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Trade Hub:  A Dual Mandate

Increase regional trade in key FTF 
commodities for food security: rice, 
maize, millet/sorghum, livestock—cattle, 
small ruminants

Reduce poverty through more value-
added exports: apparel, shea, cashew, 
mango



• 50% increase in value of trade from regional FTF 
value chains transactions

• $180 million facilitated in global and regional value 
chain transactions 

• 23,000 new jobs

• $102.5 million in new investments across sectors—
value chains,  AGOA, & transportation

Ambitious 5 year targets



MAP OF SELECTED VALUE CHAIN MAIN TRADE CORRIDORS



Trade Hub focus corridors  



Corridor selection rationale

Corridor 2-way 
trade flows

Specific trade policy 
issues 

Tema–Ouagadougou cereals, livestock, shea 
cashew 

• Certificates of 
origin (COO)

• Veterinary 
certificate

• Phytosanitary
certificate 

• Road harassment 
• Export restrictions
• VAT
• Limited use & 

understanding of 
formal contracts

Abidjan–Bamako maize, livestock, millet,
shea mango, cashew 

Dakar–Bamako livestock, yellow maize
millet/sorghum 

Cotonou–Parakou–
Fada N’Gourma–
Ouagadougou 

shea livestock, cereals,  
cashew



• Certificates of Origin: makes farmers products less competitive due to 
added costs

• Non-mutual recognition of vet & SPS: at borders increases transaction 
costs

• Road harassment: checkpoint delays and bribes increase transaction 
costs; consumers end up paying more

• Export bans: create disincentives for production and trade–limits market 
opportunities 

• VAT: application of non-required 18% VAT increases transaction costs

• Limited formalization: Lack of written contracts delays delivery, 
increases costs, provides no mechanism for dispute resolution and 
reduces potential to expand linkages in the medium term.

NTB’s Negative effects on food 
security 



LOP Technical Approach –
Building Organization Capacity  

Private Sector Value Chain 
Associations:

• West African Grains Network 
(WAGN)

• Confédération des Fédérations 
Nationales de la Filière 
Bétail/Viande des pays de 
l’Afrique de l’Ouest (COFENABVI 
AO) 

• African Cashew Alliance (ACA)

• Global Shea Alliance (GSA)

• Association of African Agro-
Exports (AAFEX) 

Regional Trade and Transport 
Facilitation, and Market 
Information Systems: 

• Borderless Alliance (BA)

• Réseau des Systèmes 
d’Information des Marchés en 
Afrique de l’Ouest (RESIMAO)

• AGOA /Trade Resource Centers

REGIONAL ECONOMIC COMMUNITY strategic partners: ECOWAS,  UEMAO,  CILSS



• A wide divergence exists in institutional capacity of regional 
value chain organizations. These differences necessitated an 
organization-specific approach to program support, limiting 
direct activities focused on increasing regional trade and 
reducing non-tariff barriers

• A modified approach that directly supports key member 
companies (i.e. lead firms) to  expand regional trade is being 
pursued.

• Capacity-building for these regional partners remain a key set 
of Trade Hub activities.

. 

LOP Technical Approach –Trade 
Facilitation 



• 23 Financial Advisors working in eight countries.

• Identifying Value Chain companies for Business 
Development Services and  linking with different sources 
of finance and investment.

• Development of realistic business plans in FtF value 
chains, both upstream  (input level) and for processed 
goods.

Short Term Technical Approach -
Linkages with Sources of Finance



• Ghana— FinGap, ADVANCE (rice, maize)

• Burkina Faso— REGIS ER (small ruminants, poultry, 
millet, cowpea); SAREL (Learning, M&E)

• Mali— CVC (maize, rice), L4G (cattle)

• Senegal— PCE (rice and maize)

• Benin — New Alliance for Food Security/AGIR

Synergizing with Bilateral FTF 
programs 



Livestock Value Chain

• Large institutional buyers in Abidjan are looking for regular 
supplies of well-fleshed cattle, but they are not yet linked with 
Sahel-based cattle-fattening enterprises. 

• Increasing preference for higher-quality red meat than lower-
grade frozen meat in all urban markets. 

Cereals Value Chain

• Increasing urbanization and incomes drives demand for feed 
(linked to higher incomes, dietary diversification and 
government import substitution policy).

• Feed milling capacity expanding in the sub-region (in northern 
CDI, up to 15,000 MT’s of maize/month).

Conclusions from field work along 
Mali – CDI corridor (Dec’14 – Feb’15) 



• Study of export bans for cereals during 2014 – 2015 agricultural harvest 
identified three countries with de facto bans in place. Advocacy programs to 
address these are underway.

• Creation of animal fattening network in Mali to expand trade to larger 
coastal markets (similar exercise in Burkina Faso underway this month).. 

• Investment opportunity mapping exercise for livestock along the Bamako –
Abidjan corridor identified an opportunity for regular sales of fattened 
animals from Mali to an Abidjan wholesaler. 

• Test Contract facilitated for 50 head of cattle delivered to Abidjan, followed 
by medium-term  contract to supply fattened beef. 

• Investment opportunity mapping exercise for cereals along the Bamako-
Abidjan corridor has identified the potential to increase maize trade from 
southern Mali to CDI processors for the poultry industry.

Value Chain Specific Results – March 

2015



FAs Results March 2015 

Value Chain Country Type    &         Financing 3 Years Projected 

Increased Trade

Maize & Rice Mali W Capital             $96,000 $2,112,014

Rice & Livestock Mali W. Capital            $98,000 $1,645,013

Millet/Sorghum Mali Equipment          $80,000 $1,172,431

Livestock (2 deals) Mali W. Capital $1,500,000 Not Available yet

Rice Ghana Equip/Cap.       $280,000 $317,620

Livestock Ghana Equipment       $600,000 $3,371,429

Maize Ghana W. Capital         $143,000 $1,476,600

Maize & Rice (3) Nigeria Equip/Cap  $20,500,000 $100,793,572

Rice & Livestock (2) Senegal Equip/Cap      $1,200,000 $908,625

Rice CDI Equip/Cap         $250,000 Not Available yet

Total $23,000,000 $117,797,304



• Trade Hub met with CDI buyer to facilitate negotiations for 
fattened animal (test contract). Direct negotiations between 
buyer and seller have begun.

• Negotiations have focused on price per animal with specific 
weight. No discussion to date about how to verify quality and 
quantity. 

• Buyer representative willing to travel to Mali for face to face 
meetings with seller. 

• Seller has limited experience with written contracts and must be 
able to provide agreed upon quantity as per the delivery 
schedule.

Case Study 1 – Facilitating Livestock 
trade from Mali - CDI 



• Ghana-based Premium Foods recently signed contracts to purchase 
3,000 MT’s of white maize from UCOVISA (CDI) and 20,000 MT’s of 
white maize from CPC (Togo).

• In both cases, the contract identified delivery at Premium’s warehouses 
in Kumasi for an agreed upon sales price in CFA. Specific modalities for 
transport were not included but transport was seller’s responsibility. 

• Both sellers signed the contract without confirming actual transport 
costs nor understanding the required documents to cross borders.

• Both sellers had NOT confirmed immediate availability of the maize for 
transport and sale when the contracts were signed. 

• Subsequent communication between the CDI seller and Premium 
cancelled the contract. Initial shipment of 300 MT’s from CPC/Togo is 
underway with Trade Hub support.  

Case Study 2 – Challenges to 
Regional Cereal Trading 



• Trade Hub team visited large scale parboiling operations in 
Burkina Faso that trade with Mali (mostly women associations).

• 2,000 MT’s produced in 2014 (50% traded and 50% sold to 
Burkina Faso food security agency). 

• Low-level technology and limited durability of equipment (stoves 
are replaced every 6 months); 

• Informal transactions: trader does not request nor receive 
documentation of quantity & grade purchased

• Women have limited knowledge of end use markets (in Mali) and 
access to formal credit is expensive.

Case Study 3 – Parboiled Rice Trade: 
Burkina Faso to Mali 



• Work shops on written contracting procedures for regional trade, 
both through regional partners and with selected lead firms.

• Third party facilitation role during negotiations of contracts for 
future transactions, ensuring all parties understand obligations. 
This is happening for the livestock test contract and will be 
explored with Mali maize producers and CDI maize processors. 

• Include independent inspection of traded goods at loading and at 
discharge as the basis for final payments to be made (and 
resolve disputes). To reinforce that this type of expense should 
be part of accepted business practices.

• Interaction with lead firms such as Premium Foods and 
IVOGRAIN in CDI to adopt these practices will be pursued to 
extend throughout the respective value chains.

Lessons Learned from Case Studies



Livestock Value Chain
• Expansion of model to supply fattened cattle from the Sahel with 

other coastal-based wholesalers to be explored (Accra, Dakar 
and Nigeria), from networks in Mali and Burkina Faso.

• Abidjan wholesaler has expressed interest in regular contracting 
for small ruminants (beyond Muslim holidays).

Cereals Value Chain
• Direct trade facilitation with Mali traders and Senegal processors; 

Burkina traders and Ghana processors. 

• Promote “maize triangle” (Korhogo/CDI, Sikasso/Mali and Bobo
Dioulasso/Burkina Faso with cereals exchanges and site specific 
B2B. 

Lessons Learned from Case 
Studies– Cont.



Parboiled Rice (Niche Opportunity)

• Technical innovation: for improved, semi-mechanized rice 
parboiling equipment (from Ghana)

• Formalization of women’s unions 

• Promotion of formal SME engagement 

• Increase access to affordable finance 

• Transportation & ease of movement

Lessons Learned from Case Studies 
Cont.
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