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Marketing is the heart of every business!

Until a sale is made, all we are doing is 
spending money!

Operations thrive or die based on what 
they get from marketing.



In Nigeria, marketing channel for the 
distribution of a commodity may vary 
from one part of the country to 
another. 



Usually there are periodic markets that 
are held and produce are moved from 
nearby villages to these central markets 
(Gaya, 2007). 

Some goods are also sold directly at the 
farms (Adeyeye and Dittoh, 1985) as 
decentralized channels.



The field of agricultural marketing is viewed as a complex
process and it involves a large number of intermediaries
handling a variety of agricultural commodities, which are
characterized by seasonality, bulkiness, perishability, etc. The
prevalence of these intermediaries varies with the commodities
and the marketing channels of the products.



Six classes of middle men have been identified some of them with
overlapping functions (Adeyeye and Dittoh, 1989).

These classes of
middlemen are

I. Farm gate middle men
2. The non-commissioned agents
3. The cooperative marketing agency
4. The whole seller
5. The retailer



Because of the intervention of many middlemen, the
producer’s share in what the consumer pays is reduced.

We can therefore say that the number one problem of
marketing of agricultural produce is the existence of middle
men.



Another problem is the size of the holdings, which 
are very small and scattered, as a result of which 
the marketable surplus generated is very meagre. 
It is not an easy task organizing how the goods 
can be assembled for efficient marketing. 



Another problem is the fact that there 
are many varieties of particular crops 
which poses problems in pricing. There 
are different kinds of yams, mangos etc!



Another problem is finance. The financial 
obligations committed during production force 
farmers to dispose the commodity immediately 
after the harvest though the prices are very low. 
Such forced sales or distress sales will keep the 
farmer in vicious cycle of poverty. 



Harvesting practice creates another problem 
in terms of quality and perishability. You 
may revisit the Harvesting session.
Poorly harvested produce command less 
premium and are more difficult to sell on the 
long run.



Lack of Transport Facilities is a problem with
many dimensions. It could be absence of the
transport service, seasonality of transport service,
high freight charges due to inadequacies, lack of
all-weather roads and transport vehicles,
unsuitability of the present transport facilities for
transportation of some products like fruits,
vegetables, eggs, etc.



In most cases, transport
accounts for a large proportion
of marketing costs. Feeder
roads are usually few and, in
most cases, have to be
constructed and maintained by
communal efforts.



Communication Problem is another potent one. The literacy
rate being low among the farmers poses difficulty in
communication.

It also culminates in lack of
Information about Production
and Marketing



Other	problems	include	Poor	Handling,	Packing,	Packaging,	
and	Processing	Facilities

Lack of Uniform Standardization and Grading

Inadequate	Storage	Capacity	and	Warehousing	Facilities

Adulteration	of	Produce	and	Malpractices	in	Market

Rural Urban Migration



The last problem of Lack of Farmers’ Organization is
probably the one that holds a key to the solution of
the other problems



Organisation of farmers are best done in the form of
cooperatives.

The benefits of cooperative marketing include:
• Making arrangement for the sale of produce of the
members

• Providing credit facilities to the members on the
security of agricultural produce



• Provide grading facilities, which would result in
better price

• Make arrangement for scientific storage of the
member’s produce

• Arranging the supply off inputs required by the
farmers



• Undertake the system of pooling the produce of the
members to enhance the bargaining power through
unity of action

• Arrange for the export of the produce to enable the
farmers get better returns

• Act as an agent of the government in procurement of
food-grains, etc.



There is no better way to approach this
organisation than through the Church.
The Church needs to realise a few facts



Islam spread quickly beginning in the seventh century 
through two primary means. The first method was conquest. 
Although no one was forced to convert after Muslim 
conquests, many found it advantageous, and some of the 
areas were eventually Islamized. The second method was 
trade, which spread the message of Islam through merchants.



Islam in East Africa dates back to the early seventh century, 
when Muslims took refuge from Meccan persecution in 
modern-day Ethiopia. North African traders brought Islam 
to West Africa as early as the eighth century, fueling a 
gradual Islamization of the area. 



Why so many West Africans eventually converted to Islam is 
unknown, but three theories are generally given: economic motives, 
the appeal of Islam's spiritual message and the prestige of Arabic 
society. Islam was similarly spread down the east coast of Africa as 
Muslim traders intermarried with the local population and the 
area's elite converted to Islam. Islam became a sign of social status 
and economic opportunity on the East African coast.



“None should trade in our markets but the knowledgeable one, 
because if not, he’ll certainly will consume usury.” (This statement with 
such text has been cited by Ibn Abdil Bar Al Maliki)

And this statement also was narrated by Imam Malik and Imam At 
Tirmidhi with a slight textual difference: “None should trade in our 
market but those who have sufficient religious knowledge.” (Classed 
hasan by Al Albani).



Imam Al Qurthuby Al Maliki explained: “One who’s not 
knowing about the laws of trading, although his deeds are not 
prevented, doesn’t deserve to be fully trusted in managing his 
wealth. That is because he can not differ the unlawful from the 
lawful trading, a forbidden from a legal transaction.



Also he is susceptible to do practices of usury and other 
forbidden transactions. This is also applied for infidels who live 
in Islamic countries.” (Ahkaamul Qur’an, by Imam Al Qurthuby
Al Maaliky 5/29)



This is a major task of the 
Church which is you and me
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