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The Cyclone Idai Emergency Response in Mozambique is a joint Alliance 2015 intervention between 

Cesvi, Concern and Welthungerhilfe (WHH) with one organisational structure and Cesvi the lead 

agency. The emergency response is formally led, managed and coordinated by Cesvi, with technical, 

logistic and financial support, being provided by Concern and WHH. 

General humanitarian overview 

On 14 March 2019, Tropical Cyclone Idai made landfall near the city of Beira, Mozambique, leaving 

loss of life and large-scale destruction of assets and infrastructure in its wake. In the days after, entire 

villages were submerged underwater as floodwaters rose. Thousands of people were stranded on 

roofs and in trees. Entire swathes of crops were damaged, with nearly 700,000 hectares flooded, and 

livestock was lost, exacerbating food insecurity across the central region of the country. Families were 

separated as they fled the rising flood waters, while others were trapped on high ground, unable to 

access basic goods and services for days. Thousands of people were displaced, many having to flee 

with nothing as the waters rose rapidly.  

The Cyclone Idai weather system brought destruction and damage to Sofala, Manica, Zambezia, Tete 

and Inhambane provinces, killing at least 600 people and injuring more than 1,500 and leaving an 

estimated 1.85 million people in need of humanitarian assistance and protection. The weather 

system’s impact was particularly devastating as it came in three waves: in early March, the low 

pressure system caused flooding in Zambezia and Tete displacing more than 140,000 people; on 14 

March, Cyclone Idai made landfall near the port City of Beira – home to 500,000 people – tearing roofs 

off homes and buildings and causing widespread destruction, death and injury. finally, over the 

weekend of 16-17 March, the weather system carried torrential rains across multiple areas, causing 

rivers to overflow and a dam in Buzi district to burst, sweeping away entire buildings and leaving 

people stranded on trees and houses. In some areas flood waters reportedly rapidly rose to above six 

metres, it is anticipated that many children, elderly and people with disabilities would have been 

unable to flee to safety.  

Purpose of the Assessment and Methodology 

Alliance2015 has been responding to the humanitarian crisis caused by Cyclone Idai in Nhamatanda 

District of Sofala Province since the 25th of March 2019. During this process experts deployed to 

Nhamatanda district started compiling information to better analyse the context and identify recovery 

and rehabilitation response options compatible with the realities on the ground. As part of this 

process, a qualitative market study has been conducted in the district from 29th April to 4th May 2019. 

The purposes of this study are the following: 
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- to analyse the effects of the cyclone over critical markets in Nhamatanda district 

- to analyse the current market conditions 

- to inform future programming of the Alliance2015 in the area. 

The study was conducted by the national staff with high knowledge (particularly of the agriculture 

sector) of the district and international staff with experience in market-based programming. Previous 

information on market behaviours (commodities sought, marketplace places preferred, prices, 

produces sold to the market) shared by the disaster affected rural households was validated by 2 focus 

group discussions and several ad hoc visits to the communities. Vendors (male and female)1 were 

interviewed by using checklists prepared based on trader survey of WFP with additional topics of 

discussion. Small to medium size vendors operating in the local markets were identified as critical 

market actors. Information was later compiled and reviewed internally. Nhmatanda, Tica, Monte 

Chiluvu, Metuchira Lomaco and Lamego markets were visited for interviews with vendors. In each 

marketplace 2 vendors per type of commodity were interviewed. Lamego, Tica and Nhmatanda 

markets were selected based on market behaviour of rural households.   

The information provided in this document was crosschecked with previous and recent studies (WFP, 

Plan and Oxfam market assessment following the Cyclone and COSACA, WFP, FEWSNET market 

reports prior to the Cyclone)  of other organizations. Most findings are compatible with these studies.  

Key Findings 

Overview of Nhamatanda Maize (grain) Market Maize is the main staple food item in Mozambique. 

Subsistence farmers mainly produce maize, sell surpluses to the markets. In Nhamatanda district 

maize has been mentioned as essential food item by the households interacted. Therefore, this section 

focuses on maize market. Smallholder Farmers: According to FAO the 3.2 million subsistence farmers 

have a share of 95% of the agriculture production in Mozambique2. FAO reports average farm field to 

be 1.4 hectares3. In Nhamatanda land size varied between localities/communities. In Ndeja (Lamego) 

communities reported having 1 to 2 hectares of land. Land is mainly used for maize production. 1 

hectare produces +600kg of maize. Maize is mainly used for own consumption. After each harvest 

households calculate how much maize they have. If it is enough for the period till next years’ harvest, 

they sell the surplus. In any case, once in a while they go to the market to sell some “gallon” of maize 

to cover other needs. Markets are reached on foot or by bicycle. If on foot, reaching a marketplace 

might take more than an hour according to locals (however, this depends on the location of the 

community and the marketplaces). There are no restrictions mentioned in terms of access to markets 

except distances and cash that might be needed for use of transports. Sales are made to vendors in 

the market usually or otherwise farmers sell the maize directly themselves.  

Small street vendors: These vendors play a key role in the market. They purchase maize from farmers; 

sell to consumers, other vendors (wholesalers or retailors) from Beira/Dondo/… and larger businesses 

(fodder companies, export companies based mainly in Beira and Chimoio). They vary in the size of the 

business. Some of them which have capacity to invest, take credit to be able to pay for transportation 

of maize to businesses in areas outside Nhamatanda (i.e Chimoio); others are only selling to people 

who physically go to the market. Some have only a few bags of maize to sell on plastic sheets they lay 

over the ground, some have built around 15-20 m2 of shade and operate under these. It might be 

interesting to note that most maize grain vendors do not have permanent structures. Vendors usually 

make 5-10 MZN (around 0,07-0,14€) profit from a gallon of maize. All vendors informed that their 

businesses were negatively affected by the cyclone as families are not able to purchase due to a lack 

of cash. Some of them reported the incapacity to respond to demands from larger businesses from 

                                                             
1 Although no records were kept, it might be worthwhile to note that most vegetable/fruit sellers were female 

and most shops with permanent structures were operated by males. 
2 FAO, Mozambique at A Glance, http://www.fao.org/mozambique/fao-in-mozambique/mozambique-at-a-

glance/en/ (last visited on July 2019) 
3 FAO, Mozambique Factsheet (PDF version), July 2007 
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Beira or other areas due to reduced supplies. Some informed that demands from Beira had reduced 

due to power cuts in the city which is affecting the use of the mill in the area that is utilized for 

processing the maize grain4. In Metuchira Lomaco vendors informed that their businesses went from 

1-20 bags of 60 kg sacks in a week last year to 5 bags of 60 kg maize grain this year. In Monte Chiluvu 

vendors informed that their sales went down from 10 bags of 100 kg last year to 2 bags of 100 kg 

maize grain this year in a day. All vendors that have been interviewed informed that their business 

have reduced by more than 50% this year in comparison to last year this period5. Vendors with 

financial capacities are looking for maize supplies from other areas, while most do not have any clear 

strategy to cope with the reduction in business. 

Maize supply: Street vendors either go buy from farmers directly or farmers come and sell them in 

the market. Last year most of the maize was coming from localities of Nhamatanda (Metuchira, 

Bebedo, Nhampoca, etc).  This year the maize supply is mentioned as a problem by the vendors due 

to the damage caused by floods. All vendors informed of concerns with supplies as all suggested drops 

in sales as consequence. One vendor in Tica market informed that they were not able to respond to a 

request of 200 bags of maize from Beira as it was not possible to find that quantity in the area. All 

vendors inform that their supplies have reduced by more than 50% compared to last year which is 

complementing the information provided by the smallholder farmers in Nhamatanda6.  

Maize quality: Last year there were no concerns about the quality of maize. However, this year 

according to the findings of this survey, it appears that some farmers are trying to sell immature 

and/or rotten maize to the vendors. Communities in Nhamatanda had already reported that their 

crops had failed to mature and most of them were heavily damaged. Some were consuming rotten 

maize. As households do not have any income source this matches with the information provided by 

vendors. Farmers interviewed in Lamego inform that they are separating the poor-quality maize at 

least in two steps; mainly at the storage, later before milling by checking each and every piece of grain 

one by one by hand. Vendors and farmers inform that quality was not this much of an issue last year. 

Stocking: It seems like most are not able to stock large amounts even if some use local privately-

owned warehouses for stocking the quantities they have purchased. They need to pay 10 MZN to store 

a sack of maize (not timebound). Some others in Nhamatanda market hire guards, which are paid 

between 1,250 and 1,800 MZN per month to keep the seeds safe. Some vendors in Tica market have 

informed that their stocks of maize were ruined during the floods as their warehouse was also flooded.  

Units:  The most common unit used in the market is “gallons”; 1 gallon corresponds to 5 kg of maize 

according to the informants. Some also use “lata” (20 lt capacity; approx. 20 kg) which is not used as 

wide as gallons at the local markets. 

Prices:  Although there was conflicted information about the price the vendors had to pay for maize 

last year this time, generally the figures suggested were around 20-25 MZN per gallon (0,35€) then  

sold for around 35-40 MZN. This year, nearly all vendors informed us that they were purchasing 1 

gallon of maize from 40 MZN and selling between 45 and 50 MZN/gallon. Their profit margin is 

between 5 and 10 MZN. They suggest that the price will gradually increase.  

Demand: Notwithstanding the urgent need of food in Nhamathanda, some vendors informed that the 

demand for maize is expected to be lower this year, as the purchasing power of families has declined. 

Their sales have dropped by 50% and more in comparison to last year this time. Some others suggested 

                                                             
4 This information was not crosschecked with sources in Beira. However, given the major power shortages 

following the cyclone, it is likely that this was the case. 
5 Vendors do not keep trade records. All figures are based on estimates provided by vendors. 
6 Suppliers exist in other parts of the country, but low financial capacity of the vendors restrict their access to 

these sources. 
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that the demand remained the same but there are other problems that cause the sales drop, such as 

electricity shortages in Beira in addition to the lack of cash for local households. 

Credits: There was only 1 vendor out of all reporting use of credits. They take credit from a bank 

named GAP which gives low interest rate7. They inform that this bank gives small credits for supporting 

economic development. The others informed that they were not taking credits however that they 

were supporting each other when cash was needed8. 

Saving group: Vendors use a system called “stick” for group saving and investments. This is a system 

widely used in Mozambique. The first group of businesswomen we have interviewed informed that 

they were a group of 20 entrepreneurs. Each of them chips in 500 MZN a week. At the end of the week 

on a rotational basis 1 of them gets all the accumulated money. With this, the entrepreneur makes an 

investment (i.e. buying more supplies). The next week someone else gets their turn and it continues 

like this. Female vendors in Lamego informed that they had a stick scheme before but now that their 

sales had dropped sharply they were not able to contribute to the system. 

Marketplace: Marketplace is organized by the municipality (district?). Each vendor pays 5 MZN per 

day for occupying some space and 1 MZN per day for someone cleaning the streets. This was the same 

in all markets visited. 

Beira/Dondo/Chimoio Businesses: These businesses (mostly traders) come to the markets in 

Nhamatanda and purchase maize from various street-vendors. These are then taken to their town of 

origins to be sold to their customers. The type of the customers vary; some of them are retailers, while 

others are retailing maize flour, exporting maize (or maize flour), using maize grain as fodder for 

poultry farms, etc.  

Milling: In Nhamatanda local markets maize is mostly traded as maize grain as the milling is done by 

the customers. There are milling facilities in the towns (in Tica and Nhamatanda)9. Milling could cost 

up to 10 MZN for a gallon according to informants. However, as no mill operators (processors) were 

interviewed this information hasn’t been validated yet. Mills operate with electricity and in Tica, due 

to electricity cuts a generator was set up. However, vendors inform of long queues at the milling 

facility. The same electricity issue was mentioned with regards to a mill in Beira. 

Market Maps Explained 

Market maps are developed by Alliance2015 based on information provided by the vendors and 

smallholder farmers. Later, these maps were presented to the SDAE office in Nhamatanda for further 

confirmation. 

The green arrows on these maps show working/effective interactions. 

The yellow arrows indicate disrupted interactions. 

The red arrows indicate interactions that are reported to be nearly totally collapsed. 

Xs indicate a scale of damage/concern from X to XXX (latter being the most severe). 

The mid-sections of the maps show the relation between various actors in the market. The low section 

shows a list of infrastructures that are mentioned during the study by smallholder farmers and the 

vendors and are necessary for the smooth operation of the markets. The upper section includes critical 

issues (regulatory bodies, climatic events, etc) that are shaping the systems the markets are operating 

in.  

                                                             
7 Needs to crosschecked. 
8 No details were made available. However, there exists a saving group based support system called stick. 
9 At the time of the assessment the number of mills were not checked. 
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Overview of Nhamatanda Vegetable Market 

Smallholder Farmers: Farmers inform that vegetables are a main source of income for them. 

Depending on the area and season the vegetable would change but, in several conversations, tomato 

came out as an important source of income. Other commonly produced vegetables (available now in 

the market) include okra, cabbage, okra, cucumber and onion. Some farmers in Tica have their own 

irrigation system. Some fields close to the rivers are also reported to have some basic irrigation. 

However, most farm fields have no irrigation system at all. Like maize, smallholders sell vegetables 

themselves in the local market or they sell to small vendors. 

Small street vendors: These vendors play a key role in the market. Vendors purchase the vegetables 

from smallholder farmers in most occasions. Meanwhile, they also inform that there are some passing 

by trucks form which they can buy vegetables that are not available in their areas (i.e. tomatoes for 

this year). These vendors tend to visit farmers themselves to collect the vegetables. They rent 

motorbikes or go with vans to the fields. Vendors report between 25 and 50% increase in 

transportation costs. As supply have reduced this year, vendors prefer not to go to farms if they are 

not sure that they can get enough supplies to cover the transportation costs. Some vendors with 

access to better finances informed that in some cases they were not able to fill the trucks they had 

rented which resulted in increased costs for them. Vendors sell vegetables to local customers, to 

travellers (if the market is based on the mainroad), some retailers from larger towns.  Vendors inform 

that due to the drop in supplies and consequently of sales, some vendors have stopped working. A 

vendor informed that they were purchasing (and selling) around 2000 pieces of cabbage each week 

last year, while this year they are purchasing (and selling) the same quantity in 3 weeks. Another 

informed that they while they were generating a profit of 500 MZN a week last year, this year their 

profit has dropped to 100 MZN a week. Regardless of the accurateness of these figures, it is important 

to note that all vendors have been informing of +60-70% reduction in vegetable sales. In a context of 

food insecurity in which staple food shortage is experienced at household level, it is normal that 

households are reducing diet diversity (vegetable consumption) and prioritizing macronutrient reach 

food stuff (staple food, in this case, maize). 

Vegetable supply: Nearly all vendors interviewed have informed that the vegetable supplies have 

reduced after the cyclone. Last year at this time they were able to purchase more quantities locally 

than they could now. Local supplies were coming from different localities in Nhamatanda but 

particularly from Tica, Lamego, Nhampoca. This year, due to limited production some vendors with 

better financial capital have started reaching to suppliers from Chimoio (probably other areas as well).  

Stocking: Most street vendors tend to store the maize at their houses. Some larger vendors with 

capacities also rent space in the warehouses available around local markets. The prices are the same 

as what the maize vendors pay but might vary depending on the location.  

Units:  Units are somehow chaotic when it comes to vegetables. Vendors inform that they sell in 

buckets, gallons, pieces, lata, kilos, molho (bunch) and so forth. Buckets, gallons and lata are more or 

less standards in the market. Vendors tend to re-adjust the molhos and buckets; i.e. bunches received 

from suppliers are divided to 2 bunches to increase profits. Units might also vary based on the source 

of supplies. Some vendors in Tica market informed that they were selling tomatoes in kilos now as 

they were receiving them in wooden baskets from Chimoio.  

Prices:  Prices of items have increased due to several reasons. First, the usual suppliers located in 

Nhamatanda are not able to meet the demand anymore. This pushes vendors to source their supplies 

form other areas i.e. Chimoio. The costs of items purchased from these areas are higher as once out 

of their areas the local vendors might have to purchase from vendors/wholesalers instead of 

purchasing directly from farmers/producers. Additionally, the cost of transportation increases as the 

distance increases. Lastly, the transportation costs have also increased locally. A vendor explains that 

while they were paying 150 MZN for a van between Tica and Gorongoza, now they are paying 200 

MZN. The same vendor also informed that the price of plastic bags they were using had increased by 
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about 30% compared to last year. All these costs are reflected to the price of goods.  According to a 

vendor, the price of onion in a normal year should start with 350 MZN (the unit was not clear but, it 

was for a bulk amount) in April and reach 600 MZN by the end of onion season in November. In May 

2019 the price is 600 MZN. Vendors were purchasing 1 lata of okra at 400 MZN last year and now at 

600 MZN. Prices have also increased since the cyclone. A bucket of onion was sold at 35 MZN before 

the cyclone and now is sold at 50 MZN. 

Demand: The clients of the vendors in local markets vary between local families, travellers and 

retailers from Beira, Buzi and other areas. The vendors inform that the demand have dropped. Some 

vendors inform that apart form the cyclone, there was already a reduction in demand due to 

worsening financial conditions for their usual clients10.   

Credits: Most vendors do not use credits. Some of them informed that they were helping each other 

when another vendor in the market needed some support. Whether this was with an interest or not 

is not clear.  

Saving group: Stick is used by some of these vendors. For more information refer to maize section. 

Marketplace: Marketplace is organized by the municipality. Each vendor pays 5 MZN per day for 

occupying some space and 1 MZN per day for someone cleaning the streets. This was the same in all 

markets visited. 

Beira/Dondo/Chimoio Businesses: These actors come to the markets in Nhamatanda and purchase 

maize from various street-vendors. These are then taken to their town of origins to be sold to their 

customers. Whether these are exported or sold to other businesses for processing into bi-products is 

not clear. 

Vegetable bi-products: The assessment didn’t focus on value chains of each good, hence there is no 

clear information on the bi-products. All interviewed vendors were purchasing and selling raw goods. 

This was the same with interviewed communities. However, business from larger towns and districts 

might be processing these raw goods. Further studies on value chains of each product is necessary. 

On the other hand, it should be noted at local markets most demand is for raw goods and that most 

client households (end-users) might not have the finances to purchase bi-products at all. 

  

                                                             
10 No further information is available on this matter. 
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Overview of Nhamatanda Soap Market 

Consumers:  Households living around the markets are the main consumers for the soap traded in the 

marketplaces of Nhamatanda. Some communities the Alliance2015 team have met were informing 

that they had no soap after the cyclone and that some were using ash instead. Later on, some 

organizations have distributed hygiene items to the communities (Alliance2015 targeted 2,000 

households in Ndeja community in Lamego). The findings of the focus group discussions, interviews 

with community members and feedback received after the distributions suggest that community 

awareness of hygiene practices was there to a certain degree. Meanwhile, vendors inform that their 

customers have reduced after the cyclone. 

Small street vendors: There are small vendors in each market which sell a range of hygiene materials 

ranging from washing powder, toothpastes to soap. Nearly in all visited markets the same brand of 

soap was sold. Soap is displayed in bars of approximately 30 cm.  

Soap supply: All vendors met are purchasing soap from a wholesaler located in Nhamatanda town. 

They are buying 12 bars of soap at 320 MZN this year. Last year, the price was between 280-300 MZN.  

There are 2 brands that are sold all around. One of them is green colored while the other is brown 

colored. In one location the prices of the two differed by 5 MZN but this was not the case in other 

markets. Some customers suggest that they prefer the green soap as it makes more foam compared 

to the brown soap. No problems with supply was mentioned. However, increasing transportation costs 

were underlined as a problem. 

Units:  Unit is a bar of soap (approximately 30 cm). The weight of a bar was not known by the vendors.  

Prices:  Prices have increased compared to last year. 1 bar of soap is sold for 30 to 35 MZN now. Last 

year the price was between 30-35 MZN. These bars can be cut to smaller pieces to be sold individually.  

Demand: Vendors inform that they were selling 20 boxes of soap (12 bars each box?) in a month in 

2018. Now, their sales have dropped to 10 boxes a month; a 50% decrease. 

Marketplace: For a spot in the market the vendors need to pay the same amount (5 + 1 MZN) to the 

municipality/district as other traders. Additionally, the soap vendors have informed that they were 

asked by local authorities to have a registration to continue operating. Some have informed that this 

was related to Ministry of Health regulations (as they are selling hygiene items) however further study 

is required to crosscheck the information and understand the registration requirements. 
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Annexes 

 

Annex 1. Maize Vendor Questions 

Interviewer:    Where did you meet this vendor? Town/market: 

What type of shop is this (describe):       

 Date: 

1. Do they sell maize grain or maize meal (farinha/flour)? 

2. At this time last year, what was the main source of maize for you? (small farmers, wholesalers, 

others…) 

- Which towns/provinces these suppliers came from?  

- What quantity at which price were you purchasing? (UNIT) 

- What was the price of a gallon? 

- What type/quality? 

- Were you stocking any maize? Where? 

3. At this time last year,  

- Were you still based in this market? 

- Who were your main customers? Consumers, wholesalers, big companies (what are these)? 

- From which town/province were they coming from? 

- What quantity at which price were you selling? 

- What type/quality (if any)? 

4. Who was milling the maize? Do you know the price for milling maize last year? 

5. What were the main challenges for your business last year? 

6. What is the main source of maize for you now? (small farmers, wholesalers, others…) 

- Which towns/provinces these suppliers come from?  

- Are you getting maize from different areas compared to last year? If so, why? 

- What quantity at which price are you purchasing? (UNIT) 

- What is the price of a gallon? 

- What type/quality? 

- Are you stocking any maize? Where? 

7. Now, who are your main customers?  

- Are they consumers, wholesalers, big companies (what are these)? 

- From which town/province are they coming from? 

- What quantity at which price are you selling?  

- What type/quality (if any)? 

8. Who is milling the maize now? Do you know the price? 
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9. Compared to last year, do you see a change in the number of customers? Which type of customers 

have increased/decreased? What do you think is the reason? 

10. What are the main challenges for your business this year? 

11. Do you have access to credits/loans (from banks, individuals, etc)? What do you use credits/loans for? 

Do you know the interest rate? 

12. Do you sell on credit to your customers? 

13. Were you part of any voucher program before (programs in which people get vouchers from an NGO 

and purchase items from the market with that voucher)?  

- What was your experience? 

- Would you be interested in such a program? Why yes? Why not?  
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Annex 2. Vegetable Vendor Questions 

Interviewer:    Where did you meet this vendor? Town/market: 

What type of shop is this (describe):       

 Date: 

1. What vegetables do you mainly sell? Is there a change in the vegetables you sell compared to last 

year? 

2. How many years have you been working in this market? 

3. At this time last year, what was the main source of these vegetables for you? (small farmers, 

wholesalers, others…) 

- Which towns/provinces do these suppliers come from?  

- What quantity at which price were you purchasing? (UNIT) 

- What type/quality? 

- Were you stocking any of them? Where? Were you paying for this? 

4. At this time last year,  

- Who were your customers?  

- Were they consumers, other vendors, wholesalers, etc)?  

- Which towns/provinces do these suppliers come from?  

- What quantity at which price were you selling 

- What type/quality (if any)? 

5. What were the challenges of your business last year? 

6. What is your total capacity for sales in one month? (how many KGs or MTs can you sell in a month?) Is 

this different than last year? 

7. What is the main source of the vegetables you sell now? (small farmers, wholesalers, others…) 

- Which towns/provinces do these suppliers come from?  

- Are they producers (farmers), other vendors, wholesalers, etc)?  

- Are you getting vegetables from different areas compared to last year? If so, why? 

- What quantity at which price are you buying? (UNIT) 

- What type/quality? 

- Are you stocking any vegetables? Where? Do you have to pay for this? 

8. Now, who are your main customers?  

- Are they consumers, other vendors, wholesalers, other business (if other what?)? 

- Which towns/provinces do they come from? 

- What quantity at which price are you selling?  

- What type/quality (if any)? 

9. Compared to last year, do you see a change in the number of customers? Which type of customers 

have increased/decreased? What do you think is the reason? 

10. What are the main challenges for your business this year? (supply, customers, finances, others?) 
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11. Do you have access to credits/loans (from banks, individuals, etc)? What do you use credits/loans for? 

Do you know the interest rate? 

12. Do you have to pay for your place in the market? How much, for what period and to whom? 

13. Do you sell on credit to your customers? 

14. Were you part of any voucher program before (programs in which people get vouchers from an NGO 

and purchase items from the market with that voucher)?  

- What was your experience? Would you be interested in such a program? Why yes? Why not?
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Annex 3. Soap Vendor Questions 

Interviewer:   Where did you meet this vendor? Town/market: 

What type of shop is this (describe):       

 Date: 

1. How many years have you been working in this market? 

2. What is your total capacity for sales in one month? (how many KGs or MTs can you sell in a month?) Is 

this different than last year? 

3. What is the main source of the soap you sell now? Who is your main supplier? 

- Which towns/provinces do these suppliers come from?  

- Are they producers, other vendors, wholesalers, etc)?  

- Are you getting soap from different areas compared to last year? If so, why? 

- What quantity at which price are you buying? (UNIT) 

- What type/quality? 

- Are you stocking any vegetables? Where? Do you have to pay for this? 

4. Now, 

- Who are your main customers? Which towns/provinces do they come from? 

- What quantity at which price are you selling?  

- In what unit do you sell? (bars of soap, KGs, etc?) If 1 bar, how many grams is bar? 

- What is the unit price? 

- What types (is there a type) of soap do you mainly sell?  

5. Compared to last year, do you see a change in the number of customers? Which type of customers 

have increased/decreased? What do you think is the reason? 

6. What are the main challenges for your business this year? (supply, customers, finances, others?) 

7. Do you have access to credits/loans (from banks, individuals, etc)? What do you use credits/loans for? 

Do you know the interest rate? 

8. Do you have to pay for your place in the market? How much, for what period and to whom? 

9. Do you sell on credit to your customers? 

10. Were you part of any voucher program before (programs in which people get vouchers from an NGO 

and purchase items from the market with that voucher)?  

- What was your experience? 

- Would you be interested in such a program? Why yes? Why not? 
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Annex 4. Focus Group Discussion Checklist – Maize Market Behaviour of Households 

1. At this time last year, what was the main source of maize for you? (market purchase, 

assistance, harvest) 

2. At this time last year, were you buying maize? 

a. If yes,  

- From which market 

- From whom 

- What quantity at which price 

- What type (if any) 

3. At this time last year, were you selling any maize? 

a. If yes, 

- In which market 

- To whom 

- What quantity at which price? 

- What type (if any) 

4. At this time last year, if the main source of maize was your own harvest: 

a. How many months would this have been enough for you? Can you tell the quantity? 

b. How much income would you be generating with this? What quantity at which 

price?  

5. What is the main source of maize for you now? (market purchase, assistance, own harvest) 

6. Were you able to harvest any maize this year? 

a. How many months will this be enough for you? Can you tell the quantity? 

b. Can you tell how much of your harvest was damaged (not usable) this year? (in 

percentage (less than 25%, between 25-50%, between 50-75%, more than 75%) 

7. Are you buying any maize now? 

- From which market 

- From whom 

- What quantity at which price 

- What type (if any) 

8. What is the main source of cash for you to purchase maize? 

9. In your opinion have the price of maize increased after the cyclone (in comparison to the 

price this time last year) 

10. Do you face any difficulty in finding maize in the market? If yes what is it? 

- Financial resources 

- Transport (lack of bicycles, vehicles, etc) 

- Road conditions (damaged roads) 

11. Are you selling any maize now? 

- In which market 

- To whom 

- What amounts 

- What type (if any) 

12. What was the main source of income for you at this time last year? (sale of maize, sale of 

vegetables, work for other farmers, fishing, other work) 

13. What is the main source of income for you now? (sale of maize, sale of vegetables, work for 

other farmers, fishing, other work, no income) 

14. How much income would you need to cover your food needs (not to go hungry) for 1 

month? 


