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Executive summary:  

Bangladesh is a deltaic country where every year monsoon flooding and river swelling wreak havoc 

in the lives of people under extreme poverty. In the north western Bangladesh, the extreme poor 

people living beside the rivers become landless and lose their household assets by the bursting 

rivers mainly in the rainy season. However, Practical Action has been supporting these landless 

farmers since 2004 through its unique innovation “sandbar cropping” in the barren riverbeds 

which appear right after the monsoon season. These transitional river islands never had productive 

use before Practical Action started this intervention. Disappearing land project, Pathways from 

Poverty, Securing Water for Food (SWFF) and Pumpkins Against Poverty (PAP) Project were based 

on this novel technique. This intervention supported the beneficiaries successfully to graduate from 

extreme poverty by diversifying the income source. Moreover, these projects enabled them to be 

engaged in market agriculture by producing pumpkin which they can store for a long time.  

This report is focused on the sustainability of the projects based on pumpkin cultivation in 

riverbeds. The study has been aimed to develop the strategies to be adopted after the project exits 

and sustainability modalities to follow for formulating new project proposal for sandbar pumpkin 

cultivation. For diversifying the funding sources in future projects through co-financing, the 

business model of the production system is demonstrated along with the existing features and 

future potentials to work on. A systems map is developed to identify the components of the entire 

production process and to delineate the associated complex relationships among those. For future 

sustainability, any development model needs to be community driven; thus the modalities of 

farmers’ cooperative, roles and responsibilities of the community based organization and how to 

strengthen the community for better market access have been analyzed in the report. Sustainability 

of this kind of project is largely based on community buy-in for development and the capacity of 

negotiation with the market actors which have been outlined in the report. Economic sustainability 

is one of the primary targets to be achieved for the continuation of pumpkin business. Hence, the 

present context of market pricing has been studied with the aim of understanding the underlying 

challenges, constraints to overcome exploitation and to attain better rate from the buyers. 

Furthermore, a detailed cost benefit analysis has been conducted to identify the scopes of 

improvement in selling the pumpkins. Finally, a novel model has been developed to earn better 

profit including the detailed strategy of sales in different seasons across the year. The final 

recommendations include:  

 Registered CBO for community buy-in  

 Formal backward linkage with MFI  

 Lower quantity of sales in peak season and higher quantity in off peak season. Centralized 

storage system can be established in favor of that.   

 Strong negotiation capacity in off season to eradicate exploitation  

 Access to Market Information of wholesale pumpkin markets (pumpkin hubs) through 

“Krishi Call Center”/IVR/Weatherboard intervention.  

 Enhancing credibility for contract farming  

 Collaboration with private bodies which require pumpkins as raw material for production  

 Proper branding (certification) mechanism harnessing the strengths/unique characteristics 

of the production process and pumpkins (product) towards export oriented market. 
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1. Project Background:  

Sandbar cropping is a fiscally prudent and climate smart technology which is transforming the 

barren transitional riverbed based islands into productive arable farmlands. 1The North-western 

part of the country is geographically situated at the confluence of the two major rivers;Tista and 

Brammaputra. This formation of the location posits additional risks like vulnerability to disasters, 

especially floods, river erosion, cold wave, tornado and chronic food insecurity. Frequent disasters 

turn the lives of extreme poor deplorable by the loss of land, lack of employment opportunities and 

basic service facilities. Pathways From Poverty (2009-2015) command areas (Rangpur, Kurigram, 

Gaibandha, Nilphamari and Lalmonirhat) are the highly disaster prone districts in the country 

where riverbank erosion leads to permanent loss of land for cultivation and shelter.2 

In 2005, the Disappearing Lands Project (2004-2009) connected the dots between the land slipping 

from impoverished flood and erosion affected communities and the bleak living conditions of the 

people by introducing sandbar cropping. 3 Sandbars are large, temporary, barren lands made of the 

sand and silt deposited as the rivers flood and subsides as well as when they change their course. 

The season for pumpkin cultivation normally starts in October-November. After finding a suitable 

site, pits are dug into the sandbars and are lined with compost which is a mixture of cow dung, soil 

and water.4 

From Securing Water for Food (SWFF) project (2015-2017) strong evidence has been found that 

not only does the approach produce nutritious vegetables that have a long shelf life and high trade 

value, it also uses less groundwater than traditional agriculture in the area.5 

Finally Pumpkins against Poverty Project Pumpkins Against Poverty (PaP 2016-2018) has been 

implemented in northwest Bangladesh which aimed to support 6,000 erosion affected families or 

about 22,800 people take steps out of extreme poverty using the sandbar cropping model. 

“Sustainability and Growth” was a theme in Graduation Model. In the PaP project, farmers have 

been organized into groups (optimally 3 groups of 20 HH each) in targeted sand bar areas close to 

their riverside homes. With the access to sand bar land agreed upon local consensus, each farmer 

manages 100 - 200 pits subject to their confidence and capacity. Practical Action provided the 

inputs and the beneficiary household’s (BHH) provided their labour which has been combined for 

pumpkin production. The traditional village-based marketing system was introduced in the model 

to connect the farmers (via mobile phone) to buyers from national market tiers. In 2016 export 

market was expanded into the project scope.6 

                                                           
1
 https://www.youtube.com/watch?v=xhBj93pN2-s&feature=youtu.be 

2
 Transforming Lands, transforming lives; Hope for millions of displaced communities living on the edge of mighty 

rivers in Bangladesh, Practical Action.  
3
 https://practicalaction.org/river-erosion-bangladesh 

4
 Technical Brief: PUMPKIN GROWING USING SANDBAR, Practical Action  

5
 https://www.usaid.gov/global-waters/november-2014/water-food-next 

6
 Issues and Ideas for Replication and Scaling up Pumpkin cultivation on riverbed sandbars, Mike Adair, May 

29,2018 

https://www.youtube.com/watch?v=xhBj93pN2-s&feature=youtu.be
https://practicalaction.org/river-erosion-bangladesh
https://www.usaid.gov/global-waters/november-2014/water-food-next
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2. Goal of the Study 

1. Developing the sustainability mechanisms for pumpkin production through sandbar 

cropping technology  

3. Objectives of the Study 

1. Studying the business model of the production and complex web of components associated 

with the underlying relationships.  

2. Identifying the strategies to achieve sustainability through community driven development  

3. Identifying the market and pricing sustainability for pumpkin production  

4. Study Rationale and Scope of the Study 

With the introduction of Sustainable Development Goals in the world of development the 

traditional model of Non-Government Organization is changing. NGOs cannot continue their 

intervention forever in their sites and once the project is closed, in many cases there are prevailing 

risks of non-continuation of the practice. But the primary goal of any development intervention is 

to instill the practice in the community so that it can carry on the same approaches by itself. The 

future world of development will be less donor dependent and more self (community) driven. 

Project sustainability is a critical issue after the project exits. Hence, to formulate a project proposal 

the aspects of sustainability are highly essential to explore for making it robust and impactful. 

Pumpkin Production through sandbar cropping exposed the landless farmer to the market and 

assisted them to increase their income by generating revenue through their sales. Hence, it has 

strong potential to be sustainable in the community along with scalable expansion. As a result this 

study was attempted to develop the strategies for sandbar production and sandbar commerce.  

The study has been done as an effort to ensure the economic sustainability of the project. Thus, the 

macro aspects such as policy intervention and interactions with the Government Departments were 

out of scope. This study strongly attempted to explore the micro level efforts for achieving 

sustainability such as responsibilities of the community to oversee the business model and gaining 

negotiation strength through proper market and price analysis. Furthermore, strategies for 

community driven development approach for sustainability and marketing & pricing sustainability 

have been formulated and recommended.   

5. Methodology of the Study  

The study has been done conducting Focus Group Discussion (FGD) in Gangachara Union and 

Kaunia  in Rangpur. Primary level data has been collected from the farmers’ community. This report 

firstly, attempted to put together the business model components in FAO template. Next, a systems 

map has been developed to identify the complex dynamics of the production process components 

and validate the scope of the study. For sustainability approach the operation process and sales in 

the market has been considered. As a result the sustainability within the community and market & 

pricing sustainability model for pumpkin production have been developed in the next chapters.  
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6. Business Model: FAO has developed a template for business model appraisal (See Annex). 

Following the template the Pumpkin Production process has been illustrated briefly.  

Producers  The landless farmers are the pumpkin producers. Both male and 
female. 60% participants are female  

 Located beside river and lost their assets due to flooding and river 
erosion  

 They produce pumpkin in transitional river islands (riverbed and 
sand) 

 Land is locally perceived as unproductive (sand , cannot grow crops); 
hence free access is available. However, in future land leasing 
mechanism will appear.  

 The SWFF project beneficiaries are still continuing the practice and a 
number of them became well off. They are utilizing farm labor for 
production  

Products and 
Services 
Exchanged 

 Pumpkin is sold mainly, 2 beds of squash is also sold for paying day to 
day expense (very small amount) 

 The pumpkin production has some special features :  
1. Sandbar cropping is a ground breaking innovation through which 

the farmers can grow pumpkins in barren river islands, previously 
it was not possible 

2. Women friendly technology. Hence number of woman 
participation is high (60%). This practice is empowering the local 
women  

3. Flat irrigation is used and it has reduced 50% of the water use 
level  

4. Village based market. Buyers come to the community to buy 
pumpkins.  

5. No pesticide, No insecticide 
6. The community is able to store the pumpkins following 

indigenous practices  
 At present raw pumpkins are sold, no provision of pumpkin 

processing.  
 3 tons of pumpkins are produced from 100 pits  
 Aggregated sales is carried out  

Buyers  Traders  
 Wholesalers 
 Exporters 

Logistics 
Mechanism 

 Product Transportation –1.  In peak season the traders/middle man 
come to the community and buy the pumpkins from the farmers 
intermittently and in smaller amount. Transport through vans 2. In off 
peak season the wholesale pumpkin business men come to the 
community (either in the “village market center” or separately) and 
buy pumpkins in bulk amount. The buyers pay the transport cost and 
the mode of transport is truck.  

 Storage Condition – So far PAP and SWFF beneficiaries made 
household storage using indigenous practices. No central community 
based storage system is available. Hence, there can be room for 
improvement on this aspect.   



 
 

4 
 

Suppliers/Partners  Local Seed Sellers  
 So far no common cooperative saving mechanism available  
 No formal access to credit union  
 Till now no formalized linkage with MFI. Hence in future further 

backward linkage with MFI can be established.  
 The farmers received input supports from Practical Action in previous 

projects. The SWFF beneficiaries pointed that they are continuing the 
practice from their own savings or investing the income generated 
from previous year’s harvest.  

Farmers’ 
Organization 

 No central cooperative has been formed. Hence a registered 
Community Based Organization (CBO) can form to mobilize the whole 
production process.  

 The key proposed activities would be overseeing the central storage 
mechanism, listing the buyers, information dissemination of market 
price (to ensure transparency), negotiation with the buyers, 
formalized savings mechanism through cooperative 

 Individual tasks by farmers : 1. Growing 2. Harvesting 3. Collection 4. 
Grading  

 Collective Efforts: 1. Primary processing 2.  Post-harvest handling 3. 
Marketing 4. Distribution  

Cost and Revenue   No price setting mechanism used so far. Hence, the community must 
negotiate in lean season for better price and less exploitation  

 No formalized payment. Since direct payment method has not been 
followed, farmers have been exploited. Hence proper contract needs 
to be formed to ensure direct payment. Once a bulk amount will be 
sold to the buyers, the buyers will need to pay a booking amount to 
them earlier and a certain period of time for emptying the shelf.  

Challenges and 
Expectations  

 No contract farming. Hence it needs to be developed after achieving 
credibility in the buyers’ community.    

 Community buy in for negotiation  
 Better pricing 
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7. Systems Map for Pumpkin Production process through sandbar cropping 

technology  

 

From the different components of systems map, the causal relationship has been attempted to be 

identified (direction of the arrow).For instance, the component “input” for production process is 

organized by the either own savings or lending money from the loan sharks.  The capital money is 

also collected from Micro Finance Institutions (MFI) in few cases. However, there is potential to 

address this component. Mainstreaming backward linkage with the MFIs is an option that has to be 

addressed in future projects for “input” sustainability. 

The entire production process is run by the farmers’ community. Hence community is an integral 

part of all these components.  Considering the bottom up approach for self-sustaining development 

through pumpkin business the next chapter (chapter 8) has analyzed the community driven 

development approach.  

For pumpkin business the market is the most important component. From the systems map, it can 

be seen clearly that “Market” is the final phase of the production process. Hence, the market and 

pricing sustainability has been studied in chapter 9.  
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8. Community Driven Development Approach – Sustainability within the Community:  

The key stakeholders for sandbar cropping intervention are the farmers. After visiting both SWFF 

project and PAP project beneficiaries it has been seen that strong social capital exists within the 

community. 60% of the farmers are women which strengthens the social bonding. Sandbar 

cropping technology is highly favorable for woman which enables significant participation rate of 

women from the community. Hence, the rate of women empowerment is increased after adopting 

the production model.  

Currently, Practical Action is practicing the innovative idea of “village based marketing” approach 

where the pumpkin business men come to the village selling point to buy pumpkins directly from 

the farmers in lean season. They arrange the trucks/pickups for transporting the pumpkins to 

wholesale market across the country and the cost of transportation is thus incurred by the traders 

themselves. However, the communities are weak in negotiating the price. The following reasons are 

predominant:  

 The buyers want to buy the pumpkins in a bulk as they arrange the transport. So, they plan 

to take at least 30 tons from the community. If the community cannot offer in a bulk amount 

then the traders offer lesser price.  

 Definitely in lean season (August-September) the price is high across the country. But the 

farmers sell it mostly in April-May period. In peak season the rate is low and they cannot 

negotiate for better price. Whereas in lean season (right after the rainy season) the price is 

higher but as the community cannot store till then due to lack of common space, they 

become unable to offer the buyers their required large amount. Hence, they cannot 

negotiate with the buyers at that point.  

 Also, the buyers always seek for lesser price. This creates exploitation and conflict of 

interest within the community. For instance: within the community 1-2 rich farmers/ 

leaders have good communications with the traders/wholesale pumpkin business people. 

Hence, the traders come and negotiate with them offering commissions.  If the price is 10 tk 

in the wholesale buyers’ market, they negotiate in a way that the buyer will buy in 7 taka 

rate from that “leader”, The leader will buy from the community by 6 taka rate. So the 

commission of the leader would be 1 taka per kg. The story of exploitation is still continued 

due to lack of information. Also they cannot deny a leader if that leader forces them to sell 

their pumpkins in a specific rate.  Lack of transparency creates this struggle of exploitation. 

 An interesting finding is the pumpkin wholesale business persons come from different 

places in Bangladesh for buying pumpkins from these communities mostly in lean season 

(after monsoon) as at that time period pumpkin is not available throughout the country.  

 In peak season the (April-May) the community sells the pumpkins to the commission agents 

who sell those to the local market.  

 However, in lean season there is another dilemma which arises within the community; they 

get better price per kg from the pumpkin wholesale buyers coming from different parts of 

the country who wants to buy in a higher amount from the community but if they sell the 

pumpkins in local market in lesser amount in daily basis they get better price per piece of 

pumpkin. From the FGD one farmer mentioned that they usually take 8-10 pumpkins (not 
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more than that as they do not want to saturate the market) in nearby local markets and cut 

into pieces for selling them in a higher rate. According to them they can profit more in per 

piece than that of selling them in bulk to the wholesale traders in per kg rate.   

 

8.1 Sustainable Community Driven Development Strategies: 

1. If the farmers’ cooperative can run successfully and oversee the entire business model then 

it would be beneficial for the community  

2. The cooperatives of sand bar commerce can form registered Community Based 

Organization (CBO) for sustainability.  

3. The CBO can collect money from the members for building common storage for storing 

large amount of pumpkins. This will support them to store their pumpkin for longer period 

and get the highest selling price in lean season.  

4. The CBO need to have transparency among the members for addressing the challenge of 

exploitation. To avoid the exploitation induced by commission seeking leaders the CBO can 

follow some strategies  

 The CBO can oversee the entire pumpkin sales processes. The price setting will not 

be controlled by a single authority (leader/s) but will be decided based upon the 

consensus of all the members of the CBO. 

 No buyer will be selected based upon a reference of a single member or CBO 

committee persons.  

 CBO will decide how much of pumpkin from their community they will sell and in 

which time (April- May window or August – September).  

 The price negotiation with the buyers will be done through the weekly meeting of 

the CBO where all members will be present. The farmers’ communities have access 

to mobile phone technology. The negotiations are done remotely using cell phones 

as the buyers are from different districts in different locations. By turning on the 

“speaker” mode while in call can help them ensuring transparency where all the 

members of the CBO will be present.  

 In weekly meeting of the CBO they will talk with buyers to get the information of 

prices in different wholesale locations maintaining the transparency. They will call 

the buyers from the consolidated buyers list created by Practical Action Team.  

 Since “contract” mechanism is absent in the sales process, it needs to be practiced 

for mainstreaming it in the model for better bargaining power. Once the buyers are 

selected for selling the pumpkins, the entire process will be formalized within a 

contract where the price per kg, amount taken from each farmer will be set and 

documented properly. 

 While crafting a contract it will be mentioned clearly that the total amount of money 

will be paid directly (no late payment). A certain number of days will be fixed for 

the buyers and within that period of time (for instance 10 days) the buyers will take 

their required amount of pumpkins from the community farmers.  

 Before taking away the pumpkins from the community, security money will be paid 

to the community farmers in the beginning of their contract.  
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 The CBO will maintain the central common storage if they decide to build it. 

However, if a community decides not to operate a central storage then the CBO will 

have a simple database of the inventory available (Amount of pumpkins stored in 

every household of the community).  

 The common storage can be used for pumpkin storage from April – September and 

the rest of the six months they can open the storage to be rented for tobacco, corn, 

Aman rice seeds, onions and potatoes. It can be a source of income for the CBO.  

 The benefit of establishing a common storage is associated with storing a large 

amount of pumpkins to be sold later in lean/off season. Farmers informed that 

albeit knowing the fact of getting better price in off peak season, they prefer to sell 

in peak season responding to the emergencies arise. Furthermore, to store 

pumpkins inside the houses cost the poor farmers additional amount which they try 

to minimize. However, from previous evidences it has been seen that well off 

farmers built storage facilities (small scale) inside their houses.  

 The CBO aims to sell the pumpkin when the rate is the highest (September) for 

better profit. So the role of the CBO would be to ensure the pumpkins to store longer 

(inside individual or common storage). In case if any farmer wants to sell the 

pumpkin for emergency purpose, the CBO will store the pumpkin in current market 

rate and then the CBO will take care of those pumpkins till September and will sell 

the pumpkin in that month in higher rate. However, CBO will oversee the number of 

pumpkins and the weight of the pumpkins. (This is important as many issues may 

arise. For instance, one may store 190 pumpkins and 10 may get rotten or one may 

store 180 pumpkins and the weight of those pumpkins may be higher than that of 

190 other pumpkins) 

 While selling the pumpkins to the buyers, issues might be raised by the members 

like whose pumpkins would be sold first; hence an issue of prioritization may arise. 

In that case following strategies can be followed  

 A need based priority list can be prepared. (“A” wants his/her daughter to get 

married this year, so “A” wants to sell his/her pumpkins for urgent need of 

money. “B” wants to sell his/her pumpkins for money as his/her son is suffering 

from disease and needs better medical treatment)  

 Otherwise every member of the CBO will contribute pumpkins of a specific 

weight. (For instance, 20 members will contribute 50 k.g. each) 

8.2 Land Access: From the field survey and FGDs, the communities in Rangpur Strongly attested 

that they do not have any conflict for accessing the land. They mentioned that there are different 

types of transitional “char” lands. Those which are permanent chars seem very lucrative for the 

local powerful people. Next, the chars which have sediment soil are considered to be productive to 

the local people as they can grow different crops in it. Whereas, the riverbed char islands are formed 

by sands and are temporary land which appear for a short period of time in the year. Traditionally 

the villagers could not make any productive use of the sandy barren islands. Hence, they were not 

interested in grabbing those chars as it did not seem to be profitable to them. Some of the 

beneficiaries claimed that usually the communities have strong social capital among themselves 
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that they can come up with the consensus of sharing the land (SWFF Beneficiaries) even after 

project exits from the community. They said they are landless farmers as their household assets 

were washed away by river erosion and then by the nature itself the land is accumulated in the 

form of sandy barren islands, so they believe they are the owners of that land as a community. 

Additionally they mentioned that every year there is more sandy barren lands available than it is 

required for massive scale pumpkin production. 

This is the context of Rangpur. However, in other areas the social capital might not be strong or the 

powerful local elites may interfere in the process which may create conflict of interest in terms of 

property rights. Keeping that in mind, there needs to be clear strategy for accessing the land. With 

the assistance of local union council chairman, AC land, TNO of the thana a contract based land 

leasing system for the land will then be needed to be established which will ensure property rights 

for the community. However, since there is no other productive use of the sandy barren islands 

apart from the execution of this innovative intervention, the community should strongly advocate 

for the “free of cost” leasing opportunity.  
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9. Marketing and Pricing Sustainability:  

In Bangladesh there are five tiers marketing system which is prevailing in pumpkin business. The 

five tiers are identified as - Farmers, Faria, Big Traders (Bepari), Wholesaler (Commission agents), 

retailers and consumers according to the report “Demand Assessment for Inclusive Business in 

Pumpkin Value Chain” by Edge Consulting and SNV Netherlands.1 Existing Pumpkin Value Chain in 

Bangladesh : 

 

Source: “Demand Assessment for Inclusive Business in Pumpkin Value Chain” by Edge Consulting and 

SNV 

From field survey (see Appendix: 1) it has been found that the prices which the farmers receive are 

significantly lower than the price set for the consumers due to different tiers in the market, middle-

manship, transportation cost, lack of rule of law, unofficial bribes at different levels, speed money to 

public service employees, local political influential people and local goons at different levels. Lack of 

proper information at different level (information asymmetry) is deteriorating the whole process 

even more.  

 

 

                                                           
1 Demand Assessment for Inclusive Business in Pumpkin Value Chain”. Edge Consulting and SNV 

Netherlands, 2015.  
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9.1Data Analysis and Findings 

 

 

 

 

The analysis of  price increase from one tier of market to another level has been done based on the 

collected data.  

Month  Price (Hybrid) 
Difference between the 
farmers’ level and local 
market level in BDT 

Price (Hybrid)  
Difference between 
local market level and 
Capital level in BDT 

Price (Hybrid)  
difference between 
farmers’ level and 
Capital level in BDT 

January 
18 

(1.94 times increased)  
18 

(1.94 times increased) 
36 

(1.94 times increased 

February 
11 

(1.68 times increased) 
20 

(1.94 times increased) 
31 

(1.94 times increased 
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(2 times increased) (1.94 times increased) (1.94 times increased 

April 
8 

(1.88 times increased) 
15 

(1.94 times increased) 
23 

(1.94 times increased 

May 
8 

(1.88 times increased) 
15 

(1.94 times increased) 
23 

(1.94 times increased 

June 
8 

(1.88  times increased) 
15 

(1.94 times increased) 
23 

(1.94 times increased 

July 
11 

(2 times increased) 
15 

(1.94 times increased) 
26 

(1.94 times increased 

August  
9 

(1.69  times increased) 
15 

(1.94 times increased) 
24 

(1.94 times increased 

September 
11 

(1.68 times increased) 
15 

(1.94 times increased) 
26 

(1.94 times increased 

October 
8 

(1.42 times increased) 
15 

(1.94 times increased) 
23 

(1.94 times increased 

November 
8 

(1.42 times increased) 
25 

(1.94 times increased) 
33 

(1.94 times increased 

December 
13 

(1.68 times increased) 
23 

(1.94 times increased) 
36 

(1.94 times increased 

 Table 1: Price level change from farmers to different tiers of market for Hybrid Pumpkins  

From the table the colossal disparity of pricing can be seen. The third column shows the difference 

between what the farmers are getting and what the consumers are spending to buy pumpkins in 

the capital (Dhaka). The rate of price increase is enough enormous to demonstrate the level of 

exploitation that the farmers have to experience. However, from actual price difference it can be 

found that in January the price difference is the highest between the farmers’ level and local level; 

also in farmers’ level and capital level. Price difference is the lowest in the months of March, April 

and May. It demonstrates that in peak season although the supply is higher, at that time the actual 

price is low in all tiers of market. Hence, the rate of exploitation is lower. On the flipside the actual 

price starts to increase from the month of July and simultaneously the price difference between the 

farmers’ level and capital level is high in September, November, December and January 

(exploitation high). This indicates that farmers have the scope to negotiate for better price in off-

peak season for higher profit. Hence their negotiation capacity needs to be strengthened for the off-

peak seasons. That being said, the primary target of the farmers’ CBO will be to raise the price 

through negotiations in the months of August and September. Furthermore, same recommendation 

is well aligned for the month of January when the farmers need to negotiate to raise the price for 

selling green hybrid pumpkins. 

Month  Price (Deshi) Difference 
between the farmers’ level 
and local market level in 
BDT 

Price (Deshi)  Difference 
between local market 
level and Capital level in 
BDT 

Price (Deshi)  
difference between 
farmers’ level and 
Capital level in BDT 

January 
12 

(1.5 times increased) 
18 

(1.66 times increased) 
30 

(2.5 times increased) 

February 
10.5 

(1.85 times increased) 
19.5 

(1.53 times increased) 
30 

(2.85 times increased) 
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March 
7 

(2.28 times increased) 
16 

(1.43 times increased) 
23 

(3.28 times increased) 

April 
5 

(3.2 times increased) 
16 

(1.31 times increased) 
21 

(4.2 times increased) 

May 
5 

(3.2 times increased) 
16 

(1.31 times increased) 
21 

(4.2 times increased) 

June 
4 

(4 times increased) 
16 

(1.25 times increased) 
20 

(5 times increased) 

July 
4 

(4.75 times increased) 
19 

(1.21 times increased) 
23 

(5.75 times increased) 

August  
5 

(3.2 times increased) 
16 

(1.31 times increased) 
21 

(4.2 times increased) 

September 
4 

(4.5 times increased) 
18 

(1.22 times increased) 
22 

(5.5 times increased) 

October 
5 

(3 times increased) 
15 

(1.33 times increased) 
20 

(4 times increased) 

November 
8 

(2.25 times increased) 
18 

(1.44 times increased) 
26 

(3.25 times increased) 

December 
13 

 
13 

(2 times increased) 
26 

(2 times increased) 

 

From the table above similar scenario as of the hybrid pumpkins can be seen for Deshi Pumpkins. 

Since Deshi Pumpkins can be stored for a long time, the farmers must negotiate to raise the price in 

the months of August and September.  

The present scenario of the pumpkin market and pricing mechanism is summarized bellow:  

 

*Since Hybrid Pumpkins cannot be stored beyond September, the rest of the months are 

omitted  

Price of hybrid pumpkins are the lowest in April but higher in August, September and January.  
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Price for Hybrid Pumpkins that Farmers are 
getting from Wholesale Traders (Tk/kg) 

Price that Farmers are
getting from Wholesale
Traders (Tk/kg)
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Deshi Pumpkins are in the lowest price in the months of April and May and the price starts 

to increase from the months of July.  

 April – May is the peak season when the price of pumpkin is low across the country. At this 

time window the pumpkin commission agents/middle man come to the community to buy 

pumpkins and then they supply in local markets’ big traders (places across rangpur and 

some of the nearby districts around).  

 From August to December is the lean season when pumpkin is scarce across the country 

which yields into higher demand of the wholesale traders. At this time window community 

based “village selling market” becomes the most successful. During this time the wholesale 

traders from different districts do not easily get pumpkins within their close proximity. 

Hence traders from different communities come to these remote “Char” communities to buy 

pumpkins. If the communities can store their pumpkin in bulk amount they will be able to 

negotiate strongly for better rate.  

 However, scattered individual storage without a cooperative or CBO based mechanism; the 

farmers will not be able to sell in bulk rate. Previously Practical Action supported the 

farmers’ communities for organizing village based marketing mechanism where the traders 

came to the community along with their own transport facilities and bought the pumpkins 

directly from the community. But if the CBO is formed and willing to oversee the bulk selling 

pumpkins to the buyers in August – September time frame it will ensure coordinated 

approach of negotiation and sales.  

 Apart from this formalized approach, the communities are exploited sometimes. The big 

traders and wholesalers in the big pumpkin hubs like Bogra (Mahasthangarh) or 

Thakurgaon often send representatives to the “Char” lands in search of pumpkin in lean 

season when pumpkins are scarce. At that time the representatives come and negotiate with 

the leaders of the farmers’ community and offer them commissions. That leader then 

convince the rest of the community to sell their pumpkins in a cheaper rate than that of 

what they deserve threatening them that they might not sell their pumpkins in later months 

in bulk amount (either the pumpkins will be rotten or the buyers will not come to the 
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community for pumpkins). Basically these leaders work as middle men and earn 

commissions exploiting the farmers.  

 The farmers strongly attested the reason of their exploitation as “information gap”. They 

basically do not have the information of the wholesale price of pumpkins in other nearby 

regions to validate their claims of price for negotiating with the buyers. To address this 

issue the “Krishi Call Center” by practical Action can accommodate the intervention of 

collecting the data of daily price in wholesale markets from big pumpkin hub (Bogra 

Mahasthangarh, Thakurgaon). By calling the hotline or by visiting the Union Council office 

and from the ICT based “Weatherboard” where the price will be displayed, the farmers 

might be able to know the price value of the pumpkins in different markets and thus can 

negotiate better.  

9.2 Cost Benefit Analysis  

Finally a cost Benefit Analysis has been done to formulate better strategies for sales decisions. 

The present Scenario of Cost  

Direct Cost  For 100 Pits  
Pumpkin Seeds 50 g for each farmer  650 

Suqash Seeds  10 g for each farmer 165 

Cowdung (12kg/pit, 100kg/bed, total 
1400kg/Farmer 

1200 

Quick compost / vermicompost ( 250g/pit) total 
25 kg 

300 

Urea (125g/pit, 0 .25 kg/bed) Total 13 kg/Farmer                          221 

TSP (100g/pit, 0.25 kg/bed) Total 10.5kg/Farmer                         252 

MOP (80g/pit, 0.25 kg/bed) Total 8.5kg/Farmer              136 

Turki Borax 0.5 kg/Farmer  40 

Mimfuran 0.5 kg/Farmer 60 

Micro nutrient/ pesticide/fungiside ( need base) 200 

Pheromon trap 1set /Farmer  55 

Borring cost  for irrigation(1 boring for 20 
Farmers) 300 

Machine with accessaries ( 1 machine for 60 
Farmers) 342 

Bucket 15L RFL (Oval shape) Mug 1.5L RFL 165 

Irrigation Cost ( Fuel and maintenance cost) 450 

Bee Hive  rental( one set /60 Farmers) 150 

River Crossing ( if required) 100 

Carrying cost VAT and others 214 

If storage inside house  1000 

total direct cost  6000 

  

 

Indirect Cost  For 100 Pits (20 Working Days through out 
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the production process)  
Male 6000 (300tk per day) 
Female 3000 (300tk perday)  
Total Cost (Direct+Indirect)  For 100 Pits  
If all male workers  12000 

If all female workers 9000 

Average Total Cost 10500 

 

Total Cost for 100 Pits 10500 

Total Cost for 200 Pits 21000 

Total Cost for 500 Pits 52500 

Total Cost for 1000 Pits 105000 

*Although this has been done mathematically, in reality the cost will be lower than these 

projections for increased numbers of pits. (For instance boring costs, machine costs etc will be the 

same for all cases)  

9.3 Existing Revenue Generation Model : (Based on the calculation) 
Total Pumpkin Production : 3 Tons (Apprx) 
Total Deshi Pumpkin Production : 1.8 Tons (60% of the seeds Deshi) *based on PAP Project 
Total Hybrid Pumpkin Production: 1.2 Tons (40% of the seeds Hybrid) *based on PAP Project 

Month Kind rang
e 

Averag
e 
(apprx)  

Quantit
y  

Per 
ton 
taka  

Revenu
e from 
100 pits  

Revenu
e from 
200 pits 

Revenu
e from 
500 pits 

Revenu
e from 
100 pits 

January 

Hybri
d 18-20 19 5% 

1900
0 1140 2280 5700 11400 

Deshi 15-16 15       

February 

Hybri
d 15-18 16 10% 

1600
0 1920 3840 9600 19200 

Deshi 
12-13 12 5% 

1200
0 1080 2160 5400 10800 

March 

Hybri
d 10-12 11 20% 

1100
0 2640 5280 13200 26400 

Deshi 8-10 9 5% 9000 810 1620 4050 8100 

April 

Hybri
d 8-10 9 30% 9000 3240 6480 16200 32400 

Deshi 5-7 6 30% 6000 3240 6480 16200 32400 

May 

Hybri
d 8-10 9 20% 9000 2160 4320 10800 21600 

Deshi 5-7 6 20% 6000 2160 4320 10800 21600 

June 

Hybri
d 8-10 9  9000     

Deshi 7-8 7  7000     

July 

Hybri
d 10-12 11 5% 

1100
0 660 1320 3300 6600 

Deshi 8-10 9 10% 9000 1620 3240 8100 16200 
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August  

Hybri
d 12-15 13 10% 

1300
0 1560 3120 7800 15600 

Deshi 
10-12 11 10% 

1100
0 1980 3960 9900 19800 

Septembe
r 

Hybri
d 

15 - 
18 16  

1600
0     

Deshi 15- 
16 15 15% 

1500
0 4050 8100 20250 40500 

October 

Hybri
d 18-20 

Can't 
store       

Deshi 
16-18 17 5% 

1700
0 1530 3060 7650 15300 

November 

Hybri
d 

Can't 
store 

Can't 
store       

Deshi 18-20 19       

December 

Hybri
d 

Can't 
store 

Can't 
store       

Deshi 18-20 19       

Total 
Revenue  

 
29790 59580 148950 297900 

Total Cost   10500 21000 52500 105000 

Total 
Profit 

 
19290 38580 96450 192900 

Cost : 
Benefit  

1: 2.83  

9.4 Proposed Revenue Generation Model and Pricing & Marketing Strategies 

Based on this situation several iterations have been done to identify the best suited model for 

higher profit and higher cost:benefit ratio. It has been clearly seen from the previous analysis above 

that if the farmers wait and store their pumpkins till August, they can make better profit. Hence, the 

time frames of sales have been divided into smaller chunks. The main two windows of sales are 

April-May and August- September period. However, the important aspects which are considered 

here are 1. Hybrid Pumpkins cannot be stored beyond September and the rate of getting rotten 

inside the storage is higher for these pumpkins in the later months (decreasing shelf life); whereas 

the Deshi pumpkins have lesser risk of getting rotten even in the later months. 2. Hybrid Pumpkins 

have demands as green pumpkin in the month of January. Green hybrid pumpkins are harvested in 

greater number in the time frame of January – February 3. If 100% of the pumpkins are stored and 

could be sold in September (has been fixed on the basis of shelf life for both categories of pumpkin) 

when the price is high, the maximum cost benefit ratio could be 1:4. Keeping that in mind numbers 

of iterations have been done to calculate the feasible higher cost-benefit ratio. Also no matter what 

the farmers communities need to sell some of the pumpkins in peak season to get money right after 

the harvest season. Hence, that has been considered with equal importance. This model has been 

recommended for future projects for sandbar pumpkin production  
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The method of Calculation : For Hybrid = Quantity (%) * 1.2 * Price for 1000 kg  

           For Deshi = Quantity (%) * 1.8 * Price for 1000 kg  

Month Kind rang
e 

Averag
e 
(apprx)  

Quantit
y  

Per 
ton 
taka  

Reven
ue 
from 
100 
pits  

Revenu
e from 
200 pits 

Revenu
e from 
500 pits 

Revenu
e from 
100 pits 

January 

Hybri
d 18-20 19 5% 19000 1140 2280 5700 11400 

Deshi 15-16 15 Nil Nil Nil Nil Nil Nil 

February 

Hybri
d 15-18 16 5% 16000 960 1920 4800 9600 

Deshi 12-13 12 Nil Nil Nil Nil Nil Nil 

March 

Hybri
d 10-12 11 Nil Nil Nil Nil Nil Nil 

Deshi 8-10 9 Nil Nil Nil Nil Nil Nil 

April 

Hybri
d 8-10 9 10% 9000 1080 2160 5400 10800 

Deshi 5-7 6 5% 6000 540 1080 2700 5400 

May 

Hybri
d 8-10 9 10% 9000 1080 2160 5400 10800 

Deshi 5-7 6 5% 6000 540 1080 2700 5400 

June 

Hybri
d 8-10 9 Nil 9000 Nil Nil Nil Nil 

Deshi 7-8 7 Nil 7000 Nil Nil Nil Nil 

July 

Hybri
d 10-12 11 Nil 11000 

Nil Nil Nil Nil 

Deshi 8-10 9 Nil 9000 Nil Nil Nil Nil 

August  

Hybri
d 12-15 13 35% 13000 5460 10920 27300 54600 

Deshi 10-12 11 20% 11000 3960 7920 19800 39600 

Septembe
r 

Hybri
d 

15 - 
18 16 35% 16000 6720 13440 33600 67200 

Deshi 15- 
16 15 70% 15000 18900 37800 94500 189000 

October 

Hybri
d 18-20 

Can't 
store Nil 19000 

Nil Nil Nil Nil 

Deshi 16-18 17  17000 Nil Nil Nil Nil 

November 

Hybri
d 

Can't 
store 

Can't 
store 

Nil Nil Nil Nil Nil Nil 

Deshi 18-20 19 Nil 19000 Nil Nil Nil Nil 

December 

Hybri
d 

Can't 
store 

Can't 
store Nil 

Nil Nil Nil Nil Nil 

Deshi 18-20 19 Nil 19000 Nil Nil Nil Nil 
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Total 
Revenue  

 
40380 80760 201900 403800 

Total Cost   10500 21000 52500 105000 

Total 
Profit 

 
29880 59760 149400 298800 

Cost : 
Benefit  

1: 3.84 
 

 

The cost: benefit ratio thus can be enhanced. Also, if the total profit row from the table is noticed, it 

can be found that the higher the number of pits is the more the profit can be attained through it. 

Hence, the volume of production is essential to consider; more volume can yield more profit. So, as 

a step to gain sustainability, it is strongly recommended to cultivate more pits per farmer.  

However, information gap is hindering the farmers to claim for better price in lean season. Since the 

scarcity is high, that time frame is in favor to the farmer for better negotiation but from the study 

finding it is clearly seen that they are being exploited then. The more market information (eg. 

Pumpkin prices in different wholesale markets and local bazars in that region) the farmers will be 

receiving in off-peak season (August- September), the more they can negotiate. Furthermore, this 

will support them to make them resilient against the rising middle man leaders from the 

community itself who gets commission from the buyers. Access to information can assist them from 

not being convinced by the community middle man’s offered price. The IVR technology that has 

been used in Practical Action’s Krishi Call Center can also be used along with the weatherboard 

component to let the farmer’s know the price of pumpkins in wholesale market in the months of 

August and September Specifically. There can be provision of two way approach – Both the farmers 

can call using the hotline number or can receive blast voice calls from the center which will inform 

them the market price.  

Once the farmers are well assured of the price they can start negotiating with the listed buyers in 

the presence of all members of the CBO by ensuring transparency of the entire process. The 

decision will be fixed upon the criteria of 1. Direct Payment method  2. Allowing time for emptying 

shelf  

At present contract farming is absent. However, it needs to be established for sustainable 

production practice in future. For creating that establishment, the farmers’ community needs to 

continue the practice of selling pumpkin in bulk amount to the buyers at least three years to build 

the credibility of the process. After contract farming is started the production process will change 

simultaneously; the buyers will request for the required amount of pumpkins and the farmers will 

provide them accordingly. Without formal contract, exploitation is impossible to eradicate. 

Stemming from contract farming formal contract needs to be developed to build partnership with 

Private Bodies like Pran or MNCs like Nestle. However, private parties have previous record of 

exploiting the farmers by sending middle man representatives who offer commissions to the local 

leaders who then buy the pumpkins in lower rate. However, without the collaboration of private 

body, market sustainability is hard to achieve. There might be risk of exploitation but that challenge 

needs to be addressed to bring out an effective solution.  
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Branding is another aspect that has been missing so far. The production process has its own distinct 

characteristics which are needed to be tapped for proper branding. 60% of the farmers are women 

in previous projects, water has been secured by reducing 50% of the irrigation water usage and no 

pesticide - no insecticide etc in the production mechanism are the strengths of sandbar pumpkin 

cultivation. By highlighting these impactful characteristics proper channel of certification 

(branding) can be achieved.  

Previously “Kaunia to Kualampur” approach of exporting pumpkins in global scale was an 

exemplary effort towards sustainability. However the process is needed to be continued in future 

by searching clients, maintaining contract and successful relationship with them. In future, better 

technology of storing the pumpkins are needed to be developed to capture the international market 

in the time of Halloween (October).  
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10. Summarized Recommendation and Conclusion:  

Pumpkin cultivation through sandbar cropping has numerous positive stories of impact, future 

potential room for improvements and a number of challenges to overcome for achieving 

sustainability.  The entire report has attempted to analyze myriad strategies to follow for 

sustainable pumpkin production model. These are summarized bellow: 

1. The source of funding needs to be diversified after the project exists from the site. 

Backward linkage with bank or formal credit institution is required. Formal Link up with 

MFI is essential.   

2. A registered CBO is mandatory to organize and operate the entire business model. The 

registered cooperative can create formalized savings system for the business which can also 

be used for funding for next season  

3. A centralized storage system might be helpful to formalize the CBO’s task for future  

4. For selling the pumpkins, lower quantity needs to be sold in peak season and higher 

quantity in the off peak season. Details strategy is clearly demonstrated in marketing 

sustainability section with calculation. 

5. In off peak season the price is higher but exploitation is higher too. Hence negotiation is 

necessary to raise the price for more profit.  

6. For better negotiation capacity and eradicate exploitation, proper access to information 

on market price is the most essential part to consider.  

7. The communities have strong social capital which needs to be utilized through effective 

CBO formation and through information clarity within the community for market pricing .  

8. If community driven development can be established and stated strategies in the section 

“community driven development approach – sustainability within the community” can be 

followed; the farmers’ community can enhance their credibility in business dealings with 

pumpkin buyers and that will eventually create scope for contract farming in future. 

However, to achieve that level, formal contracts need to be followed at every stage (from 

forming CBO, memberships, selling pumpkins to the buyers in lean season etc) 

9. Partnership with private bodies is essential. Agro-based companies which require pumpkin 

as raw material are needed to be considered for collaboration and contract farming. 

Although there is chances of exploitation as their interest is to get the raw material in the 

lowest possible price, this partnership can be effectively leveraged through formal contract, 

negotiation, accountability between both parties and media visibility . (Eg. PRAN, Nestle).  

10. Proper branding (certification) is essential. The unique characteristics of the pumpkin 

production need to be branded and promoted carefully in future endeavors. If needed 

certification can be done too. (Eg.: Fairtrade USA)   

11. New channels of exporting the pumpkins are needed to be identified and promoted with 

proper visibility.  

12.  The market price of pumpkin hubs (Eg. Mahasthangarh pumpkin hub but not the karwan 

bazar price) can be found through “Krishi Call Center” or “Weatherboards” if the provisions 

are integrated with these interventions.  



Appendix  

Month Price that Farmers are 
getting from Wholesale 
Traders (Tk/kg) 
 

Price in Local Bazar 
(range)  (Tk/kg) 
 

Price in Dhaka  
(range)  (Tk/kg) 
 

Hybrid Deshi Hybrid Deshi Hybrid Deshi 

January 18-20 15-16 35-40 25-30 50-60  40-50 

February 15- 18 12-13 25- 30 20-25 45- 50 40-45 

March 10-12 8-10 20-25 15-18 30- 40 30-35 

April  8-10 5-7  15-20 10-12  30-35 25-30 

May 8-10 5-7 15-20 10-12 30-35 25-30 

June 8-10 7-8 15-20 10-12 30-35 25-30 

July 10-12 8-10 20-25 12-15 35-40 30-35 

August  12-15 10-12 20-25 15-18 35-40 30-35 

September 15-18 15-16 25-30 18-20 40-45 35-40 

October 18-20 
(limited) 

16-18 25-30 20-25 40-45 35-40 

November 18-20 
(limited) 

18-20 25-30 25-30 50-55 40-50 

December 18-20 
(limited) 

18-20 30-35 30-35 50-60 40-50 

 

 



 



   100 pits; Pumpkin Qty produced:H=  
2.5  MT                            L= 3 MT 

500 pits; Pumpkin Qty produced: 
H=   12.5 MT                              L= 15 MT 

1,000 pits; Pumpkin Qty produced: 
H=   25 MT                              L= 30 MT 

Month Variety Quan
tity 
sold 

Reason for Selling  Buyers  Quantity 
sold 

Reason for Selling  Buyers  Quantity 
sold 

Reason for Selling  Buyers  

January Hybrid 5%  To meet-up 
input cost 

 Price high 

Local Buyer Local Buyer  To meet-up 
input cost 

 Price high 

Local 
Buyer 

5%  To meet-up 
input cost 

 Price high 

Local 
Buyer 

Local - -   -  - -  

February Hybrid 10%  To meet-up  
input  cost 

 Price high 

Local Buyer Local Buyer  To meet-up  
input  cost 

 Price high 

Local 
Buyer 

10%  To meet-up  
input  cost 

 Price high 

Local 
Buyer 

Local 5%  To meet-up 
input  cost 

 Price high 

Local Buyer Local Buyer  To meet-up 
input  cost 

 Price high 

Local 
Buyer 

5%  To meet-up 
input  cost 

 Price high 

Local 
Buyer 

March Hybrid 20%  To meet-up 
family needs 

 Price high 

Local Buyer Local Buyer  To meet-up 
family needs 

 Price high 

Local 
Buyer 

20%  To meet-up 
family needs 

 Price high 

Local 
Buyer 

Local 5%  To meet-up 
production  
cost 

 Price high 

Local Buyer Local Buyer  To meet-up 
production  
cost 

 Price high 

Local 
Buyer 

5%  To meet-up 
production  cost 

 Price high 

Local 
Buyer 

April Hybrid 30%  To meet-up 
credit / loan 
repay/ family 
needs 
 

Local Buyer 30%  To meet-up 
credit / loan 
repay 

 Rest of the 
storage 
amount 

 Less storage 
opportunity 

Local 
Buyer 

30%  To meet-up 
credit / loan 
repay 

 Rest of the 
storage amount 

 Less storage 
opportunity 

Local 
Buyer 

Local 30%  To meet-up 
credit / loan 
repay/ family 
needs 

 Rest of the 
storage amount 
 

Local Buyer 30%  To meet-up 
credit / loan 
repay 

 Rest of the 
storage 
amount 

 Less storage 
opportunity  

Local 

Buyer 

30%  To meet-up 
credit / loan 
repay 

 Rest of the 
storage amount 

 Less storage 
opportunity  

Local 

Buyer 



 

   100 pits 500 pits 1,000 pits 

Month Variety Quantity 
sold 

Reason for Selling  Buyers  Quantity 
sold 

Reason for Selling  Buyers  Quantity 
sold 

Reason for Selling  Buyers  

May Hybrid 20%  Grading/shorti
ng 

 

 To invest 
another IGA 

Local 
Buyer 

20%  Rest of storage  
amount  

 To invest another 
IGA 

Local 
Buyer 

20%  Rest of storage  
amount  

 To invest another 
IGA 

Local 

Buyer 

Local 20%  Grading/shorti
ng 

 To invest 
another IGA 

Local 
Buyer 

20%  Rest of storage  
amount  

 To invest another 
IGA 

Local 
Buyer 

20%  Rest of storage  
amount  

 To invest another 
IGA 

Local 

Buyer 

June Hybrid    -    -    

Local    - -  - -  

July Hybrid 5%  Grading/shorti
ng 

 Shelf life 
reduce 
 

Local 
Buyer 

5%  Grading/shorting 

 Shelf life reduce 

 Price high 

Local 

Buyer 

5%  Grading/shorting 

 Shelf life reduce 

 Price high 

Local 

Buyer 
Local 10%  Grading/shorti

ng 
 

Local 
Buyer 

10%  Grading/shorting 

 Price high 

Local 

Buyer 

10%  Grading/shorting 

 Price high 

Local 

Buyer August  Hybrid 10%  Final sell for 
Degraded shelf 
life/ reinvest 

 Price high 

Local 
Buyer 

10%  Final sell for 
Degraded shelf life/ 
reinvest 

 Price high 

Local 

Buyer 

10%  Final sell for 
Degraded shelf life/ 
reinvest 

 Price high 

Local 

Buyer 

Local 10%  Price high 

 Grading/shorti
ng 
 

Local 
Buyer 

10%  Price high 

 Grading/shorting 
 

Local 

Buyer 

10%  Price high 

 Grading/shorting 
 

Local 

Buyer   



   100 pits 500 pits 1,000 pits 

Month Variety Qua
ntity 
sold 

Reason for 
Selling  

Buyers  Quantity sold Reason for Selling  Buyers  Quantity 
sold 

Reason for Selling  Buyers  

September Hybrid  - - - -  - -  

Local 15%  Final sell 
for  
reinvest 

 Price 
high 

Local 

Buyer 

15%  Final sell 
for  
reinvest 

 Price high 

Local Buyer 15%  Final sell for  
reinvest 

 Price high 

Local Buyer 

October Hybrid - -  - -  - -  

Local 5%  Final sell 
for 
Degrade
d shelf 
life/ 
reinvest 

 Price 
high 

Local 

Buyer 

5%  Final sell 
for 
Degraded 
shelf life/ 
reinvest 

 Price high 

Local Buyer 5%  Final sell for 
Degraded 
shelf life/ 
reinvest 

 Price high 

Local Buyer 

November Hybrid          

Local          

December Hybrid          

Local          

 



Name of Community: Mahipur, Gangachara         Date: 15 July 2018 

 

Gender 
(M/F) 

Income 
amount 
(yearly)  

HH Size 

Seasonal Occupation  
• Day Laborer  = D 
• Rickshaw Pulling = R 
• Farming Other Crops = F 
• Others = O (Specify)  

Expenses 
Amount 
(yearly) 

Access to Credit 
(Source) 

Linkage 
with MFI 

Other Crops 
Produced 

Amount of 
Other Crop 

Production (tk) 

Farmer -1 

Most. 

Afroja 

Begum 

F 1,60,000 4 F, O 
1. Irrigation entrepreneur 
(Husband) 
2. Small business (tobacco) 

1,20,000 Relatives/Neighb

ours/MFI 

Yes Rice, Onion, 

Garlic. Squash, 

Tobacco, Potato, 

G.nut  

60,000 

Farmer-2 

Anowarul 

(Anu)  

M 2,40,000 3 F, O,  
1.Irrigation entrepreneur (4 
machines) 
2, Small business (Mat)  

1,60,000 Relatives/Neighb

ours/MFI 

Yes Ground nut, 
Tobacco,  
Garlic, Onion, 
Potato,  

76,000 

Farmer-3 

Md. 

Alamgir 

M 2,20,000 3 F, R, O 

Small business (Vegetable) 

1,60,000 Relatives/Neighb

ours/MFI 

Yes Maize, Tobacco,  

Onion, Garlic, 

Squash,  

60,000 

Farmer-4 
Most. 
Sahnaz 
Begum 

F 2,90,000 5 F. 
Small Business (Sand) 
Small Business (Electric item) 

2,10,000 Relatives/Neighb

ours/MFI 

Yes Potato, Tobacco,  
Onion, Garlic, 
Squash, Ground 
Nut 

1,10,000 

  



 Gende
r (M/F) 

Income 
amount 
(yearly) 

HH Size Seasonal Occupation  
• Day Laborer  = D 
• Rickshaw Pulling = R 
• Farming Other Crops = F 
• Others = O (Specify)  

Expenses 
Amount 
(yearly) 

Access to Credit 
(Source) 

Linkage 
with MFI 

Other Crops 
Produced 

Amount of 
Other Crop 
Production 

(tk) 

Farmer-5 
Most. 
Parveen 
Begum 

F 1,60,000 4 F, O 
Small business 

1,20,000 Relatives/Neighb

ours/MFI 

Yes Ground nut, 
Onion, Garlic, 
Tobacco, 
Squash 

50,000 

Farmer-6 
Most. Bilkis 
Begum 

F 1,40,000 2 F,O 
1.Small business 
2. Fishing 
 

80,000 Relatives/Neighb

ours/MFI 

Yes Ground nut, 
Onion, Garlic, 
Tobacco, 
Squash,  

30,000 

Farmer-7 
Md.Dudu 
Mia 

M 1,80,000 4 F.O 
Small business (Grocery) 

1,00,000 Relatives/Neighb

ours/MFI 

No Ground nut, 
Onion, Garlic, 
Tobacco, 
Squash 

60,000 

Farmer-8 
Most.Khadija 
Begum 

F 1,50,000 5 D. F.O 
Beef fattening business  
 

1,20,000 Relatives/Neighb

ours/MFI 

Yes Ground nut, 
Squash 

20,000 

Farmer-9  

Md. Zahurul 

Islam 

M 130000 5  F.O 
Goat rearing business  
 

80000 Relatives/Neighb

ours/MFI 

Yes Rice, Onion, 
Garlic. Squash, 
Potato,  

50000 

Farmer-10 

Md. Dulal 

Mia 

 170000 6 D. F 
 

120000 Relatives/Neighb

ours/MFI 

Yes Onion, Garlic. 
Squash, 
Tobacco, 
Potato,  

60000 

 

 

 

 

 


