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Introduction

Pearl Millet is one of the four main cereals cultivated in Ghana in terms of area and yield, the others

being maize, rice and sorghum. The crop is mainly cultivated in the northern, upper east and upper

west regions of the country. The average annual production of the crop is about 155,000 tonnes with

an average yield of between 0.7 and 0.8Uha. However the crop is marketed over most of the country

as the consumption is in no way restricted to the main production areas. To establish the nature of the

millet trade in Ghana, some of the major markets in the northern and transitional zones were surveyed

to investigate the socio-economic background of the participants in the millet marketing system, the

organisation of markets and marketing channels. The survey also identified sources of supply, origin

of buyers, consumer preferences in terms of quality attributes and varietal differences, seasonal

variations in supply and prices as well information on market facilitating functions

Methodology

The survey was undertaken in the Northern, Upper East and Brong Ahafo Regions usmg the

Participatory Rural Appraisal (PRA) technique. PRA is a process of learning about rural conditions in

a systematic, informal, intensive and iterative manner. Informal discussions or semi-structured

interviews are conducted using a checklist instead of formal structured interviews used in

conventional questionnaire surveys (Nabasa et a!., 1995).

Discussions were held with a total of 150 traders including itinerant traders, wholesalers and retailers

Markets Visited

Market Location Description

Zebilla Upper East Region (Bawku Sub-urban / rural market organised on a 3-day

West District) cycle. A new market is under construction

Bawku Upper East Region (Bawku Sub-urban / rural market organised on a 3-day

East District) cycle. A new market is under construction

Tamale (Aboabo Northern Region (Tamale Urban wholesale market. Periodic market

Market) Municipality) organised on a 6-day cycle. A relatively

developed market with marketing facilities.

Techiman Brong Ahafo Region Urban wholesale market. Organised from

(Techiman District) wednesday to friday weekly. A relatively

developed market with marketing facilities

\



11 was observed that all the markets vrsitcd attracted Irnd ers from southern Ghana as

well as w nlun th iegrons. These markets are managed by the market 1l101111gcm nl

committees of the DIstrict Assemblies who are respon .ihlc for mfrnstru .Iurnl

Development of the markets. Market tolls/fees are charged 1'01' the use or covered and

open splice or on the vnlu of the produ c sold

The actual markcunu of null t is orgaruscd by :t lnrg army oj mdrvrdunl pnvalc

(rnders. who take the responsibihty of ensuring adequate and regular supply or mill t

10 cities and lIefl it rural areas. Co-orrlinntiou or their activities IS rather mlormnl,

cnch trudcr usuu lly ruuk uu; the IlcceSS(lry nrrangcme nts for an efficient -xccuuon or

his or h 'I' husmcs« No co-operative marketing approach IS practised uud there IS 111)

governmental control over volumes traded and pricing. The main participunts in the

mill'! marketing system included usscmhlers. comnussion agents. wholesalers.

r .Ia rlcrs and others who pcrtonn market J~lcdltatlng lun .uons such ;IS ('ITtiltor/Ill()Ill'V

lenders sta ll own J"';, trunsportcr-, and M( )f'-A

MOFA (PPMED) IS responsible [or murkct information Oil wholesale and rerarl

prices, and commodity movement

Assemblers (Itmernnt wholesalers): TIns group provides the must permunentlv

nvn ilable outlet for marketable surplus at the rural level und somcumcs provides

produ 'lion crcdn for Iurrn .rs-contractuat procurement with Iann 'n,'

The assemblers, who could he residents 01 outsiders, huy predominantly in' the

J~II'l11er" field or at the former's house and rural markets. Those who may not have

adequate knowledge or local supply and demand conditions employ the services or

buying agents. SOllie credible agents fire also given 'ash advances 10 Iarrluatc

purcha ·ing. An assembler Illrly buy up to 2t)Olxlgs or mill t d p ncill1g Oil aV:l1labillty

or suppl ies and capita I.

Cununixsiun Agl'uls: These do not lake till to the goods and theretore JI) nut heur

any marketmg nsks. but buy or sell on b rhulf o l the traclers [or a fee {I ()()()-2iHlii

cedis/bag). They SOl1l tunes make extra mon y when millet I' bought or sold ubovc

111 price agreed upon with owners. AI Tcchimnn market, the agenls OWIl sloles alld

therefore take custody or grains form asscrnhlers and sell.



,
They also run a small trade 01' their own <Inti may use their .xp nenc gamed as

agents to set up us independent wholesalers. Majority or the commission agents are

men.

'Viani -snlcrs: These sell 111 bulk to oth r visiting wholesalers 01 to I ctuilers. They do

not rush 111 sellmg because they hold large stocks using their own storage facilities to

ensure nvni lubrlity throughout the year and most nnportnntly 10 get nurncuvc plil'l'S.

Sometimes grllllls arc treated and store I for a rnaxrrnum of I year. At the Tamale and

Techimun markets lor instance. most or th grain wholesalers are III n.

Retailers: These arc permanent traders whose acuvrucs arc restricted to local

markets. 'I'll 'y sell III small qunntiu Ii 10 consumers 111 howls (a howl or millet IS about

I g). Th y may sell lip to 20 bags depending on the locauon 11l1ddemand con htiuns.

They usually hire a store for keeping unsold grains at the end of each marketing

activity.

Trunsport: Transport IS un Important marketing facility lurking production .cntres to

consumpuon centres. It WDS observed that traders make prior lrunsportunon

arrangements with tran porters for commodity movements between markets. 'lite

reluuonslnp between traders and transporters could be descnb d as healthy. Traders

do not accompany their goods however; pnckaging materials are marked for

ide ntif .auon purposes. Sorneumes transportation .osts ur horne hy truck owucrs ;111d

payment mude niter sales. The dnvcrs mutes uo loudtng and uulo.uluu; It IV:lS

revealed that head load. push trucks. donkey carts, bicycles and tractors arc used to

transport grains from the farm gate to the assembling poinl for on ward transportation

by truck service to urban markets.

Distribution c/UlIIlIe/S

The survey revealed !hnl a Jew producers market their produce to lh· 1'111<11

consum r drrectly on the lucul markets. Most produ .ers d pend on ih ' complrx r lunn

Ihn t begins lrom the Im m through various mterrn d lane before rcnc h II1g the Imul

consurn 'I'. Marketing or millet involves two or 1110re wholcsul rs due Ln the storululity

nature of the couuuo htv, thus making rnarkeung costly.



The first I 'vel wholesaler (assembl '1') sells 10 the second level whol saki who lIsu:t\ly

links different markets especially. sub-urban markets III urban wholesale markets. For

mstance. there were wholcsal rs who operated between Bawku/Zebillu un I

Tumulc/Teclumun markets while others linked Te '1nmun/Tnrnule markets lu

wholesale markets 111 southern Ghana (Accra. Sunynrn, Cape Cousl, Sekondi

Tukorndi. Tarkwa. Obuasi. Mankessirn. etc. etc.). Movcrn Ills ofth .se wholesalers are

uuided hy price signals and supply availability uilormahon nven hy MOF/\. ,lgenh nl

hy VISltll])!, the nuirkers th mselvcs, Millet distribution outlets arc 11I"':.;el1l·11he low

Seusonal variation ill supplies (111(/prices

Seasounluy IJ1supply IS refl -cted m pn mg. Unlike maizc.ovhich rs plant I t\yIlT 111

a year. null I .ultivation is 1II1111l0dal with hurvcsunz dune only pnc(' a vcar. Farlv

rrnllel is harvested in October-Novernb I' while late millet i,' harvested ill Junuarv-

Fcbruury depending 1)11 tile rarnfall pall .rn. Stock" are held ror stable supplv

throughout the year, cspcciullv at Ihe market lcvr l, lunn level storage IS Illite

1111111111aldue tll urgent cash n .cds by lurmcrs. Thus supply on the marl ct alt 'I' the

hurv 'sting season is highly controlled by traders. Peak price occurs in June-July when

other :-.tilpl 'S art's arc on the market whil low prices are rrgisten'd in the ha: v 'stili/.'.

pcuud. It wns renlised that the individual farmer generally sells quantltle'.-, tlwt ale

msufficrent to influence the level or pri .e ruling In any purh .ulur market, Ih ~

individual farmer is a price taker. Details of price varintions would be .dis .ussed later,



Utili 'C I'll,

ssernbl rs

1
Commission agents

Cnusuurers/Ioud vendors/feed industry

Millet Distribution channels
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C r ndir g and Stundnrtlisntinn

There IS lack of stundurdisntiou. 'n:ld\l1~ and unilorrnity 111 wciuhts and III 'U5111TS. II

was observed that measurement is by volume and the unit of measurcm .nt cornrnonlv

used If; the /wko bowl. However, the size or koko bowl is variable, a bigger sized-

howl with all 'ann wall' IS used at th rura] markets while smaller size l-huwl IS used

lit the retail level. Th averag /(0/((1 bowl weighs about 2kg.. Also, t III lru m gat·

level traders buy grains with old sacks, which weighs about 120kg but resell wrth new

sacks. which contain about I09kg [It the urban market. There 15 no price diff rcntiul in

terms or van 't tcs.

Quality attributes

Some 01" th quality attributes .onsidvrcd when buying grums include level ol'

impuriues and degree or dryness, PI' 'S nee or moulds and powdery substnn ·CS, srI' or
grrun and S0ll1eII111('S seed colour depcndmg on the utilisnuon purposes. Usually. the

quality or hagg d grain IS d terrnined hy sampling for close cxnminntion U mg a

spatula (populnrly termed as shocker).

Fln ancing

Mnjoruy ot lh traders 1'1I11111 murk .tmg acuvuies from their own I"(,SOUle s,

moneylenders and Iinanciul support from relatives. Some also relied on credit

purchases llnd Oldy few had ussistuncc from the formal financial sector

Constraints

Wenkness inherent III the murketing .huin include the following:

Lack or pro) cr physical racditi s 111sum markets

lnad CIliate stor» IC Incilitics

lnadequate credit facilities for marketing

Lack or uniforn Ity in weights FInd measures

l.uck of stundardisauon OJ graduu;

IIII,!!l cost or trnnsportnuon



Conclusions

The nature of millet marketing in Ghana is very similar to that of other local cereals. Traders

involved are either wholesalers or retailers with commission agents that buy and stock grains on

behalf of traders for a fee.

There is price fluctuation which depends mainly on the size of the harvest and the time of the year.

There is a lack of standardisation, grading and uniformity in weights and measures. No formal credit

facilities exist in the trade and the majority of traders finance their operations either from their own

resources or obtain credit from money lenders or from family members.
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