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Abstract: 

Many organizations have tried to assist farmers to improve returns to forest and tree products but few have systematically tested interventions. This paper describes the results of three types of interventions in market chains for tree products, ricinodendron and kola, which represent important alternative commodities for Cameroonian farmers: 1) brining farmers directly in contact with buyers at farm gate; 2) facilitating a village-level stabilization fund to allow for off-season sales; 3) research on storage methods allow for more cost-effective off-season sales.  The dimensions of the comparison are as follows: 1) financial costs and benefits.  This calculation is adjusted to show the per person benefits so the number of individuals benefiting is a key variable; 2) social costs and benefits: a matrix of social factors is provided that shows which methods affect which aspects of household and village life; 3) sustainability of each option in terms of potential for farmers and community-based organizations and/or traders to take up the method without external assistance.  

Key words: Farmer, NTFPs, Marketing, costs and benefits (social, finance) 
Overview
Recent reports by the United Nations Conference on Trade and Development (UNCTAD) show that commodity prices in general are moving downward and the commodity upon which Cameroonian farmers have depended most for the livelihoods, cocoa, fares among the worst as part of the class of “tropical beverages” (Arda 2004: 11). Arda considers the case of cocoa farmers in Cameroon and fears that “facing such high instability, farmers may seriously consider abandoning their plantations” (op cit: 14). He concludes that organization of farmers is critical for success as small-scale producers still have only a minor role in global forest products trade. 
This paper describes the results of three types of interventions in market chains for tree products, ricinodendron and kola, which represent important alternative commodities for Cameroonian farmers. Both commodities have important local, regional and even export markets yet compared to cocoa the market chains for these products are not highly developed. The market chain is made up of millions of small-scale producers, small and medium-scale traders, little if any standardization and steep transaction costs for all concerned due to poor infrastructure, low levels of research on these commodities, deterioration of the tree populations (case of kola) and the overall barriers to trade in Cameroon, which include practices such as frequent “inspections” of forest products on their way to the market.

Many organizations have tried to assist farmers to improve returns to forest and tree products but few have systematically tested interventions. In this paper we compare three types of interventions: 1) brining farmers directly in contact with buyers at farm gate; 2) facilitating a village-level stabilization fund to allow for off-season sales; 3) research on storage methods allow for more cost-effective off-season sales. The dimensions of the comparison are as follows: 1) financial costs and benefits, comparing normal prices and prices obtained after the intervention less the costs of the intervention. This calculation is adjusted to show the per person benefits so the number of individuals benefiting is a key variable; 2) social costs and benefits: a matrix of social factors is provided that shows which methods affect which aspects of household and village life for example potential for engendering conflicts in producer groups, conflicts among villages, negative or positive effects on intra-household dynamics, and transaction costs to the organization of the method; 3) sustainability of each option in terms of potential for farmers and community-based organizations and/or traders to take up the method without external assistance. This measure is assessed with a checklist of different variables including cost of the option, ease of use, and favorability of different stakeholders.
Through this paper, we show that rigorous comparisons of interventions in market chains are a critical component of agricultural research and development. Just collecting market information for publication or dissemination to groups is insufficient as is trying out different approaches with farmers’ groups without studying their effectiveness. We need to be able to know how sustainable improvements to farmers’ livelihoods can be facilitated by external groups.  In a previous paper we presented the challenge: “can farmer groups really be empowered in sub-Saharan Africa to develop replicable enterprise strategies that can be adapted for a range of tree products? (Russell and Franzel 2004: 345). This paper is a step in finding out.
Description of sites
MIFACIG area

MIFACIG (Twantoh mixed farming common initiative group) is a farmers’ group created in November 1993 with the objective of alleviating poverty through sustainable agriculture, job creation and capacity building. The group’s headquarters is Belo, within the North West province of Cameron where vegetation is highly modified with small areas of natural forest. The dominant ethnic group is the “Kom” and its population growth rate is 2.7 % (Mbile et al. 2004). Gautier (1993) noted that the agroforestry system has four levels:

· < 1.5 m with maize, tubers, and groundnuts, beans

· Between 1.5 and 3 m with maize, cassava, Vernonia spp, Capsicum spp

· Between 3 and 10m with banana, fruits (goyava, citrus, papaw), Podocarpus mannii, Ficus spp, Markhamia lutea
· > 10 m with pear, mango, kolanut trees, Polyscias, Ficus, Maesoptis

Economic activities include agriculture, livestock, silviculture and trade. 

 MIFACIG activities stretch throughout Boyo Division, with four sub-divisions (Belo, Njinikom, Fundong and Upper-Boyo). Its area of intervention is estimated at about 85 square kilometres with varying radiuses of between 11 and 45 km from Belo. Membership is estimated at about 40 individuals divided into two categories: capacity-building members and lay members.
MIFACIG is a member of a union of 40 common initiative groups under the umbrella ITFU (Ijim Trees Farmers Union). The activities of MIFACIG are centred on the following domains: agroforestry, bee keeping, growing of medicinal plants, domestication of fruits and agroforestry species, environmental protection and gender and development.

ADEAC area

ADEAC (Association pour le développement intégral des exploitants agricoles du Centre) is a strong farmer’s organization working in the Centre province of Cameroon. The Centre province covers around 70,000 km2 of the area, which represents 14.7 % of the total area of Cameroon. 

The region belongs to the humid forest. The Centre province is the second largest in population, with 2,285,025 inhabitants in 1995 (33 inhabitants per km2). Major ethnic groups are Ewondo, Ntumu and Bene. Farmer institutions have been disrupted by significant migration from the area and “boom and bust” cycles of the major crop, cocoa. In the rainy season, roads are impracticable and so crops and products rot in villages.

ADEAC has a total of 816 active members (with 216 women) working in six different sub-areas: perennial crops, food crops, fish farming, small animal husbandry, crafts and vegetable farming. 

ADEAC activities are going on mainly in two villages (Epkwassong and Ondeck,). Epkwassong village is located in the North-East of Nyong et Mfoumou division, at 42 km of Ayos with a population of around 3,000 persons. Crops include cocoa, coffee, plantain, cocoyam, groundnuts, cassava, egussi and palm oil. Ondeck village is located in the same division, but at 75 km of Akonolinga. The population is around 3 000 persons and constitute 2 ethnic groups. Crops include cocoa, coffee, plantain, cocoyam, groundnuts, cassava, egussi and maize. 

Each member can adhere to more than one of the sub-sectors. One of the objectives of ADEAC is to reinforce the economic power of its members through a participatory communication system with the aid of its principal actors, with the principal one being a non-governmental organization (NGO) called SAILD (Service d’Appui aux Initiatives Locales de Développement). ADEAC is divided into nine zones each having about 450 members. The activities of ADEAC cover around a series of activities as follows:

· A decentralized system of storage facility for agricultural inputs (spread out through out the zones from where members directly get their inputs of good quality)

· A marketing system that permit members to better sell their products

· A credit and loan system which permit members to realize without difficulties their activities

· A good communication system amongst members that guarantees transparency.

Description of products

Ricinodendron

Ricinodendron heudelottii commonly called njansang is an endemic African tree species belonging to the family of Euphorbiacee. The distribution of this species spans from Senegal to East Africa and Madagascar. Peak flowering occurs in March at the end of the dry season and lasts for approximately two to three months. The tree is fast growing and reaches a height of 40m and a width of 120cm (Ayuk 1999). When mature, its fruit drops from the trees and are processed to obtain the seeds. Both the seeds of Ricinodendron and the trunk of the tree have varying uses to humankind. 
The wood of the tree is dull white and used for various purposes in different regions of Africa. It can be sown in to planks used for making crates, boxes, coffins, fishing net floats and air floats for heavy timber. It is also a good wood for carving masks, spoons, cups, and plates, bowls, stools etc. (Shiembo 1990 cited in Ayuk 1999). In the Democratic Republic of Congo (DRC), the wood is used for making drums. Its high resonant capacity makes it a good wood for producing musical instruments. In Ghana, it is currently recommended for use as an insulation material and the sawdust is suitable for use in sun helmet. The wood is seldom used for general construction (Shiembo 1994).
The bark and leaves of the tree are used as medicines. The Temne people of Sierra Leone tie warmed and beaten bark of the tree to their body to cure elephantiasis. In Liberia, pregnant women use either the bark or the leaves as painkillers and to prevent miscarriages during pregnancy. The people of Gabon to treat blennorrhoea and painful menstruation use a concoction-produced form the bark of the tree. They also use it as a poison antidote. In West Africa, the bark is used to treat diarrhea, dysentery, leprosy and anemia. In Nigeria, the root is ground and mixed with pepper and salt consumed as a laxative (Burkil 1994). The species is also highly solicited in the paint and varnish industries.

The focus of this paper is on the seeds (kernels) that are used in Cameron for preparing soup and a variety of dishes due to its appetizing aroma. Tiki Managa et al. (2000) reported that the kernels of the fruit are rich in fatty acids and essential oils (49.2 to 63.5 %) and proteins (49.9 to 65.2%) and low in carbohydrates (4.9 to 6.4 %). The species also gives high energy values (2.748 to 3.558 KJ 100g-1DM) as compared to food crops (84 to 2500KJ 100-1DM).
 Ricinodendron seeds have a good market potential within and outside of Cameroon. A study carried out on 104 households in Yaoundé in 2004 shows that 98% of them consume njansang (CIFOR, 2003). A total of 36 tons worth 43 432 200 CFA was sold in Yaoundé in 1995 (Ndoye et al. 1998). Tabuna (2001) revealed that a total of four tons of Ricinodendron was exported to Europe in 1998. The marketing of this product provides employment to a good number of stakeholders who sell njansang either singly or in combination with other tree and forest products. A total of 1120 of such traders were reported in Yaoundé in 1997 (Ndoye et al. 1998). Traders in Douala earn an average net margin of 10, 400CFA from sales of Ricinodendron. It is a source of employment and income especially for women (Vabi and Tchamou 1999).
Kola

Kola is a tropical genus of the family Sterculiaceae. It is native to coastal regions of West Africa (Ogutuga 1975). It comprises about 125 species. The tree is evergreen and grows to a moderate height from 25 m-30m. A good number of the species are widely cultivated. In Cameroon, Cola anomala, Cola acuminata and Cola nitida are the most commonly planted. Cola nitida has two cotyledons while C. acuminata and C. anomala have between three and seven. Despite the differences in the number of cotyledons, subspecies are known to exist within each species and controversies exist in the criteria used in differentiating the subspecies (Obeng and Brown 1994). Voclker (1935) however used colour to differentiate between three subspecies of Cola nitida: red, white or intermediates shades of pink. The white though sold in large quantities in Northern Cameroon is imported from Nigeria and is not reported being grown in Cameroon. 
The seed of kola nuts contains 13.5% water, 9.5 % crude protein, 1.4% fat, 45% sugar and starch, 7.0 cellulose, 3.8% tannin and 3% ash. It is also rich in caffeine and theobromine 0.05% (Purseglove 1968). Kola is comparatively richer in caffeine than cocoa and coffee (Moloney (1887) reported in (Obeng and Brown 1994).
Kola nuts are widely consumed in West and central Africa as a masticator to counter fatigue, suppress thirst and hunger and are believed to enhance intellectual capacity. It is for this reason that kola nut chewing has become very popular among students, drivers and many other consumers who need to remain active for unusually long periods (Jayeola 2001). In some developed countries, kola nut extract is used industrially for the manufacturing of many cola type soft drink flavors (Beattle 1970), as a source of caffeine used for manufacture of pharmaceutical products and essential oils (Olounloyo 1979) and as a main ingredient in production of heat-tolerant chocolate bars (Williams 1979). In addition, caffeine is known to be a fat burner and therefore to be beneficial in assisting weight loss (Blades 2000).

The leaves, twigs, flowers, fruit follicles and the bark of C. nitida, C.anomala and C. acuminata are used to prepare a concoction as a remedy for dysentery, coughs, diarrhea, vomiting (Ayensu 1978) and chest complaints. Benie et al. (1987) reported that the stem bark extract of C.nitida inhibited the release of luteinizing hormone (LH) from pituitary cells and may therefore regulate gonadotropin release; thus there is potential to be used as a natural fertility regulator. 

 Kola is also of high sociocultural importance to many African peoples. It is offered in birth, naming and death ceremonies as acknowledgment of concern to visitors. It is also shared to demonstrate peace and agreement after settling disputes between conflicting parties. The tree is so important that in the Kom land in the Northwest province of Cameroon, it is forbidden by the customs of the people to fell a kola nut tree without prior authorization of a justified reason from traditional leadership. Even when accepted, felling of the tree is accompanied by a goat offered to the highest traditional authority of the land (Mbile et al. 2004). 

Trading in kola provides employment to a good number of farmers, middlemen, wholesalers and retailers involved in its marketing chain. A survey conducted in 2004 reveled that it is a main and only source of income to many traders. Though men champion wholesale activities, it is very common to find women retailing in many markets in southern Cameroon. Retail activities also serve as a source of income to the old. 

The kola market in Cameroon is estimated at 20,400t (FAO 2001). In 1983 revenue from the sales of kola nuts from certain households in the Southwest province of Cameroon was higher than that of coffee (considered amongst the major cash crops alongside cocoa) and proceeds form the sale accounted between 5 to 37% of total cash income (FAO 2001). In the humid forest zone of Cameroon, a total quantity of 509 000 kg worth 221,990,000 FCFA was sold in 1995. In 1980 alone an estimated 1,100 tons of kola worth approximately 182.6 million FCFA were exported to Nigeria and Chad. A lot of gaps exist in the above government data and needs to be treated as estimates ( Nkomeneck 1985 cited in Obeng and Brown 2004). 
Bottlenecks to trade in these products

In this section, we analyze bottlenecks to trade of kola nuts and njansang. It is important to identify stages of the production process that cause a back-up in the process. These disruptions in the market chain are known as bottlenecks, and should be addressed to improve production efficiency. Bottlenecks occur because the capacity at a particular stage in the production process is unable to process the product as quickly as other stages in the process. As such, the entire process is slowed down. It is often helpful to visualize the production process, and to associate the time and costs associated with each stage of production. The following graphic shows, how this can be illustrated using the flow diagram of kola nuts.
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Source: Facheux et al. 2005.
Many set of factors and conditions that affect the trade of these NTFP are explored here.

1. Infrastructure

Lack of support infrastructure (poor transport, roads, and communications infrastructure) could pose a major constraint to the commercial development of NTFPs in Cameroon. Many agroforestry products are found in the more rural areas and as such transporting the products to the major markets is a problem. Transport as been identifying as the highest cost involved in NTFPs marketing (Ndoye and Ruiz-Pérez 1999). The poor roads found throughout rural area in Cameroon contribute to the high transport costs faced by the kola nuts and njansang traders. This situation is exacerbated for the njansang traders by the fact that the main area of production is cut off from major routes. 

2. Trade and information system

A critical aspect of the market for smallholder producers is the existence of well-organized market intermediaries to assemble their small and irregular surpluses at reasonable cost. However, the trade system of kola and njansang in Cameroon as in other countries in the Congo basin is still largely informal and most suppliers operate on a modest scale. There is significant price volatility due to limited information flows, high perishability, high seasonality, trade fluctuations, and climatic variability. There is limited added value through small-scale processing. Profit margins are low due to high marketing costs and, there is still relatively little emphasis on quality overall, since many consumers are poor.

In Northwest Cameroon, where kola nuts are produced, the marketing system is fairly well organised in that all market actors are aware of the main collection points for the rural assemblers (at the markets) and the traders keep in contact with wholesalers by telephone. Information gathered suggested that the trade system is more formalised in Bamenda and Bafoussam than in other locations such as Belo and Kumbo, where markets are not used to the same extent as collection points. Moreover, the current productive capacity of kola nut farmers and inefficiencies in the informal distribution network of wholesalers and retailers seriously limit their ability to deliver on any possible large demand for high quality kola nuts outside of the region. 

Lack of information is a serious problem throughout the njansang marketing chain. Producers mentioned that they find it difficult to locate wholesalers. There is at present no association of traders and no one location where they may be found. In addition, many traders involved in the njansang trade export several other products. Traders and producers also suffer from a lack of information, as they would like to know more about prices and requirements of njansang in their existing and potential markets. Lack of information also acts a barrier to entry into the njansang market. Knowledge is power. But it has also been money in the NTFP sector. Some are losing money simply because they do not have the right information, especially related to the prices of the NTFPs in an imperfect market structure that is prevalent in NTFP sector (Ndoye and Ruiz-Pérez 1999). 
3. Inability to sell in group

Farmers currently have few entrepreneurial skills and are accustomed to individual marketing. A farmer group occurs when individual farmers cooperate as a group in order to solve a shared problem (level of production, transportation cost, quality requirements, etc.). It involves establishment by the group of a mutually recognized set of rules that, if followed, allow the group to achieve a common objective. In Cameroon for example, the law No 92/006 of 14 august 1992 relating to co-operative societies and common initiative groups aimed to promote farmer association. It is therefore common that in Cameroon to see farmers associated in a rotating credit association, called “njangui” or “tontine” where they can save some money and have access to loans. Farmers associations or organizations that market their products are quite rare, even in the western part of the country which has a good business culture. If selling as a group was an objective of such farmers’ organizations, and organizational hurdles could be overcome, the financial benefit might be great. However sharing money is a concern; farmers have few ways to develop trust, given that money is seen to be mismanaged in many circumstances (Ostrom1990). Some sort of group marketing approach can be envisioned, based upon women’s groups or other well-established groups, and avoiding financial mismanagement through minimizing financial transactions at the group level.
4. Inability to wait out season

Upon harvesting, there is extreme financial pressure on the farmers to immediately sell their crop, even when prices are at their seasonal low. Most often, farmers sell their product as soon as possible after harvest, because they need the money. As all sell at the same time, prices are depressed. If farmers were able to store and to wait out the season, they would get higher prices, while seasonal price fluctuations would be tempered. A key to improving returns to farmers from kola nuts and njansang will be to be sell during periods of scarcity so as to gatherer a higher price in the market. That strategy relies on ability to forecast and obtain information about price changes. Currently, farmers do not obtain real-time price information for kola nuts. Inspection of the weekly prices of kola nuts (fig 1), reveals that there is significant seasonality in the markets. Information presented in the graph is on the prices from over 250 farmers at which they sell their kola nuts to collectors and/or wholesalers over a 22 months’ period.
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Fig.1. Price fluctuations of Cola acuminata in Cameroon

Source: ICRAF 2003 Farmer Logbook Survey.

The same survey pointed out four main reasons for farmer inability to wait out season for the marketing of their product: First, they have to reimburse previous loans; they are short of money largely because, with their production system, there are only one or two times a year that they procure money; they have to prepare for the next farming season, buying inputs, and they have to pay school fees and the like, and face social obligations such as marriages and other festivities,. Second, there is lack of credit facilities, or farmers need access to credit for long-term land improvement and capital expenditure purposes as well as to meet short-term seasonal needs. Third, farmers do not sell out season simply because they are not used to doing so. Even if they perfectly understand that it is in their interest to store their produce for sale at the most opportune moment, social pressures may oblige them to sell after harvest. Finally there is the high risk of loss involves in storing the products (mainly for kola nuts), especially if farmers can not afford insecticides, improved storage, and other post-harvest treatments. 

Solutions

1) Improve storage to sell off-season

The case of the MIFACIG Kola Nut Enterprise (MKNE) in the northwest region of Cameroon will be used to illustrate this option. One of the main goals of KNE is to facilitate the collection and aggregation of kola nuts at a lower price than that achievable by wholesalers. This is done by minimizing the effort required by collectors or wholesalers in collecting the kola nuts produced by farmer members of the enterprise. In doing so, the enterprise will seek to appease the desire of wholesalers to more easily acquire the kola nuts. Currently, collectors and wholesalers spend a great deal of time going door-to-door to collect the products they purchase from farmers. In the process, they are forced to hire additional labor and spend a significant amount of their time. The MKNE structure enables them to spend significantly less time in collection and thereby will enable MKNE to charge a price premium. MKNE is seeking to capture incremental profits by performing services on the kola nut product that are currently being performed by other constituents in the value chain. As mentioned before, one of problems farmers face is the inability to store the kola nut product without experiencing significant losses due to the infestation of weevils. In collaboration with ICRAF, MKNE is seeking to develop a technology to aid in the storage of kola nuts whilst mitigating the damage to the product caused by weevils. The success of the MKNE is hinged on two factors:

a. Technologically advanced storage: must find appropriate storage techniques to limit weevil losses and enable farmer sale of kola nuts in times of scarcity

b. Lower cost of collection: must find a way to collect kola nuts from farmers for a lower cost than wholesalers; either by cheaper labor, more coordinated collection, or through technology improvements. Lowering the cost of collection is important to provide a buffer against price fluctuations.

Availability of a better quality product? In this case will be obtained through better storage techniques, which will allow for better availability of product. Better storage may also reduce weevil infestation, which would improve the quality of the kola nut. MKNE may also decide to offer after-market service in the form of storing and sorting kola nuts so that wholesalers can avoid the time and expense of doing this operation themselves. Central storing by KNE may offer further differentiation such that wholesalers will have one-stop shopping for their kola needs, and they will therefore avoid the collection costs of traveling from farmer to farmer to obtain kola nuts.


Supply of kola nuts into the markets is closely linked with the seasonality of the product. There are significant periods of scarcity and abundance resulting into fluctuations in production, price as well as returns. As such, the price of kola nuts varies significantly each year. Also, buyers from Nigeria come to markets in northern Cameroon only after the supply in Nigeria begins to wane. One of the main benefits of a storage strategy, if successful, will be to hold kola nuts until periods of scarcity, thereby enabling the enterprise to gather higher price in the market during this period of time. The table below indicates that prices in scarcity periods are more than twice during period of abundance of the kola nuts.

	Stakeholders
	Market
	 Abundance
	Scarcity
	   Difference

	Producers 
	Village
	3600
	8000
	4400

	Collectors
	Village
	4000
	11200
	7200

	Wholesalers
	Urban 
	4500
	10000
	5500

	Wholesalers
	Ngaoundere
	9500
	19000
	9500

	Retailers 
	Urban 
	9000
	14000
	5000


Table. Indication of prices (FCFA) received by kola nut stakeholders in periods of abundance and scarcity. ICRAF 2005
Lack of capital and weevil infestation was cited by wholesalers interviewed as the major constraints limiting expansion. Currently, the costliest activity for farmers is the peeling/sorting of kola nuts, accounting for approximately 50% of the total costs of harvesting/processing of kola. This is due solely to the much greater number of hours that are required to complete the peeling and sorting of kola nuts. Therefore, KNE should target this activity for any potential cost reductions. For example, if KNE were to aid farmers in lowering peeling costs by 25%, by introducing a faster process or machinery, it could significantly improve overall net profits (by more than 10%).
Kola weevils are a major pest of kola nuts, both prior to the harvest and during storage. On-farm as well as on-station experimental trials are underway in farmers’ homesteads and in the lab with the objective of identifying appropriate and most efficient weevils’ control methods. The on-farm experiment is presently assessing various existing traditional methods of controlling weevils’ infestation with a considerable input from cola nuts producers. The experiment evaluates the effect of anticipated harvesting as well application of locally available organic insect repellent material as pesticide on weevil’s rate of infestation. Materials such as Eucalyptus dry leave, vetiver root, cypress fresh leaves, tobacco leaves and Azadirachta indica (neem) extract are tested while the lab experiment assesses chemical pesticides such as Malagrain DP5 solution and Actellic 50 EC powder. 

Preliminary results indicate that neem extract and eucalyptus dry leaves reduce weevil’s infestation by 17% whereas Actellic 50 EC remains so far the best pesticide (23% weevils’ infestation reduction). Results also show that, four months later, Actellic solution is more efficient for conserving the cola nuts but it also kills the weevils as compared to Malagrain powder and neem extracts. More emphasis is put on organic pesticide with regards to their availability and low cost. Future research planned for the days to come will provide answers as far quantity to apply and sorting frequency of organic material applied to reduce weevils’ damage.

2) Direct contact between traders and producers

Development of linkages between stakeholders within a commodity chain generally enables the pooling of different resources such as credit, information, transportation, and labor. This approach was used in the ADEAC zone to help farmers generating more income from the sale of their njansang. A meeting was organized between farmers and traders to attain farmers’ objectives to organize a group sale. It was therefore a good platform to negotiate the terms of that njansang grouped sales in terms of quantity, quality, price, place and date of transaction.

During the group sales, farmers succeeded in applying negotiation skills to convince traders to buy at a relatively higher price compared to what was usually obtained. The same farmers graded their produce according to quality norms as the market demands, following traders’ recommendation during farmer – trader workshops. All these resulted to the njansang farmers realising an average 31% increase in their selling price, while those of kola obtained a 16% increment, as compared to what they would have received through individual sales. For njansang for example:
· In 2005, 45 households in  the two pilot villages of ADEAC mobilised a total of 833 kg of njansang while in 2006, 105 households in 4 villages sold 3000 kg (figure 2)
· In 2005, 45 households received 709,075 FCFA (around USD 1,420) from the sale of 833 kg of njansang, in 2006, 105 households received 2,826,000FCFA (around USD 5,652) from the sale of 3,000 kg of Njansang, while in 2007 148 households received 2,472,150FCFA (around USD 4,945)(figure 2) with an average taking home of 53 USD.
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Figure 2: Amount of money received by Household
Another benefit from the group sales was that farmers could sell a substantial quantity of their harvest at a single point in time, since the traders who were invited had high purchasing power. The successes achieved this far, especially that of forming a consolidated group working towards the same objective,  have trickled down to the entire communities and even to neighboring ones. 

On the whole, farmers were generally happy of this group sale as they were able for the increase the price of their njansang. Farmers such as Mama Abomo Marthe was particularly happy as she will use the money to pay the last installment of her children’s school fess and get some basic requirements for the third term of the school year that was to begin in some few days. Madame Mfoula Lorentine was sick and said she will use the money to take care of her health care needs. 

3) Guarantee funds to facilitate selling off season

Poor farmers are often portrayed as living with financial pressures that do not permit them to develop appropriate marketing strategies for the selling of their products. Some farmers seek to borrow money when they are confident of the returns. Again, most of the time, the only lenders for small farmers are traders who expect repayment when the crop is sold through them. The terms of these exchanges are generally highly beneficial to the trader, although it is acknowledged that traders take real risks in providing loans. 

A solution tested in one village in ADEAC area is the use of “guarantee funds.” Seventy farmers are involved in this financial option to secure farmer production until product off season. The guarantee funds requested for these farmers will enable them to store their produce and only sell when they can obtain the best price. A loan agreement was signed with farmers marketing njansang. The loan is given out at a monthly interest rate of 2%. The management fee for this loan at the level of the farmer organisation will be kept low since the loan will be reimbursed at the grouped sale of their products.

The total amount was deposited at their local fund credit facility and the loan given out in conformity with the requirements of this local fund. Each farmer’s capacity to borrow money depended on the amount of his savings. This amount is known by the credit management committee. The members’ products were also assessed by the sector’s management committee. No farmer was given a loan more than half the value of his or her production.

The loan will be granted following the quantity of farmers’ production. The beneficiary will get half the monetary value of his or her production in low season. This means:


Ci = 0.5 * Qi * Pa


Ci = Loan for farmer i


Qi = Available production of farmer i


Pa = Cost of product in low season for farmer i

After considering several possibilities, it was decided that farmers themselves will store their products in their houses. They brought their entire production in July for the grouped sales. The month of July has been adopted following the weekly prices inspection of njansang (fig 3) and trader’s advices. Price collection for njansang and its substitutes (groundnuts and squash seed) reveals that there is significant seasonality in the markets and no correlation within years. For example, since 1994, the period which njansang costs the most in the market are August 1994, March 1995, July 1996, December 1997, September 1998, October 1999, March 2000. The variability of these data convinced us to rely on trader’s advice to adopt the month of July for the coming group sales of njansang, expecting that price will be higher than in March 2004. 
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   Fig.3. Price fluctuations of njansang, groundnuts and squash seed in Cameroon

     Source: DSCN (Direction de la Statistique et de la Comptabilité Nationale). 
Recommendations and conclusions

In the table below we show some elements of comparison between the three modes of market facilitation described. The different types of benefits and risks of each mode are apparent: improved storage is a longer term benefit that could potentially reach a large number of farmers if the technology can be duplicated. More needs to be known of the costs of the technology including maintenance costs of any storage facility. It is anticipated through modeling that the cost of storage technology is around USD 600 per year for the enterprise (Facheux et al. forthcoming). Bringing farmers and traders together in group sales has the advantage of quick returns and building confidence of farmers but it requires facilitation that in the long run will be expensive if it has to occur each time there is a sale. For example we have estimated the cost of facilitation in the case on njansang sales group here at 20 Frs. This represents 40% of the increment in prices.  The guarantee fund option is perhaps the riskiest given the possibility that sales will not occur or prices will decline as well as risks of non-repayment. However when linked to micro-credit facilities it may be a quite flexible and useful option, one that farmers are used to using within the cocoa economy. It may also build the financial management capacity of groups. The cost of the guarantee fund here is simply the interest rate of 2%.  
From a strict cost-benefit standpoint, the improved storage option is likely to be the most cost effective (costing less per number of people who could benefit). Other social benefits and costs need to be considered, however, including improving the potential for group sales and handling credit. There is no reason why storage options could not be combined with group sales and guarantee fund options. 
Full costing and managerial analysis of these options, as well as clear guidance on their use, is essential to assess sustainability and replicability. Many groups will have to employ these options without the facilitation of an NGO or other institution. Lessons from implementation can be shared in development forums throughout the region and thus each option can be improved.
Table 1: Comparison matrix for the three market facilitation modes 
	Mode
	Financial cost and benefits
	Social cost and benefits
	Sustainability 

	Improve storage to sell off-season


	· long term benefit

· procure good comparative advantage


	· need a good farmer organization

· affects more people indirectly 
	· good, depending of the cost of the technology

· maintenance is important

	Direct contact traders-producers
	· short term benefit

· develop farmer bargaining power
	· No need of farmer organization

· Directly affect household income level
	· Fragile if there is no organization (NGOs, CBOs) to supervise.

· could be continued if trade goes well

	Guarantee funds to allow selling off season
	· short and mid-term benefit

· need to master price and market information
	· No need of farmer organization

· Directly affect household income level
	· fragile, if reimbursement process is not well developed

· Could be linked to savings and micro credit schemes


The success of Farmer Enterprise in term of impacting if the life of rural households is not just a matter of co-sharing mechanisms or economies of scale, it also deals with dynamics of innovation and learning by doing, the legitimacy and capacity for option priority setting, the power of negotiation and voice
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