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ABSTRACT

Commercialisation of natural plant species is widetcognised as a mechanism for
improving food security and income, especially fbe rural and urban poor. However,
studies undertaken by various researchers havealesl/¢hat small-scale producers in the
sector face challenges in their natural productsrprises. Baobab collectors in Chimanimani
have been harvesting baobab fruit in an organisadner since the 2011/12 season when a
private company, KAITE (Pvt) Ltd signed contractishathe collectors. Although the baobab
collectors are earning significant income from tH®obab enterprise, it was perceived that

there were constraints in the baobab value chain.

The researcher conducted a case study among bamii@etors using semi-structured
interviews and focus group discussions. Key infartriaterviews were conducted with the
KAITE (Pvt) Ltd CEO and directors of Utsanzi andeSjality Foods of Africa. The aim of

the study was to identify the baobab value cha@y, &ctors involved and their respective
roles, identify constraints/challenges in the depeient of the baobab value chain, identify
pre-requisites for baobab value chain developmedta@me up with recommendations for

improving the value chain.

The study revealed that the baobab collectors expaed constraints during baobab
harvesting, processing (which was discontinuechen2013/14 season), and marketing their
produce. The constraints include travelling longtahces to collect baobab fruit, lack of
value addition, lack of access to financial sermwjdbe perceived low price of US$0.20/kg
paid by KAITE (Pvt) Ltd for their baobab pulp, alatk of information on prices of baobab

powder and baobab oil on the local and export marke

The baobab value chain needs improvement for theflvef all actors involved.
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CHAPTER 1: INTRODUCTION TO THE STUDY

1.1 INTRODUCTION

There is a burgeoning market for novel product§ood and beverage, cosmetics, and
pharmaceutical industries from natural plants. Andatic increase in recent years for baobab
seed oil and pulp by the food and beverage, phaumi@al and cosmetics industries in
Europe and the United States of America (USA) ha&snbnoticed. The Overseas
Development Institute (ODI, 2006) has projectedt tttee European market for baobab
products could initially generate more than US$@&ion annually for producer countries
in Southern Africa, making it the highest earneratiftraded Non-Timber Forest Products
(NTFEPs) in the region. With increased volumes, #maual income could rise to an estimated

US$1 billion, benefiting over 2.6 million peopleal the marketing chain (Bennett, 2012).

As in value chains of almost all crops and natyskint species, several factors are
responsible for their poor performance and inefficly, which makes it difficult for actors in
the chain to all equitably benefit from commeraation of the crops or natural plant species.
Van de Kop et al (2006) identified market accegbtaansaction problems, information gaps,
lack of reliable buyers, lack of capacity at thedarcer level and discriminatory and unfair
pricing, market imperfections and market failuressseme of the factors. In the upstream
value chains, market information, capital and skilfolume, quality, and consistency of
supply are major bottlenecks to especially smadleofarmers (KIT and IIRR, 2006). At the
sector level, weak demand, inefficient supply amd@bination of the two contribute to poor
performance.

A Value Chain describes activities involved in fm®duction of a commodity (conception,

production, delivery to final consumer and dispoatiér use. The SPORE, Special Issue



(2012) lists three main features of a VC as coatitam of all links in the chain; added value
at each stage; and a market-led approach respondithgcal, national and international
customer demand. Therefore effective value charasexpected to generate profits for all
players involved. On the other hand, adding valae benefit all the links in the chain
through improving working and social conditionsdegssing unemployment, low salaries

and food security (SPORE Special Issue, 2012).

Successful VCs involve collaboration at every stafj¢he chain. Every player in the chain
must perceive that they are fairly and equitabdated which results in the elimination of the
element of mistrust. This can, however, be effetyiachieved through regular information

exchange along the chain.

Kirsten and Sartorius (2002) view Value Chain Asay(VCA) as a vital tool in economic
policy development and implementation as it prosiden analytical framework for
understanding margins of value addition, incomdritiistion, and the levers of market
power. According to Kanji et al (2005) VCA is cratifor understanding how markets

operate for a particular good.

Value Chain Mapping involves analysing a VC to iifgrwho the key players are, how the
sequence works and factors influencing the cham@dormance. This can be helpful to
pinpoint constraints at all stages of the chain idedtify possible solutions (SPORE, Special

Issue, 2012).



1.2 BACKGROUND TO THE STUDY

Zimbabwe is endowed with a wide diversity of wildut species that can be commercialized
for livelihood enhancement and poverty reductidns lestimated that there amearly 6,000
plant species in Zimbabwe (HWA-Zimbabwe Baselin@pdtt 2012). Of these, at least 15%
(900 species) are traditionally used as food oriomeal plants. Less than 1% is used
commercially. In countries like Namibia and South Africa, thegkl plants are increasingly
becoming a valuable source of livelihoods for mgpsgople through household and
commercial usedVild plants are important in the livelihoods of ngggoor households in the
tropics but their contribution is often not acknedgied in national statistical reporting (Agea
et al, 2011).

Wild plants are important to local economies in gnavays; they contribute to poverty
reduction through enhancing household food secarity incomes (Agea et al, 2011). This
has proved very successful in South Africa and re@W&est African economies. However,
successful commercialisation of wild plants regsiirebust information, a good policy and
institutional environment to be able to boost ingexonfidence in the sector (Ingram and
Bongers, 2009). Commercialisation of underutilispldint species also contributes to

biodiversity conservation.

Agriculture is widely viewed as the mainstay of BHabwe’s rural smallholder economy.
This is probably true for people living in NatuRRégions 1 to 3 which receive high rainfall.
However, for those living in the more arid regiohsand 5, the reality is more complex.
Unpredictable rainfall patterns, poor soils aneégufar cycle of drought conspire to severely
restrict the agricultural options, and smallholdare forced to rely on a wide range of
different livelihood opportunities. One cluster gpportunities revolves around the use of

natural plants, both as food species and as conmhermops. Again, despite being a



relatively obvious locus of investment, especiatlydry land areas, these opportunities have

historically been overlooked in Zimbabwe.

The commercialisation of baobab in Chimanimaniraistinvolving a few private companies
in the food, beverage and cosmetic industrieslolg gaining momentum. It is however,

alleged that there are some notable constrairteibaobab value chain as follows:

Although companies in the confectionary, beverage@smetic industries in the country are
buying baobab pulp from the harvesters, those lguiginthe export market, semi process the
pulp into baobab powder and baobab oil. As a resualtfinished baobab products (except
baobab oil and baobab powder) are exported to Euemg the United States of America
(USA) where the oil and powder are used in the f@@derage and pharmaceutical industries
to produce finished products. Prices of raw maltema semi-processed products command
lower prices than those of finished goods, hindgtire companies from making meaningful

profits from their exports.

It is perceived that the sector is also dominatgddyy few private companies working with
and buying from wild collectors. There is therefoieed for competition and strengthening

the capacities of weaker players in the chains.

Local markets for natural or organic products aeeyMow in Zimbabwe. This could be
attributed to lack of awareness amongst local amess on the benefits of consuming natural
plant products and organically certified output. &sesult, most produce bought from the

wild harvesters by private companies is exportelfumpean countries and the USA.

The baobab fruit is in season for about five momtisyear, which makes it a seasonal fruit.
As a result, buyers of baobab pulp should haveifgignt stocks to cater for out of season

periods of the fruit. In order for baobab pulp tavé a longer shelf life, it should be



hygienically processed and packaged. Primary meduface problems of consistency of

supply and quality of produce.

Players in the value chain usually find it diffittb obtain credit to finance their business
activities, hence lack of adequate capital investsisince the business is largely perceived
by financiers as informal. This has resulted indwdlollectors failing to engage in value

addition due lack of capital to establish apprdpriarocessing facilities in their communities.

Higher value chain private sector companies arenofeluctant to provide information on
their operations due to some confidentiality issuresnarkets and pricing structures. That
makes it difficult for other actors in the valueaah especially the baobab harvesters to

assess the competitiveness of prices paid for pheduce by the companies.

Market information is not readily available to eygiayer in the value chain, especially the
baobab harvesters. In addition, the harvesters heted bargaining power. Kop et al.

(2006) identified several factors responsible foonty coordinated market chains as market
access and transaction problems, information dapk of reliable buyers, and discriminatory
and unfair pricing. KIT et al (2006) identified dlenges faced by smallholders in the
upstream value chain as relating to informationnmarkets for the product, capital to kick

start production and relevant skills, volume to peduced, quality standards, and

consistency of supply.

According to Shahidullah and Haque (2010), closekalge between the producers and
processors could yield a multitude of benefits iedpicers and processors in terms of price,
quality, lead time and overall control of the sypphain. It will be advantageous for wild

collectors to have long-standing partnerships antractual arrangements to supply buyers



of their produce. Development organisations coully pa catalytic role in enabling the

baobab collectors diversify products and markatsifcremental benefit.

1.2.1 SWOT analysis of baobab products

Strengths: Baobab has strength in its nutritional value, pbé to generate income and
health benefits. Baobab fruit pulp, powder and ai used in the food, beverages and
cosmetic industries. At household level, in someettiping countries, the pulp is used to
make porridge and drink; the confectionary and beye industries use baobab powder to
prepare products such as mahewu (e.g. Shumba mdheldelta Beverages), yoghurt and in
different recipes in the confectionary industry dabab oil is used to make cosmetic soaps,
lip balm and scrubs (eg Matsimela and Africa NdjurBaobab commercialisation has
potential for job creation. Companies that incluB®-Innovation Zimbabwe, Cluster
Agricultural Development Services (CADS), UtsanEgur Sessions, Specialty Foods of
Africa (SFA) and Organic Africa (OA) are dominatitige natural plants commercialisation
sector, thereby creating employment, especiallyuitzan dwellers where their processing
facilities have been established. However, themtill very low uptake of natural products in
Zimbabwe. As a result, a larger proportion of thedupicts find their way into international

markets.

Commercialisation of the species generates inconte diversifies the livelihood base of
rural communities where the fruit is in abundarnelich is expected to result in harvesting of

the fruit in a non-destructive manner.

Opportunities: There is huge potential for baobab products taridmrie to Zimbabwe’s

Gross Domestic Product if the government suppdrs sector through development and



effective implementation of sound policies. Thé&ramvledgement of baobab pulp as novel
food by the European Union in 2008 and by Baobaiit Bompany Senegal (BFCS) as novel
food in 2009 are likely to boost trade of the proida European countries and the USA (De
Caluwe, 2011). Baobab is very rich in vitamins anoherals which are much needed by
people in developing countries to improve food ahealth security. International
organisations that include the Food and Agricultutaganisation and World Health
Organisation have much interest in baobab, not farlymproving food and health security,
but for poverty reduction. According to Bennett @8) cosmetics and functional food
ingredients are the growth market areas for napn@ducts. Consumers of natural products
in Europe prefer low fat products with less sugad aalt content. Baobab fruit pulp has

massive potential in European markets due to itstimnal and medicinal properties.

Weaknesses:Lack of recognition of the underutilised speciesl dack of enforcement of

national regulatory framework are some of the weakas that hamper commercialisation of
baobab and other natural species in Zimbabwe. Steweloping countries governments are
not even aware of the magnitude of rural people&pethidence on natural plants.
Consequently, national and/or international levavgrty reduction strategies do not often
acknowledge natural plants contribution to smadldoicers’ livelihoods (Schreckenberg et al,
2006). Competition of baobab pulp with other prddumay restrict expansion of existing

markets.

Threats: Very few developing countries governments are avedréhe extent of use and
value of natural products by their people. As aultesery little research in underutilised

species is conducted due to lack of official rectigm and national regulations or policies,



(Ndoye et al, 2004). There is also very low consuawareness of the nutritional value of

underutilised plant species by local consumersclwvihakes the products appear inferior.

1.2.2 Overview of the state of the baobab value ciman Zimbabwe

In Zimbabwe, baobab is in abundance, mostly in Nétdegions 4 and 5. Traditionally, the
fruit is consumed at household level with little m@ commercial value attached to it. In
Chimanimani district, the commercialisation of babbis beginning to bear fruit to
community members who have shown interest in the/igc Some private companies,
which include KAITE (Pvt) Ltd, Utsanzi and SFA coranted buying baobab fruit and
baobab pulp from harvesters in Nyanyadzi and Guglyamards in 2012. The companies
further process the baobab fruit and baobab putpbaobab powder and baobab oil for sale

on both the local and international markets.

1.3 RESEARCH PROBLEM

In Zimbabwe, the full economic values of naturalrlspecies are still not widely recognized
and exploited. In addition to this lack of valEognition and priority as a rural economic
development option, investments in the sector aregered by adverse economic conditions
and lack of market information. Investors oftengeére natural forests related activities as

high-risk due to perceived supply challenges inlding-term.

Given that these indigenous plants are locally waland adapted, culturally familiar,
widely abundant and available and require littletenms of initial investment like agro-

inputs, they have the potential to bestow obviooshgetitive advantages to the local



harvesters or producers. However, without systematiestment and development, they

remain underutilised and underexploited.

Efforts are currently being made by NGOs such a¥swerk Austria International-
Zimbabwe (HWA-Zimbabwe), and private sector comparike KAITE (Pvt) Ltd, SFA,
Utsanzi, Four Sessions and B’Ayoba to promote tmamercialisation of these natural plant
species; but without a systematic and comprehensiltee chain approach, the impact will
remain negligent and in some cases unsustainalihe ilong-run. Increasing the availability
and accessibility of these plants through theireased production, processing and marketing
will generate income for the producer and processiwersifying the livelihood base and

improving the food security of smallholders in dend areas.

However, it is suspected that there are constraimtshe baobab value chain, whose
symptoms are reflected through limited value additat producer and processor levels
resulting in low returns to the primary producensl &xporters, and low competition among
private sector partners working with and buyingrirbaobab collectors. Some of the private
sector companies apparently having limited capeitn terms of financial, managerial and
marketing skills, local markets for natural or amgaproducts still being very small in
Zimbabwe, inconsistent supply of the baobab pubmield on the seasonality of the fruit,
difficulty in obtaining credit by both collectorsd private companies, limited availability of
information about the operations of higher valuaiglprivate sector companies suspected to
be due to some confidentiality issues in market$ @uicing structures, and wild collectors
also apparently lack market information and appedrto be organised into strong producer

groups, thereby limiting their bargaining power.



No known studies have evaluated these problemsstlinly therefore seeks to enhance
under-utilised plant species value chains to imenawval economies, citing the case of

baobab in Chimanimani district.

1.4 RESEARCH OBJECTIVES

The global objective of this study is to investeydtow the baobab value chain can best
contribute towards poverty reduction and greatedfand nutrition security at household
level in arid areas of Zimbabwe through sustain&lalevesting, processing and marketing of

natural plant species.

The specific objectives will be to:

1. Identify the structure of baobab value chain ke players involved and their respective
roles in the value chain;

2. ldentify challenges and constraints inhibitihg setting up of an effective baobab value
chain.

3. Establish the pre-requisites for developingtthebab value chain.

4. Make recommendations on how to improve the vahan for baobab.

1.5 RESEARCH QUESTIONS

The research seeks to answer the following question

1. What is the structure of the baobab value chainveimal are the key players involved

and what are their respective roles?
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2. What are the current challenges and constraintbitimy the setting up of the baobab
value chain?
3. What are the pre-requisites for developing the bholalue chain?

4. What recommendations can be made on how to imglevealue chain for baobab?

1.6 RESEARCH PROPOSITION

The research proposes that it is possible to fitcconstraints in the baobab value chain that
are inhibiting the actors, especially baobab hdaeresfrom realising full benefits from the

commercialisation of baobab in Zimbabwe.

1.7 RESEARCH JUSTIFICATION

Most research on wild species has documented indige knowledge, properties and
markets (local and export) for the species witls leBorts on their value chains. In natural
plant species commercialisation, no systematicdiyeloped value chains exist. It is
therefore crucial that commercialisation of natupidnt species is formalised so that the
move meaningfully contributes to poverty reductemd livelihood enhancement for local
community members. From a conservation perspeaommercialisation and the increase in
value of the wild plants can generate positivewaté towards the need to conserve them to
guarantee benefits (Marshall et al, 2006). Theerurstudy investigates who the key actors in
the baobab value chain are, what their roles eraail what main constraints they face
leading to poor exploitation of the value chainpibvides both theoretical and empirical
evidence of sources of problems in the value ctraipugh a review of literature and through

practical data collected from the actors involvedhie day-to-day value chain operations.
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An example of how economic initiatives can helpums poverty and at the same time
preserve the environment is the Communal Areas Nemant Program for Indigenous
Resources (CAMPFIRE) which was funded by USAID e tlate 1990s. It was a
community-based wildlife management project whefhe tcommunity had wildlife
conservation responsibility and related manageraetitities. Revenue generated from the
project accrued to the communities, resulting insiderable amounts being paid out as direct
income to households participating in the projdeart of the revenue was invested in
community development projects, for example, elecation of health centres and schools,
construction of classroom blocks and installatiémpiped water in clinics and schools. The
project resulted in the near elimination of illegalaching activities and the establishment of

wildlife conservancies.

Literature has shown that although primary prodsider some business ventures are the
principal actors in the value chain, they howewamjoy the smallest profit margin. The
research will therefore look at the key actorshie baobab value chain and their respective
roles; discuss the pre-requisites for developing taobab value chain; and identify

challenges and constraints in the baobab value d®ielopment.

The study will be of great benefit to private sectmmpanies intending to invest in

commercialisation of natural plant species. Thel l@ve insight into the value chains — the
key actors and their respective roles, channelsoofmunication in the venture, challenges
and opportunities in the chain, risks involvednmdsting in the sector. It will also be used as

literature in future studies by researchers andewics.
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The research will also be used as a guide to nofitprganisations when assessing problems
and constraints in the baobab value chain develapnvore importantly, it will benefit the
local community members through development of maoendations aimed at addressing

challenges and constraints they face in the vdtaénc

The study will enable policy makers and the relévgovernment ministry to prioritise
commercialisation of natural plant species to imseeincomes and improve food security for
rural people in areas where the plant speciesnaabliindance. Other institutions such as the
Forestry Commission and the Environmental Managémgency (EMA) will also be able

to identify possible intervention areas to avoiceroexploitation and over harvesting of

baobab fruit in order to guarantee long-term s@sptif baobab produce.

1.8 RESEARCH SCOPE

The study will identify key players in the baobak \h Chimanimani and their roles, and

pre-requisites for developing the baobab value rchdihis will be followed by an

identification of challenges and constraints thaihit the development of the baobab value.

1.9 ORGANISATION OF THE DISSERTATION:

Chapter 1 is an introduction into the researchestibjt covers the background of the study,

research problem, research objectives and resegweltions, the research proposition,

justification for undertaking the study, and resbascope.
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Chapter 2 will review literature on the subjecteacé the research. Chapter 3 dwells on the
research methodology where presentation of therelselesign, philosophy and strategy will
form the basis upon which primary and secondarg deitl be collected and analysed.
Chapter 4 will involve a presentation, analysisgfipretation and discussion of the research’s
major findings. The conclusion and recommendatiofisthe research, based on the

presentation and analysis of results, will be cegteén Chapter 5.
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CHAPTER 2: LITERATURE REVIEW

2.1 INTRODUCTION

The chapter reviews relevant literature on valuaireh of and value chain development for
underutilised plant species and other commaoditied{cts (the structure of commodity value
chains, key actors involved in the value chain atikir respective roles),
challenges/constraints inhibiting development ofmomdity/product value chains, pre-
requisites for developing commodity/product valudaios and how to improve
commodity/product value chains. This literatureieevalso analyses experiences from other
countries like Namibia, Swaziland, and South Afrigaere successful value chains have

been developed around natural plant species.

Underutilised species are species whose potemtiatdntributing to food security, health,
income generation, and environmental services lwasbaen fully exploited (Jaenicke &
Hoschle-Zeledon, 2006). They are therefore somsaticadled by different names which
include orphan, abandoned, underutilized, negleatederused, traditional, forgotten, and

underdeveloped species.

Gruere et al (2006) identified characteristics ofderutilised species as (i) locally in
abundance in developing countries but globally ;rgii® scant scientific information and
knowledge about them; and (iii) their current usdirnited in comparison to their economic

potential.

Gruere et al (2006) contend that in a perfectly petiive market, no species would be
considered underutilised as all economic actore ltavnplete information about the product,

including its price. Economic factors for failure neet market conditions for underutilised
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plant species include (a) missing output markeprimary producers fail to access markets
for underutilised plant species due to a varietyeafsons. (b) suboptimal market equilibrium,
ie lack of realisation of the commercial value ofdarutilised plant species and (c) market
failures, ie limited use of an underutilised spedie reflect its public value. Underutilised
plant species can therefore be classified accortifigur economic criteria, which are: (i)
observed and potential value characterizationo(ifput market, (iii) market imperfections,
and (iv) market failures. This classification fortine basis for the formulation of three
necessary conditions for the successful commeseai@din of underutilised plant species -
expansion of demand, improved efficiency of prosucand marketing channels, and supply

control mechanism or capacity to differentiate frpraducts that are close substitutes.

2.1.1 Importance of natural plant species Value Cha Development in sustaining

people’s livelihoods and contribution to rural ecommic development

Promoting natural species value chains signifigacdintributes to achieving the Millennium
Development Goals (MDGSs), especially MDG1- Eradigatextreme poverty and hunger,
MDG7- Ensuring environmental sustainability, MDGBromoting gender equality and

empowering women, and MDG8- developing a globalrgaship for development.

Some natural plants are consumed by householdsodsaind also sold to improve income
and create employment opportunities. Shanley armd(RQ03) contend that wild plants are
used by billions of people because of their lowtgotheir effectiveness, and the frequently
inadequate provision of modern medicine and foadr@étives in addition to cultural and
religious preferences. These plants create incopm@ortunities for households in rural
economies, provide a safety net when other a@svifail to provide income and are also

important for food security. Natural plant spec@éso enable households to have ready access
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to products that they would otherwise have to bdgn§en, 2009). Depending on the
community, cultural practices and location, wildamis are therefore major sources of
livelihood but their real economic value is lessar| hardly publicized and highly debated
(Angelsen and Wunder, 2003). Studies in Uganda sHowhat wild plants constituted
essential components of the local people’s dietremespecially during periods of food
shortage and scarcity. Elsewhere, it is reportatl fhor households rely on natural plants as
an alternative to cultivated food plants for a ¢esaof food supplies during a dry season in
Zimbabwe (Agea et al, 2011). Wild plants are alseduby the majority of people in
developed countries because of their effectiveresscost, inadequate provision of modern

medicines and food alternatives.

The development of natural plant species valuenshias helped improve livelihoods, rural
economies and contribution to Gross Domestic PriofieDP) in Namibia, South Africa and
elsewhere. Cunningham (1997) puts annual inconma Rrounus africana trade per year for
Tanzania at US$240,000- US$1,200,000. In Indiad valants generate US$700 million
annually in Madhya Pradesh and US$115 million alipua Maharashtra (Osmast al,
2000). Exports of natural products in Namibia realisedwddS$3.3 to 4 million in 2008,
with Devil's claw alone representing roughly 90 memt of all indigenous natural plants
(Exports Green economy sectoral study — BioTradeatalyst for transitioning to a green
economy in Namibia, 2012). In South Africa, rooibosntributed USD69 million to the
country’s gross domestic product in 2009

(http://www.bdlive.co.zw/articles/2010/09/09/rooibbs visited on 25 October 2014. In

Zimbabwe, US$375,399 was ploughed into rural conitimgnof Chimanimani, Chivi and

Binga between October 2011 and December 2014 thrayalot project meant to explore the
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potential of the natural species commercialisasiector by a private company called KAITE

(HWA final evaluation report, 2014 (unpublished)).

Crabb (2004) estimated the annual global markehéobal remedies alone at US$23 billion.
However, varying results have been produced frasmgits to quantify household incomes
from wild plants trade. This depends on factorshsas proximity to markets, currency
strength, diversity, abundance of resources auailabd opportunity costs (Shackleton and
Shackleton, 2006). Narendran et al (2001) as diteBlarirenga et al (2012), reported over

50% of total household income while Ambrose-Oji@3Preports less than 20%.

The value chain approach also helps to promotedheept of Access and Benefit Sharing
(ABS), where all players, especially the commusitieealise benefits from the use of God
given resources. Proper value chain development regult in mutually beneficial

commercial linkages amongst all the players, hgromote sustainable business relations

between communities and the private sector evamowitexternal facilitators like NGOs.

2.1.2 The Baobab and its uses

The baobab Adansonia digitata L.) is called by several names such as the mage tre
chemist tree, symbol of the earth, upside-down @ad monkey bread of Africa. It is
estimated that the baobab takes between eightvestiyt-three years before the baobab tree
produces seeds. A mature plant can produce moreli@-250 fruits per year (UNCTAD,
2005). Baobab grows in very hot regions, and imytand dry woodland places with low

rainfall. In Zimbabwe the species is in abundamcenost parts of natural regions 4 and 5.
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Throughout Africa the baobab is regarded with awariost indigenous people; some even
consider it bewitched (Wickens and Lowe, 2008). $pecies is renowned for its nutritional
and medicinal value. According to Buchmann et &01(® more than three hundred
traditional uses of the baobab have collectivelgrbdocumented in Benin, Mali, Zimbabwe,
Cameroon, the Central African Republic, Kenya, MalaSouth Africa and Senegal.

Consequently, there is increased pressure on thkbabadue to its commercialisation and

export of fruit pulp and seed oil to European caestand the United States of America.

The bark, leaves and seed are used to treat alarostdisease that include malaria,
tuberculosis, infections, diarrhoea, fever, dysgnétc. Other uses include fruit for food; oll
from seeds; rope, and cloth from bark fibre; tagnirom the bark for curing leather; glue

from the pollen grain of flowers; seasoning anamasppetiser (Nhukarume et al, 2008).

Recently, baobab has been referred to as a “sufierbbased on its nutritional profile
(Gruenwald, 2009). The level of vitamin C contaimedruit pulp is high and can range from
2.8 to 3 g/kg (Vertuani et al, 2002). It was notieat baobab fruit pulp has very high vitamin
C content (280—-300 mg/100 g), which is seven tditaes more than oranges (51 mg/100 g)
(Manfredini et at, 2002). One study demonstratedl e consumption of 40g of baobab pulp
provides 100% of the recommended daily intake tmin C in pregnant women aged 19 to
30 years (Chadare et al, 2009). The ascorbic amideat was evaluated in the fruit of A.

digitata and it was found to contain 337 mg/100gsxforbic acid (Gebauer et al, 2002).

Findings on the calcium content in the baobab fouip varies among authors and the origin
of the samples. Brady (2011) reported a calciumeranof 344.2 mg/100g sample which

differs from the value of 295.0 mg/100 g reportgddsman (2004). Similarly, the potassium
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level in the fruit pulp was found to be 1578.5 n§1lg sample (Brady, 2011) and 1240.0
mg/100 g (Osman, 2004). Baobab leaves have higliucalcontent. They also contain a lot

of proteins which is estimated to be 3 to 5 timesarcalcium than milk.

Baobab oil has several uses. It is used to traatasknents, thus it may have some cosmetic
applications (Sidibe and Williams, 2002). It istable for use on the skin as it is non-
irritating and non-allergenic (Wren and Stucki, 3P0ts high nourishing and penetrability
properties makes baobab oil excellent for skinaresion and re-moisturising. A number of
vitamins essential for skin care are found in b&obé These include vitamins A and F
(rejuvenation and cell renewal); vitamin E (antigant and anti-ageing effects) (Nyam et al,
2009) and vitamin D3 which increases calcium aligmmpand decreases blood pressure in

the elderly (Wasserman, 2004).

Baobab is highly sought after in the food and bages sector in Germany, France and The
Netherlands; and the nutraceutical as well as #taral cosmetics sector in the European
Union, USA and Japan. A survey conducted in Gernsrowved that 73% of the Germans
would buy food and drinks with anti-oxidant propest Natural health and cosmetic products
are in great demand in North America, Europe apardaThe turnover of botanical remedies
and dietary supplements almost doubled from US$idn in 1994 to US$20.3 billion in
2003 (UNCTAD, 2005). Due to the high demand for owercial baobab products in EU and
United States, this tree with its edible fruits deéo be conserved and treasured (Sanchez et

al, 2010).
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2.2 VALUE CHAIN THEORETICAL FRAMEWORK

Weijers et al (2006) view a value chain as thertige of activities that are required to bring
a product from its origin, through different phasafsproduction, to its final customer.
Processes involved in the value chain include mtdao, transformation, processing and
trading activities until consumption of the prodbgtthe consumer. Value chains are one of
the instruments through which market forces camdmessed to benefit poor rural women
and men — not just producers, but wage earnersyiceerproviders and others

(http://www.ifsf.org/english/market/index.h)misited 25 October 2014.

Ferrand et al (2004) contend that getting a prottaech producer to final consumer requires
many individual transactions in Africa than in mateveloped countries. This is due to the

large number of intermediaries and the small sizeamsactions involved.

The value chain concept is a systems approacletohted over time drawing from different
disciplines (da Silva and de Souza Filho, 2007)chdel Porter developed the value chain
analysis in the mid 1980’s as a tool for identifyitme value of each step in the production

process of a product as illustrated below.

Inbound Operations Outbound Marketing + Service Margin
Logistics [ | Logistics T Sales g g

Figure 2.1: Michael Porter’s Generic Value Chain
Source: Roduner (2004)
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Porter’s value chain concept relates to the amwitarried out by a firm with its competitive
position. His value chain is important in identifgi the value created at all steps in the
production of a product, and how strategicallyrenfshould position itself in the market and
in relation to its suppliers, buyers and compedito©rganisation of firms can be in
accordance to their primary activities (inbound antbound logistics, operations, marketing
and sales, and service) and support activitiesc(pemment, technology development, human
resource management and infrastructure). Valudioreand the firm’s competitive position

will depend on the systematic arrangement of thigities.

Porter, however, argued that sources of competitilve&ntage cannot be detected by looking
at a firm as a whole. The firm should rather beaggsegated in a series of activities.
Consequently, he identified (a) primary activitesich directly contribute to add value to the
production of goods and services and (b) suppdivities which have an indirect effect on
the final value of the product (van den Berg e2809). Roduner (2004) contends that these
activities offer the customer a level of value teateeds the cost of the activities thereby

resulting in a profit margin.

IFAD’s work on value chains has shown that reducpmyerty through value chain
development must have four objectives which arsingiprices at the farm gate; building
strong, inclusive farmers’ organisations; reaching effectively to women and the poorest
social groups; and lowering prices to the consurbgr improving chain efficiency

(http://www/ifad.org/english/market /index.hfmisited on11 November 2014.
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2.3 THE REGOVERNING MARKETS PROGRAM AND THE CHAINWI DE

LEARNING METHODOLOGY

2.3.1 The Regoverning Markets Program

The Regoverning Markets Program aims to providelajute and strategic advice on the
dynamic local and regional markets impact on smedlle producers. Wholesalers, retailers,
and food processing businesses contribute significdo the way in which food supply
chains are governed. As a result, the aim of thg®erning Markets Program is to support
various sectors of the economy to anticipate andage rapidly changing environment
(Vermeulen et al, 2008). Exploratory studies whiell to the development of a 3-year
program (2005-2008) collaborative research anccpa@upport were undertaken in seventeen
countries. Nine regions worldwide are covered bg tirogram and a regionally-based
consortium member leads each region. Applying tlegnam to the baobab value chain will
be helpful in supporting actors involved to yieldaximum benefits through effective

management of the chain.

2.3.2 Chainwide Learning Methodology (CWL)

The Chainwide Learning Methodology is a conceptictvhwas developed to instigate
solutions which involve dialogue amongst value ohactors, particularly for agricultural
market inclusion (Vermeulen et al, 2008). It isaaralytical methodology to be applied in a
multi-stakeholder process (MSP). Six activities gaswn in the diagram below) are crucial
for understanding how different institutions andigies affect small-scale producers in an
entire value chain. The CWL builds on Porters vathain analysis strategic management
tool. It also exhibits a strong component of matkeholder processes. The mapping given

in Figure 2 below could well typify wild specieslva chains such as that of the baobab fruit.
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1 Mapping and Understanding the Value Chain
(functions, actors, influence, product flows)

B Current How things might Arrangements Influencing 1+
structure change supporting improved actors in the
. performance chain
. e 4 5 6
Drivers Future : .
S ends . Options for Strategies for
CEnNIOS (F Improved Supporting

Improving VC

Baffmasine Performance Change /
v v
2 Qurre.nf How things Institutional Influencing
Situation might change Implications / Institutional
requirements change
— |—

Mapping and Understanding the Institutional and Policy Environment
(Government policies and laws, business strategies,
cultural influences, informal market relations)

s R —

Figure 2.2 Steps in Chainwide Learning
Source: Vermeulen et a(2008

In Fig 2.2 aboveactivity 1 involves mapping and understanding viakuie chain (currer
structure, how things might chancarrangementsupporting improved performance, &
influencing actors in the chain). Activity 2 inv@s mapping and understanding

institutionaland policy environment (current situation, how ggmight change, institution
implications/requirements and influencing instibutal change. Activity 3 looks at drivel
trends, issues and opportunities and links thethéoccurrent structure and rent situation
Activity 4 considers future scenarios for improvimglue chain performance by asses:
how things might change. Activity 5 dwells on opisofor improved performance by taki
into consideration arrangements supporting improyeetformane and institutiona

implications and/or requirements. Activity 6 looks$ strategies for supporting change
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identifying actors in the chain and influencingtingional change. All the 6 activities should

however be frequently monitored and evaluated.

2.3.3 Stakeholder analysis

A stakeholder analysis is carried out to: (a) idgrall those (people, groups or institutions)
who might be affected by an intervention or carecffits outcome; (b) mobilize key
stakeholders, building up common awareness andtimgeawnership; (c) better target
interventions and approaches, identify local inftihs and processes upon which to build;
(d) provide a foundation and strategy for partitip® (e) as a tool to predict and/or manage
conflicts; (f) to make a start with understandireeds and interests of the key stakeholders;

and (g) identify opportunities (Vermeulen et alp2p

There are two tools for carrying out stakeholdealgsis: (a) actor analysis matrix and (b) the
influence and importance matrix. The actor analysigtrix is a component of Rapid
Appraisal of Agricultural Knowledge Systems (RAAKS)he objective of carrying out an
actor analysis is to determine the degree of p@merimpact of the various stakeholders in
the value chain. The influence and importance madeks to assess the influence and
importance of each actor in the value chain smaketermine the ones to retain or eliminate

from the value chain.
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Below is an influence and importance matrix:

Influence and Importance Matrix

100%

A

High Importance

Low Influence

C.
Low Importance

High Influence

0% > 100%

Table 2.1: Influence and Importance Matrix
Adopted from Vermeulen et al (2008)

Some actors in the VC could have high importanceldw influence (for example, small-
scale producers).They should therefore be protedte@ox B we have actors with high
importance and high influence. These could be uyah the smallholders’ produce
(collectors and private companies). Such actorsldhoe involved in the value chain. Box C
contains actors with low importance but highly udfhtial. An example is a rural district
council which has control of organisations opemtin its district. The actors should be

handled with care. In Box D we have actors with owportance and low influence. These

should be neglected.
2.3.4 The Chainwide Learning Methodology in practie

The methodology can be used, among other usesldiess issues in a specific value chain.
For example, suppliers, transporters, wholesalerd eetailers may be experiencing
coordination challenges in the value chain andtoptse the CWL methodology to come up

with possible solutions to the problem, and retail@ay want to improve their business with
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small-scale producers through exploring ways ofroumg current relationships with small-
scale suppliers. Consequently, the interested gaduld initiate a multi-stakeholder process.
It may, however, not be possible to involve alltigar in the MSP, so actor initiating the
process has to identify, depending on the probtefetsolved, who to engage. The step-by-

step process as shown in Figure 2 will be followed.

2.3.4.1Mapping the value chain

The activity is important for developing a sharedierstanding of the flow of products in the

value chain, key actors involved and value-addimg@ss in the value chain.

2.3.4.2Mapping the institutional and policy environment

The activity involves the identification of the tical institutions and policies for the
inclusion or exclusion of small-scale producerss ktrucial to identify institutions and in the
value chain and how they affect the inclusion arlesion of small-scale producers, how the
identified institutions function, and incentivesr foetailers to procure from small-scale

producers.
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Below is the Value Chain and Institutional Map floee Tomato Market in South Africa.

Small-scale and Informal street trade
emerging producers Green grocers

Distribution :
[ Franchise

/ supermarkets

Medium- Processing |

scale — > ~l _| Hotels

producer Wholesale > Restaurants
Institutes

Large-scale .

producers Regional
export

Broad-based black economic empowerment policy

Land redistribution Family networks (wholesalel aneengrocers)
Local procurement strategies Regional stability
Government regulation of imports “Proudly SA’hgaaign

Figure 2.3: Value chain and institutional map: thetomato market in South Africa

Source: Vermeulen et al (2008)

Key institutions (marked green) in the tomato vathain in South Africa have been mapped
as government which has the mandate to implementlahd redistribution program, all
businesses (have to observe broad-based black rm@mempowerment policy), two private
sector strategies (local procurement and ProudiyttSéfrican), and government imports

regulation.
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2.3.4.3Mapping drivers, trends, issues and opportunities

The activity is carried out in order to understand tharket environment for the value chain

under examination. Outputs from the activity in@ukky drivers, trends and a table listing

issues and opportunities for different stakehold8anple questions on the key factors that
drive changes in markets at national, regionaliatednal level are formulated; current trends
in markets and how they affect different actorsj arucial issues for different stakeholders

are then formulated

2.3.4.4Mapping future scenarios

The activity involves exploring the future of matkdor small-scale producers based on the
dynamism and uncertainty of current markets. Qaestio be asked will be looking at the
future position of small-scale producers in the rnéa medium-term and long-term,
anticipated major uncertainties and risks in demamd supply, and whether production by

small-scale producers will be feasible in the fatgiven the major trends.

2.3.4.5Mapping options for better inclusion

Having explored activities (a) to (d), it becomeadible to come up with opportunities and
barriers to smallholder inclusion in the value chand develop possible interventions. Three
outcomes from the activity include a force fieldabsis of opportunities and barriers, cause-
and-effect diagrams explaining reasons for oppdrasand barriers, and summary of key

options for the small-scale producers’ inclusion.

2.3.4.6Mapping strategies to support change
Realistic strategies to bring about desired chaagebe produced. The two possible outputs

include an action plan for participants or a stakeér action matrix.
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2.4  VALUE CHAIN STRUCTURES

A better understanding of factors that impact anlting-term profitability of an organisation
can be achieved by applying the value chain condsmtording to Gloy (2005), the value
chain can help us answer questions regarding hewptbducts of an organisation reach the
final consumer, the structure (economic relatigoshbetween players in the chain, how this
structure is likely to change over time, the kesedts to the entire value chain, and the key
determinants of an organisation’s share of theitgrafeated by the chain. Figure 4 shows a

simplified value chain for a commodity/product shiogvthe market types and key actors

involved.

2.4.1 A simplified value chain

EXPORT
M&RKETS

i

DOMESTIC MASS
MARKETS

i

LOCAL
MARKETS

LARGE-SCALE
PROCESSORS

IMTERMD.

FIMAL

INSTITUTIOMAL ymmmmmmuEE . PRODUCT
CLSTOMERS *
-"-
ur"
MICHE [v®
MORKETS

TRADERS

SMALL -SCALE
PROCESSORS

PRIMARY
PRODUCERS

Existing e

Potential = = 1)

Figure 2.4: Simplified value chain
Source: Adopted from Hellin et al (2005)

In the diagram above, primary producers are resgiuncome from their markets (where
they sell their produce), which is the oppositevbiat actually transpires in the conventional

flow of goods and services. This counterintuitiiew exhibits a demand-led perspective

(Gloy, 2005).
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2.4.2 Value chain for natural plants

The value chains for wild plants are broken dowmo irseveral segments including
collection/production, transport, storage, progegsimarketing and sale and the relative
importance of each of the chain segment differsdiierent plants (Kusters et al (2006) as
cited in Barirega et al (2012). Marshall et al (2P@oted that for some plant species, they
may not occur sequentially; some may even be redeat omitted for particular products,
particularly for locally traded wild plants andAbreir derivative products, and some are very
short and simple with harvesters selling their paid directly to consumers. The value
chains of different species differ as some can uigedong with as many marketing stages
(where value addition occurs) and others short.gbeslue chains are usually complex and

dominated by middlemen and intermediaries.

Describing of wild plants value chains is importemtiddress governance issues that relate to
commercialisation and value chain improvement. §beernance arrangements in a value
chain have critical implications on how values determined and benefits are distributed in

the value chains (Kusters et al, 2006).
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The generic value chain of natural plants is mguefiseveral players as shoin Figure 2.5

below.
I Forests li
I_flv
4{ Wild gatheress Domestication: I—
+

| Collectors / local traders | I Local Traders |

Jﬁ‘ '
-
Rural Markets
Transportation
L 4
Rural Middlemen I

Local

consumpton

Urban intermediaries I

-

r
Urban Markets b - | e ™
| ‘ | Usban wholesalers | Key Challenges
“T

Production stage
Harvesting Stage
Processing stage

Transformers

LRI Y

Packaging and
labeling process
Transportation

Manufacturers I

Marketing stage
I - Policy

Urban retailers

Urban Consumers o -

Exporters ‘

!

International Market

Figure 2.5: Genericvalue chain of natural plants
Source: Adopted from Ahenkan and Boon (201(

The players in the value chairclude wild gatherers, local traders/collectousat
middlemen, urban intermediaries and wholesaleasstormers, manufacturers, urk
retailers,urban consumers, and exporters. The length ofdhes\chain, however, depends

the number of actors involved for a particular see:
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2.4.3 Value Chain of baobab pulp in Mali

The value chain of baobab pulp in Mali is made #@ipyatherers, wholesalers/collectors,
retailers, processors, petty traders, caterergéetaand consumer as shown in Figure 6

below.

Gatherer

A
Wholesaler/Collector

—

Retaile

\ 4 v v
Processor » Petty trader

A

\ 4
Consumer

A 4
A

A
A 4

Caterer/Retailer

Figure 2.6: Market map of Baobab pulp in Mali
Source: De Caluwe (2011)

In Figure 2.6 above, gatherers harvest fruit frdva wild and sell it to wholesalers and
collectors. Retailers buy produce from the wholesabnd collectors and sell it to processors

and petty traders. Consumers buy products fromgssurs, retailers and petty traders
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2.4.4 Value chain for agricultural products

Gloy (2005) identified the value chain for agricu#il products which involves input supply,

agricultural production, first level handling, pessors, wholesalers or distributors and

consumers as shown in Figure 6 below.

Input supply Agricultural
production

.'

b First level
handling

H

s Processors

Ly Wholesalers/d
istributors

WL Retailers

.'

p Consumers

Figure 2.7: A typical value chain for agricultural products

Source: Gloy (2005)

The value chain for agricultural products startgshwinput supply to make agricultural
production feasible. After harvesting, first lewgndling is crucial to avoid post-harvest

losses. The produce is sold to processors whorimseil to wholesalers. Wholesalers sell to

retailers and the final consumers buy products fretailers.
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The global agribusiness value chain involves inpatmpanies, farmers, traders, food

companies, retailers and consumers as shown imeg=igbelow.

» Consumerssrban

T -rural
» Retailershypermarkets
-supermarkets
-corner stores

» Food
CompanieBakery
-Meat
Dairy
-Snacks
Beverages
—»Traders-Crops
-Meat
-Oils/meal
-Bio fuels
 — Crops
Meat
Dairy
Input
CompaniesSeeds
-Fertilizers

-Crop protection
-Animal Health and Nutrition
-Crop insurance
-Food Ingredients
Figure 2.8: The agriculture and food value chain
Source: KPMG (2013)
The value chain is made up of various agricultimplt companies, farmers (in the crops,
meat and dairy farming), traders (in crops, meds/meal and bio-fuels business), food

companies (in the bakery, meat, dairy and beveraggsstries) retailers (supermarkets,

hypermarkets and retail shops) and consumers @achlurban).
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2.5 VALUE CHAIN ACTORS

Identifying key players and their correspondingesoin a value chain is usually done through
mapping the chain, which enables removal of impedi® in the chain and the chain
structure improved through exclusions, inclusiond bridging (Barirega et al, 2012)alue

chain actors are those individuals or institutidhat conduct transactions in a particular

product as it moves through the value chain (Heltial, 2010).

Players in the natural plants value chain includle watherers, collectors or rural traders,

urban intermediaries and urban wholesalers, tram&fis, manufacturers, urban retailers,
urban consumers, and exporters. In his study ob#wbab value chain, De Caluwe (2011)
identified the different actors participating iretbaobab market chains in Benin and Mali as
gatherers, traders, processors and consumers. r&sttage part of a family or household,

traders which include ‘large' traders (wholesaleasyl “small' traders, processors whose
principal activity is processing baobab into vasgroducts, and consumers (in the local and

export markets).

Hamilton (2004) observed that producers, tradeesjufacturers and consumers are the main
actors participating in the medicinal plant markgstem. Laird (1999) found that in most

cases the chain structure is poorly integrated.

In the agribusiness and food value chain, the raefars are input companies which provide

agricultural inputs, farmers who are involved intuat production of crops and other

agricultural produce, traders who buy produce difsmm farmers, food companies which
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also buy from farmers, retailers who buy from farspéraders and food companies, and rural

and urban consumers who consume the final products.

Value chain actors for agricultural products inéudeed suppliers, farmers, traders,

processors, transporters, wholesalers, retailadsfiaal consumers.

2.6 ROLES OF VALUE CHAIN ACTORS

In the baobab value chain, gatherers of baobabdraiusually resident in rural areas where
collection of the fruit occurs. This is confirmeyg De Caluwe (2011) who asserts that natural
species gatherers are rural smallholders. Colle@nd assemblers buy baobab produce from
gatherers and resell to other traders. Wholesatmd to rely much on collectors and
assemblers (De Caluwe, 2011). She observed thalesdlers supply urban markets

processors and retailers.

In the agriculture and food value chain, input camps provide agricultural inputs that
include seeds and fertilisers and food ingrediefasners produce crops, meat and dairy
products such as milk; traders buy (crops, me#,and bio-fuels) direct from farmers and
sell to food companies which in turn produce meat dairy products, snacks and beverages.
Traders also sell to retailers who sell to hypekets; supermarkets and corner stores. Rural

and urban consumers consume the final products.

Government institutions develop policies and erdoeffective implementation of those

policies. Private sector and civil society work twitelevant government institutions and

observe policies relevant to their operations.
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2.7  VALUE CHAIN CHALLENGES AND CONSTRAINTS

The major challenges/constraints encountered in uevalchains of various
commodities/products include particularities of #gecies to be commercialised, lack of
competition along the entire value chain by actgmsyate and public service providers
having limited knowledge about appropriate techgplto promote underutilized species,
inappropriate rural development policies on a kedinumber of species, and mistrust among

value chain operators as well as between publiqaindte stakeholders.

2.7.1 Particularities of the species

Generally, people are used to cultivating cash r@bso termed as major crops) such as
maize, groundnuts, beans and horticultural prodateer than natural plant species. Those
crops are perceived to be superior to natural speani terms of product properties (quality,
taste and smell); production, processing and stonagperties; marketability (a lot of
consumer awareness is required for natural spegmieducts); environmental properties
(adaptability to changing environmental conditiongsearch and development capabilities;

and globalization effects. This is confirmed bydiimys by Will (2008).

2.7.2 Lack of access to financial services

KPMG (2013) noted that there are limited creditilfaes, especially to primary producers.

De Caluwe (2011), in her studies of baobab and iacha&alue chain actors that there was no
access to formal financial services such as l@asinsurance, especially by wholesalers,
traders and processors. Her findings have beenrocwd by the HWA-Zimbabwe mid-term

review report (2013) (unpublished) that in Zimbabyweople in rural areas do not have title
deeds for their land ownership. It is therefordiclidt for smallholders to access loans from
banks and/or other financiers due to lack of cetttsecurity. The review also revealed that
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natural species produce is seasonal, which remiesme from the business is also seasonal.
Consequently, banks and other financiers are notfatable to lend money to the wild

collectors to enable them expand their businesegites.

2.7.3 Investment climate in the country

The investment climate complexity poses a challetmygommodity/product VCD. This

could be a result of policies failing to promoterkeis development, coupled by insufficient
knowledge of appropriate policies, business reafistn, collection rights licensing and food
standards, among others. Although relevant laws mglations exist, for example in
Zimbabwe, enforcement is often a challenge duentterresourced government institutions,
the inadequacy of public utilities and economiaasfructure resulting in low productivity

and low processing facilities utilisation, and wdgublic services exist, lack of capacity,
financial services and innovative approaches fdective outreach often compromise

research efficiency, extension or community seszice

Benefits from natural plant species commercialisatiave been adversely affected by the
economic challenges experienced in the countryesi®d@00. Private sector companies
involved in the sector are struggling to sustaiairtfbusiness ventures under the prevailing

economic conditions (HWA Mid-term Review, 2013 (ubpshed)).

2.7.4 Legal framework conditions for natural produds

These include the United Nations (UN) ConventionBiological Diversity (CBD) and the
revised Novel Food Regulation (NFR) of the Europékmon (EC). CBD’s objective is to
ensure equitable sharing of genetic resources ig@ndhe EU-Novel Food Regulation
restricts the trading of “novel foods” in Europemarkets. This is enforced as a measure to

ensure food safety for consumers.
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2.7.5 Limited value addition at both producer and pocessor levels

It is perceived that little or no value additioncacs to underutilised species at both producer
and processor levels. According to the HWA Mid-TdReview, 2013 (unpublished), natural
plant produce exported from Zimbabwe (for examgt#u kola, devil’s claw and rosella) has

very little value added.

2.7.6 Lack of bargaining power by collectors/produers

The absence of marketing options by small-scalduwrers tends to reduce their bargaining
power and they end up being price-takers. Comniesaieon of wild plant species comes
with many economic benefits generally to the nati@conomy but particularly to the people
involved in trade (Shippmann et al, 2002). Howeuweany times distribution of these
benefits are skewed with the grassroots peopletli&ewild collectors getting fewer benefits
compared to the middlemen and other players highethe value chain (Belcher and
Schreckenberg, 2007). Riddihough & Jones (1996gddhat such a long value chain
contributes to the low prices that primary prodsaerceive for their products. According to
studies by IFAD, coffee growers in Uganda were iegrjust 0.5 per cent of the retail price
to consumers in London. For fresh vegetables griowkfrica for export to Europe, about 27
percent of the final price went to the retailer,iletproducers earned just 12 per cent for
mangetout peas grown in Zimbabwe and 14 per centvégetables grown in Kenya
(http://www.ifad.org/english/market/index.htm). 8tes by Shahidullah and Haque (2010) on
medicinal plant production with livelihood enhanearin Bangladesh revealed that profit
margin from 59% to 139% and 22% to 90% at the neiohdin wholesale levels respectively
along the value chain, Processors of medicinaltplAnught products which were 109% to

358% higher than the primary producers’ sellingri
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2.7.7 Inconsistency in supply of natural products

Most natural plant species are seasonal. For exanmpEZimbabwe, baobab fruit is in season
for five months only (May-November). As a resuliete are no supplies by collectors
between December and April. This is confirmed by KAITE (Pvt) Ltd 2013 annual report

(unpublished).

2.7.8 Information and knowledge gaps

It is critical that competitive prices are ensurddgough making information available,
creating options, strengthening bargaining capaeityl harvesters and vendors taking
responsibility for the management of their resosirgd complying with sustainable
harvesting techniques (Shahidulla and Haque, 204€Y. industry players are reluctant to
disclose information on their businesses to otlmora in the value chain. They withhold
information on their prices and costs and prefeprmect their data from competitors and

from outsiders (Shahidullah and Haque, 2010).

2.8 PRE-REQUISITES FOR DEVELOPING EFFECTIVE VALUE C HAINS

Value chain development can be achieved throughpating chain actors financial,
technically, and building their understanding ofrked chains. Will (2008) identified the
following steps to VCD of underutilised speciestetal selection of a species on the basis of
its economic, social and environmental potentiatjertaking an analysis of the value chain
system (value chain mapping); identifying entryrsiwith emphasis on opportunities and
constraints/challenges hampering value chain dewedmt; implementation to strengthen

value chain competitiveness; monitoring progressrafining the strategy if necessary.
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2.8.1 Selection of a species to be promoted

The selection depends on an assessment of a s@euwess prospective market potential
(market opportunities, supply potential and comm@atary and substitutes). Will (2008)
identified the following criteria to apply to theelsction of the species (a) potential for
poverty reduction and social benefits (relevarceahe small-scale producer and income
generation potential, relevance for food securityt social inclusion); (b) biological diversity
and characteristics (conservation potential, prapag methods, access to appropriate
technology, potential yields, perishability, valuritritional value); (c) growth potential and
competitiveness in the local, regional and inteomatl markets (current market demand,
unused competitive advantage, potential geographkigaansion); (d) prospects of success
(economic and/or other benefits, low investment umegents, potential product
diversification, possible use of by-products anddieive environment); (e) consumers to be
reached; and (f) potential relevance for econonmdicators, for example, returns on
investment potential contribution to Gross Dome&toduct (GDP), in exports and overall

employment creation.

2.8.2 Value Chain Analysis and Value Chain mapping

Value chain analysis involves identifying benefits stakeholders, entry points for value

chain development and coming up with viable valoagirc development upgrading strategies.
According to Seep Network (2006), participation af stakeholders complemented with

research where necessary, is very crucial for vahan analysis. Value chain analysis is
carried out to analyze the structures of the valbain system for competitiveness. That
involves stakeholders’ identification (value chaperators, value chain supporters and value
chain enablers) and networks already in existeacegnalysis of all stakeholders’ roles and

responsibilities, an assessment of the structietgden different stakeholders, and economic
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analysis (market potential, return on investments distribution of profits among operators
in the value chain). The species’ biodiversity @mation and relevance for pro-poor growth
need to be assessed. The essence of the spettiesstoall-scale producers should reflect not
just monetary income but its benefits to supportingritional value, employment, food

security as well as medicinal uses.

2.8.3 Assessment of opportunities and identificatioof entry points

Opportunities and challenges must be identified ¥atue chain development. Once

identified, opportunities can be exploited and 8ohs to overcoming challenges formulated.

2.8.4 Development of an upgrading system

This stage involves designing an upgrading stratediych specifies the value chain
development vision, leverage points to be addrespegposed solutions, indicators to
measure progress and relevant stakeholders amddisppnsibilities and capacities for value
chain development. Implementation of strategy Wi guided by an action plan and a

steering committee to coordinate the value chauglkd@ment process.

2.8.5 Implementation of the upgrading strategy, moitoring of progress and

refinement of the strategy

Stakeholders in the value chain have responsibiditymplementation of the VCD strategy.
As a result, a participatory approach right fronresgon of the species to be promoted to
strategy development has to be adopted. Accordin@tuere et al, 2007a) as cited in De
Caluwe (2011), prerequisites for all recommendeteruentions for All stakeholder
participating in the chain development should hdéve will, motivation, incentive and

capacity to conduct a specific action. The paréitopy approach helps stakeholders fully
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understand their respective roles in VCD in additito committing resources to

implementation of the strategy.

2.8.6 Structure building and capacity development

Will (2008) identified four levels to structure lding: (a) structures at the level of value
chain operators (micro-level) including input supg, producers, processors, wholesalers,
retailers and consumers. These include horizom@peration at the same value chain stage
(e.g. groups and associations), vertical cooparagéibthe same value chain operators (at
subsequent nodes of the value chain) and latempearation with businesses providing
product-related services. (b) structure at thellef/@alue chain supporters (meso level) with
private and public service providers offering namahcial services such as business
development services and financial services sucBhast-term and long-term investment
financing. (c) structure at the value chain enabl@nacro-level). Framework conditions
include polices such as sector, conservation anerporeduction policies; legislation (for
example, environmental protection and market |§\a@sl economic and social infrastructure
(for example, markets), and (d) structure at theell®of value chain attitudes (meta-level)
such as social norms (for example trust faciligtioollective action and limiting free-rid);

and social and economic exchanges.

2.8.7 Adopt a participatory approach to VCD

A participatory approach enables both private amdblip stakeholders determine and
understand their respective roles in the VCD. Tphpreach motivates the stakeholders to

assume responsibility and avail requisite resou@dise intervention strategy.

The value chain development process depends opadittieularities of the species, need for

in-depth analysis, commitment and capacities dfedtalders (value chain operators, value
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chain supporters and value chain enablers), pregasocial structures and norms and

relevant resources (Will, 2008).

2.9 HOW TO IMPROVE COMMODITY/PRODUCT VALUE CHAINS

Collective action is crucial for creating marketess for smallholders (Kwaschik et al, 2010)
as cited in De Caluwe (2011). It increases smaltipcers and processors bargaining power
(Bienabe & Sautier, 2005). Producer groups couldravme the high transaction costs by

producers (Kruijssen et al, 2009). They can algorave producers’ access to resources.

Conducting value chain analysis enables betterrstated value chains and improve them. In
order for a value chain to be efficient, it is dalcto support smallholders to become
competitive chain actors by ensuring that they hheebasic assets (e.g. financial, physical,
human and social capital, and natural resourcespraving their production and

management skills; and building their understandingrarket chains, competition, consumer

demands, farmers organisations and contracts (KT, 006).

Employing upgrading strategies for value chainsroups value chains. Mitchell et al (2009)
came up with different upgrading strategies whietliude horizontal coordination, vertical
coordination, functional upgrading, process upgrgdiproduct upgrading, inter-chain

upgrading and ‘upgrading ‘ of the enabling enviremtn

Mitchell et al (2009) define horizontal coordinati@s the process of greater intra-nodal

organisation, often in the production and procegssiodes, in some form of collective

structure (typically a producer group). Horizontabrdination is advantageous to small-scale
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producers as it allows them to achieve supply ecoe® of scale and also reduce transaction

costs.

Vertical coordination promotes long-term inter-nlbadations (for example, contract farming
arrangements between a food processing compang &muner growing certain crops).This
upgrading strategy guarantees future revenue floscording to KIT et al (2006)

smallholders may increase their income by combinbuginess activities. That can be

achieved by investing resources in higher prodigtibetter quality and specialisation.

Functional upgrading involves either increasinggfapling) or reducing (downgrading) the

number of activities performed by individuals amuimpanies. It usually happens when a
small-scale producer (for example, a farmer) addsevto their produce. Process upgrading
involves improving value chain efficiency by incsgay output volumes or reducing costs per

unit of output.

The product upgrading strategy is becoming increggiimportant in richer economies due
to quality consciousness and increase in standamtnating from lead buyers, statutory
hygiene standards in importing countries and atsaesponse to fairtrade and organic
requirements by final consumers. Inter-chain upigdvolves the application of skills and
experience acquired in a value chain to produgtiezigage with another value chain. An
example is that of a smallholder farmer who usegrtov traditional crops and later shifted to
production of high value crops for the export markéhe strategy poses a challenge to the

poor smallholders to access the lucrative valuéncha
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‘Upgrading’ of the enabling environment calls focampetitive enabling environment which
contributes to the success of value chains. Impneves to the support, services,
institutional, legal and policy frameworks in whithe value chains operate are often a
productive area in which development agencies ctamiene to improve the functioning of a

chain (Mitchell et al, 2009).

Other strategies to improve value chains includetr@ding up - stronger trade relations.

Small-scale producers are encouraged to strengfle@nchain relationships with traders.

(b) trading up, which involved building stronger ket institutions.
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2.10CONCLUSION

For the purpose of this study the following framekvwill be used:

Value Chain Development

Generic Baobab

Structures Actors Roles Constraints Prerequisitep Structures Actors Roles ConstrarErequisites

Conclusions

Figure 2.9: Framework for the study
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CHAPTER 3: RESEARCH METHODOLOGY

3.1 INTRODUCTION

The chapter presents the methodology which wastadofor the study. The main data
collection tools used were the semi-structuredriné@ver-administered questionnaire, and

Focus Group Discussions (FGD) and Key Informargrinews (Kll) Guides.

The researcher used the Rapid Participatory Makkgtaisal (RPMA) technique for value
chain mapping in order to identify actors in thelbab value chain in Chimanimani district

and their respective roles.

A total of 37 baobab collectors were interviewedHotsprings and 25 in Gudyanga wards
using the semi-structured interview questionnaif@e collectors were selected using
stratified random sampling. Three FGDs sessionspcsing of 15 participants each were
conducted in Hotsprings (2) and Gudyanga (1) wavdsue chain mapping was carried out

during FGD interviews.

3.2 RESEARCH PHILOSOPHY

Saunders et al (2003) contend there are two apipesao research which they call positivism
and phenomenology. The research philosophy is baseitie phenomenology philosophy
perspective and not on the positivism philosophjatadigm which strongly recognizes
quantitative measures as the benchmark for asgedsjpendent and independent variables
subject to the research. The research sought tsidmnthe attitudes, beliefs, feelings and

perceptions of the selected baobab collectors daggtheir baobab production enterprise.
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3.3 RESEARCH DESIGN

The researcher used a case study approach to tamtktbe structure of the baobab value
chain, actors involved and their respective rotas, challenges and constraints inhibiting
development of an effective baobab value chain, thedpre-requisites for establishing the
baobab value chain. Data was collected from baatmlectors in Chimanimani district
baobab collectors in Hotsprings and Gudyanga waudsg structured interviewer-

administered questionnaires, FGDs and KlIs guides.

Qualitative research is used to gain insight intaerlying motivations and reason. Its
advantages are that new or unexpected aspectsecagvealed, and secondly it provides
insight into the context of the research subjeetu(tslers et al., 2003). The researcher used
gualitative research methods in order to come up wseful conclusions in respect of the

study.

3.4 RESEARCH STRATEGY

Data was collected from baobab collectors in Hatgsr and Gudyanga wards using
structured questionnaires and FGDs. The semi-siredtquestionnaires were administered
through personal interviews by six interviewersl@signated points in the two wards. Three
FGDs (2 in Hotsprings and one in Gudyanga) commgisif 15 respondents each were also
conducted during the data collection exercise. K¥ere held with the KAITE (Pvt) Ltd

Chief Executive and directors of Utsanzi and Spigidoods of Africa in Harare. In

addition, Rapid Participatory Market Appraisal (RRMapproaches were applied for value

chain mapping with the respondents.

50



3.5 POPULATION AND SAMPLING TECHNIQUES

The population is the group of interest to the aedeer. It includes all individuals whom the
researcher is interested in obtaining relevantrmédgion and making inferences on. The
researcher would generate the results of the sy the group (Fraenkel and Wallen,
1996). The population to which the researcher ls & generalize is the study population
(Saunders et al, 2003). It is extremely importandéfine the population because it helps the
researcher in selecting a sample for study (Labaid Hagedorn, 1976). The population for

this study comprised baobab collectors/harveste@himanimani district.

The participants making up the population were fridotsprings and Gudyanga wards of
Chimanimani district. HWA-Zimbabwe, a local NGO whiworks with KAITE (Pvt) Ltd
and Bio-Innovation Zimbabwe availed its databasms$isting of 674) baobab collectors to
the researcher. A sample of sixty-seven baobabeaolls (representing 10% of the
population) was selected using the stratified ramd@mpling technique. The sample size
satisfies assertion by Saunders et al (2003) thanhapercent sample size gives a correct

representation of the total population under thelst

The semi-structured questionnaire was pilot tebtethe six enumerators to five respondents
a day before commencement of the interview exel@igknecessary corrections were made
to the questionnaire. The researcher was thewi#ft62 respondents for the semi-structured

interviews and the FGDs.

All the sixty-two respondents were interviewed iriotal of three days. The response rate
augurs well with the assertion by Saunders et @3® that a response rate of 60-80% for
interviewer-administered questionnaires in phenatagyical research is sufficient to allow

the researcher to gather valid and reliable datbishrepresentative of the population.
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3.6 SAMPLING PROCEDURE

The researcher used stratified sampling to selesamaple of 67 respondents from a
population of 674 baobab collectors in the HWA-Zablwe database. The sampling frame
comprised 420 baobab collectors from Hotsprings 264 from Gudyanga wards in
Chimanimani district. The baobab collectors werer¢fore divided into two strata
(Hotsprings and Gudyanga). Selecting a 10% samipl@aabab collectors using systematic
random sampling resulted in Hotsprings having 48 &@udyanga 25 baobab collectors

respectively

The researcher selected stratified random samgiecpuse it has very high chances of
reducing the potential for human bias in the selaadf objects to be included in the sample.
Secondly, stratified sampling represents not dméydverall population but also subgroups of
the population such as minority groups, assumirag there is limited missing data. This
enables the researcher to compare strata and madeevalid inferences from the sample to
the population. Relative to the simple random samible selection of units using a stratified
procedure can be viewed as superior because ibiraprthe potential for the units to be more
evenly spread over the population. Furthermore,reviibe samples are the same size, a
stratified random sample can provide greater pi@tithan a simple random sample.
Because of the greater precision of a stratifietdoan sample compared with a simple
random sample, it may be possible to use a smsdleple,which saves time and money

(http://dissertation.laerd.com/stratified-random-péng.php visited 12 February 2015.

However, stratified random sampling can only beiedrout if there is a complete list of the
population, delineated into each stratum. Sometitesy be difficult to gain access to the
population list and there may not be a singledsstailing the population of interest to the

researcher.
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3.7 RESEARCH PROCEDURE

The researcher obtained secondary data regardioigabacollection in Chimanimani from
KAITE (Pvt) Ltd and HWA-Zimbabwe. The informatioma&bled the researcher to decide on
how best to structure the data collection toolefgonnaire, focus group discussions and key

informant interviews guides).

A pilot test of the semi-structured questionnainel &G GDs guide were conducted with five
respondents a day before commencement of the adfoamation gathering exercise and
edits to the instruments were done. Interviewshwiéspondents were conducted at
designated points by the six interviewers. Threéduevachain mapping exercises were

conducted with respondents soon after the FGDOseadesignated data collection points.

3.9 RESEARCH LIMITATIONS

The major constraint to the researcher was timedfa collection. To overcome the
constraint, the researcher recruited five enumesato assist with data collection. The
enumerators received relevant training from theaesher before the actual data collection

from the baobab collectors.

It was also not possible to bring all the valueictectors together for value chain mapping.
However, the researcher ensured that appropriastigns which enabled collection of all
relevant data on the baobab value chain (key acttscture of the value chain, identifying
constraints faced by the baobab collectors in #leeschain and proposing possible solutions
to overcoming identified bottlenecks in the chai@re include the data collection tools. The

researcher is satisfied that the data collectedadaguate to address the research objectives.
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CHAPTER 4: RESULTS AND DISCUSSION

4.1 INTRODUCTION

The chapter presents the research findings andnatysis of the results of the study
conducted among baobab fruit collectors in Chimamindistrict. According to the database
of Hilfswerk Austria International (HWA), there a4 baobab collectors in Hotsprings and
Gudyanga wards of Chimanimani district. The redeassults are based on a ten percent
sample of the baobab collectors. The sample coegpd®? and 25 collectors from the two
wards of Hotsprings and Gudyanga respectively. fdsilts of the study were used to
address the research objectives through presamtati@lysis, interpretation and discussion

of the study findings.

The four objectives to be addressed by the study wistly to identify the structure of the

baobab value chain and key actors involved and thepective roles. This was followed by
identification of challenges and constraints intilg the setting up of the baobab value
chain. The research went on to establish the preisies for developing an effective baobab
value chain. Finally, the research gathered th#ud#, perceptions and views of the

respondents on the harvesting, processing and tiragla baobab produce in Chimanimani.

4.2 DESCRIPTION OF BAOBAB COLLECTORS SURVEYED
4.2.1 Demographic profile of baobab collectors in Rimanimani
Research findings showed that 81% of the sampletdia collectors were females while

19% were males.
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Figure 4.1: Sex of respondents

This clearly shows that females constitute the nitgjef the respondents. This confirms
findings by Ahenkan & Boon (2010) that women aresttyotraders of baobab and tamarind
products. It is also generally accepted that natuaducts are traded by women because
traditionally the trade is viewed as a marginalivitgt The higher number of female
respondents than male respondents could be attdhatthe fact that in Chimanimani, most
males are involved in mining activities (Chiyadz@@amond mine and gold panning). As a

result, women remain at home to take care of tigidren.

4.2.2 The age distribution of respondents

The majority of the respondents (81%) were in tBeed®49 years age group. This suggests
that the people are mature and experienced in bacdikection. This also shows that the age
group is the most productive in baobab collectiorChimanimani. Respondents in the age

group are determined to travel long distances tlectobaobab fruit. This positive attribute
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by the age group will go a long way in generatirglinonal income to the collectors’

households.

M Less than 20 years
M 20 to less than 50 years
1 50 to less than 65 years

M 65 years and above

Figure 4.2: Age distribution of respondents

4.2.3 The level of education of respondents

The level of education of the respondents rangewh forimary to diploma with 49% of the
respondents having reached secondary school edndatiel. This therefore suggests that the
majority of the baobab collectors in Chimanimanrdaecondary school education. The
research results are a reflection that even pesiptehigher education participate in baobab
collection and that people with higher educatioewibaobab production as a gap-filling
enterprise as fruit harvesting occurs during leanoa (May to November). This is also a

reflection that there are fewer livelihood optionghe district.
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Fig 4.3: Level of education of respondents

4.3 VALUE CHAIN ACTORS WHO INTERACT WITH BAOBAB COL LECTORS

The research revealed that all the interviewedaedgnts had entered into agreements with
KAITE (Pvt) Ltd to sell all their baobab produce tbe company. Side marketing was
strongly discouraged by KAITE (Pvt) Ltd. As a rdstihere is a ready market for the baobab
collectors produce. The research also showed t#eTK (Pvt) Ltd has an Extension
Executive (the equivalent of Field Officer) for itgperations in Chimanimani district.
Unfortunately, the Extension Executive was notrivieaved as he was said to be in Harare on
official duty. The Extension Executive sensitizesnenunity members on the project. Those
interested in the project undergo training in suastale harvesting of baobab, hygienic
processing and storage, product quality managemeatrecord keeping before signing a
contract with the company. The collectors are oigghin groups and a lead collector is
nominated (by other collectors) for each group. Tée collector liaises with the KAITE

(Pvt) Ltd Extension Executive on all issues relatethe project.
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The respondents went through activities involvedbambab harvesting processing and
marketing with the interviewers during FGD intewge The following were outcomes of the

discussion:

4.3.1 Baobab harvesting

Individual collectors harvest the baobab fruit fror@es at their homesteads and in the wild.
Collectors are trained to only pick fruit from tgeound which will have ripened. That avoids
overharvesting and destruction to the tree. Theectrs transport the fruit from collection
points (depending on quantities) to their homestaming wheelbarrows or scotch carts. The
fruit is neatly packaged in 50kg sacks and tagh wie collector's name are attached to the
sacks. The fruit is stored in a dry room that isagwirom smoke. When the group of
collectors has accumulated reasonable quantitiéiseofruit, the lead collector for the group
asks the KAITE (Pvt) Ltd Extension Executive to eoand collect the fruit. The fruit is then
collected from the lead collector's homestead amdivered to the KAITE (Pvt) Ltd
processing centre at Nyanyadzi Business Centreemvpercessing of the fruit takes place.
The information provided by the respondents inriieavs and FGDs was confirmed by the

KAITE (Pwvt) Ltd Chief Executive (CEO).

4.3.2 Baobab processing

The research showed that KAITE (Pvt) Ltd commernitedperations in Chimanimani during
the 2010/11 baobab season. Baobab collectors mpextdmobab at designated points (at the
lead collector’'s home) in their communities in 2@10/11, 2011/12 and 2012/13 seasons. In
the 2013/14 season, all baobab processing was a@btige KAITE (Pvt) Ltd processing
centre following some produce contamination repdrmgerviewers were apprised by the
respondents that at the processing centre therelec&ic machines for dehairing the fruit.

Fruit cracking and removal of baobab pulp are doa@ually. KAITE (Pvt) Ltd employs 15
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people (who are also baobab collectors) to cartytlo@l processing of baobab fruit. Each
collector’s produce is weighed soon after processind its value calculated. The collectors
receive cash for their produce. The KAITE (Pvt) GEO confirmed that the company pays
US$0.20 per kg for the baobab pulp. The intervielso arevealed that the company
determined the price based on costs involved inttlesportation and processing of the
baobab fruit to the processing centre. The baoldib ip then delivered to the KAITE (Pvt)

Ltd processing centre in Christon Bank where thip psi processed further into baobab

powder and baobab oil.

4.3.3 Baobab marketing

The semi-processed products are sold to compamisniclude Utsanzi, Four Seasons and
SFA for making jam, juices and body oil. The pradugnade by the companies) are sold to
local retailers (including supermarkets) and tmalficonsumers buy from the retailers. An
interview with the KAITE (Pvt) Ltd CEO revealed tithe company exports about 85% of its
baobab oil and baobab powder to markets in Europmkthe USA. The baobab oil and
baobab powder are used in the pharmaceutical, dgveand food industries. The Utsanzi
and SFA directors mentioned that they buy baobbénai baobab powder from KAITE (Pvt)
Ltd because they do not have the capacity (espe@alpropriate equipment) to process
baobab pulp into baobab oil and baobab powder. thlee companies have been buying

baobab products from KAITE (Pvt) Ltd since the Imegng of 2012.

The respondents were asked to identify the mari@tgheir produce. Interestingly, the

respondents are aware that KAITE (Pvt) Ltd semepsses all the baobab pulp purchased

from them into baobab oil and baobab powder aprieg€essing centre in Harare. They also
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know that some of the baobab oil and baobab poexdesold to local processors that include

Utsanzi, SFA, AfriDeli and Four Seasons and theass exported.

KAITE (Pvt) Ltd is very particular about product ajily standards. Consequently, the
collectors receive frequent trainings in producélgy management from the company. In
addition, the company has set up a system to treckwner of any baobab produce that does

not meet the required quality standard.

The respondents also identified actors they intesétt in the baobab value chain, including
the roles played by the different actors. A diagratic presentation of the value chain actors
who interact with the baobab collectors is showikigure 4.4. The figure shows the results

of baobab value chain mapping exercise that wagedawut during FGDs with the collectors.

AN

Figure 4.4: Baobab value chain map

T
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Apart from KAITE (Pvt) Ltd, the baobab collectors@ interact with Chimanimani Rural
District Council, Forestry Commission and the Eamimental Management Agency (EMA)
on environmental conservation issues. They alserant with NGOs such as HWA-
Zimbabwe and World Vision that promote livelihoquiejects in the district and ECO-Cert, a
South African based organic certifying company. ytBlirade Africa, a non-profit trade
association promoting sustainable production and tfade for southern African natural

products usually visits the collectors once per yeafairtrade certification inspections.

Fig 4.5 shows the frequencies of interaction bypoeslents with the stakeholders in
Chimanimani district. The respondents spend maree tvith the Forestry Commission

officers, followed by EMA district representativasis means that Forestry Commission and
EMA are seriously pursuing environmental managenssues in the district to ensure that

there is not overexploitation or harvesting of ketmb
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Figure 4.5: Other actors who interact with baobab ollectors
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4.4 CONSTRAINTS INHIBITING DEVELOPMENT OF BAOBAB VA LUE CHAIN

Objective 3 of the research was centred on idengfgonstraints inhibiting development of
the baobab value chain. The constraints includécpéarities of baobab, lack of access to
financial services, the investment climate in thmurdry, legal framework for natural

products, limited value addition, lack of bargamipower, inconsistency in produce supply
and information gaps. The 62 respondents werevietged in pursuance of the objective.

Findings from FGDs also augmented the interviewltes Table 1 below shows responses

by the respondents.

Probable bottleneck Strongly Agree Not Sure | Disagree | Strongly

Agree (%) (%) (%) Disagree
(%) i

Particularities of baobab 69 21 10 0 0

Lack access to financial 89 11 0 0 0

services

Limited value addition 78 22 0 0 0

Inconsistency in produce supply 84 16 0 0 0

Investment climate in the 81 11 8 0 0

country

Legal framework for natural 75 21 4 0 0

products

Lack of bargaining pow 85 15 0 0 0

Information gap 21 79 0 0 0

Table 4.1: Constraints inhibiting development of babab value chain

The collectors were asked to express their viewsh# extent to which they regarded
particularities of baobab as a constraint to th@iobab production enterprise. 82% of the

respondents mentioned that they strongly agreed 1&8d agreed that particularities of
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baobab was a contraint to inhibiting the developn@nthe value chain. This shows that,
regardless of the nutritional and medicinal prapsrtof baobab, many people do not
appreciate baobab products. In their definitiorunélerutilised species, Gruere et al (2006)
identified three characteristics of underutilisqoecdes as (i) they are in abundance in
developing countries locally and scarce globalilyigere is lack of knowledge and scientific
information about the species; and (iii) thereas much use of the species compared to their
economic potential. This suggests that people latdrest in baobab products. Therefore

marketing baobab products requires vibrant camgaigspecially for the local market.

Respondents were asked to express their percejtidask of access to financial services as
a bottleneck to the development of the baobab weahaén. The findings were that 89% of the
respondents strongly agreed and 11% agree thassadoefinance is among the major
constraints for baobab value chain developmendifgs from the two FGDs showed that
the baobab collectors could not get financial sEwisuch as loans from financial institutions
because they did not have collateral security. Huggests that there are very limited
chances of baobab collectors engaging in valuetiaddactivities due to lack of access to
financial services. Consequently, they remain iestl to baobab fruit collection. This was
confirmed by Ahenkan and Boob (2011) who assert it@dequate finance to kick start
NTFPs enterprises is a hindrance to the small-gralducers. The Key Informant Interviews
conducted with the KAITE (Pvt) Ltd CEO and the tdimectors of Utsanzi and SFA also
confirmed that access to financial services wasapmntonstraint in the development of the
baobab value chain. They all concurred that theosegas fairly new in Zimbabwe and

therefore financial institutions did not want tekilosing funds to activities they were not

convinced would yield profits in the short-to- meii-term.
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Respondents were asked to express their perceptiortee extent to which they viewed
limited value addition as a challenge to their Epproduction enterprise. Research findings
showed that 78% of the respondents strongly agrde23% agree that limited value addition
is a challenge to the development of an effectisebab value chain. This concurs with
observation by Kozanayi (2012) that formalisatidrbacbab commercialisation has brought
a number of costs and benefits to different actdescontends that baobab collectors tend to
be at the lower end of the value chain where tleayigrocess baobab fruit into baobab pulp.
Limited value addition is disadvantageous to baotw@kectors as they do not get maximum
returns from commercialisation of the species. ey also revealed that in the 2011/12
and 2012/13 baobab seasons the respondents weheeidn baobab harvesting and baobab
processing activities in their communities. In @@&13/14 baobab season, the arrangement
was changed following some reports of baobab pwptamination. Baobab collectors
harvested baobab fruit and all of it was procedsedKAITE (Pvt) Ltd at their processing
centre in Chimanimani. Therefore the baobab callscare no longer involved in value

added activities.

Research results showed that 84% of the respondéenisgly agreed and 16% agreed that
inconstancy in produce supply was a major congttaiheir baobab production enterprise.
This shows that baobab produce supplies are alaitilring a certain period of the year.
This is so because of the seasonality of baobatwhich in Chimanimani is in season from
May until November. The collectors therefore earoome from the enterprise during that
period. The response was augmented by the FGDghwhiealed that supply of baobab
produce heavily depends on weather patterns. Batsbab do not flower well if there is a

drought and produce lots of flowers and big fruitidg a good rainy season (HWA mid-term
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review report, 2013). Heavy debarking of baobabgrand black soot disease upsurge also

contribute significantly to reduced quantities abbab fruit harvested by baobab collectors.

Regarding the respondents perceptions on the etdewhich they viewed the investment
climate in the country as a constraint to the dgwelent of the baobab value chain, research
results show that 81% of the respondents strongiigea 11% agree and 8% were not sure
that the prevailing investment climate in the counis a bottleneck to their baobab
production enterprise. The findings from FGDs atsofirmed the findings as respondents
pointed out that no investor would want to investthe natural species commercialisation
sector which is still in its infancy. They alsoedtthe challenge of fairtrade certification for
novel products on European markets as anotherrssgent discouraging investors in the
natural products sector. The findings were confanby the HWA final evaluation report
(2014, unpublished). These findings suggest thatinkestment climate in the country is a
constraint to the baobab collectors in Chimanimalunetheless, there could be significant
investment in the natural products sector if theegtment climate in the country dramatically

improves.

The respondents were asked to rate legal framefworkatural products as a constraint to the
development of the baobab value chain. Researahgasdicate that 75% of the respondents
strongly agree, 21% agree and 4% were not surghtbaegal framework for natural products
is a bottleneck to the development of the baobdibevahain. This suggests that the policy
framework for natural products can restrict resgons from actively participating in the

processing and marketing of baobab products. Bhiemfirmed by Antypas et al (2002) and
Laird et al (2011) who contend that NTFPs regulatoameworks are subjected to complex

measures which are often managed by competing isajams. Existing laws are often
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poorly implemented due to lack of government resesirand capacity (Tomich, 1996) as
cited in Kozanayi et al (2012). Therefore the leffamework for natural products has

potential to limit respondents’ involvement in a&ites beyond baobab fruit collection.

Respondents were asked to express their viewsdiegahe extent to which they considered
lack of bargaining power as a constraint to thebbhodevelopment of an effective baobab
value chain. Results of the research indicate86&t of the respondents strongly agreed and
15% agreed that lack of bargaining power posesjarmanstraint in their baobab production
enterprise. This suggests that the baobab colebti@mve no voice in the setting of prices for
their baobab produce. Therefore the buyer setpttite. The bargaining power of farmers
who sell natural produce in their communities dejseon the number of traders, the supply
and degree of perishability and market informatwailable to farmers (Ahenkam and Boon,
2011). Results of the FGDs indicate that although baobab collectors have organised
themselves into producer groups, the groups arestnohg enough to negotiate prices on
behalf of the collectors. In addition, the collestgreviously did not have substantive
markets for baobab produce; therefore they viewed business with KAITE (Pvt) Ltd as a
stepping stone for participating in the baobab @alhain. The collectors are convinced that
the producer groups will be vibrant in the futuréhiey are capacitated to actively participate

in value chains.

The respondents were asked to express their penespn the extent to which information

gaps were a constraint to the development of actfe baobab value chain. The results of
the research showed that 21% of the responderdsgbir agreed and 79% agreed that
information gaps were a constraint to their bagbaguction and marketing enterprise. This

could suggest that information is not readily aafalié to every actor in the value chain; some

66



possess information while others have very littiBoimation about the baobab value chain.
FGDs also confirmed that information gaps were radif@ince to the development of an
effective baobab value chain. Respondents citddda&nowledge of how KAITE (Pvt) Ltd
arrived at the US$0.20 per kg of baobab pulp. Altfothe respondents had information on
other actors involved in the baobab value chaintaedorocesses involved in the production
of baobab powder and baobab oil, they, neverthdédesed knowledgeable about the prices
of the products on both the local and export matkittemerged during the interviews and
FGDs that KAITE (Pvt) Ltd determined the price afdbab pulp. This confirms finding by
Ahenkan and Boon (2011) that lack of market infdioraand difficulty in getting contact

with final consumers are some of the major chaltsnigcing the NTFPs value chain.

4.5 CHALLENGES FACED BY BAOBAB COLLECTORS

The respondents were asked to identify challengeg face when harvesting the baobab
fruit. Answers from respondents during interviewsd aFGDs included travelling long
distances early morning to collect baobab fruithpeting with animals (especially baboons
and monkeys) for the fruit, transportation of theitffrom the wild to the homestead, and

being unable to harvest baobab fruit from tredteids where crops are grown.

When respondents were asked to list challengesuate@d during baobab processing, they
mentioned that they were no longer processing daalsaall processing activities effective
the 2013/14 season, will be centrally performedK®MTE (Pvt) Ltd at their processing
centres at Nyanyadzi Business Centre and in HaPaexiously baobab processing was done
manually using traditional tools for cracking theif and removing baobab pulp from baobab

pod.
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A major challenge highlighted by baobab collectdusing marketing of their produce was
the perceived low price paid by KAITE (Pvt) Ltd felheir baobab pulp. Ndoye (1998)
recommends that the process of price setting foFR$T between the NTFPs farmer (the
seller) and the trader (the buyer) involves baigginto reach an equilibrium price
somewhere between the lowest price the sellerllswgvito accept and the highest price the
buyer is willing to pay. The collectors lack infaation on prices of baobab products on the
local and export markets. The KAITE (Pvt) Ltd CE@libves that the respondents were
failing to understand that for every business taatisn, there are costs involved and those

costs have to be taken into consideration in aimegach the price or profit for a product.

4.6 RECOMMENDATIONS TO OVERCOMING CONSTRAINTS IN TH E BAOBAB

VALUE CHAIN

The respondents’ recommendations to overcomingéble of access to financial services
were that the Ministry of Small and Medium Entesps provide loans to the baobab
collectors to enable them to scale-up their opemati It emerged from the FGDs that the
collectors are ambitious to establish industry foocessing baobab into a wide range of
products for both the local and export markets. &offrthe respondents however, were quick
to realise that the option can only be possiblthé collectors have access to grants from
donors or loans from financial institutions. Anatlseggestion from the respondents was that
since the baobab collectors are resident in ruedsaand do not have title deeds for their
small pieces of land, financial institutions couwdail loans without asking for collateral
security from them. The Utsanzi and SFA directansl she KAITE (Pvt) CEO strongly

agreed that access to financial services was debetk in their baobab production
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enterprises. They all mentioned that it was costyengage in market and product
development with very limited resources. Since ssde financial services was a constraint
in their operations, the companies could not dgvel® many products as they would have

wanted.

Respondents’ recommendations to overcoming mistging value chain actors involved
transparency and trust and creating relevant forfonsliscussion of issues relating to the
commercialisation of baobab. The KAITE (Pvt) Lt&Q and the SFA and Utsanzi directors
view cooperation and greater collaboration amontfuevachain actors as measures to
overcome mistrust among key actors in the valuenckdT & IIRR (2008) contend there are

two basic types of strategies for improved tradielgtions. They include creating stronger
chain relations: create well-organised businesatiogls between the various actors in the
value chain; and stronger market institutions: ldith standards, regulations, policies and

services to coordinate and support trading actiiti

Respondents’ recommendations to overcoming limredde addition included acquisition of
appropriate machines which would enable the respaisdto apply mechanical processes
during baobab fruit processing (if funds are awhite them) and the respondents being

capacitated to develop and market products made laobab.

Primary producers usually lack bargaining power amdmost cases are price-takers.
Recommendations from the respondents on overcotatigof bargaining power included

forming a baobab producers association that woatdoa behalf of the baobab collectors.
The respondents mentioned that KAITE (Pvt) Ltd waging huge amounts of baobab pulp

from them and if they wanted to force a price iases the baobab producers association
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would negotiate the price on behalf of all baobaltectors. Some of them even suggested

holding their produce to force price change.

The respondents were asked to make recommendatiomsw to overcome information gaps
in the baobab value chain. Their main recommendatias establishment of strong relations
between the baobab collectors and their sole bu&ITE (Pvt) Ltd. The FGDs
recommended the formation of a vibrant baobab preduassociation that would frequently
disseminate information to all baobab collectorack of market information is commonly
recognised to be a major constraint to developifig-l commercialisation (Neumann &
Hirsch, 2000). Hellin et al (2005) as cited in Dal@ve (2011) confirmed that smallholders
have little or no information on market conditiopsices and quality of goods. Besides, they

are not organised collectively and have limitedexignce with market negotiations.

Recommendations by the KAITE (Pvt) Ltd CEO and thsanzi and SFA directors on
overcoming bottlenecks in the baobab value chairevetrengthening relations among all
value chain actors, improved communication atelktls of the value chain, and effectively
applying governance issues in the value chain. Thglyly recommended the formation of a
baobab producers association that would “speakbeimalf of all the baobab collectors in

Chimanimani district.

The trio was convinced that the impact of baobamroercialisation was significant as the
baobab collectors were generating additional incoriéey also perceive baobab
commercialisation to have aided in the conservatibthe baobab species as people now
place a lot of value on the baobab tree. The CEDdaectors also encouraged introduction

of baobab cultivation trials in the district in erdo ensure continuity of baobab fruit supplies
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in the long-run. Akinnifesi et al (2006) observeuhtt many rural households rely on
indigenous trees as sources of cash and subsisteumicentil recently there has been little
effort to cultivate, improve or add value to thepecies. To be successful, tree domestication

has to be linked to commercialisation and markegesion (Tchoundjeu et al, 2007).

4.7 CHAPTER SUMMARY

The research results show that the baobab value eh&himanimani needs improvement,
especially for the benefit of the baobab collect&(AITE (Pvt) Ltd is the sole company
buying baobab pulp from the baobab collectors,ettwemmaking it a monopolistic business.
Precisely, the company seems to be dominatingeivéifue chain. The baobab collectors lack
bargaining power and have limited capacity to ergadgaobab value added activities. They
also lack access to financial services and maretiformation. There is need to create

competition in the sector in order to overcome soifrthe identified constraints.
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CHAPTER 5: CONCLUSION AND RECOMMENDATIONS

5.1 INTRODUCTION

This chapter presents the conclusions of the resean the actors that interact with the
baobab collectors, the challenges/constraints itgothe development of the baobab value
chain, and how to improve the baobab value chaéitcoRimendations to address key findings
of the research will emanate from the conclusieashed. Specific areas for further study on
the baobab value chain will then be presented baisedeas needing further exploration. The

chapter will also accept or refute the study prdjmos

Based on the research findings, the study acceptesearch proposition that it is possible to
find out constraints in the baobab value chain #éinatinhibiting the actors, especially baobab
harvesters, from realising full benefits from tr@mmercialisation of baobab in Zimbabwe.
Baobab collectors in Chimanimani, like most smdlees, face several constraints in their
baobab production enterprise, the major ones bkiok of bargaining power and value
addition to their produce, lack of access to fimanservices and information gaps. There is,

however, scope to improve the baobab value chaithéobenefit of all actors involved.

5.2 CONCLUSIONS

The following is a presentation of the researchdifigs and is based on the responses
provided by the baobab collectors in Hotsprings &@uwbyanga wards of Chimanimani
district, the KAITE (Pvt) Ltd CEO and the directas Utsanzi and SFA. The findings are a
reflection of the baobab value chain in Chimaninsisirict.
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5.2.1 Value chain actors who interact with baobabailectors and their respective roles

Findings from the research revealed that baobaleatots in Chimanimani frequently
interact with KAITE (Pvt) Ltd, the sole company thauys their baobab pulp, Chimanimani
RDC (the local authority for the district), Forgs€ommission and EMA on environmental
management issues, NGOs implementing livelihoodgepts in the district and organic and
fairtrade certifying bodies such as PhytoTradedsfrand Eco-Cert. The research showed that
the respondents signed contracts with KAITE (Pt); the company will be the sole buyer
of the baobab collectors produce. In order to ensuistainable harvesting of baobab fruit,
hygienic storage of the fruit and proper recordpieg by the baobab collectors, the KAITE
(Pvt) Ltd Extension Executive organises and corsldoéquent training to the baobab

collectors.

Forestry Commission and EMA provide extension s&wiin environmental management to
the baobab collectors. PhytoTrade Africa and Ecd-@éso visit the baobab collectors

annually to carry out organic and fairtrade cegéfion inspections.

5.2.2 Constraints faced by baobab collectors in thealue chain

The research identified a number of constraints tivader the development of an effective
baobab value chain, especially during baobab tmaivesting and marketing. The major
constraints include lack of bargaining power antli@aaddition, lack of access to financial
services and information gaps. Research findingsvel that KAITE (Pvt) Ltd set the price
for the baobab collectors produce (mainly baobdp)péccording to the KAITE (Pvt) Ltd

CEO, the baobab pulp price was fixed by the comigr having taken into account all

expenses involved (transport, packaging materidl pnocessing at the baobab processing
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centre). The baobab collectors also felt that tafckalue addition significantly contributed to
the low price for their baobab pulp. Linked to lack value addition is lack of access to
financial services which prevents the baobab ctdiscfrom engaging in value added
activities. Access to financial services will erealbhe baobab collectors to process baobab
pulp into baobab oil and baobab powder and sedictlito private companies in the food,
beverage and cosmetic industries. The baobab tmiewvill also make products from
baobab powder and oil. This will doubtlessly geteeraore income for the baobab collectors
and also create employment in the district. Infdioma gaps on natural plant species
commercialisation (especially on marketing and atede among major bottlenecks for the
wild collectors. The baobab collectors lack infotima on prices of baobab products on the

local and export markets.

5.2.3 Improving the baobab value chain

The baobab value chain has many constraints whmhnat be ignored if baobab
commercialisation in Chimanimani is to achievenitgin objective of improving income for
the baobab collectors is to be realised. The bacbléctors face several constraints during
baobab fruit harvesting (travelling long distantegollect baobab fruit and transporting the
fruit to their homes), and marketing baobab pulpa(the price is set and lack of information
on baobab products prices on the local and exparkets). The constraints, among them,
lack of bargaining power, information gaps, lackaotess to financial services, lack of value
addition to their produce, and lack of clear goweent policy on commercialisation of

natural plant species, are hindering the developiesn effective baobab value chain.
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5.3 RECOMMENDATIONS

The following are recommendations based on theoress by the baobab collectors, the

KAITE (Pvt) Ltd CEO and the directors of Utsanzda®FA.

5.3.1 Increased cooperation and greater collaboraith among value chain actors

The constraints identified by the baobab collectans be a result of lack of market literacy,
development and coordination among the value claiors. Value chain development
should build linkages and enhance trust among varaztors in the market chain. This can
be achieved by supporting baobab collectors tociest®o collaborate and coordinate with
buyers of their baobab produce. In addition, alugachain actors should have access to
information and market intelligence, which will dr@ value chain actors to satisfy product

standards required by buyers.

5.3.2 Provision of credit to baobab collectors

Lack of finance to the natural products sector wuthe risks involved (anticipated low loan

repayment rate due to the seasonality of the fhay been identified as a major challenge.
Baobab collectors have no collateral to secureitsrém banks, which limits their access to
credit in order to engage in the production of l@wliproducts. The government should,
therefore, encourage banks like Agribank to provide interest loans to the baobab

collectors.

5.3.3 Strengthening bargaining power of the baobabollectors
Understand power distribution and control amongu&athain actors is crucial before

intervening in a value chain. This will help to @ss how much influence buyers can have
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over produce quantity, quality and price. In ortierthe baobab collectors to participate in
price setting for their produce, they are encoulageform a baobab producers group which
will be their mouth piece in all issues relatingheir baobab production enterprise. Having a
well organised group will enable the baobab cotlesto bulk their produce and reduce costs
through economies of scale. It will also strengthie® baobab collectors’ bargaining power

with buyers of their produce.

5.3.4 Creating mutual trust among value chain acta

In order to create mutual trust among all the valboain actors, there is need to effectively
organise the chain actors and create mutual umchelisty. All value chain actors should
understand their roles and services. This will imestable and stronger trade relations among

all actors in the chain.

5.3.5 Expanding the local market for natural produds

The local market for natural products is small. rEfiere there is need to come up with
awareness creation campaigns on the nutritionalnaedicinal properties of baobab by the
Ministry of Health and Child Care and private comiga and research organisations working

in the sector.

5.3.6 Clear policy on natural plants commercialisabn
There is need for the Government of Zimbabwe tcettgva clear policy that will guide the
development, use, and management of natural predddtis could be done through effective

promotion of natural species in the national povegtiuction strategy.
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5.4 AREAS OF FURTHER STUDY

There is scope to conduct in-depth study into hauer chains of baobab in neighbouring
countries such as South Africa, Botswana and Momgumebwork. The countries, especially
South Africa, have excelled in commercialisation raftural species. The findings will
contribute to overcoming constraints in and ultieiatmprove the baobab value chain in

Chimanimani.

There is need to explore prices of baobab prodincthe market chain, from the baobab
collector to the final consumer in the export mankdth the objective to investigate how
prices for different products are set. This willable different actors to assess if their

products are fairly priced.

There is also need to explore mechanisms to findaabdab collectors to enable them to
boost their baobab production enterprise. This siifiultaneously address the constraint of
value addition which the baobab collectors feellddake them to greater heights if adequate

funding in the form of loans or grants to set upl@b processing centres is availed to them.

5.5 CHAPTER SUMMARY
The chapter presented conclusions gathered fronrebearch on baobab value chain in
Chimanimani district. It also made recommendationsmajor findings from the research.

Areas of further study on the baobab value chairewdentified and presented.
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5.7 APPENDICES

5.7.1 Appendix 1: Administrative introductory latte

THE UNIVERSITY OF ZIMBABWE

Graduate School of Management

TO WHOM IT MAY CONCERN

I am an MBA student undertaking a research progetitled “Enhancing underutilised
plant species value chains to improve rural economs: A case of baobab in
Chimanimani district.”

The researcher will administer three researchunstnts — two to the baobab harvesters in
Chimanimani district and one to processors/buyérnsaobab produce. The semi-structured
interviewer-administered questionnaire will be awistered through personal interviews and
will take 40 minutes to complete. The second retearstrument, a focus group discussion
guide will be administered to baobab harvesters. third research instrument, key informant
interviews guide will be administered to procesdmrgers of baobab produce from the
Chimanimani baobab harvesters.

Please note that the data collected will be useélyitor academic purposes only and will be
kept confidential. For enquiries or clarificatigriease contact the following persons:

Mr E Makoni(Research supervisor) on mobile numb&r B 576 546

E-mail: emakoni@commerce.uz.ac.zw

Mrs Bridget Matambo (Research student) on mobilalmer 077 8 484 805

E-mail: bridget.matambo63@agmail.com

Thank you for your cooperation.

Regards

Bridget Matambo
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5.7.2_Appendix 2:Questionnaire for baobab collectors in Chimanimandistrict

Instructions for completing the questionnaire Quesonnaire Number [

1. Indicate responses by ticking and numbering in the appropriate boxes and writing in the

appropriate spaces provided.

2. Each questionnaire will take approximately 35 minutes to complete.

Name of Signature Date Interview Completed
Enumerator

Ward Name

SECTION A: Smallholder demographic and socio-econoin characteristics
Al Sex of respondent: Male O Femaled
A2. Age of respondent:
Less than 20 yeard 20 to less than 50 yelts
50 to less than 65 year(] 65 years and above ]
A3. Marital status
Married O Widowed Divorce Singld

A4. Level of education:

No formal educatiofd Primary schbl Secondathoold
Diplomad University O
Other (Specify)

A5:  Number of years of baobab collection by colleor
Less than 1 year 1 to less than 2 yed}
2 years to less than 5 years 5 years and aba—
A6: Inthe 2013/14 season, how much baobab was sblgthe collector?
Less than 1 tonngg 1 to less than 2 tonnps
2 to less than 3 tonnts 3 to less than 4 torldes

4 to less than 5 tonnes 5 tonnes and abCve
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A7:

A8:

A9.

A10.

All.

Al2.

In the 2012/13 season, how much baobab was sblgthe collector?
Less than 1 tonngg 1 to less than 2 tonnps

2 to less than 3 tonnTs 3 to less than 4 torCdes

4 to less than 5 tonnes 5 tonnes and abe

In the 2011/12 season, how much baobab was sblglthe collector?
Less than 1 tonngg 1 to less than 2 tonns

2 to less than 3 tonnTs 3 to less than 4 torCJes

4 to less than 5 tonnes 5 tonnes and abve

In the 2013/14 season, how much sales did thalector make?
Less than $100 $100 to less than $159

$150 to less than $20C0 $200 to less than $T50

$250 and above O

In the 2012/13 season, how much sales did tt@lector make?
Less than $100 O $100 to less than $177

$150 to less than $20C0 $200 to less than $170

$250 and above O

In the 2011/12 season, how much sales did twlector make?
Less than $100 O $100 to less than $157

$150 to less than $2000 $200 to less than $770

$250 and above O

How much income does the collector get from otheome generating projects
during the year? List the interventions and appmate amounts in the space provided
below.

85



A13. Do you belong to a wild collectors group? Yeld No O
If yes, state the number of years the collector lsabeen a member.
Less than 1 year 1 year to less than 2 yearsy
2 years to less than 5 years 5 years and abokt

Al4: What positive impact has baobab sales had ohé collector? Tick in the
appropriate boxes.

a. Increased incom] b. Increased knowledge throwaghing(s) —
c. Increased food diversitg d. Access to markgis

e. Other (specify)

SECTION B: Baobab value chain actors who interact wth the baobab collectors in
Chimanimani district

B1. To whom do you sell your baobab produce?

a. Middlemen O b. HawkeO

c. Local communityg d. Processo

e. Wholesaled f. Supermarks
g. Retailer O h. Other (specify)

B2. If the answer to Bl is not a, b or ¢ provide maes of companies/supermarkets
that buy your produce.
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B3.

B4.

BS.

B6.

B7.

Indicate the percentage of produce sold to eaddi the buyers per season

a.
b.

e.

g.

Middlemenrd b. Hawkei—
Local communityd d. ProcessC]
Wholesaler U f. Supermarket J
Retailer O h. Other (specify)

Are there contractual arrangements with any othe organisations?

Yes O No

If the answer to B4 is yes, what are the arrangésffen

Has the collector received any extension sereig/trainings on baobab harvesting,

processing and storage?

Yes O NoO

If the answer to B5 is yes, state the organisan that trained the collector, what

the training was on and number of trainings.

Are the buyers particular about the quality ofthe collector’s produce?

Yes 0O No O
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SECTION C: Constraints inhibiting development of baobab value chain

C1:

Cc2.

C3:

C4:

C5:

Ce6:

What production and marketing constraints doeshe collector encounter in their
baobab business? Tick the most appropriate answen ithe box on the score given
as follows:

1=Strongly agree; 2=Agree; 3=Not sure; 4=Disagbestrongly disagree

Constraint 1]12|3]4]|5
1 Particularities of baobab
2 Lack of access to financial servi
3 Investment climate ithe countr
4 Legal framework for natural produ
5 Organic certification
6 Mistrust among value chain actors
7 Limited value addition
8 Lack of bargaining power
9 Limited quantities bought by buy:
10 | Inconsistency in produce sup
11 | Information gaps

What challenges do you face when harvesting theobab fruit?

What challenges do you encounter during baobaprocessing?

What challenges do you encounter when marketingour produce?

Do you have knowledge of the local and exportriges for produce bought from
you by individuals/firms? Yes O No O

If the answer to C5 is yes, what are the localrices for baobab powder?

88



C7:

C8:

Co:

C10:

Do you carry out any value addition activities? Yes O No

If the answer to C7 is yes, what are the process?

Who determines the selling prices of the colléar’s produce?
Collector Buyerd Baobab Association/Grou

Other (Specify)

What are your recommendations to overcoming th following challenges?

a. Lack of access to financial services eg loans

b. Mistrust among value chain actors

c. Limited value addition

d. Lack of bargaining power

e. Information gaps
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5.7.3 Appendix 3: FOCUS GROUP DISCUSSION (FGD) GUIE FOR BAOBAB
COLLECTORS IN CHIMANIMANI DISTRICT

Name of Enumerator | |  Questionnaire Number[ ]
Number of Males [] Number of Females__] Total ]
Ward Name | |

SECTION A: Participatory Market Mapping (PMP) exerc ise with the FGD participants
Step 1: List all the baobab value chain activities

Step 2: Identify the main actors in the activitisted in Step 1

Step 3: Map the flow of produce from the colledtwthe final consumer

Step 4: Map the number of actors and their respeetttivities in the value chain

Step 5: Map the relationships among the value chetiors

A2. List all the organisations that purchase ycamhab produce.

A3. Where is the market for the produce?

A4. Do you receive any extension services fromowggiorganisations/buyers? If yes, state
the organisation and type of service(s) provided.

SECTION B: Constraints inhibiting the development d an effective baobab
value chain

B1. What challenges do you encounter in baobalectidin?

B2. What challenges do you face in baobab procg8sin

B3. What challenges do you encounter with buyergoaf produce?

B4. Do you have access to credit facilities for ioying your baobab enterprise?

B5. How are prices for your produce set?

B6. Are you satisfied with the prices?

B7: How do you view the relationships among différealue chain actors?

90



SECTION C: Recommendations on how to overcome comaints in the value chain and
improve the value chain

C1l: What are your recommendations for overcoming btilenecks in the baobab
value chain?

C2: What recommendations do you propose for improvig the baobab collectors’
access to high value output markets?

D1: What recommendations do you propose for improvig the baobab value chain?

5.7.4 Appendix 4: Key Informant Interview (KII) Gui de for processors buying baobab
produce from baobab collectors in Chimanimani distict
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Name of Enumerator Questionnaire Number[ |

Number of Males ] Number of Females[_] Total 1

SECTION A: Purchase of baobab produce

Al.

A2.

A3.

A4.

A5

How long has your organisation been doing buséss with the baobab harvesters
in Chimanimani?

Less than one yeard 1 year to less than 2 yCars
2 years to less than 5 yearg— 5 years and above O
What product(s) do you buy from the baobab haresters?

Baobab fruit O Baobab pulpg

Other (Specify)

What price(s) do you pay for the product(s)?

How is/are price(s) set?

Where are markets for your organisation’s baobalproducts?
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SECTION B: Constraints inhibiting the development d an effective baobab

B1.

B2.

B3.

B4:

value chain

What challenges do you encounter with sellerd baobab products?

What challenges do you face in processing badisa

How easy/difficult is it to access credit fronfinancial institutions for added value
for baobab?

How do you view the relationships among diffent value chain actors?

SECTION C: Recommendations on how to overcome comaints in the value chain and

C1:

improve the baobab value chain

What are your recommendations for overcoming bttlenecks in the baobab
value chain?

93



C2: What recommendations do you propose for ensuripcontinuity in supply of
baobab produce by small-scale producers in Chimaniami?

C3: What recommendations do you propose for improvig the baobab value chain?

SECTION D: OTHER ISSUES TO DO WITH BAOBAB COMMERCIA LISATION

D1: What is your assessment of the impact of baobalbmmercialisation on the
baobab harvesters?

D2: Do you perceive the commercialisation of baobaim Chimanimani to have aided
in conservation of the baobab species?
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