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I. CATCHMENTS INTRODUCTION 

 

1.1 Objective 

 

A team of FFARM in collaboration with one field worker of HUNDEE at Kuyu CB 

network has made a mission to Kuyu District from February 21-25, 2006 to undertake a 

study on noog marketing and value chain in the area. The main objective of the study was 

to identify effective and efficient market and value chain system for noog production, 

processing and marketing in Kuyu area through in depth study and analysis of involved 

actors’ capacity and market functions so that the farmers through their organization can 

engage at a level they can be better beneficial in the value chain. This study is a continuous 

process to a study made in 2004 to identify opportunities for promotion of Cereal Banks’ 

(CBs) network in the area by HUNDEE.    

 

1.2 Methodology 

 

The team has conducted its study according to the methods indicated in the terms of 

reference given for this purpose. All the procedures set to follow were accordingly pursued 

and expected outputs are also addressed. The team started its mission by discussions with 

the district relevant offices like Office of Agriculture and Rural Development and Office of 

Cooperative Promotion. Following that all the necessary actors that have been involved in 

production, transacting and processing of noog such as farmers/CBs, traders, oil 

processors, oil retailers, etc., were contacted and thorough discussions were made with 

these actors. Information collected and analyzed are of quantitative and qualitative nature 

and therefore, the findings of the study are by and large well indicative of the situation. 

 

1.3 Limitation of the study 

  

Despite all the efforts of the study team to make this study complete, it has some 

limitations due to scope and time factors and inaccessibility and unavailability of some of 

the information required at local level to make the study complete. Accordingly, because of 

unavailability of accurate records for different information such as production, productivity 

and land committed for different main crops, the study team forced to limit its assessment 

to information collected from farmers in this regard on bases of their estimation, which 

might have some degree of error. The other point of limitation is that the study area is 

limited to Kuyu while especially marketing and processing situation of the crop could also 

be influenced by activities of other actors from elsewhere in the country. On top of that as 

record keeping capacity and culture of different actors (producers, grain merchants, 

processors, oil sellers, etc.) involved in the value chain of the crop is very much limited, 

most of the information collected and analyzed are dominated by estimations and therefore, 

subjectivity could be a problem in this regard.         

 

However, despite all the limitations, this report tries to clearly indicate the situation on the 

ground as objective as possible in the given situation and summarizes the findings of the 

team in the process of the discussions made with different actors. Based on that it also puts 
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different recommendation points that could be picked and applied to improve the 

effectiveness of the CBs or farmers’ organizations in the marketing and value chain of the 

crop so as to increase their income and secure market.  

 

 

II. DESCRIPTION OF THE STUDY AREA 

 

2.1 Location 

 

Kuyu is one of the 12 districts of north shewa zone of Oromiya National Regional State. Its 

capital town – Garba Guracha-, which is more or less, situated at the center of the district is 

at 156kms in the north of Finfinne (A.A) along the highway that connects the country with 

the Sudan via Amhara region. Hidhabu Abote, Degam and Wara Jarso districts of the same 

zone border the district in north, east and west respectively. In south and southwest, the 

district is bordered by west shewa zone of Oromiya.    

 

2.2 Land Size, Use and Climate 

 

According to information collected from Office of the District Agriculture and Rural 

Development, the total area of the district is estimated at 97,705hectares. Other sources 

also further indicate that the total area of the district is divided into 23 rural and 2 town 

administrative villages. In terms of its land use, the district is divided into the following 

allocations: 

 

 52, 845 hectares for crop production, 

 19,320 hectares for grazing, 

 2,410 hectares under forest cover, 

 9,950 hectares under bush and shrubs, 

 7,300 hectares under rural constructions (houses, roads, etc), and 

 5,880 hectares under urban construction. 

  

According to this allocation, the average landholding size of a rural family is about 

4.5hectares although this can vary according to the agro-ecology of the district. That is to 

say farmers in the lowland areas have better size of landholding while farmers in the 

highland areas have much smaller landholding than the average due to difference in 

population settlement, which has also direct relation with suitability of an agro-ecology for 

settlement, agricultural production and animal husbandry. 

    

Agro-ecologically, the district is constituted by 10% lowland, 50% middle altitude and 

40% highland climates. The average annual rainfall of the district is within the range of 

1600-1800mm per annum while its temperature ranges from 9 Degree Celsius in October, 

November and December to 23 Degree Celsius in April and May.  

 

Altitude of the district ranges from 1100 to 2757meters asl. Most of the highland and part 

of middle rangelands surfaces are mainly characterized by waterlog problems. Because of 

this, the topsoil fertility of the land is very low and therefore, its productivity is very poor.    
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2.3 Population and Social Structures 

 

The total number of population of the district is currently estimated at 124, 000. Out of this 

total, some 16,000 estimated to be urban dwellers. Average family size is estimated at 6 

people. In the rural area, population density is relatively higher in the highland areas than 

in the lowland. Consistently with this, land-holding size of households in the highland 

areas is smaller than the lowland households. 

 

The dominant nationality of the district is Oromo with mix of some a few Amharas in some 

pocket areas. Beside their limited number, the Amharas have assimilated themselves to the 

Oromo culture and context of life. Moreover, there is no significant difference in religion 

background of the people. Orthodox is the most dominating and deep-rooted religion of the 

majority of the people. Most of the followers of Orthodox Church also practice traditional 

Oromo religion. There are also some deviants who are followers of protestant churches. 

 

For most of the inhabitants their settlement pattern is in a group of clusters. The number of 

households in each cluster is at least thirty while in the group of clusters ranges from 120-

150 in most of the cases. The distance of one cluster from another is very short as in most 

cases people settle in chains of clusters and make free their crop and grazing lands. People 

in each cluster are either relatives who are sharing the same lineage or socially close to 

each other due to some other relations such as marriage, religious practices and 

associational lives. Traditional social support systems of the community such as debo, 

wenfel, idir, etc. are still very strong. Moreover, the government has organized them in a 

more formal way for easy mobilization to public development works in the village.  

 

In short, it can be concluded that social cohesion of the community is tight and their 

capacity to influence one another is also strong. Therefore, in such cohesive societies, 

mobilization of the community for their common concerns and organization of producers to 

achieve common economic objectives can be easily attained. 

 

2.4 Agriculture as a main stay of the economy 

 

2.4.1 Production 

 

Mixed – agriculture is the main stay of the economy. In this mixed agriculture, crop 

husbandry claims 71% of the total area of the district while animal husbandry claims only 

19%. According to this information and other indicators, although currently crop 

production seems relatively more significant due to wide scale extension service and 

introduction of some new varieties of crops such as sesame and safflower, the importance 

of animal husbandry is also very much significant. More importantly, the potential of the 

district for animal husbandry is immense as there are enough fields for ranching and other 

suitable conditions for animal feeds. In addition to that the location of the district along the 

main line and its proximity to the main towns including Addis Ababa makes the district an 

ideal for animal and animal products’ marketing.   
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Despite the very great potential for animal husbandry, the district is important for its crop 

production. Main crops produced in the district are cereals (teff, sorghum wheat, barley), 

pulses (bean, pea, vetches and chickpea) and oil seeds (noog, linseed, sesame, safflower), 

which can be very much important for food security, cash income and animal feed. 

Currently, almost all cereals and pulses are primarily produced for food need except teff 

although sales of these crops is a matter of necessity for many of the farming households to 

address their demanding financial needs that they can’t cover with the sales of cash crops 

alone or from other sources. Many farmers produce teff not only for their household 

consumption but also for market, as it is one of the high value crops. Besides these, farmers 

also produce different oil seeds specially noog and linseeds widely in almost all parts of the 

district for cash purpose. However, the importance of these crops is very much limited for 

the farmers for different reasons. Noog is the most widely produced in all agro-ecologies of 

the district. But due to its low level of productivity caused by lack of effort to improve its 

cultivation system and productivity, the importance of the crop is limited. Linseed 

production is only viable in some areas of the district. Others such as sesame and safflower 

are newly introduced and haven’t yet reached level of significant importance. Moreover, 

unlike noog they are only lowland crops.  

 

2.4.2 Marketing 

 

With regard to marketing of agricultural products, many factors need to be assessed. The 

first important factor is market information, which in fact is not a critical problem for 

agricultural producers of the district because of their proximity to A.A and easy access to 

information. Nevertheless, since the farmers are smallholders and the quantity each of them 

supplies to the market is not significant, their role in the market is limited and therefore 

they are only price takers. It is the merchants who determine price and other conditions of 

grain sales for the farmers. Therefore, if bargaining capacity of such smallholder farmers 

has to improve, the only way to get out of the trap is getting organized into producers’ 

organization in which they can pull their products together so as to get the minimum 

quantity that can influence the buyers. On top of that the framers’ organizations need to 

acquire necessary financial and technical capacities to be effective in marketing. 

 

In this regard, there are efforts made by two organizations: Cooperative promotion and CB 

promoter NGO. Details of both organizations effort and their prospects are summarized as 

follows: 

 

a) Cooperative promotion  

  

The district cooperative promotion, which is legally responsible for organization of farmers 

so as to enable them to resolve jointly their economic and social problems has been trying 

to re-organize abandoned cooperatives of Derg time in new forms. However, much success 

is not achieved. Only some 10 cooperatives have been revitalized to date. Summary of 

these cooperatives is presented here under in table.      

 

Table 1: Status of revitalized cooperatives  
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No Name of association 
Year of 
revitalization # Of members 

Size of own working 
capital Remark 

1 Ulaa Ummoo 1997 670 84,980.00 
Engaged in grain trade 
activity 

2 Dayyi Abbuu 1998 751 57,515.00 
Engaged in grain trade 
activity 

3 Biriti 1998 610 60,406.00 
Engaged in grain trade 
activity 

4 Darroo 1999 833 59,360.00 
Engaged in grain trade 
activity 

5 Kuyu Harasaden 2000 578 30,749.00 
Engaged in grain trade 
activity 

6 Qarree Ta'a 1998 132 69,618.00 In active 

7 Amuma Wuchale 2004 258 4,578.00 In active 

8 Liban Kura 2004 570 4,335.00 In active 

9 Ula Qeransa 2004 254 3,593.00 In active 

10 Melka Keteba 2004 357 5,797.00 In active 

  Total 5013 380,931.00   

Source: Kuyu District Cooperative Promotion Office 

 

This table clearly shows that the number of farmers organized in the primary cooperatives 

and their size of working capital is very much limited to give enough economic and social 

power for the farmers to influence the market according to their interest.  In addition to 

this, the main purposes and engagements of these cooperatives are not to secure market and 

increase members’ income. Rather, they have been only channels of agricultural inputs 

(fertilizers, pesticides, etc) distribution. In fact currently, there is some thinking in the mind 

of the promoters to upgrade these cooperatives to market oriented farmers organizations 

and even some of them have already engaged in grain purchase and sales activities. But 

practically they couldn’t be effective, as they do not have necessary orientation; skill and 

enough finance to properly respond to market needs and wants. 

 

b) CB networks promoted by NGO 

 

Beside the cooperative promotion, there is a newly started attempt by HUNDEE to promote 

market oriented CB networks in the district. So far, four CBs have been established at four 

different localities with the total number of membership of about 1,000 households (200 

members in each CB). In the coming two years - (2006/7)-, 2 more CBs with 200 members 

each are also expected to be established and with that the number of members of the CB 

will raise to a total of 1,400. 

 

The already established 4 CBs have promised to contribute birr 25,000.00 by themselves 

up to the end of this year and have already borrowed birr 200,000.00 for four years from 

the project on revolving loan base. The same scenario will be applied for would be 

established 2 more CBs in the next year as well. Therefore, with this promised and realized 

financial capacity, the CBs can transact a big volume of grains. 
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The established CBs have already engaged in their first grain purchase campaign. Main 

crops preferred to purchase for the year are teff, wheat and barley. The main reason to 

focus on these crops is to avoid any risk that may encounter due to market failure as these 

crops are stable food crops in the locality and therefore, they are sure to sell them at least in 

the local market. However, to be successful in business they need to take minimum risks 

with other marketable crops such as noug. Whether they will be effective and can ensure 

secured market and increased income for their members through taking such risks will be 

seen in the future. But as it has been clearly expressed in the terms of reference for this 

study, better access to market for the farmers in which they can ensure secured market and 

increased income, can be better achieved through identification of value chains and stage of 

trade activity engagement at which producers can act in their competitive advantage.  

 

III. PRODUCTION AND MARKETING OF NOOG 

 

3.1 Production 

 

Noog is one of the main crops produced in Kuyu for cash income almost in all parts of the 

district. It is not only produced for cash income but also for improvement of soil fertility in 

the process of crop rotation as it is mainly known for its addition of high biomass to the top 

soil and porosity facilitation in soil texture (Liban Kura and Amuma vilages farmers). 

Porosity facilitation is an important factor for compact soils such as vertisol that 

abundantly dominates in Kuyu and adjacent areas or districts. For these main reasons, 

every year noog is grown by a significant number of farmers in all the three agro-ecologies 

of the district and claims about 10.5% of the total land under cultivation. Summary of noog 

production, productivity and the size of land committed for noog every year for the last 6 

years in the district is presented as follows.     

  

Table 2: Noog production, productivity and size of land commited 

No Crop year Land size Total production Average productivity Remark 

1 2000/01 4430 7544 1.70   

2 2001/02 5807 8538 1.47   

3 2002/03 4150 8901 2.14   

4 2003/04 4528 15850 3.50   

5 2004/05 4546 11614 2.55   

6 2005/06 5580 14162 2.54   

 Source: Kuyu district office agriculture and rural development   

 

Despite its significance in terms of contributions and the land it claims, noog productivity 

is very poor due to lack of appropriate extension service and modern techniques and 

technologies that can improve productivity of the crop. According to both the district office 

of agriculture and rural development and the farmers interviewed in the two villages by this 

study team, there is no any modern service provided to improve productivity of the crop. 

Whether there are some research findings in this regard or not is also not known by both of 

them. May be what they know from some fragmented information is that the quality of 

noog from Kuyu area is known for its good potential of quality and quantity of oil 

extraction and because of that noog of the area is well demanded by buyers. 
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Even if they know information on the demand for noog of their area, the farmers couldn’t 

increase their production and productivity at a pace they want to increase because of two 

problems. One is, as they do not have access to modern extension services and inputs, they 

always remain to be dependant on traditional practices for production, harvest and post 

harvest managements of the crop. The other problem is its vulnerability to frost and insect 

attack before it ripens for harvest. Because of these problems, most of the farmers do not 

make any innovative effort and investment in new things to increase their production and 

productivity in the crop. According to the interview made with the farmers group during 

this study, the size of land could be committed for noug production by each farmer can 

range from 0.25- 1.00hectare and in most of the cases this land is poor marginal. On top of 

that they do not take care of the crop during its growth time by weeding or keeping from 

animals’ reach.  

 

On the bases of this general situation, noug production capacity of the CBs can be 

separately assessed, even if there is no uniform situation among the CBs as they are 

scattered over different soil condition and agricultural practices while the level of farmers’ 

skill and knowledge is also differs due to different reasons. For instance, in Liban Kura 

village where one of the CBs located, the productivity of noug per hectare can reach up to 8 

quintals as the soil is suitable and most of the farmers are also educated and innovative. 

However, from the discussion made with some of the CB members and average 

productivity calculated from district office of agriculture, it is possible to make the 

minimum possible production capacity of the CBs.  Accordingly, if each member allocates 

0.5 hectares of land and the average productivity for district for the last year (2.54 

quintals/hectare), the total noug production expected from the existing CBs can be at 

minimum 1270 quintals. But one can also imagine that with the increment of number of 

CBs by two more and improvement in the agronomic practices of noug, the production 

capacity of the CBs can increase to 5,600quintals if at least the maximum productivity 

level already achieved by some farmers in Liban Kura village will be maintained for all. 

 

Table 3: Cereal Banks capacities for Niger seed production 

 2006 2007 and after 

Number of Cereal Banks 4 6 

Number of members to produce niger seed 1,000 1,400 

Average area per member allocated for niger seed 0.5 ha 0.5 ha 

Average yield for niger seed in q/ha 2.54* 8** 

Potential production for niger seed in q (for all CBs) 1,270 5,600 
* average yield for 2005 in the district. Department of Agriculture data. 

** average yield for 2007 and after if agricultural extension work is conducted to improve niger seed variety 

an cropping practices 

 

 

If they have to commit their better land for noog production at the existing production 

technique, they can’t make significantly better benefit over other crops mainly teff which is 

the most competent crop with noog over land. If they make any benefit it is the cost of 

production (labor, input, etc., costs other than land) that could be saved by resorting to 

noog. However, as it doesn’t have any effect on saving of land and opportunity cost of 
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family labor is not a concern for farmers, they will never replace teff by noog only for 

small difference in financial benefits it can give over teff. Even some times they can prefer 

teff to noog for its better job opportunity for the family members even if its financial return 

is lesser than noog. The cost and benefit comparison of teff and noog has been made with 

farmers of Liban kura and Amuma Wuchale, which is summarized as follows: 
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Table 4: Comparison of teff and noog production cost and benefits in Liban Kura 

    Teff Noog  

No Cost & benefit items 

Unit of 
measurem
ent Quantity 

Estimate
d unit 
cost/ben
efit (birr) 

Total 
Cost/ben
efit (birr) 

Quan
tity 

Estimate
d unit 
Cost/ben
efit (birr) 

Total 
Cost/ben
efit (birr) 

A Cost Items               

I Labor               

  
1.1 Land preparation and 
sowing Pd 108 6 648 36 6 216 

  1.2 Weeding Pd 20 6 120 0 0 0 

  1.3 Mowing Pd 32 6 192 16 6 96 

  
1.4 Transporting to 
threshing field Pd 25 6 150 0 0 0 

  1.5 Threshing Pd 54 6 324 8 6 48 

  Sub Total   239   1434 60   360 

II Inputs               

  2.1 Seed Kg 60 2.45 147 32 3 96 

  2.2 Fertilizer               

  2.2.1 DAP Kg 100 4 400 0 0 0 

  2.2.2 Urea Kg 50 3.3 165 0 0 0 

  2.3 Herbicide Liter 1 45 45 0 0 0 

  2.4 Land Hectare 1 0 0 1 0 0 

  Sub Total       757     96 

  Grad Total cost       2191     456 

B 
Benefit items in 
alternatives               

  Alt. 1. Red (brown) teff Quintal 13 230 2990       

  Alt. 2. Sergegna teff Quintal 13 250 3250       

  Alt. 3. White teff Quintal 13 270 3510       

  Alt. 4. Noog Quintal 0 0 0 6.5 300 1950 

C 
 Cost benefit or 
returns/hectare               

  Alt.1 Red (brown) teff       799       

  Alt.2 Sergegna teff       1059       

  Alt.3 White teff       1319       

         

  Alt. 4. Noog             1494 

 
1. One ox or donkey day is equivalent to one person day (PD) according to the local 
market   

 2. Unit benefits are calculated at maximum price could be attained in a year.   
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Table 5: Comparison of teff and noog production cost and benefits in Amuma Wuchale 
 

No Costand benefit items 

Teff Noog 

Unit of 
measurem
ent Quantity 

Estimate
d unit 
cost/ben
efit (birr) 

Total 
Cost 
(birr) 

Quanti
ty 

Estimat
ed unit 
Cost/be
nefit 
(birr) 

Total 
Cost/benefi
t (birr) 

A Cost Items               

I Labor               

  
1.1 Land preparation and 
sowing Pd 74 6 444 30 6 180 

  1.2 Weeding Pd 20 6 120 0 0 0 

  1.3 Mowing Pd 16 6 96 8 6 48 

  
1.4 Transporting to threshing 
field Pd 15 6 90 0 0 0 

  1.5 Threshing Pd 26 6 156 4 6 24 

  Sub Total   151   906 42   252 

II Inputs               

  2.1 Seed Kg 50 2.43 121.5 20 3 60 

  2.2 Fertilizer               

  2.2.1 DAP Kg 63 4 252 0 0 0 

  2.2.2 Urea Kg 37 3.3 122.1 0 0 0 

  2.3 Herbicide Liter 1 45 45 0 0 0 

  2.4 Land Hectare 1 0 0 1 0 0 

  Sub Total       540.6     60 

  Grad Total       1446.6     312 

B Benefit items in alternatives               

  Alt. 1. Red (brown) teff Quintal 8 220 1760       

  Alt. 2. Sergegna teff Quintal 8 240 1920       

  Alt. 3. White teff Quintal 8 270 2160       

  Alt. 4. Noog Quintal 0 0 0 3.5 280 980 

C Cost benefit analysis               

  Alt.1 Red (brown) teff       313.4       

  Alt.2 Sergegna teff       473.4       

  Alt.3 White teff       713.4       

  Alt. 4. Noog             668 

 NB:        

 
1. One ox or donkey day is equivalent to one person day (PD) according to the local 
market   

 
2. Unit benefits are calculated at maximum price could be attained in a year. 
   

 

From the above table it can be fairly concluded that the financial benefit (return) of noog is 

a bit higher than different varieties of teff which are mainly grouped as red, sergegna and 

white teff by some ETB 695.00, 435.00, 175.00 respectively in villages like Liban Kura, 
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where the productivity of the soil is higher if the assumption for average productivity of all 

varieties of teff is taken to be the same. But in practice, red teff can grow and give good 

production in wide range of agro-climatic conditions like noog while white and sergegna 

are less tolerant to higher altitudes and poor soil conditions. In other villages where the soil 

productivity is lesser, like in Amuma Wuchale village, there is no much difference in 

return. Therefore, farmers cannot see the advantage of noog over teff to favor it as a 

commercial crop unless either its productivity may be improved or its market price 

dramatically increased to bring them significant return.    

 

3.2 Marketing 

 

Garba Guracha, the capital town of Kuyu, is one of the big centers for noog collection in 

the area. Producers as well as retailers from Kuyu rural areas, Degam, Abotte and part of 

Wara Jarso districts supply noog to the town. The supply time of the crop to the market is 

immediately after harvest from November to January for different reasons mentioned by 

the farmers. Some of these reasons are cash need by the producers, availability of different 

buyers in the market during this time, suspicion of significant weight loss by producers if it 

will be stored for longer time, etc.  

 

Buyers of noog are different categories that include licensed grain traders, unlicensed petty 

grain traders, Ethiopian Grain Trade Enterprise (EGTE) and local oil processors. 

According to the interviewed grain traders, the quality of noog supplied from Kuyu area 

and adjacent districts is a quality one and has got great demand in the market of A.A. I t 

was not possible to gate the number of traders engaged noog trade as mainly there is no as 

such clearly differentiated registration of noog traders, as any grain trader can either engage 

or not based on its own will. In addition to that because of lack of control there are also a 

number of unlicensed traders of noog. Therefore, it is quiet difficult to estimate the 

marketed quantity of the crop and the number of traders (licensed and non-licensed) 

engaged in the noog trade. But according to the interviewed merchants, the quantity of 

noog seed supplied from Kuyu and other adjacent districts through Garba Guracha is 

significantly high.  

 

The other big buyer was EGTE until 2004/5. But this buyer is not active for this harvest 

time (2005/06) as, for clearly known reason to the local purchaser, the head quarters of the 

organization haven’t ordered its brunch to engage in purchase of the crop.  

 

The third important buyers are local processors. The total quantity of noog these local 

processors (three of them: two in Garba Guracha and one in Goha Tsiyon) buy can be 

estimated up to some 8000-9000quintals of noog seed per year if one calculates from their 

daily processing capacity at half as the two of the processors also process other oil seeds 

that can be estimated at the other half of their production. 

 

Price of noog doesn’t make much change over period of time in a year. Most of the time 

the highest price is obtained during the highest supplies time of the crop (Nov.-January). 

According to the traders, price of the crop during this time varies between ETB 280.00 to 

330.00 in the local market. The processors reported that they buy at ETB 5.00-10.00 
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greater than the merchants to attract quality noog for their oil processing. After harvest, as 

the producers exhaust their supply and the buyers withdraw from the market as well, 

significant change in price is not observed in the local market. But as the processors do not 

have financial and storage capacity to buy all their needs at once during harvest period, 

they have to buy for a little bit higher price from A.A or from merchants that may supply 

from other areas. But the quality of noog supplied during lean period from A.A market or 

other places is not as good quality as the one they gate from Kuyu area.                    

 

IV. EDIBLE OIL PROCESSORS 

    

4.1 General 
 

The study team has tried to meet three edible oil processors (two in Garba Guracha and one 

in Goha Tsiyon). However, during the team was in the field, the one in Goha Tsiyon 

stopped processing due to some technical problem. Because of that the study team couldn’t 

make interview with the owner or the operator. Therefore, this part of the report focuses on 

findings made through interview of the two processors in Garba Guracha town. 

 

Both processing units are private enterprises and are managed by the owners of the plants. 

They are also registered and licensed business organizations. The capacity and quality of 

the two process units are not comparable. 

 

One of the two, which is owned by Ato Sime Waqjira, is locally modified machine. The 

total fixed capital (machine, storage, oil containers, sales outlets, etc.) of this processing 

unit is about ETB 60, 000.00 according to estimation of the manager while its working 

capital is about ETB 100,000.00. The daily processing capacity of the machine is not more 

than 4 quintals of oil seed. The extraction capacity of the machine is only 25- 27 liters of 

edible oil and 50kg of noog cake from one quintal of noog seed while the modern machines 

can extract up to 33 liters of oil and 50kg of noog cake per quintal of the same crop. 

Therefore, the difference in efficiency between the two capacities is a loss to the former. 

The number of workers it engages, who are mainly family workers except one person, are 

four to operate the machine, purchase and sieve the grain, collect oil from the machine into 

barrels and retail it at the processing unit gate. Almost all the activities in this processing 

unit are manually done except extraction of the oil. The extracted oil is sold crudely 

because it is preferred by the consumers in this form according to the explanation of the 

manager. With this situation the annual capacity of the processing unit, if it normally 

functions without interruption and in fact also with out working in extra times (over normal 

working hours and during weekends), is estimated at 1,200 quintals of oil seed.    

 

The other one, which is owned and managed by Ato Lejiso Kasaye is relatively modern 

and has better capacity over the one of Ato Sime. Fixed capital of the processing unit 

(machine, storage, equipments, sales outlets, etc.) is estimated at ETB 100,000.00 while its 

working capital is up to ETB 300,000.00. Daily processing capacity of the machine is up to 

35 quintals of oil seeds at normal hours’ work. Its extraction efficiency is also up to 33 

liters of oil and 50kg of cake per quintal. The number of permanent workers of the 

processing unit is six people to purchase, clean and store the grain, operate the machine, 
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collect the oil from the machine to barrels and retail it at the processing plant gate. Beside 

the better efficiency of the machine, automatic sieve for cleaning of the grain and refinery 

to purify the extracted oil is also in use in this processing unit. With these facilities and 

efficiencies, the annual processing capacity of the plant is estimated at 10,000 quintals of 

oil seeds. 

 

For the future, both processing units aim to expand their capacity through installing more 

efficient and higher capacity machines. Beside this, they want to increase their purchase 

and storage capacity so as to be able to buy more stock during maximum supply of the oil 

seeds in the market. However, leave alone to add higher capacity machines, even to be 

optimally effective with existing ones, they have serious shortage of finance. In fact banks 

are supposed to provide loan for the processors. But as both of them complained about it, 

the bureaucracy and its conditions of loan are not affordable for them. 

 

Technically, both managers feel that they are capable enough to operate and maintain the 

existing machines. But in a very brief exchange the study team made with the owner of the 

Goha Tsiyon processing unit, which in fact is nearly similar with that of Ato Lenjiso’s 

processing machine, technical incapacity problem was emphasized. According to the owner 

of that machine, oil-processing machines either frequently fail and/or lose their efficiency 

of extraction very often. Therefore, although the managers at Garaba Guracha town may 

feel that they are capable in operating and maintaining their machines, the problem of 

technique has been perceived elsewhere in the area.  

 

The other general problem of these oil processors is lack of organization or some sort of 

networking to exchange experiences and jointly combat with some of their common 

problems such as high taxation and unfair competition with illegally imported or 

unqualified oils that are supplied through shops. In fact, they said there are some initiatives 

taken by the government to organize oil processors and other millers into association. But 

there is no so far effective thing done or achieved so far.                                   

      

4.2 Oil seed purchase process 

 

Ato Sime purchases only Noog and sesame while Ato Lenjiso purchases noog, linseed, 

safflower, sesame and rapeseed. Ato Sime produces only one quality of oil, i.e., noog oil by 

mixing noog and sesame seeds while Ato Lenjiso produce different qualities of oils from 

different oil seeds. Both processors gate their supply directly from farmers and small 

village level collectors during harvest time. But as they do not have enough capital to 

purchase as much as they want for a year, they exhaust their stock in few months and then 

mainly purchase from merchants supply oil seeds from other localities such as Gojam, 

Gonder, Wellega, etc., through A.A. market. The purchase price for this supply is also not 

much higher than the harvest time price of the local seeds. But the quality of the seeds in 

terms of purity and oil extraction is very much lower than the local seed. Therefore, it were 

not for the shortage of working capital, the processors would prefer to purchase enough oil 

seeds for their annual need from Kuyu, Abote, Degem and Wara Jarso areas during harvest.  
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Both processors’ criteria of quality, which could be a universal criterion for all oil 

processors, are purity, good weight and fairly dry crop. If these criteria are fulfilled, the 

processors purchase the seeds of any quantity that can be weighed on scale without any 

demanding condition to the suppliers. Mainly, for the local purchase from farmers and 

collectors, payment is made in cash and on hand except in some cases where the processors 

may ask some farmers whom they closely know to sell to them on credit but at a bit higher 

price than the market one when they have temporary liquidity problem.  This credit 

arrangement doesn’t create any problem between the farmers and the processors so far. 

Even some farmers from Liban Kura area said that they prefer to sell on credit to Ato Sime 

than to sell to other merchants whom they do not know for equivalent price as they said 

that Ato Sime is their permanent buyer who never cheats them.   

 

Both processors are very much willing to work with farmers’ organizations if they can 

supply them with the quality oil seeds at the time they want even by paying better price. 

Even they said that they already made some attempts to purchase from primary 

cooperatives at village levels if they are able to purchase the oil seeds during harvest and 

store it for some times and then supply them when they exhaust their stock. But, as the 

farmers believe that oil seeds significantly lose their weight if they are stocked for longer 

time, no cooperative wanted to work with them in such an arrangement.               

  

4.3 Edible oil sales process  

 

Both processors, Ato Sime and Ato Lenjiso, sell their oil products at factory gate.  As Ato 

Sime’s capacity of production is limited in quantity and only specialized in noog oil, its 

sales is also limited to retailing to consumers at the processing unit gate. Even it couldn’t 

satisfy the retailers demand with its existing capacity leave alone to worry about sales 

outlets. A bit differently, Ato Lenjiso’s sales targate different buyers such as consumers, 

local retailers and restaurants because of its greater capacity and different varieties of oils it 

produces. In fact its sales out let to all its customers is still at the processing unit gate 

similar to Ato Sime’s. Sales price of the processors is set at retail and that is 12.00-13.00 

ETB per liter, which is much higher than oils supplied through shops from A.A at retail 

price of 9.00-10.00 ETB per liter. In fact, edible oils supplied from A.A are considered by 

many consumers as inferior quality oils because of suspicion of adulteration. 

 

Most of the consumers who are interested to buy from the processors are people from rural 

as well as urban areas of the district who have some concern about quality and feel that 

noog oil is good quality oil that they can only find from these processors. Other wise 

people who do not have any concern or awareness about quality prefer to buy oil from the 

shops, as the price of these oils is cheaper and affordable for the low-income people. In 

fact, the shops also supply canned oils, which are imported ones and highly expensive to 

afford for the general people. Only professional people like teachers, office workers, 

administrators, etc., prefer this quality as their concern for quality is high and they can also 

afford to buy.     

 

In addition to edible oil, the processors also sell animal feed which is a byproduct of edible 

oils. Noog and linseed cakes are the most required feeds for dairy and fattening farms. The 
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local demand for these products is insatiable with current capacity of the processors and 

even if there are some suppliers in the town from other sources, the farmers do not like it 

because of its bad quality. Demand for animal feed has been ever increasing in the district 

because of introduction of some high breed cattle at household level for dairy and fattening 

is becoming lucrative business on which farmers’ consciousness has also been well raised.      

 

In short, the processors haven’t faced any sales problem for their products so far. Both their 

oil products and animal feed even couldn’t satisfy the local demand at their current 

capacity. However, the processors contemplate that if they may be able to improve their 

capacity at double, sales at processing units’ gate may not be satisfactory. Therefore, they 

propose the need to establish sales outlets for their products at main towns like in Fitche 

and near towns of the adjacent districts. Beside this they also propose the need to 

strengthen their procurement strategies as well, so as to secure their input supply. To this 

effect they also need to strengthen their logistic capacity especially in transportation facility 

to deliver the products to sales centers and procure raw seeds as efficient as possible. For 

all the vision and aim of the processors, the main constraint is shortage of working capital 

and lack of strong network among the processors to jointly combat against some of their 

common problems.   

 

 

V. CONCLUSION 

 

 

Noog seed has been the most important cash crop not only for Kuyu district but also for 

adjacent districts (Abote, Degem and Wara Jarso). Despite introduction of some other new 

varieties of oil seeds such as sesame and safflower to the area, noog will remain to be an 

important cash crop of the area for different reasons. One of the important reasons is that it 

grows in almost all agro-ecologies with a very low cost of production in comparison to 

other crops such as teff while other substitutable crops such as sesame and safflower are 

limited to specific areas (lowlands) and relatively more costly to produce them than to 

produce noog. The other important reason is its agronomic friendliness in improving the 

soil in the process of crop rotation. More importantly, in addition to its good sales price, 

edible noog oil and its cake for animal feed are the most preferred products by consumers. 

On top of this, according to the different actors interviewed by the study team, quality of 

noog produced in this area is very high and because of that its demand in the market is 

equivalently high. Therefore, these and other reasons can make noog an important cash 

crop of the area.  

 

Despite the fact that noog is an important cash crop of the district and will continue to be 

for different reasons, there is no any effort made to improve production and productivity of 

the crop by any relevant local body by disseminating the Holetta Agricultural Research 

Center findings (improved varieties, agronomic packages…). The current level of 

productivity of the crop is disappointingly very low in most of the areas except in villages 

like Liban Kura where the soil is responsive and the farmers are also innovative. On top of 

that the problem of frost and insect attack before the crop ripens is another factor that 

dangerously damages hope and therefore effort of the farmers to improve their cultivation 
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practice and investment on the production of the crop. Anyhow, according to Holetta 

Research Expert on noog production, under a good management at farmers level, the yield 

can reach 7q/ha, provided the time for harvest is well identified (great losses because of 

grain shattering when late harvest). 

 

Regarding marketing of the crop there is no as such serious problem observed except may 

be the weight loss problem reported by the farmers up on stocking for longer time although 

traders did not confirm it, neither Holetta Agricultural Research Center expert who 

explained the study team that the weight loss may not exceed 2%, but that there may be a 

slight loss in oil content because of bio-synthesis phenomenon. In relation to this another 

problem could be considered is seasonality nature of its demand, which only coincides with 

the harvest time of the crop. The effect of both the weight loss and seasonality of the 

demand on the benefits that would have otherwise gone to farmers need to be further 

studied in the context of wider national and international market. 

 

Performance of the local processors in relation to noog producers as well as pricing of the 

crop is within acceptable situation according to the permissive conditions of the area 

despite their limited capacities and efficiencies due to their technological and financial 

limitations. At current situation, there is no concretely identified bottlenecks or problems 

identified to resolve so as to improve farmers’ access to their market and hence to increase 

their income. They are already at access of farmers and the price they pay for the crop is 

also acceptable according to the existing market price. Therefore, unless an overall change 

in price and value chain of the crop may take place, the local processors can’t make any 

difference more than what they are currently doing. 

 

Therefore, in regard to these statements, the study team feels that there is a good potential 

for noog value chain promotion in Kuyu district, provided few issues are further studied: 

 

 improvement of noog cropping system and the integration of new practices in the 

whole farming system 

 possibility for CBs to store noog in favorable conditions and without alteration, 

especially if there could be a possibility to link with remunerative local market 

opportunities throughout the whole year 

 possibilities for enabling local processors to improve their technical and financial 

capacities so as to increase their competitiveness through efficient mechanisms so 

that local market opportunities could be widened. 

 

These issues will be addressed before the end of July 2006, so that a proposal for noog 

value chain empowerment can be developed rapidly. 
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2. Terms of Reference for the study    
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Kuyu Noog Mart & Value Chain Study Interviewees Resume 

 

 

I. Interview one: Office of the District Ministry of Agriculture and Rural 

Development  

 

1. Name of interviewee: 1) Ob. Abbi Siyoum (from Kuyu district office of Ministry of 

Agriculture and Rural Development.   

2. Main findings from an interview with Ob. Abbi have been summarized as follows: 

 

a) The district size, agro-ecology, population and main source of economy: 

  

 Size approximately equal to 97,400hactares, 

 Agro-ecologically the district is divided into three zones: 10%lowland, 

50%middle or temperate land and 40%highland.   

 Total population of the district is about 124,000 out which some 16,000 is 

expected to live in urban areas. 

 Average land holding size for rural household (for grazing, crop cultivation tree 

plantation, private construction, etc.) is estimated at 4.5hactares. 

 Main sources for the livelihood of the people are crop production and animal 

husbandry nearly at equivalent level of contribution to the district economy. 

 In crop production, teff, sorghum, wheat, bean, pea are mainly produced for 

food while Noog, linseed, sesame and safflower are exclusively produced for 

cash income. In addition to these, teff, beans and peas can also be considered as 

cash crops. 

 In animal husbandry, both fattening and diary are equally important.     

 

b) The office didn’t make any especial effort or study to identify and develop 

potentially marketable crops according to the suitability of the district for its 

agro-ecology or its location in relation to market needs and wants. 

Therefore, there is no any special information available at the district level 

in this regard other than the traditionally known to be marketable crops that 

are mainly Noog and linseed.    

c) No concrete plan is in place at the district level to improve prospect of Noog 

both in terms of production and marketing. If there is any contribution in 

this regard, the office encourages farmers to weed so as to improve 

production, productivity and purity as the crop is always sold at high price 

and paying. 

d) Problems identified by the office are low productivity and vulnerability to 

frost before the crop gates fully matured.   

e) For comparison of different crops level of productivity, although the officer 

promised to provide us with necessary information after our meeting, we 

couldn’t gate it other than land size allocated for Noog production by 

farmers over the last six years and total production for each year. 

f) Land size allocated and total production of Noog for the last six years has 

been summarized as follows: 
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Table one: Total Noog production and land size committed over years   

      

No Crop year Land size Total production Average productivity Remark 

1 2000/01 4430 7544 1.70   

2 2001/02 5807 8538 1.47   

3 2002/03 4150 8901 2.14   

4 2003/04 4528 15850 3.50   

5 2004/05 4546 11614 2.55   

6 2005/06 5580 14162 2.54   

 

g) Agronomic importance of Noog in the farming system is highly appreciated 

by the representative. According to him, Noog very much improves the soil 

fertility and its porosity.   

 

Interview Two: Office of the District Cooperative Promotion 

 

1. Name of interviewee: 1) Ob. Ebbisa Wakijira (from Kuyu District Office of 

Cooperative Promotion)  

2. Main findings from an interview with Ob. Ebbisa have been summarized as 

follows: 

 Main activities and achievements of the office are revitalization of the primary 

cooperatives, supporting them in distribution of agricultural inputs to local 

farmers and orienting them on grain trade activities, 

 Future plan of the office is to engage the associations in grain trade activities 

through organizing them into unions at zonal level for marketing service, 

 There is no any special attempt made to identify marketable crops and develop 

value chains in this regard, 

 Therefore, if the associations engage in grain trade activity, they will buy and 

sell the traditional crops (teff, noog, linseed, wheat, pulses, etc.) in a traditional 

way without any improvement in their marketing strategy, 

 Noog could be potentially marketable crop and value chain can also be 

developed for. But it can’t be stored for long time due to its price decline after 

harvest time unlike other crops and loss of weight as it is stored for longer time, 

 Main problems of associations to engage in marketing are: 

o Lack of access to accurate and update information, which sought to be 

resolved by unions of association for the future, 

o Lack of finance for working capital. Even for agricultural inputs they 

supply if the regional government hadn’t given them guarantee of loan, 

they wouldn’t run it. Similarly, if they will not gate enough loan or try to 

build their capital in some other ways, their success in grain trade will be 

constrained. 

 The district coops promotion was supposed to give marketing services such as 

information provision, facilitation of linkages with buyers, bargaining capacity 

building etc. But due to human power shortage none of these services are 
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provided to the associations and now this role expected to be fulfilled by the 

unions, 

 The district coops promotion office has revitalized and registered 10 primary 

cooperative associations and their detail is summarized as follows: 

 

Table two: Summary of primary cooperatives membership and working capital.  

No Name of association 
Year of 
revitalization # Of members 

Size of own working 
capital (birr) Remark 

1 Ulaa Ummoo 1997 670 84980 
Engaged in grain trade 
activity 

2 Dayyi Abbuu 1998 751 57515 
Engaged in grain trade 
activity 

3 Biriti 1998 610 60406 
Engaged in grain trade 
activity 

4 Darroo 1999 833 59360 
Engaged in grain trade 
activity 

5 Kuyu Harasaden 2000 578 30749 
Engaged in grain trade 
activity 

6 Qarree Ta'a 1998 132 69618 Inactive 

7 Amuma Wuchale 2004 258 4578 Inactive 

8 Liban Kura 2004 570 4335 Inactive 

9 Ula Qeransa 2004 254 3593 Inactive 

10 Melka Keteba 2004 357 5797 Inactive 

  Total 5013 380931   

  

 In addition to these, the representative has explained that there is no any well 

defined future strategy in promoting the primary cooperatives towards market 

orientation to secure them market and income. 

 Main problems of cooperatives marketing activities are, according to the 

representative: 

o Instability and irregularity of market price, 

o Competition and intentional activities of private merchants to weaken 

cooperatives, 

o Lack of accurate and update information by cooperatives, 

o Poor operation and management capacity of the associations’ leaders, 

o Poor experience in marketing.   

 Regarding existing and foreseen prospects and problems of Noog production, 

processing and marketing, the representative has summarized as follows: 

o Noog can be specialty of the district according to the quality of production 

and its demand in the market if improvements are made on its production, 

processing and marketing system, 

o From the cooperative promotion side, there is no any special effort made or 

planned to be made in this regard, 

o Noog oil is considered to be the best oil. But the problem is that other 

varieties of oil products are supplied for cheap price from A.A and 

therefore, noog oil couldn’t compete with them even at cost price leave 



FFARM Ungana 562                                                                 21 
 

alone to be profitable. However, still most of the urban people and other 

educated ones who care for quality prefer to buy noog oil. 

o Other varieties of oils are said to be produced from mix of different inferior 

things which do not qualify standard, 

o Therefore, if standardization will be applied as a norm and consumers will 

gate complete information about the quality of oils, the inferior ones will be 

gradually neglected and demand for noog oil will be high. 
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II. Interview three: Oil Retailer Shops 

 

1. Informants: Mesfin Seyoum, Shukuri Nasir and Abdi, 

2. Location: Gerba Guracha Town 

3. Main findings  

 

 Main products supplied by the shops are bulk oil (may be 

extracted from mix of all kinds of oil seeds) in barrels and 

canned oils such as golden sea, sheno, OKI, Palm olein, etc., 

from A.A., 

 Main customers of the shops are household consumers, people 

who do have occasions such as weddings and small restaurants, 

 The shops do not buy bulk oil from local processors because of 

their high price and the processors themselves engagement in 

retail activity, 

 Noog and Sesame oils are mostly preferred by the low income 

consumers and canned oils are preferred by educated and 

salaried people who care much about quality, 

 The shop sell bulk oils to consumers for ETB 9.00-10.00 

depending on quality that is explained by variety of oil seed, 

season and import price from A.A. In the sales of bulk oils the 

maximum profit the shops can make per liter is ETB 0.50-0.75 

according to the respondents,   

 Most low income consumers go for lower price items due to 

their affording capacity,   

 There are over 25 oil supplier shops in Gebra Guracha town 

and each of them supplies 3 to 4 barrels (600-800 liters) per 

month. With this estimation, the total quantity of bulk oil 

consumed/channeled through shops in Gerba Guracha town per 

month is between 15,000 to 20,000 liters, 

 They do not have any supply problem from A.A for both the 

bulk and canned oils, 

4. Retailer shops cover the greatest proportion of the oils market supply with 

their bulk supply from A.A.   

 

    Interview four: Ethiopian Grain Trade Enterprise 
 

The Ethiopian grain trade enterprise has got a big store in Gabra Guracha Town. However, 

its role in the local market is limited. The research team has tried to discuss with the 

representative of the enterprise about its activity and role in the Noog market. Although he 

was not fully willing to provide information on this matter, the representative told the 

research team the following information: 
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 The enterprise haven’t been engaged in purchase activity in this year, 

 Last year it purchased about 1000 quintals of noog from local merchants and 

merchants from Jarso area, 

 The enterprise doesn’t care about the supplier and therefore, it buys from any one 

who can supply the required quality and variety, 

 Since the activity of the enterprise directly commanded from its head office, the 

local representative doesn’t have any information about the enterprise future plan, 

 Local farmers do not prefer to sell to the company as its quality criteria are stiff and 

local merchants can buy from the farmers for better price. Therefore, the enterprise 

has a difficulty to gate good supply as the merchants further supply to A.A market 

in stead of supplying to the enterprise, 

 The enterprise doesn’t have records of any information at local office.  

 

 

VI. Interview Five: Oil processors 

 

Two oil processors found in Gerba Guracha were contacted for interview. Each of them 

mainly processes noog oil. The interview was made with each of them separately. 

Accordingly, their resume is also presented separately as follows: 

 

5.1 Sime Waqjira Oil Processing 

 

5.1.1 General 

 

1. Contacted person: Sime Waqjira , Owner and manager of the factory, 

2. Address: Gerba Guracha town  

3. Year of establishment: 1996 

4. Ownership and legal status: proprietorship and registered since date of 

establishment in 1996. 

5. Size of capital 

a. Fixed assets at establishment:  ETB 60,000.00 

b. Current working capital: ETB 100,000.00 

6. Number of workers in the factory: one machine operator (the owner), one assistant, 

one purchaser and sales person, 

7. Main products and capacity:     

a. The pressing machine is locally modified one from grinding machine, which 

extraction capacity (efficiency) per quintal is only about 25-27 liters.   

b. Daily production capacity is also up to 100-110 liters of oil or pressing 4 

quintals of noog or sesame grain or mix of the two,  

c.  About 200kg animal feed, which is a byproduct of noog oil processing is 

also gained from 4 quintals of noog pressing, 

d. Accordingly the annual actual processing capacity of the factory is about 

1200quintals if it operates without failure during normal hours alone unle. If 

it may work additional time during nights, weekends and/or holidays, the 

capacity of the processing unit can proportionally increase.  
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e. The machine actually fails frequently although some of the maintenances 

can be easily done by the operator/owner himself,     

8. Future direction and constraints of the factory: 

 Noog is supplied in enough quantity and quality only once in a year 

(from November to December) during harvest season, 

 Due to financial and storage constraint, it is not possible for the factory 

to buy all its annual need during this plenty supply time in the year, 

 Bank loan is possible in principle, but it is very much bureaucratic and 

some times its processing/service expenses are also difficult to bear, 

 Inferior quality oil, which might be mix of every thing including 

rapeseed oil supplied for cheap price in bulk by different shops and 

because of that competition is sever, 

 Processors’ association did not exist to protect some of their rights 

jointly although now there is an attempt to establish it. 

  Despite all these constraints, since demand for noog oil is ever 

increasing due to its proved quality, the owner of the factory wants to 

improve the machines of its factory to efficient one that can process 25-

30quintals of oil seed per day if he can gate better financial resources.   

 Extraction capacity (efficiency) of the modern machine is up to 33-

35liters per quintal, which is nearly 30% greater than the existing locally 

modified machine. 

 Better yield of oil can be gained from other oil seeds such as rape seed, 

“Suf”, etc. But since the quality of oil and animal feeds of these seeds is 

inferior and consumers do not like it, the processor produces oil only 

from noog and sesame grains and never mix with any other varieties, 

 The interviewer proved this statement of the factory owner as he 

observed people waiting in line at the gate to buy its oil and animal feed 

while there was no any line at the gate of the other factory.            

  

5.1.2 Raw noog purchase procedures and processes 

 

1. Varieties purchased are noog and sesame 

2. Maximum quantity the factory can buy at a time is 300quintals due to constraint of 

finance and storage, 

3. Main suppliers are farmers from Kuyu area during harvest and merchants during 

lean periods, 

4. There is no shortage of supply during harvest if one can buy as much as s/he wants. 

But as the capacity of the factory is limited, it can’t buy as much as it wants during 

plenty of supply and therefore forced to buy from merchants, which is not as clean 

as the one supplied by farmers or stop processing if there is no supply at all during 

the lean period,   

5. Main quality criteria to effect purchase are dryness and cleanness of the grain that 

can be observed physically, 

6. Conditions of purchase and payments: 

a. Any quantity supplied could be purchased if it is dry and clean 
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b. Purchase frequency is high which almost takes place every week due to 

financial and storage constraint, 

c. Price of noog is almost constant at around ETB 300.00 per quintal all 

through a year. There is no significant price fluctuation due to change of 

season unless some unexpected demand comes from exporters. Even there is 

a possibility to fall during lean periods as most of the processors buy during 

harvest and store for their need of lean period while some merchants release 

their stock of speculation, 

d. Local market price is dictated buy A.A market price of which its 

information is daily accessed by telephone call or personal contacts with 

merchants frequently attend A.A market,    

e. Purchase is made mainly on cash and sometimes on short-term credit from 

farmers as the trust between some of the farmers from Kuyu area and the 

factory is well established and no default experience is encountered.  

7. Readiness of the factory or the owner to work with the farmers: 

a. It has already tried to engage itself with some cooperatives and women 

groups since one year, 

b. For the future also if the farmers groups or associations can buy/collect in 

their own stores, the factory can engage itself to regularly buy from them as 

it will gate reliable quantity and quality supply even for increased price, 

 

5.1.3 Factory products’ sales procedures and processes 

 

1. Main products are oil and animal feed or noog cake. 

2. Targate buyers are mainly local consumers of oil and animal breeders for noog cake 

who are engaged in dairy and fattening activities. Sometimes there are people who 

come from A.A and other big towns to buy the oil for their household consumption 

as they like the quality of the product, 

3. Mainly sales is made at the gate of the factory in retail to the individual consumers 

and there is no sales to other resellers, 

4. There are a lot of suppliers of different oils as well as animal feed in the town from 

other sources. But the factory owner never felt that they are a threat to its sales, as 

even it couldn’t satisfy the demand of its clients.  

5. He doesn’t make any sales promotion or doesn’t have partnership relation with any 

one in the industry so far. But the owner/manager feels that it could be an important 

aspect for the future. 

6. In short the factory doesn’t have any sales problem so far. But if the capacity of the 

factory will be increased the quantity of production will be greater than the local 

demand. In that case, promotion and searching for sales outlet at other centers will 

be important 

 

5.2 Ato Lengiso Kasaye 

 

5.2.1 General 

  

1. Contacted person: Ato Lenjiso Kasaye, owner and manager of the processor 
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2. Factory status: Registered by ministry of trade and licensed in the name of another 

person before but starting from mid of 2005, it is transferred to the current owner, 

3.  Main products of the factory are Nood oil of and fagulo, Linseed oil, Safflower oil, 

Sesame oil, Rapeseed oil and different oil seeds’ cake. 

4. The factory produces these products in one machine but during different times 

scheduled a head of time for each according to the availability of the crops, 

5. Size of capital: 

a. Fixed asset-machinery and equipments – amounts to about 100,000.00ETB, 

b. Working capital for running of the business is about 300,000.00 ETB, 

6. Capacity of the machine is up to 30-35 quintals per day if it operates continuously 

without break although it breaks frequently. But practically it presses 18-20 quintals 

oil seeds as the capacity of the machine can be constrained by different factors. The 

efficiency or extraction capacity of the machine varies from seed to seed and for 

noog oil it is between 30-33 liters of oil per quintal and about half quintal or 50kg 

of noog cake (byproduct).   

7. Number of workers fully engaged in the factory are 6 to perform the following main 

activities: 

a. Purchase oil seeds from the suppliers mainly farmers, 

b. To clean the seeds before it will be added to the machine for oil pressing, 

c. Working on the machine while it operates, 

d. Fixing and unfixing the machine to clean and maintain almost every other 

day, 

e. To collect, filter and put oils in their containers, 

f. To retail oils and byproducts to buyers, etc. 

8. Future direction of the factory: as the demand for oil of noog which has got great 

supply of the seed from the locality followed by safflower is high, the factory looks 

to respond to this demand. Therefore, it wants to fix one more machine and 

purchase more quantity of nood seed during harvest to make its stock supply more 

dependable, 

9. The owner feels the technical capacity of himself and his workers to fix, unfix, 

maintain and operate the machine is quite enough, 

10. But he feels the following are his main constraints: 

a. Lack of strong networking or association among oil processors to protect 

some of their common interests and benefits and some times even engaging 

in unnecessary competitions, 

b. Shortage of working capital to purchase enough stock during harvest time, 

11. There is a possibility to gate financial loan from government banks located in Fiche. 

But their bureaucracy and conditions made it undesirable.  

 

5.2.2 Purchase procedure and processes 

 

1. Main suppliers: 

a. At harvest main suppliers are farmers from Kuyu, Abote, Degem, and Jarso 

areas, 

b. After harvest, the factory buys from traders who buy and stock during 

harvest in big quantities and resell afterwards in the area. For future, as 
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these alone may not be dependable, for noog supply merchants from Gojam 

and Gonder areas are identified while for linseed chancho area can be 

potential suppliers, 

2. It is not possible to gate good quality oil seed arbitrarily from the market like A.A 

market without pre-selection according to its origin. For instance quality noog can 

only be supplied from Gindeberate, part of Gojem and Gonder other than from 

Kuyu locality. Therefore, if it is not assessed according to its origin, the possibility 

to buy unqualified noog is very high, 

3. Main quality criteria are: 

 Purity: keeping purity of the seed is a very important criteria as noog 

can be easily mixed with other ingredients such as particles of black soil 

and black grains of other plants, 

 Weight: if the grain is weight less, it is an indication for low oil content 

of the crop, 

 Fairly dry: if water content of the grain is more than acceptable range 

because it might not be dried properly or it is socked in the water, the 

grain will not give good result, 

4. Conditions and procedures of purchase: 

 No minimum limit in quantity purchase. Any quantity supplied by 

sellers as long as it could be weighed on scale can be purchased, 

  Purchase price paid by the factory is at least 5.00 greater than the 

market price to attract sellers especially farmers, 

 The factory tries to buy and stock during harvest some quantity of the 

grain (may be up to some 1000quintals) for lean period processing, 

 Purchase price is determined on the basis of A.A market price that is 

collected by the factory at least every other day by telephone or personal 

presence, 

 There is no any other special arrangements (permanent linkage with 

specified producers, suppliers, etc.) in place so far to secure supply, 

5. Purchase payment procedures: 

 On cash from producers (farmers) 

 On cash or credit from merchants. 

6. Purchase related problems: 

 Shortage of capital to purchase enough stock and expand the factory, 

  Some times shortage of supply especially during lean period, 

7. Readiness to work with farmers: 

 Will be extremely happy if this kind of arrangements will be made, 

  Even it was tried with Wuye Gose primary cooperative, even if the 

cooperative failed to collect and supply noog. 

5.2.3 Sales 

 

1. Main buyers of the oil seed and animal feed from the factory are: 

a. Wholesale- to different retailers in Kuyu and Degem areas, 

b. Retail- to consumers in Kuyu area specially for noog oil, 

c. Household based dairy and fattening farms for sales of noog cake. 

2. Sales price and outlets: 
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a. There is no any sales outlet other than the factory gate, 

b.  Sales price of the oil varies depending on the variety of the oil seed and the 

highest price (12.00-13.00Birr) is for noog oil. 

c. Noog cake is sold for 80.00 Birr/quintal and it is scarcely available even for 

factory gates sales according to the demand of the people leave alone to find 

an outlet for it. 

3. Competition in the market: 

a. Before this factory was established (operational in mid of 2005), there was 

only one noog oil processor in the town and it used sell a liter of oil for 

15.00 Birr, which is now reduced to 12.00 –13.00/liter as a result of this 

processor establishment. 

b. Over 25 shops supply different oils in the town and these sell for much 

lesser price (9.00-10.00) per liter. These oils are said to be inferior quality 

and urban people do not mostly buy them. But the rural people who are 

more concerned about price, prefer to buy those ones, 

4. Main sales problems need to be resolved (both existing and potential): 

a. Lack of sales outlets or centers in other towns especially if the factory may 

expand its capacity, 

b. Shortage of logistic facilities such as vehicle for distribution of the factory’s 

products,  

 

III. Interview Six: Grain Traders 

 

Two grain traders, one in Garba Guracha and one in Goha Tsiyon that have been engaged 

in trade of Noog seed, were interviewed by the study team. The resume of each of them has 

been summarized as follows: 

 

6.1 Ato Boja Jisa 

 

1. Contacted person: Boja Jisa (currently grain trader and ex-noog oil seed processor) 

2. Address: Kuyu, Garba Guracha town,  

3. Main crops he trades are noog, teff, linseed and wheat in which noog has significant 

proportion, 

4. His main noog suppliers:  

a. Producers from different localities of Kuyu, Abote, and Jarso, 

b. Collectors from producers at road side in different localities of the districts, 

etc 

5. Quantity of noog purchased vary from year to year depending on the demand for 

the crop in A.A market, which is in turn subjected to influence of international 

demand and price for the crop, 

6.  Price of Noog during harvest time varies from ETB 280.00 to 330.00 per quintal in 

Kuyu markets, 

7. Noog can be stocked for longer time as it is not susceptible to insects or other 

problems related with stocking for longer time other than minor weight loss that 

could be up to 3kgs as it gates fully dry, 
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8.  The trader supplies its noog to oil processing factories in A.A exporters and 

wholesalers in Ihil Berenda of A.A. 

9.   Transport from Kuyu to A.A and brokerage fee in A.A market is in total 15.00 

Birr per quintal, 

10. He stopped oil processing mainly due to lack of enough time as he is very much 

busy with other business activities such as managing the big hotel he has in Garba 

Guracha town, 

11. From his experience he knew that a quintal of noog can give up to 33 liters of oil 

and 50kg noog cake, 

12. He also knew that the machines in use by the local processors are inefficient. The 

maximum they can process is 30 quintals per day. He said, there are machines that 

can process from 200-300quintals per day and can also extract the oil to the 

maximum possible, 

13. The problems of processors to install such machines are: 

a. Lack of finance to invest, 

b. Uncompetitive ness with imported and low priced oil producers, 

c. Limited capacity of consumers to pay for quality oil, which is expensive. 

14. Necessary supports needs to be provided for merchants and processors: 

a. Technical and marketing training to ensure quality control and better sales, 

b. Support in establishing distribution centers and delivery channels, 

c. Financial support (creating opportunity for access to finance) upon need of 

the investors, 

      

6.2 Ato Gelan Sheno 

 

1. Contacted person: Gelan Sheno – Grain Trader and ex-oil processor, 

2. Main oil seeds purchased by the trader according to their importance are Noog, 

Safflower, Rapeseed, Linseed, and Sesame. 

3. The trader purchases these oil seeds from Goha Tsiyon and sells to oil 

processing factories in A.A. The reason why he the other merchants sell oil 

seeds to A.A market while there are oil processing factories in the area is 

mainly because the local processors cannot buy all the local supply, 

4. His ex-oil processor was locally made one and its extraction efficiency was 

between 26-27liters per one quintal of noog seed and the total quantity it can 

process in one day was about 3-4quintal. 

5. He stooped processing because of its processing unit uncompetitive 

performance. 

6. Pick time for noog supply to the market is from November to December in the 

year, 

7. Market price depends on demand for the crop in A.A market and it always 

ranges between 270.00 to 340.00, 

8. Local collectors who do not have license for grain trade and do not pay tax for 

the government, always disturb the market and they made the situation difficult 

for licensed grain traders to survive in the business, 

9. There are some 5 noog seed traders in Goha Tsiyon town who buy and sell in 

the same way with this trader, 
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10. Transport cost from Goha Tsiyon to A.A and brokerage fee all togateher is 

20.00ETB, 

11. According the demand in A.A market, noog from Salale area ( Kuyu, Abote, 

Degem and Jarso) is the second best quality following noog from Gindaberate 

area.       

      

IV. Interview Seven: Farmers’ Organizations (CBs) 

 

7.1 Liban Kura CB Association 

 

This village is one of the suitable villages in the district for its crop productivity due to its 

soil situation. The main findings of the discussion of the study team with the villagers and 

CB members is summarized as follos:   

1. Contacted farmers: 

 Ato Wolde Giyorgis  Gobena  CB executive  

 Ato Amante Ebbisa   CB executive 

 Ato Kebede Hundee   CB executive and 

 Some seven more general CB members 

2. Main food crops of the locality are teff, wheat, beans/peas and sorghum 

when the small rain of belg season starts early in March/April 

3. Main cash crops of the farmers in the locality according to their importance 

Noog, Linseed, Teff (white), Wheat and Bean 

4. Farming and the importance of noog to improve the farming system: 

 Crop rotation is well known practice, 

 Noog is sown following different crops to improve the quality of 

the soil for another round plantation of another important crops, 

5. Average productivity of noog per hectare is between 5-8 quintals in the 

locality while for teff it is 15 quintal for a hectare, 

6. This village is comparatively better productive area in the district for both 

teff and noog,   

7. Cost and benefit comparison of Teff and Noog production for the village is 

summarized as follows on the basis of market price of factors of production 

required to produce both crops and the benefit farmers can gate in terms of 

money from the production by considering the higher possible market price 

for the products.        
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Table three: Comparison of Noog and Teff cost of production and benefit per hectare in Liban Kura Village 

    Teff   

No Cost & benefit items 

Unit of 
measure
ment Quantity 

Estimate
d unit 
cost/ben
efit 

Total 
Cost/benefi
t 

Quantit
y 

Estimate
d unit 
Cost/ben
efit 

Total 
Cost/ben
efit 

A Cost Items               

I Labor               

  1.1 Land preparation and sowing Pd 108 6 648 36 6 216 

  1.2 Weeding Pd 20 6 120 0 0 0 

  1.3 Mowing Pd 32 6 192 16 6 96 

  
1.4 Transporting to threshing 
field Pd 25 6 150 0 0 0 

  1.5 Threshing Pd 54 6 324 8 6 48 

  Sub Total   239   1434 60   360 

II Inputs               

  2.1 Seed Kg 60 2.45 147 32 3 96 

  2.2 Fertilizer               

  2.2.1 DAP Kg 100 4 400 0 0 0 

  2.2.2 Urea Kg 50 3.3 165 0 0 0 

  2.3 Herbicide Liter 1 45 45 0 0 0 

  2.4 Land Hectare 1 0 0 1 0 0 

  Sub Total       757     96 

  Grad Total       2191     456 

B Benefit items in alternatives               

  Alt. 1. Red (brown) teff Quintal 13 230 2990       

  Alt. 2. Sergegna teff Quintal 13 250 3250       

  Alt. 3. White teff Quintal 13 270 3510       

  Alt. 4. Noog Quintal 0 0 0 6.5 300 1950 

C Cost benefit analysis               

  Alt.1 Red (brown) teff       799       

  Alt.2 Sergegna teff       1059       

  Alt.3 White teff       1319       

  Alt. 4. Noog             1494 

 NB:        

 1. One ox or donkey day is equivalent to one person day (PD) according to the local market   

 
2. Unit benefits are calculated at maximum price could be attained in a year for both 
crops.   

 

V. Noog production related problems are: 

 No extension service or modern inputs’ supply service is available 

to increase productivity of the crop, 

 Farmers do not make any extra effort in land preparation, care for 

the plant during its growth, etc., to improve the productivity of the 

crop other than the traditional way they used to practice for years, 
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 The crop is highly vulnerable to frost and insect at its age of 

flowering, 

 Therefore, its productivity is very poor and risky crop in 

comparison to teff, 

2. Marketing problems/prospects of noog: 

 There is no any sales problem so far encountered as the crop has 

great demand during harvest time, 

 The main local buyers from farmers of the village are Ato Sime 

Waqjira and Ato Lenjiso who have oil processing enterprises in the 

Garba Guracha town, 

 One problem of noog marketing, according to the farmers, is that it 

can’t be stored for longer time as it loses its weight significantly as 

time goes longer.  

 

7.2 Amuma Village CB Association 

 

This village is relatively poor in its productivity in the district and the quality of noog crop 

produced in the village is also less due to unsuitability of the soil that has been conditioned 

by waterlog and its texture.      

 

1. Contacted persons: 5 CB executive committee members and 2 non-members 

2. Main food crops of the village are Teff, Wheat, Barely, Sorghum, bean, etc. 

3. Main cash crops of the village are noog, linseed, safflower and sesame in the 

low land part, rapeseed, teff and wheat according to their order of importance. 

4.  Crop rotation is the common practice in the farming system of the area in 

which noog is sown following different crops to improve fertility and porosity 

of the soil, 

5. Average productivity of teff and noog per hectare are 3.5 and 8 quintals 

respectively, 

6. Production cost and benefits of the two crops are calculated and summarized as 

follows on the basis of market prices of factors of production and products of 

the crops: 
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Table four: Comparison of Noog and Teff cost of production and benefit per hectare in Amuma 
Wuchale 

No Costand benefit items 

Teff Noog 

Unit of 
measurem
ent 

Quantit
y 

Estimate
d unit 
cost 

Total 
Cost Quantity 

Estimated 
unit Cost 

Total 
Cost 

A Cost Items               

I Labor               

  1.1 Land preparation and sowing Pd 74 6 444 30 6 180 

  1.2 Weeding Pd 20 6 120 0 0 0 

  1.3 Mowing Pd 16 6 96 8 6 48 

  1.4 Transporting to threshing field Pd 15 6 90 0 0 0 

  1.5 Threshing Pd 26 6 156 4 6 24 

  Sub Total   151   906 42   252 

II Inputs               

  2.1 Seed Kg 50 2.43 121.5 20 3 60 

  2.2 Fertilizer               

  2.2.1 DAP Kg 63 4 252 0 0 0 

  2.2.2 Urea Kg 37 3.3 122.1 0 0 0 

  2.3 Herbicide Liter 1 45 45 0 0 0 

  2.4 Land Hectare 1 0 0 1 0 0 

  Sub Total       540.6     60 

  Grad Total       1446.6     312 

B Benefit items in alternatives               

  Alt. 1. Red (brown) teff Quintal 8 220 1760       

  Alt. 2. Sergegna teff Quintal 8 240 1920       

  Alt. 3. White teff Quintal 8 270 2160       

  Alt. 4. Noog Quintal 0 0 0 3.5 280 980 

C Cost benefit analysis               

  Alt.1 Red (brown) teff       313.4       

  Alt.2 Sergegna teff       473.4       

  Alt.3 White teff       713.4       

  Alt. 4. Noog             668 

 NB:        

 1. One ox or donkey day is equivalent to one person day (PD) according to the local market   

 

2. Unit benefits are calculated at maximum price could be attained in a year for 
both crops. 
   

     
7. Production and marketing related problems of noog of this village are 

also similar to that of Liban Kura Village. 
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Kuyu CB Network 

Noog Market and Value Chain Study Proposal 

 

Introduction 

 

Kuyu CB network, which is located in Kuyu district, North Shewa Zone, Oromiya National 

Regional State, has been promoted since end of 2005 by HUNDEE on the basis of CBTP 

pre-feasibility study to promote market oriented CB program in the district. CBTP had 

conducted the study in 2004 to identify opportunities to promote market oriented farmers 

organizations (CBs) in the district. According to the study, some 10 localities or villages 

were identified as potential villages for production of marketable crops (mainly noug and 

teff) in surplus quantities. In addition to their capacity of production, the villages were also 

selected because of their easy access to markets through all weather roads.  

  

The study has also tried to assess potential of the local markets to absorb surplus quantity 

of the crops, especially noug. Accordingly, some oil pressers were contacted and brief 

discussion was made with them on their processing capacity and demand for supply of the 

crop. Although it was understood that some of these processors were closed down due to 

market price failure for oil in general and thus their inability to withstand the encountered 

price crises, some others were hitherto strong and functional.   

       

Besides these, the study has also shown that the district has better comparative advantage 

for inlets and outlets of the farmers’ products from supply origins to demand destinies. This 

is because of the district favorable location and connection roots to other production areas 

and market centers. In such a potential area, agro-business ventures can enjoy supply from 

other accessible sources as well as sales to central markets.   

 

Therefore, this market and value chain study as a continuous process of the previous study 

and part of the future study for promotion of Service Enterprise, will try to produce 

concrete results on the production and supply capacity of farmers (CBs), supply absorbing 

and processing capacity of the existing local enterprises, existence and relevance of other 

actors in the value chain and additional interventions might be required to strengthen these 

local actors (producers, processors and value chain actors) capacity so as to ensure farmers 

access to remunerative market.  

 
Objective of the study 

 

The main objective of this study is to identify effective and efficient market and value 

chain system for noug oil production, processing and marketing in Kuyu area through in 

depth study and analysis of involved actors’ capacity and market functions. 

 



FFARM Ungana 562                                                                 35 
 

Expected outputs 

    

This study is expected to come up with the following results or outputs: 

 

Noug production capacity of the district (quantity and quality) in general and 

specifically the potential production and supply capacity of the CB network 

are identified, 

The existing market organization for noug is identified: 

Quantity and price variation over year 

Quality criteria 

Type of buyers (external/local, retailers/processors/consumers), and 

their importance 

Period of pick sale 

Possible market outlets and inlets for noug production is assessed 

The local oil processors capacity to absorb all the existing and potential supply 

is assessed: 

Technical capacity 

Financial capacity 

Existing sales outlet (local/extrnal) for noug oil and by-products is identified, 

and 

 Necessary interventions to ensure effective and efficient market access system 

for the farmers’ organizations or CBs are identified: 

Possible support for producers and CBs on: 

 Production 

 Collection 

 Quality 

Possible support for processors: 

 Technical 

 Financial 

 Marketing 

 
Methodology of the study 

     

The study will be conducted jointly with the team to be organized from FFRAM and 

HUNDEE. The joint team, in order to fulfill the set objective and expected outputs, needs 

to undertake the following activities: 

 

VII. Step one: Review documents 

   

 Necessary documents from Woreda offices of agricultural development and 

cooperative promotion will be reviewed, 

  Other relevant literatures available on edible oil and by products will be assessed 

and reviewed, 
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Step two: interview with experts of Woreda agricultural development and cooperative 

promotion 

 

 The experts will be interviewed on: 

 Existing and potential production capacity of the area, 

 Local market capacity to absorb the production and/or possibility for 

inlets and outlets both in case of deficit or surplus of the local 

production, 

 Any other similar initiatives already taken or could be taken for the 

future by other actors, 

 Existing and/or planned infrastructure development, 

 

VIII. Step three: interview with processors 

 

 Interview with processors on: 

 Their main suppliers (local farmers, traders, outsiders etc.) 

 Their capacity to absorb all the supply, 

 Their problems in gateting supply such as quantity, quality, timing, 

procedure of delivery, etc. 

 Their future prospects: are they expanding? Narrowing? Replacing? 

Etc, 

 Their sales strategy: wholesale, retail, personnel sales, etc. 

 Problems related to sales, 

 Any thing may risk the business 

 

Step four: interview with farmers (CBs) 

 

 Their existing and potential capacity to supply to processors both in terms of 

availability of quantity and quality production and their skill of handling the 

product, 

 

 

IX. Step five: Interview with others such as private traders and zonal level 

relevant bodies:  

 

 This step interview will be made with groups such as private grain traders who 

could be competitor or complementary for this initiative and zonal level agriculture 

production and marketing related government bodies, 

 

Step six: Analyzing collected information and draw possible recommendations. 

  

 At this stage, collected in formation from different sources will be analyzed and 

future intervention strategies will be designed for recommendation. 
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X. Step seven: Report writing  

 

 The study report will be produced and submitted to HUNDEE by the undertakers 

under the responsibility of FFARM,   

  
Time frame 

 

No Description of activities Place No of Field 

& Office 

days 

1 Contact establishment with Woreda offices of 

Agricultural Dev’t & Coop Promotion by 

Telephone 

 

A.A 

 

--------- 

2 Travel to Kuyu and review documents  Garba Guracha 1 

3 Interview/discussion with Woreda level experts Garba Guracha 1 

4 Interview with farmers (CBs) Different 

villages 

 

2 

5 Interview with processors Garba Guracha 1 

6 Interview with other partners Garba 

Gucha/Fitche 

2 

7 Travel back to A. A  G .G to A.A. ------- 

8 Summarize and analyze information A.A 2 

9 Report writing A.A 3 

 Total Number of Field and Office Days   12 

 
Finance and Logistic Services 

 

All the resources and services required for FFARM staff to undertake the mission need to 

be covered by FFARM itself as it will charge the NGO for the service according to the 

contractual agreement entered between FFARM and HUNDEE prior to this. However, as it 

was especially noted in the agreement, HUNDEE will avail transport service for the team 

while other resources and services will be responsibility of FFARM.  Accordingly, the 

charge for the proposed service is summarized as follows: 

 

  

 

No 

 

Description 

Planned 

Number of 

days 

Charge 

per day 

(Honor 

+ VAT) 

Per diem 

for field 

days 

 

Total 

F O T 

1 Field work 7 0 7 1,035.00 630.00 7,875.00 

2 Office work 0 5 5 1,035.00 0.00 5,175.00 

 Total   7 5 12 ------ 630.00 13,050.00 

 

 


