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1. Introduction
Definition of network

. (Human and Provan, 1997 mod.)
Research questions:

* |n a market where wood suppI?/ is becoming
o]

less profitable, can payments for NWFPs be an “An intentionally formed group of small- and
instrument for the local residents’ income medium-sized firms in which the firms:
generation? . are geographically proximate,
Which is the preferable market organisation in - share some inputs and outputs, and
relation to: . undertake direct interactions with each other
) for specific business outcomes. The

— network among local economic agents? interactions may include joint production, new

product development, collective marketing and

— property rights regulations? | €
employee training”.




Main types of network
(Source: Varamaki and Vesalainen 2003)
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2. A field survey: a comparative
analysis of 2 case studies

The same product:
Boletus mushrooms
Quite similar socio-

economic context (rural
environment, forest as

predominating land use, . | ‘OF '
nature-based tourism) = SRR G L T
+ 2 organizational models:

— Dalla Valle Oy in Finland (North Karelia - FIN)
— Borgovalditaro Consortium (Emilia-Tuscany Regions - |)
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Pickers for . -
Dalla Valle Oy Strategic intensity

_ DallaValle Oy (Finland) Borgotaro Consortium (ltaly)

How does

the
Innovation System of m. gathering; logistic
(30 collection centres), freezing com pany
technology, grading system
work?

To Italy and
South Europe

v
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Fresh mushrooms class information for

gatherers

M. has to be whole, solid and
without worms. Pores has to be
white.

M. has to be whole, solid and
wormless.

Pores has to be complete
and yellowish or yellow.

o

M. has to be sliced in half. Pores has to be green. & e i

If pores are thick, half of them has to be taken off
from their edges. In a rainy day, only the stem of the ] \
m. is included in class IlI.

Price determination
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... high level of
concentration!




_ DallaValle Oy (Finland) Borgotaro Consortium (ltaly)

Innovation EC mark of origin; system of
regulation for permit selling

o &
> TESSERINO VERDE

Comunalie di Gotra, Buzzo, Albareto, Boschetto, Groppo, Tombeto e Montegroppo in Comune di Albareto.

Verranno rilasciat tesserini di colore verde con le seguenti caratteristiche:

* gioraliero (valido per il giomo indicato nel tesserino)

costo: Euro 15,00 per i non residenti in Comune di Albareto; Euro 6,00 per i residenti nel Comune di
Albareto nonché per i proprietari, ed affittuari con contratto almeno annuale, di seconde case nelle
frazioni delle Comunalie ;

* semestrale (valido comunque non oltre il 15.11.2003)
costo: Euro 150,00 per i non residenti nei Comuni di Albareto Euro 67,00 per i residenti nel Comune di

Albereto nonché per i proprietari, ed affittuari con contratto almeno annuale, di seconde case nelle
frazioni delle Comunalie

Modalita di accesso: i tesserini saranno vidimati, nel punto di vendita, con il imbro della Comunalia di
accesso, da personale incaricato dal Consiglio di Amministrazione.

Tale tesserino dara diritto all accesso ad un'unica Comunalia, pur consentendo di percorrere a piedi e di
esercitare la raccolta nel territorio di tutte le Comunalie facenti parte dellarea B)

In dell'antica di reciprocita fra le C lie confinanti di S. i
in Comune di Borgotaro e Gotra, Buzzo e Albareto in Comune di Albareto & consentito agli utenti lo
Ativah & oo sconfinamento;

Per evitare un eccesso di carico giomaliero di cercatori con effetti negativi sulla capacita di rigenerazione
dellecosistema, viene stabilto un numero massimo giomaliero di persone a cui consentire I'accesso come a
seguito specificato:

oo e

Comunalie di Gotra e Buzzo n.100
Comunalia di Albareto n.700

Comunalie di Boschetto e Tombeto n.120
Comunalia di Groppo n.100

Comunalia di Montegroppo n.200

Giomi e orario di raccolta : martedi, sabato e domenica; Ia raccolta puo essere effettuata a partire da un'ora
prima della levata el sole, mentre Iuscita dall'area B) deve avvenire entro e non oltre le ore 15,

Quantitativi: non oltre 3 Kg .

“&4 EC Mark of
origin .
Production
areas
ACQUISTA ONLUINE!
engs P e 4 vt
et weabes 1 o e

TEASERING | CHEN

Type of
permit

_ DallaValle Oy (Finland) Borgotaro Consortium (Italy)

Forest Very large: North Karelia 22,000 ha of community forests
production area | (Russia) (with the mark); total area involved:
60,000 ha

Value chain Vertical integration, short chain Horizontal integration




Final customers = 20-40 €/Kg Finland-Italy: the value chain estimation of the frozen boletes

o

Some
hundreds

Finland-Italy:
the value
chain
estimation of
the fresh
boletes

Price survey for
the season 2008

no. 3000

no. 70

Italian customers (small distribution or retail)

manager

Production

Costs 0,80 €/kg manager

Workers on
food proce:

Lines and Collecting
Points
(Company Emplyees)

Mushroom Pickers

(North Karelia suppliers)

Italian customers (large distribution)

18.20-39.20
Return 2-15 €/Kg

20-24.2
Return 6- 16.20: T.t__“

ncome 10.20-11.20

Company target

7.30-9.30

I

6.61-8.61

I

6.38-8.38

Costs 6-8 €/Kg

Cumulated
costs.

_ DallaValle Oy (Finland) Borgotaro Consortium (ltaly)

Production
volumes

From min 20 (in 1999) to max
1,100 (in 2003) tons per year. As
an average, in 1997-2007: about
280 tons/year.

330-440 tons/year (with an average
production of 15-20 kg/hal/year and
an area of 22,000 ha)

Infrastructures

30 collecting centres, 2
refrigerator centres (plus an
external one)

6 local enterprises for mushrooms
processing and trading, 1 shop-
laboratory-restaurant

Employees

Max 21,000 pickers; 25-150
seasonal employees (July-Oct)
in the refrigerator centres

28 full-time workers in 2 large
industrial firms, 4 full-time workers in
the shop-laboratory-restaurant, 10
seasonal workers

Italian (large distribution) and final customers

S —

Mr Company o
DUTRVAII 0-0,10-0,20-1 €

no. 10-20

Marketing Company
RERETE Costs 0.15 € ;

Production
manager Costs 0,15 €/kg

Workers on

NI Costs 0.23 €/kg
Price survey for the
son 2008 Lines and gollecllong
Points
(Compan y

Mushroom Pickers

(North Karelia suppliers)

Cumulate
costs |

Income for the Dalla Valle
mushroom pickers

. 2 3 =
B P e X RV L L)
mean sd p25 p50 p75 Obs
Eur/h  7.94 9.05 2.85 4.93 9.5 473




Income from mushrooms

Seasonal income from mushroom collection relative to
labor income

(selected occupational groups)

Seasonal income from mushrooms

Mean % of Median % of

inc/month| inc/monthli

Retired 735 64 370 32
Elementary occupations 591 31 296 15
Unemployed 370
Service workers 362 18 252
Students 327 148
Agricultural workers 489 26 322

3. Networks of NTFPs producers
as a tool for supporting PES
systems

Dalla Valle
organizational
model

The Social Network Analysis (SNA) may help us to get
some findings...
...for instance, who hold the power of scarcity?

Borgotaro model Dalla Valle Model




Mushroom in Borgotaro: much more than a
commodity or recreational service: a component of
a larger network based on the concept of
“territory”, with the mushrooms as a brand:

‘ a consistent portfolio of products and
services

coordinated marketing efforts for
their promotion

4. Conclusions

» Property rights regulations are important for
income generation for forest owners, but much
more important is the presence of
entrepreneurial innovation
Income generation: the well organized,
specialized company is creating more direct AV
and employment opportunities
. but:
this activity is more exposed to risk and
instability (seasonality, at least)
the indirect effects of a network system are
much more relevant

G N ';;
' gr};‘hmago product:

Enterprises: 62 (in 2008) PGl Borgotaro
Agritourisms/ Farm businesses Boletus
Hotels/Guest quarters
Bed&Breakfasts/Inns/Hostels

Cheese, sausage and wine growing and producing factories |
Didactic farms i
Museums/Private collections

Restaurants/Porterhouses

Typical products sellers

Networks are also dynamic: network growth can
bring problems, conflicts and new risks, also
because outcomes can have an asymmetric
distribution among firms composing the network
(Gulati, 1998)

Two components of the most advanced form of
networks:
- A (contractual) coordination of economic agents
for the supply of products and services to increase
profit and/or stability (a market share)
- A mutual trust:

< input = social capital

-> output = not only market products are supplied

but also “relational goods”







