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absTraCT

Many local government author�t�es �n Tanzan�a have reformed the�r tax collect�on systems �n recent 
years �n order to �ncrease the�r revenue. Th�s paper exam�nes exper�ences w�th outsourced revenue 
collect�on of some local government author�t�es �n Tanzan�a. Based on ev�dence from four urban 
and three rural counc�ls, the study exam�nes how systems of pr�vat�sed tax collect�on perform w�th 
respect to revenue generat�on, adm�n�strat�on, and accountab�l�ty over 1996 to 2006. The selected 
counc�ls are Dar es Salaam and Mwanza C�ty Counc�ls, Ilala and K�nondon� Mun�c�pal Counc�ls, and 
K�losa, K�sarawe and Mosh� d�str�ct counc�ls. 

The study concludes that outsourc�ng offers no ‘qu�ck-fix’ to �ncrease local government revenues or 
to reduce tax adm�n�strat�ve problems. Wh�le collect�on has �ncreased and become more pred�ctable 
�n some counc�ls wh�ch have outsourced revenue collect�on, others have exper�enced substant�al 
problems w�th corrupt�on and except�onally h�gh profit marg�ns for the pr�vate agents at the expense 
of accompl�sh�ng a reasonable return to the respect�ve local government author�t�es. However, when 
appropr�ately managed and mon�tored, outsourced revenue collect�on may establ�sh a foundat�on 
for more effect�ve and effic�ent local government revenue adm�n�strat�on. 
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exeCuTive summary

The purpose of th�s paper �s to exam�ne recent exper�ences w�th outsourc�ng of revenue collect�on 
�n local governments �n Tanzan�a. The research �s gu�ded by the follow�ng quest�ons: 

(1) What are the major constra�nts and opportun�t�es fac�ng pr�vate collect�on of local  
government revenues? 

(2)  What allowances are made for the pr�vate collectors’ profit marg�n? 

Seven local government author�t�es were selected for �n-depth study: Dar es Salaam and Mwanza 
C�ty Counc�ls, Ilala and K�nondon� Mun�c�pal Counc�ls, and the three rural d�str�ct counc�ls K�losa, 
K�sarawe and Mosh�. 

key features of revenue outsourcing in the Case Councils

Revenues sources

Mwanza C�ty Counc�l p�oneered the outsourc�ng of revenue collect�on �n Tanzan�a as early as 1996, 
and s�nce 2000 an �ncreas�ng number of local author�t�es �n Tanzan�a have adopted pr�vate tender�ng 
systems for the collect�on of d�fferent types of taxes. These �nclude property taxes, market fees, forestry 
lev�es (unt�l 2005), cess on certa�n agr�cultural products, bus stand and park�ng fees. 

 Revenue collection agents 

Revenue collect�on �s outsourced to a range of d�fferent types of agents w�th�n and across the counc�ls 
stud�ed. These �nclude: a pr�vate consultancy firm spec�al�sed �n prov�d�ng tax adv�ce to the pr�vate 
sector, a firm pr�nc�pally engaged �n operat�ng pr�vate schools, market assoc�at�ons, co-operat�ves 
and a fish dealer organ�sat�on. 

Tendering process

Outsourc�ng of revenue collect�on �s generally based on an open tender process, referr�ng to gu�del�nes 
prov�ded by the Local Government Reform Programme (June 2003) and the Public Procurement Act 
No 21 of 2004. In a number of cases, counc�ls have term�nated the contracts �n accordance w�th the 
Arbitration Ordinance (Cap. 15) of 1931 due to defaults by some agents. 

benefits and Costs of outsourcing: experiences from the Case Councils

Revenue enhancement and predictability

Revenues from taxes where the collect�on �s outsourced and a share of the total revenue collect�on 
from the counc�l’s own sources d�ffer across the counc�ls; rang�ng from 10% to over 60%.

Outsourc�ng often y�elds more revenue compared w�th counc�l based collect�on from s�m�lar 
sources. However, the data from th�s case study suggest only marg�nal d�fferences over t�me �n 
revenue collect�on from sources collected by pr�vate agents and those collected by the counc�ls. 
Two �nterrelated factors may expla�n these find�ngs. F�rst, the revenue bases wh�ch are outsourced 
are those wh�ch are cons�dered by the counc�ls to be most problemat�c and/or costly to collect - 
some of the challenges fac�ng the enforcement of ‘problemat�c’ sources m�ght be more effect�vely 
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handled by pr�vate contractors. Hence, revenue y�elds from these taxes are expected to �ncrease. 
Second, by leav�ng the ‘problemat�c’ sources to pr�vate contractors, the counc�l may concentrate �ts 
enforcement on the rema�n�ng revenue sources, therefore the y�elds from these are therefore l�kely 
to �ncrease as well. 

Cost effectiveness and reallocation of council staff

Outsourced collect�on generally �mpl�es lower adm�n�strat�ve costs for local government author�t�es 
by sh�ft�ng the collect�on costs to the pr�vate sector rather than ut�l�s�ng government employees for 
the same purpose. Furthermore, due to the seasonal aspect of some revenue sources, a pr�vate agent 
or market assoc�at�on has much more flex�b�l�ty �n labour �nputs than a counc�l, thus reduc�ng the 
operat�onal costs of revenue collect�on. Accord�ng to representat�ves from the counc�l management 
teams, reallocat�on of staff and less pol�t�cal �nterferences �n the day-to-day operat�ons of tax collect�on 
are major benefits of outsourc�ng..

Monitoring the private agents 

In the �n�t�al phase of outsourc�ng, several counc�ls had the exper�ence of some agents not comply�ng 
w�th the�r contracts, e�ther by not subm�tt�ng the revenues they had collected, or by subm�tt�ng less 
money to the counc�l than st�pulated �n the contract. These problems were partly due to the agents’ 
lack of exper�ence, wh�ch was reflected �n overamb�t�ous b�ds, and partly because the agents �n some 
cases d�d not pay the�r own collectors properly, wh�ch reduced the�r �ncent�ves to collect. Also, some 
agents embezzled and d�sappeared w�th the revenues they had collected. Based on these exper�ences, 
b�dders are now requ�red to prov�de a bank statement and a bank guarantee or �mmob�le assets as 
secur�ty. To avo�d substant�al losses by default or embezzlement, the agents must subm�t revenues 
to the counc�l �n frequent �nstalments.

Corruption

Comprehens�ve assessments of the revenue potent�al of tax bases are essent�al for m�n�m�s�ng 
corrupt�on, but the capac�ty to conduct analys�s �s st�ll poor �n many counc�ls. Th�s study found 
that the contracted amount to be rem�tted to the counc�ls only represented a small fract�on of the 
revenues actually collected by the agent. Th�s could be due to corrupt deals between counc�l staff 
and the pr�vate agents, but also due to weak rout�nes for revenue assessments on a regular bas�s. 
Furthermore, the potent�al ‘profits’ connected w�th outsourc�ng make the contracts vulnerable to 
corrupt arrangements between members of the tender�ng board and pr�vate entrepreneurs. 

Political interference 

Representat�ves from the counc�l management teams �n all the counc�ls �dent�fied less pol�t�cal 
�nterferences �n the day-to-day revenue tax collect�ons as a major benefit of outsourc�ng. However, 
accord�ng to some pr�vate agents �nterv�ewed, outsourced revenue collect�on has been act�vely 
res�sted by �nd�v�dual counc�llors �n some locat�ons. 

what’s the Council’s share? assessing the revenue base in selected Councils

What percentage of the revenues collected �s rem�tted to the counc�l? What allowances are made for 
the pr�vate collectors’ profit marg�n? These quest�ons are �mportant for exam�n�ng the susta�nab�l�ty 
of outsourced revenue collect�on systems. Th�s study focuses on the exper�ences w�th some of the 
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commonly outsourced local government revenue sources �n recent years, �.e. fees and l�censes, market 
fees and crop cesses. Lessons from these counc�ls are shared by many other counc�ls �n Tanzan�a. 

Dar es Salaam City Council

Dar es Salaam’s two ma�n revenue sources under pr�vate collectors are fees for veh�cles and passengers 
at the Ubungo Bus Term�nal (UBT) and park�ng fees �n the c�ty centre. Approx�mately 90% of the 
UBT revenues are now collected by a pr�vate agent, but based on the counc�l’s own assessment 
of the revenue base �n 2002 and the ev�dence collected from th�s study, �t �s clear that the agent 
reta�ns the major�ty share of the revenues collected at the UBT. A conservat�ve revenue assessment 
�nd�cates that the C�ty Counc�l rece�ves only 44% of the revenue collected from entry fees, w�th the 
rema�n�ng 56% reta�ned by the agent. When tak�ng �nto account the peak traffic per�ods the share 
of the collected revenues reta�ned by the agent �s most l�kely substant�ally h�gher. Moreover, the C�ty 
Counc�l has s�gned a five year contract w�th the agent w�thout any prov�s�on for annual adjustments 
of the nom�nal amount of revenue to be subm�tted to the counc�l �n order to reflect changes �n the 
consumer pr�ce �ndex and �ncreased bus�ness act�v�t�es at the term�nal. Th�s �mpl�es that the real value 
of the money rem�tted to the counc�l w�ll decrease over t�me. 

Mwanza City Council

Currently, one th�rd (33%) of Mwanza C�ty Counc�l’s own revenues are collected by 16 pr�vate 
firms, �nd�v�duals, and market assoc�at�ons, and on average, 32% of the offic�ally reported revenues 
collected are reta�ned by the agent. Aga�n, th�s �s a h�gh marg�n, even after tak�ng �nto account the 
collect�on costs. Moreover, �t �s l�kely that the offic�al data understate the actual marg�ns, s�nce the 
revenue potent�al reflected �n the contracts generally seems to be underest�mated, as observed �n 
other counc�ls.

Moshi District Council

Coffee cess �s an �mportant revenue source for Mosh� DC, accounted for 28% of total tax revenues 
from agr�cultural products �n the 2005/06 fiscal year. The K�l�manjaro Nat�ve Cooperat�ve Un�on 
(KNCU) collects the major�ty of cess on behalf of the counc�l, and �s supposed to pay th�s �n four 
annual �nstalments to the counc�l. However, there are t�mes when KNCU �s a debtor of the counc�l 
at the year end. There �s no well defined mechan�sm to crosscheck whether the amount presented 
by KNCU reflects the actual purchases from pr�mary cooperat�ves and what �s actually sold to the 
Tanzan�a Coffee Board (TCB). 

Conclusions and Policy implications

Outsourc�ng offers no ‘qu�ck-fix’ e�ther to �ncrease local government revenue, or to reduce tax 
adm�n�strat�on problems �n local government author�t�es. In some counc�ls outsourc�ng has �ncreased 
collect�ons and made revenue flows more pred�ctable, wh�le other counc�ls have exper�enced 
substant�al problems w�th corrupt�on. In several contracts exam�ned dur�ng th�s study pr�vate agents 
have secured except�onally h�gh profit marg�ns at the expense of accompl�sh�ng a reasonable revenue 
return to the local government author�ty. However, when appropr�ately managed and mon�tored, 
outsourced revenue collect�on may establ�sh a foundat�on for more effect�ve and effic�ent local 
government revenue adm�n�strat�on. 
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The accurate assessment of the actual revenue potent�al �s a major challenge fac�ng local government 
author�t�es when �mplement�ng th�s system of pr�vat�sed revenue collect�on. Currently, assessments 
are conducted on an ad hoc bas�s, often based on the prev�ous year’s reported collect�on. In many 
cases the assessment reflected �n the contracts are outdated and do not reflect changes over t�me 
�n the revenue base. Moreover, the contracts often refer to nom�nal amounts �n TSh, wh�ch are not 
adjusted upwards (or downwards, �f requ�red) �n accordance w�th the general econom�c act�v�ty level, 
�nflat�on etc. Underest�mat�on of the revenue potent�al �mpl�es that the actual collect�on by the agent 
may be cons�derably h�gher than what �s reflected �n the contract and pa�d to the counc�l. 

There �s an urgent need to put �n place a system for more real�st�c assessment of the revenue potent�al 
before outsourc�ng. An effect�ve solut�on could be to establ�sh an �ndependent body respons�ble for 
conduct�ng such revenue assessments. A proper assessment of the revenue potent�al would also 
prov�de an �mportant check aga�nst the potent�al for corrupt�on �n the tender process for outsourc�ng 
revenue collect�on. 
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1 inTroduCTion

Among the most urgent challenges for the ongo�ng decentral�sat�on reforms �n Tanzan�a �s to find 
appropr�ate revenue sources and tax enforcement methods for local government author�t�es. In 
recent years a number of local government author�t�es have reformed the�r tax collect�on systems 
�n order to �ncrease revenue. D�fferent measures have been �mplemented, �nclud�ng outsourc�ng of 
revenue collect�on to pr�vate agents, wh�ch �s currently be�ng �mplemented �n an �ncreas�ng number 
of counc�ls. They �nclude pr�vate collect�on of property taxes �n urban counc�ls; market fees �n both 
rural and urban counc�ls; forestry lev�es (unt�l 2005) ma�nly �n rural counc�ls; crop cess on certa�n 
agr�cultural products �n rural counc�ls; and bus stand and park�ng fees �n urban counc�ls. 

Depend�ng on how they are �mplemented, the tender�ng systems for collect�ng taxes, fees and charges 
could potent�ally be a successful strategy for �mprov�ng revenue collect�on.1 To meet �ts object�ves 
the system of pr�vate revenue collect�on needs to ensure that pr�vate contractors accompl�sh a 
reasonable return on the resources deployed. Pr�vate collect�on may also result �n lower costs and 
more effect�ve revenue collect�on over a system wh�ch ut�l�ses local government employees for the 
same purpose.2 However, the potent�al profits connected w�th such contracts make them vulnerable 
for corrupt arrangements between members of the tender�ng board and bus�ness people.3 Thus, �t �s 
�mportant to ensure that the tender�ng process �s compet�t�ve and fa�r, and the contracts transparent. 
Whether th�s �s the case �n local government author�t�es �n Tanzan�a forms an �mportant part of the 
mot�vat�on of th�s emp�r�cal �nqu�ry. 

The purpose of th�s study �s to exam�ne recent exper�ences w�th outsourc�ng of revenue collect�on 
�n local governments �n Tanzan�a. The research �s gu�ded by the follow�ng quest�ons: 

(1) What are the major constra�nts and opportun�t�es fac�ng pr�vate collect�on of local government 
revenues? 

(2) What allowances are made for the pr�vate collectors’ profit marg�n? 

Much of what �s currently known about the work�ng of d�fferent systems of outsourced revenue 
collect�on results from anecdotal ev�dence rather than systemat�c �nvest�gat�on. In part�cular, l�ttle �s 
known about how effect�ve pr�vat�sed collect�on schemes are to enhanc�ng revenues �n ways that 
secure the leg�t�macy of the publ�c sector. The val�d�ty of the revenue assessment, wh�ch forms the 
bas�s for the contract between the pr�vate collector and the local government, �s espec�ally �mportant. 
Yet, l�ttle emp�r�cal research has been carr�ed out on th�s subject �n Afr�ca.4 Th�s study comp�les more 
systemat�c ev�dence on these matters than has h�therto been ava�lable. 

Seven local government author�t�es were selected for �n depth study. These are: Dar es Salaam and 
Mwanza C�ty Counc�ls, Ilala and K�nondon� Mun�c�pal Counc�ls, and the three rural counc�ls K�losa, 
K�sarawe and Mosh�. The emp�r�cal study �s based on pr�mary and secondary data from the selected 
counc�ls, and comb�nes d�fferent methods for data collect�on. Wh�le �nformat�on on tender�ng pract�ces 
were obta�ned from local government secondary data sources, we also �nterv�ewed key �nformants 
�n local government adm�n�strat�ons, ex�st�ng and former tender holders and other �nterested part�es, 
as well as taxpayers �n the case counc�ls. The emp�r�cal assessment of revenue y�elds was based on 
field research at the Ubungo Upcountry Bus Term�nal �n Dar es Salaam, markets of d�fferent s�zes and 
structures �n Mwanza, and coffee cooperat�ves �n Mosh� DC. The data collect�on for assess�ng the 
1  Pr�vate or outsourced tax collect�on �s commonly referred to as ‘tax farm�ng’ �n the l�terature (K�ser and Baker 1994; 

Webber and W�ldavsky 1986).
2  K�ser and Baker 1994
3  Bardhan and Mookherjee 2000; Iversen et al 2006
4  Excerpt�ons are Iversen et al (2006), focus�ng on pr�vate collect�on of market fees �n Uganda and Kobb (1999, 2001) 

study�ng market fee collect�on �n Tanzan�a.
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revenue potent�al for selected tax bases took place �n July, August and September 2006. It �ncluded 
�nterv�ews w�th current and prev�ous revenue collectors, mapp�ng of act�v�t�es at the bus term�nal, 
censuses of market vendors and of transact�ons �n key commod�t�es such as vegetables, cloth�ng , 
and so on. Th�s was followed up �n 2007 w�th �nterv�ews w�th key stakeholders �n Dar es Salaam CC, 
Ilala MC and K�nondon� MC (July), Mosh� DC and Mwanza CC (August). 

The paper �s organ�sed as follows. Sect�on 2 rev�ews the h�stor�cal and theoret�cal perspect�ves 
on pr�vate revenue collect�on. The theoret�cal l�terature rev�ewed prov�des pred�ct�ons about the 
d�v�s�on of labour between bureaucrat�c and pr�vate collect�on dr�ven by underly�ng �nformat�onal 
asymmetr�es. In Sect�on 3, key features and rat�onales of outsourced revenue collect�on �n the selected 
urban and rural counc�ls are presented. The tender�ng process, �nclud�ng the formal cr�ter�a that are 
�n place for select�ng the w�nner among the b�dders, �s also exam�ned. Major econom�c, pol�t�cal 
and adm�n�strat�ve benefits and constra�nts fac�ng the outsourced system of revenue collect�on are 
exam�ned �n Sect�on 4. An assessment of the actual revenue potent�als for selected revenue bases 
�s carr�ed out �n Sect�on 5. Sect�on 6 d�scusses pol�cy �mpl�cat�ons and prov�des conclus�ons based 
on the research find�ngs.
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2 HisToriCal and THeoreTiCal PersPeCTives of 
ouTsourCed revenue ColleCTion

Pr�vate or outsourced revenue collect�on, often referred to as ‘tax farm�ng’ �n the l�terature, �s understood 
as a system where�n ‘the right to collect certain taxes owed the state is auctioned off to the highest bidder’ 
(Stella 1993: 217). Tax farm�ng was pract�sed �n Mesopotam�a around 1750 B.C., �n England from the 
late Tudor per�od unt�l the C�v�l War, by the Mughals �n northern Ind�a �n the early e�ghteenth century 
and by France, Ch�na, Russ�a and Spa�n at other h�stor�cal junctures. Wh�le tax farm�ng’s popular�ty 
typ�cally faded w�th t�me and modern�sat�on, �ts trajectory and ult�mate dem�se was rarely l�near and 
often �nvolved sw�tch�ng between bureaucrat�c and pr�vate systems of collect�on.5 The typ�cal d�v�s�on 
of labour was to outsource collect�on of �nd�rect taxes, wh�le government bureaucrats reta�ned control 
over the collect�on of d�rect taxes. 

Th�s underp�ns the cla�m that pr�nc�pal-agent (or contract) theory prov�des a prom�s�ng analyt�cal and 
conceptual framework to study tax collect�on systems.6 Indeed, contractual perspect�ves �llustrate 
the two core problems �n bureaucrat�c collect�on, namely corrupt�on at collect�on po�nt and the 
scope for ascerta�n�ng the tax base of act�v�ty-sens�t�ve taxes.7 Us�ng a pr�nc�pal-agent approach to 
the relat�onsh�p between the pr�nc�pal, tha �s, the local government author�ty, and the collect�on 
agent, the pr�nc�pal’s challenge �s to des�gn a mechan�sm (contract) that reconc�les the confl�cts of 
�nterest between the two part�es. In local tax collect�on, the contractual cho�ce may be �nterpreted 
as a funct�on of the control or mon�tor�ng capac�ty of local government adm�n�strat�ons, w�th (�) 
bureaucrat�c, (��) �ntermed�ate, and (���) full-fledged tax farm�ng as the ma�n contractual alternat�ves. 
Contractual sh�fts would then result from a change �n the underly�ng mon�tor�ng problem. 

Uncerta�nty about the s�ze of the revenue base �s a key aspect of the mon�tor�ng problem. For 
example, a stable revenue base reduces the d�fficulty of the mon�tor�ng problem and enables the 
pr�nc�pal to more accurately pred�ct revenue flows. Th�s makes the ver�ficat�on of the performance 
of a government-employed revenue collector eas�er. Many tax bases �n poor countr�es are, however, 
d�st�nctly sens�t�ve to econom�c fluctuat�ons. Th�s appl�es, �n part�cular, to agr�cultural based revenue 
bases where the pr�nc�pal w�ll need to d�st�ngu�sh (a) poor performance by the bureaucrat from (b) 
collus�on and corrupt�on between bureaucrat and taxpayers, and (c) a poor collect�on result due to 
a local recess�on. It follows that pr�vate contractors (tax farmers) not only have a greater personal 
stake �n controll�ng the collectors, but also w�ll be better placed w�th to penal�se underperform�ng 
collectors. Government jobs �n Tanzan�a are usually permanent and frequently prov�de �nsuffic�ent 
performance-related �ncent�ves. The latter prov�des the key arguments for outsourc�ng the collect�on 
of market fees and other act�v�ty sens�t�ve taxes.

5  K�ser 1994; K�ser and Kane 2006
6  Iversen et al 2006
7  Azabou and Nugent 1988; Toma and Toma 1993
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3 feaTures of revenue ouTsourCing in THe Case 
CounCils

In th�s sect�on the key features of and rat�onales for outsourced revenue collect�on �n the selected 
urban and rural case counc�ls are exam�ned. The sect�on starts out w�th a descr�pt�on of revenue 
sources wh�ch have been outsourced �n var�ous counc�ls, followed by a d�scuss�on of the character�st�cs 
of the �nvolved pr�vate agents. The tender�ng process, �nclud�ng the formal cr�ter�a that are �n place 
for select�ng the w�nner �s also exam�ned.

3.1 revenues sources

S�nce 2000, an �ncreas�ng number of local author�t�es �n Tanzan�a have adopted pr�vate tender�ng 
systems for the collect�on of d�fferent types of taxes (Table 1). They �nclude: outsourced collect�on of 
property taxes �n some urban counc�ls such as �n Ilala and K�nondon� Mun�c�pal Counc�ls and Mwanza 
C�ty Counc�l; market fees �n both rural and urban counc�ls; forestry lev�es (unt�l 2005) ma�nly �n rural 
counc�ls such as K�losa and K�sarawe; cess on certa�n agr�cultural products �n rural counc�ls; and bus 
stand and park�ng fees. 

Table 1: Private revenue Collection in the Case Councils

revenue bases
outsourced

dar es 
salaam 

CC
ilala mC kinondoni 

mC
mwanza 

CC
kilosa

dC
kisarawe 

dC
moshi

dC

Property tax (flat 
rate)* X X X

Market fees X X X X X X

Forestry lev�es 
(unt�l 2005) X X

Agr�cultural cess X** X***

L�vestock auct�on 
& abatto�r fees

X

Bus stand fees X X X X

Park�ng fees X X X

Publ�c to�lets X X X

Sol�d waste 
management X X X

Key:  
* Currently, the counc�ls’ own staff usually collects property taxes from the valued roll (valued property), and, 

generally from large property owners.
           **       Except from cashew nuts
         ***    Coffee cess

Source: Comp�led by the authors based on �nformat�on from the counc�ls’ finance departments. 
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Mwanza C�ty Counc�l p�oneered the outsourc�ng of revenue collect�on �n Tanzan�a as early as 1996 
�n response to compla�nts from c�t�zens about the counc�l’s revenue collectors, and that the money 
collected d�d not benefit the people. Moreover, accord�ng to counc�l staff �nterv�ewed, counc�llors 
often �ntervened �n the revenue collect�on process and also �n the recru�tment of revenue collectors. 
Corrupt�on was also perce�ved to be a problem at collect�on po�nts. Three arguments �n favour of 
outsourc�ng were ra�sed. F�rst, �t was assumed that a pr�vate firm would be able to more eas�ly fire 
non-perform�ng or corrupt staff than, what was the case for the local author�ty. Secondly, �t was 
argued that the problem of pol�t�cal �nterference �n the tax collect�on process and �n the recru�tment 
of revenue collectors would d�sappear by outsourc�ng.8 F�nally, the counc�l expected that outsourc�ng 
would lead to a more pred�ctable revenue stream for the counc�l and lower the adm�n�strat�ve costs 
by sh�ft�ng the costs of collect�on to the pr�vate agent(s).

3.2 revenue Collection agents 

Revenue collect�on �s outsourced to a range of d�fferent types of agents w�th�n and across the counc�ls 
stud�ed (Table 2). For example, �n K�nondon� MC the collect�on of property taxes �n certa�n areas were 
collected by a pr�vate consultancy firm spec�al�sed �n prov�d�ng tax adv�ce to the pr�vate sector �n 
the per�od 2004-2005, whereas �n K�losa and K�sarawe the collect�on of forest lev�es (unt�l they were 
abol�shed �n 2005) was done by a firm pr�nc�pally engaged �n the operat�on of pr�vate schools. For 
market dues, collect�on �s ma�nly outsourced to market assoc�at�ons and co-operat�ves operat�ng �n 
the respect�ve markets. In Mwanza, for �nstance, the collect�on of fish market fees �s outsourced to a 
fish dealers’ organ�sat�on, and the collect�on of fees at the central market �s contracted to a vegetable 
cooperat�ve operat�ng at the market. 

8  Pol�t�cal �ntervent�ons �n the tax collect�on processes have been common �n local government author�t�es (see 
Fjeldstad, 2001; and Fjeldstad and Semboja 2000). 

Features of Revenue Outsourcing in the Case Councils



6

Ta
bl

e 
2:

  e
xa

m
pl

es
 o

f o
ut

so
ur

ce
d 

re
ve

nu
es

 a
nd

 a
ge

nt
s 

in
 s

el
ec

te
d 

Ca
se

 C
ou

nc
ils

 

Co
un

ci
l

Ty
pe

 o
f r

ev
en

ue
 o

ut
so

ur
ce

d
ye

ar
 o

f 
o

ut
so

ur
ci

ng
a

ge
nt

(s
)

Co
nt

ra
ct

Co
nt

ra
ct

 a
m

ou
nt

 to
 b

e 
su

bm
itt

ed
 to

 th
e 

co
un

ci
l

Pe
r  

m
on

th
, i

n 
Ts

hs

D
ar

 e
s S

al
aa

m
 C

C
Bu

s s
ta

nd
 fe

es
 

(U
bu

ng
o 

Bu
s T

er
m

�n
al

)
20

04
Sm

ar
t H

ol
d�

ng
 L

td
. 

5 
ye

ar
 c

on
tr

ac
t f

ro
m

 1
st

 N
ov

em
be

r 2
00

4 
to

 3
1s

t 
O

ct
ob

er
 2

00
9.

 
A 

fix
ed

 a
m

ou
nt

 w
h�

ch
 �s

 th
e 

sa
m

e 
fo

r t
he

 
w

ho
le

 p
er

�o
d 

�s 
to

 b
e 

su
bm

�tt
ed

 to
 th

e 
co

un
c�

l, 
re

ga
rd

le
ss

 o
f a

ny
 n

ew
 v

en
tu

re
s a

nd
 b

us
�n

es
s 

ex
pa

ns
�o

ns
 a

t t
he

 b
us

 te
rm

�n
al

.

54
,0

52
,6

74

Pa
rk

�n
g 

fe
es

20
03

M
.P.

 E
nv

�ro
nm

en
t C

o.
 

Lt
d.

 

12
 y

ea
r c

on
tr

ac
t f

ro
m

 1
st

 S
ep

te
m

be
r 2

00
3 

to
 3

1s
t 

Au
gu

st
 2

01
5.

 
A 

fix
ed

 a
m

ou
nt

 w
h�

ch
 re

m
a�

ns
 th

e 
sa

m
e 

ov
er

 th
e 

w
ho

le
 p

er
�o

d 
�s 

to
 b

e 
su

bm
�tt

ed
 to

 th
e 

co
un

c�
l.

50
,5

00
,0

00

Ila
la

 M
C

Pr
op

er
ty

 ta
x

TA
PS

E
90

%
 o

f t
he

 c
ol

le
ct

�o
n 

�s 
re

ta
�n

ed
 

by
 th

e 
ag

en
t. 

Th
e 

co
nt

ra
ct

 h
as

 
be

en
 te

rm
�n

at
ed

.

M
ar

ke
t f

ee
s

M
ar

ke
t A

ss
oc

�a
t�o

n 
Co

op
 S

oc
�e

ty
 

(IL
AM

AC
O

)

K�
no

nd
on

� M
C

Pr
op

er
ty

 ta
x

20
04

M
/S

 IM
M

M
A 

Co
ns

ul
t�n

g 
Se

rv
�c

es
 

Lt
d 

2 
ye

ar
 c

on
tr

ac
t (

20
04

-2
00

5)
. 

Th
e 

fir
m

 c
ol

le
ct

ed
 p

ro
pe

rt
y 

ta
x 

an
d 

de
bt

s �
n 

th
re

e 
w

ar
ds

*
80

%
 o

f c
ol

le
ct

�o
n

20
04

M
/S

 P
ro

fe
ss

�o
na

l 
Ce

nt
re

2 
ye

ar
 c

on
tr

ac
t (

20
04

-2
00

5)
. 

Th
e 

fir
m

  c
ol

le
ct

ed
 p

ro
pe

rt
y 

ta
x 

an
d 

de
bt

s �
n 

tw
o 

w
ar

ds
.

80
%

 o
f c

ol
le

ct
�o

n

20
04

M
/S

 F
os

te
rs

 
Au

ct
�o

ne
er

 a
nd

 D
eb

t 
Co

lle
ct

�o
n

2 
ye

ar
 c

on
tr

ac
t (

20
04

-2
00

5)
. 

Th
e 

fir
m

  c
ol

le
ct

ed
 p

ro
pe

rt
y 

ta
x 

an
d 

de
bt

s �
n 

th
re

e 
w

ar
ds

.
80

%
 o

f c
ol

le
ct

�o
n



7

Co
un

ci
l

Ty
pe

 o
f r

ev
en

ue
 o

ut
so

ur
ce

d
ye

ar
 o

f 
o

ut
so

ur
ci

ng
a

ge
nt

(s
)

Co
nt

ra
ct

Co
nt

ra
ct

 a
m

ou
nt

 to
 b

e 
su

bm
itt

ed
 to

 th
e 

co
un

ci
l

Pe
r  

m
on

th
, i

n 
Ts

hs

20
04

M
/S

 M
&R

 A
ge

nc
y 

Lt
d 

2 
ye

ar
 c

on
tr

ac
t (

20
04

-2
00

5)
. 

Th
e 

fir
m

 c
ol

le
ct

ed
 p

ro
pe

rt
y 

ta
x 

an
d 

de
bt

s �
n 

th
re

e 
w

ar
ds

.
80

%
 o

f c
ol

le
ct

�o
n

20
04

M
/S

 M
aj

em
be

 A
uc

t�o
n 

M
ar

t L
td

 

2 
ye

ar
 c

on
tr

ac
t (

20
04

-2
00

5)
. 

Th
e 

fir
m

  c
ol

le
ct

ed
 p

ro
pe

rt
y 

ta
x 

an
d 

de
bt

s �
n 

th
re

e 
w

ar
ds

.
80

%
 o

f c
ol

le
ct

�o
n

20
04

M
/S

 D
EZ

O
 L

td
 

2 
ye

ar
 c

on
tr

ac
t (

20
04

-2
00

5)
. 

Th
e 

fir
m

  c
ol

le
ct

ed
 p

ro
pe

rt
y 

ta
x 

an
d 

de
bt

s �
n 

th
re

e 
w

ar
ds

.
80

%
 o

f c
ol

le
ct

�o
n

20
04

M
/S

 Y
on

o 
Au

ct
�o

n 
M

ar
t C

om
pa

ny
 L

td
 

2 
ye

ar
 c

on
tr

ac
t (

20
04

-2
00

5)
. 

Th
e 

fir
m

 c
ol

le
ct

ed
 p

ro
pe

rt
y 

ta
x 

an
d 

de
bt

s �
n 

th
re

e 
w

ar
ds

.
80

%
 o

f c
ol

le
ct

�o
n

M
w

an
za

 C
C

Pr
op

er
ty

 ta
x

O
KW

AM
A 

En
te

rp
r�s

es
Ac

co
rd

�n
g 

to
 c

on
tr

ac
t, 

th
e 

ag
en

t s
ha

ll 
su

bm
�t 

85
%

 o
f t

he
 

co
lle

ct
�o

n 
to

 th
e 

co
un

c�
l

L�
ve

st
oc

k 
au

ct
�o

n 
& 

ab
at

to
�r 

fe
es

M
ba

ta
m

a 
H

ol
d�

ng
s

76
5,

00
0

K�
sa

ra
w

e 
D

C
Fo

re
st

ry
 le

v�
es

20
03

M
ut

em
be

� H
ol

d�
ng

2 
ye

ar
 c

on
tr

ac
t (

20
03

-2
00

5)

F�
rs

t y
ea

r: 
Ts

hs
. 9

,0
00

,0
00

 to
 th

e 
D

C
Se

co
nd

 y
ea

r: 
Ts

h 
s.1

0,
00

0,
00

0 
to

 
th

e 
D

C 

Ke
y:

 *
 W

ar
d:

 a
n 

ad
m

�n
�st

ra
t�v

e 
le

ve
l a

nd
 c

on
st

�tu
en

cy
 �n

 a
 c

ou
nc

�l. 

So
ur

ce
: C

om
p�

le
d 

by
 th

e 
au

th
or

s b
as

ed
 o

n 
�n

fo
rm

at
�o

n 
fro

m
 th

e 
co

un
c�

ls’
 fi

na
nc

e 
de

pa
rt

m
en

ts
. 



8

3.3 The Tendering Process

Outsourc�ng of revenue collect�on �s usually an open tender process based on gu�del�nes prov�ded 
by the Local Government Reform Programme (June 2003) and the Public Procurement Act No 21 of 
2004. Before float�ng a tender, the counc�l often conducts an assessment to determ�ne the revenue 
potent�al and the tender b�ds are expected to be w�th�n the counc�l’s revenue est�mates.9 The appl�cant 
�s also requ�red to show a bank guarantee or an asset as secur�ty. Th�s measure a�ms to ensure that the 
counc�l’s revenues are not lost �f the contractor defaults. To further m�n�m�se the losses �f the contractor 
defaults, some counc�ls have �nstalled a system whereby the contractor has to subm�t revenues to the 
counc�l �n small �nstalments, most commonly on a weekly or fortn�ght bas�s, but �n some cases also 
da�ly, wh�ch �s the case for bus stand fees at the Ubungo Bus Term�nal �n Dar es Salaam C�ty Counc�l. 
Normally, th�s frequency and proport�on or amount �s spec�fied �n the contract. 

The b�dd�ng process generally has s�x steps �n accordance w�th the Public Procurement Act 2004:

1. Advert�se �n news newspapers.

2. Appl�cants subm�t the�r appl�cat�on to the counc�l through the tender box.

3. When the deadl�ne �s over the appl�cat�ons are opened �n publ�c, w�th all appl�cants  
�nv�ted to attend the open�ng.

4. The counc�l evaluates the appl�cat�ons.

5. Select�on of the w�nner by the counc�l’s tender board.

6. Advert�se the w�nner and �nform those who have lost the tender. 

The Tender Board, �s, �n accordance w�th the Publ�c Procurement Act 2004, composed of: 

Cha�r (appo�nted by counc�l d�rector, normally �s the head of department).

Procurement (or Suppl�es) Officer (secretary).

Counc�l Treasurer (member).

Adm�n�strat�ve Officer (member).

2 members appo�nted by the Cha�r (e.g. the Counc�l’s Legal Officer and the D�str�ct Manpower 
Management Officer).

Co-opted members l�ke the head of the department respons�ble for the spec�fic tender 
(non-permanent member).

Prev�ously, elected counc�llors were members of the tender board; however th�s was changed �n 
the new Act of 2004. 

The cr�ter�a for w�nn�ng a contract may d�ffer �n deta�l between local government author�t�es. But, 
generally, the b�dder must fulfil the follow�ng cond�t�ons: 

The b�dder must subm�t a deta�led tender.

The b�dder �s requ�red to have a Tanzan�an c�t�zensh�p, or be a reg�stered Tanzan�an organ�sat�on. 
A b�d may be subm�tted by �nd�v�duals, firms, a co-operat�ves, v�llage governments, and others. 
Some counc�ls requ�re that the b�dder be a res�dent from the�r counc�l. 

9  However, as d�scussed �n sect�on 5, revenue assessments by counc�ls are often very poor.

•

•

•

•

•

•

•

•
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The b�dder must have a ‘known past h�story’ (�deally exper�ence from revenue collect�on, and 
no record of court cases aga�nst h�m/her).

The b�dder �s requ�red to present bank statements and bank guarantee and/or a secur�ty of 
an �mmovable asset. 

The b�d should fall w�th�n the counc�l’s assessed revenue est�mates.

The contract often spec�fies that the agent shall meet all adm�n�strat�ve and operat�onal costs, 
�nclud�ng stat�onary expenses, transport, payment of salar�es to the revenue collectors, as well as other 
costs �ncurred dur�ng the execut�on of the serv�ces. Further, the agent �s respons�ble for keep�ng and 
ma�nta�n�ng proper records and books of accounts �n respect of revenue collected. In some cases, 
the contract spec�fies that the agent shall furn�sh the counc�l w�th monthly financ�al and operat�onal 
reports. The counc�l �s ent�tled to �nspect books and records of accounts, although th�s ‘r�ght’ �s not 
enforced by some counc�ls. 

If any d�spute ar�ses between the agent and the counc�l w�th regard to the�r respect�ve r�ghts, dut�es 
or obl�gat�ons connected w�th the agreement, the contract normally states that such d�fferences first 
shall be subject to ‘am�cable resolut�on’ by the part�es. In the event that the part�es are unable to reach 
an am�cable resolut�on, the d�spute shall be finally settled �n accordance w�th the Arb�trat�on Ord�nance 
(Cap. 15) of 1931. In a number of cases, counc�ls have term�nated the contracts �n accordance w�th 
the Arbitration Ordinance, for example Mwanza and K�nondon� term�nated the�r outsourced revenue 
collect�on contracts for property tax collect�on. 

•

•

•

Features of Revenue Outsourcing in the Case Councils
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4 benefiTs and CosTs of ouTsourCing: exPerienCes 
from THe Case CounCils

What are the major econom�c, �nst�tut�onal and pol�t�cal benefits and constra�nts fac�ng outsourc�ng 
of revenue collect�on? What �s the actual revenue potent�al of spec�fic tax bases, compared w�th the 
rem�ttance levels spec�fied �n the contracts between the counc�ls stud�ed and the�r pr�vate agents? 
These quest�ons are exam�ned �n th�s sect�on.

4.1 revenue enhancement and Predictability

The contract normally spec�fies the amount of money �n Tanzan�an Sh�ll�ngs wh�ch the agent shall 
rem�t to the counc�l on a da�ly, weekly, monthly, and �n some cases annual bas�s. For the counc�ls, 
th�s fac�l�tates more pred�ctable budget�ng and plann�ng, prov�ded that the agents comply w�th the 
contracts. Collect�on by the counc�l �tself often �mpl�ed substant�al and unpred�ctable fluctuat�ons 
�n revenues due to, for �nstance, external shocks �n the form of unfavourable weather cond�t�ons 
(droughts or floods), econom�c recess�ons, and changes �n nat�onal tax pol�c�es such as the abol�t�on 
of certa�n revenue sources. Th�s does not �mply that the pr�vate revenue collectors are not exposed 
to shocks, but they can, �n pr�nc�ple, �ncorporate such uncerta�nt�es �nto the contracts v�a the agreed 
amount they are to subm�t to the counc�l.  

The proport�on of revenues from outsourced bases as a share of the total revenue collect�on from the 
counc�l’s own sources d�ffer across the case counc�ls. In Mwanza CC, for �nstance, the share �n fiscal 
year 2004/05 was around 40%, compared to more than 60% �n Dar es Salaam CC, and approx�mately 
10% �n Ilala MC and K�losa DC (see F�gure 1). 

figure 1: share of outsourced revenue bases as a Percentage of all bases
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F�gures 2a and 2b present the growth rates of revenues from outsourced and non-outsourced 
revenue bases �n Mwanza CC (1996-2005) and K�losa DC (1999-2005) respect�vely. F�gure 2a shows that 
revenues from both outsourced and sources collected by Mwanza CC have exper�enced very s�m�lar 
growth rates dur�ng the per�od 1996-2005. In contrast K�losa DC exper�enced a dramat�c growth �n 
revenues from outsourced bases from 1999-2000, followed by a drop dur�ng 2000-2001 (F�gure 2b). 
Thereafter, the growth �n revenues from the two modes of collect�on followed a s�m�lar trend. Two 
�mportant quest�ons for further exam�nat�on emerge from the trends reflected �n the figures above. 
F�rst, what �s the revenue performance of outsourced bases compared to revenues collected by the 
case counc�ls? Secondly, what �s the cost effect�veness of the two modes of revenue collect�on?

figure 2a:   mwanza - annual growth rates from outsourced versus non-outsourced  revenue                                                                                             
    bases 
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figure 2b: kilosa - annual growth rates from outsourced versus non-outsourced revenue  
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Accord�ng to those counc�l offic�als �nterv�ewed, outsourc�ng y�elds more revenue compared to 
what the counc�l managed to collect from the same sources. However, the data �n figures 2a and 2b 
above  suggest that there are marg�nal d�fferences �n revenue collect�on from collected by pr�vate 
agents and those collected by the counc�l. How can th�s be expla�ned? Two �nterrelated factors are 
l�kely to �mpact upon revenue collect�on. The first explanat�on �s that the revenue bases wh�ch are 
outsourced are those wh�ch are cons�dered by the counc�ls to be most problemat�c and/or costly 
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to collect. Some of the challenges fac�ng the enforcement of ‘problemat�c’ sources m�ght be more 
effect�vely handled by pr�vate contractors. Hence, the revenue y�elds from these taxes are expected 
to �ncrease. Secondly, by leav�ng the ‘problemat�c’ sources to pr�vate contractors, the counc�l may 
concentrate �ts enforcement on the rema�n�ng sources, and the y�elds from these are therefore l�kely 
to �ncrease too. Further, y�elds from both outsourced sources and those collected by the counc�ls are 
dependent on the econom�c env�ronment. Thus, fluctuat�ons �n econom�c act�v�t�es due to external 
shocks such as fa�lure of ra�nfall for agr�culture, �nterest rate changes, access to cred�t and, changes 
�n econom�c pol�cy, are l�kely to have cross-cutt�ng �mpacts on the var�ous revenue sources. 

4.2 Cost effectiveness

Pr�vate collect�on generally �mpl�es lower adm�n�strat�ve costs for local government author�t�es, s�nce 
the costs of collect�on are sh�fted onto the pr�vate sector rather than ut�l�s�ng government employees 
for the same purpose. Some revenue sources are seasonal, for �nstance taxes on many agr�cultural 
products. Thus, �nputs requ�red for revenue collect�on also fluctuate. However, counc�l staff are 
employed on a permanent bas�s and labour costs are fixed throughout the year, �ndependent of 
fluctuat�ng needs for �nputs. In contrast, a pr�vate agent or a market assoc�at�on has much more ab�l�ty 
to be flex�ble �n labour requ�rements, and thus reduce the operat�onal costs of revenue collect�on. For 
example, the company contracted by Mwanza CC to collect fees �n Mwalon� F�sh Market engages up 
to 25 collectors dur�ng the peak season, and reduces the number of collectors to 10 people dur�ng low 
season.10 The agent at Ubongo Bus Term�nal (UBT) �n Dar es Salaam C�ty Counc�l uses staff overt�me 
to handle peak per�ods. Entrance gates are staffed from 5am to 10pm. Normally, staff work five days 
a week, however, dur�ng peak per�ods staff may work seven days a week.11

4.3 reallocation of Council staff

Accord�ng to representat�ves from the counc�l management teams �nterv�ewed as part of th�s study, 
the reallocat�on of staff and less pol�t�cal �ntervent�ons �n the day-to-day operat�ons of tax collect�on 
are the major benefits of outsourc�ng. Before outsourc�ng, the counc�l treasury staff spent a substant�al 
share of the�r t�me on tax collect�on. After outsourc�ng, counc�l staff could be released to other and 
more press�ng respons�b�l�t�es w�th�n the counc�l.

4.4 monitoring Private agents

In the �n�t�al phase of outsourc�ng, agents for some  case counc�ls d�d not comply w�th the�r contracts, 
e�ther by not subm�tt�ng revenues collected, or by subm�tt�ng less money to the counc�l than st�pulated 
�n the contract. In K�nondon� MC and Mwanza CC these problems were partly due to the agents’ lack 
of exper�ence, reflected �n overamb�t�ous b�ds, and partly because the agents �n some places d�d 
not pay the�r own collectors properly, thus reduc�ng the�r �ncent�ves to collect. Some counc�ls also 
exper�enced agents embezzl�ng and d�sappear�ng w�th the revenues collected. 

In some cases, the counc�ls brought the default�ng agents to court. However, th�s proved to be a 
costly and t�me consum�ng exerc�se. An add�t�onal problem, exper�enced part�cularly w�th property tax 
collect�on, was that agents targeted only the most access�ble taxpayers to m�n�m�se the�r transact�on 
costs. As a consequence, outsourc�ng d�d not contr�bute to expand�ng the revenue base as �ntended. 
For some counc�ls, e.g. �n K�nondon� MC, th�s led to compla�nts from the taxpayers who were 

10    Personal �nterv�ew w�th Market Master by the authors (Mwanza, August 2007).  
11  The total number of workers employed at the UBT by the pr�vate collector �s 65. The�r monthly salary averaged TSh 

100,000 �n 2006.
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s�ngled out for taxat�on. Therefore, the tender�ng process and contracts were rev�sed to �ncorporate 
mechan�sms to reduce the r�sk of default, �nclud�ng measures to strengthen�ng mon�tor�ng of the 
agents. Generally, the b�dders are now requ�red to prov�de a bank statement and a bank guarantee 
or �mmovable assets as secur�ty. To avo�d substant�al losses by default or embezzlement, the agent 
must subm�t revenues to the counc�l frequently and often small �nstalments. Mwanza CC also plans 
to �nst�tut�onal�se a system whereby the contractors have to pay a monthly subm�ss�on �n advance of 
collect�on. Furthermore, the contracts are usually l�m�ted to a shorter per�od of t�me, often one year. 
However, an agent can apply for a renewal of the contract on a compet�t�ve bas�s. 

4.5 Corruption

The potent�al profits connected w�th such contracts make them vulnerable to corrupt arrangements 
between members of the tender�ng board and pr�vate entrepreneurs. For example, �n Apr�l 2006, a 
case of dub�ous tender deals for revenue collect�on and sol�d waste management was exposed �n 
Dodoma Mun�c�pal�ty. The case �nvolved sen�or counc�l officers, �nclud�ng the mun�c�pal d�rector and 
the treasurer, and led to substant�al financ�als losses for the mun�c�pal�ty (see Guardian 4 Apr�l 2006; 
Daily News 4 Apr�l 2006; Citizen 6 Apr�l 2006). Exper�ences from other countr�es, e.g. from ne�ghbour�ng 
Uganda, also show that th�s �s a problem that may ser�ously underm�ne the cred�b�l�ty and work�ng 
of the outsourc�ng system.12 

The capac�ty of the local government revenue adm�n�strat�on to accurately assess the actual local 
revenue base �s essent�al to m�n�m�s�ng corrupt�on. Generally, assess�ng the revenue potent�al from 
market fees, l�censes and crop cess �s often easy to conduct and does not requ�re many resources. As 
part of revenue enhancement efforts by the Local Government Reform Programme, (LGRP), counc�llors 
and staff are be�ng ass�sted w�th assess�ng the potent�al revenue from �nd�v�dual sources. However, 
the assessment of revenue potent�al �s st�ll poor �n many counc�ls. In several cases exam�ned as part 
of th�s study we found that the contracted amount to be rem�tted to the counc�l only represented 
a small fract�on of the revenues actually collected by the agent (See Section 5). Underest�mat�on of 
the revenue potent�al �mpl�es that the actual collect�on by the pr�vate agent may be cons�derably 
h�gher than what �s reflected �n the contract. Th�s m�ght be due to corrupt deals between counc�l staff 
and the pr�vate agents, but also could be due to weak counc�l procedures for conduct�ng revenue 
assessments on a regular bas�s. 

4.6 Political interference

Representat�ves from the counc�l management teams of all the counc�ls v�s�ted as part of th�s study 
referred to less pol�t�cal �ntervent�ons �n the day-to-day operat�ons of the tax collect�ons as a major 
benefit of outsourc�ng. However, some counc�ls, �nclud�ng K�nondon� MC and Mwanza CC, have 
exper�enced outsourc�ng be�ng obstructed by staff and local counc�llors due to lost rent-seek�ng 
opportun�t�es. In K�nondon� MC some ward execut�ve officers and ward counc�llors res�sted supply�ng 
the pr�vate agents w�th the data and �nformat�on requ�red to collect property tax.

Accord�ng to some pr�vate agents �nterv�ewed, revenue collect�on was act�vely res�sted by �nd�v�dual 
counc�llors �n some locat�ons. Some counc�llors were reported to have adv�sed c�t�zens not to pay 
taxes to pr�vate agents.13 Pol�t�cal �nterferences �n day-to-day operat�ons were reported to be the 
ma�n reason why elected counc�llors were removed from the counc�l tender boards �n 2003, when 
the Local Government Procurement Regulations and the Local Government Procurement Manual were 
rev�sed �n 2003. 
12  Iversen et al 2006
13  Th�s �s also reported �n prev�ous stud�es on local government taxat�on �n Tanzan�a. See, for �nstance, Fjeldstad 2001; and 

Fjeldstad and Semboja 2001.

Benefits and Costs of Outsourcing: Experiences from the Case Councils



14

5 wHaT’s THe CounCil’s sHare? assessing THe revenue 
base of THe CounCils in seleCTed Case CounCils

How much of the revenues collected are rem�tted to the counc�l? What allowances are made for the 
pr�vate collectors’ profit marg�n? These quest�ons are �mportant for exam�n�ng the susta�nab�l�ty of 
the pr�vate collect�on systems. Th�s sect�on focuses on some of the revenue sources most commonly 
outsourced by local government author�t�es �n recent years, such as fees and l�censes, market fees 
and crop cesses. The case stud�es presented are Dar es Salaam CC (for fees and l�censes), Mwanza 
CC (market fees), and Mosh� DC (crop cess). Lessons from these counc�ls are shared by many other 
counc�ls �n Tanzan�a. 

5.1 dar es salaam City Council

In Dar es Salaam CC the two ma�n revenue sources currently collected by pr�vate collectors are fees 
for veh�cles and passengers at the Ubungo Bus Term�nal (UBT) and fees from park�ng veh�cles �n the 
c�ty centre. The collect�on of park�ng fees was ass�gned to pr�vate firms from 1996, wh�le fees at the 
UBT were �n�t�ally collected by the counc�l. However, the collect�on of UBT fees was outsourced �n 
December 1999. The dec�s�on to outsource revenue collect�on from the UBT was due to (a) respond�ng  
to government call to counc�ls to outsource some of the�r serv�ces and/or tasks �f �t �s effect�ve to do 
so; and (b) capac�ty constra�nts. The latter was observed due to the shortage of exper�enced staff to 
undertake revenue collect�on. Th�s was further exacerbated by unfa�thfulness on the s�de of some 
staff �nvolved �n revenue collect�on. The follow�ng focuses on the counc�l’s exper�ences of outsourc�ng 
revenue collect�on at the UBT. 

Around 90% of the revenues are currently collected by a pr�vate agent; th�s �ncludes entry fees and 
fees from bars, restaurants and other bus�nesses operat�ng at the term�nal. The major revenue source 
�s from the entry fees �mposed on buses, cars and passengers. The C�ty Counc�l st�ll collects some fees 
and rents from the UBT, �.e. ma�nly fees from a hotel and petrol stat�on located w�th�n the property. 

The same company has been contracted as the collect�on agent from the start; however, the contract 
per�od has been chang�ng over t�me. Unt�l 2001 the contract per�od was one year, thereafter �t was 
expanded to three years unt�l 2005, and s�nce 2005 the contract per�od �s for five years unt�l 2009. 
Currently the agent rem�ts collect�ons on a weekly bas�s. The contracted amount �s equ�valent to Tsh. 
1.5 m�ll�on per day for entry fees, plus 80% of revenues collected from other sources. 

In 2002, the C�ty Counc�l est�mated the da�ly average revenue potent�al from entry fees (from buses, 
trucks, tax�s, pr�vate cars, overn�ght park�ng and people enter�ng the term�nal), to be Tsh. 3.1 m�ll�on. 
Accord�ng to the contract, the agent shall rem�t Tsh. 1.5 m�ll�on per day, �.e. the agent reta�ns 52% of 
the expected collect�on to cover expenses and profit. Th�s nom�nal amount to be rem�tted to the 
counc�l has rema�ned unchanged s�nce 2002. 

In August 2006 REPOA’s research team made an �ndependent assessment of the revenue potent�al 
at the UBT; th�s was a stra�ghtforward and s�mple exerc�se. A group of research ass�stants was located 
at the UBT over a one week per�od count�ng the number and types of veh�cles and people enter�ng 
the term�nal, �nclud�ng the number of cars parked overn�ght (see Table 3). D�fferent rates apply for 
d�fferent s�zes of veh�cles us�ng or access�ng UBT fac�l�t�es.14 Moreover, people escort�ng/rece�v�ng 

14 No fees payment �s made for  government and donor funded programmes/projects veh�cles as well as those 
belong�ng to UBT workers. Also passengers w�th the�r t�ckets �n hand do not pay entrace fee as they enter the term�nal.  
T�ckets must be dated for the same day. Also employees �n var�ous serv�ces at UBT do not pay at the gate, but have 
�dent�ty cards for wh�ch one has to pay an annual fee of Tsh. 5,000.
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passengers are charged d�fferently from veh�cles. The follow�ng categor�es of fees were appl�cable 
at the UBT �n 2006:

Large veh�cles, �nclud�ng b�g buses, tankers and b�g lorr�es are charged Tsh. 2,000 at the gate 
when leav�ng the term�nal. S�m�lar veh�cles are charged Tsh. 5,000 for park�ng �n the term�nal 
overn�ght.

Med�um s�zed veh�cles, wh�ch �nclude m�n�buses and small lorr�es, are charged Tsh. 1,000 at 
the gate when leav�ng the term�nal and Tsh. 2,000 when parked �n the term�nal overn�ght.

Small cars, ma�nly saloons and other pr�vate cars p�ck�ng/dropp�ng passengers �n the term�nal 
pay Tsh. 300 at the gate when leav�ng. Such cars pay Tsh. 2,000 when parked �n the term�nal 
overn�ght.

Tax�s operat�ng �n UBT pay depend�ng on where they park; those park�ng outs�de the term�nal 
pay Tsh. 1,500 per day and those park�ng �ns�de the term�nal pay Tsh. 2,000 per day.

People enter�ng the term�nal are supposed to pay Tsh. 200. 

Table 3 shows the number of veh�cles and people el�g�ble to pay�ng fees at the term�nal dur�ng the 
per�od 16-23 August 2006. Interv�ews w�th key �nformants �nd�cated that the traffic �n some per�ods 
were much h�gher than reflected �n the table. For �nstance, �n December many people depart from 
Dar es Salaam for hol�days �n the�r home-reg�on. In January people return to work or school. L�kew�se, 
towards the end of May through July, there �s much traffic due to the school terms. Moreover, the 
Dar es Salaam Trade Fa�r has a b�g �mpact on traffic patterns �n June/July. 

Referr�ng to Table 3 and tak�ng �nto account the contracted da�ly rem�ttance of Tsh. 1.5 m�ll�on, 
a conservat�ve revenue assessment �nd�cates that the C�ty Counc�l rece�ves 44% of the revenues 
collected from entry fees. The rema�n�ng 56% �s reta�ned by the agent. However, by tak�ng �nto 
account the peak per�ods, the share of the collected revenues reta�ned by the agent �s most l�kely 
to be substant�ally h�gher. 

Table 3: dar es salaam CC: assessment of the revenue Potential from ubungo bus Terminal 
(16-23 August 2006) *

day

vehicles departing
Through gate

overnight 
Parking Taxis Parking

People
enter

Total
revenue

Tshbig med sma big med sma ins. 
ubT

out. 
ubT

1 307 129 2,382 146 52 70 57 34 5,678 3,063,500

2 234 135 2,904 141 32 78 58 36 6,080 3,242,500

3* 265 149 3,480 144 67 27 55 40 8,075 3,804,900

4 213 170 3,149 131 25 54 51 23 7,403 3,434,400

5 252 134 2,748 148 31 65 42 38 7,974 3,556,000

6* 218 137 3,190 121 48 76 64 37 6,535 3,357,800

7 256 181 2,590 137 42 65 52 29 7,136 3,320,000

Avge 249 148 2,920 138 42 62 54 34 6,983 3,397,014

Note: * The research ass�stants started collect�on of data at 4 am.

•

•

•

•

•
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Key: B�g = b�g veh�cles
 Med = med�um s�zed veh�cles
 Sma = small cars
 Ins. UBT = Ins�de term�nal
 Out. UBT = outs�de of the term�nal
 Avge = Average

Source: Assessed and comp�led by the REPOA researchers.

Based on the counc�l’s own assessment �n 2002 and th�s study’s more recent est�mate, the lack of 
capac�ty �n tax collect�on has resulted �n the agent reta�n�ng a larger proport�on of the revenues 
collected at the UBT. Although the collect�on costs are covered by the pr�vate agent, the marg�n �s 
st�ll very h�gh by Tanzan�an standards and th�s study found no �nd�cat�ons that th�s h�gh marg�n �s 
due to h�gh collect�on costs. Moreover, the C�ty Counc�l s�gned a contract w�th the agent for five 
- year per�od w�thout annual adjustments of the nom�nal amount of money to be subm�tted to the 
counc�l �n order to reflect changes �n the consumer pr�ce �ndex and �ncreased bus�ness act�v�t�es at the 
term�nal. Th�s �mpl�es that the real value of money rem�tted to the counc�l w�ll decrease over t�me. 

Furthermore, �nterv�ews w�th key �nformants and data from the field research suggest the lack of 
transparency �s one of the many loopholes that may result �n loss of revenues, both for the contractor 
and the Dar es Salaam C�ty Counc�l (DCC). For example, the agent’s guards at the gate rece�ve �nformal 
payments to allow people and veh�cles to pass at a lower rate than the offic�al rate. Passengers can pay 
less than what they ought to pay prov�ded that they do not request offic�al rece�pts. The same appl�es 
for the veh�cles enter�ng and leav�ng the term�nal, and for veh�cles that are parked �n the term�nal 
overn�ght. Some DCC offic�als based at the UBT also collude w�th pr�vate collectors to understate the 
revenue base and share the excesses. For example, dur�ng fieldwork �n August 2006 the researchers 
counted 135 workers from the Term�nal Baggage Serv�ce Company at the market, each w�th a trolley 
carry�ng passengers’ baggage and other belong�ngs. However, accord�ng to the offic�al records from 
the C�ty Counc�l, only 70 trolleys operate at the term�nal and th�s number �s used as the bas�s for the 
contracted amount to be rem�tted to the C�ty Counc�l from th�s spec�fic source. Hence, almost 50% 
of th�s revenue base �s not accounted for. Another example �s the greas�ng mach�nes operat�ng at 
the term�nal wh�ch serv�ce cars and buses for a fee. Revenues from th�s source are not recorded �n 
the counc�l’s offic�al revenue data; consequently, the DCC loses th�s source of revenue. 

5.2 mwanza City Council

In�t�ally, Mwanza CC outsourced collect�on of revenue from only two markets.  An assessment of the 
revenue potent�al was carr�ed out by a techn�cal task force appo�nted by the counc�l. The first tender 
for the Mwalon� F�sh Market was won by a fish dealers’ assoc�at�on. The tender for the Central Market 
was won by a vegetable co-operat�ve soc�ety operat�ng at the market. Th�s outsourc�ng resulted 
�n a substant�al �ncrease �n revenues from these two sources.15 In 1997 the counc�l then dec�ded to 
outsource revenue collect�on from other sources, however, accord�ng to the counc�l staff �nterv�ewed, 
poor assessment of the revenue potent�al and pol�t�cal �ntervent�ons �n the tender�ng process led to 
overamb�t�ous b�ds and the engagement of unqual�fied agents. Consequently the c�ty counc�l rece�ved 
less revenue from the pr�vate agents act�ng �n some of the outsourced markets than the collect�ons 
made by the counc�l staff pr�or to outsourc�ng. S�m�lar problems were encountered w�th the pr�vate 
collect�on of property taxes from unsurveyed land. Outsourc�ng was therefore temporar�ly abol�shed 
and substant�al rev�s�ons of the tender evaluat�on procedures and new measures for mon�tor�ng of

15  Revenues from market fees �ncreased from Tshs. 53.3 m�ll�on �n 1996 to Tshs. 176.9 m�ll�on �n 1997 (data prov�ded 
by the F�nance Department, Mwanza CC). Wh�le these figures refer to revenues from all markets �n Mwanza CC, 
the change �n revenue collect�on from other markets other than the two wh�ch were outsourced was �ns�gn�ficant 
(�nterv�ew w�th Ch�ef Econom�st, Mwanza CC).
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agents were put �n place. The outsourc�ng of revenue collect�on �n Mwanza, as well as by other local 
government author�t�es has been a ‘learn�ng-by-do�ng’ process, where �n�t�al problems have been 
addressed on a tr�al and-error approach.

One th�rd (33%) of Mwanza C�ty Counc�l’s own revenues are collected by 16 pr�vate firms, �nd�v�duals 
and market assoc�at�ons.16 On average, 32% of the offic�ally reported revenues collected are reta�ned 
by the agent to cover costs and profits (Table 4). Th�s �s a h�gh marg�n, even when tak�ng �nto account 
the collect�on costs. Moreover, �t �s l�kely that the offic�al data understates the actual marg�ns, s�nce the 
revenue potent�al reflected �n the contracts generally seems to be underest�mated, as also observed 
�n other counc�ls. Consequently, �t �s not surpr�s�ng that there has been a substant�al �ncrease recently 
�n the number of b�dders for each contract.17 

Table 4: mwanza CC revenues submitted and retained by Contractors, based on 2005/06 
budget estimates, (�n % of total collect�on)

Contractor submitted to Council
% Total Collection

retained by agent
% Total Collection

Beach Invest. Group 84 16

Buruzuga Pr�nt�ng Works 60 40

Kayenze Beach Management 74 26

K�l�mahewa General Supply 60 40

Mwalon� F�sh Dealers Assoc�at�on 67 33

Mwanza Vegetable Supply Cooperat�ve 70 30

Steven Mwenge 66 34

Wadok� SACCOS 64 36

average 68 32

Source: Mwanza CC, Treasurer’s office

5.3 moshi district Council

Coffee cess �s an �mportant revenue source for Mosh� DC, dur�ng the 2005/06 fiscal year �t accounted 
for 28% of the total tax revenues from agr�cultural products �n the counc�l.18 The offic�al coffee cess 
rate �s 5% of the farm gate pr�ce. The counc�l collects the cess through three types of agents: 

(1) The K�l�manjaro Nat�ve Cooperat�ve Un�on (1984) Ltd (KNCU). The KNCU buys coffee from 
farmers through local pr�mary cooperat�ve soc�et�es, later �t sells the coffee to the Tanzan�a 
Coffee Board (TCB) at open auct�on. 

(2) S�nce 1994 pr�vate buyers have been allowed to buy coffee from �nd�v�dual farmers and, l�ke 
the KNCU, they subsequently sell the coffee to the TCB. 

16  Based on 2005/06 budget est�mates from Mwanza CC.
17  Personal �nterv�ew w�th the Ch�ef Econom�st of Mwanza CC (August 2007, Fjeldstad, Katera and Ngalewa).
18  The b�ggest source of crop cess revenue �n Mosh� DC �s sugar cane, wh�ch accounted for 69% of crop cess revenue �n 

fiscal year 2005/06.
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(3) Pr�mary cooperat�ves can also sell coffee d�rectly to the TCB w�thout go�ng through KNCU. 
Currently, two pr�mary cooperat�ves, MRUWIA of Uru ward and KIMASIO of K�bosho ward, do  
not sell the�r coffee through the KNCU. 

The K�l�manjaro Nat�ve Cooperat�ve Un�on buys coffee from about 36 pr�mary cooperat�ve soc�et�es 
operat�ng at the local level �n Mosh� DC. The KNCU borrows money from commerc�al banks to 
finance the pr�mary cooperat�ve soc�et�es buy�ng coffee from farmers. Payment from the KNCU to 
the cooperat�ves �s made �n two �nstalments: the first �s called an ‘advance’ and �s pa�d at the t�me of 
collect�on of coffee. The second payment, known as the ‘balance’ �s made after the KNCU has sold 
the coffee and deducted costs. Pr�mary cooperat�ves pay the farmers accord�ngly; w�th the amount 
the farmer rece�ves depend�ng on the grade of coffee and whether he/she �s a member or a non-
member of the cooperat�ve. Further deduct�ons are made from payments to non-members, s�nce 
they do not pay the membersh�p fee, wh�ch �ncludes coffee storage and other costs.

KNCU prov�des returns to the counc�l show�ng the amount of coffee bought by each pr�mary 
cooperat�ve soc�ety and amount of tax due. Collected cess �s pa�d �n four �nstalments to the counc�l 
�n each fiscal year. However, KNCU has rema�ned a debtor at the end of some years. In January to June 
2004, for example, KNCU had an outstand�ng debt to the Mosh� DC amount�ng to Tsh. 5,860,29519. 
S�nce KNCU �s pa�d �n cash at the TCB auct�on, �t appears that KNCU  uses the coffee cess revenue to 
finance �ts other operat�ons. Consequently, Mosh� DC has contracted a pr�vate company (SIMANS) to 
collect all debts and carry out aud�ts of the amount of coffee purchased by buyers, �nclud�ng KNCU. 
However, accord�ng to the offic�als �n Mosh� DC, there �s no well defined mechan�sm to crosscheck 
whether the amount presented by KNCU reflects the actual purchases from pr�mary cooperat�ves and 
what �s actually sold to the Tanzan�a Coffee Board (TCB). The counc�l rel�es fully on the �nformat�on 
from the TCB on the amount of coffee that the KNCU sells to �t.

Regard�ng the payment of the coffee cess, the procedure for pr�vate buyers �f s�m�lar to that of 
KNCU. Pr�vate buyers normally buy coffee �n cash from the farmers; the payment �s made �n one 
s�ngle payment. The buyer then pays the fee to the v�llage as agreed �n the meet�ng w�th v�llagers 
(see Box 1). Both pr�vate buyers and pr�mary cooperat�ves compete to buy coffee from the farmers. 
However, the pr�vate buyer sends returns d�rectly to the counc�l show�ng the aggregate amount of 
coffee bought and the tax to be pa�d to the counc�l. 

Generally, �t was observed that pr�vate buyers are better pos�t�oned to evade the coffee cess s�nce 
they cla�m that they have bought the coffee from other counc�ls whose c�t�zens grow coffee. In 
add�t�on, even when a pr�vate buyer fa�ls to rem�t the contracted coffee cess to the counc�l, they 
s�mply change the�r company’s name and b�d for fresh tenders as new ent�t�es. Consequently, the 
buyer rece�ves a l�cense to buy coffee �n the follow�ng year, even though they fa�led to rem�t the 
requ�red cess �n the prev�ous year.

There are also two pr�mary cooperat�ve soc�et�es that operate �ndependent of the KNCU �n Mosh� 
DC. These are MRUWIA of Uru ward and KIMASIO of K�bosho ward. These soc�et�es buy coffee from 
farmers and sell �t d�rectly to the TCB. In pr�nc�ple, the soc�et�es should also collect/pay coffee cess to 
the counc�l from the sales of coffee. However, accord�ng to �nformat�on acqu�red from the counc�l’s 
offic�als, the two pr�mary cooperat�ves have never pa�d cess to the counc�l. The amount �nvolved �s 
too small to warrant enforcement by the counc�ls.

The ma�n challenge fac�ng Mosh� D�str�ct Counc�l �s how to obta�n accurate �nformat�on on coffees 
sales from KNCU, pr�vate buyers and pr�mary cooperat�ves. Currently TCB as the sole nat�onal buyer 
and exporter of coffee could prov�de accurate �nformat�on on coffee purchases �nstead of us�ng 
est�mated purchases. The operat�on of an effect�ve �nformat�on management system w�th�n TCB of 
purchases and sales from the respect�ve counc�ls would a�d �n accurate revenue collect�on. 
19  Mosh� Counc�l F�nal Accounts, for the year ended June 2004
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box 1: Conditions for Private Traders to buy Coffee 

There are a number of cond�t�ons to be fulfilled before a pr�vate trader can be allowed to buy 
coffee d�rectly from farmers �n the counc�l: 

He/she shall have no prev�ous debt to the counc�l he/she �s apply�ng to, or to any other  
 coffee produc�ng counc�ls.

He/she must have a val�d l�cense to buy coffee from TCB.

He/she must be accepted by v�llagers �n the area where he/she wants to buy coffee.   
 Accord�ngly, a meet�ng �s called and the appl�cant �ntroduces h�m/herself to the   
 v�llagers. The v�llagers can then ask quest�ons concern�ng how they can benefit   
 from h�s/her bus�ness. Once an agreement �s made, the v�llage author�ty must   
 send the m�nutes from the meet�ng to the counc�l not�ng that the appl�cant has   
 been approved by the v�llage author�ty, and also not�ng the terms of trade between   
 the v�llagers and the pr�vate trader.

The counc�l, through the coffee officer, has to assess the sell�ng po�nts to determ�ne   
 whether they meet the requ�red standard.

If these cond�t�ons are met, the counc�l w�ll grant a bus�ness l�cense to the appl�cant to buy coffee 
w�th�n a spec�fic per�od. 

•

•

•

•

What’s the Council’s Share? Assessing the Revenue Base of the Councils in this Case Study
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6 ConClusions and PoliCy imPliCaTions

Outsourc�ng offers no ‘qu�ck-fix’ to �ncrease local government revenues, or to reduce the tax 
adm�n�strat�ve problems that local government author�t�es face. For some counc�ls, the outsourc�ng 
of collect�on has �ncreased revenue and made the revenue flow more pred�ctable. However, other 
counc�ls have exper�enced ser�ous problems due to corrupt�on, as well as except�onally h�gh profit 
marg�ns for the pr�vate agents at the expense of accompl�sh�ng reasonable returns for the counc�ls. 
Nevertheless, when appropr�ately managed and mon�tored, outsourced revenue collect�on may 
establ�sh a foundat�on for more effect�ve and effic�ent local government revenue adm�n�strat�on. 

A major challenge fac�ng local government author�t�es when outsourc�ng revenue collect�on �s 
the assessment of the actual revenue potent�al for var�ous tax bases. Currently, th�s assessment �s 
conducted on an ad hoc bas�s, often based on the prev�ous year’s reported collect�ons. In many cases 
the assessment reflected �n the contracts are outdated and do not reflect changes over t�me �n the 
revenue base. Moreover, the contracts often refer to nom�nal amounts �n Tanzan�an sh�ll�ngs wh�ch are 
not adjusted upwards (or downwards, �f requ�red) �n accordance w�th the general econom�c act�v�ty 
levels and �nflat�on. Underest�mat�on of the revenue potent�al �mpl�es that the actual collect�on by 
the agent may be cons�derably h�gher than what �s reflected �n the contract. Consequently, there �s 
a r�sk for end�ng up �n a s�tuat�on where the pr�vate agent keeps the major proport�on of the revenue 
collected, and rem�ts a lesser amount to the counc�l. 

To meet �ts object�ves, a system of outsourced revenue collect�on needs to meet procedural cr�ter�a 
that ensure that pr�vate contractors accompl�sh a reasonable return to the local government author�ty. 
Hence, there �s an urgent need to put �n place a system to generate a more real�st�c assessment of 
the revenue potent�al before outsourc�ng. Sens�t�sat�on or capac�ty bu�ld�ng, a h�gh pr�or�ty among 
donors and others, �s unl�kely to resolve th�s problem. A more effect�ve solut�on could be to move the 
respons�b�l�ty for revenue assessment out of counc�l adm�n�strat�ons by establ�sh�ng an �ndependent 
body respons�ble for such assessments. Moreover, a properly assessed revenue potent�al w�ll prov�de 
an �mportant check to counter potent�al corrupt�on �n the tender process. 

The find�ngs suggest that, �n order to ach�eve a reasonable rate of return for a counc�l, a more rat�onal 
contract for fees and l�cences at markets, bus term�nals and others would be that the agent should 
rece�ve a fixed percentage of the amount collected (for �nstance, 30%), and rem�t the rema�n�ng 
amount to the counc�l. For such a system to work effic�ently, the assessment of the revenue potent�al 
should be done annually by an �ndependent body (th�s would be a s�mple exerc�se). It �s also 
�mportant to renew the contracts more frequently, for �nstance annually or after every two years. If the 
assessment of the transact�on costs supports the establ�shment of a contract wh�ch runs over several 
years, then the amount to be rem�tted should be adjusted upwards �n accordance w�th changes �n 
the consumer pr�ce �ndex, general econom�c growth rates, and changes �n the econom�c act�v�t�es 
at the spec�fic market or term�nal. 

Moreover, there �s a need to strengthen the mon�tor�ng of the volume of cash crops purchased 
from farmers. Otherw�se, the counc�l rema�ns vulnerable to lose substant�al revenue, as reflected �n 
the exper�ences of Mosh� DC w�th respect to coffee cess. It seems that rather than enhanc�ng local 
revenue, the current cess collect�on system �n many rural counc�ls transfers money from ord�nary 
and often poor crop producers �nto the pockets of cooperat�ves and pr�vate agents and the�r var�ous 
assoc�ates. Counc�ls should establ�sh procedures for shar�ng relevant data w�th the cooperat�ves and 
put �n place systems for more operat�onally relevant report�ng forms from the crop buyers. The current 
system only prov�des counc�ls w�th �nformat�on on the volume of crop purchased and not the value 
of the transact�ons. F�nally, counc�ls should cons�der establ�sh�ng a system wh�ch mon�tors what the 
collectors (�.e. the crop buyers) actually rem�t �n the form of revenues from crop cess to the counc�l. 
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