Katalyst Project Office
House 20, Road 6, Baridhara, Dhaka-1212, Bangladesh
Tel: +(88)-02-883 3172-4 Fax: +(88)-02-883 5452
www.facebook.com/katalyst-swisscontact
www.katalyst.com.bd
Www.swisscontact.org

Implemented by

()
swisscontact

mmmmmmmmmmmmmm

on zera
Confederaziun svizra

Swiss Agency for Development

and Cooperation SDC




CANVAS
of CHANGE




¥ J* - L b




CONCEPT AND TEXT
NADIA IQBAL, Katalyst
ASHFAQ ENAYETTULLAH, Katalyst

PHOTO
AIMS BANGLADESH

CONTRIBUTIONS DESIGN AND PRINT
ABU SAIF ANSARI, Katalyst | ZANALA Bangladesh
e é AZMAN AHMED CHOWDHURY, Katalyst C T i -

-~

.‘ BABUI SALSABIL, katalyst | PUBLISHED IN

CHRISTOPH NEUSIEDL, Katalyst | SEPTEMBER 2016

FAIZA ALAM, Katalyst
MAHMUD ZAMAN, Katalyst

.
s MB‘HA-M‘IQIIAD SAKIB KHALED, Katalyst
' IYAT FABBIHA, Katalyst
MAN, Katalyst




bd— Mhod




PARUL BEGUM




'!

homestead

Paulsagse OF ity

. : 3 " "ha sjually

~ increased. “T e respe w e,a al Teer
organises reg mm Em' my vyard;
\bout 20-25 am happy to

seeds with

staff, Hasib, made ar ‘
d Parul’s house. He later, helg er
on plot using the .H\ ny’s seeds

finger. The cost of investment in
was BDT 1,200 (USD 14), ’ - anc
preparation, pesticide and irrigation. She got fd}m
and she sold h&' vegetables at the Ioc%mgrl@c for BDTr




e

. MOMENA KHATUN

F




Y/
»
.

Iher mcreased income. The

e pond is bringing in more

nfidence to continue farming

LShe is keen to participate in
will improve her financial

d help her secureja—*‘better
n'terms of improvements

Fcl ster f.-wome

g ~medern -pawn ~cultivation

ena and others like her, farming
- .




l l | never thought that a
small change in farm practices
would lead to such a big

change in my Iife.”

Across Bangladesh, more than four million people are engaged in
commercial or homestead vegetable farming. The vegetable
sector thus plays an important role in improving the livelihoods of
small farmers. Katalyst identified how small vegetable farmers can
further improve their yields and increase their incomes by using a
balanced mix of fertilisers.

Md. Rejaul Sheikh from the village of Shekhor, Faridpur district,
learned how to grow vegetables from his father and grandfather.
Rejaul and his three brothers each have five bighas
(approximately 2 acres) of land where they cultivate seasonal
vegetables to make a living for their extended family of 17
members, who all live together under one roof. One day, after
yields had fallen below their expectations, Rejaul and his brothers
consulted a local input retailer from their village, who told them
about the need for balanced fertilisation. However, they thought
the costs were too high and the expected outcome too vague to
justify the extra investment needed in quality fertilisers.

This changed when Rejaul attended a training session in his village
provided by Katalyst and its private sector partner Petrochem.
Here, he had a first-hand experience of the benefits and usage of
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I‘With the right training
and knowledge of modern
cultivation methods,
everyone can achieve high
yields from maize farming.
After struggling for many
years, my life has improved
and | can offer my family a

decent Iife.”
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Maize is a high-yielding crop which is even more profitable than
rice and wheat — which is why Katalyst is promoting maize
cultivation as an effective pathway out of poverty for many small
and poor farmers across Bangladesh. However, in order to practice
successful, commercially profitable maize cultivation, farmers
need to overcome a number of key challenges. These include
knowing how to select and where to obtain the right variety of
quality seeds, and the adoption of modern cultivation technigues,
as well as usage of the right amount and combination of fertilisers

in order to maximise yield.

Almas Shikder is from Faridpur district in central Bangladesh, and
started maize farming in 2011. With a family of five to support and
encouraged by what he heard about the potential high profitability
of the crop, Almas decided to start maize cultivation on two bighas
(0.8 acre) of land. Drawing on his traditional farming knowledge, at
first he applied high dosages of macro fertilisers to his land and
used long-established cultivation techniques. But when it was time
to reap the benefits of his hard, dedicated work, Almas felt
disenchanted. The harvest was below his expectations, and would
not even cover the comparably high start-up costs he had incurred.
Although successive harvests improved gradually as Almas
experimented with new techniques and methods that he learned
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from friends and relatives, yields were never enough to
make ends meet. As a result Almas, being family’s main
earner, had to take on extra work and odd jobs.

Three years after Almas started to grow maize in the hope
of a better life for himself and his family, things started to
change. Katalyst and its private sector partners in the
maize sector developed a business model whereby input
companies such as Petrochem provide training and
information to small maize farmers, in turn creating loyal
customers who acquire quality inputs (such as fertilisers
and seeds) from the companies authorised
retailers/dealers. Almas heard about the training offered
by Katalyst and Petrochem in a neighbouring village and
decided to attend a session. The hands-on training
included information about the benefits of using quality.
seeds and fertilisers, modern cultivation techniques,
improved irrigation management, and proper harvest
technology. Putting this newly gained knowledge to use in
his fields, Almas experienced a growth in vyield, and
encouraged by this unfolding success he attended four
more training sessions.

He says that thanks to using modern cultivation practices,
his yields and income have increased considerably: “I
never knew about the importance of using a balanced mix
of macronutrients, micronutrients and compost fertilisers
to maximise yields. Since starting to use the right dosage

and combination of these three inputs, my
harvest has been increasing and | can sell
much more maize grain.”

Before  Katalyst’s intervention, Almas
obtained 15 maunds (0.6 Metric Tonnes, or
MTs) of maize grain every year from one bigha
(0.4 acre) of land, earning him a profit BDT
9,000 (USD 108); now he harvests an average
of 30 maunds (1.2 MTs), earning him a profit
BDT 18,000 -(USD 217) a year, investing
minimum amount on inputs. This is all thanks
to the usage and balanced application of
quality fertilisers. With his additional income,
Almas recently bought a new house for his
family; he is earning a stable, regular income
which allows him and his family to live a
decent life. His eldest son, aged 23, has also
started maize farming on land, Almas bought
for him using the additional income. Almas
has also become a mentor to other farmers in
his village on modern, commercially
profitable maize farming methods, and is
proud to share his knowledge with them.
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has directly translated into an
increased income for me and my
family. Now | am the main
earner in my household.

NURUNNAHAR RUNU

“Improvmg my artisanal skills

According to a study by the Bangladesh Women
Chamber of Commerce and Industry (BWCCI), 69.4
per cent of the country’s women entrepreneurs are
involved in the craft sector. It provides numerous
income-generating opportunities, employing an
estimated 120,000 women artisan who works either
from home or in small factories. By providing business
and technical skills training to the women
entrepreneurs who work as independent producers
for Aarong, Katalyst creates a win-win situation: on

one hand, independent producers and their women
artisans are able to enhance their skills, improve their
competitiveness, and ultimately increase their
income. On the other hand, the initiative helps
Aarong to ensure a steady supply of high quality
products for its growing customer base.

Nurunnahar Runu from the village of Chorbongkhuri,
Manikganj district, works from home and supports
her family. Her husband runs a machine repair



business, but after becoming sick a few years ago
he had to drastically cut back his workload. “To
support my family, | do different types of artisanal
work — cotton embroidery, attaching buttons to
jute sacks and other jute-related work. | do all of
my work at home — sometimes my son and my
husband help me — and then | supply it to Ms.
Parvin Akter’s toy factory, from where | get a
regular monthly income,” Nurunnahar says.

Before receiving training from Ms. Akter,
Nurunnahar’s monthly profits amounted to BDT
2,000-3,000 (USD 24-36), which was barely
enough to make ends meet for herself and her
family. “I acquired all the artisanal skills by myself.
It often took me a long time to finish the work | got
from the factory; at times it would be rejected
because of mistakes, and | had to do everything
again at my own cost,” Nurunnahar says.

Ms. Akter, one of Aarong’s independent producers
and the owner of a small factory, had received
training from Katalyst and Aarong; she passed on
some of the most essential skills she had learned
to her women artisans, to improve the quality of

her products and to run her business more effectively.
As a result of the improved quality and better time =
management, Ms. Akter’s business will almost certainly -
get more orders from Aarong, which in turn will allow

her to increase the income of her women artisans and to
employ more staff: everyone benefits.

After receiving skills training from Ms. Akter, the quality
of Nurunnahar’s work improved and she was able to
deliver most of it on time, making her a reliable,
effective part of the business chain. As.a result, her
monthly order volume increased, with. 'b'nsiderably
less work being rejected for quality ?’ '
now makes at least BDT 6,000-7,000
month. Together with her husbar

enough to pay the rent on their



MOHAMMAD ALI




mad Ali from hdhakanai, Mymensingh,
ring fish in a pond of seven decimal.
This is th me source for his family of five:
his wife, their sev ar old son and Mohammad'’s

parents. “l had “knowledge of cultivation %
methods — | just used to culture fish according to Y b
my own experlencefand observations. | tried to
learn by doing. ngetlmes the fish died or
some disease, and | couldn’t do anything about it.
Some fish grew big, some were small. | never
..managed to get a fair price for them at the local
~ market. So life was a bit difficult for me, bearing the

expenses oﬁ-;_my family,” Mohammagl‘ says.
! r

“In 2012, t:Hé hatchery owner K:;"der knew | was
struggling,}éo he advised me to get some training on
sh cul‘qvatlon The first tralmng was on fish

- — & i
l gew g 1iods, proyided by Sarnalata Joang " / quality tilapia fingerling the h"é‘-W‘? now, | culture make fish feed at home instead of having to buy it. The
learned how to prepare a pond the optimum ' ’ gk j - : . A \ A" i L
- W these alongside the tr nal species developed money he saves as a result —as much as BDT 2,000 (USD
numb’er of fish to culture in terms of pond size, and — N : T el .V 2| SR A e 5 s profit . %.‘C@ |
i how and what to feed the fish. | realised the ?"*‘ - i 3 : B0 ' W o z - i N AR e ) 2
. mistakes I'd made, and app"?d the new techniques ¢ / ' Mohammad Ali used to spWOO (USD %9) 2 With the additional income he has earned during the last
I'd learned straightaway. He{g‘rmg about the benefits ’]f enough fish feed to culture BDT 0 USD%% of f] three years, Ali says, first he repaired his sr_naII house, and e
of culturing high value spe}mes, | also bought some ’ { which he can sell in the mar"ke-'HﬂDT S5 later spent some money expanding it. He feels good about '
¥ i . : T EI’ making an increase in annu ﬁt of BDT 12,000-15, OOO the future, and plans to lease a pond and continue X
5 I ! . 3 i (USD 145-181). H'\,qer Mammg sh}gd‘hlm how to cultivating fish. Al
- ...l "J . . l" i . .. =
'\ ! g - L o Ml 4-. ’ .rwy."- e -y
1 1 |'_-r_P_ il ﬁ. -q-" # - . {’E‘j‘:‘g i ?—;L ¥




QU

part of LAN has helpe
rmers in the village t
ing and informatio
tion methods. Nc
e traders’ _
mmunicate’
officers and

enormously “We al

extension ®fficers ey are not available all the
time. ncgﬂe to getitheir help w half of the
crops in the village ere infected with a fungal
disease, but it was time consuming.” Fazlul went on to
say, “Everyone relie them®and they don’t have
enough persona@hto r problems which come up
suddenly.” Mo Bangladesh’s vegetable farmers
have a.s \ ytoiell.

W é"t:i__on, inputs and s es, many
ofe armers like Fazlul can i emselves
of poverty.’ The government’s ‘public extension
es' provide information that 'farmers  find
thy, but these é‘te Iimitedkin terms of

and coverag Itin%_atelycompromising




ough hi
N and pal

rmer group, became

ated in training on the
ds, and effective crop protection

st identified that at sub-district
ave an established relationship

A o ind at the same time a healthy e AT SZN methods as sex pheromone traps, dise
L R CIEN e who they either supply or buy : ol prevention and how to apply a balanced fertilisea
Bt & ) associations, these traders are T r training like this is arran y the trader
3% e project intervention to target, : association, with the extension roviding the
e ntive to create better access to e A = teehnics e association helping the
o =

ers, and being in the position to T _ = - ' y venue, and

iding
’

g has lped
roving and the incre
oy his f
2 I assC

: ly

and provide

-

engthened the link betwee
help from local trade
neduled PPl meeti 0
ers identify 18 issL
coming se In keepi
it ata N has ena
Fazlul Hag \ 5 when he n
or - and enhan
Ccomg

ness Networ (LAN) taps into loca
enti nancing i




MD. BABAR AL

lll am delighted with

the outcome of my
hatchery and prepared
to invest more if local

demand requires. ”
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“to governme atcheries 'W’a"rb ﬁ?p‘ur ub-district,

more than 100 kms away. They either rented a car to
transport the fry back home, which cost at least BDT
2,000 (USD25), or used a motorbike if the amount they
were carrying back was small. Either way, the fry and
fingerling were getting damaged during transportation.

In  February.~2015, Katalyst’s Local Agri-business
Network (LAN) formed a public-private-initiative (PPI)
committee—for the fisheries sector to address the
problems of the fish farmers by sharing their resources
and responsibilities. The committee comprised the
upazila fisheries officer, upazila traders and fish
farmers, including Babar Ali, and it identified that a
hatchery in Balidangi sub-district would help the fish
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Babar Ali'mcﬁwlet@'e% the role of the PPI
committee-'-v{',.’-f‘grqvi‘t_jied the support and
confidence he needed to start his venture, and
is passing on advice and suggestions to his

fellow fish farmers who get their fry and

L

~fingerling from him. This hatchery significantly

benefits the local fish farmers of Baliadangi
upazila, making it easy to collect fry and
fingerling, saving money and time, and
mitigating against the struggle of farming fish. -~
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SHARIFUL ISLAM

“Timely information

from the customer based

care brought me happiness \
I8

Access to timely and relevant agriculture information is a
crucial factor in determining higher yields for farmers and
reducing potential losses. This information is available from
a number of sources; however, a major market constraint is
that these sources do not cater to each farmer’s individual
demands. Katalyst has been working in the ICT sector since
the project’s inception, addressing this constraint through
the utilisation of ICT-based agriculture information
solutions. One example is the use of telecom-led helplines,
which have been developed with Katalyst’s strategic
guidance. Here, telecom operators provide advice to
farmers via a helpline — the information is available at their
fingertips and at the time it’s needed, vital for farmers
dealing with issues which require immediate attention.

In Phase 3 of the project, and using the experience and
learning gained through its work with helplines in previous
years, Katalyst started focusing on agriculture input
companies as leverage points. In 2015, Katalyst partnered
with Metal Agro Ltd, a major Bangladeshi seed company, to
develop a customer care solution for farmers. The first of
its kind in Bangladesh’s agriculture input industry, this

requires farmers to place a missed call, which is then
followed by a call back from the company’s representative
(or call centre agent). This missed-call model makes the
solution more affordable for Bangladesh’s large number of
smallholder farmers, unlike the paid helpline services
provided by the leading telecom operators. Metal Agro
have opted to make the calls free for farmers, and pay for it
themselves as their research indicates that this will enable
them to retain their existing customers while at the same
time attracting farmers who currently use their
competitor’s products. It also allows the company to
benefit farmers by providing information on the effective
usage of its products, alongside other generic agriculture
information. It means Metal Agro can promote its brands
to a large number of farmers and at the same time gather
market intelligence from its system reports, enabling it to
develop its business strategies more effectively.

Shariful Islam from Mymensingh is a vegetable farmer, and
like many others has accessed Metal Agro’s customer care
service. His home is in the Borogram of Muktagacha
district, where he lives with his wife and four daughters; his
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each other in times of need, often discussing the
agricultural issues affecting them. Last season, one
of Shariful’s brothers recommended the bottle gourd
seed sold by Metal Agro. Motivated by his brother’s
bumper harvest, Shariful bought some of the seeds
from a retailer, who told him about Metal Agro’s
newly launched customer care solution. » .

Shariful has been involved in farming for the last
twelve years, but still felt ill-informed about the
ever-changing scenario of new plant diseases. He
was familiar with just a few common pesticides,
which he used when necessary. Following his
BrOther's.Jsugg-estion, Shariful grew bottle gourd on
~ the 15 decimals of land he owns, but after a month,

"~ toxic yellow. The medicines he applied did not help

valuable harvest. Poverty seemed imminent.

answer, Shariful decided to approach Metal Agro’s
customer care service the call centre agent
recommended a powder, based pesticide; Shariful
took this advice and after two weeks his crops were
disease-free and healthy again. Encouraged by this
success, his brother can now access the helpline

noticed that the leaves were crumbling and turning a-

and every day he was losing part of his potential-

When his brothers were unable to come up with an

=

whenever,they encounter a problem they cannot solve
.,ghe-nﬁ's’e"h?e’si' For them, it has proved a reliable source of
agriculture informations = “and ‘they are particularly
apﬂke‘s@_at‘ive of the fact that the service is free to farmers.
Shariful sold more than 400 bottle gourds last year, a
success he attributes .to the timely information he
\..received from the call centre which meant he could save
his crops. 3

Metal Agro currently provides inf%rmation solutions to
approximately 1,000 farmers each. month, a number
which is steadily increasing. To accommodate more calls,
i .
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Metal Agro has invested in additional resources as part of
their scale up plan. At the pilot stage, the company
featured the helpline number on five of their most
popular packets of seeds; following the pilot’s success, it
has printed it on five additional products, promoting the
service to an increased number of customers. The success
of the Metal Agro customer care solution has not only
benefited farmers but has also convinced four other
private sector partners from the agriculture, aqua
chemicals and fish feed industries to replicate it,
promising to reach a larger number of smallholder
farmers.
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