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ABSTRACT

The study conducted in Metema woreda results atefie that several factors were
responsible for supplying cattle to the market. ICaged for different purposes especially
weed and restocking cattle has been underlinedottsec deriving force for cattle supply.
Engagement of off-farm, non-farm and fattening\ainéis to diversify farmers’ sources of
income initiates them to transfer from cattle (ind to cash through cattle supply to the
market.Metema woreda is one of the low land woradabe Zone, which have high cattle
potential resources. Having ample cattle resourqes household according to the
respondents leads them to supply more cattle tontaket. Both legal and illegal cattle
marketing systems are operating at different magies in the Amhara Region’s Ethio-
Sudan cross-border cattle trade. Small farmer etgrerand traders are the major actors in
the illegal cattle marketing system while medium-ldrge scale licensed exporters and
cooperatives are dominantly operating in the legjdtem. In the view of the respondents, be
it legal or illegal system oxen and bulls were tygbdemand for export than other cattle
types. The data obtained from Metem yohannes wodd program data collection centre
different sector offices, household interview anolig discussions, prevailed that the market
share of the illegal cattle export was reduced fied8o to 31% in the year 2011.In the study
area, different actors participated in cattle suppiarket includes producers, local
assemblers, wholesalers(collectors), cooperati®skers, Butchers, consumers and large
scale exporters and all have played independemt imlthe market. There are three types of
exporters who sell cattle in the Ethio-Sudan crossder export legal and illegal terminal
points: Cooperatives, large-scale exporters andlsstale illegal exporters. Supply of cattle
to the primary, secondary and also the terminal kegs is mostly done through trekking and
trucking routes. The majority of cattle are trekkbdough villages and small towns. Mostly
smallholder farmer exporters use the traditionakiking routes to reach the illegal terminal
markets. Several factors that contribute to theettgoment of the illegal marketing system
have been identifiedThe presence of tariff ratergbd by Sudan authorities for cattle that go
through legal route and no tariff imposed on impostfor cattle that go through the illegal
route as they are sold inside Sudan. This practieg be encouraging importers to buy cattle
from small farmer exporters operating in the illéggstem. Lack of adequate modern market
centres which consists of different components sscleed, water, shade, etc has positively
contributed to the existence of illegal cattle adRecently one modern livestock market
centre was constructed and functional as terminatkat for the whole cattle go through
Metema to Sudan. This situation enforces the catibelucers living within 40 kms radius
between Gendewuha to Metema yohannes(the borderjake their cattle and sell
Gendewuha market. According to sample respondefitagstheir cattle at this market lead
them to waste time and incurs cost as well as tnfately if the cattle cannot sold on time
they obliged to bring back home.

Vil



CHAPTER |
3 INTRODUCTION

3.1 Background of the study
Ethiopia’'s economy is predominantly agriculturalgriulture is the mainstay of the country's

economy employing 85% of the labour force and awoting for nearly 50% of the gross domestic
product (GDP) and about 90 percent of the expaomiegs are derived from this sector( MEDaC

(1999).

Ethiopia’s share in agricultural exports of the ldan value terms was about 0.23 percent per year i
1960's. This share fell to 0.20 percent in the 19&nhd 0.15 percent in the 1980’'s (Teressa, 2000).
Following the economic reform in the early1990d)igpia’s development strategies visualize export-
lead growth (MEDaC, 1999); and hence the governrteak initiatives and made continued effort to

improve the performance of the external sectordppéing various measures.

The country’s performance of export earning hasnbesing between 1991/92 and 1997/98; the
exports of the country registered an average groath of 23.30 percent per year. However, be it

cattle or other live animals/ commodities, the ekperformance of the country remains very weak.

The weak export performance of the sector is maasisociated with the limited market orientation
and commercialization of farmers in the produciwacess. This research focuses on identification of
important factors affecting the market orientatiancattle production along with the assessment of

how the market works.

3.2 Statement of the Problem/s

Ethiopia has the largest livestock population dmelighest draft animal population in Africa. There
are approximately 35 million cattle, 39 million shs, 8.6 million equine, 1 million camels and 55.4

million chickens in the country (FAO 1999). The Amaaa region accounts for 25% of cattle, 36% of
1



sheep and 30% goats population of the country. Ajribe 10 zones in the Amhara region, North
Gondar zone (the focus of this study) takes thd la cattle population accounting for 18% of eattl

19% of sheep and 18% of goat population of theore@iLRI 2007).

The livestock sector contributes about 33% of thgian’s GDP and 15% of its agricultural GDP
(Regional finance and economic bureau 2004). Variestimates indicated that the livestock sub-
sector contributing 12-15% of the total export &agga, the second major source of foreign currency

through export of live animals, hides and skins P4E 1998; FAO 1999).

A bilateral trade agreement was signed betweenofniand Sudan in 2003(Proclamation No
318/2003). Based on this agreement, formal livéstexport trade started in December 2004, via
Metema to Sudan. However, the current cattle ttadudan does not function as expected in the trade
agreement because of a widespread illegal catperesystem co-existing with the legal export and

also the limited marketed supply of cattle by farsne

Earlier attempts made by some scholars on the cutgBlect the general conditions prevailing in the
export market and it indicated that market sharthefillegal cattle export was estimated to be $0%
2005, but increased to 60% in 2006 and is expedegmain the same in 2007 (ILRI 2007). In
addition, the number of cattle officially exportésl not increasing as expected due to the limited
marketed supply. This study was, thus, proposednwestigate the determinants of household
marketed supply of cattle along with indentificatiof the causes of illegal cattle trade/ marketing
system in western Amhara particularly Metema woraddl fill the current information gap on the

illegal cattle trade.



3.3 Objectives of the study

The study has both general and specific objectiVles. general objective of the study is to analyze
cattle trade with due emphasis illegal cross-botoate in North Gonder with the following specific

objectives:

1. Toidentify factors affecting household level maddesupply of cattle;
2. To assess the marketing channels and the roldard@g)é of the different marketing agents; and

3. To identify factors contributing to the developmehtllegal cattle trade
3.4 The research questions and hypothesis

The following are the major questions that study answer:

1. What are the factors determine the level of farmsetolds’ cattle market supply?

2. What are the factors that contributing to the dllecattle trade?

3. Do age, sex and educational level of the houseldgdtismine the size of cattle supply to the
market?

4. How the number of cattle owned and access to iopdit of the household contributed to
cattle supply to the market?

5. Does the existence of fattening/cattle cooperative®ase the supply?

6. Which marketing channel is most important?
The study will test the following hypotheses:

Hi: There are a number of factors (socio-demograpbgource related, access to services and
market, and also policy related that are importardetermining household level market

supply of cattle

H,: Among the existing market channels, some arertapt, which need due consideration.



Hs:  The less flexible in licensing, quarantine ifesdtion, currency procedure and the
length of border distance and closeness of théesetht pattern the two countries more

will be the illegal cattle trade.
3.5 Significance of the study

External trade is an engine of the economic deve@y. The exports of least development country
like Ethiopia is depend up on primary products Bwel animals in general and cattle in particulaneT

country in general and the Amhara region in paldichave ample resources of cattle.

Though there is co-existence of the illegal tradkee export of cattle to Sudan from the Amharaareg
has shown significant growth in recent years bathnumber and value earned after the trade
agreement signed in 2003 between Ethiopia and Sittinrce, information gathering and analysing on
factors determine household level cattle supplgtois contributing for the development of illegal
cattle trade and point out marketing channels aeddle and linkage of marketing agents cattleetrad
could be a critical input in designing approprigtdicy to reduce illegal cattle trade and increased

value earned from it.
3.6 Scope and limitation of the study

The study was limited to only cattle marketing #ad terms of coverage. Besides, it covered a aing|
woreda, Metema as supply source with due emphadiegal cattle trade though weredes like Quara,
Tachi-Armachiho, and Eastern Armachiho are alsoonmamt source of cattle in the zone. The
coverage was limited to Metema woreda mainly dudatk of budgetary and time limitations.
However, the similarity of the production and maikg systems in these woredas with the selected

woreda Metema, the results of the study are exgeotapply for these woredas in the zone.



CHAPTER Il
4 LITERATURE REVIEW
4.1 Definition and Concepts

2.1.1 Market and Marketing concepts

A market is traditionally defined as a specific gephical area where buyers and sellers meet for
exchange of goods and services. The most commonweagbtain goods and services we do not
produce ourselves is to buy them from others whecigfize in producing them. To make such

purchases, buyers seek out sellers in markets. étarkre ways in which buyers and sellers can

conduct transactions resulting in mutual net gthias otherwise would not be possible (Hyman, 1989).

Modern definition considers market as an arenafganizing and facilitating business activities and
for answering the basic economic questions (Kohts @hl, 1985) described market as how much to
produce? What to produce? How to distribute prado@t A location, a product, a time, a group of
consumers, or a level of the marketing system nadiyel it. The most observable features of a market
are its pricing and exchange processes. This igatgtn adopts the product definition of market. A
market is also defined to include people, moneywitichgness to buy (Stanton and Futrell, 1987) and

( Getachew Bashargo, 2002).

Marketed supply: this term indicates the number of cattle a hoakkbupplied to the market over a stated

period of time, usually over a year taking into sidleration production seasons.

lllegal cattle trade is unofficial live animal trade that are under takiby individual farmers and

animal tradersSmall farmer exporters and traders are the majarsam the illegal cattle marketing



system. In this system, the pricing mechanism ien$ Auction System’ which is operating in a
manner that defies transparency.

The existence of the illegal marketing system ghlyi associated with the behaviour of key actoi an
characteristics of the cross-border livestock trades often characterized by financial constrantd
operates under informal credit market based omdship and relationship between farmers, and the

small farmer exporters and traders (ILRI, 2007)

4.2 Framework for Evaluation of Marketing System

The development of reliable and stable market systegas been an important element in
commercialization and specialization in the agtio@l sector. In order to study the Functioning of
markets many researchers have applied the StreComduct-Performance SCP) paradigm. The SCP
approach was developed in the United States a®latdoanalyze the market organization of the
industrial sector and it was later applied to asghe agricultural system and this framework was to
evaluate the performance of industries in the USKolfay, 1994 and citing Meijer, 1994).

Subsequently, it was applied in the functioning kets in agricultural sector, and served as a ol t

evaluate the performance of the commercial systEhe framework distinguishes between three
related levels; the structure of the market, thadoat of the market, and the performance of the

market.

4.2.1 Market structure

Market structure includes the characteristics ef dhganization of a market that appear to exem@ise
strategic influence on the nature of competitiod pricing within the market (Bain, 1968 as cited in
Wolday, 1994). The most salient features of masdteicture are: the degree of sellers and buyers’
concentration, the degree of product differentrateonong the outputs of the various sellers in the

market, the degree of market transparency whid¢argeto the availability of relevant market



information, its distribution among buyers and ex&l] and its adequacy in terms of price sharpening,
quality comparisons and risk reduction or uncetya@bout the future and barriers to entry or freedo
to entry and exit to the market. If structure isbt conducive to high levels of economic efficigncy
there should be a sufficient number of firms iniagustry given the size of the overall market and
firms of an appropriate size needed to fully captine economies of scale; there should not bedosirri
to entry or exit from the market; and firms areeata differentiate and improve products over tirae a

they compete against one another (Solomon Tila200¢4).

Scarborough and Kydd (1992) and Magrath (1992)luaeted this market or industry structure by
examining trends in the number and sizes of firetative to each other, and to number of customeds a
producers in particular time and place; the preseabsence, levels and nature of entry barrieis;tlae
distribution of market information and its adequaecysharpening price and quality comparisons and in
reducing risk. The number of firms operating inaatigular market or related markets can be indreatif

the extent to which buying and selling power is camrated amongst them. A few large firms can
dominate a market and control prices. The conceotraatio, which measures the proportion of te&lkes

in a market by a given firm, can be used to indicdie level of concentration of market share,

(Gizachew,2002)

4.2.2 Market conduct

Market conduct refers to the patterns of behavibat enterprises follow in adopting to the markets
which they sell or buy. The principal dimensionshtdrket conduct according to Raid (1987) include
price setting, the manner in which the value amaliuranges of products are determined, advedisin
and marketing strategy, research, development plgnnimplementation, and legal tactics.
“Acceptable conduct” includes the aspects thatetteee enough firms in the market to create some

uncertainty in the minds of firms’ managers regagdivhether price changes 31 both up and down will



be followed by competitors; there is no unjustifigice discrimination; there is no collusion among

different firms on pricing or other matters.

4.2.3 Market Performance

market performance according to Bain (1968) referthe composite of end results which firms in the
market arrive at by pursuing whatever lines of eadhey espouse-end results in the dimensions of
price, output, production and selling cost, proddesign, and so forth (Wolday, 1994). For firms
acting as sellers, these results measure the ¢tbacdirms’ adjustments to the effective demaad f
their outputs; for firms buying goods, they meadine quantity of adjustments made by firms to the
supply conditions of the goods they purchase (GieacGetaneh, 2005).

Market performance can be evaluated by analysi®sts and margins of marketing agents in different
channels, and market integration. A commonly usedsure of system performance is the marketing
margin or price spread. Margin or spreads can b&ildescriptive statistics if used to show how the
consumer’s food price is divided among participaatsdifferent levels of the marketing system

(Getachew, 2002).

Functional Approach: In this approach, each function is analyzed iatien to the importance of its
performance in marketing different products andoeding to the nature of its performance by
investigating each of the functions performed inrketing and by examining the problems met in the
performing function; it is possible to gain an uralanding of marketing problems.

Institutional Approach: This approach concentrates on the description amalysis of the different
organizations engaged in marketing (producers, edabkrs, agents, retailers, etc) and pays special
attention to the operations and problems of eapk tf marketing institution (Cundiff and Still, 196
Kohl and Uhl, 1985). The institutional analysisbhased on the recognition of the foremost marketing

channels and it considers the analysis of markemsts and margins (Mendoza, 1991).



Commodity Approach: The marketing situation of each product chosersfiody is examined from such
standpoints as sources and conditions of supplydymers’ organizations and policies, the different
middlemen who take part in the distribution of greduct, and the characteristics and extent ofitheket

for the product is analyzed (Cundiff and Still, 496The combination of functional and institutional
approaches is applied to a selected product or azhityn This study adopts this approach and attenapts
give detailed analysis of the specific problemsoamtered in marketing a particular product.(Solomon

Tilahun)
4.3 Factors Affecting Market Supply

The market supply refers to the amount actuallynato the markets irrespective of the needs for
home consumption and other requirements by farMelday, 1994). Bellemare and Barrett (2006)
estimated factors affecting sell of animals in Kamayd Ethiopia. They observed that the net purchase
and net sales volume choices depend on expecteketmaarticipation. The household head sex
(female headed), age, family size, herd size, fealJs, encumbered males, and small stock (sheep
and goat) had significant and negative influencenamber of animals sold. Unlikely, assets, land
holding, other income, encumbered females, andageeprice of larger stock (camels and cattle) had
correlated positively with number of animals sofdso a study in Alaba Siraro district by Wolday
(1994), identified factors that affected market @ypf food grain (teff, maize and wheat) by using
variables such as the size of output, market actassly size, and income from pepper. He identifie
that size of output (teff, maize and wheat) siguwifitly and positively affected teff, maize and whea
supplied. On the other hand, access to marketfigignily and negatively affected volume of sale of
teff and maize. Poor accesses to the market nefjatffected maize sold while positively affected
teff and wheat sold. Family size also significarghd positively affected quantity supplied of tafid

wheat while it negatively affected quantity supglaf maize.



A similar study was conducted by Holloway et al92R Their study sought to identify alternative
techniques for affecting participation among peban milk producers in the Ethiopian highlands.
They found that cross breed cow type, local bremudsc education level of household head, extension
contact, and farming experience of household hezitipely affected quantity of milk sold while

distance to the market affected the volume of satgtively(Rehima, 2006)
4.4 Importance of cattle external trade

Cross-border cattle trade represents one of the sigisificant growth areas of the regional trade in
Africa. Since 1990 it has grown from a relative orimnformal activity to a dynamic enterprise that
contributes to the local and regional food secuntgat consumption in large urban centres, corteibu
to government revenue and poverty alleviation antbegvulnerable populations, such as pastoralists
(COMESA, 2009).Moreovercattle exports have played a major role in theneoty as a source of
employment, income, foreign exchange, and food msp@JSID, 2002). Export trade has different
importance of Division of labour and specialisatidwvailability of multiple choices, Raises standard

of living of the people, Facilitate economic deysieent, etc.
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Chapter Ill
5 METHODOLOGY
5.1 Description of the research site
The Amhara National Regional State (ANRS) is on¢hefstates of the Federal Democratic Republic
of Ethiopia among nine regional states and two adtgninistrations. The ANRS is located in the North
western part of the country betweem® and 1345 North latitude and 385'and 40 25' East
longitudes. The total area of the region is 1 B2 Kre. The population of the region was estimated to

be 17.7 million in 2003.

North Gondar Administrative Zone is one of the Zenef the Region and located in the north —
western part of the country betweeno38 and 1345' North latitude and 3%1'and 3b 50" East
longitudes, 738 km. from Addis Ababa.

The total area of the Administrative Zone is 50,%tfuare kms. Its total population of the North

Gondar Zone 2,606,963 of which 1,319,662 are naidsthe rest 1,287,301 are females.

Metema woreda in which the study will be focused located about 900 km North West of Addis-
Ababa and 188km West of Gondar town and have amastd area of 440 square km; bordering with
Sudan, Tigray region, and the Woredas of Quaralg&hAlefa, and Tach Armachiho in the Amhara
Region. The Woreda has a total of 20 Peasant Kedaht@nistrations, of which 18 are rural based

peasant administration areas (ILRI, 2005; ARDO,5300

The woreda’s total population and households damma&gd to be 91,216 and 20,666 respectively. The

woreda altitude is estimated to range from 500,608 meter above sea level, the minimum annual
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temperature ranges from 22 — 28 degree centigeaethe maximum temperature reached as high as

43 degree centigrade and the mean annual rairafadles from 850 to 1110 mm characters.
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Figure 1 Map of the Study Area
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5.2 Sampling techniques and sample size

A three-stage sampling technique in combinationboth purposive and random sampling was
employed to draw sample of household heads. Ififdtestage, out of the total five border woredés o
North Gonder zone, Metema Woreda had been selpamgdsively because of its importance in cattle
supply and also illegal trade. In the second stawge,Rural Administration Kebeles out of the tobél

20 kebeles of Metema woredas was also selectedgtakio consideration access to markets and
importance in cattle production and supply. At dhstage, respondent households were selected
randomly from the cattle rearing households intthe kebeles using proportion to population size to
have a total of 120 samples size. The samplesv&sedetermined considering the budget and time

available along with the need to ensure represeatass.
3.3 Type, Methods of data collection and SourceDaita

Both Quantitative and qualitative data using both forrmadl informal surveys were collected from

primary and secondary sources.

3.3.1. Primary Data Collection

The required data generated through a formal sungdyg pre-tested semi-structure questionnaire
from randomly selected cattle owners in the tamyel. The questionnaire had information about
socio-demographics, resource ownership, accesserdces, marketing practices, perception and
participation in illegal trade etc. The Heckman tstage models were proposed applied for empirical
analysis provided that sufficient respondents dbpasticipate in the market. If all the respondents
participate in the cattle market then OLS regressiwdel will be employed. However, the result
indicated that out of 120 sample households onfp Bd the respondents did not participate in cattle

selling process and hence, it was mandatory tdQls® regression model especially Dummy variable
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Regression Model and applied his for empirical gsial Additional required data was also generated
using informal survey (key informants, focus gralipcussions, etc) especially for the market channel
analysis, marketing margin analysis, and documientaif the extent and factors contributing illegal

trade.

3.3.2. Secondary Data

Secondary data collected for the purpose of tiigdys First an attempt had made map out the market
chain of livestock export as well as identificatiohthe cattle trade routes and the key actorsgalon
with their linkages (for both legal and illegal deg. On top of this, estimation of the number of
animals handled annually by each identified chamamel identification of the major constraints and
opportunities in the identified channels. The seleon data office of agriculture, Custom Authority
Trade and industry department, Quarantine servi@gon, Ethiopia Federal police stationed at the
border area of between Ethiopia and Sudan. Thiréddition to the above mentioned stakeholders,
producers, small exporter farmers, large scale ey fatting cooperatives members, exporter's
association members, and brokers, as against mtiohpant Households of the surrounding

communities and leaders were interviewed.

3.4. Method of data analysis

3.4.1. Descriptive analysis

To explain the situation of cattle market channall @xport trade, (objective 2 and 3), descriptive
analysis and inferential statistics have been usednalyse the data generated from the informal
survey. Time series like monthly and yearly legadl allegal export volume between 2011, and
cross-sectional like frequency distribution suchrm®me, mean, standard deviation and percentiles,

etc have been extensively used to explain basi@acteistics of export trade. To support the analys
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different tables, graphs, maps, figures and pheitisalso be used. SPSS and STATA software were

used for analysis purpose.

3.4.2. Econometrics analysis

This part of the analysis dealt with the analysisuaderstanding determining variables to for
participation of the cattle supplied to market. Reanaging this, proposed methodology was probit

estimation for participation probability and Heckmtavo-stages.

5.2.1.13.4.2.1 Factors affecting cattle supply participatn

The possible econometric models that can be apfdreidentification of the determinants of marketed
supply taking into consideration both market pgvaton (zero/one) and level of market participatio
(intensity of participation) are (1) tobit, (2) Hewan two-stage (heckit model), or (3) double hurdle
models. The tobit model as opposed to the othemtwdels assumes that the same factors affects both
participation and intensity of participation. Iretbther hand both heckit and Double hurdle arelaimi

in identifying the rules governing the discrete ammes (zero or positive), in recognizing that
outcomes are determined by the selection and tdugde decision, and in permitting the possibitity
estimating the first- and second-stage equatiomsgudifferent sets of explanatory variables. The
difference between the two is the fact that He@stppposed to double-hurdle, assumes that thére wi
be no zero observations in the second stage omcérst-stage selection is passed, and the double-
hurdle considers the possibility of zero realizasigoutcomes) in the second-hurdle arising from the

individuals’ deliberate choices.

Taking into consideration that there will not beweealization of the outcome in the second stdge o

the issue addressed, the present study will us&rhbat (1979) two — step estimation method in order
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to indentify the determinants of household markededply of cattle. The first step refers to the

participation households in cattle supply to theketiand second step to the level of participation:

First, the probability of participation will be melied by Maximum Likelihood Probit model. From
the Probit model the inverse Mill's ratios will Bstimated to be used as explanatory variable in the

second stage address the issue of selection lia?bit model is specified as:
Yi=xi’[3i+£i, i=1,...,n (1)

Where: ¥ is a dummy variable indicating the market partitippathat is related toitag = 1 ifY; >

0, otherwiseY; = 0
Bi are the variables determining participatiothia Probit model,
X' is unknown parameter to be estimated in the iPregression model,
& Is random error term

Then the parameters can consistently be estimagt€l 8 over n observations reporting values for Y

by including an estimate of the inverse Mill's RatdenotingA;, as an additional regressor in (2).

More precisely selection model is specified:
Yi=X'Bi + pA +n; ()
Where Y is the volume of supply in the second-step,
Bi is unknown parameter to be estimated in the questipply,
X are the explanatory variables determininggbantity supply,

KU is a parameter that shows the impact of ppaimon on the quantity supply,

ni is the error term
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In both (1) and (2) marginal effects will be estiethand will be used in the interpretation. The
Heckman two-stage model will be employed provideat there will be sufficient zero responses for
the probit model dependent variable (i.e. cattleens who did not participate in the market). If not
then, an OLS.

Xi is explanatory variables listed under:

Age (AGE) -Age of the household, a continuous variable, w&ertaas one of the explanatory
variables to influence participation to productidine expected sign was positive as age one of the
parameters of human capital. As an individual stays), he will have better knowledge and will
decide to participate.

Sex of the respondent (SEX_RES)a dummy or categorical variable taking zero if fésmand 1 if
male was one variable to be considered. No sigidamt be attached with the variable.

Educational level (EDEL) — Educational level was one of dummy variableppsed to influence
participation decision positively. As the educasibtevel of the farmers increases participation in
cattle supply to the market increases.

Family size (FAM_SIZ) - Family size of a respondent was one variable (naotis variable)
proposed to influence participation decision. Therennumber of family members an individual had
the more probable to participate consumption pgagton.

Number of cattle owned (NCTTOWN) — for more need cash or minimized risk as theft and
insecurity, participation probability would increasas farmers increased their number of cattle
ownership. The expected influence is positive.dswliscrete continuous variable.

Extension service (EXT_SER) -this was a dummy or categorical variable indicatedension
service farmers were getting. This variable waseetgr to influence participation positively.

Obviously, as farmers learned more and knew mualoutid be direct obvious to participate in supply.
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Experience (EXP)- This continuous variable measured by number afsygras expected to influence
production participation positively. As farmers gobre experience in production and marketing, the
probability of to participate would be higher.

Access to credit (ACRED ) —this was a dummy or categorical varialmelicating credit service
farmers were getting. This variable was expectenhftaence participation positively. Obviously, as
farmers get credit for fattening it would be direbtvious to participate in supply.

Fear of theft (FTF) — was a dummy variable reflecting fear and inggcwn their cattle. It had
positive influence to supply cattle in the market.

Training participation (TRPRP) - this was a dummy or categorical variable intliga extension
service farmers were getting. This variable waseeter to influence participation positively.
Obviously, as farmers learned more and knew musioutid be direct obvious to participate in supply.
Market price information (MTS) — This was a variable proposed to influence degisio
participation positively. If a farmer could get foscal data, he would be able to participate. The

variable was considered dummy. Assigning zerd@raer got information and zero if not.
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Chapter IV

4. RESULTS AND DISCUSSIONS

This chapter deals with the findings using desomipstatistics and econometric models, on cattle
marketing especially, on cattle supply, marketihgrmels, the role and linkage of marketing agdnts.
deals also with the analysis of quantifying costd margins for key marketing channels and idermtifie

factors for the development illegal cattle supplyMetema woreda.

4.1. Descriptive analysis

4.1.1. Socio-Demographic Characteristics of Sampkarmers

In this part of the thesis, socio demographic ottaerastics of farmers (demographic characteristics,
market, extension, credit and information acceasniing experience, income, resource ownership,

Participation on training etc.) are discussed dtex ghe other.

4.1.1.1 Demographic characteristics of sample farme

The demographic characteristics of farmers definggrms of sex, religion, marital status, eduaatio
level, age, and average family size of householkbhere presented on Table 1. Sex of the sample
households was comparable for the two sexes andd@%¥ample household were male. Concerning
religion, 78% of the sample households are Orthoddith regard to marital status, 0.8%, 85% and
14.2% total sample respondents are Single, mamiedl Divorced respectively. Moreover, The
educational background of the sample householdsheathelieved to be an important feature that
determines the readiness of household heads toptacesv ideas and innovations and hence

Educational level of the sample households is aoece46%, 18%, 17.5% and 16.5% are illiterate,
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Read and write, Primary and secondary correspohdifipe chi-square test indicates that there is a
significant contribution to supply cattle to the nket as the participant educational level increades
1% significance level in their education. Moreovarthe same table the respondents’ household heads
age prevails that at the age between 41-51 yearfatimers were participated more actively than the
rest. The average family size of the farmers i§.5.5his result indicates that almost all the hbos#
heads are under the category of economically aetpeepopulation and the average family size is also
closer to the regional and national average fasidg (CSA, 2010)

Table 1. Demographic characteristic of sample faners (Participation)

N= 94 N= 26 N= 120 +*t- value
Variables Partannb Non participant Total participant
Sex Male 84 18 10218) 155
Female 10 6 16
Religion Orthodox 77 17 94 (78%) 372
Muslim 17 7 24
Marital Status single 1 0 1
Married 18 21 102(85% .966
Divorced 12 3 15
Education llliterate 34 21 55 (46%) .001
Read & write 20 2 22(18%)
Primary 20 1 21(1%p
Secondary from 20 0 20 (16.5%)
Age of household head 47.6 44.23 46.875 0.1337
(10.435) (8.668) (10.1414)
Average Family size 5.776 4.730 5.55 0.0286
(2.166) (1.991) (2.165)

NB: N=sample size, significantly at less than SBneicance level and, Figures in Parenthesis
indicate standard deviation

Source: Survey result, 2012
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4.1.1.2 Resource ownership

Resource ownership is characterized in terms afecaixen and land owned by sample households.
Livestock is kept for generating income, tractiaawer and status reflection. Owner ship size of the
respondents had determined whether to supply molese in the market. The sample survey result
indicated that on an average those who were paati@il in cattle supply to market were owned 5.3,
31.6 and 1.95 oxen, land(ha) and cattle respegtivelt is double in comparison with those who did

not participated. This ensures that the respondehts have more cattle could supply more to the

market. Moreover, this result also supported bygrdiscussion participants and according to them

need more cash, restocking and fear of theft asécurity forces the farmer to sell their cattlehe

market.

Moreover, the next table conveys that oxen proddst power and are the major inputs in crop
production process and are also the most demangbedtetem including bulls. Land is not an issue of

the households in the study area. Since the stietyia low land area the newly formed households

have option to get their own farmlands elsewhere.

Table 2: Resource Ownership of the respondents

N Mean Std. Deviation
t/y?- value
Numbers of oxen owned  Participant 94 5.3 5.1 0.0024
Non-Participant 26 2.2 1.7
Total 120 4.6 4.7
Total land holding in ha  Participant 31.6 42.6 0.0689
Non-Participant 26 16.1 10.2
Total 120 28.3 38.5
CATTLE OWNED Participant 93 1.95 0.77 0.0003
Non-Participant 26 1.4 0.56
Total 119 1.8 0.77

Source: Sample survey result, 2012
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4.1.1.3 Experience and income correlation

From Table 3 one can also see that the engagerhefftfarm, non-farm and fattening activities by
itself requires more cash by the farmers and teedn derives them to supply cattle to the market. A
the result indicated in the table, on an averagesdimple households’ annual incomes from off-
farming, non-farming and fattening have been redcBer 1280, 3781 and 13023 per household
respectively. The chi-square test indicates thartetlis a significant contribution to supply cattiethe

market as the participants have more experienoatiie production, non-farm, off-farm and involve

in fattening cooperative activities.

Table 3: Experience and income correlation of the ¢tuse hold

N Mean Std. t/y*-
Deviation  \glue
Year of experience in dairy production Participant 94 16.6 11.2 0.393
Non-Participant 25 18.7 10.3
Total 119 17 11
Year of experience in off-farm Participant 94 0 0 0.052
Non-Participant 25 0.08 0.4
Total 119 0.016 0.18
year of experience in non-farming Participant 94  0.596 1.96 0.374
Non-Participant 25 0.24 0.59
Total 119 0.52 1.77
Annual income in dairy production Participant 94 12985.7 7857.6 0.803
Non-Participant 25 12573.6 4841.6
Total 119 12899 73115
Annual income in fattening Participant 94  13023.7 18414.9 0.015
Non-Participant 25 3566.9 9860.97
Total 119 11036.9 17378.4
Annual income in off-farm Participant 94 1280 6104.64 0.298
Non-Participant 25 0 0
Total 119 1011.2 5444.76
Annual income in non-farm Participant 94 37816 9772.09 0.1319
Non-Participant 25 680 2212
Total
119 3129.98 8824

N= Sample size artf °significantly at less than 5% significant level.

Sources: Sample survey Result, 2012
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4.1.1.4 Access to services

Table 4 below indicated that access to service diledit, agricultural extension and training, vhic
are the most important factors to promote cattledpction and productivity thereby increasing
marketable supply, profit and ultimately farm incoof the Farmers.

Table 4 credit support in the year 2011

N=94 N=26 j\£:3)

Variable Papant Nonpatrticipant Total  y%/t- value
Credit Need (Yes, %) 66(%0%  14(56%) 80 469
Credit taken as requested (yes, %)  34(36%) 1(4%) 35 .008
Amounts of credit (Birr)
Purpose of credit

Not define (yes,%) 26 10 36 .508

Purchase cattle (yes,%) 17 9 26

Cattle fattening(yes, %) 40 4 44

Pay tax (yes,%) 1 0 1

Forage purchase(yes,%) 6 1 7

Others 01 10 10
Sources of credit

ACSI  (yes,%) 45 13 58

Traders (yes,%) 13 1 14

Others 12 7 91
Extension contact (yes, %) 51(54%) 5(20%) 56 605
Training participation on cattle 35(37%) 1 (4%) 36 .004

N= Sample size antiand® © significant at less than 1% and 5% sifinicancelev
Source: sample survey result, 2012

The data indicated above, from the total of 12@ad respondents who were asked whether they
need credit or not, about 70% from the participated 56% from the non-participants pointed out

that they were showed their interest to take crhaalitonly 36% and 4% of them had received credit as
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requested respectively. Moreover, out of the tattl35 households (both participants and non
participants) who took credit, 95% of them had takeedit in the range of Birr 2000 - 5000 per
household while the rest 5% also took in the raoig8irr 6000 — 10000 per house hold. The chi-
square result indicated that there is statisticsiliyificant contribution for cattle supply to thearket
those who participated in credit than the non pgodints. Therefore, the result has given an indinat

that access to Credit was one of the most impovtamables to enhance cattle supply to the market.

Moreover, most of the Farmers who received creéite used for forage purchasing, restocking and
fattening purposes and at the same time 58% usees/ed credit from ACSI. This was because other
formal institutions such as bank did not partidipgitin such lending activities due to equilaterals

requirement from the borrowers side.

54% and 20%, respondents had extension contact thhenmearest development agent and had got
advice on cattle production, management, Al seyviceage preparation, fattening and soon.
Moreover, 37% and 4% patrticipants and non-partidgpéad received training from government and

NGOs organizations on cattle production and mangetbrrespondingly.

4.1.1.5 Farmers’ access to price information

Table 5. Farmers’ access to price information (pemntage of farmers)

NE9 N= 26 N=120

Variables Participan _Non-participants Total  y2ntvalue
Information on nearby
Market price (Yes, %) 80 1 81 .000
Information on Sudan

Market(Yes,%) 49 0 49 .000
Sources of information
Cattle traders (%) 35 6 41 .00
Radio (%) 4 0 4
Telephone (%) 1 0 1
Personal observations (%) 13 0 13
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NE9 N= 26 N=120

Variables Participan  Non-participants Total  y2/tvalue
Brokers (%) 3 0 3
TV (%) 1 0 1
Traders, brokers & personal
Observations 15 2 17
Other difference sources (%) 20 2 22

Information qualification

Reliable 10 1 11 .00
Timely 42 7 49
Adequately 41 3 44

N= Sample size and Source: sample result, 2012

Access to market information is extremely importtorttimely selling as well as to maximise good
returns from marketable products. The above tabselt reflected that the participants’ access to
market price information out strips than non-pgmants on cattle supply market. 84% and 4%
participants and non-participants respectively tadfirmed that they had access to information from
the nearby markets (both kebele and woreda). Howewdy 52% the participant side had access
about Sudan cattle market price information. @atithders, personal observations, Telephone and

brokers were the main sources of information fomirs with respect to cattle market.
4.2. Determinants of cattle marketed supply of househol@Econometrics analysis)

Table 6 presents the list of hypothesized variablggected to influence marketed supply of cattle at
household level. The expected directions of infageralong with the rationale behind are also

presented.
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Table 6 : Description of hypothesized determinantef marketed cattle supply

Variables Definition of the variable exggzted Rationale
AGE Age of the household hecn | Positive Age is human capital. As an individual st:
years long, he will have better knowledge & will
decide to participate

Se» sex of the household he No sigr Being either male or Female does not af
participation in supply

Avefamsizi AverageFamily size Positive As the numbers of family size incree
consumption & labour size would increase
These leads to participate more in supply.

Experienc Experience of the househc| Positive The farmers have got more expece in

head in agriculture (years) production the probability to participate
would be higher

Aincomcrog Annual income in birr fron| Both If the farmer has more(less) income he might

crop production positive & | decrease (increase) his participation in cdattle
Negative supply
AlncombDaity Annual income in birr fron| Negative Because as he generates substantial in
dairy production from it he needs increase cattle stock| to
increase milk production.

TOTNOCATC | Total numbers of cattle own¢| Positive Due to fear of theft «insecurity out breaks &

W~D per house hold cash need would increase cattle supply
participation.

NUSHEEF Numbers of sheep owned | Negative A farmer has more sheep would have

household probability to supply sheep than cattle.

NUMGOAT Numbers of goats owned | negative A farmer has more goats would have

household probability to supply goats than cattle.

NUPOULTY Numbers of poultry owned p | Negative | The above rationalization the same holds

household for this.

TLANDHOLDI | Total Land holding siz negative The above rationalization the same holds

NG for this.

RDFM_KM Respondents distance from ‘| Positive Farmer will have access to informatig

nearest market about market and then can supply more

RDFDA_ KM Respondents distance from ‘| Positive They have the chance to be visited freque

nearest development agent and awarded about market oriented livestock
and then supply to the market.

PartDian Participation in Dair Negative | Because as he generates substantial in
from it he needs increase cattle stock| to
increase milk production.

PRTCATEX Participation in export mark Positive Farmers can learn more the advantage
export market , can supply more

CREDIT Participation in cred positive Access to credit can create opportunitie:
engage in fattening cattle & then supply|to

market

4.2.1 Determinants of cattle market participation:1st stage heckman estimates

From the hypothesized 16 determinants of marketogaation, three factors, namely total number of

cattle owned, number of sheep owned, and acceskewelopment agents were found to be the
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determinants of participation (Table 7). As theutes following table indicated that as the nunsber
of cattle owned and numbers of sheep owned incsdagene percent the probability of participation
of the household in livestock supply increases 8@ and 0.4, respectively. Moreover, frequent
extension service provision to the farmers incredsedefault farmers’ awareness on market oriented
cattle production, accesses to market informatattje supply to the market, etc, will also incesas
Hence, as the extension service provided to thrades increases per month, the probability of cattle

market participation increases by 0.1% (Table 7).

Table 7 : Determinants of cattle market participaton: 1st stage heckman estimates
Explanatory variables Coeficint Std. Err Marginal effec
AGE 0.026¢ 0.028: 0.00¢<
Se» -0.464: 0.480¢ 0.07¢
Avefamsiz -0.071¢ 0.129¢ 0.02(
Experienc -0.033¢ 0.025¢ 0.00¢
Alncomcrog 0.cooc 0.000( 0.00(
AlncombDairy 0.000( 0.000( 0.00(¢
TOTNOCATOW-~L 0.068( 0.0198*** 0.00:
NUSHEEF -0.069: 0.0243*** 0.00¢4
NUMGOAT -0.030: 0.044¢ 0.007
NUPOULTY 0.028: 0.035¢ 0.00¢
TLANDHOLDING 0.007: 0.009¢ 0.00:
RDFM_KM -0.099° 0.070¢ 0.011]
RDFDA_KM -0.008: 0.0044** 0.001
PartDian -1.649¢ 1.623: 0.247
PRTCATEX 0.587¢ 0.604¢ 0.09¢
CREDIT 0.201¢ 0.401: 0.07(
Cons 1.854: 2.007(

Number of observation 11¢

LR chi2(16) 38.9]

Prob > chi2 0.001:

Log likelihood -41.483362

Pseudo R2 0.319:

Note: *** indicates significance at 1% probabiligvel, ** at 5% probability level
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4.2.2 Determinants of number of cattle sold: 2nd age heckman OLS estimates

Table 8 presents the 2nd stage heckman OLS essimétine determinants of the number of cattle
marketed. Three factors were indentified to detearthe number of cattle marketed by a household,
which are total number of cattle owned, numberaflry owned, total land holding of the household.
The first variable test result indicates thatréhis a significant positive contribution to syppattle

to the market as more cattle owned per househotdl lencreases at 1% probability level or
significance level in their ownership. In other wer as the number of cattle owned per household
increases by one the amount of cattle supplietigéartarket will increase by 21%. This indicates that

there is high correlation between cattle ownersginigh cattle supply to the market.

The others two variables such as number of pooltliged and total land holding of the household test
results indicate that there is a negative cbatidbn to supply cattle to the market as more pgahd
land owned per household level increases at 5%18@4 probability level or significance level in
their ownership respectively. In other words, as tlumber of poultry and land holding owned per
household increases by one the amount of cattlplisdpto the market will decrease by 23% and
around 3% respectively. To rationalise this, fasngho have more land would have a probability to
have more annual income from crop production eitlectly involved in production or in the form of
rent. This helps him to offset other necessary Bg@g by selling crop for instance, sesame to the

market than to supply cattle and the same holaswith Poultry.
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Table 8: Determinants of number of cattle sold: 2n&tage heckman OLS estimates

Explanatory variables Coef. Std. Err. Marginal effect
AGE -0.138¢ 0.077¢ -0.138¢
Sex 1.434¢ 1.770: 1.434¢
Avefamsiz: 0.3771 0.352¢ 0.3771
Experienc -0.078: 0.078¢ -0.078:
Alncomcrog 0.000( 0.000( 0.000(
AlncombDairy -0.000: 0.000: -0.000:
TOTNOCATOW-~LC 0.212¢ 0.0554*** 0.212¢
NUSHEEF 0.031: 0.061¢ 0.031:
NUMGOAT -0.133: 0.129¢ -0.1331
NUPOULTY -0.226¢ 0.1195* -0.226¢
TLANDHOLDING -0.025¢ 0.0142’ -0.025¢
RDFM_KM 0.122: 0.306: 0.122:
RDFDA_KM 0.017: 0.014: 0.017:
PartDian 3.785: 2.717¢ 3.785:
PRTCATEX 0.601¢ 1.104¢ 0.601¢
CREDIT -0.040: 1.211: -0.040:
sigme 11.238: 5.7064* 11.238:
Constar -6.064« 6.373:

Number of ob 92

F(17, 74 9.8¢€

Prob > | 0.0cC

R-square 0.6¢

Adj R-square 0.62

Note: *** indicates significance at 1% probabilitgvel, ** at 5% probability level, and * at 10% prability

level
4.3. Markets, market actors and marketing channels

4.3.1. Types and roles of market participants

According to Aklilu, 2004, the movement of cattfethe woreda was found to have spatial variations
depending predominately on proximity to urban comgtion centres. Trade in cattle in the woreda

generally starts with the collection of cattle frdarm gates and village markets (i.e. primary or
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collection markets), then trekked to secondarydamarkets and then driven to the terminal outlet
market of Metema (Gendewuha) located at the boHinever, Producers are much involved beyond
production and sale of cattle to small traderogal markets and sometimes to the exporters.

The traders participating in cattle markets alsngeafrom small farmers (producers) and local
collectors, to cooperatives, consumers, agentsk€bsh big wholesale traders, exporters, and
importers. Some of these markets operate dailylevathers function only in selected days.

Cattle bought in a certain market may change hami®ral times before they reach their final
destination. Upon being bought by the Sudaneset @fl the animals are said to reach not only
Khartoum, but also far beyond markets in Egypt, aiineér Middle East countries.

The main participants of the CBT are thus descrasetbllows:

A) Producers

Farmers produce as pointed by Ayele, et al. (R@0O® others, there is little evidence of strategic
production of cattle for markets, with the slighkiception of those who undertake fattening actisitie
before selling their cattle. Hence, the primarysoafor sale of cattle varies between producers and
depends among others on factors such as areans#fagear, and species. The primary reason of sale
seems to generate liquid money needed to pay fiousexpenses. Overall, tax payments, and the
need to acquire money to purchase industrial gomdpurchase food grain, restocking, fear of theft
and insecurity etc., seem to be the most commaonsafor farmers selling their animals. Moreover, i
is well known, rural farmers in the woreda seldaithtkeir cattle to consume meat; they prefer tth se
cattle so as to cater for most of their needs.

B) Assemblers
Not only the participants of the CBT, but also tlype of markets in which they operate, vary
depending on function and size of trade. For irgathe primary markets which serve as the initial

collection points are dominated by producers andllsscale assemblers (who are themselves mostly
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farmer traders). Such primary markets are mainlynébin the rural areas and make up the majority of
markets serving the CBT. Such markets are not tencave no scales and no feeds and watering
facilities. Purchasing is done through “eye balfgotiations and agreements. Most producers thus sel
small number of cattle to small assembler tradethe nearby primary markets.

The number of animals collected by small scale rabtexs and the radius they cover however is
limited due to the absence of enough space andlstirarns for collecting and the huge feed cost
necessary to maintain fattened animals for an eetgiperiod. Small-scale assemblers nevertheless are
important players in the trade chain since thegdd®iand solve the daunting problems in collecting
fattened and in some cases semi-fattened anin@is femote rural areas and dispersed producers.
Small-scale assemblers prefer to collect limitesanber of cattle due to financial and technical
difficulties, transportation problems and fear mkr(and/or thefts). Some of these assemblers have
their own production yard (fence) to finish the giree for semi fattened cattle before supplyingh®
larger assemblers or until getting reasonable piicen the marketers in the channel. Small scale
assemblers are located mainly in Woreda towns.

C) Wholesale Traders

The small assembler traders in turn sell theideatt big wholesale traders and/or exporters foinnd
secondary larger markets. Such big wholesale tsadled exporters are also reported to have better
experience and financial performance in cattledradd better access to relevant market information
sources. Urban and peri-urban fatteners and cpttducers also serve as suppliers to such big
wholesale traders and exporters. These large assesni almost all cases own the necessary export
licenses and permits, which they may either us® éxport cattle themselves, or rent it to othadérs
who lack the license so they can participate in @B . Certain predisposing factors such as their
larger capital sources, their access to marketiigrmation, and the weak bargaining power of
producers allow these wholesale traders not onlgetothe prices but also to garner bigger margins

when they sale.
31



D) Cattle Fattening Cooperatives

In addition to the above traders, cattle fattenowpperatives/association organized by group of
farmers based in the woredas have also starteitipating in the CBT. There are different fattening
cooperatives in the woreda. The establishment opertives and the provision of the necessary
technical support had been given by the integritestock development project for North Gondar
zone (ILDP).In addition to the previous cooperati8astainable resource management program which
is the continuation of integrated livestock devet@mt project and integrated development
project(IDP), has currently been providing finah@apport for cooperatives. Such cooperatives are
set up with the central objectives of improving egx to group credit, enhancing input delivery
(especially of industrial bi-products, and medisnand improving market access.

The bigger problem for most members of these c@bpes concerns the issue of easily accessing the
lucrative CBT to Sudan. Before 2007, all coopergiwere unable to directly export their fattened
cattle as they lacked the necessary export. Theg teis forced to sell either to exporters or other
participants of domestic markets for a fractiortha real worth of their animals. The problem hasrbe
recently solved by allowing some of the cooperatite obtain their export licenses and thus
participate legally in the CBT. It is believed trgatch an arrangement makes it possible to assemble
better fed cattle with lower costs and supply ptémarkets in an efficient manner.

E) Brokers

Commission Agents (brokers) and money dealers laceagtors in the markets. The Ethiopian small
and large scale exporters have a little or no ticentact with Sudanese importers due to lack of
common language between them. There are commiagients and brokers in the market that play a
vital role in the negotiation between the Ethiopgaporters and Sudanese importers.

Most of the brokers can communicate with Ethiopiawits Amharic and Sudanese with Arabic in the
market and negotiate them. If and when brokersqyaate in making a deal, they collect a 15 bie fe

per head of cattle from both sides for their sewsicThey usually make use of the premises of larger
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exporters for accommodation and other services.brbkers have been paying the mediation role at

all levels starting the primary market to the terahi

F) Butchers

Slaughter and meat handling and distribution faediare a critical link between the catilader and
the final consumer. Orderly markets depend on tfeskties to efficiently moveproducts through the
final stages of the marketing channel (Yakob, 2002) Few butcheries operate in the woreda, of
which most ardicensed. All butcherieserve traditional cuts to customers. Some of thegeheries
also double as ‘beef restaurardgstving raw and fried meat to customesgnerally, butcheries in the
bigger towns of Amhara including Metema woreda lbarcategorized, into three major classased

on the income class of the clientele. These arle, mgddle, and low classes. The low classcheries
which exists in the woreda and serve the lowernme@nd hence, they mainly buy low grade cattle.
Most of thesdutcheries are not licensddespective of cattle prices, which fluctuate betw seasons
and years, the price of beef hsteadily increased over the last few years. Yetphees paid by
customers for each kg of meat may vary within a&gitown. Variations in meat prices in suolwns
mainly reflect the location of the butchery, theality of meat on offer and also thmeputation of the
particular butchery through word of mouth. Butchsrthat double as ‘beeéstaurants’ selling both
raw and fried meat charge higher for both the @akay and meatonsumed on the premises. Such
butcheries operate on large capital base with & highoverrate and source their animals directly
from secondary markets and feedlots. Similarlyretegealso restaurants that are licensed to run ‘meat
kiosks’ on the side serving both take away diming customers.

G) Consumers

Both people who live in small towns as well as ftwieners themselves are other participants in this

market chain. Especially producers (farmers) halé ® another farmer for the purpose of breeding,
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ploughing and killing cattle. However, small towmwellers mostly buy cattle from farmers either
primary or secondary market for killing purposeidgrholidays.

H) Exporters

Big wholesale traders, fattening cooperatives.ematters and even producers are suppliers to
exporters found in terminal larger markets. Suchh bxporters are also reported to have better
experience and financial performance in cattledradd better access to relevant market information
sources. These large exporters in all cases owndbessary export licenses and permits, which they
use it to export cattle themselves in the CBT. Theaye larger capital sources, their access to
marketing information, and the strong bargainin@othan others in the Ethiopian marketing. These

exporters have a direct contact with Sudanese irafsor

4.3.2. Market types and marketing channels

Cattle markets in Metema woreda can be categor@=egrimary, secondary and terminal market
(Figure 4). Primary markets are markets where mredustrongly dominate to sell cattle primarily to
small-scale farmer traders (assemblers), coopesatind even to exporters at market centres logated
rural areas andioredacapitals. The main actors of these markets areugryd and small scale farmer
traders (assemblers), cooperatives and in some cassumers and local butchers. Primary markets
have been identified as village level markets vatisupply of less than 500 head of cattle/week
(Solomon et al. 2003). The majority of cattle maske Metema cross-border trade belong to this
group.

Secondary markets operate with an average volurb@®$1000 head per week consisting of finished
export cattle, breeding heifers and old animals] &cated mainly in Metema woreda capital
(Gendewuha). Wholesale traders, exporters, exmgehta and, to some extent, butchers dominate
secondary markets serving the local consumers butlynsupplying the terminal markets. This cattle

markets supply to export terminaletema( Gendawuha) market.
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Both the terminal markets for legal and illegal &yeated in the Ethiopian border towns of Metema
Gendawuha, Metema Yohannes,Tumet,Nefisgebeya, Afmehand Abdurafi (Delello) and the
Sudanese border towns of Galabat,Tiha, Fazira ardrK Enedibilo, Berekete Nur(Bahirefirundus)
(source: Group discussions, 2012). In the termmatkets, exporters and importers handle mainly
export type animals in the study area. Medium-atge-scale exporters and importers dominate the
only legal export terminal market of Metema Yohaaed now it is being operating at Gendewuha(
Metema woreda capital). Supply of cattle to thenay, secondary and also the terminal markets is
mostly done through trekking and trucking routelse Thajority of cattle are trekked through villages
and small towns. Mostly smallholder farmer expartese the traditional trekking routes to reach the
illegal terminal markets. Except Gendewuha termimaddern livestock market, other primary,

secondary and terminal markets are not fencedeedsfand watering facilities throughout the study

area.
Primar
Producers y
marke
@ A
Fattening Secondary
Small . Small scale
cooperatives illegal exporters market
assemble
Whole )
sales
Brokers Terminal
market
Legal Exporters

) Importers (legal& illegal)

Figure 2: The above figure indicates the existing arket channel operating in the study area
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There are three types of exporters who sell cattl¢he Ethio-Sudan cross-border export points:
Cooperatives, large-scale exporters and small dtedal exporters. Small farmer illegal exportars
farmers whose trading activity is temporary, whaoally trade in small quantity, not exceeding 10
cattle at a time. These exporters usually preferillegal export routes. Licensed cooperatives and
large-scale exporters trade in large quantity aequently operate in legal export route, even thoag
few of them may at times use the illegal routewai. Many large-scale exporters have their own
export agents who collect cattle from primary ardosidary livestock markets and supply for export
in the terminal markets. There are also cattleetrmdvho are involved in both export and domestic
cattle trade. These traders do not usually haveréXpense but sell cattle to importers in thegkl

export route.

According to Mendoza (1995), marketing channelhis sequence of intermediaries through which
whole cattle passes from farmers to consumers. aftadysis of marketing channels is intended to
provide a systematic knowledge of the flow of tlw®ds and services from their origin (producer) to
the final destination (consumer).

The cattle market channels, depicted in figure érenconstructed based on the data collected in
respondents interview, group discussions and lwaders. The result revealed that there are 8 major
marketing channels obtained from survey resultornfl survey suggested that there are also
possibilities that farmers sell their products dikgto consumers and Butchers. The actual mangetin
channel is more complicated, but the main marketingnnels of the 8 cattle markets in terms of
quantity flow of cattle in 2011 is from producerdonsumer through different intermediaries are:
Channel 1 Producers —Local assemblers —Collectdrsi®¥aler-Exporters-- Importers

Channel 2 Producers —Cooperatives —Exporters -oftars

Channel 3 Producers —cooperatives -- Importers

Channel 4 Producers —small scale illegal exportémgaorters
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Channel 5 Producers —butchers —consumers
Channel 6 producers — Exporters — Importers
Channel 7 Producers- local assemblers —wholesalExporters- Brokers — Importers

Channel 8 Producers — cooperatives — brokers —rbenso

4.4. Cattle trade marketing system and illegal trade

4.4.1. Supply/Market routes

The Ethio-Sudan cross-border covers a long distamseSudan shares boundary with the five
Ethiopian regional states of Southern Nations, detiities and Peoples (SNNP) in the south and
around Omo River, Gambella and Benishangul Gumuthénwest, Amhara in the northwest and
Tigray in the north. This study covers only thess-torder trade along the Amhara Region’s Ethio-
Sudan border especially in relation to Metema wared

The Cross Border Trade to Sudan is mainly suppiiech almost all woredas within the North
Gondar zone. These areas however are not the lggbdyssources for the CBT. Additional areas both
within the Amhara region and outside of it have rbeeported to serve as the starting points for
animals ending in Metema and through it to Sudan.

With regard to supply areas within the region, ¢hare four major supply routes:

1 .The North Gondar zone catchment area, whichrmis composed of the following four sub-routes:
1.1 Debark— Dabat— Gondar — Metema

1.2 (Dembia, Chilga, Alefa, Gondar zuria woredasLChilga— Metema

1.3 (Tsegede, Metema, Tach and Western Armachilmedas)— Metema

1.4 (Alefa, and Quara, woredas) Shinfa —Sudan

2. The West Gojjam zone catchment area, with tviersutes:

2.1 (Awi, Achefer, and Mecha woredas) Delgi — Metema

2.2 (Yilmana Densa, and B/Dar zuria woredas)Gondar — Metema
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3. The South Gondar zone catchment area, whicks dtam Nefas Mewcha, passes through both
D/Tabor and Woretta towns, and then through Gofidally to Metema.

4. South wollo and North Wollo catchment areas whstarts from the two Zones passes Nefas
Mewcha through both D/Tabor and Woretta towns,thed through Gondar finally to Metema.

In addition to the above, there are two directifsom which cattle are supplied to Metema from area
outside the region. These are:

a) The Nekemt (Wollega)— Bure — Gondar— Metema; and

b) The Gohatsion— Bahir Dar - Gondar — Metema routes $PS-LMM, October, 2009).

Both the terminal markets for legal and illegal &veated in the Ethiopian border towns of Metema
Gendawuha, Metema Yohannes,Tumet,Nefisgebeya, Ajm@hand Abdurafi (Delello) and the
Sudanese border towns of Galabat,Tiha, Fazira anerimK Enedibilo, Berekete
Nur(Bahirefirundus)(source: Group discussions, 20k#se export points/ cattle export outlets are
important outlets find in Ethio-Sudan both legatiadllegal CBT.

The major livestock types in these marketing systare dominated by Oxen, bulls and steers, mostly
supplied from the lowlands of North Gondar Zone ahhiaccording to exporters, eventually end up in
large urban markets in Sudan including the Khartounarket. Importers buy cattle in bulk and take
them for slaughter either to slaughterhouses, gsieg plants in Khartoum or re-export them through

Port of Sudan. The following Map indicates Ethicd8a Export out lets.

38



' S.GONDAR

——— AL

[ — Conmid=r Bonmn
[ | TWours b Trwe

Woreds Bardr

meessssss  COEHTY EOCdar

BEMSHANGLIL

Figure 3: Map of N/G Zone and source: N/G Zone plamand Finance department, 2012

4.4.2. Mode of Transportation

Small cattle producers and traders, who accounthf®rmajority of such producers and traders, use
dry-weather roads, which are normally impassabtenguhe wet season, to move live animal from the
farms to the markets. Such dry-weather roads arallysthe sole available roads for the rural areas.
Cattle traders can opt between two types of trammispodes. These include either trekking on hooves
or trucking by lorry. However, the most frequentiarsual method is trekking, which is the oldest and
still the dominant method of transferring livestdc&m areas of production to markets. These days,
however, most traders and fatteners outside thedaoand some times in the woreda supplying to the
terminal market are increasingly becoming dependeritired Lorries, such as Isuzu’s.

In general however, distance, security, the coowlitf the animals and timing determine the decision
to trek or truck. Trucking is usually limited to dieam and large-scale traders who purchase from
distant primary and secondary markets to supplydimainal markets.
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Trekking

As described earlier, all trek routes are tradalbndefined and some of them appear to be long and
risky journeys. For instance according to tradesspondents contacted in Gondar town, in times of
good cross-border trade with Sudan, cattle have lobserved to be trekked from areas in South
Gondar to North Gondar and finally to Metema. lhastwords, these animals are trekked close to 394
kms in a journey lasting around 2 weeks.

This particular means of animal transport, howeigemundated by various problems. The draconian
overland droving results in frequent thefts, acotdewildlife snatches, and transit mortalities.

Trucking

Generally, road transport of live animals by truockshe Amhara region is usually employed by bigger
traders with higher volume of transaction or anifiedleners whose target lies in larger centres. The
other groups that hire trucks for livestock tramspoclude those traders with easy access to tarmac
roads convenient for this type of haulage. Truckim@lso increasing as the economic incentive of
reaching lucrative markets in time is becoming nforencially rewarding.

The poor state of existing road network in the sagand the country, however, makes trucking
feasible only in areas near to relatively bettemtc roads. Most rural roads are seasonal and not
viable during the greater parts of the wet seasbns in the absence of all-weather tarmac or gravel
roads, vehicles move more slowly and incur substiynexpensive maintenance costs.

Trekking or Trucking

Road transport for cattle is not only unreliablet sometimes also expensive. The high cost of
transportation is thus passed on to the consumered¥er, traders were asked as to the comparative
advantage of both types of transport. Most of theplied that, apart from financial savings due to

trucking, other benefits to be derived from vehicémsport include:
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* Prevention of loss of weight and condition fromdatistance trekking;
* Prevention of contact with ticks and risk of dise outbreak; and

» More groups of cattle able to be marketed witngiven span of time.

4.4.3. Legal versus illegal cattle trade in Ethio-Sudan 8T

Currently, there are two different kinds of cattharketing systems operating in Amhara Region’s
Ethio-Sudanese border: the legal and illegal systefe legal system has started operation on
December 2004 upon the signing of the bilateraleragreement between Ethiopia and Sudan in 2003.
Parallel to the legal system, there exists an adllegal cattle marketing system, which operates
independent of the legal system. It is not cleaw Hong the illegal trading system has been
operational. The two systems operate at differeenitudes.Dominanely small traders and producers
have been participating in the illegal system. S@axgorters also use both the legal and the illegal

systems at the same time or at different times.

4.4.3.1. Legal export route

Legal CBT, which started operation only since Delsen2004, is undertaken based on the bilateral
agreement signed by the two countries. The agreespecifies that the COMESA trade agreement is
applicable as binding rule. The bilateral bordadé& agreement further states that, the sole ekit po
for every marketing chain within the legal tradsystem to be Metema Yohannes port. Moreover, a
recently promulgated directive issued by the Amhsdedional Regional State Council, states that
anyone participating in cross-border cattle trades® the Ethiopian side needs to be licensed, have
quarantine certificate for his animals, and payrnbkeessary customs tax before passing the Metema
exit point. Exporters with the necessary license atfner required documentation thus start the whole
process by collecting prospective animals from poeds, assemblers, or cooperatives located in the

potential supply areas. After collecting them iitaole sites they then proceed to their nearestfEDA
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Offices to apply for and receive the required vaation, ear tags identifying each animal and
vaccination certificates. Finally such certifiedraals are trucked from respective collection potats

the Metema market.

Animals destined for the legal CBT first land atn@de Wuha town (160 kms from Gondar city) upon
which the exporters proceed to the Bank and Custumtisority to apply for and receive the required
export services. Export cattle are then transfetoellletema Yohannes (40 Kms from Gende Wuha)
where the quarantine service station is locateds tarket which was an open air market with no
appropriate facilities is not only the sole oufiiet legal exports but also is one of the largestiea

exchange centres in the region. However, due t@onstruction of Modern livestock market Centre
which accommodates every facilities at GenedewubanTadministration by Sustainable Resource
Management program in North Gondar, the termingloexmarket services which was provided at

Metema yohannes has replaced by Genedewuha nearke¢ starting at the end of 2010.

4.4.3.2. lllegal export route

In the illegal trade routes, on the other handtleatere sold and moved “unofficially” across the

border to various Sudanese markets. This illegall @Bfurther reported to be highly seasonal: with

higher volumes being moved during the rainy seagame to August). The reason behind such
seasonality is that contraband traders take adgartéthe better forest cover during these months,
which makes it harder for border patrols to effesdy hunt such movements. In addition to the above
mentioned ideas, during these seasons investods rtake more ploughing oxen by the name of
ploughing purpose from the centre to near the boadea. Then after completed their ploughing
activities, the oxen transferred from Ethiopia ldndSudan and this also increases the illegalecattl

export to Sudan.
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Moreover, cattle moved through such illegal CBT arainly composed of medium-to-high quality
males, which are used for slaughter in Sudan’s majean centres, but our informal discussions also
revealed that sometimes female and immature aniaralsnvolved as well, probably for restocking
and breeding purposes. In addition to our discasswith officials in Metema, various studies (e.g.,
ILLR 2007; ILDP 2006) also indicate that the illégaBT captures the bulk of cattle exports in the
area. This route starts from primary markets B@nfaand Kokit in Metema Woreda,Dubaba and
selfredi in Quara wored&/erawi in West Gojjam through Delgi to Metema and TacimAchiho. In
this system, the cattle exported are mainly fronv land areas of the region where there is low
population pressure and cattle production is thinogazing. In this system, fertile cow and exotic
breeds are also exported.

Accordingly, the main outlets from the Ethiopiamesiare Metema Yohannes, Abdurafi(Delello),
Nefsgebeya and Shinfa(Tumet) and Abrehajira, wBiggabat, Tiha, Fazira, Endibilo and Berekete

Nur are the most important entry points on the Sada side.

There are also some unique differences betweetwthsystems of export although the illegal CBT is
reported to more or less follow the same supplye®used by the legal export system; there isndisti
difference between the two:

* In the mode of transport employed. The majoritaimals moved through the illegal CBT are
never transported on trucks; rather they are tretkk@ hooves through difficult terrains and
bush and forest areas.

* Variation between types of animals moved throdnghtivo systems as well.

» lllegal exporters purchase good looking and n#jufattened cattle from the grazing system.
Cattle moved via the legal system on the other haek mostly fattened on rations largely

composed of various by-products.
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As a commodity, livestock has features that malemenable to cross-border trade even in situations
of widespread insecurity (Little, 2002). It is a Ioile, high-value commodity that can be transported
overland rather than on roads, and can easily heschacross borders, a practice that local passtsali
and farmers in the border areas of Ethiopia hawgaged in for long years. Such cross border
movement however is not easy for other commoditiesed from the Amhara region to Sudan (for
example pulses and fish), which usually requiredrtransport to be commercially viable. Quara,
Metema and Armachiho are border woredas of the tcpumith Sudan. In each woreda there are
different illegal markets out lets. The followingeathe major illegal livestock routes that indezhbn

the following map.
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Figure 4: North Gondar lllegal and Legal LivestockTrader Mobility Map

Source: from Personal interview and group discuss012
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4.4.4. Methods of illegal acts and Major causes for deveponent of illegal cattle trade

4.4.4.1. Methods of acts illegal trade

According to Meema yohannes custom office and feédgmlice as well as the participants of the
group discussion under lined that illegal cattéelérs are working in organized and systematic ntanne

to apply illegal activities while they export to &an.

The first system:In the first place action is carrying out by 4 pkeoand assigned to play the role this

illegal act as mediator, Exporter, Claimer and Bidd

The TF'individual act as mediator or broker between thpoeter and the importer that help the two
parties to reach the agreement on price cattle.2fhene is also act as exporter and export cattle to
Sudan, the "8 is the one assigned as claimer who side by sideakejone to the Federal police office
situated at the border and reported to the pobci lae has lost cattle, then after he has triegisgure
that whether his cattle has passed to the bordewbrlf the cattle passed the border without any
problem he disappear from the area but if the dimenals caught by the police or other forces he has
immediately reported to the police that the catie his own because he has reported earlier. The 4
one if the cattle caught suddenly by the policewstom offices or other legal parties he will @ev
claim that to any legal body but what he did was tie watched until the cattle come to bid. Onee th
cattle have ready to sale through bidding procéss eourt decision he will appear to be as bidder
the bidding processes. Unforgettable thing hetkasthe surrounding community knows the owner of
the cattle and they do not show their willingnesgarticipate in the bidding process and buy. The
only buyer will be the delegator and he will suptile list price to buy the properties. Then he |

the winner and will take all the cattle with ligiges and return to the first owner.
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The second system there are occasions when the licensed merchgpeaas to be both legal and
illegal exporter. They have tried to fulfil expagquirements such as health certificate, tax paymen
and others for some numbers of exported live amirtedally and side by side they have sent some
animals in another direction illegally after somamn they will collect all live animals together can

export to Sudan. This act helps them to escape different expenses levied by the government.

The third systemt There are also illegal people acting like banditdocally called ‘Salug’ moving
around and between the two borders and at the 8amaeEthiopians live in the vicinity of the border
by rearing live animals. The Salugs theft the eatither by fasten the wards with wood or killed th

shepherd to Sudan.

The fourth system: the last one is the investor has taken a numbé&xeh by the name of plaguing
their farm around the border such as Delello stgrby the first weeks of June. When they pass the
custom office they showed their investment liceasd after taking the oxen in the first round they
have exported one-third of the oxen to Sudan, sgpafter completed their farm the second round
one —third are also exported and finally the lasind week of august and the first weeks of Septembe

the remaining oxen have exported totally and threstor will come with empty hands.

4.4.4.2. Major causes for development of illegal cattle trad

The result obtained both from individual househadmple survey and in  Group discussions as well
as different stakeholders there are ample causabdalevelopment of illegal cattle trade in thedgt

area. Some of the noticeable causes are:

1) Lack of adequate modern market centres which cnefdifferent components such as feed,
water, shade, etc leads to illegal cattle tradeeR#y one modern livestock market centre was

constructed and functional as terminal market fe whole cattle go through Metema to
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2)

3)

4)

5)

6)

Sudan. This situation enforces the cattle produdiensg within 40 kms radius between
Gendewuha to Metema yohannes to take their cattlesall Gendewuha market. According to
sample respondents selling their cattle at thiketdead them to waste time and incurs cost as
well as unfortunately if the cattle cannot soldtowne they obliged to bring back home. When
they are on journey most of the time the cattlegbaby the police considering that they are
illegal. All these conditions push them to sellitioattle in illegal way.

The lengthy of the natural boundary as well as ratsef checking points across the entire
boundary except few points between Ethiopia andaBu(For instance from Humera to
Gambella Region estimated to be >1000 kms) encearagincrease the illegal cattle trade at
the border area between the two countries.

The existence of the illegal marketing system ghhyi associated with the behaviour of key
actors’ temporary nature of export activity andklaaf awareness of the importance of
international trade.

The illegal cattle marketing system is often chemarzed by financial constraint and Leads
operate under informal market system. Hence firnproblems to fulfil export license
requirements (from Birr 700000 to 800000) in onachand to fatten animals in the form of
association or cooperative on the other hand haea ppushing factor to involve illegal trade
activities.

The bureaucratic and extended nature of legal éxpocedure, inappropriate foreign currency
regulation, and the presence (for instance tdréglth certification requirement, etc) for cattle
that go through legal route on the contrary, theseabe of tariff, health certification
requirement, etc, imposed on exports for cattleé gowathrough the illegal route has positive
impact for the development of illegal trade.

Another cause for development illegal cattle trhdes associated with investment activities

under taking around the border areas. From the msoot June to July investors (especially
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4.5.

sesame) has taken more oxen for the purpose ofjiplog passing through customs office
checking point. After finalizing their ploughing tadties the oxen have exported to Sudan
illegally.

Theft as the causes of illegal cattle trade hastioeed by respondents group discussions into
two ways: in the first place farmers in the studgaahave similar nomadic life style and their
cattle waiting near to the border areas in seaf@rass and water. The cattle have been theft
by the so called Bandits and Salug and sold irSinéan market and secondly, due to the fear
of theft the owners themselves motivated to selydlly.

During the respondents group discussion the ppaints had mentioned that any commodity
including cattle found within 15 km radius from ktpia to the border has been taken as illegal
commodity. On the contrary, farmers are living agdibal border area and this makes difficult

to differentiate the legal live animals with thiegal one.

Cattle marketing performance

4.5.1. Types and Number of Animals Exported

Type of animals sold The cross-border trade with Sudan involves pmaidantly male cattle. Few

medium to high quality female animals are also etguh which are used for slaughtering in Sudan or

for live animals export to Egypt, Libya and Yem@rhe Ethiopian cattle breed, locally known as

Ruthan, are exported as heifers to Sudan for bmgeglirposes. Uncast rated and fattened oxen are

also exported legally.

Reasons/Motive for sell There are several reasons why producers in the sell their animals.

These include market orientation, grain food puseh@&ash needs, restocking, feed and water sgarcity

and fear of theft and insecurity. Although the $itek producers in the lowlands exhibit significant
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market orientation, fear of theft contributes te tff take rate significantly. In the highlandsripdic

cash needs remain the most important reason fer sal

Cattle sourced both from the highland and low landareas The types of animals are exporting to

Sudan includes Cattle (Oxen, cows and bulls). Harnesxen export has taken the lion share among
other being exporting live animals. According te tiata obtained from the household sample survey,
75% of the respondents reveals that both Oxen alsldre equally demanded by Sudan buyers where

as 25% of the also indicates that Oxen especialyfattened oxen are highly demanded than bulls.

According to the data obtained from Metema woredlstam office, a number of animals have been

exported to Sudan to date from the year 2006 t® 2@an listed as follows:

Table 9: Number of Beef cattle exported legally.

Years Number of live animal Hard currency gaimedollar

2006 12665 2,533,000.00
2007 33105 5,958,900.00
2008 10145 2,399,154.00
2009 4382 1,036,320.00
2010 17579 8,110,012.00

Source: From Metema woreda custom off€4,2.
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Figure 5: Number live animal exported with the resgcted year.

Table 10: The number of animals exported illegallyto Sudan has also been recorded by custom
office.

Years Number Hard currency gained in $

12006 546 109,200.00
2007 702 140,400.00
2008 699 139,800.00
2009 942 188,400.00
2010 239 119,500.00

Source: Metema woreda custom office, 2012.
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Figure 6: lllegally exported live animal with the respected year.

When we compare the legal market with the illegarkat, the opposite had happened. In the legal

market situations, the live animals exporting temeds high in 2006, 2007, 2010,2008 and 2009 in
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descending order and the same with true the ingamefrom exporting items, Where as in the illegal
market situations, in the year 2008 and 2009 wagk Wwith lower income gain from exported items

especially live animals export.

lllegal market did not taken place in same patteithin the above reported years as it is mentidmed

respondents. According to them the market situatidepends up on seasons, for instance, during
drought time and dry seasons of the year its nurhbsrdramatically decreases. However, from the
months of June to December the illegal market domdi have also been increased due to fodder

availability and investors farming activities.

This study focuses on the year 2011 data to cautytlee analysis of this study. The legal and the
illegal trade under took, their market share (% #re types of commodities exported both in thalleg
and illegal routes can be explained thoroughlytenfollowing table (ie table 11).

Table 11 Legal and illegal export cattle in the yaa2011

Months/ Commodities lllegal exports Legal Total l\r/1|arket Mharket
r X rt Ex rt snares snares
yea exports ports of of Legal
lllegal exports

exports (%)
(%

Jan-11 Live Oxen 3532 6858 10390 34 66
Feb-11 Live Oxen 4442 3488 7930 56 44
Mar-11 Live Oxen 3522 5807 9329 38 62
Apr-11 Live Oxen 3619 o211 12830 28 72
May-11 Live Oxen 2456 11017 13473 18 82
Jun-11 Live Oxen 1196 11217 12413 11 89
Jul-11 Live Oxen 8179 11380 19559 42 58
Aug-11 Live Oxen 5891 11232 17123 34 66
Sep-11 Live Oxen 6794 13568 20362 33 67
Oct-11 Live Oxen 3021 2488 5509 55 45
Nov-11 Live Oxen 2872 6730 9602 30 70
Dec-11 Live Oxen 1909 12693 14602 13 87
Total 47433 105689 153122 31 69

Sources: World Food Program Metema Yohannes Data Rerd Centre, 2011.
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Figure 7 Legal and illegal export cattle in the yea2011
Sources: World Food Program Metema Yohannes DatarB&€entre, 2011.

The study conducted by International Livestock Rede Institute (ILRI) on the analysis of the Ethio-
Sudan Cross-border cattle trade in the case of Amilegjional stated that the volume of legal cattle
export is estimated to reach close to 40 thousatiteaén 2007. The legal export operates only tgrou
the border town of Metema Yohannes. The marketesbiihe illegal cattle export was estimated to be
50% in 2005, but increased to 60% in 2006 and peeted to remain the same in 2007. Hence, by the
year 2007 the percentage of legal and illegal tiatiéo-Sudan border via Meema was reached 40%
and 60% respectively. This study confirmed thataisie 9 about the legal trade and table 10 about
illegal trade. There was low volume of trade ie grear 2009 which was exported in the legal route
where as on the contrary on the same year figuaésd indicated that there was high live animal
export in a illegal way. However, as the aboveddl® table 11) indicated that in the year 201halo
47433 and 105689 illegal and legal with the totah=f 1531220xenwere correspondingly exported
to Sudan via Metema. Now, the above figure reflatte that the illegal share of cattle export redlic

from 60% to 31% .It may give some kind of clue ttra illegal cattle export become decreases from
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time to time in comparison with the result obtairfemin ILRI in the year 2007. The result obtained
from the group discussion and the individual iniemw had reinforced that as if illegal export fEatt
trade becomes decreases from time to time. Acogtdinthem, the reasons for this might be due to the
reduction of cattle stock in the supply areas al agedue to tight control of the illegal sidesaaittle
export by the government and awareness risingdrsithe the community participates in the illegal ca

Legal and illegal export cattle in the year 20Elé&kport trade.

4 .5.2. Conduct of cattle market

Market conduct refers to the patterns of behavtbat firms follow in adopting or adjusting to the
markets in which they sell or buy (Bain, 1968)this report conduct of the cattle market is analyze
in terms of the traders’ price setting, purchasing selling strategies

4.5.2.1 Traders price setting strategy

The method of price formation is critical importané&bout 15% of the sampled traders set purchase
price themselves, 10% of them reported that théteps set by market, 75% of the traders set grice
negotiation. This indicates that the cattle traderd sellers had significant role in price setting.

On the market day, in the daytime, farmer tradexs assemblers collect cattle from farmers directly
or through their broker and put their collectingas after paying the payment. The assemblers also
collect cattle from farmer traders once the prieg@ By the market. According to the sample
respondents, the price of the cattle differs adogrdio the cattle type and their performance. Hence
Oxen and bulls are more expensive than cows aridrbeind at the same time well fatten ox sold with
the higher price than the medium. There are namméb rules set by the traders and the producers not
to sell the cattle above and below the set price.

4.5.2.2 Traders purchasing strategy

The exporters are very active and about 75%, 158618@6 of their supply is from collectors, farmer

traders and from the producers respectively. Fafimaders and collectors are highly mobile and they
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purchase from different markets in a week. On ayerane trader in 2011 visited more than one
market per week in local and woreda markets. Theoe&rs visited the primary and secondary
markets when the export trade become conducive.

During this time, about 50% of the exporters pusehdirectly without median brokers, 25% of them
purchased through brokers, and the rest of tradamught by combination of direct purchase, through
commission agents and brokers. Brokers were veppitant exporters at the time of purchase.
4.5.2.3. Traders selling strategy

Brokers are not equally important to all farmerd#es, collectors and exporters at the time of sell.
About 50% of the exporters use the service of mokéthe time of sale especially in terminal marke
About 40% of them reported are personally in charfggale and the rest 10% of them sell through the

combination of the two methods.

4.6 Marketing Costs and Profit Margins

4.6.1. Estimates of marketing cost by actor

Table 12 indicates different types of marketingtaedated to the transaction of cattle by Farmers
traders, Collector (assemblers), and Exporters. Sthecture of marketing cost revealed that cost
increases from farmer traders to Exporters in atiogrorder. This is due to more time need to wait t

sale at the terminal market as well as need to tfagecattle by transport and loading and unloading

costs. Thus, Exporters relatively incur highest obsll other traders.
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Table 12: Market cost for different Market agents @irr)

Cost item Farmer'den collectors/assemblers Experter
Forage 100 1000 1000
Medicine - 100 80
Warding 80 400 250
Brokers 40 80 100

Tax 20 - 480
Transport - - 200
Telephone 50 100 100
Loading and unloading - - 400
Total cost 290 1680 2510

Source: from Group discussion, 2012
4.6.2 Marketing margins

Marketing profit of traders is summarized in Tah2 Market cost, purchasing and selling price and
market Profit has competed for channel 1 only. Base this, Profit obtained exporters was higher
than the farmer traders and collectors/assembldrs. profit was made possible due to the selling
price obtained from the terminal market was thénbagj among others.

Table 13: Average market cost, average. Purchaseipe, average selling price and profit margins

Price Fariadrader collectors/assemblers  xpdgters
Average Purchasing price 3514 4000 6000
Average market cost 290 1680 2010
Marginal profit 196 320 905

Source: individual interview and Group discussi&il 2
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Chapter V

5. Conclusion and recommendations

5.1. Conclusion

This study presents the determinants of cattle Igyugpd the role of Ethio-Sudan cross-border trade
based in the case of north Gondar zone of Amhaiiana regional state. The study employed both
descriptive and econometric approaches used dagxraged from both primary sources (using a pre-

tested questionnaire, FGDs and KlIs) and secorstaces.

The major social, economic and demographic chaiatits analysed using’ /t-tests. The result
obtained from descriptive analysis, educationakbeaund of the sample household heads is believed
to be an important feature that determines theimead of household heads to accept new ideas and
innovations. So, Educational level of the sampledetolds is concerned 46%, 18%, 17.5% and
16.5% are illiterate, Read and write, Primary aedosdary correspondingly. The chi-square test
indicates that there is a significant contributitan supply cattle to the market as the participant

educational level increases at 1% significancel levéheir education

Resource ownership is characterized in terms afecaixen and land owned by sample households.
The sample survey result indicated that on an geetiaose who were participated in cattle supply to
market were owned 5.3, 31.6 and 1.95 oxen, land{hd)cattle respectively. This result indicates tha
participants in cattle supply more holding thaneothon-participants. On top of this, the chi-square
result indicated that there is statistically sigraht contribution for cattle supply to the markiebse
who participated in credit than the non particigaoreover, result reflected that the participants
‘who have extension contact, large family sizecess to market price information out strips than-no

participants on cattle supply market. Thereforee tlesults indicates that social, economic and
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demographic characteristics are determinant factors variables to enhance cattle supply to the
market

The main determinants participations on cattle supgarket were an analyzed using heckman two
stage procedure, which allows to independentlyrdeteng the factors affecting market participation
and level of participation. From the hypothesizeédl determinants of market participation, three
factors, namely total number of cattle owned, nunifesheep owned, and access to development
agents were found to be the determinarftparticipation. Whereas, the level of market jggoation
(number of cattle sold over a year) was signifigadetermined by the total number of cattle owned

per household (positively), and total numbers aflfpg owned and size of land holding (negatively)

Three different markets types namely primary, Sdaoy and terminal are exists in the study area.
Eight market channels ranges from producers to itepo are also subsumed under these markets.
Quantity of cattle passed through different marigetagents from farmers to consumers/ importers.
Actors participating in cattle markets also rangerf small farmers (producers) and local assemblers,

to cooperatives, consumers, butchers, agents (t&)okeg wholesale traders, exporters, and impsrter

Both legal and illegal cross-border cattle tradstesys operate along Ethio-Sudan border via Metem
Wo reda.The legal cattle cross-border trade started in Ddes 2004, after the cross-border trade
agreement between Ethiopia and Sudan was sighexious different studies on the market share of
legal and illegal along Ethio- Sudan borer via metewere accounts about 40% and 60%
respectively. However, this study result indicatieak the legal and illegal market shares were r@éch
about 69% and 31%. This result also supported bysf@roup discussions and different sector offices
working in the study area. SO, we dare to sayitlegfal cattle market system become decreases from
time to time due to the construction of the terrhmarket in the side of Ethiopia as well as intégda

stakeholders control on the illegal market.
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During this study illegal cattle market routes walso identified. Accordingly, the main outletsrfro
the Ethiopian side are Metema Yohannes, Abduralgli2g, Nefsgebeya and Shinfa(Tumet) and
Abrehajira, while Galabat, Tiha, Fazira, EndibiludeBerekete Nur are the most important entry points
on the Sudanese side. These routes must give iatteby the government in terms of policy

intervention and control.

According to the result of the study, the main esuf®r the development of illegal cattle tradeha t

study area are:

1) Lack of adequate modern market centres which csnsisdifferent components such as feed,
water, shade, etc leads to illegal cattle tradeough there is one modern market centre that
serving both as secondary and terminal for the at#lait does not satisfy the needs of the
community.

2) The lengthy of the natural boundary as well as mdxseof checking points across the entire
boundary except few points between Ethiopia andaBw&hcourages increasing the illegal cattle
trade at the border area between the two countries.

3) The existence of the illegal marketing system ghly associated with the behaviour of key actors
(temporary nature of export activity and lack ofaa@ness of the importance of international trade)

4) The illegal cattle marketing system is often chmared by financial constraint and this faces the
small holders in two ways>1to inter into the legal export system they havericial problems to
fulfil export license requirements anf'2 to join fattening businesses in the form of agn or
cooperative still money become essential.

5) The bureaucratic and extended nature of legal éxgocedure, inappropriate foreign currency
regulation, and the presence (for instance tdréglth certification requirement, etc) for cattiatt

go through legal route on the contrary, the absefdariff, health certification requirement, etc,

58



6)

7

8)

imposed on exports for cattle that go through tlegal route has positive repercussion for the
development of illegal trade.

Another cause for development illegal cattle trede associated with investment activities under
taking around the border areas. From the montldsioé to July investors (especially sesame) has
taken more oxen for the purpose of ploughing pas#imough customs office checking point.
After finalizing their ploughing activities the oménave exported to Sudan illegally.

Theft as the causes of illegal cattle trade hastioeed by respondents in group discussions into
two ways: in the first place farmers in the studgaahave similar nomadic life style and their eattl
waiting near to the border areas in search of gragswater. The cattle have been theft by the so
called Bandits and Salug and sold in the Sudan ehankd secondly, due to the fear of theft the
owners themselves motivated to sell in illegal way.

During the respondents group discussion the ppatts had also mentioned that any commodity
including cattle found within 15 km radius from Etpia to the border has been taken as illegal
commodity. On the contrary, farmers are living adibal border area and this makes difficult to
differentiate the legal live animals with the illdgone. We can conclude that the stakeholder

should give due attention to minimise the abovetoaad causes for illegal trade.

The results of the marketing cost, margin and pmfialysis indicates that farmers’ traders or local

assemblers incurred the smallest marketing coltweld by collectors or wholesalers. Exporters bears

the highest cost which was Birr 2510 per one ffipe profit of market participants varies among

different channels. Exporters obtained highest ipriof the channel than local assemblers and

wholesalers. However, it seems contradictory thatéxporters incurred more cost obtained higher

profit margin the reasons for this the exporterspsethe cattle more than a week in the terminal

market and could sell the highest price. Profitgives for all marketing agents are positive. Theref

we can conclude that the markets are operating qudfitable.
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5.2. Recommendations

Based on the findings of this study, the followmgasures have been recommended. Findings based
on descriptive and econometric analysis indicateg some variables such as educational level,
resources ownership especially, cattle, credit erténsion services, etc found to have positive
contribution for cattle supply to the market andum increase income both at the households level
and the country. So, institutional facilities swheducational, extension and credit servicesigedv

by the government in a sustainable manner in tha. ar

As this study result also indicated that the legad illegal market shares were reached about 626 an
31%. This result also supported by focus groupudisions and different sector offices working in the
study area. This implies that still considerablarshof illegal cattle trade reduced from time todi |
recommended that the stakeholders should work day iproviding awareness creation and workshop
for the concerned bodies as well as by designimgespolicy measures such as implementation of
cross —border policies.
In addition to the above recommendations:
* There should be tighter control on the illegalesahd supply levels to domestic consumption
and industries are to be satisfactorily maintained.
» the creation of policies and regulations enabtimg legal export sector to be attractive and
economically rewarding
* The review of existing applicable policies and dagjans and clearing any legal ambiguities
need to be the first action. Encouraging exporttrabattoirs is also advisable.
« | recommend also to development and implementatibmppropriate market information

supply system.
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Another cause for development illegal cattle trde associated with investment activities under

taking around the border areas. To minimize ttsk the investors should sign agreement with

Customs office when the time he took to bring biacthe original place.
Establishing exporters associations and coopegtiVhee livestock traders and exporters along the
Ethio-Sudan border are not organized in associstidwmaders and exporters associations could
facilitate communication with government authostegarding the difficulties being encountered by
the exporters. Associations could also help indig capacity and synergy of traders and exporters,
thereby increasing their bargaining power in tlreeétThe marketing and transaction cost of cattle
trade could be reduced significantly if small farmexporters could organize themselves and
collectively market their animals. Economies oflscas well as improved bargaining power could
result in higher benefits to exporters, in additiorcontributing to reduce illegal trade.
Streamlining the lengthy and bureaucratic expastess and custom clearance system. According to
the legal exporters, the livestock export procastoo lengthy and the custom clearance system is
bureaucratic. It is recommended that these isseesived due attention by concerned bodies and
streamline the process to shorten export timede@#tent possible.
Developing alternative markets and infrastruct@®ae of the major reasons why the lowlanders use
the illegal marketing route is the lack of altemmatmarket outlets. In the high livestock potential
lowland areas, supply is usually higher than lat=inand. Developing market centres appropriately
chosen to cater for the high potential livestockdoicing areas could reduce the use of illegal trade

routes. Additional modern cattle market centre toiction at Kokit Kebele is advisable.

The development of market centres should, howdegccompanied with developing infrastructure,
especially road networks. Establishing abattoird afaughter houses can also contribute to the

development of alternative local markets, if fouade feasible and profitable.
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Improving law enforcement and securifgisk due to theft and insecurity remains to berapartant
reason for forced livestock sales. Farmers are llysfiazrced to sell cattle at low prices when
confronted with the risk of losing their animalsedto theft. Improving law enforcement and the
security situation could contribute to the reductdd the illegal trade routes.

Currency regulation The current currency regulation system is advaragment system, which
requires exporters to deposit foreign currency teethey sell the animals. This system appears to
encourage the development of local black markefdorign currencies. It also makes exporters pay
higher prices for the foreign currencies than tffecial exchange rate. As such, it also contributes
the development of the illegal trade routes. | necend that a study be made by appropriate
professionals to evaluate the system and develppppate currency regulation system that best fits

the export market situation.

62



5. LIST OF REFERENCES

Aklilu Woldu and DR. Eshete Dejen, Ethiopia Sanit& Phytosanitary Standards and Livestock
Meat Marketing Program(SPS-LMM) Texas AgriculturBkperiment Station A & M
University System, The Supply, Marketing and Trafléve animals in the Amhara Region,
October 2009, Addis Ababa.

Ayele Solomon, Assegid Workalemahu, Jabbar M.A. Adrv.M and Belachew Hrissa, 2003.
Livestock marketing in Ethiopia: A review of strucé, performance and development
initiatives.

Belachew, H. and J. Eshetu, 2003. Challenges ambi@mities of Livestock Marketing in Ethiopia.

Proceedings of the 10th annual conference of theéfgitn society of Animal production
(ESAP), Addis Ababa, Ethiopia, pp. 34-36.

CSA, 2003. Ethiopian Sample survey Enumerataidis Ababa. 2(341). pp. 382-385.
CSA, 2004. Retail Price Indices, Addis Ababa43(2341p.

Demelash Seifu, 2003. Haricot bean exports, patteanket share, constraints and prospects: A study
in Ethiopia. M.Sc. Thesis Presented to the SchdoGmduates Studies of  Alemaya
University.

End market analysis of Ethiopian livestock and me&AID, published by ACDI/VOCA consultant
funded by USAID, may, 2010.

FAO StatDatabase. Elias Mulugeta, Berhanu GelstemeHockstra D and Jabba M, 2007 Analysis
of the Ethio-Sudan cross-border Cattle Trade: Ese of Amhara

FAO (Food and Agricultural Organization of the téai Nations), 1999-2005.

FAO (Food and Agriculture Organization), 1997. Agiture and food marketing management. Rome,
Italy.

FAO (Food and Agriculture Organization), 1999. LamdaVarkets: Improving the legal environment

for agricultural marketingAgricultural Services Bulletin 0OO0Rome lItaly.87p

FAO (Food and Agriculture Organization), 2003. Arsaé of the food consumption of

63



Getachew, B. 2002. Cattle marketing in West Shdw&c. thesis presented to School of Graduate

Studies of Alemaya University, Alemaya.
Granger, C.W.J., 1981. Some properties of timeselata and their use in econometric

Gujarat, Domodar, 2004. Basic of Econometrics,rfvad. McGraw hill Company, In. United States

Military Academy, West Point

IGNOU, (2009), Economics of social sector and Emwinent (MEC 008); Block 1, IGNOU, New
Delhi

ILRI (International Livestock Research Institut2R05. Initial draft report, Metema pilot learniniges

diagnosis and program design.

Israel, Glenn D. ( 19992), Determining sample siBgogram Evaluation and Organizational
Development, IFAS, University of Florida, PEOD-G\ksed April 2009.

Johnston, J. and Dinardo, J., 1997. Econometrighddis. 4th Edition, The McGraw-HillCompanies,
Inc., New York. 250p.

MEDaC (Ministry of Economic Development and Coopierg. 1999. Survey of Ethiopian Economy:
Review of Post Reform Development (1992/93-1997/88ylis Ababa, Ethiopia.

Mendoza G., 1995, A Primer on marketing channetsraargins. Lyme Rimer Publishers Inc., USA.
425p.

Model specification. J. of Econometrics. 16:12D13
Negaret Gazetta. 2003. Proclamation No. 318/2003.

North Gondar Finance and plan Department, 2004alRwuseholds socio-economic Baseline Survey
of 15 Woredas in Amhara Region, Reports of Redibireance and Economic Bureau, Bahir

Dar, Ethiuopia.
Regional State.

Tadese Biru Wodajo. 2010. A Double-Hurdle Model asfmputer and Internet use in America
households, Department of Economics Western Michiga University,
tadesse.b.wodajo@wmich.edu

Timmer, C. P., 1974. A Modal of price marketing giarin Indonesia. Food Resenen Institute studies.
13(2): 145-167.

64



6 Appendix
Annex 1

Analysis of household level market supply of catflde case of METEMA Woreda and N.Gondar

Zone. Farmers’ questionnaire. By Mengist Alemayeu

Questionnaire number:

Name of enumerator:

Date: / /

Part 1: Socio-economic Situations
1. Wereda

2. Name of Kebele

3. Name of Gote

4. Distance of your residence from the nearesket@enter in kms walking time  (minute)

and name of the market

5. Distance of your residence to the nearestldpaeent center in kms walking time (minute)

6. Name of household head

7.1. Age ---Sex --- Marital status 1. Single Married 3. Divorced 4. Widow
7.2. Religion 1.0rthodox Christian 2. Protestadt Muslim 4. Catholic 5. Other (specify)----

7.3.Educatiorievel 1.lliterate 2. Read and write 3. fatreducation 4. Religious school 5. Other

7.4.Age, sex & education level of family members

Name Age | Sex M=male| Education level. (useDid he/she participate in supg

code from Q.7.3) cattle 1=Yes 2=No
F=Female
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Part 2: Farming Experience,

2.1. Number of years since--------- started farming years

2.2. Types of activities and Experience

Activity

Did you participate i

activities 1=yes 2=No

n Years of experience

Annual income (Birr)

Crop production

Dairy production

fattening

Cattle export

Off farming

Non-farming

Part 3: Resource ownership and tenure
3.1. Current resources Ownership

3.1.1 Livestock ownership

Type of livestock

No owned in| No.
Jan.2011-Dec.2011 sold

of

Cash income fror
sold (Birr)

Estimated prici| Total value

of the unsold

Cows

Oxen

Heifers

Calves

Bulls
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Type of livestock No owned in| No. of| Cash income fror| Estimated prici| Total value
Jan.2011-Dec.2011 sold sold (Birr) of the unsold
Sheep mature
lamb
Goats mature
kids
Donkeys mature
kid
Horses
Mules
Poultry
Bee colony
Write ‘0’ livestock is not owned
3.2. Currently your wealth status comparing withess 1. Low 2. Middle 3. High
3.3. Total Land holding timad (in 2011)
1. Cultivatedarea  timad 3 Fallowland _timad 5 Others (specify) _ timad

2. Privat pasture land timad 4 Homestead _timad
3.4. Did you rent your land in Jan.2011-Dec.201%fes 2= no

3.5.1f yes, what was the rent?----- Birr for ---timad

3.6.For how long did you rent in the land? 1 ----timad for------- years
2--m-mmo- timad for---------- years
K timad for-------- year

3.7. Did you ever sale cattle? 1. Yes 2. No

3.8. If yes, what was the motive of selling tla¢tle? 1. To have more cash 2 purchase food grain

3. Purchase cattle 4. For holiday 5. For saaalices (weed) 6.Loan repayment 7. Tax payment
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8. Excess cattle
3.9. Did you rent out ox for plough in 20117 1=¢esNo
Bor

3.10. If yes, at what rent & for how long? timad, for ------ years

3.11 If yes in number 3.10, why?
1. Have more oxen to plow 3. Shortage of ldbglow 5. involving non- farming activities
2. Excess cattle 4. Involving off farming attes 6. other (specify)------
Part 4: Cattle/Bovine Rearing

4.1. Cattle/Bovine rearing Jan.2011-Dec.2011

Type of cittle Numbe No of animals | No of Price for | Price for | Rema
sold ex.trade | animals external | domestic | ks
sold trade trade
de..trade
1 Cows
2 Oxer
3 Heifers
4 Calve:
5 Bulls
Your cash crop relative to level of cash incomeprimary, | 1.
2=secondary and 3= tertiary) 2.
3.
4.2.What was your input for animal rearing & their stces in 20117
Type 1=Yes | Source | Amount Value 1=ACSI %*
2=NO (code)®* | borrow(bir | (Birr) 2=Bank
r 3= other specify
Credit/Loar
Forage: 1=Hay
2=o0pen grazing
3=stale grazing
4=Crop residuals
5=Factory by-products
6= other specify
From: 1 own grazing land 4. Factory b-produc
2 Common grazing land Sdarm land
3 Own hay land 6 Other (specify
4.3. What were the main problems of input supply?
Input Problem (use codek Problem
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1.Credi 6. quality

2.Hay 7. quantity

3.open grazin 8. Delay

4.Crop residua 9. Distant form residence
5.Factory B-produc 10. high price

Other (specify 11. Other(specify)

4.4. Did your cattle mature or ready to sale 0a?? 1=Yes 2 =No
4.5. If yes, how many times did you sold per yeari&the Year 2011?--------------- times
4.6. Did you use hired labor for animal rearin@011? 1=Yes 2=No

4.7. If yes, please fill the following table.

Activities Number of| Number of| Total number of Wage rate/Share Total
man  days| family labour | man days required | of produce payment
hired employed

1. Watching and wa

2. Watering

3. Hay collection

4.Crop residuals collection

5. take to the market

4.8. Did you fatten animal in 2011? 1=Yes 2 =No

4.9. If yes, number of months-------------

4.10. If you fatten, number of animal you fatteroaé time? how many times in year?
4.11. If you expected a better price, did you aeWhat you expected? 1. Yes 2. No

4.12. What are the problems (Limiting Factors) §at face from participation in fattening?

1. Lack of access to credit 2. lack of concerdrdforage 3. Market problem 4. Lack of knowledge 5
Others specify

4.13. Have you patrticipated in trainings and whavptes the training?
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S.N

Type of training

Participated | Provided by
1. Yes 2,No | Governmer NGOs
1. Yes 2,No 1. Yes 2,No

Provided
by others

1 Animal Management

2 Animal health

3 Price & market information

4 Fattening

5 forage

6 Other specify

4.14. Was there any change in the quantity (weigiml quality after training? 1.Quality increase,

guantity (weight) remained the same 2. Both qualitd quantity(weight) increase 3. Quality

remained the same, quantity (weight) increase 4ctiNmge in quality and quantity (weight)

4.15. If it increase in quantity (weight) & qualityupply & demand? 1. Increase proportionally 22 Th
same 3. Others (specify)-------

4.16.Which type of cattle was highly demanded bgrmearket area? 1 Oxen 2. Bull 3. Both Oxen &
Bull 4. Cow 5. Heifers 6. Both Bull& heifers

4.17. How was the trend of your cattle rearing nlgithe last 5 and 10 years?

For the past 5 yee

For the past 10ye«

Increased =

Decreased=0 2=similg

Reason (s) (us
rcode)'k

Increased =

Decreased=02= semild

Reason (s)
lrcode)'k

(us

Cattle reare

Yield (procuctivity)

Productiol

Price

Marketable surplt
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Reason:

1 increase/ decrease of extension service 9 Lack of hay 17 Drought

2 lack of grazing land 10 Decrease in supply 8 Atcess to credit

3Lack of labor availability 11Decrease in demand 19 decregseda (in crease in supply)
4 Lack of forage 12 Lack of water iBBrease in production

5 Increase in family size 13 increase in tax 21rdase in production

6 increase in price (increase in demand) 14 &blerweather condition 22 other (specify)---—--
7 Disease 15 Availability of labour

Part 5: Access to extension Services

5.1. Did you have extension contact in relatioodtile rearing in 2011 annual year?
1=Yes 2=No
5.2. If yes, how often the extension agent conthgtmu? 1.Weekly 2.0nce in two week 3. Monthly

4. Bi-annually 5. Once in a year 6. Twice in tlealy 7. Any time when | ask them

5.3. What was the extension advice on? 1.Al sefivieeding service 2. Cattle management 3.stale

grazing 4.Animal health 5. Forage preparatidatt&ning 7 other (specify)---------
5.4.Did you need creditin 20117 1= Yes 2 =No

5.5. If yes, Did you take credit as you requeste®d11? 1.=Yes 2.=No

5.6. How much did you take?---------- Birr

5.7. For what purpose did you take the credit 1plichase cattle (Oxen) 2. To fatten cattle 3.ltHea
4. Forage Purchase 5. To pay tax 6. To purchase doain forage7. Animal production 8.for daily
laborer 9. Other (specify)-

5.8.1f yes, From whom did you get credit? 1 Refati 2. Bank 3.ACSI 4. Friend 5. Traders 6. NGO
7. Kebele 8. Other (specify)---------
5.9. Cattle trade channel: 1. produeerfarmers’ trader— Exporter 2. Producers farmers traders

fattener» Exporter

5.10. Did you know both legal and illegal trade qadures? If yes, what are the causes and solutions

of illegal trade?-----------------=----=o-----
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Part 6 Market Aspects (2011)

Distance from you | To whom did Relationshipi | Percentag | Averac¢ | Advantage: | Terms of sale | Amount
Time of | Number | Where did you | home /minute you sale (agents, use code) share of e price | of selling to | (1= Cash un sold
sale sold sale (Market | required for walking| use code}¥® buyers (Birr/o | buyers(use | 2= Credit (stock)
use codelk Xen) code)® 3= both)%
Time of sale Where To whon:1 out sider trader Relationshig Advantage:

1 Immediately after
Mature

2 after a month

3 after 2 month

4 after 3 month

5 after 4 months

6 after 5 months

7 6-12 months

8 >12 months

1 Village market
2 Metem Yohans
3 Kokit

4 Gendawuha

5 Sudan

6 other specifyExporters

Fattening cooperative
Farmer trader

7. You don't know

1 The same religion
2 The same ethnic

Buchers 3The same origin
6. Gov't Organization | 4 Close relative
(specify) ------------ 5 No relationship

6 Meet socially
7 Other (specify)

1 Lesser transport cost
2 Give high price

3 Scaling fair

4 Reduce transport cost
5 other (specify)
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6.1. How did you sale your Cattle in 2011? 1. Ditecthe purchaser 2. Through commission
man to t he purchaser 3. Through broker 4. Dieeixporter 5.0ther (specify)------
6.2. On average how long did it take you to salarymattle? .1 half an hour 2. 1 hour 3.2
hour

3.3 hour 4. 4 hour 5. One day
6.3. What was (were) problem (s) created by broker2011? 1.Took to limited client 2
Charged high brokerage 3. Cheating scaling (wegdhdn wrong price (market) information
5. Others
6.4. What was advantage of broker in 2011? 1. lebyer easily 2. Helped to arrive at

consensus with buyer 3. Reduce transaction cosi ddvantage 5. (specify)---------
6.5. Did you face difficulty in finding buyers wheou wanted to sell? 1=yes 2= No

6.6. If yes, in Q 60 is it due to: 1. Inaccessipibf market 2. Lack of information 3. low price

offer 4. other (specify)---—

6.7. What did you do, when the Cattle you offeredhie market was not sold? 1. Took back
home 2.Sold atéo price 3. Took to another market on the same
day 4. Sold on other market day

5. Took to another market on another day

6.8. Who set your selling price in 20117 1. Yours2l Set by demand and supply 3. Buyers
4 . Negotiation 5. Other (specify)-----------

6.9. When did you get the money after your sale&s.$oon as you sold 2. Other days after
sale 3. After some hours 4. Other (specify)--—---

6.10. How did you transport Cattle from home torke#? 1. Vehicle 2.0n foot 3. Other
(specify)-

6.11. Did you know the nearby market price befare sold your cattle? 1=Yes 2=no

6.12. Did you know Sudan market price before yald gour cattle ? 1=Yes 2=no

6.13. How did you get information on supply, dech&nprice of cattle in other markets?

Use codek | Source of information (multiple answer is possible)
Supply 1 Other cattle traders 4 personal observa7 TV
Demand 2 Radio 5 Broker 80thers---1-
Price --
3 Telephone 6 News paper
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6.14. How did you qualify your source of infornoat? 1. it was reliable 2. it was timely

3. it was adequate 4. Other (specify)--------— —

6.15. What were your cost of cattle production Z011

Cattle rearing

Fattening

Birr

Birr

Price of forage

Cost of medicine

Cost of labour

Cost of oxen transportation

Interest rate on loan ( if you took credit)

Hired labour cost

Family labour cost

Other (specify)

Total cost

6.16 Did you face problem cattle in productionl amarketing? If yes what was the cause &
your suggestions to solve each problem?

No. | Problen 1=Ye: [If yes wha do you think was (were[ What is your suggestion to solve e:
faced 2= No the cause (s) of this problem? problem?

1 Forage supply

2 Medicine supply

3 Water supply

4 Shortage of hay

5 Disease (type o

disease)
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Loan repayment

7 Credit

8 Theft

9 Tax (double
taxing)

10 Price setting

11 Lack of demand
(market)

12 Scaling
(Weighing

Thank you!!!!
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