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he ‘middle man’ is not
ways a rent-seeker

middle man s al-
most an ‘witouchable!
dimension of develop-
ment. Who are they? Middle-
menareanaruralaspectofany
husiness, providingrawmate
rial, supporrtservices and mar
ket linkages. In fact, the secret
of successful clusrers les in
market-determined speciali-
sation, which requires value-
added linkages hy
middlemen. But when ir
comes 10 [micre-enterprise
clusters, the perception is that
middlemen (raders for &
weaver or a handicraft pro-
ducing artisan, for instance)
consttute aclass carning neni
arthe costofthe small men'—
the marginal producers.

However, while the eni-
earning role of these middle-
men is perfectly possible, it is
nor necessatily an all-perva-
sive phenomenon. In fact,
wherever rent-eaming exists,
irmay be due tolack of quality
value  adding  linkage
providers to the cluster. And,
while the problem Hes in limi
tation, the answer s seen in
elimmaton. As a corollary,
these who dismiss the role of
these natural actors have no
option but to create a neo-
champion, the ‘sponsored biz
man’ whe laces a formidable
challenge—learn the  busi-
Ness process, eam profit and
provide socially fairermims m
the small man—an area nor
his  natural  forte.  Thus
emerges a ‘big man-small
man' syndrome, withnoplace
for the middleman,

However, over the years, at
least a section of the so-called
middlemen have matured sig-
nificantly. They nol only pro-
vide linkages, but also vanious
value added services. These
include designs, understand-
ing the needs of the marker
and guiding the arlsan com-
muniry, ensuring dmelydeliv-
ery, organising appropriate
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salesmanship and presentng
an averall senge of market re-
spansihiliry, which new-gen-
eration consumers  wonld
appreciate. They follow mar-
ket mechanies, which enahles
e small man to understand
market needs: Such business
acumen cannot be eamed

Middlemenwhocan
bevalueaddersfor
microenterprise
clustersmusthe
identifiedand
linkage promotion
incentivesshouldbe
designed

overnight. It is @ process that
comesorganicallytoanentily,
which is by definition a busi-
nessmaximiser,’

A question on addressing
the non-husiness social secu
riry needs of the small man
ariseshere, Whereverithasac
mally heen addressed by mid
dlemen, ro whatever extent,
eritique has interpreted it asa
frap, ensuring the small man
becomes a perMAanent soune
of rent provision. In reality,
these twoare overlapping sers

inacomplexrelatonship,

In contrast, when the ‘big
man'enters business, e starts
with ellminatdon of rent—his
srared ohjective. He supports
the small man to enhance his
business, away from a chain,
considerad as rent-earning
But in doing 5o, he often {g-
nores the positivities of the
buzinessprocess of thar orher-
wise rent-earming model.

[rrespective of the model,
at the cnd of the chain there
stands a consumer dipped in
market economy Inthe face of
relentless Dusiness pressure
from the end of the chan,
these neo-marke Ung avencies
at tmes starl belaving like
middlemen themselves, But,
in the absence of the in-built
business lmowledge, oflen
roess up issues, tobe rescued
through subsidy measures.

Hence, it is imperative (o
redefine the perceived role of
middlemen, understand theis
value-adding potental and
Assign thetn incentives toper
form professionally. Often,
such potenrial value
providers rend ro keep our of
thismarker oriented develop
mental role due rolack aftime
and energy ro organise the
small men intn 3 rentless
business model. Ir is here that
developmental agencies can
playavitalrole

But identificarion of such
middlemen rmght nor always
come from within the cluster
Whatisalsorequiredistoiden-
tify such value adders and
work out appropriate linkage
promotion  incentives  thar
lead tu such investment in the
microenterprise clusters, This
will check rent-carning mid-
diemen and leave room only
forweallthereators.

Thewriter s with Unido's
Cluster Developirent
Programme. Theviens
are personal




