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PREFACE 

This draft is intended for circulation among a small 

group of business men, university people and others for 

their further criticisms of fact, generalizations and 

emphasis. 

Part II of this study will appear wi thin the next few 

months and will consist of material under roughly these 

headings. 

E. SOCIAL ASPECT S 

23. The family system: inheritance and succession. 

~. The family system: capital leakage - business men 
and family costs. 

25. A note on some social customs. 

26. Attitude to foreign business enterprise. 

27. African group antipathies • . , 
F. THE PROBLEMS OF AFRICAN'i3USlNESS MEN 

28. The African business man's description of his 
problems. 

29. His ideas of their solution. 

30. Some comments by European managers on African 
problems. 

Part II is the more important part of the study from 

the African business man's point of view, containing an 

analysis of his business proble~s. which he wants to see 

stated as a basis for tackling them. 

P. C. G. 

July 1958 
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.A srUDY OF A GROUP OF TRADERS IN KUMASI 

Ao INrRODUCTORY 

1. ,§Qope of this inquiry. 

This is a first report into African business carried out by the 
Research Division of the Economics Department of the University 
College of Ghana. The primary concern of this inquiry is the problems 
of l~rican business men. This however involves a good deal of back­
ground material which in so far as it is relevant is included in this 
report. The report is limited to the larger independent African 
wholesale and retail traders in Kumasi, the Ashanti capital, who have 
permanent premiseso A few of the larger market traders are included, 
but storekeepers of the big firms, and petty and itinerant traders 
are completely excluded. In some of the tables, information is 
included about business men in aotivities other than trade, but it is 
always shown when this is done. 

Field work. Most of the field work for this stu~ was carried out 
between August and December 1957, and follows a smal1er inquiry made in( ) 
Kumasi between February and April 1956, which served as a pilot survey. 1 
This pilot study proved useful in a number of ways, apart from showing 
what other information was needed and how questionnaires might b€ 
redrafted. It provided examples of how individual businesses had changed 
during the period between the two inquiries, and a check on how aoourate 
and olear the replies to the first inquiry had been. On this last point, 
the results were extremely reassuring. Twenty-three of those interviewed 
in 1956 were interviewed again in 19570 Most of those not interviewed 
again were not traders. 

The traders interviewed. ~he interest and co-operation shown by 
most African traders in this inquiry should be placed on record. Only 
two traders (both of whom were illiterate gentlemen who were afraid 
that I was from the Department of Income Tax) in about one hundred 
and fifty interviews, refused to answer my questions. These interviews 
ranged from roadside chats to more detailed questionings lasting an 
hour or t wo, and sometimes running into more than one interview~ About 
ninety of the interviews were of this detailed l'k1.ture. With only one 
or two exceptions, all the largest African traders in Kumasi as far as 
is known are included in this survey, and the emphasis is upon their 
problems, as the most successful traders. 

( 1) A short progress report on this survey was read at the 1956 Conference 
of the West African Institute of Social and Economic Research at 
Ibadan, but was not published in the transactions, because it was 
merely an account of work in progress. 
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Acknowledgments. To u few African business men, particularly 
Mr. J.A. Addison, Chuirman of the Kumasi African Chumber of Commerce, 
and Mr. K. Agyarko, this study owes a great deal, and their friend­
ship hus been greutly valued. My debt to very many other people, 
European business men, bunkers und colleagues in the University 
College of Ghana, who huve patiently ironed out the worst mistakes 
in earlier drafts of this material, must be recorded. 

Purpose. The purpose of this work is to help formulate some 
general picture of private economic enterprise by Africans in Ghana 
today, with a view to indicating what factors may prevent an 
enterprise from expanding. The particular aspect with which this 
survey is concerned is the distribution sector of the economy. 
There are, of course, African business men in all the other sectors, 
extractive and manufacturing industries, commercial and personal 
services, and so on. 

11ethod. The method of collecting material should be mentioned .• 
A questionnaire was used as a basis for the questions asked in most 
interviews, but was not distributed. All the information was 
collected by the ,~iter by oral questioning. An interpreter had to 
be used on only a few occasions. 

In the survey, not all the information sought was obtained 
from all the traders. Consequently, in the analysis of the 
information which was obtained, the totals vary from table to 
table. Most of the traders interviewed wished to preserve their 
anonymity and this request has been scrupulously respected. 

Government Committees to inquire into African business needs. 
The general feeling th~t the African sector of business in West 
Africa should be helped to develop has resulted in both the Nigerian 
Federal Government (in January 1958) and the Ghanaian Government 
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(in June 1958) settin~ ~p committees to suggest methods of' helping 
African business men.~1) This study, which is along the same lines, 
may prove of assistnnce. 

Future study on history. vThile pursuing the main purpose of' 
this study, there was an opportunity, which it would have been a 
pity to miss, to record from the older generation of traders, some 
now retired, and from the relatives of well-known traders now dead, 
something of the history of African traders in Kumasi since the 
beginning of the century. This material will be written up separately. 

2. A note about Kumasi o 

Kumasi is the chief town of Ashanti, the old Idngdom which now 
constitutes one of the major administrative divisions of Ghana. In 
the centre of the forest countl"J, Kumasi has a long history as a 
trading centre where products from the north and south met. (See 
sketch map at end). 

(1)The Nigerian Government chose more widely than the Ghanaian 
Government in the membersrup of its committee. The Nigerian 
Committee of 17 under the chairmanship of a barrister consisted 
of "a well-lmovm Emir, .3 bankers, 2 university lecturers, and 10 
leading business men of whom 5 are members of one or other of the 
legislative houses". 

The Ghanaian Committee of 5, consisted of an eminent retired 
judge as chnirman, 2 l~'s (one a back-bencher and a business man, 
the other a parliamentary secretary), a former Chairman of the 
Ghana African Chamber of Commerce tnow Chairman of the Industrial 
and Agricultural Development Corporations), and a senior civil 
servant, the Assistant Commissioner for Commerce, as its secretary. 

The Nigerian committee's torms of reference were: 

i. to review the measures already taken to assist African 
business men; 

ii. to make recommendations as to what measures shall in 
the future be tnken by the Fed.eral Government to 
assist them; and 

iiio in particular to eXD~ne proposals for providing credit 
facilities for African importers and exporters, and to 
propose a scheme. 

Tho Ghanaian committee's terms of reference were: 
1. to examine the present ~osition of local enterprises 

and businesses operated by Gha.oo.inns; 
ii. to ascertain the difficulties encountered by Ghanaians 

in the operation of these enterprises; 
iii. to make recomnendations as to the best means of assisting 

Ghanaian business oen to overcome their difficulties; and 
iv. to consider any matter cognate to the terms of reference. 
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Acoording to the 19J .. 8 population census, Kumasi had a population 
of 78,000 but its present population is probably nearer 100,000. Of 
all the other towns in Ghana, only Acora has a bigger population, with 
167,000 in the 1948 population census - now possibly over 200,000. / 

Accra trade is less seasonal than that of Kumasi, which, being 
the chief cocoa collecting centre, has a very marked seasonal trade 
directly related to Ghana's major export crop. The total currency 
in circulation in the whole country indicates the general importance 
of the cocoa harvest in the economy. In 1956, for example, the total 
currency in circulation varied from a maximum of £38 million in 
December, the chief cocoa month, to about £23 in August. DecemQer, 
of course, is also the Christmas season, a month of net Post Office 
withdrawals in 1956, though not in 1955. Cocoa farmers received 
about £39 million~~r the 1956-7 season, and about £27 million for 
the 1957-8 season~1) 

Kumasi has one of the largest and most prosperous markets in 
West Africa. Covering an area of almost 25t acres, the Central 
Marke~~n Kumasi, bull t and opened in 1925, had almost 8,000 traders 
in it, )not cOllilting the traders' relatives and assistants. There 
are also a few smaller markets in the .municipality apart from the 
Central Market. Besides the markets, there are the big expatriate 
firms vlhich supply most of the imported goods sold by the market 
traders. Some of these big firms find their best single Ghanaian 
market - if not their best West African market - in Kumasi. 
Between the large importers and the petty traders are a few large 
and medium-sized Indian and Lebanese firms, many small Lebanese and 
Syrian traders, and a few African trading firms. It is this last 
group of African traders which is the subject of this study. 

(1)Dr. B.M. Niculescu's estimates in the Economic Bulletin, Economio 
Society of Ghana, February 1958, p. 11. 

(2)This is the November 1957 figure. Figures in June 1958 gave a 
possible maximum of over 9,000 traders at any one tim~ See 
footnote on p.6. 
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B. ANALYSIS OF THE KUM.A.SI SUBYEY. THE BACKGROUND OF THE AFRICAN 
!.m..REPRENEUR 

3. The tribal ol~gins of Kumasi traders. 

The following table shows the tribal associations of 111 of the 
traders interviewed 1n Kurnasi. Of these, 10 were market stall 
holders, and 101 had permanent premises in town. There are only five 
women in the total - three Fantis and two Ashantis. The table shows 
the predominance of Ashantis among those traders established in 
permanent (as opposed to market) premises. 

Tribal group 

Ashanti 

Fanti (from the central coastal 
areas) 

Ewe (Togoland) 

Nigerian 

Akwapim (area 100 miles S.E. 
of Kumasi) 

Ga (Accra region) 

Kwahu (area 60 miles east of 
Kurnasi) 

Nzima (S.W. Ghana) 

Creole (Sierra Leone) 

Number of traders 

T7 

9 
6 
6 

3 

3 

3 
3 

1 

111 

The figure of 77 Ashanti traders includes 2 Ashanti Brongs. 
5 of the 77 had market stalls, 13 were partnerships, in 11 of which 
the other partners were Ashantis too. In the p'~her 2 partnerships, 
the other partner in each case was a European.~J Of the 9 Fanti 
business units, 1 was a company vdth Fanti shareholders, 1 was a 
partnership with Fanti partners, and 2 were women with market stores. 
Of the 5 Ewe units, 1 was a par."Q1ership of 2 Ewes, and 1 a market 
store holder. The 6 Nigerians\.2) included 2 Rausa business men, 

( 1 )The European in one partnership worked in the firm in Kumasi& The 
European in the other partnership was permanently in England, 

( acting as buyer. 
2)One Nigerian bar and provisions shopkeeper from Warri, included in 

this list, mentioned the names of 4 other Warri bar keepers in Kurnasi, 
who, however, were not visited. Similarly, from a Gal information was 
obtained about 2 Ga women bar keepers, again not inc~uded here, and so on. 
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both born in Ghana, and a Yoruba partnership in the market. 

There is apparently a tradition among Kwahus that they will not 
succeed in business in Kumasi, and it is well lmown that they prefer 
the hundred miles journey south to Accra to the sixty miles journey 
west to Kumasi. They give a nuruber of other reasons for this. For 
example, that Kumasi's trade is too seasonal; that the Ashantis are 
too fond of law suits; and, as time has gone on, the pull of 
established relatives in Accra. Most of the Kwahus in trade in 
Kumasi are employees of the big firms, or small market traders, 
including many women. 

Apart from the two Hausa traders who were born in this country, 
there are many other examples of other Kumasi traders who were born 
and have lived most or all of their lives outside their tribal areas. 

4e Tribal organisation of trade in Kumasi Market. 

By contrast, in Kumasi Market, specialization iH relation to 
tribe is much more marked and varied. M. Jean Rouch~1) desoribes the 
findings of his 1954 inquiry into the ethnic origins of 3,612 out of 
the 4,500 traders there, known locally as "squatters", who have no 
premises and pay a daily licence fee of 6d per person per load. 
Rouch rGPortcd annual increases in their numbers from 1952 to 1954. 
Thore were still about 4,500 squatters in Novemb8r 1957, when 
altogether there were some 7,800 traders in the market - 4,500 squatters 
and 3,300 in temporalJr (that is, constructed by tp~ traders themselves) 
and permanent (municipally-built) store premisese\2) 

Rouch found that, of the 3,612 traders interviewed, the Ashantis 
with 472, formed the second largest groupe This is only 1.3%, as (3) 
against the largest group, 805 Yorubas, who formed 22% of the total. 
However, as far as market stall holders are concerned. the proportion 
of Ashantis there is much greater than 1.3%. The Market Manager, who 
has been in the market since 1938, suggested that it might even be as 
hi~1 as 70%: other officials suggested about 33.%. 

(1 )~..2E Migrations into the Gold Coast. (1954), p.39. 

(2)Figures obtained in June 1958 showed an increase on these November 
1957 figures. The June 1958 figures were: "squatters" - totals 
varied from day to day, but sometimes over 5,000 were recorded; 
permanent stalls - 3,137; temporary - about 950. These figures 
pive a total of over 9,000 traders. This is a maximum figure, 
(excluding relatives and aSSistants). 

(3)Consequently, Yoruba festivals affect market activity. 
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ACOOl'd.11lf:', to tho Cl.ct~ng h~ d. of the; tn.'l:rk,-, t tortil<.:: sollc;ra I ( who , 
like the hund, i:J n man) , thcru arc nbuut 60 t<.::xtilc 301101:'0 , both 
mon rmd \,ol.'lcn, in thL.o rH"l.l'], c.t, ilho art.: all Asho.ntis, except for c..bout 
5 Fo.nti \/omcn. In hablJrdo.sh(:ry, (unon~ tl!l~ larger traders, there are 
2 or 3 Asho.ntis, ono Fll.nti "l'/OWo.11 , and 0. few Kwo.hus; and nearly all 
the smoJ.l traders n.rc IILo.cosi~UlSlI, (that is, Yoruba), a ccording to 
one pl'or.:incnt ho.bcrdnshcry I:lCl.rlo.:.;\; trader. In the local products 
soction of the market, hOHover, there are mcrkcd tribal groupings 
accordinG to tho product. Most of this information came froIJ the 
IJar~.;:et offici::tls on the spot. Starch, for exampl e , is sold by Ewes; 
Northern Rogion groins, such as cow pe~s and ~inea corn, by women 
fron the north; the Hause. from Nigeria doal in bagge d maize; Frafra 
o.nd Hosiue in Kapok; }<'rafra in chickens. The Gaos (from the French 
Soudc.n) control the wholesale trade in sL10ked Niger fish from Mopti, 
soIling to tte r etail ers , Ashanti and Kwahu Iilllmnies. The Gaos also 
c0nt:col tile dried end soJ. ted f ish trade from the Nig...:r, but their 
orm ",{oDen folk r cto.il this fish , running market stalls in their 
husbands I names. The Yoruba bring in smoked fish from the Northern 
Rc Gion and Trans-Vol t o.. They also prepare certain foo ds for sale by 
hLxikers; t hey moke ' agidi' from maize, a nd 'konkonte' from pulverized 
dried co.ssav o.o This powdered cesse-va is sold to them chiefly by 
Gru..'1.shie -.wmen. Kenkey-making is in the hands of people from Ada. 

There is no tribal ali gnment , on the other hand, in the sale of 
local food products such as garden eggs and peppers, (though oran~s 
nppoar to be in t he hands chiefly of Ashanti and some Kwahu women), 
or in dl' i Gd and smoked fish from the coast though there are many 
F~nti ~omen in t his trade. 

Rouch observed thQt the Gaos are the only men to have entered 
t he r etail f ood market, ( which, he thought, partly explained their 
l a ck of popularity). While they do sOll!e retailing, the Gaos are 
chiefly I7holeso.1ers of fish and of f arm products, notably yams. 
HO\;ever, the retail meat marke t in November 1957 was entirely, 
except for one vlo man, in the hands of men, chiefly from the Northern 
R-::gion of rrhanQ~ 
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5. :!,hu • ..s-~t;.<2}10.1...!2:.~~ul1c1 of 0. croup of Kumo.si trflclJ;roo 

Ddai1s of thoir eduoa.tion were obtained from 64 traders. 

TyPe of cduc~tion 

No educntion 

Primnry education 

Middle School 

Socond'lI'Y School 

Commercinl School (including 
private colleges) 

Trade School 

Teacher Training 

Some University education 

Other: 
Pharmncy training 

Nursing 

Arabic 

Some night school only 

Numb er of tro.ders 

6 

6 

33 
5 

3 
2 

2 

1 

3 
1 

1 

1 

In tras table only one partner in all partnerships about which 
there is information is included. Usually it is the active partner, 
or in other cases where there is more than one active partner, the 
dominant one. Where a person has attended an institution for more 
advanced education, the fact that he attended other institutions 
first has not been recorded in the table. 

The importance of middle school education in this group is 
striking. Old middle school standards arc generally considered by 
cducatior~ists to have been superior to those of the present, I 
understa.'1d. 

The person who had a nursing training is the only woman in the 
table. 

There does not appear to be any relationship between the level 
of education and the degree of success in business. Here is a table 
to show the educational background of the sole traders or dominant 
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partners in the fourt(~on lo.rowt Africa.n buoincssc/J in KU1:l11Si. Th0ir 
o.gcs, a.pprorlma.tcd to concoo.l identity, o.rc; gl.vc.:n along with 0. rouOl 
estimllte of thdr stnndo.rd of spoken English. .An illitcro.te dominnnt 
partner might ha.ve an a.dwquat~ly-cduca.tcd junior po.rtncr, o.nd o.n 
illitcro.te sole trndor a lit(;r,"..h~ c16rk or rclo.tivc, of course. 

L'lble to sp.ow the eduootiono.l bo.okground of the cntreEr01l(;.urs 
in the fourteen larg;ost African businesses in Kucasi 

Education ~ 
Estimate of standard 
of spoken English 

Middle School 45 Very good 
II 30 II 

"? 50 II 

" 40 11 

II z.5 II 

11 45 " 
11 50 " 
11 301 " 
" ~.o " 
" 30 II 

"'I 25 II 

Secondnry School 4D 1\ 

illiterate 4D Very poor 

" 40 II 

To correlate age and success presents difficulties. The man 
of thirty might be more energetic than 0. man of fifty, but a man 
of fifty has the mder experience? Many traders however do not 
undertake their ovm businesses until 0. later age, perho.ps on their 
retirement from a job .dth 0. firm or with Government, when often 
their business is to supplement their pension and provide them with 
an occupation, rather than to develop their entrepreneurial capacities. 
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6. The number of years in business. 

Table to show the number of years in business of a group of Kumasi traders. 

Number of years in business, 
and date of establishment 

Under 5 years 

6 - 12 years 

13 - 19 years 

20 - 24 years 

2.5 years and over 

(Established since January 1953) 

(Established 1946-1952, that is 
after the Second World War) 

(Established during the War) 

(Established 1934 - 38) 

(Established in or before 1933) 

Number of traders 

23 

41 

14 

11 

9 

98 

Two-thirds of the traders supplying this information had thus 
established themselves in business since the Second World War, and 
nearly one quarter during the last five years (between 1953 and 1957). 
The longest-established tl,.,cler in Kumo.si appears to be a cloth trader, 
in 0. small way of business, b'lt in a ~ermanent store (these are the 
twelfth premises that he has occupied). He started business in 1914. 
But the oldest existing African firm of any size was established in 
1917, and is a limited company selling stationery and books. It is 
now carried on by the son of the foundE:I', who died in 1953. This is 
one of the only two African firms in Kumasi which have survived into 
the second generation, as far as I can '·'.soover. 

7. Experience before entering into trade. 

The experience of 76 Kumasi business men before 
entering into trade 

NUMBER OF YEARS 

5 years 5 - 10 
or less years 

Over 
1:rye'ars 

TOTAL 

Experience .dth an expatriate (1) 
3 6 12 21 firm: (1~ as a storekeeper 

(ii as a clerk or assistant 2 2 4 

a. 

b. Produce buyer for an expatriate firm 1 3 4 
c. Assistant to a Lebanese or Syrian 

Trader 2 2 
l1.ssistant to a European sole trader 1 1 
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Table (continued) 

e. 

f. 

Assistant to an African sole trader 

Government official: (i) Junior 
(ii) Senior 

g. Bank clerk 

h. Teacher 

i. Lav~er's clerk 

j. Police 

Experience 

Apprentice 

5 years 5 - 10 
or less years 

1 

2 

1 

1 

1 

~ 
11 years 

1 

3 
3 3 
1 2 

2 2 

2 2 

1 

3 in father's business 

(to a weaver, tailor~ 
goldsmith or cobbler) 11 

m. 

n. 

o. 

No experience outside own business, 
(i.e. trading since schooldays) 

( 1 ) 
Miscellaneous background' 

7 
1 

8 

76 

This table gives the chief experience of the African entrepreneurs 
interviewed, where the information was obtained. But this is not the 
full picture by any means, of course. Eor example, one of the bank 
clerks had been a storekeeper, but for a shorter period than he was a 
.bank clerk, so that in the table he appears as a bank clerk. One 
storekeeper, with 13 years' storekeeping experience, had been a produce 
buyer for 9 years and had worked with a lebanese for 2 years~ One 
trader who had had experience in his father's business, had been a 
weaver and a pupil teacherj one of the law clerks had been a produce 
buyer; and several had been petty traders before establishing them­
selves in their present premises and lines of business. There are 
many examples of such changes in oocupation, but this is wha. t we would 
expect to find, as in other oountries. However, it has been suggested 
that there is a greater mobility between occupations in Ghana than in 
Europe, and also a greater likelihood in Ghana of one man following 
several callings at the same time. 

(1)Storekeeper, or assistant and storekeeper, not necessarily with the 
same firm ... for the period given. In the "over 11 years" group are 
included L ex-U.A.C. map~gers. 

(2)Thc miscellaneous grouP include an ex-chief, a newspaper man, a prison 
warder, a domestic servant, a photographer, a musician later an 
auotioneer, a mines worker, and a ohemists store assistant. 
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C. ~ STRUCTlJIill.QF ,AB'RICAN BUSINESS 

8. The geograpl.1Y......9f African trn.de in Kumasi. (Map at end) 

The main commercial area of Kumasi is divided into two by the 
railway, which runs roughly from south (from Takoradi) to north 
through the centre of the town, and then swings, through an acute 
angle bend, on to the first stretch - ~hich is eastward - to Accra. 
The commercial area is east and west of the north-south section of 
the rD.ilway. On the west is the Old Town, which contains by far the 
greater number of permanent shop premises. Here are to be found the 
big foreign firms, and most of the Lebanese and Indian stores. 
Especially important, and always the busiest part, is the area around 
lower Kingsway Street, Lebanon Street and Bogyawi Road. There are 
only a few African firms actually in this busy part, but more are to 
be fOlmd on its perimeter, - Odum Road or Street, Apimpua Road, and 
the southern end of Dominasi Road; and a few around upper Kingsway 
Street and Guggisberg Road. Beyond the main commercial area, nearly 
all the stores are African. 

On the ec:,st is Bompata and J<'anti New Town. In the bend of the 
rail,my line is the Central Market with its thousands of buyers and 
sellers, the busiest spot in the town. The Central Lorry Park lies 
l~arby just across the railway line at Kejetia, and the flow of 
people betweon the market and the lorry park is always considerable. 
Thore n:ce a number of African businesses along Fuller Road, Zongo 
Road, and ilntoa Road. Beyond these streets and the main commercial 
area again, the stores are almost entirely African. 

Most of the businesses covered in this survey were in, or on 
the edges of, what is described hero as the main commercial area. 

(Note on the mop: Zonga Road runs roughly east-west across the 
centre of the map, but the part wost of the railway line is always 
known locally as Prison Road. In this study, Zonga Road refers to 
that part east of the railway line. The map at the end is not 
up-to -date ) • 

9. Types of business unit. 

The commonest type of business unit is the sole trader, as 
else~{here in the world. Of the trading businesses about which 
information was collected, the organizational forms were as follows: 

Sole traders 92 

Partnerships 21 

Companies 2 

115 
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There are mE'..ny p0.rtnerships without any binding legoJ. documents, 
which are not essential in law, and between brothers, for example, 
probably rarely exist. One did not always feel that a business 
described as a p0.rtnership in fact functioned as one, and not as a 
sole trader, where one brother, for example, had brought most of the 
capitnl and seemed to have the control. 

Many firms described themselves as companies in their titles, -
not as limited companies, which would be illegal, - and many ~~e 
registered under the Registration of Business Names Ordinance~1) a.s 
such, but the purpose of this seems to be to give prestige and the 
appearance of size and importance. Imposingly-printed stationery 
helps perhaps to give the same effect. Similarly, it is not uncommon 
for "X Brothers" or "X and Sons" to have no literal meaning. 

The figures given here are no indication of the proportion of 
partnerships to companies, or of either to sole traders. From a 
recent search through the records of the company registrations in 
the Dep~rtment of the Registrar-General in Accra, it appears that 
between January 194-7 and March 1958, (that is, roughly, since the 
end of the War), 15 African companies vii th their head offices in 
KUflasi h.:we been registered, (excluding a number of cocoa farmers' 
companies which did not survive). Four or five of these were 
trading firms; six were timb6r firms. There is, to my knowledge, 
one other African company still in existence which was registered 
bvfore 194-7. But there are VGry many sole traders, excluding the 
large number in the market, whose businesses appeared to be too 
sm~ll to be worth investigating for this survey. ~~ny sole traders 
knovll1, but only casually, to the lrriter, 2.re not even included, so 
th~t apart from the coverage of the sUt'Vey, the number of sole 
traders listed here is quite meaningless. 

The nc:.n.1.ging director of one company c:.nd four partners in three 
partnerships, also had separate sole trading interests, counted here. 

The difficulty of forming partnerships and companies is an 
ioportant obstacle to African business development, but the solution 
is not apparent. This is discussed in the section on problems. 

(1)By the Registration of Business Names Ordinance (1937, amended 
1957), all firms ca.rrying on business in Ghana under any name, 
without any addition, other than that of the owner, or all the 
pnrtners, or, in the case of a company, in any name other than 
its corforate none, and persons who carryon business and have 
changed their nrunes (excluding women on marriage) must register 
with the Registrar-General. 
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10. The .§i.~zc.~inesses. 

It is difficult to assess the relative sizes of businesses. No 
criterion seems sufficient on its own. Turnover might be large but 
the profit margin smell; prollt margins might include short-term 
monopoly gains; the number of assistants employed too often depends 
upon an African trader's family responsibilities; and the munber 
of stores or branches of a firm might not be more than a proof of 
its size in terms of floor space. 

In this survey, wherever possible, turnover figures were obtained. 
Many traders were good enough to refer to and to show me their books of 
accounts; others gave balance sheet figures from memory. Some traders 
with less adequate(or not infrequently non-existent) accounts books I 
could only give me daily and monthly estimates of seasonal and out-of­
season saloso A few traders were completely shy of the question. In 
spite of these shortcomings, the table showing turnover figures is 
still believed to be sufficiently reliable to be worth including as 
a guide to the size of African businesses. 

The state of trade. The table of comparative turnover figures 
refers to the 1956=57trading year;' for the most partl except where 
fifures have had to be worked out from more recent daily and monthly 
estimates. This may prove misleading because 1956-57 was a good year 
in many respects, - for example, one expatriate firm broke its Kumasi 
record in textile sales, its most important line there. Yet many 
African business men consider tho previous year 1955-56 to have been 
an even better year than 1956-7, and falls in seles were estimated by 
some to have been between 30 and 75% below 1955-56 sales. However, 
thore is general agreement that 1957-58 was not merely a bad year, but, 
with the failure of the cocoa croPI the worst since the War. The 
1957-58 cocoa crop, which was such a very had one chiefly because of 
the eQrly drought and later the excessive rains, was estimated early 
in 1957 to be a bumper one, but was in fact little !IlQre than three­
quarters of the 1956-7 record of 264,000 long tons(1) with less than 
200,000 long tons, the lowest for years. In addition, the cocoa price 
to the farmers paid by the Cocoa Marketing Board had been reduced from 
80/- per load of 60 lbs for the 1956-7 crop, to 74/- per load for the 
1957-58 crop, so that even if the crop had been the same, the amount 
of cocoa money paid to farmers would have been ten per cent less. With 
the smaller crop, the cocoa money was perhaps £12 million lower. Stock 
holdings by the shops for the 1957-58 year had been based upon 1956-7 
sales and cocoa crop forecasts, so that overstocking was general. 

( 
1

) A long ton is an English ton of 2240 lbs; a short ton Gused in 
America) is 2,000 lbs. 
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There are two points here then. First, it is not claimed that 
1956-57 was necessarily a "normal" year, a concept impossible to 
define in any case; . second, there are disadvantages in having to 
combine some 1957-58 figures with 1956-57 figures, because the two 
years were dissimilar. 

In Kumasi in 1957, the Asian I flu epidemic boosted drug store 
sales; the drivers' strike depressed everybody's sales in town, 
though the outstations cleared their stocks quickly and enjoyed its 
effectso But Kumasi has been affected since 1954 by an air of 
uncertainty associated with political party extremist elements, 
which other towns in Ghana have largely escaped, so that ma~ 
village people have been afraid to come into Kumasi to buy. Although 
the troubles have almost disappeared, except for occasional flare-ups 
(such as that accompanying the first deportations in August 1957, -
during the period of his survey), the fears remain, apparently, and 
ma~ traders are inclined to refer vdth feeling to the better 
trading conditions and bigger turnovers existing before the start 
of the troubles in 1954. 

It was said that there was a tendency at this time for both 
buyers and sellers from the north to go to Accra instead of Kumasi, 
travelling via Keto. Krachi and by-passing Kumasi. 

Table to show the sizes of some African business in Kumasi: 
j;urnover figures c~y for the tmding year 1956-57 

Size of turnover Number of firms with this turnover 

Less than £1,000 .3 
About £1,000 3 
£1,001 - £2,500 6 
£2,501 - £5,000 8 
£5,001 - £7,500 .3 
K7 ,501 - £10,000 12 

. £10,001 - £15,000 . 7 
£15,001 - £20,000 8 
£20,001 - £25,000 .3 
£25,001 - £30,000 .3 
£30,001 - £40,000 4 
£40,001 - £50,000 7 
£50,001 - K75,OOO 4 
£75,001 - £100,000 1 
About £100,000 1 
About £150,000 1 

T4 
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Notes on this table. 

l'l'here estimates have been made from limited data, a cautious 
lower, r ather than a higher, figure has been given. 

Vlhere a trader has given a round figure of, say, £10,000, in 
reply to the question, this will be included in the £7,501 - £10,000 
group, not the next higher group; (and this is the significance of 
the "1" unit in the first column of figures). 

How big is a firm with a turnover of £10,000 or £25,000? To 
give some answer to this question, here for comparison is a similar 
classification with shops in Great Britain taken from the 1950 Census 
of Distribution. Tpis table gives the turnover figures of retail 
stores dealing in (a), domestic hardware and ironmongery, and 
(b), chemists' goods, in Great Britaine These were two important 
categories in the Kumasi stores surveyed, as the section on specializa­
tion below shows. This perhaps will give some idea of the size of the 
British shop-at-the-end-of-the-street in comparison with the stores 
discussed here. 

TOTAL 

.Amrual Sales: 

Under £1,000 

£1,000 - £2,500 

£2,500 - £5,000 

£5,000 - £10,000 

£10,000 - £25,000 

£25,000 - £50,000 

£50,000 - £100,000 

Over £100,000 

(a) Number of retail stores 
in Great Britain dealing 
with domestic hardware 
and ironmongery. 

30,223 

5,897 

6,746 

6,298 

5,217 

4,523 

1,129 

328 

85 

(b) Number of retail 
stores in Great 
Britain selling 
chemists' goods. 

16,733 

1,008 

1,347 

3,166 

6,472 

3,962 

565 

155 

58 
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T~ble to indic~te the sizes ~ome Afric~n businesses in 
Kum~si by the number of stores run by individual firmse 

Total number of stores and 
branches, including market 
stalls, possessed by an 
individual firm 

1 

2 

3 

4 

5 
6 

7 
8 

9 
10 

17 

Number of firm s 

59 
22 Of these firms, 6 had one 

store outside K~i. 

6 Of these firms, 4 had 1 
store outside Kumasij 
2 had 2 outside Kumasi. 

2 Of these firms, 1 had 2 
stores and 1 had 3 stores 
outside Kumasi. 

1 This firm had 3 stores 
outside Kumasi. 

1 This firm had 2 stores 
outside Kumasi. 

Total 91 

Notes on this Table. 

Premises used for purposes other than trading are not iucluded. 
For example, a trader who also runs a printing press and a corn mill 
in ~ddi tion to his retail store is counted as owrti.ng only one unit. 
This is the method of reckoning for the purpose of this table. In a 
number of ins~~nces, a trader is a sole trader in one branch of his 
business, and a partner in another branch. 
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These figures exolude warehouses, because warehouses are not 
necesso.rily selling points, mlli. becauso often the warehouse is at 
the trader's home, so that no separate rent is paid for it. Offices 
too are excluded, unless there are no other premises. Thus in the 
table, there is one trader, fortunntely,perhaps, an exceptional case, 
who has one retail store, two warehouses and one Takoradi office to 
take delivery of imported goods; he oounts as only one store. 

There is a little double-oounting in the figures of the branohes. 
Of the 6 businesses with 3 stores eaoh, there were 2 firms whioh shared 
two stores outside Kumasi, and there is another example of this between 
2 business men in the two-stores group. The two biggest firms here, in 
terms of numbers of stores owned, had a partnership in two stores 
outside Kumasi. 

There is no oorrelation between the turnover and the number of 
branches of a firm here. There is, of oourse, a relationship between 
the number of employees (in the next table) and the number of stores 
that 11 firm had. 

~ show the sizes of s£Pe Afrioan businesses in Kumasi 
by the number of employees working in the firms 

Number of emEloye~ Number of firms ~ Number of 
in a single t~ading with this number number of relatives in 

firm of employees employees this total 

0 8 
1 16 16 6 
2 15 30 14-
3 13 39 13 
4- 13 42 15 
5 7 35 9 
6 2 12 1 
7 1 7 3 
8 2 16 4-
9 2 18 5 

10 2 20 1 
11 1 11 1 
12 
13 2 26 .3 
14- 1 14-
15 1 15 3 
16 
17 
18 1 18 ? 

TOTAL 87 319 99 



19 

Notes on this Table. 

Owing to the extended family system operating in Ghana, it is 
almost impossible to use only the criterion of cash wages paid to 
employees in deciding who shall be included as an employee in some 
African busines~when a relative working full-time may receive the 
usual wage for the job, or merely a nominal reward, or even nothing 
at all except his keep as one of the family. At many levels of 
skill and education, or lack of it, there is a considerable shortage 
of employment opportunities in Ghana, and the family system conceals 
the degree of this unemployment. Uncles will "employ" nephews to 
help in their stores, where there would often be no job if the uncles 
had to pay an outsider, or had no family obligations. 

It seemed simplest not to take only the number of employees 
who are paid wages in a commercial sense but to include all those 
doing full-time work, whatever their reward, so that a wife who runs 
her husband's store or a branch, working the full day, is included 
as an employee. This is a departure from the usual practice, but 
seems to be the best way to gauge the number of people actually 
working in these businesses. 

Where a trader has his family around him, coming and going, 
helping while they are there tut not contributing a full day's 
labour, these members of the family are not included. Where a wife 
happens to be on the same premises selling her bread or soup, she 
is not included. Sons and nephews home on vacation, helping their 
fathers and uncles in the stores, are not included. Managing 
directors of companies, sole traders and partners - that is, here, 
the employers - are excluded. There were 6 firms with more than 1 
active partner: these partnerships had between them 21 active 
partners. These excluded active partners were active workers of 
course. Of these 6 firms, one, consisting of 4 partners, is included 
in the first line of the table beqause it had no employees. Most of 
the remaining 81 firms arc sole traders, but some are partnerships 
where only one partner is active, and 2 companies are included. 

Included in the 318 employees in the table are at least 33 
watchmen, chiefly night watchmen. The few day w.atchmen may help in 
the store when required, so that the distinction between them and 
the labourers employed is not always clear. 

The nunbers of employees in the largest African firms in Kumasi. 

This table is concerned only with trading firms, or with the 
trading sections of those firms which have wider interest. But the 
three l!U'gest African firms in Kumasi - 2 companies and 1 partnership -
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arc not t~~~Lng firms. These throe firms between tho~ employ 594 
workcrs.(1) One of these compnnies is the Ashnnti Turf Club, which 
~s lc.rgcly but not opi(iroly Afric[m-ovmed and directed. The other 
two firms employ 254\2) be~veen them, excluding those workers 
employed by the nana&i-ng entrepreneurs in their other interests 
outside the companies. 

11. Turnover of stock. 

Informc.tion about the stock and turnover relationship was 
obtained from only a few firms. 10 of these hc.d turnovers of £40,000 
and over. Here are examples of their stock turnovers: 

Turnover 

£'s 

100,000 

55,000 

50,000 

50,000 

45,000 

40,000 

~ 

£'s 

10,000 

9,000 

5,000 

7,000 

5,000 

8,000 

Average number of times 
stock turned over during 
the y'ear. 

10 

6 

10 

7 

9 

5 

There were other instnnces, omitted here, of African firms 
which imported for other firms, and ~hich kept only low stocks 
themselves. These firms had much higher stock turnovers than the 
examples listed here. Other examples involving lower turnovers 
arc: 

Turnover Stock Average number of times stock 
turn(;)d over during the y'ec.r 

£'s £'s 

25,000 7,000 J~ 
16,000 4,000 4 
14,000 7,000 2 

10,000 2,000 5 
10,000 3,000 3 

(1)June 1958, but this figure includes 270 part-time employees of the 
Ashanti Turf Club. 

(2)Junc 1958. In 1956 the figure was 338 for these two firms; one firm 
had reduced, the other had slightly increased, the number o~ its 
employees. 



The figure in the third column is the simple arithmetical 
relationship between the other two, but this is the average figure 
for all the firm's stock, of course, and ignores quick sales in 
some lines and slow sales in others. Most of those in the over £40,000 
turnover range here were selling principally hardware, ironmongery and 
builders' materials. ' 

For purposes of)comparison, Kingsway Stores, Lagos, has a turnover 
of 3t times a year.~ The 1950 Census of Distribution in Great 
Britain showed an average turnover of stocks in retail "domestic 
hardware, ironmongerylt of about 4 times, and for retail stores selling 
chemists' goods - the second most important category mumerically of 
the traders covered in this survey, though not important in this 
table - about 5 times.(2) 

One would expect that the number of times that imported stock 
is turned over in West Africa would be lower than, say, in the 
United Kingdom, because in West Africa the sources of supply are 
several thousand miles away, and demand cannot be met quickly, 
whereas a United Kingdom supplier would normally expect to be able 
to obtain new stock within a day or two. However, the argument 
does not seem to apply to these turnovers. 

12. Specialization in trading. 

There are three aspects of specialization in trading relevant 
here, specialization according to the stage in the distributive 
process, specialization according to commodity, and geographical 
specialization. 

While there were a few examples of African importers whose 
businesses were entirely wholesale, most of the bigger traders were 
both wholesalers and retailers, though many retail traders would 
quote a dozen ~r a case price as well as a unit price to buyers. 
The smallest traders here would say that it was not worth their 
while to sell except in small units, because they themselves had 
bought only in single cases or dozens. However, it is generally 

(1)"The average rate of turnover of stocks in all department stores 
in the United Kingdom is estimated at between 5 and 6 times a 
year. In Kingsway Stores, Lagos, it is only 3t times a year; 
but excluding cigarettes which can be obtained locall~, the rate 
of turnover of stocks is less than 3 times a year". t United 
Africa Company, Statistical and Economic Review, No.12, September 
1953, p.17). The Unilever 1957-58 trading year report showed a 
U.A.C. stock turnover of less than ~ times. 

(2)Retail Trade, Short Report 1952, p.16 (1950 Census of Distribution 
and other services, H.M.S.O.). 
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agreed tho.t there is some difficulty in drawing 11 clear distinction 
between wholesale a~q r eto.il trading in West Africa, (as Bauer, for 
example has shown) e\1) 

Of specialization according to commodity, there is considerable 
evidence, as the figures in the table below indicate. Where the 
total demand is small, as in a village, the general store exists. 
Where there is a larger market, as in a t own, the development of 
specialized trading might by expectedi and this is happening. The 
big European firms have alre~dy achieved a marked degree of 
specialization often with separate premises and organization for 
their various branches. How far are Jlfrican traders doing the same? 

The largest African traders are not very large, and with limited 
capital and reserves - that is with a limited ability to withstand 
a poor market demand in any given commodity or group of commodities 
there is perhaps a reluctance to put all the eggs in one basket. This 
anyway is a commonly-expressed attitude, though it may not in fact be 
provable as an economic theorem. One firm, large by African standards, 
with several branch stores, sold books, textiles, hardware and 
provisions in different stores. On the other hand, many firms had 
concerned themselves with only a f ew commodities, or a range of 
associated goods, say drugs or hardware. However, to emphasize this 
point of size , it should be remembered that the stocks even of the 
larger firms probably rarely exceeded £10,000 at any time. In the 
case of one of the larger hardware stores, the capital was shorm as 
£15,000 on its 1955-56 balance sheet, and this was the highest figure 
encountered. Thus the co.pital of most African firms does not allow 
for much manoeuvre. African specializo.tion is still only small-scale 
specialization. 

Some traders felt that they could turn from one commodity to 
another as the opportunities in the market appeared. But there were 
traders who were conscious of the particular knowledge associated 
with the buying and marketing of commodities in which they specialized, 
and who were unwilling to take risks outside the range in which they 
had experience. To some extent it depended on the commodity. 

This is not to say, however, that traders did not change, not 
merely the emphasis within their specialist range, but the specialist 
range itself, according to changes in market conditions. This happened, 
of course. One trader, for example, had been squeezed out of his lines 
of business by competition twice since 1948. First he had tried drugs, 
then haberdashery, and finally had turned to It general goods" (a range 
of hardware and drugs) in his third attempt. Another trader had been 
uprooted from the store where he ~~d been for ten years, and after 
trying to car?y on his former business of book selling, had turned 

(1 ) 
P.T. Bauer: West African Trade, C.U.P., 1954, p.S3. 
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first to provisions, then to hnrdwnro, then to bUilding materials, 
malti.ng bogirmcrs I nistnkos somotimcs in th0s0 new lineD, he enid, 
0.11 wi thin one year! 

In general, as one senior Europenn mo.no.ger in Kumo.si of one of 
the big firms remarked, thore is overy eVidence now of commodity 
specialization in African tra.ding. 

Urban geographical speoia.lization. One development should be 
noted. In the mQrket, concentrations of traders selling the same 
commodities a.re cODmonplace and usual. Outside the market, 
ooncentrations of stores dealing in the same commodity range also 
exist, but hcxdly at all of African traders. Concentrations in 
cloth and hardware are to be found down Lebanon Street and Bogyawi 
Road, or in motor spares on Dominasi Road, but these are almost 
entirely Syrian and Lebanese stores. 

However, around the junction of Apimpua Road and Apremusu Road 
there are about seven African stores specializing in drinkables. 
This geographical concentration appears to be to their general 
benefit, as one would expect, for this area is now quite widely 
known for this trade. This seems to be the only African example in 
Kumasi outside the mo.rket. 

Table to show the commodity groups sold by the traders interviewed. 

Commodity group sold 

1 0 Hard:l'mre 

2. Drugs 

3. Provisions 

4. Drinkables 

5. Arms and Ammunition 

6. Haberdashery and new clothing 
7. Textiles 
8e Weavers' yarns 

9. Books 
10. Shoes 
11 • Building Ilk1-terials 
12. Miscellaneous 

TOTAL 

Number of firms 

2.5 
24 

14 

11 

9 All these firms are 
primarily conoerned 
with other commodities 
and therefore are not 
included in the total. 

6 
5 
4 

4 
3 
3 

14 

122 
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Notes on the ~, 

Where a. store solIs more tha.n ono cat egory of goods, the more 
important is ta.kcn, but here a.re some indications of whore combinations 
of oa.tegories occur. ( The commodit y group numbers r ef or to the numbers 
in the ta.ble). 

Commodity Group, 

1. Hardware, where there wa.s any combination at all, was most commonly 
oombined with drugs. There were 10 major exnmples of this, (two stores 
which were predominantly hardware sold drugs; eight stores which were 
predominantly drugs, sold some ha.rdware). One textile seller also 
sold herd,mre in his shop. Some hardware stores broa.dened into "general 
goods" to include soc..p commonly, linoleum, drugs a.nd perfumes, stationery 
sometimes, bicycle accessories, Qnd so on. 

2. Drugs. Some of the firms in the miscellaneous section also sold 
drugs, 1i ttle outlay is required to add a popular cough mixture or 
laxative to one's stock. 

3. Provisions. This numb er included 3 who were wholesalers only: 
one of t hese had ~ hardware section in his store; another also 
i mported building materic..ls. Ono trader in provisions also brought 
up fresh fish from the coast. 

4. £rinkables. This section includes wholesalers, retailers and 
barkeepers, all of whom had to be licensed. Three also sold provisions, 
and one drugs. 

5. Arms and Ammunition. Since the emer gency regulations of 1954. it 
hc..s been forbidden to sell arms and ammunition in Kumasi. These 
dealers have had their arms impounded locally under police protection, 
but complain that they have made losses through deterioration. Most 
of them have opened arms and ammunition stores outside the emergency 
areas, and in one or two cases have combined in a partnership for 
this purpose, the partnership covering the outside store only. All 
the nine dealers here had other lines of business or they could not 
have survived in Kumasi. Like the book trade, they have their own 
association to deal with their special problems. 

7. Textiles. One textile dealer also sold shoes. Anothe r was an 
importer of special texti10 lines which he found very profitable, 
a.nd imported also hardware and general goods. 

9. Yarns. One dealer in yarns also sold drugs and second-hand 
clothing; another, bedsteads and trunks; a third, wholesale flour 
and soap. 
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10. ~C29k true1£. hCl.s its own problems which ore indicated in a 
later section. 

12. The m:isceJ-~_~.Arou.I2 inoluded shops specializing in: drawing 
materials, hendba.g,s, toys, bicycles and accessorios, buttons and 
cotton, food contracting, secondhand clothing, fishing lines, tradesmen's 
tools, und rubber, leuther and silver for the shoemakers and goldsmiths. 
It also included such combinations in one store as: mineral waters and 
rubber sheeting; jewelry, shoes and handbags; musical instruments, 
toys, clocks, clothing and shoes. 

13. Extension of business interests: the diffusion of entrepreneurial 
effort. 

Many traders have other business interests. In some cases, the 
trading side was the least importa.nt of their busi ness interests. It 
seems impossible to formula.te a generaliza.tion about the financing of 
tra.ding business or the use of business profits to finance other 
ventures. But in cocoa fa.rm - trading busi~css associations, from 
such information a.s has been collected here, while there were a few 
instances of cOCOa fa.rmers being partners in businesses, there were 
14 known instances, (probc.bly more), where capital from business went 
into new farms. In one ca.se, it was planned to divide a £3,000 bank 
loan between the business and the farm. That is, more evidence has 
been uncovered here of business profits going into cocoa farms, than 
of the reverse process. 

Forty of the business men out of about 110 who were asked this 
question in the interviews, are known to have had cocoa farms. Of 
these, 6 were not traders. It is possible that other traders in 
the survey had coooa farms too, a.nd that this reoord is not 0. full 
one. A few business men had had cocoa farms but had given them up 
either because of low yields from poor land, or beoause of the 
unreliability of the relatives who had been left in charge. Many 
Ashanti business men who had no cocoa farms themselves spoke of their 
fa.mily . farms, or their brothers' farms, in whioh, however, they had 
no share. 

There were only five non-Ashumis in this gr.)UP of 40 cocoa 
farm owners: one was Akwapim, one Ewe, two Fanti - one a WOCall, and 
one Nzimn.. 

In the market, and there were oooasional examples outside, it 
was observed that during the cocoa season, when traders do their 
maximum business, many stores were closed while their owners went to 
supervise the cocoa harvesting on their farms. It was obviously 
more worth while for them to farm than to stay in their stores to 

\ 
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share in the busy season. The implication here is that there was 
no reliable person who could either supervise the cocoa or supervise 
the store. How far more people than usual left their stores 
for their farms because the 1957-58 trading season was so poor, 
cannot be said. 

ApaI~ from cocoa, the interests of the traders interviewed 
included the following combinations with trading: sand and stone 
contracting, food contracting, building contracting, timber, furniture 
making, printing, cornmills, hotels, petrol stations, diamond mining, 
running a passenger car (for long journeys, as opposed to a taxi) 
and a dance band. Business men other than traders included a builder 
who was a food contractor, a furniture manufacturer who had a few 
cornmills, a furniture manufacturer who had built a lodging house, 
a goldsmith who was doing some building, and a lorry owner who owned 
fishing canoes and nets. 

This, of course, is apart from investrn C'nts in buildings or shares 
in the ~shanti Turf Club. No one had share f', in any of the big foreign 
firms.(1) 

Several business men discussed their plans for expansion of their 
business, revealing a few tnteresting cases of plans to expand 
vertically or horizontally, or move into some business unconnected 
with what they are doing now: or to change the existing form of the 
business usually from a sole trader to a partnership. There were, / 
too, a number of vague aspirations less likely of fulfilment. 

One additional activity of some business men outside the business 
field was politics. On the whole, political activities interfered 
with business life and development~ A Member of Parliament receives 
a salary: a councillor now receives allowances. These are the only 
(legitimate) monetary rewards of political service apart from 
;preferment. To offset against th~se rewards are the costs of 
wossibly unsuccessful) election~) which might drain away profits, 
and the time spent away from business, which is a serious considera­
tion, unless competent and reliable managers exist. 

t1)surpri:~ was often expressed that shares in the big firms could be 
bought. But it is doubtful if their yields would be likely to 
attract African demand. There might conceivably be a prestige value 
in holding such stock, but this is doubtful. Government Registered 
and Bearer Premium Bonds, issued under the Loan Ordinances of 1950 
and 1954, proved so unattractive that the Government decided, 
because of the interest burden, to repay the capital to bondholders 
in 1958. 

(2)One reliable estimate was about £2,000 for a Parliamentary election, 
but costs could amount to £4,000. 
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This survey included M.P's, members of the 1957 K~si Council 
~gement Committee, and councillors past und present, who were 
associated with business. The rewcrds from politics might help 
business capital, but the evidence is that politics is more likely 
to be a cause of business deterioration. 

Some profession~ men also had business interests, but these were 
not trading activities as far as is known. 

14- The starting capital of Kumasi business men. 

Information was obtained from 102 businesses about the capital 
they started with. This varied from a few pounds to a few thousand 
pounds. But it wns not alvm.ys clenr when Q. ~ u.siness started. A 
mo.n might start petty trading with £50 gilm') to him by his uncle. 
He might build a business, move into new premises, ond talre a 
partner. To the partnership he might bring £2,000. Did he start 
the business with £50 or £2,000? Did his cq Ltal come from the uncle 
or from his sa.vings? The original boost of ':: ,)0 from his uncle is 
not always known. ~~ny traders were storek ;epers before they became 
traders on their own account. It is not ah,':;.ys known who put up 
the money that a storekeeper required as a ciccurity with the firm he 
had worked with. The irformation obtained ::nT!letimes showed the 
original capital with which Q. trader startcd ~ sometimes how much he 
started with at the beginning of a later ph~se in his career. Thus, 
in the table, some of tho 73 nho started in business with their own 
savings would probably have been able to go back to an earlier stage 
when they were given or were lent money by relatives. And some of 
those in the table who received help from r elatives might at a later 
stage tend to describe their business capital as trom their o\VU 
savings, espvcially if they changed their type or form of business. 

~ble to show the sources of original capital 

Sourco 

own savings 

Number of business men Remarks 
obtaining capital from 
this source 

73 including 25 who had had been 
storekeepers, produce buyers 
or expatriate firm managers. 
Plus at least 6 others that 
were partly financed by their 
own savings. 

Governcent gratuity 7 4 in Education, 1 in the Medical 
Deportee nt, and 2 (?) in the 
Political Service. 

Bank Sratu1 ty 1 
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Table (continued) 

Source 

Cocoa farming 

Money l ender 

NWllber of business 
men obtaining capitnl 
from this source 

5 

1 

Crediting of st ock 2 

Bnnk lon.n 

Uncle 

Mother 

Father 

Mother nnd Fnther 

Brother 

1 

4 

3 

3 

3 

3 

Remarks 

including 2 dormant partners 
and one shareholder. 

three other traders reported 
that they had to borrow later 
1'-.'01:1 money lerrlers (only one 
ID".tk'lged to borrow at 
"[;U\ '3 r nmcnt rat es"). 

(a) by a Eur opean employer 
who gave up his business, 
to his assistant . 

(b) hy an uncle, who gave up 
ris business. 

bus:; ness actually started 
wi':,' a loan raised from a 
banI:. 

plus 3 who were helped in part 
by uncles. One of the 4 here 
was given (?) £500 whicl-} .ms t he 
security required for him to 
become a storekeeper in the 
fir st pb .ce .. 

pl~s 2 \7ho were helped in part. 
One of these 3 had a lonn of 
£200 raised (at 50% interest) 
by his mother for him. 

plus 2 helped in part . 

all very small sums. 

a loan of £600 
a loan of £2,000 
n cas~ of inheritance 
from a brother. 



Source 

Grandmother 

Husband 

Mother-i!1-law 
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Table (continued) 

Number of business 
men obtainint; capital 
from this source 

1 

1 

1 

Remarks 

gift of £30 only. 

to start up as a petty 
trader in the first 
place. 

loan of £900. 

Total number of traders 
who had received assistance 
from relatives: ~ 

Friends 

TOTAL 

2 

111 

plus 4 helped in part. 
Of these 2, one borrowed 
from "friends" at 5<:%. 

These 111 sole traders, partners or shareholders here came from 
102 firms. 

The starting capitals of the fourteen largest firms recorded here -
t hose with turnovers of £40,000 or more - do not show any simple pattern. 
Here is the information. 

Table to shgw the ori£9.ns of the 14 l@;:;:,~st African tradiDg 
businesses in Kumasi recorded in the survey 

Length of time 
in business 

1. 25 years 

2. 6 years 

3. 8 years 

4. 27 years 

5. 24 years 
6. 4 years 

Source of starting capital Amount (if known) 

Built up from being a small trader 
starting straig.l-lt from school. 

5 years' saving as clerk to earn £500 
security required to be a storekeeper, 
then 4 years' saving as a storekeeper, 

Manager in an expatriate firm for 
over 20 years. 

Own savings as storekeeper for 4 years. 

Built up from being a petty trade~. 
Partnership. One hand been a 
produce buyer and later a store 
owner. 

No data 

About £; ;,,";)1.1 

No data 

£5,000 



Length of time 
in business 

7. 15 years 

8. 8 years 

9. 11 years 

1 0. 7 yeors 

11. 20 years 

12. 5 years 

13. 5 years 

14. 3 years 

15. Business Costs. 
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Ta.ble {continued) 

Source ..9.!..J;tarting capi t& 

Storekeeper for 15 years. 

Portner ship. Dominant partner 
had been a storekeeper. 

Working with father in timber. 
(wter this firm became a 
partnership of brothers, who 
brought another £2,000). 

Savings (froD wages?). 

Started as weaver< Gn ',dually 
built up own tradi! g ":, 'l:: incss. 
Brother later lent £2 ~ ')00, 

Amount (if' known) 

£1,000 

Total partnership 
capital £2,000 

£2,000 

£142 

Savings~ £30; plus overdraft 
from banY- on security 
of relatives I 
property. 

Partnership of brothers. £1,440(7) 

Partnership of several brothers 
who had been petty traders and 
shoemakers. £8,000 

While a fair amount of information was collected about rents, only 
a little was obtained on interest payments and wages, which therefore 
will be dealt with first. 

Interest. Interest payments were being made chiefly to 
the banks for advances. Overdrafts were either running overdrafts 
or obtained for specific purposes. Loans varied in the length of 
time allowed for repayment, but the maximum period for repayment 
was three years from the Governoent Mortgage Fund, administered by 
the Ghana Corunercial Bank, which lent, from these examples, up to 
one-third of the vnlue of the property offered as security, for a 
period of three year.-S. at 7% interest. Repayment of the capital sum 
was mo.de by monthly instalments, starting one month after the granting 
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of thl.: 10m), but i)1t'r :It pn,m .nt:.s wore mndo only overy Dix months , 
I1hich p~.rhnp \I '.3 why 3001..: cri tici3m wa3 focused on ordinary bank 
intcro"t l'Cp:1.yt:11cnts \/h1ch Here maul,; Invnthly. 

Ghan:\ Com.rnercitu Bnn1< chnrgc.;3 3<.:ur,1Gd to be about 1% beloH the 
cllorgc:> of the other b::mks for uquivo.ll,;nt accooood.ation services. 
This \/0.5, then, c.n ndv;).ntrl.ge njoyed o.loost e;ntirely by ll.frico.n 
business ocn. 

Sooe infor~~tion obtained in this survey about the sizes of 
ndvnnces is intluded on the section beloH on bc.nk credit . 

The inforIll..'l.tion collected about oth~r interest poyt:J«.::nts 103 

only of historical interest for the oost pc.rt . though ono socetiocs 
henrd. of instnnces rd'erc poynents Here being made monthly or even more 
frequently, to II friends" , bu"c ~hc.r~ tho bOrl'O\lcr It".s reluctant to 
say Hhat the interest p~yment lr'\S . It nppc".I'cd to be very high. 
In economc teros, euch of this is 0. risk r lard to the lender end 
not pure interest, but there is no c.dv t, be here in cclci.ng thit 
distinction. Thus , tb re ore tHO q uto distinct loans mrkcts , 1) 
the bc.nks nnd Govcrnn<..nt insti tutivns n the one hUld , c-ne privctc 
lenders on the other. Anon'" the pc. pI intervi~.Icd , there lIerc o.t 
lec.st 4 instnnccs of borromnG, c.t 5<40 2 ) I Inns IIhieh had since been 
p:1id off. • 

~. Froe nh.."..t inforn .... ti 'n \/0.5 c llectcc, labourers recei-:eu 
£6 to £8 a Donth , but in one co.sc, uhare 0. labourer luld been ;-it~ the 
firIJ a l ong tine, he received £1 0. HiGht natclmcn ooy be paid ":s 
little as £1 or 30/- ll. oonth ( there lias one instance of 15/-) "".1'c 
it scens that the job gives a \Intch~~n , perhaps othcrllise hooLl ~~~ ) a 
pl:lcC to sleep n.nd not much responsibility. He \7ould hnv" anotl!Cl' job 
during the day if he could Get one. On the oth\O:r C'o.nd , he t:ri.g.~t 
r e ceive as ouch as £6 0. nonth j - in one c~se he p,~~ paid £7.105 . Here 
the storekeeper ':'Tas :mrious that his store was 11011 gll.'\rdec. , often 
becc.usc he hnd to leave part of his stuck outsic.e bnco.use his prc::-.ises 
\7Cre too snall. This is not uncODfJOn in the u.rinknblc..s trade, for 
exar;tple. The ,mtcooo.n lIo.S paid on the undc.rstnnding thc.t he was 
responsible o.nd pnid for any thefts. (Prcsucc.bly tlus means thnt he 
would forfeit port or oJ.l of his ruy). As fnr as 0. record \7CS kept, 
all the vlUtchoen, like nll the l abourers ( except one), \"rere Gaos (, from the 
French Soud.o.n) or freo the Northern Region of GhMll.. 

( 1 )It might be interesting to eXll.lJine tho local mnrket for "petty't 
capital and to see hO>l f:lI' it is influenced, if at nll, by bank 
charges. Most loans are from relatives , friends or private persons 
knonn to the borrower, and ther efore presuco.bly outside the Money­
lenders Ordinance, but even under the Ordinance, 3<:% (simpl e ) 
interest per annum may be char~ed ngainst unsecured risks. 

(2) "50ft" eight r:lOo.n not pe r annum nece ssnrily, but for o.ny o.greed 
period. 



f th 1 an but ill 
rmich ')l rlt:1p \lt1.1 \Ihy 01':1 
int l'u t l'CP:l.yt,1 nt:J \/lu cll 

- 31 

fln,{l~ nt., loro Tn (1<,. onl y vory u1x monthu , 
or' tieir T~ ,/~HI fOCU(H .. U un ordin,:u-y bew. 

mnde I'ilvnthly. 

Gh[\n.'1. Comncrci,'\l Bnnk cl1nr gc;~ aUGT:1ud to be about 1% be lOti the: 
chnxgcs of th\J other ba.nk for uquivlll nt occol'Jnodntion 5(.;rvicc&. 
TIns vas, th 11, un n.dv.'1.ntngc unjoyod alr.lOat cntiruly by l..fricon 
business o(;;n. 

Sore inforo.".tion obtn.inod in thi3 3UX"VI.y about the cizr>s of 
advn.ncc is intludeu on tho scction b ,l Oll on benk credit . 

The information collected about othor interest payc nts HOG 
only of historico..l interest for the 1:IO!l pc..rt . though one socctiocs 
henrd of instn.ncc \"ih:l"C pnynl.;nts lwrc being co.dc monthly or even core 
frequently, to " friends" , but f,her..., t 0 bon ',h;r \ ~:l reluctant to 
sny nhnt the interest payment \/".s . It nppc".rcd to bl,,; very high.. 
In econ .. mic teros , oue. of thi!) is 0. risk r lo.rd to the lender ~.d 
not pure intere!)t , but tllurc is no ".d'f t"Gc hl,;1'0 in r..aking Wit 
distinction. Thus , th rc CX'u tHO q'rito ostinct 10'lllS oorkcts , 1) 
the b.:mks and Gov\.!rnnl.nt institutivns n the one h:l1'.d , "nC priv".te 
lenders on the other. Anon ~ the pc..opl" )ir!wervi ,1",d , there. ere ... t 
leQst 4 i usto.nccs of borrot~nG, ,t 50i,,\2 1 n.ns ',I ich h:ld since becn 
p:li d off. • 

lli.f:£.2. Froe \lh~t inforn ... ti n I s collectec., b.bourcrs rccc~ ':el 
£6 to £8 n nonth, but in one co.se , "here 0. lob urcr Md bCl;n ~ .. i th th 
firo 0. lonG t i oe , he recei ved £10. ni;.~t lltch.:lCn oo.y be pnid ':.5 

lit tle o.s £1 or 30/- 0. oonth ( tht:rc ilo.S one ins"L'mcc of 15/-) ro', ~rc 
i t seees t ho.t the job gives n '/~tchr'\n , p...rMps othcrrris hoo<;1.:':'} n 
pl ace to s l eep nnd not much responsibility. He ilould hav .... o.."lot.~c_' job 
during the da.y if he could Get one. On thl. othl,;.r f"~,nd , he wight 
r ecei ve as ouch as £6 0. l'Jonth ; - in ene c~ se he 17:' '5 paid £7.1 Os . Here 
t he s t or ekeeper IT:lS anxious tho.t his store W(lS \1011 t)U..'U'dec. , often 
bec~usc he hnd to leave p£lrl of his st"ck outzidc r. (luse his prc:::ises 
t!ere too sonll. This i s not uncor:mon in the clrinknblc.s tro.dc , for 
ex..'lL1pl e . The .. nt choc.n Ims poicl on the und<.. rstn'1dinG th~t he r.o.s 
r e s ponsible nnd pQid for any thefts . ( Prcsuonbly tlris menns thnt he 
would forfeit part or all of his roy). As fnr o.s n rccord il~S kept , 
0.11 t he wo.tchnen, like al l t he l o.bourcrs ( except one ), ner e Go.os (from the 
French Soudo.n) or fre e the Norther n Region of Ghnno.. 

( 1 )It mi ght be inter esti ng t o eXD.mine tho l ocal mnrket for "petty" 
capital nnd to sec hOH f :lr it i s influenced, if at all, by bank 
cho.rgcs. Most luo.ns a r e from r el atives , fri ends or private pl,;.rsons 
kno .. n t o the borrower, and t her ef ore presuoably outside the Money­
l enders Ordinance, but even under the Ordino.nce , 3c% ( sinple ) 
interest per annum may be charged ngoins t unsecured r i sks . 

(2) "sOfa" might r.lcnn not pe r annum necc ssnrily, but f or nny o.greed 
period. 
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The waecs paid t o storcboys, assistant s anU clerks varied from 
£4 to £5 f or n stor e boy t o £6 or £7 t o £10 a month f or a clerk. 
Drivers seemed to get about ,£9 n. nonth. Yfuore a relativc, especially 
a young r cl ative , was employed, he often did not receive much in 
noney \1ages, and SEll:letimes only spending morey. On the other hand, 
there nre instances of more senior relatives in responsible positions 
being relatively well-paid. 

Rents. In Kumasi there are t\10 blocks of Qunicipo.lly-owned 
shop buildings, 0. single-storey block bu;Ut in 1949-50 on the Zongo 
Roo.d perilJeter of the mnrket, and running down Queen Elizabeth II 
Street, o.nd a dOUble-storey block builtin 1950-52 on the Fuller 
Road perimeter of the mnrket. 

There is a big demand and a waiting list for market stalls, but 
these shop preoises on the market edge are particularly sought after 
beco.use of their position, and because the rents for such sites and 
premises nre low. The rents of the privat ely-owned shop premises 
neQr the municipoJ.ly-owned shop prel'1ises on t he Zanga Road are higher -
perhaps double those charged by the municipality. The monthly rents 
of the rnunicipoJ. shops and market st alls arc as follows: 

(1) 

Shop premises: 
perineter 

Zanga Road 

Shop premises: Fuller Road site: 
ground floor 

inside and f~~ng market 
upper storey'-1 ) 

No. of 
premi.ser;;, 

f:l 
£4.5s. (one-door) 
£8.10s. (two-doors) 

£ 7.10s. ( one-do~r) 
£15. (two-doors) 
£ 2. ( one-door) 
£ 5. ( one-door) 
£10. (two-doors) 

17 
8 
6 

12. 
6 

24-
13 
1 

These upstairs premises do not seem to be very successful as 
ordinary stores. There are .0. few stores there, but the premises 
are now used to a large extent by peo:ple providing services. 
There nre several tailoring premises tshared by groups of young 
men who work individually with their ovT.n machines), chop bars, 
a shoe repairer, and a hairdresser, for example. These upstairs 
premises orginally had higher rents which were reduced in 1953 
to £5 for 0. single-door, by the Rent Assessment Committee. There 
have been 0. nunber of changes in the rents of the municipal 
premises since they were built. 
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Thure nrc three other biGG<:r Fuller Ronel prc.:misea which pny 
£30, £.30 anu .£20 in nontlJ.1y runts. 

lIo. of premis...cs ( 1 ) 

MARKET: Permc.ncnt stores 
(inside the ne.rkct ) ,s1.10s monthly 

other permant storcs 15::1 nonthly 

tenpornry structures 
put un by the oocupants 
theosolvcs £1,1 55 

10s 
~nd ( 2) 
quarterly 

500 

2 ,353 

450 

um rents menn a high dcnuml for narkct premscs , but m.:my 
D::l.rket vendors expresscd the wish for premises outside the rno.rl::.c.t e.G 
tlell , to catch tho buyers \/ho do nut cone to the mc.rk(;t . This 
dem::!.nd for ncll-sited premises outsi<!c the rnc.rkct - Elll of which 
c.re privutc1y-owned exx:pt for the Zonl;O Ro"d o.nd Fuller Roc.d blocks -
is very brent , and both municipal e.nd Hell - sited privc.tely- mHlcd store 
prcoises TIould undoubtedly cOnDund hiGher rents at the moncnt if 
unhin<!crcd by ounicipal council dcci~on und rent control . 

The Donthly rents of the trudcrs' premises visited varied froD 
£2 to £33 for n sint;l e store. The ouxioum rent by f ar paid by c.ny 
Africc.n compnny wus thut rJUicl by the Ashnnti Turf Club (£3,750 per 
uzmuo), but this is un enterprise quite different from the others . 
The trro lc.rgest African firtls , apurt froD the Turf Club , are not 
trnding firrls , und they ure in their mn premises . These tn"bles 
belon npply only to truding prcoises. 

( 1) As mentioned in Section 4, these c.re Novcnbcr 1957 fil)Ures . In 
June 1958 the fi gures were : Pertlunont stores .£1.10so monthly 551 

other peronnent 
stores 
ter.lpornry struc ­
tures 

15s. monthly 

(2)This grou:r:, like the 4,500 squ{J,tters in the f,1[),rkot, also pay 6d a 
dny. Some people in structures urccted by thomnolves , therefore 

950 nIJII"Ox 

pay more than those in some of the municipal store buildings inside 
the mary..ct. 



Total amount paid 
in rents, monthl;{ 

£, 0 - 5 

£ 6 - 10 

£11 - 15 

£16 - 20 

£21 - 30 

£31 - 40 
£41 - 50 

£51 and over 

- 3~· -

Total number of firms 

11 

22 

29 
7 
6 

6 

3 
2 

86 

Notes on this table. 

1. 

2. 

Where possible, these totals include rents paid for stores 
outside Kumasi as well, but in most cases this information 
was not collected. In a few cases there are local premises, 
especially warehouses and market premises, the rents of which 
are not included, so that a number of figures here are too low. 

There were in addition five trading premises owned by their 
occupants, and these are excluded. (The rent of one of these 
was given as £40 for income tax purposes). 

One small store was shared by a partnership and a sole trader 
in different lines of business. The sole trader here was sub­
letting part of his store. 

The highest total paid by anyone firm, in this group of traders, 
was Z74- monthly; the next highest were £54- and £4-9. 



Amount paid 
per month 

£ 0 - 10 

£11 - 20 

£21 - 30 

£31 - 40 

Totals 
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Table t.9-.§.!l2!LJ;W_m2.,nt,.h1.;L£9&1? naid f or 
in.,di vidual.J?~!}'£~;.Q.,.m.:~.!!!,tl?S!~l Kuruani, 

Total.. n)}In1.:?£!: 
of premises 

55 
43 

9 
1 

118 

of _'!!"h:l.:.£.!l 
.E.xj.~· a tc:U;:­
~ 

30 

31 

9 
1 

71 

mum ci pal]:L­
~9; 

29 
10 

39 

oymer ship 
unknown 

6 

2 

3 

Note s on this table 

1. This table covers 86 firms . Fo r a f cu firms , the ir.,'::m:a tion 
is not complete, in that t her e wer e i n ad.di t ion privQ.te pr emises 
and market stalls in Kumasi about which no informati on was 
obtained. 

2. In a number of cases, firms had war ehouses or whol esal es at the~I 
homes, but these arc not included unles s a separat e rent wa s paid, 
and not if they owned thc proper ty. 

3. There were many instance s of lock-up ~~rket st ores being used as 
wholesale premises, many by firms whose main premises wer e outside 
the market. 

4. Of the ten premises costing over £20 a ~onth , six wer e Leba nese­
owned and four African-owned. No t HO of t hese t en premises wer e 
in the hands of the same owner. 

Table to show the 2IJYlCl'sjliE of_J~.o..m_e.....Eriyately-owned 
~ess ,.E.roperty in Kumasi 

Afrj.Gan 47 
Lebanese or 
Syrian 28 

European 3 
"\ 78 
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This table covers the evmership ef 78 preperties enly. Mere 
than half were in M'rican hands, and ef these, mere than half again -
26, pessibly 29, - were owned by Ashantis. One Rausa woman ewned 
threeef the ether premises all in the same bleck, but apart frem this 
nO' ether African name appears in this list ef ewners mere than twice. 
The figure includes feur premises ewned by their eccupiers, nene ef 
whom was AshaIlti. 

This figure ef 78 is different from the number ef privately-
ev-med premises in the previeus table because the ewnership, but net the 
rent, ef an additienal seven premises is knewn. 

Six - perhaps seven - ef the premises ewned by Lebanese and Syrians 
in this survey were owned by ene prominent Lebanese, and twO' ether Lebanese 
owned three premises each in this listo But this gives nO' indication of 
hew extensive concentrations, if they exist, ef individual African or 
Lebanese ewnership of property might be, and it was not the purpose of 
this survey to' find eut. A block of property owned by one person might 
contain one trader or several traders whom it was wished to interview. 

Two of the European-ovmed properties were OVllled by a big expatriate 
firm, and the other by a private person. 

Rent differences between neighbouring properties. As an example 
of rent variations, here are the rents of ten near neighbours in cerner 
properties in a fa~ly good position. 

They paid the following rents:-

2 paid £4.15s One door only )Same owner - Lebanese. 
) 

2 paid £9.15s Two doors ) 

2 paid £20 One door only Different ewners - beth 
African. 

2 paid £15 Two doors Same ewner - Lebanese. 

2 paid £20 Two doors African ewner. 

Petitions to reduce rents. Though the municipal rents are low, 
they have nevertheless been the subject of petitiom requesting rent 
r eductions. Some tenants in the municipal shop premises on the Zongo 
Road side of the market petitioned in April 1954 (?) for the reduction 
ef their rents from £7 to £3.10s. The Municipal Council would net agree. 

In 1948, groups of petty traders in the Central Market petitioned 
the Asantehene, the Chief Cornm~sioner and the Kumasi Te~ Council against 
the increases in that year in the market stall monthly rents fran 20/- to 
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25/-, 7/6 to 10/-, and 10/- to 12/6df
1

) Even b efore the rent increases, 
at least one petition for rent reductions had argued that the stalls were 
too small aIld that no other towns in the Gold Coast paid such high 
market rents. 

Total business exPenses. Busine ss expenses other than wages, 
interest and rent payments,-include transport (often an important item), 
car maintenance, stationery and postage, accountants' fees, insurance 
costs, telephone charges, electricity, bad debts, depreciation and 
replacement costs of any capital equipment. Details of these are not 
known, but here are some examples of the knoVln annual recurrent 
expendi ture of a f evv African trading firms:-

a) A firm viii th an annual turnover 
of £17,000 

b) A firm with an annual tuxnover 
of £18,000 

c) A firm -vVith an annual turnover 
of £20,000 

d) A firm with an annual turnover 
of £60,000 

Wages £156 plus two partners 
Interest Nil 

Rents £84 

Other knOVln expenses were transport 
costs, and car maintenance and 
depreciation. 

Wages £816 
Interest 7% on a running overdraft 

of up to £800 

Rents £264 

Other expenses .-
Wages £336 plus self and sons 

Interest 8,% repayment on £3,000 
loan 

Rents £300 

Other expenses included car 
maintenance. 

Wages £1,500 plus self 
Interest a)on ~ning overdraft 

b)on a Guarantee Corporation 
loan. 

Rents £4B0 

Other expenses included car 
maintenance 

(1) e.g. letter dated March 8th, 1948 signed by representatives of the 
tobacco, yam, plantain, chewing stick, smoked meat, and salt 
sellers, and the fish mongers. 
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) A f'1nn with on cuihuol ttlnlOV r 
of 1:75,000 

W f 1;360 p11J l1' 

Int ' r t 7 rfJfo em £3000 
loon 

R nt 1.:180 

Other ~~cnooo included c~ 
main tcno.nco 

The total expenses of a f ew of the binger firms might arr~t 
perhaps to two or three thousand pounds or ev en more, including the 
remuneration of the management or partners. 

16. The demand for bus:iness premises. 

The shortage of business premises r efl ected developing trade 
following high cocoa rewards and increased demand for 8J:)OO8 8%ld services, 
and constituted a problem for bus:iness men. It will be mentioned again 
.m~n African business problems are discussed, but here the concern is 
primarily -,lith costs. 

The competition for business accommodation gave rise t o a number of 
practices, >ihich meant higher costs for business men wishing to obtain 
new or additional premises, and even in sane cases for those business men 
already established, apparently securely, in premises. These costs 
were not recurrent, ho~ever, except where rents were increased. 

Rent control. Rents have been generally controlled s:ince 19lr2. ( 1 ) 
At present, rents are r egulated 1.mder the Rent Control Ord1na.nce of 1952 
and the Rent Control Amendment Act of 1957. The 1952 Ordinance gave 
the l::inister responsible the po~r ~o centrol rents through local autbority 
Rent Assessment Ca:nittees, conslstmg each of 3 members (a member of" the 
local authority, a landlord and a tenant) who vlere to fix rents at what 
they considered to be a reasonable level, using as a standard the rent levels 
as they were on Jarruary 1 st 1948. Application for a rent change could come 
fran the Minister, a landlord, a tenant, or from the Corrnnittee itself acting 
upon its own motion. ' 

Rent changes. Information about rent changes was collected only 
incidentally. No Rent Assessment Committees records, which must obviously 
be a source of information about rent changes, have been consulted. Here, 
however, are the experiences of 10 finns, some of whose rents were detennined 
by the local Conmittee. 

(1) The Defence (Rent Restriction) Regulations of 19lr2 and 19lr3. 'Ihe 
Rent Centrol Ordinance of 1947 was "an ordinance to make temporary 
provision for the control of rents :in r espect of small premises", -
premises with rents not exceeding £100 per annum. 



Num-
ber 

1 

2 

3 

4 

5 

6 

7 

8 

9 

10 

Present 
monthly 
rent 

£20 

£10 

£4.15s 

£22 

£15 

a)£22.10s 
b) £ 20 

£15 

£15 

£13 

£14 
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Earlier Estima te of 
monthly conmercial 
rent positi~ 

£2 in 191j-0 Very good 

£5 in 1943 Very good 

? Good 

£8.108 in 1948 Good 

£20 in 1954 Very good 

£3.10s in 1940 Very good 
£3(in 1940 ?) Very good 

£9.15s Fair 

£25 Very good 

£6 Good 

£25 Very good 

Not e s 

Attempt by ovm.er to increase 
rents (in this store to £ 10) 
resisted by all tenants L~ 
the block. The present rent 
was a Rent Committee decision. 

Increased in 1951 to £18; in 
1952 to £22. 

Owner reduced the rent" after 
talk". 

Rent Committee increase. 

Rent Committee decrease. 

Tenants :in block took owner 
to Rent Assessrnen t COIIll:'d. ttee 
for a rent reduction. The 
Committee :instead in':l'eased 
the rent. 

Rent Committee reduction. 

Tenancy 1.lllder the rent acts. The high demand for bus:iness premises 
gave rise to abuses under the 1952 Ordinance which the Rent Control 

Amenament Act (1957) attempted to stop. Illegal practices have continued, 
and perhaps only an alteration in the demand and supply position of business 
premises could stop them. Perhaps the biggest gap in the 1952 Ordinance 
,.'.nich the Amendment Act sought to stop was :in Section 11 e. This stated 
that "where the lease has expired and the tenant is a statutory tenant 
and the landlord -

( i) 

(ii) 

(iii) 

intends to pull down or remodel the preraises; or 

requires possession of the premises to carry out a scbt"F'e of 
redevelopment: and 
has given six months' notice to the tenant of his :intention to 
apply for an order for the recovery of possession of, or 
ejectment from the premises", 



- an order may be made against the t enant. 

Under the .Amendment Act, a tenant is protected by beirl :3 'deemed 
to have an option to be reinstated in the premises remodell ed or 
oonstructed on the site of th e former premise s occupied by t.'le tenant 
at a standard rent" (i.e. a rent fixed by the Rent Assessment Committee). 

There were instances before the l\mendment Act where the landlord, 
having obtained the authority to give ltis tenant notice to quit in order 
to "renovate" his premises, was "persuaded" to change his · mind. This 
persuasion sometimes ran into aconsiderab1e sum - there was one instance 
of £1,000 - Which was an absolute loss to the tenant, and could not be 
claimed as expenses in his profit and loss account, of course. Two 
examples of another practice were met with in this survey. The owner 
warned his tenant that the building was to be demolished and that he 
should look elsewhere for accommodation in good time. This warning was 
acted upon, and the tenant :in each case moved. But no demolition took 
place, and the premises were let to others. Of course, it is possible 
that the owners had a bona fide change of mind, but if the first tenants 
had had evidence of the "w8rning" they may have had grounds for an action 
under the Act. 

The Rent Control .Amendment Act came just :in time to save one group 
of Kumasi business men in one block from eviction and the property from 
demolition. It is not always easy for the evicted. to th:ink in terms of 
urban improvement. They are concerned, not unnaturally, about their own 
eviction and the difficulty of finding new premises. 

Other practices. 

A demand for six months' or a year's advance payment of rent was said 
to be not uncommon when taking up new premises. The few instances of this 
recorded in this survey related to African landlords. One apparently 
unusual case was where an African landlord made an agreement with the new 
tenant that the monthly rent should be £15 for the first six months and 
thereafter the normal rent of £10. 

Another common practice ,vas the demand for a cash payment (key money) 
from the new tenant by the landlord before the tenancy was taken up. This 
was in addition to the rent. In 1956, sums of £500, £600 and £1,000 were 
mentioned :in cormection with this practice. A conmon remark in 1957 was 
that if one could pay £1,000, it was possible to get a store in new 
premises that were being built. 



Shortage of business accommodation has also resulted in 
promenades round the stores by persistant business men, notably 
non-Ghanaian traders, who would suggest to an African occupier of 
d.esirable premises that he might give up his present store to the 
inquirer for a consideration of a few hundred pounds. Instances of 
offers were plentiful, but evidence of offers accepted were not so 
easy to find. Known instances of selling out were: (a) for £800 
in 1957, a very good site; (b) for £500 in 1954, a very good site; 
(c) for £200, an earlier instance, no details known; and (d) an 
en.rlier instance of £120. ("What", said one African business man 
corrunenting on example (a), "does he think he can do with £800 these 
days?II). 

Offers for stores, according to the business men interviewed, 
ranged from £300 to over £2,500, depending upon the premises and the 
situation. One offer, which was not accepted, was of £1,000 und an 
agreemerrt for 40 years' occupation of the rebuilt premises, which 
"ould be given back at the end of this period. Another offer was 
of over £2,500 to the business o,mers, plus 5% COmLussion on saJ.es 
to one of them if he remained as storekoeper. 

This offered sun is called II goodwill", (a word used in several 
similar contexts, all of them remote from the legaJ. concept). All 
that can be said is that if the African trader accepts the offer, 
and gives up his store, he must consider it worth his while to do so. 

Similar to this is the practice of taking over a market stall 
for an agreed "goodwilll1 dash from the new to the out1S9ing occupier. 
The stall has to remain in the outgoing occupier's name, for if it is 
vacated officially it must be re-aJ.located by the Municipal Council. 
In one known instance, £80 changed hands. This is a purely African 
practice because only Africans have mark~t stalls, though one or ~vo 
of the Zongo Road municipal stores are let to non-Ghanaian traders. 
There is no law restricting market premises to Africans, and there 
are in the market a few permanent stores built privately and let to, 
or built by, the large expatriate firms, v,hich do not therefore pay 
rent to the market authorities .. 

Building new munici~~l stores. There are proposals to build 
three hundred new municipal stores in the market along Fuller Road. 
S~ore buildings have been suggested at Bantama Market too, and a new 
market at Maxwell Park, Fanti NCi1town, (a proposal which has beerl 
considered by the Council before). 

The District Chairman of the Kumasi African Chamber of Commerce, 
Mr. J.A. Addison, referred in his annual report to the Chamber in 
March 1958 to the problem of good--c.ommercial sites, as follows: 
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"One of the most pressing needs of any member here is a good 
situated store. The natter of acquiring suitable cocmercial 
sites to build stores for members has for years past engaged 
the specinl attention of the executive . Negotiations are still 
going on between us and t he Kurnasi Municipal Council for 
erection of s tores at the Central Market to be l et exclusively 
to t he Chamber". 

The Chambt r was thinking of acqu~r~ng perhaps 50 ne~ stores, but the se 
were not to be built and l et by the ijunicipal Council. I nstead, the 
Chanber itsel f planned to build, orrn and contr ol the stores. 

Changes in the orrnership of business prope~. 

No attempt has been made to coll ect systematically i nformation 
about changes in t he o~ership of business property in the comraercial 
arcas . There have been changes , of course , as elsewhere. An 
interesting point however, which is of particular significance f or 
foreign firms , is that K'LlBasi offers greater security of property 
tcnur~ than other important towns in Ghnna. In Kumasi the land is 
vestod in the Asantehcne, and residents obtain plots through the 
Asantchonc ' s Lands Office. The big firms negotiate directly for 
lonG-term leason , but many Lebanese and Syrian traders lease from 
African holdu's. The lease is acquired in this \J3.Y. A Lebanese 
trad(;.r neGotiates with the African holder of a desirable site. He 
off rs a sum of I:loney to be paid iI:lLlediately, ard on agreement by 
which he w:i.ll reconstruct the existing building, or more usually put 
up at his Olm expense a no\/ building, in which to work and live, 
undertaking to pay an annual sum to the Africon, and to return tho 
plot and. give up the building to hi I:! at the end of an agreed period 
of time. In the paat, the usual period seems to have beon 25 years. 
Some of the buildings in the centre of Kumasi are nOi7 reverting to 
the African holders of the lard on the expilY of the agreenents . 

It \lnS so.id too thnt there was n tendency for the property at 
the bottom of ZontJ) Rond to be bought by Africans from Lebanese and 
S.;rinn onDers . 

17. ThL. o\7..~hip of fixcd caEtal assots by African firms . 

A trader's fiA~d assets ccn~isted of lus store fittings , his 
vchicl, and his house buildings (he rarely owned the store that he 
occupi d) , and if he had 0 bar he would have a refrigerator too . 

Few Kumasi African stores had special fittings which constituted 
D. oajor item ot their business assets . One of the largest P..frican 
drug s orcs spent £1 ,500 on fittings in c. new store in 1958. Another 
drug store had spent £150 on uell- designed shoucases , end one or tuo 
other drug stores uere fitted TIi th glass shoucases . Horlever the 
shelving i n most stor es did not cost very much to i ns t all. 
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In t he best nurket permanent stores, the tenants themselves had 
to construct the f ittings and or ganize the s ecurity of their goods 
in empty concrete shells. Some individual costs in the new blocks, 
built in 1957, of counters, shelving and doors, wer e : 

i. shclving£20, pr ofessionally done ; wood for doors, made 
by shop owner, £7. 10s. 

ii. shelvi ng, door s and r ough interior "ooden r oofing 
(inside t he permanent metal r oof), £20 cost of wood. 
Labour provi ded by shop owner himself. 

iii. shelving, doors , i nterior asbestos roofing, glE:.sS showca se , -
all professionally done : £3~.1 0s . 

A CODU-:lOn aim of money capital accumulation is not o.r.. 'C:~ension 
of tr::lding activities , but to build a house . Ono 11011-,_ ; '. .: ::lted 
business man said that it was his policy to build house.::: 's, of his 
profits . The reasons for this attitude need p..ot be consilcr~d yet. 
In fact , mnny businessmen possessed property nhich they ho.d built 
out of business profits , und uhich they were then using n.' S(;curi tics 
in rony caS0S for loans from the cOl:u:1ercial banks. Out of 80 traders , 
at least 4,3 had 0. house or more than one house. While this was the 
common pattern, a few of the YOUnger business men thoughtin terns cf' 
busines3 expansion first, and buildinE was not part of their immedi::'.:e 
plans . 

In Kumasi , out of 86 trading businesses, 5~ had cars, and one 
trader had a motor scooter. Seven businesses had oore than one 
v~hicle . 

Is the purchase of a car "conspicuous consuraptiontl ? SomethinG 
OUGht to hJ said here in defence of the purchase of a car by the 
sr~nll AfrictUl business rann. A big car is pcrhc.}Js more loconspicuous" 
than n small cur, though it roy stand the rough roads better, but 
in c. hotoountry where transport services G.!'c:irrcgulc.r and crowded, 
th,-,rc is probably more "justification" purely in business terms 
for buying a cur than there wuld be in Europe, - time and energy 
"av d , trod. und other personal tro.nsport costs saved, ~nd usc for 
th transport of on's goods. It depends how far the car is used 
in business , - that is , hou f~ it is a producers' good. But the 
point must constantly be kept in !.2.nd that the ~an :who establishes 
1ri.n:. If in business ut th age of fifty many not be prinnrily 
cone rned uith 03.xir:ri.zing his profi;;s , and his c~ mc.y be used more 
as B consunors ' good. 
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D. BUSmESS DEALmGS 

18. Bank credit. 

The deeds of the build:ings owned by African bus:iness men provide 
the security that the banks will accept :in meet:ing their customers I 
applications for accounnodation. Unlike the other banks, the Ghana 
Ccmnerc:ial Bank, under the 19.52 Ord:inance which created it, cannot 
accept :immovable property as pr:iJnary security, but the Mortgage Fund, 
established at the same time and adnrlnistered by this bank on behalf 
of the Government, provides the machinery for lending on the security 
of building assets. In any case, the or:lmary ccmnercial banks might 
be expected to be reluctant to accept titles to buildings as securities 
for advances beyond a certain accumulation of such securities, but the 
African business man has little else tu offer. Titles to faPJl land 
cannot adequately b e establisi1ed, and life insurance policies~ 1 ) and 
share certificates are rarely held by Africans. Loans are sm.etimes 
made against government paper (there arc some Jl..frican holdings c"f' 
government stock) and gold ornaments. Gt;.a':'ar.tors standing fOl' 
relatives or friea:ls offer building deeds; e.r~ there is the rare instanoe 
of a bank balance beine offered as a security by a guarantor. 

The Government Mor+,gage Scheme however offers loans outside the 
tenns of ordinary ban!~ .:L~~ding, for these loans are for three YC"~;J 
(mentioned already in t:.c section en business costs) . The :ini.0.'- f'H ~ 
charged is 7% per anm.'..'1l. The amount allocated for the purpose by I,he 
Goverruncnt is £1 million, of "hich it is believed that Kumasi prc'bably has 
more than a third, (but the fact that the Ghana Comncrcial Bank has only 
two branches, and that the Accra head office started business for all 
comers before the two branches were opened, makes the calculation a little 
difficul t) • 

A flourishing business with regular banking habits might get bank 
assistance vdthout any security being required beyor.d the borrower's 
premise to pay, and there were instances of this aIOOng the Kumasi bus:in6sS 
men interviewed. 

As already mentioned, out of 80 traders whose assets are known, at 
least 43 had hruses, - scme more than one house. (Many ex-traders and 
r tired traders who vrere interviewed but are not included here also had 
houso prop rty). Of t hese 43, at least 24 had loans frcm the banks us:ing 
th ir property as the security. In ta.bular form, here are scme details 
of'the s curitics offered for loans and overdrafts, aa far as the collected 
infollIlatian goes. 

(1) But there is a. growing life insuranoe business especially among 
protos ional people and civil servents. 
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Number of 
advances 

Type of (1) 

Securit;z 
Remarks 

Deeds of build:ings 

8 Guarantors 

1 Jewellery and 
valuables 

8 Promia conly 

17 No data 

Maximum loan was £3,000. One 
trader said that he used to get 
£4-5,000 overdraft)but could 
not get it now. (2 

Amount varied between £200 and 
£1,000. 

Small loan of only £90. 

Overdrafts of from £200 to 
£2,000. 

Including 7 whose overdrafts 
might have been on promise only. 
Some of these 17 traders had 
houses, but it is not knO'Wl 
whether they were used as security 
for advances. 

The figure of 58 advances covers 51 firms, for 6 firms were drawing 
advances from 2 different banks (one of which was always the Ghana 
Carrmercial Bank), and one firm had both a loan (hous e as security) and an 
overdraft (on tho signature of two guarantors) from the same bank. 

Of the 24 advances here on buildings, 12 were through the Ghana 
Ccmnercial Bank, that is, from the Mortgage Fund. 

The ability to provide security for loans, however, said another 
bank manager, is only a secondary consideration. A bank mAnager wants 
to know first about the borrower's business and reputation, and what he 
plans to do with his requested advance. The established trader might 
obtain his advance on his reputation alone. But ronny owners of 

(2) 

Some idea of how important gold and Government paper are as 
securities is given by the information that in April 1958, the Kumasi 
branch of the Ghana Commercial Bank had just OVer 100 accounts where 
credit had been given against gold ornaments, and less than 20 where 
credit haC. been given against Government paper. In June, (April was 
about the same), there were over 200 loans aga:inst property made 
through the Kumasi branch of the Bank from the Mortgage Fund. 

"-
The reason :in this instance is not known, but loans aga:inst property 
were markedly lower in 1957-8, because of the fall in property values. 
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buildings with no busmess reputation apply for loans vrithout gJ..vmg 
reasons for the:ir borr9~g, or for reasons which the banker feels 
that h e cannot accept. \. 1) The function of the banks is not always 
understood, but it ,?as noticeable thLt m 1957, no trader made the 
old pomt heard repeat edly even m the 1956 r eplie s to questions, that 
the expatriate banks were trying to keep the African down. A bank 
mena.ger might not b e popular with some traders, o f' course , as elsewhere, 
and the Syrian and Lebal)e \'le t raders were often s t ill thought to be 
f avoured by the banks. \2) 

The African truQer' s p robleT15 are dealt with l at er , but fran the 
benker ' lS point of v i c-,7, it was said t hat the absence of r egular banking 
payments by a t r ader int 0 his acc ount, his fear of being frank with h i s 
bank manager, and his attempt to IDamta in bal£lDces at more than one 
bank t her eby dividmg his c ash assets, oft en hIDdered hi::: ~rLl ' .:;t for 
accommodation. 

In Kumasi, one bank l ent to Africans a higher total aI!X)unt th...".n 
1n any other tovm :in Ghana , thoogh Accra, the only real rival, r;as twice 
Kum: si ' s population. 

I was t,.)L..1. b;r one.; of the market traders tint they sanet:imcs find 
it difficult to get bank a.ccanmodation because saJC banks insist that a 
f inn' s stock in lllsured before a loan is given, and it is not o.lways 
easy to insure the st.ock of a lock- up stall. It is not a cot:dition made 
by any b~.nk ti-lat tho stock must be insured before a loan will be 
cOlluidered - it is £lD irrelevant consiQeration in fact - unless the stock 
is plc:dged to the. bank. But it is true that a market firm might f:ind it 
diffi cult to :insure its stock :in some casus. The insur£lDce canpo..'1ies 
ROY that there is a) . a grcat€;r (moral) risk :in :insuring a recently­
establis hed market stall holder than a longer-~steblished stall holder, 
whose insurance they would more willingly undertake; and b). a 
greate r (physi cal) rii.lk of theft and of fire m the market than outside, 
possibly. But most :importnnt of all, from the :insurance companies I 
point of view, is that finns should keep books so that stock figures are 
knom . Wi thout these figures, insurance cOI!lpPJUcs feel that the risks 
they nre undert aking are unknom and unjustifiable. 

(1 ) Thera are c~ses of felse rt..asons b0:ing given for loans m 1Jccn 
It is suspected that there ere similar instances in Kumasi of .!.' 

granted for trading being used for buildIDg, for eX8.!I1plc. 

( 2) In the experienco of one Kumasi bank, only one L",benesc custoreu 
ho.d ever failed in business up to the bcginnmg cf the 1957-58 

scascn. ( 'i'he 1957-58 season brought difficult tll!l(.S however) . Tho 
point is that, fran the benks I poi.'lt of view, the Lebanese and 
Syrians hav e not Decn bad risks , a..'1d it is possible to 1nterpret 
t his , how-evcr unfe.irly, tlas favouring the SyrUJltl • 
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The biggest firm by turnover r ecorded h er e did not apply for 
bank accommodation tmtil 1958. The succ ess of the; first ~ y ears of 
its existence had been built entirely on its own capital and credit 
from the big firms. A few middle-sized firms kept their accounts with 
one or other of the large expatriate finns, which served many of the 
same functions for the African firms concerned as the banks would have 
done. Some of the smaller firms had had their requests for accommodation 
refused by the banks. A few firms reported changes in their advances -
always reductions - with the arrival of new bank managers, (a common tale, 
no doubt, vvherever branch banking exists). 

The Ghana Commercial Bank. The establishment of the Ghana Comnercial 
Bank has had some interesting effects on African business. This Bank, 
e stablished under the 1952 Ordinance originally as tho Ba.?lk of the Gold 
Coast, is, at the moment anyway, a state-owned commerciaJ" 1x::"'1k. ( 1) Perhaps 
most African traders felt a certain pride in the establis}ir".c:t of an 
indigenous bank, and many in Kumasi opened accotmts vvith the new local 
branch vvhich started business in 1955, though v ery often they kept open 
their old accounts with one ( or both) of the two expatriate banks. It 
was believed that the new bank would be more willing to lend to Africans 
and on easier terms than the other banks, - .mich w.as tmdoubtedly one of 
the intentions of the Ordinance . The Bank of the Gold Coast was llJt :::"'1ded 
t o provide accommodation for Africans at the more favourable commer cial 
r a t e s prevailing, '7hich, as mentioned already, has meant an advantage to 
African business men of about 1% interest on loans. Interest charges 
ranged from 5% against government paper to 10'/0 against unsecured loans(2) 

However, not all African traders transferred their accounts to the new 
bank. Several with long associations with one of the other banks f elt an 
affection and loyalty for their bank, and were not willing readily to 
throwaway the years that they had spent building up their good name and 
reputation, unless they felt sure of bet t er treatment at the new bank. 

(1) The Bank of the Gold Coast was :intended to p erform central banking 
functions as well ultimately, but these wer e taken from it by the 
establishment in 1957 of t h e Bank of Ghana as a separa te c entral bank. Sse 

Prtxf'.J. W. Williams: State Banking :in the Gold Coast, The Banker, Mexc.l-J. 
1957, on the oper a tions of th e first four years of the Bank of i,:or; 
Gold COM t. 

(2) The Ghana Co.mmercial Bank insists on a copy of the r egistration 
c ertificate under the Registration of Business Names Ordinance ~efore 
it will open current accounts or give accorrmodatiOi.l to busines s men, 
if they should b e regis tered tmder the Ordinance. This gives a 
check on the number and the name s of the partners :in a business. 

" 



Sane traders suggested that the appearance of the Bank of the 
Gold Coast had proved a competitive spur in lending policies. Where 
the local opportunities for lending are limited, this is a likely 
consequence, but the establishment of the new bank coincided with a 
p'eriod of increasing prosperity in the c01IDtry, too. 

19. The Guarantee Corporation. 

In addition to the Ghana Commercial Bank and the Governmen t 
Mortgage Scheme, credit for African business men is obtainable from 
two other Government agencies, the Industrial Development Co:rporatian 
and the Guarantee Co:rporaticn. 

The Industrial Development Co:rporatian is concerned only with 
industrial projects. It has a small loans sectian for making loans 
to craftsmen and artisans, and to small light industries such as rice 
and corn mills, baking and bottling ente:rprises. It is not concerned 
with lending to trading businesses, and therefore is of no benefit as 
a credit institution to the business men considered here. 

The Guarantee Co:rporation, on the othe r hand, is not restricted 
to lending to any particular type of business, and in fact most of its 
lending has been to traders. 

The Guarantee Corporation was established by Ordinance (No.6 of 
1954-) "to give guarantees to the Bank (now the Ghana Corrnnercial Bank) 
in respoot of short-term loans grantod or to b e granted by the Bank to 
shareholders of the CO!]Joration". This is the only line along which 
it has developed, but it VilaS also intended to guarantee to the Bank 
other activities of shareholders - guarantees by shareholders to third 
parties, and the endorsing of promissory notes made by shareholders in 
favour of the CO!]Joration and discounted by the Bank. That is to say 
that the Guarantee Co:rpomtion as it has developed is simply another 
lending institution, working thrcugh the Ghana Commercial Bank, for 
making loans to lu'rican business men. 

Briefly, the sh?.reholders subscribing to the Co:rporation buy 
ordinary shares (the preference shares are held by the Government) of 
£50 each, but since th8se are only half paid-up, their cost is £25. 
In return, the subscriber can apply for a loan of three t:imes the paid-up 
value of his shareholding. For example, a shareholder with twenty 
shares costing £500 can apply for a loan of £1500. The other £1,000 is 
fran the Government's (fully paid-up) share of the Corporation's funds. 
This loan was originally given for a period of six months, but in 1957 
the Governmen t acceded to shareholders' demands and extended the period 
to one yeer. Even before this change, however, renewals had been 
largely automatic, but physical repayment ~d had to be made at the end 
of the six months I period even though the loan had been immediately 
renewed. The rate of interest is 6% on the total loan, (including the 
shareholder's 0'WO subscription, if it can be so expressed). 
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The original authorized co.pital of th0 Guarant ee Corporation was 
£200,000, but this has subsequently b een increased to £740,000. The 
Govemmen t 's share of this, half of it, has been :ful::W paid-up. 

For purposes of org3l1izatian and allocation of funds, the country 
now has eleven active local carrmi t tees (increased from eight in March 
1958) based on the major towns, including two in Accra, and there are 
a few other towns that h~ve applied to become districts. 

The last addition to the Corporation t s fund by the Government was 
£100,UOO in 1957. Business men had hoped, after some pronouncements 
in Parliament, for a large r sum. However, of this £100,000 the Kumasi 
district cc:mnittee managed to get half solely for its members. In 
Kumasi, the allocation is made through the African Chamber of Carrmerce, 
and in order to b ecome a shareholder, membership of the Chamber is 
virtually nooessary. This is not a statutory requirement, and is not 
followed elsewhere in Ghana, but it has worked very successfully in 
Kiunasi, and mistake s made elsev,here - Acc r o. for example . in granting 
loans to weak (or even, it i s alleged, non-existent) finns, have not been 
made in Kumasi. It is p erhaps not surpris ing that members of the Kumasi 
branch of the Corpora tion f eel tha t t h ey should not be responsible as a 
group f or mist ak es l1k.'1de els ewher e , over v'li1ich they had no control. On 
t h e ot he r hand, the s cheme was intended to be n a tional in operation. 

Cr iticisms by Kumasi business men of the Corpora tion were occasionally 
h eard. On e man who was not a memb er o f t h e Charriber of Comrrerce said that 
h e thought tha t the decision to grant a loan to a member should be made 
with r e f erence to the banks which know th{; applicant' s business history and 
the sta t e of his acc ounts. 1\..nother trad e r disagreed with the E'3thod of 
alloca tion from the point of view of vmich members got the avail:i::, l i3 funds. 

In Kumasi, busine ss men naturally express the hope that larger sums 
will be In3.de available f or the ir use. Tl.he ther this is the best method of 
allotting limited funds for business deve lopment, howev er, is another matter. 

20. Bu,ying the goods (1): Importing by African entrepreneurs. 

Goods for resale by traders can be bought locally or ordered from 
abroad. This section is about the exp erience of African trading 
bUSinesses in Kurrasi in importing goods directly from overseas for r esale 
either wholesale or retail. 

Purchasing £rom countries OVerseas is subject to exchange oontrol 
regulations and licensing by the Controll er of' Imports and Exports. 
Details of these are not considered here. 
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Of the traders interviewed in Kumasi, 62 imported goods from 
overseas. Some of these imported only small quantities of gpods, others 
imported lnrger quantities, sanetime s importing everything that they sold. 
There were perhaps 25 importers whose stock was largely or entirely imported 
by themselves. About 6 of the largest 20 traders (by turnover), however, 
did li ttle or no importing at all. 

The importer sends his indent to the confirming house overseas with 
whom he has an agreement. The confirming house places the orders with 
wholesalers and manufacturers, and either ships the goods itself, or 
sees that the goods are sent to forwarding agents for shipment. The 
confirming house undertakes the business wi th the wholesalers and 
manufacturers on its own account, and sends the goods to Ghana on sight 
or credit bills of exchange. For these services, it usually charges a 
commission. 

There are three aspects of the rela tionship between African business 
men and the confirming houses overseas: ( a ) the commi~on payments, (b) 
the credit terms offered, ani (c) the deposits demanded. All three 
must be considered together in any agreeme:l-!;. 

Commission tenns. The commission t orms obtained from the confirming 
houses varied. Five per cent commission ".vas commonly paid, but sane 
firms paid less - 3l%, ~, 3%, 2~, and sometimes nothing at all. There 
might be no commission charged where the confirming house was an agent of 
the manufacturer, or on goods which it produc ed itself if it were both 
confirming house and manufacturer. 

One importer complained about his 5% commission payments that he did 
not really know how much he was be:ing charged since he never receive-xl the 
manufacturers' invoices fran the confirming houses, but was usually quoted 
a CIF price by them. But some confirming houses supply the manufacturers I 
invoices. 

Credit term~. Until the end of the Second World War, credit ter.ms 
were .apparently rnrely given, though some confirming hous es would give 
temporary credit. 

Credi t terms now varied from nothing, that is, sight bills, to 30, 
60 or 90 days' bills. Strictly, credit is given on sight bills - though 
this is usually disregarded - because it takes time to ship goods to 
Ghana, and someone must be giving credit for this period if the Ghanaian 
business man has not paid for them already. Where l etters of credit are 
required - Japanese and sane European continental finns often made this a 
conditicn - there might be no credit given at all, even for the period 
of shipment. 



- 51 

One confirm:ing house charged C3'}& per annum when credit was given, 
so that a 90 days r bill meant an extra ~ above the cost of the goods on 
a sight draft. This is probably the general practice. The Bank Rate 
at this time was 7%. Several confinn:ing hous<3~ yxpressed the view that 
1% above the exist:ing Bank Rate was reasonable. ~ 1) 

In cases where African bus:iness men have had difficulty :in 
fulfilling credit agreement, longer credit terms have been givan, but 
it is most likely that future relationships arc prejudiced by this 
necessity. Here are two recent examples of longer credit be:ing given. 
One importer of fish:ing lines from Italy received the goods too late for 
the season. He had a £200 deposit with tho overseas firm and sight 
drafts. The Ghanaian asked for t:ima to pay, and was granted 30 days, 
but this proved. insufficient. He was selling bis imported. goods at a 
loss, he said, in order to send the money as quickly as possible, but 
the credit he had had in fact stretched over several months. Another 
importer said that one of the confirming houses which he used had extended 
his credit because the seas an r s sales :in KUIlJD.si were so poor and he had 
been unable to pay. Tho confirm:ing hous e had told him to pay what he 
could when he coulu, not to wait until he had the ful~ ~unt. Confinn:ing 
houses report losses in these sorts of circumstances.(2) 

Cash Deposits required by confinning houses before shipment varied 
from 33;% of the value of the order - more commonly 25% - to fixed cash 
deposits, and down to no deposit at all. The highest cash deposits 
paid .vere £1,000, £600 and £500; other deposits were smaller, many less 
than £100. Examples of good terms obtained by some of the larger 
established. African traders were: 

(a) £7,000 to £8,OOO's worth of goois; £300 deposit; 90 days' 
credi t; 5% commission charged. 

(b) Up to £30,OOO's worth of goods; £200 deposit; sight drafts, 
but credit somet:imes given for orders of ,£600-800; 4% commission. 

(c) Up to £8,OOO's worth of goods; £25 deposit; 60 days' credit; 
5~;' canmission. 

(1) See at the end of this section: "What the confirming houses say". 

(2) One business men compla:ined about what he called "chamber importers", 
traders who sit in their chambers (the rooms or houses in which they 
live), order the goods, but have no bus:iness premises and no maney, 
and sell the goods an the beach as they cane:in. These are the 
people who give the African trader a bad name when they fail to 
settle their debts with overseas exporters, he said. 
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Thus the corrmission, the credit and the cash deposit varied partly 
aocord:ingly to the gwds supplied , partly according to the confirm:ing 
house in r el a tion t o its compet itors ( f or ther e i s plenty of comp etition 
:in the fiel cl ) and partly acc ording to t he period of a ssoc i ation and t he 
r eputa tion that the African firm has es te.blished. 

Confi rming houses at l east app E-ar t o ma:inta :in high standards of 
busine ss behaviour. Only one alleged instance of misC!ealing was 
ment i cned in these :interviews. Ther e a quantity of t rav elling bags of 
a given size was ordered, but when they arr ived the .African importer 
all eged that t her e Ylere mixed in the order s ome bags of a smaller size 
which were cheaper. The c onfirming hous e would n ot accept that it had 
made any mistake , and the :importer t her ef ore c eased dealing with the finn. 

Direct dealing vJith manufacturer s . Some Af rican :importers av oided 
dealing vdth the confirm:ing houses for some of t heir purchases by ordering 
diroctly from the rrumufacturers. Manufacturers did not charge a ccmmission 
on their goods where the transaction ViaS direct, and many Ghanaian finns 
said tha t they also obtlrined a trade discOUl".t. Hence it was a commonly-
express ed wish by African im.porters to dispense v/ith the services of t he 
confirming house and buy directly from the manufacturer who seemed to 
offer credit services GIld to organize the forvmrcling in much the same way 
as the canfinning houses did, but at a l ower cost t o the importer. Some 
manufacturers however hcwe not the organization t o doal by direct 
arrangomunt, or co not f:ind it worth while t u extend :into ccmnercial 
distribution, so that bus:iness men may have no a lternative but to deal 
wi th the con.finn:ing hous tJ s, or, where they exist, the manufacturers I agents 
locally, for rrumy goods. 

Goods imported directly from overs eas manufacturers included station­
ery, shoos, silver, tools, carpets, drugs, cloth, buttons, flour, musical 
~13truments and haberdashery. In order to import from an overseas 
manufacturer, there must of course be no loca l agency in Ghana, or the 
manufacturer ,,-,1.11 simply r efer the :inquirer to the agents . The gnaller 
Europcwn manufacturers particularly do not have agenci es, so that there is 
:indcfinite scope hero in many lines of :impor t ed goods if these goods can be 
imported more cheaply by .African entrepreneurs directly themselves than 
s:imilar goods can be bought J,o~allYI or order ed t!u'ough the local agents 
of compet ing overseas firms.(1) 

(1) One Afri can finn :importing £'ran Indian manuf'acturcrs said 
that postal bargabLing for better terms vras a feature of their 
relationship. 
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Overseas wholes21crs. Apart from importing from c~irming 
houses and manuf::cturers, a firm could import from an overseas wholesale 
house, but there Vias no evidence of tl,1i~, though some confinuing houses 
may have had wholesale functions too. ~ 1) One drug store owner said that 
wholesalers were more expensive to ceal with than confirming houses. 

Is it worth while for a firm to do its own importing, instead of 
buying from the big firms locally which have such advantages in 
purchasing, clearing organization, transport and insurance? The llig 
importers have advantages in purchasing because they buy in quantity and 
deal 'In. th the manufacturers, and their insurance costs will be proport­
ionately lovrer. But though they will get shipping space more easily, as 
good and regular customers, they get no advantage :in shipping space costs. 
The Shipping Conference companies charge a flat rate p er unit volume. 
Yet same traders 8Bsured my )that it is worth while to do one's own :importing, 
- in certain lines anyway. \.2 However, 6 business men had given up 
importing their goods themselv es, but 3 of these had drug stores. There 
is plenty of competition in retail drug selling, and manufacturers ore well 
represented locally. One of these 3 drug owners said that it was cheaper 
t o buy overseas, but that, as far as he was concerned, it was not worth 
his while beCD.use he bought in such small quantities and had to pay a one­
third deposit on his orders. Another of these 3 drug store owners said 
that it 'iftiS cheaper to buy locally, but h e had a smaller store. A fourth 
trader had. imported b eers and spirits, but the extra profit murgin that he 
gained was small in this trade, he said; further, importing tied up his 
capital, and the breclcages and the insurance claims were a nuisance. The 
other two traders had given up :importing because their energies were 
directed to other aspects of their business activities. 

One importer said that he thought that the advC'ntages of buying 
directly from overseas were keeping in touch with the outside world, rnd 
avoiding the waste of time and l oss of business trying to see a manager 
who might be out when one called. 

(1) According to ,)ne confirming house, in the old days - (I have no date)­
a confirming house would hol d stocks of certain gpods much in demand to 
supply to traders requirinl;!: only small quantitios but nowadays with 
such a small buying conunission and U. K. purchf!.se tax restrictions, this 
is no longer practiceble. 

(2) Some expatriate business men doub t ed whether this was generally true, 
but one confirming house said that many times the larger firms complain 
that they are being undercut by the confirming house and the small 
African jmporter. One of the bigger African traders said that Africans 
cannot compete with the big fims in import:in~ the staple l:ines 
instancing his own experience of :importing soap end milk. But sane 
traders :import staples. 
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One prOminent Ghonaian bus:iness man in Kumasi, who has well-known 
views on the building up of the Ai'rican share of the import trade, 
believes that to be a successful importer it is necessary frequently to 
visit Europe t o search out new lines of business, - frequently, perhaps 
even annually,-because other and bigger firms will probably capture the 
ideas and the market. By visi t:ing Europe, h e argues # an African 
bus:iness mal1. can make direct arrangements ,-lith manufacturers, and by-pass 
the confirming houses, thus saving the commission required by the 
confirming houses, and benefiting from the discounts granted by the 
manufacturers. The cost of visiting Europe, - say £500, - is soon more 
than r epaid. Many of his fellow business men are unwilling to risk this 
amount on such a trip, apparently, but he is sure that if they once broke 
t he ic e , they would be l ess unwilling next time. 

"Been-to's" in KU.Inasi trade. (1) It is worth considering this African 
business man's op:inion about visiting Europe. Europe provides the bulk 
of Ghana ' s imports - about 7afo. Other :important sources of imports are 
J apan, India and Hong Kong, which would b e more expensive for African 
business men to visit (though this S&'lle business ~2fas visited Hong Kong 
too, probably t..h.e only African to do s o privately). 

Of the business men interviewed in Kumasi, 6 had been to Europe, but 
of those 1 had b een as a student. (A partner (not interviewed) in another 
firm had b een as a goverrunent official overseas). Of the other 5, one -
already mentioned - visited Europe frequently; one had established a 
successful partnership with a European who ordered and dispatched the 
goods from Europe; another was staying in Europe as a buying agent 
temporarily and s ending goocls to his "aife :in the store; another had been 
t o l ea..rn a trade, but v18.S unable to carry out his plans. when he returned, 
and meanwhile his four stores had dw:indled to one ; and one, whos e chief 
business inter ests were other than trading, was not primarily concerned with 
l ook:ing for tracling b en efits. 

Thus it cannot b e said that p ersonal overseas experience has had any 
significa.'1.t influence on Kumasi trad:i.ng practices, except in the case of 
perhaps thre e firms. But ther e might be opportunities for dev elopment 
her e , if more African busine ss men can exploit them. 

(1) A "been-to" is a person who has "been t o" an ov ers eas country, 
e sp ecially to Britain. 

(2) Ther e hav e r ecently b een a numb er of trooe and goodwill mi ss ions, 
"hich have included Ghana ian bus:iness men, t o c:mmt ries over seas. 
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How can the small African business man import below the costs 
and sell below the prices of tl:1e big finns? He cannot generally 
import belo,; the costs of the bigger firms, there can be no doubt about 
that. In so far as he can sell below the prices of the big finns, the 
answer, one can only guess, lies in the differences in overhead 
distribution costs. Or perhaps, in economic terms, the extra reward 
is a payment chiefly for his extra effort in going to the trouble of 
importing himself instead of buying locally, and really mt an extra 
profit. The question is how substantial the profit margin is on goods 
imported by African fi.l1IlS themselves. An alert importer, of course, 
might import goods which were new to the market or in short supply, and 
thereby earn ~ extra profit, (that is, a short-term monopoly profit or 
quasi-rent).(1j 

But there vrere many stories of unsuccessful importing. An importer 
needs to know what he is doing, and it is not only newcomers who make 
errors of judgnent or guess wrongly about future demand and supply. 
Guessing the future is the essence ef bus:iness risks. There were many 
instances of an Africa.l1. importer's costs of :importing particular corrunodities 
being higher than the selling prices in nearby big stores, so that it was 
often cheaper for him to buy locally than to try to import these goods 
himself. 

What the confi:rrning houses Say. To get a balanced picture, it was 
desirable to hear not only what the African importer said about impc :-t ing 
from overseas, but vmat the overseas exporter said. The overseas exporter 
could provide additional information, it was felt, and help t\' give 
perspective. Copies of the preceding part of this section(2.l. since 
modified a little - were sent, therefore, to a number of British confirming 
houses which were knOV4'l to have custaners in Kumasi, asking for comments. 
Seven confirming houses sent long letters of useful criticism and canment in 
reply, the chief points of which are given below. Some writers reassuringJ.y 
replied that the material in the this section was substantially correct and 
fair, but it was obvious that there was more to say about the relationship 
between: the Ghanaian importer and the overseas confirming house. 

These were some of the points raised in these letters. 

a). Forwarding. The better confirming houses do not employ forward-
ing agents, as most manufacturers have to, but do their own forwarding. 
They say that forwarding ageni;s are expensive, and that by forwarding 
themselves they save the importer money. The:ir forwarding costs are 
covered by their buying cCJnmiseion. 

( 1) If a nUIriber of alert importers all have the same idea at the same 
time, and some large firms also import the same commodity, the 
resul tant f'lood:ing of the market might mean losses all round. 

(2) Offprinted fran March 1958 issue of the Economic Bulletin, Economic 
Soc~ety of Ghana. 
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b). Commission. Our 5% gross profit - it was sometimes much 
less, said one correspondent, 'Was justified because: (i). even on a 
sight draft the confirming house was out of funds for the period of 
time which the gpods took to arrive, - equivalent to several weeks' 
credit as far as the confirming house was concerned; (ii). there 
was a risk that the goods would not be taken up; and (iii). the 
commission was also a reward for (efficient) service. 

c). Credit. One correspondent expressed the view that credit 
has helped to spoil the West African trade in the sense that some 
importers were mclmed to order,d;han they oould finance sa.tisfaotorily • 
(This alleged optimism as a characteristic of the Ghanaian trader was 
sometimes remarked upon to me by expatriate business men in conversaticn). 
Confirming houses vmich were involved in losses where importers were 
unable to pay, were reluctant consequently to give credit very easily iIi 
the future, Vfuere a trader is unable to pay immediately, he is in fact 
trading on the confirming house's capital until he does. 'ilie confirming 
houses through their merchants' organizations have had to protect them-
selves by blacklisting some firms which have defaulted in payment. That 
these risks exist vms proved by the fact that ene of the two insurance 
schemes covering confirming houses had withdra'im its cover from West 
kfrican markets. Confinning houses then have had to watch their interests 
when giving credit, but they h ave reliable and sometimes long-established . 
traders among their customers, of course. 

The practice of charging interest for the period of credit given of 
1% per annum above the current Bank Rate has already b een mention",d. 
This seems very low, fur any confirming house requiring bank accommodation 
would have to pay more itself than that. 

d). Discounts. Some confirming houses allow all trade and cash 
discounts to the buyer, they said. This means that their own services -
say at 5%, but vmatever percentage it vms - cost less. In some cases, 
it V>Ja.s possible for the cash discount to exceed the buying ccrnmission, so 
that a credit custancr buying from a confirming house could obtain the 
goods more cheaply than if he bought directly from the manufacturer. 

The point was made that some Af'rican :importers prefer CIF quotaticns 
to manufacturers' FOB prices, because then the landed costs can be compared 
imnediately with prevailing prioe s locally. (This~ I think, assumes that 
the importer has confidence in his confirming house). 

e). Direct dealing ,,;i th t'1<o manufacturer. Confirming houses felt 
that it W'dcl not necessarUy .. p8rhap'3 not usually - t:':':le tr .. 'J.t direct (1 
dealing ,..-1 t'1 manufacturC'·;;:; '2:~2£~.;:.:r ttp~'1 d0al~ng w: th c~~innjng houses. 
(1) Where a manufacturer is push.ing his product, herni.ght offer better tenns 

than can be obtained for si;nilar gools further d01l"ln the commercial 
cl!ain. 
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First, a gom confirming house has up-to-date information about competing 
firms and prices in many countries. The individual Ghanaian trader is not 
likely to know where he can purchase most cheaply. Second, a manufacturer 
often has to Employ a forwarding agent at extra cost, whereas this is part 
of the organization of a good confir.ming house, as has already been said. 

One confinning hous e said tha t many manuf'acturers do not want to 
involve themselves in the extra organization required for engaging in direct 
overseas tr~ing, and are unwilling - somet:imes unable - to finance shipment 
of goods even where payment was against documents, sinc e even this involved 
a period of several vveeks b e tween shipment and payment. 

It would probably be impossible for an importer dealing in small 
quanti ties of many lines to import from all the manufacturers supplying 
those lines. The amount of capital h e would hav e to tie up in deposits 
would b e prohibitive , and the extra c orrespondence and postage a 
considerable burden. 

f). Visiting Europe . The previous note was concerned with buying 
directly from manufacturers overseas. The points made there are r el evant 
here, but this not e is concerned ,71th actually travelling overseas in 
order to ge t into touch ,vith manufacturers there. 

The s ame point was made again ths.t a Ghanaian business man 
would n ot easily b e able to recognize when he was being offered a g9cd 
price unless he was aware of the tenns of competing manufacturers . \, 1 ) 
One correspondent thought that the advantages of a visit to Europe were 
chiefly s eeing how things were done and what new lines there were. He 
doubted whether the advantages of direct dealing with the manufacturers wer e 
as great a s had been suggested. Expatriate business man in Ghana have 
made the same point. 

Some of the other points made were:-

g). St anc1.a:rtls of business morality have imprCIITed since the War. 
(Could this be directly associated ,lith prosperity?) 

h). Th ese appears scmetimcs to be a belief that the CllTerseas 
supplier shou l d share any difficulties experienced by the Ghanaian import er. 

( 1 ) One well-informed expatriate business man in Ghana had an additional 
point her e. When a Ghanaian business man is in Europe , he is out 
o f touch w.ith market changes in Ghana, where, in the words of the 
expatriate , the national market is a small c ongested market in the 
s ense that it is easily upset . 

But i t wou l d b e possi b l e for an African bus iness man t o be kept 
in touch .-nth market condition s at home by a part ner. There i s still 
the time l ag between making the order and its delivery. 
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1). Some Ghanaian trac1.er s destroy tho continuity ofthatr business 
r elationships by f'requently ch:mging the :ir confirming houses. 

j). There is a tendency for traders to order the same line at the 
same time so that the lrk.U'ket is glutted. The confirming house can 
assist here by advising his customer that orders for a particular 
corrnnodity are h eavy. The confirming house has an int erest in that it 
stands to lose if tho custoncr cannot meet his corrmitments, and one 
confirmilig house added that it ne-ver press ed a buyer to order more than 
it f eels he can easily handle. 

One confirming house sent to importers a booklet containing 
infonnation about :import procedure and definitions of canmercial tenns 
used in the trade. Another confirming house sent regular market r eports 
to its custc:mers. A third maintained a small laboratory for testing 
qualities and standards where necessary. Several confirming houses sent 
representative s to West Africa periodically. 

21. Buying the goods (2): Buying locally. 

The big firms as indent houses. In addition to the manufacturers' 
agencies whose chief job is indenting, all the big firms in Ghana will 
indent for cuStomers as part of the:ir ordinary business, thoue1. they have 
no special departmEnt. One of the big finns however - ther e may be others -
has a special indent department for local bus:iness men, if they wish to take 
advantage of its services. In effect, these services are the same as 
those undertaken by the confirming houses, but operated from Ghana. 
Indenting is undertaken for reliable or secured customers, and a major 
advantage for an African trader is that his identity and reputa tion need be 
knov.n only locally. Th e outlay that he requires for local buying is 
probably l ess than that required for importing, and he can arrange that his 
capital is l ess tiod up. The slow process of establishing relationships 
with overseas finns and working towards eas ier business terms with them is 
avoided, and all t h e customs clearing and organizing of transport are done 
by the :import:ing finn. 

The big finns might b e said to see their role as big :importing 
organizations with a wealth of experience behind them, access to all the 
infonnatian, their ov<n market r esearch units, and with a highly-organized 
and efficient :importing machine. They have agencies in many countries, -
the United Africa Company has agencies in sixty differ ent countries , for 
example. 

Th e new indent department of the big finn referred to above, works like 
this. A cash deposit is usually r equired of 25% of the oroer. If the 
goods to be ordered are expected to be readily saleable, the deposit might 
be l ess, but it might b e more if the goods are likely to prove difficult to 
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sell, and :in the event of there b e :ing a possibility of the firm's being 
left with the goods on its hands. But -where an Afrioan firm orders 
goods for different delivery dates, it is possible to work on a much 
lower deposit, in effeot. For example, two orders of £100's worth 
of goods each for estimated delivery at diffe)';'ent dates, say January and 
March, might be seoured on a single £25. (Another big finn originally 
had required no deposit from African traders when indent:ing for them, . 
though Lebanese and Syrian traders had had to give a deposit, but tire 
polioy had failed because the finn had suffered losses when aome 
African traders did not take up the goods they had ordered). 

The price charged to the customer is elF plus import duties. On 
such small profit margins as this department is work:ing on, I was told, 
it can only suoceed if the volume of bus:iness is sufficiently large. 

The department intends to establish a samples showroom, and will 
advise and discuss problems and market possibilities -flith customers. 
samples showroom is(n~t a new idea, however, for another big finn has 
one for many years. 1) 

The 
had 

One expatriate manager expressed surprise that more use was not made 
of these :indenting services by Afrioan traders. Why do bus:iness men often 
prefer to import on their own account? Is it simply tmt they can secure 
better te:rm.s by doing their own importing? Is it sanetimes a question of 
prestige? Is it sometimes partly a question of ignorance of the services 
available from the big firms, or is it a desire to be independent of then? 
Among small traders, there is a considerable degree of ignorance, of whioh 
many of them are aware, of the opportunities open to them. It is oertainly 
true that sane traders underestimate their costs when importing. 

Only the individual African firm oan decide where its own interests 
lie, and, on the assumption that business men will do business in the manner 
in which they can expect the greatest profit, if it is still more 
profitable to import on one.' s own account than to use the machinery of the 
big firms, the more enterprising Ghanaians will import for themselves, 
other things being equal. However, the indenting services of the big firms 
should at least be examined by the African trader. 

Direct buying from the big finI!§. Most of the goods bought by 
Af'rican business men, however, are bought directly from the big expatriate 
firms. The big importing firms are thus wholesalers to the African 
buyers who may themselves sell wholesale or retail, orboth. 

( 1) A s i.'.mp::!..es showroom con}!:!. dispeJ:s e pa:rtJ.} 1.-cd. th t.te ne"rl f or 
manufacturers' cataloglJ.es} '[vhich som e trauers s ay they have some­
times found misleading. 
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There arc two methods of purchase , cash and crc..>di t. The ordinary 
'wholesale c nsh purchase from the wholesale stores of the big firms is a 
simple cash transaction involving no special relationship between buyer 
and seller, if the sale is across the counter. The buyer expects a 
quantity price or trade d iscount for jjlUmhasing m quantity, and this 
discount usually increases with the quantity purchased. He may also 
get a cash discount for immediate p~ent. 

CrOOi t transactiom en the other hand demand the establishment of 
ccnfidence in the buyer by the seller, and this special relationship 
requires further examination because credit from the big finns is a very 
important element in the development of African enterprise. The United 
A:f'rican Company, for example , has 5,000 credit customer in Ghana, including 
many women, and 3a?6 of its bus mess is dane an credit tems. .Another 
finn said that 3C% of the credit that it gave in Kumasi went to African 
customers. 

The simplest mechanism for g rantmg credit is to open a credit 
account for the buyer, a method used by the big finns when supplying 
building cmtractors, for example. A s econd mechanism adopted by one or 
two big firms (and by the Lebanese motor hire-purchase firms) is the 
recpirement of post-dated cheques from custaners. A third mechanism is 
the pass-book system. A pass-book issued by a finn is. like a bank pass­
book, a book held by t he custaner m which details of withdrawals (of 
goods in this case) and payments in cash are recorded. This record is 
usefUl as proof - which the cash customer usually does not have - of a 
trading relationship. Any of these mechanisms can be combmed, ' of course. 

Like a bank, a firm givmg credit safeguards itself m its dealing~ 
with a custaner by requiring some security - :in this case usually caoh ~1)_ 
unless it is satisfied thatihe customer is an established and reliable 
business man whose turnover Y~rrants unsecured lending. The advantages 
of this system for the local trader are, m addition to the discount that 
he gets on wholesale purchases anyway, a further "commission" on purchases, 
and an interest payment at rates above bank deposit rates on his original 
deposit and any subsecpent additions, mcluding commission accumulations, 
that he might make to it. 

(1) Two Kumasi traclers who were interviewed had deposited the d eeds of 
relatives' houses as securities. One big firm, however, had given 
up taking mortgages as securities, b ecause its experience in the past 
was that fomed sales of property, where they had b een necessary, had 
resulted m losses. On the whole, property is not considered 
desirable as a security by the big finns. 



SUI 1'000 n potty tra kr 'rlV\J$ £500 :t.nl rJopod ts this with on. of' the 
bi£ finna . The n"lller wUI U n bo pemitted to draw up to £500 ' rJ 

i";orth of ~~0LX1s o.t 0. -WI'lL , un n ,pnyment is un ally requir<.;Cl VIi thin the; 
month. (Scmu fiDn:J ~r very riGid in /ll('...int;)ining t hc, monthly credit 
period; other f:il1JIS nl10w up to t~". m(mthn ). Th ~ orcdi t given i;} 
scourud , and of crur-.3u he.. could buy th som ::unount of eoO'ls vrith these 
savings if h,. wi:ili\.!d mat 00 , in, aLuili transaotion. 

Str'iotly, th ro is 110 crc:dit given in this inot"ncc. Credi t means 
l ending now for r epayment lattlr. Ttl", banks, lcncling cach ag"inst 
r elo. ti vc ly illiquid o.:Jscts I arc regarded ~.o gi vine credit , end where a 
firm issues goeds against illiquid assets , it could perhaps b t.: similarly 
cmsidered as givu.g creeli t. L:.nding goods ag"'inst cash , hO'never, does 
not censti tute credit, though tIl , ten:. is uned. 

'!he trader in this \,;xampl e woula cJqJcct to b e given incrcuscd -
perhaps we should suy "rl.al" - crcUi t fe.cil itic s on the same security with 
the establishment of his r eputat on ',:i th the ... i In thc.. casu of this 
tre..ier, he oirht g\-t ell !..xtra £ 100 p.:xhops a t first. AD tim!.. went an , he 
mieht get more - £250, £500, perhaps , eru} 30 on. It roul:1 depEnd upon the 
£i-~'s estimate of his ability, end th~ size of his purchases aP~ the 
r e.l?:Ularity 01 his po,ynmts. All th~ tiDe, his canmicsion C.Tld inter st 
would be alm7ly i.ncri..:n.sin~ the size of his :l~j,losi t, too. 

Established trad\.!rs may g"t credit fncilitics with lit"le or no 
s ecurity, and c:x- storck cpers turned trac erS seem to r ..;ccive favourable 
conditions fran t he finns that they once vlOli< c:d for, obviously because 
they are knonn. 

One big firm d~soribed how its crum t system v:-orkt:d as follo~ . 
(The previous paragrJ'.lphs are stmmoo up, in effect , here) . In this finn, 
th6re were three cl0.330s of credit customers : 

::\) . the s(cured custantXs, who had t~.~positcd money or other securities 
with the firm. As has been said alr"ndy , 0. fully- secured 
cus tcmer r eally gets no crem t . 

b). the semi- secured customers, "mo get sane crc..ru. t built usually on 
an established r eput ation \"lith th L; finn. A trading account 
recorcls the purchases ; a deposit COl!Uniss ion accrunt r ecords 
the: growth of the custom..,r ' s cCllrnission paid by tho firm. 

c). The unsecured customE:rs, who are financ ed in th\.d r purchases 
from the rirm entirely by tho finn. Everything thClt they buy 
is on credit, and they haVE: no security deposit ed with the finn. 
The post-c.ated cheque system is employed here. These 
customers might got the most f avournble whole sa.1e terms in so 
far as they are usually the bigr-est buyers, but they get no 
canmission. Only classes a) and b) get commission. 
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Tllis finn has no · pass-book system. 

Africnn bus:ll1.ess men told me m mterviews that the commissions 
granted variErl accordmg to the tJ'-pe of goods and according to the 
suppl~f)finn from~ to 5fo. Credit varied from a week or 10 days to 
a month. The amount of monthly credit (mcludmg the amount secured) 
granted to mdividual African finns m Kumasi varied from a few hundred 
pounds to £3,000, and m one case, £.5 ,000. Discounts varied according 
to the quantity of goods purchased. 

As m their dealu1.gs with overseas confinnmg houses, most African 
traders were ctwtamers of more than one finn, so that the bigger African 
busmess men could order altogetbea:-several thousand pounds' worth of 
goods locally fram different firms at the same time. 

Cri ticisma made of t he big firms by some African traders. European 
firms were often accused of giving better terms, not to the bigger 
busmess men as such, but to the Lebanese and Syrian traders. On e big 
African trader said that one European firm always gave better terms to 
Lebanese and Syrian traders than to him, though he bought more than many 
of them. Another said that African traders cou~d not expect to get more 
than £300 credit from the big firms, but Syrians could get £3,000. This 
trader himself got twice this alleged African rna.x:iJJrum, but this example 
illustrates a hostility sometimes fOlm.d. One or two African business men 
said. that the non-Ghanaian traders used to be favoured m the post-·war 
years of shortage, but that this was not so now. Ind:t"vidual. dislikes of 
particular departmental managers sanetimes existed, of course, ana. it is 
possible that there were some managers who did not follow strictly their 
firm!:! declared policy, or g ave the impression of b emg responsible for 
what some M'ricans definitely regarded as unfair allocations, credits or 
discounts. Some allegations of corruption m favour of non-Ghanaians 
when goods vmre short were made aga inst some managers, too. 

On the other hand, m the case of one big firm - perhaps there were 
others too - credit '-laS given only ~7ith the approval of the general manager 
or agent. Decisions as to whether credit should be given or not were not 
made by branch m.ane.gcrs. In general, storekeepers usually have serne 
latitude m ailo-,-dng credit. The pomt might be made, too, that the big 
firms, even those associated m large organizations, compete - often quite 
severely - with each other. To discrimIDate or to appear to discrimIDate 
between customers would seem likely to result :in a loss of customers to 
other finns. The big firms denied that any discrimIDation existed m their 
dealfugs with customers, ·who were, they said, mvariably judged mdividually 
on their merits - ti1.eir purchases, the size of their turnovers, the 
regularity of their pa;ymen ts. and so on. 
( 1) The system of payment every month brought a backward glance from an old 

market cloth trader. Full monthly settlements started m 1939, he said. 
Before that, at stock-takmg time, the firms would take back unsold pieces 
of cloth, - and even half pieces in the old days. 
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Indeed, far f'ran favouring the Syrian against the Africen, the 
reverse was the case, said one big finn. 'Ihis firm believed that its 
managers ma:intained a high standa..m of behaviour, and it was aware of the 
allegations, such as those cited above, made against than. Furthermore, 
its policy was to issue pass-booKS only to Africans. 

One of the biggest firms estimated that at least 7210 of its 
merchandise sales ,-,-ere to African customers, and only about 10% to Syrian 
and Lebanese custOOlers. Purchases by Government Departments accounted 
for most of the rema:inder. 

The manager of the Kumasi branch of one big firm said that his finn 
had been pursuing a policy, especially since 1955, of trying to develop a 
stable, purely Africen group of large buyers J and m this the firm had 
had some success in textiles and to sane extent in provisions. This 
conscious (private enterprise) policy of trying to build up the firm's more 
enterprising and re-liable customers, who vlere hindered by their shortage 
of capital, is clong the lines that some African traders have suegestcd 
might be a function of a goverrunmt .'lgency, - the encouragement of the 
more successful trader. 

imothe:r criticism of the big firms occasionally made by African 
bus:incss men vr..:s that they sold straight to Lebanese and Syrian traders 
and did not keep stocks themselves, so that a smaller buyer often had to 
go to th.:. Lebanese tro.dcrs to buy thB goods he wanted, at hi['her prices. 
Once, said one trader, hr; ViaS roferred to a Lagosian market trader by one 
big firm from Y\han he was trying to buy particulPJ' lines. It is 
difficult to see quite how this criticism can be met, if at all. It 
herdly sellUS reasonable to expect a firm to hold stocks in the more hope 
that some African custaners will come in to buy, if regular Syrian and 
Lebanese customers moke film offers to buy. One big firm has 
experimented along these lines, trying to keep stocksf'or AfriClll'l buyers 
should they want to buy, but the experiment proved too costly. In times 
of definite scarcity there may be c. C3.se for sane form of rationing by the 
firms. 

Perhaps there arc some indicetions of xenophobia to be sifted from the 
In&terial heI\'). 

Other local buying. 
of J for xenple, Hong Kong 
were n few local mstences 
big store end from c. local 

Su~C I~uian stores were mentioned as suppliers 
gooC.s J ~ 1) haberdashery and provisions, end there 
of fairly large credits be:ing obtamed from one 
Indian nanuf'acturing firm. 

(1) Hong Kong hard"\Ol"xe is often not distinguished from Japanese :in name 
by market petty trnders, sane of whom call it all Japanese. 
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A few Lebanese and Syrian finns, vilich are much more numerous than 
the Indian finns, were mentioned, but how much African traders buy from 
them and how much credit they get is not lmown. One African business 
man interviewed. ordered goods from oVerseas suppliers through two local 
~ebanese firms. (1) 

Importers of ,books had to buy their vernacular books locally where 
these were published by missionary societies. The bigger booksellers 
were able to get substantial credits from mission bookshops, however. 

Food contractors constitute another special category. The buying 
of foodstuffs from the fexmers for resale to hospitals, colleges and 
other institutions, requires techniques of its own and has its own 
problems. Food contracting was said to be entirely in African hands now. 

African importers will indent for other African traders, of cours~~) 
Some details of credit granted. by African traders to custcmers is 

contained. in the next section. Some traders bought locally from African 
importers, and obtained credit from them. There vas one instance of an 
l\.frican importer granting £1,000' s worth of credit to a retailer. But 
the imports of l\.frican importers altogether are only a very small proportion 
of the total imports, - some 4 or 5% it is said, - and only a very few of the 
African business men interviewed bought from African importers, whose 
wholesale customers were to be found chiefly among the smaller traders. 

The busmess men in this survey bought directly from the big firms in 
so far as they did not import themselves, for the most part. They did 
not buy from other African traders who had bought from the big firms. 
But in the past, when goods were scarce, some traders travelled south in 
search of those goods vmich wore in demand in Kumasi, and would buy wherever 
they were available. 

A note about scme market traders. One trader in prOVJ.SJ.ons always 
bought his stocks from a European finn in Takoradi, and sent them to Kumasi 
by hired lorry. This, he said, vas cheaper than buying in Kumasi, and was 
just worth ,mile provided that there was no damage to the goods. Some 
markot traders in hard'im.re also bought fran the big firms in Takoradi and 
Accra, and brought up their purchases by lorry. Somet:imes, they said, 
hardware l:ines 'were cheaper in ~si than en the coast, but even so they 
nover took goods from Kumasi to sell further south. 

(1) I was told, but did not confinn, that :in looal importing of this kind, 
the importer gets for his services the high reward of 5% ccmmiss ion from 
the suppliers, and 5% on the invoice which he charges to his customer. 
There were instances too of African traders importing for Lebanese 
customers. 

(2) One of these .i\.fric8n firms of importers had suffered badly in tho poor 
1957-58 season because of the failure of its customers to take up the 
goms they had. ordered. 
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Some Kwnasi market· women sellers of headkerchiefs travel to Accra 
to buy frcrn Accra women, and some Accra market women sellers of 
headkerchiefs travel to Kumasi to buy from Kwnasi women. This is 
because a case of headkerchiefs bought from the big firms contams 
patterns which are popular m some areas but not m others, so that 
a Kumasi trader will sell the "Accra lines" from a case to a buyer 
from Accra, and an Accra trader will sell the "Kumasi lines" to a 
buyer fran Kumasi. (Is a similar tradmg pattern to be found mother 
commodities?) 

22. Customers. 

The last two sections described how the traders covered in 
this survey imported their wares directly fran overseas or bought them 
from the big firms locally. These traders then sold wholesale to 
smaller African traders, or retail over the counter. The largest finns 
by turnover were chiefly wholesale, but only 2 or perhaps 3 of thEm did 
not also retail, as far as I could see. 

Two or three of the traders interviewed were so small aDd 
bought in such small amounts themselves that it was not worth their while 
to give a quantity price. These few traders, although they had permament 
premises, were really only petty traders. Of course, some so-called petty 
traders are large enough to be worthy of a title higher m the trading 
hierarchy, and in any case it is worth remembering that there are degrees of 
pettiness, from the trader who buys m cases to the trader who divides a 
box of matches. 

The chain of distribution m West Africa is very often long. 
Goods in smaller and smaller quantities tend to pass through the hands of a 
number of traders before they reach the final consumer. A fine distinct­
ion, then, between wholesaler and retailer in often difficult to draw as 
already mentioned, but this is not very significant. The general picture 
is clear enough. 

Who are the customers? Customers buying wholesale were chiefly 
traders themselves, but on a smaller scale. Other custo.'1lers buying in 
quantity from the bigger traders were local councils, and timber and 
building contractors. 

There was often a distinct group of small traders buying from a 
store such as women petty traders, or, more specifically, Ashanti women 
or "Lagos ian " (Yoruba) women or Rausa women. There were many men petty 
traders buying and selling locally too. These crune from a number of 
tribes, notably Yoruba. Sometimes an African finn described its customers 
as chiefly outstations traders, or men from French territory, Upper Volta 
and French Soudan (mostly Gao), Ivory Coast and Togo, or fran the Northern 
Region of Ghana, or both men and women from Ashanti. Some traders had 
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groups of customers from particular areas in Ashanti. 
customers, chiefly Ashanti, traded over the border into 
Coast. Petty trading in drugs is chiefly done by men, 
drug stores do not sell much to women. 

Some women 
the Ivory 
I was told; 

Of the traders who sold chiefly retail and "petty wholesale", 
one trader "ho also went in search of customers by packing his car with 
goods and going to the villages said that he had never met any other 
Kumasi traders doing the same thing. Two other traders said that they 
used to do this in the past, but that they had had to sell their cars. 
Four other traders, whose sales were chiefly wholesale, also went in 
search of customers. During the season, one toured the villages himself, 
another sent his driver. The third, who was a much larger trader and who 
imported a range of high quality goods, said that he packed £500's worth 
of goods into his car and travelled to places as far away as Tamale, 
Sunyani, Takoradi ond Ho. The fourth, one of the largest traders 
interviewed, spent 90% of his time on trek, he said. One big drug seller 
visited doctors and hospitals; one big booksellers visited schools. 

One or two traders employed inbnerant agents, but this was not 
an important sales outlet for any of them. One provisions dealer had 
lost a few pounds over a period ~hen his Frafra boys employed as street 
hawkers had absconded 'Nith their trays of bread. 

Two very small traders complained that they were not patronized by 
"their fellow Africans" who preferred to buy from the "white man" (tne 
distinction between the Lebanese end the European vvas often not made) 
even when the African's prices were the same or lower. One trader s aid 
that the reasons for this were that the villagsrshad bought from the 
foreigner for a long period, since the African h~d only recently 

, established himself in trade, and that they believe that they will get a 
better price f'rom the foreigner. (My incljnation is to dispute this 
argument, for one sees many petty traders going round from shop to sh')p 
asking for and cOITlpe.ring prices before they buy , looking for th e be5c 
bargn.in they can make, whoever the seller). 

Retail trading. The retail cash transaction is not of much 
interest except in so far as a store catered for or attracted a particular 
type of customer, such as fanners or fishennen. Some stores catered 
chiefly for villages who came into Kumasi to buy. Traders specializ~1g 
in tradesmen's tools and materials sold to tradesmen, - weavers' yarns to 
weavers; leather and rubber to shoe and sandal makers; paints and varnishes 
to carpenters, builders and coffin makers; bar silver to goldsmithG ,· and 
so on. I did not discover that tradesmen obtained a specific trOO·j ('..iscount, 
but some of them might have been buying sufficient to obtain quanti", ':' price~. 
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Some of these ' tradesmen vrere able to get credit on their 
purchases. One trader required some security from his credit customers, 
and gave as eJCal!!:>les of this security a "machine" from a shoemaker, and 
a gramophone. It is not known whether this practice 0 f taking go OOS as 
security is common. There were other examples of credit on retail 
sales. A suit:ings store (requiring repayment over two months) and a 
provisions store gave credit to government employees, who were felt to be 
a reasonable risk. The trade in drinkables depends largely upon funerals 
for its prosperity, and it is a common practice to allow a funeral 
organizer to take the drinks required for the occasion on credit. 

Wholesale trade. As the 1957-58 season progressed, and it 
became apparent that the cocoa crop was low and that trade V\'8.S going to 
be poor, African wholesale traders began to protoot themselves against 
possible losses by reducing the amount of credit that they £!Jive. Six 
traders, includ:ing two of the larger trade 1'S, had s topp ed giv:ing credit 
altogether before the season started. (One of these larger traders had 
stopped in 1955). Another large trader said that he would take no new 
credit customer2. 

Forty-two bus:iness men said that they granted credit to their 
customers, but since the question was not always asked, this is quite 
definitely an underestimate. Most wholesale traders gave some credit, 
though they were cautious in granting it. The amount of credit granted 
varied from the example of £1,000 given in the last section to petty 
amounts of £4 or £5. Two traders said that they allowed up to £500, and 
two others up to £200,to individual buyers. A few set limits of between 
£50 and £80, and several had a maximum of £30. 

Not Imlch d efinite infonnation vm,s collected about the period of 
time granted for repayment. A fevi traders said two weeks, but a month 
was the more usual period. My impression, however, was that thin was a 
nominal period, and that a month often dragged into a longer period with 
same buyers, especially perhaps outstations buyers who came to Kurnasi only 
when they had run clown their stocks. 

Only one trader mentioned that he sometimes asked for 
guarantors from creQit customers, and it is not known how widespread this 
requiranent is. 

The choice of credit customers. A business man must discriminate 
between good and bad risks in allocating credit, in his own interests. 
This seems to mean in practice that a Ku.Tllasi trader limits his credit to 
customers who can be vouched for and traced. In general tenns, therefore, 
an .A.shanti is a bett er risk than a Ghanaian from elsewhere in the oountry, 
and a Ghanaian a better risk than a non-Ghanaian African. Some L";t)~os ian 
ancl Hausa WOllen, who were living in Kumasi and were known, were eil.'en 
credit by a few traders , but eight traders said that they would not give 
credit to Lagosians as a matter of policy. 
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Credit losses. One of the bigger traders said that in the 
1956-57 trading yea:r even his best credit custcmers had let him dovm, 
so t~~t he had lost over £200. The list of losses suffered by traders 
during the 1956-57 trading yeor certainly makes melancholy reading; 
17 business men reported losses totalling almost £4,600 including one 
unfortunate trader who had suffered a major setback to his business with 
a loss of £1,500. He had sb1ce reduced to a much lower amount the credit 
that he gave to any customer. 

One trader said that the bad debts would be worse this year 
(1957-58), and certainly most of the traders interviewed who gave credit 
had bad debts outstanding from credit sales, and they thought that their 
money would not be recovered. In most cases, a debtor is not taken to 
court, because that would only be to "throw good money after bad", as the 
traders say, for nothing would be recovered. 

The unhappiest story that I hea:rd was from a trader who had been 
in business for 20 years. He had had an 11-year old trading relation­
ship with a customer to whom, after such a lcng period, he felt he could 
give substantial credit. In 1955, this cust omer had absconded over the 
Ivory Coast border with £2,500' s worth of the trQder's goods. 
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]. SOCIAL ASPEGl'S. 

2,3. The family system: matril:ineal :inheritance. This section is 
concerned wi th the eff ec ts of t.1"e matril:ineal family sys tem upon the 
African bus:iness man. 

Some of the inferemes drawn tentatively in this and the next 
section, seem to be of the greatest significance in understanding his 
problems, and offer a glimpse of s one of the reasons for the failure of 
African business enterprises to develop into larger units,_ The family 
system might possibly be consider ed to be among the chief hindrances to 
the development ·of indigenous business enterprise. 

The Akan peoples, to which the Ashanti belong, are closely allied 
linguis tically, share many contnon traditions, and are con ta:ined largely 
vvithin the boundaries of Ghana, in the central and southern areas of the 
country. The matril:ineal system embraces the Akans and sane other 
geographically proximate groups. Most of the business men covered in this 
survey were Akans and some of their problems of business development can be 
related to -their matril:ineal system of inheritance. These are not problems 
which are shared by patrilineal tribes, so that in Gham they are largely 
peculiar to the Akans, who constituted over 4(}}& of t re to tal population in 
the 1948 Census of Populatiqn. But since cocoa is to a considerable extent 
in t he hands of matril:ineal peoples, they are among the wealthiest sections 
of the nation, and a large proportion of Ghanaian bus:iness entreprise 
certainly springs from them. 

The other tribes in Ghana - the tribes of the Northern Region, 
and in the south, the Ga-Adangmes and the Ewes principally - have largely 
patrilineal inheritance, but of the Akan states, a large proportion of the 
population of Akwapim is also patrilineal. 

Matrilineal inheritance. Matril:ineal inheritance :in Ashanti 
belief and p'ractice means that a man :ia succeeded not by his children but 
by relatives of the "blood", which can only be transmitted through the 
female line. The traditional belief is that a person inherits his ntoro 
or totemic spirit from his father. This is his spiritual inheritance. 
His physical be:ing he inherits from his mother. It seems a logical next 
step that he should inherit physical property, tha t is, material th:ings, 
from his mother's side. 

Briefly, the pr:inciple is that a man is succeeded by his brothers , 
his nephews (his sisters' sons, the eldest sister's sans first, and so on), 
his sisters, and his nieces, :in that order. 

Evidence of tre breakdown of matr il:ineal inheritance, notably 
SIlong the business, professional and white collar classes is apparent in 
Kwmsi, and in the southe:rn urban areas the trend is said to be even more 
marked. 
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To avoid confusion, the word "family" is used here in its wider 
sense to mean the extended family group, the descendants of tOO matern.al 
grandmother, or perhaps more commonly now at least, the descendants of 
the mother. The nuclear or immediate family is referred in as a man's 
"wife (or wives) and childreat". 

How customary inheritance is modifiErl. Customary inheritance 
can be modified both under existing statute law and customary practice. 
Under statute law, testamentary diaposi ti en, the method receiving the 
most attention in this paper, is tOO pr'.ncipal method among the literate 
classes for overriding customary law. In addition, marriage under the 
Marriage Ordinance protects the wife and children. 

Changes in customary practice have som=times be en made in 
recognition of the conflict betvreen the extended and the nuclear family. 
The required infarmatien about this fran the different state councils 
has still to be collected, and there is very little in pdnt. As 
examples of these d'langes, in Akim Abuakwa and Western Nzilm, both states 
in the Southern Region of Ghana, the property of a ra:ill dying intestate 
TMY be divided into three, one-third going to his wife (wives), ene-third 
to his children, ani one-third to the fnmily. Bofu gifts inter vivos 
bestowed publicly, that is in front of witnesses, and wills,were des­
cribed by Rattray as accepted forma of property disposition in Ashanti, 
but the consent of the matrilineal l:ineage was required. In fact, gifts 
inter vivos of personally-acquired property were cnly ruled as valid 
"whether th~ relatives of the donor approve or not" by the Asanteman 
Council 111 1942. 

Hhat happens wh~ an Ashnnti business l'!L'Ul dies intestate. 

Ord.inarils, the property of an Ash."l11ti man vi10 dies mtestate falls to 
his matrilineal next cf: kin, or '-:here ther<;; is roorc than one possible 
successor, to a member of the family nominated throogh the head of tho 
family. Occasionally, brothers or nephews M10 hnd been 6Ilployed by the 
trad r inh tit, but usually the busm ss w.sintegrates. His successor 
rar ly knows anything about the business, and the aim is to realize the 
8.5S t3 as soon as possible. Business continuity is rarely possible in 
such circumstan:: ea. Cl early, in rurul areas vhe re a cocoa l'ermer nephew 
inheri ts hom a cocoa farmer uncle the eft ects Camlot be so dcatruc tive 
a in business nteI}>ris. 

Attj$!ldto!~of Akan business men to IMtrilineal :inheritance. 

'l'h 52 rs frOI:l matrilineal backgro..mds, nearly all tJf hcc were 
Ashen i, who vrere asked.mo ould :inherit .f'rom 'them, gave answers Ttlich 
:indicate th s gth emong this grrup of t he !:love away from tradi tiona! 
matril:in al inheri tonoe. 

The answers ma..v b sunmari.zed in tabular fom as 1'0ll0W5:-
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To avoid confusion, the word "family" is used here in its wider 
sense to mean the extended family group, the descendants of the maternal 
grandmother, or perhaps more connnonly now at least, .the descendants of 
the mother. The nuclear or innnediate family is referred to as a lIlf!Il' s 
"wife (or wives) and childretll". 

How customary inheritance is modified. Customary inheritance 
can be modified both under existing statute law and customary practice. 
Under statute law, testamentary disposition, the method receiving the 
most attention in this paper, is the principal methal among the literate 
classes for overriding customary law. In addition, marriage under the 
Marriage Ordinance protects the wife and children. 

Changes in customary practice have sometimes been made in 
recogni tion of the conflict between the e;x:tended and the nuclear family. 
The required information about this fran the different state councils 
has still to be collected, and there is very little in print. As 
examples of these changes, in Akim Abuakwa and Western Nz:ima., both states 
in the Southern Region of Ghana, the property of a man dying intestate 
may be divided into three, one-third going to his wife (wives), one-third 
to his children, and one-third to the family. Boih gifts inter vivos 
bestowed publicly, that is in front of witnesses, and wills,were des­
cribed by Rattray as accepted for.ms of property disposition in Ashanti, 
but the consent of the matrilineal lineage was reqUired. In fact, gifts 
inter vivos of personally-acquired property were only ruied as valid 
"whether the relatives of the donor approve or not" by the Asanteman 
Council in 1942. 

What happens when an Ashanti business man dies intestate. 

Ordinarily, the property of an Ashanti man who dies intestate falls to 
his matrilineal next of kin, or where there is more than one possible 
successor, to a member of the family nominated through the head of the 
family. Occasionally, brothers or nephews who had been employed by the 
trader inherit, but usually the business disintegrates. His successor 
rarely lmows anything about the business, and the aim is to realize the 
assets as soon as possible. Business continuity is rarely possible in 
such circumstarces. Clearly, in rural areas where a cocoa fenner nephew 
inherits from a cocoa far.mer uncle the effects cannot be so destructive 
as in business enterprise. 

Attjt\ldesof Akan business men to matrilineal inheritance. 

The 52 traders from matrilineal backgrounq.s, nearly all of whom were 
Ashanti, who were asked who woUld inherit ·from them, gave answers Vlhich 
illdicate the strength among this group of t he move away from tradi tiona! 
matrilineal inheritance. 

The answers may be summarized ill tabular fom as follows:-
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A. Those intending to follow traditicneil.practice: 

1. Normal matrilineal inheritance 4 

2. No:rrral matrilineal inheritance but probably 

only because at' obligations to the family 2 

Total 6 

B. Those :interrling to effect some alteration by will: 

3. Inheritance :interrled to be al tered by will 
on a compromise plan 

4. Inheri tance intended to be altered by will 

17 

to leave property entirely to own children 16 

5. Inheritance intended to be altered by will 
but no details 4 

6, Already made will leaving all or part to 
ov.zn children ...2 

Total 42 

C. Others: 

7. Wish to provide for arm children but no 
mention of a will 3 

8. Special case of a man who had no relatives 
and whose wife would :in any case inherit 
even under a matril:ineal system 1 

Total ""4 

Notes on this table. 

52 

Group A. 1.0ne of these 4 business men was a partner in a partnership of 
brothers, mo would inherit from him1 but carry on the business and 
provide for his wife and child; another intended to make provision 
for his children in his lifetjme; a third said tooth:La brother 
would inherit and would be responsible for t he wife and family, (see 
al so group B.4). 

2. One of these had inherited from t re family. He thought to 
cOl7er his children's education costs by insurance education policies. 
The other owed much, he said, to his mother, who would be distressed 
if he cut off the family. (I came across a few instances elsewhere 
where the mother was the force linking a son to t re family. The 
death of the mother, it was sometimes openly said, Vloold also mean 
his breaking with the family). 

Group B. 3. Examples of these compromise plans were: (a) inheritance to 
be divided into three far wife or wives, children, and family; or 
into two, wife (wives) and children, ani family; (b) house buildings 
to be left to the family, tre business to go to tre children. This 
was quite a common division, and always with tre house property 
going to the family. 
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4. There won: 3 inotanoo3 here where th mJHjnooll 1TlWl 'IIa 
oon ten t, while hin chilc1re;n v.cre s ti 11 vury young , to leavo tw ... 
position for tho t:ime bc:ing W3 h:1:~ brother's reoponoibilHy for th 
wife and children. But h e int<.:nded to mak" a will :in favour of 
his own children whm they were older. In 2 of theoC:;. caZC, D v/t"er e a. 
brother would normally inherit, th.: brotrurs had agreed anong 
themselves not to follow the matrilineal inheritance pattern, but , 
because the children were still very young , the brothers 'lIculd look 
after the children until they Ylere old enough to inherit their 
father's property. The pl ana were to make willa only when the 
children were old enough to :inherit. 

6. It is surpris:ing that oriJy 5 traders had actually made willa , 
but two of these traders sam that they knew of many others who had 
already rm.de wills. This, hovrever, it rrust be emphasized , is not 
the sort of informa tion that an African willingly gives an the 
mole, becaus e knowledge of t re exis tence of a will is like ly to 
cause family disharmony. 

Group C.7. In these 3 instances , the traders concerned had plans for 
their children. One intended to fODD a conpany ,lith his children 
as the shareholders when they vrere older; anothe r proposed to 
open bank account s far his children. 

In this survey then , 42 traders planned to interfere with 
customary matrilineal inheritance by making a 'iull , as opposed to 
6 (plus possibly 3 more in Group C. 7) who accept ed the system and 
were content to die intestate. 

The probable fate of Akan businessess on death. The obj ecti ons 
to the matrilineal system of' inheritance by a bus :iness man wer e not often 
concerned Vvi.th the continuance of tre business , however. SCll:OOtires it 
was felt that a brother would b e in a position to take i t ove r, or less 
f'requently, a nephew, or sometimes a son or occasionally a daughter, -
by making a will if nec essary. In a partnership of brothers the conti­
nuance of the busine ss was assured i f one of them died, it v~s usually 
assumed, and where this was the case in th ese :interviews , the surviving 
brothers a ::ocepted that they -;JOuld b e responsible for the deceased IS 

wife and children. 

But out of 115 trading businesses oovered, only 21. were part-
nerships, and only 2 were companies. The rest ,rere sole traders. 
These were the larger African trading firms in Kurmsi, and if busine sses 
f'urther down the scale had been added, trere V\UJ.ld have been a rapidly 
:increasing proportion of sole traders. In the large r trading units, the 
form of organization and the size of the business were rarely related, 
axil. the significant fact is that most businesses depended upon one man. 
In general, whatever the legal form of t he business, the death of its 
prin.cipal figure brought the probleL! of its survival. 
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In sOIJle :instances, a sole trader was :indifferent as to whether 
a son or nephew continued the business, provided that the successor was 
able and :industrious. 1iVhere, however, the trader planned to compromise 
.nth the traditional system by making a will to divide his possessions 
between his family and his wife and children, the business was always 
intended for the children, it seems, and the house property for the family, 
as has already been mentioned. 

Several sole traders said that their businesses would die with 
them, because, fo r eXaJl!)le, there was no one with the experience to 
continue them. But this is not specifically a Ghanaian fate of sole 

trading bus:inesses, and too much should not be made, therefore, of the 
extinction of sole traders' businecsess upon death. 

General ob.jections made ogainst matril:ineal succession. 
It is worthwhile to list sorre of t he general obj ections to the rna trilineal 
system of inheritance made by business men in interviews, though these 
objections were not necessarily concerned with business, and were often 
part of some hard 'words against extended family responsibilities. A 
successful man finds the weight of the family round his neck, and provision 
for its members in his lifetime a traditional obligation, apart from 
questions of inheritance. This is the subject of the next section. 

These are some of the points made against matrilineal 
succession. 

(a) Degeneration of the traditicnal system. The old system had 
tended to degenerate, it was said, into a grabbing of the pr~erty of the 
deceased. Formerly the system had provided that the widow(s) and 
children became the responsibility of the hell', but that seems often to 
be no longer the position, and it y,as said that the widow(s) and children 
may be thrown in to the street with noth:ing, quite literally, and the 
children's education errled. This is to express the position rather 

strongly, for the wife -iKllld return to her matrilineal home, (that is, 
if she vvere Akan), though possibly taking nothing with her, and possibly 
finding that the matrilineal guardians of her children were unable, or 
unwilling, to continue thell' education. It was connon in earlier days 
for cross-cousin marriages to take place, that is, for an uncle to arrange 
for his nie_ce to marry his son, or to accept his daughter as the bride of 
his nephew, thus cross-weavmg the two aspects of the family and avoidmg 
the conflicts of succession. 

(b) The effect of the system on a man's "ife and children. The 
Im'\lS of traditional inheritance and of current responsibility for the 
extended family system are at the eA'1lense, it was sometimes put, of a 
man's wife and children. One trader went so far as to say that the 
sys tem tends to make marriage a failure. A wife has no feeling of 
securi ty, and often takes no interest in her husband's affairs. lilt 
would pay the wife and children to get all they can, v.hile they can, out 
of the husband," said one Jrader, II although in fact they generaliy do not 
behave like this". "If.L died now -,ilile my children are still young", 
sam another trader, "the family would not allow n:tY wife to carry on the 
business". Or, as another trader expressed it, "If you leave your 
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things to your sons when they are small, the family will chop (eat) your 
sons". 

(c) Nephew behaviour. Even allowing for variations among families 
and localities, the next in succession COIl usually be worked out from the 
theory, other things be ing equal - which they rarely are. Thus there 
are often occasions when who will inherit may be in doubt. If a nephew 
is to inherit,the nephews know that only one can inherit, to the exclu-
sion of tre others. Therefore, as one trader put it, the nephews have 
no hesitation in imPoverishing the tmcle during his lifetime. The 
poisoning of tmcles, according to a number of informants, was cOIliJlon, and 
ju-ju was tried on weaker aVtmcular minds, assuming ju-ju here to be a 
psychological weapon. Poisoning is not qui"'te the right translation, 
for it does not necessarily mean pois oning to kill or harm, though this 
is one meaning. It also means an attempt to change a person's state of 
mind by a potion bought fran a ju-ju man. A wife might use a potion for 
this purpose on her husband. 

In fact, theft and defrauding by nephews, vh:ich was said to be 
not uncollunon, did not show up very strongly in this survey. In over 
100 case studies, I r ecorded only 3 instanc es of nephews defrauding their 
uncles while employed in their businesses. There w'ere 3 C2.ses where a 
business man was defrauded by his brother, and 2 cases by other relatives. 
Court cases rare~ follmv the discovery of a relative's dishonesty, 
however, because the matter must not be taken out of the family. In any 
case the money would not be regained by taking the culprit to court, and 
the family would not easily tolerate Vi'hat vrould be consIDered as the 
spoiling of its good name. One Lader suggested that becaus e there is 
no punishment except family disap~?roval, which is Ie ss t 0 be feared now 
than in the past, the family complex actually tends to increase dishonesty. 
But 'where an tmcle wa s the victim of a theft, he invariably determined to 
exclude the thief from any inheritance on his death. 

A successful but illiterate trader said that educated nephews, 
and sons too, would defraud their uncles and fathers. The educated 
youngman prefers a literate wife, he said, who is likely to have expensive 
tastes, and he steals to provide for her. Perhaps this had been his own 
~xperience, at least. 

However, as everyone emphasized, not all nephews bad. 
famil-ies seem to maintain bonds of affection am. respect. 

Many 

(d) The aspect of tmfa~=s. In one typical case, where a man had 
his sons with him in the business, he felt that it was unjust that they 
should lose everything on his death, as they would unless he made special 
prOVision for them, and this at the risk of family strife. The family, 
who, he saia,had never helped him, and who wanted him to die, wculd not 
accept his bequeathing his property to his own children who had he lped 
him during his lifetime. This feeling of unfairness was widely expressed. 
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24. ~_jamily system :_.!he_c~o.s:~"L of . t~1e exteJ2d£Q .:;:~~=k.tz ..:'c..o~".t1:.~ 
ousines~. Large nuclear familie s LlUst IJresumcbly have be en <0:. f actor 
hindering the gro~ rt;h of suall business J:!e n by absorbing their capital in 
nineteenth-century Europe. The African business man h <=:, s similar problems 
today, but in his societ;h rrhere the extended family o:..' gaLization exists, 
he finds himself responsible not only for his oun wife and children but 
also for many of his othe r relative s. In a matriline8~ society, this res­
ponsibility is for relatives of the fcuale line of descent, so that a man 
may be responsible for looking after Lis mother's mother, his mother, his 
mother's brothers, his brothers, and his sisters and their children, apart 
from h.~.s olin 'i,ife and children. He ITould be responsible for nlS sisters 
and their children where the husbands were unable to provide for theml or 
if his sisters ne re unmarried, for e~mmple. 

This me ans that a successful man is saddled vlith relatives 
clamourin6 for shelter, food, clothing, and money for one reason or another. 
It is not unknm1n for an uncle, for example, to say that he expects from a 
neph ew now that he is established, <=:, given ammount of, say £5 or £6 a month. 
Indeed, any "successful" member of the family, male or female, ( uhich means 
in practice almost anybody ,lith a job), is likely to find faillily responsibili­
tieD round his neck with his first pay packet. 

Education costs. In ol1ly 21 cases \Jere estimates of family education 
costs obtained, but in all of these, a figure of over £300 a year was given. 
One of the bigger business Elen r eckoned that his total family costs, including 
education, were about £1,500 a year, but he shared these with a relative. 
P.uothe r of t he bigge r business me n said that his business fi nanced the 
educ e.tion of one more child from the fairuy every year. A relative receiving 
secondary education or university education - e specially at an over~eas 
institution, Ha s a big individual expe nse item. 

The followinG table is a guide to t he e duca tional responsibilities 
of some of the business me n in this survey . Thi3 list shon s t he number of 
childr e n f or \lhom a business man Ha s solely responsible, [lnd includes his 
ovn children, his brothers and siste rs of school age, and his nephcv{ s and 
nieces. Unfortuna t e l y , it is only a rough guide, be cause it lias not al,vays 
cle ar \"Then comlJilinG the table Hhethe r all these children nere still in 
school. This list includes only those case s whe re the nUInb e r of children 
uas kclo;rn exactly . 

Numbe r of children, 

o 5 
6 10 

11 - 15 
16·· 20 

OYor 20 

Numbe r of busine ss men 
responsible for this 
numbe r of chi~ 

24 
19 
12 

4 
3 

62 
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§ome_e~l?le s-9.Lf.(]:!1lil"¥~!:s'§.E9..1]5ibg.it;LGSt A :o.n' s r e s ponsibility 
f or his r e l a tive s wa s sometimes onerous. For example , one business ma n 
found himself r e sponsibl e f or "six or s eve n cousins, who hr.. v e not got good 
husbands, and their childr e n; 11 an unmarried man ha d to suppor-t his four 
sisters a nd t he ir t v,e lve children; [mothe r, in addition t o his three i7ives 
and nine children, had his mother IS f o..mily 2.nd his f ather's f amily to look 
aft er, f or the r e \,as no one else to look aft er his f ather 1 s f amily . One 
tra der, iii. th f i f t een childr en t o support, t e n of t hem hi s own, also supporte d 
four siste rs, a nd sent £7 e ach to his mothe r a nd his gra ndmother eve ry month. 
It is not su~prising that some t r aders conside r e d the i ncome tax allowance s 
i nade qua t e . 

Wive s I earnings. On the -h'~ole, a ,'life with a young f amily was 
fully occupi ed looking aft e r t he children, othe rvlise she mi g.ht trade , or 
hel p in he r husband' s ~tore. Trading on he r ovm account vlaS the commonest 
occupr..tion of a , u;fe, but many 'dive s helped their husbands in their stores, 
and so on . Whe r e a yjife had an i ncome of he r oym, she rrould be like ly to 
Il1..'l.ke less demands on he r husba nd, but 0.. husbo..nd t s r.ninimura obligations to 
provide certain things for, his Hi fe c.nd children a re fcirlyrigidly defined 
and observed. Failure t o observe t hem can be 0.. cau~e of divorce, I understand. 

A f ew traders mentio ned t h at they h ad tried to r educ e t heir family 
costs by s e tting up brothers, siste rs, nephei7s or nieces, f or e xampl e , in 
trading. Educating b rot hers, s isters, nephens a nd niece s, apart from sons 
and dau gl1t e rs, while being ,jo n ful f ilment of f amily obli gations, a lso provide s 
f or t he ir obtaining b ette r jobs a nd t heir future sharing of f a mily costs. On 
the other ho.nd , t he r e is presti ge attached to having many dependents. 

How f ar can f~.i§....bJ<. "E.£9.rded a:;; a drain on a business 
~lll~. __ re source s? "Most of the profits ar e t ake n in f at;;Iiy co~t;;" s a id one 
of the bigger t r a ders. A s malle r tra de r r;i th heavy f amily r e s ponsibilitie s 
s aid that his was a hand-to-mouth existence. It VTas of t en said that a man 
had to get aViay from his tDl7n cmd his r el o.,tive s if he wanted to survive. 

One mi g.ht mention how compet i tion bctYlee n memb ers of the f a mily 
f or t h e available funds of a riche r memb e r of t he family of t e n produce s 
i nt er nal family stre sses. One i nformant, for eXB~ple, put it this way : 
"If c. man give s too much to his -.li fe a nd children, his f amily ,,rill rise 
a?ai nst hi m; if he give s too much to his f amily, his wife and childr e n 
\/J_1I be against him. If one of the fwnily is looked after, the r est will 
turn against him. If he looks after one; nephew, he \'fill be co me the enemy 
of the ot he rs. The r e is al nays a family quarr el. If an uncle ha s r'loney 
t-h0::e is suspicion al-,rr,ys of ingrat iating -"i. th him. The demands of the ' 
f amlly breed dishone sty i n a man". 

The implic8..tions of making provision f or t he f amil y do not e nd 
her~. The bu~lding of a house i s ofte n in r esponse to f amily needs but 
a~ "C ~e s am~ tln:? ~he co.pita l is being tie d. up so that t he f amily ca:mot 
~~s slpa~: ~t . .. ,,]nle ther e is any c £'.sh, t he family , i f they knoH about it, 
wlll ,?a~v I t , l or r ecur,l'cnt eX.fl~ns0 S such Q S c l othing or educa tion, or 
occaslonal expenses sucn as medical trcat m",nt, fo r r elief f rom i ndebtedne ss, 
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for bribing to get a good job I or for marriage. A big car, too, means that 
the money has been spent on oneself, and that any liquid cash, Hhich the 
fanily is interested in, has been reduced. Moreover, since the car will 
sometimes be used e.s family transport, a bigger car has a cnance of a longer 
life. Conspicuous consumption is not necessarily an adequate explanation 
of the large car phenomenon. Much depends, of course,upon the attitude of 
a :mn to his family, and to his probable heir. But the family likes the 
prestige of having Ita big man" in the fa.r;d.ly, - a man of SUbstance with 
property and a car, who is there in the event of trouble. Besides, reflected 
glories bring naterial benefits in ordinary dealings nith other people. One 
expects therefore a certain amount of give and take liithin a family, and the 
individual behaviour of dependents to be conditioned by family attitudes, for 
the fanily as a Vihole benefits by additions to family property. 

The need to keep one's affairs secret fron the fariUy sometimes 
drives a business man to protect hinself in other TUJ.ya. One example is bank 
accommodation. "If you have a loan," said one trader, "your relatives will 
know about it and rush for assistance, but no one knows if you have an 
overdraft". This would be true, for example, where the house was required 
as security for a loan, and valuers came, and were seen, to assess the pro­
perty, as opposed to an overdraft which was given, say, without security 
on past business performance. 

Thus, in many cases it can be said that family responsibilities 
reduce the power of a business man to undertake effective business 
enterprise, and in some Cases appear to distort its direction of gronth 
by maldnc it necessary for a Dan to hide, or absorb in less useful ways, 
his cash balances. 
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25. Onl~ t.t t\ 1· i., I' at., in thin ."UIV"y ~I r. it 
thou. '. . C(l\ ... I,lOni, Z) aooooic.t d \ ith ~·l'\. 0 cJc ;:'lac' e~ 
r.liGht 5 %'i u ~ urn.in UpU.l f1. buZ):i til :J:I t,l· ... n.. l.ni'orr ~t1 m \"'(' Gol1cct~r1 
only nbout 1 u r 10, ,.IlJ.cll ('.xv tae noat oie :.:Lfic::mt itvTJ of coote, 'll'ii in 

nLral it .. er s tn.::t \lhilc..: i\ll1' ... l"C1.l~ ~.l'l... ,at n r.,jor 'X'0cno, . 'J'ld~ '"inC 
nlloi;~:lJ:;.cc of , COll onl'" £5 or ...... 6 Ul1d possibly .~o . '1 C .• '.:J C1 () or £20 '. 
!:lonth, h ... ~ tv be t.lu.dc 1'01' tL~n. As iJ.1110't ... nt nie.t tIi\.: loe:: of ti.c 
illvolv"d. 

T 1(1'0 ~I.,) USUD.lly four ce1'c~onieB n.ozoci:..tcd ~lith the death of 
a p<..rson, tLe actual iut - rment, ':l.l1cl c<...r"L101UC[; a 1\:''\7 clays lo.tc,r, .o:--ty d':.yo 
lc.tvl', and one yeur after <k~ th. The biG o<.;cnsion on ;;h':"ch i.1Vi tatiol".5 arc 
se:I'c to friends 2.S '.:hl.. o!!(. r i'Cii dc.ys oi'ter the interncnt. This often used 
to be seven days .:1.f'tcr the d\.::;.th, but nO\, cOl1l.' .onl:r io on .~. Sc.turduJ so that 
world-ns relc.tivcs o.re .:1.blc to bet c'.[';:i from t~".ir pl ce of ·,or};:. The otn{;.r 
ccrc::o:ri.cs CIe chiefly fo:;.' t:.c f::-~':ri.l~'. Actuc.l dc..tes :md cen .. no:u(; s depend 

upon fo.mily decisio:1s. Detcils 0::' Al.:.::m f'unercl c<...r(;;.o~ly c:m bE:; ::. ound (;lse-
utero: here the conc . l'i1 2.5 only ',.ith tile costs of fUl1!.rcls to buGiness Dcn. 

The bib c~r~~olrJ is ~ socicl occasion depunding lurge1: ' upon the 
stn.tus of thf; deceusL.d, c.nd one 0:: its principal feature s is tcle <irL'1king 
associated Hith it. (It hc.s c.lrt;ady been ~cntiol1ed (p .67) thD.t traders in 
drinkables depend chiefly upon t .. <.. cler:D.cn fro~ funeral orGD.I1.izers). The 
guest is expected to cOll'.Tibui:e tm;arus t :,(: coats of the occasion, and hOH 
much one contributes depL.nds · upon ho',! clos" om; \'lUS in l:i:lship or friendship 
to thc:. c.ece.:1.sed , the size of the IllilG:'ol ce1etr:.:.tion, ::,.ncl i7hc,t is offered t o 
drinl::.. In Kuru:.si, a guest rc.rcly oivcs less t ;l3.I1 L:/- ~,t J. sncll funcrr~. 
(The f2.1!li.ly usually, but ~lot ::Q·.rays , gi ves a poor nun a poor funeral) . ffilere 
c. guest h2.3 o:lly one bottle 0: beer put on Lis table , he ni gr/c £i ve 4/-, or 
7/- :.:or t-"o bottles . He. :'!igi:.t Give a [,ui;lee. for half a bot-vle of ,lhisky, or 
t\;O gW.l-X:S for a full bottle. Sose people follO\r D. rough rule of giving 
about "c,rice the cost of the Cri:n1:s t~l2.t they receive. More distc.nt friends 
ricflt e.o this, for eX2I.'.plE:; . COJ]j:o~lly" hC~1 a Guinea, or 1.3/-, or one or t;/O 
guineas is given. MultiplE:.s of a CL'.il1ec. "Xe usual. A bUsiness !Jan r:ri.ght 
give ore or tI,O E,-uineas, or up to ci:;ht or more guineas for u close fri end. 

Friends nho cnnnot uttend a funeral often send LfI'- or Dore , accord­
inC to their tie r.Q th the c.ece['.secl. In both thL. t o,ms [,..Dd t he villc.ges, 
neighbours ",ill give cio!1~J.;ioll:3 to he.lp f1.J1Cral c.:qx;nse:3 , :nen 4/- and ';lOnen 
2/- u3uo.lly, '.7he:th::or ti1Cy gt:.t -~ Uri-ue or :lOt . 

Drinks costs ere probc.bly not so i.i<::1. outside Kur. :.:.si. For exc.r:ple , 
0!1e KUI:U1si business !!2..11 from Asl!.:lLti-Akin (north-ec.st Ash.:lnti) sc.id thc.t in 
his c.rea costs ,/ere leS8 be cause ",,:,hil e in Kumusi peopl e dril'lk whisky end 
schno.pps , in AS~lanti-Ald.m they use a lot of palm ·. line", und prooably illicit 
cin. 

. There is an incrcusinC tendency nOllD.uays for sl'10.11 Groups of 
rel~'c~ves, or of the. ~ru-ne clo.n, or 01. friendsl or of business uosocio.tes , 
t~ Jo~n toge~hcr to ; ~ vo n sine;lc. donp .. tion. 'I.'be head of .:l family mi ':ht 
glove a. domt~on on b(;half oi' t:le fe.nily, or people .:l.t the S3.I:1" tuble ':1.t 0.. 

funeral I:'.i!jht join tocethcr. "It ould be too Si!cepin.:.; ho;revcr", said one 
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well-informed Ashonti, "to nay f ron this t e ndency for Gmn.ll groups to Give 
a sinGl e donation, that f'unerfl~ customs are in tIle pl 'OC GGS of disintegration, 
but it is an indication tho.t the costs of funeral s is oc.iilg felt, 2.nd this 
tlethod definitely reduces tho cost of the individual". 

A vroll-known business man Da.y receive sometin s in 0. single 'i'leek 
severcl. invitations to f unercl.s 0.11 of \/hich he cannot accept . The number 
of invito.tions that a pc..rson r eceive's depe nds upon his sto.tus (for exampl e , 
in tro.ditional social status, a s head of a family , or a posit ion of esteem 
in business or government), upon hin ',Iealth and upon his populerit:;-. He 
Hill tend to refuse the invitations of more distont rel ',tives and friends 
but there is some pre~are to attend if invited, f or, a s the Ashantis say, 
"If I lose a IJember of my family and you synpathize with IJe , I Hill 
sympo.t hize wit h you \7hen you lose a mecber of your fo.lnilyl'. ("Ayie ye di 
no akoagye; wo gyau me no. menso magye wa"). 

Fune ral costs. The c o.re l ess choice of 0. person t o manage a funeral 
po.rty can run a family into debt, thoue;h it is r o.re for .., fc.r.li l y to m.k.e 
such 0. IJistake in its choice . The Orbo.:u.zer is usuo.ll' ~ rJenber of the 
family but he may be someone knonn to thL- family -.;ho is c o~led on to orgnnize, 
a nd \7ho perhaps has assiste d in Jche p,-'..st; or, in a villc.ge , J~he chief nay 
be c.skcd to toke cho.rge, or norc r o.rely pcrhnps, there lTI2.y be. SODe person, 
iicll-known f or his funcral-or galu.zi'1~ 2.biliti e s, nho is frequ e:r'cl y called on. 

The principal costs ere the coffin, the drinks .nd the trans port 
for rel2.tives and fri ~nds fran neighbourinc vill:'..ges , ['.nd for r clLtives fron 
elsenhere . The husband of a decease d i7ife "il l normall y pay f o r the ooffin , 
2.nd h~f (sometime s more or less) t he outstanding dril1ks debts. In t he c o.se 
of other r e l atives, if receipts do not cove r costs, the famil:,- ;rill divide 
the difference between thel<lSelve s, cach o.dul t r::er::ber b e ing to l a. ',7ho.t he is 
expected to pay according to }-lis status, Co '"or.,_n nonr.lly paying h2.1f , or 
l es s, the ar;Jount pa id by aLlan. SO i:lc. ti~1e s 2, "big L12.a" in the f['.;'lily ',;ill 
t ake over all or po.rt o f the debts himself. Before the r e c koning is done , 
members of the faLlily submit the ir expcY1..ses clc:.irus, includine; their 
travellinG. 

A funeral ce r cElony can cos t as much e.s £500 or SOL!c'b.l!l.cS £1 ,000, 
but a common figure is ove r £100. Donat:'ons o.re received o~y i n cOllilection 
with th.ehig ceremony . The other snall e r ceremonies 2.1'C cili efly fo.mily 
affci.rs. 

The loss of business tirue. Funeral pc,rtie s o.re 0. l o..te nft e rno rm 
a ctivity, as a rule . Whe're -;:-t~ro.der has +;) reliab l e o.s s istant ['.Ild ho..s to 
lock up his store nhen he is absent, it is obvious t ho..t ther e may be 0. loss 
of selling time of several hours on a funera l day , alloning for dressing 
and tro.velling. Business men somctines remo.rkc d upon this. 

Settling the dfairs of nothers, mo.ternal uncle s unO. brothers can 
take me,ny days, furthermore. A business man with no one to >Thom he cun 
entrust his store Ylould have to close it for the period of his absence. 
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In the big firlJ.s~ thouGh they arc said to be considera.te, 
et:plo:rees c"..:.1...l'lOt C'.luays obtc.in pemissio'1 to attend funcr2.ls, for the 
time lost "ould no doubt be 2. s erious interfeJ.~cnce .lith business D.ctivitieso 
In the S11.:'..11 firms, a business =-,~n SO;::letine s finds t he abse nce of 2. ncmber 
of :-is stuff c serious hu.ndiccp, e specially nhen the n.bsence is for severn.l 
days. 

One cannot easily cstirJO-t e t he costs of fu ne r als to business [Jen 
in t cr~s 0::: his mm business tirae o.nd t hat of his er.:ployees. The direct 
costs of travelling, his co ~;tributions, t he drinks t hat he ni ght take along 
hinself, and his share of the expenses if he is related to the de cen.sed, 
appea r f orrridnble enough. 



13 

26. At_tJ~c.t~<t~s . .isl..£~c..t.bn.:2.vm ... <1:. 1l~3j,i1xMs . 

(i) b.s.ll.~1I..sc .q}'ld S'y'r.i.~}ltelli1:.i.Q.2 ' A fw m,;ekn Ur~forl.: the field­
work 1'01' this study bL gc.n1 thl.. GoVernncnt ip~roc1ucLd into the.: Ii' ,tion..'1.l 
Ass<...r:bly c. new itl. librc.tion bil l . In the s<.,;cond re. c.d.ing of this bill (July 
1957) sone members ~xprcssod their opposition to Leb[.l1LCC ,w Syric.n 
cnterpris8s in Ghan.-... The <k:bc..tu L1 thl.. Assembl y \I(~S l'o l lonud by lc~d0rs 1 

c.rticl l..s c.J.'ld l ett ers in the proas a.ttc.cld.nc thL Lebc.l1Lse or deplorinb tile 
c..ttD.Cks on them, Md it is possible, ,:i th r'J.l this fr(.;8h in the: mi.a , that 
some African trD.ders \1(.rl.. inllucnccd in t w ir rcpliea to que.:stions in this 
survc • 

Out of 56 trc.ders, 26 exprl..ascd feelings of dialikc c.Gc.inst Lebanese 
and Syrian trc.ders, 14 of theo strol~Lly; 11 h, d pro- Lebn.nc ao sJ'!..pc.thi .... s , 
4 s trongl y; D.nd 19 h D.d no pcrticul r feelines. Of t lx, 26 in the first group, 
only 1,. trD.ders nished to see the Lebc.nese end Syrian COtlDuni ty evicted, but 
others s poke of lilli ti:1e; or prcvE-Htine; furthe r imnic;r'ltion. 

The chief reason 1'or this hostili ty to\I~ds t ne Lt':o~l1I..se . ;-.s their 
coopetition in trc.ding. Not only Here thc..y coopE-ti tors , but t~ley II c08pc;ted 
evilly", ~,nd by "business intri{·uc:.;" oustc:d the Africl'.n 1 roo the tr' .ding ~eaB . 
"Africa::1s Hill neve..r "0(. succc:>s?nl beceu::;<.,; of the <...nc ro.1oh,[;G. t 01 the Lebc..'lese" . 
"They s poil the rJD.rkct b'.ceuse th(;yhave uO l'ixed !~ricc:;" , or "sell beloi; (our) 
costs". SOLle tre.ders Here no ~'e persoru;.l c.nd scid thc.t t~.ey ','ere losing their 
busines s to Lebc.nos(; t r uders, ~lc..nti.oninc by c1c.l!c thcse cO~:lp<-titor; . or 
soneti!2(' s their alleged undesirc. .Jlc tredine. ~r .ctic\..:; . Le'L~:1L.se business 
:'ict hoc.s s hoekvd hi n , saicl one hi'l?CD.l1 I..x- e8lJloyce of _ Lcb[',nese r"'..der. 
Leb2.l1cse o':7ncrship of store prerisc..s :.x th(;ir :.:l l c..seu " dc.sLin:-" t o obte.in 
the best sit <... s for their s toreD ~i(;l'O ob j\..ctCtl to by so~_e AL'ic~:1 tr.::.ders, 
and others dislik(;cl Le'oancse p :.rticip:....~ion in c"rt '.1n tr,\c.l..s - the brec.d 
tra.de nas mentioned clOSt cOLmonl:, - or even p(l.I'ticip:.tion in ::"c..t~l tre.dc c.t 
c.ll. Their dishoI1l;sty in I!-.otor 11 b'c - purch:'..se sc: I..;:lCS \; s ['..no tlwr c.llcgc.tion. 

On the other side , some t rc.ders e:;"''Prc sscd 1 ro-LeiJxl(;Se feelinGS. 
The Lebc.ncse Her e "friendly", "declt propE..rl y", " l'. l")~. d .i1,f·ric:'.ns by bivi uG 
credit" ~ or "help(;d Africans by the ilirc purchase systeJ:1 (t ough exorbitc..nt 
pro: its)II ; and, O il the pcrso ::1c.l 10vel, "I Got this store.. t hrou&_ t :ll.. GO od 
offic c.. s of a Syrian", or "they arc [Sood to Llell

• The 1\..li ef uns <...xpres s e d 
thc.t the general effect of Lebn.nese C!1t8rprise ITns bGcl :. icb.l, sooctimes 
even by traders "ho had pe rsono.l di:>likes . Lebane se r c - i:W(; st; ient of profits 
in buildings and industries ;1C,.S chiefl y !ilcntionc.;d, ~~1d i Jv '",- s s id th~t 
Leb::m(.se traders c..ttracte d t r o.de iHtO Kunasi. 

Among the traders \Tho , on the 111101" , h e,d no ~o.::kL.d J.~l..e linGs, were 
tllO uho felt t hut African f['..ilUl'e .... 11d Lebo.nesc sucoess \73.S chi .... f l y n r o.tter 
of c c:.pital. Given the CD.pitcl , they scid, the could do n.s nel l , or bettor, 
than D, Leb.:>.nese tra der. 

. All other considerati~~1S aside, the LeDD-nesC tro..din,. cOf:1.;-.mni t y 
c~nst~tutes a sma~l, clC:2.rly defulI:',bl " croup, often IlOrking in the s one 
f~e~ds o.s the Afr~cn.n tr("Ider, c:.nd the opposition t o the Leb:mc..se seens to 
sprl.ng from this fact, that t hey arc so often diroct cOrJpetitors "'-t the s('.!;]e 
l~v~l. n.s c.~ least the l[l.I'ger Africn.n tro.ucrs. Yfucth~r or 'lot t he' e re nore 
eff~cl.cnt ~s beside t he point. 
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(ii) Indion enterprise. Only 12 African traders had D.Ily observo.tions 
a.bout Indion enterprise, which is relatively smc.ll in Gha.!l..-:'. Six traders 
expressed strong feelings -:.gainst the Indians, but one thought that they were 
"haroless". The criticisn of 3 trc..ders (heard also froD other traders but not 
reoorded) ,laS that India.ns did not invest here but sent their IilOncy home, 
though "they do spend a li-ctle in the country now". One trader, unsympathetic 
to Lebo..nese enterprise, lilmd the Indians, an.d said tha.t his Indion neighbour 
l70uld always help hili! when cash -,laS short .. 

(iii) European cnt<o-rprise. European enterprise cwe in for relo.tively 
little criticism. COElpl.aints were of alleged unfair compe tition by sellin.g 
o.t reduced prices in order to put other fims out of business. "Europeans 
can sell nore cheaply than ne ca.n" , and "Hill undersell o.ny line that Africans 
find profitable!!. European firms n ill sell to anybody for a quick turnover; 
they should ~~ve an 00ligat~on to aistribute fairly, said one trader. 

The United African Compc.ny ho.d some critics. One trade r said that 
U.A.C. salories, from nnnagers d01[n to storeboys and DessenLers, hc..d been 
increased, "but there hc..d been no increo.se in commission for poor traders". 
Seven other traders disliklJd U. A.C. for allegedly causing prices to rise by 
creating scarcity, for nlleged price undercutting, or for allegedlY giving better 
terms to Syrians tho.n to Africans. 

This point that European firDS in general favour Syrian (that is, 
Lebanese and Syrian) traders r:as no.de by 13 traders. One trader, not one of 
the 13, said tho.t it seenlJd a fair practice that Syrians got b~tter terms 
nhen they bought Dore , but in consequence they could sell at prices equal to 
or belOit his cost prices. But nost traders said outriGht thC'.t the practice was 
unfair. As has been smd before, ill the eyes of these traders, the differcncc 
is not blJtween sli!a.1lur and larger traders, but bct-,lcen sDo.ller African and 
lo.rger Leb~nese o.nd Syrian traders, so that it see8S that the racial difference 
is what is significc.nt to the African trader. The concept of a quO-nti ty price, 
which everyone kno-'IS, is lost here. (This is an o.spect for the psychologist 
rathe r thc.n the C, col1ouist). 

Oft9n it \I~"lS sane nan..'C.gers 1 ratlK r t ho.n sO::le firr.ls , 1'.ho Here cri ti­
cized, particulcxly -.;-here it was so.id t hat they g:J.ve preferEnce to Syrians. 
Ncn mo.na.gers failed to look Q,fter old custoncrs , -,io.-8 c..nothcr criticism. On 
the other h:;'l1d, sone Elamgers ;·[cre helpful and go.ve c.dvice to th(;ir customers. 

My inpression 1;c..S that ElUch il'l.S taken for g:t'c.ntcd about standards of 
behaviour and ~7htlt should be expected of the big Europeo.l1 f ims. Oc co.sionally 
a trader said that he likGd or trusted the Eul"Opean finls, or liked their 
policies of steady prices. For nany tro.ders, the European firIilS s eeDed part 
of the sceaery. "U.A.C. is 0. bo.cktyound fim of Ghl1l1a", se.id one trader. They 
offered ~mploynent and fc..cilities, and helped eoononic development. 
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27. African group antipathies. Apart from the attitudes of African 
business men to giving credit to Lagosian traders (see p.67), no worthnhile 
information VlaS collected about group feelings arJongst Africans. In 
ordinary co:wersation, it was common to hea.r non-Ashantis criticize Ashantis, 
and even to hear Ashamis criticize AS!1antis, usually on their dishonesty, 
and the lengths that they "\lill go to get !Joney. One sOl,letimes heard of their 
attitude of superiority, or their -ai.llingness to make trouble. One Ashanti 
thought that the Ewes were Dorc ii1dustrious people, and so on. 

Of other Ghanaian groups, one heard Frafras described as dishonest 
or lazy, and of Busangas as hardworldng. Individual experience is important 
here, but traditional attitudes and prejudices between peoples and regions, 
even only a fe'\7 miles apart, are COLliJOn the viorld over. The only significanoe 
of such attitudes here is that some traders uere perrops influenced in their 
choice of a partner or an employee by his origin, and \,' ,ere language or other 
major differences arose, this Vias emphasized. My general impression, thOugh 
one hesitates to generalize on this, \las that group antipathies, at least 
among traders, were not as pronounc",d a s is sometimes thought, except in 
particul&r circumstances. 
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F. THE PROBLEMS OF AFRICAN BUSTIiIESS MEN. 

28. The African busir~ss man' s.descr2Rt~0.!l of.Jl:LiL p~o.lli.n:!£. The 
preceding s e ctions have described the background and activities of the 
larger African traders in Kumasi. This section consists of an emuneration 
of what African traders in Kumasi considered to be their problems. All 
Kumasi business men vlOuld not agree about all of the problems, and sometimes 
the real problems seemed to the inquirer to be different from those suggested 
to him by his informants. 

It must be empha sized that this study is intended to be largely 
descriptive, and it is hoped that studie s in other urban areas in Ghana will 
provide a broader basis for possible policy considerations. 

The problems described by the business men interviewed have been 
grouped under a number of headinGS. Only a few' details nrc given here of 
hOil many traders wer e concerned with each of these difficulties, and, except 
for a feH comments, there is no attempt to indicate hOr! s erious or hOH valid 
an obstacle any of them mifPt b~ considered. 

A. PREi:lISES. 

(1) Siting. Several traders complained c.bout the poor commercial 
situation of their stores. Mention has already bEen I;l""de (Section 16) of 
this problem, which is not specifically Ghane.ian. All tro.ders , of course, 
would like premises in the most frequented shopping s -ereets of the t OHn. 
Of thE'; traders intervieHed, one gavE'; up his store because of its poor 
position soon after this intervieH, :.nd tried to '\Iork a crcrut clothing 
business from his house. Another h c.d ceas ed using his store a s anything 
but a warehouse, and concentrated on ilholesalinc. 

It ~.,as commonly observed that the b est sites in Kum8,si ilere in 
the h2.1".(is of Lebanese traders. 

(2)~. There \Jere ['. feu compl .:..ints tl:o.t r ents w~re too high. 

(3) Kumasi Market. Sal1itatio~1, c.nd especially dro.inc,i3e , in Kumasi 
Market ,[ere cri tic"IZ"e'd." DurinG hea.vy storms, the Imler pa.rts of the TIlQrket 
flooded because the drains '.Jere inn.d<...C1uotc for the volume of pater. In 
spite of building lon concl'<-:-tc: walls round t h<...ir prelJises in self-protection, 
IYlf',ny traders said that tlley had los ses in sodden stock from time to time. 
Sto.ll holders had petitioned the Munici~al Council many times about this, I 
';las told. 

B. !b.WJiQ..ill 

(4) Capital shorta~. It rms to be e:cpected that most traders Hould 
s~ that the~ Hould lilre Bore capit2~. Several put the point in a general 
\iD.y, sa;:,cing that shortage of cc.pi tal Has a disability 11il'ldering African 
business d.eveloPlIlent. Of '::be J~r2.ders ~-,ho ',;(;;re r'..sked uhat they Hould do -"ith 
additional capital, most scid tho.t "cbey ~!ould incrcase t~:cir stocks or add 
more lines, but some said that they ,IF-nte-d capital. so tllat tj:1ey could import 
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directly :'rom overseas themselves. One trader s an his troubles in these 
t erms: he had 110 ct-pi t al, theref ore he could not buy fro m ove'rsea s and had 
to buy from the 10co.1 large firms; ther efore his buying price s were high; 
t her efore his selling l)rice s ,mre high ; therefore h e could not compe t e . 
Some small importers said that on occasion they could not t ake imme diate 
delivery of their imported goods because they had no money. 

(5) Credit: bank loans. BaIll{ loans were described a s too costly to 
obtain TIher e property was offe r e d a s the s ecurity because of valuation costs 
(one man said that his loan had cost him £75 in valuation charges, for 
example), and too limite d in the size of the loan and the l ength of the loan 
period. 

Mortgage loans f rom the Ghana Comnercial Bank should be given only 
to business men " ith current a ccounts and ac cept abl e balance sheets, not to 
non-business oen. By "non- busines s r.len" r,as meant money l enders, for example, 
it i,as explained, i-iho theQselves accept s ecuriti es such as farQs and village 
buildings rlhich are not easily realizabl e , and ilho of t en consequently are 
unablc to repay their baril;: loans rrhen their debtors fail. These failures 
work agai nst the interests of African business, it \1as saide 

One trader had asl:cd for a 10- year loan of £10,000 f rom one bank, 
but had been refused. He argued that he could have paid off about £1,000 a 
year from tbe rents of his house alone. Such a long-term loan, of course, 
apart from considerations of security , -,Iould have been \7ell outside normal 
banld.ng practice. The nccd, however, it Has oftcn emphasized , rras f or long­
t erm loans . 

C. BUSD'JESS PROBLEMS. 

(6) Competition -,iitll other firmli. S0l11C traders listed a number of firms 
vlho WC1'e thE;ir competitors , DcntioninG African, Lcvantine , Indian and European 
firns . Unfair competition from Lebane se and Syrian store s and from the big 
firr,ls \/Us som0time s alleged. SomL. tir.les this seemed to Dean only that the prices 
of the competing firms Hcre ordinarily 101ler, or had been r educed to something 
10Yler, than the prices at nhich the dissatisfied African trader could profitably 
sell . It was also all eGed t ;,at some of the biG 1 irDs sent employees round the 
other stores , includinG the African ntorcs , to SL.e .. hat the prices Here , with 
the object of undcrcutting them. 

The point about tllis allcg[;.tion of unfair compcti tion s c:ems to be 
( as already mentioned) t hat the ·,rholcs:-Ucr Gives low·cr (individual commodity) 
prices the great er the quantity bought . The r e are some large African buyers, but 
nost African t r aders see t he position 2, S SDk.1.11 Africc..n buyers ve rsus l arger 
non-African bUyLrs ',-rho ho..ve th(j acivantc..ge of lo..-:cr buyinG prices. 

( 7) Cr0di t 10 s se s h:we clraady b", en ocntioned ( p. 68) • 

. CJ?~. The probl L.D of ,:~lich custOi'll;rS can sD.fcly "be grant ed 
~l'c.dit ~ust be ~cft to individual traders . ExpandinG trade is accompanied by 
~nCl~aSlnG credit faciliti~s down the lines of distribution, and vice vcrsa . 
In the l as t anal;:lsis, success in thL crantinc of credit probQbly requires 
individucl nisdom, caution and good luck. 
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8. Agenc:i.-es. A 17idely-expressed complaint conce rne d the existence 
of agencies, which, traders said, prevented t heir importing from overseas 
themselves, and in general meant lower profit margins. If an agency exists 
in Ghana, an overseas firm will not supply a local firm except through the 
agency. The few traders who had managed to obtain agencies themselves did 
not complain about the system, except for one trader '\vith a Japanese agency 
who said that a Japanese manufacturer would ask more than one person to be 
an agent, so that a trader found his brand of goods on sale elsewhere. In 
general, however, to be at the selling e nd of an agency was considered a 
desirable condition; to be at the buying end very much less so. The agencies 
were monopolies in their lines, it was sometime s put, in a manner suggesting 
condemnation. "The local agent could still make a handsome reward if he 
dealt with wholesalers, instead of demanding always a r etail price for his 
COIlllilodities", said one trader. Another trader said that he thought that 
there was room for sub-agencies. A senior manager of one big firm said that 
his firm gave discounts, but the title of sub-agency was never given. In 
fact, there is no resale price maintenance in " Ghana, with a very few excep­
tions such as on cigarettes, so that prices are determined by the individual 
firm for almost all commodities. 

One trader said that h e could not see why, if a manufacturing firm 
had a good sale in the country, there was any nee~" to establish an agency for 
its products. In any case , many reputable Ghanaians could do the job now done 
by European representatives sent out by their firms, he thought. 

A common complaint vvas that oanufacturers' agents in Ghana often 
take upon themselves r etailing as w"ell as wholesaling functions. 

Some big firms hC.ve ac;encies for competing c anmodi ti es , 
which the m811ufacturers do not particulcrly like becc.use any 
manufacturer prefers undivided attention in the marketing of his commodity. 
"But", said one European particularly "Fiell-informcd in these matters, "who 
can be found to take them over? The oanufacturers regard the African firms 
as too small". But the point was made that other traders should still be 
able to import these goods theoselves, though they v"ere charged a small 
cOffiiuission to cover advertising undertaken by the agency. Alternatively, 
the agency could allon to other importers a quota of the total imports, 
which was said to be the practice of one big f irm for one popular commodity. 

Many traders ; it should be s a id, we re not unaVlare of manufacturers' 
interests. 

One specific cooplaint about the agents for a medical preparation 
indicated how the system could i rritate. "If we order early through the 
local agency in anticipation of market demands," said one trader, "we are 
told to wait, and then the market is flooded because we are all supplied at 
the same time.". 

9. Accountants' fees. Some traders complained that the fees charged 
by accountants, for co~piling accounts for income tax purposes or obtaining 
a banl<: loan, for example, were too high. If a trader employed a book-keeper, 
however, some traders said, the work was ~ade easier for the accountant, and 
his fees were lower. 
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10. Goverl1.l!lcnt $ tatistics. The re -.ras one cOL1plaint about the cost of 
havinf to use an accountant to pre pare th~ fi~~es required by the Govern­
ment Statistician1 s Office. "I don't s ee the use of governDe nt statistics") 
said the trader. "If the re is a usc , it should be explaine d to us. If 
deto.ils arc require d of ny business, I ElUS t 1,.11001 why before I tell them. 
1Vho.t benefit do I derive?" 

This feeling He.S 2.Qt e r found to be nuch nore ,;idespread. I 
understand that in Jam.1...~ry 1959 the African Tinber Feder£'.tion asked for, 
and obtained, the sup) ort of the Kur.~si African Chamb~r Qbout the question­
na.ires of the Gove rmJcnt Statistician's Office, for a l e tter to the Govern­
ment StatisticiQn and. for a delegQtion to the lvlinister. "They are Horrying 
us too much", said one of the bigge r tro.ders, a ChaIJber official. 

11. Reliable subordi!U'.tes. As ho.s alrea dy be en mcntioned. (p. ), 
losses through the dishoncsty of relatives employed in 2. firm we re recorded, 
a.nd 11 firms intervi ewed had b c.d Cases of thefts by other employees. 
Whil e these -,!ere mostly petty thefts, t rw of then h ud involve d tilO larger 
traders in losses of several thousands of pounds, one from a number of 
employees ove r 0. pe riod of time; the othe r h a nd suffe r e d a loss of over 
£5, 000 in 1954. One s t orekeeper ha d bought his OHn goods, of the same kind, 
to sell in his employer's store. He nas sacke d upon the discovery at a stock­
taking. 

T,lQ of the l arger African entrepreneurs s a-i d thc.t they had been 
unable to take a holidl1Y for DC'.l1y years b <... causc t hey could find no one to 
l eave in cha r ge of their businesses. Both they, a nd. a thir d tra d.c r, had 
thought of e nploying Europcan mC'.l1D.gers o.s a solution , one f or a l eave 
pe riod onl y , the otller tHO o.s pc:rm£'.nc:1t employees , - or in one case possibly 
a s a p8Xtncr. 

Corunont. The difficulty of finding reliable subordi n'l.t e s s eems to 
be of major importa-nce. I f 2.n <...ntreprencmr C.J.1U10t find a subordinate not only 
of '~hc r equire d ability but ~Jhom he can trust , the expansion of his business 
beyond. the lini ts of his pe rsonal cont rol is i );lPOS ::;ible. 

12. Business association. The alleged inability of the African 
cntreprcncur~ to "fO'n;-t;'US"fnc'ss" pa rtnerships and conpanie s ',:as v ctriously 
explaincu. a s the r e sult of his dishone sty , a s an indic ation of the individua­
list n..,tUl'O of the Africo..n, and a s a. phc.sc ',-,hich Hould pc.ss ",ii th time and 
the :..'caliz2.tion of his r c s ponsibilitic: s." In c.ddition, one of the biggest 
tro..ders thouCht tha-t th" rc W1.S "not I;luch undc rstc1.l1ding of the ways and r,leans 
of cooine to 6(. tht-r ll • 

The same point of distrust ,I,-S oi-c(;n f:k1.de . The. e.bscnce of mutual 
confidc.llCO nl::l1ns thc.t i,srican busLlt::S S j,lc::n arc o.fraid to l'isk th(;ir a ssets 
by a5soci:;.tiuC in business. Se.vE;rc~ ousiness men s['..id 'chc.t they Jould go 
into partnership i f' thL:Y could ii:lG. SOr,1(; One d10D they could trust. Members 
0;" tto f~ily' C,I'e sor:1ctine s m::de p. rtne rs or shQrc.holders in 2. business , 
thou~;:. th", co.pi tci is provided by 01l(. Da.n -.. :105 <... busi:lcss it recily is and -.Tho 
contl:1UeS to control it. One sugge stion \ ·~.s tha.t the r e should. b e hecwier 
penaltie s 1'01' dishol1vsty by conpany directors, and incrcc.s c d penal tie s for 
thefts by cDployc.es . 
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It was also said that the reYiD.rds fro 1'.1 investing in a business Ylere 
smaJ.l in comparison Hi th .,hat could be obtained more safely e lsE::Hhere , - in 
house-building or money l ending presuHc.bly? 

Frofil ny obse rvations there c.re trw other considerE~tionD. ( i ) It 
is not only fe ar of loss through t he dishones ty of the oth0r f e llow t hat 
deters a possible l,artner or investor, but o.lso a f ear o{ his i nc o.pacity 
as a business no.n to make the laost of the Doney. (ii) For a busine ss man to 
merge Hith othe rs uight be to push h i nscli' out of a job. 

13. The cost~-2ffo.m.~~~~o~ibili~ies. This topic ha s aJ.rea dy been 
(leal t Iii th in s ection 24 .• 

1 L:.. Income tax. No 0.110171:1.11ce Has made in tho incone tax returns for 
t he costs of exte nded f anily r e s po nsibilities , it Wf.S sone tine s said. 

15. Licensing conditions. A fori mmc rs of lice nse d pr emis e s thought 
that opening hours "er e longer c.nd thc. t the co" ts of l i cence s ·'.ve re less in 
Accra t h3.n in Kumasi. In fact there is no di ffer ence between the t n o tmms, 
and conditions in Ashanti 'end the South:.. r n Ree;io n are identic 3.1. The 
licensing ordinances for the mo r 0 D-Ons (Liquor licenoes (Colony and 
Asharrti) Cap. 220 and 221) are t he s ar.le . This point is Given a s a n instance 
of the mis ini'ormc.tion Ilhich is sometines to be found. 

16. Othe.2:.,llf_obl,e:ns rrhich wer e brought up by sane traders included 
b e ginne rst s Lllst2.kes, losses ii.1Volved in changinG the lines of business, c.nd 
overordering - e specially duril1g t he poor 1957-8 seaso n. 

Comment. The se, hOHev er, a r e ordinarJ busines s risks lihich Cal1Ilot 
be passed on, hOc7ever distre ssinG the results of indivic'..ll.c.l business losses 
mig..ht be. 

D. nWORTING PROBLE~;S . 

17. Dock cha rges. Ioporters s aid that r emoval and r e nt char ges at the 
docks rlere heavy. I f the i mpor ter does not r eceive proLlptly the informa­
tion fron the shippin g company tha t the goods have arrived , it Lli ght not 
be possible f or him to t 2ke delivery sufficiently quickly to prevent his 
goods Going on r ent. 

SODe traders us e the banks (except the Ghana Commercial Bank 
Ylhich does not offer this se r vice ) to clear t h0ir [;oods f or theD. Others, ' 
SODe of -I,hom said t hat the banks ; .ere reliable but too slo\! or t oo dear, 
er.lployed African clearing agents, a few of <.:2"lOn have establishe d efficient 
a..l'ld successful businesses in Takoradi. If the clearinG is too slow, the 
goods raIl go on rent. A f ew traders are bi g enou[)l to have branche s or 
per r.1a:'lcnt employees in To.koradi, but 1'or many traders the notif ication of 
the arrival of their goods f.1cans tha t a member of the f irm P.lUSt go daVin to 
Takora~ to clea r the goods and f i nd transport to KUl"1...1.si for them, be fore 
r eturmng. A partne r in a partnership of bm s aid t hat one of t hem would 
~o down by night train sleepcr to Takoradi, and return to Kumas i the 
following night after completing t he business. 
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Three traders mentionecl the practice of having to "dash" the 
clerks to clear the goods~ and it Has a lleged, the Custoras people themselves~ 
At 2/- or 4/- a tine, this amounted to between 20/- and 30/- a consignment, -
not much, but irritating. This pr actice was reported in 1957 to the Minister 
concerned by the KUDD.si African Chanbe r of Commerce. 

On the other hand, a shipping cle rk is risking his job, for the 
b~gger companie s Hill not -colera te it, i f they hear of it. Further, one of 
the ,African clearing 2..gcnts said that the r e were plcmty of people Horking in 
the Customs Long Room ( ',Thich is certa inly the impression a visitor gets), 
and most of the shipping cODpanics employ enough clerks for smooth and rapid 
working. He never had to dash anybody, h e s 2..id, but peopl e in a hurry, for 
exanple on a one-day visit to Takoraoi f rom inland towns to collect the ir 
goods, will ask for speedi e r handling, a nd tip to get it. 

_~ these charges affect particularly the small trader, for they 
are avoided by the big f irr.l ;lith its orm i mporting section. 

18. CustoDs _duties were said by some traders to be too high, and 
eve n to be spoiling trade. Individual traders Here concerned with different 
comrJodities, of course_ Dutie s vo..ry , but Y,lOSt goods pay 20 or 25% ad valorem: 
perfu~ery and cosmetics pay 66J,1o. 

Since 1957, customs dutics have had to be paid on goods on arrival 
before they have been cxanincd by the importer to see i f the- are intact. 
If t.hey are not intact, insurance claics ca n be macle i f t;le losses are 
discovercd in tit\e , but there is no refund from Customs for lost goo ds. It 
depends upon the amount f or '.-ihich the boods 1iiCre insured (the insurable value) 
I;l,nd if that amount covere d customs duties, rrhe t her the i Dporte r Hould 
recover all his losses. It is usual f or African busine ss men to cover the se 
duties. If the losses nr c! discovered -coo late for insurance claims to be 
made, the losses must be borne by the i uporter, of course. 

19. Losses at the doc!£.~: (i) Theft. At leas t 17 trade rs complaine d 
of losse s at the docks t hrough theft. rrhile most ('~ these thefts ne re pe tty, 
in the case of a few traders they totalled one or tTl'O hundred pounds during 
the course of a year. These thefts wer e of t e n fron cases opened for 
examination by Custons. Whe re t he losse s ;rere not discover ed in tiDe - -this 
happened sometimes where the thieve s had ca r efully renailed the case s from 
which they had stolen - no clc:.i n s Here possible . Sone traders did not think 
it worth the time and troubl~ to clain on petty pilfering. The heaviest 
~ingle loss that was rJcntioned occurred in the 1954-5 season, when an 
~mporter could not afford to t a ke delivery of his goods. By the time he was 
able to claim his goods, his insuranc e had run out, and he lost through theft 
and drouage , he said, about £500. 

12§ses at the docks: (ii) ',-,eather. If the goods were not 
promptly collected, the-re Has no prot'e ction f or them against the weather, 
was a~10ther complaint. Except a t Talwradi? 

Losses at,.ib.s..JJ2cks: (iii) B~q.~~=1.~. Only one trader in 
this survey complained of damage through bad handling. 
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Losses at the docks: (iv) InsurQ,nc e c.la i Ds. Claims took 3 to 4 
months to settle , said one busine ss man, and "since -'"Ie Afric a ns haven't got 
money , t h is is a loss and r educes capita l for tra ding". One man said that 
he had an insurance claiu outstanding f or a ye ar; a nother sai,a. that he 
some time s could II wri te 2,00 \1rite a nd write " to insura nce companie s without 
satisfaction. 

The insurance companies' side of the se stories is not known, but 
a manager in one of the big shipping firrls e xpla ine d t hat insurance claims 
often require d considerable inve sti gation, which took time. This firm had 
fifteen employees Viho \lere fully engaged in inve stigo.ting insurance claims, 
Claims we r e some time s fictitious, - sOl!le times presumably in honest error, 
for such claims occasionally cnme from the big firms", 

This shippinG c ompany made it a point of policy , I was told, to 
t~J to s e ttl e soall traders' cla iDs a s pro mptly as possible on the a ssUhlp­
tion tha t the smaller f'irf.ls could l e ss a f ford del ays tha n the bigger firms. 

20. Shipping spac~. Du.ring t he s eason, it is sometime s difficult to 
ge t shipping space, and a coni 'irDing hous e may have to Hai t several 
months to ship goods. If a tra der's Clr'ders a rrive altoc ethe r consequently it 
may b e difficult for hiD to take delivery of them all ir;u:1edia t ely. Further, 
the l":larket may alrea dy b e f looded with t he goods tha t he thought he ha d 

ordered in suf fici e nt tiDe to beat oth er suppliers. 

Comment. This lUts 110t been a proble m in r e c ent mont hs b" cause 1958 
was a year of compo.r a tive slump in shipping. Spe cial ca r goe s r e qulrlng spe cial 
considerat ion, e xplo s ive s, for exuople , mi ght have to 'iVai t f or sui table 
accommodation , of course . 

21. Ovc rcarryiJ.lg. Contra ry -c o \ihat wa s expecte d f rom the assertions 
sometimes heard, the ove rcarrying of goods beyond their intende d port showed 
up very little in this survey. One trader in the 1956 survey complained 
that one shipping line a h rays overcarrie d his goods, (though he did not 
repeat the complaint 18 months 111ter), but only It- other trade rs said that 
it had happened to them. One of the se had had only one expE;ri e nce in 5 or 
6 years of trading; another, a 10ng-estaiJlishe d -cr o.der, one f:;'xpc rienoe in 
1955, Ilhen his goods had been carrie d to Ni geria, but he had misse d the 
market I'or these goods in thCl.t yel1r. The t hird trade r ha d experie nced 
three occasions, a nd the fourth trader -bilO, but both t he s e traders s a i d t hat 
the occasions \7ere not serious and tha t t hey did not conside r overcarrying 
to be a problem. A fifth trader sai d t hat ove rcarrying to Accra instea d of 
unloading l1t Takoradi sometine ,s happe ne d, and this Hl1S a17kl'Tard for him -
presumably for others too - b e c au se he h a d no cl earing agent in Accrl1. 

An African clearing a gent in TaJcoradi shorted ne f ive exanples of 
overcarrying conce rning fims for -;-Jhich he a ctee: as agent, e nd he s, .0. th at 
overcarrying nas COlJ!10n in his expe rience. 

Comment. The shipping firms clislike overcarrying be cause of the 
extra trouble and cost in ',;hich t hey involve themselves, (lnd because they are 
fined if they do not produce t he goods that they have pr eviously declare d to 
Customs. 
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It is not alnays the shipping COLlpal1Y' 05 fault that goods are 
overcc.rried. Y.'rongly-sto\7ec. [poels DIe t~1e fQult of the shipl)ing company, 
but the shipper or the ioporter could be at fault throu@1 "fr.conG ~.:arkings. 
For ex.s.ople, goods consigned to an Accra i Ilporter could be :.:['.cked "Accr".." , 
i~1Ste ;.d of "Accra via TakorQdi lf - (not strictly an example of over carrying) 0 

22. Othe r importi~ J29nts.. (i) lL:q£l~s.. One 'Lraaer ioporting 
certain drugs rri thaut a licenc e hc.d hc..el then seized at T ukoradi. This 
i gnol'ance of the licensing controls , he s::-.i.c:., cost DiD £200. Othe r C<:1.SCS 
ths t I heard of subsequently uso conccrn"d drugs . 

~;eni. While it is icpossible ,.,itllout c.ny Qoubt, for the 
authoriti es to taY-,f) an:,/ other attitude , thc costs of genuine ignorance to 
African traders eiGht rlell be considerable. 

(ii). Lorry __ trQnspor~. D1.lring the seo..son, transport for one's 
goods froo thG docks to KUDasi WiQS sOi:Gtincs expens ive , be cause the heavy 
derm.nd for lorry services cl1Qbl(;el lon"y annul'S to increase their charges. 

E. OTlIl:..R PROBLEMS 

23. "AfricanLl~~ck..:;;.:~c.riulCe ancl think 'C~1o.t tl''-'y can do business 
nithout it" in the \lOl'kels of one: ~ r <:1.dcr , ·,;<:1.S a point often [lade . 

COl::llJCnt . This rc:quircs so:,e c0l1siderc.tioi1, pCl'h~ ps , fo r on the 
oth'~r hQn<1-ono heals lOuch :.:.bout the __ :. rico..n 'C1"' .a.:;.nc trn,dit".on. Wherein lie s 
thc o..llcGGd LcIc of expGriGnce? :Scyond 1:11._ c.bili ty >CQ l.!'i Vl; c. shn;\ld 
bargain c-re t'll; requirci.K;nts of il1:.'orL.'~tion :-.nd t"clli1i(~ues, .;hieh in c e rt.:1.in 
fOl'ns of business :1.re cO llsicl, r,.,1Ile-, '~ndL:::~) 1'i'311c, of buoiness beyond thc 
pet~cy tr:1.ding level. H~.rcl \iOl'l~, .[J(;rSistLn1C( , ~,nd 31:rc .. lnoss by thcfi13elvcs 
arc :1.d~qu""te qncli>cics only Hit;1in linitul fi c. ld3, 'llthouj1 ','lit'an these 
fields , c:'{cGption:u pe-Tsoncl 'lu:.lities ~.lli 'ci r,vcn to coq)l ~tc illiteracy 
C:ul l)roducc sur stantial tr"..L.crs. But t:ld'C is no lQck of pctt:,' tradinc: 
CZ))", ric nee. 

24-. Ot:1L r 'ooints. (i) Clino.tic Cis~1Jilitil-s. HC2.t '.nel humieli ty 
cause nOl'o' ro.piel d..:teriol'u,tion tl~['.11 o~vl1Lr clir.:,tic cOl1C,itions of some goods. 
Son-; druus c-,nd Chtol:1ieal prC}Jar2.tion~ ',:e-ro iaDt~nceci. 

. (ii) Prc .i:d9-..:b.s..o_a.~::..:h~!§..L.::~11.'-!.. Afric2.J1;;, .. b.ll:~~12s.s_3_ .::''.:~ e:~ists in the 
rUl1d of' the public , who belie-va th~.t his ~~ric.;.s [xe; hiGhe r thon vhose of the 
l1on-A.f:.:ican trc.Qer (se-c aloo lJ. 66) , it .:e.s sc.id. 

(iii) Illi t8r~'-cy .1.05 n c::;,usc of business fc.ilun;s or 2.S a liL1i ting 
fr.ctor in GTo;ith ll3.S f.,Gntlonc;d. 

(iv) Fire. One tr3.Qer lost £7 ,000' 05 Horth, .:1.nother £3 ,500' 05 Iforth 
of' stock in a a~t fire in 1955. The. 5;ock \:<:.s not the}1 insured, <lnd is 
~l1SUl'",d in only on~ of thr::.SL c C.s"s no,;. hiy inprcssion is tl"~;.t oany traders 
In the survey had In fact insured. t ,.c ir stock ag2.i11st any such serious losses 
cs ~hescJ under a firc :md theft policy, but no 1l0rth','lhilc figures arc 
aVdlnble f'roo the survey. Traders ill Ku: .t1.si obtQining 103..1105 from thG 
Kwaasi CoI:lDi'i:.tce of thl:. Gu~r~'.l1tL.c Cur!,)o~"Ci,- n inSUl'cd their stocl: by agreement e 
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29. His ideas of their solution. 'fhe last section contained a list 
of .tlfrican traders' probleLls. Put in another Hay, such a list could also 
be to S08e extent a list of solutions, in that by rer.loving the alleged 
hi!ldrances, in so far as this is possible, the problems ruay be solved. 
This section does not repeat in this nay the obverse of the points raised 
in the last section, but contains other nore positive ideas which were 
suggested, grouped under the same headings as those of the last section. 
With a few exceptions ,.-here a cor;Uilent has been made, the cost or the 
practicability of these schemes is not considered, and the consumer is 
ignored. 

A. PREMISES. 

(I) Comnercial and industrial estates should be built for rental or 
purchase by Africans only. The suggestion Vi as also ['lade thc.t Dore factories 
should be built for African entrepreneurs, but ideas of what should be 
produced were never very exact. 

B. FL"IANCIAL 

(2) Loan facilities should b$ increased. This was the most frequently-
mentioned solution in one forD or 2.l1other. 

(i) .Q:uarantee Corporc.tiorl;. Members of the Guarantee Corporation 
corrunonly expressed the hope that Dore funds \lould be available for lending 
by the Guarrultee Corporation. 

(ii) A Guarantee Cor}2oro.tion specialh~r1all.. traders was 
another proposal. 

(iii) Low inte rest loo.ns . The Gove rnment should give Iml-interest 
loans to traders, espcci;lly inthc cocoa season. Interest ro.tes, it vlUS 

variously sUGg<.;sted, should be 2, 2~- (II c.,S the co-ops ho.ve ll
), lJ- or 5%. 

Altcrnn.tively, since bank loc..ns cost so Duch, could not the Government bear 
SODe of the interest charges? 

(iv) Securi tics 2.nd loo.ns. "Our Oi1n bank" could be r"ore accoc1L1oda­
tine, and one Hay ",wuld be to-~-thc loan o.['lounts nero'er to the value of 
the security offered. Alterootively, the GovernDEmt ( a ) IIcould lend to us 
on security on better terLls than the banks offc r lt

; (b) give guarantees to 
the banks against loans to traders. 

( v) Stock as securi tx fo!'_loa~. It \7o.s sometioes argued that 
credit possibilities could be incrcClsed if the banks Hould accept stock as 
a security for loans. 

CoruJlent. It is true on the 1Ihole th9.t the banks would prefer not 
to lend o.Gninst stock. In the o.bsc;nce of othe-r security, hOHever, the bo.nks 
do lend sl!lUll D.lJounts quite- ".7i.dely against stock. The require a lien of 
hypothecation over the stock in t he sane i7ay as 17hen, as agents, they hold 
the CiocUI:lents before pa.yruent is oacle for iuported goods. The business man 
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to whom money is lent Dust have a r eputation " ith the bank> a nd he IJ.ust 
take out a fire insurance policy acknowledging t~le bank's claim in case 
of' fire~ The goods '.',-ill then be released to hiD on a letter of trust. 

(vi) Loan repaynents. Monthly loan repaYDents and qtmrterly 
interest payme nts should be replaced by a schene of full repayment at the 
end of the period of the loan, or by a fevi periodic paynents such as a 
one-third repayo~nt annually on a three-year loan. 

( vii) Who should get the loans? In deciding which traders should 
get any ne~ government loans, the advice of the banks and/or the local 
Chambe r of COITl1J.erce should be sought. Al ternn.tively, the distribution 
should be left entirely to either the batiks, or the ChruJber of Commerce,or 
both. 

(viii) Some traders said that they would like increased credit 
froD confirming house s. 

3. Assistance to th~ successful business [,lane Coneentration of 
assistance to the successful business man was a point made chiefly by 
successful business men. 

Cor.unent. This raises a fundaLlental policy issue. To whom 
should the available assistance be given? The amount made available could 
not possibly satisfy a literally insatiable demand for loans. Should then 
small loans be made available to Dany traders, or bigger loans only to a few? 
The Nigc;rian Committee on Aids to African Business Men invoked Professor 
W .. A. Lervis ' s remark in his Report on Industrialization in the Gold Coast, 
that "African enterprise cannot be built up simply by lending Africans money. 
To l end money to entrepreneurs nho l eck oanagerial capacity is merely to 
throw it dOYlD th<=. drain." (The COD.:',:ittee did not conclude, ho'.vever, as far 
as I 9an see, that the proven trader should therefore receive the larger 
share of the assistance available). 

4. TE\.X relief. Businesses formed to carry on an industry and 
declared to be "pioneer!! by the Governor-General in Council, may receive a 
naximun tax relief of five years' eX0IJption from tax on profits. This 
relief should be extended to new businesses other than those at present 
elit;ible. 

5. The dis count i,gg,...£f ~bi}d.~~J:!.Qnf:je. The KU!J.e.si African Chamber 
of COI2nerce has pursued liith e:;nergy [, pl a n for the establishLlent of the 
acceptance and.discounting of bills of exchange drawn on l:.frican b,: siness 
men . This ,'lelS to have been one of thi.; functions of the Guarantee Cor­
poration which never developed. It \las hop0d that the Ghana COfamerciaJ. 
B[')llc or its London e.. gent liQuld act as the ac ceptance house for bills which 
would then find a ffic'lrk..:.t in London, prircipe.lly. The participo.ting traders 
thcI:lselvcs would provide the funds, or a t least the b r~sis of the funds, to 
be used :lS the security for acceptance business by the bank. Such a schenc 
'::-ould nake possiblt: grec.ter credit facilities than any individual trader 
could provide the s ecurity for , for provided >chat all the participating 
truders did not inport a t eJL.'1.ctly the sume tiDe, an iIJporter '.muld be 
supported Qlso by the f'cUld s of the others. 



27 

Con=(;nt. The G-ham Corr:e rc i c.l Ba nk doe s SODe discounting of bills 
for Afric&n tr~ders, and bills of rc~utable f iros c~ ordinarily be dis­
counted in Loniion, of course . 

':"lbat anounts to an equivalent sen-icc to t!;.c di scounting of bills, 
i n cffc; c t , is t he granting or over dr cSts by bal1ks t o ::1ect current contingen­
cies. This i s a V E:-ry -lii dely- used sc..rvic ~ . 

In sone ca s es , -,-hcr~ rcputab10 traders ar c l-x;quired to Galee 
ir.lmac1i~tc paynlont ov :or5(:2.S , the London ;:.gcnts of the 10c G.l b.:'.Dk II-ill advance 
up to 8C% of the value of the docurlents , ,-;i1!..ch the b~l1k in G-h.:-_ na will hold 
ntjc.inst si tjht payne nt . 

C. BUSI1:ESS . 

G. Gu..,,£~s.~ f~l.::_!.r..-;\c1crs buyinc c.broc.d should be provi ded by t he 
Goverr':_<..nt . The cstc~blishfJ<.nt o~ c. sort oi' Credits G-u~u.ntce D partLlcnt , 
but for oversees sel 1\..-rs not ior local business r'Cl1, would l1lQlte it 
pocsible for oversc, s suppliers to offer tlLir oo:::t fc.vournbll. t CrLlS . 

7. AJl2.sl'_o.~i-.ti2..n .o..f_ -trJ;§c_~:~ Lt?E.1r.:Ai.r~urlJO~ Has often 
sU[,Gested. Such an nS30ci,.tion, it WlS felt , -,iould i :1prove thc.ir conpcti tivc 
pO\ler 'Lgainst tho bi£:. firr:;s . The :;uegcstiol1s took tl1(;sC fon]s : 

(i) An ioporting conpany forDed of tr~dcrs co- opcrrtinc togL:thc.r . 

(ii) Tht; cst(.;.-bli:::hoJnt of ('. COVGrnr Ht-b:lcb~d :.ssociation of snG.ll 
traders to buy in bulk. The.; function of the Gov(.rnn'~nt 'Iiould hL- to act as 0. 

guarantor , end to orc~ni~<..; ~ clc~rinL house £'or the [oods . 

(:J.ii) CorlPcny fOl'Ltion by Groups of .. fric~n bu::;im .. ss nn o.ssisted 
l1ith funds fr u th Govcrlli: "nt. This "'u c,-stiol1 se r..t-u to c.ris{; out of the 
f cline that cO~lponi s \l\...rC- dcsiro.ole in th ns"lvcs c.s n fom of orgnnizo.tion, 
but . auld not b :t oroell unll.S" <..l1couragcd. 

A lnr r ,h'U'u of tr;.d • Int .... rfc..rcncc 1'Y Govrrnr.c nt in L:xisting 
rs n lerr,r;r sh~'(. of tr;dc TIUS propos d 'l-x'o.d paU· rns to 

in such :t orms 

(i) n 1 rc.t,jJ. tn,din[ to u( rcsc.rv d to ;s.fric~ns . The big firns 
,olll. th n be lL.:itea. to inport...nc end llolt,sciing funcLons . 

A quot of tn(. itl-ort tr"dc. , • £ . 35/0, should be re S~rv d for 
rs. 

- govc.rm t c.ccounting service et recGUrized 
s uld be provided. 
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110 Cut out the Diddleoan. SOrle traders f elt th::tt in ir.1porting it 
Has necessary to 9c~~;'lliili directly 'iiith the manui'acture ro As 
already nentioncd UJ. 54), one trader a rgued that to eto this effici ently, 
frequent visits to Europe wer e ne ce ssar y . 

ConDent. The e cononist Ho uld want to point out that, in general, 
middleDen functions are not supe rfluous and have to be provided by somebody. 
Tl~ African t rader or the ove rsea s oanufacttrrer could, if either felt it 
wortlmhile, perforD these functions hitlself if he had the resource s to do sOo 

12. The Gove rnme nt shou~d §ll9.:Qsor SODe leD,dinll. tJerchapts on trips 
oversea s, so that they Can s ee for theosel ve s what is being sold by overseas 
oanufacturers, - a t industrial fairs, for exaople e 

130 Restriction of ~orts. Iopli1rts of those types of goods which are 
also Dade locally should be restricted to encotITage the local industries. 
This Vlould not necessarily benefit African as oppose d to, say, Eurepean 
entrepre neurs, but the argunent was also us ed that it ni ght provide more 
employment. 

D. IMPORTING. 

1 ~-. Su~gestions forJJUI1lalld. collecti0p~_of goods i Elporte d by trade.!:.!ie 
SOLle KUBasibusiness Den felt that ( hey -0Tould be bette r off in terms of time 
and LlOney if they could c9lle ct their goods in KUDc,si instead of a t the 
ports, and suggested : 

(a) a custO !:1S clearing h ouse in KULlasi; and 

(b) that the b i g shipping cODpa~ies e stablish war ehouse s inland. 

Comment. A cuStoLls clearing house in KUDasi ,;"ould s oem to raise 
such iomediate problems as the neces sity for seal ed transports from the 
harbour to Kumasi, and the extra costs of uncollected goods. Import dutie s 
form one-third of total gover noent revenue and it is unlikely that anything 
would be done to e ndanger its collection. (Arc there any exanples of inlt:>.nd 
cuStODS, such a s suggested her e , in any other country?) 

15. ~er police protecti,.2E Has r equired at the do cks. 

Comment. The r e is probably no rOOD, i n the physical sense, for 
f u r t he r police supervision. A Ek'l. no..ger of one of the bi g shi pping firms 
e}..,])ressed the view that effici ency of the Conference line s in this r e spect 
\las probably a s good a s could be hoped. Ther e had b een no major theft for 
Llany ycars. 

E. GENERAL 

16. The Governoent should noninate nore business [[len t o Government 
boc.rcls. 



17. !ai'oXI:J:;lJ;i';l.!":' A p....rioaicrU. coulli I)" pubH",h d by one 0 •. ',~ 
l,~ untl'ics , . vine ini'or'lytiOl1 011 CUlT<.l1t r .'.;t\.,rs , n,'\; 1 Gi:::l ... tion, . :!l'Y..(;.t 
Ch:lll£.,US 1 <,~d 50 on. F\U"th 1' , the L'i.trop''U'l .'\nd Afric';.l) Cr...u.rnb r~ (0\ 10. 
co- op<;.r:ltl..- more on nc.t tc;n~ of i111'o1'[ .ti.J.l. 

18 . ~.!E.-~c.tio_1lJ.n _b2.o.\-j.~ ~l.i!l,.[: ... !~t-':;.9..!..'2.-.rc~:J. J.~~:!1{.r!f:q. Short COUl'ues 
oould b" n.rrongl!d for bu:;;iocss Bcn in book-kccp1ne :lnd cOOl1Lrci'11 kno~.lcdee . 
(Thl..- UG~ndo govt-:rml ... nt provid<.;$ short cOW"S(;S f02; buai cas r.\",r.. Sec note D 
a.t the lOl1d) . 

19 . D"c\.:ntr~liz<ltion 01 ov ... rnLc.nt ck. a.rt:; ~ t:; could ~...:..,c it q icker 
c..nd l:Clsicr f'Qr-KUi,-;:$ibus£i1c-!js n~ ';:-c'civc ;ttcntio ... 

20 . Oth\;r 'Points inclmlc.d tL~ rcduction of cO.J tition by furth.r 
lir.itLl{:; L..vn.ntin" :lnd Indioll tl';:;,dcrs; the <lboH tion of' ioport licences; 
.::lnd th, reduction of incor .. (.. teLA "'nd CU:;tO!ll5 dutit.:s .. 
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30. Some comments by European managers on African prob1...ems. The 
e)..'Perience of European managers in the ir dealings with African traders 
could be a valuable source of infonnation about the existing structure 
of African business. This section summarizes the comments of seven or 
eight senior commercial and bank managers in Kumasi. These comments are 
in general tenns and it is not suggested that they apply to all .African 
business men, of course. 

A general point that was made was that business has been more 
difficult in recent years t han in the e arlier post-Yiar period. Apart 
from considerations of cocoa returns, the sellers' marke t has disappeared 
and business competition has grown. 

A. FINANJI.AL 

(1) Capital. African business men oft en had too little capital to 
start a business or to mee t an eElergency in business. 

(2) Credit. The p roblem of security fo r loans was a real one, 
though established traders of ability and reput ation could obtain some 
bank accommodation without security. Mortgage loans were often sought 
by peopl e who were not genuine traders. 

The credit provided by the expatri ate f i nns was a factor of 
:importance in Africal1. business. 

Past failures of I,est .I'.frican business men - not only Ghanaians -
had meant the contraction of credit to them by overseas suppliers. 

It is possible that the turnovers of many African finns 
did not justify the amount of credit "chat they already obtained. 

B. BUSINESS. In general, an improved business outlook ViaS required, more 
business knowledge, bett0r business methods and higher moral standards. 

(3) Setting up a business. There nas still too little w1.derstanding 
about how to establish a business. Jiccording to one manager, s t orekeepe r 
experience did not necessarily make a man a better business man when he 
established on his own. People who carne into money and started trading with 
110 experience, were very likely to fail, at l eOl.st initially. 

(4-) Conmercial knowledge. An understanding of commercial practices 
was essential . 

(5) l.rl appreciation of the risks involved in business re quired 
developing. Some business 1:10n cannot distinguish between good and bad 
risks. A mal. with a get-rich-quick rr,entalHy may make his business into 
a g8J:1ble. Risks can often be reduced yli th a little forethought. For 
eXnliIple , when ordering goods from overseas, an estimation ct" the market 
at the time that the goods would arrive -,as clearly of first importance. 

(6) Busi ness Planning. It was eSE.eEtial to plan and keep one I s 
resources .-nthin bounds. There is a tendency for the African business 
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man to be too optimistic and not to keep his transactions within his 
resources but to overtraae. It was necess~ to know how not to 
overstock against times of low sales and when cash would be short. 
Sometimes a business can bought more than was prudent, possibly led 
on by his 3upplier offering larger qua.ntities at lower prices. 

A business man must plan from the begirming. '1'here ,vere 
examples of employees of the big firms who had left to set up businesses 
of their OWD, failli1g on their first orders to allow for customs duties 
and overhead costs. 

(7) Book-keeping. The absence of proper accounts and records of 
stock hindered a firm in its dealings with the big firms and the banks, 
and thus its ovm development. Af'rican traders sometimes failed to take 
account of their overhead costs probablY because, in cases where they did 
not keep accounts, these costs were not apparent. Some of the bigger 
Af'rican traders elsa n::'..dc t~ - ~_s cri ticisn. 

(8) Business attitudes. (a) The establishment of financial worthiness 
should be regarded as of first importance. 

(b) Some traders are too casual, too dilatory , in their business pursuits. 
(c) Ethical behaviour - keeping one's Yvord, and not issuing cheques which 
will be "returned to drawer", for example - was part of the process of 
establishli1g trust. (d) The get-rich-quick mentality was felt to l,e too COll1ll10n. 

(9) Spurious trading. The damage done to bona fide traders by the 
spurious practices of a few traders was serious. Some control of traders 
importing f rom overseas and NJ;'icter provision against malpractices would 
protect the bona fide trade r. ) 

(10) Dealing with the banks. 
was emphasized by bank managers. 

Knowing how to deal properly with the banks 
Points mentioned were; 

(i) It is impossible for a bank to know the real state of 
a man's business if he is not frank about it with his bank 
manager. Managers of the big firms made the same point in 
relation to their dealings ,vi th "urican business men. 

(ii) The business rr::n !rud understand how to run his bank account 
properly. The importance of regular daily paying in was not 
sufficiently vudely understood, but the p ractice was growing. 

(i) The }Jigerian Advisory COll1ll1ittee on ".ids to ".:frican Business men wrote 
at some length on business integrity in its Report, inst lli~cii1g malpractices 
which had led to the establishment of a s-pecial "fraud squad" in the police, 
in Nigeria in 1952, and recommended: a) a r evision of the Business Names ' 
Ordinance, requiring more information about firms, and a number of safeguards; 
b) that the Federal Department of Commerce and Industries should be given the 
power to prosecuteL'cases of commercial fraud coming to its notice; c) that 
the Federal Government should enter into reciprocal agreement s with QverSe as 
governments to protect Nigerian firms from fraud by overseas firms. 
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(iii) A COl!ll11on failinC of tne J>.i'rican busincs::: J',an I s t hat 
he will not :::ell (lGad .3tock at a loss to keep hiG 
money turn1n,- ove!:. 

(iv) It is not always r m lized that the lendin:.. function 
of the 1J3 .. nks is the prov-ision of short- tenn credit onljr 

(v) J\:isuse of 10c-YJ.s. 3eeinc their business failing durine 
the last difficult :,ree:.:;: , some traders have admitted that 
they had put t~1e money fran the bank loans that they 
had obtai.neel for tracling purposes jnto cocoa farms . 
This was not the usc ior vrhich the money Yias provided 
and repayment is usually a problem in these circumstances. 

(11) The state of the laH. It is no good dfrafting complicated bits 
of w.achinery , saicl one manaser. A bankruptcy law ViaS felt by some managers 

to be desirable in t11at it Llight be faiTer to the creditors, though one 
filal1.ager did not feel that it 'would make very much <li.fference . 

(12) There V;a3 a y,ridesprec.d fa'; lure to plouFh back profits.. This 
was bel ieved to be partly as a result of a too- co.1iilllon desire for consumption 
spending. 

(13) Insufficient s ecialization iT1 trade ViaS a caus e of failure , in 
one m.anager l s vieW" thou gh anothe r rnona8er disputed this) for, he a:;."[sued, 
in the event of difficulty in repaying dl.bts, general lines are the harlies t 
to dispos e of. 

(14) Life insurence. Insurance on Lfrican lives 'would be facilitated 
by an actu8xial stuliy of the problem by, say, the Govemment Statistician IS 

":':'ioe . 

COlil,:El:T 

The implica ti ons of illc::'easecl li:::e :.'..nsurance coveragG require sorae 
c 0...r1S ide rat ion. Py"Ovision for funerals,fcnily, and the possession of 
insurance pol icies as securi ti es, could effect changes, '[!hich cannot lJe 
gone into here . 

(15) Part- time instruction in book-keeping, c oInlnercial lmowledge and 
business techniques v:auld be useful. 

(16) There YiaS roon for the oEvelop:c:r-nt of advice bur~, in some 
form. The big firms alr ~afly do offer some advice, ,'l1en re~uir:,;d , but 
t oo few traders CaIT:e for it. This is a servj ce which could he developed. 
One p assible reason fer the failu_ e of some Africcn trade:,:,s n8.3 that they 
d i d not seek advice on their spendin,:. 





Note A. 

Kumasi and the political troubles. The effect on local trade of the 
violence in ani after 1954 associated with political party extremists 
Vias nentioned jn section 10 (p.15). Two areas near party buildings 
were particular~ affected, Odumasi Road (or Odumasi High Street since 
renamed Krooo Edusei Road), and Apimpua Roa.d. Business men in the se 
areas blamed their position for their losses. Traders even in less 
troubled spots said that buyer::> V7ere afraid to leave the marke t areas, 
~ that many village people were afraid to come into the town at all. 
Four busine ss men in th is survey left Kumas i for a pe ricd for t heir own 
safety, and there were instances of traders' houses being blasted, or 
fears of this, of tenants leaving houses consequently, and of traders 
being afraid to sleep in their own homes, all of which added to the 
uncertainty. There were losses to busi~ess gene l ally, probably varying 
according to the si tuatio~1 of the store o Kwnasi arms and amn11.'1i tion 
dealers were subjected to official restrictions in possession and sales, 
which still exist. 

These "trO'_,-hLs, which began in 1554, had left a mark which was 
appar&J.t at the t~T..13 of the survey, a...'rl was associated with the continU:U1£ 
fall in sales experienced by SOIre traders, though att:--ibutable also to 
o the r factors, pr:ir.cipally :in 1957-8 to the small crop. On two days i:1. 
August 1957 there ViaS wiEespread shop closing for fear of clashes at the 
t:ime of the court hearing of t he first deportation cases. 

It might be noted that while busine ss men have party 
affiliations, many said that politics and busm ess did not mix in the 
sense that expressed political v:i.eyv'S cost custoners? though there could 
be business advantages in poli"Cical party membership. 

+ + + 

The remainder of this note is largely an exercise in reporting 
the views of some senior European managers in Kumasi, and is not based 
upon personal investigations. It is not possible therefore to offer a 
personal opinion where differing viewpoints exist, Though it is 
inconclusive, it has been thought worth while to include 8.S part of this 
note. 

+ + + + + 

A major consequence of the political troubles in Kurnasi seenE 
to have been the impetus given to t h e commercial development of "bush 
stations" - villageR end small towns which had usually hitherto be en 
ilr!Portant commercially only as pra::tuce collecting centres, :if' at all, 
chiefly for cocoa. This was first suggested to me by a senior European 
manager who instanced from his mVl1 firm the development of an outstations 
branch which had increased i ·cs turnover sevenfold. between 1953 and the 
end of 1957c Increased turnover meant lower overheads as a percentage of 
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costs, so that prices m the outstations stores of the big firms had 
fallen to approximately Kumasi pric es plus freight. It was now less 
worthwhile for customers to come into Kumasi to buy staples, at least. 
One building contractor, as an example, had decided that he could save 
trouble and time, and costs of possible vehicle breakdown or of police 
barriers, by using the local stores m his area, mstead of c ommg into 
Kumasi, as he had always done m the past. 

Two other influences, sugge sted by the European manager, which 
~e helpmg the development of thes e towns, are: (a) the influence of 
local councils, which are wantin g- to attract co.merc ial activities, 
building new markets and developing a sense of civic pride; and (b) 
the possible fact that there is no room for expansion in central Xumasi. 
The Mutlioipal Council in fact actually took steps to reduce trading by 
removmg the petty traders fran t he lorry park in 1957, (only temporarily 
it seems), and expressed its plan to clear the petty traders and others 
(chiefly tailors) from the street verandahs, m an attempt to reduce 
congestion. 

If this is a correct picture, ax:td if it signifies a contraction 
in Kumasi trade (vtJ.ich it need not), it is likely to be prmcipally at the 
expense -of the less efficient traders in Kumasi. It is far from certam, 
however, tffit Kumasi is suffering any contracticn. One bank, vtJ.ich has 
opened successful branches elsewhere in Ashanti, shows no drop in its 
Kumasi figures. The outside branches are catchmg farme rs' -savings 
accounts followmg successful pUblic ity campaigns by t he banks. Some 
cocoa f~rs no longer have to come to Kumasi banks as they used to, 
and the prod uce buying firms are making use of the new facilities. 

It is not clear why the business oir the Kumasi banks should be 
grow:ing, for one would have expected the contrary. First, there has been 
the competition from the Ghana Corrmercial Bank. Second, the general 
prosperi ty of the tovvn did not seem to be increasing. The 1 957-58 
cocoa crop was poor; the French trade was said to be lower than in 
previous years; and building contract:ing work was low. There had been 
new huildings put up m recent years, the Kumasi Hospital, the new Post 
Office and so on, but only the College of Technology was currently 
putting up buildings of any size. House building still seemed to be 
mushrooming in the new outskirts residential areas, but land was 
difficu:!' t to find in the indus trial area, and the mquiry into the 
Asantehene's Lands Office is said to have meant a hold-up m all land 
transactions. -

The 1958-9 season was an improvement on tre previous season. 
Many African traders said that while itlere had be en an improverrent it had 
not been marked with them, though one trader est:iJnated a 30}10 improvement 
in his sales. Some, at least, of the big firms in Kumasi showed a 
significant mcrease in turnover, which might be one of the reasons that 
another European manager doubted, m fact contradicted, these suggestions 
about the extent (and the immediate possibilities of the development) of 
outstations trading. Many stores close down outside the season, he 
argued, ani his experience was that a person cruld still buy in Kumasi 
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at lower prioes than those at vbich a firm could afford to sell in the 
outstations. It is true that a small trad "Cr can ohtain transport for 
his goods more d:Jeaply than the big firms can • 

This last point can be developed further. The snaIl trader 
coming into Kuma.si has the chance of buying thos e lines which are being 
cleared - perhaps becausp ca'sh is r equired by Lebanese traders, for 
example, for new deliveries of imports- and can thus make b e tter bargains. 
An outstations storekeep er's prices are fix ed ; only the r esponsible 
~agers in Kumasi can decide to reduce prices. Further, a big shopping 
centre is always likely to have some attraction for buyers, even wmr e 
good local ~acilities exist for day-to-day buying. 

The desirability of another centre in Ashanti b esides Kumasi 
is another point entirely, but one European manager thought that perhaps 
Sunyani, in the developing cocoa areas of north-west Ashanti ought to b e 
encouraged, perhaps by reviving the old plan for a railway extension 

from Wiaso to Sunyani, purposely to divert s ome of the trade from 
Kumasi, which he described as "an absolute bottleneck". 

Since adequate indices of measurement a r e not r eadily available, 
no conclusions about the outstations development tPeory can r eadily be 
drawn without further personal investigation. There could have b een 
a temporary development ascribable to the political trrubles. It is 
hardly enough to say that we sheuld expect such a d ev e lopment in any 
case, political trouble s or not, in a developing economy. 

Note liI. Importing procedure at Takoradi Harbour. 

Yfuen the go ods are discharged from t he ship in Takoradi 
Harbour, they must be removed from the docks by the consignee or his 
agent within four working days after the ship's d epa rture, or they 
become liable for rent. 

~ After four complete working days, if the goods have not b een 
collected, t hey become liable t o a rent for storage payable to the 
Railways and Harbours Authority. These rents vary according to t he 
commodity, according to t h e siz e of t he package, and vmethe r th e storage 
is unde r cover or not. Not all goods are stored under cover. 
There are 6 covered sheds for general cargo, 3 smaller sheds for 
combustible materials, and 2 sheds for c ement. Anus and anmrunition, 
if not immediately colle cted, are sent for storage to the Government 
magazine. Machinery vbich is too big for shed storage is put into an 

uncovered space. 

Removal charges, are payable to the shipping company. Goods vlhich are 
not collected have not paid duty, so they are removed to the Queen 's 

Warehouse. The charge for goods v,hich are bonded is 1/- pe r package, 
and these goms have to go there anyway. But othe r goods, vnicl1 have to 
be removed by the shipping company b ecause they have not been collected, 
are charged 2/- per package, with lower rates for bullcy goods such as 
asbestos and corrugated iron sheets. 
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Th . Rcdlwuys and Harbour's and th.' Cnstornc d(:c:id C '!.+rich goods 
sholl be tronsf 'rrcd und which remo.m in t h.. <lock shcd3, but the handling 
is dOllo by tha shinping comprulif's. The Qur·on' 0 Wat'ehol.lsc :in obout 
thrcc- qunrters of u. mile from -the shuds, and th:.l justification for tre 
ch::trge is to help defray labour costs. It is hopod that it might also 
encourage consignees to collect their goods promptly, for too sheds have 
toLcleared suiTIciently before other ships arrive to unlo;>d. 

Such goods such as cement and bulk cargo, and sane others such 
as beer and sugar, though removal charges apply just the same, are not 
1jSually transferred to the Queen's Warehouse, unless they are going to 
15e auctioned, when they must be transferred. 

Neither rent nor removal charges occur if the goods are 
collected within the 4-day pericd. In practice, this Deans that the 
big firms, with their effic:ii.ent clear:ing departmmts at Takoradi, do not 
pay these charge s, but that many petty traders often <Ro. The shipping 
corrIp3Il.ies always advi';e the consignees of their agents before the ship 
carrying their goods arrive, except i.n the very rare cases where the 
Takoradi office of the shipping line receives its information late. 
A petty trader acting promptly himself or with a reljable agent would 

not pay these charges. 

Charges are often reduced for a small trader, I understand, 
where there is some acceptable reason for his delay in collecting the 
goods, and he is not in the habit of leaving his goods on rent. The 
express purpose of this is to help the small trader whose margins are 
thought to be lower than those of the big firffi'3. 

Note C. The density of African shops i.n the most canmercial areas. " 

The only way to inquire adequately in to the density of African 
stores in the main sbopping streets is to walk along these streets with 
a notebook and pencil, count the shops and their frontage, and find out 
who the ovmer is. Such an enquiry in Kingway (re-named Prenpeh II) 
Street (exclud:ing the bank premises at the top of t he Street) gave 
these results: 

Number of separ2- te Total number of 
stores shOE fronts {1 2 

a) African 9 17 

~~ European 24 124 
Indian 27 77 

~~ Lebanese and Syrian 46 104 
Not mown 3 4 

f) Empty -.l± ~ 
113 330 

Seven of the African shops were above, that is, south of, 
Odum Street. 
( 1 ) By a sho"-p-f-r-o-n-t-i-s-me-an-t-a-d-o-o-r-o-r-a-m-·-nd-::.-"o-w-o-r-e-qu-. -'i-v-a.l""-en--:-t-ar-e-a-o---

Where store VIas on a comer, a reasonable frontage on the angle was 90unted, 
but thebfrontage not Q11 K:jngsway S~:roet waCl not.counted, ~ coU\se, . ~ttA 
reasana Ie i·rentage 2mp11es an arultrary aeC1S10n, necessar1~y). 
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