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The Context
The ICRG project has commissioned three separate studies in the project states to explore specific
critical issues that have a direct/indirect link to benefits accruing from MGNREGA. The purpose is to
generate evidence through primary survey and contribute to improved targeting of benefits under
MGNREGA. The topics for the studies were identified in discussion with the State Governments.
The study in Bihar titled “Business Modelling for Livelihoods Value Chain of Beneficiaries under ICRG
programme” seeks to develop at least two value chains for livelihood strengthening of beneficiaries
of the ICRG programme. These beneficiaries are those linked to the climate resilient work planning
that ICRG has completed and to be implemented with funding from MGNERGA. The current study will
actively explore links with the JEEVIKA (Bihar Rural Livelihoods Programme) and has been undertaken
following discussions with them. JEEVIKA is supporting the study through their networks in the field.
The study in Chhattisgarh titled “Impact of MGNERGA assets on Livelihoods of Vulnerable Groups –
Particularly Vulnerable Tribal Groups (PVTG); Women Headed Households; Disabled; Landless and
Forest Right Act Beneficiaries (FRA); in the ICRG districts” seeks to define the impact and reach of
MGNREGA to the vulnerable groups. While the MGNREGA act does not differentiate between sections
of society, empirical evidence suggests that there are imbalances in benefits and reach. Chhattisgarh
has a large section of its population in the PVTG category and therefore, the state government will
benefit from this evidence paper to consider policy matters.
The study in Odisha titled “Managing distress migration and enhancing resilience through climate
appropriate interventions under MGNREGS in Odisha” will contribute to the state governments
special focus on this issue in Western Odisha. The ICRG programme has prepared a strategy for
managing distress migration in the state on request from the government and partners the state in
developing specific interventions to manage the problem. This study will provide deeper insights to
the problem being faced by Odisha.
The ICRG programme has commissioned the following agencies for the studies:
▪ Samavit Vikas Private Limited for the study in Bihar
▪ Tata Institute of Social Sciences, Hyderabad for the study in Chhattisgarh
▪ The Centurion University, Bhubaneswar for the study in Odisha
The ICRG Teams in all the states are facilitating the field work through the field teams and are
responsible for monitoring and oversight.
The Agencies have submitted the Draft Final Reports for the studies, and these make up the rest of
this document. These Reports have been discussed with the ICRG Team and modifications made. The
documents being submitted are as have been submitted by the respective agencies.
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Abbreviation
AKRSP

Aga Khan Rural Support Programme

BAGRI

Bihar Agriculture Growth and Reform Initiative

BRLPS

Bihar Rural Livelihoods Promotion Society

CI

Cropping Intensity

CRW

Climate Resilient Work

FGD

Focussed Group Discussion

FPO

Farmer Producer Organisation

FRC

Farmer Resource Center

GP

Gram Panchayat

ICRG

Infrastructure for Climate Resilience Growth

MNREGA

Mahatma Gandhi National Rural Employment Guarantee Act

NGO

Non-Governmental Organisation

PG

Producer Groups

SHG

Self-Help Group

VO

Village Organisations

VRP

Village Resource Person
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Executive Summary
IPE Global under the DFID supported “Infrastructure for Climate Resilient Growth” (ICRG) programme
mandated to develop business models for the group of beneficiaries of climate resilient infrastructure
developed under the MNREGA.
Using the mixed research method, the research team studied the existing livelihoods of the climate resilient
work (CRW) beneficiaries of ICRG and their modus operandi (individual or collectives) within the specific
livelihood’s activities. The scope for the value addition within the existing livelihoods value chain (e.g.
aggregation of produce, grading, sorting, packaging, sales and marketing) have also been analysed. The
internal and external environment of the shortlisted livelihoods value have been studied, so that informed
and critical decisions can be made for shortlisting business models. The two business models for upto 100
CRW beneficiaries have been suggested – each one for Muzaffarpur and Nalanda.
The report comprises the detailed observations and findings, opportunity matrix, business models, roll-out
strategy, conclusion and way forward.
The observations and findings section analyse critical factors that are necessary to determine appropriate
business models within the ICRG select areas. The factors are: profile of beneficiaries, their landholding size,
current livelihoods practice, availability and accessibility of infrastructure, practice of individual marketing
vis a vis collective marketing, technology factors, irrigation facilities, social and economic mobilization,
overlap between CRW beneficiaries and PG members, role of collectives (i.e. PG and FPO) in aggregation of
demand and supply in the rural market, stakeholders (change agent) involvement in bringing social and
economic change, policy environment, etc. These factors are summarized below:
• Landholding size: The average landholding of farmers is 1.1 acre in Muzaffarpur and 1.2 acre at Nalanda
which is below than the national average of 2.75 acre. This makes the business case unviable for the
individual farmer. The cropping intensity, however, is above 2 in the select ICRG blocks except in Katra
block.
•

Primary Livelihoods: Agriculture remains the major livelihood option for the beneficiaries in both the
districts. The report has however taken cognizance of efforts by Jeevika and others towards
diversification of livelihoods (e.g. neera, goatery, non-farm work such as embroidery, quilt making,
collective marketing).

•

Infrastructure: The infrastructure (e.g. warehouse, cold storage) to support agriculture is not enough and
if available is not accessible to the beneficiaries.

•

Market: The marginal and small farmers constitute the major proportion of the farming community.
They, unlike big farmers, sell produce locally to the agents who aggregate them and then sell it in the
market.

•

Technology: The beneficiaries have benefitted from the trainings provided by Jeevika, on technological
advancement at the production level viz line sowing and seed treatment. This has enhanced productivity
as well as reduced cost of production. The plan of Jeevika to market advanced agri-implements through
collectives (i.e. PG, FPO) may improve its accessibility and usage which may improve the efficiency in
agriculture practice and reduce the cost of production incrementally.

•

Irrigation: The availability of water for irrigation is the major risk faced by the producers in both the
districts. Nalanda has been declared a drought hit district where the lack of rain and absence of irrigation
infrastructure has resulted in 40-50% loss in the production of Kharif crop. In absence of insurance
facility, the situation has further aggravated. Other risks faced by the producers are flood affecting the
production.
6

•

Social and Economic Mobilization: BRLPS is the prominent institution involved in the mobilisation of
women members in almost all the gram panchayats of Bihar. It has promoted Self-Help Groups (SHG),
Village Organisations (VO), Cluster and District Level Federations. Other NGOs have worked little on the
group formation. They have, however, leveraged the network of SHGs for other social, economic and
women empowerment missions. Besides BRLPS, there are non-government organisations working for
enhancing the income level of the rural households by strengthening their livelihoods (existing and new)
within the districts under study. Amongst them are AKRSP (I), BAGRI, TechnoServe and Kaushalya
Foundation. They promote producer groups (PG) and farmer producer organisations (FPO) whereby the
livelihoods of the rural families are strengthened through introduction of better and improved
agriculture practices, collective marketing of farm produce and input sales.

•

Outreach of Social and Economic Institutions in ICRG Select Areas: BRLPS has promoted SHG
institutions, PG (collectives of farmers as well as non-farm exclusively) and FPO in all the select GPs of
ICRG in Nalanda and Muzaffarpur. The formation of collectives however in Karta block has not yet started
but likely to commence in the next six months. The involvement of CRW beneficiaries in such institutions
is one of the determinants for developing business plans around their livelihoods (existing and potential).

•

Overlap between CRW beneficiaries and BRLPS’s SHG/PG members: 87% of the households under ICRG
at the select blocks (Bochahan and Katra, Muzaffarpur) are part of the SHG networks. Whereas, it is 61%
in case of Nalanda. 20-30% of the CRW beneficiaries are currently members of the PG at Bochahan block.
Whereas at Rahui block (Nalanda), almost none of the CRW beneficiaries are part of the PG.

With the given factors and circumstances mentioned above, the opportunity matrix for select ICRG blocks in
Nalanda and Muzaffarpur has been prepared. It underlines the areas of intervention, profile of ICRG
beneficiaries, internal and external environment, which would influence the proposed business model, and
the key risks inherent in the business model.
Based on the above observation and findings as well as the opportunity matrix, collective of CRW
beneficiaries should be an integral part of the strategies for developing a scalable and sustainable business
model. Through collectives (e.g. PG or FPC), the bargaining power of the producers will increase, and they
can command a better price. The business model for farmers’ collectives assumes the role of aggregation
and marketing of farm produce, value addition (by way of sorting, grading, etc.) as well as sourcing and sale
of quality inputs amongst the members. The business model leverages the benefits of CRW structures to the
next level where the focus could be shifted to the adoption of climate resilience structures.
The business models for a group of beneficiaries at the select ICRG gram panchayats in the two given districts,
proposed are:
• Collective marketing of farm produce and goatery (e.g. aggregation and sale of produce, value addition,
access to market, sourcing and sale of inputs, etc.) through producer group or farmer resource centre at
the select gram panchayat in Muzaffarpur
• Collective marketing of crops and vegetables (e.g. aggregation and sale of produce, value addition, access
to market, sourcing and sale of inputs, etc.) through PG at the select gram panchayat in Nalanda
The business models contain the details on rationale, strategy, value proposition, key activities, key
resources, target segments, customer relationship, channels, key partners, cost and revenue structures. The
business model takes advantage of the first phase of the ICRG programe with its focus on infrastructure and
takes it to next level where the producers get benefited from the infrastructure and thereafter adopt climate
resilience agriculture practices.
The business models have been built on the underlying presence and strengths of the collectives at the village
level and the benefits accrued due to the construction/renovation of climate resilient infrastructure
constructed under MNREGA and ICRG programme. The models of collective marketing of farm produce and
7

agri-allied output (e.g. goatery) address the risk of primary dependency of farmers on agriculture, by
incorporating the strategy of improving livelihoods on the agri-allied activities.
The pilot testing of two business models as noted above will help the stakeholders (Jeevika and ICRG) in the
development of climate resilient agriculture practices as well as promotion of sustainable livelihoods. The
learnings of the pilot can provide inputs and outlook to the policy makers over the potential of convergence
between MNREGA and Jeevika programmes whereby the goal of sustainable livelihoods through climate
resilient agriculture practice can be obtained. MNREGA under the ICRG project is mandated to build the
climate resilient infrastructure, whereas Jeevika is committed to the promotion of climate smart agriculture
practices. The role of climate resilient infrastructure is key to the development of the climate smart
agriculture practice.
Market research and developing business model are the preliminary steps amongst others before launching
the business on the ground. The subsequent critical steps are:
• Sharing of business models with the stakeholders (e.g. BRLPS, PG, FPO) for concept proofing and their
feedback
• Formation of collectives of CRW beneficiaries or inclusion of CRW beneficiaries into the existing PG and
climate smart agriculture initiative, according to Jeevika’s guideline
• FInalisation of business model (as indicated in the report) and standard operating procedure for the
implementation of the business models by the PG members with the support of Farmer Producer
Company (FPC) and Jeevika.
• Finalization of business plan or projections by the PG members with the support of Farmer Producer
Company (FPC) and Jeevika and IPE Global team
• Pilot test planning, implementation, monitoring and evaluation of the pilot
• Documentation of learning and roll-out planning
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1. Introduction
IPE Global is managing the DFID supported “Infrastructure for Climate Resilient Growth” (ICRG) program in
India. The program is designed to support Ministry of Rural Development (MoRD) and three state
governments of Bihar, Chhattisgarh and Odisha to facilitate the development of climate-resilient rural
infrastructure through the Mahatma Gandhi National Rural Employment Act (MGNREGA). The focus of the
program is on Climate Resilience Work (CRW) such as infrastructure, which leads to economic development,
and on resilience through groundwater recharging, increase in irrigated areas and to some extent through
horticulture and afforestation. ICRG program is working with MGNREGS processes in reducing vulnerabilities
and creating resilience at all levels- infrastructure, households, communities and ecosystems.
The objective of the primary research was to understand various livelihood options available in the identified
blocks, which can be scaled up to build a successful business model. The research also identified various
social organisations, structures, and private agencies existing in the blocks that can be leveraged for the
benefit of CRW beneficiaries.

2. Observation and Finding
The observation and findings are based on the primary research conducted in the blocks of Muzaffarpur and
Nalanda districts. The blocks covered under the ICRG project are Bochahan and Katra in Muzaffarpur; Rahui
and Nagarnausa in Nalanda. These blocks have been shortlisted in consultation with the team of IPE Global,
based on its extent of intervention under the stated project.
Besides, a few other blocks (Sakra in Muzaffarpur; Harnaut and Noorsarai in Nalanda) are covered to observe
good practices and business models in the livelihoods value chain. The findings are captured combining the
inputs of secondary and primary data. The questionnaires and semi-structured guides used for the stated
purpose is provided in Annexure 1.
The detailed observations and findings are provided below:
I.

Average landholding and cropping intensity
The landholding in Bihar is 1.1 acre while the national average is 2.75 acre. States such as Haryana
and Punjab have the average landholding size of 4.25 acres.
The similar smaller landholding pattern is noticed at the select ICRG blocks in the two districts. This
makes the business case unviable for the individual farmer.
Figure 1: Average landholding size of farmers in Nalanda and Muzaffarpur as compared to state and
national average1

Landholding (acres)

Average Landholding of Farmers
2.75

3
2
1.1

1.25
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Muzaffarpur

Nalanda

Bihar

1
0
India

Source: Bihar and National Average from Agriculture Survey, 2015; District Level Average from the Primary Research

1

Source: Agriculture Survey, 2015
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The above graph shows that majority of the beneficiaries have a small farm size and the production
would be slightly more than subsistence. The table below shows the cropping index in the selected
blocks of Nalanda and Muzaffarpur. The cropping index in the selected block suggests that the blocks
of Nalanda have more agriculture potential.
Table 1: Cropping Intensity of different blocks in the selected districts

District
Nalanda
Muzaffarpur

Block
Rahui
Nagarnausa
Bochahan
Katra

Cropping Intensity (CI)2
2-3
2
3
1

Source: Primary research

II.

Agriculture and allied as major livelihood opportunity
Agriculture remains the major livelihood option in both the districts. The table below summarises
the key livelihood opportunities in the selected blocks:
Table 2: Livelihood options in the selected blocks of Nalanda and Muzaffarpur

Livelihood
options
Crop production

Vegetable
production
Fruit production
Neera3
Dairy
Goatry
Shoe making

Nalanda
Rahui
Nagarnausa
Paddy, Wheat, Paddy, Wheat,
Mustard, Chick Mustard, Chick
pea,
Maize, pea,
Maize,
Lentil, Mung
Lentil, Mung
Very high + Limited in few
Potato
pockets + potato
Guava
Guava
Yes
No
Yes
Yes
No
No
Yes
No

Muzaffarpur
Bochahan
Katra
Paddy,
Wheat, Wheat, Pulse,
Pulse, Mustard, Mustard
Potato, Rajma
All vegetables + Only as a minor
Potato
crop
Litchi, Mango
No
No
Yes
No

Yes
No

The livelihood related to shoemaking and neera is limited to a particular community respectively and
hence the numbers of beneficiaries from the selected blocks are very limited.
III.

Availability and accessibility of infrastructure needs improvement
The interviews with different stakeholders and FGD conducted with the members of producer group
indicate that the infrastructure to support agriculture is not enough and if available is not accessible
to the beneficiaries. Even if the infrastructure is available, the producers do not have surplus to use
the infrastructure. For example, Nalanda district has a large number of cold storages to store
potatoes, but the beneficiaries are not able to use it, as they do not have enough surplus. But this is
possible in case of collectives as shown by Mahila Sahyog FPC, which uses cold storage to store
potatoes procured from its members. The table below shows the availability and accessibility of
different infrastructure to the beneficiaries:

2

To calculate Cropping Intensity (CI) we have taken the number of crops that are taken by the farmers in a year rather than the net
sown area in different season in a year.
3

Neera is an unfermented toddy juice used for making jaggery and sweeten dairy products
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Table 3: Availability and accessibility of infrastructure in selected blocks of Nalanda and Muzaffarpur
Nalanda
Muzaffarpur
Livelihood
options
Rahui
Nagarnausa
Bochahan
Katra
Available

Accessible

Available

Accessible

Available

Accessible

Available

Accessible

Market

Yes

10-15 min

Yes

Yes

Yes

30-60 min

No

No

30-60
min
>120 min

Godown

No

60-120 min

No

No

>120 min

Irrigation
facility
Connectivity

No

Rent

No

Rent

No

15-30
min
60-120
min
60-120
min
Rent

Yes

Cold Storage

10-15
min
30-60
min
>120 min

No

Rent

Road

Up
village

Road

Up
to
village

Road

Up
to
village

Road

Up
to
village

to

No
No

Absence of irrigation infrastructure like canal, traditional ponds or pyne means that the producers
must depend on tubewells and pay significant amounts as rent. This has on the one hand reduced
the profitability of the producers as they must incur extra cost for irrigation; on the other hand, it
increases their vulnerability by increasing their dependency on the service providers who are local
rich farmers.
Chart showing cost of cultivation for 1 bigha4 Chart showing cost of cultivation for 1 bigha of
of paddy field where the source of irrigation paddy field where the source of irrigation was
was tube well
through ICRG structure
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Establishment of Common Facility Centre
The College of Horticulture, Noorsarai in Nalanda district has established a modern fruit and
vegetable processing unit. The facility has been developed as a common centre where the
processors can access the facility according to their need by paying small fees. Such common
facility centres are a boon for small enterprises and Producer Company engaged in processing of
fruits and vegetables. As Nalanda is a hub of vegetable production and during the season the
prices drops substantially, processing serves as an alternative source of revenue.

4

1 bigha = 0.67 acre
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IV.

Marketing by small producer is a big challenge
Most of the producers prefer to sell their produce locally to the agents who aggregate them and then
sell it in the market. Usually the prices are lower than what they can get by selling the produce
directly in the market. A producer group at Nagarnausa block sells its produce directly to the trader
in the market. The price realised is higher even after incurring transportation cost.
In case of vegetable, there are local markets or haat where the farmers sell the produce directly to
the customers. Also, the traders buy the entire field at the onset of the season by paying the
producers lump sum amount.
Marketing is one of the major challenges being faced by the producers. Some of the issues that
results in poor marketing are:
• There is no basic processing like cleaning, grading, or packaging done
• Processing firms do not prefer the variety grown by the farmers
• Price volatility is very high
One of the solutions to the current scenario could be collective marketing or linking the producers
to the agency doing collective marketing.
Overcoming Marketing Challenges – Private Firm Participation
DeHaat is a private agribusiness company, which is engaged in procurement of agriculture commodities
and online retailing of inputs, advisory services and development of micro-entrepreneurs in rural areas.
DeHaat has offices in Muzaffarpur and Nalanda. At Muzaffarpur it is engaged in the development of
micro-entrepreneurs who provide advisory services and sell inputs. At Nalanda, the company is
engaged in providing advisory services through SMS, IVR, and field visits. They are also engaged in
procurement of commodities such as potato and wheat from the district. They have opened a Farmer
Resource Centre in Biharsharif where farmers can buy inputs also consult experts.
Kshitij Agro tech Pvt Ltd has its plant in Harnaut block of Biharsharif and is engaged in production of
organic pesticides, cultures, micronutrients and vermicomposting. They are also processing chick pea
into Jatta Sattu. For production of vermicompost and Jatta Sattu, the company is working closely with
producer groups formed by Jeevika.

V.

Technological improvement at production level has been significant but needs to be sustained at
marketing and processing level
The beneficiaries who are part of the producer group have benefitted from the trainings provided by
the Village Resource Person (VRP), a key Jeevika staff, responsible for providing training to the small
holder farmers. The two technological advancements at the production level viz line sowing and seed
treatment has enhanced productivity as well as reduced cost of production.
Though the producers appreciate the benefits they are still concerned about the marketing. One of
the PG in Rahui is linked with FPC for procurement and marketing of produce. FPC procured only
lentil and potatoes but no other produce. The producer wants the FPC to procure all their produce
so that they do not need to depend on the local agents.

VI.

Water for irrigation is one of the greatest challenges that has emerged in both the districts
The major risks faced by the producers in both the districts is water for irrigation. In fact, Nalanda
has been declared a drought hit district where the lack of rain and absence of irrigation infrastructure
has resulted in 40-50% loss in the production of Kharif crop. In the absence of insurance facilities,
12

the situation has further aggravated. Moreover, the rabi crop is already facing uncertainty as farmers
who cannot afford irrigation will leave the field fallow.
Other risks faced by the producers are floods affecting the production and price volatility directly
affecting the profitability of the producers. The table below highlights the risks faced by the farmers
in Muzaffarpur and Nalanda.
Table 4: Major Risks and Their Mitigation Strategies in select blocks of Nalanda and Muzaffarpur

No.

Frequency

Impact

1
2

Flood
Drought

Every Year
Frequent

High
High

3

Insect pest
attack
Price volatility
Animal attack
Others, If Any

Low

Low

Medium
Medium

High
Low

4
5
6
VII.

Key Risk

Risk Mitigation
Strategy
None
None
Growing multiple
crops
None
None

Blocks
Katra, Bochahan
Rahui,
Nagarnausa

Nagarnausa
Katra

Social and economic mobilisation in ICRG districts and blocks
There are a few government and non-government agencies which are committed to bringing social
and economic change in the rural areas of Nalanda and Muzaffarpur using community mobilisation
tools. Some of the agencies operating in these districts are: Bihar Rural Livelihoods Promotion Society
(BRLPS), Aga Khan Rural Support Programme (AKRSP), Bihar Agriculture Growth and Reform Initiative
(BAGRI) project, Kaushalya Foundation. The study team met their staff in the course of the
assignment. Their nature of work in the project areas are summarised below:
BRLPS is the prominent institution involved in the mobilisation of women members in rural Bihar. It
is arguably the only one in Nalanda and Muzaffarpur that promotes Self-Help Groups (SHG), Village
Organisations (VO), Cluster and District Level Federations. Other NGOs have worked little on group
formation. They have, however, leveraged the network of SHGs for other social, economic and
women empowerment missions.
Besides BRLPS, there are non-government organisations working for enhancing the income level of
the rural households by strengthening their livelihoods (existing and new) within the districts under
study. Amongst them are AKRSP (I), BAGRI, TechnoServe and Kaushalya Foundation. Their activities
have been briefly shared in the table below. They promote producer groups (PG) and farmer
producer organisations (FPO) whereby the livelihoods of the rural families are strengthened through
introduction of better and improved agriculture practices, collective marketing of farm produce and
input sales.
Table 5: Major Agencies Facilitating in Development of Economic Institutions select blocks of Nalanda and
Muzaffarpur

No. Name of
Agency
1
AKRSP

2

BAGRI

Major activities

Target / Outreach

Outreach in ICRG
districts/blocks
Working with 50,000
Working with 6,000
HH in Muzaffarpur and HH at Bochahan
6,000 HH in
block, Muzaffarpur
Samastipur
on goat value chain

• Goat value chain (breed
improvement, collective
marketing of goat meat,
aggregation of input
supply)
• Agriculture value chain
(improvement in access
to market, finance,

• To reach 55,000 HH
of farmers at 22
blocks in 11 districts

No presence in ICRG
blocks in Nalanda
and Muzaffarpur
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No. Name of
Agency

VIII.

3

TechnoServe

4

Kaushalya
Foundation

5

DeHaat

Major activities

Target / Outreach

Outreach in ICRG
districts/blocks

knowledge, technology,
etc.)
• Collective marketing of
farm produce through PG
and FPO
• Dissemination of farm
price at different mandis
through BAMIS (a mobile
app)
• Production of valueadded farm produce (e.g.
sattu using stone grinder,
tomato puree)
Providing technical support
to BRLPS in collective
marketing of farm produce
and input sales
Agriculture, livelihoods and
agri-market development

• Has formed two FPO
in Muzaffarpur
(Sakra and Muraul
blocks) – engaged in
collective marketing
of farm produce and
input sales (e.g.
seeds, agrochemicals)

Agriculture input
marketing, advisory
services and procurement

Muzaffarpur
(Development of
micro-entrepreneurs)
and Nalanda
(Procurement and
advisory services)

NA

NA

Working in a few
districts

• Mandi
development at
Bochahan block,
Muzaffarpur
• Survey going on
for mandi
development in
Nalanda
• No presence in
ICRG block

Outreach of Social and Economic Institutions in ICRG Project Districts and Blocks
BRLPS is instrumental in promotion of SHG, PG and FPO in the select districts and blocks of ICRG. The
table below shows the outreach of self-help groups (SHG), producer groups (PG) and farmer producer
organisations (FPO) promoted by BRLPS in ICRG blocks of Muzaffarpur and Nalanda. The involvement
of CRW beneficiaries in such institutions is one of the determinants for developing business plan
around their livelihoods (existing and potential) to enhance their annual income by strengthening
their livelihoods or introducing alternate livelihoods for them.
Table 6: Outreach of SHG, PG and FPO by BRLPS in Select Blocks of Nalanda and Muzaffarpur

Particulars
Number of SHGs
SHG members
Producer Group (PG)
PG members
Farmer Producer Organisation (FPO)
Source: BRLPS Data, October 2018

Muzaffarpur
Bochahan
Katra
3,200
1,630
37,000
16,500
97
0
5,367
0
1
0

Nalanda
Rahui Nagarnausa
1,575
1,055
18,323
12,202
27
33
1

0
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Bochahan block, Muzaffarpur
BRLPS has presence in almost all the GPs of the block, including the ICRG GPs. It has promoted more
than 3,000 SHGs (average 11 members in a group) and 97 PGs with average of 55 members in each.
Prima facie, about 15% of the SHG members are involved in the PG fold. The members of producer
groups are involved in different agriculture, agri-allied and non-farm activities. The PGs are currently
engaged into two major activities:
• Collectivisation of produce (farm, agri-allied, non-farm), value addition (e.g. grading, sorting,
packaging), quality control, marketing and sales thereof
• Provision for sale of agriculture and allied inputs (e.g. seeds, agro-chemicals, agri-implements,
poultry feeds)
Collectivisation of produce constitutes the focus of the PGs’ activities, followed by input sales which
has recently commenced.
Majority of PGs are into the collectivisation of farm produces (e.g. wheat, pulse, vegetables
(cauliflower, radish, carrot, potato, tomato, capsicum, lady finger, etc.), followed by agri-allied (e.g.
goat, poultry) and non-farm (e.g. quilt, khadi cloth, embroidery on saree, pillow cover, cushion
cover).
Katra Block, Muzaffarpur
More than 1,600 SHGs have been formed. The formation of PG, however, is in a preparatory phase.
No such group has been formed so far in the block.
Rahui Block, Nalanda
About 18,323 women are members of 27 PGs existing in the Rahui block of which only 90 members
are members of FPC. The PGs in which the SHG members are associated has been formed around
agriculture. The members of the PG have learnt about scientific practices related to production but
face considerable challenge in terms of marketing.
Nagarnausa Block, Nalanda
Nagarnausa block has 33 PGs with more than 12,000 members. Marketing of produce has been a
major challenge for the producer companies. As a result, most members sell their produce to the
local agents/traders.
The table below exhibits the outreach of self-help groups (SHG), producer groups (PG) and farmer
producer organisations (FPO) promoted by BRLPS in ICRG blocks of Muzaffarpur and Nalanda. The
involvement of CRW beneficiaries in such institutions is one of the determinants for developing
business plan around their livelihoods (existing and potential) to enhance their annual income by
strengthening their livelihoods or introducing alternate livelihoods for them.
Table 7: Status of SHG and PG promoted by BRLPS in Select GP of ICRG Blocks in Nalanda and Muzaffarpur

District

Block

Bochahan
Muzaffarpur
Katra
Rahui

GP
Surfhuddinpur
Karnpur North
Maidapur
Pahsaul
Barri (N)
Sonpur
Dhanaur
Pasour

SHG (no.)

PG (no.)

226
354
257
88
104
146
107
38

9
5
5
0
0
0
0
0

PG
members
409
303
232
0
0
0
0
0

Activities
of PG
Agriculture
Agriculture
Agriculture
NA
NA
NA
NA
NA
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District

Block

GP

SHG (no.)

Patasang
Dosut
Nalanda
Moratalab
Damoder Pur
Nagarnausa Baldha
Kachiyawan
Source: BRLPS data, October 2018.
IX.

PG (no.)

24
78
48
72
68

PG
Activities
members of PG
0
0 NA
1
Agriculture
0
0 NA
NA
0
0
2
Agriculture

Overlap between CRW beneficiaries and SHG/PG members
87% of the households falling within the villages covered under ICRG in the select blocks (Bochahan
and Katra) Muzaffarpur, are part of the SHG networks whereas, it is 61% in the case of Nalanda. The
table below shows the potential overlap between the CRW beneficiaries and SHG members:
Table 8: CRW beneficiaries in the select blocks of Muzaffarpur and Nalanda

District

Block

GP

Village

Work

No. of
Household

Muzaffar
pur

Bochaha

Surfhuddinpur

Salha

32

Karnpur North

Karnpur
North

34

34

Maidapur

Maidapur

32

32

Sarfhuddinpur

Sarfhuddinp
ur

36

36

Pahsul
Barri

Singwadi
Nawada
wor no 3

18
37

18
37

Sonpur

Deogaon

32

32

Dhanur

Dhanur

23

23

Damoder Pur
Baldha
Damoder Pur
Baldha
Kachiyawan
Kachiyawan

Damoder
Pur Baldha
Damoder
Pur Baldha
kachiyawan
Kachiyawan
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10

43

43

145
52

144
52

Pasour
Patasang

pasour
Kadi bigha

Community
pond
desiltation
Community
pond
desiltation
Community
pond
desiltation
Community
pond
desiltation
Plantation
Pond
desiltation with
plantation
Road side
plantation
Embankment
and plantation
Pyne
desiltation
Pond
desiltation
Check dam
Pyne
desiltation
Pyne work
Pyne cleaning
or Alang, Raini
Well
Pyne work
Pyne work

No. of
Household
with SHG
0

35
41

0
0

43
26

0
0

Katra

Nalanda

Nagarna
usa

Rahui

Dosut
Moratalab
Source: ICRG Programme; IPE Global

Bela
Musaypur
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The above table indicates that the CRW beneficiaries are mostly part of the SHG. There are however
a few beneficiaries that are not within the SHG ecosystem. Beneficiaries not in SHG, are primarily
from rich and well-off households.
Based on the discussion with CRW beneficiaries in a few ICRG villages in Bochahan block, it is noted
that only 20-30% of the CRW beneficiaries are currently members of the PG. Whereas at Rahui block
(Nalanda), almost none of the CRW beneficiaries are part of the PG.
Those who are not part of SHG are not able to receive the benefits of low-priced credit and access to
the market offered by the PG. To ensure that these CRW beneficiaries get adequate credit and
market support, they will have to be organised in the form of SHG and PG. This can be done by linking
the CRW beneficiaries with existing PG according to Jeevika’s guideline.
X.

Role of PG and FPO in Demand and Supply Aggregation in Rural Market
PG and FPO have been promoted as enabling institutions within the supply chain of farm produce as
well as within the demand chain of the inputs for the agriculture and allied activities. BRLPS, BAGRI,
AKRSP, Kaushalya Foundation have played critical roles in the promotion of such economic
institutions that are catering to the demand and supply side of the rural Bihar. Amongst several
districts, they have promoted the PGs and FPOs in the ICRG districts under study.
Bihar being an agrarian economy, most of the PGs in the state are formed to manage the demand
and supply aspects of farm produce as well as the agri-allied produce (e.g. dairy, goat, poultry, honey,
neera). The PG related to agriculture is an aggregation of small and marginal farmers. It aims to
enhance the annual income of its members in the following ways:
• Better price discovery of farm produce by collective marketing and sale of farm produce
through traditional ways (e.g. sale in Mandi, haat) and institutional sales (e.g. Big Basket,
Shashtra Seema Bal)
• Provision of quality agriculture inputs at the competitive price

A place rented at Sujawalpur Mandi by Samarpan
JEEViKA Mahila Producer Company, Muzaffarpur

Collection and Sale of Vegetables at Sujawalpur
Mandi, Muzaffarpur
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Samarpan JEEViKA Mahila Kisan Producer Company Ltd, Muzaffarpur
The FPC aims to increase income level of members and farmers through multi-pronged
strategies such as minimise input cost per unit through input linkage, increase and improve
productivity of farm produce and provide market linkage facility to farmers.
In the past three years, it has aggregated the produce (e.g. wheat, green gram, vegetable, litchi,
mango) through the network of PG and sold using traditional channels (e.g. mandi, haat) and
institutional sales (e.g. Big Basket, Shashtra Seema Bal, Reliance Fresh, Metro Cash n Carry,
Future Retail). In 2017-18, it facilitated the sale of Rs.28 million wherein almost 100 PGs were
involved in the collectivisation of farm produce.
Providing Direct Access to Market for Marginal and Small Farmers
The Samarpan FPC, Muzaffarpur established a vegetable collection and sale centre at
Sujawalpur mandi in Sakra block, Muzaffarpur whereby it provides direct access to market for
sale of vegetables by marginal and small farmers. The PG collects the produce at a common
place in the village from the farmers and transports the same to the mandi. Since December
2017, it has procured 102 tonnes of vegetables worth Rs.12.3 lakh from 500 farmers and sold
for Rs.13.2 lakh. It made an operational profit of Rs.30,000 as on October 2018, after deducting
labour expense, mandi rent, commission to sales agent, etc.
Based on the interaction with the staff of FPCs at Nalanda and Muzaffarpur, the internal and external
environment of FPCs have been analysed. The local connect, local knowledge, acquaintance with
social and cultural issues, etc. are the inherent strengths of an FPC. The limited managerial capacity,
fund constraints, lack of strategic planning, are a few examples of weaknesses emerging from the
internal environment.
Price fluctuations, competitive market are key challenges emerging from the external environment.
There are however immense
Project Mesha: Goat Value Chain
opportunities for the FPC, as
In Muzaffarpur, AKRSP is working with 50,000 households on
the supply chain of farm
goat value chain ranging from breed and shelter improvement,
produce
becomes
more
collective marketing of goat meat to aggregation of input
formalised and systematic.
With the emerging online
supply. It is working in Mushari, Bochahan, Sakra and Muraul
aggregator in farm produce
blocks (5000 to 7000 HH per block). It has made collectivisation
and spreading corporate retail
efforts (input supply) for the past 6 months. It is planning to set
chains, the role of FPC will
up FPO of goat rearers in 6-8 months. It is working in 16 out of
become indispensable.
total 18 GPs at Bochahan.
It has introduced weighing system whereby the goat rearers
The existing FPCs will play an
insist that traders weigh the goat. It is planning to set up goat
important role in the
preparation and finalisation
sala (knowledge centre) and formalise the goat haat/market.
of business models for the
CRW
beneficiaries.
The
It is converting women goat rearers’ group (WGRG) into the PG
business models that are
of goat rearers in alignment with the BRLPS way of building
suggested in the report should
economic institutions.
be vetted by the FPC officials
and other stakeholders.
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To derisk and minimise the dependency of farmers’ families on farm-based income, JEEViKA has
promoted the producer groups of women members involved into the non-farm livelihoods. But there
are few such non-farm-based PGs, nowhere near the numbers of farm-based PGs in Bihar.
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3. Opportunity Matrix for ICRG Blocks at Nalanda
Items
Value addition
opportunity
Profile of people
engaged
Strength

Weakness

Opportunity

Political
Economic
Social

Technological

Crops
Cleaning, grading, sorting,
storage, and marketing
• Marginal and small holder
• Members
and
nonmembers
• Large
number
of
beneficiaries are engaged
in crop production
• Round
the
year
production
• Adoption
of
new
technology
due
to
support from Jeevika

Vegetables
Sorting and grading

Collective around Neera
Jaggery and Storage

• Marginal and small holder Economically weaker
• Members
and
non- Section of society
members
• One of the largest • Unique product, which has
producers of vegetables
the potential to fetch
in the state.
much higher price.
• Quality of the vegetable is • Good demand by COMFED
very good.
for their own produce.
Previous year COMFED
• Cold storage facility for
had purchased 5,000 litres
potatoes
of Neera from one of the
• Off season production in
Neera PG.
small pockets
• Marketing is mostly done • Absence of cold chain
• Seasonality
by the agents and • Marketing infrastructure • Production limited to 4-6
Adhatiya
is
weak,
and
the
months in a year
• Most of the profit is
commission charged by • The
stored
product
garnered by the traders
the traders is quite high
remains stable only 8-10
(3%-4% from the sellers
• Storage
infrastructure
days. Therefore, has to
and 6%-8% by the
not available to take the
consumed within a short
traders)
advantage
of
price
span of time
volatility
• No
commercial
production
• Varieties produced are
traditional
and
not
preferred
by
the
processing firms.
• Marketing of the produce • Establishing rural haats or Jaggery made from Neera
through collectives
market in the nearby can be marketed in metros
where the demand and price
cities and town
• Advisory services to the
producers related to • Advisory services to the are quite high.
weather,
agronomic
producers related to
practices, price, and
weather,
agronomic
insect pest incidence.
practices, price, and
insect pest incidence.
The current political dispensation has focused on the rural development through Jeevika,
which has achieved huge success in a small time.
The state of Bihar is among one of the poor states of the country. Majority of the farmers
are small holders engaged in subsistence agriculture with little surplus
Agriculture is perceived as the job of the poor and Socially and economically
uneducated. The literate ones prefer to undertake non- marginalized community is
farm wage labour or migrate to cities for livelihoods. The engaged.
educated ones do not perceive agriculture as a profitable Fermented Neera or toddy
venture. On the other hand, there is a growing trend has replaced banned alcohol
(although slow) of start-up ventures entering the farm and hence has a stigma
sector with innovative business ideas and solutions around attached
the agriculture.
Acidity control is a big
• Small holding limits the use of farm machinery
challenge
• Jeevika has a positive impact on agronomic practices
The
government
has
provided chilling units to
increase the shelf life of the
product.
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Items

Crops

Key Risk

•
•
•
•
•

Vegetables

Agriculture is dependent on rainfall
Absence of irrigation infrastructure
Price volatility
High post-harvest loss
Absence of processing units

Collective around Neera
Needs more technological
advancement to stabilize the
product for longer storage.
• Seasonal production
• Stigma attached
• Low price for the jaggery
• Stabilization
of
the
product

4. Opportunity Matrix for ICRG Blocks at Muzaffarpur
Items
Value
addition
opportunity

Crops
Cleaning, grading, sorting,
storage, and marketing

Profile of people
engaged

• Marginal and small holder
• CRW beneficiaries and non-beneficiaries

Strength

• Large
number
of
beneficiaries
are
engaged
in
crop
production
• Round
the
year
production (except in
Katra where one crop in
a year is taken due to
flood)
• Active involvement of
Jeevika to increase
income
level
of
members and farmers
through multi-pronged
strategies
such
as
minimise input cost per
unit through input
linkage, increase and
improve productivity of
farm produce and
provide market linkage
facility to farmers.
• Adoption
of
new
technology due to
support from Jeevika
• Marketing is mostly
done by the agents and
Adhatiya
• Most of the profit is
garnered by the traders
• Limited availability of
storage infrastructure
to take the advantage of
price volatility

Weakness

Vegetables
Sorting and grading

• Bochahan - one of the
largest producers of
vegetables in the
district
• Quality
of
the
vegetable is good.
• Provision for cold
storage facility
• Off season production
of vegetables
• Provision for poly
house-based
production of nonconventional
vegetables
e.g.
capsicum

• Absence of cold chain
• Marketing
infrastructure is weak,
and the commission
charged by the traders
is quite high (3%-4%
from the sellers and
6%-8% by the traders)
• No
commercial
production

Goatery
Collective marketing and sale,
introducing weighing machine
for enhancing transparency in
pricing and bargaining between
goat rearer (seller) and buyer
Economically weaker
section of society. Goat is called
ATM of the poor
• Engagement in goat rearing by
the
large
number
of
economically weaker section
at Bochahan
• Presence of AKRSP which is
working
for
breed
improvement,
collective
marketing and sale of goat
meat through PG and FPO
structure

• Prevalence
of
nontransparent pricing system
between goat rearers and
traders, which keep the goat
rearer at loss
• Lack of direct access to market
• Lack of marketing and sales
skills amongst the goat rearers
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Items

Crops

Opportunity

• Scope for collective
• Scope for formalizing the goat
marketing
of
the
haat/market in the rural and
produce
through
semi-urban areas
collectives (i.e. PG and
• Scope for collective marketing
FPO)
of the goat meat through
• Advisory services to the
collectives (i.e. PG and FPO)
producers related to
weather,
agronomic
practices, price, and
insect pest incidence.
The current political dispensation has focused on the rural development through Jeevika,
which has achieved huge success in a small time.
The state of Bihar is among one of the poor states of the country. Majority of the farmers
are small holders engaged in subsistence agriculture with little surplus
Agriculture is perceived as the job of the poor and • Socially and economically
uneducated. The literate ones prefer to undertake
marginalized community is
wage labour in non-farm or migrate to cities for
engaged.
livelihoods. The educated ones do not perceive • Goat meat consumed by all,
agriculture as a profitable venture. On the other hand,
but few wantto rear and
there is a growing trend (although slow) of start-up
consider the goat rearers as
ventures entering the farm sector with innovative
outcaste /social stigma
business ideas and solutions around the agriculture.
Technology can play a crucial
• Small holding limits the use of farm machinery
• Jeevika has a positive impact on agronomic role in the following:
• increasing awareness about
practices
better goat management
practices, various goat haats,
place to buy and sale different
breeds
• demand
and
supply
aggregation of goat breed,
goat meat, feed, medicine,
etc.
• Agriculture is dependent on rainfall
• Social stigma attached
• Absence of irrigation infrastructure
• Non-transparent
pricing
system between rearer and
• Price volatility
trader
• High post-harvest loss
•
Lack of awareness about
• Absence of processing units
cause and cure of disease and
• Limited number of warehouse and cold chain
death in masses
• Limited access to animal
health center
• Limited
animal
health
infrastructure

Political
Economic
Social

Technological

Key Risk

Vegetables
• Varieties
produced
are traditional and not
preferred by the
processing firms.
• Establishing
rural
haats or market in the
nearby cities and town
• Advisory services to
the producers related
to
weather,
agronomic practices,
price, and insect pest
incidence.

Goatery

5. Business Models for Select ICRG
Based on the above observations and findings as well as the opportunity matrix, collective of CRW
beneficiaries should be an integral part of the strategies for developing a scalable and sustainable business
model. Through collectives (e.g. PG or FPC), the collective bargaining power of the producers will increase
and can command better price. Apart from marketing, the producers can source quality input at a lower price
through the collectives. The model leverages the benefits of CRW structures to the next level where the focus
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could be shifted to the adoption of climate resilience structures. The producers can partner with private
agencies for contract farming which can provide assured marketing of their produce. The figure below shows
the existing livelihood value chain and proposed value chain.

Input
Supplier

Producer buys input of
low quality at retail price
PG aggregates from the
producers
Farmer

Local agent or
traders pays much
lower price than
mandi

PG buys input at
wholesale price
Agent/Local
Trader

Producer buys
quality input at least
20% less price

Producer
Group

PG sells directly in the
market and in turn gets
better price

Market/Big
Trader
Market/Big
Trader
Buyers/Proce
ssors

Input
Supplier

Buyers/Proce
ssors

Retailer

Retailer

End Consumer
End Consumer

Existing

Proposed

Under the above broader ecosystem, two different business models have been suggested which take the
advantage of climate resilient activities being done by various stakeholders particularly Jeevika and
MNREGA:
Model 1: Business Model with linkage between FPC and PG
Model 2: Business Model with PG

23

Model 1: Business Model with Linkage between FPC and PG
The diagram below briefly depicts the inter-relationship between different stakeholders engaged in the business model for the collectives of CRW
beneficiaires which will be linked with the FPC present in that area, promoted by Jeevika. This has been described in detail subsequently.

INPUT COMPANIES

FPC supplies this input
on discounted rate to
PG

PG sells the input at
discounted price to the
farmer

FPC procures

input directly

Seed, fertilizer,
pesticides, and feed

Producer Group and
FPC are linked
Farmer Producer Company
Option 2: PG sells
aggregated commodity to
the FPC

(FPC)

Farmer
PG aggregates crops
and vegetables from
the farmer

Individual Farmer sells
their produce to the
local agent/trader

Producer Group
(PG)
Option 3: PG sells cleaned
and graded commodity in
the market

Option 4: PG sells cleaned
and graded commodity to
the FPC

Consumer
Buys from local
market

Option 1: PG sells
aggregated commodity in
the market

Grading center
Market/Agri-business
companies/Processors
Local

Sells in the market/traders

Agent/Trader
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Model 2: Business Model with PG
The diagram below briefly depicts the inter-relationship between different stakeholders engaged in the business model for the collectives of CRW beneficiaires
which will work interpedently. This has been described in detail subsequently.

PG sells the input at
discounted price to the
farmer

PG procures input

directly from

INPUT COMPANIES
Seed, fertilizer,
pesticides, and feed

Producers form
PG
Surplus produce
Producer

PG aggregates crops
and vegetables from
the farmer

Buys from PG

owned
Producer Group

Consumer

(PG)
PG Owned Market

Regular supplies to the
agribusiness companies
and processor

Grading center

Surplus commodities
are stored in the
godown

Agribusiness

companies

Processor

PG Owned

Godown/Storage
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A. Business Model at Nalanda

Geography
Combination
Rationale

Strategy

Summary
Value Proposition

Key Activities

Customer
Segments

Key Resources

Customer
Relationships
Channels
Key Partners
Cost Structure
Revenue Streams

Collective Marketing of Crops and Vegetables
Dosut gram panchayat at Rahui block
Vegetable and crops
• To ensure marketing of all the commodities produced by small and marginal
farmers
• To optimize gains through effective risk mitigation strategy by focusing on
multiple commodities
• Link the producer company with FPC or other agencies engaged in processing or
procurement of commodities
• Getting space for a daily/weekly market in the district town where farmers can
directly sell their produce to the consumers and the market to be managed by the
producer group or FPC
• Selling on inputs to the members and non-members
Producers linked with Farmers Producer Company ensure collective bargaining
power as well as makes smallholder farmer viable.
• Best price
• Quality product
• Reduction in production cost
• Strengthening of FPC and producer group
• Procurement from the individual farmers
• Awareness program related to quality and production
• Selling of inputs
• Establishment of a shed for cleaning, sorting, grading
• Securing space for setting up a market with the support of local administration
• Local consumers
• Big traders
• Agribusiness firms
• Processing units
• Jeevika – to provide institutional support through existing social and economic
institutions (SHG federation, PG and FPC) as well as to share financial resources in
establishing model PG and FRC and linkage to climate smart initiatives
• MNREGA to ensure that climate resilient infrastructures are built and maintained
by the community.
• Offering contracts to farmers for production of a commodity as demanded by the
builder
• Providing clean and quality product
• Direct marketing
• Trading
Jeevika, FPC
Infrastructure/Storage space/Grading and sorting space/Manpower/Equipment
• Commission on sale proceed
• Selling of inputs
• Commission on setting up of market
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B. Business Model at Muzaffarpur

Geography
Combination
Rationale
Strategy

Value Proposition

Key Activities for
Agri PG

Key Activities of
Goat PG

Target Segments

Key Resources

Customer
Relationships
Channels

Model 1: Collective Marketing of Agri and Agri Allied produce
Karnpur North/Sarfhuddinpur gram panchayat of Bochahan
Collectives of CRW beneficiaries Engaged in Farming + Collectives of same set of CRW
Beneficiaries engaged in Goat Rearing
• To reduce dependency risk on single source of income (either farming or goat rearing)
• To diversify the income sources by engaging in more than one livelihood
• Two PGs to be formed comprising the same set of members – one PG for collective
marketing and sale of farm produce as well as for procurement of quality inputs at the
competitive price at the doorstep of farmers; another PG for collective marketing and
sale of goat as well procurement of feed, medicine, vaccination, etc.
• If CRW beneficiaries already part of the PG under Jeevika, then to adopt them and
establish as a replicable model PG by building its capacity
• Such PGs to be linked with Farmers Producer Company to garner the benefit of
collective bargaining power as well as the collective marketing, sale and procurement
(Option 1)
• Provision for Farmer Resource Centre (Option 2) at a GP level as a replicable model FRC
– one stop places to procure farm inputs, knowledge of agriculture package of practices
(POP), goatery POP, etc. The standard operating procedures (SOP) and cost-revenue
projections for a model FRC to be developed
• Increase in income by getting the best price for the quality farm produce
• Reduction in farm production cost by adopting better agriculture practices and
procuring quality inputs at a lower cost due to collective purchase of inputs by the
PG/FPO
• Strengthening of farm PG
• Procurement from the individual farmers
• Awareness program related to quality and production
• Selling of inputs
• Establishment of a shed for cleaning, sorting, grading
• Establishment of Farmer Resource Centre
• Strengthening of goatery PG
• Awareness about pros and cons of selling goat in the market vis-à-vis local trader
• Introduction of weighing machine for improvement in pricing and bargaining between
goat rearer and buyer (called chik locally)
• Awareness program on breed improvement in partnership with technical agency (e.g.
AKRSP)
• Sourcing and sale of feed for goat
• Mostly small and marginal farmers engaged in agriculture
• Economically disadvantaged section of the society engaged in goat rearing (as one of
the source of livelihoods)
• Jeevika – to provide institutional support through existing social and economic
institutions (SHG federation, PG and FPC) as well as to share financial resources in
establishing model PG and FRC and linkage to climate smart initiatives
• MNREGA to ensure that climate resilient infrastructures are built and maintained by the
community. AKRSP – to provide technical support in establishing FRC and goatery PG
• Offering contracts to farmers for production of a commodity as demanded by the
buyers
• Providing clean and quality product
• Direct marketing through haat/mandi
• Marketing through institutional sales (e.g. big basket, reliance retail, future retail, army
cantonment)
• Procurement of inputs in bulk through companies/distributors which would ensure
quality input at the competitive rate/price
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Model 1: Collective Marketing of Agri and Agri Allied produce
Key Partners
Jeevika, FPC
Cost Structure
• Infrastructure/Storage space/Grading and sorting space/Manpower/Equipment
Revenue Streams • Commission on sale proceed
for PG/FRC
• Commission on input sales
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6. Roll Out Strategy
After the concurrence of stakeholders on the business models, roll-out strategy needs to be prepared jointly.
A few key activities, steps and dependencies for the completion of activities are given below which are
indicative but not comprehensive, which can be instrumental in devising the roll-out strategy.
Key Activity
Onboarding of
Stakeholders

Area Selection

Identification and
selection of village/GP
with a presence of PG

Selection of beneficiaries

Governance

Climate resilience
agriculture practices

Developing a model
village/GP

Project Management

Steps
• Jeevika, which has formed PG and have taken
several initiatives to improve livelihoods of the
community. Also implementing climate smart
agriculture initiative.
• Where climate smart initiative has been
implemented or will be implemented by Jeevika
• Where climate resilient structure has been
developed or can be developed under MNREGA
• Village/GP where ICRG project has been
implemented should be identified.
• As per the Jeevika’s guideline on the formation
of PG, PG can have maximum 60 members. In
villages/GP where ICRG work has been
undertaken, more members can be added to
such PGs.
• Part of existing PG already
• CRW beneficiaries but not part of PG can be
added to the PG as per the identified activities
• Trainings on the significance of PG, roles of
office bearer should be provided.
• Training on quality and marketing should be
provided to the members
• Continuous monitoring of the PG
Given the benefit of ICRG structures, focus should
be on climate resilient agriculture. Following key
activities to be undertaken by providing training
on:
✓ Changing cropping system
✓ Changing agronomic practices like
introduction of zero tillage
✓ Mechanisation
• If possible, undertake more climate resilient
infrastructure development to reduce
dependency on rainfall.
• Adopt climate smart practices from production
to marketing
• Fixing the ownership of the ICRG structures for
long term maintenance
• Linking beneficiaries to the PG
• Team to provide training to the PG and FPC on
governance and climate smart agriculture
• Monitoring by the project team
• Development of Model Climate Resilient Block.

Dependency
Jeevika

Jeevika
Rural Development
Department
Jeevika
Rural Development
Department

Jeevika
Rural Development
Department
Jeevika

Rural Development
Department
(MNREGA), and
Jeevika. The climate
resilient work under
ICRG can be merged
with ‘Climate Smart
Agriculture’ being
implemented by
Jeevika.
Jeevika
Rural Development
Department

Jeevika
Rural Development
Department
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7. Conclusion
While the research findings share the issues and challenges related to infrastructure and marketing of farm
produce, it also highlights how the collectivisation strategy has dealt with the social and economic conditions
of the small and marginal farmers which constitute most of the farming community. The social and economic
institutions (SHG, PG and FPO) have been established to address the multi-faceted concerns including the
issue of access to market, lack of bargaining power, etc.
The SHG institutions and producer groups with the help of government and other technical agencies are
transforming agriculture practices through technological intervention by way of line sowing and seed
treatment at the production level. This has enhanced productivity as well as reduced cost of production. The
plan of Jeevika to market advanced agri-implements through collectives (i.e. PG, FPO) may improve its
accessibility and usage which may improve the efficiency in agriculture practice, reduce the cost of
production incrementally.
The collectives of farmers (commonly called farmer producer organisations) have become effective platforms
for collective marketing of farm produce, procurement of agri-inputs at the doorstep of the farmers. Such
collectives have benefitted the small and marginal farmers through collective bargaining power and easy
access to information and the market.
The business models have been built on the underlying presence and strengths of such collectives at the ICRG
gram panchayats. The models of collective marketing of farm produce and agri-allied output (e.g. goatery)
through farmer resource centre address the risk of primary dependency of farmers over the agriculture, by
incorporating the strategy of improving livelihoods on the agri-allied activities.
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8. Way Forward
Market research and developing business model are the preliminary steps for launching the business on the
ground. The subsequent steps that should be followed are:
• Sharing of business models with the stakeholders (e.g. BRLPS, PG, FPO) for concept proofing and their
feedback
• Formation of collectives of CRW beneficiaries or inclusion of CRW beneficiaries into the existing PG and
climate smart agriculture initiative, according to Jeevika’s guideline
• FInalisation of business model (as indicated in the report) and standard operating procedure for the
implementation of the business models by the PG members with the support of Farmer Producer
Company (FPC), Jeevika.
• Finalization of business plan or projections by the PG members with the support of Farmer Producer
Company (FPC), Jeevika.
• Pilot test planning, implementation, monitoring and evaluation of the pilot
• Documentation of learning and roll-out planning
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9. Business Models for Select ICRG Areas at Nalanda:
Collectives for the Marketing of Crops and Vegetables
Key Partners
✓ Jeevika
✓ FPC

Key Activities
✓
✓

✓
✓
✓
✓

Strengthening of two PGs
Procurement from the
individual farmers
Awareness program related
to quality and production
Selling of inputs
Establishment of a shed for
cleaning, sorting, grading
Establishment of Farmer
Resource Centre Securing
space for setting up a
market with the support of
local administration

Value Proposition

Infrastructure
Storage space
Grading and sorting space
Manpower
Equipment
Rent

Offering contracts to
farmers for production
of a commodity as
demanded by the
builder
✓ Providing clean and
quality product

Customer Segments
✓
✓
✓
✓

Local consumers
Big traders
Agribusiness firms
Processing units

Channel

✓

Direct marketing through
haat/mandi
Marketing through
institutional sales (e.g. big

basket, reliance retail,
future retail, army
cantonment)

Jeevika

Cost Structure
✓
✓
✓
✓
✓
✓

✓

✓

Key Resources
✓

Customer Relationships

✓ Best price
✓ Quality product
Reduction in
production cost

Revenue Streams
✓
✓

Commission on sale proceed
Selling of inputs
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10. Business Models for Select ICRG Areas at Muzaffarpur
Collective marketing of farm produce and goatery through producer group or farmer resource centre
Key Partners
✓ Jeevika
✓ FPC
✓ Private entities
like Dehaat and
Kshitij Agro tech

Key Activities of Farm PG
✓ Strengthening of producer group
✓ Procurement from the individual farmers
✓ Awareness program related to quality and
production
✓ Selling of inputs
✓ Establishment of a shed for cleaning, sorting, grading
✓ Securing space for setting up a market with the
support of local administration
Key Activities of Goat PG
Strengthening of goatery PG, Awareness about pros and
cons of selling goat in the market vis-à-vis local trader,
Introduction of weighing machine for improvement in
pricing and bargaining between goat rearer and buyer
(called chik locally), awareness program on breed
improvement in partnership with technical agency,
sourcing and sale of feed for goat

Value Proposition
✓ Increase in income by
getting the best price for
the quality farm produce
✓ Reduction in farm
production cost by
adopting better
agriculture practices and
procuring quality inputs at
a lower cost due to
collective purchase of
inputs by the PG/FPO

Customer Relationships
✓ Offering contracts to
farmers for production of a
commodity as demanded by
the builder
✓ Providing clean and quality
product

✓
✓

Key Resources
✓

Infrastructure
Storage space
Grading and sorting space
Manpower
Equipment
Rent

Channel
Direct selling to
consumers
Trading

Jeevika
Cost Structure

✓
✓
✓
✓
✓
✓

Customer Segments
✓ Local
consumers
✓ Big traders
✓ Agribusiness
firms
✓ Processing units

✓
✓

Revenue Streams
Commission on sale proceed
Commission on input sales
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11. List of Annexure
1.1 Questionnaires for field survey
The questionnaires have been designed to fulfil the key objectives of the assignment. The key respondents
will be the producers engaged in agri and allied and non-farm-based activities; traders; entrepreneurs and
FPC; and Implementing agencies. Questionnaires have been designed to interview following key
stakeholders:
1.
2.
3.
4.
5.

Semi Structured Interview with NGO and Implementing Agency
Semi Structured Interview with Entrepreneurs/FPC
Semi Structured Interview with Traders
FGD guide with producers
Interview guide with those engaged in Non-farm activities and Producers

1.1.1 Semi Structured Interview with NGOs and Implementing Agency
Greetings!! My name is Sachin Kumar and I am representing IPE Global, which is implementing BAGRI
project in your district. As a part of the project we want to know about your area of operations and
livelihood options. We will use the data to design intervention, which will help in improving access to market
for the rural poor engaged in farm and non-farm activities. We assure you that we will not share your
details with anyone except for the project. Are you willing to participate in the interview?
If the respondent is willing, then the interviewer may proceed with the interview or move to another
respondent.

Interview Number/Conducted by/ Date:
_________________________________________________________

Location (Village/Block/Town/District):
_________________________________________________________

No
A
1

Questions
Respondent profile
What is your Name

Guide

__________________________________
_____
(Write full Name)
2

Name of the Organization/Department
__________________________________
_____
(Write in full)

3

Position/Designation/Contact No.
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__________________________________
_____
(Contact
No:_________________________)
B
1

2

3
4

C
1

2
3

4

5

6

About your organization
What are the major interventions that are being
implemented by your organization in the
districts?
What are the programs being implemented by
you, which directly benefits the livelihood in
agriculture and allied and non-farm sector?
What are the various opportunities that you see
where more interventions can be designed?
What are the major challenges that you face
while implementing the project?
1. Social
2. Economic
3. Political
4. Government support
5. Technological advancement
Livelihood Profile
What are the major sources of income?
1. Service
2. Agriculture
3. Manufacturing
4. Trade
Which of the above has got highest potential?
Why?
Which are the activities where economically
weaker section of the society and women are
engaged?
What are the challenges that you face around
these activities? Please mention them:
1. Infrastructure
2. Input availability
3. Credit
4. Government policy
5. Market
6. Others, If Any
What are the opportunities that exist within
these activities?
1. High Demand
2. Employment generation
3. Scale up
4. Financing
5. Others, If Any
Where does the produce is marketed and how?
1. Direct selling
2. Trader driven
3. FPC
4. Local market
5. Other District
6. Other State

Discuss in details

Please verify the quality and quantity. For
example: if the pesticides that are
available are spurious or poor quality
seed. Or seed not available during the
planting season.

Describe in detail how the produce is
market. Is there any exploitation by the
traders?
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7

Do you think producers (Farm and non farm) gets
adequate price for their produce?
1. Yes
2. No

8

How can we improve the market condition so
that producers get maximum benefit?

C.
1

Support Services
Is there any support services available to help or
guide those engaged in the abovementioned
activities?
1. Institutions
2. NGOs
3. Government Department
4. KVKs
5. MFIs
6. Others, If Any
Do you think the support services available are:
1. Good
2. Adequate
3. Poor
4. Non-existent
Government Policy and Schemes
There are various schemes promoted by the
Central and the State Government. Could you tell
us about some of the major schemes/programs,
which promotes the livelihood of the rural poor,
especially women and weaker section of the
society?
1. MNREGA
2. BRLP
3. Pradhan Mantri Swarojgar Yojna
4. Others
Do you think these programs have a positive
impact in terms of:
1. Creating Infrastructure like water bodies,
Roads, Canals, etc.
2. Generating employment
3. Reducing/stopping migration
4. Enhanced production
5. Market Improvement
About FPC
Are you aware of any FPC in the districts?
1. Yes
2. No

2

D
1

2

E
1

2

Are these FPCs performing:
1. Excellent
2. Average
3. Struggling

If No, then what are the main reasons
behind this? Who is gaining maximum?

Name of the entities

Mention the reasons

If yes, then please provide the contact
details, if any so that we can contact
them.
In case of No, Interviewee can terminate
the questionnaire over here
Please mention the reasons for the
responses.
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3

4

4. Failed to start
What do you think are the major challenges for
FPCs?
1. Non availability of funds
2. Minimum community participation
3. Absence of market
4. No clear vision
5. Lack of support from government
6. Others, If Any
Any suggestions for the improvement?

Thank you for sparing your time for us from your busy schedule. Your suggestions are important for
designing intervention in the district. If you have any question from us you can ask us.

Leave the venue.
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1.1.2 Semi Structured Interview with Traders
Greetings!! My name is Sachin Kumar and I am representing IPE Global, which is implementing BAGRI
project in your district. As a part of the project we want to know about your trade and the crops in which
you are dealing with. We will use the data to design intervention, which will help the producers in improving
their livelihood. We assure you that we will not share your details with anyone except for the project. Are
you willing to participate in the interview?
If the respondent is willing then the interviewer may proceed with the interview or move to another
respondent.

Interview Number/Conducted by/ Date:
_________________________________________________________

Location (Village/Block/Town/District):
_________________________________________________________

S.No.
A

Question
Respondent Profile
Name

Guide

_______________________________________
(Write full Name)

B
1

2

3

4

Working Since
Dealing in Produce
Sourcing of Produce
What are the crop/produce that you are
procuring from the producers?
How do you procure:
1. Farmers visits trader’s shop
2. Through intermediary or agents
3. Through other traders
4. From Market
What is the average margin when the
traders procure the produce
1. Farmers visits trader’s shop
2. Through intermediary or agents
3. Through other traders
4. From Market
How many farmers/traders/intermediaries
are associated with the trader?
1. Farmer - ______________
2. Traders - _______________
3. Intermediary/Agents _________________

Farm/Non Farm
List all the produce that the trader is dealing
with.

1. 10%
2. 10%-20%
3. 20%-30%
4. 30%-40%
5. >40%
Of the total procurement value
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5

6

C
1

2

3

4

5

D
1

2

How much do you procure in a season?
How much commission do you pay to the
intermediary?
1. <10%
2. 10%-20%
3. 20%-30%
4. 30%-40%
5. >40%
What is the quality of the produce?
1. Good
2. Bad
Do you do any processing like
1. Cleaning
2. Washing
3. Packing
Before selling the produce
Demand
Where do you sell your produce?
1. Local market
2. Other market
3. Both
What is your margin?
1. <10%
2. 10%-20%
3. 20%-30%
4. 30%-40%
5. >40%
Is the production sufficient to meet the
annual local demand?
1. Yes
2. No
In case it is not sufficient from where do you
source your produce?
1. Other state
2. Other district
3. Other traders in the same district
What has been the price of the produce:
1. In last one year
2. In last two year
3. In last three year
Risk and Challenges
What are the major risks in procurement of
the produce?
1. Poor quality
2. Low production
3. High price
4. No aggregation point
5. Absence of market regulation
What are the major risks in selling the
produce?
1. Poor quality
2. Low demand

Is it a flat rate or per quintal basis??

How do you cope with these risks?

How do you cope with these risks?
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3

E
1
2

3. Price volatility
4. Government policy
What are the challenges:
1. In terms of marketing
2. Available infrastructure
3. Production
4. Producers
5. Credit
6. Government policy
Government Policy
Do you think government policies are
supportive in market improvement?
Government has launched many schemes
where they are trying to link producers
directly to the buyers? In such situation how
do you see your role changing?

Please explain if No.

Thank you for sparing your time for us from your busy schedule. Your suggestions are important for
designing intervention in the district. If you have any question from us you can ask us.

Leave the venue.
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1.1.3 Semi Structured Interview with Entrepreneurs/Start ups/FPC
Greetings!! My name is Sachin Kumar and I am representing IPE Global, which is implementing BAGRI
project in your district. As a part of the project we want to know about your village and livelihood options.
We will use the data to design intervention, which will help you in improving access to market. We assure
you that we will not share your details with anyone except for the project. Are you willing to participate in
the interview?
If the respondent is willing then the interviewer may proceed with the interview or move to another
respondent.

Interview Number/Conducted by/ Date:
_________________________________________________________

Location (Village/Block/Town/District):
_________________________________________________________

Category: Entrepreneurs/FPC (Tick the appropriate one)

S.No.
A

Question
Respondent Profile
Name

Guide

_______________________________________
(Write full Name)
Name of the Entity/Legal form

B
1

Dealing in Produce
Sourcing of Produce
How many farmers are associated with you?
1. 1-500
2. 500-1000
3. 1000-1500
4. >1500

2

What are the items that you are procuring?
List all the items

3

What is the volume of the procurement?
<1 MT per day
1-5 MT per day
5-20 MT per day

_______________________________________
(Write full Name)
Farm/Non Farm
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4

5

6

7
7

8

C
1

2

3

4

5

D

>20 MT per day
Is the procurement within the associated
farmers or from outside also?
Yes
No
When do you make the payment to the
farmers?
1. Immediately
2. Delay
What is the frequency of payment?
1. Weekly
2. Fortnightly
3. Monthly
4. Erratic
What is the mode of payment? 1. Cash 2.
Bank Account
What is the percentage composition of A
grade produce?
1. A Grade - >80%
2. A Grade – 50% - 80%
3. A Grade - <50%
4. Poor
Any processing done?
• Cleaning
• Grading and Sorting
• Packaging
• Transporting
Demand
Where do you sell the produce?
1. Local market
2. Other market
3. Both
What is the margin?
1. <10%
2. 10%-20%
3. 20%-30%
4. 30%-40%
5. >40%
Is the production sufficient to meet the
annual local demand?
1. Yes
2. No
In case it is not sufficient from where do you
source your produce?
1. Other state
2. Other district
3. Other traders in the same district
What has been the price of the produce:
1. Current year
2. Last year
3. Last to Last year
Risk and Challenges

This question is specifically for Entrepreneur
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1

2

3

E
1

2

3

What are the major risks in procurement of
the produce?
1. Poor quality
2. Low production
3. High price
4. No aggregation point
5. Absence of market regulation
What are the major risks in selling the
produce?
1. Poor quality
2. Low demand
3. Price volatility
4. Government policy
What are the challenges:
1. In terms of marketing
2. Available infrastructure
3. Production
4. Producers
5. Credit
6. Government policy
Capacity/Technical Know How
What are the key challenges that you face in
managing day-to-day affair?
1. Lack managerial skill
2. Lack technical skill
3. No Mentorship
4. Others, If Any
What are the major challenges for your
business/FPC?
1. Lack of fund
2. Poor quality produce
3. Not sufficient production
4. Traditional farming
5. Absence of suitable infrastructure
like cold chain, godown, etc.
6. Others, If Any.
What are the steps that you are taking to
improve your business/FPC?

How do you cope with these risks?

How do you cope with these risks?

F
1

Government Policy
Do you think government policies are
Please explain if No.
supportive in market improvement?
2
Government has launched many schemes
where they are trying to link producers
directly to the buyers? In such situation how
do you see your role?
Thank you for sparing your time for us from your busy schedule. Your suggestions are important for
designing intervention in the district. If you have any question from us you can ask us.
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Leave the venue.
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1.1.4 Focused Group Discussion (FGD) Guide with producers
A.
B.
C.
F.
G.
H.
S.No.

Interview Number/Conducted by/Date
Number of Participants
Village/District
Average Income/Month
Sub-Sector/Value Chain/Category
Profile
Name

Sex/
Age

Family Size

Monthly Average
Income

Crops
Major

Agri-Asse
Minor

Land Holding

1
2
3
4
5
6
7
8
9
10

S.N
o.
A
1

Lead Question
Production
What are the major crop do you produce:
Khariff (Jun to
Oct):_______________________________________________________________
_________
Rabi (Oct to
Mar):______________________________________________________________
____________

2

Zaid (Mar –
Jun):_______________________________________________________________
_____________
What are the major cropping patterns?

Guide

Also note
down the
productivity
in
quintal/acre
for each of
the crop

Try to
explore what
is the reason
behind
following
specific
cropping
pattern
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Equipme

3

4

Do you receive any technical input on production? 1. Yes 2. No
If yes then what are the institutions: 1. KVK 2. NGO 3. Agriculture department 4.
Radio 5. Television 6. Others If Any
Are you satisfied with the level of production? 1. Yes 2. No.

A
1

Input Sourcing (Chemical, fertilizer, labour)
Where do you get your inputs other than credit? 1. Locally available 2. Town 3.
Not available?

2

Are you satisfied with the quality of the inputs? 1. Yes 2. No
Are they easily available? 1. Yes 2. No
What is an average cost of the inputs? 1. 500-1000 per season 2. 1000-5000 per
season 3. 5000 – 10,000 per season 4. 10,000 – 20,000 per season 5. >20,000 per
season
Are you buying these inputs in: 1. Cash 2. Credit

3

4

5

Key Challenges that you face in availing input? 1. Not available 2. Costly 3. Poor
quality 4. Others, If Any

B
1

Credit
Have you availed any credit and for what purpose? 1. Working capital 2. Asset
purchase
Source of credit: 1. Banks (KCC) 2. Banks (Term Loan) 3. MFIs 4. SHG 5. Input
Seller 6. Agent/Trader 7. Local moneylender 8. Others, If Any
What is the interest rate (Annual): 1. 0-5% 2. 5%-10% 3. 10%-20% 4. 20% - 30% 5.
>30%
Do you have to give collateral?: 1. Yes 2. No
Did you receive the credit on time or there was any delay? 1. On time 2. Delay 3.
Never received
Was the amount adequate to meet your specific requirement(s)? 1. Yes 2. No

2
3
4
5
6

If No, then
explore the
reasons

If the answer
is 3, then
move to
section B.

Take note of
terms and
conditions
like interest
rate or other
agreement

If no, how
did you
managed to
meet your
requirement(
s)?
1. Own
money 2.
Local
moneylender
3. Friends
and family 4.
MFI
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7

C
1
2

3
4

5

D
1

2

3

4

5
E
1

2

Any challenges in availing credit? 1. Not available 2. No Collateral 3. High interest
rate 4. Distance 5. Lengthy process 6. Documentation 7. Defaulter 8. Bank refuse
to give loan
Market
Where do you sell? 1. Local market 2. District Market
Whom do you sell? 1. Direct Selling 2. Agents 3. Traders 4. Processors

Do you do any processing? 1. Cleaning 2. Grading 3. Sorting 4. Packaging 5.
Transportation
Do you get the best price/Minimum Support Price (MSP) for your produce? 1. Yes
2. No
If No, What could be the reason:
1. Commission agents sell their produce 2. Quality is not good 3. Not aware of the
prevailing price in the market 4. Transportation is costly 5. Non-availability of
market 6. Others, if any
How can you improve the price realization? 1. Direct procurement by government
2. Direct access to market 3. Improve the quality 4. Collective marketing 5.
Increased production 6. Linkages with processors 7. Access to other market 8.
Others, If any
Available Infrastructure
Do you have a market nearby and do you have access to it? 1. Yes 2. No 3. No
Access
How long it takes to reach? 1. 10-15 min 2. 15-30 min 3. 30-60 min 4. 60 – 120
min 5. >120 min
Is there a cold chain nearby and do you have access to it? 1. Yes 2. No 3. No
Access
How long it takes to reach? 1. 10-15 min 2. 15-30 min 3. 30-60 min 4. 60 – 120
min 5. >120 min
Is there a Godown nearby and do you have access to it? 1. Yes 2. No 3. No Access
How long it takes to reach? 1. 10-15 min 2. 15-30 min 3. 30-60 min 4. 60 – 120
min 5. >120 min
Do you have a irrigation facility? 1. Yes 2. No. 3. No Access
What is the type of irrigation facility? 1. Canal irrigation 2. Own Tubewell 3.
Pond/watershed 4. Rent
Are you connected with? 1. Road 2. Railway 3. Kuccha road 4. None
Risk and Challenges
What are the major risks that you face and what is its occurrence and severity?
1. Flood: Frequent/Every year/Once every 2 years/Once every 3years;
High/Medium/Low
2. Drought: Frequent/Every year/Once every 2 years/Once every 3years;
High/Medium/Low
3. Insect Pest Attack: Frequent/Every year/Once every 2 years/Once every
3years; High/Medium/Low
4. Price volatility: Frequent/Every year/Once every 2 years/Once every
3years; High/Medium/Low
5. Animals: Frequent/Every year/Once every 2 years/Once every 3years;
High/Medium/Low
6. Others, If Any
What are the steps have you taken to mitigate the above-identified risks?

Discuss the
mechanism
or Terms of
Trade with
traders and
processors

(MSP for
crops like
rice, wheat,
etc.)
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3

F
1
2

1. Bund preparation
2. Water conservation
3. Change in cropping pattern
4. Change in variety
5. Avoiding few crops
6. Growing Multiple crops
7. Insurance
8. Nothing
9. Others, If Any
What are the key challenges that you face?
1. Production related
2. Market related
3. Marketing related
4. Others, If Any
Government Support
Government has launched number of schemes for producers? Do you know about
anyone of them?
Have you availed any benefit under these programs?
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1.1.5 Interview Guide with Farmers
A
B
C
D
E
F

S.N
o.
G
1

Interview Number/Conducted by/Date
Village/District
Average Income/Month
Sub-Sector/Value Chain/Category
Land Holding
Agriculture Asset (Equipment, Livestock,

Lead Question
Production
What are the major crop do you produce:
Khariff (Jun to
Oct):______________________________________________________________
__________
Rabi (Oct to
Mar):_____________________________________________________________
_____________

2

3

4

H
1

Zaid (Mar –
Jun):______________________________________________________________
______________
What are the major cropping patterns?

Do you receive any technical input on production? 1. Yes 2. No
If yes then what are the institutions: 1. KVK 2. NGO 3. Agriculture department 4.
Radio 5. Television 6. Others If Any
Are you satisfied with the level of production? 1. Yes 2. No.

Input Sourcing (Chemical, fertilizer, labour)
Where do you get your inputs other than credit? 1. Locally available 2. Town 3.
Not available?

Guide

Also note
down the
productivity
in
quintal/acre
for each of
the crop

Try to
explore what
is the reason
behind
following
specific
cropping
pattern

If No, then
explore the
reasons

If the answer
is 3, then
move to
section B.
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2
3

4

Are you satisfied with the quality of the inputs? 1. Yes 2. No
Are they easily available? 1. Yes 2. No
What is an average cost of the inputs? 1. 500-1000 per season 2. 1000-5000 per
season 3. 5000 – 10,000 per season 4. 10,000 – 20,000 per season 5. >20,000 per
season
Are you buying these inputs in: 1. Cash 2. Credit

Take note of
terms and
conditions
like interest
rate or other
agreement

5

Key Challenges that you face in availing input? 1. Not available 2. Costly 3. Poor
quality 4. Others, If Any

I
1

Credit
Have you availed any credit and for what purpose? 1. Working capital 2. Asset
purchase
Source of credit: 1. Banks (KCC) 2. Banks (Term Loan) 3. MFIs 4. SHG 5. Input
Seller 6. Agent/Trader 7. Local moneylender 8. Others, If Any
What is the interest rate (Annual): 1. 0-5% 2. 5%-10% 3. 10%-20% 4. 20% - 30% 5.
>30%
Do you have to give collateral?: 1. Yes 2. No
Did you receive the credit on time or there was any delay? 1. On time 2. Delay 3.
Never received
Was the amount adequate to meet your specific requirement(s)? 1. Yes 2. No
If no, how
did you
managed to
meet your
requirement(
s)?
1. Own
money 2.
Local
moneylender
3. Friends
and family 4.
MFI
Any challenges in availing credit? 1. Not available 2. No Collateral 3. High interest
rate 4. Distance 5. Lengthy process 6. Documentation 7. Defaulter 8. Bank refuse
to give loan
Market
Where do you sell? 1. Local market 2. District Market
Whom do you sell? 1. Direct Selling 2. Agents 3. Traders 4. Processors
Discuss the
mechanism
or Terms of
Trade with
traders and
processors
Do you do any processing? 1. Cleaning 2. Grading 3. Sorting 4. Packaging 5.
Transportation
Do you get the best price/Minimum Support Price (MSP) for your produce? 1.
(MSP for
Yes 2. No
crops like
If No, What could be the reason:

2
3
4
5
6

7

J
1
2

3
4
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5

K
1

2

3

4

5
L
1

2

3

M

1. Commission agents sell their produce 2. Quality is not good 3. Not aware of
the prevailing price in the market 4. Transportation is costly 5. Non-availability of
market 6. Others, if any
How can you improve the price realization? 1. Direct procurement by
government 2. Direct access to market 3. Improve the quality 4. Collective
marketing 5. Increased production 6. Linkages with processors 7. Access to other
market 8. Others, If any
Available Infrastructure
Do you have a market nearby and do you have access to it? 1. Yes 2. No 3. No
Access
How long it takes to reach? 1. 10-15 min 2. 15-30 min 3. 30-60 min 4. 60 – 120
min 5. >120 min
Is there a cold chain nearby and do you have access to it? 1. Yes 2. No 3. No
Access
How long it takes to reach? 1. 10-15 min 2. 15-30 min 3. 30-60 min 4. 60 – 120
min 5. >120 min
Is there a Godown nearby and do you have access to it? 1. Yes 2. No 3. No Access
How long it takes to reach? 1. 10-15 min 2. 15-30 min 3. 30-60 min 4. 60 – 120
min 5. >120 min
Do you have a irrigation facility? 1. Yes 2. No. 3. No Access
What is the type of irrigation facility? 1. Canal irrigation 2. Own Tubewell 3.
Pond/watershed 4. Rent
Are you connected with? 1. Road 2. Railway 3. Kuccha road 4. None
Risk and Challenges
What are the major risks that you face and what is its occurrence and severity?
1. Flood: Frequent/Every year/Once every 2 years/Once every 3years;
High/Medium/Low
2. Drought: Frequent/Every year/Once every 2 years/Once every 3years;
High/Medium/Low
3. Insect Pest Attack: Frequent/Every year/Once every 2 years/Once every
3years; High/Medium/Low
4. Price volatility: Frequent/Every year/Once every 2 years/Once every
3years; High/Medium/Low
5. Animals: Frequent/Every year/Once every 2 years/Once every 3years;
High/Medium/Low
6. Others, If Any
What are the steps have you taken to mitigate the above-identified risks?
1. Bund preparation
2. Water conservation
3. Change in cropping pattern
4. Change in variety
5. Avoiding few crops
6. Growing Multiple crops
7. Insurance
8. Nothing
9. Others, If Any
What are the key challenges that you face?
1. Production related
2. Market related
3. Marketing related
4. Others, If Any
Government Support

rice, wheat,
etc.)
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1
2

Government has launched number of schemes for producers? Do you know
about anyone of them?
Have you availed any benefit under these programs?
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Focused Group Discussion (FGD) Guide with non-farm producers

A.
B.
C.
F.
G.
H.
S.No.

Interview Number/Conducted by/Date
Number of Participants
Village/District
Average Income/Month
Sub-Sector/Value Chain/Category
Profile
Name

Sex/
Age

Family Size

Monthly Average
Income

Other Source of Income

1

Agri/Agri Allied/Trade/Service/Labour

2

Agri/Agri Allied/Trade/Service/Labour

3

Agri/Agri Allied/Trade/Service/Labour

4

Agri/Agri Allied/Trade/Service/Labour

5

Agri/Agri Allied/Trade/Service/Labour

6

Agri/Agri Allied/Trade/Service/Labour

7

Agri/Agri Allied/Trade/Service/Labour

8

Agri/Agri Allied/Trade/Service/Labour

9

Agri/Agri Allied/Trade/Service/Labour

10

Agri/Agri Allied/Trade/Service/Labour

S.No.
A
1

Asset
Land
holding

Lead Question
Production
What are the products manufactured by you? What is the production level?

Livestock

House

Equipment

Do you use mobile
phone

Guide
(Note down the production in value and volume)
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2

Have you received any training on production? 1. Yes 2. No

3

Are you satisfied with the level of production? 1. Yes 2. No.

If No, then explore the reasons

Is there any seasonality in your business? 1. Yes 2. No.

If yes then ask A5 and A6

5

What are the peak seasons for your business? What would be your earnings during
the peak season?

List down the peak months

4

What are the lean seasons for your business? What would be your earnings during the
lean season?

List down the alternative income souurce

A
1

Input Sourcing
From where do you get your raw material? 1. Locally available 2. Retailers/wholesaler
in the market 3. Producer company 4. Private company 5. Agents

2

How many employees do you have: 1. 0 2. 0-5 3. 5-10 6. >10

3

How much cost is incurred on:
1. Raw material
2. Labour
3. Electricity
4. Rent
5. Others, If Any
Are you buying these inputs in: 1. Cash 2. Credit

4

5

Key Challenges that you face in availing input? 1. Not available 2. Costly 3. Poor quality
4. Others, If Any

B
1

Credit
Have you availed any credit for your business? 1. Working capital 2. Asset purchase

If the answer is 3, then move to section B.

Take note of terms and conditions like interest rate or other
agreement
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2
3
4
5
6

7

C
1
2
3
4

5

D
1

2

Source of credit: 1. Banks (Term Loan/Working Capital/CC Limit) 3. MFIs 4. SHG 5.
Input Seller 6. Agent/Trader 7. Local moneylender 8. Others, If Any
What is the interest rate (Annual): 1. 0-5% 2. 5%-10% 3. 10%-20% 4. 20% - 30% 5.
>30%
Do you have to give collateral: 1. Yes 2. No
Did you receive the credit on time or there was any delay? 1. On time 2. Delay 3.
Never received
Was the amount adequate to meet your specific requirement(s)? 1. Yes 2. No

Any challenges in availing credit? 1. Not available 2. No Collateral 3. High interest rate
4. Distance 5. Lengthy process 6. Documentation 7. Defaulter 8. Bank refuse to give
loan
Market
Where do you sell? 1. Local market 2. District Market
Whom do you sell? 1. Direct Selling 2. Agents 3. Traders 4. Producer company

If no, how did you managed to meet your requirement(s)?
1. Own money 2. Local moneylender 3. Friends and family 4.
MFI

Discuss the mechanism or Terms of Trade with traders and
processors

Do you get the best price for your produce? 1. Yes 2. No
If No, What could be the reason:
1. Commission agents are involved 2. Quality is not good 3. Not aware of the
prevailing price in the market 4. Transportation is costly 5. Non-availability of market
6. Others, if any
How can you improve the price realization? 1. Training on new product/variant 2.
Direct access to market 3. Improve the quality 4. Collective marketing 5. Increased
production 6. Access to other market 7. Others, If any
Available Infrastructure
Do you have a market nearby and do you have access to it? 1. Yes 2. No 3. No Access
How long it takes to reach? 1. 10-15 min 2. 15-30 min 3. 30-60 min 4. 60 – 120 min 5.
>120 min
Is there a training center nearby and do you have access to it? 1. Yes 2. No 3. No
Access
How long it takes to reach? 1. 10-15 min 2. 15-30 min 3. 30-60 min 4. 60 – 120 min 5.
>120 min
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3

5
E
1

2

3

F
1
2

Is there any producer company nearby and do you have access to it? 1. Yes 2. No 3. No
Access
How long it takes to reach? 1. 10-15 min 2. 15-30 min 3. 30-60 min 4. 60 – 120 min 5.
>120 min
Are you connected with? 1. Road 2. Railway 3. Kuccha road 4. None
Risk and Challenges
What are the major risks that you face and what is its occurrence and severity?
1. Weather: Frequent/Sometime/Rare/; High/Medium/Low
2. Non Availability of inputs: Frequent/Sometime/Rare/; High/Medium/Low
3. Low Demand: Frequent/Sometime/Rare/; High/Medium/Low
4. Price volatility: Frequent/Sometime/Rare/; High/Medium/Low
5. Unavailability of labour: Frequent/Sometime/Rare/; High/Medium/Low
6. Unavailability of credit: Frequent/Sometime/Rare/; High/Medium/Low
7. Others, If Any
What are the steps have you taken to mitigate the above-identified risks?
1. Alternate livelihood
2. Managing procurement
3. Multiple vendors
4. Insurance
5. Nothing
6. Others, If Any
What are the key challenges that you face?
1. Production related
2. Market related
3. Marketing related
4. Others, If Any
Government Support
Government has launched number of schemes for producers? Do you know about
anyone of them?
Have you availed any benefit under these programs?
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1.1.6 Interview Guide with Non-Farm Producers
A
B
C
D
E
F

Interview Number/Conducted by/Date
Village/District
Average Income/Month
Sub-Sector/Value Chain/Category
Land Holding
Asset (Equipment, Livestock, etc.)

S.No.
A
1

Lead Question
Production
What are the products manufactured by you? What is the
production level?

2

Have you received any training on production? 1. Yes 2.
No
Are you satisfied with the level of production? 1. Yes 2.
No.

3

Guide
(Note down the production in value
and volume)

If No, then explore the reasons

Is there any seasonality in your business? 1. Yes 2. No.

If yes then ask A5 and A6

5

What are the peak seasons for your business? What
would be your earnings during the peak season?

List down the peak months

4

What are the lean seasons for your business? What
would be your earnings during the lean season?

List down the alternative income
souurce

A
1

Input Sourcing
From where do you get your raw material? 1. Locally
available 2. Retailers/wholesaler in the market 3.
Producer company 4. Private company 5. Agents

If the answer is 3, then move to
section B.

2

How many employees do you have: 1. 0 2. 0-5 3. 5-10 6.
>10
How much cost is incurred on:
6. Raw material
7. Labour
8. Electricity
9. Rent
10. Others, If Any
Are you buying these inputs in: 1. Cash 2. Credit

3

4

5

Key Challenges that you face in availing input? 1. Not
available 2. Costly 3. Poor quality 4. Others, If Any

B

Credit

Take note of terms and conditions
like interest rate or other
agreement
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1
2

3
4
5
6

7

C
1
2
3
4

5

D
1

2

3

5
E
1

Have you availed any credit for your business? 1.
Working capital 2. Asset purchase
Source of credit: 1. Banks (Term Loan/Working Capital/CC
Limit) 3. MFIs 4. SHG 5. Input Seller 6. Agent/Trader 7.
Local moneylender 8. Others, If Any
What is the interest rate (Annual): 1. 0-5% 2. 5%-10% 3.
10%-20% 4. 20% - 30% 5. >30%
Do you have to give collateral: 1. Yes 2. No
Did you receive the credit on time or there was any
delay? 1. On time 2. Delay 3. Never received
Was the amount adequate to meet your specific
requirement(s)? 1. Yes 2. No

Any challenges in availing credit? 1. Not available 2. No
Collateral 3. High interest rate 4. Distance 5. Lengthy
process 6. Documentation 7. Defaulter 8. Bank refuse to
give loan
Market
Where do you sell? 1. Local market 2. District Market
Whom do you sell? 1. Direct Selling 2. Agents 3. Traders
4. Producer company

If no, how did you managed to meet
your requirement(s)?
1. Own money 2. Local
moneylender 3. Friends and family
4. MFI

Discuss the mechanism or Terms of
Trade with traders and processors

Do you get the best price for your produce? 1. Yes 2. No
If No, What could be the reason:
1. Commission agents are involved 2. Quality is not good
3. Not aware of the prevailing price in the market 4.
Transportation is costly 5. Non-availability of market 6.
Others, if any
How can you improve the price realization? 1. Training on
new product/variant 2. Direct access to market 3.
Improve the quality 4. Collective marketing 5. Increased
production 6. Access to other market 7. Others, If any
Available Infrastructure
Do you have a market nearby and do you have access to
it? 1. Yes 2. No 3. No Access
How long it takes to reach? 1. 10-15 min 2. 15-30 min 3.
30-60 min 4. 60 – 120 min 5. >120 min
Is there a training center nearby and do you have access
to it? 1. Yes 2. No 3. No Access
How long it takes to reach? 1. 10-15 min 2. 15-30 min 3.
30-60 min 4. 60 – 120 min 5. >120 min
Is there any producer company nearby and do you have
access to it? 1. Yes 2. No 3. No Access
How long it takes to reach? 1. 10-15 min 2. 15-30 min 3.
30-60 min 4. 60 – 120 min 5. >120 min
Are you connected with? 1. Road 2. Railway 3. Kuccha
road 4. None
Risk and Challenges
What are the major risks that you face and what is its
occurrence and severity?
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2

3

F
1
2

8. Weather: Frequent/Sometime/Rare/;
High/Medium/Low
9. Non Availability of inputs:
Frequent/Sometime/Rare/; High/Medium/Low
10. Low Demand: Frequent/Sometime/Rare/;
High/Medium/Low
11. Price volatility: Frequent/Sometime/Rare/;
High/Medium/Low
12. Unavailability of labour:
Frequent/Sometime/Rare/; High/Medium/Low
13. Unavailability of credit:
Frequent/Sometime/Rare/; High/Medium/Low
14. Others, If Any
What are the steps have you taken to mitigate the aboveidentified risks?
7. Alternate livelihood
8. Managing procurement
9. Multiple vendors
10. Insurance
11. Nothing
12. Others, If Any
What are the key challenges that you face?
5. Production related
6. Market related
7. Marketing related
8. Others, If Any
Government Support
Government has launched number of schemes for
producers? Do you know about anyone of them?
Have you availed any benefit under these programs?
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1.2 Annexure 2: Area, Production and Productivity of Major Crops, Fruits and
Vegetables: Muzaffarpur and Nalanda
Area in '000 ha, Production in '000 tones and Productivity in kg/ha
2016-17

2015-16
Crop
Nalanda
Muzaffarpur
Bihar
Nalanda
Muzaffarpur
Bihar
Nalanda
Muzaffarpur
Bihar
Nalanda
Muzaffarpur
Bihar
Nalanda
Muzaffarpur
Bihar
Nalanda
Muzaffarpur
Bihar
Nalanda
Muzaffarpur
Bihar
Nalanda
Muzaffarpur

Rice

Wheat

Maize

Pulses

Mango

Guava

Litchi

Banana

Bihar
Nalanda
Muzaffarpur
Bihar
Nalanda
Muzaffarpur
Bihar
Nalanda
Muzaffarpur
Bihar
Nalanda
Muzaffarpur
Bihar

Potato

Onion
Cauli
flower
Brinjal

Area
106.5 (3.3)
113.99 (3.5)
3232.31 (100)
84.66 (4.0)
80.08 (3.8)
2110.75 (100)
6.33 (0.9)
39.16 (5.6)
704.96 (100)
24.47 (4.9)
27.04 (5.4)
498.3 (100)

Production
308.51 (4.5)
108.34 (1.6)
6802.22 (100)
211.69 (4.5)
124.27 (2.6)
4736.45 (100)
21.2 (0.8)
89.85 (3.6)
2517.1 (100)
27.81 (6.6)
13.52 (3.2)
420.78 (100)

Productivity
2897 (10)
951 (35)
2104 (100)
2500 a
1552 (35)
2244
3351 (16)
2294 (31)
3571
1136 (6)
500 (35)
844

Area
115.09 (3)
124.09 (3.7)
3339.78 (100)
84.13 (4.0)
92.18 (4.4)
2105.81 (100)
8.05 (1.1)
31.38 (4.4)
720.91 (100)
26.51 (5.3)
27.46 (5.5)
497.3 (100)

Production
358.38 (4)
169.91 (2.1)
8238.77 (100)
265.35 (4.4)
257.33 (4.3)
5985.84 (100)
36.56 (1.0)
56.62 (1.5)
3845.7 (100)
26.22 (5.6)
12.63 (2.7)
464.83 (100)

2.91
9.84
149.14
1.5
1.5
29.34
0
7.9
32.1
0.5
5.3

(2.0)
(6.6)
(100)
(5.9)
(5.1)
(100)
0.0
(24.6)
(100)
(1.4)
(15.2)

30.5
96.5
1464.93
146.2
11.8
370
0
40.5
198
15.2
272.5

(2.1)
(6.6)
(100)
(39.5)
(3.2)
(100)
0.0
(20.5)
(100)
(1.0)
(17.7)

4.1
9.8
150
1.5
1.5
29.4
0
7.9
32.2
0.5
5.3

(2.7)
(6.6)
(100)
(5.1)
(5.1)
(100)
0.0
(24.5)
(100)
(1.4)
(15.1)

38.6
96.5
1472.4
146.2
11.8
370.4
0
40.5
198.6
19
271.5

(2.6)
(6.6)
(100)
(39.5)
(3.2)
(100)
0.0
(20.4)
(100)
(1.2)
(17.8)

34.8

(100)

1535.3

(100)

35.1

(100)

1527.8

(100)

20.81
85.5
319.13
6
2.6
54.03
3.1
3.5
32.1
7.22
2.9
34.8

(6.5)
(26.8)
(100)
(11.1)
(4.8)
(100)
(4.7)
(5.3)
(100)
(12.5)
(5.0)
(100)

600
254
6345.52
160
67
1247.34
60
68
198
148.5
36.6
1535.3

(9.5)
(4.0)
(100)
(12.8)
(5.4)
(100)
(6.0)
(6.8)
(100)
(13.0)
(3.2)
(100)

20
85.5
320.5
5.5
2.7
54.1
3.1
3.4
32.2
7.22
2.9
35.1

(6.2)
(26.7)
(100)
(10.2)
(5.0)
(100)
(4.7)
(5.2)
(100)
(12.5)
(5.0)
(100)

576.6
254
6377.7
146.7
69.3
1249
60
66.4
198.6
148.5
36.7
1527.8

(9.0)
(4.0)
(100)
(11.7)
(5.6)
(100)
(6.0)
(6.6)
(100)
(13.0)
(3.2)
(100)

Productivity
3114 (10)
1369 (38)
2467 (100)
3154 (12)
2792 (17)
2843
4540 (14)
1804 (35)
5335
989 (18)
460 (38)
935
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1.3 Annexure 3: Approach and Methodology
Approach
Inception meeting with IPE Global to discuss overall program, stakeholders, geography of
intervention, study objective, methodology, deliverable, field visit schedules, logistic support
Inception report with finalized objective and scope of study, methodology, sampling design,
research tool, timeline, deliverables, etc.
Secondary data collection through desk and literature review
Research tool piloting, conducting primary research (qualitative and quantitative study)
Data Collection, Analysis & Report Writing

Methodology
The mixed research method comprising secondary and primary research will be followed under the study.
What activities are to be carried out under this, are summarised in the below table:

Desk Research

•
•
•
•

Primary Survey

•
•

Research Tools

•
•

ICRG programme and stakeholders
Target geographies and beneficiaries
General and Livelihoods profile of Nalanda and Muzaffarpur districts
Livelihoods value chain and business models developed and/or functional
under JEEViKA (BRLPS) and other development programmes in Bihar
Focused Group Discussion (FGDs) and In-Depth Interview (IDI) will be used as
qualitative research tool with farmers, farmer producer companies, bazaar
samiti, etc.
Semi-Structured Questionnaire will be used as quantitative as well as
qualitative tool for value chain actors (e.g. farm producers, traders, producer
group/company)
Market visits to interact will traders and facilitators
FGD guide, structured questionnaire, in-depth interview checklist, data
analysis sheet
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1.4 Annexure 4: Details of Stakeholders Consulted
Stakeholder Consulted
Jeevika
Jeevika Team
SHG/PG Members
Farmers
FPC
Traders
Private Companies

NGO

Government Department

Muzaffarpur
DPM, Muzaffarpur (Santosh
Sonu)
39

2

BAGRI (Mr. Sirish), AKRSP (Mr.
Sunil Pandey), Kaushalya
Foundation (Mr. Kaushlendra)

Nalanda
DPM, Nalanda
Mr. Anuragh, Mr. Deepak,
54 (Rahui and Nagarnausa
block)
5 (Daniyawan, Nagarnausa)
Mr. Deepu Kumar Singh
1
Kshitij Agro Tech Pvt. Ltd. (Mr.
Gaurav), Harnaut, Dehaat,
Noorsarai (Mr. XXXXX)
BAGRI (Mr. XXXX)

College of Horticulture,
Noorsarai – Dr. Mahesh Kumar,
Dr. Sunil Kumar

