
This article was downloaded by: [William Armand Mala]
On: 10 December 2012, At: 03:44
Publisher: Routledge
Informa Ltd Registered in England and Wales Registered Number: 1072954 Registered
office: Mortimer House, 37-41 Mortimer Street, London W1T 3JH, UK

Development in Practice
Publication details, including instructions for authors and
subscription information:
http://www.tandfonline.com/loi/cdip20

Collective action and promotion of
forest based associations on non-wood
forest products in Cameroon
William Armand Mala , Julius Chupezi Tieguhong , Ousseynou
Ndoye , Sophie Grouwels & Jean Lagarde Betti

To cite this article: William Armand Mala , Julius Chupezi Tieguhong , Ousseynou Ndoye , Sophie
Grouwels & Jean Lagarde Betti (2012): Collective action and promotion of forest based associations
on non-wood forest products in Cameroon, Development in Practice, 22:8, 1122-1134

To link to this article:  http://dx.doi.org/10.1080/09614524.2012.714353

PLEASE SCROLL DOWN FOR ARTICLE

Full terms and conditions of use: http://www.tandfonline.com/page/terms-and-
conditions

This article may be used for research, teaching, and private study purposes. Any
substantial or systematic reproduction, redistribution, reselling, loan, sub-licensing,
systematic supply, or distribution in any form to anyone is expressly forbidden.

The publisher does not give any warranty express or implied or make any representation
that the contents will be complete or accurate or up to date. The accuracy of any
instructions, formulae, and drug doses should be independently verified with primary
sources. The publisher shall not be liable for any loss, actions, claims, proceedings,
demand, or costs or damages whatsoever or howsoever caused arising directly or
indirectly in connection with or arising out of the use of this material.

http://www.tandfonline.com/loi/cdip20
http://dx.doi.org/10.1080/09614524.2012.714353
http://www.tandfonline.com/page/terms-and-conditions
http://www.tandfonline.com/page/terms-and-conditions


Collective action and promotion of
forest based associations on non-wood
forest products in Cameroon

William Armand Mala, Julius Chupezi Tieguhong,
Ousseynou Ndoye, Sophie Grouwels, and
Jean Lagarde Betti

This paper documents collective actions undertaken by forest-based associations to access better

prices for their non-wood forest products via group sales. Group sales can increase the income of

group sellers by up to 40 per cent compared to individual sellers. The institutionalisation of group

sales reinforces social relations and cohesion as well as mutual trust. Group sales were found to

be a key preliminary step in the development and growth of small and medium scale enterprises.

The paper concludes that successful group sales require a strong commitment among members of

forest-based associations. Key factors influencing collective actions are discussed.

Action collective et promotion des associations forestières concernant les produits forestiers
non ligneux au Cameroun
Cet article documente les actions collectives entreprises par les associations forestières pour

accéder à de meilleurs prix pour leurs produits forestiers non ligneux par l’intermédiaire de

ventes groupées. Les ventes groupées peuvent accroı̂tre les revenus des vendeurs groupés de

jusqu’à 40 pour cent par rapport aux vendeurs individuels. L’institutionnalisation des ventes

groupées renforce la cohésion et les liens sociaux, ainsi que la confiance mutuelle. Les ventes

groupées se sont révélées constituer une étape préliminaire clé du développement et de la crois-

sance des petites et moyennes entreprises. L’article conclut que, pour réussir, les ventes groupées

requièrent un fort engagement de la part des membres des associations forestières. Les facteurs

clés qui influent sur les actions collectives font l’objet d’une discussion.

Ação coletiva e promoção de associações baseadas na floresta sobre produtos provenientes da
floresta que não usem madeira em Camarões
Este artigo documenta ações coletivas realizadas por associações baseadas na floresta para

terem acesso a melhores preços por seus produtos que não utilizam madeira através de

vendas em grupo. As vendas em grupo podem aumentar a renda dos vendedores do grupo em

até 40 por cento em comparação com vendedores individuais. A institucionalização das

vendas em grupo reforça as relações sociais e coesão e também a confiança mútua. As vendas

em grupo mostraram ser um passo preliminar fundamental no desenvolvimento e crescimento

de empresas de pequeno e médio porte. O artigo conclui que as vendas em grupo bem-sucedidas
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exigem um forte compromisso entre os membros das associações baseadas na floresta.

Fatores-chave influenciando ações coletivas são discutidos.

Acción colectiva y promoción de asociaciones forestales basadas en productos forestales no
derivados de la madera en Camerún
Este ensayo documenta las acciones colectivas realizadas por asociaciones forestales para

obtener mejores precios, a través de ventas en grupo, para productos forestales no derivados de

la madera. Las ventas en grupo pueden aumentar los ingresos de quienes venden en grupo

hasta en un 40 por ciento en comparación con los vendedores individuales. La institucionalización

de las ventas en grupo refuerza las relaciones sociales, la cohesión y la confianza mutua. Se deter-

minó que las ventas en grupo constituyeron un importante paso inicial para el desarrollo y el cre-

cimiento de la pequeña y mediana empresa. En el ensayo se concluye que para vender con éxito en

grupo es necesario un fuerte compromiso de los integrantes de las asociaciones forestales. Se

analizan también los factores más importantes que pueden influir en las acciones colectivas.

KEY WORDS: Environment; Labour and livelihoods – Poverty reduction; Methods

Introduction

In 2005 the Commission for Africa reiterated that poverty reduction through growth requires a

focus on the indigenous private sector, which in Africa is composed of a myriad of small and

medium enterprises (SME), including those involved in the gathering and selling of non-wood

forest products (NWFP) in forested regions. Forest assets represent important livelihood oppor-

tunities for many rural people, providing cash income, fuel and timber for building, valuable

medicines, and an improved ground water supply (Barrow et al. 2007). The emergence and

development of SMEs in general, and small and medium forest-based enterprises (SMFEs)

in particular, have been widely discussed over the past decade and most of the literature

available present them as an opportunity to sustain the livelihoods of the poor under suitable

institutional, policy, legal, and financial conditions (Albu and Griffith 2005; Kazoora et al.

2006; Kozak 2007; Macqueen et al. 2006). Highlights of practical experiences from Latin

America, Asia, Pacific Islands, and eastern and southern Africa provide testimonies to collec-

tive action as a pro-poor entrepreneurship approach, in terms of its process, steps and outcomes

(Bukula and Memani, 2006). Collective action refers to concerted actions of people who share a

common interest, perceive that interest, and act to achieve it (Komarudin et al. 2006). In this

paper, collective action is understood as an important mechanism for coordinating individual

resource users towards achieving socially accepted outcomes by assigning management respon-

sibilities that correspond with simple and complete ownership rights.

Market literacy is an important driver for the development of SMFEs, under which the key

ingredient is access to better prices and in most cases, unorganised groups lack the capacity to

negotiate better prices. Market literacy is defined as the awareness, understanding, and capacity

to build the processes, institutions, competencies, and relationships that enable markets to work

for poor producers (Albu and Griffith 2005). The findings from research in South Sulawesi and

Jambi Provinces (Indonesia) have shown that it is only through collective action that commu-

nity groups can enhance their bargaining power in relation to other market players and promote

an increased demand for non-timber forest products (Komarudin et al. 2006). Using the case of

rattan, Komarudin et al. (2006) showed that community groups struggle to sell their products at

a better price amid market uncertainties and the lack of supportive government policies and they

work together in anticipation of an increased market demand for their products.
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Establishing or supporting a SMFE requires an understanding of many different aspects; from

sustainable harvesting techniques to proper awareness of legal regulations, as well as inculcat-

ing skills in business and market analysis. Though it is clear that SMFEs do not provide the

panacea answer to eradicating poverty in forested areas, they can make a difference to the

lives of many with an overall increase of income and sustained livelihoods (Barrow et al.

2007). The majority of the studies available on SMFE focus on the institutional, legal, and tech-

nological dimensions, with still a limited understanding of the social dynamics that sustain the

successful implementation of SMFEs in the forest sector in developing countries (Macqueen

et al. 2006). This is particularly true for the central African region and more relevant to

NWFP enterprise development.

To face these challenges, forest-based associations are engaging collective actions for successful

sales of their agricultural and NWFP in West and Central Africa (Lothoré and Delmas 2009). Most

of the recent studies on forest-based associations and community-based organisations looking at

their strategic, financial, institutional, administrative, and organisational management showed

that social management represents 50 per cent of the problems facing these structures for their

proper growth and development (Tieguhong et al. 2010). Furthermore, accountability to

members appeared as one of the key dimensions to improve through a transparent management

of financial resources. The need to change their perspectives on external aid, the availability of

funds or access to credit, and proper budgeting are also issues to be addressed (Tieguhong et al.

2012). Addressing the issue of increasing income is complex, which is the reason that the partici-

patory action research (PAR) process was used as a general framework (Bargal 2008) for the Euro-

pean Union-funded project conducted in central Africa (Cameroon and the Democratic Republic of

Congo) around which the following questions were raised: under which conditions can successful

collective actions of group sales of NWFP take place? Can group sales lead to an improvement of

better prices? Do successful group sales impact on the development of strong forest-based associ-

ations or community forest-based enterprises? This paper documents the conditions under which

the collective actions of NWFP-based associations (producers) may lead to successful group

sales and access to better prices in selected sites of the project in Cameroon.

Study site and methodology

Description of the study sites

The Republic of Cameroon, located in western Africa, is bounded on the north side by Lake

Chad; on the east by Chad and the Central African Republic; on the south by the Republic

of the Congo, Gabon, and Equatorial Guinea; and on the west by the Bight of Biafra (an arm

of the Atlantic Ocean) and Nigeria. It covers an area of 475,442km2, lying between latitudes

28 and 138 N (about 1,200km) and longitudes 88 30′and 168 10′ E, and for the most part lies

200–800m above sea level. It can be divided into four broad geographic regions on the basis

of climatic and topographic criteria. The project targeted three of them but only two were

selected to test the impacts of collective actions on NWFP (see Figure 1).

The southern zone, roughly between 28and 68 N and for the most part below an altitude of

800m, with a four-season climate pattern, rainfall over 1,500mm and a maximum of two dry

months. This is a region of closed evergreen or semi-deciduous rainforest, forming an unbroken

blanket in the south and splitting into islands north of the fourth parallel; it corresponds to the

humid and low- and medium-altitude sub-humid eco-floristic zones.

The second region consists of Mount Cameroon (the highest point in the country at 4,070m),

the mountains and highlands in western Cameroon and on the border with Nigeria, together with

the isolated mountain massifs in the north of the country, all over 800m and ranging up to
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Figure 1: Map of Cameroon with a location of the sites in the South and North-West regions

Source: Tedonkeng 2008
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2,740m (Mount Bamboutous). These areas differ climatically from the neighbouring lower

areas and are covered by somewhat different vegetation, with high closed rainforest in the

south and high savannah woodland in the north. They correspond to the medium-altitude and

montane eco-floristic zones.

More than 50 per cent of the population is living from agriculture and management of natural

resources including NWFP, with 49.9 per cent of poor people in rural areas. In Cameroon,

poverty is fundamentally a rural phenomenon FAO (2012).

Methodology

Participatory action research (PAR) PAR was used as a framework approach to catalyse

collective actions by a European Union- funded project – entitled ‘Mobilisation and capacity

building of small and medium scale enterprises involved in the NWFP sector’, conducted

between 2007 and 2011 in Cameroon and Democratic Republic of Congo (DRC). PAR is a

recognised form of experimental research that focuses on the effects of the researcher’s

direct actions of practice within a participatory community with the goal of improving the

performance quality of the community or an area of concern. This project was executed by

a consortium of institutions including the Netherlands Development Organisation (SNV),

the Centre for International Forestry Research (CIFOR), the World Agroforestry Centre

(ICRAF), and the Food and Agricultural Organisation of the United Nations (FAO), leading

the regional coordination, under the supervision of the Central African Forests Commission

(COMIFAC), with community-based organisations organised or not in SMEs. The project’s

main objective was to contribute to poverty reduction and to sustainable management of

natural resources through a better valorisation of forest products, particularly NWFPs. Specific

objectives included: (1) the increase of the incomes of the populations concerned through

better entrepreneurship; and (2) the reinforcement of the capacities and the sustainable man-

agement of forest resources within a suitable institutional environment.

To document the collective actions initiated through PAR, context studies were conducted in

the selected sites and data were collected during the implementation of the activities of the

project. The following approaches, tools and methods were adopted.

A literature review on collective action and forest-based associations was undertaken to under-

stand the main drivers to their formation as well as on how and why they operate, and how they

can improve performance especially in relation to the commercialisation of NWFP by their SMEs

in the region.

Sampling methods

Sites, products, and local facilitators were selected based on the following criteria: the level of

organisation of forest-based associations; the number of products sold; the economic impor-

tance of the NWFP at local, regional, and national levels; the level of organisation of

markets; the existence of local NGOs facilitating the development of NWFP; the involvement

of indigenous peoples and the use of the information gathered during baseline studies.

Additional sets of variables used for sites, villages, and forest associations were: size and

type of organisation (common initiative groups [CIG], association, union of CIGs, federation

of union of CIGs); governance (transparency, trust); volume, previous price, and types of

NWFP; market access; and the existence of revolving funds for the reservation of the products.

Seven forest-based associations involving beekeepers and bush mango and njansang (fruit

with an edible seed or kernel) collectors were selected in the North region, while nine sedentary

Bantu village communities and semi-sedentary Baka (pygmie) communities were selected in

1126 Development in Practice, Volume 22, Number 8, November 2012

William Armand Mala et al.

D
ow

nl
oa

de
d 

by
 [

W
ill

ia
m

 A
rm

an
d 

M
al

a]
 a

t 0
3:

44
 1

0 
D

ec
em

be
r 

20
12

 



the South region, targeting bush mango and ebae (oil bean) collectors. The selection of sites was

based on the active follow-up and direct facilitation by a local NGO: Berinyuy Women Devel-

opment Cooperative (BERWODEVCOOP) for the Northwest Region, and Organisation Natio-

nale pour l’Exploitation Communautaire des Produits Forestiers Non Ligneux et la

Conservation de l’Environnement (ONEPCAM) and Centre pour la protection Durable de

l’Environnement au Cameroun (CEREP) for the South Region.

Data collection

Data were collected during the cycle of PAR including the reflection, planning, action, and

evaluation of each group sale of NWFP per selected site. The process of PAR was initiated

through the use of future scenarios (a technique to project what users would like in the

future). Resource users were asked to form resource user groups (which up to today remain per-

meable – each person can join any group that he or she feels like joining at any time) for the

four main NWFP resources found within the project sites in Cameroon: bush mango, njansang,

ebae, and honey. Forest-based associations were asked to come up with both the current and

future scenarios for the resource they are focusing on. After that, constraints on movement

from the current to a future scenario were analysed. Based on the constraints, resource users

came up with action plans to offset them.

Using future scenarios, action plans have been completed by all the groups. Selected

members of the resource groups, who facilitated the process in their respective groups, led

the planning and envisioning processes.

Constraints to the achievement of the desired scenario:

. Failure to raise the required funds to establish a revolving fund and to purchase tools

. An ant attack on the hives would result in many bees being killed.

. Failure to develop a market or gain access to a big market

. Failure to improve knowledge on proper harvesting and processing techniques

Actions to be taken to attain desired future scenario:

. Organise exchange and learning visits to those who are experts in group sales

. Revive the organisational arrangements (committee) that had crumbled due to lack of interest

in NWFP

. find out the members of the old committee

. verify from the old committee why it failed to operate

. discuss and earmark ways of dealing with the problems that resulted in the malfunctioning

of the old committee

. plan for ways forward

. Find and set up markets and a marketplace

. Look for a suitable place in the community where NWFP can be stored

. Develop a strategy for acquiring more and better tools

A guide for process documentation was provided to each forest-based association that desig-

nated two persons in charge of the collection of data during the process. The key variables

included and recorded were: the number of members participating in each step of the

process, and for each sale group, the names of the products, the volume (bucket), the price,

and the date of the group sale. Moreover, how each step of the group sale was organised and

implemented was recorded by these two members, who were selected as the main facilitators

of the forest-based associations. They also responded to questions like ‘was it a success?’,

‘how difficult was the price negotiation?’, and ‘how did the communication go?’.

Development in Practice, Volume 22, Number 8, November 2012 1127

Collective action and promotion of forest-based associations

D
ow

nl
oa

de
d 

by
 [

W
ill

ia
m

 A
rm

an
d 

M
al

a]
 a

t 0
3:

44
 1

0 
D

ec
em

be
r 

20
12

 



A participatory evaluation of the process and the factors influencing the collective actions and the

efforts towards the establishment of small-forest enterprises was conducted in each site. The follow-

ing variables were assessed: focus, communication, market access, nature of product, revolving

funds, leadership in negotiation, tangible benefits for members, and organisation arrangements.

Data analysis

Cross-checking and summary tables including average prices as well as the percentage of price

increase and total incomes were calculated. The lessons learnt were drawn out and recommen-

dations formulated.

Results

PAR, future scenarios and emergence of action plans

In each selected site, the current and future scenarios were established regarding the

number of people involved in each activity or product harvesting/collection; knowledge

and skills; processing; markets; prices; and incomes. The main ideas are summarised in

Table 1 above.

Case studies: facilitating the implementation of action plans through collective actions
for the commercialisation of NWFPs

The conditions for successes or failures of group sales were captured from the synthesis of three

cases studies. This involved documenting group sales dynamics and their impacts on volumes

sold, prices and the evolution of the forest-based associations and their members as presented

below.

Table 1: Summary of future scenarios for NWFP resulted from the initiation of PAR in selected sites

Indicator Current scenario Future scenario (in two years)

Number of people involved

in activity or product

harvesting/ collection

- Very few people per village - More households and people will

be involved, so that they can have a

market for their products. Markets

come where there are large

quantities.

Knowledge and skills - Generally very little knowledge - Acquire more knowledge on

trapping, keeping, collecting,

harvesting, and processing.

Processing - Rudimentary

- Need more skills in processing

- Use methods of processing that

give good quality product

Markets - Not well organised and keep selling

in the dispersed nearby markets or at

doorsteps at low prices

- Markets to be closer to us, e.g.

establishing a market in the most

important collection centres or big

cities, and having regular markets

in the cities or centrally located

areas

Prices and incomes - Sell at low prices in the

neighbourhood and individually

- Get higher and more rewarding

prices up to 30–50% above

previous prices
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Case study 1: Organisation of group sales by pilot enterprises facilitated by BERWODEV-

COOP: Thirty group sales were conducted during the two years, one-third of them being

conducted by one small forest-based enterprise. The overall total price increase in the

amount earned was 33 per cent, with the highest price increase coming from honey (43 per

cent) and the lowest (25 per cent) coming from njansang and bush mango. The number of

persons who participated in group sales increased five-fold, from 131 persons belonging to

seven pilot enterprises, to 655 persons including people who do not belong to forest-based

enterprises but that participated in the group sales. Price increases varied with the products

and among the small-scale forest-based enterprises (Table 2).

Case study 2: Organisation of group sales by pilot forest-based communities facilitated by

ONEPCAM: Seventeen group sales were targeted for analysis, but nine were successfully

organised, five were spontaneous (not planned), and three failed (insufficient communi-

cation and no consensus on the price). This resulted in the mobilisation of 1,052 buckets

(nine litres each) of bush mango and ebae. The overall price increase was 43 per cent,

with the highest increase coming from ebae (100 per cent) and the lowest from bush

mango (22 per cent) (Table 3). There was variation in the percentage of increase among

forest-based groups dealing with the same product or different products within the same

communities.

Table 2: Summary of two yeas group sales with pilot SMEs facilitated by BERWODEVCOOP in
northwest Cameroon

Pilot enterprise

Avg
group
sales/
year Product Period

Before PAR:
yearly avg
earned per
member∗

After PAR:
yearly avg
earned per
member∗

Increase
(%)

Forest Product

Dealers Ako 10

Bush

mango Continuous 1,203,500 1,673,250 39

Kung Kumchum

Group Sabongari 5

Bush

mango June 80,800 101,250 25

Ako Women

Forest group 3

Bush

mango

Aug. -

April 55,900 77,609 39

Kwong Ngu

Sabongari 3

Bush

mango March 11,500 15,375 34

Jumoh Forest

Group Ngu

Sabongari

(women only) 2 Njansang March 15,500 20,000 29

Palace Njangsang

Ngu Sabongari

(women only) 2 Njansang Feb. 10,100 12,600 25

Honey Ntabah 5 Honey July 3,500 5,000 43

Average % increase 33

∗ amounts are given in Central Africa CFA Francs, denoted as XAF. The XAF is used in six countries in

central Africa, including Cameroon. The XAF is pegged to the Euro at XAF655.96 to E1; US$1 is

currently about XAF538.28 (XE.com 2012).
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Case study 3: Organisation of group sales by indigenous forest-based communities facilitated

by CEREP in South region Cameroon: Fifteen group sales were organised and facilitated by

CEREP through the market information system (MIS) over a period of two years. The total

increase observed was 35 per cent with the highest observed for ebae (50 per cent) in

Angale I while the lowest increase was also observed for ebae in Edjom, with 20 per cent

increase (Table 4). Price increases varied with the products and among the small-scale

Table 4: Summary of group sales facilitated by CEREP in South Cameroon

Locality
Avg # of group
sales annually Product

Sales
period

Before PAR: avg
price of 9L bucket

(XAF)

After PAR: avg
price of 9L

bucket (XAF)
Increase

(%)

Mang 3 Bush

mango

July 3,000 4,000 33

Angale

II

4 Bush

mango

July 3,500 5,000 43

Medjap I 3 Bush

mango

Aug. 4,000 5,000 25

Edjom 2 Ebae July 1,500 1,800 20

Angale I 1 Ebae July 1,000 1,500 50

Medjap I 2 Ebae Aug. 1,000 1,400 40

Average % increase 35

Table 3: Summary of group sales organised by ONEPCAM in South Cameroon

Locality

Avg # of
group sales

annually Product Period

Before PAR: avg
price per 9L

bucket (XAF)

After PAR: avg
price per 9L

bucket (XAF)
Increase

(%)

Nkolandom 5 + 1∗
Bush

mango

July-

Aug. 4,000 5,500 38

Biba 1 + 1∗
Bush

mango

July-

Aug. 4,000 5,500 38

Mvam

Yetom 1

Bush

mango

July-

Aug. 4,000 5,500 38

Abang

Bethel 1 + 1∗
Bush

mango

July-

Aug. 4,000 5,500 38

Bityili

1 Ebae

Aug.-

Sept. 1,000 2,000 100

1 +1∗
Bush

mango July 4,500 5,500 22

Mengale 1 +1∗∗ Ebae

Aug.-

Sept. 1,000 1,500 50

Ngoazip 1 + 1

Bush

mango

July-

Aug. 4,000 5,000 25

Total 9 1 5∗ 1 1∗∗

Average % increase 43

∗ spontaneous group sales, not planned ∗∗ failed group sales, did not take place
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forest-based enterprises. There is a variation of the percentage of increase between commu-

nities’ forest-based for the same product and within the same village community for different

products.

Participatory evaluation of factors influencing successes or failures in group sales

The conduct of a critical participatory evaluation and analysis of the success and failure traits of

collective actions before and after the initiation of the PAR showed that rural people at different

sites have experienced great improvement of focus, communication, and market access. This

testifies that as a process, putting buyers and producers of NWFP in contact with the aim of

ensuring better prices for the latter group through group sales can lead to improved entrepre-

neurial skills The number of products commercialised actually increased, and it was only in

one site that a revolving fund was put in place by the facilitating NGO (Table 5). Leadership

in negotiations, approval of tangible benefits for members and organisation arrangements

were all improved from weak to strong, low to visible, and weak to acceptably strong in all

the three sites.

Discussion

The general trend to collective action in all the three pilot areas covered by the project in

Cameroon was an increase in the prices of products from 20 per cent up to 100 per cent.

This can be justified by the collective actions in which members of SMFEs have committed

themselves to overcoming the constraints that impede the development of their enterprises

and looking forward towards an improved future scenario. This may also indicate that

members contributed to implementing these actions, given the increase of the number of

people involved in each activity or product harvesting/collection, the sharing of knowledge

and skills among members, and the improvement of processing. These are key ingredients

for moving towards a success and better access to markets that will have positive implications

for prices and incomes.

Table 5: Evolution of factors influencing collective actions for group sales of NWFP

Factors North West South Region 1 South Region 2

Before After Before After Before After

Focus High High Medium High Low High

Communication Acceptable Good Bad Acceptable Bad Acceptable

Market access Bad Acceptable to

Good

Acceptable

to Good

Acceptable

to Good

Bad Bad to

acceptable

# products 1 3 2 4 1 2

Revolving funds Not

available

Not available Not

available

Available Not

available

Not

available

Leadership in

negotiation

Weak Fair Weak Strong Weak Fair

Tangible benefits

for members

Low Visible and

consolidated

Very low Visible Very low Visible

Organisation

arrangements

Acceptable Strong Weak Strong Weak Strong
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The results showed variations in the average increases in prices for both the products and

among the SMFEs. This may be justified by the specific context of each site. As an illustration,

the high price increase observed in the case study 1 (South Region 1) may be due to the intro-

duction of the revolving funds, the good market access, and new skills in negotiations that

resulted in the successful management of spontaneous sales by groups in the community. In

the case of bush mango, the price increase was largely influenced by the high variability of

the production. Over the past years, the species has shown a very high variation in its production

cycle within the study site. Aside from the successful group sales, three group sales failed: in the

first one, failure was associated to insufficient communication between communities and the

traders; in the second, failure was linked to lack of a revolving fund at the disposal of group

members in the community that could provide small emergency cash income in favour of the

storage of products over longer periods. The third failure was due to no consensus on the price.

The results showed a price increase of 35 per cent with ebae, which in absolute financial

value is lower than the 33 per cent increase for bush mango observed in the North West

region. This is due to the fact that ebae is a low-value product compared to bush mango in

terms of prices per unit. However, the nature of the product has a role to play as ebae does

not require any specific processing techniques, whereas bush mango requires special techniques

in splitting and drying. The collecting period for both products corresponds to the rainy season,

when the Baka usually migrate into the forests for hunting. The results presented in this paper on

collective action in the NWFP sector in Cameroon confirm some studies already conducted in

Asia. With a specific case of a recently-developed enterprise in Jiri (Nepal), key aspects requir-

ing particular attention in a successful pro-poor enterprise were identified, including: the scale

of the enterprise; pro-poor governance of community groups; necessary skills and capacity to

empower poor producers, socially and economically; partnership building among individual

people, community groups, and poor households; and specialised services to tap competitive

markets (Macqueen et al. 2006).

The overall results also confirm that it is possible to improve incomes through access to better

prices, which is a key motivation for indigenous groups and community forest-based associ-

ations that often complain about the very weak monetary values of their products (Lothoré

and Delmas 2009). The results confirm what has been observed elsewhere in Africa: that col-

lective action through sales in community groups (in Burkina Faso, for instance) helped to

improve the income of gum Arabic harvesters, especially women, from US$0.60 to US$1,

with production gains from two tonnes to 12 tonnes in the Yagha Province (Tiveau 2008).

Moreover, the documentation of the group sales of cash crops (cocoa) in the southern Cameroon

showed a price increase of up to 60 per cent in comparison to the price offered by middlemen

(FORCE 2000).

The commercialisation of NWFP has been widely discussed over the past decades and some

practical tools for researching successful NWFP commercialisation have been developed

(Marshall et al. 2006), but this seems to be effective only under a favourable market environ-

ment. Nonetheless, most of the forest-based associations and micro enterprises in Cameroon in

particular, and Central Africa at large, are still in the early phases of their growth and develop-

ment. Legal, institutional, and financial imperfections are still keeping them in the informal

sector (Bwala 2004; Tieguhong et al. 2010). It appears that while the results show that group

sales can increase incomes on one hand, they also contribute to the reinforcement of social

relations and cohesion as well as mutual trust within SMFEs, community forest-based associ-

ations, and indigenous forest-based groups. Thus, group sales may be seen as a key preliminary

step to the growth and enhancement of the development of SMFE and formalisation of informal

SMFEs in Cameroon. From the results provided in the case studies, it would not be an overstate-

ment to suggest that successes and failures of collective actions towards a better price may occur
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under specific conditions that are under the control of community groups or beyond their sphere

of influence. These results agree with those of previous studies defining nine traits of success

and failures for forest-based associations and community associations in Uganda and West

Africa (Kazoora et al. 2006; Lothoré and Delmas 2009). Through collective actions, these

traits can catalyse the changes in forest-based associations by increasing their capacity to

mobilise important volumes of NWFP that could serve as a tool for negotiation on better

prices with traders (Komarudin et al. 2006).

Conclusion

Through collective action, group sales can substantially result in access to better prices for

forest-based associations and forest resource users. Access to better prices is a key ingredient

for the growth and development of forest-based enterprises when it is combined with strategic

planning such as establishing enterprise development plans, flow and proactive communication

among members and other market actors, good quality products, functional revolving funds,

good leadership in negotiation, and good internal governance. In conclusion, successful

group sales require a strong commitment among members of forest-based associations, starting

with participatory planning of group sales, proper definition of conditions to participate,

proper communication and information flow among beneficiaries and other market actors,

standardisation of product quality and as well as the acquisition of good skills in negotiation

and leadership.
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d’activités de la campagne cacaoyère 2000’, Yaoundé, Cameroon: FORCE.

Kazoora, C., J. Acworth, C. Tondo, and B. Kazungu (2006) ‘Forest-based associations as drivers for

sustainable development in Uganda’, discussion paper, Kampala, Uganda: Sustainable Development

Centre (with the International Institute of Environment and Development).

Development in Practice, Volume 22, Number 8, November 2012 1133

Collective action and promotion of forest-based associations

D
ow

nl
oa

de
d 

by
 [

W
ill

ia
m

 A
rm

an
d 

M
al

a]
 a

t 0
3:

44
 1

0 
D

ec
em

be
r 

20
12

 

http://practicalaction.org/docs/ia2/mapping_the_market.pdf


Komarudin, H., Y. Siagian, and P. Oka Ngakan (2006) ‘Linking Collective Action to Non-Timber

Forest Product Market for Improved Livelihoods: Challenges and Opportunities’, Research Workshop

on Collective Action and Market Access for Smallholders, Cali, Colombia, 2–5 October 2006.

Kozak, R. (2007) Small and Medium Forest Enterprises: Instruments of Change in the Developing World,

Washington DC, USA: Rights and Resource Initiative (RRI).
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