
1 

 

Arahamatu Yussif, One-Stop Peanut Shop 

October 2011 

Name:  Arahamatu Yussif 

Location:  Kuga Village in Yendi, Northern Ghana 

Business Name and Location:  KULI KULI, in Kuga Village 

Executive Summary  

Business Description  

KULI KULI is owned and operated by Arahamatu Yussif, a 50 year old widow and mother of four 

children.  The business is situated on a main road in Kuga village outside of Arahamatu’s home, 

where there is a lot of bicycle and foot traffic.   

KULI KULI will sell three groundnut products (groundnuts are peanuts): kuli kuli, a type of 

groundnut cake; groundnut paste, used for cooking; and groundnut oil, also used for cooking. 

KULI KULI was in operation for four years but collapsed after the death of Arahamatu’s husband 

a few years ago. Arahamatu is trying to resurrect the business on her own since she has much 

experience in it, but she can only sell one product (groundnut paste) right now due to lack of 

capital.  With a loan, Arahamatu hopes to regain her status as a successful “one-stop groundnut 

shop” and sell all three products to both old and new customers. 

Kingdom Impact  

When Arahamatu became a Christian six years ago, her relatives disowned her because of her 

faith, so that when her husband died, she had no one to turn to. Because of this, Arahamatu 

will always tell her customers that she was able to reopen her shop only because of Jesus 

Christ. She will always encourage her customers who do not know Christ to taste the Good 

News the same way they taste her kuli kuli because Jesus (like her kuli kuli) will change their 

lives.  She always prays for her business before she starts her day, and often people ask her why 

she does, which gives her a chance to share the gospel.  

Investment Required  

The total investment needed to restart this business is 286 GHS which equates to $190 USD.  

The loan amount is for 30 bowls of groundnuts, material to build a thatched-roof stall for 

shade, and some tools and equipment to help her reopen her business. 
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Business Overview  

Business Description  

KULI KULI sells processed groundnut products, including kuli kuli (groundnut cake), groundnut 

paste, and groundnut oil.  KULI KULI is located outside Arahamatu’s compound in the village, on 

a main road where people frequent on their way home. This is an ideal location because of the 

foot traffic, but also because she does not need to pay rent and can do other things within the 

homestead as she sells her produce. 

 

Kuli Kuli, groundnut oil, and groundnut paste are basic commodities used for preparing food by 

the community. KULI KULI was in operation for four years but collapsed after the death of 

Arahamatu’s husband four years ago. Arahamatu has tried to resurrect the business on her own 

since she has much experience in it, but she can only sell one product right now due to lack of 

capital.  With a loan, Arahamatu hopes to regain her status as a successful “one-stop groundnut 

shop” and sell all three products to both old and new customers. 

 

Risks and Opportunities 

Opportunities: 

• There is only one other one-stop groundnut shop in Yendi; this would help Arahamatu 

gain a customer base quickly. 

Risks: 

• It may take time for her to get her old customers back and gain new ones since she has 

been away for some time.   

• Prices and trends may have changed since she operated the business four years ago. 

Biography of Candidate  

Arahamatu Yussif is a 50 year-old widow and a mother of three biological children.  She is also 

the caretaker and adopted mother of her brother-in-law’s son.  Arahamatu is illiterate and can 

only speak Dagbani.  She has been in the business of selling kuli kuli and other groundnut 

products for many years, but when her husband died four years ago, she had to sell her 

business to pay for his funeral costs. She has been trying to resurrect her business ever since. 

 

Personal Testimony: 

 

Arahamatu grew up as a Muslim in a very strict Muslim family.  When she got married, she gave 

birth seven times but all seven children died at infancy. This was unbearable for her, and many 
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people believed that she was cursed. Then she gave birth to two more children, and while they 

were still infants, a friend shared Jesus Christ with her and how Jesus can remove all of her 

sorrows and worries.  Arahamatu, desperate for her two children to live, gave her life to Christ.  

Since then, her two children have survived, and she has had another child who is healthy.  She 

believes God protected her surviving children. However, it has been extremely difficult for 

Arahamatu after she became a Christian. She was disowned by her family, and Muslims would 

accuse her of becoming a Christian only to get free things such as food and secondhand clothes.  

Arahamatu has persevered and is committed to her church, Assemblies of God. She is a leader 

of the women’s fellowship. 

 

Company Structure  

KULI KULI is a sole proprietorship and Arahamata is the only operator. Currently she has no 

employee and does not expect to hire one when she restarts her business.  However, she will 

evaluate her business in the second year to consider whether she will need help.  
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Marketing  

Industry and Market Overview  

Arahamatu sells groundnut processed products in Kuga village in Yendi.  Yendi is located in the 

Northern part of Ghana and has at least 30,000 people. Farming is the main activity in the 

region and most people are peasant farmers. They grow crops such as yams, maize, beans, 

groundnuts, and cassava. Most of the food is for consumption purposes, although some are 

sold to meet basic needs.  

Groundnut oil and groundnut paste are basic commodities used for preparing food by the 

general population and are therefore always in demand.  Kuli kuli is an everyday snack that 

people like to eat especially from April to July. During these months, the supply of other snacks 

such as yams and maize is very low, and people prefer to eat kuli kuli as a snack.   

Customers  

Arahamatu expects to get 10 to 20 customers a day during low seasons and 20 to 25 customers 

a day during high seasons. Her customers are both men and women for kuli kuli, but mostly 

women for groundnut oil and paste, since these are cooking ingredients.  

Competition  

Awasu Issah is the only direct competitor and sells the same products as Arahamatu. This 

competitor is located in Kuga village at least 100 yards from her business.  There are other 

women who only sell kuli kuli or groundnut paste, but Awasu is currently selling all three 

products. 

In order to serve her customers better and compete for the same market as Awasu, Arahamatu 

plans to not only ramp up to three products, but also add value to some for her products. She 

knows that some customers like spiced kuli kuli, so she will have a few kuli kuli varieties. She 

will also price her products slightly lower.  Arahamatu believes she is a better business person 

and is especially good at communicating with her customers to find out what they want.  She 

also treats them with respect and by doing so she attracts more customers to her business. 

Location & Distribution  

KULI KULI is located outside Arahamatu’s compound in the village, along a main road where 

people frequent on their way home. This is an ideal location because of the foot traffic, but also 

because she does not need to pay rent and can do other things within the homestead as she 

sells her produce.  With her loan, Arahamatu is planning to construct a stall with a thatched 

roof by the roadside to gain more visibility. She also plans to buy a table with her loan to better 

display her products. 
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 Pricing  

Arahamatu prices her products competitively, since she is reopening and trying to gain market 

share from her main competitor, Awasu.  

One important thing to note is that Arahamatu actually does not make a profit on kuli kuli in 

either high or low season given what she charges and kuli kuli’s per unit cost (see “costs” tab in 

financials).  She understands this but insists that without this product line, she will lose the 

reputation of being a “one-stop groundnut shop” and will not be able to get as many 

customers.  She needs this product line to draw in more customers and is essentially using it as 

a marketing tactic. 

Her products are priced differently depending on whether it is high or low season: 

Name of Product or Service

Unit Price 

in CEDIS

ground nuts paste - high season 4.00

ground nuts paste - low season 3.00

ground nuts oil - high season 2.50

ground nuts oil - low season 1.50

kuli kuli - high season 0.10

kuli kuli - low season 0.05  

 

Promotion  

Abrahamata has been away from business for four years and is now only operating on a small 

scale. She wants to get her customers back and get new ones, so she plans to promote her 

business by word of mouth. During her church meetings she will let people know she has 

reopened her business and she is now making delicious kuli kuli and paste.  She will also give 

some free samples to new customers.  

As explained above, she is using her kuli kuli product to maintain her reputation as a “one-stop 

groundnut shop” since she is not making profit on it.  Because of this, the kuli kuli can be 

considered a marketing tactic. 

Arahamata plans to keep a bench at her workplace for the customers who want to eat their kuli 

kuli at the stall. She also observes personal hygiene and makes sure her stall is always clean 

because she recognizes that customers like to buy products in a clean environment.  
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Financial  

Startup Costs 

Startup costs to ramp up the business to a “one-stop groundnut shop” includes 30 bowls of 

groundnuts, material to build a thatched-roof stall, and tools and equipment to help her reopen 

the business. 

One-Time and Startup Items Cedis $

Tools and Equipment (see below) 77 $51

Equipment Installation & Prep. $0

Starting Inventory 184 $123

Veterianary Fees $0

Advance Rent $0

Other Fees (legal, etc.) $0

Licenses and Permits $0

Initial Advertising & Promotion $0

Operating Cash 25 $17

Total Start-up Expenses 286 $190  

Starting Inventory

Unit 

Price in 

Cedis

Number 

of Units Cedis $

ground nuts 6 30 180 $120.00

Rubber for packing paste 4 1 4 $2.67
 

Tools and Equipment

Unit Price 

in Cedis

Number 

of Units Cedis $

1 big basin 20 1 20 $13.33

Big containers for oil 5 2 10 $6.67

Frying pan 5 1 5 $3.33

Table 10 1 10 $6.67

Funnel 1 1 1 $0.33

Foam for sucking oil 1 1 1 $0.67

Thatch for roofing and mats for constructing a 

shade 30 1 30 $20.00  

Investment Required  

Investment required is 286 GHS, which is equivalent to $190.  
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Financial Plan  

Assumptions 

• Since this business depends solely on the supply of raw groundnuts, it is assumed 

that prices are normative.  In the case that groundnuts are in short or heavy supply 

in an off-year, profit margins could change. 

• Starting in late August, groundnut harvest season begins so that there is a dip in 

price and in number of customers as the supply of groundnuts floods the market. 

This will be the case until December.  Then gradually, the price will begin to increase 

and will peak again in June, July, and early August.  Assumptions for sales volume 

were made according to this pattern in the “Sales” tab in the financials. 

• It is assumed that rainy season from May to August will not affect the business 

greatly since she will build a stall. 

Projected Income Statement
KULI KULI                   (all amounts are in $)

Year 1 2 3

Income

 ground nuts paste - high season $476.00 $476.00 $476.00

 ground nuts paste - low  season $135.00 $135.00 $135.00

 ground nuts oil - high season $837.50 $837.50 $837.50

 ground nuts oil - low  season $229.50 $229.50 $229.50

 kuli kuli - high season $810.00 $810.00 $810.00

 kuli kuli - low  season $135.00 $135.00 $135.00

Gross Sales $2,623.00 $2,623.00 $2,623.00

Expenses

 Cost of Goods Sold $1,948.50 $1,948.50 $1,948.50

 Wages $160.00 $160.00 $160.00

 Pension Fund @ 14% of employees' wages+150 per month $0.00 $0.00 $0.00

 Social Insurance @ 4.00% of wages $0.00 $0.00 $0.00

 M edical Insurance @ 3.60% of wages $0.00 $0.00 $0.00

 Occupational Trauma (injury) tax @ 0.02% of wages $0.00 $0.00 $0.00

 Revenue Tax @ 6.00%  o f gross sales $0.00 $0.00 $0.00

Milling $160.00 $160.00 $160.00

Fire w ood $64.00 $16.00 $16.00

Spices $16.00 $16.00 $16.00

Rubbers $8.00 $8.00 $8.00

 Loan Payments $133.33 $85.33 $0.00

Total Expenses $2,489.83 $2,393.83 $2,308.50

Projected Cash Flow

 Cash Profit $133.17 $229.17 $314.50

 Loan Proceeds $190.33

 Start-up Costs $173.67

Cash Flow (Cumulative) $149.83 $379.00 $693.50  
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Financial Investment Required  

Cedis $

Loan Amount (Principal) 286 $190.33

One-time Service Fee Percentage 15.00%

Number of Years 1.4

Months before First Payment 2

Monthly Payment Amount 20 $13.33

Total of all Payments 328 $218.67

Total Service Fee Paid 43 $28.33  

 

Loan to be paid back in 17 monthly installments of 20 GHS, or $13.33 USD, over a 1.4 year 

period. First payment to be due at the end of the 3rd month. 

 

 Action Plan  

Date  Item  

Jan 2012 

 

Purchase groundnuts to start to boost her existing 

business. 

 

Jan 2012 

 

Construct a stall with shade and a table to display 

her products outside her home.  

 

 

 


