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Executive Summary
Various bee products stakeholders in Tanzania have recognised that the beekeeping sector is not
yet contributing optimally towards fighting the high poverty levels and that there are needs to be
supported and coordinated for it to grow and thrive. Amongst these actors are producers and their
organisations, processing companies, traders, support agencies/ development NGOs, financiers
and government departments. SCF and Traidcraft jointly commissioned Match Maker Associates
Limited (MMA) to conduct honey and beeswax value chain in Tanzania so that they can be more
informed about the dynamics of the sub sector and focus their interventions in most required areas.
This study is less quantitative but more qualitative and practical oriented. The various tools
employed throughout this research exercise are geared towards identifying implementation
strategies that will build on opportunities and mitigate the constraints. The SS/VCA enables various
players to better understand existing market trends, identify constraints and assess opportunities
for growth both nationally and internationally.
Although the agricultural sector accounted for nearly half of the total GDP (48.1 per cent), followed
by the service sector (36.5 per cent), with the industrial sector contributing 15.4 per cent to GDP
(UNDP, 2001); beekeeping contribution to GDP is still insignificant. Nevertheless, Tanzanian honey
is known all over the world due to its natural state compared to honey from other countries (NBP,
1998). Due to its organic nature, Tanzanian honey has received a high demand in many countries
in Europe (e.g. Germany, Holland, England, and Belgium) and other countries in the world. Due to
an increasing concern from consumers for no or little chemicals in food products, it is expected that
the demand for organically produced honey will be even more in the future. Although the
Beekeeping Policy emphasise that the annual capacity of Tanzania for honey and beeswax
production are 138,000 and 9,200 tones respectively (NBP, 1998); the country is currently
producing 4,860 tones of honey and 324 tones of beeswax per year, which represents only 3.5% of
the annual production potential of the country. Although these estimates are quite outdated the
potential utilisation is unquestionably low. Beekeeping in Tanzania is mainly rural-based practiced
by local beekeepers in villages.
This study established that despite presence of many useful policies on paper, most of them have
not been successfully implemented and some have not yet been implemented. For instance, the
crucial aspects of Beekeeping Policy and Act have not been enforced; e.g. crop cess on honey
applies in some areas in the country though not yet operational according to beekeeping
guidelines/regulations. Huge funding from donors has been disbursed to conduct a number of
studies and develop huge National Forestry and Beekeeping Programmes; but insignificant impact
on ground (especially to small scale beekeepers). Many small scale beekeepers in this country
have remained very poor despite numerous interventions to improve the sector. These facts clearly
show that beekeeping research agenda in Tanzania has lost focus due to random and inconsistent
number of studies commissioned by different support agencies including the government. There
have been significant gaps in areas of study as well as numerous duplications of the study issues.
This situation is compounded by the fact that implementation of most key recommendations offered
by these studies leave a lot to be desired. During this study, it was established that some
interventions have been piloted but not rolled out; other initiatives especially at farm level have lost
focus and leave beekeepers fatigued with numerous pilots, tests and prescribed technologies
without much support towards adaptation.
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Apart from honey and beeswax none of other hive products such as propolis, royal jelly and bee
venom are produced and developed by beekeeping actors. In Tanzania, Stingless bee honey
production and marketing is gaining momentum. During this study information and data of demand
and supply base weren’t established. It seems the medicinal qualities are the selling point but this
belief warrant further study. Since 1990s to date beekeeping industry received substantial support
from the government and donor agencies in terms of investments but none of the support has been
geared towards diversifying to other hive products.
The roadmap that Tanzania honey and beeswax take to reach local, urban, regional and global
market is diverse. Four channels have been identified from end markets. Channel one shows
honey and beeswax which enter international market specifically EU, South Africa and Japan. The
main exporters to Europe are large and some SMEs. These companies buy mainly liquid honey
directly from beekeepers but also from traders. Channel two and four distinguish national (urban
centres and upmarket) and local markets. Most of the honey sold in these markets comes from
small and medium scale enterprises (SMEs) and beekeepers respectively. These SMEs buy liquid
honey from beekeepers in their villages or harvesting camps before transporting it to urban centres
for further processing and packaging. Some few SMEs buy combed honey and process
themselves before packaging and marketing. Most of SMEs honey is sold locally in shops and
kiosks and directly to local consumers. Large companies and some SMEs wholesale to
supermarkets, hotels and upmarket urban consumers. Beeswax is consumed locally in low
quantities. Channel three depicts regional market which consumes both honey and beeswax.
Beeswax is currently destined to South Africa, Zimbabwe, Botswana and Mauritius. Both large
companies and SMEs are active in beeswax exporting from Tanzania.
The driving forces of the honey industry in Tanzania at the moment are large companies (big
buyers for conventional export market). – for instance Fidahussein, buys from traders and
beekeepers, undertake quality tests on site (moisture content, visual inspection) and in Dar es
Salaam (further testing) prior to repacking and exporting. Other large exporters include Mohamed
Enterprises (T) Limited, Shamshudin, Honey Care Africa (Tanzania) Limited, Dabaga Limited, etc.
SMEs are accessing mainly local and sub region markets (less volumes) but with innovative
marketing strategies. Emergence of Stingless bee honey is mainly traded by SMEs as medicinal
product – price 5 times that of stinging bee honey.
For quite sometime now many attempts have been done to introduce modern beekeeping
technologies but adoption rate at small scale beekeeper’s and trader’s levels are still very low.
Initiatives of niche markets (Organic) in mid 1990s through Traidcraft and TBCS ended; EPOPA
more recent entry to Rufiji did not reach the threshold for export market; thus to date Tanzania is
not benefiting from these niche markets. Until now 99% beehives in Tanzania are still traditional
low productive hives and beekeepers are still using traditional processing resulting in low/poor
quality product. The bulk of Tanzanian honey is consequently sold as industrial honey, thus loosing
at least US$ 200 per tonne traded in EU, Asia and USA. Promotional efforts seem to have centred
more on apiculture as a way to conserve forestry and biodiversity. A business approach to
beekeeping at producer’s level is almost absent. Small scale beekeepers access to appropriate
financial services is lacking.
Despite all these set backs, profitability analysis at producers’ level, though presently very low, has
established that with concerted efforts to attain 75% occupancy rate and adoption to best
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management practices, there are prospects for profitability situation to make beekeeping an
attractive business proposition. At this occupancy rate the profitability and viability of key actors
become quite positive. With the exception of beekeepers’ who sell combed honey at current selling
prices, all other actors seem to be able to make reasonable returns. As a prerequisite for value
chain; however, a model for collection centres would be necessary as a first quality check point,
but also a necessary threshold to provide a package of support services to beekeepers to boost
productivity.
In international terms China is currently by far the largest honey producing nation in the world, with
around a 40 per cent slice of the market. The next biggest producers are the US, Argentina and
Ukraine. According to the American Honey Producers Association China and Argentina have been
adversely affecting America’s domestic honey industries with cheap imports, although there is a
counter argument that both China and Argentina have been helping to counterbalance falling
production in the US. Also starting to emerge onto the world honey production arena are Thailand
and Vietnam. Australia is also significant producer of honey and beeswax. There are around
673,000 registered hives in Australia, producing not only honey and beeswax but also live bees
(queens and package bees), and other products such as pollen and royal jelly. Around 467,000
hives are operated by beekeepers with a minimum of 200 hives, and these are considered to
represent the commercial industry. It is estimated that an average of at least 30,000 tonnes of
honey are produced each year in Australia, with nearly 45% of this total coming from NSW.
Between 9,000 and 12,000 tonnes of honey are exported each year.
In line with the China rising production of recent years, consumption also rose to hit 146,112
tonnes in 2003. Annual growth in consumption peaked in 1997 when it reached 62.1 per cent. In
1997-98 consumption dropped slightly as prices rose to compensate for the poor harvests, but by
2003 it had managed to climb back to 11 per cent growth, giving it a market value of RMB 0.82
billion (€81.4m), which accounts for 0.04 per cent of the total food market in China. When it comes
to wax, total value of international trade in insect waxes ranges between US$ 23 to 26 million. The
bulk of it is contributed by beeswax, which like natural honey, originates from wild as well cultured
sources. Recent trends established a market share of China (14.9%), United Republic of Tanzania
(11.4%), Germany (11.1%), Canada (7.0%), the Netherlands (6.3%), Brazil (6.1%), Japan (5.7%),
USA (4.8%) and Ethiopia (3.7%); collectively accounting for 71% of the total trade volume in insect
waxes. Australia, France, Chile, UK, Dominion Republic, Zambia and New Zealand were some of
the minor origins.
In order to further develop the comparative advantage for Tanzania, it is suggested not to deal with
entire sub sector but select specific growth potential channels and develop them to fully fledged
value chains as opposed to the current state of the art which is characterised by spot transaction
relationships. This study has identified three channel categories for development that will target
local-regional, conventional-export and niche-export markets. Product development and process
and functional efficiencies are necessary upgrading strategies with specific emphasis on quality
and traceability.
Chapter six has expounded on the strategic collaboration to be built by primary actors in the chains
from inception to consumption. Specifically,
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•

Proposed value chain one will have specific emphasis to expanding local and regional markets
with potential to include more organised SMEs and taking advantage of regional integration
that is high on the regional agenda. The main thrust is to ensure that there is access to high
care facilities promoted for quality processing and packaging as the products will be destined
for final consumption as table honey.

•

Proposed value chain two focuses more on increasing volume, quality and consistence geared
to service conventional export markets in EU and Middle East who already receive honey and
beeswax from Tanzania.

•

Proposed value chain three will gradually develop to service more sophisticated export niche
markets e.g. organic and Fair Trade markets. These markets require more stringent standard
and systems compliancy. This will be an attempt to regain the market Tanzania used to enjoy
but lost few years ago.

Across the various value chains there is a necessity to support sector wide interventions in the
areas of
• Promoting Value Chain approach for sub sector development;
• Prioritising and coordinating R&D agenda in the sector e.g. update on beekeeping potential
(bee colonies, bee forage, production potential, number of bee keepers etc).
Other sector wide interventions could include
• Facilitating establishment of honey testing facilities in major producing areas e.g. Tabora
• Disseminating Government policy, regulations and quality assurance guidelines; as well as
• Strengthening government beekeeping extension services, technology dissemination, and
dissemination of best practices and
• Facilitating establishment of the national level honey council (Public - Private policy interface)
and to act as a coordination platform among support organisations.
Specific recommendations have been made to SCF and Traidcraft Exchange as initiators of this
study. SCF is recommended to support beekeeping industry development at large focusing on
dissemination of value chain approach, traceability, high care facilities, and establishment of
National Honey Council. Traidcraft is recommended to pilot in developing the emerging honey and
beeswax value chains for local-regional and Fair Trade markets. Lessons from pilot project should
be used to scale up and out honey and beeswax value chain in Tanzania.
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CHAPTER ONE: INTRODUCTION
1.1
Background to the Study
Various bee products stakeholders in Tanzania have recognised that the beekeeping sector is not
yet contributing optimally towards fighting the high poverty levels and that there are needs to be
supported and coordinated for it to grow and thrive. Amongst these actors are producers and their
organisations, processing companies, traders, support agencies/ development NGOs, financiers
and government departments.
Traidcraft Exchange (hereafter Traidcraft1) is an international NGO headquartered in the U.K., with
offices in Nairobi covering its activities in the East Africa region. Among the sectors that Traidcraft
works in is the development of honey trade. The SME Competitiveness Facility (SCF) aims to
support product quality improvement and the meeting of international standards to enable small
and medium enterprises (SMEs) with market development potential within and outside Tanzania by
developing or assisting their clients and members to increase their ability to trade and export.
Traidcraft and the SME Competitiveness Facility (SCF) have been collaborating in these efforts.
These two organizations have observed that while there are a number of stakeholders in the honey
sub-sector in Tanzania, there is a general lack of communication, collaboration and
synergies among themselves, leading to some duplication of efforts, or overlaps of interventions.
Traidcraft and SCF saw the need to systematically analyse these product lines by conducting
honey and bees wax sub sector and value chain analysis in Tanzania. It was felt that in order for
producers and their associations to be able to maximise profits, they need to have a good
understanding of good production, harvesting and post harvest handling technologies, market
dynamics, the various players and the constraints, opportunities and risks of the various product
lines. Moreover, many traders (large, medium and small) are also going into honey retailing
business. The marketing of honey and other bee products is, however hampered by various
constraints, key amongst which are quality discrepancies, lack of traceability and limited
marketability of the low quality bee products. However, opportunities exist to support enhanced
production and marketing, including exploring local and regional markets, which are likely to have
preferential terms and standards specification compared to the EU market. The existence of
regional and economic groupings like EAC and SADC present an environment conducive for
fostering regional trade and providing thousands of small-scale beekeepers and other producers
with access to better markets.
It is against this background that SCF and Traidcraft jointly commissioned Match Maker Associates
Limited (MMA) to conduct honey and beeswax value chain in Tanzania. Match Maker Associates
Limited (hereafter MMA) is a registered private sector development consulting company in
Tanzania since 2003, striving to develop and manage a centre of excellence in private sector
development and business services consultancies. MMA core services evolve around sub sector/
value chain analysis and value chain development.

Traidcraft is a UK-based alternative trading organisation, established in 1979, dedicated to 'fighting poverty through
trade'. The organisation has two components: a trading company called Traidcraft plc, which offers a range of fairly
traded products in the UK; and a development charity (Traidcraft Exchange) that specialises in making trade work for
the poor. Its sales are now worth more than £16 million per year.

1
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Value chain concept is a framework for conducting business transactions that is responsive to the
needs of the consumer; that involves trust and open communication between its participants; and it
results in mutually beneficial outcomes for all participating parties. The essence of value chain is to
create and manage a vertical alliance or strategic network between a numbers of independent
business organisations in order to meet the needs of targeted consumer(s). This strategic alliance
is formed to meet specific market objectives and often is created when organisations have a
shared vision and common goals. It allows for mutual decision-making as well as the sharing of
risks and benefits.
Value chain analysis (VCA) is thus expected to shed more light on the strategies for developing
commercial orientation of future support activities of the relevant stakeholders in the sub sector.
This report brings up the study findings and recommendations.
1.2
Methodology
This study is essentially qualitative and practical oriented. The various tools employed throughout
this research exercise are geared towards identifying implementation strategies that will build on
opportunities and mitigate the constraints. The SS/VCA enables various players to better
understand existing market trends, identify constraints and assess opportunities for growth both
nationally and internationally.
This study was carried out by MMA and the study went parallel with a technical study on
assessment of honey and beeswax quality discrepancies and traceability issues. The technical
study was conducted by Beekeeping Technologist from Sokoine University of Agriculture (SUA).
Both studies enriched each other because both teams went to the field together and spent some
time in the compilation and initial analysis of the research findings.
Data collection was guided by step-by-step value chain analysis approach. Primary and secondary
data was collected for honey and beeswax in terms of the present and prospective situation. Basic
information on the state-of-the-art of honey and beeswax industry globally and Tanzania in
particular was also collected and compiled. The consultants reviewed literatures and past studies
on best practices in beekeeping technologies.
Although the research focus was Tabora region, honey and beeswax sub-sector map for Tanzania
was then sketched. This map depicted all existing channels. A number of overlays were then
added on the map to intensify the sub sector picture. Thereafter potential channels to be developed
to a value chain were identified. Along the selected channels followed identification of constraints
and opportunities and corresponding strategies to be employed by honey and beeswax
stakeholders to cub constraints and tap opportunities. The researchers identified critical success
factors (consumer focussed) for the value chain to be effective and sustainable.
Eventually, the processing and analysis of data and discussion of possible strategic options were
conducted using sub sector business services (SBS) approach and recommendations were put
forward. The SBS approach has been devised to identify opportunities and constraints along the
honey and beeswax chain in this study. This methodology is employed to identify interventions that
can assist to make use of opportunities and address the constraints. The SBS approach attempts
to combine the strengths of sub sector analysis and business service market development
approaches. While sub sector analysis can identify constraints (which limit small scale producer’s
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growth and income potential in this case); a business service orientation can promote commercial
opportunity for honey and beeswax stakeholders in the Tanzania to address the constraints. In the
process of recommending strategic choices for stakeholder the value chain development approach
has been adopted whereby for each stage in the chain all possible upgrading strategies are
examined. The approach seeks to identify entry points for facilitating win-win strategies for the
participation of all actors in the particular chain.
During analysis, sub sector mapping was employed and overlays inserted to understand the sub
sector dynamics better. Profitability analysis of various primary actors were undertaken to have a
good understanding of the sub sector and hence identification of value chains for development.
1.3
Field Study, Market and Institutional Analysis
Field study aimed at obtaining a broader understanding of existing and potential various sub sector
channels of honey and beeswax. Essentially, this information is used to recommend appropriate
intervention strategies to adopt. Sampling and areas of analysis are explained below:
Field Study in Tabora region; this SS/VCA is consumer focused and researchers had identified
points of entry for effective data collection. The initial choice made by initiators of the study was to
limit the fieldwork to Tabora region. Two districts were visited in Tabora namely Uyui and Sikonge
districts; these two districts and Urambo district are the main honey production sites in the region.
Information about Urambo dynamics was obtained at regional level from support agency active in
the district (Africare) and government officials (regional commissioner’s office). It is also in Tabora
where the main producers’ (Tabora Beekeepers’ Cooperative Society - TBCS) processing facility is
located. In Tabora 4 medium and large traders have been visited and one producers’ association
TBCS was interviewed. In total 47 of which 16 female beekeepers were interviewed either in a
focused group discussions or individually. An open-ended questionnaire was employed to identify
market access opportunities and constraints as well as strategies to tap identified opportunities and
cub constraints. Few honey sector support organisations including NGOs and government
departments were interviewed in Tabora. These include Africare, Caritas, Regional Natural
Resources Officer, District Commissioners and District Executive Directors (Uyui and Sikonge),
District Beekeeping Officers and District Forestry Officers (Uyui and Sikonge); MVIWATA Tabora,
women economic groups (beekeepers and processors), SIDO Regional Office Tabora, and UN
Millenium Village Programme (UN MVP) Team Leader Mbora village Tabora.
Competitor and market analysis: During the study prominent private sector companies focusing on
local and export market of honey and beeswax from Tanzania were interviewed. These include
Fidahussein Company Limited, Honey Care Africa (T) Limited, Mohamed Enterprises (T) Limited
and Shamshudin Company (T) Limited. Other SMEs companies geared towards local and export
markets include Tabora Msitu Products Limited based in Tabora, Tan Dairies processors based in
Dar es Salaam and Jempem Enterprises Limited based in Dar es Salaam but with processing
facility in TAWIRI premises in Tabora. A total of 15 of which 10 female medium and small scale
processors supported by MVIWATA in Tabora were also interviewed who essentially focus on the
local and regional market.
Institutional analysis: Key organisations in Tabora, Dar es Salaam and Arusha that are involved in
apiculture related development activities were interviewed. These include: The Forestry and
Beekeeping Division, the Honey Show Company Limited, Africare, FAIDA MaLi and SNV
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Netherlands Development Organisation and EPOPA. More information about these stakeholders is
analysed in this report.
Reference group discussion: After field study consultants drew preliminary conclusions, which were
discussed for validation purposes in a small reference group discussion organised in Dar es
Salaam by MMA with key stakeholders representing organisations involved in the development of
the sector. .A list of participants to this workshop is provided in Appendix E.
1.4
Organisation of the Rest of the Report
This report is organised in seven chapters. Apart from this introductory chapter, the rest of the
report is built up as follows; chapter two examines the socio economic profile of Tanzania and
within it encores the background and contribution of the honey and beeswax sub sector.
Chapter three provides an overview of beekeeping technical aspects and best practices worldwide.
These included not only honey and beeswax best practices, but also best practices and technical
aspects and utility of other hive products such as propolis, royal jelly, bee venom and Stingless bee
honey. Chapter four brings up the sub sector dynamics in Tanzania. A sub sector map is sketched
that shows the different functions and actors and the various channels through which the products
pass until they reach the market (consumption). Overlays of the volumes, gross margins, and
number of actors are calculated and inserted in the maps to elucidate the emerging picture. In this
chapter profitability analysis especially at beekeeper’s level is thoroughly undertaken. Issues of
quality discrepancies and traceability asymmetry are also brought up. Essentially, chapter four
recognises beekeeping industry key supporting organisations.
Chapter five explores the global marketing of honey and beeswax. This chapter established that
Tanzania is an insignificant player in the honey marketing. This chapter confirms that China is
currently by far the largest honey producing nation in the world, with around a 40 per cent slice of
the market. The next biggest producers are the US, Argentina and Ukraine. Also starting to emerge
onto the world honey production arena are Thailand and Vietnam. Chapter five; however,
emphasises that Tanzania is a significant player in beeswax marketing.
Chapter six analyses the identified value chains for further development. The value chain maps are
sketched that provide overview of strategic collaboration framework among primary actors (the
private firms) and the secondary actors who provide business support services towards the value
chain. The analysis goes on to assess the extent to which key elements of value chains including
governance, economic gains and market-focused collaboration have been attained. An
assessment is also done of the organisational capacities of beekeepers and the collaborations
strategies for the key stakeholders. The chapter summarises the main opportunities, constraints
and required upgrading strategies of the identified value chain. At the end, chapter seven sums up
the study by highlighting the conclusions and recommendations.
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CHAPTER TWO: SITUATION ANALYSIS OF BEEKEEPING IN TANZANIA
2.1

Tanzania: Socio-Economic Profile

2.1.1 Economic Context
In 2006, total Gross Domestic Product (GDP) amounted to some US$12.96 billion at current prices,
but of this over 25 percent was represented by non-monetary (including subsistence) activities.
Currently, real GDP is growing at around 6-7 percent per annum. With an estimated population
growth of rate of below 2 percent, the per capita income growth rate is also improving, albeit
slowly. GDP per person amounted to an estimated $339 in 2006.
In 2004, the agricultural sector accounted for 46 percent of the total GDP. The next largest sectors
are financial and business services, with 13 percent; trade, hotels and restaurants, 11 percent;
public administration and other services, 9 percent; and manufacturing, 7 percent. The high rates
of economic growth in recent years are expected to continue with the Government projecting a
growth rate of over 7 percent for 2007. Tanzania has qualified for substantial debt relief under the
Highly Indebted Poor Countries (HIPC) initiative and Government has overhauled its policy
environment, which is expected to open up opportunities and stimulate growth in the economy, and
also in tourism (Pro-invest, 2007).
2.1.2 Population and Labour Force
Tanzania’s population was estimated at 35.2 million persons in the 2002 Census, of which some
34.2 million were resident in mainland Tanzania and approximately one million in Zanzibar. Since
then, the total population is estimated to have increased to 38.2 million in 2006. The majority of the
population continues to live in rural areas (81.6 percent according to the Census) but this situation
is changing with the continuing influx into the urban areas. The overall population density is around
40 persons per km2 (but almost ten times that level in Zanzibar).
Tanzania has a total labour force (aged 10 years and above) of approximately 19 million people, of
whom under half are gainfully occupied. Of those employed, over 80 percent work in traditional
agriculture. Almost half the unemployed live in urban areas.
With an estimated population of 33,776,988 in 2001, Tanzania was ranked 140 out of 162 on the
2001 UNDP Human Development Index (HDI). The four key indicators used to calculate the HDI,
longevity, educational attainment, standard of living and adult literacy rate show the following:
• Longevity, measured as life expectancy at birth, was 50.0 years for men and 52.2 for women;
• Educational attainment, measured as the gross enrolment ratio, was 33 per cent among boys
and 32 per cent among girls;
• The standard of living, measured as per capita GDP, was US$501 in 1999; and
• The adult literacy rate was 74.7 per cent with a higher rate recorded for men (84.0 per cent)
than women (65.7 per cent) – ILO 2004.
In 1998, the labour force participation rate for women was 83 per cent and 89 per cent for men
(ILO, 2000). Although the agricultural sector accounted for nearly half of the total GDP (48.1 per
cent), followed by the service sector (36.5 per cent), with the industrial sector contributing 15.4 per
cent to GDP (UNDP, 2001); beekeeping contribution to GDP was still insignificant. In 1996, the
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majority of the labour force was employed in agriculture (79 per cent), less than a fifth (14 per cent)
was employed in services and the remaining 7 per cent worked in industry (ADB, 2000).
2.2
Background of Beekeeping Industry in Tanzania
Tanzania is among countries in the world with a high production of bee products especially honey
and beeswax. The high production of bee products in Tanzania is mainly due to presence of a high
population of bee colonies that are estimated at 9.2 million, and also due to presence of high
number of vegetation that are preferred by bees in many areas of the country (Kihwele et al., 2001;
Latham, 2001; Mbuya et al., 1994). The presence of miombo trees such as Brachystegia,
Julbernadia, Isoberlina, Combretum, Terminalia spp etc. also contributes significantly to the high
production potential of bee products in the country (Mwakatobe et. al. 2004).
Tanzanian honey is known all over the world due to its natural state compared to honey from other
countries (NBP, 1998). Due to its organic nature, Tanzanian honey has received a high demand in
many countries in Europe (e.g. Germany, Holland, England, and Belgium) and other countries in
the world. Due to an increasing concern from consumers for no or little chemicals in food products,
it is expected that the demand for organically produced honey will be even more in the future.
Based on statistics of 1998, the annual capacity of Tanzania for honey and beeswax production
are 138,000 and 9,200 tones respectively (NBP, 1998). However, the country is currently
producing 4,860 tones of honey and 324 tones of beeswax per year, which represents only 3.5% of
the annual production potential of the country. Beekeeping in Tanzania is mainly rural-based
practiced by local beekeepers in villages. Whilst the potential is unquestionable, during this study it
was felt that the potential figures are quite exaggerated due to the fact that no recent update has
been done. The estimates of bee colonies were established in 1957.
2.3

Initiatives in Development of Beekeeping in Tanzania

2.3.1 Policy and Regulatory Framework
The National Beekeeping Policy, 1998
The Government of Tanzania developed the National Beekeeping Policy (NBP) in 1998. The
overall goal of the National Beekeeping Policy is to enhance the contribution of the beekeeping
sector to the sustainable development of Tanzania and the conservation and management of its
natural resources for the benefit of present and future generations. NBP encourages active
participation of all stakeholders in establishment and sustainable management of bee reserves and
apiaries, promoting beekeeping-based industries and products and promoting sustainable
management of beekeeping in cross – sectoral areas for ecosystem conservation and
management. Among the key policy objectives are: • To ensure sustainable existence of honeybees by maintaining and managing bee reserves.
The Policy encourages the participation of the stakeholders (including the private sector) in the
establishment and sustainable management bee reserves and apiaries.
• To improve the quality and quantity of bee products
• To improve the contribution of the honey sector to national development and especially poverty
alleviation.
• To improve the national capacity to manage and develop the beekeeping sector in
collaboration with other stakeholders.
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focusing on promoting stakeholders participation in the management of natural resources and
plantation forestry; institutions and human resources development which addresses strengthening
institutional set up and coordination of forest management; legal and regulatory framework that
focuses on development of regulatory frameworks that include Forest Act; and forestry based
industries and sustainable livelihoods that provides strategies to enhance forest industry
development through promoting private sector investment.
Wildlife Policy of Tanzania, 1998
Beekeeping activities are encouraged to be carried out in Wildlife Management Areas (WMA) by
involving local communities. With special permission from the Director of Wildlife beekeepers are
allowed to carryout beekeeping in game reserves and game controlled areas.
Village Land Act, 1999
The Village Land Act 1999 is one of the most important legislative texts that support community
based natural resources management. It empowers the community at local level (village)
recognising it as the appropriate representative structure to implement natural resources
management. In view of this, through village land use management system beekeepers can be
allocated land for beekeeping development. Tanzania’s main challenge now is to use this enabling
environment created by the Policy, Programme and legal framework to encourage Tanzanians and
other investors to take up beekeeping so that they can benefit in terms of income, poverty
reduction and conservation of environment.
This study established that despite presence of many useful policies on paper, most of them have
not been successfully implemented and some have not yet been implemented. For instance, the
Beekeeping Policy and Act have not been enforced; e.g. crop cess on honey applies in some areas
in the country though not yet operational according to beekeeping guidelines/regulations.
Huge funding from donors has been disbursed to conduct a number of studies and develop huge
National Forestry and Beekeeping Programmes; but there has been insignificant impact on ground
(especially to small scale beekeepers). Many small scale beekeepers in this country have
remained relatively poor despite numerous interventions to improve the sector.
Table 1 below gives a snap shot of few beekeeping development studies conducted in recent past
in Tanzania. From the table it is evident that lots of studies with useful recommendation have been
done but these have not been adequately disseminated– e.g. beekeeping technologies; however,
the challenge is to see implementation and impact of recommendations proposed in these studies.
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Table 1: Overview of few beekeeping development studies conducted in Tanzania in the recent past 1997 - 2007

1

Study initiator
TAWIRI - 1997

Study conducted by
TAWIRI

Focus area
Experiments with the processing of secondary beeswax product

2

TAWIRI - 1997

TAWIRI

Appropriate design of Top Bar Hive

2

TAWIRI - 1998

TAWIRI

Surveys of Local and economic value of bee products in Same
Tanzanian tribes

3

TAWIRI - 1998

TAWIRI

Recovering beeswax residues from local brew

4

MNRT - 2001

Beekeeping in Tanzania

5

TAWIRI – 2002

MNRT – Kihwele, Massawe, Lwoga
and Burton
TAWIRI

6

SUA - 2001

A. Mwakatobe

7

P Latham - 2001

P. Latham

8
9

ADAP - 2002
TAWIRI - 2003

ADAP
TAWIRI

10
11

Workshop - 2003
Workshop - 2003.

R.E. Swai and P.A. Oduol
Mr. Pauline Mpuya
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Market awareness on bee products
The importance of home gardens beekeeping activities in
Arumeru district – Arusha
Beekeeping and some honeybee Plants in Umalila, Southern
Tanzania
Development of apiculture in Mpanda District
The Important Melliferous Plants of Traditional Medicines
Values and Stingless bees honey in the project areas in the
Tanzania/Norway funded Beekeeping Development Project
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Apiculture and Agro forestry in the miombos western Tanzania
An Overview of the Bee Industry in Tanzania

Remarks
Processing of secondary beeswax products
e.g. candles, skin ointments, beauty
creams, etc. can help the beekeeper or
processor to increase value prior to sale.
Recommended designs on the entrance
size, wall slope and volume were
documented.
Beekeeping activities has a significant
contribution to the socio-economy of the
rural communities.
Recovering of beeswax residues from local
brew is one way of reducing loss of
beeswax.
Tanzania is believed to have 9.2 million bee
colonies.
Public awareness of bee products was high
in surveyed areas only different uses was
not known
A dissertation for MSc. SUA

There are a number of melliferous plants
which also have medicinal value which can
be promoted in afforestration programmes
in different beekeeping areas.
Beekeeping Development Workshop
MNRT - Production of Bee Products and
Marketing Promotion Workshop

9

Study initiator

Study conducted by

Focus area

Remarks

12

TAWIRI - 2003/4

C. Mlingwa and A. Mwakatobe

Bee Products Marketing in Tanzania

13

Workshop - 2004

R.E. Swai, G.I. Nyadzi and P.A.
Oduol
TAWIRI/TAFORI/MNRT
TAWIRI/FBD

Apiculture and Agro forestry in the miombos western Tanzania

Availability of honey in surveyed areas was
low in local market. Therefore, promotion of
bee products is vital. Also, concerted effort
on the promotion of usage of honey among
the general public is important
Workshop to address research issues in
Forestry and Beekeeping Programmes

Workshop - 2004
TAWIRI/FBD - 2004

Strategies to address research issues
Participation of women and the youth in beekeeping activities in
Manyoni district, Singida Tanzania

14
15

DANIDA - 2005
International Finance
Corporation (IFC) - 2006

EN-VISION
Swiss Contact

Feasibility study of honey processing for export from Tabora
Value chain analysis of Honey and beeswax in Tanzania

16
17
18

TAWIRI - 2006
SIDA – CDC 2006
Mkamba G.A. - 2006

TAWIRI
SPINTRACK and BCS
Mkamba G.A

Different types of bee colonies in seven zones of Tanzania
Sector Profiling Report on Honey Sector in Tanzania
Analysis of Factors Affecting Marketing of Honey in Tabora and
Dar-Es-Salaam Regions.

19

NWRC/FBD - 2007

NWRC/FBD

Marketing of Honey in Tanzania
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Youth 38%, women 15%, household
income derived from revenue obtained from
beekeeping activities 30%
Tanzania potential (138,000 to honey,
9,200 to beeswax), suitable flora,
pesticides, livestock keepers. Final report
not yet disseminated.
On-going research
A Dissertation Submitted in Partial
Fulfilment of the Requirements for the
Degree of MSc. - SUA
Training on marketing skills, promoting local
consumption.

10

Beekeeping research agenda in Tanzania has lost focus due to random and inconsistent number
of studies commissioned by different support agencies including the government. There have been
significant gaps in areas of study as well as numerous duplications of the study issues. This
situation is compounded by the fact that implementation of most key recommendations offered by
these studies leave a lot to be desired. During this study, it was established that some interventions
have been piloted but not rolled out; other initiatives especially at farm level have lost focus and
leave beekeepers fatigued with numerous pilots, tests and imposed technologies without much
support towards adaptation.
According to TAWIRI (TAWIRI, 2004), it is evident that despite the long history of beekeeping
research in Tanzania, research activities have been carried out without any country master plan or
agenda. Research areas in Tanzania have been proposed by TAWIRI to include assessment of
availability and usage of appropriate beekeeping technologies; understanding actual national
production of bee products; markets and marketing of bee products; beekeeping database;
inventory on bee colonies; assessment of biodiversity of bees and bee forage; and raising public
awareness of beekeeping and bee products. The challenge for Tanzania is to develop a master
plan to undertake these researches systematically and have an implementation strategy in place.
Experience in beekeeping industry in Uganda established that although the industry started as a
traditional honey hunting like in many countries; Uganda beekeeping industry has received support
by government and development agencies over the years and through systematic researches and
implementation strategies they have recently managed to put in place a systems and support for
beekeepers and traders/exporters to access EU market. The research agenda for beekeeping in
Uganda was geared towards accessing export market and all beekeeping stakeholders worked
together towards improvement of production and processing technologies to meet stringent
standards and key success factors required to access these markets.
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CHAPTER THREE: BEEKEEPING TECHNICAL ASPECTS AND BEST PRACTICES
3.1
Background
Honeybees live and thrive in any area where there are an abundance of trees, shrubs and annuals
with nectar bearing flowers or extra floral nectarines. Water in the proximity of the hive is also
necessary for bees. Honeybees may travel several kilometres to forage but only flowers found
within approximately one kilometre of a beehive are likely to result in significant honey surpluses
being gathered by the bees. In harsh condition bees require shelter from the elements and
protection from pests and to this end bees normally establish their colonies in sheltered places
such as hollow trees or rock and earth crevices.
3.2
Beekeeping Technical Aspects and Best Practices
Honey is as its best as produced by the bees and no amount of processing can improve it. This
implies that the less that is done to honey after harvesting the better. Production of good quality
honey requires that the beekeepers and honey handlers do not inadvertently reduce the quality of
honey by bad or careless handling. Honey that is stored by bees in old combs tends to be darker
and is difficult to separate from combs without contaminating it with pollen, from pollen cells, and
the ratio of honey obtained compared to that of trace wax and wastage is very low. Thus honey
from old combs is always kept for beekeepers own use or sell to the beer trader, which is largely
indifferent to quality and prefers honey with crushed comb to liquid honey. Mono-floral honeys
come in myriad colours and flavours. The plants that the bees feed on determine the flavour of the
honey. Beekeeping in farmers’ fields is the best practice of production of mono-floral honeys.
The best time to harvest honey is normally late afternoon or early evening, so as to minimize the
possibility of other bees in the area robbing the hive. Returning home in the late evening is also
advisable. Even though the plastic bucket is covered with a lid or with a cloth, bees from the area
may be attracted to the honey and may descend on the beekeeper during daylight. Travelling when
there is high temperature may reduce quality of honey (HMF).
The production of good quality honey requires that honey be harvested from new combs, the wax
of which will be white in colour. The only processing that is required is the separation of the honey
from the wax combs. This may be done either by settling in a big honey tank from which the honey
is drained off before the wax level or by passing the honey through one or more sieves to strain off
the wax particles or a combination of both. Thus honey may be very easily and simply prepared by
the beekeeper in the field by merely passing the honey through mosquito net gauze tied over a
bucket.
Honey presses that were originally designed for heather honey production in Europe are in use in
Tanzania and Tabora region in particular. These presses do separate honey from wax but in the
process the presses are likely to squeeze pollen and bee particles into the honey resulting in a very
low grade honey with high wastage factor that would be more profitably sold unprocessed to the
beer traders. In general the presses use should be discouraged, except at processing centres
where they wish to use them for pressing white combs remains from carefully selected honey
where a good yield of beeswax is anticipated.
Processing of beeswax is a relatively simple procedure. Beeswax is prepared by melting old
combs in water after which the mixture is strained and pressed through a cloth strainer either under
hand or mechanical pressure. Quality is determined primarily by ensuring that there is no
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adulteration and that the wax is not overheated by direct heat. Importers and manufacturers will
pass the wax through a refining process and will prefer wax that has been minimally processed and
will prefer large blocks that have not been broken.
To render the wax, a block of wax should be taken from the solar extractor or the press and broken
into handy pieces with a hammer, then placed into a specially built double container. This is simply
a heated saucepan, with water in the outer casing and the pieces of wax in the inner pan, heated
by gas or electricity. Care should be taken not to melt too much wax at a time and the temperature
should be raised slowly, thus controlling the heat from a gas flame. The wax is ready when all the
lumps have become molten. Just before it is ready, the mould, into which the molten wax will be
poured, should be gently heated and the filter warmed.
The filter can be purchased from a specialist supplier or made with a large recycled steel food can
(such as those used for dried milk), with the top and bottom removed and with a fine filter cloth tied
at one end. The filter cloth can be linen, fine nylon or something similar and should be firmly
secured to the end using a strand of flexible wire. A pair of pliers should be used to tighten and
secure the wire and the cloth around the steel can. The inner pan should be firmly held and the
molten wax poured directly into the filter, from where this will be collected in the mould beneath.
When this container has been filled to the level required, containers should be switched to prevent
overflow. The full container should be allowed to cool slowly, with a cover where necessary. If it is
allowed to cool too quickly it will crack, resulting in broken blocks which need to be reheated.
Overheating the wax should be avoided. Similarly, the number of heating phases should be
minimized, for both processes will result in lower quality. If the wax has already been melted in a
solar wax extractor, for example, only one more heating should be required to prepare blocks for
storage, transport and/or reuse or sale. The blocks should be made in containers that have slightly
sloped sides and will enable the block to be extracted easily. The blocks have a tendency to stick
when cooling in rectangular containers and can be difficult to remove. One practical tip is to smear
the insides of the container with a coating of honey before pouring in the wax. Another is to place
the block containing the wax into a refrigerator, which will make the wax shrink a little and move
away from the sides of the container. The aim is to make commercial blocks of wax that weigh
approximately 3 to 4 kg. When processing, the wax should never be heated above 80ºC. Above
this temperature the structure of the wax will begin to change as indicated by the darker colour thus
reducing its marketability. Beeswax has over 200 uses (GTZ, 1988).
Besides honey and beeswax, three other products of interest from the hive are propolis, pollen and
royal jelly. All command high prices on the market. Whatever the scale of beekeeping, these
products are worth harvesting, storing and selling. Propolis, a mixture of wax and resins, is used
by bees for filling up cracks and apertures within the hive and on the frames. Propolis has some
unique properties. It can be used as an antibiotic and it is a source of vitamins. World markets are
substantially undersupplied and therefore there is a large demand for high quality raw material.
Harvesting is difficult since the propolis has to be scraped out and collected carefully, at the same
time making sure to minimize the amount of wax collected. It is sticky and messy to collect. The
scrapings should be handled separately and kept in a secure cardboard or wooden box (not metal
or plastic) away from heat, insects and rodents. The propolis will store favourably over long periods
sometimes up to a year if required. Given its high value, even small amounts can be easily sold.
Mail order sales are possible in some European countries.
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Pollen has high value and large markets for human, veterinary medicines and foods. Again,
substantial care has to be taken with harvesting and storing. It has high vitamin content, particularly
B1-B12, which is collected by the bees as a food for their young. The bees transport it in the form
of pellets made of a mixture of nectar, regurgitated honey and pollen attached to their rear legs.
You need to have modern hives in order to harvest pollen. For harvesting the bees are required to
pass through a pollen trap of wire screens or plastic sheets with holes when entering the hive.
Harvesting in this way will capture about half of the pollen entering the hive. However there is a
drawback because no matter how much the earnings are from the sale of pollen, the hive will suffer
if the young bees go hungry. Some beekeepers select a number of hives as pollen producers and
others as honey producers and each is managed accordingly.
Harvesting and processing is important for high quality. In humid climates the pellets should be
collected daily, to prevent moulds and fungi. In temperate climates this is not necessary and the
pellets can be collected two or three times weekly. To avoid deterioration the pellets should be
dried quickly (5 to 10 percent moisture content) and then stored. They can be freeze dried or
frozen (-15ºC) for long term storage, but will also store for several months at normal room
temperatures. It is important to keep pellets separate one from another, to prevent them from
becoming a sticky mass. The nutritional value will fall with poor storage and prices at the market
will be lower.
Pollen is known to be a sensitivity indicator for the environment and may quickly become
contaminated by the use of pesticides or other agricultural chemicals, which may last for many
weeks in the area. Honeybees forage over a wide area and the pellets harvested by the colony can
quickly contaminate the sample collected earlier. If there is a danger of contamination, it is
important not to harvest the pollen during that time, for this will be detrimental to the larger
quantities harvested and sold.
Royal jelly2 is a honey bee secretion that is used in the nutrition of the larvae. It is secreted from
the hypopharyngeal glands in the heads of young workers and used (amongst other substances)
to feed all of the larvae in the colony, including those destined to become workers. If a queen is
needed, the hatchling will receive only royal jelly - and in large quantities - as its food source for the
first four days of its growth, and these rapid, early feeding triggers the development of queen
morphology, including the fully developed ovaries needed to lay eggs. Some commercial royal jelly
suppliers disseminate misinformation such as "Only queen larvae and adult queens are fed royal
jelly"; the fact remains that all larvae in a colony are fed royal jelly, and adult bees do not consume
it at all.
Royal jelly is produced by stimulating colonies with movable frame hives to produce queen bees.
Royal jelly is collected from each individual queen cell when the larva is about four days old. It is
collected from queen cells because these are the only cells in which large amounts are deposited;
when royal jelly is fed to worker larvae, it is fed directly to them, and they consume it as it is
produced, while the cells of queen larvae are "stocked" with royal jelly much faster than the larva
can consume it. Therefore, only in queen cells is the harvest of royal jelly practical. A wellmanaged hive during a season of 5-6 months can produce approximately 500g of royal jelly. Since
2

http://en.wikipedia.org/wiki/Royal_jelly
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the product is perishable, producers must have immediate access to proper cold storage (e.g., a
household refrigerator or freezer) in which the royal jelly is stored until it is sold or conveyed to a
collection centre. This product is combined with honey for preservation, as it spoils easily.
1 kg of royal jelly can sell for as much as US$ 400. Royal jelly is edible and consumed in many
Asian, East European and American countries (GTZ, 1988). People collect and sell royal jelly as a
dietary supplement, claiming various health benefits because of components like B-complex
vitamins such as pantothenic acid (vitamin B5) and vitamin B6 (pyridoxine); it can also be found in
various beauty products. The overall composition of royal jelly is 67% water, 12.5% crude protein
(including small amounts of many different amino acids), and 11% simple sugars, also including a
relatively high amount (5%) of fatty acids. It also contains many trace minerals, some enzymes,
antibacterial and antibiotic components, and trace amounts of vitamin C. Contrary to claims by
many of those promoting its use, vitamins A, D and E are completely absent from royal jelly
(Graham, 1992). Bee venom is also another hive product which is important in the treatment of
arthritis (GTZ, 1988).
The production, harvesting and marketing of propolis, pollen, royal jelly and bee venom is
insignificant in Tanzania. During this study it was established that there is no commercial
production and marketing of these products. The main reason could mainly be (but not limited to)
absence of production and harvesting technologies. Low adaptation of modern beehives by
beekeepers makes it difficult to harvest these high valued bee products. Most of Tanzania
beekeepers use bark and log hives.
Another important role of the honey bee is pollination. Bees pollinate a wide range of crops and
fruit trees such as the various species of citrus fruits, mango, avocado, coffee, cotton, shea nuts,
vegetables, etc. This activity is so vital that it is important for crop farmers (especially commercial
farmers) to keep bees on their farms or to commission a beekeeper to send his bees to the farm
during the flowering period. In the USA, for example beekeepers are paid by farmers for providing
a four week pollination service with their bees. The bees pollination service is estimated to be
worth over 15 times the value of all hive products together (GTZ, 1988).
Stingless bees are a large group of bees, comprising the tribe Meliponini (sometimes called
Stingless honey bees) in the family Apidae, and closely-related to the common honey bees,
carpenter bees, orchid bees and bumblebees. Stingless bees can be found in most tropical or
subtropical regions of the world, such as Australia, Africa, Southeast Asia, and parts of Mexico and
Brazil. The majority of native eusocial bees of Central and South America are Stingless bees,
although only a few of them produce honey on a scale such that they are farmed by humans. They
are also quite diverse in Africa and are farmed there also; Stingless bee honey is priced as a
medicine in many African communities.
In Tanzania, Stingless bee honey production and marketing is gaining momentum. During this
study information and data of demand and supply base weren’t established. It seems the medicinal
qualities are the selling point but this belief warrants further study.
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CHAPTER FOUR: HONEY AND BEESWAX SUB SECTOR IN TANZANIA
4.1
Background
Western Tanzania traditionally provides the base for most beekeeping activities in the country. The
weather conditions in Western Tanzania, (specifically in the miombo forests belt) are relatively mild
and bees may even nest in the open. Provided there is protection from extremes of temperature
the bees appear to be little troubled by the material of which their nesting site or man made hive is
made. The main functions in honey and beeswax sub sector include bee keeping (production),
honey cropping/harvesting, honey and bees wax processing and marketing.
According to the Ministry of Natural Resources and Tourism (MNRT) all districts in the forest
beekeeping potential areas are supposed to earmark bee reserves of 50 ha and above. In addition,
government has identified national bee reserves.
Since 1990s to date beekeeping industry received substantial support from the government and
donor agencies in terms of investments. Some of major initiatives to promote beekeeping industry
is summarised in table2 below.
Table 2: Major initiatives to promote beekeeping industry in Tanzania since 1990s
Organisation - Project
NORAD (1998 – 2006)

Initiative to support beekeeping industry in Tanzania
• The Government of Norway through NORAD is cooperating with the
Ministry of Natural Resources and Tourism (MNRT) supported
beekeeping in five potential Districts (Handeni, Manyoni, Kondoa,
Kibondo and Uyui) through the Beekeeping Development
Programme (BDP).
Africare (1998 – to date)
• Ugalla Game Reserve WMA – promoting beekeeping in Urambo
and Sikonge districts
Association of Development of
• Support beekeeping in Kigoma and Rukwa regions
Protected Areas (ADAP)
Africare, Traidcraft and HCAT in
• Bee Fair beekeeping development project – Urambo district Tabora
collaboration with FAIDA MALi
(2007)
SCF 2006 - 2007
• Traceability, quality discrepancies management and packaging
• Supporting mechanisms for information sharing and exchange
• Supporting marketing efforts (websites, trade fairs)
• Selous - Niassa Beekeeping Support Programme – Namtumbo and
Tunduru districts
MNRT + TIRDO 2007
• Traceability training and quality assurance to beekeepers, districts
staff, DED offices and environmental conservation committee, SMEs
and processors
MNRT – Rolling out of the
• Beekeeping department to be upscaled to full division at the ministry
Beekeeping
Development
level in the 2007/8 financial year.
Programme 2007 - 2010
• To revamp beekeeping training institute in Tabora and research
institute in Njiro Arusha.
• Establishment of four zonal demonstration farms
• Upgrade the beekeeping extension service to acquire modern
technologies in the industry
• Scaling up beekeeping development project to 30 districts country
wide
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4.2
Functions and Actors in Honey and Beeswax Sub sector in Tanzania
The roadmap that Tanzania honey and beeswax take to reach local, urban, regional and global
market is diverse. The channels and sub sector participants shown in figure 1 below indicates the
various routes that Tanzanian honey and beeswax take before being consumed locally or exported
to the region, UAE, Japan, Europe and US.
Four channels have been identified from end markets. Channel one shows honey and beeswax
which enter international market specifically EU, South Africa and Japan. The main exporters to
Europe are large companies mainly Fidahussein Company Limited, Mohamed Enterprises (T)
Limited (METL), Shamshudin Company Limited and Honey Care Africa (T) Limited (HCAT).These
companies buy mainly liquid honey directly from beekeepers but also from traders.
Channel two and four distinguish national (urban centres and upmarket) and local markets. Most of
the honey sold in these markets comes from small and medium scale enterprises (SMEs) and
beekeepers respectively. These SMEs buy liquid honey from beekeepers in their villages or
harvesting camps before transporting it to urban centres for further processing and packaging.
Some SMEs such as Jempem Enterprises buy combed honey and process themselves before
packaging and marketing. Most of SMEs honey is sold locally in shops and kiosks and directly to
local consumers. Large companies and some SMEs wholesale to supermarkets, hotels and
upmarket urban consumers. Beeswax is consumed locally in low quantities.
Channel three depicts regional market which consumes both honey and beeswax. Beeswax is
currently destined to South Africa, Zimbabwe, Botswana and Mauritius. Both large companies and
SMEs are active in beeswax exporting from Tanzania. Women groups have also had active
participation in trade fairs and exhibitions within the country (Saba Saba, Nane Nane, Gatsby Trust
Tanzania and SIDO exhibitions) and in the region (Jua Kali Uganda, Gatsby Trust Kenya and
Uganda, etc.).
The driving forces of the honey industry in Tanzania at the moment include;
Positive drivers
• Big buyers for conventional export market – for instance Fidahussein, buys from traders and
beekeepers, undertake quality tests on site (moisture content, visual inspection) and in Dar es
Salaam (further testing) prior to repacking and exporting. Other large exporters include
Mohamed Enterprises (T) Limited, Shamshudin, Honey Care Africa (Tanzania) Limited,
Dabaga Limited, etc.
• SMEs accessing local and sub region markets (less volumes) but with innovative marketing
strategies.
• Initiatives of support agencies through exhibitions and trade fairs (The Honey Show Limited,
Saba Saba Trade Fairs)
• Initiatives to support information sharing and exchange through annual honey show and
conference
• Emergence of Stingless bee honey which is mainly traded as medicinal product – price 5 times
that of stinging bee honey.
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Negative drivers
• For quite sometime now many attempts have been done to introduce modern beekeeping
technologies but adoption rate at small scale beekeeper’s and trader’s levels are still very low.
• Initiatives of niche markets (Organic) in mid 1990s through Traidcraft and TBCS ended;
EPOPA more recent entry to Rufiji did not reach the threshold for export market; thus to date
Tanzania is not benefiting from these niche markets.
• Underdeveloped market of other bee products – propolis, royal jelly, pollen and honey dew.
• 99% beehives are traditional low productive hives, traditional processing resulting in low/poor
quality product
• The bulk of Tanzanian honey is industrial honey, thus losing at least US$ 200 per tonne traded
in EU, Asia and USA.
• Promotional efforts seem to have centred more on apiculture as a way to conserve forestry
and biodiversity. A business approach to beekeeping at producer’s level is almost absent.
• Small scale beekeepers access to appropriate financial services is lacking.
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Figure 1: Honey and beeswax sub sector map in Tanzania
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4.2.1 Input supply
Beehive is the main input for beekeeper. Traditional (small scale, rural) beekeepers in Tanzania
use either bark or log hives. Barks hives are preferred to log hives simply because are easy to
make. A beekeeper could make more than 20 bark hives for the time used to make one log hive.
Bark hives are made by stripping bark off a live tree. The cylindrical hives are about 120 cm long
and about 30 cm in diameter. The joint along the length of the hive is secured with seasoned
hardwood pegs, the ends are then closed either by circular plaited grass doors made of fine
thatching grass, or by another piece of bark. Normally, the hives are then left to dry for two months
before being hung in trees. Whereas bark hives take not more than four years to wear out; log
hives are durable and can be used for more than fifty years. Tanzania Beekeeping Act prohibits
use of bark hives; thus government Beekeeping Development Project discouraged use of bark
hives, as they are not environmentally friendly. It should be noted here that one large tree is
normally killed at an expense of making one bark hive.
Few development projects and government agencies have trained small scale beekeepers on
modern hives and beekeeping best practices. As a result of training on appropriate beekeeping
technology, the number of new bark hives has decreased; however, during this study few trees
were noted to be killed indicating that the practice of making bark bee hives is continuing though at
a low pace. Introduction of use of reeds, dead logs and grasses to construct hives has not only
reduced the number of debarked trees but also log hives can be used for a long period of not less
than 50 years. The logs that are used to construct a beehive are normally dead and if not used can
be rotten. The issue of ownership of village bee reserves by local communities has also ensured
sustainability as it empowers local communities to protect and utilize sustainably the bee
resources.
Example 1: Tabora Msitu Products Limited – Tabora
Mr. Abdallah Nassor is the owner manager of Tabora
Msitu Products Limited (TMPL) – a medium scale timber
processing factory. TMPL has recently started to recycle
by products of its saw mill and furniture workshop. The
by products are being used for transition hive
manufacturing. TMPL has applied and successfully been
awarded about 12 kilometres squares of Ipembampazi
forest reserve in Sikonge district; and the company has
installed about 450 transition hives into the forest
reserve. The aim of TMPL is to install 10,000 hives and
diversify into bee products processing, packaging and
marketing. TMPL focus is on production, processing and
marketing of organic honey from Tabora.
During this study a visit and interview with TMPL
revealed that their knowledge in beekeeping is still very
low and not its core competence; furthermore, during this
study inspection of the hives TMPL is manufacturing was
done and it was established that the technical aspects
and measurements of these beehives are not accurate
enough and if immediate technical support is not
provided to TMPL, the occupancy rate of their hives will
be very small and the hives will be as good as log hives.
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Although efforts have been made to introduce transition technology (modern) hives beekeeping in
Tanzania; this has not been successful mainly because of financing mechanism to support
beekeepers because the price of the modern hives is higher for normal rural people to afford.
Consequently, traditional beekeeping by the rural people is the major source of honey products in
the country. Traditionally making of hives, baiting and harvesting (Cropping) are mainly male roles.
Women can only participate in transporting and processing.
During this study it was established that after eight years (1998 – 2006) of government support
through Beekeeping Development Programme in Uyui district; only 286 transition hives have been
installed in the three project villages. Log hives have increased from 190,965 in 1995 to 327,501 in
2006. On a positive note, the use of bark hives has decreased from 138,720 in 1995 to about
24,700 in 1996. Although Tanzania (TAWIRI – NWRC) has tested and now piloting Tanzania Top
Bar Hive – during this study beekeepers and other actors didn’t mention that initiative. Comparison
between bark, log and modern (transition) hive is shown in table 3 below.
Other inputs include cropping protective clothes, veils, gloves and boots. Other necessary inputs
include knifes and axes. In most rural Tanzania knives and axes are made locally whereas
protective clothes are bought from shops and sometimes supplied on credit by large buyers. During
this study it was established that few beekeepers use protective gears. Most of them argue that
they are used to local methods and find some of the gears which were provided by government
and donor projects especially gloves are quite hard and restrict the movement of fingers during
cropping. Others say these gears were quite expensive and they can’t afford. Most of these
modern protective gears and beekeeping equipment have been provided by beekeeping
development agencies including government Beekeeping Development Project (1998-2006); the
challenge on ground has remained to be low adaptation to these new technologies.
Constraints
• Unavailability of necessary protective gears to beekeepers which expose them to danger of
bees biting and honey badgers which deter eagerness/interest in beekeeping and yet there
has been low adoption rates which indicates that either the gear is inappropriate to traditional
beekeeping or there has been insufficient extension and training
• Inhibitive cost of modern hives make the rate of adoption to new beekeeping technology low
resulting in low productivity.
• Low levels of Tanzanian smallholder beekeepers’ assets acts as a serious barrier to entry into
modern beekeeping practice and skills requirements.
• Lack of appropriate tested and proved financial service models for small scale beekeepers
inhibits their capacity to break poverty circle and venture into economically viable beekeeping
by adopting modern inputs.
• Limited access to new beekeeping technologies and low adaptation among producers and
processors make Tanzania bee products less competitive in the region and global markets.
• Modern beekeeping inputs (technologies) has not been disseminated consistently and
professionally and this caused imperfection in adoption and hence no improvement in
productivity and quality.
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Opportunities
• Availability of abundant bee forage due to enough forest resources (gift of nature) enables
production of beehives at relatively low cost
• Existence of indigenous knowledge (ironsmith and production of log beehives) could be
capitalised upon to increase number of bee hives and hence production volumes.
• Opportunity to develop other bee products could improve value addition and hence income of
primary actors (producers, processors and traders)
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Table 3: Comparison between modern and traditional hives
Description
Capacity
Cost [TShs]
Advantages

Disadvantages

Transition [modern] hive
Up to 35kg liquid honey per hive per season
Up to 35,000.00
• Yield more honey
• Each comb is movable and can be
shifted or taken out for inspection
• Beekeeper crop ripe honey comb only
without breaking the unripe combs
• When moving combs bees are gently
handled and less alarmed
• Only few guard bees are required at the
entrance holes; therefore colony feel
safe even passing at a close distance
• No need of tall trees, i.e. even women
can be beekeepers
• Expensive when made of hard wood
• Beekeepers need modern skills and
spend more time
• Close management of colonies for
profitability
• Control is difficult if not suspended in
wires

Log hive
Up to 18 kg liquid honey per hive per season
Up to 3,000.00
• Easy and very cheap to make, i.e. readily
available materials
• No need for high capital
• Limited skill is required
• Not expensive to manage and maintain

Bark [traditional] hive
Up to 18kg liquid honey per hive per season
Up to 1,000.00
• Easy and very cheap to make, i.e. readily
available materials
• No need for high capital
• Limited skill is required
• Not expensive to manage and maintain

•

•

•
•
•
•
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Quality of honey is degraded by bark
debris and other foreign particles, e.g.
grass
Yield per annum is lower than in modern
hives
It is very difficult to inspect the colonies
inside the hive
It is not easy to detect bee diseases or
pests in the colonies
It is cumbersome and dangerous to climb
trees during hanging and cropping; and
especially difficult for women

•
•
•
•
•

Environmental degradation by destroying
trees
Quality of honey is degraded by bark debris
and other foreign particles, e.g. grass
Yield per annum is lower than in modern
hives
It is very difficult to inspect the colonies
inside the hive
It is not easy to detect bee diseases or pests
in the colonies
It is cumbersome and dangerous to climb
trees during hanging and cropping; and
especially difficult for women
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4.2.2 Production, honey flow and harvesting
In Tanzania the main tree flowering period for miombo forest, which dominates the honey
producing belt is September and October extending into November, usually just before the rains
break. This flowering period gives a crop of honey in June-August. This is usually called the main
flow. In addition, over considerable areas second flowering occurs from August - November
producing a second flow in December and January. It must be stressed that the major source of
nectar are the miombo species. However any species which flower out of the main season are
important because they enable the bees to keep up their stores of pollen and honey. The most
important species in this group are Marquesia macroura, M. acuminata, Syzygium and Parinari
species. Even in areas where miombo woodland does not occur, good yields may be obtained from
species such as Acacia and other shrubs. These are some of the areas where untapped potential
for monofloral honey exist from species flowering outside the main miombo woodlands. In
Tanzania some districts enjoy two cycles whereas others have only one main honey flow.
Once the honey is removed from the hives, it is packed in any suitable containers and transported
to the villages where the honey can be used for beer brewing, as a sweetener or prepared for sale.
Honey for sale is traded either semi processed or unprocessed. In Tanzania and specifically in
Tabora there are various traders both SMEs and large involved in the honey trade. The would-be
large buyers normally distribute containers to the beekeeper before harvesting. After harvesting the
comb honey is bought by some buyers who process it, whereas other buyers buy liquid honey from
beekeepers.
Example 2: Beekeeper with over 30 years experience –
Chabutwa village Sikonge Tabora
Mzee Willjohns Kayanda has over thirty years experience in
beekeeping a skill he inherited from his late father. Mzee Kayanda
has over 300 bark and log hives and all installed in the forest which
is about 80 kilometres from home - Chabutwa village. During
installation and harvesting Mzee Kayanda has to travel on bicycle
for a day and spend over eight weeks in the forest to complete the
harvesting and installation exercise. The task is quite challenging
because the harvesting and decanting is taking place at a very
unhygienic situation (limited access of water and storage
equipment). During this study it was observed that the decanting
drums used by Mzee Kayanga have rusted after being used for few
years but he has not decided to replace them as yet.
Mzee Kayanda use grass and sticks from the wild to decant the
combed honey and 20 litre buckets to transport the honey back
home or to a nearby harvesting camp where buyers can reach.
Mzee Kayanda has received numerous supports from various
organisations. Recently Caritas Tabora facilitated them to be in a
marketing group of thirty five beekeepers (25 men and 10 women)
and with support of Caritas pack their honey in 450gms bottles and
market together. Caritas and Africare have supported the group with
sixty five transition hives, but the group have not increased the
number of modern hives because they think they are quite
expensive. During this study a quick assessment of livelihood of
Mzee Kayanda and his colleagues indicated that their living
standard is still very low despite their active involvement in
beekeeping for over thirty years.
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During this study it was established that some beekeepers have been supplied with honey presses
which are used to squeeze the honey from the combs. Majority are still using traditional method of
decanting the honey in 200 litre drums. Some of these drums have rust and due to limited access
to water in most harvesting camps – the hygiene conditions of this first processing exercise is very
poor. This study noted that most of Tanzanian honey is contaminated by smoke during harvesting
and by rust and other debris and sediments during decantation process. Some of the buckets
supplied by buyers or beekeepers’ own are not always clean. Some have been used for bathing
and washing of clothes as well as for other house/domestic chores prior to packing honey – this is
due to low purchasing power of small scale beekeepers who cannot afford basic household
containers for daily use. The liquid honey is sold as semi processed honey which is further graded
and decanted by traders before packaging. The combs from the honey press together with those
from honey where the bees have absconded are processed into beeswax. The current practice in
most parts of Tanzania is that the combs are melted in boiling water once everything has boiled the
liquid is strained through sack cloth and left to cool. The beeswax will solidify on top of the dirty
water. This is then marketed through the various channels.
Stingless honeybees have rudimentary sting apparatus, hence their name. Beekeeping with
Stingless honeybees is a growing industry in Tanzania involving both gender and the youth. At the
moment, eleven regions in Tanzania are keeping sting less honeybees (Arusha, Kilimanjaro,
Singida, Tabora, Kigoma, Dodoma,Tanga, Morogoro, Iringa, Lindi and Mtwara. Available reports
show that genera of both Trigona and Meliponula have their representative suitable for beekeeping
in Tanzania (HPI, 2003).
Tanzanian honey is of high quality; it is pure and organic and can command a premium price if
quality is maintained. The potential production of honey in natural forests and agricultural
production systems in Tanzania are enormous. Table 4 gives the summary of key beekeeping
potential of the main honey producing districts in Tanzania and this is further visualised in figure 2.
Table 4: Beekeeping summary indicators for honey production potential in Tanzania

Source; Mwakatobe, A. et al, 2006, page 3.

Constraints
• Traditional hives and harvesting method increases number of foreign matter and pollen in the
honey and reduces its quality.
• Most of Tanzania honey has undesirably smoke smell and this reduces marketability.
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•
•
•
•
•
•

Hygienic conditions in rural areas are very poor affecting the quality of product
Despite presence of national standards for honey most beekeepers are not aware of and don’t
test their produce prior to sale
Limited access to new beekeeping technologies and low adaptation of modern production
methods among producers and processors make Tanzania bee products less competitive in
the region and global markets.
Modern beekeeping production technologies has not been disseminated consistently and
professionally and this caused imperfection in adoption and hence no improvement in
productivity and quality.
Underdeveloped production of other bee products (propolis, royal jelly, pollen, etc.) due to
limited technology; reduces income from bee products.
Most beekeepers children are not interested in beekeeping and productivity of elderly
beekeepers is low.

Opportunities
• Availability of modern production technologies from development agencies including
government agencies (SUA, TAWIRI, etc.) make it easier for beekeepers to access.
• Presence of many supporting agencies (ADAP, Africare, CARITAS, FAIDA MALi, SME
Competitiveness Facility, VECO, Traidcraft Exchange, Honey Care Africa T Limited, SIDO,
The National Honey Show Limited, etc.) who are ready to collaborate will create synergy in
supporting production and adoption of new beekeeping technologies.
• There are few studies and research reports in regard to modern beekeeping in Africa (TAWIRI,
MNRT, SUA, FAO, Traidcraft Exchange, BCS, Swiss Contact, etc.) and this gives potential to
primary actors to engage and adopt these new technologies.
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Figure 2: Tanzania honey production potential (tonnes)
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4.2.3 Processing, packaging and handling of honey and beeswax
It is very unfortunately that, when honey is harvested and removed from the hive contamination
and deterioration takes place. Contamination can be caused at any stage between harvesting and
processing; by the beekeeper, the honey hunter, those packaging it for transport or by those
involved with processing. Normally contamination is caused accidentally or by carelessly using
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dirty utensils, containers that have not been cleaned properly or from exposure to the atmosphere
that may allow access to impurities.
Moisture is another contaminant, which gains entry when the honey is left open to the elements. It
can also be added by indifferent handling. Honey is affected by excess heat, which can destroy
many valuable properties. Smoke from hive smokers also taints honey in the hive, when the
beekeeper is inexperienced or overly cautious. There are a few fundamental procedures to be
followed when extracting and handling honey regardless of the type of hive. The same basic rules
apply to harvesting honey whether it comes from wild nests, top bar hives or frame hives. These
are quickly learned and people of all ages from all walks of life can become confident and proficient
beekeepers.
Honey processing (as depicted in figure 3 below) is quite complex than many practitioners could
visualise. After the honey has been extracted, it can then be filtered into the settling tank, which will
allow the bubbles and froth to rise to the top. Again, a suitable settling tank should be used,
preferably manufactured from high quality stainless steel. Tanks made of other metals such as
galvanized or mild steel, copper or iron should not be used. Honey is acidic by nature and will
quickly attack most metals resulting in severe contamination. The honey should be left in the
settling tank for a number of days and gradually the froth will rise to the top and partially dissipate,
any solids will sink to the bottom. With careful processing, including proper filtration, it should be
possible to start bottling from the settling tank after two or three days.
The processing, packaging and handling of honey and beeswax in Tanzania is done by different
actors at varying scale. Beekeepers to a lesser extent compared to traders and large companies.
During this study, it was established that in Tabora there are 4 major large and few medium and
small processors and marketing actors of honey and various large SMEs who trade beeswax.
Example 3: Jempem Enterprises Limited – Dar es Salaam
Jempem Enterprises Limited is a medium scale business mainly in importing, wholesaling and
retailing of veterinary pharmaceuticals and animal feed additives and supplements. Since 2003,
Jempem started to eye opportunity of processing and exporting honey from Tanzania. In 2004
Jempem solicit and managed to get assistance from DANIDA to undertake feasibility study for its
proposed honey business. Initially, DANIDA assist Jempem to identify a Danish partner (Ms
Olssons Bi-Og Dronningavl) so as to qualify for fund for the feasibility study. The results of the
study informed DANIDA that the investment will be very high and thus DANIDA advice Jempem
and its danidh partner to access DANIDA start up facility in 2006. Through the facility Jempem
received equipment and transfer of beekeeping technology from Denmark.
In 2006 Jempem set up its processing equipment at TAWIRI premises in Tabora municipality and
bought combed honey from carefully selected beekeepers groups in Uyui district. Jempem
managed to buy 11 tonnes that season and send samples to Denmark (Scandic Food A/C), UK
(Rowse Honey), Germany (through a friend) and France (via South Africa). There were no replies
from Germany; however, results from Denmark and UK rejected Jempem honey because of
strong smoke odour and flavour. The French firm wanted Jempem to sign order contract of 40
tonnes per month for 2 years at US$ 1.5 per kilogramme; Jempem failed to sign this huge order
due to limited capacity and reliable sources. The 11 tonnes bought ended up in 1 litre and
450gms containers packed by International Health Food Association (IHFA) high care facility in
Arusha as Afrihoney for local market through shops and supermarkets.
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The large companies include Fidahussein Company Limited, Mohamed Enterprises (T) Limited and
Shamshudin Company Limited, whereas medium players include Jempem Enterprises Limited,
Honey Camp, etc. There is also presence of Honey Care Africa (T) Limited, a company that is
specialised in beekeeping development, buying, processing and marketing bee products mainly
from Tabora, Shinyanga and Kilimanjaro regions.
Figure 3: Honey processing

Source: http://www.honey.com/foodindustry/techspecs/techglossary.asp

These traders have varying methods of processing, packaging and handling their products. Others
fabricate settling tanks themselves, whereas others import high quality stainless steel tanks. There
are no regulations enforced to monitor processing of honey for quality control. Those designated
for export are packed in drums of 210 litres capacity and 20 litre (30kg) buckets; however, honey
that is sold locally is packed in 2.5 litre containers, 1 litre containers, 500ml and 350ml (460gms)
bottles. At village level, bee keepers who process honey pack their product in 20 litre buckets
ready for transporting or for buyers. Processed beeswax is usually made into small or big cakes;
however, during this study it was revealed that beeswax are of varying quality and some traders
may need to process before trading further.
Constraints
• Limited access to information about potential local laboratory and packaging facilities and local
and regional market demand limits processors’ incentive to buy large volumes from
beekeepers.
• Limited knowledge and capacity to adapt to modern packaging technology include labelling
and coding reduces processors’ chances to supply large market outlets, e.g. supermarkets
chains within the country and in the sub region.
• Inaccessibility to relevant financial services which limits the size of business
• High costs of transportation due to poor infrastructure increases the operational costs for
processors hence reduces their competitiveness
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Example 4: International Health Food Association (IHFA) high care facility in Arusha
The International Health Food Association (IHFA) high care facility in Arusha is Adventist Church
establishment of a food processing-based humanitarian project, to address malnutrition and poverty is
major social problems in the Africa sub-region. The facility is strategically located to serve not only
Tanzania but several neighbouring countries around Lake Victoria. Simple, inexpensive products of a
kind preferred by the indigenous people and fortified with essential vitamins and minerals, which are
often missing in the diets of the poor, are distributed from the facility.
The facility is also using honey as raw material for its products and thus has invested in huge modern
honey filtration equipment. The equipment has capacity of filtering 1.8 tonnes of honey a day including
packing in small containers. Apart from processing honey for own use, the equipment is available for
other users at a fee for about 10 months in a year. IHFA is a modern and food processing facility of its
kind in Tanzania.

Opportunities
• USAID has shown interest to establish honey quality control laboratory in Tabora and this will
give beekeepers chance to test quality at source and encourage more potential buyers.
• Presence of high care filtration and packaging facility in Arusha give room for SMEs to pack
honey for local and regional markets.
• Existence of Tanzania standard (TBS) for honey gives rationale for packing prior to export to
the sub region and beyond.
• Some processors have started blending honey with other food products e.g. Tan Dairies (milk
and honey) and IHFA (ginger and honey) and this gives room to increase local consumption
and value addition before exporting.
4.2.4 Wholesaling cum bulking
Traders mainly SMEs buy and bulk honey and/or beeswax from various bee keepers before
wholesaling their products to big traders and/or large companies. During this study it was
established that in Tabora main wholesale price for combed honey and liquid honey vary as
depicted in tables 5, 6 and 7 below depending on seasonality and scarcity.
Table 5: Wholesale price range for honey and beeswax in Tabora Tanzania
Comb honey/ Kg (TShs) Liquid honey/ Kg (TShs) Beeswax/ Kg (TShs)
800.00
600.00 – 1,167.00
2,500.00 – 3,500.00

VCA Honey and beeswax in Tanzania

June 2007

30

Table 6: Wholesale price range for honey and beeswax in Dar es Salaam Tanzania
Comb honey/ Kg (TShs) Liquid honey/ Kg (TShs) Beeswax/ Kg (TShs)
3,200.00 – 4,500.00
3,500.00
Table 7: Wholesale price range for honey and beeswax in Arusha Tanzania
Comb honey/ Kg (TShs) Liquid honey/ Kg (TShs) Beeswax/ Kg (TShs)
3,200.00 – 4,500.00
3,500.00
Constraints
• Absence of tested/best practice bulking method (honey bank, warehouse receipt system, etc.)
makes it difficult for processors and traders to bulk enough honey to meet increased order
demands.
Opportunities
• Presence of support organisations (National Honey Show Limited, Honey Care Africa Tanzania
Limited) who are piloting the concept of collection centres and honey banks.
4.2.5 Retailing
Substantial amount of honey consumed locally in Tanzania is sold through local supermarkets,
shops and speciality honey shops. Among medium and large enterprises supplying to local
supermarkets and shops include Afrihoney (Jempem Enterprises Limited); Honey Care Africa
Tanzania Limited; Dabaga Vegetables & Fruits Canning Company Limited; Tan Honey, Kilimanjaro
honey and Golden Honey. Imports are mainly from USA, UK, Australia and India. C & G Honey
retailer is applying a unique concept of putting up road side umbrellas and selling as road side
trader for commuters. During this study it was established that C & G Honey has so far established
four umbrella selling points within Dar es Salaam city centre and is sourcing its honey mainly from
Tabora region. At C & G Honey they sell both stinging bees honey and Stingless bee honey. The
price of Stingless bee honey is; however, five times higher compared to their price of stinging bee
honey. C & G Honey also provides advisory services on medicinal properties of honey to clients. In
some areas, beekeepers associations are involved in marketing of members’ products e.g. Caritas
and MVIWATA in Tabora are facilitating market development for the honey produced by the
associations/farmers’ marketing groups they helped to establish. SIDO is also active in training
women to pack food products including honey; most of these small scale entrepreneurs sell locally
to domestic consumers, local shops, local hotels, and in exhibitions and trade fairs.
During this study it was established that in Tanzania main retailing outlets sell honey at varying
price ranges and from different sources as depicted in table 8 and 9 below. Imported honey is sold
at much higher prices compared to local honey. Imported honey includes organic honey on its
range. C & G honey kiosks in Dar es Salaam sell 680gms of honey for TShs 2,000.00; the same
volume honey from India (Dabur Honey) is sold a price three times higher i.e. TShs 6,000.00;
340gms of Rowse Organic Honey (Ex UK) at Shoppers Plaza Super Save supermarket in Dar es
Salaam is sold at TShs 11,400.00 whereas 420gms honey from Dabaga Company Limited of Iringa
is sold at TShs 2,050.00 at the same supermarket – over five times cheaper. During this study it
was established that local honey is faster moving product compared to imported honey;
nevertheless, imported honey is also successfully sold. This raises the question, why are
consumers prepared to pay so much more for imported honey. It may be simply due to perceived
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better quality which is mainly backed with certain certification mark, but also due better packaging
and presentation, However it should be noted that the quantities sold are relatively small.
Example 5: C & G Honey Asali Mbichi – Road side retailer –
Dar es Salaam city
Mr. Christopher Gikanka is an emerging honey entrepreneur based
in Ukonga Majumba sita in Dar es Salaam. Christopher has been in
the honey business for about six years now and has managed to
open four retailing outlets within Dar es Salaam city. Christopher
concept is to put up an umbrella on a road side but strategically on
busy roads in the city (Old and New Bagamoyo road at Mikocheni B
and Maji Machafu areas respectively). Christopher sources his
honey from beekeepers and traders mainly in Tabora. He sells 5
litre containers at TShs 20,000 each, 1 litre container at TShs 4,000
each and half litre containers at TShs 2,000 each.
During this study, Christopher sales points were visited and it was
noted that, he uses plastic containers (mainly water bottles) and
none of his containers have labels. He also sells Stingless bees
honey at a price five times that of stinging bees honey.

Table 8: Retail price range for honey imported to Tanzania
Description
Sue Bee Clover Honey 100% (Iowa USA)
Best in Pure Honey (Ex UK)
Rowse Organic Honey (Ex UK)
Rowse Honey (Ex UK)
Capilano (Ex Australia)
Dabur Honey (Ex India)

Packaging
680gms
340gms
340gms
340gms
375gms
500gms

Price (TShs)
17,000.00
5,200.00
11,400.00
9,350.00
8,900.00
6,000.00

Table 9: Retail price range for local honey in urban supermarkets and kiosk in Dar es Salaam
Description
Packaging
Price (TShs)
Golden
420gms
1,950.00
Kilimanjaro
420gms
2,950.00
Tan Honey
450gms
3,550.00
Dabaga
420gms
2,050.00
Honey Care Africa Tanzania Limited
450gms
3,400.00
C & G Honey
680gms
2,000.00
Constraints
• Retailing is focused on local market which is small and limited to healthy conscious high
income/upmarket urban buyers.
• Retail packaging is not standardised to allow traceability and quality control.
• Supermarket chains conditions and standards are stringent for local SMEs traders to meet.
Opportunities
• Presence of supermarket chains in Tanzania and in the region, e.g. Shoprite presence in
South Africa, Tanzania, Zambia and Uganda, Uchumi in Kenya and Uganda; give potential for
organised processors to enter these chains.
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•

Medicinal attributes of honey could be used to promote local consumption of honey in urban
and rural areas.

4.2.6 Exporting
Exporting of honey and beeswax is an activity of both large and SMEs though SMEs to a less
extent. The main exporters in Tanzania include Fidahussien, Mohamed Enterprises (T) Limited –
METL, Honey Care Africa (T) Limited – HCAT and Shamshudin. During this study it was not
established actual quantities these exporters handle but it was felt that over 50% of honey and
bees wax goes through them. Most of honey and beeswax however, is exported unprocessed and
thus as industrial honey and crude beeswax. Fidahussien and METL are also importing beeswax
from Zambia and Malawi before exporting. On the other hand most SMEs export these products
mainly to sub region and to middle east. It was realised during this study that some SMEs were
also from neighbouring countries of Kenya and Uganda and only visit honey camps and Tabora
town during harvesting season.
Export of crude beeswax from Tanzania is currently destined mainly to UK. However, like honey,
beeswax is exported as raw material for industrial use. Tanzania is among the five largest
exporters of beeswax to the EU as depicted in figure below; moreover, imports of crude beeswax
and other insect waxes into the EU decreased both in volume and value in 2000 compared to
1998. Germany remained the largest importer in the EU with 65 percent of the total imported
volume, followed by France with 15 percent and Italy with 8 percent. These three countries
represented 88 percent of total EU imports in 2000.
Developing countries supplied 66 percent of the total volume imported into the EU. China, Ukraine,
Tanzania and Vietnam were the largest suppliers of crude beeswax and other insect waxes to the
EU (Figure 4). These four countries accounted for 61 percent of total EU imports (CBI, 2002).
However, the import value increased by only 11 percent during the same period. France was the
largest importing country with 19 percent in value, followed by United Kingdom with 15 percent,
Greece with 14 percent, Italy with 13 percent and Spain with 13 percent. Figure 5 below shows the
volume of honey and beeswax exported from Tanzania between 1996/7 and 2006/7.
Figure 4: Leading suppliers of crude beeswax and other insect waxes to the EU, 1998 – 2000 (US$ ‘000)
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Source: Market Survey – Honey and Beeswax - CBI 2002, page 22.

Figure 5: Honey and beeswax export from Tanzania 1996/7 – 2006/7 (tonnes).

Tonnes

Export of Honey and beeswax from Tanzania 1996/7 - 2006/7
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Year
Source: BDP, 2007, Page 13-14.

Constraints
• Absence of retail packaging and branding prior to export reduces the chances of market
positioning for Tanzania in the global markets
• Limited bee products development (e.g. product differentiation and diversification) prior to
export reduces value addition prior to export and market development
• Limited economies of scale is less attractive to potential importers in EU and developed foreign
markets
• Absence of incentives and support for private sector investments in product development limit
competitiveness of Tanzanian companies in honey and beeswax export markets.
• Limited development initiatives in market development resulted in mismatch between
production and marketing.
Opportunities
• Presence of organic/fair trade market share for Tanzanian honey and beeswax in EU and
specifically UK.
• Supportive policy environment which promote export of honey and beeswax
4.3
Profitability Analysis
In order to analyse profitability levels among primary actors in the honey and beeswax sub sector,
a number of assumptions are employed as stated hereunder;
4.3.1 Profitability analysis assumptions
• That the current hive occupancy rate is 40%
• That beekeepers could take a loan to buy hive and repay in three instalments (3 years)
• There won’t be any improvement in the first two years
• In the third to fifth year the occupancy rate will increase to 50%
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• Economic viability analysis is analysed from above assumptions
• The vision and target on upgrading is to reach 75% occupancy rate
Summary of simulations for the first five years using current prices are presented in table 11 below
4.3.2 Interpretations of profitability and productivity
From profitability analysis it became evident that;
• Bark hives should not be promoted because financially they are very attractive but
environmentally is quite damaging.
• Log hive has limited productivity capacity (size) but a good environmental conservation move;
not attractive business case since log hive is still traditional – poor harvesting method
• Transitional hive is expensive and can only be matched by the potentially higher returns it can
bring
o (1 T-hive = 35 - 70 L-hives) – low adaptation to T - hives
• Current occupancy rate = 40% (average) due to;
o Destroyed bee forage – absence of adequate bee reserves
o Severe droughts in the last couple of years
o Traditional practices and absence of
 Proper inspections
 Colony multiplication
 Queen rearing
 Colony feeding and water supply
•
•

Bark hives has a higher occupancy rates (traditional skill)
Transition hives with technical faults have very low occupancy rates which is as good or bad
as log hive and sometimes not occupied at all!
• At 75% o-rate (which is attainable) for T-hive with best management and yield and selling at
current best price – beekeeper can get back his hive investment on the first harvest (ideal) –
see Appendix E2 at the end of this report.
• If we compare annual income of beekeeper to be the same with minimum salary of employed
Tanzanian i.e. TShs 80,000/month
o Assuming in five years - 40% o-rate for 2 years and 50% for 3 years
o Assuming financial support is available (kopa mzinga lipa asali) in 3 years
o Minimum economic viability is as shown in table 10 which follows
Table 10: Simulation of economic viable number of hives per beekeeper
Yield
Log hive
Transition hive
5 years gross profit (GP) – Average yield
1,722.20
11,527.00
5 years GP – High yield
17,778.50
62,512.25
5 years minimum salary (TShs)
4,800,000.00
4,800,000.00
Minimum salary per month (TShs)
80,000.00
80,000.00
Minimum number of hives – average yield
2,787
416
Minimum number of hives – high yield
269
77
Source: Match Maker Associates Limited (MMA) simulations, June 2007.

As depicted in table 12 below, with concerted efforts to attain 75% occupancy rate and adoption to
best management practices, the profitability situation could make beekeeping an attractive
business proposition. At this occupancy rate the profitability and viability of key actors become
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quite positive. With the exception of beekeepers’ who sell combed honey at current selling prices,
all other actors seem to be able to make reasonable returns.
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Table 11: Summary of profitability analysis for first five years of investment
1

Year One 40% - o-rate -3rd hive cost

Bark hive

1.1 Total revenue per hive TShs - low
Total revenue per hive TShs - average
Total revenue per hive TShs - high
1.2 Gross profit - low

Bark hive

Log hive

T - hive

Bark hive

Log hive

T - hive

1,939.80

1,939.80

1,939.80

1,939.80

1,939.80

5,819.40

1,939.80

1,939.80

8,082.50

5,438.40

3,625.60

5,438.40

5,438.40

3,625.60

11,330.00

5,438.40

3,625.60

13,596.00

11,552.40

6,418.00

11,552.40

11,552.40

6,418.00

19,254.00

11,552.40

6,418.00

22,463.00

(385.20)

(2,485.20)

(7,910.20)

(885.20)

(3,485.20)

(7,830.60)

(1,485.20)

(4,485.20)

(9,867.50)

3,113.40

(799.40)

(4,411.60)

2,613.40

(1,799.40)

(2,320.00)

2,013.40

(2,799.40)

(4,354.00)

Gross profit - high

9,227.40

1,993.00

1,702.40

8,727.40

993.00

5,604.00

8,127.40

(7.00)

4,513.00

(19.86)

(128.12)

(407.78)

(45.63)

(179.67)

(134.56)

(76.56)

(231.22)

(122.08)

Simplified Gross Margins - average

57.25

(22.05)

(81.12)

48.05

(49.63)

(20.48)

37.02

(77.21)

(32.02)

Simplified Gross Margins - high

79.87

31.05

14.74

75.55

15.47

29.11

70.35

(0.11)

20.09

Year Two - 40% occupancy rate 3rd hive cost

2.1 Total revenue per hive TShs - low
Total revenue per hive TShs - average
Total revenue per hive TShs - high
2.2 Gross profit - low

1,939.80

1,939.80

1,939.80

1,939.80

1,939.80

5,819.40

1,939.80

1,939.80

8,082.50

5,438.40

3,625.60

5,438.40

5,438.40

3,625.60

11,330.00

5,438.40

3,625.60

13,596.00

11,552.40

6,418.00

11,552.40

11,552.40

6,418.00

19,254.00

11,552.40

6,418.00

22,463.00

(385.20)

(2,485.20)

(7,910.20)

(885.20)

(3,485.20)

(7,830.60)

(1,485.20)

(4,485.20)

(9,867.50)

Gross profit - average

3,113.40

(799.40)

(4,411.60)

2,613.40

(1,799.40)

(2,320.00)

2,013.40

(2,799.40)

(4,354.00)

Gross profit - high

9,227.40

1,993.00

1,702.40

8,727.40

993.00

5,604.00

8,127.40

(7.00)

4,513.00

2.3 Simplified Gross Margins - low

3

T - hive

Gross profit - average

1.3 Simplified Gross Margins - low

2

Log hive

(19.86)

(128.12)

(407.78)

(45.63)

(179.67)

(134.56)

(76.56)

(231.22)

(122.08)

Simplified Gross Margins - average

57.25

(22.05)

(81.12)

48.05

(49.63)

(20.48)

37.02

(77.21)

(32.02)

Simplified Gross Margins - high

79.87

31.05

14.74

75.55

15.47

29.11

70.35

(0.11)

20.09

Year Three - 50% occupancy rate 3rd hive cost

3.1 Total revenue per hive TShs - low
Total revenue per hive TShs - average
Total revenue per hive TShs - high
3.2 Gross profit - low
Gross profit - average
Gross profit - high
3.3 Simplified Gross Margins - low

2,424.75

2,424.75

2,424.75

2,424.75

2,424.75

7,274.25

2,424.75

2,424.75

10,103.13

6,798.00

4,532.00

6,798.00

6,798.00

4,532.00

14,162.50

6,798.00

4,532.00

16,995.00

14,440.50

8,022.50

14,440.50

14,440.50

8,022.50

24,067.50

14,440.50

8,022.50

28,078.75

99.75

(2,000.25)

(7,425.25)

(400.25)

(3,000.25)

(6,375.75)

(1,000.25)

(4,000.25)

(7,846.88)

4,473.00

107.00

(3,052.00)

3,973.00

(893.00)

512.50

3,373.00

(1,893.00)

(955.00)

12,115.50

3,597.50

4,590.50

11,615.50

2,597.50

10,417.50

11,015.50

1,597.50

10,128.75
(77.67)

4.11

(82.49)

(306.23)

(16.51)

(123.73)

(87.65)

(41.25)

(164.98)

Simplified Gross Margins - average

65.80

2.36

(44.90)

58.44

(19.70)

3.62

49.62

(41.77)

(5.62)

Simplified Gross Margins - high

83.90

44.84

31.79

80.44

32.38

43.28

76.28

19.91

36.07
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…table 11: continue
4

Year Four - 50% occupancy rate

4.1 Total revenue per hive TShs - low
Total revenue per hive TShs - average
Total revenue per hive TShs - high
4.2 Gross profit - low
Gross profit - average
Gross profit - high
4.3 Simplified Gross Margins - low

5

2,424.75

2,424.75

2,424.75

2,424.75

7,274.25

2,424.75

2,424.75

6,798.00

4,532.00

6,798.00

6,798.00

4,532.00

14,162.50

6,798.00

4,532.00

10,103.13
16,995.00

14,440.50

8,022.50

14,440.50

14,440.50

8,022.50

24,067.50

14,440.50

8,022.50

28,078.75

599.75

(500.25)

(2,475.25)

299.75

(1,000.25)

1,874.25

(0.25)

(1,500.25)

3,703.13

4,973.00

1,607.00

1,898.00

4,673.00

1,107.00

8,762.50

4,373.00

607.00

10,595.00

12,615.50

5,097.50

9,540.50

12,315.50

4,597.50

18,667.50

12,015.50

4,097.50

21,678.75

24.73

(20.63)

(102.08)

12.36

(41.25)

25.77

(0.01)

(61.87)

36.65

Simplified Gross Margins - average

73.15

35.46

27.92

68.74

24.43

61.87

64.33

13.39

62.34

Simplified Gross Margins - high

87.36

63.54

66.07

85.28

57.31

77.56

83.21

51.08

77.21

2,424.75

2,424.75

2,424.75

2,424.75

2,424.75

7,274.25

2,424.75

2,424.75

10,103.13

6,798.00

4,532.00

6,798.00

6,798.00

4,532.00

14,162.50

6,798.00

4,532.00

16,995.00

14,440.50

8,022.50

14,440.50

14,440.50

8,022.50

24,067.50

14,440.50

8,022.50

28,078.75

Year Five - 50% occupancy rate

5.1 Total revenue per hive TShs - low
Total revenue per hive TShs - average
Total revenue per hive TShs - high
5.2 Gross profit - low
Gross profit - average
Gross profit - high
5.3 Simplified Gross Margins - low

599.75

(500.25)

(2,475.25)

299.75

(1,000.25)

1,874.25

(0.25)

(1,500.25)

3,703.13

4,973.00

1,607.00

1,898.00

4,673.00

1,107.00

8,762.50

4,373.00

607.00

10,595.00

12,615.50

5,097.50

9,540.50

12,315.50

4,597.50

18,667.50

12,015.50

4,097.50

21,678.75

24.73

(20.63)

(102.08)

12.36

(41.25)

25.77

(0.01)

(61.87)

36.65

Simplified Gross Margins - average

73.15

35.46

27.92

68.74

24.43

61.87

64.33

13.39

62.34

Simplified Gross Margins - high

87.36

63.54

66.07

85.28

57.31

77.56

83.21

51.08

77.21

Total five years
6.1

2,424.75

Total revenue per hive TShs - low
Total revenue per hive TShs - average
Total revenue per hive TShs - high

6.2 Gross profit - low
Gross profit - average
Gross profit - high
6.3 Simplified Gross Margins - low
Simplified Gross Margins - average
Simplified Gross Margins - high
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Bark hive

Log hive

T - hive

Bark hive

Log hive

T - hive

Bark hive

Log hive

T - hive

11,153.85
31,270.80
66,426.30

11,153.85
20,847.20
36,903.50

11,153.85
31,270.80
66,426.30

11,153.85
31,270.80
66,426.30

11,153.85 33,461.55
20,847.20 65,147.50
36,903.50 110,710.50

11,153.85
31,270.80
66,426.30

11,153.85 46,474.38
20,847.20 78,177.00
36,903.50 129,162.25

12,544.60
20,645.80
55,801.30

(2,373.40) (16,180.40)
1,722.20
(8,079.20)
17,778.50 27,076.30

10,444.60
18,545.80
53,701.30

(6,373.40)
(2,277.80)
13,778.50

(1,495.20)
13,397.50
58,960.50

8,044.60
16,145.80
51,301.30

(10,373.40)
(6,277.80)
9,778.50

(2,200.00)
11,527.00
62,512.25

93.64
59.31
80.84

(57.14)
(10.93)
37.34

(4.47)
20.56
53.26

72.12
51.63
77.23

(93.00)
(30.11)
26.50

(4.73)
14.74
48.40

112.47
66.02
84.00
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(21.28)
8.26
48.18

(145.07)
(25.84)
40.76
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Table 12: Comparing profitability of primary actors in beekeeping production and marketing
1.

Economic activity
Beekeeping selling liquid honey and beeswax
(Appendix E2)

Bark hive (analysis per hive)
Log hive (analysis per hive)
Transition hive (analysis per hive)

2.

GP (TShs)

SGM (%)

19,335.75
212.13
(2,787.88)
7,608.75
(6,212.88)
24,168.13

5.83
89.27
(76.65)
63.23
(170.82)
62.19

Beekeeping selling combed honey
(Appendix E3)

Bark hive (analysis per hive)
Log hive (analysis per hive)
Transition hive (analysis per hive)

3.

SME buying combed honey 28kg bucket, processing and
wholesaling to supermarkets and shops. (Appendix E4)

4.

SME buying 18 litres of honey, repackage n 1 litre
containers and selling to urban centres (Appendix E5)

5.

SME buying beeswax from beekeepers and wholesaling in
urban centres per kilogramme. (Appendix E5)

6.

Large companies processing and exporting
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(275.00)
9,825.00
(3,275.00)
2,325.00
(6,700.00)
6,600.00
35,580.00
52,380.00
26,284.00
47,160.00
2,000
7,000
10 -15%

(8.73)

80.86
(103.97)
34.44
(212.70)
32.59
43.26
63.68
36.51
65.50
2.50
11.67

-

Remarks
At 75% hives occupancy rate and a third of hive cost recovered and
average prices of TShs 833.00 and TShs 3000.00 for liquid honey and
beeswax respectively. Highest prices stand at TShs 1,167.00 and TShs
3,500.00 and lowest prices at TShs 600.00 and TShs 2,500.00 for liquid
honey and beeswax respectively.
Profitable but not to be promoted because of environmental degradation
and or deforestation.
Technically, log hives are as bad as bark hive because you cannot
improve harvesting and colonies management.
Profitability per hive can increase if bee forage and colonies are
managed.
At 75% hives occupancy rate and a third of hive cost recovered, no
significant labour reduction compared to beekeepers that decant their
honey and sell liquid honey and beeswax. Average price per kilogramme
is TShs 800 in Tabora region. In this simulation, it is assumed highest
price could be TShs 900 and lowest price TShs 700 per kilogramme.
Can be profitable but not to be promoted because of environmental
degradation and or deforestation.
Technically, log hives are as bad as bark hive because you cannot
improve harvesting and colonies management.
At 75% occupancy rate at current prices, beekeepers make less profit by
selling combed honey compare to selling liquid honey.
Value addition is by using high care facility for filtration and packaging
with high quality food containers.
No value addition and inferior packaging from recycled or low quality
containers.
Value addition is by using high care facility for filtration and packaging
with high quality food containers.
Limited processing prior to export. Much is sold as bulk and in most cases
as industrial honey.
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4.4
Traceability and Quality Discrepancies
Honey is a primary food with excellent therapeutic properties. After collecting nectar, bees process
and store it under optimum conditions in their hives where is it maintained pure and free from
contaminants. Capped or sealed honey in beehives will keep for many years. Unfortunately when
honey is harvested and removed from the hive contamination and deterioration takes place.
Contamination can be caused at any stage between harvesting and processing; by the beekeeper,
the honey hunter, those packaging it for transport or by those involved with processing. Normally
contamination is caused accidentally or by carelessly using dirty utensils, containers that have not
been cleaned properly or from exposure to the atmosphere that may allow access to impurities.
In February 2001 EU Commission passed an order, which banned imports of honey and other food
products from third countries into EU member countries. This order came into effect from 1st of
March, 2001. This ban on honey imports was to be lifted when the EU Commission is satisfied that
the conditions specified in the order are met and in place. EU Commission decision required the
Government of Tanzania to put in place a competent and responsible residue monitoring system of
honey and beeswax so as to win and maintain bee products import into the EU member countries.
In response to this ban, Tanzania Government through Ministry of Natural Resources and Tourism
prepared a residue monitoring system in March 30, 2002 and is reporting to EU Commission
annually (HPI, 2003). During this study a parallel study (available as separate report) assessed
traceability and quality discrepancies in honey and beeswax sub sector. This study established that
traceability best practice is missing in the beekeeping industry in Tanzania. Quality of Tanzania
honey and beeswax has also been compromised significantly by beekeepers and traders. Due to
that potential exporters find Tanzanian honey and beeswax being rejected in the international
markets. Example 6 below shows how HCAT has recently failed to take an order to supply a
Germany buyer.
Example 6: Honey Care Africa Tanzania Limited

Honey Care Africa (HCA) is an innovative, rapidly expanding Kenyan social enterprise established expressly in
1999 in Kenya to increase the income of rural farmers. To date, Honey Care has doubled the income of several
thousand small scale farmers through its “Money for Honey” program, which trains them in commercial
beekeeping and then buys their honey at a guaranteed price. Honey Care then packages and sells the highest
quality African honey. The overall objective of the company is to produce and market high quality honey that
will successfully compete on the world market with honey products from elsewhere. To achieve this objective
the company has opted to work with the rural community groups in an out-grower model whereby it has
introduced modern beekeeping methods using the Langstroth hives. In this approach, the company closely
monitors the production process to ensure quality of honey produced by the contracted out- growers.
In 2004 Honey Care Africa Tanzania Limited (HCAT) started as a sister company to HCA and started buying
and bulking honey from Kahama district in Shinyanga region. That year HCAT bought 45 tonnes and export
100% to Kenya and South Africa. In 2005/6 season HCAT didn’t buy because of severe drought in Kahama. In
2006/7 HCAT managed to buy about 75 tonnes; 40 of which were exported to Germany as table honey and 35
tonnes to local and sub-region supermarkets. HCAT is currently working with more than 1000 beekeepers in
groups of 25 people. Despite HCAT supplying beekeeping equipment to small scale beekeepers in Kahama,
most beekeepers perceive these gears as very expensive because they are used to obtain them for free from
local and international NGOs. Moreover, these beekeepers are used to work without them for over 30 years.
Despite growth in regional and EU markets, HCAT find it difficult to accept and deliver large orders. For
instance an order for 300 tonnes to Germany has been dropped by HCAT due to unreliable sources of good
quality honey and absence of high tech and efficient laboratory facility to test prior to export. Despite the
availability of testing equipment at Government Chemist Laboratory Agency (GCLA), in many occasions HCAT
send samples to Germany (Quality Service International – Bremen) by DHL because though expensive, it takes
only four days to obtain results whereas when using GCLA it takes up to a month.
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Figure 6: Composition of honey at ideal conditions

Gap analysis

Source: http://www.honey.com/foodindustry/techspecs/techglossary.asp

4.5

Experience elsewhere

4.5.1 Packaging initiatives in China
The most recent government legislation of relevance to the honey market relates to packaging,
hygiene and product labelling. The China government introduced new hygiene regulations in 1995,
which mean that product lines are now inspected, and those products that have passed the
inspection can place a hologram label on their product, to show the consumer that the product is
hygienically manufactured.
The government has also introduced strict codes on the labelling of product ingredients, and has
tightened up laws concerning marketing claims for products, in order to clamp down on companies
making false claims about the benefits of their products.
Packaging legislation relates more to hygiene issues, but the government has also been keen to
encourage local companies to improve packaging, and the presentation of products, in order that
Chinese products can compete against foreign brands. The report says that Chinese companies
have responded well, and that there has been a marked improvement in food product packaging
over the last few years.
In the face of the tougher international market for honey, Chinese honey exporters have asked the
relevant national authorities to conduct carbon isotope inspections on all exported honey to
guarantee quality. If this measure is introduced it would be overseen by the China National
Chamber of Food, Native Produce and Animal By-products Importers and Exporters (CCFNAB).
The inspections are aimed at preventing unlawful traders from mixing water with honey.
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4.5.2 China - Quality and safety issues
In 2002 low levels of the antibiotic cloramphenicol were discovered in Chinese honey - amongst
other food products - creating problems for exports to both North America and Europe. Canada,
the US, the UK and other countries immediately imposed a ban on a variety of Chinese food
products, which was lifted after later consignments were shown to be free of the substance.
Cloramphenicol is an antibiotic used to control disease in shrimp, crawfish and bees. It is mostly
used to treat life-threatening infections in humans when other alternatives are not available. Use of
the antibiotic is limited because it is associated with a rare, but potentially life threatening side
effect called idiosyncratic aplastic anemia. For the small number of people susceptible to this side
effect, exposure to chloramphenicol can be fatal.
Consequently, manufacturers in the US and Europe were forced to reformulate their blended
offerings without Chinese honey and retailers withdrew affected products from the shelves.
Chinese honey accounts for 40 per cent of UK imports, which meant that local producers saw
higher sales at the expense of the Chinese producers. The knock on effect has been that raw
material prices have increased for many honey buyers.
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4.6
Beekeeping support organisations in Tanzania
Various government and non government organisations are supporting beekeeping industry in
Tanzania. A snap shot of few organisations is depicted in table 13 below.
Table 13: Beekeeping support organisations in Tanzania
Organization
Type of Intervention
ADAP
Supports the establishment and management of a Bee Reserve in south-western
Tanzania. ADAP offers training, marketing, equipments, transport, finance
Africare
Linkage of beekeepers with business organizations e.g. Gold Apis Ltd, Honey
Care (T) Ltd in Tabora.
Caritas Tabora
Development of a market channel for packed honey in Tabora
Dodoma Beekeepers Training
Cooperative
EDTF
Equipments & tools
Farm Africa
Farm Africa, the Government of Tanzania and local communities work together to
establish their rights and responsibilities over forest resources. Ultimately,
communities, with government support, become custodians of the forest. Through
beekeeping promotion, Farm Africa provides hives and beekeeping equipments to
local communities.
FIBE
Training, Equipments
Government,
Transport, training, hives
Extension Officers
Heifer
Project Providing hives and training
International Tanzania
(HPI)
NCAA
(Ngorongoro Providing hives
Conservation
Area
Authority)
RFA
Machines and awareness campaigns
Small
Industries Marketing training, small containers of 350ml, processing & packaging, promotion
Development
and marketing
Organization (SIDO)
TAWIRI
R&D, training and quality control
The National Honey (NHS) was formed in 2006 to give Tanzania Beekeeping Sector a single platform
Show Limited (NHS)
and to safeguard the activities and interest of the beekeeping sector’s
stakeholders. The NHS is a non-profit organization, which comprises of interested
organizations and individual beekeepers that have come together with the
common aim of developing a vibrant beekeeping industry in Tanzania. NHS is
interested to develop honey collection centres and honey banks.
TIRDO
Support research in traceability of honey – currently working with MNRT
TRACEABILITY - T
Traceability-T is non profit company assisting SMEs (feed, food and fresh
produce producers and the export sector) to comply with food safety, quality and
traceability regulations and to carry out consultancy on food safety systems audits
and certification
UN Millennium Village Provide a model for sustainable investments leading to an economic
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Programme (UN MVP) transformation in rural areas; uses an integrated multi-sectoral approach focusing
Mbola, Tabora
on practical interventions; and applies the best science, knowledge and
experience available.
VECO Tanzania
Support of beekeepers in Chunya and Same districts with group organisation
skills, technology and market linkage.
TRAIDCRAFT
Traidcraft Exchange supports honey producers in Tabora to access reliable
markets.
SCF
SCF is active to support SMEs including producers on traceability and quality
improvement, improving packaging and SMEs effective participation in trade fairs.
Honey is a sub sector which SCF has special interest.
EPOPA
Export Promotion of Organic Products from Africa (EPOPA) project began in 1994
as a program of the Swedish International Development Cooperation Agency
(SIDA). EPOPA aims to provide African smallholder farmers a better livelihood
through the development of local and international organic markets. The increase
in agricultural production benefits rural communities, and thus the farmers.
EPOPA attempted to support production and marketing of organic honey from
Rufiji but the project didn’t reach viable volumes at good price.
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CHAPTER FIVE: HONEY AND BEESWAX PRODUCTION AND MARKETING: GLOBAL VIEW
In international terms China is currently by far the largest honey producing nation in the world, with
around a 40 per cent slice of the market. The next biggest producers are the US, Argentina and
Ukraine. According to the American Honey Producers Association China and Argentina have been
adversely affecting America’s domestic honey industries with cheap imports, although there is a
counter argument that both China and Argentina have been helping to counterbalance falling
production in the US. Also starting to emerge onto the world honey production arena are Thailand
and Vietnam [Appendix B]. Australia is also significant producer of honey and beeswax. There are
around 673,000 registered hives in Australia, producing not only honey and beeswax but also live
bees (queens and package bees), and other products such as pollen and royal jelly. Around
467,000 hives are operated by beekeepers with a minimum of 200 hives, and these are considered
to represent the commercial industry. It is estimated that an average of at least 30,000 tonnes of
honey are produced each year in Australia, with nearly 45% of this total coming from NSW.
Between 9,000 and 12,000 tonnes of honey are exported each year [AHBIC, 1998].
The global consumption increase over the last few years can be attributed to a general rise in living
standards and an increased interest in natural and health products. It seems that worldwide honey
consumption and consequently its production demand is increasing annually, and there are no
surplus global honey stocks. Natural disasters such as drought, flooding and fire have also taken
their toll. It is estimated that two recent devastating forest fires, which may take 10 years to
recover, have set the Australian honey production back. Apart from a natural increase in demand
and local climatic conditions, more complex issues, such as the green movement, genetically
modified crops, sophisticated buyer choice and a health-conscious life style, influence today's
honey market.
Although the market for honey in China has fluctuated in recent years the country continues to be
by far the leading producer in the world. And with per capita consumption set to rise, a recent
report from Access Asia indicates that production will continue to increase in line with demand.
Consumption of honey has risen continually in China since 1995, despite poor production levels in
1998 and 1999 caused by bad weather conditions and bee disease. But since then the sector has
bounced back rapidly to reaffirm its domination of the world market. The total supply and
distribution of honey to the China market was in excess of 310,756 tonnes in 2003, a growth of
over 31 per cent from 1997(Access Asia).
China consumption continues to rise
In line with the rising production of recent years, consumption also rose to hit 146,112 tonnes in
2003. Annual growth in consumption peaked in 1997 when it reached 62.1 per cent. In 1997-98
consumption dropped slightly as prices rose to compensate for the poor harvests, but by 2003 it
had managed to climb back to 11 per cent growth, giving it a market value of RMB 0.82 billion
(€81.4m), which accounts for 0.04 per cent of the total food market in China.
Over the six year period between 1997 and 2003, total volume of honey sales rose by 56.06 per
cent to reach 53,200 tonnes by 2003. This was matched by per capita consumption that rose from
0.028kg in 1997 to 0.041kg in 2003, showing a growth of over 30 per cent. Access Asia report also
outlines steady growth in production volume for the China market of around 6 per cent until 2008.
Total production is expected to grow from 54,000 tons this year to over 68,000 tones in 2008. In
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line with this per capita consumption is also expected to grow by around 5 per cent a year, to reach
0.050kg per capita by 2008. In an effort to maintain this rise in consumption Chinese honey
producers are currently trying to produce mature honey, which contains more nutrients than
immature honey. This is in effort to reinvigorate the market and to give a further boost to
consumption.
Although production has continued to rise, the number of bee colonies in China has declined in the
past few years from a high of 6.5 million to around 5.7 million in 2001. This decrease is said to be
due to the introduction of smaller beehives and reduced choice of bee yards. Additionally, many
agricultural co-operatives have shifted from honey production and bee cultivation following the poor
harvests of 1998 and looked for higher margin products. Officially the Chinese government has not
financially supported honey producers since 1978. However, some provincial level support is
available to boost the industry and income from the sale of honey, honey products and queen bees
is all tax free.
China - Imports and exports
Imports of honey have grown steadily since 1995, except for a dip in 1996. By 1999, total honey
imports reached 1,400 net tonnes, a growth of 775% over 1995. In part, this growth in imports has
been due to the rise in demand for specific types of honey from the food manufacturing industry.
Additionally, falling world prices have made importation more attractive as well as the need to
make up for the losses from the poor harvest of 1998. China's major export markets for honey are
Japan (23,015 tonnes), Germany (19,957 tonnes) and US (13,994 tonnes). Belgium, the UK and
Spain are also major destination countries. Although domestic demand promises to be strong, the
outlook for the China's honey exports does not look so promising. According to the China National
Chamber of Food, Native Produce and Animal By-products Importers and Exporters (CCFNAB),
exports of Chinese honey will decrease in the long term, due to rising global competitiveness.
Total value of international trade in insect waxes ranges between US$ 23 to 26 million. The bulk of
it is contributed by beeswax, which like natural honey, originates from wild as well as cultured
sources. Recent trends established a market share of China (14.9%), United Republic of Tanzania
(11.4%), Germany (11.1%), Canada (7.0%), the Netherlands (6.3%), Brazil (6.1%), Japan (5.7%),
USA (4.8%) and Ethiopia (3.7%); collectively accounting for 71% of the total trade volume in insect
waxes. Australia, France, Chile, UK, Dominion Republic, Zambia and New Zealand were some of
the minor origins (SNV, 2005).
The cosmetics industry is the largest user of bees wax. Cosmetics containing beeswax include:
skin creams (e.g. cold cream for facial use), emulsions, make-up foundations, face powders, cheek
pomades, hair creams/pomades, lipsticks and eye make-ups (e.g., eyebrow pencils and
mascaras). The pharmaceutical industry is the second largest user of beeswax, since it is used as
an ingredient in certain ointments, for coating pills, and in some manufacturing processes. Candle
manufacturers are the third major users of beeswax. Other uses include preparation of polishes for
furniture, wood and leather, finishes for leather, wood and paper, lithographic and engraving
materials, castings, dental equipment, ornaments and confectioneries (ITC, 1978).
Honey consumption in the EU is about 260,000 tonnes and was stable to increasing during the
period 1998 – 2000. It is estimated that about 85 percent (221,000 tonnes) is sold in retail
packaging directly to consumers. 15 percent (39,000 tonnes) is sold as ingredient to industrial
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users. Per capita consumption of honey in the EU countries is average 0.7 kg per annum.
However, consumption varies widely amongst individual countries: from Greece with 0.3 kg per
capita to Germany with 1.8 kg per capita. Exporting function in Tanzania is currently towards
conventional and industrial honey. There could be small volumes going through organic and Fair
Trade EU markets. The Fair Trade market of TBCS honey to United Kingdom (UK) discontinued
when TBCS collapsed. The EU markets are championed by Honey Care Africa (T) Limited and few
SMEs. There is a growing trend for export to the regional market. The recent regional destinations
include South Africa, and UAE. These volumes are still significantly small and mainly undertaken
by number of medium scale traders. This study established that most regional and EU markets
import Tanzanian honey as industrial honey. It is estimated that about 283 tonnes of natural honey
will be exported from Tanzania in 2006/7 season (BDP, 2007). China and Argentina are the main
suppliers of crude and industrial honey to EU. Tanzanian honey volumes to EU markets are very
small and do not feature in the recent report of imports of hive products (CBI, 2002). Table 14
below depicts different hive products and main sources.
Table 14: Imports of hive products into EU 2002

Source: Market Survey – Honey and Beeswax - CBI 2002, page 9.

Honey can be sold in the following styles: Comb honey: sold as it was produced as a whole within
a container in the hive, without use of comb foundation. The comb as well as the honey is edible.
Cut-comb honey: unprocessed full honeycomb, cut into pieces. Comb honey in fluid honey: Cut
comb is inserted in fluid honey. Chunk honey: honey containing one or more pieces of comb
honey. Crushed honey: honeycombs are mixed together and packed in polyethylene bags. Liquid
honey: honey that flows freely from the packing. Jellied honey: viscous jellied ‘standing’ honey
(mono-floral heather honey). Crystallized or granulated honey: honey that has undergone a natural
process of solidification. Creamy honey: honey with a fine crystalline structure, mashed which
makes it and easy to spread. Mead: honey wine and honey beer obtained by fermentation, stored
in wooden vessels or bottled.
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Honey can be distinguished by origin: Geographically: Temperate region honey, subtropical or
tropical honey Part of the world or country: (African, Mexican or Chinese honey); Bee species3;
Rock honey (honey of the rock bee); Production: Beekeepers’ honey, wild honey, i.e. from feral
colonies; organic honey; Vegetation/ecology: Forest, savannah, sahel, meadow, swamp, steppe,
Sunderban honey Nectar source: Polyfloral, mono-floral (with plant name like acacia, heather,
manuka); Part of the plant: Blossom honey, Honeydew honey, Sugarcane honey (from the stem),
Ant honey, Lice honey (honey made of plant juices extracted by these insects). Uses of honey are
various and thus opportunities for various market segments. Table 15 below summarizes the
different uses of honey.
Table 15: Applications of honey for different categories

Source: Market Survey – Honey and Beeswax - CBI 2002, page 15.

Beeswax has a wide range of uses for consumer and industrial products. Though in many cases
beeswax can be replaced by cheaper, synthetic waxes, its very special characteristics, medicinal
benefits, plasticity and aroma ensure its continuing use. The application of more natural ingredients
in for example cosmetics and food also increases its use. For this purpose modified beeswax, with
improved properties, is also being produced. Most nationally produced wax in EU countries is used
by beekeepers for foundation sheets.
Uses of beeswax are various and thus opportunities for various market segments. Table 16 below
summarizes the different uses of beeswax.

Honey of species other than Apis mellifera, like Stingless bee honey, does not comply in every aspect with the
requirements of the Codex Alimentarius. Indication of the bee species can prevent that the honey is judged as Apis
mellifera honey, according to regulations.

3
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Table 16: Applications of beeswax for different categories

Source: Market Survey – Honey and Beeswax - CBI 2002, page 16.
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CHAPTER SIX: HONEY AND BEESWAX VALUE CHAIN ANALYSIS
In this chapter analysis is made of the emerging honey and beeswax value chain in Tanzania in
terms of the desirable features and key elements of value chain approach. The departure point is
to identify potential value chains worth further development in Tanzania from the broad sub sector
dynamics both in the local, regional and global covered in chapters 4 and 5. Moreover assessment
is made of the capacity of the various players in the emerging value chain. The deficiencies are
noted and upgrading strategies are suggested.
6.1
The Essence of Value Chain Approach
The value chain approach provides a framework for conducting business transactions that is
responsive to the needs of the consumer(s). In value chain approach ideally business transactions
are guided by trust and open communication between its participants. The aim of value chain
cooperation is to result in mutually beneficial outcomes commensurate with the level of effort for all
participating parties. It also allows for cooperative intelligence, costing, marketing, and
organizational information is shared enhancing the value chain’s profits and competitiveness.
There are three key elements in value chain analyses (VCA) that are assessed in this study. These
are introduced below:
6.1.1 Economic gains
The value chain is an important concept for understanding the generation and distribution of
returns arising from the various functions, e.g. design, production, packaging, marketing, recycling,
in the chain. Essentially, the best returns accrue to those parties who are able to protect
themselves from competition. In any chain there could be different forms of economic opportunities
and gains that participating parties seek to build upon and build their competitive strength. Some of
these gains are endogenous to the chain actors and some are exogenous to the chain actors.
Some examples of specific economic gains include:
Endogenous gains:
• Technology gains – having command over scarce technologies
• Human resource gains – having access to better skills than competitors
• Organisational gains – possessing superior forms of internal organisation
• Marketing gains – possessing better marketing capabilities and/or valuable brand names
• Relational gains – having superior quality relationships with suppliers and customers
• Resource gains – access to scarce natural resources such as specific flora and fauna
Exogenous gains may include:
• Policy gains – operating in an environment of efficient government; constructing barriers to
enter for the competitors
• Infrastructural gains – access to high quality infrastructure such as roads and
telecommunications
• Financial gains – access to finance on better terms that the competitors
The value chain approach challenges the chain actors to identify all potential gains and ensure that
their benefits accrue to all actors. Equally important is to recognise that such economic gains are
dynamic as they would be eroded through forces of competition. Hence it is quite important that
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there is value chain governance that ensures among others that market forces are sufficiently
analysed on a continuous basis.
6.1.2 Governance
Governance ensures that interactions between firms/actors along a value chain exhibit some
reflection of organisation rather than being random. Value chains are governed when parameters
requiring product, process and logistic qualification are discussed and agreed upon by all chain
participants. These parameters will have consequences up and down the value chain
encompassing bundles of activities, actors and functions. Coordination usually involves managing
these parameters; however, it does not require that a single firm is responsible for it. It is the
coordination, communications and the apportioning roles to key players that reflect an important
part of the act of governance.
6.1.3 Market-Focused Collaboration
In addition to determining economic gains and governance, collaboration of value chain
participants is important and is usually market based. This is one of the distinguishing features with
other traditional business relationships.
Value chains are driven primarily by market requirements. Different business enterprises choose to
work together to produce and market products and services in effective and efficient manner in
order to meet the needs of targeted consumer (s). Not only existing markets are likely to change,
but also new markets can be created with the right products. These is the main thrust in value
chain, that is by collaborating with a number of firms each with a specialised task, the ability to
meet ever changing market demands is enhanced. Most successful value chains will include firms
that are in direct contact with consumers.
6.2
Honey and Beeswax Value Chain Identification in Tanzania
In chapter four, the sub sector map for honey and beeswax in Tanzania has depicted four principal
channels through which the product travels up to the consumption points. Two channels are
focusing on the international markets whilst the other two are focusing on local market segments in
Tanzania. In this section we shall use various criteria to identify and select channel (s) that are we
would recommend to be further strengthened.
During the study it became evident that identifying and selecting honey and beeswax value chain in
Tanzania is an art rather than scientific process. The sub sector is washed with many actors who
use different approaches and art of conducting business transactions. The beekeepers that are at
the bottom of the chain are being approached by traders, processors often on short term
transaction basis. In a liberalised market, traders are coming from Tanzania, Kenya and Uganda
etc all in search of buying honey and beeswax. There is hardly a business pattern established after
the collapse of Tabora Beekeepers Cooperative Society Ltd in the late 1990s which used to unite
beekeepers from Tabora, Kigoma, Shinyanga, Mbeya and Rukwa regions and after processing
supplying to organic and fair trade markets in EU but also selling table honey to local market.. Of
late there are several support organisations (governmental and non-governmental) in Tanzania
who have taken different entry points of supporting the different actors in the chains. It is difficult to
identify what may be termed good or best practice in linking beekeepers to markets. Hence there is
no one and the only way to identify and select a value chain to be further promoted. In such a
situation it is not about selecting one of the channels but might also entail crafting a chain or a
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combination of chains that would deliver the benefits of a well functioning value chain discussed
above.
Keeping in mind the characteristics and key elements of value chains discussed above, and the
terms of reference around this assignment, it is proposed to identify and select value chain(s) that
exhibit a number of criteria that are discussed in the following section.
6.2.1 Value chain selection criteria
• Viable livelihood to beekeepers (economic viability at household level)
A chain to be upgraded should be the one that creates and supports thresholds for the involvement
of beekeepers based on economically viable units. Experiences have shown that most beekeepers
are not operating on business principles and their involvement is not based on economically viable
units. Most beekeepers still use traditional bee hives which are inefficient, but also the adoption of
improved beehives and its optimal use has not been attained. It should be a chain that takes
beekeeping as business and not as a tradition. Involvement of the beekeepers in the value chain
should be judged on the merits of providing an opportunity that outsmarts the alternative use of
their labour and investment at household level.
•

Market access (local and sub regional; international (conventional) and niche markets –
organic and Fair Trade)
Any value chain is driven by its market focus. We shall seek evidence that the selected value chain
is based on unmet market demand and that there is a chain champion that guarantees market
access on a competitive basis. Access to niche markets such as organic and or fair trade is an
added advantage, however, such access should guarantee a return that is more lucrative than
conventional markets to act as incentive for additional efforts needed to meet the pre set
requirements. The global market for honey is very competitive as indicated in preceding chapters.
• Existence or potential for partnership building (honey sector support organisations)
For the SMEs (small scale beekeepers) to be included as credible partners in an emerging value
chain, presupposes that deliberate support has been made available to enable them overcome
their shortcomings. Technical and managerial capabilities are weak among most small scale
beekeepers. Selecting a value chain for further upgrading would require evidence that there are
development practitioners (public, NGOs and CBOs) willing to support the chain upgrading
activities. Some of these services could be provided through private sector based embedded
services.
• Partners who are committed to quality and traceability improvement
Honey and beeswax production and processing practice in Tanzania presently does not meet
quality and traceability benchmarks that the competitive markets are demanding. In selecting a
value chain for upgrading, we have identified commitment to quality and traceability improvement
as necessary thrust to be able to stay competitive.

6.2.2 Identification of emerging value chains in the honey and beeswax sub sector in Tanzania
Taking into account the above criteria, the team that carried out this analysis after consultation with
various key actors, have concluded that there are three opportunities for crafting and strengthening
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honey and beeswax value chain in Tanzania. These are mainly detected from the signals of the
market dynamics as follows;
• Local and Regional Market led value chain development (EAC/SADC/COMESA)
• Conventional (and industrial) Export market led value chain (EU /UAE)
• Niche markets–organic/fair trade led value chain development ( EU)
A number of points are advanced to substantiate the identification of these potential value chains.
First and foremost are the potential market growth prospects that the regional and international
market exhibit towards the Tanzanian honey. During the study it was established that most
exporters are unable to meet orders due to either quality discrepancies or inadequate and
inconsistent volumes that they are able to mobilise. Jempem Ltd has had two orders in 2006/07
from Scandinavian countries cancelled due to quality discrepancy. HCAT has declined to take up
an order from Germany of 300 tons this season (2007) due to the fact that they are unsure about
availability (quantity, quality and consistency). Fidahussein who is one of the largest exporters of
Tanzanian honey has experienced declining supply from Tabora in the last three years, despite his
willingness and ability to buy and export more quantities.
Secondly, is the fact that there is already an existence of potential market leaders, who are already
collaborating with other independent actors from the public and private sector; relationships that
could be further developed and strengthened.
Thirdly is the fact that Tanzania has had a track record in the past of penetrating organic and fair
trade markets, a chance that was frustrated by a number of factors; most outstanding one being
management weaknesses of TBCS and inadequate volumes in the case of recent organic honey
project in Rufiji district. However, there is a good chance that these niche markets could be
recouped given concerted efforts of value chain actors and the fact that organic markets for honey
are still growing. There are also several actors (Fidahussein, JEMPEM, HCAT, TMPL etc) who
indicated to the study team that they are committed to penetrating organic and fair trade markets.
Furthermore, there is evidence of a growing local market. A study conducted by TAWIRI in 2004
and follow up discussions during this study with various retail outlets showed that Tanzania is
gradually moving from taking honey on medicinal grounds towards honey as a food supplement.
Furthermore, sting less bees honey which was rare in the market five years ago is now growing in
use despite its extremely high prices.
Finally small producers and of late women groups are the base of production activities that feed
these channels. Evolution of improved beehives technology is being adapted and this will
encourage and facilitate women participation in the sub sector.
The next section takes these identified value chains as a departure point and makes an analysis of
the study findings with respect to the key elements of value chains based on the current business
practice in Tanzania.
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6.3
Analysis of Value Chain Key Elements
6.3.1 Economic viability of selected value chains
Gross margins across different channels in the sub sector have been calculated. In addition gross
profits for beekeepers were calculated to ascertain level of profitability using different scenario.
Economic viability thresholds for beekeepers were determined by comparing the use of traditional
and improved beehives. Overall across the selected value chains, the economic viability is positive
and initial investment of beehives can be recovered within the first three years, given improvement
in the adaptation of modern production and processing technologies.
In addition to profitability indicators which are endogenous to the chain actors the following gains
can also improve the overall gains to the chain actors:
Technology development
During the study it became apparent that a lot of efforts have been put into developing new and
improved technologies. The issue seems to lie in slow adoptation. TAWIRI, Sokoine University of
Agriculture and other R&D Institutions have developed improved bee hives (Tanzania Top Bar
Hives, Transitional Bee Hives). Technologies for processing and quality management throughout
the whole process have also been developed. It may seem therefore revealing that the proposed
value chain should be able to assist chain actors to adopt the improved technologies and hence
improve their gains.
Organisational development of Beekeepers
Beekeepers are generally not yet well organised. The organisational model developed around
cooperative society collapsed and left bad image about beekeepers organisation. The value chain
upgrading would have to develop a model around which beekeepers can bulk their produce and
transact effectively with other chain actors as well as with the service providers. This organisational
model should aim at increasing their gains by reducing transactions costs of reaching the
beekeepers.
Policy and regulations
The Beekeeping Development Policy (2002), Regulations 2005 and Quality assurance guidelines
(2007-draft) are yet to be implemented. In the policy and regulations, the government has made
several commitments to provide an enabling environment, and other public services, which if
implemented would improve the gains for actors in the value chain.
Infrastructural development
During the study the question of infrastructural development was discussed with District
Authorities. Beekeepers in Tabora region for instance have their beekeeping activities sited around
70 kilometres deep into the forests. The routes to the area are impassable most of the time during
the year. Districts authorities did acknowledge the need to align priorities of infrastructural
development with those potential areas of economic activities. Beekeeping is one of the highly
ranked commercial activities in several districts. If implemented will aid greatly into the gains that
chain actors would enjoy.
Financial services gains
Innovative approaches of making beekeepers access short and medium term loans and savings
facilities are being explored. Some of this include honey bank proposal by National Honey Show
ltd, SACCOs promotion, Kopa Mzinga Lipa Asali scheme etc. The intention is to make beekeepers
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access financial services on better and reliable terms. This is an area that may generate
substantial gains when pursued under value chain approach.
6.3.2 Honey and Bees wax value chain governance
Three emerging value chains are recommended to be further developed and each has different
characteristics. In terms of governance practices, an assessment of the current practice in
Tanzania and Tabora in particular is summarised in table 17 below.
Table 17: Assessment of governance roles provided by the honey and beeswax chain actors
Exercised by parties internal to the chain
Form of
What it entails
Governance
Legislative
Setting standards for suppliers
Governance
in
relation
to
on-time
deliveries,
frequency
of
deliveries
and
quality
requirements

Judicial
Governance

Monitoring the performance of
suppliers in meeting standards

Executive
Governance

Supply chain management
assisting suppliers to meet
standards
Producers
associations
assisting members to meet
standards

Exercised by parties external to the chain
Legislative
Environmental standards
Governance
Child labour standards

Judicial
Governance
Executive

Monitoring of labour standards
by NGOs
Specialised firms monitoring
conformance to ISO standards
Specialised service providers
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Assessment
There is no clear system in place for setting standards and
communicating across the chain actors. Key processors and
exporters usually have been setting the rules of the game
particularly when the product is destined for export market. It
seems the main standard that is measured frequently is
moisture content, and this is done visually or by using
Fractrometer which is available to only a few actors. There
seem to be no prior communications neither a contractual
agreement that spells out the terms of business transactions.
MNRT however has just completed guidelines for quality
assurance of bee products in Tanzania which could be
circulated soon.
Key processors and exporters monitor performance during the
buying process. Quality control in terms of moisture content
control, colour and smell to a less extent are often emphasised.
In most cases further processing and quality testing is
necessary in order to adhere to buyer’s specifications.
Projects like Africare and CARITAS in Tabora and quite a few
others in other regions provide training and other input on a
project by project basis. Some buyers and processors too
provide support such as buckets to their earmarked producers
or groups.
The Cooperative society (TBCS) at regional level that was
once vibrant is now not operational. New groups are emerging
like the women organised under MVIWATA, but are still weak.
At National level there is absence of sector wide representation
like the Honey Councils that vibrant in Kenya, Zambia, Uganda
etc Tanzania Beekeepers Association is a sleeping giant; there
are efforts to review its constitution to include wide
representation through the beekeeping division of the ministry.
Beekeeping Policy and Guidelines have set environmental
management standard. International conventions with ILO, FLO
etc have set standards with regard to child labour, gender
equality applies.
Government Agencies like Tanzania Bureau of Standards are
responsible for monitoring. In specific instances some projects
are also monitoring conformance to societal and environmental
consequences.
Honey Show Ltd, MNRT and Board of External Trade (BET)
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Governance

Government industrial policy offers specialised support.
support

In general, different forms of governance are present in the emerging value chains depicted above.
However, it is quite evident that few actors, mainly the main private sector companies and traders,
often set the rules of the game and mostly to promote their interests. Given weak organisation at
producer level presumably they are not much involved in the governance of the chain. The policy
and guidelines are not yet enforced by government which leaves the sector at the mercy of some
greedy actors. There are no written down contractual obligations, which could have been used to
spell out the roles and responsibilities of different parties. It was noted that some producers are so
sceptical of contractual obligations due to the failure of cooperative society and would rather
develop spot transactional relationships (cash on delivery) with buyers. Most beekeepers do
consider that contracts work against them by tying them into one buyer. This is a move against
long term business relationship building which is crucial. In general beekeepers are still a rather
silent player, yet they are expected to be the main base for the channels in terms of production
function. In some areas (community level) - like Ugalla Game Reserve in Tabora, participatory
environmental conservation and management practice has been promoted and seems to bear
results. The chain governance structure is thus lopsided and would require improvements for all
the actors to be aware and participate in setting the parameters as well instituting enforceability
mechanisms for chain governance.
6.3.3 Market segmentation and critical success factors
The honey and beeswax industry in Tanzania is quite an old and traditional activity; and for some
time Tanzania has been a well recognised honey and beeswax source in the region and
internationally. The available data suggest that Tanzania’s potential is not fully tapped and the
export trend has been declining. The source of growth that was there into organic and fair trade
market in the 1990s has been lost although there are efforts to come back to the market. Most
exports presently are conventional honey to UAE followed by sales to local and regional markets.
Expansion towards the local and regional markets has started and needs further promotion. There
is therefore a need for Tanzania to explore and grow in the national and regional markets and take
advantage of favourable trade agreements and preferential treatments to which it is a signatory
and as a stepping stone towards accessing more sophisticated niche markets.
In this study four market segments were identified for honey and beeswax products. There are
local lower income bracket consumers, national medium to high-income consumers mainly urban
based, regional (East, Central and Southern Africa) and international (EU) and United Arab
Emirates market segments. The export market is mainly reached by industrial honey which is
further repacked as table honey or used in the food and cosmetics industries. The local market is
normally reached with table honey whereby there are several packaging and brands. Hence the
market segments that are further analysed are the national and export and regional / high-income
bracket market segments.
Critical success factors for organic export and regional market segments
According to Rowse Honey Ltd, part of the Wellness Foods Group, a major UK packer of honey
and purchasing supplies worldwide, there are two fundamental hurdles which should first be
addressed in order to penetrate the EU markets. These are:
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• The honey must originate from a source approved by the EU authorities.
For Africa, the only current sources are Kenya, Uganda, Tanzania, Zambia, and South Africa. It is
perfectly possible for other countries to be added to the list (as Uganda nd Ethiopia were fairly
recently), but that would be a matter for the country concerned to negotiate with the EU
authorities. Honey from an unlisted origin will be refused entry to the EU at the port.
• A supplier must have a reasonable annual volume for sale.
The absolute minimum would be a 20 tonne container load, but realistically Rowse for instance
would seek 100 tonnes per year. Below this, it is difficult to justify the costs of evaluation and
difficult to make a sensible offer to retail customers, some of whom have over 400 major outlets
throughout the UK.
There are several other critical success factors as highlighted below:
• Quality specifications
Quality is mainly defined from acceptable moisture content, taste and smell. Honey to be delivered
to EU market must comply with all prevailing EU and UK legislation regarding HMF, moisture levels
etc. Particularly important is that illegal residues must not be present. African honey in general is
perceived to be all dark, very strongly flavoured and smoky. (This is of course a misconception,
though Miombo honey is very dark). The smell and taste is very much derived from the smokers
used during harvesting process. Moisture content is not expected to exceed 19% for international
markets, but for the local markets up to 21% is normally accepted. It is also important that
beekeepers do not start to resort to spraying undesirable substances into the hive as a “cheap”
way of increasing yields as this might compromise on quality specifications. Research and
development is envisaged to establish the alternative harvest process which minimise or substitute
use of smokers. Hives installed in the vicinity of Tobacco farms especially in Tabora might give
honey an inferior quality.
• Flavour and colour profile
What the market often requires is “goldish” and clear honey. Dark colour is suspicious and may
imply low quality and presence of foreign matters. The honey must match the flavour and colour
profile which targeted customers expect. This may also bring up the venture into mono floral
honey.
• Traceability
Buyers in up markets would like to be able to trace the supply source for every batch bought. For
instance by UK law, every drum of honey bought must be traceable right back to the individual
beekeeper(s) who supplied it. This is usually done by means of an indelible coding on the drum,
but it does of course mean that everybody in the supply chain, from the beekeeper upwards (or
certainly the exporter), will need to keep careful records of where each drum went and at what
date. The labelling has to indicate key information about the source of honey. This is also one of
the prerequisites for branding honey and beeswax products.
• Quantity and consistent supply
Buyers often sign agreements based on quantities, quality and specific delivery time. Professional
handling and regular communication on contract terms and conditions is quite crucial. Failure to
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meet the conditions would make planning and maintaining supplies to customers very difficult and
may amount to losing the market.
• Price sensitivity
Organic products usually attract premium price, however these prices are generally concluded in
advance in international trade transactions. Hence any escalation of local costs is not
compensated by price increase. In this study it was observed that transportation costs account for
almost 70% of total operational costs. This is due to poor road infrastructure to production areas
but also long distances to the exporting ports (Dar es Salaam or Tanga). In recent case of Organic
Project supported by EPOPA in Rufiji, it was established that the organic price was lower than the
local and regional prices for conventional honey. This is true across much of the region.
Inefficiencies in the market chain drive up local prices above and beyond the world market price.
This will only be addressed through better farmer organisation, bulking and access to a ready
market, which will encourage farmers to produce more for a lower but guaranteed price.
• Packaging
The packaging should be suitable for food use and suitable to withstand the journey from Tanzania
to EU and other destinations. The best method of achieving this is to pack into 300 kilo steel
drums, without inner bags, certified for food use. The industrial honey so exported is then repacked
into retail quantities and labelled according to end use specifications. If table honey is to be sold it
must also be packaged in containers (plastics or bottles) that are of acceptable specifications.
During the study it was observed that packaged table honey sold in the local market (street
vendors) is done without any standardisation. The main issue is the heavy investments costs that
are involved in appropriate packaging and branding initiatives for the Tanzanian honey. However,
presence of underutilised high care facilities in Arusha (IHFN), Tan diaries in Dar es Salaam,
Dabaga facilities in Iringa, Kipalapala facilities in Tabora etc offer opportunity to provide fee based
services for the actors in honey that cannot afford own facilities.
• Other organic and fair trade certification conditions
There are other organic and fair trade certification conditions like inspection regime, pricing
mechanism, handling of premium etc that are spelled out in each certificate that is granted to the
exporter, which is renewed periodically after successful fulfilment of the pre set conditions.
As for the national market segment, most conditions apply but not so stringently. As an example
supply contract with local supermarkets like Shoprite, Super Save Supermarket at Shoppers Plaza
in Dar es Salaam depends essentially on quality of packaging, consistent supply and competitive
pricing. In these supermarkets a range of honey products are available both organic and
conventional from different sources (UK, Australia, India, Tanzania). The issue of organic and fair
trade certification is not very much applauded in this market segment. However in few upmarket
supermarkets and in Speciality shops organic honey from Tanzania and abroad is available often
at about 30% above normal conventional products.
Figure 7 below simulates the critical success factors in terms of the minimum success factors
(often termed as order qualifying criteria) and supplementary success factors (order winning
factors) and their implications to the chain actors in terms of resources and skills requirements.
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Figure 7: Honey & Beeswax-Critical Success Factors (CSF): Export market
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6.4
Proposed Value Chain for Upgrading
In this section we are proposing the value chains around which interested stakeholders of honey
and bee products in Tanzania could build strategic collaboration. Since the proposed chains are
non existent or at very nascent stage of development, supporting organisations would also be
identified to assist the primary actors to conform to the parameters set for the respective value
chain. The critical success factors identified in figure 6 above clearly shows that there would be an
uphill task to conform to the critical success factors and this implies that certain competencies and
resources ought to be availed to the chain actors.
Three potential value chains have been identified in section 6.2.2. Taking into account the
magnitude of work envisaged in upgrading these proposed value chains, it is proposed to develop
them in incremental phases. The merit of this approach is to build momentum and experience by
moving during the first phase from less stringent market conditionalities to more sophisticated
markets during the subsequent phase. But equally important rationale is to be able to use the first
phase as a pilot for developing business cases (model) and quick wins around which up scaling
could take place. There are definitely crucial need to develop an appropriate business case for
beekeepers organisation, a business case for adopting improved technologies for production and
processing, issues of traceability, certification and standards and many more. Knowledge
management of lessons learnt and good practices would need to be documented and
disseminated and this would require a phasing approach. The following proposed sequence and
thrusts of proposed value chain is presented below.
Phase I
1.
Local and Regional Market Development value chain
This value chain when upgraded to address weak areas, would take advantage of the growing
local and regional markets. During this study, it became clear that the conditionalities for accessing
the local and to a lesser extent the regional markets are less stringent compared to other
sophisticated market segments. With growing regional cooperation agenda (East African Customs
union with Rwanda and Burundi as new members, Tanzania planning to get back to COMESA) etc
the urban markets would essentially carry more or less same characteristics. Critical success
factors here are mostly quality (hygienic practices in processing and packaging). Equally important
may be having a known brand name as one of the entry qualifications. This is among the rationales
to view the local and regional markets are one block for value chain development. The SMEs who
mostly participate in this market could still be able to participate although strict standards would
need to be enforced. One of the areas is to ensure that final processing /filtration and packaging is
done in high care facilities, from which different SME can access the services. During the study, it
was noted that Jempem Ltd who source honey from Tabora, are hiring high care facilities in Arusha
known as International Health Food Association (IHFA) Tanzania project for final processing and
packaging of table honey in quality plastic bottles of different sizes. Despite the initial processing by
Jempem Ltd using centrifugal facilities in Tabora, in the high care facilities, final filtration is still
required. The IHFA facility currently uses hardly 20% of its installed capacity. Another added value
of this centre is that they could blend honey with Ginger, cinnamon to get different flavours but also
can use honey in making different confectionary products. This facility could act as quality
assurance filter of the honey products before it reaches the final consumers. Due to long distances
between Tabora and Arusha, it may worthwhile to analyse carefully the impact of costs on the final
products. During the study it was also clear that HCAT and Dabaga Vegetables & Fruit Canning Co
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Ltd have own processing facilities and that they are already buying from a large number of
beekeepers, organised in groups and they are selling to the local and regional markets. With
HCAT, an approach or “model” of organising beekeepers around collection centres is being tested
in different areas of the country. In Tabora the BEE FAIR Project that is implemented through a
consortium of players like Africare, Traidcraft and FAIDA Mali envisages to link to the market
through HCAT. Small industries development organisation (SIDO) too in Tabora region intends to
focus on honey and plans to set up a food processing centre for training and supporting SMEs.
Of course there are other large scale buyers of honey that are eventually selling to the local and
regional markets. Mohamed Enterprises is buying and processing both honey and beeswax,
Fidahussein is buying the same and Shamshudin Enterprises. During our study we established that
these buyers prefer to maintain the spot transaction relationship with beekeepers rather than
getting involved in long term value chain development initiatives.
2.

Conventional (and industrial) Export market (EU /UAE)

Another value chain to be supported during phase 1 is the chain that would target the export
markets in EU and UAE with conventional high quality honey and beeswax. This chain to
some extent exists but would have to be strengthened and new strategic actors brought into it. The
market conditionalties are more stringent but growth prospects especially to UAE markets are high.
The main CSF factor here is reliable supply, quality assurance and traceability. Quality
specification would include colour and flavour profile. The EU market conditions are however more
stringent than accessing the UAE markets. During the study discussions with some actors like
HCAT indicated that reliable large volumes are a key issue. But also the sample has to pass
parameters before an export order is approved. Usually tests of samples are done at Bremen
(Germany) as the testing facilities in Tanzania are either too slow or do not meet internationally
acceptable levels. Traceability regime is another key issue that would have to be developed and
maintained. This may involve aggressive promotion of improved beehives and use of other
facilities that are approved for quality handling right from the beekeeper level upwards the
chain.
During the study in Tabora discussions were held with Tabora Msitu Products Limited (TMPL) who
has just started to diversify into honey sub sector in a big way and utilising modern technologies.
The entrepreneur runs a successful timber processing company and have decided to utilise the off
cuts and other leftovers into making improved beehives initially for own use but eventually for sale.
At the time of this study TMPL had sited 450 beehives and planned to reach 1000 hives this year.
His plan is to reach 10,000 hives in the coming years. This is a sizeable investment that can well
feed into an interesting value chain. But more crucial for this value chain is that technology
upgrading regarding improved beehives could be developed and disseminated around TMPL.
Modalities like “KOPA MZINGA LIPA ASALI” borrow a hive and pay back honey could be initiated
and sustained by involving TMPL. Use of improved technologies would not only guarantee quality
but also productivity and hence increasing returns to producers. Organisation of collection
centres and use of approved packaging materials would be part of chain upgrading efforts.
Tanzania has a good chance to change the downward trend in the exports of honey and beeswax
since there is huge unexploited potential.
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Phase II – Chain upgrading
3.
Niche markets (EU) –organic/fair trade
The other growth potential opportunity for Tanzania is to access organic and fair trade market
niches. With experience gained in working on the first two chains, a move to penetrate niche
markets may become timely. This may entail building a value chain from scratch. Tanzania has
had this market share before and lost it. Some of the main reasons identified during the study
include inability to reach critical volumes and technical and managerial limitations of the Tabora
beekeepers Cooperative society. So the chain development endeavour would be to regain the
market share and grow. Traidcraft PLC used to link up with Tabora Beekeepers Cooperative
Society until early 2000 when the relationship warped. Since then TBCS has failed to pick up as
they lost their credibility to members as well. On the other hand Fidahussein with support from
EPOPA project (Export of Organic Products from Africa) did set up internal control systems for
organic honey in Rufiji district and after 2 years of attempting to reach critical mass for exports they
have failed. These are experiences to learn from and build on them when crafting this value chain.
The advantage of these niche markets is the inherent mechanisms to attract premium payments
which could accrue back to producers. TMPL, JEMPEM Enterprises Limited, Dabaga Vegetables &
Fruit Canning Co Ltd, and HCAT have expressed interest to work on chain upgrading for organic
and fair trade markets. Below in figures 8, 9 and 10 are sketches of the proposed value chains
indicating potential collaborators, potential market leaders and key issues for upgrading.

VCA Honey and beeswax in Tanzania

June 2007

62

Mapping of the proposed Value chains for Upgrading
Figure 8: HONEY AND BEESWAX FOR LOCAL AND REGIONAL MARKET
Input Supply
Production/ Bulking
Processing II/Packaging
Marketing
Processing I
Information flow on critical success factors
Information flow
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Trained
Local Fundis

Beekeepers

Consumption
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B/K Groups
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Processing &
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SME Entrepreneurs

Contracts, Technical & Business Skills Training
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packaging &
Testing facilities

Tanzania
(Urban
Consumers),
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Countries

Market positioning, and
penetration

BEE FAIR PARTNERS (Traidcraft Exchange, Africare, FAIDA Mali), SCF, SIDO, National Honey Show Ltd, Beekeeping Division - MNRT), TAWIRI,
TBS, GCLA, Traceability - T
(Extension and Research Services, Policy Development, Conservation/ Environmental Management, Standardization, Capacity Building services,
Data collection)
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Figure 9: CONVENTIONAL (AND INDUSTRIAL) EXPORT OF HONEY & BEESWAX MARKET LED VALUE CHAIN
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Figure 10: NICHE MARKETS (EU) –ORGANIC/FAIR TRADE LED VALUE CHAIN
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6.5

Organisational Capacity of Small Scale Producers in the Honey and Beeswax Value
Chain
Beekeepers organisational model in Tanzania is not yet in place. In different regions and
depending on support organisation, different models are being tried. Collection Centres, Women
groups, Cooperative Society, Village groups around bee reserves are some of the emerging
organisational models. These models are not yet fully tested. In all the proposed value chain for
upgrading, the issue of beekeepers’ organisation is going to be very crucial. Apart from the primary
production role played by beekeepers, it is anticipated that beekeepers in an organised fashion are
going to perform additional functions in the value chain. Experience elsewhere suggests that
bulking is one of the key business functions that beekeepers could perform and increase their
returns. Bulking of honey is a very sophisticated function in the chain from traceability and quality
management point of view.
Performing bulking function in a honey value & beeswax value chain would entail managing a
register of all registered beekeepers, to check and control quality parameters like moisture content,
and perform basic traceability procedures like coding, batch identification etc. In addition to
handling honey and beeswax from members, the collection centre should be a centre of
communication and information management down and up stream the chain. Collection centre
should keep business records of all transactions with members and the buyers upstream the chain.
The issue of organisational model for lobby and advocacy is also going to be crucial across the
different levels of the value chain. It is therefore proposed to test and try out the following
organisational forms at different levels:
Beekeepers Level:
• Collection Centres --Æ Honey Bank -Æ SACCO
Developing appropriate collection centre model for the beekeepers is the main challenge. The
model should be able to deal with mobilisation of short term financial services to its members.
National Honey Show Ltd indicated during this study that they are working on honey bank concept
and would be soliciting financial and technical support from funding agencies. The other concept
which is quite popular in Tanzania presently is the establishment of savings and credit cooperative
societies (SACCOs). Africare in Tabora indicated that they are working on supporting beekeepers
groups into forming SACCOs. All these developments would have to be monitored to find out best
practices for replication in the sector.
Sector wide representation at different levels:
• Beekeepers, small scale processors and traders representation at district, regional and
national level -Æ Regional Beekeepers Associations, MVIWATA regional chapters
According to a report on the review of the Beekeeping Policy, beekeeping cooperatives and
associations are limited to a few regions in the country. The more important ones include the
Tabora Beekeepers’ Cooperative Society (TBCS), Kibondo Beekeepers Cooperative Society,
Arusha Beekeepers Association (ABA) and Tanzania Beekeepers Association (TABEA); others
include Dodoma Beekeepers Cooperative Society (DOBEC), Rufiji Environment Management
Project. Apart from TBCS and TABEA which are inactive for few years now, other regional
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associations are not pushing the beekeeping develop agenda actively due to limited capacity,
focus and resources.
A national movement for representing small scale producers in Tanzania is growing stronger.
MVIWATA with its national headquarters in Morogoro, has set up regional and district chapters in
different parts of the country. In Tabora for instance MVIWATA is supporting SMEs to access
markets for agro processed products and artefacts, honey been one of them. Some economic
groups processing and selling honey are organised under MVIWATA regional chapter. This could
be a commodity model to be further developed with honey as a key commodity.
Public –Private Dialogue platform for the honey sector:
• Honey Council of Tanzania
The national level organisation of beekeeping sector is weak. The Tanzania Beekeepers
Association (TABEA) that was once operational and as mentioned above is now inactive. Besides
it used to represent only the beekeeping professionals and not all actors involved in beekeeping
promotion. During the study it was found out that a new constitution is at draft stage and available
at the Beekeeping division which is expected to provide opportunity for wide membership. The
process is not quite transparent. On the other hand support organisations at national level
(facilitators) have convened under what is called Honey Sector Working Group (HSWG) and are
trying to align their interventions. This initiative is still at infancy stage. What is definitely needed is
a widely represented policy dialogue body which is spearheaded by Honey Council as a local
institutional framework. The Council could ensure participation of public-private-and civil
organisations that are involved in the beekeeping sector. It could also act as a dialogue partner
with government on policy development and implementation issues. Several countries in the
regions (Kenya, Uganda, and Zambia) have started Honey Councils. Experiences in Kenya
suggest that such a body should also play a prominent role in setting industry standards, self
regulation, and code of practice.
6.6 Honey and beeswax value chain stakeholder analysis
During the study, we have identified many stakeholders who are involved in beekeeping
development in Tanzania. Their roles and mandate differ, but what they essentially have in
common is to contribute to equitable growth in the sub sector, whereby the small-scale beekeepers
are involved in beekeeping as a viable business. Table 17 below presents the summary of the
roles of various actors and an assessment of where they could be useful in the upgrading of the
weak areas in the proposed value chains.
Table 18: Proposed stakeholders in honey and beeswax value chain in Tanzania
Stakeholder

Roles (Present & Planned)

SCF

•
•
•

Focus on the Value
Chain
upgrading
Strategies
Providing matching grants to associations, clusters, groups and Product development,
business development service providers for training and technical branding and market
development,
assistance
Providing matching grants to individual businesses where innovation, packaging &
Traceability
product development and outreach can be achieved
Linking small businesses to large businesses (sub-contracting,
branding, packaging, quality control, ability to fill large orders,
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marketing)
• Supporting value chain analyses
• Disseminating results
• Building on impact activities
• Honey is one of sub sector focus in SCF
TRAIDCRAFT • Trade
Exchange
Facilitating fairer terms of trade and market access for the poor and
help buyers and suppliers to find and work with each other.
• Support
Building the skills and competencies of local organisations and
networks to improve the supply of practical business services to the
poor.
• Influence
Determining the barriers poorer people face in the regions of focus
and to build the capacity of local organisations to lobby and advocate
for change on their behalf.
National
• Providing a platform and to safeguard the activities and interest of
Honey Show
the beekeeping sector’s stakeholders
Ltd
• Currently active in providing marketing services, honey bank
development and training
Traceability -T Some of the main objectives of Traceability -T are:
• to assist feed, food and fresh produce producers and the export
sector to comply with food safety, quality and traceability regulations
• to carry out consultancy on food safety systems audits and
certification
In its quest to achieve all this, Traceability-T has developed a strong
network of national and international partners.
EPOPA
• Current core services of SCF fits some offered by EPOPA only that
/AGRO ECO
they focus on organic markets and use TA with minimal leverage
NL ,
fund.
• Sub sectors matching theirs include: Honey, Medicinal products,
Fruits & Vegetables& Spices
TANCERT,
• Providing services for inspection, certification and quality assurance
TOAM
for organic products in Tanzania
Africare,

•

SIDO

•

Beekeeping
Division-MNRT

•
•

TAWIRI

•
•

TBS

•

Capacity building for
setting up bulking
model, lobbying and
advocacy.
Increased productivity
and adoption of new
technologies

Capacity building for
setting up bulking
model, lobbying and
advocacy
Traceability and quality
improvement

Organic
Internal
Systems

markets,
Control

Organic Certification,
Internal
Control
Systems,
Linking of beekeepers with business organizations e.g. Gold Apis Capacity building for
setting up bulking
Ltd, Honey Care (T) Ltd in Tabora.
model, lobbying and
advocacy
Marketing training, processing & packaging, promotion and Quality assurance/
packaging &
marketing
Testing facilities
Policy and enabling
Policy and regulatory function
environment
Enabling environment
Extension services
Research &
R&D, training and quality control
Development
Technology dissemination
Adoption of new
technologies
Formulation and promulgation of Tanzania standards in all sectors of Quality assurance/
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GCLA
ADAP, FARM
AFRICA, FIBE,
HPI, EDTF,
RFA, NCAA
CARITAS

•

the country’s economy.
packaging &
Testing facilities
Packaging Technology Centre
Accreditation
Capacity building through training of staff
Traceability
Testing facilities.
Providing testing facilities
Rural Development programs with Beekeeping promotion as an Increased productivity
and adoption of new
activity
technologies
Beekeeping equipment and training

•

Development of a market channel for packed honey in Tabora

•
•
•
•
•
•

VECO
Tanzania

•

Tanzania
Gatsby Trust

•
•
•
•

Financial
Institutions
Africa Fair
Trade Network
(AFN)

•

Increased productivity
and adoption of new
technologies
Support of beekeepers in Chunya and Same districts with group Increased productivity
and adoption of new
organisation skills, technology and market linkage
technologies
Increased productivity
Financial services
Linkages with technologies, markets, producer catalogues, networks and adoption of new
technologies
Business training to women groups
Access to financial
NMB, CRDB etc provide term loans to viable enterprise
services
Registered in the United Republic of Tanzania as a company limited Lobbying and advocacy
by guarantee, AFN is a not-for-profit association of producers, for fair trade producers
workers’ and traders in Africa who are engaged in trading and in the
export of fair trade products and has a constitution.
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6.7 Summary of Major Opportunities, Constraints for Value Chain Upgrading Strategies
Table 19: Constraints and Opportunities and respective upgrading strategy
Constraints

Proposed Upgrading Strategy

•

•

Increased productivity and adoption of new technologies

•

Product development, branding and market development in the
local and regional markets

•

Increased productivity and adoption of new technologies

•

Increased productivity and adoption of new technologies

•

Quality assurance/ packaging & testing facilities

•

New chain development strategy

•
•
•
•
•
•
•
•

Seasonality and low quality of bee products i.e. lack of quality,
quantity and consistence make it difficult to access sophisticated
market outlets.
The perception of honey as medicinal product and limited awareness
among local communities makes the local market very small and
unattractive to traders.
Limited access to new beekeeping technologies and low adaptation
among producers and processors make Tanzania bee products less
competitive in the region and global markets.
Beekeeping dissemination technologies has not been done
consistently and professionally and this caused imperfection in
adoption and hence no improvement in productivity and quality.
Absence of standardisation of bee products limits quality assurance
and marketability of the products.
Underdeveloped other bee products (propolis, queen’s jelly, pollen,
etc.) due to limited technology; reduces income from bee products.

•
Low levels of Tanzanian smallholder beekeepers’ assets acts as a
serious barrier to entry into modern beekeeping practice and skills
requirements.
•
The collapse of a once strong beekeepers cooperatives society
(TBKCS) has consequently fragmented small scale beekeepers and
affected beekeepers morale and trust to associations.
Lack of appropriate tested and proved financial service models for •
small scale beekeepers inhibits their capacity to break poverty circle
and venture into economically viable beekeeping.
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Opportunities
•

Proposed Upgrading Strategy

Presence of international buyers who perceive Tanzanian honey as a •
high quality product makes it possible to promote and access export
markets.
Emergence of organisations working together to promote honey •
marketing gives room to build upon to access better and larger
market outlets.
Opportunity to develop other bee products could improve value •
addition and hence income of primary actors (producers, processors
and traders)

Market positioning and penetration, testing& traceability

•

The possibility of piloting innovate financing instruments e.g. kopa •
mzinga lipa asali, or honey warehouse receipt system (WRS) give
room to enabling small scale beekeepers financial and technical
capabilities

Innovative approaches for access to financial services

•

Presence of organic/fair trade track record for Tanzanian honey and •
beeswax in EU and specifically UK

Market development, Internal Control Systems, Traceability

•

Supportive policy environment which promote public-private sector •
investments particularly with export potential

Promotion of Honey council that deals with creating
conducive policy, regulatory environment for the sector.

•
•

Capacity building for setting up bulking model, lobbying and
advocacy.
New chain development strategy

6.8
Proposed Value Chain Upgrading Strategies: Honey & Beeswax Tanzania
It is been proposed to introduce measures that would ensure that the bee products, the efficiency in processes among actors and division of
specialised functions is attained for the three identified value chains. As indicated in section 6.4 these strategies would be introduced in phases. In
addition to specific strategies for each specific value chain, it is proposed to initiate and support a number of cross cutting strategies across the
sector. Table 19 which follow presents the proposed upgrading strategies with their corresponding activities.
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Table 20: Proposed upgrading strategies
Proposed Upgrading 1st phase
Strategies
Value Chain 1
(Local Regional Market
Product Upgrading
• Support for Quality & Standards:
PRODUCT
DEVELOPMENT,
BRANDING,
MARKET
DEVELOPMENT
Process
Upgrading • Increased Productivity & adoption of
strategies
new technologies: Support to improve
Production & processing: TRAINING,
INPUTS,
and
BUSINESS
SERVICES.
Functional Upgrading • Support Collection Centre/ /Honey
strategies
bank model
• Promote investments in Zonal High
Care processing & packaging for
SMEs (Food Processing Centres)
• Mechanism for information flow of
CSF
Chain upgrading

Sector- wide
Upgrading strategies

•
•
•
•
•
•
•

2nd phase
Value Chain 2
Value Chain 3
(Conventional Export market)
(Niche Export (Organic and fair trade)
• Support for Quantity, Quality & • Support for Certification:
Standards (EU/UAE regulations): INTERNAL CONTROL SYSTEMS, TRACEABILITY,
BRANDING,
MARKET MARKET DEVELOPMENT.
DEVELOPMENT
• Increased Productivity & adoption of • Increased Productivity & adoption of new
technologies: Support to improve Production &
new technologies: Support to improve
processing: TRAINING, INPUTS, BUSINESS
Production & processing: TRAINING,
SERVICES
INPUTS, BUSINESS SERVICES
•
•

Support Collection Centre / Honey •
bank model
•
Export chain leadership development

•

Support Collection Centre model
Export chain leadership development

Initiatives for a new chain to deal with other hive
products: Propolis, Royal Jelly etc

Promotion of Value Chain approach for sub sector development
Prioritisation & Coordination of R&D Agenda in the sector e.g. Update on beekeeping potential (bee colonies, bee forage, production potential,
number of bee keepers etc)
Coordination framework among support organisations
Dissemination of Government policy, regulations & quality assurance guidelines
Facilitate establishment of honey testing facilities in major producing areas e.g. Tabora
Technology dissemination, extension services, dissemination of best practices.
National level honey council (P- P policy interface)
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CHAPTER SEVEN: CONCLUSION AND RECOMMENDATIONS
7.1
Conclusions
• Tanzania is believed to have huge untapped potential of honey and other beehive products.
Official research findings about the potential are rather outdated.
• Until late 1990s there was a quite coherent approach to develop beekeeping industry in
Tanzania. The honey and beeswax sub sector had gone through systematic development
process supported by government and development agencies. The aim had been to promote
strong beekeepers’ organisations (initially TBCS) that would eventually attain equitable growth
through inclusion of the small-scale producers. In the process a lot of emphasis went into
promoting production related interventions relative to the market development around the
corporative societies. Through support from the government and development agencies TBCS
managed to enter and maintain organic and fair trade niche markets. Until TBCS collapse in
2000 these markets were the driving force for the sub sector.
• The immediate consequence of TBCS collapse have been fragmentation of beekeepers and
traders especially in western Tanzania. Furthermore, processing and marketing functions has
been scattered among large and small players. There is neither systematic collection nor
preset processing procedures. Different actors use different collection and processing
technologies which suit them rather than adopting best practices in the industry. Most of the
current practices particularly at beekeeper’s level are traditional and compromise significantly
on traceability and quality control.
• There is no active and systematic public-private interface between key beekeeping industry
actors in Tanzania.
• The current interventions by government and development practitioners (in attempt to remedy
the situation) are not well coordinated and packaged to bring feasible impact in the industry.
The honey and beeswax sub sector is driven by spot transaction relationships and mainly by
very few large exporters of industrial honey and beeswax. Other small and medium enterprises
which are increasing in number process and market the products locally and in the sub region.
• Current beehive occupancy rate is about 40% and this negatively affects the profitability of the
beekeepers. With concerted efforts to attain 75% occupancy rate and adoption to best
management practices, the profitability situation could make beekeeping an attractive business
proposition. At this occupancy rate the profitability and viability of key actors become quite
positive. With the exception of beekeepers’ who sell combed honey at current selling prices, all
other actors seem to be able to make reasonable returns. The main handicap is on scale of
production and low productivity at production levels. The other hiccup is related to limited value
addition realised in Tanzania due to low technological and market development initiatives
made so far. Consequently, Tanzania honey and beeswax is essentially exported as industrial
and or raw material products.
• There are various opportunities to build upon, the main one being the abundant forestry cover,
track record in organic market penetration and growing local and regional market as well as
interest of both the private and public sector actors.
• Therefore, there is opportunity for Tanzania to streamline its efforts around three carefully
selected value chain categories that will target local-regional, conventional-export and nicheexport markets. Product development and process and functional efficiencies are necessary
upgrading strategies with specific emphasis on quality and traceability.
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7.2

Recommendations

7.2.1 Generic recommendations
• There is need to facilitate formation of public-private forum with a sustainable institutional
mandate and capacity to represent public and private actors for policy development and
lobbying for its enforcement.
•

Promotion of the input supply services at district level as stand-alone service or as embedded
services by private sector companies is recommended. Emphasis on increase productivity and
economies of scale will trigger demand of input and thus this will be opportunity for private
sector to participate. Large buyers can be encouraged to strengthen their relationships with
producers by providing some or most of inputs as part of their embedded services. Facilitation
of economies of scale in beekeeping is feasible by stimulating outreach of relevant BDS
providers such as providers of financial services, market information, etc.

•

Development of innovative technology adaptation models is needed e.g. promoting
demonstration plots, reviving the district based beekeeping training centres, etc. There is need
to document lessons from good practices elsewhere. For instance a low occupancy rate of
modern beehives in Tanzania is currently below 50% and various adaptation techniques need
to be tested.

•

It is recommended to facilitate rural communities to be responsible for all environmental
management programmes. There is immediate need to encourage early burning and conduct
community awareness raising campaign on environmental issues.

•

R&D processing technology: As quality and traceability requirements for international market
are very stringent, something has to be done in regard to Tanzania honey and beeswax. The
envisaged quality and traceability deficiencies can be tackled through appropriate research
and development strategy. R&D is costly but successful strategy could be the one which
include public and private sectors. Particularly, promotion of investment in processing and
packaging technology development require significant participation of private sector; however,
innovative ways of promotion private sector participation is vital e.g. through less-stringent
loans.

•

Beekeeping research agenda: there is an immediate need to prioritise research agenda
undertaken by government and non state actors to reflect and guide industry development
needs. Especially on the establishment of the potential and number of bee colonies - outdated
studies need to be updated. Most research findings and recommendations need to be
adequately disseminated to all key industry stakeholders so as to assist them to make
informed interventions.

•

Furthermore, there is a need to explore and position Tanzania in the regional market: The
proposed Honey Council could play a great role here. This will include but not be limited to
assessment of capacity of private sector to manage processes of branding Tanzania honey
and beeswax. This will also entail building capacity of service providers who offer business and
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technical skills in packaging honey and beeswax and facilitating public – private sector
investments in product development.
•

Facilitation of beekeeping policy implementation: Policy implementation strategy should be
developed jointly by all key stakeholders. Adequate resources need to be secured for this
implementation.

•

Promote further organic and Fair Trade certification in Tanzania: Organic certification is costly
exercise; however, in order to tap the honey and beeswax catchment area, there is need for
further organic certification of beekeepers. EPOPA has indicated interest to participate by
offering technical support e.g. in putting in place internal control systems (ICS), but also by
offering support in issues related to developing the capacity of certifying organisations in the
region. On the Fair trade market there is a potential to certify producers against FT standard;
work with AFN to lobby for a FT standard that is appropriate to small-scale producers.

7.2.2 Specific recommendations to SCF
SCF mandate best fits continuing focus on the sub sector rather than value chain specific issues. It
is recommended that SCF continue with its appreciated role of BDS capacity strengthening
(quality, traceability and packaging) as well as policy and coordination among beekeeping /honey
facilitators. More specifically the following roles would be crucial for strengthening the sector:
Promotion of honey and beeswax value chain approach in Tanzania
• There is a deliberate need to share the results of the study in order to set a foundation for
broad understanding of the sub sectors dynamics and growth potential brought up in this study.
This could be achieved by producing and disseminating popular publications to promote
beekeeping industry and investments.
• Support research to update the potential (bee forage and colonies) of beekeeping industry in
Tanzania.
Honey Council
• Promote a beekeeping development forum / framework which would act as a basis for
coordination and policy influencing. This could be achieved by building on the current initiatives
of Honey Working Group and the initiative of Beekeeping and Forestry Division to revive
TABEA in a manner that it would open up membership and be built from bottom up.
Traceability
• Build on present traceability capacity (Traceability-T and government Traceability team) to be a
necessary condition in all the honey and beeswax value chains to be promoted in Tanzania.
This has to go alongside supporting the enforcement of government Beekeeping Guidelines
that would enhance competitiveness of Tanzania honey and bees products.
• Support registration of beekeepers in Tanzania to facilitate the base for traceability regime.
Quality, Packaging and standardisation
• Support fine tuning the recent developed beekeeping quality assurance guidelines and its
effective dissemination to all relevant stakeholders. Specific technical training of trainers might
be necessary.
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•

Support emerging honey and beeswax value chains by funding innovative projects geared
towards development of high care facilities for processing, packaging as well as branding
Tanzanian honey and beeswax.

7.2.3 Specific recommendations to Traidcraft Exchange
Traidcraft Exchange mandate and approach fit to be the main facilitator of the new value chain
development. Traidcraft should pursue the BEE FAIR project as a test case. The project should;
• Test a business model for honey collection and banking for beekeepers organisation,
• Test financing mechanisms for technology adaptation for productivity improvement
• Build engagements with carefully chosen market leader and other primary and secondary
chain actors.
Specifically the following is recommended:
• Traidcraft Exchange to facilitate sharing of the results of the study in order to set a foundation
for broad understanding of the sub sectors dynamics.
• There is a need to assess together with other key partners whether Bee Fair market linkage
programme is in line with the recommended identified value chains and upgrading strategies. It
is recommended that Bee Fair phase 2 if approved should be used to facilitate the pilot value
chain engagement with Honey Care Africa (T) as potential chain leader for local-regional value
chain. Lessons from this chain could be used to roll out with other partners.
• It is recommended here that Traidcraft to build on its key competencies and networks with
Traidcraft plc and FTF UK to eventually focus on the value chains targeting Fair Trade and
organic markets.
• Most development practitioner who spearhead certain value chain development face serious
challenges in initiating and building winning coalition for implementing the recommended value
chain upgrading strategies. This entails among others careful assessment of capacities of the
strategic partners in the value chain, assessment of value distribution among primary actors,
assessment of demand and supply of services, building of a common vision and developing a
plan for value chain upgrading. It is strongly recommended that resources (technical and
financial) and action plan much be available for systematic support during the initial phases of
engagement of primary and secondary actors. To kick start the honey and beeswax pilot value
chain, Traidcraft should undertake following;
o Undertaking due diligence of the potential and able chain leader who is willing to
spearhead/pull the pilot value chain development. Suggestions of potential chain
leaders have been given; however, this was not based on in-depth analysis of their
capacities, competences and willingness to take the respective role.
o Together with chosen potential value chain leader, a business proposition to be used
to win involvement of other actors will have to be developed. This should include the
forecasted cost and profitability analysis for different functions performed by different
primary actors. The proposition should be able to demonstrate the added value
compared to the present business arrangements. The business proposition should
also be used to generate commitment for provision of identified crucial services.
o In particular, the proposed organisation of beekeepers around collection centres
should result into better profit margins to them. Hence a good model based on best
practice has to be agreed upon to be tested in the pilot phase.
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Appendices
Appendix A: Itinerary for the assignment meetings and interviews
Date
Time
Activity
Sunday
20th May 2007
Monday
21st May 2007

Tuesday
22nd May 2007

Wednesday
23rd May 2007

Thursday
24th May 2007

Friday
25th May 2007

Saturday
26th May 2007
Tuesday
29th May 2007
Monday
4th June 2007
Tuesday
5th June 2007
Friday
8th June 2007
Thursday
14th June 2007

Midday
Evening
Morning
Morning

Travel to Tabora
Meeting with Africare and USAID mission
Meeting with Tabora Regional Natural Resources Officer – Mr. H. Liana
Meeting with Uyui District Forestry Officer – Mr. Jonas Ntabagi

Afternoon

Meeting with CARITAS General Coordinator – Mr. Melkiades F. Msimbe

Morning
Morning
Afternoon
Afternoon
Evening
Evening
Evening
Morning
Morning
Morning
Morning
Morning
Afternoon
Evening
Evening
Morning
Afternoon
Afternoon
Afternoon
Evening
Morning
Morning
Afternoon
Afternoon
Evening
Morning

Travel to Sikonge
Meeting with Sikonge District DC and DED
Dr. Charles Tizeba and Mr. Jim K. N. Mlay respectively
Focussed Group Discussion with beekeepers in Chabutwa Village
Interview with Trader at Sikonge – Mr. Hemedi Salum
Interview with Sikonge District Beekeeping Officer – Mr. Joseph Mpepo
Discussion with Africare Sikonge Programme officer – Mr. Salema
Travel back to Tabora
Meeting with Uyui District DC – Ms. Doreen Kisamo
Meeting with Uyui District Executive Director Ms. Dorothy A. Rwiza
Meeting with traders – Fidahussien Co. Ltd and Mr. Stanslaus Zengo
Meeting with TAWIRI Tabora; Visit to Jempem facility at TAWIRI Tabora
Meeting with MVIWATA Beekeepers’ cum processors group - Tabora
Meeting with Director Tabora Msitu Products Limited – Mr. Abdallah Nassor
Discussion with Africare – Mr. Alfred Kalaghe
Synthesis and gross margin analysis
Travel to Kizengi village – Igalula Division and Malongwe village
Meeting with beekeepers’ group (8 members of Vumilia Group – Kizengi)
Meeting with beekeepers’ group (10 members of Imalaupina Group Malongwe)
Travel back to Tabora
Synthesis
Meeting with UN Millenium Village Project Team Leader – Dr. Gerson I. Nyandzi
Focused Group Discussion (FGD) with TBCS Executive Committee and staff
Meeting with SIDO Tabora Regional Manager Mr. S. Neligwa and SIDO staff
Inspection of transition beehives at Tabora Msitu Products Limited
Synthesis
Travel back to Dar es Salaam

Morning
Morning
Afternoon
Morning
Morning
Afternoon
Afternoon
Morning

Interview with JEMPEM Enterprises Limited Director – Dr. Danstan N. Kabialo
Interview with Honey Care Africa (T) Limited – Mr. Giten and Jayen
Interview with The Honey Show (T) Limited – Dr. J. Msina and Mr. D. Camara
Interview with Mr. Silas and Mrs. Mngazija TAWIRI – NWRC Arusha
Interview with Mr. Shedrack Orinda – Production Manager IHFA Arusha
Interview with C&G Honey retail chain
Price survey – Dar es Salaam supermarkets
Interview with Ag. Assistant Director FBD – Mr. Mafuru

Morning
Afternoon

Reference group discussion – Protea Courtyard Hotel Dar es Salaam
Reference group discussion – continued
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Appendix B: Vietnam success story
Vietnam's honey sector obtained great success in 2003 with the honey output of 16,000 tons. Of
this, 14,000 tons was exported to foreign countries, helping Vietnam continue to be ranked second
in Asia and one of the top ten countries in the world in honey exportation.
Over ten years, owing to a programme on enhancing the quality of honey, under the assistance of
the Dutch Scientific and Technological Committee, Vietnamese apiculture sector has made great
progress. Only five years later, apart from building up quality standards for exporting honey,
beekeepers learned to improve methods of bee-raising, manage and exploit bee swarms so that
the productivity as well as quality of honey was greatly improved. Ten years ago honey in Vietnam
had a high disintegration rate of 20- 25% that caused honey to quickly ferment and it was very
difficult to keep for a long period. But now the disintegration rate is only 18-19%, meeting the
quality standard for export. According to experts, the honey sector becomes one bringing about a
great economic benefit, with an average growth rate of 10% per year and it creates jobs for many
people. In 1991 Vietnam exported about 1,000 tons of honey, but in 2002 and 2003 it was 12,000
tons and 14,000 tons respectively.
One of the factors that have brought success to the honey sector is that the bee-keepers start
paying more attention to the quality of honey. They have applied biological methods to prevent
some kinds of parasites, changed the natural bee-raising habit, received assistance and guidance
from international organizations and set forth plans to build a self-contained cycle from production
to consumption. Vietnam's honey is much sought after and it has become a favourite in some highcompetitive markets, such as the US, EU, Japan, etc. and the Vietnam Apiculturist Association is
becoming more active among 58 members of the World Apiculturist Association (APIMONDIA).
To prove the achievements reached by the Vietnamese apiculture sector, we visited Nguyen Van
Truong, an experienced bee-keeper in Trung Ha Commune, Yen Lac District, Vinh Phuc Province.
Looking at his modern equipped-house, very few people would believe that eight years ago all his
family lived on farming and raising cattle. "All this is due to bee-keeping," Truong said. "My father
boldly mobilized capitals from friends and banks to buy bee strains. At first there were only 5-7
swarms, but now my family has hundreds of swarms. In the first harvest my family earned a high
economic benefit from honey that not only helped us pay all the debt, but also encouraged us to
engage more in this career."
In 2002, to further expand the bee-raising scale, Truong continued investing hundreds of millions of
Vietnamese dong in workshops, technology and the honey-processing line. Furthermore, he
established the Tam Dao Bee Company and gradually affirmed his family's honey trademark in the
market. To promote the trademark, his company produces diversified products, such as Tam Dao
wine, honey wine, pollen, and products for medicinal applications. At present Tam Dao honey
products are available in many provinces nationwide. Truong is looking for new partners to directly
export his products overseas. He also plans to implement a big project on processing products,
including fresh and dried flowers and fruits and soft drinks.
Success of Truong and his family shows that Vietnam's apiculture is a promising agricultural
undertaking of highly economic value that benefits many farmers. Vietnam Review - (04/08/2004)
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Appendix C: Non Wood Forest Products (NWFPs)
International trade in NWFPs4 is composed of imports and exports of numerous products at
different stages of processing. Some of the products are unprocessed goods, while others have
undergone various degrees of processing. At least 150 NWFPs, including 26 essential oils are of
major significance in international trade. In addition, a large number of botanicals (ranging from
4,000 to 6,000), enter international markets. Most NWFPs are traded in rather small quantities, but
some such as ginseng roots, natural honey, walnuts, gum turpentine, rosin, rattan and gum-arabic
do reach substantial levels. Over US$ 380 million of ginseng, for example, is imported annually;
while natural rubber imports reach well over US$ 1,000 million, although there is obviously some
question as to whether to classify this as a NWFP or an agricultural crop since most is grown in
agricultural plantations.
The total value of world trade in NWFPs is of the order of US$ 11 billion, of which about 60% is
imported by EU, USA and Japan. General direction of trade is from developing to developed
countries (Iqbal, 1993). Information on major suppliers and markets for some of the important
NWFPs is summarized in table C.
The list of countries contributing to the world trade in NWFPs is quite diverse, but the forests of
Southeast Asia have traditionally remained the major source for many of these. There has been a
significant trade in furs and skins, fruits, resins (naval stores, copal), fungi, wild honey, medicines,
aphrodisiacs, oil (Cassia, Citronella), sandalwood, bamboo and rattan ware. Recently, NWFP trade
has reached new heights in China. Probably no country in the world processes as many wild
products and there is growing interest worldwide in its natural foodstuffs and medicines.
Consequently, it dominates world's trade. India, Indonesia, Malaysia, Thailand and Brazil are other
major suppliers of NWFPs to the world markets.
By 1990s world trade in natural honey was of the order of 300,000 tonnes, valued at US$ 300
million. Former USSR, China, USA, Mexico, and Turkey are the major producing countries.
Germany, USA, UK and Japan are the major world markets. Whereas treating wild honey as a
NWFP would be easily understandable, inclusion of cultured honey as a NWFP could be
questioned.
Table C: Trade direction for major NWFPs
Product
Brazil nuts
Pine nuts
Pignolia nuts
Walnuts
Morels
Truffles
Pine mushrooms
Bamboo shoots

Main origins
Brazil, Bolivia and Peru
China, Afghanistan and Pakistan
Spain, Portugal
China, India, Afghanistan and Pakistan
Pakistan, India and Afghanistan.
France, Italy
Chile
China, Thailand and Indonesia

Sago
Shea nuts (Karite
nuts)

Indonesia, Malaysia
Burkina Faso, Mali, Côte d'Ivoire, Benin, Togo,
Ghana, Nigeria, Guinea and Central African

Main markets
USA, UK, Germany, Australia and Canada
Middle Eastern countries
USA, Canada, Hong Kong, Japan and EC
EC, Japan, Canada and Switzerland
France, Switzerland and Germany.
USA
USA, France, Peru, Holland, Switzerland.
USA, Japan, UK, Germany, Australia, the Netherlands,
France and Rep. of Korea.
Japan, Hong Kong and Singapore
Japan, Sweden and EC.

Non-Wood Forest Products (NWFPs) can be defined as all goods derived from forests of both plant and animal origin
other than timber and fuel wood. NWFPs can be sustainably extracted from a forest ecosystem in quantities and ways
that do not downgrade the plant or animal community's basic reproductive functions. (Non-Wood News).
4
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Republic
Malaysia
Indonesia and Grenada.
Sri Lanka, Seychelles and Madagascar

Birds' nests
Nutmeg and mace
Cinnamon
and
Cassia
Gum Arabic

Sudan and Nigeria.

Gum tragacanth
Gum Karaya

Iran and Turkey
India

Carob gum
Annatto
Gum rosin

Spain, Italy and Portugal
Peru, Kenya and Brazil
China, Indonesia, Portugal

Rattan

Malaysia, Indonesia, Viet Nam and China

Bamboo

China, Thailand, Malaysia, Myanmar, Rep. of
Korea, Indonesia, Viet Nam, the Philippines and
Bangladesh.
Portugal, Spain and Morocco
India and Thailand
Former USSR, New Zealand, China, USA,
Mexico, Australia, Vietnam, Argentina and
Turkey
China, former USSR, Morocco, Tanzania, New
Zealand, Canada and the Netherlands
China, India and Brazil

Cork
Lac
Natural honey
Beeswax
Mulberry and nonmulberry silk
Cochineal
Liquorice roots

Hong Kong, Singapore, Japan and China (Taiwan).
USA, EC and Japan.
USA, EC and Japan.
USA, EC (UK and Germany), Switzerland Scandinavia
and Japan
EC, USA, Japan and former USSR.
USA, Japan, France, Germany, UK, Belgium, United
Arab Emirates and the Netherlands.
Western Europe, USA and Japan.
USA, EC and Japan
Japan, Germany, UK, France, the Netherlands, Italy,
etc.
Italy, USA, Spain, France, Egypt, Japan, the
Netherlands, Germany, Greece and Thailand.
France, Germany and the Netherlands.
EC countries.
Germany, Egypt, Indonesia and the USA.
Germany, USA, UK and Japan
EC (Germany, France, Italy and UK)
Italy, Germany, France, Switzerland, the UK, Japan,
Rep. of Korea and Hong Kong.
EC, the USA and Japan.
USA, Japan and EC.

Peru and Canary Islands
China, Pakistan, Syria, former USSR, Turkey,
Afghanistan and Iran.
Ginseng roots
Japan, China, Singapore and EC.
USA, Rep. of Korea, Canada and China
Essential oil
China, India, Indonesia and Brazil.
EC, USA and Japan.
Medicinal plants
China, Rep. of Korea, USA, India, Chile, Egypt, Japan, USA, Germany, France, Italy, Malaysia, Spain
Argentina, Greece, Poland, Hungary, Zaire, and UK.
former Czechoslovakia, and Albania.
Source: Honey and Beeswax Value chain analysis – North Western Province Zambia, SNV (2005)

Nevertheless, because many plants growing in forests and a number of semi-wild trees constitute
an important nectar and pollen source for foraging bees at least a part of cultured honey should be
considered as a NWFP. Actual apportionment, however, remains difficult as trade statistics lumps
honey from all sources together.
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Appendix D: List of participants – reference group discussion 14th June 2007
S/No Name
Designation
Telephone
1.
Valery Ng’atigwa
Engineer - Beekeeping Technologies - SUA
+255 713 213 400
2.
Paulin M. B. Mafuru Principal Beekeeping Officer - MNRT
+255 784 309 527
3.
Jayen Chandarana
Operations Manager - HCAT
+255 752 846 846
4.
Josephat Makundi
Board Member - SCF
+255 753 007 007
5.
Sosthenes Sambua Manager - SCF
+255 713 254 226
6.
Rosemary Mbogo
Programme Officer – Traidcraft Exchange
+254 722 856 361
7.
Barbara Steenstrup Advisor - SCF
+255 784 214 715
8.
Angela Mwakatobe
Director – NWRC - TAWIRI
+255 754 817 657
9.
Linda Lifiga
Assistant Manager - SCF
+255 713 409 077
10.
Danstan N. Kabialo Director – Jempem Enterprises Limited
+255 713 276 561
11.
Peniel Uliwa
Director – Match Maker Associates Limited
+255 754 022 400
12.
Edmond Ringo
Consultant – Match Maker Associates Limited +255 754 403 204
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Appendix E: Profitability analysis
Appendix E1: 100% occupancy rate – miombo forest reserve
Beekeeper Profitability Analysis
low

Cost
Type of hive

Bark hive

average

Log hive

Trans. Hive

Bark hive

Log hive

high
Trans. Hive

Bark hive

Log hive

Trans. Hive

1 Beehive

500.00

1,500.00

15,000.00

700.00

2,000.00

25,000.00

1,000.00

2,500.00

35,000.00

2 Installation including ropes/wire and hook +transport

400.00

1,500.00

2,000.00

700.00

2,000.00

2,000.00

1,000.00

2,500.00

2,500.00

3.1 Labour - 2 pax @ 5 log fives - @2030x2/5hives

812.00

812.00

1,400.00

812.00

812.00

1,400.00

812.00

812.00

1,400.00

3.2 Food for 140 hives 3 pax (20,800, 30,000, 40,000) effective days 50

280.00

280.00

500.00

280.00

280.00

500.00

280.00

280.00

500.00

3.3 Transport back home - 1 bucket = 1 hive for trans, 0.3 for others

333.00

333.00

1,000.00

333.00

333.00

1,500.00

333.00

333.00

2,000.00

2,325.00

4,425.00

19,900.00

2,825.00

5,425.00

30,400.00

3,425.00

6,425.00

41,400.00

6.00

6.00

6.00

6.00

6.00

18.00

6.00

6.00

25.00

Yield per hive (kg) - Honey - average

12.00

8.00

12.00

12.00

8.00

25.00

12.00

8.00

30.00

Yield per hive (kg) - Honey - high

18.00

10.00

18.00

18.00

10.00

30.00

18.00

10.00

35.00

3 Harvesting include. Decantation

Total production cost per hive
4 Yield
4.1 Yield per hive (kg) - Honey - low

4.2 Yield per hive (kg) - Beeswax - low

0.50

0.50

0.50

0.50

0.50

1.50

0.50

0.50

2.08

Yield per hive (kg) - Beeswax - average

1.20

0.80

1.20

1.20

0.80

2.50

1.20

0.80

3.00

Yield per hive (kg) - Beeswax - high

2.25

1.25

2.25

2.25

1.25

3.75

2.25

1.25

4.38

5.1 Honey Selling price per kg (30kg - TShs 18,000)

600.00

600.00

600.00

600.00

600.00

600.00

600.00

600.00

600.00

Honey Selling price per kg (30kg - TShs 25,000)

833.00

833.00

833.00

833.00

833.00

833.00

833.00

833.00

833.00

Honey Selling price per kg (30kg - TShs 30,000)

1,167.00

1,167.00

1,167.00

1,167.00

1,167.00

1,167.00

1,167.00

1,167.00

1,167.00

5.2 Beeswax Selling price per kg (1kg - TShs 2,500)

2,500.00

2,500.00

2,500.00

2,500.00

2,500.00

2,500.00

2,500.00

2,500.00

2,500.00

Beeswax Selling price per kg (1kg - TShs 3,000)

3,000.00

3,000.00

3,000.00

3,000.00

3,000.00

3,000.00

3,000.00

3,000.00

3,000.00

Beeswax Selling price per kg (1kg - TShs 3,500)

3,500.00

3,500.00

3,500.00

3,500.00

3,500.00

3,500.00

3,500.00

3,500.00

3,500.00

5 Revenue
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Appendix E1 continues…
5.3 Honey Revenue per hive TShs - low

3,600.00

Honey Revenue per hive TShs - average

3,600.00

3,600.00

3,600.00

3,600.00

10,800.00

3,600.00

3,600.00

15,000.00

9,996.00

6,664.00

9,996.00

9,996.00

6,664.00

20,825.00

9,996.00

6,664.00

24,990.00

21,006.00

11,670.00

21,006.00

21,006.00

11,670.00

35,010.00

21,006.00

11,670.00

40,845.00

1,249.50

1,249.50

1,249.50

1,249.50

1,249.50

3,748.50

1,249.50

1,249.50

5,206.25

Beeswax Revenue per hive TShs - average

3,600.00

2,400.00

3,600.00

3,600.00

2,400.00

7,500.00

3,600.00

2,400.00

9,000.00

Beeswax Revenue per hive TShs - high

7,875.00

4,375.00

7,875.00

7,875.00

4,375.00

13,125.00

7,875.00

4,375.00

15,312.50

4,849.50

4,849.50

4,849.50

4,849.50

4,849.50

14,548.50

4,849.50

4,849.50

20,206.25

Total revenue per hive TShs - average

13,596.00

9,064.00

13,596.00

13,596.00

9,064.00

28,325.00

13,596.00

9,064.00

33,990.00

Total revenue per hive TShs - high

28,881.00

16,045.00

28,881.00

28,881.00

16,045.00

48,135.00

28,881.00

16,045.00

56,157.50

2,524.50

424.50

(15,050.50)

2,024.50

(575.50)

(15,851.50)

1,424.50

(1,575.50)

(21,193.75)

Gross profit - average

11,271.00

4,639.00

(6,304.00)

10,771.00

3,639.00

(2,075.00)

10,171.00

2,639.00

(7,410.00)

Gross profit - high

26,556.00

11,620.00

8,981.00

26,056.00

10,620.00

17,735.00

25,456.00

9,620.00

14,757.50

52.06

8.75

(310.35)

41.75

(11.87)

(108.96)

29.37

(32.49)

(104.89)

Honey Revenue per hive TShs - high
5.4 Beeswax Revenue per hive TShs - low

5.6 Total revenue per hive TShs - low

6 Gross profit - low

7 Simplified Gross Margins - low
Simplified Gross Margins - average

82.90

51.18

(46.37)

79.22

40.15

(7.33)

74.81

29.12

(21.80)

Simplified Gross Margins - high

91.95

72.42

31.10

90.22

66.19

36.84

88.14

59.96

26.28
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Appendix E2: 75% occupancy rate – miombo forest reserve – beekeeper selling liquid honey and beeswax
low

Cost
Type of hive

Bark hive

average

Log hive

Trans. Hive

Bark hive

Log hive

high
Trans. Hive

Bark hive

Log hive

Trans. Hive

1 Beehive

500.00

1,500.00

4,950.00

700.00

2,000.00

8,250.00

1,000.00

2,500.00

11,550.00

2 Installation including ropes/wire and hook +transport

400.00

1,500.00

2,000.00

700.00

2,000.00

2,000.00

1,000.00

2,500.00

2,500.00

3.1 Labour - 2 pax @ 5 log fives - @2030x2/5hives

812.00

812.00

1,400.00

812.00

812.00

1,400.00

812.00

812.00

1,400.00

3.2 Food for 140 hives 3 pax (20,800, 30,000, 40,000) effective days 50

280.00

280.00

500.00

280.00

280.00

500.00

280.00

280.00

500.00

3.3 Transport back home - 1 bucket = 1 hive for trans, 0.3 for others

333.00

333.00

1,000.00

333.00

333.00

1,500.00

333.00

333.00

2,000.00

2,325.00

4,425.00

9,850.00

2,825.00

5,425.00

13,650.00

3,425.00

6,425.00

17,950.00

3 Harvesting include. Decantation

Total production cost per hive
4 Yield
4.1 Yield per hive (kg) - Honey - low
Yield per hive (kg) - Honey - average
Yield per hive (kg) - Honey - high
4.2 Yield per hive (kg) - Beeswax - low

4.50

4.50

4.50

4.50

4.50

13.50

4.50

4.50

18.75

9.00

6.00

9.00

9.00

6.00

18.75

9.00

6.00

22.50

13.50

7.50

13.50

13.50

7.50

22.50

13.50

7.50

26.25
1.56

0.37

0.37

0.37

0.37

0.37

1.12

0.37

0.37

Yield per hive (kg) - Beeswax - average

0.90

0.60

0.90

0.90

0.60

1.88

0.90

0.60

2.25

Yield per hive (kg) - Beeswax - high

1.69

0.94

1.69

1.69

0.94

2.81

1.69

0.94

3.28

5.1 Honey Selling price per kg (30kg - TShs 18,000)

600.00

600.00

600.00

600.00

600.00

600.00

600.00

600.00

600.00

Honey Selling price per kg (30kg - TShs 25,000)

833.00

833.00

833.00

833.00

833.00

833.00

833.00

833.00

833.00

Honey Selling price per kg (30kg - TShs 30,000)

1,167.00

1,167.00

1,167.00

1,167.00

1,167.00

1,167.00

1,167.00

1,167.00

1,167.00

5.2 Beeswax Selling price per kg (1kg - TShs 2,500)

2,500.00

2,500.00

2,500.00

2,500.00

2,500.00

2,500.00

2,500.00

2,500.00

2,500.00

Beeswax Selling price per kg (1kg - TShs 3,000)

3,000.00

3,000.00

3,000.00

3,000.00

3,000.00

3,000.00

3,000.00

3,000.00

3,000.00

Beeswax Selling price per kg (1kg - TShs 3,500)

3,500.00

3,500.00

3,500.00

3,500.00

3,500.00

3,500.00

3,500.00

3,500.00

3,500.00

5 Revenue

5.3 Honey Revenue per hive TShs - low
Honey Revenue per hive TShs - average
Honey Revenue per hive TShs - high
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2,700.00

2,700.00

2,700.00

2,700.00

2,700.00

8,100.00

2,700.00

2,700.00

11,250.00

7,497.00

4,998.00

7,497.00

7,497.00

4,998.00

15,618.75

7,497.00

4,998.00

18,742.50

15,754.50

8,752.50

15,754.50

15,754.50

8,752.50

26,257.50

15,754.50

8,752.50

30,633.75
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Appendix E2 continues…
5.4 Beeswax Revenue per hive TShs - low

937.13

937.13

937.13

937.13

937.13

2,811.38

937.13

937.13

3,904.69

Beeswax Revenue per hive TShs - average

2,700.00

1,800.00

2,700.00

2,700.00

1,800.00

5,625.00

2,700.00

1,800.00

6,750.00

Beeswax Revenue per hive TShs - high

5,906.25

3,281.25

5,906.25

5,906.25

3,281.25

9,843.75

5,906.25

3,281.25

11,484.38

5.6 Total revenue per hive TShs - low

3,637.13

3,637.13

3,637.13

3,637.13

3,637.13

10,911.38

3,637.13

3,637.13

15,154.69

Total revenue per hive TShs - average

10,197.00

6,798.00

10,197.00

10,197.00

6,798.00

21,243.75

10,197.00

6,798.00

25,492.50

Total revenue per hive TShs - high

21,660.75

12,033.75

21,660.75

21,660.75

12,033.75

36,101.25

21,660.75

12,033.75

42,118.13

1,312.13

(787.88)

(6,212.88)

812.13

(1,787.88)

(2,738.63)

212.13

(2,787.88)

(2,795.31)

6 Gross profit - low
Gross profit - average
Gross profit - high
7 Simplified Gross Margins - low

7,872.00

2,373.00

347.00

7,372.00

1,373.00

7,593.75

6,772.00

373.00

7,542.50

19,335.75

7,608.75

11,810.75

18,835.75

6,608.75

22,451.25

18,235.75

5,608.75

24,168.13
(18.45)

36.08

(21.66)

(170.82)

22.33

(49.16)

(25.10)

5.83

(76.65)

Simplified Gross Margins - average

77.20

34.91

3.40

72.30

20.20

35.75

66.41

5.49

29.59

Simplified Gross Margins - high

89.27

63.23

54.53

86.96

54.92

62.19

84.19

46.61

57.38
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Appendix E3: 75% occupancy rate – miombo forest reserve – beekeeper selling combed honey and repay a third of hive cost
Cost

low

Type of hive

1
2
3
3.1
3.2
3.3

Bark hive

average

Log hive

Trans. Hive Bark hive

Log hive

high
Trans. Hive Bark hive

Log hive

Trans. Hive

Beehive

500.00

1,500.00

4,950.00

700.00

2,000.00

8,250.00

1,000.00

2,500.00

11,550.00

Installation including ropes/wire and hook +transport

400.00

1,500.00

2,000.00

700.00

2,000.00

2,000.00

1,000.00

2,500.00

2,500.00

Labour - 2 pax @ 5 log fives - @2030x2/5hives

812.00

812.00

1,400.00

812.00

812.00

1,400.00

812.00

812.00

1,400.00

Food for 140 hives 3 pax (20,800, 30,000, 40,000) effective days 50

280.00

280.00

500.00

280.00

280.00

500.00

280.00

280.00

500.00

Transport back home - 1 bucket = 1 hive for trans, 0.3 for others

333.00

333.00

1,000.00

333.00

333.00

1,500.00

333.00

333.00

2,000.00

2,325.00

4,425.00

9,850.00

2,825.00

5,425.00

13,650.00

3,425.00

6,425.00

17,950.00

4.50

4.50

4.50

4.50

4.50

13.50

4.50

4.50

18.75

Harvesting include. Decantation

Total production cost per hive

4 Yield
4.1 Yield per hive (kg) - Combed Honey - low
Yield per hive (kg) - Combed Honey - average

9.00

6.00

9.00

9.00

6.00

18.75

9.00

6.00

22.50

13.50

7.50

13.50

13.50

7.50

22.50

13.50

7.50

26.25

5 Revenue
5.1 Combed Honey Selling price per kg (28kg - TShs 19,600) @700/kg

700.00

700.00

700.00

700.00

700.00

700.00

700.00

700.00

700.00

Combed Honey Selling price per kg (28kg - TShs 22,400) @800/kg

800.00

800.00

800.00

800.00

800.00

800.00

800.00

800.00

800.00

Combed Honey Selling price per kg (28kg - TShs 25,200) @900/kg

900.00

900.00

900.00

900.00

900.00

900.00

900.00

900.00

900.00

3,150.00

3,150.00

3,150.00

3,150.00

3,150.00

9,450.00

3,150.00

3,150.00

13,125.00

Yield per hive (kg) - Combed Honey - high

5.3 Combed Honey Revenue per hive TShs - low
Combed Honey Revenue per hive TShs - average
Combed Honey Revenue per hive TShs - high

5.4 Beeswax Revenue per hive TShs - low

7,200.00

4,800.00

7,200.00

7,200.00

4,800.00

15,000.00

7,200.00

4,800.00

18,000.00

12,150.00

6,750.00

12,150.00

12,150.00

6,750.00

20,250.00

12,150.00

6,750.00

23,625.00

0.00

0.00

0.00

0.00

0.00

0.00

0.00

0.00

0.00

Beeswax Revenue per hive TShs - average

0.00

0.00

0.00

0.00

0.00

0.00

0.00

0.00

0.00

Beeswax Revenue per hive TShs - high

0.00

0.00

0.00

0.00

0.00

0.00

0.00

0.00

0.00
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Appendix E3 continues…
5.6 Total revenue per hive TShs - low

3,150.00

3,150.00

3,150.00

3,150.00

3,150.00

9,450.00

3,150.00

3,150.00

13,125.00

7,200.00

4,800.00

7,200.00

7,200.00

4,800.00

15,000.00

7,200.00

4,800.00

18,000.00

12,150.00

6,750.00

12,150.00

12,150.00

6,750.00

20,250.00

12,150.00

6,750.00

23,625.00

825.00

(1,275.00)

(6,700.00)

325.00

(2,275.00)

(4,200.00)

(275.00)

(3,275.00)

(4,825.00)

Gross profit - average

4,875.00

375.00

(2,650.00)

4,375.00

(625.00)

1,350.00

3,775.00

(1,625.00)

50.00

Gross profit - high

9,825.00

2,325.00

2,300.00

9,325.00

1,325.00

6,600.00

8,725.00

325.00

5,675.00

26.19

(40.48)

(212.70)

10.32

(72.22)

(44.44)

(8.73)

(103.97)

(36.76)

Simplified Gross Margins - average

67.71

7.81

(36.81)

60.76

(13.02)

9.00

52.43

(33.85)

0.28

Simplified Gross Margins - high

80.86

34.44

18.93

76.75

19.63

32.59

71.81

4.81

24.02

Total revenue per hive TShs - average
Total revenue per hive TShs - high

6 Gross profit - low

7 Simplified Gross Margins - low
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Appendix E4: Profitability of SME buying combed honey, processing and wholesaling to urban supermarkets and shopsE
Cost
Type of hive
1
2
3
4
5
6

Buying price @ kg
28kg combed honey
1Litre Jar empty = 285/= 28kg c-honey gives 25.6 l-honey = 18 jars
Transport 7000kg - 450,000/= i.e. 28kg =1800/=
Processing
Transport
Total cost

700.00
19,600.00
5,130.00
1,800.00
340.00
3,000.00
29,870.00

800.00
22,400.00
5,130.00
1,800.00
340.00
3,000.00
32,670.00

900.00
25,200.00
5,130.00
1,800.00
340.00
3,000.00
35,470.00

900.00
25,200.00
5,130.00
1,800.00
340.00
3,000.00
35,470.00

800.00
22,400.00
5,130.00
1,800.00
340.00
3,000.00
32,670.00

700.00
19,600.00
5,130.00
1,800.00
340.00
3,000.00
29,870.00

1,300.00
36,400.00
5,130.00
1,800.00
340.00
3,000.00
46,670.00

75,600.00
6,650.00
82,250.00

75,600.00
6,650.00
82,250.00

75,600.00
6,650.00
82,250.00

75,600.00
6,650.00
82,250.00

75,600.00
6,650.00
82,250.00

75,600.00
6,650.00
82,250.00

75,600.00
6,650.00
82,250.00

52,380.00
63.68

49,580.00
60.28

46,780.00
56.88

46,780.00
56.88

49,580.00
60.28

52,380.00
63.68

35,580.00
43.26

7 Revenue

Selling 18pcs 1 Litre jars @ 4,200/=
Selling 1.9 kg beeswax @ 3,500/=
Total revenue
8 Gross profit
9 SGM
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Appendix E5: Profitability of SME buying liquid honey and bees wax, processing and retailing in urban centres
Liqud honey

Cost
1 Honey buying price per kg (30kg - TShs 18,000) - low

Honey buying price per kg (30kg - TShs 25,000) - average
Honey buying price per kg (30kg - TShs 30,000) - high

16,800.00
23,324.00
32,676.00

23,324.00
32,676.00
16,800.00

Beeswax
32,676.00
16,800.00
23,324.00

2 Beeswax buying price per kg (1kg - TShs 2,500) i.e. 20 Kg

Beeswax buying price per kg (1kg - TShs 3,000)
Beeswax buying price per kg (1kg - TShs 3,500)
3 Transport from Tabora to Dar es Salaam - low

Transport from Tabora to Dar es Salaam - average
Transport from Tabora to Dar es Salaam - high
4 18 - one litre containers @ 280/=
4 Total costs - scenario 1 - 3

Total costs - scenario 4 - 6
Total costs - scenario 7 - 9
Honey - 18 Litres
5 Selling price - scenario 1 - 3 @ 4,000/= per Litre
Selling price - scenario 4 - 6 @ 4,000/= per Litre
Selling price - scenario 7 - 9 @ 4,000/= per Litre

3,000.00
6,000.00
8,000.00

8,000.00
3,000.00
6,000.00

6,000.00
8,000.00
3,000.00

5,040.00

5,040.00

5,040.00

24,840.00
34,364.00
45,716.00

36,364.00
40,716.00
27,840.00

43,716.00
29,840.00
31,364.00

72,000.00
72,000.00
72,000.00

72,000.00
72,000.00
72,000.00

72,000.00
72,000.00
72,000.00

50,000.00
60,000.00
70,000.00

70,000.00
50,000.00
60,000.00

60,000.00
70,000.00
50,000.00

3,000.00
6,000.00
8,000.00

8,000.00
3,000.00
6,000.00

6,000.00
8,000.00
3,000.00

53,000.00
66,000.00
78,000.00

78,000.00
53,000.00
66,000.00

66,000.00
78,000.00
53,000.00

60,000.00
70,000.00
80,000.00

80,000.00
60,000.00
70,000.00

70,000.00
80,000.00
60,000.00

Beeswax - 20 Kg
6 Selling price - scenario 1 - 3

Selling price - scenario 4 - 6
Selling price - scenario 7 - 9
7 Gross profit - scenario 1 - 3

Gross profit - scenario 4 - 6
Gross profit - scenario 7 - 9
8 SGM - scenario 1 - 3

SGM - scenario 4 - 6
SGM - scenario 7 - 9
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47,160.00
37,636.00
26,284.00

35,636.00
31,284.00
44,160.00

28,284.00
42,160.00
40,636.00

7,000.00
4,000.00
2,000.00

2,000.00
7,000.00
4,000.00

4,000.00
2,000.00
7,000.00

65.50
52.27
36.51

49.49
43.45
61.33

39.28
58.56
56.44

11.67
5.71
2.50

2.50
11.67
5.71

5.71
2.50
11.67
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