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SUMMARY

in November 1999, a Past Harvest Needs Assessment was conducted i1 the | eso and
Lango farming syslems of Uganda. The needs assessment consisted of a farmer
questionnaire and a rapid market asscssmem exereise. This report documents the [indings
from bolh activities: Part A identifies proposals for fulure activitics; Part B concems the
marketing assessinent; and Pan € the fanmer interviews.

The objective was to wdentify areas that will contribute to Lhe improved and efficiency of
local produce markets and of farmers post-harves! praciices. In Part A, the
recommendations are detmicd in the form of project propesals that embrace marketing
econonles. markcing services provision, institutional developtnent. and technology
developinent and dissevmination. In all of 1he propesals the targel beneficiaries arc rural
houschelds. However, the unde: lying assumption is that improvemients to the functiomng
of markeis wilt resul in benefits to farming households, even 1though the households may
nol always be the dircet beneficiaries of the proposed work

Part B sketches out the characienistics of local produce mailkets and 1dentifies constraints
and 1ssucs both 1n the markeling of specific erops and more generally in the marketing
system. Sales of produce constinme a 1najor source of income for farm households i the
research area and are olien the principal household cash earner. Rural houscholds arc
therefore dependent upon produce markets, which have a significant bearing on
liveliheods. The ¢fficiency of produce markels. and households® aceess 1o these markets,
will diclale what price and retusns are fecerved by farmers for markcted produce
Througzh semi-structured imetviews, group discussions and review of secondary
informalian and data, the research team investizgated the £huraclenshies and constrainds af
local produce matkets, following marketing ehains from the praducer-market interface to
the retailer.

Part C summarises the kev [indings ohtyined from individual interviews. 1t dentifies
whai sgriculgral producers tegard as being the Key consiruints ai different perleds hetore
Lhe crop is sold or consumed: ence the erop has matured wut is still standing in the field;
Detween harvest wnd storage when crops are threshed and winnowed: during storage; aflel
storage including processing and marketing. At cach of these stages probiems occur and
lossus are susizined, I was not the intention of the survey io accurately quantity the
magniiyde of the problems thal oceur. nar were we able during a single short visit 1o
cstunate [osses. Problems were described in terms of farmers™ perecptions. Clearly,
scvere probloms do oceur thal need ta be addressed and rectified. It is necessary o
obtain 2 more emplele and aceurate esumate of these signilicant problems, so that the
impacl of corrective measures can be assesscd.




INTRODUCTION
Background

This Post lHarvest Necds Assessment was conducted in north-east Uganda, in the arcas
shown in the map below. Tt follows on from the Teso and Lango Farming Systenis Needs
Assesaments conducicd in 1998 by NARQ and funded by DFID', The NARO
assessments consisicd of a number of community level participatory excreises 1o elicit he
opmions and pereeptions 0f local farmers with respeet to avriculture, in order to identify
priority arcas for research. The assessments identifiexd the sale of crops as the top ranking
imcomc camer of househelds in the tvo regions. oflen contributing more than 50 percent
of the total household inceme, This indicales the importance of marketing and past
harves! issues for resource poor rural houschelds in the region. Although post harvest
1ssues were raised by farmers duning these exercises, ne great detatl was oblained on the
naturc of post harvest constraints. The same study , n considering markeling issucs,
investigaed these only t ihe houschold level withour looking throughout the marketing
chain at system-wide issues. Given the importance of these Tssues, this Post Harvest
Needs Assessment was designed Lo focus exclusively on marketing svstemns and farm
level post harvest constraints to provide shformation in sufficient detail to inforin the
development of project concepts addressing specific constrainis. The study will also
complement recent rescarch undertaken by the Agricultural Policy Secretariat in Kampala
il NRI on market access in remaote areas (funded by the Crop Post |larvest Research
Programme of DFTD),

e Akwang, A A Obue, L', Okwadi, ), and Oryokot. J fods) (19990 Meads Assessment for
Agricultural Research in the Lange Subt-Farming System — Supymary Repors, DD/ NARG, Kampala, and
Alowang, A A, Okalebo. 5 and Oryoket, ). {eds) (1998) Neady Assessment for Agricultural Reseurch m wie
Tese Farming Swren — Mafn Repart. NARG [ DFLD. Kampala




The Post Harvest Needs Assessnient was splil into:
¥ a rapid market asscssment for cro
) (Pari B); and
® delivery of a farm level questionnaire to
harvest needs and constrairts (Pan C).

ps commonly marketed w1 the target region

identify and discuss fariners” post



Part A - Proposals for improving the efficiency of local markets and
post-harvest technologies

“Twelve urcas are suggested for improving on-fami post-harvest techiiologies and fic’
eflcieney of local markcets.

Devcloping loeal skills for market analysis.

Investigating improved mechanisios for rural market management and taxation.
Identifying marke! information needs and uses for farmers and {raders.
Asgessing the npact of aid/relief programmes on input and output market
development.

Assisling 1he developing contract farming schemes in the cotton sector.
Developing sweet potato processing, storage technology and dissemination,
Reducing transportation costs for farmers and small-scale {raders.

Financing agricultural marketling activilies,

Controlling rodent pests during crop production, threugh harvesting and siorage:
Manaying insect pests of cercals and plilzes,

[mpreving drying before harvest,

Developing improved methods for information dissenmnauen and nupact assessment,

o0

AT omm

Other than the firs1 recommendation. which (s ained at improving market analysis skilis,
proposals B-H address issues within the marketing systems. which were identified dur] ng
the ficklwork, Proposals I-L were ideutified as a result of the imerviews with farmers.
The summarics of the research findings are contained within the Backgronnd sections of
the proposals (below) and fuiler descriptions are contained in the main tex! of the report.
he list is not exhaustive, and the recommendations m the lisi arc not fully developed.
lnstcad. it 15 hoped thit the report and the recommendations can serve as an eniry point
for the firther development of these fieas (or others). Although the waork was eanducted
by NRIin collaboration with the Nation:] Agricultural Research Organization, 1t is net
mtended that these organisations necessarily take the ideas forward, and 11 is hoped that
oller organisations {especially those from Uganda) will be able 1o take on'the
recorninendations.

T



A Developing local skills for market analvsis,

Backgrownd

Marketing of ayrcultural produce is clearly an important component of rural livelhoods
as 11 is a major contributor to houschold ingome. Duriiig our researcb. we came across o
number of development mitiatives (local and natianal level NGO projects and
government programmes) which include marketing components, for exampic to umprove
market access or add vatue to farmer production. In addition, there are also many
governument and NGO initiatives which are aimed al increasing the productivity of crop
cultivation and which have marketing implicauons, Although there was ne intention
during this work 1o discuss 1raining needs of NGOs and government ; gencies involved in
this work, the ssuc was ralsed by siaff of the Lira Private Sector Development Centre
fwith a specific dumand for conducting market assessments). There was o general [eeling
thut appropriate skills were lacking in the development community. Market analysis skills
can be used 1o improve the idenrification, design and implementation of development
witiatives. Skilis required by rural development practitioners and researchers nclude
orthodoX econarnic analysis of markets, together with an understanding of marketing
institutions, the pohicy and economic environment in which markets operate, and socio-
CCOMGIME factors influencnig individuals' marl.et behaviour.,

Objeciive
That development ageneies involved m projeets with marketing COMponents have
improved skills fer understanding and analysing markets.

Aceivittes

The first task is to determine whether there 1s a densand for the skills discussed shove
amongst development agencies in Uganda. This can be achieved through a quick survey
of tranng necds of relevant organisations {including government agencies, NGOs and
the private sector}, possibly through a telephone or postal questionnaire 10 detcrmine
whether erganisations arg involved in market related work anl whether they requice
market analvsis training. 11, as is believed, there is 4 demand for this 1raining, appropriaie
trainung materials will need o be identified or developed, and a realistic training schedule
established, to gain maximem panticipation of interested organisations. It is rugpesied
that training should inchude 1 mixture of classroom and field-hased work, leaming and
4pplying basic but effective analysis methods. Although much of the appropriate training
materials may already exist these may need to be supplemented with additiomal i
iformation. Direct beneticiaries of this proposal will be those erpanisalions receiving
ttainng. Indirectly. rural households will benefit from well-desi gmed projecis with
markeling components that improve |is clihoods.



B. lavestigating improved mechanisms for rural market management.and iaxation.

Background

Roral markets in Uganda arc privately managed under contracts issued by local
authorities. Under these coniracts, management compames pay a fee to local authoritics
to operaie the markets. and are authorised to collect market ducs from sellers as they
enter the markets, The management companies retain all the funds eoliccted through
narket dues ever and above what they pay as their fee 1o local authorities. The level of
markel dues 15 far from transparent, ofen appeanng to be arhitrary and, for certain
commodities, 1he ducs appear 1o be unreasonably high, There is Ittle evidence of revenue
from dues being invested imo Jeveloping and maintaimng market infrasiructure Indeed,
it is not elear whether (he responsibilily for market infrastructure lies wilh the
manigement conpany or the loeal suthority,

Market dues dissuade farmers from entering markets to sel! their produce and encourage
them te scll o traders gutside market boundaries, resuliing m farmers recciving prices
below the market level. Farmers who pay the market dues are pul under pressuse 1o seil
their iroduee by the day’s end, possibly leading Lo a downward pressure on prices during
the course ol the day. Market dues. together with a number of difTerent taxes/levies
throughoul the marketing chain including roadside taxes {Jegal and {llegal). accounl fo1 a
si1gnificant proportion of [he final selling price of the produce. Due to the armay of
different eharges, 1t is difficulr to idenufv the fall tax burden on agnculiural marketing,
though it can be hvpothesised that these charges are hiuh and result in lower prsduecer
pI—lCCH.

Ohbjective
Increased transparency o' markeling charges and taxes witl recommendations for viab)z
altermatives to cumrent systems made avatlable .

Aerivifies

The 1ssues being addressed in this proposal arc sensitive —there are a number of vestod
interests which may be threatened by work investigating both legal and illegal markeiing
charges. The firsl activity of the proposed project will be to get the relevant organisations
‘on board’ — mes) importantly the loeal authorities which have respongibility for
coniracting out markel managereny. and the Ministry of Trade and Industry, The curly
mnvolvement of these organisations will be vital for (he 1mplementation of research
recommendations, and unless they are involved and are committed to the work, (he
rationale lor conducting the work will need o be re-examined. If support i obtmned,
market survey work will be required 10 determine the level of market eharges for
different commodities jn rural marketing systems, incloding market dues id road ‘to}l s
Infeimation should be coltected through discussions with market participants, Alternative
institutional srrangements for operaung and munaging markets should be reviewsd which
creste condilions for broad market parhaipauion whilst ¢nsuring adequale yyvestment m
market infrastructure,

y \.l"\:




€. Ideniifying market information necds and uses for traders and farmers.

Batiground

The absence of accurate and up-10-date in[ormalion on market opportunities and prices
makes marketing decisions difficult for traders and farmers alike. Our researeh found that
access to market infermation is far more limited for farmers than for traders. This
unequal aceess to information can lead to exploitation by the belter-informed traders of
less-informed farmurs, As a result of these concerns, efforts are eurrently being made to
improve market infarmanon services in Uganda. The defunct Marketing News Services
had Intle eredihility wilh the traders it was imtended 1o benefit. In fact, we found tha
many traders were not even aware of the service and relisd instend on informa)l sources of
information. The improved market information services can only be effective if fariners
and iraders have equal aceess to relcvant and aceurate information, and are ahle 1o
respond i@ the miormation they reeeive, Farmers, in panticular, may be restricted 1n their
ability to react to marhet infornation, ag they face barriers to choesing when and where
they sell thewr produce.

Ohjectnves

To develop a better undersianding of current markel information sources and market
information needs tat will enable the introduction of market infamiutyon systems, and
identify supporting activities to better enabte users to take advanlage of market
infermation.

Agtivics

Ts research propoesal will support 1hosc organisations currently collecting and
disseminating market information (1{T A, Private Sector Development Centres, Minisiry
of Trade and Commerce. Agri-business Development Centre). In erder (o suppaort
initiatives to develop market information sysicms, researeh 15 required 1o determine what
the market information needs are for different market participants, and crucially, the
constraints o acting oo received market information. This will invalve survey work at
farmer and trader level. At the fammer levil, a combination of foeus group discussions and
individual interviews {possibly questionnaires) could be used 1o gather information on the
sources and value of market informaion and on how increased access to information will
IMpacl on ecoiLomic behavour. Similar excreises will he conducted with different groups
of market participanis {traders, wholesalcors, processors). The means of information
dissemination may also require further investigations with a review of altemnative (mostly
lnformal) sources of mformation for farming househalds amd traders. For example, there
may be wiys 1o use informal channels of information 10 reach farming households. All
markel participants will vain from improved market informaiien services, Those who
stand to benefit the most will be those wio currently have the most restrieted access,
lvpically sniall-scale furmers i remoter areas,

10




B, Assessing the impact of aid/relief programmes on inpol andg ouiput markes
development,

Backgrouned

The World Food Programme s a mmajor player in the dried gram markel in Lira district,
with large but sporadi¢ purchascs ef produce which is used for food aid in neigbbounng
eounirics. There has been a receit swilch {rom using imported grain for food aid, to
purchasing from local marker. The justificanon for this switeh was the perceived support
of producer prices from buyiny locally. Howewer, large-scale purchases of local produce
by rehef programmes may destabilise produce markets, creating uncentainty in farmer
(and trader} decision making, and potentially ereating short-term shortages {and high
consumer prices) 1 local markels. Although no price analysis was conducted. discussions
with markel participants question whether producers benefit from higher prices
Allcgedly, the prineipal Ugandan beneficianies of these relicf programmes are those
gomparies which win the supply contracts. This tends to be the [arger niational companics
wilh the capacity 10 fulfii large orders. Thesc large companices regeive a high price for the
produce they supply, though local whelesalers who sell W the eompanies complain that
they <o not benefit frown these prices. [n Lira this has prompted wheleszlers to form an
association 1 increase their negotiating strength It appears that eurrently local producers
de not benefil from local purchases by relief agenciegs. and poor households may actually
sufferf local produce shortaues occur as a result of local buying.

Another commmon policy of relief ageneies is o provide subsidised or freg agricultural
inputs (such as fertilisers and seed) to farmers 10 ¢ountries neighbouring Upanda (for
example, Sudun and Rwanda). There 1s evidence of these inputs being imporied into
Uganda and sold at prices below the prevailing market price, This leakaye acls as a
disincentive for private sector invelvement in input markets, with farmers losing out in
the long run duc to undeveloped markets, resulting in Bmited access to quality inpuis.

Objective

To make recommendations for mitigating potential negative impacts of aid programmes
on rral input and output markets and to develop rehef programmes to benefit input and
cutpul markets serving rural houschotds.

Aeivities

Analysis of the impact {positive and negative) of aidrelief programmss on different
participants 1n the moiketing chain, and particularly on fanmers, would be done. This
would invelve looking both at input ind outpul markets wiih the co-operation o[ rehef
agencies and large input and output traders. Ob the output side, tevels and patterns of
relicf programme purchases will be identified and, if found to be signiiicant in local
markets (possibly in Lira), estimales will e made of the impact gn local markets {supply
response. producer and consumer prices. iostitutional responses) Thus will be achieved
through a comhbination of qualiruive and quantitative methods. Similarly, 1 input
miarkets, the perceplions of farmers. local wraders and national (raders of the extent of
relief *leakage’, ¢an be obtained through surveys 1o assess the potential Impaet on focal
inpit markct development,

14




E. Assisting the developing contract i’urnﬁng schemes in the cotton sectoy:

Backgrond

The cotton sector is showing some signs of recovery after inany years of low production
aid there has recently been signilicant mvestment m eotton gmnerics in the Saroti area
These gmneries need 1o secure sufficient aceess 10 sced cotioi from smallholders to make
capilal nvestnients in processing cquipment viable, Smallholder cultivation of cotton is
hampered by poor aceess to input markels, and by bad cxperiences in the past with
markeling seed cotton through co-operutives (which ofien lv1led to pay farmers for their
produce). Recent attemnpts to develop a nation-wide scheme for cotton input provision
{on credit) and marketing bave largely Failed. This has left cotion producers with
difficulties in obtainting inputs and so production is threatcned and ginneries face the
prospect of wruler-utilisation. In Soroli, there are already schemes operated by un
individual ginnery to forn cotion production groups, and provide eredit for inputs to
these groups. These schemes ure seill in their carly days, and even though they show
promise, there are potential problems with side-selling {when farmers sell their produce
to a different ginnery). In other countries in sub-Saharan Africa. notably Zimbabwec, Lhere
have been some very posilive experiences with individual companies operating such
credit schemes. These have achicvod the dual objectives of increasing access to secd
cotton whilst also inereasing smallholder productivity and profitability. Elements of the
schemes vperaing m Zimbabwe and elsewhere could provide vaiuable assistance to
cotton companies in Uganda.

Ohjeciive

Ta set up plot schemes wiich develop business relationships between selected cotton
ginneries and smullbolders, to impreve input and outpul markeung development of hest
practice guidelines for other ginnertes m UganiJa.

Aciivifies

This proposal will email working closely with seleeted ginneries i the Soroti arca (and
possibly clsewhere in Uganda), and the obvious inilial tash will be to identify potential
ginneries. The Lake Kyoga Colton Co. Lid. in Sorot: has expressed an mierest in

recel ving assistance in developing their farmer yroun schemes and, therefore. is a likely
candidate. Drawing {ram experience from ather countrics, assistance can be provided to
Jevelop appropriate comraci arrangements hetween the ginnery and farmers, including
farmer group organisalion, the 1erms of credit repayment and the provision of inputs and
services. This will imvelve working jointly with gitineries and farmers 1o forue close
bustness relationships. 1t is envisaged that the Cotton Development Organisation will also
pluy avital role in developing these relationships and. potentially, the CDO is well placed
to use the expericnees from this pilot scheme 10 develop “best pructice’ puidelines and
cxtend Lhe approach 1o other panis of the country. Cotton producers, the majority of
whom are small-helders, will be the primary larget group ol beneficianes, as they will
recelve improved aceess to inputs required for cotron production. The cotlon sector in
general will benetyl from inereased produenon



F. Developing sweet potato processing. storuge technodigy and dissemination..

Rackground

Analysis of secondary price information reveals that scasonal price fluctuations for fresh
sweel potate are gencrally bigh and prediciable. and can reasonably be expected to be
higher than the costs of slorage. This raises the possimlity of developing storage
lechnologies and inereasing siorage capahility as the storage of {resh sweet polatoes, even
for Telatively shortl periods {1-2 months), potentially offers high returns. This is nol & new
finding, and there have been a number of rescarch and dissemination activities in the
rcgion {for exanimle the ¢urrenmt NRIL/C1P project and previous work on post harvest
syslems Jor sweet peluto). Even though technologies for storage have been developed,
ihese have rarcly been adopted by farmers. priumarily due to the high labour demands ol
the new technelogy. Processing (generally drying) sweet potato other than for household
consuntptien is also only a minor agtivity and there appears to be Litile demand for dried
sweel potate products m the main consumer market of Kampala It is therefore debatable
whether any further research is required. One area in which funher work may be justified
15 [0 consider commereial approaches to storage and processing. Much of the previous
woTk has focussed on Lthe faymer level, with farmers as the direct benefieiaries. Swilching
the focus to market mtermedianes would be justified by the patential indircet benefits to
poor produeers and gensuners. whoe would both bencfit frem a {lattening” of price
{hictuations.

Obrectives
Recommendaiions for the improved dissenunation or development of sweet potato
storage and processing lechuology are inade available:

Aoiiviiies

The first activily under 1his proposal 15 (o catry out a thorough review of previous work, in
sweel POLILD stoTuge. processing and murketng, A large amount of secondary
information 15 available from a number of sources {douors, local and internatical
research organisations. NGOs). This infonnation needs 1o be pulled together coherently
an {hat any further proposals in this sector ean be put imo context. This i itself would be
1 useful overcise snd provide a valuable source of informition for organisations
contemplaning research or other activities in the sweet polato sceior. 1t may also highlight
gaps 10 existing knowledge, Although i is impogsible 10 say firmly whal areas may merit
further investigation pnior to Lhe completion of this first activity, & cursory review reveals
that muny sludies of sweet potato have been at the farm level, with refatively less at the
trader;commercial level. 1 this view is supporied by the findings of 0 mare thorough
review, there may be a case for conducting a rapid marketing assessment of sweet potato
{(fresh and processed) with the objeetive of identifying interventions at the truder level for
improving market cMiciency. Far instance, most storage technologics are aimed ai the
faimicr rather than m the trader. In terms of poverty reduction, justilying (rader level

interventions would requiré investigation of the hink belween market efficiency an
farmiers” relums.



G. Reduring transponation costs fur farnters and smull-seale traders.

Buckgrawm!

Transportation ol produce by farmers and small-seale traders to and from rural markets
can be difficult. Long distances, poor infrastructure and lack of access o means of
transportation result ip *head-loading” beipg the most prevalent form of transporiation
used by farmers. Thig increases 1he lime reguired for transportation und reduces the
volumes traded. resulting 10 increasql unit Marketicg ensts 21d a reduetion in retuens. In
addition, poor transport limits the marketing options for farmers, and conscquently leaves
thent in a weak negotialing positicn (pressurising farmers to accept offered prices rather
than transporting their produce to markets with higher prices).

To vxpuct substantial improvement 1o infrastruciure {mainly roads) is unrealistic,
especially for remeter comrmunities, and so allemative cost-reducing approaches arc
required. These may mclude: redicing distances by increasng the number of periodic
markets, or improving the distribution of periodic markets; developing and aiding Lhe
dissemination ef appropriate (Le. affordallc and snitable for road conditions) means of
trunspovtation, and institutional developments. such as farmer markeling associabions for
mereased bulking up of produce,

Cumrently, other imtiatives arc lookinyg 2t rural transportation in Uzanda, for instance the
Agricultural Rural |'vansport Project for East Africa, though no details of their activities
were ¢ollected during this review and they do not appear 1o be active in the areas under
consideration. llowever, before advocating any approuches te reduging transportatian
casts, a better grasp of (he potentiai impact on marketing returns is required.

Qbjective
To assess the impact 6f noproved transportation options on marketing returns (or smgll
larmers.

Actrvines

"I'his proposal aims 1o test the lypothesis that improved (ransportation ler farmers wall
improve their livelihoeds. Basically. nbproved means of transportation result i produce
being moved further, in greater Quanistics and fasier. Mainly Uhirough field-based survey
work with farmets and traders. we will scek 1o answer the following questions: Wt are
tire henefits of being able ta transport prodice greater distances? This relates o the gost
of transportation and also 0 (he variation in prices between markets, [f markcts are
spatially integrated, diiferences in prices between adjacenmt markcets should be 1he same or
less than the cost of ransporting produce between the markels What are the benefits of
bewy able to transport larger guantines af produce? Although there ate clear economies
of scale 10 be realised from transporting greater voluines of produce, furmers may
actually prefer to market smaller quanuities of de not have larger quantitics 1o market.
Famiers may be discournged from marketing larger quantities if they lack optiens for
saving cash reeewvedl from selling their produce, or if they prefer to withhold produce fer
householt consuniptien or fer marketing at a later Jate when prices are expected to be
higher. Traders may be betier placed to benefit fror larger seale transportation, (hough



iinancial constraints may be a hindrance 1o purchiasing large quantinies of produce. What
wre the penefits af being able to transport produce more guickfv? The time taken io
transport produce was rmised as a constraint by farmers. The benefits of lagter
{ramsporiation are Teluted 10 the opporunity cost of labour. and for penishable produce,
ilie benefits relate to irtnspartation lpsses.

Answenng these questions will provide the basis for asscsaing diifercnt options lor
mmproviny transporiation Jor farmers and small-scale traders, and as such will be viluable
for agencies funding (ransporiation nler entions {denors, NGOs),




H. Financing for agricaliursl markeiing activities!

Brckground

Finanee for niarketing activities is difficult 1o obtain for all market participants other than
large scale traders and wholesalers  This would inelude credif for storage  processing and
transportation facihities. working credit for iraders to purchase produce, and consumption:
credit for tarmers allowing them to store for longer periods. Formal financial institations
in rural Upanda tend to avoid lending o agricultural activities, learing high risks and
potential default on loan repavment. The informal financial seetor (such as savings
groups or meneylenders) is typically limited 1o providing small, short term loans at
relatively high imterest rates, The limited sources of eredil results in both low levels of
investment capital {for axample in storage, processing or transportation assets) and also
in working capilal, which reituces storage capacity and the scale of marketing activities.
Low |cvels of liquidity in local produce markets potentially reduces demand and forces
producer prices downward  Inereased access to fumds would increass entrepreneurial
activily in the sector. Again, such conclusions are not new and nor are 1he negarive
attiides of banks 1o the agriculwiral sector. However, there are signs of rural 1aoks n
Uganda trying to leam more abeut the agricultural sector and to cautiously lend {or
agricultural aciivitics {nntably the Centenary Rural Developinett Baitk) Projecls niay
have u role ;m further developing this involvemenl in agriculture. working closely with
banks and other 1inatcial institntions to identily suttable investiments and elicits fior
lendmg (und savings mabilisatian}

Obﬁ?{l‘iuﬁ

Ta develop a beticr understanding of agrigulimal marketing opporiunities for formal
(inancial institutions and work alemgside willing FF1s 1o identity post harvest aclivities
whnch are viable for inancing

Activities

Survey work will be conductad anleng interested financial institutions to 1dentily
appropriate potential investments in agricyliwral markets. The best candidate for this s
the Cemenary Rural Develepment Bank. which has alrexdy siarted pilot schemes lending
1o Live sgriculiural sector using an innovative methodology for assessing investment
viability, This focuses on household cash tlow and tsilering the terms of loan repayment.
to suit individua! houschald eircumstances. This approach could be applied 10 post
haryest invesiments 10 determince those activities and mvestments from which fammers
angd traders may henefil from credit Potential invesiments can be identified through
Jiscussions and aralysis wiih local markel participants. [n adduwion, local resecarch
organisations md NGOs may have already identified technological advances (for
cxample storage or processing equipnient) whicl require capital investment. A stronger
link 15 required berween organisations liveived in technology devélopment amd
dissermnation, ud finatcial insilotons



[. Centrolling rodegds pests during crop production, through harvesting and
StOrape.

Backgrownd

Radents were regarded as an impornant problem, which affected both production levels
before harvest and also the quantity available during storage for sale and consumption It
15 nol possible to quantify the losses that occur cither before or after hanvest. Farmers do
atlenipt 1o take action apainst these pests by putting dawn highly toxic rodenticides, by
using oraps or simply by allowing cats 1o roam, None of thesc methods are particularly
successful because of the poor informaton farmers have regarding control of rodents,
Pest management is {urther bindered because farmers are unaware of the identity,
ccology or biology of (he active species. Such knowledge 15 essential to optitise radent
contral

Any rodent conirol programme imust be avaldable for both 1he individual farmer. whose
individual homestead store coudd hurbour rats or mice, and foi the village, because the
greganous nature of rodents and their abilily (o range allews their effeets 1o be expressed
community-wide.

Objective

To provide communilies and individuals with a berer understanding of the rodoit pest
problems so that they are able to cendnet conirel activities which reduce rodem
populations to levets that arc of no econonne sigmficance.

Actrvities

Firstly, it will be essential 10 dentify the species prescot and desenhbe thair behaviour.
An asgesement of 1he populations present and of the dumage or losses caused will be
uclertaken in selecicd targeted communities. Uhilising similar approaches to (hose
developed in Mozambigue {i.e. non-chemical, trapping-bascd mcthods) pilot contral
programuned will be initiated in the larget areas, and these will be scaled up in due course
to cover the renunmning districts in Teso and Lango. The programmes will be conductzd
through commumiy hascd orpanisations who will participate fully in developing 1he
control strategics and cvaluating the impact. The project will include a significant
cormponent of informanon dissermnation. 1t will train Aumers and contiquousty momilor
impaet throughoul the penad.




). Managing insect pests of cereals and pulses.

Backgrownd

As n mxany rural. agrienlturally dependent communitics in sub-Saharan Africs, once the
inain cercal and pulse crops arc harvested their quality is neglecied during slorage.
Deterioration during storage ¢an be considerable and although |psses have not been
quantified either 1n werms of weight or value in Uganda, it is not unreasonable to cxpect
wught Joss to exceed [0% during six menths storage for many crops, Most of the loss is
dlue to inscct pest attack and i 15 ¢lear from responses from farmers that problems caused
by insects are cxiremely significant and need 10 be alleviated. This issuc has been
exacerbated with the recent intreduetion 1o the country of (he Larger Grain Berer.

vany of the problens caused by storage inscel pests can be solved by the inroduction of
technologies developed elsewhere in Africa. Solarisation techniques to disinlest grain
wolld be particularly appropriate for pulses. Inert Justs and cthnobolanicals would
represent low cost, simple-lo-use sglutions. Such trealments would need 1o be used 1n
combination with butter storage managcinent practices, which might in tum require
improvements to storage stmetures, Furthermore, information dissemination mechanisms
woulld necd 1o be enhanced to ensure thal farmers were in receipt of appropriate extension
MCSS32Cs.

Gbfective
Chicap, cnvironmentaltly sustainabie, safe methods for protecting cercals and pulses
diering stotage introduced and used by families to mantan quality during storage.

Acivities

Several villages will be selected in which conservation methods will be [ntroduced. In
cach village, 1he ennstrainis will be examined in detail in order to decide which methods
would be most appropriate. Farmers will be offered a choice of pracedurtes and their
performance will be montiored and cvaluated by the communities themselves. Base line
studies of lasses will be undertaken to enable quantitative comparisons to be mucte.
Much work has alrendy begun with gruin legumes but (his project will address pest
canwol in ¢ereals, which have different issucs because of the larger guantities stored.
This project will alse build upon the development of Agricultural Knowledee:
Informaton Systems (AKIS), used for improving the dissemination and impact
evalualion of grain leguimes technologies
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K. improving drying before harvest

Duckground

Durable crops temain standing in the field ence they have inatured. Before harvest, the
crop Jdnes down Lo & point al which 1115 safe to stere. i.c. it 15 at equilibrium witl a
refatrve humidity of 70%. below which no fungal attack will 1ake place. The oecurrence
of fungal problerms will be determined not only by Uie moisture content of the commodity
during sterage bul 4lso by the rate of drying. Crops that dry slowly, e.2. husked maize,
arc more prone to fungal damage thin (hose which dry down rapidly. Drying atrer
physiological maturity 1s dependant on the elimatic conditions existing before hae cst.
[n many paris of Bast Afnca the miny scason ends well befure harvest and the crops dry
quickly before beng put into store. 1lowever, in other arcas. rains may be prolonged so
{hat dinnng oceurs Juring periods ol high humadity making it difficu®t 10 achieve a safc
moishare content  In these Jalter circumistances it will be necessary o introduce artificial
methods of drving in arder 1o prevenl excessive deterioration of the crop.,

[t 1s clear (hay farmers 1o parts of Tese and Lango suffer from extended rains causing
losses hefore harvest. Once the érop gocs into store it ajipears that it ts sutficiemly dry:.
no longer causmg o problem.

Obectives
[0 minimise losses eauscil by mould hivasion and bacterial roiing by improving the
cfliciency Ol crop drying after maturity

Actrvities

it may well be possible to introduce simple technologies 10 facilltate n-field drying
However, solutions can only be devised and introduced when current drving practices are
understoed and described 11 will be necessary lo use case studies of farmers drying key
crops to identify where and how interventions ean be mule, Methodologies wili then be
tesied on i small scale and continuously monitored and modificd to improve ciliciency.
This testing will be scaled up and technologies introduced on a larger scale  The methods
used will be critically examined For (heir cost-efficiency as well as their socio-
acceptabihity. Lrgonomcs will play an important role o deciding what technologies will
he recommended.



L. Developing improved methods for information dissemination and iinpact
assesament

Rackground

The posi-harvesi problems thal eccur in north-cast Uganda are unique neilher to that
couniry nor 10 sub-Saharan Afriea. bul technol®gies are available to address mosi
problems. Whal is lacking is the knowledge base of the farmer and of those engaged m
extension. who are cmployed to help inm/her find appropriate solutions. Transfer of
mformation from rescarch to the end user is poor. This is not solely because of the
madequacies of the government cxtension services bul also hecause: rescarchers do not
disseminate inforimation efficiemly; exiension workers. especially in the NGO seetor, do
not understand or appreciate the techmeal complexitics of the pest-harvest system and so
do not appreciate the need for techinology; the technologies olfered do not address the
proklems. Problem solving has been technology driven, rather than responding to the
real needs ef Tarmers. The approach o techinology transfor must be mote melusive, so
that these problems can be addressed.

Ohiectives

To understand existing information disseminaton pathways targetting fyrmers and
idemify gaps that eould be used to distribute post-harvest techaalogies; secondly 1o
develop methods by whicll farmers can mouwstor the effectiveness of introducced
techniologics.

Activities

A systemis approach needs to be taken, which will have two separate goals. Fustly. il will
be necessary to follow a hazard apalysis critical ¢putrol poimt (HACCP) approach to
examine the post-production system io order to identify specific points at which
constraints of problems arise. Then technologies or methodologies will be introduced
and lested to temove the constraints. The sysiem will be tested with different groups of
farmers with several key crops from Lhe pomt of crop malurity to sale or consumplion.

The second goal will bu to devise a system. which will improve nformation
disseminalion as well as nllow contiouous moniloring of the afTfectivenass of the
proposals il of their impact. This will imeelve improvement to the AKIS svetem and
then 1ts usc in developing mechanisms for evaluation. Impact assessments will be
undertaken by atl stakcholders, including farmers. exiension workers and researchers.
All will work together to improve both the technolagies themselves and the mechanism
for information exchange [t will be a lwo-way proeess.
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PARTA  ANALYSIS OF MARKLETING SYSTEMS

Objectives

The wam of (s sludy was to identify the characteristics and constraints of the marketing
chams ¢f commodities grown by farmers in Teso and Lunge regions. Specific objectives
wele [

» [denuify markcling parbcipants. institutions and marketing chains;

» ldentify the mark cting activitics and strategies of ihese participants:

s dennfy comstraints walhin the marketng system: and

» Identify arcas requiring further research or interventions.

Methedology ) .
The research was carmicd out over the period of November 15 to November 26, 1999, The
team conduclting the survey work gonsisted of:

Andrew Goodland, Senior Scientist. Natural Resources Tnstitute.

Patrick Kalunda, Socio-cconomist. Kawanda Agricultural Zesearch instinue, Uganda.
Fred Owera, Post harviest technologist, Kawanda Agncultural Research Institule, Uganda

This review of the marketing chain was a rapid cxercise {two weeks), intended to provide
4 ‘snap-shol” of the marketing system, The most appropriate way 10 gather information
rapidly was through interviews with participants al different levels of the markeling
chain, and with key informants with a good knowledge of the marketing svstem {such as
Ministry of Trade and Commerce oflicers). Checklists were devised and used to guide
seni-structured inlerviews with markel participants. These are meluded in Annex 1. The
ulority of the imtgrvicw's were conducled at local market places (rural and urban retail
and wholeszle markels) and at agro-processing sites. Survey areas were Soroti, Kumi,
Kajakwi, and Lira/Apac. In addition, visits were made lo markets in Kampala, which is
an imponant destination for several key crops grown in the Teso and Lango farming
systems. Discusslons were also held with key national sgricultural processors and
exporters hased in Kampala, which source raw matenals frem Teso and Lango. In
addition. the rescarchers met other organisations. which play an active role 1n markcting
systeills or have an interest [n their devolopmnl, for example the Agri-business
Development Centre (Kampala) and AT {Uganda).

Findings

Key issues and conclustons are drawn om interviews eonducted in eacl: Jistrict, some of
which are genenie, affeeting the whole marketing system, whilst others are crop of district
specific. The findings from the cxereise are organised as follows:

Market participams and struegies

Commuadities and marketing chains

Marketing costs and martins

Mark eting insliliwions and institutional arrangcments

Marl.et informalion systenis

Price trends and fTuciuations

P g
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7 Summary of constraincs
I. Muarket participants and st rategics

The entry point for the rosearch in cach of the diskricts was to hold discusstons with lecal
autloritics, in particular the District ABFicaltural Officers and District Trade and
Commeree Oificers. These are key informants who have g system-wide vicw of
agricultural markets and were able to identify the principal stages and pardicipants jn
marketing chains for different crops. Discussions were followed up with more detailed
mierviaws with participants in the markeling systems t0 gaii a decper insighl into how
the marketing system functions for a range of crops, and (he marketing strategies of the
Various participants.

Preducers

Farmers are dependent upon praduce markeling for a large proportion of honschold
tcome. The interface berween farmers and “the markel” s cettical for determining
farmers” retumns. Within the study region there are a range of market linkages which ay
be available to farmers depending upon location and trop. Farmers can retat! praduce
themselves direetly to consumers. either mformally (for cxample. home sales, sales
wilhin their communily or 0 friends and Fermily, or from the road-side) or in formal
markets. Fammers may be dissyaded from: sclhing in markets due (o taxes which must be
paid on all produce emering a market for saje. Alternatively, farmers can sell to market
traders who assemble produce and scll on to wholesalers. Such traders may visil farming
commmumties. but more frequently are located at or around local rural markets. Fatrners
selling te raders outside market boundaries cscape market (ases. though may recerve
lower priecs. Alicrnative buyers are Primary Coopvralive Socicties {PCS). though (he
number of crops marketed through 1his ghannel mey be limited Finally. farmers can sel|
to ugro-processars. This is espeeially (he case for cash crops. {or example, both cotton
And sunflower are sold dircetly 1o the gitner and presser tespuctively, or to midd|zmen
linking directly to processing companics,

Murketing strategies of farmers are limited b¥ resource and information constrains.
Obvipusly farmers will strive to obtain the highest s equms for their produee, which is
related both to their marketing costs and the price they receive. However, in praclice,
farmers face a number of constraints which limit their choice of marketing ontler, and
prevent them from realising maximum retums, There are a number of factors which
influence when and where Farmers will scll theit produce Firstly, the most common
reason for selling produce is to generate cash for ather purchases. A prossing need for
money nay decrease negolialing pewer as farmers are pressurised to aceepl any price
being offered. Even where furmers ean choose when to market their produce, there may
be hittle choiee of where they can sell their Crop Espectally in remoter areas. visits from
middlemen directly 1o farms may he rarg, and transportalion options hauted. In such
circumsiances. farmers inay be resiricted to sclling at thoeir nearest murket place
(irrespective of the price thar lhey will receive there). Additionally, for certain eTen
{esperially non-food cash crops), there may be only J imited number of buyers \n the



marbet {lor example in Soroti districl, thure 1 currently only one sunflower oil processor
{i.c onebuyer)). Such lack of competition may lead to lower producer prices.

Accessing prices in other markets 18 restricted by transportation difficullics, duc (o long
Jistances. peor infrastructure and limited means of lransportaiion  Ihe system of periodic:
rural markets has developed to reduce distances 1o mm lets, though farmers can still be
several kilomerres from them, farmens often have to walk toe thiese markets with their
produce ‘headloaded’. wliich is bth arduous and time consuming. For small quantities,
the returns 0 effort and lime expended in ransportalion are low.

Wiih these constraints, price may not be 2 strong determining facter in o fanmer’s
decision af when and where to zell hus or her produce. Tl markets visited durmig Lthe
research confirmed this, with large numbers of sellers (mostly farmers) and relatively few
biiyers. For exarople. at Gweton: market 2 fone cassava chip trader was surrounded by
lfarmers wrving to sell their produce to her. Tn Lhese circumstances the individual sellors
have httle negenating power and tend 1o be prige takers.

Rural market assentblers

Ihese small-scale truders visit penodic rural markets {o purchase directly from farmers,
assembling produce i sufficlent quantities 1o selt on 6 wholesalers in larger lowns. They
may also use thelr knowledge of spatial price differentials to sell in other rural markets
where prices are hipher, Generally. (heir assel base is low, without aceess o storapc
fucilibes or a permanent market stall. Usually they will own or hire weighing scales and
purchase sacks for assembling produce, They depend on public transport or hired
transpant (possibly joining 1ogether 10 hire a pick-up or truck)

Agentsfsub-huvers

Agents work on behalf of whoiesale t11aders or agro-processors, often on a commission
hass and occasionslly with cash advances. They buy dircetly from farmers (normally at
the farm-gaic) and then assemble in rural trading centres. Agenls may own or rent storagé
facilities in rura] trading centres where produce will he held prier to transportalion lo
wholesalers. In accessing farmers’ produce. ngents depend to.a large exient on their local
reputation and developing close relationships with farmers. Tvpically. they hove their
own “patch’ - a rural area in which they have an informal monopsony. Olten ihey
originat® from the areas in which they perate.

Brokers

The term “broker” is used in Uganda to describe those market parucipants whe do noi
aclually handle the produce but play a role in identifying and negonating with buyers and
sellers. They arc prevalent in penishable produce 1narkets. in which there is a need for a
rapid trading of produce. In the fresh sweet potato secior. brokers operate in the
producing villages and idemify larmers who are selling sweet potatoes. The broker
iegotiales i price with the farmer for 2 yiven quantity. and the farmer has to prgtvide the
sweel polale at 3 sct time to be collected by o truck. These brekers tend to work on a
comniission basis for (the urban-based sweet potate traders. Brokers are also employed at
lhe paint of sale in the sweel polate marketing chain al urban wholesale gnd retul
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markets. Here they identify buyers. negotiare prices and arrange lor the buyers 10 be
present when the trucks garrying swect patato artive. Using brokers enabies (raders to
quickly load and aff-load :eir trucks, thereby reducing the tisk of spoilage and
INCIeasing memover.

Local wholesale traders

Generally hased in rural trading centyes or Jarger lowns (1. ira. Soroti). local wholesale
iralers own or rent permanent {rading facilities — rormally a storage facihty. They
purchase produce mainly from rural market assemblers or from their own agents. We
found that the usyal strategy for wholesalcrs is generally not to store produce for lony
periads, but rather to aim for small margins «nd high turnover of produge. Price
[uctuations over a season are too unpredictable for w holesalers to be confident that there
uTE poslive rerurns to storage and instead they tond to sell on quickly to nuttonal or
international markets. Produce is either transported 1o these larger markets {for instance,
Narnpala, Mhare or Busca) or traders from these markets ravel 1o the wholesalers 1o
purchase dircctty. Local wholesalers {especial [y those in | ira) also sell produce 10 agents
employed by large purchasers such as the Warld Foend Programmie (sce below).

Primary Cooperative Sacieties { PCSs)

PC3s used to play a major role in the marketing of prodtuce, particularly cotton Howevér,
shortage of funds and poor management Icd to a situation where farmers woltld
frequently have to receive eredit notes instend of cash for their produce. With the
liberalisation of the cotlon sector, which allowed private seetor buyers to purchase seed
cofton from farmers, many of the PCSs have drastically reduced the scale of their
operalions or ceased funclioning ahoycther. Those still in aperation do provide a service
of erop marketing for Farmers. though this accounts for only a small proporion of total
furmer sales {estinales of 5-10% were wiven). Famers using this marketing channcl
deliver direct 1o the loeal PCS winch then sells on to traders. Prices offered by PUSs ure
1o beiter and occastonally worse than those found in local markets, and the main reason
for farmers selling to PCSs 18 due o pruximity or loyaity. There is yreat variation i the
Performanee of ACSs, with some being far more active than others — one of the most
active 18 the Gwetom Cooperative in Soroii dhistriet, which is imvelved with the trade of
rpasted groumlnuts to Furope Althmioh many PCSs have ceased to function, 1here is an
on-going Duweh-funded project providing support to PCSS as a means of increasing
markel aceess for smallholders.

Transporiers

A large number of transporters operate out of (2 larger market centres (Sorott and Lira)
with vehicles and drivers aailable for hire. There are no large transpon compaies based
in the rescarch areas, rather there are small sized companics or. frequently, individuals
OWIINg one or two vehicles, Trucks vary in size betw cen 2 and 20 tonne capac Ly (though
ln practice these arc often over-filled). Companies and individuals hiring out vehicles will
do so eithcr on a per bag basis, or hire out the whole vehicle with driver.,
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Procrssors

Local cash-crep processors {cotton ginners, sunilawer seed processors) tend to purchage
raw material directiy from the farmers, either at the plant sile. or tirough rural agents.
The processed produce enters local and national wmarkets {in the case of sunflower o113, 61
national and miernational markcts (coton).

The majorily of staplue crop processors are Dlour millers and riec hullers. These tend to be
stnall-sized nperalions, often with a single hummer mill. They gencralty do not purchase
raw malenal (for example maize or nee paddy), but instead eharge fir processing
farmers® or traders' produce, which is then used for domestic consumption or sold in
local markets. This approach means that the millers are dependent on producers and
traders. and during off peak scasons the nulls may have 1o close down. [n Kampala and
other large urhan centres, larger scale national-level processors are active. Their
uperagons arc far more sophisticaled. ensuring that mill facilities have a high grilisation
rale by oftenng tenders for supphes, for which (mostly Kampala) whelesalers bid. This,
combined with a substantial storage capacity, enables nulls tn be active year-round,

World Fooed Frogrumme (W1 P}

The WFT ts ain importani purchaser of several commmeditics wluch are nsed in regional
load relief programmes. for cxampic in Rwanda. This reflects the trend of relicl agencies
to purchase producc locally as epposed 4o usicg imported grain {oflen surptuscs from the
North) for their reliel operulions. Buying locally is intendled 1o support loca! produce
natkets by increasing demand (as opposed to importing grain which may dampen
demand lor toeal produce). tlowever. the evidence from Uganda suggests that this
analysis 1s loo simplistie,

To purchase food from local markets, the WP invite tenders for the supply of produee
Tendering companies nced (o have adequate resources to quickly mobilise and handle
large quantitics of produce, which tends to exclude ull bk a few large Kampalu-based
companies. Onee & contract 1o supply has been won, the company will contaet locat
wholcsalers in surplus arcas such a8 Lira. As it is a large single buyer, the company s in a
position to drive a hard bargain when purchasiag produce, Whalesalers in Lira mrkel
have respordded by forming an association with which the company must deal directly,
theoretically increasing the negetiating etrength of the whnlcsalers. The effeet of WED
purchasing on lecal and natinnal markets 1$ hkely to be significant, causing shortapos and
hugher prices for consumers in the short run. and influcncing tarmers’ chniee of crop 1
the longer run. To the authors” knowledge. the extent of deslailisation caused by WEP
hnng has not been regearched in Uganda.

2. Commoditics and marketing chains

Marketed produce

A large numbcer of crop commaodities are traded 1o the Teso und Lango farming systenis.
The majority of crops are not grown exclusively for household consumption or for
meame genetation Instead. households will muke decisions on which creps to market



bused an harvest levels, stocks, risk of storage losses, market oppirtunities and household
needs. Non-food cash crops are the exceplion to this, as they are grown exclusively fol
marketing Cotton falls into this eategory, whilst sunflower is also predominantly seld 1o
commereial oil processors, There are also distinct seasons for 1he marketmg of dilferent
crops. The survey period coincided with the height of fresh sweet potate marketing in
Kumi distnet. rice from Katakwi and beans from Lira Table | shows the different crops
which are most impoenant in terms of trade 10 the different survey districts over a whole
vear. and the most impoertant destination markets for those crops.

Tabie [: Commuodities markered and destination markets

Katakwi Soroti Kumi Lira/Apac
Fraduct Devtrnaifon | Product Pestation | Product Destimation | Produet Destimation
Cassava Karamoja | Grndnols  Mbale Hweot Fampala Bcans Slbale
[Frash) Kampala Busea potatoes Bwanda

Fampala Kanmpala
Cassava Karamaja I_'Scsam-c- Mbale Cotton Export Sunflower  Lita
[Dhried)
Rice Mbale Miltet hibale Cassava Tararo Maize Fampala
Kampala Kampala {Dmed) Fallisa Bl bale
Busea Fusen
Cotton RpoTh . Sesarmie K ampala
) Bxport
Fruit Eampala
{assava Kampala
1 {Fresh)

Marketing chains

Figures lund 2 below arc ao atlempt Lo characterise the wmarkeung chains for produce
tradert in Teso and Lango, based on discussions held with mark el participants. Thereis a
degree of generalisation in the chains. though it is possible 1o cateporise crops inte three
broid groups; dried cereals and legumes, non-feod cash crops {including sunfower), and
fresh produce. These three groups have distinct characlenstics whieh determine ther
mark.eting chains.

Dviad eereals and prlses

These are generally sold in snuall quantities by farmers, and bulked up by traders. Their
durability allows for storape and extending the time between harvest and tansumplion,
giviny farmers and (raders a degree of choice over whem and! where to market (though in
praclice, farmers imay be restricted in this choice). All farmers will cuitivate af least some
cereals and legumed as houschold siaples and market any Surpluses, All Earmers arc
thercfore potential participants in these markeis, generally selling at focal markels or to
agents/sub-buyers in the more sophisticated marketing sysiem in Lira, Marketing sysicnis
for these commodities 1end 1o be multi-tiered, with small-scalc 1raders selling to local
whotesulers wha sell on to national and intemational markets. Therc tends to be lirge
numbers of participants in cach of the levels of the marketing chain suwpesting a
compelilive market. The World Food Progranuné also participates in these markets,
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generally contracting national companies which then purchasc directly from local
wliolesalers.

Non-food cash erops (including suaflower)

Within the arca under stady, cotton and sunflower sceds fall into this catcgory. Apart
from a small amount of sun{lower which is used for househald consumpiion or processed
al the household level. farmers euhivating these crops must market them, All this produce
15 handled by specialised processors which have invesied in crop-specifie processing
equipment, The market is therefore characierised by a few specialisad users. Processors
will either buy direcily from the producer {on the farm or at the (actory). or through
market intermedianes, possibly working on behaif of the processors. An incresting
relauonship exists beiween the producers of these commeodities and the processors, both
being dependent upon the other. [n fact. processars are more "locked in' to specilic crops
than are produccrs: furmers can choose which erop to cultivate, processors aru restrieted
to a specific crop. This may cncorage processors te develop closer relationships with
producers. with o limited role for widilional marketing levels between producer and
processor, Lhus shortening the marketing chatn.

Fresh produce

Fresh producc {fruits. fresh vegetables) cannot be stored for long periods {in tlic absence
of refrigeration). The perishable nature of the produce nettites that it reaches consumers
quickly, and for this reasun & distinct marketing system exists for these commoditics.
Willt speed tn market as the priority, a relatively sophisticated marketing svstem has
evolved which generally by-passes rural assembly markets. Participants in the marketng
chain have highly specialised roles 10 cnsure that preduce is rapidly sourced. transported
and sold. Brokers play 2 key role at both ends of the marketing chain in organising the
purchase and saic of produce Specialised packers. and organised loaders and off-loaders.
a1e also employed by the traders 10 inercase the speed and efficiency of the marketng
operation.
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Figwre [ fypical marketing chains for dried cereals and pulses fmaize, bemis,
grovncdnnils, sorghum ete:)
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Fignre 2: Typical maiketing chain for non-food cash crops feotton, sunflower)
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Figure 3 Typical inarketing channels for fresh produce {fresh cassava, sweet potato,
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~3. Marketing costs amd margins

Marketing margins are the differcnees betwoen prices at different levels of the marketing
chain for the same quantity and quality of produce. for instance. between the produccr
and consumer prices or the w holesale and retanl prices. These margins are made up from
marketing Costs and profit, Marketing costs include the costs attached to transporiation
slorage. transformation, handiing and transaction costs (ineluding the costs invobved with
identifying buyers/sellers, gathenng inforniation about the produet. and negotiation
costs). By gathering information on prices and marketing costs throughout the marketing
syslem. it is possthle 10 deconstruct the final selling priccef the product into markeling
costs and profils,

Two exampics are provided belew, which illustrate the markeling costs for fresh sweet
Rotato produced i kumi and 50id in the Kanpala market, and for rige produced in
Katahwi and sold in Mhare. These have been built up fram 1alking to differem market
participants. The figures are drawn from a relatively small sample, and are therefore
likely 10 only provide a rough indication of the epsis and margins. Also. it was found (hat
certam gosts and prices can vary quite signifivantly. For fresh sweel potato, prices
fluctuate significantly over Ihe scasen, which would change the margins. cspecially for
the producer, who for the same costs of inputs can receive widely different prices for
their output. No atiempt was made to delermine the costs of production for farmers, and
lwenice i1 13 not possible 1o deduce the profitability of crop production, though it is possible
to observe the sharc of the final price of the product that the farmer receives. Alse, only
an approxuoation ol markeling costs are included, with, for instance, no attempt 1o value
labour or assels

The figures suggest that the perceplion thit middlemen and traders are makiny excessive
prolils by eaploiting farmers is incorrect. In fact. although this was admiticdly only a
raptd assessment, it appears (hat margins of profit are shared through the marketing
chain. The farmers” perception thal they are being exploited comes from the diflerence in
1he price they receive and the final sclling price of the product. This difference ¢an be
explamed by the costs invelved in handling, processing and transporling the produce. not
by excessive proliteering, This conelusion is to be expected i1 competitive outpui
markets. In the matkets visited, both rural assembly murkets and urban wholesale and
retall markets there were gencrally a large number of sellers and buvers. Usniess there 15
collusion between either buyers or sellers, 2 compelitive markel s likely to mininuse
margins. The only evidenec of gollusion was found al the Liry whelesale market w here
traders had formed an assogiation. This association blocked traders front eutside the
disinct from purchasing directly from fanners {especially buyers from Kampala fulfilling
World ['ood Programme contracts). 1lowever, the members of the association still
competc among themselves, and there was no evidence ef price sefting.

No attempl was made to caleulate the margins being achieved by ttansporters, though as

for the traders awel wholesalers, there are also a large number of iransporters m Lhe narkel
and 11 1% theretare [ikely that their profits are nat excessive.
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Crse sttaly 1+ fresh sweet potato - nurketing costs (per bag @, 120ka)

Coses (shs)  Ineome (shs)  Margin (sis)

Fariner npses

- hired labour for diggmp and transport to road 200

Sell to trader 7000

Farmer margin 6800
Troder eosts:

Purchase from lameer 7000

Cost of bag 00

Pavment 1o buving hroker 00

Labour for filline and loading bag EQO

District Development |'und — Kami 200

Patroller — labuour 205

Transport to Kampala 43(H)

Transpert dues (o tralfic police) 600

Kampala City Counet] {parking, olf-loading) A00)

I*ayment Lo selling broker 400

Oft-loading SO0

Sub-totai — rader LSGO0

Scll ter retailer 17000

Trader margin (atter costs) - 14049, )
Retailer cosis-

Purchase ol sweel potalo 100

Idarket dues N 1/8]4)

Selling price 19556

Retailer mizrgin . 1550

Figure 4. Pre chort of marketing costs amd marging
Jor fresh suweet potate (New 24 1929)
Bx

- - B
armier [ucome

lranspirt

Prow ke liisg ‘

retad] margin

laBor cogls
(brokors, [oaders

trader margin



Cuase Studlv 2: Rice from Kutidewi rural market (Shitlings per kg of rice)

Costs (shs) Ineome ($ha)

Margin (shs]i

Frrmer tosts:

Marlket dues at 1ural market 43

Sell te local trader (shs300 per kilo of paddy ) 439

Farmer income R
focal truder cosis:

Purchase tront Farmer 429

Cost of bag 6

Transport market 10 Sorot 30

Hulling costs 30

Sell to wholesaler * 500

Lacal trader margin i s
[ hedesaler caxes:

Purchase fFom madcr &0

Transport to Mhale 33

District Development Fund Kum? 2

Mbale of f loading 10

Scll g retatlers 700

Wholexalers margin ) 55
Rewailer vosis;

Purchase af rice 700

Market dizes 10

Selling price 800 -
Retalter margin o0 -

* Assumes 2 paddy-rice conversion rate of 70%, 1.6. 1.43 kg unhufled equals 1 ka tmilgd

Figure 5, Pie shari af marketing coste and morging for
pice purchased in Karofwr reral markety and sold in
Afbare {Nov 25 1890)
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4. Marketing institutions and ‘institutional arrangements

Mavrier management

For ail the market places (rural and arban} 1n the survey districts, murket management is
‘contrucled oul 1o private comparnics. This system has replaced the previous arrangement
in which the local district authorities had full responsibility for the upkeep of markets and
the collection of market dues. Low offictal collection rates for these dues, attributed o
widespread corruption, have brought about the privatisation, Markets are now graded
according 10 size into four categorics. Each markel is tendered for by private management
companies, which ire required to pay a fixed menthly *operating fee’ 10 the loea) district
authorilies. The level of the operating fee varies according 1o Lhe prade of the market, and
15 higher for larger markets The operating contraets are tendered .nd issued regularly (in
Soroti district this is meant 10 ecour every six manths).

The management company 15 licensed o collect market dues from market pacticipants
and 1t keeps il dues over and above the operating fee. Market dues are paid for by all
persons bringisy in goods for sale at markets, and are meant to be based on the valuc ol
the produce. However, the levels of the dues that market partictpants pay are far from
transpancnl. The agents of the marketing ¢companies make a visual assessment of the
goods being hrought for sale end decide what dues sheuld be paid. Deciding these fees is
a very subjective exercise, especially for crop produce becugse. in the absenee of
weighing scales and grading faeilities, the agent cannal make an aceurate assessment of
quantity or quality.

It is questionable whether the new privatised arrangemients for markel operation are the
most efficient way of inanaging markets. The local authorilics obvicusly prefer it to the
old system, in whicl returns from market dues were low and variable. Local market
management companics also benefit from the new system. However, traders and farmers:
at the markets may lase out from the Rew arrangements, and there is evidence tha
farmers arc understandably dissuaded from marketing their produce through these
markets ([or examnple & bag of sweet potato wortl- USh7000 attracted marke! dues ol
LISh 1060 1 Kunn).

A.T.TOPI{!I!C'HS gfﬂr}”é’." g."OMPS

Generally farmers market their produce individually snd in smali quantities, Farmiers
taking produce W markets incur relatively high marketing cosis per unit of produce
marketed {for example market taxcs, transperiation and the opportunily cost of lahour).
These unit markcting costs eguld be lowered by realising economees of scale through
joint markenng of produce. Al present. produce tends Lo pass through one or 1wo
miermediate wraders before reaching the whelesale market. There is « margin of profit for
these traders wlich could potentially be captured by farmers if they performed assembly
ail trunsport functions themselves, through associalions or groups. [lowever, althougl
there uppears to be benefits from bulking up at farmer level, expericnecs wilh group-
based initiatives 1 the past have not been positive’.

© Aliempts 1o develon zropp-based savings and ceschit schenes in Bganda have had relatively imle spccess,
and tend to brek dewn due o a mumber ol faclors inelnding the general suspicion of *imposed® group
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Traders’ asgociations also offer potential benafits (o their members. Az wilh farmer
groups. small-scale traders can reduce markeuny costs through joint actvities. This was,
gvident in the markets arcund Seroti where local traders came 1oether in informal
groups to hirc transportation, and in one case to hire weikhing scales which were used by
all the traders when purchasing from fanners at a rural perindie market.

Traders can form groups te increase tlicir control of the markel. 1his is the case witl: the
Lira Wholesalers” Association. The main incentive for forming this association was to
prevent traders from Kampata and elsewhere from dealing directy with farmers. therchy
cutting out the wholesalers and \hremening thieir business. Poteniially this will hantper
compelition i the sector, and could lead o lower prices for farmers, though there was no
evidence of this. The Lira Whelesalers' Association was 2150 infercsted in developing
joint storage (acilthes and taking jomi hability for bank loans, which individual
wholesalers have difficulty in accessing

Role of contractual arvangements

There is little use of contract farming in the study region. However, in Sorett Distnct (he
I.ahe Kyoga cotton ginnery has formed womien’s and youth groups 10 channel credit for
land clcanng and to provide purchused inputs under conmract. Even se. the history of such
contraetual arrangements i Uganda is nut good. with farmers frequently defaulting on
eredit repayments and breaking contracts’. Elsewhere in Africa (notably in Zimbabwe™)
experiences in using contragt farming for colton farmers luve been positive. There Thay
be potential for Ugandan ginncts to leamn from these experiences.

5. Market informaiton sy$lems

Rehable wnd widely ovmlable information on prices can potentially play an important role
in nereasing market efficiency. Both buyers and sellers can make better informed
decisions on crop marketing - when and where 10 sell or buy produce - 1o increase
retums. information asymmetnes are alse removed. reducing the possibility of
exploilation {normally by better infornied traders of less informed farmers). Markel
parlicipanie {from Fanners through to whelesalers) inlerviewed during the assesament
relied solely on informal sources el mformtion acqliied Irom social and business
contacts.

Formal sources of information are available. Since Sepiember 1996 the [nternational
Tastitute of Tropical Agncultore (IITA) have tauneled a Market Information System
{MT3}, whneh when 1 is fully up and ranning well coliect Farmgate, wholesale and retail

formation {due tn part o negative exhenences with the state imposed co-operative movement). lack of
group management skills, and muteal distrust between group members Goodland, A, D, (1999) Smaff
holder eredit in Uganda: roles qf furwiers, goverament and Hie private sector. Natural Resources Institute,
Chatham,

! thid

* Gordon and Guodkand (2000} Smaifholder access 10 inpnts, Savings and Development (fortlicoming)
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prices for A range of fresh, dried and ammal produels from across the countrv, The targets
for the new service are farmers 2nd traders and the main means of dissemination will be
ralio. This will replace the Marketing New's Service (MNS) which was previously
operaled by the Mimsiry of Trade and industry. {(ntcrestiugly. none of the traders spoken
to were oven aware of the MNS)

In additton to the new MIS, local Private Sector Promaotion Centres (with offices in Soroti
and Lira) also intend to provide markel information for agriculural traders, though
sysiems for the collection and dissemination of this information have yet 10 be developed
Developing murkel information systems has to be carcfully planned if it is to have an
impuel Market information may be largely irrelevant for farmers who have little choice
n <leciding both the (une and place that they sell produce. Farmers can only benefi from
market inforrnation if they have the means of storing produce. ¢hanging culiivation
paticens, or a chioice of the market they sell to. Therefore, many farmers may be linited
tn their ability 10 benefil from opportunitics provided by improved market information.
There are zlso dangers of opcrating a poor MIS. Poor quality ifformuatien and old
information cause producer$ and raders to make ill-ufonned marketing decisions.
possibly increasing markeling costs and reducing returns. No MIS may be better than a
bad MI8. Good MISs must invest considerably to collect regular, securate and relevianl
miprmution and disseminaie this rapidly to larse! groups.

In addition to market price information, farmers aid traders may require iInformation on
technologies to improve marketing related aetivitics (for examplc storage and processing
technotlogies). Of the traders spoken 10, several were interested n reeay ing further
information on good slorage management (for instance the correct way ta build grain
stacks) althouph this was not as high a priermty as impreved pnee information.

6. Price trends and Nuctuations

The economic efficiency of storage can be ealeulated through comparing seasonal price
changes with the costs of storage incurrcd ever the same period. Analysing seasonal price
changes reyuires aceess to good guality price data. The market informivion systems in
Uganda arc curremly yoing threugh some upheaval {s¢e Markeling Information above)
Gape in the datz mean that any annlysis of seazonal price Auctuations ig difficult and has
nol been atiempled here, More recently, [TTA have been collecting both farm-gate and
retall prices of traded commiopdilics in the survey arcas. This has been collected regularty
since the beginning of 1998. Although this is usciul (sce graphs below) it is not a long
cnough senes o make firm gonclusions ahout seasonal price fluetuations or relurns to
stoTage.

Measuring storage costs reqmres detaled data collection. which was not possible with the
tine and resources available for 1his rapid markcimg resgarch exercise, For an accurate
analysis of slorage costs, dala are required on tie whole mnge of costs associated with
storage. These wmclude: the opponiumty cost of capital which is lied up in the produce
by stored; losses i value duc to quality detenoration and weight losses during storage;



labour costs associated wilh storage; rental costs or depreciation of storage facilities and
packaging (lor cxample reusable bags); and intercsi rates on toans, if applicable

Although this investigation did not conduct a detailed analysis of petential retumns to
slorage. the storage behaviour of different participants in the marketing chain was
explored through intervicws. Presumably, if traders had access o storage facilities and
were able to finance storage. they would do so if the returns were greater than thosc that
wolld be achicved through other Irading activities. Traders tended not 10 speculate on
scasonal price flucluations, and instead aimed for rapid wrnover with smaller margins.
suggesting Lhat the rewums from storage do not exceed those retums from regular trading.
One reason previded for this behaviour was the diffienlty in predicting prices. The farm-
gate price data from Lira {graph 2) backs this up. For small grains such as miller and
sorghuin, althoush prices do fluctuate. it is difficult to discern any pattemn in price
movements. A number of factors may eontribute to these erradic price movements

I. The bimodal rainfall patiern allows for lwo Seasons of many grains which decreases
the length of shortage periods/high prices

2. Sporadic iaterventions by farge buyers, such as the Werld Food Programme
destabilises prices and makes (the prediciion of prices dilficult.

3. Uganda is inereasmgly supplying regional markets (Kenya, Rwanda) and priccs
appear 1o be sensitive to fluctuations in supply and demand in these countrics. adding
{urther complexity to price fluctuations.

4. Many crops arc subshitutable — meaning, for exanple. that a supply shorlage m one
erop wili mean an incrgase in demand for another, This is whal was luppening 1n the
sweel polalo niarket dunng the survey period: the matoke harvest in the west o1’ the
country was |ow and households were switching Lo itesh sweet potato as a substiule.
pushing up the price. Thi# is demonstrated graphically below {graph 1) wherc Lhe dip
N prices for sweet potato was lower it 1998 than m 1999,



rraph 1z Farnegate peices, Irexh vwegd potetn, Kok (08 teaonr de: 1T

ahtlanyy pyt i

AR {0y

[2]a]- ] I

10 B

10 O

Ehllbnt pur by
]
]

a0
Alveg

b

PEILEP AP P ES AL LS E TS

B0 o0

SfEaR |-

et |.

o0

Fearm ok

Graph I: Farmgate pedees vorbng £roei, Lora fdate sonece: MNE)

i
b

WO | g

L]

T

i - EEANE G

. . —a— M AITE GR s

E ¥ —H—RIILLET GR 1KG
% sonEnum on s

"y

- By

i

-

PRSI PP RS FTEEPPPSE

»oar'monch



7. 8ummary of Constraints.

Holtzman® {L993) lists the common eonstraints [ound in developng country agriculturdl
murkelng systens These can be used as a cheeklist 1o summarise marketing constrainis
in 1he Teso and Lango marketing systems.

1. Geographical Dispersian of Prouction

A wide geographical dispersien of production leads 10 high marketing costs, due (o hi ¢h
transperialion and \ransaction costs. Production parterns in the rescarch arcs show that
houscholds grow a farge number of different crops with little specialisation. This parily
reflects farmers managing risk. both in terms of production failure and marketing
difficullies. Physical access to markets is a prablem for small farmers, though the system
of pentodic markets ensures that farmers shoukd have a relatively shon dislance to trave]
to n markct at least once & woek, though inevitably, al these markets they will tend 10 be
price-takers as opposed 10 price-seuers. On a larger scale. the district of Katakwi suffers,
[rom poor ranspon infrasiructure {specifically the 10ad butween Saroti and Katakwi),
which m.y dissuade traders from visiting the district,

2. Inadequate or Fxcessive Specialisation by Traders

Inadequate specialisation by traders means thal they fail to caplialise on econoimies of
scalc. {n the other hand. exeessive specialisation mereases risk and 1myplies igher
transaciion costs, Traders in the research ares 1end to switch between many commodities
and will basically trude in any commedity in which they can make a profit. This may be
classified as inadequate specialisation. the consegucnce of which could! be she failure to
capital se on economics of scale. Aliematively. il could be considered as the NOCERsATyY
response Lo a diverse market, angd reflects instead low barriers of entry into the markel,

El

Clearly. in the cotton and sunilower oil sectors. Ihere is assct specifieily, where
processers has e tnvested in assets which are specific to a particular crop, It these
circumstanees, specialisation ts inevitable. and processors invest in securing access tq
raw material through networks of commissioned agents and through maintaining zood
relationships wilh farmers.

3. Monopseristic Competition 1) Rival Marbets

vionopsonistic compelition can lcad to exploifation ol farmers by traders in the form of
lower prices for produce. In the research area. farmers certainly can face restrictions
the number of traders they can access. often being Timited 10 traders an their local rerl
perivdic markel. Prices may be lower at these markets than in urhan markets, though
these may reflect increased marketing and rransaction costs. rather than excessive profit
secking. Certainly. there are few barriers 16 entry into trade. 11 is possible w travel to and
from markets using public transport and hire weigbing scales. Working capital is
necessary t0 purchase [rom farmers, and traders must buy packing materials {sacks) and
pay market taxes. | lowever. no hcense ts required. These low barriers to entry suggest a.
compchilive markel,

* Haltznsan, ¥, Martin. L., and Abbon R {1993} Operational Gridefines for Rapid Appraisal af
Agrreafiprad Aucheting Sustems, USALID - =



#  Crude and Inefficient Handfing and Storage

As ooted, there s relatively [iitle medium o long term slorage of prduce in the survey
area. [nspections of wholesalers siares identified a number of bad storigie practices (ptipr
stacking, poor access, some pust and insect tdaniage). thaugh this dacs not appear 1o Jcad
to sigmficant Josses as commoditics are yenerally only stored for 2 shon peried. At the
[arm level, detanlg of storage and handling are available from the {armer questipnnaire
Survey.

3 Price Volatilin

Price unceviainty und volatiiity is a problens. and partly contributes to traders’ strategies
to have . rapid tunover. The complex mark eting system resulis m unpredictable prige
movements (see Price Trends and Fluciuations sbave)

6. Highduorketing Costs

Markstmg costs tend o be tugh, especially for food crops. This is partly becausc of high
transportation costs and the small quanuties marketed. Far fresh produce, marketing costs
are particulart high, due to the henshable nature of the produce gnd the consequent need
to marker guickly {sec above).

7. Pervasive Afsirust

Fear of epportunisiic behaviour leads to niistrust helween parfies in an exchange. This
can add to transaction costs. For mstance, sweet potato traders employ packers to enstire
only good quality potatoes are sclected, therehy adding te eosts. In the absence of dedined
and enforced quality and quantity siandards. personalised transaciions may develop to
reduce the need far repeat checkng of produce during transactions, though no evidence
of this was found.

8. Deficient and Uneven Marker Information (sce section above)

There is a deficieney of market information at all [evels Lven though this is collected
reliably by ITTA, no traders spoken to ever made use of this information Farmers appear
Lo rely en informal markel informalion systems to Jetermine prices, and the information
may be of limiled use to farmers with restnctled mark el Jccess.

9. Lacking or Undeveloped Physical Infrast neture

Roads may be a problem i remoter areas and. in particular, 1he road betwecen Soroti and
Katakwi. Storaye structures vislied in urban markets scemed reasonably well mamtatned,
as arc lhe marketing structures (talls, dramage etc.) The periodie rural inarkets on the
other hand have only basic infrastructure — some s1alls and canopics. | lowever, 11 was not
evident thal this was conpromising quality of produce, '

[0, Undeveloped Marfering Seimvices

Very few marketing services are offcred though murkeling infarmation 1% being
addressed by the 1ITA projuct. There is no uniformity with regards to yrades and
stundards, access to eredil for marketing activities is severely limited, there 15 no training
tnt busntess / marketing skills, and uniform weights and measurcs are not .1vajlable,
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{1 Atomistie Competition

Atomustic competition refers 1o the situation in which there arc a large sumber of small
opcrators within a market. cach wiih a small market share, wnd cach therefore unable to
penerate suffieical income to invest in knowledge or technelogy 1o increase productivily
Eerlainly, in the markets observed, the scale of operalion of traders und wholesalers is
generally small. Wholesalers remarked (hat access to eredit was a constrainl L 1ncreasing
the scale ol their operations. Ne estimate was made on the potenbial coonomies of seale
{and hence ncreased productivity) which could resuli from increased investment 1n
BpCriations.

12, Shorwge of Marketing Credit

This was raised as a constraint by respandents throughout the marketing chain, Al the
farmers level, credit may be required far slorage or processing siriiciures/techiology, or
for enabling a delay in selling produce. Traders require credit for mcreasing Lhe scale of
Ltheir operations, cither through nvestment in technology, or by allewing them to
purchase larger anmwnts of produce. Altheugh this may be the case, aceess to ercdlt is
often raised as a constramt when, in fact, the returns on credit have not been calenlated
i"or example, are reiums 10 storage sufficient 1 justify investment in storage technology?
There are a fow formal sources of credit in rural Uganda - the Centenary Bank is
wcreasingly eonsidering rural lending. though outreach al presanl is low,

13. Negamve Puplic Auinides Towards Marketing

There 1s a nepative allilude from fanmers towards traders, whom they perceive a5 muking
excessi\ ¢ profits. Though this is understandable from farmiers who compare the price
lhey receive with the price the consumer finally pays, the analysis (albeit quick and
simplified} of mirket costs sussgests that this perception is misplaced. as 1t iutores the
hwzh transaction costs,

{4, ineffecrive or Connterproduciive Government Policies

[here is relatively litte povernment intervention in agriculiural markets. Ciovernment
plays no role in setling prices, One area for involvement of local authories is the
awarthng of contracts for murket management, which may merit urther investigauon inlo
the impaci on marke! panicipants.

{5, Excessive or inappropriate Parastatol detivities

Littte direct parasialul activity now occurs in the crop seetors in Ugamia, Both 1le Cottou
Development Organssation and The Uganda Oilsceds Processors” Association provide
Some Scrvices Lo farmers, primarily seed d@stibution. Other government instilulions are
more geared towards providing production oricnted serviecs, for example the research
ard extension services. Post harvesl issnes are handled by the Post Harvesl Department of
the Kawanda Agriculiural Research Tnstilute. KARs activities include 1he development
of appropiiate sierage technologies for [armers and traders.



PART C FARMER PERSPECTIVES;

Objectives

The post-harvest system ts made up of several components, which hegin once the crop in
1he lteld bas reached physiotogical maturity  This survey was undertaken to identify the,
consirainis that 0ccurred from the point of crop malurity to when the commodily is
processed, sold or consumed as food. The (oilowing objectives were therefore
established to identify

» prohlems occurring betvween crgp maturity and storage

* on-fanm storage problems

* primary processing and marketing problems

*  areas requiring [uriher development and mterventions.

Methodology

For deseriptive purposes. Uganda is divided into 2 number of geographical farming
sysiems. [ach system compnses a number of administrative counties, which are
subdivided into a series of sub-counties and then parishes. The parish is the smallest
grouping of housebolds covered by a government exiension field werker. The table
below shows the localitics from which farmers purticipated 1 the survey.

Farming District | County No. of
system . parishes
Teso Apac ' Maruji 7
Lira ~ Meroto
Omoro G
Otuke
- ' Adwari
Lango Fatakwi Amuria 5 .
I Kumni Bukedes 5 J
Eumi

A tolal of 160) farmers in 57 villages were intorview od individually, slmost equal
numbers of men and women (sex ratio’ 8.51)  One-to-one informal, bt structured
intery1ews took about rwo hours {an gxample questionnaire is 1llustrated in Annex 2).

Respondents were seleeted by loeal extension service$ at ran.bom from lists provided by
lhe parishes

A sepacale team of {onr enumeraters worked in eacli disincel. Team members were drawn

from government research, district agricultural stafl and NGOs (detauls are given in
Annex 3}
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Wealth ranking

Three characlensiics were used to determine relative wealth: area of land cultivaled:
numbel and Lype of livestoek; and number of dependants. e average area eultivated
was 0.4 h and each farmer had 3.6 catlo. 5.2 goats or sheep, 1.2 pigs and | 8 chicken
{Annex 4).

Background information

Most farmers cultivated between 3-9 dificrent crops. the average being six. Cassava was
regarded as the most impartuni crop 1y 38% of respondents and a further 19% regarded o
as the second most important crop.  Other main crops included groundnuts, common
beans, sorghum, millel, sesamc, grain legumes including green gram, cowpea and PigCon
pea. other cereals. partieularly maize and rice and sweet potato. Production details are
given in Annex 5. Only 2004 of farmers use improved vandlies when cultivating their
main crop, 45% usc local varietics and the remainder use a mix of both. When
considening the five mast important crops together, 70% of the producers use lncal
varicties. Only 8% of these crops are grown Solely ta sell, $5% are used for gale and fc
home consuniplion whilst most of the remainder is used for fond 1lone. A very small
amount, 19, 15 retmned on the farm for sced.

Findinygs

Farmers were asked 10 identify probleras that oceurved during four distinet phascs
between the pont when the crop maturcd and the time it was consumed or sold
* Balween crop matunty and harvest, whiist the crop is drying in the ficld up to two
moenths,
= From harvest until storage begins: up to 1wo weeks.
= Storage: usually 4-8 months dependimnyg on the ctep bul can be nch longer for
millet.
= Processmg after storage, and markeling.

The following recerded responses relate to the man problems or issucs that farmers
mentioned. None af the tables total 160, beeause same [armers did not respond or Lhe
is5ues mentioned were of minor consequence  ['o some questions, lor gxample those

goncerning 1ypes of storuge protectants, farmers [requently gave more than one solution
or method

1. From maturnity to harvest

Tuble 2 illustrates what farmers belicve to be 1he two man problems they face.

Quite clearly there is u variely of issues which farmers have to contend with before
harvest. Of these, prolonged rainfall, whiclt may well cause fumgal invasion and sporlage
and rotting is the most impertant. Pests are also 1 cause for concem.



Table 2 Pre-harvest problems

| N No. of farmers B
Main problem | Second problem

}ms , 20 13

| Insect pests [ 29 (15} | 24 {13)
Rodents . il 12

‘Rain ' 0 17
Rot / maul: 17 14

‘Sced drop /shattering / 18 20
erminatlion |

‘Data in () are nwmbers of farmers who complaincd aboul termites.

2. Between harvest and storage

Lack of appropriate transport from the licld o the store {5 one of the 1woe major issucs at
this stage (table 3). Transport is enther inapprepriate and expensive or simply net
avattable. Drying due to prolonged rains and inslcquate methods — most drying s
nndertaken by exposure to ambient heat from the sun — 15 also of majer concemn

Table 3 Pre-storage problerms

No. of farmers 1

Main problem | Second problem |

| Transport 53 29 ]
| DI'}I':I[ILE 42 40
Lahour avaitabihity 16 E

| ITnsect pests 16 (14) | - {14}

Threshing/winnowing [ - [ 18

Data in ( ¥ are numbers of farmoers whe complained about termites.

3. Coping strategies employed before harvest

Frequemly. farmers have solutiens for the problems they expericnee  Allhough many of
these solulions alleviate the problems they do so only to a limited exlent and are,
therefore, not particularly effective. This 1z panticularly well 1lusirated for constrainis
that oceur before harvest takes place. Birds, which are pests alter 1he erop matures, are
chased and scared away or trupped; only onc farmer elcars roesiing sites, 2 method 1hat
migiit be the mgst cifective. Rapid harvesting was employed to avoid pest problems, 13
farmers used chemncals for insect pest control and 1hree used traps to catch rats,



The ume-Jrame for these operations, and especially for lransporiing the crop from the
field 10 the homestead. 1s determined by the number of people employed. Many farmers
try to employ gasual labeur as well as using family members 1o undertake the various
harvest operations. Hinng labour ean be expensive, particularly at a iime of yéar when
tarmers have linfe cush available, and many feel that eredit should be available for this.

purpose.

I"armers arc most concerned aboul transpert. Those that cannet hire labour usually
convey the produce a8 licud toads. The preferted methods are using ox-carts or beycles.
though less than 5% have access to these.

4. Storage

Pest attack, purticularly by insects. but alse by todents is lhe signiicant factor which
affect crops during siorage {table 4). U would appear that by the time the crop is put into
store drying is no longer significant. The extem of pest damage may be related 1o the
type of structure used for storage. More than a third of farmers use sacks (tahle 4) for
fwolding grain either as their sole means ol storage or i gombination with a more resilient
structure such as a woven basket. When kept in sacks, preduce 1s very suscepuble to pest
atlack unless some means of protection is utilised, either sy nthetic insceticides or natural
mnsecticides such as chilll pepper and wood ash.

Table 4 Siorage problems

' ] Wo. of farmers 1

[ | Main problem | Secend problem
Insect pests ] 97 (5) 76 {26)
Rodenls , 32 51

| Fungi/mould ' 7 . 3

| Thefl 7 | 3

Data i { } are numbers of farmers who complaincd about tenites.
More detar] 18 given o snnex 3.

Table 5 Type of stoTage struclures

| Type No. af
farmers
| Granary (outside) | 8%
Mud silo o
Sack 59

Other structures | 3
(mnside house)




' The crops mostly attacked by insects during storage were heans and marze {table 6)

Table 6 Main commeoditics lniested by
storage imsect pests {total of 93 respondents)

| Commedity No. of
fanmers
Beans ED
Maize | 20
Sorghum | 17
Cowpea | la
Cassava | 13
Sweet potato N
Groundnut LB
Unspecified 75

The most common methods for prevenuny insect infestation 1s 1o dry the produce at
mtervals {tabie 7). Another cheap method, particularly used on stored pitlses. is the
application of bolanicals. More expensive, but also more effective, is (he se of synthetic
chenueals. Ash is a useful protectant as it works well (f Lirge yuantities are used, but (his
linuls 1ts use, as o is dilficull and edious 1o collect sufficient matcrial.

Table 7 Methods used o prevent inseet dumage during storage

| Method Mo ot Comments Advaniages Thsadvantages
IEBPONSES
[ Drying 76 (he Frequency varies " cheap Tedious,
netween every 2 or 3 dayg nal very
.0 intervals of months, cffective
Chemicals 38 | Actellic, ‘safi-safi’ effective Txpensive.
_{(ymknawn powder) armul |
Botamicals 41 Mostly ctbli (1 sheapy | Not very
respondent mentioned (Teclive,
neem) On buans, grams. ainfol {chilti)
cassava shipy
Inert materials 23 Ash mostly, also sorghum | cheap Added work J
| chaff

Sunilar methods are used against tormites, although some farmers simply inspect the
store and its envronment regularly, ¢learing away termites by hand. This method is
rather tedious and Jdoes nol account for 1nsects that burrow 1 throush the internal walls
ol ihe store where they cannot be seen. One farmer built his store on rized blocks to
lacilitate inspection and e hander access by lernvtes.

There are three main methods for combating rodents: laying down rat poison, using lraps

and relying on ¢ats (lable 8. Farmers have very lifile confidence in any &f the methods
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for dhffetent reasons. Trapping is potentially the most user-friendly method but
efficiency is reliant on how traps are used. where they are ptaced and the general level of-

storc management. It is clear that the level of knowledye and skill employed 1s not
sufficient 1o aclneve adequate control.

Table 8 Methods used to prevent rodlent Jamage during siorage

| Method Noof | Comments Advantages Dizadvantages
rESpONSes |
Poizon 53 | Rateak, baiting with fish, | effective dangerous
| maize mieal, groundnut |
Traps 23 easy, effectine, | expensive, not |
alfordabte :ffective. |
sainful
[Cats 2 Very often used with etfective net much liked
poison and/or traps

Despite atiemipls o reduce of prevent pust damage by adopting a variely of different
procedutes, simficant problems still remam. When questioned aboul the use te which
damaged grain wonld be put, most respondents said they would use it [or food if it was

only lightly damaged. pihenvise it would be uged to feed livestock or, more commonly,
discardcd (lable 9).

Table & Use of infested produnce

Use* No of comnients |
responses

| Discard 99 Especially if too damaged {cowpea, sorghum..} |
| Fead livestock 67 Chicken {30). other animals (37)

Brew 62 For heer (mafze, cassava, sorghum, millet,

sweel potalo) or gin (cassava)
Eat 30 | 1f not too damaged
Sell O hlasily at a lowel price, o for beer. o1 niixed
| with higher quahty produce

Mill 12 | Ta eat or seli

Pracess 7 | To cook (especially for legumes)

Re-dry 7

Treal (pesticide) 3 |

Llse as fertiliger 2 o

Hai vast | 2 (Cassava: harvest and process as chips

“*rarmers were asked (g say what the three main uses would be.
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S Processing

Typically, complamts regarding primary processing intluded lack of finance. and
shortige of labour, equipment and transporl. For 60 farmers, milling maize. cazsava.
sorghum or milict and pounding sesame and sunflower are the major processing issues
caused by the lack of mills in the tocality, the cost of using the mills or the cost of
transporting commeodity to the mills. The provision of additional imills was believed to be
the answer to these problems, Only mine respondents thought shelling and (hreshing
cereals were difficull, being cumbersome and tedious, [lowcever, cassava farmers «id
complain aboul the tedium andd pain involved with gratung and pecling this erop and
sweel poato. More people (15 respondenis) complained abouwt the cooking Limes for
grain legumes. espeeially of beans and pigeon peas o be processed into “dhall’; this can
anly be avercome by leng periods of soaking in waler.

f. Markeling

There were two main inarketing issues cypressed by mtervicwees: transport or access to
market and prices. Most producers take produce 1o market by bieyele when what they
want is to hire eheap forms of bulk-carrying vehicles. Transpont would be facilitated if
ihe condizon of 1he roads was improved. Transport issues would alsa be circumvented i
tmtoTe local muarkel centres were cstablished by farmer so-operatives, or if the farmcr sold
at the farmn gate. T was felt that co-operatives woulsd have advantages beeause these
groups could work together Lo improve foads, which would attract buyers {table 10)

Produciion gluts cause low prices. which fanncrs try to overcome by extending storage,
Some farmers travel long distances te gan better prices and many wanted the
government to fix prices se that all the uncertainties are removed,

lable 10 Maiketing problems

MNo. of respondents | Coping strateyy Suggested solutions
Main Recond
problem | problem
Transpurt o4 ' TG Hire, selt from Community 1o tmprove roads
B ' | ome
| Prices 48 | 47, ' Store Co-ops, néw markets, governmet
| fix prces, provide loans, process
heer
| Lack of demand | R 12 | Travel far, wait.
sell cheaply or
| | | for credit
Market tax | 8 | 16 Boitow. scll at | Co-ops, lrading centres o reauec
| | ~ farm gate
Markeling | 7 ' 7 | MNeed betler chioice of markets
choce | | , prices, how and where to sell




Conclusinns

Very little pracrical advice and information is given 10 farmers regarding (he hest
practices lo be employed once crop production is over. Consequently, the traditional
means of handling crops from the point of physiological mmurity through harvest,
storage and proecssing, to sale amnd consumption, docs ot provide adeytiate sulutions to
the prablems that ocour  Farmers suffer (romn pests and diseases. gluis are produced
wiving rise to low financial returns and market access 18 diffieuls.

[nsect pests and rodents are problemis that oceur both before and during storage. There is
a need to introduce ¢héap. locally-avinlable pest inanagement practices. Symhetic
inseeticides and reddenticides are effective but many farmers are ynable to purchase them,
simply because of the cost. Ethnobotanicals would provide cheaper altermatives, bul very
limited cxploitation of plants has taken place. It is maost likely that candidate plants other
than those in current use {chilli pepper} would provide significantly morc cffective
cantrol of slorage inseets. Other weehnologies for pest management. including efficient
rodent trapping and exclusion, use of solavisation and mert dusts for insect contrel, and
more gfficient use of hushandry practices, could make valuable gontributions in reduging
pestdamage.

These pest problems, as well as other 1ssues such as drying before harvest and primary
processing methods, could be addressed, for the most part, by the intreduction and
adaplunien ef existing technologies. To overcome transport diffieulties and those
associated with marketing will require [uriher mvestigation 95 a more specific level.
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Arirex 1: Checklisfs used in'suivey

Checklist 1: Traders

Transactions

1. Which erop commoditics do you irade 1n?

2. What faetors influence your cheice of erop commodiny?

3. How much of cach erop commodity did you trade in the past year?

4. When are your purchasing and selling periods for tlwse commodities?,

Which crop commoditics are most profitable 1o trade?

Where do you purchase your commoditics?

Who do you purchase from? (for instance, farmer, trader, {armer associalion)

Da you have uny special arrangements for purchasing commodities® (for example,
coniracts)

9  Where do you sell your commaedities?

iB. W ho do yvou sell 107

I'1. Do you have any special arrangements for selling commodities?

12 Whal tradingmarket taxes do you have 1o pay. and how are these determinzi?

50 4 @ o

Slorage

13 Which ¢comnodities do you store?

14, lHow do you siore Lhese {bulk, sacks elc)

|3. How long do you typicaily slore (hese commaodities Jor?

16. What structurcs do you use tg store {and can we see them)?

17. Are these rented or owned?

18. How significant are your storage losses and what are the main causes of {hese?
19, What sleps do you Lake to minimize losses? Details. ..

20 What additional storage problems do vou facc?

21. What are your storage costs? [fevel of rent / cost of constniction / cost et muanitenance

! stock trealments)

Prices

22 For the commodities that you irade, what are the high and low price perjods?
23, What arc the typical high and low mices for dilfercal ¢ammodines?

24. Have these fluctuations increased or deereased in the past five years?

25 What factors contribule to these fluctuations?

26 |low significam is quality in relation to prices for the differcnt commodities?
27 What quality lactors mfluence 1he price of different commeodities?

28, llow do you deternune your buying and selling prices?

29, Whal are yvour sources of inarket information?

Tranzport

3f). What means of transportation do to usce ({or different comniodities)?
31. Whan iransport preblems do you face?

32, What measures do you ake to overcome these problems?

33, What are Your transportation easts and llow are these determined?
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34. How sigmlicam 1s spoilage in transporl?

Finance

35. Do you use to credit Lo finance vour trading activities?
36, T ves. what sources of credit do vou have?

37. Are there any problems with respect Lo eredat?

Cheeklist 2: Market Muslers

These will be persens who we can obiain general information relating 1o the structure,
operation and problems of agncuiural markets In the disirict. They should be able to
direet us to key processors. traders and transporters in the distriet.

Also. specifie information of that parcular market place:

l. What is the size of market? {no. of traders, no. of retailers, marketing infrastructure),
2. Do you have records of commodities and quantities traded” 1f so, can we see?

3. What market charges do You levy and how are these determned?

Checklist 3: Processors

Whal commodities ure processed?

What are the final products?

What arc the supply sourees? (cg, farmers. traders, agents)
Pa any special arrangements exist with supplers?

Is access W Nnancs a constraim?

What 1 the market fof your final produce”

& e b b

Checklist 4: Transport companics.
Which eommaditics di yvou transport?

l.

2 From where and to where?

3 Wit are your charges?

4 How ary these charges determimed? )

3 Whal levels of spoilage oceur in trangportanon?

6. Who are your mamn ¢hents? r
7. Are there any commndity specific transportation‘handling problems?

Aclivity 2 Secondary data and policy review

Location Kampala

Areas 1o be coverad through mterviews wilh key informers

» Price data - historical trends and scasonal fluctuations

+  Government Involvement in marketing

» What las been happenuig in demestic and international narkets and at the policy
ievel that may be impacting on focal markets?

»  Rogulatory environmeni — are there any rules on standards/grades, laws affoctinye.
marketing.

* Raole ol public muarketing institutions
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Impact of macro-sconomy {fiscal and ronetarsy pobey) em local crop markets (if
anyh.

Role ef the financial scetor {hinance 15 hikely to be a major constraint to post harvest
operations. .. can these constrants be elaborated).
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Annex'k

Teso and Lango Post-harvest
Needs Assessmient Survey. November 1999.

Distriet: County Pangsh
Village. T Dater ~ Cowmmcrater:
Eespiandeni. Crender:

{15 the regpondent the head of tﬂp houschold?) Yes

Part |; Genereal information

.

Qv
B

1w many acres do yvou own? How many acres de yon caliivate in total?
{exclude those acres not culiis sied)

Owited: | Cultivated;

How 1aany dependants {ibove and under 1§ vear of 2ge) are in this,
houschaeld?

I
| Abave I5. Under i5:;

How much livestoek do vou have?

Catile: | Goats/sheep: Pigs:

“To tixk oniv if you sec that the howse fras a tin roof:

Does your housc have a tin ranf that 8 newer than 5 yvears obd?,

Yes |  [No |

No



Part 11 Specific information at the Farm level

This category slould include not only cercals, pulses, rodt Srops but also vegetables and'

frwit, and bes erages where reles ant

L

5, a) What crops do vou grow? (Indicatc whether local (L), improved (I or

both (B)

h) Pleasc rank the cvops in the order of their importanee fur the household:

¢) Why do yon grow these crops?

N Crop | B)Rank | <) Reason for growing Food/
| Cash
Maize (B) ' 4 B For seeds
Beans (L) 2 | 3 varieties for food. 3 varicties

Sfor sale

(. Y+here do vou obain seeds {(own saved, maz ket, neighbour ete) What problems.
do yon experience in obtaining seeds or plantng materiai?
Muize from iy own saved seed | fomutoes from mv local store

7 How da you ensure that secd or planting material is of

good quality?

.........................................



8. I'he followinrg quéstions are far'the 5 most impartant craps from question 5

The period nnder consideration is the last two scasons, from Nov 1998 to July 1999

Crop 1 Crop 2 Crop3 Jrop 4 Crop .

| ~ Name of the crop: | | o

a. Mow much did vou [ |

harvest over the Iast 2

seasons (Stafe measure;

bags. hasing.}? i
1. How seh did You store

for food {State measure)”

¢. How much did }';]f: store |

for sale (State measure)?

. What was the maximem |

peried the crop was in

store? (State the number of

monchs}

B a) Whilst the erop is still standing is the ficld, after it's mature but before it’s
harvested, what tvpe of problems do you experience? List and rank ail
erohlems.

b) What have vou done to overconmie these problems?

¢) O s hat other selutions could be appropriate?

a) Problemns Ran b) Coping stralegmes | ¢} Proposed
. Kk solulion(s)
Mire damnage the crop whilst it is 3 | Children chuse mice Speed up drying so
drning v stooks w the field | the crap can be
harvested mare
) , . o _ U rpitckiy
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10.  a) List the problems vou face between harvest time anil storage (including
drying. threshing. wina0wing, fransportation...). Rank them.
b) W hat have you doae to overcome these problems?
c) Gr what other splunons could he appropriate?

~ a) Problems | Ran | b)Coping stralegies | ¢} Proposed sofution(s)
k
Threshing by puiing maize it sack 5 | Shefl by hand but very | Use mechanical sheller
aned heating with sticks eavses ot of tedions

{ gratint damage

. i) 1181 the STORAGE problems vou have.  Ruank them {ut least the 5
masi rportant).
by What huve you done to overcome these prablems'?
c} Or what othet solutions could be appropriate?
a) Problems | Rank [ b} Coping strategies | ¢) Proposed solution(s)
Iusect kn stored Beans |2 | Sefl all guickly Use additive to kill.

| insects
17| .

=y




iz a) Vi hit types of STORAGE STRUCTURES do vou use? Use tocal
traditienal name for aranaries
h) \WWhat crop(s) <o you store in them (threshed or unihreshed)? )
) How much grain can the stores hotd? (in hags. basins, kg whatever ig
standard description used by furmer)
d) [lov much 2o the stores cost?
¢} Whae hnnlds the store {where appropriate), the farmer or a shilled ir:ader:

ele.
F} What 15 the lifespan of the stores?
a} Cornmon b} Crop ¢) Volume or ¢} Who
name of siere {threshed or capacity d) Cost makes Lhe £) Lifespan
' Lnihreshed) | struclure
| Sacks fn the | Shetied maize 100 kg Sack costs | | Two season
hoise i, 000/

(WHEN USTNG THE TRADITIONAL NAME FOR A STORE. PLEASE DESCRIBC
THE STRUCTURE ON THE BLANK SHEET OPPQOSITE. INCLUDE THE
MATERIALS FROM WHICH IT 1S MADE, THIS CAN BE DONE DURING THE
ROUND UP §ESSION AT THE END OF THE DAY

1) a)What are the limitations and problems of these starage structures”
b} How and to what exient do you svercome 1he problem?
¢) Can you snggest nther soletions?

Name of storc | a) Problems b) Coping sirategies | c) Proposed
| solution(s)
Granary. Life cxpectancy very short | Use terviie Feslstant wood | Wowld ke 10 use
“ pecause of teomite damage | witen available, quite chomicals tg treat
| effective waod et top
B EIJHL'?F.?I Ve
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L.osses during storage.

1. ) What crops suffer the most in store?
h) Describe the mam factors responsible for (hese losses
c) Aund separitely Tor cach crop rank ihe importance of these fuctors.
3} How much do you think vou lose (weight. valuc ete)?

Main crops B1) Faclor causing [oss ¢) Rank d) Quantily lost {vclume or
ulfeeied | valug)
Muize Insects T Out of 10 sacks 2 arc lost
| Mowulds kl 2 tins altogether
Rain o | [ tin from cach sack

14, #) Problem
h) BESCRIBE THE METHODS USED TO OVERCOME THE
PROBLEMS deseribed in question 14,
c) What are the rates of application {quantities used, duralion of
CXpOsSUry... }7
d) What are the advantages of the method?
¢) ¥What arc the disady aatages of the methed?

a) | b) Methed c) Quantites nsed | d) Advantages | e} Disadvaris
Problem | I
fnsects on | Mix tn dried powdercd | 2 cups for each | Very cheap as [ use Mot very effect
beans chilire pepper basin of grain my own chilires anly praleets fe
i | months
|
g7



16. Ilow do you detect infestation ot damage in vour store(s)?

.............

7. liow soon are the crops damaged during stotage
(indicate the crops)?

.......

1&8. What do you do with infested produce? (e.g. make beer.
feed to livestack. discard .)

rrrrrrrrrrrr

Processing {remmember this category should include not only cereals, pulses, roet crops

but alse vegerahles and fruit. and beverages where relevane: de not include 1obacco or
gty

19. What processing problems do you face (secondary processes: transforming
produce. adding vitlue}?



Ask the following question only if the auswer was not provided as part of grestigr Y
2{). Describe in some detauls the stage(s) of the process(es) where these problems
apply (please specily which process)

21. What have you done to overcome these problems? Or
what other solutions could be appropriale?
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Part [11: Specific information oo Mlarketing

This category should include not oniv cereals. pulses, roon crops but wlso vegetables and
fruit, and beverages where relevant: do not include tobaceo or colton}

22. When vou are plunning to sell your ¢rops. what problems do you face?

.............

23 Whant have you done to avercomy thiese protilems® O what ather solutisns conlyd

b approprivie?

= Selling

Crop !

Crop 2

Crop 3 Crop 4

Name of the crop:

24. Whaat form are
they sold in? {fresh,
gried, processed...)

, 25, Rank the most
important in terms
of iIgeonte
26, TTow miuch s
sold in the fasy 2
Seasnns?
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‘ ' Cropl 0

[

3 | Crops Crop 5

' 27, Onee ¥ou stiart
selling, how pfter do
vou sell, pnd what sort
of quanty do you sel!
ad any one thme?

28. Why do vou scif af I |
that teme?

|
(25, What proportion
ix sold within 1wo
monihs of hirves:
{4%)?
30. Whaan tTie Tanuly
maokes the decision o
sel]? I
1. Who sells the
crop?

32. Who is it sold to?

33 Why do you sefl to
them?

34 Where do vou sell

(e.e. faro gate. road

side, rural market,,.) |
HWhat ure the seasonai variations in price of the crops?

35 When was the | | i

price highest in the

las: 12 months

(which month)? | !

36. Wit was the | ! I . ‘

price?

37. Yvuen was e |
price lowest io the

Iast 12 anonths

{month)? !

38 What was the | |

priee?

61,



| 39. TTow have f [ ﬁ-
priees changed over

the fast Jto 5

gears? |
40. What Tactors [
affect market vialee | |
of that commaodity?

- _— .

e

41, Kanh the mosi
importand in terms |
ol loss of valuce

=i —

42.Whad problems |
do vou faee when
transpurting to
marhket?

43. Tlow caa these |
e svercome?

AL How dovou |

find got about |
marhel prices?

Machet aceessibilioy
45, a} What is {are) the market(s) where vou seil vour pruduce'ﬁ.
Iy) tow far jy (7
e) \WWhat sor1 of problems do vou have when selling at the marker?

Markel Distance to market Euse of access? Problems?

46. Is therc any organisation that gives credit o post-harvest {pesticides,
pracessing... )

= mmeassas ararima . h-mia amng et
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48. What sources do you normally ebtain it from (if you
do)?

..........

.....................................

.......................

50. Are there any other problems related to post-harvest
issucs that we have not covered?

simE 1 maap P
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Annex 3

1he I'roject Team

Firstname
Walter O
Deus C
Tony
Julivs
Fred
Andrew
Falrick
Stephen
JEP
J REober
Crodah
Grace
Samuel
Painck
Vietor
Bethy
Jekemne
Margarel
Herbert
Bruna
Samuel
Sella
Ambrase
Feter

Surname
Anyanga
Lem
Arach
Okwad:
Oklera Odom
Goodiand
Kalunda
Ecwinyu
Obug
Omad

Okwang-Auwriat

Ebryau
Opule
Odyoms
Ogwang
Okon

Angom-Ogwang
Okurut-Ako!
Tran

Ebonga

Isodo

Agona

Goloh

jehb

RO

Technician

RO (1)

Socie Econormst
RC
Agri-economist
SocIc-eoonomist
Devt trainer

RO Agronomist

Technician, Breeding
Technician Entomology
Technician Animat Production

AAGIMSE
AQ

Anmmal Traction Officer & PHHS

AD

FOQ PHP

FL Grain legumes
PH Ecologist

AD

AQ

PH Programme leader

Project L eader

from

SAARI

SAARI
SAARINGETTA,
KARI

KARI

NRI

KARI

Matilong Katakwi
SAARI

SAARI

SAARI

SAARI

Apac

Apac

Apac

Apac

Lira

SAARI

MRI

Lira

Vision Terudo
KARI

MR
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Weulth factors

Acres " Dependants
owned cull. |Age 15 Age <15
avge 1411 6.00 | 378 4 84
_|elll|l ‘ﬂd 1*.vl 4 | T AT L I
counl 11 3 15 152
SEM 1.676 0.338 0.280 0.283
TN 0 1 l 0 D
\Max 180 28] 25 20
o “Livestack
Catlle Goats/ Pigs  Poultry
shegp
avge 3.64 5.15 1.15 1.78]
1o qn7 . o
caun I : 1
SEM 0.800 0402 0208 0.458
min D 0 0 0
Max 104 40 14 30
Crops
number of crop-ciled:
average 6.3 Number Mumber of
sidey 2121 of crops  farmers
SEM 0.168 & 38
count 160 7 2 |
min 2 5 20
tax 12 5 20
4 17
g 15
3 11
2 5
11 &
gl 4
12 i
180

I Total




Annex § Crop production
crop 1 Grop 2 }Cmp ] iCrog 4 Crop 5
Cassava 60 5o« Cassava 31 17°¢Cassava 22 1 |$nrghurn 22 140 az 2
Ghut 36 237 |Gnut 2113 Simsim 22 : 16 10°|Sorghurm 17 1%
Beans 18 11°-|Sorghum 18 %1% Millat 18 17 Millet 18 % (Simzim 168 10%
Millet 13 4% | Smsim 16 10 |Gauls 15 8 |m ¥ |sweet 14 8%
porato
Rlca 1y % |Beans 14 v |Cowpsa 13 8 . |Beans Sunflower 12 T
Maiza 5 % |Millet 14 v |Sorghum 12 2. |Cassava m E Millet 11 %
Plgaon 8 % Sweet 13 ' |Sweat 11 7 |Maize 10 7% |cowpea 10 &
peas ‘Poatoe potatoes i
Simsim 4 U0 Iktaire 11 Beans 8¢ |Gnut 9 Malze 10w
Sorghum 3 2% Sumflower 5§ 0 Pigdon 7 4. [Cowpoa ' 5% |Beans § 4%
Fingar 2 Rica 4 . Sweat B Casaava § 4%
millat dotato o
Bananas 1 Pigeon 3 Pigaon “F 4% |Gruts 8 < |
pE . peas |
Coltan 1 owpea 2 Maize 5 Rice T 4% ; iﬂs|
ih =1l
iRlc& 4 3% [Stmsim 7 4 |Pigean ;ﬁ| £k
y L | reas .
Sunflower 1 Crraliges Cotton 2 7 |Sunflower 6 4% [Finger 3%
miliet
Cotton 1 1% |Finger 2 1% [Cotton 4 3% Cotton 201
millet _
Sopyabean 1 7% Soya P | Sweal 4 3% Rice AR
aatato |
Upland 1 Sunflower 1 RBananas 1 %% Banana 11
rice
Upland 1 1% |Finger 1
rce millet
|Potatoes 1%
| esame il 138
Data represent the nm-nbm anid percentages of farmers producing each crop. -
Origin of seeds for 3 main crops:
Crop Cfop ©rop CfgR crip totat &
1 2 3 4 5 CrOps
Local 74 1007 97 83 &z 447 709%
Improved M 21 21 15 22 113] 18%
Improved & local 30 1% 13 i 3 75| 12%
no answer 22 22 27 41 53
Grand Count 160 160 160 180 160D 835
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