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•	 The benefits being well worth the effort; 
•	 Their confidence in COOKKANZ to find the best deal;
•	 Their appreciation of collective marketing;
•	 The link between the production of high-quality coffee and the adoption of good 

practices, on the one hand, and a high price obtained at the time of sale, on the other;
•	 Prices that enable them to invest in the future.

Benefits of cooperative membership

Lying closer to Lume, the site of the cooperative’s office, the coffee micro-washing 
stations of Ihunga, Rugetsi, Masambo, Mathungu and Kighali are the most enthusiastic 
about membership, because they have benefited substantially from the cooperative. 
The respondents from these MWSs are prouder and often more outspoken about:

Direct advantages of membership of the MWS

What benefit is there in being a member of a coffee micro-washing station?
For the vast majority (more than 70%), the purchase of coffee berries clearly stands out 
as the main advantage, followed by access to a viable sales channel (65%) and access to 
the services provided by the cooperative (50%).
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buying coffee cherries (profit)

viable sales channel access to services

In your story, the direct advantages of being a member of the MWS are mainly...
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Testimonial from an enthusiastic 
coffee grower:  

«�I’m very happy that Kawa 
Kanzururu has been set up here. 
The best thing is that we sell at a 
good price, compared to the days 
before the cooperative was created. 
In fact, I used to have to carry my 
coffee all the way to Uganda – on 
my head! I would arrive in Uganda, 
exhausted, and would be forced to 
sell my coffee at a ridiculously low 
price. I was never able to invest in 
the future or cover my household 
expenses. It also took a lot of 
energy. Thanks to Kawa Kanzururu, 
I now have a good deal and my 
experience of selling in Uganda is 
just a bad memory.»

Testimonial from a female coffee 
grower:  

«�I’m very happy to be a member of 
the Kawa Kanzururu cooperative. 
Last season my mother became 
seriously ill and had no money for 
treatment. I had just sold my coffee 
berries at a good price so I used the 
money I received from the MWS 
and went to Butembo to look after 
her. She’s now made a full recovery. 
I feel great joy because, thanks to 
my membership of the cooperative, 
I was able to sell my berries at a 
good price and save my mother’s 
life.»
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Confidence in COOKKANZ

78% of the coffee growers surveyed have confidence in Kawa Kanzururu’s ability to find 
a profitable market, while 4% do not.
This confidence is more marked among the respondents who shared stories about 
adopting good agricultural practices (93%, more than half of whom come from the 
Ihunga, Kighali, Masambo, Mathungu and Rugetsi MWSs) and among the respondents 
who are proud of the subject of their stories (92%, three-quarters of whom come from 
the Ihunga, Kighali, Masambo, Mathungu and Rugetsi MWSs).

Assessment of the price paid

68% of the respondents like the price paid by the Kawa Kanzururu cooperative and 
it enables them to make investments. However, 7% of the respondents think that the 
price paid to producers by the cooperative results in financial losses.

In your story, the producers...

Do not trust Kawa Kanzururu 
to find markets

Trust Kawa Kanzururu 
to find markets make it possible to investLead to financial losses

In your story, the prices paid by Kawa Kanzururu...
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Testimonial about good practices:  

«�Since I joined the Kawa Kanzururu 
cooperative, I no longer have to 
contend with the many problems 
I used to have. I can honestly say 
that, before COOKKANZ, we really 
didn’t sell here, in the true sense of 
the word. I was suffering so much 
that it felt like I was actually being 
robbed of my coffee. I had already 
started uprooting my coffee trees, 
because I just couldn’t see the 
point any more. But after selling 
to the station last season, I was 
encouraged by the price I got, the 
shorter distance involved and the 
tips I picked up at the MWS. This 
year I’ve even started to replant, 
because the Kawa Kanzururu 
cooperative has really motivated 
me.» 

Concerns of a woman from Ngingi 
MWS: 

«�A bowl of coffee berries used to 
sell at 1300 Ugandan shillings. But 
nowadays the price has dropped 
to 1100 shillings. Yet I have to do 
a lot of work before coming here 
to sell them. When you look at 
those people who sell to fraudsters 
without much effort being involved 
in processing the coffee, I think 
they earn more than us.»

Photo: Ivan Godfroid
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Motivation factors for contributing member 
shares

For 23% of the members, the main motivation to contribute a share is its dividend. 
According to 19% of the respondents, the decision to contribute their member share is 
motivated by a combination of the desire to ensure that they benefit from dividends, 
are less dependent on lenders and can provide COOKKANZ with business capital. 
According to 15% of the respondents, the contribution of member shares is primarily 
motivated by the desire to provide the cooperative with business capital.

Main services provided by the MWS to the 
producers

The respondents think that the main services provided by the micro-washing station 
are access to markets (76%) and training on good practices (63%) both at production 
level and on how to process the coffee after harvesting. Collective marketing (28%), 
price negotiation (21%), provision of information (21%), infrastructure (18%) and loans 
(18%) are considered to be secondary services of the MWS.

Information about contracts with buyers
35% of the respondents think that the information they receive about the coffee buyer contracts meets 
their needs and is provided transparently. The Luseke (46%), Mathungu (54%), Thako (52%), Kavalya (47%) 
and Mwenda (45%) MWSs are the most positive. In terms of the categories of respondents, employees 
of the Kawa Kanzururu cooperative (60%) have more positive opinions.
Conversely, 24% of the respondents have a negative opinion regarding the sharing of information on 
buyer contracts. The Ibatama (50%), Kikone (36%) and Ighaviro (35%) MWSs are the most negative. 

As we can see, the respondents who replied that the contribution of member shares is chiefly motivated by 
the desire to ensure that they benefit from dividends also indicated that the main benefit of membership 
is the purchase of their coffee berries and not the services provided. Does this mean that the services 
are not worthwhile? Far from it! The ultimate aim for the coffee growers is that the cooperative must 
be tangible in the members’ wallets.

to get a dividend

reduce dependency of lenders contribute to the commercial/
working capital of COOKANZ

In your story, the motivation to contribute a 
share to provide COOKANZ with capital, is 
motivated by...

In your story, the motivation to contribute a share 
to provide COOKANZ with capital, is motivated by...
(max. 3 choices)

In your story, the information about the contracts between the coffee buyers 
and COOKANZ...

Market access

Training on good practices

Collective sales

Price negotiations

Information

Infrastructure/logictics

Credit

Other (no specification)

76 %

63 %

28 %

21 %

21 %

18 %

18 %

4 %



Conclusions and action items

Many of the coffee growers who are members of the Kawa Kanzururu cooperative have 
a positive view of their cooperative business. 70% of them sell their coffee berries to their 
cooperative because they prefer it over competitors. It is therefore a conscious choice they 
are making: they identify with their cooperative business and do not regard it as just another 
buyer. And for this reason, the coffee growers are prepared to provide their cooperative 
with business capital for the purchase of berries, centralised processing and export to the 
international market.

In fact, 51% of the respondents think it is highly appropriate to contribute member shares 
(for 23% of them, motivated by the desire to ensure that they benefit from dividends and 
have business capital at their disposal in order to make them less dependent on lenders). 

The members of the Board of Directors and the staff of the cooperative take ownership of 
the findings of this survey. Accordingly, during the regular general assembly of the members, 
held in Lume on 21 April 2018, the directors and managers reaffirmed their commitment to 
turning the challenges into opportunities. The leadership has grasped the fact that sharing 
information is the key. This led to the introduction of the cooperative’s in-house newsletter 
(Taarifa ya Kawa Kanzururu), which is displayed in the form of a poster in the various micro-
washing stations each month.

And what about the Rikolto programme officers?

Rikolto staff are advising the cooperatives on better ways to explain the benefits of member-
ship to their members, in particular by drawing up business plans at coffee farm, MWS and 
cooperative levels. This involves clearly showing the production costs at all three levels to 
give a breakdown of the costs for each container sold.

Also, a manual will be designed to clearly explain what a cooperative is, and the benefits 
of membership: purchasing of berries, dividend, payment in shares in case of profit, etc.

Another challenge is to work on efficient communication to put the coffee growers at the 
heart of the whole process. The coffee growers are not mere suppliers; they are the owners 
of the cooperative. We have to work on changing attitudes. There must be a mechanism 
that empowers the coffee grower members.

Another important aspect of our work is to support the cooperatives in negotiating a minimum 
price with the buyers , so that each cooperative is in a better position to anticipate profits and 
will no longer be exposed to the volatility of coffee prices on the New York Stock Exchange. 
This will help us envision how this cooperative can operate independently – and indeed 
all the cooperatives that Rikolto supports, as challenges are almost the same everywhere.
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Contact Kawa Kanzururu

Av. Kawa Kanzururu 
Q. Mwangaza, Lume 
Secteur Ruwenzori 
P. Nord-Kivu 
République démocratique du Congo 
kawa.kanzururu@gmail.com

Contact Rikolto in DR Congo

Bld. Mgr. Charles Mbogha (rue Mutsanga) n°101  
Q. Kalemire, C. Bulengera 
V. Butembo, P. Nord-Kivu 
République démocratique du Congo 
www.rikolto.org/rdcongo 
rdcongo@rikolto.org
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