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Executive Summary 
 
Based on the recommendation by the terminal evaluation mission as shown below, the Project team 
conducted study of two typical units on supply chains for different buyers:  
 
During the remaining Project period, it is necessary to discuss on the possible update of the supply 
chain model, including analysis of buyers and consumers, from the perspective of distribution form. 
Especially under the influence of COVID19, distribution forms such as Grab and online transactions 
are developing, discussions will be held to study adequate supply chain model cases based on the 
capabilities of each target producer group in order to respond to the changing of value chain. 
 
The Project team conducted the market survey which examined the status of safe vegetable market 
including distribution form at the beginning of Phase 1. The survey presented overview of safe 
vegetable market with major players and basic conditions of supply chains with different buyers. The 
Project learned from the market survey as well as the subsequent pilot activities, that there are around 
seven kinds of possible distribution forms for safe vegetables as shown the table below.  
 

Table 1. Possible distribution forms for safe vegetables 

No Model Characteristics Scale Buyers 

1 Direct sales 
(BtoC) 

- Sell to consumers in 
neighboring area or big cities 

- No real selling points 
- Use SNS to take orders 
- Deliver by own means 

Small Consumers 

2 Online sales 
(BtoC) 

- Use EC platform 
- No real selling point 
- Deliver by own means 

Small Consumers 

3 Own shop (BtoC) - Sell residents of neighboring 
areas 

- Deliver by motorbike or truck 

Small Consumers 

4 Self-distribution 
(BtoB) 

- Supply directly to retailers 
- Delivery by own means 

Middle Retailers such as supermarket 
or safe vegetable shops 

5 Collector 
distribution 

(BtoB) 

- Supply through collectors Large Wholesales to safe vegetable 
shops, supermarkets, or 
restaurants 

6 Processing (BtoB) - Make and sell processed 
vegetables 

Small Consumers, retailers 

7 Contract farming 
(BtoB) 

- Cultivate vegetables based on 
the contract with the 
companies 

Middle 
to 
Large 

Food processing companies, 
retailers 

Source: JICA Project Team 
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Most of trading for TGs are categorized in No. 4 and No.5 although there are some cases of other 
forms. Besides the number of cases for No. 1 is increasing after COVID-19 pandemic. Since each 
TGs handle multiple forms, it is considered effective to focus on how advanced TGs manage 
requirements of different buyers effectively in order to improve management capacity of TGs. The 
Project team decided to analyze the supply chains for different buyers in a form of case study of 
specific TGs. Through case studies, the readers will understand the overview of supply chains for 
different buyers and how the producer groups can handle them simultaneously. 
 
1. Framework of study 
(1) Objectives 
Provide producer groups and DARD officials with in-depth understanding on characteristics of supply 
chains for different buyers and procedures of producer groups to manage different supply chains 
which is required for producer groups at ‘Stabilization stage’ in the supply chain model. 
 
(2) Study period 
Be conducted from March 2021 to May 2021 
 
(3) Methodology 
Case study for selected TGs which have succeeded in developing effective supply chains with 
multiple buyers. TGs studied are as follows: 
 

Table 2. TGs selected for the study 
TG Reasons for selection 

Yen Phu cooperative 
(Hung Yen) 

 One of the most successful TGs in terms of diversifying 
marketing channels. It manages trade with supermarkets, 
canteens, and various small buyers. 

 It has also diversified the sources of supply. It links with other 
target groups to diversify products and increase its supply 
ability. 

Vinh Phuc cooperative 
(Vinh Phuc) 

 It introduced on-line sales system which has been quite 
successful so far. It can be a good example of direct sales to 
consumers. 

 It has solid relation with producers. 
Source: JICA Project Team 

 
Information was collected through reviewing existing documents, interview with relevant personnel 
and field visit by the Project team. 
 
(4) Outline of case study 
Outlines of case study is shown below. Supply chains are analyzed in terms of product, payment, and 
information. 
 

Table 3. Outlines of case study 
Section Details 

Overview of TGs  History of the unit 
 Management structure of the unit 
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Section Details 
 Number of members of the unit 
 Major buyers of the unit 
 Major suppliers of the unit 

Overview of buyers  Location 
 Outlines of their business. 
 Demand of vegetable (volume, type of vegetable, frequency 
etc.) 

Supply chain analysis*1 Product*2 Production 
Harvesting 
Preprocessing 
Transportation 

Payment Payment to stakeholders 
Price of product paid to each stage 

Information Market needs, price, feedback 
Management system - Production planning 

- Harvest management 
- Shipping management 
- Financial management 

Changes of marketing 
activities after COVID-19 
pandemic 

- Changes of marketing activities 
- Background (reasons of change) 
- New tools introduced after COVID-19 such as SNS, e-
commerce platform etc. 
- Sustainability of new initiatives 

*1: Each item is analyzed by TG and by buyer. 
*2: Each step is analyzed in terms of human resources, inputs, technology and protocol, quality, and safety management 
Source: JICA Project Team 
 
2. Outcome of study 
(1) Summary of findings 
 The study compares the procedures of 2 TGs to handle the processes from production to delivery 

for four types of buyers, namely supermarket, safe vegetable shop, collector to canteens and 
online customers (No.2, 4, 5 of Table 1).  

 The study shows that TGs handle concerned processes with same resources and same procedures 
in principle except for preprocessing and delivery. TGs adjust processes of preprocessing and 
delivery based on the requirements of buyers. TGs can increase efficiency of operation by 
maximizing the usage of same resources and same procedures.   

 Record keeping as well as internal checking system to ensure safety and quality is 
institutionalized in each process. 

 For preprocessing, the same procedures are applied for supermarket, safe vegetable shop and 
online customers, although there are some difference of criteria depending on the products. 

 Online customers are more concerned and sensitive about safety and quality standard. TG pays 
due care for preprocessing the products for online customers.  

 As for pricing, online sales seem most profitable since it can reduce intermediary cost although it 
has difficulty of expansion.  

 Both TGs try to obtain useful information and feedback from buyers whenever possible to reflect 
it to its strategy and operation. 

 COVID-19 pandemic made TGs aware about the usefulness of SNS and changes of consumer 
behavior. One TG (Vinh Phuc coop) decided to start online sales and determines to grow it. 
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Although it is not realistic to expect for safe vegetable producers with limited capacity of 
marketing as well as IT skills to sell their products directly at E-commerce platform, they can use 
SNS as an effective marketing tool for disseminating information as well as communicating with 
consumers. It is especially useful for producer groups who are relatively small scall and target 
consumers with high awareness on safety and quality. For these customers, posting safe 
vegetable information on SNS are effective to increase brand recognition as a reliable safe 
vegetable producer. 

 

(2) Case study of Yen Phu Agriculture Service Cooperative. 
Yen Phu agriculture service cooperative was established in 1997. It has operated as a new style 
cooperative to produce and market safe vegetables. Since 2012 the cooperative was changed under the 
new cooperative law. Yen Phu agriculture service cooperative has 232 members, of which 38 
members produce safe vegetables in the model and 10 linkage farmers who produce products which 
the cooperative does not produce. The summary of case study on the cooperative is explained below. 
 
a) Buyer 
The cooperative trade with variety of buyers. In this summary, two types of buyers, namely 
supermarkets and safe vegetables shops are studied and compared. The overview of each type of 
buyers is shown below. 

Table 4. Overview of buyers 

Supermarket (AEON, Coop Mart, and Vin Mart) Safe vegetable shops 

- Located in big cities such as Hanoi, Ho Chi 
Minh City, Hai Phong 

- Sell a variety of agricultural products from dry 
products, fresh products, and preliminary 
packaged and canned products. 

- Buy stable volume at relatively stable price 
- Have specified quality and safety criteria for 

each product to follow 
- Delivery 2-3 times / week to supermarket 

warehouses 
 

- Located in Hanoi and Hung Yen 
- Sell safe vegetables and other fresh and 

processed food products. 
- Purchase mainly leafy vegetables (40-150 

kg/point/day) and some other available 
vegetables.    

- Weekly prices based on market price 
- Need packaging and pre-processing 
- Strict on safety 
- Small scale and flexible operation 
- Need to deliver their selling points 

Source: JICA Project Team 

b) Product 
The processes from production to delivery for both buyers are shown below. The cooperative 
basically use same resources and applies same procedures for both buyers except for delivery. Record 
keeping as well as internal checking system to ensure safety and quality is institutionalized in each 
process. 
 

Table 5. Supply chains of product 

Process Detailed procedures and policies 
Production 
 

The cooperative applies same procedures for both types of buyers above. 
- Human resources : 38 household producers are members in the model. 
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Process Detailed procedures and policies 
- Certified safe land and water. Registered as safe production area 
- Input: The cooperative controls inputs and it purchases most of inputs and 

supplies  to household member.  
- Production protocol: According to Viet GAP 
- Quality and safety management 

 Record production logs 
 Perform regular product testing 
 Quarantine on time 
 Periodical monitoring and random monitoring 
 Regular feedback on product quality and safety 

Harvesting The cooperative applies same procedures for both types of buyers above. 
- Human resources : 4-17 workers 
- Input: People use clean knives to cut vegetables, use clean plastic skulls to 

store, use motorbikes or 3-wheeled vehicles to transport.  
- Technology and protocol: Harvest in the early morning or cool afternoon, 

without rain or dampness. When harvesting, vegetables must not be exposed to 
soil or substances unsafe for vegetables. After harvesting, the product is put 
into a plastic skull and transported by the cooperative car or the member 
himself transported to the cooperative processing house by their motorbike. 

- Quality and safety management: Vegetables are checked for quarantine time 
through production logs for pesticides, fertilizers before harvesting. 

Preprocessing 
 

- Human resources : 10 workers 
- Technology and protocol 
<Preprocessing> 
- Choose first or second grade products 
- Follow the standards of each vegetable that supermarkets request 
- Remove yellow leaves, crushed parts, leaves worms, diseases  
- Fresh. attractive appearance. 
- Products have no scar, no damage, no insect, and no disease 
<Packaging> 
- Leafy vegetables: from 300 gr to 500 gr/pack depening on vegetable type. 
- Spices 100 gr – 300 gr/pack 
- Fruit and root vegetables: 500 gr – 1,000 gr/pack 
- Full labels and weight (depending on each type). 
- Quality and safety management 
- Record the number of imports and the quantity sold. 
- Check production logs before harvesting 
- Random product test. 
- Obtain feedback from buyers 

Transportation 
 

The cooperative hires 2 fulltime drivers and 2 trucks for delivery to all buyers. 
Delivery conditions are different for each buyer 
 
<Supermarkets> 
- Frequency: every day or every 2 days. 
- Delivery points: 10  
- Volume: 400 -1,500 kg/time 
-Delivery time: 5AM-7AM; 6PM - 10PM; 12 AM - 1 PM 
 
<Safe food store> 
- Frequency: everyday 
- Delivery points: 5 
- Volume: 20 - 50kg/shop 
- Delivery time: 5AM-7AM 
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Process Detailed procedures and policies 
 
Before transferring products to customers, the products are recorded in the 
accounting books, and warehouse vouchers are given to drivers;   

Source: JICA Project Team 

 
b) Payment 
i) Payment to/from stakeholders 
The cooperative apply same procedures of payment to producers and transportation. Payment by 
supermarket is in a more formal manner. 
 

Table 6 Payment to/from stakeholders 
Stakeholder Payment Procedures 

Producer Product No difference of payment for products for different buyers 
Payment in cash on site after the cooperative weigh the products or 
make payment after 1 week (after the harvesting of the concerned 
vegetable type is finished) to the producers. The price paid by the 
cooperative is normally 10-20% higher than market price. The 
cooperative made a written contract with 38 member producers in the 
model. 

Transporter Driver 
Car 

Currently, cooperative hire 2 full time drivers. Pay car rental costs 
monthly based on the total distance. Average shipping price/kg per 
buyer: 400 VND/kg 

Buyer Product The supermarkets makes monthly 
payment to Cooperative twice per month.  
The 1st payment is made on the 20th -
25th of the month (for the deliveries 
from 1st to 15th of the month).The 2nd 
payment is made on the 5th – 10th of 
next month (for the deliveries from the 
16th to last day of the previous month). 
Paid by bank transfer. 

Make monthly payment. 
Cash or bank transfer. 

Source: JICA Project Team 
 
ii) Price of product (all kind of vegetables) paid to stakeholders (VND/kg) 
The cooperative pays same price for the products for both type of buyers above. The cooperative 
gains profits by selling products to supermarkets and safe vegetable shops. 
 

Table 7. Price of product paid to stakeholders (VND/kg) 
Stakeholders Supermarket Safe vegetable shop 

Producers 7,000 - 10,000  7,000 - 10,000 
Cooperative Vin Commerce: 10,000 - 15,000 

AEON: 12,000 - 18,000 
Coop Mart: 12,000 - 18,000 

12,000 - 18,000 

Retail price (supermarket 
and safe vegetable stores) 

Vin Commerce: 13,000 - 19,500 
AEON: 15,600 - 23,400 

Coop Mart: 15,600 - 23,400 

14,400-21,600 

Retail price (traditional 
market) 

10,000 - 15,000  

Source: JICA Project Team 
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c) Information including feedback 
The cooperative try to obtain useful information from buyers whenever possible to reflect it to its 
strategy and operation. 
 

Table 8. Information collected and used 
Type of 

information 
How TG collects information How TG uses information 

Market demand Before entering into contracts, in 
the process of supply,  
Communicate directly with 
representatives of buyer. 

Check the cooperative’s condition 
(production ability to decide the vegetable 
type to be produced and supplied; decide the 
supply scale: Frequency), then if possible, 
negotiate with buyer. 

Price When meeting and talking with  
representatives of buyer such as in 
the supply process, or at customer 
visits 

The cooperative uses the information to 
calculate the profitability of trading 

Feedback When having the opportunity to 
talk to the representative of the 
supermarket (Both directly and 
indirectly) such as during the visit 
to the buyer, during delivery or 
when placing an order. 

To adjust and improve operation of the 
cooperative 

Other 
information-  
 

The cooperative tries to obtain the 
following information whenever 
possible. 
- Criteria for selecting suppliers 
- Payment term 
- Other suppliers 

Use the information to make a decision on 
continuing, expanding or terminating the 
trade 

Source: JICA Project Team 
 
d) Change of marketing activities after COVID-19 pandemic 
Although the volume of sales to supermarkets has increased, volume in other sales channels such as  
have decreased greatly. There have been surplus unsold vegetables at the cooperative after COVID-19 
outbreak in the same commune. The cooperative had to sell out its vegetables to new customers. The 
cooperative tool the following measures: 
 
 Approach to socio-political organizations such as charities, farmers' associations, Women's 
associations, Agribank, enterprises join hands to rescue agricultural products for people. 
 The cooperative purchased vegetables from producers at 5,000 VND / kg and sold them at 
same price in order to promote selling surplus vegetables so that Cooperative members feel confident. 
 Promote vegetables through online tools such as Facebook, or Zalo 
 
Although these are emergency measures in principle, the cooperative is willing to continue promoting 
vegetables through SNS.   
 
(3) Case study of Vinh Phuc coop. 
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Vinh Phuc cooperative was established in 2014. Vinh Phuc cooperative has 65 members, including 48 
linkage farmers producing in 12 ha. The cooperative is currently producing vegetables in the 
following 3 communes: Kim Long commune, Van Hoi commune, Ho Son commune. The summary of 
case study on the cooperative is explained below. 
 
a) Buyer 
The cooperative trade with variety of buyers. In this summary, two buyers shown below are studied 
and compared. 
 

Table 9. Overview of buyers 
Collector for school canteens Online customers 

- Located in Dong Anh, in Ha Noi. 
- all kind of popular seasonal vegetables 

(Kohlrabi, potato, cabbage, chayote fruit, 
mustards, water morning glory…).   

- Delivery 5 times per week. The volume is 
700-1,200 kg/day.  

- Procure vegetables from Vinh Phuc, Hai 
Duong and Son La. 

- Supply vegetables to school canteens.  

- 80% of customers is consumers in Vinh 
Tuong and 20% customers in Ha Noi. Some 
are households and office workers. They 
normally form a group of 8-10 persons. 

- They buy 2 times per week.  
- Need vegetables with high level of safety 

(cucumber, pear-shaped melon, tomato, 
aromatic veggies, all types of mustards). 

Source: JICA Project Team 
 
b) Products 
The processes from production to delivery for both buyers are shown below. The cooperative 
basically use same resources and applies same procedures to produce and supply for both buyers 
except for preprocessing and delivery. Record keeping as well as internal checking system to ensure 
safety and quality is institutionalized (detailed (in opinion of Loc san), but you can still keep 
institutionalized, just change Vietnamese only, it is ok) in each process. Director has placed high 
priority on ensuring safety and quality. 
 

Table 10. Supply chains of product 
Process Detailed procedures and policies 

Production 
 

The cooperative applies same procedures for both buyers above 
- It uses land and water certified as safe for production. 
- Use high quality vegetable seed. 
- Buy fertilizer and pesticide and distribute to cooperative member producers. 
- Production protocol: Apply Safe vegetable or VietGAP protocol.  
- Quality and safety management: Strictly enforce record keeping of 
production dairy. Establishes an internal audit team to ensure the safety of 
products. Director in charge of this activity. Provincial DARD conducts periodic 
and un-scheduled inspection. DARD also takes vegetable sample and publicizes 
the analysis results every year.  

Harvesting 
 

The cooperative applies same procedures for both buyers above 
- Based on the plan of orders and based on the coordination of cooperative 
management board, households pro-actively harvest vegetables.                                                     
- Storage: the cooling warehouse is used in case of big harvesting or some 
products need to be stored to ensure the orders. 
- Apply Safe vegetable or VietGAP protocol.  
- Harvesting timing : Harvest in cool weather. Harvest chayote buds from 
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Process Detailed procedures and policies 
3 AM, fruit vegetables from 7 AM, leafy vegetables in the late afternoon and 
deliver in the evening.  
- Remove ab-normal shape, diseased or insect-damaged ones. 
- Arrange products into the plastic baskets, deliver to the product 
collection point by wheelbarrow or motorbike.  
- The cooperative has its personnel in each area to collect products from 
households based on plan and divide the products by customer’s orders.  
- Product collection is fully recorded. The cooperative requests households 
to pro-actively monitor the sale volume to compare the data and reduce the risks. 
At the end of each month, the cooperative will sum up the quantity and make 
payment.  

Preprocessing 
 

Human resources: Two workers specialized in sorting, packing vegetables in the 
pre-processing house. Besides, one temporary labor is used from December to 
next May. 
<For the collector for school canteens> 
< Preprocessing> 
- Choose second or third grade products 
- Remove the yellow and over mature leaves. 
- No scar, no damage, no insect, and no disease. 
- Do not make the water wet, do not harvest when the leaves are still wet 
(especially mustard). 
 
<Packaging> 
- Morning glory: 2 kg/ bunch  
- Mustard: 5 kg/ bunch  
- Fruit vegetables: 10 kg/ bag 
(No need stamp, label. Enough weight) 
<For online customers> 
<Preprocessing> 
- Choose only first grade products 
- Follow same criteria to apply for supermarket 
- Remove yellow leaves, crushed parts, leaves worms, diseases  
- Fresh. attractive appearance. 
- Products have no scar, no damage, no insect, and no disease 
<Packaging> 
- Leafy vegetables: 300 - 500 gram/bag 
- Fruit vegetables: 1-2 kg/bag 
- Have stamp and sufficient weight 
 
- Director checks all activities in this step. 
- Recording: product origin.  
- Director pays much attention to this point; therefore, she always conducts 
tight inspection and product standard is made clear so that all the members can 
understand and apply.  

Transportation 
 

Delivery methods are different for each buyer 
<For collector to schools> 
- Human resource and means of transportation: hire 1 truck to deliver 
vegetables to buyers.  
- Frequency : 5 times a week 
- Delivery point: At home of collector in Dong Anh, Ha Noi. 
- Volume: 700-1,200 kg/time. Maximum 2 ton/time 
- Delivery time: 6-9 PM 
<For online customers> 
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Process Detailed procedures and policies 
- Customer in Vinh Phuc: Director delivers by her own car  
- Customers in Ha Noi : Flexible. Use the cooperative truck, a big car, or 

bus 
- 10 kg to 400 kg/day depending on the number of orders.  
- Delivery time: 8-17h 

Source: JICA Project Team 
 
b) Payment 
i) Payment to/from stakeholders 
The cooperative apply same procedures of payment to producers. Payment by online customer is 
flexible while payment by the collector is in a more formal manner. 
 

Table 11 Payment to/from stakeholders 
Payment Procedures 

Payment to Producer 
by the cooperative 

No difference of payment for products for different buyers. 
Make monthly payment. In cash. Based on the price negotiated at the 
beginning of the season. The price will be adjusted based on the market 
price at the time of market fluctuation (such as COVID-19 pandemic). 

Payment to the 
cooperative by Buyer 

<From the collector for school canteens> 
Monthly payment. Bank transfer. Based on the negotiated price and weekly 
quotation. 
<From the online customers>  
Pay by cash or transfer through the bank. 

Source: JICA Project Team 
 
ii) Price of product (chayote fruits) paid to stakeholders (VND/kg) 
The cooperative set price for online customers between the price of traditional market and 
supermarket. It is beneficial for online customers to be able to buy safe product cheaper than 
supermarket while the cooperative make higher profit by selling directly to the consumers. Herewith 
is one example of the price. 
 

Table 12. Price of product (chayote fruits) paid to stakeholders (VND/kg) 
Stakeholder Collector for school canteens 

(VND/kg) 
Online customers 

(VND/kg) 
Producer 4,000 5,000 
Cooperative 5,000-5,500 12,000-15,000- 
Cf. Retail price (supermarket) 14,000-18,000 
Cf. Retail price (traditional market) 10,000-12,000 
Source: JICA Project Team 
 
c) Information including feedback 
The cooperative try to obtain useful information from buyers whenever possible to reflect it to its 
strategy and operation. 
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Table 13. Information collected and used 
Kind of 

information 
How TG collects information How TG uses information 

Market demand Same for all buyers 
- Before signing the contract, directly 

discuss with buyers. 
- During the supply process, directly 

discuss with the supermarket 
representative and other suppliers 
who also supply products to that 
buyer (if possible). 

Check the cooperative’s condition 
(production ability to decide the 
vegetable type to be produced and 
supplied; decide the supply scale: 
Frequency), then if possible, 
negotiate with buyer. 

Price - When meet and exchange with buyer 
- During the supply process. 
 

The cooperative uses the 
information to calculate the 
profitability of trading 

Feedback - The cooperative seeks feedbacks 
when there are any chances to 
exchange with both buyers (both 
direct and indirect) such as during the 
customer visit or during the delivery 
process or during the ordering 
process. 

- The cooperative sometimes ask 
feedback about the products from 
online customers when they make 
orders. 

Adjust and improve the 
cooperative’s operation 

Any other 
information 

- The cooperative discusses about 
payment conditions and future plan 
with the collector, possibility of 
expanding network/supply with 
online customers before and after the 
negotiation process and during the 
supply process.-  

Use the information to make a 
decision on continuing, expanding 
or terminating the trade 

Source: JICA Project Team 
 
d) Change of marketing activities after COVID-19 pandemic 
After the COVID-19 happened, the cooperative found that consumer practices are changed. The 
cooperative decided to increase the online sale channel. They have increased the promotion, such as 
posting more for online sales and introduce about the production unit. Since the cooperative has just 
started online sales and it is too early to evaluate, it believes the potential of online sales and 
determine to continue this initiative. The cooperative also feels the necessity of diversifying 
marketing channels so that it can ensure the sustainable income for household members as well as 
linkage members. 
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CHAPTER1. Framework of Study 

 
1. Objectives 
Provide producer groups and DARD officials with in-depth understanding on characteristics of supply 
chains for different buyers and procedures of producer groups to manage different supply chains 
which is required for producer groups at ‘Stabilization stage’ in the supply chain model. 
 
2.  Study period 
From March 2021 to May 2021 
 
3. Methodology 
Case study for selected TGs which have succeeded in developing effective supply chains with 
multiple buyers. TGs studied are as follows: 
 

Table 1.1. TGs selected for the study 
TG Reasons for selection 

Yen Phu cooperative 
(Hung Yen) 

 One of the most successful TGs in terms of diversifying 
marketing channels. It manages trade with supermarkets, 
canteens, and various small buyers. 

 It has also diversified the sources of supply. It procures 
vegetables from other TG. 

Vinh Phuc cooperative 
(Vinh Phuc) 

 It introduced on-line sales system which has been quite 
successful so far. It can be a good example of direct sales to 
consumers. 

 It has solid relation with producers. 
Source: JICA Project Team 
 
Information was collected through reviewing existing documents, interview with relevant personnel 
and field visit by the Project team. 
 
4. Outline of case study 
Outlines of case study is shown below. Supply chains are analyzed in terms of product, payment, and 
information. 
 

Table 1.2 Outlines of case studies 
Section Details 

Overview of TGs  History of the unit. 
 Management structure of the unit. 
 Number of members of the unit. 
 Major buyers of the unit. 
 Major suppliers of the unit. 

Overview of buyers  Location. 
 Outlines of business. 
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Section Details 
 Demand of vegetable (volume, type of product, frequency etc.) 

Supply chain analysis*1 Product*2 Production 
Harvesting 
Preprocessing 
Transportation 

Payment Payment to stakeholders 
Price of product paid to each stage 

Information Market needs, price, feedback 
Management system - Production planning 

- Harvest management 
- Shipping management 
- Financial management 

Changes of marketing 
activities after COVID-19 
pandemic 

- Changes of marketing activities 
- Background (reasons of change) 
- New tools introduced after COVID-19 such as SNS, e-commerce 

platform etc. 
- Sustainability of new initiatives 

*1: Each item is analyzed by TG and by buyer. 
*2: Each step is analyzed in terms of human resources, inputs, technology and protocol, quality, and safety management 
Source: JICA Project Team 
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CHAPTER2 Case study on Yen Phu agriculture service cooperative 

 
2.1 Overview of Yen Phu agriculture service cooperative 
Yen Phu agriculture service cooperative was established in 1997 in Me Ha hamlet, Yen Phu commune, 
Yen My district, Hung Yen province, Vietnam. Yen Phu Cooperative has been operating as a new style 
of cooperative in the field of producing and supplying safe vegetables to the market. Since 2012 
cooperative was operated under the new cooperative law. The relationship between the cooperative 
and cooperative members is on the equal, agreeable and voluntary basis, and they mutually get benefit 
and take risks in production and business. Each cooperative household is an independent economic 
unit. It itself operates the working of its family, makes decision on the production arrangement of 
crops which are suitable to its strength and be oriented by the cooperative. Each household buys 
agriculture materials from the cooperative, hires services, and sells products on the mechanism of 
amicable sale. The management board does not directly interfere with the households’ rights on pro-
active production and trading, does not operate or instructs specific stage, or daily works, it only 
provides the services required by each household. Yen Phu Cooperative aims to be toward to a 
modern, safe and sustainable agriculture. 

At present, Yen Phu Cooperative has 232 cooperative members, in which, 38 households in the model 
are producing and supplying safe vegetables to big supermarkets and safe vegetable shops in Vietnam. 
In addition, Yen Phu Cooperative also signs the linkage contract with 10 farmer households to 
produce products which Yen Phu is unable to produce or produce inefficiently in order to ensure 
ability to supply to existing customers 

There are 6 persons in the management board of Yen Phu Cooperative and they are assigned to take 
over different responsibility. 

 

 

 

 

 

 

 

 

 

 

 

 

Source: JICA Project Team 

Figure 2.1. Management structure of Yen Phu Cooperative 

Marketing management 

Ms. Phùng Thị Phương Thanh 

 

 

Production management 

Mr. Đào Công Quy 

 

 

Director 
Mr. Nguyễn Hữu Hưng  

 

 

Group 1 

Mr. Phùng Đức Tú 

 

 

 

Group 2 

Mr. Lê Văn Cao 

 

 

Group 3 
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Yen Phu’s main buyers include big supermarkets such as Coop Mart, Vin Mart, small supermarket 
chain of Coop Food, etc. and distributors who supply safe vegetables to industrial kitchens and school 
kitchens. In addition, the cooperative also supplies products to some other production units while the 
cooperative’s supply is bigger than its demand, for example, Tứ Xã safe vegetable cooperative in Phu 
Tho, Thanh Hà Vegetable and fruit Company in Hai Duong. 

 

2.2 Supply chain analysis 

 

 

 

 

 

 

 

 

Source: JICA Project Team 

Figure 2.2. Safe vegetable supply chain of Yen Phu cooperative 
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source, reduces the input cost, improves the cultivation efficiency, it is easy to arrange and monitor 
the production. The cooperative also uses the semi-automatic sprinkler irrigation, and a part of 
cooperative’s production area is monitored by the camera. The quality of soil is carefully checked, 
treated before the sowing and transplanting season. The irrigation water is clean and pumped from the 
cooperative’s wells. The stages of caring, disease and insect prevention and pre-processing is 
carefully recorded. 

Yen Phu Cooperative grows diversified types of vegetables, around 40 different types including leafy 
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potato, etc.; fruit vegetables such as tomato, gourd, spong gourd, squash, etc. The total volume of safe 
vegetables is estimated around 1,624 tons/year. Yen Phu always ensures to supply enough registered 
types of vegetables with stable volume. 

In order to produce and well supply to buyers, Yen Phu Cooperative has been applying some 
advanced techniques supported by the Project such as (1) apply fermented compost in order to recover 
soil structure and improve the soil fertility, (2) seedling production on foam to have healthy seedlings 
which have good resistance to insects and disease, and easily adapt to the outside environment when 
being transplanted in the field, (3) soil sterilization by solar heat, (4)  non-woven fabric to grow high 
quality vegetables, etc. After learning the production techniques, Yen Phu Cooperative applies a lot of 
organic fertilizers to improve the soil and this organic fertilizer is also good for the root so that the 
plants will grow and develop well, reduce the diseases in order to achieve the higher and higher yield 
and quality. 

Besides supplying the input materials such as fertilizer, pesticide, seeds, Yen Phu Cooperative also 
pro-actively produce good quality seedlings on the foam tray to ensure the transplanting time and 
seedling quality. The seedlings produced by the cooperative itself will be transplanted in its 
production area and a part is sold to farmers in the cooperative and outside of the cooperative in the 
region. 

Regarding the production plan, to ensure the plan and product types, Yen Phu Cooperative assigns 
each household with the production plan based on their strength to grow different vegetable types. 
Yen Phu Cooperative also hires 8ha to grow some vegetable types which are difficult for cooperative 
households to grow, so that it can assure to fully supply the vegetable types and vegetable volume 
demanded by the buyer. 

Besides, to expand the supply sources of products which are unable to be grown in the locality, Yen 
Phu Cooperative also links with other 10 farmer households in other regions such as Hai Duong, Ha 
Noi, Ha Nam and other districts in Hung Yen to ensure fully supply buyer’s orders in the year. It also 
links or exchanges safe products with other project target groups such as Thanh Ha Company, Cat Lai 
cooperative, Van Duc cooperative, etc. to have more sources of safe products. All products are 
produced by safe production procedure and are consumed by the cooperative. 

Farmer households who supply vegetables to Yen Phu Cooperative have been applying VietGAP for 
many years, and they also apply other technique procedures of seed companies or controlling 
procedures by the safe vegetable buyers. 100% of safe vegetable producers in Yen Phu have record 
keeping of seeds, application of pesticides and fertilizers. The record keeping is regularly updated and 
internally monitored by management board members. It is monitored by functional departments of 
Hung Yen DARD twice a year and products are regularly sampled and tested by technical officers or 
Yen Phu Cooperative. Regarding the linkage households, the cooperative also monitors and check 
twice a year to ensure the safety of supplied products. 

 

(2) Harvesting and pre-processing 

Yen Phu Cooperative is capable of supplying safe vegetables of big volume. It is supplying to the 
market from 0.7 tons to 9 tons/day to diversified channels of different buyers. Therefore, it is using 
from 4 to 17 regular labors to harvest vegetables in the cooperative’s field. Safe vegetables are 
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harvested every day in early morning and late in the afternoon in the field. After that, vegetables are 
arranged into the plastic baskets, delivered by 3-wheel cargo motorbike  to cooperative’s pre-
processing house for sorting, pre-processing, packaging, storage and shipping to buyers. For linkage 
households, and linkage cooperatives, Yen Phu cooperative informs them the quantity and vegetable 
type to be purchased so that they can harvest by themselves and deliver to Yen Phu’s pre-processing 
house. 

In order to ensure the volume of products harvested and delivered, Yen Phu Cooperative has a pre-
processing house of 200 m2 (capacity of 20 tons of vegetables) which is ensured with one-way 
principle and is fully equipped with necessary tools and equipment: Concreted ground, the steel roof, 
the wall whose surrounding is titled, stainless steel table for pre-processing vegetables, washing basin, 
plastic baskets to contain vegetables, etc. The cooling warehouse is 60 m3 (capacity of 15 tons of 
different vegetable types), there are 200 plastic baskets to contain vegetables and 400 plastic baskets 
to deliver vegetables to buyer’s warehouse.  

Vegetables after being harvested will be delivered to cooperative warehouse from 5 AM, pre-
processed until 10 PM at the latest every day. However, if cooperative received un-scheduled orders, 
it could arrange the harvesting and pre-processing to ensure buyer’s product supply. 10 workers will 
work in 2 shifts named morning shift and afternoon shift to pre-process vegetables supplied to 
different buyers. The hourly labor cost is 20,000 dong/ hour/ labor for pre-processing vegetables. 
Vegetables in the pre-processing house will be removed its yellow leaves, diseased leaves and sorted 
to ensure size uniformity and pruned. After that vegetables are packed with suitable weight, labeled, 
arranged into plastic baskets with customer name and get ready for transportation. 

However, different customers have different requirements on pre-processing. For example, Vin 
Commerce, AEON, Coop Mart and convenient stores such as Coop Food, safe vegetable stores,  Yen 
Phu cooperative has to carefully pre-process following standard ordered by customers: Sort products 
by correct size, prune the yellow, damaged, diseased leaves, remove the root, and the length of 
vegetables must follow the requirements: 20-25 cm, the weight of vegetables is upon the order of each 
buyer and must be packed by nylon or foam trays with information on the product label. Information 
on the product pack includes: Date of production, expired date, recommended storage time, QR code 
stamp, other information about the cooperative, etc. For such buyers as kitchen supplier or collector, 
they only require grade 2 or grade 3 types. Vegetables are also pre-processed, but they should be 
packed into the nylon bags of 10 - 20 kg/ bag or be free without being bunched and arranged into the 
plastic baskets.  

Every day, all kinds of vegetables brought into the pre-processing house are recorded and monitored 
by the cooperative accountant and supply households including time, volume, loss volume, sale 
volume, etc. Households and cooperative always compare their recording and make payment with 
each other to ensure the correct data. 

 

(3) Transportation 

At present, Yen Phu cooperative is supplying to both modern channels and traditional channels, 
therefore the volume of safe vegetables supplied to the market is quite big, around 1.5 tons/day on 
average. The distribution points include 01 general warehouse of Vin Commerce, 07 supermarkets of 
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Coop Mart, 03 supermarkets of AEON and 30 buyers who supply to schools and industrial kitchens. 
However, up to now, Yen Phu Cooperative not yet has its own truck for delivery. It hires 02 drivers, 
the cost is 550,000 dong/time to Coop Mart, 800,000 dong/time to Vin Commerce and 1,000,000 
dong to AEON Hai Phong. Vegetables supplied to collective kitchens and distributors such as Nam 
Bảo Company, Gia Minh company, etc. are picked up by these companies at cooperative premises. 

When supplying vegetables to general warehouse of supermarkets, the supply volume is bigger, but 
the delivery time is also longer. At the period of Yen Phu’s delivery time, there are also many other 
suppliers, therefore, the delivery time is longer. The time and volume of products are different among 
different units. Therefore, when the products come out of the pre-processing house, the accountant 
and cooperative also record information and prepare the delivery note which will be given to the 
driver and the buyer. Information on the volume of products purchased from the households and the 
volume of products sold to the customers are checked by the cooperative director and accountant to 
ensure the accurate data. These information will be the one to be analyzed to make important decision 
to adjust the cooperative’s production and sale in next time. 

 

Table 2.1. Delivery conditions of major buyers 

No. Buyer Delivery time Frequency  Volume 
1 Vin Mart 12 AM - 1 PM Every day 700 kg - 1.5 tons/time 
2 Coop Mart 5AM - 7 AM  

or 6PM - 10 PM 
Every day to the 
general warehouse. 3 
times/week to the 
specific warehouse 

400 kg – 1.000 
kg/time 

3 AEON 5AM - 7AM 1 time/per every 2 
days 

400 kg – 1.000 kg/ 
time 

4 Canteen and 
others 

5AM - 8 AM or 6PM Every day 30 kg - 500 kg/ time 

Source: JICA Project Team 

 

2.2.2 Payment 

(1) Payment to stakeholders 

The supermarkets makes monthly payment to Cooperative twice per month. The cooperative makes 
direct payment to producers after receiving products from them, the labors and the truck renting and 
driver renting every month, input suppliers including seed, pesticide, fertilizers suppliers and pay for 
the purchase of tools, equipment and the depreciation, etc. 

 

Table 2.2.  Payment to stakeholders (Yen Phu cooperative) 

Stakeholders Payment Payment time, payment method, price mechanism 

Producers Product In cash. After the cooperative weigh the products, it will 
immediately makes payment or makes payment after 1 week 
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Stakeholders Payment Payment time, payment method, price mechanism 

(after the harvesting of this vegetable type is finished) to the 
producers. The price paid for the same vegetable type by the 
cooperative is normally from 10 to 20% higher than market 
price. 

Input supplier Input Payment is made to the input suppliers after 30 days. The 
price is equal to the price of level 1 agent. Payment is made in 
cash or bank transfer. 

Transporters Transportation Make monthly payment. Based on the number of delivery 
times, from 20 to 50 million/month 

Buyer Product The supermarkets makes monthly payment to Cooperative 
twice per month. The 1st payment is made on the 20th -25th 
of the month (for the deliveries from 1st to 15th of the 
month). The 2nd payment is made on the 5th-10th of next 
month (for the deliveries from the 16th to last day of the 
previous month). 

Canteen or distributor  Make monthly payment 

Source: JICA Project Team 

 

All the payments are recorded in detail including daily order, the time when the price is updated, the 
trading time. 

 

(2) Product price paid to stakeholders 

Herewith is the example of how to calculate the purchase price and the sale price paid to different 
stakeholders.   

 

Table 2.3. Product price paid to stakeholders (example of leafy vegetable, VND/kg) 

Stakeholders Supermarket Safe vegetable shop 
Producers 7,000 - 10,000  7,000 - 10,000 
Cooperative Vin Commerce: 10,000 - 15,000 

AEON: 12,000 - 18,000 
Coop Mart: 12,000 - 18,000 

12,000 - 18,000 

Retail price (supermarket 
and safe vegetable stores) 

Vin Commerce: 13,000 - 19,500 
AEON: 15,600 - 23,400 

Coop Mart: 15,600 - 23,400 

14,400-21,600 

Retail price (traditional 
market) 

10,000 - 15,000  

Source: JICA Project Team 
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The supermarkets’ purchase volume is quite stable, around 1 ton/time and the purchase price is 
normally 15-40% higher than the price which the cooperative buys from the producers. However, 
their requirements on quality, origin traceability, production process are also higher, and the payment 
is slower.  

The collectors and buyers who supply to kitchens pay the price which is 5-15% higher than the price 
paid to the producers, but the payment is made quicker, and they just require simple pre-processing, 
and they don’t need the grade 1 products. 

Understanding this differentiated characteristic, Yen Phu Cooperative sorts the products and combines 
to supply to many different buyers in different market segments so that more and more safe 
vegetables are supplied to more buyer channels and cooperative’s products are all sold out as well as 
maximize its benefit. 

 

2.2.3 Information  

(1) Usage of information: 

To ensure supply correct products demanded by buyers, Yen Phu cooperative needs to have 
information on price of input materials, sale price of product, consumption power of each product, 
type, the products that other suppliers are in deficit. From these information, the cooperative makes 
decision on developing production plan, detailing the purchase price and the sale price for each type 
of products for each buyer.  

Regarding price, price of Coop Mart will be the base price for comparison and the price of whole-sale 
market is also the basis for Yen Phu Cooperative to decide the purchase price of products bought from 
the producers and develop the sale price for different partners.  

Regarding the feedback information, Yen Phu Cooperative updates the feedback from the direct 
meeting with the buyers or via phone, zalo, facebook. Based on the feedbacks, cooperative adjusts the 
activities in the production procedure and sale price to make it fit with market demand. 

Other information such as weather, news inside and outside of the country, festivals, etc. are also 
updated daily by Yen Phu cooperative via mass media so that necessary solutions can be worked out 
promptly. 

 

(2) Information on feedback: 

Buyers provide good feedback to Yen Phu’s products since the cooperative satisfies requirements on 
quality packing specification, volume, correct weight and delivery time. However, there are also some 
negative feedbacks for improvement, for example, the vegetables are withered, appearance is 
sometimes not attractive, vegetables sometimes are harvested too early in the morning, therefore, they 
are still misty, or vegetables are harvesting in sunny weather. 

In response to negative feedback, Yen Phu cooperative already adjusts the harvesting time based on 
the daily weather condition to avoid harvesting too early or harvesting in the sunny time. the 
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cooperative also use more organic fertilizers to improve the soil, apply soil sterilization methods to 
improve the quality and appearance of products. 

Regarding the pre-processing and storage, Yen Phu Cooperative requires to screen the products right 
from the field before delivering to the pre-processing house. The pre-processing house must satisfy 
buyer’s requirements, promote monitoring during the pre-processing process, draw the lessons learned. 
Vegetables which are not immediately shipped will be preserved into the cooling warehouse. This 
method is mainly applied for fruit and root vegetables. 

Regarding delivery, cooperative ensures that the delivery time is on schedule, and takes responsibility 
for products if there are any problems. 

All these adjustment is to improve customer’s trust and promote customers to use Yen Phu 
cooperative’s products. 

 

2.3. Management system 

Regarding development strategy, Yen Phu Cooperative focuses on developing brand-name and 
continue to ensure the supply of safe vegetables provided to big supermarket channels in Hanoi and 
surrounding provinces. Especially, in order to have solid name in the market, to appear in big 
supermarket chains and store chains, product quality is always considered as top priority for Yen Phu 
Cooperative.  

Specifically, to expand the area of safe vegetables, Yen Phu Cooperative continues to help farmers 
gradually change their habit, production modes by developing production plan suitable with market 
demand. The cooperative as well as cooperative members are pro-active to together find new crop 
types which satisfy market demand and they are also pro-actively learn experience, advanced 
production, apply advanced techniques into production, etc. Yen Phu Cooperative continues to 
maintain the model of linkage with other safe production regions to ensure stable supply of safe and 
quality vegetables. 

In addition, Yen Phu Cooperative further improves its human resources and facilities for pre-
processing, packaging and storage so that the products can be brought to customer’s hand soonest to 
ensure the freshness and deliciousness. Also, The cooperative develops its advanced operation process 
with regulations, rules in all stages from production to consumption and reasonably restructures its 
capital.  

Yen Phu continues to apply production process, tightly check and monitor by internal audit, and 
monitored by Governmental authorities by periodic or un-scheduled inspection.  

On the other hand, in order to promote Yen Phu’s development, functional sectors, local authorities 
need to increase its role and responsibilities to link with farmers, enterprises to support the product 
consumption when the area of safe and quality vegetables production is more and more expanded. 

 

2.4 Change of marketing activities after COVID-19 pandemic 

Although the volume of sales to supermarkets has increased, volume in other sales channels such as  
have decreased greatly. There have been surplus unsold vegetables at the cooperative after COVID-19 
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outbreak in the same commune. The cooperative had to sell out its vegetables to new customers. The 
cooperative tool the following measures: 
 
 Approach to socio-political organizations such as charities, Farmers' associations, Women's 

associations, Agribank, enterprises join hands to rescue agricultural products for people. 
 The cooperative purchased vegetables from producers at 5,000 VND / kg and sold them at same 

price in order to promote selling surplus vegetables. 
 Promote vegetables through online tools such as Facebook, or Zalo 
 
Although these are emergency measures in principle, the cooperative is willing to continue promoting 
vegetables through SNS.   
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CHAPTER3. Case Study on Vinh Phuc safe vegetable cooperative 

3.1  Overview of Vinh Phuc cooperative 

Vinh Phuc cooperative was established in 2014 from Ms. Kieu Thi Hue’s initiative of safe vegetable 
production and trading. Ms. Hue is an officer of Vinh Phuc Department of Agriculture and Rural 
Development. After 10 years of development, up to now, Vinh Phuc cooperative has office in hamlet 
8 - Kim Long commune - Tam Duong district - Vinh Phuc province. There are 65 members, including 
48 linkage farmers producing in 12 ha.  

The cooperative is currently producing different vegetable types in 3 regions: (I) Hamlet 8, Kim Long 
commune, Tam Duong, Vinh Phuc, ii). Vân Nội hamlet, Vân Hội commune, Vĩnh Phúc, iii). Hồ Sơn: 
Làng Hà hamlet, Hồ Sơn commune, Tam Đảo, Vĩnh Phúc. Normally, the cooperative arranges its crop 
structure depending on each region:  

 Region 1 - in Kim Long commune: 6.5 ha, 40 participating households. Growing 
climbing vegetables such as chayote, sponge gourd, gourd, squash.  

 Region 2 - in Vân Hội commune: 3 ha, 2 participating households. Grow leafy 
vegetables such as kinds of mustard, morning glory and tomato. 

 Region 3 - in Hồ Sơn commune: 2.5 ha (23 households), growing chayote buds (1 
season/year - winter-spring season and lasts until June). 

This cooperative model implements production in 3 different regions, but all households are paid 
attention by the cooperative management board. Over the past years, it is evaluated to be effective, 
and a tight relationship is developed among the cooperative management board and its members. 

The cooperative applies model on production and joint sale. The households collect products from 
each region and the products are pre-processed, packed up on customer’s demand.   The following 
diagram is the cooperative’s organization structure. 

 

 

 

 

 

 

 

 

 

Source: JICA Project Team 

Figure 3.1.  Management structure of Vinh Phuc Cooperative 
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3.2 Supply chain analysis 

3.2.1 Product  

The cooperative produces vegetable types based on buyer’s demand and strength of producers in each 
region. Vegetable products are produced by safe vegetable and VietGAP protocol: Safe vegetables in 
Ho Son and Van Hoi, VietGAP vegetables in Kim Long.   

The cooperative ensures the same safety level for different buyers. The only difference in the product 
standard (the length, size of packaging) and appearance will result in the price difference. 

The cooperative is supported by the local authority and it can use the land area of more than 1,000 m2 
in hamlet 8, Kim Long commune, Tien Duong district on which there are working house, warehouse, 
pre-processing house and a yard for product collection. The cooling house is 36 m2 and its capacity is 
90 m3 to ease the product storage.  

The main buyers include: (1) supermarket channel (VinEco); (2) collectors who supply to school 
kitchens in Ha Noi; (3) collectors who supply to industrial kitchens in Bac Ninh; (4) trading 
households in the locality and (5) groups of buyers who sell products online and the cooperative itself 
also sells products online. The final group of buyers forms an online sale network.   

The cooperative produces and supplies vegetables from 3 production regions above by cooperative 
members and 48 linkage members.    

 The supply chains organize similar production of products, the only difference is the pre-processing, 
packaging and delivery. At present, the cooperative is using the truck (not yet have cooling truck) to 
deliver products to different buyers. Therefore, the analysis will be as following: 

(1) Production 

The cooperative is using labor of 17 cooperative members and 48 linkage farmers in 3 production 
regions above. The cooperative is using the land area of cooperative members and linkage members to 
pro-actively produce upon customer’s requirement. The households are using water from the wells to 
irrigate vegetables in Kim Long region, water from the dam in Hà hamlet, Hồ Sơn commune - at the 
foot of Tam Dao mountain in Van Hoi and Ho Son regions. All the water sources are ensured and safe 
as evaluated by the functional authorities. As for the inputs, the cooperative use the various inputs 
based on the procedures described below:  

 
 Vegetable seeds: The cooperative is using the various varieties, and all the varieties are all good 

to have high quality vegetable products. Chayote: Buy (from Sapa to grow fruit chayote; from 
Moc Chau to grow chayote buds); varieties of leafy vegetables are bought from big agents or 
directly bought from the company; fruit vegetables directly bought from the agent or grafted by 
ensured units. For example, Tân Nông company. 

 
 Fertilizer: Using the dung from 2 sources: (i) from the households. The Project provides 

households with technical support on composting from the materials available in the households 
and (ii) buy from Việt Hùng livestock one-member company - Thai Binh (Hung Ha) under Hòa 
Phát group or some households buy treated chicken dung. Households tend to increase the use of 
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dung because they clearly find its effect and reduce the use of in-organic fertilizers. 
 

 Use in-organic fertilizers. These fertilizers are supported by Vinh Phuc DARD or bought from 
Quế Lâm and Phương Bắc joint stock groups.  The cooperative jointly buy fertilizers to avoid the 
bad quality ones and reduce the cost. The cooperative carefully selects the in-organic fertilizers 
for each vegetable type.  

 Pesticides: The cooperative jointly buys pesticides (The cooperative buys and distributes to 
households). It is compulsory for cooperative members and linkage members so that they can 
together create products with safety assurance. The cooperative only applies biological and 
organism fertilizers, absolutely no use of chemical form. At the beginning, cooperative has 
contract and requires households to make commitment - At present, households are familiar and 
aware of the product requirements. 

 

The cooperative applies Safe vegetable or VietGAP protocol. Households in the cooperative seriously 
comply with record keeping of production dairy. It is a difficult work in the beginning stage, but at 
present, cooperative members and linkage members are already familiar with recording and they all 
record. The cooperative establishes an internal audit team to ensure the safety of products. The 
Director is directly in charge of this activity.  Also, the project field staff monitors the record keeping 
and production practices in the field. Besides, officers of Plant Protection Sub-Department also 
conduct periodic and un-scheduled inspection. Every year, Sub-Department of Plant Protection takes 
vegetable sample and publicizes the analysis results. Most of customer feedback on the products are 
good, except for some products which are too mature, but households are willing to listen and make 
adjustment. 

 

(2) Harvesting 

Based on the plan of orders and based on the coordination of cooperative management board, 
households pro-actively harvest vegetables. 

Households pro-actively harvest following cooperative management board’s requirements. 

 Human resources: Labor from the households. Most of households pro-actively arrange their 
labor, because their land area is not too big. 2 households produce big scale. Sometimes, they 
have to use the external labor, but these labors are regular labor for harvesting. 

 Input materials: Households use knife, basket, wheelbarrow or motorbike to deliver products. 
Tools are washed and cleaned. 

Normally, products are harvested, pre-processed (if necessary) and delivered to buyers as soonest as 
possible, therefore, they do not use much the cooling warehouse. The cooling warehouse is used in 
case of big harvesting or some products need to be stored to ensure the orders. 

 Technique and procedure: Apply Safe vegetable or VietGAP protocol. Households are aware 
of the impact of harvesting on the product quality; therefore, they seriously comply with: Harvest 
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in the cool weather, pay attention to the feature of vegetables (chayote buds and fruits (fruity) in 
the morning - from 3 AM (buds) - fresh - when the sun not yet shines, vegetables will be younger 
and skin is brighter; fruit vegetables are harvested from 7 AM); Arrange products into the plastic 
baskets, deliver to the product collection point by wheelbarrow or motorbike. During the 
harvesting, some products with ab-normal shape, diseased or insect-damaged ones are removed. 
These products are separated, not delivered to the cooperative.  

 Collection: In 3 regions, cooperative has its personnel collect products from households by plan 
and divide the products by customer’s orders. Product collection is fully recorded. Also, the 
cooperative requests households to pro-actively monitor the sale volume to compare the data and 
reduce the risks. At the end of each month, the cooperative will sum up the quantity and make 
payment. There has’t been any confusion about the quantity of products bought from the 
households.  

 
In detail, in the post-harvesting stage, the cooperative implements the followings with the vegetable 
types: 

 Fruit vegetables (chayote, spong gourd): Collect products to cooperative - the cooperative sorts 
the products - same price is applied for all households - at the end of each season, the bonus will 
be provided basing on the product. 

 Leafy vegetables: Only harvest when there are orders (except for chayote buds which are 
regularly harvested) - harvest in the late afternoon and deliver in the evening. For example: Leafy 
mustards should be shortened from harvesting to delivery to ensure the best quality. For buyers 
who supply to school kitchens in Hanoi, products are required to be harvested in the afternoon - 
and do not wash/ spray water onto the vegetables before delivery. 

By correctly follow the procedure, the cooperative not yet receive any serious feedback of harvesting, 
sorting products by customers. There is only a few feedback on the uniformity: The length, the mature 
of products. Mustard is the vegetable which is the most difficult to satisfy the standard. The fruit 
vegetables are more stable.  
 

(3)  Pre-processing and packaging products 

Vinh Phuc Cooperative has 3 production regions; therefore, products are collected in 3 areas 
connected  with 3 regions. Products in Kim Long (chayote fruit, tomato, etc) are harvested, collected 
to the pre-processing house and sorted, packed. Products in the other two regions are pro-actively pre-
processed, packed upon requirements by the households. 

 Human resources: Two labors are specialized in sorting, packing vegetables in the pre-
processing house. 1 temporary labor is used from December to next May. The labors are paid 
monthly. Besides, the ones who pre-process leafy vegetables, for example chayote buds are paid 
basing on the volume (prune the chayote buds). 

 Infrastructure: The cooperative has pre-processing house of more than 300 m2 with scientific 
structure, packing area and washing system, which is very convenient for pre-processing.  
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  Input materials: This input material is cared in safe vegetable production. Most of supermarket 
channel requires suppliers to use plastic bag (nylon) which are evaluated in term of quality. The 
cooperative always selects white color bags to pack products for different customers. The net bag 
for packing chayote fruit is green.  

Requirement on product and packing product: The requirement is different among different buyers. 
Summary information on product requirement and packing requirement is in the following table: 

 

 Table 3.1. Summary information on product and packing requirement 
No. Buyers Product requirement Packing requirement 
1 Supermarket 

(VinEco) 
- Clean pro-processing. 
- Follow standard for each 

vegetable type 

- Leafy vegetables: 300 gr - 
500 gr/bag; 

- Fruit vegetables: 500 gr - 
1,000 gra/bag. 

- (Have stamp and weight). 
2 Collectors who 

supply to industrial 
kitchens in Bac Ninh 

- Remove the yellow and over 
mature leaves. 

- Products have no scar, no 
damage, no insect and no 
disease. 

- Leafy vegetables: Morning 
glory: 2 kg/ bunch; Mustard: 
Bunch by a tape whose color 
is different from the color of 
vegetable 5 kg/ bunch. 

- Fruit vegetables: 10 kg/ bag 
- (No need stamp, label. 

Enough weight) 
3 Collectors who 

supply to industrial 
kitchens in Ha Noi 

- Remove the yellow and over 
mature leaves. 

- Products have no scar, no 
damage, no insect and no 
disease. 

- Do not make the water wet, 
do not harvest when the 
leaves are still wet (especially 
mustard). 

- Leafy vegetables: Morning 
glory: 2 kg/ bunch; Mustard: 
Bunch by a tape whose color 
is different from the color of 
vegetable 5 kg/ bunch. 

- Fruit vegetables: 10 kg/ bag 
- (No need stamp, label. 

Enough weight) 

4 Local traders 
(Specialized in 
buying chayote fruits) 

- Products have no scar, no 
damage, no insect and no 
disease. 

- Chayote fruit: 10 kg/ bag 
- (No need stamp, label. 

Enough weight) 
5 Group of buyers who 

sell product online 
and households who 
buy product online 

- Clean pro-processing. 
- Fresh. Attractive appearance. 
- Products have no scar, no 

damage, no insect and no 
disease. 

- Leafy vegetables: 300 - 500 
gram/bag. 

- Fruit vegetables: 1-2 kg/bag 
- (Have stamp and weight) 

Source: JICA Project Team 

Note: All buyers require safe products. For customer group No.1 and 5. Products must be more tightly 
controlled. 
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Products packed for customer’s orders must be fully recorded in term of product origin. The 
cooperative director pays much attention to this point; therefore, she always conducts tight inspection 
and product standard is made clear so that all the members can understand and apply. This is the 
reason why the cooperative always receives good feedback on product standard and packaging.  

(4) Transportation and delivery 

The cooperative hires 1 truck to deliver vegetables to buyers located in different locations. The 
regular truck driver understands well, therefore he is highly appreciated by customers. For the group 
of online customers, products are delivered by 4-seat car, the quality is ensured, no damaged and the 
cooperative director directly ships the products. Table below summarizes the information relevant to 
different buyers. 

Table 3.2. Information on frequency, volume, and time of delivery 

 No. Buyers Frequency 
(time/week) 

Volume (kg/time) Delivery time 

1 Supermarket (VinEco) Every day 700-1,500  9 AM - 11 AM 
2 Collectors who supply to 

industrial kitchens in Bac Ninh 
2  1,000  6 PM - 9 PM 

3 Collectors who supply to 
industrial kitchens in Ha Noi 

5 700-1,200 6 PM - 9 PM 

4 Local traders 2 700-1,000 6 PM - 9 PM 
5 Group of buyers who sell 

product online and households 
who buy product online 

2 200-800 8 AM - 5 PM 

Source: JICA Project Team 

 Manage the quality and safety of products: Only VinEco has staff to monitor, take picture when the 
truck leaves the product collection point and comes to the delivery point. Other customers totally trust 
the cooperative’s delivery. They all have good feedback on the transportation and delivery.  

 

3.2.2. Payment 

(1) Payment to stakeholders 

The following information will be collected and analyzed for each type of buyer. 

Table 3.3. Information on payment made to cooperative’s partners 

Stakeholder Payment Time, method of payment and price mechanism 
Input supplier Material Make immediate payment after receiving the products. Most of 

the time, payment is made in cash. Based on the market price 
and the purchase volume (whole-purchase or retail purchase) 

Producers Product Make monthly payment. In cash. Based on the price negotiated 
from the beginning of the season or when there is much 
fluctuation, the price will be adjusted based on the market price 
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Stakeholder Payment Time, method of payment and price mechanism 
(in the context of COVID). 

Transporters Transportation Monthly payment. In cash. Negotiated. 
Buyer Product Monthly payment. Bank transfer. Based on the negotiated price 

and weekly quotation. 
Source: JICA Project Team 

 

All the payments made to different partners are fully recorded by the cooperative. 

(2) Product price paid to stakeholders 

Upon customer’s requirement, the cooperative  has negotiation in term of price. For buyers who 
supply to school kitchens, the price is stable, and it is monthly price. For supermarkets and other 
customers, the price is based on the market price and a weekly quotation is given by cooperative. 

Table 3.4 illustrates one example on price of chayote fruit so that the readers can understand how to 
calculate the price. 

Table 3.4: Product price paid to stakeholders by the cooperative  

Stakeholder Collector for school canteens 
(VND/kg) 

Online customers 
(VND/kg) 

Producer 4,000 5,000 
Cooperative 5,000-5,500 12,000-15,000- 
Cf. Retail price (supermarket) 14,000-18,000 
Cf. Retail price (traditional market) 10,000-12,000 
Source: JICA Project Team 

 

3.2.3. Information 

The information is collected by interviewing the cooperative’s key persons and exchange with 
different buyers. The buyers are divided into 3 groups: Supermarket; collectors who supply to 
kitchens and the online customers. The local collector to whom the cooperative only sells the small 
volume are not analyzed. Herewith is the summary of information on buyers. 

(1) Buyer who is supermarket  

Type of information Content of information Time and source of 
information collection 

How Target group 
uses the information 

Market demand - Sale volume/ day sold 
by supermarkets. 
- Veg types. 
- Frequency of purchase. 
- Requirement on 
product standard, etc. 

- Before signing the 
contract with 
supermarkets; directly 
exchange with 
supermarket 
representative. 

- Compare to 
cooperative’s 
condition (production 
ability to decide the 
vegetable type to be 
produced and 
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Type of information Content of information Time and source of 
information collection 

How Target group 
uses the information 

  - During the supply 
process; directly 
exchange with the 
supermarket 
representative and other 
suppliers who also 
supply products to that 
supermarket. 

supplied; decide the 
supply scale: 
Frequency), then 
negotiate to sign the 
contract with 
supermarket. 
 

Price How to decide the price 
(Market price (price of 
raw products) + other 
cost to have the final 
products (cost for 
packaging, cost of 
packing material) + 
profit) 

- When meet and 
exchange with 
supermarket 
representative. 
- During the supply 
process. 
- When visit the 
supermarket. 
 

TG bases on the 
information to 
calculate the 
efficiency of the 
activities. 

Feedback - Veg types.  
- Delivery volume/time. 
- Frequency of purchase. 
- Product quality 
(appearance, uniformity 
of products, etc.). 
- Demand or future plan. 

- When there are any 
chances to exchange with 
supermarket 
representative (both 
direct and indirect): 
During the customer visit 
or during the delivery 
process or during the 
ordering process. 
 

To adjust 
cooperative’s 
activities 

Other information  - Criteria to select the 
suppliers. 
- Deadline for payment. 
- Suppliers which used 
to supply products to 
supermarket. 

Before and after the 
negotiation process and 
during the supply 
process. 

- Have more basis to 
calculate the 
efficiency of the 
supply, in order to 
make decision on 
further signing or 
terminate; continue or 
expand more. 

Source: JICA Project Team 

 

(2) Buyers who are the collectors to supply to school kitchen and industrial kitchens 

Type of information Content of information Time and source of 
information collection 

How Target group uses 
the information 
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Market demand - Volume of vegetable 
to be purchased/time. 
- Veg types. 
- Weekly frequency of 
purchase. 
 

- Before signing the 
contract; directly 
exchange with buyers. 
- During the supply 
process; directly 
exchange with the 
supermarket 
representative and 
other suppliers who 
also supply products to 
that buyer (if have). 

Compare to 
cooperative’s condition 
(production ability to 
decide the vegetable 
type to be produced and 
supplied; decide the 
supply scale: 
Frequency), then 
negotiate to sign the 
contract with buyer. 

Price How to decide the 
price 
(Market price + profit) 

- When meet and 
exchange with buyer. 
- During the supply 
process. 
 

TG bases on the 
information to calculate 
the efficiency of the 
activities. 

Feedback - Delivery volume/ 
time. 
- Frequency. 
- Product quality 
(appearance, 
uniformity of products, 
etc.). 
- Demand or future 
plan. 

- When there are any 
chances to exchange 
with buyers (both 
direct and indirect): 
During the customer 
visit or during the 
delivery process or 
during the ordering 
process. 
 

To adjust cooperative’s 
activities 

Other information  - Deadline for 
payment. 
- Future plan. 

Before and after the 
negotiation process and 
during the supply 
process. 

Have more basis to 
calculate the efficiency 
of the supply, in order to 
make decision on further 
signing or terminate; 
continue or expand 
more. 

Source: JICA Project Team 

 

(3) For online buyers and family households: This is new group of customers   

Type of information Content of information Time and source of 
information collection 

How Target group uses 
the information 

Market demand - Volume of vegetables 
to be purchased by 1 
buyer/time. 
- Veg types. 

- Before signing the 
contract; directly 
exchange with buyers. 
- During the supply 

Compare to 
cooperative’s condition 
(production ability to 
decide the vegetable 
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Type of information Content of information Time and source of 
information collection 

How Target group uses 
the information 

- Weekly frequency of 
purchase.  

process; directly 
exchange with buyers  

type to be produced and 
supplied; decide the 
supply scale: 
Frequency), then 
negotiate to sign the 
contract with buyer. 

Price -How to decide the 
price 
(Market price + profit). 
At present, buyers only 
get profit of 15%, 
therefore it is not very 
attractive because 
vegetables have low 
value. 
- In case of delivery by 
itself (also pay for the 
shipping fee) 

- When meet and 
exchange with buyer. 
- During the supply 
process. 
 

TG bases on the 
information to calculate 
the efficiency of the 
activities. 

Feedback - Delivery 
volume/time. 
- Frequency. 
- Product quality 
(appearance, 
uniformity of products, 
etc.). 
- Demand or future 
plan. 

- When there are any 
chances to exchange 
with buyers (both 
direct and indirect: 
online). : During the 
delivery process or 
after sale.  
- Sometimes they ask 
about the products 
before making decision 
on the purchase. 
 

To adjust cooperative’s 
activities 

Other information  - Ability to expand the 
market (number of 
people in the network, 
number of households) 
- Future plan. 

Before and after the 
negotiation process and 
during the supply 
process. 

- Have more basis to 
calculate the efficiency 
of the supply, in order to 
make decision on further 
signing or terminate; 
continue or expand 
more. 

Source: JICA Project Team 
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3.3 Management system 

The cooperative does not have a focused production region. There are total 3 different regions. 
Therefore, the production plan is developed based on the advantages and conditions of each region. 
Also, cooperative’s operation capability is considered too. 

The cooperative normally has production plan right from the beginning of the season. After that it 
assigns each household the crops to be grown,  production area. At the beginning, households dis not 
fully trust the cooperative’s consumption ability. Sometimes, they did not comply with the correct 
procedure. With the tight monitoring, households seriously follow the requirements. In addition, with 
VinEco’s monitoring (customer), farmers correctly follow the requirements. 

In order to have production plan, cooperative needs to exchange with all buyers to grasp their demand. 
On that basis, cooperative determines the volume and types of vegetables to be supplied. 

Also, the cooperative applies the reward and punishment mechanism: Good performance households 
can receive the reward (reward based on the quantity of products sold to cooperative, therefore, the 
reward is different among different households - This information is provided to households from the 
beginning of the season) - Through this clear way from the beginning, households can make 
production plan. However, the cooperative is still affected by household’s ways to arrange cropping 
pattern. That is the reason why the cooperative has to take vegetables from 3 different regions. Also, 
during the implementation of production plan, the cooperative still faces some difficulties in labor and 
the habit that some households only produce some certain types of vegetables. 

In the future, the cooperative intends to be proactive, take new varieties for pilot growing (grow by 
itself) and instruct farmers to expand more. In Kim Long (most of the labor are old) and in Ho Son - 
households not yet consider that growing vegetables bring main income for them. In Van Hoi (there 
are also young labor - they skip company job and come back home to grow vegetables), they 
determine that growing vegetables brings main income for them, therefore, they focus on this activity. 

The cooperative organizes harvesting based on the plan of orders and based on the coordination of 
cooperative management board, households pro-actively harvest vegetables and bring the products to 
the cooperative.  

In order to be more pro-active in transportation and reduce the risk, the cooperative permanently hire 
a truck. Also, the cooperative tries to find customers based on their geographic location or the routes 
to combine the orders in order to increase the efficiency. 

For financial management, the cooperative has strategy to well implement from the small point. It is 
developed from small scale and gradually expanded. During the operation process, the accounting and 
bookkeeping is emphasized. The distribution of profit, reward and punishment is clear and transparent. 
The cost of inputs that the households received in advance will be deducted at the end of year or when 
they receive lots of money from the product sold. 
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3.4  Changes of marketing activities after the COVID-19 epidemic 

 The changes of marketing activities: After the COVID-19 happened, cooperative management 
board finds that there are big changes in the market and the cooperative has new orientation as 
following: well, take care the existing customers; increase the online sale channel. And it may 
consider opening a shop to sell and introduce products. 

 Reasons for the changes: There are big changes in the market due to the impact of COVID-19, 
consumer practices are changed, therefore, it is necessary for the production group to change 
accordingly. 

 New tools introduced after COVID-19: Increase the promotion, such as posting more for online 
sales and introduce about the production unit. Clearly understand the role of online marketing. 
However, the new challenges in the new context are also more viable: The unit is unable to apply 
online sale through the website or it not yet has enough conditions to open a shop for selling and 
introducing products because of the budget. 

 The sustainability of new initiatives: In short time, and there are not enough conditions to 
evaluate the sustainability of new initiatives, but it is found that online sale is a trend, and it will 
have strong development. The cooperative needs to have preparation for this sale trend and it also 
needs to diversify target customers to ensure the output for household members as well as 
linkage members. 

 

Studying Vinh Phuc Cooperative’s supply chain shows that production and supply of safe vegetables 
is a difficult field, and it is even more difficult in the context of COVID-19 epidemic.  The 
cooperative is determined with its defined orientation:  Produce and supply safe vegetables to the 
community and for the sustainable development, it should be cautious in expanding the scale. To 
develop the cooperative brand name, product safety should be the focused point. In order for the 
cooperative to have long-term connected relationship with its members, it should seriously follow the 
commitment in a serious manner. When the producers have income from the vegetable production, 
they will be closely connected with the cooperative. 
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1. SUMMARY 

This communication activities guidebook elaborates step-by-step actions to raise awareness of 
importance of safe agro-product consumption in general and safe vegetable in particular and to 
promote consumption of safe products among consumers. 
The activities covered in this document consist a series of events including: (1) School Education 
program (2) Poster drawing event among students, (3) Award winning poster exhibition, (4) Talk 
show on Safe Agricultural Products. 
With collaboration among MARD, Hanoi DARD, HPA, Hanoi DOET, and JICA, these activities 
were implemented in Hanoi from 2017 to 2020, deemed effective, and appreciated by all 
stakeholders including managers, teachers, students, producers, retailers, and most importantly, 
parents who are usually the decision maker of consumption in their household. 
The guidebook is designed to create synergies to maximize a social impact with minimum 
possible resources for sustainable implementation for forthcoming years. 
 

2. OBJECTIVE 

The overall objective of consumer communication is to induce behavioral changes from Stage A 
to Stage F in Figure 1:  Create awareness among those who have not been taking any conscious 
actions (Stage A), induce stronger interest and motivation to select safe vegetables properly for 
those who do not have proper understanding (Stages B and C), and motivate more regular 
purchase of safe vegetables at proper shops (Stages D through F). 
 

 
Figure 1. Steps Of Consumer Behavioral Changes 

(Source: JICA Project Team) 
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In order to achieve these behavioral changes, the communication activities covered in this 
manual materialize the following goals:  
1. Raise awareness and interest of vegetable purchasers (parents) by involving children. 

A key decision maker of a typical Vietnamese household is predominantly mothers (parents, 
including grandmothers).  As the parents’ primary concern is their children, therefore a 
school program involves children and influence their parents through their interaction with a 
homework is essential. 

2. Disseminate the education contents widely through a poster festival event and poster 
exhibition. 
In order to reach parents beyond school activities, posters drawn by children are utilized to 
draw attention of general public. The exhibition is held at a retailer (with wide space) to 
conduct activities to motivate consumers not only to become interested in safe vegetables 
but also to purchase at the premise. 

3. Integrate promotion of an online information hub to facilitate consumers’ actions 
towards purchase of safe vegetables.  
HPA Website https://nongsanantoanhanoi.gov.vn is an online information hub, which 
introduces safe vegetable and safe agro-product purchase points, producer information, 
various certificates, and other related topics.  By navigating consumers to this website, they 
can obtain necessary information towards a new purchase habit to consume safety-
guaranteed agro-products. 
 

3. SEQUENCE OF ACTIVITIES 

The sequence of activities, approximate timing, related materials and organizations in charge are 
as indicated in Table 1. 
 
A suggested timing of each activity is indicated as reference.   
 School education program should be after all the students and class allocations are 

determined for a new school year. 
 It is suggested that the schedule be worked backward once HPA’s Agri Fair dates are fixed. 
 
  

https://nongsanantoanhanoi.gov.vn/
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Table 1. Sequence Of Activities 

ACTIVITY CONTENTS TIMING OWNER MATERIALS 

1. SCHOOL PROGRAM 

1)  Selection of        
5 schools 

DARD: Meet with DOET to agree on communication plan  

DOET: Provide required information 
1. Provides list of lower secondary schools in 12 urban districts including 

information: School name, address, principal, contact phone number, 
number of grade 7 class per school, total number of 7th graders per 
school. 

2. Select and provide list of Grade 7 classes of 5 schools to implement the 
project's intensive education program. 

September DARD, 
DOET 

- Plan to implement communication 
activities 2020 

- List of schools with the number of 
Grade 7 classes and students. 

 

2)  Preparation 
of materials 

DARD: Fund for organizing kick-off meeting  
1. Prepare school education Video 
2. Print and distribute materials (A - F)  
3. Leaflets to be divided for each school and jointly packed in one box per 

district (12 districts) 

DOET: Send invitations to the education department of 12 districts and the 
Board of Directors of the selected 5 schools for intensive education 
program and poster festival. 

Early 
October 

DARD, 
DOET 

A. Kick-off meeting program 
(For all participants) 

B. Poster Festival announcement 
(For all participants) 

C. Education leaflet  
(For all Grade 7 students) 

D. HPA Website leaflet 
(For all Grade 7 students) 

E. Education video  
(For all schools) 

F. Commitment paper  
(For all participants as reference, 
but only selected 5 schools to 
conduct with their Grade 7 
students) 

G. Instruction sheet  
(For all participants) 

 
Note: All schools are encouraged to 
conduct the school program and 
commitment  paper on their own. 
 

3)  Kick-off 
meeting 

DOET: Organize the venue and presentations 
Call the following participants to explain about the school program and the 
poster festival. 

i) main contact teacher and principal from participating schools, and  
ii) district representatives 

Mid 
October 

DOET, 
DARD 

4)  In-class 
activity & 
Homework 

Selected 5 schools: Conduct educational activities and homework. 
Note:  The key to this program is to encourage interaction between 
students with parents; therefore, Commitment Paper homework is the 
utmost important activity;  hence cannot be skipped. 

 
DARD:  
1. Fund for remuneration for teachers 
2. Visit schools for photos/video shooting 

Mid to End 
October 

DARD, 
DOET 
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2.  POSTER FESTIVAL & EXHIBITION 

1)  Poster 
Drawing 

DARD: Provide drawing materials and school-level prizes 
 
Selected 5 schools:  
1. Arrange poster drawing activities. (suggested to tie to an art class 

activity) 
2. Pre-select at the school level and send 6 best posters to DARD to 

evaluate at the City level 
3. Prepare the following items to send to DARD by the deadline. 

i) Six (6) best posters 
ii) Students’ information sheet (in Poster Festival announcement) 
iii) Commitment Paper 

4. Hold a school-level award ceremony 

 

Early 
November 

DARD, 
DOET 

H.  Drawing materials & School-level 
prizes 

2)  Evaluation 
committee 

DARD: Organize evaluation committee 
1. Invite key stakeholders from the government, schools, producers, and 

retailers to select award-winning posters. 
2. Prepare the venue and hold evaluation committee 

DOET: Nominate representatives to join evaluation committee. 

DARD: Share collected  Commitment Paper with HPA to review the HPA 
Website  performance  and improvement areas. 
 

Mid 
November 

DARD I. Decision 
J. Invitation 
K. Guidance for scoring 
L. Scoring sheet 
M. Frames & easels to display all 

paintings 

3)  Poster 
exhibition 

HPA:  
1. Arrange with AEON MALL in conjunction with Agri Fair to exhibit 

finalists’ posters. 
2. Prepare backdrop, gate, stage, and other decorations 
3. Arrange with other participants (e.g.  HPA Website demo, safe 

vegetable shop, and Kewpie for tasting) 

DARD:  Support HPA to prepare 30 finalists’ posters with an information 
sheet (students’ names and the concept of each painting) pasted on each 
drawing.  

 

 

HPA’s  
Agri Fair 
Schedule 

HPA, 
DARD 

N. Students’ information & concept 
to be pasted on each poster 

O. Education leaflet 
P. HPA Website leaflet 
Q. Event leaflet (optional) 
R. Event venue decorations 
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4)  Award 
ceremony 

DARD:  
1. Negotiate and prepare award prizes from  

i) safe vegetable producers and shops 
ii) vouchers and gifts from tenants in AEON Mall which target families 

with children 

Note:  It is good to target smaller local safe vegetable shops to feature, 
as the exposure at an event is attractive to them and cooperative 
attitude can be expected. 
 

2. Prepare ceremony program and invitation 
3. Invite government officials, sponsors and other stakeholders 
4. Design and print certificates, and frame them 
5. Arrange the logistics to collect prize items and to prepare prize bags 

before the ceremony 
6. Hold an award ceremony at an exhibition hall. 

Note: Sponsors must be introduced and get on the stage as a presenter 
of awards. 

DOET:  
1. Attend award ceremony 
2. Direct selected 5 schools to send students to the award ceremony. 

HPA:  
1. Support DARD to gather prize items by contacting their safe vegetable 

business network. 
2. Support DARD (leading) to set up stage and equipment 

 

Late PM on 
Sat or Sun  

DARD S. Award ceremony program 
T. Invitation to award ceremony 
U. Prizes from sponsors 
V. Prize bags 
W. Framed certificates 
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3. TALK SHOW 

1)   Create 
Program  

HPA: Create an entertaining and educational contents for students and 
parents 

1. Incorporate HPA Website promotion.   
2. Opportunity for producers, buyers, and consumers to mingle. 
3. Opportunity for consumers to learn from a panel discussion among 

production experts and retail buyers, including Q&A session for 
interactions. 

 
Time is 
proposed by 
HPA 

HPA X. Event program 
Y. Invitation to participants 
Z. Event venue decorations 
 

2)   Invitation HPA: Invite producers and buyers. 

DOET: Support HPA to invite students and parents from participating 
schools  

DARD: Support HPA to invite other stakeholders related to safe vegetables 
and agriculture experts 

HPA 
 

3)  Event 
execution 

HPA: Arrange the venue with equipment and decorations HPA 

4. DISTRIBUTION OF POSTERS 

1)   Digitization of 
gold-prized 
poster 

Digitally clean up and develop a soft copy of the gold-prized poster December DARD ① Digitized poster 
② Desktop calendar 
 

2)   Posters & 
calendars 

DARD: Utillize gold-prized painting for posters and calendars. 

1. Print posters for schools 
2. Design and order production of desktop calendar  

December DARD 

3)   Distribution DARD: 

1. Distribute posters to all secondary schools, 
2. Distribute desktop calendars to DARD offices including surrounding 

production provinces, producers, retailers, and event sponsors. 

DOET &  HPA: Support DARD to distribute posters and  calendars among  
their network. 

Before Tet DARD  
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4. SCHOOL PROGRAM 
The school program will be conducted with  Hanoi DARD’s initiative.   However, it has been 
confirmed that a motivating kick-off meeting with clear directions to all lower secondary schools 
are the vital factor for a success.  Therefore, a strong support from and a good coordination with 
DOET will be required.  

4.1. Selection of schools 

Step 1 Hanoi DARD and DOET discuss and select five (5) secondary schools to conduct 
the school program and Poster Festival. 

Step 2 DOET provides a list of secondary schools with the following information: 
1) Number of Grade 7 classes of each school 

2) Number of Grade 7 students in each school. 
3) Name and contact of principal and a main contact teacher of selected 5 schools. 

Step 3 Hanoi DARD details budget requirement with the number of students involved in 
the activities. 
 

4.2. Preparation of materials 

Hanoi DARD prepares the following materials indicated in Table 2  before the kick-off 
meeting.  

Soft copy files are provided in an Activity Guide File Pack. 
 

Table 2  Materials to distribute at kick-off meeting 
Item Distribute to File   

Kick-off meeting program Meeting participants A 

Poster Festival announcement Meeting participants B 

Education leaflet ALL Grade 7 students C 

HPA Website leaflet* ALL Grade 7 students D 

Education video ALL secondary schools E 

Commitment paper - Meeting participants as reference 
- Grade 7 students in participating 5 schools 

F 

Instruction sheet ALL secondary schools G 
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* Coordination is required with HPA to print the required number of leaflets. 

4.3. Kick-off meeting 

DOET takes initiative to prepare for the kick-off meeting. 
Step 1 Invite 1) all district representatives and 2) main contact teacher and principal from 

participating 5 schools. 
Step 2 Distribute all the above materials to each district and participating schools. 
Step 3 District representatives will be responsible to explain about the school program 

and the poster festival to schools in each district. 
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4.4. In-class activity & Homework 

Teachers at each school conduct an education program, based on the  “Instruction sheet”. 
Step 1 Conduct an in-class program. 

Materials to be used: 

• Instruction sheet 

• Video 

• Education leaflet 

• HPA leaflet 
Step 2 Instruct homework with Commitment Paper. 
Step 3 Collect Commitment Paper 
 
The ultimate goal of this program is to change the purchase behavior among parents;  
therefore, the key is to encourage interaction between students with parents.  For  this 
purpose, Commitment Paper homework is the utmost important activity; hence cannot be 
skipped. 
Commitment Paper includes a question to try HPA Website and provide feedback;  
therefore, Hanoi DARD is to share them with HPA to review the results after collection.  
HPA can utilize these comments to further improve the Website. 

 

 
Education leaflet 
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Showing  educational video 

   
 In-class  education     Commitment Paper homework 
 
 

  HPA Website leaflet 
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5. POSTER FESTIVAL & EXHIBITION 

The objective of this event is threefold:  
1) to educate the future generation by encouraging students to think about the meaning of safe 

vegetables with their friends in a memorable group activity; and  
2) to utilize students’ drawing as a “safe vegetable” promotion material to draw attention of 

their parents’ generation, who is the actual  vegetable purchaser. 
3) to expose the safe vegetable promotion to a wider audience through the exhibition and media 

coverage of a unique social event.  

 

5.1. Poster drawing 

Selected five (5) schools will conduct a poster drawing activities.   
Step 1 To facilitate implementations, it is suggested that art teachers incorporate this 

drawing activity in one of their classes.  From the past experiences, art teachers 
suggested that this activity is easy to incorporate into an art class, as students like 
drawing with a theme, a group activity is a good learning opportunity of social 
skills, and many students are too busy after school to participate in extracurricular 
activities. 

Step 2 Each school will select six (6) best posters and submit to Hanoi DARD with the 
concept and students’ information. 

Step 3 Aside from the city-level poster festival, each school can hold its own award 
ceremony.   

 
Remuneration for teachers to manage these extra activities and drawing materials will be 
supported by Hanoi DARD. 
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5.2. Evaluation committee 

Hanoi DARD takes charge of the evaluation committee. 
The committee will be established with different stakeholders, including producers and 
retailers, to ensure that the poster will appeal to the general public.  An example of the 
committee members and the secretary group from 2020 is exhibited below. 

Evaluation Committee members: 

① Deputy Director of Ha Noi DARD – Head of Evaluation Board 
② Deputy Head of Personel Division of Ha Noi DARD – Deputy head of Evaluation board 
③ Senior expert of DCP – CPMU coordinator – Evaluation member 
④ Head of Political and Ideological Division of Ha Noi DOET – Evaluation member 
⑤ Teacher. Artist ex. Deputy head of Primary Division – Ha Noi DOET – Evaluation member 
⑥ Director of Japan -Vietnam Company – Evaluation member 
⑦ Deputy Director of Sai Gon Co.op – Northern Co.op Food – Evaluation member 

 
Secretary group: 
① Head of Communication and Trade Promotion Division – Agricultural Extension Center, 

Ha Noi DARD – Head of secretary group 
② Head of Inspection division, Sub-Department of Plant Protection, Ha Noi DARD – 

secretary member 

Hanoi DARD provides the venue and prepare all necessary items such as the issuance of 
decision, invitation, the guidance for scoring, a scoring sheet, and frames and easels to 
display all paintings.   (Annex I through M) 
An emcee from Hanoi DARD (Mr. Dan, Deputy Director of Extension center in 2020) 
announces decision of evaluation board establishment and scoring guidance as an emcee. 
Comments of HPA:  The evaluation members listed here are the List that was conducted in 
previous years. So when operating according to this guidebook, should specific name, title 
be indicated? Since in subsequent years, there may be an adjustment in membership. 
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5.3. Poster exhibition 

HPA takes charge by arranging a floor and a stage for the poster exhibition program, likely 
along with OCOP trade fair at AEON Mall or other events according to proposal of HPA 
and stakeholders. 

5.3.1. Floor plan 

In order to have visitors experience the entire consumer journey associated with safe 
vegetables, the following customer inclusion activities are suggested to be organized on the 
exhibition floor. 
1) Exhibition of 30 finalists’ posters to raise awareness and interest 

• It is extremely important for viewers to understand the educational meaning 
through the posters; therefore, an information sheet with the names of a school 
and students and the concept of each painting must be prepared and pasted on 
each drawing. 

• For the purpose of consumer education, school leaflet should be distributed 
actively to passer-by visitors.  The leaflet is suitable for an event, as it is designed 
in an eye-catching, self-explanatory, and entertaining manner. 

2) HPA Website demonstration to experience how to search shop and producer 
information 

• HPA website leaflet should be distributed actively for two reasons: i) to facilitate 
explanation at demonstrations, and ii) to cater to visitors who have no time to sit 
down for demonstration. 

• It is advisable that the leaflet design be kept unchanged for a consistent image to 
enhance the brand recognition. 

3) Safe vegetable sales booth by producers and/or safe vegetable shops to communicate 
with producers and experience purchase   

• HPA can invite 3-5 proactive and positive producers and local shops to be featured 
on the exhibition floor with a sales table.  From the pilot learning, the following 
selection criteria are suggested. 

 The company has a positive attitude and is willing to interact with 
consumers, as their attitude with consumers will affect the positive 
atmosphere of the event. 

 The company is local and relatively small, as it is an attractive advertisement 
opportunity for them to gain exposure to consumers.  It is easier to reach a 
win-win agreement with such partners. 
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• A cash register must be arranged with AEON Mall. 

4) Safe vegetable tasting with Kewpie’s tasting booth to experience safe vegetable 
consumption with peace of mind 

• HPA can contact Ms Pham Thi Anh Tho of Kewpie Vietnam 
(anhtho@kewpie.com.vn) to arrange the operation. 

 
Once all participants are fixed, it is critical for HPA to i) designate one contact person to 
coordinate all parties, and ii) hold a meeting with representatives from each participating 
company to instruct requirements and preparation plans. 
 
An example of the floor plan from 2019 is exhibited below.  

 
 

5.3.2. Event promotion 

In order to invite as many visitors as possible, event promotion shall start prior to the trade 
fair so that visitors can plan their visit accordingly.  As the poster exhibition is a part of 
OCOP trade fair, attraction of visitors to the exhibition will contribute to the overall traffic 
to the trade fair. 

1) Event leaflet 

HPA prints an event leaflet to introduce the exhibition event.   

shop 

mailto:anhtho@kewpie.com.vn
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• The event leaflet distribution should start from a weekend before the start of 
OCOP trade fair. 

• HPA can contact Mr. Tùng Nguyễn (tungfmt@gmail.com) for the modification of 
the leaflet design. 

2) External publicity by stakeholders before and during the event. 

HPA coordinates with AEON Mall and other participants for publicity of the event. 

• AEON Mall and participating safe vegetable shops 

 To distribute the event leaflet at AEON Mall information counter  
 To post the event leaflet soft copy on their Facebook Page 
 To post the event leaflet soft copy on their Website 

• Kewpie Vietnam 

 To distribute at their tasting counter inside AEON Vietnam by their PG who is 
attending the tasting. 

DARD coordinates with schools for publicity of the event. 

• If possible, not only participating 5 schools, but also all the other schools to post the 
event information on their Facebook page/ 

3) Media publicity 

Hanoi DARD prepares for media coverage by contacting the media network with a PR 
release about the event.  Past media coverage is shared in the file List of articles and 
news about project.docx as a reference of contacts of media which showed interest in 
this program. 

 

mailto:tungfmt@gmail.com
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Event leaflet 
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Poster Exhibition 2020 

 

 

Gate to poster exhibition floor Vegetable sales table 

 

 

Poster exhibition 

 
Kewpie  tasting  booth Backdrop Display 
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5.4. Award Ceremony 

HPA sets up the “hard” elements at the venue  such as a stage, equipment, chairs, 
paintings, and so forth, in coordination with AEON Mall. 
DARD coordinates all other elements associated with students such as the program, 
certificates, prize gifts, and invitation (student, parents, teachers, and VIPs), in 
coordination with DOET. 
 

5.4.1. Prizes & Sponsors 

Prior to the event, both HPA and DARD need to approach potential sponsors for the prize 
gifts. Past examples are listed below for reference to approach again in the future. 

• AEON VIETNAM: Shopping voucher 
Once the prizes (gold, silver, etc.) and the amount of vouchers required for each 
prize as the following table, AEON VIETNAM asks the top management’s 
approval and prepares accordingly with envelopes. 

 
 

 

• Kewpie Vietnam: Gift sets including salad dressing and Kewpie dolls 
Once the prizes (gold, silver, etc.) and the number of gifts required for each prize 
as the following table, Kewpie Vietnam decides the contents and pre-assembles 
in boxes and packages. 

2020 Grade 7 # of groups # of students per group # of prize gift 
Gold 1 3 3 
Silver 2 3 6 
Bronze 3 3 9 
Encouragement 4 3 12 
Finalists 10 3 30 

  Grand Total 60 sets 

• Safe vegetable producers:  Safe vegetables and fruit 
• Hanoi DARD: Milk and rice 
• BEE KIDS (in AEON MALL): Store voucher for Gold Prize  
• JOLLIBEE (in AEON MALL): Stuffed animal for Gold, Silver, and Bronze prizes 

2020 Grade 7 Shopping 
Voucher (VND) 

Number of 
Groups 

Total Number 
of Students Total 

Gold 500,000 1 3 1,500,000 
Silver 300,000 2 6 1,800,000 
Bronze 200,000 3 9 1,800,000 
Encouragement 100,000 4 12 1,200,000 
Finalists 50,000 10 30 1,500,000 

      Grand Total 7,800,000 



 
 

 
21 

• Other suggested items: Dinner vouchers from F&B outlets in AEON MALLL, 
cinema tickets, shopping voucher from stationery/bookstore, etc. to lure families 
with children for spending of higher value than the vouchers. 

 
Sponsors provide gifts to gain recognition among their target consumers; therefore, it is 
extremely important that sponsors are properly introduced by the emcee and invited onto 
the stage as an award presenter.   
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5.4.2. Ceremony event 

1) Timing 

Based on the pilot results, between 4pm and 6pm on weekend naturally has a large 
traffic; therefore, it is easy to attract the audience.  This time slot is also preferrable for 
the families to go shopping and dinner afterwards. 

- Time expected for a Award ceremony is 60 – 90 minutes 
- The timing of the Awards Ceremony can be adjusted to suit the Annual Fair Program Content. 

 

 

2) Program 

The organization of the Award Ceremony is to create fun and encourage the spirit of 
learning as well as educate the students about safe vegetable consumption. Therefore, 
the event will focus on the following contents: 
- Opening 
- Welcome music show 
- Statements about the content of the poster festival: Purpose, meaning, number of 
participating schools, number of students participating, number of posters, number of 
winning posters, ... 
- Statements of teachers, students and parents (if any). 
- Announcement and awarding 
The event will feature ceremonial speeches, and additional students’ performances are  
recommended to make it entertaining for the students and the mall shopper audience. 
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• DARD coordinates VIPs, an emcee, and the script for the emcee. 
• DOET coordinates with schools for students’ performances. 

 
A program example from 2019 is exhibited below.  The ceremony was held at a school 
this year; therefore, the time and the contents may have to be adjusted to suit the 
shopping mall environment. 

  



 
 

 
24 

 

  

TT Thời 
gian Nội dung Phụ trách 

1 14h30-
14h55 - Đón tiếp đại biểu Ban Lễ Tân 

2 15h00-
15h10 

- Giới thiệu đại biểu  Ban Tổ chức 

3 15h10-
15h20 - Khai mạc 

Bà Nguyễn Thị Thoa 
- Đại diện  

Sở Nông nghiệp 

4 15h25-
15h35 - Văn nghệ chào mừng Đội văn nghệ trường  

5 15h40-
15h50 

- Giới thiệu về dự án “Tăng cường độ tin cậy 
trong lĩnh vực sản xuất cây trồng an toàn tại 
khu vực miền Bắc”   

Ông Cao Việt Hưng –  
Đại diện Cục Trồng Trọt 
Điều phối viên CPMU 

6 
15h55-
16h05 

- Giới thiệu về hoạt động giáo dục tại trường 
học và lễ hội vẽ tranh về Rau an toán năm 
2019 

Ông Mitsuru Nanakubo - 
Trưởng nhóm tư vấn  

Dự án JICA 

7 16h05-
16h10 

- Phát biểu đại diện của giáo viên trường Lê 
Quý Đôn 

Đại diện giáo viên 
Trường Lê Quý Đôn 

9 16h15-
16h30 

- Công bố giải thưởng và trao giải Ban Tổ chức 

10 16h30-
16h35 - Bế mạc  Đại diện Ban giám hiệu  
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6. TALK SHOW ON SAFE AGRO-PRODUCTS 

HPA plans and hosts a Talk Show event on safe agro-products for the following purposes: 
• For students, parents, teachers, producers, buyers, and production experts to mingle. 
• For consumers to learn from experts and producers about safe vegetables. 
• For enterprises to promote and sell their products and brand to participating consumers. 
 

6.1. Timing 

The timing of the event will be recommended by the HPA to align with other programs of 
stakeholders, which can be held at the end of the year when demand for safe agricultural 
products increases. 
 

6.2. Planning & Execution 

The event will be organized among 3 parties together. 
• HPA manages the budget, and arranges the venue, displays, and equipment. 
• HPA invites 20-30 enterprises to display and sponsor the event. 
• DARD invites 5-7 agriculture experts and producers to provide technical support as a 

panel to manage Q&A. 
• DOET invites students and parents, around 250-300 people. 

 

6.3. Program 

A suggested program HPA is as following, and the total duration is expected to be 3 hours. 
1) Opening remarks: HPA  
2) Speech of DOET 
3) Establishing a chairperson board comprising representatives from the Department of 

Agriculture, the Department of Education, HPA, and JICA Project to answer questions. 
4) Ask parents and students to access Website + Q&A (Consider providing gifts to 

viewers with excellent answers). 
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7. SCALING IMPACT 

In order to scale the impact to raise awareness of and to promote consumption of safe vegetables, 
this program has been created to maximize impact while simplify the execution.  The following 
three additional areas of simple coordination will contribute to scale the impact.  

7.1. Posters to schools 

DARD can contact Ms. Thi Huong Tran at 0968517889 / tranhuongltvp@gmail.com for 
digital clean-up and poster layout designing.  3 million VND for one A1 size  poster. 

 

 
Digitally cleaned up gold-prized poster in 2020 

 
• The surrounding white space must be kept as shown, because the frame will cover 

these areas, and it will be interfering the picture without this space. 
• An introduction of the poster with the name of the school, the class, and the students’ 

names must be properly placed.  

 
As students’ interest is heightened, gold-prized poster can be printed and distributed to all 
lower  secondary schools.  All the schools in Hanoi  received a poster in a frame in 
previous years; therefore, they can replace an old one with a new painting every year. 
 

mailto:tranhuongltvp@gmail.com
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7.2. Calendar to producers and shops 

One of the purposes of the poster festival is to create a communication material to remind 
all value chain actors of importance of safe vegetable.  A picture drawn by children 
catches more  attention than professional works. 

 
As the base design is attached in the next page, DARD can easily design and print a desk-
top calendar: All it requires is to replace the least relevant visual with a newly awarded 
gold-prized poster visual.  DARD can contact  Mr. Nguyen Minh Duc, Tel: 0969433306 
/ nmd27121993@gmail.com, who designed the 2021 calendar for future calendar 
development. 

 
A desk-top calendar for producers and buyers is effective for the following reasons: 
• At producers’ offices and safe vegetable shops, a large poster may not be suitable in 

many cases. 
• The calendar can be produced in December, after the award ceremony; therefore, it is 

a perfect timing of the year to distribute before Tet Holiday. 
• When the same poster is kept on the wall throughout the year, it gets boring and 

becomes a part of the wall without attracting any further attention; however, a 
calendar user will be reminded of safe vegetables by turning the page every 2 months  
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Desk-top calendar 2021 

2021 Calendar with past gold-prized posters 
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7.3. Beyond Hanoi 

Although consumers in Hanoi was the initial target to set the trend of the safe vegetable 
consumption behavior, this program is easily replicable with self-explanatory materials. 
 
1) Replicate school program and poster festival in the surrounding provinces 

A primary school in Hai Duong voluntarily replicated the program and poster drawing 
activity in  2017.  Likewise, two lower secondary schools in Hanoi voluntarily conducted 
the program in  2019. 
 
It is advised that the school program and poster festival be introduced in the 
surrounding regions through each regional DARD; however, in doing so, the 
following points must be carefully communicated: Without proper education and 
homework, the program turns out to be a mere entertainment without serving the 
purposes. 

 
• Share the materials distributed at the kick-off meeting (e.g. school program 

instruction, leaflet and leaflet instructions, commitment paper, and poster festival 
announcement) 

• For the purpose of educating students with proper knowledge, stress the importance 
of going through the educational leaflet and the video in class before poster 
drawing activities. 

• For the purpose of influencing parents to become conscious about safe vegetable 
purchase, stress the importance of commitment paper homework. 

 
2) Distribute the educational leaflet nationwide through Women’s Union 

Women’s Union signed an MOU to earn a right to reprint and distribute the educational 
leaflet nationwide: i) to insert in a magazine called “me & be” targeting new mothers, and 
ii) to use the leaflet for events and seminars which topic is food safety. 
 
It is advised that DARD remind Women’s Union to utilize the stock of leaflets prepared 
for their activities. 

 

 
Women’s Union meeting, June 2018 
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CHAPTER 1 SURVEY OUTLINE 

1.1 Objective 

- To collect field data of target groups in pilot and semi-pilot provinces based on the 
contents of baseline survey. 

- To analyze the achievement of project objectives and outcomes 

1.2 Target Area 

The survey was conducted 20 target groups in pilot and semi-pilot provinces (Hung Yen, Ha 
Nam, Hai Duong, Thai Binh, Vinh Phuc and Phu Tho Provinces. 

1.3 Methodology 

Endline survey was conducted by two types of interviews: (1) group interview and (2) 
individual interview. Both interviews were conducted with questionnaire formats (see 
Attachment 1 and 2), and sufficient number of surveyors were recruited directly by JICA project 
team. 

1) Group interview  

- Nominate the interviewees (2-5 farmers/group) including group leader, production 
manager and core farmers who participate into the project activities and represent the 
member farmers. 

- Interview with the nominated interviewees according to the questionnaire form. 

2) Individual interview 

- Nominate the farmers who received the individual interview in the baseline survey. If 
the number of samples does not meet the set numbers of each group, select additional 
farmers randomly from the farmers’ name list. 

- Interview with farmers individually to avoid influences from other farmers’ opinions. 

The number of groups and individuals were selected for endline survey by JICA Team 

- Group interview : 20 samples; Hai Duong (6), Ha Nam (4), Hung Yen (3), Phu Tho 
(2), Thai Binh (2) and Vinh Phuc (3) 

- Individual interview : 280 samples were selected randomly. 

1.4 Sample Size of Endline Survey 

Table 1-1 Sample Size of Endline Survey 

Name of group Group Individual 
Hai Duong Province   
Duc Chinh Agricultural Service Cooperative 1 20 
Tan Minh Duc Cooperative 1 20 
Thanh Ha Safe Vegetables Company Ltd. 1 8 
CP Green Farm Safe Vegetable, Fruit Production Facility Unit 1 2 
Lua Safe Vegetable Production Farmer Group 1 20 
Gia Gia Food Joint Stock Company 1 - 
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Name of group Group Individual 
Ha Nam Province   
Ha Vy Agricultural Service Cooperative 1 20 
Lien Hiep Safe Agricultural Production Cooperative 1 - 
Cat Lai Agricultural Production Cooperative 1 20 
Thanh Tan Commune Safe Vegetable Production Cooperative Group 1 11 
Hung Yen Province   
Japan and Vietnam Vegetable, Fruit Joint Stock Company 1 - 
Yen Phu Agricultural Services Cooperative 1 20 
Binh Minh Safe Vegetable Cooperative 1 13 
Phu Tho Province   
Huong Non Agricultural Service Cooperative 1 20 
Truong Thinh Agricultural Service Cooperative 1 21 
Thai Binh Province   
Quynh Hai Agricultural Production and Service Cooperative 1 21 
Thanh Tan Agricultural Production and Service Cooperative 1 20 
Vinh Phuc Province   
Dai Loi Safe Vegetable Cooperative 1 14 
Vinh Phuc Safe Vegetable Cooperative 1 20 
Visa Safe Vegetable Cooperative 1 10 
Total 20 280 

 

1.5 Group Interview Procedures 

The interviewed groups were noticed to bring relevant documents, such as: 

- Record books, and 
- Cultivation calendar (if any) 

The surveyors were advised to fill in the form according to the instruction provided by JICA 
Project team and also to take photographs of interviewees and relevant documents as evidences. 

1.6 Conduct individual interview with individual farmers 

The farmers were noticed to bring relevant documents, such as: 

- Record books, and 
- Cultivation calendar (if any) 

The surveyors were advised to fill in the form according to the instruction provided by JICA 
Project team and also to take photographs of interviewees and relevant documents as evidences. 

1.7 Data Aggregation and Input in Excel Sheet 

The surveyors were advised to review the questionnaire sheet again to check the form filled 
properly. They were also advised to input questionnaire information into the excel sheet 
provided by JICA Project team. 

1.8 Survey Schedule 

15-26 February: Designing of interview sheet 
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1-5 March: Translation of interview sheet, preparation of TOR 

8-12 March: Selection of surveyors 

15-19 March: Field arrangement and guidance for the surveyors 

22-31 March: Execution of field interview 

- 23 March: Interview 4 groups in Ha Nam province 
- 24 March: Interview 2 groups in Vinh Phuc province (Vinh Phuc and Visa cooperatives) 
- 26 March: Interview 2 groups in Phu Tho provinces 
- 27 March: Interview 3 groups in Hung Yen province 
- 28 March: Interview 1 group in Vinh Phuc province (Dai Loi cooperative) 
- 29 March: Interview 2 groups in Thai Binh province 
- 30 March: Interview 3 groups in Hai Duong province (Lua Farmer Group, Tan Minh 

Duc cooperative and Gia Gia Company) 
- 31 March: Interview 3 groups in Hai Duong province (Thanh Ha Company, CP Green 

Farm Facility Unit and Duc Chinh Cooperative) 

1-9 April: Data input in excel sheet 

12-30 April: Reporting 
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CHAPTER 2 SURVEY RESULTS 

2.1 Group Interview 

2.1.1 General Information  

2.1.1.1 Certification for safe vegetable cultivation 

Regarding the certification for safe vegetable cultivation, 15 groups have Viet GAP certification, 
4 groups have Safe Production Condition certification and 1 group applied Basic GAP. 

Table 2-1 Group’s Profiles 

Name of group Province Organizational 
form Registered No. Tax code 

Duc Chinh Agricultural Service 
Cooperative Hai Duong Agricultural 

cooperative 040 907 00023 Not yet 
Registered 

Tan Minh Duc Cooperative Hai Duong Agricultural 
cooperative 040 7000 G003 GL 080 114 

4740 
Thanh Ha Safe Vegetables Company 
Ltd. Hai Duong Agricultural 

company 080 103 1666 080 103 
1666 

CP Green Farm Safe Vegetable, Fruit 
Production Facility Unit Hai Duong Agricultural 

company 080 133 4565 080 133 
4565 

Lua Safe Vegetable Production 
Farmer Group Hai Duong Farmers' group Not yet Registered Not yet 

Registered 

Gia Gia Food Joint Stock Company Hai Duong Agricultural 
company 080 114 3627 080 114 

3627 
Ha Vy Agricultural Service 
Cooperative Ha Nam Agricultural 

cooperative LN1128 070 084 
2026 

Lien Hiep Safe Agricultural 
Production Cooperative Ha Nam Agricultural 

cooperative 060 307 000 029 070 082 
8504 

Cat Lai Agricultural Production 
Cooperative Ha Nam Agricultural 

cooperative 06E946 070 082 
1059 

Thanh Tan Commune Safe Vegetable 
Production Cooperative Group Ha Nam Agricultural 

cooperative 070 083 3744 070 083 
3744 

Japan and Vietnam Vegetable, Fruit 
Joint Stock Company Hung Yen Agricultural 

company 090 099 1233 090 099 
1233 

Yen Phu Agricultural Services 
Cooperative Hung Yen Agricultural 

cooperative 17 030 117 
5691 

Binh Minh Safe Vegetable 
Cooperative Hung Yen Agricultural 

cooperative 090 106 3245 090 106 
3245 

Huong Non Agricultural Service 
Cooperative Phu Tho Agricultural 

cooperative 181 007 000 023 260 031 
5164 

Truong Thinh Agricultural Service 
Cooperative Phu Tho Agricultural 

cooperative 108 207 000 022 Not yet 
Registered 

Quynh Hai Agricultural Production 
and Service Cooperative Thai Binh Agricultural 

cooperative 0802 B02 482 100 031 
2762 

Thanh Tan Agricultural Production 
and Service Cooperative Thai Binh Agricultural 

cooperative 080 707 000 005 100 047 
2131 

Dai Loi Safe Vegetable Cooperative Vinh Phuc Agricultural 
cooperative 1907 H00 032 250 044 

4399 
Vinh Phuc Safe Vegetable 
Cooperative Vinh Phuc Agricultural 

cooperative 190 7A8 000 090 250 051 
5917 

Visa Safe Vegetable Cooperative Vinh Phuc Agricultural 
cooperative 190 607 000 082 250 058 

3265 
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2.1.1.2 Organizational form (Q G1.2) 

Among 20 interviewed groups, there are 15 Agricultural Cooperatives, 4 Agricultural 
companies and 1 Farmer Group. 

2.1.1.3 Official Registration and Tax number (Q G1.3) 

19 cooperatives and companies had registered, only Lua Farmer Group has not registered yet. 
17 groups had tax number, except Lua Farmer Group, Duc Chinh and Truong Thinh 
Cooperatives. 

Table 2-2 Registration status 

Registration status Official Registration Tax number 
Group % Group % 

Registered 19 95 17 85 
Under process of registration 0 0 0 0 
Not yet Registered 1 5 3 15 

 

2.1.1.4 Registered member (Q G1.5) 

The number of registered members of the 20 groups is 2,533 people, female account for 41.1%. 
There are 4 groups with registered members over 100 people, 2 groups with registered members 
less than 10 people. Ha Vy cooperative has the largest number of registered members with 
1,148 people, Lien Hiep and Binh Minh cooperatives have the least number of members, 7 and 
9 respectively. 

Table 2-3 Registered member  

Name of group Province Male Female Total 
Duc Chinh Cooperative Hai Duong 153 125 278 
Tan Minh Duc Cooperative Hai Duong 147 27 174 
Thanh Ha Company Hai Duong 5 5 10 
CP Green Farm Facility Unit Hai Duong 4 6 10 
Lua Farmer Group Hai Duong 31 37 68 
Gia Gia Company Hai Duong 8 4 12 
Ha Vy Cooperative Ha Nam 689 459 1,148 
Lien Hiep Cooperative Ha Nam 4 3 7 
Cat Lai Cooperative Ha Nam 16 27 43 
Thanh Tan Cooperative Group Ha Nam 2 9 11 
Japan and Vietnam Company Hung Yen 4 14 18 
Yen Phu Cooperative Hung Yen 120 112 232 
Binh Minh Cooperative Hung Yen 6 3 9 
Huong Non Cooperative Phu Tho 54 32 86 
Truong Thinh Cooperative Phu Tho 36 21 57 
Quynh Hai Cooperative Thai Binh 94 21 115 
Thanh Tan Cooperative Thai Binh 41 20 61 
Dai Loi Cooperative Vinh Phuc 10 4 14 
Vinh Phuc Cooperative Vinh Phuc 28 32 60 
Visa Cooperative Vinh Phuc 40 80 120 
Total  1,492 1,041 2,533 
  59% 41% 100% 
Note: Registered member includes vegetable growers as well as rice and other crop growers. 
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2.1.1.5 Main activities (Q G1.6) 

All groups engaged in joint sales activities, 15 groups engaged in joint purchase of agricultural 
materials, and the groups engaged in Plant Protection activities were 9 groups. 6 groups engaged 
in all 7 main activities (Duc Chinh Cooperative, Ha Vy Cooperative, Huong Non Cooperative, 
Quynh Hai Cooperative, Thanh Tan Cooperative, and Visa Cooperative). 4 groups only 
engaged in 1 main activity (joint sales), namely Lua Farmer Group, Gia Gia Company, Japan 
and Vietnam Company and Dai Loi Cooperative). The remaining groups mainly engaged in 2 
main activities: Joint sales and Joint purchase. 

 

Figure 2-1 Main Activities of Interviewed Groups 

2.1.1.6 Meeting times (Q G1.7) 

Groups organize an average of meeting (board members and all members) once a month. CP 
Green Farm Facility Unit holds the most meetings with 48 times/year, while Dai Loi 
Cooperative and Vinh Phuc Cooperative only hold meeting of board members twice a year and 
Tan Minh Duc Cooperative does not hold meeting of all members. 

Table 2-4 Meeting times per year 

Meeting times per year Average Maximum Minimum 
Meeting of board member 12 48 2 
Meeting of all members 12 48 0 

 

2.1.1.7 Pay remuneration for board member (Q G1.8) 

17 groups pay remuneration for the board member. 3 groups (Thanh Tan Cooperative Group, 
Binh Minh Cooperative, and Dai Loi Cooperative) do not pay remuneration for the board 
member. 

2.1.1.8 Own logo mark (Q G1.9) 

20 groups have their own logo mark. 
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2.1.1.9 Own Vision/ Goal (Q G1.10) 
18 groups have Own Vision/ Goal, except Quynh Hai Cooperative and and Dai Loi Cooperative. 
The vision/ goal of groups as below: 

Table 2-5 Vision and Goal of Interviewed Groups 
Name of group Vision/ Goal 

Duc Chinh Cooperative “Towards export 
Tan Minh Duc Cooperative “Your health is our pleasure” 
Thanh Ha Company “Develop online sales through website” 
CP Green Farm Facility Unit “Place of full faith” 
Lua Farmer Group “To build key safe vegetable production areas” 
Gia Gia Company “Fresh food” 
Ha Vy Cooperative “Production is safe” 
Lien Hiep Cooperative “Safe vegetables for a bright future” 
Cat Lai Cooperative “For public health” 
Thanh Tan Cooperative Group “Clean food for every home” 
Japan and Vietnam Company “Green technology, clean products” 
Yen Phu Cooperative “Safe vegetable production using technology to increase crop yield” 
Binh Minh Cooperative “For public health” 
Huong Non Cooperative “Branding of Huong Non safe vegetables” 
Truong Thinh Cooperative “Safe and sustainable vegetable production” 
Quynh Hai Cooperative “Development of VietGAP safe vegetables” 
Thanh Tan Cooperative “One of the leading providers of safe fruits and vegetables in the province” 
Dai Loi Cooperative “Safe vegetable products for everyone and export” 

 
2.1.1.10 Main capital sources (Q G1.12) 
The main capital source of the groups mainly comes from the contribution of the members (14 
groups). Only 7 groups have capital from commission by Joint sales/Joint purchase and 3 
groups have received subsidy from the government: Ha Vy Cooperative, Quynh Hai Service 
Cooperative and Thanh Tan Cooperative. 

Table 2-6 Main capital sources of Interviewed Groups 
Name of group Membership 

fee 
Subsidy from 
Government 

Commission by 
Joint sale/ purchase Others 

Duc Chinh Cooperative   1  
Tan Minh Duc Cooperative 1    
Thanh Ha Company    1  
CP Green Farm Facility Unit    1 
Lua Farmer Group 1    
Gia Gia Company 1    
Ha Vy Cooperative  1 1  
Lien Hiep Cooperative 1    
Cat Lai Cooperative 1    
Thanh Tan Cooperative Group 1    
Japan and Vietnam Company 1    
Yen Phu Cooperative   1  
Binh Minh Cooperative 1    
Huong Non Cooperative 1    
Truong Thinh Cooperative 1    
Quynh Hai Service Cooperative 1 1 1 1 
Thanh Tan Cooperative  1 1  
Dai Loi Cooperative 1    
Vinh Phuc Cooperative 1  1  
Visa Cooperative 1    
Total 14 (70%) 3 (15%) 7 (35%) 2 (10%) 
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2.1.1.11 Issue Red Invoice (Q G1.13) 

10 groups can issue the red invoice. All groups that can not issue a red invoice are cooperatives. 

Table 2-7 Issue Red Invoice off Interviewed Groups 

Name of group Issue Red Invoice 
Duc Chinh Cooperative Not Available 
Tan Minh Duc Cooperative Available 
Thanh Ha Company Available 
CP Green Farm Facility Unit Available 
Lua Farmer Group Not Available 
Gia Gia Company Available 
Ha Vy Cooperative Not Available 
Lien Hiep Cooperative Available 
Cat Lai Cooperative Not Available 
Thanh Tan Cooperative Group Not Available 
Japan and Vietnam Company Available 
Yen Phu Cooperative Not Available 
Binh Minh Cooperative Available 
Huong Non Cooperative Not Available 
Truong Thinh Cooperative Not Available 
Quynh Hai Cooperative Not Available 
Thanh Tan Cooperative Not Available 
Dai Loi Cooperative Available 
Vinh Phuc Cooperative Available 
Visa Cooperative Available 

Total Available 10 
Not Available 10 

 

2.1.1.12 Manage record book of members (Q G1.14) 

All groups manage record book of members 

2.1.1.13 Maintain a cultivation calendar (Q G1.15) 

All groups maintain a cultivation calendar (Cultivation calendar is a plan which includes 
information of fertilizer and agrochemical (ex. moment, amount, type to use)) 

2.1.1.14 Organize to check members apply agrochemical (Q G1.16) 

All groups check members apply agrochemical by keeping regulation as below: 

Table 2-8 How to check members apply agrochemical 

Name of group How to check 

Duc Chinh Cooperative Check of usage randomly and periodically according to the regulations of 
the cooperative 

Tan Minh Duc Cooperative Check of inputs 
Thanh Ha Company  Supply inputs 
CP Green Farm Facility Unit Manage usage 
Lua Farmer Group Internal monitoring, cross check of usage 
Gia Gia Company Check of usage 
Ha Vy Cooperative Randomly and periodically cross check of usage 
Lien Hiep Cooperative Supply inputs, cross check of the usage 
Cat Lai Cooperative Check the usage every 3 months 
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Name of group How to check 
Thanh Tan Cooperative Group Random check of the usage 
Japan and Vietnam Company Check the usage randomly and periodically 
Yen Phu Cooperative Check the usage randomly and periodically 

Binh Minh Cooperative Check the usage randomly and periodically according to the regulations of 
the cooperative 

Huong Non Cooperative Random check of the usage, quick test 

Truong Thinh Cooperative Check unexpectedly and periodically according to the regulations of the 
cooperative 

Quynh Hai Service Cooperative Manage the input supply 
Thanh Tan Cooperative Check regularly, quick test 
Dai Loi Cooperative Using chemical biosafety, random check 
Vinh Phuc Cooperative Supply pesticides, 100% from cooperatives 

Visa Cooperative Use quick test, cross check, combined with the Plant Protection 
Department and organizations 

 

Table 2-9 Checking System of Interviewed Groups 

Name of group 
Check before 

applying 
(Supply inputs) 

Check during 
cultivation 

(Random Check) 

Check during 
cultivation 

(Periodical check) 

Pre-harvest 
check 

(quick test) 
Duc Chinh Cooperative  1 1 1 
Tan Minh Duc Cooperative 1   1 
Thanh Ha Company  1   1 
CP Green Farm Facility Unit 1 1 1 1 
Lua Farmer Group  1 1 1 
Gia Gia Company  1  1 
Ha Vy Cooperative  1 1 1 
Lien Hiep Cooperative 1 1  1 
Cat Lai Cooperative   1 1 
Thanh Tan Cooperative Group  1  1 
Japan and Vietnam Company  1 1 1 
Yen Phu Cooperative  1 1 1 
Binh Minh Cooperative  1 1 1 
Huong Non Cooperative  1  1 
Truong Thinh Cooperative  1 1 1 
Quynh Hai Service Cooperative 1   1 
Thanh Tan Cooperative   1 1 
Dai Loi Cooperative 1  1 1 
Vinh Phuc Cooperative 1   1 
Visa Cooperative  1 1 1 
Total 7 (35%) 13 (65%) 12 (60%) 20 (100%) 

Note: Blank data means that the group has not applied the specific checking system. 

 

2.1.1.15 Analyze agrochemical residue (Q G1.17, G1.19, G1.21) 

All groups analyze agrochemical residue, soil and water. Name of analyzed vegetables and the 
number of groups analyzed agrochemical residue are shown below: 
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Table 2-10 Vegetables for sampling test of agrochemical residue 

Name of group Product sampling test 
Duc Chinh Cooperative Carrot, Sweet corn, Cantaloupe, Water melon 
Tan Minh Duc Cooperative Sponge gourd, Gourd, Cucumber, Round Vietnamese eggplant 
Thanh Ha Company  Bok Choy, Choysum, Tomato, Cabbage 
CP Green Farm Facility Unit Cabbage, Malabar nightshade 
Lua Farmer Group Cabbage, Kohlrabi, Celery, Leek, Gourd, Squash 
Gia Gia Company Choysum, Cabbage, Green mustard, Chinese taro 
Ha Vy Cooperative Kohlrabi, Cabbage, Broccoli, Green onion 
Lien Hiep Cooperative Kohlrabi, Broccoli, Cabbage 
Cat Lai Cooperative Mustards 
Thanh Tan Cooperative Group Kohlrabi, Cabbage 
Japan and Vietnam Company Green mustard, Choysum, Flowering choysum 
Yen Phu Cooperative Spinach, Malabar nightshade, Tomato 

Binh Minh Cooperative Mustard, Malabar nightshade, Cabbage, Kohlrabi, Morning glory, 
Vegetables shrinkage 

Huong Non Cooperative Cucumber, Snake gourd, Tomato, Mustard, Kohlrabi 
Truong Thinh Cooperative Kohlrabi, Cabbage, Tomato 
Quynh Hai Service Cooperative Kohlrabi, Mustard, Green onion 
Thanh Tan Cooperative Pumpkin, Squash, Cucumber, French bean 
Dai Loi Cooperative Kohlrabi, Morning glory 
Vinh Phuc Cooperative Chayote fruit, Morning glory, Mustard, Tomato, Sponge gourd 
Visa Cooperative Vegetables shrinkage, Watercress, Tomato, Morning glory, Pumpkin bud 

 

2.1.1.16 Analyze details (Q G1.18, G1.20, G1.22) 

Ha Vy, Binh Minh and Dai Loi Cooperatives have the highest number of analyze agrochemical 
residue times (12 times a year), while Lua Farmer Group only takes samples once a year. Soil 
and water sampling is usually analyzed from 1 to 2 times/year, except for Huong Non 
Cooperative, which analyzed last year 7 times. 

The number of samples for agrochemical residue analysis in common is 5 samples/time and 
samples for soil and water analysis are 3 to 5 samples/time, Japan and Vietnam Company takes 
20 samples/time for agrochemical residue analyze. 

The institution of group's sample analysis is the National Agro-Forestry-Fishery Quality 
Assurance Department - Branch 1. 

Table 2-11 Analyze details  
 Analyze agrochemical residue Analyze soil Analyze water 
Frequency (Average per year) 4.7 1.9 1.9 
Sample Number (Average per time) 4.9 3.4 3.4 
Cost (Average per sample) (VND) 2,730,000 2,833,333 2,833,333 
Cost paid by    
Cooperative/ company 12 12 12 
Individual farmers 0 0 0 
Both organization and farmer 1 2 2 
Buyer 0 0 0 

 

2.1.1.17 Implement Internal Audit (Q G1.23) 

All groups implement internal audit. 
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The average person in charge of internal audit per group is 5 people. Japan and Vietnam 
Company and CP Green Farm Facility Unit have the most number of people in charge of 
internal audit, with 18 and 12 respectively. The average frequency of internal audit is 13 
times/year, Ha Vy and Lien Hiep Cooperatives perform weekly, while Tan Minh Duc 
Cooperative only performs 2 times/year. Number of farmer to be audited each time at most 100 
people/time (Ha Vy cooperative)  

Table 2-12 Implement Internal Audit 

Name of group 
Number of person who 

are in charge of 
internal audit 

Frequency per 
year (time) 

Number of farmers 
to be audited per 

time 
Duc Chinh Cooperative 5 12 5 
Tan Minh Duc Cooperative 3 2 30 
Thanh Ha Company  2 4 10 
CP Green Farm Facility Unit 3 12 10 
Lua Farmer Group 3 2 15 
Gia Gia Company 3 12 12 
Ha Vy Cooperative 4 12 8 
Lien Hiep Cooperative 2 12 6 
Cat Lai Cooperative 4 12 43 
Thanh Tan Cooperative Group 1 24 11 
Japan and Vietnam Company 4 12 18 
Yen Phu Cooperative 6 24 38 
Binh Minh Cooperative 4 6 15 
Huong Non Cooperative 4 3 15 
Truong Thinh Cooperative 5 4 12 
Quynh Hai Service Cooperative 2 4 10 
Thanh Tan Cooperative 2 2 30 
Dai Loi Cooperative 3 12 14 
Vinh Phuc Cooperative 3 2 30 
Visa Cooperative 3 12 10 
Average 3 9 17 
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Figure 2-2 Internal Audit of Interviewed Groups 

2.1.1.18 Facilities status (Q G1.25) 

Most of the groups have full facilities as shown below: 

- Washing place: Huong Non Cooperative does not have a washing place. 
- 5 groups included: Ha Vy, Huong Non, Quynh Hai, Thanh Tan Cooperatives and 

Thanh Tan Cooperative Group are lacking of means of transport (ex: truck). 
- Gia Gia Company, Thanh Tan Cooperative Group and Huong Non Cooperative do not 

have organization’s own land. 
- Community house (for offices, meeting): Gia Gia Company, Thanh Tan Cooperative 

Group do not have a house. 
- Lacking warehouse (for storage, such as fertilizer): Thanh Tan Cooperative Group and 

Huong Non Cooperative 
- Huong Non Cooperative does not have scales 
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Figure 2-3 Facilities Status of Interviewed Groups 

2.1.1.19 Discard the garbage (Q G1.26) 

All groups dispose of their garbage at designated places, and none of them leave garbage on the 
fields. 17 (85%) groups hand over to an agent as normal garbage and 4 (20%) groups hand over 
to an agent as special garbage. The number of groups responded to use garbage as the material 
of organic compost is 4 (20%). 

2.1.2 Cultivation status 

2.1.2.1 Cultivation Area (Q G2.0) 

Duc Chinh Cooperative has the largest total cultivated area (360ha), Thanh Tan cooperative has 
the smallest area (3.04ha). There are 4 groups with a total cultivated area of over 100 ha (Duc 
Chinh, Ha Vy, Quynh Hai, and Thanh Tan Cooperatives). There are 13 groups specializing in 
cultivated vegetables, 7 groups cultivates other crops with vegetables. 

Table 2-13 Cultivation Status of Interviewed Groups 

Name of group 

Cultivati
on area 

Vegetable 
cultivation area 

Vegetable area 
under VietGAP 

Vegetable area 
under Safe 
Production 
Condition 

(ha) (ha) % 
total (ha) 

% 
vege. 
area 

(ha) 
% 

vege. 
Area 

Duc Chinh Cooperative 360 360 100.0 30 8.3 200 55.6 
Tan Minh Duc Cooperative 37 37 100.0 37 100.0 37 100.0 
Thanh Ha Company 30 20 66.7 20 100.0 20 100.0 
CP Green Farm Facility Unit 8 8 100.0 5.8 72.5 5.8 72.5 
Lua Group 27.5 27.5 100.0 27.5 100.0 27.5 100.0 
Gia Gia Company 5.5 5.5 100.0 0 0.0 5.5 100.0 
Ha Vy Cooperative 181 50 27.6 0 0.0 10.4 20.8 
Lien Hiep Cooperative 5.2 4.1 78.8 4.1 100.0 4.1 100.0 
Cat Lai Cooperative 6.26 6.26 100.0 6.26 100.0 6.26 100.0 
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Name of group 

Cultivati
on area 

Vegetable 
cultivation area 

Vegetable area 
under VietGAP 

Vegetable area 
under Safe 
Production 
Condition 

(ha) (ha) % 
total (ha) 

% 
vege. 
area 

(ha) 
% 

vege. 
Area 

Thanh Tan Cooperative Group 3.04 3.04 100.0 0 0.0 3.04 100.0 
Japan and Vietnam Company 3.1 3.1 100.0 0 0.0 3.1 100.0 
Yen Phu Cooperative 37 37 100.0 30 81.1 37 100.0 
Binh Minh Cooperative 10.6 10.6 100.0 10.6 100.0 0 0.0 
Huong Non Cooperative 13.8 3.5 25.4 0 0.0 3.5 100.0 
Truong Thinh Cooperative 24 24 100.0 0 0.0 12 50.0 
Quynh Hai Cooperative 200 200 100.0 0 0.0 10 5.0 
Thanh Tan Cooperative 180 8.5 4.7 0 0.0 8.5 100.0 
Dai Loi Cooperative 25 10.1 40.4 10.1 100.0 10.1 100.0 
Vinh Phuc Cooperative 35 35 100.0 6.5 18.6 6.5 18.6 
Visa Cooperative 21 5 100.0 5 100.0 5 100.0 
Total 1,213 858.2 70.8 155.86 18.2 415.3 48.4 

 

Total vegetable cultivation land area of 20 groups is 858.2 ha, Duc Chinh and Quynh Hai 
Cooperatives have the largest total vegetable cultivation area (360 ha and 200 ha respectively). 
Total Viet GAP vegetable cultivation land area of all groups is 155.86 ha excluding the land 
area where the certificate of VietGAP was expired. 

Tan Minh Duc, Duc Chinh Cooperatives and Thanh Ha company have the largest total Viet 
GAP vegetable cultivation area (37 ha, 30 ha and 20 ha respectively). Thanh Tan Cooperative 
Group (Ha Nam) and Thanh Tan Cooperative (Thai Binh) do not have Viet GAP vegetable 
cultivation area. 

Table 2-14 Total Cultivation Area 

Item Total area (ha) 
Total Area 1,213 
Total Vegetable cultivation area 858.2 
Vegetable area under VietGAP 155.86 
Vegetable area under certificated as Safe Production Condition 415.3 

 

2.1.3 Production Plan 

2.1.3.1 Satisfied with preparation of production plan (Q G2.1) 

All groups responded that they satisfied with production plan, in which 50% of interview group 
very satisfied. 

2.1.3.2 Cultivate according to production plan (Q G2.2) 

18 groups cultivate almost as production plan and 2 groups cultivate as planned to some extent. 

2.1.3.3 Willing to continue the production plan (Q G2.3) 

All groups are willing to continue the production plan. 
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2.1.3.4 The reasons to continue the production plan (Q G2.4) 

17 groups answered they are willing to continue the production plan because the production 
plan is the good tool for trading with buyers and it easy to manage harvesting and collecting 
vegetable from farmers. 12 groups said they used production plan due to the buyers’ 
requirements. 

 
Figure 2-4 Reasons to Continue the Production Plan 

2.1.4 Cultivation method (Q G2.6, G2.7) 

All groups believe that the cultivation methods applied are very useful, and they will continue 
to apply the methods and material they are learned in the future.   

- Soil sterilization: Duc Chinh Cooperative did not apply. 
- New variety seeds: Japan and Vietnam Company did not apply 
- New seedling method (seedling tray): Duc Chinh Cooperative did not apply 
- Grafting: Duc Chinh and Ha Vy Cooperatives and Japan and Vietnam Company did not 

apply because they did not cultivate tomato. 
- Non woven textile: Duc Chinh Cooperative did not apply 
- Green house/ net house: 8 groups did not apply because of the construction cost is high 

(Duc Chinh, Ha Vy, Binh Minh, Huong Non, Truong Thinh, Quynh Hai and Thanh Tan 
Cooperatives and CP Green Farm Facility Unit) 

Table 2-15 Application status of learned method and willingness to apply in the future   

Cultivation method/ material 
Cultivation method/ 
material was useful 

Cultivation method/ 
material to continue 

Group % Group % 
Composting 20 100% 20 100% 
Soil sterilization 19 95% 19 95% 
New variety seeds 19 95% 19 95% 
New seedling method (seedling tray) 19 95% 19 95% 
Grafting (mainly for tomato) 17 85% 17 85% 
Non woven textile 19 95% 19 95% 
Green house/ net house 12 60% 12 60% 
Others 0 - 0 - 
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2.1.5 Joint Sales 

2.1.5.1 Realize Joint Sales (Q G2.7) 

Regarding of Joint sales, all groups realize Joint sales, total number of main buyer is 196, Binh 
Minh cooperative has the most number of main buyer (40) and 5 groups have 3 main buyers 
(Gia Gia company and Lien Hiep, Quynh Hai, Thanh Tan and Visa Cooperatives). 

Total number of joint sale participation farmers is 1,129 farmers. 

Table 2-16 Number of Buyer and Farmer Participated in Joint Sales 

Name of group Total number of buyers Total number of farmers who 
participate 

Duc Chinh Cooperative 20 278 
Tan Minh Duc Cooperative 20 174 
Thanh Ha Company  6 10 
CP Green Farm Facility Unit 11 10 
Lua Farmer Group 4 68 
Gia Gia Company 3 12 
Ha Vy Cooperative 6 36 
Lien Hiep Cooperative 3 7 
Cat Lai Cooperative 10 43 
Thanh Tan Cooperative Group 5 11 
Japan and Vietnam Company 10 18 
Yen Phu Cooperative 7 38 
Binh Minh Cooperative 40 21 
Huong Non Cooperative 5 86 
Truong Thinh Cooperative 20 57 
Quynh Hai Service Cooperative 3 115 
Thanh Tan Cooperative 3 61 
Dai Loi Cooperative 7 14 
Vinh Phuc Cooperative 10 60 
Visa Cooperative 3 10 
Total 196 1,129 

 

2.1.5.2 Detail of Joint Sales (Q G2.8) 

a. Type of contract 

Out of the above 196 buyers, the detailed information for 106 buyers was provided by 
interviewed groups.  

84 buyers (79.2%) have official contract document, 5 buyers (4.7%) have informal agreement 
document, and 17 buyers (16%) have only oral promise (they are almost collectors). 
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Figure 2-5 Type of Contract 

b. Type of buyer 

Buyers consist of Trader/ Collector (21), Canteen (23), Supermarket (20) and Safe vegetable 
shop (11). 

Table 2-17 Type of Buyer 

Type of buyer Number 
Trader/ Collector 21 
Food processing 1 
Canteen 23 
Catering service 0 
Supermarket 20 
Safe vegetable shop 11 
Restaurant 1 
Other (specify) 29 
Total 106 

 

c. Type of contract 

52.4% traders/ collectors used oral promise or informal agreement. The buyers as Supermarket, 
Food processing, Restaurant and Safe vegetable shop are required to sign a contract. 
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Note: Others are the buyers who have multiple business such as canteen, catering service, restaurant, supermarket 
and/or vegetable shop.  The interviewee could not choose one type among the specified types in the questionnaire. 

Figure 2-6 Type of Buyer by Type of Contract 

d. Sales amount (kg/day) 

Total sale amount of 20 groups is 84,380 kg/day, in average 796 kg/buyer/day. The sale amount 
through official contract is the most (68.8%). 
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Figure 2-7 Sales Amount by Type of Contract 

Regarding the sales amount by type of buyer, the Trader/ Collector covers 29.9% of sale amount, 
and Supermarket covers 21.7%. 

 

Figure 2-8 Sales Amount by Type of Buyer 

e. Pricing policy 

The 16 buyers have fixed price policy (15.1%), though 46 buyers have the Price added to the 
market price policy (43.4%) and 44 buyers have the same with market price policy (41.5%). 
All 22 buyers with informal agreement document or only oral promise have the same with 
market price policy. Out of 84 buyers with official contract document, 16 buyers (19.0%) have 
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fixed price policy, 46 buyers (54.8%) have the price added to the market price policy and 22 
buyers (26.2%) have the same with market price policy.  

 

Figure 2-9 Pricing Policy 

 

Figure 2-10 Type of Contract by Pricing Policy 

Most traders/collectors (95%) and safe vegetable shops (81.8%) have a pricing policy is the 
same with the market price. Meanwhile other buyers tend to have price policy added to the 
market price (canteen 57%, supermarket 45% and other buyers 79%). 
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Figure 2-11 Type of Buyer by Pricing Policy 

f. Vegetable delivery place 

Among 106 buyers, 67 buyers (63.2%) prefer to receive vegetables at the site of buyer, though 
32 buyers (30.2%) receive at pre-processing house of target groups and 7 buyers (6.6%) receive 
directly on the farm. Among the 84 official contract buyers, 59 buyers prefer delivery at the site 
of buyer (70.2%), while oral promises buyers are more flexible for delivery places (41.2% on 
the farm, 29.4% for each, at pre-processing house or at the site of buyer). 

 

Figure 2-12 Vegetable Delivery Place 

70% of the official contract buyer (59 buyers) requires the delivery of vegetable products at the 
site of the buyer. Meanwhile all buyers receive vegetables on the farm are oral promise buyers. 
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Figure 2-13 Type of Contract by Vegetable Delivery Place 

Regarding to type of buyers, most buyers want delivery at the site of buyers, such as canteens 
(87%), supermarkets (80%, safe vegetable shops (64%) and other buyers (72%). Traders/ 
collectors are more flexible with 57% able to deliver at pre-processing house and 33% able to 
delivery on the farm. All customers who can deliver on the farm are traders/collectors. 

 

Figure 2-14 Type of Buyer by Vegetable Delivery Place 

 

 



23 

g. Product form 

There were 66 buyers (37%) asked for large packaging, 45 buyers (26%) asked packaging with 
label. 10% of buyers ask to wash the product. 

 
Note: Large packaging is to pack vegetables in a vinyl bag with big volume like 20kg per bag. 

Figure 2-15 Product Form 

Official contract buyers often require more processing and packaging. There is 17.7% of official 
contract buyers need sorting, 10.9% need washing, 35.4% request packaging in large bag and 
27.9% request to packaging in small bag with label. Other buyers (informal contract and oral 
promise) often only require sorting and large packaging.  
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Figure 2-16 Product Form by Type of Contract 

2.1.5.3 Know the demand of buyer (Q G2.9, G2.10) 

19 groups responded that they know the demand of buyer, except Lien Hiep Cooperative. 

The groups know the type of vegetable and amount of vegetable per supply, the time and place 
of supply, quality, packaging, and requirements for a safe product. 

 
Note: Others are off-season production and package requirement. 

Figure 2-17 Demand of Buyer 
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2.1.5.4 Way to obtain buyer's demand (Q G2.11, G2.12) 

All 19 groups except Lien Hiep Cooperative have multiple ways to produce/sell to obtain 
buyer's demand.  

All 19 groups apply ideas to obtain buyer's demand such as Use agrochemicals with keeping 
pre-harvest interval (PHI); Maintain soil condition by using compost/soil sterilization; Use new 
variety seeds, Use agriculture materials to avoid insect/ disease damage (seedling tray, non 
woven textile, etc.); Make a production plan to adjust the delivery date; Sorting/Cleaning after 
harvesting and Use plastic basket to avoid damage during harvesting/transportation. Two ideas 
(Use correct amount of Agrochemical and Put label/logo on packaging) was also selected by 
18 of 19 groups. 

Table 2-18 Ideas to Obtain Buyer's Demand 

Ideas Groups 
(n=19) % 

Use correct amount of Agrochemical 18 95 
Use agrochemicals with keeping pre-harvest interval (PHI) 19 100 
Maintain soil condition by using compost/soil sterilization 19 100 
Use new variety seeds 19 100 
Use agriculture materials to avoid insect/disease damage (seedling tray, non woven 
textile, etc.) 19 100 

Make a production plan to adjust the delivery date 19 100 
Sorting/Cleaning after harvesting 19 100 
Use plastic basket to avoid damage during harvesting/transportation 19 100 
Put label/logo on packaging 18 95 
Others 0  

Note: 19 groups out of 20 target groups responded, except Lien Hiep Cooperative. 

2.1.5.5 Satisfied with buyer (Q G2.13) 

All 20 groups responded that they satisfied with buyers. 

19 groups satisfied with their buyers because they can keep the price and amount of vegetable 
(95%), they can buy big amount in every year (90%). There is 85% of group satisfied with 
buyers because buyers can receive products during long period (shipping period is long) and 
they can pay quickly. The lowest satisfaction reason (55%) is “buyers don't mix Safe vegetable 
and Normal vegetable”. 

Table 2-19 Reason to Satisfied with Buyer  

Reason Groups 
(n=20) % 

They can pay higher price 14 70 
They can buy big amount 18 90 
They can receive products during long period (Shipping period is long) 17 85 
They keep promise (ex: Keep condition regarding to Price, Amount, Quality) 19 95 
They don't mix Safe vegetable and Normal vegetable 11 55 
They can pay quickly 17 85 
They can buy every year 18 90 
Others 0 0 
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2.1.5.6 Compare vegetable with other area (Q G2.16) 

16 groups compared their vegetables with vegetables of other area. 9 of them compare with 
near provinces, 4 groups compared with Da Lat vegetable, and 2 with Ha Noi. Lua Farmer 
Group compared with Moc Chau and Da Lat also. 

Table 2-20 Comparing with Other Area 

Compare with Group 
(n=20) % 

Ha Noi 2 12.5 
Da Lat 4 25.0 
Moc Chau 1 6.3 
Near provinces 9 56.3 
Others 1 6.3 
Total groups compared 16 80.0 

 

2.1.5.7 Problem on Joint sales (Q G2.17) 

Among 20 target groups, 10 groups answered there was no problem on joint sales. Gia Gia 
Company answered all items as the problem. Tan Minh Duc cooperative has problems related 
to the time to coordinate with buyers and with the members. Thanh Tan Cooperative Group 
lacks information of buyer and the price is not higher than normal vegetables. 

Table 2-21 Problem on Joint Sales 

Problems Groups 
(n=20) % 

Price is low 3 15 
Demand is limited 1 5 
Information of buyer is limited 4 20 
Spend time to coordinate with buyer 4 20 
Spend time to coordinate with member of producers 4 20 
No problem 10 50 
Others 3 15 

 

2.1.5.8 Percentage of sales volume as Safe vegetable (Q G2.18, G2.19, G2.20) 

Percentage of sales volume as safe vegetable is 80.7% in average, in which 5 groups have 100% 
of sales volume as safe vegetable (Thanh Ha, Gia Gia, Japan and Vietnam companies, CP Green 
Farm Facility Unit and Ha Vy cooperative), though Thanh Tan cooperative group is the lowest 
percentage of sales volume with 50%. 

Percentage of unit price of safe vegetable higher than the one of normal vegetable is 15.8% in 
average. CP Green Farm Facility Unit has a 30% higher unit price of Safe vegetable higher than 
the one of Normal vegetable, Vinh Phuc and Visa cooperatives also have 25% higher. Thanh 
Tan Cooperative Group responded that their Safe vegetable unit price is not higher than Normal 
vegetable price. 
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Table 2-22 Compare Safe Vegetable with Normal Vegetable  

Name of group % of sales volume as Safe 
vegetable 

% of unit price of Safe vegetable higher 
than the one of Normal vegetable 

Duc Chinh Cooperative 85 5 
Tan Minh Duc Cooperative 80 5 
Thanh Ha Company 100 10 
CP Green Farm Facility Unit 100 30 
Lua Group 80 10 
Gia Gia Company 100 15 
Ha Vy Cooperative 100 20 
Lien Hiep Cooperative 75 20 
Cat Lai Cooperative 70 15 
Thanh Tan Cooperative Group 50 0 
Japan and Vietnam Company 100 20 
Yen Phu Cooperative 80 20 
Binh Minh Cooperative 70 15 
Huong Non Cooperative 53 20 
Truong Thinh Cooperative 80 10 
Quynh Hai Cooperative 70 10 
Thanh Tan Cooperative 90 20 
Dai Loi Cooperative 70 20 
Vinh Phuc Cooperative 70 25 
Visa Cooperative 90 25 
Average 80.7 15.8 

 

2.1.5.9 Coordination meeting with one buyer in a year (Q G2.21) 

All groups held coordination meeting with buyer. 4 groups held meeting every month (Thanh 
Ha Company, Ha Vy Cooperative, Quynh Hai Cooperative, and Dai Loi Cooperative). 2 groups 
held meeting every two months (Lien Hiep Cooperative, Thanh Tan Cooperative). 3 groups 
held meeting every three months (Gia Gia Company, Cat Lai Cooperative and Binh Minh 
Cooperative). 1 group (Huong Non cooperative) held meeting every four months. 5 groups held 
meeting every half year (Duc Chinh Cooperative, Tan Minh Duc Cooperative, CP Green Farm 
Facility Unit, Truong Thinh Cooperative and Visa Cooperative). 5 groups held meeting once 
time a year (Lua Group, Thanh Tan Cooperative Group, Japan and Vietnam Company, Yen 
Phu Cooperative, and Vinh Phuc Cooperative). 

Table 2-23 Coordination meeting with buyer 

Name of group Every 
month 

Every 
two 

months 

Every 
Quarter 

Every 
four 

months 

Every 
half year 

Once a 
year 

Duc Chinh Cooperative     X  
Tan Minh Duc Cooperative     X  
Thanh Ha Company X      
CP Green Farm Facility Unit     X  
Lua Group      X 
Gia Gia Company   X    
Ha Vy Cooperative X      
Lien Hiep Cooperative  X     
Cat Lai Cooperative   X    
Thanh Tan Cooperative Group      X 
Japan and Vietnam Company      X 
Yen Phu Cooperative      X 
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Name of group Every 
month 

Every 
two 

months 

Every 
Quarter 

Every 
four 

months 

Every 
half year 

Once a 
year 

Binh Minh Cooperative   X    
Huong Non Cooperative    X   
Truong Thinh Cooperative     X  
Quynh Hai Cooperative X      
Thanh Tan Cooperative  X     
Dai Loi Cooperative X      
Vinh Phuc Cooperative      X 
Visa Cooperative     X  
Total 4 2 3 1 5 5 

 

2.1.5.10 Difficulties to coordinate with buyers (Q G2.22) 

The most difficult issues coordinating with buyers were price (60% of the group responded), 
followed by the shipment period (45%) and transportation (40%). 

Table 2-24 Difficulties to coordinate with buyers  

Difficulties Groups 
(n=20) % 

Amount 6 30 
Quality (Appearance) 6 30 
Shipment period 9 45 
Safety 4 20 
Payment method/timing 5 25 
Place to handover 5 25 
Price 12 60 
Transportation 8 40 
Others 3 15 

 

2.1.5.11 Countermeasures for stable joint sales (Q G2.23, G2.24, G2.25) 

All groups respond that they trust of their buyers. 

In the case that unit price on the local market increases higher than the price on the contract 
made and the farmers want to sell products to others, 11 groups responded to negotiate with 
farmers to comply with the contract and/or regulations of the organizations. 3 groups apply 
reward and punishment to control farmers (Cat Lai, Vinh Phuc and Visa cooperatives). Thanh 
Ha company and Dai Loi cooperative try to pay equal to the market price. 

In the case that unit price on local market decreases lower than the price of the contract which 
was already made then the groups cannot sell to buyers, most groups try to negotiate with buyers 
to comply with the contract. Japan and Vietnam Company and Vinh Phuc Cooperative try to 
find more buyers. Meanwhile, Thanh Ha Company, Thanh Tan Cooperative Group, Yen Phu, 
Huong Non, and Truong Thinh Cooperatives negotiate with buyers but consider reducing prices. 
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Table 2-25 Countermeasures for Stable Joint Sales  

Name of group 
The countermeasure to avoid the 

situation that farmers sell products 
to other buyers*1 

The countermeasure to avoid the 
situation that organization cannot 

sell to buyers*2 
Duc Chinh Cooperative Negotiate and apply the rule of group Negotiate based on the contract 
Tan Minh Duc Cooperative Negotiate and apply the rule of group Negotiate based on the contract 
Thanh Ha Company Pay equal to market price Negotiate, then reduce price 
CP Green Farm Facility Unit Negotiate and apply the rule of group Negotiate based on the contract 
Lua Farmer Group Negotiate and apply the rule of group Negotiate based on the contract 
Gia Gia Company Negotiate and apply the rule of group Negotiate based on the contract 
Ha Vy Cooperative Negotiate and apply the rule of group Negotiate based on the contract 
Lien Hiep Cooperative Based on the contract Negotiate based on the contract 

Cat Lai Cooperative Applying reward and punishment 
(Suspension of farmers participants) Negotiate based on the contract 

Thanh Tan Cooperative Group Negotiate and apply the rule of group 
(Good compliance as a small group) Negotiate, then reduce price 

Japan and Vietnam Company Negotiate and apply the rule of group Negotiate, then find more buyers 
Yen Phu Cooperative Negotiate and apply the rule of group Negotiate, then reduce price 
Binh Minh Cooperative Based on the contract Negotiate based on the contract 
Huong Non Cooperative Based on the contract Negotiate, then reduce price 
Truong Thinh Cooperative Negotiate and apply the rule of group Negotiate, then reduce price 
Quynh Hai Cooperative Based on the contract Negotiate based on the contract 
Thanh Tan Cooperative Negotiate and apply the rule of group Negotiate based on the contract 
Dai Loi Cooperative Pay equal to market price Negotiate based on the contract 
Vinh Phuc Cooperative Applying reward and punishment Negotiate, then find more buyers 

Visa Cooperative 
Applying reward and punishment 
(Sign commitments with farmers, 
cancel contracts if farmers sell out) 

Keep a fixed price for whole year 

Total 

Negotiate and apply the group rule 11 Negotiate based on the contract 12 
Based on the contract 4 Negotiate, then reduce price 5 
Applying reward and punishment 3 Negotiate, then find more buyers 2 
Pay equal to market price 2 Keep a fixed price for whole year 1 

*1: In the case that unit price on the local market increases higher than contract which already done, the 
countermeasure to avoid the situation that farmers sell products to other buyers. 
*2: In the case that unit price on local market decrease lower than contract which already done, the countermeasure 
to avoid the situation that organization cannot sell to buyers. 
 

The countermeasure to avoid the 
situation that farmers sell 
products to other buyers*1 

Groups 
(n=20) % 

The countermeasure to avoid 
the situation that organization 

cannot sell to buyers*2 

Groups 
(n=20) % 

Negotiate and apply the group rule  11 55 Negotiate based on the contract  12 60 
Based on the contract  4 20 Negotiate, then reduce price  5 25 
Applying reward and punishment  3 15 Negotiate, then find more buyers  2 10 
Pay equal to market price  2 10 Keep a fixed price for whole year  1 5 

*1: In the case that unit price on the local market increases higher than contract which already done, the 
countermeasure to avoid the situation that farmers sell products to other buyers. 
*2: In the case that unit price on local market decrease lower than contract which already done, the countermeasure 
to avoid the situation that organization cannot sell to buyers. 
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2.1.5.12 Benefits received after applying GAP (Q G2.26) 

All groups responded that the benefit of applying GAP is approaching to modern market 
(supermarket, convenience store, etc). Most groups answered that applying GAP also has raised 
awareness of farmers about food safety and environment (90%) and motivate farmers to 
produce safe vegetable (85%).  

Lien Hiep Cooperative responded that they have not received much benefit from applying GAP 
other than approaching to modern market. Japan Vietnam company also responded the benefit 
was selling longer period other than approaching to modern market. 

Table 2-26 Benefits receive after applying GAP  

Benefits Groups 
(n=20) % 

Sell higher price 15 75 
Sell bigger amount 17 85 
Sell longer period (Shipping period is longer) 15 75 
Easy to find buyers 15 75 
Approach to modern market (supermarket, convenience store, etc) 20 100 
Reduce unsold vegetables (reduce sales to wholesale market as normal vegetable) 14 70 
Raise awareness of farmers about food safety and environment 18 90 
Motivate farmers to produce safe vegetable. 17 85 
Reduce production cost (by recording chemical and fertilizer application) 16 80 
Others 0 0 

 

 

Figure 2-18 Benefits Receive after Applying GAP 
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2.1.6 Joint purchase 

2.1.6.1 Organize Joint Purchase 

15 groups organize Joint purchase, except Lua Farmer Group, Gia Gia Company, Huong Non 
Cooperative, Truong Thinh Cooperative, and Dai Loi Cooperative. 

 

Figure 2-19 Joint Purchase 

2.1.6.2 Detail of Joint purchase (Q G3.1) 

The main materials in joint purchased are agrochemicals, fertilizer, seeds, etc. In which 
chemistry fertilizer is mainly purchased with 13 groups joint purchase NPK and 3 groups 
purchase other fertilizers (Kali, Urea and foliar fertilizer). There are 14 groups participated in 
pesticides joint purchase with 12 chemistry pesticides and 2 other pesticides (Dupont prevathon 
and Radiant). Average cost to buy NPK is VND 1,053 million/group/year and pesticides is 
more than VND 975 million/group/year. 

Table 2-27 Joint Purchase Expenditure 

Name of material Group 
(n=15) % Total expense (VND) Average expense (VND) 

Pesticide 12 80 11,703,500,000 975,291,667 
NPK 13 87 13,694,500,000 1,053,423,077 
Seeds 8 53 8,313,500,000 1,039,187,500 
Organic fertilizer 5 33 9,990,700,000 1,998,140,000 
Compost 1 7 8,193,500,000 8,193,500,000 
Materials 2 13 8,193,500,000 4,096,750,000 
Mulching 2 13 8,193,500,000 4,096,750,000 
Other pesticides 2 13 8,213,500,000 4,106,750,000 
Other fertilizers 3 20 8,313,500,000 2,771,166,667 
Nylon 1 7 8,193,500,000 8,193,500,000 
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2.1.6.3 Difficult to coordinate with supplier (Q G3.2) 

Among 15 groups which organize joint purchase, there are 10 groups (67%) said that there was 
no difficulty in coordinating with suppliers. In the remaining groups, the most difficult problem 
to coordinate with suppliers is material prices (8 groups, 53%). 

Table 2-28 Difficult to coordinate with supplier  

Difficulty Group 
(n=15) % 

Amount 5 33 
Quality (Appearance) 2 13 
Shipment period 2 13 
Safety 1 7 
Way/ moment to pay 3 20 
Place to handover 3 20 
Price 8 53 
Transportation 3 20 
No problem 10 67 
Others 3 20 

 

2.1.6.4 Coordination meeting with supplier (Q G3.3) 

Among 15 groups which organize joint purchase, there are 12 groups have coordination meeting 
with supplier. 

- 2 groups hold meeting every 4 months (Lien Hiep Cooperative and Cat Lai Cooperative) 
- 6 groups hold meeting every half year (Duc Chinh Cooperative, Thanh Ha Company, 

CP Green Farm Facility Unit, Ha Vy Cooperative, Thanh Tan Cooperative, and Visa 
Cooperative) 

- 4 groups hold meeting one time a year (Tan Minh Duc Cooperative, Yen Phu 
Cooperative, Binh Minh Cooperative, and Quynh Hai Cooperative). 

- 3 groups have no meeting (Thanh Tan Cooperative Group, Japan and Vietnam Company, 
and Vinh Phuc Cooperative) 

 

2.1.6.5 Confidence with supplier (Q G3.4) 

All 15 groups have confidence with supplier. 

2.1.6.6 Realize to reduce unit price (Q G3.5) 

Among 15 groups which organize joint purchase, 5 groups devised a way of payment to reduce 
unit price (33%), while 3 groups try to increase total amount for purchase and 3 groups try to 
purchase on the month in which price decreases. 

Table 2-29 Realize to reduce unit price  

Realize to reduce unit price Group 
(n=15) % 

To increase total amount for purchase 3 20 
To purchase on the month in which price decreases 3 20 
To devise a way of payment (ex: pay by cash) 5 33 
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Realize to reduce unit price Group 
(n=15) % 

To take some quotations 2 13 
To devise a way to transportation 0 0 
Others 4 27 

Note: Others are to keep reputation with suppliers (e.g. maintain big purchase volume, purchase for a long time, 
and pay on time) to be prioritized for supply and not increase the unit prices. 
 

2.1.6.7 Problem on Joint Purchase (Q G3.6) 

Among 20 target groups, 6 groups have no problem of joint purchase. 5 groups think that it is 
difficult to select a supplier who can provide high quality. 

Table 2-30 Problem on Joint Purchase 

Problem of Joint Purchase Group 
(n=20) % 

It's difficult to find supplier 1 5 
It's difficult to estimate total amount of purchase because we don't have cultivation plan 2 10 
It's difficult to select supplier because there are many supplier who provide low quality 5 25 
It's difficult to coordinate with supplier because total amount to purchase is small 3 15 
Unit price is high 2 10 
Transportation cost is high 0 0 
Number of farmer is few 3 15 
Others 4 20 
No problem of joint sales 6 30 

 

2.1.7 Marketing 

2.1.7.1 Way to find buyers (Q G4.1) 

Interviewed groups have many ways to find buyers. The most common way is that buyers 
directly contact to the group (18 groups). 17 groups were also introduced by other groups. 
Exhibition (14 groups) and matching event (15 groups) are also recognized as ways to find 
buyers through participating into the project. 

 
Note: Others find in wholesale market. 

Figure 2-20 The Way to Find Buyers 
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2.1.7.2 Way buyers know the groups (Q G4.2) 

After joining the project, buyers know that the groups mainly from the Project (18 groups), 
followed by SNS or Website (15 groups), from other producers (15 groups), from DARD (14 
groups) and on TV or newspaper (11 groups). Diversified ways provide more opportunities the 
buyers recognize the groups. 

 

Figure 2-21 The Way the Buyers Know 

2.1.7.3 Introducer of buyers (Q G4.3) 

18 groups (90%) said that buyers were introduced from the Project, 15 groups from other 
producers, 14 groups from DARD and 12 groups from local authorities (commune, district 
people committee). 

 

Figure 2-22 Introduced buyers 

2.1.7.4 Marketing tools (Q G4.4) 

19 groups have Social Networking Service (Zalo, Facebook or website, etc.) as a marketing 
tool. 18 groups developed a leaflet to introduce the group, and 17 groups have business card. 9 
groups developed a promotion video as a marketing tool. 



35 

 

Figure 2-23 Marketing Tools 

2.1.7.5 Online sales (Q G4.5) 

14 groups interested in online sales using SNS or e-commerce platform, the main reasons are: 
online sales is the general consumption trend, and online sales is easy to access and a lot of 
customers. 6 groups did not interest in online sales because the groups do not understand and 
have no young people to operate online sales. 

 

Figure 2-24 Online Sales 

2.1.7.6 The difficulties during COVID-19 pandemic (Q G4.6) 

During COVID-19 pandemic, most difficulties are reduction of orders (75%) and reduction of 
price (70%).  
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Note: Others are shortage of storage facilities. 

Figure 2-25 Difficulties During COVID-19 Pandemic 

2.1.7.7 Countermeasures to cover the loss caused by COVID-19 or flood (Q G4.7) 

17 groups responded that they used their own saving to cover the loss caused by natural disaster 
such as COVID-19 or flood. 7 groups delayed payments to farmers, input suppliers and others. 
Some groups have other countermeasures to cover the loss of floods such as Government 
support or borrowing from bank. 

 
Note: Other one is the support by family members. 

Figure 2-26 Countermeasures to Cover the Loss 
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2.2 Individual Interview 

2.2.1 General Information 

2.2.1.1 Demographic 

Individual interview was conducted in 17 groups of 280 farmers interviewed except for Gia Gia 
company, Lien Hiep cooperative, and Japan Vietnam company because these 3 groups produce 
vegetables by hiring labors and have no member farmers and/or linkage farmers. The number 
of interviewed farmers was designed as 20 farmers per group in principle, but the maximum 
number of farmers was applied for the groups where the number of farmers were under 20. 

The proportion of male and female responding to interviews is 50%. The average age of 
respondents is 53.9 years old, male interviewees have a one year higher average age than 
females (54.4 years versus 53.4 years). The group with the oldest average age is Huong Non 
cooperative (60.1 years old) and the youngest is Binh Minh cooperative (45.4 years old). 

Table 2-31 Demographic of Interviewed Farmers 

Name of group Total Male Female Ave. Age Ave. M Age Ave. F Age 
Duc Chinh Cooperative 20 12 8 54.3 55.5 52.4 
Tan Minh Duc Cooperative 20 10 10 54.3 53.9 54.6 
Thanh Ha Company 8 6 2 55.9 57.0 52.5 
CP Green Farm Facility Unit 2 1 1 52.0 59.0 45.0 
Lua Farmer Group 20 17 3 54.1 53.6 56.3 
Ha Vy Cooperative 20 9 11 54.0 51.8 55.8 
Cat Lai Cooperative 20 10 10 53.3 57.6 48.9 
Thanh Tan Cooperative Group 11 2 9 51.2 55.0 50.3 
Yen Phu Cooperative 20 7 13 51.2 51.0 51.2 
Binh Minh Cooperative 13 12 1 45.4 44.2 60.0 
Huong Non Cooperative 20 8 12 60.1 60.1 60.1 
Truong Thinh Cooperative 21 11 10 58.4 60.1 56.5 
Quynh Hai Cooperative 21 16 5 56.5 55.6 59.4 
Thanh Tan Cooperative 20 7 13 56.0 56.1 55.8 
Dai Loi Cooperative 14 6 8 54.9 54.2 55.5 
Vinh Phuc Cooperative 20 3 17 48.3 46.3 48.6 
Visa Cooperative 10 3 7 49.9 56.3 47.1 
Total (17 target groups) 280 140 140 53.9 54.4 53.4 

Note: Interview was not conducted for Gia Gia company, Lien Hiep cooperative, and Japan Vietnam company 
because these 3 groups produce vegetables by hiring labors and have no member farmers and/or linkage farmers. 
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Figure 2-27 Gender of Interviewed Farmer 

2.2.1.2 Age Group 

The most common age group of the respondents of the groups is 51-60 years old (39%), the 
group over 60 years old accounts for 25%. Tan Minh Duc, Huong Non, Truong Thinh, Quynh 
Hai and Thanh Tan Cooperatives have over 75% of respondents over 51 years old. 

Table 2-32 Age Group 

Group < 18 18-30 31-40 41-50 51-60 > 60 
Duc Chinh Cooperative 0 0 1 6 10 3 
Tan Minh Duc Cooperative 0 1 2 2 7 8 
Thanh Ha Company 0 0 0 1 6 1 
CP Green Farm Facility Unit 0 0 0 1 1 0 
Lua Farmer Group 0 0 1 7 9 3 
Ha Vy Cooperative 0 0 2 7 6 5 
Cat Lai Cooperative 0 0 1 8 5 6 
Thanh Tan Cooperative Group 0 0 1 4 6 0 
Yen Phu Cooperative 0 0 1 9 9 1 
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Group < 18 18-30 31-40 41-50 51-60 > 60 
Binh Minh Cooperative 0 0 5 5 2 1 
Huong Non Cooperative 0 0 0 2 8 10 
Truong Thinh Cooperative 0 0 2 3 6 10 
Quynh Hai Cooperative 0 0 4 1 7 9 
Thanh Tan Cooperative 0 0 1 3 9 7 
Dai Loi Cooperative 0 0 1 2 8 3 
Vinh Phuc Cooperative 0 1 5 6 5 3 
Visa Cooperative 0 0 2 3 5 0 
Total 0 2 29 70 109 70 
 0% 1% 10% 25% 39% 25% 

 

 

Figure 2-28 Age Group of Interviewed Farmer by Gender 

2.2.1.3 Education 

64% of respondents have Secondary education, 23% at High school level, 9% at primary level 
and 5% at College/University level. 

Table 2-33 Education of Interviewed Farmers 

Cooperative Primary 
school 

Secondary 
school High school College/ 

University 
Duc Chinh Cooperative 0 14 3 3 
Tan Minh Duc Cooperative 1 15 3 1 
Thanh Ha Company 3 4 0 1 
CP Green Farm Facility Unit 0 2 0 0 
Lua Farmer Group 0 16 4 0 
Ha Vy Cooperative 2 12 4 2 
Cat Lai Cooperative 1 16 2 1 
Thanh Tan Cooperative Group 0 10 0 1 
Yen Phu Cooperative 0 19 1 0 
Binh Minh Cooperative 0 5 8 0 
Huong Non Cooperative 1 11 8 0 
Truong Thinh Cooperative 2 7 12 0 
Quynh Hai Cooperative 3 9 7 2 
Thanh Tan Cooperative 2 11 6 1 
Dai Loi Cooperative 4 9 1 0 
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Cooperative Primary 
school 

Secondary 
school High school College/ 

University 
Vinh Phuc Cooperative 5 11 1 3 
Visa Cooperative 0 7 3 0 
Total 24 178 63 15 
 9% 64% 23% 5% 

 

 

Figure 2-29 Education of Interviewed Farmers 

2.2.1.4 Household Profile 

The total number of family members of the interviewed households is 1,163 households, 
women account for 49.5%. The proportion of members being children accounts for 19.2%. 

The total number of family members engaged in agriculture is 707 people, accounting for 60.8% 
of the total number of family members. In which, the proportion of women working in 
agriculture is higher than that of men (51.3% versus 48.7%). 
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Table 2-34 Family Member of Interviewed Farmer 

Group 
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Duc Chinh Cooperative 20 3.9 2.1 1.8 3.3 0.6 2.4 1.3 1.2 
Tan Minh Duc Cooperative 20 3.9 2.0 1.9 3.3 0.6 2.7 1.4 1.4 
Thanh Ha Company 8 3.4 1.5 1.9 2.9 0.5 1.5 0.6 0.9 
CP Green Farm Facility Unit 2 4.5 2.5 2.0 4.0 0.5 1.5 1.0 0.5 
Lua Farmer Group 20 3.9 1.9 2.0 3.4 0.5 2.8 1.5 1.4 
Ha Vy Cooperative 20 4.1 1.7 2.4 3.3 0.8 2.3 1.1 1.2 
Cat Lai Cooperative 20 3.8 2.0 1.8 3.0 0.8 2.5 1.3 1.2 
Thanh Tan Cooperative Group 11 3.8 1.9 1.9 3.5 0.4 2.1 1.0 1.1 
Yen Phu Cooperative 20 4.6 2.3 2.3 3.9 0.7 2.7 1.4 1.4 
Binh Minh Cooperative 13 5.0 2.9 2.1 3.7 1.3 2.8 1.4 1.4 
Huong Non Cooperative 20 5.1 2.3 2.8 3.9 1.2 3.1 1.3 1.8 
Truong Thinh Cooperative 21 3.5 1.9 1.7 2.8 0.7 2.0 1.0 1.1 
Quynh Hai Cooperative 21 4.3 2.2 2.1 3.1 1.1 2.6 1.2 1.4 
Thanh Tan Cooperative 20 3.6 1.9 1.7 2.8 0.9 2.3 1.1 1.3 
Dai Loi Cooperative 14 4.6 2.4 2.1 3.9 0.7 2.6 1.3 1.4 
Vinh Phuc Cooperative 20 4.7 2.7 2.1 3.6 1.1 2.7 1.4 1.3 
Visa Cooperative 10 4.6 1.9 2.7 4.0 0.6 3.1 1.3 1.8 
Total 280 4.2 2.1 2.1 3.4 0.8 2.5 1.2 1.3 

   50.5
% 

49.5
% 

80.8
% 

19.2
%  48.7

% 
51.3
% 



42 

 

Figure 2-30 Family Member and Agricultural Member by Gender 

2.2.1.5 Organization and Occupation (Q I 1.2.1, I 1.2.2) 

Out of 280 respondents (89.3%) were belonging to a cooperative, 10 were belonging to an 
agricultural company (Thanh Ha and Green Farm) and 20 people (7.1%) belonged to a group 
of farmers (Lua Farmer Group). 

Almost of household head are working full-time as farmers (93.9%), only 12 people (4.3%) are 
part-time farmers and 5 respondents are not farmers. 

Table 2-35 Organization and Occupation of Household Head 

Group Cooperative Agricultural 
company 

Farmers
' group 

Full-
time 

farmer 

Part-
time 

farmer 

Not 
farmer 

Duc Chinh Cooperative 20   17 2 1 
Tan Minh Duc Cooperative 20   18 1 1 
Thanh Ha Company  8  7 0 1 
CP Green Farm Facility Unit  2  2 0 0 
Lua Farmer Group   20 19 1 0 
Ha Vy Cooperative 20   19 1 0 
Cat Lai Cooperative 20   19 1 0 
Thanh Tan Cooperative Group 11   11 0 0 
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Group Cooperative Agricultural 
company 

Farmers
' group 

Full-
time 

farmer 

Part-
time 

farmer 

Not 
farmer 

Yen Phu Cooperative 20   20 0 0 
Binh Minh Cooperative 13   13 0 0 
Huong Non Cooperative 20   20 0 0 
Truong Thinh Cooperative 21   19 2 0 
Quynh Hai Cooperative 21   20 0 1 
Thanh Tan Cooperative 20   17 2 1 
Dai Loi Cooperative 14   14 0 0 
Vinh Phuc Cooperative 20   18 2 0 
Visa Cooperative 10   10 0 0 
Total 250 10 20 263 12 5 
 89.3% 3.6% 7.1% 93.9% 4.3% 1.8% 

Note: Not farmer means that household heads are retired or local government staff. Those households have one or 
several family members who belongs to farming.  

 

2.2.2 Size of Farm Area (Q I 1.2.3) 

The total farm area is 121.7 ha, in which Thanh Ha Company, Binh Minh and Tan Minh Duc 
Cooperatives are 3 groups with the largest area, respectively 236,000 m², 158,080 m² and 
143,420 m². Total own land area is 617,293 m², accounting for 50.7%, the rest is rental land, 
accounting for 49.3%. The Green Farm Facility Unit is the group with the smallest area (2,790 
m²) and is the only group that does not have rental land. 

Average land area per surveyed household is 4,349 m², the groups with the largest average area 
are Thanh Ha Company (29,500 m²/household) and Binh Minh Cooperative (12,160 m²/ 
household). 

Average farm land area of farmers is 1,722 m²/farmer. The group with the smallest average 
farm land area of farmers is Quynh Hai Cooperative (390 m²/farmer). 

Table 2-36 Size of Farm Area  

Group 
Farm area (m²) Number 

of 
farmers 

Ave. Farm area (m²) 
Own 
land 

Rental 
land Total Own 

land 
Rental 
land 

Per 
household 

Duc Chinh Cooperative 87,360 3,600 90,960 20 4,368 180 4,548 
Tan Minh Duc Cooperative 51,080 92,340 143,420 20 2,554 4,617 7,171 
Thanh Ha Company 79,980 156,020 236,000 8 9,998 19,503 29,500 
CP Green Farm Facility Unit 2,790 0 2,790 2 1,395 0 1,395 
Lua Farmer Group 44,960 27,560 72,520 20 2,248 1,378 3,626 
Ha Vy Cooperative 38,213 15,874 54,087 20 1,911 794 2,704 
Cat Lai Cooperative 32,258 9,548 41,806 20 1,613 477 2,090 
Thanh Tan Cooperative Group 10,440 26,280 36,720 11 949 2,389 3,338 
Yen Phu Cooperative 30,016 27,310 57,326 20 1,501 1,366 2,866 
Binh Minh Cooperative 42,520 115,560 158,080 13 3,271 8,889 12,160 
Huong Non Cooperative 41,599 720 42,319 20 2,080 36 2,116 
Truong Thinh Cooperative 19,051 5,484 24,535 21 907 261 1,168 
Quynh Hai Cooperative 15,611 5,814 21,425 21 743 277 1,020 
Thanh Tan Cooperative 32,365 7,440 39,805 20 1,618 372 1,990 
Dai Loi Cooperative 43,040 49,360 92,400 14 3,074 3,526 6,600 
Vinh Phuc Cooperative 30,980 54,820 85,800 20 1,549 2,741 4,290 
Visa Cooperative 15,030 2,680 17,710 10 1,503 268 1,771 
Total 617,293 600,410 1,217,703 280 2,205 2,144 4,349 
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2.2.3 Income 

2.2.3.1 Agricultural Income from vegetable production (Q I 1.3.1) 

Average income from vegetable production of interviewed groups is VND 122.9 million / year. 
In which Dai Loi and Binh Minh cooperatives, and CP Green Farm Facility Unit are the highest 
average income from vegetable production groups, with VND 267.6 million, VND 258.1 
million and 256.5 million respectively. There are 8 groups with average income from vegetables 
less than 100 million VND, of which the lowest are Huong Non, Visa and Thanh Tan 
cooperatives, with average income of VND 43.6 million, VND 44.3 million and VND 48.7 
million respectively. 

Table 2-37 Agricultural Income from vegetable production 

Group Total Income 
(VND million) 

Number of 
farmers 

Average Income  
(VND million/household) 

Duc Chinh Cooperative 3,177.1 20 158.9 
Tan Minh Duc Cooperative 3,786.8 20 189.3 
Thanh Ha Company 1,857.6 8 232.2 
CP Green Farm Facility Unit 513.0 2 256.5 
Lua Farmer Group 3,912.7 20 195.6 
Ha Vy Cooperative 1,091.6 20 54.6 
Cat Lai Cooperative 1,195.9 20 59.8 
Thanh Tan Cooperative Group 2,218.9 11 201.7 
Yen Phu Cooperative 1,891.1 20 94.6 
Binh Minh Cooperative 3,355.3 13 258.1 
Huong Non Cooperative 871.7 20 43.6 
Truong Thinh Cooperative 1,086.1 21 51.7 
Quynh Hai Cooperative 1,642.9 21 78.2 
Thanh Tan Cooperative 973.2 20 48.7 
Dai Loi Cooperative 3,745.9 14 267.6 
Vinh Phuc Cooperative 2,639.0 20 132.0 
Visa Cooperative 442.9 10 44.3 
Total 34,401.5 280 122.9 

 

2.2.3.2 Agricultural Income except for vegetable (Q I 1.3.2) 

The average income from agriculture (excluding vegetables) of all groups is VND 33.7 million. 
Thanh Tan Cooperative Group, CP Green Farm and Binh Minh cooperative have no income 
from agriculture except vegetables, low income groups such as Yen Phu cooperative (VND 1.6 
million) and Dai Loi cooperative (VND 2.1 million) and Lua Farmer. Group (VND 2.9 million). 
There are two groups with an average income of over VND 100 million: Tan Minh Duc 
cooperative (VND 118.7 million) and Vinh Phuc cooperative (VND 118.3 million). 

Table 2-38 Agricultural Income except for vegetable 

Group 
Total Income 

(VND 
million/year) 

Number of 
farmers 

Average Income  
(VND 

million/household/year) 
Duc Chinh Cooperative 648.5 20 32.4 
Tan Minh Duc Cooperative 2,373.8 20 118.7 
Thanh Ha Company 102.0 8 12.8 
CP Green Farm Facility Unit 0.0 2 0.0 
Lua Farmer Group 58.0 20 2.9 
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Group 
Total Income 

(VND 
million/year) 

Number of 
farmers 

Average Income  
(VND 

million/household/year) 
Ha Vy Cooperative 979.0 20 49.0 
Cat Lai Cooperative 150.0 20 7.5 
Thanh Tan Cooperative Group 0.0 11 0.0 
Yen Phu Cooperative 32.0 20 1.6 
Binh Minh Cooperative 0.0 13 0.0 
Huong Non Cooperative 720.0 20 36.0 
Truong Thinh Cooperative 319.0 21 15.2 
Quynh Hai Cooperative 1,030.0 21 49.0 
Thanh Tan Cooperative 417.0 20 20.9 
Dai Loi Cooperative 30.0 14 2.1 
Vinh Phuc Cooperative 2,365.0 20 118.3 
Visa Cooperative 225.0 10 22.5 
Total 9,449.3 280 33.7 

 

2.2.3.3 Income source except for Agriculture (Q I 1.3.3) 

Average income except agricultural of interviewed groups is VND 14.4 million / year. In which 
Duc Chinh cooperative and Lua Farmer Group are the highest average income except 
agricultural from vegetable production groups, with VND 58.6 million and VND 57 million 
respectively. There are 4 groups with no income except of agriculture such as CP Green Farm 
Facility Unit, Thanh Tan Cooperative Group, Binh Minh and Dai Loi Cooperative. 

Table 2-39 Income source except for Agriculture 

Group 
Total Income 

(VND 
million/year) 

Number of 
farmers 

Average Income  
(VND 

million/household/year) 
Duc Chinh Cooperative 1,171.0 20 58.6 
Tan Minh Duc Cooperative 322.0 20 16.1 
Thanh Ha Company 120.0 8 15.0 
CP Green Farm Facility Unit 0.0 2 0.0 
Lua Farmer Group 1,140.0 20 57.0 
Ha Vy Cooperative 140.5 20 7.0 
Cat Lai Cooperative 50.0 20 2.5 
Thanh Tan Cooperative Group 0.0 11 0.0 
Yen Phu Cooperative 190.0 20 9.5 
Binh Minh Cooperative 0.0 13 0.0 
Huong Non Cooperative 490.0 20 24.5 
Truong Thinh Cooperative 70.0 21 3.3 
Quynh Hai Cooperative 90.0 21 4.3 
Thanh Tan Cooperative 201.0 20 10.1 
Dai Loi Cooperative 0.0 14 0.0 
Vinh Phuc Cooperative 30.0 20 1.5 
Visa Cooperative 5.0 10 0.5 
Total 4,019.5 280 14.4 
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Figure 2-31 Average Income 

2.2.4 Awareness of safety 

2.2.4.1 Application of safety control (Q I 2.0) 

All interviewed farmers are applying at least one of three safety controls (Viet GAP, Basic GAP 
and Safe production). No one applied Global GAP. The total number of farmer applying Viet 
GAP is 189 people (67.5% of the interviewees), 172 farmers applying for Safe production 
(61.4%) and Basic GAP is 77 farmers (27.5%). 

Table 2-40 Application of safety control 

Group Global 
GAP Viet GAP Basic GAP Safe 

production 
Not 

applying 
Duc Chinh Cooperative 0 20 0 13 0 
Tan Minh Duc Cooperative 0 20 0 13 0 
Thanh Ha Company 0 8 0 8 0 
CP Green Farm Facility Unit 0 2 0 2 0 
Lua Farmer Group 0 0 20 6 0 
Ha Vy Cooperative 0 4 15 18 0 
Cat Lai Cooperative 0 4 13 9 0 
Thanh Tan Cooperative Group 0 0 0 11 0 
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Group Global 
GAP Viet GAP Basic GAP Safe 

production 
Not 

applying 
Yen Phu Cooperative 0 20 0 12 0 
Binh Minh Cooperative 0 13 0 9 0 
Huong Non Cooperative 0 20 0 17 0 
Truong Thinh Cooperative 0 21 0 13 0 
Quynh Hai Cooperative 0 6 15 6 0 
Thanh Tan Cooperative 0 7 14 6 0 
Dai Loi Cooperative 0 14 0 7 0 
Vinh Phuc Cooperative 0 20 0 15 0 
Visa Cooperative 0 12 0 8 0 
Total 0 189 77 172 0 
 0% 67.5% 27.5% 61.4% 0% 

 

2.2.4.2 Benefit of Safe vegetable cultivation (Q I 2.2) 

The most important reasons for applying safe vegetable are “Good for producer” (79.6%) and 
“Good for consumer” (77.1%). The application to “Received guidance” also accounts for a 
relatively high rate (65.7%), while the reduce material costs and the reduce labor costs are not 
important reasons at the rate of 12.5% and 3.2%, respectively. 

The farmers also find that the application of safe vegetable cultivation makes Price is high 
(56.1%) and the demand for safe vegetables is also increasing (62.9%). 

Table 2-41 Benefit of Safe vegetable cultivation 
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Duc Chinh Cooperative 13 18 14 20 19 3 3 2 
Tan Minh Duc Cooperative 12 14 14 20 20 0 0 3 
Thanh Ha Company 4 5 4 7 6 0 0 5 
CP Green Farm Facility Unit 1 1 1 2 2 0 0 0 
Lua Farmer Group 4 6 14 10 10 0 0 6 
Ha Vy Cooperative 12 13 10 13 12 2 1 2 
Cat Lai Cooperative 7 11 10 6 8 4 0 4 
Thanh Tan Cooperative Group 0 0 11 11 11 11 0 0 
Yen Phu Cooperative 15 15 14 19 18 0 0 4 
Binh Minh Cooperative 13 10 8 11 12 0 0 0 
Huong Non Cooperative 11 13 12 19 18 0 0 0 
Truong Thinh Cooperative 11 15 13 16 17 0 0 3 
Quynh Hai Cooperative 12 13 16 16 17 0 0 6 
Thanh Tan Cooperative 12 14 14 18 18 0 0 2 
Dai Loi Cooperative 14 14 14 14 14 14 5 0 
Vinh Phuc Cooperative 10 9 10 10 15 1 0 2 
Visa Cooperative 6 5 5 4 6 0 0 3 
Total 157 176 184 216 223 35 9 42 
 56.1% 62.9% 65.7% 77.1% 79.6% 12.5% 3.2% 15.0% 
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Figure 2-32 Benefit of Safe Vegetable Cultivation 

 

Figure 2-33 Benefit of Safe Vegetable Cultivation by Group 

2.2.4.3 Challenge to cultivate safe vegetable (Q I 2.3) 

The biggest challenge to cultivate safe vegetable is that it is difficult to cultivate according to 
the guidance of GAP (54.3%), followed by the high cost of cultivation (16.8%), analyzing cost 
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for pesticide residue is high (8.6%). The interviewed farmers have no difficulty on price and 
certification fee. 

Table 2-42 Challenge to cultivate safe vegetable 
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Duc Chinh Cooperative 0 6 0 0 0 0 13 0 
Tan Minh Duc Cooperative 0 2 0 0 0 0 16 0 
Thanh Ha Company 0 2 0 0 0 0 6 0 
CP Green Farm Facility Unit 0 0 0 0 0 0 2 0 
Lua Farmer Group 0 5 0 0 0 0 15 0 
Ha Vy Cooperative 0 5 0 5 4 1 1 0 
Cat Lai Cooperative 0 6 0 5 1 0 7 0 
Thanh Tan Cooperative Group 0 0 0 0 0 0 0 0 
Yen Phu Cooperative 0 2 0 0 0 0 15 0 
Binh Minh Cooperative 0 3 0 0 3 0 7 0 
Huong Non Cooperative 0 2 0 0 0 0 9 0 
Truong Thinh Cooperative 0 0 0 0 0 0 12 0 
Quynh Hai Cooperative 0 3 0 0 0 0 18 0 
Thanh Tan Cooperative 0 2 0 0 0 0 17 0 
Dai Loi Cooperative 0 0 0 14 0 0 0 0 
Vinh Phuc Cooperative 0 7 0 0 1 0 9 0 
Visa Cooperative 0 2 0 0 0 0 5 0 
Total 0 47 0 24 9 1 152 0 
 0.0% 16.8% 0.0% 8.6% 3.2% 0.4% 54.3% 0.0% 

 

2.2.4.4 Consumption of vegetable at home (Q I 2.4) 

There is no special cultivation method for vegetables at home consumption Almost people eat 
vegetables with the safe vegetable cultivation method, such as Viet GAP/ Certificate of safe 
production condition (99.3%).  

Table 2-43 Consumption of vegetable at home  

Group Safe vegetable 
cultivation method 

Normal cultivation 
method 

Special cultivation 
method 

Duc Chinh Cooperative 20 0 0 
Tan Minh Duc Cooperative 20 0 0 
Thanh Ha Company 8 0 0 
CP Green Farm Facility Unit 2 0 0 
Lua Farmer Group 19 1 0 
Ha Vy Cooperative 19 2 0 
Cat Lai Cooperative 20 0 0 
Thanh Tan Cooperative Group 11 0 0 
Yen Phu Cooperative 20 1 0 
Binh Minh Cooperative 13 0 0 
Huong Non Cooperative 20 0 0 
Truong Thinh Cooperative 21 0 0 
Quynh Hai Cooperative 21 0 0 
Thanh Tan Cooperative 20 0 0 
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Group Safe vegetable 
cultivation method 

Normal cultivation 
method 

Special cultivation 
method 

Dai Loi Cooperative 14 0 0 
Vinh Phuc Cooperative 20 0 0 
Visa Cooperative 10 0 0 
Total 278 (99.3%) 4 (1.4%) 0 

Note: Special cultivation method is the method only for home consumption, such as organic cultivation. 
 

2.2.4.5 Confidence for safety of vegetable production (Q I 2.5, I 2.6) 

All interviewed farmers have confidence for safety of vegetable production. 

Applying the method of GAP is the main reason of confidence for safety of vegetable (93.9%), 
received training for safe vegetable production account 31.1%. 

Table 2-44 Reasons of Confidence for Safety of Vegetable Production 

Group Applying the 
method of GAP 

Received 
training 

Follow other 
farmers 

My 
experience Others 

Duc Chinh Cooperative 20 7 0 0 0 
Tan Minh Duc Cooperative 20 7 0 0 0 
Thanh Ha Company 8 4 0 0 0 
CP Green Farm Facility Unit 2 1 0 0 0 
Lua Farmer Group 20 5 0 0 0 
Ha Vy Cooperative 19 11 1 0 0 
Cat Lai Cooperative 17 3 3 0 0 
Thanh Tan Cooperative Group 0 11 0 0 0 
Yen Phu Cooperative 20 5 0 0 0 
Binh Minh Cooperative 13 3 0 0 0 
Huong Non Cooperative 20 0 1 0 0 
Truong Thinh Cooperative 19 0 0 0 0 
Quynh Hai Cooperative 21 8 0 0 0 
Thanh Tan Cooperative 20 7 0 0 0 
Dai Loi Cooperative 14 10 0 0 0 
Vinh Phuc Cooperative 20 5 6 0 0 
Visa Cooperative 10 0 2 0 0 
Total 263 87 13 0 0 
 93.9% 31.1% 4.6% 0.0% 0.0% 

 

2.2.5 Field Activity Record 

2.2.5.1 Regular recording of field activity (Q I 2.8) 

There are 258 (92.1%) interviewed farmers recorded their field activity regularly (agrochemical, 
fertilizer application). 22 farmers (7.9%) did not record the field activities regularly, especially 
the cooperatives as Vinh Phuc (11 farmers) and Cat Lai (7 farmers). 
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Figure 2-34 Recording Field Activity 

 

Figure 2-35 Recording Field Activity by Group 

2.2.5.2 Main recorder (Q I 2.9) 

Among 258 farmers who recorded regularly, 63.2% recorded by themselves, and 16.3% asked 
a family member to record. 20.5% of farmers answered a group member such as production 
manager of the group maintained the records. 
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Note: Not family member means that main recorder is a production manager or any member of the group. 

Figure 2-36 Main Recorder 

 

Figure 2-37 Main Recorder by Group 

2.2.5.3 The Advantages of recording (Q I 2.10) 

The most advantage of recording is convenience for checking/reviewing of production activities 
(90.0%), followed by easiness of recording (63.2%), convenience for calculation of income 
(54.6%), and convenience for setting up of production plans (48.6%).  
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Other advantages of recording were relatively low: Convenience for product distribution and 
finding buyers (25.7%) and Convenience for traceability (18.2%). 

Table 2-45 Advantages of recording  

Group 
Easiness 

of 
recording 

Calculati
ng 

income 

Checking
/ 

reviewing 

Setting 
up plans 

Product 
distributi

on 

Traceabil
ity 

Duc Chinh Cooperative 13 14 20 7 4 0 
Tan Minh Duc Cooperative 12 14 19 12 10 6 
Thanh Ha Company 4 4 8 4 2 0 
CP Green Farm Facility Unit 1 1 2 1 1 0 
Lua Farmer Group 14 12 20 6 3 0 
Ha Vy Cooperative 12 6 17 14 7 6 
Cat Lai Cooperative 7 6 13 11 2 2 
Thanh Tan Cooperative Group 11 11 11 11 11 11 
Yen Phu Cooperative 13 11 18 17 13 8 
Binh Minh Cooperative 9 11 13 7 6 4 
Huong Non Cooperative 15 8 20 5 3 0 
Truong Thinh Cooperative 15 12 21 7 3 2 
Quynh Hai Cooperative 13 14 21 8 2 0 
Thanh Tan Cooperative 13 14 20 7 0 0 
Dai Loi Cooperative 14 6 14 8 0 8 
Vinh Phuc Cooperative 5 3 8 7 3 2 
Visa Cooperative 6 6 7 4 2 2 
Total 177 153 252 136 72 51 
 63.2% 54.6% 90.0% 48.6% 25.7% 18.2% 

 

2.2.5.4 Disadvantages of recording (Q I 2.11) 

65% of interviewed farmers responded there was no disadvantage of recording. The main 
disadvantages of recording are “Time consuming” (13.9%) and “Difficult to record the names 
of pesticides and fertilizers” (13.6%). Other disadvantages responded by the people are 
forgetfulness and due to being old, it is difficult to recording. 

Table 2-46 Disadvantages of recording  

Group 
Complicat

ed to 
record 

Fill in the 
form at 
home 

Time 
consuming 

Difficult 
to record Others 

Any of 
disadva
ntage 

Duc Chinh Cooperative 0 0 0 0 2 2 
Tan Minh Duc Cooperative 0 0 3 0 0 3 
Thanh Ha Company 0 0 1 0 0 1 
CP Green Farm Facility Unit 0 0 0 0 0 0 
Lua Farmer Group 0 0 1 0 8 9 
Ha Vy Cooperative 1 2 3 7 1 12 
Cat Lai Cooperative 1 1 9 1 0 9 
Thanh Tan Cooperative Group 0 0 0 11 0 11 
Yen Phu Cooperative 0 1 2 0 1 4 
Binh Minh Cooperative 0 0 3 2 0 4 
Huong Non Cooperative 0 0 2 0 0 2 
Truong Thinh Cooperative 0 0 2 7 1 10 
Quynh Hai Cooperative 0 0 2 0 9 11 
Thanh Tan Cooperative 0 0 1 0 3 4 
Dai Loi Cooperative 0 8 8 8 0 8 
Vinh Phuc Cooperative 0 0 2 0 2 4 
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Group 
Complicat

ed to 
record 

Fill in the 
form at 
home 

Time 
consuming 

Difficult 
to record Others 

Any of 
disadva
ntage 

Visa Cooperative 1 0 0 2 1 4 
Total 3 12 39 38 28 98 
 1.1% 4.3% 13.9% 13.6% 10.0% 35.0% 

Note: Others are forgetting of recording and need reminding. 
 

2.2.5.5 Check/refer the record before next action (Q I 2.12) 

Almost of interviewed farmers (97.7%) who recorded their field activity regularly (252 of 258 
farmers, refer to 2.2.5.1) responded that they were checking/referring the record before next 
action such as pesticide application and harvesting.  

 

Figure 2-38 Check/refer the Record before next action by groups 

2.2.5.6 Reason not recording regularly (Q I 2.13) 

Among 22 farmers who did not record the field activity regularly (refer to 2.2.5.1), major reason 
was “Spend time to record” (19 farmers, 95%), even though farmers understand the benefit of 
recording.  
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Table 2-47 The reason did not record  

Group 

Number of 
farmers not 
recording 
regularly 

No 
penalty 

No one 
confirm 

Don't 
know 
how 

No 
benefit 

Spend 
time to 
record 

Duc Chinh Cooperative 0 0 0 0 0 0 
Tan Minh Duc Cooperative 1 0 0 0 0 1 
Thanh Ha Company 0 0 0 0 0 0 
CP Green Farm Facility Unit 0 0 0 0 0 0 
Lua Farmer Group 0 0 0 0 0 0 
Ha Vy Cooperative 2 0 1 0 0 1 
Cat Lai Cooperative 8 0 0 0 0 8 
Thanh Tan Cooperative Group 0 0 0 0 0 0 
Yen Phu Cooperative 2 0 0 0 0 2 
Binh Minh Cooperative 0 0 0 0 0 0 
Huong Non Cooperative 0 0 0 0 0 0 
Truong Thinh Cooperative 1 0 0 0 0 1 
Quynh Hai Cooperative 0 0 0 0 0 0 
Thanh Tan Cooperative 0 0 0 0 0 0 
Dai Loi Cooperative 0 0 0 0 0 0 
Vinh Phuc Cooperative 6 0 0 1 0 5 
Visa Cooperative 2 0 0 1 0 1 
Total 22 0 1 2 0 19 

 

2.2.5.7 Cultivation calendar (Q I 2.14) 

Cultivation calendar is a plan which includes information of fertilizer and agrochemical (ex. 
Moment, amount, type to use). There were 211 interviewed households (75%) responding that 
they had cultivation calendar. 

 

Figure 2-39 Cultivation Calendar 

Groups with 100% of respondents have farming schedule such as CP Green Farm, Thanh Tan 
Cooperative group and Dai Loi, Visa cooperatives. Huong Non cooperative has the lowest rate 
of cultivation calendar, at 52.4%. 
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Figure 2-40 Cultivation Calendar by Groups 

2.2.6 Agrochemicals 

2.2.6.1 Awareness of agrochemical use (Q I 2.15) 

77.5% of interviewed farmers answered that “There is no negative effect for human if use 
appropriate amount/ correct amount”. 20.0%  of interviewed farmers answered that “There is a 
negative effect for human even if use just a little. So it's better to reduce amount as little as 
possible”. 2.5% of interviewed farmers answered that “There is no negative effect for human 
even if use a lot”. 

 

Figure 2-41 Awareness of agrochemical use 
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Figure 2-42 Awareness of agrochemical use by groups 

2.2.6.2 Awareness of agrochemical registration (Q I 2.17) 

This was the question about the awareness of 2 types of agrochemicals; (1) registered to use 
and (2) not registered/ prohibited to use. 279 farmers (99.6%) answered that they knew the 
difference, except for one farmer. 

 

Figure 2-43 Awareness of agrochemical registration 
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2.2.6.3 Awareness of pesticides to use per type of vegetable (Q I 2.18) 

All 280 respondents answered that they knew “The pesticides that can be used depend on the 
type of vegetables, even if it is registered”. 

2.2.6.4 Reason for choosing pesticides (Q I 2.19) 

56.1% of interviewed farmers answered a guidance of Government technical staff as the reason 
to choose pesticides, followed by a guidance from farmers’ groups (53.2%). 32.9% of the 
farmers answered they chose pesticides based on their own experience. 

Table 2-48 Reason for choosing pesticides  

Group Own 
experiences 

Guidance 
from 

organization 

Shop’s 
guidance 

Guidance of 
Government 

technical staff 
Others 

Duc Chinh Cooperative 10 13 8 14 0 
Tan Minh Duc Cooperative 12 13 8 12 0 
Thanh Ha Company 0 4 0 4 0 
CP Green Farm Facility Unit 0 1 0 1 0 
Lua Farmer Group 15 2 1 5 2 
Ha Vy Cooperative 8 14 4 9 5 
Cat Lai Cooperative 10 17 1 2 0 
Thanh Tan Cooperative Group 0 11 0 11 0 
Yen Phu Cooperative 6 4 4 14 1 
Binh Minh Cooperative 7 8 0 9 0 
Huong Non Cooperative 0 9 0 16 1 
Truong Thinh Cooperative 5 1 4 17 1 
Quynh Hai Cooperative 3 9 0 13 2 
Thanh Tan Cooperative 12 15 8 12 0 
Dai Loi Cooperative 0 6 8 6 0 
Vinh Phuc Cooperative 3 15 0 8 1 
Visa Cooperative 1 7 0 4 0 
Total 92 149 46 157 13 
 32.9% 53.2% 16.4% 56.1% 4.6% 

Note: Others are information on the label of pesticide packages. 
 

2.2.6.5 The moment using pesticides (Q I 20) 

69.6% of farmer use pesticides when discovering pest and diseases, while 45% of farmers 
follow the guidance of Government technical staff and 14.3% follow the guidance of their 
groups. 

Table 2-49 The moment using pesticides  

Group When 
discovering 

Following 
guidance of 
organization 

Shop's 
guidance 

Guidance of 
Government 

technical staff 
Others 

Duc Chinh Cooperative 20 7 8 7 3 
Tan Minh Duc Cooperative 19 7 7 8 4 
Thanh Ha Company 8 0 0 0 1 
CP Green Farm Facility Unit 2 0 0 0 0 
Lua Farmer Group 16 0 0 0 9 
Ha Vy Cooperative 15 3 0 9 3 
Cat Lai Cooperative 11 2 0 7 7 
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Group When 
discovering 

Following 
guidance of 
organization 

Shop's 
guidance 

Guidance of 
Government 

technical staff 
Others 

Thanh Tan Cooperative Group 0 3 0 11 0 
Yen Phu Cooperative 11 0 0 14 5 
Binh Minh Cooperative 9 0 0 5 4 
Huong Non Cooperative 10 2 0 12 0 
Truong Thinh Cooperative 13 0 0 9 3 
Quynh Hai Cooperative 13 0 0 10 4 
Thanh Tan Cooperative 19 7 7 14 3 
Dai Loi Cooperative 6 6 8 6 0 
Vinh Phuc Cooperative 17 2 0 9 2 
Visa Cooperative 6 1 1 5 2 
Total 195 40 31 126 50 
 69.6% 14.3% 11.1% 45.0% 17.9% 

Note: Others are to use pesticides according to personal experiences when pests or diseases occur depending on 
the type of pest and weather conditions. 
 

2.2.6.6 The concentration/dosage of pesticides (Q I 2.21) 

When farmer check the concentration/dosage of pesticides, 64.3% of farmers follow the 
instructions on the packaging and 35% follow the guidance of Government technical staff. 

 

Figure 2-44 Concentration/dosage of Pesticide 
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Figure 2-45 Concentration/dosage of Pesticide by Groups 

2.2.6.7 Comparation of usage amount of agrochemicals for between Safe Vegetable 
and Normal Vegetable (Q I 2.22) 

77% of farmers responded that the usage amount of agrochemical for Normal vegetable 
cultivation was higher than the one for Safe vegetable cultivation (77.1% versus 7.9%). 
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Figure 2-46 Used Amount Agrochemical 

 

Figure 2-47 Comparation of Amount Agrochemical by Groups 

2.2.6.8 Deciding the harvesting day (Q I 2.23) 

The interviewed farmers decide the harvesting day following the guidance of Government 
technical staff (41.1%) and following the guidance of their group (20.7%) while 27.1% of 
farmers decide based on their own experiences. 
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Figure 2-48 Deciding the Havesting Day 

 

Figure 2-49 Deciding the Havesting Day by Groups 

2.2.6.9 The Protection for Spraying Pesticides (Q I 2 .24) 

When spraying pesticides for vegetables, almost farmers responded that they wear multiple 
protection objects, such as gloves (98.6%), mask (98.2%), raincoats over the clothes (96.8%), 
and others (boots, glasses) at 38.6%.  
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Table 2-50 The Protection for Spraying Pesticides  

Group Wear 
raincoats Wear mask Wear 

gloves Not typical Others 

Duc Chinh Cooperative 20 20 20 0 13 
Tan Minh Duc Cooperative 20 20 20 0 7 
Thanh Ha Company 8 8 8 0 8 
CP Green Farm Facility Unit 2 2 2 0 2 
Lua Farmer Group 20 20 20 0 8 
Ha Vy Cooperative 19 18 18 0 2 
Cat Lai Cooperative 17 20 20 0 4 
Thanh Tan Cooperative Group 11 11 11 0 0 
Yen Phu Cooperative 20 20 20 0 12 
Binh Minh Cooperative 13 13 13 0 6 
Huong Non Cooperative 19 19 19 0 4 
Truong Thinh Cooperative 20 20 21 0 6 
Quynh Hai Cooperative 21 21 21 0 13 
Thanh Tan Cooperative 19 19 19 0 13 
Dai Loi Cooperative 14 14 14 0 0 
Vinh Phuc Cooperative 18 20 20 0 5 
Visa Cooperative 10 10 10 0 5 
Total 271 275 276 0 108 
 96.8% 98.2% 98.6% 0.0% 38.6% 

 

2.2.7 Marketing 

2.2.7.1 Percentage of Vegetable Sales Volume (Q I 3.0) 

Percentage of volume sold as safe vegetable was 86.6% and normal vegetable was 13.4%. 
Thanh Ha Company, CP Green Farm Facility Unit and Visa Cooperative only sell safe 
vegetable. Dai Loi cooperative has the highest % of volume sold as normal vegetable at 34.3%. 

 

Figure 2-50 Vegetable Sales Volume 
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Figure 2-51 Vegetable Sales Volume by Groups 

2.2.7.2 Compare the prices of safe vegetables with normal vegetables (Q I 3.1, I 3.2) 

The selling price of safe vegetables is higher than normal vegetables by 13.1% on average. The 
highest selling price’s groups such as CP Green Farm Facility Unit, Yen Phu and Binh Minh 
Cooperatives have of 30%, 24.3% and 18.1% respectively. Thanh Tan Cooperative Group has 
the same price for safe vegetables as regular vegetables (0%). 

When safe vegetables cannot be sold as safe vegetables, the price difference with normal 
vegetables is only 1.6%. For groups such as Thanh Ha Company, CP Green Farm Facility Unit, 
Thanh Tan Cooperative Group, Binh Minh and Dai Loi Cooperatives, the selling price of safe 
vegetables will be the same as the price of normal vegetables. Groups with a much decrease in 
safe vegetable prices when sell and can not sell included CP Green Farm Facility Unit 
(decreased 30%), Yen Phu Cooperative (decreased 21.3%), and Binh Minh Cooperative 
(decreased 18.1%). 

Table 2-51 Compare the prices of safe vegetables with normal vegetables  

Group When sold (%) When cannot sell (%) 
Duc Chinh Cooperative 11.8 2.5 
Tan Minh Duc Cooperative 11.5 1.0 
Thanh Ha Company 16.9 0.0 
CP Green Farm Facility Unit 30.0 0.0 
Lua Farmer Group 10.3 4.0 
Ha Vy Cooperative 13.8 0.5 
Cat Lai Cooperative 13.4 1.9 
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Group When sold (%) When cannot sell (%) 
Thanh Tan Cooperative Group 0.0 0.0 
Yen Phu Cooperative 24.3 3.0 
Binh Minh Cooperative 18.1 0.0 
Huong Non Cooperative 14.0 1.0 
Truong Thinh Cooperative 9.9 1.2 
Quynh Hai Cooperative 12.6 4.0 
Thanh Tan Cooperative 11.0 0.5 
Dai Loi Cooperative 16.8 0.0 
Vinh Phuc Cooperative 11.5 1.8 
Visa Cooperative 9.0 1.0 
Total 13.1 1.6 

 

2.2.7.3 Percentage of Sales Volume of Joint Sales (Q I 3.3) 

Average percentage of joint sales on vegetable sales is 66.4%, the highest percentage of groups 
are CP Green Farm Facility Unit (100%), Visa Cooperative (98%), and Thanh Ha Company 
(97.5%). 

Average percentage of individual sales on vegetable sales is 33.6%, the highest percentage of 
groups are Truong Thinh Cooperative (72.6%), Huong Non Cooperative (66.5%), and Thanh 
Tan Cooperative Group (55.5%). 

 

Figure 2-52 Percentage of sales volume of joint sales 
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Figure 2-53 Percentage of sales volume of joint sales by groups 

2.2.7.4 Main buyer (Q I 3.4) 

53% of interviewed people responded that their main buyer is Trader/Collector. Other buyers 
covered 26% are included: people bring vegetables to the market by themselves, people sell 
vegetables to relatives and friends for daily consumption. 

 

Figure 2-54 Main Buyers 
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Figure 2-55 Main Buyers by Groups 

2.2.7.5 Main post-harvesting activity on individual sales (Q I 3.5) 

Out of 280 interviewed farmers, there were 216 farmers with both joint sale and individual sale 
(the rest sold all products to the group, participating in joint sale 100% of vegetable products). 
On individual sales, the main post-harvesting activities are washing (46 farmers, 21.3%), 
sorting (127 farmers, 58.8%), packing (65 farmers, 30.1%), and others (29 farmers, 13.4%). 41 
farmers (19%) do not have any post-harvesting activity. 

 

Figure 2-56 Post-havesting Activity 



68 

 

Figure 2-57 Post-havesting Day by Groups 

2.2.7.6 Location of washing products on individual sale (Q I 3.6, I 3.7) 

Out of 46 farmers that wash vegetables before selling, the main places for washing products are 
at post-harvest handling zones (76%, 35 farmers), 10 farmers wash at home (22%). 

 

Figure 2-58 Washing Products 
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Place to put products in/on after washing are mainly on the sheet or in the basket (70%, 32 
farmers). 

Table 2-52 Location of washing products 

Group 
Location of washing products 

Place to put products 
in/on after washing 

At post 
harvest zones 

Wash at 
home 

Wash in 
the field 

On the 
floor 

On the 
sheet Other 

Duc Chinh Cooperative 0 0 0 0 0 0 
Tan Minh Duc Cooperative 1 0 0 0 1 0 
Thanh Ha Company 0 0 0 0 0 0 
CP Green Farm Facility Unit 0 0 0 0 0 0 
Lua Farmer Group 0 3 0 0 3 0 
Ha Vy Cooperative 2 0 0 0 2 0 
Cat Lai Cooperative 0 0 0 0 0 0 
Thanh Tan Cooperative Group 11 0 0 11 0 0 
Yen Phu Cooperative 1 0 1 0 2 0 
Binh Minh Cooperative 0 0 0 0 0 0 
Huong Non Cooperative 0 0 0 0 0 0 
Truong Thinh Cooperative 1 5 0 0 6 0 
Quynh Hai Cooperative 0 2 0 0 1 1 
Thanh Tan Cooperative 2 0 0 2 0 0 
Dai Loi Cooperative 14 0 0 0 14 0 
Vinh Phuc Cooperative 0 0 0 0 0 0 
Visa Cooperative 3 0 0 0 3 0 
Total 35 10 1 13 32 1 
 76.1% 21.7% 2.2% 28.3% 69.6% 2.2% 

 

2.2.7.7 Knowing Demand of buyer (Q I 3.8, I 3.9) 

 

Figure 2-59 Demand of Buyer 

95% of interviewed farmers know the demand of buyers. The number of farmers who known 
about type of demand information such as type of vegetable (69%), quality of vegetable (72.5%) 
and safety (63.8%).  
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Table 2-53 Type of buyers’ demand known by the farmers 

Group Type of 
vegetable Quality Amount Period or 

time to sell Safety 

Duc Chinh Cooperative 13 14 5 5 14 
Tan Minh Duc Cooperative 12 11 6 3 10 
Thanh Ha Company 4 8 3 0 8 
CP Green Farm Facility Unit 1 2 1 0 2 
Lua Farmer Group 13 10 2 0 11 
Ha Vy Cooperative 21 17 8 1 13 
Cat Lai Cooperative 9 19 3 2 10 
Thanh Tan Cooperative Group 11 11 11 11 11 
Yen Phu Cooperative 4 14 3 2 6 
Binh Minh Cooperative 7 6 1 0 7 
Huong Non Cooperative 15 6 2 0 6 
Truong Thinh Cooperative 15 10 2 0 11 
Quynh Hai Cooperative 13 12 2 0 12 
Thanh Tan Cooperative 12 12 0 0 10 
Dai Loi Cooperative 14 14 14 14 14 
Vinh Phuc Cooperative 13 17 9 3 17 
Visa Cooperative 8 9 3 0 7 
Total 185 192 75 41 169 
 69.8% 72.5% 28.3% 15.5% 63.8% 

 

2.2.7.8 Way to satisfy buyer's demand (Q I 3.10, I 3.11) 

Out of 265 farmers who know the demand of buyers, 97% of farmers (258 farmers) devise a 
way to produce or sell the product. 

 

Figure 2-60 Devise a way to produce/sell 

To satisfy buyer's demand, in particular, the farmers devise a way to produce/sell as follow: 

- Use correct amount of Agrochemical: 99% 
- Use agrochemicals with keeping pre-harvest interval (PHI): 99% 
- Maintain soil condition by using compost/soil sterilization: 73% 
- Use new variety seeds: 48% 
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- Use agriculture materials to avoid insect/disease damage (seedling tray, non woven 
textile, etc.): 48%  

- Make a production plan to adjust the delivery date: 67% 
- Sorting/Cleaning after harvesting: 64% 
- Use plastic basket to avoid damage during harvesting/transportation: 45% 
- Put label/logo on packaging: 41% 

Table 2-54 Practicing actions to produce/sell 
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Duc Chinh Cooperative 17 17 17 13 7 10 10 8 9 0 
Tan Minh Duc Cooperative 18 18 18 14 14 18 18 7 7 0 
Thanh Ha Company 8 8 8 5 5 8 8 5 5 0 
CP Green Farm Facility Unit 2 2 2 1 1 2 2 2 2 1 
Lua Farmer Group 18 18 10 6 5 10 10 6 6 0 
Ha Vy Cooperative 17 17 13 6 8 10 10 9 1 0 
Cat Lai Cooperative 19 19 11 5 6 12 10 8 6 0 
Thanh Tan Cooperative Group 11 11 11 11 11 11 11 11 11 0 
Yen Phu Cooperative 16 16 8 6 7 9 9 7 6 1 
Binh Minh Cooperative 13 12 11 11 11 11 11 5 5 0 
Huong Non Cooperative 20 20 13 0 0 10 11 5 5 0 
Truong Thinh Cooperative 18 18 9 0 6 10 3 6 6 0 
Quynh Hai Cooperative 19 19 12 15 8 12 12 8 8 0 
Thanh Tan Cooperative 18 18 9 7 6 11 9 7 7 0 
Dai Loi Cooperative 14 14 14 14 14 14 14 9 9 0 
Vinh Phuc Cooperative 19 19 15 5 11 8 11 10 9 0 
Visa Cooperative 8 10 7 4 4 6 7 4 4 0 
Total 255 256 188 123 124 172 166 117 106 2 
 99% 99% 73% 48% 48% 67% 64% 45% 41% 1% 

 

2.2.7.9 Satisfaction with buyer (Q I 3.12, I 3.13) 

Almost farmers are satisfied with current buyers (99.6%).  
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Figure 2-61 Satisfaction with Buyer 

68.2% of farmers think the buyers can buy big amount, they can pay quickly (59.6%) and they 
can buy every year (57.9%). Only 42.5% of farmers think that the buyers keep promise (ex: 
keep condition regarding to price, amount, quality), and they don't mix Safe vegetable and 
Normal vegetable (30%). 

Table 2-55 Reasons to satisfied with the buyers 

Group Higher 
price 

Big 
amount 

Long 
period 

Keep 
promise 

Don't 
mix 

Pay 
quickly 

Buy 
every 
year 

Others 

Duc Chinh Cooperative 11 15 14 14 13 14 12 5 
Tan Minh Duc Cooperative 12 14 13 13 11 14 14 6 
Thanh Ha Company 3 4 3 4 4 4 5 4 
CP Green Farm Facility Unit 1 1 1 1 1 1 1 1 
Lua Farmer Group 1 14 5 6 5 13 5 6 
Ha Vy Cooperative 2 9 4 7 0 10 9 8 
Cat Lai Cooperative 3 12 6 2 3 9 10 4 
Thanh Tan Cooperative Group 0 11 0 11 0 11 11 0 
Yen Phu Cooperative 11 15 12 12 10 14 17 5 
Binh Minh Cooperative 8 11 7 4 3 11 12 2 
Huong Non Cooperative 8 14 8 12 10 12 10 1 
Truong Thinh Cooperative 11 13 9 3 1 6 5 6 
Quynh Hai Cooperative 11 15 8 7 5 15 15 6 
Thanh Tan Cooperative 9 15 4 6 3 6 7 5 
Dai Loi Cooperative 14 8 14 14 14 8 14 0 
Vinh Phuc Cooperative 11 12 2 3 1 15 9 3 
Visa Cooperative 6 8 1 0 0 4 6 1 
Total 122 191 111 119 84 167 162 63 
 43.6% 68.2% 39.6% 42.5% 30.0% 59.6% 57.9% 22.5% 

Note: Others are: sales based on the contract, volume is stable, and prices according to market prices 
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2.2.7.10 Compare vegetable with other area (Q I 3.15) 

51.1% of interviewed farmer compared their vegetable with vegetable of other area. 105 of 
them (37.5%) compare with near provinces, 17.5% compared with Ha Noi vegetable. There are 
137 farmers (48.9%) did not compare. 

Table 2-56 Compare vegetable with other area 

Group Ha Noi Da Lat Moc 
Chau 

Near 
provinces Others No 

comparison 
Duc Chinh Cooperative 2 0 0 14 0 6 
Tan Minh Duc Cooperative 3 0 0 11 1 8 
Thanh Ha Company 3 1 1 3 0 5 
CP Green Farm Facility Unit 0 0 0 1 0 1 
Lua Farmer Group 2 2 0 13 0 7 
Ha Vy Cooperative 2 1 0 5 0 15 
Cat Lai Cooperative 5 0 0 4 1 10 
Thanh Tan Cooperative Group 0 0 0 0 0 11 
Yen Phu Cooperative 2 0 0 6 0 7 
Binh Minh Cooperative 6 0 0 2 0 5 
Huong Non Cooperative 0 0 0 10 0 11 
Truong Thinh Cooperative 2 1 0 9 2 9 
Quynh Hai Cooperative 13 0 0 6 5 4 
Thanh Tan Cooperative 5 0 0 13 2 4 
Dai Loi Cooperative 0 0 0 7 0 14 
Vinh Phuc Cooperative 3 4 0 1 2 12 
Visa Cooperative 1 1 0 0 0 8 
Total 49 10 1 105 13 137 
 17.5% 3.6% 0.4% 37.5% 4.6% 48.9% 

Note: Others are: compared with other farms and other cooperatives in their province. 
 

2.2.7.11 Problem on Joint sales (Q I 3.16) 

243 (86.8%) of interviewed farmers think that they do not have problem on joint sale. Among 
remaining 37 farmers, 20 farmers think the most problem is the limited of demand (7.1%), 
followed by low price (4.6%) and the limited information of buyers (3.9%). 

Table 2-57 Problem on Joint sales 
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Duc Chinh Cooperative 0 0 0 0 0 20 0 
Tan Minh Duc Cooperative 0 0 0 0 0 20 0 
Thanh Ha Company 0 0 0 0 0 8 0 
CP Green Farm Facility Unit 0 0 0 0 0 2 0 
Lua Farmer Group 0 0 0 0 0 19 1 
Ha Vy Cooperative 0 0 0 0 0 19 1 
Cat Lai Cooperative 1 2 0 0 0 16 1 
Thanh Tan Cooperative Group 11 11 11 0 0 0 0 
Yen Phu Cooperative 0 0 0 0 0 19 0 
Binh Minh Cooperative 0 0 0 0 0 13 0 
Huong Non Cooperative 0 6 0 0 0 14 0 
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Truong Thinh Cooperative 1 1 0 0 1 17 1 
Quynh Hai Cooperative 0 0 0 0 0 20 1 
Thanh Tan Cooperative 0 0 0 0 0 19 0 
Dai Loi Cooperative 0 0 0 0 0 14 0 
Vinh Phuc Cooperative 0 0 0 0 1 15 1 
Visa Cooperative 0 0 0 2 0 8 0 
Total 13 20 11 2 2 243 6 
 4.6% 7.1% 3.9% 0.7% 0.7% 86.8% 2.1% 

 

2.2.7.12 Benefits receive after applying GAP (Q I 3.17) 

The farmers receive many benefits after applying GAP, they can sell higher price (64% of 
farmer selected), they also sell bigger amount (63%) and sell longer period (53%). When 
applying GAP, farmers easy to find buyers (53%) and approach to modern market (49%). 

Through GAP, they also reduce unsold vegetables (51%), raise awareness of farmers about food 
safety and environment (40%), motivate farmers to produce safe vegetable (40%) and reduce 
production cost (32%) 

Table 2-58 Benefits received after applying GAP 
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Duc Chinh Cooperative 15 14 14 6 7 11 10 10 6 8 
Tan Minh Duc Cooperative 16 17 13 5 8 12 10 7 7 4 
Thanh Ha Company 6 4 4 4 4 4 2 1 0 6 
CP Green Farm Facility Unit 2 1 1 1 1 1 1 0 0 1 
Lua Farmer Group 3 12 12 6 6 3 1 0 0 7 
Ha Vy Cooperative 15 11 6 7 6 7 5 6 5 4 
Cat Lai Cooperative 13 12 9 15 13 12 8 7 7 3 
Thanh Tan Cooperative Group 0 0 0 11 0 0 11 11 11 0 
Yen Phu Cooperative 12 14 12 13 13 13 8 7 7 8 
Binh Minh Cooperative 10 11 10 12 12 11 6 8 6 3 
Huong Non Cooperative 15 11 12 12 11 9 7 7 7 8 
Truong Thinh Cooperative 14 11 11 14 15 12 7 8 7 6 
Quynh Hai Cooperative 13 8 5 10 7 6 7 7 0 11 
Thanh Tan Cooperative 12 14 12 6 7 13 7 7 7 9 
Dai Loi Cooperative 14 14 14 8 8 14 14 14 14 0 
Vinh Phuc Cooperative 11 14 11 13 14 11 5 7 5 4 
Visa Cooperative 8 8 2 4 6 4 2 4 1 2 
Total 179 176 148 147 138 143 111 111 90 84 
 64% 63% 53% 53% 49% 51% 40% 40% 32% 30% 

Note: Others: Safety for health and the environment; Vegetable products can be served for themselves and 
relatives; Engaged the joint sale, stable sale output and stable income; Get guidance on farming techniques 
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2.2.8 Health, Environment 

2.2.8.1 Health feeling after using agrochemicals (Q I 4.1) 

When the farmers use agrochemical, 85% do not feel bad, 40 farmers (15%) felt bad (Nausea, 
dizziness, headache etc.) or had Abnormality on skin, eye, nose. 

 

Figure 2-62 Health feeling after using agrochemicals 

2.2.8.2 The decline of good insect, small animal, bird (Q I 4.2) 

There are 222 farmers (79%) think number of insect (good insect), fish, small animal, bird are 
reduced by using agrochemical. 

 

Figure 2-63 The Decline of Good Insects 
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2.2.8.3 Feel the pollution (Q I 4.3) 

There are 75% of interviewed farmers have feeling that using fertilizer cause water/ soil 
pollution while 23% farmer do not think that. 

  

Figure 2-64 Feeling the Pollution 

2.2.8.4 Trash into garbage box (Q I 4.4) 

99.6% of interviewed farmers said that package/ bottle of agrochemicals was trashed into 
garbage box properly. 

 

Figure 2-65 Trash into box 

2.2.9 Training 

2.2.9.1 Person to ask questions on cultivation (Q I 5.1) 

When farmers have a farming problem, the first person they want to ask is Person in charge for 
cultivation in your organization (91.1%), followed by Government officers (30.7%). 
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Table 2-59 Person to ask a questions on cultivation 

Group Government 
officers 

Member in the 
organization 

Family/ 
friend Shop Buyer Farmers Not 

ask 
Duc Chinh Cooperative 5 16 2 1 0 5 0 
Tan Minh Duc Cooperative 9 14 1 0 0 7 0 
Thanh Ha Company 3 5 0 0 0 3 0 
CP Green Farm Facility Unit 1 1 0 0 0 1 0 
Lua Farmer Group 2 18 1 0 0 5 0 
Ha Vy Cooperative 14 20 0 2 0 0 0 
Cat Lai Cooperative 2 17 6 1 0 1 0 
Thanh Tan Cooperative 
Group 11 11 0 0 0 11 0 
Yen Phu Cooperative 0 18 3 2 0 2 2 
Binh Minh Cooperative 5 13 0 2 0 0 0 
Huong Non Cooperative 6 20 1 0 1 2 0 
Truong Thinh Cooperative 0 21 5 2 1 3 0 
Quynh Hai Cooperative 5 21 0 0 0 2 0 
Thanh Tan Cooperative 5 20 2 0 0 1 0 
Dai Loi Cooperative 14 14 0 0 14 0 0 
Vinh Phuc Cooperative 4 18 0 1 1 2 0 
Visa Cooperative 0 8 0 0 0 4 0 
Total 86 255 21 11 17 49 2 
 30.7 91.1 7.5 3.9 6.1 17.5 0.7 

 

2.2.9.2 Received training (Q I 5.2) 

98% of the farmers have participated in the training regarding cultivation method. There are 6 
people who have not attended any training because they are busy and have no chance to receive 
training. 

 

Figure 2-66 Received Training 

2.2.9.3 Thematic of training (Q I 5.3) 

Out of 274 farmers who received trainings, the training theme that the farmers participated are:  
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- Protection from disease, insect (96%) 
- Cultivation method, except Protection from disease, insect (89.8%) 
- GAP method (98.2%) 
- Marketing (70.8%) 
- Method to protect health of farmer (ex: correct method to use agrochemical) (71.2%) 

Table 2-60 Thematic of training 
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Duc Chinh Cooperative 20 20 20 14 14 0 0 1 
Tan Minh Duc Cooperative 20 20 20 14 14 0 0 0 
Thanh Ha Company 8 8 8 4 4 0 0 0 
CP Green Farm Facility Unit 2 2 2 1 1 0 0 0 
Lua Farmer Group 20 20 20 14 14 0 0 1 
Ha Vy Cooperative 20 20 19 14 16 4 1 3 
Cat Lai Cooperative 14 16 17 9 8 0 0 5 
Thanh Tan Cooperative Group 11 11 11 11 11 0 0 0 
Yen Phu Cooperative 18 16 19 13 13 0 0 3 
Binh Minh Cooperative 11 12 13 10 10 0 0 2 
Huong Non Cooperative 19 12 19 11 11 0 0 0 
Truong Thinh Cooperative 19 13 20 13 13 1 0 2 
Quynh Hai Cooperative 21 21 21 15 15 0 0 2 
Thanh Tan Cooperative 18 18 20 14 14 0 0 1 
Dai Loi Cooperative 14 14 14 14 14 14 14 0 
Vinh Phuc Cooperative 20 17 19 17 15 0 0 1 
Visa Cooperative 8 6 7 6 8 1 0 2 
Total 263 246 269 194 195 20 15 23 
 96.0 89.8 98.2 70.8 71.2 7.3 5.5 8.4 

 

2.2.9.4 Training organization (Q I 5.4) 

The training courses are mainly organized by Government like DARD (98.9%), International 
cooperation agency is about 13.1%, the rest are not significant. 

Table 2-61 Training organization 
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Duc Chinh Cooperative 20 0 0 0 0 0 0 0 3 
Tan Minh Duc Cooperative 20 1 0 0 0 0 0 0 0 
Thanh Ha Company 8 0 0 0 0 0 0 0 0 
CP Green Farm Facility Unit 2 0 0 0 0 0 0 0 0 
Lua Farmer Group 20 0 0 0 0 0 6 0 6 
Ha Vy Cooperative 20 4 1 3 3 1 0 0 1 
Cat Lai Cooperative 17 0 1 4 4 0 0 0 0 
Thanh Tan Cooperative Group 11 11 11 11 11 0 0 0 0 
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Yen Phu Cooperative 19 5 0 0 0 0 0 0 4 
Binh Minh Cooperative 13 0 0 0 0 0 0 0 0 
Huong Non Cooperative 19 0 0 0 0 0 0 0 0 
Truong Thinh Cooperative 20 0 0 0 0 0 0 0 0 
Quynh Hai Cooperative 21 0 0 0 0 0 0 0 4 
Thanh Tan Cooperative 19 0 0 0 0 0 0 0 5 
Dai Loi Cooperative 14 14 0 0 0 0 0 0 0 
Vinh Phuc Cooperative 20 1 0 0 0 0 0 0 0 
Visa Cooperative 8 0 0 0 0 0 0 0 2 
Total 271 36 13 18 18 1 6 0 25 
 98.9 13.1 4.7 6.6 6.6 0.4 2.2 0.0 9.1 

 

2.2.9.5 Needs to be trained (Q I 5.6) 

98.9% of interviewed farmers want to receive training regarding to cultivation/ marketing of 
vegetable in the future. 

Table 2-62 Needs to be trained 

Group Yes Cannot say Yes 
or No No 

Duc Chinh Cooperative 20 0 0 
Tan Minh Duc Cooperative 20 0 0 
Thanh Ha Company 8 0 0 
CP Green Farm Facility Unit 2 0 0 
Lua Farmer Group 20 0 0 
Ha Vy Cooperative 20 0 0 
Cat Lai Cooperative 20 0 0 
Thanh Tan Cooperative Group 11 0 0 
Yen Phu Cooperative 17 1 2 
Binh Minh Cooperative 13 0 0 
Huong Non Cooperative 20 0 0 
Truong Thinh Cooperative 21 0 0 
Quynh Hai Cooperative 21 0 0 
Thanh Tan Cooperative 20 0 0 
Dai Loi Cooperative 14 0 0 
Vinh Phuc Cooperative 20 0 0 
Visa Cooperative 10 0 0 
Total 277 1 2 
 98.9 0.4 0.7 

 

2.2.9.6 Knowledge and Practice of learned knowledge (Q I 5.7) 

Before project, the proportions of farmer known appropriate pesticide application (both amount 
and method) and appropriate disposal of pesticide bags are 87.1% and 83.9 respectively. Less 
farmers known the new techniques (such as soil sterilization, new seedling method by using 
seedling tray, grafting, non-woven textile to prevent insect, etc.) from 22.5% to 41.1%. The 
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practice of learned knowledge is not popular (e.g. only 28.6% of farmer practice VietGAP while 
51.1% of farmer who learned VietGAP). 

Currently, almost interviewed farmers are learned (more than 90%) and practiced (more than 
80%), except net house/vinyl house has not much farmers applied because the invest cost is 
high. 

Table 2-63 Knowledge and Practice of learned knowledge 

Activities 

Knowledge level Practice level 
Know at the 
beginning of 
the project 

Currently 
know 

Practice at 
the beginning 
of the project 

Currently 
practice 

Intend to do 
in the future 

No. % No. % No. % No. % No. % 
VietGAP 143 51.1 270 96.4 80 28.6 249 88.9 277 98.9 
Basic GAP 124 44.3 277 98.9 90 32.1 277 98.9 277 98.9 
Safe production 170 60.7 277 98.9 137 48.9 275 98.2 277 98.9 
Record keeping 147 52.5 275 98.2 109 38.9 268 95.7 274 97.9 
Quality check 171 61.1 275 98.2 121 43.2 273 97.5 275 98.2 
Quick test kit 114 40.7 270 96.4 80 28.6 263 93.9 275 98.2 
Pesticide application 244 87.1 275 98.2 217 77.5 274 97.9 275 98.2 
Pesticide bags 235 83.9 277 98.9 215 76.8 277 98.9 277 98.9 
Harvest 209 74.6 275 98.2 180 64.3 275 98.2 275 98.2 
Post-harvest 145 51.8 277 98.9 129 46.1 270 96.4 277 98.9 
Internal audit 121 43.2 276 98.6 100 35.7 256 91.4 277 98.9 
Compost 156 55.7 269 96.1 151 53.9 269 96.1 277 98.9 
Soil sterilization 115 41.1 275 98.2 93 33.2 232 82.9 277 98.9 
New seedling 74 26.4 267 95.4 58 20.7 225 80.4 274 97.9 
Grafting 63 22.5 261 93.2 44 15.7 178 63.6 274 97.9 
Non-woven textile 102 36.4 273 97.5 95 33.9 243 86.8 277 98.9 
Large tunnel 82 29.3 266 95 40 14.3 173 61.8 274 97.9 
Net house 71 25.4 173 61.8 43 15.4 81 28.9 187 66.8 
Production planning 106 37.9 277 98.9 100 35.7 266 95 277 98.9 
Joint sale 121 43.2 276 98.6 123 43.9 273 97.5 277 98.9 
Study tour 159 56.8 277 98.9 152 54.3 277 98.9 277 98.9 
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Figure 2-67 Practice of Learned Knowledge 
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2.2.10 Financing 

2.2.10.1 Used loan service (Q I 6.1, I 6.2) 

 

Figure 2-68 Used Loan Service 

There are 23% of farmer used a loan service only. Binh Minh cooperative has the highest 
proportion of people using loans. 

 

Figure 2-69 Used Loan Service by Group 
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The most popular loan provider is AgiBank, the average loan per farmer is VND 109 million 

Table 2-64 Loan provider 

Loan Provider Loan % Loan Amount 
(VND) 

Average Loan 
Amount (VND/Loan) % 

Agricultural Bank 28 43.8 2,950,000,000 105,357,143 42.2 
Social Policy Bank 13 20.3 600,000,000 46,153,846 8.6 
Agricultural Cooperative 6 9.4 1,200,000,000 200,000,000 17.2 
Family/ Friend 5 7.8 400,000,000 80,000,000 5.7 
Material supplier 0 0.0 0 0 0.0 
Buyer 0 0.0 0 0 0.0 
Others 12 18.8 1,836,000,000 153,000,000 26.3 
Total 64  6,986,000,000 109,156,250  

 

2.2.10.2 The reason for not using the loan 

People do not use loans mainly because they do not need (76.1% of respondents). 

Table 2-65 The reason for not using the loan 

Group No need 
Don't 
know 
where 

Don't 
know 
how 

Interest 
rate is 
high 

Don't 
have 

guarantee 
Others 

Duc Chinh Cooperative 17 0 0 0 0 0 
Tan Minh Duc Cooperative 16 0 0 0 0 0 
Thanh Ha Company 4 0 0 0 0 0 
CP Green Farm Facility Unit 2 0 0 0 0 0 
Lua Farmer Group 19 0 0 0 0 0 
Ha Vy Cooperative 19 1 0 0 0 1 
Cat Lai Cooperative 16 0 0 0 0 2 
Thanh Tan Cooperative Group 11 0 0 11 0 0 
Yen Phu Cooperative 14 0 0 0 0 0 
Binh Minh Cooperative 1 0 0 0 0 0 
Huong Non Cooperative 14 0 0 0 0 0 
Truong Thinh Cooperative 17 0 0 0 0 0 
Quynh Hai Cooperative 18 0 0 0 0 0 
Thanh Tan Cooperative 11 0 0 0 0 0 
Dai Loi Cooperative 12 0 0 0 0 0 
Vinh Phuc Cooperative 16 0 0 0 0 0 
Visa Cooperative 6 0 0 0 0 0 
Total 213 1 0 11 0 3 
 76.1% 0.4% 0.0% 3.9% 0.0% 1.1% 

 

2.2.11 ICT (Information and Communication Technology) 

2.2.11.1 Smart phone (Q I 7.1, I 7.2) 

Up to 57.9% of respondents do not have smart phones, mainly in the elderly, especially women. 
The number of people with an iPhone is 12.9% and an Android phone is 28.6%. 

Average cost of paying for internet service of smart phone is VND 151,008/person/month 
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Figure 2-70 Using Smart Phone 

2.2.11.2 Introduced ICT in agriculture (Q I 7.3, I 7.4) 

There are 134 farmers are introduced the ICT (Information and Communication Technology). 
The thematic of introduced ICT are Digital recording, E-learning of extension services, 
Environment measurement (temperature, moisture, rainfall etc), Security camera, Digitized 
operation (irrigation/watering, spraying pesticide, drone, etc), Digital accounting/ payment, 
SNS promotion (facebook, Zalo), and QR code 

 

Figure 2-71 Introduced ICT in agriculture 
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Figure 2-72 Introduced ICT in Agriculture by Groups 

2.2.11.3 Interest to use ICT in agriculture (Q I 7.5) 

The most interest of ICT in agricultural topic is Digitized operation (irrigation/watering, 
spraying pesticide, drone, etc), and SNS promotion (facebook, Zalo) with 41.8% and 36.8% 
respectively. 

Table 2-66 Interest to use ICT in agriculture 
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Duc Chinh Cooperative 2 0 3 3 19 7 9 9 0 
Tan Minh Duc Cooperative 6 4 7 5 9 8 8 3 6 
Thanh Ha Company 1 0 2 1 5 5 4 1 0 
CP Green Farm Facility Unit 0 0 1 1 2 1 1 0 0 
Lua Farmer Group 4 3 4 4 6 5 5 5 10 
Ha Vy Cooperative 4 0 0 5 10 0 7 0 5 
Cat Lai Cooperative 3 0 1 4 0 0 1 1 13 
Thanh Tan Cooperative Group 11 0 11 11 11 11 11 11 0 
Yen Phu Cooperative 2 1 2 4 5 2 4 4 9 
Binh Minh Cooperative 0 1 0 1 7 1 9 0 1 
Huong Non Cooperative 1 0 0 1 6 0 6 0 7 
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Truong Thinh Cooperative 1 0 0 0 7 0 7 0 4 
Quynh Hai Cooperative 2 1 2 4 13 5 12 5 3 
Thanh Tan Cooperative 3 1 4 8 14 8 11 5 7 
Dai Loi Cooperative 1 1 1 1 1 1 1 1 13 
Vinh Phuc Cooperative 3 2 2 3 2 2 4 2 13 
Visa Cooperative 0 0 1 0 0 0 3 0 2 
Total 44 14 41 56 117 56 103 47 93 
 15.7% 5.0% 14.6% 20.0% 41.8% 20.0% 36.8% 16.8% 33.2% 

 

 

Figure 2-73 ICT in Agriculture 

2.2.12 COVID-19 

2.2.12.1 The Difficulties during COVID-19 (Q I 8.1) 

During COVID-19, most of respondents faced a decrease in sale revenue due to reduction of 
sales volume. The difficulties are reduction of orders (83.2%) and reduction of price (84.6%). 
However, 9.3% of interviewed farmer said they do not have any difficulties during Covid-19. 
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Figure 2-74 The Difficulties during COVID-19 

2.2.12.2 Countermeasure to Cover the Loss (Q I 8.2) 

78.9% of farmer responded that they use their own saving to cover the loss caused by natural 
disaster such as COVID-19 or flood.  

15% of interviewed farmer would like to delaying payments to producers. 

12.9% of farmer have other countermeasures to cover the loss of floods such as by the support 
of cooperative or family members. 

 

Figure 2-75 Countermeasure to Cover the Loss  
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CHAPTER 3 KEY FINDINGS COMPARING WITH BASELINE SURVEY 

3.1 General Information of Target Groups 

3.1.1 Registration of the group (2.1.1.2) 

Registration as an agricultural cooperative or an agricultural company is one of benchmark to 
make a sales contract with modern market such as supermarket. Before trial activity, 17 target 
groups had already registered as cooperative or company. Out of remaining 3 groups, two target 
groups (Lien Hiep cooperative and Thanh Tan cooperative in Ha Nam province) newly 
registered as the cooperative after starting trial activity. Lua farmers’ group is a sole farmers’ 
group as of March 2021. Chien Thang cooperative was unregistered and re-registered as Binh 
Minh cooperative.  

 
Note: Baseline survey was conducted for pilot provinces and semi-pilot provinces separately before selecting the 
target groups. Therefore, the initial status in the above figure and afterward are indicated as “Before trial 
activity”.  

Figure 3-1 Registration of Targe Groups 

 

3.1.2 Internal Meeting (2.1.1.6) 

Average number of internal meetings for board members was increased from 3.3 times per year 
before the trial activity to 12 times per year in March 2021. 11 target groups (55%) conduct the 
internal meetings 12 times and more in a year, though it was only one group before trial activity.  
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Note: Before trial activity, the number of meeting was counted for 16 target groups, as number was not counted 
for 4 groups.  

Figure 3-2 Frequency of Internal Meeting for Board Members 

 

3.1.3 Logo mark and Red invoice (2.1.1.8 and 2.1.1.13) 

Before the trial activity, only 9 target groups had their own logo marks (4 companies and 5 
cooperatives). As the result of trial activity, all 20 target groups have own logo marks in March 
2021.  

Before the trial activity, 4 agricultural companies and 3 cooperatives (Dai Loi cooperative, Vinh 
Phuc cooperative, and Visa cooperative) had been able to issue a red invoice. In March 2021, 
additional 3 target groups (Tan Minh Duc cooperative, Lien Hiep cooperative, and Binh Minh 
cooperative) have been able to issue, though other cooperatives and farmers’ group cannot. 

 
Figure 3-3 Holding of Logo Mark and Red Invoice 
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3.2 Production Management 

3.2.1 Record keeping and Analyze agrochemical residue (2.1.1.12, 2.1.1.15, and 2.2.5.3) 

Before starting the trial activity, 8 target groups answered not keeping record of field diary. 
Through the trial activity, all 20 target groups learned knowledge and practice of GAP from 
PPMU officer together with JICA project team and continue keeping records regularly as of 
March 2021. 

Before starting the trial activity, 8 target groups answered not analyzing agrochemical residue. 
Through the trial activity, all 20 target groups confirmed the safety of production area and the 
products by sampling and testing of agrochemical residue. 

 
Note: 12 target groups answered keeping record of field diary before trial activity, however, only 4 target groups 
had recorded regularly and other groups had not recorded regularly according to the field observation by JICA 
project team.  

Figure 3-4 Record Keeping and Analyzing of Agrochemical Residue 

 

The most advantage of recording was convenience for checking/reviewing of production 
activities (252, 90.0%), followed by easiness of recording (177, 63.2%), convenience for 
calculation of income (152, 54.6%), and convenience for setting up of production plans (48.6%).  
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Figure 3-5 Advantage of Record Keeping 

 

3.2.2 Benefits received by applying GAP (2.1.5.12, and 2.2.4.2) 

All groups responded that the biggest benefit of applying GAP was approaching to modern 
market (supermarket, convenience store, etc). 18 groups answered that applying GAP also had 
raised awareness of farmers about food safety and environment, motivated farmers to produce 
safe vegetable, and contributed to sell bigger amount (See the Figure 2-18 Benefits received 
after Applying GAP, Section 2.1.5.12). 

For individual farmers, the most important reasons for applying safe vegetable were “Good for 
producer” (79.6%), “Good for consumer” (77.1%) and “Received guidance” (65.7%). The 
farmers also found that the application of safe vegetable cultivation makes the demand for safe 
vegetables increasing (62.9%) and price high (56.1%) (See the Figure 2-32 Benefit of Safe 
Vegetable Cultivation, Section 2.2.4.2). 

 

3.2.3 Internal Audit (2.1.1.17) 

Before starting the trial activity, 12 target groups answered organizing internal audit more than 
2 times per year though other 8 groups were only 1 time or none of audit organized. Through 
the trial activity, JICA project team together with PPMU facilitated to organize the internal 
audit at least twice a year. Then all 20 groups implemented more than 2 times a year as of March 
2021, and 11 groups implemented 12 times or more numbers in a year. 
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Figure 3-6 Frequency of Internal Audit 

3.2.4 Production Plan (2.1.3) 

All 20 target groups answered that they were satisfied with production plan, in which 50% of 
interview groups were very satisfied as of March 2021. 18 groups cultivate almost as production 
plan and 2 groups cultivate as planned to some extent and all groups are willing to continue the 
production plan. 17 groups answered they were willing to continue the production plan because 
the production plan is the good tool for trading with buyers and it easy to manage harvesting 
and collecting vegetable from farmers. 12 groups said they used production plan due to the 
buyers’ requirements (See the Figure 2-4 Reasons to continue the Production Plan, Section 
2.1.3.4). 

3.2.5 Knowledge and Practice of learned knowledge (2.1.4, and 2.2.9.6) 

Target groups answered that the cultivation methods and materials applied in the trial activity 
were useful and they were willing to continue applying in future as below.  

 
Figure 3-7 Satisfaction of Cultivation Methods/ Materials 
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Through the trial activity, all the knowledge levels of safety control, cultivation methods and 
sales were improved 

 

Figure 3-8 Knowledge on Safe Vegetable Production 

 

Before the trial activity, only 28.6% of farmers practiced VietGAP while 51.1% of farmers 
learned. As such, only 32.1% of farmers practiced Basic GAP while 44.3% of farmers learned. 
But in March 2021, 88.9% of farmers answered practicing VietGAP and 98.9% of farmers 
practicing Basic GAP. Other safety controls such as record keeping, quick test, and internal 
audit were also low percentages of practice before trial activity, but those were largely improved. 
Cultivation methods and joint sales practices were also improved through the trial activity in 
every items (See the Figure 2-67 Practice of Learned Knowledge, Section 2.2.9.6). 
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3.2.6 Joint Sales and Joint Purchase (2.1.1.5) 

Before starting the trial activity, 7 target groups had not practiced joint sales activity, those 
groups were cooperative model. But in March 2021, all 20 target groups practice the joint sales. 

Before starting the trial activity, 11 target groups had practiced joint purchase activity. But in 
March 2021, 15 groups practice joint purchase for agrochemicals and fertilizers. 

 
Note: 5 target groups (Ha Vy cooperative, Thanh Tan cooperative, Yen Phu cooperative, Truong Thinh 
cooperative, and Visa cooperative) answered practicing the joint purchase in March 2021 though they did not 
practice before trial activity, in the meantime Dai Loi cooperative answered not practicing though it had 
practiced before trial activity. Thus, the increased number of joint purchase was 4 (from 11 to 15).  
 

Figure 3-9 Practice of Joint Sales and Joint Purchase 

 

3.2.7 Upgrading of Pre-processing Facility (2.1.1.18) 

Through the trial activity, JICA project team supported upgrading of pre-processing facilities 
of target groups. Then all 20 groups equipped garbage can and basket for shipping. JICA project 
team supported renovation or new construction of pre-processing house as a collection and 
delivery center except for 2 groups: Duc Chinh cooperative and Huong Non cooperative. Duc 
Chinh cooperative eventually received a support for new construction of pre-processing house 
funded by Korean Government. Huong Non cooperative utilize an individual house as a 
collecting center, but there was no washing place in. 

Regarding the means of transportation, there was no support in the trial activity though there 
were several requests raised from target groups and PPMU. Actually transportation was one of 
bottlenecks on joint sales as the buyers often requested target groups to transport the products 
to the collecting centers operated by the buyers. Target groups invested or hired a truck for 
transportation, but the delivery of products of remaining 5 target groups (Ha Vy cooperative, 
Thanh Tan cooperative in Ha Nam, Huong Non cooperative, Quynh Hai cooperative, and Thanh 
Tan cooperative in Thai Binh province) depends on the buyer’s transportation.  
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Note: Washing place was upgraded 19 groups except for Huong Non cooperative.   

Figure 3-10 Upgrading of Pre-processing Facility 

 

3.3 Marketing 

3.3.1 Satisfied with Buyers and the reasons (2.1.5.5) 

Before the trial activity, only 7 target groups answered satisfying with their buyers though 4 
groups were not satisfied with. In March 2021, all 20 target groups answered their satisfaction 
with buyers. 

 
Note: Others in before trial activity are no joint sales practice (n=7) and no answer (n=2). 

Figure 3-11 Satisfaction with Buyers 

 

Major reasons for satisfaction with buyers were “keep promise” (n=19), followed by “buy big 
amount” and “buy continuously” (n=18), those satisfied to more numbers of groups compared 
with “pay higher price” (n=14).  
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Figure 3-12 Reasons for Satisfaction with Buyers 

 

3.3.2 Problems on Joint Sales (2.1.5.7) 

Before the trial activity, price, coordination with members and limited demand were the major 
problems on joint sales and only two groups (Green farm company and Japan Vietnam 
company) answered there was no problem on joint sales.  

Through the trial activity, all 20 target groups conducted joint sales and increased the number 
of buyers with trading amount. In March 2021, 10 groups answered there was no problem on 
joint sales, and the number of groups who answered problems on price, coordination with 
members and limited demand were reduced.  

 
Note: Before trial activity, 6 target groups did not answer as they had no joint sales. 

Figure 3-13 Problems on Joint Sales 
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3.3.3 Coordination Meeting with Buyers (2.1.5.9) 

Before the trial activity, 8 target groups answered there was no experience of coordination 
meeting with buyers and number of meetings were limited. Through the trial activity, all groups 
answered that they had held coordination meetings with buyer at least once a year. Out of 20 
groups, 9 groups had meetings with buyers at least 4 times a year. 

 
Figure 3-14 Coordination Meeting with Buyers 

 

3.3.4 Difficulties to Coordinate with Buyers (2.1.5.10) 

Before the trial activity, the most difficult issues coordinating with buyers were price 
negotiation, followed by the shipment period and the sales amount. 

In March 2021, the most difficult issues were price and the shipment period, those were same 
items with before the trial activity. Price was not recognized as the major problem among target 
groups as shown in the Figure 3-13, but many target groups face difficulty to negotiate with 
buyers to increase the price. The transportation also became the third difficulty as the target 
groups expand the sales especially to modern market. 

 
Figure 3-15 Difficulties to Coordinate with Buyers 
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3.3.5 Way to find buyers, Way buyers find the groups (2.1.7.1, and 2.1.7.2) 

The most common way was that buyers directly contact to the group (18 groups). 17 groups 
were also introduced by other groups. Exhibition (14 groups) and matching event (15 groups) 
organized by JICA project team as well as PPMU were also recognized as useful ways to find 
buyers through participation (See the Figure 2-20 The Way to Find Buyers, Section 2.1.7.1). 

Buyers knew the groups mainly from the project activities (18 groups). SNS or Website was 
also useful tool to introduce the target groups to the buyers (15 groups) comparing with TV or 
newspaper (11 groups). Hence, 19 groups had developed SNS (Zalo, Facebook, etc.) or website 
as a useful marketing tool (See the Figure 2-21 The Way the Buyers know, Section 2.1.7.2, and 
the Figure 2-23 Marketing Tools, Section 2.1.7.4). 

 

3.4 Other Topics 

3.4.1 Application of ICT Technologies in Agriculture (2.2.11) 

Comparing with before the trial activity, the percentage of smart phone users was increased up 
to 41.5% in March 2021, while it was 6-10% in the Baseline Survey conducted in November 
2016 (See the Figure 2-70 Using Smart Phone, Section 2.2.11.1).  

The most interested ICT technologies in agricultural topic was “Digitized operation 
(irrigation/watering, spraying pesticide, drone, etc)” and “SNS promotion (facebook, Zalo)” 
with 41.8% and 36.8% respectively, followed by “Security camera” and “Digital accounting” 
(See the Figure 2-73 ICT in Agriculture, Section 2.2.11.3)  

 

3.4.2 Countermeasures for Natural Disasters (COVID-19, flood, etc.) (2.1.7.7) 

17 groups responded that they used their own saving to cover the loss caused by natural disaster 
such as COVID-19 or flood, and 7 groups delayed payments to farmers, input suppliers and 
others.  

However, it was observed that the safety net for farmers was weak as there was limited support 
from Government and even no insurance scheme was applied to the target groups. It is a big 
challenge for stable supply of safe vegetables by improving the resilience of farmers against 
the loss (see the Figure 2-75 Countermeasures to Cover the Loss, Section 2.2.12.2). 
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ANNEXES 

4.1 List of Interviewed Individuals 

No. Code Name of Farmer 
  Hai Duong Province 
  Duc Chinh Agricultural Service Cooperative 
1 HD-ĐC-01 Nguyễn Văn Nguyên 
2 HD-ĐC-02 Nguyễn Văn Thao 
3 HD-ĐC-03 Nguyễn Khắc Quản 
4 HD-ĐC-04 Nguyễn Văn Thanh 
5 HD-ĐC-05 Nguyễn Thị Triệu 
6 HD-ĐC-06 Nguyễn Thị Thơm 
7 HD-ĐC-07 Nguyễn Đức Thuật 
8 HD-DC-08 Nguyễn Văn Điều 
9 HD-DC-09 Trần Thị Ngân 

10 HD-DC-10 Trần Thị Hoạt 
11 HD-DC-11 Trần Văn Toàn 
12 HD-DC-12 Nguyễn Văn Tặng 
13 HD-DC-13 Nguyễn Văn Bấc 
14 HD-DC-14 Đặng Thị Hiền 
15 HD-ĐC-15 Nguyễn Văn Bằng 
16 HD-ĐC-16 Nguyễn Thị Tài 
17 HD-ĐC-17 Trần Mạnh Trắc 
18 HD-ĐC-18 Phùng Văn Chương 
19 HD-ĐC-19 Nguyễn Thị Mưa 
20 HD-ĐC-20 Nguyễn Thị Vinh 
  Tan Minh Duc Cooperative 

21 HD-TMĐ-01 Nguyễn Văn Thành 
22 HD-TMĐ-02 Hoàng Anh Thư 
23 HD-TMĐ-03 Nguyễn Văn Khởi 
24 HD-TMĐ-04 Trần Văn Bảo 
25 HD-TMĐ-05 Hoàng Thị Nang 
26 HD-TMĐ-06 Nguyễn Thị Vừng 
27 HD-TMĐ-07 Phùng Danh Thấu 
28 HD-TMD-08 Nguyễn Văn Liễu 
29 HD-TMD-09 Phùng Danh Công 
30 HD-TMD-10 Phùng Thị Điệp 
31 HD-TMD-11 Đỗ Thị Nguyện 
32 HD-TMD-12 Phùng Thị Ngạn 
33 HD-TMD-13 Phùng Danh Thang 
34 HD-TMD-14 Phùng Thanh Mừng 
35 HD-TMĐ-15 Hoàng Thị Luyến 
36 HD-TMĐ-16 Nguyễn Thị Phương 
37 HD-TMĐ-17 Phùng Thị Thảo 
38 HD-TMĐ-18 Hoàng Thị Miện 
39 HD-TMĐ-19 Nguyễn Thị Doãn 
40 HD-TMĐ-20 Phùng Danh Đâu 
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No. Code Name of Farmer 
  Thanh Ha Safe Vegetables Company Ltd. 

41 HD-TH-01 Phạm Công Minh 
42 HD-TH-02 Bùi Văn Can 
43 HD-TH-03 Phạm Công Toản 
44 HD-TH-04 Phạm Thị Loan 
45 HD-TH-05 Phạm Công Tú 
46 HD-TH-06 Lê Thị Duyên 
47 HD-TH-07 Phạm Công Tiến 
48 HD-TH-08 Thích Diệu Thanh (Nhà chùa quản lý đất) 
  CP Green Farm Safe Vegetable, Fruit Production Facility Unit 

49 HD-GF-01 Đinh Văn Cháng 
50 HD-GF-02 Đinh Thị Mừng 
  Lua Safe Vegetable Production Farmer Group 

51 HD-LUA-01 Lê Thảo Phường 
52 HD-LUA-02 Nguyễn Đình NHuẩn 
53 HD-LUA-03 Nguyễn Thị Thúy 
54 HD-LUA-04 Lê Thạc Tà 
55 HD-LUA-05 Đặng Tiến Cửu 
56 HD-LUA-06 Lê Thạc Oai 
57 HD-LUA-07 Lê Thặng Như 
58 HD-LUA-08 Nguyễn Thị Đượm 
59 HD-LUA-09 Nguyễn Đình Nhuận 
60 HD-LUA-10 Nguyễn Đình Rạng 
61 HD-LUA-11 Lê Thạc Bình 
62 HD-LUA-12 Lê Thạc Nhã 
63 HD-LUA-13 Hoàng Thị Chiên 
64 HD-LUA-14 Lê Thạc Thái 
65 HD-LUA-15 Nguyễn Văn Thấn 
66 HD-LUA-16 Lê Thạc Uyên 
67 HD-LUA-17 Lê Văn Thức 
68 HD-LUA-18 Đặng Quang Hiền 
69 HD-LUA-19 Hoàng Văn Thức 
70 HD-LUA-20 Lê Văn Đong 
  Ha Nam Province 
  Ha Vy Agricultural Service Cooperative 

71 HN-HV-01 Nguyễn Thị Tươi (Nguyễn Văn Cường) 
72 HN-HV-02 Nguyễn Thị Sần (Nguyễn Văn Thửng) 
73 HN-HV-03 Đoàn Xuân Kiên 
74 HN-HV-04 Ngô Văn Huê 
75 HN-HV-05 Nguyễn Thị Linh 
76 HN-HV-06 Bùi Thị Đàn 
77 HN-HV-07 Đoàn Văn Biển 
78 HN-HV-08 Ngô Văn Dư 
79 HN-HV-09 Nguyễn Thị Nhung 
80 HN-HV-10 Nguyễn Thị Khoa 
81 HN-HV-11 Nguyễn Văn Hải 
82 HN-HV-12 Nguyễn Văn Tân 
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No. Code Name of Farmer 
83 HN-HV-13 Nguyễn Văn Thái 
84 HN-HV-14 Nguyễn Thị Thoa 
85 HN-HV-15 Nguyễn Thị Nhài 
86 HN-HV-16 Nguyễn Thị Suốt 
87 HN-HV-17 Đoàn Thị Bộ 
88 HN-HV-18 Đoàn Văn Tươi 
89 HN-HV-19 Nguyễn Viết Hùng 
90 HN-HV-20 Nguyễn Thị Huy 
  Cat Lai Agricultural Production Cooperative 

91 HN-CL-01 Trần Văn Nguyên 
92 HN-CL-02 Trần Thị Dung 
93 HN-CL-03 Trần Thi Hằng 
94 HN-CL-04 Nguyễn Thị Nhung 
95 HN-CL-05 Đặng Thị Dâng 
96 HN-CL-06 Lê Thị Hạnh 
97 HN-CL-07 Đặng Văn Long 
98 HN-CL-08 Nguyễn Thị Hoa 
99 HN-CL-09 Nguyễn Tiến Toàn 

100 HN-CL-10 Nguyễn Văn Ngọ 
101 HN-CL-11 Nguyễn Thị Sợi 
102 HN-CL-12 Đào Thị Anh 
103 HN-CL-13 Phạm Văn Linh 
104 HN-CL-14 Trần Thị Hằng 
105 HN-CL-15 Trần Văn Lương 
106 HN-CL-16 Trần Thị Tuyết (Phạm Văn Tăng) 
107 HN-CL-17 Trần Văn Hùng 
108 HN-CL-18 Trần Văn Dương 
109 HN-CL-19 Nguyễn Văn Điều 
110 HN-CL-20 Trần Ngọc Dũng 

  Thanh Tan Commune Safe Vegetable Production Cooperative Group 
111 HN-TT-01 Nguyễn Thị Oanh 
112 HN-TT-02 Lưu Thị Tươi 
113 HN-TT-03 Đào Thị Khuyên 
114 HN-TT-04 Đào Thị Khánh 
115 HN-TT-05 Dương Thị Nhưỡng 
116 HN-TT-06 Nguyễn Thị Thuyết 
117 HN-TT-07 Lê Thị Dung 
118 HN-TT-08 Lê Thị Vui 
119 HN-TT-09 Lê Thị Trang 
120 HN-TT-10 Nguyễn Văn Hiển 
121 HN-TT-11 Lê Văn Sơn 

  Hung Yen Province 
  Yen Phu Agricultural Services Cooperative 

122 HY-YP-01 Nguyễn Văn Dũng 
123 HY-YP-02 Nguyễn Thị Mến 
124 HY-YP-03 Trần Thị Phượng 
125 HY-YP-04 Lê Văn Cao 
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No. Code Name of Farmer 
126 HY-YP-05 Lê Thị Hoa 
127 HY-YP-06 Phạm Thị Mây 
128 HY-YP-07 Lê Xuân Bình 
129 HY-YP-08 Nguyễn Thị Tuyết 
130 HY-YP-09 Nguyễn Thị Vân 
131 HY-YP-10 Nguyễn Thị Thơm 
132 HY-YP-11 Lê Văn Là 
133 HY-YP-12 Đào Thị Chiến 
134 HY-YP-13 Nguyễn Thị Ngát 
135 HY-YP-14 Lê Văn Xoài 
136 HY-YP-15 Lê Văn Long 
137 HY-YP-16 Lê Thị Hương 
138 HY-YP-17 Lê Thị Hồi 
139 HY-YP-18 Phùng Thị Phương Thanh 
140 HY-YP-19 Nguyễn Thị Síu 
141 HY-YP-20 Lê Quang Đóa 

  Binh Minh Safe Vegetable Cooperative 
142 HY-BM-01 Đào Văn Tú 
143 HY-BM-02 Đào Văn Mừng 
144 HY-BM-03 Phạm Quốc Vượng 
145 HY-BM-04 Phạm Quang Điền 
146 HY-BM-05 Trần Văn Vấn 
147 HY-BM-06 Nguyễn Đức Thuận 
148 HY-BM-07 Lâm Đức Cảnh 
149 HY-BM-08 Phạm Ngọc Sơn 
150 HY-BM-09 Đào Xuân Kỷ (Cảnh) 
151 HY-BM-10 Hoàng Thị Ngọc 
152 HY-BM-11 Phạm Quốc Đoàn 
153 HY-BM-12 Phạm Văn Phong 
154 HY-BM-13 Đào Văn Thuận 

  Phu Tho Province 
  Huong Non Agricultural Service Cooperative 

155 PT-HN-01 Lại Thị Sâm 
156 PT-HN-02 Chu Thị Nhàn 
157 PT-HN-03 Nguyễn Thị Phúc 
158 PT-HN-04 Nguyễn Văn Nhu 
159 PT-HN-05 Nguyễn Thị Lý 
160 PT-HN-06 Nguyễn Thị Can 
161 PT-HN-07 Nguyễn Xuân Tỉnh 
162 PT-HN-08 Đặng Văn Hùng 
163 PT-HN-09 Hạ Thị Thu Hà 
164 PT-HN-10 Nguyễn Tiến Lực 
165 PT-HN-11 Đặng Xuân Dung 
166 PT-HN-12 Nguyễn Thị Liên 
167 PT-HN-13 Đào Thị Phượng (Nguyễn Văn Hợi) 
168 PT-HN-14 Lại Thị Trường 
169 PT-HN-15 Bùi Đức Dục 
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No. Code Name of Farmer 
170 PT-HN-16 Nguyễn Văn Ký 
171 PT-HN-17 Chu Thị Thọ 
172 PT-HN-18 Phan Văn Phú 
173 PT-HN-19 Đặng Văn Lý (Đặng Thị Thanh) 
174 PT-HN-20 Đặng Thị Thọ 

  Truong Thinh Agricultural Service Cooperative 
175 PT-TT-01 Vũ Xuân Thịnh 
176 PT-TT-02 Nguyễn Thị Sen 
177 PT-TT-03 Đinh Công Lân 
178 PT-TT-04 Nguyễn Thị Bình 
179 PT-TT-05 Nguyễn Thị Thu Hương 
180 PT-TT-06 Phạm Hào Quang 
181 PT-TT-07 Phạm Hồng Thân 
182 PT-TT-08 Hoàng Ngọc Khiệm 
183 PT-TT-09 Phạm Ngọc Dung 
184 PT-TT-10 Trần Thị Bình 
185 PT-TT-11 Phạm Văn Hào 
186 PT-TT-12 Nguyễn Duy Yên 
187 PT-TT-13 Vũ Xuân Phượng 
188 PT-TT-14 Vũ Thị Tình 
189 PT-TT-15 Phạm Đức Trường 
190 PT-TT-16 Vũ Thị Huệ 
191 PT-TT-17 Hoàng Thị Thơm 
192 PT-TT-18 Phạm Văn Thành 
193 PT-TT-19 Đỗ Thị Huyền 
194 PT-TT-20 Phạm Văn Hồng 
195 PT-TT-21 Cao Thị Luật 

  Thai Binh Province 
  Quynh Hai Agricultural Production and Service Cooperative 

196 TB-QH-01 Nguyễn Thị Xuyến 
197 TB-QH-02 Nguyễn Văn Vòng 
198 TB-QH-03 Dương Thị Xuyến 
199 TB-QH-04 Phạm Quang Nhượng 
200 TB-QH-05 Nguyễn Văn Đại 
201 TB-QH-06 Nguyễn Thị Muỗng 
202 TB-QH-07 Vũ Văn Xu 
203 TB-QH-08 Đào Văn Đức 
204 TB-QH-09 Đào Quang Đam 
205 TB-QH-10 Phạm Văn Vũ 
206 TB-QH-11 Nguyễn Văn Hóa 
207 TB-QH-12 Nguyễn Văn Tân 
208 TB-QH-13 Phạm Văn Linh 
209 TB-QH-14 Đào Văn Đương 
210 TB-QH-15 Phạm Văn Liễn 
211 TB-QH-16 Đào Thị Ngãi 
212 TB-QH-17 Vũ Quang Thành 
213 TB-QH-18 Nguyễn Văn Cương 
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No. Code Name of Farmer 
214 TB-QH-19 Lê Thị Son 
215 TB-QH-20 Vũ Xuân Xanh 
216 TB-QH-21 Phạm Văn Tân 

  Thanh Tan Agricultural Production and Service Cooperative 
217 TB-TT-01 Nguyễn Thế An 
218 TB-TT-02 Phạm Thị Đoan 
219 TB-TT-03 Nguyễn Văn Phán 
220 TB-TT-04 Tô Thị Tuyết 
221 TB-TT-05 Trần Văn Tâm 
222 TB-TT-06 Trần Văn Chúc 
223 TB-TT-07 Vũ Thị Ngoan 
224 TB-TT-08 Tạ Hữu Doan 
225 TB-TT-09 Trần Thị Huệ 
226 TB-TT-10 Phạm Thị Nhàn 
227 TB-TT-11 Phạm Thị Hiệp 
228 TB-TT-12 Trần Văn Dự 
229 TB-TT-13 Phạm Văn Bân 
230 TB-TT-14 Trần Thị Uyên 
231 TB-TT-15 Trần Thị Quyên 
232 TB-TT-16 Vũ Văn Hỷ 
233 TB-TT-17 Nguyễn Thị Ngọc 
234 TB-TT-18 Phạm Thị Huệ 
235 TB-TT-19 Trần Văn Tân 
236 TB-TT-20 Trần Quang Hịch 

  Vinh Phuc Province 
  Dai Loi Safe Vegetable Cooperative 

237 VP-DL-01 Đặng Văn Kỳ 
238 VP-DL-02 Nguyễn Thị Hằng 
239 VP-DL-03 Nguyễn Thị Huệ 
240 VP-DL-04 Nguyễn Thị Thảnh 
241 VP-DL-05 Nguyễn Chính Toàn 
242 VP-DL-06 Nguyễn Chính Thiên 
243 VP-DL-07 Đặng Văn Dương 
244 VP-DL-08 Đặng Thị Hằng 
245 VP-DL-09 Nguyễn Thị Tuyến 
246 VP-DL-10 Nguyễn Thị Kha 
247 VP-DL-11 Nguyễn Thị Vụ 
248 VP-DL-12 Nguyễn Thị Mai (Tư) 
249 VP-DL-13 Nguyễn Văn Long 
250 VP-DL-14 Nguyễn Văn Tỏng 

  Vinh Phuc Safe Vegetable Cooperative 
251 VP-VP-01 Lê Thị Chín 
252 VP-VP-02 Lê Thị Mai 
253 VP-VP-03 Trần Thị Hà 
254 VP-VP-04 Kiều Thị Huệ 
255 VP-VP-05 Đỗ Thị Kim Dung 
256 VP-VP-06 Chu Thị Luân 
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No. Code Name of Farmer 
257 VP-VP-07 Nguyễn Thị Bình 
258 VP-VP-08 Nguyễn Khắc Ngoạn 
259 VP-VP-09 Nguyễn Văn Hào 
260 VP-VP-10 Nguyễn Thị Vi 
261 VP-VP-11 Nguyễn Văn Nhương 
262 VP-VP-12 Trương Thị Hương 
263 VP-VP-13 Nguyễn Thị Bích 
264 VP-VP-14 Phó Thị Sinh 
265 VP-VP-15 Lưu Thị Thu 
266 VP-VP-16 Nguyễn Thị Giang 
267 VP-VP-17 Lê Thị Hường 
268 VP-VP-18 Nguyễn Thị Ngạn 
269 VP-VP-19 Trần Thị Năm 
270 VP-VP-20 Trần Thị Bưởi 

  Visa Safe Vegetable Cooperative 
271 VP-VS-01 Vũ Thị Huyền 
272 VP-VS-02 Văn Thị Thành 
273 VP-VS-03 Nguyễn Thị Viễn 
274 VP-VS-04 Nguyễn Thị Huê 
275 VP-VS-05 Đỗ Thị Tam 
276 VP-VS-06 Văn Danh Giao 
277 VP-VS-07 Hoàng Thị Bảy 
278 VP-VS-08 Đặng Thị Xuân 
279 VP-VS-09 Đào Gia Đạt 
280 VP-VS-10 Văn Khắc Hàn 
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4.2 Questionnaire Forms 

4.2.1. Group Questionnaire Form 
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4.2.2. Individual Questionnaire Form 
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別添 19　推奨資材の販売店リスト

Rice bran and husk Cow/Pig dung Alcohol yeast Rice charcoal maker Organic Compost

Duc Chinh TG purchased from
village farmer near by.

TG purchased from village
household pig farm near by.

TG purchased from local shop
in village

Design by Project team,
Making by Local welder

Tan Minh Duc TG purchased from
village farmer near by.

TG purchased from village
household pig farm near by.

TG purchased from local shop
in village

Design by Project team,
Making by Local welder

Thanh Ha TG purchased from
village farmer near by.

TG purchased from village
household cattle farm near
by.

TG purchased from local shop
in village

Design by Project team,
Making by Local welder

Gia gia TG purchased from
village farmer near by.

TG purchased from village
household pig farm near by.

TG purchased from local shop
in village

Design by Project team,
Making by Local welder

Green farm TG purchased from
village farmer near by.

TG purchased from village
household pig farm near by.

TG purchased from local shop
in village

Design by Project team,
Making by Local welder

Lua TG purchased from
village farmer near by.

TG purchased from village
household pig farm near by.

TG purchased from local shop
in village

Design by Project team,
Making by Local welder

Ha Vi TG purchased from
village farmer near by.

TG purchased from village
household pig farm near by.

TG purchased from local shop
in village

Design by Project team,
Making by Local welder

Hiep TG purchased from
village farmer near by.

TG purchased from village
household cattle farm near
by.

TG purchased from local shop
in village

Design by Project team,
Making by Local welder

Cat Lai TG purchased from
village farmer near by.

TG purchased from village
household pig farm near by.

TG purchased from local shop
in village

Design by Project team,
Making by Local welder

Thanh Tan TG purchased from
village farmer near by.

TG purchased from village
household cattle farm near
by.

TG purchased from local shop
in village

Design by Project team,
Making by Local welder

Japan-Vietnam TG purchased from
village farmer near by.

TG purchased from village
household pig farm near by.

TG purchased from local shop
in village (Not provided)

Yen Phu TG purchased from
village farmer near by.

TG purchased from village
household pig farm near by.

TG purchased from local shop
in village (Not provided)

Chien Thang TG purchased from
village farmer near by.

TG purchased from village
household pig farm near by.

TG purchased from local shop
in village

Design by Project team,
Making by Local welder

Huong Non TG purchased from
village farmer near by.

TG purchased from village
household pig farm near by.

TG purchased from local shop
in village

Design by Project team,
Making by Local welder

Truong Thinh TG purchased from
village farmer near by.

TG purchased from village
household pig farm near by.

TG purchased from local shop
in village

Design by Project team,
Making by Local welder

Dai Loi TG purchased from
village farmer near by.

TG purchased from village
household pig farm near by.

TG purchased from local shop
in village

Design by Project team,
Making by Local welder

Vinh Phuc TG purchased from
village farmer near by.

TG purchased from village
household pig farm near by.

TG purchased from local shop
in village

Design by Project team,
Making by Local welder

Visa TG purchased from
village farmer near by.

TG purchased from village
household pig farm near by.

TG purchased from local shop
in village

Design by Project team,
Making by Local welder

Quynh Hai TG purchased from
village farmer near by.

TG purchased from village
household pig farm near by.

TG purchased from local shop
in village

Design by Project team,
Making by Local welder

Thanh Tan TG purchased from
village farmer near by.

TG purchased from village
household pig farm near by.

TG purchased from local shop
in village

Design by Project team,
Making by Local welder

Bac Ninh Ngam Mac TG purchased from
village farmer near by.

TG purchased from village
household cow farm near by.

TG purchased from local shop
in village

Design by Project team,
Making by Local welder

Hai Phong Thai Son TG purchased from
village farmer near by.

TG purchased cow dung
from a farm in Thai Binh. Pig
dung is collected from AC's
own pig farm

TG purchased from local shop
in village

Design by Project team,
Making by Local welder

Quang Ninh

Nam Dinh

Ninh Binh Dong Phong

Hoa Binh

Note Project team ordered to
local welder in each village.

Knowledge
sharing
province

Thai Binh

Vinh Phuc

Hai Duong

Ha Nam

Pilot
province

Semi pilot
province

Province TG

Hung Yen

Phu Tho

Composting

- Công ty TNHH MTV MTV (Viet
Hung limited company )
-Address:Xã Hồng Minh, Hưng H
à, Thái Bình ( Hong Minh
Commune, Hung Ha district, Thai
Binh province)
- Phone number: 0986465488 -
0962676728
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Duc Chinh

Tan Minh Duc

Thanh Ha

Gia gia

Green farm

Lua

Ha Vi

Hiep

Cat Lai

Thanh Tan

Japan-Vietnam

Yen Phu

Chien Thang

Huong Non

Truong Thinh

Dai Loi

Vinh Phuc

Visa

Quynh Hai

Thanh Tan

Bac Ninh Ngam Mac

Hai Phong Thai Son

Quang Ninh

Nam Dinh

Ninh Binh Dong Phong

Hoa Binh

Note

Knowledge
sharing
province

Thai Binh

Vinh Phuc

Hai Duong

Ha Nam

Pilot
province

Semi pilot
province

Province TG

Hung Yen

Phu Tho

Vinyl Sheet Lime powder (dolomite) Sakata seed Futaba seed

Available in Local agricutural
materials shop

Available in Local agricutural
materials shop

Available in Local agricutural
materials shop

Available in Local agricutural
materials shop

Available in Local agricutural
materials shop

Available in Local agricutural
materials shop

Available in Local agricutural
materials shop

Available in Local agricutural
materials shop

Available in Local agricutural
materials shop

Available in Local agricutural
materials shop

Available in Local agricutural
materials shop

Available in Local agricutural
materials shop

Available in Local agricutural
materials shop

Available in Local agricutural
materials shop

Available in Local agricutural
materials shop

Available in Local agricutural
materials shop

Available in Local agricutural
materials shop

Available in Local agricutural
materials shop

Available in Local agricutural
materials shop

Available in Local agricutural
materials shop

Available in Local agricutural
materials shop

Available in Local agricutural
materials shop

Nguyen Trung Dung, Sakata
seed will support in the case of
any difficulty on purchasing of
seeds from agent.
0327-544-288

Trần Văn Đằng
0913 350 457
Thạch Khôi - Hải Dương

Tư Giang
0982651093
Quỳnh Hải - Quỳnh Phụ - Thái B
ình

Nam Thắng
097 425 9775
Khu 1 - Phương Viên hamlet -
Thổ Tang district, Vĩnh Tường,
Vĩnh Phúc

Trần Văn Đằng
0913 350 457
Thạch Khôi - Hải Dương

Đức Lợi
0839641111
Thôn Mễ Hạ - Yên Phú - Yên
Mỹ - Hưng Yên

Trần Văn Đằng
0913 350 457
Thạch Khôi - Hải Dương
(He will deliver seeds by post or
bus)

Hoangia seed
Phan Ba Loi
0906-229-569

New variety seedSoil Sterilization

- Name of shop: Sáu Hường
- Address: Thị Trấn Quế, Xã Thi
Sơn, Kim Bảng, Hà Nam (Thi
Son commue, Kim Bang district,
Ha Nam province)
- Phone number: 0818286262

- CÔNG TY TNHH KS VÀ XD
BẢO THẠCH ( BAO THACH
LIMITED COMPANY)
- Adress: thôn Bút Phong, xã Liê
m sơn, Kim Bảng, Hà Nam (Liem
son commune, Kim Bang district,
Ha Nam province)
- Phone number: 0972 108 638 -
0911 083 186
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Duc Chinh

Tan Minh Duc

Thanh Ha

Gia gia

Green farm

Lua

Ha Vi

Hiep

Cat Lai

Thanh Tan

Japan-Vietnam

Yen Phu

Chien Thang

Huong Non

Truong Thinh

Dai Loi

Vinh Phuc

Visa

Quynh Hai

Thanh Tan

Bac Ninh Ngam Mac

Hai Phong Thai Son

Quang Ninh

Nam Dinh

Ninh Binh Dong Phong

Hoa Binh

Note

Knowledge
sharing
province

Thai Binh

Vinh Phuc

Hai Duong

Ha Nam

Pilot
province

Semi pilot
province

Province TG

Hung Yen

Phu Tho

Updated on 6/May/2021

Agricultural Material Pesticide residue check

Spongy tray Nursery bed
(Nursery soil) Seedling house Grafting technology and

grafting rubber tube Non Woven Textile GT Test kit

- Công ty Green farm (Green
Farm JSC )
- Adress: Xã Đông Sang,
Mộc Châu, Sơn La (Dong
Sang commune, Moc Chau
District, Son La province)
-Phone number: 0967 079
926

<Order big amount>
Unitika Viet Nam
- Phone number: 04-3795-4230
- Adress: Ô số 1, tầng 6, Trung
tâm thương mại Indochina Plaza
Hà Nội,, Phường Dịch Vọng,
Quận Cầu Giấy, Hà Nội

<Order small amount>
Watanabe pipe Company
- Phone number: Mr. Đăng:
0912762655
- Adress: Đường B2, Tòa B,
KCN Phố Nối A, Xã Lạc Hồng,
H. Văn Lâm,Hưng Yên

DONG NAM CHEMICAL&
EQUIPMENT
CORPORATION
Head Office
Address : No. 17, B6 Street,
Ward 12, Tan Binh District,
HCM City, Viet Nam
Phone: (+84.8) 6292.3745 -
6292.3731 - 6292.3773
Fax: (+84.8) 6292.3750
Email:
info@dongnamlab.com.vn
Website :
www.dongnamlab.com
Hanoi Office
Address : 242H Minh Khai Str.,
Minh Khai Ward, Hai Ba Trung
Dist., Hanoi
Tel/Fax  : 04.62788699
Email     :
Hanoi@dongnamlab.com.vn

Phùng Thanh Mừng
Phone: 0916235896
Adress: Phạm Trấn,
Gia Lộc, Hai Dương

Phùng Thanh Mừng
Phone: 0916235896
Adress: Phạm Trấn,
Gia Lộc, Hai Dương

Watanabe pipe
Company
- Phone number: Mr. Đ
ăng: 0912762655
- Adress: Đường B2, T
òa B, KCN Phố Nối A,
Xã Lạc Hồng, H. Văn
Lâm,Hưng Yên

Nguyễn Văn Viết
0389768912
Nam Sach - Hai Duong

- Công ty Green farm (Green
Farm JSC )
- Adress: Xã Đông Sang,
Mộc Châu, Sơn La (Dong
Sang commune, Moc Chau
District, Son La province)
-Phone number: 0967 079
926

Nguyễn Văn Viết
0389768912
Nam Sach - Hai Duong

New seedling method
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