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Foreword

This document was written in the framework of thEAGInter-réseauxNVorking groupon “market
access and the commercialisation of agriculturadipcts”.

This Working group intended to collectively elaborate thinking, dsted of sessions held to
exchange information and highlight the experiencguaed by producers’ organisations on the
subject.

In this process, local partnérsfarmers, livestock breeders and their organieaticsupport
organisations and local NGOs were the leading faweeé direct actors for the circulation of
information about local experience.

The worK took place over several years and was articuiatedveral forums:

- E-forum an electronic forum on the commercialisation gfi@ltural produce in ACP
countries and its role in boosting local econon(2993);

- Forum Benin (2004), ForumCameroon(May 2006), meetings itGuineaand in Mali
(2006) were events focused on initiatives put i&cplby farmers and livestock breeders’
organisations in these countries to better seit ffreducts;

- Regional foruma multi-country meeting held in Bamako on the saapic (15-18/01/07).

The results of the process consistintier alia:

- the production of thinking and materials on tomtent of these undertakingsand on the
subject of market access and commercialisation grfcaltural products: information
sheets, video and radio recordings for sharingetiegperiences;

- the production of thinking orworking methods for the construction of collective
reflection.

This guide designed to accompany the video presetitan, its form and contents are also a
product of the Working group, the result of discussions and thoughts exchangésroughout
the process.

It is subject to modification and improvement, asresult of on-going exchange between
participants in the working group: the farmerse$itock breeders and their organisations, group
leaders, instructors, technicians of local NGOsaland international support organisations that
have been involved in the process.

1 We cannot list all the partners here. See the -hdteraux website for the names of individuals amhmisations
particularly implicated in each country. http://wvimter-reseaux.org/rubrique.php3?id_rubrique=72
? See the Inter-réseaux website.
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PREAMBLE : A GUIDE FOR WHOM AND FOR WHAT USE ?

This guide complementsother materials® which are related to the experience of
commercialisation of ginger by the Cameroonian prodcers’ organisation Nowefor (North
West Farmers’ OrganisatignA summary of the experience, a detailed inforamasheet and the
video presentation give the elements that are me&nleinderstand how the producers of this
organisation came to set up a system to managrigh@y of ginger on the local market in Bafut.

These materials/tools can beed by any person working directly or involved insupport for

the organisation of peasants and farmers on issue$ marketing of agricultural products @
group leaders, salaried technical staff, staffupiprt organisations, development agents working
with the farmers’ organisations (FOs) and their rhers. And of course also by FO leaders,
producers, farmers, men and women, individuals@miembers, as they are directly concerned
with the question, and their partners (local autles, traders, funding bodies, donors, etc.).

The materials are designed to servéoats for leading collective reflectiof” on the topic of the
marketing of the agricultural products by FOs. Tleg not extension training materials on the
subject. A discussion session using the videongred on generating communication within the
group; it should help the group to think togetteard enhance awareness of issues. The Nowefor
experience is not just a model to be copied busittorees a concrete example of what a FO does,
and therefore should help generate questions aswlshion on this subject with agricultural
technicians, producers and members of FOs in pdaticWhen it is not possible to visit the site,
a group can discover the process and its res@tthei video presentation. Nevertheless, the video
IS not meant to provide all the answers to the mooee questions which may arise in the
audience. Indeed, the person presenting the videuold expect the audience to ask questions
related to the aspects they see as lacking initeovtechnicians, agricultural extension agents,
researchers, farmers, etc. all have personal pewospof reality and expectations which are the
result of their past experience and present prgtmns. It is normal for them to have different
reactions and perceive some amount of informat®ihaeking. The video aims to generate the
expression of different reactions to this actiohrouigh their remarks and questions about the
Nowefor undertaking the members of the audiencesggness their viewpoints and visions, their
preoccupations and worries, in short talk abouir tben experience. The video can therefore
help viewers to better discover themselves, knosir thifferences andecognise the value of
each and alf®.

This guide seeks to contribute some elements ami@lgues to facilitate the organisation of these
moments of collective exchange, with two sub-olest first to facilitate understanding of the
specific Nowefor experience, and secondly to hie¢pgarticipantput the commercialisation of
agricultural products by FOs in perspective®, with respect to their own commercialisation
action or support for similar initiatives. It costs of:

- questions to ensure that the Nowefor case is psopederstood (Part 1);

- conceptual elements to put the example in perspe@art 2);

- concrete examples of further activities carriedlmubther FOs (Part 3);

- practical comments for using the video to leadsawision (Part 4).

3 Useful materials available for work with this gei@French and English versions):
The commercialisation of ginger by Nowefor, a peasaganisation in Bafut, North West Province, Camna. - CTA,
Inter-réseaux, Nowefor, Saild, 2007. - Video 12 mifTranscript (4 p.)
Supply, demand, and equilibrium price: a case tiadys— Improved prices for farmers through the aigation of the local
market and the regulation of the supply of ginggrNmwefor in Bafut (North West Provinc€ameroon). - CTA, Inter-
réseaux, Saild, 2006. — Information sheet 12 pmsary 1 p.

Online materials: http://www.inter-reseaux.orgflgiphp3?id_article=1078.
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(a) The marketing of agricultural products: rich and diverse experience which is poorly exploited
Analyses of the marketing of agricultural produatsub-Saharan Africa reveals a certain numbessfas:

- many farmers and livestock holdarnderscore the difficulties which they face ia tommercialisation of th
products and the low returns they receive;

- there are many persistent prejudices and poor p&ocs of the role of traders (regarded as “sp¢otgd), the
role of the FO (linted to the role of buying members’ products infcasd at high prices during harvest
reselling them during periods of scarcity, countiingnly on increased prices but the latter are abls), as we
as of the functioning of markets (the produagosnot have a clear vision of the production chalich would
enable them to understand the mechanisms of sgttiogs, and the positioning of actors...);

- some experiments, successful or not, have beeredamt in the commercialisation of agricultupsbducts b
farmers and livestock breeders, but they are litlaot at all known, seldom analysed, and forrtust part th
experience is not exploited (projects not propartjculated nor taken into consideration by the @4 othe
actors — decision-makers, support organisationsoidoetc.).

(b) The video presentation: a tool for leading codictive reflection

The video is conceived here as a tool for leadiray reflection on the subject of organisation aiducers i
order to market theimgricultural products. It does not claim to desetibe Nowefor commercialisation experie
in its entirety. Two hours of video would not beoagh to recount the whole rich experience. Morepifethe
presentation lasted two hours, it would limit thesgibilities for screening and discussion. And g time yo
read this document, the Nowefor FO will certainvl changed! The idea is therefore not to setmaxperiend
to be reproduced elsewhere. A simple transposititinsurely not be possibleEach place, context, history 4
organisation is unique and constantly changing,saations have to be found according to the cirsiamces.

The video presentation aims to recount a concteiy svhich will help actors involved in similar gationsto
realise that there are other ways of seeing andgddd assess themselves and to reflect on theirexperiend
with regards to the different roles that the FO play, in order to improve the commercialisatioritefmembers
products. It should ba pretext to create a session for exchange, aitdeland reflection in groups on the aci
carried out by others and on those actions whielpassible in their own contexts. It is hoped thatvideo wil
play the role of a mirror, helping not ortly put past experience into perspective, but llgking forward and/(
anticipating future situations, encouraging vigdarand therefore preparedness: having in mind @ihssibilitie
S0 as to better anticipate changes.

(c) Different visions and concerns

“The baobab tree is not the same tree when recalibtea rat which plays around in front of its roots/ th
elephant which comes to feed on the leaves, artticbgagle which flies over it in search of its pteBut toc
often, we (adviserdechnicians, development agents, etc) think we ktteevfarmers and by so doing we al
ourselves to think and decide for them. We defineartions according to the images we have of boe#dity
and not according to reality itself, and even las®rding to the reality that is perceived and experésl by th
farmers.

Therefore, it is useful to know each other betieiknow where there are differences: we cannot niomegard ir
the construction of a relationship by erasing tiffeiinces. On theontrary, it is important to know in which w
the other is different.

(d) One’s actions in retrospect

Thinking about one’s past actions is not an eask. t&ften the mediation of an external actor isessary to p
one’s action in perspective gnd/or to stand back and be detached from thecphati context of anoth
experience.

The mediator can help question what has been dhaveresources were mobilised, and compare withrotlag's
can help forge links to other contexts and situetid’'te mediator can in this way demystify errors and entdlen
into learning processes, encourage dialogue ambpeooptions for future work.

This is important because establishing some distaaa increase the motivation to learn and toBachecomin
aware that one can control one’s actions, the pamalises that it is possible to influence theiltesf the action.




1- QUESTIONS TO HELP UNDERSTAND THE SPECIFIC CASE OF NOWEFOR

The questions suggested here, with some brief asswaee possible questions to put to the
participants, to make sure that the process andrdhelts of the ginger commercialisation
activities carried out by the Nowefor FO have beederstood.

This is not an exhaustive list of questions, andhe questions do not necessarily need to be
posed: that will depend on the objectives pursasgdilable time and the dynamics of the group
(cf. Part 4).

Which ELEMENTS LED TO THE CHANGE in the system?

In the past, coffee was the main source of incofae ¢hildren’s education, cotrsiction o
houses). The coffee crisis which struck the logadiished the peasants towards other altern
— the cultivation of ginger. A process of reflectistarted within the Union, with the suppor
SAILD (Support Service to Local Initiatives of Déopment).

How was the BATTLE FOR PRODUCTION won?

A local management committee was put in placeatdhel of the FO to improve techniques
production at different levels, with the techni@ald financial support of local and Belg
NGOs.
- seedlings: preparation before planting (multipimat treatment), selection of goagality
rhizomes;

- cultivation techniques: density of planting, ridgin

- soil fertility: crop combination (maize and gingeahd rotation, use of organic fertili
(manure, maize straw).
In parallel with these steps and to follow up oasth technical changes, organisational (fo

supply of inputs and the follow-up of activities)dafinancial support (for the sap of a saving
and loan scheme for the purchase of inputs) wasdqed by SAILD.

How was ginger marketed BEFORE? Which difficultiesdid the producers face?

Each producer sold individually, on the market (wiit a designated spot) and/or outside @
market, depending on the opportunities and whettrieers came around.

But prices were unstable and with the increaseradysction (technical success) prices fell
low.




Which elements contributed to the FALL in PRICES?

\We note different elements:

- on the one hand there was an increase in productione producers, better yields per sur
area with new technical practices and new varietrgsoduced by research (sho
production cycle);

- on the other hand, demand did not increase orotta inarket;

- the result was that the supply brought to theketaby the producers exceeded the
demand, thus the fall in prices.

What NEW ORGANISATION have the actors set up at thdlocal level?

- aunique sales-point in the market and a ban dingellsewhere;

- a committee in charge of regulating the supplgiafer so that it does not exceed demar|
order to hold up prices on the local market;

- division of the community into sales zones, produrctotation and access in turn to the |
market in order to limit the number of producersnamy to sell theirproduce, and there
control supply;

- oversight by the FO and the local authorities.

What are the ROLES OF NOWEFOR in the commercialisaion of ginger?

Nowefor’s action takes different elements into anut

- raising awareness and educating the populatioml(lmoducers, local decisianakers, etc
to explain the situation, the new mode of orgaiesatthe importance of complying with
new rules;

- working in collaboration with other actors the mgythe Fon of Bafut, etc.) so that t
understand and support the organisation of the etiark

- monitoring of the market and management of supply;

- obtaining the best value for produce and assistemceduce fluctuation of ginger prices
the local market.

To stop the fall in the prices, Nowefor decidedctmtrol supply so that it would not exc
demand.

This was possible by dividing the production zond by organising turns/schedules for sals
the market. Each producer was allowed to sell predanly once a month. This mechanisn
the regulatiorof supply functioned perfectly and led to an inee@ sale prices. But at the €
the producers could no longer sell all their pradan the market.

As a complement, Nowefor sought new market outhstsvell as new buyers outside of
market and outside of the region.

Nowefor is also looking for possibilities to prosgke ginge




What EXPERIENCE AND LESSONS have been learned throgh SALES TO EXTERNAL
BUYERS?

At first Nowefor:
- sought buyers in the big cities (Douala, Yaoundé),
- agreed (orally) on a sale price and proposed fiie po the producers.

The agreements were not respected by the tradersosk advantage of the fact that Nowefor
incurred transportation costs to move the prodrefesed the proposed price and offered less
loss was incurred by Nowefor. Moreover Nowefor dat have control over the transporta
costs as well as other incidental costs.

In view of these first results, Nowefor changedaitgoroach and started to seek buyers from
markets, and to negotiatd to organise the transactions: clustering efghantities demandyg
setting prices, oversight. The buyer comes oncéuy the quantity negotiated and pays
producers. Nowefor intervenes to facilitate thasection, and not to buy the membeiroduce.

What are the ROLES AND THE TASKS OF THE COMMITTEES in charge of marketing
and management of the market?

- discussion of practical modalities and conditiamsdstablishing the market;
- relations with the authorities;

- setting prices;

- organisation of the market management committee;

- oversight of compliance and respect of the rulethbyproducers.

What are the stakes involved in the organisation o SINGLE SALES-POINT IN THE
MARKET at local level?

The single sales-point helps to fight against ttispersion which leads to poorly inforn
producers (asymmetry of information). This reinEgche producers’ willingness to respect
price proposed by their organisati

It is also possible to control the quantity and lyaupplied. Supply andeinand can be bet
managed, and the power relations between prodacerduyers, which are often unfavourab
the producers, can be modified.

WHO BUYS the ginger and where?

Initially, at the local level in Bafut, there weoaly traders who came tauy in various places,
the market or elsewhere. Since then there have dmamal types of buyers:

- the traditional buyers continue to buy their ginfyjem the local market in Bafut;

- Nowefor organised the transport of some quantdfeginger to new iad more distant buys
(Douala, Yaoundeé, etc.);

- traders willing to buy larger quantities of ginggyme to the community on a date that
been fixed with the producers and collect the gtiastat a price that has been negotiated
enables traders to gain time and travel less afi¢he market.
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How is the PRICE of ginger set?

on the local market, a common market price is natgat with the authorities and producers;

contracts are negotiated with potential buyers aoithdé and Douala, on a caseelage basi
after preliminary discussions between producersta@dNOWEFOR committee.

What means are taken to ensure that the negotiatgatices are respected?

rulesare set up. There is no monopoly. The producetsselhomever they want but m
respect the place and the price on the local market

the rules are fixed to ensure the respect of the paicd the single market location w
penalties in the event of non-compliance;

these rules do not have a legal basis but theyaecepted by the lat government and t
traditional authorities who continue to give thsupport to Nowefor, seeing the econd
results and the consequences of the action oretved@pment of the subdivision;

reasonable and realistic negotiations: the gemelad of the market remain validifprices ar

too high the traders will not buy, and could endunming away from the market.

Why does one speak about REGULATION of the market?

A new concept was accepted by the local authorities right to regulate in viewf a mor
equitable market, with several features:

the organisation of the producers led to control ovex volumes of ginger brought to
market, through the introduction of sales turns seittkdules and the use of a single sptest
in the market. Nowefor can thus control the sumflginger;

this limitation of the supply makes it possible for Ndaeto fix an “equitable” price i.
accepted by the buyers and making it possible Her groducers to cover their produc
expenses and to derive emwue from sales. The single market location makg®ssible t
ensure that this price is respected, and by sogdmits price variations from market
market. The price is therefore controlled;

Nowefor, with the support of the authorities, laldwn rules to ensure the respect of tlj

principles and sanctions can be taken by the aitif®in the event of non-compliance.

What are the KEY ELEMENTS of SUCCESS?

there was a preliminary organisation at the le¥@&l@wvefor producers: meetings to dissuen
decide on the organisation of the market, designaif representatives to monitor the procg

Nowefor built on existing local know-how AND thetacs in place;

Nowefor sought to create a better-functioning tiadal market, more profitable foté
producers, and this guarantees the sales of agiwod of the produce. Nowefor later on so
other market outlets for the quantities which contit be absorbed by the local market
sufficiently remunerative price;

ESS;

Nowefor shared and exchanged vision of the project with others and obtainegort; 4
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proper integration into the socewsonomic fabric. There was a strong mobilisationothfe
actors in the community: the mayor (he designatsplegific place where ginger was to be
in the market), municipal employees (who carry out pattolBmit sales outside of the mark
and the Fon (who supported the idea of zoningitiied fines and penalties, and assigne
messengers to carry out unannounced regular spokstand controls);

at the same time, a monitoring committee was set upvewsee compliance with the strat
put in place by Nowefor in agreement with the loaathorities. The town council and
traditional council are represented on this conemitt

Nowefor was able to test new ways of marketingtate failuresnto account and to corr
them;

the producers continue to sell on the local marketreria contact with the external buys
they know the prices, there are no surprises agefthre no room for any suspn or mistrug

whatsoever concerning the management of the omj#ons

What are the NEW CHALLENGES for Nowefor and the producers?

Two types of actions are on the agenda:

In this case as in grother, Nowefor needs to continue working with emproducers, for at leq
two reasons:

finding new outlets for ginger with other buyers, external and more distamarkets, in othg
forms, processed/transformed in order to handleeasing production;

processing ginger: on the one hand this is a wagaio added value (if the techniques
investments are mastered) and on the other harmydonMacilitate the maagement of ging
stocks (the processed product is more readily predg This will make it possible to redi
dependency on buyers and to spread out sales pfdldect over time, avoiding any decling
the local market prices.

to increase volumes to be offered to distant bugerthat transportation can be cost-effecti

to be able to invest and cover the initial coststlé processing qeipment needed f
transformation (this investment is profitable omlffer a certain volume of ginger has Q

transformed).

€,



2- CONCEPTUAL ELEMENTS FOR RETROSPECTIVE ANALYSIS OF TH E NOWEFOR CASE
Determining prices

The analysis of price setting is central becauseptiices partly determine the sharing of value
between the different actors in the sector: prodiyjqeocessors, traders-distributors. Agricultural
production comes from a sector that is generalhstered as being competitive.

According to classical economic theory, the intBoens of supply and demand determine a fair anecéffe market price.

\When there are numerous sellers (suppliers of mtsda producers) and numerous buyers (demandepsodiicts), and eal
individual is of reléively small economic size (too small to have adirinfluence on the market price), and all pgptaits hay
perfect information on the quantities and pricesl all can circulate freely on the market, thenthi@ory, the prices are set by
market Prices set under such market conditions are firerdlexible (prices which vary with demand andpgly), fair an
equitable: they satisfy buyers and sellers andadavork in favour of one of the parties to the deént of the other, and contrib
to market sustainability.

In theory the mechanisms of competitive marketsugheoegulate the economy and lead to a generalilequim with an optima
allocation of resources which satisfies both buyerd sellers. In other words, if the market operfreely, with many buyers a
sellers freely expressing themselves in a competitharket (what is generally called a pure andeoénfnarket), supply intera
ith demand to determine the quantity supplied gih@ntity demanded and also the price.

But, in many cases the effectiveness of the pexentpetitive market is not achieved: in the
Nowefor area as well as in many other situationé\finca, markets are often dominated by a
limited number of people. The power relations dteroto the detriment of the producers who are
seldom in a strong position to negotiate prices.

On the Bafut market in particular we observe:

- unbalanced competition in the market: certain actothe buyersBayam sellams— were in a
dominant position with a strong power of influermsethe market price (too few buyers);

- no easy way to bring produce to the market: trarispmblems (lack of transportation,
uncontrolled “taxes” on the roads) and difficultass to credit;

- imperfect information: before operation “zero giride the producers were dispersed and
unorganised and had no clear understanding of guapt demand, and were therefore
passively subjected to the prices which they olkthinn addition it was possible to cheat on
guantities (measuring units) and quality of inptdsthe detriment of the producers, who
because they are isolated cannot be sure of tHgygoiathe seeds, phytosanitary products, etc.
that they buy.

Rigidity of supply and demand

The supply of ginger did not adjust spontaneouslgrice changes. The rigidity of the supply in
relation to the price changes can be explainectlgral factors:

- the sale of the harvest was often necessary i twdaake purchases or repay debts;

- 24 months are needed to obtain improved seedlindgleen 10-11 months to produce ginger,
and it is difficult to immediately adjust supply tiee weekly market price. Once the produce is
brought to the market farmers are forced to sélievise the produce is lost as it does not
store for long;

- because of the length of the production cycle,ehsan be counter-productive speculation
effects. If prices rise, producers produce mordciwimmediately leads to excess supply in the
market and a drop in prices;

4 See the information sheet: Supply, demand, andiledquin price: a case for study — Improved pricesfarmers through the
organisation of the local market and the regulatibthe supply of ginger by Nowefor in Bafut (Noitiest Province,
Cameroon). - CTA, Inter-réseaux, Saild, 2006. -ermfation sheet 12 p. + summary 1 p.
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- production problems may occur: the quantity suppigvariable and seasonal as it is highly
dependent on climatic conditions, regardless afegpor demand for the products in the market;

- capital cannot be easily reallocated to a diffesativity because the production system cannot
be easily changed in the short term if prices drigxs are too high and alternatives limited.

Thus supply was not a function of the price. Thgsdity in the supply is also constrained by a

certain rigidity /inelasticity of demand: on thec& market, the demand for ginger did not

necessarily vary much, regardless of the pricdgua@rs limit their purchases to what they can

pay for, and what they can sell later on. When Bujmereases and prices fall, demand does not
increase: it remains rigid.

Unstable and inequitable prices

In the end, supply does not adjust rapidly to dedmand variations in supply are usually greater
than variations in demand. Variations in supplyra result in corresponding adjustments in
demand but rather in wide price fluctuations. Thiegpin the market is therefore unstable. The
price in the market is not an optimum equilibriunce resulting from regulation by supply and
demand. It is an inequitable price principally hes the producers are isolated and poorly
informed whereas the buyers have very strong maréeer due to their financial position and
better access to information.

The existence of weaknesses in the market redbeeslibcative efficiency of the price system.
Also, for lack of understanding about the functianiof markets and price determination, the
producers often decry the role of the intermedsaakng the production chain, with a tendency
to want to “eliminate” them, or in any case to avtliem by taking over some types of tasks.

Improvement in the functioning of the market for more fluidity, effectiveness and equity
The producers of the Nowefor FO successfully sob@ae of the problems by working on:

- improving the quantity and quality of ginger protian while reducing costs, to achieve
greater competitiveness;

- enhancing transparency of transactions: single atarlocation, price negotiation,
improvement in the advance provision of informateynprices to producers, improvement of
the weighing system , improvement of relations leetw suppliers (producers) and buyers
(traders);

- regulating supply through the regulation of produtimastery of the technical practices for
ginger production making it possible to forecastduction volumes and achieve uniform
quality) and organisation of sales rounds/turna gingle location at the local market;

- sharing responsibilities among the different actgr&nagement committees, monitoring,
oversight of compliance with rules, etc.): the arigation of the local market and transactions
are the results of agreements between producezsiralitional and administrative local
authorities.

Finally, as a result of the long process of solgalning, Nowefor succeeded in enhancing the
value of its production (for the producers who hbe#er prices), and to reduce the fluctuation of
prices on the local market. This led to more edigy and social justice.



3- EXPLORING OTHER INITIATIVES BY FOS TO ORGANISE MARKETS

The work of other FOs to improve the commercidilisa of their members’ products
illustrated in various materials:

- the egusi market organised by the women of the idlfabsociation in Cameroon;
- the rice market put in place by the Mogtédo codperan Burkina Faso;

is

- the self-managed cattle market organised by thestock breeders members of Udoper in

Benin;
- the cereal market fairs organised by Amassa Afrigerge in Mali.

The egus market organised by the women of the Afebid assation in Cameroon;

The members of Afebid produce more than 100 torofesgusi but have serious problem

place at the market on an agreed date. Beforal#ttesnegotiations are conducted with poten
buyers in order to have an idea about the demangiiapose prices and discuss them with
producers in order to agree on prices and on dgiesthat are available at that price.

The local market was set up with the collaboratadnthe local village and administrativ
authorities and with the involvement of young peopThis on-going experience clear
illustrates the role of the association in ensuanuid interaction between thegusisuppliers
(producers) and buyers-retailers

selling it: sales of small quantities at the ldeakl, distant markets difficult to access becanfse
numerous sellers. In recent years the women hagiglete to pool their produce in the same

)

fial
he

11%

ReferenceGroup sales ofgusiby Afebid. - Odéco, 2006. - 6 p.
(on line on: http://www.inter-reseaux.org/articlep3?id_article=655)

The rice market put in place by the Mogtédo coopett@ave in Burkina Faso

The Rice Production Cooperative of Mogtédo organite production and the marketing

rice, and grants input loans to its members. Thepemtive set up an innovative system
manage the supply of rice on the market so as\e hegular supply of quality rice. It does n
buy paddy from its members (except for people whweehmajor difficulties) but controls thg
supply of rice on the market with rice obtainedotigh in-kind repayment of input loans give
to members. The cooperative stores rice and wittglid from the warehouses depending

market demand. The cooperative, like its membeaits for cash to the processors in the ar
These women parboil the rice, take it to hullerd tiren sell the shelled rice to traders who co
to buy on the market.

This innovative system could not have been putlate without consultation with the locd
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authorities.

References:

- Mastery of the local commercialisation of rice lme tMogtédo cooperative. - CTA, Fida, Inter-rése&004.-
Video 12 minutes + transcript of video (4 p.).

- Creation of a secured and self-managed marketdeymioducers of the Mogtédo cooperative in Burkasao.-
Inter-réseaux, 2006. - INFORMATION SHEET 10 p. +MMARY 1 p.

- Discussion guide for the video presentation — néseaux, 2007. - 13 p.
(on line on: http://www.inter-reseaux.org/articlep3?id_article=1078)

10



Self-managed cattle market set up by UDOPER livests breeders in Benin

buyers, the organisation of the market, etc. wascthallenge taken up by Beninese livestd
breeders... and with what success! This peasantdedvation was initiated by the livestog
breeders of Gogounou in Northern Benin, who areyoorganised as UDOPER — Division
Union of the Interprofessional Organisations oéitock breeders of Borgou and Alibori.

This initiative was initially a human adventure,battle engaged by a handful of livesto
breeders who were convinced that their situatiariccbe improved and who managed to meg
to talk and to mobilise a whole community to chattge deeply entrenched local ways of doi
things.

This market provides real leverage serving therimtgessional livestock breeders’ organisatig
development of livestock raising and rural develepmnAmong other things these self-manag
markets show that a win-win strategy between preduiand traders/middlemen is possible, g
that getting better prices for breeders does noéssarily entail the elimination of traders a
middlemen.

Increasing the income of the producers while saedjng the interests of other key acto
facilitating the interaction between supply and dedh making transactions more transpar
and providing related services to the members etiers that have been carried out within th
market and which have contributed to improve acoésse products to the market. They coy
inspire other development actors.

Improving the transparency of transactions, theradtion between livestock breeders alnd
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References:

- Self-managed cattle markets: a Beninese examfi®S Faim: Peasant dynamics n°10, 2006. - 8 p.
- The Gogounou self-managed cattle market partDOPER, 2007. - 9 min (radio recording)

- The Gogounou self-managed cattle market part DOPER, 2007. - 11 min (radio recording)

- The Gogounou self-managed cattle market: Trapisofithe radio band. - UDOPER, 2007. - 4 p.
(on line on: http://www.inter-reseaux.org/articlen3?id_article=1078=

The cereal fairs organised by Amassa Afrique Verten Mali

Office of Niger. It describes the experience of fleka Feeré economic interest group (G

buyers and also working to improve quality. The @es not store crops and does not take
loans but facilitates the transaction through défife actions described here.

In a context where producers in the “Office of Nigeone sell their rice ineffectively and wher

several interesting features.

References
Intermediation of the GIE Jeka Feeré in the manketf rice in the Office of Niger zone in Mali: aanketing experienc
without credit nor storage /Mr. Haidara. - Mali: Assa Afrique Verte Mali, 2007. - 11 p. + Summary 1p
Organisation of cereal fairs by Jeka Férée in N2&IQ7. - 7 min (radio recording).

(on line on:http://www.inter-reseaux.org/article.php3?id_agil 079

11

This document reviews “traditional” approaches iedrrout by some FOs belonging to the

E)

which helps its member organisations to bettertbellr rice by mediating between sellers ahd

out

e

funding for marketing is limited compared to theedsg, the system developed by the GIE Tas



4- PRACTICAL REMARKS FOR LEADING GROUP DISCUSSION OF TH E NOWEFOR VIDEO
Different objectives

The materials can be adapted for different usestlaadroup sessions can take different forms.
The Nowefor video can be used in various ways, ieipg on:

- aims of the discussion leader

0 a simple exchange taise awarenessf the producers’ innovative capacity and of other
ways of marketing of agricultural products: the adeere is to show that producers’
organisations/cooperatives can take on a varietyasfsible functions to improve the
commercialisation of agricultural products, andoatBat producers can be actors in a
context of liberalisation, even without major aatiplans, without any assistance, without
operating funds, and without calling into questithe statutes and the existing legal
framework.

In this case, since the video is short, it canHmws at meetings (weekly meetings, board of dimschoeetings) th
do not necessarily focus primarily on this topitieTmoderator needs only to provide a minimum odrimigtion
about the undertaking and distribute a summary,tbaginformation sheet which is more complete,ikeo on
computer or USB key (flash or thumbnail drive). Stype of presentation requires half an hour attmos

0 a realstimulation meetingthat is aimed at assessing the concrete actioR®sfin order to
initiate a reflection process, find creative idems] incite the members to innovate through
a process of collective decision-making and comnpractical action, or through
complementary action carried out with colleaguesrttrers and/or other development
actors. This type of session could last severaryodepending on the dynamics of the
group.
- the number and type of people involved:technicians—extension agents, FO leaders or
members at different levels, local authorities, owercial and financial partners, literate or
illiterate persons, French speakers of nefc.;

- available resources sufficient time and a hall to host a group. Théew can be shown
anywhere where there is a computer, for 10-15 geoplto 50, and even larger audiences if a
dark hall that is big enough and equipped with @rioead projector is available.

Tips for leading a meeting

Before the meeting, the moderator can select astfemm the materials (sequences in the video,
sections of the information sheet). If necessamespages can be translated into the local dialect.
During the meeting, the participants will have tbeance to express themselves and the
moderator has to bring the audience to particigatelebate on the topic. The moderator should
catch their attention, help the participants pet owefor experience in perspective, restate the
problem, draw out ideas.

Helping participants understand the Nowefor case

The animator can first show the video in its emyiréo enable the participants to engage in the
debate, and then discuss it afterwards.

[The screening must arouse curiosity and interest,adlow for interactions between the moderatoid thle audience: reactio
feedback, returning tearlier sequences, gaining perspective what has $en, group thinking, discussion of solutionstti
audience’s own specific circumstances. The preentenust create space for discussion among paatits, create links so t
people really meetach other. They may see each other very ofteridodack of materials, there is neither a debate tnee
exchange which can going beyond hasty value judg&me

® Or audiences who understand English for mateiniaisis language.
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To make sure that the participants have understbedtase presented, the moderator can ask
them questions about Nowefor’s activities, the peses and the results attained (cf. questions
suggested in Part 1 of this guide).

If the participants are literate time can be adidtfor them to read preselected texts that have
been photocopied for the purpose by the moderatosummary, extracts of the project
information sheet,, translated or not into the ldaaguage as the case may be. If reading is not
possible it will be necessary to work on the sequenof the video.

The moderator can then screen the entire videmagashow sequences focusing on areas that
were not well understood or on important aspe@stiave been discussed.

To help the participants gain perspective on the Nowefor experience

The moderator can compare this case to other tasesre known or which the participants have
experienced:

The participants have seen in the example of thedflmr case activities which a FO/coopere
can undertake to improve the marketing of its mesitagricultural products, such as:

- intervention which does not involve buying membgrsiducts but facilitating transactic
between producers and buyers (Bayam sellams, gader

- improvement on the functioning of a market throggéater transparency in the transaci
(organisation ofa single selling location, estimation of quantiti@formation on price
volumes, quality, etc);

- improvement on the functioning of a market throtlgé production of quality product &
regular supply over time;

- regulation of the volumes marketed locallysupply management, through the organis.
of turns and rounds for the sale of produce, aunsteting of products;

- contacts, creation of links between potential bsyard contracts with more distant bu
(outside of the local market);

- sharing of roles between actors, specific and cemphtary activities;
- definition of rules and means of ensuring that theyrespected, etc.

In what way are the activities of this project unique (Cf. Part 1)?

In what ways are they different from the audience’sown situation? The moderator shot
then urge the participants to express the problémy face in the commercialisation
agricultural products.

The moderator should also bring the participantpubthe Nowefor experience and their own
experiences into perspective by providing new imiation on the subject:

- “conceptual” information, for example supply managat, price determination, functioning
etc. (cf. Part 2 of this guide);

- information on other additional and complementawjgxts (cf. Part 3 of this guide).
Lastly, the moderator can help:

- rephrase/reframe the questions that should bedratken a market is organised (production,
management of demand and supply, price determmatioformation and market
management, etc.;

- rephrase/reframe questions about the roles andajéessons for FOs.
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This guide aims at providing a framework and guites to facilitate discussion
and thinking about agricultural marketing projectsirried out by producers’
organisations.

It accompanies the video entitled “The commercaien of ginger by Nowefor, a
peasant organisation in Bafut, North West Provin€ameroon” (15 minutes on
CD-ROM and Inter-réseaux website).

The video is conceived as a tool for discussion @&fléction in groups to help
producers organise to market their products.

It should help participants assess the experiemmesgmted and finally their own
actions.

Video presentation: “The commercialisation of gingpg Nowefor,
a peasant organisation in Bafut, North West Progjrf€ameroon”

The members of the Nowefor producers’ organisation
improved the production of ginger so much that the local
market became saturated, resulting in a sharp drop in prices
and in their incomes.

This project illustrates the path taken by the FO and the
strategies developed to solve this problem. Emphasis is laid
here on the processes which led to the organisation of the
local market, with more transparency in transactions and the
management of the supply of ginger.

Supply management here focuses on two mechanisms:
regulation of supply at the local level in a way that permits
the FO to negotiate better prices with buyers; and selling of
ginger on new external markets, through the organisation of
transport and sales to distant buyers.

This experience illustrates the capacity of the FO to innovate,
and mobilise, and the producers’ reaction to better their
market positioning and obtain decent revenues for their work
in a context where traders Bayam sellams (“intermediaries”)
seemed to have a firm hold on the market.

14



