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End of Mission Report of the Marketing Specialist, 8" March 2004
INTRODUCTION

The Mid Term Review mission commented that TA “should not be for report preparation
but for hands-on professional support’ therefore this report has been made brief. Within
this report references are made to several documents that the Consultant has produced
during his input and they are included as appendices to this report.

INPUT

In compliance with the contract the Consultant provided a total input of 3 months (90
days). This was split into two periods:

(a) 23 November to 22 December 2003 inclusive (30 days);
(b) 9 January to 8 March 2004 inclusive (60 days).

Note that a break was taken over the Christmas/New Year period, but travel days at the
start and end of this break to and from the Project have not been included in the above
input.

ACTIVITIES
The Consultant addressed the Terms of Reference (see Appendix 1) as follows:

TOR#1: Study UDP’s barangay internal assessment document, the MTR mission report
and other relevant UDP documents such as the recent exit report of the Agri-business
Specialist, for orientation of the status and prospects on marketing and enterprise
promotion in UDP areas at present and confirm this by checking it in the field.

Result: The Consultant studied UDP documents, including those listed above, and
confirmed the status and prospects with field checks. Field visits were made as follows:

PPO1 - Two visits
PPO2 - Two visits
PPO3 - One visit
PPO4 - Two visits
PPOS5 - Three visits

Appendices 2 — 6 record the Consultant’s notes taken during field trips with specific
comments and recommendations.

TOR#2: Based on the above findings recommend on approving the on-going activities of
the component in UDP areas with emphasis on its sustainability. In particular:

(a) Assess the capacities of marketing personnel in UDP, specifically the LGU
employed staff, the Market Point Persons (MPPs) in respect of farmers getting
access to better markets through establishing sustainable linkages with
institutional buyers/market matching and recommend programmes for further
strengthening of the MPPs capacities during the remaining programme period.

Result: The Consultant can confirm the reports of other consultants' which found

' For example, see the End of Mission Report of the Marketing and Enterprise Development
Specialist prepared by Tom Cunningham, April 2003, page 1 which states “Many of them [i.e.
the MPPs] have no background in marketing and little or no training in marketing and
enterprise development”. “Most MPPs perform a variety of other functions. Most estimate they
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the MPPs to be weak in marketing development and only able to commit about
one day per week to UDP activities due to having other responsibilities within the
LGU. The capacity of the Agricultural Technicians was also found to be low. UDP
has recently started implementing a special project aimed at developing the
capacities of extension staff including Barangay Extension Workers (BEWSs).

In a draft memo dated 20 February (see Appendix 8) the Consultant expressed
his professional opinion that the marketing development tasks originally
delegated to the MPPs would be better contracted out to specialist organizations
that provide Business Development Services (BDS). During the UDP
Management Committee meeting of 20 February 2004 actions were taken to
initiate a process of contracting out enterprise development activities. A draft
framework and TOR for contractors were presented for consideration by the PPO
management teams. At the time of writing this report, the TOR were being
revised, potential contractors being identified and existing and potential
Barangay-based enterprises were being selected.

In the past, the MPPs have also been involved in providing Entrefarm training,
but it has now been decided that this training would be better delivered by
external contractors accredited by CEFENET to provide such Entrefarm training.
At the time of writing this report, preparations were being made to implement this
approach.

Facilitate/design a directory of services relevant for marketing and enterprise
development in Southern Mindanao.

Result: A part of the process of contracting out Entrefarm training and enterprise
development activities is the identification of providers of Business Development
Services. This was being done at the time of writing this report. When completed,
UDP will have a list of BDS providers and their profiles which could be included in
a directory and shared with the LGUs. Compilation of the directory could be
completed during the Consultant’s second mission proposed to begin in April
2004 pending approval of the 2004 Annual Work Plan by the EC Delegation.

Facilitate/design a directory of buyers of upland produce.

Result: A directory of produce buyers was previously developed and included in
an earlier version of UDP’s MIS system; however the directory has not been
included in the latest version of the MIS. The international TA for developing the
MIS is due to join the project in April 2004 and that will be an appropriate
opportunity to review the possible inclusion of the directory of buyers into the
UDP and LGU MIS systems. However, the Consultant suggests two alternatives:

= Prepare manuals for individual products which will contain all necessary
information for that product including details of buyers of the specific
product covered by the manual;

= Coordinate with the Market Promotion and Development Division of the
Agribusiness and Marketing Assistance Service (AMAS) of the
Department of Agriculture which already has an existing “Local Buyers
Directory” that is published on the Internet and also in hard-copy. Since
UDP is executed by the Department of Agriculture it seems logical that
UDP could provide details to AMAS of buyers not already included in the
directory; this would avoid duplication and result in a single and more
comprehensive buyers directory.

spend 25% of their time on marketing related activities”.
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(d) Check/improve design and facilitate regular updating of the upland produce
inventory.

Result: The upland produce inventory was found to be out-of-date/incomplete.
The Consultant’s professional opinion is that in theory the directory is a nice idea,
but in terms of practical realty the costs of maintaining the inventory and making it
effective (e.g. disseminating the information to potential buyers or other end-
users) are probably not justified; it would be just another task to burden the
already overstretched human resources and would therefore most probably be
neglected.

(e) Jointly with UDPs MIS and GIS Specialists facilitate the installation of these
databases in the LGUs’ MIS/GIS.

Result: It is intended that this activity will be discussed with the TA that is
expected to revise the MIS in April 2004.

TOR#3: Evaluate UDPs efforts in training upland farmers in farm business development
following a farm plan through CEFE Entrefarm courses and recommend improvements
where needed.

Result: Interviews with farmers who had already undergone Entrefarm training, gave
feedback which overall was positive. However interviews with other farmers who had not
attended the training indicated that they felt the training programme required them to
spend too much time away from their farms. Apparently it was for this reason that in
several provinces the MED Specialists had decided to reduced the original 5 day course
to just three days. However this has meant that the shorter training is less thorough than
the original version developed by CEFE. A better solution would be as was suggested in
the End of Mission Report of the Marketing and Enterprise Development Specialist of
April 2003 (page 11) to apply the principal of what he called “spaced learning”, i.e.
splitting the course into smaller sessions that could be spread over a number of weeks.
This approach is already applied in the case of Farmer Field Schools and has already
been practiced by PPO1 for Entrefarm training. Besides not requiring farmers to spend
long periods away from their livelihoods, it would provide opportunities for farmers to do
“homework”. For example, trainees could be asked to prepare actual information relevant
to their own farms and bring it to the next training session for incorporation in training
exercises; this would make the training more practical and relevant to their actual needs.

In the past, most of the Entrefarm training has been provided by MPPs from the LGUs
and by MED Specialists from the PPOs. Due to problems of high staff turnover in the
LGUs, not all of the present MPPs are accredited by CEFENET. It is also suggested that,
due to their weak background in marketing and business, most MPPs are not well
qualified to provide Entrefarm training. In the case of MED Specialists, their limited time
would be better spent organizing and monitoring the provision of training by contractors
rather than actually giving the training.

At the time of writing this report, the PPOs were in the process of planning Entrefarm
training for 2004. They had already been advised to contract CEFENET accredited
organizations to provide the training and to consider applying the “spaced learning”
approach.

TOR#4: Assess the status of UDP supported off-farm enterprises, their impact on upland
development and recommend on how to expand off farm activities relevant for upland
development.

Result: During field visits to the provinces, a number of enterprises were visited and
rapidly assessed by the Consultant. Findings and recommendations are recorded in the
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field notes which are presented in Appendices 2 - 6.

Appendix 8 presents the Consultant’s recommendations on how to develop crop-based
enterprises.

TOR#5: Study the scope of establishing fruit and vegetable processing facilities relevant
for upland farmers and recommend related activities that can be implemented within the
scope of UDP.

Result: In general the Consultant suggests that processing of fruit and vegetables is not
an appropriate activity for most upland farmers. In support of this opinion, Dixie in his
book “Horticultural Marketing” describes eight common mistakes in horticultural
marketing of which one of the mistakes is to recommend “food processing to utilize
surpluses”. The book (which can be downloaded from the Internet at
http://www.fao.org/waicent/facinfo/agricult/ags/AGSM/76.HTM) gives reasons why this is
often a mistake. A UDP-assisted enterprise, the San Isidro mango puree producers
group, highlights one of the problems described by Dixie: In order to improve the quality
of the puree, an NGO has recommended that the group should invest in a pulping
machine. In order to recoup the relatively high investment they will then need to operate
the machine at close to maximum capacity, but this will be difficult due to the seasonal
supply of mango fruit.

Of course, there are cases where processing might be feasible, but generally speaking
the public resources required to develop these opportunities could be more efficiently
applied for greater returns elsewhere.

The project preparation report indicated that “processing” could be as simple as shelling
corn cobs or hulling coffee; these types of activities are far less sophisticated than
processing fruits and vegetables where issues such as hygiene, shelf-life, packaging and
labeling are beyond the capacity of most upland farmers to tackle without intensive
technical support.

Further comments on this topic are presented in Appendix 8.

TOR#6: If time allows, give recommendations on the scope of marketing of organic
produce from upland areas.

Result: So far, the Consultant has not made any specific recommendations on the scope
for organic produce; some general comments on organic agriculture were made in a draft
memo (Appendix 10).

There is a worldwide growing demand for organically-grown produce as consumers
become more concerned about the use of chemical inputs in agriculture. According to a
report by the UN'’s International Trade Center (2002) it reported retail sales of organic
foods and beverages in Japan, USA and Europe to be worth US$17.5 billion in 2000 and
US$21 billion in 2001 with medium growth rates estimated at 20% per annum. Clearly
there is a market opportunity.

Experience elsewhere indicates that commercial farmers who grow organic produce
often achieve lower yields, but because they typically incur lower costs and sell for higher
prices, net incomes can be equal to or higher than for conventional produce. If profitable
markets for organic produce can be identified or developed then UDP may wish to
consider encouraging and assisting farmers to supply those markets. However, it seems
that in some UDP areas, UDP personnel are encouraging farmers to farm organically
even when the farmers’ customers do not demand or pay a higher price for organic
produce. In these cases the farmers’ incomes may be lower than they would otherwise
be if they were to use conventional inputs. This does not appear to be a sensible strategy
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if one of the aims of UDP is to increase farmers’ incomes.

If UDP wishes to encourage farmers to produce any product, including organic fruit and
vegetables, then it is recommended to first identify a market for that particular product.
So far, the Consultant has not seen any formal market research undertaken or
commissioned by UDP to identify markets for organic fruit and vegetables.

Note that an FAO report on “World markets for organic fruits and vegetables —
opportunities for developing countries in the production and export of organic products” is
available in the PMO. However, the opportunities for UDP farmers to export directly are
probably very minimal. It would be more realistic to explore opportunities to supply local
exporters. For example, two potential buyers of organic bananas have already been
identified: MOVE Inc/ATJ and Nader & Ebrahim s/o Hassan Bahrain (both based in
Davao City). In the case of the latter company, they do not require strict organic produce,
but rather bananas produced with minimal chemical inputs. At the time of writing this
report activities were already underway to explore possible collaboration between these
two companies and UDP farmers; see for example, the Consultant’s report on a visit to
Compostella Valley to seek a potential UBA to produce Senorita bananas for Nader &
Ebrahim (Appendix 11).

Internationally there is growing demand for organic coffee and organic chocolate. UDP’s
recent move into Davao del Norte might call for exploration of potential markets and
identification of buyers for organically-grown cacao.

Study Tour to Luzon

The Consultant accompanied the team of MED Specialists on a study tour to Luzon. A
report is presented in Appendix 13.
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Appendix 1

Terms of Reference: Marketing Specialist (linking, design, small business)
Background

The Upland Development Programme in Southern Mindanao (UDP) aims:

= To develop and test a replicable model for sustainable management of the
natural resources in the uplands of Region XI and Region Xll and

= To enable upland communities to address their subsistence needs and to
produce new marketable surpluses through sustainable market-led production.

The main financiers of the Programme are the Government of the Philippines (GOP) and
the European Commission (EC). UDP is implemented under the responsibility of the
Department of Agriculture by selected upland communities assisted by Local
Government Units (LGU’s) and Partner Financial Institutions (PFI's) such as Rural Banks
and Cooperatives. The Programme will cover about 500 sitio’s, 120 barangays, 30
municipalities and 5 provinces. The number of farmer beneficiaries is planned at about
10,000. At present UDP operates in nearly all selected areas albeit at different degrees of
implementation. LGU’s, PFls as well as the beneficiary communities also contribute
considerably to programme implementations.

Tasks of the Consultant

1. Study UDP’s barangay internal assessment document, the MTR mission report
and other relevant UDP documents such as the recent exit report of the Agri-
business Specialist, for orientation of the status and prospects on marketing and
enterprise promotion in UDP areas at present and confirm this by checking it in
the field.

2. Based on the above findings recommend on approving the on-going activities of
the component in UDP areas with emphasis on its sustainability. In particular:

(a) Assess the capacities of marketing personnel in UDP, specifically the
LGU employed staff, the Market Point Persons (MPPs) in respect of
farmers getting access to better markets through establishing sustainable
linkages with institutional buyers/market matching and recommend
programmes for further strengthening of the MPPs capacities during the
remaining programme period.

(b) Facilitate/design a directory of services relevant for marketing and
enterprise development in Southern Mindanao.

(c) Facilitate/design a directory of buyers of upland produce.

(d) Check/improve design and facilitate regular updating of the upland
produce inventory.

(e) Jointly with UDPs MIS and GIS Specialists facilitate the installation of
these databases in the LGUs MIS/GIS.

3. Evaluate UDPs efforts in training upland farmers in farm business development
following a farm plan through CEFE Entrefarm courses and recommend
improvements where needed.

4. Assess the status of UDP supported off-farm enterprises, their impact on upland



End of Mission Report of the Marketing Specialist — 8" March 2004

development and recommend on how to expand off farm activities relevant for
upland development.

5. Study the scope of establishing fruit and vegetable processing facilities relevant
for upland farmers and recommend related activities that can be implemented
within the scope of UDP.

6. If time allows, give recommendations on the scope of marketing of organic
produce from upland areas.

7. Any other prioritized assignment by UDP Co-directors

Duration and Period: Three (3) months from November 2003 to February 2004



End of Mission Report of the Marketing Specialist — 8" March 2004

Appendix 2

Notes on Visit of Eddie Vernon, TA MED Specialist, to ComVal, PPO1, from 14 — 16
January 2004

Findings Comments/Recommendations

New Bataan. Meeting with Samuel Bacaro, The coop is working, but is still weak. UDP
Chairman of UBA Mapaso and Chairman, and needs to strengthen the coop and help it
Bonifacio Algodon, Manager of MASBAFAMCO | expand in terms of members and economic

(a co-op marketing cardava bananas). Formed in activity (i.e. generate more income).

2000 and legally registered with CDA in 2002, the | Since the coop is lending money to farmers, is
coop started with 29 members, but now has 42 there potential for the coop to become a
members growing 32 hectares of cardava banana “partner” with RFS?

and supplies 15 — 30 tons/month to 2 chip factories | There could be scope to help the coop become
in Tagum City. Prior to UDP intervention the coop | involved in bulk purchase of inputs like tissue

sold only 10 tons/month. The enterprise was Mr culture seedlings, seeds, fertilizers, etc.
Bacaro’s own idea; previously he was a trader of Perhaps the coop could provide production
bananas but decided that by forming a group he loans to farmers?

could consolidate large enough volumes to sell Since members also grow coconut, perhaps
directly to the factories and achieve higher prices. they could become involved in adding value to
Prior to formation of the coop. the LUG provided copra through improved drying/quality (see
seminars for “education/ownership” to inform idea of Ike, PPO4, to link with Cargill in notes
members about their roles, responsibilities, etc. on Sarangani visit).

UDP has since provided seminars in marketing, More training should be provided to
management, book-keeping, networking and strengthen the business skills of the managers.
follow-up training in Entrefarm. The possibility of the coop paying a salary to
The coop does not actually take ownership of the BEW who should be helping members to

bananas. Users of the coop’s service have to pay a | increase productivity should be given serious
service fee of P0.10/kg. Asked what was the total consideration. This would partly depend on
income of the coop for the last financial year which | the coop reaching a “critical mass” whereby
ended November 2003, the managers were unable | income is sufficient to be able to pay the

to answer. This indicated either poor book-keeping | management and the BEW who would then be
or lack of transparency. They said the income was | better motivated to help the coop grow bigger.
loaned to members at a rate of 7% per month. The
managers are not paid any salary; they said they
benefit from the higher price paid for the bananas.
It is interesting to note that Samuel said the price
paid was P3.8, yet farmers in La-ak who sell
individually to traders at the farmgate were
claiming P4/kg.

The coop had no plans, targets of projections of
future sales. Fred suggested that they need more
training in enterprise management and suggested
they should publicly display the coop’s accounts on
the wall of a community building.

Consumer Coop: The UBA is planning to The idea of the community operating their
establish a consumer coop as suggested by the own shop in order to keep money within the
marketing specialist of the Mid-Term Review community sounds good in principle. But
Mission in September 2003; they had carried out a | without surveying the consumers it should not
focu group discussion with this UBA. be assumed that the enterprise will be viable.
They planned to build a store for P200 using their For example, despite the higher cost of

own materials and labor. The operator would be individuals traveling to New Bataan to do
paid 10% of the net income of the store. Supplies shopping, it is possible that they may go for
would be purchased from the main town of New other reasons, i.e. they don’t just buy soap and

Bataan Skm away. They had not done a feasibility | salt, but also go to the post office, or

study or surveyed demand among local consumers. | pharmacy, go see a friend, or just “escape”
The UBA requested financial assistance (a grant?) | from village life, etc. A survey of consumers
from UDP to build the store. will help determine what amount and kinds of
products the consumers believe they would
actually buy from the store. Some simple
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calculations, (based on volumes, buying and
selling prices), could then help to determine if
the venture is viable. (If the sales volume is
too small, the operator may not receive
enough income to make it worthwhile).

If there are other UBAs interested to establish
a community store, ideally someone in UDP
should develop a standard survey form that
each UBA could use to assess the local
demand based on data from a sample of
households in each sitio to be served and
feasibility of the shop. The output of the
study would help UDP decide if the project
was worth assisting or not, etc.

There are outside organizations that could be
contracted to do this.

Samuel’s own farm: From 1 hectare he reckoned
he could harvest 400 kg of cardava/month = 4,800
kg/ha/year from between 200 — 300 hills per
hectare. This yield is low, but the banana was
intercropped with coconut (at around 110 trees/ha).
He was unable to calculate the amount of copra
produced, but with the help of an AT an estimate of
1,815 kg was made. Prices of cardava and copra
were P3.8 and P15/kg respectively, giving gross
incomes of P18,240 (from cardava) and P27,225
(from copra) or total P45,465/ha/year.

The variety of cardava was said to be
“Zamboanga”. One bunch was estimated to weigh
25 —30 kg, with 23 hands and 12 — 14
fingers/hand. It was suggested that if he planted a
monocrop of cardava at high density (1,666 — 2,000
plants/ha) he could triple gross income per hectare.
He was interested in the idea and had one hectare
of land available, but no money to invest. He
estimated that it would require P15,000 per hectare.
He was a member of the FSC at Cabinuangan, but
he had to save for 6 months, then could borrow
only P3,000 at 5% interest/month and repayment
on a weekly basis. So he was not interested to
borrow; he’d rather use his own resources, but they
were limited.

He had undertaken Entrefarm training (3 days) in
July 2003.

No inorganic fertilizer is used. The AT said it was
UDP policy to use organic fertilizer only.

Tissue cultured plants are not used.

AT/BEWSs need TOT training and information
in production technologies, crop budgeting,
marketing and credit facilities for targeted
commodities. The information should be
compiled in a product manual (one per
product).

TOT training should enable them to approach
UBA managers and farmers and discuss how
they can help the UBA/farmers increase
incomes (for example by planting
monocropped cardava using improved
technologies and a production loan). The
AT/BEWs should actually be acting as
investment/business advisers and helping the
farmer find ways to make more money.
Wiebe has suggested that the Entrefarm
training could be incorporated with the above
topics, so that for example, when the farmer
prepares a farm/business plan it is based on
specific and practical advice from the
AT/BEWSs on what he should do to make
more money. MED needs to respond to the
suggestion as soon as possible. Wiebe has
suggested the ATIs could be involved in
providing the training in technologies.
Farmers should be encouraged to use fertilizer
(of any kind as necessary) in order to sustain
good yields. (See comments made for
Saragani on Integrated Nutrient Management).
Someone said that some farmers are not
interested to grow cardava for the chip
factories because the processors are not
prepared to pay a higher price. Actually, the
processors cannot afford to pay a higher price
because if they did, they would not be able to
compete with the factories in Thailand and
Indonesia who are also supplying banana
chips to the foreign buyers. The key reason
why many farmers in the Philippines are not
satisfied with prices is because their yields are
too low to be profitable. In many cases, prices
cannot be raised because they are now
competing in a global market, so they can only
become competitive by raising productivity.
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This means adopting improved technologies —
like better varieties, good quality planting
materials, irrigation, IPM, INM, etc. This
means they need technical support from
extension people — but often they do not
receive this. They also need credit. These are
key areas where UDP should be assisting, but
actually seems to be lacking efforts.

UDP staff said the Mayor has plans to establish a
demonstration farm for cardava (but where?).

Why is UDP not establishing encouraging
demonstrations of (improved technologies for)
cardava in this and other UBAs???

Technology transfer: In order to address farmer’s
need to adopt better technologies, in November
2003, Fred had taken 15 farmers and the local AT
to a BPI research centre near Davao. Among the
technologies seen were new varieties and control of
suckers. The AT had not checked to see how many
farmers had implemented the new technologies and
had not made any attempt to inform other farmers
who were not invited to join the tour.

Generally speaking, it seems that the ATs are
unable to perform as they should. This is a
serious issue. If farmers are not receiving
technical assistance from extensionists how
can they increase productivity and increase
incomes???

Meeting with Mayor Margarito Cualing, New
Bataan. Asked why he was unable to allocate the
MPP full-time to UDP activities he replied that
marketing was not a problem, the constraint was
production. So then asked why the ATs were not
performing, he explained that he had other
priorities. His municipality has a population of
43,000 and two colleges produce 200 graduates per
year. The total area is 61,000 hectares, but only
13,882 hectares is Alienable and Disposable the
rest is under the control of DENR. He has
identified several areas in the forest area (e.g. of
10,000 ha in Barangay Andap, 4,000 ha and 2,000
ha elsewhere; height around 400 — 800 ha) which
are suitable for agricultural development; they are
mainly populated by IPs. Several banana
companies are interested to plant banana in these
areas; e.g. Stanphilco would like 10,000 ha and
Lapanday 5,000 ha, etc. The Mayor would like
UDP to help with roads and land use planning, etc.
With one person required to take care of one
hectare of banana and another person per hectare
employed in the packing house and each person
having another two people in their family then
10,000 ha of banana would represent a population
0f 60,000 people (more than the population of New
Bataan). He will require the companies to provide
community facilities like schools, hospital, etc. For
this reason, the Mayor considers development of
these lands as being more important than the
ongoing activities of UDP.

UDP has an opportunity to assist the LGU to
ensure that the banana companies implement
their investments in ways which are
environmentally and socially responsible. The
MSO should ensure that the Mayor’s needs
are communicated to the appropriate persons
within UDP and that full support is provided
wherever this fits within the role of UDP.

The Mayor said that Cavendish banana production
in southern Mindanao was gradually shifting from
the lowlands to the uplands.

If this is correct, then it implies increased
opportunities for upland farmers. Also, it has
been learned elsewhere that it is possible for
growers within just one hectare of Cavendish
to become suppliers of banana to the main
exporters. There is also a growing export
market for native bananas. It therefore appears
that bananas for export could potential offer a
good income-generating opportunity for many

10
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UDP farmers. Is it possible for the GIS and
SAD specialists to identify which areas are
most suitable for banana production (not just
in ComVal, but all provinces)? They will need
to take into account soils, slopes, climate and
prevalence of destructive diseases (e.g.
bunchy top virus), as well as roads and
proximity to buyers/exporters. Such
information would help UDP identify the
areas which should be prioritized for intensive
banana development.

Note also that the shift of banana production
to the uplands could lead to an increase in fruit
tree production in the lowlands. There is
evidence that this is already happening. This
in turn could eventually lead to an increase in
exports of tropical fruits (such as durian and
mangosteen) to China and other markets. It
will also put downward pressure on local fruit
prices. It is therefore important that
distribution of fruit trees to UDP farmers
should take into consideration market needs,
for example in terms of variety, volume and
quality.

Almaciga Resin: UDP has provided assistance for
the development of resin extraction from forest
trees in an IP area. The Mayor explained that they
are in the process of obtaining the necessary
permission/documents that are required to comply
with the laws regarding development of resources
belonging to IP. The Mayor is interested to
promote investment in primary processing of the
resin in New Bataan.

The Mayor is interested to promote production of
rubber on 10,000 ha and to process the rubber
locally.

The Mayor should consider planning the
plantation to produce latex (not solid rubber
such as cup lumps or rubber sheets which are
normally used to make products like tyres),
because the latex could be processed into
higher value products like condoms or rubber
gloves.

Meeting with Mr Nemesio Jalap, Chairman of
UCO for Manada, Andap, New Bataan,
ComVal. His community has received assistance
with a bridge, drinking water system, fruit trees,
tools, vegetable seeds, organic fertilizers and
various trainings (e.g. Entrefarm).

Main cash crops are coffee, cacao and banana.

It seems that despite getting low yields from
all his crops, that UDP has done little to help
farmers increase crop productivity. Crop
productivity needs to be increased if farmers’
incomes are to be increased. Technology
transfer involving BEWs and FFS or other
extension methodologies needs to be given
urgent attention.

Coffee: He has two hectares of coffee comprising 1
hectare of 35-years old coffee of which ¥4 hectare
was rejuvenated 3 years ago and 1 hectare of young
coffee (1,200 plants/ha). He confirmed that the new
planting yielded the most, followed by the
rejuvenated coffee. He was not very sure about
actual quantities. The harvest season spread over 6
months. Selling price P34 in New Bataan. He
hadn’t rejuvenated the remaining % hectare of old
coffee because he didn’t think the returns justified
the labour input, but said rejuvenated plants gave
double the yield of the old plants. There used to be

The provision of roads can enable farmers to
grow and market higher value crops such as
bananas, but also vegetables and other fruits.
Although these farmers have lost interest in
coffee due to the greater returns they are
making from coffee, this does not mean that
coffee should be excluded from the list of
crops which UDP could develop. Rather it
means that coffee will only be of interest to
farmers in areas which have limited potential
for higher value crops; these areas are likely to
be those which have poor excess to markets

11
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a coffee growers’ cooperative which had been
trained by Nestle, but it was no longer functioning.
More than 100 farmers in the sitio grow coffee, but
most have abandoned their plantations. They are
more interested in growing banana.

due to bad roads. Perhaps the GIS and SAD
people can identify these areas so that coffee
could be prioritized for promotion among the
farmers living there.

Banana: Farmers have been able to shift into
banana production because of the good road
linking them to market. The LGU has emphasized
the development of farm-to-market roads. Mr Jalap
is growing mainly Latundan banana and some
cardava. Latundan banana is easier to grow than
Lacatan but also lower in price. Fred brought some
traders from Manila to this area. They said they
could pay P10 — 11/kg delivered to the port in
Davao, but the volume which the local farmers can
supply is not yet enough. The price for Lacatan
would be P14-15/kg. Last year the Mayor tried to
promote Lacatan production; he distributed 200
plants each to 100 farmers.

Mr Jalap is currently selling his Latundan to traders
at the farm gate for P5 — 6 /kg. Allowing for
transport and packaging costs to Davao, farmers
stand to gain perhaps 2 — 3 pesos more per kg, in
terms of increased net income this could be in the
order of 200 — 300% more.

Yields are low — one calculation indicate about 6
tons per hectare. They are grown under coconut.
They plant 1,200 hills/ha.

UDP should aim to develop an UBA-based
banana growers group and increase the
volume of bananas and link the group to the
buyers in Manila. Volume could initially be
increased through increased productivity
based mainly on use of inorganic fertilizers.
New plantings using tissue cultured plants
should also be encouraged.

An FFS for banana growers should be
organized immediately (as is already being
done in La-ak).

All types of bananas should be considered
(Latundan, Lacatan, Cardava, Senorita,
Cavendish).

Market research for each type of banana
should be done as soon as possible. The
reports should include details of marketing
costs to reach identified buyers.

A banana manual should include technologies
for all types of bananas and financial models
for each type so that UDP staff and farmers
can better understand which types offer the
best opportunities.

Informal meeting with Danielo Munda, MSO,
Mabini: Population over 29,000. Danielo said
there is coffee in the municipality (Brgy Manasa) —
about 82 km from Mabini — and farmers there had
not abandoned the coffee. The volume of coffee
was too small, but on route to the market there
were other producers of coffee (outside the UDP
area); if their volumes were consolidated then the
quantity will be more attractive to buyers.
Latundan banana is the main cash crop with
potential. Not much cardava is grown, but it has
potential.

Mango and corn are also key commodities.

The Marketing Point Person is busy helping her
son prepare for the elections — he hopes to be vice-
mayor.

Technology transfer is needed to improve
production, quality, packaging, etc. Some trainings
have already been provided; funded by the LGU.
Congresses have been funded by UDP. They are
planning to do Entrefarm training in the first
quarter; also technical training. Fred and an MPP
from another municipality will provide training.
LGU’s main priority is lowland agriculture
(including a fisheries programe, rice and corn
production).

Banana, coffee and corn should be the focus
of crop development in Mabini.

Farmer Field Schools should be organized as
soon as possible for these 3 crops.

Perhaps Entrefarm training should be
contracted out to outside trainers? This would
allow Fred and the MPP to focus on other
marketing development activities.

Fred needs to consider how to get coffee
growers from different barangays to work
together to sell their coffee in larger volumes
to attract higher prices and reduce transport
costs. He should also aim to increase coffee
production in Manasa through rejuvenation,
new plantings, trainings by Nestle and use of
fertilizers. These tasks should be the
responsibility of ATs and MPPs, but they
seem to be ineffective, therefore Fred should
consider engaging outsiders in these tasks.

Visited the Technology and Livelihood
Development Center in Tagum, Davao del Norte.
This center includes a Farmer Information and
Technology Service (FITS) — financed by
SMARRDEC. The center appeared to be a useful
resource in terms of information for promoting

SAD and MED specialists in all PPOs should
find out if there are similar centers in their
own provinces and make use of the resources.
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various enterprises and agricultural technologies.
There are said to be similar centers in some other
provinces.

Meeting with Mayor Rogelio C Arambala, La-
ak, ComVal. The LGU has been distributing
cardava banana corms to farmers — 50 corms @
PS5 each per beneficiary. They are planning to set
up a tissue culture laboratory to produce banana
plants.

They have a Rapid Corn Assistance (RCA = the
Mayor’s initials) program that provides hybrid seed
(20kg for one hectare), fertilizer and pesticides to
farmers who pay back the costs after harvest.
Yields are claimed to be around 5 — 6 tons/ha. The
variety Pioneer GSI40 is provided. Last year they
provided inputs for planting 100 hectares, but the
area grown is much larger at 3,000 hectares x 2
crops per year (=6,000 ha). There is a co-op that is
one of UDPs’ rural finance partners that provides
loans and buys back the corn.

The LGU has established a Cardava Banana
Council and the Mayor is the chairman — the
council is still in the development stage - not much
happening yet.

It is a pity that UDP did not ensure that
farmers received high quality tissue cultured
plants.

Fred should investigate the supply and
demand situation regarding tissue culture
laboratories and plants. If there is surplus
capacity in the industry and prices are
competitive, it may not make sense for the
LGU to invest in its own lab — it might simply
result higher cost plants! An intermediate
stage might be to first buy in un-weaned tissue
culture plantlets (i.e. still in flasks) and do the
weaning and potting in La-ak. This could help
save costs (e.g. transport) without investment
in a laboratory.

If a laboratory is seen to be a profitable
venture, it may be better to involve the private
sector (e.g. the coop that is involved in
providing credit and buying corn).

The Cardava Banana Council could play a
useful role in developing the production and
marketing of banana. Perhaps UDP could
provide assistance to develop and strengthen
the council? (Is this a task for CIDE or who?)

Meeting with Jimmy Cuccam, banana grower in
La-ak. Jimmy is not in the UDP area but is
considered to be a good example of a progressive
farmer; he has provided banana corms to the LGU
and his farm has been used as a training ground. He
grows 8 hectares of banana; 4 ha of Latundan and
4 of cardava. He started growing bananas 3 years
ago; prior to that he grew corn (but no longer
does), rubber, durian and coconut (still grows these
crops).

He harvests about 9,600 kg cardava/ha/year
(planted at 4 x 4 m, but intercropped with fruit
trees). He applies urea and potash every 3 months.
He doesn’t use chicken manure. He does thin the
suckers leaving 2 — 3 per mother stem. Selling
price is P4/kg at the farmgate.

He reckons that his net income is 40% of his gross
income. His barangay sells about 4 tons/month of
cardava.

The price of Latundan is P7.50/kg for fruit that
comes from bagged bunches and P5 from
unbagged bunches. He estimates bunch size at
15kg per bunch and bags are said to cost P100/kg
or P3 each.

He said Latudan is planted on fresh soil for 4 years,
after which cardava is grown (i.e. Latundan needs
more fertile soil). Another problem with Latundan
is the price swings; prices are low from February to
June (P6.50/kg for bagged and P4.00 for
unbagged).

He plans to eventually convert to durian (at 100
hills per hectare). He also grows ginger between
the bananas; selling price ranges from P10 — 18/kg.

This farmer is a good model of what UDP
farmers could achieve, though with more than
8 hectares of land he is not typical of UDP
farmers who have an average of less than 3
hectares.

Ginger could be an interesting crop for UDP
farmers, but Eddie has not seen any
information on its production or marketing in
Mindanao.
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Corn price is typically around P6.50/kg; rubber
P19 — 24/kg; coconut P15.50/kg of copra.

It was observed that some farmers are cutting down
their rubber trees and replanted with banana. It
seems that the rubber trees are mainly seedlings,
not high-yielding clonal plants as grown in the
main rubber producing countries.

Brief discussion with the AT at Kilagding, La-ak,
ComVal. He is conducting an FFS for banana
growers. He recommends a plant spacing for
cardava of 8 x 5 meters to allow farmers to grow
other crops like durian. If banana is planted after
maize no fertilizer is applied in the beginning, but
later 1.5 kg (of 50% urea and 50% potash) is
applied per hill per 3 months.

A spacing of 8 x 5 m seems very wide; it
would be interesting to compare crop budgets
for different spacing and crop combinations.
Has anybody done this?

It was not clear if the lack of fertilizer
application for banana after corn is farmers’
traditional practice or if that is what is
recommended by the AT. Surely, regardless of
whatever crop is planted before the banana,
the young banana plants need supplementary
fertilizer from the very beginning.

Visit to farm of Victor Dilag, Kilagding, La-ak,
ComVal. He is a UDP model farmer and agro-
forestry beneficiary, but he has not attended
Entrefarm training because he could not afford to
be away from his farm for the time required — he
said 2 days was the maximum and that should
comprise one day of classwork and one day of
fieldwork. He has 3 hectares. Main products are
banana, corn and pig. He started growing
Latundan in 1997 — he said he was happy with the
crop and has a new house to show for it. He sells at
P6/kg for bagged fruit and P5/kg for non-bagged.
He sells both types because he is not able to bag all
the fruit due to lack of time. He used complete
fertilizer and potassium fertilizer. He has learned
the technologies from his own experience. He did
not attend the FFS because he thinks there is
nothing new for him to learn. He said one bunch
weighed 11 kg of not bagged, or 15 kg if bagged.
He grows a Cargill variety of corn (818) — he said
it yields higher than GSI40 with about 3
tons/hectare and sells at about P5 — 6/kg. He gets 1
ha of inputs from the RCA program. He sells to the
co-op but is not a member due to bad experiences
with co-ops. He is now saving money with the
FSC, but he doesn’t want to take a loan because he
does not like the weekly repayment system. He
would like a production loan to produce more corn
and banana. He would like to participate in
exposure visits to learn more about growing fruits.
He expect to begin harvesting durian and other
fruits in about 3 more years. In the future he hopes
to buy more land (P25,000/ha). He has no
electricity; there is a cell phone signal nearby;
many traders come to his farm due to the new road
funded by UDP.

There is a price monitoring board in Kilagding
maintained by the UBA secretary using
information broadcast on the radio and from
traders.

Entrefarm training should be tailored to
farmers’ ability to attend. Tom Cunningham
had already recommended that training be
“spaced”, i.e. split up into smaller chunks.
Why cannot it be done like a FFS?

There seems to be a wide range of corn yields
achieved by UDP farmers ranging from less
than 1 ton/ha (see Ken’s assessment of DFS in
Davao Oriental) to 5 or 6 tons/ha (claimed in
La-ak and in Upo, Sarangani). It would be
interesting to know why yields vary so much
and what can be done to raise the low yields.
RFS needs to develop a production loan
facility combined with recommended
technology packages.

Time did not permit Eddie to review the
existing AMIS, but this needs to be reviewed.
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Appendix 3

Notes on Visit by Eddie Vernon, TA MED Specialist, to Sarangani, PPO4, from 20 -
23 January 2004

Findings Comments/Recommendations

At PPO4.

Ike says Cargill is prepared to pay P1/kg premium
for good quality copra and so plans to transfer
improved drying technology to copra producers
and link them with Cargill.

Wherever this is feasible other PPOs should
consider doing the same. If too distant from
Cargill’s mill perhaps other buyers willing to
pay a premium could be identified?

Tke thinks UDP took the “wrong track” at the
beginning by emphasizing environmental
interventions and neglecting interventions to
increase incomes of farmers. He now wants to give
more emphasis to the latter.

I fully agree with Ike and hope that other
PPOs will do likewise.

Ike is planning a forum (second week of February)
to bring together beneficiaries and Nestle (coffee),
Cargill (copra), FIDA (abaca), a buyer of abaca,
and a banana chip processor (Cardava) to explore
how new technologies can be used to increase
productivity and to develop marketing linkages.

Other PPOs might consider similar activities.
Why doesn’t each PPO send along a
representative to learn from the PPO4 forum?
(Other than through this note how would other
PPOs know about Ike’s initiatives? Does
anybody at PMO level share this information
before the event?)

Visited Barangay Sufatubo, Glan, Sarangani.
The “Support Institutional Development Process”
of UDP specifies that market research will be
started during the Pre-entry and Entry stage and
will be completed during the Assessment and
Planning stage. In the case of Sufatubo, Dash
recommended that a Commodity Development
Plan be developed for cashew nut. However, it
seems that no market research for cashew nut has
ever been done.

If a crop such as cashew nut it to be
promoted/developed, then it is recommended
that the market should be researched first.

Meeting with Mr Dionisio “Boy” Beltran,
Chairman of the UBA; established in March 2001,
covers 5 sitios and has 134 members. UDP
interventions - SWC/DFS, community
organization, Entrefarm training, drinking water
supplies and savings/credit.

The road to the UBA would benefit from
some improvement. It was said that UDP is
only concerned with Barangay roads, but this
road was a Municipality (or Provincial?) road.
Why no attempt to provide some type of
irrigation?

Last year the UBA had requested a corn
sheller, but they lost interest when they
learned that they would have to pay for it.

Peanut: 90% of farmers grow with % - 5 hectare.
Yields are very low — 900 kg (with shell)/hectare.
Farmers like to grow more than rice or corn
because easier to grow/low investment. Soil is
described as clay loam. No fertilizer used. Varieties
include “local”, P9 and Imelda. But seed is local —
not certified. Grow all year round, no definite
season. Said there is good demand for their peanuts
because they are grown without chemicals. Price
with shell ranges from P100 — 140/7kg can (P14 -
20/kg), but they think the price is not good. They
take to sell in Glan market. Lime is available in
Sarangani, but farmers do not know about this.
Technologies learned from own experience — no
external support!

Alvin (MSO) has proposed a FFS for peanut
growers. Training to be provided by OPAG.
Farmer grade the nuts, but the shells are covered in

FFS for peanuts should be organized
immediately.

The price is good, but seems low to the
farmers because their very low yields mean
their crop is not very profitable.

Improved technologies/demonstrations should
be provided through the FFS. These should
include use of high quality seed, fertilizers,
control of rats, use of calcium before
flowering, etc.

Note that PPOS has published a technology
guide for peanut.

Appearance could be improved by washing
off the soil immediately after harvesting and
then quickly drying them. Lack of water is a
problem, but perhaps washing could be done
at a lower location where water is available?
N.B. Itis VERY IMPORTANT to dry nuts
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dirt.
They are interested to obtain equipment for
shelling nuts and a solar drier.

quickly to avoid carcinogenic aflatoxin
problems. Somebody should follow up the
request for a sheller and solar drier (does
UDP/MED intend to provide grants or

UBA members are reluctant to join together for
group marketing because of previous bad
experiences.

Two ideas are suggested:

(1) MED could assist Boy to become a a
buyer of the farmers’ peanuts and he
would sell directly to a key buyer
(yet to be identified). This approach
should be linked to improvements in
productivity and quality.

(2) MED could assist Boy to develop a
small enterprise to produce and
package peanut brittle (pinyato) to
sell in local markets? A simple
feasibility and market research study
should be done and if findings look
positive then basic equipment and
training could be provided free.
Initially he could use his own
peanuts, but if sales developed well,
he could then act as a buyer of
peanuts from other UBA members
and add value to their products. This
would be a substitute for group

marketing.
Upland Rice. There is said to be a good demand in | FFS is planned and this should aim to improve
Manila (says Ike). Many farmers grow one crop a yields.
year planting in March/April and harvesting from Balanced fertilizer application would probably
August-October. Variety is “Dinorado” — fragrant. | help.

Yield of palay is 1,320 — 1,540 kg/hectare. Sell in
Glan market P12/kg. Milled rice sells P20/kg.
Transport cost is P0.40/kg. Ric is considered more
profitable than corn, (but peanuts better than rice).
Rice needs fertilizer — about 4 sacks of urea per
hectare (don’t apply an K or P). Boy does not grow
upland rice because it grows tall and lodges when
winds are strong. Do not grow two crops because
second crop would be attacked by birds, unless
everbody planted a second crop at the same time —
this is Tke’s idea — but requires community to
organize itself. Alvin plans a FFS for upland rice.

Note that farmers consider peanut to be more
attractive therefore perhaps it should be given
priority over upland rice.

Cashew: There were existing cashew trees in the
area before UDP, but UDP has promoted new
plantings by 50 farmers in this UBA. A buyer had
recently purchased 20 kg of nuts from a nearby
area and was interested to make a contract. The
price paid was reported to be P15/kg for shelled
nuts.

Cashew seedlings were seen growing well, but they
had not been planted in small basins to capture
runoff. Despite the abundant vegetation on the
ground, it had not been used to mulch the seedlings
(now about 1 meter high). It was said the trees
were grown from seeds, not grafted plants and
there was no intention to graft them.

A FFS for cashew is planned.

The price paid for shelled nuts appears very
low — is it economic to grow cashew for this
price? Is there any scope to get higher prices?
What are prices in the urban markets? Market
research should be done BEFORE promoting
more planting.

Shelling cashew is dangerous for operators —
the acid can destroy their fingers. Shelling
should be done mechanically at the traders’ or
processors’ facilities.

The cashew that was seen was planted under
coconut — will cashew produce good yields
under coconut?

Cashew trees (just like mango and other fruit
trees) should be grafted with good varieties for
good quality and high yields. It should be
remembered that with WTO, etc, the upland
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farmers are now competing in a global market,
i.e. they are competing against cashew farmers
in countries like India and Vietnam, who are
using improved technologies like dwarfing
rootstocks, etc. Providing UDP farmers with
inferior technology almost guarantees that
they will fail; surely this is the reason why the
Philippines is now importing many
agricultural products!!

Banana: Cardava is not grown because of
problems with bunchy top virus. But Latundan is
grown — they say it does not suffer the virus.
Farmgate price is only P3.50/kg (this is lower than
the farmgate price received by growers in La-ak,
ComVal who get P5.50 for unbagged and P7.50 for
bagged bunches).

Boy reckoned a typical bunch weighed 10 — 11 kg.
No fertilizer was applied.

UDP is including bananas in the DFS packages, but
plan to use local suckers.

Is it true that Latundan does not suffer bunchy
top virus?

Why is the price so much less than in
ComVal? Note that the bunch size is much
less than in ComVal, so perhaps the fingers
are smaller (due to lack of fertilizer) and so
the price is lower? This should be
investigated; the market for Latundan should
be researched.

Again, why is UDP providing farmers with
inferior planting materials when they could be
using tissue culture plants to increase farmers’
incomes???

Fertilizer: UDP plans to provide organic fertilizer
to the farmers for the DFS demonstrations. The
fertilizer is budgeted at P150/50 kg. Alvin thinks it
is made from baggasse. Nobody knew how much
NPK it contained. Del says UDP wants to promote
sustainable agriculture so that is why they prefer to
use organic not inorganic fertilizer.

Regardless of whether the agricultural system
is organic or conventional, if more nutrients
are extracted from the soil (in the form of
fruit, etc) than are added (by fertilizers or
nitrogen fixation, etc), then it will not be
sustainable. Nutrients will be mined from the
soil and yields will eventually decline. So
even if organic fertilizers are used, it is
necessary to add the required nutrients to
sustain productivity. This means the farmer
should know how much NPK (etc) he is
removing and applying.

Everybody in UDP is familiar with Integrated
Pest Management (IPM), but elsewhere
people also talk about Integrated Crop
Management, Integrated Fruit Production and
Integrated Nutrient Management (INM). The
latter involves helping the farmer to
understand the nutrient status of his soil. INM
typically relies on applying a mixture of
organic and inorganic fertilizers to maintain
nutrient levels. It is recommended that UDP
agriculturists attend a training course in
“Integrated Nutrient Management, Soil
Fertility and Sustainable Agriculture.”

Coffee: Some young coffee plants were seen, but
these planted by the farmer without UDP
assistance. The plants were yellowish — perhaps
lacking water and/or fertilizer?

Gross incomes from upland rice and peanuts
are presently around P15,000/hectare per crop.
If coffee were grown and sales of say 2,000 kg
at P32/kg were achieved, then gross income
would be around P64,000 per hectare per year.
Without knowing details of costs, these basic
numbers suggest that coffee might be worth
investigating as a potential crop for these
farmers. (Though of course, if the
productivity of say peanut could be increased
— at least doubled — and two crops were grown
in a year, it would then match the gross
income of coffee and would not require 18 —
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24 months waiting for the first crop).

Hedgerows: These were seen on one farm. One
hedgerow looked as if it was almost dead. Another
was green, but did not seem dense enough to aid in
terrace formation.

Boy said he had planted 7 strips of hedgerow — he
thinks the technology is good because it will help
stop his soil being washed downbhill.

It seems that inadequate attention has been
given to ensuring the hedgerow technology is
well implemented.

Mini Basins: Boy had not formed mini basins
around fruit trees because he planted his trees in
2001, but Ken introduced the technology in 2003.
He did not know that he could apply it after
planting.

It seems that Agricultural Technicians are not
performing as well as they should — e.g. why
have they not attempted to spread these
technologies?

Other Fruits: Mango is being offered under the
DEFS program. Durian is said not to be suitable for
this area. Coconut is a key crop in the area, but due
to lack of time was it not discussed.

Scope for introducing improved coconut
production and processing technologies
should not be ignored. (Like Ike’s initiative to
cooperate with Cargill).

Summary: Despite being established in 2001
(nearly 3 years ago) it seems that little
attention has been given to helping these
farmers to increase productivity or add value
to increase their incomes. Planned
interventions by Bobot (e.g. FFS) should help
improve this situation. MED also needs to try
harder and suggestions are provided above.

Meeting with Brother Bob (Robert McGovern),
President of Notre Dame Business Resource
Center Foundation, Inc., GenSan. Tel 552 3252.
This business resource center is a part of the Notre
Dame of Dadiangas College. The center first
started activities in 1978 as the Small Business
Management Advisory Assistance Center. It is
accredited by the government and the Philippine
Council for NGO Certification. It operates in
Sarangani, GenSan and South Cotabato.
Clients/beneficiaries include farmers, micro-
entrepreneurs, [P communities, etc. One of their
key components is Enterprise Development. It
aims to assist small and micro-enterprises through
the provision of Training, Community
Organizing, Databank and Business
Information, Consultancy and Financial
Assistance. The Center has provided loans to over
1,500 entrepreneurs, trained over 20,000 people,
organized 15 self-help groups, etc. They have 15
staff including 5 with MBAs. Brother Bob said
they had the capability to go into a community and
help it identify and develop and enterprise.

This NGO appears to be able to do exactly
what the MED component should be doing in
terms of promoting UBA-based enterprises.
Due to human resource constraints within
UDP and the LGUs, it is recommended that
this and any other such organizations be
contracted to assist in the development of
UBA-based enterprises.

Meeting with Mrs Trindad Magapan, Manager of
GenSan Bagsakan Laray and Farmers Multi-
purpose Co-operative, GenSan. Tel. 301 41 55.
The co-op was established in 1996 by a group of
traders. It has 187 members; 6 employees (5 f/t, 1
p/t); garbage collection is contracted out. Trading
hours are 3.00pm to 9.00pm. The market covers 1
hectare which is rented from the government for
P10,000/month. The structures were built by
members. Space is rented to users on a daily basis
(P12/day per plot of 3 x 3 meters). Total income

The computer provided by UDP appears to be
gathering dust — could it not be put to better
use elsewhere?

It would be useful to do a survey of the food
distribution system of GenSan in order to
identify which places and institutions fruit and
vegetable growers should be targeting.

If the bagsakan center is one of the key
markets, UDP might consider providing
assistance to the co-op in order to improve
their business because this could benefit UDP
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last year (2003) was P1.955 million, expenses
P1.767 million and savings P187,297. The savings
were issued as a dividend to shareholders. They
manager says the market sells about 10 tons of
produce per day (this seems too little). The key
constraint is lack of capital to loan to members so
that they can trade more produce. They make 3-
month loans to members with interest rate at 3%
per month.

Traders’ buying prices of about 8 vegetables, 7
fruits and 2 root crops are collected twice per week
by Mrs Gloria Canja, Chairwoman of the Co-op’s
Audit Committee. She is not compensated for this
task. Between one and 5 traders are asked for
prices for each product. For some products, e.g.
bananas, prices are collected of different grades.
The price information is provided to Mr June of
OPAG South Cotabato. The manager did not seem
very sure, but indicated that the computer system
was not being used due to some problem with the
internet service. Some price examples of bananas
for that week: Cardava P4, Latundan and Lakatan
both prices at P9/8/7 for grades A/B/C. The
information gathered is not used by co-op
members. UDP is presently planning to install a 2-
way VHF radio system at the market. Loloy
(PPO5) and Cocoy (PMO) are trying to sort out the
permits, etc. The manager asked how could the co-
op develop its business? She said the market faced
stiff competition from other markets in the area.
Some traders simply operated in public streets and
did not pay any costs. They are trying to form
coop-to-coop linkages, e.g. with Maharlika farmers
coop in Digos City (contact Roger Gualberto,
Chairman, Kapatagan, tel 917 7004 528. They also
have a presence in Metro Circle Market in Davao

City).

suppliers to the market. (This is the idea
behind developing value chain or nets).

The idea of linking different co-ops should be
further developed, particularly links between
co-ops in UDP areas and other co-ops.

Visit to United Farmers’ Multipurpose Co-op,
Sitio Malayo, Brgy Maligang, Kiemba,
Sarangani. Most of the information was provided
by a field officer of FIDA, named Bong. UDP pre-
entry started in 2000. The co-op was registered
September 2, 2003. There are 118 members in the
barangay and all produce abaca.

Sales last month were 212 of T’nalak (knotted
fibre) purchased from members at P200 and sold at
P250/kg, 1,000 raw abaca fibre purchased at
P23/kg and sold at P24.50/kg and 1,100 kg of
coffee purchased as P35/kg and sold at P42/kg.
The coffee is sold in GenSan; transport is P25/sack
of 80kg.

More effort is needed to improve abaca yields.
If resources (human/financial) are available,
another FFS for abaca should be provided and
this time important inputs like tissue cultured
plants should be introduced.

Training in enterprise management should be
provided to the management of the co-op.

An outside organization should be brought in
to prepare a business plan covering abaca and
coffee. The plan should determine how much
finance is required and determine the expected
returns. A source of finance should be
identified and technical assistance should be
provided during implementation of the plan.

Abaca production: Yields are estimated at
700kg/ha — very low. They could be raised to 1,500
— 2,000 kg/ha. Bong provided a FFS from Oct 2002
to April 2003 for 30 farmers, but it takes 2 years
from planting to first harvest. So results will take
time to materialize. In addition, to achieve high
yields tissue cultured plants should be used, but
they were not made available during the FFS (lack
of budget). There are plans to provide tissue
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cultured plants. Bong says it takes 7 — 8 months to
obtain because they produced to order. Main
disease threat is abaca mosaic virus. There is no
plan for a second FFS — lack of money. Farmers
do not use fertilizer. Demonstrations were done,
but farmers do not use. Perhaps production loans
combined with a complete technology package
would help - Bong suggested a loan with
repayment starting after 2 years and then spread
over another 3 years; total 5 years. Farmers are
using hybrid seed and fertilizer for their corn crops.
The soil and climate is suitable for abaca. Each
member has about 1 hectare. Plant density should
be 1,000 hills/ha. Tissue cultured plantlets cost P7
each, but if potted the plants cost P15 — 18 each.
Total establishment cost is about P45,000/ha. Life
of plantation is 15 — 25 years. Farmers currently
strip the fibres manually — this takes much time. If
it was mechanized they would have more time to
grow more abaca (at least twice as much). A
machine costs P70,000 — 80,000 and can serve 5
ha. They have one machine, but it is of low quality
and now out of order; it is a copy made in Davao of
an original produced in Manila.

Mr Vidarino Agnes director of the regional office
of FIDA in Davao could provide more information
on crop budgets for abaca. Dell and Bong
estimated that there is scope to promote 10 abaca
groups in the UDP area. FIDA has only two field
officers in Sarangani.

The group needs more training in management.
The road to the Barangay has already been
improved with UDP assistance, but is not in bad
shape due to lack of maintenance.

There is a plan to obtain a loom for weaving using
congressional funds.

Coffee: About 25 — 30 ha are grown. Some of the
members have received young coffee plants under
the DFS project, but in general little or no attention
has been given to improving returns from coffee.

Visit to UBA Upo/Upo Valley Multipurpose Co-
operative (UVAMULCO), Maitum, Sarangani.
On arrival a jeep carrying 171 kg of abaca fibre
was about to be taken to sell at a price of P27/kg. It
had been purchased from farmers for P24.50.
Transport costs would be P1/kg. The chairman of
the UBA is Mr Perido Kusin. He is also chairman
of the co-op and the FSC. Key crops are corn,
abaca (about 30 ha) and coffee (less than abaca).
Mr Kusin has one hectare of young coffee. He
obtained the plants from Nestle in Tagum and was
trained there for 1 week. He doesn’t apply
fertilizer to his coffee. He planted 3 years ago and
only started harvesting for the first time in
December 2003. He can sell in Maitum for P30/kg
(he should be selling for a higher price — see notes
for previous co-op above). 15 farmers have
received coffee plants under the DFS project. They
have no huller, but would like to obtain one — MSO
Art is preparing proposals. They also need:

Like the co-op described above, this co-op
needs similar assistance — technology, training
in production (of coffee and abaca) and
enterprise management, and credit. UDP
should also provide assistance in merging the
FSC and Co-op.

Del should appoint someone to find out why
they are getting such a low price for their
coffee; perhaps they should be linked with an
alternative buyer; ideally they might be able to
sell directly to one of Nestle’s buying stations.
Note that they are getting a higher price for
their abaca than the Maligang co-op, so why
not for coffee too?
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= Training in enterprise management.
= Training to make the special fibers needed
to make T’nalak.

=  More strippers (they have one).

=  FFS for coffee.

= FFS for abaca.

=  Tissue cultured abaca plants.

= Production loans.
Mr Kusin used hybrid seeds and fertilizer and
achieved corn yields of 5 — 6 tons/ha. He applies 6
bags of fertilizer per hectare (urea and complete).
He has received tissue cultured lacatan bananas.
They would like to merge the FSC and co-op into
one entity and become a provider of inputs (e.g.
fertilizer, plants, seeds) and credit as well as a
buyer of farmers’ products.
Mr Kusin has not received any Entrefarm training.

Meeting with Bobot, SAD specialist PPO4.
Bobot said he is not against use of chemical
fertilizers and pesticides — he uses them on his own
rice farm. He said it was the PMO that had set a
policy to promote only organic farming.

He said a bag of 14:14:14 fertilizer costs P650.
(Bags of organic fertilizer were being distributed
by the PPO, 50 kgs, 1:4:1 worth P150 a bag).

He is preparing plans for FFS for abaca, corn,
coffee, peanut, upland rice, cashew and vegetables.
He explained that a FFS focuses on a 1000sq.m.
plot on a farm which is divided into 6 treatment
plots. Each week one class, 4 hours per class is
devoted to FFS. A curriculum is followed. Farmers
(students) learn from actual observations and
experience.

He is preparing proposals to produce production
manuals for the above crops.

Regarding Model Farms versus DFS farms, he said
that the DFS farms were effectively “DFS Model
Farms”. Each DFS farmer is supposed to recruit
and train 5 more DFS farms (similar to the network
or multi-level marketing approach).

Bobot agreed that the AT system was not very
effective in transferring technology to farmers, but
he also said that Dr Ladaga was not convinced of
the sustainability of the BEW approach.

Bobot thinks that mungbean is an interesting crop.
Price is around P30/kg. Insecticides are necessary
due to pest problems.

The policy issues of organic versus
conventional agriculture needs to be clarified
by the Co-directors and PPO Managers.
It should be noted that in terms of delivering
macro nutrients (N, P and K), organic
fertilizers can be more expensive than
inorganic fertilizers. This should be
understood by all those people who
recommend organic fertilizers. However,
organic fertilizer could be used to compliment
inorganic fertilizers because they can provide
other benefits such as organic matter and
micro nutrients.
Could the FFS approach be applied to
Entrefarm training?
It is suggested that the production manuals be
expanded to incorporate information on
markets, inputs, economics, and credit. It will
be more efficient and cost effective if the
manuals are prepared at the program-wide
level, rather than within each PPO.
It is suggested that a way be sought to provide
BEWs with sufficient financial reward for
their job. Two suggestions are:
= BEWSs be paid by farmers who earn
income from a community plot that is
cultivated by the FFS students as a
part of the learning process. This has
been successfully achieved in Africa;
Eddie can provide further details.
= Where an UBA-based enterprise is
developed that depends on the
products of the farmers, the
enterprise should be encouraged to
employ the BEW to help them
increase the income of the enterprise
(e.g. through increasing productivity)
Mungbean should be investigated as a
potential cash crop for UDP farmers. A study
of the market would be a good start.

Meeting with Toto, Data Controller, PPO4.
Toto said there was a database of buyers or AMIS
incorporated in the 1% version of the UDP MIS, but

Eddie needs to discuss the MIS/GIS with
coordinators of MED and RM, and Alan.
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not in the current second version. The UDP MIS
contains the logframe, AWP, a picture library, and
an electronic document database. The UDP MIS is
different from the LGU’s MIS. The two MIS are
not linked. The LGU MIS contains databases for
land tenure, forest management, and land use. It is
maintained by the LGU.

The GIS contains sitio profiles, history, and
projects. The AMIS is supposed to be maintained
by the MED Specialists. There are two programs
that could be used: Access or Reflex. Toto says ex-
SMAP people prefer Reflex because it is “more
sophisticated and it can produce more data”. Toto
prefers Access because it is easier to use.

Brief wrap-up meeting with Wendell, MED
Specialist, PPO4. e-mail: udpo4sar@moscom.com
Entrefarm: He is planning to use outside
organizations to provide this training.

Outside organizations: PPO4 is planning to
contract USM to undertake some MED activities.
AMIS databases: He is no knowledge of these.
UBA-based community stores: they have a target
of 6. Already one has started in one UBA (Nalus).
Organic banana production for Japan: Ike and
Wiebe visited an enterprise in Tupi, SouthCot that
wishes to expand to include more farmers. Dell
said that there were 2 — 3 UBAs in Sarangani that
were close to Tupi and therefore might be able to
tap into that operation.

Monthly MED Meeting: Dell thinks it is good for
the MED Specialists to get together once a month,
not every quarter.

It sounds like a good idea to use outside
trainers for Entrefarm because the MED
specialists and MPP do not have time to do
this training.

For all MED activities, PPO4 should also
consider using the services of the Business
Resource Center as well as other business
development service provider (e.g.
MASICAP - see below). This approach is
more sustainable.

The MED specialists should consider
themselves as MED Managers who manage
the activities and the outside specialists who
provide MED services.

Why have the LGUs been supported to do
agricultural extension and MED in-house;
surely it is better to leave these activities to
existing specialists?

It now seems unlikely that a monthly MED
meeting will be held in January, but a meeting
should be organized in February.
Opportunities to produce organic bananas for
export should be further investigated. Besides
the organization that is operating in Tupi there
is another organization called Alter Trade
Corporation.

Meeting with MASICAP: Medium and Small-
Scale Industry Coordinated Action Program of
DTI. Headquarters is in Davao. The program
employs young business graduates to help
entrepreneurs prepare business plans and to use
them to seek external finance. They do not identify
opportunities for investment. Besides Sarangani,
the only other UDP province where MASICAP
operates is Davao del Sur. Their cost of their
service is covered by DTL

PPO4 could ask MASICAP to prepare
business plans for existing UBA-based
enterprises (such as the abaca/coffee coop in
Maligang) or the planned UBA-based
community stores.
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Appendix 4

Notes on Visit by Eddie Vernon, TA MED Specialist, to PPO5 South Cotabato, 27 -
30 January 2004

Following are field notes (plus comments on feasibility studies) relating to enterprise
development in South Cotabato, PPO 5. Recommendations are underlined.

Brief review of the report “Feasibility Study on Vegetable Production” written by
the Institute for Small Farms and Industries, Ateneo de Davao University (undated).

Superficially the report appears very thorough and well researched with lots of tables and
data on trade volumes, prices, costs and projections, etc. However, it contains some
fundamental weaknesses that suggest the authors do not really understand marketing
and the business of making money from vegetable production, especially organic
vegetable production. For example:

= Page 1: It is stated that the business shall be called “South Cotabato Organic
Vegetable Production”. But on page 11, the cultural practices for bulb onions
include application of what appears to be 42 bags of inorganic fertilizers.

= Pages 4 — 6 provides analysis of supply and demand for 6 targeted vegetables in
two markets and estimates a gap in supply of 250 tons/year. However, page 27
projects that the total 90 hectares will produce 575 tons/year — i.e. more than
double the so called supply gap. In the case of cabbage, the projected output
(364 tons) far exceeds even the total demand (171 tons). Therefore, in view of
the large scale of the business in relation to the two local markets, it seems that
research of other markets (e.g. Davao City and beyond) should have been
undertaken.

= A very important aspect of vegetable production is selection of the most
appropriate variety because this impacts upon both production and marketing,
and consequently the profitability of an enterprise, but there is no reference to
varieties.

= The production quantities are all based on %4 hectare plots which in turn are
divided into sub-plots of 417 sq.m. Surely the production areas should be based
on the profitability of the different types? For example, bell peppers are more
profitable than cabbage, instead of growing 417 sq.m. of each, why not increase
the area of bell pepper and decrease the area of cabbage? In fact no attempt has
been made to identify which vegetables are most profitable. Pages 22 and 23
provide income statements for the 6 crops which (if the data were reliable) could
be used to determine which crops are profitable, but analysis in terms of
percentage net income has not been done. In any case, there are no individual
crop budgets (giving details of costs like labor inputs, fertilizers, seed, bio-
pesticides, etc), to support any such calculations. This is a serious omission for a
feasibility study.

= The report describes which times of the year prices are higher and lower. This is
good, because it is generally advisable to time production so that the crop is
harvested when prices are high. (This is the type of advice and information that
extension agents should be giving to farmers). However, table 7, page 13, is titled
“planting calendar”, but taking into account the time between planting and
harvesting a crop, it does not seem to match the seasonal price data given in
Annex A, page 32. For example, table 7 suggests that carrots can be planted
from June to December and if it takes say 3 — 4 months to grow a crop, then it will
be harvested in the period September — April, but three of these months coincide

23



End of Mission Report of the Marketing Specialist — 8" March 2004

with months of low prices as shown in Annex A. In any case, the study suggests
that that equal areas of each vegetable will be grown in the high-priced and low-
priced periods; i.e. it completely ignores the timing of the high and low-priced
seasons.

= Page 7 gives advice on promoting the products, but it does not mention one of
the most important methods, especially if the vegetables are to be marketed
organically and that is packaging.

= Normally, growers of organic vegetables in other parts of the world want to
market there vegetables as organic vegetables, not just ordinary vegetables. This
normally requires some certification of the products by a third-party independent
and accredited inspection organization. This issue is not discussed in the study.

= The reports uses data from a report “UDP Vegetable Market Research 2002” and
describes the demand of two major markets (GSC and Koronadal); it also
mentions that 15% goes to retail outlets, 30% to institutional buyers and 55% to
the wholesale markets. However, the report does not identify which buyers the
business would sell to; this type of information would be valuable. For example,
during a visit to DTI (South Cotabato) on 28 January 2004 it was learned that fast
food companies like Jolibee, KFC and MacDonalds were seeking vegetables like
bell peppers, therefore if these buyers could be contacted and agreements made
then this is the type of information that would be good to include in the feasibility
study or in a business plan.

Initial meeting with “Loloy” MED Specialist, PPO5

Upon arrival at PPOS5, Loloy presented Eddie with about one dozen one-page sheets
outlining each of the existing and potential enterprises being assisted by UDP in South
Cotabato; approximately one enterprise for each of the 12 barangays covered by PPOS5.
Each sheet outlines the current situation, strategies for improvement , relation to
component interventions of the specialist concerned, the persons responsible and a
monthly time frame.

Without going into too much detail, a general point that particularly concerned Eddie was
that most of the enterprises were for different types of product, (though there were two
peanut enterprises and two ube enterprises). There is nothing wrong with this per se, but
the wide range of products means that a lot more work has to be done in terms of
marketing research, product development, training, organizing credit packages, etc.

It is suggested that it would be more efficient, particularly in terms of utilizing the scarce
human resources of UDP and the LGUs, if a smaller range of products could be
developed but applied to more of the barangays. For example, perhaps the range of
products could be limited to bananas, peanuts and coffee (or whatever is most
appropriate) and each of these products could be developed in at least 6 barangays per
product ; some barangays could focus on more than one of the prioritized products. The
aim would be to streamline the work of development staff and work smarter rather than
harder.

Another point, closely related to the above, is that for many of the enterprises, it is
mentioned that there are “no ready buyers” [identified?]. If buyers have not yet been
identified (and there is no guarantee that they will ever be identified, then why has that
particular product been selected and why is the UDP team planning to undertake other
activities like setting up production facilities, procuring planting materials, providing
training, etc. These activities cannot be planned until buyers have been identified. It
appears that the team in PPO5 is confused about the difference between selling and
marketing. They appear to be production-oriented and feel that the way to develop an
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enterprise is to first select a product, produce it and then find buyers (i.e. sell it).

It is recommended that the UDP team should adopt a market-oriented approach and
first find buyers in need of a product (i.e. undertake market research) and only then
consider assisting and organizing farmers to produce it. In some cases, large buyers
have already been identified for several products including coffee (Nestle), high quality
copra (Cargill), cardava banana (a dozen chip factories), cassava (SMC), etc, but none of
these products are targeted by the 12 enterprises in South Cotabato.

Note that like other MED Specialists, Loloy had never been provided with a copy of the
report of the survey of banana chip processors carried out by PPO1 in March 2003, so he
was not even aware of the opportunity for cardava banana production (which could
potentially increase the incomes of thousands of UDP-farmers by several hundred per
cent!l). This seems to indicate either a lack of coordination by the MED Coordinator, or a
non-functioning MIS or a lack of ability of MED Specialists to use the Internet because in
fact the report can be downloaded from the Internet (by anybody in the world)!

It is recommended that:

= All MED Specialists are trained to use e-mail and the Internet;

= The MED Coordinator, or a person designated by her, should make it a routine to
circulate news and information to all MED Specialists by e-mail;

= The MED Specialists should also send relevant information to the coordinator
and automatically copy it to their colleagues; and

= All useful documents should be accessible via the Internet and the Specialists
should check the relevant site on a regular basis. (The e-mail from the MED
coordinator would inform the others when new documents were uploaded).

Short discussion with Edna, Chief of Technical Operations, PPO5

Regarding the organic (“native Cavendish”) bananas being produced by non-UDP
farmers for the NGO MOVE, Inc. in Tupi, Edna thought that perhaps 4 out of the 12 UDP-
covered barangays in South Cotabato might be suitable for growing such type of
bananas. Some DFS farmers had been taken to visit the organic banana farms.

It is recommended that contact be made with the organizations that buy the bananas (not
just the individual growers) to see if they are interested to cooperate in expanding
production amongst UDP-assisted farmers. In this case, the buying organizations are
MOVE and Alter Trade Japan (MOVE is exporting to ATJ).

Meeting with Mr Romy Nalasco, grower of organic bananas in Tupi

Mr Nalasco had already been visited by Wiebe and lke; the following information is
intended to supplement that already reported by Wiebe in his memo “Field visit to Tupi”
dated November 14, 2003.

Mr Nalasco has now retired from his position as bank manager. He has expanded his
area of banana from 0.75 hectare to 3 hectares. The price is still US$2.80/box regardless
of grade. The bananas are harvested by workers of MOVE and taken away to be packed
elsewhere. This means that Mr Nalasco cannot know how many boxes are packed, but
the relationship is based on trust. He provided the phone number (09209032950) of Mr
Moro Lito Apusen who represents MOVE in Tupi (see notes below).

He said MOVE can finance growers, but he financed his farm using his own funds. He

said MOVE did not charge interest but deducted a 25% charge from sales to cover the
cost of inputs.
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Mr Nalasco is also experimenting with vermiculture (worm culture) producing African
night crawler worms to produce organic fertilizer. These worms can eat banana waste,
rice straw, saw dust, ipil ipil leaves, corn cobs, etc.

He is also producing Effective Microorganisms (EM) to produce fertilizers. The liquid is
sprayed once per week on the bananas to control bacteria and diseases. One of the
ingredients is raw sugar and Mr Nalasco actually a glass to show how good it tastes!

Meeting with Mr Apusen, representative of MOVE, Tupi.

Mr Apusen (“Lito”) explained that MOVE was an NGO with social development objective.
His brother runs the NGO at its office in Davao. MOVE sells the organic bananas to Alter
Trade Japan (ATJ). This Japanese fair trade organization previously (and perhaps still
does?) purchase organic bananas from Alter Trade Corporation in Negros, but faced
problems with typhoons damaging the crops, hence the sought supplies from Southern
Mindanao.

It so happened that at the time of the visit the Japanese representative of ATJ was
visiting Tupi. Upon request the Japanese lady provided her business card, but then
entered into the house; she did not speak even one word and there was no chance to
interview her. Her business card provided the contact details of ATJ and MOVE so an
attempt will be made to contact her later in Davao or via e-mail if she is in Japan. It is
important to better understand ATJ’s situation and their demand for organic bananas.
(Telephone number of MOVE in Davao is 82251214)

Lito explained that MOVE started operations in 1999. He had previously been a
consultant to local banana companies when he had a meeting with the President of ATJ
and learned about their activities and problems in growing a native Cavendish banana
(Balangon variety) in Negros. Eventually they agreed to cooperate and develop
production in Mindanao.

They had originally planned to work with IP people, but failed because the technician
they hired at that time wanted to apply conventional Cavendish-growing technologies to
the native variety. Hence they ended up working with non-IP farmers in Tupi. However,
they are still interested to work with IP people and so could be interested to cooperate
with UDP in areas where there are IP people. Lito was recommended to make contact
with Mimi, PPO5 (he had never met her).

Lito was asked if it was true that there was a strong demand for the organic bananas, but
supply was not enough? Initially he seemed reluctant to confirm this — perhaps he was
worried that UDP might get involved and compete with their trade? He said that both
production and marketing were constrained. But later he did say that the Japanese lady
from ATJ had expressed displeasure during her current visit because MOVE was not
producing enough volume. (They are currently shipping about one container per week). It
is for this reason that it would be useful to hear ATJ’s side of the story. There may be
potential to cooperate with MOVE or perhaps to promote a separate organization to deal
directly with ATJ. Therefore it is recommended to make direct contact with ATJ and also
to further discuss potential for cooperation with MOVE. Cooperation with MOVE would be
the easiest approach because they already have the experience and systems in place.
Note that their main constraint is finance — they are unable to expand production rapidly
due to lack of finance for the growers. Linking with UDP could help if farmers can excess
finance from the FSC or UDLF.

Visit to the Bagsakan Center of Glandang-Kablon, Tupi.

Interviewed Mr Fenmor Macobalus, “Tatay” (secretary of the management committee)
and Mr Piang (manager).
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The bagsakan center was “launched” on 8 August 2003, started operating on 28 August
and closed on 28 September 2003. It is now dormant. It cost P150,000 for materials plus
free labor contributed by the farmers. It appears that no meaningful feasibility study was
done, i.e. there was plan on how it would be used to help farmers link with markets. It is
apparent that the center was not actually built to benefit the farmers but for other reasons
that will not be mentioned here.

Six members of the UBA had taken a loan of P2,000 each from the local FSC in Kablon.
It seems that due to the dishonesty of one member who was assigned to take the groups
vegetables to market, they lost nearly all of the money. They subsequently replaced the
“salesman” with another person and have now started to recover some of their losses.

They have an arrangement with a lady (Ms Araceli Apolinario) in the village operating a
trucking business. They provide a quantity of vegetables to her and she takes them to
market (together with vegetables from individual growers in the same area) and pays the
6-member group the wholesale market price less P30/bag to cover the transport costs.
The vegetables are taken directly to her home, not to the bagsakan center. Her truck
carries about 5 tons.

The group claims that they now get a better price than before. For example, for a bag of
chayote the lady might sell at P120, so the group will receive P90 and this P30 more than
other farmers are getting who sell for only P60. The question then was why other farmers
did not wish to join the group? They said it was because the other farmers were indebted
to traders/financiers who they could escape from. It was for this reason that the group
would like to raise more finance in order that they could refinance debts of the other
farmers and encourage them to join together. However, in view of the poor track record
of the group regarding their existing loan, it is unlikely that they could obtain a new loan
or even be expected to use it profitably.

It seems that the weakest aspect of this group is the lack of a clearly identified market
opportunity and a plan to exploit the opportunity. Therefore, if PPOS5 is serious to help
this group, it is recommended that an opportunity be identified and a plan be developed.

For example, they mentioned that they used to grow potatoes on a contract basis for
supply to a processor in Manila (Leewayway Company?). Some farmers still grow
potatoes for the local market. Prices seem too high at P25 and with quoted yields of 8 —
15 tons the crop would appear to be very profitable; however they say investment costs
are high and they cannot afford to invest. They mentioned Mr Jose Custodio in GSC who
is involved in contracting potato growers. It is recommended that someone contact this
person to find out if there is any potential to grow and market larger volumes of potatoes.

Note that it was later learned from DTI that fast food restaurants like Jolibee, KFC and
MacDonalds were seeking bell peppers, mushrooms and potatoes (pizza chains could
also be seeking so-called high value vegetables). It is recommended that UDP contact
these companies to explore any opportunities to link this group with these buyers.

Consideration might also be given to helping the group develop “new” products, but the
market will need to be researched to find out what is actually new in the market. For
example, cherry tomatoes may or may not be a product that is new in Mindanao, likewise
yellow tomatoes, red radishes, yellow and purple varieties of bell peppers, various types
of Chinese vegetables, various types of melons, seedless and yellow watermelons, etc.

Loloy mentioned that strawberry had been considered as a potential crop for the group.
Fresh strawberries (pre-packed) were seen selling in a supermarket in Koranadal at a
price of P280/kg. This price seems attractive, but the farm-gate price and size of the
market would need to be investigated.
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It should be noted that fresh strawberries are very perishable but it is interesting to note
that many major retail stores throughout Thailand now sell dried strawberries produced in
Thailand. The dried strawberries are marketed in attractive sachets as a snack
food/confectionery item. Drying the strawberries would also increase the value per unit
weight, thereby making transport costs less of a barrier to reach distant markets
(including export markets). It is possible that the same foreign companies that buy dried
mangoes and banana chips could be interested in dried strawberries.

Strawberries prefer a temperature range of 15 — 25°C, but rain protection is advisable;
this protection could be in the form of a low-cost bamboo-framed greenhouse with a
plastic roof. The sides could be left open or covered with white aphid-proof mesh. The
structure could be designed to be moved each year so that the strawberries could be
grown in fresh soil.

In case of lack of electricity for drying, solar drying may be the most appropriate
technology (not on the floor of basketball courts but in hygienic plastic covered drying
boxes). For more information on solar drying, the consultant recommends “Producing
Solar Dried Fruit and Vegetables for Micro- and Small-Scale Rural Enterprise
Development®, published by the Natural Resources Institute <www.nri.org>. The
publication includes 4 practical handbooks on assessing opportunities, dryer
construction, practical aspects of processing and business profitability.

Another consideration when growing strawberries is planting materials. Most commercial
strawberry varieties are propagated vegetatively starting with virus-indexed mother plants
that are produced in tissue culture labs and raised in aphid-proof greenhouses. However,
there are now some varieties that can be raised from seeds. Buying seeds should be
easier than buying live plants. In addition, some of the varieties that can be grown from
seed include the alpine species that bear smaller fruits (they are almost a wild type of
strawberry), but are more fragrant and flavorful and can command higher prices in certain
niche markets. These strawberries are rarely grown commercially because labor costs for
picking the small fruits are relatively high, but with the low opportunity costs for labor in
the UDP area this would be less of a problem. The alpine strawberries should make an
interesting dried product that would be different from that produced by other producers of
dried strawberries. Alpine strawberries can also be used to make a gourmet jam.

There are a several varieties of alpine strawberry and so it would be necessary to obtain
seed samples and try as many as possible to find the most suitable from a production,
processing and marketing point of view.

Besides alpine strawberries, there are also other types with larger fruits that can also be
raised from seed, including some new F1 hybrid varieties. For example, the Dutch
variety, “Elan F1”, can produce 800 grams per plant of delicious/sweet fruit high in
vitamin C. It is day neutral and does not need cold treatment. It can be harvested 6
months after planting. It needs rain protection. In Europe they plant 35,000 plants per
hectare, so yields could reach 30 tons of fresh strawberry per hectare. The breeder of
this variety suggests another variety, “Karan F1”, may be better for drying because it has
a deep red coloured flesh. Seeds of both varieties are distributed in Thailand by
Syngenta Seeds Limited, Mr T Kampol Treesahakjat, 159/30 Vibhavidi Rangsit Road,
10210 Laksi, Bangkok, tel +66 2 973 555, fax +66 2 973 6068. Perhaps the local office of
Syngenta also distributes these varieties?

Other seed-grown varieties including alpine types are: Alexandria, Baron Solemacher,
Cezan, Diogni Mese, Four Seasons (Quattro Stagioni), Mignonette, Queen of the Valley,
Yellow Wonder, Sarian, Sweetheart F1, Temptation, Verbesserte Rugen, and Tempfress.
Suppliers of seed can be found via the Internet.
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On the other hand, it is very doubtful if UDP or LGU staff are able to undertake New
Product Development activities such as suggested above.

Other information gathered: The center is about 30 km from GSC. The group has a VHF
radio and they are waiting for the 2-way system to be installed in GSC. They are getting
about 4 tons/hectare of corn, applying 2 bags of 14:14:14 and 2 bags of 46:0:0 per
hectare. There are about 100 members in the UBA.

Case Study of Strawberry Production in Thailand from UNESCAP
http.//www.unescap.org/rural/bestprac/strawberry.htm

Thailand's Department of Agricultural Extension assigns officers in the highlands to work
with ethnic minorities in promoting proven rural poverty alleviation practices. The
temperate climate in these areas favours the production of strawberries, a lucrative crop,
because demand is high and profit margins are large.

In one valley, an extension officer profiled 26 families growing strawberries on adjacent
plots. While most growers obtained a net profit of US$190-245 per rai (one acre = 2.5 rai),
one grower consistently achieved a net profit of US$542 per rai, more than double the
average net return. The officer approached the successful farmer with the request to train
his neighbours on his methods. Interest among his neighbours was high. The training was
offered at no charge, on condition that the neighbours contributed labour at each step of
the process. In this way, the successful farmer obtained free labour for the entire season.

One trainee was selected from each of the 25 neighbouring family farms and given hands-
on training on each step of the procedure. After they returned to their own farms, most
trainees were able to double their income that year. The enhanced cooperation also
encouraged families to sell their produce as a group, furthering their bargaining power.

Market potential was excellent. Demand for strawberries far exceeded production-yields.
Afttractive berries were sold at premium prices to the national airline flight kitchen, while
lower quality berries were sold to agribusinesses to produce strawberry jam.

Meeting with “Alice” and “May” at the Agricultural Training Institute

They have been cooperating with UDP since 2000. They have helped with training BEWs
in how to assist the UBAs. They have also provided training to BEWSs in technologies
such as:

DFS (including SWC, contour farming, SALT)
Paravet

Nature Farming

Plant Propagation

It seems that they had not provided any FFS in improved production technologies for
cash crops.

Meeting at the Municipal Agriculture Office of Tantangan

Met with a number of UDP and LGU staff including Alfonso “Fons” Villa, Marketing Point
Person, Tantangan, telephone 083 2287506 and Nara, MSO.

Asked why UDP had not done more to help farmers increase their incomes, Fons said
that farmers have land, but lack initiative and ask for government dole outs. He said that
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is the problem. (Blaming farmers seems to be a favorite excuse of government staff for
doing nothing to help them).

An Agricultural Technician blamed the high price of inputs. (Another smokescreen
excuse. The price of inputs is not much different from prices in other SE Asian countries)

Another person blamed the unfavorable climate; he said in Tantangan the dry season
was more pronounced. (But surely it is not as pronounced as in Luzon or Vietnam or
Thailand, etc. In any case there are many crops that do better with a dry season — such
as cassava, sugar cane, many types of fruit trees, sweet tamarind, etc).

They also chose to highlight a group of 15 farmers who had borrowed P3,000 each and
did not repay the loan. Apparently they were Muslims; so religion was also made a
scapegoat. (Does the FSC allow for the fact that Islamic banking does not allow the
charging of interest?)

Mungo is an important crop in Tantangan. A price of P35/kg was mentioned; this was
later checked at an eatery which said they paid P35/kg for mungo. Main markets for the
mungo are Koronadal City, GenSan City and Tacurong (sp?).

It was suggested that if the dry season was a constraint then cassava might be
appropriate because it could continue growing without rain for longer periods than other
crops and there was demand from SMC and other animal feed producers. (But
apparently Mimi does not want UDP-farmers to grow cassava).

Visit to the Bamboo Furniture Enterprise at Barangay Poplacion, Tantagan.

Met with Jun, President and Nari, Vice-President. This “group” had received training, etc,
from UDP and DTI (some under a UNIDO project). They previously produced low-value
traditional style bamboo furniture. They were trained to produce higher value Japanese
style bamboo furniture. They received an order worth P40,000 from a lady in Davao after
they had supplied a sample. However, upon delivery of the goods, many items were
rejected as being of lower quality than the sample. As a result, most of the group
members lost interest and reverted to operating as individuals producing the traditional
style furniture. It is understood that the group received a P10,000 loan through UDP to
finance the above deal, and the loan has never been repaid.

Nari, the Vice-President, was still making the Japanese furniture by himself and selling
about 3 sets per month. A simple analysis of the costs and incomes from producing the
two types of furniture indicated that the production of the Japanese products was much
more rewarding due to the higher price and higher profit margin. So why did the others
still not produce the Japanese furniture? It was because they could not find buyers.
Asked why Nari did not ask as a middleman and ask them to produce for his customers,
he came up with various reasons such as lack of finance, lack of sufficient demand, lack
of special power tools, etc.

Regarding lack of demand, Eddie said that he expected he could find a company on the
Internet that would be happy to buy large quantities of their products and export them by
the container load to Japan. Nari then revealed that in fact he had already established
contact with a cooperative in Cebu (Wood Producers Association of Cebu) who had
offered to provide training and to buy their products.

Eddie also suggested that it would be more efficient for the different households in the
area to each specialize in producing particular parts of a piece of furniture to be later
assembled either within the group or by the customer (this would also reduce shipping
costs). Apparently this was already under consideration. There also scope to produce
semi-processed products for the Cebu coop.
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It is recommended that another meeting between the Cebu coop and the group be
facilitated.

At the site of the meeting was a large tamarind tree bearing fruit. It fruit was said to be
sour. A tamarind tree bearing fruit was said to be a sign that the area has a dry season.
In Thailand, sweet tamarind is an important high value tree crop. It is very delicious and
typically retails for P100+ per kilogram. Therefore perhaps sweet tamarind (which
appears not to be known here) could be introduced to this area? It is recommended that
sweet tamarind considered as a potential tree crop for this area.

Meeting with Jose Del Carman (“Saldi”) of DTI, South Cotabato

Saldi explained that the bamboo group had been and still is receiving support from
various organizations besides UDP and DTI including the Chamber of Commerce of
South Cotabato — the group was a member of the Chamber’s Forest-based Industries
Association that included other bamboo processors, wood processors and bamboo
growers. The group will be receiving further training this February in improved finishing
techniques. More institutional strengthening is also planned. He said the group was
expected to sign a MOA with the Cebu coop. It is hoped that the group will visit Cebu
again in February — the Cebu coop has offered to pay half the expenses for the trip and
DTl is hoping to fund the other half.

There is also a UNIDO project that is expected to be able to provide some assistance to
the group.

He said the group should have a showroom next to the main highway to enable direct
sales to consumers and generate cash flow, but it would be difficult to finance.

Saldi expected that by June the group’s status will be much better than at present.
It is recommended that Loloy continue to maintain close relations with DTl and do his

best to ensure that the group does make the trip for a second meeting with the Cebu
coop in February.

Regarding other DTI cooperation, Saldi mentioned a potential UDP flower project in
Barangay Paolo 3 — Kablon. DTl is involved under the CARP program. Loloy’s profile for
this enterprise indicates that there are “no ready buyers”. Saldi said there was a good
market and that large quantities of cut flowers are being shipped from South Cotabato to
Manila and the exporters need more flowers. He mentioned one farm of 45 hectares
named “Blooming Petals” in Tupi. It is recommended that (if PPO5 wishes to develop a
cut flower enterprise) that potential cut flower buyers be contacted to assess demand and
scope for cooperation.

Saldi also mentioned strawberries has having good potential. He said UDP managers
were doubtful that a market existed, but he said that a processor in Tupi (Kablon Farms)
was interested in purchasing strawberries to make jams, etc. He also mentioned that Dr
Manito Ong (in Koronadal) had developed a technique for solar drying of mangoes that
could be applied to strawberries. It is recommended that (if PPO5 is interested to develop
one or more strawberry enterprises) that contact be made with Kablon Farms and other
processors and with Dr Ong, to gather more information on market potential. Loloy said
he has requested funds to take a group of farmers to strawberry production in an upland
area north of Davao City. Saldi said there was one local grower of strawberries but he
had abandoned his crop due to lack of a market. It seems that his berries were too large
for the processor; (this highlights the importance of growing the right variety). There may
have been other reasons and it recommended that more information should be obtained
directly from the ex-strawberry farmer.
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Saldi also mentioned an interest expressed by the Cebu co-operative in a bag and hat
weaving enterprise in one of the UDP areas. It is recommended that (if PPO5 is
interested to assist the bag/hat weaving enterprise) it should facilitate DTI’s efforts to link
the enterprise with the Cebu cooperative.

Meeting with “Mimi”’, Manager PPO5

Based on his review of the enterprise profiles presented by Loloy, Eddie emphasized the
importance of conducting thorough market research prior to investment in production
activities. Mimi responded that in fact studies had been made of the markets for peanuts,
vegetables, garlic and bamboo furniture. Eddie was not able to comment on the quality of
these studies as he had not yet seen the reports. Mimi said that some of the reports had
already been provided on a diskette during the previous visit in December and should
also be available in the PMO library. Eddie will review these reports at a later date.

Eddie also suggested that it might be more efficient and effective if her staff focused on
developing a more limited range of commodities. The opportunities to develop coffee,
cardava banana and cassava were given as examples. Mimi said she was not interested
in cassava.

Eddie explained that he understood that marketing information from other PPOs was not
being disseminated by the MED staff at PMO level, so that for example the March 2003
report on the big opportunity for cardava banana was unknown to Loloy until Eddie
presented him with a copy of the report on 27 January 2004.

Mimi said that there was a lack of clear guidelines from the PMO on how to undertake
Marketing and Enterprise Development. Eddie agreed that he too was not clear about
how the MED Coordinators (past and present) intended to achieve their objectives. It is
recommended that Eddie and the MED Coordinator and Specialists should develop a
methodology that the PPO MED Specialists can follow to achieve MED objectives. Eddie
will make a first draft and present to the others during the first half of February 2004.

Eddie also attempted to express his opinions on the debate that seems to be occurring
within the project regarding organic versus inorganic. Eddie said he thought that organic
farming made good sense where it provided a farmer with increased income (for
example, organic growers of rice in Thailand make a higher income than conventional
rice growers due to higher prices and lower costs despite lower yields). In markets where
organic growers did not receive a premium price but simply made less money due to
lower yields then growing organically did not male economic sense, though of course a
farmer is at liberty to choose not to use pesticides, inorganic fertilizers, etc, for other
reasons (e.g. personal safety, environmental, etc). Eddie also thinks it is wrong to think in
terms of organic versus “conventional” agriculture because the modern trend is moving
towards integrated crop production using both organic and chemical approaches. These
views will be elaborated on in a separate document to be written shortly by Eddie,
because, (to take a phrase borrowed from elsewhere) - “fruitful discussion requires less
fundamentalist fervor and much better knowledge of the subject”; and Eddie would like to
present more knowledge on the subject.

Meeting at the Municipal Agriculturist’s Office in Tampakan, South Cotabato
Among the people present were Agricultural Technicians (including “Marilyn”, “Roy” and
“Nonoy”), “Edo” the Marketing Point Person, “George” the MSO, “Tony” the MPTL and
Municipal Agriculturist, and Loloy. In order to emphasize the market-oriented approach
that was needed to develop an enterprise, Eddie selected one of the potential ube
enterprises as an example. On the profile sheet was a statement “no ready buyers”. Edo
was asked if he knew of any potential buyers and in fact he did know about Magnolia
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(DTI had informed Eddie and Loloy the day before that Magnolia were seeking suppliers
of ube). He know that they required an initial one ton sample to gauge the quality before
engaging in any contract farming agreement. He did not know what price they paid or
how much they needed to buy. Someone said the price of ube ranged from P5 — 20/kg. It
is recommended that someone (Loloy and Edo with assistance from Eddie?) make direct
contact with Magnolia to better understand their needs, obtain more information on
producing ube and explore potential for cooperation.

Another issue in Loloy’s enterprise profile was the lack of planting materials. Tony said
the materials were scare and price high. He quoted P15 — 25 for matchstick sized
seedlings. George said that at that price investment costs would be high and farmers
would have problems getting finance.

Eddie suggested that even if a buyer was found, then it would be important to develop a
crop budget to determine if the crop was profitable or not. Information on prices, yields
and production costs would need to be compiled. Loloy thought that the SAD Specialist
already had this information; Eddie doubted that was the case (later confirmed by the
SAD Specialist).

It is recommended that when developing a new crop enterprise, the SAD Specialist be
called upon to assist preparation of a crop budget, to identify a source of planting
materials, to develop a technology package and to organize farmer training (e.g. in the
form of a FFS).

It is recommended that the RFS Specialist be called upon to assist in the development of
a crop production loan that links with the technology package develop by the SAD
Specialist.

It is recommended that the MED Specialist acquire as much information as possible
about the production, processing and marketing of the concerned crop/product. He can
either do this himself or contract others to find out for him. This entrepreneurial activity is
very important.

Visit to Paolo 19 to discuss an existing peanut enterprise

(Comments on the feasibility study for this enterprise are given in the next section, see
below).

Marilyn is the Agricultural Technician assigned to this barangay. She received a monthly
allowance/supplement of P700 that is intended to be used for travel costs and to cover te
costs of meals in the field, but the jeep fare from the Municipality to the Barangay costs
P60 for the return trip; if there is no jeep and she uses a “sky lab” then the fare is P80
one-way. For this reason alone, it seems unlikely that she will spend as much time in the
field as she should.

At the Barangay Extension Center (constructed with UDP assistance) 7 members were
met including “Felix” the president of the UBA. The UBA is large with 265 members.

The most important cash crop in the village is corn, followed by bananas, vegetables and
then peanut. This simple information suggests that UDP interventions to improve
incomes from corn and bananas through high productivity, value-adding and better
marketing would be beneficial; but it seems that such opportunities have been neglected.

It is recommended that a Farmer Field School for improved corn production be provided.
This should include helping the farmers improve post harvest operations (drying, shelling
and storage) and marketing (selling kernels, not cobs and by weight, not by the bag,
negotiation, group marketing, monitoring market prices).
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Regarding banana, they said there was no problem in finding buyers because many
traders came to the area seeking bananas; some of the traders are based in the
barangay. The farmers are growing (in order of importance) Latundan, Lacatan and
Cardava. Prices of Latundan were P4/kg for class A and P2/kg for RX. Lacatan P6/kg for
class A, P5/kg for class B and P2/kg for RX. (One of the members later reported that the
price of Lacatan in the market of Koronadal was P7/kg for class A; it is worth noting that
farmers appear to be getting a fair price despite the widespread condemnation of
middlemen). Cardava price was P3.5/kg. In the 1990’s sales of banana used to be
around 5,000 kg /week, but were now down to 3,000 kg/week due to virus disease
problems. Farmers were still planting bananas, because the disease did not wipe out
whole crops, but killed plants here and there.

It is recommended that the SAD Specialist explore potential to gradually introduce
disease-free planting materials (tissue cultured plants) in defined zones where existing
plants are first eradicated before planting the materials. It is understood that it would be
difficult to persuade the whole barangay to eradicate existing banana plants, but could it
not be done in steps on a smaller scale (e.g. 2 hectare blocks or whatever)? While prices
are highest for Lacatan, it should be remembered that there two banana chip factories
seeking increased supplies of cardava banana, so production of both these types of
bananas could be developed. (It is recommended that contact should be made with the
processing plants before planting in order to confirm market demand discuss potential
cooperation).

Note that Ken and “Ben Hur” had visited this barangay the previous day and has asked
questions regarding the production costs of banana, peanuts and corn, so Eddie did not
discuss production costs. Anyone reading this should also read Ken’s or Ben Hur’s notes
to get a more complete picture.

Considering that peanut was the ranked 4™ as a cash crop, Felix was asked why it was
chosen for the basis of a group enterprise. The reply was that it was easy to sell. George
also added that it was attractive because of its nitrogen-fixing properties.

Market research had been done and plans made to link the enterprise with Jockers Food
Industries, a processor in Luzon. They needed peanuts of the varieties PN9 and PN10,
so certified seed of these two varieties was brought in from Cagayan de Oro. These
varieties produce less per hectare, but sold for a higher price and gave a better net
income than the existing variety Imelda. They used only one sack of fertilizer per hectare
(14:14:14) for the improved varieties, but do not use any fertilizer for Imelda.

Previously 20 farmers were able to produce 6,000 kg/crop with 2 crops per year; total 12
tons per year. Jockers needed a minimum delivery of one container (18 tons?) (per
week?). Since the group could not meet this requirement they sold instead to a trader in
Isulan. This trader does not have any variety preferences.

Selling price was typically P20 — 22/kg (in shell); compared with prices in Thailand, this

price seems reasonable. Yields are estimated at 1.2 tons/hectare (including shell). This
yield is very low and it is surprising they make any worthwhile income at such low yields
— the information from Ken and Ben Hur on production costs should be revealing.

The bad news is that the peanut enterprise has been seriously damaged by a plague of
rats which have wiped out their crops and left them with no more seed. Now farmers are
reluctant to plant peanuts. They have observed that plagues normally last about three
years and so they expect to wait two more years before the rat population dies down.
The AT had provided a poison but it did not seem to help, so they stopped using it and
instead they talk to the rats and ask for mercy.

34



End of Mission Report of the Marketing Specialist — 8" March 2004

It is recommended that the SAD Specialists search for alternative control methods (the
Internet is a good place to start); for example researchers in Australia are developing a
method called viral-vectored immunocontraception. GTZ once funded a project in the
Philippines aimed exclusively at rat control. The EU has been funding a project on
integrated management of rats in Africa for more than 10 years! Surely there are better
alternatives than asking rats for mercy? Until the rat problem is solved there is little
progress that can be made in developing a peanut enterprise.

The barangay does not have a telephone service, but it has electricity and a VHF radio
that will shortly be linked to the Bagasakan Center in GenSan. A price bulletin board was
seen outside the barangay extension center, but the board was blank except for the date
which was 3 September 2003. Clearly the board was not being used; this is a typical
problem for price boards in most countries. Perhaps it could be better used when the
VHF radio link to GenSan is established?

A few farmers grow mungo. It is recommended that mungo be explored as another high
value nitrogen-fixing crop. (Of course rats may damage the mungo too).

Coffee was seen growing on farms along the road to Paola 19 and there are presently
about 10 farmers growing coffee in the barangay. When coffee was suggested as a
potential crop the farmers first complained about the low price. Asked what low price they
were referring to, they said they sell fresh berries at P3.50/kg. When told that Nestle was
buying green beans at P40 and promoting improved technology that could give 2 — 2.5
tons/hectare, the farmers became very excited. They were very interested to benefit from
the training provided by Nestle. George also mentioned that the existing UBA nursery
could be used to propagate coffee planting material using the clones recommended by
Nestle. Unlike peanut, coffee is a perennial crop and it can be planted between fruit trees
benefiting from the shade they provide. Annual crops like peanut and mungo could be
intercropped between the coffee during the first few months. The information that Nestle
has to import 25,000 tons per annum simply because farmers in Mindanao are mot
producing enough was news to the farmers and UDP staff. It is recommended that coffee
be seriously considered as a potential enterprise for Paolo 19; note that this
recommendation should concern the MED, SAD, RFS and CIDE Specialists.

Comments on the feasibility study for the Paolo 19 peanut enterprise

The report lacks details of buyers but apparently these are detailed in a separate report
on the market for peanuts. It is recommended that Wendell in PPO4 obtain a copy of
these reports (i.e. assuming he does not already have copies). Likewise for any other
PPOs that are promoting peanut production and marketing.

In the section on foreign supply (page 3) it provides data for peanut production for the
years 1981 — 1985; for other countries the year is not given. More recent data can
obtained from the web site of the United Nation’s Food and Agriculture Organization

(FAO) at www.fao.org

In the section on domestic supply (page 3), it gives production data but it is not clear if it
relates to shelled or unshelled nuts. It also describes the Northern Mindanao Peaanut
Industry Association representing 50 — 300 peanut growers producing an average Y2
hectare each with average production of 1.5 tons per hectare. It has been rumored
elsewhere that the number of producers is much lower. Also, again, it is not clear of the
yield refers to shelled or unshelled nuts. Normally yields and production in other countries
refers to shelled nuts.

The section on domestic supply also reports that despite increasing consumption,

production has been declining. This is attributed to lack of organization and technical
support. The various problems described could be described as “low productivity” in
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terms of both yield and quality. Yet, this key factor appears to have been ignored in the
feasibility study. The report does not indicate how productivity will be increased. It tends
to focus more on the post harvest equipment. There is a section on “production process”
(see page 9) but it begins with harvesting.

The report mentions potential markets for peanuts and that the best option would be to
obtain a marketing agreement. However, marketing agreements and plans should be
made before actually investing in an enterprise, not afterwards. Again, this is an example
of a selling approach rather than a marketing approach.

It seems that the plan was supply 18 ton container loads to Jockers in Luzon, but in fact
this was never achieved. Tom Cunningham mention in one of his reports the need to
match markets with producers’ capabilities. So for example, in this case, if the group is
only able to produce 6 tons/crop, then it should be matched to a buyer who can accept
such as small quantity.

The study reports that “PN9 and PN10 are normally sold in the local market at P30/kg”; is
this price for shelled or unshelled nuts; at what level of the marketing chain — farmgate,
wholesale, retail? Note that the farmers say they sell their nuts for P20 - 22/kg unshelled,
but the report assumed that the farmers would sell their dried unshelled nuts to the group
enterprise at P13 — 15/kg. Pricing is obviously a key factor in determining the feasibility of
an enterprise so it deserves more careful attention.

Page 12 gives some information about storage, but it does not specify how the enterprise
would actually store its peanuts.

Mention is made of having a para-technician to help supervise and monitor the
production practices of the farmers. This is an excellent idea and the para-technician and
BEW could be one and the same person. The study proposed a salary of P3,000/month;
this would provide more of an incentive than the existing remuneration offered to the
BEW. Obviously this idea can only be realized if the venture can generate sufficient
volume of sales, hence the need to pay more attention to production issues. It is
suggested that if ever such an approach was applied that part of the para-technician’s
salary should be fixed and part based on volume of sales — this would give him/her an
incentive to increase production.

The plan for post harvest equipment assumes multiple units of strippers (4), shellers (2)
and driers (2). In fact, the capital needs of the enterprise could be reduced by starting
with fewer units and then expanding only as and when needed. The main investment
cost was to be a building; this could also have been reduced by initial constructing a
temporary structure made of local materials (bamboo, coco-lumber, thatch, etc).

Visit to the potential ube enterprise of Buto

Met with “Mariapaz” who is the BEW for this barangay which has 137 members in the
UBA. Total land area that would be available for ube production would was estimated at
about 100 hectares (though allowance would have to be made for crop roatation, etc).

She said there are about 20 farmers in the neighboring barangay who grow ube and are
selling to Cagayan de Oro. She estimated that they may grow %4 ha each. Only 10
farmers are growing ube in Buto. She is growing several varieties of ube including one
called “Kirampang” this is supposed to be the variety demanded by Magnolia. She got a
free sample of planting material from the other barangay. She is only growing 40 hills and
estimated a yield of 3 kg per hill. Ube is a climbing plant — it can be grown up live trees or
over a trellis system. She doesn’t use fertilizer. The crop takes 8 — 12 months — it can
stored in the ground better than outside.
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The ube sold for P10/kg locally.

Other key crops in Buto were corn, sweet potato, taro, coconut, banana (mostly cardava,
because Lacatan had been wipes out by disease or a pest?).

Mariapaz described some of the formulae for making foliar fertilizers as prescribed by the
Korean Natural Farming methods. Ingredients included fish, sugar, vinegar, shells, etc.
She had also received training in compost making, hedgerows, etc. She said some non-
UDP farmers had adopted the hedgerow technology.

As already recommended elsewhere in this document, more information needs to be
gathered on ube production and marketing.

Meeting with an ube farmer in the barangay next to Buto (outside the UDP area)

A group had previously had a contract (in 1992) with an ube buyer who had promised to
provide planting material (of the type preferred by Magnolia and valued at P15/seed)
together with other inputs, training and a guaranteed buying price (P7/kg). However the
group decided to sell the crop elsewhere for a higher price (P12/kg) and so the buyer
filed a case against the group. The group accused the buyer of not providing all the
inputs as per the contract. The case was settled and the group paid the buyer for half the
cost of the seed that he had provided. Most of the farmers have given up growing ube. It
seems that now grow crops such as durian and papaya; they are lowland farmers. The
farmer interviewed is still growing ube, about %z hectare. It is sold in the GSC market — a
traders comes to buy. Planting distance is about 0.3 x 1 m. It is trained over a low trellis
system comprising bamboo posts about 1 meter high along the rows on top of which a
wire is stretched and plastic strings hang down for the ube to grow up. Instead of wire,
the farmer said nylon fishing line (no. 10) was cheaper. The crop takes about 10 — 12
months. They apply fertilizer only one time. Main planting time is around May, but it can
be planted at any time. The plant goes dormant and the top dies back during the dry
season, after which it can be harvested. The farmers said the crop is easy to grow. The
tubers can be cut into pieces, so that the cost of planting material should be less than P1
per plant. The farmer could sell his ube for use as planting material or could contact
people in Cagayan de Oro who have material. The farmer used to sell to a processor
near Davao that semi-processed the ube into a powder or liquid, but that processors has
since closed down.

He said ube was well developed in Bohol and Leyte. He was willing to offer his services
as a trainer in ube production.

Besides ube the farmer is growing corn; he said the current price is P10/kg, but during
the main harvest period was just over P6/kg. Typical yields were 3.5 — 5 tons.ha using 6
bags of fertilizer.

He also sells papaya (large fruiting type) that is sold to a local cannery at P2.5/kg.

Note that by making a short visit to an existing ube grower situated on the road between
the municipality office and the UDP area it was possible to gather a lot of useful
information that would help the team to develop an ube enterprise. For example, it seems
that the report by the municipal agriculturist MPTL that planting material was scarce and
expensive was not accurate.

Meeting with “Ricky” SAD Specialist, PPO5

Ricky confirmed that the crop budgets that he had were provided by Ben Hur 2 — 3 years
ago, so would require updating.
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They were providing farmers with Large Planting Materials for crops like durian. They
provided a quicker return and had a higher survival rate. Apparently Dash is
recommending LPM. This seems sensible.

Regarding FFS, he said the local DA was providing FFS for corn, but so far, except for
fish, PPO5 had not provided FFS for production of any crops.

PPOS5 is promoting Korean Natural Farming. Many farmers already use inorganic
fertilizers.

It is recommended that the PPO5 SAD Specialist should try to give greater emphasis to
increasing farmers’ incomes through the development of cash crops for which markets
are clearly identified and through increased productivity. One of the ways in which
productivity can most easily be increased is through the use of high quality planting
materials and inorganic fertilizers. These can be used as part of an integrated crop
production approach, i.e. use of organic fertilizers, compost, green manures, etc, can be
included.

Visit to a bamboo furniture enterprise — JBH Bamboo Expression — Polomolok

The owner of this enterprise was involved in providing training to the UDP-assisted
bamboo group. He was not present, but his wife gave some information about the
business. They employ 10 craftsmen (6 full-time). They typically receive a 50% down-
payment from their customers. One customer pays 100% but with post-dated checks.
They said there is no problem with raw materials supplies. Net income was typically 25%
of the selling price. Competition is strong, but other producers are not interested to
cooperate, each has their own way of doing things. Customers include locals, but one of
their customers is exporting to Hawaii, Australia and Canada. This enterprise is too small
to be involved in exporting. They sometimes buy in from other producers. They do not
advance payments to other producers. The owner is planning to train other to work for
them.
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Appendix 5

Notes on Visit by Eddie Vernon, TA Marketing Specialist, to PPO 2, Davao Oriental
from 2 — 4 February 2004

Visit to Pintatagan Nito Weavers Association, Barangay Pintatagan

The group has 6 members from one sitio. “Brenda”, the President and the other 5
members were interviewed. They formed an association in 2000 with encouragement
from Percy (MED Specialist, PPO 2). There used to be another two members, but they
left when they learned that UDP would not be providing dole outs; they are now
interested to rejoin.

Under UDP they have received trainings in (a) business improvement, (b) production
skills, (c) upgrading product quality and (d) Entrefarm. They sell their products locally and
in Tagum City. Combined income is about P4,000/month. The constraints include the
time required to collect the raw materials, they are obtained from the forest and are
becoming increasingly difficult to find. They say the plant takes 15 years to mature so
cultivation is not a practical option. Instead Percy is planning to provide them with training
in bamboo weaving because similar types of products can be made and bamboo is
available. The group once made a business plan and submitted to the Co-op Bank of
Davao Oriental seeking a P40,000 loan for the purchase of raw materials, labor for
preparation, tools and a workshop. The bank went bankrupt. The planned training will
cost 60,000 and includes the cost of tools/equipment (P20,000).

| suggested that the group’s products could be of interest to fair trade organizations in the
developed countries, but the group is too small to deal (the small volume of products
would not justify the costs involved). It is recommended that UDP could explore
opportunities to link the group with larger producer-based groups that have the ability to
link with foreign fair trade organizations or even regular commercial buyers. One example
could be the co-op that Loloy knows in Cebu; it is offering training and marketing
assistance to the bamboo group in South Cotabato and the DTI said they were also
interested in handicrafts.

The group also jointly operates a small store in their village, started 2 years ago; they sell
about P1,500/day of which about they said 15% is net income (but it is not clear if it is
really did mean net income or if other costs still have to be deducted). After 6 months
they said the members received a dividend of P2,500 each (and they were pleased with
this). There are 72 households in the village and 7 other shops to compete with. The fact
that they were able to make a profit is encouraging news if UDP wishes to promote UBA-
based community stores, especially in UBAs where there are more households and few
or no existing stores (i.e. minimal competition). Also, UDP might want to consider using
Brenda as a resource person for assisting the establishment of community stores in other
barangays because she is an educated person (an agricultural graduate) and has 2
years practical experience in running the group store. However, she herself needs further
training; for example, the group would like additional training in enterprise development
(management, financial management, accounting, etc).

UDP has been establishing “model farms” where crops like cassava (selling fresh at
P4/kg), sweet potato, vegetables, etc are cultivated. Fishing is another important source
of income. Brenda thinks the cassava deal with SMC that Percy is promoting will good for
farmers. They currently grow the local white “Imelda” variety, but UDP has introduced the
“Golden Yellow” variety preferred by SMC. Brenda said the cassava grows well without
fertilizer. However they had grown cassava for two years only. (It is only a matter of time
before yields will decline if they do not apply fertilizer).

Cassava has potential to become the basis of an UBA-based enterprise.
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Other potential cash crops are watermelon, pineapples and peanuts. Pineapples are
currently brought in from South Cotabato. Locally large pineapples sell for P15 per fruit.
IN South Cotabato processors were buying for P2.50/kg. Percy asked Sindo (the PPO2
SAD Specialist) to organize 3 x 74 hectare demonstrations, but no response. | suggested
that seedless watermelons (both red and yellow-fleshed varieties) would be interesting to
try because they are common in many other SE Asian countries, and China, but appear
to be unknown in the Philippines.

Meeting at the office of Mr Pantilo A Alingalan, Municipal Agriculturist and MPTL,
Mun. of Banaybanay.

| asked what UDP has been doing? He said skills training, (agriculture and handicrafts),
marketing development, and extension (model farms).

For marketing development, they had linked farmers with two buyers of cardava banana:
El Coco in Davao Oriental and Green Bee in Tagum City. Sales were about 8,000 —
9,000kg/month (still small). Prices were P3.70, compared with other growers getting
P3.60. There is a plan to join with the Marketing and Enterprise Development Council in
every barangay. (I didn’t understand this).

They are promoting cassava production for supply to SMC. They are conducting an
information campaign in 5 barangays (UDP and non-UDP). The campaign is aimed at
getting farmers interested to plant cassava.

He said they need another 5 years of UDP to develop a sustainable extension system.

| asked Joel, AT, about cassava yields. He said they were normally 6 — 8 tons/ha, but
they had introduced the variety Golden Yellow and were expecting 18 tons/ha, with the
use of organic and inorganic fertilizers. Main pest is rats. He said the Barangay Councils,
UBAs and UCOs will implement the cassava project, the ATs will “assess
implementation”. | was not sure what he meant so asked if he would be training farmers
or not? He said that a 4-day field trip is planned to SMC in Cagayan de Oro. Particpants
will learn about production and post harvest handling. In Joel's barangay, there will be 75
— 100 farmers planting 300 — 350 hectares, of these 6 — 7 farmers will go on the field trip.
These 6 — 7 farmers will use their farms as demonstrations. Every week there will be a
meeting of farmers at the demo farms where the AT will provide practical training. It
seemed similar to a Farmer Field School, but he didn’t call it that.

Meeting with Mimiciano “Mimi” Ranis, Chairman of the Barangagy Banana
Industry Council of Barangay Mahayag.

The meeting was held in the office of the Municipal Agriculturists, but he had left and
another AT, “Balong” was present. The council has over 30 members. It facilitates the
marketing of cardava bananas for supply to the chip processors by negotiating better
prices, but members sell directly to the processors. The council plans to merge with the
FSC and then will buy from the members. Provision of credit will enable to council to
finance members so that they will not depend on middlemen. It is expected that
membership may then increase to 70. He said farmers are now planting more cardava
due to the direct links with buyers. The council started in May 2003 and from May to
December 2003 members had sold 30,000 kg.

| quizzed Mimi about his own farm. He has 3 hectares, and grows bananas 8m x 8m (156
hills/ha) among his coconuts. Estimated income from copra based on a price of P15.8/kg
was P16,853/ha/annum. From the cardava he estimated one bunch per hill per annum, at
30kg/bunch and P4/kg, making P18,720/ha/annum. The combination of copra and
cardava gave him a total of P35,720/ha/annum (gross income).
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It was suggested that if he were to plant a monocrop of cardava at high density, say
1,500 hills/ha, and assumed the same number of bunches, weight and price, then his
gross income would be P180,000/ha/annum, i.e. about 5 times greater. One reason for
doing this exercise was to illustrate how the AT might act as a business adviser for
farmers. Of course, this is partly the aim of the Entrefarm training; but it was unfortunate
that Mimi had not yet attended such training, however this was planned for 2004.

Regarding training needs, Mimi agreed that his council members needed training in
banana production technologies and Entrefarm training (i.e. for those who had not yet
received training). For council’s officers, training in Business Management would be
useful.

The municipality is expecting to receive 1,000 tissue cultured plants of cardava through
UDP and will be distributed among 20 farmers. This means 50 plants/farmer. If planted at
high density this will amount to plots of about 330 sq.m. IN order thay they will be
capable of using these demonstration plots to train farmers in improved technologies for
cardava bananas, it is recommended that they (the ATs) be given specific training in
banana production technologies.

Meeting with “Nonoy” the MPTL of San Isidro Municipality

Nonoy is also the Municipality Planning and Development Officer. Last year there were 4
barangays included in UDP; this year the number will be increased to 5 or 6.

| asked him what should be done to increase farmers’ incomes.

He replied: “help farmers market their products”.

| asked how?

He replied: “contact the capitalists and ask them to buy more”.

| asked him which products he was talking about and to select one.

He selected “bananas”.

| explained that actually the “capitalists” had invested millions of pesos in building their
banana chip factories and were now crying because farmers were not supplying them
with enough raw materials to keep their factories alive. | explained that foreign buyers
were now contacting banana chip exporters in Thailand and Indonesia because the

factories in Mindanao could not supply enough. So | asked what should be done?

He said farmers needed to adopt new technologies so that they could produce more
bananas.

| asked whose responsibility was it to transfer new banana technologies to the farmers?
He replied: “SAD”.

So from initially focusing on selling more product, he was now saying that production was
the constraint on increasing farmers incomes and that this depended on extension.

Other information: San Isidro plans to promote production of 500 hectares of cassava for
SMC with 223 hectares within UDP areas. Assumed yield (as stated by SMC) was 10
tons/ha for the uplands and 15 tons/ha for the lowlands. Yields are for dried chips. On a
previous occasion, Percy had informed me that the guaranteed price paid for cassava
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chips would be P2.8/kg at the municipality level. Therefore a gross income of P28,000/ha
could be expected. The crop is said to take 8 — 12 months. Percy has done an analysis of
production costs and estimated net income (but | have not seen this). SMC plans to use
the cassava at a feed mill in Davao City. Moisture content should be less than 14%.
Percy says farmers can use copra driers to dry the cassava roots and has seen another
technique using cellophane (or polythene) laid on the ground in the field to separate the
roots from the soil. (In Thailand, cassava is usually harvested during the dry season
which lasts about 6 months and the fresh roots are sold to traders who have a machine
to chop the roots into chips and then sun-dry them on large concrete yards the size of
one or more football fields. Tractors are used to turn the chips at period intervals.)

Percy said that he is targeting 5 UDP-assisted barangays for the cassava project based
on LGU support and the peace and order situation.

Meeting with “Ching”, Agricultural Technician and also member of the San Isidro
Upland Women’s Mango Puree Producers’ Association.

The group has 26 members and was formed in May/June 2003. There was a group
before this, but it was expanded under UDP. They received product development training
through UDP in 2002 (included packaging and label design, etc). They received
assistance from an NGO (Sustainable Development C...?) that had been introduced by
Ara. One of the key problems of their product is the short-shelf life of only two weeks.
The NGO has written a report that identifies low standards of hygiene as a major cause.
They have recommended investment in a pulping machine costing P90,000; Percy said
this was intended to improve hygiene because the mangoes would not need to be
handled manually. However, although | am not an expert in making mango puree | would
have thought that the machine was a device for saving labor. | thought low shelf-life
would be due to improper heat treatment (sterilization). If | have a chance, | would like to
read the NGO’s report. It is recommended that Percy carefully check what is the purpose
of the machine and analyze the costs and benefits of such an investment.

Ching was unable to report the annual sales of the group for 2003. Monthly production
was estimated at 500 liters per month. Production cost was P50/litre and selling price
P60/liter. However, at present no processing is being done because they are waiting for
the mango season to begin in February; it lasts until about June/July. It takes about 17kg
of fruit to produce 6 litres of puree. Fresh fruit price was around P8 — 12/kg. Besides
puree, the group makes mango chutney and mango jam (she said that they did not make
much jam because sugar was expensive). The enterprise had been promoted because it
was felt that it was a good way to add value to the reject fruits. However this is not a
good foundation on which to base an enterprise if raw material supplies are seasonal and
investment in machinery is required because it will mean that the investment will remain
idle for much of the year. It might have been more profitable to have helped them get a
better price for their fresh mangoes (e.g. though better care of the trees, use of off-
season flowering techniques, better post harvest handling, etc)

Percy has already included in the AWP an “enterprise improvement course” for this
group.

Perhaps the group could explore new products based on other raw materials, the
production of which could be promoted locally. For example, Kablon Farms in Tupi
produces a range of tropical fruit jams using fruits like passion fruit, pineapple, papaya
and calamansi. If there was a highland area nearby, strawberry jam could be another
option.

In general, | think it was a mistake for UDP to get involved in these kinds of off-farm

enterprises; they need significant amounts of human resource inputs to get them running
profitably and they seem to give only minimal benefits for relatively small numbers of

42



End of Mission Report of the Marketing Specialist — 8" March 2004

people.

Visit to bamboo furniture enterprise at Barangay Don Mariano Marcos, (Sitio
Waywayan), Municpality Lupon.

There are 25 households in this part of the sitio of which 20 are engaged in making
bamboo furniture. They have not formed a group; they sell individually. 28 people
received training in bamboo weaving in November 2003, and 22 are due to be trained in
product development in June 2004. After receiving training in bamboo weaving some
have started to incorporate woven bamboo panels into their furniture and are able to sell
for higher prices. However, it seems that the main problem is that the individual
producers are competing with each other on the basis of price and so buyers who come
to the village just shop around for the lowest price. If they could work as a group and
share orders, set standards, prices, etc, then they could probably achieve higher profits.

Percy’s plans for these people (already included in the AWP for 2004) include group
organization, group marketing, setting up a display center in Mati and Lupon, and linking
with buyers in Tagum City and Cebu. | suggested that Percy introduce them to the same
group in Cebu that wishes to work with the bamboo furniture group in South Cotabato
(ask Loloy for details).

The village has electricity and they are expecting to receive some power tools as part of
the equipment for the training course that was provided in November; the expenditure
was already approved and the training provided, but the equipment was not procured on
time.

Looking at the agriculture, they said the most important crop was coffee which they were
able to sell for P34/kg in Kalapagan 7 kms away. They did not know what was the price
in Tagum City. If they had sufficient volume of coffee these people might find it
worthwhile to market as a group directly to the Nestle buying station for P40+ per
kilogram. The coffee plants were old, unpruned and infected with stem borer (usually an
indication of lack of care including lack pruning and fertilizer), so production was low.
Because the other sitios in this baranagay do not produce bamboo furniture, it is
recommended that coffee should be promoted in this Barangay. It is revealing to note
that the DFS (or DUF as it is known here) farmers were not provided with any improved
planting materials of coffee, only fruit trees. This is an example of the SAD Component
neglecting market opportunities (and/or perhaps the MED Component not directing the
SAD Component?). Promotion of coffee should include establishment of demonstrations
of improved coffee production technologies including use of improved plant materials
from Nestle and Farmer Field Schools. AT’s and BEWs in this and other barangays
where coffee is to be promoted should be sent to Nestle for TOT training.
Rejuvenation/rehabilitation of existing coffee plantations might be a good idea?

Bamboo is not grown by the farmers, but is bought in from elsewhere at P40 per 40ft
length. It was planted here before but died. (Does anybody know why?).

Cardava is grown and sells for P3.50/kg. Also cassava is grown. This barangay is
included within the cassava planting target of 500 hectares for Lupon Municipality.

Regarding fruit trees, | was told that Dash has recommended Large Planting Materials
should be used in demo plots. | think this makes good sense due to the quicker returns
for the farmers and better survival rates. However, | was told that some farmers complain
about the carrying the heavy weight of the plants up the hills. Ken has suggested planting
seeds directly on the farm for grafting at a later time, but this means the time to fruit-
bearing age will be extended another year or two over small planting materials. Perhaps
some economic analysis (crop budgets) for the alternative approaches could help
convince farmers of the benefits of the extra effort required to carry heavy planting
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materials?

Meeting with “Chito”, Barangay Captain and “Ray”, UBA Chairman, of Barangay
Culian, Mati Municipality.

They had a copy of the Community Watershed Plan; it was the first time | had seen one.
It was prepared in 2002 and | was told that all 6 components are responsible for helping
prepare the CWPs. | noted that the average corn yield was stated as 800kg/ha and
average income per household P25,000/annum. There are a total of 265 households and
average farm size is 3 — 4 hectares. The plan contains no information on market
opportunities or specific plans or targets for increasing incomes. They are now working
on preparing a Barangay Development Plan with assistance from UDP and an NGO
(called VWAB?). The draft is due to be completed by February 28. This barangay is one
of 2 pilot barangays in Davao Oriental.

| was told that Chito is an excellent Barangay Captain, dedicated to helping his people
and very supportive of UDP.

DFS/DUF activities had promoted crops like sweet potatoes, beans, etc.

Chito is a member of the Culian Bamboo Furniture Producers Association with 40
members. There are no other bamboo furniture producers in the barangay who are not
members of the association. They received training in bamboo weaving in November
2003. This year they hope to receive training in product development.

The group markets its products as a group. For example, they meet every Thursday and
if they have a large order they jointly share production of the order. It is recommended
that this group be used as a role model for other handicraft groups.

They would like to obtain a splitting machine costing P30,000; they have electricity and
are willing to provide a building as counterpart contribution.

It is recommended that business management training be provided.

It is recommended that this group be linked to the Cebu group (ask Loloy for contact
details). Chito was very excited about this idea.

Chito had never visited DTI. | told him that a bamboo group in South Cotabato was
getting a lot of assistance from the DTI there. | recommended he contacted DTI in Mati.
Percy also suggested TLDC and TESDA. UDP (or the LGUs?) should be assisting these
linkages to other sources of assistance.

Cassava is being promoted in this barangay. They already have 10 hectares planted to
provide planting materials for a planned 100 hectares. They expected to make P15,000 —
20,000 per hectare net income.

Before receiving training in Entrefarm, they received training from the DA in corn
production (in the second half of 2002). The training was in the form of a Farmer Field
School. They met every Wednesday for 6 months. Using hybrid seed and 5 — 8 bags of
fertilizer they achieved vyields of 3 — 4 tons/hectare.

Chito said the Entrefarm training was good and it would be good to have a second
course to provide more knowledge such as how to do costing of products.

Farmers are producing cardava banana and selling to local traders for P2.50 — 3/kg. He
was very surprised to hear that other farmers are able to sell for P3.70 and were selling
direct to processors. He was very keen to do the same. It is recommended that Percy
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organize this as soon as possible (it is incredible that nobody — not Percy, the MPP or the
AT — had provided such basic marketing information to Chito when the information was
already known to Percy and others in the area. However, Percy said they are planning to
provide such information and link the farmers and processors).

It is recommended that the AT/BEW be given TOT training in banana production and that
FFS for banana production be organized as soon as possible together with supply of
tissue cultured planting materials for demonstrations. It is recommended that the RFS
people look into organizing credit for these and other banana growers.

Meeting with Mrs Belinda Macadagat, MPTL, Manay Municipality

She was not in the office when we arrived; someone had to call her to come. The MSO
was on his way back from Mati. One AT was on sick leave and the MPP who was also a
Technician was working in the field.

UDP is working with 4 barangays. The main cash crops in this area are (in order of
importance) copra, corn and abaca. They are planning to promote cassava production for
supply to SMC. Cardava banana is included in the DUF (DFS) demonstrations (just a few
i.e. 5 plants) but it is not being promoted like cassava. She said coffee is not grown in the
UDP areas, but is being included in the DUF demonstrations.

| was informed that all ATs are issued with motorbikes and the LGUs pay for fuel, etc. |
asked why was an AT in Paolo 19 having to travel by jeep and they suggested that
perhaps she was not able to ride a motorbike. They said one of their female ATs is
provided with a “driver”.

Asked what has been done under the MED Component, she replied:

= Training in “amakan” (bamboo) weaving (40 people in two barangays)
= Educational tour
= Training in T'nagat weaving (or making?) in Sarangani (for 4 barangays)

She said main constraint was finance, not marketing.

She did not seem to know much about whether the people trained had formed groups or
not. She did not know how much abaca was produced in the area.

Meeting with Imedla Salvadore, UBA Chairman and “Jose” a DUF cooperator, in
Barangay Cayawan

The barangay has 60+ households. Main sources of income are copra (P14 — 16/kg) and
corn (P7.50/kg), followed by mango. Lacatan banana is also sold. Imelda said coffee
didn’t grow well in this area; she said some farmers tried but it either died of didn’t bear
fruit. | was surprised, but then asked if it was Arabica or Robusta. She said Arabica. |
think the area is too low for Arabica and it is more difficult to grow. | think robusta would
grow well here. It is recommended that coffee (robusta) be promoted in this area.

People in this barangay had received training in making “amakan” (woven panels of
bamboo). Jose did not make panels before the training. Now he only makes a few for use
during fiestas, not for selling. Asked why, he said he lacked finance to hire people to help
prepare the bamboo for weaving. He would pay P100/day. He said the selling price for a
panel 4 x 8 feet was P100. With one helper he could produce 10 — 12 panels per week.
He said net income was P50 per panel. He said he would need only P1,000 to start.
Asked why he did not access the FSC, he said he already did. He applied for a P3,000
loan, but only received P1,600+ (May 2003). He claimed the amount of nearly P1,400
was deducted from the P3,000 before receiving the loan. He said he paid back the loan
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in full (P4,050) after 6 months, i.e. in November 2003). He said the interest rate was 7%
per month. It seemed like he had been cheated by the partner financial institution which
stopped savings and loan schemes in November 2003. He said the other 4 farmers in the
barangay who had received amakan training had had the same experience. Apparently
the RFS people from the PMO have been trying to sort out the problems. The PFl is
CAMTRIMCO. Rene, the RFS Specialist at PPO 2 did not seem to be aware of the
problem because his response when informed about the problem was “Thank you, | will
look into it”. This seemed odd because if the PMO specialists know, then why didn’t he?
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Appendix 6
Native Chicken

Note from Eddie Vernon, Marketing Specialist, regarding a visit to the “Native
Chicken Breeding Station” (Enterprise), Paghidaet, Maibo, South Cotabato.

| visited the above enterprise on 4™ December 2003. | had been told by the PPO 5
Manager prior to the field visit that the enterprise had received 49 native chickens; the
farmer group reportedly uses organic rearing methods from Korea (although this was not
confirmed during the visit). | have not seen the feasibility study nor business plan for the
enterprise, but | understand that native chicken sells for significantly higher prices than
the modern breeds of broiler chickens and production costs are lower. | also have
learned that the Philippines is not even able to produce enough (broiler-type) chicken for
domestic consumption; in fact this month (December 2003), the government will allow
imports of 1,000 tons of chicken in order to prevent price rises when chicken demand
increases over the Christmas season.

At the farm, we met the person responsible for caring for the chickens; his compensation
will be 20% of the off-spring. The enterprise has 16 members divided into 4 sub-groups.
Each sub-group is responsible for providing feed for one week on a rotational basis. The
chickens are fed “local feed” and corn. After allowing for the 20% of chicks to be
allocated to the caretaker, the new chicks will be divided equally amongst the individual
members. The chickens had been purchased at around 2 months of age for a price of
P80/kg. There was 1 rooster per 7 — 8 hens. The chickens were able to roam freely and
intermingle with one another. There was a fenced area, but it seems the chickens were
able to easily escape. Native chickens had been introduced because so the called
“‘wonder” chickens (i.e. exotic breeds) required high levels of inputs without which they
suffered high mortality rates and farm gate prices were low. So far, 2 of the native
chickens had died during the 3 months that they had been raised by the enterprise. (This
could be taken to indicate a mortality rate of about 16% per annum, i.e. 2/49 x 12/3 x
100).

| was impressed by the way in which the group had apparently organized themselves to
undertake this enterprise, but | feel that more could be done to build upon this initiative
and to exploit the apparent market opportunity for native chicken.

For example, since this is the first “native chicken breeding enterprise” under PPO 5 (and
perhaps within UDP?), | suggest that a capable DA poultry specialist be assigned to
make periodic visits to the farm (perhaps every 1 - 2 months?) to provide technical
supervision and advice that will help ensure the enterprise is successful. During his/her
visit, the DA poultry specialist should be accompanied by the local BEW, AT, MPP and
as many of the enterprise’s members as possible, so that the value of his visit and
expertise can be maximized. Following each visit the poultry specialist should provide a
written report to the AT (copied to the MPP, PPO Marketing Specialist and PMO) giving
details of his findings and recommendations.

Although | am not a poultry specialist | did see scope for a number of technical
improvements (which | later confirmed from the Internet as being sensible). For example,
while the native chickens may be better adapted to lower quality feed than exotic
chickens, they will undoubtedly perform much better when provided with sufficient
quantity and quality of feed. A report from Kenya <www.kari.org> shows that improved
feeding of native chickens can reduce the number of days to point-of-lay, reduce
mortality, increase weight at point-of-lay and increase egg production.

| suspect that the chickens are mainly being fed with corn because this is the most
readily available feed. Corn is a good source of carbohydrate, but is low in protein,
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therefore the native chickens would benefit from receiving protein supplements. Perhaps
protein could be provided in the form of farmer-grown legumes such as soybeans,
peanuts, mungo, etc, or perhaps it could come from a worm farming enterprise? Vitamins
and minerals are also important, and these might come from fruits and vegetables. | am
sure the poultry experts can come up with better suggestions.

Since the enterprise is intended to breed (rather than fatten) chickens, then it would be
better to separate the roosters and provide each with its own hen or group of hens. This
way, it would be easier to determine which roosters and hens are most productive and to
cull those which are not productive. This should lead to gradual genetic improvement of
the flock, though it might also be necessary to bring in other superior birds from time to
time. Segregating the flock would also help avoid inbreeding. When the chicks are
distributed to the members, they could receive roosters and hens from different parents.

| also see scope to cross native chickens with improved breeds. The objective would be
to produce a hybrid chicken with better adaptation to local conditions than “wonder”
chickens, but having higher productivity than pure native chickens. For example, the
report from Kenya says that cross breeding of native chickens with exotic breeds has
resulted in 50% high egg production. It is reported on the Internet that Anthony P.
Inocencio of Inocencio Farm (formally Teresa Farms) is breeding hybrid Sasso x native
chickens, having 10,000 head of hybrid native chickens on 20 hectares of land. (See
Philippine Headline News Online, July 24, 2003, <http://www.newsflash.org/>). However,
the Internet also revealed that Inocencio Farm is now marketing its chickens and
technologies via the web site of Solraya Enterprises at <www.solraya.com.ph> (However,
it is not clear if the company is actually selling sasso x native hybrids or just pure sasso
chickens? The web site indicates that the chickens are pure sasso, these may not be well
adapted to local conditions?)

Another article on the Internet reports of a project in Zimbales that is promoting breeding
and production of Sasso x Native hybrids with potential for export to Japan as organic
chicken (see Appendix 1 attached). More than 1,000 farmers are involved. The article
describes other enterprises that have been spun-off including community-based feed
mills, poultry feed and supply stores, value-adding (e.g. production of salted eggs and
chicken tocino, etc), plus the introduction of micro-finance services. UDP should find out
more about this project.

Other simple technologies for increasing productivity of native chickens include:
e Segregation of chicks after hatching

Synchronization

Consecutive brooding

Reduction of broodiness (to encourage laying of more eggs)

Provision of good housing

Vaccination against Newcastle Disease every 6 months

For your information, | also found a document on the Internet dated October 2003, that
describes a new study in Thailand that will aim to develop options for the improvement of
indigenous chicken raising systems, based on an evaluation of the agricultural production
systems of small-scale farmers and a detailed investigation of the performance of native
chicken in comparison to commercial breeds and hybrids. The study is being conducted
by the School of Agricultural Systems and Engineering of the Asian Institute of
Technology (AIT) in Bangkok in cooperation with Kassel University of Germany. |
suggest that the SAD component or DA should establish contact with the researchers at
AIT: Theerachai Haitook and Michael Zobisch. (I believe they can be reached via the
Agricultural Systems and Engineering Coordinator: Prof. V.M. Salokhe. E-mail:
salokhe@ait.ac.th ).
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Admittedly | do not know to what extent UDP and LGU staff have already investigated the
marketing opportunities and technologies for native chicken, but based on my limited
observation of the very small 49-chicken enterprise in South Cotabato and the limited
information | have gleaned from the Internet, it seems that much more could be done
to exploit the business opportunities for native chicken. This is a general issue
which relates to many other business opportunities (i.e. other than native chicken) that |
hope to investigate further during my 3 months input and will expand upon at a later date.
However, with regard to native chicken it seems to me that UDP staff should aim to learn
more about the native chicken project described in Appendix 7 and about other
projects/enterprises and then, if appropriate, UDP should aim to either co-operate with
the Zimbales project or promote a similar project within all UDP provinces (not just one
Barangay).

| believe UDP needs to “think big”, i.e. in terms of a programme-wide native chicken
project promoted by the PMO, not just one small-scale native chicken enterprise
supervised by one PPO/LGU. The PMO needs to decide who should be the person or
people to promote such a project? This type of project could bring together all the
different components (e.g. MED, SAD, RFS, CIDE, AIS and RM) together with other
players (government, NGO and private sector) to contribute towards achieving a
successful native chicken project.

| regret to say that at present UDP interventions do not seem to be well integrated,
neither in terms of components nor in terms of geography (i.e. project areas) nor in terms
of the value net.? Personally, | think the common thread which should pull together the
different components, areas, and members of value nets, should be product-based
(economic activity) projects promoted at the PMO level.

Eddie Vernon,
Marketing Specialist,
9 December 2003.

2 A value chain is a business system which creates end user satisfaction (that is value) and realizes the
objectives of other member stakeholders. However the use of the term ‘chain’ suggests a linear flow of
goods, services or information, but in fact the value chain is really a three dimensional system, therefore
the term value net is a better term for the non-linear web of units (both hard and soft systems factors)
which assist contemporary value and supply chains to operate.

See www.agrifood.info/ChainsNet/default.htm
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Appendix 7
“Native Chicken” by Zac B. Sarian (www.palawan.com)

Dr. Pablito P. Pamplona of the University of Southern Mindanao has been tasked to look for
doable projects that small farmers in Mindanao and elsewhere can undertake under their
circumstances. That means very little capital and with usual crops such corn, rice and little
vegetable.

When we talked to him recently, he is convinced that raising free-range chickens can be a
winner, especially for people in Mindanao who have plenty of corn that they usually cannot
sell at a good price at harvest time.

Such corn and other farm produce can be converted into meat and eggs which could mean
more food for the farmer’s family to eat, or a source of additional income when sold in the
market. He revealed that he has been going around looking for models of doable livelihood
projects and what impressed him most is the so-called PINC project in Zambales. PINC
stands for Pinatubo Improved Native Chicken which was developed by Philip Camara who
used to raise the traditional white chicken for meat purposes.

When Camara observed that raising the traditional broiler was no longer profitable because of
many problems, including the importation of cheap poultry meat, he decided to go into the
raising of free-range chickens. He imported breeders of the Sasso chicken from France which
he saw at a poultry expo in Bangkok a few years back.

The first thing he did was to carry out controlled mating of native hens with Sasso males in 40
barangays in Zambales. The best 10 percent of the survivors, with no vaccine and antibiotics
administered, were selected for their fast growth and big body size.

The selections which were eventually called PINC could be raised in the range. They are
docile and are easy to harvest. They cannot fly due to short wings and heavy body. They also
eat a limitless variety of food and by-products such vegetable refuse, kitchen leftovers, fruit
peelings, grasses and wild berries.

The PINC chicken, when fed with supplemental commercial feed, has a very good feed
conversion efficiency of 2.2, which means that two kilos of feed is converted into one kilo of
meat. In 65 to 75 days, the birds could weigh 1.5 to 1.8 kilos. The improved chicken also
produces eggs that are bigger than those of the native chicken. Their meat, with almost no fat,
has excellent taste, according to Dr. Pamplona.

The intention of Camara was to develop a scheme whereby the small farmers could make
money by raising the improved chicken. To implement the project, the Sambali Integrated
Poultry Corporation (SIPC) was organized.

There are a number of components of the livelihood project participated in by the farmers
themselves. One component is Breeding Stock Improvement. This involves the
controlled mating of the imported male breeders and selected native chickens. This is
carried out in the SIPC farm as well as in farmer-cooperators’ farms.

Another component is the community-based grandparent breeding. This is carried out at
the SIPC farm as well as at cooperators’ farms where eggs for hatching into parent birds are
produced. Eggs from these farms are purchased by the corporation and hatched in SIPC
incubators.

The third component is parent stock breeding. This is carried out by farmers who take care
of 30 to 50 selected stocks each. They produce the eggs which are bought and hatched by
SIPC for the chicks that the farmers will grow as broilers.

The fourth component of the livelihood project is the grow-out broiler production. This is
where each farmer raises 100 to 1,000 chicks for broiler meat. The farmers are also assisted
by SIPC in selling their produce at a price of P75 per kilo.
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Dr. Pamplona reports that raising the PINC chicken is profitable for the small farmers in
Zambales. He said that one farmer who raises 100 of the improved chicken can earn
P4,427 in 75 days. If he raises more, the also makes proportionately more income. He said
that at present there are over 1,000 farmers who are each taking care of 100 to 1,000
birds at a time.

Dr. Pamplona observes that the viability of the PINC is enhanced further by linking related
livelihood activities through backward and forward integration. Through backward integration,
he said, farmers are encouraged to produce corn and other feedgrains. A financial package
is given to the farmers to grow the grains.

Community-based feedmills have also been put up in strategic places to produce feeds at
lower cost than those of commercial feed millers. This also led to the emergence of poultry
feeds and supplies stores, Dr. Pamplona reports.

On top of this, he adds, Mr. Camara has put up a micro-financing institution, the Area
Development Bank, to finance farmers engaged in PINC farming and related livelihood
activities. For example, a farmer raising 30 chickens for breeding is given a credit line of
P5,000 to pay for the 30 pullets that are about to lay eggs, and for the feeds prior to egg
laying. The farmer starts paying the bank when the chickens start laying eggs. Over 1,000
farmers are at this time recipients of this financing.

The forward integration aspects include the making of salted eggs out of eggs not
suitable for hatching, the production of chicken tocino, chicken chicharon out of the
skin, etc.

The SIPC has developed its outlets for the poultry meat produced by the farmer-cooperators.
There is also a possibility that the meat produced in Zambales will be exported to Japan. One
group of Japanese buyers is currently evaluating the quality of the improved native
chicken in Zambales for possible export to Japan as organically grown chicken.

Dr. Pamplona concludes that the PINC project in Zambales is an excellent model for local
government units, rural cooperatives and farmers’ associations to imitate. This
livelihood activity, he says, has the potential of increasing farm income and helping develop
the rural economy.
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Appendix 8

DRAFT MEMO

FROM: EDDIE VERNON, TA MARKETING SPECIALIST
SUBJECT: MARKETING AND ENTERPRISE DEVELOPMENT COMPONENT
DATE: 20 FEBRUARY 2004

Recommendations on How to Increase Farmers’ Incomes

The objective of the MED Component is to increase farmers’ incomes.

The original project design intended that MED would help to develop single commodity
farmer associations that would engage in simple on-farm processing improvements
to raise prices of existing key commodities. Examples of on-farm processing were quoted
such as hulling of coffee and shelling of corn. Livestock-raising was given as an example
of an off-farm enterprise.> More sophisticated (or perhaps we could say skill-intensive)
processing activities such as producing mango puree, bamboo furniture and nito weaving
were probably not envisaged by the project design team, nevertheless about 20 of such
activities were targeted for development during implementation of UDP. It might be
worthwhile to reassess if resources devoted for such, often small, groups could be
utilized with more impact for other potential economic activities.

The formation of UBAs appears to have focused initially on trust building activities to gain
communities’ confidence in the Programme and more on the preparation and
implementation of Community Watershed Plans, than on income-generating activities,
which are more appealing to farmer organisations (hence the “single commodity farmer
associations” envisaged by the project design team).

UDP was intended to assist 9,600 households each having an average of about 1.25
hectares of land, representing a total agricultural area of over 12,000 hectares
(Global Workplan). This is a large area which calls for some major income-generating
interventions.

Therefore it is proposed that the Programme should focus on a limited number of
priority commodities for further development. This would limit the amount of work
required and therefore place less demand on the human resources needed (for example)
to formulate credit and technology packages, design training courses, produce extension
materials, etc, etc. The approach should be “work smart, not work hard” (or don’t make
the task any more difficult than it needs to be!).

Therefore one of the first questions to answer is which commodities to target? Besides
selection criteria concerning land suitability, climate, etc, the key criteria should be is
there a market and can the commodity be profitably produced and supplied to that
market?

® Raising livestock can also be seen as an “on-farm” enterprise, but regardiess of definitions,
the majority of UDP farmers do already raise livestock so it seems to make good sense to
prioritise this enterprise compared to off-farm enterprises such as nito weaving and making of
bamboo furniture, which are usually done only by a small minority
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It may be emphasized that there are many crops that are (or could be) grown in UDP
areas, but which are not being produced in sufficient quantities to meet local demand.
Examples include coffee (Philippines imports 40,000 tons/year), cardava banana (the
banana chip factories cannot meet the demand of foreign buyers due to lack of
bananas4), corn (Philippines imports 1 million tons/annum), peanuts (in 1999, Philippines
imported 46,000 tons), potatoes (Philippines imported 47,000 tons in 2000), mungbeans
(Philippines imports 30 tons/week), cassava (SMC needs thousands of tons for its animal
feed mill), and cacao (Philippines imported over US$22.5 million of cacao products in
1998). In other words, market demand does not seem to be a constraint to increasing
farmers’ incomes!

The main constraint seems to be low productivity, both in terms of output per hectare
and quality. For example, abaca farmers are getting less than half the yields of producers
in Equador and Indonesia. Coffee farmers are getting only 400 — 500kg/ha compared
with 4 — 5 tons/ha in Vietnam. Some UDP corn farmers are getting 1 ton/ha while others
harvest 5 tons/ha. Cardava banana growers achieve only 5 — 10 tons/ha instead of 30+
tons/ha. Peanut farmers produce 500kg (shelled nuts)/ha instead of 2+ tons/ha. Cacao
yields are around %2 ton/ha, but in Ghana they have technologies to achieve 3 tons/ha;
and so on. Such low yields mean that farmers cannot make money at international
market prices; that is why farmers complain about “low prices”. In fact, in many cases
they are receiving prices that are higher than international market prices! The real reason
they cannot make money at these prices is because of low productivity. In addition, if the
were to improve product quality they could sell for even higher prices.

The primary cause of low yield and low quality is the lack of adoption of improved
technologies. For example, many farmers use inferior planting materials (e.g. farmer-
saved seed of low performing varieties) and hardly use productivity-enhancing
technologies like fertilizers and IPM. The real constraint is most probably the lack of an
effective extension system to transfer technologies and the lack of an effective credit
system that will enable farmers to invest in the new technologies. UDP was designed
with components like SAD, CIDE, AIS and RFS to address these specific issues and it is
suggested that the Programme should accelerate its efforts directed at raising
productivity (in order to raise incomes).

For sustainability concerns, the Programme was designed with the LGUs as the main
implementers. This has included the provision of extension services. Sufficient and
quality extension services are seen as fundamental for achieving the Programme
objectives. In general, the LGU-appointed extension staff i.e. the ATs and MPPs are not
able to perform as might be hoped; some reasons are limited training and experience
and being occupied with LGU’s other priorities. Some steps have been made to improve
this situation through the development of Barangay Extension Workers (BEWSs). The
extension mechanism might be further improved however if the BEWSs could be
financially motivated to perform their intended function instead of solely relying on
“volunteerism”.

UDP could explore ways of generating income within the Barangay to pay BEWs for
their services. Assuming that government funds are not available, two approaches that
have been used elsewhere and which might be combined are:

“ltis reported on the Internet that Thailand may take over the Philippine’s leadership in the
lucrative banana chip exports market in the next five years because Philippines’ exporters
cannot meet demand; (see http://www.mindanews.com/2002/11/2nd/biz07thai.html). Mr
Romeo Serra, President of the National Banana Industry Council (NBIC), (and who is also
President of the Davao City Chamber of Commerce and Industry, and owner of Davao Exotic
Fruits Corporation!), blames farmers’ lack of access to financing and technology.
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= An UBA-based enterprise (or producer group) employ the BEW to promote
production of the products it markets (payments could be partially
performance-based); and;

= Farmers pay BEWSs to provide Farmer Field Schools. Both these systems
would require financial “priming” by an external partner (e.g. UDP or the

LGU).

Regarding the question of where money would come from to pay BEWSs, let us take for
example an UBA-based enterprise that could be developed to sell coffee to Nestle. The
following assumptions might be made:

farmer:

Variable Quantity Comments
Number of farmers: 100 farmers
Area of coffee per 1 hectare UDP farmers typically have 3

hectares, but they will want (and
should be encouraged) to grow
other crops too.

Total UBA area of coffee

100 hectares

Yield of coffee per
hectare:

2,000 kilograms

Nestle say that using their
technologies 2,000 — 2,500 kg/ha is
easily achievable. Farmers in
Vietnam achieve double this.

Total coffee production:

200,000 kg/annum

Selling price of coffee:

P40/kg

Total UBA annual sales:

P8 million/annum

Now let us then assume that the UBA-based “Coffee Growers’ Enterprise” deducted (an
arbitrary) 10% of sales for the development and operation of the enterprise, then it would
have its own budget of P 800,000 from which it could afford to pay salaries to at least the
manager and BEW. The primary objective of the BEW would be to help the enterprise
grow larger (in terms of income) through assisting farmers achieve higher productivity.

We could take cardava banana as another example:

farmer:

Variable Quantity Comments
Number of farmers: 100 farmers
Area of banana per 1 hectare UDP farmers typically have 3

hectares, but they will want (and
should be encouraged) to grow
other crops too.

Total UBA area of
bananas

100 hectares

Yield of banana per
hectare:

30,000 kilograms

This assumes 1,000 hills/ha, one
bunch/hill/lyear and 30kg/bunch

Total banana production:

3,000,000 kg/annum

Selling price of banana:

P3.7/kg

Total annual sales:

P11.1 million/annum

In this case, 10% of sales would provide the UBA-based “Banana Growers Enterprise”
with a budget of P1.1 million. Again, with this amount of budget, the enterprise would
easily be able to afford to pay the BEW to assist farmers achieve 30 tons/ha.

One more example, peanuts:

Variable Quantity Comments
Number of farmers: 100 farmers
Area of peanut per 1 hectare UDP farmers typically have 3
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farmer: hectares, but they will want (and
should be encouraged) to grow
other crops too.

Total UBA area of 100 hectares If two crops per year can be grown,

peanut then this area could be doubled.

Yield of peanut per 3,000 kilograms Peanuts in-shell

hectare:

Total peanut production: | 300,000kg/annum Peanuts in-shell

Selling price of peanut: P20/kg Peanuts in-shell

Total annual sales: P6 million/annum

In this case, 10% of sales would provide the UBA-based “Peanut Growers Enterprise”
with a budget of P 600,000 — again plenty to pay salaries of key enterprise staff.

The above are only hypothetical examples and in practice it would actually take several
years to reach the above sales volumes. On the other hand it should be considered that
there is no reason why farmers could not plant larger areas or why the enterprises could
not engage in developing more than one key commodity to create even higher sales
volumes (and larger budgets) for the enterprises.

It is suggested that the salary paid to the BEW should comprise a basic salary plus a
performance-related bonus based on production volume; this would give the BEW an
incentive to help farmers increase productivity and crop area. This payment scheme
could also be combined with the other suggested scheme whereby farmers would directly
pay the BEW for providing Farmer Field Schools; this would ensure that the farmers who
actually benefit from the BEW'’s services actually pay for them.

Regarding the function of MPPs, it may be more effective if most of the services that they
have been providing (mainly Entrefarm training) were contracted out to outside
specialists.

Besides Entrefarm training, the other intended functions of MPPs could be labeled as
“‘Business Development Services” (BDS); this is a generic term often used by
international donors and development programs in other countries. There are already
existing organizations that provide BDS and UDP has used these services in the past;
this resource can be further developed.

Perhaps most LGUs will be reluctant to invest in contracting BDS-providers to assist
UBA-based enterprises because there is little evidence of what the economic benefits
could be. Perhaps if and when UBA-based enterprises selling millions of pesos worth of
product are developed, then the LGUs may begin to recognize and appreciate the value
of investing in BDS. However, it should be emphasized that until the problem of low
productivity is overcome, then not much of the above can be realized.

It is reported that MPPs are only able to dedicate an average of 20% of their time — i.e.
about one day per week — to UDP activities. Therefore it would be better for MPPs to
primarily focus on organizing the provision of BDS (through contracting specialists)
to potential and existing UBA-based enterprises than spend their time on Entrefarm
training.

Entrefarm training could be considered as part of other farmer training (e.g. in crop
technologies) organized for example by the Municipal Agriculture Office, but better again
provided by outside specialists. It is also suggested that Entrefarm training be delivered
in the format of a Farmer Field School (FFS); this suggestion should be discussed with
the NGOs that are accredited to provide Entrefarm training?

In order to implement the development of financially strong UBA-based enterprises that
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are focused on producing and marketing one (or possibly two) key commodities an
important activity will be to sell income generating opportunities to the UBAs. In other
words to persuade the UBA management and their members to become interested in
developing a crop-based enterprise. (The MED Specialist of PPO2 has done this in
Davao Oriental for cassava — he chose to call this activity an “information campaign”). It
may however be difficult for the MED Specialists (even with assistance from some MPPs)
to do this job effectively. It may be better to contract this activity out to suitable business
support organizations, if available.

For each of the targeted commodities a product manual needs to be prepared that gives
information about:

= The market (market size, use of product, current sources of supply, typical prices,
seasons, contacts for buyers, grades, etc);

= Production technologies (varieties, planting materials, fertilizers, IPM. Etc);

= Inputs (types, suppliers, costs, etc);

= Crop budgets (with and without improved technologies, showing inputs, yields,
net incomes, etc);

= Details of credit packages (providers, amounts, conditions, interest rates,
repayment terms, etc).

= Technical assistance to be provided (e.g. preparation of an enterprise
development plan, Farmer Field Schools for transfer of technologies, Entrefarm,
enterprise management training and coaching, exposure trips, formulation of
MOAs/contracts with buyers, etc)

With this information it should be easier to convince UBA managers and their members
that planning and investing in selected crop-based enterprises and giving serious
attention to achieving higher productivity will make more income for them.

Outline of What To Do Next

1. Select target commodities (the following are suggested, but consultations with
others before final selection is needed):

Cardava banana
Coffee

Peanut
Mungbean

2. The Programme to tentatively identify interested UBAs that might be
interested to develop one (or more) of the target commaodities; (this can probably
be done without actually consulting the UBAs). In marketing jargon, this list would
be equivalent to a list of prospective buyers. Whether the commodities are
appropriate or not for each UBA, has to be taken into account. For example,
besides obvious factors like soil, climate and access to roads, some UBAs may
not be interested in say coffee because they can make more money from growing
cardava, or some UBAs may not be interested in cardava because they can
make more money from Lacatan. It should also be considered that some UBAs
may say they are not interested in a commodity, but this could be due to lack of
information or perhaps misinformation. For example, farmers in a village in Davao
Oriental said coffee did not grow well; in fact they were talking about Arabica
coffee, which was not suited to their location, but Robusta coffee should do well.
Likewise, farmers in Paolo 19, South Cotabato complained about low coffee
prices as they were getting only P3.50/kg for their coffee; however this was for
fresh berries and when it was explained to them that Nestle was paying P40/kg
for dried coffee beans and that yields of over 2,000 kg/ha could be obtained they
became very excited about growing coffee. That is why it is necessary to sell
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7.

opportunities (see later step); people will often not buy something unless they
have sufficient information to make a buying decision.

Revise the targeted commodities: If the list of potential UBAs interested in
growing the targeted commodities is too short, then additional commodities may
need to be selected. If the list is too long, it may need to be shortened — perhaps
by reducing the number of targeted commodities; (the fewer commodities there
are, the easier the work will be).

Develop product manuals: This should be contracted out to a suitable
enterprise support institution in close consultation with UDP’s different
components with the aim to develop the product manuals for the targeted
commodities.

Sell the opportunities: Equipped with the relevant product manuals, the
contracted party, should then “sell” the opportunities to the short-list of UBAs.

Prepare UBA-enterprise plans: Having sold the opportunities, the contracted
party will then draw up with UBA management the UBA-enterprise plans to
develop the opportunities. The plans will include details of which farmers will
participate, the areas to be planted, material inputs required, extension and
training needs (covering Entrefarm, crop technologies, enterprise management,
etc), credit needs, infrastructure needs, marketing plans, who will do what and
when, etc, etc. These plans should take into account the suggestions given
earlier, for example contracting out of Entrefarm training and BDS, developing an
income for BEWSs, etc.

Implement the plans!

Terms of Reference for one or more BDS providers who could implement the above
approach are provided in Appendix 12.
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Appendix 9
Organizing for Extension: FAO Experiences in Small Farmer Group Development®

Over the past 20 yearss, experience has taught the UN’s Food and Agriculture
Organization (FAO) a lot about what works and what does not in small farmer group
development and promoting increased small farmer participation in extension. The
findings can be briefly summarized:

Developing sustainable small farmer groups is a long-term process, requiring a
minimum three to four years. The best way to start this process is by creating small
informal groups (five to 15 members), organized around a common need or interest. The
small group environment provides optimal conditions for group learning of organizational,
problem-solving and technical skills. Homogeneity of membership is critical - it reduces
the likelihood of conflict between group members, which negatively effects performance;

The soundest and safest starting point for group activities is cooperation to
improve members' income generation potential. The cash surplus generated then
becomes the basis for savings growth and further group development activities. Use of
low-interest credit as an incentive for group formation is not advisable - it's better to adopt
a "savings first" approach. Regular member cash deposits (the size of the contribution is
not as important as its regularity) into a group savings fund help build financial strength
and mobilize working capital essential for the development of group activity. They provide
members a source of "innovation risk insurance," (e.g. in case of crop failure or other
emergency), help promote group financial discipline and strengthen group unity;

The use of specially-trained, resident group organizers (GOs) is usually
fundamental to success. One of the most important skills these development workers
can teach groups is collective problem-solving and decision-making, both of which
enhance group learning capacities. One example is the technique of "shared leadership,"
through which every member is encouraged to assume a leadership role in the group on
a rotational basis, so that he or she can exercise organizational and leadership skills;

Formation of small, informal groups should not be seen as an end in itself, but the
first step in long-term organization building aimed at linking small groups into larger inter-
group associations and farmer organizations. These associations help small group
members achieve additional economies-of-scale (e.g. through bulk purchase of inputs),
to link up with extension agencies and other development services, and to assume some
support functions previously performed by the group promoter. In this way, the GO can
gradually withdraw as group self-reliance is achieved.

5 From FAO’s web site at www.fao.org - see under
http://www.fao.org/WAICENT/FAOINFO/SUSTDEV/default.htm
® This was written in 1986!
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Appendix 10
Environmental Considerations

Regarding environmental issues, nowhere have | said that these should be ignored, but |
do believe they are only a means to an end, not vice versa. | would argue that
environmental issues should be of secondary importance to income generation.
Environmentalists might argue that without soil, farmers cannot grow crops, but even if
we forget the many Dutch farmers who grow high value crops without soil, | would argue
that without profitable enterprises farmers do not need soil, because if they are unable to
make a living from their farm they will have to move to the cities to seek employment. If
farmers can make a good income from agriculture then surely they will be more easily
convinced to take care of their soil. They will also be better able to afford to invest in soil
conservation (the establishment of contour hedgerows costs time and money).

Having highlighted low productivity as a key constraint on raising farmers’ incomes, and
knowing that one of the most efficient technologies for raising productivity is the
appropriate use of chemical fertilizer, it is very disconcerting to know that there are many
people in UDP who are against the use of chemical fertilizer. | am not for or against any
particular approaches to agriculture, but | suggest that there are two situations where
organic agriculture makes good sense:

= The first is wherever it can provide farmers with higher returns (normally due to
lower costs and higher prices).
= The second is wherever farmers do not want to use chemicals; (it’s their choice).

But if farmers can make more money using chemicals (and are happy to use them) then
it makes good sense to do so (provided they use them correctly).

My viewpoint is similar to that of Dole which operates both organic and non-organic
banana plantations. Some consumers are willing to pay higher prices for organic
bananas, but others are not, so Dole has decided that it can profit from satisfying both
these market segments.

It is not very helpful to think in “black-and-white terms” of organic versus inorganic
because many modern farmers now practice an integrated approach. For example,
Integrated Pest Management (IPM) involves integrating many different methods
including cultural, biological and physical methods (which are also used by organic
farmers) as well as chemical methods to manage (but not necessarily eliminate) pest and
diseases. While IPM is now well known, the term INM (Integrated Nutrient
Management) is less well known but growing in importance. Research has shown that
crop yields and quality are generally higher when a combination of organic and chemical
fertilizers is used; INM also includes the use of green manures, mulches, crop rotation,
etc. Integrated Fruit Production whereby all aspects of production are integrated is now
widely established in North American and Europe.

I have noticed that many environmentalists who have strong opinions about how crops
should be grown do not actually seem to know much about agriculture. For example, they
often talk about chemical fertilizers causing acid soils, but they forget that not all chemical
fertilizers are acid, whereas some organic fertilizers are. Likewise, the leaching of nitrates
into water supplies can occur regardless of whether a fertilizer is chemical or organic.

Many smallholders who hardly use chemical fertilizers harvest more nutrients from their
soil than they replace so they are not practicing sustainable agriculture; eventually their
soils will be depleted of nutrients. Using chemical fertilizers is one way to sustain soil
fertility.
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FAO (which promotes organic agriculture as one of many alternative options for farmers)
has calculated that if the whole world were to convert to organic agriculture, it would not
be possible to feed everyone in the world; many (more) millions of people would suffer
malnutrition and starvation.

Environmentalists often argue that pesticides are dangerous therefore farmers should not
use them, but surely this really depends on how they are used? In the UK, farmers who
wish to use pesticides have to undergo a training course and obtain a license before they
are allowed to use them; so why don’t the environmentalists consider training farmers in
the Philippines how to use pesticides correctly? Medicines and antibiotics are also
dangerous if not properly used so should they be banned? Each year thousands of
people are killed while using motor vehicles — should everyone start walking or cycling?
Electricity and gas both Kkill, but | don’t see many environmentalists campaigning to stop
the use of these modern technologies. | recently read that the main cause of death in the
Philippines is heart failure which is often caused by diet related problems (too much food
of the wrong type). Perhaps environmentalists should be more concerned about what
and how much we eat rather than how it is produced?

60



End of Mission Report of the Marketing Specialist — 8" March 2004

Appendix 11

Report on a Visit to Compostella Valley to Explore Potential for Cooperation with a
Banana Exporter

By: Eddie Vernon
Date: 4 March 2004

Background

Wiebe had held a discussion with a banana exporter that has expressed interest to
cooperate with UDP farmers. They were interested in 50 hectares in an upland area for
production of Senorita banana with minimal chemical inputs. If UDP could organize the
farmers then the exporter would provide technology, a packinghouse and contract to buy
the bananas. In view of the local Mayor’s support for the banana growers, La-ak in
ComVal was suggested by Wiebe to be a potential site.

Findings

A visit was made to Laak on 3™ March 2004. The Mayor of Laak explained that in the
past he had promoted improved corn production and was now increasingly promoting
more cardava banana production, mainly for supply to the chip factories. He is not
interested to promote Senorita production. It is considered to be more difficult to grow
and meeting export standards would be difficult. The climate in Laak is not considered
suitable for Senorita; higher elevations (with cooler climate) would be better. Apparently
one Korean company had entered into a joint venture in Laak to produce Senorita, but it
had failed; it was unable to produce the required quality for export. Although bananas are
already grown in Laak, they are mainly of the Cardava and Latundan varieties.

Ara suggested that Maragusan might be a better place because Senorita is already
grown there. A visit to Maragusan was made the next day on 4™ March.

About 40 kilometers before reaching Maragusan the road changes from concrete to
gravel. During the 40 km distance about 7 -8 trailers with 40 ft containers were seen
traveling the road; they are transporting Dole’s bananas from Maragusan. On the way
down the trucks were moving slowly (perhaps 25km/hour), probably in order to avoid
damage due to the bumpy road.

A stop was made at Cambagang; this is one of the Barangays being assisted by UDP. A
cell phone service (Smart) and electricity were available in Cambagang. The barangay
captain did not know the elevation but said it was similar to Maragusan where Dole was
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growing bananas (7 km away). The farmers here grow about 5 different kinds of bananas
including some Senorita, but the total area is small. They used to grow Senorita for small
traders who even once established a small (temporary) packhouse in the village, but they
would only buy when they could not obtain enough supplies in the lowlands and so the
unpredictable demand caused the villagers to give up. They had also encountered
disease problems. They were interested to start again and claimed they had about 100
hectares of land that could be used for planting banana (presently being used to grow
corn and some vegetables). They were already organized into the Cambagang Upland
Farmers Association (CUFA) with about 200 members. Their main constraint would be
lack of finance.

In Maragusan town, a visit was made to a municipal-wide cooperative that packs
bananas (mainly Senorita) for Dole. The co-op was organized by the DA with the
principal aim of supplying better quality bananas to Dole; it has 28 regular members that
supply about 400 — 500 boxes of 7.5 kgs/week. Each member had paid P100
membership fee and put in capital of P2,000 each. No financial assistance (including
loans) had been made available to the farmers.

F _x_f;,..-e;“f;ﬁ__{"_,f’ a7
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The level of the clouds in the backgrund indicates the high elevation of Maragusan
town

Packing takes place on Monday/Tuesday/Wednesday each week. The packing house

comprises a PVC-canvas roof provided by the LGU, and land and equipment provided by
Dole.
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Side view of the packinghouse

Washing tank
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Scales

Roller conveyor
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The equipment includes a balance, two roller conveyors, two sets of washing tanks and
rails for hanging the whole bunches. Packaging materials supplied by Dole were stored
at the site.

Sample of Dole’s carton for Senorita bananas, plus foam leaves for protecting hands

Six workers pack the bananas and they are paid P5/box by the co-op. The coop was
buying bananas from the farmer members at P85/box and selling to Dole at about
P110/box. They have a contract with Dole. The chairman said the co-op had P150,000 in
cash assets in the bank.

Dole’s quality standards for Senorita banana

The boxed Senorita bananas are collected from the packinghouse by Dole. They are
exported to Japan, Korea and Taiwan.

The chairman said they were planning to have a mobile packing house like Dole has; this

would enable them to collect from more potential members. He did not know the cost of
the stationary or the mobile packing house.

65



End of Mission Report of the Marketing Specialist — 8" March 2004

More Dole quality standards

The chairman himself only had one hectare and did not produce Senorita for the co-op.
He preferred to grow Cardava banana in a mixed cropping system, e.g. with coffee and
durian. He was selling cardava for P3.50/kg and coffee for P3.60/kg. The coffee was
young and he had planted without any encouragement from anybody. He earned a
modest salary as a local leader and his wife sold second-hand clothes. His work as the
chairman was voluntary. He received a P100 honorarium for attending the monthly co-op
meeting.

Maragusan co-op chairman was busy harvesting his caradava bananas
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Co-op chairman’s cardava banana, coffee and durian

He said if Senorita was planted as a mono-crop it was susceptible to pests and diseases.
Cardava was easier to grow and quality standards were less stringent. The coop had
previously tried to buy Cardava from members, but they were unable to able to compete
with the many traders who also bought from the farmers, so they gave up but may try
again in the future.

One hectare plantation of Senorita banana

A visit was made to a one-hectare monocrop of Senorita; the bananas were being sold
directly to Dole (not through the coop). The farmer had started with just a few hundred
plants which he had purchased from Dole and then he had gradually expanded to the
one hectare. He had been able to buy a small pick-up with the income. The plants looked
healthy (see above); the farmer was not present, but the UDP Agricultural Technician
who knew the owner said no spraying was done, but it was apparent that trimming of
leaves was being done on a regular basis and was presumably one of the key techniques
used to avoid pests and diseases.
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Pigs are fed waste Senorita bananas; and
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pg waste can be used for fertilizer

On the rice fields near the town, excavators were busy digging drains to prepare for a
new Dole plantation. It was said that they paid farmers P15,000/hectare/year as rent for
the land.

Farm tractors each towing two trailers were being used to carry banana bunches from the
farms to the Dole packinghouse; they were seen driving through the town.
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Appendix 12

DRAFT (27 February 2004) for Discussion

Terms of Reference for the Provision of Business

Development Services for the Establishment and
Strengthening of Upland Village Enterprises

Introduction

The Upland Development Program (UDP)7 wishes to contract organizations8 to provide
Business Development Services (BDS) to assist the development of new and existing
enterprises of Upland Barangay Associations (UBAs).

Each UBA enterprise should be considered as a separate project and therefore BDS
providers are requested to quote prices per enterprise to be assisted, however, the
contract may cover a number of enterprises with the number depending on the capacity
of the BDS provider.

This document provides Terms of Reference for the provision of BDS.

UDP is working with LGUs in the provinces Compostella Valley, Davao Oriental, Davao
del Sur, Sarangani and South Cotabato. Within these provinces UBAs have been formed,
but many of them are organizationally weak. A mid-term review of UDP (September
2003) recommended that the UBAs should be strengthened by assisting them to develop
economic enterprises. UBAs which have been tentatively identified as existing or
potential hosts for enterprises is presented in Appendix 1. [The list will be compiled after
discussions with the PPOs during early March 2004].

Objectives

= To fully operationalize selected UBA-based producer groups to conduct
economic activities

= To develop sustainable market linkages between village enterprises and buyers

= To enhance the capability of LGUs in facilitating the provision of BDS by
contractors to village enterprises

7
For further information on UDP, please visit the UDP web site: www.udpmindanao.org

The number of BDS providers hired to carry out these Terms of Reference is not fixed and
could depend upon the capability of the BDS providers to adequately cover the geographical
area and enterprises listed in Appendix 1.
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Terms of Reference

The contracting services will be conducted over the remaining 23 months of the Program
which officially ends in January 2006. The scope of services will cover, but not be limited
to, the following:

1.

Enterprise Diagnosis of Existing Enterprises:

The BDS provider will assess the existing group enterprises in order to determine
if they are or could be commercially viable and if so what type of assistance they
require to become economically, socially and environmentally sustainable. BDS
providers should provide in their proposals a checklist of items that will be
assessed during the diagnosis, but particular attention should be paid to the
following issues:

Organizational Development

Provide in-depth information and understanding of the strengths and
weaknesses of the organizations in the area of business management.

Markets and marketing

Describe and assess the main products being marketed and marketing
channels used, (if possible obtain volume and value percentages).
Review marketing issues such as marketing research, strategy, marketing
planning, competition, market segment, pricing, promotion, marketing
channels, product quality, etc.

What aids to marketing and market intelligence has the enterprise found
to be significant?

What are the enterprise’s main problems in marketing (e.g.
selection/design/quality/prices of products, lack of market information,
etc)?

Production/technical aspects

Assess production efficiency (costing, process flow)

Assess the availability of technology and expertise of the enterprise.
Assess the raw materials situation (availability, quality, price,
alternatives/substitutes)

Financial aspects

Quantify the group’s assets and liabilities.

Sources of capital/equity (own funds, external loans, supplier credit, etc)
Income statement, sales history, cost of production, operating expenses,
etc.

Infrastructure support
Pursue the UBA as a BDS provider (pakyaw system) for undertaking
infrastructure projects.

Identify and assess any needs for farm-to-market road and post-harvest
facilities that will facilitate the success of the enterprise.
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2. With participation of the existing and potential enterprises prepare a Business
Plan for each enterprise. The plans will identify, describe and quantify the
potential opportunities for developing, improving and expanding the enterprise. It
will set clear and specific objectives and will provide a detailed and practical road
map for achieving those objectives.

3. Identify relevant issues and constraints to development of the enterprise (e.g.
post-harvest needs, start-up capital, etc).

4. Make recommendations regarding incorporation of the considerations of other
UDP components into the development of the enterprises.

5. Specify the amount and type of technical and financial resources required to
develop the enterprises. Co-ordinate with the MED-SAD-RFS components of
UDP to develop the provision of start-up assistance for farm enterprises, for
example in the form of loan packages to be delivered by PFIs/FSCs.

6. Based on the results and recommendation of the diagnosis the BDS provider
should undertake the actual training, coaching and other necessary interventions
required by the enterprises in order to successfully implement their business
plans.

Need for Additional Technical Assistance

Please note that UDP recognizes that the BDS provider appointed to provide the above
BDS may not be capable of providing all of the necessary expertise required by the
enterprises. Therefore, the BDS provider should spell out in their proposal what
assistance they believe will be required but which is beyond their capacity to provide and
then make suggestions as to which organizations might be appointed separately by UDP
to provide that assistance.

In some cases, the needs for additional assistance may only be identified during
execution of the TOR, in which case as soon they are identified the BDS provider should
make appropriate recommendations to UDP. However, it is very important that the main
BDS provider should coordinate and where appropriate supervise any additional
assistance provided by other parties. It is important not to create any confusion among
the beneficiaries over the assistance provided and to ensure that the total package of
assistance is comprehensive and well integrated without duplication and without sending
conflicting messages. The BDS provider will also be the sole party ultimately responsible
for the success or failure of the assistance provided regardless of whether other BDS
providers were called in to provide part of this assistance. This assigning of responsibility
is intended to avoid creating opportunities for the main BDS provider to blame other BDS
providers for any failure in implementing any part of the TOR.

Strengthening of the Extension System

It is important to note that UDP has already appointed an organization (ICRAF) to
implement a special project to strengthen the upland extension system in UDP areas.
The project will include training of the Agricultural Technicians (ATs) that are based in the
LGUs, and the Barangay Extension Workers (BEWs) and Farmer Training Groups
(FTGs) based in the UBAs. The proposed extension project will have the following
objectives:
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1. Increase the knowledge of BEWs, FTGs and ATs on appropriate land
management, appropriate upland farming technologies and farm business
management strategies; and enhance their skills in adopting and disseminating
them.

2. Strengthen the capability of UBAs to engage in organized production, NRM,
extension and marketing activities.

3. Develop and document working models of upland farming systems that can
respond to both income generation and natural resources management.

ICRAF expects to begin implementation early March 2004. The contact person is Mr
Alexander U. Tabbada, Natural Resource Management Research Officer and Site
Coordinator of the World Agroforestry Center; telephone 917-7070878 or after the start of
the project he may be contactable via UDP’s Project Management Office in Davao City.
The BDS provider for enterprise development should coordinate closely with ICRAF.

ENTREFARM Training

Another development activity being funded by UDP is the provision of ENTREFARM?®
training for farmers. This training is intended to enable farmers to operate and manage a
farm as a profitable business; the syllabus includes:

Planning and budgeting money and time

Land use, investment and crop options

Planning use of capital

Maintaining a positive cash flow

Keeping records

Managing finances

Negotiating (marketing) with buyers, suppliers and neighbors
Depending on middlemen

Taking initiative in life

At the time of writing this document, BDS providers to provide the above training have yet
to be appointed. Again it is important that the BDS provider of these TOR should
coordinate closely with the BDS providers providing ENTREFARM training.

Expected

In order to assist UDP to monitor the performance of the BDS provider, the following
outputs are required:

1. Report of the Enterprise Diagnosis for each existing enterprise assisted by the
BDS provider to be sumbmitted within 2 months of starting work

2. A Business Plan for each enterprise (existing and potential) to be submitted
within 2 months of starting work.

3. Upon completion of each report on Enterprise Diagnosis and the Business Plan,
the BDS provider should provide a detailed work plan explaining what inputs the
BDS provider will provide during the next stage of assistance (i.e. the
training/coaching phase during which the enterprise will be assisted to implement
its Business Plan). This work plan should be approved by UDP before starting
implementation.

4. Not later than 2 months after starting implementation of the training/coaching
phase, every month the BDS provider should submit a copy of the enterprise’s
Balance Sheet and Profit and Loss Account. These documents will indicate if the

9
ENTREFARM training was developed by the German NGO CEFE and is provided in the
Philippines by the NGO CEFENET Philippines; see www.cefephil.com
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enterprise has been properly trained in book-keeping and the contents will
indicate the health and performance of the enterprise.

5. Documentary evidence that marketing linkages have been developed; this may

include contracts, MOAs, sales receipts, etc.

6. A completion report stating what work has been done, the achievements,
problems, the status of the enterprise and recommendations for any further
assistance that may be required.

Further Information

For further information please contact:

Ms. Araceli Morano

Marketing and Enterprise Development Coordinator
Upland Development Program

2/F Building One, Angliongto Triangle,

A. Angliongto Avenue (Mamay Road)

Lanang, Davao City 8000

P O Box 81333

Telephone: (082) 235-0874, 235-0022.

Fax: (082) 235-1904
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Appendix 13

Notes by Eddie Vernon, TA Marketing Specialist on MED Trip to Manila 9 — 12
February 2004

Ms. Anita Ambrosio, General Manager, Small Economic Enterprises Development
(SEED) Inc. (Tel. 02-638 3997)

(After providing us with a nice lunch), Anita introduced her NGO: SEED is accredited by
the Philippine Council for NGO Certification. Started in 1986, it has a team of 6 full-time
staff located in their Manila office and draws upon a pool of 30 consultants. SEED has
“strategic alliances” with a number of other NGOs in different parts of the country
including the Institute for Small Farms and Industries (ISFI) of Ateneo de Davao
University, Davao City (which produced the feasibility study for vegetable production in
South Cotabato). A copy of the 2002 annual report was provided. SEED has developed 4
programs:

» Local Enterprises Advancement Program for Local Government Units (LEAP-
LGU’s)

= Trainings in Enterprise Development Strategies (TRENDS)

= Conservation-Based Enterprise Development Program (C-BED)

= Career Option in Entrepreneurship (COPE)

Leaflets outlining the above programs were provided to all the MED Specialists. In
response to some previous enquiry from UDP, she expanded on the Municipal
Enterprise Development Planning that forms part of the LEAP-LGU’s program. A
booklet titled the Municipal Enterprise Development Planning Manual was provided to all
MED Specialists. The manual, dated 1999, was produced in cooperation with a German
NGO - Friedrich Ebert Stiftung.

Anita said the production of a MEDP would cost around 400,000 — 500,000 pesos. A
multi-disciplinary team of about 5 people from SEED would be involved together with at
least 6 LGU staff who would gain on-the-job training which would enable them to be
involved in updating the plan in future years. The process for producing the plan looked
unnecessarily complex; almost as if it was designed to justify hiring an NGO to do the
work. The time required to produce the plan was about 3 — 4 months. Typically the LGU
would pay from 20 — 50% of the cost, with the rest paid by a donor agency. The MEDP
should be seen as an integral part of the Municipal Development Plan.

So far, during the past 9 years, SEED had prepared about 26 MEDPs. Only one LGU in
the UDP area has a plan prepared by SEED, namely Magsaysay in Davao del Sur.
Asked what was the result of these plans in terms of enterprise development, Anita said
the reality was that many LGUs failed to implement their plans. In some cases she said
that 2 — 3 enterprises had been developed. It appeared that SEED had never actually
evaluated this program.

My personal opinion is that the in principal the MEDP sounded like a good idea, but in
practice it is probably a waste of resources. Based on past performance, it seems that
the main benefits have been to keep a few NGOs and their consultants in business,

LGU of Magalang, Pampanga Province
Magalang was one of the beneficiary LGU'’s assisted by SEED to develop a MEDP about
9 years ago. The person who described the LGUs experience was a retired municipal

agriculturist and now a consultant to the LGU. She said she was the wrong person to
interview about the MEDP, but she was involved in its preparation. She said that all but
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one of the potential enterprises identified was agri-based, and the exception was a
garment-based enterprise. Only one of the identified enterprises was promoted/assisted
by the LGU. It was a rice seed production enterprise and was implemented by an
existing co-operative. The LGU had provided it with about P100,000 for a drying
pavement and had helped it obtain a loan from the Land Bank. The LGU also helped it
obtain a rice mill and warehouse from the DA. She said other enterprises could not be
developed due to lack of funding.

Asked if she thought the MEDP had been worthwhile, she said yes. She said it had
helped attract many investors to establish businesses in the municipality. However, this
opinion was subjective and it would be interesting to talk with the actual investors to see
if the MEDP had influenced their decision to invest in Magalang. For example, she said
that after the eruption of Mt Pinatubo many agribusinesses that had been affected by the
eruption had moved to Magalang so perhaps they would have come to Magalang
regardless of the whether an MEDP existed or not?

| suggest that identifying enterprise opportunities is not difficult, but rather it is the
development of such opportunities that is difficult. For example, | believe there are
numerous opportunities within the UDP areas to develop community- or UBA-based
enterprises that exploit unsatisfied market demand for basic agricultural products like
coffee, native bananas, peanuts, mungbeans (mungo), corn, etc. That is what the original
design documents for UDP had in mind. In order to be successful, these types of
enterprises need farmer-members to develop commercial scale production using
improved technologies to that will give high yields of high quality products that can
compete in the global market place (whether it be in the Philippines or overseas). This in
turn depends on an effective extension service, preferably a private one. Focusing on
Municipal Enterprise Development Planning will just distract UDP and the LGUs from the
real issues.

Forest Products Research and Development Institute (Tel 049 536 2377)

Apparently the main reason for visiting this institute was to learn more about the “rotary
cutter” that could produce bamboo veneer from short pieces of bamboo stem
(approximately 2 feet long). Two machines were seen, one was imported costing
P750,000 and other was locally made and costing P500,000 (see photo below).
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The local machine had a manufacturer’s label attached which read “Aycafil Industrial
Coporation”. A leaflet with some costings was provided to several MED Specialists
(including Cocoy) and another leaflet with some information about the machine was given
to others (including Percy). | did not receive copies of either leaflet, but | did have a
glance at the leaflet with costs and noted that many important costs had not been
provided (such as labor inputs, electricity, etc). The person explaining the machine said
that we would have to talk to the economist to obtain full details, but by the end of the
day, we were not able to meet the economist (perhaps he was not available).

The machine basically worked like pencil sharpener, but before cutting the bamboo stem
had to be cooked in hot water to make it soft and easy to cut.

Apparently there is an enterprise in Pampanga that brings stems to the institute to use
the machine. We were told that the bamboo veneer can be used to decorate various
objects like coffee tables, etc, and that the unusual grain of the veneer attracted a lot of
interest in export markets. It seems that no enterprise had so far actually invested in
buying its own machine.

Other technologies that the institute has developed include processing of almaciga resin
(note the latin name for almaciga is Agathis philippinensis); steam distillation of ilang-
ilang oil (a co-op in Tarlac is cultivating and processing ilang-ilang); handmade paper;
wood wool reinforced cement panels (these could be made using fibres of various
plants including bamboo, abaca, pineapple leaves, rice hulls, etc); board made from
milled coconut husks; bamboo floor tiles; etc.

Loloy from PPQO5 seemed particularly interested in handmade paper. This is a product
that Tom Cunningham had mentioned in one of his reports. Handmade paper products
such as lampshades, picture frames and photo albums are commonly seen selling at
tourist destinations in Thailand and Laos. The institute will be providing a three day
training course in making hand made paper in April. They can also provide training in
making added-value products from the paper. This activity could have potential in UBAs
that produce abaca fiber (one material that can be used to make paper).

The institute is a member of INBAR (International Network for Bamboo and Rattan); more
information about INBAR can be found on the Internet. An INBAR poster at the institute
said that China exported US$130 million worth of bamboo shoots per annum. | know
that Thailand also used to export many millions worth of canned bamboo shoots (before
their bamboo plantation flowered and died in the 1990’s). Perhaps there is potential to
supply fruit canneries in Mindanao with bamboo shoots? (This would not require farmers
to invest in any machinery.)

Regarding the bamboo floor tiles, we were told that there is a company in Subic Bay that
is producing these for export to Canada. The company is owned by investors from the
Philippines and Canada. We were told that they had more orders than they could supply.
The government had given the company P2 million to help them expand production. (|
thought this seemed very odd, i.e. why give free money to a business that was in the
fortunate position of facing strong demand? The reason was revealed when we visited
the company; see notes below).

Ms. Edna Cabarlo, Bambusa Pacific, Subic Bay, Zambales (Tel 047 252 3527)
This company has two small factories — one prepares the bamboo into strips and the

other glues them together to form floor tiles, moldings and balusters. Edna said they had
invested about US$1 million (but | doubt it has been so much). She said sales had only

76



End of Mission Report of the Marketing Specialist — 8" March 2004

picked up recently and they were now offering 40 shares at US$7,000 each to raise
capital in order purchase new machinery to expand capacity 3 times. Asked about the
reported P2 million government grant she explained that the government had offered
them P2.8 million, but the officials concerned expected the company to pay back P2
million “under the table”. Edna had refused to participate in the deal. Officials of the local
Subic Bay authority had attempted to use Bambusa’s name to import a duty-free
Mercedes Benz, but again Edna had refused to cooperate and subsequently received
threats. She said it is very difficult to do clean business.

Main competitors for the international bamboo floor tile market are in Vietham and China.

Ms. Felicitas Macam, Supervising Agriculturist, Market Promotion and
Development Division (MPDD) of Agribusiness and Marketing Assistance Service
(AMAS) of the Department of Agriculture (DA) (Tel 02 925 3795)

The first part of the meeting was conducted in Tagalog language and seemed to be
focused on bananas; e.g. Cocoy and Fred were interested to identify buyers of lacatan
bananas. Felicitas provided everyone with a copy of a “Local Buyers Directory (Crops
and Fisheries)”. This information is also available on the Internet. Felicitas also provided
a handout giving information about AMAS programs/activities.

Felicitas suggested that UDP should focus on local markets, not export. (I agree). She
suggested contacting GEM for more information about markets; also the local AMAS
representative in Davao City. (Note that when | briefly visited GEM in December 2003, |
was told that UDP staff had been instructed not to cooperate with GEM).

| asked if she had any information the market for mungbean — she said they had done a
study in 1999. She said the Philippines imports about 30 tons/week from Taiwan.

| asked about seedless watermelon — she said this was being grown in Luzon;
investment cost was P200,000/ha but income was double this amount; she mentioned a
price of P50/kg, but | later saw seedless watermelon being sold in a Robinson’s
supermarket at P30/kg and the farmer price must be much less (even so it may still be
very profitable). She said a Taiwanese seed company, Harvest Inc was selling seed in
the Philippines.

Wendy’s and other fastfood chains were paying high prices for iceberg lettuce (she said
P150/kg). She mentioned the exports of okra to Japan (this is also being done by
Thailand). Regarding ube, she said Giron Foods supplies processed ube to the ice
cream manufacturers; current price is P10/kg because it is harvest season in Luzon. She
said large potatoes sold for high prices, e.g. P70/kg. Makro needs 2 tons/day of
vegetables.

Asked about sweet tamarind, she said that was produced in Thailand. She said she
didn’t like sweet things (even though she was taking sugar in her coffee and admitted to
eating the Philippines sour tamarind with sugar!). Just one week ago, | saw sweet
tamarind being sold in Davao City (Victoria Plaza) at P480/kg (perhaps the most
expensive fruit in the Philippines?). Why not introduce this crop to the dry areas of South
Cotabato? Dash said planting materials are available with BPI.

Bagasakan Market in Manila
The discussion (in Tagalog) between the MED Specialists and a couple of traders
seemed to be focused on bananas — particularly with a trader of lacatan and a trader of

cardava. The lacatan were sold at P21 — 22/kg (retail) compared with prices paid by
traders in GenSan bagasakan two weeks earlier of P7 — 9/kg depending on class. The
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Manila trader said she purchased the bananas at the local port at P10/kg. Ideally, if the
MED Specialists wanted to check prices and costs they should make a visit to the Manila
port. If she really had paid P10/kg this would suggest that price being paid in GenSan
was reasonable taking into account shipping costs and traders margins between GenSan
and Manila. The mark-up of the Manila retailer seemed to be high, but this would depend
on her marketing costs and produce losses. These would have to be determined by
asking for details of rents paid, volume sold, etc, etc; several traders would need to be
interviewed to get a more reliable and accurate picture.

In the case of the cardava bananas, they were being sold at P0.80 — P1.50 per finger
depending on size and quality. The fingers selling at P1.50 each translated to about
P10/kg compared with approximately P4/kg paid to farmers in Mindanao. | did not pick up
and details of the conversation with the trader.

A trader was seen selling large-sized peanuts in shell at P35/kg; said to be from llocos.

While the interviews with the banana traders were taking place, | noticed several traders
were packing mangoes into bamboo baskets lined with newspapers (see picture below).

If UDP would like farmers to add value to bamboo, | wondered if bamboo baskets might
be one product they could make, especially in view of the project’s involvement in
planting mango and other fruits.

| also noticed many wooden crates (see below); perhaps these could also be produced

by UBA enterprises if the appropriate types of timber were available (e.g. perhaps
gmelina?).
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Some information on the demand for coffee

| read an article about coffee in the Manila Bulletin (Feb 13, 2004, Business Bulletin,
page B-6; website www.mb.com.ph) coffee. It said that “the Philippines imports about
P1.6 billion of coffee beans annually from Vietnam and Indonesia. RP consumes yearly
about 60,000 metric tons with annual 4% increase in consumption. Today’s shortfall is
40,000 metric tons. About 120,000 families in the Philippines are dependent on
cultivating coffee. The article reported on a coffee festival taking place in Cavite, “the
coffee capital of the Philippines”. It mentioned a number of coffee companies that were
participating:

Nestle, Great Taste Coffee, Café Puro, Figaro, Seattle’s Best, Culinary Exchange,
Bavarian Slimming Coffee, Batangas Brew, Boyd Coffee, Gourmet Coffee, Nature’s
Barako, Aguinaldo Blend, Siete Barokos and Coffee Amedeo.

Some of the above could be potential buyers of coffee from UDP areas (though Nestle is
already known and is the obviously the biggest buyer).

Eddie Vernon
15 February 2004
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