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PREFACE 

This manl!ai is a translation and adaptation of “L’entreprise 
agricole moderne - I’agriculteur chef d’entreprise,” published 
by the Agri-Service-Afriqus of the Institut africain pour le de- 
veloppement economique et social (INADES), and forms part 
of a series of 26 booklets. Grateful acknowledgement is made 
to the publishers for making available this text. which it is 
hoped will find widespread use at the intermediate level of 
agricultural education and training in English-speaking 
countries. 

The original texts were prepared for an African environment 
and this is naturally reflected in the English version. However, 
it is expected that many of the manuals of the series - a list 
of which wil! be found on the inside front cover - will also 
be of value for training in many other parts of the world. 
Adaptations can be made to the text where necessary owing 
to different climatic and ecological conditions. 

Applications for permission to issue this manual in other 
languages are welcomed. Such applications should be ad- 
dressed to: Director, Publications Division, Food and Agri- 
culture Organization of the United Nations, Via delle Terme 
di Caracalla, 00100 Rome, Italy. 

The author of this English version is Mr. A.J. Henderson, 
former Chief of the FAO Editorial Branch. 
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What have. we learned during this two-year course? 

We learned more about: 

l Plants and the way to grow them. 

In the first year we studied 
the root, the stem, the leaves,the fruits. 

In the second year we studied 
how to grow certain plants: 
groundnuts, cotton, millet, 
or coffee, cocoa, yams. 

Q The soil and how to work it. 

We saw what must be done 
to conserve good soil 
and to improve its fertility. 

I, Animals and how to raise them. 

In the first year we studied’ 
how to feed.and Jook after animals, 
how to house them and breed them. 

In the second year we studied 
cattle breeding and sheep breeding, 
or how to keep chickens. 

So from these two years of the Better Farming Series, 
we have learned the techniques 
of crop farming and of animal husbandry. 

All farmers need a good knowledge of 
crop farming techniques 
and animal husbandry techniques. 

If they don’t know these techniques, 
they will not be good farmers. 

But is it enough for farmers to know 
only the techniques of farming? 

No, a farmer must also know how to 
organize and manage his farm business. 
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The farmer is a businessman 

A farmer is not only a man who works with his hands. 
He must also work with his head. 
He must think in order to know 
how to manage his business better. 

Ha must be a business manager. , 
At W-P time, on tatiitional fat ms, 

villaye peon 1~ 9;: Drked to produce 
whrtzver would sa,lisfy the needs 
bf their families and of the local inhabitants, 

that is to say: 
~KX! 2nd drink, 
clothes (from local cotton or animal hides), 
housing (from dried earth and millet stalks). 

This was subsistence farming. 

Now, on a modern farm, 
farmers still produce part of their own food. 
But more and more they produce crops that car, be sold, 
such as coffee and cotton. 
Nowadays farmers work to earn money 
(see pages 10 to 12). 

A good farmer 
must organize and manage his business 
so as to earn more money. 

8 He must know how to earn more money. 
We shall study this on pages 14 to 31. 

a Ho must know how to spend his money better, 
how to make better use of his monby. 

We shall study this on pages 34 to 42. 

e He must join with other farmers 
to make better progress. 

We shall study this on pages 44 to 49. 
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PART 1 

The mod.ern farm bus;inetss 



In the first booklet of the second year 
we made a farm business survey. 

We saw that a farm business 
is made up of various elements. 

I) First, there are the workers. 

That is, the farmer who holds the land and the animals. 
He is the head of the business. 
Next, there are the members of his family 
who work on the farm. 
There are also perhaps some labourers 
who work on the farm and get a wage. 

0 On many farms there are animals. 

There are chickens, sheep, goats. 
Often too there are oxen, cows, pigs. 
In some places there are donkeys or horses; 
near the deserts there are camels. 
Often farmers do not concern themselves 

with these animals. 
But all the same a!! the animals 

are a part of the farm. 
They may produce milk, they may yield meat, 
and some may provide work - 
animal power for tilling or transport. 
Animals can produce, 
so they are part of the farm business. 
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a All the land that belongs to the farmer 
is likewise pcr’r of the farm business, 
that is: 

the ground where vegetables are grown - the garden; 
tht; tree plantations, for example, 

coffee plantations, oil palms, mango trees, papaws; 
the cultivated fields of cotton, rice, 

yams, millet, groundnuts, maize; 
fields that are left to rest 

or are not cultivated, the fallows; 
land where animals come to feed - the pastures. 

All +his land which produces plants 
is part of the farm business. 

The farmer’s tools are part of the farm business: 

machete, hoe, plough, seed drill, cart, 
sprayer, thresher, pulping machine. 

e The buildings are part of the farm business, 

for instance, 
those made to shelter animals 
or keep tooisln. 

l The installations and arr-angements made by the farmer 
are part of the farm business: 

the compost pit, the place for manure, 
the well, the irrigated rice fields. 

The farm business is a whale made LJP of 
workers, 
animais, 

land, 
tools, 

buildings and installations. 
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PART 2 

What a modern farm business does 



WHAT A MODERN FARM BUSINESS DOES 

First of all, the farm 
provides goods that are necessary 
to the farmer and his family. 

The farm provides food for all the family, 
toad such as yams, cassava Mze, okra, pimento, 
mii&t, rice, bananas, grc:cndt uts, 
goat mea; or m!+cri, &i~;i(t?n, and so on. 

The farmer and his family 
eat the food produced by his farm. 
This is what is called farm consumption. 

Even now a farmer ar1~2 his fam5i:j buy little food. 
They eat the millet 6~’ !%e yams 
grown on the fa:-m, 
the meat of sheep and chickens 
raised on the farm. 

But more and more modern farms 
supply produce that is sold. 

Why? 

The farmer and his family need money, 
for nowadays, in the modern world, 
you Gannet get shorts or a shirt 
without money; 

:, you cannot get a cooking pot or a- bicycle 
without money. 
To get all these goods, 
to meet his family’s needs, 
the farmer must sell a lot 
in order to get more money. 
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a The farm sells food products to town people. 

Nowadays there are many people living in towns. 
These town people do not till the land. 
They have to buy everything they eat. 
Even in the villages 
there are people who do not till the land, 
such as teachers, nurses, dealers. 
Farmers must provide food products 
for all the people who do not work on the land. 
Farmers earn !noney 
by selling millet, cassava, rice, meat. 
With this money, 
they can better satisfy their own needs. 

The farm sells pwduce 
that is exported to foreign countries. 

More and more African farmers grow cash crops, 
that is, crops which are sold to foreign countries, 
for example, coffee, cocoa, 
bananas, pinpappIes, groundnuts. 
These products are bought by couwtries 
which do not grow them themselves. 
By selling coffee, cocoa, groundnuts, 
farmers earn money. 
With this money, 
they can better satisfy their own needs. 

@ The farm sells produce for factories. 

Farmers also grow produce 
that is used and treated in factories, 
such as lcotton, which is turned into cloth, 
or sisal, which is turned into string. 
By selling such products for industry, 
farmers earn money. 
With this money, 

’ they can better satisfy their own needs. 
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Farmers and their families have new needs. 

They buy a part of their food: 
fish, salt, beer, sugar. 

They need clothes: 
shorts. shirts, trousers, dresses, 
clothes for children going to school. 

They need furniture fo,, the house, 
and household articles such as matches, crockery, 
paraffin lamps, so3p. 

They want better and nicer houses. 
For these, they need sheet iron and cement, 
doors and windtows made by a joiner. 

Villagers get about more and more, 
they take a taxi or travel by motorcoach, 
or buy bicycles. 

Many village children now go to school. 
Books, exercise books, pencils 
must be bought for them. 

To learn the news of their country 
or of other countries, 
farmers may wish to buy radio sets or newspapers. 

To satisfy ali these new needs, 
farmers naad more money. 

So they must earn more money 
by working on their farm. 
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PART 3 

What can a farmer do 

to earn more money? 

e A better choice of crops 

l Producing more by inwasing crop yields 

0 Producing more by increasing the area farmed 

0 Better selling of pr&zc:e 

0 protection against dishonest dealers 



WHAT CAN A FARMER DO 
TO EARN MORE MONEY? 

A farmer seeks to increase his income. 

His income is all the money he earns 
with the produce he sells. 

For example, Moussa is a farmer in savanna country. 
He grows cot ton, groundnuts, millet, 
and he keeps some chickens and sheep. 
He sells all his cotton. 
He sells a large part of his groundnuts. 
tie sells a little of his millet. 
He sells some chickens and sheep. 

Moussa 3 income is the money he earns by selling: 
all his cotton, 
part of his groundnuts, 
part of his millet, 
some chickens and sheep. 

If Moussa wants to earn more money, what can he do? 

l He can try to sell more cotton, 
more groundnuts, 
more millet, 
more chickens and sheep. 

To do that, he must produce more of etih of these products. 

l He can also try to get a higher price for his 
cotton, 
groundnuts, 
millet, 
chickens and sheep. 

To do that he must apply himself to the sale of his produce. 
This is what is called marketing. 
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In the following pages, we shall see 
how a farmer can earn more money. 

a The farmer can make a better choice of crops. 

He must grow what sells well. 
He must choose crops that bring in a lot of money. 
He shall study this on pages 16 to 18. 

e The farmer can produce more 
by increasing the yield of his crops. 

All his crop-growing work must be better done. 
We shall study this on pages 19 to 21. 

The farmer can produce more 
by increasing the area farmed. 

He must work longer. 
He must organize his work better. 
He must work faster. 
We shall study this on pages 22. to 24. 

l The farmer can do better with his sales. 

He must sell everything that is not needed on the farm. 
He must not let anything go bad. 
He must try to sell at a higher price. 
We shall study this on pages 25 to 31. 



A better choice of crops 

The farmer should produce what sells well. 
He must choose crops that bring in a iot of money. 

For example: 

Bikai farms 1 hectare. 
He plants yams. 
He works hard and well. 
He harvests 8 000 kg of yams. 

To feed his family, he stores 2 000 kg of yams. 
To plant the next year, he keeps 2 500 kg. 
So he stores altogether 2 000 plus 2 500 = 4 500 kg. 
He can sell 8 000 less 4 500 = 3 500 kg. 

Bikai lives a long way from the town. 
He sells his yams at the village market. 
Not many yams can be sold in the village; 
there are few bu yars. 
Yams are not dear. 
Bikai sells 800 kg at 8 francs, 
and 1500 kg at 7 francs. 

So Bikai sells 800 kg plus 1500 kg = 2 300 kg. 
He still has for sale 3 500 kg less 2 300 kg = 1 200 kg. 
But nobody buys them. 
There are too many yams for sale at the village market. 
So Bikai’s I 200 kg of yams go bad. 

Thus Bikai earned: 
800x8= 6 400 francs 

1500x 7 = 10 500 francs 
16 900 francs 

Bikai farms 1 hectare. 
He has enough food, 
he can plant the following year, 
he has earned 16 900 francs. 
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Another example: 

Nlend farms 1 hectare. 
He plants 1 hectare of yams. 
And he sows f hectare of upland rice. 

He harvests 4 000 kg of yams 
and 600 kg of paddy (that is, rice with its husks). 

To feed his family, he stores 2 000 kg of yams. 
To plant 1 hectare next year, he keeps 1 200 kg. 
He also keeps 15 kg of paddy for so wing. 

So he stores: 
a total of 12OOplus 2 000 = 3 200 kg of yams, 
and 15 kg of paddy. 

He can sell: 
rice: 600 kg less 15 kg = 585 kg 
yams: 4 000 kg bzss 3 200 kg = 800 kg. 

Nlend lives a long way from the town. 
He sells his rice and yams at the village market. 
He sells all his yams at 8 francs per kilo. 
He sells all his rice at 35 francs per kilo. 
So Nlend earns: 
sale gf paddy: 585 x 35 = 20 475 francs. 
sale of yams: 800 x 8 = 6 400 francs. 
Altogether, he earns 20 475 plus 6 400 = 26 875 francs. 

Nlend farms 1 hectare. 
He has enough food, 
he can plant the following year, 
he has earned 26 875 francs. 



Bikai and Nlend each farm one hectare. 

They put aside part of their harvest 
for food and for planting. 

Bikai earns 16 900 francs. 
Nlend earns 26 875 francs. 

Nlend chose his crops better. 
He grows rice. 
Rice stores well. 
Rice transports well. 
Rice sells well. 
Nlend thinks before planting. 

A modern farmer thinks before deciding on his land use 
(see Rooklet No. 5, page 27). 

Nlend says to Bikai: 

‘The modern farmer produces what sells well. ” 

Bikai and Nlend are good farmers, 
but Nlend earns more than Bikai. 

You must think 
to make a better choice of crops. 

Choose crops 
that bring in a lot of money. 

You must produce what sells well. 
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Producing more by increasing crop yields 

In Africa crop yields are often not very high. 
By working better, you can greatly increase crop yields. 

To increase yields, 
a farmer must do better all his work on the land, 
and do it at the right time. 

For a good yield, 
-dhe most important work is: 

@ sowing at the right time 

Sowing done at the beginning of the rainy season 
has every chance of yielding a good harvest; 

sowing done late in the rainy season 
will not yield a good harvest. 

The sowing date is certainly 
the most important thing 
in getting a good harvest. 

For example, at ,4nib Mono, in Togo, 
cotton sown on 1.5 June yielded 1494 kg; 
cotton sown on 1 July yielded 1 106 kg; 
cotton sown on 15 July yielded 886 kg. 

For example, in northern Cameroon, 
cotton sown on 1 June yielded 800 kg; 
cotton sown on 1 July yielded 400 kg; 
cotton sown on 1 August yielded 100 kg. 

Sowing at the right time 
is very important 
for increasing yields. 
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a weeding 

Weeds grow very fast. 
If they are not removed, 
they take all the food away from the plants, 
yields are low, 
and the farmer does not earn much. 

Weeding must be done often, 
at least three times a year. 

e sowing selected varieties 

For many crops, there are better varieties of seed 
which have been selected by research institutes. 
These improved varieties give a better yield. 

For example: 

Traditional varieties of coffee 
yield 500 to 700 kg per hectare. 
The new varieties of selected coffee 
in traduced in Ivory Coast 
can yield up to 2 000 kg per hectare. 

Local varieties of groundnu ts 
often give a maximum yield of 800 to 900 kg. 
Selected varie ties 
can yield up to 2 000 kg per hectare. 

Selected breeds of chickens 
grow faster than local breeds. 
If you want to breed chickens that earn money, 
it is better to buy selected chicks. 

l using all the necessary pesticides 

Some plants, such as cotton or cocoa, 
have many diseases. 
If you do not use pesticides, 
the plants become diseased, 
produce much less, 
and sometimes die. 
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It is absolutely necessary to use all the pesticides 
,advised by the extension worker. 

A farmer who does not use pesticides 
can lose half his harvest. 

0 applying fertilizers 

Many fields are now farmed every year. 
Each year, these fields become a little poorer. 
There are no longer enough mineral salts in the soil 
to feed the plants. 
The soil must be given back its mineral salts; 
for th?t, you must give it manure or fertilizers. 

Selected varieties of plants 
demand a lot of food, for they produce a lot. 
They need more mineral salts to grow well. 
So it is often iecessary to apply fertilizers. 

The farmer who does al I his work well, 
who applies fertilizers, 
gets big yields. 
He has a bigger harvest, 
and earns more money. 

Yields must be increased. 
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Producing more by increasing 
the area farmed 

The farmer who 
increases the area farmed 
has more work to do. 

How can he do this additional work? 

e First of all, he should do all he can 
to waste less time. 

The farmer should work for more hours a day. 
He should not spend whole days 
or even weeks in doing nothing. 
He should use his free time 
during the dry season 
in preparing work 
for the next crop season. 

The farmer should organize his work better. 

He should plan well ahead 
the different jobs he will have to do 
in each field. 
He should prepare his tools 
and the materials he will use. 
By organizing his work 
and planning what there is to do, 
he will be able to do much more work; 
he will be able to farm bigger fields 
and increase the area cultivated. 

@ The farmer should also work faster. 

To work faster, the farmer can use two means: 

a Work with machines, 
that is, work with animal power, 
for instance, till the soil 
with a plough and two oxen. 

l Work with other farmers, 
that is, do work in common. 
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l To increase the cultivated area, 
the farmer can work with machines. 

There are still many farmers in Africa 
who work only with their own strength. 
They have few tools, 
some use only a hoe and a machete. 
By using only a hoe and a machete 
you cannot work quickly, 
you can only farm small fields, 
you do not get much harvest, 
you do not earn much money. 

Modern farmers who want to cultivate bigger fields 
use machines and animal power. 
In that way, the work is done much more quickly. 

A farmer who has a pair of ox& and a plough 
tills his land very quickly. 
He can also weed with a cultivator drawn by oxen; 
weeding will be done much faster 
and the farmer can weed more often. 
The farmer can also have a seed drill 
drawn by a donkey or an ox. 
With this seed drill, the farmer 
will do his sowing quickly, 
and 
above all can get it done 
in good time. 

Machines are dear. 

One farmer by himself does not have anough money to buy 
a spraying machine for cotton or cocoa, 
a pulping machine for coffee, 
a seed drill for rice. 

But several farmers can get together 
to buy these michines. 
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o To increase the area cultivated, 
a farmer can form groups for joint work. 

Work in the fields is long and difficult. 
Sometimes the work must be done at a given momenr, 
in a very short time, 
such as, for example, sowing at the right time. 
Often farmers do not manage to get the work done 
in good time, 
because they are alone. 
In order to do all these big jobs 
in 2 very short time, 
they farm small fields; 
they don’t get much harvest. 

If farmers get together 
to do certain difficult jobs 
such 2s clearing the land and grubbing trees, 
such as sowing and weeding, 
such 2s bringing in the harvest, 
they get on much more quickly, 
and they can farm bigger fields. 

Farmers can also get together 
to buy and use machines that cost a lot; 
they can form groups 
for joint use of their machines. 

For example, a group of farmers 
can buy a winch 
for clearing the land and grubbing trees 
in the fields of all the farmers in the group. 
A group of farmers can buy a seed drill 
with which all the sowing of all the farmers 
can be done quickly 
and at the right time. 

By working together, you work faster. 
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Better selling of produce 

The farmer who has cultivated big areas, 
who has done all the work in the fiell 
gets a bigger harvest. 
But it is not enough to produce moz 

ds weli, 

!. 
You must also sell well, which means: 

o selling all the produce that is not used 
by the farmer and his family; 
there should be no produce left unsold and going bad. 

9 selling at a good price. 

The farmer who wants to earn more money 
must sell: all his unused harvest, 

at a good price. 

SELLING ALL THE UNUSED HARVEST 

Often farmers store on their farms 
a large amount of foodstuffs 
which wil! not be eaten, 
such as yams, taro, cassava. 
If farmers do not use these yams or taro 
by eating them, or selling them, 
it is useless to produce them, 
and to try to increase the yields 
or the areas farmed. 

The farmer should make more effort 
to sell everything that can go bad or be wasted. 
He should apply himself to marketing his produce. 

Trying to sell produce is just as much work 
as weeding or harvesting. 
The farmer makes an effort to till the ground; 
in the same way, he should make an effort to sell better. 
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For example, Mono cotton 
has little by little been replaced 
by Allen cotton, which sells at a higher price. 

For export to foreign countries, 
banana growers now grow the Poyo variety, 
which sells at a higher price 
than the Gras Michel variety. 

26 

SELLING AT A GOOD PRICE 

What can a farmer do 
to sell his oroduce at a better price? 

@ He should choose crops that are easy to sell 
and fetch a high price. 
We saw on page 17 
that Nlend chose to grow less yams 
and some rice as well, 
because Nlend sold his rice at a better price. 
Farmers should do like Nlend, 
and think before choosing their crops. 

They should also choose 
the best varieties. 

For example, in countries 
where arabica coffee grows, 
planters should grow arabica 
rather than robu sta, 
because arabica sells at a higher price per kilo. 



l The farmer must pay great attention 
to the quality and presentation of Ris produce. 

l To have high-quality products, 
the farmer must harvest at the right time. 

You must not harvest long before the produce is ripe. 
Nor must you harvest when the produce is too ripe. 
Often the harvest must be gathered in several stages; 
for example: to harvest coffee berries, 
you must go through the plantation four or five times, 
every fortnigh’;, 
to gather the ripe berries only. 

l To have highquality products, 
they must be sorted. 

Sorting means taking out everything bad, 
taking out everything rotten or mouldy or damaged. 
Produce must be sorted before selling. 

* Products must be graded in several classes. 

Products are not all of the same quality. 
They must be separated into different heaps 
containing products of very good quality, 
products of medium quality, 
products of low quality. 
The farmer can get a better price 
for products graded in several classes. 

l Products must be well presented and packed. 

A well-presented product sells at a better price. 
The farmer should especially pay attention to 
packing his produce well in sacks or cases. 
Then the goods do not get damaged 
and are protected from dust, rain, mud. 

I 
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e Produce must be sold when its price is highest. 

With certain produce such as millet, sorghum, maize, yams, 

prices change during the year. 

For example, in Upper Volta, 
a kilo of millet sells at 12 francs at harvest time in October, 

then at 18 francs in April, 
at 25 francs in June, 
at 30 francs in July. 

In some years, a kilo of millet sells at 40 francs in August. 

The farmer who wants to earn more money 
should not sell his millet at harvest time. 
For at that time there is millet everywhere, 
nobody needs to buy millet, 
the price of millet is very low. 
The farmer should store his millet 
in granaries for 6 or 8 months; 
then he should sell his millet 
just before the next harvest. 
At that time, there will not be much millet about, 
people will want to buy millet, 
and the price of millet will be very high. 

But usually at harvest time, farmers need money, 
perhaps to pay debts, 
or to send the children to school. 
So they are obliged to sell, even if the price is low. 

If farmers are joined together in a cooperative, 
the cooperative can buy their produce at harvest time, 
at a reasonable price 
(for example 22 francs per kilogramme). 
Then the farmers will get money right away, 
and will get a higher price. 
The cooperative keeps the millet in its barns, 
aud resells this millet 
at the beginning of the rainy season 
when the price is high, 
for example 30 francs per kilogramme. 
The cooperative keeps part of the money so earned, 
to buy the next harvest at a good price; 
it can distribute the rest of the money to farmers. 
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a Produce must be sold where it is dear. 

Often food crops 
such as yams, cassava, bananas, millet, 
do not fetch a high price in villages. 
But in town markets 
these products are much dearer. 

Why? 

First of all, there is the cost of transport. 
The dealer who carries these products 
from village to town 
has to pay the cost of transport by lorry. 

Then the dealer takes a profit on what he sells. 
Often this dealer sells to another dealer, 
who perhaps sells to a third dealer. 
Each one of these dealers takes a profit 
on the price of the produce. 

If often happens that the price of a product 
in town markets 
is two or three times the price 
in the villages. 
For example, yams bought at 10 francs per kilogramme 
in the villages 
sell at more than 30 francs per kilogramme 
in the towns. 

It is often to the advantage of farmers 
to sell their produce in town. 

They can sell at a higher price in town, 
than to the dealers who come to the villages. 
But a farmer by himself 
will not succeed in selling at a good price in town. 

Farmers must form a group 
to sell their produce in town. 
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For example: 

Ma wem has 200 kg of rice to sell. 
In the village, rice sells at 25 francs per kilo. 
In town, rice sells at 45 francs per kilo. 

Mawem plans to carry his rice to town 
and sell it there. 
He finds a lorry. 
The lorry can carry I 000 kg. 
The carrier asks 6 OUO francs for the job. 

Mawem has 200 kg to be carried. 
So for the transport he spends per kilo 
6000 
200 

= 30 francs per kilo. 

Mawem has not earned any money 
by selling his rice in town. 
He has in fact lost money. 
He sold thz rice in town 
for 20 francs per kilo more 
than he could have got in the village. 
But he has spent 30 francs per kilo for transport. 
So he has lost 30 less 20 = 10 francs per kilo. 

Mawem thinks what to do. 
He gets together with his brothers Nack and N1en.d. 
Between them, they have I OG’C %Q of rice to sell. 
They take the same Gorky. 
It can carry I 000 kg. 
The carrier still asks 6 000 francs. 

Mawem and his brothers have I 000 kg of rice. 
Transport costs them per kilo 
x0 francs = 6 francs. 
1000 

Mawem and h-& bra thers have made money 
by selling their rice in town. 
They sold the rice in town at 20 francs per kilo 
more than the village price. 
They have spent 6 francs per kilo for transport. 
They earned 20 less 6 francs = 74 francs per kilo. 
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By selling his rice in town on his own, 
Mawm lost 10 francs per kilo. 
By seliing together with his brothers, in a group, 
Mawem earned 14 francs per kilo. 

Protection against dishonest dealers 

Many dealers are not very honest. 
They often try to cheat the farmer 
when they buy his produce. 

How? 

A bad dealer can cheat the farmer in these ways: 

a on the weight of the harvest; 
The dealer uses scales 
which show less than the true weight. 
In this way, the dealer can cheat the farmer 
of 5 or even 10 kg on a sack of 80 kg. 
The farmer by himself cannot check 
whether the dealer is cheating him. 

Jity. 
e on the quality of the produce; 

Often the dealer says she harvest is of poor qua 
He buys it at a lower price. 

l on the price; 
The dealer knows that the farmer needs money 
and is ready to sell even at a very low price. 
The dealer takes advantage of the weakness 
of the single farmer; 
he won’t buy the produce except at a very low price. 

l on the reckoning: 
Some dealers make mistakes in multiplying 
the number of kg by the price per kg. 
A farmer who can’t do his own reckoning 
cannot defend himself. \ 

To defend themselves against cheating dealers, 
farmers should get together in a group. 
Together they will be stronger 
and can defend themselves. 
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PART 4 

h * ‘u’mner’s expenses 

o Expenses for the family 

Q Expenses for the farm business 

0 How a farmer can find the money 



THE FARMER’S EXPENSES 

So far, we have seen 
how the farmer can earn more money. 

A farmer tries to earn more money 
in order to have more money to spend, 
and in this way to meet his needs. 
Now we shall see 
how the farmer can use the money he has earned. 
We are going to study the farmer’s expenses. 

A farmer has various kinds of expenses. 

Expenses for the family 

A farmer may buy clothes for his wife, 
his children, himself: 
shorts, dresses, shirts, trousers, shoes. 
He may buy food: 
salt, sugar, fish, meat, beer, wine. 
He may buy furniture for his house: 
a table, chairs, beds. 
He may buy things for the kitchen: 
jars, cooking pots. 
He may buy articles of everyday use 
such as soap, paraffin, matches. 
All these expenses are to satisfy the family’s needs; 
they are called consumption expenses 
(or family expenses). 
These expenses make up the family budget. 
They are not expenses for the farm business. 

In studying a farmer’s expenses, 
we must keep apart 
expenses for the family 
and expenses for the farm business. 
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Expenses for the farm business 

Expenses for the farm business make up the farm budget. 

There are two chief kinds of expense 
for the farm business. 

e First, there are expenses that come every year. 
These are called yearly production costs. 

They are expenses that have to be met every year, 
so that the farm can go on working and earn more money. 

YEARLY PRODUCTION COSTS 

Examples of yearly production costs: 

Q Buying selected varieties of seed 
To get bigger harvests, 
the farmer must buy each year 
selected varieties of cotton, or groundnuts, or rice. 
This expense has to be met each year. 

l Buying pesticides 
To prevent his plants from becoming diseased, 
the farmer has to buy pesticides every year 
to protect cotton or groundnuts, 
to protect cocoa trees or coffee trees. 

@ Buying fertilizers 
To increase the yield of his crops, 
the farmer has to buy chemical fertilizers every year 
to apply to the crops that earn money. 
The farmer must think carefully 
before deciding to apply fertilizers. 
He must be sure that all the other farming jobs 
have been well done, 
for example, that sowing was done at the right time, 
that weeding,has been done often enough, 
that pesticides have been used. 
Otherwise, it is useless to spend money on fertilizers. 

l Expenses of paying labour 
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e There are also expenses that do not come-everf Vear. 
These expenses have to be met only from time to time. 

They are expenses for improving the farm business. 
These expenses increase the farm’s productive capacity. 
Spending money to increase productive capacity 
is making an investment. 

To make an investment means spending money 
to increase the farm’s productive capacity. 

INVESTMENT 

Examples of investment: 

0 Buying new tools 
A farmer buys a plough or a seed drill 
that is drawn by animals. 
With this plough or seed drill, 
the farmer works better and quicker. 
By this means he can increase the area farmed. 
He will have increased his productive capacity 
by buying a plough or a seed drill. 
He has made an investment. 

l Land improvement 
The farmer clears some land 
and grubs up all the trees. 
He digs irrigation and drainage ditches 
to make an irrigated rice field. 
He makes barrier strips and terraces 
to protect the soil from erosion. 
All these undertakings are investment 
because they increase productive capacity. 

l Establishmant of new plantations 
The planter who makes new plantations 
of coffee trees or mango trees 
also makes an investment. 
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Investment expenses are often ‘very large. 

o Some farmers have enough money at hand 
to pay the full cost of an investment. 
Example: 

lssa is a good farmer, 
he has had good harvests for several years; 
he has not spent any mune y on useless things. 
lssa has more than 40 000 francs in reserve. 
lssa wants to get on. 
He wants to buy a plough and a pair of oxen. 
The plough costs 8 000 francs and the oxen 20 000 francs. 
lssa pays cash for the plough and the oxen. 
lssa can pay for his investment right away 
because he has money in reserve; 
he has made savings. 

But many farmers are not like Issa, 
they have not got enough money 
to make an investment. 
They have to ask for money 
from banks or credit institutes; 
they have to borrow money (see page 41). 
Example : 

Marcel wants to get on; 
he wants to buy a plough and a pair of oxen. 
The plough costs 8 000 francs, ?he oxen 20 000 francs. 
But Marcel has no money. 
He borrow 28 000 francs from the agricultural credit 
institute. 
The institute lends him the money for five years. 
Each year Marcel is to give back 

- 28 000 francs ,- = 5 600 francs 
s 

to repay his loan. 
In addition, he has to pay the agricultural credit institute 
interest of 5% a year, that is: 

28 000 francs x 5 = 1400 francs 
100 

. 

So each year Marcel has to pay the institute 
5 6OOplus 1400 francs = 7 000 francs. 

,A t the end of five years, he will have paid 
7 000 francs x 5 = 35 000 francs. 
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Complementary Mote 

The next three pages (pages 38, 39 and 40) are difficult. If you do not under- 
stand, you are not obliged to read them, you can go straight on to page 41. 

When is an expense profitable? 
A farmer who wants to get on 

has to spend money for his farm. 
He has to buy selected varieties of seed, 
pesticides, fertilizers; 
he has to invest by buying new tools, 
improving his land, making new plantations. 

But a farmer has to be very careful 
when he spends money; 
he must not spend on just anything for the farm. 

He must spend only on what will earn money later. 
When an expense earns a lot of money, 
we say that it pays, 
that it is profitable. 

What makes an expense profitable? 
Three conditions are necessary to make an expense profitable: 

(1) The increase in output 
must repay the money spent. 

(2) The increase in output must pay the interest 
(here reckoned at 5%). 

(3) In addition, the increase in output 
must leave a profit. 

The following two examples show 
how to reckon the returns on an expense. 

In the first example, 

we show the returns on an expense for one year 
(the expense Bias to be repeated every year). 

In the second example, 
we show the returns on an expense 
that is required once in several years 
(it is not repeated in following years). 
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In the fitrst case: 

If the expense is yearly, it will be profitable if: 
(1) the increase in output repays the money spent; 
(21 the increase in output also repays 

the interest on the money spent; 
(3) in addition, the increase in output leaves a profit. 

Example: 

In 1970 John sowed I hectare of cotton, 
he did his work well, and he used pesticides, 
but did not apply any fertilizer. 
He harvested 720 kg of cotton, 
which sold at 30 francs per kilo. 
He earned: 720 x 30 francs = 2 1600 francs. 

In 1971 John again sowed 1 hectare of cotton, 
he did his work well, he used pesticio’es, 
and applied 100 kg of ammonium sujphate; 
on this he spent 2 500 francs. 
He harvested 960 kg of cotton, 
which he sold at 30 francs per kilo. 
He earned: 960 x 30 francs = 28 800 francs. 

Thanks to the fertilizer, he increased his earnins 
by 28 800 francs less 2 1600 francs = 7 200 francs. 
But he has to repay 
the cost of the fertilizer: 2 500 francs, 
He also has to 
(interest at 5 d: P 

ay the interest on the cost of the fertilizer 

= 125 francs 

This makes a total of: 2 500 francs p!us 125 = 2 625 
So his increased earnings are really: 

7 200 francs less 2 625 francs = 4 575 francs. 

Therefore, the use of fertilizer is profitable 
because the farmer earns an additional 4 575 francs. 
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In the second case: 

If the expense happens once in several years, 
it will be profitable if: 

(1) the increase in output in all these years 
repays the money spent. 

(2) if the increase in output in all these years 
repays the interest on the money spent. 

(3) if the increase in output in all these years 
leaves a profit. 

Example: 

In 19G8 Karamoko bought a pair of oxen and a plough. 
He paid 25 000 francs for the oxen 
and 10 000 francs for the plough. 

He spent a total of 35 000 francs. 
With the two oxen and the plough 
Karamoko can increase the area cultivated; 
he will grow crops on another hectare 
and thus will get a bigger harvest. 
He will be able to do his work quicker and better, 
and thus wt:: increase the yield. . 

The plough and the oxen will last him for 5 years. 
The yearly cost of the plough and oxen will be: 

35 000 francs 
5 years 

= 7 000 francs a year. 

The yearly interest on the sum spent must also be included 
(taking the interest at 5%): 

35-000 x 5 - 
100 

= 1 750 francs 

Each year the increase in output 
obtained with the plough and oxen 
should be more than: 

7 000 francs plus 1 750 francs = 8 750 francs. 

In 1969 Karamoko earned 13 650 francs more. 
In 1970 Karamoko earned 18 220 francs more. 
in 1971 Karamoko earned 26 400 francs more. 

Karamoko has not yet worn out his p!ough and oxen, 
but with the money already earned in, 3 years, 
*he can cover much more than the cost of what he bought. 
His investment is profitable. 
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How a farmer can find the money 

To get on, a farmer must invest; 
so he must spend money. 
But often farmers have no money in reserve. 
They are obliged to look for the money elsewhere, 

Where can a farmer find the money? 

To find the money, 
the farmer has to ask for money. 
He has to borrow. 

To borrow = To ask someone for money. 
This money has to be returned 
after a certain time. 

To lend = To give money to someone 
who will return it 
after a certain time. 

The farmer can borrow money 
from a relative or a friend. 
But often relatives and friends 
have no money to lend. 

The farmer can borrow money 
from dealers. 
But often dealers 
demand a very high rate of interest. 
Farmers should not borrow from dealers 
because they will often be robbed. 

The farmer can borrow 
from a commercial bank. 
But commercial banks do not readily make loans 
to individual farmers, 
and moreover they ask a high rate of interest. 

41 



To get money, farmers should apply 
to an agricultural credit institute. 

In most African countries there are credit instittites 
that lend money to farmers. 
These institutes may have different names: 
they may be called National Agricultural Credit Fund, 
or else National Agricultural Development Bank. 
In other countries there are development corporations 
which lend money to farmers. 

These credit institutes make loans 
at a fairly low rate of interest. 

They can make short-term loans, 
that is, loans for yearly expenses 
such as buying fertilizers and pesticides. 
The farmer has to repay the money after the harvest. 

They can also make medium-term and long-term loans 
for investment expenses 
such as buying tools, improving a plantation. 
The farmer has to repay the money 
over a period of 4 or 5 years, or of 10 years. 

The agricultural credit institutes 
do not readily lend money to individual farmers, 

because sometimes individual farmers 
do not repay the money. 
The credit institutes often prefer to lend money 
to farmers who belong to a cooperative group. 

Why? 

Because if a farmer cannot repay 
the money he has borrowed, 
then the other farmers in the group 
will repay the money in his place. 
This is what is called mutual liability. 
All the farmers in the group undertake to help 
the one who is in difficulty. 

Farmers in a cooperative group get a loan more easily. 
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PART 5 

Can a modern farmer 
succeed by himself? 

l Farmers who try to get on by themselves 
often do not succeed 

d) Farmers should unite and form cooperatives 

l How to succeed with a group 



a 

Farmers who try to get on by themselves 
often do not succeed 

o A farmer who tries to get on must buy new equipment 
so that he can work quickly and farm more land. 

But this equipment is often very dear; 
often the farmer cannot buy it 
because he does not have enough money. 
So he will not make much progress. 

If the farmer buys this equipment all the same, 
he spends all the money he has, 
and is obliged to borrow. 
As a result, he has to pay back 
the money he has borrowed, 
he will have to work a long time, 
and may be ruined. 
The equipment bought is too big for the area farmed; 
it is used only a very small part of the time. 
So buying the new equipment is not profitable. 

But if the farmer gets together in a group 
with other farmers in his village, 
the difficulties are much less. 
Several farmers together 
can easily buy machines and new tools. 
The cost for each farmer is not too great; 
even if the farmers have to borrow, 
they will more easily be able to repay the loan, 
and will not be ruined. 
The machine will be used by several farmers; 
it will be well used during a large part of the year. 
Buying this equipment is profitable 
for farmers in a group. 



l The farmer who is alone 
also has to face the dealers alone. 

The dealers know their trade weli enough. 
They can take advantage of the weakness 
of a farmer on his own. 
They can cheat the farmer 
who does not know how to defend himself. 
The farmer will not be able to sell his produce 
at a good price, 
and will not earn much money. 

If a farmer wants to sell his produce better, 
if he wants to defend himself against the dealers, 
he must get together 
with the other farmers in his village. 
Farmers must form marketing groups. 

m Often the farmer who tries to progress by himself 
gets no help from the village 
when he is in difficulties. 

Often the farmer who wants to get ahead by himself 
is cut off from the other villagers. 
The other farmers are sometimes hostile to him. 
They do not back him when he needs help. 

When this farmer has a setback, 
no one comes to help him. 

The farmer who wants to progress 
should get the people of his village to join in: 
he should explain to them why he is trying to do better. 
He should encourage them to do like him. 
He should explain why he does what he does. 
He should also ask for the others’ opinion. 
Above all, he should try to work with the others. 
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Farmers should unite and form cooperatives 

Modern, go-ahead farmers 
want to contribute to the development 
of their village, their region and their country. 
They should try to get other farmers to make progress tot 
Then the village as a whole will develop, 
because everyone is helped 
by the progress of the others. 

How can you help the development of your village? 

A modern farmer who wants to 
bring about the development of his village 
can try to form cooperative groups: 

o A group for joint work on such jobs as: 
clearing land and grubbing trees 

from new land to be farmed; 
getting the sowing dsrie as quickly as possible, 

and at the right time 
for all the farmers of the group; 

bringing in the harvest, 
which often takes a very long time; 

land improvement, 
as for example, making an irrigated rice field 
with irrigation channels and checks; 

making a new plantation 
of coffee, oil palms, mango trees; 

mending villagers’ houses; 
digging a well. 

l A group for joint buying. 
Some machines cost a lot, 
for example, a coffee berry pulping machine, 
a small thresher for rice, a seed drill. 
These tools are very useful to farmers, 
but each single farmer cannot buy these tools. 
Farmers should ,form a group 
to buy the equipment jointly, 
but also to use jointly. 
Then the farmers of the village 
will get on without being ruined. 
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e A joint selling group. 
Farmers a.lone are weak against dealers. 

Dealers can cheat them 
over the weight, the quality and the prices. 
If the farmers of a village 
make a cooperative selling group 
they will be strong as against the dealers. 
They can defend themselves 
and can get a fair price for their produce. 

These sales cooperatives can sell produce 
in town, where prices are higher. 

These cooperative groups buy food crops from the farmers 
at a good price at harvest time, 
and sell them some months later 
in the hungry season, when prices are high. 
Thus, the farmers get their money 
at harvest time (see page 28). 

l Mutual credit groups. 
Farmers do not have enough money for investment. 

They have to borrow, 
but often the credit institutes 
will not lend money to farmers on their own; 
or will only lend small sums 
at rather high interest rates. 

If the farmers have formed a group, 
the credit institutes are readier toslend money, 
because all the farmers in the group 
support the one who gets the loan, 
and can pay for him if he cannot. 

Farmers can also make their own mutual credit fund. 
Each farmer brings to the fund his money and savings; 
the mutual fund can then lend this money 
to those who need it. 

l Other groups. 
For example, study groups of five or six members 

to learn farming from the Better Farming booklets. 
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How to succeed with a group 

Many groups have not succeeded. 

Why? 

Because no thought was given to the following rules. 
They are essential for the success of a group. 

First rule: 

The members of the group must be united. 

The group is made for the interests of all. 
In a group a farmer does not seek his own interests, 
but the interest of the whole group. 

Each must take his share in joint work, 
such as sorting and transport. 
All must work. 
No one must leave work for others to do. 

Losses and additional work must be shared, 
just as much as profits. 

For example, in order to break up a group, 
a dealer offers higher prices to one member of a group. 
lf the offer is accepted, the group is broken up, 
all the members of the group will fose, 
even the one who has agreed to sell. 
Once a group Ilj: broken up, 
the dealer can buy at a lower price. 
Everyone loses. 

A group that is not united is lost. 

In a group, everyone must know everyone else. 
But the group should be open to others to join. 

It must also be known and approved 
by the village elders. 
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Second rule: 

The members of the group must 
obey the rules of the group. 

ln a group the members are united. 
Everyone must obey the rules of the,group. 

If a member does not obey the rules, 
the group is: lost. 

An example: 

The group decides to sort and grade, 
and to present its produce in the same way, 
If everyone does it, 
the quality of the produce is always the same. 
Customers trust the produce. 
If one member of the group does not do it, 
the quality of the produce changes, 
customers no longer trust the produce. 
The group loses its customers. 

Anothier example: 

The group decides to sell every Wednesday 
i’ 000 kg of plantains. 
Each member of the group delivers every Tuesday 
five bunches of plantains. 
But several members of the group do not bring 
their five bunches on Tuesday. 
The dealer comes, 
but there are only 800 kg of plantains. 
The lorry will not be fully loaded. 
The deajer has wasted his time. 
The dealer will not want to buy again frnm the group. 

If the rules are not obeyed, 
all the members of the group suffer. 

The group is lost. 

Without rules which everyone keeps, 
there is no group. 
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CONCLUSION 

Farmers are responsible 
for the future of their village 

a A village makes no progress 
if its farmers are not modern. 

e If the way of farming remains what it always was, 
nobody earns much money. 
The young people won’t stay in the village, 
because they want to earn more money 
to satisfy all their new needs. 

o If the village does not modernize itself, 
if there are no better hous’es, 
if there is no pure water, no dispensary, 
living conditions are difficult. 
The young people want to go away 
to live in better conditions. 

l If there is no life in the village, 
if there are no groups for work, 
no associations for leisure, 
the young people become bored, 
they are attracted by the life and amusements of town. 

I 

., 
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m If the youqg people leave, 
there is nra future for the village, 
little by little, it will die. 
The farmers, the grown-up men, 
will become disheartened, 
they won’t want to work for a dying village, 
they won’t make an effort any more 
for a village whose children have gone away. 

To get the young people interested in agriculture, 
to encourage them to stay in the villa-ge, 
farmers must modernize agriculture. 
Thr?y must buiid up modern farm businesses 
that will ensure a better future for the young. 

What is a living viiiage? 

It is a village which has: 

modern farm businesses, 
groups for work and marketing, 
leisure associations. 

It is a village 
where the living conditions are good: 

where housing has been improved, 
where the rules of health are respected, 
where children and ill people are cared for. 



A living village has a future. 

The people of such a village will want 
to make even more progress. 

They will make a village 
where people are happy to live, 
where everyone can cope with his life and work, 
where the young people who have been to school 
will wish to remain and work. 

Modern, go-ahead farmers 
should make the other farmers understand 
the need for progress, 
by taking village affairs in hand. 
Then every villager will feel his responsibility 
for the life and vigour of his village. 

It is a long and difficult task 
to try and make others get on, 
to make them understand 
why and how the village must change. 

But it is the only means to bring about 
the development of your village and 
to give it 3 future. 

Farmers should be the leaders 
of their village. 
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Summary of what we have learned 
in this booklet 

The farmer should have a good knowledge 
of the techniques of crop farming and animal husbandry. 

But he must also think carefully 
and know blow to manage his business. 

(1) He must know how to use 

the work of men, animals, 
land and plants, 
tools and land improvements 

so he can feed his family better, 
and earn more money. 

This money will meet the new needs of his family 
and of his farm business. 

(2) The farmer can earn more money 

0 by a better choice of crops, 
o by increasing yields, 
0 by increasing the area farmed, 
l by selling his produce better. 

(3) The farmer can use his money 

l by spending it on his family, 
l by spending it on his business. 

He must know how to reckon 
the returns on his yearly expenses 
and his investment. 

The farmer sometimes needs credit 
to get money for these expenses. 

(4) It is difficult for a farmer to get on by himself. 
He needs others. 
By forming cooperative groups, 
farmers are stronger 
and make great progress. 

Farmers are responsible 
for the future of their village. 
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SUGGE§%ED QUESI’IQN PAPER am 

ANSWER THE FOLLOWING QUESTIONS 

What is the chief difference between the traditional farm of 
the old days and modern farm of today? 

What makes up a modern farm business? 

Why do farmers need more money nowadays? 

How can a farmer increase his output? 

What should a farmer do to sell his produce at a good price? 

What are the farmer’s two kinds of expense for his business? 

In your village or region are there any cooperative groups? 

What do these groups do? 



Antilles, Netherlends 
Argentina 
Australia 

Austria 
Bangladesh 
Barbados 
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Brazil 

Brunei 
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China 
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Haiti 
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Hunter Publications. 58A Gipps Street. Colhngwood. :‘ic 3066: The Assrstant Dtrector. 
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Guatemaia City. 
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Biesio - Aeiou m1 Via Meravigli 16. 20123 Milan: Libreria Commissionaria Sansonl 
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jaeed 8 Samir Bookstore Co. Ltd.. PG. Box 5445. Kuwzrt. 
Iar Al-Maaref Liban S.A.L.. place Rrad El-Solh. B.P. 2320. Betrut. 
service des publications de la FAG. M.J. De Lannoy. rue du Prone 112. 1050 Brussels 

(Belgium). 
UPH Distributors Sdn. Bhd.. 9A Jalan 14/20. Section 14. Petalmg. Jaya. 
Ualanda Company Limited. 30 Bourbon Street, Port Louis. 
Xlitsa. Puebla 182-D. Apartado 24-448. Mexrco Cny 7 D F 
.ibralrle - Aux Belles Images ., 281 avenue Mohammed V. Rabat 
VV. Marttnus Nijhoff. Lange Voorhout 9. The Hague 
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IncusaCulturama, Camino de Oriente. Apartado Cl05 Managua 
University Bookshop [Nigeria) Ltd., IJniversny of Ibadan. lbadan 
Johan Grundt Tanum Bokhandel. Karl Johansgt GT 41-43. Oslo 1. 
Mirra Book Agency. 65 The Maii. Lshore 3 
Distribuidora Lewis S.A.. Edificio Dorasol. Calle 25 y Avemda Balboa. Apartado 1634. 

Panama 1. 
Llbreria Distribuidora Santa Rosa, Jiron Apurrmac 375. Lima 
The Modern Book Company, 928 Rizal Avenue. Manila. 
Ars Polona-Ruth. Krakowskie Przedmiescie 7. Warsaw 
Livrarla Bertrand. SA.R.L.. Apartado 37. Amadora: Lrvrarra Portugal, Dias y Andrade 
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. Samater’s l , P.O. Box 936, Mogadishu. 
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Her Majesty’s Stationery Office, 49 High Holborn. London WClV 6HB (callers only): 
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= Los Almendros l , Torre 3. Mezzanina. Oft. 6. Urbanizaclon Montecrlsto, Caracas. 
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