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Context: 

In general, smallholder farmers need institutional arrangements that facilitate their access to markets in 

Nepal. In context of HVAP project areas, smallholder farmers are scattered, they need to aggregate (“bulk”) 

their produce for transport in a cost-efficient way to urban or regional markets, or to the collection center.  

The arrangements vary, developing B2B linkages, construction of collection centers, farm irrigation support, 

and other inputs to increase farm productivity and to have collective marketing by farmer organisations. The 

essence of these different interventions in off season vegetables (OSV) is that they need to be effective in 

bulking with acceptable financial and managerial costs. The major incentive for producer organisations to 

engage in collective marketing of OSV is that, by doing so, members may have lower marketing costs and 

higher on-farm prices. The project realizes inherent tensions related with collective action for bulking, 

processing and marketing of OSV value chain in the project districts. So, the attempts were made for 

collective marketing and crowding in of wholesalers in Hariyo Hira and Pingale Pokharikhanda at Surkhet 

district. 

Rationale:  

These two places are potential for vegetable production; however, facing several constraints for 

commercialization. The bitter truth is majority of the farmers had a practice to carry vegetables on their own 

at the local markets which normally takes 4-5 hours to carry vegetables, sell and return back. Transportation 

was the major problem. In addition to this, they were facing problem of irrigation, market information 

mainly price and even had problem of collection/storage center. It has hampered marketing of agricultural 

products and created havoc of market imperfections because of low income of producers, poor 

infrastructures and poor communications.  

Moreover, there was a lack of on and off-farm employment opportunities for small scale producers on one 

hand and they were typically deprived of access and control over agricultural inputs along with services such 

as innovative insurance systems, access to finance, and advocacy for better policies and collective marketing, 

on the other hand. Most importantly, majority of the poor farmers in Nepal are under this phenomenon. 

Therefore, it is evident that small farmers will continue to be the custodian of vast areas of agricultural land 

in Nepal for at least some decades to come. Support is then needed but it has to be well thought out. 

Why Producer Organizations (POs)? 

The importance of producer organizations (POs) has received more attention recently by government and 

development agencies placed on the value chains (or supply chains) as it enables the pooling of various 

resources such as inputs, credit, market information and business partners for economic upscaling . There is 
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thus consensus in HVAP that such organizations can play vital role in the commodity chain such as collection, 

grading, post-harvest and storage. 

In context of OSV in HVAP areas are done on a small scale and, hence, farmers acting individually and not 

being able to participate in the markets such as mandis where larger quantities and standardization of 

products are often required. Hence, Individual farmers offer small quantities of produce for sale and they 

always tend to have little bargaining power with traders and most often accept almost any price offered. In 

contrast, large-scale farmers produce in large quantities with consistent quality and, hence, are able to 

attract buyers willing to buy their products at true market prices. Hence, producer organizations are 

considered instrumental in terms of dealing with collective marketing and assurance from traders for buy 

back arrangements that ultimately resolve market imperfections.  

HVAP’s Major Interventions  

Majority of Smallholder producers in Mid-West Nepal mainly practicing subsistence farming where HVAP has 

been supporting them for the inclusive agriculture business, through market led production activities. 

Contrarily, more than 80% of farmers in Nepal do not consider agriculture as business considering the fact 

that it does not result in attractive returns as other businesses does. Therefore, it was very urgent and 

important that strategies and intervention approaches should be in line to shift the farming practices for 

mass production from the part of smallholders. Since majority of the farmers in HVAP project areas were 

small scale producers and had a practice that what they produce need to be sold for livelihoods. Hence, the 

project has been provided with support through co-investment and strengthens support services. 

In terms of supporting through grants, the project considered primarily on downstream and upstream 

growth of value chain actors. For downstream growth of VC actors, the project put forth significant focus on 

scaling up production, PPH management, strengthening services, technology innovation and market 

arrangement which is only possible if the basic agriculture infrastructure such as irrigation schemes, plastic 

ponds, canal, and market collection center is in place. Likewise, enabling access to appropriate tools and 

technologies and service provision such as sprayer, plastic house, crates, power tiller and technology based 

agri solution (E-Agriculture) and access to finance, insurance etc; will certainly be developed capacity of 

individual producers and producer organizations for market led production.  

Likewise, capacity building of smallholders as well as strengthening support services to develop capacity of 

producer organizations through social mobilization, trainings, exposures and various GESI and Business 

Literacy Classes develop forward-backward linkages and facilitates business enabling environment (BEE).  

Multi Stakeholder Platform (MSP) is for facilitating business environment, developing business to business 

linkages, service market strengthening and ultimately collective marketing. The intervention approaches has 

become very effective since the project areas were largely dominated by smallholder, resource poor and 

marginalized farmers who were suffering from less production and low income from their farming practice,  

were lacking in   irrigation, transportation, market information, mechanisms, basic inputs (seeds, seedlings, 

tools) and improved technology  as well. The project has contributed in filling the gap of all the things that 

were lacking and has shown tremendous potential in collective marketing and crowding-in of buyers and 

wholesalers through increasing vegetable production. 
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Achievements and Experiences 

 Collective Marketing and Crowding-in of Buyers 

 

The project realized the real need of collection center and access to 

inputs for the commercial vegetable production. Hence, HVAP supported 

for the construction of market collection centers in Hariyo Hira and 

Pingale, Pokharikanda of Surkhet district.  Similarly, the project provided 

orientation and created awareness among the producers on collective 

marketing approach and facilitated them for bulking, marketing in 

collective manner through collection centre constructed under project 

support. The project trained cooperative for the collection center 

management, facilitation linkages with vegetable whole sellers of 

Birendranagar, Surkhet to establish market linkages and improve business 

environment.  

Most importantly, the project have been able to crowding in local buyers and developed clear mechanisms 

to outsource vegetable products from these areas. To visualize more on that, best case scenarios are 

presented below which shows effort and achievements made by the project. 

 

 

 

 

 

 

 

 

 

 

Best Case Scenario 1:  Collective Marketing 

Hariyo Hira Agriculture & NTFPs Cooperative Ltd. is situated in Uttarganga-4 of Surkhet which is few kilometer away from the main market of 
Surkhet district. HVAP provided value chain fund (VCF) W2 grant (12615 USD) for the construction of vegetable collection center, construction of 
irrigation pond, water harvest tank and ground water well for the irrigation purpose. In addition to this, the project supported for weighing 
machine and spray tank,etc. 

Furthermore, HVAP facilitated Cooperative to identify and overcome the constraints and develop business plan under High Value Agriculture 
Project to address the constraints for upscaling vegetable commercialisation. HVAP and Cooperative made joint investment for upscaling 
production, reduce risks of farmers and improved marketing process through collective marketing from collection centre. 

Now, the farmers and started selling produced vegetables collectively through the collection center. The cooperative has been able to make total 
transaction of NRs. 1.2 Million from November-March 2015 which increased net income (NRs. 20,000) of collection center through service charge 
provision (NRs. 0.50 per kg) from producers and traders. The initiative has not only enhanced develop better coordination among producers and 
traders but also developed bargaining powers of producers.   

In addition to this, the cooperative recruited technical person to provide technical support for farmers. Most importantly, the cooperative started 
providing quality of agriculture inputs as they have agro-vet services in placed. Provisioning services of Insurance, E-Agriculure, Business Literacy 
Class (BLC) and Gender Action and Learning (GAL) produced better integration on collective marketing. The cooperative regularly maintain market 
information and they have their own resource center to share knowledge.  

This illustrates that horizontal coordination among the producers through aggregating products helped to improve quality, assured market, 
increased economy of scale, bargaining power, and increased access to technical services and quality inputs. 
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Managing Wholesale Mandis/Markets 
A whole sale market is a cardinal link in marketing channel connecting rural production areas to urban 

consumption centers. In Surkhet, HVAP along with other stakeholder supported existing market center to 

manage rest of wholesale mandis. The established wholesale market in Surkhet district is to strengthen 

relationship among backward and forward market forces and facilitate market linkages.  The forward 

relationships of the wholesalers would enjoy market assurance, market price, value addition skills, to ensure 

market and improve market channel to Nepalgunj, Butwal, Chitwan, Birgunj, Kathmandu, Pokhara and 

Jhapa. Whereas the platform will provide farmers a common place for selling the vegetables, enhance 

bargaining power and transparency in pricing system.  The case of Bulbule Market center highlighted in the 

box shows the role of HVAP in managing of wholesale mandis in project areas. 

Best Case Scenario 2:  Crowding-In of Traders 

Pingale Pokharikanda cluster comprises 3 producer groups Milijuli vegetable Producers group, Mel Milap Vegetable Producers 
Group and Ekta  Aya  Arjan Farmers Group which is around 40 km west from main market of Surkhet. The objective of supporting 
these groups was to economic empowerment of community members through commercial production of tomatoes with improved 
marketing practices such as collective marketing and crowding-in of wholesalers to enhance competition and develop relationship. 
Investments were used for procurement of crates, irrigation pond, spray tank, water can and commercial drip. 

After support, the production of vegetable and net income in these areas tremendously increased such as Milijuli increased 
production by 162,439kg, Melmilap by 42,912kg, and Ekata by 46,938. In terms of increased net income,  Milijuli increased total 
income by NRs. 3,667,190.00, Melmilap increase total income by NRs. 2,622,648.00 and Ekta increased total income by NRs. 
1,770,742 which is far better than baseline income and production volume. 

The tomato producer groups have been operating collective marketing from Srijana vegetable Collection center at Pokharikanda, 
since 2013. HVAP & DADO team facilitated Agribusiness –Producers Groups interaction at Pokharikanda with the presence of 4 
major wholesalers, 50 farmers of different, DADO team and HVAP staff which set norms for the marketing of tomatoes. 

 Traders and producers should collect and buy the tomato and other vegetables from three collection points i.e. Gobinda 
Mandi and Pooja Mandi should collect products from Pingale and Amalakhali collection center, Devkota Sabji Mandi from 
Sankh Sub collection center and Babu & Shahi from Lakharpata collection center. 

 The price of the tomatoes would be the Whole market price of Birendranaga, Surkhet from all three collection points for 

that day including transportation, other logistics and profit margin of wholesalers. 

 The producers and wholesalers fixed Gross margin of  Rs. 5 (for Pinghale /Amarkhali and Sankha Collection centre) and Rs. 

5.5 (for Lakharpata collection centre ) that includes transportation cost and profit margin. i.e. if the whole price is Rs. 32;  

farmers will get Rs 27/Kg. 

 Traders have to bring packaging crates while collecting the produce. The farmers have to put 2 Kg for the crates while 
weighing. 

 Both the parties agree to share the loss equally in case of damage / loss due to unfortunate accident or blockade. 
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 Adoption of E-Agriculture (Technology Based Agri-Solution) 

 

E-Agriculture is a global initiative to improve agricultural practices, and it involves the conceptualization, 

design, development, evaluation and application of innovative ways to use information and communication 

technologies (ICTs) in agriculture. Most importantly, it plays an important role in agricultural value chains 

while using different type of software packages.  

As a means of E-Agriculture, HVAP has been practicing eAgro Suite technology at four communities in 
Surkhet district. At present HVAP practiced and localized the application of mrittika at four communities 
only.These applications have been tested in Bangladesh and India, with immense benefits in improving 
productivity and farm incomes. In fact, the applications allow the multitude of local smallholders to be 
connected to the rest of the value chain, learn about the best practices, and access reliable input supplies 
such as quality seeds, fertilizers and pesticides. Furthermore, the improved connectivity also allows farmers 
to pursue better prices by transacting with multiple buyers. According to recent reports, the fertilizer 
recommendation software, mrittikā, can help double the yield of winter crops. Based on local information 
input into the system – such as land type, size, season, irrigation, soil characteristics through soil tests, and 
others – the software applications help farmers identify the best type, optimum amount and appropriate 
method of using fertilisers, seeds and pesticides. As a result, farmers can not only maximise productivity, but 
also reduce costs by minimising waste. For this, the trained E-Agriculture persons (Local Service Providers) 
should timely update farmers’ information in the software. The updated information is stored in the 
information management system of GISB in Bangladesh. 

 

 

 

Best Case Scenario 3:  Managing Wholesale Markets 

Bulbule Regional Agriculture Market is established in Surkhet on 18 Sept. 2012 with financial and technical support from Market 

Development Directorate /District Agriculture Development Office (DADO).It is located at the center of Birendranagar Municipality. The 

established wholesale market aims to strengthen relationship among backward and forward market forces and facilitate market linkages.  

The forward relationships of the wholesalers would enjoy market assurance, market price, value addition skills, to ensure market and 

improve market channel to Nepalgunj, Butwal, Chitwan, Birgunj, Kathmandu, Pokhara and Jhapa. Whereas the platform will provide farmers 

a common place for selling the vegetables, enhance bargaining power and transparency in pricing system. 

The total cost of the market center is 13,312,999 where HVAP cost came around NRs. 1,988,099 for the investment on improvement of 

building, gate, establishment of market information digital display and floor levelling. 

The improvement of bulbule regional market center provided one roof to all the wholesalers such as Babu & Shahi, Neupane, Timilsina, 

Devkota and KP mandi. With their entrance, the overall transaction cost of bulbule increased near about 250,000,000 by selling 350 QT 

vegetables and fruits. Similarly, the market center has been able to increase revenue generation from services, rent, and transaction fees. 

The traders playing crucial role for provisioning services of business counselling and farmers -traders interaction such as contract facilitation, 

B2B linkages, quality aspect, cropping pattern, export and market led production. Market information system and waste management 

practices have also been improved. 

The executed strategy have so far been able to construct one of the market building with four stalls and the second building with four stalls 

have been partly constructed. Foremost traders, Babu & Shahi Sabji Mandi have been in operation while nine wholesalers have already 

booked the sheds. The committee now seeks HVAP grant to further support to complete the remaining construction work. 
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 Rationalization of business culture through Business Literacy Class 
It’s a comprehensive package that facilitates post literacy who are involved in agriculture value chain for 

empowerment on dynamics of doing business. The main aim of this literacy class is to enhance gender 

justice and empower women to engage in commercial production of high value agriculture commodities and 

strengthen business and marketing capabilities. 

The intervention is in practice in 75 producers groups and cooperatives in the 7 project districts benefiting to 

2025 persons. Farmers getting benefit in terms of production and marketing of the 7 major value chain 

products namely, apple, off-season vegetable, goat, ginger and turmeric. 

 

Lesson Learned  

• Clustering: Prospects for Upscaling and Coverage (Inclusion) 

• Market Demand led production: Create better share, ease marketing and Improved relationship  

• Under Developed / Growing Market: Buy Back arrangement for Market assurance (confidence 

among P0s at the start up) ; Developed Market – Collective Marketing /Auction and Crowding in of 

Market Players 

Best Case 4: Technology Based Agri-Solutions 

We were not that much familiar about soil conditions at our farmland. With the help of the technology, we know now 

about the particular use of different fertilizers. It has not only increased our knowledge but also reduced our dependency 
towards district based agriculture experts. While using fertilizers as per the software recommendation, we found crops 

much healthier and disease tolerant. We are HAPPY and found that the technology has assisted us to solve various 
agriculture related problems and it is recorded that the production volume of tomato was increased t by 50%”, says Ms. 
Mandhari Garamja, a lead farmer and chairperson of Milijuli Agriculture Group at Pingale, Surkhet.  

 

The major means of livelihoods for entire people at Pingale is entirely based on Tomato cultivation. However, due to lack 

of inputs, technology and resources, they were having problem to shift from subsistence to commercial farming. With 
support of HVAP, Milijuli Group started commercial tomato cultivation and on the same time adopted E-Agriculture. She 

did not have any knowledge about the technology. The Local Resource Person, Mr. Tej Bahadur Shrestha once 
participated on E-Agriculture training organized by HVAP. After the training, Mr. Shrestha examined the technology at Ms. 
Gandhari Garamja’s land. The technology recommended exact amount of fertilizer for tomato cultivation. As per the 

recommendation, she started cultivation from 2 ropani land from which she produced 56 QT last year and 92 QT this 
year. 

“It offered me more motivation to use of it. Since then I have never consulted experts because it recommends like a 

expert. The E-Agriculture practice became technology based agri solution for me and my neighbours” she says with smile. 

Mandhari Garamja –Farmer 

Pinghale, Surkhet 
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• Collective Marketing / Bulking: Enhanced mutual relationship, harmony, Governance beyond 

Increased Bargaining Power, Create opportunity of horizon (Services, better income)  

• Embedded support and Services (Technical & Trainings) + Interaction: Improved trust and strengthen 

relationship among the actors (agribusiness & Pos) ; Minimise Contract Breach 

• Groups easy to mobilize for cluster development 

• Technical backstopping Crucial for POs (Both Govt and Private SPs) 

• Production Organisation Institutional capacity development is important for VC development (NGOs) 

 

Conclusions:  

Market imperfections can increase the transaction cost of exchanges and reduce profitability but 

interventions such as collective action can be used to avert some of the negative consequences if critically 

assessed and analysed gaps and issues. Cases highlighted above, offer an opportunity for effective 

implementation of collective action to benefit small- holder producers by improving the capacity of producer 

organizations. Further, three different intervention has provided insights into how collective action can be 

implemented in reality, cases gathered are not meant to provide the best practices for the implementation 

of collective action for marketing, but to provide an indication of some of the critical factors that one needs 

to consider. In view of the fact that most producers groups in the project areas are characterized by weak 

institutional frameworks that support agricultural growth and development, collective action is more likely 

to be efficient when combined with other interventions such as postharvest, credit and market information 

systems, among others.  

 

 

 

 


