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Aims
This chapter aims to introduce you to some of the basic concepts of market
gardening. We will look at incentives and disincentives for marketing and
appropriate strategies of marketing for various situations. We will consider local
marketing, pricing and niche marketing in different areas. We will look at some of the
principles of marketing by using case studies and examples. These include the
principles of supply and demand, the principle of continuity and the principle of
innovation.
We will then look at the potential financial benefits from homestead agriculture,
again using examples and case studies and finally we will introduce a range of
potential marketing ideas that could be considered.

What am I going to learn?
The following is a list of the things you should be able to do when you have
successfully completed this chapter. This list gives you some idea of what to expect
when you start working on the chapter, but, more importantly, you should come
back to the list when you have completed the chapter to check if you have
achieved all the objectives set out for the chapter. This means that you can monitor
your own progress quite accurately. On the following page is the list of outcomes for
this chapter:

v

Agricultural Water Management in Homestead Food Gardening – Resource Material

What am I going to learn?

1

Starting to sell
surplus vegetables

What should I be able to do after
completing this unit?

 Start with where we are and what we have
 Know your product and price
 Have some ideas how to diversify your
production to be able to sell more

2

Incentives and
disincentives to
marketing

3

The Seven C’s of
marketing

Potential financial
benefits from
homestead
agriculture

4

Ideas for value
adding, processing
and marketing

5

vi

 Gauge supply and demand of a crop to be
sold
 Grow crops for which there is a local demand
 Grow and sell new crops for which a local
demand is likely and experiment with selling
these.

 Use the principles to think through marketing
ideas

 Compare the incomes generated by homestead
farmers using different marketing techniques
and ideas
 Know what financial gain you can expect from
homestead agriculture

 Assess different income generation ideas for
homestead food gardeners

Done 
Can’t do 
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Icons
You will find that several different ‘icons” are used throughout the Chapter. These
icons should assist you with navigation through the Chapter and orientation within
the material. This is what these icons mean:

Facilitation tools
Processes that you can use in workshop situations,
to support your work in the field.

Research /Case study
The results of research or case studies that
illustrate the ideas presented.

Looking at research, facts and figures
to help contextualise things.

Activity
This indicates an exercise that you should do
- either on your own (individual) or in a group.

Copy and handouts
These sections can be copied and used
as handouts to learners / participants.
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7.1 Moving on from food to income from
home food production
Incentives for homestead farming
The ‘first brick’: Food security and resilience through
diversification
In Chapter 1 – “Rural realities”, we looked at recorded impacts of homestead food
production, and concluded that:

The impact of home food gardening is
of greatest value to households in the
lower income categories and generally
is of less direct interest to households in
higher income categories.

For households in low income categories, affordable and high-yielding home food
production brings significant benefits. It enables them to:
 Diversify their diets and enjoy better health, in spite of their shortage of money;
 Save money on food that they otherwise would have had to buy; and
 Earn some cash income from selling vegetables and fruit, in some cases.
Typically, households could earn about R50-150 per month extra (in 2006), which
was an increase in family income of 10-30% for households that were dependent
on a single old-age pension.
We also considered “Mobilisation for homestead farming” in the Introduction to this
manual. We looked a bit deeper into the incentives and disincentives for
homestead farming. To recap, we looked at:
 Food and income as the two ‘pull factors’ for production – with food being the
primary driver for food insecure households;
 The different incentives for different households, from basic survival to income
generation, and a range of ways in which households’ specific objectives
differed. Farmer typologies were described as a way to categorise people with
similar objectives; and
 We also looked at various theories of motivation, like human needs, the ten
‘human capabilities’ and the Life Model, to help us understand better:
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–

How to mobilise households into production; and

–

How to help them stay in production.
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In Chapter 3 – “Living and eating well”,
we developed a good feel for the health
benefits of more diversified diets, and
Home food gardening and a better
saw how homestead production made it
understanding of our nutritional
easy and affordable for households to
needs, can equip families in all
have a continuous flow of good food
income categories to eat better and
throughout the year.
avoid preventable diseases.
We also saw that the economic benefits
of overcoming the high levels of
malnutrition in South Africa, extends well
beyond the individual to the national
economy, through ensuring a better intellectual capacity of a wider cross-section of
the population and thus better building blocks for a thriving economy. The savings
on the national health system could also be substantial.

Second-phase: Income opportunities from home food production
In the Introduction to this manual, we saw that the income earned from home
production of vegetables, could push up the family income of low income
households by 10-30%, sometimes already in the first season of production.
As people’s gardens expand and their diversity of production increases, the income
potential also grows significantly. The following aspects can enhance the overall
income and the stability of income streams from homestead farming:
 Expansion and further intensification of production, for instance, by planting a
specific bed three or more times per year;
 More fruit production, through planting a variety of fruit trees with different
harvesting dates;
 Diversification of production by including a variety of livestock, poultry and fish,
and using waste from each component of the homestead farming system to
feed into other components (for instance, chicken manure to fertilise vegetable
beds and feed fish, and vegetable scraps to feed chickens); and
 Processing, preserving and value adding of food, so that it keeps longer and can
be used and/or sold throughout the year.
This Chapter looks in more detail at income opportunities from homestead farming.

Key questions on income opportunities from homestead farming
1. What gets people into selling products from their homestead farming activities,
and conversely, what keeps them from starting to sell?
2. How can one compensate for the inherent scarcity of cash?
3. What motivates people to keep on selling, and what are the typical events,
processes and disincentives that result in abandonment of income activities?
Can these be avoided or counteracted?
4. What is the role of the local interest/learning groups in income generation
opportunities? What are the pitfalls?
5. Is it achievable to save and even earn significant money from homestead
farming in South Africa? And are there opportunities for value-adding which are
achievable for resource-poor households?
6. Can one easily recognise and avoid seemingly attractive possibilities, but which
carry too much risk for already food insecure households?
9
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7.2 Starting to sell and avoiding pitfalls
Mobilising action: motivating people to start
Many people have never sold anything to other people, and are shy or uncertain
how to go about it. Like riding a bicycle, once you have taken the plunge, it
becomes much easier the second time! From then on, one can try new things and
get better and better at it.
A Limpopo development worker told the story of the woman who asked him: “But
how can I sell my vegetables?” He responded: “Take this wheelbarrow of yours, fill it
with those vegetables, and go and stand over there next to the road. Then wait for
someone to come and buy.” This sounds incredibly simple, but to that woman, it was
all the advice (and encouragement) she needed. It worked. He didn’t tell her
anything she didn’t know already, but it got her across the hurdle of uncertainty and
resistance, and she was able to do much more later.
The facilitator should also realise that some individuals will never grow to like selling,
while others love it.

Three basic principles to get started
Principle 1: Start with where we are and what we have
We have some land, some water, some expertise in growing vegetables and food,
knowledge of what we like to eat and when, knowledge of how much we are
prepared to pay for food, and knowledge of how we like to be sold food. This is all
we need as a start to get going with marketing.

Start by selling your
produce locally. It is
always the easiest and
cheapest. Your costs
are low, so your profits
can be high.

Sizakele Mduba sells mustard spinach to a neighbour and friend
in Potshini, KZN, April 2007. Photo: E Kruger.
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Principle 2: Know your product, know your price (supply and demand)
We can always start by growing the crops that we
know people will always want and need. In the
case of vegetables these are likely to be cabbage,
tomatoes and onions.

This is the concept of
SUPPLY and DEMAND. If
there is too much supply,
the demand is low and
prices are low. If the
demand is high and the
supply is low, prices are
high.

But we should try not to grow and sell EXACTLY the
SAME things as everyone else is growing and selling,
because there may be oversupply and we may
battle to sell ours.
If, for example, you can sell cabbages in your
village and the cabbages in town are scarce and
expensive, you can ask a much higher price than
when there is a plentiful supply of cheap cabbages
in town.
The prices of vegetables change all the time and you need to keep yourself
informed of the current prices, so that you know how much you can charge.

You may have beautiful
cabbages for sale, but you
cannot charge more than the
going rate for them. This may
feel unfair, but is how it works.
Don’t we all try to buy the best
we can get at the lowest
possible price!

People end up preferring
to go to town to buy
cabbages, because local
growers ask a very high
price. It ends up being
cheaper for them to travel
and buy, than to buy
locally.

You may need to sell your
cabbages at a slightly
lower price to ensure that
you can sell them!!!

11
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Principle 3: Diversify (Niche marketing)
If people know that you sell something that others in
the area do not, they will come to you for that
product.
It can be many different things. Here it is important
rather to make up your own ideas. If you copy the
ideas of others nearby, it will no longer be a niche...

If you sell something
different that people
want, this is a niche or
speciality.

You may for example be
growing a type of spinach
that people in the area
enjoy, but not many
others are growing. You
could have got the seed
from a family member
living elsewhere.

People will learn that they
can buy this “special”
spinach from you. If you
can now work in a way
that you can have this
spinach available for a
longer period of the year,
you will have a good
niche product.

Following these three basic principles will provide a good start to marketing your
produce. Many homestead gardeners found that they make a good income by just
starting something. This is already a good incentive to continue.

12
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Case study 1:
Start by selling locally
Bongiwe Hlongwane is a young single mother living in Potshini and responsible for
managing the home. Her father also lives there and has some cattle. He grows maize
and beans, but has no further income. She receives two child grants. They need to
augment their incomes and livelihoods. Through their involvement in the gardening
learning groups in Potshini, they started a homestead vegetable garden and now
have a large underground water storage tank.
Initially Bongiwe grew a beautiful garden for household supply of extra food (20062007). However, their situation became more desperate with the impact of the world
fuel and food crises beginning to show in dramatically higher food prices from town
and increased taxi fares. Bongiwe went to Gauteng to look for work. She, however
found nothing and came back home, to garden with serious intent.
In her first season of growing after her return she sold spinach and cabbage: and
earned R150.00 from spinach and R350.00 from selling cabbage. She quickly found
that it was better for her to take the taxi to town and sell her produce there. People
were more willing in town to pay the price she was after.
As Bongiwe’s income from grants is around R230/month, the amount she earns from
selling her vegetables is very significant for her. She can make twice as much in a
month selling vegetables than she earns from her grants.
Bongiwe learnt that there is a higher demand for vegetables now, both locally and
in town, and that she can sell her vegetables in both places. Issues for her are:
-Transportation as people in the taxis complain when she takes her vegetables; and
-Availability of enough water to expand her garden from it’s present size of 5mx20m.

Bongiwe’s garden in January 2009, when she was
selling spinach and cabbages. It was well tended
and almost fully planted.
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Bongiwe’s garden in April 2009.
It was quite overgrown and clearly not well kept.

Bongiwe still needs to cultivate the ability to keep up her efforts, so that she can keep
the continuity of income from her vegetable garden going. At the moment she is still
going through cycles of having and selling, and then not having anything – this can
be demotivating.

Ongoing commitment to income activities:
Incentives and disincentives
Three basic principles for marketing
Principle 1: Continuity
Once a gardener is able to sell vegetables the next step is to start planning to ensure
that they have vegetables to sell at all times. They have to make sure that they plant
more regularly and plant different varieties for different seasons. Basically, gardening
becomes more of a focus for them and they spend more time on it. They may also
need to expand their garden, to make sure they have enough to sell and enough
variety to sell.
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Case study 2:
Continuity in selling locally
Mr Zondo
Mr Vimba Zondo from Potshini has been selling vegetables for a few years now. He
has a reasonably sized garden of 20mx20m and grows and sells a range of crops
throughout the year. He sells to the local community only. He made R920 between
January - March 2009 selling tomatoes, carrots, chillies, beetroot and cabbages.
Other income in the family consists of his pension of R1 010/month.
He feels that he has no challenges selling his vegetables, as there is a high local
demand. Areas of improvement for him are farm management and bookkeeping.

Mrs Gumbi
Mrs Gumbi from Phuthaditjaba has a garden of 6 plots in her yard and another 3
plots at the crèche across the road = 1,864m2.
She grows a variety of crops:
 Potato, green beans, carrot, cabbage, tomato, onion and pumpkin in summer;
and
 Carrot, beetroot, cabbage, mustard spinach, turnip, spinach, peas, onions and
rape (mustard green) in winter.
She sells mostly to neighbours who come and buy when they need, especially on
Fridays for funerals on Saturdays.
She also says: “We sell our surplus to Pick N Pay. Pick N Pay doesn’t pay as
much[R5/kg]*, but they will buy our beetroot as long as the beetroot aren’t too big
(they like them small). Pick N Pay has also bought our spinach [R5/kg]. They also
bought 1000kg of potatoes from us. We only sold to Pick N Pay once [Feb 2009]
when the Dept of Agric transported our crop for us. If we want to sell to Pick N Pay
again, we take a sample to them and then they place an order. We then would
have to deliver to them in town”.
NOTE: Pick N Pay pays R5/kg for beetroot, which is approx R0.20 per beetroot, versus R1.40
per beetroot made selling to neighbours. This is a difference of R1.20 per beetroot (or a
R30/kg difference).
*

Mrs Gumbi and the local facilitator
for her village stand in her
vegetable plots at the crèche.
Photo: J. Wright April 2009.
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Mrs Gumbi also sells to the local Department of Agriculture Extension Officer who
takes bundles to fill orders from staff at the main office once a month when she’s not
too busy.
Further, Mrs Gumbi sells to hawkers who sell at the clinic. They take about R145 worth
of spinach every month.
Selling vegetables is a main source of income for Mrs Gumbi and her husband. They
save R200/month in a bank account. She also receives a pension (~R1,000/month).

Mrs Gumbi in
her extensive
home garden.
Photo: J
Wright, April
2009.

Issues are:
 Not enough water;
 Inadequate fencing;
 Shortage of garden tools; and
 Too little land.
To improve she would like a bigger garden, as there is a high local demand. She also
feels that there is not a lot of local competition, because she communicates with
other people who are selling so that everyone can grow different things. She sends
people to other growers if she cannot supply.

16
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Principle 2: Think different. Think ideas, not problems
Here, different ideas start to present themselves in the process of marketing. You
might start to wonder for example whether:

I can grow my crops out of season
to get a good price, what about
processing (drying, pickling,
jams….), what about home
delivery, what about combining a
few different vegetables in a box,
or cutting my price to compete...

You may also have a problem that is in fact an opportunity:

“I can’t grow tomatoes – they get too many
diseases, the chemicals are too expensive..
Are there other tomatoes which I can grow?
Are there better times or ways to grow
tomatoes? Is there another crop that sells for
a good price? What about a different
client, that eats something besides
tomatoes?

17
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Case study 3:
Think ideas, not problems
Mr Thetela Mohale from Qwa-Qwa grows vegetables as a full time concern and it is
his family’s primary source of income.
Their garden is 3000m2 and fully planted. They grow carrot, beetroot, cabbage,
lettuce, green beans, maize, pumpkin and tomatoes in summer and spinach, rape,
chicken wing, lettuce, mustard spinach and rape in winter.
Mr Mohale with his wife and daughter in
their vegetable plot.

Mr Mohale surveys damage to his spinach
after the heavy rains in March 2009.
Photos: J Wright.

Their income in the last few months was as follows:



For February: R1400 (Tomatoes: R35/crate x 40 crates)
For April: R2400 (Spinach: R6/bunch [1 bunch = 20-25 leaves] x 400 bunches)

 Rain destroyed crops in March.
 They also earn three child grants (R720/month).
Mr Mohale employs two labourers (R400/month each) to assist in his garden.
Mr Mohale says: “I park my bakkie in town every Friday. Everyone knows my bakkie
so they come and buy from me. I don’t have to pay any sort of fee or get any sort of
permission to sell there.”
He also mentioned that he owns a bakkie which he bought after winning an
agricultural competition several years ago. He did have a verbal contract with Pick
N Pay, but he quit after a month because it wasn’t enough money. He had to
deliver his spinach to town for only R2.50/bunch (20 leaves).
There is a high demand for vegetables and the family could earn more if they
produce more. Labour is however a limiting factor. He feels that having a tractor
would enable him to expand his production to five more fields that he has access to.
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Principle 3: The seven C’s
Careful:
Think before I start – not just I want to grow vegetables; but……
Clear:
Which vegetables, for whom;
Calculate:
How much of it, to sell at which price and how much will it cost.
Courageous:
Do it!!! Mostly we fail our ideas; our ideas do not fail us!!!!
Compete:
So, someone else is doing the same thing – will I give up, do them in, or come up with
a way that my product is more appealing to a buyer?
Co-operate:
And if all else fails, why not try to work together.....
Control:
Do not trust anyone that says: “sure I will sell your produce for you….” Ask them
questions: “for how much?”, “to whom?” Insist on a written agreement. Control over
the sale environment is very important.

The market is not out there,
it is in here!!


Experiment!



Try as many different things
in as many different ways as
you can think of.



And preferably don’t copy
your neighbour.
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7.3 Potential financial benefits from
homestead agriculture
How much can typical families earn from production at home? Situations differ
greatly, as we have already seen from some of the case studies above.
The following tables provide some results from different areas over the past couple of
years, to give you a sense of what people have achieved.
Table 7.1: Summary of incomes produced through vegetable production, 2009

NAME and
area

Size of
plot

Crops grown

Marketing

Average
monthly
income

Phuthaditjaba, Free State
Mrs and Mr
Gumbi

~1,800m²

Variety: carrots, beetroot,
spinach, mustard, rape,
onions, cabbage, tomatoes,
potatoes, green beans,
turnips, peas...

Mr and Mrs
Ntai

~1,000m²

Spinach, pumpkin, peas,
lettuce, potatoes, mustard
spinach, rape, turnips, carrots,
beetroot, maize

Vendors
and locals

Mr Sibeko

~ 500m²

Spinach, rape, mustard, green
and flat beans, pumpkin,
potatoes, onions

Locals
and
PicknPay

R418.50

Mr and Mrs
Mohale

3,000m²

Beetroot, cabbage, lettuce,
green beans, maize, pumpkin,
tomato, spinach, rape,
mustard spinach

Sells in
town, with
own
transport

~R2,200.00

Locals

R400.00

R1,180.00

Potshini, KZN
Ms P
Mavundla

36m²

Cabbages, tomatoes,
potatoes, beetroot, spinach

Locals

R125.00

Mr V Zondo

400m²

Tomatoes, carrots, chillies,
beetroot, cabbage, spinach,
onions, sweet potatoes,
turnips, peas

Locals

R400.00

Ms B
Hlongwane

100m²

Cabbage, spinach, onions,
chillies

Locals

R150.00

Ms Z Mduba

180m²

Chillies, tomatoes, cabbage,
spinach, potatoes, Kenyan
spinach

Locals

R250.00

It is possible to analyse the incomes from food gardening in terms of the contribution
20
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to the livelihood of that family. The example below of Cata provides some insight into
the significance of seemingly small incomes to the overall livelihood security of the
participating homesteads.
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The following figures come from records kept by Water for Food households in
Cata,(Eastern Cape) for eight months from mid-2005. Border Rural Committee (BRC)
summarised the results as follows(De Lange, M. 2007):
Table 7.2: Cata Water for Food households: value of production, 2005

Cata Water for Food households
Value of production over 8 months from mid-2005

Title
Ms
Ms
Mr
Mr
Ms
Mr
Ms
Ms
Mr
Ms

First name

Surname

Sisiwe
Nothemba
Zolani
Pumzile
Nobuntu
Mzwamadoda
Nomzi
Boniswa
Mawethu
Noluthando

Kiba
Languva
Luti
Mboso
Ntshutsha
Pama
Sampempe
Tontsi
Tontsi
Vakata

Sales of
produce
R 705.00
R 2,492.50
R 963.00
R 1,435.00
R 484.00
R 965.50
R 1,091.50
R 746.00
R 1,329.00
R 885.00
R 11,096.50

Value of
produce
Total value of
consumed
produce
or donated
R 363.00
R 1,068.00
R 623.50
R 3,116.00
R 120.00
R 1,083.00
R 775.00
R 2,210.00
R 987.00
R 1,471.00
R 302.25
R 1,267.75
R 343.00
R 1,434.50
R 441.00
R 1,187.00
R 217.00
R 1,546.00
R 232.50
R 1,117.50
R 4,404.25

R 15,500.75

Source: BRC internal report: Summary of records kept by Water for Food households, Cata.

The equivalent value of this household production would be an average of R2325.11
per year, R193.76 per month or R6.46 per day.
Some remarks can be made about these figures:
 Firstly, R6.46 per day seems very little, but only until we compare it with the
statement that “..half of SA survives on R20 a day”(Business Day Article).
 Secondly, it is sobering to consider that these households would not have had
access even to the portion shown as ‘produce consumed’ without this
intervention, simply because they would not have had cash to purchase
these vegetables instead. It is internationally accepted that mothers’
continuous access to own produce is one of the most direct strategies to
achieve adequate child nutrition.
 Thirdly, this produce came from the first seasons of production, with only a
portion of the home food garden established. Mrs Khumbane’s records show
that her production per trench improved year-on-year as the trenches
matured, and she advocates a ‘five-year food security plan’ to households,
meaning that the number of trenches are gradually increased over a fiveyear period. If we assume that the Cata households will expand their gardens
on a yearly basis the value of their production on average would increase
dramatically. Look at the table below, which provides an indication of what is
possible.

22
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Table 7.3: Cata Water for Food households: five year extrapolation of production value

Year 1
Year 2
Year 3
Year 4
Year 5
Total value:
(first five years)
Average per year:
(first five years)

Value of household production,
if garden is expanded annually
by the same number of trenches
as developed in the first year

Value of household production,
if garden is expanded annually
by half the number of trenches
as developed in the first year

R 2,325.11
R 4,650.23
R 6,975.34
R 9,300.45
R 11,625.56

R 2,325.11
R 3,487.67
R 4,650.23
R 5,812.78
R 6,975.34

R 34,876.69

R 23,251.13

R 6,975.34

R 4,650.23

Results from a 2002 study by the International Water Management Institute confirm
this gradual increase in yield and overall output. MaTshepo Khumbane’s winter
production alone (i.e. not counting summer production when fruit adds significantly
to the overall output), yielded a metric tonne of vegetables in her backyard food
trenches totalling 222m2 (i.e. a miniscule 2% of a hectare). Because of the intensive
production, some of her crops yielded three times the average yield typically
achieved by top commercial farmers. Significantly, the year 2002 was MaTshepo’s
fifth year of production since settling at this home. Her production figures are shown
in the table below.
Table 7.4: MaTshepo Khumbane, Cullinan: Food grown in Winter 2002(De Lange, M. 2003)

MaTshepo Khumbane, Cullinan
Food grown in Winter 2002
food grown
Beetroot
Broccolli
Cabbage
Carrots
Cauliflower
Lettuce
Onion
Peas
Spinash
Other

land
(sq. m)
30
23
12
12
10
20
50
43
14
8

222 sq.m
(=2% of a hectare)

months of
food
daily portions
(kg)
for 6 people
126
7
57
2
96
8
50
4
69
4
64
2
350 65 (5.4 years)
65
5
42
2
34
-

The number of months that a family of six
people would be able to each eat a portion of
the crops produced in the winter season in this
example (provided these could be stored
safely), is shown in the last column.

953 kg
(=approx 1 tonne of veg)

Source: International Water Management Institute
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A large component of the production which is not contained in Table 7.4, is the
greens which were fed to the pigs and the chickens (an approximate further 500 kg)
and the large variety of herbs used for medicinal purposes for the family and
animals.
Part of this winter production was R2 000 worth of onions from a 50m2 portion of the
garden – enough to purchase half a year’s maize meal for a family of six. Through
simple extrapolation, a mature 100m2 Raw Water Harvesting garden, used both in
winter and summer, could thus comfortably produce R8 000 per year worth of
vegetables. This figure compares well with the projections based on the Cata figures
above.
A summary of actual income for 15 homestead gardeners in the Ngumeya area
around Cata for Jan – March 2009 averages out at R445.73/month. This amounts to a
yearly average income of R5,348.79. This amount compares very favourably with the
average amounts given in the table above. It provides us with a real sense of what is
possible (Border Rural Committee, 2009).
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7.4 Marketing ideas and appropriateness
Appropriateness for cash-scarce households
Cash strapped households are those that rely on their gardening to augment food,
and income which is mostly from social grants. They have access to small parcels of
land for vegetable production (100 -3000 square meters). They do not own expensive
equipment such as tractors.
Within this category there are those that have expanded their vegetable production
to become their main source of income. These families generally work together (and
employ labour in some cases), focus on gardening as their main activity, and use
larger parcels of land (either their own or rented).
From the case studies above (1-3) the following points can be highlighted:
 Market locally first;
 Next, strive to set up arrangements with hawkers and shops;
 Preferably do something where you do not need to transport your goods,
unless you can make an appropriate arrangement;
 Grow a range of vegetables that you can sell throughout the year; and
 Make arrangements with neighbours so that you do not compete with each
other, but support each other in growing and selling.

How to identify how risky a venture is?
Cash strapped households naturally prefer not to take much risk. Therefore they want
to avoid high-risk initiatives. How can the facilitator help them to assess how risky an
opportunity might be? By asking themselves the following questions, the household
can go into an undertaking with open eyes, or may decide to look for something
more suited to their circumstances:
 Where can I market this crop or product? Who decides the price? Is there a
lot of competition for this market from other growers?
 Is it a very volatile market (price and demand goes up and down a lot)? Can
our household survive such volatility?
 Is it a single-channel market (only one place/organisation I can sell it to)?
What is their track record, how long have they existed, how well do they treat
their growers? What happens if they disappear?
 What start-up costs would be required? Can our household afford it? Would
we need to incur debt to do this? What if we fail to repay our debt?
 Would we need to buy expensive inputs every season? Would we be able to
afford it?
 Would we need to transport these products? How often? How much would it
cost?
 How difficult are these crops to grow? Are they very vulnerable to climate
factors, drought, pest and diseases that are found in our area? Is anyone else
growing them successfully nearby? Can we speak to current growers to learn
from their experience?
 Can our household store this product for a long time and sell it later, or is it a
fresh product that must be sold immediately to avoid losses?
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Can we start small and expand later if we are successful?
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You can add questions from your own and households’ experiences to these.
Remember that the idea is not to create fear and discourage people from trying
anything, but to help households to assess all angles and make informed decisions
that suite their circumstance.
In the next section, we will share a list of ideas for income generation from home
which has been collated over many years. You can add to this from your own
experience, and adapt ideas to local circumstances.

Income generation ideas for home food gardeners
The list below contains items that are suited for a range of circumstances – from rural
village settings to commercial farming areas. The underlined items are more
achievable for rural households, using the following criteria:


Products with longer shelf-life;



Activities not requiring constant readiness for direct contact with
tourists/clients;



Lower input costs and equipment demands; and



Flexibility in household time demands (can they do it whenever they may
have time, and leave it for a while when they don’t have time/resources?).

[Note that some rural households may well find possibilities among the unmarked
items too.]
Note: Many of the items were adapted from a document originally developed by
Merida Roets of ScientificRoets.
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Activity 1:
Assessing marketing ideas for appropriateness
Aim:
To assess the appropriateness of the ideas provided in the table below for your
situation
Instructions
For each income idea, rate its appropriateness for a rural household, by colouring in
each of the right hand columns to show for all criteria whether you think it is:
good

possible

not good enough

very bad

1.

Almonds: Long term investment.

2.

Aloe Vera: Extracting the sap for cosmetic
or medicinal use for sale to manufacturers,
or making your own product range.

3.

Alpacas: Are now being imported into the
country. Hobby, fibre, pack animal and
tourist potential.

4.

Angora goats: Do it with a twist. Why not
rather a petting zoo, tourist shearing, and
hair for the home spinning and crafting?

5.

Animal farm: Have a range of farm
animals for visitors to see, feed, milk, shear
and touch. Include a tea garden or picnic
facilities.
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OVERALL

[add your own criteria…]

Management requirements

Ongoing input costs

Start up cost

Income idea

Market risk

Table 7.5: List of income generation ideas

6.

Baby vegetables: correctly packaged
these often have niche markets.

7.

Baked bread, cakes, and cookies: The
fresher the better.

8.

Balloon rides: For the more adventurous.

9.

Baskets: Woven from local grasses, grape
vines or twigs, are sought after utility and
décor items. Use them to package other
produce, like dried flowers or dried fruit.

10.

Batik and painted fabrics: Made into wall
hangings, tablecloths, curtaining or
pillows, these fabrics are sought after.

11.

Bead work: Items such as Christmas
decorations, broaches, and handbags in
traditional colours are becoming very
popular.

12.

Beans: mung, black grain: Why not dry
them and package them with a soup
recipe on the package?

13.

Bed-and-breakfast: There is a growing
market for restful, pleasant and interesting
places for travellers to stay without the
sterility of a hotel room. Indigenous fare
and entertainment adds to the appeal.
Don’t forget the businessman who is
looking for a home away from home and
a good night’s rest.

14.

Berries: A variety packaged together
makes an interesting product.

15.

Bicycle tours: Possibly a scenic, culinary or
guided tour to a variety of places or farm
operations in your area is an activity for
the restless tourist.

OVERALL

[add your own criteria…]

Management requirements

Ongoing input costs

Start up cost

Income idea

Market risk
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16.

Bird seed: Can be sold to pet shops,
aviaries, or bird parks. Why not start a bird
park on your property, and sell the seed to
tourists who visit the park?

17.

Blueberries: Sell fresh or as jam or pie.

18.

Buchu: An indigenous fynbos herb.

19.

Bush furniture: Need to get rid of some of
that bush encroachment?

20.

Cactus farm: A wide range of cactus
plants can serve as a tourist attraction. A
nursery near the Augrabies Waterfalls has
done just that, and there is a beautiful
cactus garden in a private garden in
Victoria West. Did you know?

21.

Candles: Embed indigenous objects such
as pods or seeds within the wax for a local
flavour.

22.

Calf rearing: As dairy replacements or for
the feedlot industry.

23.

Cereal foliage: Supply florists with dried or
unripened cereal plants. Durham wheat is
very popular in flower arrangements.

24.

Cheeses: Can be made from cow, goat
or sheep milk.

25.

Cherries: Sold fresh, as jams, preserves or
as pie. Why not let people pick their own?

26.

Child-care in a country setting: Offer a
childcare service to city dwellers if you live
close enough.

27.

Christmas trees: Not really known in the
South Africa market. Marketing may help.
Sell them in pots for all round use.
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OVERALL

[add your own criteria…]

Management requirements

Ongoing input costs

Start up cost

Income idea

Market risk
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28.

Compost: Organic compost is gaining in
market appeal.

29.

Contract services: Offer building, fencing,
or other maintenance services to
neighbouring farms.

30.

Crafts: Indigenous arts and crafts are a
growing industry. These include colourful
paintings, traditional objects, dancing
dolls, ceramics, beads, pipes, bows and
arrows, and shields are some examples.

31.

Culinary tours: Visits to different farms in
your area where various traditional or
local dishes can be sampled. Provide
South African poetry or story reading as
entertainment.

32.

Decorated eggs: Goose, duck, ostrich and
quail eggs which are painted or
decorated or made into things such as
light fittings, candle holders, jewellery
cases etc. are quite popular.

33.

Do-it-yourself farm: For the uninitiated
learning how to milk a cow or goat, to
collect free range eggs, to bale out the
horse stables, to pick cabbages, or to
make cheese is as exciting, and
sometimes preferable to bungee jumping
off a bridge.

34.

Essential oils: Distilled from various trees
and herbs are popular in the cosmetics
and perfume industries.

35.

Evening primrose: The oil is in demand for
therapeutic purposes.

36.

Farm museum: Collection of old types of
farm machinery.

OVERALL

[add your own criteria…]

Management requirements

Ongoing input costs

Start up cost

Income idea

Market risk
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37.

Farm secretarial services: A definite need,
especially financial record-keeping.

38.

Farm tours: If your farm has large and
interesting machinery or operations, farm
tours from school children or overseas
visitors may be an interesting business.

39.

Farmhouse restaurant: Can be done in
conjunction with other activities such as a
petting zoo or roadside curio store.
Location is important.

40.

Fern nursery: Propagating and producing
fern varieties.

41.

Ferrets: Are popular as pets.

42.

Firewood: Especially if you can
incorporate a “Working for Water” project.
(Contact the Department of Forestry and
Water Affairs).

43.

Fish: Raised in ponds, fresh or for fishing.
Trout fishing is popular, along with picnic,
camping or accommodation facilities.

44.

Free range eggs and poultry: Gaining in
niche market appeal. Sell exclusively to
selected traders.

45.

Fruit juices: Use the firm fruit for fresh sales,
but turn the rest in juices or preserves.

46.

Game birds: Sold quality packaged or for
hunting.

47.

Game farm: Hunting, bow hunting or
photography or game viewing is always
popular.

48.

Game or bush lodge: A growing industry, if
you have a pretty environment and a
variety of game or bird species.
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OVERALL

[add your own criteria…]

Management requirements

Ongoing input costs

Start up cost

Income idea

Market risk
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49.

Garlic: May be difficult to grow
commercially. Creative marketing can
achieve sales in the kitchen décor
industry.

50.

Gift hampers: Offer a variety of produce
and crafts from your region. Here your
enterprise can add value to other
products from your area.

51.

Gooseberries: Fresh or as jams and
preserves.

52.

Herbs: Sold as small windowsill plants in
pretty pots, fresh with vegetables or dried.

53.

Herbal vinegars: A wide variety of
possibilities.

54.

Heritage routes: These can incorporate
rock paintings, cultural villages, indigenous
food and arts and crafts.

55.

Holiday farms: Quite popular for the urban
dwellers. Provide a range of relaxing
activities for young and old.

56.

Hydroponic plants: Big potential for
vegetables and ornamental plants out of
season.

57.

Indigenous flowers: Export market exists for
certain varieties of seeds, seedlings, pot
plants, and bulbs.

58.

Indigenous fruits, seeds or animals:
Correctly packaged with recipes for the
local and overseas markets.

59.

Insectariums: Schools could be major
clients if packaged to suit educational
programmes.

OVERALL

[add your own criteria…]

Management requirements

Ongoing input costs

Start up cost

Income idea

Market risk
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60.

Jam and preserve making: Women can
be roped into to process crops on the
farm.

61.

Kiwi fruit: Fruits for a niche market.

62.

Lavender oil or plants: Sold in pretty
recycled pots or tins, oil distilled for the
scent or perfume industries, or in dried
flower arrangements or wreaths.

63.

Loquats: Although you are not allowed to
plant them anymore, you may have a
tree from which you can obtain fresh fruit
or make preserves.

64.

Macadamia nuts: Long term investment.

65.

Macaw parrots or other exotic birds: Need
specialist care, are expensive, but have a
worldwide demand.

66.

Melons: Grow a variety; make preserves,
or a friendly tea garden in a melon patch.

67.

Milking goats: Not only wonderful for a
petting zoo, but can also be good for
educational school tours. High demand
for goat’s milk out of season (can be
frozen) and for making exclusive cheeses
for niche delicatessen markets.

68.

Milking sheep: As for goats.

69.

Mobile animal nursery: Taking animals to
children’s schools or shopping centres.

70.

Mulberries: Same as loquats.

71.

Mushrooms: Technical requirements are
high.

72.

Nasturtium flowers: Sell small plants for
gardens, larger plants or flowers
packaged in salad mixes.
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Management requirements

Ongoing input costs

Start up cost

Income idea

Market risk
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73.

Nature trail hikes and guided tours: A
pristine environment with basic amenities
would cater to the local nature lover.

74.

Olives: Long term investment. Can be
planted as a windbreak. Sold fresh,
pickled or for oil.

75.

Orchids: Potential in niche markets for
keen producers.

76.

Organic cereal, meats or other crops: A
niche market is developing locally, and
already exists overseas.

77.

Ornamental fish: Breeding and supplying
unusual species of fish.

78.

Peacocks: For pets or for feather
arrangements (pretty eggs and feathers
are popular as coffee table arrangements
overseas).

79.

Peppers: Various speciality types.

80.

Pet motels: Upgraded versions of kennels
or catteries.

81.

Pick-it-yourself: If you are close enough to
well-frequented routes and cannot
handle all the picking in the harvesting
season, make it a treat for the city folk.

82.

Pottery: A clay and pottery tradition is part
of South African culture. Use these pots to
package honey, tea, sugar, jams,
preserves, mustard, fried flowers or fruits.

83.

Proteas: For the export market.

84.

Quail: Sold fresh or frozen, but neatly
packaged for the delicatessen industry.
Quail eggs are popular pickled.

OVERALL

[add your own criteria…]

Management requirements

Ongoing input costs

Start up cost

Income idea

Market risk
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85.

Rabbits: Can be used for hair, pelts or
meat.

86.

Reading and writing: older illiterate people
in the rural areas need these skills.

87.

Sheepskin or goat leather: Make your own
leather and leather products.

88.

Snails: Gourmet snails are popular.

89.

Squabs or table pigeons: Delicatessen
industry.

90.

Story telling: Arrange story-telling evenings
with the local tourism office. Rehearse and
offer a picturesque setting and a light
meal.

91.

Sundowner night drives: Drive tourists to a
scenic spot with a picnic hamper.

92.

Sweet potatoes: For the restaurant and
hotel trade.

93.

Tree tomatoes: Can be eaten fresh or
processed.

94.

Tree farm: A “library” of indigenous trees,
plus seeds, information and seedlings to
go with it.

95.

Trout farms: Popular throughout the
country for the local market.

96.

T-shirts: Painted with indigenous
mythological figures, indigenous plants or
landscapes.

97.

Turkeys: Small niche markets locally - also
processed meat potential as salamis and
lean meat.
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Start up cost

Income idea

Market risk
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98.

Weaving: Indigenous silk, wool, cashmere,
mohair, and sisal – all products that can
be woven into an array of products. Small
handbags are very fashionable right now.

99.

Wool packaged for home spinners: High
quality or ultra-fine wool packaged in
smaller lots for the home processing
industry.

OVERALL

[add your own criteria…]

Management requirements

Ongoing input costs

Start up cost

Income idea

Market risk
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100. Woollen quilts and pillows: Increasing
demand for natural products.
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