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Editor’s note -Peter Mashala

Agriculture
needs more
entrepreneurs
According to Statistics SA, more than 10 million South
Africans in 2011 (last census) lived below the breadline,
constituting a food insecurity crisis, which is a harsh
reality for many families on a daily basis. The number
of people living in extreme poverty - defined as those
unable to access sufficient food to meet their daily
nutritional needs - increased between 1997 and 2008
and according to estimates, reflects a staggering 23
million South Africans living below the poverty line.
On the other hand, the South African middle class
has also grown tremendously over the past decade.
Available figures indicate that the middle class grew
from 3 million in 1993 to about 12 million in 2013. A
significant number of this growth comes from black
South Africans, who spend around R400 billion annually
on amongst other things, food of their choice. In
contrast, close to half the country’s population, have
less choice or options due to affordability, accessibility
and availability of the kind of food need to survive.
To compound our food scenario, it should be noted
that the South African population is estimated to be
growing at around 2% annually. According to experts, this will see our population increase from the current 50 million
to 80 million by 2035…in the next 20 years! What does this mean for our food security? This means food production and
distribution must more than double.
With the number of commercial farmers having declined from 120 000 since the dawn of democracy to about 37 000
today, we seem to be heading for an even bigger crisis, well perhaps to some opportunities. Something can be done
to limit the impact of the scenario we face – the promotion of both young farmers and entrepreneurs in agriculture
(what we would like to call “Agripreneurs”).

Who is an Agripreneur?
According to David Kahan, who produced the Farmer
Entrepreneurship Guide for the Food and Agriculture
Organisation (FAO), farmer-entrepreneurs - Agripreneurs
- are individuals who see farming and food production
as a business. They are passionate about this business
and are willing to take calculated risks to make their
farms profitable and successful. They are part of a larger
collection of people in the agricultural value-chain
including other farmers, suppliers, traders, transporters
and processors. Clearly, only being a farmer (primary
producer) in today’s business environment is not enough,
moving up the value-chain is not an option anymore.
A successful Agripreneur, Andrew Makenete, former ABSA
Agri Business Manager and Land Bank Chief Strategist
strongly advocates for more entrepreneurs in agriculture.
In this issue he elaborates about the value and role of
entrepreneurship in farming.
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During Women’s Month in August, our AGRIPRENEUR SA
team decided to put this issue together in dedication to
all the women in agriculture who make a contribution to
the sector. We hope the stories of Gugu Radebe (cover)
and Leeko Nkala as well as Nono Sekhoto, will inspire
many new producers and entrepreneurs in the sector.
Agripreneurs are faced with many challenges which
include social and economic barriers, access to finance
and information, and their own managerial capacity
to cope with risks and changes as well as identifying
opportunities.
The Agripreneur SA team not only aim to bring you more
stories and information, but to also provide a broader
platform to address these challenges while you focus on
growing your business and shaping this industry for the
better. We wish you a pleasant read and look forward to
bringing to your fingertips more inspiring stories.

POSTGRADUATE DIPLOMA
IN POVERTY, LAND AND
AGRARIAN STUDIES
An invaluable learning opportunity
What our programme offers

Contact

The Postgraduate Diploma in Poverty, Land and Agrarian Studies is a
unique programme offered by PLAAS at the University of the Western Cape. person
Ms Carla Henry
It is the only programme in the land and agrarian studies ﬁeld at a South
Postgraduate Senior
African university, accredited at NQF level 8. It offers:

Administrator
Institute for Poverty,
Land and Agrarian
Studies (PLAAS)
Unviersity of the
Western Cape
Private Bag X17, Bellville, 7535
Western Cape,
SOUTH AFRICA
Tel: +27 (21) 959
Who will benefit?
3727/3733
Fax: +27 (21) 959 3732
The Postgraduate Diploma is designed for passionate and committed Email: chenworking professionals such as policymakers, planners, managers and ﬁeld- ry@uwc.ac.za
workers. It will beneﬁt those working in government departments, local Website:
www.plaas.org.za/PGgovernment bodies, NGOs, private sector companies and consultancies.
programme

internationally recognized lecturers with established expertise in poverty, land and agrarian studies;
a solid grasp of key concepts in poverty, land, agrarian reform, ecosystem management and climate change;
critical engagement with land and related policies in Southern Africa
and interventions in students’ professional contexts;
two convenient three-week teaching blocks per year; and
a relevant, respected, recognized career-enhancing qualiﬁcation.

The four course modules
Structural Poverty and Marginalised Livelihoods in Southern African
Agro-Food Systems
The Political Economy of Land and Agrarian Reform in Southern Africa
The Economics of Farming and Food Systems
The Social and Ecological Dimensions of Ecosystem Management

Please visit the
PLAAS website for
regular, updated information about application dates, modules and fees.

Who can apply?
Applicants must have an undergraduate degree, with an average of 60% in the ﬁnal assessment of the exit-modules in relevant courses such as Sociology, History, Economics, Political Sciences, Agriculture, Public Administration, Geography and/or Environmental
Studies, together with at least three years’ relevant experience in the areas of poverty,
land reform and sustainable natural resources management.
OR
For those applicants without a ﬁrst degree, recognition of prior learning (RPL) procedures
will apply to candidates with extensive work experience (at least ten years) in land and
agrarian reform, rural development, natural resources management and/or gender is-
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Agripreneur

Young, hardworking and bui
With an annual turnover of about R5,6 billion, the Joburg Market is one of the largest fresh produce
markets in Africa. To achieve this success, the market heavily relies on highly competent market
agents who sell fresh produce on behalf of farmers. Meet Gugu Hadebe, who has been making a
name for herself, in an industry that is still very much dominated by white business owners.
In 2010, Sowetan entrepreneur, Gugu Hadebe
completely changed the Joburg market scene when
she launched the Egoly Market Agents, the first black
female owned market agency. Egoly is not only the
first black female owned market agency, but also one
of only two black owned agencies at the market. With
an annual turnover of about R140 million, the four year
old agency currently ranks in the top five out of sixteen
agents, in terms of market share.
Egoly has enjoyed a massive growth since its inception.
The agency surpassed a benchmark set by the Joburg
Market for all BEE agencies to exceed R20 million at
the time as a minimum annual turnover. Gugu explains
that the amount shows that the market understands the
difficulties faced by new BEE agencies. Egoly however
hit a record turnover of R76,4 million for a BEE agency in

its first year and has managed to grow its turnover every
year for the past 3 years.
Customer satisfaction driven
Gugu knew nothing about agricultural when she started
the market. “Having grown up in Soweto, I only knew
that tomatoes and vegetables were from the store,”
she jokes.
Her journey started after she landed a job at the market
about eighteen years ago after a few years in retail.
Over the fifteen years she has worked for the market,
Gugu moved from one department to another and
initiated innovative ways to improve the way in which
the market did business. Gugu initiated the market’s
customer care centres in the trading halls after realising
how difficult it was for the market to address clients’
challenges on time.
The market had only one customer care centre at the
main office building, which according to her, was not
working adequately and was an inconvenience for
customers. “When customers experienced challenges,
they had to drive or walk all the way from the trading
halls to the main office,” Gugu explains.
This was tiring and time-consuming. She proposed
the setting up of customer care centres in the trading
halls, and was later appointed as manager for
these customer care centres. After a successful
implementation, she was asked to head the
Internal Control Department. One aspect of the
job was keeping records of goods coming
into the market.
“I worked a lot with security guards,
who recorded the number of trucks
coming into the market. Then I
realised there wasn’t a system
to record goods coming in the
market. Trucks were recorded,
but not the goods they were
carrying,” she explains.
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She then initiated a system to improve
the working relationship between the
market and farmers. A consignment
control unit which operated at the gate
was set up in 2007. “We introduced
the digital recording of consignments,
which helped to protect the market and
farmers’ income. If a farmer was not

lding a fresh produce empire
happy about something, he or she could just come to
the market and ask for the records. This also helped to
improve trust,” she explains.
Spreading her wings
After fifteen years Gugu says she was ready for a
new challenge. This time she wanted to start her own
business. Because of her interactions with clients, Gugu
had already made friends with many people in the
market. One of these friends was Danny Geral who at
the time was employed by another leading agency.
“I heard from a friend that he was no longer happy
where he was. It was a perfect opportunity for us to
start a new venture,” Gugu remembers.
In 2010 the pair decided to start their own agency and
they started with the registration process of Egoly, in
which Gugu had the biggest stake.
The new agency opened for business on 21st March
2011. What looked like a walk in the park, however,
proved anything but easy. Gugu thought that all
they needed was floor space and a few farmers to
bring their stuff for them to sell. “Starting an agency is
expensive. You need good start-up capital. Had it not
been for a fellow and veteran agent, WENPRO Market
Agents, who gave us a hand, we wouldn’t have made
it,” she admits.
Roelf Nigel, WENPRO’s owner, gave Gugu and Danny

a R400 000 loan to start the company. They used the
money to buy equipment, such as forklifts, set up
a cold store and to pay salaries. WENPRO not only
assisted Egoly with start-up capital, but also allowed
them to use their office facilities. “Even today, although
we have managed to set up our own office, some of
our admin is run by WENPRO,” says Gugu.
Cut-throat competition
Not many BEE agencies survive their first year at the
market. “To run a successful agency one needs to play
in a number’s game. It’s about volumes. The more
stock you get the more you can sell. Making good
turnover keeps you in the game,” Gugu says.
Egoly was fortunate because of relationships that
Danny already had with farmers from his former
agency. Some of them jumped ship with him.
Competition between agencies is tough and at times
things can get nasty. Gugu says some agencies go
as far as discrediting one another to win farmers over.
“The worst fear for any farmer is a possibility of their
stuff not being sold. This why they tend to avoid new
and smaller agencies,” she says.
Many farmers have built relationships with their
agencies over a long period and they trust them. “If
you mention you are a BEE agency, they run for their
lives because the companies are associated with
incompetence and lack of capacity,” she says.

Continue Page 9

Did you know?
• Joburg Market is located in City Deep, about 5km outside Johannesburg CBD.
• There are about 16 market agencies operating at the Joburg Market.
• Market agents charge 7, 5% of whatever they sell for the farmers, 5% goes to the market and the
rest, about 87, 5% goes to the farmers.
• The Market serves more 5 000 farmers from across South Africa who send their fresh produce to the
Market.
• As part of its BEE goals, the Joburg Market wants by 2018 to have about 40% of the overall ownership of market agents, including voting rights and economic interest, to be in black hands.
• Each black market agent should achieve a minimum turnover target of R60 million per annum,
subject to the overall performance of the Joburg Market and macro-economic factors.
• The Market is open to all people from Monday to Saturday and on certain public holidays. Trading
starts early in the morning, from 05h00 AM until 11h00 AM.
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And then there is the race issue. Gugu says there is
still mistrust between black agents and commercial
farmers. “It is not easy for a black sales person to
convince a white farmer to sell through them. Such as
now, I’m supposed to be on the floor selling produce
rather than working in the office. But circumstances
force me to run the show from behind-the-scenes,” she
says.
Gugu believes the only way to remedy this situation is
through outside intervention, either from government
or market management. She says farmers need to
be given incentives to sell at least a portion of their
produce through BEE agencies.
“We are not asking government to interfere, but to
offer incentives through reducing the commission
taken by the market. Instead of the normal five
percent, the market could reduce it to three percent
and let the farmer keep the two percent,” explains
Gugu. If a farmer sells produce worth R1 million a
month, their 2% would amount to R20 000.
Growing a business
Gugu’s success for Egoly has relied heavily on the
good business ethics she has accrued over the years.
“Always be honest and open with your clients. I try

hard to ignore politics and focus on selling farmers’
produce and getting more farmers to sell through us,”
says Gugu.
As a woman in the industry, she says, one will always
meet challenges. “Sometimes people don’t really take
you serious because you are a young black woman.
But with the support I get from Danny and my family, I
always manage.”
Egoly is currently increasing their floor space at the
market. Plans are also underway to open doors at the
Tshwane Fresh Produce Market, the second largest
fresh produce market in the country. The long-term
plan for Egoly is to eventually occupy space in all
leading fresh produce markets in South Africa.
Gugu’s advice to young people is to explore the
many opportunities in the agricultural value chain.
“We cannot all become farmers, but there is a lot we
can do to grow the industry. The biggest challenge to
farmers, especially black farmers, is markets. Young
entrepreneurs must find creative ways to solve this
problem, hence I opted to open an agency. But there
are still many ways to open new markets for farmers,
agro-processing is another less explored opportunity,”
she says.

A day at the Joburg Market the biggest market of its kind
in the world.
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Agripreneur

Dimakatso “Nono” Sekhoto
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On the move with agri’s youth
ambassador…
From being selected as an agricultural representative
for the Presidential Youth Working Group, to hosting a
delegation from the Oklahoma State University on her
family farm, Makolobane near Senekal in the eastern
Free State. It has been an eventful year for Dimakatso
“Nono” Sekhoto, who four years ago swapped
corporate life for a career in agriculture. She talked
to who about her experiences as a young business
woman in the farming industry.
What is keeping you busy at the moment?
Most definitely the management of Makolobane
Farmers’ Enterprises, our family farm, which is my bread
and butter. My responsibilities range from managing
staff, overseeing different business units to liaising with
suppliers and managing finances.
I am also establishing a company called GrowthShoot,
with a friend, which is aimed
at empowering youth
in agriculture as well as
smallholder farmers. Among
others, the company will
assist these groups to access
agribusiness opportunities.
We will collaborate with
established businesses to
facilitate these opportunities.
What kind of business
opportunities?

In May, a team of agriculture and business experts
from Oklahoma State University visited your farm,
following an entrepreneurial fellowship you undertook
to America last year. What did you learn about free
enterprise in the United States?
That you need to pursue your ideas and see where
they take you. I observed how young entrepreneurs
in Oklahoma explored their passion in business. How
they were willing to go the extra mile to make things
happen for themselves.
In fact, it was during my stay there that I discovered
the idea of using rabbit production as a way of solving
challenges faced by young farmers who work on their
family farms and don’t receive a regular income.
How do South African and Americans compare in
terms of free enterprise, especially when it comes to
our youth?

“If people could just think
more positively about the
future and be willing to
put more effort into their
dreams, things would be so
different.”

We will help young and smallholder farmers identify
innovative and sustainable income streams and
simultaneously tackle unemployment. While doing so,
we will try and address challenges relating to market
access, skills development and access to finances.
Our first plan is to bring rabbit farming to the Thabo
Mofutsanyana municipal district. We have identified
rabbit farming as one of the most cost-effective,
viable and scalable business ventures for the youth in
agriculture as it requires low start-up costs, little land
and infrastructure.
We are planning to set up a breeding facility to supply
farmers with stock that will also provide ongoing
training and monitoring to ensure farmers produce a
high quality product. Funding will be sourced, to help
farmers with infrastructure and an off-take agreement
has been established with Coniglio Rabbit Meat Farm,
which means we have access to a secure market.

There is a strong
entrepreneurial spirit
in the United States.
Young people are also
encouraged from a young
age – at school already –
to start their own business.
Even at school, the running
of a business is incorporated
in the agricultural
curriculum.

As South Africans, we need to encourage young
people to be more enterprising. Young people need to
be socialised to find ways of solving some of the many
social problems we face becoming more enterprising.
Farming is not a get-rich-quick fix. It requires hard
work, high capital investments and a lot of skill. What’s
driving you as a businessperson?
In many ways appreciating the skills I have and
by endlessly trying to understand the agricultural
landscape as a young person, has helped me a lot.
However, I am also working hard and have surrounded
myself with very skilful people.
In my relatively short time in the sector, I have been
extremely motivated by the overwhelming support
I have received everywhere I go, and this has been
from my peers in agriculture and other sectors. My
family and business associates have also been very
supportive. I believe my heart is in the right place and
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LAND BANK
We stand by you
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What do you think are the main
challenges facing young people in
business?

that has opened doors for me.
In June you were part of a group
of young people nominated to
be part of the Presidential Youth
Working Group. Tell us about the
experience?

The main barrier is most probably a
lack of faith – in their own abilities as
well as in the possibility to succeed.
Many people don’t even try, because
they believe “it cannot be done.” If
people could just think more positively
about the future and be willing to put
more effort into their dreams, things
would be so different.

It was an absolute honour and
I believe it will open further
opportunities to assist young
people and smallholder farmers
through the GrowthShoot vision.
The meeting was organised so
influential young people from
different sectors could meet
with deputy ministers of all the
State Departments to find ways
for government to interact more
closely with the youth.

Another barrier is the system or
environment under which young
people are expected to succeed.
Not enough effort is made from
Dr Langa Simela
both the private and public sector
to accommodate youth from different backgrounds,
especially from rural areas. Many young people, as
The meeting was chaired by President Jacob Zuma. He a result, fail to realise their full potential. They feel
gave each of us an opportunity to express our views
discouraged and as if the system is working against
of how best government could reach out to young
them.
people to address some of the challenges we face. I
was invited to represent the agricultural sector in my
What is next in your business endeavours?
capacity as the youth representative of the National
My focus is to get Makolobane Farmers Enterprises to
Executive Committee Council of the African Farmers’
become a sustainable business as it heads towards
Association of South Africa (AFASA).
a decade in existence. Furthermore, I plan to get
Who is your mentor?
GrowthShoot up and running so that we can showcase
our experience around the country and start to reach
Two of the mentors I would like to single out, among
out to as many young people and smallholder farmers
a few, are my father, Pitso Sekhoto, and Dr Langa
as possible.
Simela, former chief executive officer of National
Emergent Red Meat Producers’ Organisation (Nerpo). We invite successful businesses who share our vision,
It is because of them that I have been able to step out to partner with us in our attempt to grow youth
of my shell and become who I am today. Their wisdom, participation in agriculture. Our aim is to work with
advice and encouragement has fuelled my passion for different commodities and to find innovative ways to
the sector.
get into urban agriculture.

Profile
• Nono has a BCom Degree in Financial
Accounting, a certificate in Agricultural
Enterprise Management and is also a
graduate of the Gordon Institute of
Business Science Goldman Sachs 10
000 Women Entrepreneur course. She
has participated in various local and
international agribusiness programmes and
courses for young entrepreneurs.

Nono (left) with Pitso Sekhoto (centre) and Bheki
Cele (right), deputy minister of DAFF.

• The Makolobane farm has a herd of 650
beef cattle and 700 ha arable land under
maize and sunflower. It is also known in the
Eastern Free State for its apple production.
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Government Notice

Fishing Rights Allocation Process 2015/16 (“FRAP 2015/16”)

On 11 February 2015, the Honourable Minister of Agriculture, Forestry and Fisheries, Mr Senzeni Zokwana, exempted,
in terms of section 81 of the Marine Living Resources Act (Act No. 18 of 1998). All right holders whose rights expired
or are due to expire in 2015 until the 29 February 2016. The extension was granted to allow the department to fully
prepare for the FRAP 2015/16 and would also help to establish a well-managed and transparent process that will foster
efficiency and accountability.

The Department is currently preparing for the FRAP 2015/16 by developing and reviewing policies and application forms
and determining application and grant of right fees. The sectors for which rights will be reallocated are abalone, hake
inshore trawl, horse mackerel, KwaZulu-Natal beach seine, large pelagic, net fish, patagonian toothfish, seaweed, West
Coast rock lobster (nearshore), West Coast rock lobster (offshore) and fish processing establishments (“FPE”).

To this end, the Department will publish the draft policies, draft application forms and draft fees in the Government
Gazette on 12 June 2015. This will be followed by the public consultation process where departmental officials will be
engaging with prospective right applicants countrywide. The dates, times and venues will be announced soon.

The Department has set up a dedicated FRAP Call Centre: 021 402 3727 (FRAP) to handle all queries relating to
the rights allocation process. The call centre will be operational from 22 June 2015. An independent service provider
has been appointed to manage an anonymous tip-off line to report suspected fraudulent activities relating to the rights
allocations. The tip-off line will also be operational from 22 June 2015 and further details on its operation will be published
as the day draws closer.

For further media enquiries contact:
Carol Moses
Tel.: 021 402 3448/3911
E-mail: CarolMO@daff.gov.za
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EXCLUSIVE

AgriBEE

Going nowhere slowly…
Farmers and producers organisations are fuming and questioning government’s commitment
to transformation in the agricultural industry. In 2014 about R230 million allocated to AgriBEE
was returned to the National Treasury, as there was “seemingly” no use for it. The AgriBEE
Charter Council is also battling to align its scorecard to the amended Codes of Good Practice
of the Department of Trade and Industry, due to contentious issues such as thresholds and land
transformation. With land transformation proving to be a political hot potato.
The AgriBEE Sector Code was published in the gazette
on December 2012 under section 9(1) of the B-BBEE
Act of 2003. This was after many years of negotiations
by different stakeholders in the agricultural industry. The
first draft was published as the AgriBEE Transformation
Charter in 2008 under section 12 of the B-BBEE Act
of 2003. The difference between publishing under
section 9 (1) and section 12, is that the B-BBEE Act of
2003 is merely a statement of intent and not binding
under section 12, whereas section 9 (1) is binding to all
entities within the sector code’s scope of operation.
The B-BBEE Act stipulates that all entities within the
scope of operation of the gazetted sector code can
only be measured for BEE compliance using that
sector code, in this case the AgriBEE Sector Code.
Barely a year down the line after the AgriBEE Sector

Code gazette in 2012, the Department of Trade and
Industries (DTI), which is the custodian of the B-BBEE,
issued amended Codes of Good Practice (generic
codes) in October 2013.
These had major differences from the Codes of Good
Practice that were issued in February 2007, on which
the AgriBEE Sector Code was negotiated upon and
based. It meant the AgriBEE Charter Council, whose
responsibility it was to align the AgriBEE Sector Code
with the amended Codes of Good Practices, had to
go back to the drawing board.
The previous Codes of Good Practice had seven
elements on the scorecard, whereas the amended
Codes of Good Practice had merged some of these
elements so that there were only five. It also introduced
priority elements, increased thresholds that took

Continue Page 16
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inflation into account as well as sub-minimums and
discounting principles. Entities were given a year as a
transitional period to comply with the amended code.
Companies were however unable to comply, resulting
in another six month extension, and a further six month
to October 2015.
Thresholds are the levels of annual turnover at which
entities need to start complying with BEE. In the
amended Codes of Good Practice micro enterprises
are exempted if they have an annual turn-over of
less than R10 million. Two other categories were

introduced, Qualifying Small Enterprises (QSE) with
an annual turn-over of R10m to R50m and Large
Enterprises with an annual turn-over of R50m and
above.
AgriBEE might not necessarily copy the thresholds for
the sector code as is. One proposal is to lower the
thresholds to include more farming businesses, as most
farming operations have an annual turn-over that
is lower than R10m. The same is true for the tourism
industry. The argument against this is that, the spirit
of BEE in itself is “targeting” large companies as they

What to comply with?

Many entities in the sector often ask what to comply with under these uncertain circumstances?
The answer is very simple. The sector has a Code that was gazetted in 2012 and that Code is still
effective until repealed, possibly by the gazette of another Code. Also, entities in a sector with a
Sector Code can no longer use the generic codes (Codes of Good Practice) for compliance according
to the B-BBEE Act. There is no picking and choosing what to comply with. Farmers that are already
applying transformation measures in their businesses will find it much easier to align to the aligned
AgriBEE Sector Code when it gets gazetted.

Monitoring transformation

The AgriBEE Charter Council has to develop means to monitor transformation and
the implementation of the AgriBEE Sector Code. One way is to have entities report
their verified AgriBEE Certificates into the portal or any system that the Council will
be able to view and generate reports from periodically. There is no way to monitor
transformation progress or the lack of it, if there are no reports. The question still
remains, why should entities report? Is there a willingness on the part of entities and
farming enterprises to report?
There will be serious implications for non-compliance, as this will result in a huge
data deficit that will paint a skewed picture of the industry. It is quite obvious that
the AgriBEE Charter Council has to come up with ways to encourage entities to
report transformation progress, if any. Not an easy task considering that B-BBEE in
itself is voluntary and business has to see it as a national and economic imperative to
participate in.
One of the enablers of AgriBEE as stipulated in the undertakings by government
within the AgriBEE Sector Code is the provision of funding, in the form of an equity
fund named the AgriBEE Fund. However, not much of the fund has been used
over the years resulting in an amount of about R230 million being returned to the
National Treasury in 2014, according to a report in Parliament by the Department of
Agriculture, Forestry and Fisheries.
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The Department of Agricultural Economics at the University of the Free
State in partnership with Intsika Agrimedia is hosting farmer’s workshops
for developing farmers
Farmer’s workshops

R600.00 per workshop

IMPROVE YOUR FARM MANAGEMENT AND FINANCIAL SKILLS IN MANAGING
A SUCCESSFUL FARMING BUSINESS:

THREE workshops at a basic level:

Date: 21- 23 Sept. 2015

1. Basic farm management
2. Farm enterprise budget
3. Farm cash flow and balance sheet
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Cluster Farming

Cluster farming take farmers to
the next level
With limited access to funding, land and machinery many developing farmers are unable to
produce the quantities of crops required to enter formal markets in the country. This has limited
these farmers to selling produce at informal markets. Diale Mokgojwa, senior manager enterprise
development at Standard Bank however believes that cluster farming can help to change this.
Agriculture is a highly competitive business. In most
cases, the winner is the farmer who can produce large
quantities of good quality produce on a sustainable
basis. Getting into this position has been almost
impossible for smaller farmers, because they don’t
have the critical mass and often lack the required skills
to compete with these farmers, says Diale Mokgojwa,
senior manager enterprise development at Standard
Bank.
But, things are changing. More and more farmers
have been able to use the lessons learned through
Corporate Social Investment (CSI) support and, with
additional interventions, entered the formal markets on
their own. The secret behind their change of fortune
has been the introduction of the farming ‘cluster’
concept - an approach supported by the Standard
Bank and Agri Academy working together to help
farmers.

tonnages of crop makes their small farms sustainable.
The farmers, who operate according to contracts
with retailers, also benefit from the reduced costs of
being able to enter the agri-business value chain at a
higher level than before.
Clusters across the country
The success of the concept has seen at least one
major food processing company establishing a
central collection, storage and grading facility for
produce. Others have invested in packing sheds
where quality inspections are done and the produce
is packaged to the retailer’s required standards for
direct shipment into stores.

The model

Many of the farmers who joined the Agri Academy
and Standard Bank programme were beneficiaries
of land restitution. Although they had land, the often
did not have the farming skills or financial resources to
make their small farms profitable.

In the cluster development model a group of farmers
collaborate by buying production inputs together to
save costs. They receive support to produce a single
crop, for example garlic, to a specific standard on
each of their farms. The joint output of the farmers is
then pooled together and sold to a client, giving these
producers critical volume that they so desperately
lacked in the past.

As part of the programme, mentors are appointed to
assist the farmers through all aspects of production
and to equip them with the financial skills required for
farm management. These mentors follow the farmers
throughout the production cycle. They end their
involvement by ensuring that retailers’ standards are
achieved and adhered to. At this point, inspectors
appointed by the retailers becomes involved.

“The major benefit is that farmers no longer need
market agents to represent them. So they no longer
have to compete with commercial farmers at produce
markets. Instead Agri Academy helps them to get a
direct link with retailers. The retailers set the
standards required, specifies volumes and
quality, stipulates prices and even
facilitates collection of the crop,”
Mokgojwa explains.

Clusters now exist across South Africa, according to
Mokgojwa. They produce a vast array
of market requirements from garlic
and spices through to eggs and
chickens. To date there are 675
members of clusters in all nine
provinces. The largest participation
occurs in the North West Province’s
Taung and Vryburg areas, which
together account for 306 members.

By harnessing these advantages the
farmers become viable producers
of cash crops. Their efforts become
more profitable and the collected
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Diale Mokgojwa
senior manager
enterprise
development at
Standard Bank.
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And the winner is...
Julia Shungube
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Entrepreneur Awards

2015 Female Entrepreneur
Awards
The Department of Agriculture, Forestry and Fisheries in partnership with Total South Africa hosted
the annual DAFF Female Entrepreneur Awards at the Durban Botanical Gardens in August. This year
marks the 15th anniversary of the awards, which were held under the theme “Uniting to empower
women to achieve economic freedom through agriculture, forestry and fisheries”.

The awards categories and winners are:
•

Best Female Worker in the Sector is Kelebogile Reah Mampe (39), Northern Cape

•

Best Subsistence Producer in the Sector is Tenjiwe Christina Kaba (67), Western Cape

•

Top Entrepreneur in the Sector: Smallholder is Nompumelelo Mdlalose (28), Gauteng

•

Top Entrepreneur Processing in the Sector is Julia Thandeka Shungube (38), Mpumalanga

•

Top Female Entrepreneur in the Sector: Commercial is Hlengiwe Hlophe (46), KwaZulu-Natal

•

Top Entrepreneur in the Sector: Export Markets is Buyiswa Ndyenga (45), Eastern Cape

The Minister’s Special Award for Disabled Entrepreneur went to Avryl Cox (45), Eastern Cape. This award affords
the Minister an opportunity to acknowledge the contribution of young women living with disabilities who are
entrepreneurs. The Minister’s Special Award for Youth went to Nompumelelo Mdlalose (28) from Gauteng. The award
recognises emerging young farmer entrepreneurs.
Overall Winner
The 2015/16 overall winner is Julia Shungube (38) from Mpumalanga. She will hold this position until August 2016 when
the new winner will be announced. Siphande General Trading cc is oil manufacturing business entity situated in the
rural areas of Nkomazi local municipality, Mbangwane village in Mpumalanga. Mbangwane village is next to the
border of Swaziland and has very limited economic
activities. The unemployment rate is high and
most people sustain their lives through subsistence
farming.
The business was initiated in the 1950s by Julia’s
grandmother who passed her skills onto Ms Eva
Mbebe, Julia’s mother. Eva used the business to
generate extra income as a way of supplementing
her low salary as a farm worker. The business targets
individuals, hawkers, local supermarkets and local
pharmacies. The main focus of the business is on
manufacturing high quality castor oil which comes
from the Ricinus Communis (Castor-oil plant), locally
known as Mhlafushwa trees.

The winner, Julia Shungube, next to the Fisrt Lady
MaKhumalo (dressed in pink) and the DAFF Ministry

The trees were initially grown in her backyard but
as she realised that her market was growing, she
approached the local Tribal Authority for access
to a10 ha plot of communal land to increase her
production. Seeds produced from these trees have
high concentration of oils and the family is using this
to make castor oil.
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Finance

New unit to focus on emerging
farmers

Nhlanhla Nene, Minister of Finance and Land Bank CEO, Tshokolo Nchocho
Government has expanded the capital base of the
Land Bank, to enhance its capacity to partner with
other institutions in financing agricultural development.
The National Treasury is also working with the
Departments of Agriculture, Forestry and Fisheries’
and Rural Development and Land Reform to support
agricultural investment and employment.

industry grew the fastest in 2014, expanding by 5.6%.

According to Nhlanhla Nene, Minister of Finance, over
the next three years, R7 billion has been allocated
to improve access to finance for emerging farmers
and acquire a further 1.2 million hectares of land. The
Bank’s share of agricultural debt for the past four years
has increased from 26% to 31% by the end of last year.

Arthur Moloto, Chairperson of the Land Bank
Board of Directors, warned that the ensuing year
bears its own challenges for farmers. “In 2014 the
maize industry experienced a bumper crop which
adversely impacted commodity prices from the highs
experienced in 2012 and 2013. This had a positive
impact on livestock enterprises through low feed cost
and food inflation.

“In the agricultural sector the Land Bank plays
a strategic role in implementing measures to
reduce poverty, strengthen sustainable economic
performance, and drive development and
transformation in the sector,” Nene said. The Minister
was speaking at the 2014 launch of the Bank’s Annual
Report in Pretoria. The GDP of the country grew by
1.5% in 2014, down from 2.2% in 2013. The agricultural
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According to the Land Bank the growth outlook for
2015 is expected to remain weak, which will have a
bearing on demand for food. To this effect, agriculture
will face additional challenges in the year, such as
electricity supply constraints, increasing input costs.

The 2015 maize crop is however expected to be
smaller due to dry conditions in the North West,
Gauteng and Free State, areas the major maize
producing areas in the country,” Moloto explained. He
pointed out that the Bank recognised that expanded
lending to agriculture in general and emerging farmers
in particular, is a critical requirement.

Achievements during the past financial year
•

The Bank achieved growth in its performing loan book of 10.4% to R36.4 billion;

•

Gross Interest Revenue growth of 25.9% to R3.1 billion;

•

Net profit from continuing operations of R352 million;

•

Emerging farmers sector advances grew to R2.3 billion (2014 – R2.0 billion);

•

The Bank now has about 31% market share of all agricultural finance in the country.

Agricultural performance
The contribution of the agricultural sector to
the national GDP in the financial year of 2015
was estimated at 2.5%. During the first three
quarters of the year, agriculture grew by 7.5%
on average, declining to 2.2% at the end
of the financial year due to severe drought
conditions in parts of the country and low
seasonal output activity.
In its report, the Bank’s points out that
while the total area planted for summer
crops increased by 3.3%, total production
is projected to fall by 29.3% in 2016. The
disparity between the level of decline of total
production and area planted reflects the
extent of the drought that affected most of
the maize producing areas of the Free State
and North West.
In its engagement with emerging farmers
over the past financial year, the Bank’s points
out that it has noted their concerns and the
challenges they face, which will amongst
others be addressed through an increases
focus on the Land Bank’s develop mandate.
At the same time the Bank established a
focus business unit to drive the promotion
of emerging farmers. The Bank has total
guarantees from government of R5.5 billion.
President Mike Mlengana, of the African
Farmers’ Association of South Africa (AFASA)
accused the Bank of paying lip-service to
the challenges of black farmers, who have
practically been left to fend for themselves.
“All I hear today are good conceptual ideas,
but nothing practical to support farmers,” he
lamented.
According to Tshokolo Nchocho, the new
Chief Executive Officer of the Land Bank,
the Bank has faced an enormous challenge
of meaningfully contributing to both the
productivity growth of existing farmers, whilst
simultaneously stimulating inclusivity and
greater participation in the sector by a new
generation of commercial farmers. Nchocho
extended an invitation to AFASA for a bilateral
meeting with the Bank.

Izindaba Zokudla
Izindaba Zokulda (Conversations about Food -the name of our
project) began in 2012 and as a collaborative project between
Development Studies and Industrial Design at the University
of Johannesburg. The project focuses on four areas which
were initially identified by the farming community in Soweto,
Government and various NGOs as needing attention.
These are: 1. Appropriate technology development, which has
resulted in various mass producible products and DIY solutions
to increase farmer productivity (ongoing); 2. Marketing, which
resulted in the Soweto Imvelo Market (ongoing) and branding of
various cooperatives including the Region D Farmers’ Forum; 3.
Land tenure, which is being explored through workshops with the
Department of Education, school principals and school garden
farmers to develop a manual that would help negotiate land-use
on school sites (ongoing); and finally training, hence the Izindaba
Zokudla farmers’ school (ongoing).

The Farmers’ School Programme for 2015. We will use the
resources that we already have available in Soweto! Dr. Naudé
Malan is the main coordinator of the project and can be reached at:
nmalan@uj.ac.za
12 September Saturday Farmers’ School SIX
10h00-16h00: TBC, Permaculture design of your own garden,
Cyprian Sibiya, Bongane Nkwanyana, Siyakhana, FTFA (TBC).
Composting & Vermiculture
10 October Saturday Farmers’ School SEVEN (TBC)
10h00-16h00: Workshop on Business Development ENACTUS
and networking with the CSBD. Can we build a business around a
new technology? Faculty of Engineering: food dryer technology &
branding.
31 October Closure and launch of the Soweto Imvelo Market
Evaluation of 2015 and Planning for 2016
ALL Stakeholders and Participants
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AgriBusiness

Spicing it up in the kitchen and
business
Leeko Nkala is a young, creative and vibrant social-entrepreneur, who is passionate about food,
education and rural development. In 2010, she started making her chilli relishes and pastes, which
she sold under the Chilladiddo brand. This hobby has turned into a successful enterprise, with the
brand becoming a huge household hit. She talks to who about her success.
Please tell us a little more about yourself.
I grew up in the North West province, canning peaches
and making marmalades. The art of preserving fruit and
vegetables stayed with me until my adult years. These
methods and techniques helped me when I developed
the products for the Chilladiddo brand.
When I am not in the kitchen, I am empowering rural
farmers and entrepreneurs through my Made with Rural
Initiative, or in the classroom empowering young rural
girls through Girl Ignite Africa, an initiative I run with two
other passionate female professionals! I am a mother
of two beautiful children, a son and a daughter. I enjoy
travelling, outings with family and friends, reading and
quad-biking.
How did Chillidaddo come about?
I am a chili and hot sauce lover. Plain green chili served
with olive oil is often not exciting enough, and doesn’t
complement or enhance the flavour of food in the way I
want it to. So I started experimenting with different spices
in my home kitchen. I burnt my tongue a couple of times,
until two main recipes were finalised, which we began to
market.
How did you fund Chillidaddo?
The business was started with only R300, which I used
to buy the fresh ingredients and
spices needed for the sample
stock. To grow the business, I
needed to raise more funds.
That led to me entering the SAB
Kickstart Competition in 2013, and
in 2014 I was one of the finalists. I
won R180 000. We used the money
in the production and farming side
of the business. It helped us move
out of our home kitchen into an
accredited facility.
How do you manage to compete
with well-established brands?
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We live in a fast paced world. Consumers are looking for
convenient products that represent value for their money.
On the surface, our products may look the same as what
is already available out there, but teaspoon for teaspoon,
our clients are getting far more from our brand than
similar products.
We offer convenience, jam packed in a jar. Our range
is versatile, designed to turn any boring meal, into a
gourmet dish, while adding a rich and exotic flavour to
an array of food dishes.
Who is your market?
Our market is health conscious people. They appreciate
the freshness of our products, the fact that we use no
preservatives and only cook with fresh produce and
herbs. Our products are also stamped “Made with Rural”,
meaning that 80% of our raw ingredients come from rural
farmers, most of them based in Makapanstad village.
Five percent of each bottle sold is invested back into
assisting subsistence farmers in the form of seeds and
irrigation. So by buying our products, the consumer are
not only purchasing a food item, they are also getting an
opportunity to support a rural community, that wouldn’t
otherwise have access to them.
You said you are involved in the primary production of
your ingredients. How are you involved?
My involvement is through an initiative I founded called
Made with Rural. We got permission to use a piece of
land in Makapanstad village,
where we partnered with a
local co-operative called Tsogo
Agriculture. We have put up a
net structure, irrigation, bought
a walk-behind tractor, bought
seeds and started growing our
own chili peppers, herbs, and
onions.
The challenge for most rural
growers has always been
access to markets. Through
our products, we are taking
away that headache. We buy
all these ingredients from the

In the next ten years, we plan for Chilladiddo to be a
household name in every chili lovers’ home in South
Africa. We also plan to have an organised network of
rural subsistence farmers growing for us, and to have our
products exported to the South African Development
Community (SADC) countries, East Africa, America and
Europe.
Do you think there are business opportunities in agroprocessing for young people?
There are lots of unexplored opportunities in agroprocessing, especially for young people those living in the
rural areas. Most rural communities have been blessed
with arable land that is still largely un- or under-utilised.
Food is part of our daily life, there are lots of weddings,
funerals and government events happening week in and
week out in these communities, where lots of processed
foods are brought in from the major cities. The next step
should be to assist our young people to explore these
value-adding opportunities that could change their lives
for the better!
Do what you are passionate about, take it serious – be
it a craft, a skill or livelihood. Make sure you learn about
your chosen business as best you can, do your research,
know where your markets are (where to play), how to
position yourself in those markets, remain consistent and
professional, do good and have fun!

Leeko Nkala
growers, and transport them to our factory. Tsogo also
trains the local youth in horticulture and crop farming.
Who are your main clients?
Our biggest clients are corporate organisations like The
Hope Factory, Shanduka, Adopt- a- School Foundation,
Fusion Foods, SPAR, the patrons who attend Food Shows
like Taste of Johannesburg & Durban, Good Food and
Wine Show, The Glen and Killarney Mall Chili festivals.

Fast facts
•

Leeko went to Zinniaville Secondary School
(Rustenburg).

•

She studied Human Resource Management
and Industrial Psychology at the University of Cape Town and graduated with a
Bachelor of Social Science degree in 2000.

•

Leeko has also completed a short course
in Small Business Management with The
Gordon Institute of Business (GIBS) and
participated in the SME Business Development Certificate Programme (GIBS) for
one year.

•

She joined the Shanduka pre-incubation in
April 2013 and went into full incubation in
September 2013.

Where are your biggest growth opportunities?
In local townships, where we plan to move in soon, and
the rest of Africa. We produce 300 to 500 jars and buckets
of product a week.
Any plans of having your products on the shelves of major
retailers?
We are currently in two Spar outlets in the Fourways area
(Johannesburg), and in a few deli’s. We’re still trying to
market the brand by interacting with potential clients and
building a solid customer profile before we can go big on
occupying most retail shelves.
The advantages of being on retail shelves is that you
can quickly gain a national footprint, and centralised
distribution. This market, however, offers smaller margins,
which you will then have to make up with volumes. It will
require lots of funds upfront, and payment terms that
might not be too favourable for a small business.
What are your plans for the next 10 years?
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Farmerpreneur

Get it right the first time
To win at horse racing, you need to choose the right jockey. In reality however the jockey chooses
himself. Applying this analogy to farming, means that you can only really become a farmer if you
have the love, passion and commitment for it. Government cannot create a farmer. It is only once
we have the right person for the job that we should look at support throughout the value-chain,
training, mentorship, appropriate financing, technical support and market access.
Making it as a farmer requires much more skill these
days than in the past. Gone are the days when farmers
were on the farm all day tending to their crops or
livestock. These days they are spending much more
time doing administration, managing people and
marketing their produce. Rising costs has forced them
to become more entrepreneurial and to run their farms
as a businesses.
To make it as a farmer, you have to be out to make
money, like everybody else in the supply chain. The
reality, however, is that less than 3% of the overall
population in any society are entrepreneurs. So, it is
highly unlikely that everybody who enters the sector
will succeed. Your chances for succeeding is even
lower, if you don’t have the right skills or a good
support network.

“A farm that can’t cover its
inputs will fail.”

has to be realistic and show medium to long-term
sustainability. Farmers should look for non-traditional
collateralisation instruments. Many black farmers do
not own assets, such as land or off balance sheet
assets (off-farm assets). So the key, is to find other
means of collateral. Farmers must manage their cashflows – the flow of capital is key to the farm enterprise
– and they have to cover their input costs at the very
least. A farm that can’t cover its inputs will fail.
Someone who digs into his or her pocket for their
enterprise, shows commitment. Such a person shows
signs of being dedicated to their business venture,
more so than a person who is unwilling to risk anything
on their venture.
In the past, producers started by producing and
then looking for a market. But times have changed.
The market has become king,
so farmers now have to work
backwards. You must first get
a market (secure off-take
agreements), set a price
and negotiate quality and
standards, before you
produce anything.

Government cannot “manufacture” farmers. A
farmer is either trained, raised or supported from the
beginning. Alternatively, a farmer might come from
outside the sector with either management or business
To make things easier,
skills, or a lot of capital to help reduce risks.
farmers should also
In the United States, the farming society represents less leverage what they can,
than 1% of the overall population. In SA there are 36
especially infrastructure,
000 white commercial farmers who represents less than or create a hub for
0.006% of the population of over 50 million people.
infrastructure investment.
Another reality, is that only 20% of these farmers are
It would be too
supplying 80% our country’s food.
expensive for one person
to own a silo, especially
Farming is tough, particularly for new entrants –
when you are a small
whether you are an emerging farmer or a new farm
commercial farmer, but by
manager, the so-called future farmers. The stagnant
clubbing together, farmers
South African economy makes things worse. However, might be able to acquire one
a new agriculture financing path, which has been
that can be shared between
identified in the National Development Plan (NDP),
them. The same can be done
New Growth Path (NGP) and other key documents of with farming equipment.
the state, could help by giving these farmers better
Instead of buying a
access to finance.
plough, why not buy
one together
Overcoming challenges
and share it?
Farming is a business, and as such, your business plan
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Farmers should also look at ways to minimize costs
(get scale, cooperate, buy, sell, market and use
capital assets together). Spread the risk through
partnerships and ensure that short-term funding
costs do not sink long-term liabilities. Farmers
should also manage and play in as much of the
value-chain as possible.
Add value
When getting into the business try to avoid
long-term heavy bonds. Rather get a farm
that is under-priced or one you can access for
free through the land reform programme or
permission to occupy if on communal land, than
get so indebted that you have no money to run
the farm. Most farmers want to start farming by
buying land. Why buy land if you can access it for
free or through leasing from government?
If you own the land, turn or convert the farm
into a capital asset by adding value to the land.
Value appreciation is the most important element
that drives success. This allows for long-term
investments, such as dams, fencing, silos, pack
sheds, processing facilities and so forth.
Farmers should convert low value outputs into
higher value inputs. A dairy, chicken and feedlot
are all examples of ways in which a lower value
product, such as maize, can be converted into a
higher value product. See whether you won’t be
able to convert R2000 worth of maize into R10 000
of milk or meat.
Capital assets should also be used to the
maximum. One cannot afford lazy capital assets
- a sitting harvester or tractor costs you money.
Until you can really afford one, rather lease or
rent the equipment that are used seasonally. An
unproductive cow, for example, that delivers
15 litres and not 23 litres of milks costs the farmer
money and should be culled if its productivity
cannot be increased. What goes in at R1 must
come out at R1.50 or better!

BY: Andrew Lehlohonolo Makenete
Andrew Makenete, former ABSA
AgriBusiness Manager and Land
Bank Chief Strategist

Provincial notice
Mafikeng airport back in business
The Mafikeng Airport in the North
West Province is back in operation with regular flights to OR
Tambo International Airport in Johannesburg and the Pilanesburg
Airport.
Speaking during the official
launch of the flight schedule at
the airport, North West Premier Supra Mahumapelo said the move
was part of the provincial government’s broader plan to reposition,
rebrand and renew the province
with special focus on Mahikeng
as the capital city.
“By June last year, we were talking theory and today we have
moved from theory to practice.
We said that we will make this
practical and I am very happy
that SA Express and all stakeholders came to the party to
make this a reality in line with our
‘saamtrek saamwerk’ philosophy.
This proves that we are committed to achieve our objectives,”
said Premier Mahumapelo.
SA Express will fly from Mahikeng
to Pilanesberg and OR Tambo
International Airport three times a
week on Mondays, Wednesdays
and Fridays.
Fares will range from R400 for Mahikeng to Pilanesburg and from
R600 for Mahikeng to Johannesburg.
Premier Mahumapelo said that
the provincial government is also
looking at the possible introduction of flights between Mahikeng,
Bloemfontein and Kruger National Park as part of enhancing the
maize triangle strategic growth.
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Climate Change

Climate Change to be a game
changer
Climate change is a subject that no sector can
afford to neglect. In December 2015, Paris
promises to be a battlefield of agendas as
the United Nations Framework Convention
on Climate Change (UNFCCC) Conference of
the Parties (COP21) kicks off with the aim
to replace the Kyoto Protocol. The stakes are
high and farmers want to be heard.
The 2015 SACAU Annual Conference, held in Mahe,
Seychelles, left delegates with the realisation that
farmers and researchers need each other and should
work together towards combating the challenges of
climate change.
SACAU CEO, Mr Ishmael Sunga, emphasised that the
organisation is aiming to increase the capabilities of
farmers and farmer organisations to navigate their
way into the future in order to efficiently deal with the
unique and complex challenges ahead. “Agriculture
is a long-term journey and we believe in the role of
science to propel our members into the future. The
reality of climate change will have a huge impact
on the sector, and as such not spare our soils, forests
or fisheries’ which form the basis of discussions at this
year’s conference,” he said.
The conference was officially opened by Mr Wallace
Cosgrow, Minister of Fisheries and Agriculture of
Seychelles, who highlighted the importance of
political support for Africa’s climate change initiatives
and the need for an inclusive process for progress.
Agriculture has been cited as one of the main
contributors to greenhouse emissions and a major
driver of deforestation. The sector continues to be
painted as both the villain and hero in the climate
change debate, despite it having the most to lose
from changing weather patterns. Deliberations
at the conference set the foundation for a united
and firm position from southern Africa’s farmers
for COP21. SACAU President, Dr Theo de Jager,
informed delegates that the organisation managed
to decisively put climate change on the international
agenda over the years, insofar as it impacts on
farmers. “This year is the final round, we must make
this work. Discussions from the conference will go into
COP21 as the voice of farmers of southern Africa. What
we need is a firm agreement, which must be digestible
to all farmers in the region,” he emphasised.
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Minister Edna Molewa of the Department of
Environmental Affairs at COP20 in Lima, Peru
Dr James Kinyangi, from CGIAR Climate Change
Agriculture and Food Security (CCFAS) set the scene
on the climate change debate by pointing out that
large parts of Africa will no longer be suitable for
maize production in the coming years due to climate
change. “A focus on adaptation and diversification
from maize is required. A transition to livestock based
systems is inevitable as well as a need to promote
transformation to animal protein, through improved
livestock farming systems,” he explained.

Youth Development
Africa is facing a
serious challenge of
a rapidly growing
young population
with low calorie
intake confronted
by increased
climate changes
(floods, cyclones,
and drought) that is
negatively affecting
production.
Fisheries’ and forestry
Dr John Mmochi,
from the Institute of
Marine Resources
at the University
of Dar es Salaam,
informed delegates
that aquaculture is
the fastest growing
source of animal
protein, increasing
12 fold over the
past three decades.
However, Africa’s
contribution to world
fish trade is very small
despite its huge
resource base.
“This is due to our
limited access to
deep water fishing
due to lack of
appropriate vessels
and low capacity
for policing exclusive
fishing zones. This has
led to foreign vessels
exploiting lucrative
deep waters while
Africans end up
fishing in breeding
zones close to the
coast. We are fishing
in the breeding
zones, fishing the
juveniles. We need to
empower ourselves
to fish in open seas/
deep waters,” he
explained.
SACAU media
statement, following
its 2015 Annual
Conference

Calling on the next
generation
For many years, South Africa has been
fortunate to be a food
secure country, but times
are changing. Food security
is threatened by the aging
farming population in
combination with dwindling
farmer numbers. The average
age of a South African farmers
is currently estimated around
62 years. And the number
of commercial farmers have
diminished from 128 000 in the
1980s to a mere 30 000 in 2014,
due to unfavourable market
conditions, policy uncertainty
and other factors.
The importance of food security
cannot be over-emphasized, and
as our population grows, it will
By Wandile Sihlobo
become even more crucial. The
global population
The importance is expected to grow by 16% over the next 20 years
of food security to 8,5 billion people. This surging population growth,
cannot be over- in addition to other factors, will propel the market
demand for agricultural products which in some
emphasized, and countries might lead to food insecurity. Some countries
as our population are already experiencing problems.

grows, it will
become even
more crucial.”

Food security should for this reason be very high on the
youth’s agenda. One would expect that countries with
a high population of youth, like South Africa where
58% of the people are under the age of 30, to be more
involved with agricultural practices. Yet it seems a
constant challenge to incorporate more young people into the South African
agricultural sector.
These trends call for the youth’s involvement in the country’s food production
chain. As a result, decision-makers in both government and private institutions
are focusing on this crucial matter, by highlighting opportunities in the sector,
such as farming, possibilities as agricultural professionals, service providers and
so forth. Along with this, many challenges currently faced by the agricultural
sector have also been highlighted, from policy uncertainty to profitability issues.
Regional youth summit outcomes
Regrettably, young agricultural practitioners are frequently under-represented
in such discussions. One often sees a roundtable discussion of seasoned
professionals discussing strategies to change the image of the sector and
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Youth Development

attract young talent, without the representation of
younger people.
Nevertheless, the recent “Youth in Agricultural
Summit for Southern Africa” hosted by the Centre
for Coordination of Agricultural Research and
Development for Southern Africa (CCARDESA) in
August in Durban, provided a platform where young
people could voice their opinions and define their
roles in the future of the industry. It also presented
young people with an opportunity to learn about
the technicalities and challenges of different
agricultural enterprises.
I have also attended the summit. It warmed my
heart to see the paradigm shift that occurred in
some of the young people who attended the
summit. Where they previously regarded agriculture
purely as a means of livelihood, they now
understood and viewed agriculture as a business.
Unfortunately, there are still many young people
suffering from this misperception. Agricultures as a
result don’t appeal to them as they aspire to live a
more “sophisticated” life.
Evidently, the industry has not yet managed to
communicate all the complexities involved in,
and opportunities available within the sector. The
industry should build on the platform provided by
CCARDESA and create more dialogue avenues to
continuously engage with the youth. Understanding
their views could lead to more effective strategies
that will attract them to the sector.
In the State of Maine in the United States, a
programme to involve more youths in the
agricultural sector was brought into effect, with
great success. Today, about 40% of farmers in the
State of Maine are younger than 35 as a direct
result of this program. It seems that continuous
engagement with the youth, through the use of
technological developments, had been key to
attracting more young people into the sector.
Perhaps this success could be duplicated in South
Africa, if we implement a similar programme that
targeted the involvement of the youth through
technological advancement.
Wandile Sihlobo is an economist at Grain SA. These
are his own views.
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Nutrition strategy for 2055

Africa losing
billions
of dollars
due to
malnutrition

African is facing two major challenges:
The first is how to feed a growing
population and the second, to adapt to
climate change. These problems would
only be overcome if governments play
a more active role in enhancing food
security on the continent by creating an
environment where farmers can flourish.

It is estimated that up to 40% of the children
in Africa still die of hunger. That two out of
three adults have suffered malnourishment in
the womb or as children, resulting in stunted
growth. Stunted growth not only affects
physical height, but also the future health
and cognitive development of people. So
malnourished children have a higher risk
of dropping out of school early. They also
seldom achieve their full genetic potential.
Abdallah Hamdock, deputy executive
secretary of the Economic Commission of
Africa said that the African economy is losing
between 6,3% and 11,5% of its gross domestic
product because of this.

that is more than R19 billion) by reducing
stunting rates. This money could be invested
in other social and economic sectors.”

Hamdock was speaking at the third
International Conference on Financing
for Development that was held in Addis
Ababa in Ethiopia. He presented findings of
The cost of hunger in Africa study that was
commissioned by the Economic Commission
of Africa, the African Union Commission and
the World Food Programme. The studies aim
to unveil the devastating impact of child
undernutrition on the economies of various
African countries. Several of these studies
have been done for various parts of Africa.
Hamdock specifically referred to the study in
Rwanda, Malawi, Burkino Faso, Ghana and
Chad.

His Majesty the King, Letsie III of Lesotho, who
is also African Union nutrition champion, said
that the continent struggles with a high rate
of malnutrition and associated diseases,
in spite of the gains made in eradicating
hunger over the past few years. “More than
50 million African children are shorter than
their potential heights and Africa has many
women who die when giving birth because
of poor nutrition,” the King said. He called
African governments and donors to develop
appropriate financing mechanism and
increase investment in nutrition.

He therefore urged African governments
to do more in eradicating hunger and
malnutrition. “You have to make the most
of the resources you’ve got and introduce
policies and viable financing mechanisms
that will support these efforts.” Hamdock
pointed out that it is the poorest families on
the continent that are suffering the most,
because of governments’ neglect in this
matter.
Nutrition strategy for 2055

King Letsie III also launched the revised
African Regional Nutrition Strategy 2016-2055,
Hamdock emphasized that the
which draws on the lessons learnt in fighting
undernourishment of children was not only
malnutrition on the continent and takes into
a health or social issue, but also a serious
account several global initiatives including
economic issue. “Africa would be able to
the post-2015 Sustainable Development
save more than U$D 1,5 billion (in South Africa Goal.
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To the Point

How
black
farmers
got
stuffed

South Africa’s new farmers have
missed out – in a big way - on
an opportunity to catch up with
their commercial counterparts
who have been generously
supported before deregulation.
The country’s decision to play
by the global rules of free trade
after 1994 has put the sector in
a very difficult position. We are
expected to compete against
the best in the world, yet the
support that could have helped
particularly today’s black
farmers was taken away.

Within a year of the democratic government
coming into power it had to accede to the
World Trade Organisation (WTO). This meant
that South Africa entered into an agreement
that exposed its economy to global
competition and had to play by global rules,
both at home and abroad. To add insult
to injury, other agreements were signed
with the European Union (EU) and southern
African countries, some of which are still
being negotiated. The direction taken by the
new government was contrary to the stance
adopted by the apartheid government
which protected t and supported white South
African businesses. The agricultural sector was
a major beneficiary through various forms of
support.

could lead to outcomes similar to those
experienced in Zimbabwe. There has also
been declining government support for
research and development. This gap is now
partly filled by the private sector.

By Mmatlou Kalaba

This included direct subsidies or through
institutions such as commodity boards.
The boards regulated and supported
commodities through price setting, inputs,
throughput and final products. Furthermore,
to reduce costs to the national fiscus the
new government got rid of the boards. Fastforward and today among other in terms of
job creation, the sector is performing poorly.
In addition, its contribution to GDP has shrunk
to less than 3% of GDP from 4.6% in 1994.
Land redistribution has also not succeeded,
since only 7.5% of the land from an initial
target of 30% for black people has been
transferred (and a 2014 deadline set by
government). The problem with this failure
is that it has led to radical proposals that

New achievements
Despite all the challenges, government
has played an instrumental role in opening
up markets, creating the environment
and adjusting policies to allow the private
sector to take advantage of available
opportunities. South Africa has found new
markets and government has actively
opened up market access beyond what was
required by the WTO. The country’s biggest
trading partners are now in Africa, overtaking
the EU which used to dominate most facets
of trade.
There has also been diversification in terms
of products. Production has been increased
with the use of fewer hectares due to
technology adoption and the planting of
genetically modified organisms. Despite
limited agricultural potential and resource
scarcity, South Africa has thus managed
to make substantial improvements in many
areas. The country remains one of the main
exporters of agricultural products to the most
lucrative markets in the developed world.
Kalaba is a lecturer in Agricultural Economics
at the University of Pretoria. This shortened
article was originally written for The
Conversation, an online information platform.
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Game industry

The rise and rise of the game sector

The private wildlife industry has grown
tremendously over the past two decades mainly
due to the expansion in breeding and live sales
of plain game species. The private wildlife
industry is comprised of four main segments,
namely; hunting, the breeding of game, wildlife
tourism or ecotourism and game products.
Each of these pillars has their own unique
characteristics that need to be taken into
consideration before investing in them.
The wildlife industry is in a sweet spot with further growth
opportunities in all of the above segments especially that
of breeding game as it have the lowest barrier to entry.
The total turnover of the wildlife industry is estimated at
R122, 7 billion making it the largest industry compared
to other agricultural industries. Given the success of
the wildlife industry, the commercialisation of certain
other endangered game species may need to be
reconsidered.
By legalising trade in certain endangered game and
products it may be possible to save these species for
next generations and turn a threat into a benefit and
potential contributor to economic growth for South
Africa. Additionally, the game industry is well adapted to
drought conditions in Southern Africa and offers needed
diversification opportunities to producers in the region.
This is especially true as agricultural competition from
neighbouring countries north of South Africa is expected
to increase. The wildlife industry is therefore expected to
continue to grow.
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Game hunting
Before the later part of 2000 the majority of plains game
was bred for hunting, with only a few animals being
sold on the live market for non-consumptive breeding
purposes. The main driving force for the recent growth in
demand for hunting by international and local hunters
has been due to declining game numbers internationally.
Given the latest research in 2014, approximately 8 950
international trophy hunters visited South Africa and on
average each hunter spent R138 000 per visit.
There are approximately 200 000 biltong hunters in
South Africa spending on average R31 000 per annum
on hunting. The total turnover for the game hunting
segment of the wildlife industry in South Africa is therefore
estimated to be R7, 5 billion. This does not include the
indirect spend on secondary industry’s like taxidermy and
gun manufacturing and hunting accessories.
The growth in the hunting industry has also been
favourably impacted by the growth in the breeding of
game, resulting improved volumes, genetics and the
availability of better trophy animals. The increase in
demand for breeding animals and trophy animals has
positively impacted hunting prices of plains game with
the result that price increased by almost 12% over the
past year in spite of a drought in certain areas that lead
to an increase in supply as animals need to be culled.
Game breeding
Over the past two decades the game breeding sector
only really got going with the developments and
investment in game catching, game transporting and
game auctioning facilities. Without this investment
numerous ranchers did not even consider live sales as a
marketing avenue for their game. Another contributing
factor that unlocked the value of breeding stock was the

GAME RANCH
PROFITABILITY
IN SOUTH AFRICA
2015 EDITION
Philippus Christoffel Cloete, Petrus van der Merwe
and Melville Saayman
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development of a game insurance product that can be used
as a risk management tool especially during the stress period
during capturing and the adjusting period after the sale of the
game.

By Ernst Janovsky

The breeding and sale of high value game and colour variants
lead to an approach of intensification of breeding systems to
optimise the utilisation of the natural resource. For example,
Zebra graze the upper stems of grass while wildebeest graze
on leaves. This has improved the sustainability of grazing lands
but needs to be managed more intensively. The strength of the
industry lay therein that a breeding farm does not need scenic
beauty, has up to now been cash based and have a tax
advantage that stimulate investment. In 2014 the total turnover
on game auctions grew by 35% year on year to a historic high
of R1, 8 billion.
Due to the lack of up to date information and taking into
consideration that only approximately 20% of game is sold at
game auctions the turnover of the game breeding segment of
the wildlife industry is estimated to be R10 billion. To become
a breeder is easy. You don’t even need to own land, you
can even rent land. All it takes is a fence, a few females
and a male, the question however is does it add value to
diversification and the build of superior genetics. Therefore,
the barrier to enter the breeding market is fairly low and given
current prices it is expected that more breeding farms will be
established. There will also be a switch from hunting farms to
breeding farms.
Wildlife tourism
Wildlife tourism has become the leading and fastest growing
sector in the tourism sector with 88% of all visitors to South
Africa (13, 4 million) indicating that they are here on holiday.
It is estimated that 50% of 12, 1 million tourists on holiday will
incorporate a wildlife experience in their visit and on average
spend R3 486/day of which the biggest portion (75%) is on
accommodation, food and transport.
The turnover of wildlife tourism segment of the wildlife industry,
given the above assumptions, is calculated to be R104 billion.
This, to a large extend, is evenly matched by the multiplier
effect that wildlife tourism has on 4x4 trails, airlines, outdoor
equipment, hotels etc.
Currently SANParks equate to 3, 7 million hectare while
the 6330 exempted privately owned wildlife farms equate
to approximately 14, 7 million hectare opening a huge
opportunity for further growth and investment into the wildlife
tourism industry. The strengths to wildlife tourism is that it creates
jobs and insures better facility utilisation. It however need better
management and higher capital investments especially in
facilities.
Game products
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To date, the local venison market has been relatively
underdeveloped due to consumer’s perceptions that venison
is only available in winter months as well as draft regulations
that dead animals can’t be delivered to an abattoir. The
latest survey under wildlife tourists indicates that there is a
definite export opportunity but that the market still needs to be
developed. Unfortunately, the developing of an export market
is not without its risks as disease outbreaks can limit market
accessibility. Exports of venison however hold significant growth
opportunities.

Disclaimer:
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Leadership Institute for Girls
The Leadership Institute for Girls in Rural Communities is a non-profit organisation
aimed at mentoring young girls to become strong leaders that will continue
to make a difference in their own families and communities. The project was
established to bridge the gap between classroom learning and real life education,
with the three focus areas being:

- To structure a mentoring programme;
- To start a conversation with teen girls about social issues
and challenges they face as young girls; and
- To instill confidence in young women through educating
and training to enable them to make informed decisions
from a young age.
Our project is aimed at young, black girls aged between
12-18 years old in Matlwang Village, Potchefstroom in
the North West province. We have 20 girls who regularly
attend our meetings, each one with a different story,
different dream and same objective: Be educated,
empowered & able to give back to their village.
A typical school day for the girls starts at 6:00 in the
morning, walking to school and attending from 7AM-2PM.
There are no recreational activities to keep her mind
occupied, besides watching TV, visiting with friends or
worst case scenario: drinking and smoking or engaging in
sexual activities.

We want to broaden their thinking beyond their village;
to provide groundbreaking thinking and solutionorientated thinking. To enable curiosity about the
world outside of their immediate surroundings. Groom
them into self-respecting and liberated women who
understand their bodies and have control of their minds,
and know how to build and sustain healthy social and
professional relationships.
Furthermore, to be women who can speak up against
social ills they are faced with such as rape, drug and
alcohol abuse among their peers, domestic violence at
home and bullying in school. We also share information
with the girls regarding career choices, improving their
language and overall communication skills, as well as
encourage a healthy lifestyle and positive self-esteem.
For more information and updates please like us on
Facebook
https://www.facebook.com/girlsleadtoo?fref=nf and for
activities and our thoughts read the blog http://petuniaeducatinggirls.blogspot.com/
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Have your say in your language…

By Malixole Gwatyu

Kulindelwe
lukhulu
kwezolimo

Ayithandabuzwa into yokuba iphondo
lase-Mpuma Koloni lifumbethe ithemba
lokuphucula isimo esihexayo sezolimo
esibonakala phantse kuzwelonke. Eli
lelinye lamaphondo azenzela igama
natshatshela phambili kumaphulo olimo
asungulwe ngenjongo yokugweba
indlala. Kunyaka ophelileyo umphathiswa
weZolimo umnumzana Senzeni
Zokwana, ukhankanye into yokuba
imigodi ekwiphondo lase-Mpumalanga
ibangele umonakalo omkhulu kumhlaba
obufudula ungumthombo wemveliso
yokutya kwelaphondo.

Xa simcaphula umphathiswa uthe; “Ukuba
sifuna ukunqanda ubunkenenkene bemveliso
yokutya kuleminyaka mihlanu ukuya eshumini
isijongileyo, kufuneka iMpuma Koloni ibengathi
iyaqina kwimveliso yokutya. Sendivile ngephulo
lokuvelisa amafutha ezithuthi enziwa ngombona
[biofuels] apha eMzantsi Afrika. Eliphondo nalo
likuluhlu lweendawo ezizakuxhamla kwiinkqubo
zikarulumente eziphathelele kulomba.
Yiyo lonto kuzakuvulwa iziko lokuvelisa lamafutha
eCradock, nto ezakunika amafama eliphondo
ithuba lokuzisa imveliso yamazimba (sorghum)
nezakuthi isetyenziswe ekwenzeni lamafutha.
Ukuveliswa kwalamafutha ezithuthi kusetyenziswa
amazimba ayonto eyenziwa kuba sifuna ukulumla
ukuxhomekeka kwethu kwi-oli koko yenye yeendlela
zokudala amathuba omsebenzi eMzantsi Afrika.’’
Siyayivuyela into yokuba siniphathele iindaba
kunye nengcaciso yezolimo kweliphepha-ndaba,
oko sikwenza ngolwimi lwakho lwenkobe. I-Mpuma
Koloni ijongene nengxikela yoxanduva olucela
umngeni kwiinkalo ngeenkalo zolimo. Nto efuna
ukuba nabalimi banyuse umgangatho khonukuze
bakwazi ukuncedisana norhulumente ekuphuhliseni
eliphondo. Kulo nyaka, siceba ukupapasha
iinkcukacha ezinokubaluncedo kubalimi
abasakhasayo.
Izakhono zabalimi
Okunye esifuna ukujongana nako ziinkqubo
eziphucula izakhono zabalimi kunye nezinye
iindlela ezisekelwe kubugcisa obuphuhlisa ulimo
lwalamaxesha. Amaxabiso ombane aphezulu yenye
yezinto ezingumceli mngeni kubalimi, ingakumbi
xa kujongwa iindleko zemveliso. Zikhona ke iindlela
zokuthoba ezindleko. uZokwana kwinthetho yakhe
ukwathe “siyazazi izinto ezifunekayo eziphathelele
kwezolimo kweliphondo, yaye notyalo (lwemali)
esilucwangcisayo luzakubanegalelo kwiphulo
lokudala imisebenzi kulendawo. Iyandikhuhaza
intsebenziswano ephakathi kweSebe loRwebo
noShishino kunye norulumente wephondo,
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yokuphuhlisa amashishini avelisa izinto eziphuma
kwimveliso yokuqala kwezolimo (agro-processing)”.
Njengokuba ubukhulu beMpuma Koloni
bungamaphandle kwaye noninzi lwabantu
bephila ngokulima, sikholelwa kwinto yokuba
ulimo ludlala indima ebalulekileyo kubo bonke
ababandakanyekayo, yaye kulapho isisombululo
seengxaki zamafama asakhulayo silele khona.
Umzekelo, ngaphezu kweepesenti ezingamashumi
amahlanu omhlambi weenkomo kuzwelonke,
amaxesha amaninzi ezinkomo zifuywe kwiindawo
ezingahoywanga njengokuba sibona eMpuma
Koloni.
Imfuyo yeyona nto inkulu kwiphondo yaye ukuba
ibilawulwa ngendlela eyenza imali, oko kuqukuka
nolawulo lwamadlelo olusemgangathweni, lonto
ayokuthetha ukungena kwemali kumafama
kuphela, koko iyakubanegalelo elibonakalayo
kuphuhliso lweelali kwezoqoqosho.
Iphondo lase-Mpuma Koloni, xa lithelekiswa
namanye amaphondo, libabalwe ngomhlaba
otyebileyo nosezandleni zolawulo lwabantu
abamnyama. Imveliso yombona inesakhono
yokulwa indlala yaye izise ingeniso kumawakawaka weentsapho ezihluphekayo. Eliphondo
linesakhono lokuvelisa ngaphezu kunokuba lisenza.
Ukuzibophelela kukarulumente ekuvuseleleni
nasekuphuhliseni iskimu soncencesho saseMzimvubu
sinika iphodo ithuba lokwandisa imveliso.
Ukuze kubekho impumelelo kufuneka ukuba
umfama abe nezixhobo ezikulungeleyo ukumelana
neemfuno zokwenza imveliso, kunye nezixhobo
zokuvelisa ukutya ngendlela eyonga imali nexesha
kwaye yandise imveliso. Siyathemba ukuba abalimi
beliphondo lase-Mpuma Koloni bazalinyusa izinga
lwezolimo njengoko urhulumente enjonge kunyaka
ka-2030, apho kulindelwe ukuba ezilimo jikelela
ibelisebe elihamaba phambili ekuveliseni imisebenzi.
This column is courtesy of Landbou-Burger OosKaap, where it was first published.
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