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Executive Summary 
 

Krishi Utsho is a successfully proven supply chain model which has improved the food security situation 
of vulnerable farmers and their families. As part of the KU initiative, the idea of MEDA (Non-traditional 
financing initiative) project is to mitigate the financial predicaments of vulnerable farmers, through 
introducing financial institutions to provide benefits to the farmers and bring banks and financial services 
closer to them. The plan is to create a linkage with bank and insurance company to secure financial offers 
by becoming a guarantor where farmers’ loan will be secured by the insurance services. The project is 
being piloted in Bogura and Jashore. As the starting point, a baseline study has been commissioned to 
assess the current situation and circumstances of the target beneficiaries. This report is a reflection of the 
findings of the baseline survey. 

To capture the information to fulfill the objectives of the study, mixed methodology was used – wherein 
100 KU beneficiaries (randomly selected) participated in the quantitative survey, while six FGDs (target 
beneficiaries), two IDIs (KU franchisee shop owners) and two KIIs (representatives from insurance 
company and commercial bank) were conducted to supplement the qualitative information to support 
the quantitative data.  

In terms of economic indicators, majority were involved in agriculture (76%), livestock farming (65%). 
Average household monthly income was highest for crops cultivation (25%), and fisheries (14%). Land 
purchase (44%), and home renovation / constructions (24%) were major areas of investment expenditure. 
Seventy six percent of the respondents were aware of banks, 59% have bank accounts and 68% have 
deposit accounts. Sixty seven percent of respondents have also taken loans in the past, out of which (n = 
67) 39% were females. Most of the respondents had taken loans from MFI/NGOS, banks, and local money 
lenders called Mahajans. Eighty percent (80%) respondents were interested in availing loans provided by 
KU. Sixty three (63%) percent respondents were aware of insurance and of them 71% were willing to pay 
premium for availing insurance against the KU loans.  

With respect to social indicators, all the respondents agreed that there would be positive results if female 
farmers had access to loans. According to them, the loans would enable female farmers to become more 
independent, confident, and self-reliant, increase their mobility and improve productivity. The locus of 
control ratings show that compared to females, males have higher scores across all the parameters of 
usage and access – in terms of both agricultural technologies & innovation as well as finance.  

Based on the findings it is recommended that KU should work towards creating awareness amongst the 
target beneficiaries regarding the importance of and benefits of insurance, especially crop insurance. Also 
efforts should be undertaken to create greater awareness of financial avenues as well as options available 
to women. Implementation wise, loan repayment schedules are designed in a manner that takes into 
account the cyclical or seasonal nature of earnings of the target beneficiaries. Besides Interest rates for 
the KU loans should have comparatively lower interest rate from traditional financing.  
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Chapter 1: Introduction 
1.1 Background 
CARE is one of the world's largest international humanitarian organizations working on fighting poverty 

through implementation of various development projects. CARE was founded in 1945 and has been active 

in Bangladesh since 1949. In Bangladesh, CARE operates following its international strategy, focusing on 

bringing about changes in the situations of beneficiaries, by continuously focusing on their needs in areas 

such as food security and livelihoods; health and nutrition; agriculture and natural resources; climate 

change adaptation; women's empowerment and reduction of violence against women; civil society 

strengthening; HIV/AIDS; disaster risk reduction and emergency response in Bangladesh.  

More than 70 percent of Bangladesh's population and 77 percent of its workforce lives in rural areas. 

Nearly half of all of Bangladesh's workers and two-thirds in rural areas are directly employed by 

agriculture, and about 87 percent of rural households rely on agriculture for at least part of their income1.  

To address the challenges of food security and to enhance the agro-farmers productivity as well as 

women’s economy, CARE Bangladesh’s KU initiative stepped forward and established a smart and 

innovative supply chain mechanism, that provides support to rural smallholding farmers (especially 

women) in accessing quality agro-inputs, market information, and technical assistance to strengthen and 

realize their agricultural potential and help to sustain livelihoods. Through selecting and branding 

franchisees at the last mile of the village, the network acts as a one stop solution center for over 51,000 

smallholder farmers, particularly vulnerable women in Northwest and Southwest of Bangladesh, 

contributing to their increased productivity and resilience. With a smart business plan, KU is transforming 

from a development project to a commercially viable social enterprise. 

KU has observed that smallholder farmers often require new investment to boost their production for an 

increase in income, especially women. In Bangladesh, traditional moneylenders tend to offer financial 

sources with heavy collateral. In MFI system, the higher cycling interest is burdensome for the smallholder 

farmers that hinder their continuation of business/ IGAs. On the other hand, other financial institutes and 

commercial banks are not encouraged to operate at the last mile villages and with the smallholder farmers 

due to higher transaction costs that eventually restricts smallholder farmers to get the benefits of the 

financial inclusion. Thus, project is more interested to work with the commercial banks and agriculture 

insurance in the value chain to reduce the working capital risks of the farmers. 

To mitigate the financial predicaments of farmers, KU is proposing introduction of Non Traditional 

Financial services (under MEDA-innovate fund) through financial institutions to provide benefits to the 

smallholder farmers. KU has already developed a network of agro-input shops at the last mileage of village 

in the Northwest and Southwest region of Bangladesh. The project has commenced pilot at two Upazillas 

(Sub-district) within existing project areas. KU has also been involved in building partnerships with Bank 

Asia Ltd. to introduce shops as a banking agent and providing banking services (e.g. loan, transactions) to 

the farmers. Simultaneously, to reduce the agricultural loss or damage to crops or livestock agricultural 

insurance will also be introduced by collaborating with Green Delta Insurance Company.  

                                                           
1http://www.worldbank.org/en/results/2016/10/07/bangladesh-growing-economy-through-advances-in-
agriculture 

http://www.worldbank.org/en/results/2016/10/07/bangladesh-growing-economy-through-advances-in-agriculture
http://www.worldbank.org/en/results/2016/10/07/bangladesh-growing-economy-through-advances-in-agriculture
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1.2 Background of the Project 
To ensure a one-stop service solution for the target beneficiaries in these rural areas, KU proposed to 

initiate a project to support rural farmers through microfinance with insurance services. The main purpose 

of the project is to address and solve the financial issues and predicaments faced by the farmers in their 

day-to-day lives, both because of the nature of their work and circumstances surrounding it. KU is 

proposing an inclusive service solution of Non-Traditional Financial services by introducing financial 

institutions to provide benefits to the smallholder farmers. A network of agro-input shops at the last 

mileage of villages in the Northwest and Southwest region of Bangladesh has already been developed. 

The proposed financial services with insurance coverage component of the KU project will implemented 

in two zones. In the North Zones the project will operate in Bogura and South Zones in Jashore. After the 

successful implementation and progressive outcomes, the pilot project will be launched in these 6 districts 

under KU operational areas. 

KU will be building partnerships with Bank Asia Limited to introduce shops as a banking agent and 

providing banking services (e.g., loan, transactions) to the farmers. Simultaneously, to reduce the 

agricultural loss or damage to crops or livestock, agricultural insurance will be introduced by collaborating 

with Green Delta Insurance Company. The project aims to create a linkage with bank and insurance 

company to secure the financial offers by becoming a guarantor where the insurance services will secure 

farmers' loan and the farming. These services are proposing an insurance policy that will be prepared 

jointly by the insurance company, bank, and KU to ensure the overall system. In total 200 farmers, 100 in 

north and 100 in south will get this benefit in the first phase from two areas and there will be at least 25% 

female farmers. In addition the MEDA project will focus on life standard, income, expenditure, food 

consumption to improve for the stakeholder farmers through this project intervention.  

1.3 Project Objectives  
The overall aims of the project are to: 

1. Create a secure financial network in agriculture sector  

2. Propitious interest rate for the smallholder farmers  

3. Increase the financial accessibility of the women farmers  

4. Introduce modern banking and insurance service at the last millage  

 

1.4 Project Intended Impacts  
Intended impacts as a result of the project are: 

1. Farmers, especially women will be stepping into modern non-traditional financial services that 

will offer them control over their financial management.  

2. Banking and insurance service will secure ongoing farming activities of smallholder farmers as 

well as create new income generating activities.   

3. Mitigation of non-performing credits for the smallholder shop owners.  

4. Financial institutions will be able to access the last mileage with an optimum transaction cost. 
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1.5 Target Beneficiaries 
MEDA is designed targeting beneficiaries of KU who will be given financial services (banking facilities, 

mainly for availing loan, and insurance service linking with loan), i.e., it targets individuals who directly 

receive the project facilities and trainings from KU initiative.  200 people will be included under MEDA 

project, 100 beneficiaries from southern part and 100 beneficiaries from northern part of Bangladesh. The 

initiative aims ensured higher income from agriculture through non-traditional microfinance including at 

least 50 women by the end of December 2019. This initiative will be facilitated by 20 franchisees in 2 

districts. 

1.6 Project Area 
Through overall observation, project has 

piloted in the existing KU project area. 

Initially project has selected two 

different upazilas from two districts at 

northwest and southwest region, which 

will help to understand the demand and 

circumstances of non-traditional 

financing services in rural areas. 

Eventually, project aims to expand its 

operational area to set a benchmark for 

different geographical circumstances in 

Bangladesh. 

Southwest Region 

 Jashore Sadar, Jashore 

 

Northwest Region 

 Shibganj, Bogura 

 

 

 
 

1.7 Rationale for Baseline Study 
The MEDA initiative intends to bring about the conception of a secure financial sector in the agricultural 

network with the introduction of the modern banking and insurance services, establishing reasonable and 

feasible interest rates for the smallholder farmers. It also aims to increase the financial accessibility of 

female farmers while expanding KU service coverage through a network of 20 franchisees in 2 districts 

reaching small holder farmers, including women with relevant inputs and services.  

Secure Farming for Rural Smallholder Farmers Project Area 
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The microfinance initiative is currently in the inception phase and as such it necessary to have an 

understanding of the target beneficiaries contemporary situations and circumstances. For this purpose, it 

was necessary to conduct a baseline study to gauge and assess the current status and situation of the 

target farmers for the initiative. This baseline also provides a basis for immediate and latter periodic 

evaluation of impacts and effects achieved as a result of the financial inclusion initiative intervention. This 

information will come in use to make necessary internal modifications so that the initiative eventually 

achieves its intended objective and outcomes in the end.  

1.8 Objectives of the Baseline Study 
The overall objective of this baseline is to understand the contemporary situation and to know their 

interest and awareness level of the target groups of this project.  

The specific objectives are: 

 To provide information on the quantitative and qualitative performance of implementation, of 

this project.  

 To make some immediate recommendations on interventions and approaches of this project to 

take corrective measures.  

1.9 Target Respondents for the Baseline Study 
As the baseline is being conducted to understand the project beneficiaries’ present status and 

contemporary happening at the target group, the baseline study focused on collecting information from 

the following respondents:  

 

a. Farmer beneficiaries of Krishi Utsho project, i.e., those farmers who already purchase products 

and inputs and avail services from the KU franchisee shops in the community.  

b. Krishi Utsho franchisee shop owners 

c. Banking partner: Bank Asia Ltd. Representative  

d. Insurance partner: Green Delta Insurance Company Representatives 
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Chapter 2: Research Methodology 
 

To collect appropriate and relevant information to fulfill the objectives of the baseline survey, a 

combination of both qualitative and quantitative methods were used. The study collected information 

across target beneficiary farmers, KU franchisee shop owners, and the financial institutional partner 

representatives. 

 

2.1 Data Collection Methods 

Quantitative Data Collection 
The quantitative survey data collection was done through Krishi Utsho digital data collection platform for 

ensuring real time data collection with geo-location tagging. Survey respondents were selected from the 

direct farmer beneficiary groups of KU, who are also potential beneficiaries of the MEDA in the future.  

Sample split (proposed versus achieved) for the survey component is as follows:  

 Bogura Jashore Total 

Proposed 50 50 100 

Achieved 50 50 100     
Table 1: Proposed vs achieved sample 

Qualitative Data Collection  
For qualitative data collection, three tools were used, viz., focus group discussions (FGD), in-depth 

interviews (IDI), and Key Informants’ Interviews (KII). The sample split of the respondents for the 

qualitative component of the baseline study is as shown in the table below:  

Respondent Tools No of Sessions Institution 

Farmers who purchase products and inputs 
from KU shops 

FGDs 06 N/A 

Franchisee IDIs 2 KU 

Representative of Insurance company KII 1 Green Delta Insurance Limited 

Representative of Bank KII 1  Bank Asia 

Table 2: Qualitative sample of the study 

2.2 Tools & Techniques  
Based on the objectives of the study, tools were developed for data collection, after extensive discussions 

with KU Project team members.  

Survey 
For the survey, standard questionnaires were developed which included queries about income, 

expenditure, savings, loan, interest for availing loan form KU, expectation regarding loan, knowledge 

about insurance and interest of availing insurance service (please refer annex 1 for quantitative 

questionnaire). The entire questionnaire was scripted on to the Krishi Utsho digital data collection 

platform with the approval of both KU team and research team. Trained interviewers collected the data 

for the survey through electronic tablets and the data was recorded live on the data collection platform. 
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At the end of the field work, raw data file was exported from the digital data collection platform and the 

data processing team cleaned the raw data as well as coded all open ended (incl. multiple) responses 

received. The collected data was then analyzed using SPSS and Microsoft Excel according to the need of 

the research.  

Qualitative Data Collection 
Qualitative data was collected from farmers, who are potential future beneficiaries of MEDA project after 

obtaining their consent. For FGDs, IDIs, and KIIs, guidelines were developed ensuring that all information 

required to fulfill study objectives is appropriately captured by the moderator and the respondent’s 

conversation (please refer annex 2 and 3 for qualitative guidelines). All guidelines were vetted and 

approved by the KU project team before field launch. All the interviews and discussions were recorded 

digitally with the due permission of the respondents2. The field notes and audio recordings of the sessions 

were then transcribed by a team of professional transcribers, following which the researchers assigned to 

the project did an intensive content analysis of all transcriptions and weeded out relevant and important 

findings.   

 

  

                                                           
2 Representatives of Green Delta Insurance did not give consent to record the interview. As such, the notes were 
manually transcribed and then analyzed.  
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Chapter3: Findings from the Survey 
 

An extensive survey was administered to a sample size of 100 farmer beneficiaries of Krishi Utsho in the 

project areas of Jashore and Bogura, who were randomly selected from the list of farmer beneficiaries of 

KU, to assess their current social and economic status, their current and past loan taking behavior and 

experiences were assessed along with interest levels and willingness to avail loans facilitated through 

Krishi Utsho under the non-traditional financing initiative. The willingness of respondents in paying a 

premium for insurance against such loans was also gauged through the survey.  

3.1 Demographic Status 

Gender Split& Educational Status 
In line with the focus of Krishi Utsho and CARE Bangladesh to uplift the status of vulnerable last mile 

farmers, especially vulnerable women farmers, the study aimed to cover a minimum of at least 25% 

female respondents as part of the sample. At the conclusion of the field data collection, it was seen that 

of the total 100 respondents covered in the survey, 38% were female farmers and 62% were male farmers.   

The gender split of sample respondents administered the survey is as follows:  

Respondent Split Number Percentage (%) 

Male  62 62% 

Female 38 38% 

N =  100 100% 

Table 3: Gender split of MEDA project 

Majority of the respondents had also attained their Primary School Certification (29% males and 34% 

females), followed by Junior School Certification (24% males and 26% females). Around 17% of the 

respondents had no formal schooling (16% males and 18% females). 

Household Size and other Demographic Status 
Eighty eight percent (88%) of the respondents are married (87% males and 89% females). While 81% of 

the male respondents are the head of their household, only 1 respondent out of the 38 female farmers 

stated that she was her household head. The average family size is 5 people, with 3 adults and 2 children. 

Average number of earning members per household is approximately 4 people (including one female). 
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3.2 Income Source and Economic Indicators 

Income Source 
In terms of their current occupational 

engagement, majority of the respondents across 

both gender are currently involved in agriculture 

(79% males and 71% females), followed by 

livestock (58% males and 76% females). Poultry 

follows at third position (13% males and 24% 

females).  Figure 1 highlights the sectoral 

involvement of the survey respondents on an 

overall level.  

 

 

 

 

 

Household Income 
To gauge the current economic condition of the respondents, data has been collected on the total income 

per month for each household based on their involvement across various economic sectors. Table 4 

presents the total income of per household per month and also shows the proportion of sectoral income 

at an overall level as a percentage of the total cumulative monthly earnings of all respondent households. 

As can be seen from the table, crops cultivation leads as the sector contributing 25% of the monthly 

cumulative HH income, followed by fisheries at 14%.   

Average HH income - LAST MONTH Amount in BDT Percentage of total earnings 

Crops 38,222 25% 

Fisheries 21,250 14% 

Rickshaw/van pulling 17,800 12% 

Beef fattening and dairy 13,749 9% 

Laborers 13,100 9% 

Handicrafts 5,400 4% 

Poultry 2,849 2% 

Avg Cumulative HH Income (all respondents) 153,170 
 

Table 4: Average household income of the respondents 

 

76%

65%

17%

16%

9%

5%

4%

Agriculture

Livestock

Poultry

Business

Others

Day laborers

Aquaculture

0% 20% 40% 60% 80%

Figure1: Farming area of the respondents 
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Household Expenditure 
Along with income, expenditure is another dimension that presents evidence of an individual’s current 

economic condition and standard of living. As shown in table 5, majority of the respondents spend a 

significant chunk of their monthly household income on food, which accounts for 45% of cumulative 

monthly household expenditure across all respondents.  

 

 

 

 

 

 

 

 

Table 5: Average household expenditure of the respondents 

Communication expenses at 16% and educational expenses for children at 12% are the next major areas 

of monthly household expenditure. This clearly indicates that majority of the respondents’ standard of 

living is nominal to say the least, as their major expenditure is on meeting basic essential costs for food.   

Household Investment 
The average household savings for the respondents capped at BDT 11,536 per month. Table 6 highlights 

the major investment heads in which majority of the respondents invested their last years’ household 

savings. As can be seen from the table below, land purchase topped the investment list at 44% of overall 

cumulative investment of households’ previous years’ savings, followed by investments made for house 

construction or renovation, which accounted for 24% of the total average cumulative. This clearly shows 

that investing in land or wealth acquisition is a preferred avenue for investment amongst the respondents, 

followed by construction of new or renovation of existing housing facilities.  

Average Investment of last year’s savings Amount in BDT Percentage of total 

investment 

 Land Purchase 188,182 44% 

House construction/renovation 100,167 24% 

In cash (either in hand/institute) 77,756 18% 

Investment in livelihood options 60,114 14% 

Average Cum. Investment expenditure of last 

years’ HH savings (all respondents) 

426,219 
 

Table 6: Average household investment of the respondents 

 

Average Monthly HH Expenditure Amount in 

BDT 

Percentage of total 

expenditure 

Food 16,707 45% 

Communication 6,000 16% 

Education 4,606 12% 

Household renovation 3,335 9% 

Cloths 3,201 9% 

Health care 3,201 9% 

Average Cumulative Monthly HH Expenditure 

(all respondents) 

37,050 
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3.3 Dietary Diversity / Consumption Basket 
Dietary diversity has long been recognized as a key element indicative of economic accessibility and 

affordability to facilitate a diverse range of much needed food categories. It reflects household access to 

a wide variety of foods. The two dietary diversity scores recommended by FAO are the Household Dietary 

Diversity Score (HDDS) based on twelve food groups and the Women’s Dietary Diversity Score (WDDS) as 

IDDS based on nine food groups (FAO, 2011). Using a combination of these two established scores, the 

survey administered questions to assess the extent of consumption of 14 diverse food categories across 

all the respondents, covering a time span of 7 days prior to the day of the survey. The food groups included 

were: vitamin A rich vegetables and tubers, cereals, milk and milk products, spices, condiments and 

beverages, white tubers and roots, eggs, oils and fats, dark green leafy vegetables, other vegetables, 

vitamin A rich fruits, other fruits, sweet, fish and other seafood, legumes, nuts and seeds, flesh meats and 

organ meats. Table 7 presents data for the food intake and consumption basket of the respondents’ 

households over a period of one week prior to the administration of the survey. As can be seen, while 

consumption remains high and almost similar between both male- and female- respondents in most of 

the food categories, there are discrepancies in some categories such as vitamin A rich fruits and other 

fruits, sweets, fish and seafood, legumes, nuts and seeds, and flesh meats between male and female 

consumption. These differences could be because most of these particular food items are rich sources of 

proteins and fats, and the prevalent notion in poorer households in Bangladesh is that males are to be 

given more nutritious food than females. 

 

Last Week's Food Intake - ONLY YES All % Male % Female % 

VITAMIN A RICH VEGETABLES AND TUBERS 100% 100% 100% 

CEREALS 99% 98% 100% 

MILK AND MILK PRODUCTS 99% 98% 100% 

SPICES,CONDIMENTS,BEVERAGES 99% 98% 100% 

WHITE ROOTS AND TUBERS 98% 98% 97% 

EGGS 98% 98% 97% 

OILS AND FATS 98% 100% 95% 

DARK GREEN LEAFY VEGETABLES 96% 98% 92% 

OTHER VEGETABLES 95% 97% 92% 

VITAMIN A RICH FRUITS 95% 100% 87% 

OTHER FRUITS 92% 98% 82% 

SWEETS 90% 95% 82% 

FISH AND SEAFOOD 89% 97% 76% 

LEGUMES, NUTSAND SEEDSS 79% 85% 68% 

FLESH MEATS 78% 87% 63% 

ORGAN MEAT 71% 68% 76% 

Table 7: Last week’s food intake of the respondents 

To calculate the mean dietary diversity scores, it is important to combine certain food groups in the 

questionnaire. The aggregated food groups are done so in a manner so as to ensure similar micronutrient 

https://www.omicsonline.org/open-access/dietary-diversity-feeding-practice-and-determinants-among-children-aged-623-months-in-kemba-woreda-southern-ethiopia-implication-for-public-health-intervention-2155-9600-S13-003.php?aid=57399
https://www.omicsonline.org/open-access/designer-milk--a-milk-of-intrinsic-health-benefit-a-review-2157-7110-1000426.php?aid=41036
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intake. Considering the food groups considered in the baseline survey questionnaire (refer Table 7 above), 

we have developed the following aggregated food groups:  

 

1. Vitamin A rich vegetables, tubers, white roots and tubers; Vitamin A rich fruits and other fruits 

2. Cereals, Milk and Milk products 

3. Eggs, oils and fats, legumes, nuts and seeds 

4. Meat and Meat products  

5. Fish and seafood    

6. Dark green leafy vegetables and other vegetables  

7. Spices, condiments, beverages, and sweets  

 

Table 8 below shows the calculated diversity scores for each aggregated food group across all the survey 

respondents. As per FAO guideline, our mean dietary diversity score is rounded off to 15 (maximum 16) 

which means that the household members consume food from almost 15 food groups out of 16 groups 

within one week. 

Aggregated Food Group Diversity Score 

Vitamin A rich vegetables, tubers, white roots and tubers; 

Vitamin A rich fruits and other fruits 

3.85 

Cereals, Milk and Milk products 1.99 

Eggs, oils and fats, legumes, nuts and seeds 2.72 

Meat and Meat products 1.49 

Fish and seafood    0.89 

Dark green leafy vegetables and other vegetables 1.91 

Spices, condiments, beverages, and sweets 1.9 

Combined / aggregated Diversity Score  14.75 

Table 8: Diversity Scores for consumption one week prior to the baseline survey 
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3.4 Awareness and Access to Financial Institutions and Products 
As the MEDA initiative aims to bring banking and 

financing solutions closer to the vulnerable last 

mile farmers, it is important to assess their levels 

of awareness regarding existing banking and 

financial institutions within their immediate 

geographical areas and extent of present 

engagement in the form of having 

bank/savings/deposit accounts.  

Figure 2 highlights the proportion of the 

respondents who are aware of banking 

institutions within their villages (76%)3, who 

have active bank accounts (59%)4 and those 

who have active savings / deposit accounts (68%)5. While both males and females are equally aware of 

banking institutions within their villages (76% for both), more males have active bank accounts (68% 

against only 45% females) and active savings / deposit accounts (76% versus 55% females). It is 

noteworthy that most bank account holders have recently opened their bank account as a part of MEDA 

initiative.  

3.5 Loan Incidence  
Out of the 100 respondents who participated in the survey, 67% claimed they have taken loans in the 

past, and out of this (n = 67), 39% are females (n = 26).  

Responses 

on Loan 

Incidence 

Number of 

Respondents 

Percentage 

of the 

Respondents 

Number of 

Male  

Respondents 

Percentage of 

Male 

Respondents 

Number of 

Female 

Respondents  

Percentage of 

Female  

Respondents 

Yes 67 67% 41 66% 26 68% 

No 33 33% 21 34% 12 32% 

Total 100 100% 62 100% 38 100% 

Table 9: Status of availing loan of the respondents 

 

Available and accessible sources of loans for the respondents are mainly microfinance or loans from 

NGOS, banks, Mahajan or money lenders, samity, mortgage loans, and  

                                                           
3 These were the respondents who had ever heard of banking institutions within their community / village. 
4 Majority of these respondents had recently opened bank accounts, under the purview of the MEDA grassroots 
activities.   
5 These savings/deposit accounts are the monthly deposit scheme accounts that respondents opened to make 
regular savings, albeit of small amounts.  

76%

59%

68%

Awareness Bank Account Savings / Deposit
Accounts

Figure 2: Awareness of the respondents about financial institution 
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Table 10: Amount of Loan from various sources 

friends and neighbors. Tables 10 and 11, provide a glimpse of the amounts of loans taken from the various 

sources and the corresponding interest charged on the principal amounts.  

As can be seen in Table 10, if we look at the cumulative total of loans taken by all respondents, the highest 

proportion comes from microfinance or from NGOs, followed by banks and Mahajan/Samity/Mortgage 

loans. A very small portion of the cumulative loan is from relatives and neighbors.  

Corresponding to this, table 11 shows that the highest proportion of interest is paid to microfinance 

institutions/NGOS (35%), followed by Mahajan/Samity/mortgage (33%), and banks (31%). Loans availed 

from relatives and friends are not subjected to any additional interest payments. 

 

 

 

 

 

 

Table 11: Amount of interest paid for various sources 

 

Purpose of Taking Loans 
Majority (57%) of the respondents, who 

had ever availed loans (n = 67), used it for 

the purpose of investing in agriculture, 

followed by spending on personal 

expenses (31%), investing in livestock 

farming (19%), and investing in small 

personal business (13%) (Refer Figure 3).      

 

 

 

                                                                                                         Figure 3: Purpose of taking loans (respondents) 

 

Amount of Loan from Various 

Sources 

Amount in 

BDT  

Percentage of Total 

Loans Taken  

MF/NGO 161,379 43% 

Bank 97,583 26% 

Mohajan, samity, mortgage 91,700 25% 

Relative, neighbors 21,125 6% 

Avg. Cumulative Loan Amount 371,787 100% 

Amount of Interest for Various Sources Amount in 

BDT 

Percentage of Total 

Interest Amount Paid 

 MF/NGO 21,146 35% 

Mohajan, samity, mortgage 19,850 33% 

Bank 18,733 31% 

Relative, neighbors 0 0% 

Avg. Cumulative amount of interest 

paid 

59729 100% 

57%

31%

19%
13% 13%

Invest in
Agriculture

For personal
expenditures

Invest in
Livestock
farming

Invest in
small

personal
business

Others
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Barrier Faced while Availing Loans 
Of those who had ever taken loans (n = 67), only 12% (n = 8) mentioned they had ever faced any problems 

in availing the loans, and the problems cited most commonly were high & complex interest rates charged, 

followed by lack of required documents that needed to be provided to the loan giving institution. Table 

12 shows details of the problems faced while taking loans by the respondents; interestingly, the sole 

female respondent who stated she faced problem, mentioned ‘didn’t know where to go or seek loans’.  

Table 12: Barriers faced by respondents while availing loans 

Furthermore, of the 67 respondents who had ever taken loans, only 9% (n = 6) stated they had faced 

problems in repayment and the main issue was the high and complex interest rate charged on the 

principal amount. 

3.6 Interest, Willingness and Expectation on Financial Services 
To understand the demand and the need for the respondents to get better access to financial solutions, 

the survey posed questions to understand the interest and willingness of the respondents to avail loans 

facilitated through Krishi Utsho, associated expectations from such loans, and to what purpose the loans 

would be used. Awareness regarding insurance against loans to safeguard the interests of the respondents 

and their family members was also gauged along with the willingness to pay the additional premium for 

availing insurance.   

Expectation from Loan Availed from KU 
Eighty percent (80%) of the respondents 

stated that they are interested in availing 

loans from Krishi Utsho, and the main 

expectation from KU loans is low interest 

rates (95%, reference Figure 4). 

 

 

 

 

 

Barriers faced while availing loans  All # All % Male # Male % Female # Female % 

High, complex interest rates 3 38% 3 43% 0 0% 

Lack of required documents  3 38% 3 43% 0 0% 

Didn’t know where to go or seek 

loans 

1 13% 0 0% 1 100% 

Lack of guarantor 1 13% 1 14% 0 0% 

Unfavorable repayment terms and 

conditions 

1 13% 1 14% 0 0% 

Fear of too many charges (fees)  0 0% 0 0% 0 0% 

N =  8 
 

7 
 

1 
 

95%

35%

30%

25%

25%

24%

9%

0% 50% 100%

Low interest rate

Enough time to repay the…

Favorable T&C

No complex interest

On time loan (During…

Consideration of loss

Monitoring of loan’s …

Figure 4: Expectations from loans availed from KU 
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Purpose of Expected Loan from KU 
As can be seen from Figure 5, majority of the 

respondents stated that they would use the 

loans availed through Krishi Utsho for investing 

in agriculture (73%) and livestock farming (50%).  

                            

 

 

 

 
 

                                                                                                            Figure 5: Purpose of expected loan from KU 

 

Awareness and Interest towards Insurance 
In terms of awareness regarding insurance, 63% of the respondents were found to be aware and of them 

(n = 63), 71% are interested and willing to pay premium for availing insurance against the loans facilitated 

by Krishi Utsho. Of the 63 respondents who are aware of insurance, 76% knew about life insurance and 

of them (n = 48) 75% are willing to pay premium. Around 25% of the respondents who were aware of 

insurance (n = 63), were also aware of crop insurance, and of them (n = 16), 75% are willing to pay 

premiums to avail crop insurance against loans provided / facilitated by Krishi Utsho.  

 

Area of Awarness and Interest All # All % N  

Aware of Insurance  63 63% 100 

Interested to pay premium for insurance of KU Loan 45 71% 63 

Aware of Life Insurance  48 76% 63 

Interested to pay premium for life insurance of KU Loan 36 75% 48 

Aware of Crop Insurance  16 25% 63 

Interested to pay premium for crop insurance of KU Loan 12 75% 16 

Table 13: Awareness and interest towards insurance 

73%

50%

19% 15% 15%
8%
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3.7 Social Indicators (Perception) 
This subsection includes 

respondents’ opinions and 

perceptions regarding what 

probable changes would take place 

if vulnerable, small-scale female 

farmers had access to loans. 

Additionally, information was also 

captured on the locus of control of 

both male and female farmers. As 

can be seen from Figure 6, according 

to female respondents improved 

access to loans for female farmers 

will help in increasing their levels 

independence / self-reliance and 

mobility (both at 58%), followed by 

increases in social participation and 

decision making authority (both at 

34%).  Male respondents too have 

similar opinions, but they also stated 

that access to loans will not only make female farmers more independent but also more confident with 

increased mobility and improved productivity. This is an interesting finding that shows how male and 

female perceptions vary; while female respondents feel improved access to loans will benefit them on a 

more intrinsic and personal level, male respondents have linked independence with confidence and 

improvements in productivity, which are more external impact areas.   

3.8 Locus of Control 
To understand the LoC of the respondents covered in the baseline survey, perceptual attributions of the 

respondents have been captured in terms of: 

1. Use of agricultural technologies and innovations 

2. Awareness regarding what agricultural technologies and innovations are needed to improve 

production 

3. Access to buying necessary agricultural technologies and innovations to improve production 

4. Value perceptions in terms of willing to purchase agricultural technologies and innovations if it 

improves production 

5. Affordability of purchasing agricultural technologies and innovations  

6. Access to financial support and resources to purchase agricultural technologies and innovations 

7. Use of financial support/services to purchase agricultural technologies and innovations 

 

 

58% 58%

34% 34%

21%

16%

65%

48%

44%

37%

53%

44%

They will be
more

independent

Their
mobility will

increase

Their social
participation

will be
increased

They will
have role in

decision
making

They will be
more

confident

Productivity
will improve

Female Male

Figure 6: Impact of female farmers getting access to loans 
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Tables 14 and 15, present the Locus of Control ratings of the female and male respondents, respectively, 

covered in the baseline survey. 

Females 

N = 38 

 

Perceptual Statements 

Highly 

Disagree 

Disagree Neutral Agree Highly 

Agree 

Use  I use agricultural technologies and 

innovations 

5% 5% 26% 45% 18% 

Awareness I know what agricultural technologies 

and innovations I need to improve 

production 

0% 18% 34% 21% 26% 

Access I know where to buy agricultural 

technologies and innovations to improve 

production 

5% 16% 29% 21% 29% 

Value  I would purchase agricultural 

technologies and innovations if they 

improve my production/yield 

3% 5% 34% 34% 24% 

Affordability I can purchase agricultural technologies 

and innovations that I want 

3% 16% 32% 29% 21% 

Finance - 

Access 

I have access to financial support and 

resources to purchase agricultural 

technologies and innovations 

3% 13% 37% 18% 29% 

Finance - Use  I use financial support/services to 

purchase agricultural technologies and 

innovations 

11% 13% 29% 34% 13% 

Table 14: Locus of Control findings from the female respondents 

Males 

N = 62 

 

Perceptual Statements 

Highly 

Disagree 

Disagree Neutral  Agree Highly 

Agree 

Use  I use agricultural technologies and 

innovations 

6% 3% 8% 56% 26% 

Awareness I know what agricultural technologies 

and innovations I need to improve 

production 

3% 2% 15% 47% 34% 

Access I know where to buy agricultural 

technologies and innovations to 

improve production 

2% 5% 19% 48% 26% 

Value  I would purchase agricultural 

technologies and innovations if they 

improve my production/yield 

0% 3% 19% 45% 32% 

Affordability I can purchase agricultural technologies 

and innovations that I want 

2% 11% 19% 47% 21% 

Finance – 

Access 

I have access to financial support and 

resources to purchase agricultural 

technologies and innovations 

8% 10% 27% 42% 13% 
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Finance - Use  I use financial support/services to 

purchase agricultural technologies and 

innovations 

5% 11% 19% 45% 19% 

Table 15: Locus of Control findings from the male respondents  

Based on the above tables, to compare the LoC findings between male and female respondents, top-2- 

box-scores analysis6 has been done; results of which are presented in table 16. 
 

 

Perceptual Statements 

Top-2-Box 

Scores 

Females 

Top-2-Box 

Scores 

Males 

Use  I use agricultural technologies and innovations 63% 82% 

Awareness I know what agricultural technologies and 

innovations I need to improve production 

47% 81% 

Access I know where to buy agricultural technologies and 

innovations to improve production 

50% 74% 

Value  I would purchase agricultural technologies and 

innovations if they improve my production/yield 

58% 77% 

Affordability I can purchase agricultural technologies and 

innovations that I want 

50% 68% 

Finance – Access I have access to financial support and resources to 

purchase agricultural technologies and innovations 

47% 55% 

Finance - Use  I use financial support/services to purchase 

agricultural technologies and innovations 

47% 64% 

Table 16: Locus of Control (female vs male respondents) 

 

As can be seen from table 16 above, female respondents are lagging behind male respondents in all the 

dimensions of Locus of Control. This indicates that more needs to be done in order to create both 

awareness and motivate usage of agricultural technologies and innovations as well as improve the value 

perceptions of using these for improving productivity. In case of both access and usage of financial support 

/ services to purchase agricultural technologies and innovations, the top-2-box scores are comparatively 

lower for both male and female respondents.  

 

 

 

 

                                                           
6 This analysis takes the cumulative scores / ratings for the highly agree and agree responses for each data 
segment, and this is then used to make a comparative analysis of the findings.  
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Chapter 4: Qualitative Findings 
 

To supplement the quantitative data collected through the survey, six (6) focus group discussions, and 

two (2) in-depth interviews with Krishi Utsho franchisee shop owners were conducted. Additionally, two 

(2) key informants’ interviews with financial institution representatives were also undertaken to explore 

the working relationship between these institutions and Krishi Utsho and how these will benefit the 

vulnerable, smallholder famers in the last mile villages.  

4.1 Focus Group Discussions 
The FGDs were conducted with the farmers who purchased products and availed services from the Krishi 

Utsho shops. Of the 6 group discussions, 2 were comprised only of females, 3 only males and 1 was a 

mixed group.  3 FGDs were conducted in Jashore (one an all-male group, one all-female group and one 

mixed group). 2 group discussions were held in Shibganj (one male and one female group), and one male 

group discussion was conducted in Joypurhat.  

About the respondents 
The respondents for the FGD sessions were the farmers and community people who purchase agro-inputs 

and products from the Krishi Utsho franchisee shops located within their communities. The average size 

of the family of respondents ranged between 4 – 5 members in nuclear households and 6 – 10 members 

in joint family households. Dependents were mainly children and elderly people within the households 

and ranged on average from 3 – 5 people, depending on the nature of the family (nuclear vs joint). Average 

number of earning members per family was 2 – 3 people and the same number of individuals was the 

ones contributing to household income and expenditures. Average incomes varied widely amongst the 

respondents.  

In terms of occupational engagement, majority of the respondents were involved in cattle / livestock 

rearing, poultry, small business, and crop cultivation. Almost all the respondents stated that they have 

been engaged with their present line of work, since the very beginning and prefer to stick to this because 

of various reasons, some of the commonly stated ones being:  

- The occupation has been in the family for long, and is more like a family tradition. 

- Agriculture not only provides food for their immediate consumption but also for the cattle / 

livestock they rear.  

- It’s convenient and easy to do – especially considering low education levels of most of the 

respondents. 

- The females also mentioned that livestock rearing is something that they can do from within their 

homes along with their household chores, and does not require daily travel or commute to work, 

hence it’s very convenient and comfortable for them to do such work.  

- Most also mentioned that their current occupation was the highest paying one for them and that 

was a prime reason for continuing with it for so long.  

- This is the only option available to them in their locality.  

- This enables them to earn extra money that is then used in the household for meeting necessary 

expenses.  
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With respect to hardships and challenges faced while continuing with their work, most of the female 

respondents mentioned that as their work was mainly of a menial nature, as such it was very tiring and 

time consuming. Other problems faced were lack of water for irrigation during the dry season, various 

diseases that afflict cattle, or lack of funds / capital to invest in livelihood options.  

 

Engagement and Interaction with Krishi Utsho 
Majority of the respondents stated that they heard about Krishi Utsho from the KU franchisee shop 

owners in their areas. Handful of female respondents also mentioned courtyard meetings held in their 

communities by CARE / KU representatives. Quite a few respondents had also attended seminars / 

campaigns organized by Krishi Utsho in their areas. In terms of what they heard about KU that piqued 

their interest, most of the respondents mentioned the following:  

- Availability of all necessary agro-inputs and products, including livestock feed, at Krishi Utsho 

franchisee shops and from its representatives such as women entrepreneurs, subagents and shop 

assistants 

- To know about Various types of livestock diseases, their symptoms and how to treat them  

- Importance of vaccinating cattle against common cattle diseases  

- Importance of using good quality feed for livestock health and better productivity  

- Ways in which livestock productivity could be increased (milk production and reproduction of 

calves) 

- Smarter ways for fattening up cattle and livestock  

- Importance of using cattle mat in winter to ensure good health and prevention of diseases 

- Which grass and fodder to provide to cattle 

- Important tips and techniques for improved farming and crop cultivations through KU 24/7call 

center support 

- How to effectively manage their own small scale business (agriculture or livestock related) 

 

The various inputs and products that are purchased by majority of the respondents, are: vaccines for 

cattle, poultry and ducks; livestock feed; fertilizers; husk and straw for cattle; potato and grass seeds for 

cultivation; and also receive advice on livestock rearing, health and feeding, from time to time.  

When probed for specific reasons for which the respondents are motivated to purchase products and 

inputs from Krishi Utsho, the main reasons stated by majority respondents, are:  

- Agro products and inputs can be purchased on credit.  

- The KU shops are located close to their homes; this results in savings in both time and costs.  

- No additional carrying charges are incurred when they place orders for delivery with the shops or 

women entrepreneurs/subagents.  

- It is convenient for the farmer to purchase all necessary inputs and products from the same KU 

shop.  

- The trust and faith in the shopkeeper is an important factor for the respondents to continue buying 

products from one particular shop.  



27 
 

- The quality of the products was very good and the prices were reasonable7.  

- The shopkeepers also provide necessary advice and information related to livestock rearing and 

crop cultivation.  

 

Perceptions about KU Inputs and Products 
With respect to their perceptions and opinions regarding the agro inputs and products offered by Krishi 

Utsho, both in terms of pricing and quality, majority of the respondents had very positive opinions. Except 

for the members of the FGD held in Jashore, all the other respondents stated that the Krishi Utsho feed 

and products were comparatively lower and reasonably priced. All the respondents were also unanimous 

in their perception that the products and inputs were of the highest quality and claimed that the feed 

provided by Krishi Utsho has resulted in positive growth and development of their livestock. All of them 

experienced increased productivity (in terms of cow milk production, reproduction of calves and crop 

cultivation) after using the Krishi Utsho products and inputs. This was accompanied by subsequent 

increases in income as well as expenditure and savings levels. 

 

Direct Impact of Using Krishi Utsho Products 
The respondents were further asked if they had observed any changes in their situation, lives or standard 

of living that they would like to attribute directly to Krishi Utsho. For this, respondents replied in the 

affirmative and claimed that they had experienced a number of changes as a direct result of using Krishi 

Utsho products.  

- Using the feed, has led to healthier and fatter livestock, especially cattle; which in turn has led to 

significant increase in milk production as well as reproduction of calves.  

- Agro inputs and products such as Krishi Utsho seeds, fertilizers, tiller – all have led to better yields 

of crops and cultivations.  

- Vaccines for cattle and other livestock have resulted in fewer outbreaks of diseases and better 

containment of afflictions. 

All of the above, have individually and cumulatively resulted in better earnings, marked increase in income 

levels, thereby resulting in more expenditure and greater savings and investment for the respondents – 

all resulting in a better, improved standard of living. When probed for areas in which expenditure has 

increased, the respondents’ mentioned: 

- Necessary household expenditures 

- Greater spending on children’s education 

- Wealth acquisition in the form of land purchases 

- Cattle purchases which have led to increased earnings 

- Investing in livelihood options to expand business / profits  

- Greater savings for old age and future 

 

                                                           
7 Only the respondents in Kalai, Joypurhat were of the opinion that the price of the feed supplied by KU was too 
high compared to other feed found in the market.  
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Banking and Insurance Services 
Majority of the respondents have visited banks in the past and the most common purpose of visit(s) were: 

1. For cash transactions – withdrawal or deposit of money. 

2. To receive remittances from abroad.  

3. To avail loans.  

4. For opening deposit accounts for savings.  

5. To pay utilities’ bills.   

In terms of experiences, they have all had positive encounters and most respondents faced no difficulties 

whatsoever. A handful complained of long waiting queues in case of too many customers in the bank.     

Less than half of the respondents claimed to have availed insurance services, and in most of the cases, 

they had signed up for life insurance. Only one respondent mentioned home insurance. All those who had 

interacted with insurance companies rated their experiences as positive and said that they haven’t faced 

any problems yet.  

 

Loans 
Majority of the respondents stated to have availed loans in the past; mainly for investment in livelihood 

options such as agriculture, business, cattle or livestock purchase and / or for wealth acquisition in terms 

of land purchase or lease. A handful also took loans for meet family expenditures such as marrying off a 

daughter or for their children’s education. The most common sources of these loans were banks (Grameen 

Bank, BRAC Bank, Agrani Bank, Krishi Bank), followed by NGOs / microfinance; only a few respondents 

mentioned taking loans from their relatives. In terms of conditions under which loan was provided as well 

as interest charged, the answers were largely variable and varied from person to person. In most of the 

cases, the respondents mentioned a fixed sum of money (containing both principal and interest) to be 

paid either weekly or monthly to the lending agency / person, with the number of installments to be paid 

fixed at the onset. The respondents also claimed that they did not face any problems while availing these 

loans.  

With respect to repayment, most of the respondents were at different stages of repayment, while some 

had fully paid off their loans. Some of the problems faced by a handful of respondents while repaying back 

the loans are: 

1. Insufficiency of funds in case of a bad crop season or low sales of agricultural crops.  

2. Problems in paying regular installment on a weekly / monthly. This is so because the income from 

agriculture or livestock sales is seasonal in nature and not on monthly basis like salaried 

individuals.  

Krishi Utsho facilitated loans 
Majority of the respondents were interested and willing to take loans from Krishi Utsho, but stated that 

they would do so only if the interest rates were very low (1% – 4%) and the repayment terms were friendly 

and considerate, in line with their specific occupation and its returns. These loans would be used for 

investments in agriculture, small business, cattle purchase, land lease or purchase, and other livelihood 
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options. The respondents were unanimous in their opinions that the loans would facilitate investments, 

which would result in greater productivity and more earnings and profits. The enhanced income would 

result in improved standards of living, better access to education for children, and a secured future.  

The respondents were also found to be aware of the risks associated with taking loans and as such 

majority expressed interest in availing insurance against the KU loans, as a protection against unforeseen 

circumstances or situations. While majority were interested in availing the insurance, a handful did 

express some concerns about insurance companies (such as they had heard that insurance companies do 

not fulfill claims easily or conveniently).   

 

4.2 In-depth Interviews 
In-depth interviews were conducted with two KU franchisee shop owners who have been involved with 

KU for quite some time now. This section highlights the key discussion points that were covered in the 

interview sessions. 

About the respondents 
Both the respondents live with their families (which comprises of their spouse and children). In their 

shops, along with KU products and inputs they also sell other grocery items and products needed for day-

to-day use. Products mainly available in their shops include livestock / cattle / poultry feed, cattle mats, 

straw and husks, cooking oil, and other grocery items. On average the respondents stated they sold 

around 15 – 20 sacks of feed per month. In addition to selling products, both respondents also mentioned 

providing relevant information (such as appropriate feed to give to cattle, how to identify symptoms of 

different cattle diseases and prevent cattle and livestock diseases through vaccinations) as and when 

needed to their customers. Most profitable product according to both of them is the cattle feed – as this 

product is in high demand in their area and also they get an attractive commission per bag sold. Their 

main customers are the farmers; and they source the KU products directly by contacting CARE / KU local 

representatives.  

Journey with KU 
Both the respondents started their journey with Krishi Utsho through interaction with CARE / KU local 

representatives (1 – 2 years back). As businessmen, both the respondents were interested and excited by 

the prospects of increased business and more profits by becoming KU franchisees.   

Both had to submit copies of National ID documents, sign an application form and provide a passport size 

photograph for formally signing up. The local CARE / KU representative provided them with all the 

necessary information to start selling the feed and they also receive in-shop visits and monitoring from 

time to time.  

With respect to trainings, seminars, and campaigns organized by KU, both stated they have attended 

these; wherein matters related to proper cattle feed and its advantages as well as how to conduct business 

properly and handle customers were discussed. This information helped them to carry out their business 

and sell the feed more effectively to their customers.  
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Impact of KU  
In terms of direct impact of being associated with KU in their lives, both the KU franchisee shop owners 

responded affirmatively and said their earnings and income have substantially increased – as both their 

customer base and sales have increased. This has directly resulted in improved standard of living and more 

disposable income to spend on their children’s education. While both the respondents’ wives are 

housewives and do not assist them in their business, there are some decisions pertaining to household 

matters on which they consult their spouses for advice.  As a result of the seminars and campaigns 

arranged by KU, the respondents feel more confident and well-informed about the products they are 

selling and in turn are able to help their customers (farmers) by providing the right advice. Also there has 

been significant reduction in the time and distance required to travel to purchase the inventory for their 

shops – as KU franchisee shops, all they need to do is inform the KU representative about the amount of 

product needed and it gets delivered to them within a few days (they do have to pay for the transportation 

costs).  

Both respondents are affirmative in that they want to continue their association with Krishi Utsho as a 

franchisee shop in the future, as through this they have been able to expand their business and their 

earnings.  

In terms of impact on earnings, as both respondents already had shops, the comparison was between 

what they earned then vis-à-vis what they earn now as KU franchisee shops. In the case of both the 

respondents, income has increased almost double and they are now also able to save some money (which 

was not possible earlier) and have also invested in land. They also now receive more respect from 

community members as they are considered knowledgeable and financially stable, and they also feel 

confident and good that they are able to contribute back to society and help others.    

With respect to whether KU has had any impact on the last mile smallholder farmers, both respondents 

stated that there have been several positive impacts as the farmers now have access not only to improved 

farming products and inputs, but are also more informed and educated about improved farming 

techniques, which has increased their productivity and consequently led to higher earnings and improved 

standard of living.   

4.3 Key Informants’ Interviews 
Two key informants’ interviews were conducted with representatives from the insurance company and 

banking partners of MEDA (KU), to explore their perspectives on their association with KU and what 

impact it has been having on the farmers and others in the community. 

1. Green Delta Insurance Company: Mr.Ali Tareque Parvez (Deputy Senior Vice President), and Mr. 

Maruf Hossain (Assistant Vice President). 

2. Bank Asia Ltd: Ms.Rumana Akhter Tulee (First Assistant Vice President), and Mr. Maruf Hossain 

(Relationship Officer). 
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Green Delta Insurance  
According to Mr. Maruf Hossain, the nature of Green Delta’s association with Krishi Utsho is such that, 

under the nontraditional initiative (MEDA), KU will provide loans to around 400 farmer beneficiaries. 

However, these beneficiaries will not be securing the loans with any collateral. As such, to avert 

consequences of unforeseen situations such as damaged crops or low yield, which would render the loan 

takers as defaulters – KU and Green Delta insurance have collaborated to introduce crop insurance against 

these loans. As such, in case of unforeseen situations, such as crop damage or poor yields, the loans taken 

by the farmers will not default, rather the insurance will cover the loan payments. Green Delta Insurance 

will determine and pre-set certain criteria when the insurance claims will come into effect, in discussion 

with KU officials.  

 

Elaborating on the entire process, Mr. Maruf stated that there would be rigorous data collection on crop 

farming and the various potential risks at different stages of crop production will be identified and 

assessed. Farmers willing to sign up for crop insurance will have to pay a premium fee at the beginning of 

the cultivation season. The premium amount to be paid will be determined on the basis of a number of 

factors, such as area of land used for farming, types of crops being cultivated and the location of the 

agricultural land. In case of any adverse weather situations, such as excessive rain fall or storms or any 

other natural disasters, Green Delta Insurance will pay out claims to cover the losses incurred and suffered 

by the farmers. In case, there is no damage or destruction of crops, there will be pay out to the farmers.In 

terms of eligibility to sign up for insurance, Mr.Ali Tareque Parvez mentioned that Green Delta Insurance 

has no active role in farmer selection; rather they will extend the insurance to those proposed by a third 

party such as CARE Bangladesh, acting as the distribution partner.   

 

Both of them also strongly believe that this was a much needed initiative for farmers as this will not only 

help mitigate their risks and losses in case of adverse situations, but also put their minds at ease and help 

them tide over a precarious situation.  

 

Though there were plans to work with CARE earlier on another project, things didn’t work out. As such, 

this is the first time collaboration is being made between CARE and Green Delta Insurance and both are 

hopeful that it will be a successful initiative by bringing about positive changes in the lives of the 

vulnerable farmers. They personally feel that such an initiative was much needed and is a unique 

proposition to help the vulnerable farmers in a long lasting and sustainable manner.   

 

 

Bank Asia Ltd.  
Ms. Rumana Akhter Tulee stated that Bank Asia has already worked earlier with CARE Bangladesh on a 

project called A-Card. As such they already have experiencing working with CARE and as such are looking 

forward to working on MEDA. According to her, the contract delineating responsibilities, tasks, and 

modality has just been recently signed for implementation of MEDA. In this regard Bank personnel have 

already made field visits to Bogura and Jashore – the two areas where MEDA is being piloted.  
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Ms. Rumana also mentioned that it is often difficult for commercial banks to reach vulnerable or last mile 

farmers; as such MEDA seems to be the perfect solution that facilitates Bank Asia’s goals to become 

accessible to vulnerable farmers. Through this project, the Bank will try to educate the farmers about 

financial and banking issues; also making them aware of the differences and benefits of transacting with 

banks compared to moneylenders or MFIs and NGOs. It is targeted that through MEDA around 400 

farmers will sign for active banking accounts and of them, 200 eligible farmers (including at least 40% 

female farmers) will be provided with loans. CARE Bangladesh is coordinating the whole process under its 

Krishi Utsho project.  

Krishi Utsho will be at the center of the whole process. The Krishi Utsho franchisee shops will be the 

banking agents and through them the loans will be disbursed. CARE Bangladesh / KU will propose a list of 

farmers who are considered to be eligible for agricultural loans, and Bank Asia will then run their own 

verification and credit analysis and based on these, select farmers who have qualified for the agricultural 

loans. These farmers will then be provided the necessary trainings for awareness creation, and 

information, and then the loans will be disbursed. CARE Bangladesh will be the guarantor of these loans 

and in case of any payment defaults, the issue will be resolved through discussion with CARE / KU.  

According to Mr. Rumana, the MEDA initiative is a much needed and timely initiative. With lack of 

knowledge of proper banking or access to financial solutions, the farmers often take loans from the local 

moneylenders (also known as Mahajans) or MFIs. They then have to repay these loans at significantly high 

interests and often at weekly / monthly intervals which is not only inconvenient for them, but also creates 

a huge financial burden for the farmers. However, under MEDA the first step for the pre-selected eligible 

farmers will be to open a bank account with Bank Asia and become a customer who can do normal banking 

transactions and also avail other facilities and privileges offered by a formal financial institution. Then 

based on their need, they can apply for demand loans from Bank Asia at an interest rate of 9.5%. The 

farmers will be given flexibility in repayment options and can repay after 6 months or so, through one 

single installment (principal + interest), during their harvesting season. This will make things easier for 

them and mitigate potential for loan defaulting. In fact, Mr. Maruf believes that through this initiative, 

progress will be made towards a broader goal of achieving the SDG goal of financial inclusion.    

Both of them consider Krishi Utsho a successful and effective initiative; because it is working dedicatedly 

to build skills and develop capacity of the last mile farmers, who otherwise would not have access to 

modern innovation and technology. Through MEDA it is also bringing modern financial services to these 

vulnerable farmers, who otherwise would never be involved in or know the benefits of formal banking 

systems.   
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Chapter 5: Conclusions & Recommendations 
 

This chapter recaps the major findings of the baseline survey and based on this provides 

recommendations that can be adopted for implementation to ensure that the project objectives and 

intended outcomes and impacts are achieved.  

 

5.1 Summary Findings and Conclusion 
 

Economic Indicators 
In the survey, majority of the respondents were found to be involved in agriculture (76%), followed by 

livestock farming (65%). The average household monthly income was highest for those who were involved 

in small business (earnings amounting to 27% of the average cumulative HH income of all respondents)), 

followed by crops cultivation (25%), and fisheries (14%).  As expected, highest average monthly HH 

expenditure is for food purchases (45%), followed by expenses for communication (16%) and children’s 

education (12%). While average HH savings per month capped at BDT 11,536/-, land purchase (44%), and 

home renovation / constructions (24%) were the two major areas of investment expenditure of previous 

years’ savings. Around 14% of the average cumulative investment expenditure of previous years’ savings 

was for investment in livelihood options.  

In terms of Dietary Diversity Score, average mean DDS is 15, which implies that respondents consume at 

least 15 of the 16 food groups used for the analysis.  

Seventy six percent (76%)of the survey respondents were aware of banks in their areas, with 59% having 

active bank accounts and 68% having active deposit accounts. It was also found that more males 

compared to females had bank accounts and deposit accounts. Sixty seven (67%) percent of the 

respondents have also taken loans in the past, out of which (n = 67) 39% were females. Most of the 

respondents had taken loans from MFI/NGOS, banks, and local money lenders called Mahajans. Highest 

interest amounts were paid to the MFI/NGOS (35% of average cumulative amount of interest paid) and 

Mahajans / Somity/Mortgage (33%). Majority (57%) of those who had availed loans (n = 67) used it for 

investing in agriculture. Only 12% of those who had availed loans (n = 67) stated to have ever faced any 

problems and most of these problems were due to the high and complex interest rates charged by the 

lending institution and inability to provide all relevant documents required to avail loans. The lone female 

respondent who claimed she had faced problems in availing loans stated that she ‘didn’t know where to 

go or seek loans’.  

In terms of willingness and interest to avail loans provided / facilitated by Krishi Utsho, 80% of respondents 

responded affirmatively and of them (n = 80) 95% expected the interest rates charged to be comparatively 

lower and reasonable. 35% also stated that they expect the KU loans would provide favorable and 

convenient repayment schedule. 73% of those who expressed interest to avail KU loans (n = 80) wanted 

to invest in agriculture and 50% wanted to invest in livestock farming.  
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Sixty three (63%) percent of the respondents were aware of insurance and of them (n = 63), 71% were 

willing to pay premium for availing insurance against the KU loans. Of those who were aware of insurance 

(n = 63), 76% were aware of life insurance and of them 75% were willing to pay premium to avail life 

insurance. A further 25% respondents of those who were aware of insurance (n = 63) also were aware of 

crop insurance and 75% of them (n = 16) were willing to pay premium to avail crop insurance.   

 

Social Indicators 
In response to questions asked to assess the perceptions of respondents regarding how improved access 

to loans would impact female farmers, both male and female respondents agreed that there would be 

positive results. Female respondents strongly opined that access to loans would enable the female 

farmers to become more independent and self-reliant (58%), increase their mobility (58%), with 

subsequent increases in social participation (34%) and decision making authority (34%). Male respondents 

too believed that improved access to loans would make female farmers more independent (65%), 

confident (53%), increase their mobility (48%), and improve their productivity (44%). Interestingly, while 

female respondents’ perceptions of positive impacts are more intrinsic in nature, male respondents 

perceive more extrinsic benefits.  

The locus of control ratings show that compared to females, males have higher scores across all the 

parameters of usage and access – in terms of both agricultural technologies & innovation as well as 

finance. However, compared to all other parameters determining LoC, the usage and access to finance 

receives lower scores for all respondents. This clearly shows that there is a great opportunity for MEDA – 

through its intended plans to provide non-traditional financing plans for vulnerable farmers with special 

focus on women farmers–as access and usage are important areas where steps can be taken for further 

improvement.  

 

Qualitative Findings  
In the FGD sessions, majority of the respondents were found to be involved in either livestock farming or 

agriculture or a combination of both. Furthermore, their current work was part of a family tradition that 

has been carried over from generations and also because this seems to be the most viable and profitable 

option for income generation for them.  

The respondents were found to be largely satisfied with the quality and pricing of the KU products and 

inputs and preferred to shop at the KU franchisee shops because of a combination of the following 

reasons: credit purchase facilities; proximity of the KU franchisee shops near to their homes thereby 

saving both travel time and costs convenience of buying all necessary inputs from one place; and the trust 

in the KU franchisee owner due to his knowledge and association with Krishi Utsho.   

All the respondents unanimously stated that as a result of using KU products and inputs they had 

experienced increases in productivity, which in turn led to increase in income, expenditure and savings.  

While most respondents had visited banks in their immediate community (for cash transactions, to receive 

remittances from abroad, for savings or to avail loans), less than half of the respondents across all the 

groups had ever availed insurance facilities and those who did mentioned having availed life insurance. 
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Majority of the respondents were willing to avail loans provided / facilitated by KU and also pay a premium 

for insurance against such loans, and in terms of expectations from KU loans mentioned lower interest 

rates as well as flexible and convenient repayment options linked to their seasonal yields / production.  

In conclusion, we can say that the above information and data will form the basis of the baseline data 

which will help in future periodic assessments of the project after implementation, to compare and see in 

which areas MEDA has had an impact and also identify future improvement areas and sectors.  

 

5.2 Recommendations 
Based on the overall findings of the baseline survey and the qualitative discussions, some of the relevant 

recommendations that would ensure better implementation of the MEDA project and effective 

achievement of the intended outputs and outcomes, are as follows:  

1. Creating awareness amongst the target beneficiaries regarding the importance of and benefits of 

insurance, especially crop insurance. This could be done through various KU seminars and 

campaigns that are held in the intervention areas from time to time.  

2. As can be seen from the data, female farmers have lesser accessibility and much lower awareness 

of banks and financial institutions or options available, compared to males. This is evident also in 

the LoC ratings where they again score comparatively lower for both usage and access to finance. 

As such, it is recommended that efforts should be taken to create greater awareness of financial 

avenues as well as options available to women. Incorporating a mandatory number of women 

beneficiaries to be a part of MEDA once it is implemented across the KU working areas. 

3. Implementation wise, it is recommended that the loan repayment schedules are designed in a 

manner that takes into account the cyclical or seasonal nature of earnings of the target 

beneficiaries. This is so because paying weekly or monthly installments can pose a barrier to this 

segment as their yields or production periods are often longer. Linking repayment terms with 

production cycles will minimize delays in installment payments, mitigate non-performing credits 

for the smallholder shop owners, as well as result in farmers having better control over their 

financial management and focus in a stress free manner on the income generating activities in 

which they are involved.   

4. The interest rates for the loans provided through KU should have lower interest rates than what’s 

being charged by the other players in the market such as banks, MFI, NGOs. This will ensure more 

interest among the famers in availing the KU loans, through which they can improve their earnings 

by investing in agriculture or other IGAs.  

 
 



36 
 

Annexures 
Annex 1: Quantitative questionnaire 

Annex 1.1 : Survery question of MEDA 
 

E2E Research & Consultancy 

Web: www.e2e-research.com 

Gender Male 1 Female 2 

Name of 

Respondent 
 

Address in 

Full 
 

---------------------------------- 

Signature of Interviewer 

 

Q.1. Age __________         Years 

Q.2. Education 

 

(No school) 0 

(1-9)  

(SSC/ Equivalent) 10 

(HSC/ Equivalent) 12 

(Honors/ Equivalent) 15 

(Masters/Equivalent) 16 

Q.3. Marital Status 

(Married) 1 

(Unmarried) 2 

(Widow) 3 

(Divorcee) 

 
4 

Household Information 

Q.4. Household Head  (Yes) 1 

(No) 2 

http://www.e2e-research.com/
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Q.5. Family Size  __________     persons 

 __________Adults___________ Children  

 

Q.6. Of them, how many are males 

and how many are females 

Adults Children 

Male Female Boy Girl 

    

Q.7. Number of Earning Members   

__________       persons 

__________  males__________   females 

 

 

Q.1. Please mention your Household Income in BDT across different sectors. Please mention income for 

last month.  

Sub-sector 
 

Last month 

Beef fattening and dairy  

Poultry  

Crops  

Fisheries  

Laborers  

Business  

Richshaw/van pulling  

Handicrafts  

Others(Specify) 
 

 

Q.2. What is your monthly household / Family Expenditure in BDT? Please mention for previous month 

Head Last month 

Food  

Cloths  

Education  

Health care  

Communication  

Household renovation/fixing  

Others (specify)  

 

Q. 3. Please tell us about your monthly savings (Additional amount of money left over after covering all 

the expenditures in a month): Please state the amount in BDT 
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______________________ 

Q.4. Please tell us on what did you use your savings in the last one year?  

Head Amount in BDT 

Land purchase  

House construction/renovation  

Investment in livelihood options  

Incash (either in hand/institute)   

Others(Specify) 
 

 

 

Nutritional Status 

Q. 5. We now need some information on your food intake from last week.  

Note: Take information from last week food intake 

SL  Food Group Examples Yes No 

1 CEREALS corn/maize, rice, wheat, sorghum, or any 
other grains or foods made from these (e.g. 
bread, noodles, or other grain products) + 
insert local foods  

1 2 

2 WHITE ROOTS AND TUBERS  white potatoes, white yam, white cassava, 
or other foods made from roots  

1 2 

3 VITAMIN A RICH VEGETABLES AND 
TUBERS  

pumpkin, carrot, squash, or sweet potato 
that are orange inside + other locally 
available vitamin A rich vegetable (e.g. 
red sweet pepper) 

1 2 

4 DARK GREEN LEAFY 
VEGETABLES  
 

dark green leafy vegetables, including wild 
forms + locally available vitamin A rich 
leaf such as amaranth, cassava 
leaves, kale, spinach  

1 2 

5 OTHER VEGETABLES other vegetables (e.g. tomato, onion, 
eggplant) + other locally available 
vegetables  

1 2 

6 VITAMIN A RICH FRUITS  ripe mango, cantaloupe, apricot (fresh 
ordried), ripe papaya, dried peach, and 
100%fruit juice made from these + other 
locally available vitamin A rich fruits  

1 2 

7 OTHER FRUITS other fruits, including wild fruits 
and 100% fruit juice made from these  

1 2 

8 ORGAN MEAT liver, kidney, heart or other organ meats 
orblood-based foods 

1 2 

9 FLESH MEATS beef, lamb, goat, rabbit, game,chicken, 
duck, other birds, insects  

1 2 
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10 EGGS eggs from chicken, duck, guinea fowl or any 
other egg 

1 2 

11 FISH AND SEAFOOD fresh or dried fish or shellfish 1 2 

12 LEGUMES, NUTSAND SEEDS dried beans, dried peas, lentils, nuts, seeds 
or foods made from these (eg. hummus, 
peanut butter 

1 2 

13 MILK AND MILKPRODUCTS milk, yogurt or other milk products 1 2 

14 OILS AND FATS oil, fats or butter added to food or used for 
cooking 

1 2 

15 SWEETS sugar, honey, sweetened juice drinks, sugary 
foods such as chocolates, and cakes 

1 2 

16 SPICES,CONDIMENTS,BEVERAGES spices (black pepper, salt), condiments 
(soy sauce), coffee, tea, beverages 
 

1 2 

Access to Financial Institutions & Services 

SINGLE CODED RESPONSES ONLY 

 Yes No 

Q. 6. Are you aware of Banks / 
Financial Institutions within 
your area? 
 

  

 

SINGLE CODED RESPONSES ONLY 

 Yes No 

Q. 7. Do you have a bank 
account?  

  

 

SINGLE CODED RESPONSES ONLY 

 Yes No 

Q. 8. Do you have any 
savings/deposit plans with a 
bank?  
 

  

 

SINGLE CODED RESPONSES ONLY 

 Yes No 

Q. 9. Have you or your family 
members ever taken any Loan? 

If yes, then go to Q.9a 
Else go to Q.10 
 

 

 

Q.9a.What was the source of your loan? And what is the interest amount that you have to pay? 
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Interviewer: Please note interest amount, on monthly basis. 

 

Source of loan Amount in BDT 

 Loan 
Amount 

Interest 
Amount 

Relative, neighbors etc.    

Mohajan, samity, mortgage etc.   

MF/NGO   

Bank    

Others (specify)   

 

Q.9b. For what purpose did you take the loan?  

Note to Interviewer: Please note if they mention other expected benefits. 

 

Head Codes 

Invest in Agriculture 1 

Invest in Aquaculture 2 

Invest in Livestock farming  3 

Invest in small personal business 4 

Invest in child’s education 5 

Repay previous loans 6 

Use for housing renovation 7 

Spend on healthcare  

Purchase property or land  

Others (specify)  

 

SINGLE CODED RESPONSES ONLY 

 Yes No 

Q.9c. Did/do you face any 
difficulty in repaying your loan? 
 

If yes, then go to Q.9d. 
Else go to Q.9e 
 

 

 

Q.9d. What is the difficulty you are facing in repaying back the loan? 

Interviewer: Please note if they mention other difficulty. 

 

Head Code 

Interest rate is too high 1 

There is complex interest 2 
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There is unfavorable T&C 3 

Repayment time is not enough 4 

No consideration of loss of crops / livestock / business / aquaculture 5 

There are hidden charges 6 

Others (specify) 7 

 

SINGLE CODED RESPONSES ONLY 

 Yes No 

Q.9e. Would you be interested 
in availing loans from KU? 

If yes, then go to Q.9f. 
Else go to Q.10 

 

 

Q.9f. For what purposes, do you intend to use the loans that you could avail through KU?  

Note to Interviewer: Please note if they mention other expected benefits. 

 

Head Codes 

Invest in Agriculture 1 

Invest in Aquaculture 2 

Invest in Livestock farming  3 

Invest in small personal business 4 

Invest in child’s education 5 

Repay previous loans 6 

Use for housing renovation 7 

Spend on healthcare  

Purchase property or land  

Others (specify)  

 

Q.9g. What are your expectations from loans that you can avail under KU? 

Note to Interviewer: Please note if they mention other expected benefits. 

 

Head Codes 

Low interest rate  1 

No complex interest 2 

Favorable T&C 3 

Enough time to repay the loan 4 

Consideration of loss 5 

On time loan (During harvesting season) 6 

Monitoring of loan’s performance 7 

Others (specify)  
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SINGLE CODED RESPONSES ONLY 

 Yes No 

Q.10. Have you ever faced any 
challenges or barriers to avail 
loan? 
 

If yes, then go to Q.10a. 
Else go to Q.11 
 

 

 

Q.10a. What problems / difficulties / challenges did you face when you tried to avail loans in the past? 

Note to Interviewer: Please note if respondent mentions anything else  

Head Codes 

Lack of collateral security 1 

Didn’t know where to go or seek loans 2 

High, complex interest rates 3 

Lack of required documents  4 

Lack of guarantor 5 

Not in time for the farming season 6 

Unfavorable repayment terms and conditions 7 

Fear of too many charges (fees)  

Others (specify)  

 

SINGLE CODED RESPONSES ONLY 

 Yes No 

Q. 11. Are you aware of 
Insurance?  
 

If yes, then go to Q.11a. 
Else go to Q.13 
 

 

 

SINGLE CODED RESPONSES ONLY 

 Yes No 

Q. 11a. Are you aware of Life 
Insurance?  
 

 
 

 

 

 

SINGLE CODED RESPONSES ONLY 

 Yes No 

Q. 11b. Are you aware of 
Crop/livestock/aquaculture 
protection Insurance?  
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SINGLE CODED RESPONSES ONLY 

 Yes No 

Q. 12. Would you be interested 
in paying a premium to avail 
insurance against the loan that 
you would get under KU? 

If yes, then go to Q.12a. 
Else go to Q.13 
 

 

 

SINGLE CODED RESPONSES ONLY 

 Yes No 

Q. 12a. Would you be interested 
in paying a premium to avail life 
insurance against the loan that 
you would get under KU? 

  

 

SINGLE CODED RESPONSES ONLY 

 Yes No 

Q. 12a. Would you be interested 
in paying a premium to avail 
crop/lifestock/aquaculture 
protection insurance against the 
loan that you would get under 
KU? 

  

 

.Q 3  .If female farmers in this community get access to loans, what changes will take place? 

Note to Interviewer: Please note if respondent mentions anything else  

Head Codes 
They will be more independent 1 
They will have role in decision making 2 
Their mobility will increase 3 
Their social participation will be increased 4 
They will be more confident 5 
Productivity will improve 6 
Others (please specify) 7 
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Locus of Control 

Q.14. Now, we are going to read out some statements to you. Based on whether you agree or disagree 
with these, please respond by using a 5-point scale, where 1 indicates ‘highly disagree’ and 5 indicates 
‘highly agree’. 

SHOWCARDS WILL BE USED  

Statement Responses 
 

I use agricultural technologies and innovations     

I know what agricultural technologies and 
innovations I need to improve production 

  
  

I know where to buy agricultural technologies and 
innovations to improve production 

  
  

I would purchase agricultural technologies and 
innovations if they improve my production/yield 

  
  

I can purchase agricultural technologies and 
innovations that I want 

  
  

I have access to financial support and resources to 
purchase agricultural technologies and innovations 

  
  

I use financial support/services to purchase 
agricultural technologies and innovations 
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Annex 2: FGD guidelines 
Annex 2.1: Focus group discussion guide for male farmers 

Focus Group Discussions – Male Farmers 
 

Salam. I am ________________ and I’m here today on behalf of E2E which is a research agency that 

undertakes research assignments for clients and various stakeholders, to help understand the 

effectiveness of project interventions as well as recommend strategies for the future and way forward. 

Please note that we are here today to know about you, your work and your present situation. There are 

no right or wrong answers. We are here today to have a friendly chat with you and we assure you that 

the information / opinions shared by you will ONLY be used strictly for internal research purposes. 

 

1. Please tell us about yourself – where do you live, how many members are there in your family, 

what do you do for a living, how many of your family members earn and contribute to the family, 

how many family members depend on you, and so on.  

 

2. For how long have you been in this profession of agricultural/livestock/aquaculture farming? 

What made you choose this as your main source of income generation?  

 

3. Are there any challenges or problems that you face in your day-to-day work? What are they? How 

do you face or tackle these problems? 

 

4. How did you come to know about Krishi Utsho? From whom / which source? 
 

a. What did you come to know?  

b. Did you attend any seminars or campaigns? If yes, please tell us a little about them?  

c. What was discussed – what new knowledge / information did you get from it and so on? 

 

5. What are the current services and products that you avail from KU franchisee shops/women 

entrepreneurs?  

a. Why do you prefer buying these from the KU franchisee shops/women entrepreneurs? 

Please tell us your reasons for doing so.  

 

6. What benefits do you get by being able to purchase agricultural/livestock/aquaculture inputs and 

products from the KU franchisee shops (or women entrepreneurs in case of DAP)? Interviewer to 

probe for details on the: 

a. Perception of pricing  

b. Perception of quality of products and services,  

c. whether the distance travelled to purchase inputs and products has reduced or not,  

d. if they receive updated information on products and technology and so on.  
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7. Do you think that purchasing agricultural/livestock/aquaculture inputs and products/services 

from the KU franchisee shops/women entrepreneurs – has had any positive effect on your 

productivity? 

a. Has your income level / earnings increased? 

b. If income levels have increased, what have you done or plan to do with the increased 

earnings?   

c. What plans do you have for savings and investment? 

 

8. Have you ever visited a bank? If yes,  

a. For what purpose? Interviewer to probe and see purpose of visit, whether it was to open 

a bank account or deposit money or receive money or undertake any other financial 

transaction.  

b. What was the experience? 

c. Did you face any difficulties or challenges while interacting with the bank? 

 

9. Have you ever availed any insurance service? If yes,  

a. For what purpose? Probe to see if this was life insurance, or crop insurance, or something 

else 

b. What was the experience? 

c. Did you face any difficulties or challenges while interacting with the insurance company? 

 

10. Have you ever availed any loans? If yes, please tell us: 

a. For what purpose did you take this loan? Interviewer to probe and see if the loan was 

taken for using in business or farming or for work purpose. Discussion should be focused 

on taking loans for expanding or investing in income generating activities.  

b. From whom did you take this loan? 

c. What were the repayment terms and conditions? 

d. How long ago did you take this loan and what is the current status? Interviewer to probe 

and see if the loan has been repaid or not, and if repayment has started, then to what 

extent has it been repaid? 

e. Did you face or are facing any problems in repaying those loans? What problems are you 

facing and why? 

 

11. Have you ever experienced any problems / barriers in availing loans? If yes, please share details 

with us.  

 

12. Would you be interested in availing loans under KU? 

a. Yes / no. 

b. If yes, what would be your expectations from KU with regard to providing access to 

financial loans? Probe to see if respondents talk about lower interest rates, easier 

repayment terms, convenient terms and conditions, and so on.   
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c. For what specific purpose would you use such loans? Probe to see respondents’ answers 

– if NOT MENTIONED SPONTANEOUSLY probe to ask if they intend to use the loan for 

agriculture/livestock/aquaculture purposes, business purpose, child’s education, 

whether it’s for technological inputs or farming inputs and products, implements, and 

so on.  

 

13. In your opinion, if you had access to loans for investing in agriculture/livestock/aquaculture 

farming, what would be the end results? Let the respondents answer spontaneously. Probe to 

see if respondents talk about investments leading to better productivity leading to greater 

earnings and therefore better savings and better standard of living.  

a. Do you think your productivity will increase as a result of your investment? 

b. What will this greater productivity mean? Probe along these lines if not mentioned 

SPONTANEOUSLY 

i. Greater earnings?  

ii. Better standard of living?  

iii. Better access to essential food and healthcare? 

iv. Access to education for the children in the HH? 

v. Greater savings for the future? 

vi. Investments in land and/or property? 

vii. Positive recognition and respect from society? 

viii. Better acceptance within community? 

 

14. What are some of the risks or challenges that you think one might have to face if and when s/he 
takes loans? Please tell us the reasons for this perception. 
 

Interviewer to explain this to the group:  

Insurance for the loans you take out act as protection for both you and your family in case of unforeseen 

circumstances, such as a bad crop year or your sudden death. In such a situation the insurance will act as 

a buffer against the loan that you have taken and save you and/or family from additional burden or 

hassles. However, to avail this insurance (life insurance AND crop/livestock/aquaculture protection 

insurance), you have to pay a small premium at the very onset when you take out a loan.  

 

15. Would you be willing to pay a premium to avail insurance against the loan you take? For life 
insurance? For crop/livestock/aquaculture protection insurance? Why or why not? Probe for 
reasons behind answers.  
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Annex 2.2: Focus group discussion guide for male farmers 

Focus Group Discussions – Female Farmers 
 

Salam. I am ________________ and I’m here today on behalf of E2E which is a research agency that 

undertakes research assignments for clients and various stakeholders, to help understand the 

effectiveness of project interventions as well as recommend strategies for the future and way forward. 

Please note that we are here today to know about you, your work and your present situation. There are 

no right or wrong answers. We are here today to have a friendly chat with you and we assure you that 

the information / opinions shared by you will ONLY be used strictly for internal research purposes. 

 

16. Please tell us about yourself – where do you live, how many members are there in your family, 

what do you do for a living, how many of your family members earn and contribute to the family, 

how many family members depend on you, and so on.  

 

17. For how long have you been in this profession of agricultural/livestock/aquaculture farming? 

What made you choose this as your main source of income generation?  

 

18. Are there any challenges or problems that you face in your day-to-day work? What are they? How 

do you face or tackle these problems? 

 

19. How did you come to know about Krishi Utsho? From whom / which source? 
 

a. What did you come to know?  

b. Did you attend any seminars or campaigns? If yes, please tell us a little about them?  

c. What was discussed – what new knowledge / information did you get from it and so on? 

 

20. What are the current services and products that you avail from KU franchisee shops/women 

entrepreneurs?  

a. Why do you prefer buying these from the KU franchisee shops/women entrepreneurs? 

Please tell us your reasons for doing so.  

 

21. What benefits do you get by being able to purchase agricultural/livestock/aquaculture inputs and 

products from the KU franchisee shops (or women entrepreneurs in case of MEDA)? Interviewer 

to probe for details on the: 

a. Perception of pricing  

b. Perception of quality of products and services,  

c. whether the distance travelled to purchase inputs and products has reduced or not,  

d. if they receive updated information on products and technology and so on.  
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22. Do you think that purchasing agricultural/livestock/aquaculture inputs and products/services 

from the KU franchisee shops/women entrepreneurs – has had any positive effect on your 

productivity? 

a. Has your income level / earnings increased?  

b. If income levels have increased, what have you done or plan to do with the increased 

earnings?   

c. What plans do you have for savings and investment? 

 

23. Have you ever visited a bank? If yes,  

a. For what purpose? Interviewer to probe and see purpose of visit, whether it was to open 

a bank account or deposit money or receive money or undertake any other financial 

transaction.  

b. What was the experience? 

c. Did you face any difficulties or challenges while interacting with the bank? 

 

24. Have you ever availed any insurance service? If yes,  

a. For what purpose? Probe to see if this was life insurance, or crop insurance, or something 

else 

b. What was the experience? 

c. Did you face any difficulties or challenges while interacting with the insurance company? 

 

25. Have you ever availed any loans? If yes, please tell us: 

a. For what purpose did you take this loan? Interviewer to probe and see if the loan was 

taken for using in business or farming or for work purpose. Discussion should be focused 

on taking loans for expanding or investing in income generating activities.  

b. From whom did you take this loan? 

c. What were the repayment terms and conditions? 

d. How long ago did you take this loan and what is the current status? Interviewer to probe 

and see if the loan has been repaid or not, and if repayment has started, then to what 

extent has it been repaid? 

e. Did you face or are facing any problems in repaying those loans? What problems are you 

facing and why? 

 

26. Have you ever experienced any problems / barriers in availing loans? If yes, please share details 

with us.  

 

27. Would you be interested in availing loans under KU? 

a. Yes / no. 

b. If yes, what would be your expectations from KU with regard to providing access to 

financial loans? Probe to see if respondents talk about lower interest rates, easier 

repayment terms, convenient terms and conditions, and so on.   
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c. For what specific purpose would you use such loans? Probe to see respondents’ answers 

– if NOT MENTIONED SPONTANEOUSLY probe to ask if they intend to use the loan for 

agriculture/livestock/aquaculture purposes, business purpose, child’s education, 

whether it’s for technological inputs or farming inputs and products, implements, and 

so on.  

 

28. In your opinion, if you had access to loans for investing in agriculture/livestock/aquaculture 

farming, what would be the end results? Let the respondents answer spontaneously. Probe to 

see if respondents talk about investments leading to better productivity leading to greater 

earnings and therefore better savings and better standard of living.  

a. Do you think your productivity will increase as a result of your investment? 

b. What will this greater productivity mean? Probe along these lines if not mentioned 

SPONTANEOUSLY 

i. Greater earnings?  

ii. Better standard of living?  

iii. Better access to essential food and healthcare? For self? For the family? 

iv. Access to education for the children in the HH? 

v. Greater savings for the future? 

vi. Investments in land and/or property? 

vii. Positive recognition and respect from society? 

viii. Better acceptance within community?  

ix. Greater mobility and freedom? 

 

29. What are some of the risks or challenges that you think one might have to face if and when s/he 
takes loans? Please tell us the reasons for this perception. 
 

Interviewer to explain this to the group:  

Insurance for the loans you take out act as protection for both you and your family in case of unforeseen 

circumstances, such as a bad crop year or your sudden death. In such a situation the insurance will act as 

a buffer against the loan that you have taken and save you and/or family from additional burden or 

hassles. However, to avail this insurance (life insurance AND crop/livestock/aquaculture protection 

insurance), you have to pay a small premium at the very onset when you take out a loan.   

 

30. Would you be willing to pay a premium to avail insurance against the loan you take? For life 
insurance? For crop/livestock/aquaculture protection insurance? Why or why not? Probe for 
reasons behind answers.  
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Annex 3: IDI guidelines 

Annex 3.1 : IDI guide for KU shop 

In-depth Interviews (KU – Franchisee Shops) 
NOTE: All interviewer instructions are Bold and Italicized  

WARM UP session 
 

Salam. I am ________________ and I’m here today on behalf of E2E which is a research agency that 

undertakes research assignments for clients and various stakeholders, to help understand the 

effectiveness of project interventions as well as recommend strategies for the future and way forward. 

Please note that we are here today to know about you, your work and your present situation. There are 

no right or wrong answers, and we assure you that the information shared by you will ONLY be used 

strictly for internal research purposes. 

 Please tell us about yourself – where do you live, how many members in your family, what do you 

do for a living, how many of your family members earn and contribute to the family, how many 

family members depend on you, and so on.  

 

Nature of business 
 

 Please tell us in details about your business: 

o Describe the nature of your business 

 

o What are the products that you sell in your shop? In case respondent mentions more 

than one product line / category, then ask: 

 Of these several categories, which one is the most profitable for you, and 

why? 

 

o Who are your main customers? Do you sell to individual customers or to groups?  

 

o What are your top selling agro/livestock/aquaculture products? And why? 

o What are your lowest selling agro/livestock/aquaculture products? And why?  

 

o Where do you source these agro/livestock/aquaculture products from? 

 

o Do you provide any agro/livestock/aquaculture services to your customers?  

 If so, what are they?  

 And how did you acquire the knowledge to provide these services? Or do you 

offer them through any other third-party? 

Probe for visits by the ULO/UFO/UAO in his area 
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o What’s the monthly average size/volume of your:-agro/livestock/aquaculture product 

inventory? Agro/livestock/aquaculture product Sales? Interviewer to probe the figure in 

BDT 

About association with KU 
 Now, please tell us about your association with KU.  

 

o How did you first come to know about KU? What did you hear about it? 

 

o What made you become interested in becoming a franchisee shop of KU? 

 

o What did you have to do to enlist or register your shop as a KU franchisee shop? Probe 

for details 

 

o What support and services do you receive from KU?  

 In what form do you receive them?  

 And how frequently are you provided with these services and support?  

Probe for details on the support and services received 

o As a result of your association with KU: 

 Has there been an increase in your income? 

 Has there been an increase in your customer base 

 Has there been an increase in your sales? 

 Has your family’s standard of living improved?  

 Do your children now go to school? 

 What does your wife do? Does she contribute or assist you in your business / 

shop? How and why? 

 Do you seek advice from your wife on matters related to your family or business? 

On which aspects do you seek her advice? 

 

o Have you ever attended any campaigns or seminars or training programs organized by 

KU? If yes, please tell us briefly about them: 

 how did you come to know about it,  

 what was it all about,  

 what was discussed,  

 how did it help you in your business / line of work? 

 

o When KU sales executives provide you assistance within your shop premises, for 

marketing and transactional purposes, what do they usually tell you? How does it help 

you in your day-to-day business?   

 

o As part of KU franchisee, has there been any reduction in the time and distance travelled 

to purchase the products compared to the regular market? 

o Do you intend to continue being a KU franchisee shop? Why?  
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 What are your future expectations from this relationship?  

 What do you want in the future? 

 

Comparison of past vs present 
 Now, we would like to talk to you about your financial status and other issues– both before and 

after your association with KU: 

o For how long have you been involved in this business / shop? 

 

o Were you involved in anything else other than this business? If yes, what did you do 

earlier? Why did you change your line of work/business? 

 

o What was your monthly income from your current business – prior to becoming a KU 

franchisee? How much was your monthly family expenditure and savings?  

 

o After becoming a KU franchisee – what is your monthly income now? Monthly 

expenditure and savings?  
 

 Has it increased from before? 

 

o Have you experienced any changes in the following: 

 Status / respect in the community - do people respect you more now? Treat you 

better than earlier? 

 Wealth Acquisition (land or property acquisition) – have you purchased or 

invested in land or property as a result of your increased earnings? 

 Social Acceptance – are your views and opinions now considered more 

important?  

 

o Is there anything that you can do now that you couldn’t do earlier? Allow the respondent 

to answer this spontaneously. If the respondent is unable to answer or understand the 

question, interviewer to help by providing examples such as: as earnings are higher, 

greater expenditure on education of children or self development or spending on family 

members or more regular meals or property acquisition or development, land lease, 

involvement in other income generating activities, etc that the respondent has been 

able to do as a result of his ‘improved’ financial status.  

Impact of KU on the last mile farmers& the community 
 

 In your opinion, through KU have the smallholders’ farmers been able to access improved farming 

techniques? How has accessibility improved?  

 

 What effect has KU had on the smallholder farmers in your area? Please tell us briefly how KU has 

improved the lives and income of the last mile farmers.  
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Annex 3.2 : IDI guide for Representative of financial institutes 

Representatives of BANK ASIA / GREEN DELTA INSURANCE 
 

Salam. I am ________________ and I’m here today on behalf of E2E which is a research agency that 

undertakes research assignments for clients and various stakeholders, to help understand the 

effectiveness of project interventions as well as recommend strategies for the future and way forward. 

I’m here today to discuss about the work that you’re partnering with KU for in order to make agricultural 

inputs and products accessible and affordable to the last mile farmers. Your opinions and views are very 

important for us and we assure you that any and all information shared, shall be used for internal 

research purposes ONLY.   

 

 Please tell us about your institutional association with KU.  
o What is the arrangement and what services / products are you offering through this 

arrangement? 
 

 Who will be/are the direct recipients of these services and products?  
o Can you tell us about the whole process by which the recipient will receive the product 

or services offered by your organization?  
 

 In what ways will/do the products and services offered by your organization in collaboration 
with KU, help the smallholder /last mile farmers?  

o In your opinion, what are the advantages/facilities that the farmer will get through 
availing these services and products?  

 

 In your opinion, was there a real need for the particular service offering that your organization 
will now provide to the smallholder farmers under this collaboration with KU?  

o Why do you say so? 
 

 Have you worked with CARE/KU before?  
o If yes, can you briefly tell us about your earlierengagement/arrangement with KU? 

 

 What is your overall opinion about KU?  
o Would you say it is a successful initiative in terms of making the lives of the smallholder 

farmers and last mile farmers easier and better than before?  
o Why do you say so? 
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Annex 4: Data table 
Table 1: Sample split of the respondents 

Respondent Split  # % 

Male  62 62% 

Female 38 38% 

 100  
 

Table 2: Age of the respondents 

Average age (in years) 

39  

31  
 

Table 3: Education level of the respondents 

Education All # All % Male # Male % Female # Female % 

PSC 31 31% 18 29% 13 34% 

JSC 25 25% 15 24% 10 26% 

No school 17 17% 10 16% 7 18% 

HSC 13 13% 8 13% 5 13% 

SSC 9 9% 7 11% 2 5% 

Honors  3 3% 3 5% 0 0% 

Masters 2 2% 1 2% 1 3% 

 100  62  38  
 

Table 4: Marital status of the respondents 

Respondent Split - Marital 
Status All # All % Male # Male % Female # Female % 

Married 88 88% 54 87% 34 89% 

Unmarried 11 11% 8 13% 3 8% 

Widow 1 1% 0 0% 1 3% 

 100  62  38  
 

Table 5: Household head among the respondents 

HH All # All % Male # Male % Female # Female % 

Yes 51 51% 50 81% 1 3% 

No  49 49% 12 19% 37 97% 

 100  62  38  
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Table 6: Family size of the respondents 

Family Size Average Number Males Females 

Adults  3.28 1.61 1.67 

Children  1.54 0.85 0.74 

 4.82 2.46 2.41 

 

Table 7: Gender spilt of the respondent’s family 

Average No. of Earning 
Members  All # All % Male # Male % Female # Female % 

Male  2.79 75% 1.53 88% 1.26 64% 

Female  0.92 25% 0.21 12% 0.71 36% 

 3.71  1.74  1.97  
 

Table 8: Income sources of the respondents 

Farming Area All # All % Male # Male % Female # Female % 

Agriculture 76 76% 49 79% 27 71% 

Livestock 65 65% 36 58% 29 76% 

Poultry 17 17% 8 13% 9 24% 

Business 16 16% 13 21% 3 8% 

Others  9 9% 8 13% 1 3% 

Day laborers 5 5% 4 6% 1 3% 

Aquaculture 4 4% 2 3% 2 5% 

 100  62  38  
 

Table 9: Household income of the respondents 

Average HH income - 
LAST MONTH  Amount in BDT  

%age of total 
earnings  Male # Male % Female # Female % 

Business 40800 27% 21800 24% 19000 31% 

Crops 38222 25% 19170 21% 19052 31% 

Fisheries 21250 14% 16250 18% 5000 8% 

Rickshaw/van pulling 17800 12% 8400 9% 9400 15% 

Beef fattening and 
dairy 13749 9% 11128 12% 2621 4% 

Laborers 13100 9% 9933 11% 3167 5% 

Handicrafts 5400 4% 3900 4% 1500 2% 

Poultry 2849 2% 1173 1% 1676 3% 

Average HH Income  153170  91754   61416   
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Table 10: Average household expenditure 

Average Monthly HH 
Expenditure Amount in BDT  

%age of total 
expenditure Male # Male % Female # Female % 

Food 16707 45% 8518 40% 8189 52% 

Communication 6000 16% 5000 23% 1000 6% 

Education 4606 12% 2247 11% 2359 15% 

Household renovation 3335 9% 2027 10% 1308 8% 

Cloths 3201 9% 1724 8% 1477 9% 

Health care 3201 9% 1817 9% 1384 9% 

Average Monthly 
Expenditure 37050  21333   15717   

 

Table 11: Average household monthly saving 

Average Monthly 
Savings All # All % Male # Male % of total Female # Female % 

  11536  7425   4111   

 

Table 12: Average investment of the respondents  

Average Investment of 
last year’s savings  Amount in BDT  

%age of total 
investment Male # Male % Female # Female % 

 Land Purchase 188182 44% 108182 52% 80000 36% 

House 
construction/renovation 100167 24% 33500 16% 66667 30% 

In cash (either in 
hand/institute) 77756 18% 40456 20% 37300 17% 

Investment in livelihood 
options 60114 14% 24750 12% 35364 16% 

Average Investment  426219  206888   219331   

 

Table 13: Last food intake of the respondents 

Last Week's Food Intake - ONLY 
YES  All # All % Male # 

Male 
% 

Female 
# 

Female 
% 

VITAMIN A RICH VEGETABLES 
AND TUBERS 100 100% 62 100% 38 100% 

CEREALS 99 99% 61 98% 38 100% 

MILK AND MILK PRODUCTS 99 99% 61 98% 38 100% 

SPICES,CONDIMENTS,BEVERAGES 99 99% 61 98% 38 100% 

WHITE ROOTS AND TUBERS 98 98% 61 98% 37 97% 

EGGS 98 98% 61 98% 37 97% 
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Last Week's Food Intake - ONLY 
YES  All # All % Male # 

Male 
% 

Female 
# 

Female 
% 

OILS AND FATS 98 98% 62 100% 36 95% 

DARK GREEN LEAFY VEGETABLES 96 96% 61 98% 35 92% 

OTHER VEGETABLES 95 95% 60 97% 35 92% 

VITAMIN A RICH FRUITS 95 95% 62 100% 33 87% 

OTHER FRUITS 92 92% 61 98% 31 82% 

SWEETS 90 90% 59 95% 31 82% 

FISH AND SEAFOOD 89 89% 60 97% 29 76% 

LEGUMES, NUTSAND SEEDSS 79 79% 53 85% 26 68% 

FLESH MEATS 78 78% 54 87% 24 63% 

ORGAN MEAT 71 71% 42 68% 29 76% 

 100  62   38   
 

Table 14: Knowledge about financial institutions 

Financial Institutions 
- Awareness All # All % Male # Male % Female # Female % 

Yes 76 76% 47 76% 29 76% 

No  24 24% 15 0.241935 9 24% 

 100  62   38   
 

Table15: Involvement with the financial institutions 

Financial Institutions - 
ONLY YES RESPONSES All # All % Male # Male % Female # Female % 

Awareness  76 76% 47 76% 29 76% 

Bank Account  59 59% 42 68% 17 45% 

Savings / Deposit 
Accounts  68 68% 47 76% 21 55% 

 100  62   38   
 

Table 16: Status of having bank account 

Do you have a Bank Account? All # All % Male # Male % Female # Female % 

Yes 59 59% 42 68% 17 45% 

No  41 41% 20 32% 21 55% 

 100  62   38   

 

Table 17: Status of having Savings deposit 

Do you have a Savings/Deposit 
Plan with a bank?  All # All % Male # Male % Female # Female % 

Yes 68 68% 47 76% 21 55% 

No  32 32% 15 24% 17 45% 

 100  62   38   

Table 18: Status of loan of the respondents 
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Ever taken any Loan? All # All % Male # Male % Female # Female % 

Yes 67 67% 41 66% 26 68% 

No  33 33% 21 34% 12 32% 

 100  62   38   

 

Table 19: Amount of loan of the respondents 

Amount of Loan from various 
sources 

Amount 
in BDT  

%age of total 
loans taken  Male # Male % Female # Female % 

 MF/NGO 161379 43% 121579 45% 39800 40% 

Bank 97583 26% 56250 21% 41333 42% 

Mohajan, samity, mortgage 91700 25% 76500 28% 15200 15% 

Relative, neighbors 21125 6% 18125 7% 3000 3% 

 371787  272454   99333   

 

Table 20: Purpose of taking loan 

Purpose of taking Loan 
(n = 67) All # All % Male # Male % Female # Female % 

Invest in Agriculture 38 57% 20 49% 18 69% 

For personal 
expenditures 21 31% 13 32% 8 31% 

Invest in Livestock 
farming 13 19% 9 22% 4 15% 

Invest in small personal 
business 9 13% 7 17% 2 8% 

Purchase property or 
land 3 4% 2 5% 1 4% 

Invest in child’s 
education 2 3% 2 5% 0 0% 

Repay previous loans 2 3% 1 2% 1 4% 

Spend on healthcare 2 3% 0 0% 2 8% 

 67  41  26  
 

Table 21: Barrier in taking loan 

Ever faced barriers to 
taking loan? (N=67) All # All % Male # Male % Female # Female % 

Yes 8 12% 7 17% 1 4% 

No  59 88% 34 83% 25 96% 

 67  41   26   

 

Table 22: Barrier in availing loan 
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Barriers faced while 
availing loans (N=8) All # All % Male # Male % Female # Female % 

High, complex interest 
rates 3 38% 3 43% 0 0% 

Lack of required 
documents  3 38% 3 43% 0 0% 

Didn’t know where to 
go or seek loans 1 13% 0 0% 1 100% 

Lack of guarantor 1 13% 1 14% 0 0% 

Unfavorable 
repayment terms and 
conditions 1 13% 1 14% 0 0% 

Fear of too many 
charges (fees)  0 0% 0 0% 0 0% 

 8  7   1   

 

Table 23: Barrier in repaying loan 

Ever faced difficulties 
in repaying loan? 
(N=67) All # All % Male # Male % Female # Female % 

Yes 6 9% 5 12% 1 4% 

No  61 91% 36 88% 25 96% 

 67  41   26   

 

Barriers faced while 
repaying loans (N=7) All # All % Male # Male % Female # Female % 

High Interest rates 5 83% 4 80% 1 100% 

Complex interest 0 0% 0 0% 0 0% 

Unfavorable T&C 0 0% 0 0% 0 0% 

Inadequate Repayment 
time  1 17% 1 20% 0 0% 

 6  5  1  
  

Table 24: Respondents’ interest to have loan 

Interested in availing loans 
from KU? All # All % Male # Male % Female # Female % 

Yes 80 80% 48 77% 32 84% 

No  20 20% 14 23% 6 16% 

 100  62   38   

 

 

Table 25: Purpose of future loan 
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For what purposes would 
you use loans availed from 
KU? (N = 80) All # All % Male # Male % Female # Female % 

Invest in Agriculture 58 73% 34 71% 24 75% 

Invest in Livestock farming 40 50% 25 52% 15 47% 

Invest in small personal 
business 15 19% 9 19% 6 19% 

Invest in Aquaculture 12 15% 8 17% 4 13% 

For personal expenditures 6 8% 4 8% 2 6% 

Invest in child’s education 4 5% 3 6% 1 3% 

Purchase property or land 4 5% 1 2% 3 9% 

Repay previous loans 3 4% 1 2% 2 6% 

Spend on healthcare 1 1% 0 0% 1 3% 

 80  48  32  
 

Table 26: Expectation from loan lender 

Expectations from loans availed 
from KU? (N = 80) All # All % Male # Male % 

Female 
# Female % 

Low interest rate 76 95% 47 98% 29 91% 

Enough time to repay the loan 28 35% 16 33% 12 38% 

Favorable T&C 24 30% 17 35% 7 22% 

No complex interest 20 25% 15 31% 5 16% 

On time loan (During harvesting 
season) 20 25% 11 23% 9 28% 

Consideration of loss 19 24% 12 25% 7 22% 

Monitoring of loan’s 
performance 7 9% 2 4% 5 16% 

 80  48  32  
 

Table 27: Awareness about insurance 

Are you aware of 
Insurance? All # All % Male # Male % Female # Female % 

Yes 63 63% 41 66% 22 58% 

No  37 37% 21 34% 16 42% 

 100  62   38   

 

Table 28: Status of their interest in paying premium for insurance 

Interested to pay premium 
for insurance of KU loan? 
(N = 63) All # All % Male # Male % Female # Female % 

Yes 45 71% 27 66% 18 82% 

No  18 29% 14 34% 4 18% 

 63  41   22   

 

Table 29: Awareness about life insurance 
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Are you aware of Life 
Insurance? All # All % Male # Male % Female # Female % 

Yes 48 76% 33 80% 15 68% 

No  15 24% 8 20% 7 32% 

 63  41   22   

 

Table 30: Status of their interest in paying premium for life insurance 

Interested to pay premium 
for life insurance of KU 
loan? (N = 48) All # All % Male # Male % Female # Female % 

Yes 36 75% 23 70% 13 87% 

No  12 25% 10 30% 2 13% 

 48  33   15   

 

Table 31: Awareness about crop insurance 

Are you aware of 
Crop Insurance? All # All % Male # Male % Female # Female % 

Yes 16 25% 11 27% 5 23% 

No  47 75% 30 73% 17 77% 

 63  41   22   

 

Table 32: Status of their interest in paying premium for crop insurance 

Interested to pay 
premium for Crop 
insurance of KU loan? 
(N = 48) All # All % Male # Male % Female # Female % 

Yes 12 75% 7 64% 5 100% 

No  4 25% 4 36% 0 0% 

 16  11   5   

 

  Table 33: Expected benefits for women loan borrowers 

If female farmers get access to 
loans, the changes that will 
take place:  All # All Male # Male Female # Female 

They will be more independent 62 62% 40 65% 22 58% 

Their mobility will increase 52 52% 30 48% 22 58% 

They will be more confident 41 41% 33 53% 8 21% 

Their social participation will be 
increased 40 40% 27 44% 13 34% 

They will have role in decision 
making 36 36% 23 37% 13 34% 

Productivity will improve 33 33% 27 44% 6 16% 

Don’t know / cant say / N/A 6 6% 4 6% 2 5% 

 100  62  38  
Table 34: Access of agricultural services and product: locus of control 
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LOC:  I use agricultural 
technologies and 
innovations All # All % Male # Male % Female # Female % 

Highly Disagree 6 6% 4 6% 2 5% 

Disagree 4 4% 2 3% 2 5% 

Neutral  15 15% 5 8% 10 26% 

Agree 52 52% 35 56% 17 45% 

Highly Agree 23 23% 16 26% 7 18% 

 100  62  38  
 

LOC: I know what 
agricultural 
technologies and 
innovations I need to 
improve production All # All % Male # Male % Female # Female % 

Highly Disagree 2 2% 2 3% 0 0% 

Disagree 8 8% 1 2% 7 18% 

Neutral  22 22% 9 15% 13 34% 

Agree 37 37% 29 47% 8 21% 

Highly Agree 31 31% 21 34% 10 26% 

 100  62  38  
 

LOC: I know where to 
buy agricultural 
technologies and 
innovations to 
improve production All # All % Male # Male % Female # Female % 

Highly Disagree 3 3% 1 2% 2 5% 

Disagree 9 9% 3 5% 6 16% 

Neutral  23 23% 12 19% 11 29% 

Agree 38 38% 30 48% 8 21% 

Highly Agree 27 27% 16 26% 11 29% 

 100  62  38  
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LOC: I would purchase 
agricultural technologies and 
innovations if they improve 
my production/yield All # All % Male # Male % Female # Female % 

Highly Disagree 1 1% 0 0% 1 3% 

Disagree 4 4% 2 3% 2 5% 

Neutral  25 25% 12 19% 13 34% 

Agree 41 41% 28 45% 13 34% 

Highly Agree 29 29% 20 32% 9 24% 

 100  62  38  
 

LOC: I can purchase 
agricultural technologies and 
innovations that I want All # All % Male # Male % Female # Female % 

Highly Disagree 2 2% 1 2% 1 3% 

Disagree 13 13% 7 11% 6 16% 

Neutral  24 24% 12 19% 12 32% 

Agree 40 40% 29 47% 11 29% 

Highly Agree 21 21% 13 21% 8 21% 

 100  62  38  
 

LOC:  I have access to 
financial support and 
resources to purchase 
agricultural technologies and 
innovations All # All % Male # Male % 

Female 
# 

Female 
% 

Highly Disagree 6 6% 5 8% 1 3% 

Disagree 11 11% 6 10% 5 13% 

Neutral  31 31% 17 27% 14 37% 

Agree 33 33% 26 42% 7 18% 

Highly Agree 19 19% 8 13% 11 29% 

 100  62  38  
 

LOC:  I use financial support/services to 
purchase agricultural technologies and 
innovations All # All % Male # Male % 

Female 
# 

Female 
% 

Highly Disagree 7 7% 3 5% 4 11% 

Disagree 12 12% 7 11% 5 13% 

Neutral  23 23% 12 19% 11 29% 

Agree 41 41% 28 45% 13 34% 

Highly Agree 17 17% 12 19% 5 13% 

 100  62  38  
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Table 35: Additional tables 

  

Highly 
Disagree Disagree Neutral  Agree 

Highly 
Agree  

Finance - 
Use  

I use financial support/services to 
purchase agricultural technologies and 
innovations 7 12 23 41 17 100 

Affordability 
I can purchase agricultural technologies 
and innovations that I want 6 11 31 33 19 100 

Finance – 
Access 

I have access to financial support and 
resources to purchase agricultural 
technologies and innovations 2 13 24 40 21 100 

Use  
I use agricultural technologies and 
innovations 6 4 15 52 23 100 

Access 

I know where to buy agricultural 
technologies and innovations to 
improve production 3 9 23 38 27 100 

Value  

I would purchase agricultural 
technologies and innovations if they 
improve my production/yield 1 4 25 41 29 100 

Awareness 

I know what agricultural technologies 
and innovations I need to improve 
production 2 8 22 37 31 100 

 

Males   
Highly 

Disagree Disagree Neutral  Agree 
Highly 
Agree 

Use  I use agricultural technologies and innovations 6% 3% 8% 56% 26% 

Awareness 
I know what agricultural technologies and 
innovations I need to improve production 3% 2% 15% 47% 34% 

Access 
I know where to buy agricultural technologies 
and innovations to improve production 2% 5% 19% 48% 26% 

Value  

I would purchase agricultural technologies 
and innovations if they improve my 
production/yield 0% 3% 19% 45% 32% 

Affordability 
I can purchase agricultural technologies and 
innovations that I want 2% 11% 19% 47% 21% 

Finance – 
Access 

I have access to financial support and 
resources to purchase agricultural 
technologies and innovations 8% 10% 27% 42% 13% 

Finance - Use  
I use financial support/services to purchase 
agricultural technologies and innovations 5% 11% 19% 45% 19% 
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Females   
Highly 

Disagree Disagree Neutral  Agree 
Highly 
Agree 

Use  
I use agricultural technologies and 
innovations 5% 5% 26% 45% 18% 

Awareness 
I know what agricultural technologies and 
innovations I need to improve production 0% 18% 34% 21% 26% 

Access 
I know where to buy agricultural technologies 
and innovations to improve production 5% 16% 29% 21% 29% 

Value  

I would purchase agricultural technologies 
and innovations if they improve my 
production/yield 3% 5% 34% 34% 24% 

Affordability 
I can purchase agricultural technologies and 
innovations that I want 3% 16% 32% 29% 21% 

Finance – 
Access 

I have access to financial support and 
resources to purchase agricultural 
technologies and innovations 3% 13% 37% 18% 29% 

Finance - Use  
I use financial support/services to purchase 
agricultural technologies and innovations 11% 13% 29% 34% 13% 

 

 


