Document Summary

(“Good Practices”)
Bringing Knowledge to Vegetable Farmers; 

Improving embedded information in the distribution system 

KATALYST is a multidonor project which started in 2002 to enhance economic growth through market driven business services in Bangladesh.

The vegetable sector in Bangladesh is seriously hampered by low productivity due to a general lack of knowledge and information about the crops. A pilot project in Rangpur had shown that improving access to agricultural information and knowledge embedded within the vegetable supply chain could significantly enhance vegetable production and family income derived from this sector.  
KATALYST focused on training the retailers of agricultural inputs in order to make them more effective providers of embedded services, i.e. providing the required information and knowledge on vegetable seeds and other inputs to farmers.
KATALYST strongly kept a market oriented approach and built the embedded service provision on business arguments. Farmers interact regularly with retailers, who then can be seen as the best supplier of information and knowledge. The retailers in return experienced increased sales as a result of providing relevant information and knowledge to farmers. In fact, the returns were that positive that retailers who were not involved in the project also sought the training and started to provide embedded services themselves.

A major achievement of the project was the active engagement of Syngenta, one of the most important producers of inputs for the vegetable sector in the area. At first, the costs for a 3-day training of the network of syngenta retailers were shared among KATALYST and Syngenta whereas later on Syngenta continued the training without much financial contribution by the project.

Positive results were:

1. Farmers perception of the retailers had improved considerably;

2. Retailers had gained more confidence, had become more farmer oriented and placed more emphasis on embedded information and sharing knowledge instead of only sales;

3. Syngenta sales had grown considerably;

4. Other input suppliers “crowded in” and started to provide training to their retail network.
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