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SECCION A: ANTECEDENTES

Introducción

El taller reunió durante nueve días a todos los participantes de México y Bolivia con el equipo organizador del proyecto, basado en Gran Bretaña (ver lista de participantes en el anexo 1). El objetivo principal era presentar y discutir todos los métodos de análisis de datos y los resultados preliminares, identificar vacíos de información y discutir el rango de productos de la investigación (ver cronograma del taller en anexo 2). La presente memoria constituye un documento interno para los participantes del proyecto. Cada sección tiene un resumen en español y más detalles en inglés. Algunos de los anexos (mayormente en español) se encuentran incorporados en el documento. Lo restante puede encontrarse en la página web que está protegida por la palabra clave del proyecto.

The workshop brought together all the research partners from Mexico and Bolivia with the UK-based project organisation team (see Participants list in Annex 1) for a period of nine days. The main aim was to present and discuss all the data analysis methods and preliminary results, identify gaps, and discuss the range of project outputs (see Workshop timetable in Annex 2). These proceedings are an internal document for project partners. Each section has a summary in Spanish and further notes in English. Some of the annexes (mostly in Spanish) are incorporated into the document. The remainder can be found on the password-protected project website.

Objetivos del Taller

1. Resumen de los objetivos del proyecto y los logros hasta ahora;

2. Revisión del marco de investigación (las hipótesis y preguntas de investigación) y las diferentes formas de recolección de información y datos, y su análisis;

3. Discusión de definiciones de éxito (de la comercialización de PFNMs) y cómo se varía la perspectiva de los diferentes actores involucrados;

4. Presentación de los diferentes métodos de recolecta de datos y análisis de éstos (informe comunidad, informe mercado, encuestas, Bayesian Belief Network), y evaluación conjunta de su utilidad (para un proyecto de investigación y para una ONG/una comunidad);

5. Presentación de los resultados preliminares del proyecto y verificación de detalles de productos y comunidades, en cuanto a nuestra interpretación;

6. Combinar y reunir los resultados de cada fuente de información (informes comunidad y mercado, encuestas comunidad y comerciante) para darles una repuesta comprehensiva por cada caso de estudio (10), a las hipótesis de investigación; cuáles son las tendencias & patrones que muestran nuestros datos?

7. Caracterización de las comunidades (C de E) con indicadores universales, para definir “campos de recomendaciones”;  

8. Definir tipologías de Estudio de Caso (relaciones entre, por ejemplo: los recursos, tamaño de comunidad, tipo de cadena de mercado, etc);

9. Ponernos de acuerdo con los formatos del “manual” (producto final del proyecto); programación de responsabilidades y tiempos;

10. Desarrollar una red de “toma de decisiones” (BBN) preliminar, utilizando todos los datos generados por el proyecto:

11. Lograr un acuerdo en cuanto a los otros productos y publicaciones del proyecto; 

12. Próximos pasos y identificar vacíos de información. 

Discusión sobre las hipótesis del proyecto

Los participantes repasaron las 6 hipótesis y sus respectivas preguntas de investigación para verificar que cada uno las interpretó de la misma manera, y que las traducciones al español reflejan el significado original. Se utilizaron algunos estudios de caso individuales para ayudar a visualizar a cada hipótesis. Con base en la discusión registrada más abajo se produjeron un conjunto de hipótesis y preguntas de investigación revisados [ver la página web del proyecto].

Participants went through the 6 project hypotheses and their research questions to check that everybody interpreted them in the same way, and that the Spanish translations reflected the original meaning. Individual case-studies were used to help visualise each hypothesis. Following the discussions reported below, a revised set of hypotheses and research questions was produced [see project website]. 

Hyp 1

· Participants had problems with 1.4 (are people involved in NTFPs because they are poor, or vice versa?). It only appears to apply in communities where NTFPs are commercialised, but not in communities where use of the NTFP is primarily for subsistence. In some marginalised communities, e.g. incense case-study, the NTFP is the only cash-earning resource available to people, but in others, the NTFP is just one of a portfolio of activities so you could not ‘blame’ people’s poverty on the NTFP activity as opposed to any other activity in their portfolio.

· 1.6 (does dependency on the NTFP perpetuate poverty?) – although there is no specific section in the community report for this, there is often information in the section on support to commercialisation, such as availability of credit.

· This is essentially the same question as 6.1, and has therefore been deleted.

Hyp 2

· Why have we split 2.1 (participation of women in harvest, processing and sale) and 2.2 (participation of women in transport)? Better to ask about women’s involvement in every step, distinguishing what they ‘do’ and what they can take decisions on. Agreed to merge the two research questions and create the following table for people to use as a guide to ensure that they’ve covered the division of labour and decision-making for each activity:

	Activity
	Who carries out the activity?
	Who takes decisions about the activity?

	
	Women
	Men
	Women
	Men

	Collection
	
	
	
	

	Production
	
	
	
	

	etc
	
	
	
	

	
	
	
	
	

	
	
	
	
	


· Note that it is very difficult to determine who takes decisions about activities, and whether or not women control the decision and resulting money.

· There is very little information in the community reports on whether technological innovations displace women (2.3) and the impact of commercialisation on women’s empowerment (2.4). Really need to include a specific question on whether there has been any technological innovation in the recent past. Big discussion around women’s empowerment and whether question 2.4 shouldn’t actually be the overall hypothesis.

Hyp 3

· Problems because of very poor translation of whole section.

· In 3.1 it isn’t enough to ask whether there has been an increase in volume traded, but also need to ask why?

· General point that domestication is a response to a long-term increasing trend in price, whereas a short-term hike is more likely to result in over-exploitation.

· Confusion over 3.5. Agreed to simplify it to ask whether there are any biological characteristics that permit domestication.

· Similarly agreed to simplify 3.7 to ask whether there is a relationship between poverty and distance travelled to the resource, and between poverty and levels of domestication. General agreement that domestication requires land and investment capital, so the more important question is about whether poor people have to go further to collect the wild product.

· For hyp 3 in general, the simplistic options provided by Homma’s model of increased trade leading to either over-exploitation or domestication are insufficient. Also need to look at the third and more likely option of people increasing and improving management of the natural resource, including development of management plans. Agree to change the text of the research questions to give this as a third option.

Hyp 4

No problems with this one.

Hyp 2HHy

Hyp 5 
5.1. Discussion about what a market is: could be a physical market where people can sell their product or they could be selling to intermediaries who ‘represent’ the market. Key word in this question is ‘access’ to the market. Essentially it is about selling strategies, i.e. is a person more successful if they sell via an intermediary or take it to market themself (assuming that both of these options exist)?

Although the question is written largely from the producer point of view, we shouldn’t forget to take into account the perspective of people along the chain.

5.2. This question deals more with existence of demand (rather than access to market).

An important element of the question is the existence of a differentiated demand (for different qualities of product), e.g. pita has three types of leaves and traders do not like to receive them mixed up.

A general conclusion from Alan’s preliminary analysis is that for all the products there appears to be no problem with demand, and that demand seems to be increasing.

5.3. Key question is to what extent substitutes can replace all aspects of the NTFP in the market. A new research question is whether the wild-collected product can be substituted by the same product from a cultivated source. Is there evidence that emergence of other products has had an impact on the price of the NTFP?

New 5.4. The question of diversification doesn’t come up anywhere in the hypotheses, e.g. that goma is successful because sellers continue to innovate and diversify products, and respond to new customer demands. So a new research question has been included to ask about the existence of capacity to innovate.

5.5. Access to market information may not be enough, e.g. in the case of Palma camaedora some people have access to information but it doesn’t help them as they need to be in an association to make use of this. Therefore, it is important to consider the link between information and organisational issues.

5.6. ‘Technical management’ refers to the ability of people to manage the whole process from cultivation/collection to sale referring primarily to the technical mgmt of the product, e.g. how do you store it and transport it? Objective is to maintain the best quality of the product to make it acceptable to the consumer. Does not refer to market skills – this is covered in 5.9 about trader experience.

5.7. This refers primarily to the capacity of groups of people to act in an organised manner (not the organisational skills of a single person). And it might fit better into hyp 6. General conclusion based on our products is that organisation helps but is not necessary (e.g. in goma and incense) to commercialise the product reasonably successfully.

5.8. High value to volume ratio doesn’t always mean greater success, e.g. in the case of mushrooms. The dried and lighter ones have a very low price (15 pesos per kg) compared with the fresh and heavier ones exported to Japan (400 pesos per kg). But for pita, the fact that it is light, does attract people to the activity rather than to cocoa. In the case of Palma camaedora, the volume of the leaves is quite large but they are quite light. The key factor here is really the cost of transport.

5.9. Discussion about whether this question is just too obvious to keep in. But is it age or experience or other factors that is more important? Some young traders are successful because they can draw on the experience of their fathers (Palma camaedora). The market reports suggest that the fact that a trader speaks the local language may have a better chance of building up relations with the producers. Whether a trader is a man or woman is also important. 

Hyp 6

6.1. The key problem in answering this (equitable distribution of profits along the chain) is the lack of standard units for sales, and that there may be economies of scale as you move along the chain. Thus the same volume sold/processed may have a different value if sold by a wholesaler or a small retailer.  

6.6. This refers to whether there are different trade networks for different NTFPs from the same community, rather than asking how many different routes there are for any one NTFP.

6.9. This refers principally to change in prices over time (last 5 years). Alan’s preliminary analysis suggests that there has been a slight increase in all the prices over time and there hasn’t been a great degree of variation in price in recent time. We should compare the fluctuation at the level of the producer and at international level (if the product is traded internationally).

6.10. The emphasis of this was changed from being about ‘marketing institutions’ to looking at institutions which help in marketing.

SECCION B: ANALISIS DE LOS DATOS

Análisis de los informes de comunidad

Elaine presentó los métodos de los análisis de los informes de comunidades. El primer paso en el proceso es que cada informe sea leído y que la información relacionada con cada una de las hipótesis y preguntas de investigación sea marcada y anotada usando diferentes colores. En un segundo paso, la información relacionada con una hipótesis en particular pude ser resumida y analizada a través de todos los informes. Además de buscar patrones y tendencias estamos también mirando factores que son únicos para cualquiera de los casos.

Después de la discusión sobre las hipótesis, cada participante revisó su informe de comunidad y también su informe de mercado, para asegurar que ellos hayan incluido suficiente información para poder responder a las preguntas de investigación, y que hayan provisto la información suplementaria en los casos necesarios.

Elaine presented the methods for analysing the community reports. The first step in the process is that each report is read and information relating to each of the hypotheses and research questions is highlighted and annotated in a different colour. In a second step, information relating to a particular hypothesis can be summarised and analysed across all the reports. In addition to looking for patterns and trends, we are also looking for factors that are unique to any one case.

After the discussion about the hypotheses, each participant checked both their community and market reports to ensure that they had included sufficient information to respond to the research questions and provided supplementary information where necessary. 

Tamaño de muestra

Para informar sobre nuestro análisis estadístico necesitamos tener cifras adecuadas de tamaños de muestra en cada comunidad. Durante esta sesión, los participantes confirmaron el tamaño de sus comunidades de estudio, el número de hogares involucrados en actividades con PFNM  el número de hogares que pudieron entrevistar (ver hoja de cálculo de tamaños de muestra en la página web). Tuvimos una discusión útil para definir “hogar” o “familia”. Por ejemplo en Bolivia, el hogar se compone de varias familias, y lo mismo muchas veces se aplica en México. Acordamos que el asunto clave es que se debe usar la misma definición en el total de hogares de la comunidad y el “hogar” tal como fue entrevistado en la encuesta. La mayoría de las personas encontraron el total de hogares, ya sea de listas de censos o de listas de administradores de ciudades. En México, la mejor información sobre población es de “vivendas”, que corresponden mayormente a “familias”.  Las entrevistas fueron aplicadas más a familias que a hogares.

Las razones por las que las muestras no siempre tenían el tamaño planificado nos permite reconocer situaciones específicas de cada comunidad. También hubo algunas discrepancias entre la cantidad de entrevistas que los participantes pensaron que hicieron y la cantidad existente en la base de datos, y en algunos casos en los que los datos se introdujeron de manera equivocada. Había confusiones sobre las columnas E (entrevistas a hogares) y F (Encuestas en la base de datos)

To inform our statistical analysis we need to have accurate figures for sample size in each community. During this session participants confirmed the size of their study communities, the number of households involved in NTFP activities, and the number of households they managed to interview (see spreadsheet of sample sizes on the website). We had a useful discussion on how to define a ‘household’ or ‘familia’. In Bolivia, for example, a household typically contains several families, and the same is often true in Mexico. We agreed that the key issue is that the same definition needs to be used to define the total number of households in the community, the number of households involved in NTFPs, and the ‘household’ as interviewed for the survey. Most people found the total number of households either from census information or from lists held by town administrators. In Mexico, the best population data available were for ‘viviendas’ – almost equivalent to a family. Interviews were of families rather than households.

The reasons why the samples were not always as large as planned provide some insight into the particular situation in each community. There were also a few discrepancies between the number of interviews partners thought they had done and the number actually in the database, and a few cases in which data had been wrongly entered. There was confusion about columns E (household surveys) and F (Encuestas en la Base de Datos): Action – Elaine to find out what the difference is.

Goma

Santa Rosa: Originally thought there were only 21 households because several had migrated seasonally, but actually have 25 hhds and questionnaires. 

Tomachi:  15 people are concessionaires (duenos) owning the area of rubber. They live in La Paz and couldn’t be reached.

Evaristo Cartagena: This is not a community but a person in Tomachi.

Teoponte control (1 person) is someone from Tomachi.

Challana is part of Santa Rosa (1 person).

Poroma (1 person) can be analysed together with the neighbouring community of Santa Rosa.

Cacao 
San Silvestre – only 14 interviews when we were expecting 22. Some are permanently in the community, others migrate to find work therefore not easy to get hold of for the interviews (only women stay in the community and didn’t want to share info). All hhds are involved in the product, so the 3 controls are from a neighbouring community (Tumupaso) in the same municipality, very similar in terms of culture and other aspects.

Carmen del Emero – 5 Tahua hhds were chosen as controls as there weren’t any in Carmen del Emero.

Incienso 

Pucasucho – There are 45 families altogether, and 68% (= 31) are active in NTFPs. Incense is the principal product (all families collect it), and some families also collect copal. There were 23 interviews in all and some of these (those which collected both products) were entered twice, once for incense and once for copal. In these cases, the generic information (e.g. section 1 of the encuesta) in the database is the same. 

Jipijapa

42 interviews overall from the 4 communities. Fausto still needs to provide the total number of households for each community. 

Carmen Surutú – 120 familias overall (new census)

Potrero – 15 families working with jipijapa

Candelaria – 16 jipijapa families (most of whom actually live in Buenavista (only 4 km away). There is only 1 man in Candelaria who actually collects the palm; all the rest buy it from him for processing.

Buenavista – small town (3000 people) but the people interviewed are originally from Candelaria and have moved temporarily so their children can attend school; still obtain their jipijapa from Candelaria. Are all processors. Decision to merge the Candelaria and Buena Vista interviews, giving 25 in total (16+9).

Action for Fausto – will send total number of households for Potrero and Candelaria.

Palma tepejilote

Tiltepec – only carried out 15 interviews out of a possible 20 because of logistic difficulties. 

Palma Camaedora

Nueva Santa Flora – No longer sell Palma, stopped one year ago because it’s clandestine, and their intermediary disappeared, so no interviews in the database. But we do have a community report.

Arroyo frijol – had to stop working there because of political problems, so no interviews or community report.

Monte Tinto – this is the only community with interviews (and a community report).

Hongos

Cuajimoloyas – the original figure of 35 NTFP hhds was based on lists from the mushroom sellers, but this often included several people from the same families. In fact there are only 13 families in the community.

Latuvi – similar situation to Cuajimoloyas.

Pita

Arroyo blanco – interviewed 22 out of 70 NTFP hhds, selected them by having a village meeting and asking who would be willing to be interviewed.

Pescadito – 2 years ago a disease killed off the pita so nobody is collecting it anymore. Therefore have 10 controls in order to highlight this problem.

Brahea dulcis

La Esperanza –  Lucio thinks he did 25 interviews but there are only 16 in the database. Elaine didn’t receive the paper copies of the forms. [Action Lucio to check with Cati]
Topiltepec – Only found one person who didn’t work with Brahea dulcis who wanted to be interviewed as a control.

Maguey

La Esperanza –  There are only 3 maestros mezcaleros. Lucio thinks there should be 5 controls but there are none in database. [Action Lucio to check with Cati]
Topiltepec –  Lucio thinks there should be 5 controls but none listed in database.

Categorías de bienestar

A fin de determinar si los hogares involucrados en PFNM son más pobres o no que otros miembros de la comunidad, (hipótesis 1), necesitamos conocer qué grupos de bienestar están incluidos. Hemos preguntado a todos los participantes de hacer un ejercicio para determinar los rangos de bienestar con las comunidades. Pero algunos no lo hicieron porque ya hicieron ejercicios similares anteriormente. Se entregó una lista con los nombres de los entrevistas, y los participantes escribieron el rango de bienestar de los individuos en la lista, además incluyeron información sobre la comunidad.

In order to determine whether households involved in NTFPs are poorer or not than other community members (Hypothesis 1), we need to know what well-being group they are in. We had asked all partners to carry out well-being ranking exercises with their communities. But some did not do this, because they had done similar exercises in the past. A print-out of the list of names of interviewees was provided and participants wrote the well-being ranking of individuals on the print-out, as well as providing information for the whole community.

[Action Lucio to check with Cati and provide information for Maguey and Brahea dulcis]
Other problem is with Palma camaedora – they didn’t do any wealth-ranking and it will be difficult to do it now. In Nueva Santa Flor all families are involved in the Palma camaedora trade so it is less important to know their well-being rank. And in Arroyo Frijol the community is too large to work it out without doing a proper wealth-ranking. In Monte Tinta basically everybody is involved in the NTFP but a few people stopped this year for a variety of reasons, and were therefore used as controls. 

Análisis estadistica de ‘éxito’ al nivel de la familia

Dirk Willem ofreció una presentación (ver página web del proyecto), mostrando cómo estaba analizando los datos de la base de datos para identificar factores que afectan en el “éxito” de diferentes hogares. Comenzó describiendo el proceso que seguimos para diseñar los cuestionarios, recolectar los datos e introducirlos a la base de datos de Access. Aunque una base de datos Access es una buena herramienta manejar una gran cantidad de datos de manera amigable, los datos debían ser transferidos a Excel y luego a un paquete estadístico (Dirk usa Stata) para realizar análisis estadísticos sofisticados.

Dirk nos explicó el proceso que tenía que seguir para “limpiar” los datos, tales como la remoción de inconsistencias referente cómo el tiempo fue registrado (minutos, horas, días), o algo similar para dinero (signos de Dólares, Pesos, comas y puntos) y otorgando valores numéricos para datos categoriales (ej. si=1, no =0). Dirk sólo limpió los datos para las variables que analizó hasta el momento, sin embargo, las hojas de cálculo estarán disponibles para que los usen los participantes. La base de datos Stata contiene 452 entrevistas (hogares, comerciantes y controles). Con esta base de datos puedes analizar las características en nivel de hogares, pero no puedes decir mucho sobre las características de  productos y/o comunidades que influyen en el éxito.

Además de presentar información estadística resumida (cantidades de personas involucradas en PFNM con diferentes niveles de educación, edad, ingresos etc.), Dirk presentó algunos análisis de regresión preliminares y los discutió de manera separada con los equipos de investigación bolivianos y lo mexicanos. Estaba particularmente interesado en saber de los participantes cuáles eran las relaciones que ellos consideraban importantes y que pensaban que él debía analizar.

Dirk Willem gave a presentation (see project website) showing how he was analysing the data in the database to look for factors affecting the ‘success’ of individual households. He began by describing the process we went through to design the questionnaires, collect the data and enter it into the Access database. Although an Access database is a good tool for managing large sets of data in a user-friendly way, the data needs to be transferred into Excel and then into a statistical package (Dirk uses Stata) to do any sophisticated statistical analysis.

Dirk took us through the process he had to go through to ‘clean’ the data, such as removing inconsistencies in how time had been recorded (minutes, hours and days), and similarly for money (dollar signs, peso signs, commas and dots), and giving numerical values to categorical data (e.g. yes = 1, no = 0). Dirk has only ‘cleaned’ the data for those variables which he has analysed so far, but these Excel spreadsheets will be available to partners for their own use. The Stata database contains 452 questionnaires (households, traders and controls). With this database you can look at household level characteristics, but cannot say much about the product or community level characteristics which influence success.

In addition to presenting some summary statistics (counts of people involved in NTFPs with different levels of education, age, income, etc), Dirk presented some preliminary regression analyses and went on to discuss these separately with the Mexican and Bolivian research teams. He was particularly interested to hear from participants which relationships they thought might be important and would like him to analyse.

Issues arising:

Defining success at household level

From the database, Dirk has defined several definitions of success. Some are quantitative (e.g. total income of a family) and others are more subjective (e.g. a person’s perception of how well they are doing compared to their peers). It would be possible to have some more quantitative indicators, such as returns to labour and profit margins, if we had data on ‘frequency of collecting trips per year’. (Dirk went on to collect this with individuals during the week.)

The problem of defining Total income 

This was calculated together with the interviewee in Section 1, but it is not clear whether interviewers asked for cash income only, or also (as we had hoped) for the cash value of subsistence products (e.g. how much would they have to pay to buy the maize they produce for own consumption?). In general it seems that the Mexicans did include the value of auto-consumed production, but this was not always the case in Bolivia. This may explain why, for example, the proportion of income derived from the NTFP appears to be so much higher in Bolivia where the NTFP is the only source of cash income for many households. Dirk went on to check with each participant how they calculated total income and will try to standardise the income measures in his spreadsheet in order to compare between communities and products. He will also produce a small box, describing the different methods used to measure income, for use in any publications.

Barriers to entry

One of the interesting results seems to show that market information and market contacts are considered a major barrier to entry for 70% of Mexican sellers, but are much less important for Bolivians. Is this because there is a demand but the supply isn’t getting to it. Or is there no market?

Fabrice: Although they have little evidence to prove it, Mexicans all think that they are being robbed by the intermediaries because they only have access to a single intermediary.

Juan Carlos: Tepejilote is only sold locally. There is no real market – traders know where to buy it but don’t know where to sell it, the most successful traders are those that go round knocking door-to-door.

Definiciones de ‘éxito’ de la perspectiva comunidad

Además de las definiciones de éxito en nivel individual, encontrados en la base de datos, nosotros queríamos entender cómo las comunidades definían “éxito”. Elaine presentó 18 indicadores que nosotros habíamos definido en nuestro taller de incepción. Algunos provenían de la literatura, otros fueron sugeridos por participantes de los talleres en Bolivia y México. Aunque la mayoría de los participantes de esos talleres trabajan estrechamente con las comunidades, nosotros también queríamos desarrollar una metodología para apoyar a las comunidades en la definición propia de “éxito”. En los meses pasados Eric, Elaine y Fabrice validaron algunos de esos enfoques.

La conclusión de Eric (ver su presentación en la página web) fue de que era muy difícil para las comunidades definir “éxito” ya que no existen parámetros fáciles. Tanto Eric como Fabrice concluyeron que es muy importante seguir un enfoque comparativo, enfocar primero el rango de objetivos comunales y luego evaluar si las actividades de PFNM constituyen el mejor camino para lograr esos objetivos.

Además de los indicadores que tenemos en nivel de comunidades (listados en cada uno de los informes de comunidades en sección 9), decidimos tratar de aplicar una herramienta desarrollada en el proyecto sobre “la comparación global de PFNM” de CIFOR. Esta se base en el enfoque de medios de vida del DIFID y se enfoca específicamente en cómo la comercialización del producto (a través del tiempo) condujo a cambios en los cinco capitales: natural, físico, financiero, humano y social, diferenciando entre impactos en nivel de hogares, de comunidades y nacional (ver hojas de cálculo en la página web del proyecto).

In addition to definitions of success at individual level found in the database, we want to understand how communities define success. Elaine presented the 18 indicators we had defined at our inception workshop. Some of these were from the literature, others were suggested by the participants of the Mexican and Bolivian workshops. Although most of the participants of those workshops worked closely with communities, we also want to develop a methodology for helping communities to develop their own definitions of success. In the last few months, Erik, Elaine and Fabrice have been testing out different approaches. 

Erik’s conclusion (see his presentation on the project website) was that it is very difficult for communities to define success as there are no easy parameters. Both Erik and Fabrice concluded that it is very important to take a comparative approach, looking first at the range of objectives communities have and then assessing whether the NTFP activity is the best way to fulfil them.

In addition to the indicators of success we already have at community level (listed in each community report in section 9), we decided to try applying a tool developed in the CIFOR ‘global comparison of NTFPs’ project. This is organised around the DFID livelihoods framework and specifically looks at how commercialisation of the product has led to changes (over the last ten years) in the five capitals: natural, physical, financial, human and social, differentiating between impacts at household, community and national level (see spreadsheet on the project website).   

Presentations by Erik and Fabrice

Working in 5 communities (4 of which had previously worked with CEPFOR), Erik brought together groups of 20 people trying to include people from the whole chain (sometimes difficult as traders feel threatened by CEPFOR and don’t like to participate). Rather than talking about one particular NTFP, he found it easier to brainstorm all the NTFPS used in the community, identify those used for consumption and those sold, and then define characteristics of the case study NTFP that were positive (or negative) relative to other NTFPs.

Fabrice also concluded that it is very important to do this work by comparing products. One cannot get useful information for the case-study NTFP on its own. People all start by stating that their main aim is to produce money, but the definitions became a bit more refined when compared with other products. Overall the conclusion was that one needs to look at the range of objectives people and communities have, and see whether NTFP activities are the best (most effective and efficient) ways to achieve these objectives. It is also important to try to distinguish between factors contributing to success and the actual definition of success. Action: the methodology used by Erik, Fabrice and Elaine will be further refined.
Some results relating to cacao:

· Most important factor: Use for consumption and sale

· Positive factors: Existence of market, Relative abundance, Non-destructive harvest, Possibility to transform

· Negative factors: Annual variability in yields, Dispersed distribution of trees, Difficult access to markets (reliance on barter), Difficult access to trees (for women) particularly in the rainy season when water is high.

· In Carmen del Emero around 25 NTFPs were used, of which about 10 were sold for money. People particularly liked selling cocoa because they had more chance of being successful with cocoa than other products. Women said they could eat it as well as trading it for medicines.

· Communities provided a number of indicators for successful production of cocoa, including: Dry weight of cocoa as an indicator of quality; Harvest per day per area as indicator of yield; Yield levels of individual plants as indicator of success of domestication; etc.

Some results relating to pita:

· Much of the discussion for pita was around the fact that the process of commercialisation has changed – people used to sell all sorts of qualities to middlemen, then the market bottomed out. This resulted in the formation of  an association to promote the quality of product, at the same time leading to an increase in the price. 

· Some people think that the fact that there is only one buyer (the association) is a non-success, preferring to have several middlemen to choose between. 

· People consider it a success if they can use their pita plantations as collateral to get credit. 

· Most people prefer to sell the raw plant and not to get involved in processing as this is just a cost (in terms of time) and their main aim is to get a good price for their product. 

Results relating to other products:

· In the case of goma (in the form of latex) the main indicator of success was considered to be the number of traders and the price offered.

· People selling hongos consider it a success if this brings in enough money to send their children to work in the US. Goma sellers similarly say that their income enables them to get out of their community. But the mezcaleros are happy that the mezcal trade enables them to stay in the community rather than having to migrate.

· A key reason for people liking NTFPs is that they don’t require too much time or capital or general ‘bother’. Preferably the activity should be carried out together with their usual agricultural work, i.e. the level of complementarity with general livelihood activities is important (e.g. vanilla never caught on in spite of better value/weight ratio than coffee, because it requires people to completely change their system of production).

Indicators of success – applying the CIFOR livelihoods assessment tool

In addition to the indicators of success we already have at community level (listed in each community report in section 9), we decided to try applying a tool developed in the CIFOR ‘global comparison of NTFPs’ project. This is organised around the DFID livelihoods framework and specifically looks at how commercialisation of the product has led to changes (over the last ten years) in the five capitals: natural, physical, financial, human and social, differentiating between impacts at household, community and national level. The tool (see spreadsheet on project website) was applied in a plenary session, with each person scoring their own product case. Some of the indicators were a bit difficult to understand:

· Natural question 1 (impact on natural resources) – very difficult to get right that we are talking about the impact of the commercialisation of the NTFP on natural resources in general, not just on the NTFP resource.

· Natural – questions 2 and 4 seem similar

· Social capital at individual level – endogenous doesn’t seem very easy as there is little social capital at hhd level, mostly applies at community level.

· Community human capital migration:+ means immigration into community, and – means out-migration (In the case of hongos, the trade allows people to send their children overseas to work so it is a positive thing for the family, but negative for the community human capital, although positive for the community financial capital)

Hallazgos preliminares de los informes de mercado

Alan presentó su análisis preliminar de los informes de mercado (ver su presentación en la página web). Sobre todo estaba sorprendido sobre el tamaño relativamente grande de los mercados para varios de los productos estudiado, además encontró que la demanda parece ser estable o en crecimiento para todos los productos. Analizó los retornos de mano de obra y encontró que eran mayores que los jornales correspondientes para la mayoría de los productos (sin embargo sus conclusiones pueden ser modificadas con base en datos mejorados recolectados durantes este taller). La estructura de los mercados generalmente corresponde a la de los mercados clásicos y no tanto a monopolios. Las ganancias tienden a ser más altas más cerca del consumidor. Hay una tendencia del reemplazo de productos silvestres recolectados por la domesticación. Alan también revisó el rol de instituciones sociales y las barreras claves de entradas. Los informes contenían muy  poca información sobre costos de transacción, debido probablemente, en parte, a que las personas no entendieron bien el concepto.

Alan presented his preliminary analysis of the market reports (see his presentation on the project website). Overall, he was surprised at the relatively large size of the markets for many of the products studied, and found that demand appears to be steady or increasing for all products. He looked at the returns to labour and found them to be greater than the daily wage rate for most products (though this conclusion may be modified on the basis of the improved data collected during the workshop). Markets were generally structured more like classic markets than monopolies. Profits tend to be higher the closer to the consumer you get. There is a trend for wild collection of products to be replaced by domestication. Alan also looked at the role of social institutions and the key barriers to entry. The reports contained very little information on transaction costs, perhaps in part because people had not understood this concept well.

Returns to labour in all stages (except for Palma soyate) are greater than daily wage rate 

· Is it because the resource is essentially free, with no investment needed to cultivate it? But in several cases (goma and maguey) the users have to pay something to the community in order to use the resource.

· Perhaps the reason they get a higher return per day is that it is a seasonal product and therefore people are just getting this higher return for a short period. On the other hand, it could be argued that because these are complementary activities, people would be willing to accept lower returns. We need to find out what the opportunity cost for labour is during the product ‘season’ as it might be higher or lower than the average daily wage rate. 

· Another reason for higher returns might be because the products have specialised niche markets, e.g. incense, tepejilote, pita and hongos, rather than being basic subsistence products which don’t command a high price.

· Participants were sceptical about the returns to labour being greater than the daily wage rate. In the case of incense and copal, for example, people only engage in this activity because it is the only way to earn a cash income (i.e. there is no real local wage rate).

The markets are generally more like a classic market than a monopoly

· Is this because there are many producers and collectors in different areas?

· In the case of cocoa there are only 2 buyers, similarly Artecampo is the only buyer for jipijapa. So while the overall market may be quite ‘classic’, there may be monopoly elements along the chain.

· Is it because the markets are ‘permeable’ (easy to enter) and don’t require much processing or specialisation? But note that, in the case of Palma camaedora, theoretically it’s not difficult to trade it but it is actually difficult to get enough volume to make it worthwhile.

· There was not much vertical integration. Also very little evidence of horizontal integration, little organisation of actors at the same level.

· Most purchases are paid in cash on the spot with some exceptions of barter for cocoa. But few examples of deferred payments.

Profits are higher the closer you get to the consumer

· Stages closer to the consumer require higher capital investment (fixed costs).

· At this level, the actors can exercise greater market power and are often more experienced, have better market information, etc. They also begin to grade the product and add value. They are better at detecting demand, and take higher risks (product losses). But they have less flexibility because of investment in fixed assets (e.g. if you’ve got a cold store you can only use it for certain products).

Most of the markets are still developing 

· There is little classification or standardisation, though this is beginning for some products.

· Capital investments are growing (e.g. cold stores and large volumes).

· There is some specialisation of labour.

Growing demand

· For most products the demand seems to be increasing. 

· In a few cases there are new markets with high capacity (e.g. the US). 

· Growing urbanisation is leading to new market niches, e.g. valorisation of traditional products for which there are few exact substitutes.

Wild collection is being substituted by cultivation

· Demand is going up. Collection has high costs and risks and there is a scarcity of the natural product. 

· Most of the plants can be domesticated (no real risk of disease). There aren’t many synthetic substitutes. 

· Application of laws and regulations to extraction of forest produce is beginning to be more rigorous so it is advantageous to domesticate.

Transaction costs

· Very little information in the market reports, in part because the concept wasn’t well understood. Although difficult to define and measure, transaction costs are essentially about the cost of transferring the right to use a product from one person to another.

· Thus transport costs may be related to a particular transaction but are separated out as operational costs. Transaction costs are defined in a more sociological manner. Costs of paying membership in an organisation would be a production cost for a person, but costs of making the organisation work are transaction costs. 

· Typically these types of costs are overlooked and this might explain why all our products except Palma soyate seem to have higher returns to labour than the wage rate.

· Transaction costs are particularly obvious in more traditional communities and are greater at the level of collectors (at the higher levels people can resort more to the legal system to assure their transactions).

· There appear to be few fraudulent transactions and opportunism or community sanctions. Lucio noted, that in the case of maguey, the problem exists more at the level of the management of the resource, people don’t stick to the harvesting rules and are fined if caught. 

· An interesting point is whether transaction costs for NTFPs are higher or lower than those for other products? Are they perhaps lower because NTFP activities can be carried out together with other activities? (Hongos – is an example of a product where the whole community has to buy a special permit because the mushrooms are a listed species, so the costs are higher than for other agric products.) It is very important that we get information in the reports about whether the products are sold together with others, e.g. one of the mushroom traders actually sells bread and also take mushrooms along if they happen to be available; similarly the cocoa trader concentrates on rice, etc, and buys cocoa if available. But the mezcaleros don’t sell anything except mezcal. How do we spread the transaction costs across the range of products?

Role of social institutions

· Community norms tend to be losing in importance and individualism is taking over in the decision-making.

· Janett pointed out that this does not strictly apply for Palma camaedora– the first thing a coyote has to do to be able to trade a product is get the agreement of the general assembly of the ejido. After this, he can deal with individuals separately. 

· However, in Bolivia, none of the products are subject to any community rules/regulations (relating to trade), even in the case of jipijapa the trade association has nothing to do with the community.

Barriers to entry (economic and social)

There are barriers in all 10 cases, but generally not very ‘high’, eg.

· Control of the land where the NTFP is collected

· Collection skills

· Contacts between actors (local language, actors being related, social contacts, etc)

· Investment of capital in market infrastructure

· Control of market niches

· Long distances to final consumers – most products are going to the US or Europe or Japan.

· Skills in the exercise and function of the market.

· In the case of pita and hongos, cashflow is a real problem as producers are used to being paid in cash and volumes required are great. A particular problem for goma is that you need ammonia to preserve the latex but ammonia is used for the cocaine trade so is now increasingly difficult to get hold of.

Análisis cuantitativo de la cadena

Jonathan Rushton y Luis Pérez (ver presentación en la página web del proyecto) mostraron cómo ellos intentaban analizar la información de la base de datos, relacionada a la ganancia a lo largo de la cadena de comercialización. Elaboraron una tabla inicial para la caracterización de los productos (por ejemplo por la longitud de la cadena de comercialización, existencia o no de consumos local, grado de procesamiento etc). Con base en la información de la base de datos, sólo podrán hacer el análisis cuantitativo para algunos pocos productos. Los problemas se relacionan con que el tamaño de muestras (en especial para comerciantes) son pequeños para varios productos, que algunos datos no fueron incluidos de una manera estándar y que algunas preguntas claves sencillamente no aparecen.

Los aspectos claves de las discusiones incluían la necesidad de acordar definiciones de términos económicos claves (ver la tabla de términos en español e inglés más abajo) y de realizar todos los análisis con base en diagramas de cadenas de comercialización consensuadas para cada producto. Para ayudar con la tarea, se elaboró una tabla de jornales locales, (ver página web del proyecto). Se acordó concentrar el análisis cuantitativo en cinco productos (hongos, cacao, goma, Brahea dulcis y pita), para los cuales se cuenta con datos apropiados, ya sea en la base de datos o en el informe de mercado, y los cuales tiene  cadenas de comercialización interesantes (por ejemplo cadenas paralelas que permitirán un análisis comparativo de los beneficios de diferentes vías de comercialización).

Jonathan Rushton and Luís Pérez (see their presentation on the project website) showed how they intend to analyse the information in the database relating to profit flows along the marketing chain. They have produced an initial table characterising the products, e.g. by length of market chain, whether or not there is local consumption, the degree of processing, etc. Based on the information currently available in the database, they can only do the quantitative analysis for a few products. Problems relate to the fact that sample sizes (particularly for traders) are small for many products, data has not been entered in a standard manner and a few key questions are simply missing.

Key points in the discussion included the need to agree on definitions of key economic terms (see table of Spanish and English terms below) and for all the analysis to be done on the basis of agreed market chain diagrams for each product. We agreed to calculate the returns to labour of different activities, as well as commercialisation margins. A table of local wage rates was drawn up (see project website) to help with the latter. It was agreed to focus the quantitative analysis on five products (hongos, cacao, goma, Brahea dulcis and pita) for which there are good data either in the database or the market reports, and which have interesting market chains (e.g. parallel chains which will permit a comparative analysis of the benefits of different market routes).

We discussed a number of issues at great length, including:

Definitions of certain economic terms

· Some economic terms are defined to mean very different things by different economists, leading to different conclusions in the analysis. 

· We agreed that all the types of analysis are valid and should be carried out, but that we needed to be very clear about our definitions. 

· A table of English and Spanish terms with definitions in English was drawn up by Alan (with some input from previous discussions with Dirk), Luís and Kate (see below). 

· Where different definitions are used, these should be highlighted and explained.

Market chain diagrams

· It was agreed that a key issue is that all analysis should be done on the basis of the same marketing chain diagram. Alan and Luís amended these with the participants and produced an agreed set for further use. 

· No final agreement was reached on whether these diagrams should indicate (e.g. by the thickness of the arrows) the routes by which the largest volume or value of product flows and/or the routes involving the most (or the poorest) people. 

· There was discussion, however, about whether analysis should be restricted to the major marketing routes or not. It was agreed that quantitative analysis can only be done for those market chains and routes within them for which we have sufficient information. Others will have to be described in a more qualitative way based on the market (and possibly community) reports. 

· The aim of each analysis (quantitative or qualitative) is to show clearly the actors and their functions, and to highlight the key points (e.g. bottlenecks) for more in-depth analysis and for policy entry-points.

· Looking at different chains is also helpful to understand risk. A vertically integrated chain (as in Tomachi) may not appear very good for hired labour, but may be less risky for these families in terms of consistency of income. 

· How far do we follow the processed products along the marketing chain, e.g. just the jipijapa fibre or the processed products? Pita fibre or the embroidered product? Our quantitative analysis can only go as far as we have data, but the description of the chain and any qualitative analysis may be able to get further along the chain.

· By having a good diagram of the chain, we can identify points at which policies/regulations have an effect. May help to capture some of the illegal activities and indicate how such black markets can be moved into the legal framework.

What currency do we use?

· It was agreed that the calculations would be done in local currency and only converted into dollars at the end to allow for comparison between products and countries. 

· Conversion into dollars should be done using the average dollar exchange rate for September 2002 (for Bolivia can be found on the Banco Central de Bolivia website).  

· In addition, in order to make a point for policy-makers dealing in poverty alleviation, we need to talk in PPP (purchase price parity) dollars. This is a factor by which the dollar is multiplied to account for how much the dollar can buy in each country. Action: Dirk will try to get a PPP rate to enable comparison between Mexico and Bolivia.
Returns to labour

· There was a great deal of discussion about whether we should work out returns to labour and/or assign a wage rate to labour and use this to calculate profit margins along the chain. Returns to labour are very useful in that they can be compared across seasons (of collection and non-collection of the product), between different activities, and between men and women (e.g. it would be possible to say that collecting a particular product was the best investment of time for women in a particular season). 

· In addition to returns to labour, we agreed to calculate returns per unit (e.g. kg or litres) and per final product (e.g. bags or ponchos).

· In order to calculate profit margins, we need the labour cost, but this varies between 0 and the local wage rate (jornal). It may also vary between sites, and will vary along the chain (i.e. between community and traders). However wage rates for traders based in towns should be easier to find. We collected information on local wage rates was collected for each community (see spreadsheet on project website). These differentiated between men and women and between the season during which the product is collected and the rest of the year. 

· In addition, information on migration patterns was collected to highlight the other options available for people to invest their labour in. 

· Based on this information, labour can be put into the spreadsheet in such a way that we can vary its cost depending on men/women and seasonal changes.

· If there is no other opportunity to earn cash, we should note that this is the case (i.e. jornal is 0) as it indicates that the NTFP really is the only income-generating activity.

· People are often paid less than the local wage rate but also given a meal. The information we have collected is the full rate (i.e. without a meal).

· We will assume that the jornal applies from the age of approximately 15 or 16.

· Another interesting point is that some activities are carried out together with another activity, eg. Brahea dulcis is woven while people do other things, and cocoa may be collected at the same time as getting bushmeat – and the returns to labour need to be divided between the activities.

· If returns come out as lower than the daily wage rate (for unskilled labour), it would be a strong indicator that – once a new opportunity comes up – the people will stop working the NTFP unless it becomes much more profitable.

Averages versus individual details

· There was concern that a focus on averages in the quantitative analysis of the market chain would mean that we lose some of the rich detail we have on each product. This is an important issue. For modelling (see Adrian’s work on the BBN below) and for making policy recommendations based on large datasets, average figures will be useful. However, in both cases we can also benefit from a more in-depth and detailed analysis of each case. 

· To capture some of the variability, it was agreed that Jonathan and Luís would amend their spreadsheet to incorporate a range of costs, or minima and maxima. The calculation can then be done with the means to highlight which factors are the most important in influencing profitability, with footnotes on any variation in the relevant costs/prices. 

· Much of the variability should also come out of the community report analyses. 

· In addition, Dirk will focus on the individual variation in success at individual level. 

Indicators

Jonathan and Luís have started a table characterising different products by a variety of indicators. This is a useful exercise to enable comparison across products and highlight entry-points for policy recommendations. Additional indicators were discussed: 

· Can we put all products on a scale of capital accumulation, e.g. from tepejilote with very poor producers, intermediaries and sellers, to hongos with very rich consumers. Does this just reflect the wealth of the final consumer? If they are rich they will pay more and require better quality. The marketing skills required for these two chains are completely different: so the Japanese hongos costs may not be unfair but simply a reflection of the much higher transaction costs.

· Who is the end consumer? This might be a simple indicator of the marketing skills required to get the product to the consumer.

· Returns per labour input (as discussed above). 

· It would be good to have a table of the main barriers to entry with a column to tick for each product, in order to see which barriers are important for what kinds of product. Dirk also has info for barriers to entry at the individual level for different stages in the commercialisation.

Policy issues

· If somebody is making supernormal profits and is stopping others from entering the market, then there is something wrong with the policy/legal context that is promoting/maintaining a particular market structure.

· Within a product, we should be able to say what makes particular activities/stages successful. Does market structure have a major impact on success (hyp 6)?

· What is better for poverty alleviation? The Tomachi goma system is highly vertically integrated (a monopsony – one firm that contracts all the labour) and a good profit stays with a few people in La Paz. In Santa Rosa, about the same amount of money is spread around a lot of people. Bolivian policy is against vertical integration as main poverty is in the rural areas, so policy aims to retain money in the rural areas. The question really is about who controls the vertically integrated enterprise(s) – is it the La Paz based concessionaires, or is it a producer coop?

Transaction costs 

· In the spreadsheet analysis it would be useful to separate out fixed costs and variable costs, as well as any transaction costs, where they can be valued. If they cannot be valued but are mentioned, then we need to acknowledge in the text that these are additional costs which we have not been able to capture.

· An important role of transaction costs is to help to minimise fraud by building up trust and thus ensuring the greater success of a business. It will take a long time for an intermediary to build up a trust relationship with the community. In our cases, this is difficult to measure because the commercialisation systems are ‘mature’ and people have already invested in the building up of trust over a long time. It is hard, therefore, to say how many ‘days’ it would take to build it up from scratch. Can we measure this through the stability of relationships between communities and traders? Perhaps through the question of length of time involved in the trade? Alan’s impression is that practically all the relationships are very long-term, and that this accounts for the fact that the reports hardly mention fraud of any kind.

Miscellaneous points

· Are we losing the seasonality issues? The fact that people only do the NTFP activity for a few months but in those months it’s the best thing they can do with their labour.  Is seasonality due to demand being at a specific time of year (e.g. wedding bouquets in spring and summer for Palma camaedora), or because of the production being only at certain times of year (eg hongos)?

· Goma – very important to distinguish for Tomachi whether the interviewees are concessionaires who hire labour to collect rubber, or whether they are the hired labour. 

Priority products for the market chain analysis

Taking into account the limited time available for analysis, it was decided to prioritise the products for analysis of the market chains. Prioritisation was carried out on the basis of the complexity of the marketing chain, the availability of the data, and the issues highlighted by the case.

Primary products

· Cacao

· Goma

· Hongos (Latuvi does only matsutake fresh to Japan; Cuajimoloyas does three other species of mushroom for the dehydrated national market and local fresh market)

· Brahea dulcis (good sample and 7 traders, and interesting to find out why people are doing this apparently non-profitable activity) 

· Pita (will do this on the basis of the market report rather than the database)

Secondary products (quantitative analysis to be done if time and data allow)

· Incense (and copal)

· Palma camaedora (only in one community)

Least important(for the quantitative analysis)

· Tepejilote (not a lot of fixed costs, etc)

· Jipijapa (very complex range of final products)

· Maguey (Has quite a good market beyond the community, via ‘ambassadors’ but as it is completely illegal it doesn’t appear in the database. It is discussed in the market report and should be analyses in a qualitative manner.

Economics Terminology

	English
	Spanish
	Definition

	Total production
	Producción total
	= Collected + Cultivated (physical units, e.g. kilo; monetised units)

	Total revenue
	Ingresos totales
	= Price x quantity sold (i.e. does not include the part consumed)

	Total costs
	Costos totales
	= fixed costs + variable costs (including all labour) (Jon and Luís)

= fixed costs + variable costs + family labour costs (Alan)

	Fixed costs
	Costos fijos
	Do not vary with volume of production, and are depreciated, e.g. machete, tools, machines, donkey (assume depreciation over 5 years)

	Variable costs
	Costos variables
	Vary with the volume of production, e.g. bags, hired labour, transport costs (note that Jon and Luís include family labour as a variable cost, but Alan does not). 

Note that Jon and Luís will explain clearly if they vary this definition for any products.

	Cash costs
	Costos en efectivo
	Cash investments, includes cash value of bartered goods e.g. if donkey is hired but paid in goods)

	Other costs
	Otros costos
	Fixed costs + variable costs (excluding family labour). Definition used by Alan

	Labour cost
	Costos de la mano de obra
	Includes family and hired labour. Use spreadsheet created during workshop for costs per community, season and gender. 

	Transaction cost
	Costos de transacción
	Alan uses definition by Oliver Williamson
: “The ex ante costs of drafting, negotiating and safeguarding an agreement and, more especially, the ex post costs of maladaptation and adjustment that arise when contract execution is misaligned as a result of gaps, errors, omissions and unanticipated disturbances; the costs of running the economic system”

(Hidden costs = costos Escondido)

	Opportunity cost
	Costos de oportunidad
	

	Fixed assets
	Activo inmobilizado
	e.g. a donkey, plantation, machines

	Labour returns
	Retorno a la mano de obra
	Alan: Gross margin (total revenue – total cost) divided by days of family labour

Jon and Luís: 

	Commercialisation margin
	Margen de comercialización
	[(Purchase price – Sales price)/final price paid by consumer] x 100

	Gross margin
	Margen bruto
	Total revenue – total costs

	Net margin
	Margen neto
	Gross margin – (number of family days x value of labour used)

	Benefits
	Beneficios
	For Alan, this is the same as Net Margin

	Profit of investment
	Ganancia


	= Internal rate of return, expressed as Net Present Value

	Profit margin (or ratio)
	Margen de ganancia 

Rentabilidad
	(Total revenue/total costs) x 100

	Return to capital investment
	Retorno a las inversiones de capital
	

	Working (operating) capital
	Capital de operaciones
	= the cost to get to the purchase point (e.g. time, petrol). Does not include purchase capital (e.g. for 6 bags of cocoa), nor fixed costs (e.g. truck)



	Purchase capital
	Capital de compra
	Investment in buying the product (e.g. bags of cocoa)

	Average wage rate (non-skilled)
	Jornal mano de obra no-calificada
	See spreadsheet with information per community

	Man-day
	Jornada-hombre
	8 hours

use 0.7 for women and 0.5 for children

	Rent
	Renta
	Used for natural resources. Payment to a factor over and above the minimum amount to keep it in its current use, or the difference between a return made by a factor of production and the return necessary to keep it in its current operation. They occur in cases such as when barrier to entry exist.

	Land/forest use rights
	Patente
	Fiscal payments to the state or community

	Stumpage value
	Derecho de monte
	Used for natural (non-planted) resources. = Value of the resource – costs of extraction + profit (%)

	Transport losses/ spoilage
	Merma
	Percentage of losses (e.g. reduction in volume and value)

	Expenditure
	Gastos
	Not used by Alan, prefers to split out the different types of costs.

	Farmgate price
	Precios en origen
	Price at point of purchase (in contrast to price at point of sale)


Desarrollo de una red electrónica para tomar decisiones (BBN)

Adrián comenzó la semana con la discusión de cómo un diagrama de flujo puede ilustrar todo el proceso de comercialización, desde el bosque hasta el consumidor. A través de un número de sesiones fue pidiendo a los participantes que dibujen flujogramas de las actividades de comercialización de sus productos y anoten en el diagrama los factores que limitan el “éxito” de cada actividad. Al final de la semana, Adrián había construido diagramas causales preliminares para cada producto y comenzó a juntarlos por etapa en el proceso de comercialización (producción, recolección, cosecha, procesamiento, almacenaje/empaquetaje, transporte, comercialización y venta). Los diagramas causales pueden ser usados para diagnosticar causas y de éxitos y fracasos, como herramienta de diagnóstico rural participativo (con comunidades y comerciantes etc) y como base para construir modelos. Esto último intentamos hacer – creando la red de Creencias Bayesianas (BBN), la cual básicamente es una herramienta para la toma de decisiones que nos muestra es impacto de las decisiones en cualquier punto del proceso.

Como parte del proceso de desarrollo del BBN, a los participantes se les solicitó caracterizar sus productos con un número de indicadores (vea la hoja de cálculo sobre características del producto en la página web), utilizados en el informe del CIFOR (donde se compararon 61 estudios de caso de PFNM en nivel mundial). Aunque a información fue requerida en la estructura de nuestros informes de comunidades, muchas veces no fue ofrecida de manera sistemática, por los que fue necesario dedicar algún tiempo y recolectarla de manera sistemática.

Adrian began the week by discussing how a flow diagram can illustrate the whole commercialisation process from forest to consumer. Through a number of sessions he asked participants to draw flow diagrams of activities in the commercialisation of their products, and then to list factors limiting the ‘success’ of each activity in the diagram. By the end of the week, Adrian had constructed preliminary causal diagrams for each product and started to put these together by stage (production, collection, harvest, processing, storage/packing, transport, marketing and sale) in the commercialisation process (see his presentation on the project website). Causal diagrams can be used to diagnose causes of success and failure, as an RRA tool (with communities, traders, etc) and as a basis for modelling. The latter is what we intend to do – creating a Bayesian Belief Network, which is basically a decision-making tool showing you the impact of decisions at any particular point in the process.

As part of the process of developing the BBN, participants were asked to characterise their products by a number of indicators (see product characteristics spreadsheet on the project website) used in the CIFOR study (comparing 61 NTFP case studies worldwide). Although the information had been requested in our community report structures, it was often not reported in a systematic manner, so it was necessary to spend time collecting it in a more formal way. 

Discussion on product characterisation using CIFOR indicators

· Pita, can be harvested all year round but is only harvested two months a year (one month each in May and September) in order to get money for sowing milpa and for coffee respectively. May also harvest at other times if in need of money, but the plant really can also only be cut twice a year as it takes 6 months to regenerate good leaves.

· Problem with question on subsidies – all Mexicans get Procampo to promote maize, which could have a negative effect on desire to work NTFPs. 

· Question on incentives for the processing sector – e.g. hongos: the govt has provided a grant for the factory but this is part of a general programme to help small businesses, not specific to mushrooms.

· Question on time for a final product to lose 50% of its value – note that mezcal actually increases in value with time.

· Question on regulations influencing the trade of the product – decided not to include regulations which apply to all NTFPs (e.g. in Mexico need a permit, and therefore a management plan, to export any NTFP), but only those specific to the case-study NTFP. Similarly for other questions on govt investments, etc, we are looking for those that are specific to the product. Those that are general to all NTFPs in the country should be mentioned in the policy paper.

· Political support and advocacy: in Mexico, Methodus and GEA are part of a Red which tries to influence govt in terms of policies relating to NTFPs.

Presentation of the development of the BBN
See full presentation with diagrams on the project website.

Examples of causal diagrams for two products

· Tepejilote – a more or less linear chain of activities, one per community each with a slight modification. Shows the differences between products and within products (between communities). Also shows the factors influencing the success of each activity (e.g. harvesting is dangerous because of steep slopes and snakes).

· Jipijapa – much more complicated causal diagram. Many factors affect several activities leading to a network rather than a linear diagram. Note for Adrian: high humidity causes mushroom (factor affecting almacenaje).

Bayesian Belief Networks

· Can include quantitative and qualitative information

· Focus is on analysing probabilities that certain things (e.g. success) will happen

· The background mathematics is quite complicated but software is now freely available

· Often used as an expert system for decision-making (e.g. by doctors to diagnose diseases)

· BBNs can be used to infer or deduce the value of variables which are difficult to measure or are uncertain

· Can also be used to make predictions and explore relations between variables (e.g. what happens to one variable if you change another one)

· Therefore permits a diagnosis of problems and the implications of taking certain decisions

Construction of a BBN

· A BBN consists of nodes (boxes on the diagram) and relationships (arrows)

· Each node represents a variable in the form of categories (e.g. yes/no)

· Arrows represent relationships between two factors, they are shown as unidirectional but the network recognises them as relationships, and actually calculates them in both directions

· Relationships can be based on statistics, regressions, etc

· You cannot have feedback loops as the programme would explode!

· A BBN can learn from case studies

Development of a BBN for NTFPs

· Each product has a distinct sequence of activities

· We can create BBNs per product

· But the objective of the product is to provide a framework to compare between NTFPs

· Therefore we need to use a generalised scheme of the processes and activities involved in the commercialisation process

· Our BBN includes forest production and cultivated products = production

· Combine wild and cultivated harvesting = harvest

· Other processes include processing, transport, storage, marketing and sale

· We will include all the processes and factors identified during the week, and include all the data (on probabilities) from our various data sources

· Important that we check the logic of the structure but that we don’t create a network that is so complicated that no one can understand it.

· Once the structure is agreed, we can fill in the probabilities based on our data. If some of the factors have no supporting evidence in our data, or appear to have no impact, we can remove them from the structure.

· Overall aim is to create a BBN that would allow us to enter a new situation (community and/or product combination) and enter some data, and from these predict the probability of successful commercialisation.

Discussion

In addition to some general points, the discussion focused around key questions asked by Adrian.

General points

· Analysing our hypotheses, may throw up other factors that are important, and give us an idea of which are the most important for each activity. The BBN should allow us to highlight which are the critical factors affecting each process.

· How do we distinguish external factors and internal factors, i.e. those which a producer can influence or not? These could be included as a probability of risk.

· We also want to highlight those factors which could be influenced by external actors (e.g. policies) but not necessarily by the producers.

What is the best indicator of success for each process?

(i) Producción – suggested indicator is ‘total value produced’ per community. 

Should this be a ‘net total value’, given that we already have all the costs in the network? Can we also include the returns to labour as an indicator of success? It would be good to have an indicator of success per producer. Also need to present values per weight of product.

Total income – Total costs = Gross margin

Gross margin needs to be divided by Number of days used to achieve the total income = Returns to labour

Whether the Returns to labour are lower or higher than the Daily wage rate would be a good indicator (but see our discussion on how difficult it is to determine the daily wage rate)

(ii) Procesamiento – suggested indicator is ‘Net value added’

Alan: at the beginning of the chain, activities need low amounts of capital but high investment of time, at the other end of the chain it’s the reverse with high investment of capital and low amounts of time (but more highly skilled time). So are we more interested in the returns to labour or the returns to investment? Availability of capital is very important, needs to be linked into the rest of the network, but where? 

(iii) Almacenaje – perishability is a key factor influencing the value of the product lost or damaged. ‘Technical skills’ depends on capital invested.

(iv) Investment

Example of hongos – need capital to buy sufficient volume to make the trade to Japan possible.

Example of palma soyate – everybody plaits the fibre but one person realised they could make more money by selling hats, but needed to buy sewing machines in order to do so – used family savings to do so.

Example of mezcal – need to pay for equipment and hired labour (paid in mezcal, therefore no real need for up-front capital)

Incense – need to have a donkey to obtain the product. If you own the donkey and use your own labour, the process is profitable, but not if you have to hire the donkey or hire labour. [This is true for many products/activities, if you calculate the cost of the labour at local wage rates, then the whole process is not profitable, including agric activities such as producing coffee] (People rarely hire donkeys for incense, but do rent donkeys for transporting rice. Luis: Can it be included as a fixed cost as it is used for several activities? Over how many years do you depreciate a donkey? Probably over their useful lifetime of about 5 years. And need to include a proportion of the cost of feeding it as well. Only two people own donkeys (but not specifically for collecting incense) so the other 15 borrow one or barter for it, but rarely hire it for money. 

Where is investment most important in the whole chain?

· Incense – the transport to get the product bulked up and to market

· Hongos – bulking up

· Hongos blancos – operating capital to buy sufficient volume

· Cacao – transport and processing

· Should take into account that investments are required along the chain, and that investment at one point may produce income later on the chain which provide the cash to invest in the next part of the process.

How do we measure the success of transport?

· Most products are non-perishable, except hongos and Palma camaedora (both need cold chain).

· Better to look at quality of the product, and the further you get along the chain the more important the quality is.

What about acopio? Who does it?

· Can sometimes be the same people as buy the product, or an employee of an enterprise who go to the communities to buy up products for the enterprise. 

· Bulking up can often fail because of lack of operating capital to buy up sufficient volume.

Mercadotecnia: What comprises this activity?

· Collection of information and promotion of product 

· Information is needed about the timing of the product required, its quality and the quantity.

· Need adaptation to the demand, i.e. improve the quality provided. Most importantly this requires an understanding of the demands of the client. (e.g. latex goma is competing with natural goma from other countries which come in as dried product which the processors prefer). This kind of information is obtained by market surveys, talking to buyers about their preferences – easier if you can get closer to the final producer (or at least talk to the intermediaries about the final client preferences). This process is carried out all along the chain.

· Example of hongos – are looking at producing organic pastes or soups to use up the less good mushrooms (which can’t meet the fresh market demands). If they could certify them as organic, they’d raise their value for soup-makers, etc. Are also trying to develop a market in Oaxaca by promoting cooking classes, and explaining the quality of the product to local users.

· Is there a need to organise in order to be successful at marketing?

· ICTs (Information and Communication Technologies) are also important for marketing at far end of chain – their availability can be important for success.

· Marketing may be a process of trial and error, e.g. the goma processors in Santa Rosa ask the buyers what they want and then make some trial products (e.g. protection against papaya sap) and send them to the potential client, then ask for feedback, etc. Often this role is played by the ONGs (eg CARE in the case of cocoa, and Methodus in the case of dried mushrooms). In the case of mezcal, there is an association which is trying to promote the product as an organic and sustainably harvested product.

· In some cases the acopiador may help with capacity building (eg in the case of Palma camaedora)

What influences the process of substitution?

· Need to differentiate between substitution by cultivated (but same) product, and a completely different product.

· Nearly all products have a substitute but they are rarely perfect. Most of our products end up in quite rich niche markets (not tepejilote, or locally processed goma products).

· Goma has competition with external production. When the price goes up, local goma production increases, so need to have good communication of the price. Problem that they cannot meet the demand consistently all year round.

· Pita – quite a high risk of substitution, e.g., by nylon fibre, but this is countered by the producers of belts who explain to buyers that the nylon product is not original (again depends on the specialised demand of clients). More serious competition is from cheap belts instead of expensive pita belts.

· Jipijapa products are very dependent on changing fashions.

· Need to look at the capacity of purchase of the clients – they might prefer a jipijapa hat but can’t afford it compared to cheap Taiwan hats. There is therefore a link to the general economy.

· Fashion is important for many of our products because many of them are ‘luxury’ products rather than subsistence. But not for hongos – the European taste in dried mushrooms and the Japanese taste for fresh mushrooms is not going to change. Same for tepejilote – eaten by all.

How do you measure success in sale?

· The ability to negotiate prices, qualities, etc, is essential. In our cases, most sellers are ‘price-takers’, i.e. do very little negotiation. Depends on the skills of people, and also on availability of information about prices, etc. 

· Monopsony (a single buyer) as in the case of Palma camaedora, means that the price information is only available from one source. 

· In the case of incense the price received by the producers hasn’t changed for the last 10 years at least, the producers have no possibility to negotiate with the single buyer – would need to be more organised to go out and find other buyers.

What affects the demand for the product?

· The availability (size) of a nostalgia market for hongos and tepejilote.

· Promotion of the product.

· Pita – demand definitely depends on fashion.

· Hongos – internal demand for dried mushrooms is increasing as the fashion for Italian restaurants increases. Health consciousness is also important. Used to be sold because of its taste, but now people also eat them because they think they are healthy (Japanese think each mushroom has a particular health property).

· Mezcal – used to be considered an ‘indio’ drink. But demand has increased on the back of the boom of demand for tequila. Now mezcal is not simply sold as mezcal, but as mezcal from a particularly agave and place.

· Note also effects on supply, e.g. currently the govt is supporting jipijapa products all around the country which will lead to over supply and be detrimental to particular localities.

SECCION C: PRODUCTOS DEL PROYECTO

‘Dominios de recomendaciones’

Discutimos la importancia de comprender y justificar nuestros dominios de recomendación (es decir, el área para las cuales las recomendaciones que hacemos se pueden aplicar). Dependiendo del tema de la recomendación, el dominio varía. Se realizaron dos ejercicios para ayudar en este tema: el mapeo de recursos y la caracterización de las comunidades del estudio con base en indicadores de marginalización acordados en nivel nacional.

We discussed the importance of understanding and justifying our recommendation domains (i.e. the area to which any recommendations we make would apply). Depending on the topic of the recommendation, the domain will vary. Two exercises were undertaken to help on this point: mapping the resource and characterising the study communities according to a nationally agreed set of marginalisation indicators. 

Mapping the resource

· For each product we mapped the biological distribution of the resource, focusing on that within the study country. In some cases, information is available on the web in order to represent the distribution across the whole of the plant’s range. This will be the maximum recommendation domain for any recommendation relating to specific products.

· More specifically, we mapped the main production zones of the products within each country. This would represent a more limited recommendation domain for recommendations linked to production of particular products.

· Finally we also mapped the main marketing routes from the case study area – not for use in recommendation domains, but simply in order to be able to represent the data in a visual way.

Characterising communities according to levels of marginalisation

Overlying the resource distribution discussed above, we need to specify what kinds of communities our recommendations apply to. We therefore need to know how representative our communities are of others in the country. Rather than developing our own set of community indicators, we felt it was important to use nationally recognised sets – which would be much more meaningful at policy level.

In Mexico there are two options:

· INEGI (7 levels of well-being). The information available is at municipality level rather than community level, and the municipality may not reflect the community case very well.

· Indices de marginación municipal 2000 CONAPO: between -2 (low marginalisation) and +2 (high level of marginalisation). 4 levels: very low and low marginalisation, high and very high marginalisation. This is available for each municipality and also for each pueblo. It is based on 8 indicators including electricity, sanitation, house floors, education, etc. Agreed to use this one.

In Bolivia there are also two options:

· Index of human development (indice de desarollo humano): is calculated at department level.

· At the municipality level, it is better to use the ‘Indice de la incidencia de pobreza’, which has 5 levels. We have copies of the information for each municipality but still need the national level summary. 80% of all municipalities are considered to be poor or very poor, so the case study communities are very representative.

Action: Erik and Fabrice to obtain the national level summaries in Bolivia and Mexico, and ensure that we have the information for each of the study communities.
Lluvia de ideas sobre grupos meta de los productos del proyecto, consultas frecuentes y respuestas posibles.

Una sesión rápida de lluvia de ideas sobre productos del proyecto para diferentes grupos meta reveló un rango amplio de clientes, los cuales se dividen en: instituciones de toma de decisiones, organizaciones de investigación, técnicos (tanto de instituciones gubernamentales como de ONGs). La retroalimentación hacia las comunidades de los estudios de caso es muy importante y necesita ser ejecutada por las ONGs participantes. El proyecto mismo no puede producir algo utilizable por todas las comunidades, más bien debería concentrarse en los técnicos que trabajan con las comunidades. Un asunto importante es asegurar que el material realmente llegue hasta los técnicos y no se quede en las oficinas de los directores de las ONGs. También se reconoció que, si bien este proyecto no enfocó el tema de los recursos, nosotros debemos enfatizar que una comercialización no puede ser exitosa sin un manejo sostenible de recursos, y debemos indicar fuentes de información al respecto.

Después de la discusión nos dividimos en dos grupos de trabajo para hacer una lluvia de ideas sobre: i) consultas técnicas más frecuentes de los técnicos y ii) las consultas que los técnicos reciben en las comunidades. Luego enfocamos en el primer juego de preguntas, ya que este es el área en el cual nuestro proyecto tiene más relevancia. Revisamos 7 preguntas en particular, esbozando las “respuestas” posibles que nosotros podríamos ofrecer con base en el trabajo del proyecto. El enfoque no era hacia respuestas absolutas, más bien hacia la sugerencia de métodos para que los técnicos por sí mismos puedan encontrar respuestas a sus preguntas. Ese tipo de preguntas y respuestas pueden constituir la base de cualquier tipo de manual que produzcamos como producto del proyecto.

A quick brainstorming session on different target groups for project outputs highlighted a range of clients grouped into: decision-making institutions, research organisations, and technical staff (of both government and NGO organisations). Feedback to the case study communities is very important but needs to be carried out by the partner NGOs. The project itself cannot produce something of use for all communities but should rather concentrate on the ‘tecnicos’ who work with communities. An important issue is to ensure that the materials get to the tecnicos rather than sitting in the offices of the directors of the organisations. It was also recognised that although this project has not focused on the resource issue, we must emphasise that commercialisation cannot be successful without sustainable resource management, and indicate sources of information on this topic. 

Following this discussion we split into two working groups to brainstorm on (i) the questions ‘tecnicos’ most frequently ask, and (ii) the questions ‘tecnicos’ get asked by communities. We then focused on the first set of questions as this is the area our project can say the most about, and looked at 7 questions in detail, outlining the possible ‘answers’ we could provide based on the project’s work. The focus was not on absolute answers, but rather on suggesting methods so that the ‘tecnicos’ themselves could find the answers to their questions. These kinds of questions and answers could provide the basis for any ‘manual’ type of output we produce.

Possible target audiences

Decisions-making institutions
· Includes: government institutions (municipalities, etc), donors, ministries, NGOs (LIDEMA (environmental NGO), FAN (Fundacion de la Amigos de al Naturaleza)), civil society, etc

· Useful products include the BBN and Policy briefings

· Objective: to help people take correct decision

Research organisations

· Includes (CIAT, universities, CIFOR, CCSS, FAO, NWFP News)

· Useful products include scientific papers and a possible book

· Objective: to share our information and lessons learned

Technical staff of various organisations (implementers)

· Includes: government extension, NGO staff, staff of producer organisations

· Manual pages in flexible format

· Objective: to help them implement their activities more efficiently

Working group questions

1. What are the most common questions technical staff ask?

· How can the process of commercialisation be improved for the community (or group of communities) and the sustainable management of the resource?

· From the point of view of economics and organisation, how far along the commercialisation chain can the community intervene?

· How does one understand the economic importance of the NTFP in the family (or community) livelihood, and how much extra time they have to invest in improving the commercialisation?

· What kind of financial support does a NTFP project need to be successful and what are the sources of funding?

· How does one set up a monitoring system to check the impact on the resource and on the family economy? How to establish a base line and what indicators to use for monitoring?

· What kind of marketing strategies are needed to ensure that the commercialisation continues in the medium and long-term?

· How does one establish a participatory research and training programme with communities?

· What ‘basic tools’ do we need to carry out a feasibility study for the commercialisation of a particular resource (e.g. tool box, where to find information and who works in this field?)

· Need to understand new concepts: transaction costs, opportunity costs, return to labour, values, marketing, criteria for different levels of marginalisation, analysis of market structure – who does these?

· How does one carry out a cost-benefit analysis of domestication versus improved management of the natural resource? E.g. Is it worth investing in a plantation of the plant taking into account that this would only increase productivity by 20%? Is it better to have a stable source of resource or better to buy it in from another area? Or would it be worth it to plant the plant and send it to another region for processing?

· How does one manage a small business (having done the necessary cost-benefit analysis)? [this is something covered in other manuals, and we should only try to link into them rather than duplicating]

· How does one improve the quality of the resource (and of the product)? E.g. What training is needed to improve the quality of the plant to the quality of Equador jipi-japa?

· How to produce a business plan for an NTFPs?

· How do we start to support commercialisation of an NTFP?

· Where do we go to find business training for community members?

· What is the success rate of different types of organisation (co-ops, individual enterprises, etc) in commercialisation?

· Where can we get information about commercialisation of a particular product, particularly about prices, etc?

· Where do we get information on whether our product meets required quality standards?

· Where do we find information on the buyers (and their networks) for NTFPs in the US and EU?

· What are the key bottlenecks to commercialisation of a particular NTFP?

· How do we manage the resource sustainably?

· What is the experience of others in commercialising NTFPs

We should also add in questions that relate to our hypotheses:

· What are the equity implications if we promote commercialisation in different ways?

· What is the possible impact on women if we promote commercialisation of the NTFP

· Will commercialisation result in over-exploitation or domestication, and what are the likely impacts of both on different community members?

2. What are the most common questions technicians are asked by communities? 

· What is the product used for at its endpoint?

· What is the point of the survey and will the community be paid for it?

· Where are the best prices and better buyers (non-coyotes)?

· What institutions could help?

· Can the project provide a credit?

· What do the different actors in the chain do?

· What kind of quality of product does the buyer want?

· Will we really be able to sell this product (e.g. if people are going to invest in domestication)?

· What information do we need to be more successful in the commercialisation of the product? 

· Are there better places to sell the product?

· Are there any products which would be more profitable and could be introduced here?

· What are the commercialisation routes? Where does it go?

· What is the current market price and who determines the price?

· Where can one get capital to improve the quality of the product?

· Where can one get capital to overcome bottlenecks?

· How profitable does the project think the product is? (How does this correspond with the individual’s own assessment of profitability?)

Plenary discussion on the methods used by the project

· It is quite difficult to apply the questionnaire to people you don’t know – particularly the income info.

· Problems of justifying the research to communities, particularly problem of raising expectations (both positive, and negative e.g. about changes in rights)

· CARE found that one way of starting was to use a water supply committee which it supported, as the entry-point. By explaining the whole project to them, they were able to use them to convince the rest of the  community to take part.

· Question about whether PRA exercises were actually part of our methodology? Although we did not specify how to collect the information for the community reports, we suggested a range of PRA-type exercises. It would be good to have feedback on how well these worked.

· Usually this type of project asks professional researchers to carry out the work in a short time, with good PRA tools. But most of our partners had already carried out PRA exercises previously on more general issues, and did not carry out specific new exercises for the NTFPs studies. These exercises are a good starting point, but do not provide the specific information needed to take decisions. Methodus found the questionnaire very useful because it took them into the families and focused in on the key issues. But they would like to change the questionnaire and database – both quite frustrating. Not only are they missing some information (eg how many days are you involved in the NTFP activity?) but it is also not always clear how to enter information. It would definitely be worth investing in improving both the questionnaire and database.

· One of the problems with the questionnaire and database is that the units don’t match up well with the actual units used by people. Nevertheless it is useful to standardise. We need to change the questionnaire to incorporate any new questions that Jonathan and Alan have had to ask.

· It would have been good to know more about the types of analysis before doing the questionnaires. It is not enough to train interviewers, unless they know how to do the analysis they will not collect the data properly.

· The analysis itself (of the database) will always have to be done by an expert. It would not be possible to set up an excel spreadsheet that gives you all the answers.

· Key informant interviews were very important to help fill gaps.

· The questionnaire and PRA exercises can be very complementary. You can get much more viable data on costs from a group of people than through individual questionnaires. But this doesn’t help understand differences in success between individuals.

· It is important to distinguish between community members and traders, e.g. you cannot talk to traders in groups.

· Carrying out research with NGOs rather than with dedicated research organisations is a rewarding experience for all concerned but is also problematic, e.g. variable quality of data collection and analysis, difficulty of working to tight schedules, etc.

Group questions on methods for answering some of the key questions:

¿Como hacer un análisis de costo beneficio relacionado a la cadena de comercialización de un PFNM?

· First need to characterise the commercialisation chain. 

· Understand your sample, categorise your population in order to get a representative sample

· Understand your actors

· Define criteria for different concepts e.g. opportunity cost

· Need to compare opportunity costs of NTFP versus other activities

· Define fixed costs, depreciation, volumes (units of measurement used all along the chain)

· Triangulate between several tools, including an improved questionnaire

· The questionnaire does not suffice at the level of the market, better to have a semi-structured interview with the higher traders. Very important to talk to traders who have left the market.

¿Como caracterizamos  la cadena de comercialización de un  PFNM? ¿debilidades y fortalezas de los diferentes actores en la cadena? 

· Draw the chain

· Do a PRA diagnosis of the community

· Interviews for the other actors outside the community

· Participant observation of producers and collectors to collect the benefit-cost information

¿Como elaboramos un esquema de monitoreo y evaluación del impactos de la comercialización de los PFNM a nivel de la comunidad?

· Decide which impacts you want to measure. This will depend on your objectives, which you may want to define through a PRA exercise

· Determine measurable parameters for each impact

· Define your baseline relative to the characterisation of the cadena, e.g. returns to labour at each stage in the chain

· Define economic indicators

· Define organisational indicators – how the community takes on management of the commercialisation process

· Define political indicators – development of organisation and community norms

· Define environmental indicators – not resolved through this project; need other methods to determine whether ‘better’ management of the resource actually leads to its improved condition

¿Como evaluar la demanda en calidad, cantidad y tiempo? 

· Meetings with traders to discuss products they are interested in

· Surveys of demand including use of secondary information

¿Como decidimos entre manejo del producto o la domesticación  para responder mejor al mercado? 

· Carry out a cost-benefit analysis and supplement this with information on the biological characteristics of the plant.

· Create and consult a list of projects involved in the domestication of the species or related species.

¿Que estrategia de comercialización es la mas adecuada? ¿Que formas de organización comunitaria son las mas adecuadas para la comercialización de PFNM? 

· A strategy has to respond to reality. The first step is to do an analysis of the product: what is its potential? what are the legal constraints? 

· Second step: what role does the product play in the objectives of the community?

· Third step: look at the socio-economic impacts of the product (is production individual or communal)

· On the basis of this, you can develop an appropriate strategy.

· Then look at a range of different organisation types and look at their advantages and disadvantages – define with the community which is the best adapted to the needs of the community and the characteristics of the product.

¿Como promover intervenciones que tengan impacto equitativo en términos de genero y pobreza?

· Identify the different interests and priorities of all the different actors (men and women), and on the basis of this and an understanding of the population dynamics (migration and customs), determine appropriate activities.

· Ensure that both men and women are involved in the activity, not necessarily in equal parts, but in some way.

· Monitor impact on a continuous basis

Formato de los productos del proyecto

Discutimos posibles formatos para varios productos, variando desde un CD ROM que incluya todo el material hasta un libro académico, videos, etc. El presupuesto actual prevé la producción de una herramienta para la toma de decisiones (el BBN) y un manual, habiéndose definido de manera muy suelta el formato de ambos. El FRP también nos exige producir uno o más documentos sobre políticas. Dependiendo de cuál es el formato que nos parezca más útil, necesitaremos revisar nuestro presupuesto (para tiempo y costos de producción). Fue acordado que nosotros trataríamos, siempre que fuese posible, ofrecer los productos tanto en español como en inglés. Con respecto al derecho de autor, en los documentos científicos serán incluidos como coautores todos los participantes (socios) del proyecto, siempre y cuando respondan de alguna manera cuando circulen los borradores. Finalmente acordamos que si bien los nombres de las comunidades serán incluidos en las publicaciones, no incluiremos los nombres de las personas que fueron entrevistadas.

Elaine enfatizó que TODOS los productos del proyecto DEBEN llevar uno de los reconocimientos siguientes:

 (i) Para productos que son resultado exclusivo del trabajo de CEPFOR:

Esta publicación es un producto de un proyecto de investigación, financiado por el Departamento Británico Gubernamental para el Desarrollo Internacional (DFID). Las ideas y sentimentos expresados no necesariamente son iguales a los que tiene DFID. (Proyecto R7925, Programa de Investigación Forestal).

(ii) Para productos resultantes de trabajos financiados parcialmente por CEPFOR:

Esta publicación es un producto de un proyecto de investigación, financiado parcialmente por el Departamento Gubernamental Británico para el Desarrollo Internacional (DFID). Las ideas y sentimentos expresados no necesariamente son iguales a los que tiene DFID. (Proyecto R7925, Programa de Investigación Forestal).

We discussed possible formats for various outputs, ranging from a CD-ROM including all materials, to an academic book, videos, etc. The current budget foresees the production of a decision-making tool (the BBN) and a ‘manual’, the format of both of which is very loosely defined. We are also required by FRP to produce one or more policy briefing. Depending on what we feel to be the most useful format, we will need to review our budget (for time and production costs) and consult with FRP. It was agreed that we would try, wherever possible, to publish things in Spanish as well as English. With respect to authorship, all project partners will be included as co-authors of scientific papers as long as they respond in some way when the draft versions are circulated. Finally we agreed that although community names can be included in publications, we will not use the names of individuals who have been interviewed.

Elaine pointed out that ALL outputs of the project MUST carry one of the following two acknowledgements:

(i) For products arising out of work solely funded through CEPFOR:

This publication is an output from a research project funded by the United Kingdom Department for International Development (DFID) for the benefit of developing countries. The views expressed are not necessarily those of DFID. (Project R7925 Forestry Research Programme). 

 (ii) For products arising out of work funded in part by CEPFOR:

This publication is an output from a research project in part funded by the United Kingdom Department for International Development (DFID) for the benefit of developing countries. The views expressed are not necessarily those of DFID. (Project R7925 Forestry Research Programme).
BBN

This will certainly be in electronic format.

Manual

We have a number of options – could produce the manual in a typical paper format and/or could produce it in electronic format. 

Only one of the organisations interviewed by Erik has access to computers in the field. Rural organisations would prefer to have modular chapters or series of small booklets. Several organisations said they would prefer both – electronic and printed form. Fabrice – likes idea of a CD as it would allow us to capture all the methods (database, BBN) on the CD.

A small book would also be useful to systematise the information and highlight. 

Policy briefings

FRP requires us to produce one or more policy briefs. Possible topics might include: 

(i) Bolivia: 

· Ley forestal does not take into account NTFPs

· Ley 1008 about availability of chemicals needs to be modified, e.g. to allow for easier purchasing of ammonia for the processing of rubber

· Can get management plans for NTFPs theoretically, but in practice the forest superintendencia doesn’t have enough capacity to understand and assess them, so they tend to be rejected.

· Some of our products (e.g. cocoa) need to be included in national plans

(ii) Mexico: 

· Too much regulation, different for each kind of mushroom therefore requires too many permits

· Law changes from year to year (at least for pita), needs more consistency

· For Palma camaedora the law is very arbitrary, states how many leaves can be cut but this can be very variable per species.

· Most of the support to commercialisation only supports community work, doesn’t provide support to groups of communities

· Need something to promote systems of certification for better management of NTFPs. Exists for pita – a ‘marca colectiva’ to protect the resource and intellectual property of the resource (Proyecto sobre los Recursos Biologico Colectiva)

· ‘From Mexico to the World’ system works well – good trade fairs and information on markets and products

· Because many products are in the informal market, they don’t occur in the national statistics, or they may be hidden within bigger sections (such as pita in ‘fibres’ and hongos along with cultivated mushrooms.

· PROCAMPO has changed to be PROCAMPO ecologico, you can get subsidy both for growing maize and any other agric products as long as you don’t increase your surface area. Might be good to have more of a structured programme of subsidies for sustainable management of forest resources

· PRODERA used to be just for timber, and now also for NTFPs

· You need more technology development to support sustainable management.

· About 500 species are on the red lists (can be put on by any researcher with very little evidence) when they don’t really need to be (but it is very hard to get them off unless you have loads of evidence) – it is part of Mexico’s politics to show that they protect biodiversity.

Possible academic book

· Structure would consist of: Introduction; Summary analytical chapters (possibly per hypothesis or organised in a different manner, depending on what seems most suitable); Case study chapters per product (including both communities)

· This would have the advantage of presenting each case study in full detail, and the results (in the analytic chapters) would certainly come out quicker than in published journals.

· But it would take time to write and we do not have a budget to cover this time or the publishing cost. 

· If we managed to get money for such a book, we should ensure that it is produced in English and Spanish.

Community and Market reports

The market reports have many mistakes and there is probably little point in rewriting them especially for this project. We could simply add in two appendices:

· one containing the new information collected by Alan and Luis. This might be in the format of Alan’s reports with an introduction, an economic analysis of the profitability of each stage in the chain, an analysis of the functioning of the chain, an institutional analysis and main findings.

· and one containing the new qualitative information provided by the authors relating to hypotheses 5 and 6.

In the case of the community reports, we also need to add in the additional information provided during the workshop.

There was concern that the market and community reports will just be summarised as boxes after all the work that has been put into them. In Mexico, they already have a NGO website (GEA, Methodus, GAIA, ) with different pages. One of these deals with experiences and would be a good place to include the market reports, another with methods, etc. 

Video/TV documentary

· It would be good to have money to do a video to show on the television (as well as providing feedback to the communities). 

· In Bolivia it would cost $5000 to produce a 15minute TV documentary (according to Erik)

· In Mexico it would cost Pesos 200,000 to produce a documentary (estimate from Lucio, who has experience with this from GEA, and can send us examples of videos they’ve produced)

CD-ROM

You could have a CD, as well as a booklet highlighting the most important parts of the CD.

Contents of the CD-ROM could be very flexible allowing users many different entry points depending on whether they are starting commercialisation with a new product, or are already working with a product.

Scientific publications: Regional

CONABIO Newsletter – good dissemination, 2 page articles, on-line as well

Latin American Botanical network

Acta Botanica Mexicana

Universidad Nur runs a network

PRODAR (may be headquartered in Lima, network of forestry networks in Latin America)

Scientific publications: International (usually in English)

Economic Botany

Forest Policy and Economics

Conservation Ecology

Science

Nature

Forests, Trees and Livelihoods

Environmental Management

World Development

Development Policy Review

+ other economic journals

WREN media (radio interviews) and New Agriculturalist on-line

Question of languages

The CD would be in two languages, each product in its original language (and translated if available)

The ‘Manual’ in Spanish

Book (whether large and academic or smaller and more policy-focused and acting as a guide to the CD-ROM) should be in English to reach a bigger audience. But looking at FAO manual – great tool but not used as not available in Spanish, we would also want it to be in Spanish – we should try to get money for Spanish translation. Might be best to work with a Latin American publisher for the Spanish version, not just to make it cheaper but also to ensure better dissemination. Possible partners might be CATIE or IICA.

How do we manage the process of publications and authorship? 

· To start with we will publish papers with all the results. These should have all the potential authors (as long as they respond to the draft in some way). 

· We will aim to send the drafts out with Spanish summaries to allow those of our partners who can’t read English to get a gist of the paper.

· But for secondary papers, e.g. on particular countries or case study (e.g. various Asian publications on rubber), the team could be free to write their own papers, and the organising team would be happy to help.

· Can also combine results from this project with those of other projects.

Discussion about sensitive information

All project reports are now up on the UNEP-WCMC website, but can only be accessed with a password.

In publications, we can use the names of communities but not of people.

In the case of stories, it is best to avoid using a name or use a made-up one as in the case of Don Tito Topo (who could be one of many people in the community).

The database on the CD-ROM will be an empty structure with some sample data in it, as a tool for the user. But if we put data on the CD-ROM, we would put it into a spreadsheet with ID numbers rather than names.

We are required to pass on the whole dataset to FRP, but will make sure that they have procedures in place to ensure that any future users of the data respect the privacy of our interviewees.

Dissemination lists

· Partners should start collecting information on dissemination

· It would be good to be represented at the World Forestry Congress to make contacts

· Should use existing networks (eg FAO NWFP News) as well as regional ones

The power of anecdotes

Acknowledging that reports and questionnaires do not easily bring to life the true complexities of the cases, we carried out a small exercise, in which we asked groups of three people to interview each other and write ‘stories’ about different aspects of the commercialisation process. A number of great stories were written and participants were encouraged to keep writing them for use in boxes in any future text we write. Stories included:

· Don Tito Topo: Una historia de conspiración, espionaje, alevosía y nocturnidad

· Discurso de Methodus

· Illusiones Perdidas de un recolector de incienso

· Se sospecha la presencia del lider de Al Qaeda en Bolivia.

· Cómo el equipo de Care y CEPFOR ayudaron a generar nuevos acuerdos sobre la propiedad del recurso.

· Como el equipo CARE y CEPFOR lograron abrir nuevas perspectivas para el manejo y la comercialización del cacao silvestre en la provincia de Iturralde, Bolivia.

· La historia de vida de Bob Kapak, ex-exportador de hongo blanco al Japon

· Historia de vida del unico acopiador nacional de palma camedor

· Brahea dulcis – productor exitoso

· Goma- productor exitoso

· Reflecciones sobre intervenciones de ONGs 

Como mejorar la Base de Datos?

Había un acuerdo general que era importante mejorar la base de datos a fin de que constituya una herramienta valiosa para usuarios futuros. Sin embargo no trataremos de re-introducir nuestros datos a la versión mejorada. Repasamos la base de datos (sección de encuestas en nivel de comunidades) y nos dimos cuenta de todas las áreas que necesitan ser mejoradas (ver anexo 4). Paralelamente al mejoramiento de la base de datos, se deberán incluir algunos cambios en la herramienta del cuestionario, a fin de facilitar su aplicación. Tenemos que incluir las preguntas de Jonathan y Dirk. En general, en todas las preguntas con respuestas en cantidades se necesita incluir campos para las cantidades y unidades. Debe haber una distinción más clara entre costos fijos, variables y transaccionales y necesitamos poder abarcar una mayor cantidad de productos de diferentes calidades.

There was a general agreement that the database was worth improving so that it could be a useful tool for future users. However, we will not try to re-enter our data into an improved version. We went through the database (community questionnaire section) and noted all areas that needed improving (see Annex 4). At the same time as improving the database, a few changes will be needed to the questionnaire tool to make it more straightforward to apply. We must include the questions asked by Jonathan and Dirk. In general, all questions requiring responses in quantities, need to have separate fields for the quantities and the units of measure; there needs to be a clearer distinction between fixed costs, variable costs and transaction costs; and we need to allow for a greater variety of products of different quality.

Próximos pasos

Queremos incluir las actualizaciones sobre cómo van progresando el análisis y los productos en el sitio web de nuestro proyecto. Este sitio se encuentra en : www.valhalla.unep-wcmc.org. Para poder entrar a estas páginas, los participantes del proyecto necesitan utilizar una palabra clave que puede ser obtenida de Elaine: (Elaine.marshall@unep-wcmc.org).

El cronograma de actividades a partir de ahora dependerá del financiamiento de una extensión del proyecto más allá de Octubre por parte del FRP:

· Se espera continuar con el análisis de datos durante Junio a Septiembre, con informes finales para cada uno de los análisis resultantes en Septiembre
· Al mismo tiempo tendremos actividades paralelas con la producción del manual y materiales para el CD ROM y el BBN
· En Noviembre-Diciembre esperamos validar el manual y el BBN con varios clientes meta, con la producción final en Enero- Febrero y la difusión en Marzo.
Los resultados de las evaluaciones del taller se presentan el en anexo 5.
We will aim to post updates on the project website about how the analysis and production of outputs is progressing. The website is at: www.valhalla.unep-wcmc.org. To get to the pages for project partners you need to log in using a password which can be obtained from Elaine (Elaine.marshall@unep-wcmc.org) 

The timing of activities from now on will depend on whether or not FRP grants an extension beyond the normal end-date of the project in October 2003: 

· Expect to continue with the data analysis during June to September, with final reports from each of the analysts coming out in September.

· At the same time will have a parallel activity of producing the manual and materials for the CD-ROM, and the BBN.

· In November-December, we hope to try out the manual and BBN with various target clients, with final production happening in January – February, and dissemination in March.
The results of the workshop evaluation are presented in Annex 5.

SECCION D: ANEXOS

ANEXO 1. LISTA DE PARTICIPANTES

	Nombre
	Email
	Dirección postal
	Telefon

	Isidro Rodríguez
	irodriguez2000@hotmail.com
	c/Nanawa No 31 Zona 16 de Julio El Alto  

La Paz

Bolivia
	2844695

+591 71952330

	Fausto Lopez

	tarakaraja@yahoo.es
	Ave. Iturralde 988, Miraflores

La Paz 

Bolivia
	+591 715 75173

	Florencio Maldonado
	maldonadoflorencio@hotmail.com
	Calle Bolivar s/n, Rurrenabaque

Beni

Bolivia
	+591 71575206

	César Enriquez

	cesar_enriquezbo@yahoo.com
	La Paz, ciudad satellite plan 361 calle 5 Nro 370

La Paz

Bolivia
	+591-2-2814233

	Fabrice Edouard
	methodus@prodigy.net.mx
	Methodus

Crespo 520A

Colonia Centro

Oaxaca, Oax.

Mexico CP 68000
	+52 951 514 2507

+52 951 514 7528

	Raday
Quero

	radayquero@hotmail.com.mx
	Methodus

Crespo 520A

Colonia Centro

Oaxaca, Oax.

Mexico CP 68000
	+52 951 514 2507

+52 951 514 7528

	Juan Carlos Florez Vasquez
	skatoflores@hotmail.com
	Insurgentes Sur 4411-9-2

Mexico D.F. Tlalpan

Mexico D.F. C.P. 414430


	(55) 55 73 53 39

	Janette de los Santos Espinoza
	janettetno@yahoo.com
	Grupo Mesófilo

Pino Suárez 205

Centro Histórico

Oaxaca, Oax.

México 68000
	951-5162835

	Lucio Díaz
	troglolu@hotmail.com
gea@laneta.apc.org 


	Grupo de Estudios Ambientales, A.C.

Allende 7

Santa Ursula Coapa, 04650, Delegación Coyoacan,

Mexico, D.F. Mexico
	

	Erik Arancibia

	eharancibia@hotmail.com
	Casilla de correo 10326 

La Paz

Bolivia
	+591-2-2722230

Cel 715 25597 

	Alan Bojanic
	alanbojanic@techemail.com
	
	

	Jonathon Rushton
	rushton@unete.com
	CEVEP

Casilla 10474

La Paz

Bolivia
	+591 2-2483495

cel: 0710 56202

	Luis Pérez
	
	
	

	Kate Schreckenberg
	k.schreckenberg@odi.org.uk
	Overseas Development Institute

111 Westminster Bridge Road

London SE1 7JD, UK
	+44-20-7922 0300

	Dirk Willem te Velde
	dw.tevelde@odi.org.uk
	Overseas Development Institute

111 Westminster Bridge Road

London SE1 7JD, UK
	+44-20-7922 0300

	Elaine Marshall
	elaine.marshall@unep-wcmc.org
	Elaine Marshall

Forest Dryland & Freshwater Programme,

UNEP-WCMC

219 Huntingdon Rd

Cambridge

CB74FE . UK
	

	Adrian Newton
	anewton@bournemouth.ac.uk
	
	

	Katrin Linzer

	aklinzer@infonet.com.bo
	Cas. 661 

Santa Cruz

Bolivia
	+591 3 427359


ANEXO 2. HORARIO DEL TALLER

	Programa de actividades 


	

	Fecha
	Actividades


	Responsable / Apoyo

	DIA 1 – Lunes 19 de Mayo


	PLENARIA

8.30 Registro de los participantes

9.00 Bienvenida a los participantes

9.30 Presentación de los objetivos del taller;

9.50 Presentación del horario, incluso decisión sobre la salida y el 1 día; selección de relator;

10.00 Presentación de los objetivos del proyecto y los logros hasta ahora; 

10.20 Revisión del marco de investigación (las hipotesis y preguntas de investigación) y las diferentes formas de recolecta de informacíon y datos, y su análisis.

10.45 Refrigerio

11.00 Revisión de las definiciones de éxito del primer taller 

11.15 Informe comunidad:Recolección de datos y estructura: manera de análisar los datos; 

11.35 Resultados preliminares: Informe comunidad

Presentación general (en plenario)

· Ho 1 – Incienso / copal

· Ho 2 – Tepejelote

· Ho 3 – Cacao

· Ho 4 - Hongos

13.00 – 14.00 Almuerzo

GRUPOS de TRABAJO

14.00 – 17.30 con refrigerio 15.30

Actividad – los duenos de los informes leen y complementan su informacion relativo a las preguntas de investigación Ho 1 – 4:

1.Hongos, Tepejelote, Maguey

2.Copal, Goma, Copal / Incienso

3. Pita, Palma camedora, Jipa Japa, Palma soyote
	Katrin y co

Elaine 

Katrin

Elaine

Elaine

Elaine y Kate 

Elaine y Kate 

Elaine & participantes corespondientes

Todos participantes

	DIA 2– Martes 20 de Mayo


	PLENARIA: 

8.30-8.45 Resumen de ayer y presentación del horario de hoy

8.45-9.15 Sessión preliminar sobre la red electronica (BBN)

9.15 – 10.30 Presentación general del análisis estadistica y explicación de técnicas;

10.30-11.00 Refrigerio

11.00-12.00 Sessión no. 2 sobre la red BBN

12.00-13.30 Discussión sobre el tamaño de muestra;

13.30-15.00 Almuerzo

GRUPOS de TRABAJO:

15.00-16.15 

Discusión de los resultados por producto con el equipo Mexicano considerando los resultados y si se hace falta entendemiento en cuanto a lo que sepa cada investigador;

Ejercicio de mapeo con el equipo Boliviano

Reconciliar los niveles de bien estar en cuanto a los registros (BD) y en informe comunidad.

16.15-16.30 Refrigerio

16.30-18.00 Presentación y discusión de la definición de éxito de la perspectiva de la comunidad
	Erik y Elaine

Adrian

Dirk Willem y Katrin

Adrian

Elaine, Dirk Willem y Kate

Dirk Willem & Katrin

Elaine, Kate & Adrian

Erik, Fabrice y Elaine

	DIA 3– Miercoles 21 de Mayo


	PLENARIA: 

8.45-9.15 Resumen del dia 2

9.15-9.45 Sessión no. 3 sobre la red BBN

9.45-11.00 Revisión del marco de investigación (las hipotesis 5-6 y preguntas de investigación)

11.00-11.30 Refrigerio

11.30-13.15 Presentación de los hallazgos principales que salen del análisis de los informes de mercado.

13.15-14.30 Almuerzo

GRUPOS de TRABAJO:

14.30-16.15 

Discusión de los resultados por producto con el equipo Boliviano considerando los resultados y si se hace falta entendimiento en cuanto a lo que sepa cada investigador;

Ejercicio de mapeo con el equipo Mexicano

Reconciliar los niveles de bien estar en cuanto a los registros (BD) y en informe comunidad.

16.15-16.45 Refrigerio

PLENARIA

16.45-18.15 Caracterización de los productos 

16.45-18.15 Alan y Janett: verificación de los datos del informe de mercado (Palma camaedora)

18.15-20.00 Alan y Fabrice: verificación de los datos del informe de mercado (hongos y pita)
	Kate

Adrian

Alan Bojanic

Alan

Dirk Willem & Katrin

Elaine y Kate

Adrian, Kate, Elaine

	DIA 4 – Jueves 22 de Mayo


	PLENARIA: 

8.45-9.00 Resumen del Dia 3

9.00-9.30 Sessión no. 4 sobre la red BBN

GRUPOS de TRABAJO 

9.30-11.00 ‘juego de rol’ 

11.00-11.30 Refrigerio

11.30-13.00 ‘llenando los vacios’

Informe comunidad – a completar

Informe mercado – resumenes ejecutivos

Mexicanos – sessión con Dirk

Bolivianos – mapeo con Elaine

Lucio – niveles de bienestar con Kate

Janett – caracterización del producto con Adrian

Juan Carlos – verificación de datos con Alan

13.00-14.30 Almuerzo

14.30-16.00 Presentación del análisis de datos (cadena de comercialisación)

16.00-16.30 Refrigerio

16.30-17.30 Informes comunidad y mercado

16.30-20.00 Discusión de la metodología del análisis de la cadena, y cómo se pueden integrar los analises deferentes

Cena “especial” para todos del proyecto, celebrando nuesto bonito colaboración.
	Kate

Adrian

Katrin

Jonathon Rushton y Luis Pérez

 Participantes

Jonathon, Dirk, Luis, Alan, Kate, Elaine

TODOS

	DIA 5– Viernes 23 de Mayo


	PLENARIA:

8.45-9.00 Resumen del día 4

9.00-9.30 Presentación de la metodología integrada del análisis de la cadena 

9.30-11.00 Discusión  de unos conceptos claves economicos:

Costo de mano de obra

Recolecta de informaciones sobre el costo de mano de obra en cada comunidad

11.00-11.30 Refrigerio

11.30-13.00

Brahea dulcis  - cadena con Jonathan, Luis y Alan 

Informes de mercado y comunidad – completar vacios

13.00 – 14.30 Almuerzo
14.30-15.00 Sessión no. 5 de la red

15.00-15.45 Completar recolecta de informaciones sobre el costo de obra

15.45-16.15 Refrigerio

16.15-17.00 Caracterisación de las comunidades (C de E) con indicadores universales de pobreza y niveles de marginalisación, para definir “campos de recomendaciones”
	Kate

Alan y Jonathan

Dirk, Jonathan, Alan

Todos

Adrian

Elaine

Elaine, Juan Carlos, Erik



	DIA 6– Sabado 24 de Mayo

MEDIO DIA


	PLENARIA:

9.00-11.00 Presentación de una red preliminar - “BBN” (manera de presentar información de cadenas de comercialización en forma de una red interactiva);

Discutir si las relaciones entre los ‘factores’ en la red BBN son lógicas?

11.00-11.30 Refrigerio

11.30-13.00 Completar información sobre las probabilidades de diferentes tipos de resultados;

13.00-14.00 Almuerzo
	Adrian y Katrin



	DIA 7– Domingo 25 de Mayo 


	Salida a Buenavista (pueblo cercana)

8.30-18.00 Discusión sobre las definiciones de terminos económicas
	Todos con ayuda de Erik y Jackeline Peña

Alan, Luís y Kate 

	DIA 8– Lunes 26 de Mayo


	8.45 – 9.00 Como verificar los datos recolectados por Luís

9.00-9.30 Discusión en plenaria sobre los clientes principales (grupo meta)

9.30-11.00 Grupos de trabajo sobre los ‘FAQs’ (consultas frecuentes – por perspectiva comunidad y ONG)

11.00-11.30 Refrigerio

11.30-13.30 Retro-alimentación al plenaria y discusión sobre el contenido en cuanto a las metodologías apropriadas para dar le respuesta a los FAQs (evaluación de nuestra metodología)

13.30-15.00 almuerzo

14.30-16.00 Formato del ‘manual’, incluso ejemplos traidos

16.00-17.30 Otros productos del proyecto

17.30 Refrigerio (con whisky escosés)
Otros asuntos

Revisar la entrega de los informes

Verificar algunos detalles de las historias
	Luís

Elaine

Katrin 

Elaine y Katrin

Elaine

Elaine



	DIA 9– Martes 27 de Mayo


	9.00-11.00 Ponernos de acuerdo con la gama de productos:

· Manual & CD-ROM

· Libro publicado (academico)

· Resumenes politicas

· videos (objetivos, justificación & costos)

· Publicaciones cientificos 

· Tema de autores

Difusión de los productos: redes de contactos?

Discusión de información delicada;

El archivo de datos:

· Mejoramiento de la estrutura de la base de datos; 

11.00-11.30 Refrigerio

11.30-13.00 Recomendaciones politicas (clientes: medio ambiente, desarrollo sostenible, otros?)

13.00-14.30 Almuerzo

14.30-16.00 Indicadores de éxito (herramienta de CIFOR)

16.00-16.30 Refrigerio

16.30-17.00 Proximos pasos:

· hablar con el DFID sobre la extensión de tiempo actual del proyecto, y el acuerdo sobre los productos del mismo;

· determinar responsibilidades y plan de trabajo;

17.00-18.00 Evaluación del taller

Otros asuntos

Terminar la entrega de la información adicional en los informes

Verificar algunos detalles de las historias
	Elaine

Adrian

Kate

Elaine

Adrian y Kate

Elaine y todos

Katrin


ANEXO 3. MEJORAMIENTO DE LA BASE DE DATOS
We must check with Jonathan and Dirk that we include the questions they have needed answers to. In general, all questions requiring responses in quantities, need to have separate fields for the quantities and the units of measure; there needs to be a clearer distinction between fixed costs, variable costs and transaction costs; and we need to allow for a greater variety of products of different quality.

Community Section 1: Household data

1.1 Need to put the full question and all its options in the database, e.g. on question of where the person was born, the questionnaire provides 4 options but these are not listed in the database. Also need to allow for more than one activity to be included in the final box.

1.2 Is not in the database – at least the table needs to be included. Elaine has all the paper questionnaires but not those of Methodus and GEA. ACTION Fabrice will send all the data sheets to Cati and she will DHL them to Elaine. We can then add them into the Excel spreadsheet for Dirk to analyse.

1.3 Need to add in a column to distinguish whether the income is in cash or in the form of auto-consumption. Split the ‘tiempo’ column into how much labour is used (approximately) and whether it is family or hired labour. And if the person sells his labour, we need to ask about the rate they receive.

1.4 Need to change layout of the dropdown (also add option of cooperative or community organisation), and then let people say yes or no to each one.

1.5 Description of the house – would be better to include (for future users) indicators for the country (e.g. national indicators) or the community (PRA), so that interviewers can immediately enter the wealth group or other marginalisation category of the interviewee.

1.6 Would be good to add in a new question to ask whether the hh is a member of an organisation (e.g. coffee cooperative) (other sections only ask about membership of organisations related to NTFPs).

Section 2: Production and collection

Need to add information on the frequency of trips; also need to add info on how long the collection takes (in addition to how long it takes to get to the collection point). Need to distinguish between those who collect on special trips and those who collect on their way to the fields and other activities. Probably better to use a table like this:

	Season
	Frequency of collection trips (days per week)
	Time to get there
	Time dedicated to collection
	Exclusive or shared trips
	Quantities collected on average

	June - July
	3 times per week
	
	
	
	

	Sept
	1 per week
	
	
	
	


Note that the community report must include information on the average wage rate at different seasons of the year, and what the other wage options are for people (as per the table collected with Dirk).

2.7 Need to change, so that if the answer is NO, you continue with question 2.10. 

2.8b Need to correct wording to that in the questionnaire.

2.9 Need to split the field into quantity and units

2.11 Should split the ‘number of days’ column into ‘number of days’ and ‘rate (cost)’

2.12 Note that this question uses the term ‘transaction costs’ in a different way from that used by Alan. We need to agree on one definition and make it clear in the questionnaire. In the transport section (on the paper form) we need to specify ‘animal’ as an option. Put in fixed costs and variable costs and a separate line for transaction costs.

2.15 Needs more space in the fields.

2.16 Change word ‘proportion’ to ‘percentage’

Section 3: Purchase

3.1 Need to put in a table asking for the different types of purchase and their relative importance, e.g.

	Product/quality
	proporcion

	Pita peinada larga
	

	Pita peinada media
	

	Pita torcido
	


3.3 Needs an extra column, to show the unit of measure. Real problem that in order to get the information from the interviewee you need to ask the question in their own units, but for the analysis you need to have all the costs defined per standard unit, e.g. per kg.

Would therefore be better to separate here into fixed and variable costs, and also put in space for transaction costs. The variable costs should be reported to a standard unit, whereas the fixed costs can be reported in the locally used units.

Also need to replace the term ‘transaction cost’ with something more appropriate.

3.7 Need to put in a first column allowing for the ranking information asked in the questionnaire.

Section 4: Processing

4.1 The box isn’t correct. The ‘tipo’ needs to be in each of the ‘forma’ columns. It would also be good to ask for the proportion of processing in each ‘forma’.

	Product/quality
	proporcion
	How is this product finally used (former question 4.6)

	Pita peinada larga
	
	

	Pita peinada media
	
	

	Pita torcido
	
	


4.2 Needs to be titled ‘costs of processing’ and, again we need to split into the variable costs (per standard unit) and fixed costs, as well as leaving space for other transaction costs. Need to define ‘forma mas importante’ as being the most important from the point of view of the interviewee (i.e. it could be in terms of volume or quantity)

4.5 Needs to be given more space.

4.6 We have received some wrong answers because people did not know what this question was getting at. (also need to check the Spnaish – Para que se use el producto finalmente? or put it in the table in section 4.1) Therefore the guide to how to use this questionnaire and database must be very clear about what we want to do with the answers – this applies all the way through.

Section 5: Sale

5.1 Need to put in a table or question as in section 3 and 4 asking about proportions of the different ‘formas’. Add in a first row to the main table asking for the description of the product/quality that we are talking about in the rest of the column. And need to add in further columns to allow for up to 4 types of product. Also need to correct the second subquestion to ‘a quien vende’ (not provee). Also in 5.1 we need to include the options provided in the paper forms as dropdowns.

5.3 Again need to distinguish between fixed and variable costs and transaction costs, and call it all ‘Costos de venta’ rather than transaction costs.

5.7 Needs more space in the fields. And a column for putting in importance (1, 2 or 3).

Section 6: Success

6.1 Needs to include reference to the fact that this number should be written in from 1.3 rather than being asked again.

6.2 Four categories aren’t sufficient, as everybody gives 25%. So need to have more categories, preferably by 10% intervals.

6.3 Needs to be presented as a list of months to be ticked, giving a number to put in the database (rather than a ‘Dec-March’)

6.4 Specify that we are looking for changes in the last 5 years.

6.6 Database needs to include the definitions provided in parentheses in the paper forms.

6.7 Change Spanish ‘livelihoods’ to ‘medias de vida’

6.10 Database and questionnaire need to be changed to ask, ‘if yes (or if no), why don’t you do it? 

6.11 In the database, need to split the question into two fields (which product? And why don’t you do it?

In general, need to provide an alternative that people could do a new activity as well as carrying on with the NTFP

6.12 In both the database and questionnaire need to include a table asking for main constraints and allowing a second column for ranking of importance.

6.13 Needs more space in the fields.

Problem with the trader control questionnaire is that it doesn’t ask all the cost questions, and if these are people who have given up trading the product, they are the most valuable informants for the process. So we need to include in the instructions, that for traders who have stopped trading, it is useful to go through the normal trader questionnaire rather than only the control one.
ANEXO 4. Evaluación del Taller

1.¿Qué aprendieron por ser parte del proyecto y en que lo voy a aplicar?

2.¿Qué capacidades han desarrollado por ser parte del proyecto?

3.¿Cuales son las tres informaciones mas útiles para el trabajo con las comunidades?

4.¿Qué les queda pendiente lograr personalmente en la ultima fase del proyecto?

5. ¿Dos cosas que fueron provechosas del taller?

6. ¿Dos cosas que no les gustaron del taller?

7. Observaciones 

Respuestas individuales:

1. Aprendí a conocer mejor los productos FNM y su línea de producción-comercialización, aprendí elementos de transformación local. Tuve que aprender una ley con la que no estaba familiarizada.

2. Análisis de cadenas de comercialización. Correlación de análisis de datos.

3. La situación socioeconómica, sus objetivos y el sondeo de mercado. Adicionalmente la cadena de valor de productos principales.

4. Adaptar la base de datos. Apoyar la elaboración de informes finales de cada producto (MPCR)

5. Intercambiar información con los otros investigadores - la red de toma de decisiones.

6. La falta de definición (consenso) en el tema de análisis de costos.

7. El proyecto puede ganar en tiempo y calidad si hay mas personas full time, apoyando actividades específicas. En este caso, la delegación de tareas a parejas o tríos de personas podría ser más eficiente que la delegación a personas solas (control cruzado, sinergia)

1. He conocido nuevos productos, nuevas regiones de Bolivia, algo sobre México, nuevas experiencias y técnicas que me sirven para mi desarrollo profesional.

2. Habilidad para sacar información, también conocimientos de mercado y empresariales.

3. El informe de mercado, DTP, entrevistas personales

4. Conocer acerca de las publicaciones generales y personales.

5. Intercambio con los mexicanos.

Unificación de ideas, conceptos, principalmente en la base de datos.

Me gustó mucho la idea de historias.

6. Muy poco tiempo libre para que los visitantes conozcan Santa Cruz

No vinieron todos los colaborantes mexicanos

7. El análisis económico debió tener más tiempo para su elaboración y haber aclarado conceptos para evitar el llenado de vacíos. Estos deberían ponerse de acuerdo antes del taller.

1. Ha sido una bonita experiencia entraba en le producto goma donde aprendí bastante de la experiencia de los agricultores y otro que aprendí fue la manera como producen o se comercializa otros productos de PFNM, ya sea en Bolivia o en México. Y lo más importante la metodología que en el futuro voy a aplicar en otros productos.

2. A que en este proyecto aprendí a compartir directamente la forma como viven los comunarios en la recolección de latex del monte.

3. Las innovaciones en la transformación

Información de nuevos mercados

Información de la competencia

4. Bueno, a mi me queda entregar un informe a las comunidades donde trabajé, en realidad los resultados.

5. Fue ameno compartir con los compañeros de México y otros piases

Estuvo muy bien organizado, no hubo improvisaciones

6. Sin comentarios

7. Algo que en otra debería de hacerse es que no se contrate tantos economistas que al final marean a uno con los datos que quiere cada uno

1. Trabajar con otros productos que necesitan ser impulsados para que beneficien a los habitantes de las comunidades

2. Conozco algo más sobre economía agrícola y ahora creo que puedo elaborar cadenas de comercialización e cualquier producto.

3. La importancia de los PFNM

Las formas de comercialización que se tiene

La visión de los comunarios con PFNM para mas adelante

4. Creo que manejar bien una base de datos como la que presentó Adrián con BBN

5. La presentación preliminar de los resultados finales del proyecto

El conocer más profundamente la importancia de los PFNM en México.

6. La reiteración de correcciones de datos de encuestas

7. Una de las observaciones que tuve durante el proyecto es: porqué se rehacen las hojas de encuestas varias veces y casi con los mismos errores?

1. Me permitió tener una visión clara de la cadena de comercialización

Conocer los cuellos de botella y trabajar en este sentido para mejorar la comercialización

Realizar un mejor manejo y capacitación de los recolectores

Conocer los problemas de otras organizaciones o comunidades y después juntos buscar alternativas y apoyarnos cuando tengamos algún problema

2. Integrar todo un proceso de comercialización

Considerar aspectos importantes en la cadena de comercialización (costos que generalmente se omiten)

3. El nivel de ingresos de los trabajadores con no maderables

Las formas que existen en las comunidades para implementar sus ingresos y la importancia de los PFNM en el ingreso familiar (aunque para nosotros no sea significativo)

4. Plasmar o escribir en un documento toda la información obtenida durante el proyecto

Con ese doc8umetno conjunto buscar alternativas de apoyo para trabajar con esos productos en las comunidades

Chequear o complementar o rectificar la información en campo nuevamente

Una cadena de comercialización de PFNM en nivel internacional

5. Conocer otras experiencias en otros país y saber que podemos apoyarnos

Conocer otro lugar te da una visión más amplia

Y la forma de resolver problemas

6. Todo me gustó

1. Habilidades en manejar a diferente gente, quienes trabajaron en diferentes áreas y en diferentes niveles- tanto motivarlos y apoyarlos

La importancia de un buen entendimiento do como se puede traer junto una riqueza de experiencia y conocimiento por una metodología rigurosa y bien pensada

2. Habilidades de comunicación, análisis de información, organización y programación

3. Metodología difundir éxito por perspectiva de la comunidades, información sobre la estructura y función de cadena de comercialización e información sobre impactos por ciertos cambios diferentes hacia  hacía los mas marginalizados y en el género.

4. Lograr terminar mis análisis traer junto los demás

Producir los productos finales de buena calidad y bien enfocados a los clientes requeridos.

Una difusión amplia y exitosa de nuestros productos – tal como herencia del proyecto

5. ¡Tener a todos nosotros  en el mismo lugar¡

¡Tener la participación buenisima de un equipo tan motivado y honesto¡

6. No poder charlar con mi equipo por la cantidad de trabajo que les pedimos a ellos durante el evento.

7. Me encanta como cada uno parece bien metido y bien involucrado en un proyecto que debe todo al nivel de interés y participación de los participantes.

1. Socializar mejor la información a comunidades y organizaciones matrices. Aplicación profesional

Diferenciar y clasificar los distintos cuellos de botella en las diversas actividades agrícolas y no agrícolas (PFNM). Los aplicaría para cada caso de negocio y actividades a seguir.

2. Organizarme mejor en tiempo/trabajo

Realizar y facilitar herramientas de DRPs para información socioeconómica como si caso

Mejorar mis conocimientos en la especie (calidad, procesamiento, manejo etc.)

3. Las diversas cadenas y canales de comercialización

La apropiación de datos y valorización de sus RRNN, caso cacao

Las capacidades de las  mismas para apropiarse/ calidad del producto

4. Revisar los canales de comercio

Apoyar a las organizaciones para las comercialización de pastas y pepas

5. Complementariedad de datos (socialización de casos) y representar.

6. –

7. Durante el trabajo nos hubiera sido útil un manual que podría apoyarnos en los “conceptos económicos” para uniformizar criterios básicos

Para mi existen logros importantes del proyecto como “ producto alternativo en la región” nominado por las organizaciones de base, municipios y ONGs en relación a datos del proyecto.

1. A considerar otras experiencias de otros productos y a pensar en nuevas metodologías de análisis. Yo nunca había trabajado en aspectos de cadena de comercialización y no tenía idea de que factores evaluar. Con este proyecto he aprendido a considerar cosas que antes podían ser irrelevantes. También aprendí a enfrentarme a la complejidad de un proyecto muy grande y todo lo que implica.

Sobre todo aprendí una nueva metodología para realizar estudios que abarquen más allá del aspecto puramente biológico de las plantas.

2. Una sensibilidad, por pequeña que sea, a la evaluación de todos los factores que intervienen en la economía agrícola, una curiosidad por seguir lo más lejos que se pueda en la cadena de comercialización.

3. El informe de comunidad

El formato de las entrevistas

El conocimiento de la región

4. Mejorar la base de datos

Reconocer cómo se efectuará el análisis económico

5. La experiencia de reconciliar criterios entre muchas experiencias

El enfoque general de análisis

6. La falta de acuerdos en el aspecto económico

El poco tiempo para colectar datos

1ª) Aprendimos mucho.

· Información complementaria sobre los productos en la comunidad

· “Información” de otros PFNM sobre mercado

· Herramientas metodológicas (redes de creencias.., indicadores CIFOR, construcción de base de datos, costos de transacción etc)

1b) Methodus utilizará la información y metodología para:

· Fortalecer una asociación de organizaciones que producen Pita y manejan en una manera colectiva en Oax, Ver y Chiapas.

· Promover alianzas entre comunidades forestales de Oaxaca y luego otros  Estados para procesar y comercializar hongos

· Retroalimentar los productores/recolectores y los que toman decisiones (responsable de organizaciones de productores) sobre la comercialización de sus PFNM

· Desarrollar nuevos proyectos con otros PFNM

· Tratar de impactar en políticas públicas respecto a formato y normatividad de PFNM

2. Mejor capacidad de análisis de costos en la cadena de comercialización

Mejor capacidad para diseñar un cuestionario que luego será una base de datos

Mejor capacidad

3. Costos y márgenes a lo largo de la cadena

Mejor contabilización de los ingresos generados por PFNM

Indicadores de impacto de los PFNM en los diferentes capitales

4. Mejorar la base de datos

Identificar temas relevantes para publicación y participar en su elaboración

Elaborar artículos a partir de los reportes de mercado (resumirlos y evidenciar elementos de aprendizaje para mejorar comercialización)

5. Pudimos completar la información que hacía falta en los IR y RM

Pudimos avanzar en modificar la base de datos

Conocimos metodología “Redes de Creencia”

6. “El desmadre” con la transferencia de información y metodología entre Alan, Jonathan y Luis. Se tuvo que repetir varias veces las mismas cosas a gente que o habían leído los informes antes. Hay temores de que los estudios de caso no reflejen la riqueza del trabajo realizado.

Como quedó la información de productores y comerciantes en la base de datos (en gran parte es culpa nuestra)

La contaminación por virus de las computadoras, es necesario buscar alternativas a problemas que se repiten en cada reunión.

7. Creo que fue buena decisión de trabajar fundamentalmente con ONG y no solo con investigadores académicos que suelen ser más rigurosos pero menos comprometidos con la aplicación de los resultados y metodologías con comunidades.

1. Aprendí un montón sobre cómo manejar investigación entre  organizaciones que no están especializadas en investigación.

2. Aprendí un montón sobre PFNM en México y Bolivia, lo que ha sido una buena comparación con mi experiencia de Africa y Asia.

También aprendí bastante sobre cómo colectar información para análisis económico, lo que será útil en proyectos futuros.

3. No trabajo con comunidades de manera directa.

4. Me gustaría ver desarrollada una metodología totalmente integrada, tanto para la recolección de información y análisis y algunos productos grandiosos.

5. Fue muy útil que los participantes revisen los datos y su comprensión de las diferentes preguntas de investigación del proyecto.

La discusión de asuntos en plenaria permitió una comprensión mucho más profunda de cada caso individual, más de los que hubiera ocurrido si hubiéramos mirada a cada caso de manera individual.

Realmente disfruté la actitud positiva y bien dispuesta de los participantes.

6. No había suficiente tiempo en las noches para poner al día los apuntes y planificar lo siguiente.

Gran parte del análisis aún se encontraba en una etapa preliminar y no pudimos avanzar lo que hubiéramos deseado en la definición de recomendaciones.

La indecisión sobre quién haría el análisis cualitativo de la cadena principal significó que los participantes tenían que repetir partes de su trabajo con diferentes personas.

7. No fue fácil, pero parece que fue una experiencia enriquecedora para todos los involucrados hasta el momento y hemos recolectado una gran cantidad de datos que deberían posibilitarnos la elaboración de recomendaciones bien justificadas.

Es una gran vergüenza que el capital social que fue construido por el equipo del proyecto no podrá seguir.

1. He aprendido bastante especialmente sobre economía lo cual será aplicado en el desarrollo del proyecto BBN.

2. Capacidad fortalecida para realizar investigación multidisciplinaria y para trabajar con especialistas de otras áreas.

3. No aplica

4. Desarrollo de BBN y publicaciones relacionadas.

5. Bien: Buena variedad en actividades, uso de diferentes herramientas generó bastante 

información útil.

6. Mal: Desacuerdos entre economistas probablemente no eran de mucha ayuda y 

deberían haber sido evitados antes del taller. 

La mayor dificultad fue lograr que los participantes piensen de manera más amplia y no solo en el propio producto que les era familiar.

7. 
En general fue un taller muy exitoso, caracterizado por un nivel extremadamente alto y de compromiso por los participantes del proyecto. Trabajaron terriblemente duro. La oportunidad de repasar juntos todos los datos y análisis preliminares tenía un impacto altamente positivo en la calidad de los resultados finales. El taller indudablemente fortaleció la capacidad de todos los participantes de investigación en el área de análisis de datos e interpretación.

ANEXO 5. INFORMACION DIVERSA DE LOS PRODUCTOS

(Interesting info that came up in the discussion and may or may not be in the community and market reports)

Incense

· There is a decrease in the quantity produced (hyp 1.1) and a decline in the species (?). 

· Different groups of people are involved in the collection and the sale (hyp 1.2). 

· Poorer families sell their labour and collect the incense, but the process is organised by less-poor families who have the money to fund the up-front costs (hyp 1.3), however the whole community benefits in some way from the trade.

· There is no specific answer to the question of whether incense helps people to get out of poverty or keeps them in it (hyp 1.5) but the general trend is that it is the only activity that provides a cash income, but it is not enough to help people out of poverty.

· All families involved in the NTFPs collect incense, and some of these families also collect copal. Nobody just collects copal.

· Incense – need to have a donkey to obtain the product. If you own the donkey and use your own labour, the process is profitable, but not if you have to hire the donkey or hire labour. People rarely hire donkeys for incense, but do rent donkeys for transporting rice. Only two people own donkeys (but not specifically for collecting incense) so the other 15 borrow one or barter for it, but rarely hire it for money. For people who own a donkey, it can be included as a fixed cost (as it is used for several activities) and depreciated over its useful lifetime of about 5 years. And need to include a proportion of the cost of feeding it as well.

· In the case of incense the price received by the producers hasn’t changed for the last 10 years at least, the producers have no possibility to negotiate with the single buyer – would need to be more organised to go out and find other buyers.

Goma

· Latex sales are controlled by men (hyp 2.2), but income from processed products is controlled by women.

· Goma – Santa Rosa: People migrate seasonally. 

· Goma – Tomachi: 15 people are concessionaires (duenos) own the area of rubber, live in La Paz and couldn’t be reached to interview.

· Goma is successful because sellers continue to innovate and diversify products, and respond to new customer demands (hyp 5.4).

· In the case of goma (in the form of latex) the main indicator of success was considered to be the number of traders and the price offered. Goma sellers also say that their income enables them to get out of their community. 

· Goma – very important to distinguish for Tomachi whether the interviewees are concessionaires who hire labour to collect rubber, or whether they are the hired labour. 

· Santa Rosa de Challana, men collect goma and then give the latex to the women to process while they go on to the centro minero (gold digging) to earn better wages. All men go to migrate for a maximum of three months per year (in periods of weeks, months).

· Need adaptation to the demand, i.e. improve the quality provided. Most importantly this requires an understanding of the demands of the client. (e.g. latex goma is competing with natural goma from other countries which come in as dried product which the processors prefer).

· Marketing may be a process of trial and error, e.g. the goma processors in Santa Rosa ask the buyers what they want and then make some trial products (e.g. protection against papaya sap) and send them to the potential client, then ask for feedback, etc.

· Goma has competition with external production. When the price goes up, local goma production increases, so need to have good communication of the price. Problem that they cannot meet the demand consistently all year round.

Cacao

· Control of the income (hyp 2.2) is determined by an external factor – namely the arrival of the trader in the boat. If the husband happens to be home, he will tend to sell the cocoa for products he wants such as alcohol; but if the woman is at home, she will favour medicinal products and school books.

· Cacao San Silvestre – Some people are permanently in the community, others migrate to find work therefore not easy to get hold of for the interviews (only women stay in the community and didn’t want to share info). All hhds are involved in the product.

· CARE has played the role of innovator and helping the community meet new demands (e.g for better processed beans)

Some results relating to cacao from Erik’s work on defining success at community level:

· Most important factor: Use for consumption and sale

· Positive factors: Existence of market, Relative abundance, Non-destructive harvest, Possibility to transform

· Negative factors: Annual variability in yields, Dispersed distribution of trees, Difficult access to markets (reliance on barter), Difficult access to trees (for women) particularly in the rainy season when water is high.

· In Carmen del Emero around 25 NTFPs were used, of which about 10 were sold for money. People particularly liked selling cocoa because they had more chance of being successful with cocoa than other products. Women said they could eat it as well as trading it for medicines.

· Communities provided a number of indicators for successful production of cocoa, including: Dry weight of cocoa as an indicator of quality; Harvest per day per area as indicator of yield; Yield levels of individual plants as indicator of success of domestication; etc.

Jipijapa

· Candelaria – 16 jipijapa families (prob live in Buenavista but are related to Candelaria (only 4 km away). Only 1 man in Candelaria actually collects the palm. All the rest buy it from him for processing. He also sells to Buenavista.

· Buenavista – small town (3000 people) but the people interviewed are originally from Candelaria and have moved for their kids to go to school; still obtain their jipijapa from Candelaria. Are all processors, and sell to Artecampo shop in Buenavista.

· The other route for jipijapa is from San Juan Serguayo (??) to the South of Buenavista, where the jipijapa is cut and then sold on to Carmen Surutú, with some also going to Potrero and a small amount reaching Buena Vista

· Jipijapa products are very dependent on changing fashions.

· Note also currently the govt is supporting jipijapa products all around the country which will lead to over supply and be detrimental to particular localities. 

Palma camaedora

· Nueva Santa Flora: No longer sell palma, stopped one year ago because it’s clandestine, and their intermediary disappeared, so there are no interviews in the database, but we do have a community report.

· Arroyo frijol: had to stop working there because of political problems, so no interviews or community report.

· Monte Tinto: only community with interviews and community report.

· Palma camaedora – one regional buyer only, used to be 3-5. He prefers the cultivated Palma because it has more leaves and they are greener. But he can only meet half his needs (for his business) from cultivated sources, so he needs to supplement with forest-collected. There are several communities who have access to the resource and have permits to collect it but don’t do so because the price is so low. People who are involved in Palma camaedora trade are also involved in other foliage and want to diversify more; possibility of accessing new European markets.

· Some young traders are successful because they can draw on the experience of their fathers.

· Access to market information may not be enough, e.g. in the case of Palma camaedora some people have access to information but it doesn’t help them as they need to be in an association to make use of this (Hyp 5.5).

· In the case of Palma camaedora, the volume of the leaves is quite large but they are quite light (hyp 5.8).

· Theoretically it’s not difficult to enter into the trade, but it is actually difficult to get enough volume to make it worthwhile.

· In some cases the acopiador may help with capacity building (eg in the case of Palma camaedora)

· Monopsony (a single buyer) as in the case of Palma camaedora, means that the price information is only available from one source. 

· Palma camaedora had large fluctuations in price up to 1999 and since then it has been quite stable. What has caused this??

Pita

· In Pescadito: 2 years ago a disease killed off most of the pita so nobody is collecting it anymore. Interviewed 10 controls in this community in order to highlight this problem.

· (hyp 5.8) For pita, the fact that it is light, does attract people to the activity rather than to cocoa. 

· Pita – quite a high risk of substitution, e.g., by nylon fibre, but this is countered by the producers of belts who explain to buyers that the nylon product is not original (again depends on the specialised demand of clients). More serious competition is from cheap belts instead of expensive pita belts.

· Pita – demand definitely depends on fashion.

Some results relating to pita (on community definitions of success):

· Much of the discussion for pita was around the fact that the process of commercialisation has changed – people used to sell all sorts of qualities to middlemen, then the market bottomed out. This resulted in the formation of  an association to promote the quality of product, at the same time leading to an increase in the price. 

· Some people think that the fact that there is only one buyer (the association) is a non-success, preferring to have several middlemen to choose between. 

· People consider it a success if they can use their pita plantations as collateral to get credit. 

· Most people prefer to sell the raw plant and not to get involved in processing as this is just a cost (in terms of time) and their main aim is to get a good price for their product. 

Hongos

· (hyp 5.8) High value to volume ratio doesn’t always mean greater success, e.g. in the case of mushrooms. The dried and lighter ones have a very low price (15 pesos per kg) compared with the fresh and heavier ones exported to Japan (400 pesos per kg). 

· People selling hongos consider it a success if this brings in enough money to send their children to work in the US.

· Barriers to entry – Need capital to buy sufficient volume to make the trade to Japan possible.

· Innovation – are looking at producing organic pastes or soups to use up the less good mushrooms (which can’t meet the fresh market demands). If they could certify them as organic, they’d raise their value for soup-makers, etc. Are also trying to develop a market in Oaxaca by promoting cooking classes, and explaining the quality of the product to local users.

· Methodus has played a key role in promoting innovation and carrying out the ‘marketing’ function in the case of dried mushrooms. 

· Fashion is important for many of our products because many of them are ‘luxury’ products rather than subsistence. But not for hongos – the European taste in dried mushrooms and the Japanese taste for fresh mushrooms is not going to change. 

· The availability (size) of a nostalgia market is important in determining demand for hongos. Hongos – internal demand for dried mushrooms is increasing as the fashion for Italian restaurants increases. Health consciousness is also important. Used to be sold because of its taste, but now people also eat them because they think they are healthy (Japanese think each mushroom has a particular health property).

Brahea dulcis (palma soyate)

· Palma soyate cannot be cultivated, but there is management of the resource. The final product is a hat but Lucio was not able to interview the single hat maker, so we have no information about his costs, volumes and prices, etc. The very fact that he couldn’t be interviewed tells us something.

· Brahea dulcis is collected all year but less during the agric period (May-Sept). Agric wage rate (unskilled) is 35 pesos.

· Example of palma soyate – everybody plaits the fibre but one person realised they could make more money by selling hats, but needed to buy sewing machines in order to do so – used family savings to do so.

Tepejilote

· Women have more control over the income (new 2.2) when tepejilote is bartered in the home, as they can decide to exchange their tepejilote for products they want such as fish or other food products. But when the tepejilote is bundled for sale outside the home, it is the men who control the use of the income.

· The availability (size) of a nostalgia market is important in determining demand for tepejilote.

Maguey

· The mezcaleros are happy that the mezcal trade enables them to stay in the community rather than having to migrate. Mezcaleros do produce other products but all for own consumption. 

· The only cash income they have is from the sale of the mezcal. 

· Maguey is collected from October – March, and during this period the only wage labour available is work in the maguey fields – people get paid by tarea harvested, and usually get paid with half the product (i.e. one litre per tarea, as each tarea produces 2 litres).

· Barriers to entry – need to pay for equipment and hired labour (paid in mezcal, therefore no real need for up-front capital)

· Innovation – in the case of mezcal, there is an association which is trying to promote the product as an organic and sustainably harvested product (i.e. doing the innovation and marketing).

· Mezcal used to be considered an ‘indio’ drink. But demand has increased on the back of the boom in demand for tequila. Now mezcal is not simply sold as mezcal, but as mezcal from a particularly agave and place.

� Oliver E. Williamson: Transaction cost economics and organization theory. Chapter 4 in: (book about institutional economics). Action: Full reference needed from Alan.
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