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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 IT of this study will appear within the next few
months and will consist of material under roughly these
headingse

E. SOCIAL ASPECTS

23 The family system: inheritance and successiona

2h. 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.

L DAY
F. THE PROBLEMS OF AFRICAN BUSINESS MEN

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

29, His ideas of their solutiones
30 Some comments by European managers on African
problems.
Part IT is the more important part of the study from
the African business man's point of view, containing an
analysis of his business problems, which he wants to see

stated as a basis for tackling them.

P.C. G
July 1958
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A STUDY OF A GROUP OF TRADERS IN KUMAST

A. INTRODUCTORY

1e Scope of this inguiryes

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 inguiry is the problems
of African business mene This however involves a good deal of back-
ground material which in so far as it is relevant is included in this
reporte The report is limited to the larger independent African
wholesale and retail traders in Kumasi, the Ashanti capital, who have
permanent premisesoe A few of the larger market traders are included,
but storekeepers of the big firms, and petty and itinerant traders
are completely excludeds In some of the tables, information is
included about business men in activities other than trade, but it is
always shown when this is done,

Field worke Most of the field work for this study was carried out
between August and December 1957, and follows a smeller inquiry made in
Kumasi between February and April 1956, which served as a pilot survey.( )
This pilot study proved useful in a number of ways, apart from showing
what other information was needed and how guestionnaires might be
redrafteds It provided examples of how individual businesses had changed
during the period between the two inguiries, and a check on how accurate
and clear the replies to the first inguiry had been. On this last point,
the results were extremely reassuringe Twenty-three of those interviewed
in 1956 were interviewed again in 1957. Most of those not interviewed
again were not traderses

The traders interviewed. The interest and co-operation shown by
most African traders in this inquiry should be placed on records 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 questionse These interviews
ranged from roadside chats to more detailed questionings lasting an
hour or two, and sometimes running into more than one interview. About
ninety of the interviews were of this detailed natures 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 traderss

t¥)A short progress report on this survey was read at the 1956 Conference
of the West African Institute of Social and Economic Research at
Tbadan, but was not published in the transactions, because it was
merely an account of work in progress.



Acknowledmentse To a few African business men, particularly
Mr. Jefs Lddison, Chairman of the Kumasi African Chamber of Commerce,
and Mr. Ke Agyarko, this study owes a great deal, and their friend-
ship has been greatly valued. My debt to very many other people,
European business men, bankers and colleagues in the University
College of Ghana, who have patiently ironed out the worst mistakes
in earlier drafts of this material, must be recordede

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 expending, The particular aspect with which this
survey is concerned is the distribution sector of the economy.
There arey, of course, African business men in all the other sectors,
extractive and manufacturing industries, commercial and personal
services, and so Ona

Methods The method of collecting material should be mentionede
A questiommaire was used as a basis for the guestions asked in most
interviews, but was not distributeds All the information was
collected by the writer by oral questionings An interpreter had to
be used on only a few occasionse

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
tables Most of the traders interviewed wished to preserve their
anonymity and this request has been scrupulously respecteds

Government Committees to inquire into African business needs.
The general feeling that 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




(in June 1958) settlnE up committees to suggest methods of helping
African business men. This study, which is along the same lines,
may prove of assistances

Future study on history. While pursuing the main purpose of
this study, there was an opportunity, which it would have been a
pity to missy 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 Kumasio.

Kumasi is the chief town of Ashanti, the old ldngdom which now
constitutes one of the major administrative divisions of Ghanas In
the centre of the forest country, Kumasi has a long history as a
trading centre where products from the north and south met. (See
sketch mop at end).

(1)

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

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

The Nigerian committee's terms 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 taken by the Federal Government to
assist them; and

iii, d4in particular to examine proposals for providing credit
facilities for African importers and exporters, and to
propose a scheme,

The Ghanaian committee's terms of reference were!
i« to examine the present position of local enterprises
and businesses opersted by Ghannians;
ii, +to ascertain the difficulties encountered by Ghanaians
in the operation of these enterprises;

iii. +to meke recommendations as to the best means of assistin
Ghanaian business men to overcome their difficulties; ang
ive to consider any matter cognate to the terms of reference.



According to the 1948 populetion 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 economye. 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. December,
of course, is also the Christmas season, a month of net Post Offige
withdrawals in 1956, though not in 1955. Cocoa farmers received
about £39 millicwxg?r the 1956-7 season, and about £27 million for
the 1957-8 seasona\!

Kumasi has one of the largest and most prosperous markets in
West Africa. Covering an area of almost 25% acres, the Central
Markeﬁzin Kumasi, built and opened in 1925, had almost 8,000 traders
in it,“/not counting the traders' relatives and assistantse There
are also a few smaller markets in the municipality apart from the
Central Market. Besides the markets, there are the big expatriate
firms which 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, FEconomio
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 time, See
footnote on ps6a



B. ANALYSIS OF THE KUMASI SURVEY, THE BACKGROUND OF THE AFRICAN
ENTREPRENEUR

3¢ The tribal origins of Kumasi traders.

The following table shows the tribal associations of 111 of the
traders interviewed in Kumasi. Of these, 10 were market stall
holders, and 101 had permenent 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) premisess

Tribal group Number of traders
Ashanti T
Fanti (from the central coastal

areas) 9
Ewe (Togoland) 6
Nigerian 6
Akwapim (area 100 miles S.E.
of Kumasi) 3
Ga (Accra region) 3
Kwahu (area 60 miles east of
Kumasi) 5
Nzima (S.W. Ghana) &
Creole (Sierra Leone) 1

—
—
-

I

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 tooe In the fther 2 partnerships,
the other partner in each case was a European.1) Of the 9 Fanti
business units, 1 was a company with Fanti shareholders, 1 was a
partnership with Fanti partners, and 2 were women with market storess
Of the 5 Ewe units, 1 was a paﬁffership of 2 Ewes, and 1 a market
store holders The 6 Nigerians\¢/included 2 Hausa business men,

(1)The European in one partnership worked in the firm in Kumasie The
Buropean 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 L4 other Warri bar keepers in Kumasi,
who, however, were not visited, Similarly, from a Ga, information was
obtained about 2 Ga women bar keepers, again not incl

uded here, and so one



both born in Ghana, and a Yoruba partnership in the markets

There is apparently a tradition among Kwahus that they will not
succeed in business in Kumasi, and it is well known that they prefer
the hundred miles Jjourney south to Accra to the sixty miles Jjourney
west to Kumasis« They give a number of other reasons for thise 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 Accras. Most of the Kwahus in trade in
Kumasi are employees of the big firms, ar small market traders,
including many womens

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 arease

Lo Tribal organisation of trade in Kumasi Market.

By contrast, in Kumasi Market, specialization iF relation to
tribe is much more marked and varieds M. Jean Rouch1) describes 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 loades

Rouch reported annual incereases in their numbers from 1952 to 1954.
There were still about 4,500 squatters in November 1957, when
altogether there were some 7,800 traders in the market - 4,500 squatters
and 3,300 in temporary (that is, constructed by t?“ traders themselves)
and permanent (municipally-built) store premises. )

Rouch found that, of the 3,612 traders interviewed, the Ashantis
with 472, formed the second largest group. This is only 13%, as (3)
against the largest group, 805 Yorubas, who formed 22% of the total.
However, as far as market stell holders are concerned; the proportion
of Ashantis there is much greater than 13%. The Market Manager, who
has been in the market since 1938, suggested that it might even be as
high as 70%: other officials suggested about 33%.

(1)

Notes on Migrations into the Gold Coaste (1954), pe39e

(E)Figurea obtained in June 1958 showed an increase on these November
1957 figuress 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

ve a total of over 9,000 traders. This is a maximum figure,
(excluding relatives and assistants).

'(;)Gonaagﬂgntlyb Yoruba festivals affect market activity.



According to the mcting head of the market textile scllers, (who,
1ike the hend, is o man), there are about 60 textile sellers, both
men and women, in the market, who are all Ashantis, except for about
5 Fanti womens In habordashery, among the larger traders, there are
2 or 3 Ashantis, onc Panti woman, and a few Kwahus; and nearly all
the small traders are "Lagosians", (that is, Yoruba), according to
one prominent haberdashery market traders In the local products
section of the market, however, therec are merked tribal groupings
according to the products Most of this information came from the
market officinls on the spote Starch, for example, is sold by Ewes;
Northern Region grains, such as cow peas and guinea corn, by women
from the north; 4%the Hausa from Nigeria decal in bagged maize; Frafra
and Moshie in Kapok; Frafre in chickense The Gaos (from the French
Soudan) control the wholesale trade in smoked Niger fish from Mopti,
selling to the retailers, Ashanti and Kwahu mammies. The Gaos also
control the dried and szlted fish trade from the Niger, but their
own women folk rctail this fish, running market stalls in their
husbands' names. The Yoruba bring in smoked fish from the Northern
Region and Trans-Voltas They also prepare certain foods for sale by
hawkers; they make 'agidi' from maize, and 'konkonte' from pulverized
dried cassava. This powdered casscva is sold to them chiefly by
Grunshie womene Kenkey-maldng is in the hands of people from Ada.

There is no tribal alignment, on the other hand, in the sale of
local food products such as garden eggs and peppers, (though oranges
appear to be in the hands chiefly of Ashanti and some Kwahu women),
or in dricd and smoked fish from the coast though there are many
Fanti women in this trades.

Rouch observed that the Goos are the only men to have entered
the retail food markct, (Which, he thought, partly explained their
lack or popularity). While they do some retailing, the Gaos are
chiefly wholesalers of fish and of farm products, notably yamse
However, the retail meat market in November 1957 was entirely,
cxcept for one woman, in the hands of men, chiefly from the Northern
Region of Ghanae




5« The cducational brokground of a group of Kumasi traderss

Details of their eduoation were obtained from 64 traders.

Type of cducation Number of traders
No education 6
Primary education 6
Middle School 33
Secondary School >

Commercial School (including

private colleges) 2
Trade School 2
Teacher Training 2
Some University education 1
Other:

Pharmacy training 3
Nursing 1
Arabic 1
Some night school only i

6L

In this 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
dominont ones 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, 01d middle school standards arc generally considered by
cducationalists to have been superior to those of the present, I
understand.

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 degrec of success in businesss. Here is a table
to show the educational background of the sole traders or dominant



partners in the fourteen largest African businesses in Kumasie Thedr
ages, approximoted to conceal identity, are glven along with a rough
estimate of their standard of spoken Englishe An illiterate dominant
partner might have an adequately-cducated junior partner, and an
illiterate sole trader a literate clerk or relative, of courses

Table to show the educational background of the entreprencurs
in the fourteen largest African businesses in Kumasi

Estimate of standard

Education Age of spoken English
Middle School L5 Very good
& 30 "
ne 50 i
5 J-I-D "
it l'5 n
" 1}5 n
- 50 "

" 30% "

= 140 1"

. 30 "

i ? 25 mn
Secondary School L0 3
I1literate LO Very poor

" h.o n

To correlate age and success presents difficulticse The man
of thirty might be more energetic than a man of fifty, but a man
of fifty has the wider experience? Many traders however do not
undertake their own businesses until a later age, perheps on their
retirement from a job with a 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.



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, 1
and daste of establishment e

Under 5 years (Established since January 1953) 23
6 - 12 years (Established 1946-1952, that is

after the Second World War) 41
13 = 19 years (Established during the War) 14
20 - 24 years (Established 1934 - 38) 11
25 years and over (Established in or before 1933) 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 tirader in Kumasi appears to be a cloth trader,
in a small way of business, but in a permanent store (these are the
twelf'th premises that he has occupied)s 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 end bookse It is
now carried on by the son of the founder, 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 isgovers

7+ Experience before entering into_trade.
TABIE: The experience of 26 Kumasi business men before

entering into trade

NUMBER OF YEARS

5 years 5 - 10 Over TOTAL
or less years 11 years

8s Experience with an expatriate (1)

firm: (1) as a storekeeper 3 6 12 2

(ii) as a clerk or assistant 2 2 - L

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

Trader 2 - - 2

ds Assistant to a European sole trader 1 - - 1



Table (continued)

2years 2 =10 Over TOTAL
or less years 11 years
es Assistant to an African sole trader 1 - - 1
fe Government official: (i) Junior 2 1 - 3
(ii) Senior - - 3 3
g+ Bank clerk 1 = 1 2
he Teacher - - 2 2
is Lawyer's clerk - - 2 2
Je Police - 1 - 1
ke Experience in father's business 3
1, Apprentice (to a weaver, tailor
goldsmith or cobblers 11
me No experience outside own business,
(iees trading since schooldays) T
n. Farmer ' 1
Oe Misccllaneous backgroundi1) 8
76

This table gives the chief expericrice of the African entrepreneurs
interviewed, where the information was cbtaineds But this is not the
full picture by any means, of courses Ior cxample, 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 clerke 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 teacher; 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 businesse There are
many examples of such changes in occupation, but this is what we would
expeet to find, as in other countries. However, it has been suggested
that there is a greater mobility between occupations in Ghana than in
Europe, and also o 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
( )1ncluded ex- .&.C? managg%s. L
2)The miscellaneous group include on ex-chief, o newspaper men, a prison
warder, a domestic servant, a phctographerf a musician later an
auctioneer, a mines worker, and o chemists' store assistant.



C. THE STRUCTULE OI' AFRTCAN BUSINESS

8. The geography of African trade in Kumasi. (Mgp at end)

The main commercial area of Kumasi is divided into two by the
reilway, 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 - which is eastward - to Accrae
The commercial area is east and west of the north=-south section of
the railway. On the west is the 0ld Town, which contains by far the
greater number of permanent shop premisese Here are to be found the
big foreign firms, and most of the Lebanese and Indian stores.
Especially important, and always the busiegt 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 found on its perimeter, - Odum Road or Street, Apimpua Road, and
the southern end of Dominasi Road; and a few around upper Kingsway
Strect and Guggisberg Road. Beyond the main commercial area, nearly
all the stores are Africans

On the east is Bompata and Fanti New Towmne In the bend of the
reilway line is the Centrel Markct with its thousands of buyers and
scllers, the busiest spot in the town. The Central Lorry Park lies
ncarby just across the railway line at Kejetia, and the flow of
people between the market and the lorry park is always considerablee
There are o number of African businesscs along Fuller Road, Zongo
Rond, ond Antoa Roads Beyond these streets and the main commercial
arce oagoin, the stores are almost entirely Africans

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

(Note on the map: Zongo Road runs roughly cast-west across the
centre of the map, but the part west of the railway line is always
known locally as Prison Roade In this study, Zongo Road refers to
that part east of the roilway lines, 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
elsewhere in the worlds Of the trading businesses about which
information was collected, the organizational forms were as follows:

Sole traders 92
Partncrships 21

Companies 2
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There are many pertnerships without any binding legal 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 partnership in fact functioned as one, and not as a
sole trader, where one brother, for example, had brought most of the
capital 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 fefe
registered under the Registration of Business Names Ordinance 1) as
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 scle traders. From a
rccent search through the records of the company registrations in
the Deportment of the Registrar-General in Accra, it appears that
between Jam 1947 and March 1958, (that is, roughly, since the
end of the War), 15 African companiecs with their head offices in
Kumasi have been registered, (excluding a number of cocoa farmers'
companics which did not survive)s Four or five of these were
troding firms; six were timber firms. There is, to my knowledge,
one other African compony still in existence which was registered
before 1947« But there are very many sole traders, excluding the
large number in the market, whose businesses appeared to be too
small to be worth investigating for this survey. Many sole traders
Ikmovm, but only casually, to the writer, are not even included, so
that apart from the coverage of the survey, the number of sole
traders listed here is quite meaninglesse

The managing director of one company and four partners in three
partncrships, also had separate sole trading interests, counted herce

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

(1)By the Registration of Busincss Names Ordinance (1937, amended
1957), all firms carrying on business in Ghana under any name,
without any addition, other than that of the owner, or all the
partners, or,in the case of a company, in any name other than
its corporate name, and persons who carry on business and have
changed their names (excluding women on marriage) must register
with the Registrar-General,



10. The sizec of businessese

It is difficult to assess the relative sizes of business ese No
eriterion seems sufficient on its own. Turnover might be large but
the profit margin small; profit margins might include short-term
monopoly gains; the number of assistants employed too often depends
upon an African trader's family responsibilities; and the number
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,
could only give me daily and monthly cstimates of seasonal and out=-of-
season salese A few traders were completely shy of the questions 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 businessess

The state of trades The table of comparative turnover figures
refers to the 1956-57 trading year;,; for the most part, except where
fipures have had to be worked out from more recent daily and monthly
estimatess This may prove misleading because 1956-57 was a good year
in meny respects, - for example, one expatriate firm broke its Kumasi
record in textile sales, its most important line there. Yet many
African business men consider the previous year 1955-56 to have been
an even better year than 1956-7, and falls in sales were estimated by
some to have been between 30 and 75% below 1955-56 saless However,
there is general agreement that 1957-58 was not mercly a bad year, but,
with the failure of the cocoa crop, the worst since the Ware. The
1957-58 cocoa crops which was such a very had one chiefly because of
the early drought and later the excessive rains, was estimated early
in 1957 to be a bumper one, but was in fact little re than three-
quarters of the 1956-7 record of 264,000 long tons(1 with less than
200,000 long tons, the lowest for yecarse In addition, the cocoa price
to the farmers paid by the Cocoa Marketing Board had been reduced from
80/= per load of 60 1lbs for the 1956-7 crop, to 72/~ 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 lesse With
the smaller crop, the cocoa money was perhaps £12 million lowers Stock
holdings by the shops for the 1957-58 year had been based upon 1956~7
salecs and cocoa crop forecasts, so that overstocking was general.

(1)A long ton is an English ton of 2240 1lbs; a short ton (used in
Anerica) is 2;000 1bs.
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There are two points here then. TFirst, it is not claimed that
195657 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 Kumesi in 1957, the Asian '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
effectse 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 many
village people have been afrgid 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
many traders are inclined to refer with 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 Keta Krachi and by-passing Kumasie

Table to show the sizes of some African business in Kumasi:

turnover figures chiefly for the treding  yesr 195657
Size of turnover Number of firms with this turnover
Less than £1,000

About £1,000
£1,001 - £2,500
£2,501 - £5,000
£,001 - £7,500
£7,501 - £10,000
£10,001 - £15,000
£15,001 - £20,000
£20,001 - £25,000
£25,001 - £30,000
£30,001 - £,0,000
£,0,001 - £50,000
£50,001 - £75,000
£75,001 - £100,000
About £100,000
About £150,000

~J -
I-P"-‘—‘—‘-}-“Q-F'\H\.NCO-\IN\NODO‘\\.H\H



Notes on this table.

Where estimates have been made from limited data, a cautious
lower, rather than a higher, figure has been given

Where 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. This table gives the turnover figures of retail
stores dealing in (a), domestic hardware and ironmongery, and
(b), chemists' goods, in Great Britain. 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 heres

(a) Number of retail stores ('b) Number of retail

in Great Britain dealing stores in Great

with domestic hardware Britain selling

and ironmongerye chemists' goodss
TOTAL 30,223 164733
Annual Sales:
Under £1,000 5,897 1,008
£1,000 = £2,500 65746 15347
£2,500 - £5,000 6,298 3,166
£5,000 - £10,000 5,217 6,472
£10,000 ~ £25,000 L4523 3,962
£25,000 - £50,000 1,129 565
£50,000 = £100,000 328 155

Over £100,000 85 58
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Table to indicate the sizes of some Africon businesses in
Kumasi by the number of stores run by individual firmse

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

individual firm Number of firms
1 59
2 22 Of these firms, 6 had one
store outside Kupasie
3 6 Of these firms, 4 had 1

store outside Kumasi;
2 had 2 outside Kumasie.

L 2 Of these firms, 1 had 2
stores and 1 had 3 stores
outside Kumasie

5 -
6 &l
7 =
8 1 This firm had 3 stores
outside Kumasis
9 -
10 =
17 4 This firm had 2 stores
outside Kumasis.
Total 91

Notes on this Table.

Premises used for purposes other than trading are not included ,
For example, a trader who also runs a printing press and a corn mill
in addition to his retail store is counted asowmning only one unite
This is the method of reckoning for the purpose of this tables In a
number of instances, a trader is a sole trader in one branch of his
business, and a partner in another branch.



These figures exclude warehouses, because warehouses are not
necessarily selling points, and because often the warehouse is at
the trader's home, so that no scparate rent is paid for it. Offices
too are excluded, unless there are no other premisese Thus in the
table, there is one trader, fortunately, perhaps, an exceptional case,
who has one retail store, two warehouses and one Takoradi office to
take delivery of imported goods; he counts as only one stores

There is a little double-counting in the figures of the branches.
Of the 6 businesses with 3 stores cach, there were 2 firms which 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 =& partnership in two stores
outside Kumasis.

There is no correlation between the turnover and the number of
branches of a firm heres There is, of course, a relationship between
the number of employces (in the next table) and the number of stores
that a firm had.

Table to show the sizes of some African businesses in Kumasi
by the number of employees working in the firms

lumber of employees Number of firms Total Nunber of
in a single trading with this number number of relatives in

firm of employees employees this total
0 8 - =
1 16 16 6
2 15 30 14
2 13 39 13
L 15 L2 15
5 7 35 °
6 2 12 1
T 1 7 3
.8 2 16 4
9 2 18 5
10 2 20 1
11 1 11 1
12 - - -
15 2 26 3
14 1 14 Ly
15 1 15 3
16 = = e,
17 - = =
18 1 18 ?
TOTAL 87 319 99



Notes on this Tablc.

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
Africen businesses 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 educationy or lack of ity there is a considerable shortage
of employment opportunities in Ghana, and the family system conceals
the degree of this unemploymentes 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 employees 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 businessess

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 includeds Managing
dircctors of companics, sole traders and partners - that is, here,
the employers - are cxcludeds There were 6 firms with more than 1
active partner: thcse partnerships had between them 21 active
partners, These excluded active partners were active workers of
courses Of these 6 firms, one, consisting of 4 partners, is included
in the first line of the table because 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 watchmen may help in
the store when required, so that the distinction between them and
the labourers employed is not always clears

The numbers 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 largest African firms in Kumasi - 2 companies and 1 partnership =




are not t ading firmse These three firms between them employ 591
mrkers. One of thesc companics is the Ashanti Turf Club, which
is largely but not o 1rcly African-ovmed and directeds. The other

firms employ 251\2) between them, excluding those workers
employed by the managing entreprencurs in their other interests
outside the companiesa

11. Turnover of stock.

Information about the stock and turnover relationship was
obtained from only a few firmse 10 of these had turnovers of £,0,000
and overs Here are examples of their stock turnovers:

Turnover Stock Average number of times
stock turncd over during
the year.

£'s £'s
100,000 10,000 10
55,000 9,000 6
50,000 5,000 10
50,000 7,000 7
15,000 5,000 9
40,000 8,000 5

There werc other instences, omitted here, of African firms
which imported for other firms, and which kept only low stocks
themselvess These firms had much highcer stock turnovers than the
exomples listed heres Other examples involving lower turnovers

arcs:
Turnover Stock Average number of times stock
turncd over during the year
wr e E's

25,000 7,000 3%

1645000 4,000 L

14,000 75000 2

10,000 2,000 5

10,000 3,000 3

€ )June 1958, but this figure includes 270 part-time employees of the
Ashonti Turf Club.

( )Jm:e 1958. In 1956 the figure was 338 for these two firms; one firm
had reduced, the other had slightly increased, the number of its




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
gome lines and slow sales in others. Most of those in the over £40,000
turnover range here were selling principally hardware, ironmongery and
builders' materialse

For purposes of comparison, Kingsway Stores, Lagos, has a turnover
of 3% times a years ) The 1950 Census of Distribution in Great
Britain showed an average turnover of stocks in retail "domestic
hardware, ironmongery'" of about L 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 timesd2)

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 gquickly,
whereas o 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 turnoverss

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 er 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 ? and 6 times a
years In Kingsway Stores, Lagos, it is only 37 times a year;

but excluding cigarettes which can be obtained locally, the rate
of turnover of stocks is less than 3 times a year". (United
Africa Company, Statistical and Economic Review, No.12, September
1953, pe17). The Unilever 195/-58 trading year report showed a
UsAoCe stock turnover of less than 2% times.

(2)Retasn Trade, Short Report 1952, p.16 (1950 Census of Distribution
and other services, H.M.S.0.).



agreed that there is some difficulty in drawing a clear distinction
between wholesale %E%‘retail trading in West Africa, (as Bauer, for
example has shown)d

Of specialization according to commodity, there is considerable
evidence, as the figures in the table below indicates Where the
total demand is small, as in a village, the general store exists.
Where there is a larger market, as in a town, the development of
specialized trading might by expected; and this is happening. The
big European firms have already achieved a marked degree of
specialization often with separate premises and organization for
their various branches. How far are African 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 standerds,
with several branch stores, sold books, textiles, hardware and
provisions in different storess On the other hand, many firms had
concerned themselves with only a few 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 excceded £10,000 at any time. In the
case of one of the larger hardware stores, the capital was shown as
£15,000 on its 1955-56 balance sheet, and this was the highest figure
encountered. Thus the capital of most African firms does not allow
for much manoeuvre. African specializetion is still only small=-scale
specializations

Some traders felt that they could turn from one commodity to
another as the opportunities in the market appeareds 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 conditionse This happened,
of course. One trader, for example, had been squeezed out of his lines
of business by competition twice since 1948. TFirst he had tried drugs,
then haberdashery, and finally had turned to "general goods" (a range
of hardware and drugs) in his third attempts Another trader had been
uprooted from the store where he had been for ten years, and after
trying to carey on his former business of book selling, had turned

e

Bauer: West African Trade, CeUsPe, 1954, De53.
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first to provisions, then to hardware, then to building materials,
malding beglmers' nistakes sometimes in these new lines, he said,
all within one year!

In genernl, as one senior European manager in Kumasi of one of
the big firms remarked, there is cvery evidence now of commodity
specialigation in African tradinga

Urban geographical spegialization. One development should be
noteds In the market, concentrations of traders selling the same

commodities are commonplace and usuale Outside the market,
concentrations of stores dealing in the same commodity range also
exist, but hardly 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 storess

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 erea is now quite widely
known for this trade. This seems to be the only African example in
Eumasi outside the markets

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

Commodity group sold Number of firms

1o Hardware 25

2e¢ Drugs 2k

3« Provisions 14

Lhe Drinkables 11

H5e Arms and Ammunition 9 A1l these firms are

primarily concerned
with other commodities
and t herefore are not
included in the total.
6s Haberdashery and new clothing

7. Textiles
8. Weavers' yarns
9« Books
10. Shoes
11, Building materials
12, Miscellaneous
TOTAL

-



Notes on the table.

Where o store sells more than one category of goods, the more
important is taken, but here are some indications of where combinations
of categories ocour. (The commodity group numbers refer to the numbers
in the table).

Commodity Group.

1. Hardware, where there was any combination at all, was most commonly
combined with drugs. There were 10 major examples of this, (two stores
which were predominantly hardware sold drugs; eight stores which were

p redominantly drugs, sold some hardware). One textile seller also

sold herdware in his shope BSome hardware stores broadened into "general
goods" to include soep commonly, linoleum, drugs and perfumes, stationery
sometimes, bicycle accessories, and so on.

2e Drugs. ©Some of the firms in the miscellanecous section also sold
drugs. Little outlay is requirecd to add a popular cough mixture or
laxative to one's stocke.

3¢ Provisionss This number included 3 who were wholesalers only:
one of these had & hardware section in his store; another also
imported building materials. One trader in provisions also brought
up fresh fish from the coaste

Le Drinkabless This section includes wholesalers, retailers and
barkeepers, all of whom had to be licenseds Three also sold provisions,
and one drugss

5« Arms and Ammunition. Since the emergency regulations of 1954, it
hes been forbidden to sell arms and ammunition in Kumasie These
dealers have had their arms impounded locally under police protection,
but complain that they have made losses through deteriorations. 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 onlye. All
the nine dealers here had other lines of business or they could not
have survived in Kumasi. ILike the book trade, they have their own
association to deal with their special problemss

7« Textiles., One textile dealer also sold shoess Another was an
importer of special textilc lines which he found very profitable,
and imported azlsc hardware and general goodse

9¢ Yarns. One dealer in yarns also sold drugs and second~hand
clothing; another, bedsteads and trunks; a third, wholesale flour
and soaps



10« The book tradc has its own problems which are indicated in a
later section.

12« The miscellancous group inoluded shops specializing in: drawing
materials, handbags, toys, bicycles and accessoriecs, buttons and

cotton, food contracting, secondhand clothing, fishing lines, tradesmen's
tools, and rubber, leather and silver for the shoemakers and goldsmithse
It also included such combinations in one store as: mineral waters and
rubber sheeting; Jjewelry, shoes and handbags; musical instruments,
toys, clocks, clothing and shoess

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

Many traders have other business interestss In some cases, the
trading side was the least important of their business interests. It
seems impossible to formulate a generalization about the financing of
trading business or the use of business profits to fiinance other
venturess But in cocoa farm - trading business associations, from
such information as has been collected here, while there were a few
instances of cocoa farmers being partners in businesses, there were
1%, known instances, (probcbly more), where capital from business went
into new farms. In one case, it was planned to divide a £3,000 bank
loan between the business and the farmes That is, more evidence has
been uncovered here of business profits going into cocoa farms, than
of' the reverse processs

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 traderse It is possible that other traders in
the survey hed cocoa farms too, and that this record is not a full
one. A few business men had had cocoa farms but had given them up
either because of low yields from poor land, or because of the
unreliability of the relatives who had been left in chargee Many
Ashanti business men who had no cocoa farms themselves spoke of their
family farms, or their brothers' farms, in which, however, they had
no shares

There were only five non-Ashantis in this group of 4O cocoa
farm owners: one was Akwapim, one Ewe, two Fanti - one a woman, and
one Nzima.

In the market, and there were occasional 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 farmse 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 storee How far more people than usual left their stores

for their farms because the 1957-58 trading season was so poor,
cannot be said.

Apart 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, prinking, cornmills, hotels, petrcl stations, diamond mining,
running a passenger car (for long Jjourneys, as opposed to a taxi)
and a dance bands 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 netge

This, of course, is apart from investments in buildings or shares
in the %Shanti Turf Clube No one had shares in any of the big foreign
firmse d

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

One additional activity of some business men outside the business
field was politicse On the whole, political activities interfered
with business life and development., A Member of Parliament receives
a salary: a councillor now receives8 allowancess These are the only
(lcgitimate) monetary rewards of political service apart from

referments To offset against t %Fe rewards are the costs of
é%ssibly unsuccessful) election!é which might drain away profits,
and the time spent away from business, which is a serious considera-
tion, unless competent and reliable managers existe

(1)

Surprise was oftcn expressed that shares in the big firms could be
boughts 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 1953
and 1954, proved so unattractive that the Government decided,
becausg of the interest burden, to repay the capital to bondholders
in 1958,

One relioble estimate was sbout £2,000 for a Parliamentary election,
but costs could amount to £4,000,

(2)
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This survey included M.P's, members of the 1957 Kumasi Council
Mansgement Committee, and councillors past and present, who were
associated with businesse The rewards from politics might help
business capital, but the evidence is that politics is more likely
to be a cause of business deterioration,

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

14 The storting capital of Kumasi business men.

Information was obtained from 102 businesses about the capital
they started withe This varied from a few pounds to a few thousand
poundss But it was not always clear when o lusiness starteds. A
man might start petty trading with £50 giver to him by his uncle.

He might build a business, move into new premises, and take a
partners To the partnership he might bring £2,000. Did he start
the business with £50 or £2,000? Did his copital come from the uncle
or from his savings? The original boost of <50 from his uncle is
not always known. Many traders were storekoepers before they became
traders on their own account., It is not alwzys known who put up

the money that a storckeeper required as a sccurity with the firm he
had worked withe The irformetion cbtained cometimes showed the
original capital with which o trader started, sometimes how much he
started with at the beginning of a later phase in his career. Thus,
in the table, some of the 73 who started in business with their own
savings would probably have been able to go back to an earlicr stage
when they were given or were lent money by relatives. And some of
those in the table who received help from reclatives might at a later
stage tend to describe their business capital as from their own
savings, cspecially if they changed their type or form of busincss.

Table to show the sources of original capital

Source Number of business men Remarks
obtaining capital from
this source

own savings 73 including 25 who had had been

storekeepers, produce buyers
or expatriate firm mancgers.
Plus at least 6 others that
were partly financed by their
own sovings.

Government gratuity 7 4 in Education, 1 in the Medical

Department, and 2 (?) in the
Political Service.
i | Bak gretuiy 1



including 2 dormant partners
and one shareholders

three other traders reported
that they had to borrow later
t-om money lenders (only one
monnged to borrow at
"government rates").

Crediting of stock 2 (a) by a BEuropean employer
who gave up his business,
to his assistant,

i (v) Py an uncle, who gave up
' his businesss

Bank loan 1 business actually started
! wit: a loan raised from a
I'I" bark.
Uncle L plus 3 who were helped in part

by uncless One of the L here
was given (?) £500 which was the
security required for him to
become a storckeeper in the
firsi placea

- Mother 3 plus 2 who were helped in part.
R, 4 One of these 3 had a loan of

' £200 raised (at 50% interest)
by his mother for him.

3 plus 2 helped in part.
all very small sumss

a) a loan of £600

b) a loan of £2,000

¢) 2 casé of inheritance
from a brother.
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Table (continued)

Source Number of business Remarks
men obtaining capital
from this source

Grandmother 1 gift of £30 only.

Husband 1 to start up as a petty
trader in the first
places

Mother=in-law 4 loan of £900,

Total number of traders
who had received assistance

from relatives: 19
Friends 2 plus L4 helped in part.
Of these 2, one borrowed
= from "friends" at 5.
TOTAL M

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

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

Table to show the origins of the 14 largest African trading
businesses in Kumasi recorded in the survey

Length of time Source of starting capital Amount (if known)
in business
1« 25 years Puilt up from being a small trader
starting straight from school. -
2., 6 years 5 years' saving as clerk to earn £500

security required to be a storekeeper,
then L years' saving as a storekeeper. No data

3« & years Manager in an expatriate firm for
over 20 yearss About £i 10
L. 27 years - Own savings as storekeeper for L years.
No data
5. 24 years Built up from being a petty trader. -
6. L years Partnership. One hand been a

produce buyer and later a store
OWnETs £5,000
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Table (continued)

Length of time Source of starting capital Amount_(if known)
in business
7+ 15 years Storekeeper for 15 years. £1,000
8. 8 years Partnership. Dominant partner
had been a storekeeper. Total partnership

capital £2,000

9. 11 years Working with father in timber.
(Later this firm became a
partnership of brothecrs, who

brought another £2,000). £2,000
10. 7 years Savings (from wages?). £142
11. 20 years Started as weaver. Grodually

built up own tradiig Liuiness.

Brother later lent £2. 200, -

12, 5 years Savings. £30; plus overdraf't
from bank on security
of relatives'

propertye
13. 5 years Partnership of brotherse £1,450(?)
14« 3 years Partnership of several brothers
who had bcen petty traders and
shoemakers. £8,000

15. Business Costs.

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 firsts

Interest. Interest payments were being made chiefly to
the banks for edvances. Overdrafts were either running overdrafts
or obtained for specific purposcse. Loans varied in the length of
time allowed for repayment, but the maximum period for repayment
was three years from the Government Mortgage Fund, administered by
the Ghana Commercial Bank, which lent, from these examples, up to
one=third of the value of the property offered as security, for a
period of three years at 7% interest. Repayment of the capital sum
was made by monthly instalments, storting one month after the granting



of the loan, but interest payments were mode only every six months,
which perhaps was why some oriticism was focused on ordinary bank
intercst repayments which were made monthly.

Ghann Commercial Bank oharges scemed to be about 1% below the
charges of the other banks for equivalent accommodation services.
This was, then,on advantage cnjoycd almost entirely by African
business mens

Some informntion obtained in this survey about the sizes of
advances is ingluded on the section below on benk credite

The information collected about other intorest payments was
only of historical intercst for the most poart. though one sonctines
heard of instances where paynments were being made monthly or even more
frequently, to "friends", but where the borrower was rcluctant to
say what the interest payment wase It appeared to be very high.

In ccononic terms, much of this is a risk roward to the lender and
not purc intercst, but there is no advantage here in making thif
distinctions Thus, there arc two quite distinet loans parkcts, 1)
the banks and Governnent institutions on the one hand, and private
lenders on the otheres Among the pcople dintervicwed, there were at
lcast 4 instances of borrowing, at 508 ) loans which had since been
paid off, .

Wpeese Fron whot infornation was collected, labourers received
£6 to £8 a month, but in one case, where a lobourer had been with the
firm a long time, he received £10. Night watchmen may be pnaid as
littlc as £1 or 30/- a month (therc was one instance of 15/-) wacre
it secems that the job gives a watchman, perhaps otherwise homel=ss, a
place to slecp and not much responsibility. He would have ancti:cr job
during the day if he could get cnes On the other phand, he might
reccive as much as £6 a month; - in one case he wos paid £7.10s. Here
the storckceper wos anxious that his store was well guarded, often
because he had to leave part of his stock outside because his premises
were too small. This is not uncommon in the drinknbles trade, for
examples The watchman was paid on the understanding that he was
responsible and peid for any thefts. (Presumcbly this means that he
would forfeit part or all of his pay). As far as a record was kept,
all the woatchmen, likc all the labourers (except one), were Gaos F:rom the
French Soudan) or from the Northern Region of Ghanae

(1)1‘1', might be interesting to examine the local market for "petty"
capital and to sece how far it is influenced, if at all, by bank
charges. Most loans are from relatives, friends or private persons
lmown to the borrower, and thercfore presumably outside the Money-
lenders Ordinance, but even under the Ordinance, 307 (simple)

interest per annum ney be charged agoinst unsecured riskse

(2)5;

"50%" might mean not per annum necessarily, but for any agreed
periods
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of the loan, but interest payments were made only every six months,
which perhaps was why some oriticlism was focused on ordinary bank
intercst repayments which were made monthly.

Ghann Commercial Bank charges seccned to be about 1% below the
charges of the othor banks for cquivalent accommodation servicess
This was, then,en advantage enjoyed almost entirely by African
busincss mene

Some informntion obtained in this survey about the sizes of
advances is ingluded on the section below on benk credite.

The information collected about othor interest payments was
only of historical intercst for the most part. though onc somctines
heard of instances where payments were being made monthly or even more
frequently, to "friends", but where the borrower was rcluctant to
say what the interest payment wase It appeared to be very highe
In econonic terms, much of this is a risk roward to the lender and
not purc interest, but there is no advantoge here in making thif
distinctions Thus, there orc two quite distinct loans parkcts, 1)
the bonks and Government institutions on the one hand, and private
lenders on the othere Anong the pecoplg dntervicewed, there were at
lcast 4 instances of borrowing, at SCEuEZ) loans which had since been
p:‘-id offe .

Wpges. Fron what infornmation was ccllected, labourers received
£6 to £8 a nonth, but in one case, where a laobourer had been with the
firm a long tine, he received £10. Night watchmen may be paid os
littlc as £1 or 30/- a month (therc was one instance of 15/-) wacre
it secems that the job gives o watchman, perhaps otherwise honel=zse, a
place to slecp and not much responsibility. He would have anothor job
during the day if he could get cnes On the other rand, hec might
rececive as much as £6 o month; - in one cose he wos paid £7.10s. Here
the storckceper was anxious that his store was well guarded, of'ten
becausc he had to leave part of his stock outside becauseé his precises
were too smnlle, This is not uncommon in the drinknbles trade, for
exnnples The watchman was paid on the undcrstanding that he was
responsible and paid for any thefts. (Presuncbly this means that he
would forfeit part or all of his pay). As for as a record was kept,
all the watchmen, likc all the lobourers (except one), were Gaos {,tfrcm the
French Soudan) or from the Northcrn Region of Ghanae

UJI‘I; might be interesting to cxamine the local market for "petty"
capital and to sce how far it is influenced, if at all, by bank
charges. Most loans are from relatives, friends or private persons
known to the borrower, and thercfore presumably outside the Money-
lenders Ordinonce, but even under the Ordinance, 3G% (simple)
intercst per annum may be charged ageinst unsecured riskse

(2)

: "5_Cﬁj"d.might nean not per annun necessarily, but for any agreed



The woges paid to storecboys, assistants and clerks varicd from
L4 to £5 for a store boy to £6 or £7 to £10 a month for a clerk.

_ Drivers scemed to get about £9 a nonthe Where a relative, especially
a young relative, was cmployed, he often did not receive much in
moncy wages, and semctimes only spending moneys. On the other hand,
there are instances of more senior relatives in responsible positions
being relatively well=-paide

Regntse In Kumasi there are two blocks of municipally-owned
shop buildings, a single=-storey block built in 1949-50 on the Zongo
Road perimeter of the market, and running down Queen Elizabeth II
Street, and a double-storey block built in 1950-52 on the Fuller
Road pecrimeter of the markete

There is a big demand and o waiting list for market stalls, but
these shop premises on the market edge are particularly sought after
because of their position, and because the rents for such sites and
premises are lows The rents of the privatcly-cwned shop premises
near the municipally-owned shop premiscs on the Zongo Road are higher =
perhaps double those charged by the municipality, The monthly rents
of the municipal shops and markct stalls arc as follows:

Rent No. of
premises
Shop premises: Zongo Road
perincter £7 17 :
Ele55. Eone—door) 8
£8410s. (two-doors) 6
Shop premises: Fuller Road site:
ground floor £ 7.108 (one-door) 12
£15. (two-doors) 6
inside and i‘fzc)'i.ng morket £ 2. (one-doorg 2L
upper S‘torey1 £ 5, (one=door) 13

£10. (two-doors) 1

(1)

These upstairs premises do not seem to be very successful as
ordinary storese There are a few stores there, but the premises
are now used to a large extent by people providing services.
There are several tailoring premises Fshared by groups of young
men who work individually with their own ma.chines) s chop bars,

a shoe repairer, and a hairdresscr, for example. These upstairs
premises orginally had higher rents which were reduced in 1953
to £ for a single-door, by the Rent Assessment Committee. There
have been a number of changes in the rents of the municipal
premises since they were built.
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There are three other bigger Fuller Road premises which pay
£30, £30 and £20 in montldy rentse

Rent No. of Rremiacs(”
MARKET: Permoncnt stores
(inside the market) £1.10s monthly 500
other permant stores 153 monthly 2,353

temporary structures
put un by the ococupants
themselves £1,155 and
’ ]§2)
108 quarter 450

Low rents mean a high demand for market premises, but many
narket vendors expressed the wish for premises outside the morket es
well, to catch the buyers who do not come to the markete This
demand for well-sited premises outside the market - all of which
are privately-owned exsept for the Zongo Road and Fuller Rooad blocks -
is very great, and both municipal and well-sited privately-owned store
premiscs would undoubtedly command higher rents at the moment if
unhindercd by municipal council decision and rent control.

The monthly rents of the traders' premises visited varied from
£2 to £33 for a single store. The maxinum rent by far poid by eny
Africen company was that paid by the Ashanti Turf Club (£3,750 per
enmun), but this is on enterprise quite different from the otherse
The two largest African firms, apoart from the Turf Club, are not
trading firms, ond they are in their own premises. These tables
below apply only to trading promiscs.

(1)Aa mentioned in Section 4, these are November 1957 figureses In
June 1958 the fipgurcs were: Permanent stores £1.10s. monthly 551
other permonent

stores 15s. monthly 2,005
tenporary struc-
tures 950 approx.

(Z)This groug, like the 4,500 squatters in the market, also pay 6d a
daye. Some people in structures erccted by themselves, therefore
pay more than those in some of the municipal store buildings inside
the markete i



'{ Total amount paid Number of firms
in rents, month

£0~ 5
£ 6 =10
£11 - 15
£16 - 20
£21 - 30
£31 - 40
£1 = 50
£51 and over

m—l
s 5

Total number of firms

@
o

Notes on this table.

1« Where possible, these totals include rents paid for stores
outside Kumasi as well, but in most cases this information
was not collecteds 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.

2« 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).

3« 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.

L. The highest total paid by any one firm, in this group of traders,
was £74 monthly; the next highest were £54 and £49.
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Table to show the monthly rents paid for
individual business premises in Kumgsi

Amount paid Total number of which municipally-  ownership

per month of premises privately- owned unknown
owned
£0 =10 55 50 29
£11 - 20 43 3 10 2
£21 - 30 9 9 = -
£31 - 40 1 1 B -
Totals 118 7 39 3

Notes on this table

1s

2e

3

bs

This table covers 86 firms. For a few firms, the ini'ormation
is not complete, in that there were in addition private premises
and market stolls in Kumasi about which no information was
obtained.

In a number of cases, firms had warehouses or wholesales at their
homes, but these are not included unless a separate rent was paid,
and not if they owned the property.

There were many instances of lock-up market stores being used as
wholesale premises,many by firms whose main premises were outside
the market.

Of the ten premises costing over £20 a month, six were Lebanese-
owned and four African-owned. No two of these ten premises were
in the hands of the same owmners

Table to show the ownership of some privately-owned
business property in Kumasi

African L7
Lebanese or
Syrian 28

Buropcan

=~

|3
os] IR ]
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This table covers the ownership of 78 properties only. More
than half were in African hands, and of these, more than half again -~
26, possibly 29, = were owned by Ashantis, One Hausa woman owned
three -of the other premises all in the same block, but apart from this
no other African name appears in this list of owners more than twice.
The figure includes four premises owned by their occupiers, none of
whom was Ashanti,

This figure of 78 is different fram the number of privately-
owned premises in the previous table because the ownership, but not the
rent, of an additional seven premises is known.

Six = perhaps seven = of the premises owned by Lebanese and Syrians
in this survey were owned by one prominent Lebancse, and two other Lebanese
owned three premises each in this list. But this gives no indication of
how extensive concentrations, if they exist, of individual African or
Lebanese owmership of property might be, and it was not the purpose of
this survey to find outs A block of property cowhed by one person might
contain one trader or several traders whom it was wished to interview.

Two of the European-owned properties were owned 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 corner
properties in a fairly 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 owners - both
African.

2 paid £15 Two doors Same owner - Lebanese.

2 paid £20 Two doors African owner.

Petitions to reduce rents. Though the municipal rents are low,
they have nevertheless been the subject of petitioms requesting rent
reductions, Same tenants in the municipal shop premises on the Zongo
Road side of the market petitioned in April 1954 (?) for the reduction
of their rents from £7 to £3.10s. The Municipal Council would not agree.

In 1948, groups of petty traders in the Central Market petitioned
the Asantehene, the Chief Camnissioner and the Kumasi Town Council against
the increases in that year in the market stall monthly rents fram 20/~ to
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25/=, 7/6 to 10/=, and 10/- to 12/6{1§1) Even before the rent increases,
at least one petition for rent reductions had argued that the stalls were
too small and that no other towns in the Gold Coast paid such high

market rents.

Total business expcenses.

Business 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 kmown annual recurrent
expenditure of a few African trading firms:-

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

b) A firm with an amual turnover
of £18,000

c) A firmm with an annual turnover
of £20,000

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

Wages £156 plus two partners
Interest Nil

Rents £84

Other known 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 agon running overdraft
b)on a Guarantee Corporation
lOE.n.
Rents £480

Other expenses included car
maintenance

(1) ewg. letter dated March Sth, 1948 signed by representatives of the
tobacco, yam, plantain, chewing stick, smoked meat, and salt
sellers, and the fish mongers.
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- o) A firm with an annual turnover Wages £360 plus self

of £75,000 Interest 7 or 8% on a £3000
loan
Rent £180
Other expenses included car
maintenance

The total expenses of a few of the bigger firms might amount
perhaps to two or threec thousand pounds or even more, including the
remmeration of the menagement or partners.

16, The demand for business premises.

The shortage of business premises reflected developing trade
following high cocoa rewards and increased demand for gpods end services,
and constituted a problem for business men, It will be mentioned again
when African business problems are discussed, but here the concern is
primarily with costs.

The competition for business accommodation gave rise to a number of
practices, which meant higher costs for business men wishing to obtain
new or additiomeal premises, and even in same cases for those business men
already established, apparently securely, in premises, These costs
were not recurrent, however, except where rents were increased.

Rent controls Rents have been generally controlled since 19&2.(1)
At present, rents are regulated under the Rent Control Ordinance of 1952
and the Rent Control Amendment Act of 1957. The 1952 Ordinance gave
the Minister responsible the power to control rents thr local authority
Rent Assessment Camittees, consisting each of 3 members (a member of the
local authority, a lendlord and a tenant) who were to fix rents at what
they considered to be a reasonable level, using as a standard the rent levels
as they were on Jamuary 1st 1948. Application for a rent change could come
from the Minister, a landlord, a tenant, or fram the Committee itself acting
upon its own motion.

Rent changess Information about rent changee; was collected only
incidentally, No Rent Assessment Committees records, which must obviocusly
be a source of information about rent changes, have been consulted, Here,

however, are the experiences of 10 fimms, some of whose rents were determined
by the local Cammittee,

(1) The Defence (Rent Restriction) Regulations of 1942 and 1943, The
Rent Control Ordinance of 1947 was "an ordinance to make temporary
provision for the control of rents in respect of small premises", =
premises with rents not exceeding £100 per annum,




- 39 =

Present Earlier Bgtimate of
Num- monthly monthly comercial
ber rent rent position
1 £20 £2 in 1940 Very good
2 £10 £5 in 1943 Very good
3 ﬂi—n"BS 7 Good
4 £22 £8,10s in 1948 Good
5 £15 £20 in 1954 Very good
6 a)£22,10s £3.10s in 1940 Very good
b) £20 £3(in 1940 ?) Very good
i £15 £9.15s8 Fair
8 £15 £25 Very good
9 £13 £6 Good
10 £14 £25 Very good

Tenancy under the rent acts.

Notes

Attempt by owner to increase
rents (in this store fo £10)
resisted by all tenants in
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 Camnittee decrease.

Tenants in block took owner
to Rent Assessment Comndttee
for a rent reduction. The
Committee instead incrcased
the rent.

Rent Committee reduction.

The high demand for business premises

gave rise to abuses under the 1952 Ordinance which the Rent Control

Amendment Act (1957) attempted to stop.

I1llegal 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

which 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) dintends to pull down or remodel the premises; or

(ii) requires possession of the premises to carry out a scheme of

redevelopment:

and.

o (iii) has given six months' notice to the tenant of his intention to
- for an olﬁer for the recovery of possession of, or

L A =

c5eck

t from

the premises",
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- an order may be made sgainst the tenant.

Under the Amendmemt Act, a tenant is protected by beir~ ‘deemed
to have an option to be reinstated in the premises remodelled or
constructed on the site of the former premises occupied by the tenant
at a standard rent" (i.es a rent fixed by the Rent Assessment Committee).

There were instances before the Amendment Act where the landlord,
having obtained the authority to give his tenant notice to quit in order
to "renovate" his premises, was "persuaded" to change his mind. This
persuasion sametimes ran into aconsiderable 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 lock elsewhere for accommodation in good time, This warning was
acted upon, and the tenant in each case moveds 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 "warning" 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 think in terms of
urban improvement, They are concerned, not unnaturally, about their own
eviction and the difficulty of finding new premises.

Other practices.

& 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 Africen landlord made an agreement with the new
tenant that the monthly rent should be £15 for the first six months and
thereaf'ter the normal rent of £10.

Another common practice was 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 comnection with this practice. A common 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,
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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
desirable premises that he might give up his present store to the
inguirer for a consideration of a few hundred poundse Instances of
offers were plentiful, but evidence of offers accepted were not so
easy to find. XKnown 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
earlier instance of £120. ("What", said one African business man
commenging on example (a), "does he think he can do with £800 these
days?")e

Offers for stores, according to the business men interviewed,
ranged from £300 to over £2,500, depending upon the premises and the
situations One offer, which was not accepted, was of £1,000 s«nd an
agreement for 4O years' occupation of the rebuilt premises, which
would be given back at the end of this period. Another offer was
of over £2,500 to the business owmersy plus 5% commission on sales
to one of them if he remained as storekeceper.

This offercd sum is called "goodwill", (a word used in several
similar contexts, all of them remote from the legal 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 "goodwill" dash from the new to the outgoing occupiere
The stall has to remain in the outgoing occupier's name, for if it is
vacated officially it must be re-allocated by the Munieipal Councile
In one known instance, £80 changed hands. This is a purely African
practice because only Africans have markct stalls, though one or two
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, which do not therefore pay
rent to the market authoritiesa

Building new municipal stores. There are proposals to build
three hundred new municipal stores in the market along Fuller Road.
Store buildings have been suggested at Bantama Market too, and a new
markct at Maxwell Park, Fanti Newtown, (a proposal which has been
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 commercial sites, as follows:
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"One of the most pressing nceds of any mermber here is a good
situated stores The matter of acquiring suitable commercial
sites to build stores for members has for years past engaged
the special attention of the executive. Negotiations are still
going on between us and the Kumasi Municipal Council for
erection of stores at the Central Market to be let exclusively
to the Chamber".

The Chamber was thinking of acquiring perhaps 50 new stores, but these
' were not to be built and let by the lunicipal Council. Instead, the
Chamber itsclf planned to build, own and control the stores.

Changes in the ovmership of business property.

No attempt has been made to collect systematically information
about changes in the ownership of business property in the commercial
areas. There have been changes, of course, as elsewhere. An
intercsting point however, which is of particular significance for
foreign firms, is that Kumasi offers greater security of property
tenure than other important towns in Ghana. In Kumasi the land is
vested in the Asantehene, and residents obtain plets through the
Asantehenc's Lands Office. The big firms negotiate directly for
long~term leases, but many Lebancse and Syrian traders lease from
African holderse The lease is acquired in this way. A Lebanese
trader negotintes with the African holder of a desirable sites He
offers a sum of moncy to be paid immediately, and an agreement by
which he will reconstruct the exdisting building, or more usually put
up at his own expense p new building, in which to work and live,
undertalking to pay an annual sum to the African, and to return the
plot and give up the building to him at the end of an agreed period
of time. In the past, the usual period seems to have becn 25 yearse
Bome of the buildings in the centre of Kumasi are now reverting to
the African holders of the land on the expiry of the agreementss

It was said too that there was a tendency for the property at
+he bottom of Zongo Road to be bought by Africans from Lebanese and
Syrian owners.

17» The ownership of fixed capitel asscts by African firms.

A trader's fixed assets ccnsisted of his store fittings, his
vehicles and his house buildings (he rarely owned the store that he
ocoupied), and if he had a bar he would have a refrigerator too.

Few Kumasi African stores had special fittings which constituted
a major item of their business assets. Onc of the largest African
‘stores spent £1,500 on fittings in a new store in 1958, Another
d spent £150 on well-designed showcascs, and one or two
stores were fitted with glass showcases. However the
es did not cost very much to installe
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In the best market permanent 51:0::'93, the tenants themselves had
4o construct the fittings and organize the secur:.ty of their goods
in empty concrete shellss Some individual costs in the new blocks,
built in 1957, of counters, shelving and doors, were:

i. shelving £20, professionally done; wood for doors, made
by shop ownery £7.10s.

I ii., shelving, doors and rough interior wooden roofing
(inside the permanent metal roof), £20 cost of woods
Labour provided by shop owner himself.

3ii. shelving, doors, interior asbestos roofing, glass showcase, =
all professionally done: £34.10s.

A common aim of money capital accumulation is not en <:tension
of trading activities, but to build & houses One well-c!iiated
business man said that it was his policy to build houses vobL of his
profitss The reasons for this attitude nced not be consilcrcd yct.
In fact, many businessmen possessed property which they had built
out of business profits, and which they were then using as securities
in many cases for loans from the commercial banks. Out of 80 traders,
at least 43 had & house or more than one house. Vhile this was the
common pattern, a few of the younger business men thoughtin terms of
business oxpansion first, and building was not part of their immeditte
pla.ns.

In Kumasi, out of 86 trading businesses, 54 had cars, and one
trader had a motor scooter. Seven businesses had more than one
vehicle.

Is the purchase of a car "conspicuous consumption"? BSomething
| ought to be said here in defence of the purchase of a car by the
- small African business mans A big car is perhaps more "conspicuous"
than a small car, though it may stand the rough roads better, but
in e h untry where tranaport services areirrcgular and crowded,
pmbably more "justification" purely in business terms
Mm;cﬁrmtheremuldbe in Buropc, -~ time and encrgy
taxi and other personal transport costs saved, and use for
Wl‘td’om s goods. It depends how far the car is used
8y = that is, how far it is a producers' good. But the
nmtantlybelapt in mind that the m.nwho esteblishes




D, BUSINESS DEAT.INGS

18, Bank credit.

The deeds of the buildings owmned by African business men provide
the security that the banks will accept in meeting their customers'
applications for accammodation, Unlike the other banks, the Ghana
Comercial Bank, under the 1952 Ordinance which created it, cannot
accept immoveble property as primary security, but the Mortgage Fund,
established at the same time and administered by this bank on behalf
of the Government, provides the machinery for lending on the security
of building assets, In any case, the ordinary commercial banks might
be expected to be reluctant to accept titles to buildings as seocurities
for advances beyond a certain accumilation of such securities, but the
African business man has little else to offer. Titles to fa{m land
cannot adequately be established, and life insurance policies\l) and
share certificates are rarely held by Africens, ILoeans are sometimes
made against government paper (there arc some African holdings of
government stock) and gold ormaments. Guorartors standing for
relatives or friemds offer building deeds; and there is the rarc instance
of a bank balance being offered as a security by a guarantor.

The Govermment Mortgage Scheme however offers loans outside the
terms of ordinary bant: i:nding, for these loans are for three yeons
(mentioned already in i.c section on business costs)s The infevest
charged is 7% per annum, The amount allocated for the purpose by the
Government is £1 million, of which it is believed that Kumasi probably has
more than a third, (but the fact that the Ghana Cammercial Bank has only
two branches, and that the Accra head of'fice started business for all
camers before the two branches were opened, makes the caleulation a little
difficult).

A flourishing business with regular banking habits might get bank
assistance without any security being required beyond the borrower's
pramise to pay, and there were instances of this among the Kumasi business
men interviewed.

As already mentioned, out of 80 traders whose assets are known, at
least 43 had houses, = same more then one houses, (Many ex-traders and
retired traders who were interviewed but are not included here also had
house property)s Of these 43, at least 24 had loans fram the banks using
their property as the security. In tabular form, here are same details
of the securities offered for loans and overdrafts, as far as the collected
infomation goes,

(1) But there is a growing life insurence business especially among
professional people and civil servents,




Number of Type of (1) Remarks
advances Sccurity
2 Deeds of buildings Meximum loan was £35,000. One
trader said that he used to get
£4=5,000 overdraft but could
not get it now. (2)
8 Guarantors Amount varied between £200 and
£1,000,
1 Jewellery and Small loan of only £90.
valusbles
8 Promise only Overdrafts of fram £200 to
£2,000,
AT No data Including 7 whose overdrafts
might have been on promise only.
Some of these 17 traders had
houses, but it is not knowmn
—5'5 whether they were used as security
e 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
Comercial Bank), and one firm had both a loan (house as security) and an
overdraft (on the signature of two guarantors) from the same bank,

Of the 24 advances here on buildings, 12 were through the Ghana
Cammercial 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 advances The established trader might
obtain his advence an his reputation alone. But many owners of

(1) 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 had been given against Govermnment paper. In June,(4pril was
about the same), there were over 200 loans against property made
through the Kumasi branch of the Bank from the Mortgage Fund,

(2) The reason in this instence is not known, but loans against property
were markedly lower in 1957-8, because of the fall in property values.
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ngs with no 'lma:lneaa reputation apply for loans without giving
reasms for their borr g, or for reasons which the banker fecls
: that he cannot accept. The function of the banks is not always
i understood, but it was noticeable that in 1957, no trader made the
, old point heard repeatedly even in the 1956 replies to questions, that
the expatriate banks were trying to keep the African down. A bank
menager might not be popular with some traders, of course, as elsewhere,
5 end the Syrian and Le‘ba:(;e?e traders were often still thought to be
: favoured by the banks, (2

The Africon trader's problemsare dealt with later, but from the
banker's point of view, it was said that the absence of regular banking
payments by & trader into his account, his fear of being frank with his
bank menager, and his attempt to maintain balances at more than one
bank thereby dividing his cash assets, often hindered his (ucst for
accommodation,

In Kumagi, one bank lent to Africans a higher total amount then
in any other town in Ghana, though Accra, the only real rival, has twice
Kumasi's population,

I was told by onc of the market traders that they sametimes find
it difficult to get bank accammodation because sane banks insist that a
fim's stock is insured before a loan is given, and it is not always
easy to insure the stock of a lock-up stall. It is not a candition made
by any benk that the stock must be insured before a loan will be
congidered = it is an irrelevant consideration in fact - unless the stock
is pledged to the bank, But it is true that & market firm might find it
difficult to insure its stock in some cascs, The insurance companies
say that there is a)s a greater (moral) risk in insuring a recently-
established market stall holder than a longer-csteblished stall holder,
whose insurance they would more willingly undertake; and b). a
greater (physical) risk of theft end of fire in the merket than outside,
possibly, Byt most important of all, fraom the insurance companies'
point of view, is that firms should keep books so that stock figures are
kmown, Without these figures, insurance companics feel that the risks
they are underteking are wnknown and unjustifieble.

(1) There are cases of felse reasons being given for loans in Acer:.
It is suspected that there are similar instances in Kumesi of .- .
granted for treding being used for building, for exemple,

L: (2) In the experience of one Kumasi bank, only ane Lebenese customer

‘. - had ever failed in business up to the beginning cof the 1957-58
sceson. (The 1957-58 season brought difficult times however), The

point is that, fram the benks' point of view, the Lebanese end

Syrians have not been bad risks, and it is possible to interpret
ﬁan. m unfeirly, "es favouring the Syrien",




The bigrest firm by turnover rccorded here did not a.pg:ly for
bank accommodation until 1958. The success of the first 25 years of
its existence had been built entirely on its own capital and credit
from the big firms, & few middle-gized firms kept their accounts with
ane or other of the large expatriate firms, which served many of the
seme functions for the African firms concerned as the banks would have
done, Some of the smeller firms had had their requests for accommodaticn
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, wherever branch banking exists).

The Ghana Commercial Banks. The establishment of the Ghana Commercial
Bank has had some interesting effects on African business, This Bank,
established under the 1952 Ordinance originally as the Banlt of zh Gold
Coast, is, at the moment anyway, a state-owned cammercial. “onke(1) Perhaps
most African traders felt a certain pride in the establishront of an
indigenous bank, and many in Kumasi opened accounts with the new local
branch which started business in 1955, though very of'ten they kept open
their old accounts with ane (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, - which was undoubtedly one of
the intentions of the Ordinance, The Bank of the Gold Coast was dintended
to provide accommodation for Africans at the more favoursble cammercial
rates prevailing, which, 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% agsinst unsecurcd 1oans(2)

However, not all African traders transferred their accounts to the new
bank, Several with long associations with one of the other banks felt an
affection and loyalty for their bank, and were not willing readily %o
throw away the years that they had spent building up their good name and
reputation, unless they felt sure of better treatment at the new bank,

(1) The Bank of the Gold Coast was intended to perfomm central banking
functions as well ultimately, but these were taken fram it by the
establishment in 1957 of the Bank of Ghana as a separate central bank, Sce
Profyd«We Williams: State Banking in the Gold Coast, The Banker, March
1957, on the operations of the first four years of the Bank of 1iro
Gold Coast,

(2) The Chena Commerciel Bank insists on a copy of the registration
certificate under the Registration of Busincss Names Ordinance before
it will open current accounts or give accommodation to business men,
if they should be registered under the Ordinance. This gives &
check an the number and the names of the partners in a business.
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Some traders suggested that the appearance of the Bank of the
Gold Coast had proved a campetitive spur in lending policies.  Where
the local opportunities for lending are limited, this is a likely
consequence, but the cstablishment of the new bank coincided with a
period of increasing prosperity in the cowntry, too.

19 The Guarantee Corporation.

In addition to the Ghana Commercial Bank and the Govermment
Mortgage Scheme, credit for African business men is obtaineble from
two other Govermment agencies, the Industrial Development Corporation
end the Guarantee Corporatim.

The Industrial Development Corporation is concerned only with
industrial projectse It has a small loans section for making loans
to craftsmen and artisans, and to small light industries such as rice
and corn mills, baking and bottling enterprises. 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 Corporation, on the other hand, is not restricted
to lending to any particular type of business, and in fact most of its
lending has been to traders.

The Guarantce Corporation was established by Ordinance (No.6 of
1954) "to give guarantces to the Bank (now the Ghana Commercial Bank)
in respect of short-term loans granted or to be granted by the Bank to
shareholders of the Corporation"., This is the only line along which
it has developed, but it was also intended to guarantee to the Bank
other activities of shareholders =~ guarantees by sharcholders to third
parties, and the endorsing of promissory notes made by shareholders in
favour of the Corporation and discounted by the Bank. That is to say
that the Guarantee Corporation as it has developed is simply another
lending institution, working through the Ghana Commercial Bank, for
making loans to African business men.

Briefly, the sharcholders subscribing to the Corporation buy
ordinary shares (the preference shares arc held by the Goverrment) of
£50 each, but since these are only half paid-up, their cost is £25.
In return, the subscriber can apply for a loan of three times the paid=-up
value of his sharcholding, For example, a sharcholder with twenty
shares costing £500 can apply for a loan of £1500, The other £1,000 is
from 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 Government acceded to shareholders' demands and extended the period
to one yeers Even before this change, however, renewals had been
largely automatic, but physical repayment had had to be made at the end
of the six months' period even though the loan had been immediately
reneweds The rate of interest is €% on the total loan, (including the
sharcholder's own subscription, if it can be so expressed).




The original authoriged capital of the Guarantce Corporation was
£200,000, but this has subsequently been increased to £740,000. The
Government's share of this, half of it, has been fully paid=-up.

For purposes of organizatian and allocation of funds, the country
now has cleven zctivec local camittees (increased from eight in March
1958) based on the major towns, including two in Accra, and there are
a few other toms that heve applied to became districts.

The last addition to the Corporation's fund by the Government was
£100,000 in 1957, Business men had hoped, after some pronouncements
in Parlisment, for a larger sums However, of this £100,000 the Kumasi
district camittee menaged to get half solely for its members. In
Kumasi, the allocation is made through the African Chamber of Camerce,
and in order to become a shareholder, membership of the Chamber is
virtually necessary, This is not a statutory requirement, and is not
followed elscwhere in Ghana, but it has worked very successfully in
Kumasi, and mistakes made elsewhere = Accra for example = in granting
loans to weak (or even, it is alleged, non-existent) fimms, have not been
made in Kumesis. It is perhaps not surprising that members of the Kumasi
branch of the Corporation feel that thcy should not be responsible as a
group for mistakes made elsewherec, over which they had no control. On
the other hand, the schome was intended to be national in operation.

Criticisms by Kumasi business men of the Corporation were occasicnally
heards One man who was not a member cof the Chamber of Commerce said that
he thought that thc decision to grant a loan to a member should be made
with rcference to the banks which know the applicant's business history and
the state of his accounts. Another trader disagreed with the nethod of
allocation fram the point of view of which members got the availstle funds,

In Kymasi, business men naturally express the hope that larger sums
will be mede available for their use, Thether this is the best method of
allotting limited fumds for business development, however, is another matter.

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

Goods for resale by traders can be bought locally or ordered from
abroad, This section is sbout the experience of African trading
businesses in Kimasi in importing goods directly from overseas for resale
either wholesale or retails

Purchasing from countries overscas is subject to exchange control
regulations and licensing by the Controller of Imports and Exports.
Details of these are not considered here,




0f the traders interviewed in Kymasi, 62 imported goods from
overseas. Some of these imported only small quantities of gpods, others
imported larger quantities, sametimes 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 little or no importing at alle

The importer sends his indent to the confirming house overseas with
whom he has an agreement, The confimming house places the orders with
wholesalers and manufeacturers, and either ships the goods itself, or
sees that the goods are sent to forwarding agents for shipment, The
confirming house undertakes the busincss with 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
commeissian,

There are three aspects of the relationship between African business
men and the confirming houses overseas: (a) the commisgon payments, (b)
the credit terms offeered, and (c) the deposits demanded, All three
must be considered together in any agreement,

Commission terms, The commission tcrms cobtained from the confirming
houses varied. Five per cent commission was commonly paid, but sane
firms paid less - 33%, 33%, 3%, 23%, and sometimes nothing at all, There
might be no camission charged where the confirming house was an agent of
the manufacturer, or on goods which it produced itself if it were both
confirming house and manufacturer.

One importer complained about his 5% commission payments that bhe did
not really know how much he was being charged since he never reccived the
manufacturers' invoices fram the confirming houses, but was usually quoted
a CIF price by thems, But same confirming houses supply the manufacturers'
invoices.

Credit terms., Until the end of the Second World War, credit terms
were apparently rarely given, though some confirming houses would give
temporary credit.

Credit terms now varied from nothing, that is, sight bills, to 30,
€0 or 90 deys' billss 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 letters of credit are
required = Japancse and sane Buropcan continental firms often made this a
conditim = there might be no credit given at all, even for the period
of Shipmmt. 5
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One confirming house charged 8% per annum when credit was given,
so that 2 90 days' bill meent an extra 27 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 confiming houscg ¢xpressed the view that
1% above the existing Bank Rate was .reasonable.f1?

In cases where African business men have had difficulty in
fulfilling credit agrecement, longer credit terms have been givem, but
it is most likely that future relationships are prejudiced by this
necessity, Here are two recent examples of longer credit being given.
One importer of fishing lines from Italy reccived the goods tco late for
the season. He had a £200 deposit with the overseas firm and sight
drafts, The Ghanaian asked for time to pay, and was granted 30 days,
but this proved insufficient. He was selling his imported goods at a
loss, he said, in orxder 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 seasm's sales in Kumasi were so poor and he had
been unable to pays The confirming house had told him to pay what he
could when he could, not to weit until hc had the f‘ul% Smount. Confiming
houses report losses in thcese sorts of circumstances. 2

Cash Deposits required by confiming houses before shipment varied
from Bﬁ 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 were £1,000, £600 and £500; other deposits were smaller, many less
then £100. Exemples of good terms obtained by some of the larger
esteblished African tradcrs weret

(a) £7,000 to £8,000's worth of goods; £300 deposit; 90 days'
credit; 5% commission chargeds

(v) Up' to £30,000's worth of goods; &£200 deposit; sight drafts,
but credit sometimes given for orders of £600-800; 4% commissions

(c) Up to £8,000's worth of goods; £25 deposit; 60 days' credit;
cammission.

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

(2) One business man complained about what he called "chember importers",
traders who sit in their chambers (the rooms or houses in which they
live), order the goods, but have no business premises and no maney,
and sell the goods on the beach as they came in, These are the
people who give the Africen trader a bad name when they fail to
settle their debts with overseas exporters, he said,

Iy




- 52 =

Thus the commission, the credit and the cash deposit varied partly
agcordingly to the gcods supplied, partly according to the confirming
house in relation to its campetitors (for there is plenty of competition
in the field) and partly according tc the period of association and the
reputation that the african firm has estsblished.

Confiming houscs at least eppcar to maintain high standards of
business behaviour, Only cne alleged instance of misdealing was
mentimed in these interviewss There a quantity of travelling bags of
a given size was ordereds but when they arrived the African importer
alleged that there were mixed in the order same bags of a smaller size
which were cheaper, The confirming house would not accept that it had
made any mistake, and the importer therefore ceased dealing with the firm,

Dircct dealing with monufacturers.s Some Lifrican importers avoided
dealing with the confimming houses for same of their purchases by ordering
directly from the manufacturers, Manufecturers did not charge a commission
on their goods where the transaction was direct, and meny Ghanaian firms
sald that they also cbtained a trade discount, Hence it was a commonly=-
expressed wish by African importers to dispense with the services of the
confirming house snd buy dircctly from the menuf'ecturer who seemed to
offer credit services and to orgenize the forwarding in much the same way
as the eonfirming houses did, but at a lower cost to the importer, Same
manufacturers however have not the organization to decal by direct
arrangement, or do not find it worth while to extend into camercial
distribution, so that business men may have no alternative but to deal
with the confirming houses, or, where they exist, the manufeacturers' agents
locally, for many goods.

Goods imported directly from overseas mamufacturers included station-
ery, shoes, silver, tools, carpets, drugs, cloth, buttons, flour, musical
instruments and haberdashery., In order to import from an overscas
manufacturer, there must of course be no local agmey in Ghana, or the
menufacturer will simply refer the inquirer to the eagents, The mmaller
Buropecan manufacturers particularly do not have agencies, so that there is
indefinite scope here in many lines of imported goods if these goods can be
imported more cheaply by African entreprencurs directly themselves than
similar goods can bLe bought %o ally, or ordicred through the local agents
of campeting overscas fimms, 15’

(1) One Africen firm importing fram Indian memifacturers said
that postal bargsining for better terms was a feature of their
relationship,
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Overscas wholesclers, Apart from inporting from confirming
houses and manufeccturers, a firm could import from an overseas wholesale
house, but there was no evidence of t}('ai?, though same confirming houses
may have had wholesale functions too. One drug store owner said that
wholesalers were more expensive to deal with then 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 big
importers have advantages in purchasing because they buy in quantity and
deal with the manufacturers, and their insurance costs will be proport-
icnately lower, But though they will get shipping space more easily, as
good and regular custcmers, they get no adventage in shipping space costs.
The Shipping Conference companies charge a flat rate per unit volume.

Yet same traders assured me 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 themselves, but 3 of these had drug stores. There
is plenty of campetition in retail drug selling, and manufacturesrs are well
represented locally. One of these 3 drug omers said that it wns cheaper
to buy overseas, but that, as far as he was concerned, it was not worth
his while becouse he Lought in such small quantities and had to pay a one-
third deposit on his orders, JAnother of these 3 drug store owners said
thet it wes cheaper to buy locally, but he hed o« smeller stores 4 fourth
trader had imported becrs and spirits, but the extra profit margin that he
gained was small in this trade, he said; further, importing tied up his
capitel, and the breckeges and the insurance cleims were a nuisance. The
other two treders had given up importing because thelr energies were
directed to other aspects of their business activities.

One importer said that he thought thet the advantages of buying
direotly from overseas were keeping in touch with the outside world, ond
avoiding the weste of timec and loss of business trying to see a menager
who might be out when one ealled,

(1) According to one confirming house, in the old days - (I have nc date)=
a confirming house would hold stocks of certain gods much in demand to
supply to traders requiring only small quentitics but nowadeys with
such & small buying commission and U.K. purchase tex restrictions, this
is no longer practiceble,

(2) Some expatriate business men doubted whether this was generally true,
but one confirming house said that meny times the larger firms camplain
that they are heing undercut by the confirming house and the small
Ifrican importcr. One of the bigger African traders said that Africans
camnot compete with the big fimms in importing the staple lines
instancing his own experience of importing soap end milk, But same
traders import staples.

=28



One propinent Ghonaian business man in Kumasi, who has well-known
views cn the building up of the African share of the import trade,
belicves thet to be a successful importer it is necessary frequently to
visit Burope to search out new lines of business, - frequently, perhaps
even annuelly,=because other and bigger firms will prcbably capture the
ideas and the merket, By visiting Europe, he argues, an African
business man can make direct arrangements with manufacturers, and by-pass
the confirming houses, thus saving thc commission required by the
confirming houses, and benefiting from the discounts granted by the
manufacturers, The cost of visiting Furope, - say £500, —~ is soon more
than repaid. 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
the ice, they would be less unwilling next time.

"Been-to's" in Kumasi trade, (1) It is worth considering this African
business man's opinion about visiting BEurope. FEurope provides the bulk
of Ghana's imports = about 70%. Other importent sources of imports are
Japen, India and Hong Kong, which would be more expensive for African
business men to visit (though this same business I'{L’:.'El251a3 visited Hong Kong
too, probably the only Africen to do so privately)s

Of the business men interviewed in Kumasi, 6 had been to Europe, but
of these 1 had been as a students (A partner (not interviewed) in another
fim had been as a government official oversecas). Of the other 5, one =
alrcady mentioned — visited Burcpe frequently; one had established a
successful partnership with a Eurcpean who ordered and dispatched the
goods from Eurcpe; another was staying in Burope as a buying agent
temporarily and sending goods to his wife in the store; another had been
to learn a trade, but was unable to carry out his plans when he returned,
and meanwhile his four stores had dwindled to one; and one, whose chief
business interests were other than trading, was not primarily concermed with
looking for trading benecfits.

Thus it cannot be said that personal overseas experience has had any
significant influence on Kymasi trading practices, except in the case of
perhaps three firms, But there might be opportunities for development
here, if more African business men can exploit thems

(1) A "een-to" is a person who has "been to" an overseas cowntry,
eéspecially to Britain,

(2) There have recently been 2 number of trade and goodwill missions,
which have included Ghanaian business men, toaountries overseas.



How can the small African business man import below the costs
end sell below the prices of the big firms? He cannot generally
import below the costs of the bigger firms, there can be no doubt about
thate In so far as he can sell below the prices of the big firms, 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 not an extra
profit, The question is how substantial the profit margin is on goods
imported by African fimms 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), (1

But there were many stories of unsuccessful importing., An importer
needs to know what he is doing, and it is not only newcomers who make
errors of judgment or guess wrongly about future demand and supply.
Guessing the future is the essence of business risks. There were many
instances of an African importer's costs of importing particular commodities
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 confirming houses says To get a balanced picture, it was
desirable to hear not only what the African importer said about impc>ting
from overseas, but what the overseas exporter said. The overseas expcrter
could provide additional information, it was felt, and help, te give
perspectives Copies of the preceding part of this ::*sec‘l::i.r::n(2 since
modified a little = were sent, therefore, to a number of British confirming
houses which were known to have custamers in Kumasi, asking for comments.
Seven confirming houses sent long letters of useful criticism and camment in
reply, the chief points of which are given below., Some writers reassuringly
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 agents are expensive, and that by forwarding
themselves they save the importer money, Their forwarding costs are
covered by their buying cammission,

(1) If a number of alert importers all have the same idea at the same
time, and some large firms elso import the same commodity, the
resultant flooding of the market might mean losses all round.

(2) Offprinted from March 1958 issue of the Economic Bulletin, Economic
Society of Ghana,
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b). Comissions Our 5% gross profit - it wes 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 goods tock to arrive, - equivalent to several weeks'
credit as far as the confirming house was concerned; ii)e there
was a risk that the goods would not be taken up; and (iii). the
commission was also a reward for (efficient) service .

c¢)s Oredit, One correspondent expressed the view that credit
has helped to spoil the West African trade in the sense that some
importers were inclined to orderfthan they could finance satisfactorily.
(This alleged optimism as a characteristic of the Ghanaian trader was
sometimes remarked upon to me by expatriate business men in conversation).
Confirming houses which were involved in losses where importers were
unable to pay, were reluctant consequently to give credit very easily in
the future, Vhere a trader is unsble to pay immediately, he is in fact
trading on the confirming house's capital until he does. The 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 was proved by the fact that ane of the two insurance
schemes covering confirming houses had withdrawn its cover from West
African markets, Confirming houses then have hzd to watch their interests
when giving credit, but they heve 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 been mentionecd.
This seems very low, fbr eny confimming 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 whatever percentage it was - cost less, In some cases,
it was possible for the cash discount to exceed the buying commission, s0
that & credit custamer buying from a confirming house could obtain the
goods more cheaply than if he bought directly from the mamufacturer,

The point was made that some African importers prefer CIF quotations
to manufacturers'! FOB prices, because then the landed costs can be compared
imediately with prevailing prices locally, (This, I think, assumes that
the importer has confidence in his confimming houses.

e)s Direct dealing with the mapufacturer, Confirming houses felt
that it was not necessarily .- perhaps not usually - trues that direct (1
dealing with manufacturers ims cheaper than dealiing with confirming houses.
(1) Where a mamufacturer is pushing his product, hemight offer better terms

by than can be obtained for similar goods further down the commercial
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First, a good confirming house has up-to~date information about competing
firms and prices in many countries, The individusl 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 confirming house, as has already been said,

One confirming house said that many manufacturers do not want to
involve themselves in the extra organization required for engaging in direct
overseas trading, and are unwilling - sometimes unable = to finance shipment
of goods even where payment was against documents, since even this involwved
a period of several weeks between shipment and payment.

It would probably be impossible for an importer dealing in small
quantities of many lines to import from all the menufacturers supplying
those lines. The amount of capital he would have to tie up in deposits
would be prohibitive, and the extra correspondence and postage a
considerable burden,

£). Visiting Europe. The previous note was concerned with buying
directly from menufacturers overseas. The points made there are relevant
here, but this note is concerned with actually travelling overseas in
order to get into touch with mamufacturers there.

The same point was made again that a Ghanaian business man
would not easily be able to recognize when he was being offered a g ag.
price unless he was aware of the tems of campeting manufacturers, (1
One correspondent thought that the advantages of a visit to Europe were
chiefly seeing how things were done and what new lines there were. He
doubted whether the advantages of direct dealing with the manufacturers were
as great as had been suggested., Expatriate business man in Ghana have
made the same point,.

Some of the other points made were:=-

g)s Standards of business morality have improved since the War,
(Could this be dircctly associated with prosperity?)

h). Thesc appears sametimes to be a belief that the overseas
supplier should share any difficulties experienced by the Ghanaian importer.

(1) One well-informed expatriate business men in Chana had an additional
point here, When a Ghanaian business man is in Europe, he is out
of' touch with market changes in Ghana, where, in the words of the
expatriate, the nationel market is a smell congested market in the
sense that it is easily upset.

But it would be possible for an Africen business man to be kept
in touch with market conditions at home by a partner. There is still
the time lag between meking the order and its delivery.



1). Some CGhanaisn traders destroy the continuity of thelr business
relationships by frequently chenging their confimming houscs,

j)e There is a tendency for traders to order the same line at the
same time so that the market is glutted. The confirming house can
assist here by advising his customer that orders for a particular
camodity are heavy. The confirming house has an interest in that it
stands to lose if the custamer cennot meet his commitments, and one
confiming house added that it never pressed a buyer to order more than
it feels he can easily handle,

One confirmming house sent to importers a booklet containing
infomation about import procedure and definitions of cammercial terms
used in the trade. Another confirming house sent regular market reports
to its customers, A third maintained a small laboratory for testing
qualities and standards wherec necessary. Several confirming houses sent
representatives 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, a1l the big firms in Ghana will
indent for custamers as part of their ordinary business, though they have
no special department, One of the big firms however = there may be others =
has a special indent department for local business 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 reputation need be
knowmn only locally. The outlay that he requires for local buying is
probably less than that required for importing, and he can arrange that his
capital is less ticd ups The slow process of establishing relationships
with overseas firms and working towards easier business terms with them is
avoided, and all the customs clearing and organizing of transport are done
by the importing fimm.

The big firms might be said to see their role as big importing
organizations with a wealth of experience behind them, access to all the
infomatian, their own market research units, and with a highly-organized
and efficient importing machine. They have agencies in many countries, -
the United Africa Company has agencies in sixty different countries, for
example,

The new indent department of the big firm referred to above, works like
thise A cash deposit is usually required of 257 of the order, If the
goods to be ordered are expected to be readily saleable, the deposit might
be less, but it might be more if the goods are likely to prove difficult to



sell, and in the event of there being a possibility of the firm's being
left with the goods on its hands. But where an African firm orders
goods for different delivery dates, it is possible to work on a much
lower deposit, in effects For example, two orders of £100's worth

of goods each for estimated delivery at different dates, say January =nd
March, might be secured on a single £25, (Another big fim originally
had required no deposit from African traders when indenting for them,
though Lebanese and Syrian traders had had to give a deposit, but the
policy had failed because the firm had suffered losses when some
African traders did not take up the goods they had ordered).

The price charged to the customer is CIF plus import duties. On
such small profit margins as this department is working on, I was told,
it can only succeed if the volume of business is sufficiently large.

The department intends to establish a samples showroom, and will
advise and discuss problems and market possibilities with customers., The
samples showroom is not a new idea, however, for another big firm has had
one for many years.(1s)

One expatriate manager expressed surprise that more use was not made
of these indenting scrvices by African traders, Why do business men often
prefer to import an their own account? Is it simply that they can secure
better terms by doing their own importing? Is it sametimes a question of
prestige? Is it somctimes partly a question of ignorance of the services
available from the big fimms, or is it a desire to be independent of them?
Among small traders, there is a considerable degree of ignorance, of which
many of them are aware, of the opportunities open to thems It is certainly
true that same traders underestimate their costs when importing,

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

Direct buying from the big firms, Most of the goods bought by
African 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, or both.

(1) A sumples showroom cauld dispense partly with the nesd for
manufacturers' catalogues, which some traders say they have some-
times found misleading,



There are two methods of purchese, cash and credit. The ordinary
wholesale cash purchase fram the wholesale stores of the big firms is a
simple cash transaction involving no special relaticnship between buyer
and seller, if the sale is across the counter. The buyer expects a
quantity price or trade discount for purchasing in quantity, and this
discount usually increases with the quantity purchased, He may also
get a cash discount for immediate psyment.

Credit transactiorson the other hand demand the esteblishment of
confidence in the buyer by the seller, and this special relationship
requires further examination because credit from the big firms is a very
important element in the development of African enterprises The United
African Company, for example, has 5,000 credit customer in Ghena, including
many women, and 30% of its business is done on credit terms. Another
firm said that 30% of the credit that it gave in Kumasi went to African
customers,

The simplest mechanism for granting credit is to open a credit
account for the buyer, a method used by the big firms when supplying
building catractors, for example. 4 second mechanism adopted by one or
two big firms (and by the Lcbanese motor hire-purchsse firms) is the
requirement of post=dated cheques from custamners, A third mechanism is
the pass=bock systeme A pass-bock issued by a firm is, like a bank pass=
book, a book held by the custamer in 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 combined, of courses

Like a bank, a firm giving credit safeguards itself in its dealing?
with a custamer by requiring some security = in this case usually cash 1)
unless it is satisfied thatthe customer is an established and reliable
business man whose turnover warrants unsecured lending, The advantages

of this system for the locel trader are, in addition to the discount that
he gets on wholesale purchases snywsy, a further "commission" on purchases,
and an interest payment at rates above bank deposit rates on his original
deposit and any subsequent additions, including commission accumulations,
that he might make to it.

(1) Two Kumasi traders who were interviewed had deposited the deeds of
relatives! houses as securities, One big firm, however, had given
up taking mortgages as securities, because its experience in the past
was that forced sales of property, where they had been necessary, had
resulted in losses. On the whole, property is not considered
desirable as a security by the big firms,



Suppose a petty trader saves £500 and deposits this with one of the
big firms, The trader will then be permitted to draw up to £500's
worth of goods at a time, and repayment is usually required within the
month, Scane fims are very rdgid in maintaining the monthly credit
period; other firms allow up to threc months), The credit given is
secured, and of course he could buy the same amount of goods with these
savings if he wished instead, in a cash transaction.

Strictly, there is no credit given in this instonce. Credit means
lending now for repayment later, The banks, lending cash against
relatively illiquid assets, are regarded as giving credit, and where a
firm issues goods against illiquid assets, it could perhaps be similarly
cansidered as giving credit. Lending goods against cash, however, does
not canstitute credit, though the term is used.

The trader in this example would expect to be given increased -
perhaps we should say "real" - credit facilities on the same security with
the establishment of his reputation with the fimm, In the case of this
traier, he might get an extra £100 perheps at first, As time went on, he
might get more - £250, £500, perhaps, and so on, It would depend upon the
firm's estimate of his ability, and the size of his purchases and the
regularity of his pgyments, All the time, his comnmission and interest
would be alowly increcasing the size of his deposit, too.

Esteblished traders may get credit facilities with little or no
security, and ex-storckccpers turned traders seem to receive favourable
conditions fram the Cirms that they once woirked for, obviously because
they are known.

One big firm deseribed how its credit system worked as follows.
(The previous paragraphs are sumed up, in effect, here). In this fimm,
there were thrce classes of credit custamers:

a). the secured custamers, who had éeposited money or other sccurities
vith the firm, As has been said already, a fully-secured
custamer really gets no credit.

b). the semi-secured customers, who get same credit built usually on
an established reputation with the fimm, A trading account
records the purchases; a deposit commission account records
the growth of the customer's camission paid by the firm,

c)e The unsccured customers, who are financed in their purchases
from the firm entirely by the firm. Everything that they buy
is on credit, and they have no security deposited with the firm,
The post=dated cheque system is employed here, These
customers might get the most favourable wholesale terms in so
far as they are usually the biggest buyers, but they get no
camnissions Only classes a) and b) get commissian,



This firm has no pass=book system.

African business men told me in interviews that the commissions
granted varied according to the type of goods and according to the
supplyi?%)fim Prom#% to 5% Credit varied from a week or 10 days to
a month The emount of monthly credit (including the amount secured)
granted to individual Africen firms in Kumasi varied from a few hundred
pounds to £3,000, and in one case, £5,000, Discounts varied according
to the quantity of goods purchased.

As in their dealings with overseas confirming houses, most African
traders were custamers of more than one firm, so that the bigger African
business men could order altogetherseveral thousand pounds' worth of
goods locally fram different firms at the same time,

Criticisms made of the big firms by some African traders.s European
firms were often accused of giving better terms, not to the bigger
business men as such, but to the Lebancse and Syrian traders. Onc big
African trader said that one Burcgpean fim always gave better terms to
Lebanese and Syrian traders than to him, though he bought more than many
of thems  Another seid that African traders could 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 maximm, but this example
illustrates a hostility sometimes found, One or two Africen business men
said that the non-Chenaiasn traders used to be favoured in the post=war
years of shortage, but that this was not so nows Individual dislikes of
particular departmental managers sanetimes existed, of course, and it is
possible that there were some managers who did not follow strictly their
fimb declared policy, or gave the impression of being responsible for
what scome Africans definitely regarded as unfair allocations, ecredits or
discounts. Some allegations of corruption in favour of non=-Ghanaians
when goods were short were made against some managers, too.

On the other hand, in the case of one big firm = perhaps there were
others too -~ credit was given only with the approval of the general manager
or agents Decisions as to whether credit should be given or not were not
made by branch manegerse In general, storekeepers usually have same
latitude in allowing credit. The point might be made, too, that the big
firms, even those associated in large organizations, compete - often quite
severely - with each other, To discriminate or to appear to discriminate
between customers would scem likely to result in a loss of custamers to
other firms, The big firms denied that any discrimination existed in their
dealings with customers, who were, they said, invariably judged individually
on their merits - their purchases, the size of their turnovers, the
regularity of their payments, and so on.
(1) The system of payment every month brought a backwerd glance from an old

market cloth trader, Full monthly settlements started in 1939, he saids
Before that, at stock-taking time, the firms would take back unsold pieces
of cloth, = and even half picces in the old days.
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Indeed, far from favouring the Syrisn against the African, the
reverse was the case, said one big firm, This firm believed that its
managers maintained a high standerd of behaviour, and it was awere of the
allcgations, such as thosc cited above, made against thams Furthermore,
its policy was to issuec pass-books only to Africans.

One of the biggest firms estimated that at least 72% of its
merchandise sales were to African customers, and only about 10% to Syrian
and Lebsnese customerss Purchases by Goverrment Departments accounted
for most of the remainder,

The manager of the Kumasi branch of one big firm said that his fimm
had been pursuing a policy, cspecially since 1955, of trying to develop a
stable, purely African group of large buyers, and in this the firm had
hed some success in textiles and to sane extent in provisions. This
canscious (private enterprise) policy of trying to build up the firm's more
enterprising end rclinble custaomers, who were hindered by their shortage
of capital, is along the lines that some African traders have suggested
might be a function of a government agency, = the encouragement of the
more successful trader,

Another criticism of the big firms occasionally made by African
businces men wos that they sold straight to Lebancse and Syrian traders
and did not keep stocks themselves, so that & smaller buyer often had to
go to the Lehanese traders to buy the goods he wanted, at higher pricess
Once, said one trader, he was referred to a Lagosian market trader by one
big firm from whan he was trying to buy particuler lines. It is
difficult to see quite how this criticism can be met, if at all. It
hardly seams reasonable to expect a firm to hold stocks in the mere hope
that somc Africen customers will come in to buy, if regular Syrien and
Lebencse customers make firxm offers to buys One big firm hes
experimented along thesc lines, trying to keep stocksfor African buyers
should they want to buy, but the experiment proved too costly, In times
of definite scarcity there may be 2 case for same form of rationing by the
firms,

Perheps there ere some indicetions of xenophobia to be sifted from the
material here,

Other locel buying, Some Indian stores were mentioned as suppliers
of', example, Hong Kang goods,(1) heberdashery and provisions, =nd there
were a few local instances of fairly large credits being obtained from one
big store and from & local Indian manmufacturing fimm,

(1) Hong Kong hardwere is often not distinguished from Japanese in name
by market petty traders, same of wham call it all Japanese,
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A few Lebanese and Syrien firms, which are mich more numerous than

the Indien fimms, were mentioned, but how much African traders buy from
them and how much credit they get is not kmown, One Africen business
man interviewed ordered goods from overscas suppliers through two local
Lebanese firms. (1)

Importers of books had to buy their vernacular bocks locally where
thesc were published by missionary societiess The bigger booksellers
were able to get substential credits from mission bookshops, however.

Food contractors constitute another special category. The buying
of foodstuffs from the fermers 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 coursg?)

Some details of credit granted by African traders to custaners is
contained in the next section, Some traders bought locally fram African
importers, and obtained credit from them. There was one instance of an
Africen importer granting £1,000's worth of credit to a retailers But
the imports of African importers altogether are anly 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 fran Africen importers, whose
wholesale customers were to be found chiefly among the smaller traders,

The business men in this survey bought direetly fram the big firms in
so far as they did not import themselves, for the most part. They did
not buy fram 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 which were in demand in Kumasi, and would buy wherever
they were available,

A note about sane market traders. One trader in provisions always
bought his stocks from a Eurocpean firm in Takoradi, and sent them to Kumasi
by hired lorry. This, he said, was cheaper than buying in Kumasi, and wes
Jjust worth while provided that there was no damage to the goods. Some
market traders in hardware also bought fran the big firms in Takoradi and
Acera, and brought up their purchases by lorry. Sometimes, they said,
hardwere lines were cheaper in Kumasi than cn the coast, but even so they
never took goods from Kumasi to sell further souths.

(1) I wes told, but did not confim, that in local importing of this kind,
the importer gets for his services the high reward of 5% coanmission fram
the suppliers, and 5% on the invoice which he charges to his customers
There were instances too of African traders importing for Lebanese
customers,

(2) One of these African fims of importers had suffered badly in the poor
ég&é%lgﬁgﬁ ggﬂcg.:;gg‘of the failure of its customers to take up the



S

Same Kumasi market women sellers of headkerchiefs travel to Accra
to buy fram Accra women, and some Accra market wamen sellers of
headkerchief's travel to Kumasi to buy from Kumasi women, This is
because a case of headkerchiefs bought from the big firms contains
patterns which are popular in scme areas but not in others, so that
a Kumasi trader will sell the "Accra lines" fram a case to a buyer
from Accra, and an Accra trader will sell the "Kumasi lines" to a
buyer fram Kumasi. (Is a similar trading pattern to be found in other
comodities?)

22, Custamers,

The last two sections described how the traders covered in
this survey imported their wares directly fran overseas or bought them
fram the big fimms locally. These traders then sold wholesale to
smaller African traders, or retail over the comter. The largest firms
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 and
bought in such small amounts themselves that it was not worth their while
to give a guantity prices 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 in the trading
hierarchy, and in any case it is worth remembering that there are degrees of
pettiness, from the trader who buys in cases to the trader who divides a
box of matches.

The chain of distribution in 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
tradqrs themselves, but on a smaller scale, Other customers buying in
quantity from the bigger traders were local councils, and timber and
building contractors.

There was often a distinet group of small traders buying from a
store such as women petty traders, or, more specifically, Ashanti wamen
or "Lagosian" (Yoruba) women or Hausa women. There were many men petty
traders buying and selling locally toos These came from a number of
tribes, notably Yoruba, Sometimes an African firm 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

f



groups of customers from particular areas in Ashanti. Scome women
customers, chiefly Ashanti, traded over the border into the Ivory
Coast. Petty trading in drugs is chiefly done by men, L was told;
drug stores do not sell much to womens

Of the traders who sold chiefly retail and "petty wholesale',
one trader who 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 placeg as far away as Tamale,
Sunyani, Tskoradi 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 bocksellers visited schools.

One or two traders employed intinerant agents, but this was not
an important sales outlet for eny of them. One provisions dealer had
lost a few pounds over a period when his Frafra boys employed as street
hawkers had absconded with 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" (the
distinction between the Lebanese and the Eurcpean was often not made)
even when the African's prices were the same or lower. One trader sai
that the reasons for this were that the villagershad bought from the
forcigner for a long pericd, since the African had only recently
established himself in trade, and that they believe that they will get a
better price from the foreigner, (My inclination is to dispute this
argument, for one sees many petty traders going round from shop to shep
asking for and compering prices before they buy, locking for the bess
bargain 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 farmers or fishermen. Some stores catered
chiefly for villages who came into Kumssi to buy. Traders specializing
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 goldsmiths: and
so one I did not discover that tradesmen obtained a specific trads (iscount,
but some of them might have been buying sufficient to obtain quantizi prices.
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Some of these tradesmen were able to get credit on their
purchases, One wrader required some security fram his credit customers,
and gave as examples of this security a "machine" from a shoemaker, and
a gramophone, It is not known whether this practice of taking goods as
security is commone There were other examples of credit on retail
sales, A suitings 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
orgenizer to take the drinks required for the occasion on credits

Wholesale trade. As the 1957-58 season progressed, and it
became apparent that the cocoa crop was low and that trade was going to
be poor, African wholesale traders began to protect themselves against
possible losses by reducing the amount of credit that they gave. Six
traders, including two of the larger traders, had stopped giving credit
altogether before the scason started. (One of these larger traders had

stopped in 1955). Another large trader said that he would teke no new
credit customers.

Forty=-two business men said that they granted credit to their
custamers, 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 grenting it. The amount of credit grented
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 limite of between
&£50 and £80, and several had a maximum of £30,

Not much definite information was collected about the period of
time grented for repayment.s A few traders said two weeks, but a month
wos the more usual period, My impression, however, was that this was a
nominal period, and that a month of'ten dragged into a longer period with
some buyers, especilally perhaps outstations buyers who came to Kumasi only
when they had run down their stocks.

Only one trader mentioned that he somctimes asked for
guarantors from credit customers, and it is not known how widespread this
requiramnent is,

The choice of credit customers. A business man must diseriminate
between good and bad risks in allocating credit, in his own interests.
This seems to mean in practice that a Kumasi trader limits his credit to
customers who can be vouched for and traced. In general terms, therefore,
an Ashanti is a better risk than a Ghanaisn from elsewhere in the country,
and a Ghanaisn a better risk then a non=Chanaian African. Some Lazosian
and Hausa wamen, who were living in Kumasi and were known, were given
credit by a few traders, but eight traders said that they would not give
credit to Lagosians as a matter of policy.




- 68 =

Credit losses. One of the bigger traders said that in the
1956~57 trading year even his best credit custcmers had let him dowm,
so that he had lost over £200, The list of losses sufflered by traders
during the 1956~57 trading year certainly makes melancholy reading;
17 business men reported losses totalling almost £4,600 including one
unf'ortunate trader who had suffered a major setback to his business with
a loss of £1,500, He had since reduced to a much lower amount the credit
that he gave to any customers

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 heard 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 pericd, he felt he could
give substantial credits 1In 1955, this customer had absconded over the
Ivory Coast border with £2,500's worth of the trader's goods.
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E. SOCIAL ASPECTS.

23 The family system: matrilineal inheritance, This section is
concerned with the effects of the matrilineal family system upon the
African business man,

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

- The Akan peoples, to which the Ashanti belong, are closely allied
linguistically, share many common traditions, and are contained largely
within the boundaries of Ghsna, in the central and southern areas of the
country. The matrilineal system embraces the Akans and samne 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 matrilineal system of inheritance. These are not problems
which are shared by patrilineal tribes, so that in Ghama they are largely
peculiar to the Akans, who constituted over 40% of the total population in
the 1948 Census of Population, But since cocoa is to a cansiderable extent
in t he hands of matrilineal peoples, they are among the wealthiest sections
of the nation, and a large proportion of Ghanaian business entreprise
certainly springs from them.

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

Matrilineal inheritance. Matrilineal inheritance in Ashanti
belief and practice means that a man is 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 being he inherits from his mother, It seems a logical next
step that he should inherit physical property, that is, material things,
from his mother's side,

Briefly, the pnnclple is that a man is succeeded by his brothers,
his nephews (his sisters' sons, the eldest sister's sans first, anl so on),
his sisters, amd his nieces, in that order,

Evidence of the breakdown of matrilineal inheritance, notably
among the business, professional and wvhite collar classes is apparent in
Kumasi, and in the southern 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 the matemal

~ grandmother, or perhaps more cammonly now at least, the descendants of

- the mother, The nuclear or immediste family is referred to as a man's

| “wife (or wives) and children®,

How inheritance is modified. Customary inheritance
can be modified both under existing statuté law and customary practice.
Under statute law, testamentary dispositi o, the method receiving the
most attention in this paper, is the principal 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 sometimes been made in
recognition of the conflict between the extended and the nuclear family.
The required infarmation about this fram 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 Nzima, both states
in the Southemn 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 hie children, and one~third to the family. Both gifts inter vivos
bestowed publicly, that is in front of witnesses, and wills,were des-
cribed by Rattray as accepted forms of property dispositiom in Ashanti,
but the consent of the matrilineal lineage was required. In fact, gifts
inter vivos of personally-acquired property were only ruled as valid
"whether the relatives of the donor approve or not" by the Asanteman

¥hat 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 poseible
successor, to a member of the family naminated 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
rerely knows anything sbout the business, and the aim is to realize the
assets as soon as possible, Business continuity is rarely possible in
such ciroumstances, Clearly, in rursl areas where a cocoa farmer nephew
inherits froam a cocoa farmer uncle the effects camnot be so destructive
“as in business enterprise,

[ business men to mat cal inheritance,

The 52 traders from matrilineal backgrounds, nearly all of whom were
Ashanti, who were asked who would inherit from them, gave answers which
indicate the strength emong this group of t he move away from traditional
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ﬁamﬁ!ﬁ usion, the word "family" is used here in its wider
Bense to mezn thaeﬁen&edfmﬂ;ym, the descendants of the matemal

~ grendmother, or perhaps more commonly now at least, the descendants of

fthe mother. The muclear or immediste Tamily is referred o as a man's
"ywite (or wives) and childrem®.

How mary inheritence 35 mocified. Customary inheritance
can be modifisd both wider existing statute law =nd customary practice,
Under statute law, testamentsry dispositio, the method receiving the
mont attention in this paper, is e principal method smong the 1iterate
‘elasses for overriding customary law. In addition, marriage under the
Marrisge Ordingnepe protects the wife and children,

~ Changes in customary practice have sometimes becn made in
recognition of the canflict between the extended and the nuclear family.
The required infarmation sbout this fram the different state councils
hes still to be ¢olleoted, end there is very little in print, As
examples of these changes, in Akim Abuskwa ard Westemn Nzime, both states
in the Southem Region of Ghona, the property of a man dying intestate

ey be divided dnto three, the-third going to his wife (wives), one=third

to his children, and one-third to the fauily. Both gifts inter vivos
bestowed publiocly, that is in front of withesses, nnd wills,were des-
oribed by Rattray as accepted forms of property disposition in Ashanti,
btut the consmt of the matrilinesl lineage was reguired, In fact, gifts
inter vivos of persenally-scguired property were only ruled as valid
Twhether the relatives of the donor spprove or not" by the Asanteman
Council in 1542,

1 Jwhen an Ashantd business man dies intes .

Orddnarily, the property of an Ashanti man who dies inteatate falls to
his ﬂh‘iliﬁcal next o kin, or vhere there is more than onée possible
succenscr, tc o mewber of 't‘.ht' family nemineted through the head of the
fardly, Occasicnally, brothers or nephews who had been smployed by the
trador inherdt, but ususlly the business disintegrates, His suscessor
rarely inows anything sbout the business, and the aim iz to realize the
mEDets as soon as possible, Busincss continuity is rarcly poesible in
mich circumstarces, Clesrly, in rurel sreas where a cccon farmer nephew
dnherita from & cocoa farmer uncls the eff cots cemet be ao destructive
52 in business enterprise,
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The 52 tosfore froe matrilinesl backorounds, nearly all of wham were
, Who were a=ked who would inherit from them; gave snswers which

m Mmﬂﬁsmp of the move awmy from traditionel

The answera msy be mamarised in tabular form sa followsie
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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 commonly now at least, the descendants of
the mother, The nuclear or immediate family is referred to as a man's
"wife (or wives) and childrenm",

How customary inheritance is modifieds Customary inheritance
can be modified both under existing statuté law and customary practice.
Under statute law, testamentary disposition, the method receiving the
most attention in this paper, is the principal 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 sometimes been made in
recognition of the conflict between the extended and the nuclear family.
The required information about this fram the different state councils
has still to be collected, and there is very little in print. As
examples of these changes, in Akim Abuskwa and Western Nzima, 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. Both gifts inter vivos
bestowed publicly, that is in front of witnesses, and wills,were des-
cribed by Rattray as accepted forms of property disposition in Ashanti,
but the consent of the matrilineal lineage was required. In fact, gifts
inter vivos of personally-acquired property were anly ruled 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 knows anything about the business, and the aim is to realize the
assets as soon as possible. Business continuity is rarely possible in
such circumstances, Clearly, in rural areas where a cocoa fermer nephew
inherits fram a cocoa farmer uncle the eff'ects canmnot be so destructive
"as in business enterprise,

Attitudesof Aksn business men to matrilineal inheritance.

The 52 traders from matrilineal backgrounds, nearly all of whom were
Ashanti, who were asked who would inherit from them, gave answers which
indicate the strength among this group of t he move away from traditional
matrilineal inheritance.

The answers may be summarized in tabular form as follows:-
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A. Those intending to follow traditicnslpractice:

1« Normal matrilineal inheritance L
2. Normal matrilineal inheritance but probably
! only because of cbligations to the family
| Total

B. Those interding to effect some alteration by will:

3« Inheritance interded to be éltered by will
on a compromise plan 17

4, Inheritance intended to be altered by will
to leave property entirely to own children 16

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

6. Already made will leaving all or part to
owmn children

o o

Total

Ca Others:

7« Wish to provide for own children but no
mention of a will

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

Total

"“I pha e i =

Notes on this table.

Group A 1.0ne of these L business men was a partner in a partnership of
brothers, vho would inherit from him, but carry on the business and
provide for his wife and child; another intended to make provision
for his children in his lifetime; a third said that his brother
would inherit and would be responsible for the wife and family, (see
also group B.4).

2. One of these had inherited from the family. He thought to
cover 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., EI came across a few instances elsewhere
where the mother was the farce linking a son to the family, The
death of the mother, it was sometimes openly said, would also mean
his bresking with the family).

Group B. 3. Examples of these compromise plans were :(a) inheritance to
be ﬂi‘r.lﬂ.eﬂ into three for wife or wives, children, and family; or

two, wife (wives) and children, ard family; (b) house buildings

left to the family, the 'business to go to the children, This

- comman division, and always with the house property
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4, There were 3 instanoes here where the busineoss man wns
oontent, while bila children were still very young, to leave the
position for the time being as his brother's responsibility for the
wife and children, But he intended to make a will in favour of
his own children when they were older, In 2 of thease cases wrere a
bro ther would normally inherit, the brothers had agreed among
themselves not to follow the matrilineal inheritasnce pattern, but,
because the children were still very young, the brothers would look
af'ter the children until they were old encugh to inherit their
father's property. The plans were to make wills only when the
children were old enough to inherit.

6. It is surprising that ody 5 traders had actually made wills,
but two of these traders said that they knew of many others who had
already made wills., This, however, it mist be emphasized, is not
the sort of information that an African willingly gives on the
vhole, because knowledge of the existence of a will is likely to
cause family disharmony.

Group Co7. In these 3 instances, the traders concemed had plans for
their children., One intended to form a company with his children
as the shareholders when they were older; another proposed to
open bank accounts far his children,

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

The probable fate of Akan businessess on death. The objections
to the matrilineal system of inheritance by a business man were not often
concerned with the continuance of the business, however, Sametimes it
was felt that a brother would be in a position to take it over, or less
frequently, a nephew, or sometimes a son or occasionally a daughter, -
by making a will if necessary, In a partnership of brothers the conti-
nuance of the business was assured if one of them died, it was usually
assumed, and where this was the case in these interviews, the surviving
brothers accepted that they would be responsible for the deceased's
wife and children,

But out of 115 trading businesses wovered, only 21 were part-
nerships, and only 2 were companics, The rest were sole traders,
These were the larger African trading firms in Kumasi, and if businesses
further domn the scale had been added, there would have been a rapidly
increasing proportion of sole traders. In the larger trading units, the
form of organization and the size of the business were rarely related,
and the significant fact is that most businesses depended upon one me.n.
In general, whatever the legal form of the business, the death of its
principal figure brought the proble: of its survival.
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In soge instances, a sole trader wes indifferent as to whether
a son or nephew continued the business, provided that the successor was
able and industrious. TWhere, however, the trader planned to compromise
with the traditional system by meking a will to divide his possessions
between his family and his wife and children, the business was always
intended for the children, it seams, and the house property for the family,
as has already been mentioned.

Several sole traders said that their businesses would die with
them, because, for example, there vas no one with the experience to
continue them, But this is not specifically a Ghanaian fate of sole
trading businesses, and too much should not be made, therefore, of the
extinetion of sole traders' busine:=sess upon death,

General objections made sgainst matrilineal succession.
It is worthwhile to list some of the general objections to the matrilineal
system of inheritance made by business men in interviews, though thess
objections were not necessarily concerned with business, and were of'ten
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 fram
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 traditional systems The old system had
tended to degenerate, it was said, into a grabbing of the property of the
deceaseds Formerly the system had provided that the widow(s) and
children became the responsibility of the heir, but that seems often to
be no longer the position, and it was said that the widow(s) and children
may be thrown into the street with nothing, quite literally, and the

children's education emdeds This is to express the position rather
strongly, for the wife would retum to her matrilineal hame, (that is,

if she were Aken), though possibly taking nothing with her, and possibly
finding that the matrilineal guardians of her children were unsble, or
unwilling, to continue their education. It was camon in earlier days
for eross=-cousin marriages to teke place, that is, for an uncle to arfange
for his niece to marry his son, or to accept his daughter as the bride of
his nephew, thus cross-weaving the two aspects of the family and avoiding
the conflicts of succession,

(b) The effect of the system on a men's wife snd children. The
laws of traditional inheritance and of current responsibility for the
extended family system are at the expense, it was sometimes put, of a
man's wife and children. One trader went so far as to say that the
system tends to make marrisge a failure. A wife has no feeling of
security, and often takes no interest in her husband's affairs. "It
would pay the wife and children to get all they can, vhile they can, out
of the husband," said one treder, "although in fact they generally do not
behave like this"., "If L died now vhile my children are still young",
said another trader, "the family would not allow my wife to carry on the

s 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 can usually be worked out from the
theory, other things being 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 lmow that only one caen inherit, to the exclu-
sion of the otherss, Therefore, as one trader put it, the nephews have
no hesitation in impoverishing the uncle during his lifetime. The
poisoning of uncles, according to a number of informants, was common, and
Ju=ju was tried on weaker avuncular minds, assuming ju-ju here to be a
psychological weapon, Poisoning is not quike the right translation,
for it does not necessarily mean pois cning 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 fram 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 uncommon, did not show up very strongly in this survey, In over
100 case studies, I recorded only 3 instances of nephews defrauding their
uncles while employed in their businesses, There were 3 ccses where a
business man was defrauded by his brother, and 2 cases by other relatives.
Court cases rarely follow 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 what would be considered as the
spoiling of its good name, One t ader suggested that because there is
no punishment except family disaporoval, which is less tobe feared now
than in the past, the family complex actually tends to increase dishonesty.
But where an uncle was the victim of a theft, he invariably determined to
exclude the thief from any inheritance an his death.

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

However, as everyone emphasized, not all nephews bad. Many
families seem to maintain bonds of affectian and respect.

(d) The aspect of unfaimess. 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 said, had never helped him, and who wanted him to die, would not
accept his bequeathing his property to his own children who had helped
him during his lifetime, This feeling of unfairness was widely expresseds
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2he  The family system: the costs of the extended Zamily to the
business mane Large nuclear families must presumzbly have been a factor
hindering the growth of small business men by absorbing their capital in
nincteenth~century Europe, The African business man has similar problems
today, but in his society, wherc the extended family organization exists,
he finds himself respousible not only for his own wife and children but
also for meny of his other relativese In a matrilineal 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 his own wife and children. He would be responsible for his sisters
and their children where the husbands were unable to provide for them, or
if his sisters were unmarried, for example.

This means that a successful man is saddled with relatives
clamouring for shelter, food, clothing, and money for one reason or another.
It is not unknown for an uncle, for example, to say that he expects from a
nephew now that he is established, & given ammount of, say £5 or £6 a month.
Indeed, any "successful" member of the family, male or female, (swhich means
in practice almost anybody with a job), is likely to find family responsibili-
ties round his neck with his first pay packect.

Education costs.s In only 21 cases were 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 men reckoned that his total family costs, including
education, were about £1,500 a year, but he shared these with a relative.
Lnother of the bigger business men said that his business financed the
education of one more child from the family every year. A relative receiving
secondary education or university cducation - especizlly at an overseas
institution, was a big individual cxpense itema

The following table is a2 guide to the educational responsibilities
of some of the business men in this surveys This list shows the number of
children for whom a business man was solely responsible, and includes his
own children, his brothers and sisters of school age, and his nephcws and
niecess Unfortunately, it is only a rough guide, because it was not always
clear when compiling the teblc whether 21l these children were still in
schooles This list includes only those cases where the number of children
was lmoim exactly.

Number of business men
responsible for this
number of children.

Number of children,

Qs \5 2)
$=540 19
137 = A5 12
16 - 20 L
Over 20 3

———r—.

62
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Some examples of family rcsponsibiliticss A ran's responsibility
for his relatives was sometimes onerous. For example, one business man
found himself responsible for "six or seven cuusins, who hove not got good
husbands, and their children;" an unmarricd man had to support his four
sisters and their twelve children; aonother, in addition to his three wives
and nine children, had his mother's fomily and his father's family to look
after, for there was no one else to look after his father's familye One
trader, with fifteen children to support, ten of them his own, also supported
four sisters, and sent £7 each to his mother and his grandmother every monthe
It is not surprising that some traders considered the income tax allowances
inadequates

Wives' earminzs. On the whole, a wife with a young family was
fully occupicd loolking after the children, otherwise she might trade, or
help in her husbend's store. Trading on her own account was the commoncst
occupation of a wife, but many wives helped their husbands in their stores,
and so ons Where s wife had an income of her own, she would be likely to
make less demands on hcr husband, but & husband's minimum obligations to
provide certain things for his wife and children are fairlyrigidly defined
and observed. Fallure to observe them can be a cause of divorce, I understand.

A few traders mentioned that they had tried to reduce their family
costs by setting up brothers, sisters, nephews or nicces, for example, in
trading, Educating brothers, sisters, nephews end nieces, apart from sons
and daughters, while being in fulfilment of family obligations, zlsc provides
for their obtaining better jobs and their future sharing of family costs. On
the other hond, there is prestige attached to having many dependentss

How far can foamily costs be regerded as a drain on g business
men's resources? "Most of the profits are taken in family costs," said one
of fﬁé bigger traders. A smaller trader with heavy family responsibilities
said that his wes a hand-to-mouth existence. It was often said that a man
had to get away from his town and his relatives if he wanted to survives

One might mention how compctition between members of the family
Tfor the available funds of a richer member of the family often produces
%nternal Tamily stressese. One informant, for example, put it this way s
If & man gives too much to his wife and children, his family will rise
&gainst him; if he gives too much to his family, his wife and children
will be against hime If one of the family is looked after, the rest will
turn against him. If he looks aftcr one nephew, hc will become the enemy
of the-othcrs. There is aslways a family quarrel. If an unclc has MONEY s
thc?e 1s suspicion alwrys of ingratiating with hime The demands of the
fomily breed dishonesty in o man'.

The implications of making provision for the Tamily do not end
here. The building of a house is often in responsc to family nceds, but
at the sanc time the capital is being tied up so that the family ca;not
d}551paue }t. thile there is any cash, the fomily, if they lmow about it
will ?ant 1t, for recurrcnt cxpenscs such os clothing or caucation or '
occasional expenses such as medical treatment, for relief from indébtedness,



for bribing to get a good job, or for marriages A big car, too, means that
the money has been speat on oneself, and that any liquid cash, which the
fanily is interested in, has been reduced. Moreover, since the car will
sometimes be used as family transport, a bigger car has a chance of a longer
life, Conspicuous consunption is not necessarily an adequate explanation

of the large car phenomenons Much depends, of course,upon the attitude of

a man to his family, and to his probable heir. But the family likes the
prestige of having "a big man" in the family, -~ a man of substance with
property and a car, who is there in the event of trouble. Besides, reflected
glories bring material benefits in ordinary dealings with other peoples One
expects therefore a certain amount of give and toke within a family, and the
individual behaviour of ‘dependents to be conditioned by family attitudes, for
the famnily as a whole benefits by additions to family propcrty.

The need to keep one's affairs secret from the family sometimes
drives a business man to protect hinself in other waye. One example is bank
accommodations "If you have a loan," said one trader, "your relatives will
Imow about it and rush for assistance, but no one lnows if you have an
overdraft". This would be true, for example, where the house was reguired
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 performances.

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 growth
by meling it necessary for & man to hide, or absorb in less useful ways,
his cash balances.
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25 : + Only at a later stoge 4in this survey wos it
thought tha costs of cercmonics associcted with iites de passage
might be a serdous drain upon a business none Information was collected

{ nly about funercls, which ere the most sipnificant item of costs, and 4in

_l: general it seems that while funerals sre rnot a major expensc, n budgeting

. allowance of, comonly, £5 or £6 and possibly as much no £10 or £20 a

- nonth, egas to be mnde for theme As important might be the loss of time
involved.

There are usually four cercmonies associanted with the death of

& person, the actual interment, and ceremonics a few days later, forty days
later, and one year after deathe The big occesion on which iavitetions are
sent to friends is the onc = few deys after the interment. This of'ten used
to be seven days af'ter the death, but now comnonly is on o Saturday so that
worldng relatives are ablc to get awey from their place of works The other
ceremonies are chiefly for the family. Actuzl detes and cercmoniecs depend

upon family decisionse Details of Alkian funeral cerecnony can be found clse-
where: here the concern is only with the costs of funcrals to business men.

The big cercmony is a social occasion depending largely upon the
status of the deceasecd, and one of its principal features is the drinking
associated with ite. (It hos elready been mentioned (p+67) that traders in
drinkables depend chiefly upon the demand from funerel orgenizers). The
guest is expected to coniribute toviards thie coats of the occasion, and how

. mach one contributes depends.-upon how close one was in Minship or friendship
to the deceased, the size of the funeral celebration, and what is offered to
drink, In Kumasi, a guest rarcly gives less than 4/= ot 2 small funeral,
(The family usually, but not always, gives a poor man a poor funcral)e Waere
a guest has only one bottle of beer put on his table, he might give 4/=, or
7/- for two bottles. Hc might give a guinea for half a bottle of whisky, or
two guines for a full bottle. Some people follow a rough rule of giving
about tiice the cost of the drinks that they receive. More distamt friends
might éo this, for example. Comnonly, half a guinee, or 13/-, or one or two
guincas is given. Multiples of & guinea nre usuals A business man might
give ore or two guineas, or up to cight or more guineas for a close friend.

Friends who cannot attend a funcral often send L/- or more, accord-
ing to their tie with the deccased. In both thc towns and the villages,
neighbours will give donations to help funeral cxpenses, men L/= and women
2/= usually, whether they get a drink or not.

SE ~ Drinks costs are probably not so high outside Kunasi. For example,
one Kumasi business man Iron Asharti-Akim (north-east Ashanti) said thet in
‘his area costs were less because "while in Kumasi people drink whisky and
schnapps, in Ashanti-Akin they use e lot of pelm wine", and probebly illicit

an increasing tendency nowadays for small groups of

_ _clan, or of fricnds, or of business associatcs,
_tive a single donmtions The head of o family might
‘behalf of the femily, or people at the samc table at o
e "It would be too sweeping howevex", said one




well-inf'ormed Ashanti, "to say from this tendency for small groups to give

a single donation, that funeral customs are in the process of disintegration,
but it is an indication that the costs of funerals is being felt, and this
method definitely reduces the cost of the individual'.

A well-known business man may receive sometincs in a single week
several invitations to funerals all of which he cannot accept. The number
of invitations that a person receives depends upon his status (for example,
in treditional social status, as head of a family, or a position of esteem
in business or government), upon his wealth and upon his popularity. He
will tend to refuse the invitations of more distant relatives and friends
but there is some preasure to attend if invited, for, as the Ashantis say,
"If I lose a member of my family and you sympathize with me, I will
sympathize with you when you lose a member of your family". ("Ayie ye di
no skoagye; WOgyaa mMe na Menso magye wa').

Funceral costs. The carcless choice of a person to manage a funcral
party can run a family into debt, though it is rere for o family to make
such a nmistake in its choices The organizer is usuclly o nenber of the
family but he may be someone known to the family who is called on to organize,
and who perhaps has assisted in the past; or, in a village, the chief may
be asked to take charge, or more rarely perhaps, there may be sone person,
well=known for his funeral-organigzing abilities, who is frequermkly called ons

The principal costs =zre the coffin, the drinks =nd the transport
for relatives and fri:znds from neighbouring villoges, and for relatives from
elsewheres The husband of = deceased wife will normally pay for the ooffin,
and holf ( sometimes more or less) the outstanding drinks debts. In the case
of other relatives, if reccipts do not cover costs, the family will divide
the difference between themselves, cach adult member being told what he is
expected to pay according to his status, a wonman nornally paying half, or
less, the amount paid by a man. Sometines o "big nan" in the fanmily will
take over all or part of the debts himself, Before the reckoning is done,
members of the family submit their expenses clains, including their
travelling.

A funeral ceremony can cost as much as £500 or somctimes £1,000
but a common figure is over £100. Donstions are received only in conuection
with the hig ceremonye The other smoller ceremonics are cidlefly feamily
affairse

The loss of business time. Funeral porties are a late afternoon
activity, as a rule. Where a trader has %£) reliable cssistant and has to
lock up his store when he is absent, it is obvious that there may be e loss
of selling time of several hours on a funeral day, allowing for dressing
and travelling. Business men somctines remarked upon thise

Settling the effairs of nothers, maternal uncles and brothers can
take many days, furthermores A business man with no one to whom he can
entrust his store would have to close it for the period of his absencea






26. Attitudes fo foreign-owned bus 8.

(i) Lebancse and Syrian enterprisece A few weeks bufore the field-
work for this study began, the Government introduced into the Notional
Asserbly o new imuigration bills In the second rending of this bill (July
1957) sone members expressed their opposition to Lebanesc and Syrian
enterprises in Ghanae The debate in the Assembly wes followed by leaders,
articles and letters in the press attaclking the Lebanese or deploring the
attacks on them, and it is possible, with all this fresh in the mind, that
some African traders were influenced in their replies to questions in this
SUIVEYs

Out of 56 traders, 26 cxprosscd feelings of dislike against Lebanese
and Syrian traders, 14 of them strongly; 11 hed pro-Lebancse sympathics,
L strongly; and 19 had no perticul r feelings. Of the 26 in the first group,
only L traders wished to see the Lebanese and Syrian community evicted, but
others spoke of limiting or preventing further immigrations

The chief reason for this hostility towards the Lebancse was their
competition in trading. Not only were they competitors, but they "competed
evilly", and by "business intrigue" ousted the African irom the trading areas.
"Africans will never be successfil becausc of the cnoroachme:t of the Lebanese".
"They spoil +the market boceuse they have no fixed prices", or "sell below (our)
costs", Some traders were more personnl and said thet they were losing their
business to Lebanese © raders, nentioning by name these competitors, or
sonetines their alleged undesirable trading practices. Lebancse business
methods shocked him, said one African ex—employce of = Lebanesc trader.
Lebanese ownership of store premiscs and their slleged "dashing" to obtain
the best sites for their stores werec objected to by some African traders,
and others disliked Lebanese porticipoiion in certain trades — the bread
trade was mentioned most commonly - or even participation in rctail trade at
alls Their dishonssty in motor hire-purchese schemes wis another allegation.

On the other side, some traders expressed pro-Lebancse feelingse
The Iebanese were "friendly", "dealt properly", "hclpecd Africons by giving
eredit", or "helped Africans by the hire purchase sysiem (though exorbitent
profits)"; and, on the personal levely "I got this store through the good
officcs of a Syrian', or "they arc good to me"e The vbelief was expressed
that the general effect of Lebanese cuterprise was ben:ficinl, sonmctimes
even by traders who had personal dislikese ILebanese re-investment of profits
in buildings and industries was chiefly mentioned, and it was s+id thot
Leboncse {raders cttracted trade into Kunasis

: Among the traders who, on the whole, had no marked fcelings, were
two who felt that African foilure ~nd Lebanese sucoess was chicfly a natter
of cepitale Given the capitel, they said, thc could do as well, or better
than o Lebanese trader, ;

411 other considerations aside, the Lebancse tradin: communit
constitutes 2 small, clearly definsble group, often working in the so.mey
f-.j_._ei!.dg a8 the African trader, ond the opposition to the Lebancse scems to
;gwelm f.‘-rog ;gistfgﬁt,lthat they erc so often direct competitors at the sone

€L as oy least the larger African traderss Whethe ! they are mor
el bt P pog':?.zrls. ether or not they are nmore



R

(ii) Indian enterprises Only 12 African traders hed any observotions
about Indian enterprise, which is relatively small in Ghanc. Six traders
expressed strong feelings ngainst the Indians, but one thought thot they were
"harmless"s The criticism of 3 troders (heard also from other traders but not
recorded) was that Indians did not invest here but sent their moncy home,
though "they do spend a little in the country now'". One trader, unsympathe®ic
to Lebanese enterprise, liked the Indians, and said that his Indian neighbour
would always help him when cash was shorte

(iii) Buropean entcrprises European enterprise came in for relatively
little criticisme Complaints were of alleged unfair competition by selling
at reduced prices in order to put other firms out of business. "Europeans
can sell more cheaply than we can", and "will undersell any line that Africans
find profitable"., European firms will sell to anybody for a quick turnover;
they should have an obligation to distributc fairly, said one traders

The United African Company had some criticse One trader said that
UsAsC,s salaries, from managers down to storeboys and messengers, had been
increased, "but there had becen no increase in commission for poor traders'.
Seven other traders disliked U.A.C. for allegedly causing prices %o rise by
creating scarcity, for alleged price undercutting, or for allcgedly giving better
terms to Syrians than to Africans.

This point that Buropecan firms in general favour Syrian (that is,
Lebanecse and Syriw) traders was nade by 13 traders. One trader, not one of
the 13, said that it seemcd a fair practice that Syrians got better terms
when they bought more, but in consequence they could scll at prices equal to
or below his cost pricess But most traders said outright that the practice was
unfair. As has been sald before, in thc eyes of these traders, the differcnce
is not between smaller and larger traders, but between smaller African and
larger Lebanese and Syrian traders, so that it scems that the racial difference
is what is significant to the African tradere The concept of a quantity price,
which everyonc lmows, is lost heres (This is an aspect for the psychologist
rather than the ccononist).

Often it was some mansgers, rather than some firms, who were criti-
clzed, particularly where it was said that they gave preference to Syrianse
New managers failed to look after old cuastomers, was znother criticisme On
the other hond, some managers were helpful and gave advice to their customers.

My dimpression was that much was taken for granted about standards of
behaviour and vhat should be expected of the big Europcan fimms. Occasionally
a2 trader said that e liked or trusted the Buropean firms, or liked their
policies of steady priceses For mony troders, the European firms scemed part
of the scenerys "U.A.C. is o background firm of Ghana", seid one trader. They
offered employment and facilities, and helped economic development.
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27. African £roup antipathies. Apart from the attitudes of African
business men to giving credit to Lagosian traders (see pe67), no worthwhile
information was collected about group feelings amongst Africans. In
ordinary conversabion, it was common to hear non-Ashantis criticize Ashantis,
end even to hear Ashamtis criticize Ashantis, usually on their dishonesty,
and the lengths that they will go to get moneys One sometimes heard of their
attitude of superiority, or their willingness to make trouble. One Ashanti
thought that the Ewes were more industrious people, and so on.

0f other Ghanaian groups, one heard Frafras described as dishonest
or lazy, and of Busangas as hardworlkinge. Individual experience is important
here, but traditional attitudes and prejudices between pecoples and regions,
even only a few miles apart, are comuon the viorld overs The only significanee
of such attitudes here is that some traders were perhaps influenced in their
choice of a partner or en employee by his origin, and nliere language or other
ma jor differences arose, this was emphasizeds My general inmpression, though
one hesitates to generalize on this, was that group antipathies, at least
among traders, were not as pronounced as is sometimes thought, except in
particuler circumstances.
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F. THE PROBLEMS OF AFRICAN BUSINESS VMEN.

28, The African business man's description of his problems. The
preceding sections have described the background and activities of the
larger African traders in Kumasi. This section consists of an enuneration
of what African traders in Kumasi considered to be their problems. All
Kumasi business men would not agree about all of the problems, and sometimes
the real problems seemed to the inguirer to be different from those suggested
to him by his informants.

It must be emphasized that this study is intended to be largely
descriptive, and it is hoped that studies in other urban areas in Ghana will
provide a broader basis for possible policy considerationss

The problems described by the business men interviewed have been
grouped under a number of headingss Only a few details are given here of.
how many traders were concerned with each of these difficulties, and, except
for a few comments, there is no attempt to indicate how serious or how valid
an obstacle any of them might bz considered.

A. PREMISES.

(1) Siting. Several traders complained sbout the poor commercial
situvation of their stores. lMention has already been nade (Section 16) of
this problem, which is not specifically Ghanciane All {radecrs, of course,
would like premises in the most freque nted shopping streets of the towne
Of the traders interviewed, one gave up his store because of its poor
position socn after this intc:rv::.es:, znd tried to work a credit clothing
business from his house. Another had ceased using his store as anything
but & warehouse, and concentrated on itholesalings

It was commonly observed that the best sites in Kumasi were in
the hands of Lebanese traders.

(2) Rents. There were z few complaints that rents werc too highe

(3) Kumesi Market., Sanitation, and especially drainage, in Kumasi
Maxrket were eriticizeds. During heavy storms, the lower parts of the market
flooded because the drains were inadcquate for the volume of waters In
spite of building low concrete walls round their preumises in uc.li‘-proucuon,
meny traders said that they had lossecs in sodden stock from time to times
Stall holders had petitioned the lMunicipal Council many times about this, I
was told.

B, FILANCIAL

(1) ¢ Capital shortage. It was to be expected that most traders would
:aa;v that they would like more capitale Several put the point in a general
aaing +that shortage of capital was a disability hindering African
T‘t Of the traders who were asked what they would do with
: ]ﬂ. most said that they would incrcase their stocks or add
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directly from overseas themselvess One trader saw his troubles in these
terms: he had no capital, therefore he could not buy from overseas and had
to buy from the locel lerge firms; therefore his buying prices were high;
therefore his selling prices werec high; therefore he could not compete,
Some small importers said that on occasion they could not take immediate
delivery of their imported goods because they had no moneye

(5) Credit: bank loans. Bank loans were described as too costly to
obtain where property was offered as the sccurity because of valuation costs
(one man said that his loan had cost him £75 in valuation charges, for
example), and too limited in the size of the loan and the length of the loan
periods

Mortgage loans from the Ghana Commercial Bank should be given only
to business men with current accounts and acceptable balance sheetsy not to
non-business men. By "non-business men" was meant money lenders, for example,
it was explained, who themselves accept sceurities such as farms and village
buildings which are not easily rcalizable, and who often conseguently are
unable to repay their bank loans when their debtors fails These failures
work against the interests of African business, it was saide.

One trader had asked for a 10-year loan of £10,000 from one bank,
but had been refusede He argued that he could have paid off about £1,000 a
year from the rents of his house alones, Such a long-term loan, of course,
apart from considerations of sccurity, would have bcen well outside normal
banking practices The nced, however, it was oftcn emphasized, Was for long-
term loans.

C. BUSINESS PROBLENS.

(6) Competition with other firms. Some traders listed a number of firms
who were their competitors, mentioning African, Levantine, Indian and European
firms. Unfair competition from Lebancse and Syrian stores and from the big
firns was sometimes alleged. Sonmctimes this seemed to mean only that the prices
of the competing firms were ordinerily lower, or had been reduced to something
lower, than the prices at which the dissatisfied African trader could profitably
sells, It was also alleged thot some of the big iirms sent employces round the
other stores, including the African stores, to sce what the prices were, with
the object of undercutting them.

The point gbout this allegetion of unfair compctition seems to be
(2s already mentioned) that the wholesaler gives lower (individual commodity)
prices the greater the guantity boughte There are some large African buyers, but
most Afyican traders see the position as small Africen buyers versus larger
non=African buyers who have the advantage of lower buying pricess

(7) Credit losses have alresdy been mentioned (p.68).

Comment, The problem of which customcrs can safely be granted
t must be left to individual traders. Expanding trade is accompanied by
asing credit facilities down the lincs of distribution, and vice versas
1 analysis, success in the granting of credit probably requires
wisdom, caution and good lucks
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8, Apencies. A widely-expressed complaint concerned the existence
of agencies, which, traders said, prevented their 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
agencys The few traders who had managed to obtain agencies themselves did
not complain about the system, except for one trader with a Japanese agency
who said that a Japanese manufacturer would ask more than one person to be
an agent, s0 that a trader found his brand of goods on sale elsewhere. In
general, however, to be at the selling end of an agency was considered a
desirable condition; +to be at the buying end very much less sos. The agencies
were monopolies in their lines, it was sometimes put, in a manner suggesting
condemiations "The local agent could still make a handsome reward if he
dealt with wholesalers, instead of demanding always a retail price for his
commodities", said onc trader. Another trader said that he thought that
there was room for sub-agencies. A senior manager of onec 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 cigarcttes, so that prices are determined by the individual
firm for almost 21l commoditics.

One trader said that he could not see why, if a manufacturing firm
had a2 good sale in the country, there was any need to establish an agency for
its products. In any case, many repubable Ghanaians could do the job now done
by Buropean representatives sent out by their firms, he thoughte.

A common complaint was that nanufacturers' agents in Ghana often
take upon themselves rctailing as well as wholesaling functions.

Some big firms hove agencies for competing camnodities,
which the menufecturers do not particularly like becouse any
manufdeturer prefers undivided attention in the marketing of his commodity.
"But", saeid one European particularly well-informed in these matters, "who
can be found to take them over? The manufacturers regard the African firms
as too small". But the point was made that other traders should still be
able to import these goods themselves, though they were charged a small
commission to cover advertising undertaken by the agency. Alternatively,
the agenecy could allow to other importers a guota of the total imports,
which was said to be the practice of one big firm for onc popular commodity.

Many traders; it should be said, were not unaware of manufacturers'
interests.

One specific complaint about the agents for a medical preparation
indicated how the system could irritate. "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 flcoded because we are all supplied at
the same time.".

I Accountants' fees. Some traders complained thmt the fees charged
by accountants, for compiling accounts for income tax purposes or obtaining
a bank loan, for example, were too highs If a trader employed a book-keeper,
however, some traders said, the work was made casier for the accountant, and
his fees were lower.




= 497 =

10« Government $tatistics. There was onc complaint about the cost of
having to use an accountant to prepare the figures required by the Govern-
ment Statistician's Officc. "I don't sce the use of government statistics",
said the trader. "If thecre is a use, it should be explained to us. If
details are required of ny business, I nust know why before I tell them.
What benefit do I derive?"

This feeling was later found to be much more widespreads I
understand that in Janucry 1959 the African Timber Federstion asked for,
and obtained, the supuort of the Kumasi African Chember about the question-
naires of the Govermment Statistician's O0ffice, for a letter to the Govern=-
ment Statistician aond for a delegation to the Ministers. "They are worrying
us too much", said one of the bigger traders, z Chamber official.

11 Reliable subordinatese As has already been mentioned (p. ),
losses through the dishoncsty of relatives employed in o firm were recorded,
end 11 firms dinterviewed had bhad cases of thefts by other employeess
While these were mostly petty thefts, two of them had involved two larger
traders in losses of several thousands of pounds, onc from a number of
employees over a period of time; the other hand suffered a loss of over
£5,000 in 1954« One storekeeper had bought his own goods, of the same kind,
to sell in his employer's storc. He was sacked upon the discovery at a stock-
tald.ng.

Tywo of the larger African entreprencurs said that they had been
unable to take a holiday for mony years bccause they could find no one to
leave in charge of their businesses.Both they, and a third trader, had
thought of employing Europcan managers as a solution, one for a leave
period only, the other tio as permancnt employces, — or in one case possibly
as & partners

Comments The difficulty of finding reliable subordinates secems to
be of major importance. If an cntreprencur cannot find a subordinate not only
of the reguired ability but whom he can trust, the expansion of his business
beyond the limits of his personal control is impossible.

124 Business associntions. The allcged inability of the African
entreprencur to form business partnerships and companics was variously
explaincd as the result of his dishonesty, as an indication of the individua-
1ist noture of the African, and as a phase which would pass "with time and
the realization of his responsibilitics." In oddition, one of the biggest
traders thought that there was'not much understanding of the ways and means
of coming togethexr".

The same point of distrust wes often made. The absence of mutual
confidence means that African business men are efraid to risk their assets
by associating in business. Secversl business men said that they would go
into partmership if they could find someonc whom they could trust. Members
of the family are sometines made portncrs or sharcholders in a business,
though the tapitel is provided by onc man whosc business it rcally is and who
contimies to control it. Onc suggestion wos that there should be hezvier
penalties for dishonecsty by company directors, and increascd penaltics for
thefts by enploycess
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It was also said that the rewards from investing in a business vwere
small in comparison with what could be obtained more safely elsewvhere, = in
house~building or money lending presuncbly?

From my observetions there are two other considerstionse (i) Tt
is not only fesr of loss through the dishonesty of the other fellow that
detvers a possible partner or investor, but also a fear of his incapacity
as a business man to make the most of the noncye (ii) For a business man to
merge with othors might be to push himself out of a Jjobs

135 The costs of family responsibilitics. This topic has already been
dealt with in scction 24.

1le Income tax. o allowance was made in the income tax returns for
the costs of extended fanily responsibilities, it wes sometimes saids

15. Licensing conditionse A fow ovners of licensed premises thought
that opening hours were longer and that the cocts of licences were less in
Acera then in Kumasi. In fact there is no difference between the two towns,
and conditions in Ashanti -nd the South:zrn Region are ~identical. The
licensing ordinances for the two regions (Liquor licenoes (Colony and
Ashamti) Caps 220 and 221) arc the samie. This point is given as an instance
of the mis information which is sometimes to be found.

16. Other problems which were brought up by some traders included
beginners's mistakes, losses involved in changing the lines of business, and
overordering - especially during the poor 1957-8 seasona

Comment. These, however, are ordinary business risks which cannot
be passed on, however distressing the results of indivicual business losses

mi{:,il‘t bee

D. IMPORTING PROBILENS.

17 Dock charges, Importers said that removal and rent charges at the
docks were heavy. If the importer does not receive pronptly the informa~
tion from the shipping company that the goods have arrived, it might not
be possible for him to take delivery sufficiently quiclily to prevent his
goods going on rent.

Some traders use the banks (except the Ghana Commercial Bank
which does not offer this service) to clear their zoods for thems Others,"
some of whom said that the banks iere reliable but too slow or too dear,
enployed African clearing agents, a few of whon have established efficient
and suecessful businesses in Takoradis If the clearing is too slow, the
goods will go on rent. A few traders are big enough to have branches or
permazent employees in Takoradi, but ior many traders the notification of
the arrivel of their goods means that a member of the firm must go down to
Takoradi fo clear the goods and find transport to Kumasi for them, before
returnings A partner in a partnership of two said that one of them would
go down by night train sleeper to Takoradi, and return to Kumasi the
following night after completing the business.
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Three traders mentioned the practice of having to "dash" the
clerks to clear the goods, and it was alleged, the Customs people themselvess
At 2/- or I/~ o time, this amounted to between 20/- and 30/- a consignment, -
not much, but irritatings. This practice was reported in 1957 to the Minister
concerned by the Kumasi African Chomber of Comierce.

On the other hand, a shipping clerk is risking his job, for the
bigger conpanies will not tolerate it, if they hear of ite TFurther, one of
the African clearing agents said that there were plenty of people working in
the Gustoms Long Room Eﬁ@ich is certainly the impression a visitor gets),
and most of the shipping companies employ enough clerks for smooth and rapid
workings He never had to dash anybody, he said, but people in a hurry, for
example on a one-day visit to Takoradi from inland towns to collect their
goods, will ask for speedier handling, and tip to get ite

A1l these charges affect particularly the small trader, for they
are avoided by the big firm with its own importing sectioi.

184 Custons duties were said by some traders to be oo high, and
even to be spoiling trade. Individual traders were concerned with different
comiodities, of course. Duties vary, but nost goods pay 20 or 256 ad valorenm:

perfumery and cosmetics pay 665%.

Since 1957, custonms duties have had to be paid on goods on arrival
before they have been examined by the importer to see if they are intact.
If they are not intact, insurance clainms can be made if the losses are
discovercd in tinme, but there is no refund from Customs for lost goods. It
depends upon the amount for which the goods were insured (the insurable value)
and if that amount covercd customs duties, whether the importer would
recover all his losses. It is usual for African business men to cover these
duticse If the losses are discovered too late for insurance claims to bLe
made, the losses nmust be borne by the importer, of course.

194 Losses at the docks: (i) Theft. At least 17 traders complained
of losses at the docks through theft. WWhile most ¢ these thefts were petty,
in the ecase of a flew traders they totalled one or two hundred pounds during
the course of a yecars. These thefts were often from cascs opened for
examination by Customs. Where the losses were not discovered in tine —this
happened sometimes where the thieves had carefully rensiled the cases from
which they had stolen - no claims were possibles Some traders did not think
it worth the time and trouble to claim on petty pilferinge The heaviest
gingle loss that was ucntioned ocecurred in the 1954~5 season, when an
importer could not afford to take delivery of his goodse By the time he was
able to claim his goods, his insurance had run out, and he lost through theft
and damage, he said, about £500.

Logsses at the docks: (ii) iieathere If the goods were not
promptly collected, there was no protection for them against the weather,
wes another complaint.- Except at Talkoradi?

Losses at the docks: (1ii) Bad handlings Only one trader in
this survey complained of damage through bad handling.
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Losses at the docks: (iv) Insurance claimse OClaims took 3 to L
months to settle, said one business man, and "since we Africans haven't got
moneys this is a loss and reduces capital for trading'. One man said that
he had an insurance clain outstanding for a year; another said that he
sonetimes could "write and write and write" ‘o insurance companies without
satisfactions

The insurance companies' side of these stories is not known, but
a manager in one of the big shipping firns explained that insurance claims
often required considerable investigation, which took times This firm had
fifteen employeces who were fully engaged in investigating insurance claims,
Claims were sometimes fictitious, — sometimes presumably in honest error,
for such claims occasiomnlly came from the big firms?

This shipping company made it .a point of poliecy, I was told, to
try to settle small traders' clains as promptly as possible on the assump-
tion that the smaller firms could less afford delays than the bigger firmse.

20, Shipping space. During the season, it is somctimes difficult to
get shipping space, and a coniirming house may have to wait several
months to ship goodse If a trader's arders arrive altogether consequently it
may be difficult for him to take delivery of them all immedistely. Further,
the narket may already be flooded with the goods that he thought he had

Comment. This has not been a problem in recent months bccause 1958
was a year of comparative slump in shipping. Special cargoes requiring special
consideration, explosives, for example, might have to wait for suitable
accommodation, of course.

21 Overcarrying. Contrary to what was expected from the assertions
sonetimes heard, the overcarrying of goods beyond their intended port showed
up very little in this survey. One trader in the 1956 survey comnplained
that one shipping line always overcarried Lis goods, (though he did not
repeat the complaint 18 months later), but only L other traders said that
it had happened to thems One of these bad had only one experience in 5 or
6 years of trading; another, a long-established trader, one experiense in
1955, when his goods had been carried to Nigeria, but he had missed the
market for these goods in that years The third trader had expericenced
three occasions, and the fourth trader two, but both these traders said that
the occasions were not serious and that they did not consider overcarrying
to be a problems. A fifth trader said that overcarrying to Accra instead of
unloading at Takoradi somectimes hoppencd, and this was awkward for him -
presumably for others too - because he had no clearing sgent in Accra.

An African clearing egent in Takoradi showed nme five examples of
overcarrying concerning firms for which he acted as agent, and he s .d that
overcarrying was common in his experiencecs

Commente The shipping firms dislike overcarrying because of the
extra trouble and cost in which they inmvolve themseclves, and because they are
g:.n:g, if they do not produce the goods that they have previously declared to

ustoms.

N



It is not always the shipping company's fault that goods are

l. Wrongly-stowed goods are the fault of the shipping company,

er or the importer could be at fault through wrong markingss

; poods consigned to an Accra importer could be nocked "Acern',
icera via Takoradi" = (not strictly an example of over carrying).

22.  Other importing pontss (i) Ignorance. One irader importing
certain drugs without a liccncc had hed then seized at Takoradie This
dgnorance of the licensing controlsy he szid, cost hinm £200. Other cases
that I heard of subsequently clso concerncd drugs.

Comuente While it is inmpossible, without any doubt, for the
authorities to toke any other attitude, the costs of genuine ignorance to
Africen traders might well be considerable.

(ECH Iorry transport. During the season, transport for one's
goods from the docks to Kumasi was sopctimes cxpensive, because the heavy
demand for lorry services enabled lorry owncrs to increase their charges.”

BE. OTHER PROBLEMS

23 "Africans lack expericnce and think that they can do business
without it" in the worlds of one itrader, was a point often made.

Comments This reqguires some comsideration, perhnps, for on the
other hand one hears much sbout the sfrican trading tradition.s Wherein lies
the glleged lack of expericnce? Beyond the ability to drive 2 shrewd
bargain cre the requirements of inflormation and technigues, which in certain

»  Sforms of business are considcrable, :11(11:.::3- rmience of business beyond the
petiy trading levels Hord work, persistence and shrevdness by themselves
are adeguate qualities only within limited ficlds, although within these
fields, exccpitional personal qualities cllied cven to complete illiteracy
oan produce substantial traders. But there is no lack of petty trading
experiences

24  Other pointss (i) Climotic @issbilities. Heat and humidity
cause more repid deterioration than other clinctic conditions of some goods.,
Some drugs and chemical preparations were instanced.

i (ii) Prejudice against the African business mon exists in the
mind of the public, who believe that his priccs cre higher than Lhose of the
non-African trader (sce also pe66) s it yms seid.

{iii) Dliteracy as o couse of business failures or as a liniting

 foctor in growth was mentioncds

[h} Fire, One trader lost £7,000's worth, another £3,500's worth
& market Pire in 1955. The stock was not then insured, and is

Ly one of these coscs nowe My inpression is that nany traders
fact insured their stock ageinst any such scrious losses
-and theft policy, but no worthwhile figures are
in Kunasi obtaining loans from the
rporation insured their stock by agreement.

A el = —, —
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29, His ideas of their solution. The last section contained a list
of African traders' problems. Put in another way, such a list could also
be to some extent a list of solutions, in that by removing the alleged
hindrances, in so far as this is possible, the problems may be solved.
This section does not repeat in this way the obverse of the points raised
in the last scction, but contains other more positive ideas which were
suggested, grouped under the same headings as those of the last section.
With a few exceptions here a comment has been made, the cost or the
practicability of these schemes is not considered, and the consumer is
ignored.

A. PREMISES.

(I) Commercial and industrial estates should be built for rental or
purchase by Africans only. The suggestion was also made that more factories
should be built for African entrepreneurs, but ideas of what should be
produced were never very exacts

B, FINANCIAL

(2) Loan facilities should be increased. This was the most frequently-
mentioned solution in onec forn or another.

(i) Guarantec Corporciion. Members of the Guarantce Corporation
commonly expressed the hope that nmore funds would be available for lending
by the Guarantee Corporetion.

(ii) A Guarantee Corporation specially for small traders was
another proposals.

(11:.) Low interest loanse The Governnent should give low-interest
loans to traders, espccially in the cocoa season. Interest rates, it was
variously suggcsted, should be 2, 2% ("as the co-ops have"), Lz or 5%
Alternatively, since bank loans cost so much, could not the Government bear
some of the interest charges?

(iv) Securitics and loans. "Our own bank" could be more accommoda-
ting, and one way would be to make the loan amounts nearer to the value of
the seccurity offereds Alternatively, the Government (a) "could lend to us
on security on better terms than the banks offer"; (b) give guarantees to
the banks against loans to traders.

(v) Stock as security for loans. It was sometinmes argued that
credit possibilities could be inereascd if' the banks would accept stock as
a security for loanss

Comuent. It is true on the whole that the banks would prefer not
to lend against stock. In the abscnce of other security, however, the banks
lend anounts guite widely against stocke The reguire a lien of

ol ‘over the stock in the samec way as when, as agents, they hold
‘before payment is madec for inmported goodse The business man
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to whom money is lent nust have a reputation with the bank, and he must
take out 2 fire insurance policy acknowledging tic bank's claim in case
of firee The goods will then be released to him on a letter of trust.

(vi) Ioan repayments. Monthly loan repayments and quarterly
interest payments should be replaced by a schene of full repayment at the
end of the period of the loan, or by a few periodic payments such as a
one-third repayment annually on a three-year loan.

(vii) Wno should get the loans? In deciding which traders should
get any new government loans, the advice of the banks and/or the local
Chamber of Commerce should be soughts Alternatively, the distribution
should be left entirely to either the bagks, or the Chamber of Commerce, or
botha

(viii) Some traders said that they would like increased credit
from confirming housecs.

e Assistance to the successful business mans Coneentration of
assistance to the successful business man was a point made chiefly by
successful business nen.

Comment. This raises a fundanental policy issue. To whon
shouldthe 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 many traders, or biggerloans only to a few?
The Nigerian Committee on Aids to African Business Men invoked Professor
Welhos Lewis's remark in his Report on Industrialization in the Gold Coast,
that "African enterprise cannot be built up simply by lending Africans money.
To lend money to entrepreneurs who lack managerial capacity is merely to
throw it down the drain." (The Comuittee did not conclude, however, as far
as I can see, that the proven trader should therefore receive the larger
share of the assistance available).

Lo Tax relief. Businesses formed to carry on an industry and
declared to be "pioneer" by the Governor-Gencral in Council, may receive a
naximun tax relief of five years' exenption from tax on profitss. This
relief should be extended to new businesses other than those at present
eligible.

5e The discounting of bills of cxchange. The Kumesi African Chamber
of Commerce has pursued with e¢nergy a plan for the establishment of the
acceptance and.discounting of bills of exchange drawn on iAfrican business
men. This was to have been one of the functions of the Guarantee Cor-
poration which never developeds It was hoped that the Ghana Commercial
Bank or its London agent would act as the acceptance house for bills which
would then find a market in London, pripsipelly. The participating traders
themselves would provide the funds, or at least the basis of the funds, to
be used as the security for acceptance business by the banke Such a scheme
would nake possible greaster credit facilities than any individual trader
oowld provide the security for, for provided that all the participating
traders did not import at exactly the same time, an importer would be
supported also by the funds of the others.




» The Ghana Commercial Bank does some .discounting of bills
for African traders, and bills of reputable firms can oxﬁ:ma.r:lly be dis-
counted in London, of course.

What amounts to an equivalent service to the discounting of bills,
in effect, is the granting of overdrafis by banks to meet current contingen-
cicse This is a very widely-used serviccs

In some cases, wherc reputable traders arc required to nake
immediate payment oversess, the London agents of the local bank will advance
up to 80% of the veluc of the documents, which the bank in Ghana will hold

ageinst sight poyment,.

C. BUSDESS.

Ge Guarantees for traders buying cbroad should be provided by the
Governnente The establishnment of o sort of Credits Guarantee Departnent,
but for oversezs sellers not for local business men, would make it
possible for overseas suppliers to offer their most favourable terms.

T associgtion of traders for trading purposcs was often
suggesteds BSuch an nssocistion, it was fclt, would improve their competitive
power ageinst the big firms. The suggestions took these fomms:

(i) An inporting company formed of traders co-operating together.

(44) The establishnent of a povermpent-backed sssociation of small
traders to buy in bulk. The function of the Government would be to act as &
guarantor, and to organize a clecaring house for the goods.

(4ii) Compeny formetion by groups of African business men assisted
with funds from the Governmente This suggestion secmed to arise out of the
feeling that companics were desirable in themsclves as a form of organization,
but would not be formed unlcss encouraged.

B A larger share of trade. Interference by Government in existing
trade patterns to give Africen traders o lerger shore of trade was proposed
in such forms as:

(1) a1l retail trading to be rescrved to Africanss The big firms
would then be limited to importing and wholeseling functions.

(43) a guota of the import trade, c.gs 359, should be ressrved for
African traders.

Wt should patronige indigenous traders. Or, more
Acallyy a percentage of Governzent coutracts should be awarded to
Africans. Onc suggustion was L5-50% .

i 104 unting service. A govermnt sccounting service et recognized
‘ MMW-' acoounts should be provided,
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11e Cut out the middleman. Some traders felt that in importing it
was necessary to get into touch directly with the manufacturer. As
already nentionﬁd%p.5h), onec trader argued that to do this efficiently,
frequent visits to Europe were necessary.

Comments The econonist would want to point out that, in general,
middlenen functions are not superfluous and have to be provided by somebodye.
The African trader or the overseas manufacturer could, if either felt it
worthwhile, perform these functions himself if he had the resources to do so.

124 The Government should sponsor some leading merchants on trips
overseas, so that they can see for themselves what is being sold by overseas
manufacturers, — at industrial fairs, for cxanple.

13 Restriction of imports. Inports of those types of goods which are
also made locally should be restricted to encourage the local industries.
This would not necessarily benefit .frican as opposed to, say, Buropean
entreprencurs, but the argument was also used that it might provide more
cnployment.

D. IMPORTING.

1l Suggestions for the inland collcction of goods imported by traders.
Some Kumasi business men felt that they would be beticr off in terms of time
and money if they could collect their goods in Kumssi instead of at the
ports, and suggested:

(a) 2 customs clearing house in Kumasi; and
(b) thot the big shipping companies establish warehouses dinland.

Comment. A customs clearing house in Kumasi would seem to raise
such immediate problems as the necessity for sealed transports from the
harbour to Kumasi, and the extra costs of uncollected goods. Import duties
form one-third of total government rcvenue and it is unlikely that anything
would be done to endanger its collection. (Are there any exanples of inland
custons, such as suggested here, in any other country?)

15 Greater police protection was required at the docks.

Comment. There is probably no roon, in the physical sense, for
further police supervision. A mannger of onec of the big shipping firms
expressed the view that efficiency of the Conference lines in this respect
Wwas probably as good as could be hopeds There had been no major theft for
many yearss

E. CGENERAL

16. The Government should nonminnte nore business men to Government
boards.
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17 Informations A periodical could be published by one of the
Ministries gving information on current mntters, new legislation, narket
changes, and s0 ons Furthcr, the Buropean and African Chambers could
co—operate more on matiers of infornation.

18. Instrpaction in boolk-keeping and commercial kmowledgc. Short courses
oould be arranged for business nen in book-keoeping and commercianl knowledge.

(The Uganda governuent provides short courscs for business men. OSee noteD
at the end).

19« Decentralization of govermnucnt departments could nole it guicker
end casier for Kumasi business nen to rececive atiention.

20 Other points included the reduction of compctition by further
limiting Levantine and Indian tronders; the abolition of import licences;
and the reduction of incomec tex and customs dutiese
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30, Some comments by European managers on African problems, The
experience of Burcpean managers in their dealings with African traders
could be a valuable source of information about the existing structure
of African business, This section summarizes the comments of seven or
eight senior commercial and bank manasgers in Kumssi, These comments are
in general terms and it is not suggested that they spply to all African
business men, of course,

A general point that was made was that business has been more
difficult in recent years than in the earlier post-war period. Apart
from considerations of cocoa returns, the sellers' market has dissppeared
and business competition has grown,

4, FINANCTAL

(1) Capital, African business men often had too little cepital to
start a business or to meet an emergency in business,

(2) Credit, The problem of security for loans was a real one,
though established traders of ability and reputation could obtain some
bank accommodation without security. MNortgage loans were often sought
by people who were not genuine traders,

The ecredit provided by the expatriate firms was a factor of
importance in Af'rican business,

Past failures of west iAfrican business men - not only Ghanaians =
had meant the contraction of credit to them by overseas suppliers,

It is possible that the turnovers of many sf'rican firms
did not justify the amount of credit that they already obtained,

B. BUSINESS. In genersdl, an improved business outlook was required, more
business knowledge, better business methods and higher moral standards,

(3) Setting up a business, There was still too little understanding
about how to establish a business, iccording to one manager, storekeeper
experience did not necessarily make a man a better business man when he
established on his own, People who came into money and started trading with
no experience, were very likely to fail, at least initially.

(4) Commercial knowledge, An understanding of commercizl practices
was essential,

(5) 4n appreciation of the risks involved in business reguired
developing, Some business imen camnnot distinguish between good and bad
risks, A man with a get—rich-quick mentality may make his business into
a gamble, Risks can often be reduced with a little forethought, For
example, when ordering goods from coverseas, an estimation o the market
at the time that the goods would arrive was clearly of first importance,

(6) Business Planning, It was essential to plan and keep one's
resources within bounds, There is z 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 overtrade, It was necessary to know how not to
overstock against times of low sales and when cash would be short,
Sometimes a2 business man bought more than was prudent, possibly led
on by his supplier offering larger quantities at lower prices,

A business man must plan from the beginning, There were
examples of employees of the big firms who had left to set up businesses
of their own, failing on their first orders to allow for customs duties
and overhead costs, 5

(?) Book=keeping, The sbsence of proper accounts and records of
stock hindered a firmm in its dealings with the big firms and the banks,
and thus its own development, African traders sometimes failed to take
account of their overhead costs probably because, in cases where they did
not keep accounts, these costs were not aspparent, Some of the bigger
&f'rican traders c¢lso nade t9is criticisne

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

%bg Some traders are too casual, too dilatory, in their business pursuits,
¢) Lthical behaviour - keeping one's word, and not issuing chegques which
will be "returned to drawer", for example — was part of the process of
establishing trust, @ The get-rich-quick mentality was felt to be too common,

(9) Spurious trading, The damage dore to bona fide traders by the
spuricus practices of a few traders was serious, ©Some control of traders
importing from overseas and Eﬁicter provision against malpractices would
protect the bona fide trader;

(1 0) Dealing with the banks, Knowing how to deal properly with the banks
was emphasized by bank managers, Points mentioned were:

(1) 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 with african business men,

(ii) The businessron zuct understand how to run his bank account
properly, The importance oi regular daily paying in was not
sufficiently widely understood, but the practice was growing,

(1) The Nigerian Advisory Committee on 4ids to african Business men wrote

at some length on business integrity in its Report, instancing malpractices
which had led to the establishment of a special "fraud squad" in the police,
in Nigeria in 1952, and recommended: a) a revision of the Business Names’
Ordinance, requiring more information about fimms, and a number of safeguards;
b) that the Federal Department of Commerce and Industries should be given the
power ito pmsﬂcutelcases of commercial fraud coming to its notice; c¢) that
the Federal Government should enter into reciprocal sgreements with overseas
governments to protect Nigerian firms from fraud by overseas firms,



~ (iv) Tt is not always realized that the lending function
AT of the banks is the provision of short-term credit only

(v) |(Misuse of loans. Seceing their business failing during
the last d@ifficult yesr, some traders have admitted that
they had put the money fram the bank loans that they
had obtained for trading purposes into cocoa farms,

This was not the use Tor which the money was provided
and repayment is ususlly a problem in these circumstances,

(41) [The state of the law. It is no good @rafting complicated bits
of machinery, said one manager, A bankruptcy law was felt by some managers
to be desirable in that it might be fairer to the creditors, though one
‘manager did not feel that it would make very much difference,

(12) There was a widespread failure to plough back profits. This
. was believed to be partly as a result of & too-cammon desire for consumption
:Lg spending,

(13) Insufficient ss_peclallzatjm in trade was a cause of failure, in
‘one manager's view (though another manager disputed this) for, he argued,
in the event of difficulty in repsying dibts, general lines are the hardest
to dispose of,

(111.) I:ife insursnee, Insurance on African lives would be facilitated
tuarial study of the problem by, say, the Govemment Statistician's

tions of increased life insurance coverage require some
rovision for funersls,fanily,snd the possession of
ies as securities, could effect changes, wihrich cennot be







Note A,

Kumasi and the political troubles, The effect on local trade of the
Violence in amd after 1954 associated with political party extremists
was mentioned in section 10 (ps15)s Two areas near party buildings
were particularly affected, Odumasi Road (or Odumasi High Street since
renamed Krobo Edusei Road), and Apimpua Road. Business men in these
areas blamed their position for their losses. Traders even in less
troubled spots said that buyers were afraid to leave the market areas,
brd that many village people were afraid to come into the town at all,
Four business men in this swrvey left Kumasi for a period for their own
safety, and there were instances of traders' houses being blasted, or
fears of this, of tenants leaving houses cansequently, and of traders
being afraid to sleep in their own homes, all of which added to the
uncertainty. There were losses to business generally, probably varying
according to the situation of the store, Kumasi arms and ammunition
dealers were subjected to official restrictios in possession and sales,
which still exist.

These trouvhl:s, which began in 1554, had left a mark which was
apparent at the tine of the survey, anl was associated with the continuing
fall in sales experienced by some traders, though attzibutzble also to
other factors, principally in 1957-8 to the small crop., On two days in
August 1957 there was widespread shop closing for fear of clashes at the
time of the court hearing of the first deportation cases.

It might be noted that while business men have party
affiliations, many said that politics and business did not mix in the
sense that expressed political views cost customers, though there could
be business advantages in political party membership.

I

The remainder of this note is largely an exercise in reporting
the views of some senior Buropean managers in fumasi, 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 as part of this
note,

+ o+ o+ %

A major consequence of the political troubles in Kymasi seems
to have been the impetus given to the commercial development of "bush
stations" ~ villages znd small towns which had usually hitherto been
important commercially only as produce collecting centres, if at all,
chiefly for cocoas This was first suggested to me by a senior European
manager who instanced from his own firm the development of an outstations
branch which had increased its turnover sevenfold between 1953 and the
end of 1957. Increased turnover meant lower overheads as a percentage of
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costs, so that prices in the outstations stores of the big firms had
fallen to approximately Kumasi pricecs 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 in his area, instead of coming into
Kumasi, as he had always done in the past,

Two other influences, suggested by the European mznager, which
Lre helping the development of these towns, are: (a) the influence of
local councils, which are wanting to attract comercial 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 FKumasi.
The Munioipal Council in fact actually tock steps to reduce trading by
removing the petty traders from the lorry park in 1957, (only temporarily
it seems), ard expressed its plan to clear the petty traders amd others

(chiefly tailors) from the street verandshs, in en attempt to reduce
congestiaon,

If this is a correct picture, amd if it signifies a contraction
in Kumasi trade (which it need not), it is likely to be principally at the
expense of the less efficient traders in Kumasi. It is far from certain,
however, that Kumasi is suffering any contractione One bank, which has
opened suceessful branches elsewhere in Ashanti, shows no drop in its
Kumasi figures, The outside branches are catching farmers'! savings
accounts following successful publicity campaigns by t he banks. Saome
cocoa farmers no longer have to come to Kumasi banks as they used to,
and the produce buying firms are making use of the new facilities.

It is not clear why the business of the Kumasi banks should be
growing, for one would have expected the contrary. First, there has been
the competition from the Ghana Commercial Bank. Second, the general
prosperity of the town did not seem to be increasing. The 1957-58
cocoa crop was poor; the French trade was said to be lower than in
previous years; and building contracting work was low. There had been
new huildings put up in 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
difficult to find in the industrial area, and the inquiry into the
Asantehene's Lands Office is said to have meant a hold-up in all land
transactians,

The 1958-9 season was an improvement on the previous season,
Many African traders said that vhile there had been an improvement it had
not been marked with them, though one trader estimated a 30% improvement
in his sales. Same, at least, of the big firms in Kumasi showed a
significent increase in turnover, which might be one of the reasons that
another Eurcpean manager doubted, in fact contradicted, these suggestions
about the extent (and the immediate possibilities of the development) of
outstations trading, Many stores closec down outside the season, he
argued, and his experiemce was that a person could still buy in Kumasi
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at lower prices than those at vhich a firm could afford to sell in the
outstations. It is true that a small trader can chtain transport for
his goods more cheaply than the big firms can .

This last point can be developed further, The amall trader
coming into Kumasi has the chance of buying those lines which are being
cleared = perhaps because cash is required by Lebanese traders, for
example, for new deliveries of imports-— and can thus meke better bargains,
An outstations storekeeper's prices are fixed; only the responsible
panagers in Kumasi can decide to reduce prices. PFurther, a big shopping
centre is always likely to have some attraction for buyers, even where
good local facilities exist for day-to-day buying.

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

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

Since adequate indices of measurement are not readily available,
no conclusions about the outstations development theory cen readily be
drawn without further personal investigation. There could have been
a temporary development ascribable to the political traables, It is
hardly enough to say that we should expect such a development in any
case, political troubles or not, in a developing econamye.

Note Bs Importing procedure at Takoradi Harbour.

When the goods are discharged from the 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 departure, or they
became liable far rent,

Rent: After four complete working days, if the goods have not been
collected, t hey become liable to a rent for storage payable to the
Railways and Harbours Authority. These rents vary according to the
commodity, according to the size of the package, and whether the storage
is under cover or nots 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 cement, Arms and ammmnition,
if not immediately collected, are sent for storage to the Govermment
magazine, Machinery which is too big for shed storage is put into an
uncovered space,

Removal charges, are payable to the shipping company. Goods which are

not collected have not paid duty, so they are removed to the Queen's
Warchouse., The charge for goods which are bonded is 1/- per package,
and these goods have to go there anyway. But other goods, which have to
be removed by the shipping company because they have not been collected,
are charged 2/- per package, with lower ratesfor bulky goods such as
asbestos and corrugated iron sheets.



The Railways and Harbours and the Customs decide which goods
shall be transferred and which remain inthe dock sheds, but the hendling
is done by the shipping companics. The Queen's Warehouse is sbout
three- quarters of a mile from the sheds, and the justification for the
charge is to help defray labour costs. It is hoped that it might also
encourage cmsignees to collect their goods promptly, for the sheds have
to/cleared suffficiently before other ships arrive to unload.

Such goods such ascement and bulk cargo, and same others such

as beer and suger, though removal charges apply just the same, are not

ually transferred to the Queen's Warchouse, unless they are going to
auctioned, when they must be transferred,

Neither rent nor removal charges occur if the goods are
collected within the 4~day periods In practice, this means that the
big firms, with their efficient clearing departments at Tekoradi, do not
pay these charges, but that many petty traders often do, The shipping
companies always advite the consignees of their agents before the ship
carrying their goods arrive, except in the very rare cases where the

Takoradi office of the shipping line receives its infamation late.
A petty trader acting promptly himself or with a reliable agent would
not pay these charges,

Charges are often reduced for a small trader, 1 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 firms.

Note C., The density of African shops in the most caomercial areas.

The only way to inquire adequately into the density of African
stores in the main shopping streets is to walk along these streets with
a notebook and pencil, count the shops and their frontage, and find out
who the owner is. = Such an enquiry in Kingway (re-named Prempeh II)

Street (excluding the bank premises at the top of the Street) gave
these results:

Number of separate Total number of

stores shop fronts (1)
a) African 9 17
b) European 24 124
c) Indian 77
d) Lebanese and Syrian l¢.6 104
e) Not known 3 b
f) Empty —k S

Seven of the African shops were above, that is, south of,

[9] Street.
hi By a shop front is meant a door or a window or equivalent area, -
%ﬁerestore vias on a co er, a reasonable frantage an the angle was c(-gunted,

m%age Shpiie Warﬁr%?éﬁaﬁec s:r.on, r?gccssarg? i
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