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Editor’s Note

The climate of Bangladesh is very favorable for growing
different species and varieties of citrus of Rutaceae
family. About 6,615 hectares of land are being
cultivated throughout the country with a production of
about 120,846 metric tons of citrus fruits (BBS 2007-
08). Among others Ada lebu, Elachi lebu, Zara lebu,
Kagoji lebu, Satkara, other Lemon and Lime are main
exportable items to the ethnic markets of Europe and
Middle East.

Zara lebu (Citrus medica) is most popular among ethnic
people of UK especially of Sylhet origin. It is consumed
usually as mix salad or fresh. They want good quality and
regular supply of citrus fruits at an affordable price.
Market demand for such items is increasing rapidly with
more concern of the consumers about health consciousness
and environmental issues.

The value chain analysis of zara lemon confers an
account of segmented cost from production to export
market. Selling price of zara lemon at grower level is Tk.
40.00/kg while that is being sold in UK retail market at
Tk. 327.00/kg, which is more than eight times of the
grower’s price. Exporters have to bear Tk. 135.00/kg as
air freight and other related costs, which cover the lion
share of the UK retail price. However, there is a scope to
provide more income to the growers by increasing the yield
of quality citrus in per unit area and giving more incentive
to the exporters for high volume perishable fresh produce.

The citrus crops have some problems related to
production, pest infestation, post harvest spoilage, peak
season glut and proper marketing information for both
domestic and export markets. The obligation, therefore,
has got to be on production, post-harvest technologies and
marketing.

Marketing division of Hortex Foundation conducted the
value chain analysis for zara lemon to identify the
segments which can be pointed to be improved and
possible value addition as and where necessary.

Value chain analysis for exportable Zara lemon

Introduction

A value chain, also known as value chain analysis is a
concept that adds value in supply chain segments.
Products pass through all activities of the chain in order
and at each activity the product gains some value. The
chain of activities gives the products more added value
than the sum of added values of all activities. It is
important not to mix the concept of the value chain with the
costs occurring throughout the activities.

Zara lemon

In case of agro-products, value chain is a chain of activities
that ensures supply of agro-products as per market
requirements which are fresh, clean, safe, hygienic,
environment friendly and needs special care at every stage
of the marketing process from production up to the point of
shipment/delivery to the market. In the whole process, the
stages involved are harvesting, post-harvest management,
packaging and cool chain maintenance, including storage
and transportation.

Zara lemon known as a variety of Citron and is a
prominent member of the genus citrus. It is mainly
consumed for its thick green/white rind and not like other
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citrus species for juicy pulp. Value chain analysis of zara
lemon up to Europe market was made considering its high
value and popularity. The price of a single lemon can reached
up to 1.00 GB Pound.

Methodology

Two different areas were selected known as most zara
growing area namely Jaintapur, Sylhet and Shibpur,
Narshingdi for this study. Field interview was made with
growers, suppliers, exporters and others involved in the entire
supply and value chain. Further information was gathered
from related reports, journals and books as secondary sources.

Zara value chain

There are several actors involved in the production and
marketing of zara lemon e.g. input suppliers, traders,
processors and exporters. The supply chain represents the
overall market position where the actors are present. The
study found that the growers consumed up to 3-4 % and 96-97
% of produces are sold out. The producers sell the produce
just immediately after harvest. About 30% farmers sell zara
lemon at farm-gate while 70% sell to the suppliers/exporters.

The value chain analysis (Figure 1) revealed that the land (33
decimal) leasing and preparation covered 28.34 % of total
cost of production followed by inputs (18.33 %), harvesting
(10.00%) and post harvest management (6.67%) of zara
lemon. But the lion share up to 36.66% of production costs is
made by labor for production management.

The breakdown of inputs indicates that approx. 50.00 % cost
was incurred for fertilizers and pesticides only. The cost of
other inputs such as saplings, micronutrients and growth
regulators are high and are not available in due time which
leads to adulteration and higher prices.

Marketing Costs and Price

On an average, sale value of zara per bigha was worked out
to be Tk. 80,000.00. Price varies with quality of the produce
and location. The cost of production incurred by the producer
was Tk. 15.00/kg, while the net price received by the
producer was worked out at Tk. 40.00/kg. It was observed
that suppliers charged Tk. 60.00/kg from the exporters adding
50% value of the farmgate price which is counted 9% of total
value addition (Fig 2). The price of zara as reported by the
growers ranged Tk. 25.00 - 30.00/kg during May to July and
starts to increase gradually with time and becomes high
(50.00 - 60.00/kg) during December to February.

Such wide price fluctuation is mainly due to the seasonal
character of production and supply. A breakdown of
marketing costs indicates that an average of Tk. 2.00/kg is
spent for local transport and load/unload. The transportation

system plays an important role in the marketing of produce.
Due to the absence of adequate and quick transport facilities
the cost of marketing increases. Careless handling or delay in
transit causes serious damages and loss, which also increases
the marketing costs of the produce. The producer stated that
selling produce at farm level or in the market directly to
consumers' gives better price. The analysis of marketing costs
and margin indicates that decreasing the number of
intermediaries in the existing marketing system may increase
the producers 'share in consumers' price. Seasonal variation,
underdeveloped marketing, inadequate transport systems and
poor infrastructure intensify the price volatility. Lack of
producers' organization is the major problem faced by the
growers in marketing of zara.

Export value chain of zara lemon

Zara lemon is an important export item of Bangladesh. It is
exported mainly for traditional importers to ethnic market. The
export value chain of zara lemon has been presented in Figure
- 1. Most of exporters collect zara lemon from orchard through
suppliers but some of them collect from the local market and
Shambazar/Kawran bazar of Dhaka city. The produces are
sorted, graded and packed in paper carton boxes for air
shipment but without or rare maintaining any cool chain for
transportation to the airport. But it is always recommended to
maintain cool chain throughout the whole process, right from
the pack house in the production area up to the point of
shipment preferably by direct flight on CFR (C&F) basis.
Fresh zara for export should be packed in carton
(40x30x16¢cm) weighing about 500g and each carton contains
5 kg net weight of produce, but most of exporters use reused
cartons without any standard shape & size. The market is
confined to ethnic consumers and exporters get low prices due
to supply through poor quality packaging.
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Fig.2: Pie chart of value addition share for zara export
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Fig 1 : Export Value Chain of zara lemon
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Value addition by grower, supplier, exporter, foreign
wholesaler and retailer

The Fig.1 indicates the different segments of value addition
in export value chain of zara lemon. Value addition
contribution of different stakeholders in marketing chain has
been shown as follows:

1. Growers -

Production costl ] =BDT 15.00/kg
Profit margin =BDT 25.00/kg
Selling price! =BDT 40.00/kg
Value addition!] =BDT 25.00/kg

2. Suppliers —
Buying price [ =BDT 40.00/kg
Post harvest loss (20%) [ =BDT 8.00/kg
Transport, load/unload| =BDT 2.00/kg

Profit margin =BDT 10.00/kg
Selling price! =BDT 60.00/kg
Value addition! =BDT 20.00/kg

3. Exporters —
Buying pricel] =BDT 60.00/kg
Transport, load/unload [ =BDT 2.00/kg
Labor (Grading, packaging)= BDT 5.00/kg

Papers (Documents) =BDT 1.00/kg
Air freight =BDT 135.00/kg
Profit margin =BDT 37.00/kg
Selling price [ =BDT 240.00/kg
(CIF price = GBP 2.20/kg)
Value addition [J =BDT180.00/kg
4. Wholesalers (UK) —
Buying price O =BDT 240.00/kg
All expenditure =BDT 10.00/kg
Profit margin =BDT 45.00/kg
Selling price!] =BDT295.00/kg
(Wholesale price in UK [1= GBP 2.70/kg)
Value addition [ =BDT 55.00/kg

5. Retailers (UK) —

Buying price(] =BDT 295.00/kg
All expenditure =BDT 7.00/kg
Profit margin =BDT 25.00/kg
Selling price! | =BDT 327.00/kg
(Retail price in UK = GBP 3.00/kg)

Value addition =BDT 32.00/kg

Production cost of 1kg zara lemon =BDT 15.00
Retail price for consumers in UK [1=BDT 327.00
(MRP in UK = GBP 3.00/kg)

Value addition shares for zara export:

Value addition by grower [ =BDT 25.00/kg

(167%)

Value addition by supplier = BDT 20.00/kg
(50%)

Value addition by exporter = BDT180.00/kg
(300%)

Value addition by wholesaler = BDT55.00/kg
(UK) (Around 23%)

Value addition by retailer =BDT 32.00/kg
(UK) (Around 11%)

Total Value addition (5 segments) =BDT 312.00

Conclusion

Considering its huge consumers demand and commercial
value in domestic and export market, production
intensification and market development for zara lemon should
be taken to consideration for all concern authorities to increase
its production and develop supply chain facilities. Also
keeping in view the above, zara lemon should be listed in
crops of Geographical Indication (GI) of Bangladesh to claim
the property rights.

Dr. Debashish Chanda
AGM (Marketing), Hortex Foundation

HORTEX NEWS IN BRIEF

Governing Body Meetings

The 76th Governing Body meeting of Hortex Foundation held
at its Conference Room on March 16, 2010 was presided over
by Mr. C. Q. K. Mustaq Ahmed, Secretary, MOA and
Chairman, Hortex Foundation. The meeting discussed and

Partial view of 76th Governing Body meeting
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took decision on various important issues including proposal
for invitation of applications for new General Body members,
review the proposal/ recommendations made by the committee
for amendment of article of association of HF, proposal for
staff recruitment of SCDC, Hortex and proposal for renewal of
services of 4 experts for the second year working in the SCDC,
NATP. Besides, Hortex activities were discussed and policy
directives were given.

Addition of New Staff to NATP

Two new experts viz. Dr. Sreekanta Sheel, Logistics
(Transport & Storage) and Mr. Abdul Kayum, Assistant
Manager (Accounts) recently joined in Hortex under the
Supply Chain Development Component of National
Agricultural Technology Project (NATP).

Cool Chain Support

Hortex Foundation provided 41 round trips of cool chain
transportation supports to 9 organizations to carry their agro
and other allied products.

The organizations are: Agradhut Traders Ltd, Associate
Capsules Pvt. Ltd., Pharma Trade, Homebond Packers and
Shippers Ltd., Trade Clippers Cargo Ltd., J. B. Trading
Company, Farco Syndicate, M/S Badal & Co. and Momota
General Store.

Seminars/Training Participation

During this period Hortex officials attended number of
seminars, workshops, trainings and discussion meetings on
various issues of agriculture and export related affairs.

Some of them are as follows:

#  8th meeting of the 3rd working group at MOA conference
room on January 19, 2010 to ascertain the position of
Bangladesh in agriculture as per 7th WTO ministerial
meeting in Geneva held on November 29, 2009.

# [PM Workshop organized by G-Mark Consulting Ltd at
Hotel Sheraton on February 10, 2010.

# Inauguration of launching ceremony of farmer-market
linkage development at Kapasia, Gazipur on February 6,
2010.

# Workshop on the Draft report of the expert committee on
the reform of DAM at BARC conference room on March
9,2010.

# Seminar on Overall Agriculture Reform Programme for
Food Security, Employment and Economic growth at
National Press Club, Dhaka on March 11, 2010.

Production and Marketing Advisory Services

During the period January to March 2010 advisory services
were provided to 26 entrepreneurs, producers, NGOs,
researchers, university students, govt. organizations on various
aspects of production, post-harvest technology, processing,
cool-chain transportation and marketing of horticulture crops

at home and abroad. The notable among the recipients of such
services are: Dhaka Chamber of Commerce & Industries
(DCCI), Biswa Impex, Katalyst, KS Agro, IBA, DU, SEMCO,
GMark Consulting Ltd., Alor Chhoa, Manab Kalyan Sangstha,
USHA Samaj Kalyan Sangstha, Social Development Service
(SDS), Upama Polly Unnayan Shangstha (UPUS), Nalsity
Model Society, Agri-Business Enterprise, Mitu Agri-business
Farm, RAAC, Global Development Solutions LLC.,
Chowdhury Trading Co., Jinnah Enterprise, Dip International
and Stamford University.

Discussion meeting with Japanese delegates

Mr. Hirano Yoshiharu, Chairman and Mr. Michiharu Hoshina,
executive Director of Operations, Foreign Division, Assist
Japan Co. Ltd. along with Mr. Dawood Farhan, Managing
Director and Mr. Pious Rozario, Chief Executive Officer, D J
Agro Ltd., Dhaka visited Hortex Foundation on March 21,

Meeting with Japanese delegates

2010 to discuss about potential cooperation between Hortex
Foundation and D J Agro Ltd. for successful production of
Shitake mushrooms in Bangladesh and export spawn and
mushrooms to Japan. AGM (Marketing), Hortex Foundation
Dr. Debashish Chanda received the mission with thanks and
expressed interest to participate in this project to promote high
quality shitake mushroom export to the upstream markets of
Japan. DGM (AA&L), Hortex Foundation Mr. Mesbahuddin
Mahmood briefed the mission about the existing activities of
Hortex Foundation including supply chain development
activities of NATP and also emphasized on capacity building
to meet the demand of international markets. AGM
(Production), HF Mr. Rafiqul Islam and Dr. Saleh Ahmed,
Post harvest and Quality Assurance Expert, SCDC, NATP, HF
were also present in the discussion meeting and uttered about
possibilities of shitake mushroom production in Bangladesh.
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World Bank Team visited Hortex

A World Bank team with participation from IFAD and FAO
visited Hortex Foundation as a part to carry out the 5th
Implementation Support Mission of the NATP on 17 and 27th
March 2010. The mission held two meetings with all
NATP/Hortex experts. The purpose of the meetings was to
assess implementation progress and to review on-going and
planned Supply Chain development Component (SCDC)
activities. The team was accompanied by the Project Director,
PIU, NATP and Directors of line agencies such as DAE, DLS,
DOF and Executive Director, Krishi Gobeshona Foundation.
All the experts working in the SCDC attended the discussion
meetings held in the conference room of Hortex.

Meeting with WB Team

Dr. S. M. Monowar Hussain, Managing Director, Hortex
Foundation welcomed the guests and made a brief presentation
on the activities and work plan of the component for the next
year. He also highlighted the findings of supply chain analysis
conducted in 10 Upazilas. After presentation, a lively
discussion was held. Some suggestions were made in the
discussion by the team members in respect of field
implementation of component activities. The mission members
expressed their thanks to all concerned for cooperation,
facilitation of field visits and constructive discussions.

Hortex officials visited Taro (Stolon) production field

Dr. Debashish Chanda, AGM (Marketing) and Md. Rafiqul
Islam, AGM (Production) visited taro production project on
26™ April 2010 on invitation of owner, Faisal Krishi
Khamar Mr. Moksedur Rahman Lebu at Nalitabari upazila,
Sherpur. Scientists from Bangladesh Agricultural research
Institute (BARI) were also invited. Among others Mr. Sharif

from Agricultural Information Service (AIS), Mymensingh,
Dr. Awal from OFRD (On Farm research Division) and

Upazila Krishi Officer, Nalitabari were present there.
They visited taro production fields. It was BARI variety

Stolon of taro production
Panikachu-2 in 17.5 acres land. Various topics of production
management, protection, quality and possible marketing ways
in both domestic and export market were discussed. Hortex
officials brought some samples for Golden Harvest and
Eurasia for frozen export.

Hortex team in Taro field at Nalitabari
Comments on the field tour are as follows:
a) Variety BARI Panikachu-2 was the best selection for
production of taro stolons; b) Production management was in

traditional way but performed well; ¢) Scientists from BARI
and OFRD were involved in production;

d) Fertilizer use was as per production manual of BARI

e) Pheromone traps were used to attract adult male of
Spodoptera litura; f) Color of stolons was bright green and
looked healthy; g) No insects were found during our visit;
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Air Freight of Fresh Produce to Various Destinations [ESSIEZEEECS Origin, Pack | Market Median
Major destination wise air cargo freight for the (E::ée)
perishables by Biman Bangladesh Airlines in the form Pence /
of SIP rates are given below: pack
Destination Current SIP* for perishables Limes Brazil 45kg | Birmingham | 700
: : Coconuts Dominica, 25 Liverpool 900
Air Freight Tk./kg. Carambola Malaysia, 12 Bristol 980
Rome 132.00 Melons Costa Rica, New Covent | 1000
London/Paris 132.00 (Water) 17 kg Garden
: Melons Costa Rica, New Covent | 1100
Jeddah/Riyadh 89.60 (Water 17 kg Garden
Kuwait 79.85 seedless)
Singapore 77.80 Melons Brazil, 10kg Western 850
- Honeydew International
Dubai 76.40 Oranges Morocco, 15kg | Liverpool 950 (100)
Kuala Lumpur 45.20 Papaya Malaysia, 5 kg | Birmingham | 900
Source: Biman Bangladesh Airlines, Cargo Department, Pineapples Ghana, Liverpool 640
April 19, 2010 crowmiess, 8
Pineapples Costa Rica, 7 Birmingham | 100
* SIP : Special Inducement Price each
** Air Freight Strawberries | Belgium, 250 g | Bristol 350
Tomatoes Canary Islands, | New Covent | 800 (200)
In addition to the base rate mentioned above, total freight (round) 6 ke Garden
includes Terminal Handling Charge, Scanning Charge and Beans (Fine) | Kenya, 2 kg Bristol 580
Fuel Surcharge on per kg and Airway Bill charge on per Beans (Fine) | Kenya, 2 kg Belfast 700
consignment basis. Bean sprouts | UK, 4 kg Glasgow 270
The rate is applicable for 500 kg or above for Jeddah / Riyadh, Catering
Dubai and 250 kg or above for Kuwait, Singapore, Kuala Capsicum, Spain, 5 kg New Covent | 735 (70)
Lumpur, London and Paris. If the cargo weight is less than the Green Garden
above, rate will be higher. Cagsicum, Israel, 5 kg Bristol 1550
Re
Wholesale Market Price of Selected i UK,12.5kg | Liverpool i
Fresh Produce in Selected UK markets (C}Ir‘;g;es’ Egypt, 3 kg Bristol 1200
All prices quoted relate to stated pack weight and reflect the Chillies, Spain, 3 kg Bristol 1500
range of prices for class one produce prevailing on the day of Green : :
collection as quoted by the selected market sources. All prices Cucumbers | Spain, 5 kg Liverpool 400
listed in pence. Garlic China, 10 kg New Covent | 1300
Garden
Produce Origin, Pack Market Median G?‘rhc Chlr.1a 5 kg B¥rm%ngham 950
Price, Ginger Thailand, Birmingham | 2000
(Range) . 13/14 ke
Pence / Ginger China, 13 kg New Covent | 2100
pack Garden
Mangoes Brazil, 4.5 kg Birmingham | 650 Mushrooms Olzster, Wl WeSte“? | e
Mangoes Venezuela, 10 | Western 650 2kg Internationa
International Mushrooms 81?83/ 1]{Buttons Belfast 500
(ngdp)e fruit Cyprus, 15kg | Birmingham | 800 Mushrooms Shii’takeg Western 900
UK, 2k International
Grapefruit | Turkey, [4kg | Glasgow | 790 (20) o e o] T
(White) . Okra Brazil, Carton | Glasgow 790 (20)
Lemons Turkey, 10kg Liverpool 800 (200) Do Egypt, 20 kg Birmingham | 1000
Lemons Spain, 15 kg Birmingham | 1250
Limes Brazil, 4.5 kg Liverpool 575 (50) Source: Fresh Produce Journal UK, April 16, 2010
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REEFER TRUCK FOR RENTAL !l!

i

&

Three Reefer Trucks are available for
rental at a very competitive price

To maintain cool-chain, while transporting
your fresh produce / product

To ensure proper quality

To store your produce/product in appropriate
temperature (+ 15°c to -25°¢)

Capacity 3 ton

Auto humidity control of fresh produce: up
to 99%

For further details please contact:

(02) 9141331, 8123433

Admin Department, Hortex Foundation

Potato Market Information

Potato Importers/Buyers from Malaysia :

Sin Lee Haut (Import & Export) SDN.BHD

No. 72, Jalan Bau 2, 81300 Skudai, Johor Baru, Malaysia
Tel: 607-5561667, 5561495

Email: slhie@tm.net.my

Chang Sheng Hau SDN. BHD

Lot 641, Jalan Banting Pandamaran

42000 Port Klang, Selangor Darul Ehsan, Malaysia
Tel: 603-31679389, Fax: 603-31689919

Email: cshsb@jaring.my.pd

Keongco Malaysia SDN. BHD

Lot 8920 Jalan Besar

42000 Port Kland, Selangor Darul Ehsan, Malaysia
Tel:603-3134 3388, Fax: 603-3134 3588 / 3585
Email: keongco@keongco.com.my

Leong Hin Co.

No. 17, 18, 19 DAN, 20, Pasar Borong
Ikan Jalan Gangsa, 05150 Alor Setar
Kedah, Malaysia

Tel: 604-7338061, Fax: 604-7336993

Letchumy Enterprise
A-99, Jalan Bukit Ubi, 25200 Kuantanpahang
Malaysia Tel: 609-5136432

Heap Hoe Seng
234, Victoria Street, 10300 Pulau Pinang, Malaysia
Tel: 604-6422123

C. H. Lim Trading Co
7, Lorong Sentosa, Bukit Mertajam, Malaysia
Tel: 604-5732312

Chua Kai Tong
57 Jalan Toklan, 20100 Kuala Terengganu
Malaysia Tel: 609-6222387
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