVIdence of thIs deSIre would be the actual collectIon of a slgmficant amount of 
funds from the membershIp (and good membershIp satIsfactlOn readIngs as determmed by a thIrd 
party) ASSIstance could mclude trammg m transparent procedures and bankmg matters, bank 
mtroductlOns, and a guarantee fund Or, asSISt the orgaruzatIon to obtam commerCIal bank credIt 
dIrectly, or to estabhsh or tap mto alternatIve types of credIt such as group lendIng Credit would 
seem to be partIcularly Important for transport aSSOCiatIons so that the trucks (espeCIally for 
hvestock) can be Improved 

• In the case of kola, proVIde support for a SImple short-term program of applIed research on 
effectIve and safe handlIng and preservatIon measures, for example by IdentIfymg measures and 
substances currently used With other crops that would serve equally well for kola and that are 
cost-effectIve and readdy avadable (1 e ,appropnate technology) DIssemmate these findIngs to 
the relevant commodIty aSSOCIatIOns 

• In general, work WIth governments and banks to SImplIfy the paperwork procedures that 
Importers/exporters must go through so that even semI-hterates or IndIVIduals With access to 
famIly, communIty, or associatlOnal lIteracy can manage 

• Support a publIc InformatlOn and educatlOn program of IneXpenSIve radlO spots and VIdeotapes 
to mcrease pubhc understandIng of cross-border trade and traders Subjects mIght Include, for 
example the servIces rendered by traders and theIr asSOCIatIOns (to combat the WIdespread myth 
of all mIddlemen as explOItatIve) and the hIstory of cross border trade In West AfrIca, hfe 
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hIstones of selected traders, the formatIOn and functIorung of modem-day commodIty 
assocIatIons and how theIr efforts may have Increased the quantIty, qualIty, or affordablhty of 
agncultural commodItIes avaIlable to the publIc, or how they are explonng new markets that 
bnng more money mto the exportIng natIOn, where there IS a free press, exposes on the 
corruptIOn In the marketIng system, and what thIs costs consumers In market pnces, and 
governments In the form of hard-currency foreIgn exchange to purchase products from outSIde 
Afnca that could be Just as well gotten InSIde, talk shows InvolVIng dIfferent trader groups or 
POInt/counterpomt discussIOns between traders and government officIals 

OpportumtIes for the Development of More Vibrant IRTNs 

If the above mefficIencies can be overcome, consumer pnces WIll hkely decreases whtch m turn WIll 
stimulate more demand, especIally for lIvestock Increased consumptIon WIll equate to more volume 
and more Vibrant cross-border trade 

Overcommg the above constramts WIll decrease the nsks and unpredictabIlIty of cross-border trade, 
wInch Will stImulate the entry of more partIcipants and a more competitive market TIns Will reduce 
pnces as well as mcrease quality and variety 

Increasmg value-added and/or stabIlIzmg products near the pomt of ongm would mImmize the 
transport oflow-value matenal and reduce product waste dunng tranSIt, thus decreasmg pnces and 
Improvmg quahty It would also employ people m areas of dramatIc underemployment 

If the omon season could be extended m both directIOns, and more effective storage systems 
developed, AfrIcan omons could sigruficantly mcrease theIr market share and the foreIgn exchange 
dram of Imports would be reduced Producers, regIOnal traders, and consumers would all benefit 

Broadly based regIOnal economIC development WIll mcrease consumer purchasmg power and 
therefore the demand for all three of these commodItIes If the above marketmg enhancements can 
be accomphshed, regIOnal sources of these products wIll be very competItIve WIth other sources and 
WIll therefore benefit from mcreased demand whIch m turn WIll remforce regIonal economIc growth 
and mtegratlOn 

103 



11-----
6 4 Specific Interventions to Support IRTNs and Regional Trade, Economic Development 

and Integration 

The followmg mterventions are suggested Wlth the caveat that any and all actlvitles must be m fact 
and m perceptlOn multI-ethmc m nature This IS to aVOld exacerbatmg the already tense relatlOns 

between dIfferent ethmc groups, and between cItIzens of a gIven country (e g , the Ivory Coast) and 
foreIgn based or foreIgn ongm ethruc groups The mterventlOns are lIsted m order of pnonty based 
on theIr potentIal pOSItIve Impact on reglOnal trade, economic development and mtegratlOn as 
antIcIpated by the authors 

1 ProvIde fmancIal and techmcal support for the formatIon, development and/or strengthemng 
of sustamable, multI-ethmc trader assocIatIons 

These associatlOns, and the support to them, would be focused on 

• Enhancmg traders' "VOIce as related to, 
polIcy modificatlOn, both cross-border and mtemal, 
proper polIcy enforcement, 
paperwork simplIficatlOn, and 
Improved mfrastructure, especIally roads and ratl 

• Enhancmg traders' access to credIt, or, admimstenng group lendmg for members, especIally 
for transport owners and butchers 

• InformatlOn, expenence and polIcy enhancement opportunItles formal dIScussIons 
• ReglOnal networkmg Wlth other related asSOCIatIons 
• PolIcy modificatlOn ratlOnale and JustIficatlOn studIes 
• Market mformatlOn servIces by commodIty 
• Enhancmg needed phYSIcal facIlItIes and eqUIpment 
• General organIzatIonal strengthemng such as, 

member pnonty needs assessment, 
programs to effectIvely and effiCIently serve pnonty needs, 
estabhshIng and sustammg satlsfactory sources and uses of fundmg, 
ongomg membershIp satlsfactlOn assessment, and 
associatlOn management developmentltratmng and finanCial control/reportmg 

2 Include makmg the most needed Improvement sm the enabhng enVIronment m the condltlOns 
precedent for PL480 dIsbursements 
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Tlus would Include enhancement SIn 
• Cross-border and mternal trade rules and regulanons as well as proper enforcement 
• Key Infrastructure enhancements such as mam trade route roads 
• Trader related paper work reductIOn and SImplIficatIOn 

3 Develop opporturutles to InItIate and/or stlmulate mternal, and especIally regIOnal, dIalog on 

trade constramts 

ThIS would Include dIalOg and actlon on the ways and means to 
• Reduce cross-border trade barrIers 
• 
• 

• 

4 

Enhance regIOnal cooperatIOn on cross-border trade 
Enhance cross-border and Internal commodIty movement rules and regulatIOns, and, theIr 
enforcement 
Reduce bnbery, corruptIOn and the assOCIated transport delays and losses 

DetermIne ways to develop and enhance regIOnal market and techmcal InformatIOn servIces 

Tlus would Include servIces that proVIde WIdely aVaIlable, current and accurate InformatIOn on 
• Pnces and sales volume for Important commodItles In key regIOnal wholesale and 

IntermedIate markets 
• New technology for preservatIOn, storage and packagIng of key agrIcultural commodltles 

traded across boarders 
• TransportatIOn aVaIlablhty and prICIng 
• Interested buyers' and sellers' names and contact detaIls 

5 Investigate ways to prOVIde, or stimulate the prOVISion of, finanCIng for Important finance-
related bottlenecks In cross-border trade channels of Important agncultural commodItles 

Target chents would be 
• Transport prOVIders, to enable them to expand and upgrade theIr eqUIpment 
• Butchers andlor butcher asSOCIatIOns, to enable them to pay cash for theIr purchases from 

wholesalers and not block up the whole system due to cash shortages 
• Cross-border traders who buy In one legal Junsdictlon and sell In another (WIthout letters of 

credIt), to prOVIde them WIth working capital/trade fInance 
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PossIble mecharusms mclude 
• Matchmg grants to quahfied assocIatIOns WIth well conceIved and managed group lendmg 

programs 
• Donors provIded guarantees to quahfied assocIatIOns and/or cooperatmg regIOnal or large 

local banks 
• Seed capItal grants to quahfied assocIatIons and/or cooperatmg regIonal or large local banks 
• EstablIshmg, and IdentIfymg Irntlal fundmg for, group lendmg schemes for qualIfied 

assocIatIOns or organIzatIons 

Quahfied means multI-ethrnc, well establIshed and managed, and membershIp IS wIllIng to fully 
support repayment of the financmg 

6 Support (techrncally and financIally) hIghly appbed/pracTIcal research on the followmg tOpICS 
at local or regIOnal mstItutIOns who WIll dIssemmate the results to those mterested 
• Ways to enhance the preservatIOn, storage, packagIng, and transport of kola nuts and AfrIcan 

ornons 
• Opporturntles for more value-added at a pomt of ongm for Important agncultural 

commodItIes that would reduce waste and mcrease employment 
• Ways to extend the AfrIcan ornon season m both dIrectIons 
• The feasIbIhty ofmamtammg supply/demand balancmg stocks at key regIOnal mtermedlate 

markets, and, the possIbIhty of thIS bemg a VIable pnvate sector busmess 
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STAT.£MENT O.F 'iORK 

Aqribus1ness Development 1D Sub-Saharan Africa: 

THE DYNAMICS AND OPERATIONS OF REGIONAL TRADING NETWORKS 

A. Background: 

In January, 1991, the Afrlca Bureau adopted A STRATEGIC FRAMEWORK 
fOR PROMOTING AGRICULTURAL MARKETING AND AGRIBUSINESS DEVELOPMENT IN 
SUB-SAHARAN AFRICA to provlde analytlcal gUldance to USAID fleld 
M1Sslons. The STRATEGIC FRAMEWORK examlnes the elements WhlCh comprlse 
a marketlng system, analyzes the constralnts WhlCh adversely affect 
marketlng operatlons, and ldentlfl.es underlYlng concepts whl.ch, lf 
followed, can help promote lmprovements In marketlng efflCl.ency. The 
STRATEGIC FRAMEWORK has been applled successfully by several M1SSl.OnS ln 
the deslgn of agrlcultural marketlng and aqrlbuslness development 
programs and proJects. 

BULldlng on the analytlcal guldellnes establlshed In the STRATEGIC 
l. 

FRAMEWORK, AFR/ARTS/FARA lnltlated In 1992 a maJor reVlew of USAID 
programs to promote agrlcultural marketing 1n order to determl.ne their 
success and draw lessons learned. A maJor conclus1on of that analyt1cal 
actlvlty was that whlle poll.cy reforms and regulatory changes have 
llberall.zed marketl.ng systems and created opportunltles for prl.vate 
aqrl.bUSlness act1v1ty, many reforms have not yet resulted l.n sl.gnl.fl.cant 
Lncreases l.n prl.vate agrl.busl.ness l.nvestment or prl.vate marketl.nq 
actl.vl.tl.es because of a varl.ety of 1DstitutioDal factors as well as the 
lntangl.ble, and dl.ffl.cult to measure, factor of prl.vate sector 
conf1dence l.n the government1s comml.tment to a strategy of prl.vate
sector led growth. (See the fl.nal two volume report entl.tled 
AGRIBUSINESS DEVELOPMENT IN SUB-SAHARAN AFRICA: SUGGESTED APPROACHES, 
INFORMATION NEEDS AND AN ANALYTICAL AGENDA, November, 1992). 

Indeed, one key lesson learned from thl.s recent research 1S that 
the l.mplementatl.OD of the poll.ey reforms to encourage prl.vate l.nvestment 
ln agrlcultural marketl.nq and export actl.vl.tl.es has been less e~fective 
than vas Orl.qlDally antlc1pated. In partl.cular, a maze of confusl.ng and 
often overwhelml.ng requlatLons, perml.ts and ordl.nances stl.ll confront 
prlvate agrl.busl.ness owners and export-orl.ented entrepreneurs l.n most 
countrles. These regulatl.ons are especlally onerous and bothersome to 
aqrlbuslnesses WhlCh are trYl.ng to make cross-border lnvestments or to 
conduct cross-border transact10ns w1thln the1r own reg10n of Sub-Saharan 
Afrlca As a result, agr1buslnesses and exporters often f1nd 1t loS 

eaS1.er to do buslness wl.th European partners than 1t 1S to do bus1ness 
wlth a nelghborl.ng natlon. 



Government strateg1es to promote export-led growth have also tended 
eo emphaSl-ze European markets -while ignor1ng or neglectl.ng regiollal 
Afr1can markets. Indeed, Sub-Saharan Afrl.can countrl.es, W1th the 
support of b1lateral and multilateral donors, are making efforts to 
d1vers1fy and expand the range of agr1cultural commod1t1es Wh1Ch they 
export. To date, many of these export-or1ented strateg1es have focussed 
on promot1ng non-trad1t1onal exports, such as h1gh-value commod1t1es 
(e. 9 . fru1 ts, vegetables and sp1ces), to European markets. Th1S 
approach has been followed because many Afr1can governments and pr1vate 
entrepreneurs bel1~ve that the market in tbe1r own countr1es 1S too 
limited, both in terms of its Sl.ze and 1tS purchasing power (~.e. ~ncome 
levels), to generate the h~gh demand necessary to promote more rapld 
growth ~n the aqrl.cultural sector and nat~onal 1ncomes. 

However, there 1S eV1dence Wh1Ch 1nd1cates that some of the growth 
1n non-trad1t1onal exports 1S, 1n fact, attr1butable to a h1qh req10nal 
Afr1can demand for certa1n commod1t1es. For example, a few bas1c 
foodstuffs (e.g. ma1ze, beans and f1Sh) have been among the lead1nq non
trad1t1onal exports from Uganda for the past f1ve years. These 
commod1 t1es are be1ng exported to and consumed 1n Za1re, Rwanda and 
Kenya. In add1t10n, there 1S anecdotal eV1dence that 1nformal marketing
networks, Wh1Ch operate all across Afrlca, are condults for products 
that are produced and consumed almost exclus1vely w1th1n reql.onal 
econom1es. For example, l.n West Afr1ca, products from the Sahel (such 
as onlons, tomatoes, livestock and cowpeas) are sold to and consumed in 
coastal urban markets. 

Much of th1S reg10nally or1ented trade lS tak1nq place 1n the 
informal sector or through parallel marketing systems WhlCh are beyond 
the overs1ght of off1clal admln1strators. As a result, many Afr1can 
pol1cy-makers do not have a full apprecl.atl.on of the 1mportance of 
reglonal trade to the1r economles, e1ther from a productlon (lncome
generatlng) or a consumptlon (food securlty) perspectlve. And Afrlcan 
POllCy makers contlnue to focus thelr efforts to generate export-led 
growth on markets 1n Europe and at reduc1ng trade barrlers to those 
European markets, through such mechanlsms as the Lome Conventlon and bl
lateral agreements w1th former colonlal powers, wh1le 19nor1ng or 
malntalnlng eX1st1ng trade barrlers wlth nelghborlng Afr1can states. 

Because of eX1st1ng regulatory barrlers to reglonal trade 1n Sub
Saharan Afrlca, there are dupllcatlve, competlng and often 1nefficient 
1nvestments made across countrles In the same act1v1t1es 1n the same 
reglon. Governments have tended to encourage these 1nvestments 1n 
agrlcultural market1ng and agro-process1ng 1ndustrles In the1r own 
countrles even when there may already be effl.clent, competltlve 
agrl.bUSlnesses engaged In the same actlVl.tl.eS Just across the border. 
As a result, lt has been extremely dlffl.cult to achleve econom1es of 
scale l.n agrlcultural marketlng and agro-processlng act1vltl.eS 1n Sub
Saharan Afrlcan reglons Moreover, there lS Ilttle vertl.cal or 
hor1zontal 1ntegratlon of agr1cultural market1ng act1vltles and very 

2 



I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 

l~ttle ~oord~nat10n_amonq pr1va~e ~grlbuslnesses/esp~~lally for agro
process lng, across borders Wh1Ch could conserve s~arce 1nvestment 
resources or, at a minlmum, use them more effectively. 

Therefore, 1n order to help Afrlcan governments, pr1vate 
agrlbuslness owners and entrepreneurs, and USAIO M1ss~on5 wlth the1r 
export-led growth development proqrams, there 15 a need to collect and 
analyze 1nformat1on on eX1stinq req10nal marketluq networks, so that 
strategles to promote and 1ncrease the1r eff1clency can be deslgned. 

B. Proposed Research Strategy: 

The purpose of th1s research lS to broaden and deepen both Afr1can 
POllCY makers' and USAIO Afrlca Bureau's understand1ng of how 1nformal 
and formal regional market1ng networks operate, what 1mpediments hinder 
thelr full expans10n and development, and what opportunltles eX1st to 
promote the development of efflclent reglonal (trans-natlonal) 
agrlbuslness enterpr1ses. 

Therefore, there are two Ob)eetlves for th1s analyt1cal actlvlty: 

ObJect1ve 1" 

ObJect1.ve 2: 

To analyze the operatlon of eX1stlng reglonal 
agr1cultural marketlng networks and to suggest methods to 
promote the1r efflclency. 

To analyze the constralnts to and opportun1t1es for more 
effect1ve development of reg10nal (trans-nat1onal) 
ind1genous agr1bus1nesses 1n the varlOUS reglons of Sub
Saharan Afr1ca. 

Long-d1stance trad1ng networks have helped transport agr1cultural 
commodltles across agro-ecolog1cal zones 1.n Sub-Saharan Afr1ca for 
centurles. Many of these long-dlstance trad1ng networks are operated by 
traders belong1ng to the same ethn1c or soc10-rel1g1ous groups. Much of 
th1s trade 1S based on the marketlng of commod1tles Wh1Ch are produced 
1n d1stlnct ecologlcal zones, such as the savanna or the forest reglons. 
There 15 also some speclallzat10n 1n marketl.ng act1v1tl.eS among peoples 
sharl.ng the same agro-ecolog1cal envlronment Wh1Ch would seem to 
l.nd1cate that there may be comparat1ve advantages to produclng a product 
1n one reglon and transportlng it to another reg10n for process1ng and 
consumpt10n. Most of thlS market1ng 15 done ln the 1nformal sector. 

Such 1nformal sector reg1.onal market1ng networks could be the baS1S 
upon ~hlCh to beg1n bUlldlng trans-natlonal, 1nd1genous Afrlcan 
agr1buslnesses. Efforts to support and promote eXlst1ng reg10nal 
tradlng networks could also help lead to more effectlve use of scarce 
1nvestment resources by promot1ng speC1.allzat1on 1n the product1on and 
market1ng of agr1cultural commod1tles ~h1Ch are 1n demand 1n reglonal 
Markets For example, because of eX1st1ng reg10nal pol1c1es and 
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regulat~ons, technology, 1nfrastructure and support1ng serv1ces, 1t may 
prove more eff1c1ent for one country to produce a commod1ty, for 
agribus1nesses 1n a ne1ghboring country to trans~ort and process' tha~ 
commodity, and for other agr1bus1nesses 1n several countr1es to make the 
wholesale and reta1l market1ng arrangements for that commod1ty. Indeed, 
such arrangements already eX1st for many commoditles, espec1ally bas1c 
foodstuffs, 1n Sub-Saharan Afr1ca. 

Therefore, thl.s research actl.vl.ty w1ll l.nvolve an l.n-depth analysl.s 
of the eX1sting regl.onal tradl.ng networks l.n at least two regl.ons of 
sub-Saharan Afr1ca. 

Based upon the USAID f1eld miSS10n response to the Afrl.ca Bureau 
Offlce of Analysls, Research and Technl.cal Support, D1Vl.SiOn of Food, 
Agr1culture and Resources Analys1s (AFR/ARTS/FARA) FY 1993 analytl.cal 
agenda (January 1993), the Agrl.cultural Marketl.ng and Agrlbusiness (AKA) 
Unl.t antl.cl.pates that thl.s research actl.vl.ty wl.ll take place 1n at least 
two of the followl.ng reg10ns and may 1nvolve the followl.ng prospect1ve 
countrl.es: 

* west Afrl.ca: 
* East Afrl.ca: 

* South Afr1ca: 

Cbad, Ghana, Niger and REOSO/WCA 
Kenya, Burundi, Rwanda, Uqanda, Tanzania and 
REOSO/ESA 
Swaz11and, and REOSO/ESA. 

A ll.terature search and fl.eld work case study methodology will be 
followed. Among the tradlng networks under cons1deratlon for analysl.s 
are the Hausa, Fulanl., DJoula, and Mourl.de networks of West Afrl.ca, the 
Swahll1 network of East Afrl.ca, and other, yet-to-be-determlned 
lnstances of cross-border reg10nal trade l.n Southern Afrlca. 

other countrles, and thelr respectl.ve USAID Mlssions, may be added 
to thls 1n1tlal llst of prospectl.ve collaborators once a formal cable lS 
sent to the fleld announcing the lnltlatlon of thls research actl.vl.ty 

The preclse detalls regardl.ng WhlCh tradlng networks wl.ll be 
analyzed l.n each respectl.ve reglon wlll be determl.ned l.n close 
collaboratl.on wl.th the relevant USAID REDSO Offl.ces and the USAID 
ml.SSiOnS l.n the countrl.es whl.ch express a keen lnterest in and an 
abl.lity to facl.ll.tate thl.s research. 

The maJor analytical issues to be addressed by thl.s research 
actl.Vlty are: 

* How do regl.onal (trans-natl.onal) marketl.ng networks operate 
and funct1on? 

* What are the maJor poll.cy, regulatory, lnstltutl.onal and 
lnfrastructural lmpedl.ments to l.nCreaslng the efflc1ency of 
these reglonal (trans-natlonal) marketlng networks? 
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* What suqgestions and recommendat.ions 40 entrepr.e~eurs have for 
supporting the transtorma t10n of these marketing networks 1n to 
more efficient and effective trans-national aqr1bus1ness 
enterprises? 

An 1llustrat1ve l1st of auest10ns WhlCh th1s research w1l1 address 
follows below. Th1S ll.st l.S gl.ven for illustrat1ve purposes, but 
undoubtedly el.ther these questl.ons or sloml.lar questl.ons wl.ll comprlse 
the fl.nal ll.st of quest loons to be answered durl.nq the fl.eldwork. The 
fl.nal ll.st of questions to be addressed by thl.s research wlll be 
complled w1th close cooperatlon from the collaborat1ng USAID m1SS1.0nS, 
REDSO offl.ces, and Afrl.can lnstltutlons. 

Illustratl.ve questl.ons: 

1. How do reqional marketing networks function in terms ot: 
(a)- - qettinq informat10n about the market demand for 
eommod1ties; 
(b) collect1nq and transporting eommod1t1es to those markets; 
(e) processinq commodit1es for sale in those markets; and 
(b) financinq these market1nq operations? 

2. Wbat role is played by kinship, social, gender, ethnic, 
religious or other affiliations in terms of determ1ning the 
form and operat10n ot the regional marketinq network? 

3. What respective national policy and regulatory barr1ers 
prevent the req10nal (trans-national) marketing network from 
be1nq more eff1c1ent? 

4. Wbat 1nst1tut10nal and 1nfrastruetural barr1ers prevent the 
req10nal (trans-nat1onal) market1nq network from be1nq more 
eff1c1ent? 

s. Wbat opportun1t1es are there for Afr1ean qovernments, 
1nst1tutions and the donors to promote the transformat10n of 
req10nal trad1nq networks 1nto more effective and effic1ent 
trans-nat1onal aqrl.bUS1ness networks? 

The Aqrl.buSlness and Marketl.nq Improvement strateql.es II (AMIS) 
ProJect wl.ll use the funds provlded by thls PlotT to send l.ts contractor 
d1agnostlc and analytl.cal staff to the selected countrl.es l.n the 
respect1ve reg10ns to conduct th1s study. The study w111 be based on 
both 

* a thorough reV1ew of any Ilterature on the subJect WhlCh may 
be ava11able 1n the US but especl.ally 1n the respect1ve 
collaborat1ng CQUntrles and USAID Mlss10ns, and 

* !ntervlews wlth the partlclpants 1n the select reglonal 
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market1ng network, nat10nal po11cy makers and other relevant 
ataff of concerned ~n~t1tut10ns~ 

We ant1c1pate that the analysts w111 spend approx1mately four to 
f1ve weeks 1n a m1n1mum of two and a max1mum of four countr1es 1n each 
reg10n stud1ed. 

promotion ot Atr1can Part1c1pat10n in Research Activ1t1es: 
Because USAID lS espec1ally 1nterested 1n promot1ng Afr1can 

part1c1pat10n to the maX1mum extent pract1cable 1n all our analyt1cal 
act1v1t1es, the AHIS II ProJect analysts are strongly encouraged to 
ldentlfy and use Afrlcan collaborators ~n des~gnlng and carrYlng out 
thls research actlvlty. 

Where approprlate, mechan1sms WhlCh may be used to promote Afr1can 
part1clpat10n 1nclude: 

1. sub-contract1ng w1th Afr1can 1nst1tut1ons and/or lnd1v1duals 
to develop and carry out some of the research or related 
analytlcal act1v1t1es; 

2. Establishlng other types of collaboratlve relat1onsh1ps w1th 
Afr1can lnd1v1duals and/or 1nst1tutions; and 

J. Ut1l1z1ng Afr1cans as consultants to conduct the research and 
analysls In tandem wlth the AMIS II analysts. 

In prepar1ng the draft and f1nal report for th1s act1vlty, an annex 
w1ll be 1ncluded WhlCh wlll 1nd~cate and descr1be, expllcltly, the level 
fo effort WhlCh was made to maXlmlze Afr1can part1clpatlon 1n the 
research and analys1s ln each collaborat1ng country and the results of 
those efforts. 

USAID M1SS10ns 1n the countr1es Wh1Ch collaborate on th1s research 
actlv1ty may asslst In the 1dent1f1cat10n and select10n of a 
collaborat1ng host country entlty to work wlth the AMIS II ProJect 
analysts. Th1S may lnvolve worklng w1th Afr1can analysts 1n e1ther the 
publ1C (e.g. M1n1stry of Commerce, a local un1vers1ty) or the pr1vate 
(e.g. a local consult1ng f1rm) sector. For example, the Afr1can 
EconomlC Research Consort1um (AERC) 1n Nalrob1 (Kenya) may be able to 
prov1de Afr1can staff to work wlth AMIS II proJect analysts 

In add1t1on, the AMIS II analysts are strongly encouraged to 
coordlnate these efforts w1th complementary efforts wh1ch are be1ng 
funded by the Food Secur1ty and Product1vlty (FSP) Un1t of AFR/ARTS/FARA 
through an OYB transfer to the REDSO/ESA Off1ce. 

The FSP Un1t lS collaboratlnq w1th the REDSO/ESA Off1ce on a study 
of productlon, trade and food secur1ty 1n East and Southern Afr1ca, w1th 
the emphas1s on food secur1ty 1mpl1cat1ons of reg10nal trade, whereas 
the emphasls of thls study 1S on methods to lmprove the effic1ency of 
eX1st1ng reglonal marketlng networks and methods to foster more 
effectlve reglonal (trans-natlonal) agr1bus1nesses and marketlng 
net .... orks 
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The broad scope of work for the FSP Un1t stud1es under the OYB 
transfer to REDSO/ESA w1ll be made ava1lable to the AMIS'Ir analysts Who 
w1ll conduct th1s study. The AMIS II analysts w111 be responsible for 
ensur1ng that the1r efforts are coord1nated w1th, complementary to, and 
not dup11catlve of, the REDSO/ESA stud1es. (The actual selectlon of 
analysts and the contract1nq for the FSP Unit stud1es w1ll be done by 
the REDSO/ESA Contracts Off1ce.) 

Th1S analytlcal actlv1ty wlll help lncrease Afr1can polley makers 
and USAID understand1ng of the eX1st1ng reglonal commod1ty market1nq 
systems. Th1S analysls wlll help us and host country governments make 
more lnformed declslons about what, 1f anythlng, can be done to promote 
and 1ncrease the1r efflclent operatlon, leadlnq to stronger reglonal 
market and econom1C lntegratlon. 

Therefore, based on the results of this research, the AMIS II 
contractors wlll develop a flnal report wh1ch addresses the maJor lssues 
ldentlfled above, answers the spec1flc quest10ns lilustrated above, and 
provides concrete, actl0n-orlented suggestlons and recommendatl0ns WhlCh 
the USAID H1SS1ons can follow-up W1th the respect1ve host country P011Cy 
makers and regional market partlc1pants in order to 1mprove the 
eff1clency and effect1veness of eXlstlng reglonal marketlng networks, 
and to help foster the development of eff 1Clent reg10nal (trans
natlonal) agr1buslnesses or, at a mlnlmum, more effectlve bus1ness 
relatlonshlps among ne1ghborlng natlonal Afr1can agr1cultural market1ng 
enterprlses. 

It 1S antlclpated that thlS research is the first phase In what 
w1ll be a two-year analytlcal actlv1ty. 

Dur1ng the flrst year, the ln1tlal studles descrlbed hereln wlll be 
done. 

Dur1ng the second year, follow-up stud1es of other req10nal 
market1ng networks w1ll be done, and the results of the research w1ll be 
presented 1n workshops WhlCh the AMIS II ProJect contractors wlll 
organ1ze 1n the respect1ve Afr1can reglons 1n Wh1Ch the research was 
conducted. The purpose of those workshops wlll be to brlng together 
nat10nal P011Cy makers and eXlstlng reg10nal organlzatlons to lay flrm 
and concrete steps for actlons to remove POllCY, regulatory, 
lnst1tutlonal and lnfrastructural barr1ers to more effectlve reglonal 
trade and trans-natlonal agr1bus1ness lnvestment. 

As shown In the attached budget (Attachment 2) the 1nlt1at1on of 
the f1rst phase of thlS two year analytical actlvity wlll requ1re 
approx1mately $400,000 to meet the two obJect1ves stated above. 

c. Level of Effort: 

The AMIS II ProJect wll1 provlde a teac of experlenced marketlng 
and agrlbus1ness analysts to 1nvestlgate and address the analytlcal 
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1ssues and spec1f1c quest10ns noted above. 
Each agrLbus1ness analyst sPQuld aiso.hav~ at least f1ve years of 

exper1ence work1ng In Sub-~..saharan Afr~ca on agrlbusiness and 
agr1cultural marketlng 1ssues, or s~milar exper1ence worklnq 1n 
develop1ng reglons of the world on slm1lar reg10nal trade l.ssues. 
French speakl.ng and read1ng ab1l1ty w11l be 1mportant for at least some 
of the agr1buslness and marketl.ng analysts who wl.ll conduct any research 
1n Francophone Afr1ca. When posslble, the team w1ll be accompan1ed by 
a member of the AHA Un1t of AFR/ARTS/FARA. 

The team w1l1 conduct the maJor port1on of th1S analysls l.n the 
countr1es WhlCh agree to collaborate w1th AFR/ARTS/FARA on th1s 
analyt1cal act1Vl.ty. The research w1ll be done 1n tandem w1th local 
Afr1can analysts. The most appropr1ate Afr1can research entl.ty or fl.rm 
and relevant staff w1ll be l.dentlfl.ed w1th asslstance from the USAIO 
Ml.ssl.on 1n each collaboratl.ng country. Th1S may 1nvolve workl.ng w1th 
staff from the Mlnl.stry of Commerce, staff from an l.ndl.genous 
unlvers1ty, or staff from a pr1vate f1rm or trade aSsoc1atl.On 

A br1ef per10d of t1me 1n Wash1ngton, DC (no more than one week) 
wlll be required for the market1ng and aqrlbuslness analysts to meet 
w1th AFR/ARTS/FARA staff and to reV1ew ex~stl.ng documents before travel 
to the collaborat1ng countr1es. 

We ant1c1pate that the analysts w11l spend approx1mately four to 
f1ve weeks 1n a m1n1mum of two and a max1mum of four countr1es 1n each 
reg10n stud1ed. If more countrles request collaborat10n than lt 1S 
poss1ble to fund dur1ng phase one, AFR/ARTS/FARA staff w111 work w1th 
AMIS II proJect and contract staff to e1ther schedule such analys1s for 
phase two or suggest alternat1ve approaches or mod1fy the t1me spent ln 
each country accordl.ngly 1n order to meet the demand for th1s research 
from the fl.eld. 

All tr1ps to the collaborat1ng countr1es w11l be arranged so as to 
m1nl.m1ze a1r travel costs by V1Sl.tl.ng countr1es 1n the same reg10n at 
the same t1me and durlng the same perl.od of travel 

It 1S expected that as the market1ng and agrl.bus1ness analysts are 
conduct1ng the1r research 1n the f1eld, they w1ll also beg1n work on 
the1r draft report. Research results should be shared w1th relevant 
M1SS1on staff before depart1ng the collaborat1ng country 

Upon complet10n of all collaborat1ng country V1s1tS, a draft report 
for each respect1ve reg10nal market1ng network wlll be subm1tted to 
AFR/ARTS/FARA and the AMIS II proJect off1cer for reV1ew and comment. 

The draft report w1ll be revl.ewed by a comml.ttee wh1ch w1l1 be 
organ1zed by the AHA Unlt of AFR/ARTS/FARA off1ce Comments and 
suggestlons for reV1Slon wlll be submltted to the contractor after the 
reVlew meetlng. Based on the reVlew meetlng and suggest10ns made, a 
f1nal report wlll be prepared for submlss10n to the AMA Un1t 
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D. Expected outputs and T~me L~ne: , 

The output of the f1eld research w111 be a conClse report WhlCh 
w1ll 1nclude the follow1ng elements: 

1. Analys1s of the lssues 1dentlf1ed above. 

2. Analys1s of the quest10ns posed above. 

J. Est1mates of the magnltude of 1nformal trade In the commodlty 
or commod1t1es be1ng analyzed, 1n terms of volume and value 
(In local currency and fore1gn exchange, preferably US 
Dollars) over a per10d of at least the prev~ous three to flve 
years. 

4. 

5. 

Est1mates of the employment generated by such reg10nal 
market1ng act1v1tles. 

Est1mates of the amount of value added by such reglonal 
marketlng actlv1tles by agr1buslness and by country of origln. 

6. Est1mates of the sav1ngs or potent1al earn1ngs (In forelgn 
exchange) WhlCh could be reallzed by changes ln trade POI1CY, 
lmprovements In lnfrastructure or strengthenlng of 
lnstitutlonal support (such as through a more effectlve market 
lnformatlon system, more effect1ve telecommunlcatlon llnks, 
etc.). 

7. SpeclflC, actlon-orlented, reallstlc suggestions for USAID 
Mlsslons, Afrlcan governments and lnstltutlons, and Afr1can 
agrlbuslness entrepreneurs to take to lmprove the1r 
agr1buslness operat10ns and make reglonal market~ng networks 
operate more efflclently 

8. A conC1se llst of all contacts lntervlewed In collaboratlng 
countrles and all documents Wh1Ch form the baS1S for the 
conclus1ons nd recommendatlons of th1s report. 

Gender Issues: 
The report should 1nd1cate clearly where1n gender 1S a factor 1n 

the operat1on and functlon of reg10nal marketlng systems and 
agrlbuslness development. The research and analysls results, espec~ally 
for the data noted above, should be dlsaggregated by gender whenever 
posSl.ble. Flnally, the potentlal l.mpacts of mal.ntal.nl.ng the "status 
quo ft or affectlng change In poll.cl.es, regulatl.ons, l.nstl. tutl.ons and 
l.nfrastructure, should be assessed l.n terms of l.ts l.mpact on women and 
men 
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Promotion ot Disadvantaged Enterpr1ses: 
To the extent prat1cable, A.I.D. strongly encourages the 

part1c1pat1on of d1sadvantaged enterpr1ses {formerly called Gra~ 
Amendment f1rms). If the collaborat1ng 1nstl.tutl.on prov1dl.nq the needed 
serV1ces 1S not a d1sadvantaged enterpr1se, then the contractor 1S 
strongly encouraged to maX1m1ze subcontract1ng and/or other utl.l1zat10n 
of d1sadvantaged enterpr1ses when des1gnl.ng and carryl.ng out the 
research, analys1s and related act1v1t1es. 

pub11catl.Ons: 

After completl.ng all f1eld work, the AMIS II proJect analysts w1l1 
subm1t 20 cop1es of a draft report for reV1ew by a comm1ttee wh1ch w111 
be convened by the AHA Unlt of AFR/ARTS/FARA. 

Based on the reVlew of the draft report, a flnal, revl.sed report 
wl.ll be prepared and subml.tted to the AHA Unlt of AFR/ARTS/FARA for 
d1strl.butl.on 

The draft and f1nal report should be produced 1n accordance wlth 
USAID publl.catl.on gU1del1nes as conta1ned 1n "prepar1nq APR/ARTS 
publicat10ns: Basic Editor1al GU1de11nes for EA, FARA, and HER Staff and 
collaborators" (Apr1l, 1993) wh1ch 1S ava1lable from the AFR/ARTS/FARA 
D1V1S1on. 

As st1pulated thereln, complete drafts of each report (l.nclud1ng 
cover, t1tle page, acknowledgements and all textual matter, such as 
graphs and footnotes) should be subm1tted for reVl.ew and approval. 

Once the f1nal report 1S approved by AFR/ARTS/FARA, the fl.nal 
report, lncludl.ng any lllustratlve graphs, charts and tables, w1ll be 
submltted both 1n manuscr1pt (prlnted) format and on an electron1c 
dlskette ln PC-compatlble word-processlng format (preferably WordPerfect 
5 1 or ASCII format) and uSlng LOTUS 1-2-3 graphlcs (where appllcable). 

These procedures must be followed whether the contractor publlshes 
the report on the1r own (l.n-house) w1th the approval of AFR/ARTS/FARA, 
or subml.ts a fl.nal draft to AFRjARTS for pub11catl.On by USAID. 

Pre11ml.nary 1ndl.catl.ons are that Ml.SS10n 1nterest 1n th1S actl.V1ty 
l.S strong and that 1dent1fY1ng collaborat1ng countr1es and schedu11ng 
floeld research wl.ll be done accord long to the followl.ng 111ustratl.ve 
tl.me-11ne. (Th1s also assumes that the R&D Bureau w11l soon execute a 
contract w1th a f1rtn or group of f1rms and trade aSSoc1at1on to 
lomplement the AMIS II ProJect.) 

October, 1993: 

December, 1993: 
January, 1994: 

Cable to f1eld M1SS10ns descr1b1ng the 
research act1v1ty and request1ng express10n of 
l.nterest and collaborat1on. 
Select10n of countrloes for floeld research 
Beglon f1rst phase of fl.eld research. 
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Kay: 

June-July: 

July-Aug: 

Aug-Sept: 

Complete f~rst phase of fleld research and 
collaborate Wlth AHA Unlt to desl.gn second 
phase of research. 
Draft report submltted to the AHA Unlt 
(AFR/ARTS/FARA) for commlttee reVlew. 
ReVlew of draft report (by relevant Mlsslons 
and AFR/ARTS/FARA). 
Revlslon and submlsslon of flnalreport to AHA 
Unlt. 
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E. Dlssemlnatlon of Research Results: 

The flnal report of the fleld research, once approved by 
AFR/ARTS/FARA, wll1 be dlssemlnated through the Afrlca Bureau and other 
Bureau offlces WhlCh are concerned wlth agrlcultural marketlng and 
agrlbuslness development lssues. 

Coples of the flnal report wl11 also be sent by mall to all Sub
Saharan Afrlcan USAID M1SSlons that partlc1pated 1n or collaborated wlth 
thlS ~esearch act1vlty. 

Extra coples of the report wlll also be sent to all USAID Hlsslons 
WhlCh express an lnterest In recelvlng 1t, especlally those Hlss10n 
Wh1Ch are des1gnlng or lmplementlng agr1cultural marketlng or 
agrlbuslness development programs and proJects. In addltlon, a cable 
summarlzlng the results of the research and analysls w111 be sent to all 
Sub-Saharan Afrlcan USAID M1SSlons. And a summary of the research 
results wl11 be publ1shed lon the FARA Notes and the ARTS Abstracts. 

Coples of the flnal report wl1l also be dlstrlbuted to the Afrlcan 
lnstltutlons, publlC and prlvate, WhlCh collaborate In thlS research and 
analytlcal actlvlty. Coples of the report wl11 also be made aval1ab1e 
to the World Bank headquarters In Washlngton, DC USAID fleld Hlsslons 
wlll be encouraged to share addltlonal coples of the report Wlth other 
donor M1SS1ons In thelr respectlve host countrles. 

It 15 antlclpated that a workshop wl11 be organ1zed durlng the 
second phase of thlS research actlvlty, at WhlCh the results wl11 also 
be presented to a wlde audlence of pollcy-makers and agrlbuslness 
entrepreneurs for thelr conslderatlon and lmplementatlon 

12 

.. 

t 



II 
I 
I 
I 
II 

I 
I 
I 
,I 
I 
I 
I 
I 
I 
I 
I 
1\ 

ANNEX B-1 

STATEMENT OF WORK FOR LITERATURE REVIEWS 

Literature Review and Interpretation/SynopsIs 

Sub-Sahara Africa Ethmc Trading Networks 

ObJectives 

The following steps/objectives will be pursued 

An Overview of SSA Regional Agribusiness Trade Patterns 

How much regional trade IS takmg place? 

What are the major trade patterns? 

Who are the major trade partners? 

What are the major agribusiness (or agribusiness-related) commodities traded? 

2 Channels of Regional Trade 

What are the main channels for regional agrlbusmess trade? 

How much trade IS being done through each of the trade channels? 

AM_ .... 

How much (and/or what proportion of) trade IS formal and how much IS mformal? 

What IS the rough proportion of total regional trade and regional trade by commodity that IS 

bemg done through each channel? 

What are the trends In the share of trade being done by ethniC groups versus all others? Why IS 

thiS share changing (If It IS)? Regional channels to be researched Include private one-on-one 

deals, private regional trading companies, private international tradmg companies, state-supported 

entities, ethniC trading groups, and so on 

3 Why EthniC Trading Groups 

The history and rationale behind ethniC trading networks 
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What functions do they perform versus and how are they different from other trading channels? 

In what ways IS theIr modus operandI dIfferent from that of other regional agribUSiness trading 
networks? 

Where and why have they been successful? 

What are their strengths and weaknesses? 

What advantages and disadvantages do they have versus other networks2 

4 SpecIfiC Significant SSA AgribUSiness Trading Networks 

Who are they? 

Where are they? 

SpeCifically how do they operate? 

Why are they successful? 

Answers to section three (above) questions for the most Significant ethniC networks 

5 Relevance to Interventions 

Suggest If, why, and how regIonal ethniC tradmg networks "lessons learned" can be used for 

USAID or host government mterventlons 

6 Recommendations on the merrts (potential benefits), methodology and Implementation challenges 
of a primary research project on this subject 

Methodology 

Sources mclude available literature (USAID, World Bank, African Development Bank, etc) and the 
knowledge base of study team members 

Weekly progress meetmgs (10 person or by conference call) will be held to determme what proportion 

of literature search objectives are bemg accomplished by the effort and what If any redirection or other 

(e g, abort) actions are called for USAID SSA mdlvlduals are mVlted to participate 10 these reviews 
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ANNEX B· 2 

LITERATURE REVIEW METHODS AND RESULTS 

AMIS II Study on 
Indigenous Regional Tradmg Networks In Africa 

DOCUMENT SEARCHES 

The following methods were used to conduct a search for documents on ethmdmdlgenous marketmg 
networks In Afnca 

Locatlonal Qn-Ime Searches 

To IdentIfy the locatIon of specIfIc artIcles IdentIfied as havmg high potentIal on-hne searches usmg the 

Washington Research LIbrary ConsortIum's (WRLC) ALADIN database, were conducted The sub

databases used for thIs project Included 

CATS 

GENL 
PAST 

WRLC Libraries Catalog 
1990-present MultlsubJect Periodical Index 

1983-1993 MultlsubJect PeriodIcal Index 

To locate any Items remainIng after the above searches, a gopher system at GMU was used to search 

the Library of Congress With these techmques, the location and availabIlity of approximately 90 

percent of the Items ticked on the target lists were Identified 

LIbraries 

The next step was to borrow (take out) or photocopy all of the Items Identified m the foregomg searches 

as bemg on-shelf or available to the public Books and Journal articles were checked out our 

photocopied prlmanly at the libraries listed below Library of Congress Items were photocopied only 

because the public IS not permitted to check Items out 

• American University (Mon-Thu 8am-mldnlght, FrI 8am-10pm, Sat 9am-9pm, Sun 11 am-mldmght) 
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• George Mason Umverslty (Mon-Thu 7 30am-mldmght, Fn 7 30am-6pm, Sat 9am-8pm, Sun 11am

mldmght) 

• George Washrngton Unrverslty (Mon-Thu 9am-mldmght, Frr 9am-10pm, Sat 1Oam-1Opm, Sun 

10am-mldnrght) 

• Unrverslty of the Dlstnct of Columbia (Mon-Fn 8am-10pm, Sat 10am-8pm, Sun 12pm-8pm) 

• Library of Congress (Mon-Fn 8am-6pm, Sat-Sun 9am-Spm) 

Several other libraries that were not accessed at this time but that could prove useful rn the future 

are 

• USDA (Mon-Fn 8am-4 30pm) 

• University of Maryland-College Park's McKeldrn Library and Hornblake Library (Mon-Thurs 8am-

11 pm, Fn 8am-6pm, Sat 1 Oam-6pm, Sun 12pm-ll pm) 

• USAID's CDIE library rn Rosslyn 

Dissertations and Theses 

Dissertation Abstracts International (1861-present) were searched on CD-ROM to fmd the dissertations 

and masters needed ThiS database was also searched for additional dissertations and theses accordrng 

to the years and key words listed below Abstracts of all dissertations were pnnted out 

DissertatIOn Abstracts On dISC Jan 1993- Jun 1994 

Dissertation Abstracts On dISC Jan 1988- Dec 1992 

DIssertation Abstracts On dISC Jan 1982- Dec 1987 

DIssertatIon Abstracts On diSC Jan 1861- Dec 1981 

Key words LIst A- searched back to 1861 

Cola and Kola +/- nuts +/- trade or markets 

Mandrnka, Mande, Mandrngo 

Sarakolle, Sarakole, Sarakulle 

Wolouf, Moundes 

Hausa 

Caravans 
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Key words List B-searched back to 1980 only 

Africa and trade or markets Intrareglonal trade 

Africa and grain or cereals 

Africa and fish or fishing or fishers 

Africa and livestock and trade or markets 

Jula, Dloula, Dyula, Djoula, Mahnke, Mandlngue, Mandlng, Vaa, Bambara 

Tuareg, T wareg 

Fulanl, Peul 

Wolof, Woloff, Wolloff, Jolof, Jollof, Jolloff, Jaloff, Jalloff 

MOSSI, Yarse 

Yoruba 

Nupe 

Palm, palm 011 

Cowpeas 

Dissertation or thesIs abstracts resulting from thiS search were organized In a 3-rlng binder by whether 

they appear relevant or Irrelevant to the study at hand It was not possible to obtain the actual 

documents due to time constraints It takes 3 weeks from time of ordering for University Microfilms 

Inc to deliver a copy of the dissertation or theSIS Copies are sold at $55 00 each 

SOCiological Abstracts 

The key words In List A above were also used to search SOClofde, 1974-present As a sociological (vs 
anthropological or economic) database, however, thiS proved unenhghtenlng and no further searches 

of SOClofile were carned out 

Searches Not Done at thiS Time 

Due to lack of time, difficult or restricted access, and/or cost, the follOWing databases or indices were 
not searched These should be considered for future searches tightly targeted on key commodities and 
ethniC groups 
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• Dialog-further searches beyond Abt Associates initial pass were not carned out because of the 
expense ($5 00 for each reference searched), which 15 linked to the reqUirement at GMU that only 

a librarian 15 allowed to do Dialog searches 
• USAID/CDIE's CD-ROM or the USAID/CDIE library 
• Human Relations Area Flies (HRAF) 

• Social SCience Index 

• The gopher system of The World Bank 

• USDA-see sheets In notebook section entitled "databases" 

PERSONAL CONTACTS 

By telephone, Constance McCorkle contacted the follOWing individuals 

• Rick Koskella of IMCC-To obtain whatever documents had been collected during the earlier 

literature review plus a dlsc-c0py ofthe review Itself 

• Professor Mike Warren of Iowa State UniVersity, Dept of Anthropology (515/294-0938)-For 

information on modern-day market networks In Ghana 

• Dr Badlane of IFPRI (202/862-5600)-For a bibliography on hiS publications on market poliCies 

In Afnca A list of publications he forwarded IS Included In the 3-nng notebook as one of a 

number of "breeder bibliographies" for use In further searches 
• Dr DaVid Kingsbury at DAI (301/718-8699)-for information on Senegal However, Dr Kingsbury 

was not available and has not returned the phone message left 

Not reachable or not contacted due to time constraints, but recommended to be contacted In future 
are 

• Dr Enc Crawford of Michigan State UniVersity, Department of Ag Economics-For markets In 

Senegal He can also indicate other colleagues at MSU who may have useful inSights or 
information 

• Dr Dick Meyer of OhiO State University, Department of Ag Economics-He has recently 
conducted an Africa-wide literature review of credit mechanisms used by Afncan women, so he 
may have some information about women traders 
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• Dr Christina Gladwin of University of Florida-Galnesville, Department of Ag Economics-On fish 

marketing In Ghana Dr Gladwin was traveling and will not return until 5 Oct (Office phone 

904/392-1826) 
• Dr Mahlr Saul of the UniversIty of illinOIS, Department of Anthropology-On cereal trading 

networks In West Africa (Office phone 217/244-3502, messages 217/333-3616,  

 
• Dr Chuck May of USAID/Mad-For markets In Ghana (In that hiS WIfe IS Ghanaian) and 

elsewhere 

ORGANIZATION AND PRIORITIZATION OF THE LITERATURE REVIEW 

ASide from the contacts data given above, all results of the Phase I literature review were submitted 
In a 3-rmg bmder as follows 

1 A slightly reVised working outlme for the eventual fmal report of the study 

2 The results of the literature review Itself These Include 

a) A text summary document 

b) Notes on the results of the literature revIew 

c) A comprehenSIve list of all documents searched for and/or obtamed, amountmg to several 

hundreds of Items categorized as follows 

• Items obtamed, reviewed, and found relevant for Identification of speCifiC ethniC groups 

and/or commodities (photocopied for contmued reference unless otherwise noted) 

• Items obtained, only skimmed, and found actually or potentially relevant mainly for study 

as a whole (relevant portions photocopied for future reference unless otherwise indicated) 

• Items obtained, only skimmed, and found potentially relevant mainly for east and/or 

southern Africa (photocopied for future reference unless otherwise indicated) 

• Items obtained, skimmed, and found largely Irrelevant (If books, therefore not 

photocopied) 

• Items obtained but without tIme to skim, but whIch by title appear relevant to West Africa 
study (photocopied or collected for future review) 
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• Items located but already In circulation or otherwise unavailable (including Abt Associates 

reports) 
• Items found at Library of Congress but not photocopied because of expense vis-a-vIs 

uncertain relevance (Without review by the consultant) 

• Items not Identified as eXisting In any area library 

• Items no time to search for or obtain 

3 Some miscellaneous documents, Includmg McCorkle's contact mformatlon m Rome and the c v 
of an mdlvldual qualified and available to direct contmued search work and to perform more, 

initial wntlng up of the literature, If deSired 

4 The mltlal bibliographic lists prOVided by Abt ASSOCiates 

5 A compilation of "breeder bibliographies" resulting from review of those Items obtained based on 

the Abt ASSOCiates bibliographies, or from persons contacted These need to be sorted, and new 

Items of pOSSible mterest tagged and then obtained 

6 The dissertation abstracts collected These are given a checkmark If the Intern felt they might be 

relevant and a 0 If not 

7 Some mformatlon sheets on vanous databases that may be of mterest 

In general, due to time constraints, Item (2b)-revlew of matenals In-hand-focused above all on 

books 

Journal articles were more difficult to obtain Few area university libraries carry many of the more 

agnculture-onented Journals, With the probable exception of the University of Maryland The 13-day 

time frame did not permit use of inter-library loan systems (typically a minimum of 2 weeks to obtain 

an article), and the Intern's class schedule did not permit extensive tnps to 'Ibranes farther afield With 

more time, however, and the use of inter-library loan, copies of Journal articles should be easily 
obtained 

By and large, whenever a book seemed relevant to the study, It was photocopied m part or m 

whole This mcluded sections pertamlng not only to the "who, what, and where" questions but also 

to Issues of what variables, SOCial structures, analytiC approaches, and prevIous poliCY 
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recommendations should be attended to In the ultimate conduct of field research and subsequent 

analysIs Needless to say, this made for a hefty photocopYing bill, but one that Will payoff In terms of 

a better-grounded and more sophisticated analysIs In the end 

Because of acute time constraints both on the type and amount of literature that could be collected 

In essentially 2 weeks and on the number of documents It was even phYSically possible to thumb 

through during that period, some substantive priorities were set 

The major one IS that livestock trading networks were set aSide for the time-being In thiS reView, 

although a large number of potentially relevant documents that were on hand were at least thumbed 

through and, If necessary, photocopied ThiS pnorltlZlng decIsion was taken for a vanety of reasons 

• The literature on the livestock trade IS vast and dates far back as does the trade Itself 
• Fortunately, however, thiS literature IS also relatively well-known and readily available, at least to 

the consultant, thanks to her longstanding work In the livestock sector, multitudinOUS contacts In 

thiS arena, and substantial personal library on the subject 

• likeWise, Abt ASSOCiates has conSiderable In-house capability on thiS subject 
• Whether for the consultant or for Abt ASSOCiates, the broad lineaments of the Intrareglonal 

livestock trade are thus qUite familiar, at least for West Africa the animals move from northern 

producers to southern consumers What remains to be speCified more preCisely are the ethmCltles 

Involved In thiS trade on a large scale, beyond Just the producer groups 
• Furthermore, the livestock trade IS relatively UbiqUitous In West Afnca Therefore, countnes and 

sites that are selected for study on the baSIS of mformatlon from the literature review concerning 

other commodity networks are Virtually certain to provIde opportUnity for studYing lIvestock 

trading as well 

• In any case, the consultant will undertake Independently to revIew the livestock literature before 

departure for fIeldwork In the meantime, In-country hIres can provIde more detailed 

contemporary information on thiS trade In their home countries (see below) 

Finally, many more things were read than could be fully annotated and documented In the 
attached "review notes" In the time allotted Their substance IS reflected (but again, not documented) 
In the ftnal recommendations below for countries, commodIties, and ethmcltles to be targeted All In 

all, the literature revIew was an extremely frustratmg task In that Inadequate tIme was available to do 
what the consultant would conSIder a "proper" Job 

131 



I 
I 
I 
I 
I 
I 
II 
I 
I 
,I 
t 
~ 
I 

Phase Three 

ANNEXC-l 

SCOPE OF WORK FOR SENIOR FIELD RESEARCHER 

The Role of Indigenous Groups In 

Cross-Border Trade of Agricultural Products In West Africa 

Background 

A Purpose and Methodology 

1 The overall purpose of this project IS outlmed m the scope of work from USAID 

2 The specific purpose of Phase III IS to complete the work necessary to meet the 
objectives as outlmed m the USAID overall scope of work and to draft a report 
responsive to the established Fmal Report Out/me, Attachment A 

B Geographic Scope 

1 The project scope mcludes all of West Africa, however, prtmary research IS bemg 
conducted m Ghana, the Cote d'ivolre, and Senegal These countrtes are being 
used as case studies and representatives of West Afrtca as a whole 

2 Any secondary research work covered under this scope of work Includes all of 
West Africa All fieldwork covered under thiS scope of work Will be limited to the 
above named three countnes 

II Objectives 

A Complete the secondary literature search (Phase I) by mcludmg livestock 

B Consolidate and focus the output of the secondary research on Key Questions 1, 2, and 
3, Attachment B (4-6 pages) 

C Determme crlterta for differentiating between ethntc-based tradmg networks and non
ethntc based tradmg networks (+1-1 page) 
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D Determrne what rnformatlon IS mlssrng from the output of Phases I and II (primary research 
In the three countnes conducted by local researchers) that IS needed to wrrte a report 
based on the Frnal Report Outlme 

E DeSign 

A questionnaire for Phase" researchers to complete to fill In the missing gaps from 
Phase If 

2 Interview gUides for use In the field that Will generate the information needed to 
wrrte the frnal report as per the establrshed outlme 

F Plan and organize a 6-week tnp to Ghana, the Cote d'ivolre, and Senegal (Phase III) to 
collect the information defmed m D above 

G Travel to Ghana, the Cote d'ivolre, and Senegal (Phase III) to collect the information 
defined In D above 

H Wlthrn 2 weeks after returnrng from the fieldwork, write a draft report usrng Phase I, II, and 
11/ mput as per the establrshed outlme 

Complete all expense reports and other documentation reqUired as related to G above 

III Level of Effort 

A The maximum number of days that Will be reimbursed for thiS phase of the project IS 50 

B Six-day weeks are approved for work In Ghana, the Cote d'ivolre, and Senegal Therefore, 
a fieldwork per diem Will not be paid for more than 36 days 

C Some local support Will be proVided by the consultants who did the Phase II work ThiS 
support shall not exceed 12 days per country A sow for their responsibilities IS Included 
herem as Attachment C 

IV Reports and Dellverables 

As outlined rn the Objectives section above 
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Attachment A 

Final Report Outhne 

The Role of Indigenous Groups 

In Cross-Border Trade of Agricultural Products 

In West Africa 

Executive Summary (high priority) 

II Introduction (high Priority) 

Objectives of the Research 
Imtlal, Information Gathering, InvestigatIon 
Descrrptlve not Prescriptive 

BasIc Approach and Methodology Utilized 
Primary Research In Three Countries Only 

III An Overview of Cross-Border Agricultural Products Trade In West Africa 

Major Agricultural (or agribUSiness) Commodities Traded Within West Africa 
Volume and Growth Rate of Cross-Border Agricultural Products Trade 
Major Trade Patterns, Corndors, and Countries Involved 
Major Trading Partners and Participants - especially Indigenous Regional Tradmg Networks 

(lRTNs) 
Malor Transaction Flows (Possession Changes) and Functions Involved (subsector flow charts) 
Extent of Processing or Value Added Taking Place 
Recent (last 10 years) Network DynamiCs (especially the role of ethnic-based tradmg groups 

versus non-ethmc-based groups) and Reasons for Same 

IV Introduction to Indlgenous/Ethmc Regional Tradmg Networks (high priority) 

Definition of an Indigenous Ethnic-Based Regional Trading Network 
History and Rationale Behind IRTNs 
Functions Performed Versus Other Trading Structures 
How Modus Operandi IS Different From Non-ethnlc-Based Networks 
Where and Why They Have Been Most Successful Versus Non-ethmc-Based Groups 
Advantages and Disadvantages They Have Versus Non-ethnlc-Based Networks 
he Most Significant IRTNs (I e, those that If enhanced would lead to Improved regional 
mtegratlon & economic development) 
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V Cross-Border Livestock Trade by IRTNs (high priority) 

BasIs of Competition m Cross-Border Livestock Trade-prioritized criteria that buyers use to 
select among sellers 

Description of the IRTNs (specific ethnic groups Involved) 
COrridors They Utilize (geography) 
Specific Types of Products They Handle (trade/process) 

The "Ties That Bmd"-what holds the networks together (e g, religion, language, blood 
relationships, geographiC orlgm, etc) 
Details of How They Operate 
Structures and Channels Utilized 
Barriers to Entry-by one IRTN agamst another 
Where, Why, and How They Are Successful 
Their Strengths and Weaknesses 
Matrix for Each Market Segment 
Explam the "Whys" of the Matrix 
Advantages and Disadvantages versus Their IRTN Competitors 
Constramts to, and/or Opportumtles for, Accelerated Growth 

VI Cross-Border Kola Nut Trade by IRTNs (high Priority) 

BasIs of Competition In Cross-Border Kola Nut Trade-prioritized criteria that buyers use to select 
among sellers 

Description of the IRTNs (specific ethniC groups Involved) 
COrridors They Utilize (geography) 
SpecifiC Types of Products They Handle (trade/process) 
The "Ties That Bmd"-what holds the networks together (e g, religion, language, blood 

relationships, geographiC Origin, etc) 
Details of How They Operate 
Structures and Channels Utilized 
Barners to Entry-by one IRTN against another 
Where, Why, and How They Are Successful 
Their Strengths and Weaknesses 
Matrix for Each Market Segment 
Explam the "Whys" of the Matrix 
Advantages and Disadvantages versus Their IRTN Competitors 
Constramts to, and/or Opportunities for, Accelerated Growth 

. 
VII Cross-Border Trade In Other Important Commodities by IRTNs (high priority) 
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BasIs of Competataon In Cross Border Selected Commodities Trade-prioritized crltena that 
buyers use to select among sellers 

Descnptlon of the IRTNs (specific ethniC groups Involved) 
COrridors They Utilize (geography) 
SpeCIfic Types of Products They Handle (trade/process) 
The "Ties That BInd"-what holds the networks together, religion, language, blood relationships, 

geographic ongln, etc) 
Details of How They Operate 
Structures and Channels Utilized 
Bamers to Entry-by one IRTN against another 
Where, Why, and How They Are Successful 
Their Strengths and Weaknesses 
MatriX for Each Market Segment 
Explain the "Whys" of the MatriX 
Advantages and Disadvantages versus Their IRTN Competitors 
Constraints to, and/or Opportunities for, Accelerated Growth 

VIII General Observations Regarding IRTNs (high Priority) 

The Most Economically Important Products They Handle (trade/process) 
Primary Structures and Channels Utilized 
The "Ties That BInd"-what holds the networks together (e g, religion, language, blood 

relationships, geographic Origin, etc) 
Bamers to Entry-by IRTNs against non-IRTNs and speCifiC strong IRTNS 
Where, Why, and How They Are Successful 
Their Major Strengths and Weaknesses 
Extent to which they Operate In the Formal versus Informal Sector 
General Reasons for the DynamiCs of EthniC, Based Networks (lRTNs) versus Non-ethnic-Based 

Networks 
AntiCipated Changes In IRTNs and Their Importance 

IX Constraints/Challenges and Opportunities to Indigenous Regional Trade Networks 

Most Significant Constraints to the IRTN's Accelerated Development- poliCies, regulations, 
Inadequate enforcement, Infrastructure, institutions (finance, "VOice"), information, etc 
Most Significant Opportunities for Them to Improve Their EffiCiency and Effectiveness 
Why Their Successful Competitors Gain Market Share/Grow 
Why Their Unsuccessful Competitors Lose Share/Shrink 
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X General Recommendations 

Why, Where, and How the "Lessons Learned" Can be Used to Enhance IRTNs, Especially Possible 
USAID and/or Host Government Interventions 

Specific Interventions That Could Lead to Improved Marketing Efficiency and Effectiveness of 
IRTNs, and Private Sector Investment (benefiting from scale economies and comparative 
advantage) 

Potential Approaches, Benefits, and Implementation Challenges of FaCIlitating Recommended 
Interventions for IRTNs 

The Potential Role of Associations In Enhancing IRTNs 

XI SpeCIfiC Recommendations 

Viability of the UnderlYing HypothesIs 
Further Research 
Plan of Action 

Appendixes 

A Detailed Project Methodology-for field interviews, generiC sources by type/claSSification, 
locations, etc 

B Detailed List of Key Contacts 
C Selective Bibliography 

138 

• 



I 
• 

I 
I 
'I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 

Attachment B 
I RTN Project Key Questions 

1) What IS the current and projected Importance (market share) of all ethnic-based, cross-border, 
regional (onglnatlng and consumed within the region), agncultural products trading networks 

versus non-ethnrc-based networks? How and why has that share changed over the past 10 years 

and how and why IS It anticipated to change over the next 10 years? 

2) Who (what specific tribes) are currently the most Important individual ethnic-based, regional 

trading networks operating In West Afncai What IS their current and projected market share In 

the economically Important commodities they trade? How and why has that share changed over 

the past 10 years and how and why IS It anticipated to change over the next 10 yearsi 

3) What are the most Important constramts to the more rapid development of ethnic-based regional 

trading networks as a whole and to those individual ethnic-based regional networks that are of the 

most economic Importance' 

4) How leverageable are ethnrc-based regIOnal trading networks as a whole, and the key individual 
networks, as a means of achieVing the objective of stimulating regional integratIOn and economic 
development, that IS, can effective and effiCient interventions be Identified, developed and 
smoothly Implemented? What types of interventions are most likely to accomplish the obJective' 
What are the main challenges that a donor would face when attempting to use ethnic-based 

trading groups as a means to accomplish the obJective? Is It adVisable, and a good use of 
resources, for USAID to continue Investlgatmg the potential of utiliZing ethnic-based trading 

groups as a means to stimulate regional integration and economic development' Why' 

All work must be focused on obtaining, to the greatest extent possible, answers to these questions 

Tangential matenal and informatIOn IS of minimal Interest 
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Attachment C 

Local Research Assistant Scope of Work 

Research Assistant/logistics coordinator-For the AMIS II Ethnic Trading Networks Project, Phase III 

Field Research ASSist the senior U S researcher dUring her two weeks of fieldwork In-country In the 

follOWing tasks 

Responsibilities 

• 

• 

• 

• 

• 

• 

Identify and physically locate key marketing Informants for mtervlewmg by senior 

researcher (SR), accompany the SR dUring interviews and assist with translation as needed 

Help Identify and then accompany and assist In interviews with other indiViduals or groups 

(e g , government agencies, non-governmental organizations, donor representatives) as 

directed by the SR 

Collect and compile secondary data asM needed to supplement Phase " fmdlngs 
(minimal) 

ASSist the SR In compll Ing and syntheslzmg all data (e g, In tables, charts, matrices, 

network diagrams, lists of interviewees) while SR IS In the country 

Take primary responsibility for coordinating and tracking all In-country lOgiStiC 

arrangements such as chedullng and reconfirming interviews, vehicle/travel arrangements, 

communicatlons!c0pYlng, hotel accommodations outSide capital City, purchase of 

supplies, management of Informant honoraria, etc 

ASSISt In other tasks as they arise 

Qualifications 

• 

• 

• 
• 
• 

Expenence With Phase II of the AMIS II EthniC Trading Networks project or demonstrable 

first-hand familiarity With agricultural marketing networks In-country 

Working knowledge of prinCipal language(s) employed by participants In ethniC tradmg 
networks m-country 
PrevIous experience In Independent interviewing 

Good writing skills 

Educational background In agncultural economics preferred but not reqUired 
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ANNEX c- 2 

FIELD INTERVIEW GUIDE 

For use with focus groups of knowledgeable, longtime participants In the commodity 

market of Interest-mostly traders but also processors and transporters where relevant 

Please indicate the ethnlclty and citizenship status of everyone In the focus group, and their years 

of experience In the trade 

2 What can you tell us about the general history of the trade, across the last 10 years, In terms of 

shifts In volume of trade, trade routes and cOrridors, the participation of different ethniC groups 

at different POints In the farm-te-market cham, regulations, prices, people entermg or leavmg the 

trade, etc Where possible, recount some actual events 

3 Who were your major competitors m thiS commodity dUring the last 10 yearsl Are they stdl a 

threat? What m particular made/makes them a threat? 

4 Accordmg to the study done here by the local consultants, X, Y, and Z pose particular problems 
for your trade (e g, corruption, paperwork, Import duties, taxes, lack of or defaults on credit, poor 
commUnications and market mformatlon, madequate or overly costly transport, lack of key 

Infrastructure, currency exchange or repatriatIOn problems, product perishability) Could you 

please elaborate on these problems, giVing specific examples and/or budgets of marketing costs? 

5 How do you select your suppliers or, conversely, how do suppliers select among buyersl 

6 What makes for a good and successful trader In your busmess' 

7 Let's talk more speCifically about ethmclty For example, do you lend money, extend goods on 
credit, or In other ways give speCial deals to co-ethmcs In the trade that you would not do for non
co-ethniCS (or only under stipulated or more limited circumstances) for example 
• Informal bUSiness loans of cash, goods, transport 
• occaSionally shanng costs, vehicles, workers, storage faCilities, supplies, lodgmgs, 

etc 
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sharrng of business information 
collection of mOnies or other displays of support to co-ethnic traders who 
experrence family or other emergencies 

other 
Are there recognized ethmc-traders' meeting places' Any exclUSionary practices based on 

ethmcltyt Long-term trading relations among co-ethnic famlhes/groupst SubSCription to shared 

ethmc-religlous values and norms, or at least shared "rules of the game" that members of the 

network agree they all must play by because of their ethmdreliglous mores, whereas other ethniC 

groups do not 

8 Do you have an organization-formal or mformal, ethnic-based or multl-ethmc-deslgned to 

confront any of the problems or needs you have mentioned so far t If so, please descnbe It ItS 

history of formation, ItS membership numbers and espeCially the ethnlCltles/natlonalitles of 

members and officers/leaders, ItS legal status, dues, meeting schedules, office arrangements and 

Infrastructure, services to members (e g, dispute resolution, sanctions like fines and ostraCism, 

SOCial services, legal aSSIStance), Significant past events, and so on 

9 If you do not have such an organization, was there ever any attempt to establrsh one? Please 
descrrbe what happened 

10 Given the way thmgs are gOing now or what you hear about things to come, how do you thmk 
the trade Will go In the future? Why? 
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Mon27Feb 
1500 

Tue 28 Feb 
1930 

Wed 1 Mar 
Morning 

Afternoon 

Evening 

Thu2 Mar 
Morning 

Afternoon 

---
ANNEXC-3 

FIELD RESEARCH ITINERARY 

Depart Falls Church location 

Arrive Ghana 

Unpacking, calls to Plan Consult (PC) firm, USAID, American Club 
Contact meeting With Issaka (Phase II consultant and Phase 1\1 research assistant) 
and Abu-Baffour (Phase II consultant) 
Faxing to Maxwell, calls to PC, USAID 
Reviewing PC report 
Repackmg for move to American Club 
Concept meeting With research assistant 
Dinner With Dr J Eckebill of lilA and family 
Setting up Itinerary file, reading "Onions" book 

Calls to USAID, airlines, faxing to Maxwell, moving to American Club 
Planning meeting With research assistant 
JOint meeting With PC President Bannerman 
Research assistant begins work on interview and travel schedules, maps, percents, 
network diagrams 
McCorkle refining interview gUide 

Frl 3 Mar (last day of Ramadan) 
Mornmg McCorkle reVieWing and reworking PC report on disc 

Research assistant arranging weekend interviews 
Both making intensive efforts at organizing transport to Kumasl, With Bannerman's 
help 

Afternoon McCorkle review of documents on Onions and livestock In Ghana, and preparation 
of work letter for research assistant's boss 

Evening Coordination meeting With assistant 

Sat 4 Mar 
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Morning 
Afternoon 
Evening 

Sun 5 Mar 
Mornmg 
Afternoon 

Mon 6 Mar 
Morning 
Afternoon 
Evenmg 

Tue 7 Mar 
Morning 

Afternoon 
Evening 

Wed 8 Mar 
Mornrng 

Afternoon 

Thu 9 Mar 
Morning 

Afternoon 

Ffl10 Mar 
All day 
Evenrng 

McCorkle sketchrng out network diagrams and Identlfyrng information gaps 
Interview With officers of the Ghana Butchers Association 
McCorkle and assistant review interview notes and Issues vis-a-vIs PC report 

Idem 
Repose 

Interview With Ghana Breeders Association officers and foreign dents (In Tema) 
Travel to Kumasl 
McCorkle phoning Maxwell 
Interview With Secretary of Ghana Prrvate Road Transport Union Assistant 
arranging next-day kola interviews 

Early morning Interview With largest kola trader of Kumasl, WIth the NACOD 
General Regional Secretary, and WIth assorted exporters and drrvers 
Late morning/early afternoon mtervlew With 25 kola exporters 
T ravel back to Accra 
Idem 

Interview With onion Importers of the Ghana Agncultural Products Traders and 
Marketing OrganizatIon 
Phonrng USAID, organizing wrrte-up and logistic tasks for remainder of time In 

Ghana, reading documents, revIewing and frlrng notes, updatrng Itinerary, brrnglng 
accounts up to date, reconflrmrng flight, etc 

McCorkle and assIstant debrrefrng meetrng at USAID With 5 members of the Trade, 
Ag and Pnvate Enterpnse Office 
Team VISit to NACOD national office 
Work on tables, maps, charts, report Write-up 
Phone call WIth Maxwell 

Work on report wnte-up and matenals 
Packing up 
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Sat 11 Mar 
0800 
0900 
Rest of day 

Sun 12 Mar 
All day 

Mon 13 Mar 
Morning 

Afternoon 
Evening 

Tue 14 Mar 
Morning 

Afternoon 

Wed 15 Mar 
Morning 
Afternoon 

Evening 

Thu 16 Mar 
Morning 
Aft-Evening 

Frl 17 Mar 
Morning 

Afternoon 

Sat 18 Mar 
Morning 
Afternoon 

Depart Ghana 
Arrive Cote d'ivoue 

Continued Write-up of Ghana notes 

Repose 

Attempting to phone local consultants and USAID, searching for consultant's 
office, faxing Maxwell 
Readmg local consultant's report Just obtained 
Ali-night meeting with local research assistant 

Mass meetmg at local consultant's office 
Maps, books, supplies purchasmg, money exchange 
Trip to Anyama to meet with the country's major kola cooperation 

Meeting with Vice PreSident of stockmen's aSSOCiation at stockyards 
Calls to USAID, Maxwell, reading books on ethmclty In Cote d'lvOlre, organizing 
Issues 
Call to Marcoux, updating contacts, Itinerary, and ethnlclty chart 

Meeting with Vice PreSident of one butchers' aSSOCiation 
Meetings with Marcoux plus head of a private livestock enterprise/partnership 

Meeting with other butchers' aSSOCiation representatives 
McCorkle debneflng meetmg with 6 REDSO officers 
Reviewing notes, organizing documents, work with research assistant on 
ethnlCltles, organizing tasks for local consultants to do to meet minimal contract 
requirements 

Debnefmg meeting with local consultants' office 
Wrap-up work with research assistant 
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Evening 

Sun 19 Mar 
0930 
1200 
Aft-Evening 

Mon20Mar 
Morning 

Afternoon 
Evening 

Tue2l Mar 
Morning 

Afternoon 
E;venrng 

Wed 22 Mar 
Morning 

Afternoon 

Evening 

Thu23 Mar 
Morning 

Afternoon 

Second meetmg With Marcoux 
Packing up 

Depart Cote d'ivoire 

Arrive Senegal 
Repose and reading local consultants' report 

Phonmg to USAIO, Fagerberg-Olallo, Project du Nord, dealing With plane-ticket 
and hotel problems 
Meeting With local research assistant and Interpreter reviewing local report, 
strateglzlng interviews, Identifying missing data or charts/maps 
Same as above, plus calls to USAIO and to consultants' bureau 
Updating notes 

McCorkle concept meeting With Gibson at USAIO/Senegal 
Logistics meeting With Faye, of consultants' bureau 
Wrrtrng and sending fax to Maxwell, calls to varrous livestock organrzatlons 
Meetrng With a prrvate-enterprrse association of kola dealers 
Team coordrnatlon meetrng 

LOgistiCS meeting With Faye, phonrng to airlines and ProJet du Nord 
"Thinking time" and summing up key findings to date 
Review of kola interview notes and reworking of matrices With research assistant 
whrle translator arranges further interviews With stockmen and banana merchants 
Book-buYing 
Phone call With Maxwell 

McCorkle meeting With Association des Eleveurs (small ruminant merchants) at 
stockyards 
Research assistant meeting With master butchers at stockyards 
McCorkle meeting With Association de Forarl (stockmen and master butchers) at 
stockyards 
Research assistant works on revIsing matrices 
Team coordination meeting 
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Evening 

F" 24 Mar 
Morning 

Afternoon 

Evening 

Sat 2S Mar 
Morning 

Afternoon 

Sun 26 Mar 
Morning 
Afternoon 
2430 

Mon27Mar 
0900 
13 00 
1500 
1600 

Dinner meeting With Fagerberg-Dlallo 

McCorkle debriefing at USAID/Senegal With F Faye 
Return meeting With kola assoclatlon-canceled In order to deal With plane ticket 
fiasco 
Meeting With banana Importers-canceled and rescheduled for same reason 
Book bUYing 
Team coordination meeting 
Work With research assistant on matnces and maps 

Updating contacts and Itmerary, organlzmg notes 
Preliminary analYSIS work With research assistant 
Return VISit and calls to sheep Importers 
Meeting With banana Importer and wholesaler 
Final team coordination meeting 

Wrap-up work With research assistant 
Packing up 
Depart Senegal 

Arrive Pans 
Depart Pans 
Arrive Dulles 
Arrive Falls Church location 
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Notes 

GHANA 

ANNEXO 

ORGANIZATIONS AND PERSONS CONTACTED 

NW = name[s] withheld, by reason of sensitive mformatlon requested, as per AAA rules 

of Informant confidentiality "Native" IS used to indicate that the contact person was born 

In the country he IS listed under [Ghana, Cote d'lvOlre, or Senegal] In cases where the 

given ethniC group IS found m two or more countries 

GAPTMO (NW) Ghana Agricultural Products Traders and Marketmg Organization 

• 3 members, full-time onion Importers [2 Hausa from Niger, 1 Gao from Mall] 

GCBA (NW) Ghana Cooperative Butchers ASSOCIatIOn Ltd 

• Chief [native Hausa] 

• Secretary [native Dagomba] 

• Executive CounCIl Member [native Hausa] 

GLBTA (NW) Ghana National Livestock Breeders and Traders ASSOCiation 

• PreSident and major broker/dealer (native Frafra] 

• Secretary and dealer In local stock [native Kusasl] 

• 6 cattle Importers [2 Mossl from Burkina Faso, 4 native Frafra] 

• 1 Accra small ruminant dealer [native Busanga] 

GPRTU (NW) Ghana Private Road Transport Union 

• Secretary for the GPRTU kola section of the Asuasl Market 

NACOD (NW) National ASSOCiation of Cola Dealers 
• In Nkawkaw, , shago owner [native Hausa] and 3 clients/partners [Hausa from Kano, 

Nlgena] 

• The NACOO Regional Secretary for Ashantl Region [Oagomba] 
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• The largest kola exporter of Kumasl market [native MOSSI], he IS also chief of the Tafo 

zongo 
• A small foreign kola exporter [Grusl from Burkina Faso] 

• NACOD chairman for Ashantr Region [native Hausa] 

• Asuasl Market Kola Chief [native Hausa] 

• 25 kola exporters of NACOD's Kumasl Region [mostly native Hausa (ca 80%) but also 

native Mossl and native Frafra] 

Plan Consult Development Plannmg and Management Consultants 

• Adu-Baffour, Anthony, consultant for Phase II of IRTN Study 

• Bannerman, Ebow, PresIdent 

• Issaka, Air, consultant for Phase II and research assIstant for Phase III of IRTN Study 

USAID/Ghana 

• Aklwuml, Wilham, Program SpeCIalist, TAPS (Trade, Agriculture and Private Sector) Offrce 

• GYlmah, Daniel, Program Speclalrst, TAPS OffIce 

• Lee, Jeff, Deputy ChIef, TAPS OffIce 

• Thomas, Cleveland, Project Manager of TIP (Trade and Investment Program) In the TAPS 

OffIce 

• Weisel, Peter, TAPS DIVISion Chief 

COTE D'IVOIRE 

CAVCP (NW) CooperatIve d'Achat et Vente de Cola et ProdUits Vlvners 

• Co-op President and approx 35 members [all MalrnkeiBambara, mostly native] 

CCA Cab met de Consultants Assocles 

• Coffl, Andree, ASSOCiate Director 

• Dlallo, Malmouna, consultant and Phase III research assistant [Fulanl] 

• Fotsrng, MaJrlce, Consultant 

• Kocoa, Jean-Jacques, Consultant 

• MoussrllYou, RadJI, Consultant 

• Yahaut, Urbain, ASSOCiate DIrector 
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CECI Centre Canadien d'Etude et de Cooperation Internatlonale 

• Marcoux, Jacques, Livestock Expert 

COIBOCA (NW) Cooperative Ivolnenne des Bouchers, Charcutlers et Asslmlles 

• President [Moor] 

• 1 member [Moor] 

ECAB-CI Echange Commerclaux Afnque Betall - Cote D'lvOIre (pnvate enterprise) 

• Public Relations Officer and one of the two partners In the firm [both Mossl] 

• 15 of their client "bnngers" [9 MOSSI, 4 Fulanl, 2 Bobo - all foreigners] 

SMIBV-CI (NW) Syndlcat des Marchands et Importateurs de Betall et de Volaille de Cote d'ivoire 

• Vice President and president of the former parent aSsociatIon, plus two of his sons [forelgn
born Fulam] 

SYECOCI (NW) Syndlcat des Acheteurs et Exportateurs de Cola de Cote d'ivoire 

• President [MalmkelBambara, mostly native] 

USAID/REDSO 

• N lasse, Madlodlo, SocIal SCIence AdVisor 

• Okanla, Moussa, Democracy/Governance SpeClahst 

• Prudenclo, Yves 

• Rodgers, Glen, Regional Economist 

• Stamper, John, Agncultural Development Officer 

• Whyche, Oren, Regional Private Sector AdVisor 

SENEGAL 

ANPVB (NW) Association Natlonale des Professlonels de la Vlande et du Betall 

• 9 master butchers [6 N Fulam, 1 Moor, 1 Wolof, 1 Bambara, probably all native] 

Associates m Research & Education for Development, Inc 

• Fagerberg-Dlallo, Sonja, Director 
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Association des Eleveurs-small rummant merchants' association (NW) 

• President and Vice President [both native N Fulam] 

• 18 brokersllmporters [all native N Fulam] 

• 3 other brokers/Importers [2 Wolof, 1 naturalized MarkalSarakole] 

Association de Forad-cattlemen's association (NW) 

• 6 longtime cattle merchants/Importers [N Fulam] 

• 1 cattle bnnger [Fulam from Mall] 

Association of kola dealers (unnamed) A pnvate-enterpnse but classically ethmc-based association 

(NW) 

• Treasurer [BambaralMalrnke, Mall-born but naturalized] 

• Kola market "chief" [BambaraiMalrnke, Mall-born but naturalized] 

• 7 other BambaraiMalrnke kola dealers, fathers and sons [all either native or naturalized] 

Dakar Consulting Group 

• Barro, Issa, President 

• Oem, Fatlmata, Phase III Interpreter (Fulam] 

• Faye, M , Administrative Director 

• Kebe, Ibrahlma, Consultant and Phase III Research ASSistant [Wolof] 

Pnvate Banana Importmg EnterprISe 

• Owner [Wolof] 

• The owner's major wholesaler client [S Fulam, citizen of GUinea] 

ProJet du Nord 

• Sam berger, Klaus, livestock expert 

USAID/Senegal 

• Gibson, Ernest, "Coach" for Agncultural & Natural Resources Group 

• Faye, FranCOIs, Agncultural & Natural Resources SpeCialist 
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INTRODUCTION 

ThIS volume contams the country reports that resulted from the second phase of the research for 
Cross-Border Trade and Ethruc Groups m West AfrIca It IS not mtended to be an autonomous 
document, but rather a support pIece for the mam report 

Very mlmmal edItmg and format standardIzatIOn has been done on thIs document 

In some cases there may be InconsIstencIes between the maIn report (Volume 1) and the IndIVIdual 
country reports, especIally as related to statIstIcs The expatrIate led field research took place after 
the country reports were wntten In some cases thIs phase three work modIfied defimtIOns and 
enhanced data bases 

ThIS volume may be useful for those mterested m more detaIl on country level fmdmgs and the 
perspectIves of local researchers 



I 
I 
I 
I 
I 
,I 
I 
I 
I 
I 
I 
I 
I , 
I 
I 
I 
I 
I 

CONTENTS 

STATEMENT OF WORK FOR LOCAL CONSULTING FIRMS' FIELD RESEARCH 169 

GHANA COUNTRY STUDY 177 

COTE D'IVOIRE COUNTRY STUDY 213 

SENEGAL COUNTRY STUDY 257 



I 
I 
I 
I 
I 
I 
I 
I 
II 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 

VOLUME 2 

COUNTRY STUDIES 



I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 

STATEMENT OF WORK FOR LOCAL CONSULTING FIRMS' FIELD RESEARCH 

GUidance for Local Research Component-Ethmc TradIng Network Study 

A Objective 

The objective of the overall study IS to Increase understandIng of how ethmc-based, cross-border marketIng 
networks operate, what hInders their full expansIOn and development, and what opportumtles eXist to 
promote theIr development as well as the effiCIency of theIr regional and trans-regIOnal enterprtses The 
study WIll IdentIfy whIch ethmc groups are Involved In economIcally Important cross-border trade and, to 
the extent possIble, estImate market shares and share trends The study WIll also estimate the volume and 
directIOn of commodIty flows and recorded versus unrecorded volumes, payIng partIcular attentIOn to the 
formal and Informal InternatIOnal transactIOns 

B Study Phases 

Phase I A lIterature reVIew was conducted to determme WhICh commodities are of special Interest m terms 
of ethmc-based trade It Identtfied kola nuts and hvestock as sIgmficant Both commodIty networks are 
Influenced by specific ethmc tradmg networks The maIn results of this review Will be made avaIlable to 
your firm 

Phase II In-country research WIll be conducted to IdentIfy more preCIsely who are the prtmary traders 
operatIng In the regIonal tradmg networks for the commoditIes selected The research should provIde a 
better understandIng of the SOCIal baSIS for Informal transactIOns and commodity flows The In-country 
research will build on the lIterature review In order to fill mformatIOn gaps as well as provide prtmary 
baselIne data for Phase II work 

Phases III Field research Will be conducted by a U S expert III February-March 1995 The final study Will 
focus on whether or not Indigenous networks lend themselves to donor InterventIOns, what challenges thiS 
task would present, and the types of possible mterventlOns 

C Terms of Reference for Local Researcher (phase II) 

The second phase of the study must be conducted from December 1994 to January 1995, and consist of at 
least a 2-person team (an agrIcultural economist/marketIng speCIalIst and an economic anthropologist/rural 
SOCIOlogist) that Will accomphsh the follOWIng 
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1) 

2) 

3) 

4) 

Gather general background mformatIOn on which ethmc groups are mvolved m the three 
commodities selected as case studies and mtervlew key traders and bus mess peoples m the Important 
market centers of both the formal and mformal trade networks 

Determme to what extent ethmc affilIatIOn IS Important m the commercial trade of livestock, kola 
nuts, and the third "local optIOn" commodity More preCIsely, IdentIfy modern-day trade corndors 
for the commodities, and analyze m-depth the Impact of ethmc tIes on the transactIOns that take 
place m markets that serve cross-border trade 

To the extent pOSSIble, collect the mformatIon necessary to estimate the volume of commoditIes 
traded at each stage of the marketmg cham and assess the Importance of mformal transactions 
compared With formal transactIons (see matnx) 

Make pnontlzed recommendatIOns, With wntten ratIOnales as to which market towns or tradmg 
areas and mdlvlduals, the expatnate expert should focus her mtervlews m (Phase III) 

5) Gather relevant pohcy, hcensmg, and regulatory mformatIOn for the commoditIes m questIon 

6) Wnte a 35--40 page report that summarIzes the above findmgs m a well-orgaOlzed manner A model 
Phase II final report outhne IS mcluded m thIS document as SectIOn G 

Most of the above mformatIOn WIll be gathered through mtervlews WIth key participants m the formal and 
mformal tradmg networks For thIS reason, local consultants must be able to effectIvely conduct the 
mtervlews to get the best results 

D Methodology 

Plannmg the field survey 

The objectIves of thiS study are broad and Abt ASSOCIates does not demand that the study focus on any 
particular segment of the marketmg system or a partIcular geographiC area Field researchers wIll usually 
find It useful to mtervlew Important wholesalers and processors based m large market and secondary towns, 
espeCIally border town markets These product "kmgs" and "queens" are typically more knowledgeable about 
the orgaOlzatIOn and operatIOn ofthe entIre marketmg system than are other partICIpants, and they often have 
a vantage pomt as "channel captam" m the marketmg system 
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AhtA.odaleabe. 

What to observe 

The followmg processes, functIOns, and facIlItIes are Important to evaluate and mspect because they are 
more lIkely to provide the key mformatlOn necessary for the study 

2 

TransactIOns at assembly and wholesale marketplaces and at parastatal buymg statIons (where 
appropnate) The hIghest level of detaIl should come from markets where foreIgn-produced 
products are first purchased by domestIc owners or exported products are first sold to foreign buyers 

Performance of the phYSIcal functIons of handlmg and storage of commodItIes at dIfferent stages 
of the marketmg system, mcludmg assembly markets, processmg plants, and term mal markets to 
determme the Importance of ethmc groups therem 

3 Geographic commodity flow patterns, and delmeatlOn of key characteflstlcs and reasons for the 
directIOn, magmtude, and trends m the flows 

4 PhysIcal and natural charactefistIcs of trade routes, mcludmg the presence or absence of needed 
mfrastructure and how well mfrastructure IS mamtamed 

InformatIOn obtamed from mtervlews with key mformants about exchange arrangements, fisk reducmg and 
sharmg mechamsms, credit arrangement, commodIty flows and other vertical Imkages should be cross
checked wIth mformants at adjacent stages of the subsector The overall validity of rapId reconnaIssance 
findmgs can be checked wIth knowledgeable observers of commodIty subsectors and regIOnally Important 
agnbusmess people A useful method of conSIstency checkmg IS mmor-Image mtervlewmg ThIS techmque 
mvolves askmg mformants at adjacent stages of a subsector the same set of questIOns Major dIfferences 
m responses are an mdIcatlOn that one or both of the mformants does not know or accurately recall the 
answer to the questIon 

E Phase IT PrIOrIty Areas of InvestIgatIon 

2 

Define one economically Important cross-border traded commodity, In addItIon to lIvestock and 
kola, that has sIgmficant ethmc group mvolvement and that together wIth lIvestock and kola Will 
serve as case studIes to help draw conclusIOns about ethmc trade barners and constramts to growth 

Determme and descnbe the most common major functIOns m each commodIty marketmg channel, 
gettmg answers to basIc questIOns of what where, by whom, and how PartIcular attentIOn must be 
paId to baITIers to entry and constramts to growth Delmeate the market segments where common 
transactIOn pomts/possessIOn changes occur (as mdlcated by the ..... below) 
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• -ColiectIOn/sourcmg 

Market segment -Transport 

• -Processmg 

Market Segment • IntermedIate market 

• ·Cross-Border Movement 

Market Segment -Transport 

• -IntermedIate Market 

Market Segment • -RetaIl 

3 For each market segment for each of the three commodities collect mformatlOn that makes It 
possible to descrIbe the market segment accordmg to ethmc group mvolved, type of market system 
(mformal, mIxed, formal, and total combmed), and estimated total value The followmg suggested 
conceptual framework 10 matrIX form represents the Ideal level of output from the Phase II 
fieldwork (MatrIX codmg system IS shown below) A "model" completed and a blank matrIX are 
mcluded on the followmg pages for your reVIew and possIble use 

Codes Determme your own quantItatIve ranges for CompetItIve PosItIOn, a suggested system IS gIven below 

CompetItIve PosItIOn 
D =Dommant (75%+) 
S =Strong (50%-74%) 
C =CompetItIve(20-49%) 
W=Weak (5-19%) 
M=MmImal «5%) 

Recent Share Trend 
Strong Share Growth 
Share Growth 
No Change 
Small Share Loss 
Major Share Loss 

F CompletIon and Payment Schedule for Phase n 

December 12, 1994-Detalled Work Plan 

=0 

=U 
=U 

The detaIled Work Plan must contam the sub-objectIves or steps of the proJect, the exact schedule 
of the fieldwork, the name of each consultant with his/her assignments and mdlvldual outputs, as 
well as any CUrrIculum VItae not already submItted FIeld mtervIew gUIdes must also be mcluded 
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2) 

The Work Plan must be receIved by Abt AssocIates before any money wIll be sent to the local 
consultant Twenty-five percent of the agreed contract fee will be paId upon receIpt of the DetaIled 
Work Plan as outlIned above 

First Week of January 1995-Top Lme Report 

A 3-4-page Top Lme Report of fieldwork results Twenty-five percent of the contract fee wIll be 
paId upon receIpt of the Top Lme Report 

3) Third Week of January 1995-Draft Report 

Draft report of the study, fuJIy responsIve to project obJectIves, to be receIved by Abt AssocIate m 
Washmgton, 0 C (Bethesda) Twenty-five percent of the contract fee WIll be paId upon receIpt 

4) February 14. 1995-Fmal Report 

Fmal Report due subject to timely feedback from USAID and Abt ASSOCIates on the draft Twenty
five percent of the contract fee WIll be paId upon receIpt 

NOTA BENE 

Every FrIday, begmmng December 16, 1994, Abt ASSOCIates must receIve a no more than I-page report by 
fax mciudmg the deSCrIptIon of the project actIVItIes for the past week, the progress of the project work and 
your comments about any current or expected dIfficulty regardmg the fieldwork as well as suggestIOns on 
Improvmg project output 

G Suggested Phase II Report OutlIne 

The Role of IndIgenous Groups m Cross Border-Trade of AgrIcultural Products 

I ExecutIve Summary (high prIOrIty) 

II IntroductIon (high prIOrIty) 

ObjectIves for thIS phase of the research 
ImtlaJ mformatIOn gathenng, and mvestlgatlOn 
DescnptIve not prescnptlve 

BaSIC approach and methodology utIlIzed 
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AblAaaoclol.d .... 

III An Overview of Cross-Border AgrIcultural Products Trade (hIgh prIOrIty) 

Volume and growth rate of cross-border agncultural products trade 
Major agncultural (or agnbusmess) commodIties traded 
Major trade patterns, cOrrIdors, and countries mvolved 
Major tradmg partners and participants--especlally mdigenous regIOnal Tradmg Networks 
(lRTNs) 
MaJOr TransactIOn Flows (Possession Changes) and FunctIOns Involved (subsector flow 
charts) 
Extent ofProcessmg or Value-Added Takmg Place 
Recent (last 10 years) Network Dynamics and Reasons for Same 
ProjectIons of SignIficant Change m the Networks 

IV Indigenous Tradmg Networks (hIgh PrIOrIty) 

History and RatIOnale Behmd IRTNs 
FunctIOns Performed versus Other Tradmg Structures 
How Modus Operandi IS DIfferent From that of other RegIOnal Tradmg Networks 
Where and Why They Have Been Most Successful 
Their Strengths and Weaknesses 
Advantages and Disadvantages They Have versus Other Networks 
Anticipated Changes In IRTNs and TheIr Importance 
The Most SIgnIficant IRTNs (I e those that If enhanced would lead to Improved regIOnal mtegratIOn 
and economic development) 

V Cross-Border Livestock Trade by IRTNs (hIgh prIority) 

DescrIptIOn ofthe IRTNs (specific ethnIC groups mvolved) 
COrrIdors They UtIhze (geography) 
SpeCific Types of Products They Handle (trade/process) 
Details of How They Operate 
Structures and Channels UtilIzed 
The "Ties That Bmd"-what holds the networks together (e g, religIOn, language, blood 
relatIOnships, geographiC orIgm, etc) 
BasIs of CompetltIon-prIontized CrItena that buyers use to select among sellers 
BarrIers to Entry-by one IRTN agamst another 
Where, Why and How They Are Successful 
Their Strengths and Weaknesses 
MatrIX for Each Market Segment 
Explam the "Whys" of the MatrIx 
Advantages and Disadvantages versus Their IRTN Competitors 
Constramts to, and/or OpportuDItIes for, Accelerated Growth 
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VI Cross-Border Kola Nut Trade by IRTNs (high priority) 

DescnptlOn of the IRTNs (specific ethmc groups mvolved) 
Corndors They UtIlize (geography) 
Specific Types of Products They Handle (trade/process) 
DetaIls of How They Operate 
Structures and Channels UtilIzed 
The "Ties That Bmd "-what holds the networks together (e g ,rehglOn, language, 
relatIOnships, geographIc ongm, etc) 
BasIs of Competition-pnontized crltena that buyers use to select among sellers 
Barners to Entry-by one IR TN agamst another 
Where, Why and How They Are Successful 
Their Strengths and Weaknesses 
MatriX for Each Market Segment 
Explam the "Whys" of the Matnx 
Advantages and Disadvantages versus TheIr IRTN CompetItors 
Constramts to, and/or OpportuDItles for, Accelerated Growth 

VII Cross Border (Local OptIOn CommodIty) Trade by IRTNs (high prlOnty) 

DescnptlOn of the IRTNs (specific ethmc groups mvolved) 
COrridors They Utilize (geography) 
Specific Types of Products They Handle (trade/process) 
DetaIls of How They Operate 
Structures and Channels UtilIzed 

blood 

The "Ties That Bmd"-what holds the networks together (e g, relIgion, language, blood 
relatIOnshIps, geographiC ongm, etc) 
BaSIS of CompetItlOn-pnorItlzed CrIterIa that buyers use to select among sellers 
Barriers to Entry-by one IRTN agamst another 
Where, Why and How They Are Successful 
Their Strengths and Weaknesses 
Matnx for Each Market Segment 
Explam the "Whys" of the Matnx 
Advantages and Disadvantages versus Their IR TN CompetItors 
Constramts to, and/or OpportuDItles for, Accelerated Growth 

VIII General ObservatIOns Regardmg IRTNs (hIgh priOrity) 

The Most Economically Important Products They Handle (trade/process) 
Pnmary Structures and Channels Utilized 
The "Ties That Bmd"-what holds the networks together (e g, relIgIOn, language, blood 
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relatIOnships, geographic ongm, etc) 
BarrIers to Entry-by IRTNs agamst non-IRTNs 
Where, Why and How They Are Successful 
Extent to whIch they Operate m the Formal versus Informal Sector 
General Reasons for the DynamIcs ofthe Networks versus non-ffiTNs 

IX Constramts/Challenges and OpportunItIes to IndIgenous RegIOnal Trade 
(medIUm pnonty) 

Most SIgnIficant Constramts to the IRTN's Accelerated Development-polIcIes, regulations, 
madequate enforcement, mfrastructure, mstItutlons (finance, "VOIce"), mformatIOn, etc 
Most SIgnIficant OpportUnItIes for Them to Improve TheIr EffiCIency and EffectIveness 
Why Their Successful CompetItors Gam Market Share/Grow 
Why TheIr Unsuccessful CompetItors Lose Share/Shrmk 

X General RecommendatIOns (low pnonty) 

Why, Where, and How the "Lessons Learned" Can be Used to Enhance IRTNs, EspeCially POSSible 
USAID and/or Host Government InterventIOns 

SpeCIfic InterventIons That Could Lead to Improved Marketmg EffiCIency and EffectIveness of 
IRTNs, and, Pnvate Sector Investment (benefitmg from scale economies and comparatIve advantage) 

PotentIal Approaches, Benefits, and ImplementatIOn Challenges of Faclhtatmg Recommended 
InterventIOns for IRTNs 

The Potential Role of ASSOCIatIons m Enhancmg IRTNs 
XI RecommendatIOns for Phase III fieldwork 

SpeCIfic IndIVIduals to IntervIew 
SpeCIfic Markets to VISIt 
U sefu I References to Read 
SuggestIOns for Improvmg the Approach/Methodology & Areas ofInvestIgatlOn 
TIme Needed In-Country 
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1 0 INTRODUCTION AND BACKGROUND 

1 1 Introduction 

Trade wlthm Africa has played a central role m studies of African history Although many African 
leaders have called for greater African Unity and a concomitant mcrease In intra-African trade, the 
amount of intra-African trade IS stili modest today This sItuation has arisen as a result of the 
eXistence of barriers to mcreased intra-African trade whIch Involves more than the level of Import 
and export duties 

There are major institutIOnal barners to Increased trade including the lack of agreement on common 
grades for agricultural products such as maize and sorghum, language barriers and finanCIal and 
communication networks which link African countries to Europe rather than to each other 

However, despite the apparent gloomy situation which the available literature on intra-African trade 
portrays, many observers argue strongly that intra-African trade IS substantially higher than It has 
generally been thought to be the case It IS known, for example, that for many years, there has been 
Intra-west African trade involving movement of livestock from north to south, and kola nuts from 
west to east, onions from north to south and preserved fish from south to north 

1 2 Background to study 

Unfortunately, SOCial sCience research on this intra-African trade has been dommated by geographers 
For this reason, not much IS known about this trading network and the SOCial background of those 
Involved 

This study fOCUSSing on kola nuts, livestock and onion IS therefore aimed at increasing our 
understandmg of how ethnic-based marketmg networks operate, what hinders their full expansIon 
and development and what opportunrtles eXist to promote their development as well as the effiCiency 
of their regional and trans-regional enterprise 

1 3 Terms of Reference 

Plan consult was expected to conduct research to Identify more preCisely who the primary traders 
operating In the formal and mformal regional trading networks for kola, livestock and onion are for 
a better understandmg of the SOCIal baSIS for transactions and commodity flow 

SpeCifically Plan Consult was expected to 
(I) collect general background qualitatIve informatIon on whIch ethniC groups are Involved In 

cross border trade, 
(II) interview selected traders and busmess people In the Important market centres 
(III) determine to what extent ethniC affiliatIOn IS Important In the commerCIal trade of kola nuts, 

livestock and Onions, more preCisely, Identify modern-day trade COrridors for the 
commodities, and analyze In depth the nature and SOCial baSIS for transactions that take place 
m border markets (or markets that serve cross-border trade), 

(IV) to extent pOSSible, collect the informatIOn necessary to estimate the volume of commodIties 
traded at each stage of the marketing cham, 
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(v) make Prioritized recommendations with wntten rationales, as to which market towns or 
trading sites/posts the expatriate expert should focus her interviews In, 

(VI) provide any easily obtainable and relevant policy, licensing and regulatory information for 
the commodities In question 

1 4 Commodities selected for research 

Three commodities - kola, cattle and onion were selected for this study 

The study adopted three approaches for the data collection 
(I) observational VISitS to selected markets and collection centres, 
(II) (a) Administration of questionnaire to interview the key actors of the trading In big 

trading centres, 

(b) DIscuSSion With government officials Involved In the handling of the trading activities for the 
three selected commodities 

(III) Study of official trade statistics and records 

1 5 The role of ethnlclfles m cross-border agricultural commodity trade 

Orgamzatlon of trading involVing the three selected commodItIes IS founded on private entrepreneurs 
operating through traditional marketing system The majority of the traders operate on regional baSIS 
among specific ethnic groups Each ethnic group plays a specific role In the trading channel as 
producers, commodIty leaders, (market king, and queens) wholesalers and retailers 

For example the Fulanls are the prinCIpal herding group throughout the sub-regIon 

1.6 Kola 

Kola IS an indIgenous or native of the world's tropIcal rain forests Out of the SIX known edible 
kolanut speCies, three can be found In Ghana These varietIes are whIte (Alba), Red (Rubra) and Pink 
(Polllda) 

The crop takes 5-9 years to mature and to begin frUition In recent years however, research efforts, 
notably at the Cocoa Research Institute of Ghana (CRIG) at Tafo and the UniversIty of Ghana 
Research Station (ARS) at Kade have reduced the frUItion period to between 1 ~ and 3 years 

1 6 1 Production and production zones, seasonahty 

Kola IS grown In all the SIX cocoa growing regions of Ghana namely Ashantl, Brong-Ahafo, Central, 
Eastern, Volta and Western However the concentratIOn IS In Eastern, Ashantl and Western Regions 
It IS also cultIvated In 64 out of the 110 districts In Ghana 

An estimate from one source indIcates that 2,341,600 acres are under kola cultivatIon and the annual 
production ranges from 120,000 MT to 160,000 MT 

Apart from few plantatIOns (about 1,000 acres) kola IS normally not cultivated In pure stand but 
found dispersed In cocoa farms and In the wild 
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There are two mam haNestmg seasons October to February which IS the major season and May to 
July, the mmor season 

Kola IS either haNested from the tree or picked when It falls from the tree by the indigenous people 
of the producmg areas The producers sell the kolanuts to the local dealers who own IIshagos" 
(sheds) where the processing, handling and packaging of the nuts are done Baskets traditionally 
called "kondo" (a Hausa name for basket) IS the Unit of measure Approximately three kondos are 
equivalent to 100 kgs 

For packagmg, Jute bags or polysacks lined within with leaves are used 

1 6 2 Marketing and uses of kola 

About 90,000 MT of kolanuts are said to be exported to Nigeria, Burkina Faso, Niger and Mall 
annually Kola enJoys speCIal favour with the people In these areas Small doses of kolanuts are said 
to Increase mental activity thereby redUCing the tendency for sleeping Apart from aiding digestion, 
kolanut has a nutritive value which sustains life for some time even If no other food IS taken The 
kolanuts thus seNe as a glass of chocolate or a vitamin tablet ThiS explains why It IS Widely used 
on *caravan routes by profeSSional dnvers Again kolanuts are offered as valuable gifts on Important 
occasions such as dOWries, funerals, donations or child-naming ceremOnies, land sales, given as a 
sign of love, goodwill parcels etc A gift of kolanuts to Hausa women on the birth of a child IS a 
mark of the highest honour *(Aklnbode, 1982) 

Kolanuts are sometimes used as a dye stabilizer The liqUid expressed from crushed kolanuts, are 
mixed with certain dyes like the indigo and diluted with water The resultant solution IS an effective 
mordant Kolanuts are also sometimes used as a cosmetic The taint produced on the lips and teeth 
by cheWing red kolanuts IS sometimes cherished by the Hausa Because of ItS several uses, kolanuts 
have become a major cash earner for many farmers In the cocoa growing regions In Ghana 

1 7 Livestock 

1 71 ProductIOn and production zones 

Livestock IS produced mainly In the savanna zone of Northern, Upper East and Upper West Regions 
and to a lesser extent In the coastal savanna zones of Greater Accra and Volta regions Production 
and consumption figures indicate that Ghana IS deficient In meat production hence local production 
IS supplemented with Import from Burkina Faso, Mall and Niger 

Transactions In livestock Increases dUring the dry season (November - March) which comcldes with 
the post haNest period 

1 72 Types of hvestock Involved m Inter regional trade and the role of ethmc groups In 
the trade 

The animals Involved m the Inter regional trade mclude cattle, sheep and goats The dIfferent 
segments of the trading actIVIties are based on ethniC lines These Include the herders, mainly 
Fulanls, the traders, who Include Dagombas, Kussasls, Mamprusls all from Ghana and Moshls and 
Zabramas from Burkina Faso and Niger respectively 
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1 8 Omon 

1 81 Production, production zone and seasonahty 

The production of onion IS concentrated In Bawku District of Upper East Region with ItS peak season 
In December-January Both the production In Bawku and shallot production In the Keta and Kwahu 
Dlstncts are not enough to meet local demand Hence large quantitIes of omon are Imported from 
NIger, Burkina Faso and Europe (mostly from Holland) to supplement the production In Ghana 
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20 GENERAL QUALITATIVE INFORMATION ON THE ETHNICITIES INVOLVED IN THE 
TRADE 

21 Kola 

2.1.1 Dominant ethmc groups Involved In Inter regional kola trade, history, culture, rehglOn, 
social organization strengths and weakness m the busmess 

The history of kolanuts In West Africa IS long dated Moslems In the northern savanna land probably 
knew the crop some 800 years ago It IS recorded that In the fourteenth century every town wlthm 
Zana Emirate In Nlgena, for example, had to pay tnbute to Queen Amma of Zana with kolanuts 

Unlrke cocoa, the date of ongln of kola 10 Ghana IS uncertain It IS however known that kola was 
one of the agncultural commodities traded In the then Gold Coast during the 18th century 
Meillassoux (1971) records that In order to encourage trading activities 10 kola, King Osel Bonsu 
(1801-41) of Ashantl gave the Moslems favourable trading conditions He set up admmlstratlve rules 
and personnel 10 the markets 

Although few Ghanaians (mostly from northern Ghana) chew kolanuts, kolanut production 10 the 
country has been made possible pnmanly because of three maIO factors These are 
(I) Physical environmental factors such as ramfall, temperature, relative humidity and soli 

conditions which are condUCive to the germmatlon and growth of the kola tree 
(II) The low capital equlpments reqUired for cultivating kolanuts SImple age old Implements 

which the farmer also employs In cultivating cocoa and food crops are used 
(III) The trees are found mainly on cocoa plantations and not much extra labour IS needed for 

their maintenance The cost to the farmer of growing kolanuts on hiS land IS thus an 
opportUnity cost 

(IV) Availability of ready market 

The indigenous people of the prodUCing areas sell the nuts to local dealers who are mainly Hausas 
(from Nlgena) and Kotokolls (from Northern Togo) Almost all of the dealers are Moslems 

There are two main types of markets for kola These are the assembly markets as were found at 
Oyoko, Kade, Nkawkaw, Asuasl In Kumasl, Offlnso Kokote, Juabeng and Efflduase and transmit 
markets as were found at Bawku, Bolgatanga, Navrongo and Zebilia It must be mentIoned however 
that In certam places, the assembly markets serve as transit markets at the same time 

Like all commercial actiVities, the traders' maIO aim IS to buy and sell the commodity under the best 
conditions ThiS reqUires an organization, an mformatlon service, knowledge of pnces at different 
pomts on the market etc There IS also a need to keep up close contacts Most of the bUSiness 
transactions are verbal and through bargamlng Hence the necessity to trust each other ThiS IS 
faci "tated by the IslamiC relrglon whereby the traders see themselves as brothers They are also 
bound by a common language - Hausa The relrglon promotes the SPirit of adventurerrsm and rrsk 
taking For despite the penshable nature of the commodity, stili the people continue to trade 10 kola 

The main strength 10 the kola Industry IS that as long as the IslamiC relrglon flourrshes the demand 
for kola Will continue With the ongomg research to overcome the agronomic problems of kolanuts, 
production IS expected to Increase 10 the future 
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However there seems to be relatively untapped market avenue within the ECOWAS Region, North 
Africa, Europe and United States There IS the need for governmental intervention to promote the 
rapid development of the mdustry 

2 1 2 Business share and traditIOnal comparative advantage and barriers to entry 

From time Immemorial the Hausas have been the prmclpal ethnic group In the kola trade They are 
very conversant with the trade For a long time they have been In control of the kolanut market In 
Nlgena which IS the centre of the kola trade network In West Africa 

The Aliens Compliance Order made by the Ghana Government m 1969 affected the trade adversely 
since majority of the Hausas had to leave Ghana Other ethniC groups from northern Ghana and 
some Akans as well as some government orgamzatlons tried to take over the trade but With little or 
no success The failure was due mainly to the fact that the Ghanaians lacked solid base In Nigeria 
and Burkina Faso ThiS IS because Ghanaians have from time Immemorial not been active m the 
Intra-West Afncan trade In agricultural commodities Thus there are very few or no Ghanaians acting 
as landlords m the other countnes It therefore becomes difficult for Ghanaians to actively 
participate m a trade which IS transacted mamly on credit and hinges on personal trust Compared 
to the Hausas, Ghanaians also lack knowledge In the handlmg and preservation of kolanuts 

With the change of government In 1972, the Hausas re-entered the kola trade and have since 
dominated the trade to Nigeria which IS now mostly done formally However due to the 
introduction of the quota system by NACOD, some traders have started smuggling the nuts across 
Ghana 

The period after the Allen Compliance Order faCilitated the entry of other ethniC groups mto the kola 
trade Thus Moshls from Burkina Faso m particular and Kotokolls are very active m the Informal 
trade The Hausas are now concentrated m the Eastern region where the white kola which IS 

preferred m Nigeria IS predommant while the other tribes are mostly found In areas where red kola 
IS produced 

Thus the followmg picture emerges as the pattern of bUSiness share among the ethniC group 
1 PartiCipants In the assembly markets, Akan (50%), Hausa (20%), Kotokoll (20%) and other 

Northern groups (10%) 
2 Participants In the wholesale trade Hausa (60%), Kotokoh (10%), Moshl (5%) other 

Northern groups (25%) 
3 Participants m the Export trade (offiCial) Hausa (80%), Kotokoh (5%), Moshl (5%), other 

Northern groups (10%) 
4 Participant m the Export trade (mformal) Moshl (45%), Hausa (20%), Kotokoll (10%) , other 

Northern groups (25%) 

22 Cattle 

221 Dommant ethmc groups mvolved m mter regional hvestock trade, history, culture, religIOn, 
SOCial orgamzatlOn strengths and weakness In the busmess 

The majority of livestock traders have regIOnal, ethniC or kmshlp ties to livestock production zones 
While the prinCipal cattle herders are Fulams, the suppliers of the ammals are mostly Moshls (from 
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Burkma Faso) and Zabramas (from Niger) The suppliers sell the animals to the individual traders who 
transport them to the consummg centres Cattle from Ghana are usually with short horns and weigh 
between 80-100 kg , while those from other areas are mostly Zebu which weigh between 350-500 
kg The ethnic background of the traders depends upon the area of operation 

The traders have landlords (commodity leaders) mostly Dagombas, Kussasls, Mamprusls (all 
Ghanaians) and Hausas from Northern Nigeria) The landlords act as hosts for the traders and assist 
them m sellmg the animals to the butchers 

At the slaughtermg level, the trade IS dommated by Gaos (from Mall) m Accra and Hausas (from 
Northern Nigeria) and Dagombas (from Northern Ghana) m Kumasl Among the meat cutters, the 
Hausas and Zabramas dommate In Accra, while In Kumasl majority are Dagombas, Grushls and 
Frafras 

The traders are bound by common religion (Islam) to the extent that all animals must be slaughtered 
by a Moslem before the meat IS sent to market for sale In addition they are bound by a common 
language (Hausa) which enables them to transact business easily Smce majority of traders lack 
formal secular education, most trading transactions are verbal Thus In the absence of written 
documents, trust becomes an Important element In day to day transactions which very often IS on 
credit 

222 BUSiness share and traditIOnal comparative advantage and barriers to entry 

Before the Aliens Compliance order of 1969, the livestock trade was dommated by Hausas, Gaos 
and Zabramas While the Hausas acted mostly as landlords, the Zabramas, Gaos and Moshls 
controlled the actual movement of the livestock across the border 

This system was disturbed by the Aliens Compliance Order which forced most of these traders out 
of the country To fill the vacuum created the Meat Marketing Board was set up to be solely 
responsible for the Importation of meat including cattle The Board sold meat on cash baSIS to 
butchers directly Since the butchers were finding It difficult to raise funds to buy directly from the 
Board, some of the allen traders became middlemen between the Board and the butchers 

On the collapse of the Meat Marketing Board, due to corruption and lack of knowledge m the trade, 
the allen traders agam took over the trade However with the mtroductlon of prohibitive Import 
tariffs on livestock, the aliens could not assume their former roles as Importers but became landlords 
and wholesalers Those who contmued to be Importers used Ghanaian traders as frontmen to 
smuggle livestock across borders 

AnalysIs of the field data revealed the follOWing pattern as the principal ethniC groups In the trade 
as a whole 
1 Cross Border Trade (smugglers) 

Hausas (30%), Zabrama (30%), Moshl (20%), Gaos (20%) 
2 Dealers (wholesale) 

Northern Groups (50%), Hausa (30%), Gaos (10%), Zabrama (10%) 
3 Retailers 

Northern Groups (40%), Hausa (30%), Zabrama (15%), Gaos (15%) 
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It was however observed that there were variations In the ethmc composition m the major Cities 

In Accra the wholesalers are mostly Gaos (75%), Hausas and Zabramas (25%) while the retailers are 
Hausas (40%), Zabramas (25%), Dagombas (15%) and others (20%) In Kumasl, the majority of the 
wholesalers are Hausas (65%) while the retailers are composed of Hausas (30%), Dagombas (20%) 
Grushls and Frafras (40%) and others (10%) 

Among the cattle dealers found at Ashlaman, Hausas formed 60%, Gaos 20% and others 20% In 
Kumasl 40% of dealers were MoshlS, Mamprusls and Dagombas 20%, Busangas 20% and others 
20% 

In Bolgatanga, Frafras were the dominant dealers forming 60% while Dagombas and Hausas 
constituted the remaining 40% At Flelmua, 60% of the dealers were MoshlS, 30% were Fulams and 
others 10% 

231 Dommant ethniC groups mvolved m mter regIOnal om on trade, history, culture, 
religion, SOCial organizatIOn, strengths and weakness m the busmess 

The bulk of the omans from Niger IS handled In Accra by Hausas and Zabramas while In Kumasl 
the Gaos dommate the trade At the Bawku market which serves as both assembly and transit 
market, Mamprusls, Kusasls, Zabramas and Gaos constitute more than 90% of the traders 

Imports from Niger and Burkina Faso are conducted by Zabramas and Hausas and to a lesser extent 
by some Gaos When there IS shortage of omon In these areas, the traders turn their attention to 
Abidjan for supply, usually of the European white omon 

Again the IslamiC religion and the hausa language play an Important role In the trade The traders 
are able to coordinate their actiVities because they trust each other There IS transparency In the 
bUSiness 

However, due to the perishable nature of the commodity, many traders lose their capital due to 
spOilage For this reason, there are always new entrants to the trade This situation affects mostly 
the Importers 

2 3 2 Busmess share and traditional comparative advantage and barriers to entry 

The follOWing pattern emerged as major ethniC groups In the trade 
1 Import Trade 

Hausa (50%), Zabrama (25%), Gao (25%) 
2 Wholesale (landlords) 

Gao (50%), Zabrama (30%), Hausa (20%) 
3 Retail Trade 

Zabrama (40%), Akan (30%), Hausa (10%), Northern group (10%), other ethmc groups 
(10%) 

In the major terminal markets of Accra and Kumasl the wholesale and landlord actiVities are 
controlled by Hausas and Zabramas for the former while the Gaos are dommant In the latter 
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To be able to enter the trade and be successful there IS the need for a trader to be conversant with 
the source of supply, to speak the Hausa language and be a risk bearer 
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30 TRANSACTION FLOWS AND CURRENT SYSTEM OF MARKETING 

31 Kola 

3 1 1 Marketing Channels/Trading Networks 

The whole kola marketing operation IS centred around the "shago" owners These dealers handle 
purchases, processing, storage and assembling of stocks and also act as landlords for exporters 

In the area of purchases producers/pickers send their kolanuts, usually headloads of one or two 
baskets to the "shago" for sale However due to competition and the need to assemble stocks faster, 
agents are employed to help In the purchases Agents are offered the same price as pickers who 
deliver at the "shago" Their commission IS the difference between the farmgate and shago prices 
After procurement of the nuts all the other intermediary processes are done In the "shago" 

The kolanut IS normally exported, by the "shago" owners, local buslnessmen/compames and 
foreigners For offiCial export the exporter must be registered with the Ghana Export Promotion 
Council (GEPC) and National AssoCIatIOn of Kola Dealers (NACOD) In addition A2 forms from Bank 
of Ghana should be completed (for forex repatriation) for each export At the loading pomt the 
exporter pays Council dues and update Income tax payment The truckload IS then sent to a central 
pOint at Achlmota, Accra where the NACOD waybill IS Issued to cover the consignment after which 
the consignment IS allowed to go through the Atlao border pOint (the only offiCial eXit pomt for 
kolanuts) 

The study however revealed that the bulk of the export IS done unofficially ThiS IS normally earned 
out by both Ghanaians and foreigners through the northern borders 

The main assembling centres In the Eastern region are Oyoko, Nkawkaw and Kade The bulk of 
kolanuts from these areas which are normally the white type are exported to Nigeria and Togo 
through Aflao Small quantities of red kola from the Volta region are smuggled to Togo mainly by 
the Kotokohs who operate along the numerous borders In the region 

In the middle belt comprising Ashantl, Brong Ahafo and Western regions red Kola IS produced In 
large quantities Asuasl market In Kumasl IS by far the largest assembling market Other major 
assembling POints are at Techlman, Juabeng/Efflduase, and Kokote near Offlnso Kola from thiS belt 
IS normally transported to towns close to borders In Upper regions espeCially Bawku, ZebJlla, Paga 
and Bolga as an Internal transaction From these towns the nuts are traded across the borders to 
cattle, cowpeas and onion dealers 

At the border towns "shago" owners operate mainly as landlords for suppliers from the south and 
buyers from the north (Burkina Faso, Niger and Mall) By keepmg the vIsitor the landlord receives 
"Talma" (commiSSion) from the local benefiCiaries of the VISitor's transaction The landlords also assist 
foreign buyers to export the goods 

3 1 2 Marketing Infrastructure and FaCIlities 

The basIc Infrastructure used In the marketing of kolanuts IS the "shago" ThiS IS normally a wooden 
shed With thatch roofing ThiS Simple structure IS very effective In malntalnmg a condUCive 
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environment for the storage and preservation of kolanuts In the fresh (fermented) form It allows 
maximum air flow and avoid heat, dampness and direct sun rays which are detnmental to kola 

Articulated and other cargo trucks are used In the transportation of kolanuts throughout the marketing 
network These trucks are not Ideal for the movement of kola, thus whenever the Journey lasts for 
more than 3 days It results In a lot of spoilage 

The main eqUipments used In the handling and storage of kolanuts are 
a) Kondo - These are baskets used as standard measure for kolanuts for both purchasing and 

seiling In some areas, especially In the north, buckets are used Larger baskets "Ebuo" are 
normally used In the middle belt for storage 

b) Sacks - Both polypropelene and Jute sacks lined With leaves are used for storage and as 
containers for movement of kola 

3 1 3 Sources of market mformatlOn 

Information flow IS very vital In the mode of sale which IS normally on credit The main types of 
market mformatlon required are demand and supply situation at the vanous markets, pnces, and 
conditions prevailing on the vanous routes (border closure, road damage, etc) 

Dealers get these information through exporters and other dealers who return from the vanous 
market POints Information IS also sent to dealers by their landlords In the Importing countnes 
espeCially Nlgena One major source of market information IS the NACOD which has very strong 
relationship With their Nlgenan counterparts 

3 1 4 Sources of Fundmg - Currency consideratIOns 

With the exception of transactions between producers/pickers and agents and "shago" owners, all 
the other levels of trade are done mostly on credit 

Some of the major exporters receive kola on credit from "shago" owners payable In one or two 
months when stocks are sold All exporters are expected to show proof of payment of their exports 
to Bank of Ghana before approval IS given 

In the case of kola exporters who are registered With NACOD, the ASSOCIation guarantees them for 
the repatnatlon Sales of offiCial exporters are normally In either Naira or CFA The Naira IS changed 
at the Forex Bureau for Dollars and deposited In the exporters account The CFA IS however 
accepted as a convertible currency 

Merchants from Niger, Burkina Faso and Mall who bnng In livestock and cowpeas to sell, use the 
proceeds to buy kola nuts and other products from Ghana 

It should however be emphaSised that most of the "shago" owners have been In the bUSiness for long 
penods and have accumulated resources for purchases 
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3 1 5 Risk Management (receivable) 

Kola IS a very penshable commodity and all the dealers are very much aware and therefore try to 
accommodate some level of losses In their transactions Moreover most of the players In the 
marketmg network are Moslems and this act as a basIs for mutual trust Thus creditors are, more 
often than not, prepared to share genuine losses with their debtors 

At the assembling markets m the producmg areas the "shago" owners usually offer credit to exporters 
however the latter takes all the nsks for damage and fallen pnces The exporter also sells on credit 
at the final destination but thiS IS done through the landlord who acts as a guarantor Once the 
stocks are sold and Talma IS paid to the landlord, It becomes his responsibility to ensure payment 
In case of default the landlord IS to pay to mamtaIn his credibility ThiS IS because goodwill IS 
essential for the growth and sustenance of a landlord's business The same system operates with 
Internal landlords 

For the Northern trade transporters are paid only at their final destination ThiS IS to ensure that 
dnvers do not delay or use trucks that are likely to break down on the way and cause spOIlage 

3 1 6 Level of Handhng, Welghmg and Measurmg, sortmg and gradmg and Packagmg, 
transport and Storage at Different stages of the Kola Marketmg System 

The matured kola pod IS either plucked by the farmer or collected by farmers/pickers when the 
mature frUit falls By tradition only farm owners can pluck the pods from the tree while fallen pods 
can be picked by everybody The pods are broken open to remove the nuts (seeds) which are 
covered with a membrane called festas The nuts are sold with or without the festas In the former 
case the buyer has to remove the festas 

The nuts are usually washed with a solution of Gamma BHe dust 5% formulation or Gammalm 20 
solution (low concentration) The washed nuts are kept In a basket overnight for the water to dram 
off Some of the buyers also use phostoxln to fumigate the nuts usually In storage 

The nuts are then poured onto mats and sorted to remove the Infested, wnnkled and Immature ones 
No grading IS usually done except that white nuts are not mixed with the red or pink ones 
Various forms of measurement are used In the kola trade At the purchaSing level the standard 
measures are the basket of about 30 kg weight, the bucket which can take about 20 kg and the 
"konya" or calabash which usually containS 100 nuts (8 to 10 konyas make one bucket) At the sales 
pomt, two types of sacks are used for wholesaling and export These are the 100 kg weight sacks 
mainly for the Nlgenan market and the 200 kg weight sack used In the northern trade At the retail 
end kola IS sold either In "konya" or In single nuts 

Kola IS stored mainly In "Ebuo" or sacks lined with leaves and kept under shagos In some areas of 
the middle belt farmers and local dealers bury the nuts In the ground for storage Stocks meant for 
storage are normally lined with two layers of leaves and observed frequently Fumigation IS usually 
carned out at thiS stage Packaging for export IS done by USing a minimum of 4 layers of leaves and 
the bags are capped with leaves covered by sacks For Nlgenan exports a leaf called "subaha" or 
mltrangyna stvpulose IS used while for the Northern trade "kafa" leaves or Thaumatococus IS used 
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3 1 7 level of Losses (spOilage) at each stage of the marketing system 

Spoilage IS mainly due to Insect infestation and heat development dUring storage or In transit 
Spoilage occurs at all levels of the trade and It IS estImated to be about 30% of produce under 
normal circumstances However massive spoilage do occur when there are delays m transit 

3 2 livestock 

321 Trading Networks/Marketing Channels 

The Northern sector of Ghana has about 70% of the country's livestock populatIOn There IS 
therefore a southward movement of livestock The survey conducted however mdlcates that the bulk 
of the meat consumed In the country IS from livestock moved across the border from Burkma Faso, 
Niger and Malt 

In the 1970s the animals were mostly Imported offICially In trucks through Magnon and Paga border 
posts which have facilities for handling and quarantine With the introduction of prohibitive Import 
taxes on livestock, the traders (mostly foreigners) have adopted new methods Cattle, sheep and goats 
are now normally dnven across the border wIth Burkina Faso In small herds to major border towns 
In the Upper regions such as Bawku, Paga, Tumu, Flelmua, Hamtle and Bolgatanga These foreign 
traders have GhanaIan landlordslfrontmen m whose kraals the ammals are kept The landlords on 
receIpt of the ammals, Inform theIr local veterinary offIcers of theIr intentIon to move theIr livestock 
to the south Veterinary offIcers Inspect the anImals and Issue them with a movement permit The 
trader IS then allowed to move hIS animals after shOWing proof of payment of local councIl dues and 
mcome tax Loading onto trucks IS then done at the loading bay of the vetennary servIces local 
offIce 

The main southern markets for livestock are Kumasl and Accra and to a lesser extent Techlman Also 
at these centres there are landlords who are members of Ghana NatIonal LIvestock Breeders and 
Traders AssocIation The landlord takes charge of hIS client's antmals on arrival and sees to It that 
they are watered and fed and also ensures the welfare of the client All tradmg transactIons, whether 
cash or credit, are done through the landlord For hIS servIces the landlord receIves a commission 
"Talma" of ¢2000 per head whICh IS paId by the buyer At the end of the transactIon the client may 
also gIve the landlord a gIft called "Asauka lafla" 

At the tall end of the trade are the butchers who are spread throughout the country and are well 
organized under the Ghana Co-operative Butchers and Meat Cutters AssoCIation ThIS group IS made 
up of slaughterers who buy two or three cows per day, slaughter and dlstnbute the meat to meat 
cutters who retail In the vanous markets 

322 Marketing Infrastructure and FaClllttes 

The main Infrastructural faCl IItles In the livestock trade are kraals and slaughter houses 

In the Northern sector indivIdual cattle owners/landlords own small wooden or mud kraals The main 
market kraals In the south such as Kumasl and Accra are large ones owned by the Local Councils 
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By far the best constructed kraal IS the one at Ahlnsen In Kumasl but It lacks water faCi IItles and 
grazmg land The Ashlaman kraal m Accra however has water and lodgmg facIlities for traders 

The local counCils have also constructed slaughter houses In most towns However with the 
exception of a few, facIlities m these slaughter houses are very poor 

3 2 3 Sources of Market Information 

Information on demand, supply and prices of livestock In the various markets are carned by traders 
who move from one market to the other Like the kola dealers, they mform heir counterparts about 
the Situation In the market they are returning from 

The landlords also playa very Important role In the dissemination of market mformatlon by relaYing 
their observations to their clients Their messages are highly regarded by traders due to their absolute 
neutrality In dealing with both the seller and the buyer ThiS IS because the landlords "Talma" IS 
fixed Irrespective of the price the animal IS sold for 

3 2 4 Sources of Fundmg - Currency ConSideration 

The bulk of the livestock trade IS done on credit At the border pOint the landlord/frontman rarely 
pays cash for supplies made by the foreign traders He either Just acts as a frontman or receives the 
animals on credit and pays after sales In the southern markets In Kumasl and Accra, the landlords 
act as guarantors between their clients and the butchers 

Cash purchases are mostly done by the slaughterers who are normally wealthy traders They on the 
other hand give short term credit to the meat cutters who render dally accounts to them 

The foreign dealers after the sales repatriate their money by purchaSing Items such as salt, kola, 
timber and cement or change them Into CFA at the Forex Bureaux 

325 Risk Management (receivable) 

In the livestock trade risk and possession go hand In hand The moment ownership changes hand 
and "Talma" IS paid, the new owner bears the risk for death, price fluctuation etc even If the 
transaction IS on credit The only exception IS where the animal IS rejected as unwholesome at the 
slaughter pomt In thiS case the supplier bears the risk 

At all stages of the marketing channel, whenever the landlord acts as a guarantor, It IS hiS 
responsibility to ensure that payment IS effected on schedule otherwise he Will have to pay up 

The slaughterers are by tradition expected to accept reasonable level of losses from the meat cutters 
who they supply on credit ThiS IS because the transaction at all levels are not done on weight baSIS 
except at the butcher's shop These losses are accommodated within the slaughterers' margins 
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326 Level of Handlmg, Welghmg and Measurmg, Sortmg, Gradmg and Packagmg, 
Transport and storage at Different Stages of the marketmg system 

At all stages of the trade, the ammals have to be grazed and watered until they are slaughtered At 
the major market centres this function IS carned out by caretakers for a fee 

For live ammals transactions are carned out by visual inspection and bargamlng Weighing IS only 
done at the butchers shop or when slaughterers have a contract with institutions to supply meat No 
proper sorting or grading IS done 

The movement of livestock across the border IS normally on foot Livestock are normally transported 
to the south from the border markets In the north by articulated trucks In groups of 36-40 cows per 
truck Other cargo trucks which can pick about 18 cows are also used Animals are neither watered 
nor fed In transit until they reach their destination 

Three or four escorts per vehicle are engaged to Sit on the trucks to ensure that the ammals are kept 
on their feet This IS to aVOId animals being trampled upon when they he down 

Movement of meat from the slaughter houses to the butchers' shops are done by any available means 
of transport Efforts are being made by the Local Councils to secure meat vans for the purpose 

Meat that IS not sold for the day IS normally stored In pnvate cold stores at or near the market 
centres due to he absence of storage faCilities In the butchers' shops and slaughter houses 

Meat sold In the rural markets are wrapped In leaves In the urban markets polythene bags are 
usually used to wrap meat 

3 2 7 Level of Losses (spOilage) at each stage of the marketmg system 

Losses occur mainly dunng transit This IS however very low and IS estimated to be between 1 and 
3 per cent The losses are normally due to fatigue However shrinkage IS qUite high and IS estimated 
to be 3-10% of the weight Both shrinkage and death can be very high when there are delays, 
espeCially at Police and Customs barners, dunng transit 

33 Omon 

331 Tradmg Networks/Marketmg Channels 

Two types of onion are traded In Ghana These are the Bawku omans (pink) and the European type 
(white In colour) The latter attracts customs duties and sales taxes which make them expensive Thus 
they are usually brought In between July and October when the Bawku omans are scarce ThiS type 
of oman IS Imported from Europe either through the Tema port or Cote d'lvOlre Import through 
Tema are by Ghanaians while those from Cote d'lvOlre are by the same traders who deal In the 
Bawku type 

The Bawku or West African oman forms the bulk of the oman trade Even though thiS type of oman 
IS produced In the Bawku district of Ghana, a greater proportion of the commodity IS Imported from 
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Niger and Burkma Faso Smce crops of West African orlgm do not attract Import duties, the only 
requirement for their Import are IDF, certificates of origin and phytosamtary inspection 

There are two entry POints for the West African oman Ie Kulungugu border post In Upper East 
Region where about 90% of the Imports are channelled, and Paga also In the Upper East region 
Onion IS moved directly to Kumasl or Accra which are the main market centres In Ghana From 
these two centres they are dlstnbuted to other towns and Villages Landlords In Accra and Kumasl 
assist the foreign Importers of both type of oman In the sale of their produce, either on cash or credit 
baSIS They also act as guarantors In all credit sales 

33 2 Marketmg Infrastructure and FaCIlities 

The only mfrastructural faCilities available to Onion traders are lorry stations where the produce IS 
off loaded and market sheds at Bawku market and Agobloshle market In Accra The oman trade IS 
mostly carned out In the open 

3 3 3 Sources of market mformatlon 

Information relatmg to prices, demand and supply of onions at the various major markets and the 
supply sources are transmitted by returning traders from those markets 

3 3 4 Sources of Fundmg - Currency Consideration 

Most of the Importers of oman In Ghana tend to be citizens of the supplYing countries and are 
therefore able to secure some amount of credit, even though the bulk of transactions are cash The 
medium of payment at the supply end IS the CFA franc 

In periods of scarcity most of the sales at the wholesale markets m Accra and Kumasl are In cash, 
However dunng penods of abundant supply sales are done on credit through the landlords who act 
as guarantors 

After sales most of the traders change the CediS Into CFA at the Forex Bureaux except where the 
trader wants to purchase timber, salt, cement and aluminium products 

335 Risk Management (receivable) 

Omans are highly penshable The bulk of the spoilage occur dUring transit due to the Inappropnate 
mode of transportation, long distance from the supply sources to the market, and delays at the 
numerous road barners on the route The bulk of the risk IS therefore borne by the Importer ThiS 
has resulted In high drop out rate among Importers of onion 

To aVOid delays at the barners Importers pay bribes to be able to move faster dUring day and nrght 
They also use very strong vehicles to aVOid breakdowns 

The only risk which IS not borne by the Importer IS that of default by creditors who are usually 
guaranteed by the landlord To reduce thiS nsk landlords ensure that credits are given to people they 
know and can trust 
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3 3 6 Level of handhng, weighing and measuring, sorting, grading and packaging, 
transport and storage at different stages of the marketing system 

Onion IS normally packed In maxI Jute sacks about 120 kg In weight dUring transit and transported 
by articulated trucks The white onion which are normally Imported through Tema or Abidjan are 
packed In 25 kg nylon net-like sacks which IS more appropriate for the packaging of onions 

After the commodity has been sold to wholesalers In maxi bags, they are repacked mto more aerated 
25 kg nylon sacks (reused sacks from the European Imports) and rotten bulbs removed 

Retailers normally sort out Into size and the bigger the size the higher the price The measure used 
for retail IS "olonka" which has an average weight of 2 6 kg They are also sold In smgles or even 
In sliced portions 
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4 0 INTER REGIONAL TRADE 

41 KOLA 

Table (1) shows the formal export trade m Kolanuts for the five-year period from 1989 to 1993, m 
terms of quantity and value 

1989 
1990 
1991 
1992 
1993 

QUANTITY 
(TONS) 

7,482605 
7,402447 
6,989982 

10,038039 
9,97272 

TABLE (1) 

EXPORT OF KOLA 

VALUE 

Mi} (CEDIS) 

1,476,135 43 393,614,76242 
1,034,120 02 317,551,785 02 

901,90685 331,270,720 66 
1,432,845 38 568,506,772 28 
1,020,750 13 704,018,779 06 

Between 1989 and 1993, the growth In the quantity of kolanuts exported mostly to the neighbOUring 
West Afncan Countnes was thirty-three percent albeit the tonnage of the commodity exported had 
Initially fallen, between 1989 and 1991 by 6 6 percent 

DUring the same penod from 1989 to 1993 the value of kolanuts exported, In terms of US dollars 
fell by nearly thirty-one percent However, the cedi value for the same period rose by nearly 
seventy-nine percent reflecting the massive depreCiation of the cedi vis-a-vIs the us dollar dUring the 
course of the five-year penod 

The prices quoted above for the formal export of kolanuts are rather on the low Side It IS strongly 
suspected that there IS an element of underrnvolclng In the pnce structure of the commodity 
exported as a means of evading taxes offiCially leVied on the Income derrved from the export activity 
It IS also a means of retammg substantial portion of the foreign exchange accrumg from thiS export 
trade, outSide the country 

Moreover, indications obtained from the field survey, In thiS connection, suggests that the actual 
average price paid In Nigeria dUring the 1993 penod, was ¢57,500 per bag of 100 kg weight Instead 
of the offiCially recorded pnce of ¢7,059 for the same quantity 

ThiS IS also reflected on the matrix information sheet relating to the formal export of kolanuts Here, 
the value of the wholesale trade was higher than the export trade due to the low recorded value of 
the formal exports 
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Since there IS virtually no Impediment m regard to the export of kolanuts especially, through the 
southern border, that IS, Aflao pomt of entry, there IS apparently no appreciable informatIon or 
indication pertamlng to Informal trading m the kolanut product through this route or, Indeed, any 
other routes that may convenrently be Identified elsewhere In the country 

The scanty information relatmg to mformal kolanut trade pertains to the unoffiCial movement of the 
commodity from the pomt of production m the Ashantl region to the northern borders where export 
transaction IS prohibited 

The quantities given below relate to the monthly movement of kolanuts from the mdlcated pomts 
to the north 

555 tons from Kumasl to the North 
213 tons from Offmso to the North 
320 tons from Juabeng to the North 
212 tons from other producing areas to the North 

On the basIs of the above listed mformatlOn, It would be reasonable to assume a movement of 1,300 
tons of kolanuts per month from the above-mentioned slgnrflcant production POints m Ashantl to the 
northern borders of Ghana - and ultimately across the border to the nelghbourrng ECOWAS countrres 
m the sub-region 

An estimate of 15,600 tons of kolanuts exported annually and Informally form Ghana to the border 
countrres m the north obViously suggests a 78,000 tons movement of kolanuts Within a five-year 
perrod across the northern borders of the country 

Given the average price per ton of kolanuts to be approximately ¢473,OOO the total cedi value of 
the five-year Informal export of the product, through Ghana's northern borders to the neighbouring 
countnes In the West Afncan Sub-region, would be nearly ¢36 9 billion cediS - an average of 
approximately ¢74 billion cediS annually These are construed as conservative figures since the 
trade In thiS commodity IS very brisk and Involves an Immense number of well organrsed traders 

4 2 LIVESTOCK 

The Table (2) below shows the total population and movement of cattle In the Upper West and 
Upper East regions of Ghana, durrng the five-year period, from 1989 to 1993 EmphaSIS has been 
placed on the magnrtude of Cattle production and marketing m the Upper regions of Ghana, because 
the Upper West and East regions between them constitute the predominant centres of cattle breeding 
and source of supply to the other regions, especially those Within the Southern segment of the 
country 
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TABLE (2) 
TOTAL POPULATION AND MOVEMENT OF CATTLE (1989-93) 

UPPER WEST REGION UPPER EAST REGION 

YEAR TOTAL POPULATION MOVEMENT % TOTAL POPULATION MOVEMENT 

% 
(TP) (M) (M/TP) (TP) (M) (MITP) 

1989 240,813 16,310 68 197,193 NiA 

1990 217,786 12,979 60 195,138 NiA 

1991 237,640 11,055 46 188,980 49,222 
207 

1992 243,193 14,177 58 189,816 43,552 
179 

1993 213,773 15,365 72 202,957 53,587 
264 

The table indicates that while the growth of the cattle population In the Upper West region between 
the five-year penod was -11 2% the growth of Cattle movement In the same region was -5 8% dUring 
this period The figures for the Upper East region from 1991 to 1993 were 74% and 8 9% 
respectively Furthermore, information portrayed by the table shows that In the three-year period, 
for example, the cattle population In the Upper West region was greater In every year, than that of 
Upper East Nevertheless, the latter region moved, on average, over three times the cattle moved 
by the former region 

However, m order to ascertain a rough estimate of mformal cattle movement across the border mto 
Ghana, It IS necessary to examme the different components of cattle population For this purpose, 
we would have recourse to the use of the information offered by the Upper West and East regions 
In 1993 This information IS assembled m Table (3), below 
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TABLE (3) 

UPPER WEST AND UPPER EAST REGIONS POPULATION OF CATTLE (1993) 

CATEGORY UPPER WEST UPPER EAST TOTAL 

BULLS 10,506 22,301 32,807 

YOUNG BULLS 17,833 22,783 40,616 

BULLOCKS 9,884 24,432 34,316 

COW 89,498 67,837 157,335 

HEIFERS 36,680 33,468 72,148 

CALVES 47,372 32,136 79,508 

TOTAL 213,773 202,957 417,730 

Since traditionally the sale of cattle relates mainly to the bull category, the movement of cattle to the 
southern part of the country, dunng the five-year penod, mvolved predommantly the bull population 
Therefore, assuming that all the bull population of cattle In the two regions were moved to the south 
In 1993, there would stili be a short-fall of 36,145 (being the difference between the observed total 
movement of cattle In the two regions and their aggregate bull population m 1993) which might be 
deemed not to have orrglnated from the Upper West and East regions durmg that year 

However, since It IS unlikely that all bulls were sold In the course of 1993, we would be Justified 
In making a further assumption based 
on the information given by the cattle dealers that an estimated proportion of the other categones 
of cattle population were also moved to the southern part of Ghana In 1993 

Thus, If on the baSIS of thiS premise It IS Inferred that seventy-five and one per cent, respectively, of 
the bull and other categories of cattle were sold In 1993, by the ranchers of the two regions, an 
approximate quantity of 28,444 would be obtained representing the cattle population from the 
Upper West and East regions which actually moved to the southern part of Ghana In 1993 

It can, therefore, be meanmgfully concluded from thiS analYSIS that approximately fifty-eight per cent 
of the cattle population that moved from the two regions to the south In 1993 constituted an Inflow 
from across the border which was unrecorded 

Indeed, for reasons which are discussed elsewhere In thiS Report, there IS absolutely no record of 
formal trade In cattle between Ghana and the neighbOUring countries In the sub-region USing a 
lower percentage of fifty-five than the one deduced above, as a reasonable yardstick In the absence 
of adequate and suffiCient data, we can meaningfully estimate the component of the moved-cattle 
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that constituted the Informal Import of livestock Into the two regions from the West African sub
region, during the five-year period The estimated quantities are presented In Table (4) below 

TABLE (4) 

INFORMAL CATTLE IMPORTS FROM THE WEST AFRICAN SUB-REGION 
TO THE UPPER WEST AND UPPER EAST REGIONS OF GHANA (1989 -1993) 

YEAR QUANTITY 
UPPER WEST REGION UPPER EAST REGION TOTAL 

1989 18,971 NiA 8,971 
1990 7,138 NiA 7,138 

1991 6,080 27,072 33,152 

1992 7,797 23,954 31,751 
1993 8,451 29,473 37,924 

ESTIMATED FROM TAB LE (2) 

Another umque eVidence which re-enforces the eXistence of Informal cattle tradmg across the border 
Into the Upper regions of Ghana relates to the cattle stock and flow mformatlon In respect of the 
Bawku District In the Upper East region 

As table (2) above indicates, the total cattle population In the Upper East region dUring the 1993 
reportmg year was 202,957 324 percent of thiS quantity, namely, 65,868 was contributed by the 
Bawku District alone What IS more revealmg, however, pertains to the nearly 57 percent of the 
total regional moved-cattle that originated from Bawku, that IS, 30,487 out of the Upper East regional 
total of 53,587 ThiS information obViously suggests an eXistence of some measure of mformal 
commercial transaction In livestock between Ghana and the countries across the border - especially, 
Bawku being a border town between Ghana and Burkina Faso 

On the baSIS of the information adduced from the cattle dealers, an estimated average price per cattle 
IS conSidered to be Within the region of ¢150,OOO, a price at which cattle IS sold to dealers at the 
border pOint On thiS assumption, Table (5) below indicates the total value of the Informal cattle 
trade between Ghana and the nelghbounng countries of the sub-region, for the five-year period The 
Upper West and East regional figures are taken together as representmg the proportion of the 
Ghanaian movement of livestock which orlgmated Informally from across the country's northern 
border countries In the West African sub-region 
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TABLE (5) 

VALUE OF INFORMAL CATILE IMPORTS FROM THE WEST AFRICAN 

SUB-REGION TO THE UPPER WEST AND EAST REGIONS OF GHANA 

(1989 - 1993) 

YEAR TOTAL QUANTITY VALUE (¢) 

1989 8,971 1,345,650,000 
1990 7,138 1,070,700,000 
1991 33,152 4,972,800,000 

1992 31,751 4,762,650,000 
1993 37,924 5,688,600,000 

The table rndlcates that both the total quantity of mformal cattle Imports rnto the Upper West and 
East regions of the country and the value accrumg therefrom mcreased by 322 7 per cent dunng the 
five-year penod form 1989 to 1993 

43 ONIONS 

Since there IS no restnctlon Imposed on the movement of agncultural produce wlthm the ECOWAS 
sub-region, there IS absolutely no rndlcatlon of rnformal trade m onions between Ghana and the 
nelghbounng countnes m the sub-region All Importations mto the country of thiS commodity are 
officially recorded and thus, rnformatlon obtamed In respect of the onion trade relates to offiCial 
transactions, pertaining to Imports of the commodity Into Ghana dunng the course of the three-year 
penod rndlcated In Table (6) below 

Unfortunately, Import data for only three years were obtamed from offiCial sources and presented 
In the table rndlcatrng the annual quantities and their respective values 

YEAR 

1992 

1993 

1994 

TABLE (6) 

IMPORT OF ONIONS (1992 -94) 

QUANTITY 
(TONS) BAGS 

3,20333 44,044 

6,69865 92,103 
6,21640 85,472 

23 

VALUE 
(CEDI) 

1,761,760,000 

4,144,635,000 

4,444,544,000 
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The price per bag IS estimated to be ¢40,000, ¢45,000 and ¢52,00052,000 for the years 1992, 1993 
and 1994 respectively 

The Increase In the quantity of onions Imported Into Ghana from the neighbouring countries from 
the West African sub-region was 94 per cent dUring the three - year period from 1992 to 1994 The 
peak year of Importation of thiS commodity was 1993, when nearly 6,700 tons or 92,103 bags of 
omans, valued at ¢4 1 billion, were Imported Into the country In view of the thirty percent rise In 
the price of the commodity - from ¢40,000 to ¢52,000 per bag, dUring the three year period, the 
value of the Imported commodity rose slgmflcantly from approximately ¢1 7 billion In 1992 to over 
¢44 billion In 1994 representing 152 2 per cent Increase dUring the period 
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5 0 RELEVANT POLICY, LICENSING AND REGULATORY INFORMATION 

51 KOLANUTS 

First, a Potential Exporter IS expected to register with the National ASSOCIation of Kolanuts Dealers 
(NACOD) and the Export Promotion Council before bemg allowed to participate In the kolanuts 
export trade In this regard a waybill ISSUed by (NACOD) IS required before the exporter can transact 

any business 

Secondly, Form A2 has to be obtained from Bank of Ghana for a fee of ¢5,000 and duly processed 
before the exporter would be allowed to transact business In this regard 

Thirdly, the exporter IS also reqUired to obtain a Certificate of ongln from the Chamber of Commerce 
at a fee of ¢3,300 and processed accordingly before the exporter would be permitted to move any 
quantity of kolanuts across the Ghanaian border 

Fourthly, an exporter IS reqUired to avail himself of the plant protection and regulatory services 
offered at the border, to enable him comply With reqUisite formalities before the particular kolanut 
consignment IS allowed to cross the border 

And fifthly, the kolanuts export trade IS equally susceptible to the problems posed by the numerous 
polrce and customs road blocks already discussed above 

52 CATTLE 

Movement of Cattle across the northern borders Into Ghana IS unrecorded because of the various 
control and licenSing poliCies effected at the Ghanaian POints of entry which have proved prohibitive 
to the cattle border dealers who are mostly aliens 

The first of these regulations relates to the high taxation rate Imposed on Imported cattle Into Ghana 
The requIsite tax IS Within the region of $062 per kg for cattle and $050 per bag for goats and 
sheep 

Secondly, an Import Declaration Form (lDF) must be completed and formally processed by the 
Customs offiCials at the particular entry border before the movement of the animals Into Ghana IS 
allowed, subject to the acquIsition of a movement permit from the relevant District Assembly office 

Thirdly, an Income Tax clearing certificate IS reqUired before all Import documents are processed 

Fourthly, a Vetennary movement permit IS reqUired after a quarantine penod of between two and 
four weeks before the animals are permitted to enter Ghanaian territory 

And fifthly, the eXistence of numerous police and customs' road blocks, numbenng about fifteen 
between the northern border and Kumasl, where an unoffiCial fee of ¢32,000 to ¢34,000 are 
demanded and paid to the particular personnel on guard, prohibits offiCial and legal dealings In the 
cattle trade 
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53 ONION 

First, the prospective Importer IS required to obtain an Importation Permit from the Regulatory 
Department of the Ministry of Food and Agrrculture before any quantity of onions would be allowed 
to enter the country 

Secondly, a phytosanltary certificate IS required from the country of origin attesting to infestation-free 
Imported Onions before the particular consignment would be cleared to enter Ghana In addition 
to thiS reqUirement, an inspection certificate has to be Issued to the Importer to allow him convey 
the Imported onion consignment to markets In the country 

Thirdly, as In the case of Imported cattle an Import Declaration form must be obtained and processed 
offiCially before the ImportatIon ofthe commodity Into Ghana would be allowed 

And fourthly, the problems posed by the multipliCity of police and customs road blocks are also 
encountered by onion Importers 

60 MARKET TOWNS OR TRADING SITES/POSTS FOR EXPATRIATE EXPERTS 
INTERVIEWS 

Kolanuts The main markets for kolanuts are In Oyoko, Nkawkaw In the Eastern RegIon The Asuasl 
market In the Ashantl Region, and Bawku In the Upper East Region Oyoko and Nkawkaw supplies 
most of the nuts that are exported to Nlgena while the Asuasl market serves the northern sector 
trade The Bawku market which used to monopolize trade with foreigners from Burkina Faso IS 
collapSing because other outlets for direct trade are being used 

livestock Ahlnsan In Kumasl, Ashlaman In Accra, and Bawku In the Upper East are the three main 
livestock markets The Ashlaman and Ahlnsan are terminal markets 

Omon The Rex Cinema park In Accra, the Kumasl central market, and the Bawku central market 
are the main markets worth vIsiting The Techlman market also handles large stocks on market days 
which starts on Wednesdays and closes on Fndays 

61 list of major productIOn and collectIOn centres 

Name of Contact person 
Nana Kodua Kesse, a producer and also the General Secretary of the NACOD 
AlhaJI Shehu Isah, Kola dealer and Chief of Zongo community In Oyoko 
AlhaJI Garba Abubakar, commodity leader and shago owner 
AlhaJI Garba Taflda, shago owner and exporter 
AlhaJI Ahmed Jorome and Mustapha True, exporters at the Asuasl market 
AlhaJI Abdulall Yunusu, one of the seven shago owners at Asuasl market 
AlhaJI Mohammed Sanl, Ashantl Regional secretary of NACOD 
AlhaJI Adamu Sunday of Ghana Private Road Transport Union (GPRTU) at Asuasl 
market He Issues waybills covering vehicle movement to the north 
AlhaJI Alkaslm Abubakar, local chairman of NACOD 
AlhaJI Abu, General Secretary, Accra Branch of Ghana Co-operative Butchers and 
Meat Cutters ASSOCIatIon 
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AlhaJI Elsslfu Akakade, Chairman of Ghana National Livestock Breeders and Traders 
Association, Ashlama 
AlhaJI Ibrahim Iddl, landlord and cattle dealer at Ahlnsa 
AlhaJI Isa Farlngoro, Vice Chairman of Butchers Association, Ahlnsa 
AlhaJI Alhassan Jabrla, National Co-ordinator of the Butchers Association 
AlhaJI Yakubu Sallfu, landlord and cattle dealer 
Chief Sumalla Mamldu, Assistant Chairman Bawku Branch of Cattle dealers 
association 
'Big Boy' (lnusa) cattle dealer 
AlhaJI Mahamadu Nuhu 
AlhaJI Haruna Agesheka, General Secretary of Ghana Agricultural Products Traders 
Association GAPTA 
AlhaJI Musa Abdulahl, commodity leader at omon market now at Rex Cinema Park 
AlhaJI Nuhu, commodity leader 

6 2 List of major transit POints 

Kola - the major transit POints are 

a) Atlao - for kola gOing to Togo and Nigeria 
b) Bawku, Zeblla Bongo and Paga In the Upper East region for nuts being smuggled to Nigeria and 
Burkina Faso 

Livestock - The main entry pomts are 
a) Bawku, Zebrla, Yelwongo/Bongo and Paga In the Upper East Region 
b) Tumu, Flelmua and Hamrle In the Upper West Region 

Omons 

a) European omons enter through Tema and Cote d'ivoire 
b) West African omons from Nlgena and Burkina Faso enter through Kulungugu and Paga 

border post 

7 0 SUMMARY AND CONCLUSION 

7 1 SUMMARY OF MAIN POINTS 

Informal trade In agricultural commodities within the sub region has been In eXistence for several 
years The trade In kola, livestock and onion IS conducted pnnclpally by the people from the 
Northern part of the country and citizens of nearby Nigeria, Burkma Faso, Niger and Mall The 
common factor which unites them are, apart from bUSiness Interests, the IslamiC religion and the 
Hausa language These two factors tend to engender trust among the participants which IS a key 
element In the trade 

71 1 Kolanut 

The trade m kolanut was Introduced Into Ghana by Hausas from Nigeria who remain the most 
dommant tnbe In the trade throughout the subregion The Aliens Compliance Order of 1969 forced 
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most of these traders out of the country The vacuum created enabled other tribes to enter the trade 
The government made attempts to participate m the kolanuts trade through agencies like Cocoa 
Marketmg Board (CMB), Ghana Food DlstnbutlOn Corporation (GFDC) etc but these mltlal tnals 
were unsuccessful due to lack of expert knowledge m the trade and pOSSibly sabotage by the foreign 
dealers Thus the trade m kolanuts IS stili dommated by Hausas, Moshls and some tribes from 
Northern Ghana (Northerners) 

The shagos constitute the assembly and processmg pomts where kolanuts are received from the 
farm gate and rural markets and from where they are transported to the termmal markets m Nlgena 
through Aflao and Burkma Faso and Niger through the Northern borders of Ghana While 
movements through Aflao to Nlgena IS mostly offiCial, the northern movement IS unofficial and rarely 
recorded even though the latter IS much greater than the former 

71 2 livestock 

Until the 1970s there were no restnctlons on the movement of livestock mto the country from 
neighbOUring countries Cattle was thus bemg traded through the approved entry pomts (Mognoll, 
Paga, Hamlle by the Hausas, Gaos, Zabramas and Moshls) These exporters depended on mternal 
landlords who were mostly Hausas based at the major term mal markets to sell their commodities 
The Aliens Compliance Order disturbed thiS eqUIlibrium The establishment of the Meat Marketmg 
Board as the sole Importer of cattle mto the country further disturbed the tradmg pattern The Board 
did ItS purchases of cattle mostly at the mam entry pomts of Mognoll and Paga and either sold them 
to the butchers or handled the retail activity themselves Smce the butchers preViously obtamed their 
requirements on credit offered to them by the foreign traders, they had problems dealmg directly 
With the Meat Marketing Board whose terms were strictly on cash purchase baSIS The wealthy cattle 
dealers who were mostly Gaos and Zabramas therefore turned themselves mto middlemen between 
the Board and the butchers conslstmg mostly Hausas, Zabramas/Gaos and Northerners 

With the collapse of the Board and the ImpOSitIOn of prohibitive tanffs on livestock Imports mto the 
country another group of traders (mostly northerners) emerged as frontmen and landlords to the 
foreign cattle dealers Like kolanuts, the trade IS dominated by Moslems most of whom speak the 
Hausa language 

713 Omon 

The onion trade IS dommated by Citizens of the producmg countries - Hausas and Zabramas (Niger) 
and Gao (Mall) These traders transport the commodities through Kulungugu and Paga borders direct 
to the consummg markets m Accra and Kumasl for sale through their landlords (who are mostly 
Hausas In Accra and Gaos and Zabramas m Kumasl) ThiS IS supplemented With European onions 
Imported through either the Tema port or via Cote d'lvOlre Since there are no quantitative 
restrictions or tanffs on crops of West African Origin, the onion trade IS carned out through offiCial 
channels and therefore recorded 
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B 

c 

Major Constraints and Opportunities of Regional Trade In Kolanuts, Livestock and 
OOion 

Constraints 

A Kolanuts 

Though the kolanut IS one of the listed non-traditional export commodities, little 
attention IS paid to Its development Thus research and extensIOn work In breading 
and post harvest management are very low 

II Kolanut IS highly penshable as a result of Insect infestation and heat generation due 
to Inappropnate transport system and delays at the numerous police and custom 
check POints en route to Its final destinatIon 
In an attempt to control Insect infestatIon all sorts of chemicals are used, most of 
whIch are inJUriOUS to health ThIS makes It diffIcult to explore the vast market for the 
kolanut product In Europe and Amenca 

III Due to the Informal nature of the trade and the dominance of foreigners, transfers of 
proceeds are not effected through the banking system Participants are also not used 
to saving With the banks They therefore normally find It difficult to obtain credit 
facilities from the formal financial sector of the economy 

IV Lack of adequate knowledge about the operations at the terminal market espeCially 
In Nlgena by non-ethniC traders restncts entry Into the kolanut trade 

Livestock 

Lack of Infrastructural faCilities for handling the animals at the market centres, such 
as grazing fields, water, slaughter houses and cold vans or freezers, etc 

II High level of risk as a result of high default rate and animals not sold on weight baSIS 
but by Visual inspection and bargaining 

III The prohibitive tanffs has led to smuggling of animals across the border making It 
difficult to control the transfer of diseases 

OOion 

High perishability espeCially, In transit due to poor transport system and delays at the 
numerous road blocks en route to the final destination 

7 2 2 OpportuOitles 

A Kolanut 

The demand for kolanuts worldWide IS very Intense and there IS room for expansion of 
exports through the use of appropnate methods to control the inCidence of Insect infestatIOn 
and heat development 
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B Livestock 

50 long as Ghana continues to be a net Importer of meat, the demand for livestock from 
across the border WIll mcrease wIth Increase m populatIon 

C Omon 

Onrons are extensIvely used In the preparatIon of almost all local dIshes The demand for 
the commodIty IS, therefore, very high and the usual trend IS that demand Increases with 
Increase In populatIon 

CONCLUSIONS AND RECOMMENDATIONS 

Conclusion 

The onglnal ethnic dominance In the cross border trade of the three commoditIes has been dIsrupted 
as a result of government policIes In the last two decades The trade, however, continues to grow 
WIthout much support from the government 

Further Improvements can, however, be achIeved WIth external support 

7 3 2 RecommendatIOns 

The follOWing recommendations are therefore made for the development of the trade In the three 
commodItIes 

The removal of road blocks will be very Ideal However, where road blocks are necessary, 
all enforcement agencIes should be at a common pomt to faCIlitate the free movement of 
vehIcles carrying these commodItIes 

II Removal f the ban on movement of heavy trucks carrying these commodItIes between 6 pm 
and 6 am 

III Local farmers should be encouraged to cultIvate onions and shallots to make Ghana self 
suffiCient m onions 

IV Removal of high tanffs on Imported livestock 
v LIvestock should be slaughtered at the source of supply and the meat transported In cold 

vans/freezers Instead of transporting live anrmals ThiS will reduce shnnkage, losses through 
deaths and purchase by Visual inspection 

VI FaCIlities for handling and weighing life animals should be proVided at few POints where the 
tradmg activity In thiS commodity would continue 

VII EXisting agencies, such as Ministry of Food and Agnculture, Crop Research Institute and 
Ghana Export PromotIon CouncIl should be strengthened to enable them offer servIces 
necessary for the development and marketing of kolanuts and onions 

PERSONALIA 

Nana Kodua Kesse, a producer and also the General Secretary of the NACOD 
AlhaJI Shehu Isah, Kola dealer and Chief of Zongo community In Oyoko 
AlhaJI Garba Abubakar, commodIty leader and shago owner 
AlhaJI Garba Taflda, shago owner and exporter 
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AlhaJI Ahmed Jorome and Mustapha True, exporters at the Asuasl market 
AlhaJI Abdulalr Yunusu, one of the seven shago owners at Asuasl market 
AlhaJI Mohammed Sam, Ashantl Regional secretary of NACOD 
AlhaJI Adamu Sunday of Ghana Private Road Transport Unron (GPRTU) at Asuasl 
market He Issues waybills covering vehicle movement to the north 
AlhaJI Alkaslm Abubakar, local chairman of NACOD 
AlhaJI Abu, General Secretary, Accra Branch of Ghana Co-operative Butchers and 
Meat Cutters Association 
AlhaJI Elsslfu Akakade, Chairman of Ghana National Livestock Breeders and Traders 
Association, Ashlama 
AlhaJI Ibrahim Iddl, landlord and cattle dealer at Ahmsa 
AlhaJI Isa Fanngoro, Vice Chairman of Butchers Association, Ahmsa 
AlhaJI Alhassan Jabrla, National Co-ordmator of the Butchers Association 
AlhaJI Yakubu Salrfu, landlord and cattle dealer 
ChIef Sumalla Mamldu, AssIstant ChaIrman Bawku Branch of Cattle dealers 
aassocl atl on 
'Big Boy' (lnusa) cattle dealer 
AlhaJI Mahamadu Nuhu 
AlhaJI Haruna Agesheka, General Secretary of Ghana Agncultural Products Traders 
Association GAPTA 
AlhaJI Musa Abdulahl, commodity leader at omon market now at Rex Cmema Park 
AlhaJI Nuhu, commodity leader 
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A CONTEXT OF THE SURVEY 

Recent studies have shown the Importance of livestock and kola nuts as commodities In the 
cross-border trade of Cote d'ivoire 

Thus, livestock markets In Cote d'ivoire are supplied by neighboring Sahel countries Mall, 
Burkina Faso, Niger and Mauritania 

And Kola nuts produced In Cote d'ivoire are generally exported to Mall, Senegal, Niger, the 
Gambia, Burkina Faso and Nlgena 

The maJonty of traders operating the cross-border trade In these two products have regional 
ethnic and family links 

Cabmet de Consultants AssoCies C Y has been reqUired by ABT Associates to carry out this 
survey for the purpose of IdentifYing the ethnic groups Involved In cross-border trade, and, In a first 
phase, evaluating If possible their market shares and market trends, plus, In a second phase, 
evaluating trade volumes and the direction of flows for both commodities 

B. OBJECTIVES 

1 

2 

1 livestock 

This study of ethnic-based livestock tradmg m Cote d'lvOire alms at 

- Identlfymg supplIer and final customer markets for lIvestock-What are the 
geograplucal areas ? 

-What are the pIck-up markets? 
-How IS the lIvestock supplIed ? 
-What IS Its destmatIOn ? 
-What are the assembly and redIstnbutIOn pomts ? 
-What are the [mal markets ? 

- defimng the role and Importance of the dIfferent groups mvolved by mdlcatmg 

- the home base of partICIpants m lIvestock tradmg 
- the ethnIc groups partlclpatmg m lIvestock tradmg 
- the turnover m tills actIVIty 
- esttmated volumes and the dIrectIOn taken by commomty flows, formal and 

mformal recorded flows m border markets 
- theIr degree of Importance, theIr estImated market share, the dIrectIOn of these 

market shares 
- the Impact of efumclty on lIvestock tradmg 
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4 

5 

6 

7 

- evaluatmg the volume of transactIOns m dIfferent markets With reference to 

- types of hvestock bought 
- number of assembled heads of cattle 
- number of Imported heads 
- number of slaughtered heads 

- analysmg modes of transportatIOn and of estabhshment of costs by detemllnmg 
- how hvestock IS convoyed from purchase to sales pomts 
- the dIfferent stages of the trIP from pick-up pomts to final markets 
- what elements mIght hmit expansIOn and development of cross-border trade 
- eXlstmg opportumtles to promote development and efficIency 
- the problems encountered durmg the transfer of hvestock 
- the mode of estabhshment of transport costs 
- the Impact of transportatIOn costs on hvestock tradmg 

- defimng the finanCial system underpmnmg lIvestock tradmg by determlmng 

- sources of fundmg 
- loan and credIt terms 

- analysmg mterstate commerCIal polIcIes regardmg lIvestock 

- physIcal and natural charactensTIcs of commerCIal routes 
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ll- KOLA 

The objectIve of the present survey IS to 

1 IdentIfy suppher and fmal customer markets for kola by deternumng 
- the geographIcal areas 
- the lllitial pIck-up markets 
- the mode of supply used 
- the markets of destInatIOn 
- the stockIng centers for kola 

2 DetermIne the part played by dIfferent partICIpants and therr degree of Importance 
- ongInS of partICIpants In the kola trade 
- what ethmc groups are Involved In the kola trade 
- turnover In the trade 
- measure of Importance of partICipants, estimated market share, directIOns 

taken by these market shares 
- Impact of ethrucity on kola tradIng 

3 Evaluate the volume of transactIOns at dIfferent markets 
- number of kola baskets assembled 
- number of exported baskets 

4 Analyse the mode of transportatIOn and of establIshment of costs by determImng 
- how kola IS transported from a buymg statIOn to a sales POInt 
the dIfferent stages of the trIP from the pIck-up POInts to the sales markets 
- problems encountered durIng transportatIOn of kola nuts 
- how kola transport costs are establIshed 
- Impact of such transportatIOn cost on kola tradIng 

5 Defimng the finanCIal system utIlIzed In kola tradmg by mdicatmg 
- sources of fundIng 
- loan and credIt terms 

6 Analyse Interstate commercial pohcles for kola tradIng 

c. METHODOLOGY 

Concermng the survey section on lIvestock tradIng, mtefWlews were made of lIvestock 
merchants and wholesale butchers (who buy lIvestock, slaughter them and sell them In quarters 
to retaIl butchers) 

The follOWIng geographIc areas were covered 
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- WEST and NORTH-WEST Daloa, Man, Odlenne 
- CENTER and NORTH Yamoussoukro, Bouake, Korhogo, Tengrela 
- EAST and NORTH-EAST Abengourou, Bouna, Doropo 

Concermng the sectIon on kola, the survey was conducted among large exporters(who are 
owners, generally, of storage space) small tradmg exporters and buyer-peddlers m the followmg 
areas 

- WEST and CENTRAL WESTERN Daloa, Man 
- CENTER Bouake 
- SOUTH DIVO, Anyama 
- EAST Abengourou 

A total of 210 mterviews were conducted, of whIch 130 for hvestock and 80 for kola nuts, 

as mdicated m the breakdown chart below 

DISTRIBUTION OF INTERVIEWEES 

AHJ YAM tiKI:. KURli TbNli UVlliN MAN VAL UlVU AHbN lIUUN TUTAL 

LIVEST 54 5 10 15 10 4 4 5 8 5 10 l30 
KOLA 42 / 20 / / / 4 4 5 5 / 80 
TOTAL 96 5 30 15 10 4 8 9 l3 10 10 210 

Thet erm "non-dommant ethnic group", as used m the present survey, reters to groups other than the ethmc group(s) 

dommant or most mvolved m the surveyed activity (lIvestock, kola tradmg) 
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I THE LIVESTOCK TRADING NETWORK IN COTE D'IVOIRE 

1 1 Types of LIvestock Assembled 

Three types of hvestock were Idennfied (cattle, sheep and goats) m the followmg proportIOns 

TYPES OF LIVESTOCK % 

CATTLE 90 

SHEEP 18 

GOATS 15 

BASE 130 

In Cote d'Ivorre, cattle IS by far the most Imported type of lIvestock The predoIDlnance of 
cattle m lIvestock nnports IS due to the fact that beef IS the most frequently consumed type 
of meat In households, because, most probably, It IS relatIvely less expensIve than other 
types of meat 

On the other hand, as opposed to beef, mutton or goat meat IS more often consumed on 
festIve occaSIOns or durIng famIly and SOCIal ceremomes 

Mutton In partIcular IS conSIdered "noble", of hIgher status than beef, and It IS a favonte 
dIsh at relIgIOus or tradItIOnal festIvIties (baptisms, funeral meals, muslIm feasts such as 
Tabaski) 

Goat meat has a somewhat sacral aura about It, because It IS a totem In some tradItional 
Afncan socIetIes , thus, goat meat IS eaten among these groups only on the occaSIOn of a 
few Important ceremomes Beyond these groups, It IS not generally popular among 
consumers, on account of ItS strong smell 

Apart from these cultural conSIderatIOns, the pnce of mutton IS a conSIderable constraInt 
on ItS consumptIOn 
Mutton IS more expenSIve than beef Very few famIlIes could afford to buy It druly 

1 2 GeographIcal Supply Areas 

Cote d'Ivorre IS suppbed m lIvestock essentIally by Mall and BurkIna Faso, on ItS northern 
borders 
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121 Mah 

The geographIcal areas m Mall whIch supply lIvestock to Cote d'IvOlre are the followmg 

Kouna GOSSI Konoubougou 
Fatogoma N'Gouna Tienousso 
Kollentze KakadJIa Dogonousso 
Douaza Togolokoumbe Bondougou 
Segou KoutchIala Sofara 
MoptI N'Gnoulou Boussm 
Konna N'Gnolo Massemn 

1 2 2 Burkina Faso 

Supply centers m BurkIna Faso are large assembly centers where lIvestock IS gathered pnor 
to export 

Pouytenga (the largest center m the subregIOn, daIly transactIons would mvolve almost 5000 
heads of cattle) 

Kaya 
Koupela 
Markand 
Bobo-DIOulasso 
Dibo 

1 3 Types of Suppbers 

WaYIgouya 
Ouagadougou 
Fada 
DJIbasso 
Koudougou 

The trader who arrIves at a supply center for the purpose of buymg lIvestock must fIrst 
contact eIther the breeders or the merchants The breeder takes hIs product hImself to the 
market to sell, whereas the merchant buys the product m the farmmg zone and re-sells It 
to traders who Will export It 

Because of the mformal character of lIvestock tradmg, supply mamly depends on the 
relatIOnshIps mcludmg ethnIc tIes, that eXist between vendors and buyers 

1 4 Modes of LIvestock TransportatIon 

Generally speakmg, there are three modes of transportatIOn m hvestock tradmg 
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TRANSPORTATION MODES 0/0 

ROAD (TRUCKS) 85 

OVERLAND BY FOOT 29 

RAILROAD 5 

BASE 130 

1 42 OVERLAND BY FOOT 

I t IS the most common mode of conveymg llvestock WIthm the supplIer countrIes (Mall, 
BurkIna Faso) ThIs mode of transportaTIon IS preferred essentIally because It mvolves much 
lower costs 

Though tills transhumant transportatIOn mode has been banned over Ivonan terrItory by 
pubhc authontIes on account of frequent conflIctS between shepherds and crop farmers, It 
stIll contmues 

1 4 2 ROAD TRANSPORTATION (TRUCKS) 

ThIs mode of transportatIOn IS used to provIde a rapId transfer of ammals to an Important 
sales center It should be noted that truck transportatIon IS very costly It becomes profitable 
only for well-mamtamed, fat ammals Accordmg to respondents, rental of a truck for the 
tnp Bamako-AbIdjan would vary between 500 000 and 700 000 FCF A (approx > $ 1000 -
$1400) In addItIOn to ItS costlmess, such a transportatIOn mode does not offer much 
securIty Accordmg to respondents, truck-conveyed cattle frequently suffer fatal aCCIdents 
(falls, fractured hmbs, chokIng) due to the bad COndITIOn of roads but also to the neglIgence 
of those m charge of the ammals 

1 43 TRANSPORTATION BY RAIL 

Thts IS a mode of transportatIOn used mostly by traders exportmg lIvestock from Burkma 
Faso to Ivonan terrItory These traders say that before 1989, tms was the most 
advantageous means of transportation and It allowed a regular and abundant supply of 
hvestock But when the RAN company (RegIe AbIdjan-NIger), wmch managed the railway 
hnkmg AbIdjan and Ouagadougou, was dIVIded mto two separate entIties, defiCIencIes 
developed m management, so that today, they have pracTIcal reasons to aVOId that raIl route 
Irregular servIce and lower qUalIty have led a majonty of llvestock traders to replace the 
raIl by road truck transportatIOn, wmch partly explams the mcrease m the costs of road 
transportatIOn 
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15 Geographic Corridors for Livestock Tradmg m Cote d'IvOire 

The land comdors utIlIzed m the lIvestock trade are those that lmk Mall and Burkma Faso 
to Cote d'IvOlre 

In relatlon to these two countnes, there are 4 comdors leadmg from the North to the South 
one corndor m Western Cote d'Ivorre, 2 m the Center, and 1 m the East 

151 THE WESTERN CORRIDOR 

Livestock from Mall enters Cote d'Ivorre by gomg through the localIty of Tienko Startmg 
from this sub-prefecture, the herds are sent toward the South (San-Pedro and Tabou) after 
gomg through Odlenne, Touba, Man, and Duekoue 

152 THE CENTRAL CORRIDORS 

The first of the Central corndors somewhat overlaps the Western comdor herds amvmg 
from MalI reach Ivonan temtory at Tengrela, and move on to BoundIab, then Daloa Then 
they get to the southern coastal areas (San Pedro, Sassandra, Tlassale, AbIdJan) after the 
towns of Gagnoa and DIVO 

The second corndor mcludes two routes The first route IS followed by lIvestock whIch, 
ongmatmg m Mall, arrIves at the sub-prefecture of Nlelle, from where It IS conveyed to 
Tafire, whIch IS a small northern town where atllffials commg from Burkma Faso converge 
From Tafire, lIvestock IS drrected toward Bouake, and then towards the large urban centers 
m the South (AgbovIlle, Anyama, AbIdJan) In thIs corndor, transportatIon takes place by 
truck and by raIl 

1 5 3 THE EASTERN CORRIDOR 

ThIs comdor IS used by lIvestock commg from Burkma Faso, arrIvmg m Cote d'IvOlre at 
Doropo, and then on to the coastal south through Bouna and the other towns of the East 
(Bondoukou, AgmbIlekrou, Abengourou), before gettmg to AbIdjan 
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1 6 The Marketmg Cham 

Three types of lIvestock markets may be consIdered to eXist m Cote d'Ivorre 

- i\ssembly markets 
- DistributIOn markets 
- Termmal or consumptIon markets 

It may be noted that the 3 types of market are not m realIty as clearly dlstmgUlshed as the 
defimtlon would mdlcate, on account of the mformal character of thIs actIVIty 

Thus, some centers combme all three functIOns, and serve as assembly, dlstnbutIon and 
termmal markets 

a) i\ssembly markets 

These are centers where herds of hvestock commg from the two border lIvestock 
producmg countnes (MalI, Burkma Faso) are assembled Three types of persons operate on 
these markets 

- the collectmg trader who bnngs the antmals and represents the vendor, 
- the wholesale trader who buys the lIvestock, 
- the go-between for the two traders above, who also offers them lodgmgs 

Generally, the lIvestock assembly park IS the property of the mumcipalIty of the localIty 

b) DIstrIbutIOn markets 

These markets have a less Important volume of actIVIty than assembly centers Most 
of the transactIons m these markets take place between wholesale Importers and wholesale 
butchers (who buy wholesale and sell to retaIl butchers) 

c) Termmal markets 

These are markets where small traders are supplIed m lIvestock They are usually 
located m the capItal towns of dIStrIcts (departements) 

IndIcatIvely, assembly and dIstrIbutIOn centers may be consIdered to be concentrated 
essentIally m northern towns, such as Tengrela, BoundIah, Korhogo, Odlenne, 
Ouangolodougou, Ferkessedougou, Bouna To these may be added some urban centers m 
central Cote d'Ivorre (Bouake, Dlmbokro, Yamoussoukro, ToumodI), m the west (Touba, 
Man, Duekoue, GUlglo), the center-west (Daloa, Gagnoa, Bouafle), the east (Bondoukou, 
i\gmbIlekro, i\bengourou), the south (DIVO, i\bIdJan) 
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To the above urban centers, may be added the termmal markets, mamly concentrated m 
southern towns and Clues (San Pedro, Tabou, Sassandra, AbOlSSO, Adzope, Grand-Bassam, 
Grand-Lahou, TIassale) 
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n - TRADERS NATIONAL & ETHNIC BACKGROUND AND THEIR 
DEGREE OF IMPORTANCE IN CROSS-BORDER LIVESTOCK 
TRADE 

II 1 National OrIgms of Traders 

When respondents are asked to mdicate the country of ongm of lIvestock traders and 
operators (traders, mtermedlames, etc), they mentIOn fIrst of all MalIans (98 %) and 
Burkmabe (84 %) 

Are mentIoned next MaurItamans (47 %), Ivonans (38 %) and Niger natIOnals (32 %) 

GUIneans and Senegalese are mentIOned m lower proportIOns (respectIvely 10 % and 2 %) 

II 2 DeSCriptIOn of the Ethmc Network 

II 2 1 THE MAIN ETHNIC GROUPS 

PartICIpants who were asked to mdlcate the natIOnalIty of lIvestock operators were 
also requested to mrucate theIr ethmc group The responses mdicate that 

- The Fularn and Mahnke (northern Mande) are by far the most often quoted 
(respectIvely 97 % and 81 %) ethmc groups 

- The VoltaiC and Moors are mentIOned by about half of the respondents 
(respectIvely 51 % and 45 %) 

- Are also mentIOned but m a lesser proportIOn the Hausa (11 %), the Akan 
(10 %), 

the southern Mande (6 %), and the Tuareg (5 %) 

The languages used m commerCIal transactIOns by these mam ethnIC groups are 
respectIvely Pular, More, Mahnke, Hassarna (arabIC variety), Hausa 
II 2 2 ETHNIC ORGANIZATION AND FUNCTIONNING 

a) OrgarnzatlOn 

An analYSIS of how cross-border lIvestock tradmg IS orgarnzed bnngs out that the 
above-mentioned ethruc groups mvolved m thIs trade present orgarnzatlOnal charactenstIcs 
that are, on the whole, very SImIlar 

All along the marketmg chain, these groups have succeeded m settmg up an 
mformal credIt system based on mutual trust Such trust IS mostly based on the tIes eXIstmg 
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between the different hvestock operators Belongmg to the same ethmc group IS a factor 
, because of It, the producer (breeder) may agree to cede lus ammals to a trader Without 
demandmg lffiffiedlate payment or a guarantee The same apphes to a trader who gives lus 
ammals to a wholesale butcher 

ObservatlOn confIrms that the orgamzatlOn of the ethmc groups studied m thIs 
survey IS vutually Identical to that of the Hausa, as descnbed by MIchel Agler Social 
relatlOns among traders play an essentIal role m economic actIVItIes, m the context of an 
ethnIc pattern of relatIOns, by achvatmg the exchange of mformatlOn and and by mvolvmg 
dependents and other mdlvlduals 

b) FunctlOnnmg 

The maJonty of respondents agree that breeders from the Sahel (Mall, Burkma Faso, 
Maurltama, Niger) form the largest percentage of supplIers of lIvestock to Cote d'IvOlre 

It very frequently happens that the Sahel breeder, mstead of sellmg hIs herd drrectly 
to a thIrd party, wIll drIve It down to export m Cote d'Ivoue (Bouake, AbidJan, 
Yamoussoukro, Daloa) or have a member of hIs famIly or ethruc group do so for hIm On 
anyone of these markets, the conveymg herdsman knows who to contact to sell the 
product The contacted person IS, as a rule, of the same ethruc group or even of the same 
famIly Such contact Will buy the ammals or faIlmg that, help to find a buyer 

Generally, the ethnIc groups operatIng m such a comercial network based on ethmc 
assOCiatIOn are the Fulam, the VoltaIC, the Malmke (Northern Mande), the Moors and the 
Hausa An anCIent pastoral trarutlOn have enabled these ethmc groups to establIsh thIs type 
of network As a consequence, It becomes almost ImpossIble for "outsIder" groups to 
survIve or succeed m thIS type of actIVIty 

The predommance of Fulam among these ethnIC groups IS due to their age-old 
pastoral traditlOn and expenence of lIvestock breedmg and trade In fact, an often quoted 
saymg has It that the "herdsman's staff' makes up most of the capItal stock of the Fulam 

Today, the peoples from the Sahel, thanks to theu pastoral culture, are almost the 
sole operators m a market that they control, to and for wluch they supply products and 
financmg through theu dynamIC ethnIC networks 

c) EthniCIty m the Trader-Lodgmg System 

The hosts who supply lodgmgs state that the ethmc cntena IS not much taken mto 
account m the system whereby traders are supplIed lodgmgs Over the years, a pattern has 
emerged, based prmcipally on the natlOnality of mdividuals, thus, a Burkmabe host wIll 
take m mostly burkmabe traders, a Mahan host Will receIve mostly Mahan traders, and so 
on , qUite apart from theu ethnIC charactenstIcs 
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AddItIonally, It appears that today, due to a felt need for efficIency and profitabIlIty 
m therr actIVIty, lIvestock lTIlporters have a pronounced tendency to seek out lodgmgs WIth 
well-known people, those, m partIcular, WIth good reputatIOns Hosts have the delIcate and 
nnportant responsIbIlIty of ensurmg the sale of the lIvestock brought m by Importers 

Thus, the lodgmg system operates m a totally dIfferent fasmon from the pattern 
applYing to lIvestock trading In the strIct sense, whIch, as we have seen, rests essentially 
on ethmc conSIderatIOns and a strong Fulam presence 

Accordmg to respondmg hosts, the Fulam, who are the most numerous group, have 
nevertheless succeeded m estabhshmg a lodgmg system m whIch the Fulam Importer WIll 
first approach hosts of ills own ethmc group 

d) RelatIOns between Importers and therr Lodgmg Hosts- between hosts and wholesale 
butchers 

Hosts - who proVIde lIvestock traders WIth lodgmgs-serve as IDlddlemen between 
trader-Importers and wholesale butchers When a trader arrIves, his cattle and other 
lIvestock IS left WIth the host, who IS m charge of handlmg the sale The host WIll, m turn, 
transfer the lIvestock to wholesale butchers, who slaughter It and sell It m quarters to small 
retrul traders 

Hosts are therefore at the center of the cycle They may be srud to fill the functIon 
of bankers, InSofar as they are able to sell the lIvestock on credIt to wholesale butchers and 
also pay lTIlporters m advance, WIthout Importers havmg to wrut for the sale of all of theIr 
stock 

The system may be outlmed roughly as a form of unsecured credIt to wholesale 
butchers and as a dISCOunt granted to Importers by the lodgmg hosts, WIth variable "rates" 
that are set, ImplICItly, on the baSIS of the rIsk mcurred 

The role of finanCial mIddlemen assumed by hosts entaIls that they must have 
enough cash permanently avaIlable to be able to respond to the needs of Importers 

It should be noted that, as a rule, transactIOns between trade operators are based on 
mutual trust, arlsmg from mterpersonal relatIOnships 

Some hosts use modem means of communIcatIOn such as the telephone, willch 
allows them to contact breeders resldmg m Mall or Burkma Faso It IS through such 
contacts that lTIlporters can obtam from breeders recommendatIOns to contact tills or that 
partIcular host 
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LIvestock Imports mto Cote d'IvOlre and Market Shares 

a) LIvestock Imports 

Our mvestIgatIOns at the MlnIstry of Agnculture and Arumal Resources reveal an 
evolutIon of lIvestock Imports mto Cote d'IvOlre, from 1988 to 1993, as Illustrated In the 
chart below 

CATTLE 
SHEEP 
GOATS 

LIvestock Imports mto Cote d'IvOlre 1988 to 1993 
(m thousands of heads) 

1988 1989 1990 1991 1992 

96216 103520 93281 99374 105754 
253348 263431 255331 213 871 210 148 

* EXTRAPOLATION 

1993 1994'" 

112628 279317 
196278 310 191 

An analYSIS of the chart shows that, regardmg cattle, Imports progressed from 1988 
to 1989 by about 7 5 %, whereas In the 1989 to 1990 penod, there was a sharp fall of 
about 10 % Between 1990 and 1992, there was a constant mcrease of 6 5 % , sImdarly 
between 1992 and 1993 WIth an Increase of 6 % 

Durmg the year 1989-1990, the sharp fall In cattle exported to Cote d'Ivoue IS probably 
due to events extraneous to the actIVIty ThIs means the armed COnflIct between Senegal and 
MauntanIa, whIch led MalI to re-duect part of ItS exports towards Senegal, thus reducmg 
the volome normally sent to Cote d'IvOlre 

In the case of sheep and goats, If a slIght Increase occurs over the penod 1988 to 89, a 
reductIon IS observed m the penod 1989 to 1993, on an average of about 6 % annually 

AccordIng to InformatIon from the ASSOCIatIOn of LIvestock and ChIcken Importers of Cote 
d'Ivorre (SMIBV-CI), Imports of cattle from neIghbonng countrIes In the CFA franc zone 
have Increased by about 148 % (In heads of lIvestock) smce devaluatIOn of the CF A, whIle 
Imports of sheep and goats Increased by about 58 % SMIBV-CI says It obtaIned thIs data 
from the MIruStry of Agnculture of Burkma Faso 

ThIs Increase In the level of cattle as well as sheep and goat Imports durmg 1994 would 
be explamed by the fact that, follOWIng devaluatIOn of the CF A franc, It became less 
commerCIally profitable to Import frozen meat from European Uruon countrIes 
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When the 1993 figures are adjusted by those percentage mcreases, the results provIde 
estImated Imports for the year 1994 

Cattle 279 317 heads of cattle 
Sheep and goats 310 191 heads 

b) Market Shares 

On the baSIS of field mformatIOn (provIded by mterviewees) on the number of heads of 
cattle bought, we have estImated the market share occupIed by each ethruc group, as 
mdicated In the folloWIng chart 

MARKET SHARE OF EACH ETHNIC GROUP BY TYPE OF LIVESTOCK 
IN 1994 (SAMPLE) IN % 

FULANI MALINKE VOLTAIC TOUA MOORS HAUSSA NON DOM* TOTAL 
REG Ern, IMPORT 

GROUPS 

CATILE 78% 7% 12 % / 2% / 1% 100% 

SHEEP + 68% 16% 1% 1% 5% 9% / 100% 
GOATS 

NDEG non dommant ethmc groups 

As may be seen from the chart, the Fularn represent the ethmc group that controls 
the largest share of the market, for cattle (78 %) as well as for sheep and goats (68 %) 

ASIde from the Fulam market-leaders, the VoltaIc (notably m cattle) and the Mahnke 
(northern Mande) control market shares that are not neglIgIble 

The Hausa are present only In sheep and goat trade, where they hold 9 % of the 
market 

Moors, though they trade m both types of hvestock, hold only a relatIvely small part 
of the market (2 % for cattle and 5 % for sheep and goats) 

c) Monetary share of each ethnIC group In LIvestock Imports 

GIven that the pnce of cattle IS constantly fluctuatmg m local markets, precIse 
estimatIOns of the monetary value of Imports are dIfficult to make However, survey 
reqUirements have led us to use as a baSIS a monetary value per head of lIvestock of 
130000 FCFA for cattle and of 30000 FCFA for a sheep or goat over the penod 
December 1994 to January 1995 
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Thus, m the followmg chart, the varIOUS shares of each ethruc group m the value 
Imports of lIvestock mto Cote d'IvOlre are shown 

MONETARY VALUE SHARES OF EACH ETHNIC GROUP IN LIVESTOCK IMPORTS 
IN 1994 (IN MILLIONS CF A AND $ US) 

FULANl VOLTAIC NMANDE HAUSA MOOR TUAREG OTHER TOTAL 
NDEG IMPORTS 

CATTLE 

NO HEADS 217867 33518 19552 I 5587 I 2793 279317 

FCFA 2832271 435734 254176 I 72631 I 36309 3631J,21 

SVALUE 556 86 5 I 14 I 07 713 

SHEEP + HEADS 219881 3 101 49619 27911 15506 3101 I 310 1J9 

GOATS 

CFA VALUE 632643 9303 148857 83733 465 18 9303 I 930357 

SUS VALUE 124 02 3 16 1 02 I 18 

I> u . ,09 r\..rA (excnange rate on uecemDer 31 19_4) 

NDEG non-<lommant ethmc group 

Based on thIs data, a pattern chart of cross-border lIvestock tradmg m Cote d'IvOlre was 
drawn Up 

PATTERN OF CROSS-BORDER LIVESTOCK TRADING IN COTE D'IVOIRE 

INF RMAL D 

ESTIMATE 
sus 

F F M M 

*NDEG non-dommant ethnIc group 
Legend D = Dommant posItIon 

F = Weak PosItIon 
M = MImmal PosItIon 
t = Growmg market share 
! = Decreasmg market share 

II 4 Factors of Success m LIvestock Tradmg 

19 

NDEC* 

M M 

! 
7 

$US 
TOTAL 

897 mllhon 
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a) MembersInp m an Ethmc Group 

An analYSIS of cross-border lIvestock tradmg m ItS orgamzatIOn and the way It 
operates brmgs out the fact that ethmc affihatIOn IS Important m tIns actiVIty 

In the VIew of respondents, belongmg to an ethmc group makes mutual assIstance 
and access to credIt eaSler, It IS partIcularly helpful for transactIOns between market 
operators because It IS also a language commumty 

Further, accordmg to respondents, the strong solIdanty that IS thought to eXist 
among the Fulam explams m part therr dommant pOSItion m lIvestock tradmg 

b) Knowledge of pastoral culture 

Accordmg to respondents, lIvestock tradmg cannot be done Without pnor apprentIce
sInp If a few ethmc groups, and pnmanly the Fulam, are dommant m tIns sector, tIns IS 
due to the eXistence of a pastoral culture and know-how wInch has been passed down onto 
each new generation The Fulam learn early how to raIse and take care of theIr herds, and 
become thoroughly famIhar With therr phYSIcal enVIronment 

c) Perseverance and the Will to succeed 

LIvestock tradmg IS a demandmg actiVIty wInch reqUIres great sacnfices phYSIcally 
and financially Accordmg to respondents, that IS the reason why success m the field 
reqUIres danng 

d) The element of "luck" 

The great maJonty of respondents are muslImS, and they refer to "luck" as a deCISIve 
factor In tIns type of trade They often say that everytlnng depends on God 
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II 5 Obstacles to the Development of Livestock TradIng 

Difficultles encountered m cross-border lIvestock tradmg, as CIted spontaneously by 
respondents, are presented below 

PROBLEMS OF CROSS BORDER LIVESTOCK TRADE % 

NO PROBLEMS MET 3 

ADMINISTRATIVE AND ON ROAD HARASSMENT 56 

LOSS OF LIVESTOCK 31 

HIGH COSTS OF TRANSPORTATION 24 

DIFFICULTY IN RECOVERING DEBTS 15 

HIGH PURCHASE PRICE OF LIVESTOCK 13 

CONFLICTS WITH INDIGENOUS FARMERS CROP DESTRUCTIONS 8 

UNA V AILABILITY OF WORKING CAPITAL 8 

MARKET SUPPLY DIFFICULTIES 7 

LACK OF MEANS OF TRANSPORTATION (TRUCKS) 6 

BASE 130 

It may be noted that 

- Only 3 % of respondents state havmg encountered no problems m cross-border 
lIvestock tradmg Thus, for almost all of the respondents, obstacles to lIvestock tradmg 
mdeed eXIst 

II 5 1 PROBLEMS OF LIVESTOCK IMPORTERS 

Problems encountered mamly mvolve 

- admimstrative harassment and harassment encountered on the road dunng 
transportatIOn (56 %) 

ThIs refers to export and market taxes, as well as to vetermary taxes To these must 
be added harassment by secunty forces (polIce, gendarmerIe, customs and water and forest 
agents) on the roads m the course of transporatlOn 

As an example, we present below a breakdown of the costs that a cattle Importer 
must defray These figures were collected by the member of a lIvestock cooperatlve who 
dId the trIP from the border to AbIdjan 
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Tlns data has been dIvIded mto two categones Justifiable charges, Inherent to the 
actIvIty, and charges that may be consIdered unjustIfiable 

1) JustIfiable Charges 
-MALI 

Umt Costs per Head 

CFA FRANCS US DOLLARS 

Rental of Truck 14285 28,57 
Loadmg 145 0,28 
Zegoua (Customs, trade certIficate stamps) 

160 0,31 

- COTE D'IVOlRE 
Entrance (polIce) 145 0,28 
Stamp on entrance certIficate 90 0,17 
T ransportatlOn 860 1,71 
ParkIng costs 35 0,06 
Shepherd (guard) 500 1 

TOTAL 16220 32,38 

* AddItIonally, an ex orter p a s annuall py y 4000 FCFA ( or $ U S 8 for an e ) 
certIficate 
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2) UnjustIfiable Charges 

MALI CFAFRANCS us DOLLARS 

Blan (gendannene) 15 003 

Kouchala (gendannene pohce customs) 115 0,23 

COTE D'IVOIRE 

Pogo (customs 145 0,28 
Vet service 430 086 
Nlelle (customs) 30 0057 
Ferke (customs) 30 0057 0057 
Badlga (customs) 30 0057 
N.ankora (customs) 30 0057 
Bouake (customs) 30 0057 
AdJlbn (customs) 30 

WHAT THE TRUCK DRIVER PAYS 

POGO (POLICE) 30 0057 
NIELLE (GENDARMERIE) 60 0114 
FERKE (POLICE) 60 0114 
FERKE (GENDARMERIE) 30 0057 
TAFlRE (GENDARMERIE) 30 0057 
NIANKARA (GENDARMERIE) 30 0057 
KATIOLA (pOLICE + GENDARMERIE) 60 0114 
FRONAN(GENDARMERIE) 30 0057 
BOUAKE (POLICE + GENDARMERIE) 60 0114 
TIEBISSOU (POLICE + GENDARMERIE) 30 0057 
Y AMOUSSOUKRO (POLICE + GENDARMERIE) 115 023 
TOUMODI (POLICE) 30 0057 
N DOUCI (GENDARMERIE) 30 0114 
AUTOROUTE(GENDARMERIE) 60 0114 
GESCO (ENTREE POLICE + GENDARMERIE) 60 0114 
PORT BOUET (ENTREE POLICE +GENDARMERIE) liS 023 
MIDDLEMAN 1100 2,2 
CLEANING OF CATTLE PARK 60 0114 

2875 5656 

TOTAL JUSTIFIABLE COSTS 16220 3238 

TOTAL UNJUSTIFIABLE COSTS 2875 565 

GENERAL TOTAL 19025 3803 

NB 1 US Dollar 50U FCFA 

- Loss of lIvestock (31 %) Respondents mdicate that lIvestock dIe from suffocatIon 
on account of truck overloadmg and when the convoys are kept waItmg for long 
penods by victimIzmg securIty forces In addItIOn, transporters often fall VIctIm to 
thefts and bandIt attacks 

- The hIgh cost of transportatIOn (24 %) whIch IS a heavy burden for traders, 
profitabIlIty as a consequence IS sometImes low 
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- The htgh purchase pnce of lIvestock (13 %) 

- Problems m recovermg credIts granted to butchers (15 % of respondents) 

II 5 2 PROBLEMS OF LODGING PROVIDERS (HOSTS) 

Lodgmg hosts complam mostly about the dIfficultIes that they have m recovenng 
credIts granted to wholesale butchers 

As we have seen, they sell on credIt to wholesale butchers, but they also have to pay 
lIvestock Importers m advance Constramts on theIr actIvIty are maInly of a financIal 
character 

When wholesale butchers do not pay theIr debts or do so only after a relatIvely long 
penod of tIme, It IS the entIre marketmg cham that may break down 

Such a break m the marketmg cham, whIch IS the object of much cntIcism by the 
lodgmg hosts, often leads to dIsagreements between the hosts and wholesale butchers, 
notably when the lodgmg hosts do not have enough funds to pay the lIvestock Importers 

11 5 3 OTHER CONSTRAINTS 

Non-dommant ethmc groups mtervlewed also cIte, m addItIon to the precedmg 
factors, barrIers to entenng the actIVIty, smce bemg outSIders, they do not belong to an 
ethnIC group mvolved m thIS trade Such non-dommant ethnIc traders also have trouble 
bemg supplIed, smce theIr access to the necessary mformatIOn IS very dIfficult Livestock 
vendors, addItIonally, tend to overpnce hvestock on sale when they are not dealmg WIth 
a "brother", 1 e a buyer of theIr own ethmc group 

It may be noted that m order to reduce these dIfficultIes, some attempt at 
cooperatIOn has been undertaken both WIthtn natIOnal States and regIonally WIth a VIew to 
organIzmg lIvestock tradmg and achtevmg better development of sub-regIOnal economIC 
exchanges 
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III. - INTERSTATE LIVESTOCK COMMERCIAL POLICY 

III. 1 CommercIal polIcy of central corrIdor states 

The group CINERGIE (InternatIOnal Study and Research Urnt for InformatIOn 
Exchanges) defines Central Corndor States as mcludmg Burlana Faso, Mall and Cote 
d'Ivorre A report from tIns urnt states that m each State, a national structure of consultation 
has been set up to promote commercIal exchanges m lIvestock ThIs was the outcome of, 
on the one hand, the maIn recommendatIons of the RegIOnal Semmar held m March 1992 
m Nouakchott to study the lIvestock and meat marketmg system, and, on the other hand, 
pressure from the regIonal consultatIOn structure ImtIated by CILSS, the World Bank, and 
USAID 

III 1 1 MALI 

A natIonal consultatIOn commIttee was mstltuted on June 22, 1993 (by 
mtermirnstenal decree no 93 3761) to promote the trade of lIvestock products However, 
prIvate operators, who are the mam partICIpants m thIs actIVIty, do not seem to approve 
much of thIs commIttee, whIch they conSIder too bureaucratIc 

The commIttee IS reportedly composed mostly of functIOnarIes from the mImstry 
dealmg With the lIvestock sector In a number of pnvate operators' VIew, these offiCIals are 
unfamIlIar With the problems of lIvestock marketIng Consequently, the programs developed 
by thIs commIttee have aroused no mterest on the part of pnvate operators 

III 1 2 BURKINA F ASO 

As m Mall, a consultatIOn commIttee was set up to encourage development of the 
lIvestock sector Contrary to Mall, thIs structure has brought m pnvate economIC operators, 
but observers have yet to perceIve any governmental mtent to gIve the structure a legal 
baSIS ThIS consultatIOn group remams solely mformal 
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III 1 3 COTE D'IVOIRE 

Under pressure from the RegIOnal LIvestock and Meat EconomIc Commuruty 
(CEBV), Cote d'IvOlre, an ImportIng country, has also understood the need to set up a 
natIonal structure to promote trade m lIvestock products However, as m Burkma Faso, the 
structure has remaIned Informal 

To conclude, each of the States mvolved m the lIvestock sector shows mtenttons of 
makmg It more dynamIC by estabhshmg consultatIOn structures But these groups are 
mefficlent because of therr deficIent orgaruzatlOn and a lack of pohtlcal WIll to make them 
operatIOnal 

In 2 Interregional commercial pobcles 

NotwIthstandmg the tImId start of natIOnal consultatIOn groups, an attempt at sub
regtonal cooperatIon m hvestock trade and mtegratIOn may be noted, through the efforts of 
some mternatlonal or aId orgaruzatIOns, such as CILSS (Permanent Interstate CommIttee 
for Drought Control In the Sahel), the CEBV, and USAID 

ThIs attempt has begun to take concrete shape an mformatton bulletIn IS edIted, 
wInch plans to mform hvestock operators on pnces on some markets In Mall, Burkina Faso 
and Cote d'Ivorre 
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CONCLUSIONS 

LIvestock trade m Cote d'IvOlre IS almost entIrely an Informally orgaruzed actIVIty 
dommated by a few ethmc groups, notably the Fulam 

These etbmc groups, relymg on an age-old pastoral tradItIOn, work on the basIS of 
networks based on ethnIc affilIatIOn They are thus able to exert monopoly control of thIs 
trade, to the detrIment of outSIder groups, whIch mclude some Ivonans 

LIvestock tradmg m the area remams undoubtedly profitable, but runs mto 
dIfficultIes that slow down Its development These mclude, notably, obstacles that stand m 
the way of outSIders hopmg to penetrate those "cIrcles of ImtIates" that ethrnc groups 
constItute, as well as admlmstratIve and polIce harassment durmg the transporatIOn of 
lIvestock overland 
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RECOMMENDATIONS 

To encourage a more efficIent hvestock cross-border trade, we suggest that measures 
be taken natIOnally and regIOnally 

- NatIOnally, we would suggest 

- An end to or a reductIOn of bureaucratIc harassment (Illegal vetennary taxes and 
harassment by securIty forces) willch are a partIcularly heavy burden for traders 

- The estabhshment of appropnate facIlItIes for lIvestock (parks, dnnkmg troughs, 
vetennary servIces) to Improve samtary condItIons 

- Orgamzmg the sector and mvolvmg Ivonan natIOnals more m order to reduce the 
monopoly control of Sahel traders It goes Without saymg that tills could be done by 
gIvmg a legal basIS to the presently mefficient natIOnal structure mtended to promote 
lIvestock trade Also, by facIlItatmg access to credIt, because lIvestock tradmg 
reqUIres large amounts of funds 

- RegIOnally 

- An Improvement m road and rrulroad transportatIOn IS reqUIred, to help lIvestock 
movements from one regIOn to another 

- A commumcatlon strategy would greatly help to get mformatIOn data about markets 
and costs to those who need It 

- a reductlon m adm1lllstratIve measures, namely customs taxes, on both exports and 
Imports 

- Encourage pnvate operators of the three central corndor countnes (Mah, Burkma 
Faso, Cote d'IvOlre) to work together by mstItutIOnahzmg a regIOnal consultatIOn 
structure Tills would mduce them to contrIbute effiCIently to regIOnal economIC 
development 

- PrOVIde regIonal guarantee funds to support lIvestock trade actIVItIes Tills IS where 
the support of mtematIOnal mstItutIOns such as USAID and the World Bank would 
be mdispensable 
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1. THE KOLA COMMERCIAL TRADING SYSTEM IN COTE 
D'IVOIRE 

1 1 Trade corrIdors 

111 MARKETS OF ORIGIN 

The geographical areas m Cote d'Ivorre which serve as productIon and collectIOn 
zones for Kola are the followmg 

WESTERN COTE D'IVOlRE Man, Danane, Blankouma, Facobly, Sangoume, Douale, 
Kombly, Bm-Houye, Bangolo, Duekoue, Tm, Gmglo, Blolekm 

CENTER-WEST Gagnoa, Issla, DaIoa, Smfra 

SOUTHERN COTE D'IVOlRE DIVO, Sikensl, Grand Bassam, Agbovllle, AbOlSSO, 
Adzope, N'DouCI, Lakota, Akoupe, Anyama, Alepe, Tlassale, CechI, Rubmo, Yapo, 
Memm, Monteso, Dabou, Flambo, Akekoua, Aby, Yakasse, DJaabo, DJambo, Goman, 
LIhbo, Anloka-Abra, Adlake, Agou, N'Guessan Kona, Grand-Lahou, Ebimpe, Ayame, 
Becedl-Bnand 

SOUTH-WEST Sassandra, Soubre, San-Pedro 

CENTRAL COTE D'IVOlRE Daoukro, Dlffibokro, Bocanda, DJandekoue, Bongouanou, 
M'Batto 

CENTER-NORTH Bouake 

EAST Abengourou, AgmbIlekrou, Falekro, Niabley, Tanda, Vallo 
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1 1 2 TYPES OF KOLA SUPPLIERS 

Kola exporters obtam then stocks from three types of supplIers, as mdlcated m thts chart 

TYPES OF SUPPLIERS % 

PRODUCERS 72 

MERCHANTS 37 

MIDDLEMEN 15 

BASE 80 

The most common practIce IS to obtaIn suppbes dnectly from producers (72 %) 

But Kola exporters may also get theIr suppbes from merchants These are wholesale 
traders who buy the product from producers, transport It and put It m commercIal storage, 
and sell It to exporters 

MIddlemen represent exporters m dealmgs With producers TIns IS because exporters 
who do not have the tIme to travel to productIon zones prefer to delegate these transactIons 
to hrred persons 

1 2 Kola trade patterns 

The maJonty of respondents CIte as storage and exportmg centers the towns of 
Anyama, Bouake, DIVO, Daloa, Man, Adzope, AgbovIlle 

It should be specIfied that today, Anyama stands out most prornmently m the storage 
and export of kola, a pOSItIon whIch was long held by the CIty of Bouake 

Anyama's more promment pOSItIon m the kola trade by comparIson WIth other 
centers IS brought out by the latest census done by ItS mumcipalIty, whIch mdicates that thIs 
localIty, about twenty kilometers away from AbIdJan, has about 40 kola storage shops and 
almost 200 kola traders, mcludmg about 30 kola exporters Another explanatIOn of ItS 
leadmg pOSItIon IS Its proXlmlty to the port and anport of AbIdjan , thIs IS not a neghglble 
advantage m relatIOn to other centers 
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1 2 1 MODES OF TRANSPORTATION FOR KOLA 

MODES OF TRANSPORTATION % 

BY ROAD 87 

BY RAIL 39 

BY SEA 29 

BY AIR 2 

BASE 80 

As the above chart mdlcates, road transportatIOn IS the most commonly used by 
exporters (87 %) 

TransportatIOn by raIl takes second place 4 exporters out of 10 resort to raIl to 
export kola 3 respondents out of lOuse sluppmg to export kola products 

Use of arr transportatIon IS exceptIonal, doubtless on account of ItS relatIvely mgher 
cost 
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II. THE HOME BASE AND IMPORTANCE OF TRADERS IN THE 
KOLA TRADE 

II 1 NatIOnal Origin of Traders 

When asked to IndIcate the natIOnal ongIn of operators In the kola trade, 
respondents mdIcate a maJonty of Mahans (96 %), Burkmabe (77 %) and NIger natIOnals 
(60 %) 

Ivonans are also present m the kola trade, but mostly m productIOn (80 %) 

Gumeans, Senegalese and natIOnals from NIger are also present, but m fewer 
proportIOns (respectIvely 46 %, 44 % and 35 %) 

GambIans and Togolese constItue a mmonty (respectIvely 7 % and 2 %) 

II 2 DescnptIon of the Ethmc Network 

II 2 1 THE MAIN ETHNIC GROUPS 

The mam ethnIc groups actIve m the cross-border kola trade are, m the VIew of 
respondents, the northern Mande (Mahnke) and the VoltaIC, both dommant m the actIvIty, 
as well as the Hausa and the Akan To a lesser degree, kola tradmg IS also practIsed by the 
southern Mande, the Ouplo and the Fulam The Jerma, Y oruba, Krou and Sarakole 
constItute a mmonty 

The languages used by these groups m kola tradmg are respectIvely Malmke( or 
Bambara), More, Pular, Wolof and Haussa 

One notes that as opposed to lIvestock productIOn and trade, the Fulam are less 
vlSlble m kola tradmg 

II 2 2 ORGANIZATION AND FUNCTIONNING 

a) OrgamzatIOn 

If hvestock tradmg IS organIzed on purely ethmc lmes all along the marketmg cham, 
kola tradIng has a dIfferent structure 

Thus, for some respondents, success m the kola trade mvolves other factors besIdes 
ethmc affilIatIOn Here, the posseSSIOn of sufficIent funds would be most Important 
However, gIven the numerous nsks m thIS trade, the factor of "luck" plays a large role 
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Nevertheless, the maJonty of respondents mamtaIn that ethmc affihatlOn IS Important 
and mfluences performance m thts trade In thIs VIew, ease m transactlOns rests on ethnIc 
mutual support and trust, and varIOUS forms of assIstance gIven to a member of the same 
ethnIc group 

OrgarnzatlOn based on ethnIcity IS seen pnmarIly WIth the Mahnke, who take an 
active part m the kola trade The Malmke (or Manmka), traditIOnally a tradmg people, are 
a commumty m whIch InformatIOn on the conditIOn of markets IS rapidly circulated ThIs 
type of orgaruzatlOn would offer assurances m an uncertam trade such as that of kola 

The prevlOUS remarks JUStIfy our concluslOn that on the kola market, both non
dommant ethnIc groups and ethnIc based groups are found, though the latter remam 
prevalent 

b) FunctlOnmng 

In the kola busmess, as opposed to hvestock, Cote d'Ivorre finds Itself m the 
pOSItion of an exporter The two mam factors explrumng thIs are the fact that the kola nut 
IS produced m the south, that IS m forested areas, whereas consumers are generally the 
muslIm people of the north (Mahans, Burkmabe, Senegalese, NIger natlOnals) 

The most unportant part played by Ivonans m thts trade IS m productlOn The mam 
Ivonan ethmc groups who are kola nut producers are the Baoule, the Agm, the Yacouba, 
the Attle, the Guere, the AbidJI, the Wobe the Senoufo, the AdJoukro, the N'zIma, and the 
M'Batto To whIch must be added the non-mdIgenous MOSSI and Mahnke 

Non-mdIgenous groups, beSIdes bemg producers, are also buyers and sellers of kola 
ThIS IS because when theIr own productIon IS msufficlent, they purchase supphes from 
mdigenous groups 

Thus, kola IS produced m Cote d'Ivorre by both nationals and non-mdIgenous groups 
(MOSSI and Mahnke - though there are also Mahnke natlOnals) ThIs tends to support 
preVIOusly mentlOned mdlCatlOns about the eXIstence of two groups (dommant ethmc and 
non-dommant ethnIc) m the marketmg cham 

As an IllustratIOn, If mdigenous Ivonans wIll sell theIr product to traders WIthout 
consldenng ethmc groups or natIonahtIes, non-mdIgenous groups behave differently, takemg 
account of ethnIc or extended family hnks To sImphfy, a MosSI WIll sell to a MOSSI and 
a Mahnke to another Mahnke 

II 3 Exports of Kola and Market Shares 

a) Kola Exports 
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Research conducted at the statistIcs department of customs has provIded the 
followmg data, relatmg to kola exports from 1991 to 1994 

KOLA EXPORTS 1991 -1994 (m tons) 

1991 1992 1993 1994 

25 183 19246 14505 8990 

Source Customs statistics Cote d'IvOlre 

An exammatIOn of the chart shows a fall III exports from 1991 to 1994, a declme 
of 21 % annually The maJonty of respondents attnbute the export declme to a fall III 

productIon on account of unfavorable clImatic condItions, espeCIally Irregular ramfall over 
the last few years 

b) Exports by EthnIc Group and Market Shares 

On the baSIS of global kola export figures for the year 1994 and of InformatIOn 
supplIed by respondents, we were able to quantify the volume of exports handled by each 
ethnIc group and theIr market shares, as they appear m the chart below 

EXPORTS AND MARKET SHARES BY ETHNIC GROUP 

NMande VOLTAIC FULAN OTHER TOTAL 

I N 0 N EXPORTS 

ETHNIC 

% 89 10 1 / 100 

VOLUME 8001 899 90 / 8990 

TONS 

It may be noted that the northern Mande (Mamnka) have the largest share of kola 
exports, 89 % of the market Next, we find the VoltaIC group WIth 10 % of the market As 
to the Fulani and other non-dommant ethnIc groups, theIr market shares are extremely 
small 

c) Monetary Value of Export Shares by EthnIc Group 

To obtaIn this monetary value for each ethnIc group, we referred to statistIcal data 
for 1994, which gIves the tonnage of transactIOns for each ethnIc group The monetary 

35 



I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 

value was estunated by takmg as reference the pnce of a lalogram of kola, whIch was 150 
FCF A In the penod December 1994 to January 1995 

The chart below gIves an Idea of monetary values for each ethmc group based on 
volume of actIVIty and the pnce of a lal0 of kola 

VOLUME 

CFA VALUE 

$USVAL 

MONETARY SHARES OF EACH ETHNIC GROUP 
IN KOLA EXPORTS FOR 1994 

(IN FCF A AND $ U S MILLIONS) 

N MANDE VOLTAIC FULAN OTHER 

I N 0 N 

ETHNIC 

8001 899 90 / 

1200,15 134,85 13,5 / 

2,4 0,3 0,03 / 

1 $ U S = 509 FCF A rate on December 31, 1994 

TOTAL 

EXPORTS 

8990 

1348,5 

2,73 

A chart has been drawn up USIng thIs data to descnbe the structure of cross-border 
kola tradIng In Cote d'IvOlre 

STRUCTURE OF CROSS BORDER KOLA TRADE IN COTE D'IVOIRE 

PARTICIPANTS NMANDE VOLTAIC FULANI N 0 N - ESTIMATE$ 

( 0 r D ETHNIC US TOTAL 

SECTOR MANINKA) GROUPS 

INFORMAL D F M M $ 2,73 

mIllIon 

t t -!- -!-

ESTIMATE 2,4 0,3 0,03 0 

$US 
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509 FCF A = $ U S 1 

Legend D = Dommant posItIon 
F == Weak posItIOn 
M = Mlrumal posItIOn 
t == Increasmg market shares 
J, == Decreasmg market shares 

n 4 Factors of Success m the Kola Trade 

II 4 1 Storage Centers and Adequate CondltIorung 

The maJonty of respondents Indicate that the storage and condltIomng of kola 
requues adequate measures Kola beIng a penshable product under the effect of heat and 
humidity, It needs appropnate premises 

Given that careful handlIng IS reqUIred for the good preservatIon of kola nuts, a 
kola trader needs to be able to rely both on effiCient means of InformatIOn and suffiCient 
funds to ensure rus exports In the best of conditIons Trus IS where the ethmc networks 
eXistIng among the northern Mande and the VoltaIC are factors of success TakIng 
advantage of theu ethmc networks, the Malmke or Mossl traders from Mall or BurkIna 
Faso can more easily keep Informed on the level of kola productIOn at any given tIme and 
on ItS cost on Ivonan markets 

II 4 3 THE "LUCK" FACTOR 

As In lIvestock tradIng, the maJonty of respondents are of the muslIm faIth, and 
ascnbe theIr success In this trade mostly to the wIll of God 
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II 5 Constramts on the Development of Cross-Border Kola Tradmg 

Dlfficultles encountered m cross-border kola tradmg whIch are spontaneously cIted 
by respondents are presented m the folloWIng chart 

DIFFICULTIES IN CROSS-BORDER KOLA % 
TRADING 

NO PROBLEMS ENCOUNTERED 9 

ADMINISTRATIVE AND ON-ROAD HARASSMENT 63 

FAULTY CONDITIONING OF KOLA 29 

LACK OF WORKING CAPITAL, OF FUNDS 18 

HIGH COSTS OF TRANSPORTATION 7 

INSECURITY OF TRADERS 7 

LOSS OF KOLA NUTS, SHRIVELLING, INSECTS 6 

INFORMAL NATURE OF THE ACTIVITY 6 

BASE 80 

It may be noted that only 9 % of respondents state that they have no problems m 
kola tradmg 

The problems met wIth are practlcally the same as those m lIvestock tradmg 
Harassment from admmistratlve and securIty force agents stand out prommently 

Nevertheless, kola tradmg respondents partIcularly emphaSIze an msufficiency of 
funds to conduct theIr actlvity 
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III. INTERSTATE COMMERCIAL POLICY ON KOLA 

lIT 1 Interstate CommercIal PolIcy 

Accordmg to respondents, there IS no Interstate commercIal pohcy on kola to speak 
of They IndIcate that the State Intervenes only In the form of adImmstrattve procedures 
ThIs state of affaIrs IS confirmed by the fact that documentatton relatIng to thIs matter IS 
practtcally non-exIstent 

The product, however, m the external exchanges of Cote d'Ivorre, plays a role whIch 
IS not negbgible In 1991, kola suppbed Cote d'IvOlre With an mcome of 
3 188736765 FCFA (source Customs StatIStICS of Cote d'Ivorre) 

ThIs IS somewhat paradOXical, and gIven the state's mdifference to thIs sector, we 
are led to mqUIre how prIvate operators mvolved m thIs acttvity orgaruze 

Most respondents spontaneously state that they have set up cooperattves The 
cooperatIves mentIOned are 

-ANYAMA 
BINKADI 

-BOUAKE 
CAPAMCI 
SOCOPAMCI 
CISEWORO 
SIEPACI 

-MAN 
CACOLAVRI 

The department head of the government office m charge of cooperattves IndIcated 
that only three cooperatIves were offiCIally recogruzed and recorded by government 
BINKADI, CESEWORO and CACOLA VRI 

The essentIal functIon of each of these ccoperatlves, after collectmg the product, IS 
to arrange for ItS export to countrIes m the subregIOn, where the cooperatIve has a 
representatIve who facIlItates commerCIal transactIOns 

ITI 2 OperatIOn and Problems of a Kola CooperatIVe 

InterVIews were conducted of the members of the BINKADI CooperatIve of 
Anyama BINKADI supplles servIces to Kola exporters, namely by provIdmg InfOrmatIOn 
on the paperwork to be funnshed for conductmg thIS acttvity and also by mtervenmg WIth 
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authontIes to obtam reductIons m kola export taxes 

A memberslnp card worth 2500 FCF A and valId 5 years IS reqUIred to become a 
member The products are exported to MalI, Senegal, the GambIa and Nlgena 

ExportIng to BurkIna Faso presents some problems because of the eXistence of a 
BurkInabe cooperative whIch has a monopoly over kola tradIng Exporters cannot aVOid 
dealIng WIth tlns cooperative, and, say respondents, tlns does not facIhtate transactIOns 

As regards the natIOnal ongms of exporters, they are Ivonans, MalIans, Gumeans 
and BurkInabe 

The problems encountered by operators m thIs field are mamly of a finanCIal nature 
and mvolve adtmmstratlve harassment, at a lesser cost to them than they are to lIvestock 
traders It has not been possible to calculate the Impact of such costs on the trade 
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CONCLUSIONS 

If kola productIon IS for the most part handled by Ivonans hvmg m forested areas 
(western, central-western, southeastern Cote d'IvOlre), trade proper IS almost exclUSIvely 
controlled by the northern Mande group (Malmke, Bambara, Sarakole) who hold 89 % of 
the market, and also, m a small measure, by the VoltaIC (MOSSI, Senoufo, LobI, 
GOurOUSSI ) 

These ethnIc groups (Mahan and Burkmabe natIOnals for the most part) the more 
eaSIly dommate thIS trade as they export almost all of the product to theIr countries of 
ongm In these countrIes, m fact, and probably more than elsewhere, kola nuts occupy a 
promment place In eatIng habItS and In SOCIal ntes (as marrIage tokens, to seal contracts, 
tokens of fnendshIp, baptIsms, offerIngs to ancestors, etc) 

Contrary to lIvestock tradIng, where the ethnIc network functIOns from productIOn 
throughout the dIfferent stages of the tradIng chaIn, the ethnIc network In the kola trade 
eXIsts only In the marketIng stage 

From a structural VIewpOInt, the kola trade IS essentIally an Informal one 

The kola nut IS one of the foremost agncultural products exchanged by Cote 
d'IvoIre WIth neIghborIng countrIes Respondents accordIngly deplore the lack of mterest 
of polItIcal authontIes for thIs sector, though they could help to Increase the sector's 
performance 
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RECOMMENDATIONS 

The export trade m kola nuts mIght be better promoted If the folloWIng measures 
were consIdered 

- Just as for hvestock tradmg, It IS deSIrable to to put an end to harassement from 
admimstrative and road securIty agents, m order to reduce the financial cost for 
traders 

- Better adapted storage and conditIonmg centers would reduce loss of product 

- To fIll the need for InformatIon and traImng m thIs actIvIty, the state's mterventIOn 
IS necessary The state should try to encourage "formahzatIOn" of thIs sector and 
should make credIt avaIlable through a fundmg mechanIsm 

- For the good operatIOn of thIs fundmg orgamzatIOn, the contrIbutIOn or aSSIstance 
of mternatIOnal orgamzatIOns would be deSIrable 
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CHAPTER I 

SUMMARY 

The study has allowed to Identify the organization of Indigenous Trade Networks of cattle, kola nuts 
and bananas It has also allowed to determine the market share of each ethnic group for a given 
product 

Various ethnic groups play Important roles at various stages of the distribution of products 

• the distribution of kola nuts IS dominated by the Mandlngs espeCially the wholesale trade of 
kola nuts 

• 

• 

the trade of bananas IS dominated by the Southern Peuhls However, With the Increase In local 
banana production, they are lOSing their dominant position 

the cattle bUSiness IS dominated by the Northern Peuhls who are very well represented In the 
Circuit, from production to retail trade 

The domination of these networks by the various ethniC groups IS very old and generally the ethniC 
group that dominate the distribution of the product comes from or has relatives In the exporting 
countries 

Generally, the languages used In commmerCial transactions are Wolof (the most Widespread language 
In Senegal) and the language of the group that dominate the trade 

In addition, the fact of belonging to the dominant group IS from the beginning a cause of success The 
other factors explaining the success of the networks are 

• hlstonc and geographiC links With the products 

• familiarity With the product 

• bUSiness experience 

• group solidarity 

The main obstacles faced by the traders are mainly 

• finanCial lack of credit 

• technical Infrastructure, means of preservation, etc 

• commerCial lack of knowledge about the market, lack of organization In distribution 
circuits 

With the current economic difficulties, the turnovers of traders have generally decreased 
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Transactions are conducted In CFA francs and the system of credit granted by the supplier IS often 
practiced In thiS case, guarantee IS generally based on nothing but confidence 

In the recent yeas, the market has been troubled by an economic cnsls that had the following results 

• a decrease In sales 
• difficulties to get supplies 
• decrease of profit margins 
• decrease of consumption 
• Increase of fraud 

Given all these difficulties the changes deSired by traders are the following 

• access to credit 
• Governmental support through a better organization of markets 
• tax reductions 

• etc 

2 
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CHAPTER II 
INTRODUCTION 

2 1 JUSTIFICATION OF THE STUDY 

In Senegal, the regional trade of some products, especially agricultural ones, IS generally dominated 
by an ethnic group These dominant ethnic groups have often relatives or ethnic links In the countnes 
where the target products are from (kola nuts, cattle, bananas) 

For Instance 

• 

• 

the wholesale trade of kola IS dominated by the Mandlngs (Bambara, Dloulas, 
Sonlnkes, Soces) and the retail trade by the Southern Peuhls (Peuhl Fouta originally 
from GUinea Conakry) 

the cattle trade IS mainly dominated by the Nothern Peuhls (Pulaar, Peuhl DJen) The 
Moors have lost a large part of the market since the deterioration of the relations 
between Senegal and MaUritania In 1989, 

• the wholesale and retail trade of bananas IS essentially dominated by the Peuhls Sud 

ThiS speCializations has eXisted since the French ColOnial period Indeed, the most Important 
Senegalese and African traders succeed better In the trade of food products special based on ethniC 
speCialization and less dependant on large colOnial bUSinesses or multinational companies 

The transactions may be as follows 

formal involVing big traders With Import-export licences or companies, 

mformal they are generally performed by small or average traders who cross the borders With 
neighbOring countnes Illegally and With their products (thesenelghborlng countnes are the Gambia, 
MaUritania, Mall, GUinea) ThiS practice IS partlculary common In the Imports of cattle and kola nuts 

2 2 OBJECTIVES OF THE STUDY 

221 Identification 

• Of Important trade centers 
• Of the agents on market (traders, middlemen) 
• Of the types of CIrCUit dlstnbutlon 

formal and Informal circuits 
supply methods 
means of transportation 
places of transaction 

• Of ethniC groups Involved In trade and theIr organizations 

3 
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• Flow of products 

222 Evaluation of Market Shares 

For each product, evaluate market Shares per ethnic group, per category (wholesalers, retailers) and 
per sector (formal, Informal) 

223 

• Evolution and trends for these market shares 

Evaluation of the Policies and the Constraints In the sector 

a) Organization of distribution 

• Organization of the market dlstnbutlon CirCUits, methodsof payment (cash, 
credit, barter, etc ), transportation 

• Market segmentation 

• Relationship's between the main Dealers 

• Aspects of the regulations of the sector 

b) Constramts 

• 

• 

Technical constraints 
• related to means of transportation used (ship, railway, road) 
• availability and reliability 
• related to routes (state of roads, availability of supplies, buraucratlc nightmares 

by administrative authontles) 

• preservation facilities 

Constraints related to the finanCing of the sector 
• access to banking credits 
• time of payment 
• currency of payment 
• finanCial solodanty 

• Administrative constraints 
• regulations, quotas, pnces, permits taxes 
• administrative papers reqUired 

2 3 METHODOLOGY 

The study focussed on 

• the analYSIS of pnmary and secondary statistical data With the aim of creating a catalogue of 
Identification including trade centers, Important traders, middlemen, and the Significance of 
trade flows 

4 
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• a segmentation based on ethnic and economic criteria allowing to have a descnptlve chart of 
the vanous segments and their position on the market (evolution of market shares) 

The study has led to the creation of competltlvlty matnces per products, per market segment and per 
ethnic group 

2 3 1 Survey T echmques and Identification 

2 3 1 1 Document search 

It allowed to gather the information available on the statistics concerning the products studied as well 
as the general organization of their dlstnbutlon 

The main sources of information are 

• the central services of mlnlstnes Involved the Direction ofstatlstlcs, the Direction of 
Agnculture, the DirectIOn of AnlmalHusbandry, the DirectIOn of Commerce 

• the technical services In the boroughs where development servlcesof the region are 
concentrated 

• chambers of commerce, Industry and Agnculture 

• professIOnal Associations 

• the results of studies and research conducted In the field 

2 3 1 2 Survey by questlonnatre 

The survey was done In the form of interviews with a questionnaire as gUide, It targetted wholesalers, 
average traders and retailers 

Selection of the areas of the survey 5 regions 

• Nothern Region Saint-LoUis, Rosso, Dara 
• Dakar Region Dakar 
• Central Region Touba-Toul, Thies, Mboro 
• South-Eastern Region Kolda, Dlaobe, Tambacounda 
• South-Western Region Ziguinchor, Keur Pathe, kaolack, Banjul (The Gambia)! 

Selection crltena of zones and Cities 

1 In the Gambia, for administrative reasons, we were only able to interview the main kola 
nut wholesale traders 

5 
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The zones and towns selected are the following 
• place of entry of the products 
• stocking POints 
• trading POints (markets) 
• the routes used 
• regional markets 

Sampling 

Dlstnbutlon according to size 

Wholesalers Retailers Total 

Target 60 180 240 

Accomplished 73 128 201 

Dlstnbutlon according to geographic area 

Zone Number interviewed 

1 North 22 

2 South-West 29 

3 South-East 31 

4 Dakar-West 98 

5 Center 20 

TOTAL 201 

Dlstnbutlon according to products 

ProductsNumber interviewed 

Kola nuts 58 

Bananas 57 

Cattle 86 

TOTAL 20 

6 
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CHAPTER III 

GENERAL INFORMATION ON THE REGIONAL TRADE OF AGRICULTURAL 
PRODUCTS 

31 INTRODUCTION 

Agriculture IS the most Important sector of the economies of the countries covered In this study It IS 
therefore difficult to envIsion rapid economic growth without Significant and lasting development In 
the agricultural sector Despite the heavy Investments In this sector by donors and local authorities, the 
results are mixed The strategies and the approaches used In the past should be reconsidered Aware 
of these problems, African experts In the field of agricultural development have recently proposed to 
the deCISion-makers of the Member-States of Conference of the MInisters of Agncultura of West and 
Central Africa (CAMlWCA), new Orientations that would lead to strategies of agricultural recovery and 
growth In the frame of their respective Structural Adjustment Programs 

Among the numerous recommendations made by that conference, It should be noted the necessity to 
mtegrate the various markets, develop regional trade and Improve commUnication Infrastructures 

32 SIGNIFICANCE AND EVOLUTION OF REGIONAL TRADE 

3 2 1 The products 

Senegal Imports from neighboring countries a large variety of agricultural products cattle, kola nuts, 
coffee, frUits etc 

It exports mainly vegetables and fishing products But these exports are mainly for the European market 
Exports to the countries ofthe sub-region are stili marginal 

In thiS study, we have targetted the trade of three main products 

• kola nuts 
• cattle 
• bananas 

I 3 2 2 Imports 

I 
I 
I 
I 
I 
I 
I 

Years Cattle Kola nuts 

Val Q (tons) Val 

1987 21 1 10 1 16282 
1988 06 1 4 1451 2 
1989 5222 5850 12508 
1990 787 567 13154 
1991 444 459 1651 0 
1992 240 294 

Sources Ministry of Economy, Finance and Plannmg (MEFP) 

Direction of StatistiCS and PrevIsion 
Q = quantities (In metric tons) 
Val = value (In millions of CFA) 

Q (t) 

8142 
7280 
6215 
6306 
4851 5 

OffiCially recorded Imports have regularly decreased In the last years 

7 

Bananas 

Val Q (t) 

4641 2706 
7271 4145 
6880 3939 
3088 1794 
3071 1761 
2661 1611 
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323 Exports 

Years cattle Kola nuts Bananas 

V Q (tons) V Q (t) V Q (t) 

1987 659 75 1 23 28 254 181 
1988 09 06 9 - 425 258 
1989 28 1251 - - 39 18 
1990 1 44 1 374 2045 - -
1991 081 1 1 - - -
1992 019 036 - - - -

5 -

Source MHD / Direction of Statistics and PrevIsion 

33 TRADE PARTNERS AND COUNTRIES INVOLVED 

Imports Countries of origin 

Products Countries of origin 

cattle Mall, Burkina Faso, Niger (sheep) 
Mauritania, France (selected species) 

kola nuts Ivory Coast (more than 90 %), 
others GUinea, Sierra Lean 

bananas Ivory Coast, GUinea 

Exports 

Products Importing countries 

cattle Mall (selected splcles), Gabon 

bananas Mauritania (supplies for planes, ships) 

kola nuts negligible quantities to France 

8 
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34 MARKET SEGMENTS AND PARTICIPANTS 

Kola nuts wholesale Importers Mandmgs (Dloulas) average traders, retailers Wolofs, Peuhls, 
Mandmgs 

cattle Moors, Northern Peuhls for transactions with Mauritania, Mandmgs and Peuhls for transactions 
with Mall 

bananas Southern Peuhls and others 

35 MAIN TRANSACTION FLOWS 

Wholesaler - Average Trader - Retailer - Consumer 

Bananas 
r- retailer consumers 

r- average trader I 
Wholesaler I L- commUnities 

L- commUnities 

I Cattle 

I 
I 
I 
I 
I 
I 
I 
I 
I 

The market IS mamly for collectmg live animals 

• Live animals (cattle) circuits 

Producer - Dloulas2 
- Tefankes - butchers 

• 

Wholesaler 

CirCUit for carcasses (meat) 

r- butcher retailer 

I--- community 

L- supermarkets 

consumer 

consumers 

2 The Dloula speCialized In cattle IS a trader who supplies weekly markets 

9 
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3 6 LEVEL OF TREATMENT (Value Added) 

Kola nuts 

Bananas 

Imported kola nuts are already packaged and no significant treatment IS performed 
except repackaging operations 

bananas are npe when they reach Dakar In addition, Importers have means of 
refngeratlon to preserve their product 

Cattle no treatment (except slanghtenng) 

3 7 DYNAMISM OF NETWORKS (Reasons for changes) 

Kola the volume of kola Imported via offiCial circuits has decreased In recent years unlike the 
volume Imported through fraudulent circuits which IS always increasing 

Bananas banana Imports decrease regulary because of the growth of local production Indeed, 
sizable banana projects have been Implemended In vanous regions of Senegal Kolda 
(South), Tambacounda (Eastern Senegal) with thedams on the Senegal nver) However, 
customs protections are being lifted and the market will be very competitive 

Cattle three reasons may explain the decrease of cattle Imports In Senegal 

• 

• 

• 

Reduction of quantities to be exported In countnes that tradltlonnally supplied the 
Senegalese market (Mall and Mauntanla) Indeed, these countnes, as Senegal, have 
expenenced a long drought 

More competitive prices offered for cattle In othercountrles (Nigeria, Gabon) 

Detenoratlon ofthe political and economic relations between Senegal and MaUritania 
since the 1989 riots The Moors have thus lost a large part of their marketshare for the 
benefit of the Mandlngs who trade cattle from Mall 

3 8 PROJECTIONS 

The gradual liberalization of the economies of the countries Involved will have a significant Impact on 
the trade between these different countries especially for cattle and bananas where Imports may 
Increase Senegal IS far from achieving self-sufficiency In meat The current consumption of about 10 
KG per inhabitant per year can be Improved, It was 21 kg per inhabitant In 1960 Imports from Mall 
may Increase especially With the project of connecting the road networks of the two countnes 
However, liberalization may favor the trade of meat over that of live cattle The evolution of banana 
Imports will depend on the competltlvlty of local production In the context of liberalizatIOn policies 
dropping of customs tariffs and Import authOrizations that protected national producers dUring the time 
when local productions were available on the market 

10 
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Chapter IV 

INDIGENOUS TRADE NETWORKS 

41 HISTORY 

Three hlstonc zones can be Identified on the basIs of migration patterns and exchange flows 

a) The Nothern Zone Between Senegal and Mauritania 

• 

• 

The Moorish network has been very active In the trade of cattle, tea leaves, silverware, 
tabacco Their dominant role In the regional trade has stopped after the detenoratlon 
of the relationships between Senegal and Mauntanla which resulted In reCiprocal 
repatriation of Immigrants between the two countnes In 1989 It IS a very old network 
that goes back to the penod of the penetration of Islam 

The Network of Peuhls cattle breedersl of the North has superseded the Moors In the 
cattle trade since the above-mentioned events uSing their position as producers and the 
presence of the same ethniC group on the two Sides of the border 

b) The Eastern and South-Eastern Zone 

The dominating network IS that of the Mandlngs 

• It IS the oldest I It dates back from the Mali Empires (Xlth_XVth century) , the Sanghal 
Empire I Samory Toure's Empire I these empires allowed them to control the exchanges 
between the forest and soudano-sahelian areas 

• It IS the strongest and the most solid indigenous networkl It covers areas from Senegal 
to Nigeria, including Mall, GUinea, Sierra Leone, Ivory Coast, Burkina, Niger etc 

• The main products Involved In thiS trade are kola nuts, kante (shea butter) or salt, 
fabncs, arablcs gum etc 

c) The Southern, South-Western Zone, between Senegal and Gumea 

Here, the ethniC network of the Peuhls-Fouta which IS recent (beginning of the 60s characterized by 
a strong Immigration of the Peuhls-Fouta persecuted by the local political regime) They dominate the 
indigenous trade of frUit by creating a control of the production In GUinea 

42 COMPARISON OF THE INDIGENOUS NETWORKS AND THE OTHER NETWORKS IN THE 
COLONIAL PERIODS 

(The Lebanese-Synan Network and that of the ColOnial TradlngHouses) 

Indigenous trade networks enable production and consumption areas to complement each other The 

11 
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surpluses denved from the exchanges come entirely from the CircUit and therefore mcreases the 
economic and social stability In the areas composing the region 

On the other hand, the other networks were focused on the export and Import of products with the 
colonizer 

This trade IS charactenzed by one major economic discrepancy Imported products are mamly 
consumed by urban people 

These indigenous networks operated In the mformal sector of dlstnbutlon 

43 STRENGTHS AND WEAKNESSES OF INDIGENOUS NETWORKS THEIR STRENGTHCOMES 
MAINLY FROM 

• ethnic solidarity 

• the experience of circuits and the knowledge of markets 

• organizational fleXibility, etc 

However, the weaknesses noticed are main Iy at the followmg levels 

• Organizational (too many intermediaries) 

• CommerCial and financial 

44 THE MOST IMPORTANT IRTN ABLE TO PLAY A ROLE IN REGIONALINTEGRATION IS THE 
MANDING NETWORK 

Indeed, It IS the operational network that covers the maximum of countries In the West African region 

The economiC and financial power of these traders (Dloulas) IS an Important asset The strategy of 
alliance With local inhabitants faCIlitate the pursuit of their activities 

12 
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CHAPTER V 

REGIONAL ANIMAL TRADE BY IRTNS 

5 1 DESCRIPTION OF IRTNS 

The main traders In animal trade (cattle, sheep, goats) are the Nothern Peuhls and the Wolofs The 
busmess has been dominated for a long time by the Peuhls The market shares of the various ethnics 
groups are 

Ethnic DlOulas Tefankes Butchers 

Nothern Peuhls 42 45 45 

Moors 16 6 10 

Wolofs 15 20 25 

Mandlngs 18 7 10 

Other Ethnic Groups 9 22 15 

Local production Peuhls, Wolofs networks 

MaUritanian animals MOOrish and Peuhls network 

Malian animals Mandmg network 

5 2 ROUTES UTI LlZED 

a) Local production 

Because of the Important distance that seperate them from consumption centers, producers collaborate 
With the Itenerant "Dloulas" or bush collectors These Dloulas operate In Villages, small animal markets 
which are generally close to where weekly markets are held 

After the gathering them, animals are conducted on foot to the markets, trains and trucks are very 
rarely used because of high transportation costs 

The arrival of animals In the markets and espeCially at the termmal market of Dakar IS the moment 
when the "Tefankes" start to play, they know best the Situation of the market They are often unwanted 
mtermedlanes, With multiple functions, whose preferred area of activity IS the animal market They are 
almost unaVOidable mtermedlarles between buyers and animal sellers Sometimes, they act as sellers 
and landlords of the Dloulas or animal producers whose animals they sell on the markets They collect 

13 
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debt payments and receive a commisSion of 5 to 13% on the value of sales Sometimes, they are Just 
asked to facIlitate the transactions by tactfully orlentmg the bargammgs They receive two commissions 
from the Dloulas and the meat wholesalers 

Meat wholesalers buy animals live, and slanghter them to sell carcasses They are the startmg pomt of 
the trade of meat 

b) Regional trade 

The Formal CIrcUIt 

Animals from Mauritania 

Animals are transported to Senegal mamly through the border town of Rosso m the Nothern Region 
of the country by the Dloulas, Moors and Peuhls 

They are subsequently transpoted to Dakar, to the market Animals are also often transported to Mali 
before bemg convoyed to Senegal 

Animals from Mall 

The trade IS dommate by the Mandmgs, and are mamly about sheep which are transported by the 
Dakar-Bamako tram These Mandmgs sell sometimes sheep from Burkma Faso or Mauritania The 
sheep trade IS gettmg more and more slgnlflcaht 

The Informal circuit 

All along the borders between Senegal and ItS neighbOring countries (MaUritania, Mall, GUlneea-Blssau) 
there IS an Important Informal trade of animals It IS practiced by local populations Peuhls and 
Mandmgs 

53 OPERATION AND ORGANIZATION OF THE NETWORKS 

Collectmg 

Animals are collected by the Maurltanran or Mahan Dloulas from producers They convey them to the 
border to sell them to other Senegalese Dloulas or to Dakar where they collaborate With the Tefankes 
(who put them up) m order to sell their animals 

Stockmg 

Animals that arnve at the market are stocked prior to the sales They are m the hands of the Tefankes 
(wholesalers) who hire herdsmen to look after them 
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Transportation 

Transportation costs to Dakar are borne by the buyer If the transaction IS done m rural areas or by the 
seller If he brings himself his animals up to Dakar to look for a buyer 

Transactions 

Credit IS one of the pillars of animal trade The Dloulas, who are know as the speCialists of the sale of 
animals are entrusted with several heads of animals by their relatives who are the producers Payment 
IS often by credit, only partial payment IS made to the owner of the animals The Dloulas takes all the 
risks of the trading 

The Tefanke IS, Vis-a-VIS the Dloulas, the guarantor of thr debt of the wholesale meat buyer Payment 
depends on the rotations made the butchers-retailers who also, very often, are supplied on a credit 
baSIS Social relationships guarantee the clntmUity of the bUSiness because the only guarantee used IS 
trust 

54 STRUCTURES AND NETWORKS UTILIZED 

The most Important networks In thr region trade are the MOOrish and Peuhls networks for animals from 
Mauntanla and the Mandlng network for anlmaks from Mall Alliances With other ethmc groups are 
made In the market of Dakar 

55 RELATIONSHIPS BETWEEN MEMBERS OF THE NETWORK 

Menbers of a network are generally linked by belongmg to the same ethniC group 

56 FACTORS OF SUCCES IN THE DOMINATING NETWORK 

Belonging to a given ethniC group can be a key factor of succes m animal tradmg 

The mam elements that explain the success of the Nothern Peuhls In the trade of ammals are the 
followmg 

• hlstonc links With the product because the Peuhls have a long pastoral tradition 

• 

• 

• 

• 

geographic advantages they live m the sylvo-pastoral area (animal breeding zone) of the 
country and they are also along the Nothern border of the country 

group solldanty 

the constant presence ofthe Peuhls In the CircUit, from production to retail trade 

knowledge of love of animals 

15 
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Followmg the results of the survey, the mam elements which are vital for succeedmg m animal trade 
are as follows 

• knowledge of animals (expertise) 

• fmanclal means 

• business sense 

• 

• 

notoriety (trust IS the only guarantee for the eXlstmg credit system) 

knowledge of Pulaar and Wolof languages 

5 7 08ST AClES 

The obstacles met are often 

fmanclal difficulty of havmg access to credits through the banking system 

technical lack of commUnication mfrustructures, deterioration of refngeratlon systems,slanghter 
houses 

organizational difficulty to master the Situation of the market 

58 COMMERCIAL ORGANIZATION OF THE DOMINATING TRADE GROUP 

The dominating ethniC group, as well as the other ethniC groups, do not generally have an 
organizational structure supporting them m their trade activities Traders do not also have fmanCial 
support through the formal sector, but only from fnends or family members 

However, a National ASSOCiation of the ProfeSSionals of the Meat BUSiness and Animals (ANPROV) was 
created m 1989 It mcluds the Dloulas, the Tefankes, the Meat wholesalers and the butchers (retailers) 
Membership IS granted Without etnlc diSCrimination 

59 EVOLUTION OF THE MARKET 

Several changes occured m recent years 

• the decrease m the quantities sold because of the devaluation of the CFA franc which caused 
a change In the sellmg methods because of the difficulties to obtain credit Indeed, producers 
refuse more and more to sell by credit 

• the lowenng of profit marginS because of the economiC cnsls and the weakenmg of the 
purchaSing power of consumers 
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The difficulties to get supplies cause the disappearing of specializations, (the Tefanke acts sometimes 
as a Dloula, the producer may come himself to sell his animals to the market, espeCially when there 
IS a high demand In holidays etc ) 

5 10 DESIRABLE CHANGES 

Changes deSired by the traders are the followmg 

• a better organization and equlpement of markets 

• a reduction of taxes 

• a simplification of administrative paperworks 

• total liberalization of the sector 

5 11 PERSPECTIVES AND TRENDS 

In years to come, the Nothern Peuhls will continue to dominate the trading of animals They stili keep 
their vocation of animal farmers 

The Moors who dominated the regional trade With MaUritania have lost a good part of their market 
share since the detenoratlon of the relations between the two countnes They work In association With 
the Peuhl network to make easier the sale of their production 

However, they are recuperating their market share With the Improvemt of the relations between the two 
countnes 

The market share of the Mandlng has kept Increasing these last years thanks to the success of the "ball
ball" sheep which onglnated from Malt and Burkina Faso 
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Matrix of Estimated Market Volume Shares by Ethnlclty 
m Senegal's Livestock Import Trade 

A BEEF 

MARKET Peul Wolof 
SEGMENTS North 

Formal Importers (45% v C 18% 1 

Informal Importers (45% 1 W9%x 

Tefankes C45% v (20% i 
(Brokers) 

Siaughterers and 
wholesale Butchers C45% i (25% 1 

B SHEEP 

MARKET Peul Wolof 
SEGMENTS North 

Formal Importers (35% v W 15% i 

Informal Importers C40% i W5%x 

Tefankes C45% v (20% 1 
(Brokers) 

Siaughterers and 
wholesale Butchers (45% i (25% i 

For competitive position For share shifts 

D = dominant (+ de 75%)ii = Strong growth 
S = strong (50-74%)1 = Growth 
C = competitive (20 - 49%)x = No change 
W = weak (6 - 19%)v = Small share loss 
M = minimal (0 - 5%) vv = Strong share loss 
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Serere Mandmg 

W8%x W 17% 1 

W7%x W 19% i 

M5%x W7%x 

M5%x W 10%1 

Moors Mandmg 

(25%v W 15% i 

(30% v W20%1 

W 10% x W7%x 

W 10% x W 10%1 

Others 

W 12%1 

W 15%1 

(23% v 

W 15%v 

Others 

W 10% i 

M5%1 

W 18%v 

W10%v 
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CHAPTER VI 

REGIONAL TRADE OF KOLA NUTS BY I RTNS 

61 THE MARKET 

According to available statistics, the kola market IS evaluated at 8 000 tons per year for a (ClF) value 
of 1 5 billion CFA 

The turnover after sales IS 75 billion, In other words, 6 billion CFA of value added to remunerate the 
vanous Intermedlanes m the commercial CIrcUIt These data do not take Into account smuggling which 
professionals In the sector estimate at 50% of the market at least 

Kola nuts come mainly from Ivory Coast (more than 98% of Imports), a very small amount come from 
other countnes of the AtlantiC Western Coast, such as GUinea, Benin, and N Igena 

On the other hand, smuggled kola (the Informal CIrCUit) come mainly from The Gambia The port of 
ItS capital City, Banjul, receives large quantities of kola from Sierra Leone to be sold on the Senegalese 
market 

In Senegal, kola IS a product of large consumption It IS demanded because of ItS drug virtues (diuretiC 
and tOnic) However, the main cause for purchaSing the product IS the various SOCial, religiOUS, and 
mystlcaP functions played by kola nuts In the muslim society that form 95% of the country's 
population 

kola nuts are Indeed consumed m marnages, naming ceremOnies, religiOUS ceremOnies, collective field 
works, mystical sacnflclal ceremonies etc 

It IS also used In the traditional dYing of fabriCS and costumes 

62 DESCRIPTION OF THE CIRCUIT OF THE KOLA 

6 2 1 The formal Circuit 

Kola IS produced In Sub-equatonal areas, espeCially South of Ivory Coast and of Sierra Leone 

Kola from Ivory Coast IS bought to the plantations by traders who make the selection, the packmg In 
bags, and the storage In rooms located In areas of production and collection such as Anayma, Adzope, 
Gagnoa, DIVa, Daloua, and Sikenze In Ivory Coast 

Traders consolidate their purchases and sell their kola nuts by 25 to 100 bags of 50 kllogroms each 

3kola must be used to celebrate weddings and naming ceremOnies, to make prayers It plays 
a strategic role In the socia-cultural representation system of the Africans m general and muslrms In 
particular 
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Other traders who are intermediaries, from the North of Ivory Coast, buy the product and transport It 
by trucks to Ivonan areas of consumption or to Bamako, the capital City of Mali, which IS an Important 
pOint of the CIrcUIt of distribution of kola nuts It IS from there and after selection and repackaging that 
the product IS conveyed to Mall or Senegal 

The kola nuts come to Senegal by the train Bamako-Dakar Dakar, Kaolack and Tambacounda are the 
main ports of entry 

622 THE INFORMAL CIRCUIT 

It IS becoming increasingly Important and IS organized along the borders With The Gambia and Mall 
Kola nuts are smuggled Into Senegal In small quantities and traded In neighboring rural markets held 
once a week Other traders collect these quantities and sell them In cities 

The size of this CIrcUIt escapes offiCial statistics, however, It IS estimated to control about half ofthe kola 
market In Senegal Its development IS linked to the various taxes considered too high by some traders 
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63 DISTRIBUTION CIRCUIT OF KOLA NUTS IN SENEGAL 

The diagram above shows the various actors Involved In the distribution of kola nuts In Senegal 

a) The wholesalers 

a 1 Wholesale Importers 

This segment IS largely dominated by the Bambaras or Dloulas who are among the large family of the 
Mandlngs These traders come from Mall or Ivory Coast and have been living m Senegal for several 
decades 

The Dloulas come from Ivory Coast where they control the production of kola, they have also settled 
In other countries prodUCing kola (Guinea, Sierra Leone) They control the whole circuit productlon
collection-transport by road up to countries of consumption 

In these countries they collaborate With local Mandmgs (Sarakholes, and Bambaras from the Eastern 
part of the country, Soces from the Gambia and the South, Sonmkes from Gumea) to control the 
wholesale trade of kola nuts 

The overall volume traded by the wholesaler IS generally over 100 tons per year 

a 2 RegIonal wholesalers 

These are less Important wholesale distributors They are based In regional cities and sell quantities 
mferlor to 100 tons per year 

In this cham, there IS more ethniC diversity The Peuhls and the Wolofs enJoy a slgnlflcanr POSition 
here 

The Imk between the Mandmgs and the other ethniC groups IS their belongmg to SOCieties With old 
IslamiC traditions 

Regional wholesalers are officially supplied by wholesale Importers, however, according to our 
sources, some traders based on the regions bordering The Gambia benefit from the smuggled kola 
which IS 50% cheaper In the CirCUit of weekly markets of the Villages (Loumas) 

b) A verage traders 

At this level, the Mandlngs are strongly represented but less than In the wholesale trade The Southern 
Peuhls, the Nothern Peuhls and the Wolofs are competitively represented m this cham 

c) The retaIlers 

4 The Toucouleurs belong to the ethniC group of the Nothern Peuhl and they are 
differentiated by their ancient IslamiC orthodoxy 
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This segment IS dominated by the Southern Peuhls because of their large presence In the retail trade 
POlnts5 In large cities, as well as In the Itenerant trade, especially In Dakar 

This segment IS particularly active In the trade of smuggled kola In border regions The product IS 
conveyed In small quantities through the borders (10 to 20 kilos) to the loumas where the kola IS 
traded 

The smuggling circuit, by ItS nature, seems to explain the Importance of the ethnic diversity that IS 
noted In average and retail trade 

Ethnic orlgm IS not very Important as far as transactions are concerned 

It IS also noted that women are active In this Circuit and this IS new In comparison to the traditional 
Circuit 

64 ETHNIC DISTRIBUTION IN THE NETWORK 

WHOLESALERS 

Mandlngs 
Northern Peuhls 
Southern peuhls 
Wolofs 
Others 

825% 
35% 
25% 
35% 
20% 

AVERAGE TRADERS 

Mandlngs 
Southern Peuhls 
Northern Peuhls 
Wolofs 
Sereres 
Moors 
Dlolas 

65 CONDITIONS OF SUCCESS OF THE DOMINATING ETHNIC GROUP 

31 % 
23 % 
17 % 
15 % 
7% 
6% 
1% 

The domination of the Mandlngs In the trade of kola nuts can be explained by advantages accumulated 
dUring several countries 

65 1 Historical advantages 

Since the Mall Empire (Xl th century after Christ), the Mandlngs have settled In araes of kola production 
This has allowed the group to acquire deep knowledge of the product, Jealously kept, to perpetuate 
their domination of the trade 

6 5 2 T echmcal advantages 

One expertise that IS crUCial to have to succeed m the trade of kola nuts IS to know how to preserve 
the product which IS very fragile and yet one should be able to preserve It for months 

5 retail trading POints are neighborhood corner shops where staple food products are sold 
and on street stands 
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The Mandmgs use the process of repackagmg as a way of preservmg 

It IS this preservation technique that explains the abundant labor found In storage rooms Kola nuts are 
unpackaged spread In the open air hours and then repackaged, the process IS regularly repeated (about 

once every 5 days) 

653 Soclo-cultural advantages 

The strong ethnic solidarity IS also one of the reasons of the success of the Mandmgs m the kola trade 
They have control of production and are present In all the countries of the sub-region 
They rely on the strong relations among members of the group to develop a regional network of 
distribution of the product 

Traditional values and the Important role of kola In the beliefs ofthe Mandlng ethniC group explains 
the fact that they are attached to the practice of this trade Even the traders who become Involved In 
new activities never leave completely the dlstnbutlon of kola 

654 ECONOMIC AND FINANCIAL ADVANTAGES 

FinanCial solidarity expressed through an Informal financial system (supplier's credit, Interest-free loans) 
reinforces the domination of the group No guarantee IS required for obtaining a supplier's credit Only 
relation-ships based on trust are Important to benefit from this system of credit 

6 6 EVOLUTION OF THE TRADE AN D EXPECTATIONS 

The recent devaluation of the CFA franc, the curruncy used to conduct trade, has certally contributed 
to the decrease of kola sales, but the Increase of smugglmg IS perceived by traders as a serious threat 
to their activIties As a result, they wish to see the taxes and customs tariffs be decreased to anhillte 
smuggling 

Import of kola have been liberalized since January 1995, but this IS not enough to control smugglmg 

67 PERSPECTIVES AND TRENDS 

In years to come, the Mandmgs will contmue to dommate the trade of kola because of theIr massive 
presence In the CIrcUIt and their expertise 

Nevertheless, the development of the mformal CIrCUIt has contributed to the strenghenlng of the multl
ethnlClty of CIrcUIt and can become a threat to the dommatlon by the Mandmgs 

However, some sources believe that It IS the powerful wholesale traders who organize the smugglmg 
of kola (the main Gambian Importer belongs to the Soce ethniC group which IS a sub-ethniC group of 
the Mandmgs) 

24 



I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 

Matrix of Estimated Market Shares by EthnlClty 
m Senegal's Kola nuts Import Trade 

MARKET Mandmgs Southern 
SEGMENTS Peuls 

Formal Importers D 90%v 

Informal Importers D 75% i M5%x 

Average traders and C 31% v C 23% i 
Retailers 

For competitive position For share shifts 

D = dominant (+ de 75%)ii = Strong growth 
S = strong (50 - 74%) i = Growth 
C = competitive (20 - 49%)x = No change 
W = weak (6 - 19%)v = Small share loss 
M = minimal (0 - 5%) vv = Strong share loss 
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CHAPTER VII 

REGIONAL TRADE OF BANANA BY IRTNS 

71 ORIGIN OF THE BANANAS CONSUMED IN SENEGAL 

a) Local productIon 

In Senegal, banana production has Increased regularly thanks to the large projects launched In several 
regions of the country Ziguinchor, Tambacounda, Saint-LoUiS Bananas produced are smail-size 
bananas which are difficult to preserve but they are sweeter than Imported bananas 

b) Imports 

They come mamly from Southern Ivory Coast but also from GUinea, espeCially the areas of Pita and 
Serekore Bananas from Ivory Coast are of great quality because they are produced In large plantations 
usmg modern means of production 

72 REGIONAL INDIGENOUS NETWORKS OF BANANA TRADE 

7 2 1 Market segments 

The follOWing 3 segments can be distinguished 

a) Wholesale Importers 

Bananas are Imported from Ivory Coast by wholesale traders based m Dakar Today there are only 4 
of them They all operate In the formal sector They Import the product from their Ivonan partners and 
preserve It In the refrigeration faCIlities of Dakar's harbor Their customers are the wholesale traders, 
supermarkets, communities Sometimes, they re-export bananas to Mauritania 

b) Average traders 

They operate In the large markets of Dakar and the other large cities of Senegal They sell ripe bananas 
m quantles ranging from 5 to 50 kilos to retailers 

c) RetaIlers 

They are generally small traders who are either Itinerant or owners of small stands near markets, 
hospitals or road mtersectlons 

7 2 2 Ethmc groups Involved 

The main banana traders are Southern Peuhls, ongmatmg from GUinea, and the Wolofs ThiS sector 
has long been dommated by Southern Peuhls But the sector has started to attract other ethniC groups 
because of the mcrease m local production 
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• 

• 

• 

Importers are GUInean Peuhls and Wolofs 

Average tradIng IS domInated by the GUInean Peuhls who are the maJonty , but the Wolofs and 
the Nothern Peuhls are alsomvolved m It 

In retail tradIng, almost all ethnic groups are represented, however, the Gumean Peuhls stili 
domInate thiS segment of the market 

The market shares of the vanous ethniC groups In the various segments are as follows 

Market segments Wholesale Average Retailers 
EthniC group Importers traders 

Southern Peuhls (Gumea) 50 67 43 

Wolofs 25 13 24 

Northern Peuhls 25 11 12 

MandIngs 3 5 

Sereres - 8 

Dlolas 3 4 

Other ethniC groups 3 4 

73 DISTRIBUTION ROUTES 

Bananas produced m Southern Ivory Coast are transported by trucks to the Harbor of Abidjan from 
where It IS shipped to Dakar In containers or refngerated holds Bananas npen In the refrigerated 
chambers of Dakar's harbor Transportation to other Cities of Senegal and re-exportatlons to MaUritania 
are done by road 

The Gumean production IS transported from the North of Gumea to the South of Senegal (Kolda, 
Tambacounda) by road ShipPing IS seldom used nowadays The Imports are done through the Informal 
sector and In small quantities 

74 RELATIONSHIPS BETWEEN NETWORK MEMBERS 

Members of a network are often Imked by their belongmg to the same ethniC group However, 
Importers have only profeSSional relationships With their Ivonan partners which are often large private 
companies 
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75 FACTORS OF SUCCESS IN THE DOMINANT NETWORK 

Being member of a given ethnic group seems to be a factor of success m the banana trade, especially 
In average trading, largely dommated by the GUinean Peuhls who have strong solidarity links 

The particular factors that Justify the success of the Southern Peuhls In the banana trade are as follows 

• hlstonc links with the product (tradition, customs) 

• geogrophlc advantages Southern Peuhls are from areas of frUitproductlon In GUinea 

• group solldanty 

• bUSiness expenence 

• massive presence of the Peuhls In the CIrcUIt from production toretad trade 

• knowledge of the product 

• notonety 

76 OBSTACLES 

Obstacles generally faced by traders are of the follOWing nature 

finanCial difficulties of haVing access to credit, insuffiCiency of working capital) 

technical lack of effiCient refngeratlon systems 

organizational difficulties of mastering market information, small markets (weak purchaSing power 
of consumers) 

77 COMMERCIAL ORGANIZATION OF THE DOMINANT ETHNIC GROUP 

The dominant ethniC group and the other ethniC groups do not have yet a form of organization likely 
to support effiCiently their trade actiVities For Instance, traders do not have a formal finanCial support 
(bank credits, for example) All support obtained IS through friends, or family members Supplier's 
credit can sometimes be obtained but generally they Involve small quantles 

78 EVOLUTION OF THE MARKET AND DESIRED CHANGES 

In recent years, the trade of bananas has gone through some changes among which 

• 

• 

decrease of sale volumes due to the devaluation of the CFA francand the lack of credit, 

decrease of profit margins due to the economic cnsls and thedetenotlon of the consumer's 
purchaSing power, 
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• gradual liberalization of Imports (Import authorization no 10ngerreqUlred), 

• the Increase of local production 

Traders that we have interviewed wish to see some changes that will Improve the distribution of 
bananas In Senegal 

• support of the Senegalese Goverment and of donors to have accessto credit, 

• reduction oftaxes 

• appropriate refrigeration facilities 

• total liberalization of the sector 

79 PERSPECTIVES AND TRENDS 

In years to come, Southern Peuhls will continue to dominate the trade of bananas because of the long 
experience they have had With this product 

The Wolofs and the Northern Peuhls are starting to have a Significant part of the market because of the 
IrrigatIOn projects In the North of Senegal 

The evolution of Imports will largely depend on how competitive the local banana will be after the 
dismantling of tariff and non-tariff protections 

Bananas from GUinea may also become more competitive With the modernization of their production 
and the Implementatlonof the linking of the road networks of Senegal and GUinea 

Reexportations to Mauritania may also Increase With the abandonmg of nomadiC life by local 
populations, urbanization, the Increase of expatriates, etc 

MatriX of Estimated Market Shares by Ethmclty 
In Senegal's Banana Import Trade 

MARKET SEGMENTS South peuls 

Formal Importers S 50% v 

Informal Importers C49% I 

Average traders and Retailers C43% v 

For competitive POSition For share shifts 

D = dominant (+ de 75%)11 = Strong growth 
S = strong (50 - 74%) 1 = Growth 
C = competitive (20 - 49%)x = No change 
W = weak (6 - 19%)v = Small share loss 
M = minimal (0 - 5%) vv = Strong share 1055 

Wolofs North peuls 

C25% v C25%v 

W14%x W 11% v 

C28% 1 W 12% x 
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W 10%1 W 16% 1 
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Chapter VIII 

GENERAL OBSERVATIONS REGARDINGS IRTNS CONTRAINTS - CHALLENGES AND 
OPPORTUNITIES 

8 1 INDIGENIOUS NETWORKS OF REGIONAL TRADE lIRTNS) 

811 Networks studied 

Ethnic groups play an Important role In the distribution of agncultural products targetted by the study, 
kola, bananas, cattle 

The analysIs has shown that ethniC networks dominate clearly the trade of cattle, kola and bananas, the 
share of non-ethnic networks IS insignificant 

KOLA Wholesale trade IS largely dominated by the Mandlngs However, at the level of distribution 
In retad trade, they have allies such the Southern Peulhs (Peuhls of GUinean ongln) 

BANANAS This sector IS dominated by the Southern Peuhls becausebananas were so far Imported 
from Ivory Coast and GUinea 
Currently, the Senegalese production of bananas IS increasing qUickly and It IS noted the arrival of 

newnetworks In the trade of bananas 

CATTLE Northern Peuhls dominate this sector and they are present at all levels In the circuit from 
production to retadtrade 

The domination of these networks by the vanous ethniC groups IS very old Generally, the ethniC group 
that dominate the distribution of a given product has ItS origins on family relations In the country that 
supplies the product 

8 1 2 Success factors 

The fact of belonging to a given ethniC group can be a success factor In the trade of these products 
because family relations play an Important role The languages used are those of the dominating ethniC 
group and Wolof which IS the pnmary local language 

The main factors explaining the success of these networks are 

• histOriC and geographic links In relation to the product or In relation to the area of Imports 

• the knowledge of products, expertise 

• bUSiness experience (these ethniC groups generally succed In the distribution of other products) 

• group solidarity, etc 
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There IS no open nvalty between ethnic groups or members of the same ethnic group 

8 1 3 Obstacles 

Obstacles met by traders are generally of the following nature 

• financial lack of credit and liqUidity difficulties, 

• technical preservation of kola, bananas, means of commUniCation, etc , 

• commercial lack of mformatlon about the market, lack of organization on the part of traders, 

• Intellectual tramlng m management techniques, etc 

With the current economic difficulties which make the envlronement unfavorable, turnovers made by 
traders have generally decreased m the recent years 

8 1 4 Trade organizations 

• The system of credit granted by the supplier IS practiced and the only guarantee provided IS 
trust (which explains the Importance of family and ethnic links) 

• Transactions with nelghbonng countnes are conducted In CFA francs This IS also the case with 
Mauntanla which IS not a member of the (FA monetary zone 

• These ethnic networks are not well structured and do not have organizations that can support 
them In their profeSSion 

• The cattle circuit IS the most archaiC 

8 1 5 Perspectives 

In the past years, the market has been troubled by economic cnses that created a lot of difficulties 

• Seiling at a loss 

• Difficulties to get supplies 

• Decrease of profit margin 

• Decrease of consumption 

Changes desired by the traders are as follows 

• Access to credit 

• Support of the Government and of Donors (funding, regulation, creation approplate 
Infrastructures) 
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• Organization of the market 

• Reduction of taxes, etc 

81 6 Trends 

However, despite the difficulties mentioned, most of the traders are not ready for another Job 

The dominant ethnic groups In these sectors will maintain their positions for a long time 

The trade of Kola and above all, that of cattle are likely to develop In years to come, whereas, the 
Import of bananas will depend on the competltlVlty of the local production after total liberalization of 
trade as requested by donors and international funds (World Bank and International Monetary Fund) 

Reexportation of bananas to MaUritania should Increase thanks to the changes In the lifestyle of local 
populations (sedentary, modern way of life) and Increase of expatriate In the population 

82 GENERAL RECOMMENDATIONS 

8 2 1 Transport mfrastructures 

• 

• 

• 

Improve railway transportation to ensure a good Circulation of persons and goods 

Connect the various railways and roads In the sub-region 

Development of manti me transportation the experience of the ferry boat CARABANE II that 
linked various cities on the West Afncan Coast demonstrated the Interest of traders for thiS form 
of transportation 

8 2 2 Reduction of costs 

Governments and traders should take necessary mesures to reduce the cost of products so that 
consumption can be boosted 

• tax reduction, 

• 

• 

• 

reduction of Intermedlanes, 

development of Infrastructures to preserve productsto aVOid losses, 

reduction of costs of transportation 

8 2 3 Better organization 

The aim IS to adopt common regulations for the region to faCilitate the Circulation of products and the 
economic integration of West African Countries An effiCient information system need to be 
developped to help traders make deCISions A better organization of traders would allow them to 
promote themselves and Increase their bUSinesses 
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CHAPTER I 

SUMMARY 

The study has allowed to Identify the organization of Indigenous Trade Networks of cattle, kola nuts 
and bananas It has also allowed to determine the market share of each ethnic group for a given 

product 

Various ethnic groups play Important roles at various stages of the distribution of products 

• 

• 

• 

the distribution of kola nuts IS dommated by the Mandlngs espeCially the wholesale trade of 
kola nuts 

the trade of bananas IS dominated by the Southern Peuhls However, With the Increase In local 
banana productIon, they are lOSing their domrnant position 

the cattle bUSiness 15 domrnated by the Northern Peuhls who are very well represented rn the 
CirCUit, from production to retail trade 

The domrnatlon of these networks by the various ethnrc groups 15 very old and generally the ethniC 
group that dominate the distribution of the product comes from or has relatives In the exportrng 
countnes 

Generally, the languages used rn commmercial transactions are Wolof (the most Widespread language 
rn Senegal) and the language of the group that dommate the trade 

In addition, the fact of belongrng to the dominant group 15 from the beginning a cause of success The 
other factors explaining the success of the networks are 

• hlstonc and geographiC links With the products 

• familiarity With the product 

• bUSiness expenence 

• group solldanty 

The marn obstacles faced by the traders are mainly 

• fmanclal lack of credit 

• technrcal Infrastructure, means of preservation, etc 

• commercial lack of knowledge about the market, lack of organrzatlon In dlstrrbutlon 
circuits 

WIth the current economic difficulties, the turnovers of traders have generally decreased 



Transactions are conducted In CFA francs and the system of credit granted by the supplier IS often 
practiced In this case, guarantee IS generally based on nothing but confidence 

In the recent yeas, the market has been troubled by an economiC CriSIS that had the following results 

• a decrease In sales 
• difficulties to get supplies 
• decrease of profit margins 
• decrease of consumption 
• Increase of fraud 

Given all these difficulties the changes desired by traders are the followmg 

• access to credit 
• Governmental support through a better organization of markets 
• tax reductions 
• etc 
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CHAPTER II 
INTRODUCTION 

21 JUSTIFICATION OF THE STUDY 

In Senegal, the regional trade of some products, especially agricultural ones, IS generally dominated 
by an ethnic group These dominant ethnic groups have often relatives or ethnic links In the countries 
where the target products are from (kola nuts, cattle, bananas) 

For Instance 

• the wholesale trade of kola IS dominated by the Mandlngs (Bambara, Dloulas, 
Sonlnkes, Soces) and the retail trade by the Southern Peuhls (peuhl Fouta orrglnally 
from GUinea Conakry) 

• the cattle trade IS mainly dominated by the Nothern Peuhls (Pulaar, Peuhl DJerr) The 
Moors have lost a large part of the market since the deterroratlon of the relations 
between Senegal and Mauritania In 1989, 

• the wholesale and retail trade of bananas IS essentially dominated by the Peuhls Sud 

ThiS speCializations has eXisted since the French ColOnial period Indeed, the most Important 
Senegalese and African traders succeed better In the trade of food products speCial based on ethniC 
speCialization and less dependant on large colomal businesses or multinational companies 

The transactions may be as follows 

formal involVing big traders With Import-export licences or companres , 

mformal they are generally performed by small or average traders who cross the borders With 
nelghborrng countrres IllegallY and With their products (thesenelghborlng countnes are the Gambia, 
Maurrtanra, Mall, GUinea) ThiS practice IS partlculary common In the Imports of cattle and kola nuts 

2 2 OBJECTIVES OF THE STUDY 

2 2 1 Identification 

• Of Important trade centers 
• Of the agents on market (traders, middlemen) 
• Of the types of CirCUit dlstrrbutlon 

formal and Informal circuits 
supply methods 
means of transportation 
places of transaction 

• Of ethniC groups Involved In trade and their organizations 

3 



• Flow of products 

2 2 2 Evaluation of Market Shares 

For each product, evaluate market Shares per ethnic group, per category (wholesalers, retailers) and 
per sector (formal, mformal) 

• Evolution and trends for these market shares 

2 2 3 Evaluation of the PoliCies and the Constraints In the sector 

a) Organization of distrIbution 

• Organization of the market dlstnbutlon circuits, methodsof payment (cash, 
credit, barter, etc ), transportation 

• Market segmentation 

• Relationship's between the mam Dealers 

• Aspects of the regulations of the sector 

b) Constraints 

• Technical constramts 
• related to means of transportation used (Ship, railway, road) 
• availability and reliability 
• related to routes (state of roads, availability of supplies, buraucratlc nightmares 

by administrative authorities) 
• preservation facilities 

• Constramts related to the fmancmg of the sector 
• access to bankmg credits 
• tl me of payment 
• currency of payment 
• fmanclal solodanty 

• Admmlstratlve constramts 
• regulations, quotas, prices, permits taxes 
• admmlstratlve papers required 

23 METHODOLOGY 

The study focussed on 

• the analysIs of pnmary and secondary statistical data with the aim of creatmg a catalogue of 
Identification mcludmg trade centers, Important traders, middlemen, and the Significance of 
trade flows 
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• a segmentation based on ethnrc and economic criteria allowing to have a descriptive chart of 
the various segments and their position on the market (evolution of market shares) 

The study has led to the creation of competltlvlty matrices per products, per market segment and per 
ethnrc group 

2 3 1 Survey T echmques and Identification 

2 3 1 1 Document search 

It allowed to gather the information available on the statistics concerning the products studied as well 
as the general organrzatlon of their distribution 

The main sources of information are 

• the central services of mlnrstrles Involved the Direction of statistics, the Direction of 
Agriculture, the Direction of AnrmalHusbandry, the Direction of Commerce 

• the tech nr cal services In the boroughs where development servlcesof the region are 
concentrated 

• chambers of commerce, Industry and Agriculture 

• profeSSional ASSOCiations 

• the results of studies and research conducted In the field 

2 3 1 2 Survey by questIonnaire 

The survey was done In the form of interviews With a questionnaire as gUide, It targetted wholesalers, 
average traders and retailers 

Selection of the areas of the survey 5 regions 

• 
• 
• 
• 
• 

Nothern Region Saint-LoUiS, Rosso, Dara 
Dakar Region Dakar 
Central Region Touba-Toul, Thies, Mboro 
South-Eastern Region Kolda, Dlaobe, Tambacounda 
South-Western Region Ziguinchor, Keur Pathe, kaolack, Banjul (The Gambia)! 

Selection criteria of zones and cities 

1 In the Gambia, for administrative reasons, we were only able to interview the main kola 
nut wholesale traders 

5 



The zones and towns selected are the followmg 
• place of entry of the products 
• stocking POints 
• tradmg POints (markets) 
• the routes used 
• regional markets 

Samplmg 

Dlstnbutlon accordmg to size 

Wholesalers Retailers Total 

Target 60 180 240 

Accomplished 73 128 201 

Dlstnbutlon according to geographic area 

Zone Number interviewed 

1 North 22 

2 South-West 29 

3 South-East 31 

4 Dakar-West 98 

5 Center 20 

TOTAL 201 

Dlstnbutlon according to products 

ProductsNumber interviewed 

Kola nuts 58 

Bananas 57 

Cattle 86 

TOTAL 20 
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CHAPTER III 

GENERAL INFORMATION ON THE REGIONAL TRADE OF AGRICULTURAL 
PRODUCTS 

31 INTRODUCTION 

Agriculture IS the most Important sector of the economies of the countries covered In this study It IS 
therefore difficult to envIsion rapid economic growth without slgnrflcant and lasting development In 
the agricultural sector Despite the heavy Investments In this sector by donors and local authOrities, the 
results are mixed The strategies and the approaches used In the past should be reconsidered Aware 
of these problems, African experts In the field of agricultural development have recently proposed to 
the deCISion-makers of the Member-States of Conference of the Ministers of Agrlcultura of West and 
Central Africa (CAM/WCA), new Orientations that would lead to strategies of agricultural recovery and 
growth In the frame of their respective Structural Adjustment Programs 

Among the numerous recommendations made by that conference, It should be noted the necessity to 
Integrate the various markets, develop regional trade and Improve commUnication Infrastructures 

3 2 SIGNIFICANCE AND EVOLUTION OF REGIONAL TRADE 

3 2 1 The products 

Senegal Imports from neighbOring countries a large variety of agricultural products cattle, kola nuts, 
coffee, frUits etc 

It exports mainly vegetables and flshmg products But these exports are mainly for the European market 
Exports to the countries of the sub-region are stili marginal 

In thiS study, we have targetted the trade of three main products 

• kola nuts 
• cattle 
• bananas 

322 Imports 

Years Cattle Kola nuts 

Val Q (tons) Val 

1987 21 1 10 1 16282 
1988 06 1 4 1451 2 
1989 5222 5850 12508 
1990 787 567 13154 
1991 444 459 1651 0 
1992 240 294 

Sources Ministry of Economy, Finance and Planning (MEFP) 

Direction of Statistics and PreVISion 
Q = quantities (In metric tons) 
Val = value (In millions of CFA) 

Q (t) 

8142 
7280 
6215 
6306 
4851 5 

OffiCially recorded Imports have regularly decreased In the last years 

7 

Bananas 

Val Q (t) 

4641 2706 
7271 4145 
6880 3939 
3088 1794 
3071 1761 
266 1 1611 



323 Exports 

Years Cattle Kola nuts Bananas 

V Q (tons) V Q (t) V Q (t) 

1987 659 75 1 23 28 254 181 
1988 09 06 9 - 425 258 
1989 28 1251 - - 39 18 .. 
1990 1 44 1 374 2045 - -
1991 081 1 1 - - -
1992 019 036 - - - -

5 -

Source MEFD / Direction of Statistics and PrevIsion 

33 TRADE PARTNERS AND COUNTRIES INVOLVED 

Imports Countries of orlgm 

Products Countries of orlgm 

cattle Mall, Burkma Faso, Niger (sheep) 
Mauritania, France (selected species) 

kola nuts Ivory Coast (more than 90 %), 
others Gumea, Sierra Lean 

bananas Ivory Coast, GUinea 

Exports 

Products Importmg countries 

cattle Mall (selected splcles), Gabon 

bananas Mauritania (supplies for planes, ships) 

kola nuts negligible quantities to France 
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3 4 MARKET SEGMENTS AND PARTICIPANTS 

Kola nuts wholesale Importers Mandmgs (Dloulas) average traders, retailers Wolofs, Peuhls, 
Mandmgs 

cattle Moors, Northern Peuhls for transactions with Mauritania, Mandmgs and Peuhls for transactions 
with Mall 

bananas Southern Peuhls and others 

3 5 MAIN TRANSACTION FLOWS 

Wholesaler - Average Trader - Retailer - Consumer 

Bananas 
.- retailer 

r-- average trader I 
Wholesaler I L- commUnities 

L- commUnities 

The market IS mainly for collecting live animals 

• Live animals (cattle) CirCUits 

Producer - Dloulas2 
- Tefankes - butchers 

• CIrcUIt for carcasses (meat) 

Wholesaler 

.- butcher retailer 

~ community 
L-- supermarkets 

consumer 

consumers 

consumers 

2 The Dloula speclairzed In cattle IS a trader who supplies weekly markets 
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3 6 LEVEL OF TREATMENT (Value Added) 

Kola nuts 

Bananas 

Imported kola nuts are already packaged and no significant treatment IS performed 
except repackaging operations 

bananas are ripe when they reach Dakar In addition, Importers have means of 
refngeratlon to preserve their product 

Cattle no treatment (except slanghtenng) 

37 DYNAMISM OF NETWORKS (Reasons for changes) 

Kola the volume of kola Imported via offiCial CirCUits has decreased In recent years unlike the 
volume Imported through fraudulent Circuits which IS always increasing 

Bananas banana Imports decrease regulary because of the growth of local production Indeed, 
Sizable banana projects have been Implemended In various regions of Senegal Kolda 
(South), Tambacounda (Eastern Senegal) With thedams on the Senegal river) However, 
customs protections are being lifted and the market Will be very competitive 

Cattle three reasons may explain the decrease of cattle Imports In Senegal 

• Reduction of quantities to be exported In countnes that tradltlonnally supplied the 
Senegalese market (Mall and Mauritania) Indeed, these countries, as Senegal, have 
expenenced a long drought 

• More competitive pnces offered for cattle In othercountnes (Nigeria, Gabon) 

• Detenoratlon of the political and economic relations between Senegal and Mauritania 
since the 1989 nots The Moors have thus lost a large part of their markets hare for the 
benefit of the Mandlngs who trade cattle from Mall 

3 8 PROJECTIONS 

The gradual liberalization of the economies of the countries Involved will have a Significant Impact on 
the trade between these different countnes espeCially for cattle and bananas where Imports may 
Increase Senegal IS far from achieVing self-suffiCiency In meat The current consumption of about 10 
KG per inhabitant per year can be Improved, It was 21 kg per inhabitant In 1960 Imports from Mall 
may Increase espeCially With the project of connectmg the road networks of the two countries 
However, liberalization may favor the trade of meat over that of live cattle The evolution of banana 
Imports will depend on the competltlvlty of local production In the context of liberalization poliCies 
droppmg of customs tanffs and Import authOrizations that protected national producers dunng the time 
when local productions were available on the market 

10 
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Chapter IV 

INDIGENOUS TRADE NETWORKS 

41 HISTORY 

Three historic zones can be Identified on the basIs of migration patterns and exchange flows 

a) The Nothern Zone Between Senegal and MaurItama 

• The Moorish network has been very active m the trade of cattle, tea leaves, silverware, 
tabacco Their dommant role m the regional trade has stopped after the deterioration 
of the relationships between Senegal and Mauritania which resulted m reciprocal 
repatriation of Immigrants between the two countries m 1989 It IS a very old network 
that goes back to the period of the penetration of Islam 

• The Network of Peuhls cattle breeders, of the North has superseded the Moors In the 
cattle trade since the above-mentioned events usmg their position as producers and the 
presence of the same ethnic group on the two sides of the border 

b) The Eastern and South-Eastern Zone 

The domlnatmg network IS that of the Mandlngs 

• It IS the oldest, It dates back from the Mall Empires (Xlth_XVth century) , the Sanghal 
Empire, Samory T oure's Empire, these empires allowed them to control the exchanges 
between the forest and soudano-sahellan areas 

• It IS the strongest and the most solid mdlgenous network, It covers areas from Senegal 
to Nigeria, mcludmg Mall, GUinea, Sierra Leone, Ivory Coast, Burkina, Niger etc 

• The mam products mvolved m thiS trade are kola nuts, kante (shea butter) or salt, 
fabriCS, arablcs gum etc 

c) The Southern, South-Western Zone, between Senegal and GUinea 

Here, the ethniC network of the Peuhls-Fouta which IS recent (begmnlng of the 60s charactenzed by 
a strong Immigration of the Peuhls-Fouta persecuted by the local political regime) They dominate the 
indigenous trade of fruit by creating a control of the production m GUinea 

42 COMPARISON OF THE INDIGENOUS NETWORKS AND THE OTHER NETWORKS IN THE 
COLONIAL PERIODS 

(The Lebanese-Synan Network and that of the Colomal TradmgHouses) 

Indigenous trade networks enable production and consumption areas to complement each other The 

11 



surpluses denved from the exchanges come entirely from the circuit and therefore Increases the 
economic and social stability In the areas composing the region 

On the other hand, the other networks were focused on the export and Import of products with the 
colonizer 

ThiS trade IS characterized by one major economic discrepancy Imported products are mainly 
consumed by urban people 

These indigenous networks operated In the mformal sector of dlstnbutlon 

4 3 STRENGTHS AND WEAKNESSES OF INDIGENOUS NETWORKS THEIR STRENGTHCOMES 
MAINLY FROM 

• ethniC solidarity 

• the experience of CirCUits and the knowledge of markets 

• organizational fleXibility, etc 

However, the weaknesses noticed are mainly at the follOWing levels 

• Organizational (too many intermediaries) 

• CommerCial and financial 

44 THE MOST IMPORTANT IRTN ABLE TO PLAY A ROLE IN REGIONALINTEGRATION IS THE 
MANDING NETWORK 

Indeed, It IS the operational network that covers the maximum of countries In the West African region 

The economic and financial power of these traders (Dloulas) IS an Important asset The strategy of 
alliance With local inhabitants facilitate the pursuit of their actiVities 

12 
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CHAPTER V 

REGIONAL ANIMAL TRADE BY IRTNS 

5 1 DESCRIPTION OF IRTNS 

The mam traders m animal trade (cattle, sheep, goats) are the Nothern Peuhls and the Wolofs The 
business has been dommated for a long time by the Peuhls The market shares of the various ethniCS 
groups are 

EthniC Dloulas Tefankes Butchers 

Nothern Peuhls 42 45 45 

Moors 16 6 10 

Wolofs 15 20 25 

Mandlngs 18 7 10 

Other EthniC Groups 9 22 15 

Local production Peuhls, Wolofs networks 

Mauritanian animals Moorish and Peuhls network 

Malian animals Mandlng network 

52 ROUTES UTILIZED 

a) Local production 

Because of the Important distance that seperate them from consumption centers, producers collaborate 
with the Itenerant "Dloulas" or bush collectors These Dloulas operate In Villages, small anrmal markets 
which are generally close to where weekly markets are held 

After the gathering them, anrmals are conducted on foot to the markets, trams and trucks are very 
rarely used because of high transportation costs 

The arrival of animals In the markets and especially at the termmal market of Dakar IS the moment 
when the liT efankes" start to play, they know best the situation of the market They are often unwanted 
mtermedlanes, With multiple functions, whose preferred area of activIty IS the animal market They are 
almost unavoidable intermediaries between buyers and animal sellers Sometimes, they act as sellers 
and landlords of the Dloulas or animal producers whose animals they sell on the markets They collect 

13 



debt payments and receIve a commIssIon of 5 to 13% on the value of sales SometImes, they are Just 
asked to facllrtate the transactIons by tactfully orrentrng the bargarnmgs They receIve two commIssIons 
from the Dloulas and the meat wholesalers 

Meat wholesalers buy anImals Irve, and slanghter them to sell carcasses They are the startrng pomt of 
the trade of meat 

b) RegIonal trade 

The Formal C,rcu,t 

Animals from Mauritania 

AnImals are transported to Senegal marnly through the border town of Rosso rn the Nothern RegIon 
of the country by the Dloulas, Moors and Peuhls 

They are subsequently transpoted to Dakar, to the market Anrmals are also often transported to Mall 
before berng convoyed to Senegal 

Animals from Mall 

The trade IS domrnate by the Mandrngs, and are marnly about sheep which are transported by the 
Dakar-Bamako trarn These Mandrngs sell sometImes sheep from Burkrna Faso or Mauritania The 
sheep trade IS gettrng more and more s,gnrf,caht 

The Informal CIrcuit 

All along the borders between Senegal and ItS nelghborrng countrres (Maurrtanla, Malr, Gurneea-Blssau) 
there IS an Important Informal trade of animals It IS practiced by local populatIons Peuhls and 
Mandrngs 

53 OPERATION AND ORGANIZATION OF THE NETWORKS 

Collectrng 

AnImals are collected by the Maurrtanlan or Malian Dloulas from producers They convey them to the 
border to sell them to other Senegalese Dloulas or to Dakar where they collaborate wIth the Tefankes 
(who put them up) rn order to sell theIr anrmals 

StockIng 

Animals that arrrve at the market are stocked prror to the sales They are In the hands of the Tefankes 
(wholesalers) who h,re herdsmen to look after them 
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T ransportatl on 

Transportation costs to Dakar are borne by the buyer If the transaction IS done In rural areas or by the 
seller If he brings himself his animals up to Dakar to look for a buyer 

Transactions 

Credit IS one of the pillars of animal trade The Dloulas, who are know as the specialists of the sale of 
animals are entrusted with several heads of animals by their relatives who are the producers Payment 
IS often by credit, only partial payment IS made to the owner of the animals The Dloulas takes all the 
nsks of the trading 

The Tefanke IS, Vis-a-VIS the Dloulas, the guarantor of thr debt of the wholesale meat buyer Payment 
depends on the rotations made the butchers-retailers who also, very often, are supplied on a credit 
baSIS SOCIal relationships guarantee the ClntlnUity of the bUSiness because the only guarantee used IS 
trust 

5 4 STRUCTURES AND NETWORKS UTILIZED 

The most Important networks In thr region trade are the MOOrish and Peuhls networks for animals from 
MaUritania and the Mandlng network for anlmaks from Mall Alliances with other ethniC groups are 
made In the market of Dakar 

55 RELATIONSHIPS BETWEEN MEMBERS OFTHE NETWORK 

Menbers of a network are generally linked by belonging to the same ethniC group 

56 FACTORS OF SUCCES IN THE DOMINATING NETWORK 

Belonging to a given ethniC group can be a key factor of succes In animal trading 

The main elements that explain the success of the Nothern Peuhls m the trade of animals are the 
follOWing 

• histOriC Imks with the product because the Peuhls have a long pastoral tradition 

• geographic advantages they live In the sylva-pastoral area (animal breeding zone) of the 
country and they are also along the Nothern border of the country 

• group solldanty 

• the constant presence of the Peuhls In the CIrcUIt, from production to retail trade 

• knowledge of love of animals 
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Following the results of the survey, the main elements which are vital for succeedmg In antmal trade 
are as follows 

• knowledge of antmals (expertise) 

• fmanClal means 

• business sense 

• notoriety (trust IS the only guarantee for the eXlstmg credit system) 

• knowledge of Pulaar and Wolof languages 

5 7 08ST ACLES 

The obstacles met are often 

fmanclal difficulty of havmg access to credits through the bankmg system 

techntcal lack of communication Infrustructures, deterioration of refrigeration systems,slanghter 
houses 

organtzatlonal difficulty to master the situation of the market 

58 COMMERCIAL ORGANIZATION OF THE DOMINATING TRADE GROUP 

The dominating ethnic group, as well as the other ethniC groups, do not generally have an 
organtzatlonal structure supporting them In their trade activities Traders do not also have financial 
support through the formal sector, but only from friends or family members 

However, a National ASSOCiation of the Professionals of the Meat Business and Animals (ANPROV) was 
created In 1989 It mcluds the Dloulas, the Tefankes, the Meat wholesalers and the butchers (retailers) 
Membership IS granted without etnlc dlscrrmmatlon 

5 9 EVOLUTION OF THE MARKET 

Several changes occured m recent years 

• the decrease In the quantities sold because of the devaluation of the CFA franc which caused 
a change In the seiling methods because of the difficulties to obtam credit Indeed, producers 
refuse more and more to sell by credit 

• the lowering of profit margins because of the economic cnsls and the weakening of the 
purchaSing power of consumers 
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The difficulties to get supplies cause the disappearing of specializations, (the Tefanke acts sometimes 
as a Dloula, the producer may come himself to sell his antmals to the market, espeCially when there 
IS a high demand In holidays etc ) 

5 10 DESIRABLE CHANGES 

Changes desired by the traders are the following 

• a better organization and equlpement of markets 

• a reduction of taxes 

• a simplification of admmlstratlve paperworks 

• total liberalization of the sector 

5 11 PERSPECTIVES AND TRENDS 

In years to come, the Nothern Peuhls will continue to dominate the trading of animals They stili keep 
their vocation of antmal farmers 

The Moors who dommated the regional trade with Maurltanra have lost a good part of their market 
share since the deterioration of the relations between the two countries They work In assoCiation with 
the Peuhl network to make easier the sale of their production 

However, they are recuperating their market share with the Improvemt of the relations between the two 
countries 

The market share of the Mandlng has kept increasing these last years thanks to the success of the "bah
ball" sheep which orlgmated from Mall and Burkina Faso 
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MatrIx of EstImated Market Volume Shares by EthmClty 
In Senegal's Livestock Import Trade 

A BEEF 

MARKET Peul Wolof 
SEGMENTS North 

Formal Importers C45% v C 18% i 

Informal Importers (45% I W9%x 

Tefankes (45% v (20% i 
(Brokers) 

Siaughterers and 
wholesale Butchers C45% i C 25% i 

B SHEEP 

MARKET Peul Wolof 
SEGMENTS North 

Formal Importers C35%v W 15% i 

Informal Importers C 40%; W5% x 

Tefankes C45% v C 20% i 
(Brokers) 

Siaughterers and 
wholesale Butchers C 45% i C 25% i 

For competitive position For share shifts 

D = dommant (+ de 75%)11 = Strong growth 
S = strong (50 - 74%) i = Growth 
C = competitive (20 - 49%)x = No change 
W = weak (6 - 19%)v = Small share loss 
M = mmlmal (0 - 5%) vv = Strong share loss 
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Serere Mandlng 

W8%x W 17% i 

W7%x W 19% i 

M5%x W7%x 

M5%x W 10%; 

Moors Mandlng 

C25%v W 15%1 

C30% v W20%i 

W 10% x W7%x 

W 10% x W 10% i 

Others 

W 12% i 

W 15% i 

(23% v 

W 15%v 

Others 

W 10%; 

M5% ; 

W 18% v 

W 10% v 



I 
I 
II 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 
I 

CHAPTER VI 

REGIONAL TRADE OF KOLA NUTS BY IRTNS 

61 THE MARKET 

According to available StatiStiCS, the kola market IS evaluated at 8 000 tons per year for a (ClF) value 
of 1 5 billion CFA 

The turnover after sales IS 7 5 billion, In other words, 6 billion CFA of value added to remunerate the 
various intermediaries In the commercial circuit These data do not take Into account smugglmg which 
professionals m the sector estimate at 50% of the market at least 

Kola nuts come mainly from Ivory Coast (more than 98% of Imports), a very small amount come from 
other countries of the Atlantic Western Coast, such as GUinea, Benin, and Nigeria 

On the other hand, smuggled kola (the mformal CirCUIt) come mainly fram The Gambia The port of 
Its capital City, Banjul, receives large quantities of kola from Sierra Leone to be sold on the Senegalese 
market 

In Senegal, kola IS a product of large consumption It IS demanded because of ItS drug virtues (diuretic 
and tOnic) However, the main cause for purchaSing the product IS the various SOCial, religiOUS, and 
mystlcaP functions played by kola nuts In the muslim society that form 95% of the country's 
population 

kola nuts are Indeed consumed In marriages, nammg ceremOnies, religiOUS ceremOnies, collective field 
works, mystical saCrifiCial ceremonies etc 

It IS also used In the traditional dYing of fabriCS and costumes 

62 DESCRIPTION OF THE CIRCUIT OF THE KOLA 

6 2 1 The formal CirCUit 

Kola IS produced In Sub-equatorial areas, espeCially South of Ivory Coast and of Sierra Leone 

Kola from Ivory Coast IS bought to the plantations by traders who make the selection, the packing m 
bags, and the storage In rooms located In areas of production and collection such as Anayma, Adzope, 
Gagnoa, DIVO, Daloua, and Sikenze m Ivory Coast 

Traders consolidate their purchases and sell their kola nuts by 25 to 100 bags of 50 kilograms each 

3kola must be used to celebrate weddings and nammg ceremOnies, to make prayers It plays 

a strategic role In the soclo-cultural representation system of the Africans m general and musllms In 

particular 
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Other traders who are mtermedlanes, from the North of Ivory Coast, buy the product and transport It 
by trucks to Ivanan areas of consumption or to Bamako, the capital City of Mall, which IS an Important 
pOint of the CirCUit of dlstnbutlon of kola nuts It IS from there and after selection and repackagmg that 
the product IS conveyed to Mall or Senegal 

The kola nuts come to Senegal by the tram Bamako-Dakar Dakar, Kaolack and Tambacounda are the 
main ports of entry 

6 2 2 THE INFORMAL CIRCUIT 

It IS becoming increasingly Important and IS organized along the borders with The Gambia and Mall 
Kola nuts are smuggled Into Senegal In small quantities and traded In nelghbonng rural markets held 
once a week Other traders collect these quantities and sell them In cities 

The size of this CirCUit escapes offiCial statistics, however, It IS estimated to control about half of the kola 
market In Senegal Its development IS linked to the vanous taxes considered too high by some traders 
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63 DISTRIBUTION CIRCUIT OF KOLA NUTS IN SENEGAL 

The diagram above shows the various actors mvolved m the distribution of kola nuts In Senegal 

a) The wholesalers 

a 1 Wholesale Importers 

This segment IS largely dommated by the Bambaras or Dloulas who are among the large family of the 
Mandlngs These traders come from Mall or Ivory Coast and have been liVing In Senegal for several 
decades 

The Dloulas come from Ivory Coast where they control the production of kola, they have also settled 
In other countries prodUCing kola (Gumea, Sierra Leone) They control the whole CirCUit productlon
collection-transport by road up to countries of consumption 

In these countries they collaborate With local Mandmgs (Sarakholes, and Bambaras from the Eastern 
part of the country, Soces from the Gambia and the South, Sonmkes from Gumea) to control the 
wholesale trade of kola nuts 

The overall volume traded by the wholesaler IS generally over 100 tons per year 

a 2 Regional wholesalers 

These are less Important wholesale distributors They are based In regional Cities and sell quantities 
mferror to 100 tons per year 

In thiS cham, there IS more ethnrc diverSity The Peuhls and the Wolofs enJoy a slgnrflcant4 position 
here 

The link between the Mandmgs and the other ethnrc groups IS their belonging to societies With old 
IslamiC traditions 

Regional wholesalers are offiCially supplied by wholesale Importers, however, according to our 
sources, some traders based on the regions bordenng The Gambia benefit from the smuggled kola 
which IS 50% cheaper In the circuit of weekly markets of the Villages (Lou mas) 

b) A verage traders 

At thiS level, the Mandmgs are strongly represented but less than In the wholesale trade The Southern 
Peuhls, the Nothern Peuhls and the Wolofs are competitively represented In thiS cham 

c) The retailers 

4 The Toucouleurs belong to the ethniC group of the Nothern Peuhl and they are 

differentiated by their anCient IslamiC orthodoxy 
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This segment IS dommated by the Southern Peuhls because of their large presence m the retail trade 
pomtsS m large cities, as well as m the Iteneranttrade, especially In Dakar 

This segment IS particularly active In the trade of smuggled kola m border regions The product IS 
conveyed In small quantities through the borders (10 to 20 kilos) to the loumas where the kola IS 

traded 

The smugglmg circuit, by ItS nature, seems to explain the Importance of the ethniC diversity that IS 
noted In average and retail trade 

EthniC ongm IS not very Important as far as transactions are concerned 

It IS also noted that women are active In this CircUit and this IS new m companson to the traditional 
CirCUit 

64 ETHNIC DISTRIBUTION IN THE NETWORK 

WHOLESALERS 

Mandmgs 
Northern Peuhls 
Southern peuhls 
Wolofs 

825% 
35% 
25% 
35% 

Others 20% 

AVERAGE TRADERS 

Mandmgs 
Southern Peuhls 
Northern Peuhls 
Wolofs 
Sereres 
Moors 
Dlolas 

65 CONDITIONS OF SUCCESS OF THE DOMINATING ETHNIC GROUP 

31 % 
23 % 
17 % 
15 % 
7% 
6% 
1 % 

The dommatlon of the Mandmgs m the trade of kola nuts can be explamed by advantages accumulated 
dunng several countnes 

6 5 1 H Istoncal advantages 

Smce the Mali Empire (Xlth century after Christ), the Mandmgs have settled m araes of kola production 
ThiS has allowed the group to acquire deep knowledge of the product, Jealously kept, to perpetuate 
their dommatlon of the trade 

652 Techmcal advantages 

One expertise that IS crUCial to have to succeed m the trade of kola nuts IS to know how to preserve 
the product which IS very fragile and yet one should be able to preserve It for months 

5 retail trading pomts are neighborhood corner shops where staple food products are sold 

and on street stands 
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The Mandlngs use the process of repackaging as a way of preserving 

It IS this preservation technique that explains the abundant labor found In storage rooms Kola nuts are 
unpackaged spread In the open air hours and then repackaged, the process IS regularly repeated (about 
once every 5 days) 

6 5 3 Soclo-cultural advantages 

The strong ethniC solidarity IS also one of the reasons of the success of the Mandlngs In the kola trade 
They have control of production and are present m all the countries of the sub-region 
They rely on the strong relations among members of the group to develop a regional network of 
distribution of the product 

Traditional values and the Important role of kola In the beliefs of the Mandlng ethniC group explainS 
the fact that they are attached to the practice of thiS trade Even the traders who become Involved In 
new actiVities never leave completely the distribution of kola 

654 ECONOMIC AND FINANCIAL ADVANTAGES 

FinanCial solidarity expressed through an Informal finanCial system (supplier's credit, mterest-free loans) 
reinforces the domination of the group No guarantee IS reqUired for obtaining a supplier's credit Only 
relation-ships based on trust are Important to benefit from thiS system of credit 

66 EVOLUTION OF THE TRADE AND EXPECTATIONS 

The recent devaluation of the CFA franc, the curruncy used to conduct trade, has certaJly contributed 
to the decrease of kola sales, but the Increase of smuggling IS perceived by traders as a serious threat 
to their actiVities As a result, they Wish to see the taxes and customs tariffs be decreased to anhJllte 
smuggling 

Import of kola have been liberalized since January 1995, but thiS IS not enough to control smuggling 

67 PERSPECTIVES AND TRENDS 

In years to come, the Mandlngs Will continue to dominate the trade of kola because of their massive 
presence In the CirCUit and their expertise 

Nevertheless, the development of the Informal CIrCUit has contributed to the strenghenlng of the multl
ethnlClty of CIrcUIt and can become a threat to the domination by the Mandlngs 

However, some sources believe that It IS the powerful wholesale traders who organize the smugglmg 
of kola (the main Gambian Importer belongs to the Soce ethniC group which IS a sub-ethniC group of 
the Mandlngs) 
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Matrix of Estimated Market Shares by EthOlC!ty 
In Senegal's Kola nuts Import Trade 

MARKET Mandmgs Southern 
SEGMENTS Peuls 

Formal Importers D90%v 

Informal Importers D 75% i M5%x 

Average traders and C31%v C 23% i 
Retailers 

For competitive POSition For share shifts 

D = dommant (+ de 75%)ii = Strong growth 
S = strong (50 - 74%) T = Growth 
C = competitive (20 - 49%)x = No change 
W = weak (6 - 19%)v = Small share loss 
M = minimal (0 - 5%) vv = Strong share loss 
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Northern Wolofs 
Peuls 

W7%v W7%i 

W 17% x W150f0x 

Others 

W 10% i 

M6%i 

W 14% v 



CHAPTER VII 

REGIONAL TRADE OF BANANA BY IRTNS 

7 1 ORIGIN OF THE BANANAS CONSUMED IN SENEGAL 

a) Local productIOn 

In Senegal, banana production has mcreased regularly thanks to the large projects launched m several 
regions of the country llgumchor, Tambacounda, Samt-LoUis Bananas produced are smail-size 
bananas which are difficult to preserve but they are sweeter than Imported bananas 

b) Imports 

They come mamly from Southern Ivory Coast but also from Gumea, especially the areas of Pita and 
Serekore Bananas from Ivory Coast are of great quality because they are produced m large plantations 
usmg modern means of production 

72 REGIONAL INDIGENOUS NETWORKS OF BANANA TRADE 

7 2 1 Market segments 

The followmg 3 segments can be dlstmgulshed 

a) Wholesale Importers 

Bananas are Imported from Ivory Coast by wholesale traders based m Dakar Today there are only 4 
of them They all operate m the formal sector They Import the product from their Ivorlan partners and 
preserve It m the refrigeration faCIlities of Dakar's harbor Their customers are the wholesale traders, 
supermarkets, commUnities Sometimes, they re-export bananas to Maurltanra 

b) A verage traders 

They operate m the large markets of Dakar and the other large cities of Senegal They sell ripe bananas 
m quantles rangmg from 5 to 50 kilos to retailers 

c) Retailers 

They are generally small traders who are either Itinerant or owners of small stands near markets, 
hospitals or road mtersectlons 

7 2 2 Ethnrc groups Involved 

The mam banana traders are Southern Peuhls, orlgmatmg from Gumea, and the Wolofs ThiS sector 
has long been dominated by Southern Peuhls But the sector has started to attract other ethniC groups 
because of the Increase In local production 
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• Importers are GUinean Peuhls and Wolofs 

• Average trading IS dominated by the GUinean Peuhls who are the maJonty , but the Wolofs and 
the Nothern Peuhls are alsolnvolved In It 

• In retail trading, almost all ethniC groups are represented, however, the GUinean Peuhls stili 
dominate this segment of the market 

The market shares of the vanous ethniC groups In the vanous segments are as follows 

Market segments Wholesale Average Retailers 
EthniC group Importers traders 

Southern Peuhls (Guinea) 50 67 43 

Wolofs 25 13 24 

Northern Peuhls 25 11 12 

Mandlngs 3 5 

Sereres - 8 

Dlolas 3 4 

Other ethniC groups 3 4 

73 DISTRIBUTION ROUTES 

Bananas produced In Southern Ivory Coast are transported by trucks to the Harbor of Abidjan from 
where It IS shipped to Dakar In containers or refngerated holds Bananas ripen In the refrigerated 
chambers of Dakar's harbor Transportation to other cities of Senegal and re-exportatlons to MaUritania 
are done by road 

The GUinean production IS transported from the North of GUinea to the South of Senegal (Kolda, 
Tambacounda) by road Shipping IS seldom used nowadays The Imports are done through the Informal 
sector and In small quantities 

74 RELATIONSHIPS BETWEEN NETWORK MEMBERS 

Members of a network are often linked by their belonging to the same ethniC group However, 
Importers have only profeSSional relationships With their Ivonan partners which are often large private 
companies 
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7 5 FACTORS OF SUCCESS IN THE DOMINANT NETWORK 

Bemg member of a given ethnic group seems to be a factor of success In the banana trade, especially 
In average trading, largely dominated by the GUinean Peuhls who have strong solldanty links 

The particular factors that Justify the success of the Southern Peuhls In the banana trade are as follows 

• hlstonc links with the product (tradition, customs) 

• geogrophlc advantages Southern Peuhls are from areas of frUitproductlon In GUinea 

• group solldanty 

• business expenence 

• massive presence of the Peuhls In the Circuit from production toretall trade 

• knowledge of the product 

• notoriety 

7 6 aBST ACLES 

Obstacles generally faced by traders are of the following nature 

fmanclal difficulties of having access to credit, msufflclency of working capital) 

technical lack of efficient refngeratlon systems 

organizational difficulties of mastering market information, small markets (weak purchasing power 
of consumers) 

77 COMMERCIAL ORGANIZATION OF THE DOMINANT ETHNIC GROUP 

The dominant ethmc group and the other ethniC groups do not have yet a form of orgamzatlon likely 
to support efficiently their trade activities For Instance, traders do not have a formal finanCIal support 
(bank credits, for example) All support obtained IS through fnends, or family members Supplier's 
credit can sometimes be obtained but generally they Involve small quantles 

78 EVOLUTION OF THE MARKET AND DESIRED CHANGES 

In recent years, the trade of bananas has gone through some changes among which 

• decrease of sale volumes due to the devaluation of the CFA francand the lack of credit, 

• decrease of profit margms due to the economIC cnsls and thedetenotlon of the consumer's 
purchaSing power, 
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• gradual liberalization of Imports (Import authorization no 10ngerreqUlred), 

• the mcrease of local production 

Traders that we have mtervlewed wish to see some changes that will Improve the dlstnbutlon of 
bananas In Senegal 

• support of the Senegalese Goverment and of donors to have accessto credit, 

• reduction of taxes 

• appropriate refrigeratIon facIlities 

• total liberalization of the sector 

7 9 PERSPECTIVES AN D TREN DS 

In years to come, Southern Peuhls WIll continue to dominate the trade of bananas because of the long 
experience they have had With this product 

The Wolofs and the Northern Peuhls are starting to have a Significant part of the market because of the 
IrrigatIon projects In the North of Senegal 

The evolution of Imports will largely depend on how competitive the local banana Will be after the 
dismantling of tarrff and non-tarrff protections 

Bananas from GUinea may also become more competitive With the modernization of their production 
and the Implementatlonof the linking of the road networks of Senegal and GUinea 

Reexportations to MaUritania may also Increase WIth the abandoning of nomadIC hfe by local 
populations, urbanizatIon, the Increase of expatriates, etc 

MatriX of Estimated Market Shares by EthnlClty 
m Senegal's Banana Import Trade 

MARKET SEGMENTS South peuls 

Formal Importers S 50% v 

Informal Importers C49% i 

Average traders and Retailers C43% v 

For competitIve POSitIon For share shifts 

D = dominant (+ de 75%)ii = Strong growth 
S = strong (50 - 74%) i = Growth 
C = competItIve (20 - 49%)x = No change 
W = weak (6 - 19%)v = Small share loss 
M = minImal (0 - 5%) w = Strong share los5 

Wolofs North peuls 

C25% v C25%v 

W14%x W 11%v 

C28% i W12%x 
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Chapter VIII 

GENERAL OBSERVATIONS REGARDINGS IRTNS CONTRAINTS - CHALLENGES AND 
OPPORTUNITIES 

8 1 INDIGENIOUS NETWORKS OF REGIONAL TRADE ClRTNS) 

8 1 1 Networks studied 

Ethnic groups play an Important role In the distribution of agrrcultural products targetted by the study, 

kola, bananas, cattle 

The analYSIS has shown that ethnic networks dominate clearly the trade of cattle, kola and bananas, the 
share of non-ethnIc networks IS insIgnIfIcant 

KOLA Wholesale trade IS largely dominated by the Mandlngs However, at the level of distribution 
In retail trade, they have allies such the Southern Peulhs (Peuhls of GUinean origin) 

BANANAS This sector IS dominated by the Southern Peuhls becausebananas were so far Imported 
from Ivory Coast and GUInea 
Currently, the Senegalese production of bananas IS increasing qUickly and It IS noted the arnval of 

newnetworks In the trade of bananas 

CA TILE Northern Peuhls dominate thIs sector and they are present at all levels In the CIrcUIt from 
production to retalltrade 

The domination ofthese networks by the various ethniC groups IS very old Generally, the ethnIC group 
that dominate the distributIon of a gIven product has ItS origins on family relatIons In the country that 
supplies the product 

8 1 2 Success factors 

The fact of belonging to a gIven ethniC group can be a success factor In the trade of these products 
because family relations play an Important role The languages used are those of the dominating ethniC 
group and Wolof whIch IS the primary local language 

The main factors explaining the success of these networks are 

• h,stonc and geographIc links In relatIOn to the product or In relation to the area of Imports 

• the knowledge of products, expertIse 

• bUSiness expenence (these ethnIC groups generally succed In the d,strrbutlon of other products) 

• group solidarity, etc 
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There IS no open rlvalty between ethnic groups or members of the same ethnic group 

8 1 3 Obstacles 

Obstacles met by traders are generally of the following nature 

• financial lack of credit and liqUidity difficulties, 

• technical preservation of kola, bananas, means of commUniCation, etc , 

• commerCial lack of information about the market, lack of organization on the part of traders, 

• Intellectual training In management techniques, etc 

With the current economic difficulties which make the envlronement unfavorable, turnovers made by 
traders have generally decreased In the recent years 

8 1 4 Trade organizations 

• The system of credit granted by the supplier IS practiced and the only guarantee proVided IS 
trust (which explainS the Importance of family and ethniC links) 

• Transactions With neighboring countries are conducted In CFA francs ThiS IS also the case With 
MaUritania which IS not a member of the CFA monetary zone 

• These ethmc networks are not well structured and do not have organizations that can support 
them In their profeSSion 

• The cattle CirCUit IS the most archaiC 

8 1 5 Perspectives 

In the past years, the market has been troubled by economic crises that created a lot of difficulties 

• Seiling at a loss 

• Difficulties to get supplies 

• Decrease of profit margin 

• Decrease of consumption 

Changes deSired by the traders are as follows 

• Access to credit 

• Support of the Government and of Donors (funding, regulation, creation approplate 
Infrastructures) 
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• Organ Izatlon of the market 

• Reduction of taxes, etc 

8 1 6 Trends 

However, despite the difficulties mentioned, most of the traders are not ready for another Job 

The dominant ethniC groups In these sectors will malntam their positions for a long time 

The trade of Kola and above all, that of cattle are likely to develop In years to come, whereas, the 
Import of bananas will depend on the competltlvlty of the local production after total liberalization of 
trade as requested by donors and international funds (World Bank and International Monetary Fund) 

Reexportation of bananas to Mauritania should Increase thanks to the changes In the lifestyle of local 
populations (sedentary, modern way of life) and Increase of expatriate In the population 

82 GENERAL RECOMMENDATIONS 

8 2 1 Transport mfrastructures 

• Improve railway transportation to ensure a good circulation of persons and goods 

• Connect the various railways and roads In the sub-region 

• Development of marrtlme transportation the experrence of the ferry boat CARABANE II that 
linked various cities on the West African Coast demonstrated the Interest of traders for thiS form 
of transportation 

8 2 2 Reduction of costs 

Governments and traders should take necessary mesures to reduce the cost of products so that 
consumption can be boosted 

• tax reduction, 

• reductIon of intermedIaries, 

• development of Infrastructures to preserve productsto aVOId losses, 

• reduction of costs of transportation 

8 2 3 Better orgamzatlon 

The aIm IS to adopt common regulations for the regIon to faCIlitate the CirculatIon of products and the 
economic integratIon of West African Countries An effiCIent informatIon system need to be 
developped to help traders make deCISIons A better organizatIon of traders would allow them to 
promote themselves and Increase their bUSinesses 
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ANNEXE I AREAS OF THE SURVEY 

DAKAR-WEST REGION 

1 CATTLE • Park of sheeps 
• Park of beefs 

2 KOLA NUT • Gransland street 
• Paul Holle street 

• Escarialt street 
• Sergent Malamme street 
• Valmy street 
• Tllene market, Castors market, llnc market, 

3 BANANA • Albert Sarraut avenue 
• Jean Jaures avenue 
• Sandlnlery street 
• Fleurus street 
• Paul-Holl street 
• Gransland street 
• Tdene market, Castors market, Zmc market, 

CENTRAL REGION 

1 CATTLE Touba Toul market 
2 KOLA NUT Thies central market 
3 BANANA Thies central market 

NORTHERN REGION 

1 CATTLE 
2 KOLA NUT 

3 BANANA 

Cattle park at Rosso Senegal 
Ndar Toute market (Saint-LouIs) 
Sor market (Saint-LouIs) 
Ndar T oute market (Samt-loUls) 
Sor market (Saint-LoUis) 

SOUTH-WESTHERN REGION 

1 CATTLE • DalJfort park at Zigumchor 
• Abattoir de Zigumchor 
• Cattle park at Kaolack 

2 KOLA NUT • Ernest Renaud street at Kaolack market 
• Ababacar Sy avenue at Kaolack 
• LOI street at Kaolack 
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• Paul Senge street at Kaolack 
• Samt-Maure market at Zigumchor 
• Albert market at Banjul (The Gambia) 

3 BANANA • Samt-Maure market at Zigumchor 
• Serecounda market at Zigumchor 
• Peynssac-Zlgumchor 
• Kaolack central market 

SOUTH-EASTERN REGION 

1 CATILE • Cattle park at Tambacounda 
• Bantagnel cattle park at Kolda 
• Dlaobe market 

2 KOLA NUT • Aynma FALL street at Tambacounda 
• D laobe market 

3 BANANA • Kolda central market 
• Around the regional hospital of Tambacounda 
• Leopold Senghor avenue at Tambacounda 
• Syndlcat market at Tambacounda 
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ANNEXE II LIST OF WHOLESALERS INTERVIEWED 

1) KOLA NUT 

Names Adressl Ph Ethnic Zone 

Amadou Omar Ba Ndar toute market Northern Peul North 
* Abdoulaye Nlang Sor market St-LoUIS Northern Peul North 
Mouhamet Dlakhaby Zigumchor Dlakanke South 
*Mamadou Ossokho E Renaud41 29 92 Sonmke South 
* Abdoulaye Kone 41 2743 Mahnke South 
EL H I Ndlaye Kaolack market Wolof South 
Abdoulaye DlOuf Paul Senge Kaolack Wolof South 
Sonkoum Badlo Zigumchor Dlakanke South 
Mamadou Camara 81 1429 Bambara South 
Issakha Dlawara Bouma Bambara South 
Adama Toure 2231 82 Mahnke DKR 
*Lamme Coullbaly 21 1718 Dloula DKR 
* Moussa Kone 50, Escarfalt Bambara Dkr 
* Be"a KOita Mole 3 22 45 15 Peuhl Dkr 
* Adama KOita Grasland 21 7381 Mahnke Dkr 
* Abdoulaye Sy"a Grasland 21 35 61 Bambara Dkr 
* Mozo Camara Grasland 21 7982 Dloula Dkr 
*SahfSakho Escarfalt 21 46 59 Bambara Dkr 
*Chelkh Baal Central market Thies Toucouleur Center 
Badara Ndlaye Touba toul Wolof Center 

* Important persons to interview 

2) CATTLE 

Names Adressl Ph Ethnic Zone 

* Samba Ba Rosso Senegal Northern-Peuhl North 
* Oumar DJlby Sow Rosso Sen 63 61 59 Northern-Peuhl North 
Abdoulaye Sow Park Dallfort Zig N orthern-Peu h I South 
Moussa Dlallo If " " Northern-peuhl South 
Alloune Ware '''tU Northern-Peuhl South 
OumarThlam Kaolack Toucouleur South 
Arouna Wele Kaolack Toucouleur South I Blrome Wagne Kaolack N orthern-Peu h I South 
Ifra Dla Kaolack Northern-Peuhl South 
Demba Dla Kaolack Northern-Peuhl South 

I Abdoulaye Ba Beef park Northern-Peuhl South 
* Ameh S B Wagne Beef park Northern-Peuhl South 
Dloulde Ndongo Beef park Northern-Peuhl South 
Hamldou Mballo benlagnel N orthern-Peu h I South I Mansaly Faty bentagnel Northern-Peuhl South 
Abdoul Thlam bentagnel Northern-Peuhl South 
DJlby Sow Park Mbao Northern-Peuhl Dkr 

I * Ibrahlma Ndlaye Park Mbao Northern-Peuhl Dkr 
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I 
I * MamadouDleng Seras Yarakh Wolot Dkr 

Abdou Ndlaye Seras" Wolot Dkr 

I Yero Baddiel Sy Seras yarakh Pulaar Dkr 
* Ndlaga Fall Seras yarakh Wolot Dkr 
Chelkh Ndlaye Seras yarakh Wolot Dkr 
Bayal Sow Park Mbao Peuhl Dkr 

I * Samba D Dlallo Park Pulaar Dkr 
Assane N lang Park yarakh Wolof Dkr 

Mbaye Ndlaye yarakh Wolof Dkr 

I Seym Gadlo Dlop Seras Wolot Dkr 

Assane Ndlaye Seras Wolof Dkr 
* Demba Awa Sow Park Seras Northern-Peuhl Dkr 

I 
* Arona Sow Park Mbao 26 61 63 Peuhl Dkr 
Amadou Sail Park Sotlba Pulaar Dkr 
Demba Dlop Seras yarakh Peuhl Dkr 
* Mamadou Sow Seras Northern-Peuhl Dkr 

I Mamadou Pathe Ba Seras N orthern-Peu I Dkr 
Oumar Demba Wone Touba Toul Toucouleur Center 
Abou Ore Ly Touba toul Peuhl Center 

I 
Abdou Ngom Touba Toul Serere Center 
* Baldy Ba 65 HLM Gibraltar Pulaar North 

224471 

I * Important persons to interview 

I 
3) BANANA 

Names Adressl Ph Ethmc Zone 

I EL Thlerno Dlallo 51, Paul Holle st Northern-Peuhl DKR 
Badara Fall 55, Sarraut BP 3667 Wolof Dkr 
Mamadou Yaya Dlallo Avenue Jean Jaures Southern-Peuhl Dkr 

I 
EI H Omar Sylla 57, Sandmlery st Northern-Peuhl Dkr 
Ibrahlma Sory 57, Sandmlery st Peuhl Fouta Dkr 
* Ismalla Mbengue Aprovac 22 21 78 Lebou Dkr 
Abdoulaye Osse 25, Fleurus st Lebou Dkr 

I * Mamadou L Kelta 1, Grasland st Soussou Dkr 
* Kadlaly Clsse Ndar T oute market Soce North 
* Babagale Sow Sor market Southern-P North 

I Daouda Fall Sor market Wolot North 
Sahmata Ba Peynssac Zig Southern-P South 
Alpha Dlallo Central market 160 Southern-P South 

I 
Mamadou Ibrah I ma Ba 1 61 central market Southern-P South 
Fatoumata Dledhlou St-Maure market Dlola South 
Dlarals Dlallo Serecounda market Southern-P South 
Ibrahlma Balde Tambacounda Southern-P South 

I DJlbnl Dla Syndlcat 81 19 69 Southern-P South 
* Basslrou Dlallo CmemaTamba Southern-P South 
Daouda Dlallo Medma coura 811781 Southern-P South 

I * Important persons to mtervlew 
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ANNEXE I AREAS OF THE SURVEY 

DAKAR-WEST REGION 

1 CATILE • Park of sheeps 
• Park of beefs 

2 KOLA NUT • Gransland street 
• Paul Holle street 
• Escarfalt street 
• Sergent Malamme street 
• Valmy street 
• Tllene market, Castors market, ZinC market, 

3 BANANA • Albert Sarraut avenue 
• Jean Jaures avenue 
• Sandmlery street 
• Fleurus street 
• Paul-Holl street 
• Gransland street 
• Tdene market, Castors market, Zmc market, 

CENTRAL REGION 

1 CATILE Touba Toul market 
2 KOLA NUT Thies central market 
3 BANANA Thies central market 

NORTHERN REGION 

1 CATILE 
2 KOLA NUT 

3 BANANA 

Cattle park at Rosso Senegal 
Ndar Toute market (Saint-LoUis) 
Sor market (Saint-LouIs) 
Ndar Toute market (Saint-LoUis) 
Sor market (Saint-LoUis) 

SOUTH-WESTHERN REGION 

1 CATILE • Dallfort park at Ziguinchor 
• AbattOir de Ziguinchor 
• Cattle park at Kaolack 

2 KOLA NUT • Ernest Renaud street at Kaolack market 
• Ababacar Sy avenue at Kaolack 
• LOI street at Kaolack 
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• Paul Senge street at Kaolack 
• Samt-Maure market at Zigumchor 
• Albert market at Banjul (The Gambia) 

3 BANANA • Samt-Maure market at Zigumchor 
• Serecounda market at Zigumchor 
• Peyrrssac-Zlgumchor 
• Kaolack central market 

SOUTH-EASTERN REGION 

1 CATILE • Cattle park at Tambacounda 
• Bantagnel cattle park at Kolda 
• Dlaobe market 

2 KOLA NUT • Aynma FALL street at Tambacounda 
• Dlaobe market 

3 BANANA • Kolda central market 
• Around the regional hospital of Tambacounda 
• Leopold Senghor avenue at Tambacounda 
• Syndlcat market at Tambacounda 
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I 
I ANNEXE II LIST OF WHOLESALERS INTERVIEWED 

I 1) KOLA NUT 

Names Adressl Ph Ethmc Zone 

I Amadou Omar Ba Ndar toute market Northern Peul North 
* Abdoulaye Nlang Sor market St-LoUIS Northern Peul North 
Mouhamet Dlakhaby Zigumchor Dlakanke South 

I *Mamadou C1ssokho E Renaud41 29 92 Sonmke South 
* Abdoulaye Kone 41 2743 MalJnke South 
EL H I Ndlaye Kaolack market Wolof South 

I 
Abdoulaye DlOuf Paul Senge Kaolack Wolof South 
Sonkoum Badlo Zigumchor Dlakanke South 
Mamadou Camara 81 1429 Bambara South 
Issakha Dlawara Bouma Bambara South 

I Adama Toure 2231 82 Mahnke DKR 
*Lamme CoulJbaly 21 1718 Dloula DKR 
*Moussa Kone 50, Escarfalt Bambara Dkr 

I 
* Bella KOita Mole 3224515 Peuhl Dkr 
* Adama KOita Grasland 21 7381 MalJnke Dkr 
*Abdoulaye Sylla Grasland 21 3561 Bambara Dkr 
* Mozo Camara Grasland 21 7982 Dloula Dkr 

I *Sallf Sakho Escarfalt 21 46 59 Bambara Dkr 
*Chelkh Baal Central market Thies Toucouleur Center 
Badara Ndlaye Touba toul Wolof Center 

I * Important persons to mtervlew 

I 2) CATTLE 

Names Adressl Ph Ethmc Zone 

I * Samba Ba Rosso Senegal Northern-Peuh I North 
* Oumar DJlby Sow Rosso Sen 63 61 59 Northern-Peuhl North 

I 
Abdoulaye Sow Park DalJfort Zig Northern-Peuhl South 
Moussa Dlallo " " 11 N orthern-peu hi South 
Ahoune Ware 111111 N orthern-Peu h I South 
OumarThlam Kaolack Toucouleur South 

I Arouna Wele Kaolack Toucouleur South 
Blrome Wagne Kaolack N orthern-Peu h I South 
Ifra Dla Kaolack Northern-Peuhl South 

I 
Demba Dla Kaolack Northern-Peuhl South 
Abdoulaye Ba Beef park Northern-Peuhl South 
* Ameh S B Wagne Beef park Northern-Peuhl South 
Dloulde Ndongo Beef park Northern-Peuhl South 

I Hamldou Mballo benlagnel N orthern-Peu h I South 
Mansaly Faty bentagnel Northern-Peuhl South 
Abdoul Thlam bentagnel Northern-Peuhl South 

I 
DJlby Sow Park Mbao Northern-Peuhl Dkr 
* Ibrahlma Ndlaye Park Mbao Northern-Peuhl Dkr 

I 36 

I ~,1 



I 
I * MamadouDleng Seras Yarakh Wolof Dkr 

Abdou Ndlaye Seras II Wolof Dkr 

I Yero Baddiel Sy Seras yarakh Pulaar Dkr 
* Ndlaga Fall Seras yarakh Wolof Dkr 
Chelkh Ndlaye Seras yarakh Wolof Dkr 

I 
Bayal Sow Park Mbao Peuhl Dkr 
* Samba D Dlallo Park Pulaar Dkr 
Assane Nlang Park yarakh Wolof Dkr 
Mbaye Ndlaye yarakh Wolof Dkr 

I Seym Gadlo Dlop Seras Wolof Dkr 
Assane Ndlaye Seras Wolof Dkr 
* Demba Awa Sow Park Seras Northern-Peuhl Dkr 

I 
* Arona Sow Park Mbao 2661 63 Peuhl Dkr 
Amadou Sail Park Sotlba Pulaar Dkr 
Demba Dlop Seras yarakh Peuhl Dkr 
* Mamadou Sow Seras Northern-Peuhl Dkr 

I Mamadou Pathe Ba Seras N orthern-Peu I Dkr 
Oumar Demba Wone Touba Toul Toucouleur Center 
Abou Ore Ly Touba toul Peuhl Center 

I 
Abdou Ngom Touba Toul Serere Center 
* Baldy Ba 65 HLM Gibraltar Pulaar North 

224471 

I * Important persons to interview 

I 
3) BANANA 

Names Adressl Ph Ethmc Zone 

I EL Thlerno Dlallo 51, Paul Holle st Northern-Peuhl DKR 
Badara Fall 55, Sarraut BP 3667 Wolof Dkr 
Mamadou Yaya Dlallo Avenue Jean Jaures Southern-Peuhl Dkr 

I EI H Omar Sylla 57, Sandlnlery st Northern-Peuhl Dkr 
Ibrahlma Sory 57, Sandlnlery 5t Peuhl Fouta Dkr 
* Ismalla Mbengue Aprovac 22 21 78 Lebou Dkr 

I 
Abdoulaye Cisse 25, Fleuru5 5t Lebou Dkr 
* Mamadou L Kelta 1, Gra51and 5t SOU5S0U Dkr 
* Kadlaly 05se Ndar T oute market Soce North 
* Babagale Sow Sor market Southern-P North 

I Daouda Fall Sor market Wolof North 
Sallmata Ba Peyns5ac Zig Southern-P South 
Alpha Dlallo Central market 160 Southern-P South 

I 
Mamadou Ibrahlma Ba 161 central market Southern-P South 
Fatoumata Dledhlou St-Maure market Dlola South 
Dlaral5 Dlallo Serecounda market Southern-P South 
Ibrahlma Balde Tambacounda Southern-P South 

I OJlbnlOla Syndlcat 81 19 69 Southern-P South 
* Basslrou Olallo ClnemaTamba Southern-P South 
Oaouda Olallo Medina coura 811781 Southern-P South 

I * Important persons to interview 
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