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Involvement of the Cooperative Movements in foreign trade 
(i.e the movement of visible and invisible trade items and 
other related services expressed as exports or imports) 
has attracted the attention of cooperative leaders in “ulast, 
Central and Southern Africa for along time. The subject 
vî hich was discussed repeatedly in various forums for -nolicy 
makers in the re-gion received more promin-̂ Jice when the ICA 
Confess which met in Moscow in I98O appealed to the Coope­
rative Movements in the 'Icrld to strengthen their coope-”̂ 
ra,tive trading ties e.s a way of oourlteracting adverse 
effects of the economic recession v̂ hich ha-d engulfed the 
entire vrorld. These sentiments received massive support 
from all members of ICA because it v;as felt that time Was 
ripe for the cooperative movements to take up coopera.tive 
trade more seriously as a meas-uro of fostering cooperative 
solidarity in overcoming the economic problems which advei'sely affected their porforma,nce.
The keen interest of the cooperative leaders in the region 
should also be seen in the light of strong trade links 
which the cooperative movements have maintained in each 
coimtry particularly in the supply of farm inputs and the 
provision of marketing fa,cilities and services. Figures 
available at this Regional Office show that the coopera­
tive movements import substajitial amoi;ints of fertilizers, 
insecticides and farm equipments from different parts of 
the world. The Uganda Central Cooperative Union which 
supplies the entire Cooperative Movement in Uganda with 
farm inputs, for example, imported goods worth well over 
7 million US dollars in I98I, The Zambia Cooperative 
Feders,tion and the Eastern Province Cooperative Union 
imported farm imputs worth more than 4 million US dollars 
in 19 8 1, The same could be naid to be true in Swaziland 
where the Centra,l Cooperative Unions buys in bulk from 
Zimbabwe and South Africa on behalf of its members. In 
Kenya, pl.̂ ns are underwajr to involve the Kenya Federe-tion 
of Cooperatives in'the importation of farm requisites for 
the whole movement, A r~ther unique situ'̂ .tion exists'in 
‘Sotswana "/here the Botswana Cooperative Union imports, 
besides farm inputs, large quantities of consbimer goods 
for the movement. The mrrket share of the union in 
consumer goods account for over 40̂ - of the total retail 
trade in the country.
The Cooperative Movements also play a major role in provi~ 
ding marketing facilities and services for most of the main 
cash and food crops in each of the countries represented in 
the ICA Regional Office, In 3ast Africa, for example, the' 
movements handle over 75?̂  of coffee and nearly 100% of cot­
ton, C8.shewnuts and pyrethrum. In Swaziland, the movement 
handles a,lmost IOO9S of all tobacco and cotton grom in the 
country. In Zambia, the market share Of the movement is 
nearly 6O9S of all the maize collection, IVhat is normally 
involved is that the cooperative movements carry out all 
marketing fimctions oxcept export. Exportation of major
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cash crops in each coimtry has 130631 entrusted in the 
hands of statutory ma,rketing boards/a.uthorities. This 
kind of marketing arrangement is meant to raalce it easy 
for the respective governments to exercise effective 
control over the exports of the main revenue generating 
activities.
Despite the impressive performance shown above the impact 
of the cooperative movcSments in the region in international 
trade is insignificant. This is so becaucc of the follo­
wing main reasons j
- government control over the export marketing of the 

major cash crops has deprived the Cooperative Move­
ments of the o-''portunity to participate in interna-' 
tional trade for the benefit of their member farmers. 
According to the views of cooper?.tive leaders in
the region, participation of the cooperative movements 
in international trade could have distinct advantages 
over the marketing boards/authorities in terms of 3ower 
opeicational boats and more involvement of producers 
in the marketing process of their crops thus motiva­
ting them to produce more. It will also provide 
better marketing prospccts to the movements, particu- 
'la.rly when it comes to developing contacts v\/ith 
coopero/bive importers who share the same aspirations 
and interests

- The Coopera,tive Movements have not taken full advan­
tage of the enormous export potential which exists 
in oach coimtry for products like wood ca.rvings, 
horticultural crops and other cash crops v/hich are 
not controlled by governments, A few attempts which 
wex'e made by some cooperative organisr, bions like the 
Masaka Growers Cooperative Union in Ugajada which 
exported pines.pples and the Horticultural Cooperative 
Union in Kenya which exported fruits and vegetables 
wore unsuccessful because of lack of technical support 
and cooperative infrastructure, ‘7ith proper technical 
and financial support the Cooperative Movements in the 
region could m3-ke significsnt contributions in this 
field

- "'here the Cooperative Movements have ^cen involved in 
importation of farm inpu'-s and consumer goods their 
operational capacities and efficiency left much to'be 
desired. Lack of proper plannin'̂  and coordination, 
lack of technical knowhow in processing imports and 
inadequate foreign exchange have conbributed signifi­
cantly in making them less effective in import trade.



It is with the above problems in mind that the ICA 
Regional Office saw the need to sponsor this seminar 
which, among other things, aimed at improving the 
position of the Cooperative Movements in the region 
in international trade, thrcugh the formulation of good policy guidelines. It is the belief of the ICA 
Regional Office that the respective governments and 
cooperative movements in the region would have a lot 
to gain from the effective participation of the coope­
rative movements in international trade. Prospects 
would be even more enhanced once a full-fledged inter­
cooperative trade has been developed because the 
principle of cooperation among cooperators already 
provides fertile ground for stronger business ties 
between cooperative organisations. It is our hope 
at the Regional-Office that the recommendations which 
were passed at the end of the seminar will receive 
favourable support from the respective governments and 
the cooperative apex organisations in each countryi
Lastly bat not least let me take this opportunity to 
extend my heartfelt gratitude and thanks to the 
International Trade Centre (Geneva), the Nordisk 
Andelsforbund (Copenhagen) and the Swedish Cooperative 
Centre (Stockholm; for their support and contributions 
v/hich made it possible for the seminar to take place.
We feel particularly indebted to M/s Wolf (ITC), Bergstroem 
(see) and Volkers (NAP) whose contributions as resource 
persons were highly appreciated by all those who parti­
cipated in the seminar. Our special thanks also go to 
all participants for their active involvement in the 
seminar and M/s Obara (Jimba Investments), Benjamin 
(KETA), Tanyande (KETA) and Muthemba (KETA) who parti­
cipated as resource persons, Pinally I am thankful to 
my colleagues - Charles Kabuga and Ally Kimario - who 
directed the seminar and compiled this report.

Ellig M, Anangisye 
REGIONAL DIRECTOR



IHTRODUCTION

Since, as stated in the objectives, the seminar aimed 
at providing a forum for participants to formulate 
policy guidelines in the promotion of international 
trade as well as exposing them to important technicai 
considerations, th6 seminar programme v/as devided into t 
two distinct ârts. The first part of the seminar 
covered technical subjects like export lolanning, export 
Hianagement., product adoption, etc which aimed at 
widening the participants horizon in international trade 
so as to facilitate their active involvement in discus­
sions and in assessing the situations in their countries. 
In the second week the seminar examined more closely the 
problems which militate against the effective involve­
ment of Cooperative organisations in intem.--.tional trade 
iii each country with a view to' formulating policy guide­
lines to improve the situation.
This report cover the first part of the seminar in a 
summarjr form .(5nly because of the need to keep it short 
and precise. The summary of the major subjects appears 
in the Seminar Proceedings, The main feature of the 
report consist of two background papers (on Inter-African 
Trade and Pre-conditions and Ways of Exporting to 
'Western %irope), the fcenyan Experience on Cooperative 
involvement in intei-nsitional trade and the final deli­
berations of the seminar.
The report also includes a section on export plans for 
each country represented in the semina,r which is meant 
to give indications of export potential areas in the 
respective countries. Since the pls.ns were prepared by 
the participants, they also show how the particip^ts 
grasped the main ideas behind international trade.
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B" - .....
(a) 3ETCENAR OBJECTIVES

The follGMhg were the seminar objectives, ■
■ , . . .  . . O ’""

(i) To enlighten cooperators on the techniques of 
planning and assessment of export markets.

r r  V v r "  •' '4- •' ■ 1 . ■ 1 ' { I ■ ' f ‘ • ' . . ' \ i(ii)- To as's-egs the ’ export pbt6ntial of coopei'ativ̂  ' - '
organisations in.each of the countries ..
represented in the seminaî , , . V-

(iii) To formulate guideline s.'which can bs used by
the respective governments to increase the ' V’ 
participation of cobpei’atives in export business.

(iy) To develop ĵ trategiss for inter-**cooperative 
trade betv/:;en the cooperc.tive. movements in . 
the developing; and the developed countries.• •

(v) To find out how the lOA l̂egionai Office can 
assirt member countries to increase their 
participation and effectiveness in export tr?.de,

(b) OFFIGIAl O T m im

The seminar was opened by.', the Deputy Permanent 
Secretary,.Ministry of Cooperative Deyelopment on • 
behalf of Ms Permanent Secretary who could not: 
come becauise of pressure of work.
in:his speecĥ  the.Permanent,Secretary pointed out 
how problems of inflation and economic recession 
affected the less developed countries rela,tively , 
more becausê  of theii' dependance on the industria— 
lised onesLess developed countries pui'chase 
capital goods for industria.1 development from the.

, developed coiintries and o ell, the agricultural
primary,produce and serai-finished. goods to the . 
ssjne countries,' In this way, the less developed 
countries are pegged to the. economies, of the 
developed countries. He pointed, put' tha.t if the' 
c'eveloped*̂  countries experience'hyper-inflation, ’

-. the same infla,tion spreads to the less developed 
■' countries, ; He obsei'’ved tha,t the situation

resultihg/fi'om such dependence had continued
■ , to v/orsqn..oyer, the years, . ' ■ ■ '

‘ . ■ 1 . -V.’ ■ '

•' The Permanent Secretary hailed the efforts of the
, Intismatiorial Ooonerative .Al.lisnce in a,ttemptihg 
to sensitize the cooperr.tives in terms of promoting 
trade among a.nd between themselves nationally and 

'■ internationally. It wa,s his considered view that ■
consumer-3 in ISarope would be happier if most of ;
what they pay to im.po-t agricul.t\Aral, pîor’aice emd. 
other commodities reached jg. cooperative producer '. 
in Africa. He urged the semina,r participants to 
discuss how such a goal could be realised. He 
suggested that in Se,st, Central and Southern Africa 
a cooperative o?rga,nisation could be set up to 
establish a trade link among cooperatives in the 
region and as a block v/ith the European Cooperative 
markets. He believed that through the good office
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of the ICA a different version of economic order could 
be achieved. He wished the SGiiiinajr participants 
fruitfixl discussions and a plea,sant stay in Nairobi,

■ r- /  : . \ i. ,
i' >.

. .. . 'V  • .

(cU  WOHD OF '7ELC0ME FROM MR E. ANAN^ISYE, REGIONAL DIHT̂ CTOR
The Regional Director thanked the guest of hohour for 
finding time to officially open the seminar, That in 
itself was a reflection of tR3 interest and commitment ; v 
which Kenya and the Permanent Secretary himself had 
towards the cooperative nlovement*
He pointed oufc that the Regional 9enlnar had been initiated-. \ 
because most of the cooperatives in the region are oarrying 
out their economic activities in areas which are linked 
to trade* As an example, the iGgiotiai Director sighted 
the agricultural cooperatives in the region which purchase 
a lot of a.gi’idulturai inputs, implements and machinery;
The same cooperatives produce crops dome of which are 
commercially sold in the outside markets. Such transac­
tions are handled within the scope of international trade.
The Regional Director observed that if cooperatives could 
leam :to sell their commodities to where they fetch the 
highest prices, tha-t would inevitably improve the income 
of the movement and hence the members. Similarly the 
consiArner cooperative! movements in the region would get 
their goods at equally more reasonable prices if coopera­
tors had thorough knowledge of the trading techniques,
Beca.UBC of the realisation of how. much the cooperatives 
stand to benefit through directly participating in trade, 
the ICA has been encouraging its affiliates to move into 
this area within the regulations of each country pa.rticu- 
larly the promotion of direct trade links among themselves, 
Participants were informed that already the European 
consumer movements were • being encoureiged to purchase 
coffee, t̂ a, etc,, directly from cpoperatives in the less 
developed world rather than from middlemen.
The Regional Director maintained that because the philo­
sophy and ideals of the cooperative meovement all over 
the world call for fair play, by entering intemational 
trade, cooperatives v/ould be making significant contri­
bution towards the establishmcknt of better and considerate 
practices within the international economic dealings.
The: Regional Director thanked the Kenyan Cooperators for 
hosting the seminar and the Kenya National Fderation of 
Cooperatives for assisting with practical arrangements 
for the seminar. He looked forward to meaningfiil 
discussions and exchanges.
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(d) INFOBT.'IATION ABOUT THE ICA REaiONAL. OFFICE, MOSHI
Mr C, informed the' jî r̂ticipants the.t as a
result . of ICAs'’„pQlicy- on support to cooperatives
in the-'developing countrii3S which was defined in 
the Lon^-Term Profpramme o£ Technical; Assistance 
and Mbpted-by the iCA CTongi*QSs in 'Ifausanne- in I960 
regional'offices weire op-enea.- ̂ Today, thR-̂ e are 
three officias one-in New Delhi, India opened in 
I960*., another one in Abidjoji, Ivory Coast o-ĵ oned 
in 19'pl, J' The Moshi Officê  was opened ih. 1968*
The main purp'bse of the pffice- is' to-promote^and 
suppo'f̂ t c6operative a.ctivities in" the*'region.
Since; its inception̂ ' the Office; has supported 
onHg’oifig programmes ' oh, cooperative development 
in member cou;ntries, A special emphasis Was , 
placed on' the training of trainers, ‘eniiancing' 
women involvement in cooperativesV dissemination 
of cooperative information and the production of 
cooperative education materials and the provision 
of insurance consultancy services to inisuji-d.iice 
departments/agencies of cooperative apex bodies. 
Also emphasised were the training of cooperative 
m.?jiagers in modem management techniques, auction 
research and consultancy services in the field 
of consumer coopei-'atives,
Besides these activities, the Office organises 
conference and study tours to facilitate the 
exchange of cooperative experiences in the 'Region, 
The office holds yearly consultations of regional 
council members to fomule^te policy 'guidelines 
for the office,
Mr Kabuga pointed out that the office was gOf- 
funded by the Swedish Cooperative Centre and 
the Swedish IntemationaJ. Development Authority 
(SCC/SIDA), The annual'contribution from each 
member country v;as Tshs.7?000/-- per a.nnum.
Administratively, the Moshi Office is an exten­
sion of the Head Office in'London (now Gineva) 
to which it is accountable. The Regional Director 
is the executive head of the Office,

(e) INPORMATION ABOUT THE SWEDISH COOPERATIVE CEÎITRE
Mr Bergstroem informed the participants that the 
Swedish Cooperative Centre (SCC) wa-s set up in 
1968, Its main function was to taJce care of the 
fund—administraction and implementation of the 
technica-1 assistance progr3.mme financed by the 
funds collected by the coopera,tive movements in 
Sweden,
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■■■■’The gi'Ctivities of SOC among others iileludel..,: ' (>■)
the provision of financial and perso^inel 
aissis.tance to the ICA Region^ Officos in 

' South "Sast;Asia'*and "lilast, -Oentr^ .and :
S.outhem Afric£t';> SOC also-gives financial 1- 

' supp’brt to' the iatiia^Ameri'can Technical, .•
Institute for _CooperativQ Inlegra-tion (LATlCI)
In ,q.olla‘b"orati'on ;with 'ICii. sind 3IDA, the SpQ-V' 
'orgajai'ses educational â fivl'tioB and training 
pro^ainmes for c6opera.tive leaders from deve­
loping coiir.tries, SCO does assist in the 
recrniitment of cooperators to serve in v. jvelo- 
ping countries. Its other raa,jor activities are 
,,.the ani3Ual fund-raising c^pai,3̂ is to continue 
with assistance to developing countries,
Further, SCO informs the Swedish public about 
developing’countries and the role of cooperatives 
in the economic and social development of these 

. pountries.

"•u'.r*- ■■.
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(a) DEVEIiOgINg gPUNTl̂ I^ & WQ¥ia>"TILin)EV-'''Â  Ar0
3Ij]RVICB3 AVAILA3-LE: m  5. ̂ 7QLF-(iNraNATIONAL TRADE 
r CENTRE).
Mr -Volf informed the seminar that developing co\in- 
tries find problems in seciirin̂  foreign exchange 

. for them to.'improve cnoperative trade. This has 
been exaggerated by the world economic recession.
He told ̂ seminar pe.rticipants that developing coun- 

. ; tries have been negotiating for reduced dutiOs in 
order to - enablt5 them export without problems.
He'emphasised that import substitute protection 
for too lon-̂  v.?as dangerous because the quality of 
the product never improves. This being so such a 
product (s) risked bein/5 out of the intorna,tional 
market. He advised tha,t free trade should be 

1 encotiraged to allow compotition so that, in the 
process, loca.1 products may be improveu .quality.
He ,, outlined various organisations .regulating 

t; ,r international trade such as UNCTAD, LTC, TCDC,GSP 
LQM'il I & II, Mr Wolf stated tha.t various interna- 
tiona,! agencies such as ITC (Intern rational Trade 

-j; Centt'e) had been established, to assist developing 
countries'in their efforts to cajr-ry out interna- 
'tional tr̂ -de. It was up to :the respective geyern- 
ments in devolopin.:c covintries to take advantages of 
ITC: facilities. Requests could be subniitte'd..through 
individual governments which would then process the 
request(s) with the UNDP, office in that par.ticular 
country. .. . . ■;
If .ari.y trainin'?; was required,, correspondc.n,ce. could 
be sent direc.tly to the ITC for their con̂ ider̂ .̂tion, 
Mr -Tolf further indicated that ITC had technical 
assistance funds ta assist less developed 'countries 
in the field of training. The import proc\Aremont 
section of the ITC could assist chembers of commer­
ce of different countries organise seminars appro­
priate to their needs,.
Responding to a question on the problem of pollution 
from the hides and skin processing industry, Mr 'Volf 
observed that in his opinion less developed count­
ries do not have the problem of pollution'as yet in 
the same way the developed countries have. He 
therefore saw the potential for leather industry in 
less developed countries as fairly great.



. (b) masketing. by mf- .' >{
' exports ma Mr. Wolf- vinderocored

'the ’importarice o:? identification, detemination 
and evaluation of the market. This required 

. . following, certain steps. There are :
Tact Finding - in order, to.iiientify the market* i 

. Once identiried,it v/as necessary to .caxry put 
■■ market iresoarcife to determine the capacity of the 
market before d.ttemptinj to launch a nev/ product.
He ’̂tressed that it wa-̂  extremely important to 
•be "market oriented” rather than ’’product or*iented'’ 
.because once the market'was assured, a product 
’could always be adopted,

I''- The second step was evaluation whereby the market 
Tindin'̂ ;s ai’e. arialysecrTo”*deTermine how much of 
the product should be produced and what technology 
.sh'ould be used. It wa.s also important to under­
stand the environment since traditions, ways of 
life,..-consumption habits, na.tionalistic feelings 

. -.and G^en attitudes towards business could seriously 
hampef penetration of a target market,

\ r ■■ - ■. As step three, a decision has to be ta.ken regarding
, the objectives and”'tHe intended results of the
export undertaking. These would include decisions 
on product adaptation, pricing mark ups, sales 
revenue, profits, volume of;business, supporting 
budgets and other resources, .i ■
Step four involves making a marketing ,;plan 
TndicatTngnaovv the~sFr'6SXeofives would be fulfilled, 
Foiir elemi^fs 'of the marketing plan were' essential

■ _ _ namely the marketing mix (product, price, pla.ce,
’ promotion, people), the, manj)0wer to execute the
. plan, the budget and. timing. He stressed the impor-

" tance of understanding, the controllable and.'the
uncontrallaijle factors' in the marketing mix.
The fifth step was getting into action to distribute, 
sell and promofce’̂'the prV̂ Kct̂
As.a sixth step, it was necessary to constantly 
evaluate s are s', profits, ĵxpenditure and time 

; . table so that adjustments stb made.
Regardi^ export marketing, Mr ’.7olf stressed that 
it was important for the exporter to know.his 
■oroHuct,' He had to knov̂ jotice limits, his production 
capacity, the life cycle oT'TEe product, the' 
substitutes for his product, his competitors, and possibilities of adapting his prodCicT Lugy flier 
with new development possibilities.

1 0
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It was stressed that the exporter had to know his 
castomerg* Are they a group? If so where do they 
buy and what are their tastes and trends? What 
are their incomes? .That is their demand pattern? 
v/hat are their buying behaviours, etc. The impor­
ter has to ask further questions bjs what are the 
channels of distribution available and what ^e 
their costs? What is the motivation of importers? 
Are there agreements, regulations and tarrifs 
that I must follow? How do importers react to my 
packaging, etc? After all these and other related 
questions have been answered postively then the 
exporter can go a,head with the business. -

(c) THE nOLB OF COOPmTIVES IN'IR'TPOIT M.lNAGÎ 'tENT 3Y Wl OBmk

Mr Obara started by pointing out that except for the 
savings and credit societies, in'most African countries 
the cooperatives were agro-based. Since agriculture 
was the mainstay,in the economy of most African coun­
tries, these agro-based cooperatives had a significant 
role to ple-y in; the development of the economies of 
these covLntries,
Turning to the import business on the side of coopera­
tive society entering this business had to be familiex 
with three basic areas. Those were the international 
pricing system, the international communica,tion. and 
the-import'prociirement with its rec[uisites of transport 
packaging and insurance, ,
International pricing system
On int£)motional' pricing system and price quotations, 
delegates w‘ere informed that when cooperatives talk 
about imports, they have to boar in mind the fact 
that their currencies arc not readily accepted inter­
nationally. As a consequence importin'̂ 'societies 
must be fa.miliar with accepted currencies and the 
leg<al tender of the countries from which they intend 
to import. They should feel free to decide on which 
currencies to hs.ve the quotations (whether loc?.l or - r 
internntiona,l), They have also to determine whether 
the sur'pliers ajre using full pricing or margina.1 :
pricing. It was pointed out that European suppliers 
al'vays use full pricing.
The speaker pointed out several piArposes which quota­
tions serve as giving specifications on the product, 
indicating special facilities or ^ervices ;and.Showing 
any discounts allowed and duration of delivery. He 
went on to say that whatever is quoted should include 
unit cost of the product, trejisportation charges, 
insurance and responsibilities of the seller vis-a-vis 
those of the buyer. He advised that impctters should 
receiv.e quotations from as many sources as possible
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before- dpci'ding from/where- to import. Once a decisi'gai 
is takenf 'imp.prtin socie ties shoî d. determitife" whetfxpr 
the ijnport prices should be FOB /br: C.IF depending'on ; 
the ihtemational comiperative cost,. ’ The spealcer warned 
that whatever vva.'s quoted, the' supplier must limit his 
responsibilities to tangible thin,';:s as quality and 
quantity. I-Kv further pointed out that CDppcratives , 
should work elqsel;̂ 'with their governments'so thfet 
government'.ro^iations and controls, pplitical gpodwill 
guidelinesprevailing economic policies, etc which ' 
govern tne sector are not losx sight of.’ '
International Comiaunicatirn '
Mr ..Qbara pointed out t.liat .co.operatives in Africa lack 
, the .international.business language or corainunicktion 
because of the following reasons t

- limited facilitating channels of communication 
-..lack of inte-'nationally accepted lousiness language

distance and familiarity ' ;
- reputation which is not good enough, and which 

therefore maJces businessmen depend on friendship
_ and courtesy which further,limits their choice- - r

' la,ck of promptness in business, . •• •
Because of these ' cons traints, cdpp.oratives in Africa . 
tend to depend mostly on corresponcienoe. (letters) as 
opposed to the usage'ofifelex, radios, international 
satelite, telephones, etc which are.time saving. He - 
pointed out that ordinr.ry surface mail takes months to 
reach its destination and by the time it reaches, price 
changes have occured. For places more, easily connected 
to the, international air routes, air mail was more 
favourable, ' , ■
Mr Obara then advisegt that for cooperative societies. . 
which dont have full time employees, certain minimm 
acceptable ©mmunication standards were necessary. As 
basic requirements for import business, special statio­
nery is necessary. It is also necessary to maintain a 
filing system, which takes'into a.ccount the geographic^ 
distribution of suppliers. He pointed out how prompt­
ness to order had cost advantages.̂
Import Requisites in Inte3mational Business
Mr Obara informed the delega.tes that, import planni^ ■. 
was not com;̂ ete -ontil packing, insuranPe ̂ d  shipping 
were, finalised. Packing, was important' 51s‘a way of. 
avoiding damage of goods while: on transit, Cpoperatiyes 
should, however, not. spend too .much, money for packaging 
at’,'the, isxpenge of the umit cost. It should also be npted 
that packaging will also affect., transportation (e,g.̂ 
freight rates) hence the need to reconcile between safety 
and economy of import services.



h

On insurance Mr Obai-a categoriscd different type of, '
marine insurance (e.g cargp^insurance, all risk 
insurance; etc) and their advanta'ges to all parties 
concerned*
As far as shipping v/a,s concerned, Mr Obara emphasised 
the importance of. studyinrr quotations Cgeneral or 
exclusive contact rates). The <doperative organisations 
should further consider all required documents .e.g 
commorcia.1. pa.pcrs like the bill of lading,, government 
documents like import entry '̂.nd consular services docu­
ments which could be obtained tliTough the '̂ embassi.os, , 
Cooperative importô rs have also to decide on the clearing 
agents who would bo deployed to clear the goods*
Post Import Activities and Inventory Control
Mr Obara emphasised the importance of adopting scientific 
methods when it came to the whole-.problem of inventory 
control mechanism^ He said that.the services of qualified 
economists were necessary in order t.o avoid guess work*
He discussed at'great length the.,various methods-which 
were normally used in^management and control of inven­
tory. Ho demonstrated.how Economic Order'Quantity, ABC 
Analytic Model, Fixed Order Quajitity Order methods could 
be used in cooperative organisations,
Regarding warehousing Mr Obara emphasised that the parti­
cipants have to pay attention to. various cost factors 
connected with storsige of goods. In order to minimise 
labour, equipment, shipping rnd inland communication 
costs scientific methods ha.ve to be used to determine 
the loca,tions for the v/arehouses. Planning of warehouses 
should take consideration of population concentration, 
communication channels available, transportation,'deli­
very time, credit facilities available and policy,
Mr Obara wound up his locture by discussing how coopera­
tives could improve their imports. He drew the a,tten- 
tion of the participants to the rights, pri/ileges and 
obligations of importers and how various laws (c,g 
intern tion?.l, conmercial, merca,ntile, 'British common 
code laws, etc) could be used to protect the interests 
of various parties involved in intern?tional trade. He 
adviced the participants to ms.ke use of cooperative 
organisations in the dev3loped world as a way of improving 
intercooperative tra.de e.nd a,voiding unnecessary problems 
which were normally encountered when doing business with 
unknown business partners.



(d) IKODUCT ADAPTATION, . PAOKAGINg & PROMOTIOM BY • cO
m  --mD m -W T E im B A T

Mr Benjamin introduced the subject on the ĵ roduct 
adaptation and ;̂ dwelt, on it for some considerable 
amount 'o'̂f time, ‘-He highlighted that the probl(f;ms he 
was concerned .with were those concemin,?; small .Bcaie 

••''''eodpcira'tivesi He mentione.d'that the main reason for"' 
adapting a product was: to shorten distribution ,
xTistance between the producer or̂ the ajftisan and. .

■ the re'tailer because otherwise this direct link will
_ bê. intorrupt'ed by the middleman who wants to be ' .•
involved in the distribution line. He gave demon­
stration of samples of Kenyan basketry and wood' 
carvings and how they have been adapted in order to 
suite the o'verSees market which is their target'

. . market, . . . ■
He kept the discussion interesting by mentioning 
that until the cooperative producei? has an V-,..

* organisation which caji represent him at market • V-
level he should expect to be exploited. He 

, mentioned also ths.t new adaptation of product is
done first to test the market and if the market r , 
accepts it then’ more can be produced for that 
market,

c;r
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INTER- AFRICAN-TRADE 3UMMARY OF THE L^CTÛ .E D5LIVER3D BY
m  A.MD1~]:'7 V/AFYiir?H^> :^SI3gANT DIH'̂ OTO'l OF K̂ '̂ TA EXT̂ r̂ F̂AL
TRADE /authority , . .. , .

Problems of pevoloping CountriGS in ̂ ^frxca

The effect of unfulfiilGd proinises of f̂ lobal development 
strategies has- been more sharply felt in Africa, thaja in 
tl.ic oth<;r rG,o-icns of the Third 'Vcrld. Instead of impro­
ving the economic situation of the c.ontlnent, successive 
so ca-lle'd grOA'th strategies have rfia.de it stc.gnate and 
become more' susceptible than other rof̂ ions to the economic' 
and social crisos suffered by the industrialised countries. 
Thus Africa, is unable to point to any si/̂ nificant growth 
rate or satisfactory index of general well-being in the 
-past 20 years. It is paradox when one bears in mind the 
vast human and nr.tural endowment of the , continent, In
■ addition to its resorvoir of human resou'r'ces, the African 
ĉontinent hê s-97^ of the world reserves of platinum, 649̂  ̂ 
of mâ '̂ anese ore, 257<> of urejiiiim, of copper*̂  20?" of 
v.'orld* hydro electrical potential, 20f: traded oil in the 
v;orld (excepting USA and USSR), 70f^ of v;orld cocoa produd- 
'tion, one third of coffee output ?jad 50̂? of palm produce,; 
jits resources of bauxite, nickel, load, di;?jnonds, soda ash 
cement, pyrcthrum, siaal ajid cashewnuts are immense'.\

».-r. > • .Despite these extensive resp.urces, Africa remains the j 
led>-st'developed continent in the world. It has' 20 of the; 
|31 least developed coxmtries declared by the'TJN, The - ‘ 
domestic gross production (S'DP) of the• continent being 
jonly 2*7?" of the .vyorld’s â î  its per .capita income averages 
;of dollar 166 only, ' In t̂ e last two decades i,e,• betwejen 
I96O-OO the average, annual rate of grbwth of the continent: 
h'S been no more than 4.8̂ ,. a figure vvMch hides, diveirgent 
realities rajiging from. 7fc growth ra-te fo3r the oil- producing 
countries down to 2,99̂ .̂fcr the lê .st developed coimtries.

International Trade of Africa.
In the field-of International Trade Africa, is far behind 
the other continents. The share of Africa, in International 
‘Trads is no .more tha.n 4,57̂ ., The following table gives 
the figures of Africa's'ft*ado,and its share in the world tra.de during the last few years.
Table 1
Year V/orid Trade Africa's Trade Percentage, share 

(million Ip)
 ̂1963 1968 

1973
1978
1979
1980

154,700 
237,800 
574,300 ' 

1,302,500 
1,638,000 
1,91"̂ ,000.

6,640
9,600

20,870
45,700 ' 
66,500 ■
90,200

4.29
4.03 
3.63 3.50 

\ 4.06 
4.57 - •,

Source: International Trade I98O-8I G-ATT, During thela,st 17 years Africa's shgre in the world trade 
has remained more or less stagna.nt - below 5̂ .
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Rgsiorikl Composition of - T r a c ^
A major p.?.rt of Africa’s Trade is v/ith the'developed 
market economies, Africa's tra.de has been gear'ed by 
history to the no.eds of the iformor metropolitan powers'. 
After independence the same pattern has persisted with 
no more, than very insignificsjit modifications despite 1 
the •conscious efforts ;of individual countries to effect, 
major structural qhsjâ Q̂S,' As a-result the developed  ̂
marlqet economy. countries account for- more; than three- 
fourths of Africa’s imports and expoirts. Intra Africa 
,,Trade has, therefore, remained infinitely small as is 
'.evident from ;the followings: table
Tabl.e 2

' (million 'i-) 
1979 share I98O fo share ^

1. Total Trad<5 66,580 100.0 90,200 100.0
. of Africa - ■ . . ’

2. #ith Indus- 56,110 -84.2 73,985 82.0trial _area
(aj '.Yeet ;

^^ope 33,655
(b) EEC 28,900

3. With deve­
loping area 7,715
(a) Africa 2,300
(b) V/. Asia ,705 .
(c) 3.E. Asia' 2,260

50.5 45,375 50.343.4 37,475 41.5

11.6 12,095 13.4
3.4 .4,200 4.6
1.1 1,600 1.8
3.4 ; 3,445 3.8.

i

SOURC’I!: INTMATIONAL TRADE I98O-8I GATT.
From the above figures it is amply cleajr that mor̂ e than ' 
805'; of Africa’s trp.dc is with the developed market 
eGoribmios particularly with the EOC. Africa'ŝ 'trade with' 
other developing oountries .is smc.ll accovinting'to only 13«4 
percent of the total ‘in I98O. ' jhtra Africa Trade has been 
minuscul to 4.6 percent Only. ^
The low volume ajad uneven pattern of Intra-Regional 'Trade 
has been largely due to lack of complementarity in-the • 
production structures of the differĉ it economies. The' 
genoral. pattern of production and trade in the 'Region is, 
by and large, similar to that of other developing regions; 
for most countries exportq consist mainly .of a-gricultttral 
or mineral'products end, imports of foods-toffs, oil ^nd ■ 
manufactinned capital rn,d cons\Amer goods. . Dependence,,on a 
single primary product to ̂ generate major .e.xpQrt earnings 
ranges from 309c- of total ,export of Kenyo,. ̂ (coffee) to 88?̂ 
in Zambia,(cooper), Mauriti^ 679̂  (sugar,X,3ychelles 709̂
(copra), , S*omalia 82*8̂ - (live anima.ls) Uganda 85^ (coffee) 
and so on. One or two .c,omm,o4ities account for at least , 
one half of exports for ̂  ' 6 the 16 cotintries for'which' 
data has been available."'
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As a result of this production structure, the principal, 
markets for exports .of the region are in Europe ,
North America. For some coTAntries'the l?uropGan Economic 
CoiTdi'Unity (ICEC) h-s bocomc incre' ,u3in,.'jly' j.mport3Jit ma'JrIcGt, 
partly as a result of tariff preforonces granted under 
the terms of Lome Convention. accounted for
of the total trade of Africa in I98O,
'Vhile ■'"EC is the d ominant trading partner of Kenya, 
Tanzania and Ugc-nda, South Africa, ha,s been a major  ̂
supplier to the countries in the So'utherm Region; ' A 
large proportion of the import noeds of Botswana, '
Lesotho and Swaziland are met by South Africa, the domi- 
nent member of the customs union betv̂ ĉen the four coun­
tries. In the past throe years imports from South Africa 
has accoujited for almost two fifth of total imports of 
Malawi, about one-fifth of MozaiTablquê  13?̂  of Angola,
12̂ -̂of Mauritius and of Zambia,, It is understood that 
30 to 40 j!)ercent of Zimbabwe imports arc made'from ,
South Africa.

Obstacles to l?.rgo Intra-PiegionsJ- Trr^e
The. small amount of Intra Africa. Trade /jives ligitimate 
cause for anxiety beca,uso of its ,caj:'dinal importance in 
the economic development of African countries. Apart 
from the violent fluctuations and the dcmward price 
trends which the primary commodities forming the bulk of 
Africa's exports face, it is a v/ell known fact that 
these exports develop only week linkages. The needs of 
development therefore compel tha,t African countries ■ 
should develop the export of manuf.'.cture and semi manu- 
fc-ctures which have a more stable ajid ra,pidly expanding?; 
markets and which ,are capable of forging strong 
industrial linkages. .
The markets of developed countries are at present and 
will probably continue .to be for the forcseeaJole future 
beyond the "reach of most African ma-nufactured products 
not only beca.use of the superiority of their O’TO products 
a.nd their cost price a.dvantage but also because of the 
maintenance of a varjeby pf tra,de barriers which they have 
been rather reluctant to dismantle. In the circumstsinces 
a realistic v/ay to the diversification of the exports of 
African countries from their cxcecsive dep-̂ ndencc on 
primary commodities to manufactured '■pods, is through 
accelerated growth oJ Intra Africa Traxle and Trade with 
other developing coimtri.s. In additon, expanded Intra 
Africa Trade will provide the advajntâ ges of economies of 
sca.le needed for bviilding a ma.ss production manufa.cturing 
base in the fragmented African coiAntries. This will 
strengthen the competitive power of the manufactiered 
products not only in the markets of Afi’ica against impor­
ted goods but also in the m.arkets of other developing 
co\mtries.
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Developing countriGS in Africa face several bottlenecks 
in their endeavour to exppjid, Intra Regional Trade, The 
lack of export cultvire, small size of their productionj 
lack of excharige of infomation on trade, the difference 
in the. cvirrency system, the tariff cjid non tariff 
barriers and absence.of well- developed infrastructure 
and services such as banking, insurance, credit facili­
ties are serious obstacles to: increa,sed trade: in ther 
Region, Inadequate trs“Jisp07't and .conmAinication syst.em» 
ra\iltipublicity of currencies and their non convertabi-̂  
lity, absence of appropriate clearing and payment system 
further compound their problems,, At present there are i 
no, tra.de financing'facilities a.t the national sub-rcgional 
and regional leyel. This lack of institutional" support 
has been a major bottleneck to, the promotion of Intra *. 
Regional Trade, the African situationther.efbre dê iands 
ev. ■ integrated prograxnmo of c?,ctivities in the field of ' 
trade promotion, market research, credit facilities, 
financial and monetary policies, . -v::

Lagos Plan of Action - New Africa‘Strategy .
It was in this background that a new Africa strategy in 
the field of International Trade and Fins’Jice was adopted by the African H iads of Sttites . and Governments of the 
organisa;tion of African Unity (OAU) in Lagos during the 
second cxtr3,ordinaxy session of the assembly which was ’ 
cxclusivQly devoted to-the economics'problems of Africa, 
The assembly reiterated among other thin gs the need to 
expend and promote closer economic relations not only 
at the Intra Africa level but also with countries in 
other developing regions; Lagos plan of'action for the 
economic development of Africa 19o0-2000* It is.there­
fore necessary to underscore once p.gain the import<?nce ' 
of this development which is in line with th'̂ pr.O'̂-raramQ 
for■ collective- self-reliance adopted at various forums 
of th<’group of 77 and the International Community 
itself.
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PRECONDITIOITS & ./AYS OF BXPORTING TO '/BSTEnM EUROPE 
“by Kr: ivo \, . Z2^q::3 . :
As I have told before, tlie 'Western European Censumer 
Cooperatives are used to import'quite large quantities 
of food-stuffs and non-food items from all ov6r the '  ̂
world, partly with the help,of Nordisk Andelsforbund and ' 
partly with the help of Inter Cooperative. Imports from 
your part of the world are relatively modest and include 
coffee,'tea, some ca.nned fruits, fresh pineapples, and 
flowers, '
Competition on the v;-,3. market is extremely strong and 
the consumer .cooperatives in 'Vestern Europe .are quite 
selective in their' imports and mainly concentrs-te on 
articles that can be sold in large quajitities within 
their own shop network î e in supermrxkets, superstores, 
and department s,tores, . ■
In my, pap.cM; I v;ould like to stress some ,EX''ERNAL and 
IKi'EHNi'Ji" factors that nay affect 'exporting and that are 
essential to tako. into consideration.

*
By EXTETiiTAri- factors i Etn referring to those that we 
car-iiot influence ̂ rmodiately or directly, and theife are 
quite a few oft''''"' Ccg custorriers s.nd import regulations, 
quotas. fcoci.Tir'.if:-? specifications, chajiging rates of 
exchange, political crises, ctco
Companies or organisations wanting to export have to make 
sure that; they are awa^j of all requirements of
the vario;?.c export mav.’kots AIH) comply with them. If they 
do notv, .the nnrchandise wij,'l be rejected at the borders, 
resulting 1\\ heavy losses 0 ' ■

«

It is not ];ossil:lc here to mention a'il e::tcrr_al factors.
I will? ■ ho'./ever, try t'o give some exŝ iples; ■
In principle j ■; exports to the 'Testern Europeaja countries 
can be.ma.dc Vvithout r/cd'trictions during the '.'/hole year5 
there axe, hcjvever̂  ex&rplec; of; temporary import prohi 
bit:^n2 impose:!, by tho ac well as other" countries.
TE^y coneen?. cgricultjxal products in cases of extremely 
low prices ~ the ESC calls it, causes of em.ergency - or in ' 
ca.ses where there are still donestic prod,ucts on the 
maroket like apples or potatoes in Sweden, Norway and 
I"inlE,ndc ■
A somewhat weaker mcasu-re to control a,nd limit imports is 
that of licences and ̂ 'aota.Sc Licences a,re gra.nted by the 
govemnient's to “the impC'FSTng companies and can be stopped 
or delayed if a certain import volume of the commodities 
in question has been reached. Without a licence import 
is not pccciblOo The quota system, is working in a similar 
'̂̂ay. GovornmentG of exporting'and importing countries 
meet and decida upon the vcl; of certain products ' that 
arê  allov>red for export from one coujitry to another. Pari 
of ;̂he quotas m.ay be granted to either exporters or 
importers ~ that depends,'on the agreement reached. Presently 
both solutions axe used, and very often well-established 
exporters axid importers are the quota, holders, leaving very

23 -
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few cha.ncGs to newcomers, ••7q are not happy at all about 
these liccncG and quota systems as they limit our freedom, 
of buying’.' ■ Pithin'the-^0 - but it goes for ; other 
countries too — Quotas sjid licences are widely used for . " 
import of textiles'fî om deyelopin-:̂  countries, ma.inly in 
order to protect own i n d u s t r i e s •
Pood le^.slation is another important fp.ctor to be 
o^serveatery, carefully - the more so as food le;"isla,tlon ,, 
varies greatly from coimtry to country. All of them are 
dealing with the raw materials to be used, with the 
amount ejid typt̂  of e.dditives, pesticides, colourinĝ  
preserving, etc^ etc,, which in reality mesjis .th'at sup- . ■ 
pliers have to check the goods in some way or another 
before they leave the factories*
The same applies to packaging and labelling, where there 
are detailed legal requiremcrrTsTuT a g d in different from 
country to coimtry. In most countries the la.belling has 
to be made in each coimtry*s own language, the rr.w mate­
rials used to'be specified on the'Isabels togeiihcr with 
the additives. The origin of the product must be, shorn 
and in more and- more cases also the d.?i,te of production . 
together with the last consumer sales date.
The objective of these requirements is na.ti rally to 
-orotoct consume.s, however, at the same time it should be 
possioxe to use more or less u.niform specifications in 
all countries, 'which would mrJce export trade much easier 
and more economical, Tithin the "̂ nc, harmonization of 
those regulations is on its way, including numerous 
security and safety regulations for the various non-food 
products"sucli 3.S toys', eTec’tricaJ- articles, or household items.
As a last point, I would like to mention the difficult 
question of sizes and weights, As you vail know, different 
systems uxe use’3"n “iriTrer'SiT p-̂ rts of the world; in 
Western Europe the British ̂ stem is different from the 
one in useion the Continent, although the metric system 
is in progress also in Great Britain - the same goes for 
kilos and groms. It is quite obvious, that exporters 
have to exactly keep the sizes, measures and weights for 
pa.ckaging used v/ithin the Europeeun countries.
These exa,mples of external factors ma.y be sufficient to 
show that a lot of things have jo be investigated and 
considered before starting an export business.
The same applies to INT"^NAL factors, Internr^ factors 
are those^that cia;h bo influenced directly by the supplier 
himself in order to riiauke the goods stiitable for exports.
To be successful it is essential that the products offered 
meet the requirements of the export markets "nd the expec- 
ta-tions' of the consumers in the industria.lized countries. 
These pa-rticula-r suppliers tre, after a21, in competition 
with-all other''sources of supply, A low price alone is not
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sufficient; quality,' packaging, and not iG.-̂st cin equally 
reliable delivery t'.re just as important as v/ell'as the 
fact that the products ha.ve to meet the numerous logal 
specifications o f the various cxpo:f’t markets, as I have 
alres.dy referred to.
Product quality I 'rant to put in the first pi ce within 
the ^oup Tf TNTTrLi'TaL faxt'ors. The quality delivered 
must be in absolute conformity with the one offered. At 
the same time, it is a necessity, thirfc the quality does 
not differ ff'om item to item but holds the same sta.ndard 
at all times.
It is very importa-nt that producers a.nd exporters under- 
stc'.nd this and introduce a thorough quality control in 
their factories, Jujt a few exjjnples as illustration :
~ If our order sta.tes sliced pinec-pples size B, we 

want them all in that size, or
- If we wajit textiles in 51% cotton and 499̂ acrylic, 

we cannot accept b. composition of 50/50 because 
we mi;^t risk an extra import duty, or

- If '/ve ordered lea,ther shoes in dark brô m. colour, 
we shall refuse them if they ?re delivered in 
li'Tht brow/n, as the fashion of that sea.son might 
be dark brown sjid our advertisements are showing 
dark brown shoes.

Deliveries at agreed upon time are aJ.so of extreme impotf- 
tance as the sales of the stores are dependent on reliable 
deliveries. Take e,g seasonal products such as fruits 
and vegetablesi If they axrive too early or too late in 
relation to the ds,te cigreed upon, they are not saleable, 
as other -oroducts are more competitive or imports have 
been stopped at the time of arrival. There may be products 
ordered for special sales drives. If those products dô  
not arrive in time, big problems axe to be expected a.s it 
is usually not possible to cajicel plrnned advertising 
pro.'jrammes. The buyer has to find the product elsev/here 
on the local mfxket - often at a much higher price.
Highly fashion :';oods c ..nnot be sold if they arrive at the 
end or after the season. Next season will brin^ a diffe­
rent fashion.

t

In view of these risks, our member .organizations tend to 
use suppliers lmo',7n to them for a lon'̂  time, But of course 
this does not exclude new suppliers, ho'./ever, only after 
thorough investigation and test purchases on a small scale.
In general we do y/ant to do business v/ith suppliers.on a 
long-term basis with suppliers who Icnow the export busi­
ness, the techniques and forma,lities, the best and cheapest 
ways of transportation, "ind suppliers '.#io help selling the 
merchandise, Easy coramunica,tion should be guaranteed.
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\Our .buyers prefer suppliers who::a,re .able to eommuniGate 
in the lajagu.-̂ ge of the importin'̂ 'country or at least-lin 
En-ĉ lish. ' “Eelex equipment is a must to-ensure that offers 
and orders ccaji be speedily pla ced ?jid that .: possible : 
problems - --jid there :3-re mr.ny - cpn,be dealt •■'.vithr ri-̂ ht 
away,
Pinallyj ■:i' ?/t>ul.d like to mention the question of: 'Inislneŝ  
■•morality,' • At'--timss there are problems in this • field.-It 
has happened th'.t a supplier did not deliver an, order. 
■■■because ha discovered - after hayins signed the contract - 
that he could get a better price from another customer. 
Such suppliers vdll never again be considered b̂r our 
-member organiz0.ti.ons* , ■■■' ' ■ . t
Dear" fellow, cooperators, i have montionpd quite mo.ny 
factors and conditions tha-t c,re necessary to expand 
export business: , tb' the industrialized; countries, toi the 
European consî mer coopora-fciv(2S. It was not .my intention 
to disencourâ ge you in your expo'it efforts but to give 
you a-realis-tic picture of,the iaxistin," conditions and. 
possibilities:, ' Inter Goop’.and-Inter Coop merubers are 
ready to consider,, .a-riy propositi-on- pjid to granij cny help 
and advice requested - national and internr.tional 
organizations , : ■•  ̂ ,:■ ■
A116U■ roe t'o-conclude my peeper,with the fallowing s.t<ate- 
iTients derived from, my own'axp.erience : ■. . -

i-1, Trade between the producer cooperatives from
*■• developing countries such a.s from your region !. 

and the consumer coop.oratives of '.Yestern 
’̂ Europe:has good eh.'̂nces- to •expand, if the offers ■
■ are fully competitive with other coQperative. - : 
aind/or priva,te sources, "!e. have to define in  ̂ ; 
dotailsi .the products that might be suita,ble,
At the same, time, proraising';tfading poGsi'Sili-'''' - . , ties'with cooporativeg .within this region'arid■-

' :Ol;her. .pa . ts , of the ŷ orld'such as Asia'̂ aiid'■ Europe<?4i,..gountrieG with'state trade, should b'e-’''
inve.stigatod and opened. In addition t© th&it \
'there might be'private customers all•over the ’

. woî ld, ■ ' "•' . ■'•*
2, Conditions and means for a further expansion of 

modern production resources £uad for an improvement 
of .the export facilities of- the various cooperatives 
need t6. 'b2 crea.ted.as soon a s  possible, '.7ithin the 
realms.of their possibilities Inter Coop, NAP and 
other cooperatives in the industrialized countries 
are prepared to pl. c.e their experience in interna-

-. \... -ti.onal trade a,t the disposal of those who c-jre ■ 
trying to roach this aim; ''7e have, done this 'before 
for the-South'Asian rfegion, ’,
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3. In order for a cooperative to tae able to export 
it needs a strong intcrn-.l orga,nization with a 
professional expô t̂ operation. Its task is to 
find the best business ch?.nnels either '̂ /ithin 
the cooperative maxket or the private ma.rket.
Not all products are meant or suitable for sale 
in coop store.3.
Cooperatives should understajid, that it is o n ly  
profitr.ble to sell directly to big customers 
abroo-d, if they c8xi offer la-rge quantities of 
the same qua,lity. If their quajatities are too 
smcill and/or very specialized, they should prefer 
to operate thrô 5̂h a, trpxling house and/or an 
importer specia-lized in that commodity, because 
these people kno’.v the right sales cĥ -nnels on 
the various export markets,

4. Minor cooperatives should investigate the possi­
bilities of joining other small cooperatives in 
order to crea,te professional export departments. 
At the same time larger quejitities can be offered,

5. The products of the exporting units should be 
included in the trade lists of directories 
th; .t arc distributed in the industrialized 
countries by their emb.assics or ch:-.mbers of 
commerce, The cooperatives should also a.rrange 
for representation in any n-’.tional or regional 
showroom that may exist as well as in any 
brochure tĥ .t may be printed, and in â ny fair 
that m''.y plri.ce, involving their particular
commodities.

ii



I S m m R Y ON ROLE OF COOPTJRADE IN DEVELOPING COOPERATIVE 
TR.^E IN SOUTH B/iST ASIA 3Y MR- F, BERGSTROM

In order to improve th© .standard of livings for the people 
in South .jsia, ILO/SIDA recognised the des’irability of 
promotin-T trade between cooperatives in selected develo­
ping]:: countries in 1978.* G00PTR;.DS was formed as; a • •
project to strengthen inter cooperative trade relation 
in Bangkok and Thailand, The follo'-.'ing countries were 
later' included in the pr.oject - Bangladesh, Burma, India, 
Singapore, Sri Lanka, Thailand and Phillipinos.
Main activities of COOPTRAPE' Projj_ect
- Survey of potential export products from cooperatives 

in selected Asian countries,
~ Organising’ regional, workshops which aim a t strengthe­

ning Inter Cooperative Tra.de Eelations in the 
selected countries, T.
Fact finding missions to a selected nimber of countries

Jr*’*’- Organising fellowship; 'progrfynmes includin-l study tours to Sweden
- Providing b?.ckgroim.d papers on cooperatively produced „ commodities, ,
- Establishment of trade contacts, ■
- Documentation of cooperatives with export/

import potential. '* . ,
- Short term consultancies'to cooperatives,
- Trc-ining packages, on advanced marketing techniques,;
: 0.’ganisin:5 regional pilot workshop together with ICA.

Areas of Operation
COOPTR.‘JJE covers three ma.in areas of o'-'eration ;

Trade between Cooperatives in the region — there is
no significant trading pattern bet’.'veen Cooperatives 
in the" region today. The best possibilities to 
develop such trade would probably be to concentrate 
'̂oh export of products with a low degree of processing 
c,g agric\altural products (rice, fruits, vegetables, 
etc) to countries with developed ini'i'ragtructure and 
well organised consumer cooperatives e,g Singapore 
and Republic of Korea, ♦ . '

- Trade betv/een Cooperatives in the region 3jnd other 
regions - mainly Japan, Australia and Pacific,
Middle East.

-  28 -
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- Tipad©' 'bGtw'̂ en Cobper?.tives' _̂ h ’ the" region Bncl. Europe 
Not forgetti^^ HiEe of operation, the ..
new orgrnisation of COOPTR'jDE, with ono pe5rson at SCC 
S-tockholm and. one, person at ICA, Delhi, is stre?jnlined 
for operations between the rc;̂ ion. and Europe,

Ooordina.tlon '■■■ ■ - ^
'• i  ̂

Sovera-l international organisations are 'en5;a2ed in 
Qooperative deyelopmejlt'and tradei It is essential to . 
stay in close contact with these drgqinisations in order ‘ 
to exchai^e experiences ajid coordins.te activities to avoid 
overlapping of similar-, projects, The' IlO regiohal office 
for Asia and Pacific in Bangkok is plannin-3 a COOPTR/iPE 
Project in the-Pacific; 'Since the Pacific is a potential 
export market of South-East Asia, it would be important 
to follow up the development of this project, NAP/lnter- 
coop along with 3ECA,‘.with purchasing Cooperatives from 
the developed countries as raerflbers, is another example, 
Japan being a developed comitry with substantial interests 
in South-East Asia must be very much involved in Coopera­
tive trade, It should be valuable for COOPTR/J)E to learn 
more about the Japansee approach to Cooperative trade 
development and explore the possibilities for COOPTR̂ "J)E 
to further develop trade between Japan and Cooperative 
exporters of the region, _
Contacts with Il'rPGD, Svvedenj Oxfam, UKj Friendich Ebert; 
Stiftung, f̂-crirany>* CIU‘̂_Aj.̂ U*S*A and similar organisation,, 
would also bo valuable",
Planning, executioh and follô //-up of a project is time 
consuming and requires a continued contact with persons 
in various organisations, Cooperative and often also 
governmental, . If would therefore almost be necessary‘to 
have contact persons in the different countries in the 
region* vd:th a thorough knO'.TlodgG of marketing and the 
local Cooperative sector. These."country contacts” should 
preferably be 'gittached to the'ajk:x organisation responsi­
ble for Cooperative trade riid be involved in project plaji- 
ning, prepa,ration of visits and follow-up activities,
Mr Bergstrom, v/.ent on to tell thie seminar participants that 
the IL(VCdoperative project in Bangkok '.vill be taken over 
by SCC/iCA and be managed by him at the;end of the year,•• 
He will be working in close collaboration with lilr Jacobsen 
who from the beginning of I98I has been responsible for 
International Trade Que.stions for Cooperatives in idevelo- 
ping and developed countries. He told . the seminar that 
Mr Jacobsen was stationod; ;at SCC Stookĥ plm n̂ jidllimself was 
contracted by,..3GC/lCA for a two. year perfiod ?jid v/ould be 
stationed at thê  101 He":ional Office in-New Delhi as 
International Trade S-̂ jOcialist, .
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HOHTICULTURAL C O O P E ^ . UNION 
Historical Background
This union 'vas establishod in 1952 to handle horticultural 
procTucts tiiroughout the country. The objectives of the 
union were as follows ;
- act as agent for its members and arrange on

their behalf for the sales of their product;
~ supply members with seeds and other farm requirements;
- acquire la.nd and buildings and provide transporta­

tion and other services as may be necessary to
fulfil these and other objectives?

- own and operate canning or any other processing 
plants necessary for the effective marketing of 
members’ produce;

« adopt mea,sures v/hich would enh?.nce the development 
of the horticulural industry in îa.st Africa, inclu­
ding the esta,blishiiient of research and advisory services;

- encoiArage cooperation among the existing affilia,ted 
societies and coordinate mp.tters of common interest 
The union was a3so entrusted with the responsibility 
to promote horticultural cooperatives at the 
grassroots;

- raise loans to implement these objectives;
- receive and invest deposits from members;
“ promote other meG.sures designed to encourage 

the. Spirit and practice of thj:'ift, mutual 
and self-help.

Production of Horticultural Produce
Horticulure production for -export is the most sophisticated 
field of agriculture and requires- special knowledge and 
experience which few of the Small fameas possess today. 
Production inputs (prices) e,-" seeds, fertilizers have 
recently increased to such an extent that quite a nixmber 
of f.̂ jrmers have ceaaed to grow them. In addition the rate 
of deteriora,tion of such produce is so fast that it 
requires quick transportation Trom farm to airport and 
thus virtually limits the area of production to within 
loo miles of the airport.
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As time went by more and more people bec^e interested 
in the business axid the Horticultural .Gob'pcrative Union 
found it hard to maintain its monopoly position. Locally 
the union experienced such stiff competition that its 
sales plunged down to a critically low level in a matter 
of a very short time, G'enera,lly the union faced the 
following problems :
~ lack of organised price information system
- l£xk of adequate tra,nsp.or1: • •
- high degree of concentration by competitors 

who aimed at rootin:; out the u-nion
- loss of loycilty-by some merabers; who sold :  ̂ ■

tlieir produce ’.to dea,lers ra,ther'■ than their 
union in order to ecxn moi‘e money.

The changQs , experienced in the loca,l market affected the-- 
export markcij y<̂:v;y .negatively because the initial • stabi­
lity of the'local market had set the basic foundation- 
upon which exports were orgetnised, v/hen the management 
of the union, turned its attention to problems affecting -- 
the local market the xmion lost its hold on the export 
maricet -,,a factor which encouraged competitors-to take 
advanta-'̂ e of the situa.tion. The union's problems in 
export ’'jusiness were mainly as follows:
- lack of reliable international -price information system
- unf.eliable ■ supply of produce Trom f’̂'mers
- lack of competent export m.arketing personnel
- lack of adequate capital to .meet oblia,ations
- lack of loyalty'’ by some producers,
Heliabilitation of the Union
In order to rescue the Jlorticultural Union from the 
imminent collapse, the Kenya. G-ovornment sought- financial 
and technical assistance from the Dutch Government to 
rehabilitate it. In 1976 kenya shillings 4 ,5  million was 
earmaxked for a rehabilitation-programme of the union 
which also included the employmeaat of a -marketing manager 
and- chief executive of the union. The rehabilitation
support was. extended to k ^  .5.1 million ih'l979» The' 
rehabilita-tion progTainme paid attention on the following 
area,3 : ' ' '
- the streamlining of the handling of la.rge ' "

qualities .of. better 'grades at the HCU’s godowns
- the hiring of competent marketing personnel.
- improvement of transport system between : ' '

producers and the ujaion
- improvement of the flow of information
- the hiring of qualified ex.-fĉension staff

in the field.
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There are' over twenty’varieties of,produce exported from 
Kenya.- These include pineâ pples, mafi-gbes% avooadoes," 
paysionfrtiit, pysa,lies, French 'beens,- c'\psicums, oki’a, 
brinjals, ka.relas, mooli, dudhi» cMlles, â spa-râ us, 
artichokes, sweetcorn, melons, ctc., eaoh requiring. 
Special knowledge-and attention." Thu^ soifi'e farmers, 
specialise 'in production of say three or foiAr crops 
which they endeavo\ir to master. Needless to say this 
Varied array of crops requires an equally I s J r g . e  number 
of sprays,'feJbtilizers, etc., needing substantial 
capital outlay.
To quite a lot of small farmers labour costs are fairly 
high as it requires large number of people to pick, grade 
and pack export produce, ’7hilc the prevailing wages in 
Kenya are considered low compared with developed coun- ' 
tries, export jproduce is in practice extremely labour 
extensive compared with othPi' crops in the coTmtry,
Fair amount of experience is required, in gra-ding export” 
produce and extensive knowledge is required for suc.cess- 
ful production.
Performkace of the Horticulturol Cooperative. Union 

, 1. • ~ .

I-nitially the \Ahipn concentrated its efforts on the home 
market where there was less competition. The main 
domestic market outlets were the’maoor towns such as 
Nairobi, Mombasa, Nakuru, Kisumu, etc. The ixnion owned 
storage and transport facilities in Nairobi, where ;■
members produce were collected ejid handled.
After gaining a stx*ong foothold'in-the'’domestic market 
the union decidcd to'jsnter the United Kingdom - market 
in 1957* Later on.the market in 'Testern Europe was 
expanded to' include France, Britain, 7est G-ermany, the 
Netherlands and the So'̂ -ndinavian countries,' The share 
of the H.C.U in those countries during the period 1973/74 
~ 1978/79 accounted for between 3 1 f and 50fc o f its turnover. •
The rapid expazision of the union was due to the following 
favourable conditions ;
- the union receiyed high quality produce from producers
- export quantities were small thus making it easy 

for the union to exercise effective control on • 
quality of the produce received.

- there were few horticultural exporters in Kenya . •’
- members v̂ ere loyal e-nd dedicated ■ •
- the TAnion collected and distributed its goods 

and services from one control point thus 
cutting down transport costs drastican̂ ly.
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i'&provement of coordination ,'be-̂ een the .Ministry 
of Agriculture,'HorticiAltu'rai Crops Development •' 
Auî tiority, the Ministry of Cooperative Develop- 
ment'̂ -̂ d the; Union.'. , '

. • I-

The Role..of florticultural Crops Deveiopment Authority
This parastatal body which v/as created in 1967 was charĝ ed 
vyith the responsibility to develop the horticultural sector 
in the country. Its specific, functions were'::
- provision of technical advisor̂ /- services on 

quality, •̂ radin'̂  and packaginĝ  methods
- provision of market informa,tion
T* s-ales p'romotioh'

•rir-.- ’■ - ■ ' • ;- marke^ resoarch ;.
- formulation of lisencing procedures '.
- education and training.
Despite the abovO rehabilitation measures .the HCU's 
business performance 'remained below the expsctod Ic'tffel', 
During the period 1.978/79 the union's business withynon-. 
memiaers was. 54̂ ; be/;̂s;us,et, pj ̂ disioyal memb|ers’i, Th,e' Horti- '- 
cultural Crop D'eyelopment-Authrpity aieo'.,prdye‘d‘'to be’ 
very ineffeic’tive'.i. .• "'V .
Nummary of Major Problems - . '
(a) Perfomia:iace~‘'~ln the Horticultirral Sector ̂  ̂ ............

HGU played, a'lea.dihg role in the marketing of' , 
horticultural produce at its initial stage but . 
its imp6r-feance decreased substantially through 
competition^in the seventies, rf
Only'45̂ of.,'the Union’s turnover orginated'from 
cooperative societies where the noh-Hriembers',*' ■ 
contributed 54̂  and the individua,l members 429̂ '

. during the period betv;een 1978 8r 79,
The by-lav/s of the union which contained the 
objectives were never reviewed to conform 

' with the genei'al' economic development.
Generally, .members felt reluctant to deliver 
their produc.e tp the union because they were 
able to fetch better prices elsewhere',..

(b) Procurement  ̂ ■ ■ >•
Lack of adequate transport services, delayed 
payment, low prices and sometimes non-payment 
for produce delivered creatted xooor relationship 
between the Union .and its members. ‘ . , ■

(c) Marketing
Effective ma,rketing of'HCU was iiapaired partly 
by the Horticultural Crop Development Authority 
poor performance in its functions and partly by
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the HCU inoffeotive management. Also HCU*s 
loss of the local market to its competitors 
and feilui*e to win tenders for supplies to 
government a.nd other institutions. The export 
market was ad.versely affected by lack of price 
inforination and constant price fluctuations 
which made it difficuJit for management to 
present clear projections of business as part of marketing strategjr,

(d Other institutions
The extension service received from the Ministry 
of Agriculture seemed to have been inadequate, 
likewise the Horticultural Crop Development 
Authroity did not-satisfactorily perform its 
role in promotion# regulating and controlling tho industry,

(e) Production
The Union* a obligations as stipiilated in its 
objectives in,the field of promotion were 
never fulfilled. The \mion was supposed to 
supply its members with quality seeds, spray 
chemicals, fertilizers and other necessary 
inputs, 'This was considered, to be a priority 
function. Lack of production plans led the 
Union to a.situa,tion of excessive gluts 
and deficits,

(f) Marketing Services
- Lacl< of transport for collection of 

produce from the members
- grading, standardization and packaging 

ability vfas poor,
- l?.ck of adequate informa,tion as regards 

market prices for both local & export markets

(g) Financial̂  and Management Constraints
The operations of the Union over'the years 
generated loses which reached K̂lis.1,2 million 
(or of the total turnover) in 1978/79»
The major factors which contrilouted to the 
low performance v/ere poor financial majiagement# 
poor marketing and lack of control from' the 
management committee.
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HISTORICA-L BAGKGROUND OF HANDICIMPT- COOPEPtATIVES
Production of handicrafts is as old as the Kenya-n Society 
itself,- Crafts-worlc’has ’been a work-task of both men and 
women from antiquity* ■ The art of- crafts working ha-s been 
handed down from o-ne genera.tion to another c-aid with the 
official recognition of the cooxDerative movement in 1947 
groups loegan to form into cooperatives. Such handicraft 
cooper,atives mushî oomed after Independence and by October 
1981 a total of 28 hcjidioraft cooperative .and the Kenya 
Graft Cooperative Union Ltd were already in existence,
Hovvever, wood carving as a handicraft activity is in a • ; 
class of its own with very distinct .evolutionary, trend.
In Kenya woodworking activity was sta,rted in 1936 by the 
late f.'̂r Futifeya. Munge of 'Vamunyu location, Machakos 
distr*ict. Mutisya is said to have acquired this art in 
Tanzania; before ti'ansporting it back home* In, the initial 
stages, wood-carving ws,s exclusive only to residents of 
the district. By I960 quite a laxg-e number of people had 
mastered this trade a<nd there arose need‘for these ma,sters 
of art to seek fortune in other paxts of the Republic.
Some people moved io the coastal zone of Kenya, ajid formed, 
the present Akamba Handicraft Cooperative Society Ltd, 
Others moved to Nairobi to form the present Nairobi 
Hajidicraft Cooperative Society Ltd, Those that femained 
at the point of origin form the present 'Vamunyu Handicraft 
Cooperative Society Ltd,
Main Fields of Operation of the Handicraft Cooperatives
A wide range of handicra,fted goods are' produced by 
coopera.tives, The crafts fall into ten raaj.or categories 
in order of their production volume. These are :
- V/oo'd carvings and ornaments of wood
~ Stone carvings and ornaments and articlos of clay
- Basket-ware aaid natural fibre conta.iners and ornajTients
- ■'Textiles, hand printed or decora,ted'
- Jewellery, hand wrought' from base metals and silver ‘ 

in combination with ',vood-beads, seeds, bone, hair 
clay and other orgexiic ma.terials

• Toys and dolls ■
- Curios from horn, teeth, shells, feathers
- TCthnogra-phic, fold arts and ti’adition' ajrtefadts
- Body decoration, coverin':;s and accessories
Analysis of production categories for the first three 
production areas reveal the following ;
V/ood Carvings have enjoyed a rea,sonable popularity in the 
markets of'̂ 'bKe develo.ped countries. The laxgest selling 
items are animal figures and statuary, sold in sizes from 
1 ” miniature to series pieces in 4'% 6" and 8” sizes.
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Semi i.'fceins include mpkia. liplders (rin̂ s),
bottle S-t6pp«rs, try,pod seats, .-■foook-ends’ and serving 
trays.
. I ' '‘c‘ ■
A niiraber of other products manufo,ot\ired and sold in 
Volumes are'masksj) wa-lkins sticks (Nyayo sticks) ,.,pape3r 
knives and combs." At presents diversification on the T 
line'ofproduction is taking place. This is bein'-̂ .dpne 
%  introdu-cins. ncv; items-of functional...u?e su-Ch as 
s ervlr^ contaihe rs, t oys, small-fUrnitureand' it ems • that 
fSll’̂in-f'6 the categorieŝ 'of ^ift-\y^e â .,'hou§pJ:i?5ldx.9JP4 de cdrative-''access or 1 '■■■ ' '
Stone Carvings - these;do.not differ'much from'wood 
carvings, -ITbst popular' stone ceiryings are - flower' 
verses," cadle holders, chess bo^ds and snalce bores.
Major items for fimctional use ajre sugar bowls and soap 
dishes in Addition to flower verses ,,ŝnd candle iaolders.
Creation of Income Earning Opportunities.
Crafts work and exportation of halidicrafted articles in 
Kenya have an important function in augmenting Kenya* s 
national priority of -3̂ jral development. Crafts activity 
is., in,most pases;rural based and hence provide supple*̂ ' 
ment; income and thereby encourage more farmers to stay'- 
-on.la,nd., . , • ' ' •
Crafts sector plays a very significant rol-e in the -overall 
exports of Konya, since the skills required to produce 
handicrafts, • ?xe quite abundant a/.id-'inputs• that go'ifito 
the production of handicrafts are available locally.
The availability of these inputs aiid „the. making use of 
the same, is quite in line .'With K'efiya's economic strategy 
of enhancing reduction'of i m p o r t s , ' ■■
The production of wood ca2'vinf̂:s. is important in Kenya* s” 
overall rural development. plr?,nn±n':j, ■ The value added in 
carvings (labour ?.nd materials)-.can be as hi^h as three- 
times the value added in sub-resource based.manufacturing 
foreign input and as said earlier is negligible accoun­
ting formless than 1?? .of the production cost,-
Because of the afore said, the development of handicraft 
industry in Kenya has gained major policy backing from 
the government which, had recognised the potential, of 
handicraft production as a valuable generator of foreign 
exchange earnings and a si.^ificant source of employment 
creation for rural inhabitants. • -1 • . •
Por instance a master carving complex rnd export centre 
v̂ as recently pu-tup in rural \7amajiyu. In addition'the 
, formation of a national marketin.̂  union of cooperatives 
(Kenya .Crafts Cooperative Union Ltd) is progressing and 
is-to- amalgamate. the- country,:’-s rhajidicraft producers into 
a'strong production forces and offering a vast selection 
of unique oxid ta,steful merchandise for foreign markets. 
Handicraft production and export are therefore considered 
an important element in the country*s economic development,
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Curront and.Future Trends of Development
Ministry of • Cooperatives in liaison with. Kenya External 
Trade -Authority has thorou-'hly axajnined major- area;s of 
diseases in the handicraft cooperative- industry'and has' 
consequently worked out solutions. It was realised that 
the present probelms are coiMprised of managementy m-̂ rke-
• ting 8-nd education. ’ r ■
Managerial problems - ha.vin.'T realised that Management !
"Was a constra,int in the hajidicraft cooperatives, the 
Ministry of Coop.eratives h‘-,s hence developed comprehensive 
■e.nd relevant management systems in ma.jor functional-areas 
'such as administrative organisation, budgetting and 
accoimting/recording of input supplies, deliveries and sales, p8.yment to members,
■Implementation of the developed systems has been an 
ongoing.ecjfciyity and is planned to. continue into the,. 
s-«Gond' h'aTf- of'the I982, The Ministry has also planned 
for the provision of physical facilities tp selected 
handicraft' cooperative socioti.es in order, to strengthen 
and improve local and indirect export '(throu.,”;h tourist) 
sales'. Such- physical fr.cilities' include the construction 
of appropriate showrooms, store rooms and offices.
In Akaraba If.O.S Mombasa, completion of sho'.Vroom, store­
rooms and office costing Kenya shillings l,i million 
completed in.Mgrch this year,

• 5 .

A similar complex was finalised in mid~June 198I for 
'ifamunyu Handicra.ft Gooperativc Society Macha,kos. Con- 
stniction on the proposed'Malindi complex commenced 
in Ma,rch 1982,
Using unbalanced growth doctr’iho. in sector planning, 
it is believed tĥ -t benefits that will accrue to such 
selectoC. handicraft soci ties as a result of the 
provision of the said -physical f?,cilities '.'/ill in the ■ 
end benefit the rest of the sector through, the "trickle 
down” process.
Marketing
This is -yet another area where attention has been paid ' 
and the ha,ndicra,ft cooperative producers in Kenyr lack 
capability of developing a marketing strategy aimed at 
maximizing profits and long term sales a'loophole that 
has long been exploited by the middlemen. The Ministry •. 
of Cooperatives has initialted the formation of a ma,rke- 
ting body known as Konya Grafts Cooperative Union .(KCCU) 
which is charged with the respoiisibilities of:
- developing reliable marketing structures5
~ aggressively search.for new sales opportunities-.
- continually monitor market demand an.d develop 

products in consonance with the monitored demand..
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Thi-ough K.Pj.T.A (Kenyft llxternal Trade'Authority) handi­
craft, cooperatives are prcscritly havirsg beneficial; i ; •
mexJc'ctiri'T. relations and cofnmer'cial contacts; abroad. As ■, 
a result of extensive, corresp.ond-enpe; with U.S buying and 
merbhandising organisations, K̂ T̂A aî aiiged a product. 
reviSw'at, their stand at the international trade fair in 
Milan, Italy in 1977 with a merchandising specia.list from 
the Associated Merchandising Corporation (A,F*C), A.M.C 
is 3. group of 47 major retail stpre chains • throughout the 
world affiliated into . a. buying network,. The A.M*0 execu­
tive reviewed the vast selection of handicraft merchandise 
bnVtisplay, in Milan and selected a nujllbe±* of product linos 
for'"ind'cptlk market appraisal by seasoned.,buyers a.nd 
Merphandise Spicialists, ’ ■ , r,
Feedback came several months later alons v/ith first'orders 
from buyers indicating that woodcarvin'̂ ’s of Akamba Origin 
were'widely accepteĉ 'by the retail 'tores in A.M.C not- • 
work« T’̂is initial contact has led to a continuing-pro­
gramme of new styling a,nd‘product,.development-, for sales to 
the A.M.C affiliates. At present product development on 
woodcaryinî s for ArJ\l,C stores have been finalised for 
their gift.decorative accesseries, housecare> Christmas , 
ornaraents and toy departments*
The said success v;ith which ;V\?ood crafted articles-had 
obtained .a .foQdhold in the rriaret has; lad the cooperatives 
to exaiiiine how the market position cquid .further'be 
strengthened. This has recently led to the implementation 
of "in-store'l- demonstra.tlon plan by cooperative mias't-ep? 
carvers, thing which-has'off ered custofflors-abroad'the, 
exnc'ri,Gncd ■ of. Seein;5. the sculptures bein2: carved,. fu.rthox 
ctimul'a.tin.q, their demand for the wood crafted items.
In future, .piore of such in-store” demonstrati-o.ns'-will)'be 
encouraged for the Master Craftsmen of Kenya's cooperet- 
tives for the following purposes r . ,
- for .launching new. product lines ;
- feajtiire special merchandise, and , . ' ’
- a,ecelerate sales of an exclusive or weel prices lines.
The Ministry of Cooperatives with the assistance of IC'̂ TA’ 
recently conductod a cost/benefit analysis of such "in' 
store" 4 embnistr.a.tjl,ons-, listing tlie objectives- of such a 
series of,'.promotions and the estima-ted costs .of-st-egi-ng 
the .events,. The benefits anticipated inelude,d :
- obtaining ad.ditional orders from stores . • ■ ' <
/■pa3r.,ticipating.-on the promotional events; .:■ ■

- receiving'practica, ! 5 on-site training for
the handicraft cooperative management .in . _
pi'eparing and '-'c&̂ryirig otit prombti'ons- dn ' “
foroif̂ n ma,rkets; , . •
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- getting media exposure for their art tbxough
advertising placed by the stores,to promote the event; ' '■ ' ,

- getting'insights into consumer buying patterns 
for use in planning futixro production^

- carrying out market testin:̂  of new productstyles at the consumcir ;1 gvg1 |.’
- analysing the range of retail prices to be

used in ’emulating future y/holesale prices
Qjad discount policies to increase the returns ; 
io the cooperatives, axid

- expanding, the positioning possibilities of
handicraf.ts by enha,ncing their image a,s 
important fashionable merchandise.

Marketing (Domestic and Foreign).
It hs-s already been alluded that most of the domestic • 
sales are really retail and people buy in a walk-in- 
walk̂ -out basis, Usua-lly there is no prior notification 
or premid'itated intention’ to buy. Here there are no 
serious profnotional cajnpaigns carried out, all that 
tends to matter is the choice of shop location, service 
offered and window display.
Of course different/same products from different, coopera­
tives will differ in size, shape, finish and the 
product's self off-take.
Before the formation of the Kenya Crafts Cooperative 
Union most, of the Qxport brdei'S were obtained through 
K'^A (Kenya External Trade Authority) a,nd also through 
private qontacts by the,various cooperative groups. On 
the v\Thole' Î urppe and North America have been the biggest 
buyers of Kenyan ha.ndicrafts. Individual' countries . 
include Ca,na,da,, Germany, SwitZGrland, etc. It has not 
been possible for the cooperatives to attend trade fairs 
and exhibitions abroad duo to lack of funds,.
Main Problems;Pacing Handicraft Cooperatives
Major problems in the handicraft movement can be grouped 
into four categories;
- lack of management skills
- lack of specialised skills 

marketing constraints
- lack of capital.
Lack of Majiagement Skills
Most of the prima.ry handicraft cooperative societies are 
locatcd in the rural areas with exception'of Nairobi H.C.S? 
Maendeleo Handicraft C,S and Akamba H.C.S, Because of the 
high rate of rura.1 - urban drift, especially among the 
educated, rural areas are often devoid of skilled majiagers.
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At the s’arno time bcccmso of the Inoqu'̂ litiQD ̂ in the 
ciistributiofi of social aminities between rural and 
urban areas, it often happens that the skilled managers 
ask for higher fees .in ordex to take up • jobs in-the'rwal 
areas'( t'o compGnsg,te fq±; the alternc.tives foregone),

Level and Category of ’Torking Skills
Artisans in the .handicraft cooperatives still .continue' 
v/ith the inherited, procluct lines and skillŝ . .They, fail 
to realise- th'̂-t the produce linos have already reached 
saturation point in the product -.cycl'o j>,nd hence there 
is a necessity .to ..affect change. ■ *In Konya this, situa­
tion ha.s arisen'becaMS.c- of two major reasons :

Absence of prot'dtypo/product development centres
Presence of only a few Kenyan deai.gnors< ‘Kenya' - • • 
hc..s very few crafts designers compared to other 

.•■countries in the world'. There are only two 
-designers knb’/m in the craftswork circles* The’,

■... only institution in Koiriya. tra,ining .designers' is ' ' 
the University^ oT Nsirobi whose output in this 
line of prpductioh has little rol'evance to wood , '.

,■< carvin3'.Se-ator or tho existing handicraft industr-y.

Marketing Constrai^ts ■:
Marketing in any busifiess can be looked, into'as-an 
inboracting a.ctivity or as a customer demand. As an 
interacting activity,. ma.rkoting is the total system of 
inti'Tactin'3: business'activities d'bsigned-to plan, promote 
apd distribute, wants satisfying^products and sertices ' 
to present ?jid potential customersi As, a customer 
demandjr’ marketing is the performanc.e by an entejrprise 
of all activities reqtiired in order to preate> ■ promote' 
and distribute produQts in, acporda,ncc with,the wishes 
of present and potential customers, •
l.'hat then af'e‘those activities tha.t the handicraft 
cooperatives have not been able to po'-form a.dequately?
- anticipate demand - handicraft cooper.-'.tiv̂ s -•

ha,ve not been able to determine .specific,a,lly 
who wants what type of product, when and under 
what conditions of sale • '

- plan and develop products - they have.been able 
to determine specifically ,7hat prgdvicts-to 
produce with what special features end sizes and 
in what quantities in order-to, sp-tisfy the •grea.t number of people .... ^

- product price some of the ‘ handiera-ft product 
prices arc vor̂ r ̂ mrealistic,,H?ndicraft Movement 
hpve of late -deterrairiod wJbat -costs e-jse involved • 
in production and v\;hat'̂ profit margin to e2cpc?ct •' 
from da.ch product line.
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A possible contrilmtor factor to p6ints raised above is 
probably the bacl?^q\md of the. .artisajis engaged in this 
industry, 90^ of the artisans are illiterate and produce 
only for subsistence. They hencc fail to comprehend the 
need for sound cost' calcula,tion, market survey and 
product development,
Total Foreign Exchange Warnings vs Foreign Sxchan̂ ê 
Earning by the Handicrafts Gooperativos
During the year 190lj the. total foreign exchance regis~ 
tered through foreign sales of‘handicrafts was estimated 
at slightly over i5hs.l6 million.
A look' at the' handicraft codporativos reveal that Akamba
H.C.S has the highest* export 'sales cs-tirae.ted at ICjShs 
500.,boo. This was followed by 7araunyu H.C.S which earned 
K'.:s,lOOj000, ' The contribution .of other handicr8.ft coope­
ratives in the export market was puitc negligible during 
the -jroar. Total' export sal,es from the h??XLdicraft coopc- 
'Tative sector has thus been estimated at'orily of the 
total foreign exchange earnings. Statistics show that 
the bulk of export sales was performed by mid'dleinen who ' 
buy from coofierators (by-passing the society's showroom).
This by-passing of the societjr has been necessitated by ' 
the poor financial- position of the cooperative societies. 
Most of these societies have no funds to enable them to 
purchase all the produce from members 8.nd neither do 
they have funds to enable them to professionally fill 
orders.
Lack of capital ha,s generally discouraged product deve­
lopment in cooperative hajidicraft industry. Craftsmen 
usually have problems in designing new items. IGTA 
and the Ministrjr of Cooperatives ha,ve alv\̂ ays been talcing 
the task of monitoring market demands in foreign markets 
but their efforts h-ave often been fastrated by lack of 
co.pits.1 to re-direct preducti'On,
In .general, even when a, producer ha.s a good idea for new 
product, he/she is often not able to êt the financing 
necessary to buy new tools and develop the typrototypes 
as banks are seldom v/illing to loa,n money'to ©mall busi­
nessmen for resea,rch on new product ideas. As a result 
of which our cra,ft producers exe forced to continue making 
primarily decorative crafts which have already 
flooded the markela.
Future Requirements
For further development of the existing product lines 
there is need for the establishment of 8. prototype centre. 
This centre would then bo charged with the responsibility 
of !
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continuously develo.TDin.'jj the handicraft 
prbduc't.s. and roleasing. prototypes- to 
the societies for mass production-
melting qua.lified designers availa,ble . 
and traini^' of local artists on the 
art of design and development and

‘ . t . r .- continbusly change■product lin^s in 
consonance with markpt

Finally,;-several handicraft .gro]up̂s exist in Kenya 
managep.-jas .-SQlfi-help rural-group'̂ '̂/ 'Such groups, hpvê  . 
the ■:nQC§asai'y'potential to "w,arrant ,their organisation 
,'into vialple .handicraft coopeD̂ atiye'society.'' Ther.e'î ;. 
thorefeĵ e ,n6od for ' technical. ,ahd '’fi'nancial .̂ssîiiaijtfe'’ 
for a thorougĥ  sunreyt'cf ̂thj3'«;iiâ dicraft sectojr V/hich 
WQ\ild.. Consequently le?4 to identification and̂. registra­
tion ô 'p̂ ^̂ ential produc'erj j^oups' as. cooperative , ,societies,V , , ^ .t . * -i,

H  ̂j •» i-X- -;{■ a a a
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E X P O R T  M A R K ET IN G  A C T I O N  P L A N

Bot&i'XLna
Kzmja
LeAo;t/io
MaoAXttuA
SiMz^and
Tanzania
Uganda
Zambia

'. ^  V '



EXPORT MRKETING ACTION PLAN FOR

1, Selected Products
- Ts;pcstry fvvall hani-ijings, ladies' bags, etc)
- Basketry (basket, table mats, etc)

2, Identification of Constraints (Tapestry)
Advantages ' ^
- creation of employment 07jportunities to , the 

rural conimunity
- incr-oasing women’s participation ejid involve­

ment in the oconomic/industrial development
- foreign exchange earnings
- creation of the base for the utilisation of 

the raw mc’terials from the Kanakiol Sheep , 
farming industry.

Pis adva,n t age s
- lack of import financing end procurement of

bulk buying of raw materials _
- lack .of sal-QSr promotion
- inadequate exchange of marketing information 

'/ith importers
- lack of management and marketing techniques
- high pricing resulting from the use of hand

driven machines : . ; ;
- ina-dequate expertise in the use of export 

documenta.tion
- exchange control problems in respect of inter-/, f r'ican trade,

3, Solutions
- intensive training prograiinne in areas of 

majiagemen'ti finajice and marketing techniques
- provide marketing a.nd sales promotion techniques
- improve the procurement of bulk raw materials
- review pricing policies & offer competitive prices
- -provide catalogues and price lists
Maî kats
- Europe
- U.S.A
- Scandinavian countries

-  43 -
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The abav:e m.?j?kGts havd‘distinct advantages irr the 
area,s of payments ajid exchange control systems in 
addition to the establishment of trade arrangements 
such as Lome II (ACP-EEC)* '

4* gasketry (Baskets) ■
On the above products the main disadvantages are :
- Mobilisation and orgr.nisation of producers
- Standardization of products and quality 

Conj:rol
- Compliance with delivery schedules

Marke1;s
- same as above*

Solution ■
- Improve coordination and mobilisation of 

produc ers
- establishment of collection points or 

stations
- offer better prices as incentives to

producers, , _
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EXPO JT PROMOTION PLAN FOR K’̂]NY/-
Selected products-With ex̂ port potential ;
(a) Handicraft - fi) wood carvinjs

(ii) stone carving's
(b) Horticultural produce - variety of vegetables
(c) Honey natural honey
Marketing mix for each of these three products with
export potential is basically the sajne. . 7c take
handicraft'as an expinplb for discussion as follovvsj
1. Product - Handicraft with export pojcntiej. '

(a) The production of handicraft ba-rvino;s he 
they ’.'•ood o;r stone in Kenya is by specialised 
craftsmen whose traditional'production techno- 
lof̂ y has been inherited from their forefathers,

(b) The production quality based on the traditional 
skills has been described by visitin']̂  tourists 
and buyers from abroad as the highest'in the 
third world,

(c) In the financial year ended 30th-June 198I 
Kenya recorded some K-1.I6 million earned as 
foreign exchange from handicraft 'export sales,

(d) Both wood and stone carvin'i'S ha-vd altre'ady been 
exported in large quantities to Europe and 
xunerica c.nd continue to remain exportable,

* ■

(e) Both are wholly produced locally in Kenya and 
are xJ3̂ incipa,lly "for thcT.export market,

(f) Raw materia,l for both types is ava,ilable locally
■(̂ ) Capaicty for production is available, About

8000 to 12000 people ^killed in wood carving and 
and ?:bout 2000 people skilled in stone carving 
are engaged in production,

2, Advantages
t ■(a) Value auded on handicrafts.is higher than any 

other product in Kenya, Carvers earn more from 
ca.rvings than could from other ’ products,

(b) High production skills and teclmology 
founded on traditiona.1 inhez’itage,

(c) The handicraft have alreaxly reached the 
export market and sold successfully,.

(d) Competance in producing both utilitarian* 
culturs.1 and decorative carvings,.
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•iGH-3• PiaadvantagGs
(a) Price factor affected by lori£: distances 

between Kenya, Ĵuropean, Pnd US Markets.
(b) No Government protection is given where 

producers could be given subsidies so
r ■ as to enable them offer coiapetitive

prices for handicraft from other sources,
(c) Competition from other dealers.
(d) High'costs for packing materials.
(e) ,Diffic\ilties experienced in chajtiging the r

skilled producers to conform with market 
requirements (conservatism in producers).

Ho’.v to overcome disadvantages
(a) Strive to centralise the rac.rkets - 

both domestic and export m3,rkets.
(b) Educate producers to become market oriented,
(c) Standardization of production in order to

r inhance standard packing,
(d) Delivery on time,
(e) Secure government's protection, '

5. How to Market
(a) To maintain the already existing 

export markets,
I

(b) To exclusively use K'3TA (Kenya External 
Trcide, Authority) to get export information 
as regards, tariffs, now mo.rkcts, training 
suppoî t, etc,

(c) To participate in trade fairs and 
exhibitions,

(d) To make contacts with potential buyers 
by making inquiries through trade 
attachees arid embassies,

(e) To advertise through local and 
overseas papers.



E3CP0RT M.'-lRKET PLAN FOR LESOTHO

1 7

Gmployment opportijinities mainly On a paxt-time basis for 
ovqz- 1,8 54 • P P - -  s,ons, nainly women.
The Projc.ct acldg value to a locally a'/ailable rav/material 
and 3,̂ Such'contributes to tha economic sclf-reliajice of 
the country. The prox. ct has been orfjâ nized on a coopera­
tive basis Phoro fortocn primâ rjr production cooperâ tives 
are in oparation and Lesotho Hand spun-Mohair has bean 
rcgictsred as. a cooperative sociot;̂  to serve tlie'.primary 
production coopera,tives with inputs ĝ d act as their 
.selling agent,of the mohair yarn. :
Product^o^ Levels
ActuG,l production of hand spun'mohair yiarn shows consido- 
■r?.blc fluctuation in quantity, dGpSndin.-i!: on the 'time 
available ..for spinning* The interferrinc f'̂ ctors' which 
are lar;5:;oiy beyond management control are Agricultural 
activities, illness and family affairs*
Quality of yarn -produced differs from one primary coope­
rative to the other r'xid. even for every individual ‘spinner 
about three qua„rter of the produced yam is classified 
as grade one. The quarter of production is of second 
gradev- • , ■
Field observations give the im.pression that though the 
••epinnors recognise more or loss the differences between 
first and second grate yarn, they he.ve no exa.c.t, insight 
in the price differences a.nd in general cajinot calculate 
-in advance thci'r profit for one month's work. However 
some intensive refresher courscs a.!t the village level 
ha,ve been programmed.
Marketing
The Lesotho Handspun Bioha.ix* yarn is 'a higlily, valued 
product which is destined for export,
■Advantages of Mohair yarns
The main expox-’t a' traction of handspin mohair y^rn is on ;
1. The tihiquoncss of the product, which '̂ ves it ...a high dcraand, particularly becsAiso it is new and there/- 

is no competition for it,
2. Its .̂/arrdth and beauty, its softness andj;strength 

and over .and above all it is .a lustrous fibre.
3. Lesotho Handsp\m Mohair is the only able concern

to supply the Mohair yams to the world at present.
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PisadvantagGS
1,' The yejm is produced by rural ucoplc who also 

have some other connnitments related to other 
agricultural, domestic activities,

2, It had become apparent tha.t the market for thick | 
dense yarns was negligible due to the high'cost
of mohair. In order to cure the situation, we 
are now producing medium y:̂ rn of appro:cimately 
875 Tes and a doubled version of the samCi

3, Unevenness - These existed some variation in 
evenness, This was a problem which strict quality 
control hats greatly reduced but is specially appa­
rent in flufly yarns. Unevenness often resulted in 
■'■'efik spots in the thinner sections,

14i Yarn breakage had Been a constant problem moJcing 
the yarh unusable on combing or kttitting machines. 
This problem is however solved with the use of v;ool 
code to give it more stt'ength. The result of those 
p3Toblems is not ohly a limited appeal to the larger 
markets but also a dramatic increase in production timei
It Was ohCe suggested that the utilization of machine 
prep8,red fibre r;hich would result to improved yam 
could be spun much more quickly and would bo more 
saleE,ble to the broader market. The main point of 
contention was ajnd still is to what extent should 
the fibre be processed as we have n)t been able to 
identify the main suitable purpose for the a,pplica- 
tion of the product. It is only when v/e know the 
application of the product that we can have the 
tailored quality control and streamline the distri­
bution channels in favour of the users in a chosen 
market area.
So far initial mai’kcting studies h ve been conducted 
for Dehmpjrk, the Federal Republic of Germsuny, France, 
Italy, Norway, Sweden, Switzerland, United Kingdom 
and U,S,A while also the Southern African market 
has been approached.
Our pli-'ns are to produce 2000 k"S of mohair hs,ndspun 
yarn per month but this figure is of course "djustable 
depending cn maxket demands. At the same time there 
is some scope for expanding locally the sales to 
tourists and weaving centres. In the initiaJ. stages 
of our marketing policy we envisage a two tract 
nature!
The first grade yarn mil bo sold in a limited number 
of sophistica,ted export markets while the lov/er grades 
can be sold to loca,l and regional weaving centres.
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EXPORT PROMOTION PLAN FOR MAURITIUS

Product ; Potatoes 
Advantages
Fairly rea,sono,T)lG cost of ijroduction. Infrastructxire 
in existence e,g cold storage facilities, good road 
network i.e transport facilities*
Disadvantages
Seasonal in the sense that it is aji interline crop 
i.e it is ple-ntcd between two ro'̂ s of canc and can 
only ■’oe'planted in large quality softer sugar canc 
harvest.
Shipping availability and the high cost of freight. 
Market
Reunion and Seychellesi Reimion because of the 
high cost of production and Seychelles because of 
the scarcity of land.

How do we overcome our Constraints
■.7e can do nothing about climatic conditions. Liberal 
law in our diversification progranme. As for Trade 
barriers government has to negotic-te with the other 
countries. As for shipping and air freighting we 
have to try to interest shipping conpaniee.



EXPORT PROMOTION PLAN FOR THE KTNDOM Off SWAZILAND
Product 1 - Hides and Skins
Advantages
High popup'tion of live stock. Better doseaso control 
fa,cilities. Bettor extension services. Technical 
Assistance export on Hides and Skins, Availability of 
infrastructure - using cocperative societies v/hich are 
sca.ttered all over the coimtry.
Disadvantages1^ I ifc I I 1 -̂11 I ■

Quality control i.e sm̂ lll farmars still use oxen to 
plough their lands, they are bound to "beat animals thereby 
worsening the quality of skin. Again financial institu­
tion brand the animal y/hen former requests for a loan. 
Pricing, market prices fluc'bu?.to no'v and then,
landlocked country - No easier routes to o abside markets 
except through ?.epublic of South Africa 0jid Koza,mbique 
The latter faces internal squablo and language problems.
Identifying better markets.
Plans to overcome constraints
- Intensifying training proigfammes for producers 
through extension officeirs*

- Requesting 1o;?xl3 and grants from financial 
institution and donors respectively.

- Acquiring through ICA a teclinical assistance 
from overseE,s i.e someone'conversant with hides 
and skins quality control.

Produce 2 - Pineapple
Advantages
Favourable clima,tic conditions. Centralized: production. 
Produced by Cooperators. Two picking season. Close to 
railway line. Cexi be sold as a fruit or processed as 
canned fruit.
Disadvantages
Storage facilities, High sep,sonal laboirr rGquirements. 
Landlocked country. No established markets.
Overcoming Constraints
- Lodo;e a request to finance storage facility for 

ccntreJL wa,rehousing a,nd raising share capitaJ. to 
meet required change i,e working capital.

- Cut high seasonal labour by introducing machinery to do the job,
- Signing trade agreements with coxAntries having 

access to sea outlets,
- Request for an agent in neighbouring'countries

i,e Botswsjia,, Lesotho rnd Mozambique.,
#* • r\ ■ ■ »»
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BXPOaT PROMOTION PLAN FOR TANZANIA 
C^h crops - Coffee, Cishovvnuts, Grapos for wine 
Industrial Products - Textile (women), Leather (shoes) 
Constraints and Advantages
Cash crops 
Coffee

Constraints
Q̂ ia-lity
Quotas
Pa.ckaging
Transport
Competitors
Mf.rket
Substitutes
Management

Advantages
- Two types produced 

Arabica & Robusta 
Taste of Arabica best

- Processing ajid thus 
va2ue added-

Cashcwnuts

Grapes

Textiles
Zhan̂ '̂ a and 
Kitenge 
(women wca,r)

Leather
(shoes)

Transport 
Quality 
Grading 
Competitors 
Markets
Production Capacity
Volume produced low 
due to low price 
given to growers
Lo’̂' production 
Low technology 
Pricing

- Processing & packaging:
are done locally
Second v/orld producer 
to Mozambique ■

Low production 
capacity because of 
non availability of 
machinery spores
Chemical imported
Competitors
Technology
Squipmcnt
Technology and 
Management

Environmental
advantages
Harvest tv/ice a year
Processed and/packed 
local ĵr

Cotton grown and 
processed locally

Raw materia.ls locally 
produced
Processing also done 
locally
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How to overcome constTaints •'
. , .v -  , - f  ■ _ , V-

Coffee ~ Tr̂ 'ining of Manpower '
Gashenuts - Pinsl' new ra?.rkGts V7hi-eh do not'' 

fall in quota .̂sreemcnts
Alterna,tive packing materials

: I
Grapes - Shoulcl be researched upon.

- I'earn more of com'petitors
- Product promotion
“ Selection of m?-rkets

A  T '. O'

, 1 -

Textiles
&

Leather
Quality e,g training of manpower
Government to be advised to increase 
farmers prices
Learn more of competitors business 
in the same field.

Markets
Cash Crops - European coizntries, USA, India,

Scandinavian countries.
High demand due to :
(a) non-aVailabilitiy of these products there
(b) taste, etc, 7

Industrial products - Z&Ji'ibia, Mozambique, Kenya, Uganda
Reasons - ta,ste, fashion, design

Marketing Mix 
Product Price
Khanga
Kitenge

Place Promotion
Shoes Coffee Wine

Cashewnuts 
"Kitenge 
Khsnga 
V/ine

People
V/ino
Coffee
Khe^a
Kitenge



The Market Mjx (contd)
~ Pronotion ; This is done through the Ministry

of Commorcc by the lilxport Promotion Council
- People : Investors in the leather industry.

Pinoapples
These arc exported when they are still fresh. The
target markets are in the Middle East and Europe,-
Adva.nta-̂ es
(i) To earn forei.5n exchange
(ii) Due to the lack of processing machinery, it is impcrr’/tive that we have to dispose of 

this product.
(iii)To stimulate and encourage production of the 

product and get better utilisation of the 
arable land.

Constraints
(i) Tra,nsport - pineapioles have to be airfreighted, 

v/hich is very expensive e.nd. yet the flights are 
not available as and when re-̂ uired.
Solution - Thci'e is a need for more plans,

(ii) Pineapples are perishable products. They 
thereforO require quick? careful and timely 
hajidlin,̂ ;.

The Market Mix
Price - This is mainly determined by the law of 

su-oply and demand in the buyers market.
Product - The fruits are sold fresh
Place - This is in open markets in both the 

Middle Ea.st and Europe
Promotion — This is being carried out by the 

Export Promotion Council in the 
Ministry of Commerce

People - These are of course consiAmers.



TOOHT PROMOTION PLAN UGANDA
Products - Hides & Skins 

Pinoa.pplGS

(a) Hides & Skins ..
(i) The foremost advantr^o that .v/e aim at 

is to goneratc foreign exchange that 
is badly nrjoded by the nation,

(ii) Uganda, hs.s a large VpopuOLationi-of cattle, 
goats and sheep which p3r*ovidc sizeaTble 
ntunbcrs of hides and skins. The tsjinery 
at Jinja is.not-yet operational. It is 
imperative that the hides and skins bo 
exported in'order to diapose off them. - 
Otherwise, they will be Wasted at the. _
detriment of the nation*

■ ' r  - r .
Constraî -̂ s
(i) Quality standards. The livestock are . . 

scattered all over the countryo TThere 
'iS--'rio central rlaughtQr-houcc but many„
of them in towns. rÔ d tr̂ xling centrcs.e 
It is therefore difficult to hs-vc hides' 
and okins conformng to the required ... 
stand s. ?he solution, in this r.oga,rd is 
to have 'Expert Advice and'to esta.blish" 
a Central sl.̂ ughter house,

(ii) Lack of know3-odge about markets - Since 
the past ;and upto now, the’hides and 
skxns. are ,.exported to.,, the Middle.East
_ and .ICurope ■ because. the countries tha'reof 
‘have been the traditional importers of 
these predatets. Theic’O is a- need to 
explore other, marketsor • •The solution in this direction is to
get better market information, ' ' ^

(iii) Lack of technical knowho'V to opcra.te
a local tannery at . Jinja.,,.. Should, leather; 
bo exported instead of the r3;.v skins a.nd 
hides, the. country, would earn more foreign ' 
exchange. It will be nocessa,ry therefore 
to' got tschniceJ. training for oirr people. '» 
to man the tannery. UNDO would be the 
right organisation .to. assist us in this matter.

The Market Mix :
- Price : thio is controlled by raw materials
- Product': It is a raw mrterial . '.
- Place ! It is the foreign companies in Europe

and Middle East ttUvt do buy-the .hides.
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EXPORT PROMOTION PLAN FOH ZAMBIA "...  ' "
1, 'Tlxport Objectives

(a) To earn foreign exchange
(b) Create Employraent

2. Product for Export '•
Groimdnuts

3« Assessment of Export Oe.pability ' i;' '
(a, Positive Features

- Good* climate and growing conditi'ons 
~ Good'and high quality groundnuts
- Favourable goverrmiGnt export policy
- Favourable government agricultural policy
- Sufficient Training facilities

(b) Negative^Features
- Non availability of grading facilities 
-'Underdeveloped quality control
- Transport problems - no cost
- High labour costs
- Lo7v' labour productivity :
, High pa.ckaging costs  ̂  ̂ ... / ,

- Inattractive packagin̂ g a.nd presentation
- Limited information on Im.port Regulations 

and other external trade information.

4* Measures to remove the Export QonBtr3,ints
(a) Creation ..of an intemationeJLly reorganised 

grading organisation
(b) Improvement on quality control
(c) Improvement on Communication
(d) Intensive manpower training and education
(e) Appropriate mechanization
(f) Establishment of contacts with international 

agencies dealing with international trade
(g) Knowledge of regulatî ons on export terket.

- 5 5
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50 Target markets
(a) Middle East
(b) West European countries

6, Marketing Plan
(a) Product

“ Identify the specific product requirements 
of the customers in taste, packriging, 
appearance and size and other characteristics

- Product ada,ptation to customer requirements
(b) Pricing

- competative price
- price to cover the va,riable cost of the 

high qua.lity exports ajid the fixed costs 
to be covered on the sale of lov/er grade 
groundnuts

(c) Promotion
- Establishment of an export promotion

orgrjiisation or findin̂  ̂suitable 
import organization

- Advertisement in international 
magazines reaching the t8.rget group,

(d) Place
- Distribute to delicatesc firms,

Restaurant, chains and big super­
markets ajid other Consumer 
cooperative chains,

(e) People
- constant contact a.nd coiiammication 

with the main custom.ers.
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RECQ]̂.̂ SNDATI0N3 ■
/ • s

(1) Realising the great benefits which the cocper.ativo 
movements in ‘3ast, Centr?.! and Southern Africa 
could derive from pa,rticips.tion in impo ̂ t/export 
trade, the seminar appeals to all members of the 
Te;3:ional Office to find out '.vays>jid means of fos­
tering stroilg trade linl̂ s 7vith cooperative a,nd non- 
CO operative’orgfmisa-tk>ns within Africa and or With coimtries abroad*

(2)V Heali sin:; th'r technical difficulties involved in
the promotion of international trade, the seminar 
urges, all members of the L̂egional Office to take 
advantage of 53uch assistance end services as are 
available $,t the International Trade Centre, Genova 
and further 'stresses that the International Coope­
rative Alliance should play the role of a clearing 
house v/here relevant infonnation- elnd assistance on 
matters connected with intern..tional trade could bo 
collected, sorted out and disseminated to neniber 
countries* ' ..

(3) Convinced that the- ICA Regional Office should play 
a more central I'ole in promoting international 
trade genej?ally and cooperative trade in particular, 
the seminar recomraends that the Regional Office 
should set up a trade information and promotion 
departments/section which v/ill, sinong othe’l’' things, 
be responsible for promoting international and 
African trade, for providing professional advice
to member coujitries on ho w best' to , improv6-'their ̂ ) 
import/export business and for determining train­ing needs and prograrranes for those \’;hO would be 
involved in tedhnical oper.:/tions, The section 
should also m3.ke available to lacm.ber counî ries all 
information regarding legal a.nd internal roquire- 
m'̂ nts of intern“tional trade as a tool to improve 
and enhance imports.

(4) Realising- the ,need for guid?nce and support, pa,rti~ 
culc-rly during the initial period the seminar virges 
the. coopera.tive movements in the region to take full 
advantage of the existing fa.cilities offered by 
national export promotion agencies (e,g Kenya 
IDxtemal Trade Authority in Kenya) , the Auxilliary 
Committee of ICA such as 'il'-̂CA.and IN'T'SRCOOP together 
with other international bof.i.:s like ITC.

(5) The seminar feels strongly that all experiences 
gained through the South l?.a3t Asia Inter-Cooperative 
Trade P̂ o;ject should be utilised for the benefit of

. the 'Eia.s't, Central and Southern African region through 
the support of ICA Regional Office and other relevant 
agencies. The seminar also appeals to those concerned 
to carry out exchange progrcjnmes between the South 
East Asia and the East, Centr<\,l and Southern African 
regions*
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(6) Healisinf̂  the fact that internationa.1 trade
not only .benefit the cpoperativc movejrionts but ' 
a,lsp the 'respective go.verajTients in O'̂.ch country, 
the ̂ seminar appeals to the /'overnnî qnts in the 
roî jion to allow cooperative org:f,nis.:.tions to pe.r- 
ticipate freely in foreign trade particuls.rly

■ ' '.’'/here such business v/ould lead to generating more \ 
income for the cooperative members,

(7) The seminar recommends that follow-up seminars at 
national ajad regional levels should bo organised ■; 
froiii time to time to evaluate what has been achieved
;-and to GxpoSc' participants to naw tecliniquos a,nd
experiences, Ĵ tudy visits to in'austrialised coiin- tries would be particularly useful a,s a way of 
facilitating the exchange of experiences and 

' ‘ encouraging a dialoguei between potential exporters 
and importers,

(8) Considering the enormous b-raoimts of money spent 
by cooperative organisations on imports of farm 
inputs and consum.er items, the seminar recommends 
that member coimtries should find wajrs and means ' 
of improving the efficiency in,processing imports 
(particulat'ly through the . pplication of modem 
methods a,nd teclmiques) and should gee to it that 
as far'as possible the business is given to coope­
rative organisations as opposed tc the current 
pra.ctice of dealing with priv̂ .te dealers,

(9) Action Plan - The seminar recommends the adoption 
oTThe'ToTTo\vin.'T ?-ction plan :
(i) The''̂ ê jional Office should carry out an 

indepth‘Study, preferably by a qurlifiod 
and experienced international trade expert 
who should help to identify export potential 
So as to enable cooperatives in the region to 
prepare thOir export 'strategies and action 
progremmes. Initially, the assignment could 

-' '' V be on a short term .ba.sis ( two to throio months),
' (ii) In case; the above study shows positive results 

a fuli-flodged project should be established 
at -the Regional Office alon'̂ ’: the lines of the 

' ■ ' C00PTR̂ \b3 Project at .the Regional Office in
South East Asia where a, full, time international 
trade promoter would be based. The COOPTRADE 
project at the Regipna-l Office vvould be required 
to provide guidance and support in export 

■'"promotion to member countries., . It would a.lso 
be a desiring house for relev^t information

■ ' ’ and training materials for member countries.

“ * 5 8  ^  -
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(iii) Starting with counî rios with the greatest
potential, special coopora-tive export promotion 
departments or agencies should be established 
at the apex organisations. The responsibilities 
of the export departments would bo to study the 
national situations more closely ajid to work out 
action programmes which r/ould be based on prio­
rities of the cooperative movements. The depart­
ments would work very closely with the "’regional 
Office in the formul:-tion of export plans and 
in establishing trade contact in and outside the 
region. The Regional Office would also coordi- 
no,te training progr̂ jnmcs for technical staff 
responsible for export in the member countries.

(iv) '/hilo awaiting the implimontation of the above 
proposals, closer linlcs should be maintained 
between the logional Office and member countries 
on all matters pertaining to international trade, 
The llegional Office should solicit for relevant 
information from international orgaiiis.-.tions 
like UNCTAD, ITC,' etc., and'disseminate it to 
member countries* Likewise, memberi countries 
should keep the ilegional Office informed about 
their export potentials ajid plans so s.s to 
enable it to play a more central role in promo­
ting international trade in the region*
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SEMINAR P?.OGRAM'/Lti,

SUNDAY ? 13TH JUNTC : Arrival oF Participants
MONDAY : 14TH JUNE
08.30 - 10‘.00 : Registration of Pp-rticipants *

Climate Setting and Information about Practical Matters
10.00 10.30 • Official Opening
10.30 - 11.00 •• Tea Break ' C
11^00 12.30 •• Background about the Seminar 

E* Anangisye
Introducing the Seminar 
Programme ~ A* Kimario

l2i3D 14100 i Lunch Break
14.00 14.30 ■ • • Information about I'CA - C* Kabuga

Information about SCO - Bergstroem
14.30 - 16.00 •• Presentation of Participantst . 

Export Potential
16.00 - 16.15 •• Tea Break
16.15

■■ i
17.30 m• Developing Countries & World 

Trade Assistance and Services, 
available - R. -iifolf

■j r.-. ;
Chairman of the Day - Anangisye 
Rapporteur - - rihuzi

TU^DAY : 15TH JUNE;• »*• “
08.30 - 10.00

• -* r’t

•• Export Management and Marketing' 
Objectives & Policy - Wolf■1, i A, .

"io.oo - 10I30 •• Tea, Break
10.30 - 12 .30 •• Export Management & Marketing - Wolf
12.30 - 14.00 • ;Lunch Break
14^00 - 15.30 •• Product Adoption, Packaging and 

Promotion - Benjamin
15.30 16.00 ' : Tea, Break
16.00 - 17.30 Product Adpptation ...(contd) 

Benjamin
chairman of the Daq - Kahuga 
Rapporteur v . •••T’



61

V / E D N S S D A Y  t 1 6 T H  J U N E

0 8 , 3 0 1 0,00 ••

1 0,00 1 0 , 3 0 ••
1 0 , 3 0 - 12,30 ••
1 2 . 3 0 - 14.00 ••
1 4 , 0 0 -1 1 5.30 ••

1 5 . 3 0 - 16,00

1 6 , 0 0 - 17.30 y

Chairman of
' Rapporteur

THURSDAY • 17TH JUNE.

0 8 , 3 0 •'do * 0 0  :: i-
1 0 , 0 0 10.30 j

1 0 , 3 0 4m 1 2*30 i
1 2 ,3 0 ' mm" 1 4 i'00 •

1 4 , 0 0 - 15.30
!

••

1 5 . 3 0 - 1 7.30
•'•1*4 -

. s
Chair

FRiiikY-'r 1 8th JUNE

Selection of export Markets 
Identification of Market Potential

Tea Break
Selection of Export Markets - Wolf 
L\lnch Break
Banking Services ,for Exporters/ 
Trade Facilitation - Okajra
Tea Break ’ ' .

- Muyakwa ■

Selection of Agents - ’.Yolf
Tea Break-; ' ' -i’ - ' /
Selection of Agents. - Y/olf
. timcH‘Break: -■ •• • ' - , . • 
Intra-African Trade - Wsjiyanffeh-
Intra-African Trade - T/ajjygiideh

• I.

nan of the nay - MaurenKJOtoo 
Rapporteur - Khanyane

08.30 - 10.00 t Costing & Pricing'fo'r Export - Wolf
-10^00 - 10.30 : "Tea, Breaic ;
10.30 - 12,30 : Air/Sea Px;oigl± Comparative costs- "" - ■; .

C'jl2,30 — 14.00 : Lunch Break
14.00 - 15W30?̂ '- .1 . Syndicate; Work .on Export'■■’ C .

" ’̂karketin̂  ̂Action* Plaft*
15.30'■- 16*00. : . Tea Break ,. ■ ''c.
16,00 - 17.30 ; Plenary Session'' o

Chairman of the Day - Owino 
Rapporteur - R^msamy

SiiTURDAY : 19TH JtfNE : S-̂ udy Tour
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M O N D A Y  :  2 1 S T  J U N E

08.30- -lO.iOO : /* —Rolo of CoopcratiV-es in IrajTOrt ' ' 
■ManagGfiient (Plaiminij & Procurement) 
- Obaxa

10,00 10.30 : Tea Break
10.30 12.30 ; Organising' Post/import Activities

- Inventori?- Control
- V/arehousing - Obara

12.30 14.30 Lunch Bi'cakn j » 4

14.30f - 15 .3 9 • Organising ... (contd) - Obara
15.30 - 16;00 : Tea Break
16*00 - 17 .3 0 : How to Improve Imports - Obara %

Chairman of the Daij - Tau 
Rapporteur - Okwiri

If • «

TUESDAY : 22ND JUNE ■r

08.30 - 10.00 j Intra~Af>rica,n Trade - Wanyandeh
10.00 10.30 : Tea Break ^t '■ •*
10.30 — ’■12.30 : .Coimtry Papers

- Botswana 
*- Lesotho
- Mauritius
- Swaziland

12.30 - ,14.30 : Limch Brealc- c

14.30 — 15 .3 0 : Country Paper’S •• '1t
- Tan3a.nia 
~ tTganda/’
- Zambia

..

15.30 - 16.00 : Tea Break
15.00 - 1 7 . 3 0  : Case Studjr ~ Kenyan Experience

Chairman of the Day - Marobela 
liapporteur - Tiimusiime

'.^NESDAY : 23rd JUNE
08.30 — loioo : Role of C0OPTRî J)E in Promoting 

Cooperative Trade in South , 
East Asia ' Bergstroem ■ •

1 0.00 10^30 j ♦ Tea Break
10.30 •• 17.30 !

Chairman of 
Rapporteur

Visit v/am-unyu Handicraft Coop.
the Day - Sehloho

Matsebula

Society
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T H U R S D A Y  :  2 4 T H  J U N E

08.30 «*• 10.00 •• Banking Services fof* Importers 
Standard Banlc -  Obara

10.00 - 10.30 •• Tea Broak  ̂■* ! k - ; j..

10.30 12.30 ••s Hole of Agricultural Economic Sut)- j 
Coramittee on Promotion of Coope- ' 
rative Trade -.Scheuer

12.30 m m 14.30 t• L\mch Break
14.30 15.30 •• Consumer Coops, in Western Europe

interna.tiona,l Economic collaboration 
between Consiimer Coops, «- Volkers

15.30 - 16.00 ! Tea BreaJc
16.00 - 18.00 •• Problems & Prospects in Trading with 

Developing countries -  Volkers
chairman of the Day - Fjallman ' 
Rapporteur - Tarimo

FRIDAY : 25TH JUNE
08.30 10.00 •• Person to Person discussions between 

Participants and;Resource Persons'
Identify Import/Export Potential 
which need: inaaediate action

10,00 - 10.30 •• Tea Break c --

10.30 - 12.30 •• Group Dissuasions -'PermulECtion'of 
Deliberations and Action Programme

12.30 14.30 •• Lunch Break
14.30 - 15^30 : Plenary Session - Formulation of 

Deliberations &  Action Prorgramme
15.30 - 16.00 •• Tea Break
16.00 • m 17.30 ••

. T' ■ •

Plenary - Formulation of Delibera­
tion and action programnie
Summing ~  up ^

Chairman of the Day -  Anangisye 
Papporteur -  Kahuga

SATURDAY •• 26TH JME Departure
' M.

■■ -5



LIST OF PARTICIPANTS AND RESOURCE PERSONNEL
64

BOTS’VANA
Bigboy 3UBT: ■
General,- ■:
Botswana. Cooperative Union 
P* 0, Box 199 T r'
GABORONE

•(Thyte Bagai MAUOBELA 
President
Botswana Cooperative Union 
P. 0, Box 20344 
GABORONE

Foroka Fred TAU Deputy Commissioner for 
Cooperative Development 
P. 0* Box 86 
GABORONE

KENYA
Es Kim HALL 
Buisiness Advisor 
Kenya Crafts Coop. Union 
P. Ot Box 67530 
NAIROBI
'Vycliffee KHAGULA
Personnel & Administrative
Assistant
K.NiP.C Ltd
P̂ O. Box 49768
NAIROBI

Anthony M. KITIBO Machakos District Coop* 
P* 0* Box 83 
lilCR̂ JCOS

Muyansa IOTNY.70KI 
Export Assistant 
^Kamba Handicraft 
P.O. Box 85315' 
MOI'IBASA

F. C. 0K7IRI 
Cooperative Officer 
Incharge Handicraft and , 
Small Scale Industrial Coop. 
Ministry of Coop. Development 
P.O. Box 40811
Nairobi

Tom OYIEKE
Hec'-d, Education & Publicity 
K;N.F.C Ltd • ‘T: ,
P. 0. Box 49768 
NAIROBI

Alexander -TEOHULI 
Coo-nerative "Education & 
Publicity Officer 
Malaba/kalakisi Farmers 
Coopferative Union Ltd 
P. 0. Box 7 
m u x i s i

LESOTHO
Paul M,;:KHANYA.NE 
Commercial Manager 
Cooperative Lesotho Ltd 
P. 0, Box 146 
MASERU

David M. SEHLOHO '
Asst. Project Manager ‘ 
Lesotho Handspim Mohair 
P. 0. Box 687̂
MASERU ' . ‘
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MAURITIUS
P. MAUriWOTOO
General Manjager
Mauri tius C oo perativ e' ‘Uni on ’Dumat Street ■■'vl.. •• :\i
PORT ibUlS" ----, ■:.e: ■ :? .

SWAZILMD
Ezrom M. DLMTINI 
District Cooperative Union 
Box 551 
MANZINI
R. H. MTSEBULA 
Deputy Commissioner 
Cooperative Development 
P. 0. Box-162 ;
MBABANE " ' ^

TANZANIA
Cylestus MAI'IDA'Tutor ' -
C6op$rativ6 College'
P. 0. Box 474 ' '■
MOSHI

Ramakrishna RAT.5SAMY; ; n'”r ' Senior Cooperative Officer • 
Ministry of Fisheries & Coops 
Cooperative Development 
251 . Des f ordius3 tre et 
CURIPIPE ;■

Mathaixzima Z, DLATnNI 
ManagerF.S.T V _ V
Central Cooperative Union,', 
P. 0. Box 551 
MNZINI

J. H. M?.SHINA V • ■ - >Cooperative Officer- 
Office of the Prime Minister 
P. 0. Box 980 
DODOMA ?

UCtANDA .

P. NDUNGU V ' 'Secretary Manner ' -j
Banyankole KWeterana' ‘  ̂‘
Gfowers Coop, Union Ltd 
P. 0. Box 324 
MBARARA
Ms Rhoda TmiUSIIME 
District Coop. Officer 
P. 0, Box 115 
MBARARA
ZAJ/IBIA
Ms Arma-Lisa PJALLMAN Coinmercial Manager 
Zambia Coop* Federation 
P. 0. Box33579 LUSAKA,:
S, C. MUYAEm'
General Manager *
Lusaka Province Coop. Union Ltd 
P. 0. Box 35162 
LUSAKA

G, Lawrenije O’VINO .|. p
.Asst,LGfeneral Manager 
Ugan<?.a C'dop, .Central Union.: 
P. 0, Box 3580i . •
KAMPALA ‘ "

i •.',V

. ” V,

N. s .  T5BUZI
Society Development'Manager 
Central Province Cooperative 
Marketing Union Ltd‘. . • , .
P. 0, Box >80878 /. ; - r,
KAB' f̂E - - 'V A, . r
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Guest of Honour 
Dear CoopGrators 
Ladies and Gentlemen

First of f'.11, 7/e, the organisers ??nd sponsors of this 
Regional Seminrx wish to thanic the Guest of Honour for 
having agreed to spr.re some of his busy time to come and 
open this Workshop.. This is a reflection of the interest 
and commitment th..t his country and he, personally, hrve 
towards the cooperative movement.
This Regional Semino-r wa,s initiated because most of the 
cooperatives in this part of the world are carrying out 
their economic activities in areas which are linked to 
trade,. Let us ..take as an exe-mple.the agricultur̂ il coope­
ratives which a.re prevalent in most of the African coun­
tries. They produce crops which are comiiierci-ally sold 
mainly in the internal market. The same agricultural 
cooperatives do purchr.se a lot of' agricultui’al inputs 
like fertilisers, pesticides a,griculral implements and 
machinery - all of v/hich are hsjidled within the scope of 
the intern̂ -tional tra,de. . .  ̂ '
Therefore it is proper that the cooperatives concerned, 
should bo introduced into the business' kno'f/ledge and 
practices involved in these operations. This is very 
important especially when we bear in mind the fact that 
at the international trade level the trade technicians 
.̂jid transactions are undertaken in a most advanced manner.
There is another aspect to this tra.de. The cooperative 
movement involvement in it would help ultim^tely to 
improve the incomes of the members of the cooperatives.
If cooperatives can learn to sell their commodities to 
where they fetch the highest prices tlie-t would add income 
to the movement rjid hence the members. Now the cry in 
most of the countries of Africa and the Third '7orld is 
to do everything to maximise incomes to the pea-sants as 
E.n incentive for them to produce more food for na.tional 
self-sufficiency and for export to improve the foreign 
exchange earnings during this world economic crises.
Apart from helping peasants to produce more and better 
crops through extension services, c.part from reducing 
down operating costs, saving comiiiodities from h£indling
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and stoi'.̂ e looses, cooperatives should look for ways 
of maj'Ciraisin̂  their incomes, Intornrtional Trade is , 
one of.'such 8,ro.p̂ to be seriously looked into, Cbrccver 
inakin̂  iftportŝ  at minima,!-priccs ’vculd save, a lot of 
expenses by peasants in pux’cĥ .̂sint;̂ their agricultural 
inputs. The consumer cooperative movements •.•■/ould get 
their goods at equally more reasonable prices than ifj 
they were to obtain them without thorough knowledge of the trade techniques.
As a result of the realisation of how much the coopera­
tives stajid to benefit throU:;̂ h their direct psxticipa- 
tion in trade, the International Cooperative Allirnce 
has been e,ncoura.'Tinf< its member orgamsations to seriously 
move intib this ai-ea, of course, within the national 
regulations of ea.ch of the coun\;ries,' This move is 
directed first ŝ riong the co,ope;2ative member •orgpnisa.tions 
which are bein:: encouraged to px'oniote direct trade links 
among themselves. The Suropeajn. consumer cooperative 
movements, > for, example, are being encoura-ged to purchase 
coffee,, tes-j etc,, directly from the developing world 
coopai'ativcs that produce such commodities instead of 
obtaining the: same through middlemen. Already there is 
'a fastly gi’owing trade among cooperatives in the world 
■“'in whiph African cooperatives v/oUld stand to benefit a 
lot if they' succeed to pajrticipate not only betr/een- 
developed- aiiifi developing countries but also among African 
and developing•cquntrios themselves, .
The'nature of the philosophy and >idea,ls of the cooperative 
movement do help to ensure some fa,ir play ajmong the 
cooperatives. The cooperatives are therefore helping t̂  
contribute, tov.'a.rds the est-'blishment of better a.nd consi­
derate pjf'axtices within the internrtional economic 
d,ea.lings.

•*r *, ■»



SPEECH BY m  J , GITUIIA, PERM..IN:̂ NT qTOETÂ Y, riNI3!TRY
CP c c c p m ^ r n  on^^he ocgision of official
OP̂ FTN'T 0? ON P̂ OB'Ô ICN OP

w  t ^w y a w i  rrciw^m i ^
NAIROBI ; 14 JUNE 1982

Hhe Regional Director of International Cooperative Alliance, 
Distinguished Representatives from East, Central s,nd 
Southern Africa,
My Pellow Cooperators,
Ladies and G-sntlemen :
It gives me gre;2t pleasure to have .been invited to 
perform the function of officially opening this very 
important regional semin.-r '.vhich is organised and spon­
sored by the Regional Office of the Internation̂ -1 Coope­
rative Alliance, That the venue for this seminar r;as , 
chosen to be Nairobi is an even f̂ reater honour to our 
country, I wish,-thereforej to take this opportunity_to 
welcome all of you from sister Africcn coimtries and ' j 
further abroad to our country in general and to Nairobi 
in particular*
It is our cincore hope tha,t you v/ill take time off 
between your busy schedules, to enjoy the mŝ ny facilities 
of recreation and entertainment our country offers. For 
those of you coming to Kenya for the first time, I hope ... 
tha.t you will see not only Nairobi, but some sections of 
cur beautiful countryside. Our country believes in the 
African hospitality -.nd I wish to assure you of exa.ctly 
that while" you rema>in in Kenya,
Mr Regiona-l Director, the Coopojrc.tors in Kenya eTe ha,ppy 
and proud of their continued a sociation with the Inter­
national Cooperative Alliance. The link between ICA and 
our country, has made the realis?tion of very rapid coope­
rative development possible. Through this association, 
our policymakers have been exposed to several and ve,ricus 
possibilities of cooperatives previously not very well 
known to us, I am here referring to such forms of co­
operatives like the savings and credit - elsewhere kno?/n 
as credit unions, the consiimer, ’the housing and the in­
dustrial producers cooperatives. Through seminars, 
conferences, courses 'nd more particularly the meetings 
of ICA Con.'̂ ress and Central Committee, these other 
openin̂ ŝ have slowly but clovrly unfolded to us and we 
have taken the challenge and expanded.
Initially, most of our coopera.tive societies were based 
on agricultural processing and ma-rketing services only. 
Today Kenya boasts of a total of 1,7 million individual 
members of cooperative societies. This represents nearly 
13 million people if v/e take an avera.ge cf eight people per 
fcjnlly. In the agricultural sector, cooperatives account 
for an average of IC/fc of totĉ l food and cash, crop produc­
tion, "̂ e are happy to note that lOA has continued to 
pursue this stand and has brou'̂ ht the'gospel of coopera­
tive movement to many other countries.

“  59 -  tj



-  70
: I''"'"'" ■ ' . -‘h'j-Z <■ , 'I-'.

. -f ■ *■- ■ I',--- V ’'"'.': “ - r'- ■ '
Fr'’l%ionBl Dirpctor' the_.R-egi;onal Offico v'as initially 
caterin'̂  '-.for, Fcnja^ Tanzania. Now -ve
tr.lk of l.Q̂ .onal .Office for' East, Centro.l and Southern 
Africa coverin̂  ̂formally a total of nearly ten countries. 
This is a commendable spirit and we would like to express 
our appreciation, through the Regional Director, to the

. Headtiuartersr andp.all .t.kose organisations which'fund") 
it.o I know that ?11 of you concur v/ith me on this,
Mr Director, Ladies and Gentlemen - On a different note 
we would like to express our sorrow for the imtimely 
aoath of Dr Mauritz Bonow who as President of the ICA 
widened : the : horizon of this august intern'̂ .tioneJ. Non^ 
government Organisation* It is his farsightedness which 
a,wpk;:e IGA to the plight of: cooporators on the third 
world-. ;Kay God rest his soul in eternal pea.ce! ,
During the past-few years the world h.̂.s been experien- 
eing'difficultios duo,to inflation and economic reces­
sion', . The:economic problems have been global and both 
industrial and less developed countries have suffered*
The less developed coujitries to which g3.-’oup countries 
p..rcGented here today belong, have suffered rel. .tivelj/- 
more because of their ̂dependence on the industrial ;■ 
cpuntrios. Our countries, rely largely on sources of 
fimds.for development,prO:3.ec.is; from developed co\inti‘ies; 
we purchase capital goods for our industrial development 
from tho&e countries5. we sell our a.gricultural primary 
produce and semi-processed goods to industriGsl co\mt- 
rios, .je are thus pegged tO; their economies. If they :. 
experience hyp&r-inflation, the infl.-tion will be commu­
nicated to us like a contageous disease. The situ'tion 
Resulting from . this dependence has pontinuc,d to worsen 
xw'crf, the-̂ years, r. Efforts to try- and'alD.oviate this 
probi'cm have led .to such discuss ions as the new economic 
..or4er ajid the north south dialogue^ The outcome -of 
th«se; discussions have: left ijiuph to be: desired,
Itr is in this rea,lisation the*t we hail the efforts b.f 
the Inibernationai Cooperative Allicjace to. serLSitize the: 
coQi>eratives in Jorms o.f promotia<5 trade ,aiiiong aĵd: between 
themselves intern-'.-tionally. Most of the con.-Duiners in 
industria,l; coTintries are coopertitors. On the other hand 
most producers of agricultural commodities in the less .. 
developed coxAntriê , find their way -to the ta’bles of the 
consumers in the industrial countries;-but not .©.Iways 
through cooperative mecJis and ch:rnuD.els. The coopera-tivc 
cons-umer in Europe wili, I pin sure, be much happier if 
most of 7/hat he pays for his food reached the popperative 
producer :in Africa, In my interpreta,tion of the theme 
of this seminar, I thj.rk that you will discuss baGically 

, how possible it is to r.ealize- that g'oal, I would- like . 
to i9.r;>sure you that whatever the outcome of your aeminar, 
we in Kenya, and I know, the whole af. East,: Centra,1 and 
Southern. African Independent nationŝ - vail- take them 
very seriously.
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'That we need in East, Central and Southern Africa is 
a cooptrade org-■nisa-tion which v/ill link us, firstly 
amoni'5 one another and secondly as a block with the 
JjJuropean cooperative ma,rket. The climatic differences 
within '̂ .frica - ran.̂ in-̂  from arid tropical, sub- 
tropical’ to temperate climates, is most conclusive to 
intercoopere.tive trade within Africa itself. The 
climatic extremes betvveen Africa and Europe also 
renders itself most conducive for inter-tra.de.
As I ha,ve said earlier, direct trade between coopera­
tives in Africa and those in Europe is insignifica.nt 
V/orse still is tno trade beiween the Africaji countries 
themselves. But the potentia.l is p̂reat. Through the 
good offices of the lOA, especially the agriculutral 
committee which has chejnpioned the idea of promoting 
cooper',tivc tra.de, vve can achi::!ve a completely diffe­
rent version of economic order ?/hich could surprise 
the whole world.



CLOSING OF REGIONAL. S M INAR ON PROMOTION OF COOPSRATIVE
TR.-'!-'0E by tn J.J, r/IUSUNDI} geimer^̂l. manager, knfc ltd

Mr Chairman, Regional Director of ICA, Distinguished 
p:.rticipants, ladies and gentlemen.
It gives me gre?,t honour to have been invited to come and 
close this important seminar.
The seminar is important because it is the first of its 
kind to be orgâ nised b ICA Regional Office for East, 
Gentra.l and rJouthem Africa for the cooperative functiona-- 
ries of the region* I therefore as an individual attach 
great importance on this seminar and I feel that as a 
result of it our varied coopera,tive movements will be 
motivated to be more aggressive in promoting cooperative 
tra.de even on a modest scale. In f̂ .ct cooperatives in 
our region should take an advantage of the Trâ e Pa.ck 
which was sî jned by some of our coimtries to explore pos­
sibilities of international tra.de between our coimtries.
You have during the last two weeks been delibera.ting on 
a topic which through the centuries ha’̂e caught the inte­
rest of majiy noted academicians as well as the common 
man. In Adam Smith's wealth of nations the following 
passage on trade was stated.
'’Between whatever places foreign trade is ca,rried on they 
all of them derive two distinct benefits from it. It 
carries out the surplus part of the produce of their land 
and labour for which there is no demand among them and . 
brings back in return for it something else for which 
there is demand".
From this rather simple statement of the obvious, a 
, number of noted economists have gone on and put together 
sophisticated models intended for Showing tha,t every 
nation benefits from foreign trade. Of these models the 
most noted one is the possible theory of compara.tive ad­
vantage which examplifies the benefits to be derived from 
specialization in -production and exchange of goods bet'ween 
countries. This is perhaps the most important aspect to , 
which cooperatives in our region should address themselves.
To the lajrman most, of these academic exercises are beyond 
his comprehension but nevertheless through his ov~m. expe­
rience he will concur with their findings, T6 him it is 
obviously of the good that for instance, various petroleum 
derived products which cannot be produced locally but yet 
of :great importance to his daily li "e can be obtained 
through overseas sales of coffee, cotton, pyrethrum, tea 
or copper. The same applies to the acquisition of many 
other products which at present state of development cannot 
be produced locally but for which he or she as an indivi­
dual has acquired the needs and means to obtain.

7 2
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Similarly it. ;i,s,rclear to ;the governments of most. deve- • 
lopin,̂  countries that in order to carry out their 
economic plans airain̂ j either at greater national self 
sufficiency, or the export of manufactured goods the 
necessary foreign exchange earninĵ s due to the vaga-ries 
of climate, pests and foreign demand we have no alter­
native but to pursue, vigorous export efforts to attain i 
our basic economic goals:of economic and social '
betterment of our people,
"iVerj’- effort should :be made to penatrate the overseas 
cooperative markets with finished goods of the products 
we produce in .our respective countries. If the f>outh 
East Asian couiitries have flooded Europe-an and Northern 
American markets with their products, there is no reason 
why products handled by our cooperatives cannot find 
their same markets. It will however require
extra a.ggressiy:eness on the part of cooperatives and 
support ̂f!rom tiiQ governments and other sectors of the 
economy. ' '
The seminar you are just about concluding exemplified on 
one!hand that the cooperative movements in the developing 
countries in general and I’CA in particular recognize the 
importance of cxterns.l trade promotion .and on the other 
hand their desire and resolve to make ap̂ ositive contri­
bution to external trade activities in the developing 
countries themselves. This is important because the 
developing coimtries produce a variety of commodities 
which are’necessariljr not found in their own coimtries,
I am convinced tha,t' you have had fruitful deliberations '' 
about the potential involvGment of cooperatives in the ' '' 
import/export trade and a,bout the present constraints 
fs-cing cooperatives .in harnessing this potential. One 
obvious constraint' in this regard is the role of mar­
keting boards and other parastatalci vis-versa cooperatives. 
In most ..cases cooperatives only act a,s commission agents 
of statutory boards and*therefore their operations are 
limited to local maxk t.s, I look forv/^d to receiving 
and reading the main conclusions and recommendations 
arrived at during the seminar. But let us not forget 
how easy it is on abstract level to analyse;andmake 
'recommendations for improvements and action. The aim 
is now upon all, concerned to put into affirmative action 
what has been concluded during this seminar. Let us 
neither forget that like most other economic and social 
undertakings, a, greatly increased participa,tion of co­
operatives in the export/import tra-de <3-oes’not happen 
over ni,ght but ca,lis i-’a.ther for determined and sustained 
efforts from our side for a long period.
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The most obvious beginniA';!; is to look at our present status a,nd activities. And in this connection I may 
pose a few questions for our consideration.
Do we command the needed-expertise to enter vigorously 
into external trade? Have we fully tapped the existing 
possibilities for inter-cooperative trade? Ha,ve we 
fully examined the further processing of various agri­
cultural produce now being exported in its raw form?
Are v;e oonvinced that the ex-̂ sting export/product mix 
is fully consistent with c'cisting export possibilities? 
Are v/e satisfied that the existing mpxketing arrange- 
ment» v;herc pejrastatal bodies are often responsible for 
both i?e-̂ iatory functions and actual marketing are the 
most suita,ble. cĴ cs both from na,tional ajid cooperative 
movement's point of yiew?
I realise that in today’s environment of generally weak 
economies of the developed as well c.s the developing 
nations the task of promoting trade among nations is 
not an easy one but this cannot deter us from making 
determined efforts particularly in increasing trade 
contacts between cooperatives ajid therefore fulfilling 
one of the cooperative principles of cooperation between 
cooperatives. Unfortunately as far as Kenya is concerned 
tip to now our efforts in this direction have been dis- 
mal and disappointing.
It is also obvious looking at the size and strength of 
the cooperative movement in many parts of the region 
that it is upon us to consolidate this strength and 
bring added benefits to ovir members by paying more 
attention to transport, processing and distribution. 
Because only by increasingly taking on those linlcs can 
we be certain that the economic '.nd social interests of 
the cooperators are adequately protected, I have to 
admit we have a long way to go before we achieve this 
necessary integration of the va,rious links and the 
main barriers to be overcome in this attempt are undoub - 
tedly our lack of marketing rmd managerial know how in 
this field imd. lack of the finajicial resources to entet 
f\ill scale into transport, processing and distribution,
I think that ICA and various UN organisations can play 
an important role in the envisioned expansion of coope­
ratives into external trade and other related activities, 
I have especially in mind that if ICA or Cooperative 
Trade could on regular basis disseminate to coopera-tives, 
information about existences of trade opporturlties, price 
charges, finance, insin:'ance, transport and freight rates 
a small but important step would be taken in enabling 
various cooperatives to proceed on the path of increased
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vcrtical integration. Simils’-rly it appears to me 
tha-t the Cooporative Trade promotion of Export/import 
trade in selected Asian coiintries is praiseworthy 
and direct effort in assisting the cooperatives to 
reach their inherent potential and I appeal to the 
ICA and other cooperatives in industrialized countries 
to consider‘giving assistance to the cooperatives in 
this region.
Honourable participants, in closing let mo reiterate 
my belief that the topic discussed at this seminar is 
of great importance to the future development of the 
cooperatives in our country and it is my sincere hope 
that as a result of this seminsx will see more of 
the cooperatives involved in extemal tl?ade bringing 
economic betterment to our cooperative raem'̂ ers*
On,behalf of all participants t wish to express our 
deep appreciation to ICA for having sponsored this 
seminar and it is on occasions like this that we 
realize that cooperatives in the developing countries 
dont stand completely on their own and that we are 
being extended a hand of coopera,tion ^d support from 
ourselves through the puspices of ICA. -
With these few remarks I have the pleasure in 
declaring this seminar formally closed.
Thank youS
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