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Backgrounds 
Sindhuli Road, which links Kathmandu valley and Terai was constructed by Japanese Grant Aid. In 
order to prepare for the expected changes by the opening of the Sindhuli Road, Government of 
Nepal (GoN) with the technical assistance from JICA, launched the project for the Master Plan 
Study on High Value Agriculture Extension and Promotion in Sindhuli Road Corridor (SRCAMP) 
from April 2011 to March 2014 and drafted the Master Plan and Action Plan to implement prioritized 
projects.  

Based on the request of Government of Nepal (GoN), Japan International Cooperation Agency 
(JICA) supported to the then DoA/MoAD for a technical cooperation project which aims at 
increasing farmers’ agriculture income through establishing a value-chain for high value 
commodities along Sindhuli Road Corridor through Sindhuli Road Corridor Commercial Agriculture 
Promotion Project (SRC-CAP). The Project team has developed an effective market-orientated 
horticulture extension approach which is named Commercial Agriculture Promotion (CAP) 
Approach after its Project name. 

CAP Approach aims at the behaviour and mind-set changes in farmers so that they can manage 
their farming as business with their own initiatives. Many farmers tend to grow their crops first, and 
when the harvest season approaches, they rush to find buyers for their produce. As consequence, 
they tend to sell their produce at low prices. CAP Approach promotes farmers to visit to markets 
and to directly communicate with buyers to collect the information on trend of demand, and to 
maintain the communication with buyers to obtain updated information. Based on such information 
from markets, farmers decide what to grow, when to grow and how to sell their crops. This is the 
behaviour and mind-set changes from “Grow and Sell” to “Grow to Sell”. To bring about such 
changes in farmers, CAP Approach adapts the SHEP Approach1 developed by JICA in Africa into 
the Nepali context. 

  

 
1 JICA (2018) SHEP Handbook for Extension Staff: Practical Guide to the Implementation of the SHEP 
Approach, Japan International Cooperation Agency, Tokyo 
https://www.jica.go.jp/english/our_work/thematic_issues/agricultural/shep/index.html 
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Preface 
We are very glad to present the Operational Guidelines of the Commercial Agriculture Promotion (CAP) 
Approach. This is an output of the “Sindhuli Road Corridor Commercial Agriculture Project (SRC-
CAP)”, which has been implemented for five years between 2014 and 2020 by the Ministry of 
Agriculture and Livestock Development (MOALD) through the Department of Agriculture (DOA) with 
the technical and financial assistance from the Japan International Cooperation Agency (JICA).  

SRC-CAP aimed at facilitating smallholder farmers to shift their mind-set and behavior from “Grow 
and Sell” to “Grow to Sell”, in order for them to increase their agriculture income by undertaking 
market-oriented agriculture. To this end, the project enhanced the knowledge and skills in vegetable 
farming and marketing of the target farmers and officials and staff of the three tiers of government of 
Nepal, by adapting the SHEP Approach of JICA into the reality of the target farmers. 

The Operational Guidelines consist of the following three volumes. First, “The CAP Approach 
Handbook for Extension Staff” explains the concept behind as well as the procedure to facilitate farmer 
groups to carry out a series of the CAP Approach activities. This volume is targeting the extension staff 
of the local governments and other organizations, which are involved in providing agricultural extension 
services to farmer groups.  

Secondly, “The Manual for Training to Extension Staff to Promote the CAP Approach” provides the 
concept behind as well the procedure to conduct a series of training on the CAP Approach. This volume 
is targeting to the officials and staff from Ministry of Land Management, Agriculture and Cooperatives 
(MOLMAC); Agriculture Development Directorate (ADD) and other organizations of the provincial 
governments, providing technical backstopping to extension staff.  

Finally, “The CAP Approach Guidelines for Local, Provincial and Federal Governments” explains to 
decision makers and officials of the three tiers of governments of Nepal, about the concept behind as 
well as the procedure to apply the CAP Approach within their own jurisdictions in view of the promotion 
of market-oriented agriculture to smallholder farmers. 

These three volumes were produced based on the experiences and lessons learnt through the 
implementation of SRC-CAP, with inputs from DOA, MOLMAC and ADD of Province 3, the 10 Local 
Governments of Dhulikhel, Namobuddha, Roshi, Temal, Melung, Khandadevi, Sunapati, Sunkoshi, 
Golanjor, Kamalamai, and the JICA Project Team for SRC-CAP.  

In conclusion, I would like to express my sincere congratulations and appreciation to all the stakeholders 
from the institutions mentioned above for achieving the project objective and for producing this set of 
Operational Guidelines. I also extend my cordial thanks to JICA for its cooperation in the 
implementation of this important project. Even after the completion of SRC-CAP, all stakeholders will 
coordinate and collaborate to promote market-oriented agriculture to our smallholder farmers by 
referring to the Operational Guidelines. I hope that as many stakeholders and farmers as possible have 
opportunities to touch and apply this precious CAP Approach. 

February 2020, Kathmandu 

 

 
Ms. Niru Dahal Pandey 

Director General, Department of Agriculture (DOA) 
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This Handbook for Extension Staff aims at serving as a guide for the Extension Staff of Local 
Government and any other organizations who are working for farmer groups in Nepal, in their 
agricultural extension service delivery to promote market-oriented agriculture with the CAP 
Approach. 

In order to apply the CAP Approach on the ground, this Handbook cannot go alone and should be 
referred to as part of the 3 volumes of the CAP Approach Operational Guidelines, namely, the 
Handbook for Extension staff, the Manual for Training to Extension Staff and the Guidelines for the 
Local, Provincial and Federal Governments of Nepal. The main target users of each volume of 
Operational Guidelines are illustrated in Table and Figure below.  

The main target readers of the 3 volumes of Operational Guidelines 

Volume of 
Operational 
Guidelines 

Main target users Affiliated institution 

Handbook for 
Extension Staff 

Extension Staff  Local Government 
 Private sector (firms, international 

and local NGOs)  
Manual for 
Training to 
Extension Staff 

Trainers to Extension Staff  Provincial Governments 
 Private firms (firms, international and 

local NGOs) 
Guidelines for the 
Governments 

Decision makers, officers in 
charge of planning and 
budgeting 

 Local, Provincial and Federal 
Governments 

Source: SRC-CAP 

Distribution of the main target readers of each volume of Operational Guidelines 

Source: SRC-CAP 
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PART 1. CONCEPT 
 

“PART 1. CONCEPT” explains the main concept of the CAP Approach together with its background, 
advantages and actual effects and impact on the ground. 
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1. Concept of CAP Approach 

1.1 Two Key Pillars of CAP Approach 

The Two Pillars as the backbone of Approach 

CAP Approach, which adapts the SHEP Approach, aims at empowering smallholder farmers in their 
endeavor to pursue market-oriented agriculture of horticultural crops. It tries to build farmers’ 
capacity to undertake farming as a business in a sustainable manner through imparting necessary 
marketing and production skills to them. In the process, CAP Approach attaches a special emphasis 
on supporting farmers’ autonomous motivation as it is an essential ingredient for achieving farmers’ 
self-reliance and sustainable outcome that CAP Approach envisions. The diagram below depicts 
these two pillars CAP Approach is based upon, which address both issues of “promoting farming 
as a business” and “empowering and motivating farmers”. Both pillars, which are the backbone of 
CAP Approach, are supported by academic discourse and research: the former by an economic 
theory called “Markets with asymmetric information” and the latter by a psychological theory called 
“Self-Determination Theory”. 

Two pillars of CAP Approach 
Source: JICA 2018 edited by SRC-CAP 

 

The Economic Theory: Markets with Asymmetric Information 

The circle on the left illustrates CAP Approach’s main strategy for materializing market-oriented, as 
opposed to production-oriented, agriculture. CAP Approach believes asymmetric information, i.e. 
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imbalanced information, between smallholder farmers and market actors such as vegetable buyers, 
agricultural input sellers, and financial institutions and so forth is one of the strongest factors of 
inefficient local economy, which smallholder farmers often suffer from. The economic theory called 
“markets with asymmetric information” proposed by the 2001 Nobel laureates in economics, namely, 
George Akerlof, Michael Spence, and Joseph E. Stiglitz, aptly explains this situation. The theory 
argues that overcoming information asymmetry is the key to amend an imbalance of power 
in transactions and to vitalize efficient local economy. Based on this understanding, CAP 
Approach helps farmers to fill the information gap between them and their business partners 
through means such as teaching farmers how to conduct market surveys as well as helping them 
to establish business linkages with market actors (Column 1). 

 

Column 1 Mitigating information asymmetry by CAP Approach 

PROBLEMS caused by asymmetric information 

 Trade, i.e. buying and selling of horticultural crops, is not 
established because buyers cannot find producers and vice versa, 
crops are not meeting the market requirements, and crops are 
undersupplied at certain times, etc. 

 Prices can be distorted because famers need to agree to 
unfairly low asking prices due to their ignorance of market prices. 

 Transactions are not continuous or unstable because buyers 
as well as producers cannot establish business networks they can 
trust. 

 Transaction costs, such as searching and bargaining costs, 
are large because without stable business relationships both buyers 

and producers need to find their business partners each time. 

SOLUTIONS through means such as CAP Approach’s farmer-initiated market surveys, matching 
forums and farmer-supplier interaction workshops 

RESULTS after mitigation of asymmetric information  

 Farmers widen their business networks and have more options 
to choose from for their business partners. 

 Farmers and market stakeholders understand each other’s 
situations and work on establishing a win-win situation. 

 Farmers discover various opportunities to penetrate the 
horticultural market. 

 Farmers and market stakeholders build trust for continuous business trading. 

 

The Psychological Theory: Self-Determination Theory 

American psychologists, Edward Deci and Richard Ryan, proposed three psychological needs that 
motivate people in their theory on human motivation called “Self-Determination Theory”. According 

4 

to the theory, people feel motivated when their needs for autonomy, competence or relatedness 
are supported. In the case of CAP Approach, a series of activities are designed so that they can 
unlock farmers’ motivation toward market-oriented agriculture, taking into consideration these three 
psychological needs (Column 2). For instance, farmers are guided to conduct market surveys on 
their own so that they can feel in control of their own action, which leads to supporting their need 
for autonomy. By carrying out market surveys successfully, the farmers also feel that they have 
gained mastery (skills and knowledge) of this particular task and learned new skills. Finally, CAP 
Approach asks those farmer representatives who have conducted the market surveys to go back 
to their farmer group and share the results of the surveys with their fellow farmers. Through that 
process, the farmers feel a sense of belonging and attachment to the group members, which in 
turn, contributes to supporting their psychological need for relatedness. 

Fulfilling Two Requirements for Sustainability 

CAP Approach’s strength lies in the fact that all its activities are designed to fulfil both requirements 
maintained in the above-explained economic and psychological theories at the same time. In other 
words, CAP Approach tries to mitigate the asymmetry of information in the market while it also 
supports farmers’ psychological needs for autonomy, competence or relatedness. Because of this 
dual-purpose intervention, the target farmers’ awareness and behaviour change from “Grow and 
Sell” to “Grow to Sell” will be realized, and they will be able to manage their farming business on 
their own initiative even without external support once they have completed the CAP Approach 
training course. CAP Approach’s vision is, after all, to train farmers to become self-reliant so that 
they can continue developing their farming business and improve their livelihoods without creating 
dependency syndrome.  

 

Column 2 Three psychological needs for raising motivation 

AUTONOMY 

The need for autonomy is the desire to act on one’s own initiative – or rather, the desire to not be 
controlled by others. People do not want to be the pawn in a chess game, but the chess player. 

In order to support farmers’ needs for autonomy, extension staff are advised to prepare 
opportunities for farmers to know and feel the market by themselves through their own actions 
such as market survey by themselves with adequate orientation by extension staff. These direct 
experiences could contribute to supporting autonomy more than simple information provision by 
extension staff. Also, extension staff need to be careful of the 
language and should never order or command farmers to do 
a task. They also need to communicate to the farmers the 
rationale for engaging in each of the CAP Approach activities, 
provide choices in terms of what task to do and how to do it, 
and listen to their opinions on how to do the task. Accepting 
farmers’ feelings of discontent and criticism toward the task is 
also important since the farmers will feel their viewpoints are regarded as meaningful, which, in 
turn, promotes the feeling that they are acting on their own initiative. 
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COMPETENCE 

Competence is the ability to interact effectively with one’s environment. We feel competent when 
we have successfully made an impact on our environment, in cases such as when we are able to 
achieve a task as planned in advance, or when we feel that our 
abilities are improving and when our curiosity is satisfied. 

To provide competence support to farmers, it is necessary to 
breakdown the goals of the task into small steps and increase 
the numbers of milestones at which they can feel the impact of 
their action. In addition, it is also important to be specific about 
what farmers are doing well so that they gain knowledge that will be useful in judging how well they 
are doing. To both ends, it is helpful to make farmers understand why, when, and how much they 
need to do in order to attain each of the small goals or milestones. 

  

RELATEDNESS 

Relatedness is the desire to have good relationships with others. The relationship between the 
person giving the task and the person receiving the task has a 
big effect on the latter’s motivation towards the task. As an 
extension staff, being trusted by the farmers undertaking CAP 
Approach activities is the most important thing for relatedness 
support. In order to build trust with the farmers, extension staff 
are advised to listen attentively to what the farmers have to say 
in their CAP Approach engagement and to be both physically 
and psychologically available for the farmers so that they can 
rely on them. 

1.2 CAP Approach’s Four Essential Steps 

Four Essential Steps 

With reference to the Self-Determination Theory, CAP Approach offers a series of capacity 
development trainings to the target farmers in such a way that the farmers’ motivation is raised 
through supporting their three psychological needs and minimizing the information asymmetry. For 
instance, CAP Approach gives farmers various trainings in an optimal order. This order is called 
“CAP Approach’s Four Essential Steps” as depicted below. 

Further, it is recommended for extension staff to facilitate farmer group members reflecting each 
step in order to utilize the lessons and learnings for the next season’s activity.

6 

Four Steps Activities 

1. Farmers understand the 
goal - CAP Approach Workshop 

2. Farmers’ awareness is 
raised 

- (Optional) Matching Forum  
- Market Survey by Farmers   
- (Optional) Farmer Supplier Interaction Workshop 
- Participatory Baseline Survey 
- Study Tour 

3. Farmers make decision  - Action Plan Making (Crop Selection, Crop Calendar 
Making & Resource Mobilization) 

4. Farmers acquire skills - On-site Coaching 

Follow-up and monitoring (including Participatory Endline Survey) 

 

Step 1. Farmers understand the goal  

First and foremost, Extension Staff regards sharing its goal and vision with the beneficiary farmers 
as the crucial first step because it is the farmers themselves, after all, who make the most effort to 
materialize economically viable farming business throughout the training course. Farmers need to 
be convinced of, and agree with, the goal CAP Approach tries to achieve. Organizing the CAP 
Approach Workshop is a specific way to share this goal with the target farmers. Refer to “1.1. 
CAP Approach Workshop” in PART 2 of this Handbook. 

Step 2. Farmers’ awareness is raised  

The second step is concerned with raising farmers’ awareness in the area of opportunities and 
potential of horticultural farming. This step is extremely important since without this awareness the 
farmers have less chance to be motivated in making a commitment to change their farming 
practices for the better. This step mainly involves exposing the farmers to business and market 
realities. Activities for Step 2 include Matching Forum (as an optional activity), Market Survey by 
Farmers, Farmer-Supplier Interaction Workshop (as an optional activity), Participatory 
Baseline Survey by Farmers conducted by farmers themselves and Study Tour. Refer to “2.1. 
Matching Forum (optional activity)”, “2.2. Market Survey by Farmers”, “2.3. Farmer-Supplier 
Interaction Workshop (optional activity)”, “2.4. Participatory Baseline Survey” and “2.5. Study Tours” 
in PART 2 of this Handbook. 

Step 3. Farmers make decisions 

With the awareness and new knowledge, the farmers gained in the second step, they then make 
decisions to make a change. This is the third step called Action Plan Making. This process 
involves farmers (1) selecting target crops, (2) making crop calendar and (3) mobilising resources 
so that they will be able to strategically supply their target crops to the specific markets of their 
choice with the right timing. Refer to “3.1. Action Plan Making (Crop Selection, Crop Calendar 
Making and “Resource Mobilization” in PART 2 of this Handbook). 
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COMPETENCE 
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Step 4. Farmers acquire skills 

As the fourth step, the extension staff provide technical solutions in farming and marketing 
challenges to the farmers, i.e. give On-site Coaching for the crops the farmers selected, so that 
they can produce the crops as they have planned. Refer to “4.1. On-site Coaching” in PART 2 in 
this Handbook. 

Interlinkage Between Motivation and Skills Development 

Why does the CAP Approach take the rather time-consuming four steps instead of jumping to the 
4th step, On-site Coaching? It is because CAP Approach believes that farmers need to first be 
motivated for them to learn and acquire new skills. CAP Approach considers that the series of 
training activities should take into consideration the interlinkage between farmers’ motivation and 
skills development. As shown in the diagram below, if the farmers are not motivated, it will be difficult 
for them to learn something new. On the other hand, if they can feel their skills are improving, their 
self-confidence will be strengthened, and they become motivated to take further action. 

 

Interlinkage between motivation and skills development 
Source: JICA 2018 edited by SRC-CAP 
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CAP Approach’s four steps, or the optimum order of activities, which was examined and validated 
in Nepal, take into full consideration this interlinkage between farmers’ motivation and skills 
development. Therefore, it can bring optimal results on the ground in terms of farmers’ skills 
acquisition and high motivation. 

1.3 “Gender and Social Inclusion” in the CAP Approach 

In line with ADS 2015-2035, CAP has also given emphasis on Gender and Social Inclusion (GESI) 
as one of the major cross cutting thematic area and incorporated it’s thrust in all the activities. The 
project believes that one of the keys for success in market-oriented vegetable farming is that those 
members from the same household or family, including husband and wife, work as business 
partners by sharing the responsibility, burden and benefits incurred by their vegetable farming and 
marketing.  

The CAP Approach promotes joint decision making on farming and marketing by those business 
partners from the same household or family throughout the following activities:  

1) Providing a GESI training to the Farmer Group members at the initial stage so that they 
understand the importance of GESI perspectives in market-oriented agriculture; 

2) Encouraging women and marginalized members to take the decision making positions 
(chairperson, secretary, treasurer etc.) in the group to make their voice heard; 

3) Providing equal opportunities to male and female Farmer Group members for all kinds of 
capacity development activities to enhance their knowledge and skill on commercial farming; 

4) Encouraging the Farmer Group members to keep the Farm Management Book and share the 
status of farming with other family members; 

5) Encouraging the Farmer Group members to share lessons learnt from the project activities with 
other family members so that decision in vegetable farming and marketing are jointly made by their 
business partners at the household level; 

6) Inviting the business partners of the Farmer Group members to other important activities of the 
project, such as action plan making, on-site coaching and reflections to facilitate them to reach an 
agreement or consensus in their farming and marketing. 
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2. Implementation Steps 
The figure below is the illustration of the implementation steps. As explained in the following 
sections in PART 2, CAP Approach has 4 basic steps. After farmers receive assistance on these 4 
steps in the first crop season, they continue some of these 4 steps in the second season in the first 
year. With the lessons learnt from the first year, farmers can become more strategic in production 
and marketing in the second year. It is recommended for effective results that farmers continue the 
cycle for 4 crop seasons in 2 years. For further details in implementation steps, refer to “1. Selection 
of CAP Approach Activities” in PART 3 of this Handbook. 

 

 

 

  

 

 

 

 

 

 

 

 

PART 2. ACTIVITIES 
 

“Part 2. ACTIVITIES” explains how to undertake each activity of the CAP Approach in detail. 
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0. Step 0- Group Selection  
The foremost step in the CAP Approach is group selection. A functional group is essential in market-
oriented vegetable farming for smallholder farmers. A smallholder farmer needs a help from their 
fellow group members in many activities such as input purchase, joint plantation, produce sales 
and pest management. A smallholder farmer does not usually produce enough volume of 
vegetables for a full truck load from their own field, though they may face difficulties in the sales 
without that volume.  

CAP Approach envisages that the implementer selects a group of farmers with some experiences 
and knowledge of vegetable farming for become market-oriented vegetable farmers. The Approach 
does not work effectively and efficiently for those farmers who have already established commercial 
farming or are yet at a subsistence level. The Approach can work best for those farmers who have 
some experiences selling their vegetables in the vicinity. It is considered that such farmers have 
some knowledge of vegetable farming and its marketing before introducing the CAP Approach.  

Based on the experience of CAP Approach, the followings are some common characteristics of 
successful farmer groups in vegetable farming:  

 

1. The farmer groups are accessible all year-round by roads and transports  

2. The farmer groups have regular monthly meetings and very good group unity 

3. The leaders of the farmer groups address issues in a transparent manner and are interested in 
working for the members 

4. Agriculture is the main livelihood of the farmer groups and is the only livelihood they have 
potentials to improve 

5. The farmer groups have good access to markets (3-4 hours of road transport) 

6. The group members are interested in increasing their income through vegetable farming and 
marketing 

7. The group members may have both low land and upland for farming 

8. The lands of the group members are irrigated  

9. The group leader (and/or the field facilitator) are actively involved in vegetable farming and 
marketing  

Objectives 

The objective of group selection is to successfully implement the CAP Approach by encouraging 
the target farmer groups to be engaged in collective efforts for market-oriented vegetable cultivation 
and its marketing  
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Key Implementation Tips, Effects, and Enhanced Motivation 

Tips Effects Motivation 

 Extension staff share 
the selection results 
with all the members 
and their partners  

 All the members and their partners have the 
same information from the beginning of the CAP 
Approach.  

Relatedness

 Extension staff explain 
the reasons their farmer 
groups are selected 

 Farmers feel confident and recognized that they 
have potentials to expand commercial farming 

Relatedness

 
Implementation Procedure 

 Extension staff may submit the technical recommendations to set the criteria for the selection 
of farmer groups 

 Upon the request from the authority of the Local Government, Extension staff will collect and 
provide necessary information on the existing farmer groups in the jurisdiction to facilitate the 
group selection. Extension staff may also make a list of candidate farmer groups based on the 
set criteria. 

 Implementer select the beneficiary farmer groups with reference to the above mentioned CAP 
Approach’s common characteristics of successful farmer groups. 

 Once the beneficiary farmer groups are selected, Extension staff will inform the results to all 
the members and their partners of the selected farmer groups and facilitate them to make a 
resolution to participate in the CAP Approach. 
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1. Step 1- Farmers understand the goal  

The first step of the CAP Approach is to share CAP Approach’s goal with the farmers. CAP 
Approach is not an approach for providing material or financial assistance to farmers. It is a capacity 
development intervention where farmers need to make a strong commitment in learning new 
knowledge and skills through their participation in CAP Approach. The ultimate goal of CAP 
Approach is to empower farmers both technically and socially so that they can continue practicing 
market-oriented agriculture, or “farming as a business”, with an entrepreneur mind-set. This 
message should be clearly communicated to the target farmers so that they will be motivated to 
attain the CAP Approach goal. 

1.1 CAP Approach Workshop 

Four Steps Activities 

1. Farmers understand the 
goal - CAP Approach Workshop 

2. Farmers’ awareness is 
raised 

- (Optional) Matching Forum  
- Market Survey by Farmers   
- (Optional) Farmer Supplier Interaction Workshop 
- Participatory Baseline Survey 
- Study Tour 

3. Farmers make decision  - Action Plan Making (Crop Selection, Crop Calendar 
Making & Resource Mobilization) 

4. Farmers acquire skills - On-site Coaching 

Follow-up and monitoring (including Participatory Endline Survey) 

Objectives 

The CAP Approach Workshop aims at sharing the CAP Approach vision and goal with the farmers, 
which is, to help them become self-reliant farmers with entrepreneurial aspirations. 

Outline

This workshop at farmer groups’ site includes the overall concepts of CAP Approach, the concept 
of “change from ‘Grow and Sell’ to ‘Grow to Sell’” through the case of Rajan, group management, 
gender in commercial agriculture through the case of “Rupa” and how to use Farm Management 
Notebook, in order to prepare for next activities in “Farmers’ awareness is raised” in Step 2. For 
more information on “Raja” and “Rupa”,.refer to “Picture Story (Kamishibai) of Rajan” and “Picture 
Story (Kamishibai) of Rupa” respectively, in PART 4 of this Handbook  

Key Implementation Tips, Effects, and Enhanced Motivation 

Tips Effects Motivation 

 Both the farmer group 
members and his / her 

 Farmer group members and their partner from 
the same household understand that it is 
important to involve both woman and man 

Relatedness

 We are here.
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Tips Effects Motivation 

partner in farming 
participate in workshop 

household members for a successful commercial 
farming 

 Kami-shibai 
(picturestory telling) 
show of Rajan is 
performed for 
understanding market 
concept, and that of 
Rupa for gender in 
commercial agriculture 

 Farmers who are often illiterate understand 
contents better than texts and lectures 

 Extension staff can remind farmers from time to 
time of the importance of Rajan’s experiences for 
commercial farming and Rupa’s experiences for 
gender in commercial farming in later stages 

Competence

 Summary of the group 
management is 
delivered 

 Extension staff can facilitate farmers to get the 
knowledges on group management such as what 
is group management, what is the role of leader 
and others and how to communicate each other 
etc. in advance all the group activities 

Relatedness

 Farm Management 
Notebook is explained 
and distributed 

 Farmers understand in advance all the activities 
they will be engage in throughout the project 
assistance period 

Autonomy 

 

Implementation Procedure 

 Extension staff prepare necessary inputs / resources and materials for the workshop and 
arrange dates and venues convenient for target farmer groups in advance. 

 In the workshop day (Table as below), extension staff first deliver the key concepts, 
activities and financial support.   

 Extension staff distribute a Farm Management Notebook or any material to keep farm 
records to each pair of farmer group members and partners and explain that it contains 
all the activities they will engage in throughout the project assistance period. 

 Then, they explain market concepts and gender in commercial agriculture by using Kami-
shibai (picture story) panels of Rajan and Rupa.  

 

Timetable of “CAP Approach Workshop” (example) 
Time Topics  Materials 
15min  Registration  Attendance list 

15min  Introduction of participants 
 Objectives of the training  

30min 
 Concept and activities of CAP Approach 
 Explanation of Farm Management 

Notebook  

 Presentation of “What is CAP Approach?” 
 Farm Management Notebook  

45min  Understanding Market: A Case of Rajan  Kami-shibai (picture story) panels 

30min  Gender in Commercial Agriculture: A Case 
of Rupa  Kami-shibai (picture story) panels 

30min  Group management 

15min  Reflection  
14 

 

Box 1 Kami-shibai (picture story) show of Rajan and Rupa for better understanding 

Kami-shibai is a Japanese word meaning story 
panels with pictures, which look like flip charts. Kami 
means paper and shibai is a play or drama. CAP 
Approach developed a kami-shibai type of material in 
full-colour made of thick paper. The front page of a 
paper panel is for farmers to look at and has many 
pictures. The back page has descriptions of the 
pictures so that extension staff can read them aloud to 
the farmers. 
 
Why?  

Farmers often find it difficult to understand what the 
extension staff say because there are problems 
caused by inappropriate wording and theoretical 
stories in extension messages to farmers for non-
farming information such as marketing and gender  

How?  

Through means of Kami-shibai (picture story) 
show: 

 Farmers understand extension messages through easy wording and visual information. 

 Farmers understand extension messages through real examples. 

Results? 

After mitigation of inappropriate 
wording and theoretical stories in 
extension messages: 

 Farmers understand extension 
messages through easy wording and 
visual information. 

 Farmers understand extension 
messages through real examples. 
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Formats

The followings are some pages of Farm Management Handbook, whose whole contents are 
included in the attached electric files.  
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2. Step 2- Farmers’ awareness is raised 

CAP Approach’s second step is to provide the farmers with ample opportunities in which they can 
raise awareness of their current situations as well as find opportunities the horticultural business 
can offer to them. This is the step where CAP Approach farmers go through eye-opening 
experiences and further raise their motivation to take concrete action for materializing market-
oriented agriculture. Therefore, this step is extremely critical and extension staff should make sure 
that the farmers open their horizon for horticultural farming as a business though exercises such 
as baseline surveys and market surveys. 

2.1 Matching Forum (Optional Activity) 

Four Steps Activities 

1. Farmers understand the 
goal - CAP Approach Workshop 

2. Farmers’ awareness is 
raised 

- (Optional) Matching Forum  
- Market Survey by Farmers   
- (Optional) Farmer Supplier Interaction Workshop 
- Participatory Baseline Survey 
- Study Tour 

3. Farmers make decision  - Action Plan Making (Crop Selection, Crop Calendar 
Making & Resource Mobilization) 

4. Farmers acquire skills - On-site Coaching 

Follow-up and monitoring (including Participatory Endline Survey) 

 

Objectives 

The main objective of Matching Forum is to help farmers establish business linkage with buyers of 
vegetable crops and learn about marketing for their produce. It also aims to overcome mistrust and 
misunderstanding between farmers and buyers. Therefore, the forum includes only farmers and 
buyers and does not include agricultural inputs, equipment, financing or insurance. Matching Forum 
is also an opportunity for buyers to expand their business. Matching Forum can be used as an 
introductory activity prior to Market Survey by Farmers.  

Key Implementation Tips, Effects, and Enhanced Motivation 

Tips Effects Motivation 

 Profiles of farmers and 
buyers are exchanged 
beforehand 

 Participants can start discussions on their 
producing / handling situations better, leading to 
better mutual understanding 

Relatedness

 

 

 

 We are here.
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Formats

The followings are some pages of Farm Management Handbook, whose whole contents are 
included in the attached electric files.  
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Implementation Procedures 

Preparation 

Extension staff find potential buyers and decide which buyers to invite and how many.  

A. Extension staff need to explain to both buyers and farmers the purposes of the Matching 
Forum to encourage them to participate in it, before bringing organizing the forum. 

B. Extension staff arrange venues and bring their farmers there. 

C. Extension staff facilitate the farmers and the buyers to interact each other by exchanging 
information. 

D. Extension staff help farmer groups hold a feedback session where the representatives share 
and discuss with fellow farmers about what they have learned and how they can apply lessons 
to their farming practice. 

 

Timetable of Matching Forum (example) 

Venue: District or Municipality level 
Participants: a male and a female farmer each from 5-10 farmer groups and 5 -10 buyers 

Time Topics 
15 minutes  Introduction and objectives 
30– 60 minutes  Presentation of production and marketing situations by each 

farmer group (5-10 minutes each) 
60 minutes  Interaction time between farmer groups and buyers. Each 

farmer group freely talks with buyers individually 
 Exchange of contact numbers 

30 minutes  Snack and tea 

Formats

The following format is a farmer group’s profile which shows the production, potential and season 
of their farming. 
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2.2 Market Survey by Farmers  

Four Steps Activities 

1. Farmers understand the 
goal - CAP Approach Workshop 

2. Farmers’ awareness is 
raised 

- (Optional) Matching Forum  
- Market Survey by Farmers   
- (Optional) Farmer Supplier Interaction Workshop 
- Participatory Baseline Survey 
- Study Tour 

3. Farmers make decision  - Action Plan Making (Crop Selection, Crop Calendar 
Making & Resource Mobilization) 

4. Farmers acquire skills - On-site Coaching 

Follow-up and monitoring (including Participatory Endline Survey) 

Objectives 

Market Survey by Farmers s are conducted by farmers themselves in CAP Approach with the 
facilitation and support of extension staff. The main purpose of CAP Approach’s farmer-initiated 
market survey is to encourage farmers to have hands-on experiences of understanding how 
markets operate and what markets want from the producers. At the same time, by conducting 
market surveys, farmers will be able to build a rapport with various market players, such as 
wholesalers, retailers, middlemen, etc., and widen their interpersonal networks which can 
contribute to creating a win-win situation with the market stakeholders. 

Farmers obtain useful market information to decide the variety of crops to be cultivated in the 
coming year, the annual crop calendar, and the buyers to whom they are going to sell each of their 
produce. Buyers, in turn, obtain the information on farmers who can produce those crops with high 
profit. Suppliers obtain the information on possible clients. 

Farmers are expected to make their own annual action plan of farming and marketing based on 
results of the market surveys, and therefore, it is important for farmers to continue doing the market 
survey until they get enough information through market surveys in the same or different markets. 

Farmers should be encouraged to keep contact with those buyers to whom they may sell their 
produce during the farming period to continue confirming the selling conditions of their produce". 
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Implementation Procedures 
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C. Extension staff facilitate the farmers and the buyers to interact each other by exchanging 
information. 

D. Extension staff help farmer groups hold a feedback session where the representatives share 
and discuss with fellow farmers about what they have learned and how they can apply lessons 
to their farming practice. 

 

Timetable of Matching Forum (example) 

Venue: District or Municipality level 
Participants: a male and a female farmer each from 5-10 farmer groups and 5 -10 buyers 

Time Topics 
15 minutes  Introduction and objectives 
30– 60 minutes  Presentation of production and marketing situations by each 

farmer group (5-10 minutes each) 
60 minutes  Interaction time between farmer groups and buyers. Each 

farmer group freely talks with buyers individually 
 Exchange of contact numbers 

30 minutes  Snack and tea 
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Key Implementation Tips, Effects and Enhanced Motivation 

Tips Effects Motivation 

 Farmers decide which markets to 
visit 

 A sense of autonomy is enhanced Autonomy 

 Buyers for interviews are pre-
selected and well-informed 
beforehand 

 Farmers know whom to meet and ask 
questions beforehand 

 Farmers are paid attentions well and 
avoid awkwardness in asking questions 

Competence
Relatedness

Implementation Procedures 

Preparation 

A. Extension staff check the production capacity of farmer groups and suggest possible markets 
for survey. For instance, if farmer groups ‘produce is limited, small-scale local markets will be 
suitable. If farmer groups ‘produce is large, their target markets will be larger, provincial or 
national markets. The destination markets should be decided by farmers by comparing 
possible markets, thus, it is not recommendable for extension staff to make this decision for 
farmers.  

B. For the practice purpose, Extension staff may decide to which market he/she can take farmers 
for their OJT, though. 

C. Extension staff inform to and ask for cooperation from the representatives of the market which 
their farmer groups will visit with official letters from Implementers.  

D. Extension staffs explain to farmer groups about the meaning of the market survey format and 
clarify what kind of information to collect in the market survey.  Extension staff help them 
practice the survey in a role play at the group. 

Survey day 

E. For the first market survey, extension staffs accompany the representatives of farmer groups 
when going the target market and help them ask questions to the buyers in the markets.  

F. From the second market survey onwards, farmer group members themselves conduct 
surveys on their own. Only representatives from the farmer groups attend the practice, but for 
the actual market surveys any farmer group members or their household members can 
conduct. 

After the survey 

G. Within a week of the market survey, extension staff help farmer representatives to hold a 
workshop to share information collected from the market with their group members.”. 

 

20 

Box 2 Market Survey Changes Farmers Behaviour 

Why? 
Farmers did not know how market is moving although 
market determines actual prices of vegetables. Farmers 
also do not know traders that distribute vegetables and 
have direct connection to the market. As a result, farmers 
do not know how to get more profit through vegetable 
production and marketing. 
 
How? 
CAP Approach provided farmers with opportunities of 
practice to talk directly with traders at markets. Through 
the practice, farmers can recognize that they can collect the information through market surveys on 
actual market demand on the variety, quantity, quality and timing of sales of crops. 
 
Results? 
Farmer groups continue doing market surveys by 
themselves and keep contact with some of traders to get 
updated information on markets. The followings are 
examples of positive effect of markets surveys by farmer 
 
Changing the crops
Farmers used to crop maize, finger millet in rainy season. 
After market survey, they have found out that demand for 
tomato is high so changed to tunnel tomato and earned Rs 
20,000 per tunnel. [Shrijanshil, Khandadevi RM] 
Changing the seasons
Farmers used to crop cauliflower in winter season but after 
market survey they noticed that during festival seasons 
demand was high, so they started to cultivate 3 months 
earlier to market in festival seasons. [Shree Vyankure Devi, 
Melung RM] 
Changing the marketing practices
In the past, farmers just sold all their products in bulk. Now, they sort and grade their vegetables 
[Bhimeshowr, Sindhuli]  
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Formats 
The following is the market survey formats to be filled by farmers. 

 

 

Column 3 Three Principles of the CAP Market Survey by Farmers  

CAP’s market survey demonstrates the 
three very important “principles” which 
place an emphasis on supporting farmers 
‘psychological need for autonomy and 
competence. The three principles are: to 
collect information (1) that suits the 
situations of the farmers, (2) from a 
viewpoint of the farmers, (3) by the 
farmers in order for the farmers to explore 
business possibilities and options. Unlike 
the conventional notion of market surveys, 

CAP’s market survey is not only about getting market prices. Rather, it is about finding business 
potential and options. CAP’s three principles in market surveys are shown in the diagram below. 

22 

Among the three principles, perhaps the most vital of all is the element of surveys “conducted by 
the farmers”. Farmers’ autonomy and ownership of market surveys are extremely crucial for the 
success of CAP activities. 
CAP’s market survey, which tries to capture not only market prices but also multidimensional market 
information, is, in fact, designed to uncover “tacit knowledge” the market possesses. In order to 
access, feel and understand tacit knowledge, it is necessary to share experience sand have a 
dialogue with those who possess such tacit knowledge. In this sense, it is important for the farmers 
to go to the market themselves and observe/have direct conversations with the market actors such 
as buyers, middlemen, shoppers and so on. This is why it is critical for the farmers themselves to do 
market surveys. 
CAP’s market survey is to uncover the tacit knowledge of the market, which is relevant to, and 
beneficial for, the target farmers. In other words, SHEP’s market survey is to utilize and share the 
farmers’ own tacit knowledge with the tacit knowledge of the market. The two types of tacit 
knowledge will be effectively combined and formed into new knowledge in the process of the 
market survey. 
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Formats 
The following is the market survey formats to be filled by farmers. 
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2.3 Farmer-Supplier Interaction Workshop (Optional Activity) 

Four Steps Activities 

1. Farmers understand the 
goal - CAP Approach Workshop 

2. Farmers’ awareness is 
raised 

- (Optional) Matching Forum  
- Market Survey  
- (Optional) Farmer Supplier Interaction Workshop 
- Participatory Baseline Survey 
- Study Tour 

3. Farmers make decision  - Action Plan Making (Crop Selection, Crop Calendar 
Making & Resource Mobilization) 

4. Farmers acquire skills - On-site Coaching 

Follow-up and monitoring (including Participatory Endline Survey) 

Objectives 

The main objective of FSIW is to help farmers establish business linkage with market actors 
involved in vegetable business and learn about agricultural inputs, equipment, financing and 
insurance which are useful for their vegetable farming. FSIW also provides an opportunity for 
agricultural input suppliers and service providers with an opportunity to expand their business. No 
buyer (not only middlemen and wholesalers but also any type of buyers) but only service, 
equipment and goods suppliers are the target together with farmers for FSIW.   

Outline 

Suppliers/service providers introduce their businesses / services (5 - 10 minutes each) through 
presentation, and they interact with participating farmers at the exhibition venue outside later on. 

Key Implementation Tips, Effects, and Enhanced Motivation 

Tips Effects Motivation 

 Both women and men 
participate in workshop 

 Information on services, goods and equipment to 
meet needs of both men and women in farming 
will be collected 

Relatedness

 Exhibition of farming 
inputs are conducted in 
the venue 

 Through face-to-face conversations with input 
suppliers, farmers understand the pros and cons 
of various farming inputs (equipment, machines, 
seeds, etc.)  

Autonomy 
Competence
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Implementation Procedures 

Preparation 

Extension staff find potential suppliers and service providers and decide which suppliers to invite.  

 

Timetable of FSIW (example) 
Venue: Provincial, District or Municipality level 
Participants: A male and a female farmer each from 30 farmer groups and10-20 suppliers / service 
providers (seed suppliers, fertilizer/pesticide suppliers, agricultural machinery suppliers, banks / 
microfinance institutions, agricultural insurance company, etc.) 

Time Topics 
60 minutes  Registration (Tea and snack) 
30 minutes  Objectives and procedure of the workshop 

 Presentation on CAP: Achievements  
80 minutes  Suppliers/service providers introduce their businesses / 

services (5 -10 min each) through presentation 
10 minutes  Remarks / Announcement 

60 minutes  Lunch break 

120 minutes  Interaction time at the exhibition venue outside. Each 
farmer group freely talks with suppliers/service providers 
individually 

15 minutes  Wrap-up in group: Each farmer group wraps up 
information they get and take notes for sharing with fellow 
members back home (tea and snack). 

15 minutes  Comments from representatives from suppliers and 
service providers 

 Closing remarks  
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Implementation Procedures 
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 Closing remarks  
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2.4 Participatory Baseline Survey 

Four Steps Activities 

1. Farmers understand the 
goal - CAP Approach Workshop 

2. Farmers’ awareness is 
raised 

- (Optional) Matching Forum  
- Market Survey by Farmers   
- (Optional) Farmer Supplier Interaction Workshop 
- Participatory Baseline Survey 
- Study Tour 

3. Farmers make decision  - Action Plan Making (Crop Selection, Crop Calendar 
Making & Resource Mobilization) 

4. Farmers acquire skills - On-site Coaching 

Follow-up and monitoring (including Participatory Endline Survey) 

Objectives 

The participatory baseline survey gives the target farmers opportunities to look at their current 
farming situations in terms of production, income and farming techniques so that they can clearly 
identify areas for improvement. The farmers also understand the importance of record keeping. 
This occasion enables extension staff to gather hard data on the target beneficiaries’ farming 
practices, which, at a later stage, will be used to monitor the results of CAP intervention. 

Key Implementation Tips, Effects, and Enhanced Motivation 

Tips Effects Motivation 

 Both the farmer group 
members and his / her 
partner in farming 
participate in Baseline 
Survey 

 Point of view of all the partners, including women 
and men, are reflected to better identify the 
current situation of farming of each household 

Relatedness

 Format is made as 
simple as possible 

 Farmers understand the contents and fill in the 
format without difficulties 

Competence

 Literate farmers help 
illiterate farmers in 
filling the format 

 Illiterate farmers understand the contents and fill 
in the format without difficulties 

Relatedness

Implementation Procedures 

A. Extension staff explain about the objectives. They distribute the baseline survey formats to 
FG members and explain how to fill them. 

B. FG members take the format to their home and fill in the form with their partner in farming. 
They calculate the planted area, production and sales volume, gross income, cash cost, gross 
profit of their vegetable crops last year.  

C. Next day, extension staff hold a meeting to collect the filled formats. Extension staff and literate 
FG members help those who have not filled the formats properly.  

 We are here.
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D. Extension staff take photographs of the filled formats for copies in the office as a reference for 
their future extension services. The original formats should be return to FG members. The 
filled baseline survey formats will be later compared with endline survey results by farmer 
themselves for their learning. 

 

Box 3 “Home assignment” system during baseline surveys 

Why?  
Extension staff found that many of the farmers did not 
have figures, such as production costs and sales 
amounts at hand during the baseline survey. They 
needed to go home to check their record or to ask 
their family members to get accurate figures. 
Finishing the baseline survey on the spot in a day’s 
gathering was difficult. 
 
How?  
Extension staff organized two-day sessions for the 
baseline survey. First day, the Extension staff 
explained to farmer group members of the purpose 
of the Baseline Survey and what data are required to fill the format. As it was difficult for most of the 
farmers to fill the format on the spot, the Extension staff asked the members to fill the format at home 
in consultation with their notebooks and other family members. On the second day, the Extension 
staff collected the filled formats from the members, and after taking their pictures, the Extension staff 
gave back all the formats to the members. 
 
Results? 
More accurate and reliable data were collected. All the family members, including husbands and 
wives, worked together to understand the current situation of their farming as income source, thereby 
the Baseline Survey contributed to raise interests of all the family members in the current balance 
between income and costs incurred by their vegetable production. 

 

Formats

The following figures are samples of baseline survey questionnaire formats. Two types of formats 
need to be filled out by the farmers.  
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2.4 Participatory Baseline Survey 

Four Steps Activities 

1. Farmers understand the 
goal - CAP Approach Workshop 

2. Farmers’ awareness is 
raised 

- (Optional) Matching Forum  
- Market Survey by Farmers   
- (Optional) Farmer Supplier Interaction Workshop 
- Participatory Baseline Survey 
- Study Tour 

3. Farmers make decision  - Action Plan Making (Crop Selection, Crop Calendar 
Making & Resource Mobilization) 

4. Farmers acquire skills - On-site Coaching 

Follow-up and monitoring (including Participatory Endline Survey) 

Objectives 

The participatory baseline survey gives the target farmers opportunities to look at their current 
farming situations in terms of production, income and farming techniques so that they can clearly 
identify areas for improvement. The farmers also understand the importance of record keeping. 
This occasion enables extension staff to gather hard data on the target beneficiaries’ farming 
practices, which, at a later stage, will be used to monitor the results of CAP intervention. 

Key Implementation Tips, Effects, and Enhanced Motivation 
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and men, are reflected to better identify the 
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 Farmers understand the contents and fill in the 
format without difficulties 
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 Illiterate farmers understand the contents and fill 
in the format without difficulties 

Relatedness

Implementation Procedures 

A. Extension staff explain about the objectives. They distribute the baseline survey formats to 
FG members and explain how to fill them. 

B. FG members take the format to their home and fill in the form with their partner in farming. 
They calculate the planted area, production and sales volume, gross income, cash cost, gross 
profit of their vegetable crops last year.  

C. Next day, extension staff hold a meeting to collect the filled formats. Extension staff and literate 
FG members help those who have not filled the formats properly.  

 We are here.
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D. Extension staff take photographs of the filled formats for copies in the office as a reference for 
their future extension services. The original formats should be return to FG members. The 
filled baseline survey formats will be later compared with endline survey results by farmer 
themselves for their learning. 

 

Box 3 “Home assignment” system during baseline surveys 

Why?  
Extension staff found that many of the farmers did not 
have figures, such as production costs and sales 
amounts at hand during the baseline survey. They 
needed to go home to check their record or to ask 
their family members to get accurate figures. 
Finishing the baseline survey on the spot in a day’s 
gathering was difficult. 
 
How?  
Extension staff organized two-day sessions for the 
baseline survey. First day, the Extension staff 
explained to farmer group members of the purpose 
of the Baseline Survey and what data are required to fill the format. As it was difficult for most of the 
farmers to fill the format on the spot, the Extension staff asked the members to fill the format at home 
in consultation with their notebooks and other family members. On the second day, the Extension 
staff collected the filled formats from the members, and after taking their pictures, the Extension staff 
gave back all the formats to the members. 
 
Results? 
More accurate and reliable data were collected. All the family members, including husbands and 
wives, worked together to understand the current situation of their farming as income source, thereby 
the Baseline Survey contributed to raise interests of all the family members in the current balance 
between income and costs incurred by their vegetable production. 

 

Formats

The following figures are samples of baseline survey questionnaire formats. Two types of formats 
need to be filled out by the farmers.  
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2.5 Study Tour  

Four Steps Activities 

1. Farmers understand the 
goal - CAP Approach Workshop 

2. Farmers’ awareness is 
raised 

- (Optional) Matching Forum  
- Market Survey by Farmers   
- (Optional) Farmer Supplier Interaction Workshop 
- Participatory Baseline Survey 
- Study Tour 

3. Farmers make decision  - Action Plan Making (Crop Selection, Crop Calendar 
Making & Resource Mobilization) 

4. Farmers acquire skills - On-site Coaching 

Follow-up and monitoring (including Participatory Endline Survey) 

Objectives 

Study Tour aims to enhance farmer group members’ awareness and motivation about commercial 
vegetable production and marketing. If it is conducted in the second year, it further provides 
opportunities to enhance farmer group members’ skills and knowledge about commercial vegetable 
production and marketing. 

In an option, Study Tour can be conducted with other FGs at same level of target FGs depending 
on the technical skill level of the FG members and the budget availability of Local Governments 
etc. It is like a farmer to farmer approach for learning from others, and it enhances both FGs’ 
motivation such as relatedness and autonomy. 

Outline

Representatives of farmer group members visit advanced areas in commercial vegetable 
production/other FG’s areas, observe its farming and marketing practices and interact with its 
farmers. After the Study Tour, they share and discuss with fellow farmers about what they have 
learned and how they can apply to their farming. 

Key Implementation Tips, Effects, and Enhanced Motivation 

Tips Effects Motivation 

 Both women and men 
participate in study tour 

 Lessons can be drawn from different point of 
views having both women and men participants. 
For instance, not only lessons to improve 
profitability but also those to save workload and 
time can be learnt 

Relatedness
Competence

 Several groups travel 
together as a group for 
specific crops / farming 
methods 

 Farmers learn more effectively through 
observations and discussions with fellow farmers 
who are interested in similar crops and/or 
farming methods such as tunnel tomato farming  

Relatedness
Competence

 Farmers have free time 
for observation and 
discussions  

 Each participant can have a time to learn from 
advanced farmers and fellow farmers by 
interacting them based on personal interests 

Autonomy 
Relatedness

 We are here.
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Implementation Procedures 

A. Extension staff select and pre-arrange where to visit and whom to meet.  

B. Extension staff help farmer group members select representative farmers (2 women and 2 
men) who are willing to share information obtained during the Study Tour with their fellow 
farmers.  

C. Extension staff and representative farmers from several farmer groups visit advanced areas 
together.  

D. Extension staff help farmer representatives observe the fields and make inquiry to the farming 
by using the Study Tour Check List shown below or the corresponding page of the Farm 
Management Notebook. 

E. Extension staff help farmer groups hold a feedback session where the representatives share 
and discuss with fellow farmers about what they have learned and how they can apply lessons 
to their farming practice. 

Box 4 Study Tour  

Why?  

Some farmer group members did not have enough skills 
and knowledge in market-oriented agriculture, but they 
did not have either a clear image of market-oriented 
horticulture, as there is no good example nearby. 

How? 

“Seeing is believing”. CAP offered farmer group the 
opportunity of the study tour to the progressive 
horticultural farming areas such as Dhading District. 
Those representatives selected by each of FGs 
participated in the tour, and after the tour, they shared what they had learnt through the tour with 
other FG members. 

Results?  

Most of FGs that had sent their representatives to the Study tours experienced a significant 
improvement in their vegetable production by applying those farming and marketing techniques 
learnt through the tours.  

For instance, the Alika fruit production farmer group of Dhulikhel Municipality experienced a 
significant increase in their tomato production by applying the techniques of pruning, mulching, and 
eliminating extra leaves as advanced farmers were doing. One of the FG members said, "There is 
no comparison in the results between now and 2 years ago. It's like a black and white!” 

Formats

Here is a sample of checklist for farmers in Study Tour. 

नोट 
 नसर्री M  
 खा�द त�� �����ा�न M  
 रोग िकरा �����ा�न M  
 िसचाइ M  
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3. Step 3- Farmers Make Decision 

After the raising the awareness of farmers in Step 2, the farmers move on to the next step, Step 3, 
where they make important decisions (Action Plan Making) on their horticultural businesses. The 
decisions to be made are: what crops to grow at what time, in what quantity and quality, and so 
forth. Those decisions should be made based on group consensus formed through discussion 
among members. Extension staff’s role is not to make decisions for the farmers, rather, to help 
farmers to make the right decisions by providing appropriate guidance and expert knowledge on 
agriculture. 

3.1 Action Plan Making (Crop Selection, Crop Calendar Making& Resource Mobilization) 

Four Steps Activities 

1. Farmers understand the 
goal - CAP Approach Workshop 

2. Farmers’ awareness is 
raised 

- (Optional) Matching Forum  
- Market Survey by Farmers   
- (Optional) Farmer Supplier Interaction Workshop 
- Participatory Baseline Survey 
- Study Tour 

3. Farmers make decision  
- Action Plan Making (Crop Selection, Crop 
Calendar Making & Resource Mobilization) 

4. Farmers acquire skills - On-site Coaching 

Follow-up and monitoring (including Participatory Endline Survey) 

Objectives 

The farmer group members and their business partners together make their annual action plan by 
selecting the target crops, developing the cropping calendars, and identifying necessary inputs and 
their sources. 

Key Implementation Tips, Effects and Enhanced Motivation 

Tips Effects Motivation 

 Extension staff help but let 
farmers decide on their own by 
voting and consensus with 
prepared formats in brown paper 

 Farmers make decisions on what, when 
and how to crop 

 Farmers are able to select crops on 
their own based on results of market 
surveys and of analysis of their 
circumstances and capacity 

 Democratic process is ensured 

Autonomy 
Competence
Relatedness

 We are here. 
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2.5 Study Tour  

Four Steps Activities 

1. Farmers understand the 
goal - CAP Approach Workshop 

2. Farmers’ awareness is 
raised 

- (Optional) Matching Forum  
- Market Survey by Farmers   
- (Optional) Farmer Supplier Interaction Workshop 
- Participatory Baseline Survey 
- Study Tour 

3. Farmers make decision  - Action Plan Making (Crop Selection, Crop Calendar 
Making & Resource Mobilization) 

4. Farmers acquire skills - On-site Coaching 

Follow-up and monitoring (including Participatory Endline Survey) 

Objectives 

Study Tour aims to enhance farmer group members’ awareness and motivation about commercial 
vegetable production and marketing. If it is conducted in the second year, it further provides 
opportunities to enhance farmer group members’ skills and knowledge about commercial vegetable 
production and marketing. 

In an option, Study Tour can be conducted with other FGs at same level of target FGs depending 
on the technical skill level of the FG members and the budget availability of Local Governments 
etc. It is like a farmer to farmer approach for learning from others, and it enhances both FGs’ 
motivation such as relatedness and autonomy. 

Outline

Representatives of farmer group members visit advanced areas in commercial vegetable 
production/other FG’s areas, observe its farming and marketing practices and interact with its 
farmers. After the Study Tour, they share and discuss with fellow farmers about what they have 
learned and how they can apply to their farming. 

Key Implementation Tips, Effects, and Enhanced Motivation 

Tips Effects Motivation 

 Both women and men 
participate in study tour 

 Lessons can be drawn from different point of 
views having both women and men participants. 
For instance, not only lessons to improve 
profitability but also those to save workload and 
time can be learnt 

Relatedness
Competence

 Several groups travel 
together as a group for 
specific crops / farming 
methods 

 Farmers learn more effectively through 
observations and discussions with fellow farmers 
who are interested in similar crops and/or 
farming methods such as tunnel tomato farming  

Relatedness
Competence

 Farmers have free time 
for observation and 
discussions  

 Each participant can have a time to learn from 
advanced farmers and fellow farmers by 
interacting them based on personal interests 

Autonomy 
Relatedness
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Implementation Procedures 

A. Extension staff select and pre-arrange where to visit and whom to meet.  

B. Extension staff help farmer group members select representative farmers (2 women and 2 
men) who are willing to share information obtained during the Study Tour with their fellow 
farmers.  

C. Extension staff and representative farmers from several farmer groups visit advanced areas 
together.  

D. Extension staff help farmer representatives observe the fields and make inquiry to the farming 
by using the Study Tour Check List shown below or the corresponding page of the Farm 
Management Notebook. 

E. Extension staff help farmer groups hold a feedback session where the representatives share 
and discuss with fellow farmers about what they have learned and how they can apply lessons 
to their farming practice. 

Box 4 Study Tour  

Why?  

Some farmer group members did not have enough skills 
and knowledge in market-oriented agriculture, but they 
did not have either a clear image of market-oriented 
horticulture, as there is no good example nearby. 

How? 

“Seeing is believing”. CAP offered farmer group the 
opportunity of the study tour to the progressive 
horticultural farming areas such as Dhading District. 
Those representatives selected by each of FGs 
participated in the tour, and after the tour, they shared what they had learnt through the tour with 
other FG members. 

Results?  

Most of FGs that had sent their representatives to the Study tours experienced a significant 
improvement in their vegetable production by applying those farming and marketing techniques 
learnt through the tours.  

For instance, the Alika fruit production farmer group of Dhulikhel Municipality experienced a 
significant increase in their tomato production by applying the techniques of pruning, mulching, and 
eliminating extra leaves as advanced farmers were doing. One of the FG members said, "There is 
no comparison in the results between now and 2 years ago. It's like a black and white!” 

Formats

Here is a sample of checklist for farmers in Study Tour. 

नोट 
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 रोग िकरा �����ा�न M  
 िसचाइ M  
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3. Step 3- Farmers Make Decision 

After the raising the awareness of farmers in Step 2, the farmers move on to the next step, Step 3, 
where they make important decisions (Action Plan Making) on their horticultural businesses. The 
decisions to be made are: what crops to grow at what time, in what quantity and quality, and so 
forth. Those decisions should be made based on group consensus formed through discussion 
among members. Extension staff’s role is not to make decisions for the farmers, rather, to help 
farmers to make the right decisions by providing appropriate guidance and expert knowledge on 
agriculture. 

3.1 Action Plan Making (Crop Selection, Crop Calendar Making& Resource Mobilization) 

Four Steps Activities 

1. Farmers understand the 
goal - CAP Approach Workshop 

2. Farmers’ awareness is 
raised 

- (Optional) Matching Forum  
- Market Survey by Farmers   
- (Optional) Farmer Supplier Interaction Workshop 
- Participatory Baseline Survey 
- Study Tour 

3. Farmers make decision  
- Action Plan Making (Crop Selection, Crop 
Calendar Making & Resource Mobilization) 

4. Farmers acquire skills - On-site Coaching 

Follow-up and monitoring (including Participatory Endline Survey) 

Objectives 

The farmer group members and their business partners together make their annual action plan by 
selecting the target crops, developing the cropping calendars, and identifying necessary inputs and 
their sources. 

Key Implementation Tips, Effects and Enhanced Motivation 

Tips Effects Motivation 

 Extension staff help but let 
farmers decide on their own by 
voting and consensus with 
prepared formats in brown paper 

 Farmers make decisions on what, when 
and how to crop 

 Farmers are able to select crops on 
their own based on results of market 
surveys and of analysis of their 
circumstances and capacity 

 Democratic process is ensured 

Autonomy 
Competence
Relatedness

 We are here. 
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3. Step 3- Farmers Make Decision 

After the raising the awareness of farmers in Step 2, the farmers move on to the next step, Step 3, 
where they make important decisions (Action Plan Making) on their horticultural businesses. The 
decisions to be made are: what crops to grow at what time, in what quantity and quality, and so 
forth. Those decisions should be made based on group consensus formed through discussion 
among members. Extension staff’s role is not to make decisions for the farmers, rather, to help 
farmers to make the right decisions by providing appropriate guidance and expert knowledge on 
agriculture. 

3.1 Action Plan Making (Crop Selection, Crop Calendar Making& Resource Mobilization) 

Four Steps Activities 

1. Farmers understand the 
goal - CAP Approach Workshop 

2. Farmers’ awareness is 
raised 

- (Optional) Matching Forum  
- Market Survey by Farmers   
- (Optional) Farmer Supplier Interaction Workshop 
- Participatory Baseline Survey 
- Study Tour 

3. Farmers make decision  
- Action Plan Making (Crop Selection, Crop 
Calendar Making & Resource Mobilization) 

4. Farmers acquire skills - On-site Coaching 

Follow-up and monitoring (including Participatory Endline Survey) 

Objectives 

The farmer group members and their business partners together make their annual action plan by 
selecting the target crops, developing the cropping calendars, and identifying necessary inputs and 
their sources. 

Key Implementation Tips, Effects and Enhanced Motivation 

Tips Effects Motivation 

 Extension staff help but let 
farmers decide on their own by 
voting and consensus with 
prepared formats in brown paper 

 Farmers make decisions on what, when 
and how to crop 

 Farmers are able to select crops on 
their own based on results of market 
surveys and of analysis of their 
circumstances and capacity 

 Democratic process is ensured 

Autonomy 
Competence
Relatedness
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Tips Effects Motivation

 Extension staff gives useful 
advice in agro-ecological 
suitability of specific crops 

 Technically or scientifically correct 
decisions can be made by farmers. 

Competence

 Extension staff are provided with 
Anchoko (a cheat sheet) for the 
whole procedure   

 Farmers understand the whole 
procedure better through the clear 
explanation  

Competence

Implementation Procedures 

A. Extension staff prepare budget and materials for this workshop and arrange an appropriate 
date for their farmers. 

B. This workshop should be conducted with steps which are shown in following table. 

 

Step Topic  Description  Advice to the facilitation 
1 Introduction Extension staff explain the objectives 

of crop selection and crop calendar 
making 

Try to give farmers a big picture 
and the destination of the 
workshop clearly in a short 
message. 

2 Current 
crops 

Let the participants (members and 
their business partners of the same 
household) name the major crops 
grown in their fields to confirm them 
and their performance 

N/A 

3 Market 
survey 

Let the market survey representatives 
share the results of all the crops with 
the clarification of high price seasons 

Let the representatives clarify 
possible sales prices of crops 
every month 

4 Opportunities 
and favorable 
factors 

Let the participants share information 
on available opportunities and 
favorable factors for their commercial 
agriculture (such as subsidies, grants, 
new infrastructure planned to be 
established, etc.) 

Extension staff and observers from 
ward committee or local 
government may also share useful 
information such as subsidies, 
grants, etc. from their sides 

5 Nominating 
target crops 

Let the participants nominate target 
crops by considering market potential 
and the participants’ experiences 

Let the participants take into 
account the opportunities and 
favorable factors and technical and 
agroecological feasibility points of 
view from extension staff 

6 Voting Let the participants vote and select 2 
crops for the dry season and 2 crops 
for the rainy season tentatively. 

N/A 
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3. Step 3- Farmers Make Decision 

After the raising the awareness of farmers in Step 2, the farmers move on to the next step, Step 3, 
where they make important decisions (Action Plan Making) on their horticultural businesses. The 
decisions to be made are: what crops to grow at what time, in what quantity and quality, and so 
forth. Those decisions should be made based on group consensus formed through discussion 
among members. Extension staff’s role is not to make decisions for the farmers, rather, to help 
farmers to make the right decisions by providing appropriate guidance and expert knowledge on 
agriculture. 

3.1 Action Plan Making (Crop Selection, Crop Calendar Making& Resource Mobilization) 

Four Steps Activities 

1. Farmers understand the 
goal - CAP Approach Workshop 

2. Farmers’ awareness is 
raised 

- (Optional) Matching Forum  
- Market Survey by Farmers   
- (Optional) Farmer Supplier Interaction Workshop 
- Participatory Baseline Survey 
- Study Tour 

3. Farmers make decision  
- Action Plan Making (Crop Selection, Crop 
Calendar Making & Resource Mobilization) 

4. Farmers acquire skills - On-site Coaching 

Follow-up and monitoring (including Participatory Endline Survey) 

Objectives 

The farmer group members and their business partners together make their annual action plan by 
selecting the target crops, developing the cropping calendars, and identifying necessary inputs and 
their sources. 

Key Implementation Tips, Effects and Enhanced Motivation 

Tips Effects Motivation 

 Extension staff help but let 
farmers decide on their own by 
voting and consensus with 
prepared formats in brown paper 

 Farmers make decisions on what, when 
and how to crop 

 Farmers are able to select crops on 
their own based on results of market 
surveys and of analysis of their 
circumstances and capacity 

 Democratic process is ensured 

Autonomy 
Competence
Relatedness

 We are here. 
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Tips Effects Motivation

 Extension staff gives useful 
advice in agro-ecological 
suitability of specific crops 

 Technically or scientifically correct 
decisions can be made by farmers. 

Competence

 Extension staff are provided with 
Anchoko (a cheat sheet) for the 
whole procedure   

 Farmers understand the whole 
procedure better through the clear 
explanation  

Competence

Implementation Procedures 

A. Extension staff prepare budget and materials for this workshop and arrange an appropriate 
date for their farmers. 

B. This workshop should be conducted with steps which are shown in following table. 

 

Step Topic  Description  Advice to the facilitation 
1 Introduction Extension staff explain the objectives 

of crop selection and crop calendar 
making 

Try to give farmers a big picture 
and the destination of the 
workshop clearly in a short 
message. 

2 Current 
crops 

Let the participants (members and 
their business partners of the same 
household) name the major crops 
grown in their fields to confirm them 
and their performance 

N/A 

3 Market 
survey 

Let the market survey representatives 
share the results of all the crops with 
the clarification of high price seasons 

Let the representatives clarify 
possible sales prices of crops 
every month 

4 Opportunities 
and favorable 
factors 

Let the participants share information 
on available opportunities and 
favorable factors for their commercial 
agriculture (such as subsidies, grants, 
new infrastructure planned to be 
established, etc.) 

Extension staff and observers from 
ward committee or local 
government may also share useful 
information such as subsidies, 
grants, etc. from their sides 

5 Nominating 
target crops 

Let the participants nominate target 
crops by considering market potential 
and the participants’ experiences 

Let the participants take into 
account the opportunities and 
favorable factors and technical and 
agroecological feasibility points of 
view from extension staff 

6 Voting Let the participants vote and select 2 
crops for the dry season and 2 crops 
for the rainy season tentatively. 

N/A 
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Step Topic  Description  Advice to the facilitation 
7 Checking 

feasibility 
Let the participants discuss the 
characteristics and issues on the 
selected 4 crops to assess their 
feasibility. 

Let those experienced farmers 
among the participants explain 
characteristics and issues of each 
of the 4 crops. Also let other less-
experienced farmers raise their 
worries and questions.  

8 Final crop 
selection 

Let the participants take those 
feasible crops as target crops and 
replace those unfeasible crops with 
other feasible crops. 

N/A 

9 Declaring 
commitment 
of cropping 
area 

To facilitate the participants to declare, 
this exercise can be done by dividing 
the participants into small groups. 

If there is any participant who 
cannot commit any area, leave 
them to consult with their partners.

10 Possible total 
sale 

Estimate the possible total sales of 
each of the target crops by calculating 
from the total committed areas, 
estimated yields and estimated sales 
prices. 

Sum up sales per household and 
add them up on a brown paper to 
show the total sales to all the 
participants. 

11 Resource 
mobilization 
planning 

Let the participants plan how to 
procure all the inputs and investment 
required to cultivate each of the target 
crops 

Let the participants agree who 
does what by when and how.  

12 Approval Let the participants approve the plan 
made through the workshop as their 
group’s action plan  

The original plan should remain 
with FG, while a copy should be 
submitted to the local government 
through the Extension staff in 
charge 

 

Column 4 Examples of Action Plan Making Benefit 

Collective crop selection:  
FGs used to cultivate individually. After applying the CAP Approach, they 
discussed and selected varieties that will bring profit to them. They produce 
individually but if they produce same crop, they can market it collectively and 
solve issues during cultivation. Farmer groups became to select those core 
crops in the Action Plan Making process. 
 
Need based support:  
SRC-CAP Project provided financial support as part of the project 
activities based on the farmers’ needs. With 50% group contribution, 
FGs on their own had to purchase and manage agriculture input or 
infrastructure items. In Sindhuli, they purchased pump for lift 
irrigation. Then, they are cultivating vegetables with year-round 
irrigation in 150 ropani, which allowed them to shift cropping pattern 
from cereal crops to vegetables. [Sunkoshi RM, Sindhuli] 
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Box 5 Anchoko (a cheat sheet / a checklist) for efficient implementation and better 
undestanding  

Anchoko is a Japanese word meaning a concise 
set of notes used for quick reference. CAP 
developed Anchoko for many farmer activities with 
which the extension staff can explain contents 
clearly in a set order.  
 
WHY?  

 When implementing complicated activities 
such as Action Plan Making for the first time, 
the extension staff are often confused about 
the right order of its sub-steps. 

 The extension staff, therefore, often end up 
with struggling in implementing activities in the 
field. 

How?  

 The extension staff use Anchoko before 
implementing farmer activities to learn about 
necessary sub- steps and orders.  

 The extension staff use Anchoko during the 
implementation of farmer activities.  

Results? 

 The extension staff can implement farmer 
activities smoothly and efficiently. 

 Farmers can understand extension 
messages better through the 
implementation of well-ordered sub-steps in 
farmer activities. 

 

  

Topic Description Remarks

1 Introduction The facilitator explains the objctive of 
Action Plan Making.

Try to give farmers a big picture and the 
destination of the workshop clearly in a 
short message.

2 Current 
crops

Let farmers raise current major crops to 
confirm their actual experience and 
performances so far

3 Market 
survey

Let the representatives to share the results 
of the market survey crop by crop, checking 
high price seasons

Let the presenters to clarify possible price 
and months crop by crop

4 Nominating 
target crops

Let farmers nominate target crops, 
considering market potential and farmers 
experiences

Let farmers nominate freely but also 
focusing on crops referred in the current 
crop session and market survey presentation

5 Voting Let farmers vote and decide 2 crops for 
rainy season and 2 crops for dry season 
tentatively.

6 Checking 
feasibility

Let farmers discuss characteristics and 
issues on the 4 crops to check their 
feasibility as target crops.

Let experienced farmers contribute to 
raising characteristics and issues. Also let 
less-experienced farmers raise their simple 
worry and questions. 

7 Final crop 
selection

If a crop is feasible, let farmers decide the 
crops finally. If a crop is not feasible, let 
them select an alternative crop

8 Individual 
production 
area

Form 3, 4 sub-groups and let farmers 
express land allocation for each selected 
crop

If some farmers may not able to commit 
production area, leave it blank and ask 
him/her to consult with family members

9 Possible 
total sale

Show whole possible sale from total 
committed lands based on possible lowest 
unit price

Sum-up total figures quickly and write the 
final figure clearly on the brown paper.

10 Issues and 
solutions

Let farmers discuss issues and possible 
solutions considering Rs. 200,000 financed 
by SRC-CAP.

At first, explain about the basics of 
Rs.200,000 support including 50% self 
contribution. 

11 FSIWS 
information

Let representatives introduce information 
acquired in FSIWS as referncial information 
for solutions

If representatives explain limited variety of 
items, the facilitator should introduce other 
items supplementally. 

12 Financial 
support

Let farmers discuss financial support items. 
Final decision can be made later.

13 Slogan Ask farmers set a couple of slogans either 
on (1) Technology (2) Marketing (3) Group 
management/GESI to solve the problems to 
realize the possible sale.

Show examples of slogans such as "Every 
member participates in the training" 
"Increase market channels" "Try collective 
purchase of inputs"

Steps of Action Plan Making
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Step Topic  Description  Advice to the facilitation 
7 Checking 

feasibility 
Let the participants discuss the 
characteristics and issues on the 
selected 4 crops to assess their 
feasibility. 

Let those experienced farmers 
among the participants explain 
characteristics and issues of each 
of the 4 crops. Also let other less-
experienced farmers raise their 
worries and questions.  

8 Final crop 
selection 

Let the participants take those 
feasible crops as target crops and 
replace those unfeasible crops with 
other feasible crops. 

N/A 

9 Declaring 
commitment 
of cropping 
area 

To facilitate the participants to declare, 
this exercise can be done by dividing 
the participants into small groups. 

If there is any participant who 
cannot commit any area, leave 
them to consult with their partners.

10 Possible total 
sale 

Estimate the possible total sales of 
each of the target crops by calculating 
from the total committed areas, 
estimated yields and estimated sales 
prices. 

Sum up sales per household and 
add them up on a brown paper to 
show the total sales to all the 
participants. 

11 Resource 
mobilization 
planning 

Let the participants plan how to 
procure all the inputs and investment 
required to cultivate each of the target 
crops 

Let the participants agree who 
does what by when and how.  

12 Approval Let the participants approve the plan 
made through the workshop as their 
group’s action plan  

The original plan should remain 
with FG, while a copy should be 
submitted to the local government 
through the Extension staff in 
charge 

 

Column 4 Examples of Action Plan Making Benefit 

Collective crop selection:  
FGs used to cultivate individually. After applying the CAP Approach, they 
discussed and selected varieties that will bring profit to them. They produce 
individually but if they produce same crop, they can market it collectively and 
solve issues during cultivation. Farmer groups became to select those core 
crops in the Action Plan Making process. 
 
Need based support:  
SRC-CAP Project provided financial support as part of the project 
activities based on the farmers’ needs. With 50% group contribution, 
FGs on their own had to purchase and manage agriculture input or 
infrastructure items. In Sindhuli, they purchased pump for lift 
irrigation. Then, they are cultivating vegetables with year-round 
irrigation in 150 ropani, which allowed them to shift cropping pattern 
from cereal crops to vegetables. [Sunkoshi RM, Sindhuli] 
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Box 5 Anchoko (a cheat sheet / a checklist) for efficient implementation and better 
undestanding  

Anchoko is a Japanese word meaning a concise 
set of notes used for quick reference. CAP 
developed Anchoko for many farmer activities with 
which the extension staff can explain contents 
clearly in a set order.  
 
WHY?  

 When implementing complicated activities 
such as Action Plan Making for the first time, 
the extension staff are often confused about 
the right order of its sub-steps. 

 The extension staff, therefore, often end up 
with struggling in implementing activities in the 
field. 

How?  

 The extension staff use Anchoko before 
implementing farmer activities to learn about 
necessary sub- steps and orders.  

 The extension staff use Anchoko during the 
implementation of farmer activities.  

Results? 

 The extension staff can implement farmer 
activities smoothly and efficiently. 

 Farmers can understand extension 
messages better through the 
implementation of well-ordered sub-steps in 
farmer activities. 

 

  

Topic Description Remarks

1 Introduction The facilitator explains the objctive of 
Action Plan Making.

Try to give farmers a big picture and the 
destination of the workshop clearly in a 
short message.

2 Current 
crops

Let farmers raise current major crops to 
confirm their actual experience and 
performances so far

3 Market 
survey

Let the representatives to share the results 
of the market survey crop by crop, checking 
high price seasons

Let the presenters to clarify possible price 
and months crop by crop

4 Nominating 
target crops

Let farmers nominate target crops, 
considering market potential and farmers 
experiences

Let farmers nominate freely but also 
focusing on crops referred in the current 
crop session and market survey presentation

5 Voting Let farmers vote and decide 2 crops for 
rainy season and 2 crops for dry season 
tentatively.

6 Checking 
feasibility

Let farmers discuss characteristics and 
issues on the 4 crops to check their 
feasibility as target crops.

Let experienced farmers contribute to 
raising characteristics and issues. Also let 
less-experienced farmers raise their simple 
worry and questions. 

7 Final crop 
selection

If a crop is feasible, let farmers decide the 
crops finally. If a crop is not feasible, let 
them select an alternative crop

8 Individual 
production 
area

Form 3, 4 sub-groups and let farmers 
express land allocation for each selected 
crop

If some farmers may not able to commit 
production area, leave it blank and ask 
him/her to consult with family members

9 Possible 
total sale

Show whole possible sale from total 
committed lands based on possible lowest 
unit price

Sum-up total figures quickly and write the 
final figure clearly on the brown paper.

10 Issues and 
solutions

Let farmers discuss issues and possible 
solutions considering Rs. 200,000 financed 
by SRC-CAP.

At first, explain about the basics of 
Rs.200,000 support including 50% self 
contribution. 

11 FSIWS 
information

Let representatives introduce information 
acquired in FSIWS as referncial information 
for solutions

If representatives explain limited variety of 
items, the facilitator should introduce other 
items supplementally. 

12 Financial 
support

Let farmers discuss financial support items. 
Final decision can be made later.

13 Slogan Ask farmers set a couple of slogans either 
on (1) Technology (2) Marketing (3) Group 
management/GESI to solve the problems to 
realize the possible sale.

Show examples of slogans such as "Every 
member participates in the training" 
"Increase market channels" "Try collective 
purchase of inputs"

Steps of Action Plan Making
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Formats

Here are several formats for Action Plan Making. 

 
Crop Selection from Market Survey Results 

 

 
Individually Committed Crop Areas and the Total Areas of Selected Crops 

36 

 

 
How to vote in Crop Selection 

 
Crop Calendar Format 
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4. Step 4- Farmers Acquire Skills 

Step 4 is the next step of the CAP Approach where the farmers are equipped with necessary 
knowledge and skills to produce crops in response to the market demand. By this time, the farmers’ 
willingness to learn new knowledge should be high since they are already convinced of the market 
opportunities of the target crops, they have selected. The contents of the technical training should 
be specifically catered to the farmers’ needs so that they can immediately adopt and apply the 
technologies in their farming practice. In other words, making the training demand-driven, as 
opposed to supply-driven, is the key to success. 

4.1 On-site Coaching 

Four Steps Activities 

1. Farmers understand the 
goal - CAP Approach Workshop 

2. Farmers’ awareness is 
raised 

- (Optional) Matching Forum  
- Market Survey by Farmers   
- (Optional) Farmer Supplier Interaction Workshop 
- Participatory Baseline Survey 
- Study Tour 

3. Farmers make decision  - Action Plan Making (Crop Selection, Crop Calendar 
Making & Resource Mobilization) 

4. Farmers acquire skills - On-site Coaching 

Follow-up and monitoring (including Participatory Endline Survey) 

Objectives 

A series of On-site Coaching are designed to disseminate skills and knowledge necessary for the 
target crops which the farmers have chosen. It is a demand-driven training. 

Key Implementation Tips, Effects and Enhanced Motivation 

Tips Effects Motivation 

 Extension staff allow Farmer 
Groups select their Training 
Farm which is used as a 
coaching venue 

 Farmers make decisions on the location 
of Training Farm among the members 
which is conveniently located for training 

Autonomy 
 

 Extension staff allow Farmer 
Groups to select the topic of 
coaching as much as possible 

 Farmers learn practical skills such as 
sowing, transplanting, diagnosing pests, 
applying pesticides, etc. and become 
confident in farming 

Competence

 Extension staff organise the 
coaching at their Training Farm 
in cooperation of external 
specialists and resource persons 

 Farmers and their business partners 
from the same household jointly receive 
coaching and have discussions at 
Training Farm 

Relatedness

 We are here.
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 Farmers obtain connection with 
external specialists and resource 
persons 

 

Implementation Procedures 

Training Farm establishment 

Extension Staff facilitate the farmer group members and their business partners from the same 
households to agree where to establish their training farm. The owner of land for the training farm 
may be responsible for the management of the crops on the training farm, while all the inputs and 
technical advice can be provided by the Extension staff. It is recommendable that the training farm 
has at least 0.25 ropani (4 ana) for the 2 target crops. 

Technical advice 

Extension staff provide necessary technical advice on how to prepare the training farm. 

Extension staff agree with the farmer group members and their partners on the topics to be 
addressed on the target crops and the timing of coaching by topic through the on-site coaching 
(demand-driven training). The following 4 topics are at least selected and addressed in the on-site 
coaching per season: (1) Compost Making, (2) Nursery Making and Transplanting; (3) Plant 
Protection, and (4) Post-Harvest Handling and Marketing.  

Extension staff give the farmer group members and their partners the on-site-coaching for those 
agreed topics on the training farm with the provision of basic inputs for the training, such as seeds 
and fertilizers. The on-site coaching should be always composed of the technical explanation part 
and the practice part.  

When necessary, extension staff invite other specialists or resource persons who may give 
technical support to the staff in the on-site coaching.  

For more information, refer to “Compost Making”, “Nursery Making and Transplanting”, “Plant 
Protection” and “Post-Harvest Handling and Marketing” in PART 4 of this Handbook.  
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Box 6 On-site Coaching 

Why?  
Farming techniques should be instructed in the real 
situations in farmers' fields. How to practice farming 
techniques can be understood by farmers when it is 
shown not only by words but also by practices. When 
extension officers teach a couple of members, the 
information tends to remain to the members that 
received from extension officers directly. Thus, SRC-
CAP Project had prepared a "showcase" called 
Training Farm. 
How?  
SRC-CAP Project offered On-site Coaching through 
a small plot called Training Farm in the fields of a 
member of the farmer group and offered training there calling all farmer members. Topics included 
nursery management, pest and disease management, post-harvest handling etc. 
Results? 
Gaumati Farmers Group of Kamalamai Municipality, Sindhuli, that has nearly 9-year experience of 
vegetable farming for self-consumption, found the On-site Coaching very useful. They claimed that 
they had learned through the On-site Coaching, especially on plant spacing, proper application of 
fertilizers and pesticides, identification and treatment of pest and disease. They also found the pest 
and disease management manual given in the On-site Coaching is helpful, and with the manual they 
can identify pest and disease and take necessary measures even when Extension staff are not 
available 
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5. Follow up and Monitoring (including Participatory Endline Survey)  

Four Steps Activities 

1. Farmers understand the 
goal - CAP Approach Workshop 

2. Farmers’ awareness is 
raised 

- (Optional) Matching Forum  
- Market Survey by Farmers   
- (Optional) Farmer Supplier Interaction Workshop 
- Participatory Baseline Survey 
- Study Tour 

3. Farmers make decision  - Action Plan Making (Crop Selection, Crop Calendar 
Making & Resource Mobilization) 

4. Farmers acquire skills - On-site Coaching 

Follow-up and monitoring (including Participatory Endline Survey) 

Objectives 

Follow-up and monitoring visits to the target farmers aim at ensuring farmers’ actual application of 
taught techniques and knowledge. The visits not only look at farmers’ production practices but also 
assess their progress of marketing and other collective work as a group.  

Outline

Follow-up and monitoring visits are to be conducted periodically to ensure that the farmers are 
applying the knowledge they have learned during the CAP trainings. The implementers also monitor 
the progress of activities described in the groups’ Crop Calendars. After a certain period, the 
Participatory Endline Survey is conducted using almost the same survey formats as the 
Participatory Baseline Survey. The data obtained by the survey is analysed for the purpose of 
comparison with the results of the Baseline Survey. 

Key Implementation Tips, Effects, and Enhanced Motivation 

Tips Effects Motivation 

 Both women and men 
receive follow-up and 
monitoring 

 Both women and men learn and understand 
cultivation techniques, workload, etc.  

Relatedness 
Competence 

 Farmers are provided 
with their own baseline 
survey results  

 Farmers can compare the results of endline 
and baseline surveys with the help of 
extension staff 

Competence 

 Literate farmers help 
illiterate farmers in 
filling endline format 

 Illiterate farmers understand the contents and 
fill in the format without difficulties 

Relatedness 

 

 We are here. 
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Implementation Procedures 

A. Extension staff and the implementation team visit the farmer groups periodically to give advice 
and monitoring the progress of activity implementation.  

B. The procedures of endline survey are that of baseline survey plus comparison as follows. 
Extension staff explain about the objectives. They distribute the baseline survey formats to 
FG members and explain how to fill them. 

C. FG members bring the format to their home and fill in the form with family members (partners). 
They calculate the planted area, production and sales volume, gross income, cash cost, gross 
profit of their vegetable crops last year.  

D. Next day, extension staff hold a meeting to collect the filled formats. Extension staff and literate 
FG members help those who have not filled the formats properly.  

E. Extension staff provide each farmer group member with their results of baseline survey 
conducted 2 years ago. Then, they tell them to compare them with the results of endline survey 
just produced. Extension staff help them go through the comparison one by one, showing the 
changes and improvements the farmers made in the last 2 years. 

 

Formats  

The endline survey questionnaire forms are the same as baseline survey questionnaire forms which 
are shown in “2.1 Participatory Baseline Survey” in PART 2.  

 

 
 

 

 

 

 

 

PART 3. EXPERIENCES  
 

“PART 3 EXPERIENCES” provides experiences of SRC-CAP Project which is useful 
for the implementation of the CAP Approach 

.  
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1. Benefits of CAP Approach 
Experiences suggest that vegetable extension through CAP Approach has changed the behaviors 
of farmers in farming. The shift from “grow and sell” to “grow to sell” has increased income as well 
as 4 other benefits: (1) options in Livelihood, (2) elevated self-esteem, (3) strengthened relationship, 
and (4) rewarding experiences.  

 

Changes-1: Income increase/ Rewarding 

 Earning is Fun: After getting profit from the vegetable cultivation, 
farmers (mostly women) became excited to engage in farming. 
They wanted to cultivate more vegetables to get more MONEY! 

 Bought a gold chain for myself: In many cases, profit remained 
in the hands of the farmer who cultivated. Some female farmers 
bought a gold chain for herself. By seeing the member purchasing 
expensive goods, other members also got motivated. 

 
Changes-2: Options in Livelihood 

 Changing occupations:  After realizing that 
vegetable farming brings profit. Some farmers left their 
office job/traditional occupation and decided to 
concentrate as vegetable farmer.  

 Asset building: From the sales of the vegetable, many 
farmers have invested to agriculture inputs such as 
plastic tunnels, seeds and even bought motorcycle, 
television and renovated a house that was destroyed by 
the earthquake.  

 Savings for future: Some farmer opened a savings 
account at the cooperative and have started to save for education, health care and 
ceremonies. 

 

 

Behavior change
from 

“Grow and Sell” 
to 

“Grow to Sell” 

 Enriched  
Relationship 

 Options  
in Livelihood 

 Elevated  
Self-esteem 

 Income increase 
/ Rewarding 
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Changes-3: Elevated Self-esteem 

 Dignity: Before the project, women had to “request” her husband for money when 
necessary. Now, they are economically independent. 

 Leadership: At the beginning, some participants were shy and hesitated to share their 
ideas in a mass meeting. Through the project activities, they developed a leadership and 
negotiation skills. They feel more confident in themselves. 

 Motivation as a commercial farmer: While growing cereal crops, farmers did not monitor 
the filed every day. Now they go and check the growth of vegetables every day, because it 
is an important source of income. 

 

 

 

 

 

 

 

 

Changes-4: Strengthened Relationship 

 Relation within households: Before the project, decisions 
in farming were mostly made by men, but now collective 
decision are made between within the household, and 
benefit is equally shared. 

 Relation with JT/JTAs: Before the project, farmers did not 
know who JT/JTAs were. Now, farmers consult with JT/JTAs 
whenever they have a problem. 

 Relation with buyers: Farmers did not have a good 
relationship with buyers. Now, they share market 
information and production status, so that both parties can 
benefit. 

 Relation with other actors: Now farmers have an 
expanded network with the Local Government Offices, AKC, 
Agro-vets, Ward Chairperson, restaurants etc. 
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2. Selection of CAP Approach Activities  
From the experiences of SRC-CAP Project, it is recommended to conduct all the Activities of 4 
Steps of CAP Approach at least once in the beginning and repeat some of them later on within the 
assistance period of 2 years. In this way, farmers can go learn farming and marketing in the first 
year and improve them in the second year. There might be, however, instances that all these 
activities cannot be conducted due to resource constraints, and other options might be necessary. 
For this purpose, the following 2 options are prepared such as (1) a full package option, and (2) a 
minimum package option. In these options, one year of assistance period consists of 2 crop 
seasons, and a total of 4 crop seasons in 2 years are assisted by CAP Approach. This is for a 
management purpose only, although it is recognized that this is often not the case in reality and 1 
crop season or 3 crop seasons is possible in a year. 

1.1 Full package  

The full package option which was actually conducted in SRC-CAP Project is shown in the following 
table. From the experiences of SRC-CAP, this is the most effective way through which farmer 
groups can learn to become market-oriented farmers. In this option, all the Activities (including 
optional ones) are conducted in the First Crop Season in the Year 1. Some of the options, however, 
are repeated but others not in the subsequent Crop Seasons. The reasons are as follows. On-site 
Coaching (Plant Protection) is repeated in every crop season because it is the most demanded 
assistance by many farmer groups. Follow up and monitoring is also repeated in every crop season 
to ensure farmers reflect their past activities and learn from them. Action Plan Making is repeated 
in every crop season, though there are only some revision and modification on crops in the second 
and fourth crop seasons. Market Survey is repeated in the second year to ensure that many more 
farmers in the farmer groups conduct Market Survey by themselves.  

 

Four Steps Activities Cost 
(Rs/group) 

Year 1: 1st Crop Season (all activities are conducted) 

1. Farmers understand the goal - CAP Approach Workshop 6,000

2. Farmers’ awareness is raised 

- (Optional) Matching Forum  
- Market Survey by Farmers  
- (Optional) Farmer Supplier Interaction Workshop 
- Participatory Baseline Survey 
- Study Tour  

12,900
20,850
12,850

2,950
37,350

3. Farmers make decision  
- Action Plan Making (Crop Selection) 
- Action Plan Making (Calendar Making)  
- Action Plan Making (Resource Mobilization) 

3,650
3,650
3,650

4. Farmers acquire skills 

- On-site Coaching (Compost Making) 
- On-site Coaching (Nursery Making and Transplanting) 
- On-site Coaching (Plant Protection) 
- On-site Coaching (Post-Harvest Handling and 
Marketing) 

9,500
9,500
9,500
9,500
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Changes-3: Elevated Self-esteem 

 Dignity: Before the project, women had to “request” her husband for money when 
necessary. Now, they are economically independent. 

 Leadership: At the beginning, some participants were shy and hesitated to share their 
ideas in a mass meeting. Through the project activities, they developed a leadership and 
negotiation skills. They feel more confident in themselves. 

 Motivation as a commercial farmer: While growing cereal crops, farmers did not monitor 
the filed every day. Now they go and check the growth of vegetables every day, because it 
is an important source of income. 

 

 

 

 

 

 

 

 

Changes-4: Strengthened Relationship 

 Relation within households: Before the project, decisions 
in farming were mostly made by men, but now collective 
decision are made between within the household, and 
benefit is equally shared. 

 Relation with JT/JTAs: Before the project, farmers did not 
know who JT/JTAs were. Now, farmers consult with JT/JTAs 
whenever they have a problem. 

 Relation with buyers: Farmers did not have a good 
relationship with buyers. Now, they share market 
information and production status, so that both parties can 
benefit. 

 Relation with other actors: Now farmers have an 
expanded network with the Local Government Offices, AKC, 
Agro-vets, Ward Chairperson, restaurants etc. 
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2. Selection of CAP Approach Activities  
From the experiences of SRC-CAP Project, it is recommended to conduct all the Activities of 4 
Steps of CAP Approach at least once in the beginning and repeat some of them later on within the 
assistance period of 2 years. In this way, farmers can go learn farming and marketing in the first 
year and improve them in the second year. There might be, however, instances that all these 
activities cannot be conducted due to resource constraints, and other options might be necessary. 
For this purpose, the following 2 options are prepared such as (1) a full package option, and (2) a 
minimum package option. In these options, one year of assistance period consists of 2 crop 
seasons, and a total of 4 crop seasons in 2 years are assisted by CAP Approach. This is for a 
management purpose only, although it is recognized that this is often not the case in reality and 1 
crop season or 3 crop seasons is possible in a year. 

1.1 Full package  

The full package option which was actually conducted in SRC-CAP Project is shown in the following 
table. From the experiences of SRC-CAP, this is the most effective way through which farmer 
groups can learn to become market-oriented farmers. In this option, all the Activities (including 
optional ones) are conducted in the First Crop Season in the Year 1. Some of the options, however, 
are repeated but others not in the subsequent Crop Seasons. The reasons are as follows. On-site 
Coaching (Plant Protection) is repeated in every crop season because it is the most demanded 
assistance by many farmer groups. Follow up and monitoring is also repeated in every crop season 
to ensure farmers reflect their past activities and learn from them. Action Plan Making is repeated 
in every crop season, though there are only some revision and modification on crops in the second 
and fourth crop seasons. Market Survey is repeated in the second year to ensure that many more 
farmers in the farmer groups conduct Market Survey by themselves.  

 

Four Steps Activities Cost 
(Rs/group) 

Year 1: 1st Crop Season (all activities are conducted) 

1. Farmers understand the goal - CAP Approach Workshop 6,000

2. Farmers’ awareness is raised 

- (Optional) Matching Forum  
- Market Survey by Farmers  
- (Optional) Farmer Supplier Interaction Workshop 
- Participatory Baseline Survey 
- Study Tour  

12,900
20,850
12,850

2,950
37,350

3. Farmers make decision  
- Action Plan Making (Crop Selection) 
- Action Plan Making (Calendar Making)  
- Action Plan Making (Resource Mobilization) 

3,650
3,650
3,650

4. Farmers acquire skills 

- On-site Coaching (Compost Making) 
- On-site Coaching (Nursery Making and Transplanting) 
- On-site Coaching (Plant Protection) 
- On-site Coaching (Post-Harvest Handling and 
Marketing) 

9,500
9,500
9,500
9,500
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1.2 Minimum package 

The minimum package option is shown in the following table for those implementers with 
constraints with resources such as manpower and budget. From the experiences of SRC-CAP, this 
is the minimum from which an essence of CAP Approach is passed on to farmer groups. 

Follow-up and monitoring (including Participatory Endline Survey) 2,950

Year 1: 2nd Crop Season 

3. Farmers make decision  - Action Plan Making (Revision on Crop Selection) 
- Action Plan Making (Revision on Calendar Making) 

3,650
3,650

4. Farmers acquire skills 

- On-site Coaching (Nursery Making and Transplanting) 
- On-site Coaching (Plant Protection) 
- On-site Coaching (Post-Harvest Handling and 
Marketing) 

9,500
9,500
9,500

Follow-up and monitoring (including Participatory Endline Survey) 2,950

Financial support for 1st year 50% of Action Plan  200,000

Year 2: 3rd Crop Season 

2. Farmers’ awareness is raised - Market Survey by Farmers   
- Study Tour  

20,850
37,350

3. Farmers make decision  
- Action Plan Making (Crop Selection) 
- Action Plan Making (Calendar Making)  
- Action Plan Making (Resource Mobilization) 

3,650
3,650
3,650

4. Farmers acquire skills - On-site Coaching (Plant Protection) 9,500

Follow-up and monitoring (including Participatory Endline Survey) 2,950

Year 2: 4th Crop Season 

3. Farmers make decision  - Action Plan Making (Revision on Crop Selection) 
- Action Plan Making (Revision on Calendar Making) 

3,650
3,650

4. Farmers acquire skills - On-site Coaching (Plant Protection) 9,500

Follow-up and monitoring (including Participatory Endline Survey) 2,950

Financial support for 2nd year 50% of Action Plan  200,000

Total (Rs/group) 690,900

Four Steps Activities Cost 
(Rs/group) 

Year 1: 1st Crop Season (all activities are conducted) 

1. Farmers understand the 
goal - CAP Approach Workshop 6,000

2. Farmers’ awareness is 
raised - Market Survey by Farmers   

20,850

3. Farmers make decision  - Action Plan Making (Crop Selection) 
- Action Plan Making (Calendar Making)  

3,650
3,650
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Box 7 Melung CAP: Downsized CAP Approach 

The Local Government of Melung, Dolakha District, has been implementing its own agriculture development 

project by applying the CAP Approach. The project is called Melung CAP.  

Melung CAP has adapted the CAP Approach packages in accordance with the availability of their human and 

financial resources. The following methods were taken by Melung CAP, among others, to downsize the CAP 

Approach.   

 Baseline and Endline surveys as well as Study tours have not been implemented.  

 The importance of record keeping was explained only once. It was explained in the orientation of the CAP 

Approach, with the distribution of the Farm Management Notebooks of SRC-CAP. As a result, a half of the 

beneficiary FG members has kept recording with the notebooks.  

 Matching Forum has not been implemented, while farmers have been given enough time to interact with 

traders in the practice of market survey. 

 In the second year of the CAP Approach application, only technical support to the target farmer groups 

has been provided. Financial support was given only in the first year. 

- Action Plan Making (Resource Mobilization) 3,650

4. Farmers acquire skills 

- On-site Coaching (Nursery Making and 
Transplanting) 
- On-site Coaching (Plant Protection) 
- On-site Coaching (Post-Harvest Handling and 
Marketing) 

9,500
9,500
9,500

Year 1: 2nd Crop Season 

4. Farmers acquire skills 
- On-site Coaching (Nursery Making and 
Transplanting) 
- On-site Coaching (Plant Protection) 

9,500
9,500

Follow-up and monitoring (including Participatory Endline Survey) 2,950

Financial support for 1st year 50% of Action Plan  200,000

Year2: 3rd Crop Season 

3. Farmers make decision  
- Action Plan Making (Crop Selection) 
- Action Plan Making (Calendar Making)  
- Action Plan Making (Resource Mobilisation) 

3,650
3,650
3,650

4. Farmers acquire skills - On-site Coaching (Plant Protection) 9,500

Year2: 4th Crop Season 

4. Farmers acquire skills - On-site Coaching (Plant Protection) 9,500

Follow-up and monitoring 2,950

Total 321,150
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1.2 Minimum package 

The minimum package option is shown in the following table for those implementers with 
constraints with resources such as manpower and budget. From the experiences of SRC-CAP, this 
is the minimum from which an essence of CAP Approach is passed on to farmer groups. 

Follow-up and monitoring (including Participatory Endline Survey) 2,950

Year 1: 2nd Crop Season 

3. Farmers make decision  - Action Plan Making (Revision on Crop Selection) 
- Action Plan Making (Revision on Calendar Making) 

3,650
3,650

4. Farmers acquire skills 

- On-site Coaching (Nursery Making and Transplanting) 
- On-site Coaching (Plant Protection) 
- On-site Coaching (Post-Harvest Handling and 
Marketing) 

9,500
9,500
9,500

Follow-up and monitoring (including Participatory Endline Survey) 2,950

Financial support for 1st year 50% of Action Plan  200,000

Year 2: 3rd Crop Season 

2. Farmers’ awareness is raised - Market Survey by Farmers   
- Study Tour  

20,850
37,350

3. Farmers make decision  
- Action Plan Making (Crop Selection) 
- Action Plan Making (Calendar Making)  
- Action Plan Making (Resource Mobilization) 

3,650
3,650
3,650

4. Farmers acquire skills - On-site Coaching (Plant Protection) 9,500

Follow-up and monitoring (including Participatory Endline Survey) 2,950

Year 2: 4th Crop Season 

3. Farmers make decision  - Action Plan Making (Revision on Crop Selection) 
- Action Plan Making (Revision on Calendar Making) 

3,650
3,650

4. Farmers acquire skills - On-site Coaching (Plant Protection) 9,500

Follow-up and monitoring (including Participatory Endline Survey) 2,950

Financial support for 2nd year 50% of Action Plan  200,000

Total (Rs/group) 690,900

Four Steps Activities Cost 
(Rs/group) 

Year 1: 1st Crop Season (all activities are conducted) 

1. Farmers understand the 
goal - CAP Approach Workshop 6,000

2. Farmers’ awareness is 
raised - Market Survey by Farmers   

20,850

3. Farmers make decision  - Action Plan Making (Crop Selection) 
- Action Plan Making (Calendar Making)  

3,650
3,650
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Box 7 Melung CAP: Downsized CAP Approach 

The Local Government of Melung, Dolakha District, has been implementing its own agriculture development 

project by applying the CAP Approach. The project is called Melung CAP.  

Melung CAP has adapted the CAP Approach packages in accordance with the availability of their human and 

financial resources. The following methods were taken by Melung CAP, among others, to downsize the CAP 

Approach.   

 Baseline and Endline surveys as well as Study tours have not been implemented.  

 The importance of record keeping was explained only once. It was explained in the orientation of the CAP 

Approach, with the distribution of the Farm Management Notebooks of SRC-CAP. As a result, a half of the 

beneficiary FG members has kept recording with the notebooks.  

 Matching Forum has not been implemented, while farmers have been given enough time to interact with 

traders in the practice of market survey. 

 In the second year of the CAP Approach application, only technical support to the target farmer groups 

has been provided. Financial support was given only in the first year. 

- Action Plan Making (Resource Mobilization) 3,650

4. Farmers acquire skills 

- On-site Coaching (Nursery Making and 
Transplanting) 
- On-site Coaching (Plant Protection) 
- On-site Coaching (Post-Harvest Handling and 
Marketing) 

9,500
9,500
9,500

Year 1: 2nd Crop Season 

4. Farmers acquire skills 
- On-site Coaching (Nursery Making and 
Transplanting) 
- On-site Coaching (Plant Protection) 

9,500
9,500

Follow-up and monitoring (including Participatory Endline Survey) 2,950

Financial support for 1st year 50% of Action Plan  200,000

Year2: 3rd Crop Season 

3. Farmers make decision  
- Action Plan Making (Crop Selection) 
- Action Plan Making (Calendar Making)  
- Action Plan Making (Resource Mobilisation) 

3,650
3,650
3,650

4. Farmers acquire skills - On-site Coaching (Plant Protection) 9,500

Year2: 4th Crop Season 

4. Farmers acquire skills - On-site Coaching (Plant Protection) 9,500

Follow-up and monitoring 2,950

Total 321,150
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1.3 Estimated cost for each activity 

Estimated costs for all activities are calculated in this chapter. The estimations are made only for 
the purpose of comparing activities so that implementers can decide which activities to select in 
their extension programmes. Each activity is conducted for a farmer group of 30 members by a 
JT/JTA with a help of a Field Facilitator (FF). The calculation of these costs is based on the real 
situations of SRC-CAP Project and mostly on the “Norm (National Norm: 2070 to 2072)”. 
Allowances for extension staff (JT/JTAs) are included in the cost calculation when applicable, but 
salary for JT/JTAs and FFs is not.  

CAP Approach Workshop (Activity 1.1)  

 Duration: 1 day 
 Organization level: Village level 
 Number of Participants: Total (32) – 30 Farmers (30), JT/JTA (1), Resource person (1)  
 Items 
S.N. Items Details No Unite Cost (Rs) Amount (Rs) Remarks 

1 Coordination 
fee for JT/JTA 

‣Coordination fee 
‣Class 1.5 hours 1 1,000 (300+700) 

per person 1,000 
Necessary 

arrangement should be 
made by this amount

2 Resource 
person fee 

‣Daily allowance 
‣Class / Handouts 
‣Transportation 

1
1,900 

(400+1,400+100) 
per person 

1,900 May not be necessary

3 Education 
materials 

‣Documents 
‣Stationery 30 50 per farmer 1,500 Pencil, notebook, 

photocopy etc. 
4 Khaja ‣Tea and snacks 32 50 per participants 1,600  

Total Rs. 6,000 / group 
Reference: According to Ministry of Finance Letter, No.391 on 2066/11/03 and Revenue Administrative Training 
Center letter out no.342 on 2066/12/) 

Matching forum (Activity 2.1) 

 Duration: 1.5 days 
 Organization level: Municipality or province level for 3 farmer groups  
 Number of Participants: Total (21) – Selected farmers (12), JT/JTAs (3), FFs (3), Market related 

person (2 retailers & 1 buyer) (3) 
 Items 
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S.N. Items Details No. Unit Cost (Rs) Amount 
(Rs) Remarks 

1 Management 
and stationery 

‣Coordination and 
arrangement by 

JT/JTA 
3 1,000 per person 3,000 

Necessary 
arrangement should 

be made by this 
amount

2 

Resource 
person fee for 
Market related 

person 

‣Class 1.5 hour 3 1,400 per class 
(1.5hour) 4,200 - 

3 Allowances for 
JT/JTA 

‣Accommodation 
(including DA) 

‣Daily allowance 
3 1,500 (1,200+300) 

per person 4,500 - 

4 Allowances for 
FF / farmers 

‣Accommodation 
(including DA) 

‣Daily allowance 
15 1,250 (1,000+250) 

per person 18,750 - 

5 Market related 
persons 

‣Daily allowance 
‣Transportation 3 350 (250+100) per 

person 1,050 - 

6 Transportation Public bus/ hired car 3 2,000 per group 6,000 Transport cost from 
FG’s site to venue

7 Khaja ‣Tea and snack 24 50 per person  1,200 - 
Total for 3 groups Rs. 38,700 / 3 groups 
Total for 1 group Rs. 12,900 / group

Reference: According to letter of finance Ministry Letter out no.391 on 2066/11/03 and Revenue Administrative 
Training Center letter out no.342 on 2066/12 

Market Survey by Farmers (Activity 2.2)  

 Duration: 2.5 days 
 Organization level: Municipality or province level 
 Number of Participants: Total (6) – Selected Farmers (4), JT/JTA (1), FF (1) 
 Items 

S.N. Items Details No. Unit Cost (Rs) Amount 
(Rs) Remarks 

1 Management 
and stationery 

‣Coordination and 
arrangement by 

JT/JTA 
1 1,000 per person 1,000 

Necessary 
arrangement should 

be made by this 
amount 

2 Allowances for 
JT/JTA 

‣Accommodation 
(including DA) 

‣Daily allowance 
1 

2,700 (1,200x2 
days+300) per 

person 
2,700 Including meal cost 

3 Allowances for 
FF / farmers 

‣Accommodation 
(including DA) 

‣Daily allowance 
5 

2,250 
(1,000x2days+250) 

per person 
11,250 Including meal cost 

4 Transportation ‣Public bus/ hired car 1 5,000 per day 5,000 - 
5 Khaja ‣Tea and snack 18 50 per person  900 6 persons x 3 days-

Total Rs. 20,850 / group
Reference: Norm 1.4.2 District level farmer exposure visit/ farmer group exposure visit (Decision date: 2061/8/25) 

Farmer-Supplier Interaction Workshop (Activity 2.3) 

 Duration: 1.5 days 
 Organization level: Municipality or province level for 3 Farmer Groups  
 Number of Participants: Total (24) – Selected Farmers (12), JT/JTA (3), FFs (3), Market related 

person (6) 
 Items 
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1.3 Estimated cost for each activity 

Estimated costs for all activities are calculated in this chapter. The estimations are made only for 
the purpose of comparing activities so that implementers can decide which activities to select in 
their extension programmes. Each activity is conducted for a farmer group of 30 members by a 
JT/JTA with a help of a Field Facilitator (FF). The calculation of these costs is based on the real 
situations of SRC-CAP Project and mostly on the “Norm (National Norm: 2070 to 2072)”. 
Allowances for extension staff (JT/JTAs) are included in the cost calculation when applicable, but 
salary for JT/JTAs and FFs is not.  

CAP Approach Workshop (Activity 1.1)  

 Duration: 1 day 
 Organization level: Village level 
 Number of Participants: Total (32) – 30 Farmers (30), JT/JTA (1), Resource person (1)  
 Items 
S.N. Items Details No Unite Cost (Rs) Amount (Rs) Remarks 

1 Coordination 
fee for JT/JTA 

‣Coordination fee 
‣Class 1.5 hours 1 1,000 (300+700) 

per person 1,000 
Necessary 

arrangement should be 
made by this amount

2 Resource 
person fee 

‣Daily allowance 
‣Class / Handouts 
‣Transportation 

1
1,900 

(400+1,400+100) 
per person 

1,900 May not be necessary

3 Education 
materials 

‣Documents 
‣Stationery 30 50 per farmer 1,500 Pencil, notebook, 

photocopy etc. 
4 Khaja ‣Tea and snacks 32 50 per participants 1,600  

Total Rs. 6,000 / group 
Reference: According to Ministry of Finance Letter, No.391 on 2066/11/03 and Revenue Administrative Training 
Center letter out no.342 on 2066/12/) 

Matching forum (Activity 2.1) 

 Duration: 1.5 days 
 Organization level: Municipality or province level for 3 farmer groups  
 Number of Participants: Total (21) – Selected farmers (12), JT/JTAs (3), FFs (3), Market related 

person (2 retailers & 1 buyer) (3) 
 Items 

48 

S.N. Items Details No. Unit Cost (Rs) Amount 
(Rs) Remarks 

1 Management 
and stationery 

‣Coordination and 
arrangement by 

JT/JTA 
3 1,000 per person 3,000 

Necessary 
arrangement should 

be made by this 
amount

2 

Resource 
person fee for 
Market related 

person 

‣Class 1.5 hour 3 1,400 per class 
(1.5hour) 4,200 - 

3 Allowances for 
JT/JTA 

‣Accommodation 
(including DA) 

‣Daily allowance 
3 1,500 (1,200+300) 

per person 4,500 - 

4 Allowances for 
FF / farmers 

‣Accommodation 
(including DA) 

‣Daily allowance 
15 1,250 (1,000+250) 

per person 18,750 - 

5 Market related 
persons 

‣Daily allowance 
‣Transportation 3 350 (250+100) per 

person 1,050 - 

6 Transportation Public bus/ hired car 3 2,000 per group 6,000 Transport cost from 
FG’s site to venue

7 Khaja ‣Tea and snack 24 50 per person  1,200 - 
Total for 3 groups Rs. 38,700 / 3 groups 
Total for 1 group Rs. 12,900 / group

Reference: According to letter of finance Ministry Letter out no.391 on 2066/11/03 and Revenue Administrative 
Training Center letter out no.342 on 2066/12 

Market Survey by Farmers (Activity 2.2)  

 Duration: 2.5 days 
 Organization level: Municipality or province level 
 Number of Participants: Total (6) – Selected Farmers (4), JT/JTA (1), FF (1) 
 Items 

S.N. Items Details No. Unit Cost (Rs) Amount 
(Rs) Remarks 

1 Management 
and stationery 

‣Coordination and 
arrangement by 

JT/JTA 
1 1,000 per person 1,000 

Necessary 
arrangement should 

be made by this 
amount 

2 Allowances for 
JT/JTA 

‣Accommodation 
(including DA) 

‣Daily allowance 
1 

2,700 (1,200x2 
days+300) per 

person 
2,700 Including meal cost 

3 Allowances for 
FF / farmers 

‣Accommodation 
(including DA) 

‣Daily allowance 
5 

2,250 
(1,000x2days+250) 

per person 
11,250 Including meal cost 

4 Transportation ‣Public bus/ hired car 1 5,000 per day 5,000 - 
5 Khaja ‣Tea and snack 18 50 per person  900 6 persons x 3 days-

Total Rs. 20,850 / group
Reference: Norm 1.4.2 District level farmer exposure visit/ farmer group exposure visit (Decision date: 2061/8/25) 

Farmer-Supplier Interaction Workshop (Activity 2.3) 

 Duration: 1.5 days 
 Organization level: Municipality or province level for 3 Farmer Groups  
 Number of Participants: Total (24) – Selected Farmers (12), JT/JTA (3), FFs (3), Market related 

person (6) 
 Items 
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S.N. Items Details No. Unit Cost  
(Rs) 

Amount 
(Rs) Remarks 

1 Management 
and stationery 

‣Coordination and 
arrangement by JT/JTA 3 1,000 per person 3,000 

Necessary 
arrangement should 

be made by this 
amount

2 Allowances for 
JT/JTA 

‣Accommodation 
(including DA) 

‣Daily allowance 
3 

1,500 
(1,200+300) per 

person 
4,500 - 

3 Allowances for 
FF / farmers 

‣Accommodation 
(including DA) 

‣Daily allowance 
15 

1,250 
(1,000+250) per 

person 
18,750 - 

4 Market related 
person 

‣Daily allowance 
‣Transportation  
(input suppliers, 

machinery suppliers, 
banks/micro finance 

institutions, agricultural 
insurance companies) 

6 350 (250+100) 
per person 2,100 May not be 

necessary to pay 

5 Hall rental fee ‣ Hall rental fee 1 3,000 per time 3,000 - 

6 Transportation Public bus/ Hired car / 
Taxi 3 2,000 per group 6,000 Return transport cost

to the city center
7 Khaja ‣Tea and Snacks 24 50 per person 1,200 - 

Total Rs. 38,550 / 3 groups  
Total for 1 group Rs. 12,850 / group

Reference: According to letter of finance Ministry Letter out no.391 on 2066/11/03 and Revenue Administrative 
Training Center letter out no.342 on 2066/12 

 

Participatory Baseline Survey (Activity 2.4) 

 Duration: 1 day 
 Organization level: Village level 
 Number of Participants: Total (32) – Farmers (30), JT/JTA (1), FF (1) 
 Items 

S.N. Items Details No. Unit Cost  
(Rs) 

Amount 
(Rs) Remarks 

1 Management 
and stationery 

‣Coordination and 
arrangement by 

JT/JTA 
1 1,000 per person 1,000 

Necessary 
arrangement should 

be made by this 
amount 

2 Data sheet ‣Photocopy 35 10 per person 350 Baseline Survey sheet
3 Khaja ‣Tea and snack 32 50 per person 1,600 - 

Total Rs. 2,950 / group 
Reference: 1.2.1 District level farmer training (Decision date: 2061/8/25, revised date: 2065/9/1) 

Study Tour (Activity 2.5) 

 Duration: 3.5 days 
 Organization level: Municipality or province level 
 Number of Participants: Total (6) – Selected Farmers (4), JT/JTA (1), FF (1) 
 Items 

50 

S.N. Items Details No. Unit Cost  
(Rs) 

Amount 
(Rs) Remarks 

1 Management 
and stationery 

‣Coordination and 
arrangement by 

JT/JTA 
1 1,000 per person 1,000 

Necessary 
arrangement should be 
made by this amount

2 Allowances for 
JT/JTA 

‣Accommodation 
(including DA) 

‣Daily allowance 
1 

3,900 (1,200x3 
days + 300) per 

person  
3,900 - 

3 Allowances for 
FF / farmers 

‣Accommodation 
(including DA) 

‣Daily allowance 
5 

3,250 (1,000x3 
days +250) per 

person 
16,250 - 

4 Transportation ‣Public bus/ hired car 3 5,000 per day 15,000 - 
5 Khaja ‣Tea and snack 24 50 per person 1,200 6 persons x 4 days - 

Total Rs. 37,350 / group 
Reference: Norm 1.4.1 District level farmer exposure visit (Decision date: 2061/8/25) 

Action Plan Making (Crop Selection, Calendar Making and Resource Mobilisation) (Activity 
3.1)  

 Duration: 1 day each for sub-activity (Crop Selection, Calendar Making and Resource 
Mobilisation) 

 Organization level: Village level 
 Number of Participants: Total (32) – Farmers (30), JT/JTA (1), FF (1) 
 Items 
S.N. Items Details No. Unit Cost 

(Rs) Amount (Rs) Remarks 

1 Management 
and stationery 

‣Coordination and 
arrangement by 

JT/JTA 
1 1,000 per person 1,000 Brown paper, Marker 

etc. 

2 Training fee 
for JT/JTA 

‣Training (2class) 
‣Handouts 1 1,050 (350x2 +350) 

per person 1,050 - 

3 Khaja ‣Tea and snack 32 50 per person 1,600 - 
Total Rs. 3,650 / group / sub-activity

Reference: 1.2.1 District level farmer training (Decision date: 2061/8/25, revised date: 2065/9/1) 

 

On site coaching (Activity 4.1) 

 Duration: 1 day 
 Organization level: Village (Training Farm:1/4 ropani) 
 Number of Participants: Total (33) – Farmers (30), Resource person (1), JT/JTA (1), FF (1) 
 Items 

S.N. Items Details No. Unit Cost  
(Rs)

Amount 
(Rs) Remarks 

1 Management 
and stationery 

‣Coordination and 
arrangement by 

JT/JTA 
1 1,000 per person 1,000 Brown paper, 

Marker etc. 

2 Training fee 
for JT/JTA 

‣Training (2class) 
‣Handouts 1 1,050 (350x2 +350) 

per person 1,050 - 

3 Resource 
person fee 

‣Training with 
handouts (2 Class) 1 2,800 (1,400x2) per 

person 2,800 - 

4 Training 
Material 

‣Seeds 
‣Fertilizers 
‣Pesticides 
‣Materials 

- 
Training Materials 
Up to Rs. 3,000 for 
each Sub-activity 

3,000 
According to the 

previous 
experience. 

5 Khaja ‣Tea and snack 33 50 per person  1,650  
Total Rs. 9,500 / group / Sub-activity

Reference: 1.2.1 District level farmer training (Decision date: 2061/8/25, revised date: 2065/9/1) 
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S.N. Items Details No. Unit Cost  
(Rs) 

Amount 
(Rs) Remarks 

1 Management 
and stationery 

‣Coordination and 
arrangement by JT/JTA 3 1,000 per person 3,000 

Necessary 
arrangement should 

be made by this 
amount

2 Allowances for 
JT/JTA 

‣Accommodation 
(including DA) 

‣Daily allowance 
3 

1,500 
(1,200+300) per 

person 
4,500 - 

3 Allowances for 
FF / farmers 

‣Accommodation 
(including DA) 

‣Daily allowance 
15 

1,250 
(1,000+250) per 

person 
18,750 - 

4 Market related 
person 

‣Daily allowance 
‣Transportation  
(input suppliers, 

machinery suppliers, 
banks/micro finance 

institutions, agricultural 
insurance companies) 

6 350 (250+100) 
per person 2,100 May not be 

necessary to pay 

5 Hall rental fee ‣ Hall rental fee 1 3,000 per time 3,000 - 

6 Transportation Public bus/ Hired car / 
Taxi 3 2,000 per group 6,000 Return transport cost

to the city center
7 Khaja ‣Tea and Snacks 24 50 per person 1,200 - 

Total Rs. 38,550 / 3 groups  
Total for 1 group Rs. 12,850 / group

Reference: According to letter of finance Ministry Letter out no.391 on 2066/11/03 and Revenue Administrative 
Training Center letter out no.342 on 2066/12 

 

Participatory Baseline Survey (Activity 2.4) 

 Duration: 1 day 
 Organization level: Village level 
 Number of Participants: Total (32) – Farmers (30), JT/JTA (1), FF (1) 
 Items 

S.N. Items Details No. Unit Cost  
(Rs) 

Amount 
(Rs) Remarks 

1 Management 
and stationery 

‣Coordination and 
arrangement by 

JT/JTA 
1 1,000 per person 1,000 

Necessary 
arrangement should 

be made by this 
amount 

2 Data sheet ‣Photocopy 35 10 per person 350 Baseline Survey sheet
3 Khaja ‣Tea and snack 32 50 per person 1,600 - 

Total Rs. 2,950 / group 
Reference: 1.2.1 District level farmer training (Decision date: 2061/8/25, revised date: 2065/9/1) 

Study Tour (Activity 2.5) 

 Duration: 3.5 days 
 Organization level: Municipality or province level 
 Number of Participants: Total (6) – Selected Farmers (4), JT/JTA (1), FF (1) 
 Items 
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S.N. Items Details No. Unit Cost  
(Rs) 

Amount 
(Rs) Remarks 

1 Management 
and stationery 

‣Coordination and 
arrangement by 

JT/JTA 
1 1,000 per person 1,000 

Necessary 
arrangement should be 
made by this amount

2 Allowances for 
JT/JTA 

‣Accommodation 
(including DA) 

‣Daily allowance 
1 

3,900 (1,200x3 
days + 300) per 

person  
3,900 - 

3 Allowances for 
FF / farmers 

‣Accommodation 
(including DA) 

‣Daily allowance 
5 

3,250 (1,000x3 
days +250) per 

person 
16,250 - 

4 Transportation ‣Public bus/ hired car 3 5,000 per day 15,000 - 
5 Khaja ‣Tea and snack 24 50 per person 1,200 6 persons x 4 days - 

Total Rs. 37,350 / group 
Reference: Norm 1.4.1 District level farmer exposure visit (Decision date: 2061/8/25) 

Action Plan Making (Crop Selection, Calendar Making and Resource Mobilisation) (Activity 
3.1)  

 Duration: 1 day each for sub-activity (Crop Selection, Calendar Making and Resource 
Mobilisation) 

 Organization level: Village level 
 Number of Participants: Total (32) – Farmers (30), JT/JTA (1), FF (1) 
 Items 
S.N. Items Details No. Unit Cost 

(Rs) Amount (Rs) Remarks 

1 Management 
and stationery 

‣Coordination and 
arrangement by 

JT/JTA 
1 1,000 per person 1,000 Brown paper, Marker 

etc. 

2 Training fee 
for JT/JTA 

‣Training (2class) 
‣Handouts 1 1,050 (350x2 +350) 

per person 1,050 - 

3 Khaja ‣Tea and snack 32 50 per person 1,600 - 
Total Rs. 3,650 / group / sub-activity

Reference: 1.2.1 District level farmer training (Decision date: 2061/8/25, revised date: 2065/9/1) 

 

On site coaching (Activity 4.1) 

 Duration: 1 day 
 Organization level: Village (Training Farm:1/4 ropani) 
 Number of Participants: Total (33) – Farmers (30), Resource person (1), JT/JTA (1), FF (1) 
 Items 

S.N. Items Details No. Unit Cost  
(Rs)

Amount 
(Rs) Remarks 

1 Management 
and stationery 

‣Coordination and 
arrangement by 

JT/JTA 
1 1,000 per person 1,000 Brown paper, 

Marker etc. 

2 Training fee 
for JT/JTA 

‣Training (2class) 
‣Handouts 1 1,050 (350x2 +350) 

per person 1,050 - 

3 Resource 
person fee 

‣Training with 
handouts (2 Class) 1 2,800 (1,400x2) per 

person 2,800 - 

4 Training 
Material 

‣Seeds 
‣Fertilizers 
‣Pesticides 
‣Materials 

- 
Training Materials 
Up to Rs. 3,000 for 
each Sub-activity 

3,000 
According to the 

previous 
experience. 

5 Khaja ‣Tea and snack 33 50 per person  1,650  
Total Rs. 9,500 / group / Sub-activity

Reference: 1.2.1 District level farmer training (Decision date: 2061/8/25, revised date: 2065/9/1) 



60 51 

Follow-up and monitoring 

 Duration: 1 day 
 Organization level: Village level 
 Number of Participants: Total (32) – Farmers (30), JT/JTA (1), FF (1) 
 Items 

S.N. Items Details No. Unit Cost  
(Rs)

Amount 
(Rs) Remarks 

1 Management 
and stationery 

‣Coordination and 
arrangement by 

JT/JTA 
1 1,000 per person 1,000 

Necessary 
arrangement should 

be made by this 
amount 

2 Data sheet ‣Photocopy 35 10 per person 350 Endline Survey sheet
3 Khaja ‣Tea and snack 32 50 per person 1,600 - 

Total Rs. 2,950 / group 
Reference: 1.2.1 District level farmer training (Decision date: 2061/8/25, revised date: 2065/9/1) 

1.4 Financial Support with 50%-50% cost sharing rules 

For the smooth implementation of the CAP Approach, SRC-CAP also provided financial support 
amounting to NRS 200,000 to each of the beneficiary FGs every year, in order that FGs could 
prepare the base for market-oriented agriculture with vegetables by purchasing those essential 
inputs and equipment.  

At the Action Plan making, the beneficiary FG members were facilitated by Extension Staff to 
identify necessary inputs and equipment to carry out their own annual Action Plan. After the 
identification of necessary inputs and equipment, Extension Staff facilitated the FG members to 
mobilize resources to obtain the identified necessary inputs and equipment. At this timing, as one 
of the possible external sources, the financial support from SRC-CAP was presented. 

The financial support was provided on a request basis to FGs. Up to 50% of the total costs of inputs 
or equipment required to implement their own Action Plan was paid by SRC-CAP, while the 
remaining 50% was paid by the FG in cash or in kinds, including the provision of labor. All the 
beneficiary FGs made a request to SRC-CAP for financial support observing the 50%-50% rules. 
Detailed procedure for the provision of the financial support from SRC-CAP is illustrated in Annex1.  

The implementers may also consider a financial support to those beneficiary FGs that are in need 
for support to prepare the base for market-oriented agriculture. However, when it is the case, the 
implementers are suggested put clear conditions and rules for financial support, as SRC-CAP did. 
For instance, the provision on a request basis, based on the applicant FG’s own action plan, and 
only when the cost-sharing rules are observed could form part of such conditions.  

Based on the experience of SRC-CAP, possible inputs and equipment that FGs could obtain with 
a 50%-50% cost sharing support can be summarized as follows. 

Possible Inputs and equipment to be obtained by FGs with 50%-50% cost sharing  
Average No. of farmer group members: 25 Base rate: Fy 2019/2020

Ceiling of 
external 

Possible Options of Support 
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Follow-up and monitoring 

 Duration: 1 day 
 Organization level: Village level 
 Number of Participants: Total (32) – Farmers (30), JT/JTA (1), FF (1) 
 Items 

S.N. Items Details No. Unit Cost  
(Rs)

Amount 
(Rs) Remarks 

1 Management 
and stationery 

‣Coordination and 
arrangement by 

JT/JTA 
1 1,000 per person 1,000 

Necessary 
arrangement should 

be made by this 
amount 

2 Data sheet ‣Photocopy 35 10 per person 350 Endline Survey sheet
3 Khaja ‣Tea and snack 32 50 per person 1,600 - 

Total Rs. 2,950 / group 
Reference: 1.2.1 District level farmer training (Decision date: 2061/8/25, revised date: 2065/9/1) 

1.4 Financial Support with 50%-50% cost sharing rules 

For the smooth implementation of the CAP Approach, SRC-CAP also provided financial support 
amounting to NRS 200,000 to each of the beneficiary FGs every year, in order that FGs could 
prepare the base for market-oriented agriculture with vegetables by purchasing those essential 
inputs and equipment.  

At the Action Plan making, the beneficiary FG members were facilitated by Extension Staff to 
identify necessary inputs and equipment to carry out their own annual Action Plan. After the 
identification of necessary inputs and equipment, Extension Staff facilitated the FG members to 
mobilize resources to obtain the identified necessary inputs and equipment. At this timing, as one 
of the possible external sources, the financial support from SRC-CAP was presented. 

The financial support was provided on a request basis to FGs. Up to 50% of the total costs of inputs 
or equipment required to implement their own Action Plan was paid by SRC-CAP, while the 
remaining 50% was paid by the FG in cash or in kinds, including the provision of labor. All the 
beneficiary FGs made a request to SRC-CAP for financial support observing the 50%-50% rules. 
Detailed procedure for the provision of the financial support from SRC-CAP is illustrated in Annex1.  

The implementers may also consider a financial support to those beneficiary FGs that are in need 
for support to prepare the base for market-oriented agriculture. However, when it is the case, the 
implementers are suggested put clear conditions and rules for financial support, as SRC-CAP did. 
For instance, the provision on a request basis, based on the applicant FG’s own action plan, and 
only when the cost-sharing rules are observed could form part of such conditions.  

Based on the experience of SRC-CAP, possible inputs and equipment that FGs could obtain with 
a 50%-50% cost sharing support can be summarized as follows. 

Possible Inputs and equipment to be obtained by FGs with 50%-50% cost sharing  
Average No. of farmer group members: 25 Base rate: Fy 2019/2020

Ceiling of 
external 

Possible Options of Support 
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financial 
support (50% 

of the total 
cost) 

In case of cash contribution by farmer 
group to meet the 50-50 cost sharing rule 

In case of In-kind contribution by farmer 
group to meet the 50-50 cost sharing rule 

NPR 25,000 

1 

Seeds  

1

Small scale pipe irrigation (up to 300m 
length with 20 and 25 mm dia 10 kg/cm2 
HDPE pipe or 32 mm dia 6 kg/cm2 HDPE 
pipe) 

Insecticides and Pesticides  

Micronutrients  

2 

Cell tray  

Coco pit  

Poly bag  

Nursery plastic bag 

3 
Yellow sticky trap not lesser than 100 pcs.

Pheromone trap set 

4 
Plastic crate  

Watering can of 5-10 ltr. capacity 

5 Pruning/ Weeding/ Digging Tools 

NPR 50,000 

1 
Sprayer 16 ltr. capacity (Manual) 

1

Small scale pipe irrigation (up to 600m 
length with 20 and 25 mm dia 10 kg/cm2 
HDPE pipe or 32 mm dia 6 kg/cm2 HDPE 
pipe) 

Garden/Nursery Pipe with sprinkler 
irrigation set  

2 Drip irrigation set 

3 
Spring Balance 

Digital weighing machine among 4-5 
members 

4 Mulching plastic of 400 m roll 

2
Small scale pipe irrigation (350-400 m 
length with 40 mm or 50 mm dia 6 kg/cm2 
HDPE pipe) 

5 
Organic Fertilizer 

Chemical Fertilizer (DAP, UREA & Potash) 

6 
Water lifting pump of 1-2 HP capacity 
among 3-4 members. 

NPR 100,000 

1 Electric sprayer 16 ltr. capacity 1
Sipaulin Plastic of 5m x 12 m, 70 GSM for 
tunnel 

2 

2-3 no. of mini tiller of minimum 7.5 HP 
capacity 

2
Sipaulin Plastic of 4m x 5m, 200 GSM for 
plastic pond with 3m length overflow pipe 

Power Tiller of 18 HP capacity 
3

Small lift irrigation or pipe irrigation (250- 
300 m length with 63 mm or 75 mm dia 6 
kg/cm2 HDPE pipe) 3 

Water storage tank of 500 ltr. capacity with 
fitted tap and garden/nursery pipe 

NPR 150,000 
1 

Water storage tank of 1000 ltr. capacity 
with fitted tap and garden/nursery pipe 

1
Sipaulin plastic of 6m x 12 m, 90 GSM for 
tunnel 

2 Green net/Insect net/ UV plastic for tunnel 2
Sipaulin plastic of 6m x 10 m, 200 GSM for 
plastic pond with 3 m length overflow pipe
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Follow-up and monitoring 

 Duration: 1 day 
 Organization level: Village level 
 Number of Participants: Total (32) – Farmers (30), JT/JTA (1), FF (1) 
 Items 

S.N. Items Details No. Unit Cost  
(Rs)

Amount 
(Rs) Remarks 

1 Management 
and stationery 

‣Coordination and 
arrangement by 

JT/JTA 
1 1,000 per person 1,000 

Necessary 
arrangement should 

be made by this 
amount 

2 Data sheet ‣Photocopy 35 10 per person 350 Endline Survey sheet
3 Khaja ‣Tea and snack 32 50 per person 1,600 - 

Total Rs. 2,950 / group 
Reference: 1.2.1 District level farmer training (Decision date: 2061/8/25, revised date: 2065/9/1) 

1.4 Financial Support with 50%-50% cost sharing rules 

For the smooth implementation of the CAP Approach, SRC-CAP also provided financial support 
amounting to NRS 200,000 to each of the beneficiary FGs every year, in order that FGs could 
prepare the base for market-oriented agriculture with vegetables by purchasing those essential 
inputs and equipment.  

At the Action Plan making, the beneficiary FG members were facilitated by Extension Staff to 
identify necessary inputs and equipment to carry out their own annual Action Plan. After the 
identification of necessary inputs and equipment, Extension Staff facilitated the FG members to 
mobilize resources to obtain the identified necessary inputs and equipment. At this timing, as one 
of the possible external sources, the financial support from SRC-CAP was presented. 

The financial support was provided on a request basis to FGs. Up to 50% of the total costs of inputs 
or equipment required to implement their own Action Plan was paid by SRC-CAP, while the 
remaining 50% was paid by the FG in cash or in kinds, including the provision of labor. All the 
beneficiary FGs made a request to SRC-CAP for financial support observing the 50%-50% rules. 
Detailed procedure for the provision of the financial support from SRC-CAP is illustrated in Annex1.  

The implementers may also consider a financial support to those beneficiary FGs that are in need 
for support to prepare the base for market-oriented agriculture. However, when it is the case, the 
implementers are suggested put clear conditions and rules for financial support, as SRC-CAP did. 
For instance, the provision on a request basis, based on the applicant FG’s own action plan, and 
only when the cost-sharing rules are observed could form part of such conditions.  

Based on the experience of SRC-CAP, possible inputs and equipment that FGs could obtain with 
a 50%-50% cost sharing support can be summarized as follows. 

Possible Inputs and equipment to be obtained by FGs with 50%-50% cost sharing  
Average No. of farmer group members: 25 Base rate: Fy 2019/2020

Ceiling of 
external 

Possible Options of Support 
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Follow-up and monitoring 

 Duration: 1 day 
 Organization level: Village level 
 Number of Participants: Total (32) – Farmers (30), JT/JTA (1), FF (1) 
 Items 

S.N. Items Details No. Unit Cost  
(Rs)

Amount 
(Rs) Remarks 

1 Management 
and stationery 

‣Coordination and 
arrangement by 

JT/JTA 
1 1,000 per person 1,000 

Necessary 
arrangement should 

be made by this 
amount 

2 Data sheet ‣Photocopy 35 10 per person 350 Endline Survey sheet
3 Khaja ‣Tea and snack 32 50 per person 1,600 - 

Total Rs. 2,950 / group 
Reference: 1.2.1 District level farmer training (Decision date: 2061/8/25, revised date: 2065/9/1) 

1.4 Financial Support with 50%-50% cost sharing rules 

For the smooth implementation of the CAP Approach, SRC-CAP also provided financial support 
amounting to NRS 200,000 to each of the beneficiary FGs every year, in order that FGs could 
prepare the base for market-oriented agriculture with vegetables by purchasing those essential 
inputs and equipment.  

At the Action Plan making, the beneficiary FG members were facilitated by Extension Staff to 
identify necessary inputs and equipment to carry out their own annual Action Plan. After the 
identification of necessary inputs and equipment, Extension Staff facilitated the FG members to 
mobilize resources to obtain the identified necessary inputs and equipment. At this timing, as one 
of the possible external sources, the financial support from SRC-CAP was presented. 

The financial support was provided on a request basis to FGs. Up to 50% of the total costs of inputs 
or equipment required to implement their own Action Plan was paid by SRC-CAP, while the 
remaining 50% was paid by the FG in cash or in kinds, including the provision of labor. All the 
beneficiary FGs made a request to SRC-CAP for financial support observing the 50%-50% rules. 
Detailed procedure for the provision of the financial support from SRC-CAP is illustrated in Annex1.  

The implementers may also consider a financial support to those beneficiary FGs that are in need 
for support to prepare the base for market-oriented agriculture. However, when it is the case, the 
implementers are suggested put clear conditions and rules for financial support, as SRC-CAP did. 
For instance, the provision on a request basis, based on the applicant FG’s own action plan, and 
only when the cost-sharing rules are observed could form part of such conditions.  

Based on the experience of SRC-CAP, possible inputs and equipment that FGs could obtain with 
a 50%-50% cost sharing support can be summarized as follows. 

Possible Inputs and equipment to be obtained by FGs with 50%-50% cost sharing  
Average No. of farmer group members: 25 Base rate: Fy 2019/2020

Ceiling of 
external 

Possible Options of Support 
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financial 
support (50% 

of the total 
cost) 

In case of cash contribution by farmer 
group to meet the 50-50 cost sharing rule 

In case of In-kind contribution by farmer 
group to meet the 50-50 cost sharing rule 

NPR 25,000 

1 

Seeds  

1

Small scale pipe irrigation (up to 300m 
length with 20 and 25 mm dia 10 kg/cm2 
HDPE pipe or 32 mm dia 6 kg/cm2 HDPE 
pipe) 

Insecticides and Pesticides  

Micronutrients  

2 

Cell tray  

Coco pit  

Poly bag  

Nursery plastic bag 

3 
Yellow sticky trap not lesser than 100 pcs.

Pheromone trap set 

4 
Plastic crate  

Watering can of 5-10 ltr. capacity 

5 Pruning/ Weeding/ Digging Tools 

NPR 50,000 

1 
Sprayer 16 ltr. capacity (Manual) 

1

Small scale pipe irrigation (up to 600m 
length with 20 and 25 mm dia 10 kg/cm2 
HDPE pipe or 32 mm dia 6 kg/cm2 HDPE 
pipe) 

Garden/Nursery Pipe with sprinkler 
irrigation set  

2 Drip irrigation set 

3 
Spring Balance 

Digital weighing machine among 4-5 
members 

4 Mulching plastic of 400 m roll 

2
Small scale pipe irrigation (350-400 m 
length with 40 mm or 50 mm dia 6 kg/cm2 
HDPE pipe) 

5 
Organic Fertilizer 

Chemical Fertilizer (DAP, UREA & Potash) 

6 
Water lifting pump of 1-2 HP capacity 
among 3-4 members. 

NPR 100,000 

1 Electric sprayer 16 ltr. capacity 1
Sipaulin Plastic of 5m x 12 m, 70 GSM for 
tunnel 

2 

2-3 no. of mini tiller of minimum 7.5 HP 
capacity 

2
Sipaulin Plastic of 4m x 5m, 200 GSM for 
plastic pond with 3m length overflow pipe 

Power Tiller of 18 HP capacity 
3

Small lift irrigation or pipe irrigation (250- 
300 m length with 63 mm or 75 mm dia 6 
kg/cm2 HDPE pipe) 3 

Water storage tank of 500 ltr. capacity with 
fitted tap and garden/nursery pipe 

NPR 150,000 
1 

Water storage tank of 1000 ltr. capacity 
with fitted tap and garden/nursery pipe 

1
Sipaulin plastic of 6m x 12 m, 90 GSM for 
tunnel 

2 Green net/Insect net/ UV plastic for tunnel 2
Sipaulin plastic of 6m x 10 m, 200 GSM for 
plastic pond with 3 m length overflow pipe
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3 
Water lifting pump of 7.5 HP capacity 90 
mm diameter outlet. 

3
Small scale pipe irrigation (275-300m 
length with 90 mm dia 6 kg/cm2 HDPE 
pipe) 

NPR 200,000 1 
Construction of Permanent structure for 
tunnel (Combination of 1.5 inches and 2 
inches diameter circular pipe) 

1 Small Collection center/ sales output 

2
Small scale pipe irrigation (250-275 m 
length with 110 mm dia 6 kg/cm2 HDPE 
pipe) 

PART 2: Source: SRC-CAP 

 

  

54 

3. Field Facilitators  
SRC-CAP employed a Field Facilitator (FF) for each of the target FG with the following functions. 
FFs were paid monthly for their support to the Project, the Extension Staff and the concerned FG, 
in addition to the communication and transportation allowances. FFs were also invited to all the 
training opportunities together with the Extension Staff, and they also became knowledgeable and 
skillful in the market-oriented vegetable farming and marketing. While the Extension Workers were 
able to visit FGs only when any activity was organized, FFs were positioned to give hands-on 
support to the FG members on a daily basis. Thus, the contribution of FFs for the implementation 
of the Project was significant.  

It is recommendable for a Local Government to explore the possibility to hire field facilitators from 
the target FG members, as assistants to the Extension Staff, for the smooth application of the CAP 
Approach. However, when a Local Government cannot afford to hire FFs, the Local Government 
may select those FGs whose leaders or other members could play the roles of FF at the selection 
of beneficiary FGs. Alternatively, the Local Government, through Extension Staff, may discuss with 
the beneficiary FGs to have one of the FG members play the roles of FF, after the selection of 
beneficiary FGs. 

The following is the roles played by FFs in SRC-CAP. 

 

Operation: 

 To support the preparation and implementation of the project activities: 

 To assist the SMS/JT/JTA in charge of the FG in the preparation and implementation of the 
CAP activities with the FG members by attending all such activities. 

 To support FG in the farming and marketing: 

 To facilitate the establishment of a Training Farm within the community where the majority of 
FG members live. 

 To attend the training and learning opportunities and to disseminate the knowledge and skills 
obtained through such opportunities to the FG members.  

 To assist the FG members in record keeping of farming and marketing activities and 
information as well as in filling any questionnaires and forms 

 To contribute to awareness-raising among the FG members on commercial agriculture with 
the perspectives of gender equality and social inclusion. 

 To support FG in communication and coordination with other stakeholders: 

 To convey relevant information and feedback of the FG to the Ward Committee, the Local 
Government Office, the SMS/JT/JTA in charge of the FG, and vice-versa. 

 To submit a report relevant to the FG: 
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financial 
support (50% 

of the total 
cost) 

In case of cash contribution by farmer 
group to meet the 50-50 cost sharing rule 

In case of In-kind contribution by farmer 
group to meet the 50-50 cost sharing rule 

NPR 25,000 

1 

Seeds  

1

Small scale pipe irrigation (up to 300m 
length with 20 and 25 mm dia 10 kg/cm2 
HDPE pipe or 32 mm dia 6 kg/cm2 HDPE 
pipe) 

Insecticides and Pesticides  

Micronutrients  

2 

Cell tray  

Coco pit  

Poly bag  

Nursery plastic bag 

3 
Yellow sticky trap not lesser than 100 pcs.

Pheromone trap set 

4 
Plastic crate  

Watering can of 5-10 ltr. capacity 

5 Pruning/ Weeding/ Digging Tools 

NPR 50,000 

1 
Sprayer 16 ltr. capacity (Manual) 

1

Small scale pipe irrigation (up to 600m 
length with 20 and 25 mm dia 10 kg/cm2 
HDPE pipe or 32 mm dia 6 kg/cm2 HDPE 
pipe) 

Garden/Nursery Pipe with sprinkler 
irrigation set  

2 Drip irrigation set 

3 
Spring Balance 

Digital weighing machine among 4-5 
members 

4 Mulching plastic of 400 m roll 

2
Small scale pipe irrigation (350-400 m 
length with 40 mm or 50 mm dia 6 kg/cm2 
HDPE pipe) 

5 
Organic Fertilizer 

Chemical Fertilizer (DAP, UREA & Potash) 

6 
Water lifting pump of 1-2 HP capacity 
among 3-4 members. 

NPR 100,000 

1 Electric sprayer 16 ltr. capacity 1
Sipaulin Plastic of 5m x 12 m, 70 GSM for 
tunnel 

2 

2-3 no. of mini tiller of minimum 7.5 HP 
capacity 

2
Sipaulin Plastic of 4m x 5m, 200 GSM for 
plastic pond with 3m length overflow pipe 

Power Tiller of 18 HP capacity 
3

Small lift irrigation or pipe irrigation (250- 
300 m length with 63 mm or 75 mm dia 6 
kg/cm2 HDPE pipe) 3 

Water storage tank of 500 ltr. capacity with 
fitted tap and garden/nursery pipe 

NPR 150,000 
1 

Water storage tank of 1000 ltr. capacity 
with fitted tap and garden/nursery pipe 

1
Sipaulin plastic of 6m x 12 m, 90 GSM for 
tunnel 

2 Green net/Insect net/ UV plastic for tunnel 2
Sipaulin plastic of 6m x 10 m, 200 GSM for 
plastic pond with 3 m length overflow pipe
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3. Field Facilitators  
SRC-CAP employed a Field Facilitator (FF) for each of the target FG with the following functions. 
FFs were paid monthly for their support to the Project, the Extension Staff and the concerned FG, 
in addition to the communication and transportation allowances. FFs were also invited to all the 
training opportunities together with the Extension Staff, and they also became knowledgeable and 
skillful in the market-oriented vegetable farming and marketing. While the Extension Workers were 
able to visit FGs only when any activity was organized, FFs were positioned to give hands-on 
support to the FG members on a daily basis. Thus, the contribution of FFs for the implementation 
of the Project was significant.  

It is recommendable for a Local Government to explore the possibility to hire field facilitators from 
the target FG members, as assistants to the Extension Staff, for the smooth application of the CAP 
Approach. However, when a Local Government cannot afford to hire FFs, the Local Government 
may select those FGs whose leaders or other members could play the roles of FF at the selection 
of beneficiary FGs. Alternatively, the Local Government, through Extension Staff, may discuss with 
the beneficiary FGs to have one of the FG members play the roles of FF, after the selection of 
beneficiary FGs. 

The following is the roles played by FFs in SRC-CAP. 

 

Operation: 

 To support the preparation and implementation of the project activities: 

 To assist the SMS/JT/JTA in charge of the FG in the preparation and implementation of the 
CAP activities with the FG members by attending all such activities. 

 To support FG in the farming and marketing: 

 To facilitate the establishment of a Training Farm within the community where the majority of 
FG members live. 

 To attend the training and learning opportunities and to disseminate the knowledge and skills 
obtained through such opportunities to the FG members.  

 To assist the FG members in record keeping of farming and marketing activities and 
information as well as in filling any questionnaires and forms 

 To contribute to awareness-raising among the FG members on commercial agriculture with 
the perspectives of gender equality and social inclusion. 

 To support FG in communication and coordination with other stakeholders: 

 To convey relevant information and feedback of the FG to the Ward Committee, the Local 
Government Office, the SMS/JT/JTA in charge of the FG, and vice-versa. 

 To submit a report relevant to the FG: 

52 

financial 
support (50% 

of the total 
cost) 

In case of cash contribution by farmer 
group to meet the 50-50 cost sharing rule 

In case of In-kind contribution by farmer 
group to meet the 50-50 cost sharing rule 

NPR 25,000 

1 

Seeds  

1

Small scale pipe irrigation (up to 300m 
length with 20 and 25 mm dia 10 kg/cm2 
HDPE pipe or 32 mm dia 6 kg/cm2 HDPE 
pipe) 

Insecticides and Pesticides  

Micronutrients  

2 

Cell tray  

Coco pit  

Poly bag  

Nursery plastic bag 

3 
Yellow sticky trap not lesser than 100 pcs.

Pheromone trap set 

4 
Plastic crate  

Watering can of 5-10 ltr. capacity 

5 Pruning/ Weeding/ Digging Tools 

NPR 50,000 

1 
Sprayer 16 ltr. capacity (Manual) 

1

Small scale pipe irrigation (up to 600m 
length with 20 and 25 mm dia 10 kg/cm2 
HDPE pipe or 32 mm dia 6 kg/cm2 HDPE 
pipe) 

Garden/Nursery Pipe with sprinkler 
irrigation set  

2 Drip irrigation set 

3 
Spring Balance 

Digital weighing machine among 4-5 
members 

4 Mulching plastic of 400 m roll 

2
Small scale pipe irrigation (350-400 m 
length with 40 mm or 50 mm dia 6 kg/cm2 
HDPE pipe) 

5 
Organic Fertilizer 

Chemical Fertilizer (DAP, UREA & Potash) 

6 
Water lifting pump of 1-2 HP capacity 
among 3-4 members. 

NPR 100,000 

1 Electric sprayer 16 ltr. capacity 1
Sipaulin Plastic of 5m x 12 m, 70 GSM for 
tunnel 

2 

2-3 no. of mini tiller of minimum 7.5 HP 
capacity 

2
Sipaulin Plastic of 4m x 5m, 200 GSM for 
plastic pond with 3m length overflow pipe 

Power Tiller of 18 HP capacity 
3

Small lift irrigation or pipe irrigation (250- 
300 m length with 63 mm or 75 mm dia 6 
kg/cm2 HDPE pipe) 3 

Water storage tank of 500 ltr. capacity with 
fitted tap and garden/nursery pipe 

NPR 150,000 
1 

Water storage tank of 1000 ltr. capacity 
with fitted tap and garden/nursery pipe 

1
Sipaulin plastic of 6m x 12 m, 90 GSM for 
tunnel 

2 Green net/Insect net/ UV plastic for tunnel 2
Sipaulin plastic of 6m x 10 m, 200 GSM for 
plastic pond with 3 m length overflow pipe
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 To conduct/ facilitate the data collection from the FG members, accessible markets and 
suppliers, etc. 

 To prepare and submit monthly technical/administrative reports to the Ward Committee as well 
as the Local Government Office through the SMS/JT/JTA in charge.  

 To post relevant reports with pictures on the Facebook page of CAP, if any. 

Administration: 

 To support FG in the purchase of necessary inputs for the Training Farm and other CAP 
activities with the budget provided by the Local Government Office 

 To facilitate FG to obtain quotations and bills for necessary inputs for the Training Farm and 
other CAP activities, including financial support from the same project.  

Others: 

To provide any other services for the CAP activities, upon requests made by the FG, the 
SMS/JT/JTA in charge of the FG, and the Local Government Office. 

 
  

 

 
 

 
 
 
 

PART 4. EXTENSION 
MATERIALS 

 

“PART 4 EXTENSION MATERIALS” provides extension materials useful for the 
implementation of the CAP Approach 

.



55 

 To conduct/ facilitate the data collection from the FG members, accessible markets and 
suppliers, etc. 

 To prepare and submit monthly technical/administrative reports to the Ward Committee as well 
as the Local Government Office through the SMS/JT/JTA in charge.  

 To post relevant reports with pictures on the Facebook page of CAP, if any. 

Administration: 

 To support FG in the purchase of necessary inputs for the Training Farm and other CAP 
activities with the budget provided by the Local Government Office 

 To facilitate FG to obtain quotations and bills for necessary inputs for the Training Farm and 
other CAP activities, including financial support from the same project.  

Others: 

To provide any other services for the CAP activities, upon requests made by the FG, the 
SMS/JT/JTA in charge of the FG, and the Local Government Office. 

 
  

 

 
 

 
 
 
 

PART 4. EXTENSION 
MATERIALS 

 

“PART 4 EXTENSION MATERIALS” provides extension materials useful for the 
implementation of the CAP Approach 

.



 

  

56 

List of Extension Materials 
 

Categories No. Title 

Format 

1.1 Format for the Producer Group Profile 
1.2 Market Survey Format 
1.3 Baseline and Endline Survey Format 
1.4 Format of Crop Nomination (Action Plan Making) 
1.5 Format of Voting in Crop Selection (Action Plan Making) 
1.6 Format of Crop Calendar 

Training Materials 

1.7 Picture Story (Kami-shibai) of Rajan 
1.8 Picture story (Kami-shibai) of Rupa 
1.9 Compost Making 
1.10 Nursery Making and Transplanting 
1.11 Plant Protection 
1.12 Post-Harvest Handling and Marketing 
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1.1 Format for the Farmer Group Profile 
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1.1 Format for the Farmer Group Profile 
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1.2 Market Survey Format 
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1.3 Baseline and Endline Survey Format 
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1.3 Baseline and Endline Survey Format 
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1.4 Format of Crop Nomination (Action Plan Making) 
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1.5 Format of Voting in Crop Selection (Action Plan Making) 
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1.5 Format of Voting in Crop Selection (Action Plan Making) 

 

 

 



74
63 

1.6 Format of Crop Calendar 
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1.7 Picture Story (Kamishibai) of Rajan 

 
Source: SRC-CAP Project 
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1.6 Format of Crop Calendar 
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1.7 Picture Story (Kamishibai) of Rajan 

 
Source: SRC-CAP Project 
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1.8 Picture story (Kamishibai) of Rupa 

 

 
Source: SRC-CAP Project 
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1.8 Picture story (Kamishibai) of Rupa 

 

 
Source: SRC-CAP Project 
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1.9 Compost Making  

 
Source: SRC-CAP Project 
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1.10 Nursery Making and Transplanting 

 
 Source: SRC-CAP Project 
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1.11 Plant Protection  
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1.12 Post-Harvest Handling and Marketing 

 
 Source: SRC-CAP Project 
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1.12 Post-Harvest Handling and Marketing 

 
 Source: SRC-CAP Project 



130 119 

 

 1 
 

Annex 1 : Condition of Support and Procedures  
 
1. Condition of support: 
Terms and conditions for the items are given below: 

 Maximum of NRs. 200,000 per Farmer Group per year will be supported for agricultural 
inputs/equipments and infrastructure facilities from the project in 50% cost sharing in kind or 
cash of the farmer group in accordance with their Action Plan. The duration of the support 
year will be two years.  
 

2. Procedure for agri-input category  
 
2.1 Agri-Inputs  
 
Cost of the plastic sheet for the plastic house construction will cover by Project but other 
construction expenses like purchasing of binding wire, nails, enamel, string, bamboo and cost of 
unskilled labor should bear by the farmer group.  
 
Farmer group should bear fifty percent of total cost for other agri-inputs like seed, pesticides, 
micronutrient, chemical fertilizer, sprayer, watering can, crate, weighing machine, drip and sprinkler 
irrigation set etc. 
 
2.1.1 Finalization of material quantity: 
Farmer group should first decide the quantity collectively and deadline of procurement based on 
group action plan prepared. 
 
2.1.2 Selection of horticulture related traders (buyers and agricultural input suppliers): 

 Nominated (two members: one male one female) members from each farmer group will visit 
market and fill the quotation form (annex-1) from at least three available horticulture related 
traders within or outside the district and whichever they found the lowest in price that will be a 
candidate supplier.  

Note:   
1. If two or three groups from a Municipality/Rural Municipality are demanding agri-inputs, they will 
collect quotation jointly and will choose only one agri-Input supplier whenever possible depending on 
accessibility and location of farmer groups.   
2. Project will provide travel and one day daily allowances (without accommodation) for the quotation 
collection. 
 

 Farmer group will discuss on the collected quotation organizing group meeting after returning 
back from market and select only one agri-input supplier. The evaluation basis for the 
supplier selection is the lowest total cost of the total item filled in the quotation form.  

 Farmer group should make a decision minute and submit the photocopy to the project office 
together with collected quotations. 

 
2.1.3 Contract with agri-input supplier: 
 
Once photocopy of decision minute and collected quotation is received, a contract (annex-2) among 
project, farmer group and agriculture section of municipality/rural municipality will be made with 
selected agri-input supplier as soon as possible. 
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2.1.4 Payment process: 
 
After the contract signed, first installment payment, 70% of the total cost will be handed to the agri-
input supplier. Farmer group should pay their sharing amount at the time of agri-inputs received. 
Remaining 30 % amount will be provided as a final installment payment to the agri-Input supplier 
after the delivery of agri-inputs to the farmer group’s place, receiving signed recipients from farmer 
group, bill and payment request letter from the agri-input supplier.  
 
2.1.5 Transportation: 
  

 Agri-Input supplier should responsible to deliver agri-inputs to the farmer group's place and 
should quote one time delivery cost and means of transportation in the quotation form.  

 Agri-Input supplier should be able to deliver all the agri-inputs in a given deadline. 
 The transportation cost can be paid full by project (if it is less than or 5% of total cost) or cost 

shared with the farmer group member (if it is more than 5%). 
 

2.2 Equipments (Mini Tiller) 
 
Farmer group should bear fifty percent of total cost for the Mini Tiller. 
 
2.2.1 Finalization of Mini Tiller 

 Farmer group should first decide the capacity of the Mini Tiller and deadline of procurement 
based on action plan among the group. Mini Tiller should be gender friendly. 

 
2.2.2 Selection of Machinery shop 

 Nominated (two members: one male one female) members from each farmer group will visit 
market and fill the quotation form (annex-1) from at least three available machinery 
shops within or outside the district and whichever they found the lowest in price that will be a 
candidate supplier. 

Note:   
1. If two or three groups from a Municipality/Rural Municipality are demanding Mini Tiller, they will 
collect quotation jointly and will choose only one shop whenever possible depending on accessibility 
and location of farmer groups.   
2. Where the machinery shops are not available within the district, Project will provide travel and 
daily allowance of one and one fourth day (with accommodation) for the market survey. If the shops 
are available within the district then travel and one day daily allowances (without accommodation) 
will be provided. 
 

 Farmer group will discuss on the collected quotation organizing group meeting after returning 
back from market and select only one machinery shop. The evaluation basis for the supplier 
selection is the lowest total cost of the total item filled in the quotation form.  
 

2.2.3 Contract with Farmer group 
 Farmer group should make a decision minute and submit the photocopy to the project office 

together with collected quotations. 
 Once photocopy of decision minute and collected quotation is received, a contract (annex-2) 

among project, farmer group, machinery shop and agriculture section of municipality/ rural 
municipality will be made. 
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2.2.4 Payment Process 
 Farmer group should collect and pay their shared fifty percent amount of the total cost.  

Project will provide fifty percent amount to the farmer group at the time of mini tiller 
purchased and copy of bill of the mini tiller will be received. 
 

2.2.5 Transportation  
 Machinery shop should responsible to make available the quoted Mini Tiller in a given 

deadline. 
 Farmer group should responsible for the transportation. The transportation cost can be paid 

full by project (if it is less than or 5% of total cost) or cost shared with the farmer group 
member (if it is more than 5%).  

 
3. Procedure for Infrastructure category (Irrigation): 
  
Farmer group should implement their prioritized infrastructure work based on action plan 
preparation.  
 
3.1 Survey and Cost Estimation  

 SRC-CAP engineer will provide the detail cost estimate after detail survey and it will be 
approved by agriculture section of municipality/rural municipality.  
 

3.1.1 Contract with Farmer group 
 Based on the estimate, contract (annex-3) will be prepared and signed among the Project, 

agriculture section of municipality/rural municipality and farmer group and farmer group 
should bear at least 50% of the total cost in cash or kind. 
 

3.1.2 Payment and materials procurement process 
 After the contract sign, Farmer group will collect local materials like sand, stone, aggregate, 

wood etc. Once the local materials collected, farmer group will submit the request letter for 
the first installment payment to the Project. Project will handed first installment payment of 
seventy percent (70 %) to the farmer group of the project support amount. 

 Farmer groups should purchase materials based on the estimation which are not locally 
available from any hardware shop without quotation as per The Public Procurement Rules 
2064, section 97. 

 After the completion of work, Farmer group should inform to the agriculture section of 
municipality/rural municipality/Project office. Municipality/rural municipality/Project will 
measure the work done and prepare the completion report.  

 After the approval of completion report from agriculture section of municipality/rural 
municipality, farmer group should submit all the bills/receipts, copy of minutes and request 
letter for the final installment payment to the project. Project will handed reaming final 
installment payment of thirty percent (30%) to the Farmer group. 
 

Note: Transportation cost of market materials will be added in cost estimation as per approved 
district rate and farmer group should responsible for all the action during transportation.  
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Annex 2: Sample for quotation form for Agri-Input Suppliers and Machinery Shops 
 
 

Quotation Form 
 
Name of Agri-Input Supplier/ Machinery Shop:…………………………………….. 
Name of contact person:…………………………........ 
Contact phone number:……………………………….. 
Address:………………………………….. 
 
A. Details of agri-inputs/ equipment 
 

S.N. Item Specification Unit Quantity Unit price  
 

Total cost 
 

       
       
       
       
       

Grand Total  
 
 
B. Transportation 
Means of transportation: ……………….. 
Transportation: From……………………………..to……………………………….. 
One time delivery cost: Nrs……………… 
 
 
…………………………... 
Signature : 
Name of the Agri-Input Supplier/ Machinery Shop owner: 
Date of quotation submission: 
Stamp: 
 
Note:  

 An Agri-Input Supplier/ Machinery Shop must be able to send their quote price and items 
mentioned. Inability of doing so will not be considered for further process. 

 An Agri-Input Supplier/ Machinery Shop will have to provide PAN bill once selected and 
contracted by project with the receipt  
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Annex 3: Contract for Action Plan Implementation: Agri-Input 
 

GoN/JICA 
Sindhuli Road Corridor Commercial Agriculture Promotion Project (SRC-CAP) 

 
Contract for Action Plan Implementation: Agri Input  

 
FY:  
Name of Farmer group: 
District:                            Municipality/Rural Municipality : 
Total number of producer member: 
 
 

1. Name of item, cost, delivery date: 
 Start date:…………………                                               End date:…………………. 
Name of item Quantity  Total 

(NRs.) 
Farmer 
group (Nrs) 

Project       
( Nrs.) 

Delivery Date 

      
      
      
      

Grand Total (NRs.)     
(Note: 50 % contribution of farmer group is included in total cost of agri-inputs but in the case of plastic tunnel farmer group  
Should bear all the other expenses except than Plastic Sheet. Breakdown of estimated budget for plastic tunnel  
is attached herewith) 
 
2. Payment method: 
Installment Amount (NRs.) Percentage Date 
First   After Agreement sign 
Second (except 
plastic sheet)   After distribution of items 

Final   

After completion of 
payment from Farmer 
group and delivery of 
plastic sheet 

Total    
 
3. Transportation:  
Transportation cost can be paid full by project (if it is less than or 5% of total cost) or cost shared with 
the farmer group member (if it is more than 5%). 
 
4. Terms and conditions: 
Agri-Input Supplier:  

 Agreed item should not be different than the specification provided in the quotation and should 
not be damaged or broken 

 The materials should be made available in the given time 
 Once the materials are available in the given time, should communicate farmer group in 

advance 
 Should provide receipt to the project and bill to the Farmer group 
 Should be responsible until the materials are handed over to the farmer groups 
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Annex 3: Contract for Action Plan Implementation: Agri-Input 
 

GoN/JICA 
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Farmer group: 
 Farmer group should get a bill when they receive argi-inputs from the agri input supplier. 
 The supported item should  be used properly  
 Except the plastic sheet, farmer group should be responsible to pay the 50% of the total cost 

directly to the supplier in cash at the time of delivery. If one or two member could not pay their 
share, group should be responsible for it. 
 

SRC-CAP:  
 The project will bear no responsibility of risk and/or accident raised during the above 

mentioned activity. 
 
We agree the terms and conditions mentioned above: 
From SRC-CAP:                        
Name: 
Position: 
Signature: 
Date: 

From Agri-Input Supplier: 
Name: 
Signature: 
Date: 

From Farmer group: 
Name: 
Address 
Position: 
Signature: 
Date: 

From Municipality/Rural Municipality Office 
(Agriculture Section Head) 
Name: 
Position: 
Signature: 
Date: 
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Annex 4: Contract for Action Plan Implementation: Infrastructure 
 

GoN/JICA 
Sindhuli Road Corridor Commercial Agriculture Promotion Project (SRC-CAP) 

 
Contract for Action Plan Implementation: Infrastructure 

 
FY:  
Name of Farmer group: 
District:                            Municipality/Rural Municipality : 
Total number of producer member: 
 
1. Infrastructure: 
 
Start date:…………………                                       End date:…………………. 

Types of Activity Total (NRs.) Producers 
(NRs.) Project (NRs.) 

    

    

    

Grand Total (Nrs.)    

Note: Breakdown of estimated budget approved by agricultural section of municipality/rural 
municipality is attached herewith. 
 
Payment method: 
Installment Amount (NRs.) Percentage Date  
First  70% After collection of local materials 

 
Final   30% After approval of work completion 

report and other supporting 
documents. 

Total     
 
4. Terms and conditions: 
 

 Farmer groups will be responsible for repair and maintenance of the infrastructure. 
 After the completion of the activity, financial clearance should be made from concerned 

agency. 
 Farmer group will follow the rules and regulations as per the Nepal Government Law. 
 Final installment will be paid after the approval of work completion report and other supporting 

documents. 
 Farmer group should maintain the record of cash and kinds. 
 Activity should be completed in a given time period. 
 The project will bear no responsibility of risk and/or accident raised during the above 

mentioned activity. 
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Annex 4: Contract for Action Plan Implementation: Infrastructure 
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mentioned activity. 
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We agree the terms and conditions mentioned above: 
From SRC-CAP:                        
Name: 
Position: 
Signature: 
Date: 

From Farmer group: 
Name: 
Address 
Position: 
Signature: 
Date: 

From Municipality/Rural 
Municipality Office 
(Agriculture Section Head) 
Name: 
Position: 
Signature: 
Date: 
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Annex 5: Receipt of payment for Agri-Input Supplier/Machinery Shop 
 
 

Receipt of First /Final Installment Payment by Agri-Input Supplier /Machinery Shop 
 

Receipt of First Installment Payment by agri-input supplier /machinery shop 
 
Date: 
To: SRC-CAP/JICA 
Hariharbhawan, Lalitpur 
 
We received                              NRs for first installment payment based on the contract made with 
……..Farmer Group,……………………..Municipality/Rural municipality…………………District. 
 
 
 
 
…………………… 
Mr./Ms.: 
Agri-Input Supplier /Machinery Shop: 
Stamp 
 
 
 
 
 
 
 

Receipt of Final Installment Payment by agri-input supplier /machinery shop 
Date: 
To: SRC-CAP/JICA 
Hariharbhawan, Lalitpur 
 
We received                              NRs for final installment payment based on the contract made with 
………..Farmer group,……………………..Municipality/Rural municipality…………………District  
 
 
 
 
 
……………………… 
Mr./Ms.: 
Agri-Input Supplier /Machinery Shop: 
Stamp 
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Annex 5: Receipt of payment for Agri-Input Supplier/Machinery Shop 
 
 

Receipt of First /Final Installment Payment by Agri-Input Supplier /Machinery Shop 
 

Receipt of First Installment Payment by agri-input supplier /machinery shop 
 
Date: 
To: SRC-CAP/JICA 
Hariharbhawan, Lalitpur 
 
We received                              NRs for first installment payment based on the contract made with 
……..Farmer Group,……………………..Municipality/Rural municipality…………………District. 
 
 
 
 
…………………… 
Mr./Ms.: 
Agri-Input Supplier /Machinery Shop: 
Stamp 
 
 
 
 
 
 
 

Receipt of Final Installment Payment by agri-input supplier /machinery shop 
Date: 
To: SRC-CAP/JICA 
Hariharbhawan, Lalitpur 
 
We received                              NRs for final installment payment based on the contract made with 
………..Farmer group,……………………..Municipality/Rural municipality…………………District  
 
 
 
 
 
……………………… 
Mr./Ms.: 
Agri-Input Supplier /Machinery Shop: 
Stamp 
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Annex 6: Payment request letter for Agri-Input Supplier /Machinery Shop  
 

Payment request letter by Agri-Input Supplier /Machinery Shop 
 
Date: 
 
SRC-CAP/JICA 
Hariharbhawan, Lalitpur 
 
Subject: Request for First Installment payment 
 
Dear madam/sir 
 
As per contract made among in date……………………..I would like to request for the first installment 
payment of amount Nrs…………………….   
 
Thank you 
 
……………………… 
Mr./Ms.: 
Agri-Input Supplier /Machinery Shop: 
Stamp 
 
 

Payment request letter by Agri-Input Supplier /Machinery Shop 
Date: 
 
SRC-CAP/JICA 
Hariharbhawan, Lalitpur 
 
Subject: Request for Final Installment payment 
 
Dear madam/sir 
 
I received first installment on………………...date. I have distributed all the items as agreed in the 
contract made on………………………. I would like to request for the final installment payment of 
amount Nrs………..   
 
Thank you 
 
……………………….. 
Mr./Ms.: 
Agri-Input Supplier /Machinery Shop: 
Stamp 
 
Note: 
With this request letter, please enclose the following documents as well: 

 a receipt voucher of each producer group member,  
 a meeting minute of the farmer group where groups mention receipt of all items and request for 

full payment to the argi- input supplier (name mentioned) 
 Bill of the all items 

11 
 

Annex 7: Delivery notice made by Agri-input supplier/Machinery shop 
 

Delivery notice made by Agri-Input Supplier /Machinery Shop 
 

I have received the following items and quantity. 
S.N. Name of items Quantity Remarks 

 
    

 
    

 
    

 
    

 
    

 
    

 
    

 
    

 
 
Receive by: 

Name: 

Position: 

Address: 

Date: 

 
Distributed by: 

Agri-Input Supplier /Machinery Shop: 
Date: 

Stamp: 
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Annex 7: Delivery notice made by Agri-input supplier/Machinery shop 
 

Delivery notice made by Agri-Input Supplier /Machinery Shop 
 

I have received the following items and quantity. 
S.N. Name of items Quantity Remarks 

 
    

 
    

 
    

 
    

 
    

 
    

 
    

 
    

 
 
Receive by: 

Name: 

Position: 

Address: 

Date: 

 
Distributed by: 

Agri-Input Supplier /Machinery Shop: 
Date: 

Stamp: 
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Annex 8: Receipt of first/final payment by Farmer group 
 

Receipt of First/Final Installment payment by Farmer group 
 
 

Receipt of First Installment payment by Farmer group 
 
 

Date: 
To: SRC-CAP/JICA 
Hariharbhawan, Lalitpur 

 
We received                              NRs for first installment payment based on the contract. 
 

 
 

 
……………………… 
Name: 

Position: 

Name of Farmer Group: 

Address: 

 
 

Receipt of Final Installment payment by Farmer group 
 

 
Date: 
 
To: SRC-CAP/JICA 
Hariharbhawan, Lalitpur 
 
We received                              NRs for final installment payment based on the contract. 
 
 
……………………… 
Name: 

Position: 

Name of Farmer Group: 

Address: 
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Annex 9: Payment request letter for Farmer Group 
 

Payment request letter by farmer group 
 
Date: 
 
SRC-CAP/JICA 
Hariharbhawan, Lalitpur 
 
Subject: Request for First Installment payment 
 
Dear madam/sir 
 
As per contract made among in date…………………..We would like to request for the first installment 
payment of amount Nrs………………..   
 
Thank you 
……….………………….. 
Name: 
Position: 
Name of Farmer Group: 
Address 
 

Payment request letter by farmer group 
Date: 
 
SRC-CAP/JICA 
Hariharbhawan, Lalitpur 
 
Subject: Request for Final Installment payment 
 
Dear madam/sir 
 
We have completed the construction of………………...We would like to request for the last installment 
payment. We have attached completion report along with other supporting documents here with. 
 
 
Thank you 
……….………………….. 
Name: 
Position: 
Name of Farmer Group: 
Address 
 
Note: 
With this request letter, please enclose the following documents as well: 

 Completion report 
 Bill of the all items purchased 
 Meeting minute mentioning the completion of the activity and sharing of the agreed amount of 

cash and kind work in given time and mentioning payment of the final installment 
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Annex 9: Payment request letter for Farmer Group 
 

Payment request letter by farmer group 
 
Date: 
 
SRC-CAP/JICA 
Hariharbhawan, Lalitpur 
 
Subject: Request for First Installment payment 
 
Dear madam/sir 
 
As per contract made among in date…………………..We would like to request for the first installment 
payment of amount Nrs………………..   
 
Thank you 
……….………………….. 
Name: 
Position: 
Name of Farmer Group: 
Address 
 

Payment request letter by farmer group 
Date: 
 
SRC-CAP/JICA 
Hariharbhawan, Lalitpur 
 
Subject: Request for Final Installment payment 
 
Dear madam/sir 
 
We have completed the construction of………………...We would like to request for the last installment 
payment. We have attached completion report along with other supporting documents here with. 
 
 
Thank you 
……….………………….. 
Name: 
Position: 
Name of Farmer Group: 
Address 
 
Note: 
With this request letter, please enclose the following documents as well: 

 Completion report 
 Bill of the all items purchased 
 Meeting minute mentioning the completion of the activity and sharing of the agreed amount of 

cash and kind work in given time and mentioning payment of the final installment 
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