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B, MO E TR LWBREEH TH L, FTHUNAA U RT AN U E—2D b~
N OFFHH D FATEFIT L\, FEES AT L& 2 -8 2 R 2 1S, Tha ik
R 272012, BB R~ M, Xav U A7 7708 S EME BRI 26N
2D, 29 LIAEM A S2 I L CIGE T 5 7o 12, i) Ze i il &2 8159 2 3
MBHHOITLHAADZ &, FH (K, HHY ., Bd - Zhxk) . A (B, m. BEEk
BBANE) KT ENTERY, B OFLESNERTRWI LT T, itk Dz
WIZED HEORINGEEROLRVVELH D, DX I ) A7 TS TE 5, AlreY
—E R, BERME. BERR~D=—INH D,

@ mT

HEELTCWEEY - & (B—FY) - BN T ENTIC, WELTWE, T, ~UL
/%3®7~x@;9m\%h:f@%kMI%Liwéﬁi&&bfwéﬁ\%%ﬁ@
(REEAN, HI L v 2, B2 E) BDAR L UEE CE AWK Z &b H b, /I
BB A%, (Fml 2 ML) VSLA 205 OFE 235+ 2 O 8@ % Tdb 5723, VSLA
D& Z T TIZBHIORETHES> TWDEEITIE, VY F3Dr—2AD X 51z, FEEZTU
T5Z LI D, MIEEO LN ET T 2N THEICIT, 2 AL T 3 Z —/ e
TENRDHY, ZOLI) REFEMFEMOEHM=—ZbH D,

@ i - e (ERE®R. FT v LU F %)
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TR L B RV OARE DEB N R E L~V F 5 IR EEND K52, Fbs LY
DA IMENZ 2 X0 | FEPELANCEE S, EE ORISR D& 2210 5 75— A
WD, FRFRIT, T TG SN D8 - B3 - GHEOMIGEHRZ AT LT, Febsatm 2
DVLENGH D, VYT 2 DEFRIE, ) LIEEIEE 5 £ <D AN EEEEKL TV D,

NA X —=PREWHFIOR D —H oM Tk, M7 v 7 FHEEEASC L v HVTRETR,
—H T, FADT—AD X ST, EEEHE E 3L DT O TS ~IRGE I < 2
FZiL, OB FEEZFIA L TBY | ZBERN ST, BRI V—7 & LTS T
2 e, A 2T A NOEEZRENMY GENThoT20, V=% bRy NT—I R
WENL STV 2 -2 s B ik, SRR 72 EORE R 2 BN H 5.

@ HEXR (EWERb. £HZAMKRE=—X)

Northern Ml Tl&, FIE2°, ZAUCBHE L2 ARBAENKFEDOY 27 B3hie v @< {EY
WCHEEN M D ATREMEDS BN 2D BRI L E A TWD, BFEALVY T2 0 K 5 ITHEME
HIZ BT D1E D ZERALCAERHT - BOERi e 82 TRT2 Z LI X 0 AR 258 L 72 IUA
DOEEACHRD L TOWBEEZHEWDEN, ZO L) REZIIHLr—ATho V2 L), &
HLSMT, L BREOFEERAL TV LEI ALND, Vb, BOEE
T— R TH 528, BEOBEIT 1 2 1 BREE L #eZZ <AL TV 50T Tidk
VY,

T, BEEAFELEFEORA (LVDIFREOZESE) O X2 kicEEI R, JE
RECTVRRZLDWNATRDOHERDBLETH D, BlE LT, NIA IO H LBV
FA, BEKOIRTE VN3 /8y r— VR . AEIEESSEETo At & 5208,
SV F1IDOEITETA I NVOENEED—HEBIDEET 57 L FEOR -
ERICBWTOBREFENDH D,

2.2 &R — v 2Ot R

KIFFEDA TV AR — MURLTZ@EY | H—F2BT 2 aRaB oKL, 7
PANFHEOYEE EE>THY , SR OKFIEEEES &L THEIT 2672
WV ZAUEL 38.9%E VD BWENA LY R —HERARICD DO THY | H—F D&
WEOHERIZ DFS BRESEHBL TWD Z &R HERIE N D,

TS = 32— REYE DI, 2012 ££0 6,000 525 2017 FEITIEE D 25 %0 150,000 £ T
KIFIZEEIN L TV 25, 20D RUUCEI LT, AR Tl L 72 AL R O D 2 DDl
HicBWTH, a3 2=2T A NNLDT 7B AOFEENE < | BFIMHIC L DE 1 L~
F—HEOFHANRE L TND I EEHERTE T, TSN —DY—E A [F, A~v— |
74 TR, fSERERICLAFHAN KB TH D,

5 World Bank (June 2019) 4" Ghana Economic Update Enhancing Financial Inclusion
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PR R ER OREER TR 24/ N—T 4 T REMOET 7 0 —F IR 55
A —F Bl A

H—=F D&t s 2 —D7 L —Y—OH T, /IEZE ORI E & B & 5 FSPs
X 4 Rk s 2 —D 7L —F— LG (IRT, BIME, 327 FSPs (X, H—F i RERT
@ Special Deposit-Taking Act 930 (2016){Z & ¥ #iifil S4L TV 5 FSPs (JRAHMEN) <, MNO
(BERy U —27FFEE) BHEO EMI (B~ —®1Tt) BELUDMI (F¥Z~<=x
—IATAE) . BIHIRSR & T o TWNVRNA 7 4 —< 172 Susu B LV VSLA TH 5, Tierl
L OV Tier 2 @ FSPs 1%, P3£ER1T(Universal Bank) & [FIAR D4l — B A 2426925 Z L3 C
x| Tier3, Tier4 ~[AN I E—ECADENHIREND, BIFOFEEE LT, £ 74—
~V72 VSLA %7 3 — <NV REBMI AT LEREET L, Fr v a LAZHEL T
WS ZEEBLUT, SHR58RUEBORELZX>TND,

FSPs [ZBWTIE, I, Bl AT A~OEFEMET L2 RO T, BEORE - 15
DO, BRGNS To A FE-D V72 P8 5t BR RS (SRR AR 72 8 & L TN 28, i
DT, SR EEORELZ SR LT N— M — LT 52 LIk A ) _N—TF ¢
TR - P EADBIR A RE STV A, BIRIICIE, AR - ATREESOE RRLICE
TOBMORMAL, ERY— R 2 AT L7 RBRPE S 72 £ ZERRZRMEMSER S TR, &
SIC, % DfEdh « —ERAE N KT HF T g U EBIET B2 8 INIBEFZ OB
(==X, T74—FEVT 4 OBLEND) IZHEETHZ ENHEKD, LT, Boxl~6128
W, AT A I E B 21T o e F A BT D,

Electronic Money Issuer (EMI) /
Digital Money Issuer (DMI)*

-
" Tieer [/ Tierz [ Tiers \/ Tierd
Savings &
Loag: ‘ Microfinance In;ormal
* usu
z Companies* Companies
Universal
+
A Credit
Community Unions***
Banks** /
| B&T 2y 2BY | I
g | N & PEI'IS'OH 7 —+ P #ifiTSpecial Deposit-Taking Act 930 Institutions ACT (2016} (Z& 558
nsurance 1
L Company * J . Company~ * |
H—Fr RCE, ***Ghana Cooperatives Credit Union Ass “*=*Ghana Cooperative Susu Collectors Association, *****Micro Credit Association
H—+E {Mational Insurance Commission), +*+ H—FEAFRFE B (National Pensions Regulatory Authority)

M4 &P —DTL—Y— Lk
(AT« =T hRdifT, BUEGROE Y A —IFH7 & & uic AR

6 —#8D FSPs (Liz~A 27 a7 7 A F v AEE) OEEOHREMEORENRY EFohi-2 sicky,
KREBOFHAEZENOEE STEEZ & HTHRENLN YD . < O4 SR N = IR - 72,
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YRR OREERSBICRIT 54/ N—TF 4 7GR aiE T 7 n —F IR D0

75— F Bl A
460
Tier 2
[ I
283 294
Tier 1
|
144 137 Tier 3 Tier 4
24 25 31 12
[ | —
S-\\o otf:@ ('@@

o o
& ) O
QS § & & N &
2 N 3 -
< @ & & & & N & N
A < & S @ N o
& & ® & & © S
& & & & & &(\ & K
) & © N < O &
o° & & &
N & ] &
N & 5
< A
LS

* Community, Parish &

X 5 &@y—vx@dtEEk (2019)
(WA« A —FH9e4R9T. H—F Cooperative Credit Union Association 7 — % % eI\ FHE M EAL)

Box 1 Catholic Relief Service (CRS) ® SILC
(3]

Saving and Internal Lending Communities (SILC)i%, 2 X = =7 f NOLExtR & Lz, 7 V—7TH4 -
INEBEE DA X — L THD, 8~12 WAZ 1 YAV NVEED, TA—TRNIZEIPNEERED T, £
YA—FHEB LI UMEALZT D LN TED, VA V7 AETRIC, THEES LY & A L A—THT 6

5, CRS I, BESTOMRAMAESTO T 0= MEBNCZ, SILC FEXZRVMIrZ L2k b, B3
H DO RIHE ~D S MERK & m O TV D,

[ZEoNE]

« TV—THEE RN 2 ¥ — A D)L— LR E . XY v MZOWTOEREE O FEi,

c 3 a2=T 4 NICEREE % 3887 5 Private Service Provider (PSP)DF AL + AR iE,

[ 232 F]

*SILC AV /3—3, SILC DT T v h 74 —L%iBEL T, 2 a2=7 s NOLF - EFHZEOA =T
F7 BIZIEMS b A L OBRE) IRV S L ISR, FFRS, (REE - #E) B o B
RATENVEFIT DR 5T,

« SILC A /R=73, PSP OH—E RZFH L, FrocrlZefmngkis L ORI HE D om BTy i 2
ERTE DI eoT,

*SILC A X—0Df], OWTiHaIa=T A NOEER Yy U —7 Rk S iz,

« SILC FEORGMHENEIEESNTZZLICLY, 7r—<b& 7 ¥ —D&aY— v 2 1244EET & il
DRREVENR T T & 7=,

(AT - Bl A gk

https://www.crs.org/our-work-overseas/where-we-work/ghana)
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Box 2 People’s Pension Trust

(=]

People’s Pension Trust 1%, 2014 FFEIZAIZE, 2017 FICEEREK LT-, MAFRMERERIETI0ETH
L, MHBBEZEGLA L T+ —< VBT X —D N2 PEREEEITE L, BALOFT MEE] 2K
THZELICEY, BEobsEREHZ DI ENARRIZR D, BIEOBERIL. 4.5 HTABMKT, 20
6 FNIMATH OB TH D, —HOHIRIZIL, SUEER O, ZUTEANA NI A AT BN LTS
THoTW5B,

[—r2DOAE]

NS OITE A X — b, BEIL, THOBEELRWO HEFAROHM T L Vo e dfihl=— X% Ff
DI EEFAFAETHERL TS, 207D, 2 7 AMOESHIEZIZIZ, WO THED XD REND
7O THEEH LA ETHHDOTH D, Sl LHFER 3 BUNIZT 4 ANN—R SN D, THEFILE
DIf & DR DOMBIRBUIIE U TEIICRH D Z N TE, —EFHTRITH XU,

[Z ]

FEROE Y B & M LU ATREFRIXTAGAE 50% Tldd 5 2%, EERIZITRIESED 15%FE LGl S EnT
WRWZ ERbhoTWnD, 4T F D Wageningen K#° CGAP 72 E L HHEL, /> 74—~ L&/
Z —EDIZEITE R CICOWTHRAE L ERL TV 5,

(WP« BihElA s 956k,  https://www.peoplespensiontrust.com)

Box 3 USAID @ FINGAP

(2]

H—FAFMDa X A X, KRGAY 2a—F =— O a2 BiE LT, &t — b 2B
A S AENIEAER L- 5 MEO T 0P =7 b, FSPISHT 5 7T o MEHOMIZ, N 22—
Fx—VBEFREICH L TE YR AT RALHF Y —F— R E24RT 5,

[ZEONE]
cER— B ARMMBICK LT, 7 MERBM L, MIREFREZ G N a—F = — VERE~D
A ) R—=T ¢ Tl — v AR AR LT,

« —fi| & LT, CARD Financial NGO %, 2015 412 USAID 725 6 S USD O 5 > M &2 L, Hilz7z
A7 LY TV (Crop Cashless Financing Service : CCFS) % Bi¥&. EZ 2% LT 1.5 |5/ USD
MOBAM 7 LYy hERAE L,

« Success for People (Microfinance Company) DOfTEDRES#RILE . 7 T4 7 > MAITICEF I — 0 %
PRk L7z,

[1>327 K]

- FinGAP 1% 2015 AT 40 B RVOF7= 72 REME L AL AN L, /NHBERZEEZ 5T 80 /)
HBAY 2 —F = — VBMRE OB SF/EITKE Lz,

- 5 AR T 120,000 O/ ZE D G = — RN IE T D JiA 7,

(HI AT - BLHIER ik, http://www.carana.com/projects/subsaharanafrica/919-financing-ghanaian-agriculture-
project-fingap)
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Box 4 Esoko Ltd.\Z X 54 / _X—F 4 TRBEFRITI—EL R

[#8t2E]

Esoko (%, ENANFHy U —27 & IT HNAERA LB 2l 2= O RU X eI vy
a2 & LT 2008 RIS SR BHETH D, . RIRStL, @ESrh, AR — b F—7
ELBRO = ik E OEEEA DS UT, B —E RSNV R U LT EENRT—ER
ZHRVE T AONBIBRZIC IR, ZOMICESE - BIICEELZY —F - =X &8MT 5,
[V—Ee2AN%E]

cEEERY—v 2 (OFEDTHSHIsER, @QFEY A —h—E 2 QXREER, £iL@&
@ % & HH 7= Climate Smart Agriculture’—E A | O, 7 4 —F ¥ —7 & LT2 SMS, "1 A
Ay —UY—ERAOMIZ, a—k =R LR,

« X— b — & O E#EE IO Vodafone: Farmer Club $— B A DK TH H/MNEERFIC EFE [REE®R
=R Ny —UO—EE UTHREIZHRME, £72, Club A U A—[{Da I 2=/ —3 a3 VnEE
L h, BT 0.5 USD/month CTH—ERICT 7R AFKBET 1 ¥ =7 MR (44ER) 122V TiE,
Vodafone 24 EZ AT 5,

cN—= b= L OHEBEREFIDOGCSMA: bR TREEEIFHRY — 2] OV T 27 T A N~/ MIRREFI R E
1EHAE Ry r—O—E8 & LT,

(HHFT - BiERA S ek,  www.esoko.com)

Box5BIMA IZ X A< R « v—4 v FANTERER EF—E R

(2]
BIMA |3 A ¥ =—5 . ® FinTech {23 MR 4L Alliance & FEEEHE L, ~ 1 7 DRI & ERRED—
EAZRMEL TWD, H—FIZHB W TIE, Tigo L L. FfOBESC — B A MEATEH L CHER
Bl L C X7z, BIMA ORBIMAFERIIHEN 2 B HABETH Y | PiE L e DBREIL. EARMITITH
mahbh e LA v 7 —<t s ¥ —DREWEEE ThH 5, BIMA 1T, ARBIZRH LT 5 2 137 <,
HLETHYR - v—F v hERGLE LTS, ZHICKY, BFEEOZEROAREES &D, £,
M CHEPT SR KPS O THEE A (cross sub-sidization) | "4 U2 AV v b & 5, BIMA O
PRBRIE F A3 W RE 72 AR B 1 X R R B T & % . NHIA OARBINAE S BIMA R HIMA L T 5
Bt b2 <. NHIS (&3t LiSER e B 2 R LT 5,
[—t2DHNE]

I — AR, MR, TR - SITKT D RS
o ERIREEMIC L D EAEEEMAHK (tele medicine) P — X
o Vb 2BOXHWHEE, HEHEEREOTT XA LB ENSA TR~ BT
~A 7 B RERITMAEICHT 20 bIE T8EE] 0L 5 BB T—EREN b AL THY | B
FERBEBIMAD Y A X=X N TR | BB O BT A OFERI], EIRIT A D30 o T
ATV 7 LThARWMEATH S, (DF Y, NHIA BNEHELTWD X ) R EFREEA~D Y 1 >~
IN—RAR U NDHA I T OBNECEE LZHES ~ A 7 0 AR TIZAE C2R0,)

(HPr : BihEA a6k, https://www.bima.com.gh)
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Box 6 FISFAP Ghana £ O XiikieE"r =7 b

[#82E]
INREEZ O OERIEE 7 1Y =7 b (Financial Inclusion for Smallholder Farmers: FISFAP)
%, MasterCard #4: & AGRA (Alliance for Green Revolution in Africa: AGRA) (2L V. 2015 )
=T, H—F, FoV =T TRtGEINTe, H—IZBWTid, HEBICEBT 5 E /A LIREO(LE
BIOZ—Y v hoxy NT—2{b BERAMBEA & BHEGERZH S ICfE~OT 7 EADET IV
WEPER Lo TS, D7D, FISFAP 13X, &Y — v X 2 {RFTEEICIREET 5 SptbiRa 3 .
BEET TV EVRAEDRS VAT DEMEST DT 7 /) ao—wF 2 thE 3— b —IZfll 2 72, AGRA
HEPHEIFEHE LTI BERCT—V 2 b EESTT Y M —=FOTF /IO TOREN ML E %
i L. /NRIRZR T OV —E XA O R ZHE LiED T D,
[GraEeT V]
FISFAP %t U CEEET 2805 /3— b —0Of T, NEF CE¥(ET 22—V bEebET5 2 81T
L0 R OR B R A~DO P — ERADRFEEH o TNWD, ==V M T LTk
0., === MNAT O IREENHEE  DIRMICER T2 2 LAk D, —F T, ==Yz MI,
BEOY—ECATaN, X —D¥EFEEFETDH LTI, a3y va v OEELZH/TZENT
TR bMETEERbNS, 20X HIC, = AT u g X —RIOREE - WM Thi,
(£ 327 K]
2017 AT S NT-FHIZ L D & | FISFAP (%, ' — 21T 2SR RE D 68%I1fFis % b= 6 LT,
H—/Fy MCE Lo B HIE, MEMICAE ChH o7 2 ERFERE ST\ 5, #EE#E 1%, FISFAP
IR— AR AR B B LR IE N B~ DT 7 AWEDY — R ERIMT S L T AR
Peom b OWTIEIAR EOREHF TN D,
[JIcA 7u v =7 F~DRiE]
®  FISFAP I, /S— F I —RENARES, WHICZHRMICHRBE 2T L., FlE L2500
VREINZZBE LT A o TWD, DD, EMCHAIZ win-win & 72 2RI 7
HERNEEN, IMNIEBEZO=—XEZ DA ) =T 4 TP —EADR% - B o720 -
TWVo,
o /HMBEBZFEIAVN LUDbIFTUXMMENRBZLTELT, =—Y =2 MR HBIGA
DIROHIBIZIB W T Y —F 7 U M 272IiE, eI ko a R —k MRIEFICEETH S,
® FISFAP X, B Y=V hOMBEZTRTUIY —F T hTHIENTEhotz, MRETD
B A MBI ET HLEND S,
o  Fo. IMEUEEBZEN, BRSNS L IRt - EEE (TUXN T VX)) P
ERAEEEICHATA7-007 Fa—FIzonTh, BET 3805 5,

(HiFT - BiMF AR gk, BRI OE T B/ S A ¥ —)
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NS kG L LTz JICA 7 u > = 7 MM RVETE O S 2 20A
- JiE (R)

31 JICA 7y =7 MIEMEEEMAATLE S

NI R 2025 &35 JICA DR UMY 7 2 — R, SRl a B OGS A
AT Z L2 XD BHFOFOREL L FEEOHLE R LU RIZ DN 5 2 EAHIRFTE
Do LT, EREREOELELTIRT D,

@

BaeOMEE, NMHBEZORERBEELFHTH D, Lo T, BERIN - = RHE £
Told, EARMICITZMEZ ISR L Lio) B IORfE - REBIUHE R E oI, TB
& DT =~ EMBRATL Z EIZR Y BHESIN~DELEEH D Z LN TE D (F
f5il Box 1 Catholic Relief Service (CRS) @ SILC),

B OMEITE TORMEEIC BT 5, /IHRF IR O INE R, 150 L7t
ETES LMol 2 EBICIERAT 210h 7> T, B4 BNYEITRD,
XoT, e OMEICOVWT S XEEAMAATLZ LK Y, EEFET (THE
) OAREE O EAEIFFTE 5,

IR Z O FZERILD b — V72 R & IR AR a5, BRI, NI
BEFET, AEEH EAEEA 2R —OMA NS T+ 57, Fitikitz h—%
JVZHERET 2 Z & T, RIEEINAICBIE L2 EIC k3 2 i L~ To xS
KROFTFEERE L, FATICB T /RN EE Y, OV, SHRIESHOZED
Bict: KA o (YA A

~—b PR LD ROFMEE D, BN o2 —F = — BRE (RH)
WIS 2, NERZ OB, Afta L ERGEICET A —E2~DT 7k
AHBEMLT D, TNICE D B TR S SRR OFES I TE 5, (F
] Box 3 USAID @ FINGAP)

TN TRy b =k LSRR EANOT 7 X - R, T
FOLE T U H LT AL AT AOBERHEAL TN D EICHSN T, HEEESTD
HIAZE L TT 7 ¥ ARTHET, BoMIBIRE IR L > To T 74 —4 T

T RIFTERARDNABEEZFOEHICB N T, EORAO—EEIHOMA (F—L) ICANTITEHS
20—=ALBHDHN, TOMERIIWVTNLAEEEH EEHLOBA, BOHOEHEFOT ¥ —T~%) F
TXAEPEEH (M EEOEARS) ITRTH,
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St FUBE K ORI ISR DA =T ¢ TR EmEAE T 7 0 —F 126k AR5
H—F B A

Y —EADRABNIERICIR > TND, PO —EA~DT 7 & ALMEH 212
5 LR BUSHEDIROWEI R T D ATREME A £ 5, (F4 Box 6)

32 JICA 7n ¥ =7 MI&EREEEMAAT Tk

FROBEHREZST T, DMIBRFE 255 L L JICA B~ & a8 S O AIA F
FOFXT v a &K 6IRT, BARMICIE, @ftr—EAZFHT M THLT v A
K (B%). BLUOEM— X Th D077 1 YA Nl I FRIRRE TR X T
TV ZEBFETH S,

M6 @mUBORAZHEALALERL S

BRRAAOSHUEH . SRy —C 2R 31 BRVCT7 AF AR
£ REFEBOHEAAS
(% - (3) BEHEA (+FSP) LD 8
¥ v EREOWHEILTUY~DMEARAH (1) BENESR. (4 #ﬁf#%ﬁ&fsmtomﬁn
R VO FSPLERLI-SRBE IS —ORIE(H @9 BuFiq  (5) TBEE. BEREH (+rsps)E
) B —EZADBNHED) MR DB f warehousereceipt

v FSPEDTYTF T HS DR

(9) HH/HETSvE
TA—LiER
REEG~DEaHE. SaliERIEHRTE (ESOKO) HEESEESE

&£iE DAARH

7 ; “ JE % (6) FDA2TF—=LVSLA PSusud 74—

&%&Eﬁxa}jmm@:ﬂu/&mﬁ (2) BREAR.H— LR ~OEEL

23 S : P ERAE

4 7 5 = 2 4E— = 24
(B) i - BRI B 3 RO T DA/ medicine) ¥ E A7 )
FEMOBFVREIZEEZDPYRY (8) MESUAR. RUERBERSY T~
v FSPEMEHIZ LA BRERY —E X (FE DNHISDIE LUV E B - 75 B

2) BN+ —EhE > FEH. FEYSEREERELCLS

NHIS, EFEEAADTEBRDILLLL

(KT« B ERR)

321 TV RYA R@E g (BFRE2xt4 L LiihHE)

JICA BIHIZB T 57~ R A FMU~O & 2 F1E, 774 A FMil~OZ 2 F1ck L
FOERGIZWMY MDD, BEROIZ, BEPBEOFFHR AR L, E24EI00 U bl 2z
BRI —ERXEEHTEL L) LoD&MY 2 70— ZBRICLsTUITVE NI X T
Vb ERD ZETh D, TDTD | RERCMREEMOISENCSMBCE R/ — A1
WARLEE 2 A ATe 2 L NEZ B D, BEORIETIE, BEFA 7 VB LUOFEFOX ¥ v
27 —0OBRT, Hil X, PR OBADT-DIZNOE TIZEOREOEETZENLET
HDI, FILZDTDIZN OO WL LRTIUT R bRV ENEESHIZT e —Ev X

(A>T NRERTTES, B¥a—r FEEARD — V%) [T EOLIRLORH LR E
DFFECE R A EIFE L LI To TN 2 EREBE2 NS, FRERETH. BlZIE,
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pEbR. HPE, FLRBR. RERMFICOE, BERNREBSZ E T 27201202, W BMET
BOMEREI L, £ 9 LIEE@EROT-OOHIFE T — AR~ A 7 e {RREORENZ1T 5 Z
EBLAEETHA D, 29 LIZIEEN Z(EHET D72, SREE NI & 238 K B ORI O &~
=2 TNVCEDD, HDHWEFSP L bt —E AN I T2 E T LHREL—LRT
HhHI,

322, BTG AHA R (SRR N OO NRY 2 —F = —BRHE 2 xtg & L-JEE)
SRR R A AT 72 O DY — B R EE A~ DE X 221X T~ > KA R~ =
MWT XV UL A= RUIEL D0, K87 a L LTI FREZ N5,

@ fEBIFSP & DI L AIEEA T a v (K6 (1) LW (2)
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NAME of the INTERVIEWEE: __ Daniel Otoo

Community - Bortianor

Categories | Sub Categoris

Questions

Answer

1. Basic information on the household
Family member

Tangible asset (excluding
monetary/financial)

Who are the member of the family? (member and age)

How many family members live in this household? (i.e. those who share the household budget)

Is there any family member who live and work outside this home?
If so, do they contribute to the household budget (send money home)?

Own home (no rent) O, agricultural machinery O (if checked, specify what machinery )
Chicken (poultry or egg) O. aquaculture O, motor bicycle, truck/vehicle. cow. pigglet]

smart phone O (if checked, specify how many and who uses the phone )

feature phone O (if checked, specify how many and who uses the
phone )

1 farmer, 1 wife, 4 children, 3 other foster children, 3 farm workers

1 farmer (55 years), 1 wife (55 years), 4 children (35 years is oldest and 17 years youngest), 3 other
foster children and 3 farm workers

2 oldest children are married (eldest son live outside the house), 2nd one he gives him money from time
to time and sometimes 1st child gives the farmer money

2 houses, and 12 other houses he rents out, 5 smartphones, 1 feature phone, 6 bicycles, 30 chickens, 5
sheep

2. Sources of income

Agriculture-related income

Non-Agriculture income

How do you make your living? What are the sources of your household income? Please tell us what they are and amount for each month.

Regular income (associated with crop sales)

Other agriculture-related income (caual labourer, machinery rent, etc.)

Regular income (non-farming income)

Irregular income (any other income including receipt of remittance from family)
Who is the administrator of the household budget?

Does he/she record the income and expenditure?

IF YES, what is his/her motivation of bookkeeping?

IF NO, why not? How does he/she manage the budget?

Main source of income - tomatoes and okro

No

Both husband and wife manage the budget

No, but records farm expenses and income

No time to do it

3. Household expenditures

Use [4.Household cash flow] sheet. Ask the "regular”" and "irregular/unexpected" expenditures of the past 12 months.

2-1. Livelihood Questionnaire
1



4. Usage of health care service

Usage status

Cost and payment

When any one of your family becomes sick, where do you go to seek for help?

Are you (your family) enrolled in the government health insurance system (NHIA)?

IF YES (enrolled), what benefits do you find in the government insurance? List top three benefits. |-

Do you find any inconvenience with the government insurance? If you do, what are they?

IF NO (not enrolled), why are you not enrolled? (e.g. not qualified, don't know how to enrol, difficult to enrol (cost, etc.),
not interested )

Do you have regular health care-related expenditures (premium for health care service, medical services, medicine,
etc.)?

When you use health care service what cost(s) incur? (premium for the insurance, pay-as-you-go service fee,
transportation, etc.)

How do you pay for the fee? (e.g. using savings, borrow money, etc.)

What payment method do you use? (cash, digital payment, etc.)

Aplaku government hospital, All-faith cliinic

NHIS - all have it

Yes

No

GHC 60 per visit of costs not covered by NHIS

Cash

Cash

5. Usage of financial services

Do you have a bank account? (If owning more than 1 account, start with the main account)

How often do you use the account?

For what purposes do you use this account? (saving, remittance, etc.)

Are you using any loan from the financial institution? (If YES, use "Calendar (Financial)")
What type of financial products and services you use? (of which financial service provider(s)?)

How do you assess their services?

Are you borrowing money from your family, friends, someone from the village, or any other (informal) money lenders?
(If YES, use "Calendar (Financial)")

Do you (or other family members) use the phone for financial transactions? What do you think about conducting
financial transactions over the phone?

Do you have any insurance for your agriculture crop? If you do, who is the provider?

Do you have life insurance? If you do, who is the provider?

Do you have any health insurance? If you do, who is the provider?(e.g. insurance company, bundling product offered by
mobile service provider, etc.)

Ga Rural, AirtelTigo Mobile Money

Once a week

Loans, savings

Yes - Ga Rural Bank a total GHC 10,000 loan
Savings and loans

Physically for the bank, a lot of mobile money agents in Bortianor

No

For receiving money

No
No

Yes government insurance - NHIS

6. Worries/concerns in life and
aspirations for the future

Do you have any worries/concerns in life? What are they?

What are your aspirations for the future?

N/A

Own a tractor, agricultural machinery, kids would finish school even school outside the country, his
income would increase - once he raises capital, he will go into construction, will start with selling building
materials and go from there

2-1. Livelihood Questionnaire
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NAME of the INTERVIEWEE: __Iddrisu Ziblim

2.2 Agriculture Questionnaire

QUESTION

ANSWER

General question

Do you have your own agricutural land? If you do, what is the total
size?

Do you cultivate for your own consumption? If so, what are they?

What cash crops do you cultivate?

Which one is the most important one (cash crop)?

Do you cultivate individually? Or as a group?

Do you sell the products individually? Or collectively?

What do women and men do at each stage of value chain:
production, post-harvest processing & storage, distribution & sales?

Production

YES /NO

Size:
YES / NO

(Crops)

No (government acquired land)

1.5 hectares (3.75 acres)
No

Tomatoes, Okro, Pepper

Tomatoes, Okro, Pepper

Tomatoes

Individually

Individually

Men Women

All other farming activities

Transplating, Harvesting

Post harvest|All other farming activities Drying
Distribution and sales|Distribution and sales Sales
QUESTION ANSWER
Crop 1: Crop name: Green leafy vegetables
Production period What is the land size you use for this crop? (specific size, or portion 3.75 acres

Inputs / unit

Sales

Value chain
challenges

allocated out of the total land size answered above)

Which months of the year do you produce this crop? Is this one
production cycle? If not how many cycles are there during these

How many times can you harvest in each production cycle?

W hich month(s) do you harvest?

What are the inputs and their costs (materials and labor) required to
produce? And at which point of the production cycle do you use

From whom do you purchase seeds/seedling/fertilizers/pesticides?

To whom do you sell your product?

L0 YOu sell your proauct rigrt aier you narvests 1 not, wreri ao you
enllD

W hat was the sales price/unit most recently? Was it a good price?

Who are the buyers of your products?

Do your buyer come to your farm to purchase your products?

Do you sell your products by yourself? If so, where?

If you sell your products by yourself, what are the associated costs
(transportation, rent-a-space, etc.) and how much are they?

Is there any other costs associated with sales of your products?

What are your main challenges for you to produce and sell this
product?

(production related issues)

(storage/procesing related issues)
(delivery/sales related issues)

(gender related issues)

June (land prep), July (transplant) to October, 1 cycle

Once

September and October

See production calendar

Doesn't buy seeds, picks from good ones and uses for the next
season (sea breeze doesn't work for hybrid seeds), buys inputs from
Tuba

Buyers come from Agblogbloshie, Kumasi, Obuasi to his farm, his wife
also sends to Agblogbloshie

Yes

See production calendar

Open Market

Yes

No - but his brother's family in Accra sells some

N/A

N/A

N/A

1



2.2 Agriculture Questionnaire

QUESTION ANSWER
Crop 2: Crop name: Rice
Production period What is the land size you use for this crop? (specific size, or portion 1 acre

allocated out of the total land size answered above)

Which months of the year do you produce this crop? Is this one

Inputs / unit : : November to March, 1 cycle
P production cycle? If not how many cycles are there during these y
How many times can you harvest in each production cycle? 16 times a month
W hich month(s) do you harvest? February and March
What are the inputs and their costs (materials and labor) required to See production calendar
produce? And at which point of the production cycle do you use P
Doesn't buy seeds, picks from good ones and uses for the next
From whom do you purchase seeds/seedling/fertilizers/pesticides? season (sea breeze doesn't work for hybrid seeds), buys inputs from
Tuba
Sales To whom do you sell your product? Buyers come to farm
L0 yOu sell your proauct rigrnt aier you narvests 1 notg, wrer ao you
eanll” Yes
W hat was the sales price/unit most recently? Was it a good price? See production calendar
Who are the buyers of your products? Buyers come to farm
Do your buyer come to your farm to purchase your products? Yes
Do you sell your products by yourself? If so, where? No
If you sell your products by yourself, what are the associated costs N/A
(transportation, rent-a-space, etc.) and how much are they?
Is there any other costs associated with sales of your products? N/A
Value chain What are your main challenges for you to produce and sell this N/A
challenges product?
(production related issues)
(storage/procesing related issues)
(delivery/sales related issues)
(gender related issues)
QUESTION ANSWER
Crop 3: Crop name: Soybeans

Production period

Inputs / unit

Sales

Value chain
challenges

What is the land size you use for this crop? (specific size, or portion
allocated out of the total land size answered above)

W hich months of the year do you produce this crop? Is this one
production cycle? If not how many cycles are there during these

How many times can you harvest in each production cycle?

Which month(s) do you harvest?

What are the inputs and their costs (materials and labor) required to
produce? And at which point of the production cycle do you use

From whom do you purchase seeds/seedling/fertilizers/pesticides?

To whom do you sell your product?

DO YOU Ssell your proauct rigrit diter you rnarvestis 1 rnotg, wrier ao you
eanllnD

W hat was the sales price/unit most recently? Was it a good price?

Who are the buyers of your products?

Do your buyer come to your farm to purchase your products?

Do you sell your products by yourself? If so, where?

If you sell your products by yourself, what are the associated costs
(transportation, rent-a-space, etc.) and how much are they?

Is there any other costs associated with sales of your products?

W hat are your main challenges for you to produce and sell this
product?

(production related issues)

(storage/procesing related issues)

(delivery/sales related issues)

(gender related issues)

2



BASIC INFORMATION CROP 1 (Tomato)

Production Area: 3.7 acre Sales Unit: basket
Yield per Production Unit: 32 box/acre Unit Price: (lowest): 250 cedis/box
(highest): 600 cedis/box 3 baskets = 1 box
(average): 250 cedis/box 1 box = 90 kg
DETAILED INFORMATION
Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
© Peuwn  Haesting  Hanesting
Expenses - PRODUCTION Rent (land maintenance cost) - 1250
3.7065 Machine Rent (land prep.) 300 300
2.471 acres Labor (planting) 500
Fertilizers (Natural)
Labor Cost (transplant)
Labor Cost (weeding) 500 500
Labor (general labour who live at home) 720 720 720 720 6,720
Labor Cost (fertilizer)
Fertilizers (Chemical) 670
Pesticide 110
Fundicide 70
This is the biggest challenge Machine Rent (Harvesting)
Labor (harvesting)
other (Weedicide)
other (seeds) - - 1200 1200
other (sacks)
Labor (planting by broadcasting)
Expenses - SALES Transportation 300 300
Labour
Other cost (specify)
Total Expense - - - - 1,200 2,690 1,220 2,220 9,470
Sales 13750 13750
(REVENUE - EXPENSES)=Income - - = = (1,200) (2,690) (1,220) 11,530 4,280

16,800
217,500

3 Production Calendar
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BASIC INFORMATION CROP 2

DETAILED INFORMATION

Harvest once every 8 times
60 cedis/sack
130 cedis/sack
10 cedis/sack

May Jun Jul Aug Sep Oct

Nov

Dec

(Pepper)
Production Area: acres Sales Unit:
Yield per Production Unit: sacks/acre Unit Price: (lowest):
(highest):
(average):
Jan. Feb. Mar Apr
Expenses - PRODUCTION Rent (land)

This is the biggest challenge

Expenses - SALES

Machine Rent (land prep.)
Labor (land preparation)
Fertilizers (Natural)

Labor Cost (transplant)
Labor Cost (weeding)
Labor Cost (fertilizer)
Fertilizers (Chemical)
Pesticide

Machine Rent (Harvesting)
Labor (harvesting)

other (Weedicide)

other (seeds)

other (sacks)

Labor (planting by broadcasting)
Transportation

Labour
Other cost (specify)

Total Expense
Sales

(REVENUE - EXPENSES)=Income

3 Production Calendar
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BASIC INFORMATION CROP 1

DETAILED INFORMATION

(Okra
Production Area:

Yield per Production Unit:

Jan.

3.7 acre Sales Unit:
Unit Price: (lowest):
(highest):
(average):
Feb. Mar Apr May

Rent land 2500 for entire land

piece
piece
piece

Jun

Jul

Aug

Sep

Oct

Nov

Expenses - PRODUCTION

Expenses - SALES

Rent (land maintenance total 2500)
Machine Rent (land prep.)

Labor (land preparation and planting)
Fertilizers (Natural)

Labor Cost (transplant)

Labor Cost (weeding)

Labor Cost (fertilizer)

Labor (general labour who reside in his hol
Fertilizers (Chemical)

Pesticide

Fundicide

Machine Rent (Harvesting)

Labor (harvesting)

other (Weedicide)

other (Pesticide)

other (seeds)

other (fungicide)

Labor (planting by broadcasting)
Transportation

Labour

Other cost (specify)

Harvesting - Seasoresting - Season 2

250

360 360 3,360

110

1,600 1,600

1,250
120
250

250

360

530

55
35

500

120
250

360

55
35

Total Expense
Sales

(REVENUE - EXPENSES)=Income

720 1,960 4,960 -
4750 4750

(720) 2,190 (210) -

1,250 2,100

(1,250) (2,100)

820 11,810

20 NGO

(REVENUE - EXPENSES)=Income

3 Production Calendar
3



4 Household cash flow
1

[ The objective of this sheet is to understand the in-and-out of CASH on the MONTHLY basis. ]

NAME of the INTERVIEWEE:

MONTH Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
( Agriculture income -120 2,790 -210 0 0 -1,200 -2,690 -1,220 11,530 3,030 -2,100 -820
o Surveyor Son's contribution 667 0 0 0 667 0 0 0 0 667 0 0
House rental (12 houses) 1,440 1,440 1,440 1,440 1,440 1,440 1,440 1,440 1,440 1,440 1,440 1,440
\
TOTAL HOUSEHOLD INCOME 1,387 4,230 1,230 1,440 2,107 240 -1,250 220 12,970 5,137 -660 620

(

House -> no rent
Electricity 0 0 0 0 0 0 0 0 0 0 0 0

Fuel for vehicle

< Communication 48 48 48 48 48 48 48 48 48 48 48 48
Expenditures Food (including other household expenditures) 2,617 2,617 2,617 2,617 2,617 2,617 2,617 2,617 2,617 2,617 2,617 2,617
Education 300 300 300 300 300 300 300 300 300 300 300
Children daily allowance/support for children 83 83 83 83 83 83 83 83 83 83 83 83
Health (insurance premium and non insured
76 16 76 16 76 16 76 16 76 16 76 16
expenditure)
k Social events (festival, wedding, etc.) 167 167 167 167 167 167 167 167 167 167 167 167
TOTAL (Monthly) 3,291 3,231 3,291 3,231 3,291 3,231 3,291 2,931 3,291 3,231 3,291 3,231
TOTAL (Yearly) 38,835
/ Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Unexpected other item (please specify)
i I
O;:g:f:eir < other item (please specify)\
TOTAL (Monthly) 0 0 0 0 0 0 0 0 0 0 0 0
TOTAL (Yearly) 0
\
Qr items may include: purchase of animal, house repair, etc. >
TOTAL Expenditure -3,291 -3,231 -3,291 -3,231 -3,291 -3,231 -3,291 -2,931 -3,291 -3,231 -3,291 -3,231
[ Borrowing 1 Rural Bank 10,000
Borrowing 2 Rural bank Micro finace 4,000 2,000
Borrowing 3
LOAN Usage < TOTAL Borrowing 0 0 0 0 10,000 0 4,000 0 0 0 0 0
Repayment 1 Rural bank 2,000 2,000 2,000 2,000 2,000 2,000
Repayment 2 Rural bank micro finance 2,000 1,000 1,800
\ Repayment 3

TOTAL Repayment 0 0 0 0 0 0 2,000 2,000 4,000 3,000 3,800 2,000



WITHOUT LOAN (Borrowing)

Jan. Feb. Mar Apr May Jun Jul Sep Oct Nov Dec
Income 1,387 4,230 1,230 1,440 2,107 240 -1,250 220 12,970 5,137 -660 620
Expenditure -3,291 -3,231 -3,291 -3,231 -3,291 -3,231 -3,291 -2,931 -3,291 -3,231 -3,291 -3,231
Monthly Cash balance -1,905 999 -2,061 -1,791 -1,185 -2,991 -4,541 -2,711 9,679 1,905 -3,951 -2,611
Cumulative Cash at Home -1,905 -906 -2,967 -4,758 -5,943 -8,934 -13,475 -16,187 -6,508 -4,603 -8,554 -11,165
WITH LOAN (Borrowing)
Jan. Feb. Mar Apr May Jun Jul Sep Oct Nov Dec
Income + Loan 1,387 4,230 1,230 1,440 12,107 240 2,750 220 12,970 5,137 -660 620
Expenditure + Loan repayment -3,291 -3,231 -3,291 -3,231 -3,291 -3,231 -5,291 -4,931 -7,291 -6,231 -7,091 -5,231
Monthly Cash balance -1,905 999 -2,061 -1,791 8,815 -2,991 -2,641 -4,711 5,679 -1,095 -7,751 -4,611
Cumulative Cash at Home -1,905 -906 -2,967 -4,758 4,057 1,066 -1,475 -6,187 -508 -1,603 -9,354 -13,965
WITHOUT Borrowing WITH Borrowing
15,000 15,000
10,000 9,679 10,000
8,815
5,000 5,000 >,679
0 = 0 = B
D M Ju Oct 1,095 N D
EI I 1’611 I !2,991 I
-5,000 >0t -5,000 ,611
-7,751

-10,000 -10,000

-15,000 -15,000

-20,000 -20,000

Cumulative Cash at Home

FEEE [ncome mmm Expenditure

Monthly Cash balance

Cumulative Cash at Home

Income + Loan

B Expenditure + Loan repayment

Monthly Cash balance

4 Household cash flow
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NAME of the INTERVIEWEE:

Fuseini Abdul Mumin Souchi

Community - Libga

Categories

Sub Categoris

Questions

Answer

1. Basic information on the household

Family member

Tangible asset (excluding
monetary/financial)

Who are the member of the family? (member and age)

How many family members live in this household? (i.e. those who share the household budget)

Is there any family member who live and work outside this home?
If so, do they contribute to the household budget (send money home)?

Own home (no rent) O, agricultural machinery O (if checked, specify what machinery )
Chicken (poultry or egg) 0. aquaculture O, motor bicycled. truck/vehicle. cowd. piggletd]
smart phone O(if checked, specify how many and who uses the phone

feature phone O (if checked, specify how many and who uses the
phone )

Farmer has finished Senior High School - is in an organization called Attai Base (a farmer-based group of 31 people - only
for men, that does the following activities - promote peace, work on sanitation issues - e.g., cleaning around the borehole,
and work farming land - e.g., find 4 acres and find it and use it for joint needs like funerals, weddings etc, also linking with
other groups in the area

1 wife

5 children (16 years - he is in Senior High School to 2 years of age in range)

36 people live in this house (24 children and 8 adults), Head of household's father and his wife, 2 senior brothers and
wives and their children (12 children), 1 younger brother with his wife and 2 children, 2 younger brothers who are not
married, headof household's father also has a grandson, and 4 foster children

- 3 children in High School

Main wife works by farming but also buying vegetables from fellow farmers and selling in Tamale, takes GHC 500 worth of
product to the market a day, she makes about GHC 120 a day profit (bra, ayoyo, aleefi, tomatoes, lettuce, cucumber, any
vegetables that is available) - she goes in the company of other women, on a bad day she can make GHC 30-40 cedis

December, January, February, March - she earns GHC 120 a day
Rest of the months - she earns GHC 30 a day

Farmer owns 7 sheep, 3 cattle, 1 feature phone, 50 chickens, 1 bicycle, 1 motorbike
Wife owns a feature phone, owns 3 sheep

2. Sources of income

Agriculture-related income

Non-Agriculture income

How do you make your living? What are the sources of your household income? Please tell us what they are and amount for each month.

Regular income (associated with crop sales)

Other agriculture-related income (caual labourer, machinery rent, etc.)

Regular income (non-farming income)

Irregular income (any other income including receipt of remittance from family)

Who is the administrator of the household budget?

Does he/she record the income and expenditure?

IF YES, what is his/her motivation of bookkeeping?

IF NO, why not? How does he/she manage the budget?

Farming

Both - man is in control of his finances and she is in control of her finances (she keeps money from her vegetable sales
and farming), she is part of a VSLA, they meet once a week and you contribute what you can, you can't below GHC 2 per
week, its is kept in each member's passbook, the head of the household (farmer) is the recordkeeper - one stamp is
equal to GHC 2 of contributions. The money is kept in a box and it has 3 keys (each key is with different members - so
one person can't open) and the box is kept by a 4th person. VSLA (hame is Adakabia) they are 30 people.

No

They contribute for cooking and utilities (electricity) but take care of their own health-related expenditures

3. Household expenditures

Use [4.Household cash flow] sheet. Ask the "regular" and "irregular/unexpected” expenditures of the past 12 months.

2-1. Livelihood Questionnaire
1



4. Usage of health care service

Usage status

Cost and payment

When any one of your family becomes sick, where do you go to seek for help?

Are you (your family) enrolled in the government health insurance system (NHIA)?

IF YES (enrolled), what benefits do you find in the government insurance? List top three benefits.

Do you find any inconvenience with the government insurance? If you do, what are they?

IF NO (not enrolled), why are you not enrolled? (e.g. not qualified, don't know how to enrol, difficult to enrol (cost, etc.), not
interested )

Do you have regular health care-related expenditures (premium for health care service, medical services, medicine, etc.)?

When you use health care service what cost(s) incur? (premium for the insurance, pay-as-you-go service fee, transportation, etc.)

How do you pay for the fee? (e.g. using savings, borrow money, etc.)

What payment method do you use? (cash, digital payment, etc.)

- Savelugu Hospital, Capsa Scientific Hospital (private)

Yes everyone has NHIS

» She thinks it is good but sometimes they do things she is not happy with, long waiting times, neglect. However, you do
get good care (attention) when you are pregnant (preganant women has a dedicated section - antenatal care so get the
support needed)

No - everyone in family is healthy

Sometimes not all services are covered like technicians (lab tests, x-rays), sometimes technicians don't tell them the
truth/lie about costs required - don't give receipts when asked

Cash

Cash

5. Usage of financial services

Do you have a bank account? (If owning more than 1 account, start with the main account)
How often do you use the account?

For what purposes do you use this account? (saving, remittance, etc.)

Are you using any loan from the financial institution? (If YES, use "Calendar (Financial)")
What type of financial products and services you use? (of which financial service provider(s)?)

How do you assess their services?

Are you borrowing money from your family, friends, someone from the village, or any other (informal) money lenders? (If YES,
use "Calendar (Financial")

Do you (or other family members) use the phone for financial transactions? What do you think about conducting financial
transactions over the phone?

Do you have any insurance for your agriculture crop? If you do, who is the provider?

Do you have life insurance? If you do, who is the provider?

Do you have any health insurance? If you do, who is the provider?(e.g. insurance company, bundling product offered by mobile
service provider, etc.)

Agricultural Development Bank, also uses Vodafone Cash (mobile money), wife doesn't have a bank account but keeps
the passbook

Uses mobile money for short-term expenses

Uses ADB for savings

No
Savings account

Going there physically

No

For mobile money transactions
Tried once - it didn't work, they registered them for drought insurance and left and never came back

No

Yes government insurance

6. Worries/concerns in life
and aspirations for the future

Do you have any worries/concerns in life? What are they?

What are your aspirations for the future?

N/A

Saving GHC 7,000 to build a house at the roadside, has been working on it about 3 years (7,000 is what is left to go), also
to pay for 5 kids to go to University

2-1. Livelihood Questionnaire
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NAME of the INTERVIEWEE:

Fuseini Abdul Mumin Souchi

2.2 Agriculture Questionnaire
1

QUESTION ANSWER
General question Do you have your own agricutural land? If you do, what is the total size? YES / NO Yes
19 acres (1 acre is irrigated, 18 rain-fed)
10 acres for maize
Size: 5 acres for soyabean
' 2 acres for vegetables (pepper/eggplant or tomato/pepper)
Can do rice with leftover acres - up to 2 acres
1 acre for green leafy vegetables
Do you cultivate for your own consumption? If so, what are they? YES /NO Yes
Maize (contribute about 10 bags of what he makes), Rice (all for
(Crops) ;
consumption)
, Soyabeans, maize (can make about 70 bags), Tomatoes, pepper,
?
What cash crops do you cultivate? garden eggs (eggplant), green leafy vegetables (bra, ayoyo, aleefi)
Which one is the most important one (cash crop)? Soybeans
Do you cultivate individually? Or as a group? Mo_st_l)_/ |n(_1I|V|duaI, group farm is used to support social impact
activities in the community
Do you sell the products individually? Or collectively? Individually
What do women and men do at each stage of value chain: production,
post-harvest processing & storage, distribution & sales?
Men Women
Production|Spraying, other farming activities Harvesting
Post harvest|Drying Drying

Distribution and sales

Sales

Vegetable sales

QUESTION ANSWER
Crop 1: Crop name: Soyabeans
Production period What is the land size you use for this crop? (specific size, or portion 5 acres

Inputs / unit

Sales

Value chain
challenges

allocated out of the total land size answered above)

Which months of the year do you produce this crop? Is this one production
cycle? If not how many cycles are there during these months?

How many times can you harvest in each production cycle?

Which month(s) do you harvest?

W hat are the inputs and their costs (materials and labor) required to
produce? And at which point of the production cycle do you use them?

From whom do you purchase seeds/seedling/fertilizers/pesticides?

To whom do you sell your product?

Do you sell your product right after you harvest? If not, when do you sell?

What was the sales price/unit most recently? Was it a good price?

Who are the buyers of your products?

Do your buyer come to your farm to purchase your products?

Do you sell your products by yourself? If so, where?

If you sell your products by yourself, what are the associated costs
(transportation, rent-a-space, etc.) and how much are they?

Is there any other costs associated with sales of your products?

W hat are your main challenges for you to produce and sell this product?

(production related issues)
(storage/procesing related issues)
(delivery/sales related issues)

(gender related issues)

June-October, 1 cycle

Once

November

See production calendar

Input supplier in the community

Market

Yes

See production calendar

Buyer comes to farm

Yes

N/A

N/A

N/A

N/A



2.2 Agriculture Questionnaire

QUESTION

ANSWER

Crop 2:

Production period

Crop name: Tomatoes and Peppers

What is the land size you use for this crop? (specific size, or portion
allocated out of the total land size answered above)

Which months of the year do you produce this crop? Is this one production

1 acre each (2 acres total)

Inputs / unit cycle? If not how many cycles are there during these months? Tomato - Aprilto June, 1 cycle
. . . 5 times for tomato for irrigated (then 1 minor for rainfed), 3 times
How many times can you harvest in each production cycle? ) . .
for pepper (maximum 4 but minor yield)
. Tomato - Harvest in July
2
Which month(s) do you harvest~ Pepper - Harvest in September
W hat are the inputs and their costs (materials and labor) required to See production calendars
produce? And at which point of the production cycle do you use them? b
From whom do you purchase seeds/seedling/fertilizers/pesticides? Input dealer comes to the community
Sales To whom do you sell your product? Buyer comes to farm
Do you sell your product right after you harvest? If not, when do you sell? Tomatoes are sold |mmeQ|ater, peppers are dried and sold in April
in order to get a better price
What was the sales price/unit most recently? Was it a good price? See production calender
Who are the buyers of your products? Buyer comes to farm
Do your buyer come to your farm to purchase your products? Buyer comes to farm
Do you sell your products by yourself? If so, where? N/A
If you sell your products by yourself, what are the associated costs
: N/A
(transportation, rent-a-space, etc.) and how much are they?
Is there any other costs associated with sales of your products? N/A
Value chain What are your main challenges for you to produce and sell this product?
challenges
(production related issues) Pests - white files especially on pepper
(storage/procesing related issues)
(delivery/sales related issues)
(gender related issues)
QUESTION ANSWER
Crop 3: Crop name: ___ Green leafy vegetables
Production period What is the land size you use for this crop? (specific size, or portion 0.5 acres

Inputs / unit

Sales

Value chain
challenges

allocated out of the total land size answered above)

Which months of the year do you produce this crop? Is this one production

cycle? If not how many cycles are there during these months?
How many times can you harvest in each production cycle?
Which month(s) do you harvest?

What are the inputs and their costs (materials and labor) required to
produce? And at which point of the production cycle do you use them?

From whom do you purchase seeds/seedling/fertilizers/pesticides?

To whom do you sell your product?

Do you sell your product right after you harvest? If not, when do you sell?
What was the sales price/unit most recently? Was it a good price?

Who are the buyers of your products?

Do your buyer come to your farm to purchase your products?

Do you sell your products by yourself? If so, where?

If you sell your products by yourself, what are the associated costs
(transportation, rent-a-space, etc.) and how much are they?

Is there any other costs associated with sales of your products?

W hat are your main challenges for you to produce and sell this product?

(production related issues)
(storage/procesing related issues)
(delivery/sales related issues)
(gender related issues)

December-February, 1 cycle

6 times
every 12 days from December to February

No labour costs except for harvesting, fertlizer, cost of preparing
the land and seeds (see production calendar)

Input supplier in the community

Buyer comes
Yes

Very good GHC 50 per basket, expects it to go up to GHC 70
Buyer from the market
Yes

Yes

None

No

Drought

2



BASIC INFORMATION CROP 1

DETAILED INFORMATION

(Green leafy vegetables)

Production Area: 1 acre

Yield per Production Unit: 22 baskets

Jan. Feb.

Mar

Sales Unit:
Unit Price:

Harvest once every 12 days
10 cedis/basket
70 cedis/basket
40 cedis/basket

(lowest): During the rainy season (from March can harvest once every 6 days)
(highest):

(average):

Oct

Dec

Apr May Jun Jul Aug Sep Nov

Expenses - PRODUCTION

This is the biggest challenge

Expenses - SALES

Highest price Highest price
Rent (land) -

Machine Rent (land prep.)

Labor (land preparation)

Fertilizers (Natural)

Labor Cost (transplant)

Labor Cost (weeding)

Labor Cost (fertilizer)

Fertilizers (Chemical)

Labor (pesticide)

Machine Rent (Harvesting) 60 60
Labor (harvesting)

other (Weedicide)

other (seeds)

other (sacks)

Labor (planting by broadcasting)

Transportation

Labour

Other cost (specify)

Highest price

60

Total Expense
Sales

(REVENUE - EXPENSES)=Income

BASIC INFORMATION CROP 2

DETAILED INFORMATION

60 60
3,080 3,080

3,020 3,020

(PEPPER)

Production Area: 1 acre

Yield per Production Unit: 25 bags/acre of pepper (legon 18 variety) - harvest 3 times but 25

Jan. Feb.

Mar

180

3,080 9,240

Sales Unit:
Unit Price:

Pepper

80 cedis/bag
500 cedis/bag
140 cedis/bag

(lowest):
(highest):

(average):

Apr May Jun Jul Aug Sep Oct Nov Dec

Expenses - PRODUCTION

Expenses - SALES

Rent (land)

Machine Rent (land prep.)
Labor (land preparation)
Fertilizers (Natural)
Labor Cost (transplant)
Labor Cost (weeding)
Labor Cost (fertilizer)
Fertilizers (Chemical)
Labor (pesticide)
Machine Rent (Harvesting)
Labor (harvesting)

other (Pesticide)

other (sacks)

other (seeds)

Labor (planting)
Transportation

Labour

Other cost (specify)

70

70
10

15

Total Expense
Sales

(REVENUE - EXPENSES)=Income

172
3,750

140 17 - - - -
3,750

- 3,750 (15) - (140) (17) - - - - 3,578

3 Production calendar
1



BASIC INFORMATION

DETAILED INFORMATION

BASIC INFORMATION

DETAILED INFORMATION

CROP 3

(TOMATO)

Production Area:

Yield per Production Unit:

1 acres

20 basins/tomatoes - we harvest 5 times = 100 basins

Jan.

Feb.

Sales Unit: 1 basin
Unit Price: (lowest): 15 cedis/basins
(highest): 200 cedis/basins

(average): 120 cedis/basins

Mar Apr May Jun Jul Aug

Sep

Oct

Nov

Dec

Expenses - PRODUCTION

Expenses - SALES

Rent (land)

Machine Rent (land prep.)
Labor (land preparation)
Fertilizers (Natural)

Labor Cost (transplant)
Labor Cost (weeding)
Labor Cost (fertilizer)
Fertilizers (Chemical)
Labor (pesticide)

Machine Rent (Harvesting)
Labor (harvesting)

other (fertilizer)

other (labor and cost of sticking)
other (seeds)

Labor (planting)
Transportation

Labour

Other cost (specify)

70
140

10
40

200.0 200
120

Total Expense
Sales

(REVENUE - EXPENSES)=Income

CROP 4

(SOYBEANS)

Production Area:

Yield per Production Unit:

3 acres

6 bags per acre

Jan.

Feb.

- 120 200 427 40
20,000

- (120) (200) (427) 19,960

Sales Unit: "bags" (1 bag = 109 Kg)

Unit Price: (lowest): 80 cedis/bag
(highest): 200 cedis/bag
(average): 120 cedis/bag

Mar Apr May Jun Jul Aug

Expenses - PRODUCTION

Rent (land)

Machine Rent (land prep.)
Labor (land preparation)
Fertilizers (Natural)
Labor Cost (transplant)
Labor Cost (weeding)
Labor Cost (fertilizer)
Fertilizers (Chemical)
Labor (pesticide)
Machine Rent (Harvesting)
Labor (harvesting)

other (weedicide)

Sep

Oct

Nov

Dec

other (sacks) 108
other (seeds) 135
Labor (planting)
Expenses - SALES Transportation
Labour
Other cost (specify)
Total Expense - - - - 135 - - 108
Sales 3600
(REVENUE - EXPENSES)=Income - - - - (135) - 3,600 (108)

787

19,213

243

3,357

3 Production calendar
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BASIC INFORMATION

DETAILED INFORMATION

CROP 5

(MAIZE)

Production Area:

Yield per Production Unit:

10 acres

8 bags/acre

Jan.

Feb.

Mar

Sales Unit:
Unit Price:

"bags" (1 bag is 100kg)

(lowest):
(highest):

(average):

Apr

70 cedis/bag

120 cedis/bag
100 cedis/bag

May

Jun

Expenses - PRODUCTION

Expenses - SALES

Rent (land)

Machine Rent (land prep.)
Labor (land preparation)
Fertilizers (Natural)
Labor Cost (transplant)
Labor Cost (weeding)
Labor Cost (fertilizer)
Fertilizers (Chemical)
Labor (pesticide)
Machine Rent (Harvesting)
Labor (harvesting)

other (weedicide)

other (sacks)

other (seeds)

Labor (planting)
Transportation

Labour

Other cost (specify)

700

225

2,200

Nov

48

Total Expense
Sales

(REVENUE - EXPENSES)=Income

TOTAL AGRICULTURAL INCOME

3,020

3,020

3,630

(215)

925

(925)

(1,487)

2,200

(2,200)

17,620

(17)

3,600

5760

5,760 (48)

5,760 (156)

3,020

3,173

2,587

37,795

3 Production calendar
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4 Household cash flow
1

[ The objective of this sheet is to understand the in-and-out of CASH on the MONTHLY basis. ]

NAME of the INTERVIEWEE:

MONTH Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Agriculture income (husband _household) 3,020 3,020 0 3,630 -215 -1,487 17,620 -17 3,600 5,760 -156 3,020
| Sales livestock (20-25 chicks/time) (husband) 300 300
ncome
Trading agricultural products (wife) 3,600 3,600 3,600 900 900 900 900 900 900 900 900 3,600
TOTAL HOUSEHOLD INCOME 6,620 6,620 3,600 4,530 985 -287 18,520 883 4,500 6,660 744 6,620
Electricity 10 10 10 10 10 10 10 10 10 10 10 10
Fuel for vehicle 80 80 80 80 80 80 80 80 80 80 80 80
Communication 44 44 44 44 44 44 44 44 44 44 44 44
e < Food + cooking fuel 90 90 90 90 90 90 90 90 90 90 90 90

Education (4 out of 5 children in school age)

Social events (festival, wedding, etc.) 122 22 22 22 22 22 22 22 22 22 22 22

Health (Insurance premium and non covered

21 21 21 21 21 21 21 21 21 21 21 21
cnsts)
Clothing 25 25 25 25 25 25 25 25 25 25 25 25
Children allowance for school days 80 80 80 40 80 80 80 40 80 80 40
TOTAL (Monthly) 472 372 372 332 372 372 372 292 332 372 372 332
TOTAL (Yearly) 4,358
Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Unexpected other item (please specify)
i |
O;lgeef;ejr other item (please specify)
TOTAL (Monthly) 0 0 0 0 0 0 0 0 0 0 0 0
\ TOTAL (Yearly) 0
TOTAL Expenditure -472 -372 -372 -332 -372 -372 -372 -292 -332 -372 -372 -332
( . . .
borrowed 6000 from his relative for tricyle (2 months to fullly repay)
Borrowing 2
Borrowing 3
R < TOTAL Borrowing 0 0 0 0 0 0 0 0 0 0 0 0

Repayment 1
Repayment 2

\. Repayment 3
TOTAL Repayment 0 0 0 0 0 0 0 0 0 0 0 0




WITHOUT LOAN (Borrowing)

Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Income 6,620 6,620 3,600 4,530 985 -287 18,520 883 4,500 6,660 744 6,620
Expenditure -472 -372 -372 -332 -372 -372 -372 -292 -332 -372 -372 -332
Monthly Cash balance 6,149 6,249 3,229 4,199 614 -659 18,149 592 4,169 6,289 373 6,289
Cumulative Cash at Home 6,149 12,397 15,626 19,824 20,438 19,779 37,928 38,519 42,688 48,976 49,349 55,637
WITH LOAN (Borrowing)

Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Income + Loan 6,620 6,620 3,600 4,530 985 -287 18,520 883 4,500 6,660 744 6,620
Expenditure + Loan repayment -472 -372 -372 -332 -372 -372 -372 -292 -332 -372 -372 -332
Monthly Cash balance 6,149 6,249 3,229 4,199 614 -659 18,149 592 4,169 6,289 373 6,289
Cumulative Cash at Home 6,149 12,397 15,626 19,824 20,438 19,779 37,928 38,519 42,688 48,976 49,349 55,637

60,000

50,000

40,000

30,000

20,000

10,000

-10,000

WITHOUT Borrowing

=24 lncome Ex pen diture

18,149

6,289

Monthly Cash balance

60,000

50,000

40,000

30,000

20,000

10,000

-10,000

Cumulative Cash at Home

WITH Borrowing

Income + Loan

18,149

Expenditure + Loan repayment

6,289

= 6,289

Monthly Cash balance

4 Household cash flow
2



2-1. Livelihood Questionnaire

1
NAME of the INTERVIEWEE: Ms. Community - Domeabra
Categories | Sub Categoris | Questions Answer
1. Basic information on the household
Who are the member of the family? (member and age) Widower (60)
Family member 5 children (40, 36, 30, 24, 18)(2are married)
Herself
How many family members live in this household? (i.e. those who share the household budget) 4 children + 1 spouse
2 grandchildren
Is there any family member who live and work outside this home? 1 son living outside
If so, do they contribute to the household budget (send money home)?
Own home (no rent) O, agricultural machinery O (if checked, specify what Inherited home, and currently constructing another home
machinery ) 1 spraying machine (manual one called "kaf kaf"
. . Chicken (poultry or egg) 0. aquaculture O, motor bicycled. truck/vehicle. cow. pigglet] no vehicle
Tangible asset (excluding livestock dtoh local chicken but stol
: : smart phone O (if checked, specify how many and who uses the phone no livestock (used to have local chicken but stolen)
monetary/financial) P pecify y) P 3 children have smart phones, 1 child and herself have feature phones.
feature phone [ (if checked, specify how many and who uses the
phone )
2. Sources of income How do you make your living? What are the sources of your household income? Please tell us what they are and amount for each month.

Farming (herself)

Child 1. commercial driver

Child 2. petty trading

Child 3. hair dresser

Child 4. self-employed (home décor and pastry making)
Child 5. works construction firm (live outside the house)

Agriculture-related income Regular income (associated with crop sales)

Other agriculture-related income (caual labourer, machinery rent, etc.)

Non-Agriculture income

Regular income (non-farming income) L. Sell chacoal

2. Sell sachet water
Irregular income (any other income including receipt of remittance from family)
Who is the administrator of the household budget? Herself

Does he/she record the income and expenditure? No

IF YES, what is his/her motivation of bookkeeping?

IF NO, why not? How does he/she manage the budget?

3. Household expenditures

Use [4.Household cash flow] sheet. Ask the "regular" and "irregular/unexpected" expenditures of the past 12 months.




2-1. Livelihood Questionnaire
2

4. Usage of health care service

Usage status

Cost and payment

When any one of your family becomes sick, where do you go to seek for help?

Are you (your family) enrolled in the government health insurance system (NHIA)?

IF YES (enrolled), what benefits do you find in the government insurance? List top three benefits.

Do you find any inconvenience with the government insurance? If you do, what are they?

IF NO (not enrolled), why are you not enrolled? (e.g. not qualified, don't know how to enrol, difficult to enrol
(cost. etc.). not interested )

Do you have regular health care-related expenditures (premium for health care service, medical services,
medicine. etc.)?

When you use health care service what cost(s) incur? (premium for the insurance, pay-as-you-go service fee,
transportation, etc.)

How do you pay for the fee? (e.g. using savings, borrow money, etc.)

What payment method do you use? (cash, digital payment, etc.)

Nearby hospital covered by NHIS.

Rarely use medical service. Some times use traditional herb medicine.
Herself - Yes. 8 Cedis/year (premium)

up to 18 yr = 8cedis, then 30 cedis, above 50 = 8 cds

5. Usage of financial services

Do you have a bank account? (If owning more than 1 account, start with the main account)

If not, will you be interested in using any?

How often do you use the account?
For what purposes do you use this account? (saving, remittance, etc.)

Are you using any loan from the financial institution? (If YES, use "Calendar (Financial)")
What type of financial products and services you use? (of which financial service provider(s)?)

How do you assess their services?

Are you borrowing money from your family, friends, someone from the village, or any other (informal) money
lenders? (If YES, use "Calendar (Financial)")

Do you (or other family members) use the phone for financial transactions? What do you think about conducting

financial transactions over the nhone?
Do you have any insurance for your agriculture crop? If you do, who is the provider?

Do you have life insurance? If you do, who is the provider?

Do you have any health insurance? If you do, who is the provider?(e.g. insurance company, bundling product
offered bv mobile service provider. etc.)

No bank account nor mobile money account.

Yes. To receive remittance.

Sousou.

Sousou provides important sum of money. No interest added.
Using for you're her house construction.

6. Worries/concerns in life and
aspirations for the future

Do you have any worries/concerns in life? What are they?

What are your aspirations for the future?

Sand mining for construction.Estate development.
Farm land may become scarce. Land tenure security.

Expand her farming activities.




NAME of the INTERVIEWEE: Abukare Yakubu

2.2 Agriculture Questionnaire
1

QUESTION

ANSWER

General question

Do you have your own agricutural land? If you do, what is the total size? YES / NO

Size:

Do you cultivate for your own consumption? If so, what are they? YES /NO

(Crops)

What cash crops do you cultivate?

Which one is the most important one (cash crop)?

Do you cultivate individually? Or as a group?

Do you sell the products individually? Or collectively?

What do women and men do at each stage of value chain: production,
post-harvest processing & storage, distribution & sales?

Men

Women

Production|All farming activities

Post harvest

Distribution and sales|Sales

Planting, fertilizer application, harvesting

Sales

QUESTION

ANSWER

Crop 1:

Production period

Inputs / unit

Sales

Value chain
challenges

Crop name: Soyabeans

What is the land size you use for this crop? (specific size, or portion
allocated out of the total land size answered above)

Which months of the year do you produce this crop? Is this one production
cycle? If not how many cycles are there during these months?

How many times can you harvest in each production cycle?

Which month(s) do you harvest?

What are the inputs and their costs (materials and labor) required to
produce? And at which point of the production cycle do you use them?

From whom do you purchase seeds/seedling/fertilizers/pesticides?

To whom do you sell your product?

Do you sell your product right after you harvest? If not, when do you sell?

What was the sales price/unit most recently? Was it a good price?

Who are the buyers of your products?

Do your buyer come to your farm to purchase your products?

Do you sell your products by yourself? If so, where?

If you sell your products by yourself, what are the associated costs
(transportation, rent-a-space, etc.) and how much are they?

Is there any other costs associated with sales of your products?

W hat are your main challenges for you to produce and sell this product?

(production related issues) Laborer scarcity.

(storage/procesing related issues)

- weather fluctuation affects the yields, pests and insects control. Farm land is far and needs to use bike taxi (Okada— 273 cedis).

(delivery/sales related issues) *No aggregator comes to the community. Farmer needs to bring the harvest to the middlemen to the market.

(gender related issues)



2.2 Agriculture Questionnaire
2

QUESTION ANSWER
Crop 2: Crop name: Tomatoes and Peppers
Production period What is the land size you use for this crop? (specific size, or portion
P allocated out of the total land size answered above)
, Which months of the year do you produce this crop? Is this one production
Inputs / unit .
cycle? If not how many cycles are there during these months?
How many times can you harvest in each production cycle?
Which month(s) do you harvest?
What are the inputs and their costs (materials and labor) required to
produce? And at which point of the production cycle do you use them?
From whom do you purchase seeds/seedling/fertilizers/pesticides?
Sales To whom do you sell your product?
Do you sell your product right after you harvest? If not, when do you sell?
W hat was the sales price/unit most recently? Was it a good price?
Who are the buyers of your products?
Do your buyer come to your farm to purchase your products?
Do you sell your products by yourself? If so, where?
If you sell your products by yourself, what are the associated costs
(transportation, rent-a-space, etc.) and how much are they?
Is there any other costs associated with sales of your products?
Value chain What are your main challenges for you to produce and sell this product?
challenges
(production related issues)
(storage/procesing related issues)
(delivery/sales related issues)
(gender related issues)
QUESTION ANSWER
Crop 3: Crop name: Okra

Production period

Inputs / unit

Sales

Value chain
challenges

What is the land size you use for this crop? (specific size, or portion
allocated out of the total land size answered above)

Which months of the year do you produce this crop? Is this one production
cycle? If not how many cycles are there during these months?

How many times can you harvest in each production cycle?
Which month(s) do you harvest?

What are the inputs and their costs (materials and labor) required to
produce? And at which point of the production cycle do you use them?

From whom do you purchase seeds/seedling/fertilizers/pesticides?

To whom do you sell your product?

Do you sell your product right after you harvest? If not, when do you sell?
What was the sales price/unit most recently? Was it a good price?

Who are the buyers of your products?

Do your buyer come to your farm to purchase your products?

Do you sell your products by yourself? If so, where?

If you sell your products by yourself, what are the associated costs
(transportation, rent-a-space, etc.) and how much are they?

Is there any other costs associated with sales of your products?

W hat are your main challenges for you to produce and sell this product?

(production related issues)
(storage/procesing related issues)
(delivery/sales related issues)
(gender related issues)



BASIC INFORMATION CROP 1

DETAILED INFORMATION

(Pepper)
Sales Unit:
Unit Price:

Production Area: 4 acres
(lowest):
(highest):

(average):

Yield per Production Unit:  10-16 bags/acre of pepper (legon 18 variety and local one) - harve

Jan. Feb. Mar Apr

Pepper

70 cedis/bag
cedis/bag
100 cedis/bag

May

Oct.

August-Sept.

Jun Jul

3 Production calendar

3 months harves, each week 10 bags
TOTAL 5 acres

Aug Sep Oct Nov Dec

Expenses - PRODUCTION

Expenses - SALES

Production
Rent (land) 200
Machine Rent (land prep.) 300
Labor (land preparation)
Fertilizers 225
Labor Cost (transplant) 160
Labor Cost (weeding)
Labor Cost (fertilizer) 120
Liquid fertilizer
Labor (insecticide)
Machine Rent (Harvesting)
Labor (harvesting)
Insecticide
other (sacks)
other (seeds) 120
Labor (planting)
Transportation
Labour

Other cost (specify)

90

40

30

Harvest(sell for 3 months)

not subsidized price 120 MPK, 110 Uriam

90

200

400 400 400

320 320 320 8 cedis / bag

Total Expense

Sales

(REVENUE - EXPENSES)=Income

BASIC INFORMATION CROP 2

DETAILED INFORMATION

200 - 400 525

(200) - (400) (525)

(TOMATO)
Sales Unit:
Unit Price:

Production Area: 1 acre
(lowest):
(highest):

Yield per Production Unit: 20 basins/tomatoes - we harvest 5 times = 100 basins

(average):

Jan. Feb. Mar Apr

Expenses - PRODUCTION

Expenses - SALES

Rent (land)

Machine Rent (land prep.)
Labor (land preparation)
Fertilizers (Natural)

Labor Cost (transplant)
Labor Cost (weeding)
Labor Cost (fertilizer)
Fertilizers (Chemical)
Labor (pesticide)

Machine Rent (Harvesting)
Labor (harvesting)

other (fertilizer)

other (labor and cost of sticking)
other (seeds)

Labor (planting)
Transportation

Labour

Other cost (specify)

1 basin
15 cedis/basins
200 cedis/basins

120 cedis/basins

May

210

(210)

Jun Jul

30
40

70

290 720 720 720 - - 3,785

4,000 4,000 4,000 12,000

(290) 3,280 3,280 3,280 - - 8,215

Aug Sep Oct Nov Dec

180

50

125

Total Expense
Sales

(REVENUE - EXPENSES)=Income

140

(140)

- 180 175 - - - 495
12,000

12,000 (180) (175) - - - 11,505

1



BASIC INFORMATION

DETAILED INFORMATION

CROP 6 (MAIZE)
Production Area: 10 acres Sales Unit: "bags" (1 bag is 100kg)
Yield per Production Unit: 8 bags/acre Unit Price: (lowest): 70 cedis/bag
(highest): 120 cedis/bag
(average): 100 cedis/bag
Jan. Feb. Mar Apr May
Expenses - PRODUCTION Rent (land)

Expenses - SALES

Machine Rent (land prep.)
Labor (land preparation)
Fertilizers (Natural)
Labor Cost (transplant)
Labor Cost (weeding)
Labor Cost (fertilizer)
Fertilizers (Chemical)
Labor (pesticide)
Machine Rent (Harvesting)
Labor (harvesting)

other (weedicide)

other (sacks)

other (seeds)

Labor (planting)
Transportation

Labour

Other cost (specify)

Jun

Jul

Aug

Sep

Oct

Nov

Dec

Total Expense
Sales

(REVENUE - EXPENSES)=Income

3 Production calendar
2



4 Household cash flow
1

[ The objective of this sheet is to understand the in-and-out of CASH on the MONTHLY basis. ]

NAME of the INTERVIEWEE:

MONTH Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Farm income -200 0 -400 -525 0 -350 11,710 3,100 3,105 3,280 0 0
Sales of sachet 120 120 120 24 24 24 24 24 24 24 120 120

Sales of chacoal
Income

Contribution from children

TOTAL HOUSEHOLD INCOME -80 120 -280 -501 24 -326 11,734 3,124 3,129 3,304 120 120
Income
generlated with Income 1
oan
f Chacoal 32 32 32 32 32 32 32 32 32 32 32 32
Electricity 20 20 20 20 20 20 20 20 20 20 20 20
Transportation (to go to the farm) 60 60 120 120 120 120 120 120 120 120 60 60
Communication (mobile phone) 40 40 40 40 40 40 40 40 40 40 40 40
Expenditures Food 260 260 260 260 260 260 260 260 260 260 260 260
Health insurance 8

Social events (funeral, wedding, naming

\ ceremony, etc.)

TOTAL (Monthly) 420 412 472 472 472 472 472 472 472 472 412 412
TOTAL (Yearly) 5,432

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

Health (amnemia treatment medication)

other item (please specify)

Unexpected
i |
O;:rpr:f:eir < other item (please specify)
TOTAL (Monthly) 0 0 0 0 0 0 0 0 0 0 0 0
TOTAL (Yearly) 0
\
TOTAL Expenditure -420 -412 -4°72 -4°72 -4°72 -472 -472 -472 -472 -472 -412 -412
Sousou contribution 240 240 240 240 240 240 240 240 240 240 240 240
Sousou benefits 1,000 1,000
,
SO < TOTAL Borrowing 0 0 1,000 0 0 0 0 1,000 0 0 0 0
Repayment 1 (no interest rate)
Repayment 2

. Repayment 3
TOTAL Repayment 0 0 0 0 0 0 0 0 0 0 0 0




WITHOUT LOAN (Borrowing)

Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Income -80 120 -280 -501 24 -326 11,734 3,124 3,129 3,304 120 120
Expenditure -420 -412 -472 -472 -472 -472 -472 -472 -472 -472 -412 -412
Monthly Cash balance -500 -292 -152 -973 -448 -798 11,262 2,652 2,657 2,832 -292 -292
Cumulative Cash at Home -500 -192 -1,644 -2,517 -2,965 -3,763 7,499 10,151 12,808 15,640 15,348 15,056
WITH LOAN (Borrowing)
Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Income + Loan -80 120 720 -b01 24 -326 11,734 4,124 3,129 3,304 120 120
Expenditure + Loan repayment -420 -412 -472 -472 -472 -472 -472 -472 -472 -472 -412 -412
Monthly Cash balance -500 -292 248 -973 -448 -798 11,262 3,652 2,657 2,832 -292 -292
Cumulative Cash at Home -500 -192 -b44 -1,617 -1,965 -2,163 8,499 12,151 14,808 17,640 17,348 17,056
WITHOUT Borrowing WITH Borrowing
20,000 20,000
15,000 15,000
11,262 11,262
10,000 10,000
.
.
5,000 5,000
265 [ 2es7] N\2832
el
I e
0o — . - - - k % % *\\% S 0 e ii—248 _ — h e e
Jar?500 Fe?292 Mar-'752 wApEgm M;448 Jun.-798 Jul- Aug- Sep- Oct- Nov—292 Dec-292 Jar?SOO Feb‘292 M: wApEgp, M;‘MS Ju:798 Jul- Aug Sep Oct Nov—292 Dec-292
-5,000 -5,000
Cumulative Cash at Home Income mmm Expenditure Monthly Cash balance Cumulative Cash at Home Income + Loan mmm Expenditure + Loan repayment Monthly Cash balance

4 Household cash flow
2



NAME of the INTERVIEWEE: __ Georgina Lateley

Community - Domeabra

Categories | Sub Categoris

Questions

Answer

1. Basic information on the household

Family member

Tangible asset (excluding
monetary/financial)

Who are the member of the family? (member and age)

How many family members live in this household? (i.e. those who share the household budget)

Is there any family member who live and work outside this home?
If so, do they contribute to the household budget (send money home)?

Own home (no rent) O, agricultural machinery O (if checked, specify what machinery )
Chicken (poultry or egg) 0. aquaculture O, motor bicycled. truck/vehicled, cow, pigglet]
smart phone O(if checked, specify how many and who uses the phone

feature phone [ (if checked, specify how many and who uses the
phone )

1 farmer (female - 62 years old), with 4 grandchildren (10 years, 7 years, 6 years, 4 years)

5 years

1 husband (separated), 5 grown up children who doesn't live here

Owns house with her husband, 1 feature phone, 10 chickens

2. Sources of income

Agriculture-related income

Non-Agriculture income

How do you make your living? What are the sources of your household income? Please tell us what they are and amount for each month.

Regular income (associated with crop sales)

Other agriculture-related income (caual labourer, machinery rent, etc.)

Regular income (non-farming income)

Irregular income (any other income including receipt of remittance from family)
Who is the administrator of the household budget?

Does he/she record the income and expenditure?

IF YES, what is his/her motivation of bookkeeping?

IF NO, why not? How does he/she manage the budget?

Yes

June to October, sells water from polytank - makes GHC 20 a week from selling the water
Head of household (the farmer)

No

Keeps track of expenses in her head

3. Household expenditures

Use [4.Household cash flow] sheet. Ask the "regular" and "irregular/unexpected" expenditures of the past 12 months.

2-1. Livelihood Questionnaire
1



4. Usage of health care service

Usage status

Cost and payment

When any one of your family becomes sick, where do you go to seek for help?

Are you (your family) enrolled in the government health insurance system (NHIA)?

IF YES (enrolled), what benefits do you find in the government insurance? List top three benefits. |-

Do you find any inconvenience with the government insurance? If you do, what are they?

IF NO (not enrolled), why are you not enrolled? (‘e.g. not qualified, don't know how to enrol, difficult to enrol (cost, etc.),
not interested )

Do you have regular health care-related expenditures (premium for health care service, medical services, medicine, etc.)?

When you use health care service what cost(s) incur? (premium for the insurance, pay-as-you-go service fee,
transportation, etc.)

How do you pay for the fee? (e.g. using savings, borrow money, etc.)

What payment method do you use? (cash, digital payment, etc.)

Richard private clinic (serious ailment), Kasoa government hospital (not serious), also uses
herbal clinic

NHIS - all have it but its expired for one year now, doesn't have the money to renew it

At Kasoa government hospital, long waiting times and health personnel have no patience

No

Would incur cost of GHC 2.50 of transport one-way, blood tests of GHC 5

Cash

Cash

5. Usage of financial services

Do you have a bank account? (If owning more than 1 account, start with the main account)

How often do you use the account?

For what purposes do you use this account? (saving, remittance, etc.)

Are you using any loan from the financial institution? (If YES, use "Calendar (Financial)")
What type of financial products and services you use? (of which financial service provider(s)?)

How do you assess their services?

Are you borrowing money from your family, friends, someone from the village, or any other (informal) money lenders? (If
YES, use "Calendar (Financial)")

Do you (or other family members) use the phone for financial transactions? What do you think about conducting financial
transactions over the phone?

Do you have any insurance for your agriculture crop? If you do, who is the provider?

Do you have life insurance? If you do, who is the provider?

Do you have any health insurance? If you do, who is the provider?(e.g. insurance company, bundling product offered by
mobile service provider, etc.)

AirtelTigo Money (mobile money)

About twice a month

Receiving money from her daughter

No
In VSLA - Adakabra

VSLA meets every Sunday, minimum GHC2, there's mobile money agent in the community

No

For mobile money transactions

No
No

Yes government insurance - NHIS

6. Worries/concerns in life and
aspirations for the future

Do you have any worries/concerns in life? What are they?

What are your aspirations for the future?

Worried about who would look after the children if she should pass away suddenly

That her grandkids would grow up and get jobs

2-1. Livelihood Questionnaire
2



NAME of the INTERVIEWEE: __ Iddrisu Ziblim

2.2 Agriculture Questionnaire

Community - Domeabra

QUESTION

ANSWER

General question

Do you have your own agricutural land? If you do, what is the total size?

Do you cultivate for your own consumption? If so, what are they?

What cash crops do you cultivate?

Which one is the most important one (cash crop)?

Do you cultivate individually? Or as a group?

Do you sell the products individually? Or collectively?

What do women and men do at each stage of value chain: production, post-harvest processing &
storage, distribution & sales?

Production

Post harvest

Distribution and sales

1 farmer (female - 62 years old), with 4 grandchildren (10 years, 7 years, 6 years, 4 years)

5 years

1 husband (separated), 5 grown up children who doesn't live here

Owns house with her husband, 1 feature phone, 10 chickens

Yes

June to October, sells water from polytank - makes GHC 20 a week from selling the water

Head of household (the farmer)

No

Keeps track of expenses in her head

Richard private clinic (serious ailment), Kasoa government hospital (not serious), also uses herbal clinic

NHIS - all have it but its expired for one year now, doesn't have the money to renew it

QUESTION

ANSWER

Crop 1:

Production period

Inputs / unit

Sales

Value chain
challenges

Crop name: Green leafy vegetables

What is the land size you use for this crop? (specific size, or portion allocated out of the total land size
answered above)

Which months of the year do you produce this crop? Is this one production cycle? If not how many
cycles are there during these months?

How many times can you harvest in each production cycle?

W hich month(s) do you harvest?

What are the inputs and their costs (materials and labor) required to produce? And at which point of
the production cycle do you use them?

From whom do you purchase seeds/seedling/fertilizers/pesticides?

To whom do you sell your product?

Do you sell your product right after you harvest? If not, when do you sell?

What was the sales price/unit most recently? Was it a good price?

Who are the buyers of your products?

Do your buyer come to your farm to purchase your products?

Do you sell your products by yourself? If so, where?

If you sell your products by yourself, what are the associated costs (transportation, rent-a-space, etc.)
and how much are they?

Is there any other costs associated with sales of your products?

What are your main challenges for you to produce and sell this product?

(production related issues)
(storage/procesing related issues)
(delivery/sales related issues)

(gender related issues)

At Kasoa government hospital, long waiting times and health personnel have no patience

No

Would incur cost of GHC 2.50 of transport one-way, blood tests of GHC 5

Cash

Cash

AirtelTigo Money (mobile money)
About twice a month

Receiving money from her daughter

No
In VSLA - Adakabra

VSLA meets every Sunday, minimum GHCZ2, there's mobile money agent in the community

No

For mobile money transactions
No
No

Yes government insurance - NHIS

Worried about who would look after the children if she should pass away suddenly

That her grandkids would grow up and get jobs

1



2.2 Agriculture Questionnaire
2

QUESTION

ANSWER

Crop 2:

Production period

Inputs / unit

Sales

Value chain
challenges

Crop name: Rice

What is the land size you use for this crop? (specific size, or portion allocated out of the total land size
answered above)

Which months of the year do you produce this crop? Is this one production cycle? If not how many
cycles are there during these months?

How many times can you harvest in each production cycle?

W hich month(s) do you harvest?

What are the inputs and their costs (materials and labor) required to produce? And at which point of
the production cycle do you use them?

From whom do you purchase seeds/seedling/fertilizers/pesticides?

To whom do you sell your product?

Do you sell your product right after you harvest? If not, when do you sell?

What was the sales price/unit most recently? Was it a good price?

Who are the buyers of your products?

Do your buyer come to your farm to purchase your products?

Do you sell your products by yourself? If so, where?

If you sell your products by yourself, what are the associated costs (transportation, rent-a-space, etc.)
and how much are they?

Is there any other costs associated with sales of your products?

What are your main challenges for you to produce and sell this product?

(production related issues)

(storage/procesing related issues)
(delivery/sales related issues)

(gender related issues)

QUESTION

ANSWER

Crop 3:

Production period

Inputs / unit

Sales

Value chain
challenges

Crop name: Soybeans
What is the land size you use for this crop? (specific size, or portion allocated out of the total land size
answered above)

Which months of the year do you produce this crop? Is this one production cycle? If not how many
cycles are there during these months?

How many times can you harvest in each production cycle?
Which month(s) do you harvest?

What are the inputs and their costs (materials and labor) required to produce? And at which point of
the production cycle do you use them?

From whom do you purchase seeds/seedling/fertilizers/pesticides?

To whom do you sell your product?

Do you sell your product right after you harvest? If not, when do you sell?
What was the sales price/unit most recently? Was it a good price?

Who are the buyers of your products?

Do your buyer come to your farm to purchase your products?

Do you sell your products by yourself? If so, where?

If you sell your products by yourself, what are the associated costs (transportation, rent-a-space, etc.)
and how much are they?

Is there any other costs associated with sales of your products?

What are your main challenges for you to produce and sell this product?

(production related issues)
(storage/procesing related issues)
(delivery/sales related issues)
(gender related issues)



BASIC INFORMATION CROP 1

DETAILED INFORMATION

(Tomato)
Production Area:

Yield per Production Unit:

1 acres

20 maxi baskets/acre

Jan.

Feb.

Sales Unit: basket
Unit Price: (lowest):
(highest):

(average):

Mar Apr

Expenses - PRODUCTION

This is the biggest challenge

Expenses - SALES

Rent (land)

Machine Rent (land prep.)
Labor (land preparation)
Fertilizers (Natural)

Labor Cost (transplant)
Labor Cost (weeding)
Labor Cost (fertilizer)
Fertilizers (Chemical)
Labor (pesticide)

Machine Rent (Harvesting)
Labor (harvesting)

other (Weedicide)

other (seeds)

other (sacks)

Labor (planting by broadcasting)
Transportation

Labour

Other cost (specify)

20 cedis/basket

100 cedis/basket

20 cedis/basket (last year the price was low)

May

30
40

70.0

Jun

Jul Aug Sep

180

50

125

Oct Nov

Dec

Total Expense
Sales

(REVENUE - EXPENSES)=Income

BASIC INFORMATION CROP 2

DETAILED INFORMATION

(Pepper)

Production Area:

Yield per Production Unit:

3 acres

8 sacks/acre

Jan.

Feb.

Sales Unit:
Unit Price: (lowest):
(highest):

(average):

Mar Apr

140

(140)

60 cedis/sack
130 cedis/sack
10 cedis/sack

May

Expenses - PRODUCTION

This is the biggest challenge

Expenses - SALES

Rent (land)

Machine Rent (land prep.)
Labor (land preparation)
Fertilizers (Natural)

Labor Cost (transplant)
Labor Cost (weeding)
Labor Cost (fertilizer)
Fertilizers (Chemical)
Labor (pesticide)

Machine Rent (Harvesting)
Labor (harvesting)

other (Weedicide)

other (seeds)

other (sacks)

Labor (planting by broadcasting)
Transportation

Labour

Other cost (specify)

90

540.0

180 - 175
400

(180) - 225

Harvest once every 8 times

Jun

210

120

Jul Aug Sep

160

187.5

Oct Nov

Dec

160

187.5

Total Expense
Sales

(REVENUE - EXPENSES)=Income

630

(630)

330

(330)

- - 348

- - (348)

348
1200

853

1200

1,200

495
400

1,655
2,400

3 Production Calendar
1



4 Household cash flow
1

[ The objective of this sheet is to understand the in-and-out of CASH on the MONTHLY basis. J

NAME of the INTERVIEWEE:

MONTH Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
( Agriculture income 0 0 0 0 -770 -330 -180 0 -123 853 1,200 0
water sales (poli tank) 80 80 80 80 80 80 80
Support from children 840 840 840 840 840 840 1,040 1,040 1,040 1,040 840 840
\
TOTAL HOUSEHOLD INCOME 920 920 920 920 150 510 860 1,040 918 1,893 2,120 920

House -> no rent
Electricity 20 20 20 20 20 20 20 20 20 20 20 20

Fuel for vehicle

< Communication 16 16 16 16 16 16 16 16 16 16 16 16
Expenditures Food 450 450 450 450 450 450 450 450 450 450 450 450
Education
Children daily allowance 310 310 310 310 310 310 310 310 310 310 310
Health (insurance premium and non insured
_ 120 200 200 200 200
expenditure)
\ Social events (festival, wedding, etc.) A5 A5 A5 A5 A5 40 40 A5 45 45 45 45
TOTAL (Monthly) 841 841 841 841 841 956 1,036 731 1,041 1,041 841 841
TOTAL (Yearly) 10,692
r Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Unexpected other item (please specify)
i I
O;:::f:eir < other item (please specify)
TOTAL (Monthly) 0 0 0 0 0 0 0 0 0 0 0 0
TOTAL (Yearly) 0
\
Qitems may include: purchase of animal, house repair, etc. >
TOTAL Expenditure -841 -841 -841 -841 -841 -956 -1,036 -731 -1,041 -1,041 -841 -841
/
VSLA 1,000
VSLA
Borrowing 3
S B < TOTAL Borrowing 0 0 0 1,000 0 0 0 0 0 0 0 0
Repayment 1 300 300 400
Repayment 2

\ Repayment 3
TOTAL Repayment 0 0 0 0 0 0 0 300 300 400 0 0




WITHOUT LOAN (Borrowing)

Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Income 920 920 920 920 150 510 860 1,040 918 1,893 2,120 920
Expenditure -841 -841 -841 -841 -841 -956 -1,036 -731 -1,041 -1,041 -841 -841
Monthly Cash balance 79 79 79 79 -691 -446 -176 309 -124 852 1,279 79
Cumulative Cash at Home 79 158 237 316 -375 -821 -997 -688 -812 40 1,319 1,398
WITH LOAN (Borrowing)

Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Income + Loan 920 920 920 1,920 150 510 860 1,040 918 1,893 2,120 920
Expenditure + Loan repayment -841 -841 -841 -841 -841 -956 -1,036 -1,031 -1,341 -1,441 -841 -841
Monthly Cash balance 79 79 79 1,079 -691 -446 -176 9 -424 452 1,279 79
Cumulative Cash at Home 79 158 237 1,316 625 179 3 12 -412 40 1,319 1,398

2,500

2,000

1,500

1,000

500

-500

-1,000

-1,500

Cumulative Cash at Home

WITHOUT Borrowing

EEEd Income mm Expenditure

Monthly Cash balance

79

2,500

2,000

1,500

1,000

500

-500

-1,000

-1,500

-2,000

Cumulative Cash at Home

79

WITH Borrowing

i . 79

Income + Loan mm Expenditure + Loan repayment Monthly Cash balance

4 Household cash flow
2



NAME of the INTERVIEWEE: _ Daniel Otoo

2-1. Livelihood Questionnaire

Community - Libga

Categories | Sub Categoris

| Questions

Answer

1. Basic information on the household
Family member

Tangible asset
(excluding
monetary/financial)

Who are the member of the family? (member and age)

How many family members live in this household? (i.e. those who share the household budget)

Is there any family member who live and work outside this home?
If so, do they contribute to the household budget (send money home)?

Own home (no rent) O, agricultural machinery O(if checked, specify what

machinery )

Chicken (poultry or egg) O. aquaculture O, motor bicycle. truck/vehicled. cow. pigglet]
smart phone O(if checked, specify how many and who uses the phone

)
feature phone [ (if checked, specify how many and who uses the
phone )

1 farmer (didn't finish Senior High School), 2 wives, has 11 children
1 in an tertiary institution, 1 in high school, 6 in primary school, 1 too young
for school

13 people in this house

1 son who is working as a teacher in Tarkwa (he is 30 years old), he has
sent GHC 50 twice

Own home, has 1 motorbike and 1 bicycle, 3 feature phones, 10 sheep and
more than 50 chicken

2. Sources of income

Agriculture-related
income

Non-Agriculture
income

How do you make your living? What are the sources of your household income? Please tell us what they are and amount for each month.

Regular income (associated with crop sales)

Other agriculture-related income (caual labourer, machinery rent, etc.)

Regular income (non-farming income)

Irregular income (any other income including receipt of remittance from family)

Who is the administrator of the household budget?

Husband is a farmer, wife is a farmer of vegetables

Wife also processes rice but she doesn't have money now so she's not
doing rice (she would buy paddy rice, parboil it, dry it, mill it and sell) - she
can process 10 bags at a time, would need GHC 1,000 to buy paddy rice,
buy water, firewood and transportation these would cost GHC 600 and so
she would need GHC 1,600 to start it up again, her profit is GHC 300 for 10
bags - so can make GHC 300 a week (GHC 1,200 for the month)

Sells livestock from time to time

None (only agriculture)

Both

1



2-1. Livelihood Questionnaire

Does he/she record the income and expenditure? No
IF YES, what is his/her motivation of bookkeeping?

Every adult keeps their own wallets and then they come together to decide

? ?
IF NO, why not? How does he/she manage the budget~ who should pay for each expense

3. Household expenditures

Use [4.Household cash flow] sheet. Ask the "regular" and "irregular/unexpected” expenditures of the past 12 months.

2



2-1. Livelihood Questionnaire

4. Usage of health care service

Usage status

Cost and payment

When any one of your family becomes sick, where do you go to seek for help?

Are you (your family) enrolled in the government health insurance system (NHIA)?

IF YES (enrolled), what benefits do you find in the government insurance? List top three benefits.

Do you find any inconvenience with the government insurance? If you do, what are they?

IF NO (not enrolled), why are you not enrolled? (e.g. not qualified, don't know how to enrol, difficult to
enrol (cost. etc.), not interested )

Do you have regular health care-related expenditures (premium for health care service, medical
services. medicine. etc.)?

When you use health care service what cost(s) incur? (premium for the insurance, pay-as-you-go
service fee, transportation, etc.)

How do you pay for the fee? (e.g. using savings, borrow money, etc.)

What payment method do you use? (cash, digital payment, etc.)

Savelugu Hospital

They all have national health insurance, but 1 of the wives' has expired she
doesn't have money to renew yet so will renew

No, but sometimes you have to pay for things not covered by NHIS

No

Sometimes has to pay GHC 20 a month in medicines (1 wife) etc that are
not covered by health insurance

Cash

Cash

3



2-1. Livelihood Questionnaire

5. Usage of financial
services

Do you have a bank account? (If owning more than 1 account, start with the main account)

How often do you use the account?

For what purposes do you use this account? (saving, remittance, etc.)

Are you using any loan from the financial institution? (If YES, use "Calendar (Financial)")
What type of financial products and services you use? (of which financial service provider(s)?)

How do you assess their services?

Are you borrowing money from your family, friends, someone from the village, or any other (informal)
money lenders? (If YES, use "Calendar (Financial)")

Do you (or other family members) use the phone for financial transactions? What do you think about
conducting financial transactions over the phone?

Husband and wife both use MTN mobile money

Daily for transactions

Husband uses mobile money, wife also uses mobile money she deposits her
money (savings, getting money from others - remittances from her son in
Tarkwa)

No
MTN mobile money

Through the phone, and there is an agent in the community

Borrowed GHC 1,500 from Adakabra ftor school tees - every 3 months, have
to pay GHC 150 of interest (10 percent of what you borrow) - the wife is a
member of VSLA (not the husband), this is the second time they borrowed
from the VSLA, they also used to borrow for secondary school (because it
was not free), they would hope to pay by the end of February (the third
month)

Borrowed from another VSLA (GHC 1,000 to pay for agricultural inputs) - the
husband is a member of another one.

Yes, for savings and remittances, and for renewing health insurance

Do you have any insurance for your agriculture crop? If you do, who is the provider? No
Do you have life insurance? If you do, who is the provider? No
Do you have any health insurance? If you do, who is the provider?(e.g. insurance company, bundling NHIS
product offered bv mobile service provider. etc.)

6. Worries/concerns Do you have any worries/concerns in life? What are they?

in life and aspirations N/A

for the future

What are your aspirations for the future?

Educate children because he understands the benefit of schooling so they
can be financial independence and also contribute to the family

4



NAME of the INTERVIEWEE: __ Iddrisu Ziblim

2.2 Agriculture Questionnaire
1

QUESTION ANSWER
General question Do you have your own agricutural land? If you do, what is the total size? YES / NO Yes
4 acres - 3.7 acres of irrigated, government agricultural land.
Size: Tomato, okra and peppers.
Yes - eat all the maize, eat some of soyabeans and sell 60% and
Do you cultivate for your own consumption? If so, what are they? YES /NO rice we sell some about 60% and eat some, green leafy vegetables
(ayoyo, bra) - consumes some and sells some
(Crops) Maize, Soybeans, Rice

What cash crops do you cultivate?

Which one is the most important one (cash crop)?

Do you cultivate individually? Or as a group?

Do you sell the products individually? Or collectively?

What do women and men do at each stage of value chain: production,
post-harvest processing & storage, distribution & sales?

Production

Post harvest

Distribution and sales

Soybeans, Rice, Green leafy vegetables (ayoyo, bra)

Soybeans

Both - is part of a farmer group that also does 4 acres

Both

Men

Women

All farming activities

All post-harvest activities

All sales activities

All farming activities

All post-harvest activities

All sales activities

QUESTION ANSWER
Crop 1: Crop name: Green leafy vegetables
Production period What is the land size you use for this crop? (specific size, or portion 0.5 acres

Inputs / unit

Sales

Value chain
challenges

allocated out of the total land size answered above)

Which months of the year do you produce this crop? Is this one production
cycle? If not how many cycles are there during these months?

How many times can you harvest in each production cycle?

Which month(s) do you harvest?

What are the inputs and their costs (materials and labor) required to
produce? And at which point of the production cycle do you use them?

From whom do you purchase seeds/seedling/fertilizers/pesticides?

To whom do you sell your product?

Do you sell your product right after you harvest? If not, when do you sell?

What was the sales price/unit most recently? Was it a good price?

Who are the buyers of your products?

Do your buyer come to your farm to purchase your products?

Do you sell your products by yourself? If so, where?

If you sell your products by yourself, what are the associated costs
(transportation, rent-a-space, etc.) and how much are they?

Is there any other costs associated with sales of your products?

What are your main challenges for you to produce and sell this product?

(production related issues)
(storage/procesing related issues)
(delivery/sales related issues)

(gender related issues)

See production calendar

See production calendar

See production calendar

See production calendar

Buys seed from the market

The buyer comes to the farm

Yes

See production calendar

Buyers from market

Yes

N/A

N/A

N/A

N/A



2.2 Agriculture Questionnaire

QUESTION

ANSWER

Crop 2:

Production period

Inputs / unit

Sales

Value chain
challenges

Crop name: Rice

What is the land size you use for this crop? (specific size, or portion
allocated out of the total land size answered above)

Which months of the year do you produce this crop? Is this one production
cycle? If not how many cycles are there during these months?

How many times can you harvest in each production cycle?

Which month(s) do you harvest?

What are the inputs and their costs (materials and labor) required to
produce? And at which point of the production cycle do you use them?

From whom do you purchase seeds/seedling/fertilizers/pesticides?

To whom do you sell your product?

Do you sell your product right after you harvest? If not, when do you sell?

What was the sales price/unit most recently? Was it a good price?

Who are the buyers of your products?

Do your buyer come to your farm to purchase your products?

Do you sell your products by yourself? If so, where?

If you sell your products by yourself, what are the associated costs
(transportation, rent-a-space, etc.) and how much are they?

Is there any other costs associated with sales of your products?

What are your main challenges for you to produce and sell this product?

(production related issues)

(storage/procesing related issues)
(delivery/sales related issues)

(gender related issues)

2 acres of his own land, and 6 acres of borrowed/cropped land in
another village

June to October, 1 cycle

See production calendar

Agricultural land is limited, they have to look land to crop, how to
maximize land (additional land to farm) - e.g., Sakple about 50 kms

QUESTION

ANSWER

Crop 3:

Production period

Inputs / unit

Sales

Value chain
challenges

Crop name: Soybeans
What is the land size you use for this crop? (specific size, or portion
allocated out of the total land size answered above)

Which months of the year do you produce this crop? Is this one production
cycle? If not how many cycles are there during these months?

How many times can you harvest in each production cycle?
Which month(s) do you harvest?

W hat are the inputs and their costs (materials and labor) required to
produce? And at which point of the production cycle do you use them?

From whom do you purchase seeds/seedling/fertilizers/pesticides?

To whom do you sell your product?

Do you sell your product right after you harvest? If not, when do you sell?
What was the sales price/unit most recently? Was it a good price?

Who are the buyers of your products?

Do your buyer come to your farm to purchase your products?

Do you sell your products by yourself? If so, where?

If you sell your products by yourself, what are the associated costs
(transportation, rent-a-space, etc.) and how much are they?

Is there any other costs associated with sales of your products?

W hat are your main challenges for you to produce and sell this product?

(production related issues)
(storage/procesing related issues)
(delivery/sales related issues)
(gender related issues)

1 acres

June-October, 1 cycle

2



3 Production Calendar
1

BASIC INFORMATION CROP 1 (Tomato)

Production Area: 1.0 acre Sales Unit: basket
Yield per Production Unit: 8 baskets/acre Unit Price: (lowest): ced30is/basket
max 20 basket (highest): 125 cedis/basket 3 baskets = 1 box
(average): 90 cedis/basket 1 box = 90 kg
DETAILED INFORMATION
Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Expenses - PRODUCTION Rent (land maintenance cost) -
3.7065 Machine Rent (land prep.)
2.471 acres Labor (planting) 200 200
Fertilizers (Natural)
Labor Cost (transplant)
Labor Cost (weeding)
Labor Cost (fertilizer) 210
Fertilizers (Chemical) 670
Pesticide 85
Fundicide
This is the biggest challenge Machine Rent (Harvesting)
Labor (harvesting)
other (Weedicide)
other (seeds) - -
other (sacks)
Labor (planting by broadcasting)
Expenses - SALES Transportation 256 256
Labour
Other cost (specify)
Total Expense - - - - 410 955 - 256 256 1,877
Sales 1,920 1,920 1,920 1,920 7,680
(REVENUE - EXPENSES)=Income . - - . (410) 965 1,920 1,664 1,664 5803
BASIC INFORMATION CROP 2 (Water melon)
Production Area: 2 Sales Unit: Harvest once every 8 times
Yield per Production Unit: 200 pieces/acre Unit Price: (lowest): 4 per piece
(highest): per piece
(average): 5 per piece
DETAILED INFORMATION
Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec

Expenses - PRODUCTION

This is the biggest challenge

Expenses - SALES

Rent (land)

Machine Rent (land prep.)
Labor (land preparation)
Fertilizers (Natural)

Labor Cost (transplant)
Labor Cost (weeding)
Labor Cost (fertilizer)
Fertilizers (Chemical)
Pesticide

Machine Rent (Harvesting)
Labor (harvesting)

other (Weedicide)

other (seeds)

other (sacks)

Labor (planting by broadcasting)
Transportation

Labour

Other cost (specify)

200
75

85

85.0

420

420

Total Expense
Sales

(REVENUE - EXPENSES)=Income

- 360

- (360)

85

(85)

420
600

180

420
600

180

1,285
1,200



4 Household cash flow
1

[ The objective of this sheet is to understand the in-and-out of CASH on the MONTHLY basis. J

NAME of the INTERVIEWEE:

MONTH Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
( Agriculture income 0 0 0 -360 -85 -230 1,145 1,920 1,664 1,664 0 0
Tenants 400 400 400 400 400 400 400 400 400 400 400 400
\
TOTAL HOUSEHOLD INCOME 400 400 400 40 315 170 1,545 2,320 2,064 2,064 400 400

House -> no rent
Electricity 50 50 50 50 50 50 50 50 50 50 50 50

Fuel for vehicle

< Communication 60 60 60 60 60 60 60 60 60 60 60 60
Expenditures Food 250 250 250 250 250 250 250 250 250 250 250 250
support for parents 300 300 300 300 300 300
Children daily allowance/support for children 0

Health (insurance premium and non insured

expenditure)

\ Social events (festival, wedding, etc.) 200 200 200 200 200 200 200 200 200 200 200 200
TOTAL (Monthly) 860 560 860 560 860 560 860 560 860 560 860 560
TOTAL (Yearly) 8,520

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

other item (please specify)

Unexpected
i I
O;:rpr:f:eir < other item (please specify)
TOTAL (Monthly) 0 0 0 0 0 0 0 0 0 0 0 0
TOTAL (Yearly) 0
\
ditems may include: purchase of animal, house repair, etc. >
TOTAL Expenditure -860 -560 -860 -560 -860 -560 -860 -560 -860 -560 -860 -560
( .
Borrowing 1

Borrowing 2

Borrowing 3
TOTAL Borrowing 0 0 0 0 0 0 0 0 0 0 0 0
Repayment 1

LOAN Usage <

Repayment 2

\ Repayment 3
TOTAL Repayment 0 0 0 0 0 0 0 0 0 0 0 0




WITHOUT LOAN (Borrowing)

Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Income 400 400 400 40 315 170 1,545 2,320 2,064 2,064 400 400
Expenditure -860 -560 -860 -560 -860 -560 -860 -560 -860 -560 -860 -560
Monthly Cash balance -460 -160 -460 -520 -545 -390 685 1,760 1,204 1,504 -460 -160
Cumulative Cash at Home -460 -620 -1,080 -1,600 -2,145 -2,53b -1,850 -90 1,114 2,618 2,158 1,998
WITH LOAN (Borrowing)

Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Income + Loan 400 400 400 40 315 170 1,645 2,320 2,064 2,064 400 400
Expenditure + Loan repayment -860 -560 -860 -560 -860 -560 -860 -560 -860 -560 -860 -560
Monthly Cash balance -460 -160 -460 -520 -b45 -390 685 1,760 1,204 1,504 -460 -160
Cumulative Cash at Home -460 -620 -1,080 -1,600 -2,145 -2,535 -1,850 -90 1,114 2,618 2,158 1,998

3,000

2,000

1,000

Ja
460

-1,000

-2,000

-3,000

Cumulative Cash at Home

WITHOUT Borrowing

e lncome

685

J A S 0]
90

B Expenditure

1,76

1,204

1,504

Monthly Cash balance

460

I160

3,000

2,000

1,000

-1,000

-2,000

-3,000

Ja
460

Cumulative Cash at Home

. Ju J Al S (0]
390
545

Income + Loan

WITH Borrowing

685

/ rdet 160
160

mm Expenditure + Loan repayment

Monthly Cash balance

4 Household cash flow
2



NAME of the INTERVIEWEE:

2-1. Livelihood Questionnaire
1

Categories | Sub Categoris | Questions

Answer

1. Basic information on the household

Who are the member of the family? (member and age)
Family member

How many family members live in this household? (i.e. those who share the household budget)
Is there any family member who live and work outside this home?

If so, do they contribute to the household budget (send money home)?

Own home (no rent) O, agricultural machinery O (if checked, specify what

machinery )

Chicken (poultry or egg) 0. aquaculture O, motor bicycle[. truck/vehicled. cow. pigglet]

smart phone [ (if checked, specify how many and who uses the phone
)

feature phone [ (if checked, specify how many and who uses the

phone )

Tangible asset (excluding
monetary/financial)

Husband 28 yrs.
Wife 27 yrs
3 children (8yrs, 6yrs, 3yrs)

2 children (10 yrs, 4 yrs)

Rent house

Rain-fed

Goat (3)

Family-owned canoe (father owns)
2 feature phones

2. Sources of income

Agriculture-related income Regular income (associated with crop sales)

Other agriculture-related income (caual labourer, machinery rent, etc.)

Non-Agriculture income
Regular income (non-farming income)
Irregular income (any other income including receipt of remittance from family)
Who is the administrator of the household budget?

Does he/she record the income and expenditure?

IF YES, what is his/her motivation of bookkeeping?
IF NO, why not? How does he/she manage the budget?

How do you make your living? What are the sources of your household income? Please tell us what they are and amount for each month.

Husband: Farming, fishing
Wife: sells pure water

3. Household expenditures

Use [4.Household cash flow] sheet. Ask the "regular" and "irregular/unexpected” expenditures of the past 12 months.




2-1. Livelihood Questionnaire
2

4. Usage of health care service

Usage status

Cost and payment

When any one of your family becomes sick, where do you go to seek for help?
Are you (your family) enrolled in the government health insurance system (NHIA)?

IF YES (enrolled), what benefits do you find in the government insurance? List top three benefits.

Do you find any inconvenience with the government insurance? If you do, what are they?

IF NO (not enrolled), why are you not enrolled? (e.g. not qualified, don't know how to enrol, difficult to enrol
(cost. etc.). not interested )

Do you have regular health care-related expenditures (premium for health care service, medical services,
medicine. etc.)?

When you use health care service what cost(s) incur? (premium for the insurance, pay-as-you-go service fee,
transportation, etc.)

How do you pay for the fee? (e.g. using savings, borrow money, etc.)

What payment method do you use? (cash, digital payment, etc.)

5. Usage of financial services

Do you have a bank account? (If owning more than 1 account, start with the main account)

If not, will you be interested in using any?

How often do you use the account?

For what purposes do you use this account? (saving, remittance, etc.)

Are you using any loan from the financial institution? (If YES, use "Calendar (Financial)")

What type of financial products and services you use? (of which financial service provider(s)?)

How do you assess their services?

Are you borrowing money from your family, friends, someone from the village, or any other (informal) money
lenders? (If YES, use "Calendar (Financial)")

Do you (or other family members) use the phone for financial transactions? What do you think about conducting
financial transactions over the nhone?

Do you have any insurance for your agriculture crop? If you do, who is the provider?

Do you have life insurance? If you do, who is the provider?

Do you have any health insurance? If you do, who is the provider?(e.g. insurance company, bundling product
offered bv mobile service provider. etc.)

No bank account.
Husband uses mobile money. Use everyday. Money transfer. Network problem.

Everyday
Money transfer among friends.

n.a.

Yes from friends

6. Worries/concerns in life and
aspirations for the future

Do you have any worries/concerns in life? What are they?

What are your aspirations for the future?

Wife: Water selling business is not very profitable; not enough to support household
budget.

Husband: Lack of money for farming

Wife: Open a kiosk to support the household economy.

Husband: Construct a home, Commercial taxi business




NAME of the INTERVIEWEE:

2.2 Agriculture Questionnaire
1

QUESTION ANSWER
General question Do you have your own agricutural land? If you do, what is the total size? Father's land (no rent fee)
2.4 acres
Do you cultivate for your own consumption? If so, what are they? YES /NO
What cash crops do you cultivate? Tomato, Okra, Pepper (Pepper is the most important)
Which one is the most important one (cash crop)?
Do you cultivate individually? Or as a group?
Do you sell the products individually? Or collectively?
What do women and men do at each stage of value chain: production,
post-harvest processing & storage, distribution & sales?
Men Women
Production Wife sells
Post harvest Wife sells
Distribution and sales Wife sells
QUESTION ANSWER
Crop 1: Crop name:

Production period

Inputs / unit

Sales

Value chain
challenges

What is the land size you use for this crop? (specific size, or portion
allocated out of the total land size answered above)

Which months of the year do you produce this crop? Is this one production
cycle? If not how many cycles are there during these months?

How many times can you harvest in each production cycle?

Which month(s) do you harvest?

What are the inputs and their costs (materials and labor) required to
produce? And at which point of the production cycle do you use them?

From whom do you purchase seeds/seedling/fertilizers/pesticides?

To whom do you sell your product?

Do you sell your product right after you harvest? If not, when do you sell?

What was the sales price/unit most recently? Was it a good price?

Who are the buyers of your products?

Do your buyer come to your farm to purchase your products?

Do you sell your products by yourself? If so, where?

If you sell your products by yourself, what are the associated costs
(transportation, rent-a-space, etc.) and how much are they?

Is there any other costs associated with sales of your products?

W hat are your main challenges for you to produce and sell this product?

(production related issues)
(storage/procesing related issues)
(delivery/sales related issues)

(gender related issues)



2.2 Agriculture Questionnaire
2

QUESTION ANSWER
Crop 2: Crop name: Tomatoes and Peppers
Production period What is the land size you use for this crop? (specific size, or portion
P allocated out of the total land size answered above)
, Which months of the year do you produce this crop? Is this one production
Inputs / unit .
cycle? If not how many cycles are there during these months?
How many times can you harvest in each production cycle?
Which month(s) do you harvest?
What are the inputs and their costs (materials and labor) required to
produce? And at which point of the production cycle do you use them?
From whom do you purchase seeds/seedling/fertilizers/pesticides?
Sales To whom do you sell your product?
Do you sell your product right after you harvest? If not, when do you sell?
W hat was the sales price/unit most recently? Was it a good price?
Who are the buyers of your products?
Do your buyer come to your farm to purchase your products?
Do you sell your products by yourself? If so, where?
If you sell your products by yourself, what are the associated costs
(transportation, rent-a-space, etc.) and how much are they?
Is there any other costs associated with sales of your products?
Value chain What are your main challenges for you to produce and sell this product?
challenges
(production related issues)
(storage/procesing related issues)
(delivery/sales related issues)
(gender related issues)
QUESTION ANSWER
Crop 3: Crop name: Okra

Production period

Inputs / unit

Sales

Value chain
challenges

What is the land size you use for this crop? (specific size, or portion
allocated out of the total land size answered above)

Which months of the year do you produce this crop? Is this one production
cycle? If not how many cycles are there during these months?

How many times can you harvest in each production cycle?
Which month(s) do you harvest?

What are the inputs and their costs (materials and labor) required to
produce? And at which point of the production cycle do you use them?

From whom do you purchase seeds/seedling/fertilizers/pesticides?

To whom do you sell your product?

Do you sell your product right after you harvest? If not, when do you sell?
What was the sales price/unit most recently? Was it a good price?

Who are the buyers of your products?

Do your buyer come to your farm to purchase your products?

Do you sell your products by yourself? If so, where?

If you sell your products by yourself, what are the associated costs
(transportation, rent-a-space, etc.) and how much are they?

Is there any other costs associated with sales of your products?

W hat are your main challenges for you to produce and sell this product?

(production related issues)
(storage/procesing related issues)
(delivery/sales related issues)
(gender related issues)



2.5 acres (total)

BASIC INFORMATION

DETAILED INFORMATION

BASIC INFORMATION

DETAILED INFORMATION

CROP 1

Tomato
Okra
Pepper

(TOMATO)

Production Area:

Yield per Production Unit:

0.5 acre
1 acre

1 acre

0.5
3 ~ 7 baskets

Jan.

Feb.

Mar

Sales Unit:
Unit Price:

basket (50 KG)
(lowest):
(highest):

(average):

Apr

10
150

May Jun

3 Production calendar (;F v FZ4& L)

20194

calculate with Good price

Jul Aug Sep Oct Nov Dec

Expenses - PRODUCTION
(BADT—&EH)

Expenses - SALES

Machine Rent (land prep.)
Labor (land preparation)
Fertilizers

Pesticide

Labor Cost (weeding)
Labor Cost (fertilizer)
Liquid fertilizer

Labor (insecticide)
Machine Rent (Harvesting)
Labor (harvesting)
Insecticide

other (sacks)

other (seeds)

Labor (planting)
Transportation

Labour

Other cost (specify)

Production

Harvest(sell for 2weeks, 3 times harvest a week)

Total Expense

Sales

(REVENUE - EXPENSES)=Income

CROP 2

(PEPPER)

Production Area:

Yield per Production Unit:

1 acre
1.5 sac(dried)

Jan.

(usually 6-7 sacs)

Feb.

Mar

Sales Unit:

Unit Price:

1 sac
(lowest):
(highest):

(average):

Apr

300

May Jun

4 sacs of fresh pepper yields 1 dried pepper

Jul Aug Sep Oct Nov Dec

Expenses - PRODUCTION

Expenses - SALES

Rent (land)

Machine Rent (land prep.) Tractor
Labor (land preparation)
Fertilizers

Labor Cost (transplant)

Labor Cost (weeding)

Labor Cost (fertilizer)

Fertilizers (Chemical)

Labor (pesticide)

Machine Rent (Harvesting)
Labor (harvesting)

other (fertilizer)

other (labor and cost of sticking)
other (seeds)

Labor (planting)

Transportation

Labour

Other cost (specify)

Sales (good price)

Production

240

255

400.0

Production

240

Production Harvest Harvest Harvest Harvest

240

Total Expense

Sales

(REVENUE - EXPENSES)=Income

1200

1,200

895

(895)

240 240 - - - - - 1,375

1,200

(240) (240) - - - - - (175)

1



BASIC INFORMATION CROP 3

DETAILED INFORMATION

3 Production calendar (;F v FZ4& L)

(OKRA)
Production Area: 1 acre Sales Unit: basket
Yield per Production Unit: 40 baskets Unit Price: (lowest): harvest every 3 days 2 baskets/harvest (20-22 kg)
40 (highest):
(average): 40-45 cedis
Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Production Harvest & Sales

Expenses - PRODUCTION Fertilizer 1070

Weedcide 160

Pesticide 30

Seeds 180

Fungacide 40
Expenses - SALES Transportation

Labour

Other cost (specify)
Total Expense - - 1,530 - - -
Sales 1,020 1,020
(REVENUE - EXPENSES)=Income - - (1,530) - 1,020 1,020
TOTAL AGRICULTURAL INCOME 1,200 - (1,530) (895) 780 780

1,530
2,040

510

335

2



2.5 acres (total)

BASIC INFORMATION

DETAILED INFORMATION

BASIC INFORMATION

DETAILED INFORMATION

CROP 1

Tomato
Okra
Pepper

(TOMATO)

Production Area:

Yield per Production Unit:

0.5 acre
1 acre

1 acre

0.5
3 ~ 7 baskets

Jan.

Feb.

Mar

Sales Unit:
Unit Price:

basket (50 KG)
(lowest):
(highest):

(average):

Apr

10
150

May Jun

20194

Jul Aug

calculate with Good price

Sep

Oct Nov

3 Production calendar ( F ¥ F %HE)

Dec

Expenses - PRODUCTION
(BADT—&EH)

Expenses - SALES

Machine Rent (land prep.)
Labor (land preparation)
Fertilizers

Pesticide

Labor Cost (weeding)
Labor Cost (fertilizer)
Liquid fertilizer

Labor (insecticide)
Machine Rent (Harvesting)
Labor (harvesting)
Insecticide

other (sacks)

other (seeds)

Labor (planting)
Transportation

Labour

Other cost (specify)

Production

100

Harvest(sell for 2weeks, 3 times harvest a week)

100

113
43

120

120

Total Expense

Sales

(REVENUE - EXPENSES)=Income

CROP 2

(PEPPER)

Production Area:

Yield per Production Unit:

1 acre
1.5 sac(dried)

Jan.

(usually 6-7 sacs)

Feb.

Mar

Sales Unit:

Unit Price:

1 sac
(lowest):
(highest):

(average):

Apr

300

May Jun

213 143 120
150

(213) (143) 30

Jul Aug

120 -
150

30 -

4 sacs of fresh pepper yields 1 dried pepper

Sep

Oct Nov

Dec

Expenses - PRODUCTION

Expenses - SALES

Rent (land)

Machine Rent (land prep.) Tractor
Labor (land preparation)
Fertilizers

Labor Cost (transplant)

Labor Cost (weeding)

Labor Cost (fertilizer)

Fertilizers (Chemical)

Labor (pesticide)

Machine Rent (Harvesting)
Labor (harvesting)

other (fertilizer)

other (labor and cost of sticking)
other (seeds)

Labor (planting)

Transportation

Labour

Other cost (specify)

Sales (good price)

Production Production
240

255

240

400.0

Production Harvest

240

Harvest

Harvest Harvest

Total Expense

Sales

(REVENUE - EXPENSES)=Income

1200

1,200

895

(895)

240 240 -

(240) (240) -

595
300

(295)

1,375
1,200

(175)

1



3 Production calendar ( F ¥ F %HE)
2

BASIC INFORMATION CROP 3 (OKRA)
Production Area: 1 acre Sales Unit: basket
Yield per Production Unit: 40 baskets Unit Price: (lowest): harvest every 3 days 2 baskets/harvest (20-22 kg)
40 (highest):

(average): 40-45 cedis
DETAILED INFORMATION

Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Production Harvest & Sales

Expenses - PRODUCTION Fertilizer 1070

Weedcide 160

Pesticide 30

Seeds 180

Fungacide 40
Expenses - SALES Transportation

Labour

Other cost (specify)
Total Expense - - - 1,530 - - - - - - - - 1,530
Sales 1,020 1,020 2,040
(REVENUE - EXPENSES)=Income - - - (1,530) - 1,020 1,020 - - - - - 510

TOTAL AGRICULTURAL INCOME - 1,200 - (1,530) (895) 568 638 30 30 - - - 40



2.5 acres (total)

BASIC INFORMATION

DETAILED INFORMATION

BASIC INFORMATION

DETAILED INFORMATION

CROP 1

Tomato
Okra
Pepper

(TOMATO)

Production Area:

Yield per Production Unit:

0.5 acre
1 acre

1 acre

0.5
3 ~ 7 baskets

Jan.

Feb.

Mar

Sales Unit:
Unit Price:

basket (50 KG)
(lowest):
(highest):

(average):

Apr

10
150

May Jun

20194

Jul Aug

calculate with Good price

Sep

Oct Nov

3 Production calendar (F ¥ FE1E)

Dec

Expenses - PRODUCTION
(BADT—&EH)

Expenses - SALES

Machine Rent (land prep.)
Labor (land preparation)
Fertilizers

Pesticide

Labor Cost (weeding)
Labor Cost (fertilizer)
Liquid fertilizer

Labor (insecticide)
Machine Rent (Harvesting)
Labor (harvesting)
Insecticide

other (sacks)

other (seeds)

Labor (planting)
Transportation

Labour

Other cost (specify)

Production

100

Harvest(sell for 2weeks, 3 times harvest a week)

100

113
43

120

120

Total Expense

Sales

(REVENUE - EXPENSES)=Income

CROP 2

(PEPPER)

Production Area:

Yield per Production Unit:

1 acre
1.5 sac(dried)

Jan.

(usually 6-7 sacs)

Feb.

Mar

Sales Unit:

Unit Price:

1 sac
(lowest):
(highest):

(average):

Apr

300

May Jun

213 143 120
2,250

(213) (143) 2,130

Jul Aug

120 -

2,250

2,130 =

4 sacs of fresh pepper yields 1 dried pepper

Sep

Oct Nov

Dec

Expenses - PRODUCTION

Expenses - SALES

Rent (land)

Machine Rent (land prep.) Tractor
Labor (land preparation)
Fertilizers

Labor Cost (transplant)

Labor Cost (weeding)

Labor Cost (fertilizer)

Fertilizers (Chemical)

Labor (pesticide)

Machine Rent (Harvesting)
Labor (harvesting)

other (fertilizer)

other (labor and cost of sticking)
other (seeds)

Labor (planting)

Transportation

Labour

Other cost (specify)

Sales (good price)

Production Production
240

255

240

400.0

Production Harvest

240

Harvest

Harvest Harvest

Total Expense

Sales

(REVENUE - EXPENSES)=Income

1200

1,200

895

(895)

240 240 -

(240) (240) -

595
4,500

3,905

1,375
1,200

(175)

1



BASIC INFORMATION

DETAILED INFORMATION

3 Production calendar (F ¥ FE1E)
2

CROP 3 (OKRA)
Production Area: 1 acre Sales Unit: basket
Yield per Production Unit: 40 baskets Unit Price: (lowest): harvest every 3 days 2 baskets/harvest (20-22 kg)
40 (highest):
(average): 40-45 cedis
Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Production Harvest & Sales

Expenses - PRODUCTION Fertilizer 1070

Weedcide 160

Pesticide 80

Seeds 180

Fungacide 40
Expenses - SALES Transportation

Labour

Other cost (specify)
Total Expense - - 1,530 - - - - - - - - 1,530
Sales 1,020 1,020 2,040
(REVENUE - EXPENSES)=Income - - (1,530) - 1,020 1,020 - - - - - 510
TOTAL AGRICULTURAL INCOME 1,200 = (1,530) (895) 568 638 2,130 2,130 - - - 4,240



4 Household cash flow(F v F 7% L)
1

[ The objective of this sheet is to understand the in-and-out of CASH on the MONTHLY basis. ]

NAME of the INTERVIEWEE:

MONTH Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec =11
Husband: Farm income 0 1,200 0 -1,530 -895 780 780 0 0 0 0 0 335
Husband: Fishing income 960 960 960 960 960 4,800
Wife: Water selling 16 16 16 16 16 16 16 16 16 16 16 16 192
Husband: Construction 23 23 23 23 23 23 23 23 23 23 23 23 280
0
0
TOTAL HOUSEHOLD INCOME 999 2,199 39 -1,491 -856 819 819 39 39 999 999 999 5,607
S ( Clothing and shoes 25 25 25 25 25 25 25 25 25 25 25 25 300
gjﬁﬁrlzt:: Household items 167 167 167 167 167 167 167 167 167 167 167 167 2,000
Soap 0
Education (uniform, books, stationary) 40 40 450 530
Home Rent 30 30 30 30 30 30 30 30 30 30 30 30 360
Cooking fuel (cooking) 0 0 0 0 0 0 0 0 0 0 0 0 0
< Electricity 15 15 15 15 15 15 15 15 15 15 15 15 180
Transportation (to go to the farm) 0
Expenditures Communication (mobile phone) 40 40 40 40 40 40 40 40 40 40 40 40 480
Food 600 600 600 600 600 600 600 600 600 600 600 600 7,200
Health 0
Social events (funeral, wedding, naming
21 21 21 21 21 21 21 21 21 21 21 21 250
ceremony, etc.)
. Church contribution 80 80 80 80 80 80 80 80 80 80 80 80 960
TOTAL (Monthly) 1,018 978 978 1,018 978 978 978 978 1,428 978 978 978 12,260
TOTAL (Yearly) 12,260
( Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Health 33 33 33 33 33 33 33 33 33 33 33 33
Unexpected
or irregular <
expenses
TOTAL (Monthly) 33 33 33 33 33 33 33 33 33 33 33 33
TOTAL (Yearly) 400
\
TOTAL Expenditure -1,051 -1,011 -1,011 -1,051 -1,011 -1,011 -1,011 -1,011 -1,461 -1,011 -1,011 -1,011  -12,660
 Loans from family and friends 1,000
WEREDZ ETH-T=H . £FH
LOAN Usage . S s
{  TOTAL Borrowing 0 0 0 0 1,000 DRI, ZOHERTHEE 0 0 0
Repyment (ZEF|F) FICIRAF LR TWOWE WS F U F (2
RELTWD,

TOTAL Repayment 0 0 0 0 0



4 Household cash flow(F v F 7% L)
2
WITHOUT LOAN (Borrowing)

Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
EEATE + A 999 2,199 39 -1,491 -8b6 819 819 39 39 999 999 999 5,607
X H -1,051 -1,011 -1,011 -1,051 -1,011 -1,011 -1,011 -1,011 -1,461 -1,011 -1,011 -1,011  -12,660
AR NNZ R -b1 1,189 -972 -2,542 -1,867 -192 -192 -972 -1,422 -12 -12 -12
FITDIRE -b1 1,137 166 -2,376 -4,243 -4,434 -4,626 -5,697 -7,019 -7,030 -7,042 -7,053
WITH LOAN (Borrowing)

Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
EEATE +MINA +EA 999 2,199 39 -1,491 144 819 819 39 39 999 999 999 6,607
S H+RAE -1,051 -1,011 -1,011 -1,051 -1,011 -1,011 -1,011 -1,011 -1,461 -1,011 -1,011 -1,011  -12,660
A NNZ R -b1 1,189 -972 -2,542 -867 -192 -192 -972 -1,422 -12 -12 -12
FITDIRE -b1 1,137 166 -2,376 -3,243 -3,434 -3,626 -4,597 -6,019 -6,030 -6,042 -6,053

ME (A BL W& (A &Y
4,000 3,000

2,000

2,000
1,000
1,189

— : - — —
192 192
972 972
1,422

-2,000 -1,867 -2,000

-1,000

2,542 -2,542
-3,000

-4,000
-4,000
-5,000

-6,000

-6,000

-8,000 -7,000

FroREe EERRERSHARA - BN NZ v R FroRe EEERERSHERA+EA R AR NZ v R



4 Household cash flow( F ¥ F Z18)
1

[ The objective of this sheet is to understand the in-and-out of CASH on the MONTHLY basis. ]

NAME of the INTERVIEWEE:

MONTH Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec =11
Husband: Farm income 0 1,200 0 -1,530 -895 568 638 30 30 0 0 0 40
Husband: Fishing income 960 960 960 960 960 4,800
Wife: Water selling 16 16 16 16 16 16 16 16 16 16 16 16 192
Husband: Construction 23 23 23 23 23 23 23 23 23 23 23 23 280
0
0
TOTAL HOUSEHOLD INCOME 999 2,199 39 -1,491 -856 607 677 69 69 999 999 999 5,312
S ( Clothing and shoes 25 25 25 25 25 25 25 25 25 25 25 25 300
gjﬁﬁrlzt:: Household items 167 167 167 167 167 167 167 167 167 167 167 167 2,000
Soap 0
Education (uniform, books, stationary) 40 40 450 530
Home Rent 30 30 30 30 30 30 30 30 30 30 30 30 360
Cooking fuel (cooking) 0 0 0 0 0 0 0 0 0 0 0 0 0
< Electricity 15 15 15 15 15 15 15 15 15 15 15 15 180
Transportation (to go to the farm) 0
Expenditures Communication (mobile phone) 40 40 40 40 40 40 40 40 40 40 40 40 480
Food 600 600 600 600 600 600 600 600 600 600 600 600 7,200
Health 0
Social events (funeral, wedding, naming
21 21 21 21 21 21 21 21 21 21 21 21 250
ceremony, etc.)
. Church contribution 80 80 80 80 80 80 80 80 80 80 80 80 960
TOTAL (Monthly) 1,018 978 978 1,018 978 978 978 978 1,428 978 978 978 12,260
TOTAL (Yearly) 12,260
( Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Health 33 33 33 33 33 33 33 33 33 33 33 33
Unexpected
or irregular <
expenses
TOTAL (Monthly) 33 33 33 33 33 33 33 33 33 33 33 33
TOTAL (Yearly) 400
\
TOTAL Expenditure -1,051 -1,011 -1,011 -1,051 -1,011 -1,011 -1,011 -1,011 -1,461 -1,011 -1,011 -1,011  -12,660
 Loans from family and friends 1,000
WEREDZ ETH-T=H . £FH
LOAN Usage . S s
{  TOTAL Borrowing 0 0 0 0 1,000 DRI, ZOHERTHEE 0 0 0
Repyment (ZEF|F) FICIRAF LR TWOWE WS F U F (2
RELTWD,

TOTAL Repayment 0 0 0 0 0



4 Household cash flow( F ¥ F Z18)
2
WITHOUT LOAN (Borrowing)

Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
EEATE + A 999 2,199 39 -1,491 -8b6 607 677 69 69 999 999 999 5,312
X H -1,051 -1,011 -1,011 -1,051 -1,011 -1,011 -1,011 -1,011 -1,461 -1,011 -1,011 -1,011  -12,660
AR NNZ R -b1 1,189 -972 -2,542 -1,867 -404 -334 -942 -1,392 -12 -12 -12
FoDRE -b1 1,137 166 -2,376 -4,243 -4,647 -4,981 -5,922 -7,314 -7,325 -1,337 -7,348
WITH LOAN (Borrowing)

Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
EEATE +MINA +EA 999 2,199 39 -1,491 144 607 677 69 69 999 999 999 6,312
S H+RAE -1,051 -1,011 -1,011 -1,051 -1,011 -1,011 -1,011 -1,011 -1,461 -1,011 -1,011 -1,011  -12,660
A NNZ R -b1 1,189 -972 -2,542 -867 -404 -334 -942 -1,392 -12 -12 -12
FITDIRE -b1 1,137 166 -2,376 -3,243 -3,647 -3,981 -4,922 -6,314 -6,325 -6,337 -6,348

ME (A BL W& (A &Y
4,000 3,000

2,000
2,000

1,000
1,189

FeI Ml
972

-1,000

1,392

-2,000 -2,000

2,542 -2,542
-3,000

-4,000
-4,000
-5,000

-6,000

-6,000

-8,000 -7,000

FroREe EERRERSHARA - BN NZ v R FroRe EEERERSHERA+EA R AR NZ v R



4 Household cash flow( F ¥ F 51E&)
1

[ The objective of this sheet is to understand the in-and-out of CASH on the MONTHLY basis. ]

NAME of the INTERVIEWEE:

MONTH Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec &5t
Husband: Farm income 0 1,200 0 -1,530 -895 568 638 2,130 2,130 0 0 0 4,240
Husband: Fishing income 960 960 960 960 960 4,800
Wife: Water selling 16 16 16 16 16 16 16 16 16 16 16 16 192
Husband: Construction 23 23 23 23 23 23 23 23 23 23 23 23 280
0
0
TOTAL HOUSEHOLD INCOME 999 2,199 39 -1,491 -856 607 677 2,169 2,169 999 999 999 9,512
S ( Clothing and shoes 25 25 25 25 25 25 25 25 25 25 25 25 300
S Household items 167 167 167 167 167 167 167 167 167 167 167 167 116
Soap
Education (uniform, books, stationary) 40 40 450 530
Home Rent 30 30 30 30 30 30 30 30 30 30 30 30 360
Cooking fuel (cooking) 0 0 0 0 0 0 0 0 0 0 0 0 0
< Electricity 15 15 15 15 15 15 15 15 15 15 15 15 180
Transportation (to go to the farm) 0
Expenditures Communication (mobile phone) 40 40 40 40 40 40 40 40 40 40 40 40 480
Food 600 600 600 600 600 600 600 600 600 600 600 600 7,200
Health 0
Social events (funeral, wedding, naming
21 21 21 21 21 21 21 21 21 21 21 21 250
ceremony, etc.)
. Church contribution 80 80 80 80 80 80 80 80 80 80 80 80 960
TOTAL (Monthly) 1,018 978 978 1,018 978 978 978 978 1,428 978 978 978 12,260
TOTAL (Yearly) 12,260
( Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Health 33 33 33 33 33 33 33 33 33 33 33 33
Unexpected
or irregular <
expenses
TOTAL (Monthly) 33 33 33 33 33 33 33 33 33 33 33 33
TOTAL (Yearly) 400
\
TOTAL Expenditure -1,051 -1,011 -1,011 -1,051 -1,011 -1,011 -1,011 -1,011 -1,461 -1,011 -1,011 -1,011  -12,660
 Loans from family and friends 1,000
BEREDZ ETHHT=h. 2FH
LOAN Usage . S s
{  TOTAL Borrowing 0 0 0 0 1,000 DRI, ZOHERTHEE 0 0 0
Repyment (ZEF|F) FICIRAF LR TWOWE WS F U F (2
RELTWS,

TOTAL Repayment 0 0 0 0 0



WITHOUT LOAN (Borrowing)

Jan. Feb. Mar May Jun Jul Aug Sep Oct Nov Dec
EEATE + A 999 2,199 39 -1,491 -856 607 677 2,169 2,169 999 999 999
X H -1,051 -1,011 -1,011 -1,051 -1,011 -1,011 -1,011 -1,011 -1,461 -1,011 -1,011 -1,011
AINZNRZ R -b1 1,189 -972 -2,542 -1,867 -404 -334 1,159 709 -12 -12 -12
FonEE -51 1,137 166 -2,376 -4,243 -4.647 -4,981 -3,822 -3,114 -3,125 -3,137 -3,148
WITH LOAN (Borrowing)
Jan. Feb. Mar May Jun Jul Aug Sep Oct Nov Dec
EEATE +MINA +EA 999 2,199 39 -1,491 144 607 677 2,169 2,169 999 999 999
S H+IRFE -1,051 -1,011 -1,011 -1,051 -1,011 -1,011 -1,011 -1,011 -1,461 -1,011 -1,011 -1,011
AINZNRZ R -b1 1,189 -972 -2,542 -867 -404 -334 1,159 709 -12 -12 -12
FonEE -51 1,137 166 -2,376 -3,243 -3,647 -3,981 -2,822 -2,114 -2,125 -2,137 -2,148
amE (BEA) &L mE (BEA) HY
3,000 3,000
2,000 2,000
1,000 1189 1,000 1,189 1,159 |
709
0 2 51 5 I
Ja Fe M 0 Aok 2
-1,000 I I I97z I MI J“i404 Ji334 AI S OI NI
-1,000 Ms67
-2,000 1343
-2,542 -2,000
-3,000
-2,542
-3,000
-4,000
-5,000 -4,000
-6,000 -5,000
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9,512
-12,660

10,512
-12,660
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NAME of the INTERVIEWEE:

Rufai Baba

Categories | Sub Categoris

Questions

Answer

1. Basic information on the household
Family member

Tangible asset (excluding
monetary/financial)

Who are the member of the family? (member and age)

How many family members live in this household? (i.e. those who share the household budget)

Is there any family member who live and work outside this home?
If so, do they contribute to the household budget (send money home)?

Own home (no rent) [, agricultural machinery O (if checked, specify what

machinery )

Chicken (poultry or egg) . aquaculture [, motor bicycled. truck/vehicled. cowld. pigglet]
smart phone O (if checked, specify how many and who uses the phone

)
feature phone O (if checked, specify how many and who uses the
phone )

1 husband (35 years old)

1 wife (does not know her age) with 2 children (6 years and 3 years), wife is 8
months pregnant

2 other children with ex-wife (divorced) but she lives in another house in the
community

Mother of head of household lives in another house in the community (he takes
care of her by providing her with money - about 5 cedis a day)

* 4 family members
* No

- Owns home, there is a motor king (but he doesn't own it, uses it to work for
someone - to sell satchet water), has a bicycle, has a feature phone - uses phone
to arrange sales for satchet water also to listen to the radio and make calls, wife
also has a feature phone, the family also has 2 chickens with chicks

Other

Head of household has leadership capabilities - He has been the head of an
active farmer group for 20 years with 26 members, he says the qualities that make
him suitable for the head of group even though he is young are that i) he has time
for people ii) he is patient iii) he is able to convince people to follow him

2. Sources of income

Agriculture-related income

Non-Agriculture income

How do you make your living? What are the sources of your household income? Please tell us what they are and amount for each month.

Regular income (associated with crop sales)

Other agriculture-related income (caual labourer, machinery rent, etc.)

Regular income (non-farming income)

Irregular income (any other income including receipt of remittance from family)
Who is the administrator of the household budget?
Does he/she record the income and expenditure?

IF YES, what is his/her motivation of bookkeeping?

IF NO, why not? How does he/she manage the budget?

Grows maize and groundnuts (peanuts)

None

Sells satchets of water and makes about GHC 900 a month.

Depends on the season, when the weather is hot can sell 200-300 sachets -
February, March, April, and 100-150 when weather is cool (sells an average of
150 a day). Each satchet is GHC 2.50, if he sells a satchet, he makes GHC 0.20,
and his boss makes GHC 2.30

None

- He (farmer) decides how money should be used

* NO

 Ad-hoc depends on how much money is in the house at the moment

3. Household expenditures

Use [4.Household cash flow] sheet. Ask the "regular" and "irregular/unexpected” expenditures of the past 12 months.

2-1. Livelihood Questionnaire
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4. Usage of health care service

Usage status

Cost and payment

When any one of your family becomes sick, where do you go to seek for help?

Are you (your family) enrolled in the government health insurance system (NHIS)?

IF YES (enrolled), what benefits do you find in the government insurance? List top three benefits.

Do you find any inconvenience with the government insurance? If you do, what are they?

IF NO (not enrolled), why are you not enrolled? (e.g. not qualified, don't know how to enrol, difficult to enrol (cost,
etc.). not interested )

Do you have regular health care-related expenditures (premium for health care service, medical services,
medicine, etc.)?

When you use health care service what cost(s) incur? (premium for the insurance, pay-as-you-go service fee,
transportation, etc.)

How do you pay for the fee? (e.g. using savings, borrow money, etc.)

What payment method do you use? (cash, digital payment, etc.)

- Savelugu Hospital

- Yes (free because she's pregnant, if she's not pregnant and she is to renew it is
GHC 25 for the year, for the children it is GHC 5 for a year, its is GHC 25 for the
year), also does for the mother and the other 2 children

- They pay for cost of consultations, service is fine, cost is acceptable

* None, has no problem with level of care at Savelugu Hospital,

Wife currently goes every week because she is 8 months pregnant, goes to main
road and boards a vehicle

Incurs cost of of transportation and she has to pay for scans, blood tests etc -
these extras usually costs about 10 cedis, but health insurance covers the cost of
consultation

Cash

Cash

5. Usage of financial
services

Do you have a bank account? (If owning more than 1 account, start with the main account)
How often do you use the account?

For what purposes do you use this account? (saving, remittance, etc.)

Are you using any loan from the financial institution? (If YES, use "Calendar (Financial)")

What type of financial products and services you use? (of which financial service provider(s)?)

How do you assess their services?

Are you borrowing money from your family, friends, someone from the village, or any other (informal) money
lenders? (If YES. use "Calendar (Financial™

Do you (or other family members) use the phone for financial transactions? What do you think about conducting
financial fransactions over the nhone?

Do you have any insurance for your agriculture crop? If you do, who is the provider?

Do you have life insurance? If you do, who is the provider?

Do you have any health insurance? If you do, who is the provider?(e.g. insurance company, bundling product
offered bv mabhile service nrovider. etc.)

Has a bank account with ADB (Agricultural Development Bank)
Once a month deposits the money in his account

Savings

No

Savings account

Thinks the interest rate on his bank account is small, he gets GHC2.50 a month
(has about GHC 1500 in the account), he's not happy with the bank and would like
to change because the interest is too small

No

No
No
No

NHIS (governement health insurance)

6. Worries/concerns in life
and aspirations for the
future

Do you have any worries/concerns in life? What are they?

What are your aspirations for the future?

N/A

After completing his house, he will buy another plot of land, build another house
and rent it out so that he can spend the money from the tenant as his pension

2-1. Livelihood Questionnaire
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NAME of the INTERVIEWEE: __ Rufai Baba

2.2 Agriculture Questionnaire

QUESTION

ANSWER

General question

Do you have your own agricutural land? If you do, what is the total size?

Do you cultivate for your own consumption? If so, what are they?

What cash crops do you cultivate?

Which one is the most important one (cash crop)?

Do you cultivate individually? Or as a group?

Do you sell the products individually? Or collectively?

What do women and men do at each stage of value chain: production,

nost-harvest nrocessina & storaae. distribution & sales?

Production

Post harvest

Distribution and sales

Group dynamics

YES /NO

Size:

YES /NO

(Crops)

No - the land belong to the family

30 acres of family land- he farms 3 acres individually (family land)
this is separate from the group farms, the group farm does rice (10
acres), group farm of maize (3-4 acres), now that the group has
bought a tractor, the group would like to buy a piece of land for the

group
Yes

Yes - small patch of land in his own house when it’s the rainy
season - okra, pepper and alfalfa (this is not the family land) and
out of his family land of 3 acres he sells some of the maize and
keeps some for his family (for example this year he made 6 bags of
maize, sold 4 bags and kept 2 bags), for peanuts he sells half and
leaves half for his household

2 acres for maize, 1 acre for peanuts

Peanuts

Both - peanuts, and maize (individually) and for group does maize
and rice

Both

Men

Women

Land preparation, planting, weeding, application of pesticides and

fertilizer. harvestina

Loading, transportation, sales

Planting, harvesting

Shelling, winnowing, bagging

Sales

They finance inputs purchases from group contributions (each
member pays GHC 0.50 for Tuesday meeting and GHC 0.50 for
Friday meeting), also members pay penalties if they miss meetings
(GHC 1), and for missing farm activities. If they are short of money,
they borrow from group members - then in their sittings once they
have enough to pay the person back they do, don't wait for harvest

time.
QUESTION ANSWER
Crop 1: Crop name: Maize
Production period What is the land size you use for this crop? (specific size, or portion 2 acres

Inputs / unit

Sales

Value chain
challenges

allocated out of the total land size answered above)

Which months of the year do you produce this crop? Is this one production

cycle? If not how many cycles are there during these months?

How many times can you harvest in each production cycle?

Which month(s) do you harvest?

What are the inputs and their costs (materials and labor) required to

produce? And at which point of the production cycle do you use them?

From whom do you purchase seeds/seedling/fertilizers/pesticides?

To whom do you sell your product?

Do you sell your product right after you harvest? If not, when do you sell?

What was the sales price/unit most recently? Was it a good price?

Who are the buyers of your products?

Do your buyer come to your farm to purchase your products?

Do you sell your products by yourself? If so, where?

If you sell your products by yourself, what are the associated costs
(transportation, rent-a-space, etc.) and how much are they?

Is there any other costs associated with sales of your products?

What are your main challenges for you to produce and sell this product?

(production related issues)
(storage/procesing related issues)
(delivery/sales related issues)

(gender related issues)

June-October, One production cycle

Once

November

GHC 60 pesticide, GHC 46 on seeds, GHC 96 on sacks (see
production calendar)

The farmer group buys in bulk and sells to individual members of

the group

To the market

No, keeps in his house

GHC 105 per bag (in April), yes price was good

Anyone on the open market

No

Tamale and Savelugu markets

No costs, stores in his house, sometimes leaves some at the
farmer group warehouse to be sold with the group

N/A

N/A

1



2.2 Agriculture Questionnaire

QUESTION

ANSWER

Crop 2:

Production period

Crop name: Rice (group farm)

What is the land size you use for this crop? (specific size, or portion
allocated out of the total land size answered above)

Which months of the year do you produce this crop? Is this one production

10 acres group farm

Inputs / unit cycle? If not how many cycles are there during these months? June-October, on production cycle
How many times can you harvest in each production cycle? Once
Which month(s) do you harvest? November
What are the inputs and their costs (materials and labor) required to See production calender
produce? And at which point of the production cycle do you use them? P
From whom do you purchase seeds/seedling/fertilizers/pesticides? Farming group buys in bulk
Sales To whom do you sell your product? Sell to Tamale market and Savelugu market
Do you sell your product right after you harvest? If not, when do you sell? (To be confirmed)
What was the sales price/unit most recently? Was it a good price? GHC 90 per bag (flooding destroyed most of their crop) gotonly 6 b
Who are the buyers of your products? Sold on open market
Do your buyer come to your farm to purchase your products? If quantities are a lot the buyers will come
Do you sell your products by yourself? If so, where? Farmer group arranges sales for the group
If you sell your products by yourself, what are the associated costs .
: Group has its own warehouse
(transportation, rent-a-space, etc.) and how much are they?
Is there any other costs associated with sales of your products? N/A
Value chain What are your main challenges for you to produce and sell this product?
challenges
(production related issues) Rice dlql not do well this year only 6 bags for all 10 acres because
of flooding
(storage/procesing related issues)
(delivery/sales related issues)
(gender related issues)
QUESTION ANSWER
Crop 3: Crop name: Peanuts
Production period What is the land size you use for this crop? (specific size, or portion 1 acre

Inputs / unit

Sales

Value chain
challenges

allocated out of the total land size answered above)

Which months of the year do you produce this crop? Is this one production
cycle? If not how many cycles are there during these months?

How many times can you harvest in each production cycle?
Which month(s) do you harvest?

What are the inputs and their costs (materials and labor) required to
produce? And at which point of the production cycle do you use them?

From whom do you purchase seeds/seedling/fertilizers/pesticides?

To whom do you sell your product?

Do you sell your product right after you harvest? If not, when do you sell?
What was the sales price/unit most recently? Was it a good price?

Who are the buyers of your products?

Do your buyer come to your farm to purchase your products?

Do you sell your products by yourself? If so, where?

If you sell your products by yourself, what are the associated costs
(transportation, rent-a-space, etc.) and how much are they?

Is there any other costs associated with sales of your products?

W hat are your main challenges for you to produce and sell this product?

(production related issues)
(storage/procesing related issues)
(delivery/sales related issues)

(gender related issues)

May-August, one production cycle

Once

September

See production calender

To be confirmed

Open market

Yes

GHC 150

Open market

No

Tamale and Savelugu market

Has own warehouse
N/A

Have to harvest immediately otherwise any rainfall will ruin your
crop

Lack of consistency in size of peanut, pricing depends on how
well-filled the peanut is

2



[The objective of this sheet is to understand in which month the production costs are incurred and sales are made. ]

<PREMISES>
EXPENSES and H . HY | n
Production area: 8 acres Sales Unit: "basket" (1 basket =20.9kg)
REVENUE should be | Sacres fes e _ EXAMPLE
indicated, using the Yield per Production Unit: 70 baskets/acre Price per unit: (lowest) , (highest) 13,000/basket, (average)
same unit of
RICE (Rainy Season) Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Expenses - PRODUCTION Sales all year around Highest market price
Machine Rent 44 000 .
Labor (land preparation) 10,000 E
Seeds ! 22,000 :
1
MODIFY as necessary. Fertilizers (Natural) I 3,000 !
Consider the Labor Cost (transplant) i 60,000 E
produ.c’FlF)n -sales Labor Cost (weeding) : Y 40,000 :
activities and N : | |
T Labor Cost (fertilizer) ! ! 15,000 E
inputs/costs. Fertilizers (Chemical) : : 120,000 !
Labor (pesticide) i i 50,000 :
1
Machine Rent (H t] ' ' ' - 50,000
achine Rent (Harvesting) Indicate the sales value v H : : N
that the producer M i # 15,000
Expenses - SALES Transport & Labor / receives in the month(s) \ :
Total Expense (Monthly) when the products are ) 54,000.0 85,000.0 225,000 | 32,500 32,500
Total Expense (Annual) sold to tche buyer / : 429,000
—————— — (transaction-based). -
Sales In this example, all the 910,000
Profit (Sales - Expense) 481,000
Maiz, Rice, Peanut (ground nuts), Yam.
During rainy saeson grow alfalfa, okra
Create production calendar for each main crop
BASIC INFORMATION CROP 1 Peanut
Production Area: 1 acres Sales Unit:  "maxi bag" (1 maxi bag is 30 kg)
Yield per Production Unit: 6 bags (unshelled)/acre Unit Price: (lowest): 120 cedis/bag
(highest): 150 cedis/bag
(average): 135 cedis/bag
DETAILED INFORMATION
Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Expenses - PRODUCTION Rent (land) -
Machine Rent (land prep.)
Labor (land preparation) 70
Fertilizers (Natural)
Labor Cost (transplant) 40
Labor Cost (weeding) 60
Labor Cost (fertilizer)
Fertilizers (Chemical)
Labor (pesticide)
This is the biggest challenge Machine Rent (Harvesting)
Labor (harvesting) 225
other (Weedicide)
other (seeds)
other (sacks)
Labor (planting by broadcasting)
Expenses - SALES Transportation
Labour
Other cost (specify)
Total Expense - - - - 110 60 - 225 - - - 395
Sales 900
(REVENUE - EXPENSES)=Income - . . : (110) (60) . 675 . i . 505

3 Production Calendar
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BASIC INFORMATION

DETAILED INFORMATION

BASIC INFORMATION

DETAILED INFORMATION

CROP 2

Maize
Production Area: 2 acres Sales Unit: "bags" (1 bag is 100kg)
Unit Price: (lowest):
(highest):

(average):

Yield per Production Unit: 8 bags/acre

Jan. Feb. Mar Apr May

70 cedis/bag
120 cedis/bag
100 cedis/bag

Jun

Expenses - PRODUCTION

Expenses - SALES

Rent (land)

Machine Rent (land prep.)
Labor (land preparation)
Fertilizers (Natural)

Labor Cost (transplant)
Labor Cost (weeding)
Labor Cost (fertilizer)
Fertilizers (Chemical)
Labor (pesticide)
Machine Rent (Harvesting)
Labor (harvesting)

other (weedicide)

other (sacks)

other (seeds)

Labor (planting)
Transportation

Labour

Other cost (specify)

45

Maiz, Rice, Peanut (ground nuts), Yam.
1 acre for peanut (cash crop) - sale half and self-consumption half
Okra, Pepper an maize - 6 bags harvest --> 4 bag sold (last year the harvest was very bad)
farmers group meet Tuesday and Friday - those who are absent pay penalty 1 cedi each time

Borrow - among the group member

Jul Aug Sep Oct Nov Dec

96

Total Expense
Sales

(REVENUE - EXPENSES)=Income

CROP 3

480

The same as above.
- - - 480

(name of crop)

Jan. Feb. Mar Apr May

45

(45)

Jun

Expenses - PRODUCTION

Expenses - SALES

Rent (land)

Machine Rent (land prep.)
Labor (land preparation)
Fertilizers (Natural)

Labor Cost (transplant)
Labor Cost (weeding)
Labor Cost (fertilizer)
Fertilizers (Chemical)
Labor (pesticide)
Machine Rent (Harvesting)
Labor (harvesting)

other (weedicide)

other (sacks)

other (seeds)

Labor (planting)
Transportation

Labour

Other cost (specify)

Jul Aug Sep Oct Nov Dec

Total Expense
Sales

(REVENUE - EXPENSES)=Income

TOTAL AGRICULTURAL INCOME

- - - 480

(110)

(105)

- 675 . - (96) a

141

339

344

3 Production Calendar
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4 Household cash flow
1

[ The objective of this sheet is to understand the in-and-out of CASH on the MONTHLY basis. J

NAME of the INTERVIEWEE: 4 bags of see -, b sedis - 220 households in this community

sales price: 100 -150 sachets/day*2.5 cedis->0.2 cedis (earning)
BIEHIALBKATEWVWTWS, ~FICEEZES (BE) . BHRPODRI AL, BEBSaveluguDIRE~NF v 7T v 712> TW3, CHIPSIZRS AW, TILFTZH T RAa L &E

MONTH Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Agriculture income 0 0 0 480 -110 -105 0 675 0 0 -96 0
Water sales (distribution) 900 900 900 900 900 900 900 900 900 900 900 900
TOTAL HOUSEHOLD INCOME 900 900 900 1,380 790 795 900 1,575 900 900 804 900
11,644
f Rent 1 (residence) 0 0 0 0 0 0 0 0 0 0 0 0
taking care of mother 150 150 150 150 150 150 150 150 150 150 150 150
Electricity 40 40 40 40 40 40 40 40 40 40 40 40
Fuel for cooking (charcoal) usually go to bush b 55 55 55 55 55 55 55 55 55 55 55 55
Communication 15 15 15 15 15 15 15 15 15 15 15 15
Expenditures < Food 175 175 175 175 175 175 175 175 175 175 175 175
Education (2 children in private school) 16 16 16 16 16 16 16 16 16 16 16 16
Social events (festival, wedding, etc.) 5 3 1 1 1 1 1 1 1 1 2 2
Welfare (social security, insurance, etc.)
Health (regular checkup)
other household items and cooking ingredients 150 150 150 150 150 150 150 150 150 150 150 150
Allowance for 2 children on school days (2 child 40 40 40 20 40 40 40 20 40 40 20
646 644 642 622 642 642 642 602 622 642 643 623
TOTAL (Yearly) 7,612
( Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Pregnancy lab and scan 10 10 10
Unexpected other item (please specify)
[ |
O;;g:f:ezr < other item (please specify)
TOTAL (Monthly) 0 0 0 0 0 0 0 10 0 10 0 10
TOTAL (Yearly) 30
\
TOTAL Expenditure -646 -644 -642 -622 -642 -642 -642 -612 -622 -652 -643 -633
( j
Borrowing 1
Borrowing 2

Borrowing 3
TOTAL Borrowing 0 0 0 0 0 0 0 0 0 0 0 0
Repayment 1

LOAN Usage <

Repayment 2

. Repayment 3
TOTAL Repayment 0 0 0 0 0 0 0 0 0 0 0 0




WITHOUT LOAN (Borrowing)

Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Income 900 900 900 1,380 790 795 900 1,575 900 900 804 900
Expenditure -646 -644 -642 -622 -642 -642 -642 -612 -622 -652 -643 -633
Monthly Cash balance 254 256 258 758 148 153 258 963 2178 248 161 267
Cumulative Cash at Home 254 510 768 1,626 1,674 1,827 2,085 3,048 3,326 3,074 3,735 4,002
WITH LOAN (Borrowing)
Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Income + Loan
Expenditure + Loan repayment
Monthly Cash balance
Cumulative Cash at Home
WITHOUT Borrowing WITH Borrowing
5,000 1
1
4,000
1
1
3,000
1
2,000 !
0
1,000 : 963 0
758
254 256 258 ! o 153 258 278 248 6T 267 0
i Jal Fel MI AI MI Jul JI AI si oI NI DI 0
0
-1,000 Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Cumulative Cash at Home EEEE Income s Expenditure Monthly Cash balance Cumulative Cash at Home Income + Loan mm Expenditure + Loan repayment Monthly Cash balance

4 Household cash flow
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NAME of the INTERVIEWEE:

Alhassan Nourideen

Categories | Sub Categoris

Questions

Answer

1. Basic information on the household

Family member

Tangible asset (excluding
monetary/financial)

Who are the member of the family? (member and age)

How many family members live in this household? (i.e. those who share the household budget)

Is there any family member who live and work outside this home?
If so, do they contribute to the household budget (send money home)?

Own home (no rent) O, agricultural machinery CI (if checked, specify what

machinery )

Chicken (poultry or egg) O, aquaculture O, motor bicycle. truck/vehicled. cow. piggletC]
smart phone O(if checked, specify how many and who uses the phone

)
feature phone [ (if checked, specify how many and who uses the
phone )

Farmer (not sure of age - about 30 years) has 1 wife (not sure age of his wife - about 25
years), and have 5 children - 14 years, 1 - 0 years, 6 years, 4 years, 2 years, his mother lives
in the house (about 50 years old), his elder brother's children (5 children), and three junior
brothers - 16 people live in the house

16 people

- 3 of them are involved in agriculture (head of household, junior brother, senior brother),
wife has a store and she sells things, during the dry season he rents the motorking also the
tricycle

- Own home, Livestock - sheep, goats, guinea fowl, chickens), Motorking, tricycle for
carrying people, 3 bicycles, gets eggs from guineafowls - consume part and sell part (has
sold mature ones for now so has to wait for them to grow)

2 smartphones (farmer and wife) and 1 regular phone (brother)

2. Sources of income

Agriculture-related income

Non-Agriculture income

How do you make your living? What are the sources of your household income? Please tell us
what they are and amount for each month.

Regular income (associated with crop sales)

Other agriculture-related income (caual labourer, machinery rent, etc.)

Regular income (non-farming income)

Irregular income (any other income including receipt of remittance from family)
Who is the administrator of the household budget?
Does he/she record the income and expenditure?

IF YES, what is his/her motivation of bookkeeping?

IF NO, why not? How does he/she manage the budget?

From groundnuts and rice cash crops

Non agricultural income is more than the agriculture

* Profit of Motorking rental - GHC 400/month, Profit of Wife's shop - GHC 100/month, Profit
of Tricycle - GHC 60/day

» The farmer is in charge (head of household)

- No

- Wife would be interested in keeping records for the shop but is not educated, would not
mind learning if she was taught

3. Household expenditures

Use [4.Household cash flow] sheet. Ask the "regular" and "irregular/unexpected" expenditures of
the past 12 months.

2-1. Livelihood Questionnaire
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4. Usage of health care service

Usage status

Cost and payment

When any one of your family becomes sick, where do you go to seek for help?

Are you (your family) enrolled in the government health insurance system (NHIA)?

IF YES (enrolled), what benefits do you find in the government insurance? List top three benefits.

Do you find any inconvenience with the government insurance? If you do, what are they?

IF NO (not enrolled), why are you not enrolled? (e.g. not qualified, don't know how to enrol,
difficult to enrol (cost. etc.). not interested )

Do you have regular health care-related expenditures (premium for health care service, medical
services, medicine, etc.)?

When you use health care service what cost(s) incur? (premium for the insurance, pay-as-you-go
service fee, transportation, etc.)

How do you pay for the fee? (e.g. using savings, borrow money, etc.)

What payment method do you use? (cash, digital payment, etc.)

» Savelugu Hospital, has been taking father to traditional healers for stroke

Yes, 30 cedis a year for each of 6 adults and 6 cedis a year for each of 10 children

- No other options apart from Savelugu Hospital - aspects they don't like - on admission, no
electricitv in the wards sometimes. or water or medicines)

Take care of his father who is sick (has a stroke) - he also takes care of senior brother and
father who live in family house (not in his house) - their feeding and health, and other people
in the house about 8 in the house - spends about 300 cedis on health for his father, and half
of his household costs on this family house (1.5 times)

Transportation (either vehicle at main road or cost of fuel for his motorking to go to the
hospital), some selected services, for medicines

Savings

Cash

5. Usage of financial services

Do you have a bank account? (If owning more than 1 account, start with the main account)

How often do you use the account?

For what purposes do you use this account? (saving, remittance, etc.)

Are you using any loan from the financial institution? (If YES, use "Calendar (Financial)")
What type of financial products and services you use? (of which financial service provider(s)?)

How do you assess their services?

Are you borrowing money from your family, friends, someone from the village, or any other
(informal) money lenders? (If YES, use "Calendar (Financial)")

Do you (or other family members) use the phone for financial transactions? What do you think
about conductina financial transactions over the nhone?

Do you have any insurance for your agriculture crop? If you do, who is the provider?

Do you have life insurance? If you do, who is the provider?

Do you have any health insurance? If you do, who is the provider?(e.g. insurance company,

bundlina nroduct offered bv mobile service provider. etc.)
Other

No, uses MTN mobile money to save his money - there is one in Kanshegu

As and when he needs to deposit or take out money

Savings account

No

Mobile money agent is in the Kanshegu community

Yes borrowed GHC 6,000 from a relative to buy Tricycle at no interest (total cost was
13,000), will be working with it and paying it off within 2 months

Uses Mobile Money for savings
No
No

NHIS (government health insurance)
Has vehicle insurance for tricycle (400 cedis per year in January)

6. Worries/concerns in life and
aspirations for the future

Do you have any worries/concerns in life? What are they?

What are your aspirations for the future?

Worry is not being to harvest on time (risk of bush fires), would be nice to get a combined
harvester, bought motorking from the group at a good price

Improve the house, replace the motorking

2-1. Livelihood Questionnaire
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NAME of the INTERVIEWEE: __ Alhassan Nourideen

2.2 Agriculture Questionnaire
1

QUESTION ANSWER
General question Do you have your own agricutural land? If you do, what is the total size? YES / NO Yes
Size: 12 acres
Do you cultivate for your own consumption? If so, what are they? YES /NO Yes - they consume all the maize, groundnuts and rice he sells
(Crops)
What cash crops do you cultivate? Maize (4 acres), Rice (3 acres), Groundnuts (6 acres)
Which one is the most important one (cash crop)? Maize
Do you cultivate individually? Or as a group? Both
Do you sell the products individually? Or collectively?
For the one he grows himself, he puts in his motorking, and sells
by himself, but now they are also putting individual bags with the
group so they can get better prices for the group they try to sell as
a group (store at a warehouse) wait for price to be good and wait
for price to be good (but sometimes you are ready to sell but the
group is not ready to sell)
What do women and men do at each stage of value chain: production,
nost-harvest nrocessina & storaae. distribution & sales?
Men Women
Production|Plant, weeding, harvest, thresh (similar to farmer 1)

Post harvest

Distribution and sales

Other information

Winnow, some women also thresh

Farmer group bought inputs in bulk with funds and disstributed to

individuals and it was better (distributor bore costs of transporting) -

government subsidy so it's a fixed price

QUESTION ANSWER
Crop 1: Crop name: Maize
Production period What is the land size you use for this crop? (specific size, or portion 4 acres

Inputs / unit

Sales

Value chain
challenges

allocated out of the total land size answered above)

Which months of the year do you produce this crop? Is this one production
cycle? If not how many cycles are there during these months?

How many times can you harvest in each production cycle?

Which month(s) do you harvest?

What are the inputs and their costs (materials and labor) required to
produce? And at which point of the production cycle do you use them?

From whom do you purchase seeds/seedling/fertilizers/pesticides?

To whom do you sell your product?

Do you sell your product right after you harvest? If not, when do you sell?

What was the sales price/unit most recently? Was it a good price?

Who are the buyers of your products?

Do your buyer come to your farm to purchase your products?

Do you sell your products by yourself? If so, where?

If you sell your products by yourself, what are the associated costs
(transportation, rent-a-space, etc.) and how much are they?

Is there any other costs associated with sales of your products?

What are your main challenges for you to produce and sell this product?

(production related issues)
(storage/procesing related issues)
(delivery/sales related issues)

(gender related issues)

June - October, 1 cycle

once

November

See production calender

Farmer group bought inputs in bulk with funds and disstributed to

individuals and it was better (distributor bore costs of transporting) -

government subsidy so it's a fixed price

No-one - all maize is consumed by the household

N/A

N/A

N/A

N/A

N/A

N/A

N/A

N/A



2.2 Agriculture Questionnaire
2

QUESTION ANSWER
Crop 2: Crop name: Rice
Production period What is the land size you use for this crop? (specific size, or portion 3 acres

allocated out of the total land size answered above)

Which months of the year do you produce this crop? Is this one production

Inputs / unit cycle? If not how many cycles are there during these months? June - October, 1 cycle
How many times can you harvest in each production cycle? Once
Which month(s) do you harvest? November
What are the inputs and their costs (materials and labor) required to See production calender
produce? And at which point of the production cycle do you use them? P
From whom do you purchase seeds/seedling/fertilizers/pesticides? Farmer group buys in bulk for individuals
Sales To whom do you sell your product? Open market
Do you sell your product right after you harvest? If not, when do you sell? (To be confirmed)
What was the sales price/unit most recently? Was it a good price? See production calender
Who are the buyers of your products? Open market
Do your buyer come to your farm to purchase your products? No - he transports to the market
Do you sell your products by yourself? If so, where? Tamale and Savelugu market
If you sell your products by yourself, what are the associated costs N/A has own motorking and tricylcle and storage
(transportation, rent-a-space, etc.) and how much are they?
Is there any other costs associated with sales of your products? N/A
Value chain What are your main challenges for you to produce and sell this product? N/A
challenges
(production related issues)
(storage/procesing related issues)
(delivery/sales related issues)
(gender related issues)
QUESTION ANSWER
Crop 3: Crop name: Groundnut (peanuts)
Production period What is the land size you use for this crop? (specific size, or portion 6 acres

Inputs / unit

Sales

Value chain
challenges

allocated out of the total land size answered above)

Which months of the year do you produce this crop? Is this one production
cycle? If not how many cycles are there during these months?

How many times can you harvest in each production cycle?
Which month(s) do you harvest?

What are the inputs and their costs (materials and labor) required to
produce? And at which point of the production cycle do you use them?

From whom do you purchase seeds/seedling/fertilizers/pesticides?

To whom do you sell your product?

Do you sell your product right after you harvest? If not, when do you sell?
What was the sales price/unit most recently? Was it a good price?

Who are the buyers of your products?

Do your buyer come to your farm to purchase your products?

Do you sell your products by yourself? If so, where?

If you sell your products by yourself, what are the associated costs
(transportation, rent-a-space, etc.) and how much are they?

Is there any other costs associated with sales of your products?

W hat are your main challenges for you to produce and sell this product?

(production related issues)
(storage/procesing related issues)
(delivery/sales related issues)
(gender related issues)

May to August, 1 cycle

once

September

See production calender
Farmer group? (TBC)
Open market

Yes - September

N/A

Open market

No

Tamale and Savelugu market

None - has own space and transportation

N/A

N/A



[The objective of this sheet is to understand in which month the production costs are incurred and sales are made.

<PREMISES>

Production area: 8 acres

EXPENSES and

REVENUE should be
Yield per Production Unit: 70 baskets/acre

Sales Unit: "basket" (1 basket =20.9kg)

Price per unit: (lowest)

EXAMPLE

, (highest) 13,000/basket, (average)

indicated, using the
same unit of

RICE (Rainy Season) Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Expenses - PRODUCTION Sales all year around Highest market price
Machine Rent 44,000 :
Labor (land preparation) 10,000 E
Seeds ! 22,000 :
1
MODIFY as necessary. Fertilizers (Natural) I 3,000 !
Consider the Labor Cost (transplant) i 60,000 E
produ.c’Flc-)n -sales Labor Cost (weeding) : V 40,000 :
activities and B : | I
associated Labor Cost (fertilizer) ! ! 15,000 i
inputs/costs. Fertilizers (Chemical) : : 120,000 !
Labor (pesticide) i i 50,000 :
1
Machine Rent (H t] ! ' ' - 50,000
achine Rent (Harvesting) Indicate the sales value v H | ! T
that the producer ' I ¢ 15000,
Expenses - SALES Transport & Labor / receives in the month(s) \ :
Total Expense (Monthly) when the products are ) 54,000.0 85,000.0 225,000 | 32,500 32,500
Total Expense (Annual) sold to tche buyer / i 429,000
—————— — (transaction-based). -
Sales In this example, all the 910,000
Profit (Sales - Expense) 481,000
Create production calendar for each main crop
BASIC INFORMATION CROP 1 (Peanut)
Production Area: 1 acres Sales Unit:  "maxi bag" (1 maxi bag is 30 kg)
Yield per Production Unit: 6 bags (unshelled)/acre Unit Price: (lowest): 120 cedis/bag
(highest): 150 cedis/bag
(average): 135 cedis/bag
DETAILED INFORMATION
Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Expenses - PRODUCTION Rent (land) -
Machine Rent (land prep.)
Labor (land preparation) 420
Fertilizers (Natural)
Labor Cost (transplant) 240
Labor Cost (weeding) 360
Labor Cost (fertilizer)
Fertilizers (Chemical)
Labor (pesticide)
This is the biggest challenge Machine Rent (Harvesting)
Labor (harvesting) 1,350
other (Weedicide)
other (seeds)
other (sacks)
Labor (planting by broadcasting)
Expenses - SALES Transportation
Labour
Other cost (specify)
Total Expense - - - - 660 360 - 1,350 - - 2,370
Sales 5,400
(REVENUE - EXPENSES)=Income . - - : (660) (360) - 4,050 i - 3,030

3 Production Calendar
1



BASIC INFORMATION

DETAILED INFORMATION

BASIC INFORMATION

DETAILED INFORMATION

CROP 2 (MAIZE)
Production Area: 4 acres Sales Unit: "bags" (1 bag is 100kg)
Yield per Production Unit: 8 bags/acre Unit Price: (lowest): 70 cedis/bag
(highest): 120 cedis/bag
(average): 100 cedis/bag
Jan. Feb. Mar Apr May Jun
Expenses - PRODUCTION Rent (land)

Machine Rent (land prep.)
Labor (land preparation)
Fertilizers (Natural)

Labor Cost (transplant)
Labor Cost (weeding)
Labor Cost (fertilizer)
Fertilizers (Chemical)
Labor (pesticide)

Machine Rent (Harvesting)
Labor (harvesting)

other (weedicide)

Dec

other (sacks) 192

other (seeds) 90

Labor (planting)
Expenses - SALES Transportation

Labour

Other cost (specify)
Total Expense - - - - 90 - - 192 - 282
Sales
(REVENUE - EXPENSES)=Income = - - - (90) = = (192) - (282)
CROP 3 (Rice)

Production Area: 3 acres Sales Unit:  "maxi bag" (1 maxi bag is 84 kg)
Yield per Production Unit: 10 maxi bags/acre Unit Price: (lowest): 60 cedis/bag
(highest): 100 cedis/bag
(average): 80 cedis/bag
Jan. Feb. Mar Apr May Jun Dec
e ——

Expenses - PRODUCTION Rent (land) -

Machine Rent (land prep.)

Labor (land preparation)

Fertilizers (Natural)

Labor Cost (transplant)

Labor Cost (weeding)

Labor Cost (fertilizer)

Fertilizers (Chemical) 660

Labor (pesticide)
This is the biggest challenge Machine Rent (Harvesting)

Labor (harvesting)

other (Weedicide) 180 135

other (seeds) 120

other (sacks) 180

Labor (planting by broadcasting)
Expenses - SALES Transportation

Labour

Other cost (specify)
Total Expense - - - - 120 840 135 180 - 1,275
Sales 3000
(REVENUE - EXPENSES)=Income - : : : (120) (840) (135) 2,820 - 1725
TOTAL AGRICULTURAL INCOME - - - (660) (570) (840) 3,915 2,628 - 4,473

3 Production Calendar
2



[ The objective of this sheet is to understand the in-and-out of CASH on the MONTHLY basis.

NAME of the INTERVIEWEE:

Expenditures <

4 Household cash flow
1

Unexpected
or irregular <
expenses

LOAN Usage <

MONTH Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Agriculture income 0 0 0 0 -660 -570 -840 3,915 0 0 2,628 0
Small shop (own - kiosk) 100 100 100 100 100 100 100 100 100 100 100 100
Motor King rent 400 400 400 400 400 400 400 400 400 400 400 400
Tricycle rent (newly bought) 13000 GHC price 1,800 1,800 1,800 1,800 1,800 1,800 1,800 1,800 1,800 1,800 1,800 1,800
TOTAL HOUSEHOLD INCOME 2,300 2,300 2,300 2,300 1,640 1,730 1,460 6,215 2,300 2,300 4,928 2,300
Taking care of his father/brother's household foo 120 120 120 120 120 120 120 120 120 120 120 120
house maintenance (b5 D & 5 B ER) 0
Electricity 60 60 60 60 60 60 60 60 60 60 60 60
Fuel for vehicle 450 450 450 450 450 450 450 450 450 450 450 450
Communication 48 48 48 48 48 48 48 48 48 48 48 48
Food (grain + other food) 240 240 240 240 240 240 240 240 240 240 240 240
Education (4 out of 5 children in school age) 200 200 200 200 200 200 200 200 200 200 100
Social events (festival, wedding, etc.) 60 10 10 10 10 10 10 10 10 10 10 10
Welfare (insurance, etc.) 360
Health (regular checkup)Father's medication+consultation with | 300 300 300 300 300 300
other household item
Insurance for vehicle 400 0 0 0 0 0 0 0 0 0 0 0
Cooking fuel (charcoal, firewood) 140 140 140 140
TOTAL (Monthly) 2,078 1,428 1,128 1,568 1,128 1,428 1,268 1,228 1,128 1,568 1,128 1,328
TOTAL (Yearly) 16,406
Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
other item (please specify)
other item (please specify)
TOTAL (Monthly) 0 0 0 0 0 0 0 0 0 0 0 0
TOTAL (Yearly) 0
Qr items may include: purchase of animal, house repair, etc. >
TOTAL Expenditure -2,078 -1,428 -1,128 -1,568 -1,128 -1,428 -1,268 -1,228 -1,128 -1,568 -1,128 -1,328
borrowed 6000 from his relative for tricyle (2 mon 6,000
Borrowing 2
Borrowing 3
TOTAL Borrowing 6,000 0 0 0 0 0 0 0 0 0 0 0
Repayment 1 3,000 3,000
Repayment 2
Repayment 3
TOTAL Repayment 0 3,000 3,000 0 0 0 0 0 0 0 0 0



WITHOUT LOAN (Borrowing)

Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Income 2,300 2,300 2,300 2,300 1,640 1,730 1,460 6,215 2,300 2,300 4,928 2,300
Expenditure -2,078 -1,428 -1,128 -1,568 -1,128 -1,428 -1,268 -1,228 -1,128 -1,568 -1,128 -1,328
Monthly Cash balance 222 812 1,172 732 512 302 192 4,987 1,172 7132 3,800 972
Cumulative Cash at Home 222 1,094 2,266 2,998 3,510 3,812 4,004 8,991 10,163 10,895 14,695 15,667
WITH LOAN (Borrowing)

Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Income + Loan 8,300 2,300 2,300 2,300 1,640 1,730 1,460 6,215 2,300 2,300 4,928 2,300
Expenditure + Loan repayment -2,078 -4,428 -4,128 -1,568 -1,128 -1,428 -1,268 -1,228 -1,128 -1,568 -1,128 -1,328
Monthly Cash balance 6,222 -2,128 -1,828 732 512 302 192 4,987 1,172 7132 3,800 972
Cumulative Cash at Home 6,222 4,094 2,266 2,998 3,510 3,812 4,004 8,991 10,163 10,895 14,695 15,667

18,000

16,000

14,000

12,000

10,000

8,000

6,000

4,000

2,000

-2,000

-4,000

4,172
732

877
772 i
JaI FeI M. AI

Cumulative Cash at Home

WITHOUT Borrowing

512

E
vl

Income

s Expenditure

Monthly Cash balance

3,800

20,000

15,000

10,000

5,000

-5,000

-10,000

6,222

Cumulative Cash at Home

WITH Borrowing

Income + Loan s Expenditure + Loan repayment

4,987

Monthly Cash balance

4 Household cash flow
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NAME of the INTERVIEWEE:

Aminu Mahama

Categories

Sub Categoris

Questions

Answer

1. Basic information on the household

Family member

Tangible asset (excluding
monetary/financial)

Who are the member of the family? (member and age)

How many family members live in this household? (i.e. those who share the
household budget)

Is there any family member who live and work outside this home?
If so, do they contribute to the household budget (send money home)?

Own home (no rent) O, agricultural machinery O (if checked, specify what
machinery )
Chicken (poultry or egg) 0. aquaculture I, motor bicycle. truck/vehicled. cow

0. piggletd
smart phone O(if checked, specify how many and who uses the phone

)

feature phone [ (if checked, specify how many and who uses the
phone )

1 farmer (45 years), 2 wives (30 years and 25 years), 9 children (20 years old is the eldest - she lives
with her auntie she's a seamstress and the youngest is 1 day old)

25 people in the house in total (father - about 90 years old, another male who is the oldest male
relative, mother, 2 brothers and their wives (assumed they were 2) and their children - eldest
daughter was counted here but she lives with her husband elsewhere)

20 years old is the eldest and she is married - she lives with her auntie she's a seamstress (she
sends money home once in a while)

His brothers also help with farming and their wives with agricultural processing (rice and shea
hutten
Owns home, livestock (5 chickens - most died from a disease newcastle, 12 guinea fowls, 8

cattle, 6 sheep, 7 goats), 1 motorking, 1 motorbike, 1 bicycle)

There are three regular mobile phones in the house (not feature or smartphones)

2. Sources of income

Agriculture-related income

Non-Agriculture income

How do you make your living? What are the sources of your household income?
Please tell us what they are and amount for each month.

Regular income (associated with crop sales)

Other agriculture-related income (caual labourer, machinery rent, etc.)

Regular income (non-farming income)

Irregular income (any other income including receipt of remittance from family)

Who is the administrator of the household budget?

Does he/she record the income and expenditure?

IF YES, what is his/her motivation of bookkeeping?

IF NO, why not? How does he/she manage the budget?

« Agriculture is most important source of income for his household (60% of his income)

= Uses motorking to work (e.g., deliveries) and makes GHC 30 a week
- 2 wives do shea butter processing and send it to the market to sell GHC 120 a month - about

4 months a year
Once a while he sells livestock - usually when the kids need money for school expenses (such
as uniforms)

* The farmer (head of household)

* No

» Takes turns splitting costs with siblings and their wives (e.g., rotating cooking days and giving
children money for school, also borrowing from each other)

3. Household expenditures

Use [4.Household cash flow] sheet. Ask the "regular” and "irregular/unexpected"
expenditures of the past 12 months.

2-1. Livelihood Questionnaire
1



4. Usage of health care service

Usage status

Cost and payment

When any one of your family becomes sick, where do you go to seek for help?

Are you (your family) enrolled in the government health insurance system (NHIA)?

IF YES (enrolled), what benefits do you find in the government insurance? List top |

three benefits.

Do you find any inconvenience with the government insurance? If you do, what are
thev?

IF NO (not enrolled), why are you not enrolled? (e.g. not qualified, don't know how
to enrol, difficult to enrol (cost, etc.), not interested )

Do you have regular health care-related expenditures (premium for health care
service. medical services. medicine. etc.)?

When you use health care service what cost(s) incur? (premium for the insurance,
pay-as-you-go service fee, transportation, etc.)

How do you pay for the fee? (e.g. using savings, borrow money, etc.)

What payment method do you use? (cash, digital payment, etc.)

Savelugu hospital

22 have NHIS, all have with exception of 3 adults (the head of household and his brothers don’t
have - they had the old ones but need to go stand in line for biometric ones and haven't done
that)

No

Pay about 150 cedis a month for services and medicines not covered under NHIS

Cash

cash

5. Usage of financial services

Do you have a bank account? (If owning more than 1 account, start with the main
account)

How often do you use the account?

For what purposes do you use this account? (saving, remittance, etc.)

Are you using any loan from the financial institution? (If YES, use "Calendar
(Financial)")

What type of financial products and services you use? (of which financial service
provider(s)?)

How do you assess their services?

Are you borrowing money from your family, friends, someone from the village, or
any other (informal) money lenders? (If YES, use "Calendar (Financial)")

Do you (or other family members) use the phone for financial transactions? What

Yes - Agriculture Development Bank, for 2 years
Once a week

Savings, because of earnings of motorking he deposits it to save it

No

Savings account

Goes there physically

Once a while he borrows from his relatives within the household (brothers, wives etc) for health services
if they don't have money when someone is sick

do you think about conducting financial transactions over the phone? No
Do you have any insurance for your agriculture crop? If you do, who is the NoO
provider?
Do you have life insurance? If you do, who is the provider? No
Do you have any health insurance? If you do, who is the provider?(e.g. insurance
. . . . Only NHIS
company, bundling product offered by mobile service provider, etc.)
6. Worries/concerns in life and aspirations for the future Do you have any worries/concerns in life? What are they?
N/A

What are your aspirations for the future?

Would like kids to be educated (become Ministers of the state), and go to university

2-1. Livelihood Questionnaire
2



2.2 Agriculture Questionnaire
1

NAME of the INTERVIEWEE: Aminu Mahama
QUESTION ANSWER
i ?
General question _Do you havg your own agricutural land? If you do, what YES / NO Yes
Is the total size?
Size: 20 acres (but uses 13 acres for farming)
: o
Do you cultivate for your own consumption? If so, what YES / NO Yes
are they?
(Crops) Maize (they consume all they make), yam and cassava

What cash crops do you cultivate?

Which one is the most important one (cash crop)?

Do you cultivate individually? Or as a group?

Do you sell the products individually? Or
collectively?

What do women and men do at each stage of value
chain: production, post-harvest processing & storage,
distribution & sales?

Production

Post harvest

Distribution and sales

they also consume all they make

Groundnuts (4 acres), Maize (5 acres), Rice (3 acres),
Yam (0.5 acre), Cassave (0.5 acre)

They sell groundnut and rice

Maize (because it is an important part of the household
diet)

Both

Both

Men

Women

Processing of shea butter and rice

QUESTION ANSWER
Crop 1: Crop name: Groundnut

What is the land size you use for this crop? (specific
Production period size, or portion allocated out of the total land size 4 acres

Inputs / unit

Sales

Value chain
challenges

answered above)

Which months of the year do you produce this crop? Is
this one production cycle? If not how many cycles are
there during these months?

How many times can you harvest in each production
cycle?

Which month(s) do you harvest?

What are the inputs and their costs (materials and labor)
required to produce? And at which point of the
production cycle do you use them?

From whom do you purchase

seeds/seedling/fertilizers/pesticides?

To whom do you sell your product?

Do you sell your product right after you harvest? If not,
when do you sell?

What was the sales price/unit most recently? Was it a
good price?

Who are the buyers of your products?

Do your buyer come to your farm to purchase your
products?

Do you sell your products by yourself? If so, where?

If you sell your products by yourself, what are the
associated costs (transportation, rent-a-space, etc.) and
how much are they?

Is there any other costs associated with sales of your
products?

What are your main challenges for you to produce and
sell this product?

(production related issues)

(storage/procesing related issues)
(delivery/sales related issues)

(gender related issues)

May to August, 1 cycle

Once

September

In the group they help each other with labour so they
don't have to pay these labour costs,you just have to
pay for feeding (see production calender)

Farmers group buys inputs in bulk

At the market

No, goes to the market every week and sees if price is
good, once it is good he sells

See production calendar

On the market

No

Has own transport, storage

N/A

N/A




2.2 Agriculture Questionnaire
2

QUESTION ANSWER
Crop 2: Crop name: Rice

What is the land size you use for this crop? (specific
Production period size, or portion allocated out of the total land size 3 acres

Inputs / unit

Sales

Value chain
challenges

answered above)

Which months of the year do you produce this crop? Is
this one production cycle? If not how many cycles are
there during these months?

How many times can you harvest in each production
cycle?

Which month(s) do you harvest?

What are the inputs and their costs (materials and labor)
required to produce? And at which point of the
production cycle do you use them?

From whom do you purchase
seeds/seedling/fertilizers/pesticides?

To whom do you sell your product?

Do you sell your product right after you harvest? If not,
when do you sell?

What was the sales price/unit most recently? Was it a
good price?

Who are the buyers of your products?

Do your buyer come to your farm to purchase your
products?

Do you sell your products by yourself? If so, where?

If you sell your products by yourself, what are the
associated costs (transportation, rent-a-space, etc.) and
how much are they?

Is there any other costs associated with sales of your
products?

What are your main challenges for you to produce and
sell this product?

(production related issues)

(storage/procesing related issues)
(delivery/sales related issues)

(gender related issues)

June to October, 1 cycle

Once

November

See production calendar

Farmer group buys in bulk

Open market

(To be confirmed)

See production calendar

Open market

No

Tamale and Savelugu market

Has own storage and transport

N/A

N/A




[The objective of this sheet is to understand in which month the production costs are incurred and sales are made.

EXPENSES and
REVENUE should be
indicated, using the
same unit of

<PREMISES>

Production area: 8 acres

Yield per Production Unit: 70 baskets/acre

Sales Unit: "basket" (1 basket =20.9kg)

Price per unit: (lowest)

EXAMPLE

, (highest) 13,000/basket, (average)

DETAILED INFORMATION

RICE (Rainy Season) Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Expenses - PRODUCTION Sales all year around Highest market price
Machine Rent 44.000 |
Labor (land preparation) 10,000 i
Seeds ! 22,000 :
1
MODIFY as necessary. Fertilizers (Natural) I 3,000 ]
Consider the Labor Cost (transplant) i 60,000 E
prOdL!CFI(,)n -sales Labor Cost (weeding) : . 40,000 :
activities and Labor Cost (fertilizer) : | 15000 |
- abor Cost (fertilizer ,
associated - | : : :
inputs/costs. Fertilizers (Chemical) : ! 120,000 :
Labor (pesticide) i i 50,000 :
1
Machine Rent (H t] : ' ' - 50,000
achine Rent (Harvesting) Indicate the sales value v H : ! TR
that the producer ' I # 15,000
Expenses - SALES Transport & Labor / receives in the month(s) \ :
Total Expense (Monthly) when the products are ) 54,000.0 85,000.0 225,000 : 32,500 32,500
Total Expense (Annual) sold to tche buyer / : 429,000
————— — (transaction-based). -
Sales In this example, all the 910,000
Profit (Sales - Expense) 481,000
20 acres - 13 in use
ground nuts 4 acres, maize 5 acres, rice 3 acres, 0.5 yam, 0.5 cassava production costs for yam and cassava?
ground nuts to sell, maize to consume 100% in the house, rice to sell, yam and cassava to sell 60% to sell?
Create production calendar for each main crop
BASIC INFORMATION CROP 1 (Rice)name of crop)
Production Area: 3 acres Sales Unit: "maxi bag" (1 maxi bag is 84 kg)
Yield per Production Unit: 10 maxi bags/acre Unit Price: (lowest): 60 cedis/bag
(highest): 100 cedis/bag
(average): 80 cedis/bag
Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Expenses - PRODUCTION Rent (land) -
Machine Rent (land prep.)
Labor (land preparation)
Fertilizers (Natural)
Labor Cost (transplant)
Labor Cost (weeding)
Labor Cost (fertilizer)
Fertilizers (Chemical) 660
Labor (pesticide)
This is the biggest challenge Machine Rent (Harvesting)
Labor (harvesting)
other (Weedicide) 180 135
other (seeds) 120
other (sacks) 180
Labor (planting by broadcasting)
Expenses - SALES Transportation
Labour
Other cost (specify)
Total Expense - - - - - 120 840 135 - - 180 1,275
Sales 3000
Formula below should be 65-64
(REVENUE - EXPENSES)=Income - - - - - (120) (840) (135) - - 2,820 1,725

3 Production Calendar
1



3 Production Calendar
2

BASIC INFORMATION CROP 2 Maize

Production Area: 5 acres Sales Unit: "bags" (1 bag is 100kg)
Yield per Production Unit: 8 bags/acre Unit Price: (lowest): 70 cedis/bag
(highest): 120 cedis/bag
(average): 100 cedis/bag
DETAILED INFORMATION

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

Expenses - PRODUCTION Rent (land)
Machine Rent (land prep.)
Labor (land preparation)
Fertilizers (Natural)
Labor Cost (transplant)
Labor Cost (weeding)
Labor Cost (fertilizer)
Fertilizers (Chemical)
Labor (pesticide)
Machine Rent (Harvesting)
Labor (harvesting)
other (weedicide)
other (sacks)
other (seeds)
Labor (planting)
Expenses - SALES Transportation
Labour

Other cost (specify)

Total Expense - - - - - - - . , _ B} _ _
Sales

The same as above.
(REVENUE - EXPENSES)=Income - . - . . . i, _ i} _ _ _ _

BASIC INFORMATION CROP 3 (Peanut)

Production Area: 4 acres Sales Unit:  "maxi bag" (1 maxi bag is 30 kg)
Yield per Production Unit: 6 bags (unshelled)/acre Unit Price: (lowest): 120 cedis/bag
(highest): 150 cedis/bag
(average): 135 cedis/bag
DETAILED INFORMATION

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

Expenses - PRODUCTION Rent (land) -
Machine Rent (land prep.)
Labor (land preparation) 280
Fertilizers (Natural)
Labor Cost (transplant) 160
Labor Cost (weeding) 240
Labor Cost (fertilizer)
Fertilizers (Chemical)
Labor (pesticide)
This is the biggest challenge Machine Rent (Harvesting)
Labor (harvesting) 900
other (Weedicide)
other (seeds)
other (sacks)
Labor (planting by broadcasting)
Expenses - SALES Transportation
Labour

Other cost (specify)

Total Expense - - - - 440 240 - 900 - - - - 1,580
Sales 3600
(REVENUE - EXPENSES)=Income - - - - (440) (240) - (900) 3,600 - - - 2,020

TOTAL AGRICULTURAL INCOME - - - - (440) (360) (840) (1,035) 3,600 - 2,820 - 3,745



4 Household cash flow
1

[ The objective of this sheet is to understand the in-and-out of CASH on the MONTHLY basis. ]

NAME of the INTERVIEWEE:

MONTH Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Agriculture income 0 0 0 0 -440 -360 -840 -1,035 3,600 0 2,820 0
Motor King (delivery, taxi service) 120 120 120 120 120 120 120 120 120 120 120 120
Income Profit from shea butter processig (women) 120 120 120 120
Processing (wife of his brothers)
Sales of livestock 392
TOTAL HOUSEHOLD INCOME 120 120 240 120 -320 -120 -720 -915 3,840 120 2,940 632
( Food 800 800 800 800 800 800 800 800 800 800 800 800
Electricity 30 30 30 30 30 30 30 30 30 30 30 30

Fuel for vehicle

Communication 80 80 30 80 80 30 80 80 30 80 80 30
Expenditures < School books and uniform 390

Education 260 260 260 260 260 260 260 260 260 260 260 260

Social events (festival, wedding, etc.) 10 10 10 10 10 10 10 10 10 10 10 10

Welfare (social security, insurance, etc.) 294

Health 150 150 150 150 150 150 150 150 150 150 150 150

other household item

Insurance for vehicle 400 0 0 0 0 0 0 0 0 0 0 0
\ Cooking fuel (charcoal, firewood) 140 140 140 140
TOTAL (Monthly) 1,870 1,624 1,330 1,470 1,330 1,330 1,470 1,330 1,720 1,470 1,330 1,330
TOTAL (Yearly) 17,604
Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec

Father's medication+consultation with healers

Unexpected other item (please specify)

or irregular
expenses

other item (please specify)

TOTAL (Monthly) 0 0 0 0 0 0 0 0 0 0 0 0
\ TOTAL (Yearly) 0

TOTAL Expenditure -1,870 -1,624 -1,330 -1,470 -1,330 -1,330 -1,470 -1,330 -1,720 -1,470 -1,330 -1,330
r

Borrowing 2

Borrowing 3
LOAN Usage <

TOTAL Borrowing 0 0 0 0 0 0 0 0 0 0 0 0
Repayment 1

Repayment 2

\. Repayment 3
TOTAL Repayment 0 0 0 0 0 0 0 0 0 0 0 0




4 Household cash flow
2

WITHOUT LOAN (Borrowing)

Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Income 120 120 240 120 -320 -120 -720 -915 3,840 120 2,940 632
Expenditure -1,870 -1,624 -1,330 -1,470 -1,330 -1,330 -1,470 -1,330 -1,720 -1,470 -1,330 -1,330
Monthly Cash balance -1,750 -1,504 -1,090 -1,350 -1,650 -1,450 -2,190 -2,245 2,120 -1,350 1,610 -698
Cumulative Cash at Home -1,750 -3,254 -4,344 -5,694 -7,344 -8,794 -10,984 -13,229 -11,109 -12,459 -10,849 -11,547
WITH LOAN (Borrowing)
Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Income + Loan 120 120 240 120 -320 -120 -720 -915 3,840 120 2,940 632
Expenditure + Loan repayment -1,870 -1,624 -1,330 -1,470 -1,330 -1,330 -1,470 -1,330 -1,720 -1,470 -1,330 -1,330
Monthly Cash balance -1,750 -1,5604 -1,090 -1,350 -1,650 -1,450 -2,190 -2,245 2,120 -1,350 1,610 -698
Cumulative Cash at Home -1,750 -3,254 -4,344 -5,694 -7,344 -8,794 -10,984 -13,229 -11,109 -12,459 -10,849 -11,547
WITHOUT Borrowing WITH Borrowing
6,000 6,000
4,000 4,000

2,000 2,120 2,000

-2,000 er7so R0 -2,290— 2,245 -2,000 ssprsy— N -2:290— 2,245
-4,000 -4,000
-6,000 -6,000
-8,000 -8,000
-10,000 -10,000
-12,000 -12,000
-14,000 -14,000
-16,000 -16,000
Cumulative Cash at Home Income . Expenditure Monthly Cash balance Cumulative Cash at Home Income + Loan B Expenditure + Loan repayment Monthly Cash balance




NAME of the INTERVIEWEE:

Fuseini Abdul Mumin Souchi

Community - Libga

Categories

Sub Categoris

Questions

Answer

1. Basic information on the household

Family member

Tangible asset (excluding
monetary/financial)

Who are the member of the family? (member and age)

How many family members live in this household? (i.e. those who share the household budget)

Is there any family member who live and work outside this home?
If so, do they contribute to the household budget (send money home)?

Own home (no rent) 0. agricultural machinery O (if checked, specify what

machinery )

Chicken (poultry or egg) 0. aquaculture O, motor bicycle. truck/vehicled. cow. pigglet
smart phone O (if checked, specify how many and who uses the phone

)
feature phone O (if checked, specify how many and who uses the
phone )

Farmer has finished Senior High School - is in an organization called Attai Base (a farmer-based group of 31
people - only for men, that does the following activities - promote peace, work on sanitation issues - e.g.,
cleaning around the borehole, and work farming land - e.g., find 4 acres and find it and use it for joint needs
like funerals, weddings etc, also linking with other groups in the area

1 wife

5 children (16 years - he is in Senior High School to 2 years of age in range)

36 people live in this house (24 children and 8 adults), Head of household's father and his wife, 2 senior
brothers and wives and their children (12 children), 1 younger brother with his wife and 2 children, 2 younger
brothers who are not married, headof household's father also has a grandson, and 4 foster children

- 3 children in High School

Main wife works by farming but also buying vegetables from fellow farmers and selling in Tamale, takes GHC
500 worth of product to the market a day, she makes about GHC 120 a day profit (bra, ayoyo, aleefi, tomatoes,
lettuce, cucumber, any vegetables that is available) - she goes in the company of other women, on a bad day
she can make GHC 30-40 cedis

December, January, February, March - she earns GHC 120 a day

Rest of the months - she earns GHC 30 a day

Farmer owns 7 sheep, 3 cattle, 1 feature phone, 50 chickens, 1 bicycle, 1 motorbike
Wife owns a feature phone, owns 3 sheep

2. Sources of income

Agriculture-related income

Non-Agriculture income

How do you make your living? What are the sources of your household income? Please tell us what they are and amount for each month.

Regular income (associated with crop sales)

Other agriculture-related income (caual labourer, machinery rent, etc.)

Regular income (non-farming income)

Irregular income (any other income including receipt of remittance from family)

Who is the administrator of the household budget?

Does he/she record the income and expenditure?

IF YES, what is his/her motivation of bookkeeping?

IF NO, why not? How does he/she manage the budget?

Farming

Both - man is in control of his finances and she is in control of her finances (she keeps money from her
vegetable sales and farming), she is part of a VSLA, they meet once a week and you contribute what you can,
you can't below GHC 2 per week, its is kept in each member's passbook, the head of the household (farmer) is
the recordkeeper - one stamp is equal to GHC 2 of contributions. The money is kept in a box and it has 3 keys
(each key is with different members - so one person can't open) and the box is kept by a 4th person. VSLA
(name is Adakabia) they are 30 people.

No

They contribute for cooking and utilities (electricity) but take care of their own health-related expenditures

3. Household expenditures

Use [4.Household cash flow] sheet. Ask the "regular” and "irregular/unexpected" expenditures of the past 12 months.

2-1. Livelihood Questionnaire
1



4. Usage of health care service

Usage status

Cost and payment

When any one of your family becomes sick, where do you go to seek for help?

Are you (your family) enrolled in the government health insurance system (NHIA)?

IF YES (enrolled), what benefits do you find in the government insurance? List top three benefits.

Do you find any inconvenience with the government insurance? If you do, what are they?

IF NO (not enrolled), why are you not enrolled? (e.g. not qualified, don't know how to enrol, difficult to enrol
(cost. etc.). not interested )

Do you have regular health care-related expenditures (premium for health care service, medical services,
medicine, etc.)?

When you use health care service what cost(s) incur? (premium for the insurance, pay-as-you-go service fee,
transportation, etc.)

How do you pay for the fee? (e.g. using savings, borrow money, etc.)

What payment method do you use? (cash, digital payment, etc.)

- Savelugu Hospital, Capsa Scientific Hospital (private)

Yes everyone has NHIS

- She thinks it is good but sometimes they do things she is not happy with, long waiting times, neglect.
However, you do get good care (attention) when you are pregnant (preganant women has a dedicated section -
antenatal care so get the support needed)

No - everyone in family is healthy

Sometimes not all services are covered like technicians (lab tests, x-rays), sometimes technicians don't tell
them the truth/lie about costs required - don't give receipts when asked

Cash

Cash

5. Usage of financial services

Do you have a bank account? (If owning more than 1 account, start with the main account)
How often do you use the account?

For what purposes do you use this account? (saving, remittance, etc.)

Are you using any loan from the financial institution? (If YES, use "Calendar (Financial)")
What type of financial products and services you use? (of which financial service provider(s)?)

How do you assess their services?

Are you borrowing money from your family, friends, someone from the village, or any other (informal) money
lenders? (If YES. use "Calendar (Financial)™)

Do you (or other family members) use the phone for financial transactions? What do you think about conducting
financial transactions over the phone?

Do you have any insurance for your agriculture crop? If you do, who is the provider?

Do you have life insurance? If you do, who is the provider?

Do you have any health insurance? If you do, who is the provider?(e.g. insurance company, bundling product
offered bv mobile service provider, etc.)

Agricultural Development Bank, also uses Vodafone Cash (mobile money), wife doesn't have a bank account
but keeps the passbook

Uses mobile money for short-term expenses

Uses ADB for savings

No
Savings account

Going there physically

No

For mobile money transactions
Tried once - it didn't work, they registered them for drought insurance and left and never came back

No

Yes government insurance

6. Worries/concerns in life and
aspirations for the future

Do you have any worries/concerns in life? What are they?

What are your aspirations for the future?

N/A

Saving GHC 7,000 to build a house at the roadside, has been working on it about 3 years (7,000 is what is left
to go), also to pay for 5 kids to go to University

2-1. Livelihood Questionnaire
2



NAME of the INTERVIEWEE:

Fuseini Abdul Mumin Souchi

2.2 Agriculture Questionnaire
1

QUESTION ANSWER
General question Do you have your own agricutural land? If you do, what is the total size? YES / NO Yes
19 acres (1 acre is irrigated, 18 rain-fed)
10 acres for maize
Size: 5 acres for soyabean
' 2 acres for vegetables (pepper/eggplant or tomato/pepper)
Can do rice with leftover acres - up to 2 acres
1 acre for green leafy vegetables
Do you cultivate for your own consumption? If so, what are they? YES /NO Yes
Maize (contribute about 10 bags of what he makes), Rice (all for
(Crops) ;
consumption)
, Soyabeans, maize (can make about 70 bags), Tomatoes, pepper,
?
What cash crops do you cultivate? garden eggs (eggplant), green leafy vegetables (bra, ayoyo, aleefi)
Which one is the most important one (cash crop)? Soybeans
Do you cultivate individually? Or as a group? Mo_st_l)_/ |n(_1I|V|duaI, group farm is used to support social impact
activities in the community
Do you sell the products individually? Or collectively? Individually
What do women and men do at each stage of value chain: production,
post-harvest processing & storage, distribution & sales?
Men Women
Production|Spraying, other farming activities Harvesting
Post harvest|Drying Drying

Distribution and sales

Sales

Vegetable sales

QUESTION ANSWER
Crop 1: Crop name: Soyabeans
Production period What is the land size you use for this crop? (specific size, or portion 5 acres

Inputs / unit

Sales

Value chain
challenges

allocated out of the total land size answered above)

Which months of the year do you produce this crop? Is this one production
cycle? If not how many cycles are there during these months?

How many times can you harvest in each production cycle?

Which month(s) do you harvest?

W hat are the inputs and their costs (materials and labor) required to
produce? And at which point of the production cycle do you use them?

From whom do you purchase seeds/seedling/fertilizers/pesticides?

To whom do you sell your product?

Do you sell your product right after you harvest? If not, when do you sell?

What was the sales price/unit most recently? Was it a good price?

Who are the buyers of your products?

Do your buyer come to your farm to purchase your products?

Do you sell your products by yourself? If so, where?

If you sell your products by yourself, what are the associated costs
(transportation, rent-a-space, etc.) and how much are they?

Is there any other costs associated with sales of your products?

W hat are your main challenges for you to produce and sell this product?

(production related issues)
(storage/procesing related issues)
(delivery/sales related issues)

(gender related issues)

June-October, 1 cycle

Once

November

See production calendar

Input supplier in the community

Market

Yes

See production calendar

Buyer comes to farm

Yes

N/A

N/A

N/A

N/A



2.2 Agriculture Questionnaire

QUESTION

ANSWER

Crop 2:

Production period

Crop name: Tomatoes and Peppers

What is the land size you use for this crop? (specific size, or portion
allocated out of the total land size answered above)

Which months of the year do you produce this crop? Is this one production

1 acre each (2 acres total)

Inputs / unit cycle? If not how many cycles are there during these months? Tomato - Aprilto June, 1 cycle
. . . 5 times for tomato for irrigated (then 1 minor for rainfed), 3 times
How many times can you harvest in each production cycle? ) . .
for pepper (maximum 4 but minor yield)
. Tomato - Harvest in July
2
Which month(s) do you harvest~ Pepper - Harvest in September
W hat are the inputs and their costs (materials and labor) required to See production calendars
produce? And at which point of the production cycle do you use them? b
From whom do you purchase seeds/seedling/fertilizers/pesticides? Input dealer comes to the community
Sales To whom do you sell your product? Buyer comes to farm
Do you sell your product right after you harvest? If not, when do you sell? Tomatoes are sold |mmeQ|ater, peppers are dried and sold in April
in order to get a better price
What was the sales price/unit most recently? Was it a good price? See production calender
Who are the buyers of your products? Buyer comes to farm
Do your buyer come to your farm to purchase your products? Buyer comes to farm
Do you sell your products by yourself? If so, where? N/A
If you sell your products by yourself, what are the associated costs
: N/A
(transportation, rent-a-space, etc.) and how much are they?
Is there any other costs associated with sales of your products? N/A
Value chain What are your main challenges for you to produce and sell this product?
challenges
(production related issues) Pests - white files especially on pepper
(storage/procesing related issues)
(delivery/sales related issues)
(gender related issues)
QUESTION ANSWER
Crop 3: Crop name: ___ Green leafy vegetables
Production period What is the land size you use for this crop? (specific size, or portion 0.5 acres

Inputs / unit

Sales

Value chain
challenges

allocated out of the total land size answered above)

Which months of the year do you produce this crop? Is this one production

cycle? If not how many cycles are there during these months?
How many times can you harvest in each production cycle?
Which month(s) do you harvest?

What are the inputs and their costs (materials and labor) required to
produce? And at which point of the production cycle do you use them?

From whom do you purchase seeds/seedling/fertilizers/pesticides?

To whom do you sell your product?

Do you sell your product right after you harvest? If not, when do you sell?
What was the sales price/unit most recently? Was it a good price?

Who are the buyers of your products?

Do your buyer come to your farm to purchase your products?

Do you sell your products by yourself? If so, where?

If you sell your products by yourself, what are the associated costs
(transportation, rent-a-space, etc.) and how much are they?

Is there any other costs associated with sales of your products?

W hat are your main challenges for you to produce and sell this product?

(production related issues)
(storage/procesing related issues)
(delivery/sales related issues)
(gender related issues)

December-February, 1 cycle

6 times
every 12 days from December to February

No labour costs except for harvesting, fertlizer, cost of preparing
the land and seeds (see production calendar)

Input supplier in the community

Buyer comes
Yes

Very good GHC 50 per basket, expects it to go up to GHC 70
Buyer from the market
Yes

Yes

None

No

Drought

2



BASIC INFORMATION

DETAILED INFORMATION

BASIC INFORMATION

DETAILED INFORMATION

BASIC INFORMATION

DETAILED INFORMATION

CROP 1

(Green leafy vegetables)

Production Area:

Yield per Production Unit:

1 acre
22 baskets

Jan.

Expenses - PRODUCTION

This is the biggest challenge

Expenses - SALES

Rent (land)

Machine Rent (land prep.)
Labor (land preparation)
Fertilizers (Natural)

Labor Cost (transplant)
Labor Cost (weeding)
Labor Cost (fertilizer)
Fertilizers (Chemical)
Labor (pesticide)

Machine Rent (Harvesting)
Labor (harvesting)

other (Weedicide)

other (seeds)

other (sacks)

Labor (planting by broadcasting)
Transportation

Labour

Other cost (specify)

Highest price

60

Feb.

Highest price

60

Sales Unit:
Unit Price:

Harvest once every 12 days
10 cedis/basket
70 cedis/basket
40 cedis/basket

(lowest): During the rainy season (from March can harvest once every 6 days)

(highest):

(average):

Mar Apr May Jun Jul Aug

Sep Oct Nov Dec

Highest price

60

Total Expense
Sales

(REVENUE - EXPENSES)=Income

CROP 2

(PEPPER)

Production Area:

Yield per Production Unit:

1 acre

25 bags/acre of pepper (legon 18 variety) - harvest 3 times but 25 is the tot

Jan.

60
3,080

3,020

Feb.

60
3,080

3,020

Sales Unit:
Unit Price:

Pepper

80 cedis/bag
500 cedis/bag
140 cedis/bag

(lowest):
(highest):

(average):

Mar Apr May Jun Jul Aug

Expenses - PRODUCTION

Expenses - SALES

Rent (land)

Machine Rent (land prep.)
Labor (land preparation)
Fertilizers (Natural)
Labor Cost (transplant)
Labor Cost (weeding)
Labor Cost (fertilizer)
Fertilizers (Chemical)
Labor (pesticide)
Machine Rent (Harvesting)
Labor (harvesting)

other (Pesticide)

other (sacks)

other (seeds)

Labor (planting)
Transportation

Labour

Other cost (specify)

70

70

15

Sep Oct Nov Dec

60 180
3,080 9,240

10

Total Expense
Sales

(REVENUE - EXPENSES)=Income

CROP 3

(TOMATO)

Production Area:

Yield per Production Unit:

1 acres

20 basins/tomatoes - we harvest 5 times = 100 basins

Jan.

Feb.

- - 15 - 140
3,750

= 3,150 (15) - (140)

1 basin

15 cedis/basins
200 cedis/basins
120 cedis/basins

Sales Unit:
Unit Price: (lowest):
(highest):

(average):

Mar Apr May Jun Jul Aug

17 - - -

(17) : : .

Sep Oct Nov Dec

- 172
3,750

- 3,578

Expenses - PRODUCTION

Expenses - SALES

Rent (land)

Machine Rent (land prep.)
Labor (land preparation)
Fertilizers (Natural)

Labor Cost (transplant)
Labor Cost (weeding)
Labor Cost (fertilizer)
Fertilizers (Chemical)
Labor (pesticide)

Machine Rent (Harvesting)
Labor (harvesting)

other (fertilizer)

other (labor and cost of sticking)
other (seeds)

Labor (planting)
Transportation

Labour

Other cost (specify)

70
140

10
40

200.0 200
120

Total Expense
Sales

- 120 200 427 40
20,000

: 787

3 Production calendar
1



BASIC INFORMATION

DETAILED INFORMATION

BASIC INFORMATION

DETAILED INFORMATION

(REVENUE - EXPENSES)=Income - - . (120) (200) (427) 19,960 - - - - -
CROP 4 (SOYBEANS)
Production Area: 3 acres Sales Unit: "bags" (1 bag = 109 Kg)
Yield per Production Unit: 6 bags per acre Unit Price: (lowest): 80 cedis/bag
(highest): 200 cedis/bag
(average): 120 cedis/bag
Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
- Podweton  Haresting
Expenses - PRODUCTION Rent (land)
Machine Rent (land prep.)
Labor (land preparation)
Fertilizers (Natural)
Labor Cost (transplant)
Labor Cost (weeding)
Labor Cost (fertilizer)
Fertilizers (Chemical)
Labor (pesticide)
Machine Rent (Harvesting)
Labor (harvesting)
other (weedicide)
other (sacks) 108
other (seeds) 135
Labor (planting)
Expenses - SALES Transportation
Labour
Other cost (specify)
Total Expense - - - - - 135 - - - - 108 -
Sales 3600
(REVENUE - EXPENSES)=Income - - - - - (135) - - 3,600 - (108) -
CROP 5 (MAIZE)
Production Area: 10 acres Sales Unit:  "bags" (1 bag is 100kg)
Yield per Production Unit: 8 bags/acre Unit Price: (lowest): 70 cedis/bag
(highest): 120 cedis/bag
(average): 100 cedis/bag
Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
-~ Poduton  Havestng
Expenses - PRODUCTION Rent (land)
Machine Rent (land prep.) 700

Labor (land preparation)
Fertilizers (Natural)
Labor Cost (transplant)
Labor Cost (weeding)
Labor Cost (fertilizer)

Fertilizers (Chemical) 2,200

Labor (pesticide)

Machine Rent (Harvesting)

Labor (harvesting)

other (weedicide)

other (sacks) 48

other (seeds) 225

Labor (planting)
Expenses - SALES Transportation

Labour

Other cost (specify)
Total Expense - - - - - 925 2,200 - - - 48 -
Sales 5760
(REVENUE - EXPENSES)=Income - - - - - (925) (2,200) - : 5,760 (48) -
TOTAL AGRICULTURAL INCOME 3,020 3,020 - 3,630 (215) (1,487) 17,620 (17) 3,600 5,760 (156) 3,020

19,213

243

3,357

3,173

2,587

37,7195

3 Production calendar
2



4 Household cash flow
1

[ The objective of this sheet is to understand the in-and-out of CASH on the MONTHLY basis. ]

NAME of the INTERVIEWEE:

MONTH Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Agriculture income (husband _household) 3,020 3,020 0 3,630 -215 -1,487 17,620 -17 3,600 5,760 -156 3,020
| Sales livestock (20-25 chicks/time) (husband) 300 300
ncome
Trading agricultural products (wife) 3,600 3,600 3,600 900 900 900 900 900 900 900 900 3,600
TOTAL HOUSEHOLD INCOME 6,620 6,620 3,600 4,530 985 -287 18,520 883 4,500 6,660 744 6,620
Electricity 10 10 10 10 10 10 10 10 10 10 10 10
Fuel for vehicle 80 80 80 80 80 80 80 80 80 80 80 80
Communication A4 44 44 44 44 44 A4 44 44 44 44 44
s < Food + cooking fuel 90 90 90 90 90 90 90 90 90 90 90 90
Education (4 out of 5 children in school age)
Social events (festival, wedding, etc.) 122 22 22 22 22 22 22 22 22 22 22 22
Health (Insurance premium and non covered
21 21 21 21 21 21 21 21 21 21 21 21
coats)
Clothing 25 25 25 25 25 25 25 25 25 25 25 25
Children allowance for school days 80 80 80 40 80 80 80 40 80 80 40
TOTAL (Monthly) 472 372 372 332 372 372 372 292 332 372 372 332
TOTAL (Yearly) 4,358
r Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Unexpected other item (please specify)
i I
o;lg:f:ezr < other item (please specify)
TOTAL (Monthly) 0 0 0 0 0 0 0 0 0 0 0 0
\ TOTAL (Yearly) 0
TOTAL Expenditure -472 -372 -372 -332 -372 -372 -372 -292 -332 -372 -372 -332
(
Borrowing 1
Borrowing 2
Borrowing 3
ARk < TOTAL Borrowing 0 0 0 0 0 0 0 0 0 0 0 0
Repayment 1
Repayment 2

\. Repayment 3
TOTAL Repayment 0 0 0 0 0 0 0 0 0 0 0 0




4 Household cash flow
2
WITHOUT LOAN (Borrowing)

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

Income 6,620 6,620 3,600 4,530 985 -287 18,520 883 4,500 6,660 744 6,620
Expenditure -472 -372 -372 -332 -372 -372 -372 -292 -332 -372 -372 -332
Monthly Cash balance 6,149 6,249 3,229 4,199 614 -659 18,149 592 4,169 6,289 373 6,289
Cumulative Cash at Home 6,149 12,397 15,626 19,824 20,438 19,779 37,928 38,519 42,688 48,976 49,349 55,637

WITH LOAN (Borrowing)

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

Income + Loan
Expenditure + Loan repayment
Monthly Cash balance

Cumulative Cash at Home

WITHOUT Borrowing WITH Borrowing

60,000 1
50,000

40,000 1
30,000
20,000

18,149

10,000

4,16

Jan. Feb. Mar Apr May

Aug Sep

-10,000 Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec

Cumulative Cash at Home EEEE Income Expenditure Monthly Cash balance Cumulative Cash at Home

Income + Loan Expenditure + Loan repayment Monthly Cash balance



NAME of the INTERVIEWEE: __Iddrisu Ziblim

Community - Libga

Categories | Sub Categoris

Questions

Answer

1. Basic information on the household
Family member

Tangible asset (excluding
monetary/financial)

Who are the member of the family? (member and age)

How many family members live in this household? (i.e. those who share the household budget)

Is there any family member who live and work outside this home?
If so, do they contribute to the household budget (send money home)?

Own home (no rent) O, agricultural machinery O (if checked, specify what

machinery )

Chicken (poultry or egg) . aquaculture . motor bicycle. truck/vehicled. cow. piggletd
smart phone O(if checked, specify how many and who uses the phone

)
feature phone [ (if checked, specify how many and who uses the
phone )

1 farmer (didn't finish Senior High School), 2 wives, has 11 children
1 in an tertiary institution, 1 in high school, 6 in primary school, 1 too young for school

13 people in this house

1 son who is working as a teacher in Tarkwa (he is 30 years old), he has sent GHC 50 twice

Own home, has 1 motorbike and 1 bicycle, 3 feature phones, 10 sheep and more than 50
chicken

2. Sources of income

Agriculture-related income

Non-Agriculture income

How do you make your living? What are the sources of your household income? Please tell us what they are and amount for each month.

Regular income (associated with crop sales)

Other agriculture-related income (caual labourer, machinery rent, etc.)

Regular income (non-farming income)

Irregular income (any other income including receipt of remittance from family)
Who is the administrator of the household budget?

Does he/she record the income and expenditure?

IF YES, what is his/her motivation of bookkeeping?

IF NO, why not? How does he/she manage the budget?

Husband is a farmer, wife is a farmer of vegetables

Wife also processes rice but she doesn't have money now so she's not doing rice (she
would buy paddy rice, parboil it, dry it, mill it and sell) - she can process 10 bags at a time,
would need GHC 1,000 to buy paddy rice, buy water, firewood and transportation these
would cost GHC 600 and so she would need GHC 1,600 to start it up again, her profit is
GHC 300 for 10 bags - so can make GHC 300 a week (GHC 1,200 for the month)

Sells livestock from time to time

None (only agriculture)

Both

No

Every adult keeps their own wallets and then they come together to decide who should pay
for each expense

3. Household expenditures

Use [4.Household cash flow] sheet. Ask the "regular" and "irregular/unexpected” expenditures of the past 12 months.

2-1. Livelihood Questionnaire
1



4. Usage of health care service

Usage status

Cost and payment

When any one of your family becomes sick, where do you go to seek for help?

Are you (your family) enrolled in the government health insurance system (NHIA)?

IF YES (enrolled), what benefits do you find in the government insurance? List top three benefits. |-

Do you find any inconvenience with the government insurance? If you do, what are they?

IF NO (not enrolled), why are you not enrolled? (e.g. not qualified, don't know how to enrol, difficult to enrol (cost,
etc.). not interested )

Do you have regular health care-related expenditures (premium for health care service, medical services,
medicine, etc.)?

When you use health care service what cost(s) incur? (premium for the insurance, pay-as-you-go service fee,
transportation, etc.)

How do you pay for the fee? (e.g. using savings, borrow money, etc.)

What payment method do you use? (cash, digital payment, etc.)

Savelugu Hospital

They all have national health insurance, but 1 of the wives' has expired she doesn't have
money to renew yet so will renew

No, but sometimes you have to pay for things not covered by NHIS

No

Sometimes has to pay GHC 20 a month in medicines (1 wife) etc that are not covered by
health insurance

Cash

Cash

5. Usage of financial
services

Do you have a bank account? (If owning more than 1 account, start with the main account)

How often do you use the account?

For what purposes do you use this account? (saving, remittance, etc.)

Are you using any loan from the financial institution? (If YES, use "Calendar (Financial)")
What type of financial products and services you use? (of which financial service provider(s)?)

How do you assess their services?

Are you borrowing money from your family, friends, someone from the village, or any other (informal) money
lenders? (If YES, use "Calendar (Financial)")

Do you (or other family members) use the phone for financial transactions? What do you think about conducting
financial transactions over the phone?

Husband and wife both use MTN mobile money
Daily for transactions

Husband uses mobile money, wife also uses mobile money she deposits her money
(savings, getting money from others - remittances from her son in Tarkwa)

No
MTN mobile money

Through the phone, and there is an agent in the community

Borrowed GHC 1,500 from Adakabra for school fees - every 3 months, have to pay GHC
150 of interest (10 percent of what you borrow) - the wife is a member of VSLA (not the
husband), this is the second time they borrowed from the VSLA, they also used to borrow for
secondary school (because it was not free), they would hope to pay by the end of February
(the third month)

Borrowed from another VSLA (GHC 1,000 to pay for agricultural inputs) - the husband is a
member of another one.

Executives of the VSLA will check the accounts and aporove the loan is the monev exists in

Yes, for savings and remittances, and for renewing health insurance

Do you have any insurance for your agriculture crop? If you do, who is the provider? No
Do you have life insurance? If you do, who is the provider? No
Do you have any health insurance? If you do, who is the provider?(e.g. insurance company, bundling product NHIS
offered bv mobile service provider. etc.)

6. Worries/concerns in life Do you have any worries/concerns in life? What are they?

and aspirations for the future N/A

What are your aspirations for the future?

Educate children because he understands the benefit of schooling so they can be financial
independence and also contribute to the family

2-1. Livelihood Questionnaire
2



NAME of the INTERVIEWEE: __ Iddrisu Ziblim

2.2 Agriculture Questionnaire
1

QUESTION ANSWER
General question Do you have your own agricutural land? If you do, what is the total size? YES / NO Yes
4 acres - 2 acres of rice, 1 acre of maize, 1 soyabeans and grows (
0.5 acre for green leafy vegetables in the dry season)’;
Size:
Also farms on additional land of 6 acres for rice (got 75 bags of
rice, made 15 bags of profit - 80 cedis a bag so GHC 1200 profit
Yes - eat all the maize, eat some of soyabeans and sell 60% and
Do you cultivate for your own consumption? If so, what are they? YES /NO rice we sell some about 60% and eat some, green leafy vegetables
(ayoyo, bra) - consumes some and sells some
(Crops) Maize, Soybeans, Rice
What cash crops do you cultivate? Soybeans, Rice, Green leafy vegetables (ayoyo, bra)
Which one is the most important one (cash crop)? Soybeans
Do you cultivate individually? Or as a group? Both - is part of a farmer group that also does 4 acres
Do you sell the products individually? Or collectively? Both
What do women and men do at each stage of value chain: production,
post-harvest processing & storage, distribution & sales?
Men Women
Production|All farming activities All farming activities

Post harvest

Distribution and sales

All post-harvest activities

All sales activities

All post-harvest activities

All sales activities

QUESTION ANSWER
Crop 1: Crop name: Green leafy vegetables
Production period What is the land size you use for this crop? (specific size, or portion 0.5 acres

Inputs / unit

Sales

Value chain
challenges

allocated out of the total land size answered above)

Which months of the year do you produce this crop? Is this one production
cycle? If not how many cycles are there during these months?

How many times can you harvest in each production cycle?

Which month(s) do you harvest?

What are the inputs and their costs (materials and labor) required to
produce? And at which point of the production cycle do you use them?

From whom do you purchase seeds/seedling/fertilizers/pesticides?

To whom do you sell your product?

Do you sell your product right after you harvest? If not, when do you sell?

What was the sales price/unit most recently? Was it a good price?

Who are the buyers of your products?

Do your buyer come to your farm to purchase your products?

Do you sell your products by yourself? If so, where?

If you sell your products by yourself, what are the associated costs
(transportation, rent-a-space, etc.) and how much are they?

Is there any other costs associated with sales of your products?

What are your main challenges for you to produce and sell this product?

(production related issues)
(storage/procesing related issues)
(delivery/sales related issues)

(gender related issues)

See production calendar

See production calendar

See production calendar

See production calendar

Buys seed from the market

The buyer comes to the farm

Yes

See production calendar

Buyers from market

Yes

N/A

N/A

N/A

N/A



2.2 Agriculture Questionnaire

QUESTION

ANSWER

Crop 2:

Production period

Inputs / unit

Sales

Value chain
challenges

Crop name: Rice

What is the land size you use for this crop? (specific size, or portion
allocated out of the total land size answered above)

Which months of the year do you produce this crop? Is this one production
cycle? If not how many cycles are there during these months?

How many times can you harvest in each production cycle?

Which month(s) do you harvest?

What are the inputs and their costs (materials and labor) required to
produce? And at which point of the production cycle do you use them?

From whom do you purchase seeds/seedling/fertilizers/pesticides?

To whom do you sell your product?

Do you sell your product right after you harvest? If not, when do you sell?

What was the sales price/unit most recently? Was it a good price?

Who are the buyers of your products?

Do your buyer come to your farm to purchase your products?

Do you sell your products by yourself? If so, where?

If you sell your products by yourself, what are the associated costs
(transportation, rent-a-space, etc.) and how much are they?

Is there any other costs associated with sales of your products?

What are your main challenges for you to produce and sell this product?

(production related issues)

(storage/procesing related issues)
(delivery/sales related issues)

(gender related issues)

2 acres of his own land, and 6 acres of borrowed/cropped land in
another village

June to October, 1 cycle

See production calendar

Agricultural land is limited, they have to look land to crop, how to
maximize land (additional land to farm) - e.g., Sakple about 50 kms

QUESTION

ANSWER

Crop 3:

Production period

Inputs / unit

Sales

Value chain
challenges

Crop name: Soybeans
What is the land size you use for this crop? (specific size, or portion
allocated out of the total land size answered above)

Which months of the year do you produce this crop? Is this one production
cycle? If not how many cycles are there during these months?

How many times can you harvest in each production cycle?
Which month(s) do you harvest?

W hat are the inputs and their costs (materials and labor) required to
produce? And at which point of the production cycle do you use them?

From whom do you purchase seeds/seedling/fertilizers/pesticides?

To whom do you sell your product?

Do you sell your product right after you harvest? If not, when do you sell?
What was the sales price/unit most recently? Was it a good price?

Who are the buyers of your products?

Do your buyer come to your farm to purchase your products?

Do you sell your products by yourself? If so, where?

If you sell your products by yourself, what are the associated costs
(transportation, rent-a-space, etc.) and how much are they?

Is there any other costs associated with sales of your products?

W hat are your main challenges for you to produce and sell this product?

(production related issues)
(storage/procesing related issues)
(delivery/sales related issues)
(gender related issues)

1 acres

June-October, 1 cycle

2



BASIC INFORMATION

DETAILED INFORMATION

BASIC INFORMATION

DETAILED INFORMATION

CROP 1 (RICE)
Production Area: 8 acres Sales Unit: "maxi bag" (1 maxi bag is 84 kg)
Yield per Production Unit: 10 maxi bags/acre Unit Price: (lowest): 60 cedis/bag
(highest): 100 cedis/bag
(average): 80 cedis/bag
Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
. Pedwen  Hanesting
Expenses - PRODUCTION Rent (land) -
Machine Rent (land prep.) 105
Labor (land preparation)
Fertilizers (Natural)
Labor Cost (transplant)
Labor Cost (weeding)
Labor Cost (fertilizer)
Fertilizers (Chemical) 220
Labor (pesticide)
This is the biggest challenge Machine Rent (Harvesting)
Labor (harvesting)
other (Weedicide)
other (seeds) 40
other (sacks) 60
Labor (planting by broadcasting)
Expenses - SALES Transportation
Labour
Other cost (specify)
Total Expense - - - - - 145 220 - - 60 - 425
Sales 4800 4,800
(REVENUE - EXPENSES)=Income : : - - - (145) (220) - 4,800 (60) - 4375
CROP 2 (Green leafy vegetables)
Production Area: 0.5 acres Sales Unit: Harvest once every 12 days
Yield per Production Unit: 22 baskets Unit Price: (lowest): 10 cedis/basket During the rainy season (from March can harvest once every 6 days)
(highest): 70 cedis/basket
(average): 40 cedis/basket
Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec

Expenses - PRODUCTION

Rent (land)

Highest price

Machine Rent (land prep.)

Labor (land preparation)

Fertilizers (Natural)

Labor Cost (transplant)

Labor Cost (weeding)

Labor Cost (fertilizer)

Fertilizers (Chemical)

Labor (pesticide)

Highest price

Highest price

This is the biggest challenge Machine Rent (Harvesting) 30 30 30

Labor (harvesting)

other (Weedicide)

other (seeds)

other (sacks)

Labor (planting by broadcasting) -
Expenses - SALES Transportation

Labour

Other cost (specify)
Total Expense 30 30 - - - - - - - - 30 90
Sales 1,848 1,848 1,848 5,544
(REVENUE - EXPENSES)=Income 1,818 1,818 . - - - - - . - 1,818 [ 64641

3 Production Calendar
1



BASIC INFORMATION

DETAILED INFORMATION

CROP 3

(SOYBEANS)

Production Area:

Yield per Production Unit:

1 acre

6 bags per acre

Jan.

Feb.

Mar

Sales Unit:
Unit Price:

"bags" (1 bag = 109 Kg)

(lowest):
(highest):

(average):

Apr

80 cedis/bag
200 cedis/bag
120 cedis/bag

May

Jun

Expenses - PRODUCTION

Expenses - SALES

Rent (land)

Machine Rent (land prep.)
Labor (land preparation)
Fertilizers (Natural)

Labor Cost (transplant)
Labor Cost (weeding)
Labor Cost (fertilizer)
Fertilizers (Chemical)
Labor (pesticide)
Machine Rent (Harvesting)
Labor (harvesting)

other (weedicide)

other (sacks)

other (seeds)

Labor (planting)
Transportation

Labour

Other cost (specify)

70

45

Jul

70

Aug

Sep

Oct

Nov

36

Dec

Total Expense
Sales

(REVENUE - EXPENSES)=Income

115

(115)

70

(70)

120

720

36

(36)

- 221

3 Production Calendar
2



4 Household cash flow
1

[ The objective of this sheet is to understand the in-and-out of CASH on the MONTHLY basis. J

NAME of the INTERVIEWEE:

MONTH Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Agriculture income 1,818 1,818 0 0 0 -260 -290 0 5,520 0 -96 1,818
Agriculture + rice processing (wife) 1,200 1,200 1,200 1,200 1,200 1,200 1,200 1,200 1,200
TOTAL HOUSEHOLD INCOME 3,018 3,018 1,200 1,200 1,200 940 910 1,200 6,720 0 -96 1,818
Income with Agriculture + rice processing (wife)
L
= TOTAL HOUSEHOLD INCOME 3,018 3,018 1,200 1,200 1,200 940 910 1,200 6,720 0 96 1,818

[ House -> no rent

Electricity 20 20 20 20 20 20 20 20 20 20 20 20

Fuel for vehicle 150 150 150 150 150 150 150 150 150 150 150 150

Communication 120 120 120 120 120 120 120 120 120 120 120 120
e e e < Food 400 400 400 400 400 400 400 400 400 400 400 400

Education 2,700 2,700 2,770

Children daily allowance 140 140 140 70 140 140 140 70 140 140 70

Health (insurance premium and non insured

_ 100 100 126 100 130 100 100 100 100 100 100 100
expenditure)
Social events (festival, wedding, etc.) 45 45 A5 5 5 5 5 5 5 45 45 45
TOTAL (Monthly) 3,675 975 1,001 3,565 965 935 935 795 3,635 975 975 905
TOTAL (Yearly) 19,336
/ Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Unexpected other item (please specify)
irregul
O;:::f:ezr < other item (please specify)
TOTAL (Monthly) 0 0 0 0 0 0 0 0 0 0 0 0
TOTAL (Yearly) 0
\
TOTAL Expenditure -3,675 -975 -1,001 -3,565 -965 -935 -935 -795 -3,63b5 -975 -975 -905
( |
VSLA (wife) 1,500
VSLA (husband) (agriculture input) 1,000
Borrowing 3
S B < TOTAL Borrowing 0 0 0 0 1,000 0 0 0 0 0 0 1,500
VSLA Repayment (wife)
VSLA repayment (husband) 100 100
. Repayment 3

TOTAL Repayment 0 0 0 0 0 0 0 100 0 0 100 0



4 Household cash flow
2

WITHOUT LOAN (Borrowing)

Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
BIkG; 3,018 3,018 1,200 1,200 1,200 940 910 1,200 6,720 0 -96 1,818
FH -3,67b5 -975 -1,001 -3,56b5 -965 -935 -935 -795 -3,63b5 -975 -975 -905
ADZHEA -657 2,043 199 -2,365 235 5 -25 405 3,085 -975 -1,071 913
FTDIRE -657 1,386 1,585 -780 -b45 -540 -56b5 -160 2,925 1,950 879 1,792
WITH LOAN (Borrowing)

Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
1S + ph & 3,018 3,018 1,200 1,200 2,200 940 910 1,200 6,720 0 -96 3,318
X+ BERE -3,675 -975 -1,001 -3,565 -965 -935 -935 -895 -3,635 -975 -1,075 -905
ADXZHA -657 2,043 199 -2,36b5 1,235 5 -25 305 3,085 -975 -1,171 2,413
FITORE -657 1,386 1,585 -780 455 460 435 740 3,825 2,850 1,679 4,092

AERMAL L mEFREH Y
8,000 8,000

6,000 6,000

4,000 4,000

3,085

2,413

2,043

2,000 2,000

913

199

-2,000 -2,000

2,365

-4,000 -4,000

-6,000 -6,000

FG+mE wmXH+EERE — AOXHA

s wemd —— BOXHA FRORE




NAME of the INTERVIEWEE: Fuseini Abdul Mumin Souchi Abukare Yakubu

2-1. Livelihood Questionnaire

Community - Libga

Categories | Sub Categoris | Questions

Answer

1. Basic information on the household
Who are the member of the family? (member and age)

Family member

How many family members live in this household? (i.e. those who share the household budget)
Is there any family member who live and work outside this home?
If so, do they contribute to the household budget (send money home)?

Own home (no rent) O. agricultural machinery O (if checked, specify what machinery )
Chicken (poultry or egg) 0. aquaculture I, motor bicycle. truck/vehicled. cow. piggletd
Tangible asset (excluding monetary/financial) smart phone O (if checked, specify how many and who uses the phone

feature phone O (if checked, specify how many and who uses the

1 husband (has not been to school)

2 wives

9 children (oldest is about 20, youngest was just born) - middle 6 are still in school, number 2 finished
Senior High School, number 3 -8 in primary school and number 9 is not yet in school (was just born)

11 people
Eldest child finished 1-2 years of Senior High School - she's married and she is in Accra (has 2 kids)
The second child didn't finish Senior High School didn't pass well so has been struggling since then

Owns house, 10 sheep, 20 guinea fowls, 40 chickens, 1 bicycle, satellite TV, | motorking (uses it for
agricultural activities, transporting people/produce/inputs - after rainy season then he rents it out if someone
needs it), | motorbike, 3 feature phones

phone )
2. Sources of income How do you make your living? What are the sources of your household income? Please tell us what they are and amount for each month.
Agriculture-related income Regular income (associated with crop sales) Farming (wives also grow vegetables)

Other agriculture-related income (caual labourer, machinery rent, etc.)

Non-Agriculture income

Regular income (non-farming income)

Irregular income (any other income including receipt of remittance from family)
Who is the administrator of the household budget?

Does he/she record the income and expenditure?

IF YES, what is his/her motivation of bookkeeping?

IF NO, why not? How does he/she manage the budget?

No

Motorking rentals
Head of household
No

They keep track of expenses in their head (Wife said she might be interested in learning about
bookkeeping)

3. Household expenditures Use [4.Household cash flow] sheet. Ask the "regular" and "irregular/unexpected” expenditures of the past 12 months.

1



2-1. Livelihood Questionnaire

4. Usage of health care service

Usage status

Cost and payment

When any one of your family becomes sick, where do you go to seek for help?

Are you (your family) enrolled in the government health insurance system (NHIA)?

IF YES (enrolled), what benefits do you find in the government insurance? List top three benefits.

Do you find any inconvenience with the government insurance? If you do, what are they?

IF NO (not enrolled), why are you not enrolled? (e.g. not qualified, don't know how to enrol, difficult to enrol (cost, etc.), not
interested )

Do you have regular health care-related expenditures (premium for health care service, medical services, medicine, etc.)?

When you use health care service what cost(s) incur? (premium for the insurance, pay-as-you-go service fee, transportation,
etc.)

How do you pay for the fee? (e.g. using savings, borrow money, etc.)

What payment method do you use? (cash, digital payment, etc.)

+ Savelugu Hospital

Yes everyone has NHIS. The head of the household (he has the old one(non-biometric) and has not gone
for the new one) - wants to renew other expired ones of the household and when they all have it again, he
will renew his last

Happy with service, but if you don't go early the antenatal will tell you to go home, till the following week

No

About GHC 50 a month on other services not covered by NHIS

Cash

Cash

5. Usage of financial services

Do you have a bank account? (If owning more than 1 account, start with the main account)

How often do you use the account?

For what purposes do you use this account? (saving, remittance, etc.)

Are you using any loan from the financial institution? (If YES, use "Calendar (Financial)")

What type of financial products and services you use? (of which financial service provider(s)?)

How do you assess their services?

Are you borrowing money from your family, friends, someone from the village, or any other (informal) money lenders? (If
YES, use "Calendar (Financial)")

Do you (or other family members) use the phone for financial transactions? What do you think about conducting financial
transactions over the phone?

Do you have any insurance for your agriculture crop? If you do, who is the provider?

Do you have life insurance? If you do, who is the provider?

Do you have any health insurance? If you do, who is the provider?(e.g. insurance company, bundling product offered by
mobile service provider, etc.)

Agricultural Development Bank, MTN Mobile Money

Uses mobile money for regularly, doesn't use ADB often, he opened it to receive money from brother for
work his brother wanted done in the village, currently ADB is dormant just a few cedis in there

Uses mobile money for savings

No

Both wives are in VSLA (1 wife is in 2 VSLAS), husband uses MTN Money

VSLAs are community-based, there is an MTN mobile money agent in Ligha. Wife likes VSLAs because it
helps her to save for the future (Wife saves to buy foodstuffs (store it and when price is high she sells -
arbitrage), also she saves to buy groundnuts to make into paste (peanut butter) for consumption by the
family - it is used to make groundnut soup - needs GHC 600-1000 for this commaodities trading business)

Yes - borrows from friends or relatives, and wife borrowed sometimes from a VSLA about 2 or 3 times - for
rice processing (business became difficult so she has stopped doing rice processing - because VSLA
doesn't have enough liquidity for supporting rice processing activities, also sometimes difficulty in getting
firewood etc) - doesn't borrow from VSLA any more relies on cash from her vegetable sales/farm

He currently has a loan from his friend to buy inputs (fertilizer) borrowed in June - of GHC 500, and he has
paid GHC 200 as of now (no interest)

For mobile money transactions
No

No

Yes government insurance - NHIS

6. Worries/concerns in life and aspirations
for the future

Do you have any worries/concerns in life? What are they?

What are your aspirations for the future?

N/A

He would like all his children to go to school (as far as tertiary) so that in the future they can take care of
him

2



2.2 Agriculture Questionnaire
1

NAME of the INTERVIEWEE: Abukare Yakubu
QUESTION ANSWER
General question Do you have your own agricutural land? If you do, what is the total size? YES / NO Yes

Size:

Do you cultivate for your own consumption? If so, what are they? YES /NO

(Crops)

What cash crops do you cultivate?

Which one is the most important one (cash crop)?

Do you cultivate individually? Or as a group?

Do you sell the products individually? Or collectively?

What do women and men do at each stage of value chain: production,
post-harvest processing & storage, distribution & sales?

15 acres - 10 acres of maize, 3 acres soybeans, 1 acre tomatoes
and pepper (rainy season), 1 acre okra, 1 acre green leafy
vegetables - in irrigable area (dry season)

Crops rice elsewhere - 10 acres (he ploughed 20 acres for the
person and then cropped on 10) - he did not get any money or
produce from this because the rains failed (drought)

Yes - some of maize and rice, some of vegetables

Soybeans (sells all)

Soybeans

Individually

Individually

Men

Women

Production|All farming activities

Post harvest

Planting, fertilizer application, harvesting

Distribution and sales|Sales Sales
QUESTION ANSWER
Crop 1: Crop name: Soyabeans
Production period What is the land size you use for this crop? (specific size, or portion 3 acres

Inputs / unit

Sales

Value chain
challenges

allocated out of the total land size answered above)

Which months of the year do you produce this crop? Is this one production
cycle? If not how many cycles are there during these months?

How many times can you harvest in each production cycle?

Which month(s) do you harvest?

W hat are the inputs and their costs (materials and labor) required to
produce? And at which point of the production cycle do you use them?

From whom do you purchase seeds/seedling/fertilizers/pesticides?

To whom do you sell your product?

Do you sell your product right after you harvest? If not, when do you sell?

What was the sales price/unit most recently? Was it a good price?

Who are the buyers of your products?

Do your buyer come to your farm to purchase your products?

Do you sell your products by yourself? If so, where?

If you sell your products by yourself, what are the associated costs
(transportation, rent-a-space, etc.) and how much are they?

Is there any other costs associated with sales of your products?

W hat are your main challenges for you to produce and sell this product?

(production related issues)
(storage/procesing related issues)
(delivery/sales related issues)

(gender related issues)

June-October, 1 cycle

Once

November

See production calendar

Input supplier in Ligba

Buyer coems to farm

Yes

Yes

N/A

N/A

N/A

N/A

Lack of financing for inputs and equipment needed like tractors etc



2.2 Agriculture Questionnaire

QUESTION

ANSWER

Crop 2:

Production period

Crop name: Tomatoes and Peppers

What is the land size you use for this crop? (specific size, or portion
allocated out of the total land size answered above)

Which months of the year do you produce this crop? Is this one production

0.5 acres each (1 acre total)

Inputs / unit cycle? If not how many cycles are there during these months? Tomato - Aprilto June, 1 cycle
. . . 5 times for tomato for irrigated (then 1 minor for rainfed), 3 times
How many times can you harvest in each production cycle? ) . .
for pepper (maximum 4 but minor yield)
. Tomato - Harvest in July
2
Which month(s) do you harvest~ Pepper - Harvest in September
W hat are the inputs and their costs (materials and labor) required to See production calendars
produce? And at which point of the production cycle do you use them? b
From whom do you purchase seeds/seedling/fertilizers/pesticides? Input dealer comes to the community
Sales To whom do you sell your product? Buyer comes to farm
Do you sell your product right after you harvest? If not, when do you sell? Tomatoes are sold |mmeQ|ater, peppers are dried and sold in April
in order to get a better price
What was the sales price/unit most recently? Was it a good price?
Who are the buyers of your products? Buyer comes to farm
Do your buyer come to your farm to purchase your products? Buyer comes to farm
Do you sell your products by yourself? If so, where? N/A
If you sell your products by yourself, what are the associated costs
: N/A
(transportation, rent-a-space, etc.) and how much are they?
Is there any other costs associated with sales of your products? N/A
Value chain What are your main challenges for you to produce and sell this product?
challenges
(production related issues) Pests - white files especially on pepper
(storage/procesing related issues)
(delivery/sales related issues)
(gender related issues)
QUESTION ANSWER
Crop 3: Crop name: Okra
Production period What is the land size you use for this crop? (specific size, or portion 1 acre

Inputs / unit

Sales

Value chain
challenges

allocated out of the total land size answered above)

Which months of the year do you produce this crop? Is this one production

cycle? If not how many cycles are there during these months?
How many times can you harvest in each production cycle?
Which month(s) do you harvest?

What are the inputs and their costs (materials and labor) required to
produce? And at which point of the production cycle do you use them?

From whom do you purchase seeds/seedling/fertilizers/pesticides?

To whom do you sell your product?

Do you sell your product right after you harvest? If not, when do you sell?
What was the sales price/unit most recently? Was it a good price?

Who are the buyers of your products?

Do your buyer come to your farm to purchase your products?

Do you sell your products by yourself? If so, where?

If you sell your products by yourself, what are the associated costs
(transportation, rent-a-space, etc.) and how much are they?

Is there any other costs associated with sales of your products?

W hat are your main challenges for you to produce and sell this product?

(production related issues)
(storage/procesing related issues)
(delivery/sales related issues)
(gender related issues)

December-February, 1 cycle

6 times
every 12 days from December to February

No labour costs except for harvesting, fertlizer, cost of preparing
the land and seeds (see production calendar)

Buyer comes
Yes

Very good GHC 50 per basket, expects it to go up to GHC 70
Buyer from the market
Yes

Yes

None

No

Drought

2



BASIC INFORMATION

DETAILED INFORMATION

BASIC INFORMATION

DETAILED INFORMATION

CROP 1 (OKRA)
Production Area: 1 acre Sales Unit: 1 basin
Yield per Production Unit: 5 basins/acre twice a week for 2 months (16 times) - so 80 basir Unit Price: (lowest): 10 cedis/basins
(highest): 40 cedis/basins
(average): 25 cedis/basins
Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
| Planting  Herestng  Haesting
Expenses - PRODUCTION Rent (land) -
Machine Rent (land prep.) 70
Labor (land preparation)
Fertilizers (Natural)
Labor Cost (transplant)
Labor Cost (weeding) 20
Labor Cost (fertilizer)
Fertilizers (Chemical)
Labor (pesticide)
This is the biggest challenge Machine Rent (Harvesting)
Labor (harvesting)
other (Weedicide)
other (seeds) 30.0
other (sacks)
Labor (planting by broadcasting) -
Expenses - SALES Transportation
Labour
Other cost (specify)
Total Expense - - - - 100 20 - - - - - 120
Sales 960 960
(REVENUE - EXPENSES)=Income - : - - (100) 940 960 . - . - 15800
CROP 2 (Green leafy vegetables)
Production Area: 1 acre Sales Unit: Harvest once every 12 days
Yield per Production Unit: 22 baskets Unit Price: (lowest): 10 cedis/basket During the rainy season (from March can harvest once every 6 days)
(highest): 70 cedis/basket
(average): 40 cedis/basket
Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec

Expenses - PRODUCTION

This is the biggest challenge

Expenses - SALES

Rent (land)

Machine Rent (land prep.)
Labor (land preparation)
Fertilizers (Natural)
Labor Cost (transplant)
Labor Cost (weeding)
Labor Cost (fertilizer)
Fertilizers (Chemical)

Labor (pesticide)

Machine Rent (Harvesting)

Labor (harvesting)
other (Weedicide)
other (seeds)

other (sacks)

Labor (planting by broadcasting)

Transportation
Labour

Other cost (specify)

Highest price

60

Highest price

60

Highest price

60
30

280

60

200

Total Expense
Sales

(REVENUE - EXPENSES)=Income

60
3,696

3,636

60
3,696

3,636

620 60 300
3,696 11,088

(620) 3,636 _

3 Production calendar
1



BASIC INFORMATION

DETAILED INFORMATION

BASIC INFORMATION

DETAILED INFORMATION

CROP 3 (Pepper)
Production Area: 0.5 acre Sales Unit: Pepper
Yield per Production Unit: 25 bags/acre of pepper (legon 18 variety) - harvest 3 times but 25 Unit Price: (lowest): 80 cedis/bag
(highest): 500 cedis/bag
30 minibags/eggplant - harvest 8 times (average): 140 cedis/bag
Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Nuse  Transplnt  Harestig  Dying
Expenses - PRODUCTION Rent (land)
Machine Rent (land prep.)
Labor (land preparation)
Fertilizers (Natural)
Labor Cost (transplant)
Labor Cost (weeding) 35
Labor Cost (fertilizer)
Fertilizers (Chemical) 35
Labor (pesticide) 5
Machine Rent (Harvesting)
Labor (harvesting)
other (Pesticide) 4
other (sacks)
other (seeds) 8
Labor (planting)
Expenses - SALES Transportation
Labour
Other cost (specify)
Total Expense - - 8 - 70 9
Sales 3,750
(REVENUE - EXPENSES)=Income : 3,750 (8) - (70) (9)
CROP 4 (TOMATO)
Production Area: 0.5 acres Sales Unit: 1 basin
Yield per Production Unit: 20 basins/tomatoes - we harvest 5 times = 100 basins Unit Price: (lowest): 15 cedis/basins
(highest): 200 cedis/basins
(average): 120 cedis/basins
Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Nuse  Tramsplant  Harvesting
Expenses - PRODUCTION Rent (land)

Expenses - SALES

Machine Rent (land prep.)
Labor (land preparation)
Fertilizers (Natural)

Labor Cost (transplant)
Labor Cost (weeding)
Labor Cost (fertilizer)
Fertilizers (Chemical)
Labor (pesticide)

Machine Rent (Harvesting)
Labor (harvesting)

other (fertilizer)

other (labor and cost of sticking)
other (seeds)

Labor (planting)
Transportation

Labour

Other cost (specify)

35

50.0 50
30

Total Expense
Sales

12,000

86
3,750

3,664

165

3 Production calendar
2



BASIC INFORMATION

DETAILED INFORMATION

BASIC INFORMATION

DETAILED INFORMATION

(REVENUE - EXPENSES)=Income

CROP 5

(SOYBEANS)

Production Area: 3 acres

Yield per Production Unit:

6 bags per acre

Jan.

Feb.

Sales Unit: "bags" (1 bag = 109 Kg)

Unit Price: 80 cedis/bag
200 cedis/bag
120 cedis/bag

(lowest):
(highest):

(average):

Mar Apr May

Expenses - PRODUCTION

Expenses - SALES

Rent (land)

Machine Rent (land prep.)
Labor (land preparation)
Fertilizers (Natural)
Labor Cost (transplant)
Labor Cost (weeding)
Labor Cost (fertilizer)
Fertilizers (Chemical)
Labor (pesticide)
Machine Rent (Harvesting)
Labor (harvesting)

other (weedicide)

other (sacks)

other (seeds)

Labor (planting)
Transportation

Labour

Other cost (specify)

Jun

(85)

135

12,000

Jul

210

Aug

Sep

Oct Nov

108

Dec

Total Expense
Sales

(REVENUE - EXPENSES)=Income

CROP 6

(MAIZE)

Production Area:

Yield per Production Unit:

10 acres

8 bags/acre

Jan.

Feb.

Sales Unit: "bags" (1 bag is 100kg)

Unit Price: 70 cedis/bag
120 cedis/bag
100 cedis/bag

(lowest):
(highest):

(average):

Mar Apr May

Expenses - PRODUCTION

Expenses - SALES

Rent (land)

Machine Rent (land prep.)
Labor (land preparation)
Fertilizers (Natural)
Labor Cost (transplant)
Labor Cost (weeding)
Labor Cost (fertilizer)
Fertilizers (Chemical)
Labor (pesticide)
Machine Rent (Harvesting)
Labor (harvesting)

other (weedicide)

other (sacks)

other (seeds)

Labor (planting)
Transportation

Labour

Other cost (specify)

Jun

700

135

(135)

225

210

(210)

Jul

2,200

Aug

3600

3,600

Sep

- 108

- (108)

Oct Nov

48

Dec

Total Expense
Sales

(REVENUE - EXPENSES)=Income

TOTAL AGRICULTURAL INCOME

3,636

3,636

- 3,720 (158)

925

(925)

(205)

2,200

(2,200)

10,480

3,600

5760

5,760 (48)

5,760 (776)

3,636

11,835

453

3,147

3,173

2,587

33,321

3 Production calendar
3



[ The objective of this sheet is to understand the in-and-out of CASH on the MONTHLY basis.

NAME of the INTERVIEWEE:

4 Household cash flow
1

Expenditures <

Unexpected
orirregular <
expenses

LOAN Usage <

MONTH Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
( Agriculture income 3,636 3,636 0 3,720 -158 -205 10,480 -9 3,600 5,760 -776 3,636
Sell chicken 200 200 200
Rent Motor King (dry season) 300 450 450 300 300 300
TOTAL HOUSEHOLD INCOME 4,136 4,086 450 4,220 143 -205 10,480 192 3,600 5,760 -776 3,936
Electricity 20 20 20 20 20 20 20 20 20 20 20 20
Fuel for vehicle (motor king and motor bicycle) 160 160 160 160 160 160 160 160 160 160 160 160
Communication (mobile phone) 28 28 28 28 28 28 28 28 28 28 28 28
Food (purchase every 6 days = market day) 150 120 150 150 150 150 150 150 150 150 150 150
Education (uniforms and books) 300
Children daily allowance on school days 100 100 100 50 100 100 100 50 100 100 50
Health (insurance premium and non insured
50 102 50 50 50 68 50 50 50 50 50 50
medical expenses)
Social events (funeral, wedding, naming
86 86 86 86 86 86 86 86 86 86 86 86
ceremony, etc.)
TOTAL (Monthly) 594 616 594 544 594 612 594 494 844 594 594 544
TOTAL (Yearly) 7,216
Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Health (amnemia treatment medication) 150
other item (please specify)
other item (please specify)
TOTAL (Monthly) 0 0 0 0 0 0 0 0 0 150 0 0
TOTAL (Yearly) 150
TOTAL Expenditure -594 -616 -594 -544 -594 -612 -594 -494 -844 -744 -594 -544
Friends and relatives (for fertilizer) 1,000
VSLA
TOTAL Borrowing 0 0 0 0 0 1,000 0 0 0 0 0 0
Repayment 1 (no interest rate) 1,000
Repayment 2
Repayment 3
TOTAL Repayment 1,000 0 0 0 0 0 0 0 0 0 0 0



WITHOUT LOAN (Borrowing)

Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Income 4,136 4,086 450 4,220 143 -205 10,480 192 3,600 5,760 -776 3,936
Expenditure -594 -616 -594 -b44 -594 -612 -b94 -494 -844 -144 -594 -b44
Monthly Cash balance 3,542 3,470 -144 3,676 -451 -817 9,886 -302 2,756 5,016 -1,370 3,392
Cumulative Cash at Home 3,542 7,012 6,869 10,545 10,093 9,277 19,163 18,860 21,617 26,633 25,263 28,655
WITH LOAN (Borrowing)

Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Income + Loan 4,136 4,086 450 4,220 143 795 10,480 192 3,600 5,760 -776 3,936
Expenditure + Loan repayment -1,594 -616 -594 -b44 -594 -612 -594 -494 -844 -744 -594 -b44
Monthly Cash balance 2,542 3,470 -144 3,676 -451 183 9,886 -302 2,756 5,016 -1,370 3,392
Cumulative Cash at Home 2,542 6,012 5,869 9,545 9,093 9,277 19,163 18,860 21,617 26,633 25,263 28,655

WITHOUT Borrowing

35,000

30,000

25,000

20,000

15,000

10,000

5,000

-5,000

9,886

Cumulative Cash at Home EEEEE Income s Expenditure

|
Oct

Monthly Cash balance

) TADFBADODEEDZRBL T, INEN T - T-7-8,
4,200 (plowing for 20 acres * twice)

5,016

3,392

] -
N6v-1,370 Dec

35,000

30,000

25,000

20,000

15,000

10,000

5,000

-5,000

Cumulative Cash at Home

WITH Borrowing

9,886

Income + Loan mm Expenditure + Loan repayment

|
Oct

5,016

3,392

55;2;’:!;{3] | ¢ |
N6v-1,370 Dec

Monthly Cash balance

4 Household cash flow
2
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A RTANREE DL TFERD DO TIER0D, V9 a[REMEIC DWW Tk L7z, &5
NHIX, ZTOXIRFENETHA RTAUNE LD DLNIUTERRN 2 WG O K% 572,

smmﬁ#_owf [#%Wﬂﬁij%Fiﬁ EIGA B ZoRTF S, EnwHr T e
%kbf@ﬁ%?&ﬁ%é Z DI OITITER OFFE B ORI FEE A BfFE S 25 b
E#%D\Lﬁaﬁﬁ IARMERACIZZ @E@EM®% EHIfFL TS, Y=Y hOD
FEMFEIOREE IR > T O EMT DL TETH Y., 3 PITTOEMEE X TVDHH,
Savelugu & Ga South TIZEF DI 62372 ) B2 v | FE LUVRIA DDy TV D T4 |
DORHETREZORIUCET 2B A ED L Z N TELOEHFFLTND

ARIZIEETRAED 2—F 4 F— MIHT=> T 5 Savelugu & Ga South DK HiX, HAT
SHEP WHEIZBIM L, HHE TR LT 7 v a v T I v FE ML TNDH I Enb, SRA v

X Ea—%EMTHEFIL, TCICZ

o,

DX RIFBORFE Lo TVWDHRETHL & THIS

GaSouth DZIEENA AT LBETHDHZ LD, &EH &R (17 H, 18 H) IZFHH S
NTWHA U FEa

—IHED HEMIHEDELS ZWVEWNIFEHRMB/A-STNDHDOT, Ga

South MK B EAHFR L TIZ LU,

LUk,

2. National Health Insurance Authority (NHIA), £RfE4

H HF

20204F 1 A 10 H (4) 9:00-10:00

Bl

NHIA

Je TR

NHIA

Dr. Lydia Dsane-Selby, Chief Executive

Mr. Francis Owusu, Deputy chief Executive of finance and investment

Mr. Francis Oti Frempong, Deputy Director, Executive Assistant to Chief Executive
PR

Dr. Emmanuel Ankrah Odame, AG.Director PPME (Policy Planning, Monitoring &

Evaluation)
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LHEY, KHEOBRE &, 5% JICA BREEDE OB W CEEEOR R ZED A
TN ETERZFEWZWERB L& 2 A, J&F (F5& LT NHIA @ Dr. Salby) O¥ 5
OEFIITRO®EY

NHIA [T JICA & EBCH I LT RN JICA DR 7 ¥ —D7uy =7 " aebE v
BV, KXo TIJICA OXEO LT 7 A NTOREIFIEZTZ, T —F OFE BRALRBR L]
IMAHIETH Y | UHC OEMR ENHEROEmMOMETH 5, MAF OERMBEEIE 30 T «
(K14 ) THY, TI7+—F TN ThHDHD, UHC OZEMITHBSOMETIT/2 <, RKE
B Ak 1) 72 6 DI T D LEMEORBETH 5, 4 H, 2200 TAOKGHED S B, Kk 1
OFHIBEN S HFIHBEEIL, 1200 TAIZE EE - TV 5, BEHEH O HIEITHEE S, #
W CRHICFRENTEDL LI I oTo, MEENDRRS AT L&A HIA 2 &

T HOIIE, RREEA AR L OV —EAORNR (K#) E_X%7 4 v MY
HEME EAMLETHY, ZODDOU—T g v TRESCe— Ry a—DFEENLEEND,

— 5T, BBV —E 2O E 2 — AN DA R b OICT Dbk, ERY—E
ADEEAESELZENTFETHDLEEZTND, DF 0, EAICS BOEBRICET S
HEFEIT, (NHIA OFETERIRMEEOEETICH D) EREEICH S, ERF—ER
DEIZHOWTO—F—FiAE GRER ISR CX5 L. ERMRA AR TOIFAGE RS
L EREEE OBRE S FIRF T DR, ERITA (care) DENR AW ESR TH DH, — 7,
EFE D DT, RS SR —F DR NMEN T & EESEE T & ASET ORI EE O R
BT D &HE ST D, CHIPS 23l IZHERE L CuNZpuy, Hisk B i) B 1 7 B ot e b
IZHENTREL A%, CHIPS 280 v RTEBHTHHEEE T, RRBIESFHET D0
(IRIRZ Z TR D BB /O Z L IC#EA L TR Y . CHIPS & UHC @ H YA B Af5E
B2 BEfR & 72> TRy,

fth s, PRBREIEICOWTA B ETEBEMTONA RI7A4 VN EHINTE LT, mbil &
ORERT (health center) (ZFWTIE, MEJRAERRIT TV D, HihEOMF L TIER MFH
MR DOIEN T EBE X TWD, LovL, BREERYT —EAEEE OREHIZ A 2
—ICEHDN TS T20, FERHOSFAVRIEIZ LD E T MR TIZ OB 5 L0 o7c K H7R)
I 7220, m@ﬁam%i PERR IR — B AT 5 UHC B2 TR 580 .
strategic purchasing D, SZHH DXRT v MIOR0N 5 HEHFF LOWEROFIH, EFRIT
ZHIZEDT U Ny ORI - WAL TH D, ERMEFE D UHC ORISR - 7o R ERR
= R%, EOLIIZ LU TEHRMITRIETE D2NITHONWTHBREEEGT L2 ERITETH
V. EDO—B L L THIZITHERD T M 5 PR Bl = — A X° WHO (2 X % Strategic purchasing
DA—ADZFENEE LI,

(M5 L v, UHC EZRklcmd CRB O~ A 7 a{REokE 42 &L INTEZ DD, L OEM
WZxtL.) RO~ A 7 a gL, HE I BIRRED&4E)N ) %?‘%T A7 MIhE
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WEEZ TV, EERMEBERBEHED Ny 77 v 7 e L TOEETIH HH, RITITR 57
W, NHIA [ZEMEHEE L OBHEL T TICE L TV D, il 2 18O EH 2B T
ZHEIC LT et BIETIIBRERE T O 7N EE TIThND L)oo 7T,

BB G

® PPME OILTROBERNFEE LN,
v Emergency care X°FIEEGLE BT T O3B 258k T HME R B D,
v\ #—7 NI, health care officer TiE72< |, ERNTHHR ’i’ﬁ‘é & B AT A AN TR,
v\ CHIPS T, 18R 7% < PHIPREEBNIAE L TV 5,

(AP : BURH Y E X JICA ANFBIFHMBIRHEIZ L - TiE, MRS &) Lu
DT =¥ MRAEMEY SIZERZBICHMIN TS L& 6D, LavL, FIHEMA (&
EHEAT) OBAITLD & MR & T & oRRIT, O 27 ~OXfS, @FRMEY
—EANDT 7 EADR L, EWOBEPROEHETH DL, bHAA DFS FOER—E ADTE
AWM A RNE T AZD7B 5 LWV BUENHITRMEES & OBEEEIC L 2 R PR A B
DEEIZEBNT 2 2 EIZHEW 2V, ERRO ST O8I 0 OTRBERH 5 L 91K T
b,

JICA O 7 2\ T a B R 2 ATy, &0 ) BIIBEERRICSI O & L0 2B M OB AT
TFAMUBORENZEBE L THLEREVO TRV EE XD, L LTk, fEFARES° CHIPS 72 £
OHIRER 7 1Y = 7 MZB T 2 RKmOEFR— v 2R kE L — e ARAE O Hm LI E
HLZIEBZ R 570, QEOBWRRRERY —EXA~07 7k A0 . OtHIZBIT 5
e - FEICRE T 2 a0 b, OEFEBEEOHE U R 7 OfF 2 5 72O OFFHERLE/ Y — v
ADIER R E,

LIk,

3. AGRA (Alliance for Green Revolution in Africa)

L5 202041 H 10 H (42) 14:00-15:15

i AGRA 7 — = HT

S HEF | Mr. Victor Antwi (PhD), Head of Input Distribution and Agro Dealer Development
Mr.Oumar N’diaye, Development Cooperation Officer, West Africa)

VHmEHE | B, Buruku 2 YL o M F— AEBREET R0 — BH (Géd)

H 4 : Financial Inclusion for Smallholder Farmers in Africa Program (FISFAP) D 25 [n] 1T & el i 7 7
1 —FUITER D R L DI,
fif R © FISFAP Z il UC, REHIOD SRR AT IR 2 & o0 7o elhi e ¥ — B 2 Okk 2 7 fite 7 1
PRATSNTE LT LiIm o Teh. ZDOMRIZHOWTITMMETIZ 22 > 72, AGRA O FISFAP
N—= =T, EFCHEHB CTHELTo TCWLEREDa L #7 FEIFLTH LW, BlGO

5




FAEAM Z LT 5,

1. AGRA [ZDW\WT (www.agra.org)

A v BIZARE % & < Not-For-Profit #ilfgk, #—TFTFHEATIZIT 2 4DAX v 70N, 5516
INT 7 =TI« AH w7, AGRA H—F 1% 2017 HE~2021 EOMNT, /IR EESE 60 J5 1A

(EHE) (HHERICIT/NRRS 120 HHEA) OINAZEHET 2 B2 T s, AEloe 7
Uo7zl Antwi i, H—F THE—D AGRA A ' Z—F v a FNVAZ vy T7Th
V. USAID O7' 1y = 7 NEMFEZ L UOBESIFICH T 2 88 R E AT 5, Kl
B9 5 AGRA 3T 2 HLY #1412, Master Card Foundation 234 4 42{k L 7= FISFAP (4 —7,
=7, ZoF=7) B’bb,

2. FISFAP %

FISFAP (3, BAEMIO~—7 v MERI AT LA/ X=T 4 TRRFE Y — X2 EH LTI
BREREIRT D707 0ThHhh, BERNIZIE, TVFNLVEBIO VTV NOERY Y o
—vaORITEIEL, Ty T ZMESE, HHORROT 74— 7L THIEMED
HHY—EA~DT 7 v A LEEK 5> TE 7z, H—7F FISFAP (BUED T 1y =2 M 2020 49
~10 HTHT) 1, 8hEL ==y T EflAh (RECHLTT TV MaeRfll), 79
NF X UFNVDIER, ==V hRUFR T TITUTFUANRN R T NS B D —
EATIUNY—2X5T7 7 M) —=FO7 7a—F /8T L&, —h—®#I O
Success for People Microfinance, (@Advans Ghana, (@First Allied, @Pan Africa Savings & Loans,
(®Farmerline, ©Agro Africa, (DTrontro Tractor, ®Esoko, O~@WIIMEFTHFEF OV SMEs (Zxf L
TEE— v 2 2343 5 &/ ©H 5, Farmerline & Trontro Tractor X255 & 7 7' U B R
AP —ERATaNA L — (FSP) ~2/a<T 7/ uy—@¥Thb 5, Esokold, SMS, &
SMS, =Z— bt ¥ —%&il UTRXNGH, FERAEEDME®, TsEm, RRRE 2R 5
HE2MEHETH D,

AGRA 1% FISFAP FEMitkRI & LT, FSP 2% v 7B LR — = o Ml OHHED Efi, =
VWL E L MR A FEFRORE T E L T\ D,

3. FISFAP FEjii il & % 52 252

Fizdbi @EFH—a A, A ABXOKEAEFERSE) LB, Vodaphone & iEH

FEs (FHEZE), PE (a—b—2) [ZBWTH, MIN ¥~ 3 —Zffi o 7= B R A PEOFHIN
»H5b,

XERABROF L A EVT LM, BAMELH L0, EHFMEPERTH D, 1 2DT =T DK
NI 30 4, LR L TREZ4RHE L T\ D (SHUIEL IR HERR) o

1 USAID I Fidelity Bank Lt 1L, FVHNT Ty h T p—hbtx—TY =y MELZAAGDE T~V =
V=N F T BRI L TR R A RO,
6


http://www.agra.org/

FSP AIHFE X, BEE T TIE <, HL_o/NEREMREZT WD, /INERERES NV E L
T 5 —03500 BT A BREDOKE T, BHEIREY A 7 /VHEN,

4. 7Y M) —=FETLEH

Village Savings and Loans (ROSCA) 27 ¥ Z /b AE DRI AL, =—T = bRV
XU TR ANT A= BB, TITERTLZ—V 2 MR F 7T, SEERED
TR (=—v = ) PEESHRL DT TERLS, FIZBFOFF A7 A —F—72 KA FSP O
TV NEFHREL, LR EETDH, T/ /a2 BATL LK, FAER Ny T
Ty T oMEMEREE o, LML, 2O LTV PUATAZBNTE, TV
YRR R T D T2 0IE, HORBREDOBF R LETH L DI L, N TE DA
INRDEPR CTE T, MR E LTHREICEDL LW OBBEbRELL T\ D, EFED Village savings
and loans ZF|H 3 57>, F721% FSP ZFHT 5 200F, HUIRIZ K> THERZR 523, AGRA I Village
savings and loans D A — /L7 v 7T &> T\ 5,

BlDOZ AT Dz — = b & LT, Farmerline (https:/farmerline.co/products/) DT — = > LA
EBMORREEITO TS, (VT VA MNMCLDETVHNTT v h 74 —2 ET, FSP ¥—
EANET VA TELLHICR->TND,)

Pl k,
4. BIMA
H 20204F 1 A 10 H (4) 16:20-17:45
P BIMA 7 — AR

e )il a# | Damien, Country Manager
YhHmaE | T —L4 B Gisk) . 2A

HEY : ~A 7 o RBROZENCE T 2 U FE O OB IR, BREOTEEINAICET 218 HIE,
fifi R BIMA 13~ 7 n fRBRO TH5ERIRE ] 2 IR L oo, BER L ERICES<—E
AT TV ERFFITH D LIS,

1. BIMA [ZA Y =—7 @ FinTech (¥ i L 72 TH Y | 2010 4. T —FITHIOFEBFT
EENL, BUET 7V Ak 11 METHEELZREML T, ZOMICIET U7 TH N 7
TTva, 74 VR EICERTEMRL TE T 5, BIMA I, REEE (LAY =—F
> @ FinTech 3 & O Alliance (PRERZFL)) ICX DV IEE SN TWAHRMABETH S, —H #7270
P s P —E AR I LT GIZ R 8D RFP—L T2 2 Lixdb b0, RN
G RT—IKFET D52 LIX LT, H—THEIOAZ » 7138 700 4., N 450 4
BRERa—NLEL =TT 4V TBIOEE—ERAXIETHAETH D,

2. H—FTIEHYIND Teleco D Tigo & DEHEIZ K-> THEHERP LT > TRz, DXV | Tigo D
7



https://farmerline.co/products/

RS0 W — B A YL s (distribution channel) 15 H L TV 5, BIMA OLRBEIAEEIZBAERN 2 &
FANBULTH O | DTl B L7z, (RO L Y HT2 0 OSFITERN O T—EDHIHE
DRFF MR T DMENRDD,) EANICTHTEZTLE LA T+ —~ k7 X —DF
FEWFEDVPBEEOE TIIH 505, FICEFEZEARNEICREL TV Db Tt <
EFTHVRA-~v—Fy MG L LEFEERMAZIToTND, 202 Eicky, BFEEED

EROFREMERm EL, £, BEBCHREISE S EFTSE o T BB (cross
subsidization) | XD LWV AV v MbdH D,

BIMA O {RBRIE 73 v Re 72 R R X R R RS T %, NHIA OFRERANIAFE S BIMA &
BRICHMAL TWDGEHEZ, v A 7 B{RBRITMAZE KT 20 bIX [3d8E) 0k 57
TECT—ERHEN DI DA TH Y | EFREEA~D U A L N—2 A N TIERW 2D
ERREBAM D EWRIT A ORI, EEITAIZ D> B LX) 7 LTWRWILATH 5,
(DF Y. NHIA 2MEE L TWD KO REREFEMADY A L N—=ZARX L sDZA I TD
FENVEIZBE L2 S v A 7 2 REROMFEATIZAE CUZe,) BIMA & LTIE, 4 7 a2 ff
BRI NHIA 2322 fREREI B~ ORI e &E 2 R T o0 LB L TR Y . BaBRIC
oA RAOL . A E A AN

T —F Tl BUHEREFOTT Z A ML DZWBIREZEAR L THEORAZ{To T
T, ZOFETHEEOE Y HEDFvr—V SN TWDLEEEMNMEN &, =7 XA LR
BB TH D720 _%@ﬂkLT@WT%éﬁﬁﬂé% IREENTLEIZE, EWVWHRY
RS T2720, BIIEIXEARA L « v X =2 XD HAVVBIIZ 7 R L LD & LTV, E
NRAN e = X =T THY . H—F TSV« = FX=DE/L L TNDIENHID
KO ECRAETIVNTAREL 725 TNV D,

BIMA TIIBE T L EREEOF MBS 2)2 R L T\ D, YOI ABTEHO—H 2 &
BRETHN—FT 5 alb Lic~A 7 nffRpsm a2t L Tnien, I AZ~— - Dy
—=—ORFHIEESE | ABRICE ZRNCHERE ) A 7 (B L 72— #EOE O = — XK T
X 2 X5 ITREREY — E ANEOE (MR, 165 - o 2R 2R T 7,

ZDO—EE U TR L7 n [EFEEREMHR (tele medicine) | —E X ThH D, [EAIL
FHHERD BIMA AR O 7 — A0 BEHE O BGHRICKIGT 52— A THh D, BIMA MILE
LTCWAEIEIZE D &L 1 7 I 8000 HEFEE D EEFRFERE (RS0 AT 23 FEEITIER ~D%f
ISR EDT RANA A %AT o T8 2 FME L TR Y Mo 7 EFEE IS\ CEIEHR
DHT (DT EEHEEA~DY 7 7 —F 072 LT) JERA~ORIGNATRETH D, Z DHERIL,
B R ORI (R T hY—) LoEELZRA L Thrbim b L, [TEAEEFMZ

SHGIRPUE BIMA OFENE=4—L T, BEISUH O LAY T > 7208
FHRR ZAT o 2[R, FBERIICT7 4 — Ry 7 ST, BIMA L LTiX, ZOX57%7 4
— Ry 7D ERR, BEMICGT D THEOHE] Lo TRY, RV —E20m ki
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DRWDHED EEZ TG, (BAROERER Tl AR - BB A R PR HS T
W EEEFRL WD)

BUR T, RO X 57 TEFEERMR) IV —F IR HESEFESNTE LT, &
Bk LIERiFa s L8 0RB Y —ERAE R TE D, Lo L) 2Kl & 7e 5T
W2, JICA O X 9D 72BA%E/S— R —I12id, BORHE SRR JOHEROBGICKH LTIk
IR —EADRA Y » MIOWTDOT RARADT—%EBL TWEETLEH RN EE
25, I'TERRERME] IZOWTI GIZ L E/RL, - —E 20B%E FH 0@
BNERTLHIBICF AR DL T — AR T THEEDOY v FRA v hE L, WFEN
IR —ERAZRMETE L X512 2) REZOVWTHIZIT> T\ D,

LUk,

5. Savelugu Kanshegu =X = =7 ¢ EFHHEHE

H HF

202041 A 13 H (A) 8:20-17:15

it

Kanshegu = X = =7 ¢ N, BFHHE

Je i3 | Mr & Mrs Rufai Baba, Kanshegu = X = =7 ¢ 25

Mr & Mrs Alhasan Nourideen . Kanshegu = X = =7 ¢ &5
Mr. Amimu Mahama, Kanshegu = I = =7 ¢ &5

Mr. Felix Oteng, Mr. Sarare ((#FR)  Savelugu Hi[X 23 /¥ &% B
Mr. Ahmed Mohammed Adam, Savelugu #i[X 23/ F

Yhmed | T — o B (REERESGLEL) . 2 H . Agnes Allotey (R— /L3 L4

YR (A= DR B Al A Sy L CRCER)

FEFZMEROMB A Td LTOREARE, AFHIET2HIET — 2 I3 7 By — MT 1
e oF L iz, F7-. Kanshegu 23 =2 =F 4 DEFD~LYF (~LYF 1) % Alhasan
Nourideen £F£3 L 8 Amimu Mahama K75 OB ZE 0 fE B2 512 U TR LT, LR O
Gk TIE, Kanshegu = X =2 =7 ¢ IZBIF 2 EFEMERICE L, & LTEBIOT —Z (B
SR XN TV AR WEHEIEIZOWCEHRT B,

1A 11 H (&) [CHREMe—B/va sy kS Savelugu ([ZEI75 L, £33 & B O Felix
KB LOEAM St GRER) OWIz25E T, MO FERELTHLa X, A4 X, Kl
DNWTO TREEN Vo7 —] (FEMOIRTEMEE, AMEOEN, B l) ZfEk L7z, B
MRIZEE LT LI BEAET — 21X, 11 H (&) IG5 & HICH H L7z, Kanshegu
AI2=T A TEHIOMIZE—FTYDRFEE SN TWD Z ERbroToicd, BE—FVIZET
HT—HIIEENOEBEAT Lz, W, Savelugu #IX TiE XXX &9 EEMEHA S TR
0 AHHEZEY L2 & B Felix KIXZZOFEEZG I WD, [AEOE & E Sarae KT
WER 2 BIFAW L 72,



FRAEIEEK E 12 B (R) I B ELEEITo 7, fIATICBWTHK X VFARH > 72 F
BT SIILL T O 2 S TH D, DSavelugu X D BHPT AL, B TRERRE 2 HFN ST
D, EAWICIHIZaI2=T ¢ - F—T70b0 GEFEFA) THH ., fHx NIIBHERED
HINDDH, EWVWIEBEZFThDH, 2O LHGEEER E1372 < TMZBET L2 L H R0,
QLW DFEDEMIZ Y T=>TiX, 2I2=7 4 + F—7, Savelugu AE/FE. Savelugu H
BHRRE. LW o B T OBMRE IZRWEAT O LERH D, (RERIT, HHOHEBERD
FTTHREOEEFICH D)

Kanshegu @ X = =7 ¢ (33 & LTA AT L2FHEDOK 200 A (NEK 1000 AFREE) 22D 7e
53I2=7 4 THY NOBHIZTXTRKEETH LD, BE (FRZEEEDOHHE)
IEEEARIZEY (6 A0S 11 A) LaMThbiu T, Y4 HOFFERMMIZY 7> Tk, =23
2 =T A DT =TI EIToT2, 2 2=7 4 TILT TIT Felix KOIFEB X OZ O K
FT=NEEBEZIToTEY [N=2T A G LW FENREINDGH L, BWiRH a3
22T 4 F=TIR LT, SKROMAEIL [(N—2F 1 U] THHERHEN RSN,

Felix KIZ &% &, Kanshegu 121F 3 DIZEBIEMHREL TWHRERE I L—TNRH Y, FZ—>
DIEF 7 V—7 (RufaiBaba K3 — ¥ —%2 B 5, 281326 4. W20 4035, 6 403 &
M) IXREITEBDNERE TH Y, M 2 BIEERZ1T> TV D, Felix KL 3 FIZ ERINDBRZ L
— K L CHE IR - ~— 7T 0 VT RE R ERITo TV D, BEOE D HIITIAH
(13 =—h— (NaX 10x=—h—, A RX3x—h—)) ZHEPIEL, = DENLE
TS L TR BOME L R D2 FHIEMN T2 28 Th b, FIZIEFR 7V — 7 13T E
? KOICA DR Z 15 Ttk (HHER) ZREA L7723, KOICA &M D 9E 2L, 7/ v
— 7N 1 EE X LT, BEEBA L NS, J—7TlEE2E a2 520 (oF
DL ?) LB X TS, iz, A7 V—7Tid, i Felix KOFRE CHEIZETIHIZH NI T
TEMliAE 2 TR ~_72 0 . A OILFEREA, 1EMOERRER E41T 5 LI oT,

Rufai Baba [CRZEIFMHIL 30 R, N AN (FIFAERT) WD, B SOEFEEIE OfIC
MEIZHETEEE L 72 EO RO BESHER . MEITHEDREE (50 ) ORFEOMEEEIT-
TWD (27 UREBLY 706k ¥ER 2 ATV 5D), Rufai Baba KITEZ 7 L — 7708 20 4F
EERNSIEB A BA L2 D0 ) —4—Thh (DF 0 10 ROENL Y —F—%DL D
T&E) . BHOBEE L ~WMINER TR GEHOEE) Thor0, AOFEEZ L <HWTH
B> THRICD D, 72 NERNEV, Rufai KBSHHEMEZ FFOE A O 11T 30 =— 7
—HDLM, BESMEEZITTo T DDIE3 =—h— (A XEKE) OATHY, ZTOMIZH
FHERICFEER T 7, TAT 77 7 R ERFEE LTS, ILAD 9 FILL 2 0ok
KIRGEE VAR A (Tt aE 2T CTHBI KNy 7 %2 <1 Savelugu 72 E THlGe L, 2 I v i3
VEB/DHOETVER) HETHS (Hx O ANRK 900GHS) ., Rufai [Kix Agricultural
Development Bank (ADB)ZH#YTAJEZFFH . AIZ 1 BEREIEDOFEESEIT> TV DA, FLEN
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KT ED (FEF] 2%LL T ?) TofoSITICE D 7o e B X TnD, £ DM OEREEE O
—ERIEH L TELT, ADB O OEHLFHSEIT I DA, @EITZIT - LTy, BHD
HEDOH THIEDZ % 4 FHNT THTlE, BRETHLE—HTHDH, BUEOHTNTEML
2h, SOICHEEEZMELTHL Y 1HFZ2ETTEWVWEELZ TS, ZOFEANELT, &
BELEIILIZWEDEZTHD,

D Rufai [RIIEZ MG TH 523, 2B % 5 < Kanshegu = X = =7 ¢ TSI
FITHY, OEDDaALNT L REFEROFRENPIY LB E 72> T 2 G2 1k
THY ., BHE—DFNZ 10 B EMEATND, 24U EOFELFFOFEL L, 1| ADFEL
5 NBEOFEROFENLNL ) ThHhDH, £z, ~YFICRR LIz@ Y R ar Ry
Y NIEDFRE L INOZFESE (KR, BOZEOFERE) 28> TnEH7r—AbB LI R2N
£ 95T, 206NN DR B DR S 20 K 9 IR T B3z (Mr. Amimu Mahama O 71X
[[l =Xy 2 BIZ 25 4 O A MEA TV D),

P2 A —DIRPUCHONT, A AT LHED T 2 =T 4 THDHA, WRICEE L CHHER
5OEOREDORDIZHEEZR < JE T TW272& (Mahama K OEITRTHIZHE L7200 T
FIIREBRICABER D72 O ARLE)  MEITE U TEDOHES b b o7, FitO X HOWREREIIIRM
FfoTWW5EDZ & Th D, Nourideen KOFZEIHEEIEZ A, IANRDH D, FHZIZ2 400 E
DEEFFORDEND LD ETHY, ZLBFAL LT 2 RICHGTOEREREL T
Do

PRAEEEEIZ OV T, Rufai RFEFIFIIRF TH Y | Savelugu BT EBIICE > T2 (NHIS
DREFERBRIZINA, R O 2 ORBEHIIEEL) . Kanshegu = X 2 =7 4 BT 7B AD
& 5 RSB IEARNIZ X Savelugu JEBETdH 1 | Z DA — AR — & AR AHERT 1T 7220
LD EThol, HIEFROT TITFFCRGILIRWE DX bR bH o7, R AT 5
BRUCIZBERN Do D BENR AR -720, ERMRRbH D, Lo LIS /e
WODT, # Savelugu BB T LD Z L 72, AMEREIT 72 3 FIRIZOWTIE, EOFE
b EREFREBIIMA LTV (—EHIER S D210 > THhH D EH PR & 217> T
T2 DI EINTARIBIC 70 > TV B NITWT) o iR O 7 TITEERNTh 5 53, —EH OIRE
IR LIFER L 72 BT, BRERBEIZIA L T T —EDOREEEREE NN D, b
RO Y HAER B O NN L < | ST IR A x 2HH S 20T FRICER D
TRRERRRIE A 0 2 D FZES R T H P EMBITHRFEICATS 22 R3H D LI Th D, i
Z ¥ Mr. Amimu Mahama O T, FRTEFHIRIH AR NS DT TiEZe W23 A 4 150GHS
DIRMEERE D)0 D & O Z & T, EFENZRIHER & LUIFEE L IZFSEE TH D,
Alhasan Nourideen O 45D X 9T A ZIE 2, LB EEERRDI )2V RRE & K 3 ke
TOMENELD &, REEEREOAHITIIHICKREL 2D,

10. &t — e X OIEHRIICHONWT, Smaz Lz 3 IS, FSP o Oftg 25 1F 72 4%
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81X 727> 7=, Nourideen IxD 7 — A D X H T E & F - 72& 4 (6000GHS) TH->TH
BUBIZ NG 2 BRI HH > T 5, Rufai KI5 X O Mahama 1% ADB (Z7H4, Nourideen 1%
MIN(ENA VTR )NFEE L TNDH ED I LT, HEICHAEZENTEBLDITEX2 U 7
4 FOMBENRH D720, FSPIEFE L LT —EAREHN SN TS L O ThHh-o7, MIN
227 A NICE—V =2 IRBHLTORFIIF Yy v 2l - TU MRTED,
UL,

6. SaveluguLibga = I = =7 ¢ BEFHHEFE

H HF

202041 H 14 B (k) 8:20-17:15

et

SaveluguLibga =X = =7 ¢

s meEE Mr & Mrs Fuseini Souchi, = X = =7 ¢ EF

Mr & Mrs Alhasan Nourideen . Kanshegu = X = =7 ¢ &5
Mr. Amimu Mahama, Kanshegu = I = =7 ¢ [&5

Mr. Felix Oteng, Mr. Sarare ((#FR)  Savelugu Hi[X 23 /¥ & B
Mr. Ahmed Mohammed Adam, Savelugu #i[X 23R F

P

HmaHE | W TF— L P (REEFeREeer) . EH . Agnes Allotey (m— /L2 H L%
VR) (B A= 2R A 43 4E L CRRER)

Kanshegu & @7 58528, Libga ICBITHA X Ea—|lEI3%iBRT5H, Z0=ax
2 =7 4 OIFELIZIEIX LN HY | 1 HEIZOE 1 i~ﬁ~@¥%@%%i&75§?§)%§f:&)\ 72 et 5
KHEENTE Do BEHIFIC OV T, FREH K, ~3—, b~ b TAREZHIEL T
WD, BREFITEFEREL LY R fﬁ?lf{%{@fﬁi&%:%ofio V. RAKERETIZIA, A
AR, REREZRRE LTV D,

FLLTARTLEED T I 2 =7 4 Th DM, Kashengu 2 I = =7 1 & [ARRIC I TREFT
BINZT 7T 4 7 ThHY, FENOHNL HIKS 220 K 9 ITRAZ T b iviz, FFIZ Fuseini Souchi
REOBEOEHIIN 20 FEERER SN TS, (FlE LT, HEICOWT, HEDA
BIRAETHDD, HEDNSAT y ZIIERFHFLTND, RE),

PRAEIZ DOV T, Kashengu 2 2 = =7 ¢ & [AEEIZZ < @ AT Savelugu Hospital 25, #iLiZ

ET I LW e < THMISARERMERE 2372V, Fuseini lRD A&, iBEDORER (BHE B 2RO

TEHEIRER) 1233 X FASL O Capsa Scientific Hospital ZFIf L TW\W5, EDOEZERH -7, B

ZHLY FERICIS < & Kanshegu T Libga TH Ax OilF ORAEIERIIA A ARLT A7 ED

%’“%753‘*@’6‘% O, BT AEKEIRIZEEAEEDZ ERVWE S TH D, KEXROT
CHEES SRR & 2 B D TR T BTz,

VL E,
12



7. CARD (Financial NGO, #L&4{x2)

H iy 2020481 H 15 A (K) 8:50-9:30
Bl CARD Savelugu #5707

JeHmis# | Mr Naresh Shukla, Group Manager

Yhma®E | WET—L 0 Bl Gosk) . 2H . Agnes Allotey

CARD |3 1999 FIZHAF LNV TORBLZRRIE, ~A 70774 A BAREZ B
fyE L7cdbE i —F 0 NGO & LTHE Lic, BUROTRBUL (0F W @EORE) 133
B USD Th D, BEHNOIRGE ST REWONEIL 43.5 &5 USD, BB 9800
LT BRI N—TERE LIEEAM 7 LYy FO 21T T d, BRDRE T L
—T7O¥ELTIZ 476 I N—T"55, FH 7 Ly MAIZ—ANH7-0 100USD, 2 [B1H LA
F%1% 200USD (CARD 7 L'y hMI US RAETTH 5), CARD A#SIL Tamale (ZFTTE
L. XEER0, 18407 LYy MEMEN 1 N Y721 200 LFRE DK % [Rl-> T\ 5D,

Mr. Shukla (> FAR—=V%—) BN THEMNTT IFyyalb X TrfF X
&7 /L(Crop Cashless Financing Services (CCFS)| (TFFR 2. 5ICFEMIZ7H) % BFs L7z,

[FET/VORA L ML, EARMICEAMZ LY b (Input credit) OFEERIGTH 5 B5E
EOEE % TEEME BN OBR—RA L35 LIk h, BRIIBHS—ADET
TR CHRAMZ LYy 252 LR TEDLLIICTHZETHD, DFED, 7 L
Ty MEZITHRERT, BRI L EMOERERIE TN TE S 1 B OEAME S
JHELY | KEWRRZIEZ O 1 BALOED % ZHOTIUZR W, E0n) 7 LYy REFETH
Do INBREFIZE > TRAMBEADTZ O OESIIR MV Ry 7 LD 2 L% BD
BWEAMEZ LELREEATE BN ARE L TN DOl B2+l iEHTE 3, 4
R LU TEEMEN ENRD RN EHZ 0, ZOEDITEAMZ LYy RO T 77 A1,
BRIZES>THMO CTHETHD,

7 LYy hOERRIX, BARMICZ LYy MEYERT- TS, EAMIZIZZ LYy ME
WENTIANZ BT S8, E8A )L« A2L—% (MTIN, VodaPhone) &##EL Tuv%
72, XWTEAAS L R2—TH 2T T 5,

BEIBEO AL L, BREICRY) BAM, AE0ER=—X% 7 LYy MEYFIR
R, FD=—RIR—=RZLT, Z7VL¥y MEYERT LYy NMEEZIRE L, FHBITR 7
LYy MEKREIT ). REICE T [FFEDRWI LYy b THD) L ORI H DT
B, FAWVRITIZIE 100%IZ5T, 7 LYy ML, B oG bE (K, Wik
&L TH 24 oBfRIIEDZRY) TR TR bWl L es T D, T —F
D RIK J F I DINHERFH] & — B35 L 512, CARD D7 Loy hOFWHIL 11 A
162 HETICRESIN TS,

CARD A E & A 1785051 (commodity trading)IZ/EF L, RV VY2 &k »Th
RO XD B N— A CILER] 7] OBAMZ LYy FOREENRATRE & 72> TV 5,

CARD & LTIE, ETHRAMZ L L O TIEXT D Z &I Lo TRAM ZE5 [l CThg A4
LZENTELHDT, BAMZ 10%FREZMICAFAREL R D, LOMIZ, FRITK DR

13




A R N—_Z MERDEE 30%RE LD D720, AN E 100% DEMEY T LD Z
EMTEDELENI Z LT, CARD I[2E 5T 30%D (i) bbb Lithsn, i,
CARD [ZRZEN O LTAEMZ Iy L, disgfiliis o E7-%2 REHS > TIRGEZ 1T > T 5,
EDHIZ, US RAVETOZ LYy hETHZEICLD, R 10%DAFL— FORETNSH
%o ZOXHIZL T, CARD LGS CEEMIZAFER 50% DR ¥ AKEIT T\ D
FETHY ., ZOLDITRREICHFMTOBRAM 7 LYy FERET 52N TELDTH
Do
CARD (% USAID @ Financing Ghanaian Agriculture Project (USAID-FinGAP, = A, A A X
RKENY a—F 2=V WARMNE L2 5 0MEO 7 1Y = 7 b www.agrifinanceghana.org)
IZEAN L, 2015 4EIC USAID 725 6 J5 USD D7 T M &ZEHL, BREICHLTIS5S "L
USD MY DA 7 Ly btk Uiz, 2, USAID ® 277 > b @D 25 fFI247- %5
BO7 LYy MR THD/NRBERICRIE L2 L 1Tk D,

LUk,

8. Agricultural Development Bank (ADB), Savelugu 35

H HF

202041 A 15 H (JK) 10:30-11:00

Bl

ADB Savelugu )5

Je &3 | Mr. Paa Kwesi Tono Barnes, Manager

MHmRE | METF—L | Giék) . FH . Agnes Allotey

ADB [T WL L728RIT & U CRRNL S U228, 20 4RI LA BRI IEH O PRI TIC
WA I N7-, ADB IZ8I{£ T Agricultural Development Bank’ DIEFR Tl L L O D, [
(v I X —DIITI LWV A A—=UNBRAEIT 572012 adb’ & H 1 TZE X 72, ADB D
N—R~7 4 U AL, @S 2.7 57 GHS, TA®FER 8 B 7 GHS, &E T 82 35, ki
INTIXS EN S D, ERELCTHEFEIL, F¥EMME THD, MIN, Vodaphone, %k
%< DENA VAR —F—LHEHEEL TN D,

BIFEI@H ORERAIT—1F 372V 10,000 — 100,000 GHS I TH 5, Fl1FiX 30-35%4F,
MEHRE L THRBZV DT FMTH D, MEZZIT 2138, FHEEEALETDH
Do WFEA X —LTEE 3 D HORTHIM NS0 | 0% 1 A O EMI 72K 05 Y
LD, HEMEIT15-5%TdH %,

INBBEFIIMEN R E L TINETO N T v 7 La— RBRET X%, ADB & LTI,
GG L L CHIRE TRV E B X TV D, INRBRZE T RE IR 1013 8 5 2 & DVR
SNARWR D BRI NEBR R AR L 35 2 LT LV, ZiLE TO ADB OfRRERE
IZESL L, TA—TBEIIAREME (non-performing loan) & 7 % LN &Y,

2019 D H —F & 7 —fifko b L, H—FERE L TR & ORE] B
NoLHEETHD Z L0 h, BHFOBEICKT 2 HE=2REE ~DE O BIENLE T
HHLEEZTND, ZOXIREXNIESEBEYS —ERAZRFE - LIEDHT LIZED
TW5, (BFET—EREE, BB L BN &, TUF L - —E XD

14




i X D RNEM O B AR,
LIk,

9. Bonzare Rural Development Bank A5, Kumbungu

H iF

20204F1 A 15 H (K) 11:30-12:20

Bl

ADB Savelugu )5

SehmadE 2225 4DHEARETH-T,

YhHma®E | WET—L 0 Bl Gosk) . 2H . Agnes Allotey

Bonzare DRI E L CORKDOI v a Uik, BFEOLEER CTO=—X|ZRHET
HZEThD, LEINC 8 ENRH D, BEHIT 58,000 | @h&skm & LTI 26 &/ GHS

HETHY N TITY —F 07« RS 3 i H D Ruralbank THh 5, TELEESFIT
8% Th b, 9ABDMEL 524D v g X—ATHEBKIZNEFT D mobile banker
ZREM LTS,

Bonzare Tl&, $UTHMOFIC~A 70T 7 A4 F U 2ER & DD, 2019 FITEKRBT 52 &
IMTEIFEIL, 22, N—_Z2Z—Z AT 572D 100,000GHS @& 1 1% Fhi
L7220 ThD, #OFT-5HAE, Bonzare & LTHED 2 EDTEDZLWHEDARET
oD, MR FEITRIFE 10% £ T, B¥EE I ¥ —O&EORFITEE 32%%F v — L
TWb,
INFETHEREDO NS —LHATLETm Y =7 NEFEmL TE 7, fflx1X ADVANS & D/3—
F =2y 7Tk, #H O AD T A MOV T 30%% Bonzare H3EE L, ADVANS 2% 70%
DITT Nel5ET 5, EWIRAF—LEE LTI ERH D, FINGA CKE NGO) &
DO/R3— b F—IZBLTiX, V= ME8ITICSHL Y Q%) FlF24iBhT 563487 5 A%
—LEEM LT, RIEA T v 7 AMREEA 77— LI2Z b H DD, 2 E Weno
72
~A a7y AFUAE (BEERE 15000 A (800 7 v—7)) BHED 7 FIMR 7 N —TFh
ETHY, OEYHIZY OFRNEEIL 500 — 20,000 GHS, 27 /L—7"L LCiZ 100,000 GHS
BB, mgHIEIL 6 W A £ T, 4 1 AURBREEOIRE»RD HILd, HELRDT 100,000
GHS 72& 6 WHET, 4WH mERE AT LW 2EE L2 TLRs i
W,
1ERNZ 18], 5 [EO&MBE %I L CTroE 2t L&z, 7 —7E O HL
LR HDHAERB) 7 v—7" (Solidarity Group) 14 A—6 AT, & ZZ T 58D Y A7~
v VI, Solidarity group WEEF - CTar T4 a rZHEL TN D,
JICA & DOWIIFREMNZRFTT 2124 72> T, BURH DI TORE TH 5, O
DFEIRME, @QFHICHEIR N, 7 a v a—2 7l owihith, @8ITORE ML (4
REPHESLPRAIEE) . ONY 2 —F == T 7 A T U AMEIZELR B D,

LUk,
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10. Catholic Relief Service

H i 20204F1 A 15 H (K) 14:30-15:40

bl CRS Tamale

Je i | @  Mr. Adam Halig, Senior Project Officer REST Il Project
Mr. Abdul-Fatahi Adam, Senior Program Officer “Rural Emergency Health
Services and Transport II Project”

® Mr. Mawali Asigbee, Program Manager Agric

YHmRE | T —L4 0 B, A (GE#) |, Allotey Bl 7 > 2 & > |k

HAY: CRSPEEBIMMET TV =7 MIBWTED X 9 IO SO Y ATV
LD, HHLOHARBREE TV T 5,

1. CRS (%, EW 18 @ districts (North East, Savannah, Upper East) CEB L T\ 5, EEB LW
PR O EE RN SR 72 = 7 N (Agric, RESTID (Z8W\W T, MB OERFEET 7
H—FTh5 SILC FEZHMT L TV D,

2. SILC (Saving and Internal Lending Communities) 7% (https://www.crs.org/publication-tags/silc)
(X, VSLA [Alfk, a2 2=7 4 NOZV—TTHE « IIREE DO A —LTH Y | Lette
2=y ML TWD, fRfE7'm ¥ = 7 MW TIE, Community Pregnancy Schools (27T,
REEZHE TN A T SILC Fikafli» EFEHE M EOSMBBTLEM L T\ 5, SbIT,
£33 2=7 412 14 D Private Service Provider (PSP)Z & L7=Z & T, 7mr¥ =7 hM&
T BIRAIC R E N TOI D K912 o7, PSP OREICENTIE, 2I2=7 4
FEEDHTHE DT NORDLKDH HH 25D (PSP L7225~ ToT & Efid 5, %< O PSP
B THD, PSP ~OWEIL, 7 —TREHETHRD TS BlZIX, LFEFEEHLA)
5 8~10 47 H 12 share out 3~ HREDFFED 5% %340 5 %) 3. Z DO PSPIIART 7«
THNCTEENCHR Y AL A T & 7o, BT BN HIX PSP ITAIE Th D L DFRHEANL TN D,

3. RB¥ETmTYx/ b AGRIC IZBWTH, RHICEZOESEEOBILICET HEMBEL L
T SILC ZTEH L TW5, RBEEMB LUK - #4ET 7 B 2A0UEEICME N TEH ST
%o AGRIC IZHBWTIE, S HIZCRS NEFET D [smart skills] DOFfbZzt#ED TS, Z
FUIL. subsistence LV DEFZNTHHIRGE LNV~ ET A 72DICMERAF /Ly BT
bV, SILC, ~—7 T 1 7 KM, A /~—3 3 NRM (natural resource management) 73
TR SN D, XHI2, SaBEs T+ —~ A —ERFHETCT v S L— KT 5
HA) T FSP & DO W) 2 5t L T2, GBS — b F-—125%F L T, SILC FHEDBAES,
T N—T DERF=— KIZOWTOFIAR EZ2YR— K L, @ eepEsh - — X 0H
FICWMOMHATEH D ZEEMFFCE D, BUERAN/N— M —EMTH D Fidelity #4197
I%. CARE &7 V¥ L4 — B R B L7258 Ol ) L7e F5 A F5> 2 L2z, CRS @
A=y haia=7 4V —FT7UNTHDICHMLIE—Tx b« XX T EEFD,

16


https://www.crs.org/publication-tags/silc

AT =~ VRPN —T LG LZ ) vV SELIET s M LTE,
R D Ghana Financial Sector Development Project
(http://documents.worldbank.org/curated/en/768071536096255699/Ghana-Financial-Sector-
Development-Project) 73& %, Barclay $#4T7°7 VXNV T T v N7 4 —L&T WA 2 - HEHE
o707/ uP—RENRBINT L TFETH LD,

SR E 7 4+ — < L7 — ERAOFH E TR ESE 5720121, YFEOITEIAER
DIFETH 5, SILK OfEERZE U Cira 0 EEE:, Share out 0)/\*74 v N7 EILHER
R L EBFEL, MEOMHHAB LI OCIELSFIHT S Z &2 FA T, OWTIEho FSP O
FIAbTEDL LI D, Z2OdIZ, FlxiE, SILC TIEA DB TAS LD 3 5L ED
FEfED 5 LixTE ARV, LW o7z Due Diligence (248 5 /L— /L &2 5% T TV 5,

SILC ® X 2 1IZBEIZE 2D DWHED FE L, PREE - REIZHDDIEE) (X2 F) ~DOH
IMOEEIZ D72 > TW5, BlziE, FAEROFRICIZBEL D720, FEElIlcE T
HLBR&FELOBLT—~vThD, FEOZENREEXET a2/ FTHNZ D,

B T T L LR 28, SILC FEAT VXNV~ R —2IEHT 52 L1352 T
1,\7331,\0

2020 -2 HIcZ~ 1t LLIET 7 7 T SILC FIEEMD LA - PO THET
LU= vayTRifEshD, Y XA (HHNICEIT 2B LDRT =T U R),
EETIa=T 4 EREXEHT LR 2 I 2 =7 ¢ BOBRSE. K - BESTFICHT
HUETR 202D SILC FEIZ L D RYT 4 TIAITHERICOWTIRRNT 5 TETH D,

(FIEMIPTER) : CRS ORERIND . FOT —~ 5, EROEE B b EHE (it L) AR

O - NEIBHSE (Rfd - 283%) L LB E W N2z, 72, &moEas A 74—
T AIUING | T A= L LA L BT AIEHTZ 0 FSP EOEEDOH Y 7 (FSP D
N7 4y B oW THE—20FF /LN MEIC 7 > 7-, CRS % District Health Office 33 & 8
GHS 127K L TWHEDZ L, JICADCHIPS Vv = 7 MOREHRET B Y =27 Mk
WTHEMBEZRY ANDSBITD L EEL

LIk,

11. ARB (Association of Rural Banks) APEX Bank

H B 202041 A 16 H (K) 9:00-10:00
20204F 1 H 20 H (H) 14:00-15:00

Bl PR P P i ==

ARB APEX Bank
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http://documents.worldbank.org/curated/en/768071536096255699/Ghana-Financial-Sector-Development-Project
http://documents.worldbank.org/curated/en/768071536096255699/Ghana-Financial-Sector-Development-Project

JeH R

(16 H O #K)
®  Mr. Roderick Okoampah AYEH, Manager, Credit Risk, ARB APEX Bank (20
H D)

®  Mr. Ignatius Cobbina, Consultant

LA ERAE

JICA: BRI E ., Addo-Maame JICA ¥ —FFHEiT+Fv atn2x 7
WgeT—24 o B Gogk) . 2H

Rural Community Banks (RCBs)IZ 1975 4FEE D HEESLBHAR L7223, 2000 3T < 1278 > TRRAL
BSHEAN L, RCB ICHRHE L 7o BIRIBERA S LB & Zp o 72 728D 2000 4E7> 5 2001 AT THiE
SR 1% 45T APEX Bank 233% 37 & 172, APEX Bank |34 141 @ RCB s (245 7
U7V IZNTA(DFED RCBsIZE > TORREYT) & LTOMREL 7= L T 5, APEX
Bank (X, ZORNOMKMELE LTI —FTHFREITOERNEZZIT b DO Tho72h3, BlkO
#HfkIL RCB s 83 & T 2 M RIEIBEETH Y | T —F BUFOMME TIZZ2 W,

BITE APEX Bank (X, (DRCB O], @EHEOME, B~ A Y MEOHTH—E X
O L Iz @APEX BERE & LT, RS0 JICA 72 & 2 [HH R —X#E % RCBs 2% T

T 5 &) FEHRAT I — B R ORUECE RG22 & OHIN AR 1T 0 & W IHTE (HRE)
ZHRO, @OBE TIX, JICA 28 10 1% FHiIC APEXBank %38 L C, Ztk - 7% (Ministry

of Women and Children) (2§ 2 ALMEEFIE 0= "R LIzEDZ &,
APEX Bank 1%, 4 FEL@DOEED —Bi L LT, RCBs OF P X UALE i, *y hT—27 D

Interoperability O)F'ﬁJJ:fOCE WIZBDTETND, 2O X REEND, BEIETHSA 774 12H
LZEHOMALE LTET T U T LR « NF U T ~OWY AN D 5, 2020 4 6 A% HRIZ
T—Y = M2 L7 RCB &fl Y — B AR OMEE 21T > TV D, A, R BLE Ik
9% Ghana Finance Sector Development Project (F[X¥) D 45D aR—x2 FONDO—DT
%, RCBs ﬁ:iﬁ“éi% I, 70 M) —FHROBEN O EER AR THLEEZD
TRV, RCBs &, /MEBRFEDOBREEOILR &V 5 BLm) B3I HE e iR
ThdEFA D,

Figure 2: Project Overview

Improve Financial Sector
Soundness and Increase
Financial Inclusion

I

[
1. Improving financial sector
regulatory oversight and
market transparency and
discipline

1
4. Enhancing the capachy
for the impl
and monitoring of financial
sector policiesand
supporting project

I
3. Bolstering Financial
Capability and Ci
Protection

2. Increasing the outreach
of RCBs and MFis and
inking VSLASs to the formal
financial sector

B.1. Bolstering Financial

fL.1. Enhancing the regulatory
pnd supervisory framework
pnd capacity for the SDI sector

f1.2. Buildingthe capacity of
CUA to supervise creditunions

f1.3. Supporting the

pstablishment of a domestic

predit rating agency and the
design of a financial data
renter

P.1 Upgrading ARB Apex’s
ystemsand ICT platforms
o support the introduction
bf digital financial services
and accommodate banking
pgent services

P.2 Developingand rolling
put an agent banking
hetwork

P.3. Upgrading MIS of MFis

R.4. Linking VSLASs to formal

financial services providers

ICapability through
rargeted financial
reducation campaigns

B.2. Building regulatory
capacity and systems for
consumer protection

implementation

¥.1. Buildingthe capacity of|
the Ministry of Finance’s
Financial Sector Division

K.2. Supporting project
implementation
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(HiFFr: Appraisal Report on Ghana Finance Sector Development Project, Report No: PAD2862, Aug 2018,
World Bank)

4. RCBs &, ZTDHDORNOFRENS | o /NIBRFE O/ =— XIZEB LIS - —F
APt A~ T — FE LCE 2R THY . 70, AEOREL T bEMN I 2
TAMOLDT 7 EANRREY, EHIZ, RCBsTEFEMO I 2 =7 4 DAL PKEL RS
TEY, A==y FOBURND b/NBBRZE L OB BEY, 0O O8ENG, T
— TR T/ NBREFZOSMAET Ve v X F 2% E T, RCBs OISO TEET
%60_®;9ﬁﬁ5ﬁ5w~%ﬁﬁimms LT EOEBERLZH LT, Fl2IX
BEARGHHNZ OV THIRDOFKE (1 5 GHS) &9572ELTn5D,

5. (MF LV, HEEOENSRANL - XX TOHKIZEY, RCBs OFFFIBETFLIZEWD
EORFERIBRVONEEM LI E Z5) HEBEOBLENLIX, EAA L~ — L DB
EWVHIHIGNAET TS, RCB s [XEE Teleco LHHET H Z L2k, 2Dk H g il
BRI D ELTWDORERTHD, LinL, BB L Tk, REEFTIZEIT 5 RCB s
DS ST OBSIIBAETH D R 2, @&V T, RIFY [TV 71— Tl
2 T AR—2] OWGINEETHLONZOHBATH D, DF D, T TIERCBs OHI
T LB ADRNWELICE A S-oT0NDHENRDTEAD,

6. (MFH LV, MEOHED X FOEI VBT 2019 FiXIT L A EMELREAT HZ &2
TEX2Mo7=RCB LHRLTZZ L ZFELIZEZA) RCBIZE > THED 2 A MMIFREO O
&£ O TH D, APEXBank Ti, RCB B FE~DT 7 & AMGEEZIT T T D, /IS
FhERMNBLETHL 70, GRAET U U AITEE LB ONWTE, FEDa X M E
15% L EZZ2DDNR—2DHZTIZRWD, EDaXt s FHy,

7. MBMiﬁ%ZEﬁﬁ§®ﬁ~%é@t7&~F%@L%@%@i%hiEﬁ?TW&W
ZO—2O0MBIL, BT FHTEREIT/R Y E 5 R S 76 . APEX Bank 73
%%#éRaamﬁ%@i%%ﬁw\%@;oﬁ%@@%é%%w_ﬁwtwfmk_&ﬁ
Rk Bbnb,

LUk,

12. Fidelity Bank

H i 202041 A 16 H (7!<) 11:00-12:00

it HERFH T

Je)ime# | Ms. Ophelia Oni, Fldellty Bank

MHHSHE | JICA: BHIFRHEME (Fiék). Addo-Maame JICA A —F HEATF a )L -
AL T

MoETF—24 : |, 24
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2013 412 Financial Inclusion Unit 3% 37 L. mass market ~® ¥ — " XFEMLBALE, F T IIHEHE
BE TG U7 0 70 0 B T — B A A4 E(5-10 43 THHER), £ D% POS Zffi~/cm— =
VIR FR TR BB L2, EBAMGORMBEN OIS, £ D7D, POS FIH
FeH, ==Y MNETOT 7Y r—a RS - EA, BIfE, 3000 m—Y = hEE
2. 300,000 HEEOH AR & 255, fEfER AR —E ADH2 6T RSB~ —2 > b
D=— A% =TT DI —EADEZEE AR LT D,

ZO—EE LT, T, BLXOKRFIILLTO X O Zei& 8 2 5l - Fh, OmTr o2 Lnm—
OB A, @FBERT r— 2 ORMECEA T v U FTE), @FE (VO a—r D
7 - $2ft (2019 4E B B A EFERFBNT O vy & EhE, B A LSO NEA~D Y —
EREBIZOWTHREH) . @MTN & U CIERFMS &MEmT 7 2 2 V& — B 2 DO/
it

FRL@ & OBIFR T, Yellow save’ (L ERARTEBEH 2 £ T 1)L W) TS —E A% MTN &
EHIT 2019 4 L0 f2fit, 4 8% DOFIE (Gl HmTa®eIE 3 %, EMTA4 (Savingaccount) 1%
5% DFF]) , Fidelity 1Z& > TUXLWEEOEBIBE WD AU v AHY | 72 MTN IZITEE
DIRFF L% D CICO ROV —E X7 ¢ =L LD IAIME NS AU v FRH D5, £z,
PLRi 22 P O Al el B R #E4& 2+ C . 7 ¥ & /L ROSCA % Emergent Technology &9 7 7 »
7 ERRE - Wi LT DD,

g— O EFENIEHS T THADZ— 2 MRy NT— 27 iy, MTN & EHE L
MIN D7 T v N7 —L&Effol=T VX m— 3t L gy,

FEEBRER AN, % O4h#E % B4, Financial Inclusion Unit ® 8 4 DA X v 7 L L JED A K
7T, BABGICHINESRMBE O v v a R, —B 2 REERE, SREE0a T
Y BAFECHRHE BN, #R0AIC GIZ < Solidaridad (NGO)2N& 4428, ABC of saving, ABC
of ATM, ABC of agent 72 & DEBFZEE | 36 X O I AR OIRFE T8 2 S 32 S
T&7,

INEET AV NIEEH LW~ —Ty b7 AR THY, VA7 HEN, ZOEITEeRT
—ERERMIETLH7DITE, 2O LB A FORREFRET 72D 5 LizE~DF v
FRA L FERIE LTSNS ME, £7229 LEBOAFRSTF Yy vy 2 7u—72 80
TERBAMEE, L 100 AFREO/NMECOWTHEL, 7' b A 7OKR, BT RALET
B, HyTFRA L SO, EBIEBEN RO - 172k, i —E A0KE R EOmE T
JICAITHIFF 5 L 2 AIEH D,

LUk,
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13. People’s Pension Trust

H i 202041 H 16 H (K) 16:00-17:00

Dl People’s Pension Trust 232

Je i | @  Mr. Samuel Bediako Waterberg, CEO

WOHHE S | JICA: EFREHME ., Addo-Maame JICA H—FFHEHF a2 &7
WgeF—2 : |h Godk) . 2H

People’s Pension Trust D43 L L TO a7 MI, (EEFEEOR) MUREZEZ 5T
AT r—= NI =D N PEREREITE L, BOOFT Fe) 2T L
WZRY, MHOHLEREIDA DI ENTEDLZ L ThHD, REDRIITY o> TUTEE
J& UNBMERRE 2 &) 2000 NEHEE L, =— XOHRICEE DT, L O R, Bl Fito
HEGEE EH UARBARITEAF —LARMETHL LWV I fmIcEslz, 2O X9 R=
— XFPRAETEE 2 2014 FIZBAE L 72 A3, 2017 #1C NPRA (National Pension Registration
Authority)|Z =¥ (Corporate trustee 7)) & L CHEk L7z, BIIEOREAELIL 45,000 ABIFE,
ZD 6 FNIATHEOBE T D, Tamale IZI1FZ)ENH U (office, manager, sales agents), Ga
South |ZIEF A A7 %l L CTH— Rk A L T 5 (kiosk, sales agents), R7IZE TR A L
LTT b= - A =T UFELTEL Y, 2023 FaERAFEL LTED TV D,

People’s Pension Trust N4t 3 2 A7 A ¥ — 41X, 2 7 A OEMRTAEKIZIX, TASH
DS50%ETENDTHLEDLIRAMDIZO THLEIEHLARELT2HDTH D, 5IEH
LHEE#% 3 HUNICT 4 A= 35, THSFHILE DR % ORFIE O MBI U T
BICRD D Z LNTE, —EHE TR TH I,

FRLOE Y 5] X HY U TREBRIITEAEA 50% Tldd 52, FEERITITHMTASED 15%FE Lo
SIEHINTWRNZ ER Do TWD, 4T 2 ¥ D Wageningen KFX°> CGAP 7¢ & &t
L, A7 =~k X —EEDOITETEIR EICOWTHEZ FZ ML T\ 5,

People’s Pension Trust £, DataBank D7 7 > R « <R AL hDT KA RIS EFEE
DG EREEN L TV D, BUEOTER— 7+ U FFTBIFOEHE (21%) OMICrE3E
PATTOEMESE, RETH D, BEOHEICIT25%DAI vy a v eF ¥ —YLTND
23, —EWIMLL FFEA A FEiE L 72 @& 21X Life bonus #HH L CW52 2, WA NT 4T
$R1T1% Standard Chartered 8817 CH 5, T AT 4 —D¥IEL 32 TH Y, T D 85%MN 7 +—
<~k X =Dk 15% 081 7 r—~ ks X—HETH D,

People’s Pension Trust D B2 R A « 7 /L Tk, FHOMGRE DO/X— N —v o TREER
wEZRIZLTWD, AT +—~)bE 7 Z—OREMI GO CRTE T 2 Ak & i
THZ LK, BT LLEANEEDAEORGIZIRERET [HEORE | #E8HT52
ENTED, ZOX D RO E & L TiX, Coco WIFIFLA . Union of Informal sector
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Association, Trade Union Congress (TUC) 7¢ & D97 il &fHfk72 & Tdh 5, F7o. Savings
and Loan #Pd L M+ 2 Z LIk » T, BRI LTz epammizit 2 nlae & 35 b
1T>TW5, E5HIZ, Vodafone X° Airtel, Tigo & OHH#EIC LV | HEFEEIC L DBEST
NA N F—In 6 DB RATEEL 72> T D,

BELEDT 4=V RLXLTOX v FHRA Y ME, 23 2=T 4 7EE (BRI L—T7Y —
A= CERNPOEHIN TWAIA =4 ) —F— \NM &2 IEERERAX—ZTY
JN—hRLTWVD) OXvay - vRx—TxY—Thbd, Xoiar - vx—Yvy—iT1
HREEDOIHEEZ =T 5, BIE 40 ADX gy« wFx—T % =25, People’s Pension
Trust DFFE L L TR CRERASN TWEIDIFE—NA - ==V FTHY, ZHD
N2 12 BREOHME %1 T\ D,

(45 &0, 2019 FEOeREE 7 Z—fatz < SOHIT T, BIEFR LT D MFI OH T
FERHINOENMFLIZED X S 2B TH L EE 250, L OERMICK L) SlfaicBE L,
fFHRE DRI X 6 S MFI ORBEOIGBIE L LTiE, AT U2 EOMERH-T- 5
X TWD, MFLIZ MEAETRA | BICEE S TWIZHEMER L <. £ X9 7 MFI Tl
MFI Of%E BAEANOE 4 & MFI O&&Z PRI EEL T edolcb O L ORI TH

Do
Pl E,
14. GaSouth =X = =7 ¢ REFEFEIHE
H ¢ 202041 A 17 H (&) 8:00-16:00
AT GaSouth %% FT, Domeabra =X = =7 ¢, Langma = 3 = =7 ¢, Bortiannor

Al a2=T 4

5 75 M 2= | Ms Georgina Lartey, Domeabra = X = =7 ¢ 5

EA Ms Grace Tetteh, Domeabra =1 2 = =7 ¢ 25

Mr & Mrs Abraham Allotey, Langma = I = =7 ¢ 5

Mr & Mrs Abraham Ozor, Langma = X = =7 1 25

Mr. & Mrs Timothy Quaye, Botiannor = X = =7 ¢ &5
y

Mr. & Mrs Daniel Otoo, Botinannor = I == =7

Mr. Fifi Dawson,  Ga South Hi[X 23 /¥ & B
Ga South Municipal Coordinator Director

Ga South X ¥R R

L HHEE | JICA: BERHEFE, Addo-Maame JICA H—FHHEhrH>a i« AZ w7

WHFETF — L P (RO —iFRcer) . €H R 9RO FLEk) . Agnes Allotey
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(m—Ha Pz R (B A R—N 872 A %244 L CEiéR)

1H17H (&) 12, BE~Obe7T U U 7IZHENED Ga South O Municipality Assembly % 2
WEG L. Municipal Coordinating Director T % Imango Baise fIZ&6 % IV 7=, [RITHIE,
2018 AEIZAIRR SNIZH LWBEIBIETH Y, 77 THLERN HHE T~ 1 FEfIE & 0 gk
LT B, T 9 LISt NS, EoBE (BA) SELOHMNR 8BRS ERb
LTV, RENERL L OBETF Al ORIT2 0 & LEBUINAEEICHY . AIEEE O
Bl CHigerr, M2 @5 L7, GaSouth TiX, VSLA % 1EX/2 &Rl &l <8 5
el T a7 N & RSN L7- (Greenskills for Ghana’ Project) , T CTlid, 7 A U
JIAEFEL O PPP Zili UC, HARRT XX —%{EH L= 272 Flower City i 3. DR
2T TIN5,

[ HIZIX. Ga South (T 4 DD JEHZ £70 323t Ekudank Agro DREFH & b THHE
b B AERIC LB 7 P NS D St e A INEE 5 2 B B9 Ciiak L7223, RER ORI
L0 F 7 FREHNARDEREH TN AFT DI o T, TOHIKTITE L LT R%E
L TRBY, —HAEH S TWD, FEREDII R~ b, 8= F7 T T E
NE, A X ETHD,

JEFFANC 5 TIL, Fifi Dawson RIS & B (JICA (2 X % 6 #[H D SHEP AFHE
ZINFE) Wi HIRZ, $£72, ElizabethAkaba ¥~ 4 —/L R« &7 ¢ —732 A HOFRA
WZRAT LTz, BAHUIE O BFE O LEEEIL Ga s TH H 7, LB U T Fifi & BB X
CRETF—20u—ha g2 s RBRERb B, FFETaIa=r— 3 N T
E2%GmE T, EEEMEE AL Z LN TER,

FIRFHER OB A E 36 L OREAFE, AFHIET 28UET — 2 130K~ 7 1o — MZ
1T oF e, £72. BFEONY T 1~3 13K aI2=T7 1 ODEFENLOBEEDY
FEREZRICUCER Lz, LT Omik#k T, GaSouth i 3502 2 =7 1 1ZBIT 5
BRERICEAL, F& LTEBIOT — 2 ICHIEIC RS SN TR WEHIZOW LR T 5,

Domeabra HiIX D EZE R L2 BFMEOBOEMZHEH L T35 Ahortor K13 E
¥(RPELZ O TRy BaRETI2EFRFELRL L TRELZITLERERD, 7
VI RIBEROE R BB L TWD Z LD BIBICET 2 HEROME XED 2D
AVHEEa—ICRE LTz, 7V 7R ROBEET 2 L B2, 60 fRORET AR
ETHY ., KRBT L DIPTSR JOBEKIRGE TR 2155 2 & THIE % #%
STWD, FHELBEMOGHITHN TRY | BIFEEL T2 DIZZ@E R 005 Z &2
2 W) 2 JEHIASBE W DITFITR D EE D W2 &b B CHE O i ~IkoE
LD HRBENNE LTINS, T2, BHIOREL EOVERIC SR @E DA N
BEME LT D, SHIT, AR L72EERR T v v a OFBNS | B L0 (£2) DI
LHNBEHOLES ETHSTETEY, BT HORMADOEELIREL TV D, ML
T2 AN B EEEZ TR D BRCE AN NV~ 32 —%FH L TV AHIEH, Susu X° VSLA %5
AL TW5, EEERER (NHIS) [ZMALTWDA, I3 —E e W REEERE S — 2

23




HLRIHLTBY ., ZOFDOHEITE  ATEERES R ENLEH LTS,

Domeabra = X = =7 A [TITENRA Vv R — - =—Tx h (FAR7) BIDFTdHDH, 2
HFHETR R 2 =7 4 DAY DOBBIBICE LIACE, 1 2P ohich 5, BEHy
DxT— = ME, Tigo, MTN (Momo). Vodafone @ 3 ¥LDFGs ATV > T\ o, =3
v a ALERE (M U7 v a OB HE L EE L TR ) T Lo T 150—
200GHS, fix &2V VEGETES: (1 25 & 100—200GHS), i < DFATOIEMNS 1 HIZ
2 IR EBSOEYL - fifa 23 b . T E THEO/NNT 2 (liquidity) (2B L CTHIEE 72
S RBIE RV, BARAGAEILEE 2000GHS(H O HFicdh b= —Y = v M) b
S000GHSGHEME IRV \D T — Y = > b, ERIRWICHE LIz —Y =2 ME 1 H b7V i@E% 40
—50 DB 2> TEY MOTICHIT—Vxr MIORETHLLEDZ EThHoT2,
MRz g TV & 25, —~BEIORGIFITIEE A £ 400GHS BEDOEHE TTH
ST, FAAZ1E 1000GHS FRffOSFA TN TAZEMTEXA LD LT, BRIHVOT
—Yxr b Q0RO 1, = F—L TATE A AT BT, FEEEFTHoTND L
DZEThole, FELORESREBEAITFIIRWVA, Xy FT—7 OEPENZ &2
JEx o B HBAMETH D LR E TS, HoTlehro—Y = ME, BEEE-T- A=
b (FAV=YTAEBDBND, EDZL) MOBAEEELELRERRAHS, L
> T T=,

Botianno Hi[X, &7 U > FXSREZIX, WY 50~60 (RO Kb 2 EIH L 95 3 fHHAR[A]
JEMHTH D, A OEEDOHITREMERIC L DL (A7 7, b~ M F=20 U %)
ThbH, MIKITITHEPEERGD S 0 | FIHIENENLTIT 5 23, BRI E A~E WO
R D FEH AT N —THALTIRGE L T % (Quaye & AT, 2 437 & & FE4E 75 NHIS
AL TW5IED, Quaye & AL BIMA (R &FIH LT\ 5, 2 i & ¥ Ga Rural
Bank OO L ENA N~ —OEEZTALTEY, AT E@ME Y — X ZHH L T»
%, Quaye S AMER X, RiFZhEn N OEERA L, MEEFIHAL TE 72,

Langma HiX|X, E—FIcm L TEYH ., B OB ELHL L O THD, /¥
— L7 2 i, Wb 20~30 OB W RIEOEZHEHR TH 5, (Allotey KIFFE~
DA B E2—TONTIE, HEICBFIF ThoTb 2 A, —FRBiZ L CHEICRS L
TR, ERETEY Bz, RIRFIZIT AN E LT, H—F & L TI/h S 7oty
ThHV, BENALARBEEEICLD2EMONAZE TN D,) Ouza REOHATIE, KK
BE (M~ b FET A7 7%) 2ERAEL Loo, FHREDOHRE (FE) BLY
REMREZ AEVHEHESLINARE LTHD, KA, REKIRGEE LT 508, I
ANTA 3 FARETHY ., FitDE LIZR>TWD EIEZE WD, IHATEIC R L CAR
KHMZ D FEDHE LWERHZIIA A G ER] - THESZ LTV E L TWD, &
FHEIZOT TV ZRWD RN HIVUTSFEHEHLZEG LI o> T\b, NHIS 13RI L
TUVe,
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10.

S L7 3 HIX DA HX TR Ed 1 i, FetEE IR ERMEL ST TV D
(Domeabra (Z DWW TN FEHRIZILE) . EOHIXIZIW T b REITRIELB O Z =%
FTWD L) T, FERBEDN THD b~ FOFIEN TERVERD 720 | —FTlidih
G ER T 2 8HDOREN H o720 L RENNIRNLETH D, D2, T 74

—ROEAFEDO L U HVETURA BN - IRFE¥E, BRREMRTER S, EE0SAbE
HiEZ 5 L3R LW, LorL, TODOEEME FAlTEHRELZHRE LY,

FERRICTEEPA L7720 375 2 &) I D TV K 9 Th %, Botiannor 35 & UF Langma

X OHHENT, AFEDOA T a & LT, WMESLHDIT (BR) RETFbn, U X
NEENZ K BB ~DOF 2 mE LTS, A ¥ 7 4 —< AV R4eRY — B 23R T

Ga Rural Bank °ENA N~ HX—DHF—EZEZFH L TND &V ol m s 7 oz,

Susu X° VSLA & W o727 —T LUV TOA 7 4 —~< LR R— B A% L TiE
T N— T OEFRFEAEE A T TRy, BEREDOTOICT +— v /& 2RI L

Db OO, FIFENELS TERHLIZ W, T 74 —F T VREZNTOME S —E 2%

AT HFEMRE T,

Fifi ¥ % BIZ L% & Langma Tid, BROMLEZED THY | BUEIIEKR SN L—

7O IEBVRERIC LB R PR O E & Ei T Th 5,

LIk,

15. GA Rural Bank, Kokrobite

H 202041 A 18 H (42) 13:45-14:30

AT GA Rural Bank

Seimiex# | Mr. James Mensah

WHESHE | JICA: HIREFE. Addo-Maame JICA H—FHBEFF aFiL - A&7

geF—2: |, A (GL#k) . Agnes Allotey (»—H/Lba L4 )

Hidm DO ME— D Rural Bank, 8000 4 D% = A3 5, E/REAK I commercial entities TdH 5723, 4
NI H F D W HIE TH D729, petty traders RBFE DT T A L hA~DH— B R ZJEH
LTW5D, —MRAZRPEEBIT L RROMEN - b—ERI2MA T, U TFOXH et —e 2 &84t L
TW5,

1.
o

E-Susu (7 /L— ¥4 « g A% — AT 5 Susu DEFHR)
2019 - — B ARG D, BEICHRE L TE Y, BIE 900 4 OFAHES NS, IHIFEANE
MEEZEE (petty traders),
HHA4ZLDE-Susu =—Y = b ((UTH) 2, BEETEESMT 5, FHAECONTH
ZOYCHBAARETH S (t— V= FOWHEREZ M > T), TROHMAR L THET
X5 Lik, BMIEESICE > CREMLE L, Susu NIEICHARTHARE, FIA L Blo/eu,
BL&H] % H LEK (< OSYTIZE 2 7 22 ) ORIRS RS, 31 H UICIRIES 245
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e 6 o o ~

WD,

2 AU EEEEFIAT S L, HERBEORK 2 HEOEE COMEELZTHZ LN TE D, K
MR CEE2) 1%, 4 TeT 4, RERAEED 30%IEE0NME LRI L TWD, FLEXEF
40% CTRIEHIMIZ 6 W H (Fh i b 6 B H T4A40%?), FIFABIEDS 2 4 HORM TR H
0. FO%KITEE O,

FIAFIL, BREZ TS0, EEEHRT LI LN TE D, FIoOMIR TERZ R T
LT AAFICESTHONLWZ ETHD (EFOHFITICHIT H2HE1L, slip LNFEIT
SRRV, ==Y = RRKEICRY HUTO Y AT ACTHEEEREZ AT 573, =12,
AN R OME D& & AT OTESIRE OEMMR R D Fr— AN b o7, [TRICKDARIET
HD T ENRRE LIS, ZOX S ITFIHER S RMIEE MO 2 #ECERZEHET S 2 LT,
BAYEDRERIZOR2T 2 Z LN TE TN D,

BRI —E A

4RI B — B AR ABIIA L. BFE 7 X N OBEHIL 100 4

FATHIKD 2 SOREE S L —T (15 BD AU —, 7 TR LG b~ MEER) HFIFL
TW5d,

JN—TEE (GEERAE) THDIM, HxrD=—RIxE Lic@f 2B, RBFEIL, it
i~ IS 2 CREE D =— A3 B, (% D A L /38— DRIEEIE, 3000~4000 7 1,
R IR, FLE. IRFESEMAIEL. E-susu [AEk,

RGO RNBITOMRGEE LT, MEEHD 5% % [mother account] (ZA&T 5,

Microfinance 53

4 FFHTIZ B AR

FIRE D 15~20 2D 7 N—T 2B L, HEAIRiE CRE 2 HiE T 5, MEAOREHN %X
2000~3000 &7 1,

BET I N—TDRENBND, JI—T A 3—[X, fish smokers, petty traders, 41,

ALE I, FLE., &AM, mother account ORI L E-susu, FEZIAS ¥ — B A [Ak,

G-connect (mobile money) service

2019 £F 11 A 75 B4,

A= b7 EMELTLIE 0D, FIHERIRONTND (5-64)
W BHENAL L~ R —DHP—E R

R RRVERAIT 1,000 7 1, FIFEIZA 7%,

LUk

16. Success for People Microfinance

H i

202041 H20H (H) 9:30-
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i Success for People 47 4 A

SeJimiex# | Ms. Victoria Antwi, CEO

WoHmSE | JICA: BIFRHEME, Addo-Maame JICA W —FFHEHF > a Tt - 2& w7

WHFEF— 2 i, 21 (Rl

° &

Success for People Microfinance (SPM) https://www.success4people.com %, Tier 2 O FHAHEHE
EHTHYA 0T AT A TH L, HET—EAZFP LTV DHEEEI AL &
L T, SMEs, traders, BFREUNDLMET NV—TT2ERN N5, (X7 4 AORFEFICZIL, £,
WA, FMEE R E P BE<HD)

USAID 7' 1 ¥ =7 M KTV AGRA & DR Z @ U7 BEANT &Rl — 2 2 BA%E - 24k L
T&T,

USAID O7'm Y =7 h T, EIATAEDRABILE. 7747 > MalFIZaBRRa2mMH L
TRNE RS O E T o 72,

K BB EN G DO ~BliEth Ch b, FERESHT Upper East M, Upper West /1,
J =W PN (X< L), Ashanti, Oti, Accra),

FATHEITNZ T, IR ELANTT RS RN TE D RERINA S » 7 (agronomist) ZJEH LT
W5,

P
R ANRE  (Input finance)
> 2019 4E 12 A O A COREZEIE 8000 25 (FL—THAICTT Ty RT53)
>
>
>

B

3

FIRE L, Bl EITEEMY CIRET 5 2 ENTE D, IWFFEIT 90%,
A SFNTAF] 2% (Z TR T EHERR)
SPM [ Hisi ik (M4 B EMRS TIEARVY) 2T, HmzHEl,
>  SPMIE, HHUE T LIZRRDBEEEM L LIEEL TV D,
Tyvky hT77AF A (USAID 7'y MBEEIITWEA, SPM 23k7ET 5%
B L I A~ v FTHDHIH, L TWL2R0n,)
Warehouse receipt finance (AGRA Z i U722 7 FZ&{EH LT 2018 026 /34 1y MYITE
i, 2019 4F 10 A ~12 A OFIHEEIL 4600, fEF. i ((fPA¥EHE) . IL¥EH L 300 7
N—T)y Y a—F Y AARX aRX HAX A< EBIRL R O0EY RIS T D58
BMEMERNE, FILE 3%,
> H—FEMEBEIT (BEEMAHUANAOTRTOREVC 77 4 —n2Nd25) THGI
THET, BMIRFEICRE SIND, IRFRFICED T, BREOEEERITNEXIKIC
2B EZ A%, SPM A, EBENROBIGIILELTIEEEZEET S,
> EFICOWTIR, B4 (fI) EESMTES L 2 BEBUIBAENZ LD, &
IS COMBI 2 HmET DL o122 o7z,
> AR, ERXRERE I L —7 L ESG19 5723, Upper East X° Upper West M D 7 /L—7
IZOWNWTIE, Z—7NOEHEBGRVBEE THH 720, I—T D7 r—~v b G
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https://www.success4people.com/

LTV,

JEF AT @ #E  (Financial literacy)
RA R N—_Z S
e —be 2 (FIHEE 1.5 5 AN) VSLA & L CHEERET D LMETN—7,

>

2020 R FEBRAA D FTRG i Wo Daakye (Your Future saving)

> FETEGe E BRARFRICE X DTEEE 7 L R LTSRS

> REESFED 50% T ONENENO HOTEE L LTRE Sh b,

> EETEEIITER 6% OFLED . BEHTESITIZ 15%ORER 2L, BEIL, Flx
[ @ﬁﬁ%’ WD 2N TE LD, ZORRIZIE, BbyREH O L o REEE 12
HEE270 8 LCTIEYYEOMRZIT I,

& TEGIFEEES, —AS~10ET 1,

7“‘\/&7/1/&1h%@€o7‘:im$atﬁ< I, 22— —lZa X B3 hnD, 22— —n3E AL

—H BT AT, BIEH LD 10% 08 —ER27 4 —L L THELND,

Visa 71— RR°7 By — RZFIH L CBEZ5 S MIHAICE. 29 LeFrvr—TIiF

REDLNRNDITH L, EAA N~ X —FIHEIITAED DD, AGRA /S— hF—D

=T 47T, 29 LERIZDOWT O SH7=753, Master Card Foundation @ 2

F2 MIEDIEIK TR, DY) a—va URNYEIZ/ %, SPM TlX, Vodaphone

ERFICEDBEIO7 4 —BEAE K > TS, Ll MNO figo 8 Flidk MTN 235

T Y. Vodaphone =—H —(FLEZIIDIRNT LD A 37 MIBRLITND &

¥ho

17. Emergent Technology Holdings

H HF

202041 H20 H (H) 11:15-

Bl

EHA 7 ¢ A

Je)ile# | Mr. Saquib Nazir, Managing Director, Africa

3 staff (Ghana, Cameroon, Benin)

WHHESHE | JICA: HIREFE. Addo-Maame JICA H—FHBEFF aF i« A&7

T —24c B, A (Gl

HiY) : 5 # )L Rosca D AT LAEFFE L7-St, http://emergentpaymentsafrica.com E/3A /L=
F—@Ox Fa—H— L #IT7% 572 < interoperable 72 =22 AT AZOWTE T U 795,

=

FERENS

SHERMCAE LR —E AR, E-a~v—ZXEBIToTWDN, FEITDRN,
#3000 T ANIZEWH HEB LOBEBEM TBEEROIBEXE (MN—¥— I 709 7T
YA F =70 L) RBEFR 72 E 2 e@iB a2 RIET 2L OME (=4 7 4 — < /URREIEFH)
B L2 T D,

® EEK 204 (ZEHEE
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http://emergentpaymentsafrica.com/

® 7 7V JHU®IZ I\ TlX Benin, Burkina Faso, Nigeria ~® B3 1 A J& B & &l 1,
DFID <CHtgR7e & & i - W B2 FF o0, BEVRA BB, a YT 4 U T — B R
DO MTE < 20D, RlEE OIS N —F B2 555 Z Li3b 2,

HNRESIEH DR T 4 v K
® 20194 5 H~11 HIZ Master Card Foundation @277 >~ (100 5 K/V) Z%fEL T, =3 A
T LEEGE LT,
> HOEESXN—ATHIUI MEHOBREIZY —F7 U b 5ITIE 34 4F 130025 08,
7T NOBEEME ST 3~4 WAICEETE GMEREBIFH L GREZED ),
> TV Ra—F—nbBEEMNT AN EHEMA D ZENTERZ, AEICLD
L. ~vA 777 AF A (FSP) &, U L72&FD 1% &2 4L — a3 a X MK
TTW5%, ETIZ, FSPICHT 2 —E 2R L LT L5S%EFERT DR, 7I7 0 FOESE
EEMT 52 LT, SR LODOb, P —EZABORE 1%REIEIHRET D Z
EMTE D,

NS % BIEME S D R — B R
® U4/ ROSCA (VSLA 7 /N—7 D4R LUOB&5 & LY A7 A [Maximus] #RTE
T4 DY 7 — Maximus website)
> BIfE4 5D FSP (S&L. Rural and Community Bank) & #2#5, 2020 4E(2i%, #4579 % FSP
H 30 F THIRTRIEL
>  a—P—E FSP ($7) NEZAT S VSLA 7 /v—7 (ET ORI FSPs),
> T YHJ/LROSCA (FH&: - SIEHLDOA, BEITIIMELZ20,)
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1. INTRODUCTION

1.1 Background and purpose of the Guidelines
1.2 How to use the Guidelines

1.3 Limitations

1.1. BACKGROUND AND PURPOSE OF THE GUIDELINES

According to the CGAP, financial inclusion is not only a key indicator of achieving the
Sustainable Development Goals (SDGs) Goal 1 “Eradication of Poverty,” but it is also an
important enabler in achieving six other SDGs goals (Figure 1). This strongly suggests that
taking financial inclusion perspectives into JICA’s projects will also bring about significant
benefits in improving the livelihood of smallholder family beneficiaries.

However, at present, there are few JICA projects that take these considerations into
account. In this context, JICA has conducted the “Study on Innovative Financial Inclusion
Approach in Agriculture and Health Sector” from October 2019 to March 2020, with the
purpose of deepening understanding of the scenarios of how financial inclusion can solve
issues typically addressed in projects and enhance the benefits of the smallholder
households. The Study consisted of a desk review and field surveys in Myanmar and Ghana.
During the field survey, the study team visited smallholder households, financial service
providers and their partners, as well as relevant donor projects to collect evidence and
compile cases to analyze the current situation and to develop suggestions as to how JICA
projects may incorporate a financial inclusion approach into sector projects in the future. The
findings of the Study have been largely reflected in the Guidelines (full version in Japanese)

and in the research tool examples attached to the Guidelines (Japanese and English).

NO . DECENT WORK AND 9 INDUSTRY. INNOVATION 1 0 REDUCED

POVERTY B ECONOMIC GROWTH INEQUALITIES

N
ﬁ/i (=)

v

Figure 1 SDGs in which financial inclusion is mentioned
(Source. CGAP Strategic Directions FY 2019-2023, May 2018.)



1.2. HOW TO USE THE GUIDELINES

The expected users of this Guidelines are JICA staff of the agriculture and health sectors
in charge of project planning/preparation, and other relevant persons engaged in project
preparation. The Guidelines are applicable to projects of either sector on the premise that
project beneficiaries include smallholder households.

After this introductory chapter, the Guidelines contain the basic concepts of how financial
inclusion can be linked with JICA sector activities (agriculture and health) (Chapter 2). In
Chapter 3, the methodology of the research at the project preparation phase, is explained.
The methodology has been developed based on the field studies in Myanmar and Ghana. In
the final chapter, further implications for JICA projects in terms of defining concrete activity
options, and some examples of the financial inclusion solutions for agriculture and health

sector issues are suggested.

1.3. LIMITATIONS

In the actual project design (PDM; Project Design Matrix), the project activity options
elaborated by financial inclusion perspectives (as illustrated in the examples of Chapter 4)
can be defined as project activities or as an independent financial inclusion component
(‘Output’). The activities might comprise of support for different stakeholders at micro
(financial service users), meso (financial service providers) and macro (regulation, policy)
levels. The Guidelines do not clarify in what ways financial inclusion needs to be embedded
in the project, or how it should be reflected in the PDM as objectives, outputs, activities,
results, or indicators.

The research focused on agriculture and health sectors, which are closely linked with
livelihood of smallholder households. (Livelihood of smallholder households encompasses
both ‘production’ and ‘family life management’ aspects of their lives.) On the other hand,
field research plans were made with several agriculture sector projects under project
formulation/preparation stages in mind, with a view to making specific recommendations for
them. As a result, a limited number of interviews were conducted with health-sector
Ministries and service providers during the field research. Thus, analysis on health sector
in this research was conducted based on limited information, as compared with that on
agriculture sector.

It is also worth mentioning that the data collection and analytical tools presented in the
Guidelines and attached reference materials were used on a trial basis and modified based
on that experience. They are subject to modification and improvement in accordance with

the scope and focus of future projects.



Well-being

2.1 Smallholder Segments and Challenges

2.2 JICA’s Strategy and Major initiatives in
Agriculture and Rural Development and Health
2.3 Financial Inclusion as an Enabler for Market-
Oriented Agriculture

2.4 Financial Inclusion as an Enabler for
Improving Smallholder Households’ Livelihood &

WHY INTEGRATING FINANCIAL
INCLUSION PERSPECTIVES?

2.1. SMALLHOLDER SEGMENTS AND CHALLENGES

Today, the number of small-scale farmers in developing countries (many of them cultivate

less than 5 acres of land) has reached more than 500 million households and 2 billion people,

and their food crop production accounts for 80% (value base) of the world's food supply.

These smallholders represent 80% of the poorest, living with less than $ 1.9 a day, and 75%

of the poor, living with $ 1.9- $ 3.2 a day, with limited access to formal financial services!. As

Figure 2 shows, smallholders comprise a major group of 1.7 billion financially excluded

population.

® Smallholder families

® Women

® Young people

® Refugees and
migrants

Financially excluded
population

o

Why financial inclusion?

i
[} 3 N o
‘ Significance of
‘.’ " role as an

Value in ‘enabler’ (means)

®hillion itself | " nachiin
SDGs

Figure 2 Financially excluded population and value of
financial inclusion

According to the CGAP’s
study 2 ,  smallholder
households strive to make
ends meet with agricultural
and non-agricultural income,
while using various informal
financial measures, such as
saving (keeping cash or
tangible assets such as gold,
etc.) at home, borrowing

money from middlemen, and

1 H. Khares, J.W. Arthur, I. Ohno eds (2019). Leave No One Behind., FAO (2014) The State of Food and

Agriculture.
2 https://lwww.cgap.org/small_holders data_portal/



https://www.cgap.org/small_holders_data_portal/

group savings and lending, etc. Supporting them to better cope with regular and irregular
money issues associated with livelihood will enhance their ability to smooth consumption, to
respond to risks and unexpected events, and to diversify or expand income generation
activities. In this regard, financial inclusion of the smallholder households enhances (or
contributes to) inclusive and equal economic development and poverty reduction.
Smallholder farmers are diverse in terms of their production scale, income sources and
levels, and importance of agricultural activities in their livelihood strategy, and do not
constitute a uniform segment. Table 1 shows three representative smallholder segments in
developing countries and their main characteristics. These formed the basis for the
development of the questionnaires and the ‘Persona’, one of the major outputs of the

research (see details in the Chapter 3).

Table 1 Segments of smallholder households

Factors Subsisting Commercializing Diversifying

Resident Rural area Rural area Rural, Urban/peri-
urban

Income source Agriculture, irregular | Agriculture Diverse: wage labor,

wage labor irregular labor income,

self-employed,
agriculture

Ratio of households | 75% 85% 37%

whose main source of
income is agriculture

Ratio of households who | 64% 85% 31%
consider agriculture as

“business”

Income level (relative) Low High High

Agriculture crops Mostly house | Production and sales of | Self-consumption
consumption. Extra | Cash crops
harvests for sales.

Land size Small - Mid Large Very small

Use of financial services | Low Use formal and | Use formal services

informal services

(Source : Smallholder households: Distinct segments, Different needs. CGP Focus Note No. 111, April

2019)

The challenges commonly faced by all segments of smallholder households encompass

two dimensions: those related to (agriculture) production®; and those related to family life

3 Productive activities for income generation and livelihood creation, including both agriculture and non-
agriculture.



management®. Additionally, those issues are influenced by other factors embedded in the
society (e.g. gender inequality) and environment (e.g. climate change) (see Figure 3).

Gender Inequality

Production-related Issues Family life-related Issues

Low income, weak capacity of asset
building

Lack of proper techniques and knowledge
= Lack of agribusiness mind and capacities

» Scarcity of resources to purchase inputs » Instability and unpredictability of
and/or to take up on tools to enhance Mutua income flow
productivity and/or yields influence + Low access to basic services

(education, health, water and sanitation,
etc.)
+ Weak resilience against internal and
external shocks

= Low capacity to cope with difficulties
generated by climate change and natural
disasters

Underdeveloped value chain

Climate Change

Figure 3 Common challenges of smallholder households

(Source : Elaborated by the Study team, referring to the learning materials of JICA training “Financial
Inclusion and Poverty Reduction” (Nov. 2019), H. Khares, J.W. Arthur, I. Ohno eds. (2019) Leave No One
Behind)

Figure 4 illustrates in what ways financial inclusion perspectives can contribute to solving
issues in the respective dimensions. (More details are described later. "Production" 2.2,

"Family life management" and "Gender" 2.3).

4 Family life management-related activities undertaken as consumers and community members.
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FINANCIAL INCLUSION

Figure 4 Holistic picture of contribution of financial inclusion for livelihood improvement
of smallholder households
(Source: Elaborated by Study team)

Figure 5 shows how financial inclusion for smallholder households could contribute to
easing problems faced by smallholders concerning agricultural production, family life
management and gender inequality. While the importance of agriculture production varies
depending on the segment, family life-associated issues are equally and highly important
across the segments. At a household level, both men and women are involved in activities
and decision-making associated with “production” and “family life”. Therefore, exploring
effective ways to solve issues requires collecting data with careful attention to gender
differences in terms of the degree of involvement in activities and decision-making, division
of labor, access to information and assets, etc.

Segment Production Family life
(agriculture)

Subsisting High for those High
households whose
income heavily rely on
agriculture

Commercializing Very high High
Diversifying Not very high High

Relevance and Significance of Gender Perspectives

Depends on the social and cultural contexts

Figure 5 Degree of concerns over issues in production and family life spheres by
different segments of smallholder households

(Source: Elaborated by Study team)



2.2. JICA’S STRATEGY AND MAJOR INITIATIVES IN AGRICULTURE AND
RURAL DEVELOPMENT, AND HEALTH SECTORS

Before looking into the ‘enabling’ aspect of financial inclusion and the way it could be
incorporated into JICA sector projects, major initiatives and approaches of JICA in the
agricultural and health sectors are reviewed.

Table 2 summarizes JICA's Sector work strategies in the agricultural and rural
development and corresponding goals and initiatives. While CARD and SHEP address the
challenges in agricultural production and (family) life management, the agriculture dimension
weighs more as they emphasize adopting better technologies, participation in the value chain

and the beneficiaries’ competitiveness in the market.

Table 2 JICA Sector Work Strategy and Initiatives in
Agriculture and Rural Development

Aspect Strategic theme Goall/approach Flagship initiatives
Agricultural | Economic  growth | Strengthening food value | - ASEAN Food Value
Production (promotion of | chain (from production to | Chain
agriculture, forestry, | consumption) * Agriculture infrastructure
aquaculture) SHEP  (Smallholder
Horticulture
Empowerment and
Promotion)
- CARD (Community for
African Rice Promotion)
Living Human-centered Multisectoral  approach, | -IFNA (Initiative for Food

development

focusing on the nutrition

and Nutrition for Africa,

(food security)

of main crops, Resilience
against climate change,

(nutrition) improvement for infants collaborating with health,
education, water and
sanitation sectors)

Environment | Global challenges | Productivity improvement | -CARD

- Aquaculture promotion
and management

-Containment of livestock
diseases

nutrition

(Source: Elaborated by Study team based on the JICA seminar materials on the JICA assistance strategy
May 21, 2019)

Table 3 shows how the RICE approach of CARD addresses the three aspects of the
challenges faced by smallholder households. It can be observed that four elements of the
RICE approach are designed to respond to the needs in respective aspects of "production”,

"family life management”, and "environment" addressed earlier in Figure 2.



Table 3 CARD’s RICE approach

Dimensions of | Elements of | Contents

challenges Approach

External Resilience -Adoption of adequate techniques and inputs to

environment materialize stable production and yield in the
context of climate change.

Agriculture Industrialization -Promotion of commercialization of

production rice/establishment of value chains, adoption of

machineries and improved inputs (in partnership
with private sector)
-Enhancing access to finance of agribusinesses

Competitiveness -Promotion of improved seeds and strengthening
post-harvest (processing) techniques
Living Empowerment -Enhancing livelihood improvement of farmers

(crop diversification, nutrition)
-Supporting access to finance and agribusiness
promotion

(Source: Elaborated by Study team based on the CARD publication)

As for JICA’s health sector work, the underlying policy is to promote “human-centered
development”, which entails “enhancement of basic life (of the bottom beneficiaries)” with
health (health and nutrition) as one of the pillars and the Universal Health Coverage (UHC)
as the priority area®. JICA projects provide direct assistance to line ministries and relevant
agencies (e.g. health, social security and welfare), and public health service providers (health
centers, hospitals) to strengthen their institutional and technical capacities so that they can
cater to the needs of the users with quality service and efficient service delivery operation. In
pursuit of the “human-centered development” and “inclusive and uninterrupted provision of
quality health care service”, it is indispensable for those actors in the healthcare system to
understand the needs of the service users (i.e. JICA projects’ end beneficiaries including
smallholder households) and reflect them in the service provisions. This implies that JICA's
health sector projects can explore ways to incorporate financial inclusion at 2 different levels:

health system actors/service providers; and the service users.

2.3. FINANCIAL INCLUSION AS AN ENABLER FOR MARKET-ORIENTED
AGRICULTURE
The starting point of analyzing how financial inclusion approach can be embedded into

JICA’s agriculture projects is to identify issues arisen at different stages of agriculture value

5 Details of the JICA’s health sector work strategies can be found in the materials prepared by JICA Human
Development Division and circulated in May 2019.



chain and to contemplate potential solutions that financial and non-financial services can
provide. Table 4 showcases some of the issues and corresponding measures by the financial
inclusion approach. Note that these contents represent just examples, hence it is necessary

to gather project specific information in accordance to the project focus and scope.
Table 4 Issues associated with agriculture VC and potential solutions

by the financial inclusion approach

VvC VC Issues/Challenges (Examples) Areas of contribution by FI
elements | VC actors® | Issues/Challenges
T | Farmers Shortage of financial Enables timely financing of
= resources to purchase inputs operational costs and
E (seeds, fertilizers, pesticides/ investment by  providing
g' herbicides, etc.) or inability to access to saving products and
pay-off the purchase until loans  (short-term, small
harvest. amount)
Lack of convenient payment Provision of payment services
methods for business with enhanced convenience
transactions (e.g. input for the farmers.
purchase, payment for wage Enables risk hedging by
laborers). providing agriculture
Lack of information and insurance (e.g. weather index
knowledge of adequate inputs, insurance, harvest insurance,
pest control techniques, etc. etc.)
(to realize agribusiness) Facilitate sound cashflow by
Lack of knowledge and provision of leasing or hire
financial resources to and purchase services of
establish facilities or purchase agricultural machineries
machineries  that  enable which omit spending large
ensuring product quality and amount of money at a time.
raising productivity. Provide access to investment
Exposure to risks associated fund with loan provision (long-
with weather/natural disasters. term, tied with investment
purpose)
Input Equipped with insufficient Respond to the needs of
companies supply volume and quality. operational capital by
provision of saving products
and loans (short-term, small
amount)
Technical Public extension system not Provision of bundled service
service well established. comprising financial services
providers, Not enough private technical and technical assistance
such as service providers, and/or their (extension).
Extension service fees not affordable by
officers smallholder farmers.

6 VC actors include producers, processors, traders, other associated businesses, and donor agencies.
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3 Farmers Lack of financial resources to |+ Enables resource mobilization
@) establish post-harvest/storage with loan (long-term,
EI,:: facilities. investment purpose) provision
S Difficulty in accessing to [+ Provision of alternative
4 processing/storage facilities. schemes of loan guarantee
%\ without using collaterals.
2 + Validation of alternative
7] financing methods, such as
o warehouse  receipt  (for
h loans)7.
5 + Facilitate smoothing cashflow
3 by provision of leasing service
of transportation methods
(trucks and other vehicles)
Processor, Low technical capacity of |+ Enablesresource mobilization
Storage processing with loan (long-term,
operators Lack of financial resources to investment purpose) provision
improve infrastructure +  Provision of  alternative
schemes of loan guarantee
without using collaterals.
g o Farmers Paying large margin to the |- “Leasing” of vehicles allows
= %. traders farmers to go to the markets
= = Lack of measures to access to directly.
§ 2 markets directly.
g' Traders, Inefficient to trade with |- Digital payment platform
logistics individual smallholder farmers. facilitate and time-saves the
transactions with  multiple
clients.
g Farmers Lack of market information and |+ Services combining financial
§ potential buyers. products and market
2 Difficulties in keeping products information.
o until  the price becomes |+ Loan and lease contributes to
§ favorable due to weak ensure quality and raise
§ cashflow. productivity
é' Unstable/low price.
Lack of capacity to meet the |+ Deposit and remittance
conditions of contract-farming services facilitate business
(quality and volume) transactions (deposit of sales
Delay in receiving payment revenue)
from the buyers.

7 Warehouse receipt financing systems are financial arrangements which allow farmers to store their
agricultural production in a certified warehouse in exchange for a warehousing receipt that can serve as a
collateral for receiving credit in a formal financial institution. This allows the farmers to avoid selling the

products right after the harvest when the market prices are depressed.
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Buyers, + Small number of “qualified”
Exporters farmers with whom to engage
in contract-based farming
(Source: Elaborated by Study team)

Figure 6 summarizes how the financial inclusion approach helps smallholder households to
solve issues associated with agricultural “production”. Providing financial products and
services that reflect the needs of smallholder households will allow them to make proper
investments from production to sales in an affordable manner to realize agribusiness, while
strengthening their coping strategies against risks and possibilities for long-term planning.
Provision of non-financial services related to agriculture® will also enhance farming
knowledge and agribusiness growth potentials.

Smallholders

Production \ Processing / Storage \ Marketing/Sales

Areas of Contribution by Financial Services

T Productivity Enhancing, Value-Adding ;iyrbbtai“i“g products > ‘Access

( (Inputs improvement, increase, Knnwledge\ specifics and Price ;o to ) )
AN Information —~_buyers -
enhancement) LY CJSe" o
S = Sy e o —_—— nabling
— TRisk | Hedgmg‘ — I o Improved convenience for ~ > Elnane
Ve Coping with \ C resource mobilization and D
\ potential natural " —~___ (Agribusiness) transactions
< disasters Smoothing Consumption - - =)
)y 3\
) ~Agri specific
— S [ insurance (i.e. \.‘ - o
i \ - T~ "\ weather index, /' /7 Wire - Deposit, Financial
4 Agri inputs ‘ / Savmg, Agn . AN ~harvest, etc. N \ tmnsfer payment ) and
\ credits / loans ( Hire ~ ‘3< services / Non-
~ B w_\ (individual, Purchase .-, “insurance for Life / Markat — ! X
" Provision of T K\\ group) ‘4// Health / Accident, i I f tq{ Warehousa A F'"al_“:'al
4 adequate inputs \:, — - Rent a\nd — Pension, Certificate " j)rrna 9" Receipt ) Services
~— and technlques \\ leasing °{ Deposn:s e \, Financing _~ g

A(g" ve ct:lmpanlzs FSPs, Agri VC Insurance companies, FSPs, DFSs, Agri VC
especia _Y Inpu companies other FSPs companies
suppliers)

Figure 6 Areas of contribution of financial inclusion for smallholder households in the
agriculture production dimension
(Source: Elaborated by Study team)

8 “Non-financial services” can be offered by FSPs/DFSs (some in partnership with VC actors) to their
existing or potential customers, in the form of training and seminars on acquiring knowledge, and their
contents vary. Examples of NBS are financial literacy seminars (learning about features of financial
products and related services, finance planning, household budget management, etc), access to
information include crop trading market information of crops, medical consultation over the phone for
insurance users, text messaging services covering topics such as food and nutrition, healthcare and more.
NFS are designed to be value-adding when existing and potential customers use financial products and
services, and are effective tools to motivate the use of financial products and services. At the same time, in
order to promote correct understanding of financial products and services among customers, it plays an

important role in accordance with the principle of “customer protection” and can be expected to have the effect of
improving the financial capability of customers.
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2.4. FINANCIAL INCLUSION AS AN ENABLER FOR IMPROVEMENT OF
SMALLHOLDER HOUSEHOLDS’ LIVELIHOOD & WELL-BEING

As already described, “family life management-related issues” are considered to be of
high importance to small-scale farmers of all segments. JICA's agriculture and rural
development projects often aim to improve the ‘livelihood or well-being’ of farmers
through addressing the value chain constraints. The underlying assumption of this logic
is that equipping the smallholder beneficiaries with knowledge and tools to become
competent actors in the agriculture value chain will enable them to increase their income,
which in turn, lead to further investment for sustainable expansion of agribusiness,
diversification of income sources, better consumption, and (thus better well-being?)
quality of life. However, such scenario is unlikely to prevail in the absence of careful
interventions (see Figure 6).

Because the smallholder households tend to pool their mixed resources in a single
wallet to cover all the livelihood related costs, and there is a high degree of fungibility
between investment and consumption. It means, for example, that the funds allocated for
agricultural investment can be diverted for payment of school fees or medical expenses as
necessary, or for debt repayment or unexpected expenditures in the event of accidents or

natural disaster, etc. (See Figure 7).

Sales Increase and
Income Generation

Barriers
Barriers
Financial
Management Savings Deposit,

Planning L Payments
: Livelihood Improvement
Risk - Better Cash Flow
Management : - Asset formation Insurance
Information - Risk averse/management

Enhanced Expansion of
agribusiness Barriers provision and use of
capabilities, access financial services

to igteppation Better Quality of Life
» Access to Basic Services
- Smoothing consumption,
healthy lifestyle
- Environmentimprovement

Figure 7 Cause and effect of livelihood improvement and the role of financial inclusion

(Source: Elaborated by Study team)
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Remittance Income of Agriculture
from son wife revenue

The wallet of smallholder
families is like a bathtub:
different income are pooled
altogether, and expenditures
will be drawn from here.

Capital for
business and
household
budget are
fungible.

$ @

Cost of Living

Purchase/Investment
for Agriculture

Less resource allocation
for agriculture purposes
occurs when the cost of
living increases.

THEREFORE,

._L

; W=

Unexpected medical expenses,
payment for accidents, other
unwise consumption, etc.

Figure 8 Fungibility of household finance of

smallholder families

(Source: Elaborated by Study team with reference to the
learning materials of Microfinance Expert Program of Frakfurt
School of Finance and Management)

Even if farmers' knowledge and

abilities related to household
finance management are
enhanced and behavioral

changes are induced, if access
and utilization of means of saving
and asset formation (financial
services) are insufficient,
household cash flow or asset
formation constraints remain.

Therefore, it is highly relevant to
shed light on the issues of the
“family life management”
dimension of the smallholder
households (for both agriculture
and health sector projects). How
financial inclusion could provide
some solutions for problems
faced by smallholders in family life
management is illustrated in TS5

—! BEIAROMNEEA..

Table 5 Issues associated with “family life management” dimension and possible
solutions by financial inclusion

Family life | Issues Contribution by financial inclusion

management

Income and | - Low income -+ Saving facilitates sound financial

consumption + Income is unstable and | management and smoothing
unpredictable cashflow

+Unable to cover necessary
consumption for healthy life

+ Unable to cover significant
expenditures associated
with social events, medical
costs.

+ Lack of credit history.

- Enhanced convenience of receiving
remittance
Enhanced user-friendliness of
payment/deposit services

Loan (short-term, consumption
purpose) compensates cash shortage
and helps avoid serious deterioration
of living conditions (e.g. under
nutrition)

13



- Well-designed credit scoring system
enables loan assessment without
credit history

Asset accumulation

- Little saving and asset

Saving enables sound budget

basic services
(education, health,
water and sanitation)

service/utility fees

formulation practices management and long-term
+ Unable to allocate money | financial/investment planning.
for ceremonial occasions (long-term, asset formulation
(funerals, weddings, etc.) purpose) loans facilitate cashflow
and medical expenses. management and livelihood
-+ Constrained to invest in improvement.
home improvement.
Access and use of Unable to pay (Short-term)  loan facilitates

smoothing cashflow and livelihood
improvement.

Encourage access to/use of
services by lowering service costs.

Risk management
(natural disaster,
health, robbery, etc.)

Vulnerable to external

risks

- Keeping money at home is
subject to loss because of
robbery or fire, etc.

- Unable to give proper care
for health of family
members

+ Saving products/services enable to
protect asset and practice financial
planning.

Loans and insurance facilitate
coping with risks and unexpected
incidences.

(Source: Elaborated by Study team based on the material of JICA training “Financial Inclusion and Poverty

Reduction)

According to the World Health Organization (WHO), UHC is achieved when all people are

provided with adequate quality health services at affordable costs whenever needed. When

smallholder households seek for healthcare services, they are likely to face following

constraints.

® Limited physical access and service quality: Most villages have a limited number of health

care service providers. Service quality and coverage issues often prevail because of

resource scarcity (lack of necessary equipment, specialized staff, and medicines, etc.) of

the provider side. Users also may complain about the quality of attention (the attitude

and performance of medical professionals) or administrative procedures.

® Low risk response and coping capability: Smallholder households are unlikely to be

covered by health insurance under the national social security system. Use of private

insurance services is uncommon, and community insurance, which has been introduced

14




as a safety net by NGOs and donors, rarely works well. In fact, many of the poor pay for
healthcare-related expenses on their own. The cost of consultation, medical treatment,
etc., required for unexpected injuries and illnesses, and the transportation cost is a huge
expense for poor households. In addition, the patients and the family caretaker suffer
from the loss of income generating opportunities. The consequences are further strains
on households and possible occurrence of debt.

® Lack of information and understanding: Smallholder households are more likely to be
exposed to health risks because of their living environment, customs and the
characteristics of their economic activities. However, the importance and necessity of
healthcare services (i.e. taking preventive measures against infectious diseases,
maternal and child health, and nutritional balance) are not well understood by the
households. Language barriers may prevail between the service users and providers in
countries and regions where each ethnicity or tribe uses different language. Information
on healthcare services may not be readily available in different languages. Vulnerable
and poor users may become exposure to unfair charges (bribery) if they do not
understand the fee structure and administrative procedures.

On the healthcare service provider side, efforts to progress with UHC goals need to be
accompanied by significant investment in infrastructure to improve delivery of health services
to remote communities, development of a social security system to reduce the burden of
medical expenses on the users, increase of facilities and enhancement of facilities, and in
training of the professionals to ensure the quality of their performance. Adopting financial
inclusion measures facilitate improvements in these areas without excessive burden on
public expenditures or compromising the service quality by introducing efficiency in the
system, increasing the attractiveness of the benefits of public healthcare service, new

product/service development by private sectors, etc.
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Figure 9 Potential contribution by financial inclusion approach in health sector projects

(Source: Elaborated by Study team)

Table 6 and Table 7 show the areas of contribution of financial inclusion focusing on

"access and use of services" and "risk response" supported by JICA's health sector (to

strengthen health systems) projects from the “healthcare service users” side and the

“healthcare service provider” side, respectively. As already mentioned, health service

providers need to consider the challenges faced by service users. For this reason, the issues

faced by users are also a matter of concern for the service providers. Furthermore, a gender

perspective is extremely important in promoting access and use of health services.

Table 6 Dimensions of contribution by financial inclusion approach for healthcare users

Living Issues for users Contribution by financial inclusion
Access to and + Not enrolled in health insurance | + Provision of financial services,
use of + Incapable to pay service fees | including DFSs enhance payment
healthcare and other associated expenses | capabiliies and reduce risk of
services (medicine, transportation cost, | impoverishment

etc.) = >Savings for healthcare / medical
+ Unable to Ilose income | purposes, use of microinsurance
generating  opportunities by | = >awareness raising on topics such
healthcare attention as healthcare, health management,
+ Insufficient understanding of the | nutrition, family planning, maternity
importance of healthcare health, infant care, medicines, etc.
Health risk + Unable to pay medical bills = >  distribution of coupons
management (healthcare service, discount drug,
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Unable to prioritize medical
attention over income generating
activities
- Little exposure / Lack of access
and
regarding

to relevant information
knowledge base
healthcare, nutrition, etc.

etc.) and promotion of use of
coupon

= >Promotion of use of bank account
for money management, loan for
economic  activites or  capital
formulation
= > foreign remittance service tied
with healthcare/medical services

- Lowering service costs with new
technologies

Digitalization of transactions
associated with the enrolment/use of
health insurance, which omits user’s
time and transportation costs, etc.

- Text messaging services (reminder
of payment, useful information related
to health, encouragement to use
preventive healthcare, etc.) combined
with financial transaction.

(Source: Elaborated by Study team, reference including “USAID (2020) Role of DFS in Accelerating
USAID’s Health Goals, ILO (2018) Financial Inclusion and Health)

Table 7 Issues of healthcare service providers and the role of financial inclusion

Life (healthcare) Issues Contribution of financial inclusion
dimension
Access and use of | (mostly quality and | DFSs facilitate:

insurance holders

services efficiency related issues) - scheduled salary payment for personnel
(“provision” from | - Lack of proper equipment | - transparent procurement practices of
the providers | and infrastructure, | goods
standpoint) shortage of human operational efficiency in facility
resources management
- Moral hazard of medical | - distribution of e-coupons for healthcare
and administrative | services
personnel (public system) - accumulation of data of the usage history
Weak governance of | of healthcare services (based on the e-
public healthcare system | coupons)
(accountability, lack of | - improvement of service quality based on
transparency in | data analysis
procurement)
Response to Insufficient budget Digitalization of enrolment /renewal
health risk allocation process of health insurance and
Limited coverage of | payment/reimbursement helps reduce

associated administrative costs.

(Source: Elaborated by Study team, reference including “USAID (2020) The Role of DFS in Accelerating
USAID’s Health Goals, ILO (2018) Financial Inclusion and Health)
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In projects targeting small-scale farmers, it is extremely important to understand the
different roles and needs of men and women on both sides of "production” and "family life
management"”, and it is necessary to pay attention to gender-related issues, since women

are often disadvantaged in both dimensions. Table 8 summarizes gender inequality-based

issues and potential contribution by financial inclusion approaches.

Table 8 Potential contribution in gender issues by financial inclusion approach

allocation within
the household

making power concerning
resource allocation in the family
+ Women are not allowed to own
money or be in charge of managing
home economics
- Women’s low status within the
family result in less investment in
education or in medical
treatment/health care

Dimensions Issues Contribution by financial inclusion
Gender + Women have low social status Financial inclusion targeting
inequality in| and are less advanced with | women contributes to enhanced
social inclusion | financial inclusion exercise of women’s rights, social
and status status and inclusive economic

growth.
Inequal resource | -+ Women have no/less decision Women empowerment in

household budget management

- Budget management by women
increases budget allocation to
cover the basic needs (food and
water) as well as to improve the
child welfare (education and
health), which lead to progress of
achieving the SDGs.

- Poverty ratio among women is
higher than that of men.

+ Women are subject to higher risks
of domestic or gender-based
violence.

Scarcity or Employment opportunities for Financial inclusion targeting
inequal accessto | women are limited. Therefore, | women facilitate entrepreneurship
economic many women engage in informal | and other economic opportunities

opportunities, self-employment. In the absence of | - Facilitating access to economic

poverty collateral or credit history, they are | activities of women will promote
unable to access to financial | poverty reduction of the family as a
services. whole.

Economic empowerment of women
leave them less vulnerable to risks
of domestic/gender-based violence.

(Source: Elaborated by Study team, reference CGAP (2016) Role of Financial Inclusion, H. Kharas, J. W.
McArthur and |. Ohno Eds (2019), Leave No-one behind: Time for specifics on SDGs)

18




PROJECT PREPARATION-STAGE
RESEARCH DESIGN AND

EXECUTION

3.1 Research Objectives and Outputs

3.2.Flow and Methods (collecting and
J organizing information)

O Preparation of sureey O Houschold survey O Analysis of the survey
uestiornaires 0O Flaboration of crop results

O Research based on calandar O Dewelon financial
the s v data O Finencial service inclusion-related

O Identfication of praviders surcey activity aptions
interviewees

Also see five attached documents of this
guideline (sample questionnaires and output
templates)

3.1. RESEARCH OBJECTIVES AND OUTPUTS

This chapter explains the research design and execution at the project preparation stage
to explore how to incorporate financial inclusion perspectives in the JICA project. The
purpose of the research is threefold:

1). To gather information on smallholders’ livelihood situation, including the use and
needs of financial services and other coping strategies. (Household survey)

2). To gather information on the status of the financial service providers and the available
services in order to understand the supply side. Research for this purpose includes the
overall financial sector environment, major players (financial service providers and
associated actors, including VC actors, digital platform providers, ICTs, donor-funded
projects, etc.) and their businesses (Financial services survey).

3). To analyze the results of the above-mentioned surveys in view of exploring the ways
in which to incorporate financial inclusion perspectives to help solve the issues
addressed in JICA projects, including the activity options and potential partnership with

relevant actors identified in the financial services survey.

Figure 9 illustrates the research structure and outputs. The details of each component will be

explained later.
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Figure 9 Research components and outputs (deliverables)

(source: Elaborated by Study team)

3.2. FLOW AND ORGANIZING

INFORMATION)

Analysi

O Household survey O Analysis of the survey

O Elaboration of crop results

O Develop financial
inclusion-related
activity options

METHODS (COLLECTING AND

O Preparation of survey
questionnaires

O Research based on calendar
the secondary data O Financial service

O Identification of providers survey
interviewees

Figure 10 Research Flow

DESK REVIEW
® Preparation of survey questionnaires

[Smallholder household survey]
(Also refer to the Attachment 1~4 (“Livelihood questionnaire”, “Agriculture
questionnaire”, “Production calendar”, “Household Cashflow” for the details of the
survey contents.)
The overall purpose of this survey is to understand their livelihood realities and coping
methods with a view to identifying specific areas where and how financial inclusion
perspectives can provide solutions or better tools. Table 9 lists up the main elements of

questions in three dimensions.
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Table 9 Main elements of questions to smallholder households

Income/Agriculture

Family life management

Access and use of formal and
informal financial services

>

>

What are your sources of
income?

What investments do
you make (or do you
need to make) for your
income generation
activities?

What is your monthly
agriculture  and non-
agriculture income?
How do you want to
increase your agriculture
revenue / family income?

» Who constitutes this
household?

» What do you spend
money on and how much
on a monthly basis?

» Do you have health

insurance?

» Who manages the family
budget?

» What is your/family’s
dream? (life
improvement)

» Do you own a bank
account? The purpose
and frequency of the
usage.

» Do you use informal
financial services? The
form of the informal
services, purpose and
frequency of the usage.

(Source: Study Team)

[Financial service providers survey]

The purpose of this survey is to collect information of the characteristics of the financial

services available in the market, and accessible by smallholder households. It is imperative

to understand their perceptions of the smallholder segments as clients and level of interest

in catering to the needs of the smallholder family’s financial needs.

As JICA projects may

endeavor collaboration or partnership with the FSPs, asking questions about their relevant

experiences and conditions to partnership is also essential.

Table 10 Main elements of questions to the FSPs

Partnership with the
government (central,
regional), donors

Basic business | Products and services

information

» Size (number of | » Characteristics of saving
customers and products, loans, non-
branches, financial services
outstanding loan | » (potential) customer
balance, OSS/FSS) surveys

» Main target segments | » Management of customer

» Business partners information

(e.g. MNOs, digital
platform  providers,
etc.)

» Have you partnered with
the government or donors
to cater to the needs of the
smallholder households?

» If YES, what scheme and
contents, roles? What are
the impacts and benefits
for your business? What
needs to be improved?

» What benefit do you
expect when partnering
with donors?

(Source: Study Team)
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[Survey on the Agricultural value chain actors]

Table 11 lists up the main elements of questions to the value chain stakeholders (except
FSPs and farmers). Here, the value chain actors are from the public sector (line ministry
agencies, public bank, SOEs, donors and NGOs) and the private sector (agriculture input
suppliers, market information provider, processors, wholesalers/retailers, etc.

Table 11 Main elements of questions to the VC actors

Private sector actors Public sector of the project country
»  What is your business? » Policies to support smallholder
» Do you serve to the smallholder household households
segments? How important are they as your | » Examples of public-private partnership
clients? in  supporting the smallholder
» What products / services are available to segments. Design, impacts, constraints
the smallholder segments? and challenges, relevance with financial
» Do you collaborate with other businesses, inclusion approach of good practices.
public sector, donors? In what ways?

(Source: Study Team)

By combining the findings from the above mentioned three surveys, it is possible to identify
the supply and demand gaps of financial services from the standpoint of smallholder
households. Said analysis provides foundations to explore what new services can be
developed, or how the existing products and services can be adjusted in terms of contents,
accessibility, affordability, and delivery method to cater to the needs of the smallholder

households.

[Healthcare service survey]
In addition to the household survey and FSPs survey, interviews with health sector
stakeholders need to be conducted when considering the incorporation of financial inclusion

perspectives in health sector projects.

Table 12 Elements of questions to the health service providers

Health and medical service | Government agencies (line | Private insurance
providers ministries), donors companies
( Health centres, public
and private medical
facilities, etc.)
» Usage by smallholder | » Public health insurance | » Business
households and touch systems (to what extent | »  Smallholder family
points it is helpful to the clients
smallholder households,
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» Payment methods for what are constraints and | » How their

service fees ( free of issues, areas of product/service

charge, public/private improvements) contribute to the

health insurance, out-of- | » Donor projects and smallholder households

pocket) initiatives to overcome physical
» Provision of services | » Good practices of public- accessibility and

adequate and private partnership. affordability that they

convenient for Models, impacts, how commonly confront when

smallholder households financial inclusion seeking for financial

(what factors make the approach is applied (ex. services.

provision viable? Or Adopting DFS for G2P)

inhibit the provision?)

» Provision of information
or awareness raising
sessions on health-
related topics for
users/visitors.

(Source: Study Team)

® Secondary data collection and review

Secondary data collection and review will be conducted prior to the on-site survey. While
smallholder specific data are not always available, various data can be found in the existing
literature and databases. Observing data of different segmentation (e.g. urban/rural,
male/female, age blocks) can help construct and scrutinize the research methodology and
surveys in terms of hypotheses and scoping areas. As always, data collection and review
should be carried out with a gender perspective. For the secondary data gathering stage
specific interview candidates (companies, donors, association, government agencies, etc.).
need to be enlisted.

Table 13 and Table 14 show major secondary data, focusing on the demand side (users)
and supply side (providers) of financial services. As for the latter, when health sector projects
are concerned, it is imperative to gather information of the country’s public health care system,
including the players in the health insurance markets (insurance companies, digital platform

providers, ICTs, etc.).

Table 13 Demand side information to collect and organize

Major data Resources
Financial | vv Access to and use of financial | ® Global Financial Inclusion (Global
Inclusion institutions Findex) Database
v" Use of loans B Global Partnership for Financial
v' Saving practices (% of saving Inclusion (GPFI) country report
account users)
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Users of mobile phone/internet

Experiences of payment using
mobile phone/internet

Enrolment in public
insurance

Private insurance policy holders
Financing sources in case of
emergency
Use of

system

health

informal  saving/loan

(available for selected countries
only)

UNCDF country report (available for
selected countries only)

Others

Literacy rate
Data and major indicators of

agriculture, economy, health
sector

Characteristics of the
country/community’s social

structure and social capital

Sector reports, country reports of
major donors (World Bank, CGAP,
regional Development Banks, FAO,
IFAD, UNDP, UNICEF, UNCDF,
etc.) and NGOs and donor partners

(Source: Study Team)

Table 14 Supply side information to collect and organize

Data Major resources (examples)
Macro | v© Regulatory environment B Central Bank, regulatory agencies
level v' Primary economic and financial | @ World Bank WDI database
indicators (inflation, key interest | @ UNCDF and other donor initiatives
rates, etc.)
v" Financial inclusion policy
Mezo v Relevant associations, their roles, | B Website of microfinance association
level relevant platforms or relevant association in the country
v Fintech and Agritech business | B Study report by GSMA
proliferation B Reports by major donors
v ICTs and their financial inclusion
businesses
Micro | vv  Number of FSPs B Central Bank, regulatory agencies
level v' Categories of FSPs B Website of microfinance association
v" Number of payment service or relevant association in the country
provider agents and/or ATMs for | B MixMarket Database
100000 people B Global Findex Database
v' Basic information of major FSPs | ®  Online search
and relevance with smallholder
households
v' Sector tendency

(Source: Study Team)

FIELD RESEARCH
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(1) Implementation and output of smallholder household survey

The smallholder household survey encompasses three dimensions: (1) production with focus
on agriculture; (2) family life management; and (3) access to and usage of financial services.
The survey takes about 1.5 to 2 hours and should be conducted at their home, with the
presence of both husband and wife. During the interview, information can be collected on the
questionnaire, along with the completion of the crop calendar and household cashflow
chart (see attached documents 1 to 4).

The Crop Calendar provides an overall picture of income and expenditure patterns
associated with agriculture. The essential element of this exercise is to identify a series of
production activities and grasp the ideas as to when and for what purpose “investment needs”
take place and in what size. If the household produces various cash crops, focus on the top
three in terms of their significance in income. If a portion of cash crop is used for self-

consumption, rough percentages should be noted.

Depending on the household, the Household Cashflow Chart needs to be prepared for two
separate patterns: formal or informal loans. In principle, cashflow charts can be prepared for
a year. However, depending on the focus of project, the project team may decide to expand

or adjust the cashflow span in order to appropriately reflect expenditures/investments.

The study team should firstly capture the “average scenario”, and then alternative scenarios

that emerge as the results of irregular factors.

Interpreting the information and data from the Crop Calendar and Cashflow will lead to the
development of “Persona” of smallholder households. The “Persona” is a “fictional user
image” that represents a specific behavior / attitude with respect to (assumed) goods and
services. Put differently, “Persona” is a tool for product/service development to examine the
design (contents, price) and delivery method (sales promotion / sales channel). “Persona”
can be built by identifying common and different characteristics and behaviors in the
"production” and "life" dimensions among the interviewed smallholder households.
Summarizing their features, the households are classified into separate “Persona” groups. In
order for a specific “user image” to emerge, it is necessary to arrange at least the following
items of information. “Persona” description should contain elements such as: (1) household
composition (households who share their livelihood, not necessarily living together) ; (2)

assets owned by households (rather than financial assets, refers to assets used for income
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generation, assets for security, and assets that can be used as collateral for loans; for
example, trucks, livestock, homes and land, etc.) ; (3) means of livelihood and income
sources; (4) living expenses / investments; (5) usage of financial services; and (6) concerns
and hope for the future.

WITHOUT Borrowing WITH Borrowing

100 i 10
L i o - i [k Bs2 i 5 B |
! | : ; B A . 50 |8 ; : : A
) o—fitso— {0t @ |—: 2 N [ i [’r 7 - : 5 \m ﬂ |
af Fe i A Y a 76 A S o M o N Fe [ i | 1 Ir
s o 7
7 a1
1000 1000
L300 1500
Cumulative Cash at Home EllIncome Cumulative Cash at Home B Income + Loan
mm Expenditure Monthly Cash balance mm Expenditure + Loan repayment Monthly Cash balance

Without Borrowing: The main source of income is money transfer from son. The amount is
not much but there’s a constant inflow of cash at home. However, the deterioration of price
of tomato (the main cash crop) last year caused the negative balances in terms of the
monthly cash balance (over six months) as well as the cumulative cash at home.
With Borrowing: Obtained a loan of 1000 GHS from the VSLA in May, the month when there
is a significant financial resource needs to purchase agriculture inputs. This facilitated
keeping the cumulative cash at home in a better status.

(Source: Elaboration by the Study Team based on the field survey in Ghana)

Figure 11 An example of Cash Flow analysis and interpretation

Production area: 8 acres Sales Unit: "basket" (1 basket =20.9kg)
Yield per Production Unit: 70 baskets/acre Price per unit: (lowest highest) 13.000/basket, (average).
RICE (Rainy Season) Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov. Dec TOTAL
Production Harvesting
Expenses - PRODUCTION Sales all year around Highest market price
Machine Rent 44,000 44,000
Labor (land preparation) 10,000 10,000
Seeds 22,000 22,000
Fertilizers (Natural) 3100 3,000
Labor Cost (transplant) ! 60,000 60,000
Labor Cost (weeding) ! . 40,000 40,000
Labor Cost (fertilizer) H | 15,000 15,000
Fertilizers (Chemical) | H 120,000 120,000
Labor (pesticide) ' ' 50,000 50,000
Machine Rent (Harvesting) i i ! 50,000 50,000
M v 15000 15,000
|Expenses - SALES _ Transport & Labor -
Total Expense (Monthly) 54,000.0  85,000.0 225,000 32,500 32,500 429,000
Total Expense (Annual) 429,000
Sales 910,000 910,000
Profit (Sales - Expense; 481,000 481,000

(Source: Study Team)

Figure 12 Crop Calendar example

26



Persona can be presented in 4 slides for each case as shown below.
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Figure 13 An example of 'Persona’

(2) Implementation and output of financial service provision survey (example questionnaire
in attachment 5-1 and summary sheet template 5-2.)

Interviews should be conducted with financial service providers (including Banks, MFlIs,
cooperatives, DFSPs, value chain actors, donor projects etc.) and the information acquired
should be recorded in a note. For FSPs, it is desirable to visit both the head office and
branches in the project target area. At the head office, the company's management policy
and the vision of how smallholder households are perceived as customers may be assessed.
At the branch office, more direct information of their business operations and their customers
can be gathered. Note that there are companies which do not allow interviewing branch
offices without prior permission from the head office. In addition to the interview record of
individual visit, a “FSP summary sheet” can be filled out to organize the information of
selected businesses that offer services of interest. The below are some of the important

questions to be posed to FSPs during interview.

» Business scale (loan balance, number of customers (by gender), number of
branches, (especially for MFIs, number of loan officers))

» Characteristics of financial products for individuals or groups (deposits and savings
products, lending scale / term / repayment method, deposit / financing annual
interest rate, collateral (physical / non-physical (FSP risk hedging method), bundling

of different products / services) (Combination) sale option)
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» Availability of non-financial services for individuals or groups, and if so, what

» Cooperation examples and results (MNO, digital platformers, donors, administrative
agencies, etc.)

» Other notable features or points to note. For example, financial soundness that can
be judged from the status of achievement of operational independence (OSS) and
financial independence (FSS), target setting, etc. (expected to be achieved in three

years)

(3) Summary of field survey results
The findings (facts and observations) derived from the surveys can be organized as the

matrix illustrated in the figure below for a systematic review.

Needs Dimension Demand side (families) | Supply side
(FSPs)

Production (agriculture,
non-agriculture)

Living
Figure 14 Matrix for analysis (example)

B |dentifying supply and demand gap
» Demand Side

<~ What are their financial service needs: what situations/purposes? What type of
services (deposit, savings, loans)? What is the range of amount involved
(saving, loans, etc.)?

< What is their perception (satisfaction/dissatisfaction) of current financial
services in the market, the services they use?

<~ Are they interested in using financial services: on what conditions?

» Supply Side

<~ Products and services that support agriculture activities (availability,
convenience, user-friendliness, relevance with crop calendar, service bundling,
etc.)

<~ Products and services that support “family life management” dimension of
smallholder households (physical accessibility and convenience, affordability
and economic value, non-financial value adding such as bundling with useful
information, purpose-tied products (for health, children’s education, emergency,

etc.)
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<~ Viable business collaboration models by different private sector actors, such as
FSPs, FDSs, value-chain businesses, platform providers.

B JICA’s collaboration with FSPs to be explored for the following points of view.

>

In what ways can JICA offer solutions to the hurdles of the FSPs to cater services
to smallholder households (e.g. provision of access to “low risk” potential customer
clusters through JICA project (project beneficiaries), practical knowledge of
smallholder households that are useful for product/service development for FSPs)

What benefits FSPs expect to gain from partnership with other businesses and
stakeholders, especially donors.

3.3. TIPS FOR PLANNING AND EXECUTION

>

The contents proposed in these Guidelines generates approximately two weeks of
work. Due to time constraints, this research covered only the upstream part of the
agriculture value chain. The downstream of the value chain should be considered
after the project starts.

It is useful to identify a local resource person (e.g. JICA national staff, financial
inclusion consultant, extension officers, etc.) at the earlier stage of the research. A
good understanding of the local context is important for preparatory tasks such as
the following:

<~ A preliminary simple survey to identify local social capital

Interpretation of the secondary data

Review of survey questionnaires

Identification of stakeholders to conduct interview

R

Selection of smallholder households to interview

Selecting smallholder households to interview should be done carefully, with the
support from extension officers and/or community workers/leaders. However, the
selection should not be left entirely in their hands because they may have a bias
towards presenting wealthier model farmers to outsiders. In order to eliminate such
bias as much as possible, they should be well-informed about the purpose of the
survey. In order to have enough information to reflect the heterogeneity of the
smallholder households, selection should consider several villages with different
characteristics in the same area (e.qg. irrigated and non-irrigated areas, households

with single or multiple income sources, etc.)
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It is realistic to schedule three household interviews per day. If the entire in-country
research takes about two weeks, up to four days can be reserved for this part of the
survey, which permits interviewing 12 households.

It is very important for woman of the households to participate in the interview.
Women usually know the details of their households; they may also engage in
different economic activities and have income at their disposals to be spent on
healthcare or education. If time allows, it is recommendable to conduct a women
only focused group interview, in order to capture issues and needs which may be

unique to women.
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4. DEFINING DIRECTIONS FOR

PROJECT ACTIVITIES

4.1 Principles in designing activities

4.2 Activity options

4.1. PRINCIPLES IN DESIGNING ACTIVITIES

To start examining the direction and options of concrete activities for a given project, it is
desirable to validate the significance and relevance of financial inclusion issues with
smallholders livelihood. By taking this step, activities related to financial inclusion can be
endorsed and accordingly integrated into the PDM.
The findings from the Myanmar and Ghana survey validated the essential points as follows.
(At the end of this chapter, interesting business cases and project initiatives are listed.)
® Importance of understanding the household financial situation in a
comprehensive manner to articulate effective intervention measures: Commonly,
smallholder households manage their living expenses and production expenses with
one consolidated wallet. By looking into their finance managing behavior in totality, it is
possible to identify ways in which to define project activities.

® Money is a matter of great interest/concern for smallholder households: Hence,
incorporating money aspects into thematic trainings (e.g. adoption of agricultural
technology, farming techniques, child health, nutrition, etc.) of projects will increase
participation.

® Money is an integral element of sustaining behavior change of smallholder
households: Smallholder households who participate in the above-mentioned trainings
will need money to put the acquired knowledge and skills into practice. Access to
financial resources is expected to enhance the possibility of sustainability of project

effects.
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Adopting a market system approach to make support sustainably available for
smallholder households: It is essential to promote access to services that contribute
to improvement of livelihood (“production” and “family life management” dimensions) of
smallholder households that are offered by agriculture value chain actors (private sector).
Private sector actors are expected to sustain their business with smallholder households
after the relevant donor project ends.

Mobile money as an affordable and convenient tool for smallholder households
to get exposure to and use various services: In countries where an advanced digital
ecosystem exists, there is an increasing opportunity to make use of mobile money, or
DFS in general. Promoting access to and use of such services could help enhance

effectiveness of achieving the project purpose (e.g. ‘to increase household income’).

4.2. ACTIVITY OPTIONS

It is necessary to explore activity options of financial inclusion that consider the needs

associated with both “production” and “family life management” dimensions. While JICA’s

agriculture and health sectoral projects tend to provide assistance to the beneficiaries

focusing on either aspect, incorporating the perspective of financial inclusion helps the

project design to be based on a holistic understanding the financial needs of the smallholder

farmers.

The following table summarizes the financial needs that were commonly found among the

smallholder households interviewed in Myanmar and Ghana (as part of the study to prepare

these Guidelines).

Table 15 Common financial needs of smallholder households in Myanmar and Ghana

Family life management dimension

Consumption smoothing | ® The seasonal character of agriculture comes with income

needs fluctuation. Households may suffer from negative cash
balance for several months.

® Few households record their income and expenditures or
consciously manage their finances. They are not
accustomed to adjusting their consumption/expenditure
patterns as a result of income fluctuations.

® Some households respond to the smoothing needs by
taking various measures (e.g. saving cash, storing cash
crops at home, receiving remittance from family and
relatives, etc.)

Life risk management | ® Diseases and accidents bring about double risks:
needs (disease, increase of medical expenses and loss of
accident) employment/income generation opportunities.
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Public health insurance systems vary from country to
country.

Some households do not recognize health risks.

Health risks and financial burdens (expenses that are not
covered) are still incurred even when enrolled in public
health insurance.

® Investment needs for
better life

Most households have wishes and dreams for the near
(e.g. home improvement, repairs) or distant future (e.g.
better education for children with the hope that they will
earn good money, and potentially take care of the parents
later), and realizing these require investment.

Production Dimension

® Production

Most households need money to cover costs associated
with purchase of agricultural inputs, payment to wage
workers, and machinery rent.

Investment needs concentrate at the beginning of the
production cycle. Many households take out (short-term)
loans to cover expenses.

There’s a limited offer / accessibility of both informal and
formal loans. The lending amount may not be sufficient to
cover the expenses.

Many households lack agriculture technical knowledge
(disease resilient seeds, proper application of
fertilizers/pesticides, etc.)

® Processing / Storage

Some crops are adequate for processing and storing,
which enables the farmers to sell when the market price
is higher. In order to do so, farmers need proper
processing techniques and storage facilities.

® |ogistics / Trading

Farmers are vulnerable to crop price fluctuations. There
is a significant need of access to market price information.
There is a need of rental trucks to transport goods to the
market for sales.

® Diversification needs

Many farmers remain vulnerable to the impacts of climate
change. They suffer from lack of water, crop yield, price
deterioration. Many farmers are interested in launching
non-agricultural businesses to diversify sources of
income.

(Source: Elaboration by Study Team based on the surveys carried out in Myanmar and Ghana)

Figure 15 presents an example of activity options that are defined based on the analysis

above, using the matrix introduced in Figure 14.
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Demand-side Supply-side

(Working with SHs) (Cooperation with FSPs, VC actors and
other non-FS providers)

* Promotion of product & service
development responding to needs of
SHs and its outreach;

« Bridging informal and formal
services;

= Digital platform for effective

information management

Creating touch-point
for BOP market,
Promoting
services responding to needs

» Capability development and
knowledge building of SHs
as users of financial services

Supjew-yole

Purpose

Creating
credit-worthy
customers

Figure 15 Options for incorporating financial inclusion activities: an overview

(Source: Elaboration by Study Team)

It should be noted that the "demand side" and the "supply side" are shown separately for the
sake of logic of explanation. It is not recommended that one side be selected; activities tied
to a particular side should be examined in parallel. The following part complements the
activities described in the Figure 15.

B Thedemand-side approach in JICA projects can be more easily implemented than
the supply-side approach.

The demand side approach basically comprises of financial education, strengthening of
financial capacity, and provision of financial service information. There are two ways to
execute these: working directly with smallholder beneficiaries, or/and in collaboration with
FSPs or other VC actors in the supply-side. The following describes potential activities.

(1) Financial education, strengthening financial capability, provision of financial
service information.

These activities encompass training on household finance management and financial
education. Financial education includes understanding the need for risk treatment,
encouraging saving, knowledge about loans (including understanding the risks of solidarity
guarantees) and other financial products, digital literacy and available DFS services, etc.

Activities can be embedded in the technical trainings envisaged in the sector projects. For
example, in the case of an agricultural project, it is conceivable to incorporate the contents

of financial education for the training conducted by extension officers for farmers. The
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extension officers can provide guidance of adequate financial planning in accordance with
the crop cycle or with the introduction of techniques , and information on what kind of financial
services (such as deposits for agriculture input procurement, agricultural loans, stock-backed
loans, etc.) would be most applicable. In case of a health project, financial education can
be incorporated in the training provided by community health workers for the residents,
covering topics such as when and how much is needed to carry out specific activities related
to pregnancy, childbirth, infant care, nutrition enhancement, and what saving method,
financial services (e.g. deposit saving services and micro-insurance) can be used. For
both sector projects, these contents can be reflected in the training materials. As for the
available financial services, it may be more practical to collaborate with the local FSPs to
provide information about innovative financial services that exist locally. In this regard, the
widespread use of informal finance should be taken into account. Although fairly accessible,
informal financial services have their shortcomings such as the smaller loan size and no
recording of credit history. JICA projects can play a role in bridging the informal financial
practices (savings and loans) with formal financial services through fintech (i.e. case of

digitalization of rural community savings and loans, etc.).

(2) Promotion of appropriate farming through improvement of information provision
and access to useful information on “production” and “family life management”
dimensions

Cost reduction by optimizing agriculture inputs plays a significant role in improving
agricultural revenue of smallholders. This motivates them to organize and engage in
collective purchase. Likewise, adopting safe and appropriate farming practices that meets
standards such as GAP (Good Agricultural Practice) adds value to their products. Since GAP
certification is usually provided to farmer groups and not individuals, this also encourages
farmers to organize themselves. Digital information platforms facilitate farmers to share
information not only related to agribusiness (such as access to market information,
opportunities of contract farming, etc.) but also those services are helpful for improving

“family life management” and quality of life dimensions. JICA projects of either the agriculture

or the health sector can capitalize on information platforms to conduct financial education, to

disseminate agribusiness techniques or health/nutrition related information, or to gain insight
in the interests of the farmers and their households.

B Working on the supply side actors (service providers) to incorporate the financial
inclusion perspective is a little more difficult than working on the demand side.

The supply side approach contains four activity options:
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)
)

3

“4)

Collaboration in the provision of financial education (as mentioned in the demand-side).
Introduction of potential customers through the touch point of JICA projects; It is costly
and time-consuming for FSPs to identify new potential customers. JICA projects can
facilitate reach out to the project beneficiaries as such customer base. Since the project
beneficiaries receive technical assistance, they represent “prominent customers with low
risk” in the eyes of the FPSs. It is also beneficial for the JICA project side as FSPs can
carry out activities that contribute to financial inclusion of the project beneficiaries.
Support FSPs to develop products and services that respond to the needs of the
smallholder households: R&D costs of new financial products are high. Working with
JICA projects in market research targeting new segments (smallholders, poor, women,
young people) helps reduce risks and initial investment costs of the FSPs. In addition,
FSPs gain access to knowledge and customer-centric methodology tools®, which in turn
becomes an incentive for collaboration. Through such collaboration, FSPs can seek for
developing services tailored for the needs of specific segments and in that regard,
establish a unique position in the FSP market. In particular, microinsurance is an area
where partnership with private sector is expected to rise’®.

Collaboration with value chain actors to develop products and services useful for the
smallholder households: JICA projects can seek for potential collaboration with value
chain actors in the same way with the FSPs mentioned above. JICA projects can host a
forum where such actors including material companies, equipment companies, logistics
and storage companies, and buyers (processors, wholesalers, retailers), as well as FSPs
gather with the project beneficiaries (smallholder households, not limited to farmers)*?.
The forum provides opportunities for the service providers and private sectors to offer
their financial and non-financial products/services separately, or in a combined way, to
the beneficiaries as well as for the beneficiaries to manifest their needs and to seek for

consultations.

The first step in such collaboration is to hold a "matching fair" that brings together the

value chain stakeholders (a concept similar to SHEP's "matchmaking forum").

9 For example, JICA’s Smallholder Farmers Financial Inclusion Project (ongoing) helps the counterpart to
work on “customer journey map”, an exercise tool to develop tailored products/service for the customers
(“Persona”).

10 According to our survey findings in Ghana, microinsurance does not substitute public healthcare
system; it complements what’s not contemplated in the public healthcare service.

11 The concept is similar to that of matching forum of JICA SHEP projects.
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The following Table 16 illustrates an example of segment-specific (women) issues and
service development ideas. In accordance with the findings reported by GSMA, the ideas
focus on solutions using DFS.

Table 16 DFS that respond to the financial needs of women

Areas where | Issues Possible solutions by DFS

Gender inequality

prevails

Identify *no ID - Simplify the standards of KYC (know-

your-customer ) for selected services
and facilitate women to open a bank
account.

Education, literacy

-Low literacy rates, insufficient
education

- Offer financial education and learning
materials tailored to the needs of
women.

Freedom to move

Social / cultural norm
constrains free movement of
women (e.g. women are not
allowed to go to bank alone)

- Enhance financial service usability
for women customers by offering
home visit services by female staff,
mobile transaction services, etc.

specific needs of women
segments.

Privacy - Woman is not allowed to | - Enhance financial service usability
possess money on her own in | for women customers by offering
the family. home visit services by female staff,

mobile transaction services, etc.

Market - Market side does not know | -Develop marketing strategy based on

focused group interview,
interviews, customer journey maps of
potential female customers.

(Source: Elaborated by Study team, using reference such as GSMA Accelerating digital financial inclusion

for women)
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REFERENCE (LIST OF PRACTICAL CASES)

Saving and Internal Lending Communities (SILC) by Catholic Relief Service (Ghana)

https://www.crs.org/our-work-overseas/where-we-work/ghana

BIMA (Ghana) https://www.bima.com.gh

Affordable mobile health insurance and services with access to consultation with medical
professionals over the phone, targeting mass market.

People’s Pension Trust (Ghana) https://www.peoplespensiontrust.com

Affordable certificate of deposit with withdraw options as private pension

Esoko Ltd. (Ghana, Africa) www.esoko.com
Offers comprehensive financial and agriculture market information and technical services

option for smallholder households. Also caters to financial needs of the “living” dimension.

Smart Agriculture Myanmar (SAM) by Impact Terra htips://www.impactterra.com/smart-

agriculture-myanmar

Operates “Golden Paddy”, a platform that offers agribusiness consultation services and

financial inclusion in partnership with FSPs for 50,000 rice producers.

Green Way Agriculture Livestock mobile app htip://en.greenwaymyanmar.org/

Smallholder-friendly mobile application with simple use. Rich contents with information of

agriculture techniques.

FINGAP by USAID (Ghana) http://www.carana.com/projects/subsaharanafrica/919-

financing-ghanaian-agriculture-project-fingap

Provides grants (40 million USD as of 2015) to local FSPs to develop and offer innovative
financial services for the agriculture value chain (rice, maize, soybean) stakeholders,

including smallholder farmers.
Agriculture Input Improvement Project by IFC (Myanmar)
Support carrying out “GAP Fair matching event’, gathering various stakeholders of

agriculture value chain.

myAgro (Mali, Senegal) https://www.myagro.org/
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https://www.impactterra.com/smart-agriculture-myanmar
http://en.greenwaymyanmar.org/
http://www.carana.com/projects/subsaharanafrica/919-financing-ghanaian-agriculture-project-fingap
http://www.carana.com/projects/subsaharanafrica/919-financing-ghanaian-agriculture-project-fingap
https://www.myagro.org/

Provision of the online platform that enable approximately 50,000 farmers to save money
digitally. Farmers can use their saving for purchase of agriculture inputs and access to
technical services that are also offered on the same platform.

Good Brothers Co., Ltd. (Myanmar) http://www.gbs.com.mm/en/about/corporate-structure/

Offers vertically integrated and comprehensive agriculture services to farmers. Licensed
Kubota machinery seller in Myanmar and participated in JICA two-step loan.

FISFAP  (Ghana) http://agra.org/2015AnnualReport/milestones/financial-inclusion-for-

smallholder-farmers-in-africa-project

Project to promote financial inclusion for smallholder farmers by MasterCard Foundation and
AGRA (Alliance for Green Revolution in Africa) .

Innovative financial inclusion approach materialized by partnership of DFS, FSP, VC actors,
and donors, promoting mobile financial services, establishment of network of mobile agents,

loans based
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Attachment 1 (FIFEZE# 1)
Livelihood Questionnaire (EFxMH&E 4> % E2—)
1

NAME of the INTERVIEWEES: (Husband : name, age) , (Wife: name, age)
PLACE, DATE, TIME of the interview

Category/Sub caterogy QUESTIONS e NOTE: these questions A ANSWERS
1. Basic information on the household o~ ( re ex.amples )
1.1. Family member - List up the members of the family (member composition and age/sex of each membed) () \__J '
- How many family members live in this household? (i.e. those who share the household budget)
- Is there any family member who live and work outside this home? \_\ BN
~—_
#(Z)Hl-;r;g;:?i:]eaﬁiisaﬁ; (excluding * own home (no rent) [ ﬁis recommended to elaborate the preliminary list of common items\
Y * own land U according to the local context. There may be unlisted assets that
+ agricultural machinery O (if checked, specify what machinery ) smallholder families own and use as collaterals or to convert to cash, if
motor bicycleld needed.
- truck/vehicled
Livestock (cowll, piggletd. Chicken (poultry or egg) . aquaculture 1. others) Understanding the ownership and use behavior of the mobile phone
- smart phone O (if checked, specify how many and who uses the phone) of famly members is important, considering that they are essential
- feature phone O (if checked, specify how many and who uses the phone) tools to access to digital financial services. The types of phones (i.e.
- others (specify) Qnartphone or feature phone) should be identified as their features /

2. Household Budget

2.1. Management and decision-making |[= Who is the administrator of the household budget?

2.2. Record keeping - Do you keep record of household income and expenditures?

- Who keeps the record?

- Why do you keep the record? What is your motivation for bookkeeping?

- What benefits (favorable effects) are you obtaining from keeping the record?

3. Sources of income and amount

3.1 Agriculture based income - What are your cash crops?

What other income do you have? Do you earn as casual labourer? Do you gain income from renting

_ _ This part comprises the preliminary part before filling in the detailed
out agricultural machinery?, etc.

information in the "Production Calendar" sheet.

3.2 Non-Agricultural income - Do you have any other income outside your farming activity? o , , _
The idea is to grasp general information about the non-agricultural

income - both Regular and Irregular - that the household has, and
take note of the sources (items) and rough amount. Detailed
information will be filled in "Household Cash Flow" sheet.

- Does your household budget include any remittance, government subsidies, contribution from family
members who have income (e.g. as a wage worker, salaried worker, self-employed, etc.)

- /

4. Household expenditures

- Use [4.Household cash flow] sheet. Ask the "regular” and "irregular/unexpected"” expenditures of the
past 12 months.




Attachment 1 (FIFEZE# 1)
Livelihood Questionnaire (EFxMH&E 4> % E2—)

5. Usage of health care service

5.1 Usage status

When any one of your family becomes sick, where do you go to seek for help?

Are you (and your family members) enrolled in the government health insurance system?

IF YES (enrolled), what benefits do you find in the government insurance? List top three benefits.
Do you find any inconvenience with the government insurance? If you do, what are they?

IF NO (not enrolled), why are you not enrolled? (e.g. not qualified, don't know how to enrol, difficult

to enrol (cost, etc.), not interested)

/Questions regarding the use of public healthcare insurance need \
to be elaborated in coherent with the context and the public
healthcare system of the target country.

The principal idea is to obtain data of enrolment status, use of any
other healthcare financial services, and their opinions of the
services which explain their decisions of their usage status. The
benefits and inconveniences that they perceive also derive hints

5.2 Cost and payment Do you have regular health care-related expenditures (premium for health care service, medical for better tools and services to develop.
When you"u'se health care service what cost(s) incur? (premium for the insurance, pay-as-you-go K /
How do you pay for the fee? (e.g. using savings, borrow money, etc.)
What payment method do you use? (cash, digital payment, etc.)
6. Usage of financial services
6.1 Formal finacial services « Do you have any bank account?
IF YES,
* Which FSPs?
« How often do you use the account?
« For what purposes do you use this account? (saving, emergency expenses, remittance, etc.) 4 I

Are you using any loan from the financial institution? (If YES, use calender)
What types of financial products and services do you use?

The individual data of this part can be compared with the
secondary data collected during the desk review. Then the
interviewer can consider what segment this household represents.

« Which FSPs? \_ %
« Are you using any loan from your buyers, agriculture inputs suppliers, or else?
Do you use mobile money?
How do you assess the services provided by each of the FSPs you use? Please mention 3 good
points and 3 unfavorable points, if possible.
- What insurance products do you have? (health, life, crop, accident, etc.)
- Who is the insurance provider?
6.2 Informal financial services Do you participate in (informal, village, community) saving and loan group? / _ . _ o \
If informal financial service is used, make sure to ask enough

IF YES,

How does this system work? (group formation, frequency of meeting, forms of collecting money and

keeping them, repayment schedule, interest rate, etc.)

- Are you borrowing money from your family, relatives, friends, informal money lender, etc.?

guestions to understand the design, system, the benefits and any
shortfalls of that service. The finding will permit comparison
between formal and informal services (and providers) , identify
competitive advantages of either services, and to contemplate

potential improvements that can be reflected in the formal

\ /

7. Worries/concerns in life

Do you have any worries/concerns in life? What are they?

It is expected that some aspects of their answers have implications
for financial needs and associated non-financial services. The

8. Aspirations for the future

findings will help identify critical and urgent areas of needs of

7 I —

smallholder families. e.g.) lack of cash, plan to expand agriculture,

- What are your aspirations for the future?

interests in divesify crops, purchase of truck, saving money for

\ /

2



NAME of the INTERVIEWEES: (Husband's name and age) (Wife's name and age)

PLACE, DATE, TIME of the interview

Agriculture Questionnaire

Attachment 2 (FI5E# 2)
(BEtEsa4>xE2—)

Category/Sub caterogy

QUESTIONS

ANSWERS

1. Production and Harvest

- Do you farm individually (hourhold leve) or participate in group farming? Or both?
* Do you purchase inputs individually or in group?
- From whom do you purchase inputs?
(Regarding the individual farming)
- What is the size of your farming land?
- Is this land your own? Do you have the land title certificate? Under whose name?
* Is this land rent? How much do you pay? (monthly or yearly)
- Is your farming land irrigated?
- Do you use machinery? Own or rent?
- What crops do you cultivate?
- Which crops are cash crops?

- Do you sell all of your cash crops or consume part of it? What is the portion of household
consumption?

- Which crops are important for your family? Why's so?

production to sales).

touches upon minimum aspect for group farming.

\_

Note that this questionnaire is prepared for family agriculture and

/Ensure to ask about division of labor and responsibilities between\
men and women, if any, at different stage of agriculture (i.e. from

)

Details of the priority crops (those that are for sales or support
family consumption) to be filled in the Production Calendar.

2. Sales and Marketing

- To whom do you sell your products?

- Do your buyer come to your farm?

- Where do you sell your products?

- What is your transportation measure?

- Where/how do obtain the price information?

3



Attachment 3 (B/;xE ¥ 3)
PRODUCTION CALENDAR (##EZAHL > X —)

[The objective of this sheet is to understand in Which month the production costs are incurred and sales are made. }

CROP 1. RICE (Rainy Season)

Production area: 8 acres Sales Unit: "basket" (1 basket =20.9kQg)

Yield per Production Unit: 70 baskets/acre Price per unit: (lowest) , (highest) 13,000/basket, (average) EXAMPLE

Indicate the cycle of
the specific crop (when
to produce, harvest,

sell, etc.) Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec

Expenses - PRODUCTION Sales all year around Highest market price
Machine Rent 44,000 !
|
Labor (land preparation) 10,000 I
1
LIST the Expsnse Seeds | 22.000 i
1
Items of ?aCh Fertilizers (Natural) i 3,000 i
production - :
tivit abor Cost (transplant) : w 60,009 :
activity. Labor Cost (weeding) Expenses associated wtih : a 40,000 !
i . I , I
List the Expc?ns:e Marketing and Sales (e.g. ! : !
Items, and fill in Labor Cost (fertilizer) transport cost, payment for : : 15,000 :
. o i i |
the amount in Fertilizers (Chemical) transporters, etc.). l E 120,000 E
|
the month Labor (pesticide) List the Expense Items, and fill in i i 50,000 E
. . I I
the amount in the month incurred. i i | i 150,000
M \ . I AN
. ¥ 15,000
e !
Expenses - SALES Transport & Labor :
1
Total Expense (Monthly) 54,000.0 85,000.0 225,000 : 32,500 32,500
|
Total Expense (Annual) / \ H 429,000
Revenue / Fill in the Revenue amount 910,000
derived from this crop in the ’
Income (Revenue - Expenses) month(s) when the money was 481,000

received.




Attachment 3 (BiE& XL 3)
PRODUCTION CALENDAR (#iZAHL v & —)

CROP 1 (name of crop)
Production Area: Sales Unit:
Yield per Production Unit: Unit Price: (lowest):
(highest):
(average):
Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Expenses - PRODUCTION
Expenses - SALES
Total Expense -
Sales (income)
INCOME - - -
CROP 2 (name of crop)
Production Area: Sales Unit:
Yield per Production Unit: Unit Price: (lowest):
(highest):
(average):
Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec

Expenses - PRODUCTION

Expenses - SALES

Total Expense

Sales

INCOME

TOTAL AGRICULTURAL INCOME

SUM of MONTHLY [INCOME (Revenue
- Expenses)] of ALL THE CROPS
STUDIED ABOVE.

USE THESE DATA AS [AGRICULTURE INCOME] in the HOUSEHOLD CASHFLOW SHEET



Attachment 4 (FIF5E#] 4)
Household Cashflow sheet B H%EF v v > 2 70—
6

[The objective of this sheet is to understand the in-and-out of CASH on the MONTHLY basis. J

NAME of the INTERVIEWEE:

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

( Agriculture income

< Non-agriculture income 1
Non-agriculture income 2~ —==—— DATA of Agriculture income can be taken from

ﬁ the Production Calendar. \
Add in the list, non-agriculture income of the
household.

\ Non-agriculture income 2
TOTAL HOUSEHOLD INCOME

/ Rent 1 (residence)
Rent 2 (other)
Electricity

Items listed for O ~@) areas

are to be adjusted based on the
answers in the household
survey. What's shown in this
sheet is example.

Fuel

Communication

@ Food

Expenditures

Education

Social events (festival, wedding, etc.)
Welfare (social security, insurance, etc.)
Health (regular visit, medication, insurance)
other item 1 (please specify)
\ other item 2 (please specify)
other item 3 (please specify)
TOTAL (Monthly)
TOTAL (Yearly)

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

Health-related, accident
©) other item (please specify)

Unexpected other item (please specify)
TOTAL (Monthly)

\ TOTAL (Yearly)

or irregular
expenses




Attachment 4 (FI75&#) 4)
Household Cashflow sheet B H%EF v v > 2 70—

7/
MONTH Jan. Feb. Mar Apr May Jun Jul Aug Sep Oct Nov Dec

Borrowing 1

Borrowing 2
@ Borrowing 3

LOAN Usage TOTAL Borrowing
Repayment 1
Repayment 2

Repayment 3
TOTAL Repayment

Elaborate using the data (1. (2). (3 above.

WITHOUT LOAN (Borrowing)

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

Income
Expenditure
Monthly Cash balance

Cumulative Cash at Home

Elaborate using the data (1. (2. 3). @) above.

Note that some income should materialize in the
—— WITH LOAN (Borrowing)

absense of loan. Make sure to reflect the capacity of
generating income in this scenario.
Jan. Aug Sep Oct Nov Dec
Income + Loan
Expenditure + Loan repayment
Monthly Cash balance
Cumulative Cash at Home
> WITHOUT LOAN WITH LOAN
—
] Charts will be prepared reflecting the
compiled data above. These charts can be
1 used as part of "Persona" sheet (example
1 in the Figure 13 of the text.

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

Cumulative Cash at Home Bl Income Cumulative Cash at Home Il [ncome + Loan

B Expenditure Monthly Cash balance B Expenditure + Loan repayment Monthly Cash balance



Attachment 5-1 (FIFE# 5-1)
Interview questions to FSPs (FSPESFLELS > X E 2 —)
8

Company Name:
Name and position of the interviewee:
PLACE, DATE, TIME:

Aspect Key questions Note ANSWERS
1. General Information 1.1 Operation history (from when), vision and mission, if any Note the terms related to financial
inclusion, rural agriculture, women
1.2 Areas of operation Check if our target areas are covered
1.3 Branches and touchpoints, including their numbers and Accessibility to farmers

accessibility to farmers
1.4 Number of current customers and future plan

1.5 Financial viability (OSS/FSS, NPL, etc.) and social Sound financial base?

performance assessment, if any.

1.6. Partner organizations, if any. Value chain actors, banks, etc.
2. Products and services 2.1. Financial products

Cost to customers in using the products
and services; single or multiple
benefits?

2.2. Non-financial services

3. Customer segments Target customer segments (at present and planned) Check if smallholders (and women) are
within their scope of interest




Attachment 5-2 (555 & #45-2)

FSPs Summary Sheet (FSP BI-#%)

No.

Name of FSP

Loan
Balance
Amount

Category Type

Branch offices
in JICA Project
Area

Num. of
Client
(total
and by

branch)

LOAN FEATURES SAVING
. Repayme

L
Offer of oaneilze Offer of | Loan size Loan Monthly nt
Group P . Individual |per lending Interest | method |[Obrigatory| Voluntary

] lendiing ] .. Term

Lending Lending |(Individual) Rate and

(Group)

Terms

Comment (e.g. Non-financial
value adding services, Business
partners,
experience/willingness to
partner with donors, etc.)

Based on the classification defined in the

country's regulation, if any.

"

The items are subject for modification according to the
scope of the JICA project and the country's context.

/These represent basic dimensions of financial services, \
where similarities and differences of the providers can be
identified.

/
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