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Abstract

The aim of this study is to find out the dynamics of rice supply chains and their impacts on the 

small-scale rice producer in Magugu village. The problem addressed in this study is the 

changes in the food trading paradigm and how it is shaping power relations at a local level.

The empirical material in this study has been collected during a fieldtrip to the Babati district 

in Tanzania from the 25th of February to the 19th of March (2008). The First Mile Project 

(FMP) in Tanzania had the purpose to teach farmers how to build more equal and efficient 

supply chains and linking the producer to the consumer. A comparison between a regular rice 

supply chain and one involved in the FMP was made to explore how the two was forming in 

the changing food trade paradigm and how the farmers were adapting to this fact. Several 

methods were employed in this study. These include: case study method, qualitative methods, 

and secondary data. The results in this study was analysed with the use of the Global Value 

Chain (GVC) analysis and the Network theory. The conclusion was that depending on how 

the networks and the power relations within them, actors in the leading position in the GVC 

determines how the product is going to be: produced, processed, and marketed, at what time 

and to what price and establish requirements of the GVC. The rice farmers involved in the 

FMP were the once most able to adapt to the requirements of the GVC and food trading 

paradigm because of the cooperation among the group and good relations with other actors 

along the supply chain.

Key words: The First Mile Project, Magugu, Global Value Chain approach, Network theory.
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1. Introduction

1.1. Background

To go to the supermarket to buy food has, in the western part of the world, become an element 

of every day life. The trend is catching on in Africa and in other regions of the developing 

world. Whereas in the western countries the process of transforming from local markets and 

small neighbourhood shops to today’s mega supermarkets has been slow, the process in 

developing countries is a rapid one. It is a handful of food supply chains from the United 

States of America (USA) and Western Europe that are pushing this process forward, through 

either establishing their own stores or buying domestic ones.1 The biggest of them is the 

American company Wal-Mart, which is the world’s greatest employer. This has led to the 

formation of cartels that are changing food production, marketing, and consumption landscape 

in the world. More so, these changes are acutely felt in developing countries where the 

majority of the population depends on agriculture both for subsistence and export.2 Already 

today there is talk about an agricultural crisis in the developing countries. The situation is 

made worse by the unfair terms of trade, structural adjustment programmes (SAP), declining

export commodity prices and the agricultural policy in the west. All these combine to increase 

the vulnerability of small-scale farmers in developing countries.

The expansion of supermarkets in developing countries increases that vulnerability even 

more. The pattern in countries where the supermarkets are growing is that the producers and 

suppliers are consolidating and getting fewer and bigger. The size of the supermarkets makes 

it possible for them to affect prices by playing different suppliers against each other. For those 

who do not succeed to strike a deal with the big actors in the chain are at risk of getting 

excluded and marginalized. For the rural population in developing countries, the 

consequences are a wide gap between small-scale farmers that are excluded from the market 

and the ones that manage to stay in. It is observed that small-scale scale farmers, without 

                                                
1 Agebjörn A, Björnstrand N (2006) pp2
2 Ibid
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economic assets (capital and resources) and capacity to adapt, will be marginalized from the 

market. Farmers that have assets and the ability to adopt will benefit from this restructuring.3    

In the case of Africa the development and spread of supermarket has been rather slow in 

comparison to other parts of the developing world. The international chain stores have not yet 

in a notable way been established in Africa South of the Sahara. Instead regional chains are 

expanding (many times with the same results), often originating from South Africa. South 

Africa is one of few countries in Africa whose food supply chain is dominated by mega 

supermarkets which dominate more than 60 percent of the entire food sales.4 Four South 

African supermarkets, Pick´n Pay, Shoprite, Woolworth and Spar (which however has a 

Dutch owner in contrast to the other three that are owned by South Africans), together 

dominates almost 90 percent of the market 5 (the African way of Wal-Mart). 

This growing dominance of mega-supermarkets has serious consequences for almost two 

billon people in developing countries whose livelihood depends on small scale farming.6

Individual farmers in a poor country cannot engage with huge supermarkets and multinational 

grocery chains on their own. They need to come together in form of organisations and 

cooperatives to be able to negotiate on reasonably equal terms. This is an example of the 

transformation of the food trading paradigm. This term describes the new clusters and 

alliances that have been established between concentrated companies. For example, big 

corporations have established coalitions with biotech firms and manufactures with food 

processors. The food commodity is transferred from phase to phase, but the position of 

decision making and control stays concentrated at one location. This aspect creates the notion 

of the global patterns of trade regarding food.

The relationships and trade between, for instance, food producers, middlemen, traders, 

supermarkets and consumers creates a path through which a commodity is produced or 

manufactured, sold and in the end consumed. This phenomenon is a description of the notion 

of supply chains.7 These chains create networks where actors trade with one another. As in the 

capitalist world economy, there are actors that are superior to others and therefore can 

                                                
3 Agebjörn A, Björnstrand N (2006) pp2
4 Ibid pp7
5 Ibid pp7
6 Ibid pp2
7 Ibid pp2
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exercise there power to benefit themselves.8 This creates an unequal position when 

negotiating the price of the product. For food producers to trade and bargain on equal terms 

they need to construct a more efficient supply chain.9 This means cutting out as many 

middlemen and traders between themselves and the supermarket, which affect the profit 

margin of the producer. Part of the answer for the food producers to get a better negotiation 

position is for them to have access to relevant market information and organize themselves 

and stand together as a unit. 

The First Mile Project (FMP) in Babati District in Tanzania is viewed as a step in the right 

direction. FMP was a pilot project from mid 2005 to the end of 2007, endorsed by the 

International Fund for Agriculture Development (IFAD) and the government of Switzerland,

in collaboration with the United Republic of Tanzania and the Agricultural Marketing System 

Developing Programme (AMSDP) (which is a seven year programme financed by IFAD with 

the aim to “increase rural poor people’s food security and incomes by improving the 

structure, conduct and performance of the country’s crop marketing system”).10 The purpose 

of the FMP was to teach farmers how to build more equal and efficient supply chains and 

linking the producer to the consumer by using, among other things, information and 

communication technologies (ICTs) (in this study information will be referred to as 

“knowledge, the process of becoming informed, and the carrier of human communication, as 

well as to refer to data, facts and different types of information such as bibliographies, 

statistical and research results”).11 Good communication is fundamental in this project. By 

using cell phones and the internet, rural farmers are supposed to have the ability to exchange 

knowledge or information with one another and receive market intelligence from distant 

places. The farmers were expected to be able to negotiate on more equal terms with access to 

the market information (for example price, quality or quantity). Although communication 

technology was central, the success of the project depended on building trust and 

understanding along the chain.12

AMSDP established “core groups” made up of representatives from Non Governmental 

Organisations (NGOs), district officials and, local traders, processors and farmers, in 14 

                                                
8 Agebjörn A, Björnstrand N (2006) pp2
9 Ibid
10 IFAD, The First Mile Project, Emerging results
11 Manda P. (2002) pp181
12 IFAD, The First Mile Project, The First Mile Story
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districts in Tanzania. These units were to assist producer groups (the farmers) to get in contact 

with other actors in the supply chain and share information with one another.13 Whenever

establishing a new producer group, the AMSDP travelled to villages and proposed to the 

villagers to create a group and join the FMP. If this was achieved, the AMSDP helped the 

group to: create an executive committee, elect a chairman, secretary, and treasurer; designed

facilitation policies that were about how many times meetings were to be held, about fees and 

monthly payments, when to hold elections and other restrictions and obligations members had

to have; trained the executive committee in how, among other things, to open a bank account, 

write and keep a records of meetings; and how to operate the cell phone given to the group. 

The producer groups also had the possibility to train a member in how to create a more 

efficient supply chain and to use the internet based platform Linking Local Learners (LLL) 

where market intelligence were exchanged.14 The trained farmer was to return and 

disseminate the new knowledge to the other members of the producer group. 

In Babati district Tanzania, the FMP had established a core group to help producer groups in 

the district. The producer groups cultivated and traded four different crops; sunflower, simsim 

(seeds out of which oil is produced), pigeon peas and rice. During the time of this fieldwork 

none of these crops were in season, but rice is traded all year around and that is why rice was 

chosen for a case study. Magugu is a village located in The Great Rift Valley where about 80 

percent of the population depends on agriculture for their livelihoods. The area is fertile 

because of the volcanic activity in the past and during the rainy season the area is flooded and 

therefore rice is mainly the only crop suitable for cultivation in this area. Rice is grown both 

as a food and cash crop. Rice farmers in Magugu are not paid enough in return for their labour

which hinders agricultural development in Babati district (in this study defined as “an 

aggregate increase in agricultural output”)15. This means that the affected people have less 

possibility of getting out of poverty because of, among other things, the lack of capital to 

invest in agricultural production. These farmers are now at the interface of the shift in the 

food trading paradigm, and now, to a large extent, need to trade and negotiate with big actors 

in the supply chain.  

                                                
13 IFAD, The First Mile Project, The First Mile Story
14 Ibid
15 Manda P. (2002) pp181
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1.2. Problem formulation

It is an undisputable fact that the big supermarkets, both in micro and macro perspective, have 

come to dominate the food market in Africa. Combined with this, the so called free market is 

not working perfectly and free trade as advocated by the World Trade Organization (WTO) 

does not seem to deliver the positive effects it is suppose to deliver (for instance the notion of

free competition). If poverty is to decline the farmers have to get a better and reasonable price 

for their products and labour. As it stands now, they are facing rising demands to meet the 

new market needs of agro industry and dominating supermarkets, which command product 

quantity, quality and contingency in delivery. Rural farmers without or poor access to 

information, infrastructure and markets (local and/or global) have an unequal power relation 

in negotiating with traders because, among other things, they have little knowledge about the 

prevailing market prices of their farm commodities.

Rural rice farmers in Babati District are not spared from these processes. Their traditional 

ways of production, marketing, and consuming rice have been transformed from a short 

supply chain (producer – consumer/ producer – trader – consumer) into a more complicated 

chain that involves actors not only based at the local level but all the way to the global 

consumers. The implications of these changes will be made apparent in this study. This means 

that the Magugu rice farmers not only need to deal and work with agricultural productivity,

but they also need to be concerned with matters of information and market access. The rice 

farmers, the Magugu producer group, middlemen and traders, the mills, retailers and a 

supermarket (ShopRite), are all actors commanding a certain amount of power along the 

supply chain. The aim of this study is to find out the dynamics of these chains and their 

impacts on the small-scale rice producer in Magugu rice growing village. The problem 

addressed in this study is these changes in the food trading paradigm shaping power relations 

at a local level. 

1.3. Purpose and research questions

The purpose of this study is to compare two supply chains: one that is working within the

FMP and the regular supply chain. The aim is to explore how the two supply chains are 
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forming in the changing food trade paradigm and the implications on small scale rice 

producers in the Magugu village and how the farmers are adapting to these effects. 

The study intends to answer the following research questions:

 Who are the actors in the two supply chains and how do they join it?

 How are they positioned in the supply chains and why?

 How are the actors in the two supply chains linked and how are these linkages forged?

 What are the impacts of these linkages on the actors involved?

 How is information access shaped in the two supply chains and why? 

 How is access to market information or the lack of it shaping power relations among 

different actors in the rice supply chain? 

 What are the overall impacts of these processes on the small-scale rice farmer in 

Magugu village?

1.4. Limitations

The limitations during the fieldwork included but were not limited to: lack of time, access to a 

translator and the possibility of travelling to the field. This made it impossible to track the 

path of the supply chains no further than the Babati district and therefore there was no 

possibility, among other things, to interview Shoprite supermarket which is located in Dar es 

Salaam and the AMSDP in Arusha. There was also a time limit as to our arrival and stay in 

Tanzania. Further, educational visits and lectures during the fieldtrip competed with time 

spent in the field. Because of the lager number of students from Sweden doing fieldwork and 

the limited number of translators accessible to the students, the sharing of translators limited 

the fieldwork. Because I was accommodated in Babati town the interviews done there 

required no transport; but I needed transport to travel to Magugu village which is located 

about 30 minutes drive from Babati town. This required access to a car or bus and a translator 

on the same day. Furthermore, on certain days sickness made it impossible for me to do any 

fieldwork. 

There is some criticism of the sources used in this study. During field work there was a need 

to use a translator to translate from Swahili to English. This extra link opens the possibility for 
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mistakes like; the translator can misunderstand the question (a clue is when the answer did not 

match the question); the person being interviewed can misunderstand the question; the 

translator can misunderstand the answer; the translator can consciously alter the answer given 

from the person interviewed and the person doing the interview can misunderstand the 

answer.16 The limitation of using a translator came clear when interviewing a person who 

understands English (the two civil servants, Mr. William Swai and Mrs. Zainabu Mnubi). 

Those interviews was always more rewarding and informative than the ones where a 

translator were used. To get as close to the truth as possible, cross-checks was made through 

inquiring comparable questions to all the key actors along the value chain (known as 

“mirroring”). Another method that was used in the fieldwork was to compare the answers 

from the respondents located at the same level in the chain. This cross-checking, which is 

founded on a number of diverse key actors at one level in the chain, is a method referred to as 

triangulation.17 All the interviewees got questions about the other actors in the value chain and 

was all asked to define the same notions and concepts new to me. The interviews also got 

mirrored with secondary sources. When talking about cheating among actors in the supply

chain to gain profit was always discussed in a general meaning during interviews to create an 

atmosphere where the person freely could talk about such a thing without feeling singled out, 

especially when it came to the traders, infamous for their cheating. 

The interviews were done dealing with a subject close in time which makes the source more 

reliable. Suggestion, like leading question can be a problem when the language barrier made 

me repeat the answer to the person being interviewed to make it clear if the answer had been 

understood. Also the choice of people to interview was not always random, for example the 

choice of rice farmers and traders was always selected by the guide or translator which could 

have an effect on the outcome of the study.18 The findings made in this study has been 

triangulated but maybe still subjective in some way depending on if a description is one thing 

or another which is a matter of judgement, and therefore should be viewed critically.19 One-

sidedness form sources like IFADs webpage about FMP20 makes the source bias and not as 

reliable.21 By being aware and triangulating the information has enabled me to use it albeit 

with caution. A further criticism of the case study was not to know how the persons 

                                                
16 Thurén (2005), pp59
17 McCracken JA, Pretty JN and Conway GR. (1988) pp12
18 Thurén (2005), pp89
19 Ibid pp18 
20 IFAD, The First Mile Project, Emerging results, The First Mile Story
21 Thurén (2005), pp66
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interviewed responded to the fact of me being a foreigner in Tanzania coming from a 

relatively rich country. This aspect gives the possibility of respondents altering there answers 

for the purpose of giving the answers they believe I wanted and therefore get something 

(cash) in return. No money was ever paid to someone who was interviewed in the case study 

for the purpose of not getting the altered answers. However one person (a trader at Babati 

local market) who was to do an interview refused for not getting paid. This was however no 

problem when other actors at the same level had no problem of being interviewed without 

payment.

1.5. Structure

This study has the structure as follows; Chapter 1, “Background”, gives a background to the 

problem, the new world food paradigm and a description of the FMP and the Magugu village. 

Further the purpose and research questions are described. Furthermore, the chapter describes 

the limitations of the study and its structure. Chapter 2, “Method”, gives a description and 

motive to the use of the case study strategy and qualitative methods. The chapter also contains 

a description of how the fieldwork was carried out in Tanzania and the collection of empirical 

data. Further, concerns and critique of the methods are portrayed and how the analysis of the 

results was carried out. In Chapter 3, “Conceptual framework”, a description of the Global 

Value Chain analysis is given and how it explains power relations between actors in a supply 

chain. Further, the network theory is explained and impotent terms and notions within it are 

clarified. Furthermore, a comparison of the global value chain approach and the network 

theory is discussed. Chapter 4, “Results”, accounts for the empirical data found during the 

fieldwork in Tanzania supported by secondary data found in literature and earlier data. 

Further, the chapter also contains the analysis of the case study with the use of the network 

theory and the global value chain. In Chapter 5, “Discussion”, different aspects and notions 

countered during the fieldwork are discussed. In Chapter 6, “Conclusion” the research 

questions of the study are answered followed by suggestions for future research. In Chapter 7, 

“References”, the references used in this study can be found. In the end of the thesis the 

appendix can be found. 
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2. Method

Several methods were employed in this study. These include: case study method, qualitative 

methods (semi-structured interviews), and secondary data (studies done in the area). 

2.1. Case study strategy

The empirical material in this study has been collected during a fieldtrip to Tanzania from the 

25th of February to the 19th of March (2008). The case study was carried out in Babati district 

in Babati town and in a village named Magugu. The research strategy that was used in this 

study was a case study strategy. It is described as a pragmatic investigation that examines an

event within its existing circumstances, when limitations connecting the context and 

examined occurrence are not evidently apparent, and in which different sources of verification

are utilized.22 This study on relations between actors in the rice supply chain in the Babati 

district Tanzania is a study of an event within its context. Besides, a case study ought to be 

capable of describing a real life story, unfolding actors engaged in it plus the functions given

to them. The case study also has to concentrate on social connections that occur within a 

specific surrounding, explore relations and meaning.23 With this in mind, a case study strategy

is appropriate for this thesis in the regard that it is actor founded, investigating how diverse

actors interrelate and the factors influencing these relations. The focal point of this study will 

be case of the two rice supply chains.

2.2. Qualitative Method

Qualitative method has been chosen for the purpose of gathering relevant information about 

the study. Qualitative methods have been used because of their ability to capture a lager 

picture of the study in terms of perceptions, observations, depth and interpretations in the 

relationships between actors in Magugu.24 Qualitative methods ability to describe a unique 

                                                
22 Yin RK (1994) pp23
23 Ibid
24 Trost J. (2002) pp27
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case study, and obtains much information from few sources. Using on the other hand 

quantitative methods obtain little information from a large source and describe the average 

from observations.25 That is why qualitative methods were used instead of a quantitative 

because the research questions deal with relationships between different actors in a value

chain and not with, for example, statistical data.

2.2.1. Semi structured interviews

I used semi structured interviews to interview the main actors in the supply chain.26 In this 

method some of the questions were prepared before the interview took place, but during 

interview additional questions were raised depending on the answers from the earlier 

responses. The interviews took place at their homes or place of work. The answers were 

written down during the interviews (all the notes collected during the fieldtrip can be found 

with the author). The interviewees were selected based on if they were an actor in the value

chain, lived or worked in Magugu and/or had a relation to the FMP. The search for 

respondents for the study started with getting in touch with someone with knowledge about 

the FMP. Further, the search continued with the producers in both chains and from there 

continued with the next actor along the chains. 19 interviews were made during the fieldwork. 

Four of them were with farmers in Magugu involved in the FMP and five regular farmers not 

involved in the project. Three traders in Magugu were interviewed and also three traders at 

the local market in Babati town. Two mill owners in Magugu were interviewed and two civil 

servants in Babati involved with the FMP. The respondents name will not be used in this 

study, with the exception of the two civil servants, since there was an earlier agreement not to. 

The first interview was with Mr. William Swai, a social economist employed at Food and

Agricultural Research Management-Africa (FARM-Africa) (a NGO registered in United 

Kingdom (UK) working to reduce poverty in south and eastern Africa)27 and a member of the 

Babati core group in the FMP. He was the starting point of the study and gave a good 

introduction to what the FMP was, how they worked and what type crops was involved in the 

project. He also helped me to get in contact with people that could be useful to interview 

involved in the project (mainly rice farmers). Later during the fieldwork a second interview 

with Mr. William Swai was done. This time for the purpose of confirming (“mirroring”) and 
                                                
25 Trost J. (2002) pp27
26 McCracken JA, Pretty JN and Conway GR. (1988) pp20
27 FARM-Africa, About FARM-Africa, Introduction
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triangulating data received through interviews in the field. An interview, with the same 

purpose, was made with Mrs. Zainabu Mnubi team leader at FARM-Africa.

2.2.2. Secondary sources and analysis of content

As a compliment and support to the empirical chapter in this study, secondary sources in 

terms of earlier studies in similarly research areas has been added. With the use of analysis of 

content,28 a study is read, compared and linked to the empirical material in this study. This 

qualitative method has been used in the purpose of increasing the understanding and validity 

of the study. 

2.2.3. Validity and reliability

Validity is about if the results in a study are actually concerned with what they appear to be.29

This study is valid only during the specific time and place (Babati district, Tanzania 25th of 

February to the 19th of March) (2008) when the fieldwork was carried out. Therefore the 

validity of the study must be viewed in light of these limitations. As explain in Chapter 1 

“Limitations”, the study has some weaknesses. However, by using secondary sources, 

mirroring, and triangulating the empirical data the reliability of the study increases.

2.2.4. Analytical approach

The results in this study will be analysed with the use of the Global Value Chain (GVC) and 

the Network theory. The network theory has the purpose of identifying and describing the 

networks within the rice supply chain in Babati district and the relationships between actors. It 

will also be used in the description of the relational strength within the Magugu producer 

group. The GVC will be used to determine the power relations. Therefore, the network theory 

and the GVC are the best possible analytical tools to use when answering the research 

questions and purpose of this study.

                                                
28 Trost J. (2002) pp28
29 Saunders, Lewis and Thornhill (1997) pp82 
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3. Conceptual framework

3.1. Global Value Chain

The approach referred to as global value chain (GVC) analysis initially emerged from studies 

of global commodity chain (GCC) analysis.30 The GVC analysis is used as an analytical 

framework in the two rice chains in Babati. A value chain is the path through which a good or 

commodity travels from the producer to the consumer.31 The GVC does not takes its departure 

in the actions of a particular country or company, but in a large number of activities, for 

instance coordination, that are necessary to carry particular merchandise from its production 

to its consumption and further. This consists of activities such as production, distribution, 

marketing, design, and governance of the whole procedure.32 As it is in the case of the 

Magugu rice, where it is produced, sold and traded with, marketed and retailed in a 

supermarket and later consumed.

The term global value chain is described as “configuration of coordinated activities that are 

divided among firms and that have a global geographical scale”.33 Although the rice supply

chains in Babati do not have the ‘global’ content, my understanding is that the GVC concepts 

and approach is relevant and applicable to my case study. The term value with in the GVC 

analysis refers to the process where each phase in the chain, a new actor gets involved and in 

general some value is added.34

The aspect of chain advocates a focal point on vertical relationships linking producers and 

buyers and the path of a service or good from the supplier to the consumer. This consists of an 

approach centred on flows of finance, material resources, information, and knowledge among 

suppliers and buyers. This is why, among other things, this analytical approach was chosen 

for this study, as it gives a clear view of how actors within the chain are linked. Processes of 

                                                
30 So A (1990) pp187
31 Gibbon and Ponte (2005) pp78
32 Raikes, Friis Jensen and Ponte (2000) pp6
33 Gibbon and Ponte (2005) pp77
34 Raikes, Friis Jensen and Ponte (2000) pp3
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competition and coordination between actors functioning at the same level of a specific 

market are not given as much consideration in GVC analysis.35

In GVC, production is often out-sourced to a decentralised competitive system of producers, 

increasingly located in the least developed countries (LDC) where the cheapest production 

and the lowest wages can be found.36 In the case of Magugu farmers, the big traders and 

supermarkets are outsourcing rice farming (within that framework) to numerous farmers who 

are bound to sell only to those supermarkets. Although one of the appeals for Western 

companies to outsource to LDCs is viewed as cheap labour, a further significant aspect is 

viewed as directorial flexibility in lead companies.37 Even though, GVCs is not depending on 

cheap labour for its continuation. It is argued that locating cheap labour is a lower-order (dead 

end) issue in competitiveness for the minor company, in contrast to higher-order aspects, for 

instance, ”proprietary technology, product differentiation, brand reputation, consumer 

relations and constant industrial upgrading”.38 In this respect, GVCs also include a 

directorial foundation for LDCs companies’ involvement in global trade. It is as well 

beginnings for LDC’s companies to try to better their position in the GVC (upgrade).39 As a 

result, participation in GVC can be viewed as a way access social capital and, precious 

competitive resource in the global trade. Nonetheless, in the regard that such rewards are 

conditional on membership of a GVC, further they can be viewed as a way to reject actors 

reluctant to recognize the circumstances and the bigger costs that are likely to go together 

with them.40 Furthermore, this emphasize the power in key actors and their ability to include 

less powerful actors to execute undesirable production and value adding activities, or on the 

other hand to reject them from the GVC.41 In the case of the rice producers in Magugu, have 

getting involved in the FMP, has given them advantage of accessing social capital available 

by adapting to meet the requirements of the value chain. 

Governance is connected to subjects of power relations and authorities within GVCs. Two

structures within the GVC have been identified; in producer-driven GVC, where the barriers 

to entry are situated in large-scale, high- technology facilities, concerning heavy instruments 
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and large economies (for example the aircraft and car industries). In this case the 

manufacturer is the key actor.42 The second structure is the buyer-driven GVC, which in a way 

have low barriers to entry. This makes the producer inferior to the key actor controlling 

marketing and designs (retailing and international brand-names).43 In this structure profits are 

concentrated in the upper part of the chain and barriers to entry are high. For example in 

Magugu, the powerful actors are the supermarkets (ShopRite), and the middlemen and traders. 

The rice producers are in the inferior position and are just price takers. It has been pointed out

that depending on the type of buyers found in a wide range of lead companies generally might 

influence actors within chains in diverse ways.44 Such buyers are incorporated in branded 

markets, retailers, international traders, and industrial processors. The intensity of influence 

has an inclination to be great in GVCs led by branded markets, industrial processors, and 

retailers than in chains led by global traders. Therefore, governance is the procedure of using, 

control within the chain in the course of the requirement of what kind of goods requests to be 

supplied, how it ought to be created, to what price, and when and in what quality and 

quantity.45 When a cluster of companies of specific purpose positions in a GVC and is able to 

influence who does what (at what time and on which standards, at what price, to what 

specifications,) within the chain, they are referred to as being in the “lead position”.46 In the 

Magugu supply chain the middlemen and traders have influence on the rice price in 

negotiations with farmers. However, the actor in the “lead position” is Shoprite when they 

control the delivery schedule, require a certain grade (the highest) on rice, and sets the price. 

The barriers to entry have implications for exclusion and marginalization in the GVC 

approach. Exclusion is in this study used to describe the failure to enter, but also the rejection 

from GVCs. 47 In Magugu, rice producers stand before the challenge of being excluded if not 

able to keep up with the requirements of the buyers, supermarkets and the global market. 

Marginalization is in this study described and used as “the downgrading to less remunerative 

and/or secure end-market segments or channels within a given supply chain”.48  To stay 

competitive in GVCs, producers need to match a rising of functions and firmer performance 
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requests otherwise actors are at risk for marginalization.49 This shows how power and its 

dynamics are important in the analysis of value chains including the rice chains in Magugu.

There is a necessity to distinguish power relations and coordination mechanisms in the 

investigation of GVC governance. A narrow perspective of governance spotlights on “the 

agglomeration of individual interfirm relationships at various points in the chain”.50 While a

wider perspective investigates relations of power visible in subjects of influence, but also the 

“asymmetrical ability to take make or buy decisions and consequent asymmetrical flexibility 

to shift between partners”.51 With this approach, governance is what connects the practical 

distribution of activities within the GVC to a precise division of resources and allocation of 

profits. One of the most important aspects of the GVC analysis was its integration of power in 

financial transactions, relations and compliance to the functions of power within it.52

However, one of the challenging features of exercising power among actors within the chain 

is that once formerly initiated into an analysis and however clearly and well defined, it has an 

inclination to be viewed by critics as an all-or-nothing condition.53 In fact, the difference 

between producer driven and buyer driven GVCs does not stop GVC analysts from 

recognizing that diverse levels of power do exist in the chain.54 The definition of GVC as “a 

network of labour and production processes whose end result is a finished commodity”55 is a 

description that loosely considers power relations within the chain. However, I am keeping it 

in mind that value chains are structured by powerful key actors when I am using it in the 

analysis of my field data. This same concern was also raised by Raikes et al in their study of 

global commodity chains and the French Filiére Approach.56  The two value chains in this 

case study consists of: the chain involved in the FMP (the chain where the farmers are 

organised and members of the FMP); and the regular chain (the chain where the farmers are 

not organised in any way).

                                                
49 Gibbon and Ponte (2005) pp159
50 Ibid pp78
51 Ibid pp84
52 Ibid pp85
53 Ibid pp87
54 Ibid pp87
55 Raikes, Friis Jensen and Ponte (2000) pp10
56 Ibid pp10



20

3.2. The network theory

Informal markets utilize the defects of the formal financial system to compensate and thrive in 

inadequacies of the latter. Subsequently to the implementation of SAPs in Tanzania during the 

mid 1980s, various parts of the population, particularly the poor living in the urban areas,

started to progressively rely on the informal local systems or network as a way to support

each other.57 The informal trade occurs when a private relationship among actors are

prohibited for the reason of social stratification, or the sort of service fell outside the type that 

was right with the principles of family and friendship solidarity.58 Informal trade operates 

alongside the formal system and not at random. However, in such a manner that they were 

founded on main beliefs comparable to those established in patronage-founded system

(referred in this study as the support, encouragement, and many times economic assistants 

given by an organization or individual).59 In this regard, members in the Magugu producer 

group help each other in other aspects other than in trade and in price negotiations. In 

addition, each informal network differs by country and culture and the regulations that 

administrate every informal network transform according to the imminence of individuals

involved in the trade as well as by to the risks concerned.60 Therefore are the value chains

within the network in the Babati district, to be viewed with that in mind.

It has been stated that humans are a social being that have an instinctive necessity to create

relationships with others of their sort.61 Community, ideological or associational aspects may 

inspire to such relations. A relational pattern could then be created out of these sets of 

conceptual contacts, as in the Magugu producer group or the supply chain as a whole.

Additionally, the patterns regularities present the growth to what is perceived as structure.62

The relational ties strength in social networks is a significant aspect that establishes the 

potential of the group for joint activities, which in turn decides how the set of connections will 

act.63 In the Magugu producer group the strength of the relationships among members are 

strong in comparison to the actors of the network as a whole, and this aspect has determined 

the (potential) success of the group. The theory proposes that after a period of time actors
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within a network build up mutual interests and aims that in the end leads to the creation of 

mutually acknowledged expectations and rules that generates role opportunities and 

obligations of unity.64 Throughout actors stay linked to each other and common behaviour and 

interests surface whereby no one can make a decision by her/himself.65 This aspect of the 

network theory is reflected in the fact that the Magugu producer group has established 

common policies and aims that makes them work as a unit within the network of other actors 

along the rice supply chain in the Babati district. 

Networks have been described as having at least two functions. First of all, networks are 

described as containing an important function in poverty reduction, as they are considered as 

one among a number of categories of social securities in which the marginalized people join

to improve their welfare, incomes and services,66 as later shown in the case of the Magugu 

producer group (Chapter 5.3 “Analysis”). Second of all, networks of “personalised relational 

ties” are viewed as important factors of trade effectiveness. Networks are thought to ease the 

admission to market intelligence, develop the achievements of companies and the 

implementation of business agreements. Further are these aspects starting to transform into

options to governmental establishments.67 Market liberation in Tanzania generated the 

informal economy when the private could not fill the gap of the government. This has in the 

Babati district created networks in the rice supply chain, where some are more efficient then 

others. 

3.2.1. Actors

The notion of “networks” has progressively developed into a vital analytical tool in a broad

series of disciplines within a discourse that is usually referred to as a “social network 

analysis”.68 One of the most central notions applied in this study is that of actors. An actor 

can be, among other things, an individual, organization or company. In this study there are a 

number of different actors involved in the networks and value chains, for instant, the rice 

farmers, the Magugu producer group, mill owner or ShopRite. In network analysis the main 
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problem is to comprehend the link connecting these actors and the repercussion of such 

connections.

3.2.2. Relations and relational ties

An additional central notion is the one of relations. The essential element of the Network 

theory is the one of relationships (describe as “relational ties of specific kinds or by 

linkage”)69 between interrelating actors. The features of these relational ties or linkage are 

alleged to take place from structural or relational development.70 An additional functional

notion is the one of relational ties. That is what links people to one another. The most 

important characteristic element of a relational tie is that it creates connections among actors.

The theoretical approach that is used to measure the network organization’s quality of

relations is; the size of the network (for instance the amount of members within the network);

resilience of network (for instance how sustainable are the primary relationships); the 

substance of relationships (for instance the reason for why the network was established).

Further features that are incorporate are aspects like reciprocity, density, clustering, and

regularity of communication, ease of access, and the amount of attachment, for instance

transparency, confidence, level of trust, and collaboration between other actors.71

3.2.3. Common interests and aims

After some time, actors in a network grow common interests and aims that direct and give 

final shape to a set of generally acknowledged rules. These rules encourage relations. The 

actors in the rice supply chain in the Babati district share these rules, adjusting them to each 

other. The rules control social interactions and actions within the field or fields to which the 

relationships are concerned. In this case study it is the trade with rice in the Babati district. 

The rules as well identify how diverse groupings of actors in the network will cooperate, to

what reason, and, when and where.72 In this regard, one of the focal points of this case study 

is the network within the Magugu producer group. The network has to have a value and to be 

efficient allow members to neutralize threats in their surrounding environment and exploit 

opportunities. It also ought to have distinguishing abilities that are different in comparison to
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other networks (uncommon) and it should be feasible to emulate.73 In this case, a producer 

group’s struggles to negotiate on more equal term with big key actors along the rice supply 

chain in the Babati district. A network should, in economic terms, be capable to produce a 

high quality product or service or be able to develop and create lower costs. A lack of those 

features could make the network unable to influence marketing processes and make it 

inefficient. Networks subsist as a part of a broader political and socio-economic system and 

they are created in order to at a specific time and geographical area, meet the specific needs of 

specific people. Will the farmers in Magugu be able to meet the demands of the new food 

paradigm where big supermarkets dominate the rice supply chain?

A great deal of literature has been written regarding the roles of relationships and networks

that exist among traders.74 A case study in Madagascar of rice farmers75  found that 

relationships and networks between traders was the most central feature for success in 

business and that those with more prosperous and larger businesses were those that had the 

best and rewarding relationships. The above case study also demonstrated how networks help

to prevent or deal with contractual difficulties, facilitate access to credit, to mitigate risks, and 

to regularize trade flows. In a case study of marketing networks and women traders in 

Kilimanjaro region in Tanzania,76 informal networks during the economic crisis, were found 

to be a new manner of co-operation, mutual help and self-help. In this regard, the Magugu 

producer group and its involvement in the FMP can be viewed in the wider aspect of poverty 

alleviation in addition to the aim of creating a more efficient supply chain. 

3.2.4. Comparison of GVC and network theory

In comparison to the GVC the network theorists tend to turn their attention to the reasons to 

why networks exist, while GVC analysts are more focused on the consequences of such 

institutions. These aspects of the analytical approach and theory are the reason for choosing 

them both. Other differences are that GVC are complex webs of contracts and agreements that 

are subjected by key actors, were as network theorists are more likely to view relationships as 

dynamic institutions created for the purpose of self help in a situation of vulnerability. 
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Network theorists do not pursue the significance of economic power.77 Network theory has a 

flaw when it comes to “relate micro-level interactions to macro-level patterns and take into 

account the direction of communication”.78 Whether relational ties can be utilized for

channelling influence or not is based on where an actor is located in the network. In a network 

it is feasible for communicated information to go in one way and actors may be located very 

different, either to exercise control or to be controlled themselves. 

4. Result

Tanzania has, as numerous other countries on the African continent, shifted into a neoliberal 

epoch. This transformation began during the mid 1980s, after twenty years of socialist rule 

and a centralized economy.79 The restructuring led the International Monetary Fund (IMF) to 

announce that “the authorities are transforming perhaps one of the most regularized 

economies in Africa into one of the most liberalized”.80 The country’s liberalization policies 

altered the regulations of the social situation in economic and political life by providing 

individual actors more space to manoeuvre. With liberalization, the boundaries have shifted 

between the unofficial and official, or the illegitimate and legitimate. It is in this sphere that 

social networks, among other things, grow in the absence of a government or private actor to 

supply with social services.81

4.1. The regular value chain

In this case study, the first actor that was identified along the supply chain was the producer. 

(Figure 1.) The producers in this case were rice farmers in a village named Magugu. 
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Figure 1. The regular rice value chain in Magugu

All rice farmers are categorized in to three different levels; high, middle and low. 

Low level farmers: cultivates one to two acres or less (one acre equals 4 047 m²), has no 

access to irrigation and is therefore depending on rain fed farming (rain season between mid 

October to March-April)82 and can because of that only get one harvest per year. The Farmers 

are greatly affected by dry spells when they loose a big part of the rice harvest. Their land is 

located in the periphery in relation to water resources. They have little or no cash and have a 

hard time to feed the family all year around. The farmers must sell his or her labour on other 

farms for weeding for example the use of a plough. They are often in debt and must therefore 

pay back in rice because of the lack of cash. This forces the farmers to sell at a lower price in 

comparison to the local market price. The trade often takes place at the owner’s farm and 

therefore the farmer seldom processes the rice at the mill. Furthermore, he has no access to a 

weighing-machine and therefore must depend on the buyer’s scales. He/she depends on rice 

both as a food and cash crop which makes it hard to save seeds for sowing during the next 

season when food security is low.

Middle level farmers: cultivates often about five to six acres (but also from three acres up to 

eight acres), has access to irrigation if there is enough water upstream depending on how 

much it has rained and how much water upstream farmers use. Their land is located in the 

semi periphery in relation to water resources. The farmers have the ability to access food all 
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year around which makes the food security high. They are seldom in debt, processes the rice 

at the mill and rent storage at a warehouse to sell when the supply of rice at the market is 

lower and the price higher. The farmers grow other crops during the dry season like maize and 

vegetables and are able to cope with dry spells even though much of the rice harvest is lost.  

High level farmers: cultivates often about ten acres or more and has access to irrigation all 

year around because their land is located close to the core in relation to the water source. That 

makes them able to have two harvests a year and the farmers have no problem to sustain their 

livelihood and have good access to cash. The farmers own tractors, oxen, weighing-machines

and all the other equipments and machineries that are needed when cultivating rice. They also 

rent out to other local farmers. They also loan money to low level farmers and buy rice from 

them as well. Further, processes the rice at the mill and own warehouse that they rent out to 

other farmers. The farmers grow other cash and food crops all year around. 

In the regular chain, in many cases the low level farmers have little or no knowledge about 

costs of producing rice. When asked about their production costs during interviews, the reply 

was always a number. But after further inquires of the costs of for example seed for sowing, 

rent of machinery or fertilizer the farmer many times had very little knowledge about their

expenses and therefore very little profit was made when the rice was sold. During interviews 

some people spoke about farmers trying to cheat buyers when it came to quality and quantity, 

because of this the trust between the actors was low. 

“Farmers are no better then buyers when it comes to cheating the prices. They always try to get a higher price 

even though the quality of the rice is poor.”83

In a study about the dynamics of the local markets in post-socialist Kilimanjaro Tanzania,84

the author concludes that when negotiating the price of grain the discussion of the quality 

includes consideration of its colour, origin and age. The actors can dispute these subjects at 

length; many times none wants to surrender to the other person’s assessment, when this would 

mean admitting to the other actor’s say for a better price. Further, when selling a small 

amount of grain, the farmer generally has to agree to the local middlemen or trader’s price. 

However, the consideration of the quality of the grain is the primary chance for both trader 
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and farmer to review how well the other actor is informed. The price negotiations are the 

foremost situation within rice trade where power between actors is exercised. 

The next actor in the regular value chain is the local middlemen and traders (Figure 1.). The 

traders that bought rice from the farmers in Magugu were international (among other 

countries, Kenya), national (many times high level farmers) or local traders or local 

middlemen. Numerous of the international and national buyers take their rice to Arusha where 

it is sold and distributed all over the country or the world. The local traders sell the crop 

within the district’s boarders at the local market in towns. In negotiating the price with the 

farmers the local middlemen and the traders have the upper hand, especially when it comes to 

trading with low level farmers. Because of their vulnerable situation, this type of farmers is in, 

on many occasions in debt to the buyers and must sell when the supply is high and the price is 

low. Farmers are often forced to sell to a price lower than the one at the local market. This is a 

good example of were middlemen and traders influence the rice price with the use of there 

superior position in the value chain.

The local middlemen and trades complained about how the farmers try to cheat on quality and 

quantity. But at the same time all of the interviewed confirmed the extensive cheating by the 

local middlemen and the traders when trading in rice. Most common is the tampering with the 

weighing-machine so that the scale measures lower in favour for the buyer and a disadvantage 

for the farmer, and that is the reason most farmers want to own their own weighing-machine. 

Another way of cheating is what is called “rumbesa” in Swahili. That is when the buyer is 

stuffing and pushing the rice bag to the maximum with rice so that the trader get more in the 

bag than it was intended for in the beginning. The farmer gets paid for a “normal” sized bag 

but is loosing profit because of the “rumbesa”. The government in Tanzania has been 

involved and created laws deciding how big the rice bags are to be. The interviews show that 

different actors in the value chain have diverse perception about the rice bag size. The farmers 

perceived the bag as containing 90 kilo of rise, meanwhile the traders perceived it as a 100 

kilo bag and the civil servants saw it as an 80 kilo bag.

“It is bad that buyers use “rumbesa” because that makes the farmers not wanting to trade with them in the 

future.”85
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However, for low level farmers are “rumbesa” a fact and almost impossible to do anything 

about when they are inferior in the bargaining position with the trader or middlemen. In a 

study about the trade and negotiations at the local market in Kilimanjaro Tanzania,86 the 

author concludes that most of the traders have several (two or three) measuring containers that 

they state every one of them are the same size, for example one kilo. These are often old 

plastic or tin containers. Further, on top of the size variations, the vessels are many times 

further altered in varies ways to formulate them to smaller ones. Plastic vessels are often 

reduce in size by cutting a part out from the bottom or side and reattaching the lasting parts by 

utilizing fire or heat, or by putting it in hot water. Shrinking of the container’s size were many 

times so cleverly made that it was difficult for an individual to establish if there was no 

unchanged container available for comparison. Various middlemen and traders had diverse 

vessels to select an appropriate one following sizing the person up. Additionally, the 

determination of the quantity to get bought was a similarly an elusive procedure. Equally the 

buyer and trader had an interest in the way the container was filled. A vessel ought to be 

packed to the smallest amount somewhat over the top edge, however to what extent differs 

from one business deal to another. The knowledgeable purchasers were attentive of this 

cheating and remain on watch on the dealer’s actions.87 The extensive cheating among 

farmers, middlemen and traders has made the relationships full of mistrust and suspicion, and 

all trade is expected contain this element. 

The next actor in the value chain is the mill (Figure 1.) where the rice gets milled. The price 

of milling one kilo rice is 20 shillings (0,016 US dollar, 11 April 2008) and a rice bag of 90 

kilo after processing becomes 45 kilo of milled ready to consume rice. The rice is divided in 

to three different categories depending on the quality of it. Grade one is the best rice, the one 

that can be bought in supermarkets. Then there are the two lower categories were the quality 

is poor, which is also reflected in the price of rice. When harvested the rice is most fragile. If 

not harvested when ready the quality of the rice seeds decreases, which often happens to low 

level farmer that need to work at other farms during harvest, living their own crops to 

deteriorate. When the rice has been harvested it is put in the sun to dry, but too much 

exposure of sunshine makes it fragile and the rice grains easy cracks during processing in the 

mill and exposure to late rains during drying can cause fungus to develop on the wet seeds 
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and make it useless.88 Different types of rice also affect the pricing. One way of knowing the 

quality of rice, is to use a grading machine. The machine gives a certification of the quality 

which gives the seller a better position when negotiating the price with the buyer and buyers 

looking for a special type or quality of rice know what they buy. Many times the farmers get a 

lower price only because of there inability to prove what quality their rice has. This aspect 

again puts them in an inferior position in price negotiations. 

The next actor in the regular value chain is the traders (Figure 1.) and in many cases it is the 

same person who takes rice to the mill and sells it on the local market if the trader is a local 

trader. But if the trader is selling on the national or international market the rice changes 

owners several times before reaching the consumer. The largest expense that traders have is 

the transport costs. Depending on if the traders owns the vehicle or have to rent a truck or 

space in a truck the costs differ. All traders interviewed said that the rice always was 

transported by truck nationally. Other transport alternatives were not accessible or not cost 

efficient. One of the local traders in Babati even made a loss because of the transport costs. 

He sold the rice for 900 shillings per kilo at the local market in Babati town and he had 

bought it for 800 shillings per kilo from a farmer. The cost for processing the rice at the mill 

was 20 shillings per kilo and the rent for space in a truck was 100 shillings which he had paid 

in rice. This makes a total amount of 920 shillings per kilo and a loss of 20 shillings for every 

kilo rice the trader sold at the market. The reason the trader was selling for this bad price was:

“Because the quality of the rice is low and I need the cash.”89

When he did not pay the transport in cash but with rice instead he lost track of the accounting 

and therefore made a bad choice when pricing the rice. As in the case of low level farmers, do

not middlemen and trades have capital and was an entrepreneur managing a small businesses. 

This aspect has made the marginal for errors small and the risks big, which in the end affects 

the behaviour of the actor.

The last actor in this chain (Figure 1.) is the consumer that will be more closely discussed in 

the end of the other rice supply chain. 
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4.2. The value chain involved in the FMP

The first actor identified in the value chain involved in the FMP was, as in the regular chain, 

the rice producers (Figure 2.).

Figure 2. The value chain involved in the FMP

The farmers in the producer group in Magugu had before getting in contact with the FMP 

been organised in the Savings and Credit Cooperative Society (SACCOs) which are a member 

owned village bank, where the capital comes from the members savings and the shares they 

bought in the bank. Theses village banks are democratic institutions governed by elected 

committees.90 When the producer group in Magugu joined the FMP in mid 2005, they had 40

members that in the end of 2007 had increased to 160 members. The entering fee for joining 

the group 20000 shillings (16,5 US dollar, 10 April 2008) but it can also be a chicken if the 

farmer has no cash. Earlier it was 5000 shillings but the consequence was that many joined 

but were not as invested in the work and concerned about the progress of the project which 

made the more ambitious and serious members to leave the group. By raising the fee the more 

ambitious retuned and the others left. They have general meetings twice a year and the 

executive committee meets once a month. The FMP turns in first hand to small scale or low 

level farmers when they are the ones in need of such a programme because of their 

vulnerability towards, among other things, marginalization because of the new food paradigm. 
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“We, low level farmers, are the ones that suffers and that is why we join the FMP.”91

The Magugu producer group is made up of 80 percent low level farmers, 16 percent middle 

level farmers and 4 percent high level farmers, and 60 percent of the members are women and 

40 percent are men. They are now able to pay a salary to the secretary and the treasurer and 

the group is the success story of the whole FMP. The low level farmers, who do not join the 

FMP, do not do that because of the lack of knowledge about the project, absence of progress 

and profit for the amount of time invested in the FMP or the lack trust and the fear of getting 

cheated by other farmers (high and middle level) in the group. Money was never the issue for 

not joining, it was mostly pride. 

The producer group sent one of their members to get educated on how to build and create a 

more efficient supply chain that was then later spread to all of the members to the group 

through workshops. The farmers got educated in among other things, how to do a analysis of 

what crop is the best suited to grow in that area (rice), a baseline survey of were they found

out all of the costs included in rice production and how in the best way to cut out the 

middleman and directly negotiate with the big buyers. The Magugu producer group took a 

loan and took part in “AMSDP´s warehouse receipt scheme”.92 This made it possible for the 

members in the producer group to store their harvest until the supply for rice decreased and 

could be sold for a higher price. Earlier they sold their rice for 100 shillings per kilo to the 

local traders and middlemen, now a day they can sell for about 600 shillings per kilo. The

general perception of the AMSDP is divided. On one side the group members are pleased that 

the FMP helped them with education and with the building of a warehouse. But on the other 

hand betrayed when AMSDP promised to help them to get in contact with a big buyer which 

they did not, as well as help them to get a loan for building and buying a mill and grading 

equipment and soon after that the programme was phased out. 

In a study about the dynamics of the local markets in post-socialist Kilimanjaro region 

Tanzania,93 the author concludes that having knowledge and being informed was fundamental

for business achievements in various ways. For example, a farmer, trader or middlemen can 

collect huge profits through being knowledgeable and educated before others regarding
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modifications in prices, trade opportunities and policies across various markets and areas.

Additionally, the person could as well beside that sustain big losses by not being informed 

about, for example, changes in policies and firmer controls with traders or other actors further 

up the chain. Knowledge on how to share, acquirer, and hold back market information is 

fundamental even for lager actors as it is for the small-scale traders. As individuals exchange

various kinds of information, people in addition construct and sustain the social networks that 

are vital in for their business. Various forms of information are generally passed on 

unofficially and by face to face contact at, among other places, the market. Apart from the 

open market, the bars, homes, churches and minarets are the most important places where 

various kinds of information are spread. With this in mind, it is clear that the access to market 

information is crucial for the success and profit in rice trade and can make a difference in 

power relationships in negotiation. 

The next actor in the value chain is the mill (Figure 2.). As in the regular chain the rice gets 

milled, categorized and graded depending on the earlier factor. In the contact with the actor 

(mill owner) the Magugu producer group has no special arrangement to create a more 

efficient supply chain. The members of the group are in businesses with the mill in the same 

way as all the other rice producers in the area. The transparency and trust for the mill owner’s 

price (equal fore every one) was high as the price of milling was advertised on the outside 

wall of the mill. Therefore everyone knew what the price for grading one kilo rice was (20 

shillings).  

The next actor in the Magugu producer group value chain is the trader (Figure 2.). In this case 

the trader is among others, Shoprite, a large supermarket found in Dar es Salaam in Tanzania. 

The company is South African and is the one that is establishing itself at a rapid pace in the 

southern parts of African.94 The farmers in the Magugu producer group explored the Magugu 

rice value chain and discovered that Shoprite was retailing their rice at a premium price. This 

made the farmers to get in contact with the supermarket to create a contract between the 

actors to cut out all the middlemen in between. Another big trader the Magugu producer 

group is in contact and negotiating a deal with a hotel selling the Magugu rice at their 

restaurant. In these negotiations the power resides with the buyer, but by meeting the buyer in 

                                                
94 Agebjörn Anika, Björnstrand Nina (2006) pp7
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a group with confidence and access to good market information makes the power relation 

more equal than it otherwise would have been.

The last actor and the end of both chains are the consumers (Figure 2.). The Magugu rice, 

famous for its aroma, are produced by farmers at different levels and at the same time 

consumed by different categories of consumers. Some of them buy it at a premium price at 

Shoprite in the big town or at a fancy restaurant in a nice hotel, or maybe the consumer goes 

to the local market in Babati town where the person try to make up its mind what quality level 

of rice he or she is going to choose for dinner. The consumer can even be in another country 

not having any idea of where Magugu is located or the long journey the rice has made, being 

traded between different actors in a value chain. When the rice, in the value chain, is sold 

from farmer to trader or trader to trader the price depend on when the farmer choose to sell 

the rice (supply and demand), the quantity when sold, what the power relation is between the 

buyer and seller (depending among other things on access to market information), what type 

of rice and the quality of it, this in the end decides the price the consumers have to pay.

Everyone interviewed owned and used a cell phone, with no regard to whether he or she was a 

member of the FMP. Everyone spoke about what a big difference during the last five years the 

cell phones has had on the access to market information. Before this revolution the farmers 

had to sell their rice at any price given to them and local middlemen and traders had at a 

venture to drive to Arusha not knowing if they would get a buyer and at what price.

“Before I got a cell phone I always had to transport my rice to Arusha trying to find someone to buy my rice and 

to a good price.”95

Only one person from the people interviewed (except the civil servants) knew how to use the 

internet but had no access to a computer with internet access in the village, so the accessibility 

was poor. This has made the LLL somewhat of a failure in Magugu, although the LLL 

themselves at there homepage speak of their success.96

Even though the amount of rice producers that was in possession of a cell phone was growing, 

still the billboard was perceived as an important implement for guaranteeing that market 

                                                
95 Respondent number 15. (Translated from Swahili to English by translator.)
96 Linking Local Learners – Impact Stories. Webpage. 
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intelligence reach all of the village citizens. Although not every person had possession of a 

cell phone the majority had access to one (through friends and family). But still it was not 

feasible for an individual to text a Short Message Service (SMS) to each person who did own

a cell phone. What the citizens of Magugu did was to place the market intelleligence on the 

local billboard, where it was available to all village members, whether the members to the

FMP producer group or not. In Magugu the billboard information is updated every week. The 

Internet and cell phones are creating extensive new prospects for low level rice farmers in

Tanzania, but when building collaboration and trust between actors alongside the chain, face-

to-face contact remains difficult to beat. All of the actors interviewed involved in the supply

chain want to meet the person face to face they do business with, contact just over the cell 

phone is not enough.   

4.3. Analysis

It is clear that the actors in both of the supply chains have established relationships. This 

relational structure has created supply chains where commodities (rice) changes hands 

between different actors. These relationships are based on business and trade and are of a 

professional nature.

4.3.1. The regular value chain

In the regular chain these relationships are filled with mistrust of all the actors towards one 

another. Farmers do not trust traders and buyers and traders and buyers also do not trust the 

farmers for the same reasons, of the fear of getting cheated on price, quantity and/or quality. 

In contrast to the chain involved in the FMP, the actors, for the most part the rice farmers, try 

to build trust and transparency along the supply chain, something the actors along the regular 

rice supply chain has not managed to do. This is in the interest of the middlemen and traders 

who gain from this because of their superior position (they have access to, among other 

things, market information, weighing machines and farmers many times own them money). 

The liberalisation of the market system in Tanzania during the mid 1980s has opened the 

possibility for private actors, among others, the middlemen and traders, to fill the place of the 

government crop marketing agencies. But many times this has created a gap between the two 

and an informal part of the economy has been established. This collapse of the formal 
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establishment has been a proof of the rice supply chains flexibility and ability to adapt 

changes in the economic environment, even though the new system contains flaws.

In this informal sphere the rice farmers in Magugu are left alone to deal with traders and 

middlemen that want to trade with them. Depending on the power relationship in the 

relational ties between the actors determine the “game rules” of negotiations. In the rice 

supply chain, these rules and expectations are reinforced and personified by characteristically

practices and social structures. For instance, which actors trust each other and who is expected 

to cheat. Actors within a network would therefore as a rule, as in the regular rice supply chain, 

expect every actor along the supply chain to perform by network’s expectations, opportunities 

and potential. Supported by this notion, the connection linking network behaviour and 

structure are seen to be reasonably straight in this case (the traders and middlemen are 

expected and has the opportunity to cheat and therefore do so). These patterns of relationship

can be understood as containing and having a great influence on actor’s actions in the context 

of decision-making and determining the price, but also for the conduct in which they relate to 

each another’s mode of communication, roles and functions. 

In the regular chain the rice farmers were (especially the low level ones) inferior in 

negotiations with other actors in the chain. There situation had its basis in the fact that they 

often were in debt, had little or no understanding of costs of producing rice and they got 

cheated in the trading deals. The farmers lacked both the financial assets and the market 

information to gain any influence in negotiations. Further, both the rice farmers and the 

middlemen had little capital, were spread over the area and managed small-size businesses.

This makes the marginal small and the risks great in a business point of view. This aspect can 

give the superior actors within the Magugu rice supply chain even more influence in the 

power relation between them. As the requirements of buyers (and consumers) increases and 

the marginal are slim, can a rice farmer easily be excluded and marginalized from the chain if 

the leading company (buyers and supermarkets) increases the requests (price, quality and 

quantity) of the producer. With this in mind, the superior actors within the supply chain give 

an example of directorial flexibility. 

Negotiating was believed to be a personal matter and the producers had restricted influence on 

the negotiation process with more powerful actors along the supply chain, which in turn left 

them exposed and vulnerable to the market environment thus making them price receivers 
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instead of price formulators. Surely this notion may perhaps be used to describe why rice 

farmers were forced to sell their rice at a lower price than on the local market. In contrast, the 

chain involved in the FMP the price bargain and connections with all the main actors along 

the supply chain have created market transparency and assisted the reduction of tricks and 

cheating and the mistrust that made the fair trade impossible earlier. The price were still 

decided by the buyer but everyone “played with open cards” and were well informed, both the 

Magugu producer group and the buyer, before sitting down at the table and negotiating the 

price. This is an aspect lacking in the regular value chain. 

The value chain can provide social capital (increased profits and food security) if the farmer 

meets the requirements of the superior actors in the chain. Further, the rice producers 

contribute with competitive resources in the global trade. But if in the value chain, the rice 

farmers do not have the right connections (network) and access to relevant market information 

and the chain can be a threat for the rice farmer’s livelihood. Even though the rice farmers in 

the regular chain in the Babati district are not organized in any way they still belong to a value 

chain and a network of actors. But because of the high competition the rice farmers are 

struggling and the supply chain do not bring much social capital. The risk of getting 

marginalized and excluded form this GVC is a big issue. Lack of a network can lead to the 

elimination as an actor from the global trade. 

The rice farmers belong to a social network beside as an actor in network of the value chain. 

As stated earlier (Chapter 3, “Conceptual framework”) humans are social beings and 

therefore connect and create relational ties with other people. They exist in a social context of 

friends and families. These relationships are considered to be based on love and friendship 

and the foundation of where they can find social security. These relational ties are not of a 

business and professional nature. That is why the farmers do not have common aims and 

therefore do not work together as a unit to establish a more equal and efficient rice supply 

chain. Not to say that these social networks are unimportant, but there nature is not 

compatible with the notion of the struggle with the expanding supermarkets and what threats 

that comprehends (among other things, greater demands for agro industry, better qualities and 

lager quantities). 

Supply and demand, along the supply chain, was not the single determinants of the price when 

actors were bargaining. It also depended on quality, quantity and what type of rice that was 
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sold. But large parts of the market information that had the possibility to help price 

negotiations were many times inadequate and the majority of the business connections depend

to a lager extent on mutual interests and relationships in exchange for supply and demand 

circumstances. Influences like informal institutional factors and social relations such as trust 

among rice producing farmers and middlemen and traders, and among traders, retailers and 

consumers were perceived to have a fundamental role in price configuration. Significant 

market misrepresentations were detected because of the bad conditions of the roads, 

inadequate market information and inefficient marketing systems. Because of this, supply and 

demand circumstances or comparative prices were not the only price decisive aspects of rice 

trading in Magugu.

4.3.2. The value chain involved in the FMP

The farmers in the FMP market chain have organised themselves to have a better opportunity 

to negotiate on more equal terms. The Magugu producer group appeared to have distinctly

described group/individual roles and activities. As the network theory concludes, the most 

successful businesses are those with the most rewarding relationships. As a result of their

commitment in the project and the education they received their profit has almost increased 

six fold. The fact that the Magugu producer group was organized in a SACCO:s probably 

made the success of the FMP possible, because of the members earlier knowledge of working 

together as a unit with a common aim. The supply chain involved in the FMP had clearly 

described structures within the organization. The relational tie’s strength was reproduced in a 

greater level of confidence, trust, co-operation and transparency between the Magugu

producer group members. 

Although some low level rice farmers spoke about mistrust towards high level farmers within 

the group, in comparison to the producers in the regular chain, the trust issue was 

considerably better among producer group members. The relational tie’s strength appeared to 

have subjected the course chosen by the group members to limit trade with middlemen and 

traders, but also in relation to the distribution of market information, as they share the market 

information on the billboard to non members but not the education they received joining the 

FMP. There may as well be a connection to actions of support and involvement for instance

the sharing of storage facilities, expansion of credit, solidarity, conflict resolution, risk sharing

and the conduct of how group members achieve agreements. 
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Further, the socioeconomic characteristics and traditions of the rice farmers involved in the 

FMP appear to have been a significant motivating aspect for the continuation of the group.

The social dynamics offered some sort of collective insurance. Additional to the opportunity

to obtain credit from the group, they helped one other in order to manage, among other things, 

deaths of family members, births and sickness. Furthermore, the strength of the relational ties 

within the network of the Magugu producer group has with the help of, among other things, 

the increase of the entry fee determined group potential for collective actions, which in turn 

has establish how the network will behave. Further, this exclusion of members not as invested 

in the activities and common aims of the Magugu producer group, has given actors within the 

social network (Magugu producer group) means of influence. By raising the entry fee, 

members not meeting the requirements of the network, was marginalized and excluded. These 

excluded farmers, are now not only marginalized from the GVC but also the social security of 

the Magugu producer group network. However, as the exclusion from the producer group may 

have been self inflicted (by not paying the entry fee which was seldom the reason for not 

joining) is the marginalization from the GVC not. 

The Magugu producer group has established mutual interests and aims that have guided them 

to create mutually acknowledged policies and rules that formulated expectations and role 

obligations of the members. The Magugu producer group’s aim was to increase the livelihood 

welfare of each member, whereas in the regular chain every actor has no common aim and 

therefore have no need to help one another. It was evident that the Magugu producer group 

was not merely linked collectively as village citizens and rice farmers, but as well as struggles

like food insecurity, price negotiations or cheating. The network theory concludes that people

are likely to both associate and form relations with individuals who are similar to them.

Further, information was more likely to travel among persons with comparable

socioeconomic characteristics and aims. This was why it was important for the Magugu 

producer group to establish common policies which drew people together with common aims. 

As a unit they contain more financial resources, knowledge, connections (relational tie with 

other actors along the supply chain) and market information. With these assets, the Magugu 

producer group, gains more influence in the GVC, in comparison to the regular rice farmers.

In the Magugu producer group the collected market information was used for the benefit for 

the group in the best possible way. The supply chains can be explained as equally available, in 

term of communication, as it was reasonably uncomplicated for actors along the chains to get 
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in touch with each another (cell phones) for sending message, discuss resources, business 

ideas and to gossip all through the network. Actors stayed associated to each another and 

behaviour and mutual interests surfaced whereby no entities are able to come to a decision

alone. But when building collaboration and trust between actors alongside the chain, face-to-

face contact remained difficult to beat.

The amount of dedication that the Magugu producer group has demonstrated advocates a 

substantial amount of communication amongst the members. Studying the way members of 

the network accomplished their trade assisted in determining the extent of emotional intimacy 

and intensity among the FMP producer group members. They were during the interviews 

requested to give their outlook on how they perceived their network’s strength in terms of

confidence, trust, co-operation and transparency. These characteristics were utilized to 

establish the strength of relationships between the group members. Further, the relationship

patterns decide admittance to market information. Quality and type of market intelligence that 

were obtained by different actors along the supply chains was inclined to influence the actions

of the actors in the chains. It influences the way they were subjected to demands to obey the 

rules to the networks expectations. 

But when launching the use of ICTs, for instance cell phones and even may be the Internet (to 

share their ideas, experience and knowledge and to construct relationships with different 

actors within the supply chain), the shortage of private contact might signify that nurturing

trust have had turned into a challenge, when actors along the chain prefer face to face contact 

when forming strong and trustful relational ties. Further, the access to cell phones was not the 

barrier to entry to the value chain and the other key actors along the chains when all had 

access to cell phones in some way. Instead it seemed to be the relationships formed within the 

Magugu producer group, and their connection and relational ties to other actors involved in 

the FMP that determined, among other things, the success of the project.  

The mill owners are the ones, at a local level, that have a great deal of power. As actor’s 

ability to influence the supply chains are positioned in the top of the production systems, 

identifiable by both superior technology and a greater level of market authority.97 Mill owners

possess the equipment for processing the rice which gives them a superior position along the 

                                                
97 Raikes, Friis Jensen and Ponte (2000) pp11
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chain, because of both superior technology and a greater level of market authority. One of few 

actors in the Magugu rice commodity chain that has access to technology is the mill where the 

rice is milled. This aspect of the actor provides it with a certain deal of power along the chain. 

But the empirical material does not give the impression of being a bottleneck in the chain. 

There is one price on all the mills in the area and everyone pays the same prise with no regard 

to who they are. But in the new food paradigm Shoprite is the actor positioned at the top of 

the value chain and the one with power to decide from whom to buy rice from and at what 

price. This presents the rice farmers in Magugu with both an opportunity and a threat. Small 

scale and low level rice farmers, without economic assets and capacity to adapt, will be 

marginalized from the market. But on the other hand, the farmers that have the assets and the 

ability to adopt will develop their business and make a profit on this market change. This will 

be a test of the flexibility of the rice supply chains, and what it looked like; the chain involved 

in the FMP seems to be making this transition. But it is more likely that big farmers buy or 

compete out small scale farmers like the Magugu producer group in the hunt for a lager 

market and profit. On the other hand, might the farmers involved in the FMP be, in the long 

run, the farmers that in the end exclude them that are not. 

4.3.3. A comparison between the value chains

The largest and most obvious differences between the two value chains are the fact that in one 

of them the rice farmers are organized and members of a producer group while the rice 

farmers in the other value chains are not. This scenario creates different types of relationships 

with the actors further down the two supply chains. In both of the chains the members of the 

Magugu producer group or actors in the value chains have roles and expectations that 

influence their behaviour towards one another. In the regular value chain relations are 

characterized by mistrust and cheatings, while the Magugu producer group has to a relatively 

large extent established a value chain built on trust and transparency. Further, strong relational 

ties within the Magugu producer group can be used as a variable of vulnerability among rice 

farmers in Babati district, as there are a need for organization. With this aspect in mind it is 

not said that the farmers in the regular chain is not in a vulnerable situation in the context of 

the new food paradigm, on the contrary. When the regular rice farmers are not organized they 

stand alone with little or no power to influence the marketing processes. But the fact that the 

rice farmers are vulnerable has made the FMP a mode of fighting the threats of the new food 

trading paradigm. 
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The two supply chains (the FMP and the regular) are both buyer-driven chains, as explained 

in the GVC analysis. The entry barrier of production is low when it is relatively easy in 

Magugu to begin grow rice during rain season. There number makes the traders and retailers 

further up the chain superior to the producers when they have the possibility to play different 

producers against each other to cut down the price, in the name of the free trade. In these 

value chains traders and retailers are the key actors controlling the rice market in Babati and 

Magugu. The barrier to entry at this level is higher when it demands capital to invest, 

connections and access to market information. Further, this decentralised competitive system 

of producers is a characteristic of buyer-driven chains and the fact that it is located in a LDC 

as well. However, the Magugu producer group has with their unity and common aims made 

the terms of negotiations more equal and therefore opposed the norms and expectations of 

superior actors within the value chain. They still are “price takers” (in contrast to “price 

formulators”), but has established a foundation of transparency and trust, in comparison to the 

rice producers in the regular chain where there are nothing of the sort.

The usage of ICTs among rice farmers in the Magugu producer group where similar to those 

in the regular rice supply chain. Although one member of the producer group got educated in 

how to use the Internet, the lack of computer access made it impossible to use the gained 

knowledge. The difference between the rice farmers in the two value chains were not the 

access to ICTs, but the connections and relations with the other actors and what information 

that was communicated with the help of, among other things, cell phones. In this regard, it 

makes the formulation of relational ties with key an actor that obtains the relevant market 

information more important than the access to cell phones, when almost every one in the 

Babati district has access to this technology. It is the trust, strength and transparency and the 

right connections (with the regard to obtaining relevant market information) that are the key 

to an efficient rice supply chain. 

In the context of being vulnerable to the new food paradigm where supermarkets are 

dominating the supply chain creates, as established earlier, it poses as both an opportunity and 

a threat. For the value chain involved in the FMP the farmers has taken advantage of the 

market transformation and when establishing a connection to trade with a supermarket like 

Shoprite, has seized the opportunity that has presented itself. This also has been confirmed in 

the fact that the members of the Magugu producer group have increased their profits and is in 
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the process of getting a patent of the Magugu rice. In contrast, the rice farmers in the regular 

value chain have not shown any flexibility to change in the context of market transformation

and the requirements that comes with it. This has created a threat for these individuals. If the 

farmers do not adjust or the global food market do not change they stand before the fact of 

being marginalized and in the end even diminish. 

5. Discussion 

Even though the general access to ICTs in Magugu was good are there national differences in 

the distribution in Tanzania. The increasing information and market intelligence gap, referred 

to as “digital-divide”,98 involving the urban and rural communities have made it possible to

further position the rural areas in the periphery. In this aspect do urban citizens, people living 

in Dar es Salaam, Dodoma and even Arusha, have better access to new technologies (for 

instance, cell phones and internet) than in comparison to a rural area like the Magugu village. 

United with this notion are extended actions from the private and governmental institutions

principles of investment that have seemed to support the urban community to a great extent. 

This entails that extra resources and money are set aside for the latest innovations for urban

areas whereas a smaller amount is invested in the traditional region like the services for the 

rural areas. The establishments that have been set up for distribution of agro- and market 

intelligence to producers are not accomplished to issue relevant and enough services. The

rural communities in Tanzania are recognized by insufficient economic and social 

infrastructures and a big proportion of rural populaces are illiterate. The insufficient literacy 

limits the ability to understand the provided information. But, growing interest in ICTs like 

the use of cell phones and radio can reach large networks and listeners and communicate

information to individuals who do not know how to read, even though the comprehending of 

the information might still be challenging for persons who do not have official schooling. 

The distribution of information makes it possible for agricultural development and change, in 

the course of the implementation of new ideas or innovations, as shown in the case of the 
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Magugu producer group (Chapter 4.3.3, “A comparison between the two value chains”). As 

the latest technologies are initiated into every social network it is first implemented by a little

but exceedingly ground-breaking assembly of producers referred to as “progressive 

farmers”.99 Within the rural community this assembly is considered to have a higher degree of 

schooling, possessing big farms, regularly in touch with sources of market intelligence and 

connected with the outside world. In this case study the progressive farmers in the Magugu 

village has been referred to as high level farmers. From the progressive farmers, the

technology then trickles downwards to producers with middle socioeconomic prominence. At 

last, the “new” technology spreads all the way through the social network until almost every

producer implements it. This distribution period and time it takes for ICTs to spread contains 

the possibility to exercise governance when an actor in the rice supply chain has access to 

new technologies and information before everyone ells, as explained in the GVC analysis. In 

Magugu it is clear that the high level farmers already have the necessary technology and 

information for becoming successful in their work. The FMP was a way for the initiators to 

make a short cut or to speed up the trickling down effect of the information and innovations. 

This notion leads to the next discussion. 

This type of distribution of technology and information has to be discussed for its obvious

Eurocentrism. The statement rooted in this discourse is that all “traditional” has to be 

transformed since it obstructs the development of agriculture. Even though, modernization 

does not automatically entail disposing of traditional practise and beliefs. A lot of knowledge 

could be gained from local traditional practise that has gathered over decades and inherited

from person to person. This was experienced in the FMP when it was clear that the trust and 

strength of relationships among actors was best when negotiations were face to face and not 

when using the cell phone. 

Modifications that are forced upon from superiors (from the West) cannot be simply adopted 

and accepted, particularly when it is about a fragile question as agriculture, on which the 

complete welfare and livelihood of rural communities depends. Producer’s choices to 

implement or not implement a technology are many times founded on accessible resources 

and price benefit analysis.100 It is a myth that cultivators are opposed to change and 

conservative. This case study confirmed that the low level farmers are, among other things,
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answer to socioeconomic possibilities and are dynamic, although Magugu producer groups 

resources, aims and aspects of available cultivation influence the producers perception and 

adaptation of new technology. 

Farming women in Tanzania are experiencing a lack of development in agricultural 

efficiency.101 The most important motive is the character of the patriarchal system and the 

established labour division that allows men to have admission to additional information at the 

same time as merely inadequate attempts is done to meet the information requirements of 

female cultivators. Market information services are a male dictated sphere, communication

and relations among male and female actors is regarded as by traditional norms that inflict

limitations on communications among women and men who are not family. Large workloads 

outside and inside the domestic sphere as well restricts the possibilities for women taking an 

advantage of the mass media, for instance agricultural radio shows, cell phone connections 

and access to billboards. 

Large workloads as well inflict the access to ICTs. This aspect of gender dives an additional 

dimension of power relations in the value chains. Women, who for the most part work in the 

rice fields in Magugu, do not get the same access to ICTs and therefore misses the opportunity 

to get a better profit. The traders and mill workers are male dominated occupations while the 

farming is dominated by women and this aspect is reflected in the distribution of power and 

profit. The FMP has a policy that all producer groups are to be 50/50 women and men (the 

Magugu producer group had 60 percent women and 40 percent male members). Although the 

members in the producer group are to share the information, the access to the cell phone given 

to them by the project has been managed only by men. This is a flaw in the FMP and a 

stagnation of gender roles. 

When getting involved in the FMP the farmers were asked to do a survey on what crop was 

the best suited for them to grow depending on, among other things, their environmental 

conditions. The result was that the Magugu producer group would grow rice. This has led to 

the usage of mono-cropping which in turn came with several weaknesses linked first and 

foremost to the awareness of economic and agronomic risks. During a sole cultivation season, 

weather conditions and market prices might have severe impacts on the general productivity
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of cultivations, since the accomplishment can get seriously influenced by the extent of 

farming and a successful marketing of the product. Unfavourable circumstances might have 

great negative consequence. A mono-cropping agricultural land might not be as resilient in 

contrast to an inter-cropping cultivation. The mono-cropping agricultural land increases the 

labor requirements during a short sequent of time throughout the season that could have lager

harmful effects in the long term agricultural production due to declining soil fertility (loss of 

soil structure and organic matter, and erosion). Even though the FMP has been very 

successful in terms of profit generation, it is not without its risks. 

It has been a sudden increase in the number and size of urban communities worldwide. Today, 

about 46 percent of the global residents reside in the urban communities. At the same time as

in the western parts of the globe the amount urbanized (40 percent to 75 percent, in that 

order), the urban residents in the LDC is likely to develop quickly in the future years, by 

means of an increase of 55 percent of the global residents reside within the urban 

communities in twenty years.102 The swift expansion of urban residents introduces particular

difficulties for low level farmers in developing countries.103 This additional stress, besides the 

new food paradigm where low level farmers need to negotiate prices with bigger actors in the 

supply chain, has increased the pressure on the farmers to produce more food to the increasing 

urban population. Recuperating urban food provision towards a stage where all urban 

residents has access by the entire time to the food necessary for nourishing a productive and 

healthy life is expected to be the single most important urban issues for Tanzania in the 

pending future. This will be another in the future demanding test on the producer’s ability to 

adapt to this challenge and the supply chain’s flexibility. 

Consumers have been given a great deal of power through the globalization and the always 

growing supply of different foods. In the food company’s competition for market shares can 

the consumer choose what groceries that suite them the best. The latest development in the 

global food markets has been the increase of “social” consumption in the industrialized parts 

of the world, which has started the rising requests for fair trade and organic commodities.104

There are small scale farmers all over the world that has managed to adapt and specialized 

and in this way been able to enter the lucrative export market. Nonetheless, the reaction of 
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these new customary demands has among African food producers has to this time fallen

behind their analogues in various parts of the world, particularly in Latin America. 

Consequently, Africa has merely to partial degree taken benefits from these shifting

consumption trends in the western and developed parts of the world.105 But on the other hand 

is it a big possibility for them if they are able to access this big market of rich and consuming

western population with a bad conscience.

6. Conclusion

The actors in the two rice supply chains in the Babati district are: rice producers, a Magugu 

producer group, middlemen and traders, mill owners, local markets (retailers), supermarkets, 

and consumers. In the regular rice supply chain the rice producers are at the bottom, selling 

their rice to the middlemen and traders. The middlemen and traders mill the rice at the mill, to 

either sell it to and other trader or sell it at the local market to the consumers. In the supply 

chain involved in the FMP, the farmers are (as in the regular supply chain) at the bottom of 

the chain. The farmers in the Magugu producer group mill the rice at the mill. Then it is sold 

to the supermarket (Shoprite) or big hotels for later being consumed by the consumer. By 

being specialized on a certain activity in the GVC (for instance rice producers on rice farming 

and mill owners on rice milling) the actors add value to the crop. The supermarket, for 

instance, needs these activities but do not know or has the possibility to grow rice or to mill it. 

Because of this the activities are outsourced to other actors in the supply chain. When the 

actors meet the requirements of the GVC they have the possibility to join it. 

Along these value chains there are networks and relational ties that combine the different 

actors. Because of the need for the diverse activities done by diverse actors (niches) within the 

GVC links among them are established. These links between them are reinforced through the 

profits and other positive effects (social capital) by joining the GVC. Within the Magugu 

producer group, it can be assumed, that the network is of significant value to its members. The 

common aims and interests that have been forged are linking the members together. This

                                                
105 Ponte (2002) pp19
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network is further strengthened by the social security that the network brings (help with for 

instance, childbirth, deaths of family members, and sickness). The norms in these relations, 

both in the value chains as a whole and within the Magugu producer group, are dynamic and 

have been formed in time and set the rules for the trade. These rules contains, among other 

things, roles and expectations in actors, but also the negotiations of price, quality and quantity 

of a product.

The impact of these linkages within the rice supply chains creates competition (considered the 

capitalist world economy) between the actors. As the barrier to entry of the production of rice 

in the Babati district is low is the competition among rice farmers high. That is because the

extensive amount of farmers wants to join the GVC. There is of course competition among 

actors in leading positions (for instance traders and supermarkets) within the supply chain. 

But as the barrier of entry is higher at the leading position (because of the technology, 

financial assets, brands and access to information) the actors are few and the competition is 

lower (considered the new food trading paradigm). Joining the GVC can besides having an 

impact on the rice farmer’s profit, also have a negative impact on the household’s food 

security. Mono cropping is a risk when, among other things, the resilience to pests is lower, 

the rice is more vulnerable to the weather conditions, and the Magugu rice is fragile when 

drying after harvest. In addition, joining the GVC farmers are expected to sell there rice 

production as it is a requirement of the chain. This leaves little left for the farmers own 

consumption and the livelihood for the rice producers now depend on the profit that was made 

selling the rice. 

In the regular rice supply chain is the access to information concentrated in the upper parts of 

the chain (actors in the leading position). This is because of the farmer’s lack of network 

linkages that can make the access to relevant information (for instance the prices of rice in 

Dar es Salaam) possible. Further, it is because of the lack on knowledge of the structures of 

the GVC that rice farmers in Magugu do not have access to relevant market information. With 

this in mind, have the supply chain involved in the FMP tried to address this issue through: 

education about the structure of the supply chain, access to a cell phone to get in contact with, 

for instance other producer groups, the Internet based platform LLL where market 

information can be exchanged. These efforts have been made with the aim to distribute the 

access to information more equally among actors along the supply chain. But the access to a 

cell phone is not the barrier of entry to the value chains. In this study it has been established 
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that it is the linkage and relational tie between the actors and the influence of power relations 

within them that determines the structures in the network.

Power is not a thing existing in MNC or resources. It is a relation between actors were power 

(governance) can be exercised. Access to market information can be a means of governance. 

In the regular rice supply chain, actors in the lead position (with access to among other things, 

market information and technology) can use this as a way to influence other actors along the 

chain. They can require rice to be supplied at a certain amount, time and quality from other 

actors within the supply chain. This has made the rice producers inferior in trade with 

Magugu rice. This aspect also applies on the rice producers in the supply chain involved in the 

FMP. Even though the education about the GVC’s structures has made the Magugu producer 

group to cut out middlemen and increased profits, they still are bound to supply supermarkets 

(Shoprite) with rice. However, the supply chain is characterized by transparency, confidence, 

high level of trust, and collaboration between other actors. This has lead to a decrease in 

cheating and a more equity within the chain. 

In the food trading paradigm, actors in a leading position has the governance to influence 

other actors along the rice supply chain. With the mean of: market information, finical assets, 

technology, brands and network connections can this type of actors establish requirements 

within the GVC. If an actor wants to join and benefit from the social capital that it can bring, 

the actor must meet the demands. Otherwise they are at risk of being marginalized and 

excluded from the GVC. This provides the leading actors with an additional instrument of 

governance, because of the ability to demand certain requirements in the GVC. In the food 

trading paradigm, where the food commodity is transferred from phase to phase, but the 

position of decision making and control stays concentrated at one location, the rice producers 

stand before both a possibility and threat. If they manage to meet the demands of the GVC the 

profits can be great. But for those who do not meet the requirements of the GVC are at risk 

for marginalization and exclusion. 

When comparing the two rice supply chains, is it clear that the chain involved in the FMP is 

managing the transformation of the food trading paradigm the best. Not because of their 

access to cell phones, but the network and the strength of the relational ties within the 

Magugu producer group. Further, the connection with other actors along the chain built on 

trust and transparency has made it possible to regain some governance towards other actors 
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and meet the requirements of the GVC. On the other hand, the farmers in the regular rice 

supply chain are struggling to meet the requirements of the chain. Many of them are facing 

the risk of marginalization and exclusion. If they do not find the resources to adapt (establish 

governance towards other actors along the chain or create a more efficient rice supply chain) 

or the food trading paradigm further changes, they are facing exclusion. 

A value chain is the history of a product that forms the price the consumer in the end has to 

pay. In a context of big supermarkets that has come to dominate the food market in Africa, the 

rice farmers in the Magugu village stand before a transformation in the food trading paradigm. 

If poverty is to decline the farmers have to get a better and reasonable price for their products

and labour. On method of doing so has been the FMP. With the help of cell phones they were 

to create a more efficient supply chain. However, as the access to cell phones in general was 

good, the success of the project was depending on: education, trust and transparency along the 

supply chain, and cooperation among members. Depending on the networks and the power 

relations within them the actors in the leading position in the GVC determines how the 

product is going to be produced, processed, marketed, at what time and to what price. The 

ones who are able to adapt to the new food trading paradigm are the ones that are going to be 

successful in the future. But in the context of having managed to adapt to transformations in 

the food trading paradigm (the economic linearization of Tanzania), maybe the rice farmers in 

Magugu will be able to do it again. 

6.1. Future research

Studies have shown that small scale farmers in the developing world have to adapt to the food 

trading paradigm.106 However, there is an absence of studies examining how farmers are 

managing and methods they use to coop with the increased requirements of the GVC. Further, 

there is a lack of studies where the value chain approach has been used at a local level in a 

micro perspective. This could give a greater understanding for instance, why local farmers do 

not get enough paid for there food production. Furthermore, it could be interesting with future 

studies to examine what other methods (besides ICTs and the FMP) local small scale farmers 

in developing countries use to make the negotiations with powerful key actors (for instance 

supermarkets) more equal. 
                                                
106 Agebjörn A, Björnstrand N (2006) pp2
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Apendix: 1 Interviews

 Respondent number 1. Mr. William Swai. Interview 2008-03-05 and 2008-03-14.

Social economist employed at FARM-Africa, Babati Office, Tanzania. 

 Respondent number 2. Rice trader at the local market in Babati town. Interview 

2008-03-08.

 Respondent number 3. Rice trader at the local market in Babati town. Interview 

2008-03-08.

 Respondent number 4. Rice trader at the local market in Babati town. Interview 

2008-03-08.

 Respondent number 5. Regular rice producer in Magugu village. Interview 

2008-03-08.

 Respondent number 6. Regular rice producer in Magugu village. Interview 

2008-03-08.

 Respondent number 7. Regular rice producer in Magugu village. Interview 

2008-03-08.

 Respondent number 8. Rice producer involved in the FMP in Magugu village. 

Interview 2008-03-08.

 Respondent number 9. Rice producer involved in the FMP in Magugu village. 

Interview 2008-03-08.

 Respondent number 10. Rice trader in Magugu village. Interview 2008-03-08.

 Respondent number 11. Mrs. Zainabu Mnubi. Interview 2008-03-13. Team leader at 

FARM-Africa, Babati Office, Tanzania.

 Respondent number 12. Regular rice producer in Magugu village. Interview 

2008-03-15. 

 Respondent number 13. Regular rice producer in Magugu village. Interview

2008-03-15.

 Respondent number 14. Rice trader in Magugu village. Interview 2008-03-15.

 Respondent number 15. Rice trader in Magugu village. Interview 2008-03-15.

 Respondent number 16. Mill owner in Magugu village. Interview 2008-03-15.
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 Respondent number 17. Rice producer involved in the FMP in Magugu village. 

Interview 2008-03-16.

 Respondent number 18. Rice producer involved in the FMP in Magugu village.

Interview 2008-03-16.

 Respondent number 19. Mill owner in Magugu village. Interview 2008-03-16.


