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1. Introduction 

 

1.1 About the master file 

Master file is the basket of information of the defined area, polder or district of “Blue Gold Program” 
implementing area. The purpose of this master file is to provide all the necessary information for the 
polder 43/2F to design component-04 strategy including polder development plan (PDP), Value 
chain identification, analysis and value chain development considering the local context.  

This master file provides a sound understanding about the geographical location, demographic 
status, physical infrastructures, communications, land zooning, cropping pattern, environment, 
natural resources, different agricultural practices, major economic sector, institutional structure, 
economic activities of the polder, market infrastructure, market dynamics, some potential value 
chains etc.  

This master file will help component-4 in market analysis, providing necessary information, so that 
they can select appropriate value chain for the economic growth of the polder dwellers. Finally, 
considering the strength and weakness, component will design intervention for sustainable 
development. Moreover, this information will help other components of “Blue Gold Program” and this 
is an ongoing process. 

 

1.2 Objective 

The overall objective of the master file is to gather relevant information inside the polder, update it 
regular basis to understand the existing scenario for future development plan under Blue Gold 
Program. Specific objective of this file is to: 

 Create polder development plan (PDP) in collaboration with all components 
 Identify potential logical intervention strategies for business development component under 

Blue Gold program 
 Potential value chain identification, analyze them and value chain development 
 Set-up specific and appropriate activities against each intervention. 

 

1.3 Source and process of Information 

We have gathered this information from two sources-  

 Primary source      : Field visit, discussion with different stakeholders, Key Informant  
                                Interview (KII), Focus Group Discussion (FGD) 

 Secondary source : Relevant reports, research papers, documents, website 

Process: First we have collected information from both primary and secondary sources. Then after 
triangulation we finalized the information for “Master file”. 
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2. Polder 

 

2.1 What is polder? 

An area of low-lying land, that has been reclaimed from a body of water and is protected by dikes. 
Water enters the low-lying polder through water pressure of groundwater, or rainfall, or transport of 
water by rivers and canals. This usually means that the polder has an excess of water, which is 
pumped out or drained by opening sluices at low tide. 

Polders are man-made structures consisting of mud walls surrounding a hydrological unit.It is an 
infrastructure created in the coastal zones of Bangladesh in the 1960s to protectcommunities from 
flooding, inundation and salinity intrusion.  

Bangladesh Water Development Board (BWDB) has developed coastal embankment system 
constructing a total of 139 polders in 14 coastal districts of Bangladesh (Khulna, Satkhira, Bagerhat, 
Jessore, Pirojpur, Barguna, Patuakhali, Barisal, Bhola, Noakhali, Laxmipur, Feni, Chittagong & 
Cox’s Bazar) for protecting low-lying areas against flooding and salinity.  

 

2.2 Distribution of Polders at Patuakhali Zone under “Blue Gold Program” 

 

The polders listed below formed during IPSWAM period at Patuakhali District. “Blue Gold Program” 
is working in two districts, Patuakhali and Barguna under Patuakhali zonal office. There are 08 
(eight) old polders of IPSWAM period of which Blue Gold will work on 06 (six) old polders and 08 
(eight) new polders. 

 

 
           Table-01: Overview of old Polders under Patuakhali Zonal office 
 

 

 

 

 

 

 

 

 

 

Polder no  Upazila & District  Gross 
Area (ha)  

Net Area 
(ha)  

43/2A  Sadar, Patuakhali  5,182  3,887  

43/2E  Sadar, Patuakhali  1,650  1,300  

43/2D  Sadar, Patuakhali  8,800  6,800  

43/2F  Amtali, Barguna & Sadar, Patuakhali  4,453  3,500  

43/1A  Amtali, Barguna  2,675  2,200  

43/2B  Galachipa, Patuakhali; Sadar & Amtali, 
Barguna  

5,460  4,000  
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Map of Bangladesh costal Polders 

 

 

 

 

2.3 Geographical Location of polder 43/2F 

 

Surrounding area:  

 Chatua Khal: North (East part);  

 Gulishakhali Khal: North (West part) & West (North part); 

 Paira River: West (South part) 

 Gagan Kha Bari Khal: East (North part) 

 Kukua River: East (South part) and South 

 

Polder 43/2F lies between Latitude 22° 10’and 22° 16’ North and Longitude 90° 14’ and 90° 18’ 
East. It is irregularly shaped, with the North/South axis, somewhat longer than the East/West one. 

Polder 43/2F starts from the place named Sakaria, 12 Km away from the Patuakhali sadar and ends 
point is very near to Master Bari. Polder 43/2F is 13 Km in length through the inter district road 
towards Barguna. 
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Map of Polder 43/2F 

 

Upazila & Union Map of Polder 43/2F 
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Before constructing polder the area was criss-crossed with meandering tidal creeks, many of which 
still exist, although no longer open to tidal movement. The whole polder is almost flat. There are 
only a few depressions, and their depth is normally less than 0.30 meter. However, small 
differences can be important, especially when higher land in the form of levees occurs close to 
sluices or outlets. 

Polder 43/2F consists of 7 mouzas, of which 6 mouzas belong to Gulishakhali Union under Amtali 
Upazila of Barguna district, and one mouza belongs to Morichbunia Union under Sadar Upazila of 
Patuakhali district. Total number of villages is 11 in this polder under Guilshakhali union and 1 
village under Morichbunia union. 

 

Geographical location of Polder 43/2F at a glance 
District Barguna & very little part of Patuakhali 
Upzilla Amtoli and Patuakhali Sadar 
Union Gulisakhali & Morichbunia 
Mouza 07 (06 under Gulisakhali Union, 01 under Marichbunia Union, 

Patuakhali Sadar Upazilla, Patuakhali District) 

Village coverage 12 

 

Total number of HH under this polder is 6,639. Village wise HH distribution in this polder has been 
shown in the table below: 

Table-02: HHs distribution of Polder 43/2F 

Name of village Union & Upazila District No. of HH 
Angulkata Guilshakhali union, 

Amtoli upazila 
Barguna 627 

Bainbunia Do Do 280 
Bazarkhali Do Do 200 
Dalachara Do Do 868 
Deppur Do Do 213 
Fakirkhali Do Do 342 
Gojkhali Do Do 692 
Guilshakhali Do Do 823 
Haridrabari Do Do 314 
Kalagachia Do Do 951 
Kalibari Do Do 698 
Khekunia Do Do 631 
Total (12 villages)   6,639 
Source: HHs Survey; conducted by Component-1, Blue Gold Program, 2014. 

From the table it is showing that maximum HHs located at Kalagachia village under Amtoli upazila 
which is 951 and lowest at Bazarkhali village which is 200. The average HH number per village is 
553 at Polder 43/2F. 
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2.4 General statistics: 

Demographic status: 

Table-03: Distribution of population in the Polder 43/2F 

Name of village Female Male Total 
Guilshakhali 3228 3040 6,978 
Kalagachia 2,261 1977 4,238 
Haridrabari 1243 1264 2,507 
Angulkata 1486 1445 2,931 
Khakuani 745 727 1472 
Dalachora 537 551 1088 
Bazarkhali 680 689 1369 
Bainbunia 848 855 1703 
Gojkhali 875 820 1695 

Fakirkhali 1072 1073 2,145 
Kalibari 1037 1050 2,087 
Total 14,692 13,491 28,183 

Source: Secretary, Guilshakhali Union 

 

Overview of Polder 43/2F: 

 According to C-1 HH survey the percentage of women-headed households in 43/2F is only 
2.9%.  

 63.1% population is within the age range between 20 to 49 years. It indicates that a huge 
number of work forces are there in the polder. 

 Only 23.5% HH have membership in the cooperative society which is the lowest compare 
with polder 22, 30 and 43/2D. 

 Among the cooperative members 1.4% has no savings and 93.2% has only up to 500 taka 
deposit. Compare to polder 43/2D it is lower. 

 In this polder 53.2% HH is involve with NGOs where it is only 29.9% in polder 43/2D. This 
involvement is mainly due to micro-credit. It clearly indicates that the people of this polder 
are more vulnerable and economically they are back-footed. 

 Present population of this polders is about 28,000 (according to UP) which was 35,500 in 
2005 (IPSWAM study). People have been migrated and the possible causes are-  

 Less opportunity of income,  
 Hardship, vulnerable to disaster,  
 Minimum or less services,  
 Bad communication etc.  

 Average HH size is only 4.28 which is impressive.  
 Main source of income for 42.7% is agriculture where 17.8% is labour and 9.9% is business. 

They are mainly involved in agricultural business, like- seasonal business, fish, betel leaf etc. 
But the business trend is much lower than the polders of Khulna (20% involve in business).  
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3. Natural Resource and Environment 

 

3.1 Water resource: 

 
Status of Outfall Rivers: 

 Siltation: All the outfall rivers are active and there is no major siltation syndrome. The sluices 

and outlets can drain freely to the Outfall Rivers. 

 Erosion: Payra River on the south west has some erosion tendencies at Angulkata, 

Gulishakhali, Dalachara and Naiapara villages.  

 
 
Open water quality has deteriorated to a great extent due to water congestion/water-logging. 

Pollution of surface water is observed round the year, although its intensity increases during the dry 

season. 

 

The water of the khals and rivers within the project area gets polluted and its color changes, it 

spreads a bad odor and spreads disease for human beings and livestock. It creates skin diseases 

among the inhabitants whenever they come in touch with it during ploughing and thus labor for 

ploughing is not easily available. Moreover, the cattle cannot drink the surface water and cannot 

bathe there. It is also found that the use of open water for domestic uses is restricted because of 

pollution. It is apprehended that continuous long time water pollution will create major environmental 

degradation creating unsuitable situation for human inhabitation. 

 

There is plenty of water in wet season, but crisis started from February to June depending on rainfall 

pattern. Salinity of river water varies depending on the flow of river water and distance from sea 

shore. The areas are within the polder, which was constructed mainly for flood protection and 

prevention of saline water intrusion. At present, the sluice gates are not properly maintained and 

many of them are out of order. Moreover, sedimentation near the sluice gate is increasing day by 

day, which causes drainage congestion in the polder areas. 

 

 

Water bodies: River, canal, ponds, and ditches. 

This polder is blessed by river Payra and its branches which provide an easy and cheap 

communication and thus enhance market connectivity. Maximum haats/bazars are located beside 

the river Payra and with its water resources.  
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4. Human Resource and Well-being Categorization of Households 

 

4.1 Overview of Human Resource 

 As per Union Parishad report the literacy rate is above of national average level which is 

75%.  

 Apart from agricultural skill some people have skills in repairing shallow machines (Low lift 

Pump), power tiller, and tractor. Polder dwellers have skills in tailoring. There are about 20-

30 women are involved with tailoring work. They make normal clothes for other people by 

taking making charge. Some people are familiar with making of bamboo household stuffs for 

selling to the market.  

 Per day wages for male is Tk 300.00-350.00 and female wages is Tk 200.00-250.00. During 

January - September labour can work within the polder area. Migration of labour happens in 

the month of October, November & December. They migrate to Dhaka, Khulna, Chittagong 

and other big towns for selling their labour. One labour can save ten thousand taka 

excluding all expenditure during migration period. 

 

4.2 Well-being Categorization of Households 

 
Table-04: Well-being Categorization of Households 

Name of Union 
Total no. of 
Households 

Distribution of HHs into Well-being 
Categories 

(Self-assessment) 

Garib 
(Poor) 

Motamoti Sacchal 
(Moderately 

Solvent) 

Sacchal 
(Well-off) 

Gulishakhali 
Union 

No 6,676 2,905 2,994 777 
%  43 45 12 

Morichbunia 
Union (Part) 

No 67 60 7 0 
%  90 10 0 

Total 
No 6,743 2,965 3,001 777 
%  44 44 12 

Source: Para to Para Survey under IPSWAM Planning Study, 2004 
 
[Note:Total HHs number of this polder differs from IPSWAM report compare to Blue Gold HHs 

survey. According to the statement of polder dwellers people migrated for better livelihood option 

from the polder 43/2F.] 
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Considering the socio-economic status, IPSWAM categorized the HHs into three, like- Garib, 

Solvent & Well-off. Similarly in C-1 HH survey categorized them as always deficit, balance or 

sometime deficit and surplus farmer respectively. 

 

Table-05: Socio-economic comparison between IPSWAM & pre-Blue Gold Period 

 Garib / Always deficit Solvent / balance or 
sometime deficit  

Well-off / surplus 

IPSWAM 
period (2005) 

44% 44% 12% 

Present time 
(2013) 

25% 66.9% 8.1% 

  

[Note: According to IPSSWAM study, “Garib”-have cultivable land, or have very little of it and they 
have to fight with abhab (paucity/insufficiency) year-round. “Solvent”- have some land – both 
cultivable land and homestead. They can manage to feed themselves all the year. “Well-off”- they 
own much land, food-grains they grow are sufficient for their household consumption for whole year 
– they even have surplus, which they sell]  

 

 

Interpretation:  

Both the number of vulnerable (always deficit) and surplus HH have been decreased. Possibly this 
is due to- 

 Impact of IPSWAM work,  
 Service development,  
 Improve connectivity,  
 Presence of different development work,  
 Increase of working opportunity within the polder and outside the polder specially in the crisis 

period (like- Brick field) 

 

 

4.3 Labour in Agriculture Sector: 

Bangladesh agriculture has been facing serious challenges of scarcity of agricultural labour not only 
in peak working seasons but also in normal time. This is mainly for increased non-farm job 
opportunities having higher wage, migration of labour force to cities and low status of agricultural 
labour in the society. On the other hand cultivable land is decreasing due to urbanization.  

According to Bangladesh Labour force survey 2010, total labour force was estimated as 56.7 million 
(male- 39.5 and female- 17.2 million). More than three times (3.42 times) of labour force were active 
in rural areas compared to urban areas in 1999-2000. The rate, however, slightly decreased to 3.26 
times in 2010. This is because of above mentioned causes. 
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Labour market in Bangladesh constitutes of three types of market:  

 Formal,  
 Rural informal and  
 Urban informal 

 

Unpaid family worker increased in a large volume over the years. However, differed by gender in 
1999-2000, 42.55 percent of them were male compared to 57.45 percent of female among the 
unpaid family worker. In the polder areas unpaid family workers are the main labour force in 
agriculture sector which is about 83% (male- 57.31%, female- 18.93% & 6.94%) 

 

Table-06: Labour distribution summary in Agriculture sector in the polder areas 

 
Sector 

 

Contribution 
Male Female Child Paid 

Direc
t 

contr
ibuti
on 
(a) 

Wei
ght 
(b) 

Weigh
ted 

contri
bution 
C = a 
x b 

Direct 
contri
bution 

(a) 

Wei
ght 
(b) 

Weigh
ted 

contri
bution 
C = a 
x b 

Direct 
contri
bution 

(a) 

Wei
ght 
(b) 

Weight
ed 

contrib
ution 

C = a x 
b 

Direct 
contri
bution 

(a) 

Wei
ght 
(b) 

Weighte
d 

contrib
ution 

C = a x 
b 

Poultry 22 1 22.00 59.75 1 59.75 15.75 1 15.75 2.5 1 2.5 
Small 
rumina
nt 

39.5 1 39.5 32.75 1 32.75 7.25 1 7.25 20.5 1 20.5 

Fisheri
es 

74.75 2 149.5 9.5 2 19 6.5 2 13 9.25 2 19.5 

Agricul
ture 

63.4 3 190.2 7 3 21 4.2 3 12.6 25.6 3 76.8 

Averag
e 

401.2/7= 57.31% 132.5/7 = 18.93% 48.6/7 = 6.94% 119.3/7 = 17.04% 

Source: Unnayan Gobesayna 

 

Male, 57.31%Female, 
18.93%

Child, 6.94%

Paid, 
17.04%

Labour distribution in Agriculture at Polder level

Male

Female

Child

Paid
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Season wise labour (paid) demand in Agriculture sector, non-farm activities and brick field 

 

 

Source: Primary discussion and observation 
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5. Socio-economic status: 

 

5.1 Educational Status of HH Head: 

Only 11.5% HH heads of this polder has overcome secondary level (SSC) of which 2.6% are 
graduate. 3.2% are illiterate and over 50% could not complete primary level of education. It is 
mentionable that 97.1% HH heads are male. So, from here we couldn’t get the female education 
status. 

Table-07: Educational qualification of household head 
HHslevel of education Number Percentage (%) 
Illiterate 206 3.2 
Adult Education 42 0.6 
Religious education 14 0.2 
Passed Class I-IV 3368 51.6 
Passed Class V-VII 1388 21.2 
Passed Class VIII-IX 758 11.6 
SSC/Dakhil and HSC/Alim 584 8.9 
Graduate/Fazil and over 172 2.6 
Total 6532 100 
Source: HH Survey of C-1 

Source: HH Survey of C-1 
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5.2 Land Ownership 

Land is considered as an important asset in the rural society because, besides its financial 
importance, it also carries some social values. In a rural society, a person with more land 
usually draws more reverence among people. More often than not the people who have little 
or no land depend on land-rich households for their livelihood. 
 
The local land tenure system is one in which men and women have different expectations 
regarding inheritance of land and the social reality of their claim to communal property. In 
reality, women have no control over land property. This limits their voices about water use 
and management in their locality. Although the communal water bodies are leased out by 
various department of government, none has been given to women as groups or as 
individuals. In is the scenario of this polder. 
 
Table-08: Ownership of Agricultural Land 

Name of Union 
Total No. of 
Households 

Distribution of HHs according to Landownership 
Situation 

No. & % of 
HHs not having 
even homestead 

No. & % of 
HHs having 

only homestead 

No. & % of 
HHs having 

homestead & 
agricultural 

land 

Gulishakhali Union 
No. 6676 351 1531 4794 
%  5 23 72 

Morichbunia Union 
No. 67 0 17 50 
%  0 25 75 

Total 
No 6743 351 1548 4844 
%  5 23 72 

Source: Para to para Survey under IPSWAM Planning Study, 2005 

According to C-1 HH survey, both homestead and cultivable land holdings have been 
increased to 79% which indicate that the socio-economic situation of the vulnerable groups 
is improving. 

5.3 Average HH Land size (including homestead, pond, crop field) 

Table-09: Average HH Land size in polder 43/2F (homestead+ pond+ crop field) 

Sub Sector 
Polder 43/2F 

Number % 
No homestead land 29 0.4% 
Homestead land>0 & no cultivated land 1365 20.6% 
Homestead land>0 & cultivated land up to 0.50 acre (up to 0.2023 
hectare) 

2379 35.8% 

Homestead land>0 & cultivated land 0.51 - 1.00 acre ((0.2024 - 0.4046 
hectare) 

1021 15.4% 

Homestead land>0 & cultivated land>1.00 acre (0.4046+ hectare 1845 27.8% 
Total 6639 100.0% 

 



Page 19 of 119 
 

 

Source: House Hold Survey of component-1 in Blue Gold Program, 2014. 

Observation:  

No of HH having no homestead have been reduced from IPSWAM period (5%) to now (only 
0.4%). Cultivable land owner is also increased (79%) compare to IPSWAM (72%). It 
indicates that economic capacity has been increased in the polder. The big land owners has 
sold their land and shifting from agriculture to other occupations. 

Number of HHs has been decreased in this polder and assumed that they have been 
migrated for better livelihood. This migration is true for both landless and solvent but the 
frequency is high in case of landless. 

 

 

5.4 HH main source of income 

 
Most rural households take on more than one kind of income source for their livelihood. It is 
nevertheless true that not all different income sources contribute equally to their wellbeing.  
 
The primary issue of income earning women is struggling with everyday survival. Insufficient 
incomes and the lack of employment are the most pressing concern. In addition, 
deterioration of agricultural production due to water logging in the Aman season and water 
shortage in the Aus season makes it increasingly hard for these women to continue 
sustaining their families, as they had done in the past. 
 
There are conflicting opinions as to whether agriculture is profitable or not. But the HHs 
survey results show that agriculture is still the main source of livelihood for a great majority 
of people of the polder area. 

No land, 0.40%
Homestead but 

no cultivated 
land, 20.60%

Cultivated land up 
to 0.50 acre , 

35.80%

Cultivated land 
0.51 - 1.00 acre , 

15.40%

Cultivated land, 
over1.00 acre , 

27.80%

Average HH Land Size

No land

Homestead but no cultivated
land

Cultivated land up to 0.50 acre

Cultivated land 0.51 - 1.00 acre

Cultivated land, over1.00 acre
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Although they are involved in agriculture but majority have food deficit and only 8% are 
surplus producer. Their productivity is not up to the mark. They couldn’t utilize their 
resources at maximum level. The reasons are- 
 

 Less quality input utilization 
 Irrigation problem 
 Investment 
 Share cropping system is not profitable 
 Service is not available 
 Technical knowledge is not satisfactory 

 
The number of households that depend largely on selling physical labour is quite high. This 
indicates the concentration of generally poor people in the area. According to C-1 HH survey 
21% HH have no cultivable land, 17.8% HH main source of income is selling physical labour 
and 25% HH have always food deficit. Here we found a correlation among the three issues. 
They are the most vulnerable group of this polder who has no cultivable land. Agricultural 
interventions have little impact on their livelihood and food security. We need to think 
alternatively, like involve in business.  
 
Of this big section of labour-dependent households in non-agricultural sectors as their major 
source of income. The more notable non-agricultural activities that they engage themselves 
in are rickshaw/van-pulling, carrying people/merchandise by engine-boat, brick-making, 
earthwork, construction/repair houses, carpentry, making mat with golpata and catching fish. 
 
About 11 percent of the total HHs considers salaried services as their major income source 
while 12 percent of HHs have self-employment as their major source of income. Here by 
‘services’ are meant jobs in schools/colleges/madrassas, government offices, NGO/private 
offices, defense/police department, garment-factories and shops. Self-employed are those 
like lawyers, quacks, homeopath practitioners, house-tutors, carpenters, barbers, tailors, 
handicraftsmen and washer men. 
 
About 10 percent of total HHs considers business as their major source of income. Business 
enterprises in the area include rice trading, fish trading, cattle trading, trading of poultry 
birds, running shops (grocery/cigarette & pan-supari/cloth/ vegetables/fruits/ sweetmeat/ 
fertilizer/ medicine/cosmetics/stationery/CI sheet), running tea-stall, running restaurant, 
brick-making, rice-mill, sawmill, rice-threshing by machine. However, in most cases the 
business ventures are small scale. 
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Table-10: Household main source of income 
Income Source Number of HHs Percentage (%) 
Agriculture 2670 40.2 
Fisheries 149 2.2 
Poultry 20 0.3 
Agriculture Labor 653 9.8 
Non-agriculture Labor 532 8.0 
Business 532 9.9 
Service 702 10.6 
Self-employment 797 12 
Handicrafts 34 0.5 
Transport 297 4.5 
Begging 59 0.9 
Others 71 1.1 
Total 6639 100 
Source: C-1 HH survey 
 

 

Fig: HHs Main income source 

 

 

5.5 Status of land utilization at polder 43/2F 

 

5.5.1 Average HH land Distribution 

Although average cultivable land size is 87 dcm. Here 70% HH have cultivable land but only 
27.8% have over 100 dcm of land. Interestingly, 27.4% HH have no food deficit. In a 
calculation we found that, in present cropping practice 100 dcm cultivable land is required to 
maintain a 6 members family for one year only for rice. 
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Table-11: Average HH land distribution of a Farmer in polder 43/2F 

Category of Land by usages 
Polder 43/2F 

Land size (Dcm) % 

Average Household Land 111.2 100% 

Homestead and fruits garden 18.9 16.97% 

Pond and Lake 5.3 4.77% 

Cultivable land 87.0 78.24% 

 

 

 

5.5.2  HHs having land for homestead and gardening: 

 

Table-12: Status of homestead and garden in Polder 43/2F 

Homestead and fruits 
garden 

Number of HHs Percentage (%) 

0 (landless) 29 0.4 

Up to 0.0162 hectare (up to 4 
decimals) 

847 12.8 

0163 – 0.0364 hectare (5-9 
decimals) 

1483 22.3 

0.0365 – 0.0769 hectare(10-
19 decimals) 

2107 31.7 

0.0770 – 0.1174 hectare(20- 914 13.8 

Homestead and 
fruits garden, 

16.97% Pond and 
Lake, 
4.77%

Cultivable land, 
78.24%

Average HH land Distribution (Avg. Holding 
is 111.2 dcm)

Homestead and fruits garden

Pond and Lake

Cultivable land
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29 decimals) 

0.1175  – 0.1578 hectare(30-
39 decimals) 

633 9.5 

0.1579 – 0.1983 hectare(40-
49 decimals) 

62 2.4 

0.1984 – 0.4046 hectare(50-
99 decimals) 

356 5.4 

0.4047 – 1.0116 
hectare(100-249 decimals) 

95 1.4 

1.0117 – 3.0350 
hectare(250-749 decimals) 

13 0.2 

3.0351+ hectare (750+ 
decimals) 

0 0 

Total 6639 100 

 

 

 

 
Note: 35.5% HHs have less than 10 dcm land for their homestead and 19.1% have land over 
30 dcm. 35.5% HHs have less than 10 dcm land for their homestead and 41.5% HHs have 
no pond. We can interpret that this 35.5% groups have no pond. Only homestead vegetable 
and livestock intervention can develop their livelihood.  

 

 

 

 

0%

13%

22%

32%

14%

10%

2%
6%

1%
0% 0%

HHs (%) having land for homestead and gardening 

0 (landless)

up to 4 decimals

5-9 decimals

10-19 decimals

20-29 decimals

30-39 decimals

40-49 decimals

50-99 decimals

100-249 decimals

250-749 decimals

750+ decimals
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5.5.3 HHs having land for Pond and L 

Table-13: HHs having land for pond and Lake 
  

 
Land size 

Polders 

Total 22 30 43/2D 43/2F 

n % n % n % n % n % 

0 
(Pondless) 

10113 34.1 585 27.4 3450 37.9 3321 28.1 2757 41.5 

Up to 4 
decimals 

6883 23.2 514 24.1 1668 18.3 3423 29.0 1278 19.2 

5-9 
decimals 

5916 19.9 524 24.6 1663 18.3 2383 20.2 1346 20.3 

10-19 
decimals 

4292 14.5 302 14.2 1116 12.3 2017 17.1 857 12.9 

20-29 
decimals 

1163 3.9 78 3.7 562 6.2 308 2.6 215 3.2 

30-39 
decimals 

575 1.9 74 3.5 176 1.9 222 1.9 103 1.6 

40-49 
decimals 

157 .5 11 .5 76 .8 50 .4 20 .3 

50-99 
decimals 

436 1.5 38 1.8 286 3.1 64 .5 48 .7 

100-249 
decimals 

110 .4 5 .2 79 .9 12 .1 14 .2 

250-749 
decimals 

20 .1 1 .0 17 .2 1 .0 1 .0 

750+ 
decimals 

2 .0 0 0.0 2 .0 0 0.0 0 0.0 

Total 29667 100.0 2132 100.0 9095 100.0 11801 100.0 6639 100.0 

Source: HH Survey, Component-01, Blue Gold Program 
 
 
41.5 % HH have no pond and 39.7% HHs have pond up to 9 dcm. It means among the pond 
holding HHs about 66% are size up to 9 dcm. These are pond or ditch. Among the ponds up 
to 9 dcm, about 70% are seasonal pond. Maximum ponds of this category (up to 9 dcm) are 
seasonal pond where water is available for 5-7 months.  

Tilapia is a good species for this seasonal pond. If one culture Tilapia, it is possible to get 
200 kg production within a 4 months cycle which can meet the protein requirements of the 
family.  
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5.5.4 HHs Having Cultivable land 
 
Table-14: HHs Having Cultivable land  
 

Land 
size 

Polder 

Total 22 30 43/2D 43/2F 

n % n % n % n % n % 

0 
(landless) 

9295 31.3 696 32.6 3332 36.6 3397 28.8 1870 28.2 

up to 4 
decimals 

301 1.0 21 1.0 167 1.8 77 .7 36 .5 

5-9 
decimals 

487 1.6 46 2.2 168 1.8 186 1.6 87 1.3 

10-19 
decimals 

1771 6.0 120 5.6 404 4.4 816 6.9 431 6.5 

20-29 
decimals 

1737 5.9 39 1.8 617 6.8 628 5.3 453 6.8 

30-39 
decimals 

1894 6.4 143 6.7 237 2.6 904 7.7 610 9.2 

40-49 
decimals 

1037 3.5 20 .9 83 .9 665 5.6 269 4.1 

50-99 
decimals 

4576 15.4 356 16.7 1366 15.0 1895 16.1 959 14.4 

100-249 
decimals 

6005 20.2 443 20.8 1788 19.7 2371 20.1 1403 21.1 

250-749 
decimals 

2265 7.6 215 10.1 797 8.8 784 6.6 469 7.1 

750+ 
decimals 

299 1.0 33 1.5 136 1.5 78 .7 52 .8 

Total 29667 100.0 2132 100.0 9095 100.0 11801 100.0 6639 100.0 

Source: HH Survey, Component-01, Blue Gold Program 
 
 
Among the farmers 35% are share croppers. The area under irrigation is only 5-10%. 

 
 
 
5.6 Crisis Periods in the Area 

 
For the majority of the population, not all the time is ‘good time’; they confront abhab 
(paucity/crisis) at certain periods of the year. For the majority of the population, who do 
notusually have surplus, ‘good times’ are only those when income opportunities are 
available.As agriculture is the major employment provider of the area, usually ‘good times’ 
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are thosewhen agricultural activities are at their peak; agricultural lean months are regarded 
as crisisperiods.  
 
However, because of different problems in crop cultivation, including those of 
watermanagement, and consequent crop-loss, there might be crisis situations even at the 
periodswhich would otherwise be considered ‘good times’.  
 
Agricultural lean months are regarded as crisis period.  Tick mark indicates the crisis period. 

 

To cope with the situation people choose different options, like- 
 Migrate 
 Sell their asset, like- like trees, livestock, poultry-birds 
 Some take ‘advance-wages’ from large farm-households; 
 Some take loan from relatives, money-lenders and NGOs; 
 Some mortgage out/ sell land;  
 Many cut down the number of meals per day 
 Some take sweet potato and bichi-kola (a variety of banana with full of stones) as 

alternatives to rice. 
 
The areas the migrants go to include Patuakhali, Barisal, Dhaka, Feni, Noakhali, Gopalgnaj, 
Khulna, Chittagong and Comilla. The work they take up includes earthwork, rickshaw/van 
pulling, work in brick-fields, transplanting or harvesting paddy, construction work, selling 
vegetables, hawking. 
 
In three months they can save 10,000 taka after maintaining their own cost. Usually people 
migrate for short period and they also didn’t like to do this job for long period as these types 
of work are very laborious. Almost all are unskilled labour. Usually, they came back with no 
extra skill.  
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5.7 Summary of Socio-economic status in polder 43/2F 

 

The C-1 House Hold survey data of different polders as well as draft of different villages of 

polder 43/2F, have been analyzed by component-4 to find out if there is any relationship of 

land holding, location of polder on income sources and subsequent impact on their food 

security situation. 

1. When compared data of different polders (22, 30, 43/2D and 43/2F), there is not 

much difference found in trend of information. I have particularly considered data 

related with main source of income, education, HH age, Secondary source of 

income, land ownership etcs. 

2. However, in food security situation (recorded as perception of HH), polder 43/2F 

shows less than average. In this polder surplus HH is only 8.1%, sometimes 47.5% 

and always 25% while the average of all 4 polders show sometime 36.5% and 

always 19.4%. 

3. Interesting and contrasting finding was in NGO membership. Polder 43/2F has very 

high membership in NGO. At least 1 NGO membership per HH is 45.2% ! Where 

male membership in NGO is 19.6% and female is 41.1%. It seems that people of this 

polder are very much involved with NGO activities. 

4. Food deficit question was answered by the HH and clearly answered based on their 

perception. It seemed that mostly they perceived themselves conservatively. May be 

due to the danger of natural calamity, closeness to river or poor drainage system and 

poor infrastructure prompted them to think in that direction. It may not be correct but 

it seems that too much NGO experience has taught them to be conservative. 

5. We have tried to explore if there are differences found among the villages inside 

polder 43/2F in terms of main source of income and land holding. 

 

Main Source of income 

Agriculture (65.5%) is the main source of income for The villages close to the main road 

which indicate that better communication facilitates better linkage which enhance production 

and also facilitates better market price.In the river side villages Agriculture (39.5%) and 

Fishing (10.1%) is the main source of income. In the middle part of the polder from where 

communication is difficult, along with agriculture (36.4%) other main income sources are- 

self employment (32.4%), service, transport and business. It is notable that in every area 

agriculture (at least 35-40%) is the main source of income. 
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Land holding 

 Has only HH but no cultivable land- Kalibari village has the highest number of 

HH that has land only for HH but not cultivable land (34.4%), followed by 

Gulishakhali (31.8%), Khekuani  (29.2%), Kalagachia (20.5%). 

 Has HH plus .0 to 0.5 acre of cultivable land- Haridrabaria has the highest 

number of HH that has cultivatable land upto 0.5 acre (43.5%), followed by 

Angulkata (43.5%), Dalachara  (43.3%), Gulishakhali (32.2%), Kalagachai 

(30.7%), Khekuani (30.6%). 

 Has HH plus .51 to 1.0 acre of cultivable land- Haridrabaria has the highest 

number of HH that has cultivatable land upto 0.51-to 1.0 acre (20.4%), followed 

by Kalagahcia (20%), Dalachara (18.3%), Kalibari  (14.9%), Gulishakhali 

(13.5%). 

 Has HH plus over 1.0 acre of cultivable land- Khekuani  (29.8%) has the 

highest number of HH that has cultivatable land over 1.0 acre, Angulkata 

(28.5%), followed by Kalagachia (28.2%), Kalibari (23.4%), Dalachara (23.2%), 

Gulishakhali (21.4%). 

 

Observations:  

1. Village close to river Paira (Gulishakhali) has non agriculture and fishing beside 
agriculture as main source of income. Another village close to river (Angulkata) has 
mentioned self employment (29.2% HH)as main source of income beside agriculture. 
[assumed they migrate to other area] 

2. Village close to main road (Kalibari) has reported agriculture as main source of 
income (65.5%). Village Khekuani which is relatively close to main road has agri 
labor beside agriculture as source of income. 

3. Village in the central areas of the polder (Dalachara) has reported self employment 
beside agriculture as main source of income. 

4.  So, seems that location of the village has impact on source of income.  
5. However, correlation between land holding and main source of income could not be 

established. 
6. Food security issues were mainly perception of the HH interviewed. I assume they 

were very conservative on that matter due to high dependency on NGO activities. On 
the hand, poor irrigation, water logging, poor drainage system and natural calamity 
might restrict cropping intensity result in food insecurity. However, ther was no data 
on migration, so income from that source probably not reported or omitted.  
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6. Physical infrastructure 
 

6.1 Physical infrastructure: 

 

Table-15: List of Physical Infrastructures in Polder 43/2F 

Infrastructures Number 

High school 05 

Govt. Primary school 25 

Kinder garden 06 

Madrashaw 19 

Mosque 76 

Play ground 04 

Bank 01 

Land office 01 

Post office 04 

Brick field 02 

Union sub-register office 01 

Upzila parisad complex 01 

Haat-bazars 05 

Deep tube well 272 

Source: District Govt. web site. 
 
 
 
 
6.2 Road Infrastructure and transportation  

 

Inside the polder there are 18 Km pacca (Bituminous) road and 90.9 km kaacha (earth 
made) road. Water transportation is also available for carrying the produces from one place 
to another. Water way is the most suitable and cheap transport channel for this polder. Boat, 
troller (engine boat) are the water transports. Beside, track, pick up van, tractor, motor bike, 
tomtom (Battery wheller) are also used.  

Road density is 0.0245 for gross and 0.0311 for net area, and all weather road % is 16.5%.  
The latter is lower than in P22 but former is much higher.   

Water way is active all year round. But road way is mostly used for communication channel 
rather than water way. Because, transport is available, short time consuming, can reach 
directly to the particular destination. In case of long distance and large volume water way is 
usually used as transportation cost is lower. 

There are various transportation systems inside this union. In the Bituminous road available 
vehicles are track, pick up van, tractor, motor bike, tomtom (Battery wheller), Rickshaw etc. 
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commonly used by the polder dwellers. Motor bikes and tomtom is used in the Kaacha roads 
and it is an easy way of communication from one village to another quickly for polder 
dwellers. There are 09 Ward in Gulisakhali union, rate of motorbike from different ward to 
Gulishakhali is listed below: 

Table-16: Transportation rate per person from different wards to Gulisakhali Union 

From To 
Fare (Tk) 

through Motor bikes/person 
Ward no: 01 

Gulisakhali union parisad 

50 
Ward no: 02 60 
Ward no: 03 55 
Ward no: 04 40 
Ward no: 05 30 
Ward no: 06 40 
Ward no: 07 10 
Ward no: 08 20 
Ward no: 09 40 

 

Table-17: Transport Cost of Different Products (Amtoli – Gulisakhali) 

Name 
of 

product 

Slab/ 
size 

Present market Potential upper market 

Name of 
Market 

Possible  
mode of 
Transporta
tion 

Transport
ation cost 

Cost/K
g 

Market price 
(per unit) 

Name of 
Market 

Possible  
mode of 
Transportati
on 

Transport
ation cost 

Cost/Kg Market 
price (per 

unit) 

Native 
Poultry 

Up to 5 local Bicycle 0 0 220 Tk/bird Amtoli Honda + 
Bus 

100 20 Tk/bird 240 

6-15 local Bicycle 0 0 220 Tk/bird Amtoli Honda + 
Bus 

100 07 Tk/bird 240 

100 local Bicycle 0 0 220 Tk/bird Amtoli Honda + 
Bus 

250 2.5 Tk/bird 240 

      Water way 150 1.5 Tk/Bird 240 

Egg Up to 500 local Bicycle 0 0 6 Tk Amtoli Honda + 
Bus 

70-100 0.2 Tk/egg 7 Tk/egg 

500-2000 - - - - - - Honda + 
Bus 

200 0.1 Tk/egg 
(For 2000) 
0.4 Tk/egg 
(For 500) 

7 Tk/egg 

           

Mungb
ean 

Up to 20 
kg 

local Bicycle 0 0 70 Tk/kg Amtoli Honda + 
Bus 

100 5 tk/kg 75 

80 kg (1 
sac) 

Local Van 20 0 72 Tk/kg Amtoli Water way+ 
Van 

800 1.0  Tk/kg 75 

1600 Kg 
(20 Sac) 

- - - - - - Van + Water 
way 

600 0.4 Tk/kg 77 

Tilapia Up to 20 
kg 

local Bicycle 0 0 120 Tk/kg Amtoli Honda + 
Bus 

100 5.0  tk/kg 140 

100kg local Bicycle 0 0 120 Tk/kg Amtoli Water way + 
Van 

100 1.0 tk/kg 140 

100kg local Bicycle 0 0 120 Tk/kg Amtoli Water way + 
Van 

250 5 tk/kg 160 
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 It is notable that to carry product from farm gate to market there is no regular Chanel 
of transportation. So, farmers have to hire rikshavan, tomtom or nosimon incase of 
higher volume.  If product volume is low average transportation cost for per unit of 
product goes higher. Costing of van from the most distance place to the market is 
100 taka. 

 From Guilshakhali to Amtoli the hire rent for a boat or small trawler having carrying 
capacity of 2000 kg is 700 taka. On the other hand, 800 kg carrying capacity tomtom 
cost 500 taka. The usual channel is by road. If product volume is low, per unit 
product transportation cost goes higher and price gradually lower when volume is 
higher.  

 

  

6.3 Water infrastructure 

General Information: 

 Gross Area: 4453 ha 

 Length of Embankment: 32.995 km 

 Number of Sluices: 16 (4 nos. 1v-1.5mx1.8m) 

                                    (1 nos. 2v-1.5mx1.8m) 

                                    (11 nos. 1v-0.90mx1.2m) 

 Number of Outlets: 3 (1v -0.90m dia.) 

 Number of Inlets: 38 (1v-450mm dia.).  

 Khals (Number & Length): 37 nos, approx.110.00 km3 

 

Water bodies of this polder mainly are River, canal, ponds, and ditches and this polder is 
blessed by the river Payra, its branches which provide an easy and cheap communication 
and thus enhance market connectivity. Maximum haats/bazars are located beside the river 
Paira and with its water resources. 

Total number of Sluice gate =16. Outlet = 4 (1 not working). Inlet=56 (most of them are not 
functioning) Number of Khal/ Channel = 20. The length of Embankment is 33 Km. Most of 
the canals silted up severely and as a result restricting provision of benefits of khal re-
excavation. In addition, it causes drainage congestion of the areas, affecting water 
management and their benefits. 

The polder area (gross area of about 4,453 hectares) has been impoldered by BWDB with 
an earth embankment and 14 of the existing khals have been provided with sluices while 6 
khals have been closed for protection against flooding and intrusion of saline water; this has 
been done to encourage successful crop production and to derive other related benefits from 
improved water management. The construction work was completed in 1995 and thus a new 
ecosystem has developed in the area, where changes have taken place in many fields like 
tidal flooding, depth and duration of flooding, drainage, siltation, aquatic area, terrestrial area 
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affecting biodiversity including human resources and microbial world. It is also observed that 
some adverse environmental issues have evolved due to the lack of proper operation and 
maintenance of the polder infrastructures. The major issues are: 

 Siltation of khals, drainage congestion and water logging. 
 Water pollution (seasonal). 
 Health hazards. 
 Impact on biodiversity. 
 Impact on livestock. 
 Impact on fishery. 
 Impact on communications. 

 

 

Siltation of khals, drainage congestion and water logging 

The natural flow of water (that includes both the daily tidal flow of water and lunar spring 
tides) has been affected by the construction of infrastructure, thus increasing siltation rates. 
Moreover, improper operation and non-functioning of the sluices has caused various 
problems. 

Shortage of available water duringthe early monsoon for cultivation of Aus crops, and an 
excess of water during the late monsoon for the cultivation of Aman crops have become 
general problems in the area. 

Siltation has created many problems. For example, some women complain that their ponds 
dry up during the dry season as the nearby Sholo Hawladerer khal has been silted up, 
causing serious problems with bathing and daily domestic water uses. 

Drainage is also affected by unplanned (or poorly planned) road construction by LGED or 
Union Parishads. Special attention is needed during road construction with respect to flow of 
water in the area. Moreover, a profuse growth of water hyacinth in the khals has also caused 
many problems.  

 

Water Quality 

Open water quality has deteriorated to a great extent due to water congestion/water-logging. 
Pollution of surface water is observed round the year, although its intensity increases during 
the dry season. 

It is found that the polder dwellers are used to drink tube well water mostly, although 
installation of tube wells is quite expensive because access to the deep aquifer is required 
for potable water. Poor people, who do not own a tube-well, go to nearby tube-wells to fetch 
drinking water, although this becomes a problem during the rainy season. 
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Health Hazards 

According to the statement of union health assistance, water pollution is a reason for poor 
health among the inhabitants and has caused deterioration in health standards among the 
local people. 

Use of pond water for bathing and domestic uses is also hazardous, as polluted khal/river 
water contaminates the pond water, and as a result the poorer section of the population 
faces problems, since access to tube-well water is not easy for them; installing a tube-well is 
a high- cost investment due to deep aquifer. 
 
 
Biodiversity 

The area was very rich in aquatic flora and fauna during the pre-polder situation. The sector 
identified by the local people as havingdeteriorated is the status of the open water fishery; 
moreover, the availability of various species of aquatic flora has been reduced (e.g. shapla, 
shalook, jal padma, singara etc.). 
 
The flood control embankments have created possibilities for plantation and thus various 
species of wood and fruit trees have been planted intensively in the project area. 
 
 

Effect on Fisheries 

According to the local people open water fishery resources within the polder area reduced a 
lot in comparison to the pre-polder availability, although depletion of open water fishery is a 
common feature around the whole country. 
 

There are professional fishermen and subsistence fishermen, and both have suffered lot 
because of the reduction of open water fisheries. Their catches have been reduced and 
consequently they have been affected professionally and nutritionally. It is also reported that 
some fish suffer from certain diseases caused by water pollution. The reduction of various 
types of shrimps and prawns is significantly striking, as reported by the local people (elderly). 
 
 
 

Impact on Livestock 

It is found from field observation that the numbers of bovine animals have reduced a lot, 
although the numbers of poultry birds (hens, ducks) have increased as a result of 
polderization of the area. Buffalo is the most affected bovine animal and numbers have 
reduced drastically. 
 
41.9% HHs have large ruminant (cattle & buffalo) according to HH Survey. It includes both 
cattle and buffalo. This region was healthy with buffalo population but the number has been 
decreased a lot over the period. Besides, HH rear cattle for various purpose, like-dairy, 
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fattening (non-formal), ploughing. The reasons are- unavailability of fodder, price of feed, 
limiting of natural grazing scope, disease, unavailable service (vaccine, deworming, artificial 
insemination, treatment), laborious job, more capital and more risk involve. 

According to the Upazila Livestock Officer, Amtali, animal natural feed and grazing area 
have been reduced due to polderization. Intensification of cropping has squeezed the 
availability of grazing areas. 
 

Impact on Communication 

The existing khals were the main routes where boats would play before the BWDB 
intervention. It is known that boat communication serves as the cheapest means of 
communication for the local population. Moreover, many people were involved in the 
boatmanship occupation. Boat communication has disappeared almost completely after 
polderization; it has affected cheap means of communication and boatmen have lost their 
occupation. But polderization has created quicker means of road communication. Although 
road communication is more costly it is less time-consuming as well. However, polderization 
has severely affected the occupation of the boatmen.  
 
In conclusion, there exists a general feeling among the farmers that soil fertility and crop 
productivity has been affected after polderization as it has prevented the deposition of fresh 
soil alluvium. 
 
 

 

Fig: Distribution of Sluices in Polder 43/2F 
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6.4 Communication infrastructure 

There is no ICT services exist inside the polder. Mobile phone service is available but 
network is not clear/ smooth. B-kash is available (receive cash from migrant labour via B-
kash). 80% of people have mobile. Mainly people use mobile phone for personal 
communication. Beside, market advance farmers use it to get market information but 
marginal farmers have less motivation. 

 

6.5 Power- electricity 

Electrification is far from reality in almost the entire polder area. About 95 percent of the total 
households are still deprived of connection with the power grid – only a small percentage of 
households in 4 mouzas of Gulishakhali Union have got electricity. 

1-2% has electricity. Solar power system is exist in polder area. South Kakhuani Bazar and 
its surrounding area is under electricity coverage but there is no electricity coverage in 
“Gulshakhali Bazar” area. A good number of households and shops use solar energy. Other 
use Karosin, fuel wood as source of energy. 

Table-18: HHs under power supply status in IPSWAM period 

Name of Union Total No. of Households 
Households having Power 

Supply 

Gulishakhali Union 
Number 6,676 342 

%  5 
Morichbunia Union 

(Part) 
Number 67 00 

%  00 

Total 
Number 6,743 342 

%  5 
Source: IPSWAM planning study 
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7. Market infrastructure and market Dynamics: 

 

7.1 Market Infrastructure 

There are six weekly market/ hat/ bazars are situated in the polder area. There is both 
permanent and temporary arrangement for sells in the market place. There are some tin-
shed shops especially for grosser shop owners, open brick sheds, open space for different 
mobile sellers in these markets. The markets of this polder are-  

Name of Market & Market Day: 

 Gozkhali - Market day (Hat days): Tuesday  
 Kalagachia - Market day (Hat days):Friday 
 Khakhuani - Market day (Hat days):Friday 
 Gulishakhali - Market day (Hat days):Thursday 
 Sarderhat Bazar - Market day (Hat days): Monday 
 Dopader Hat/Talukder Hat - Market day (Hat days): Monday 

 
Khakuani, Goskhali and Kalagachia bazaar are under electricity coverage. 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

                                             Fig: Sketch of markets at Polder 43/2F 
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From “Dakter Bari” point the distance of “Gulshakhali Bazar” is about seven kilometer. 
Dakter Bari point is 18 kilometer away from Patuakhali zero point. Through Dakter Bari to 
Gulshakhali Bazar road there is another Bazar named “Khakuani Bazar”. After south 
Khakuani Bazaar there is a brick soling road but the road condition is very poor.  

“Dakter bari” is a point along the Patuakhali-Barguna highway road and it about 17 Km away 
from Patuakhali zero point toward Amtoli. Then a in the right a fidder road or brunch road 
goes away toward Khakuani. Distance from “Dakterbari” point to Khakuani is about 7 km.  

From Dakterbari to Khakuani is bituminous road but from Khakuaki to Guilshakhali bazaar 
about 3 Km is brick soling road but the soling has become disrupted in many places. This 
road is low and goes under water in rainy season. The remaining portion is high and soling 
work is going on. 
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Markets are splits with different segments like fish, vegetable, rice, sapling etc. Usually 
vegetable comes from local producers though 2/3 traders comes to the Haat (Gulishakhali) 
collecting products from Amtoli. Usually sapling comes from Jhalokhati district which is close 
to Patuakhali District. About 4-8 fishermen comes to the Haat (Gulishakhali) to market their 
catch and 2-5 fish traders sell fish in this Haat. The Haats are lease out by the government. 
Lease clean the Haat and also collect revenue (Toll).      

 

7.1.1 Over view of Gulshakhali Bazar: 

 Although the average surplus farmer is 8% but in Guilshakhali it is about 12% who 
have at least one surplus product (vegetable/fish/rice).  

 In polder 43/2F, there are about 500 farmer who produce surplus and usually sell it 
locally. There are about 30-40 surplus farmers who produce commercially and have 
upper market linkage. But in case of other surplus farmers the volume is not good 
enough and has to sell locally.  

 Local Pikar usually collect it from the farm gate or local market and then sell it to 
Guilshakhali aroth or nearer aroth (mostly amtoli aroth). Basically captured fish 
command the Guilshakhali market. On an average 300-500 kg fish market in this 
polder where about 90% is captured fish. Farmers usually culture carp types of fish. 
Telapia and pangush comes from outside the polder to this market which has high 
market demand due to its low price.  

 Farmers have very little surplus vegetable for the local market. Actually local 
consumer have also very low demand foe vegetable. The main vegetable of this 
market (Guilshakhali) are potato, leafy vegetable, bottle got, papaya etc. Different 
types of spices are also sold in this market. 90% vegetables comes from outside. In 
every hat about 100-200 kg vegetable sold in this market. It indicates that demand is 
low which means that this is a poor area. But the supply is even lower.  

 The volume of surplus is not lucrative. Usually it is just the small remaining after 
consumption which can fulfill about 10% of the local demand which is true for 
vegetable and fish. In case of rice the condition is rather batter. 

 Toll system of this market: Arother paid annual tax but he collect 10% (5% from 
buyer and 5% from seller) in case of auction. In hat day different types of seller come 
to this hat. Actually the rate of tax depends on the volume of product and amount of 
sell. Tax is not fixed and case to case it may vary. It is usually 0-5%. Here only seller 
will pay tax.   

 

7.1.2 Market Dynamics of Guilshakhali Bazar 
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7.2 Agro related retail / wholesale 

 Usually farmers bring their produces (small quantity) in the local hatt for selling. 
Sometimes foria or bepari go to the farm gate but they offer low prices than the 
hatt/market i.e. Foria mainly come in the polder to buy paddy.  

 Faria offer 5 to 5.5 taka for per egg at farm gate but offer 5.5 to 6.0 taka for the same. 
It means they offer about 10% less at farm gate as they have to spent time and 
labour.  

 Fertilizer Sub-Dealer: Santu Howlader, cell-01740991846, one inputs seller in the 
Khekuani Hatt usually sells fertilizer, pesticide and some seeds of vegetables. For 
doing fertilizer business one needs to have permission from Union Parisad and DAE. 
Long procedures to get license of fertilizer and pesticide business. To get license’ he 
also needed to deposit security money of Tk. 30,000.00. He collects fertilizer from 
different dealers and gets pesticide and seeds directly at his shop from different 
companies or suppliers like ACI and Lal Teer etc. Though the fertilizer price is fixed 
from the government but during peak season he collects it at higher price and sells it 
also at higher price. During transplanting of T-Aman and Aus the demand of fertilizer 
goes up. He has no transports of his own and need to use local transports for 
carrying the fertilizer from the dealers. One dealer and 9 sub-dealer exits in this 
polder. Earlier there were three sub-dealers in this market but two sub-dealers closed 
their business. Supply crisis during peak season, low sells during lean season and 
comparatively it is less profit making business.  The urea rate is Tk. 800.00 per 50 kg 
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bag at dealer level but at sub-dealer it is Tk. 1,000.00 per 50 kg bag. Dealer selling 
unit is bag with issuing voucher and sub-dealer sells retails (portion of bag) or full bag 
but issuing of voucher is not mandatory. This sub-dealer has the client base 300-400 
and he assumes that dealer may have 200 clients. This sub-dealer sells 2000 bag 
urea (50 kg each) per year. He sells products both in cash and credits. As he does 
not get fertilizer in time during peak season so farmers have complain for inadequate 
and timely supply.  He knows all the   potential farmers in his area. 70% of urea 
usually sells during T-Aman.  Government is promoting Guti urea (Urea Super 
Granule) but farmers are not interested to use this as it is labor intensive works to 
use in the crops field which is costly to them. They are not aware the benefits of its 
use. Some insecticide like basudin can use in the crops with mixing urea but such 
type of mixing with Guti urea is difficult. As per policy one sub-dealer can store up to 
300 bags while one dealer can store up to 2000 bags. He gets information regarding 
the usages of fertilizer, pesticide from DAE and different companies and 
disseminates it to his clients as embedded services. According to him the profits 
margin is less from fertilizer business so he is doing others retail business like fish 
feed, oil cake and betel nut retailing. He sells quality seeds from Lal teer, ACI and so 
on. According to him the highest demand led seed is bitter gourd in the polder area. 
Farmers do not use pesticides appropriately, if companies advise 2.5 spoons, DAE 
advises 3 spoons and farmer uses 5 spoons.   

 

Besides, fertilizer dealer or sub-dealers there are different input traders in this polder in 
different Hats or Bazars who have permanent shop in the Bazar. They usually trade 
different types of agricultural inputs, like- seed, pesticide, equipments, materials etc 
according to season wise demand. Different mobile input traders come in the bazaar day 
with different inputs. 

Usually veterinary drugs are sold in human medicine shop where there is a demand for 
this inputs. We have got two this types of shops.  
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8. Economic Sector 
 

8.1 Agriculture 
 

8.1.1 Land Type and Classification: 

Land type is the dominant factor guiding choice of crops and cropping pattern in 
Bangladesh’s as well as the polder area. Selection of crop/cropping pattern largely depends 
on topographic position of land in relation to seasonal flooding depth and its duration. The 
land type of this union are: High land (6%), medium High Land (80%) and medium low land 
(14%), which indicates that most of the land area remains under moderately monsoon 
flooding for 4-5 months. 

The Union lies under Agro-ecological Zone: Ganges Tidal Floodplain (AEZ-13). The soil pH 
ranges from 6.5-7.5. Soil salinity level ranges from very slight to moderately saline (4-8 
dS/m) and partly strongly saline in dry season. 
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8.1.2 Major Agricultural Crops: 

The cropping patterns of the project area are paddy based, so paddy is the major and most 
important crop in the area. Approximately 74% of the cropped area is under paddy 
cultivation and about 26% is under non-paddy cultivation. T. Aman amounts for about 48%, 
of which about 44% is of local varieties and the remaining 4% is HYV, in the kharif-2 season. 
At present Aus is cultivated in about 27% of the cropped area in the khaif-1 season. 
 
Although polderization has facilitated intensification of growing rabi crops as the area 
remains free from tidal inundation during rabi season and intrusion of salinity has been 
checked, moisture stress during dry season (mainly during February to April) is the main 
limitation for expansion of areas for rabi crops, that also affect the yields of rabi crops. 
Among the Rabi crops, khesari (grass pea), mung bean, chili, ground nut, sweet potato are 
dominant, cultivated in the high and medium high lands of the polder area. 
 
There are three cropping areas in a year. 209% or cropping intensity 2.09 means in the 
polder farmer produce more than two crops in the total cultivable area. 
 

Table-19: Status of different crops cultivation in the Polder 43/2F 

 

Major Field crops –Rice (Aus, T-Aman), Potato, Chili, Pea nut, Sunflower, Maize, Mung 
bean,  Keshari, Lentil, Sesame.  

 Major Field crops: Paddy is the main crop. Jute and betel leaf will come after that. 
Watermelon, banghi, chili are produced huge. Sesame, mustard oil seed, pulse of 
different types are also produce here. Farmer produces different types of vegetable, 
especially for their won consumption.  

 Major horticultural crops: All kind of gourds, cucumber, papaya, bean, brinjal, 
radish, carrot and leafy vegetables. Surplus sold to market (hatt). Homestead 
vegetables are Very limited during monsoon due to heavy rain falls and water 
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logging. Some HHs are facing irrigation problems to produce winter vegetables like 
cauliflower and radish.  

 Fruits Grown: Mango, jackfruit, banana, papaya, guava, plum, lemon, coconut, betel 
nut, palm, wood nut, kaijou nut, Amloki and Chalta  

 Homesteads: All kind of gourds, cucumber, papaya, bean, brinjal, radish, carrot and 
leafy vegetables. Surplus sold to market (haat). Homestead vegetables are very 
limited during monsoon due to heavy rain falls and water logging. Some HHs is 
facing irrigation problems to produce winter vegetables like cauliflower and radish.  

 

8.1.3 Average yield of different Crops: 

Farmers report that crop damage in the project area is due to the drainage congestion in the 
wet season, scarcity of water in the dry season, moisture stress in the Rabi season; other 
natural hazards like pest attacks are also very common in the project area. 
 

 

8.1.4 Cropping Patterns and Intensity 

The gross project area is about 4,453 ha, of which the net cultivable area (NCA) is about 
3,500 ha (about 78.60 per cent of the gross area ). The rest 953 ha (about 21.4 per cent of 
the gross area) is occupied by homesteads, water bodies, roads etc. 

Land use depends on the land type, soil and other inputs; this facilitates T. Aman, which 
covers about 100% of NCA, with Aus covering about 56% of NCA and Rabi crops covering 
about 53% of the NCA. 

The land of Gulisakhali Union is dominated by agricultural crop cultivation, which is 
cultivated mainly under rain fed condition followed by fisheries. The cropping intensity of this 
union is 174%. The present cropping patterns of this union are given table below: 

Table-20: Present cropping patterns of Gulisakhali Union 

Union NCA
(Ha) 

Major cropping patterns Area
(Ha) 

% of 
NCA 

Cropping 
intensity (%) 

Gulisakhal
i 

2700 

Khesari-Fallow-T.aman (HYV/LIV) 405 15 

174 
 

*(NCA = Net 
cropped area) 

 

Mungbean-T.aus-T.aman (HYV/LIV) 108 4 
Groundnut-T.aus-T.aman (HYV/LIV) 54 2 
Boro (HYV)Fallow-T.aman (HYV/LIV) 54 2 
Fallow-Fallow-T.aman (HYV/LIV) 810 30 
Fallow-T.aus-T.aman (HYV/LIV) 1215 45 
Vegetable-Vegetable 54 2 
Total 2700 100 

Source: Land zoning Report, Ministry of Land, 2011. 
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The cropping pattern is the sequence of cropping in a particular plot over a period of one 
crop year; as in the other parts of the country. Crop production practices in the project area 
are dominated by physical, biological and socio-economical factors. Paddy is the major crop, 
which dominates the cropping patterns of Bangladesh as well as the cropping patterns of the 
project area. In general single, double or triple cropping are practiced in high to medium high 
lands of the area. 
 

There are different cropping pattern in the polder 43/2F: 

 Fallow – Fallow - T Aman 
 Fallow – T Aush – T Aman 
 Keshari – Fallow – T Aman 
 Sesam – Fallow – T Aman 
 Mugbean – Fallow – T Aman 
 Maize / Sunflower – Fallow – T Aman 

 

Table-21: Different cropping patterns in Polder 43/2F 

Cropping season Baisha
k 

Jasttho Ashar Srabon Vhadro Ashain Karik Ograha
ion 

Paush Magh Falgun Chaytro 

 A
p
r 

M
ay 

Jun Jul Aug Sep Oct Nov Dec Jan Fe
b 

Mar Ap
r 

Fallow – Fallow - 
T Aman Fallow Aman Fallow 

Fallow – T Aush 
– T Aman Aush Aman Fallow 

 

Keshari – Fallow 
– T Aman Fallow Aman Keshari  

Sesam – Fallow – 
T Aman Fallow Aman Sesam  

Mugbean – 
Fallow – T Aman  Fallow Aman Mug bean 

Maize / Sunflower 
– Fallow – T 
Aman 

Fallow Aman Maize 

 

Source: DAE and FGD 
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8.1.5 Cropping seasons in Bangladesh- 

 Kharif-1/Aus    : 16 March to 15 July 
 Kharif-2/Aman :  16 July to 15 October 
 Rabi/Boro        : 16 October to 15 March         

At Amtoli Sub-district, cultivable land remain fellow 56% in Kharif-1, 2% in Kharif-2 and 51% 
in Boro season. 

 

Figure 1: Season wise fallow land at Polder 43/2F (Source: FGD & KII)    

 

                                                             

8.1.6 Household Labour distribution (Agriculture- Field crop): 

Agriculture is the main income source for this polder dwellers. This is actually a family 
business. Different members play in different position. The labour distribution in agriculture 
has been identified by FAO abd they have presented an average picture for overall 
Bangladesh. We, therefore cross checked and found the picture shown below for polder 
43/2F. 

Table-22: HH Labour distribution in Agriculture  

Work Male Female Children Paid service 
Tillage 34% 4% 2% 60% 
Input collection (seed, 
fertilizer, pesticide) 

90% 6% 4% 0% 

Sowing, transplantation & 
husbandry 

78% 15% 6% 2% 

Harvesting 25% 8% 2% 65% 
Selling produce 90% 2% 7% 1% 
Average contribution 63.4% 7% 4.2% 25.6% 
Source: FAO 
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8.1.7 Factor effecting Agricultural Production: 
 
Drainage congestion has been reported in all the mouzas of the polder without exception. 
Manifold problems show up as a result of this. Drainage congestion affects T. Aus at 
different stages in various degrees. When there is heavy rain in the pre-monsoon period, T. 
Aus seed-beds are submerged and seedlings are damaged. At its different growing stages 
also T. Aus is submerged and damaged – fully in medium lowlands and partially in 
medium/high land. 
Shortage of water in most cases means deficiency of fresh water and that mainly during the 
dry months of the year. However, it can also occur at other times of the year. Shortage of 
water was reported in all the mouzas of the polder. 
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Table-23: Factors Affecting Crop Production through the year 

Item      Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec 

Rainfall             

Draught             

Labour Demand             

Tidal surge              

High Temperature             

Winter              

Source: FGD report 

 

8.1.8 Agricultural Mechanization: 

There is a trend for agricultural mechanization in this region. Polder 43/2F usually use agri-
machineries for tillage, processing, spray of pesticide etc. There are different service 
providers who are within and outside the polder. Sometime, service comes other districts, 
like Jesore or Khulna (for Hamza). There is a project, namly CSISA-MI,  working in this 
region for agricultural mechanization.  

“Cereal Systems Initiative for South Asia Mechanization and Irrigation (CSISA-M.I.)” is a 5 
years project working in the southern coastal region and started from 2013. This project is 
being be implemented by a partnership between CIMMYT and International Development 
Enterprises (iDE).  
 
The CSISA-M.I. initiative will unlock the agricultural productivity of southern Bangladesh by 
increasing the availability and adoption of resource conserving irrigation equipment, 
Conservation Agriculture (CA) based crop management practices and the use of scale-
appropriate farm machineries.  
 
IDE is facilitating for the expansion of four machineries namely - 
 
Axial flow pump (AFP): costing is 15,200 – 30,000 BDT marketed by RFL and imported 
from Thiland and used for irrigation from a distance place. 
Seeder: price is 57,000 & 58,000 BDT and marketed by RFL and used for tillage, seed 
sowing, fertilizing & leveling. 
Bed planter: 40,000 BDT and marketed by ACI used for tillage, seed sowing, fertilizing & 
bedding. 
Riper: 1,85,000 BDT and marketed by ACI used for harvesting of rice and wheat. 
They didn’t have any power tiller program. 
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Outcome of CSISA-MI project: 

 CIMMYT is working for the extension of small-scale and appropriate machinery which 
will reduce cost, time and labour. In this area they have introduced “Bed planter, Rice 
riper, Axial flow pump (AFP), Sonali seeder”.  

 CIMMYT is developing skill of LSP (Local Service providers) on agri-machine 
operation and maintenance. 

 Set up demonstration plot for maize and wheat extension for better crop 
management practices  

 Set up research plot to develop potential variety for local context 
 Facilitate linkage development with private sector (have MoU with “Kazi farm”), input 

sellers 
 LSPs are their focal point and CIMMYT disseminates information and technology to 

the community through LSP. 
 CIMMYT has very limited opportunity to work with the farmers directly. Video 

demonstration and field day are mentionable.  
 At present CIMMYT is working for Maize research and extension at Kalapara upazila 

under Patuakhali district and Sadar, Betagi & Amtoli upazila under Barguna upazila. 
 CIMMYT has 767 farmers at Patuakhali and at 450 farmers at Barguna district who 

are involved in maize production 
 At Kalapara upazila, over 30 acars of land is under maize cultivation in this year. 
 Maize is a profitable intervention. Production cost for per kg maize is 8.00 to 9.00 

BDT and selling price is 18-20 BDT and net profit is 9-10 BDT per kg. That is net 
profit is 100% on investment, if they follow improved management system. 
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 Tidal water and low land is one of the major problem for maize production in this 
region.  

 Farmers are very satisfied with the services of machineries provided by the LSP. 
Present facilities could not fulfill the local demand. So, farmers have to book the LSP 
in advance. 

 With the help of CIMMYT, LSP form farmers groups where every group consists of 
25-30 farmers and 6-7 groups make a association. 

 Maize farmers groups have collection point where they accumulate their produce and 
offer the buyers. Sometime LSP coordinate or facilitate this process.  

 CIMMYT has made an MoU with Kazi Farm under which they (Kazi farm) will 
purchase the maize from their (CIMMYT) groups under some specification- volume, 
moisture content, crake 

 The groups will have to take part in a bidding through phone and if they win in 
bidding then Kazi will take the product. 

 CSISA-MI is another project which is working in this area who are working for 
expansion of agriculture mechanization which cover the polders area of “Blue Gold 
Program”. 

 There is other project of world Fish, namely “SEED” working in our area who is 
expanding HYV of Aman seed. In 2012 seed has distributed about 5 metric ton  HYV 
Aman seed among the farmers of “Nilgong” Union under Kalapara upazila. 

 ANEP is another USAID funded project working at Barishal who are expanding maize 
production in Barishal region.  

 At present IDE have set up 19 demonstrations for the extension of agri- machineries 
under CSISA-MI project. 

 IDE has signed MoU with ACI & RFL, two private sector companies presently 
marketing agriculture machineries.  

 IDE has already developed 10 local service providers at Patuakhali district to make 
sure service at local level. 

 IDE is offering subsidy for this year against their three machines, 
1. AFP: 4,000 BDT discount 
2. Seeder: Market price of seeder is 58,000 taka which entrepreneur have to 

purchase from private sector actor (RFL) in cash. Entrepreneur will provide 
service to the farmers of the community. 
 
For first 20 acars of seeding farmers will get free service. On behalf of the 
farmers of first 20 acars, IDE will pay service charge to the entrepreneur at a 
rate of 2,000 taka per acar. Thus entrepreneur has a secured market for 20 X 
2,000 = 40,000 taka where his costing is about 6,000 taka. So, entrepreneur 
will earn 40,000 – 6,000 = 34,000 taka, which is about 60% of his investment.  
 

3. Bed planter: Same facilities as seeder. But the difference is in rate. Here the 
rate is 1,500 BDT against per Acar of land. 
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Scope in “Blue Gold Program”: 

There is a scope for coordination with CIMMYT which need discuss with the CIMMYT 
management, where authority can take initiative. The possible opportunities are discussed 
below 
 

 Under FAO progam our WMG have already got some agri-machineries which can be 
the entry point for “Agriculture mechanization”  in our polder areas and can be a 
service related business opportunity. 

 Our working area is under the coverage of CIMMYT and we can take the opportunity 
to develop the skill of machine operators in our polder areas. In future some of these 
operators may act as LSP with the collaboration of nearest WMG. 

 Component-3 can introduce session/s regard to maize production & economic benefit 
of farm mechanization.   

 We can utilize the facilities of “CSISA” project for the skill development of the 
machine operators of our polders and facilitate the linkage development with the 
forward service providers. 

 As we have found that there is a crisis of labour in our polder area in our previous 
reports and a huge amount of land remains fallow where one of the major causes 
behind this is labour shortage. Through strengthening of agriculture mechanization, 
more fallow land may come under cultivation which will enhance production volume 
and thus promote business opportunity in the polder area. 

 We can share the learning of better crop management process of CIMMYT in our 
FFS learning process, especially in trail setting or study plot implementation.  

 Maize has a huge growth potential as it has diversified use.  
 There is no feed mill in this area. As we know that, this is rice surplus area and 

sesame (Til oil seed) grow very well as well. Maize, sesame and rice polish/bran are 
the basic ingredient for poultry feed and fish feed. This could be an business 
opportunity for this region and can enhance the growth of other sector. 

 Maize have also a huge local market demand and present production is not enough 
to meet the present local market demand. 

 At Bhola district there is a large entrepreneur and the farmers of Kalapara (integrated 
farmer) even could not fell the demand of him even. 

 Local means regional market. In Bhola there is a great demand for maize in a feed 
mill. The farmers of this region can meet very minimum demand of the market. The 
entrepreneur produce ration (feed) for his integrated farm and even sell in the local 
market.  
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FAO exploring the opportunities for Mechanization: 

There are twenty seven WMGs in polder 43/2F. some of them have got agricultural 
machineries from FAO as aid.  

Table-24: List of Agri- machineries distributed by FAO in polder 43/2F 

Sl. 
No. 

Name of WMG No. of 
power 
tiller 

No. of low 
lift pump 

No. of 
Thresher 

Remarks 

01 East Kalagachia 2 2 1  

02 Middle Kalagachia* - - -  

03 West Kalagachia 2   2 1  

04 West Kalagachia (West) - - -  

05 North Dalachara - - -  

06 North Dalachara (North) - - -  

07 Middle Dalachara 2 1 1  

08 South Dalachara 2 2 1  

09 Bainbuna - - -  

10 Bazarkhali 2 1 1  

11 South Gulishakhali  2 2 1  

12 South Gulishakhali 
(North) 

2 2 1  

13 North Gulishakhali (East) 2 1 1  

14 North Gulishkhali  2 2 1  

15 Devpur - - -  

16 South-West Kalibari - - -  

17 East-South Kalbari 2 1 1  

18 North Kalibari-
Bazarghona 

- - -  

19 North Haridrabaria 2 1 1  

20 Sou th Haridrabaria 2 2 1  

21 South Angulkata 2 2 1  

22 North Angulkata 2 2 1  

23 North Guzkhali 2 2 1  

24 South Guzkhali - - -  

25 Fakirkhali_North Guzkhali 2 2 1  

26 North Khakuani 2 2 1  

27 South Khakuani - - -  
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From 133 WMG under Patuakhali Zonal office of Blue Gold Program,  77 WMG have got the 
agri-machineries from FAO, through DAE ( Department of Agriculture Extension.  

Power tiller- 34, Low lift pump- 29, thresher-17.  

 

8.1.9 Status of Backward Linkage: 

Table-25: List of Total Registered Seed Dealers at Amtoli sub-district  

 
 

 
8.1.10 Potentials of High Value Crops for Polder 43/2F: 
 
In polder 43/2F we have primarily found some potential crops in the polder 43/2F 

considering market demand, HH involvements and volume of production. The products are 

T. Aman, T.Aus, Vegetable, betel leaf, till, Tilapia, native poultry, chili, Mung bean, Pea nut, 

keshari, and sweet potato. People involve with different type of vegetable production but 

bitter gourd, bottle gourd, sweet gourd, country been are the main considering HHs involve 

and volume of production. For easy explanation we termed bitter gourd, bottle gourd, sweet 

gourd, country been as “vegetable”.  

 
 
 

Table-26: Comparative status of common crops at 43/2F 

Name Company Name & Address Registration 
Number 

Date of 
Registration 

Ahsan Munir M/s.Master Seed 
House,Fakirhatbazar 

SPIM/1014/05 18/09/2005 

Babu Supin Kumar M/s.Ghose 
Beejbhander,Fakirhat 

SPIM/1015/05 18/09/2005 

Kazi Ateyar Rahman M/s. Rahman Enterprise, 
Vill.Jatrapur Bazar 

SPIM/0990/05 18/09/2005 

MA Jamal M/s. Howlader Store, 
Sonakhali 

SPIM/1047/05 18/09/2005 

MA Satter Khan M/s. Sheikh Bros.,Jatrapur SPIM/1059/05 18/09/2005 

Shaymal Kanti 
Samardar 

Samddar 
Beejbhander,Khalshpur 

SPIm/1020/05 18/09/2005 

SK. Anisur Rahman M/s. Anis Traders,Mollarhat SPIM/1039/05 18/09/2005 

Syed Tauhidul Islam M/s. Nishi Traders,Mulghar SPIM/1038/05 18/09/2005 
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Crops  Yield/ha(MT) Production 
Cost/ha 

Total income 
(Tk.) 

Net profit 
(Tk.)/ha 

T.Aus(Local) 3.0 52117 55500 3,338 

T.Aus(HYV) 4.0 52487 77805 25,317   

T.Aman(Local) 2.47 43472 44460  988       

T.Aman(HYV) 4.0         44583 79040 34,456 

Mung bean 0.83      38788 67184 28,395 

 

 
T.Aman: Rice is the main staple food in our country. It has year round market demand. 
Almost 100% HHS involve with T, Aman production in the polder 43/2F. Among the farmers 
a good portion are share cropper. Mostly farmer use local seed and per unit production is 
very low at present. Production is low and disease infestation is very minimum in case of 
local varity. 
 
T.Aush: Production cost is comparatively higher than Aman and thus about 40-50% HHs 
involved with T. Aush production. 
 
Mungbean: This is completely a market product which is the top most field crop in Robi 
season. There is a existence of moderate market system for mungbean. Both market 
demand and price is attractive for the farmers.  
 
Chili: It is mainly grown in Robi season in this polder. Therefore it can be grown throughout 
the year. HHs mainly grow chili for their household consumption, very few produce 
commercially. A large number of farmers use local Varity of seed where per unit production 
is low and also low industrial demand. Regional industrial setup is good.  
 
Betel leaf: In Barguna district this polder is one of the best betel leaf producing area. It has 
market throughout the country. This is a year round business.  
 
Peanut: This is one of the potential products of robi season. This is almost the third highest 
field crop of robi season in this polder. In the polder there are some processing center where 
there is a demand for peanut.  
 
 
Keshari: This is one of the potential products of robi season. According to SAAO ( sub 
assistant agriculture officer) this is the second highest field crop of robi season. Low water 
requirement, minimum tillage and requirement of relatively low care, make it familiar to the 
farmers. Farmer sell about 90% of their production and thus this is one of their cash crop for 
this polder.  
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Native poultry: According to HH survey about 75% HHs rear poultry and these are 
indigenous breed. Native poultry have good market demand which is increasing day by day 
due to health concern. Surrounding industrial setup is moderate where main problem s 
linkage and awareness. Another issue is service and access to service for the poor farmers. 
Blue Gold is implementing poultry FFS which is the opportunity. 
 
Tilapia: Tilapia culture is not familiar in this polder but the is good industrial arrangement 
surrounding this polder. At least two quality hatcheries are at Barguna & Patuakhali. There is 
a good internal market within and surrounding the polder. More than 90% local demand is 
filling from outside supply. But about 60% HHs have pond or ditch and among the a large  % 
are seasonal pond which is very much potential for Tilapia culture.  
 
Sesame: Potential for growing sesame in Bangladesh appears high. Crop intensification in 
dry season with modern varieties of sesame in Khulna, most parts of Pirojpur, Barguna, 
Patuakhali, Jhalakati, Luxmipur and southern part of Noakhali districts offers an excellent 
opportunity of increasing sesame production. It is estimated that an additional 30-40,000 ha 
can be planted to sesame in these coastal areas during dry season when most land remains 
fallow for a considerable period. Bangladesh has the comparative advantage of growing and 
exporting sesame to Asian leading importers. 
 
 

8.1.11 Common features of Agricultural practices at the polder 
 

 Ploughing- by draught animal and power tiller(they required 10 power tiller but they have only 
2 power tiller they have at this moment). This discussion was held with the farmers of 
Guilshakhali union. They demand for 10 power tiller for the whole union.  

 Lack of capital, high cost of tiller, water crisis in the Rabi season, 
 Crisis of fertilizer and pesticides during the peak season due to inadequate supply 

(Though DD, DAE don’t agree with farmers complain) of fertilizer and pesticide. 
Quality of pesticide is not good enough and sometimes does not work as standard 
one. There are some company’s produces less quality pesticides and promoting their 
market at remote area (as people are not aware with the quality). 

 Bad road communication from farms to market. Due to this  (especially during 
monsoon) farmers has no access to transports so they needs to  carry goods by 
human heads or shoulders roughly from 2/3 Km radius, and then onwards 5 km to 
Amtoli by riskshaw/bus 

 No or very small trade in this local haat as  Bepari and whole seller are mostly doing 
their business from Amtoli. 

 Farmers store their produces in their own facilities for short time.  
 Besides this farmers has to sell out their produces immediately their harvesting due 

to repay the loans, meet up the family expenditure and inputs bought on credits. 
 Improved variety seeds (farmer use retained seed) are not available 
 Land is uneven and crop selection is based on the elevation of the land. 

 

8.1. 12 Constraints in Agricultural Development  
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Major Problem and its Impacts on crop cultivation 

 The Union is vulnerable to water stagnation/drainage congestion during rainy 
season. 

 Soil moisture deficiency during the dry months and intrusion of saline water in 
some parts are restricting intensive crop cultivation. 

 Cyclone and storm surge frequently damage T.aman and other rabi crops.  
 The valuable agriculture land is reducing rapidly in every year due to unplanned 

construction of houses and settlements, establishment of brick field  
 The normal fresh water layer is about 800 to 1000 feet deep in this polder. 

Moreover, the costing is also very high which is not affordable for the farmers. 
Besides agriculture, many farmers have left poultry rearing, livestock rearing due 
to water crisis. 

 Farmers are not interested to invest enough in agriculture due to possibilities of 
natural hazards which restrict their better input utilization and thus a weak market 
system exists there. 

 Nearest brick fields consuming enough unskilled labour and causing shortage of 
agricultural labour and thus increasing production cost. Therefore these brick 
fields are destroying the surrounding agricultural lands and resulting low 
production. 

 Price of inputs is comparatively higher in the polder area and there is evidence 
for adulteration and fraud which causes a huge loss for the farmers.  

 Technical knowhow is not well as per observation and farmer have fascination to 
traditional practice 

 Transportation and marketing cost is comparatively higher especially for the small 
farmers.  

 
 

 

8.2 Livestock 

 

8.2.1 Introduction: 

Rearing of domestic animals is an important economic activity in rural areas. Domestic 
animals bring additional income for a household and, especially for poor households, they 
provide enormous support in time of crisis. However, it was reported that there is a declining 
trend in cattle-rearing.  
 
Major livestock activities: Duck rearing, poultry, cattle, dairy, buffalo, goat, sheep, pigeon.  

 

8.2.2 Livestock sub sector (Chick): 
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Almost every family rears poultry. Usually use native variety. Provide minimum or no 
supplementary feed. Farmer gets chicks from natural breeding from their own source. 
Sometime they purchase Day old ckick or aged chicks from nearby farmers, traders or 
Bazar. Trader of Day Old Chick (DOC)  collect DOC from Khulna even Dhaka. Usually 
traders supply “Sonali” or “Fowmy” variety. We have found one regular trader/ 
entrepreneur in this polder who Keeps 1000-2000 DOC in one batch and sells it to the 
farmers locally. Usually one farmer rear 10 to 50 DOC in one batch. No high yielding 
breed (usually scavenging shonali). These farmers do not use commercial feed. Result 
50-60 eggs per year, exceptionally 120 maximum. According to the farmers, feed is the 
main cause for egg production. Usually farmers provide or feed kitchen residues or 
available grain or bran. Usually during harvesting period natural feed are available and at 
that time egg production increased. Some says that feeding during brooding stage help 
in production. Some think that breed is another factor which influence in egg production 
but there is a debate among the farmers.  
 
Farmer sells eggs directly to the market or to local Bapari. There is no evidence of 
commercial poultry farm. Off course, there is about 5-8 small farmers who rare 
commercial boilers. Commercial means, farmers rear chicks for sell and to make profit 
where they have business motivation. Here farming is their means of earning and 
livelihood. In every stage commercial farmers are calculative with better management 
practice.  
 

Household Labour distribution (Poultry) in the polder area: 

Livestock rearing is a family business of the polder dwellers. Distribution of labour force in 
poultry rearing in this polder has been shown in the table below: 

Table-27:HH Labour distribution in poultry rearing 

Work Male Female Children Paid service 

Feeding 2% 70% 28% 0% 

Selling and 
buying 

35% 50% 15% 0% 

Husbandry 1% 79% 20% 0% 

Treatment 50% 40% 0% 10% 

Average 
contribution 

22% 59.75% 15.75% 2.5% 

Source: Primary discussion with the stakeholders 
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8.2.3 Livestock sub sector (Duck): 
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 Duck is considered very profitable household business here. There is almost no 

rearing cost as there is abundant of natural feed resources (water body, snail, small 

fish).  

 Duckling species- Zendin, Cambel and Nagini collect from Netrokona 

 According to duckling traders, Zendin is more suitable than other species 

 Average mortality rate 10% (mostly during transporting) 

 Sells to farmers(2-3 duckling most cases), NGOs(Gono Sastha, Brac, Uddipon, 

Oxfam, UST, NSS, Jagorono Chakkro, Wave Foundation); sometime he needs to 

rear duckling  up to 30 days to complete sale of some batches. 

 Female DOD (Day Old Duckling) sell@Tk42.00- 45.00/pc while male DOD sell @Tk. 

30.00-32.00/pc and monthly sale is about 3000 pcs 

 Disease – duck plague, duck cholera and pneumonia 

 Farmer usually rears 2-3 ducks but when they need vaccination service they have to 

buy at least 1 vial from upazila live stock office or private company. Most cases 

farmer use the vial for their own ducks though by 1 vial 100 ducks can be vaccinated 

(if they can buy in group then the full vial can be used). 

 He is trying to establish one small duck hatchery but it requires aboutTk  500,000 for 

3000-3500 duckling/batch(one batch requires about 28 days)   

 In most cases paravet inject the vaccine or farmer go to the Livestock office. Usually 

paravets are not motivated to vaccinate poultry as there is scope for low income, 

rather they prefer large animal. Paravets are interested in treatment rather than 

vaccination. Still farmers are not conscious and serious about vaccination and some 

have misperception that vaccine is free.  

 There is a scope to involve the paravet in the business process. They can be 

entrepreneur for – 

 Selling duckling,  

 Can form producer group,  

 Provide veterinary service,  

 Help in collective marketing 
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8.2.3 Livestock sub sector (Large animal): 

 Most of the House Hold (HH) rear dairy cattle, indigenous variety, average milk 
production 1.5 liter/day, Provide minimum or no supplementary feed, sometimes use 
drought purpose. 

 

Household Labour distribution (small ruminant) 

Livestock rearing is a family business of the polder dwellers. Distribution of labour force in 
small ruminant rearing in this polder has been shown in the table below: 

Table-28:HH Labour distribution in small ruminant rearing 

Work Male Female Children Paid service 

Feeding 22% 60% 16% 2% 

Selling and 
buying 

96% 2% 1% 1% 

Husbandry 27% 62% 10.5% 0.5% 

Treatment 13% 7% 1.5% 78.5% 

Average 
contribution 

39.5% 32.75% 7.25% 20.5 
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8.2.4 Livestock service provider (Paravet):   

Livestock service comes from two sources: 

 Public sector: DLS 

 Private Sector: different para professionals are there, like- 

 Paravet- usually deal with large animal and usually male. 

 Poultry Worker: deal with poultry. Usually female and revenue is comperative 

low. 

Paravet: 

The number of existing paravet is difficult to predict because some come to the business 
with low skill and motivation and disappeared. Four to six others parvets are also providing 
services in this polder. But one quality paravet is enough for a union. 

Md. Zahidul Islam Sujan, cell-01727811603, one local paravet providing livestock services to 
6 unions as well as beyond the boundary of the unions. He is well known as an animal 
doctor in the locality. He received training from Youth Training Center, Savar, Dhaka and 
also from Barguna. He started this business one year back after completion of his training. 
His services are- vaccination, minor treatment and delivery both for poultry and cattle. When 
arises any complications he consults with DLS offices and refers the cases to them. He 
provides services on call basis and use motor bike for rapid service delivery. Now he does 
not provide vaccination services as he has no refrigeration of his own though he did it at the 
beginning of his business using refrigeration of others. He has also a livestock medicine 
shop. Usually different companies come to his shop for delivery medicine. He gets day long 
orientation from the companies whenever a new product is launched in the market by the 
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company. According to Mr. Sujan animal treatment is more profitable than selling medicines 
because medicine business requires capital and establishments like shops. He collects 
Vaccines from the DLS office, Amtoli using insulated box and then used the vaccine as quick 
as possible. Vaccination program conduct with a group of farmers (both for poultry and 
cattle) at community level but treatment is on individual call. One refrigerator could serve all 
six paravets of the polder.  

Six (6) paravets are enough to fulfil the demand of the polder dwellers if the service quality is 
satisfactory. But without two others are not active. There is also problem in demand side. As 
productivity of the animals is low, farmers have less motivation for service. Untill critical 
condition usually farmers would not like to hire service. 

 

Table-29: List of some active poultry worker in polder 43/2F 

 
Sl Name Contact/business address 

and mobile no 
Age Main Working area 

(villages, union) 
Length of 
service 

Income
/month 
 

1 Rina Akhter Dokkhin Khekuani, Khekuani, 
Mo-01721980960 

35 Dokkhin Khekuani,Angulkata, 
Bazarkhali, Gulisakhali 

3 years 3000/= 

2 Maksuda 
Begum 

Moddya Dalachara, 
Gulisakhali, Amtoli 

27 Dalachara, Gulisakhali, 
Bazarkhali, Angulkata 

2 years 2000/= 

3 Lovely Gulisakhali Uttar, Amtoli 22 Gulisakhali 3 years 3000/= 

4 Fatima 
Begum 

Vill-Dokkin Porchim Kalibari, 
Po-Bainbunia, Amtoli 

28 Dokkhin Porchim Kalibari, 
Purbo Dokkhin Kalibari 

1 year  
1000/= 

5 Rohima 
Begum 

Vill-Dokkin Porchim Kalibari, 
Po-Bainbunia, Amtoli 

29 Dokkhin Porchim Kalibari, 
Purbo Dokkhin Kalibari 

2 year 2000/= 

 

 

Table-30: List of some active Livestock worker (Paravet) in polder 43/2F 

 
Sl Name of Paravet  Contact no Age 

(years) 
Main Working area (villages, union) Length of 

service 

01 Md. Zahidul Islam 01727811603 29 Guilshakhali, morichbunia union 6 years 

02 Mahbub Alom 01713953292 35  Kalagasia, Haridrabaria 3 years 

03 Jahangir Fakir 01735334020 38 Kalagasia,Haridrabaria 1 year 

04 Md. Mansur Gazi 01721980960 32 Khekuani, Angulkata, Bazarkhali 1 year 

05 Jasim Biswas Moddya Dalachara 27  Dalachara, Gulisakhali, Bazarkhali 1 year 

06 Mizanur Rahman 01729090944 26 Dokkhin Porchim Kalibari 1 year 
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8.2.5 Service Sector:  

Availability of technical advices, vaccination/para-vet and AI services is very week. The 
vaccine and semen supply has managed by DLS from the district and upazilla level. As 
polder dwellers are far away from the upazila level, which is the bottom most entity of DLS, 
and thus limited or no access to this service.  
 
Paravets are available in this polder, but the question is quality of service and their service 
charge. This is a general perception of the farmers that they usually abused by the paravets.  

 

 

 

8.2.6 Backward linkage: 

Input supply (ready feed, medicine) is almost nil up to the rural level. Farmer takes care of 
cattle, goat and poultry birds with their own knowledge and advices from the neighbor. Rice 
straw, green grass, rice burn, pulse burn, molasses are commonly used for animal feed. 
However Aftab, Quality, Meghna, Nurani, Kazi, Usha, Shipi, Paragon, Narish poultry feed 
Co. has been selling ready feed in the project areas. Reneta, Squarer, Acme, Novertis, FNF, 
Biofarma, Navana company is selling medicine in this area. 
 
Polder dwellers have very little motivation for using inputs for their animals and they are not 
interested to expanse money for input. The reason behind is low productivity of their animal. 
Amtoli upazilla bazaar is just 25 kilometre away from the Guilshakhali bazaar. At the polder 
level the input sellers usually sell seed, fertilizer, pesticides some veterinary medicine of low 
grade. Some input seller sell loose feed, like- till oil cake, rice bran etc. In the polder area but 
commercial feeds of different companies, mentioned above is available in the surrounding 
area, like Amtoli. 

 
DOC is not available in the rural areas even in the urban areas the quality, number and 
timely supply is found difficult in this region. In these regions there is no hatchery for layer 
production, it comes from Noakhali, Khulna or Kishorgong. 
 

 

8.2.7 Some of the reasons for people’s disinterest in large animal rearing: 
 

 Shortage of grazing area and also scarcity of fodder 
 Poor people have been selling out their cattle in order to cope with crisis. 
 Difficult to rear and labour intensive. 
 Mechanization causes the demand of cattle and buffalo, as they were used for 

ploughing previously 
 

A comparison of livestock holding between 2005 and 2013 in IPSWAM period and C-1 HH 
survey has been drawn below.  
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Table-31: Comparison of Livestock holding at IPSWAM & Present time 

Type HH own in 2005 HH own in 2013 Findings 
Buffalo 3% - Decreased as per 

FGD findings 
Cattle 49% 41.9% Decreased 
Goat 18% 21.9% Increased 
 

 

Observation:  

Firstly, 

Scarcity of free grazing land and high price of concentrate feed is mainly responsible for 

decreasing of the cattle and buffalo population. Besides, labour (both paid and unpaid family 

labour) shortage, disease infestation and disaster risk influence this situation.  

But most interesting thing is that people are more interested in short time cattle rearing for 

beef fattening. In term of technical aspect, this is not fattening. Farmer just purchases young 

cattle just after winter and rear for 6months to one year when natural grass is available and 

the environment is favourable for physical growth. Without providing any extra feed or with 

minimum feed they can make profit 5000-6000 taka against 10,000-12,000 taka investment 

within 6 months.  

This is notable that a traditional cattle rearing is decreasing but commercial rearing is 

increasing. Most important obstacle in this regard is shortage of capital. Farmer still consider 

cattle rearing (fattening) as a prime source of seasonal business. 

Secondly, 

Farmers are considering goat rearing as asset. It is manageable even by small and poor HH. 

To rear one or two goat required almost no extra cost. Moreover, the reproductive nature of 

local goat (Black Bangal Goat) inspires the farmers. One can get 4-6 kids from one goat in a 

year. The market price of castrated male goat of one year age is 2,000-2,500 taka. As goat 

rearing is poor friendly with no extra cost, the number is increasing. 
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8.3 Fisheries 

 
8.3.1 Introduction: 
 
The fisheries of this polder consist of inland and open water fisheries and fresh water 
aquaculture. Like other parts of fisheries sector of the country, particularly fisheries of polder 
43/2F is major sources of nutrition, income, employment and livelihood support of the local 
people 

Water area: Guilshakhali union has a total wetland area of 624.93 ha of which 243.03 ha 
under aquaculture. Aquaculture comprises 217 ha as a homestead fish culture, 21.05 ha as 
commercial fish culture and 4.98 ha land used for shrimp culture. The open water fisheries 
consist of river, canal and floodplain with a water area of 381.9 ha. 

 

Table-32: Wetland distribution of Gulisakhali union (Area in ha)   

Union 
name 

Union 
area 

Culture fisheries 
Total 

culture 

Open 
water/Capture 

fishery 

Total 
wetland Pond 

Fish 
culture 

Shrimp 
culture 

Gulisakhali 4622.93 
217 

(4.69) 
21.05 

(0.46%) 
4.98 

(0.11%) 
243.03 
(5.26%) 

381.9 (8.26%) 
624.93 

(13.52%) 
 

 

Status & potentiality of the pond:  

About 60% HHs have pond where 66% of them are size up to 9 dcm. These are pond or 
ditch. Among the ponds up to 9 dcm, about 70% are seasonal pond. But about 50% of the 
large ponds are perennial pond. Among them a good number of pond can retain water up to 
2-3 feet.  In the seasonal pond water remain 7-8 months where it is possible to culture Tilapa 
as it takes only four months for mono-sex Tilapia to complete its cycle. Within 8 months 
farmer can complete two cycles. 

Another option is that farmer can culture year aged common carp so that it will grow fast 
when water will be available. 

Besides, some high value fish can introduced with Tilapia, like- prone.  

 

The open water fisheries 

Wetland are among the most fertile and productive ecosystem that support the life cycle of 
different fauna and floral resource of an area. The prime uses of wetlands are fisheries, 
aquatic vegetation and navigation. The union is enriched with open water fisheries which are 
available in the rivers, khals and floodplain. The fresh water fisheries commonly found in the 
areas are: 
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Koi, Magur, Sing, Taki, Tengra, Baila, Chapila,Chanda, Kholisha, Shoal, Chela, Mola, Raj 
puti,Baim, Gulsha, Raina, Bashpata, Kakila etc. 

Landing centers of this union are also enriched with brackish and marine water species 
which have high commercial values in the market. The commonly species are: 

Lalpoa, Ilish, Koral, Loittya, Rangachokya, Chhuri, Lakhua, Rita, Rup chanda, Hangor, 
Bagdachingri, Chagachingri etc. 

It is very alarming that these open water fisheries are now under threat due to different man-
made causes and natural hazards. 

 

Problems in open water fisheries 

The polder has lots of problem which are restricting expansion and developments of both 
capture and culture fisheries in the area. During FGD and KII polder dwellers identified 
following problems: 

 
 Maximum ponds are seasonal where only possible to culture species with short 

duration. 
 Quality is not satisfactory and price is higher for fingerling 
 As captured fish is available people have less interest on fish culture or commercial 

fish culture. 
 Problems are in both demand side and supply side for inputs 
 People consider small ponds as source of water for household usages rather than 

fish culture 
 Over population is creating extra pressure on fisheries. 
 Immature fish harvesting is a very common practice from estuary and open water. 
 Over exploitation of high valued and traditional species. 
 Unplanned constructions of roads, sluice gate, embankment and cross-dam etc are 

decreasing open water fisheries production. 

 
 
Pond fish culture has been increasing with rearing of exotic fish varieties for the last couple 
of years. There are ponds/ditches in each and every homestead but those are not well 
managed for getting highest yield. 
 
Polder 43/2F has some remarkable “Gher” where farmer culture common carp, porn, tilapia 
etc. There is plenty of pond/ditch in these regions, but productivity is very low. Each and 
every household has pond. Some are seasonal but most are perennial. Farmers generally 
use pond water for their day to day work. Farmers are not serious about maximizing of the 
pond production. So management activities of pond production are very week. Pond 
cleaning, soil and water treatment, using right species, size and number of fingerling, 
maintain fingerling ratio, partial harvesting is not at systematically practiced by the farmers. 
 



Page 66 of 119 
 

Normal pond fish culture season is start from May. Major culture fish species are Tilapia, 
Rui, Catla, Silver, Mrigal, Grasscarp and golda for polyculture. Generally farmers don’t follow 
the recommended stocking density. They stocked fish in the pond by weight basis and the 
size is 3- 4 inch whereas DOF recommendation is 40-55 pcs/decimal and 4-6 inch in size. 
Partial harvesting and sampling are not practicing by the farmers. Average yield/decimal is 
8-10 kg but there is a possibility to increase up to 16 kg/decimal. 
 

 

8.3.2 Average HH pond Size 

As the polder is near to natural water body and river Payra is just beside the polder captured 
fish is available here. Therefore, fish cultivation is also very common economic activities in 
this polder. Almost 60% dwellers have their own pond where the culture fish. Average pond 
size and % of holdings have been given in the table below: 

Table-33: Status of Pond holding in polder 43/2F 

Sub Sector Polder 43/2F 
0 (Pondless)  41.5% 
Up to 9 decimals     39.5% 
10-29 decimals  16.1% 
30-49 decimals  1.9% 
50 or more decimals  0.9% 
Total  100.0 
   

 

 

Source: Socio Economic Survey, Component-1, Blue Gold, 2013. 
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The above data indicates that, from any fisheries related intervention 58.5% HH will be 
directly benefited. If we look insight we will found that among the pond holding HHs 66% of  
have pond with < 9 decimals, and the rest almost all < 30 decimals. So, before finalizing any 
intervention we should consider small pond holding HHs (pond size up to 9 dcm). These 
small ponds are maximum seasonal ponds where short lifecycle species are commercially 
feasible. 

Now we can relate this with production per decimal to give an idea of volume of food or 
income that can be generated by them as contribution to HH.  Create insights!   

 
 

 Major fish:  
Common Carps, Mirror carps, Grass carps, Tilapia, Pangas, Thai puti etc. 
 
 
 
 
 

8.3.3 Overview of fish culture in the polde 43/2F: 

Average pond size in the area is 18-20 decimal and cultured fishes are-Carp-Rui, Mrigel, 
Catal, mirror carp, grass carp, silver carp ;tilapia and thai puti. Usually traders collects spawn 
from Jessore @Tk-3,500.00-4,000.00/kg of all carps except Catal. Catal spawn rate is Tk 
7,000.00/kg  and sell it to the farmers. Some advance farmer contract with the traders 
directly and order for spawn, fingerling or over wintering fingerling of desire species in time. 
There is two renowned hatcheries in this region- one is in “Bowfal” and another is in 
“Kalapara”. But in this polder there is no hatchery. Comparatively profitable species are 
tilapia, thai puti and silver carps as their growth rate is faster than others. There are two 
nursery; one at Amragasia, Kukua union, owner Mr. Shahajahan –cell: 01716667341 and 
another at Bazakhali, owner Amzad Mrida. Fish culture 4-6 months or 2-3 cycles in a year is 
profitable rather than culture for long time. Better market price prevails during February to 
March months of the year.  

From the Arothder of wholesaler, fish traders or retailers purchase fish in the morning but 
usually in credit and with a slight flexibility of price settlement. Traders come back with cash 
at evening after selling. Usually the rate is fixed after sold out all fishes at 20% deduction of 
market price. Arothders verify the market price and count the average price of that day. 

 

Summary of Fish Value Chain: 

Fish nursery is the major actors in fish value chain. To understand the whole business, 
linkage, relation among the actors here we will brief one case study which is the general 
scenario of a fish nursery owner.  

There are two nursery owners in the polder but surrounding the polde there are some other 
nurseries from where fingerlings come into the polder. 
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Profile of the Fish Nursery owner:  

 9 years experience, inspired from his brother-in-law.  
 At present he has 9 fond for this purpose of which seven ponds are of his own and 

two are leased and the pond area would be about two acar. 
 Operating fish nursery is his only business and he never culture 
 His investment is about 2 lac taka where 25% cost involve in inputs and 75% for 

management 

Inside story:  

 Lease value of 30 dcm pond in this area is about 10000-15000 taka per year 
 Sell value of 30 dcm land is 3-5 lac taka depending on location. 
 In this business financial crisis period (when money required) is January to March 
 If farmer can start culture in January- February then it is three cycle production is 

possible of course providing feed and management 

 

 

Support service:  

 World fish, a project, is providing technical support in this area. 
 Don’t go for credit from any MFI and only from his relatives (mainly- father-in-law) 

Backward linkage: 

 In past he collected spoon from Jessor but now he collects it locally, especially from 
“Bay of Bengal” hatchery at Kalapara. 

 He collects brood fish from world fish due to better quality. 
 Now he collect 100% spoon from locally, Patuakhali/Barguna/Barisal. 
 To collect spoon he places his order or booking to  the hatchery first. 
 Collect inputs from Amtoli and credit is available. 

Forward Market: 

 Mobile traders sell the fingerling to the farmers  
 The season of this business is for 6 months and rest of the season the mobile traders 

usually involve in the brick field for livelihood 
 Usually large farmers (usually Gher owner) collect fingerling directly from nursery and 

sometime they also produce fingerling in their own nursery. 
 90% small farmers collect fingerling from mobile traders 
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Mode of business: 

 He has four permanent mobile traders (Patilwala). They collect fry or fingerling from 
the nursery and sell it to  …     . There is a rate gap (up tp 30%) between permanent 
mobile seller and farmer or other customers. Mobile traders help the nursery owner in 
collecting fingerling from pond. Owner provides advisory service for their clients as 
embedded service.  

 He nurse common carp, like- Roui, Katla, Mrigal; Tilapia etc. 
 In last two years the demand for mono-sex Tilapia has been increased and the 

reason is high local market demand, short duration and profitability. 
 Farmers usually culture deshi Tilapia and provide almost no feed. But it is possible to 

produce two cycle of Tilapia from the pond of this area when water is available.  
 Sell size vary from 2 to 7 inches  
 Small farmers culture for their own consumption and usually don’t provide extra feed 
 There was other four nursery in this area but finally they  
 Some small farmers who culture Tilapia sometime use loose feed 
 Not preparing the pond properly is the Major cause of low production 

 

Trend of Business: 

 There was very low demand for fry or fingerling from nursery in this area, even two 2-
3 back. This is why the number of commercial nursery was almost nill. But now the 
trend is changing. Demand is increasing as well as number of nursery is increasing. 
But due to lack of technical knowledge some nursery owners couldn’t make profit and 
ultimately shift their business. 

 

Impact: 

 He makes 0.2-0.3 million taka per year from this business (excluding cost and family 
expenditure) 

Linkage with Hatcheries:  

There are no hatcheries in the polder but farmers of the polder have relationship with these 
hatcheries. The nearer hatcheries are “Bay of Bengal” at Barguna, “Chanchal hatchery” at 
Patuakhali are the major one.  

To understand the business linkage and relation we have tried to incorporate business 
profile of one hatchery as model below. 
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Bay of Bengal hatchery 
 

Profile of Hatchery: 

 Established at 2008 
 Start production: 2010 
 8 Full time labour: 8 
 Area: 6 acars 
 Present carp spoon production capacity: 900 kg/year 
 Present carp Tilapia fry production capacity: 3.4 million/year 

 

 

 Hatchery start production in 2010, when local demand was 2000kg spoon for carp 
but his production for that year was 100 kg (0.05% of the demand) 

 Last year (2013) the production was 900 kg carp spoon against the demand of 2500 
kg 

 Demand of Tilapia in this region: 1 crore 
 Production of Tilapia: 3 million 
 The demand of Tilapia in this area, including 43/2F is increasing 
 For next year they have plan to produce 50 lac Monosex 
 Those who are not getting Tilapia or carp from his hatchery, they usually go to 

Barisal, Patuakhali and Barguna 
 Salinity is a big problem for aquaculture in this region, though salinity polder area is 

tolerable specially for carp. 
 Barisal is about 100 km from this hatchery and polder is 80 km away. 
 Profit margin for Tilapia is high 
 His spoon or fry goes to the surrounding areas where it is possible to reach within 2 

hours 
 Hatchery owner provide technical know-how to their clients as embedded service 
 According to the Owner large farmers are those who need 1 lac Tilapia fry 
 Commercially it is recommended to culture 200 ps per decimal.  
 Hatchery owner have identified as his client and he recognize him as medium sized 

nurserer 
 They have business with About 200 nurserer and 100 farmers 
 Usually Tilapia, Pangas and Koi are imported in this region from other districts 
 There is a association of the hatchery owners based at Patuakhali 
 Average Tilapia (200gm) production cost is 10 taka where 80% is feed cost 
 Selling price of Tilapia fry is 1.20 taka/pc 
 From a 5 dcm pond it is possible to produce 200 kg Tilapia per cycle 
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Business promotion activities: 

 Ensure quality spoon and fry 
 Use quality brood fish where World fish helps them 
 They have provision for credit (for regular customer mainly) 
 Nurserers are their main clients 
 There is provision of entertainment for the nurserer and even stay night with free of 

cost 
 He distributed 25,000 Tilapia fry for demonstration in this union 
 As a part of CSR the hatchery distributed 50,000 carp to different pond of school and 

Madresha 
 As a part of their business extension, Hatchery owner has plan to involve small 

farmers in “Profit sharing aquaculture” where farmer will get inputs in credit and he 
(farmer) will be responsible for feed and management. 

 He told that in aquaculture profit margin is about 100% 
 According to him, more than 50% people of this region suffer from malnutrition for 

protein 
 He think main problems for aquaculture in this region are: knowledge, motivation, 

finance 
 To collect fingerling or spoon from Jessor or Khulna, transportation is high, average 

mortality is 50-60% (transport 30% + due to weakness 30%) 

 

 

 

8.3.4 Household Labour distribution (Fish culture): 

Fish culture is a family business of the polder dwellers. Usually famers have very less 
commercial motivation for fish culture and thus input use and management is poor. 
Distribution of labour force in Fish culture in this polder has been shown in the table below: 

 

Table-34: HH labour distribution in Fish culture in Polder 43/2F 

Work Male Female Children Paid service 

Feeding 78% 17% 5% 0% 

Harvesting 57% 11% 3% 29% 

Marketing 84% 0% 8% 8% 

Inputs collection 80% 10% 10% 0% 

Average 
contribution 

74.75% 9.5% 6.5% 9.25% 
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8.3.5 Backward Linkage of Aquaculture: 
 
Fingerling is the most important input for pond fish culture. Very few hatcheries and 
fingerling producers has produced fingerling and supply to the table fish producer. But 
spawn and fingerling production is not commercialized. DOF is to maintain quality of 
fingerling, control inbreeding and cross breeding practice. A good amount of fry and 
fingerling imported from Jessore, Khulna, Magura, Faridpur. App. 20% of the total fingerling 
demand is met from these areas. Fingerling growers also buy spawn from traders and grow 
in the pond than patilwala buy and sell to the fish producers. Among the 80% (imported) 
fingerling, 40% was trading by the local traders as a group (3-5 nos traders) and rest were 
trading by outside traders. They sold to patilwala in cash or credit. The species are pangush, 
rui, katla, sorputi and magur. If fingerling is too small, not healthy or poor genetic quality, it 
will never obtain optimum growth. 
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8.3.6 Input market: 
 
Usually farmer are not used readymade fish feed, instead they use own made feed i.e. khud 
(broken rice), rice bran, rice husk and mustard oil cake. So feed market is very small as well 
as supply chain is week. But commercial farmers expect to get quality feed at lower prices 
and at the nearest location. One table fish producer mentioned that most farmers do not 
know the feed conversion ratio means how much readymade feed is required for producing 
one kg of table fish. Many of them aren’t aware of the impact of the FCR. 
 
Different private companies are the sources of feed, medicine and other fish input. Aftab fish 
feed ltd. Kazi fish feed, Paragon fish feed, Narish fish feed, Nurani fish feed, Quality fish 
feed, Khan fish feed, company selling fish feed and Reneta, Organic, Akmy is marketing fish 
medicine and other growth materials in these areas. Readymade feed comes in granule and 
pellet form and has different nutrients for nursery feed, starter, grower and finisher. The 
primary ingredients of readymade feed are rice bran and mustard oil cake, but during 
formulation with other ingredients the producer ensures the required protein percentage 
(35%). However it was found that input suppliers are mostly concentrated in Barisal and 
Noakhali markets and distribution channel up to the upazilla or union level is very weak. But 
recently the overall pond fish production trend, input supply and investment market is 
improving. 
 
 
8.3.7 Service Market: 
 
Only Department of Fisheries and different projects are providing services on fish culture in 
these areas. Government service is very poor and the polders dwellers have limited access 
to this service. The causes are limited number of manpower, not updated with present 
market system, knowledge gap etc. 
 
Different projects are working in this polder. But only World Fish has specific focus on 
aquaculture and the rest have little emphasis, like- 
 

 World fish centre (INGO): Is working for fisheries sector development 
 Nobo jibon (Program): For improving of mother and child nutrition  
 BRAC: Agriculture development and micro credit 
 NSS (NGO): Livelihood program 

 
 

8.3.8 Causes of fisheries reduction 

The major causes of fisheries reduction are: 
 Unplanned construction of roads, flood protection embankments and settlements are 

creating barriers water way which finally closed the natural flow of water. These 
unplanned interventions prevented migration of fishes to the floodplain for spawning 
& nursing and vice versa. 
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 Silt deposited in lower stream made obstacles to migration which ultimately is 
reducing breeding ground. 

 River side embankments restrict water to over spill in the flood plain and migration of 
fishes in open water. 

 The connected cannel is captured by the land gravers of the area. 
 Extensive use of agro-pesticides and chemical fertilizers without proper dosages. 

Residual agro pesticides poisoned the fishes of flood plain which hamper to 
spawning and in this way the indigenous species are faded away in day by day.  

 Wetland declined due to irrigation: Irrigation facilitated high yielding crops but it 
causes huge loss to the indigenous fish species and bio-diversity. 

 Silt deposited in river mouths limited migration of fishes to upstream.  

 

 

 

 

8.4 Non-farm Economic Activities: 

 

Grocery shops, tea stall, transport business, medicine shops, handicrafts, tailoring, husking 
mills, saw mills, small engineering workshops.   

 

8.4.1 Processing 

 

Milk Collection and Processing:  

Abul Husain, cell- 01742942456, one milk collector and processor collects milk in an 

average of 50 liter per day from 25HHs.   He needs 3 to 4 hours on foot for collecting milk in 

the morning every day. Sometimes he involves in milking of cow but no commissions or 

extra payment is charged to the HHS. He produces 10 kg Channa (raw materials of many 

sweets) from his collections and supplies it to the sweet meat shops at Amtoli. He took credit 

to buy 2 milking cows (needs to repay Tk 12,500 in one year if took Tk. 10,000).  Repayment 

on a weekly basis and no collateral required. Sometimes he sells fresh milk in the polder. He 

learned this processing technology while he was working at sweetshop and no formal 

training is received so far. He thinks, if the collection raise up to 100 liter then it could not 

create any marketing problem for him. For making Channa he uses traditional method (boil 

milk, cool it, add channa water and then extract channa) . As he collects milk from the farm 

gate so he pays to the HHs Tk 40.00 which is Tk 10.00 less from the market price (Tk 50.00) 
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and makes payment to the farmers weekly. For milk production summer is the lean season 

and winter is peak season in this polder. Milk production is low in the polder area due to local 

breed, using the cow for ploughing, shortage of fodder and supplementary feeds. He is the 

only collector in his area (ward), but in each ward there is one like him.  

As per KII interview there are about 10 collectors. But later, we found two more collectors. 

Actually this number varies due to irregularity of this business. Milk is not available round the 

year. In dry season milk business is nil in this polder. In peak season some amateur traders 

enter in this business. 

 

Biscuit Manufacturing:  

Md. Monir Hossain owner of Seyam Food Products, cell-01720495261, produces 30 items of 

food (biscuit, dry-cake) and sells it local and district markets. Other than essence, all inputs 

like flour, oil, sugar, butter, eggs, colors and packaging materials collects from Amtoli. 

Collect essence from Dhaka onse a month.  He collects wood from local traders. Earlier he 

worked with Banuful food industries at Dhaka as a mixer-man locally called chemist and 

planned to start this venture by him and later on starts in his locality. He has no formal 

training or education on it. He sells 60% of his products at the local area and rest to Upazilla 

and district markets  Patuakhali and Barguna. He owns a small rickshaw van (manual). 

Sometimes Paikers come to him to collect produces. He sales to Paiker as well as to 

retailers.He says 60% of his sales are on credit. Local people mainly concern for size of 

Cake or Biscuits and they don’t bother about the quality of products. Financial crisis is his 

main constraint for expansion of his business. Though he is satisfied about the products 

quality but he requires capital and BSTI certificate for expanding the business to the national 

market. But to get BSTI certificates he needs Tk.7000.00 per item which is not affordable to 

him as well as difficult to collect of such type of certificate. In addition to have the food safety 

licenses, he requires to maintain hygiene at the factory level also. He cannot use modern 

packaging materials due to high cost and it is not manufacture at local area as well as at 

nearer districts. He borrowed TK 40, 000 from BRAC two years back. He seems to take 

credit from others as well. There is another producer like him in this polder. His future plan to 

expand his business throughout the country. He added that profit margins are higher in the 

district markets than local markets. Altogether 8 people are working in his factory. He always 

afraid of harassment from the regulatory bodies and does not aware about the rules and 

regulations of the government to run such enterprise. He has no well accounting system. He 

is not aware the rule and regulations of BSTI, as micro-enterprises do not need a BSTI 

license if the employ number is less than 10 persons.  
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Confectionary Manufacturing:  

Abdul Sattar Howlader, cell- 01775608139, one food processor produces 7 products: 

chanchur, monacca, chirabaja, dal baja and lassi semai (seasonal). He uses ingredients- 

Bason from chickpeas and felon dal, oil, peanut and spices also. He markets his products 

within the Amtoli Upazila area. His starting capital was Tk. 100,000. Out of these he 

borrowed Tk. 70,000 from ASA and Grameen Bank and repaid. He collects all of the 

ingredients from Amtoli except peanut which he collects from Dhaka. 25% of his total 

products sells in his union and rest of the products sells in the others union of the Amtoli 

Upazilla. He has no means of transport. Out of his sale 40% in credit and 60% in cash. A 

total of 6 people work in his food processing factory. There is no competitor in the polder. To 

expand his business he needs one delivery van for wider coverage and marketing initiatives 

and capital also. He believes that to have a BSTI licenses is difficult and never tried from it. 

Also not aware the rule and regulations of BSTI, as micro-enterprises do not need a BSTI 

license if the employ number is less than 10. 
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9. Value chain of some potential products: 

 

9.1 NATIVE CHICKEN VALUE CHAIN AT POLDER 43/2F 

 

Objective: 

 To understand the agricultural practice of different crops in the polders and within the 
region 

 To understand the market dynamics in the area 

 To capture the motivation of the polder dwellers 

 To identify the potential value chains for the polders 

 Understanding the relationship among the market actors 

 Detail analyse the selected value chain and  

 Design intervention to develop the value chain 

Methodology: 

 Secondary literature review 

 Sharing with different organization working in this area for market development (IDE, 
save, CIMMYT) 

 FGD with polder farmers 

 KII : DLS, Input seller, Paravet, Paikar, Bapari, Traders, retailer 

 Discussion with WMG members 

 Field visit and observation of the dynamics (farming practice, trading, functionality of 
support service) 

 

Backward Poultry Market Map 
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Note: “Lead farmer” means commercial farmer or entrepreneur 

 

Potentiality: 

 Almost every family of this polder is involved with poultry rearing (90-95%), Native 
chick. 

 It is a women intervention and a family business 
 The income come from this sector mostly goes to the pocket of women 
 Very easy technology and every family have the skill 
 It require minimum investment 
 Native chicken has higher market demand and a higher market price 
 It is also a part of FFS module of component-3 of Blue Gold Program 
 It provides protein nutrition for the family and contribute in family crisis 

 

Constrain: 

 Vaccine and medicine is not available in the polder 
 Vaccination and veterinary service is weak and not available 
 Outbreak of diseases sometime causes massive loss  
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9.2 Duck Value chain 

Common feature of Duck Rearing in the polder 

 Breed: 70% local Varity, 30% improve varity  
 Yearly production of  

               Local varity: 100  
               High yielding: 150 

 About 5,000 HH rear Duck 
 Daily egg production from the polder area: 10,000 
 Duck rearing is a family business 
 About 80%  HH rear the duck (100% women business) 
 Average folk size: 4-10 
 Average egg production per year: 120-150  
 Peak production: June-Sep. & Dec. to Feb. 
 Lean production: March-May (Chaitro-Baishak) & Sep. – Nov. (Assin-Kartik) 
 Meet both HH nutrition & earn money 

 
Farming Practice: 

 80% rear local varity  
 90% Produce DOD for their own, and not for sell 
 Poor housing management : unhygienic  
 Feeding: Semi-scavenging, kitchen residue 
 Low or now use of feed, seldom feed rice bran or crashed rice 
 Consumption and selling ratio is 50-50 
 Poor knowledge regard to rearing practice 
 Vaccination problem 
 Usually sell egg at farm gate 
 No market information but have little idea about product flow 

 
Farmers’ motivation for Duck rearing: 

 Less space required 
 Meet HH nutrition demand & entertainment 
 High value and market demand for egg 
 High profit 
 Less investment 
 No labour required 
 Less susceptible to disease 
 Women saving 
 Less attention 
 Easy rearing practice 
 Relatively adoptable to natural disaster 
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Note: “Lead farmer” means commercial farmer or entrepreneur 

 

Producers: 

 90% hatch their own, 
 Few HH buy pullet from neighbor, traders or from Hat 
 Usually no credit required 
 Seldom buy rice bran or crashed rice from input sellers of local hat 
 Use medicine only for diseased one 
 Demand for vaccine but supply is not available 
 Get advice usually from LSP, there are about six LSPs in the polder area. PS refers 

to reported companies, like- Renata, Noverties, Aftab, Nourish, ACI, Square etc. 
 No or very limited access to DLS 
 Get knowledge from different project but no institutional arrangement 
 Sell their produce at farm gate (60-70%),  
 Some sell directly to the retailer or traders (20+ eggs) 

 
Input Sellers: 

 Producers demand for loose feed specially at the lean period 
 Usually LSP and common Medicine shop sell vet. drug and vaccine 
 There is low demand for both feed and medicine in case of duck 
 Vaccine have great demand 
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 Produces have tendency to get vaccine at free of cost 
 Input sellers seldom get vaccine from DLS 
 Private sector vaccine is not available 
 Cool chain maintain for vaccine is a big issue 
 Input seller have skill gap 
 Privet Sectors (PS) don’t come to polder traders 

 
 

Entrepreneur: 

 Two type: Commercial Duckling producers and Pullet producer 
 Pullet producers collect DOD fron both public and private sector 
 Duckling Species- Zendin, Cambel and Nagini collect from Netrokona  
 Zendin is more suitable than other species 
 Average mortality rate 10% (mostly during transporting) 
 Sells to farmers(2-3 duckling most cases), NGOs(Gono Sastha, Brac, Uddipon, 

Oxfam, UST, NSS, Jagorono Chakkro, Wave Foundation); he needs to rear duckling  
up to 30 days to complete sale of some batches. 

 Female DOD (Day Old Duckling) sell@Tk42- 45/pc while male DOD sell @Tk. 30-
32/pc and monthly sale is about 3000 pcs  

 Disease – duck plague, duck cholera and pneumonia 
 No mini hatchery, require investment 
 Good market demand and profit 

 
 

There is at least one such type of entrepreneur within the polder area. He was fully active 
with the support of Oxfam. At present he mainly supply duckling or pullet as per the demand 
previously submitted to him mainly to different program and organizations. Besides, he 
supplies the bird considering market demand. 

 

Service Providers: 

 At least 4 vaccinators in the polder 

 No active poultry vaccinator 

 As there is no cluster, LSP have less motivation 

 Polder LSP have weak relation with the PS 

 Quality input is a matter 

 LSPs’ service frequently is threatened by Govt. or DLS  

 Farmers are not satisfied with the Quality of the service 
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Traders: 

 Type: Local Bapari, Local market trader, whole seller, national level whole seller, 
retailer 

 Local market trader usually control the price 

 Transportation and wastage is a big concern 

 Local market trader usually don’t come to the polder 

 Mode of transaction is not always friendly 

 

Support Service: 

 Weak service as demand is low 

 As motivation is low, demand for service is low 

 Less access to financial service for entrepreneur 

 Technical service is weak 

 Less motivation of the PS 

 

Table-35: List of Value chain actors in polder 43/2F 

Broad Area  Name of Actors  Number  

Input Seller  Feed seller  03  

Medicine seller  02  

Trader  Local Bapari  06  

Local Market Traders  03  

Large Paikar/wholesaler at Upazila  04  

Wholesaler at National level  02  

Retailer  55  

Producer  Small Producer  2500-3000  

Medium Producers  700-1200  

Service providers  Entrepreneur  02  

Govt. Hatchery  00  

Paraver  05  

Gov. SP  00  
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Opportunities: 

 Low cost but high profit 

 80% polder dwellers can be directly benefited from this value chain development 

 High market demand 

 Women involvement 

 Quick and regular income 

 Easy management process 

 

Constrain: 

 Absence of private processing companies 

 Absence of commercial duck farms 

 No cluster have been developed in this region 

 Bird flue out break 

 Injecting relief in this area 

 Established source for DOD or pullet 

 Availability of vaccine 

 

Scope: 

 Scope for integration with other sub sector 

 Mini hatchery establishment 

 Bulking the production 

 Explore producer group 

 R & D for diversified market 

 Develop both meat and egg market opportunity 
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9.3 Fish (tilapia) Value chain in polder 43/2F: 

 

This polder is beside the river “Pira”. Captured fish is very available in this polder and also in 

this region. But the cost of captured fish is higher and in most cases beyond the capacity of 

the poor dwellers. Poor dwellers have to depend on small indigenous captured fish or 

cultured fish, as the price is comparatively low. Available cultured fish in the polder or district 

market are- Telapia, Pangsh and different carps.  

Cold chain is important for fish marketing. In Guilshakhali, Gogkhali, Khekuani and 

Kalagachia bazaar there are cold storage facilities. Both captured and cultured fish comes to 

these Bazars and then again goes to district market. Otherwise captured fish, which have 

high value directly, goes to the district Aroths then to regional or national market.  

 

 

Fig: Fish Value Chain at Polder 43/2F 
 
 



Page 85 of 119 
 

Overview of Aquaculture at polder 43/2F : 
(Source: FGD, primary discussion, field visit) 
 

 About 50% HH have their own pond or ditches but rest has none 
 Many ponds are shared ponds 
 Maximum ponds are seasonal pond and water remain up to 7 months. 
 Only 10% of pond owners utilize ponds for commercial purposes, whereas 90% of 

owners utilize ponds exclusively for household consumption. 
 In terms of pond ownership, there are individual and shared ownership 

arrangements.  
 For a 15 decimal sized pond, a farmer can make a profit between 7,000 to 10,000 Tk 

per season 
 Considering disaster, the safe period of production is between May-September and 

partial harvest is recommended before October-November. 
 
 
Potentiality: 

 Socio-economic survey shows that about 52% HH have small pond or ditches 
 There are also some large ponds or Gher 
 In this polder there are many community water bodies, like canal and Dighi which can 

come under aquaculture 
 FFS has module for Aquaculture and people have a long traditional experience on 

fish cultivation 
 Telapia and common carp has both local and national market demand 
 There is a big tilapia hatchery named “Bay of Bengal” at Barguna 
 The hatchery owners have an association which can help in the strengthening of this 

sector. 
 Telapia or carp cultivation is a highly lucrative and profitable business with high profit 

margins.  
 There is a fish processing industry at Patuakhali   
 Most people cultivating pond fisheries do so as a secondary or sporadic source of 

food or income  
 Present productivity of the ponds are very low and it can be raised up to 50 to 80% 
 “Blue Gold” earthwork will create an opportunity for aquaculture through ensuring of 

water management.  
 
Constrain: 

 People do not invest much time or planning, and therefore do not practice proper 
pond management.  

 There is very limited number of nurseries 
 The quality of the inputs is a big question (spoon, fingerling, feed, medicine etc) 
 Supply chain is very weak 
 Weak backward linkage is the result of low demand of inputs 
 Advisory services are not easy or available 
 Road communication is poor which increase the cost 
 Risk of disaster, like- heavy rainfall, drought, cyclone, flood etc 
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Market Actors 
 
Input Suppliers  

 Input suppliers of the pond fisheries value chain are limited to fish nursery men, 

fingerling traders (hawkers), feed as well as other necessary chemical suppliers and 

ice suppliers.  

 There is no fish hatchery in Amtoli sub-district.  

 There are very few number of fish nursery in this polder (3-5). 

 Local nursery men collect fish seeds from distant sources, especially from Khulna 

and Jessore, and rear in the nursery ponds before selling to local pond fish 

producers.  

 Fingerling traders bring fish from distant sources and carry the fingerlings in silver 

cans (in Bengali called Patil) to sell among interested buyers. (Farmers). 

 There are 5-8 fish feed sellers at Amtoli headquarters. They also sell other water 

purifying chemicals and nets and also medicine. 

 There are 4-6 input seller at the polder level, they are usually not fish specific and sell 

agricultural inputs as per demand.  

 
Producers:  
 
Self Owned Small Scale Pond Fishers: In the polder households rarely cultivate fish in 

commercial ventures. Some of them started fish cultivation semi-commercially, but most of 

them are not aware about modern cultivation techniques and proper pond management 

practices. They use the pond water for cleaning as well as for fish cultivation purposes.  

 

Joint Pond Fish Producers: Joint pond fish production is not common. In different time 

different projects have taken initiatives for joint fish culture, namely- DANIDA. They facilitate 

the members to organize leasing out of the ponds and provide technical supports for pond 

fish cultivation. The CBO members manage the production and distribute profits among all of 

their members. But after project period it didn’t sustain. 

 

Commercial Fishers: There are also some large scale commercial fishers in the polder 

area and these are usually known as Gher. There are about 10-15 Ghers in this polder. They 

cultivate fish in large areas mostly by using their own ponds, or taking leases from others, 

and employ hired laborers for fish cultivation. They are knowledgeable cultivators, risk takers 

and have good linkages with fingerling nursery men, local fisheries officers, as well as with 
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distant fish arots and fish traders. They usually sell fish in the distant fish arots as well as 

send fish to the national level wholesale market.  

 

Local Fish Aratdar: At the polder level there are two Aroth who usually sell fish from the 

farmers and fishermen and supple to the distance regional market. Beside these Aroth, there 

are about 10-20 Baparies who buy fish from both farmers and fishermen, some of them are 

seasonal and simultaneously have other business. This is a famous area for capture 

fisheries but culture fish is also sold in the arat, and then transported to local retail and 

distant markets. The aratdars make open bids for the fish and charge commission to the fish 

owners. Mostly small scale local pond fishers sell in the local arat. The arat generally opens 

two times a day, early in the morning and again in the afternoon.  

 

Distant  Aratdar: Mainland aratdars play a vital role in bulking fish and sending them to the 

distant wholesale markets. They have also good linkages with the local level aratdar. Some 

of them have agents in the fish landing stations to collect fish for their arat. Some of them 

also undertake informal lending to the local agents. Mostly, the commercial large scale 

fishers are the ones that sell culture pond fishes in the distant mainland arat. There are at 

Amtoli, Patuakhali or Kalapara. 

 

Retailer: They are the key actors in selling fish in local markets. Mostly they collect fish 

through open bid from the local arat and then sell among the local consumers. There are 

approximately 25-35 fish retailers at the polder.  

Tilapia , Pangus, Rui and katal mainly come from outside the region, mostly from Khulna. 

Different types of captured fish comes from nearby areas which also go outside the region.  
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9.4 Mungbean 
 

 

  
 

Mungbeab is one of the major cash crop in polder 43/2F. Mungbean (Vigna radiata) is widely 
grown in Bangladesh. Mungbean grain contains 19.5% to 28.5% protein. Now a days, it is 
being cultivated after harvesting of Rabi crops (wheat, mustard, lentil, etc.). As mungbean is 
a short duration crop, it can fit in as a cash crop between major cropping seasons.  

 
 
 

Market Trader for Mung Bean 
 

Price sensitive information: 

 High market demand for green pod 
 Low price for large pod 

Production information: 

 After Aman harvest farmer cultivate Mung Bean in high land. 

 Cultivating time is April and production cycle is only 45 days 

 Average production in this area is 2-2.5 kg per dcm 

 Two tillage is required, one is before sowing and other just after sowing 

 Pesticide cost per 30 dcm is 500 taka average 

 Women are involved in plucking of pods. The payment system is sharing system, 7:1. 

Here the farmer weight total pods first and then divide it to seven equal parts. The 

plucker women will get one part as wage.  
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Trading system: 

 

 

 

 

 

 

 

 

 

 

  

Trading: 

 He supply twice in a week in season 
 Mode of transportation of the agent is by trawler 
 Last year he supplied 750 X 40 kg bean to processing centre of Munshigong 
 He got seed money from the processor and also provide money to the piker/ faria to 

collect from farmer or Bazar. 
 Rent for carrying product by trawler from kalapara to Munshigong is 50 taka per 60 

kg of bean sac 

 

Pulse contains protein about twice as much as cereals. It also contains amino acid lysine, 
which is generally deficit in food grains. Pulse bran is also used as quality feed for animals. 
Apart from these, the ability to fix nitrogen and addition of organic matter to the soil are 
important factors in maintaining soil fertility. In the existing cropping systems, pulses fit well 
due to its  

 Short duration,  
 Low input,  
 Minimum care required and  
 Drought tolerant nature. 

Six varieties of mungbean have been developed by Pulses Research Centre, BARI and 
disseminated with the package of management technologies to the farmers for cultivation. 
Traditional mungbean cultivars grown in Asia reached maturity in 90–110 days. 

 

Mill/Processing center 
(Munshigong) 

Farmers 

Agent  

 

Paikar/Faria 
(20-25) 

Makes 100 Tk 
profit/40kg 

 

Makes 50 Tk 
profit/40kg 
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Climatic requirement:  

The optimum temperature range for growth is 28-32 C. The crops are sensitive to low 
temperature. Critical temperature is 150C and at 100C, germination dose not takes place. As 
elevation increases, flowering is delayed due to low ambient temperature. A dry harvest 
period is desirable as this forces the crop to mature and reduces the risk of weather 
damage. Mungbean is more susceptible to waterlogging than blackgram. During maturity 
high rainfall can cause full damage of the matured pods. Thus the polder climatic condition is 
favorable for Mungbean production.  

 

Variety: 

 BARI has released 6 (six), BINA has released 8 (eight) and BSMRAU released 4 varieties of 
mungbean. Some varieties of BARI have popular name while others have not. The varieties 
are BARI mung-2 (Kanti), BARI mung-3 (Progoti), BARI mung-4 (Rupsha), BARI mung-5 
(Taiwani), BARI mung-6, BINA mung-1, BINA mung-2, BINA mung-3, BINA mung-4, BINA 
mung-5, BINA mung-6, BINA mung-7, BINA mung-8, BU mug-1, BU mug-2, BU mug-3 and 
BU mug-4. 

Farmers usually cultivate two types of Mugbean: 
 
i) Aureus, the yellow or golden gram (sonamung), which has paler foliage, and yellow seed. 
The pods have a tendency to shatter and are mostly grown for fodder or green manure;  
 
ii) Typica, the green gram, which has green seeds, has low tendency to shatter and is grown 
mostly for grain. In addition, there are grandis (black seeded) and bruncus (brown seeded) 
types grown to a small extent in the Indian subcontinent.  

Sowing method:  Seed may be sown in line and broadcast methods. In case of line sowing 
30cm distance between the lines and 6-8cm distance between the plants would be 
maintained. 

 
Seed rate: For line sowing seed rate will be 25-30 kg ha-1 in case of small seeded variety 
while 35-40 kg ha-1 for bold seeded variety. 

Irrigation:  No irrigation is required during Kharif-2 season. In Kharif-1 season a presowing 
irrigation may be required to ensure seed germination. Depending on the soil moisture 
content and plant growth irrigation may be required in the dry season for crop subsistence. 
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Uses Of Mugbean:  

 Bangladesh has been producing mungbeans for our local market to eat as dal soup.  
 Japan processes the mungbeans to produce sprouts and eat them as vegetables. It 

is a common ingredient in Japanese dishes. It appears in salads, fried rice, noodles, 
misosoup, etc.  

 The green plant is used as fodder in many areas.  
 It is also a good green manure crop.  
 The dried stems and pod walls remaining after threshing are also used as cattle feed. 
 Mungbean seeds are used either whole or split into dal for several dishes.  
 The seeds are used to prepare sweets 
 Fried in oil to be eaten as snack 

 

Potentiality: 

 Mugbean is both saline and drought tolerant and thus grow enough in this climatic 
condition 

 Easy cultivation process 
 Low investment and less management required 
 Opportunity for women labour force, during podding 
 It has both national and international market demand 
 Scope for processing and value addition at local level, like- grading, sorting, 

packaging etc. 
 Scope for expansion of production in the polder area as well as in the coastal region 
 Easy to store 

 
 
Constraints to mungbean cultivation 
 

 The first and the foremost constraint for adoption of improved mungbean in all areas 
was insect infestation 

 The second highest constraint was insecticides not working properly might be due to 
adulterations.  

 The 3rd constraint was lack of training about improved mungbean cultivation and it 
was major constraint in Patuakhali compared to other districts.  

 The 4th constraint was high price of insecticides   
 Lack of labour, lack of optimum moisture  
 Lack of good seed  

 

 

Scope for Expansion: 

Recently Bangladesh is exporting Mugbean to Japan. Using the support structures created 
by the Japan External Trade Organization (JETRO) and the Japan International Cooperation 
Agency (JICA) this sector can go forward.  
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9.5 Betel leaf 

 

Betel leaf is one of the major economic agricultural products not only for this polder but also 

for major part of Patuakhali and Borguna district. This is a year round agriculture practices. 

 Almost every farmer of North Gulshakhali WMG and North-east Gulshakhali WMG 

are familiar for betel leaf production (95-100%) 

 High and moderately shade land is suitable for betel leaf cultivation 

 Use cutting to grow betel leaf  

 One Baroz (cultivation field) of betel leaf remain productive up to 12-20 years 

depending upon care. 

 Two types are available here, locally which are known as- “Hasina” and “Chalta 

burid”. Hasina type is bigger in size and aromatic and market price is much higher. 

 The unit of betel leaf is “Bidra” Pie” and “Chali”. 

 01 Chali =  24 nos of leaf 

 01 Bidra  =  72 nos of leaf 

 01 Pie     =  24 Bidra 

 Inputs used are oil cake, fertilizer, pesticide and irrigation if necessary. 

 Comparatively high land where no water log- is better for betel leaf. 

 Hindu communities are the pioneer of betel production and also still shouldering the 

responsibilities till today. 

 

Marketing of betel leaf 

 Farmer sells their product in different markets and mostly in Amtoli Bazar. 

 Bapari from different hats, like- Amragachia, Chunakhali, Kalagachia come to buy 

betel leaf. 

 Price highly fluctuation is very common for betel leaf. One “Pie” betel leaf price may 

vary from 100 to 2,000 taka.  

 Average profit margin is 30-40% 

 Farmers are interested in betel leaf cultivation because- they can sell it in every 

week, betel stem remain productive up to 12-20 years. 

 Farmers take advice on pesticide or input use from traders of medicine shops. 
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9.6 Sapling/Seedling Traders 

 

 Tree nursery and sapling trading is a good business in this polder as well as in this 

region. This is a season long business and the demand increase in rainy season. On 

an average there are about 2-3 tree nurseries in this polder.  

 Beside this, a huge number of saplings and seedlings come from outside polder. 

Sarupkathi upazila of Jalokathi district is the main source of baby plants. As the 

quality of the saplings and seedlings of Sorupkathi are rather better than the local 

one, it has a great demand in the local market. There are many established nursery 

in Sorupkathi of Jhalokathi district. They have saplings and seedling of all most all 

kind of tree species- fruit, vegetable, timbers.  

 They produce saplings fro grafting, cutting, and budding. Except vegetable seedling 

all kinds of saplings, they grow in earthen-pot. Chambul, Mehogoni, Lambu are the 

most sold timber varieties in different hats.  

 Seedlings of Bottle gourd, brinjal, tomato, spinach are mostly sold in these Hats. 2-5  

traders make a group. They collect saplings and seedlings from different nursery 

from Sorupkathi. Then they rent trawler (engine boat) and come to Potuakhali to sell 

their saplings. Usually they attain four Hats per week and able to sell their whole 

products. Thus monthly they come with four trips. There are about 30 - 50 traders 

who come with saplings to sell in Potuakhali from Sorupkathi. The outside traders 

have mutual understanding and divided into different groups to attain different 

markets as per understanding so that there is a balance between demand and 

supply. According to them Amtoli is the potential market for them. On an average four 

trawler comes to Amtali at hat day. A medium size trawler (engine boat) can carry 

3500 -6000 saplings. Both farmers and local Bapari collect saplings from them. Mode 

of transaction is 100% cash. Sapling traders have to pay no tax in this hat 

(Gulisahkhali) but in Amtoli hat they have to pay Tk. 700.00  for each trawler. They 

also have to pay Tk 50.00 per trawler per hat to police. The local nursery owners 

collect seeds from local market. Local markets get seeds from different companies 

where the companies have a strong supply chain. Lombu, Babla and Akashmoni 

seeds come from India. 
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To sell saplings of a trawler from Sourupkhati to Patuakhali Hats, it needs total one week 

journey and for this, the costs involved in different areas are given below:    

 

Trawler rent                      = 1,000/= BDT 

Fuel cost                          = 4,000/= BDT 

Labour (5 person days)   = 2,000/= BDT 

Police (4 Hat)                   = 2,000/= BDT 

Food cost (3 person)       = 2,000/= BDT        

……………………………………………………………….. 

Total cost                         = 11,000/= BDT         

 

Case Study of a Tree Nurserer: 

 Mr. Kamal Mrida, cell-01761708796, one nursery owner from Angolkata, Amtoli Barguna is 

doing tree nursery business. There is another nursery owner in this area. Mr. Kamal 

produces rain tree, betel nut (most), coconut, and jackfruits in the nursery (also guava, litchi, 

pomegranate and timber trees) and sells it by his own at local haats as well as from the 

nursery. Inputs used in the nursery are seeds, polyethylene, fertilizer and pesticide. No 

grafting saplings are producing in his nursery. He produce sapling only from seed and 

collects seeds from Amtoli, DAE and forest department. He faces problems of irrigation as 

water source is 500-700 meter far from the nursery. According to his statement coconut 

saplings are more profitable than others. Eucalyptus has good market demand but he cannot 

produce it in his nursery. He started this business by himself after receiving knowledge by 

observing other. He have also farming activities, sells betel leafs, and produces vegetables. 
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10. Service Sector or Support function 

 

10.1 Financial services 

About 70% HHs are involved with borrowing money from micro NGOs. BRAC, ASA, 
Padakhep, CODEC, Uddipon , Muslim Aid provide loan for agriculture, micro and small 
enterprise. Agriculture loan range Tk 5,000-49,000 with weekly installment, Micro-enterprise 
loan range Tk 5,000-150,000 weekly/monthly repayment installment , small size enterprise 
loan range Tk 100,000 1,000,000 weekly/monthly repayment installment.  

There is also existence of non formal credit services. Usually traders or local Bapari get 
credit from upper tires, like- large Baparies,  Arothders, whole sellers, processers or millers. 
Sometime borrower has to pay no interest against the loan or sometime they may have to 
pay 100 taka interest against 1,000 taka for one month, i.e. - 120% interest rate.  

The socio-economic survey of “Blue Gold” shows that 23.5% HH have the membership in 
cooperative at this polder and 76.5 HH have no membership. But among the members 
94.6% have deposit, below 500 taka. 

Among the polders dweller 43.2% HH have the membership in different NGOs. The main 
relationship is credit. Female membership is rather higher than man. 

10.2 Institutional arrangement: 

As the polder is far away from upazila headquarter, there is very limited formal institutional 
setup. But many organizations have activities in this polder. Different projects have their 
activities here, who are involved in development work. But most of the formal organizations 
are involved in micro credit program. 

Table-36: List of formal NGO working in Polder 43/2: 

SL. No Name of Organization Major Activity 
01 World Fish Fsheries sector development 
02 Brac Agriculture development and micro credit  

03 Dhaka Ahasania mission Disaster and Livelihood 
04 Save the Children (Nobo Jibon) For improving of mother and child nutrition 
05 IDE (CSISA – MI) Agricultural Mechanization 
06 Susilon, Max Foundation working for water and sanitation 
07 Grameen Sakti, Karania, RDF Solar Energy 
08 Islamic Relief Foundation Disaster and livelihood 
09 ANDO Livelihood program 
10 Uddipon Livelihood program 
11 ASA Micro Credit 
12 Grameen Bank Micro Credit 
13 Codec Micro Credit and Livelihood program 
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The most important thing is that there are different community organizations or farmers’ 
organizations. There are twenty seven Water Management Groups (WMG) under the 
registration of department of cooperative. The main purpose is to manage water in a 
participatory way.  

Institutional Status of WMGs at al Glance: 
 

 Total # of Registered WMGs: 25 

 Total # of registered members: 1652( Male-1012,female-640) 

 Total savings amount: 596920(Male-380390,Female-216530) 

 Total Share amount(Taka): 192300 (Male-124600, Female-76700  

 Invested in IGAs( Taka): 227700 

 Amount in Bank ( Taka): 522280 

 Amount in Cash in hand( Taka): 39240 

 Audit Completed: 23 WMGs 

 Ad hoc Committee: 25 WMGs 

 Total # of WMC formed: 16  

 Total # of Monitoring committee: 16 

 WMGs received agricultural machineries: 16 

 WMGs covered by FFS: 184  

 5 WMGs has Invested money for IGA is yet not recovered 

 

Table-37: Organizational Status of WMG in Polder 43/2F 

SL. Name of WMG Name of President (with 
mobile) 

Total registered 
member  

Total 
savings 

Bank 
saving 

Monthl
y 
saving 
rate 

Mee
ting 
date 

01  North- East 
kalagachia 

Sree Harolal Chandra shill 
01711-299710 

M- 63 
F- 12 
T- 75 

11620 10000 20 19 

02 Middle  
kalagachia 

Md. Manu Mia 
01732796707 
 

M-17 
F- 08 
T- 25 
 

2500      
      - 

20 13 

03 West kalagachia 
west 

Gazi Md.Nur jalal 
01716-916195 

M- 33 
F- 13 
T- 46 

7650   
 
      - 

20 06 

04 West Kalagachia  Md. Altaf Mahmud 
01729-478344 

M- 20 
F- 10 
t- 30 

16420  
 
    
14000 

20 01 

05 Bainbunia Md. Aual khan 
0172-201619 

M- 30 
F- 18 
T- 48 

17030  
  
16000 

20 08 
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06 Bazarkhali   20130      
10000 
 

20 09 

07 South 
gulishakhali 
south 

Md Sha alom 
01716-826443 

M- 18 
F- 10 
T- 28 

14370  
10000 

20 25 

08 North 
gulishakhali 

Md. Sobahan Musulli 
 

M-  38 
F-25 
T-  63 

18620  
 
  
18000 

20 21 

09 North –East 
gulishakhali 

Md. Nurul Islam Khan 
01716-123792 

M-34 
F- 43 
T- 77 

31680  
17500 

50 09 

10 South 
gulishakhali 
north 

Md. Jainal Musalli 
01733-129801 

M-32 
F-50 
T- 82 

22090  
22000 

20 19 

11 South  
haridrabaria 

Md. Khabir uddin 
Jomader 

M-36 
F- 11 
T- 47 
 

22250  
22000 

20 24 

12 North 
haridrabaria 

Md Delwar Chowkider M- 70 
F- 30 
T-100 
 

57980  
 
 57980 

50 24 

13 Fakirkhali- 
gojkhali 

Md. Jahangir Kabir 
Mridha 
01718-773045 

M-30 
F—11 
T- 41 

15030  
15000 
 

20 05 

14 Debpur Md. Nazmul Ahsan 
Shahin 
01758-530080 

 
 
M-55 
F- 45 
T- 100 

50450 48000 
 
 
  

20 20 

15 South angulkata Md Wohab Munshi 
01729-902685 
 

M-49 
F-40 
T- 89 
 

18360  
18000 
 
 
 
 

20 26 

16 North angulkata Md Wahab Akon 
01718-859989 

M- 40 
F- 39 
T- 79 

21170  
21000 

50 26 

17 South west 
kalibari 

Md Nurul Hak howlader 
01725-966758 

M-67 
F- 38 
T- 105 

19110  
15000 

20 19 

18 North kalibari- 
Bazraguna 

Expired M-25 
F-15 
T- 40 

14800  
14800 

20 14 
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19 South dalachara Md. Hafezuddin Khalifa 
 

M- 49 
F-13 
T-52 

41790  
 
41000 

50 25 

20 North gojkhali Md. Safiqur Rahman 
01739-909033 

M-30 
F- 13 
T- 43 

16900  
16000 

30 05 

21 Middle 
dalachara 

Expired 
 

M-37 
F- 15 
T- 52 

50960  
24000 

50 15 

22 North dalachara Expired M-49 
F-22 
T- 71 

41950  
23000 

50 15 

23 North dalachara 
north 

Expired M-43 
F- 12 
T- 55 

 
8000 

 
8000 

50 06 

24 South Khekuani Md. Wahed Gazi 
01727-464869 

M-20 
F-39 
T- 59 

16200  
15000 

20 18 

25 North khekuani Alhaj Md. Sanu Mia 
01749-271019 

M-35 
F- 44 
T- 79 

29170  
29000 

30 17 

26 South gojkhali Md.Shahidul Islam Panna 
01726-680897 

M- 55 
F- 40 
T- 95 

11700  
8000 

20 07 

27 South-East 
kalibari 

Md. Maidul hak Satter 
01758-9562256 

M-50 
F- 35 
T-  85 

191300  
26000 

20 16 

 

Saving is mainly utilized in credit program among the members. Some deposit in the bank. 
In some cases savings are in the hand of some influential members (president or secretary). 
Still, there is no evidence for successful IGA among the WMGs. Every organization fell that 
for their sustainability they should have some potential IGA but they have no experience and 
skill in this regard. This is why they don’t like to take any risk.  

 

 

10.3 Technical support services 

Training - Sometimes farmer obtained training from DAE on rice cultivation for one day and 3 
days on aquaculture from one NGO-Nazrul Smriti Sangsad (NSS). Farmers get advices from 
the dealers of seed, fertilizer and insecticides as well. DLS and DoF people usually not visit 
in polder, but agriculture people have regular visits in the polder area as they are stationed in 
polder. Some NGO and projects are working (or already have completedprogram) in this 
polder who provide training for both farmers and service providers on different technical 
issues. 
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10.4 Institutional environment 

Public institutions: DAE, DoF, DLS, Cooperatives, Water Development Board, 
LGED  
DAE: Extension, training, demo, field day, fertilizer distribution and monitoring .DAE 
has Field based extension services and staffs. 
Private sector: Big companies i.e. ACI, ACME, Renata, Lal Teer, Singenta, Square, 
AMCL has the strong supply chain mechanism to the door steps of retail shops for 
seeds, pesticide, medicine and consumer items. 

 

 

10.6  Mechanical Repairing Services:   

 

Abdur Rob, repairs all type of engines like power tillers, mechanized vans, rice mills and 
grinders. Mr. Rob is providing services in cash as well as in credit to the farmers as on call 
basis to repair tractor, power tillers, shallow machine and etc. During the Rabi, his service 
market becomes lean but during T-Aman transplanting the service market becomes demand 
led and he has to spend more times for providing services even in the night time also. He 
does not sell any parts of engine, oils or fuels. He has no formal training but now becomes a 
popular service provider in the locality by providing long time services. Sometimes he gets 
advices from dealers or traders on operation and maintenance of new machine. Though 5-7 
mechanics are exists in the polders but others are not skilled like him. He did not receive any 
offer from the companies or dealers to be a local agent. In case of his failure, farmers call 
mechanics from Barisal, Patuakhali and Barguna. These are also the markets where this 
machinery is available. He is not skilled in refrigeration. For those services one must go to 
Amtoli. Ice producers are also sitting at Amtoli.  
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11. Product Selection for Value Chain Development: 

 

In polder 43/2F we found some potential crops considering HH involvements, volume of 

production and money earning scopes. The products are T. Aman, T.Aus, Vegetable, betel 

leaf, till, Tilapia, native poultry, chili, Mung bean, Pea nut, keshari, and sweet potato. People 

involve with different type of vegetable production but bitter gourd, bottle gourd, sweet gourd, 

country been are the main considering HHs involve and volume of production. For easy 

explanation we termed bitter gourd, bottle gourd, sweet gourd, country been as “vegetable”.  

 Among the products we have primarily selected three crops for Value chain development 

through a matrix.  The matrix and its rational of scoring under each area has been discussed 

below. 
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Rational of Scoring 

Market Size:  

Score 5 Score 3 Score 1 

T. Aman, T.Aus,  Vegetable, betel leaf, till, 

Tilapia, native poultry, chili, 

Mung bean, 

 

Pea nut, keshari, sweet 

potato 

 

 Cereal is consumed by 100% people of our country. It has both national and 

international market. Moreover, the value of rice is also high 35-55 Tk/kg. So, we will 

score “5”. 

 Compare to cereal, vegetable consumption is low. It is not consumed regular basis 

and amount of consumption depends on price. Demand of vegetables is higher to the 

well-off families, and mainly in the district market. Price fluctuation is very common 

although retail price is attractive. Little amount of vegetable is exporting. So, it will 

score “3”. 

 Till has demand in poultry industry. Some also extract oil which is consumed by a 

little portion of the people. The value of Till is very high. Market size of betel leaf, 

Tilapia, chili is comparatively low although value of these products is high.  

 Although the local market size is small for Mung bean but it has international market.  

The value of mung bean is very high, 80 Tk/kg. Considering this it will score “3”. 

 The market size of Pea nut, khesari and sweet potato is very small and the value is 

comparatively low.  

 

Unmet Market Demand: 

Score 5 Score 3 Score 1 

Mung bean, native poultry Till, Tilapia, T. Aman, T.Aus, betel leaf, 

Vegetable, chili, , Pea nut, 

keshari, sweet potato 

 

 The demand for both Mung bean and native poultry is increasing. If present 

production increase by 300%, even then the market will not be saturated. Due to 
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health consciousness demand for native poultry is very high. Market price of native 

poultry is almost double than commercial poultry. Local industry and international 

market have a great demand for mung bean. Buyer are contracting and even giving 

advance to ensure the supply of mung bean. 

 Till and Tilapia has also scope for more expansion. Due to low price it has a great 

demand to the poor. The extract of till is a good source of protein in poultry industry 

and aquaculture. So, these can score “3” compare to mung bean and native poultry. 

 But in case of other products the gap between demand and supply is very low. 

Usually demand is high rather than supply. But if supply increase by even 25% it may 

be excess to demand and price may fall down. There is some example in case of 

some vegetable.  

 

 

Potential productivity improvement: 

Score – “5” Score – “3” Score – “1” 

 

Score -  “0” 

Mung bean, native 

poultry, Tilapia, 

Vegetable, chili, Till, 

keshari, sweet potato, 

Pea nut 

 

T. Aman, T.Aus, 

betel leaf,  

- 

 

 Considering present productivity of different products in the polder 43/2F this scoring 

has been done. Productivity of Mung bean, native poultry and Tilapia can be 

increased by double or even triple considering present production trend. Introducing 

new Varity, technological improvement and ensuring service will help this process. 

HYV, irrigation and disease control in case of mung bean; improve management 

practice and vaccination in case of poultry; improve management and introducing 

mono-sex in case of Tilapia make it possible. 

 

 Utilization rate of HYV in case of Vegetable, chili, Till, keshari, sweet potato and Pea 

nut in the polder 43/2F is very low. Improving input utilization will increase production. 

But comparing the first one the scope for production increase is little lower. So, we 

score “3” to this group. 

 T. Aman, T.Aus and betel leaf has very limited scope for production increase. 
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Expansion of area: 

Score – “5” Score – “3” 

 

Score – “1” Score -  “0” 

Mung bean, native 

poultry 

Tilapia, , chili, Till, 

keshari, sweet 

potato, Pea nut 

Vegetable, betel leaf T. Aman, T.Aus 

 

 Just due to irrigation facilities, tillage facilities and capital a huge amount of land 

remain bear in winter season. There is a scope for area expansion even more than 

100% for those who already cultivate Mung bean. In their present capacity it is 

possible to increase poultry population even more than 200% as it require very 

limited area. Even HH just having homestead can rear poultry.  

 Considering the present involvement of HHs expansion scope for Tilapia, chili, Till, 

keshari, sweet potato, and Pea nut  is little lower than Mung bean, native poultry. 

 For both Vegetable, betel leaf high land is required. And in the polder high land is 

very limited. So, scope for area expansion is very limited. 

 As almost 100% land is under cultivation of T. Aman and T.Aus, there is no scope for 

area expansion.  

 

Value Adding to raw Material: 

Score – “5” Score – “3” Score – “1” Score -  “0” 

Tilapia Mung bean native poultry, chili, Till, 

keshari, sweet potato, Pea 

nut, Vegetable, betel leaf, T. 

Aman, T.Aus, 

 

 

 

 In case of Tilapia local level value adding scope is much higher. Price differ up to 

50% due to live and grade fish. 

 The price of Mung bean differs upon its pod size and moisture content. So, local level 

value adding is possible. 
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 In case of native poultry, chili, Till, keshari, sweet potato, Pea nut, Vegetable, betel 

leaf, T. Aman, T.Aus there is very little scope for value addition in farmer level or 

regional level.  

 

Current Production: 

Score – “5” Score – “3” Score – “1” Score -  “0” 

T. Aman,  native 

poultry 

Mung bean,  betel 

leaf, , T.Aus 

Tilapia, , chili, Till, 

keshari, sweet potato, 

Pea nut, Vegetable 

 

 

 T. Aman cover almost 100% cultivable land and there is about 1,32,000 (5280 HH X 

25 bird) birds in the polder. So, here the impact would be at highest level. 

 Land covered by Mung bean, betel leaf, T.Aus is moderate and low compared to the 

previous one. 

 But Tilapia, chili, Till, keshari, sweet potato, Pea nut, Vegetable is cultivated in 

smaller area compared to other two categories. 

 

Number of HH involved:  

Score – “5” Score – “3” Score – “1” Score -  “0” 

native poultry,  T. 

Aman 

Betel leaf,  Mung 

bean, chili, keshari, 

T.Aus, 

 

Tilapia, , , Till, sweet 

potato, Pea nut, 

Vegetable, , 

 

 

 About 100% HH involved with T. Aman cultivation and 75% with poultry rearing  

 Betel leaf, Mung bean, chili, keshari and T.Aus is cultivated by 30-50% HHs 

 Tilapia, Till, sweet potato, Pea nut, Vegetable is covered by below 20% HHs 
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Contribution to HH Income: 

Score – “5” Score – “3” Score – “1” Score -  “0” 

Mung bean, native 

poultry, Tilapia 

betel leaf, Till, pea 

nut, chili, , keshari, 

sweet potato, Pea 

nut, Vegetable 

T. Aman, T.Aus  

 

 T. Aman and  T.Aus has very limited scope to contribute in increasing HH income 

considering to present status. Utilizing of quality inputs and service will increase 

productivity but considering costing, net income increase will also be very low. 

 In case of betel leaf, Till, pea nut, chili, , keshari, sweet potato, Pea nut, Vegetable, 

there is medium potentiality of increase production. Moreover, ensuring better service 

and market linkage income will increase moderately. Possibility of increase income 

from till, pea nut, chili, keshari, sweet potato and Pea nut is rather higher than Betel 

leaf and vegetable but these are onetime produce. There is possibility to increase 6-

8% HH income. 

 In case of commercial production and well market system HH income may be 

increase more than 25% considering present income status. 

 

 

Production or harvesting Season: 

Score – “5” Score – “3” Score – “1” Score -  “0” 

Native poultry, betel 

leaf 

Mung bean,  keshari, 

sweet potato, Pea 

nut, T. Aman, T.Aus, 

Till 

chili, Tilapia Vegetable 

 

 Native poultry and betel leaf have year round production with regular income. 

Moreover, poultry is not perishable, whereas betel leaf is slightly perishable. 

Considering the both criteria we score them “5”. 

 Mung bean,  keshari, sweet potato, Pea nut, T. Aman, T.Aus and Till have short 

harvesting period but they are not perishable. Considering these points these three 

products will get “3”. 
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 Harvesting period of Tilapia and Chili is short and they are also is perishable. In this 

case they will get “1”. 

 Harvesting period of vegetable is short and it is more perishable than others. 

Compare to other it will score “0”. 

 

Food Security: 

Score – “5” Score – “3” Score – “1” Score -  “0” 

Tilapia native poultry, 

Vegetable 

chili, Till, keshari, 

sweet potato, T. 

Aman, T.Aus, Pea 

nut 

betel leaf, Mung 

bean,  

 

 Betel leaf is a non food item. Mung bean is food item but people do not eat and 100% 

sell. These products have no impact over food security. 

 T. Aman and T.Aus is the main food item of the people but it is a surplus product in 

this area. So, it will produce very little impact. On the other hand chili, Till, keshari 

and sweet potato required volume is low but there is a shortage of these product as 

only 20-30% HHs produce these products. 

 There is a remarkable shortage of poultry, egg and vegetable in this polder. The 

requirements is rather higher than the previous one. Increase of its production will 

have a good impact over the HHs. Moreover, these can be substitutes of other food 

items.  

 Compare to other food products Tilapia has great market demand in the polder and 

almost 100% comes from outside in regular basis.  

 

 

Nutrition: 

Score – “5” Score – “3” Score – “1” Score -  “0” 

Till, Vegetable, native 

poultry, Tilapia 

Pea nut, Mung bean, 

chili 

keshari, sweet 

potato, T. Aman, 

T.Aus 

betel leaf 
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 Betel leaf is a non food item. 

 Sweet potato, T. Aman and T.Aus are carbohydrate source which has usually no 

short fall among the people. Even people intake more than required. Although 

keshari is protein in source which has a great short fall among the people, but it 

contain poisonous element which causes health hazard to child and pregnant 

mother.  

 Pea nut and Mung bean are protein in source which has clear shortfall. But these are 

low grade protein compare to animal protein. Moreover, people are not habituated to 

intake these items frequently. Chili contain vitamin C which is very essential and 

need regular supply as body can’t store the excess Vit-C. 

 Till, native poultry, Tilapia are good source of protein and people usually take or like 

to take these. Vegetable contain many micro elements essential for body. These 

items should intake regularly and which has a remarkable shortage in the polder. 

 

 

 

 

Forward & Backward Linkage: 

Score – “5” Score – “3” Score – “1” Score -  “0” 

Mung bean, Tilapia, 

Till 

native poultry, chili, 

Vegetable 

keshari, Pea nut, T. 

Aman, T.Aus 

 

betel leaf, sweet 

potato 

 

 There is processing industry that consumes Mungbean at Barisal. Market actors are 

available and pro active. BARI has developed different HYV and DAE is 

disseminating the technology. All inputs are available and service quality is fairly 

good. Only problem is accessibility where there is scope for development.  

There is Tilapia hatcheries and fish processing centers in this region. Till has great 

demand in poultry feed industry. There is also local processing centers those extract 

oil from till. Forward and backward market actors are available in the surrounding 

area where linkage is moderate. Considering these issues it will score “5”. 

 For native poultry, chili and Vegetable there is no or very limited scope for processing 

regionally. Although quality inputs are available in the surrounding area but still it has 
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low demand. Market actors are in the district and upazila level but low volume and 

sporadic production do not attract them.  

 For keshari, Pea nut, T. Aman and T.Aus, there is no scope for industrial linkage 

regionally although there is scope for processing. Quality inputs for these products 

are not available. The quality and quantity of market actors is poor. 

 For betel leaf and sweet potato there is no industrial linkage and input traders. 

Presence of market traders is also very few, linkage is weak and service is almost 

nill. 

 

 

Existence of Service Providers: 

Score – “5” Score – “3” Score – “1” Score -  “0” 

 Tilapia, Mung bean, 

native poultry, T. 

Aman, T.Aus, chili 

Betel leaf, Till, 

keshari, sweet potato, 

Pea nut, Vegetable 

 

 

 For Tilapia, Mung bean, native poultry, T. Aman, T.Aus and chili govt. provide 

technical and extension service. But due to manpower shortage the service is week. 

Quality of the service providers is moderate and not available where poor HH has 

limited access. Private sector has quality service but presently has limited access. 

Considering there we score these “3”. 

 Comparing with the above products Govt. has less interest in Betel leaf, Till, keshari, 

sweet potato, Pea nut and Vegetable. Existence and performance of private service 

is also weak compare to the above one. 

 

Favorable Environment: 

Score – “5” Score – “3” Score – “1” Score -  “0” 

T. Aman, T.Aus, 

Mung bean, native 

poultry, Tilapia 

 

chili, Till, keshari Pea nut, sweet 

potato, Vegetable, 

betel leaf 
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 Paddy is the highest concern for the government. For increase its production govt is 

providing subsidy in diesel and fertilizer, prior electricity supply, bank loan. After 

harvesting govt purchase paddy from the farmers and fixed a minimum rate.  

DAE has different program for Mungbean extension. Research institute has research 

program. 

Government is providing subsidy to vaccine for poultry development. For poultry 

sector development have specific policy. Avian influenza cell is active to prevent and 

eradicate this disease.  

DoF and FRI is working for Tilapia extension and improvement. Government is 

providing tax exemption/reduction in total aquaculture sector. Beside world fish is 

working for Tilapia hetchary improvement through skill development. All these 

initiatives is providing a better BEE for these products and thus can score “5”. 

 Government has different program for support in Varity development and extension 

of chili, Till and keshari.  

 But for Pea nut, sweet potato, Vegetable and betel leaf there is no special program of 

emphasis. 

 

Other Program Interest: 

Score – “5” Score – “3” Score – “1” Score -  “0” 

native poultry, Tilapia Mung bean, chili, Pea 

nut, Vegetable 

Till, keshari, sweet 

potato 

T. Aman, T.Aus, 

betel leaf 

 

 

 In almost every development program in this polder there is a space for poultry. Even 

microcredit program is providing support against poultry. In our FFS we have a 

poultry module. World fish is working very closely for specially Tilapia extension and 

sector development. In other market development programs they are working in 

Tilapia Value chain, like IDE, AFE.  

 Other programs are not exclusively with Mung bean, chili, Pea nut, or Vegetable. 

Rather they are working for homestead or agricultural development where these 

products are a part. So, interest is moderate compare to the previous one. 

 Only government have extension program for Till, keshari, and sweet potato. 

 For paddy and betel leaf there is no known such type of programs. 

 



Page 110 of 119 
 

 

Involvement of Women: 

Score – “5” Score – “3” Score – “1” Score -  “0” 

native poultry Mung bean, chili Till, keshari, sweet 

potato, Pea nut, 

Vegetable, T. Aman, 

T.Aus 

 

Tilapia, betel leaf 

 

 Native poultry is solely a women intervention. Women are responsible rearing, 

management, treatment and marketing. Moreover, she have control over this income 

with some rear exception. So it will score “5”. 

 Women are fully involved in harvesting of Mung bean and chili. These create 

employment opportunity for women. But this opportunity is for a short time, only in 

harvesting period. 

 Women are involved in one or more stage of Till, keshari, sweet potato, Pea nut, 

Vegetable and paddy from cultivation to harvesting. But service is generally unpaid 

family labour. 

 In case of Tilapia and betel leaf, women have no involvement. 

 

 

Employment Generation: 

Score – “5” Score – “3” Score – “1” Score -  “0” 

native poultry, Mung 

bean, chili 

Pea nut & sweet 

potato 

keshari, Tilapia, Till, 

Vegetable, T. Aman, 

T.Aus 

 

betel leaf 

  

 If number of poultry increase and farmer consider it as a business, than it will create 

opportunity for a good number of poultry vaccinators where income and employment 

status is good. There is possibility to create opportunity for at least 10 vaccinators. 
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Mung bean, chili has potential for area and productivity increase. In that case it will 

facilitate extra 50-70% labour during harvesting.  

 Pea nut & sweet potato also require labour during harvesting. Considering possibility 

of expansion and production increase there is possibility to increase labour 

employment generation may increase up to 10%. 

 Considering the possibility of production increase keshari, Tilapia, Till, Vegetable, T. 

Aman and T.Aus may create opportunity for mainly labour employment in minimum 

level. 

 For betel leaf there is no such type of opportunity. 

 

Collective Opportunity: 

Score – “5” Score – “3” Score – “1” Score -  “0” 

native poultry, Tilapia, 

Vegetable, 

Mung bean, chili, Till, 

keshari, sweet 

potato, Pea nut  

 

betel leaf T. Aman, T.Aus 

 

 In case of poultry there is possibility for collective action for input ( feed, medicine, 

vaccine ) and marketing, as per household production is very low. Farmer can also 

develop producer group for cluster formation which will attract market actors and 

service providers. This is also possible for Tilapia and vegetable as maximum farmer 

small producers. Considering these possibilities there is better opportunities for 

collective action. 

 In case of Mung bean, chili, Till, keshari, sweet potato and Pea nut, farmers can 

purchase inputs collectively. As harvesting period is very short and individual 

production is relatively high scope for collective marketing is comparatively low. 

There is possibilities for producer group formation. 

 In case of betel leaf scope foe collective action in both input and marketing is very 

limited. But possibility for producer group formation to attract service. 

 Paddy has almost no opportunity for collective action as collective effort will not 

provide any remarkable benefit. 

Interpretation of Matrix analysis: On the basis of matrix analysis we primarily can select 

the top three scorer products- Native poultry, Mungbean and Tilapia for polder 43/2F. 
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12. SWOT analysis of Polder 43/2F: 

 

Strength 

 

Natural Resource 

 

 3500 ha cultivable fertile land with low salinity intuition in some area specially in dry 

season 

 Enough or sufficient fresh water surrounding the polder which facilitate crop production 

 70% HH have pond (217 hac), 99% have Homestead area 

 Out fall rivers are active and blessed by river Payra 

 Canal length is 110 km in the polder which is the source of irrigation and also can be 

used for community aquaculture 

 80% medium high land is potential for crop production 

 

 

 

Infrastructure 

 

 About 33 km embankment which is fairy good with 38 irrigation inlets, 3 outlet and 16 

sluices. 

 condition, structures are also fairly good  

 Road density is 25m/ha (paka-15 km, kacha-90km) enhance connectivity 

 As main two roads have gone through southern part, this part is economically strong 

than northern 

 School, Madrasha, College, cyclone center, UP office are the major establishments 

 

 

Technical Production 

 

 FFS & FLS are facilitating agriculture production 

 Agricultural machineries are available, as 16 WMG got agri- machines from FAO. 

 About 100% farmers produce T. Aman  

 Farmer are involved with some cash crop production, like-  

Crop: Mungbean, sesame (till), chili, betel leaf, keshari, pea nut, banana etc. 
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Livestock: native poultry, duck and pigeon. 

Fisheries: common carp and captured fish 

 8% farmers are surplus farmer and 20% have no deficit. 

 75% HH rear poultry, 22% HH rear goat or sheep and 41% HH rear large ruminant 

(cattle & buffalo) 

 58.5% HH have ponds or ditches.  

 

 

 

Human Resource 

 Presence of multi-sector people where, main profession of 42.4% is agriculture, 9.8% 

ag-labour, 10% non-ag labour, 10.6% business, 12% service. 

 There are different trained members in the WMGs (organizational management, 

leadership) 

 Almost all the farmers have lifelong experience on agriculture (40%) 

 44% Non agriculture labour exist in the polder 

 Different service providers are present (paravet, poultry worker, fish traders, mechanics)  

 

 

Social & Gender 

 Women participation in meeting and different economic activities is encouraging 

 There is no major social or religious conflict 

 300 women are working in LCS groups,  

 39% women are in EC of WMG  

 

 

Institutional 

 

 UP office, sub register office, branch office of different MFI (micro finance institute) is 

providing service for the polder people. 

 There are 27 WMGs, 16 WMC and 1 WMA who are managing water infrastructure as 

well as gradually progressing toward IGA development 

 

 

Economic & Commercial 
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 WMgs have savings to invest (0.8 million taka). Presently 2,27,700 taka in inrolling in 

different IGA, 5,22,280 taka deposit in banks. 

 WMGs are involve with infrastructure development through LCS (labour contracting 

socity) 

 16 WMGs have got agriculture machineries from FAO which is a source of income and 

economic activities. 

 10.6% HH are involved with different business and 12% is providing service, like- 

paravet, mechanics etc. 

 80% HH are in mobile coverage 

 There are some small food processing units, biscuit factory, chanachur factory, hotel 

 Presently there are two brick field in this polder which is creating employment 

 There are six market in this polder.  

Product out flow: paddy, betel leaf, Mungbean, keshari, till, fish (mainly captured).  

Product in flow: vegetable, commodities, tilapia, pangus, fingerling, seedling and sapling 

 There are about 6-8 input retailers in this polder. Besides, different mobile input retailers 

come in market day. 

 There is cheap and good water communication facilities 

 

 15 Km pacca road and 90 Km kacha road with 24.5 m/ha road density is furnishing the 

communication system. 

 80% HHs are under mobile communication 

 There is about 10 B-cask agent in the polder 

 5% HHs are under power supply and 1-2% are under electricity coverage. 

 Presence of different market actors (nursery owners, Bapari, wholesaler …)  

 

 

 

Weaknesses 

 

Natural Resource  

 

 Erosion at 4 villages makes the polder vulnerable. 

 

 

Human Resource  
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 71% of HH fall under marginal & vulnerable group 

 Lack of knowledge about IPM  

 

 

Infrastructures  

 Local drainage congestion/ delayed drainage at Karamjabunia, North and West 

Kalagachhia, Moth-baria and Kalibari, requiring new outlets. 

 Some khals got silted up, that slows down drainage flow. 

 Several villages still suffer from shortage of irrigation water, which need some additional 

new inlets. 

 Lack of proper O&M 

 Few cyclone shelters 

 Lack of Killa(for livestock) 

 80% of WMG can not organize meeting due to lack of WMG office  

 Poor condition of some sluice gates (leads to water logging) 

 Some inlets are not working properly 

 Shortage of outlets 

 Siltation of some khals  

 

 

 

Technical Production  

 

 Lack of quality inputs 

 Shortage of irrigation water during dry season 

 High price of inputs and low price of production 

 Insufficient agricultural extension services  

 Lack of knowledge on improved technology  

 No hatchery and quality fingerlings  

 Non availability of HYV seed 

 Early drainage limit fish production  

 

 

 

Social and Gender 
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 Infrastructures are controlled by influential people  

 Due to social stigma, women have less access to market  

 

 

Institutional  

 

 Not all the WMGs are registered 

 Weakness in record keeping  

 Some WMG EC committees are not interested in WMG activities 

 Majority of the WMGs are in lack of O&M fund 

 Elections have not been held after expiry of their tenure  

 BWDB is not maintaining regular O&M  

 

 

 

Economic & Commercial  

 

 Lack of institutional credit facilities 

 Lack of capital for IGA 

 Weak marketing channel  

 Small producers are forced to sell at farm gate 

 Lack of commercial/lead farmer  

 

 

 

Opportunities 

 

 

Natural resources: 

 Outfall rivers are mostly non-saline throughout the year (Payra River is slightly saline 

during March-April). 

 Surrounding rivers of this polder can be a blessing 

 Coastal forestation program will help to conserve the natural resource  

 

 

Infrastructure: 
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 Construction of 1 new sluice & 5 new outlets will significantly reduce drainage 

congestion during monsoon and post monsoon (BP: All Farmers). 

 Construction of about 13 new irrigation inlets will significantly improve irrigation facilities 

in areas presently suffering from water stress (BP: All Farmers). 

 Re-excavation of 12 khals will improve drainage as well as irrigation facilities (for aman 

seedling & aman) in the polder (BP: All Farmers i/c LCS). 

 Re-sectioning of embankment and repair of structures will greatly improve safety of the 

polder 

 

 

Technical production: 

 No shrimp area and hence no shrimp vs. crop agriculture conflict in this costal area. 

 Unused and backyard land can be used for Agricultural Production. 

 Water body can use by case and pen culture 

 Fodder crop cultivation 

 50% land remain fallow in the winter season which can be come under production 

 Demonstration involving low head pumps to cultivate distant fields. 

 Establish livestock vaccine cold chain for vaccination services at WMG/WMA level 

 Introducing production related activities through FFS 

 

 

Human Resources: 

 

 Seasonal migration is common in this polder. Migrated people may return with improve 

skill and idea. 

 Surrounding the polder there are many skill persons who have ability to provide quality 

service 

 Involvement of different professionals from Blue Gold Program and other different 

programs 

 

 

Social and gender issues: 

 Presence of different sensitive programs 

 Mandate of Govt. for women empowerment 
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 LCS is providing opportunity for women empowerment 

 Women access to market 

 

 

Institutional: 

 

 UP can explore different problems to the proper authority to provide a balance socio-

economic condition in the polder 

 Linkage building of the WMGs with different external actors 

 Strengthening of linkage with govt line department at upazila level will enhance 

extension of service 

 

 

Economic and commercial : 

 

 Presence of different industry in this region, like- fish processing centre (nirala at 

Patuakhali), fish hatcheries (Bay of Bangal at Barguna), food processing centre (Amrita 

at Barisal) etc. 

 Road connectivity for Patuakhali and Amtoli and infrastructure development (different 

bridges under construction) 

 Presence of different large market actors in upazila and district level. 

 Easy water communication through river Payra. 

 Simultaneous development of other polder will enhance regional economy. 

 

 

 

Threats 

 

 

Natural resources: Cyclone, Siltation, 

 

Human resources: Cyclone, Out migration, 

 

Infrastructures: Cyclone, Lack of river training, Bad road communication increasing cost of 

production 
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Technical production: Drought, Over rainfall, Sudden outbreak of disease and pest, 

Outmigration, Malpractice of adulteration, Market distortion, low quality of inputs and services 

 

Social&  gender: Cyclone, different relief and asset transfer project or program, 

Conservativeness, religious influences/misinterpretation of religious thought 

 

Institutional: Limitations of budget for construction work, sudden change in Govt. Policy 

(BWBD gazette), different relief and asset transfer project or program, political unrest, Out 

migration, 

 

Economical & Commercial: Cyclone, Limitations of budget, Political unrest, syndicates control 

the market  

 

 

 

 

 

 

 


