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guiding Questions for Field work

Theme 1 - Farmers - users of different drip systems, non-users

1. Who are the users – ( for ISI, Non-ISI & Eazydrip)?

2. Since when do they use their current system?

3. What do they grow with the drip system? 

4. Why do they grow what they grow?

5. What did they do and grow before using their current system?

6. How did they learn how to use the current system?

7. What/who motivated them to adopt the current system?

8. What support services did they seek or get which made adoption easier (training, subsidies, credit, technical advice etc.)?

9. What has changed for users (production system, also cost, credit from where) when they adopted the current system? 

10. What benefits do they get from using the system (income, profitability of crops grown, non-monetary benefits)?

11. What were their main constraints before using their current system?

12. What are the main constraints now?

13. Why do non-users not adopt?

14. Under what circumstances would they adopt drip irrigation?

Inter-linkages

15. Where do they get the inputs from and how?

16. What products do they market?

17. Where do they market?

18. How do they market (jointly, individually, transport etc.)

19. What are the cost of marketing?

Who benefits?

20. The poor, the rich or both?

21. Can we target to poor only?

Theme 2 - Supply chain

Dealers

1. What drip products do they sell?

2. Who are the customers? For which products? Changes in customer profile over the last couple of years?

3. What other business are they in?

4. Why did they get into the drip business? Into Eazy Drip?

5. Where/how did they get the technical and business know-how? 

6. Do they use credit? If yes, from where?

7. What services apart from sales do they offer to their customers? Credit? Technical advice? Assistance in installing the system? Others?

8. What promotional activities do they undertake?

9. From where do they get the different drip systems and components?

10. How did they choose the suppliers of the material?

11. What is their turnover (quantities)?

12. Purchase prices and sales prices of different systems?

13. Do they have competitors? Who are they? In which way do these compete? How do they try to out-compete competitors?

Manufacturers (many questions are the same as for dealers)

1. What drip products and components do they produce themselves? What components do they buy and sell?

2. Where from do they get the raw materials and those components which they do not produce themselves?

3. What other business are they in?

4. Why did they get into the drip business? Into Eazy Drip?

5. Who are their customers? 

6. How do they find/link up with customers?

7. What promotional activities do they undertake?

8. Do they use credit? If yes, from where?

9. What services apart from sales do they offer to their customers? Credit? Technical advice? Others?

10. What is their turnover (quantities)?

11. Purchase prices and sales prices of different systems?

12. Do they have competitors? Who are they? In which way do these compete? How do they try to out-compete competitors?

Assemblers

1. Who are their clients?

2. Who asks when their services are needed?

3. Who pays for the assembling work?

4. How much are they paid?

5. How do people know that he/she is an assembler?

6. How important is the assembler job as an income source for them?

Theme 3 - Output markets

1. What players are active in the market? Their profile and roles? 

2. What products are traded?

3. Where do different products come from?

4. Who brings the products? How?

5. Where do products go? Who buys them?

6. Find out prices across season, variety and quality

7. Find out variation in supply quantities across the year

8. Are there other products traded in this market which are now not available

9. Explore market processes – purchase and sale

10. How do they arrive at price that they offer to farmers?

11. What are the most profitable items? The least profitable ones? For market players? For farmers? Why? Variation over the season?

12. How do the different players decide why, what and when to purchase?

13. Has the supplier profile for different products changed over time ( smallholder participation)?

Theme 4 - support / facilitation role

1. What outside interventions/actions/roles were necessary so that the whole development could take place?

2. What exactly does IDE staff do in the process (ask the other players, not IDE staff)? 

3. Are there further players who play a role? Who? What role? 

4. What other functions need to be taken care of ? (E.g. assessment of farmers constraints, analysis the production and marketing system and identification of opportunities for farmers, technology development and adaptation?

5. Who does which capacity building? 

6. Who pays for what functions and actions?

7. Water as a key constraint?
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