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Synthesized sub regional report of four country land workshops and market 

studies, December 2010. Compiled by PELUM RD 

With support from Ford Foundation, PELUM Association and ESAFF in four countries namely Kenya, 

Uganda, Tanzania and Rwanda are implementing actions to enhance SSFs market access and secure 

land rights for profitable agriculture production.  

Marketing scoping studies were undertaken in the four countries to give a critical analysis of market 

challenges and opportunities, marketing policy related gaps affecting SSFs and market models suitable 

for SSFs were profiled.   

Land workshops in the four countries were held to broaden PELUM Association, ESAFF and other 

actors working with SSFs’ understanding of land policy context and key land issues affecting SSFs 

including current land grabs as a precursor for having a common SSFs land rights agenda 

This report provides a synthesis of the outcomes from the four country land workshops and market 

studies.  Section 1 provides an overview of the land issues in the region as they affect men, women 

youth and the intervention strategies proposed by PELUM, ESAFF and partners in addressing these 

issues.  Section 2 provides an overview of market challenges faced by SSFs (women and men) and a 

profile of existing marketing models in the region for possible replication. 

1. Land issues in the sub-region  

Key land issues in the sub-region Strategies suggested to deal 

with the issues 

General (affect all) How they affect different 

gender 

 

There is low level of awareness on land 

rights as provided in different laws and 

legislations- on matters of access, control, 

use and ownership by poor men, women 

and youth and communities at large. 

Low position of women and 

youth in relation to access, 

ownership, utilisation of land 

especially as determined by 

cultures and traditions  

• Traditional customary land 

tenure system is 

unfavourable to women 

and female children in 

terms of access and control 

over land 

Landrights based awareness 

• Supporting and engaging in 

community dialogues on 

land rights 

• Public Information and 

Awareness Campaign 

among SSFs working with 

PELUM 

• Identify, simplify and 

disseminate information on 

land policies and rights 

Enacted good gender sensitive Land policies 

in countries like Kenya, Uganda are not 

implemented by the governments and 

responsible agencies.  On the other hand 

Some countries with no NLP like Tanzania, 

land is still controlled by the state through 

the executive, opening land for political 

expedience. 

SSFs bordering the National Parks not 

While policies are gender 

sensitiveness the practice is still 

a challenge, Social and cultural 

attitudes and practices 

discriminate against girls and 

women over ownership and 

control of land 

Work with relevant institutions 

to promote women’s 

sensitization on their rights 

Establish a system for 

monitoring the implementation 

of land policies and laws.  

Sensitize SSFs to stand and 

demand for their rights if these 
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adequately protected by the law against 

damages by wild animals (Rwanda specific).   

While in other countries like Tanzania, there 

are policy contradictions (e.g.Land Act No. 4 

of 1999 and Land Act No. 5 of 1999) 

Slow pace implementation of land dispute 

settlement machinery  

 

are being infringed  

Build capacity of women to 

advocate for  their rights 

Demand enforcement of gender 

sensitive provisions of the land 

laws and change or repeal of 

discriminatory laws 

Land grabbing and accumulation (external 

and internal)- Priority given to big investors 

to the detriment of SSFs and other 

smallholders. Moreover the process of land 

acquisition by foreigners is not transparent, 

SSFs land rights not recognized.   

Effect of land accumulation on SSFs is also 

caused by elite and wealthier nationals. 

The interest and views SSFs are not 

considered when land is alienated or taken 

by powerful people within their community 

and country 

Very low levels of awareness 

among women on land laws 

and land rights 

Challenging international 

arrangements /govts on the 

push towards land grab for 

production of biofuel and 

carbon credits 

Assess existing research on land 

rights/ land grabbing and fill 

information gaps with 

information from community 

and formulate propositions for 

policy and other changes to 

advance interests of those who 

depend on land for their 

livelihoods. 

Imposing land prices for expropriation that 

do not take into account local realities 

(Rwanda specific) 

  

There is limited networking and 

collaboration among the CSO actors leading 

to uncoordinated interventions on land 

issues. 

In many societies, land is still 

controlled by men thus denying 

women rights to inheritance or 

ownership making them 

marginalized in agricultural 

production 

 

Strengthen collaboration and 

networking among 

PELUM/ESAFF and Landrights 

CSO and govt actors. 

• Facilitate forums to share 

and deliberate on SSFs land 

issues 

Working and sharing together 

in a coordinated way for greater 

impact  

There is general lack of incorporating issues 

on land rights in agriculture development 

interventions by CSOs, government and 

donors 

 Inclusion and land related 

activities in programming and 

implementation 
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2. SSFs market challenges and market models suitable for SSFs 

Major challenges common in most countries (raised by at least 3 of the 4 countries) 

� Farmers supply markets with inadequate quantities that cannot meet market demands 

and cover the costs of production. There is always an inconsistent and unreliable supply 

due to low production and scattered nature of SSFs. An issue raised by all countries. 

� Lack of market infrastructure and support structures especially in rural areas.   Poor road 

network and transportation to sea port, market structures, and inadequate availability of 

market information about potential buyers, prices offered.  This was an issue for 3 of the 4 

countries. 

� Producer organisations lack the capacity (knowledge, skills, low education levels, 

dynamism) to engage and negotiate with market actors and to produce for the market. 

This was an issue for 3 of the 4 countries. 

� Markets are driven by product quality.  Quality assurance by producer organisations is still 

a challenge due varied production and post harvest handling practices. Quality was an 

issue for all countries. 

� Unsupportive policy and practice environment necessary to assist SSF as SMEs to 

engage with Markets.  For instance, inadequate and uncertain funding supports for the 

institutions like NAADs and organisations supporting SSFs; administrative restrictions 

like agriculture cess and market fees, restrictive regulatory frameworks. 

� Challenges in acquisition of key agricultural resources: credit/agriculture finance, inputs, 

mechanisation and the high costs of these inputs. 

� Current marketing and production systems practices exclude women farmers from 

exploiting opportunities available in the market place.  Marketing distribution and 

administration systems are mainly male dominated, denying women access to lucrative 

markets, women and youth cannot control the output from land or access finance as 

they lack control over land as an economic asset, women farmers receive inadequate 

training in marketing needed for making informed marketing decisions 

Other challenges raised by less than two countries 

� Globalisation - farmers have to compete with the rest of the farmers in the world and the 

region in producing agricultural products. As markets open up, those producing inferior 

products at a much higher cost are not going to be able to compete. At the same time 

farmers have to compete with imported products like edible oils, in the case of Tanzania. 

� Random and haphazard interventions by NGOs. Often, when project cycles end, there 

breakdowns in the marketing initiatives that have been developed resulting to 

inconsistencies in marketing interventions. 

� The linkages between stakeholders are poor. 
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� There is inadequate value addition. 

� Variety in the product range -livestock products are very few 

� Problems associated with land tenure 

� High costs of applying for standardization certificates and certification after value addition. 

� Culture that restricts women to perform or own certain projects.   
� Often, smallholder farmers are in dire need for cash to meet their immediate needs 

hence rendering them to be vulnerable to exploitation by buyers offering them low 
prices. 

� There are fluctuating market prices of sunflower seeds. 
� Cultural factors that in some instances prevent more effective management of 

resources. 
� Competition, monopolies and mergers especially in milk industry from the study area 

in Kenya. 
� High costs of applying for standardization certificates and certification after value 

addition. 
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C
A

 m
o
d
e
l 

 

•
 E

x
ch

an
g
e
 

v
is

it
s 

to
 

si
te

s 
o
f 

e
x
ce

ll
e
n

c
e
 t

o
 o

b
ta

in
 h

an
d

s-

o
n

 e
x
p

e
ri

e
n

ce
s 

o
n
 h

o
w

 t
h

e
 

m
o
d
e
l 

fu
n

ct
io

n
s 

sh
o
u
ld

 
b

e
 

e
n

co
u
ra

g
e
d
 

e
sp

e
ci

al
ly

 
fo

r 

th
e
 w

e
ak

e
r 

p
ar

ti
ci

p
an

ts
. 

•
 S

tr
e
n
g
th

e
n
in

g
 

li
n

k
a
g
e
s 

am
o
n

g
 

th
e
 

o
th

e
r 

a
ct

o
rs

 
at

 

d
if

fe
re

n
t 

le
v
e
ls

 
is

 
v
e
ry

 

cr
u

ci
al

 
fo

r 
sy

n
e
rg

y
 

si
n

ce
 

m
an

y
 
o
f 

th
e
m

 
h

av
e
 
si

m
il

ar
 

d
e
v
e
lo

p
m

e
n

t 
ag

e
n

d
as

. 

•
 G

o
U

 
sh

o
u
ld

 
su

p
p

o
rt

 
th

e
se

 

in
it
ia

ti
v
e
s 

e
.g

. 
b
y
 e

as
in

g
 t

h
e
 

re
g
is

tr
at

io
n
 p

ro
ce

ss
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 3
. 

L
in

k
in

g
 

p
ro

d
u
c
e
rs

 
to

 
e
x
p
o
rt

e
rs

 
b
y
 

N
O

G
A

M
U

 

F
A

R
M

E
R

 

G
R

O
U

P
S

O
R

G
A

N
IC

 

C
E

R
T

IF
IE

D
 

G
R

O
U

P
S

 &
 

A
S

S
O

C
IA

T
IO

N
S

Im
p
o
rt
e
rs

e
x
p
o
rt
e
rs

lo
c
a
l 
b
u
y
e
rs

N O G A M U

O
rg
a
n
ic
 

c
e
rt
if
ic
a
ti
o
n

T
ra

d
e

 li
n

k
a

g
e

s

M
a

rk
e

t 
o

ri
e

n
te

d
 

fa
rm

in
g

 

•
 T

h
e
 

IC
S
 

h
e
lp

s 
b
in

d
 

fa
rm

e
rs

 

to
g
e
th

e
r 

as
 t

h
e
y
 e

a
ch

 a
ct

 
as

 

‘b
ig

 
b
ro

th
e
r’

. 
 

T
h

is
 

st
re

n
g
th

e
n
s 

th
e
 

g
ro

u
p
 

an
d
 

h
e
lp

s 
in

 
co

n
fo

rm
in

g
 

to
 

o
rg

an
ic

 s
ta

n
d

ar
d
s 

 

•
 M

o
st

 o
rg

a
n
ic

 p
ro

d
u

ce
rs

 h
av

e
 

a 
g
u

ar
an

te
e
d
 m

ar
k
e
t 

 

•
 T

h
e
 

N
O

G
A

M
U

 
te

am
 

is
 

e
x
p

e
ri

e
n

ce
d
 

an
d
 

m
o
ti

v
at

e
d
, 

al
w

a
y
s 

w
il
li
n

g
 
to

 
w

o
rk

 
w

it
h
 

p
ro

d
u
ce

rs
 a

n
d
 b

u
y
e
rs

  

•
 N

O
G

A
M

U
 

h
as

 
d
e
v
e
lo

p
e
d
 

in
te

rn
al

 s
u
p

p
o
rt

 s
y
st

e
m

s 
e
.g

. 

O
rg

an
ic

 
T
ra

d
e
 

P
o
in

t 
(O

T
P
) 

fo
r 

th
e
 s

ta
k
e
h
o
ld

e
rs

, 
d

at
ab

a
se

 

w
it
h
 

p
ro

fi
le

s 
fo

r 
v
ar

io
u

s 

m
ar

k
e
ts

/t
ra

d
e
rs

 

T
h

e
 

su
st

ai
n

ab
il
it

y
 

st
ra

te
g
y
 

o
f 

th
e
 N

O
G

A
M

U
 m

o
d
e
l 

 

•
 T

h
e
 
In

te
rn

al
 
C

o
n

tr
o
l 

S
y
st

e
m

 

is
 

a 
st

ro
n
g
 

su
st

ai
n

ab
il

it
y
 

st
ra

te
g
y
. 

 
B

y
 

e
n

su
ri

n
g
 

co
m

p
li

an
ce

 
at

 
th

is
 

le
v
e
l,
 

fa
rm

e
rs

 
ca

n
 r

e
-a

ss
u
re

 b
u

y
e
rs

 

th
at

 t
h
e
 p

ro
d
u

ct
s 

ar
e
 o

rg
an

ic
. 

 

O
rg

an
ic

 
p
ro

d
u

ct
io

n
 

sy
st

e
m

s 

ar
e
 

e
n
v
ir

o
n
m

e
n
ta

ll
y
 

an
d
 

co
m

m
e
rc

ia
ll
y
 s

e
lf
 s

u
st

ai
n
in

g
. 

•
 T

h
e
re

 
is

 
a 

h
ig

h
 

a
n
d

 

g
ro

w
in

g
 

d
e
m

an
d

 
fo

r 

o
rg

an
ic

 
p
ro

d
u

ct
s.

  

C
u
rr

e
n
tl

y
, 

th
e
 

d
e
m

a
n
d

 

fa
r 

e
x
ce

e
d
s 

th
e
 s

u
p
p

ly
  

•
 T

h
e
 

o
rg

an
ic

 
p
o

li
cy

 
in

 

w
il
l 

so
o
n

 
b
e
 

ra
ti
fi

e
d

 

w
h
ic

h
 

w
il
l 

fu
rt

h
e
r 

st
re

am
li
n

e
 t
h

e
 s

e
ct

o
r 

 

•
 G

o
o

d
 

re
la

ti
o
n
sh

ip
 

b
e
tw

e
e
n
 

th
e
 

se
ct

o
r 

st
ak

e
h

o
ld

e
rs

 
an

d
 

lo
c
al

 

an
d
 c

e
n
tr

al
 g

o
v
e
rn

m
e
n
t 

 

 

•
 H

ig
h
 

in
it
ia

l 
co

st
s 

o
f 

ce
rt

if
ic

at
io

n
  

•
 T

h
o
u
g
h
 N

G
O

s 
ar

e
 d

o
in

g
 

g
o
o
d
 

w
o
rk

, 
th

e
y
 

o
ft

e
n

 

d
is

to
rt

 
m

ar
k
e
ts

 
b

y
 

p
ro

v
id

in
g
 

h
an

d
o
u

ts
. 

 

S
u

ch
 f

ar
m

e
rs

 m
ay

 f
in

d
 i

t 

h
ar

d
 t

o
 e

n
g
ag

e
 i

n
 p

u
re

ly
 

co
m

m
e
rc

ia
l 

m
o
d
e
ls

  

 

•
 N

O
G

A
M

U
 

p
ro

g
ra

m
s 

st
il
l 

re
ly

 
h

e
av

il
y
 

o
n

 
d
o
n
o

r 

su
p

p
o
rt

  

•
 M

o
st

 o
f 

U
g
a
n
d

an
’s

 p
ro

d
u

ce
 

ar
e
 

o
rg

an
ic

 
d

e
fa

u
lt

, 
th

u
s 

im
p
e
d

in
g
 t

h
e
 g

ro
w

th
 o

f 
th

e
 

d
o

m
e
st

ic
 m

ar
k
e
t 

 

R
e
co

m
m

e
n
d

at
io

n
s 

fo
r 

im
p
ro

v
in

g
 

th
e
 

N
O

G
A

M
U

 

m
ar

k
e
ti

n
g
 m

o
d
e
l 

 

S
in

ce
 o

rg
an

ic
 p

ro
d
u

ct
s 

h
av

e
 

a 
h
ig

h
 

d
e
m

an
d

 
e
sp

e
ci

al
ly

 

w
it
h

 
th

e
 

e
x
p

at
ri

at
e
 

an
d

 

e
x
p
o

rt
 

m
ar

k
e
ts

, 
th

is
 

se
rv

e
s 

as
 

an
 

o
p
p
o

rt
u

n
it
y
 

fo
r 

m
o
b
il

iz
in

g
 

m
o
re

 
p
ro

d
u
c
e
rs

 

to
 

e
n

g
ag

e
 

in
 

th
e
 

se
ct

o
r.

  

H
o
w

e
v
e
r,

 t
h

e
 m

o
st

 l
im

it
in

g
 

fa
ct

o
r 

is
 

th
e
 

h
ig

h
 

co
st

 
o
f 

ce
rt

if
ic

at
io

n
. 

 
It

 
is

 

re
co

m
m

e
n
d

e
d
 

th
at

 
G

o
U

 

su
p

p
o
rt

s 
th

e
 
o
rg

an
ic

 
se

ct
o

r 

th
ro

u
g
h
 

tr
ai

n
in

g
 

an
d

 

c
ap

a
ci

ty
 

b
u
il

d
in

g
. 

F
u
rt

h
e
rm

o
re

 s
u
p
p

o
rt

 c
a
n
 b

e
 

re
n
d
e
re

d
 

in
 

re
d

u
ci

n
g
 

th
e
 

co
st

s 
o

f 
ce

rt
if
ic

at
io

n
. 
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 4
. 

F
ar

m
e
r 

to
 M

ar
k
e
t 
m

o
d

e
l 

b
y
 C

IA
T

 

Id
e
n
ti
fi
c
a
ti
o
n
 

o
f 
p
a
rt
n
e
rs

1

P
a
rt
ic
ip
a
to
ry
 

D
ia
g
n
o
si
s
 (
P
D
)

2

P
a
rt
ic
ip
a
to
ry
 

M
a
rk
e
t 
R
e
se
a
rc
h
 

(P
M
R
)

3 A
g
ro
-e
n
te
rp
ri
s
e
 

D
e
v
e
lo
p
m
e
n
t

(A
E
D
)

4

M
a
rk
e
t 
li
n
k
a
g
e

5

C
IA
T

P
a
rt
ic
ip
a
to
ry

M
o
n
it
o
ri
n
g
 &

E
v
a
lu
a
ti
o
n

process

p
ro
c
e
s
s

process

F
a
rm

e
r 
A
s
so
c
ia
ti
o
n
s

F
a
rm

e
r 
g
ro
u
p
s

S
m
a
ll
h
o
ld
e
r 
fa
rm

e
rs

C
o
m
m
o
d
it
y
 b
u
y
e
rs

process

p
ro
d
u
c
e

•
 O

n
e
 

o
f 

th
e
 

m
o
st

 
sa

li
e
n
t 

fe
at

u
re

s 
o
f 

th
is

 m
o

d
e
l 

is
 t

h
e
 

in
v
o
lv

e
m

e
n
t 

o
f 

sm
al

lh
o
ld

e
r 

fa
rm

e
rs

 
in

 
th

e
 

cr
it
ic

al
 

d
e
ci

si
o
n

s 
(i
.e

. 
p

ar
ti

ci
p

at
o

ry
 

d
ia

g
n
o
si

s,
 

p
ar

ti
ci

p
at

o
ry

 

m
ar

k
e
t 

re
se

ar
ch

 
an

d
 

p
ar

ti
ci

p
at

o
ry

 m
o
n

it
o
ri

n
g
 
an

d
 

e
v
al

u
at

io
n
).

 
T
h
is

 
cr

e
at

e
s 

a 

se
n
se

 
o

f 
o

w
n
e
rs

h
ip

 
o
f 

th
e
 

m
o

d
e
l 

w
h
ic

h
 

is
 

cr
it
ic

al
 

fo
r 

su
st

ai
n

ab
il
it
y
 a

ft
e
r 

th
e
 p

ro
je

ct
 

e
n
d

s.
  

•
 T

h
e
 

li
n

k
a
g
e
s 

m
ad

e
 

w
it

h
 

p
ro

d
u
ce

 
b
u
y
e
rs

 
ar

e
 

ab
le

 
to

 

g
u

ar
an

te
e
 

b
e
tt

e
r 

p
ri

c
e
s 

as
 

co
m

p
ar

e
d
 t

o
 p

ri
c
e
s 

o
ff
e
re

d
 t

o
 

fa
rm

e
rs

 o
p
e
ra

ti
n
g
 a

s 
is

o
la

te
d
 

in
d

iv
id

u
al

s.
  

•
 T

h
e
 

m
o
d

e
l 

e
m

p
h

as
is

e
s 

B
u
lk

in
g
 

an
d
 

E
co

n
o
m

ie
s 

o
f 

S
c
al

e
 

ar
e
 

e
n
jo

y
e
d
 

in
 

v
al

u
e
 

ad
d

it
io

n
, 

tr
an

sp
o
rt

 
an

d
 

st
o
ra

g
e
 h

e
n

ce
 a

c
cr

u
in

g
 m

o
re

 

b
e
n

e
fi
ts

 
to

 
th

e
 

sm
al

lh
o
ld

e
r 

fa
rm

e
rs

  

•
 T

h
is

 m
o

d
e
l 

is
 v

e
ry

 s
tr

o
n

g
 a

t 

b
u
il
d
in

g
 
th

e
 
c
ap

a
ci

ty
 
o
f 

th
e
 

sm
al

lh
o
ld

e
r 

fa
rm

e
rs

. 
T
h

e
y
 

ar
e
 g

iv
e
n
 t

h
e
 o

p
p

o
rt

u
n
it
y
 t

o
 

ac
q
u
ir

e
 

sk
il
ls

 
re

g
ar

d
in

g
 

m
ar

k
e
ti

n
g
 

re
se

ar
ch

, 
m

ar
k
e
t 

an
al

y
si

s,
 

co
n

tr
ac

ti
n

g
, 

•
 T

h
e
 
fa

rm
e
r 

g
ro

u
p
s 

ca
n

 

ta
k
e
 

ad
v
an

ta
g
e
 

o
f 

th
e
 

N
A

A
D

S
 

fu
n

d
in

g
 

su
p

p
o
rt

 
to

 
p
u
rs

e
 

th
e
 

F
2
M

 a
g
e
n
d

a.
  

•
 S

m
al

lh
o
ld

e
r 

fa
rm

e
rs

 c
an

 

d
iv

e
rs

if
y
 

th
e
ir

 

p
ro

d
u
ct

io
n

 a
n

d
 t

ap
 i

n
to

 

n
e
w

 
m

ar
k
e
ts

 
to

 
sp

re
ad

 

th
e
ir

 r
is

k
s 

 

 

•
 T

h
e
 
m

o
d
e
l 

is
 
q
u

it
e
 
ti
m

e
 

co
n
su

m
in

g
. 

T
h

e
 

p
ro

ce
ss

 

ta
k
e
s 

al
m

o
st

 
3

 
y
e
ar

s 
to

 

g
e
t 

to
 

a
ct

u
al

 
li
n

k
ag

e
s 

fu
n
ct

io
n

in
g
. 

M
an

y
 o

f 
th

e
 

st
a
k
e
h
o

ld
e
rs

 
m

ay
 

lo
se

 

in
te

re
st

. 
 

•
 T

h
e
 

m
o

d
e
l 

fa
v
o
u
rs

 
th

e
 

e
li
te

 
fa

rm
e
rs

 
w

h
o

 
ar

e
 

ab
le

 
to

 
p

ar
ti
ci

p
at

e
 
m

o
re

 

a
ct

iv
e
ly

  

•
 T

h
e
 

p
ro

ce
ss

 
o
f 

m
o
n

it
o
ri

n
g
 s

u
ch

 a
 m

o
d

e
l 

is
 

q
u

it
e
 

cu
m

b
e
rs

o
m

e
. 

S
in

ce
 

it
 

is
 

m
u
lt
i-

st
a
k
e
h
o

ld
e
r 

in
 

n
a
tu

re
, 

g
e
tt

in
g
 

al
l 

a
ct

o
rs

 
to

 

p
ar

ti
ci

p
at

e
 

ap
p
ro

p
ri

at
e
ly

 

is
 n

o
t 
e
as

y
. 

 

•
 Q

u
al

it
y
 

co
n
tr

o
l 

is
 

n
o
t 

ad
e
q
u

at
e
ly

 c
o
n

tr
o
ll
e
d
. 

 

•
 T

h
e
 m

o
d

e
l 

is
 v

e
ry

 m
u

ch
 

v
u
ln

e
ra

b
le

 
to

 
th

e
 

se
tb

ac
k
s 

o
f 

g
ro

u
p

 

d
y
n

am
ic

s 
an

d
 

w
e
a
k
 

co
h

e
si

o
n
. 

 

•
 T

h
e
 

m
o
d

e
l 

d
o
e
sn

’t
 

ad
d
re

ss
 

th
e
 

p
ro

b
le

m
 

o
f 

sm
al

lh
o
ld

e
r 

fa
rm

e
rs

 

d
is

re
g
ar

d
in

g
 

th
e
ir

 

co
n
tr

a
ct

u
al

 
ag

re
e
m

e
n

ts
 

(i
.e

. 
o
p
ti
n

g
 

to
 

se
ll
 

at
 

•
 T

h
e
 

m
o
d
e
l 

is
 

v
e
ry

 

d
e
p
e
n
d

e
n
t 

o
n
 t

h
e
 s

u
p
p
o

rt
 o

f 

th
e
 

b
a
c
k
st

o
p
p

in
g
 

N
G

O
 

e
sp

e
ci

al
ly

 
in

 
it
s 

in
it
ia

l 

st
ag

e
s.

 
It

s 
su

c
ce

ss
 

is
 

th
e
re

fo
re

 v
e
ry

 v
u
ln

e
ra

b
le

 t
o

 

th
e
 

fu
n

d
in

g
 

su
p
p
o
rt

 
o
f 

th
e
 

d
o

n
o
rs

 
w

h
ic

h
 

m
a
y
 

n
o

t 
b
e
 

g
u

ar
an

te
e
d

. 
 

R
e
co

m
m

e
n
d

at
io

n
s 

fo
r 

im
p
ro

v
in

g
 t

h
e
 C

IA
T

 F
ar

m
e
r 

to
 

M
ar

k
e
t 

(F
2

M
) 

m
o

d
e
l 

 

•
 S

in
ce

 t
h

e
 m

o
d

e
l 

is
 l

in
k
e
d

 t
o

 

a 
v
e
ry

 
le

n
g
th

y
 

p
ro

c
e
ss

 
o
f 

b
u

il
d
in

g
 

th
e
 

ca
p

a
ci

ty
 

o
f 

fa
rm

e
rs

, 
th

e
 d

ro
p
 o

u
t 

ra
te

 o
f 

fa
rm

e
rs

 
is

 
q
u
it

e
 

h
ig

h
. 

T
h

e
 

m
o
d
e
l 

ca
n
 b

e
 r

e
d
e
si

g
n
e
d
 t

o
 

sh
o

rt
e
n
 t

h
e
 p

ro
ce

ss
e
s.
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m
o

n
it
o
ri

n
g
 a

n
d
 e

v
al

u
at

io
n
. 

 

•
 T

h
is

 
fa

rm
e
r 

g
ro

u
p

s 
ar

e
 
b
u

il
t 

u
p
o
n
 
th

e
 
e
x
is

ti
n

g
 
g
ro

u
p
in

g
s 

u
n
d
e
r 

N
A

A
D

S
 

to
 

av
o
id

 
th

e
 

m
u

lt
ip

li
c
it
y
 o

f 
g
ro

u
p
in

g
s.

  

•
 S

e
v
e
ra

l 
st

a
k
e
h
o

ld
e
rs

 
su

ch
 
as

 

p
o
li
c
y
 m

ak
e
rs

, 
p
ri

v
at

e
 s

e
ct

o
r,

 

re
se

ar
ch

e
rs

 
an

d
 

fa
rm

e
r 

o
rg

an
is

at
io

n
 

ar
e
 

b
ro

u
g
h
t 

to
g
e
th

e
r 

to
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s.
  

F
ar

m
e
rs

 m
ay

 a
ls

o
 

co
n
su

m
e
 

p
ar

t 
o
f 

th
e
ir

 

o
w

n
 p

ro
d

u
ct

io
n

 

L
o
ss

 o
f 

fl
e
x
ib

il
it

y
 t

o
 s

e
e
k
 

al
te

rn
at

iv
e
 

su
p
p
ly

 

so
u
rc

e
s.

 

9
. 

W
ar

e
h
o
u

se
 

re
ce

ip
ts

 
fi

n
an

ci
n
g
 

sy
st

e
m

 

m
o
d

e
l 

•
 U

n
if
o
rm

 
an

d
 
w

e
ll
 
re

g
u
la

te
d
 

sy
st

e
m

 
o

f 
st

o
ri

n
g
 

o
f 

co
m

m
o

d
it
ie

s 
 

•
 P

ro
te

ct
io

n
 

o
f 

d
e
p
o

si
to

rs
 

e
n
su

ri
n
g
 

o
f 

th
e
 

q
u

al
it

y
 

an
d
 

q
u
an

ti
ty

 
o
f 

d
e
p
o
si

te
d
 

co
m

m
o

d
it
ie

s 
 

•
 M

o
b

il
iz

in
g
 

cr
e
d
it
 

to
 

ag
ri

cu
lt
u
re

 b
y
 c

re
at

in
g
 s

e
cu

re
 

co
ll

at
e
ra

l 
fo

r 
th

e
 

fa
rm

e
r,

 

p
ro

ce
ss

o
r,

 a
n
d

 t
ra

d
e
r 

 

•
 S

m
o
o
th

in
g
 
m

ar
k
e
t 

p
ri

ce
s 

b
y
 

fa
ci

li
ta

ti
n

g
 

sa
le

s 
th

ro
u

g
h
o

u
t 

th
e
 y

e
ar

 r
at

h
e
r 

th
an

 j
u
st

 a
ft

e
r 

h
ar

v
e
st

s 

•
 R

e
d
u

ci
n
g
 

ri
sk

 
in

 
th

e
 

ag
ri

cu
lt
u
ra

l 
m

ar
k
e
ts

, 

im
p
ro

v
in

g
 f

o
o
d

 s
e
cu

ri
ty

 
an

d
 

cr
e
d
it

 a
cc

e
ss

 i
n
 r

u
ra

l 
ar

e
as

 

•
 I

n
cr

e
as

in
g
 

m
ar

k
e
t 

p
o

w
e
r 

o
f 

 
•
 E

x
p

e
ri

e
n

ce
 

h
a
s 

sh
o

w
n

 

th
at

 
so

m
e
 

w
ar

e
h
o

u
se

 

re
c
e
ip

t 
p
ro

g
ra

m
s 

h
e
lp

 

m
ar

k
e
t 

p
ri

ce
s 

le
v
e
l 

o
u
t 

an
d
 

th
e
 

o
v
e
ra

ll
 

p
ri

c
e
 

re
m

ai
n
 

st
e
ad

y
. 

In
 

m
e
th

o
d
o
lo

g
ie

s 
w

h
e
re

 t
h

e
 

lo
an

 a
m

o
u

n
t 

is
 t

ie
d
 t

o
 t

h
e
 

e
st

im
at

e
d
 

w
o
rt

h
 

o
f 

th
e
 

p
ro

d
u
ct

, 
a 

d
e
cr

e
as

e
d

 

p
ri

ce
 
d
e
cr

e
a
se

s 
th

e
 
lo

an
 

am
o
u
n
t 

av
ai

la
b
le

 
to

 
th

e
 

fa
rm

e
r 

an
d

 
th

e
 

in
te

re
st

 

th
at

 
th

e
 

M
ic

ro
fi
n

an
c
e
 

In
st

it
u
ti
o

n
 (

M
F
I)

 c
o
ll

e
ct

s.
  

•
 T

h
is

 s
y
st

e
m

 w
o
rk

s 
o

n
ly

 i
f 

th
e
re

 
ar

e
 

re
li

ab
le

 

w
ar

e
h
o
u

se
s 

in
 p

la
ce

  

•
 W

ar
e
h
o
u

se
 

re
ce

ip
ts

 

p
ro

m
o
te

 
sp

e
cu

la
ti
v
e
 

a
ct

iv
it
y
 

o
n
 

th
e
 

se
ll

e
r’

s 

p
ar

t 
b
e
ca

u
se

 
th

e
 

fa
rm

e
r 
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sm
al

l-
h
o
ld

e
rs

 
b

y
 

e
n

ab
li

n
g
 

th
e
m

 t
o

 c
h
o
se

 a
t 

w
h
a
t 

p
o
in

t 

in
 t

h
e
 p

ri
ce

 c
y
cl

e
 t

o
 s

e
ll

 t
h
e
ir

 

cr
o
p
s.

 

•
 P

ro
v
id

in
g
 a

 w
a
y
 t

o
 g

ra
d
u

al
ly

 

re
d

u
ce

 
th

e
 

ro
le

 
o
f 

g
o
v
e
rn

m
e
n

t 
in

 
a
g
ri

cu
lt

u
ra

l 

co
m

m
e
rc

ia
li
z
at

io
n

 

•
 C

o
n

tr
ib

u
ti
n
g
 

to
 

lo
w

e
r 

p
o

st
 

h
ar

v
e
st

 
lo

ss
e
s 

d
u

e
 

to
 

b
e
tt

e
r 

st
o
ra

g
e
 c

o
n
d
it

io
n

s 
 

•
 I

n
cr

e
as

in
g
 
q

u
al

it
y
 
a
w

ar
e
n

e
ss

 

(q
u

al
it

y
 

d
e
p
o
si

te
d
 

is
 

th
e
 

sa
m

e
 

as
 

th
e
 

q
u

al
it

y
 

w
it
h
d
ra

w
n

).
 

 

tr
ie

s 
to

 
m

a
x
im

iz
e
 
p
ro

fi
ts

 

b
y
 

h
o
ld

in
g
 

th
e
 

p
ro

d
u

c
e
 

u
n

ti
l 

th
e
 p

ri
ce

 r
e
ac

h
e
s 

it
s 

p
e
ak

. 
O

n
c
e
 

th
e
 

p
ri

c
e
 

p
e
ak

s,
 

th
e
 

ru
sh

 
o
f 

ad
d
it

io
n

al
 

in
v
e
n
to

ri
e
s 

in
to

 
th

e
 

m
ar

k
e
t 

c
au

se
s 

th
e
 

p
ri

ce
 

to
 

fa
ll

 
al

m
o

st
 

im
m

e
d
ia

te
ly

. 
T

h
is

 

p
ra

ct
ic

e
 

m
ay

 
ca

tc
h

 

fa
rm

e
rs

 
w

it
h
 

m
o
re

 
th

an
 

h
al

f 
o
f 

th
e
ir

 
in

v
e
n

to
ry

 

se
ll
in

g
 

at
 

th
e
 

lo
w

e
st

, 

in
st

e
ad

 
o
f 

th
e
 

h
ig

h
e
st

 

p
ri

ce
 

•
 I

n
 

ru
ra

l 
ar

e
as

 
w

h
e
re

 

tr
u
ck

s 
an

d
 

fu
e
l 

ar
e
 

e
x
p

e
n
si

v
e
 a

n
d
 d

if
fi

c
u
lt
 t

o
 

o
b

ta
in

, 
tr

an
sp

o
rt

in
g
 

th
e
 

g
o
o
d
s 

fo
r 

st
o
ra

g
e
 
in

 
th

e
 

n
e
x
t 

v
il

la
g
e
 

o
r 

cl
o
se

st
 

to
w

n
 

p
o
se

s 
a 

m
aj

o
r 

ch
al

le
n

g
e
 t

h
at

 w
il

l 
m

ak
e
 

fa
rm

e
rs

 
le

ss
 

li
k
e
ly

 
to

 

st
o
re

 t
h
e
ir

 g
o
o

d
s.

 

1
0
. 

C
o
n

tr
a
ct

 
fa

rm
in

g
 

m
o
d

e
l 

(e
ss

e
n

ti
al

ly
 

a
 

p
ri

v
at

e
 
se

ct
o
r 

–
 

sm
al

lh
o
ld

e
r 

in
c
e
n

ti
v
e
 

m
o
d

e
l)

 

•
 S

m
al

lh
o
ld

e
r 

fa
rm

e
rs

 
ar

e
 

g
iv

e
n
 
c
o
n

tr
ac

ts
 
fo

rt
h
e
ir

 
fa

rm
 

p
ro

d
u
ce

 s
u
p
p
ly

 

 

 
•
 T

h
e
 l

it
tl
e
 q

u
an

ti
ty

 o
f 

th
e
 

p
ro

d
u
ct

io
n

 
is

 
so

ld
 

th
ro

u
g
h

 f
o
rm

al
 c

h
an

n
e
ls

. 

•
 I

n
fo

rm
al

 
ru

ra
l 

an
d
 

p
e
ri

- 

u
rb

an
 b

as
e
d

 a
g
e
n

ts
 i

n
 t

h
e
 

m
ar

k
e
ti
n

g
 
ch

ai
n

 
se

ll
 
th

e
 

b
u

lk
 o

f 
su

p
p

ly
. 
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 1
1
. 

G
ro

u
p

 m
ar

k
e
ti
n

g
; 

F
ie

ld
 C

e
n

te
rs

 f
o
rm

e
d
 

w
it
h
 p

ar
ti

ci
p

at
io

n
 o

f 
fa

rm
e
r 

as
so

ci
at

io
n

s 

re
p
re

se
n
ti

n
g
 f

ar
m

e
rs

 

•
 T

h
e
 

tr
an

sa
ct

io
n

s 
ar

e
 

p
e
rc

e
iv

e
d

 
to

 
b
e
 

m
o

re
 

tr
an

sp
ar

e
n
t 

as
 
th

e
y
 
ar

e
 
h
e
ld

 

in
 

th
e
 

p
re

se
n

ce
 

o
f 

th
e
 

m
e
m

b
e
rs

. 

•
 T

h
e
 
F
ie

ld
 
C

e
n
tr

e
 
co

m
m

it
te

e
 

an
d

 s
ta

ff
 c

an
 d

ir
e
ct

ly
 i

n
te

ra
ct

 

an
d

 
co

m
m

u
n
ic

at
e
 

w
it
h

 
th

e
 

fa
rm

e
r 

g
ro

u
p

 
m

e
m

b
e
rs

 
th

u
s 

im
p
ro

v
in

g
 

e
ff
ic

a
cy

 
o
f 

co
m

m
u

n
ic

at
io

n
 

an
d
 

in
 

tu
rn

 

re
d

u
ci

n
g
 c

o
n

fl
ic

ts
, 

•
 T

h
e
 
sm

al
l 

F
ie

ld
 
C

e
n
tr

e
s 

ar
e
 

m
o

re
 

re
p
re

se
n
ta

ti
v
e
 

o
f 

th
e
 

fa
rm

e
r 

g
ro

u
p
s.

 

 
•
 T

h
e
 

e
v
o
lu

ti
o

n
 

o
f 

th
e
 

g
ro

u
p
 

m
ar

k
e
ti

n
g
 

st
ru

ct
u
re

 
w

e
n
t 

th
ro

u
g
h

 

m
a
x
im

u
m

 
n

u
m

b
e
r 

o
f 

m
o
d

if
ic

at
io

n
s,

 
b
o

th
 

st
ru

ct
u
ra

l 
an

d
 

o
p

e
ra

ti
o

n
al

. 

 

 

1
2
. 

Jo
in

t 
v
e
n

tu
re

; 
T
h
is

 s
h
o
u
ld

 b
e
 f

o
ll

o
w

e
d

 

u
p
 w

it
h

 e
ff

e
ct

iv
e
 c

o
m

m
u
n
ic

at
io

n
 o

f 
th

e
 

b
u
si

n
e
ss

 p
la

n
 t
o
 e

v
e
ry

o
n

e
 i
n

v
o
lv

e
d
. 

•
 A

 
su

c
ce

ss
fu

l 
jo

in
t 

v
e
n

tu
re

 

ca
n
 

o
ff
e
r:

 
a
cc

e
ss

 
to

 
n
e
w

 

m
ar

k
e
ts

 
an

d
 

d
is

tr
ib

u
ti
o

n
 

n
e
tw

o
rk

s,
 i

n
cr

e
as

e
d
 c

ap
ac

it
y
; 

sh
ar

in
g
 

o
f 

ri
sk

s 
an

d
 

co
st

s 

w
it
h
 

a 
p

ar
tn

e
r;

 
a
c
ce

ss
 

to
 

g
re

at
e
r 

re
so

u
rc

e
s,

 
in

cl
u

d
in

g
 

sp
e
ci

al
iz

e
d

 
st

af
f,
 

te
ch

n
o

lo
g
y
 

an
d

 f
in

an
ce

 

 

 
•
 P

ar
tn

e
ri

n
g
 

w
it
h
 

an
o

th
e
r 

b
u

si
n

e
ss

 c
an

 b
e
 c

o
m

p
le

x
. 

It
 t

a
k
e
s 

ti
m

e
 a

n
d

 e
ff

o
rt

 t
o

 

b
u

il
d
 

th
e
 

ri
g
h
t 

re
la

ti
o
n

sh
ip

. 
 

•
 P

ro
b
le

m
s 

ar
e
 

li
k
e
ly

 
to

 

ar
is

e
 i

f:
 t

h
e
 o

b
je

ct
iv

e
s 

o
f 

th
e
 

v
e
n

tu
re

 
ar

e
 

n
o
t 

to
ta

ll
y
 

cl
e
ar

 
an

d
 

co
m

m
u

n
ic

at
e
d
 

to
 

e
v
e
ry

o
n
e
 i

n
v
o
lv

e
d

. 

•
 D

if
fe

re
n
t 

cu
lt
u
re

s 
an

d
 

m
an

a
g
e
m

e
n
t 

st
y
le

s 
re

su
lt

 

in
 

p
o
o
r 

in
te

g
ra

ti
o

n
 

an
d

 

co
o
p

e
ra

ti
o
n

 
an

d
 

th
e
 

p
ar

tn
e
rs

 
d
o
n

't
 

p
ro

v
id

e
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su
ff
ic

ie
n
t 

le
ad

e
rs

h
ip

 

•
 A

 
jo

in
t 

v
e
n

tu
re

 
ca

n
 
al

so
 

b
e
 

v
e
ry

 
fl
e
x
ib

le
. 

F
o
r 

e
x
am

p
le

, 
a 

jo
in

t 
v
e
n

tu
re

 

c
an

 
h

av
e
 

a 
li

m
it

e
d
 

li
fe

 

sp
an

 a
n
d

 o
n
ly

 c
o
v
e
r 

p
ar

t 

o
f 

w
h
at

 
y
o
u
 

d
o
, 

th
u
s 

li
m

it
in

g
 
th

e
 
co

m
m

it
m

e
n
t 

fo
r 

b
o
th

 
p

ar
ti
e
s 

an
d
 
th

e
 

b
u

si
n

e
ss

' 
e
x
p
o
su

re
. 

•
 J

o
in

t 
v
e
n

tu
re

s 
ar

e
 

e
sp

e
ci

al
ly

 
p
o

p
u
la

r 
w

it
h

 

b
u

si
n

e
ss

e
s 

in
 

th
e
 

tr
an

sp
o

rt
 

a
n
d
 

tr
av

e
l 

in
d
u

st
ri

e
s 

th
at

 o
p
e
ra

te
 i

n
 

d
if

fe
re

n
t 

co
u
n

tr
ie

s.
 

•
 S

u
c
ce

ss
 i

n
 a

 j
o

in
t 

v
e
n

tu
re

 

d
e
p
e
n
d

s 
o

n
 

th
o
ro

u
g
h

 

re
se

ar
ch

 
an

d
 

an
al

y
si

s 
o
f 

ai
m

s 
an

d
 o

b
je

ct
iv

e
s.

 T
h

is
 

sh
o
u
ld

 
b

e
 

fo
ll
o

w
e
d

 
u
p

 

w
it

h
 

e
ff

e
ct

iv
e
 

co
m

m
u

n
ic

at
io

n
 

o
f 

th
e
 

b
u

si
n

e
ss

 
p
la

n
 

to
 

e
v
e
ry

o
n
e
 

in
v
o
lv

e
d
 

an
d

 

su
p
p
o
rt

 
in

 
th

e
 

e
ar

ly
 

st
a
g
e
s 

1
3
. 

P
ri

v
at

e
 m

ar
k
e
ti
n

g
; 

fa
rm

e
r 

to
 m

ar
k
e
t 

•
 O

p
e
ra

te
 

a
 

p
ay

m
e
n
t 

sc
h

e
m

e
 

th
at

 
is

 
tr

an
sp

ar
e
n

t 
w

it
h
 

v
ar

io
u

s 
ch

e
ck

 
p
o
in

ts
, 

in
cl

u
d
in

g
 
ra

n
d
o

m
 
in

d
iv

id
u

al
 

q
u
al

it
y
 

ch
e
c
k
s.

 
T
h
is

 
m

o
re

 

d
ir

e
ct

 c
o

n
ta

ct
 w

it
h

 p
ro

d
u

ce
rs

 

•
 R

e
fl

e
ct

s 
o
n

e
 

o
f 

th
e
 

n
u

m
e
ro

u
s 

o
p
p
o
rt

u
n
it
ie

s 

fo
r 

li
n
k
in

g
 p

ro
ce

ss
o

rs
 t

o
 

p
ro

d
u
c
e
rs

. 
 

•
 T

h
e
 

in
st

it
u
ti

o
n
s 

li
n

k
 

•
 T

h
is

 
li
m

it
s 

p
ri

c
e
 

tr
an

sp
ar

e
n

c
y
 

to
 

p
ro

d
u
c
e
rs

 
an

d
 

re
d
u

c
e
s 

th
e
ir

 
m

ar
k
e
t 

p
o

w
e
r 

as
 

w
e
ll
 

a
s 

in
ce

n
ti

v
e
 

to
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p
ro

v
id

e
s 

in
c
e
n

ti
v
e
 

fo
r 

e
n
su

ri
n
g
 
p
ro

d
u

ct
s 

q
u

al
it
y
 
at

 

th
e
 f

ar
m

 l
e
v
e
l 

w
it
h

 
th

e
 

p
ro

d
u

c
e
rs

; 

h
o

w
e
v
e
r,

 
c
an

 
d
if

fe
r 

d
e
p
e
n
d
in

g
 

o
n

 

ci
rc

u
m

st
an

ce
s.

 

p
ro

v
id

e
 q

u
al

it
y
. 

 

1
4
. 

M
ar

k
e
t 

d
e
v
e
lo

p
m

e
n
t 

z
o
n

e
s;

 
re

g
ro

u
p

 

p
ro

d
u

ce
rs

 i
n

 a
 d

e
si

g
n

at
e
d

 a
re

a.
 

•
 M

ar
k
e
t 

d
e
v
e
lo

p
m

e
n
t 

z
o

n
e
s 

re
g
ro

u
p
 

p
ro

d
u

c
e
rs

 
in

 
a 

d
e
si

g
n

at
e
d

 
ar

e
a,

 
w

it
h
 

p
ro

ce
ss

o
rs

 
o

r 
a 

lo
ca

l 

g
o
v
e
rn

m
e
n

t 
co

n
st

ru
ct

in
g
 
th

e
 

in
fr

as
tr

u
ct

u
re

. 

 
•
 W

it
h

o
u
t 

L
o

ca
l 

g
o
v
e
rn

m
e
n
t 

an
d
 /

o
r 

L
o

ca
l 

N
G

O
 

s 
se

rv
ic

e
s 

p
ro

v
id

e
rs

, 
it

s 
co

ll
ap

se
s 

e
as

il
y
 

an
d
 

se
p

ar
at

io
n

 

b
e
tw

e
e
n
 
p

ro
d
u

ct
io

n
 
an

d
 

re
si

d
e
n
ti

al
 
ar

e
as

 
b

e
n
e
fi

ts
 

d
is

e
as

e
 c

o
n

tr
o

l.
 

 

1
5
. 

F
ar

m
e
r 

 t
o

 D
o

m
e
st

ic
 T

ra
d

e
r 

 

•
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