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Abstract

The study presents analysis of Ilberallsatlon of maize procurement in Ghana and

Ei 1 EAAOGEIT 11 x11 Al 6 OSpéchidallyithe &ully ekdmidédsthk O AT O
AAOEOEOEAO T &£ | AOEAO NOAAT O j-10q AT A OEAEO
empowerment and employment opportunities, price setting mechanisms, types of

support provided by MQs to the farmers, support of the state and perception of MQs on

the effect of the introduction of the commodity exchange in Ghan&tructured
guestionnaires were used to collect data from the respondents (maize market queens

and maize farmers). Focus Group Discussions were also organised for all the two

categories of respondents.

A descriptive analysis of the data shows that 52 gercent of the maize traders are males
and about 47.6percent are females in the study areas. About 9percent of the maize
farmers are male while only 10percent are female. Also about 71.4ercent of the
traders are above 50 years while only 26.percent of the farmers are above 50 years.
The prices at which the market queens buy maize from the farmers is influence by cost
of transportation, location of the produce, quality of maize and quantitgf maize.

Similar factors affect the price at which they sell to consumers, at an average of GH¢
136.00 while it is bought at an average of GH¢ 122.00 from the farmer. About 74.4
percent of traders stated cost of transportation as a major determinant of the price of
the commodity, 19 percent of the traders stated location of the produce while 9.5
percent reported quality of maize as a major factor. Cost of production and
transportation and profit margin are major factors affecting selling price as indicated by
all farmers.

About 71.4 percent of the MQs reported that the prices at which they buy maize is
arrived at through negotiation with farmers while only 28.6 percent report that they
buy the maize at the predetermined market price. There is inadequate support from the
government to market queens. Only 1(ercent of the MQs received support from the
government in the form of small loans while 90percent of them do rot. Only 28.6
percent of the MQs are aware of the commodity exchange system while 7Jpércent
indicated otherwise.

About 61.5 percent, 30.8 percent and7.7 percent of MQs reported introduction of
commodity exchange (CEX) will have negative, positive and neutral respectively on
their business. It was recommended that Government should take action on the
following; Capacity building programmes of market queens, provien of credit facilities,
improvement in road infrastructure, establishment of price information centres,
establishment of legal regime to regulate MQs business, standardisation of weighing at
all levels, public private partnership to build storage facilies and formation of strong
and vibrant farmer based organisation




1. Introduction

Background and Objectives of the Study

"EAT AGO AT i AOOEA |1 AEUA OOAAA EO 1 AOCAT U AAE
traders who dominate the localand regional markets while larger groups of wholesalers

engage in spatial arbitrage across regions/districtsThese women traders are referred

to as@hemad| O O- A OE AKQs) N&wkeA quéds allegedly control procurement,

distribution, pricing of maize and other commodities such as yams and tomataéat the local

level, wholesalers normally obtain their maize either directly from farmers with whom

they have long standing relationships; wives of these farmers or through their agents

OEAU ANICIE8O0DPT O0OA

These local wholesalers then sell to londistance traders serving urban markets
throughout the country. In their hierarchy, there is an overall queen who oversees the
day to day affairs of the entire market and tradersn the local markets They sdl in bulk
or at wholesale to sectional leadersalso known as retail queens, who in turn sell to the
various traders in the market.

The two important people that this researchis concentrated on are the market queess
and the commodity queens. This is dcausemost of the market queens inthe urban
centres tendto be commodity queensin the local markets whereas commodity queens
in the larger market tend to be market queens in lesser markets.

To ascertain their level of influence when it comes to price realisation, it is important to .
AFEOOO EAAT OEAU OEAEO OI 1T A0 AO ONOAAT 66n OEA
are involved in certain uncompetitive practices that affect pricing; and iko to what

extent.

Research evidence from the CREW project also suggests that maize farmers in Ghana
are happy selling their produce to these market queens on account of the prices they get
and the mode of payment. Such reliance on the market queens) account of their
dominant position in the market, raises some concerns especially given the possibility
for them to abuse their dominant (near monopoly) position in the market. Further, from

the discussions with some of these MQa CREW projectit was evident that they have
some expectations from the Government of Ghana (Ministry of Food and Agriculture)
which does not seem to have been met.

It is therefore necessary to do a deeper study in the two regions of Ghamamely

Greater Accra Region and Brgg Ahafo Regiorto assess the structure/network of these

-10n OEAEO AT 1 OOEAOQGOEITT OF x1T1TAT60 AATTTI1EA

interaction with farmers and role that the government needs to play to strengthen their

capacities, efficiency and at thesame time provide some safeguards. In view of the

above concerns the followingobjectives will be addressed in this study,

1 To understand the activities of the private wonen traders in the maize sector.

Contribution of MQs in their respective regionsOT x AOAO x1 1 AT 80 AA
empowerment and employment opportunities.




1 To investigate the price setting mechanisms, which include the price received by

EFAOTI AOO AO OEAU OAll OEAEO DOl AGAA 01 Ol
which the queens sell the maie in the market?

To examine thetypes of support provided by the MQs to the farmers

To analyse thesupport(s) the state provides to theseMQs

To understand the perception that market queens have about the effect of the
introduction of the commodity exchange in Ghana and how this will affect their

maize trade.

= =4 =

Structure of the Report

This study is divided into five chapters. Chapter onevhich is the introduction section,
gives a background of the study. It discusses the importance of market queens in the
context of maize marketing in Ghana. This chapter also presents research objectives of
the study. Chaptertwo presents a review of literature on market economyand
liberalisation of maize in Ghanalt discusses thdrade associations and the role of social
institutions in Ghanaian markets The role of government in shaping the institutional
environment for marketing maize is also presented in this chapter. Chapter three
describes the methodology used in thetudy and chapter four presents the result of the
study while chapter five deals with summary conclusions of the study and policy
recommendations.

10



2. Literature Review

Introduction

This chapter provides discussios on relevant literature on the general overview of the
maize economy in Ghandollowed liberali sation of maize marketing in Ghana. The role
of trade associations and sociainstitutions in Ghanaian markets are also reviewed in
this chapter. Alsq roles of government in shaping the institutional environment for

marketing maize are discussed and finally commodity exchange system in Ghana and its

importance is also discussed.

The Market Economy for Maize in Ghana

-AEUA EO 'EATAGO0 1100 EI bl OOAT O AAOAAI
in all parts of the country (Yebo&, 2012). Although maize production occurs in all of
Ghana's ten Regionsgata obtained from Ministry of Food and Agriculture (MOFA)
shows that from 2000 to 2012, about 82percent of total maize output come from five
regions in three of the five agr@cological zones The five principal growing regions are
BrongZAhafo, Northern, Ashanti, Central and Eastern and the three agfpcological
zones are guinea savanna, forest savanna transition and seffgciduous rainforest with
the remaining 18 percent being grown in the other regions of the country (Upper East,
Upper West, Volta, Grear Accra and Western RegiofAyeduvor and Kwadzo, 2014).

The maize market in Ghana comprises of the yellow maize mostly used in the poultry
industry and the white maize for human consumption, industrial and also in the
manufacturing of poultry feed.Imports and exports of white maize are minimal and are
thought to have a net neutral effect on the maize markgwhile limited amount of yellow
maize is imported for the poultry feed industry with some cross border trade occurring
with the Sahel countrieswhich have not been sufficiently studied and quantified (Gage
et al., 2012).

According to Nyanteng and Asumingrempong (2003), Ghana is about 100 percent
self-sufficient in maize production with only small volumes been imported irregularly.

Maize prices are often high due to the high agricultural cost of production, high
transaction costs oftransporting maize from the many scattered small scale farmers.
The prices exhibit considerable monthly fluctuations caused largely by seasonal
production and inadequate and poor storage facilitieBetween September and October

AOI b

each year maize prices experience a drastic decrease in price with respect to the various

markets. Prices are generally low during major harvest periods and increase
dramatically in the periods just before the next harvesas shown in theFigure 2.1.

11



Figure 2.1: Seasonal Trends in Maize Prices in Ghana

45
40
—~ 35 \ /
9 30 —
n
tJ) \/
z 25 -
o
| ACCRA
5:; 20
g 15 e TECHIMAN
; 10 TAMALE
e BOLGA
5
O T T T T T T T T T T T 1
A A o8 & & & A A R NS A &
NP OO RN

MONTHS

Source: Ayeduvor and Kwadzo, 2014

In the major production regions, maize has minor and major harvesting seasons where
prices are low during the major harvesting season. Farmers generally sell their output
immediately after harvest to meet their cash needsDuring this period the moisture
levels are higher and the maize more difficult to storeThisleadsto many losses, usually
from August to October. The minor season harvest occurs in January and February
when the harvested maize are drier and easier to store and sold between May andyJul
when prices are very high (Armah and Asante, 2004). The northern regions however
have only one growing season from May with the harvest period occurring in October
and November (Gage et al., 2012). Given the dryer condition, storage is less of a problem
in the area.

Maize marketing in Ghana is traditionally a private sector system which takes place in
formal and informal markets. In the rural areas, farmers sell to local assemblers who
also sell to wholesalers or commission agents. These wholesalers witkasonable
resources often hold large stock of grains in the urbacentresand therefore may decide
on when and how muchof maizeto release into the market for retailers whointend sell

to consumers. The local assemblers and commission agents often axtividually while
the wholesalers organse themselves into associations under the leadership Market
Queens who do influence the conduct of the market (Langyintuo, 2010).

This is a characteristic of imperfectly competitive market. However, Aldermarand
Shively (1996) indicated that maize market appears to be sufficiently competitive to
prevent traders from enjoying excess margin; prices are generally determined through
private negotiation between purchasers and traders (Abdulai, 2000).

12



Table 2.1: Official purchases of Maize by GFDC, 1982-1989

5,000 1.9
7,500 5.4
18,500 3.2
17,619 4.5
13,601 2.4
11,864 2.0
17,236 2.3
5,205 0.7

Source: Sijm (1997)

Liberalisation of Maize Marketing in Ghana

Since the 1970s the Task Force, the Food Distribution Corporation and Grains
Marketing Board have been merged under the Ghana Food Distribution Corporation
(GFDCQC). In the 19701980 decade the GFDC functioned as parastatal orgsation in
marketing and digribution, concentrating on maize and rice without involving in actual
production until the Structural Adjustment Programme (SAP) of 1983 that marked the
beginning of the end of GFDC as marketing agent in 1990 (Fusheini, 2003).

Available data indicate tha the GFDC had insignificant influence on the activities of
smallholder producers and marketers. They had the freedom to sell to the GFDC or not
and indeed resort to this only in times of difficulty. The GFDC therefore as seen in the
guantities it actually purchased (Table 2.1) was an insignificant player in the cereal
market. It bought less thaneight percent of the total domestic production of maize and
rice and was not even punctual at this (Seini, 2002)hus failing the price suppat
schemeit was intended to promote.

The insignificant level of purchases by the GFDC conveys the failure of the guaranteed
minimum price scheme and therefore any impact of the GFDC on smallholder
producers. Even though other actors such as the Graiwarehousing Company and
public sector poultry and feed mill establishments and market women retailers were
under the GFDC, they unofficially dominated the cereal market. The market women in
particular operated in networks private wholesaling and retailing of maize and the
networks are built and maintained on trust and ethnic ties (Abdulai, 2000).

The large wholesalers among these networks have spatial arrangement that allow them
to obtain supplies directly from farmers or through resident assemblers, whohten sell

13



these to long distance traders in urban markets. In the case of maize, which is traded in
unprocessed form, traders often perform exchange and facilitating functionghich is
not regulated by GFDCAIdeman and Shively, 1995; Abdulai, 2000).

14



Role of Government in Shaping the Institutional Environment for
Marketing Maize

It should be stated from the onset that marketing of agricultural produce in Ghana are
not regulated except for cocoa. The buyers of cocoa are licensed by @@COBOD and
all purchases are delivered to COCOBOD at approved prices at specific locations. Over
the period 1963 to 1970, various marketing institutions have existed under different
titles but broadly with the same objectives, that is to promote food prodction through
pricing and marketing policies that favour consumers; and to ensure effective
distribution of food throughout the country. In 1971, the existing marketing
organisation, namely, the Ghana Food Marketing Corporation, 1966 (L.I. 502) under
Legislation Instrument 714 became the Ghana Food Distribution Corporation (GFDC)
with similar objectives.

The GFDC concentrated its effort on maize and rice marketing. It has become the

Cl OAOT T A1 660 1 AET O &I T A AcCAT Auh DHDOOAEAOGET ¢
guarantee price and then selling it. From its inception, the GFDC relied on a commodity

pricing committee established by the government to fix prices. However, the failure of

the GFDC to purchase sufficient quantities of the maize offered by farmers, coupled with

its untimely purchases, made the price support programme ineffective.

In most instances, the programme actually acted as a disincentive to farmers. The cost

of production approach used to determie the guarantee prices assumedhat all

farmers applied the recommended production practices. The price policy proved in
inappropriate as farm surveys indicated that farmers had different production costs and

UEAT AO j +xAAUT h c¢mpmg8 ! O sdidhOpingramme, thee AT A5 O
guarantee minimum price for maize and rice was abolished in 1990 and the market

forces have determined prces until the establishment of National Food Buffer Stock

Company (NAFCO).

In March 2010, the Government of Ghana set up the National Food Buffer Stock
Company (NAFCO), a completely statmwvned-enterprise that is intended to buy,
preserve, store, sell, ad distribute excess grains (including maize) in warehouses
across the country. The creation of NAFCO is part of the strategy to reduce pbatvest
losses, ensure price and supply stability and establish emergency grain reserves.
Specifically, NAFCO mandatconsists in: guaranteeing an assured income to farmers by
providing a minimum guaranteed price and ready market for farmers in order to reduce
post-harvest losses resulting from spoilage due to poor storage; purchasing, selling,
preserving and distributing food stuffs in times of crisis; employing a buffer stock
mechanism to ensure stability/balance in demand and supply; expanding the market
share/demand for food grown in Ghana by selling to state institutions such as the
military, schools, hospitals andorisons.

Given the difficulty of NAFCO to reach farmers in remote areas, 73 Licensed Buying
Companies (LBCs) are contracted by NAFCO to purchase maize and rice from farmers in
the various villages at a minimum purchasing price (i.e. floor price)rrespective of
location determined by NAFCO in consultation with the posharvest committee within
MOFA (IFPRI, 2011).However, current finhgs from the CREW survey revealed that

15



total purchases of maize by NAFCO ranges betweewmo-five percent of the total maize
supplied in the market.

Thus, there are no formaked domestic food market institutions in Ghana. There are,
however, trade associations in respective markets covering specific commodities. It is
generally alleged that these associations practice opportunistic behaviour that makes
the markets inefficient. They are able to control the flow of commodities into their
respective markets and erect barriers for others.

Commodity Exchange System in Ghana

7AOAET OOA 2AAAEDPOO 3UOOAI O j723Qq AOA HAOO
to circumstances, to develop their agriculture and render markets more efficient and
effective in delivering benefits to consumers and producers.

For the past two decades, several privat initiative to establish commodity exchange
and related market institutions were launched in Ghana. One of these involved a
partnership, led by the then Chairman of the Grain Marketing Association of Ghana
(GMAG), which incorporated the Accra Commodity Ekange (ACX). The promoters of
ACX were unable to actively engage other stakeholders in promoting the exchange
which failed to take off and did not record in any formal trade in commodities. Another
promoter launched what was later to be called the West Atan Commodity Exchange
(WACE) with its headquarters in Accra. This initiative reportedly involved collaboration
with international players such as the London International Financial Futures Exchange
(LIFFE), the Cocoa Association of London and the Afric®evelopment Bank (AfDB). It
was further reported in July 2008 that the promoters were seeking investment of about
US$500 million to launch the WACE.

The third private initiative by the Commodity Clearing House (CCH) adopted an
approach which differed undamentally from the other two. Though the ultimate vision
was the development of a viable commodity exchange, promoters of CCH adopted an
evolutionary approach focusing initially on fostering trade warehouse warrants.
Twinned to this track was a programne to engage other stakeholders in developing a
supportive regulatory framework as well as warehouse receipt system. The CCH was
registered in 1996 as company to deal in financial securities, market information and
trade services relating to commodities.

In Ghana, Techné&erve has applied the use of inventory credit for grain marketing,
particularly for maize since 1989. This system is now more widely used in Sahel Region

of Africa. The amount of credit provided by the local banks is pegged to a proportiaf

the current market value of the stored grain, usually between 70 and 8@ercent of the
DPOAOAEI ET ¢ I AOEAO DPOEAA8 4EEO 1EIiEOO OEA
anticipated. The inventory credit programmeis profitable only when the increase in the

value of the stored goods exceeds the costs of storage and the borrowed funds (i.e.
interest payments, bank fees, etc.).

Under most NGGsponsored schemes, the warehouses, which have very small storage
capacity (some as low as 20 tonnes) are located in villages and managed by the farmer

16



groups. This is principally to ensure easy access by smallholder farmers and also ensure
that storage costs are low. Some donor funded programmes have relatively larger
warehouses, some with storage capacity up to about 1,000 tonnes located close to
villages.

"""" I £/ OEA 4AAETT 3A0O0A DPOI EAAOD
and the depositors were mainly individual smallholder farmers, who obtained
inventory credit from the Agricultural Development Bank (ADB). The credit was
secured against warehouse receipts as well as a guarantee by TechnoServe which
initially represented 100 percent of the loan granted. In addition, TechnoServe provided
training for the depositors and contributed financially to the construction of
warehouses. They also provide intensive monitoring of the stocks in the warehouse,
tracking price movements and offering advice to participating farmers on the timing

stock sales. The inventory credisystem promoted by TechnoServe for grains was not
sustainable.This is principally because scale diseconomies made it difficult to cover the

high cost of intensive supervision by TechnoServe. Furthermore, because the
warehouse receipts issued are not trasferable they are of limited use in facilitating
impersonal trade transactions as occurs in exchange trading.

In 2009, stakeholders in the grain sectggincluding grain producers, traders and
processors z formed the Ghana Grains Council (GGC) with the d¢oaf driving
improvements in the grain value chains in the country. One of the priority objectives of
the GGC is promote a WRS for the grain sector. The GGC is being funded by the United
States Agency for International Development (USAID) under two relateprojects: the
Agribusiness and Trade Promotion (ATP), which is regional programme, and the
Agriculture Development and Value Chain Enhancement (ADVANCE) Project. The ATP is
a three-year regional initiative intended to enhance value addition in the agrictiliral
sector and increase intraregional trade through developing and/or strengthening
institutional infrastructure and links that foster stable commercial relations as well as
reduce physical and policyrelated barriers to agriculture.

The GCX willstart with spot and futures trading of agricultural commodities, including
maize, soybeans, paddy rice, palm oil and groundnuts. Once these and the related
deliveries of actual crops are settled, the GCX aims to introduce other key agricultural
and non-agicultural commodities and to position itself as a future regional trading
platform.

It is anticipated that successful implementation of the WRS pilot will contribute
significantly to laying the foundations for secure inventorybacked finance as well as
exchange trading. Many of the sector representatives on the members of the Steering
Committee of the GGC have a long history of involvement in previous WRS initiatives in
the country and shoutl therefore be able to embed relevant lessons in developing the
plans and strategies of the Council.

17



3. Methodology

Sources of Data

Data employed for this study was gathered from primary sources. Structured
guestionnaires andin-depth interviews were used to obtain data from maize market
gueens and maize farmers. Focus Group Discussso(FGDs) were organised for both
farmers and the market queens in their respectiveegions (Brong Ahafo and Greater
Accra).

Sampling Procedure

The sampling procedure adopted for this study is the mukistage sampling technique.
In the first stage, two regions where maizds widely produced and consumed were
selected. In the second stage, 10 market queens from each of the oegiwere selected
based on the intensity of maize production and consumption. The third stage was
random selection of 30 maize farmers in Techiman in Brong Ahafo Region and 20
market queens from both Techiman and Greater Accra.

Analytical Techniques

The analytical techniqgues employed in this study are mostly descriptive statistics.
Descriptive statistics such as frequency distribution table, percentages, means and
standard deviation, were applied to the analysis of socioeconomic and demographic
charaderistics of respondents and their level of market participation of the market
women and farmers.

Study Area

As stated earlier he studywas conducted in two regions in Ghana namely Greater Accra
and Brong AhafoRegion due to productions and consumption of maize in these regions.
Greater Accra region is the smallest of the 10 administrative regions in terms of area,
occupying a total land surface of 3,245 square kilometers or 1.4 per cent of the total
land area d Ghana. The region is located within the coastal belt of Ghana, and shares
boundaries with the Eastern Region to the North, Central Region to the West and Volta
Region to the East and to the south lies the Gulf of Guinea. The region is relatively dry
since it falls within the dry coastal equatorial climatic zone with temperatures ranging
between 20 and 30 Celsius and annual rainfall ranging from 635 mm along the coast
to 1,140mm in the northern parts.

There are two rainfall peaks notably between Apriend July which is associated with the
major cropping season in the region and in September and November for minor. The
region remains predominantly urban (87.7 percent) which is about twice the national
average of 43.4percent. Accra, the capital is thenost urbanised city in Ghana. Primary
agricultural production is the smallest economic sector of the region, with the main
activities being food crop production marine fishing. Accra has about 40 designated
market centres.
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Figure 3.1: Map of Ghana Showing the two Market Locations
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Brong Ahafo Region is a major maize producingegion in Ghana producing about 30
percent of the total maize producel in the country according to production figures
obtained from the Ministry of Food and Agriculture (Ayeduvor and Kwadzo, 2014)
Techiman was selected based on production of the crop and also major market for

maize in the region
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4. Results and Discussions

Socio-demographic Characteristics of Respondents

The market queens and farmers whowere included in this survey have different
background; they are heterogeneous in their so@l and economic pursuit. Table4.1
gives the background information of the market queens and farmers on their age and
gender.

Table 4.1 Age Distribution of Market Queens and Farmers

Market Queens Farmers
Age Group
Frequency | % Frequency %
20-30 0 0 2 6.7
31-40 0 0 13 40
Age
41-50 6 28.6 8 26.6
51-59 8 38.1 3 10
I om 7 33.3 5 16.7
Total 21 100 30 100

Source: Authors computation from survey data

The results also showthat all the market queensare between 41 to above 60 yearslhe
reasons why the youths are not interested in maize trade businessay bedue to lack of
capital. About 71.4 percent of the market queensare 50 years and above in the study
area. This has implication of the age category of women involved in the maize trade
future survival of the business. Since over 9@ercent of the total maize produced in
Ghana is procured by these network of marketjueens efforts must be put in place to
encourage the youth to take upthe maize trade business in order to prevent the
potential collapse of the maize traden few decades to come. Contrary to the market
gueens, the results inTable 4.1 shows dispersed age distribution with regards to
farmers in the study area. About 4(ercent of the farmers are between 31 to 40 years
while only 16.7 percent of farmers are above 60years.

The resultsalso show that 52.4percent maize traders are males while 47.¢percent are

females. Thisfinding is contrary to perception that most of the tradersin the maize

trade businessare women However, the urban markes are dominated by women
traders andthere are some few men alsan the maize trade business in the various local
markets. In Techiman marketin particular, most of the wholesalers are men while the
women are engaged in retailing the same commodityOn the other hand about 90
percent of farmers are males while only 10 percent are females. The results show the
dominance of men inproduction of maize compared to women in the study arealhis

may be because of the drudgery associated with the production aspect of maize and also
the fact that most cultivable lands are owned by men
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Table 4.2: Gender Distribution of Market Queens and Farmers

Gender | Frequency | % Frequency %
Male 11 52.4 27 90

Female 10 47.6 3 10
Total 21 100 30 100

Source: Authors computatiofrom survey data

As shownin the Table 4.3 17 out of 21 market queens had formal education while only
18 out of 30 farmers had formal education. With regards tdhe market queens 9.5
percent had primary education, 38.1percent had JSS/Middle School education, and 33.3
percent had SSS/Tech/Vocational schoolWith respect to the farmers26.7 percent of
them had primary education, 20percent had JSS while about 4@ercent had no formal
education. They believe that farming is for the least educated or school dropouts could
be the reason why most othem had no formal education.

Table 4.3: Educational Level of Respondents

Market Queens Farmers
Educational level Frequency % Frequency | %
Primary 2 9.5 8 26.7
JHS/Middle School 8 38.1 6 20
SHS/Tech/Voational 7 33.3 4 13.3
No formal education 4 19.0 12 40
Total 21 100 30 100

Source: Authors computation from survey data

History and Emergence and Activities of Market Queens in Ghana

Trade associations developed out of the need for political power when British colonists
took away the right from chiefs to oversee market activity during colonial ruleThe
existence of market women association in Ghana predated independence of the coyntr
This association was formallycalled the Federation of Market Traders (FEMATA) which
was organsed during early post-independence Their vibrancy came to a halt after the
overthrown of the ' EAT A8 O /EE @@ thobgh Ah@ idividiiabtraders in the
markets still conducted several functions in the market. These trade associations
continued to thrive until the 1980's when associations were placed under scrutiny for
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false pricing. The false pricing by the trale association meanshat they increase price of
the commodity in the market just to make spernormal profits. This can also be
referred to as over pricing of commodity. They were alleged to also sometimes create
artificial shortage of commodities in the narkets. The government of the day then
became heavily involved in market activity in attempt to limit price manipulation.
However, in order to limit corrupt behavior, these same actors eased off market
regulation in the 1990s in an effort to pursue freer narkets.

The selection of the market queen is done by nomination of a female item or commaodity

leader (e.g maize leader) which will then be approved by a popular acclamation by

I OEAO OOAAAOO xEI AOA T AT AAOO 1T £ OEAs AOOIT A
lifelong one and she can only be replaced in case of death or inability to perfortime
assignedfunctions as a leader due to ill health.

Before a new market queeris selected, she needs to be groomed undan existingold
gueen for several years in order tchave all the qualities that will be accepted by all the
members. The market queerposition is usually not paidbut she sometimes receive gift
from the members The market is composed of several commodities; as suclacé
commodity has its specialked association which sometimes has male secretary who is
in charge of documenting the quantity of goods that each trader brings into the market
and serves as liaison between the association and local authorities. Alpecialised
commodity association has its leader but all these leaders are under the overall market
queen.

The market associations are composed of various stakeholders including retailers,
resident wholesalers and itinerant traders selling the same comntities. These
associations often develop into homogeneous groups that are charactegd by ethnicity
and/or gender.

Most women are involved in maize trade because of Ghanaian traditisrand other
religious implications. For instance,it is believed that Muslim religion does not allow
most women to trade or work after they have married unlike the Christian religion.
Hence in Muslim dominatedcommunities especially inNorthern part of Ghana, men are
more into maize trading than women while in the southern sctor of Ghana theeverse

is the case The contribution of these women associations to socieconomic
development of the country cannot be underestimated hence in the preceding section,
the report dealt into their organisational structure and other activities undertaken by
these womenand their contributions to the greater good of the Ghanaian society

Organisational Structure of Market Queens in Ghana

A market is an exchange mechanism that brings sellers and buyers of any commodity or

service. Several commodities are traded in market placesn Ghanasome of which are

maize, rice, tomatq pepper, onions, yam etc. Each tiese commodities has a group of

traders or market women that buys and sells them to consumergigure 4.1 shows the
organisational structure of market queensin Ghana.These structures composed of

various market actors ranging from retailers who sell directly to the consumers tehe

O. ACEI-I GAET#AOT 06 1T &£ 1 AOEAO OOAAAOOLidip OT AEAC
discussed below.
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Market Level: Retailers mostly sell directly to consumers and they constitute a large
number of traders in the market. The market associations are formed around these
commodities hence there is maize traders associations, rice traders asgation, tomato
traders associations etc.

Maize traders associations compriseof individual maize traders who are mostly
women. The association is managkby five member executives who oversee daily
activities of the associationin the market. Theexecutive members are president, vice
president, organiser, treasure and the secretary. The president is often referred to as
Maize Leader or Maize Market Queen. At the market level, several commodity
associations in the market will also select five exetwe members the president, vice
president, organiser, treasure and the secretary. The presidertf all the commodity
leadersis the overall market queen.

Regional level: The regional executives of the market women association are composed
of the president, vice president, secretary, orgaser, treasure and any additional
member with good standing. These executives are nominated by individual markets
within the regions which will be accepted by members through popular acclamation

Figure 4.1: Organisational Structure of Market Queens in Ghana
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National level: The regional executives constitute members of national executives. One
of the regional presidents will be nominated to the position of Nationato-ordinator.
According to results, these positions are not registered with the governmerdnd they
do not have anyhing of government regulation The national coordinator will then be
presented to the members at a national meeting; she is also acceptedaingh popular
acclamation. The national association of market women meets twice in a year, even
though the day for the meeting is not specific, the national coordinator calls for this
meeting in case of emergency while at regional level the association nieevery second
Thursday of every month in Accralt must be noted that this association does not follow
any regulations by the government. All their activities are conventional and all
coordinated by the market queens.

It was reported that government recognises the association of market women and assist
them in organising workshop and seminars on book keeping, public relations and also
give them loans through the MASLOC at the interest ratestafo percent per month. The
amount given to some othe members ranges between GH5, 000.6GH50, 000.00

Contribution of Market Queens to Farmers in Ghana

Maize traders in Ghana performed several other functions to farmers that help in their
production and marketing of the commodity. These activities are ranked by the
respondents as shown in theTable 4.4 below. These activities are briefly discussed
below.

Table 4.4: Contributions of Market Queens to farmers

Contribution of Market Queens to Farmers Mean Rank
Financial assistance to farmers 1.1429 I
Storage facilities 2.8571 Il
Regular supply of inputs 3.2381 1]
Transport facilities 3.3810 v
Regular supply of raw materials 4.3500 \%

Source: Authors computation from survey data

Storage Facilities

Market queensprovide storage facilities in several forms in the study area. This function
is mostly performed by traders in Techiman which is located in maize growing area.
They provide storage facilities in form of silos or warehouses in various communities
where maize is produce. Most traders in Techiman according to the survey results
either store maize in private warehouses or inleir own storage facilities. Some farmers
experience smaller storage loses because they harvest and thresh at the proper
moisture level and only store grain for a limited period. Most maize traders in Accra
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store maize in sacks or sheds mostly located abhé market places because the amount
they purchase is small anccan bequickly sold. They incurminimal storage costs and
risks. Few maize traders used storage chemicals for maize. This activity is ranked by the
respondents as the second most important actities performed by the traders in the
study area.

Transportation Facilities

Another important activity performed by traders is the transportation of farm produce.
Most transportation facilities are poorly developed especially road network linking
farming communities and market centers. As a result, the dominant means of
transportation for taking agricultural produce to local markets and bringing farm inputs
to the farm are headload, tricycle, trucks or through other public transport. According
to the market women, sometimes due high cost transportation they prefer to take a one
truck which goes with one person to buy the produce on their behalf. This happens
when there is a shortage of maize in Ghana and they have to travel tm@ghbouring
country such Togo, Ivory Coast and Burkina Fastn this way cost of transportation is
minimi sed.

Financial Assistance to Farmers

One of the most important activities performed by the maize traders is providing
financial services to the farmers. According to result presented iffable 4.3 above|t
was ranked the first. Traders sometimes pe-finance some of the activities undertaken
by the farmers. The traders give the farmers money with the agreement that they will
buy the produce from them after harvestThese agreements compelled the farmers to
sell to thesemaize traders despite the low prices offered them by the traders.

In most areas, farmers have serious credit problems for their household requirements.
Because of this, most farmers sell grain immediately after harvest due to urgent cash
requirements to purchase manufactured consumer goods and pdgr other household
needs. In such a situation, farmers sell their grains when grain prices are cheap and
purchase grains for own consumption during the off season at higher prices, in spite of
the fact that most farmers are very much aware of speculation.

Due to small and sctiered nature of famers in Ghana, they find it difficult getting
financial assistance from formal financial institutions because to purported risk
associated with agriculture in Ghana and also financial assistance from microfinance
companies often come wih high interest rates. Hence thénterventions of these traders
are timely as most farmers have no choice than to go for such assistance to helem
buy input for their farming activities.

Regular Supply of Input to Producers

Maize traders in the study also provide inputs to farmersespecially thosethey have
developed long standing relationship with. The respondents reported that they supply
inputs such as fertiliser, seedsweedicides,cutlass and other farm implements tdamers
with the agreement that they will buy the maize from them. This fuction is however
ranked as the3rd most important activity by the traders asshownin Table 4.3
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Regular Supply of Raw Material for Feed Processors

Traders also buy maize from various productiorcentres and assembled at a point and
then transport to various feed producers in the country. This activity was however
ranked at the least importance according to the respondent®espite the fact that this
function does not directly affect farmers, it helps absorb excess farm produce that
would lead to postharvest losges.

Maize Price Determination

After the liberalisation of maize market in 1990, an open market price system is in
operation. Which means that, price omaize depends mainly on demand and supply.
However, prices are also influenced byrice information and crop flows within and
outside the area. The impact ofnaize prices on consumers and producers welfare
cannot be underestimated. Price variability has twokinds of problems. Seasonal
fluctuations in producer price levels lead to a general income problem while yedo-
year variations around the moving pricelevel leads to the problem of uncertainty. When
producer price levels either rise or fall in absolute terms, this leads tmegative
consequences for either consumers or farmers. In the case of price uncertainty, where a
commodity may rise one yearand fall the next, farmers are required to make planning
decisions without knowing the following yearprice, which can lead to the inefficient
distribution of resources.

Factors that Determine Price of Maize in the Market

Price of maize in the marketsis determined by several factors. The most important
factor that determines price of maize according to the market queens is the cost of
transportation. The results showed that 74.4ercent of the respondents stated this as a
major determinant of price of the commodity. The total costs of transporting maize
depend on the quantity of maize transported by the traders, since transport operators
charged per unit bag of maize. Also about®ercent of the traders stated location of the
product while only 9.5 percent stated the quality of maize as the determinant of price.
Other factorsreported by the respondent (MQs) are price of maize at farm gatgesize of
the measuringbag and profit margins With regard of farm gate price which is the price
at which the farmer sells maize to traders at his home or farm, normally fluctuase
depending on the period of harvest. Most famersell off their produce after harvest due
to lack of storage facilities.

The surveyresults also revealed that the main factorsthat affect the price at which
farmers sell their maize to the traders are cost of productiongost of transportation
from farm to market centres and profit margin. The farm gate price of maize in the
study area ranges between GHZ250/100kg while the price of maize at marketcentres
ranges between GKO0-190/100kg. The average farm gate price of mae is
GH122/100kg while that of market centre is GH136/100Kg. The average distance
between selling point and the houses of the producer is 21.4kmhowever, these
distancesrange from2 km to 25 km with standard deviation of 8.3.Considering these
distances, one expect a significant difference between farm gate and marketentre
prices because of transportation cost According to the traders even though prices do
not vary much between farm gate and market centrehe mode of measurement is not
the same (the weight of the farm gate is high than the market centreflue lack of
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standard in measuring the commaodity especially at farm gate&rom the findings it can
be inferred that the minimum guaranteeprice policy of NAFCO might not be&vorking as
expectedor unable to bring its services to the door step of the farmersrThis is because
most of the farmers still sell their products to these market queens on account of prices
received for the products.

Processes ofPrice Determination

According to surveyresults, about 71.4percent of the traders reported that the prices at
which they buy maize is arrived at through negotiationwith farmers while only 28.6
percent reported that they buy maize at the predetermined market price. About 81
percent of the traders buy from individual farmers while only 19 percent buy from an
assembled point. Given the fadhat almost all the traders belong to one association or
the other, the same cannot be said about the farmersnd this puts farmers at a
disadvantage in terms ofnegotiation for the price oftheir produce.

The results indicatedabout 93.1percent of farmers reported they sell their produce to
market queens while only 6.9percent sell to any other buyers.From the perspective of
the farmers, the findings suggested that 63.3ercent of them sell their produce at a
predetermined price offered by the market queens while 36.percent of them sell at a
negotiated price. The report of the farmers is contradictory to the suggestion by the
market queens that most of them buy the produce at negotiated price with the farmers.
This inconsistency in the report may suggest that even though prices are negotiated
from the perspective of the traders, the outcome of such negotiations are not
satisfactory. This is also confirmed by the fact that about 7@ercent of farmers do not
get the price they quote for their produce.This finding is consistent with the results
reported in Table 4.6, which shows that buyers dictating price of maize is the second
most important challenge facing maize farmers in the study area. The remaining 30
percent of farmers however indicated they do get the price they quote for their produce.

Agricultural commodity price transmission and dissemination are important pillars for
efficient marketing system.The result revealed that 38.1percent of traders obtain price
information via private entities (ESOKO) 52.4percent from the media while 9.5percent

get price information from friends and family members. Also farmers get information

from the government (3.3percent), private entities (43.3percentqh . ' /p&r€ent}, 0 8 0
media (16.7percent), and family and friends (33percent).

The efforts of ESOKO (Ghanaian technology firm)a private enterprise in the study area
are yielding successful results in disseminating agricultural price information. Farmers
and traders are registered and price information is sent through their mobile phones.
This reault is consistent with the findings of Egyir et al. (2011) who also investigatkthe
gains from ICT based market information services in the Ghanaian food commodity
markets using the RavallioaTimmer model in 11 selected markets. The study reveals
that mobile phone has been the single most important ICT tool facilitating the speedy
transmission of market information. Current market information and efficient markets
will help farmers to make educated, coseffective decisions when selling their crops, to
farm more efficiently and to gt better value for their cropsleading to increased food
production and better livelihoods for farmers without increasing consumer prices.
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Some farmers also get current price information after they arrive at market placeshéy
also receive information about past prices in the local market frortheir neighbors who
visited those markets recently

Role of Market Women in the Socio-Economic Development of Ghana

It was identified during the focus group discussiondFGD) that market women play
numerous roles in the development of the local economy. These roles are briefly
discussed below.

Employment Creation

The market queensin Ghana generate both direct and indirect employment. The first

groups of people mentioned were drivers who earned their livelihoods by transporting

the maize and other commodities from the farm gates to the market centres.

I AAEOGET T AT 1 UMD OAKA ®DOBHOEWR OIOKT AT AO EAAA DT OOAOO |
to the activities of the traders in the markets. Above all retailers and other traders are

all employed through the activities of these market queens.Measuresshould be put in

place to support the activities of these traders who travel throughout the country in

order to engagenot only themselvesin employable jobs but also offer opportunities to
overwhelming unemployed youths in the country.

Provision of Income for Households

Almost all the traders reported that the income generated from the business is used to

educate their children and take care of the family. Though, to majority of the traders, the

profits earned from their trade were not substantial to guarantee a better sindard of

I EOET ¢ch OEAU xAOA AAIT A OI AOGCi AT O OEAEO EI OC

Women represent more than half of the total population of theountry; utili sing them in
productive ways is a must for accelerating sustainable development of the country. It is
obligatory on the part of the policy makersto meaningfully involve and promote them
in agriculture-related income-generation activities.

Food Security for the Urban Economy

4EA OOAAAOOS OIT A ET AT OOOEI ¢ A TA OAAOGOEO
impeccable. This claim is underpinned by three main facts. Firstly, the transportation of
maize and other foodstuffs from the remote areas to the urban areas had reduced pos
harvest losses and motivated farmers to continue production due to the ready market
made available by the traders. Secondly, the financial assistance given to farmers to
invest in their farming activities had enabled the hitherto subsistence farmers to
commercialisetheir activities. Lastly, the traders, were able to preserve the foodstuffs in
times of glut for future use during the lean season especiallfechiman maize traders.
All these efforts contributed towards theattainment of food sufficiency andsecurity in

the country.

Source ofRevenue to the Country

The taxes and rents paid by the traders were major sources of internally generated
revenue to Accra Metropolitan Assembly or any other district assembly within which
markets are located. The taxes and rents were paid to the assemblies through the
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Market Management. The taxes were in the form of market tolls commonly referred to

AO OOEAEAOO6 xEEI OO OEA OA1T 00 xAghdshdAEA O1 C
Development of Entrepreneurial Skills

Avibrant private sector is the engine of growth ér every developing economyln this

respect, the maize traders had trained and continue to train people to acquire the
necessary skills inmaizetrading. About 60 per cent of the traders inherited the business

from their parents and superiors after havingserved them andacquired the necessary
AZDAOEAT AAO8 111100 All OEA OOAAAOO EIT OAOOE!/
in their daily activities. These apprentices were either their wards or workers who were

paid wages for the work they performed. An interview with the traders revealed that

the apprentices were expected to start their own enterprisesin the future after

acquiring the necessarskills.

Contribution of Market Queens towards Women’s Economic
Empowerment

Empowering women to participate fully in economic life across all sectors is essential to
build stronger economies, achieve internationally agreed goals for development and
sustainability, and improve the quality of life for women, men, families and
communities. Women play a critical and transformative role in agricultural growth in
developing countries, but they face persistent obstacles and economic constraints
limiting further inclusion in agriculture related activities. According to USAID, there are
five important domains of empowerment indicators. These are production, resources,
income, leadership and time.

This survey accesses the econdm empowerment of women using the following
indicators;

1 Group membership

1 Speaking in publicor leadership

1 Control over use of income

1 Purchase, sale or transfer of asset and

1 Ownership of asset

According to the survey results, allmaize traders belongs to an association and this
gives them the opportunity to become leaders whlay various roles within the group
and their respective communities and regionsThe maizeleaders in some districts are
on district assembly committees in charge of food security and this also exposes them to
governance and policy decision making processes.

Itwas also olserved from the focus group discussio that these women earn income
from the maize trade business. Even thougkhey suggested it wasinsufficient, they

admitted that it helps supplement their household income. This incomeés used to

educate their childrenwithout reliance on their husband.The head of the association is
also one of the traders who engage in heprivate business in the market hence she
earns some income through her business.

Even though the results show that market queens contribute to economic
empowerment of women in Ghana, these progress made cannot be attributed to the
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policy reform of liberali sation of the maize trade sector. This is because the activities of
the market queens predated the independence of Ghana and they exist under several
political reforms and not regulated by national laws or guidelins.

Challenges of Market Queens in Ghana

The major constraints faced bythe market queensare inadequate access to credit, cost
of transportation, lack of storage facilities, and ready market for the producamong
others. Table 45 shows the ranking of these problems in order of their importanceThe
most pressing problems arebriefly discussed below.

Accessto Oredit

Access to credit was identified by all maize traderas the most critical constraint facing
their businesses The difficulty in accessing credit is not confined to onlfrader but also
farmers. It was revealed that trades get access to finance from the commercial banks,
micro finance institutions, NG@, seltfinance and family and friends. About 71.f4€ercent
of the traders are selffinanced due to cost of credit whichranges between 30 and 35
percentfor commercial banksaccording to Bank of Ghana.

Meanwhile, maize traders are offered the highest interest rates with short repayment
periods, which make them very unattractive. These problems are compounded by
lengthy bureaucracies in accessg credit from banks limiting these traders from getting
financial assistance from them. The respondents however proposed low interest rates
as a solution to inadequate access to credit. Interest rate charged on loastsuld be
reduced to a relatively low rate to enable traders to take these credit facilities from
these banks and other sources.

Table 4.5: Challenges of Market Queens

Challenges of Market Queens N Mean | Rank
Access tacredit 20 2.45 1
Cost of transportation 20 3.45 2
Non-payment of loans to farmers 20 4.75 3
Lack of storage facilities 20 5.05 4
Lack of drying facilities 20 6.05 5
Access to market 20 7.30 6
Unpredictable price of maize during the year 20 7.30 7
Low price of maize 20 8.30 8
wgéidétf:tggii governmentaction especially 20 910 9
Access to information on maize prices 20 9.20 10
Theft 20 984 | 11

Source: Authcs computation from survey data
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Cost of Transportation

The traders ranked high cost of transportation as the second most important challenge
facing them. Cost of transportation is major determinant of the price of maize in the
market, hence the higher the cost of transporting maize from the producing areas to
consuming centresthe higher the price consumers may pay for it. In Ghana, the cost of
transport depends mostly on the price of fuel or petrolwhich is highly unstable. This
makes it difficult for these traders to planfor a long term.

Non-payment of Loans by Farmers

The results revealed that the third most important challenge facing the traders is nen
payment of loansby farmers. Traders give assistance to farmers in form of loans on
condition that their harvested farm produce will be sold to them. This agreements are
mostly based on trust without it been documented by any of the partners. The farmers
sometimesrenege ontheir promise to sellthe maize to the traders or even pay back the
amount given to them. This hinders the work of the traders and makes them indeed to
microfinance companiesfrom which they have obtained loans

Lack of Storage Facilities

Lack of storage facilities was identified as the fourth most important challenge maize
traders facein the study area. The results revealed that most of the traders store their
maize in sheds which is mostly located at the various market centres. This pliedoses
the products to unfavourable weather conditions and theft.

Lack of Drying Facilities

Lack of drying facilities was alsddentified as amajor challenge affecting maize traders
in the country. Price of maize is usually low immediately aftethe harvest, when the
moisture content is high. This leads to spoilage of the commodisfter they have been
purchased by the traders. The drying facility is needed during the raining season doy
the maize toavoid postharvest losses According to the raders the existence of drying
facilities will enablethem to buy large quantities of maize during harveshg season.

Constraints of Maize Farmers in Ghana

All the farmers interviewed were asked to rank the constraints facing the marketing of
maize; the results are presented inTable 4.6 These constraints are briefly discused
below.

Table 4.6: Constraints of Farmers

Constraints of Farmers N Mean | Rank
Unfavourable market price of maize 30 1.17 1
Buyer dictates prices 30 2.60 2
Market uncertainties 30 4.20 3
Poor storage facilities 30 5.93 4
Lack of_ government policy to promote 30 6.40 5
marketing

No standards to follow in preparing maize for 30 797 6
sale

No drying facility 30 8.33 7
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Constraints of Farmers N Mean | Rank
Inadequate market infrastructure 30 8.60 8
Poor road network to marketingcentres 30 9.10 9
No information on quality requirement of 30 977 10
buyers

Inadequate access to means of transport 30 9.80 11
No buyer information 30 10.17 12
Long distance to marketcentres 30 10.47 13
No price information 30 10.73 14

Source: Authors computation from survey data

The results revealed that, unfavourable market price of maize was ranked the first most
important problem with regard to marketing of maize. The farmers complained of low
price of their produce which fluctuates every season. Due to lack of storage facilities,
farmers are compelled to sell their produce immediately after harvest. This result is
consistent with the findings of Ayeduvor and Kwadzo(2014) which showed that prices
of maize in Ghana generally decline rapidly in thérst four months after the new crop
are harvested which starts in July for the southern sector of the Ghana.

According to their findings, Accra records 17.4ercent and 17.5 percent decline in
maize price in September and October respectively, 19ercent and 15.5percent for
Techiman, 10.5percent and 20.23percent for Tamale and 6.7percent and 9.5percent
for Bolgatangaand similar drastic decrease in other major marketsin general, lower
food prices benefit consumers and stimulate economic growth but can lower producer
(farmers) income and reduce the employment of landless workers, if such low prices do
not reflect lower cost of production and or improved productivity.

The farmers also reported buyers dictate price of maize as the second most important
problem facing them. Due to bad road network and high cost of transportation, farmers
are unable to transport their produce to marketcentres as suctthey are compelled b
sell to any available buyer in times of needThis results in buyers dictating the price of
the produce. Under such circumstancesfarmers sell at lower prices than will have
gotten at market prices.

The results revealed thatmarket uncertainties were also identified as major problem
for these farmers in the area. Farmers are not certaiof the availability of buyers or
even if there is market for the quantity of maize they want to sell at that particular time.
This leads toother speculative factors that drive maize prices in the market more than
basic supply and demand factors would have dictatedThis has implications for
production planning and farm income for producers.

Lack of storage facilities in various producer commnities was also identified as a major
challenge. Even thoughit was ranked 4" by the respondents, absence of storage
facilities compelled farmers to sell their product immediately after harvest when prices
are very low. It also leads to high posharvest losses which consequently reduces
FAOI A8 O ET AT T A8 31 i iAarbkddicd and latdr Oy Tthe Saké |
commodities later during the lean season at very high prices.
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Lack of government policy to promote marketing was identified as major problem to
farmers. Currently there is no marketing policy in Ghana that help promet farm
produce by small scale farmers whare mostly scattered and lack marketing skills and
their ability to negotiate for correct prices are also very weak. The implementation of
commodity exchange systemexpected to come with a comprehensive agricultura
marketing policy which will address these problems.

Several other problems were reported by the respondents which are presented in the

Table 4.5 above.Among them are no standards to follow irweighing maize for saleand

this problem does not only affect farmers income through the use of oversized
measuring equipment such as sacks and the bowls used at locehtresA AT 1T AA OT 111
but also often lead to cheating from the buyers as suggested by the farmerdhere is

alsono standard for quality and grading of maize in the marketslhe criterion currently

been employed inmeasuringby the market queendie inthe bosom of the traders which

farmers seriously complained about.

Proposed Solution to Problems of Market Queens and Farmers

The following solutions were proposed by both maize traders and farmer with regards
to major constraints identified.

Table 4.7: Proposed Solutions to Problems of Market Queens

MARKET QUEENS
Problems Proposed solutions
Access to finance 1. Loans from commercial banks

Support from friends and family

Lack of storage facilities Building of own warehouse

Reliance of commercidl opened warehouse

Cost of transportation Purchase of own vehicles

Reliance of commercial transport

Low price of maize Hedging of price

NI INIEIN PN

Collusion to fixed market price

Source: Authors computation

The farmers on the other hand reported several solutions to the problem of marketing
maize in their area. Some of these solutions include
1. The use ofappropriate weighing scales will prevent cheating.
2. 4EA T AAA O & of 006011 ¢ &AOIAO "AOAA | C
negotiate for better pricesfor their produce.
3. Provision of credit facilities by the government. This would be help break the
cycle oftaking loan from traders on the condition of selling produce back to
them.
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4. Planting of maize during the minor seasorand harvesting of the maize planted
during period to correspond with the dry seasonso that farmers do not worry
about drying. This also educes post harvest losses.

Government Support to Maize Market Queens

The results revealed that only 10percent of traders interviewed had support from the
Government while 90 percent of them do not. Among those who had such supports from
the government mentioned business skills trainingtechnical skills training and building
of market shedsas some of the supports they receivedOn the other hand, 21.f4ercent
of farmers had support from government while 78.6percent does not have any form of
support from the government.

Perception of Farmers and Traders on Commodity Exchange Policy

The respondents (Traders or MQs and farmers)views were saight with regard to
commodity exchange programme. Only 28.Gercent of traders are aware of the
commodity exchange system while 71.4percent of them are not aware of the
programme. They also reported that the introduction of the programme will affect the
business negatively. About 61.5ercent reported negative effect on business, 30.8
percent reported positive effectand 7.7 percent were neutral about the effects on the
business. While there is some level of awareness among the traders, they do not also
support its introduction. The results also showed that traders in Techiman are well
aware of the programme than those in Accra and its swsundings.

All most all the farmers reported that they will derive several benefits from the
commodity exchange system if it is properly implemented. Below are the some of the
benefits reported by thefarmers:

1 Transparency in price negotiations and theveighing systemof the maize

1 Gain more profits as a results of high pricebecause CEX will provide alternate

market

1 It will facilitate storage of maize and ease tradindgpecause more warehouses will
be built
It will provide efficient and transparent systemof marketing
It will enable them receive receipt that can be used to transact business and even
get financial assistance from the banks.

1
il

Competition Issues in Maize Markets in Ghana

Competition is defined as the economic rivalry between market plays to attract
consumers. In free markets however, competition ensure that firms become more
efficient and offer a greater choice of product at lower prices. This ensures best use of
available resources.

The findings revealed that maize markets in Ghana are fairly competitive as theme
large numbers of maize sellers and buyers, selling identical goods (maize), free entry
and also free exit. Indeed, underlying the seemingly competitive maize market
structure, there are several practices that reduce the level of competition, such barriers
to entry for large numbers of both buyers and sellers. Prominent among the measurnss
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the power relations inherent in the commodity associations. Also, the lack of
standardisation of the bags used by traders to buy their maize created opportunities

Al O OEA OOAAAOO O OAEAAOS AZAOI AOO Aus i £O0AI
the difficult relationship between the farmers and the market queens/ trade
associations.

There are also different views as to the role and benefits involved with Trade
Associations specifically maize traders association in Ghana. Some researchers believe
that they play an important role in markets, particularly in reducing the transactions
cods through the dissemination of information about prices, supplies of produce,
reputations, as well as price negotiations and contract enforcement. On the other hand,
some actors think of such associations as cartels operating to exert their monopolistic
powers and attempt to control the market.

There is anecdotal evidence that these associations of traders may collude to fix prices
in the markets since in some cases they take the same truck and charges same prices
throughout the market in the Region, cotrol the flow of maize into the markets and
prevent non-members from selling in the areas designated for specific maize traders
unless they acquire permit and pay some registration fees, a common feature in the
arrangement of traders in a market.Though mportant issues remain to be addressed

as discussed in this report in relation to the activities of market queens, this research
has found out that the activities of the markets largely agree with the school of thought
and researchof the former than thelater in the study area.
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5. Summary, Conclusion & Recommendations

Summary

MAEUA EO ' EATAG60 i1 00 Ei bl OOAT O AAOAAI A0 D
in all parts of the country. Maize marketing is traditionally a private sector system
xEEAE OAEAO bl AAA ET & O Al AT A ET A& Oi Al
domestic maize trade is largely dependent on a network of private women tradersr

the market queens(MQs) who dominate the local and regional markets while larger
groups of wholesalers engage in spatial arbitrage across regions/district3he MQs or
traders procure about 93.1 percent of the produce from Ghanaian farmers. The study
therefore examines the actiities of these traders and their impact on price
determination, their procurement methods and to ascertain any uncompetitive practice

in maize trade sector in Ghana.

A descriptive analysis of the datacollected under the studyshows that 52.4percent of
the maize traders aremales and about 47.6 arefemales About 90 percent of farmers
are males while only 10 percent are females.

The market queens perform several activities to help farmers in their production
process. The results revealed that these activities include providing financial assistance
to farmers, storage facilities, regular supply of inputs, transport facilities andegular
supply of raw material to processors.

The results also revealed that prices at which th&1Qsbuy maize from the farmersare
influenced by cost of transportation, location of the produce, quality of maizeand
guantity of maize. While similar factor also affect the price at which they sell to
consumers. About 74.4percent of traders stated cost of transportation as a major
determinant of the price of the commodity, 19percent of the traders stated location of
the produce and 9.5 percent reported quality of maize as a major factor. With regard
price at which farmers sell to traders, the results revealed that cost of production, cost
of transportation and profit margin are major factorsaffect theselling price. About 71.4
percent of the traders reported that the prices at which they buy maize is arrived at
through negotiation with farmers while only 28.6 percent report that they buy the
maize at the predetermined price.The farmers, on the other hand, mentioned that the
selling price is dictated by the trader.The traders obtained price information through
private entities, media, government, NGOs and family and friends.

It was identified during the survey that market women play numerous roles in the
socio-economic development of the country. These include employment generation,
provision of income for households, food security for the urban community, source of
revenue to the country and develoment of entrepreneurial skills. In spite of the above
contributions, these women are faced with several challenges some of which are: access
to credit, cost of transportation,and nonpaymentof loans by farmers, lack of storage
facilities and lack of dryingfacilities.
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The survey results revealed that there is inadequate support from the government to
market queens. Only 1(percent of traders received support from thegovernment while
90 percent of them do not receive any form of support from thgovernment.

Only 28.6 percent of the traders are aware of the commodity exchange system while
71.4 percent of them are not aware of the programme. They also reported that the
introduction of the programme will affect the business negatively. About 61.Hercent
reported negative effect on business, 30.@ercent reported positive effect while 7.7
percentwere neutral about the effects on the business.

Conclusions

The market queens (market vomen or traders) in the informal sector play critical roles

in supplying the food needs of the growing urban population, source of revenue,
provision of income to households, development of entrepreneurial skills and provision
of employment opportunities for the labour forceand providing a maket for farmers.
These roles need to be acknowledged by policy makers. The survey has revealed that
regular capacity building programmes for market queens, access to credignd
improvement in road/transport infrastructure, establishment price information
centres, regulation of standards for measurement and formation of farmer based
organisations could enhance the operations of the women in the market and reduce
uncompetitive practices in various markets.

Recommendations

Market women (market queens) have been the main actors of maize trade for several
decades in Ghana. However, their activities are faced with many challenges and the
formation of market traders association has the potential of influencing the efficient
conduct of the market. To enhance the activities of this market queens and also prevent
uncompetitive practices in various market centes, government action in the following
areas would greatly enhance the rolgethat market queens play in food supply chainrd

the development of the country.

Capacity Building Programmes of Market Queens

It is recommended that the Metropolitan, Municipal and District Assemblig(MMDAS)

in collaboration with the National Board of Small Scale Industries (NBSSI) and
Department of Statistical Research and Information Department (SRID) of Ministry of

Food and Agriculture (MOFA) orgarse regular marketing and managerial capacity

training programmes for the traders to upgrade their business skills and capacity.
Evaluation of the €O OT 1T O OAOCEO OEI OI A AA AT EIiI b1 OO0AT O
programmes of action. The evaluations would inform the nature of future interventions

in the area of capacity building to enhance the roles of the maize traders towards the
development of he economy.
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Provision of Credit Facilities /Incentives

Although entry and exit to markets for new entrepreneurs idargely free, the existing
market women are faced with inadequate working capital. An improvement in credit
facilities for traders would increase market competitiveness. Given the large proportion
of maize purchase by these market women, their inability to continel the business due
to high cost capital will lead to the collapse of the maize trade sector. Effort should be
directed by government to extent the MASLOC facilities to cover large number thie
traders. The huge capital requirement has made it difficult fothe youth to venture into
the maize trade business. Government, NGOs should assist any youth who willing to
undertake such business with technical training and financial support.

Improvement in Road Infrastructure

Improved roads reduce risk and marketng costs, attract more vehicles and stimulate
competition among traders. Moreover, lower marketing costs and reduced risks help
reduce the margin between producer and consumer prices.lt is therefore
recommended that policy initiatives be directed towards ensuring efficient
transportation of agricultural commodities across various markets. These include
investment in new road construction especially the trunk roads and maintenance of the
old ones.

Establishment Price Information Cent res

The creation of price reporting and information services for major agricultural
commodities would lead to better transparency. Price and transactions on the Ghana
market should be broadcast daily. At the market level, all price quotations in the region
should be announced by the by district assemblies through the Department of Food and
Agriculture. This price information service requires the introduction of a grading and a
uniform measurement and weighing system for the entire country in order to reduce
cheating of famers.There is a need for reorganisation and re-equipping of the Statistics,
Research and Information Division of Ministry of Food and Agriculture in terms of
finance, facilities and personnel to be able to effectively perform these functions.

Formation of Farmer Based Organi sations

The establishments of effective market oriented Farmer Based f@anisations (FBOs)
will help strengthen /A O AeQdiiafion skills and help give members of the group
collective bargaining power so as to get reasonable market prices for their product.

A Public Private Partnership (PPP) to Build Storage Facilities

Government should collaborate with MQs to establish storage facilities acroghe
country especially in the urban areas where consumption of maize is highest. This can
be done by allocating some funds and requiring the MQs to contribute their quota. A
PPP arrangement is better since history has shown that fully managed governments
facilities are not efficient  Alternatively governments can allocate a long term
investment fund with little or no interest for the MQs to establish their own storage
facilities and payback the money over time.
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Establishment of National Laws, Regulation s and Guidelines to Regulate the MQs
industry

Steps should be taken to formulate laws and regulations that will guide the activities of
the traders. This will sanitise the industry and make it more formal to the benefit of all
stakeholders. Inmaking these laws attention should be given to the very critical issug
of standardisation and pricing. There should be a law that shouldequire uniformity in
the standards of measuring across the whole countrjo address the current situation
where there is complete lack of standard
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