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Table 4.40 Market Margins, Price Spread and Net Returns: 
Sale of Grape to the Vyapari or Trader 
Poona/Bombay Markets 

- - - - - - - -- ------ ------- ------Costs and Returns per kg Rs. P. Percentage 
of Retail 
Price 

- -- -- - ------ -· - ---- ---- ---------
Retail Price (Poona) 

Avorage Wholesale Price (Poona) 
(or the price received by 
the Intermediary) 

Price raceived by the Cultivator 
(Poona) 

1) The Cultivator's Nat Returns: 

Retail Price 

�A�v�~�r�a�g�e� price �r�~�c�e�i�v�e�d� by 
the Cultivator 

ill1= 
(a) �M�a�r�k�e�t�i�n�~� Cost 

E'6l\A.AI.S �C�.�.�l�A�.�C�.�.�T�I�\�S�"�'�~�O�,�q�.�'�s� �N�~�l�l�.�~�~�"�~�I�U�\� 2>•'b.:l. 
00·:Io4t) 

(b) Cost of cultivation 

EQUALS: 

The cultivator's . �'�I�n�c�.�o�~�·�:� .. 

8.25 

4.64 

4.00 to 
4.25 

(100.00) 

(56.24) 

(48.48 to 
51.52) 

Markets 

------------------Poona 
Rs. P. 

8.25 

4.00 
(48.48%) 

0.68 
(8.24%) 

2.)4 
(28.)6%) 

0.98 
(11.88%) 

Bombay 
Rs. P. 

9.00 

4.25 
(47 .22%) 

0.74 
(8.22,&) 

2.)4 
�(�2�6�.�0�0�~�)� 

1.17 
�(�1�4�.�1�8�~�)� 

- - - - - - -- ------- ------ ---- -
(continued) 
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Tabla 4.40 : (continued) 

- - - - - - - - - - - ---- - - - ---- - --------

11) Price Raceived by the 
Intarmediary (Vyapari) 

LESS: 

(a) Purchase price 

(b) Cost of Markating 

EQUALS: 

Tha Intermediary's Net Returns 

Markets 

-------------------Poona 
Rs. P. 

Bombay 
Rs. P. 

4.85 5.46 
(58.79%) (60.56~) 

4.00 4.25 
(48.48%) (47.22~) 

0.46 to 0.82 to o.ss 0.88 
(S.S8~ to (9.11~ to 
6 .18, ) ( 9. 7 8%) 

0.)4 
(4.12~) 

iii) Vyapari/Trader/Retailer-Direct Retail To Poona Market 

Price Racaived in the Market 

LESS: 

(a) Purchase Price 

(b) Cost of retailing 

(c) Cost of marketing 
(Transportation) (0.46-0.55) 

(d) Average spoilage 

EQUALS: 

Net Jtaturns of Vyaparis 

8.25 (100.00%) 

4.00 to (48 .48~ to 
4.25 51.52%) 

1.)) (16.12%) 

0.51 (6.18J) 

1.29 (1S.64) 

1.12 to (1).58~ to 
m.87 10.55~) 

- - - -- - - -- - --------- ----- - --- ----
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Table 4.41 : The Vyapari/Trader's Costs of Marketing for Grape 

- - - - - - - ~ - - - - - - ~ - ~ - - - ~ - - - - - ~ - ~ - -
Po on a 

(@ Rs.495/Quintal) 

1. Costs at the 39.15 (7%) 
market 

2. Local trans- 5.00 
portat1on 
@ Rs.0.20/4 kg 

3. Transportation: 

(a) Hadapsar : 
@ Rs.25/1500 kgs 1.67 

(b) Uruli Kanchan: 
@ Rs.2.25/120 kgs l.SS 

(c} Yawat : 
@ Rs.4.75/120 kgs 3.96 

(,j) Baramati : 
@ Rs.0.45/40 kgs 11.25 

!lange of: 

lr'.arketing 
costs 
(per 
Quintal) 

Rs.45.82, Rs.45.03, 
Rs.48.41, Rs.55.40 

Bombay 
(@ Rs. 545/Quintal) 

6S.13 (10~) 

5.00 

@ Rs.0.40/4 kg 10.00 

@ Rs.0.40/4 kg 10.00 

@ Rs.0.35/4 kg a. 75 

@ Rs.0.60/4 kg 15.00 

Rs.81.88, Rs. S3.13, 
Rs.83.13, Rs.8S.l3 

___ ,__ - - - - - - - - . - ~ - - - - - - -- . ~ - . - ~ -
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kilogram jota. Greater care is taken by farmers to pack 

grapes that are sent to the Bombay, Surat and Ahmedabad, than 

to the relatively smaller and less distant Poona market. 

Given the lower prices at Poona, the lower costs of marketing 

for the Poona market enables cultivators to earn comparable 

net returns. The specific explanations follow the Table 4.36. 

The net i~com~ of the cultivators when the self­

marketing option is adopted varies between Rs. 0.99 (Poona) 

and Rs. 1.13 (Bombay). In percentages, this is a narrow 

range between 11.8 per cent and 12.8 per cent of the retail 

price (Tables 4.37, 4.38 and 4.39). At Poona retail prices 

the cost of marketing of the cultivator is between 14.55 per 

cent and 16.85 per cent of the retail price. The net 

ineome ~of the grape farmer when the farmer sells to the 

vyapari is between. Rs. 0.98 and. Rs. 1.17 per kilogram, 

depending upon whether the vyapari uses Bombay or Poona as 

his major market~ 

The price spread between the producer and the 

customer when the grapes are directly sent to the market is 

such that the farmer receives 56.24 per cent for fruit sent 

to the Poona market. For the fruit sent to Bombay, Surat 

and Ahmedabad markets (the markets most frequently used by 

the Poona grape growers)ar~ between 57.)0 per cent and 57.78 

per cent. When grapes are marketed through vyap~ris the 

farmer receives between 47.22 per cent and 48.48 per cent 

of the retail price. The vyapari receives between 58.80 per .· 

cent and 60.60 per cent of the retail price which allows him 



about a 10 per cent margin (Table 4.40). The retailer, 

on the other hand, receives a greater than 40 per cent 

margin (Table 4.37). 

The vyapari, when he functions as an intermediary, 

earns a net return of Rs.0.34 or Rs.0.35 for every kilogram 

of grape handled by them. This is about 4 per. cent of the 

retail price. On the other hand, if the vyapari is also a 

retailer his net returns are much larger at between Rs.0.87 

and Rs.l.l2 per kilogram. The retailer who does not function 

as a vyapari makes about Rs. 0.99 per kilogram. Since the 

vyaparis purchasing for the Poona market generally pays a 

slightly lower price for the grape, the compar~ble purchase 

price and net return for the vyapari/retailer is Rs.4.00/kg 

·and Rs. 1.12/kg respectively (Tables 4.40 and 4.41). 

GADGIL REPORT (19bl-~f: MARKETING . 
COSTS, MARGINS AN PR CE SPREADS 
The Gadgil Report on page 104 (Table XII) indicates 

the commissions of salesmen at the Poona market for certain 

fruit. This table is reproduced here for easier review 

(Table 4. 42) • In · 1931-32 the commission at the Poona 

market seems to have varied between 9.6 per cent (orange) 

and 12.7 per cent (pomegranates) of the value of the whole­

sale produce. The Report has several examples of the 

commission agents bill and the forwarding agents charges in 
.. 

the Sholapur and Bombay markets. At the Bombay market 

Table 4.43 the deductions in the commission 

salesmen's bill to vary between 12.2 per cent (orange) to 



Table 4. 42 3um~ary of the Analysis of Sales Ac~ounts, Submitted by Commission Salesmen 
at the Poona Market to Certain Growdrs or Khotidars in the Poona District, 
in the Ye3rs 1930, 1931, and 1932 

- ~ -- - ----------- - - - -- --------- ---- - - --Year Kind of Fruit 

1930 Mosambis 

Pomegranates 

Total 

1931 Santras 

Mosambis 
Pomegranates 

Total 

1932 Santras 

Mosambis 

Pomagranates 

Total 

- -- - -- -- -

l~o. of 
sales 
accounts 

22 

ll 

33 

14 

s 
22 

44 ---
29 

6 

22 

57 

Bo. of 
Baskets 

Total Price 
Realized (i.e. 
Total selling 
price) 

'Rs. a. p. ---- ------
1)6 

612 + 
(lS Boxes) 

39 
467 ----
----

l)OS + 
(13 Doxes) 

lll + 
(2 Boxes) 

400 

355- 6- 0 

102- 9- 9 

---------457-15- 9 
---------
726- 4- 0 

128-12- 0 
253- S- 6 
---------llOS- S- 6 

-----------

1)17- 0- 3 

120- 6- 0 

160- 0- 9 
----------1597- 7- 0 

---- --------------··----- - - --- -
Source : Gadgil Report, 19331 Table XII, p. 104. 

Salesman's com~ission 
and other expenses 

---------------------Amount 

·as. a. p. 

2)- 0- 0 

7-12- 6 

---------30-12- 6 

---------
71- 1- 0 

16- 1- 0 
)2- 0- 6 

---------119- 2- 6 

---------
128- S- 6 

11- S- 6 

20- 1- 6 

---------160- 2- 6 

---------

Percent­
age of 
Selling 
Price 

6.5 

7.6 ----(6. 7) -----
9.S 

12.5 
12.7 ----(10.8) 

9.S 

9.6 

12.5 -----(10.0) ------



Table 4.43 : Summary of the Analysis of Sales Accounts Submitted by Commission Salesmen 
at the Bombay ~~rkets to Certain Growars ·or Khotidars in the Poona District 
in the Years 1930, 1931 and 1932 

I - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - -- -
Year Kind of fruit No. o!' No. of Total Price Deductions 

sales Baskets realized i.e. -------------------------------------accounts Total selling Forwarding Agent's Commission 
price Bill (including Salesman's 

Railway !'reight) Bill 
------------------· -----------------Amount Percent- Amount Perc en-

age of tage of 
selling selling 

Rs. a. p. Rs. a. p. price '&,Rs. a. p. price 
- - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - --

1930 Guavas 135 672 1560-15-0 473- 4-6 33.) 301-12-9 19.) 
Mosambis 48 1193 3157- 3-0 399-12-3 12.7 448- 8-0 14.2 
Pomegranates 38 380 573- 0-9'.' 148-15-3 26.0 144- 8-9 25.2 
Santras 20 328 681- s-o 134-13-0 19.8 145- 8-0 21.3 

- - - - -- - - - - - - - - - - - - - - - - - - - - - - -- -- -Total 241 5972-10-9 1156-13-0 (19.4) 1040- 5-6 (17.4) 
- - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - -

1930 Figs 157 3365-12-0 579-10-6 17.2 
- - - - - - - - - - - - "" - - - - - - - - - - - - - - - - - - - - - - - --

1931 Guavas 171 508 1340-11-3 424- 7-0 31.6 2.30~ 8-6 17.2 
l'Dsam,bis .30 140 + 689-12-0 10.3-12-6 15.1 95- 5.;.0 1.3.8 

87 Boxes 
Pomegranates .31 136 179-12-0 51- 8-0 28.7 48- 4-9 26.9 
Santras 6 49 125- 2-0 17- 9-6 14.1 15- 5-0 12.2 --- - - - -·- - - - - - - - - - - - - - - - - - - - - - -- - - - - -
Total 2.38 23.35- 5-.3 597- 5-0 25.6 .389- 7-.3 (16.7) 

- - - - - - - - - - - - - - - - - - - - - - - - - - --
1932 Papayas 10 36 58- 9-0 21- 7- 6 (.36.8) 14- 0-.3 (24.0) 

- - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - -· 
Source : Gad gil Report, 19.33., Table XI, p. lOl·. 

N 
w· 
~ 
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Table 4.44 : Road Transport Charges, as Shown in Certain 
Sales Accounts of Mosambis Consigned to Bombay 

------------------------------No. of 
sa las 
accounts 

Total selling 
price 

Road transport Percentage 
charges upto or Col. ) to 

(1) (2} 
railway station Col. 2 

()} (4} 
Rs. a. p. Rs. a. p. 

2S 730-2-0 26-l-0 ).8 

Source : Gadgil Report, 19)) 1 Tabla XVI, p. ~11. 

Table 4. 45 : Road· Transport Charges as Shown in Soma Salas 
Accounts Relating to the Poona Market 

----------------------------No.or· No.or Distance Fruit Total 
selling 
price 

Road Parcan­
transport taga or 
charges Col. 6 

sales baskets fro~ 
accounts Poona 

(l) 

12 

7 

) 

) 

l 

(2) 

321* 

94. 

39 

59 

51 

(miles) 

(3) 

2) 

58 

58 

l) 

58 

* Weight in sers. 

to 

(4) 
Rs. a.p. 

(5) 
Rs. a.p. Col. 5 

(6) (7) 

Figs 91- 1-) S-6-9 

Santras 183- S-0 "19-1-0 

9.2 

10.4 

S.4 

17.7 

Mosambis 72- 5-0 6-l-6 

Pome­
granates 

Santras 

29-11-) 

61- l-0 

5-4-0 

6-l-l 10.0 

Source : Gadgil Report, 193)~- Tabla IVII, P•. 111. 



2~36. 

26.9 per cent (pomegranates), and averaging at about 17 per 

cent of the wholesale price. The forwarding agents' bill, 

including the railway charges, etc., at the Bombay market 

varied between 14 and 20 per cent for orange and mosambi, 

and between 28 and 34 per cent of the wholesale price for 

guava and pomegranates. The proportion of these deductions 

was only slightly lower at the Sholapur market for the same 

fruit and during the same period. 28 Details regarding the 

composition of the commission salesmen's slips at the Poona 

market have not b~en provided by the Gadgil Report, but 

commission salesm~n's bill at the Sholapur market included 

a dharmadaya (charity) of 0.74 per cent, a postage charge 
. 

of 1.48 per cent and a market charge or 'rent' of 0.74 per 

cent of the selling price of the produce. 

Road transport charges to Bombay and Poona are avail-
. 29 

able in Tables XVI and XVII. These tables are being re-

produced here for the sake of convenience. Transportation 

cost (for road transport) from the orchards in the Poona 

district to the Poona Market formed between 8.4 and 17.7 

per cent of the selling price, when including octroi charges. 

With regard to the costs of retailing the Gadgil Report 

admits to having only minimal information.3° Some retailer's 

28 Ga~gil Report, Table XIII, p. 106 and Table XIV, 
p. 107. 

29 Ibid., p. 111. 

30 Ibid., p. 112. 
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margin have been calculated from the information on page 113 

of the Report. A few of these are reproduced below: 

Table 4.46 : Retailer's (Hawkers) Margins in the Gadgil 
Report of 1933 

------------------------------Guava )Uxed lot of fruit ----------------------------
Purchase price 

Estimated selling 
price 

Retailer's purchase 
price as a proportion 
of selling price 

Cost of retailing 

Retailer's margin 
of earning 

Rs.l-6-0 for a Rs.3-4-0 
hara of 375 fruit 

Rs.2-6-0 Rs.4 
(for the hara) 

57.~ 3l 81.25~ 

2 annas per hara, 
or 5.2~ of the 
retail price 

14 annas, or 
36.84;a of the 
retail·price 

12 annas or 8.75~ 

The Gadgil Report does not offer any examples of 

price spreads or the cultivators' net returns from marketing. 

Therefore a comparative analysis in this respect with the 

1930s is not possible. Table 4.47 reproduces the marketing 

costs as percentage of the wholesale price from the Gadgil 

Report. These are compared with the percentage share of 

similar items in the post-regulatory period of the 1977-1986. 

It is indicated in the Table 4.47 that both the salesman's 

31 The corresponding figure for this study is 54.64 per 
cent. 



Table 4.47 Marketing Costs : A Comparison of the Findings of the Gadgil Survey 
and the Post-Regulation Survey 
(Percentage of wholesale price) (Poona Market) 

- - - - - - - - - - - - - - - - - - - - - - --- - - - -------Orange Mosambi Guava Fig 
Cost --------------- -------------- ------------ ------------Item 1930-32 1977- 1930-32' 1977- 1930- 1977- 1930- 1977-

80 80 32 80 32 80 
- - - - - - - - - - - - -

I. Salesman's 9.81o 8.4~ 6.5~ 8.48% 
Commission to 
and Other 12.5~ 
Expenses 

II. Road 10.0()% 4.47% 
I 

8.4% 5.88% 9.2% 1.81% 
Transport to 

10.4 % 

- - - - - - - - - - -- - - - - - - - - - - - - - - - - - - - -
Sourie : Gadgil and Gadgil Report, pp. 104 and 111. 
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commission and other expenses at the market and the costs 

of transportation are a lower percentage_ of the wholesale 

price after market regulation than during the Gadgil Report 

of the 1930s. 

4.6.1 COOPERATIVE MARKETING OF FRUIT IN POONA 

The possible suitability of cooperative marketing to 

Indian agriculture has often been suggested by social 

scientists. Even the Gadgil report in its section on 

recommendation states:32 

Attempts should be made to form co­
operative bulking and dispatching 
societies· of fruit and vegetable growers, 
wherever the conditions are favourable 
for t~eir formation. 

Fu,rther, the Report elaborates: 

••• cooperative efforts would most fruit­
fully come into being in two directions: 
(i) bulking societies, which could under­
take certain marketing functions, 
especially such as supplying marketing 

intelligence and directing the movement 
of produce, in view of such intelligence • 
••• (ii) The other cooperative effort 
would best be in the direction of the 
establishment of cooperative markets in 
producing areas. 

The benefits of cooperative marketing are of course 

in the economies of bulk marketing as are enjoyed by middle­

men such as the khotidars and the bagwans. The common 

pattern of small holding-small orchard found among the Poona 

district fruit growers explains both their inability to 

32 Gadgil and Gadgil, p. 176. 
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independently enjoy the economies and the continued role of 

middlemen in modern fruit marketing. The middlemen are 

still relevant, more than fifty years since their elimination 

from the district was considered in the Gadgil report, simply 

because self-marketing or independent marketing is unecono­

mical. The obvious alternative of cooperative marketing, 

unfortunately, has not so far succeeded in the district. 

4.6.11 ATTEMPTS AT COOPERATIVE MARKETING 
OF FHUIT IN THE POONA DISTrliCT 

.The Maharashtra State Grape Growers' Association (or 

Maharashtra Rajya Draksha Bagaitdar Sangh) is an active 

organization now operating from the Draksha Bhawan at 

Gultekadi, Poona. It has about 6,500 members, of which about 

500 are from the Poona district. Its principal activity, 

however, has been in the supply·of inputs and cost-information 

to the grape growers of the district. They have no plans 

of entering the field of cooperative marketing, even though 

by their own admission about 90 per cent of the members have 

grape acreages of only 2 acres or less. 

The reticence of the otherwise successful grape 

growers' association to expand to cooperative marketing could 

bear some relation to the experience of the banana coopera­

tive marketing association in the district. The Sanjeevani 

Phale Kharedi Vikri Sangh was begun in 1977 by the banana 

growers of Junnar to cooperatively market their produce at 

the Poona market. But the Sangh did not find it an easy task 

to compete against the private operations of bagaitdars and 
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commission agents. In 1979 it was barely existing operating 

through the private commission agency of Shriram Co., and by 

1980 cooperative marketing operations in the Poona district 

had ceased. Between 1980 and 1985 no new efforts towards 

cooperative marketing of fruit had been tried in the Poona 

district •. 

4.6.12 AN ANALYSIS OF THE FAILURE OF COOPERATIVE 
MARKETING oF FRUIT IN POONA DISTRICT 

The predictability with which the cooperative market­

ing effort languished arouses some suspicion among rational 

minds about the "naturalness" of such an end. It is true 

that the Gadgil report stated: 

If the question is examined practically, 
it would seem that the limits for the 
bulking and despatching societies are, 
even in this district, very narrow. A 
bulking society can operate· only in a 
small area; and for it to produce 
economies it would be necessary to 
handle bulk consignments on a fairly 
large scale. ll/ 

It is probable that the immediate economic factors 

that caused the Sahajivani Phale Kharedi Vikri Sangh to dis­

mantle were engineered by social and political factors. This 

first effort towards the cooperative marketing of fruit in 

Poona district was resisted and attacked with propaganda 

campaigns by the financially and often socially advantaged 

middlemen. The repeated resistance to the regulation of 

fruit marketing in Poona by the middlemen lobby ~hich delayed 

33 Ibid., p. 153. 
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the process of regulation by almost twenty years (1959-1976) 

is only further evidence of their political, social and 

economic strength. That the same lobby should have success­

fully scuttled the first shaky attempt of some farmers 

towards cooperative marketing, is not surprising. In spite 

of the competition among them, that the middlemen are 

capable of acting in collusion when their aggregate profits 

are threatened is also obvious !rom the punitive measures 

adopted by the Commission Agents' Association against 

defaulting small retailers.34 

Moreover, the small sizes of the orchards in the 

Poona district make cooperative marketing especially suitable 

to the local conditions. Effective marketing could be 

achieved with cooperative marketing. 

The argument that cooperative marketing in the 

district has !ailed because the total volume of banana 

production in the Junnar taluka is too small to permit 

marketing economies is not entirely acceptable. While it 

is to be admitted that the Junnar taluka does not have the 

advantages of the Jalgaon district (the chief banana growing 

tract in Western India) the total production in the Junnar 

taluks is adequate to permit cooperative marketing in the 

taluka. Interviews with khotidars and others have clearly 

34 The names of defaulting retailers appear on a board 
at the market yard. No member of the Association will 
have dealings with the retailers listed on the board. 



243 

indicated that these middlemen restrict their operation to 

a particular spatial region. Indeed, it is customary for 

these middlemen to divide the district into regions of 

operation by a mutual understanding only occasionally 

violated. In fact, not one but several independent bagwans 

have simultaneously operated successfully in the Junnar 

taluka. If it has been and still is economically feasible 

for several bagwans to operate successfully from the Junnar 

taluka, is there not economic potential for a single co­

operative marketing organization to achieve the same, ceteris 

paribus? The ceteris paribus condition here is the assump­

tion that social and political opposition to such an effort 

at cooperati~e marketing are necessarily and successfully 

controlled. 

There is a critical difference in the two situations, 

however. That difference is in the motivational factors 

governing the two forms of organizations: private enter­

prise and a cooperative body. The driving force of private 

profit motivates the middlemen to strive for the highest 

levels of efficiency possible under the circumstances. Absence 

of similar motivation in cooperative organizations blurs the 

personal commitment of the office-bearers to the cooperative 

cause of all members. As it happened with the Sahajeevani 

Sahakari Society, the best economies of operation and 

potentials for higher efficiency are seldom as ~ully 

exploited as in a private enterprise. The inevitable clash 
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of personal and organizational interests further hampers the 

performance of the cooperatives, and hastens their dismember­

ment. Organizational capabilities are not as yet intrinsic 

to the rural Indian framework. Therefore, in the absence of 

a strong organizational binding that may have supported the 

cooperatives through the tribulations of frequent conflicts, 

cooperative organizations crumble easily. In spite of these 

drawbacks, however, the suitability of cooperative marketing 

to conditions prevailing in the Poona district cannot be 

overlooked. 

CONCLUDING·REMARKS ON FRUIT 
MARKETING IN POONA 

The preceding analysis suggests that fruit marketing 

may be said to have become more efficient as'a result of 

market regulation. Not only are the costs at the Poona 

market a lower percentage of the retail (and wholesale) 

price than before market regulation, but the costs of ·trans-

\\ porting fruit into the market~_reduced over the years. 

Both the costs at the market and those of transportation 

were proportionately higher during the Gadgil. survey than 

during the post-regulatory phase of marketing. 

Fruit, however, continues to be marketed by at least 

a fifth of the fruit cultivators via middlemen. However, 

when one compares the net income received by the cultivator 

in marketing through trucking agencies or self-marketing, 

with that which he receives from marketing through middlemen, 

it is obvious that his net income does not change appreciably. 
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Under the existing circumstances, marketing through middle~ 

men is as efficient a system as marketing through a trucking 

agency or self-marketing. Th~ cultivator's share in the 

consumer's rupee is further reduced by the.wida retailing 

margin. The natura of wholesale and retail price movements 

has a bearing upon the farmer's net returns. The next 

chapter therefore examines the prices and other aspects of 

marketing at Poona City. 



Table A4 .1 Cost of Self-marketing 

Item 

1. Average per acre output 

2. Average size of orchard 

3. Length of the season 

4. Labour for watching for 
the season 

5'. Labour for harvesting 

6. Period of marketing loan 

Cost of Trips to the market 

A. Farmer assumes full responsibility 

7. Number of trips to the market 
by the farmer 

8. Number of trips to the market 
by the farmer's agent 

B. Farmer uses 
services 

trucking ag:enc;[' s 

9. Number of trips to the market 
by the farmP.r 

lD, Nun.ber of trips to the market 
by the fariLer' s agent 

Orange 

76.77 qtls. 

1.038 acres 

120 days 

120 days + 120 
nifhts : male 
@ man-day 
each 

2 men,40 days 

7 months 

8 

40 

6 

10 

Mosambi 

86.83 qtls. 

0.803 acres 

120 days 

120 days + 120 
nifhts : male 
@ man-day 
each 

2 men,40 days 

7 months 

8 

40 

6 

10 

Guava 

64.5'6 qtls. 

0.86 acres 

90 days 

i man-days, 
90 days 

i man-day 
30 days 

6 months 

3 

22.5' 

Fig 

16 qtls. 

0,66 acres 

60 days 

i man-days 
60 days 

1 man, 30 
days 

4 months 

3 

15 

3 

Banana 

184.71 qtls. 

1. 37 acres 

180 days 

1 man, i 
woman;day 
180 days 

2 men,45' 
days 

9 months 

9 

60 

9 

15 

- - - - - - - - - - - - -
Grape 

5'8.30 qtls. 

1.96 acres 

100 days 

2 men, 100 
days 

2 men,30 
days 

6.3 months 

7,10,13,20 trips 
depending upon 
the village of 
production 

100 

4 

10 



Table ~.2 : Estimated Per Quintal Costs of Self-marketing 

(In rupees per quintal) - - - - - - - -- - - - - - - - - - - - - - - - - -
Fruit/Source 

- - - - - - - - - - - - -
1. OR/u'1GES 

(a) Tal.egaon Dhamdhere 
(b) Shikrapur 
(c) Ranjangaon Ganapati 

2. HOSAMBIS 

S akurde-Bels ar 

3. GUAVAS 
(a) Talegaon Dhamdhere 
(b) Saswad/Dive 

4. FIGS 
(a) Velu 
(b) Div,e 

5'. BANANAS 
(a) Otur 
(b) Rajuri-Ale-Belhe 

6. GRAPES 
(a) Hadaps ar 
(b) Uruli Kanchan 
(c) Yawat 
(d) Baramati 

- - - - - - - - - - -

Self-marketing without 
trucking agent 

Self marketing with trucking 
agent 

------~------------------------With farmer + 
his own agent 

Without farmer 
+ his agent 
trips 

--------------------------- -------------- --------------To the Poena To the Bombay Poena Bombay Poena Bombay 
market market market ~arket market market 

10.37 

4.01 
4.24 

14.21 
16.76 

6.00 
s.oo 

14.68 
17.90 

16.64 

10.46 
8.84 

17.10 
26.5'0 

6.39 
6.12 

24.19 
22.32 
20.45' 
1C3.57 

14.29 
15.27 

3.25 
3.34 

9.80 
9.60 

11.35 
11.85' 

9.05 ) 
8.97 ) 
8.77 ) 

10.04 

- ) 
22.46 ) 

3.71 ) 
3.62 ) 

14.59 ) 
14.34 ) 
14.10 ) 
13.85 ) 

- - - - - - - - -

4.08 

3.48 4.10 

6.64 7.0+ 

1.12 

11.20 

- - - - - -. 



CHAPTER V 

AN ANALYSIS OF PRICES OF SELECTED 
FRUIT AT THE POONA MARKET 

5.1.1 INTRODUCTION 
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This chapter will examine the variations in the 

wholesale and retail prices over seasons. It analyses the 

pattern or arrivals at the market and the seasonal pattern 

or prices. The retail and wholesale margins will be 

compared to that for the 1930s. Consequently it will 

examine the effect or the existing marketing structure upon 

the element or uncertainty experienced by the cultivators 

as a result or price variations and see if price variations 

is any lesser in 1977-78 than in the 1930s. Another 

important factor in the marketing or perishable products is 

spoilage. Fruit spoilage will be examined in this chapter. 

5.2.1 THE PATTERN OF :EASONALITY IN POONA 
q~3a~J1s~a~~Iii:FAOtT: 1977-78 AND 

There is almost a well-marked seasonality pattern to 

fruit arrivals at the Poona market, although some suppliers 

are experimenting with out-of-season crops. Mangoes arrive 

at the market from Ratnagiri between May and July. Oranges 

from Nagpur arrive in large quantities at Poona between June 

and August, and again between January and April. The Poona 

market also receives a variety or fruita g~own in the fruit 

growing tracts of the Poona district. Each of the six fruits, 
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oranges, mosambis, guavas, figs, bananas and grapes, has a 

more or less defined (though not rigidly so) pattern of 

seasonality. Seasonality of fruit varies with each fruit, 

and usually lasts for three to four months for each fruit 

and variety. 

ORANGES AND MOSAMBIS: For oranges and mosambis there 

are three possible crops, although the same orchard generally 

bears only one good harvest. These seasons have been referred 

to as bahars earlier in the text and vary with the climatic 

conditions, rains, the nature of the soil, and the parti­

cular care rendered by the cultivators upon their orchards. 

The three fruiting seasons are ambe· bahar (between October­

November and January-February), mrug bahar (between 

January-February and May-June) and hatte bahar (between 

May-June and September-October). Oranges from Pune-Nagar 

comprise of about a fourth of the market supply-of all · 

oranges in the summer months and about a third of the oranges 

in the market in the mrug bahar.1 The major growing areas 

in Poona are in the Shirur taluka (Shikrapur, Talegaon 

Dhamdhere and Ranjangaon Ganapati). 

For mosambi, again, although all three bahars are 

possible, the more common seasons are the hatte and the ~ 

bahars. MOsambis in the Poona district grow mainly in the 

1 These are estimates projected from the retailers' 
supply or different varieties. The estimates more or less 
match the estimates of market share provided by the 'dalals 
at the Poona market yard. 
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Purandhar taluka. The principal competing variety comes 

from the Jalna tract in the Aurangabad district. Around 

eighty per cent of the mosambi grown in the Poona district 

comes to the Poona market. Mosambis from the Poona-Jalna 

type dominate the entire supply of the market, of which the 

Poona mosambi comprise of between thirty and forty per 

cent depending upon the yield and other conditions. 

For both oranges and mosambis the plucking and 

harvesting. follows about two months after fruit develop­

ment, and about 'eight to tem.months after the beginning of 

the flowering. 

According to the Gadgil survey the three seasons for 

oranges were between February· and May, July and August, and 

between October and November, of which only the first two 

were really important. 2 · .. 
The report also mentions that in 

all cases of seasonality for fruits the months mentioned 

were to be taken as only approximately representing the 

season.) The report also stresses the large variations in 

the period between blossoming and fruiting and the length 

of the fruit season for any variety, depending upon controll­

able and non-controllable tactors.4 As an example of the 

wide nature of variations in flower and fruit development 

pattern the report cites the instance ot mosambi for which 

2 Gadgil Report, op.cit., p. )5. 

3 Ibid. 

4 Ibid. 
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the period between blossoming and plucking was found to vary 

between ten to fifteen months. 

The seasonality of oranges and mosambis cannot be · 

said to have changed significantly in the Poona district 

over the years since the 1930s. The seasons,however, are 

longer, and some fruit is also available outside the 

principal seasons. The proportion of Poona oranges and 

mosambis to those from Nagpur and Jalna has not been stated 

in the Gadgil report, but the responses of retailers and 

commission agents at Poona indicate that the inflow of 

oranges and mosam~is from Poona as a proportion of the 

total arrival of these fruits has been increasing gradually. 

A discussion on the seasonality of oranges and 

mosambis is not complete without a mention of the ~ (new 

fruit) and juna (old fruit) bahars. This is especially true 

for mosambis which are often harvested before fruit deve­

lopment is completed, and the green fruit is allowed to 

hurriedly acquire colour as a result of application of 

chemicals. The ~ bahar lasts for the initial four to six 

weeks of a mosambi season. Since the ~ bahar is not as 

sweet as the tree-developed juna bahar, it fetches a lower 

price in the Poona market. 

GUAVAS: The variety of guava grown in the Poona 

district now is chiefly the Lucknow 49 variety. Although 

there are three guava seasons, the two main seasons for the 

kalmi guava at Poona are between October and March, and a 
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lesser season between June and September. This pattern may 

vary by a month or two from one year to the next depending 

upon the temperature, rains and other climatic conditions. 

This could very well be the reason why the seasonality for 

1977-78 appears to have shifted a little from the pattern 

reported in the Gadgil report.5 Another reason could be 

that during the Gadg11 survey the local variety was grown. 

The two main guava seasons mentioned in the Gadgil report 

are between August and October, November and January, and 

between February and April. The guava seasons were found 

to run into each ~ther then as now. The season of heavy 

production was then between September and January, and in 

1977-79 it was between October and March. Again, as the 

Gadg11 report states,6 "Agricultural production is noto­

riously variable, being subject to a large variety of 

factors". Almost a hundred per cent ot the guava coming 

into the Poona market is from the guava growing villages of 

and around the Poona district. 

FIGS: Although small quantities ot poor quality 

(khatta bahar) fig keep coming into the market from the 

surrounding villages, the principal fig season may be said 

to be between February and July. Poona district is the 

main fig cultivating district in Western India and more than 

5 Ibid., P• 34. 

6 Ibid., p. 35. 
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forty per cent of the fig grown in Poona district is sent 

to the Poona market. The remaining sixty per cent is sent 

to Bombay. The Gadgil report mentions the months of April 

and May as the period during which fig production and 

supply is abundant. The months between mid-March to late 

May continues to be peak portion of the fig season. The 

best quality figs come from the villages ot Khed-Shivapur, 

Dive and Velu in the Poona district. 

BANANAS: The period of the planting or the banana 

crop may be, and is, varied considerably in the Junnar 

taluka to ensure a longer period ot access to the market. 

This fact is true for the major supplying area ot Jalgaon 

district as well. The banana blossoms are out somewhere 

around nine to twelve months after planting. The first 

development takes another two to two and a halt months 

thereafter. The banana fruit may be marketed fourteen to 

eighteen months af,er planting and the season extends from 

five to six months. Around sixty per cent ot the Junnar 

bananas are sent to the Bombay market. The remaining forty 

per cent is sent to the Poona market where the Junnar 

bananas form a relatively small portion ot the total banana 

supply in most years. This proportion varies between 

fifteen and twenty per cent ot the total banana arrivals 

for most years. The variety of banana that comes from 

Junnar is the same as the variety that is produced in the 

Jalgaon district, i.e. the basrai variety. Bananas from 
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Jalgaon district make up seventy-five to eighty par cant of 

the banana arrivals into the Poona market. The banana 

season extends to all months other than April, May and June. 

According to the Gadgil report7 in the 1930s the bulk 

of the imports into the Poona market was from Junnar. The 

report mentions the Junnar area's banana season to stretch 

through all months other than May through June, with lean 

production between June and August. In those months the 

bananas grown in the·Purandhar taluka (the villages around 

Walha) supplied the bananas that came into the Poona market. 

This pattern is now changed, as the bananas from Jalgaon 

which constitute a larger proportion of bananas in Poona, 

are available also in some small quantities in the summer 

months. The Purandhar taluka does not supply any significant 

portion of the bananas consumed at Poona. 

GRAPES: Grapes are supplied to the Poona market from 

Nasik, Sangli and Poona districts in Maharashtra and from 

the Karnataka State. The variety known as Tasgaon Chaman 

is imported from Sangli. However, about forty to fifty per 

cent of the grapes of the Thompson Seedless variety coming 

into the Poona market is from the Poona district. This per­

centage varies from one year to the next as yield from the 

Poona vineyards vary with climatic factors such as untimely 

rains, hailstorms, etc. 

7 Ibid., p. 34. 
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The grape season begins in the early part of December 

and ends in the third or fourth week of April. Grapes of 

the Thompson Seedless variety come to the Poona market from 

Baramati, Haveli and Indapur. In the Gadgil report there is 

no mention of any significant grape cultivation in the 

Poona district. Import of grapes from other areas was 

between February and May. 

5.).1 SEASONALITY PATTERN OF AKRIVALS OF 
THE SELECTED FRUIT AT THE POONA 
MARKET {1930-31 AND 1977-78) 
An analysis of a price arrival pattern was attempted, 

but the quality of data available with the PAPMC was found 

to be unreliable. Therefore ·such analysis is not possible.· 

A. further attempt was made to estimate the arrivals on the 

basis of the retailer turnover data collected on a weekly 

basis for 1977-78 and an attempt is made·to compare monthly 

arrival patterns in 1930-31 and in 1977-78. Table 5.1 has 

been constructed for that purpose. Since the 1977-78 data 

is available from the month of May, May has been selected as 

the base month. 

The pattern of seasonality for oranges appears to 

have changed somewhat. For 1977-78 arrivals are very high 

in the months of February, March and April. In 1930-31 the 

month with the highest orange arrival was in August, and 

very little orange arrived at the market in Febr~ary. 

For mosambis the period of highest arrival in 1930-31 

was in September. The seasonality pattern does not· appear 



Table .5.1 : Monthly Fruit Arrival Pattern at the Poona Market: Index of Fruit Arrivals 
(1930-31 and 1977-78) . 

[Base: May (Except for Grapes)] 

- - - - - - - - - - - - - - - - -- - - - - - - - - - - - - - - - - - - - - - - - -
Orange Mosambi Guava Fig Banana Grape 

----------- ----------- ----------- ----------- ------------ -----------1930- 1977- 1930- 1977- 1930- 1977- 1930- 1977- 1930- 1977- 1930- 1977-
31 78 31 78 31 78 31 78 31 78 31 78 

- - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - --
May 

June 

July 

100 100 

233 137 

417 252 

August 573 343 

September 218 356 

October 107 395 

·November 

December 

January 

February 

March 

April 

52 290 

46 104 

34 309 

30 '834 

167 1270 

265 1029 

100 100 

lOS 118 

115 235 

145 253 

183 310 

56 379 

127 278 

134 224 

66 106 

38 102 

29 99 

69 85 

100 100 

332 157 

84 231 

223 552 

570 303 

696 203 

100 100 

40. 41 

31 1 

3 

2 

1 

426 311 1 

668 753 

443 728 

100 452 6 

g 276 83 

31 101 188 

6 

33 

78 

98 

100 

54 

55 

100 155 

438 325 

978 150 

100 1120 350 

256 1405 775 

533 34731 550 

433 26970 1oo* 1oo* 

483 31870 25 523 

604 39456 57 5 144 

626 22664 4225 233 

483 15969 8950 201 

332 151 600 636 

- - - - - - - - --- - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - -
* For Grape the base is November. 

l 
N 
CJl 
en 
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to have changed in the last fifty years for mosambi. Large 

quantities of mosambia arrive at the market in the summer 

months between July and December in 1977-76. The Gadg11 

survey indicates a break in the season in-between even 

though the overall period of high arrivals ia about the same 

for both studies. 

For guava there was much greater fluctuation in 

arrivals in the 19)0a than today. The peak months then were 

October and December. Now the highest arrivals are in 

December and January and then again in September. The season 

is also somewhat ~onger as guava availability more or less 

spreads through the entire year. 

The fig seasonality has not changed. The season for 

figs was in the 19)0s (as it is now) between the months of 

March and June. The banana season spreads over the entire 

year. The periods of peak arrivals are somewhat similar 

between the two surveys. For grape the seasonality that is 

reflected is different. The arrival trends are not compar­

able for grape since the estimated pattern for 1977-76 are 

for the Thompson Seedless variety which was not grown in 

1930-)1. 

Therefore it may ba said that although some changes 

are noticed in arrivals the basic pattern for comparable 

units are similar for the periods. The next issue that 

needs to be discussed is the pattern of price movements in 

the two periods. This will be dona in the following section. 

The prices will be analysed beginning with the shortest 
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time span: variations within the same day, and ending with 

an examination of monthly price movements over a period 

of one year.8 

5.4.1 PRICE VARIATIONS WITHIN THE SAME DAY 
AT THE POONA MARKET 
Wholesale prices vary substantially within the same 

day. Examples of variations in the wholesale ~rices for 

certain fruit on certain selected weeks of the year at the 

Poona wholesale fruit market are to be found in Tables 5.4 

to 5.10. The price variation over the same day in the 

wholesale market for fruit (Tabla 5.2) occurs at the Poona 

market at least partly because of the variations in the 

demand for particular fruit on particular days by the indi­

vidual retailers. This is so because the average retailer 

of fruit in the Poona city area owns a small operation and 

generally sella fruit either on push-carts or in tiny road­

side stalls. The total capacity for the purchase of fruit 

is generally quite low. The predominance of salaried 

people in the Poona area makes the pattern of consumption 

conservative and fruit purchases form only a small portion 

of the food budget. Therefore, the Poona retailers are 

more cautious in their purchases of fruit and the prices of 

8 The initial intent of this study was to end the 
price analysis with examination of annual price variations 
over a ten year period (1977-86). However, the quality of 

· the data was found to be very poor. Consequently meaning­
ful analysis of such was not possible. 
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of purchase often reflect the intensity of need for a parti­

cular fruit and retailer, on the selected date. 

Table 5.2 : Examples of Wholesale Price Variations Within 
the Same Day (1978) 

- ~ ----- - - -- -- --- - - ----- - -- -- ---Orange Pati 1 (March) Grape (4 k~) Box (March 
Rs./Pati Rs.tPati ----- -- --- -- - ---- ------- --- - --

6-00 a.m. 
J 10-12 26-28 6-)0 a.m. 

7-00 a.m. ~ 12-14 28-30 7-30 a.m. 

8-00 a.m. I 11-13 26-28 8-30 a.m. 

9-00 a.m. 
J 9-10 22-28 9-30 a.m. 

10-00 a.m. 8- 9 16-20 

-- - --------- ---- -- --- --
Apart from these reasons, of course, prices are 

higher at the peak hours. This would be at the very beginn­

ing of the wholesale day, between 6-00 a•.-m. and 7-00 a.m. 

After the peak period usually the wholesalers are left to 

deal with the less motivated purchasers who have to be coaxad 

and cajoled into placing their bids. The tail-end prices 

for each day are therefore substantially lower than the peak 

period prices. This pattern is to be found in Tables 5.2 

and S.3. Table S.2 presents an example or hourly changes 

in the prices or a unit each or orange and grape. This 

table selected from the PAPMC records is a collection ot 

prices indicating the wide gap on certain days between the 



260 

minimum, the maximum and the modal price for that day for 

a particular unit of a selected fruit. 

DAILY VARIATIONS IN WHOLESALE 
PRICES AT THE POONA MARKET 
Daily wholesale price variations may be constant for 

several consecutive days or may fluctuate sharply from one 

day to the next. Table 5.3 presents data for three weeks 

(eighteen days, since the market closes on Saturdays) each 

for grape, orange, fig and guava. In the case of the data . 
for grape curiously enough while the modal and the minimum 

prices fluctuate quite sharply, the maximum price is more 

or less steady. The price fluctuations such as these, that 

show up in the PAPMC records for grape are largely owing to 

tbe practice of agaregate recording of prices for several 

varieties such as the Thompson Seedless, the Anab-e-Shahi, 

the Selection-?, the Bangalore Purple, etc. These varieties 

command different prices in the market at any given time. 

Thompson Seedless generally commands· the highest price 

during the peak grape season when most of these varieties 

are simultaneously available at the market. · The prices for 

the Thompson Seedless variety recorded in Table 5.2 is the 

weighted average of the maximum and the modal price of grape 

from the PAPMC records. The weights were based upon the 

estimated proportionate arrivals of Thompson Seedless and 

other varieties as obtained from the commission agents dealing 

in grape varieties. It may be noticed that a more consistent 

pattern may be found in the maximum daily prices rather than 
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Table 5.3 : Dally Variations in Wholesale Prices ot Fruits 
At the Poona Market (1976) 

I. GRAPE 
(Prices in Rs. for 4 kg box) 

~ ~ - ~ - - - -------------- -- -----January February March 
1st week )rd week 4th week 

------------- ------------- -------------Max Mod ·Min Max Mod Min Max Mod Min ------ - -- --- ----------. -.------
1. 24 12 12 24 16 16 26 20 16 Sunday 

2. 26 20 12 22 16 12 )0 I 22 6 Monday 

). 26 20 6 24 22 6 26 16 12 Tuesday 

4. 24 21 20 24 16 12 26 24 20 Wednesday 

s. 24 20 12 . 22 16 12 27 22 20 Thursday 

6. 24 18 12 . 24 1S 5 21.: 22 12 Friday . 
----·- --- --------- -- --- -- -------
II.ORANGE (fati-1) Price/) Doz. Pati 

(Rs./Pati) 
- -- ------------· --- ---------- - --February March April 

4th week )rd week 1st week 
March 
1st week 

-----------·- ------------- -------------Max Mod Min Max Mod Min Max Mod Min --------- --- -. - ----- ------ - -----
1. 14 10 6 14 10 4 14 10 s Sunday 

2. 1) 6 4 12 10 4 16 11 7 Monday 

). 20 12 4 12 10 4 16 13 9 Tuo~sday 

4. 1) 10 7 12 9 s 16 10 .8 Wednesday 

5. 14 10 6 12 10 4 16 15 s Thursday 

6. 14 10 4 - - 21 13 10 Friday 

- - - - --- - ----- ---- ------------
(continued) 
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Table 5.J . (continued) . 
III. FIG (Kilo) Price/Kg -

- - - - - - - - - - - - - - - - - - - -- - -- -- --March March April 
1st week 3rd week 1st week 
,_~,..--,..,.._._._.,.. __ ~ .. ~ .. ______ ,. .. _ 

---------~~----~ Max Mod Min Max Mod Min Max Mod Min 
- - - - - - - - - - - - - - - - - - - - - - - -

1. 6 4 2 g 5 2 9 6 4 Sunday 

2. 3 2 1 6 5 2 9 6 2 Monday 

3. 6 4 2 .. 7 4 1 10 6 2 Tuesday 

4. 5 3 2 - 10 6 4 Wednesday 

5. 6 4 2 g 4 3 g 5 2 Thursday 

6. 6 4 2 g 5 2 10 6 3 Friday 

- - - - - - - - - -- - - - - - - - - - - - --

IV. GUAVA (Pati 1) 
Rs./Pati 1 

1. 

2. 

3. 

4. 

5. 

6. 

- ~ - - - ~ - - - - - ~ ~ ~ - - - ... - - - - - ~ ~ - - -July 
2nd week 

September October 
4th week 2nd week 

Max Mod Min Max Mod Min Max Mod Min 
- - -

4 

5 

4 

3 

4 

4 

3 

4 

3 

3 

4 

3 

2 

2 

2 

1 

4 

2 

- - - - ~ - - ~ 

4 

3 

4 

3 

4 

3 

3 

-
3 

3 

3 

2 

2 

1 

3 

2 

4 

4 

4 

3 

4 

4 

3 

3 

3 

3 

4 

4 

- - .. - -
2 Sunday 

2 Monday 

3 Tuesday 

3 Wednesday 

4 Thursday 

4 Friday 

-------
Source : This data was selected from the PAPMC records of 

wholesale prices for 1978. 
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in the modal prices. The reason for this is that there is 

great variation in quality within the same unit of sale. 

The differing modal prices, therefore, do not always 

represent the same quality or grade of fruits. The maximum 

price, on the other hand, represents the best quality for 

the day. There is usually not much variation in the quality 

of the top grade fruit on different days, over a short 

period of time. This is why the top grades yield a price 

pattern while modal grade does not do so. 

5.4.) WEEKLY WHOLESALE PRICES 

The weekly·prices for the fruits oranges, mosambis, 

guavas, figs, bananas and grapes may be read from Tables 5.4 . 
to 5.10. For orange and mosambi the three distinct seasons 

that exist have been noted separately. At the beginning of 

the season these fruits are harvested a little before complete 

fruit development and therefore are not as juicy or as sweet 

as during the peak season. The fruit of a new season is 

called the n!!! bahar and it generally fetches a much lower 

price than the fruit from the older season or juna bahar. 

Each fruit is also divided into at least two grades for the 

analysis of the weekly prices. The wholesale·prices tend to 

fluctuate daily, but the retail prices do not change from day 

to day.9 At the very beginni~g of the new season the ~ 

9 The retail prices in the Tables 5.3 to 5.8 are weighted 
averages of the prices of 12 retailers from the Poona city. 
Individually each shop prices its fruit in rupee values 
rounded to fifty paise per dozen or kilograms. MOreover, while 
the wholesale prices fluctuate from one day to the next, the 
retailer does not change his price. Higgling and bargaining 
is also common among basket retailers. 



~eakly Wholesale and Retail Prices (Per Dozen) at the Pune Market, 1977-78 
Gra~e I ORANGS 

- - - - . -·- - --- - - -- - - - - -

1. 1/5/77 - 6/5/77 
2. 8/5 - 13/5 
3. 15/5 - 20/5 
4 •. 22/5 - 27/5 

5. 29/5 3/6 
6. 5/6 10/6 
7.:12/6 17/6 
8. 19/6 24/6 

9. 26/6 1/7 
10. 3/7 d/7 
11. . 10/7 15/7 
12. 17/7 22/7 
13. 24/7 29/7 

14. 31/7 5/8 

15. 7/d 12/8 
lo, 14/8 19/8 
17. 21/8 26/8 
13. 28/8 2/9 

19. 4/9 9/9 
20. 11/9 16/9 
21. lS/9 - 23/9 
22. 25/9 - 30/9 

23. 2/10 - 7/10 
24. 9/10 - 14/10 
25. 16/10 - 21/10 
26. 23/10 - 28/10 

27. 30/10- 4/11 
28. 6/11 11/11 
29. 13/11 - 18/11 
30. 20/11 - 25/11 

31. 27/11 - 2/12 
)2. 4/12 - 9/12 
; 3. 11/12 - 16/12 
34. 13/12 - 23/12 
35. 25/12 - 30/12 

)6. 1/1/78 - 6/1/78 
)7. d/1 - 13/1 
33. 15/1 - 20/+ 

j9. 22/1 - 27/1 

40. 29/1 - 3/2 
41. 5/2 10/2 
42. U/~ - 17/2 
43. 19/2 24/2 

44. 26/2 - 3/3 
45. 5/3 - 10/3 
46. 12/3 - 17/3 
47. 19/3 - 24/3 
48. 26/3 - 31/3 

49. 2/4 - 7/4 
50. 9/4 14/4 
51. 16/4 - 21/4 
52. 23/4 - 28/4 

Puna and Ahmednagar Variety 
(Shirur, Purandhar, Pachora) 

-----~------------------------Wholesale Retail 
Prices -------------------

4.49 
4.80 
5.04 
5.52 

4.82 
6.00 
4.90 
5.81 

4.60 
5.93 
5.17 
5.11 
4.38 

4.00 

3.66 
).53 
3.44 
3.61 

3.22 
3.05 
3.67 
3.13 

3.05 
3.17 
3.44 
4.40 

4.22 
4.61 
4.50 
4.44 

5.21 
5.44 
6.67 
5.70 
5.47 

3.53 
3.07 
2.83 

3.33 

3.44 
3.17 
2.93 
3-39 

3.)3 
2.72 
2.78 
3.27 
3.61 

4.00 
4.73 
5.00 
5. 55 

Season I Season II 

(Naval 

3- 4 
3- 4 
3- 5 
4- 5 

4- 5 
5- 6 
6- 7 
6- 7 

6- 7 
7- 8 

~ a. 9 
··''9~11 
10-11 

10-11 

11-12 
10-12 
10-12 
10-12 

10-12 
10-13 
10-13 
11-13 

11-13 

(Naval 
5- 6 

6- 8 
7- 8 
7- 8 
7- 8 

6- 7 
6- 7 
6- 8 
6- 8 
7- 8 

7- 9 
8- 9 
8-10 
9-11 

(Juna*) 
9-11 

10-11 
10-12 
11-13 

12-14 
13-14 
14-16 
15-16 

15-17 
15-17 
16-17 

-(Naval 
2- 4 
3- 4 
4- 5 
4- 6 

5- 6 
5- 7 
5- 7 
6- 7 

6- 8 
6- 8 
6- 8 
7- 9 

8-10 
8-11 

10-14 
10-14 

9-11 
10-12 
10-12 

9-10 
8- 9 

7- 9 
7- 9 
7- 8 

8- 9 

- - _,. __ - - - - - - - - - -
~0r Tables 5.4 to~-

Nagpur 

Grade Retail 
1 + 2 -------------------Wholesale Season I Season II 

5.25 
5.15 
6.00 
5.97 

6.15 

-
2.80 
3.05 
3.17 

2.98 
2.26 
3.27 
3.28 

3.49 
3.19 
3.03 
).83 

4.00 
4.95 
7.06 
6.60 

5.00 
4.20 
4.05 
4.58 
2.90 

2.65 
2.71 
3.49 

4.50 

4.69 

1.85 

2.02 
2.09 
2.58 
2,66 
2.16 

2.52 
2.82 
3.01 
3.06 

(Naval 
8- 9 
8- 9 
9-10 

10-11 
10-11,50 
10-1:2 
11-12 

11-12 
11-13 
11-14 
12-15 

12-13 
12-15 
15-20* 
10-12 

10-12 
9-12 
9-12 
9-12 
7- 9 

7- 9 
7-10 
8-11.50 

11-13 

12-14 

(Juna) 
15-16 
15-16 
15-17 
16-18 

19-20 

- (*Divali) 

(Nava) 
5- 6 

5- 6 
6- 7 
6- 8 
7- 8 
7-10 

7-10 
8-10 
8-10 
9-12 

Aest~a9 the Gra1a~ I and II the price movements for which are being analysed here, there are 
f':"'n~ra1ly on~, or ~van two more lesser grades for Mosambi, Orange, Guava and Banana. In this 
;~u~y the .Price mova1nants of the lesser grades will not be observed since there is no appre-i able diflar"'nca b"'twean the price movements of Grades I and II, but the price of Grade III 
f~ic 0~mo~ nama for Gra~es III and IV) is included in the calculations of the avera?e price 

s nc U'lion r:ive!s a more raalistic idea of the retailers price of purchase and ~ar~ins.' 
., This 13 the j_~ ~ continuing from 1.the previous year. 



Table ~.5: ~eekly Who1e~aJe and Retail Prices (Per Dozen) at Puna, Ahmednagar and Nagpur 
Markets, 1977-78 

Grade II Oran~e 

1; 1/5/1977 - 6/S/1977 
2. 8/5 - 13/5 
3~ 15/5 - 20/5 
4;'22/5 27/5 

5. 29/5 - 3/6 
6. 5/6 - 10/6 
·;. 12/6 17/6 
8. 19/6 - 24/6 

9. 26/6 1/7 
10. 3/7 - 8/7 
11. 10/7 - 15/7 
12 0 17/7 22/7 

13 0 24/7 29/7 
14. 31/7 - 5/8 

15. 7/8 - 12/8 
16. 14/8 - 19/8 

17. 21/8 - 26/8 
ld. 28/8 - 2/9 
19. 4/9 - 9/9 
20. 11/9 - 16/9 

21. ld/9 - 23/9 
22. 25/9 - 30/9 
23 0 2/10 - 7/10 
24. 9/10 - 14/10 

25. 16/10 - 21/10 
26. 23/10 - 28/10 
27. 30/10- 4/11 
28. 6/11 - 11/11 

29. 13/11 - 18/11 
30. 20/11 - 25/11 
:n. 27/11 - 2112 
32. 4/12 - 9/12 

)J, 11/12 - 16/12 
)4. 18/12 - 23/12 
35. 25/12 - 30/12 
)6. 1/1/1978 - 6/1/1978 

37. 8/1 - 13/1 
38. 15/1 - 20/1 

39. 
40, 

41. 
42. 

43. 
44. 

45. 
1,6, 
47 0 

48. 

49. 
50. 
51. 
52. 

22/1 27/1 
29/1 3/2 

5/2 - 10/2 
13/2 17/2 

19/2 - 24/2 
26/2 3/3 

5/3 - 10/3 
12/3 17/3 
19/J 24/3 
26/3 - 31/3 

2/4 - 7/4 
9/4 14/4 

16/4 21/4 
23/4 - 28/4 

Pune and Ahmednagar Variety 
(Shirur, Purandhar, Pachora) 

Wholesale Hetail 
Prices -------------------

3.Hl 
2.66 
3.62 
3.54 

3.04 
3.75 
3. 75 
J,6J 

2.74 
2.69 
2.79 
2.57 

3.26 
3.15 

3.30 
2.32 

3.12 
2.70 
2.45 
2 0 38 

2.66 
1.83 
1. <)C) 
1.92 

2.30 
2 0 75 
2.38 
2 0 57 

3.96 
3.74 
3.03 
2.61 

2.25 
2.23 
2.03 
2.80 

2.37 
2.23 

2.30 
2.50 

2.45 
2.02 

2.55 
1.91 

1.78 
2.48 
2.08 
2.70 

2.36 
2.91 
2.90 
3.19 

Season I Season II 

(Nava.) 
'2- 3 
2.50-3 

3- 4 
4- 5 

4- 5 
4- 5 
4- 6 
4- 6 

5- 6 
5- 7 
6- 8 
7- 8 

8- 9 
8- 9 

8-10 
8-10 

9-10 
9-10 
9-10 
9-10 

9-11 
9-11 
9-11 

1~ava 
3-5 
4-5 

5- 6 
5 ... 6 

5- 7 
4- 5 

4- 5 
5- 6 
5- 6 
5- 7 

5- 7 
5- 8 
6- 8 
7- 9 

- - - -

7- 9 
7- 9 
8- 9 
9-10 

10-11 
11-12 
12-13 
12-14 

12-15 
12-15 
12-15 

Nava 
1- 2 
2- 3 

2- 4 
2- 4 
2- 5 
3- 5 

3- 5 
).50-5 
4- 6 
4- 6 

4- 6 
4- 7 
5- 7 
5- 8 

9-10 
10-11 
6- 8 
6- 8 

6- 8 
S- 7 
5- 7 
5- 6 

5- 6 
5- 6 

Nagpur 

Wholesale Retail 

Q) .., 
C!J .. 
C!J 
0. 
Q) 

Ul 

"0 
10: 

..-1 
tx.. 

~ 
.--10 
::S+l 
0 

..-1 
<o-. .... , .... 

.a 

rn 
Q) 

>< 
0 
iil 

10: . ... 
rn 
Q) 

F. 
0 
0 

s~ason I Season II 

Nava 

5- 8 

5- 8 
6- 9 
6-10 
7-10 

8-10 
8-11 
8-11 
9-11 

9. 50-11 
10-12 
10-12 
11-12 

12-15 
9-10 
9-10 
8- 9 

7.50-9 
7.50-9 

6- 7 
5- 7 

6- 7 
6- 8 

8-11 
9-12 

13-14 
11-14 
14-15 
14-16 

15-19 

Nava 
3- 5 
3- 5 

3- 6 
4- 6 
4- 7 
5- 7 

5- 7 
5- 8 
6- 8 
b- 9 

- - - - - - - - - -



r~ b 1 e __ _5_. _t:_ : Weekly ~holesale and Retail Prices (Per Dozen) at Pune Market, 1977-78 
MO~AMBI : Grades I and II 

- - - - - - - - - - - - - - - -- - - ---- - - - --- - - - - - - - - -- - ----Grade I Grade II Average Retail 
Date --------------------------- --------------------------- --------------Whole- Retail Whole- Retail Grade Grade 

sale ------------------- sale ------------------- I II 
Season I Season II Season I Season II 

- - - - - - - - - - - - - - - - - --- --- -- - - - -- - - -- - - - -- - - -- - - - - - - -(June. 
(Nava) 

1/5/77 - 6/5/77 
(Nava Baharl ~~~arl 

1. 4.80 7- 9 10- ).65 5- 7 8-10 9.50 7. 50 2. 8/5 - 13/5 4.21 8- 9 10-12 3.76 6- 8 8-10 9. 75 8.00 
3. 15/5 - 20/5 5.02 8- 9 10-12 ).93 6- 8 8-10 9. 75 8.00 
4. 22/5 - 27/5 4.54 9-10 10-12 ).28 7- 8 8-10 10.00 8.00 

29/5 - 3/6 
(Junal 

5. 5.)) 10-12 12-14 4.00 7- 9 10-12 11.25 1L75 6. 5/6 - 10/6 6.00 12-14 '3 .75 8-10 1).00 9.00 
7. 12/6 - 17/6 6.33 12-1~ 4.50 8-10 1).00 9.00 8. 19/6 - 24/6 6.11 14-1 4.04 10-12 15.00 11.00 

9. 26/6 - 1/7 6.41 14-16 4.08 10-12 15.00 11.00 
10. 3/7 - 8/7 6.22 14-16 - 4.00 10-12 - 15.00 11.00 ll. 10/7 - 15/7 6.56 14-16 (Naval 4.13 10-12 (Naval 15.00 11.00 12. 17/7 - 22/7 5. 78 14-18 5- 7 ).67 12-14 4- 6 13.50 11.00 
13. 24/7 - 29/7 5.39 14-18 5- 7 ).87 13-15 4- 6 11.00 9.50 

14. 31/7 - 5/8 4.17 16-18 6- 8 3.96 14-16 5- 6 9.50 7.89 
15. 7/8 - 12/8 ).08 7- 8 2.19 5- 7 7.50 6.00 
16. 14/8 - 19/8 3.33 7- 8 2.28 5- 7 7.50 6.00 
17. 21/8 - 26/8 ).39 7- 8 2.46 5- 7 7.50 6,00 
18. 28/8 - 2/9 ).22 7- 8 2.33 5- 7 7.50 6.00 

19. 419 - 9/9 J.J9 7- 9 2.42 5- 7 8.00 6.00 
20. 11/9 - 16/9 2.89 7- 9 2,42 5- 7 8.00 6.00 
21. 18/9 - 23/9 3.06 7- 9 2.46 5. 7 8.00 6.00 
22. 25/9 - 30/9 2.87 7- 9 2.40 5- 7 8.00 6.00 

23. 2/10 - 7/10 2.94 7- 9 2.21 5- 7 8,00 6.00 
24. 9/10 - 14/10 ).06 7- 9 2.63 6- 7 8.00 6.50. 
25. 16/10 - 21/10 ).67 8- 9 2,83 6- 8 8.50 7.00 
26. 23/10 - 28/10 ).80 8- 9 J,OO 6- 8 8.50 7.00 

27. 30/10 - 4/11 3.94 8- 9 2.75 6- 8 8.50 7.00 
28. 6/11 - 11/11 4.00 9-10 ).50 7- 8 9.50 7.50 
29. 13/11 - 18/11 ).56 8-10 2.96 7- 8 9.00 7. 50 ' 
)0. 20/11 - 25/11 4.11 8-10 ),25 7- 8 9.00 7.50 

31. 27/11 - 2/12 4.17 8-10 3.35 7- 8 9.00 7.50 
32. 4/12 - 9/12 4.17 8-10 3.54 7- 8 9.00 7.50 
33. 11/12 - 16/12 4.67 8-10 J,JJ 7- 8 9.00 7.50 

(Naval (Naval 
34. 18/12 - i3/12 3.72 5- 6 1.97 3- 5 5.50 4.00 
35. 25/12 - 30/12 ).67 6- 7 2.05 4- 6 6.50 5.00 

36. 1/1/7ts - 6/1/-78 ).8) 7- 8 2.98 5- 6 7.50 5.50 
37. 8/1 - 13/1 3.67 8- 9 2,58 5- 7 8.50 6.00 
38. 15/1 - 20/1 ).50 8- 9 2.63 5- 7 8. 50 6.00 
39. 22/1 - 27/1 3.06 8- 9 2.31 5- 7 8. 50 6.00 

40. 29/1 - 3/2 J.JJ 8- 9 2.63 5- 7 8,50 6.00 
41. 5/2 - 10/2 3.78 8- 9 2.25 5- 7 8.50 6.00 
42. 12/2 - 17/2 4.07 8-10 2.55 5- 8 9.00 6. 50 
43. 19/2 - 24/2 4.06 8-10 2.54 5- 8 9.00 6.50 

t...~. -26/2 - 3/3 4.17 9-10 2.83 6- 8 9. 50 7.00 
45. 5/3 - 10/3 3.87 9-10 2.50 6- 8 9.50 7 .oo 
46. 12/J - 17/3 4.22 10-12 ).21 7- 9 11.00 8.00 
47. 19/J - 24/3 4.44 10-12 ).70 7- 9 11.00 8.00 
48. 26/J - 31/3 4.21 10-12 ).79 8-10 11.00 9.00 

(Naval (Naval 
49. 2/4 - 7/4 ).50 5- 6 9-10 2.04 3- 5 7- 9 8.50 7.00 
so. 9/4 - 14/4 ).72 5- 7 8-10 2.17 4- 5 7- 9 8.00 6.85 
51. 16/4 - 21/4 ).56 6- 7 8-10 2.88 4- 6 8- 9 8.17 7.35 
52. 23/4 - 28/4 3.67 6- 8 8-10 2.21 5- 6 8- 9 8.00 7.00 

------- - - - - - - - - - -- - -- - - - --- - ---- - - - - - --- - - - - -
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Table 5.7: Weekly Wholesale and Retail Prices 
the Puna Market, 1977-7S 

(Per Dozen) at 

GUAVA {·LUCKNOW ·49) 
- - - - - - - - - - - - - - - - - - - - - - - - - - - - - -

Grade I Grade II 
Date --------------- ---------------Who lie- He tail .Whole- He tail 

sale sale 
- - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - --
1. 1/5/1977 - 6/5/1977 1.99 .3- 5 0.95 2- 4 
2. S/5 - 1.3/5 l.S4 .3- 5 1.00 2- 4 
.3. 15/5 - 20/5 1.75 .3- 5 0.91 2- 4 
4. 22/5 - 27/5 1.90 .3- 5 o.s2 2- .3 
5. 29/5 - 3/6 1.80 .3- 5 0.67 1. 50-2.50 
6. 5/6 - 10/6 1. .3.3 3- 4 0.75 1. 50-2.50 
7. 12/6 - 17/6 1.00 .3.- 4 0.6.5 1. 50-2.50 
s. 19/6 - 24/6 1.20 .3- 4 o.s1 1.50-2.50 
9. 26/6 - 1/7 l.OS .3- 4 0.67 1. 50-2. 50 

10. .3/7 -. S/7 1.11 .3- 4 o. 5S 1. 50-2.50 
11. 10/7 - 15/7 1.22 3- 4 0.67 1. 50-2.50 
12. 17/7 - 22/7 1 .• 11 2- 4 0.50 1. 50-2.50 
13. 24/7 - 29/7 1.02 2- 4 0.5S 1. 50-2.50 
14. 31/7 - 5/S 1.2.3 2.50-4 0.56 1. 50-2.50 
15. 7/S - 12/S 1. .33 .3- 4 0.63 1. 50-2.50 
16. 14/S - 19/S 1.20 3- 4 0.61 1.50-2.50 
17. 21/S - 26/S 1.1S 3- 4 0.71 1. 50-2.50 
lS. 2S/S - 2/9 1.10 2.50-4 0.64 1. 50-2 
19. 4/9 - 9/9 1.2S 2.50-4 o.6S 1.50-2 
20. 11/9 - 16/9 1.17 3- 4 0.67 1.50-2 

\ 

21. 1S/9 - 23/9 1.00 3- 4 •'0.79 1. 50-2 
22. 25/9 - .30/9 . 1.05 3- 4 o.so 1.50-2 
2.3. 2/10 - 7/10 o.s9 3- 4 0.60 1.50-2 
24. 9/10 - 14/10 1.12 3- 4 0.71 1.50-2 
25. 16/10 - 21/10 1.2S 3- 4 0.71 1.50-2 
26. 23/10 - 2S/10 1.20 .3- 4 - 0.74 1. 50-2 
27. .30/10 - 4/11 1.22 3- 4 o.S6 1. 50-3 
2S. 6/11 - 11/11 1.~4:3 .3~ 4 ~~06 1. 50-3 
- - - - - - - - - - - - - - - - - - - - - - - - - - - - - -

(continued) 
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Table 5. 7: (continued) 

~- - -- - - - - -- - - -- - - - - --- --- --- -- - -- -Grade I Grade II 
Data --------------- ----------------Whole- Retail \!.'hole- Retail 

sale sale 
- - - - - - - - - - - - -- --- - - - - - --- - - --- - --
29. 13/11 - 18/11 1.21 J- 4 0.80 1.50-J 
)0. 20/11 - 25/11 1.20 J- 4 '0.80 1.50-3 
31. 27/11 - 2/12 1.18 J- 4 0.8) 1.50-J 
32. 4/12 - 9/12 1.59 J- 4. 1.04 2- 3 
3). 11/12 - 16/12 1.7) J- 4 0.96 2- J 
)4. 18/12 - 2)/12 1.75 J- 4 0.88 2- J 
)5. 25/12 - 30/12 1.81 J- 4 1.10 2- J 
)6. 1/1/1978 - 6/1/1978 1.90 3- 5 0.96 2- J 
37. 8/1 - 1311 2.01 J- 5 0.8) 2- J 
38. 15/1 - 20/1 1.4) J- 5 1.12 2- 3 
39. 22/1 - 27/1 1.49 J- 5 0.96 2- ) 
40. 29/1 - J/2 1.82 4- 5 1.21 2- J 
41. 5/2 - 10/2 2.20 4· 6 1.29 2. J 
42. 12/2 - 17/2 2·.25 4· 6 1.1) 2- J 
43. 19/2 - 24/2 2.23 4- 6 1.07 2- J 
44. 26/2 - 3/J 2.00 4- 6 1.00 2- 4 
45. 5/J - 10/J 2.12 4- 6 1.25 2- 4 
46. 12/3 - 17/J 2.14 4- 6 1.25 2- 4 
47 0 19/J - 24/J 2.08 4- 6 1.19 2- 4 
48. 26/J - 31/J 2.02 4- s o.81 2- J 
49. 2/4 - 7/4 1.9) J- 5 1.02 2-2.50 
so. 9/4 - 14/4 1.74 3- 5 o.89 1.50-2.50 
51. 16/4 - 21/4 1.85 3- 5 0.95 1.50-2 
52. 23/4 - 28/4 2.00 J- 5 0.85 1.5.0-2 

. . 
~ -- ---- - ~ - -- -- - -- - - -~.~ --------- - -,. "··' ' . 
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Table 5.8 Weekly Wholesale and Retail Prices (Per Kg.) at 
Puna Market, 1977-78 

ill 

- - -- -- - - - - - - - - - - - - - - - - - - - - - -Grade I Grade II 
Date --------------- ---------Whole- Retail Retail 

sale 
- - - - - - - - - - - - - - - - - - - - - - - - - - - - - -
1. 1/5/1977-6/5/1977 4.85 9-11 6- 8 
2. 8/5 - 13/5 4.54 8-10 5- 7 
3. 15/5 - 20/5 4.56 8-10 5- 7 
4. 22/5 - 27/5 4.35 8-10 5- 7 
5. 29/5 - 3/6 4.2 8-10 5- 7 
6. 5/6 - 10/6 .4 8-10 5- 7 
7. 12/6 - 17/6 4.50 8-10 5- 7 
8. 19/6 - 24/6 3.67 7- 8 4- 6 
9. 26/6 - i/7 2.83 6- 7 .3- 5 

10. 3/7 - 8/7 2.50 6- 7 3- 5 
41. 5/2/1978 - 10/2/1978 4 7- 9 4- 6 
42. 12/2 - 17/2 .3 6- 8 4- 6 
~3. 19/2 - 24/2 2.83 6- 8 4- 6 
44. 26/2 - .3/3 3. 5 . 7- 9 5- 6 
45. 5/3 - 10/3 4.4 8-10 5- 7 
46. 12/3 - 17/3 4 8-10 6- 8 

47. 19/3 - 24/3 4.6 10-12 7- 9 
48. 26/3 - 31/3 5.2 11-12 8-10 
49. 2/4 - 7/4 5.83 11-12 8-10 
50. 9/4 - 14/4 6. 5 12-14 9-11 
51. 16/4 - 21/4 6 12-14 9-11 
52. 23/4 - 28/4 6.83 12-14 9-11 

- - - - - - - - - - - - - - - - - - - - - - - - - - - - - -



Table 5.9 Weekly Wholesale and Retail Prices (Per 10 kg,) at Pune Market, 1977-78 
' * . JUNNAR BANANAS :· Grade I 25%; Grade II 35%; Grade III 

. - - - - - - - . - --- ---- . Date Whole- Retail Date Whole- Retail 

sale ·--~--------------- sale ------------------Grade Grade Grade Grade Grade Grade 
I II III I II III 

1. 
2. 
). 
4. 

5. 
6. 
7. 
8. 

9. 
10. 
11. 
12. 
1). 

14. 
15. 
16. 
17. 
18. 

19. 
20. 
21. 
22. 

1/5/77 - 6/5/77 
8/5 - 13/5 
15/5 - 20/5 
22/5 - 27/5 

' 
29/5 - 3/6 
5/6 - 10/6 

12/6 - 17/6 
19/6 - 24/6 

26/6 - 1/7 
3/7 - 8/7 

10/7 15/7 
17/7 22/7 
24/7 - 29/7 

31/7 - 5/8 
7/8 12/8 

14/8 - 19/8 
21/8 - 26/8 
28/8 2/9 

4/9 - 9/9 
11/9 - 16/9 
18/9 23/9 
25/9 - 30/9 

4.44 
5.36 
4.67 
4.71 
4.65 

5. 48 
5. 7 3 
7.13 
6.59 
5. 78 

5.58 
5.65 
5.50 
5.06 

12.50 
12.50 
12.50 
11.25 
11.25 

11.25 
11.25 
11.25 
12.50 
12.50 

12.50 
12.50 
12.50 
12.50 

8,28 
8.28 
8.28 
7.60 
7.60 

7.60 
7.60 
7.60 
8.28 
8,28 

8.28 
8.28 
8.28 
8.28 

5.10 
5.10 
5.10 

4.70 

4.70 
4.70 
4.70 
5.10 
5.10 

5.10 
5.10 
5.10 
5.10 

31. 27/11 - 2/12 
32. 4/12 - 9/12 
33. 11/12 - 16/12 
34. 18/12 - 23/12 
35. 25/12 - 30/12 

36. 1/1/78 - 6/1/78 
37. 8/1 - 13/1 
3l:S. 15/1 - 20/1 
39. 22/1 - 27/1 

40. 29/1 - 3/2 
41. 5/2 - 10/2 
42. 12/2 - 17/2 
43. 19/2 - 24/2 

44. 26/2 - 3/3 
45. 5/3 10/3 
46. 12/3 17/3 
47. 19/3 - 24/3 
48. 26/3 31/3 

49. 2/4 - 7/4 
50. 9/4 - 14/4 
51. 16/4 - 21/4 
52. 23/4 - 28/4 

5.63 
5.61 
5.38 
5.48 
5.41 

5.43 
5.50 
5.66 
5.53 

5.57 
5.86 
5.61 
5.10 

4.60 
5.68 
5.82 
6,22 
6.)0 

16,66 10.35 
16.66 10.35 
16.66 10.35 
16.66 10.35 
16.66 10.35 

16.66 10.35 
16.66 10.35 
16,66 10.35 
16.66 10.35 

16.66 10.35 
16.66 10.)5 
16.66 10.35 
16.66 10.35 

16.66 10.35 
16.66 10.35 
16.66 10.35 
16.66 10.35 
16.66 10.35 

6.40 
6.40 
6.40 
6.40 
6,40 

6.40 
6.40 
6.40 
6.40 

6.40 
6.40 
6.40 
6.40 

6.40 
6.40 
6.40 
6.40 
6.40 

23. 2/10 - 7/10 4.98 
5.35 
5.44 
5.67 

12.50 8.28 
12.50 8,28 
lO.uO 6.90 
10.00 6.90 

5.10 
5.10 
4.28 
4.28 

-------------------------------------------------24. 9/10 - 14/10 
25. 16/10 - 21/10 
26. 23/10 - 28/10 

27. 30/10- 4/11 
28. 6/11 11/11 
29. 13/11 - 18/11 
32. 20/11 - 25/11 

5.87 
5.58 
5.61 
5. 40 

10.00 6.90 
10.00 6.90 
12.50 8.28 
16.66 10.35 

4.28 
4.28 
5.10 
6.40 

Arithmetic Mean 5.62 14.42 9.22 
Standard Deviation 0. 67 . , 52 • 8 
Coefficient of 
Variation 11.92% 1 • % 1 • 

- - - -- - - - - - - --- - - - - - - - - - - - -
Note ___ I Junnar Bananas : 8% arrival of Poona market. 40% from Junnar comes to Pune. 

60% goes to Bombay, 

Note II The stem of the banana bunch is 9% of the total weight. Therefore the wholesale 
weight is for 9.10 kg and not 10 kg of bananas, 

Note III Six avarage sized bananas weigh 600 gms, six largo ones weigh 700-750 gms, and 
six very large bananas weigh from 800 to 850 gms, Each bunch of a banana has 
6 smaller bunches of about 18 bananas each. Therefore a complete banana bunch should 
vary in weight betwean 10.8 kg and 15.44 kg, g~nerally, Most bunches will have 
bananas of mixed sizes, 

Note V 

Both large and medium bananas come from the Junnar taluka, 
banana is being popularly cultivated in the Junnar taluKa, 
no clear price differentiation between the bananas from the 
Jalgaon araa any more, 

Conversion formula [from dozen to kilogram) 
To convert price per dozen to price per 10 kg, 

The Jalgaon variety of 
Therefore there is 
Junnar taiuka and the 

1 dozen medium bananas • 1200 gms, therefore the price for 10 kg (10,000 gms) can be 
obtained by multiplying the price per dozen by ~or 8.33, This would be the 
retail price per 10 kg for Grade II .,Junnar bananas. 

Similarly, large bananas which make up Grade I are taken as 1 dozen • 1400-1500 gms 
or to convert the price per dozen into the price per 10 kgs, the retail price per • 

1000 6 dozen is multiplied by !450 or .9. Grade III is taken to comprise of all the 
re~aining qualities, except for the residual termed "beet". 

SEASONALITY: The seasonality of the Junnar bananas is primarily from July to March 
with major concentration of arrival between August and February, Some enterpri 1 ' 
banana culttvators were re-arranging their planting and care to obtain off- 9 ng 
crops, May through August, season 
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Table 5.!Q:Weekly Wholesale and Hetail Prices (Per Kg.) at the 
; . Pune Market, 1977-78 

GHAPES (THOMPSON SEEDLESS) 

- - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - -Date Whole- Retail Date Whole- Hetail 
sa~e sale - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - -

1. 1/1/77-6/5/77 29. 13/11 - 18/11 
2. 8/5 - 13/5 30. 20/11 - 25/11 -3. 15/5 - 20/5 31. 27/11 - 2/12 4.50 . 6- 8 
4. 22/5 - 27/5 32. 4/12 - 9/12 .4.10 6- 8 -5. 29/5 - 3/6 33. 11/12 - 16/12 ),88 . 6- 8 
6. 5/6 - 10/6 34. 18/12 - 23/12 4.46 7- 9 
7. 12/6 - 17/6 35. 25/12 - 30/12 4.04 7- 9 
8. 19/6 - 24/6 -36. 1/1/78-6/1/78 4.63 7- 9 -9. 26/6 - 1/7 37! 8/1 - l3/1 4.5° 7- 9 

10. 3/7 - 8/7 )8. 15/1 - 20/1 4.33 7- 9 
11. 10/7 - 15i7 39. 22/1 - 27/1 4.31 7- 8 

17/7 - 22/7 - 29/1 - 3/2 4.58 7- 8 12. 40. 
13. 24/7 - 29/7 41. 5/2 - 10/2 4.25 7- 8i -14. 31/7 - 5/8 42. 12/2 - 17/2 4.47 7- 9 
15. 7/8 - 12/8 43. 19/2 - 24/2 4.32 7- 9 
16. 14/8 - 19/8 ·-44. 26/2 - 3/3 3.81 7- 9 
17! 21/8 - 26/8 45. 5/3 - 10/3 4.19 7- 9 
18. 28/8 - 2/9 46. 12/3 - 17/3 4.23 7- 9 -19. 4/9 - 9/9 47. 19/3 - 24/3 4.69 7- 9 
20. 11/9 - 16/9 48. 26/J - 31/3 5.69 8-10 
21. 18/9 - 23/9 

.,.. 
49. 2/4 - 7/4 5.77 10-12 

22. 25/9 - 30/9 12* 50. 9/4 - 14/4 6. 00 10-12 . .... 
23. 2/10 - 7/10 12* 51. 16/4 - 21/4 6.75 12-llt 
24. 9/10 - 14/10 12* 52. 23/4 - 28/4 
25. 16/10 - 21/10 6 15 
26. 2~/10 - 28/10 
27. 30/10 - 4/11 
28. 6/11 - 11/11 

' 
------------------------- t-- -.------
* These are a few cases of isolate~ direct r~tai1 purchases from 

neighbouring villages which bypass the wholesale market. 
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bahar commands about a third of the pric• of the juna bahar. 

It takes about 6 to 8 weeks for a n!!! bahar to acquire the 

full development of the juna bahar. The price of the second 

grade is usually between 70 and 80 per cent of the price of 

topmost grade or Grade I. There are several other lesser 

grades available in the retail market. 

For any calculation of market margins and price 

spread the third and lesser grade must also be included in 

the calculations. The lesser grades can be aggregated into 

an approximate third grade which commands between 65 and 80 

per cent of the p~ice of the second grade. Some of the 

seasons in these tables are longer than the seasonality 

pattern described earlier. This is so because many culti­

vators these days try to differ the treatments of fertilizer 

and water to their crops and thereby there able to begin and 

the season of their orchard at a different point or time 

than the main season. 

5.4.4 MONTHLY WHOLESALE PRICE VARIATIONS 
OF THE SELECTED FRUIT 
The wholesale price variations at Poona are shown in 

Table 5.11. Wholesale prices are quite stable at the Poona 

market when examined on a monthly basis. The price is higher 

at the beginning or the season and often also during the peak 

season for that fruit. During the summer months prices are 

higher for oranges, mosambis and figs. Guava prices are 

higher 1n.the months December through April. Banana prices 

are more or less stable through the year, and grape prices 
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Table 5.11 : Monthly Wholesale Prices for Selected Fruit 
at the Poona Market, 1977-78 

-- - -- --- -- ---- - ------- -------- -Month/Year Oranges Mosamb1 Guava Fig Banana Grapes 
(Poona- (Pune- ~Kalm1) (Puna) (Thompson 
Nagar) Jalna) Pune) Seedless) 
Price/ Price/ Price/ Price/ Price/ Price/ 
Kg. Kg. Kg. Kg. Kg. Kg. --------------------------- - --

1211-18 
May 1.98 2.02 o.64 4.55 -
June 2.08 1.99 0.47 3.60 
July 1.85 2.43 0.46 - 4.62 

August 1.59 1.35 0.43 - 6.09 

September 1.36 1.30 0.44 5.52 

October 1.29 1.29 0.44 5.28 

November 1.84 1.65 0.49 - 5.56 -
December 1.89 1.76 .0.63 5.55 4.27 
January 1.37 1.47 o.65 5.53 4.42 
February 1.30 1.45 o.81 3.72 5.60 4.36 
March 1.38 1.80 0.79 4.59 5.71 5.02 

April 1.96 1.16 0.64 6.24 - 6.18 

-------- ------- --- ---- - -- ---- -
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are highest at the end of the season. Some this price pattern 

may be examined along with the arrival pattern for 1977-78 

illustrated in Table 5.1 in which the peak seasons may be 

identified. The wholesale prices by themselves do not tell 

a great deal more than the pattern of seasonality. In fact, 

the wholesale prices reproduced here do not always clearly 

reflect the pattern of arrival in Table • This is 

because a multiplicity of factors and not just the arrival 

of that variety of fruit influence these wholesale prices. 

Since very few wholesale price figures are available in the 

Gadgil report detailed comparative analysis for the two 

periods is not possible. In the following section certain 

important faetors such as the coefficients of price varia­

tion and the wholesale-retail relationship are examined. 

RELATIONSHIP BETWEEN WHOLESALE AND 
RETAIL PRICES (193o-31 AND 1977-78) 
Various aspects of the wholesale and retail price 

behaviour in the Gadgil survey and the current study are 

illustrated in Table 5.12. The first difference between 

the two periods may be noted in the reduction of wholesale 

and retail price variations as indicated by the respective 

coefficients of variation. Fluctuation in the retail price 

for oranges has reduced from 41 per cent in the 1930s, to 

around 16 per cent. The corresponding decline in wholesale 

price variations for the other fruits for whic~ comparable 

data is available in the Gadgil study is a 2) per cent from 

70 per cent for mosambis. For other fruits adequate data 
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Table 5.12 A Comparative Study of the Arithmetic Mean, 
Standard Deviation and Coefficient of Variation: 
Wholesale and Retail Prices of the Selected 
Fruits at Poona (1930-31 and 1977-78) 

- - -- - - - - - - - - - - - - - - ---- - -
1930-31 1977-78 

-------------- --------------Whole- Retail Whole- Retail 
sale price sale price 
price. price 

- - - - - - - - - - - - -- - - - -- - - - - - - - - - - -
Oranges (Dozens) 

Arithmetic Mean 1.00 3.30 .,.o5 * 
Standard Deviation 0.41 0.66 0.97 

Coefficient of Variation 41.00~ 20.0~ .13 •. 1(Q% 

Mosambis (Dozens) 

Arithmetic M~an 0.34 0.84 ).47 6.73 * 
Standard Deviation 0.24 0.29 0.8; 1.62 

Coefficient of Variation 70.61% )4.04% 2).92% 19.6~ 

Guavas (Kilograms) 

Arithmetic Mean 0.29 0.76 1.60 

Standard Deviation - o.os 0.14 0.2) 

Coefficient of Variation 16.)0% 25.32% 16.41% 

Figs (Kilograms) 

Arithmetic Mean 0.72° 4.)9 7.28 

Standard Deviation 0.24 ' 1.1.) 1.81 

Coefficient of Variation )4.2~ 25.74% 2).28% 

- - - - -- ~ - - ·- ----- --------------
(Continued) 
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Table 5.12 : (Continued) 

- - - - - - - - - - -- - --- - ------- ---1930-31 1977-78 
-------------- --------------Whole- Retail Whole- Retail 
sale price 
price 

sale price 
price -- -------- --- - - - -

Bananas (Kilograms) 

Arithmetic Mean 

Standard Deviation 

Coefficient-of Variation 

Grapes (Kilograms) 

Arithmetic Mean 

Standard Deviation 

Coefficient of Variation 

5.62 11.3* 

0.67 1.20 

11.92% 10.62% 

8.30* 

0.70 1.24. 

15.08% 14.94% 

* The retail prices for 1977-78 reproduced for the measurement 
include the weighted averages of Grades I, II and III. 
The third and lesser grade must be included in the retail 
price for a more accurate calculation of retailers' 
mark-ups. 

· @ The prices of the poor quality figs that continue to come 
into the market after the main season is over have not 
been included here in order to ensure comparability with 
the 1977-78 prices. · 
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is not available from the 1930s. The comparison of the 

retail price variations between the two periods indicates 

a consistent pattern of declining price fluctuation for 

oranges, mosambis and figs, and for guavas the variation 

appears to be about the same for both periods. 

There is greater fluctuation in the wholesale prices 

than in the retail prices as is evident from the coefficients 

or price variation illustrated in Table 5.). The difference 

between wholesale and retail price variations appears to be 

higher for the more sturdier fruit such as mosambi and less 

for mora perishab~a fruits such as grapes. 

The ratio or fruit prices during the Gadgil survey 

and the current study is in the range or 1:1 for oranges and 

mosambis, and 1:5 for guavas. Fig prices.have risen ten 

times the level of the Gadgil study. The latter is a 

reflection of the dropping supply ot figs in the Poona 

district in recent years (as discussed in Chapter III). 

The wholesale-retail ratio of prices has improved 

since the Gadgil survey. Wholesale prices tor mosambi are 

reported to be forty per cent of the retail price. The 

current study has indicated that the wholesale price is now 

around fifty per cent of the retail price and the mark-up 

is now about 90 to 100 par cent of the wholesale price. In 

the Gadgil survey this mark-up was around 150 par cent of 

the wholesale price. . ' 
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5.5.1 ESTIMATION OF FRUIT SPOILAGE IN POONA 

Fruits, as perishable crops, are faced with the addi­

tional problems of spoilage. Such spoilage takes place in 

transport, handling and keeping and causes cultivators to 

receive lower net returns and the retailers to raise their 

prices to cover this additional cost of marketing. 

The initial survey of fruit marketing in the district 

gave an indication that the spoilage of fruits was probably 

quite significant. Although relatively little damage or loss 

in transit between the Poona villages and the Poona city 

-was reported, sue~ loss was occurring at various stages of 

fruit handling. In order to obtain spoilage data for this 

study several sellers were asked to keep records of all 

their fruit spoilage. In addition, as a matter of routine 

this information was collected from all fruit sellers 

contacted in the city of Pune. As expected, not all the 

sellers approache~ kept the records that· they had promised. 

Nor were all the records complete. However, at the end of 

the survey a total of 273 data points had been collected for 

the six fruits being ·studied here and 615 data points for 

all fruits taken together. The absence of continuity in the 

data makes it impossible to comment upon the seasonal nature 

of_ the spoilage. The spoilage statistics that have been 

presented in the following pages offer projections of loss 

of value in spoilage and enables the computations of 

realistic costs of retailing. 
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The firs~ step in ~e collection of sPoilage da~a 

was the definition of •spoilage" for ~he purposes of this 

study. This determined the na~ure of da~a required from 

~he frui~ sellers. While ~he general meaning of the ~erm 

spoilage is seldom misunderstood, the term_must be given a 

specific sta~istical concept that will permit analysis. 

Spoilage 1D this study is being defined as ~he percentage 

loss in to~al fruit value on account of damage caused by 

keeping, transpo~a~ion or improper packing, handling, etc. 

The records that fruit sellers were asked to maintain for 

this research were, 

(1) the date of purchase of each variety 
of fruit; . 

(2) the amount purchased; 

(3) the marke~ price; 

(4) the spoilage amount c;»r ~he amount 
sold at below the market price for 
quality deterioration; and 1 

(S) the price at which each quan~ity of 
spoiled fruit were sold. 

The formula we used to calculate ~he spoilage was thus: 

Le~ x1 be the original amount purchased 

and p1 the normal market price, 

let ~ be the amount spoiled, 

and p2 be the price a~ which the spoiled fruit was sold. 

Then, 
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With this formula the following spoilage figures have been. 

calculated. 

Table 5.13 

TheBe figures are shown.in Table 5.1). 

* Fruit Spoilage (Stall-holders and Cart-holders 
Only): Value Lost (due to Fruit Damage) as a 
Percent.ge of Retail Price . 

- - - - - -- - - - - - - - - - - ---
Orange Mosambi Guava Fig Banana Grape 

- - -- - -- - -- - - ----
Average 

8.00 6.20 11.80 14.80 15.60 spoilage 10.45 

Standard 
deviation 1.61 1.)6 0.65 2.37 ).84 '6.28 

Coefficient 
of variation 15.41 17.00 10.48 20.08 25.95 40.26 

- - - ----- - --- - ---
* Almost all the cart-holders included here were banana 

sellers. Cart-holders that sold grape not included here. 

Table 5~13 concentrates.mostly on stall-holders and 

the spoilage statistics quoted by them. 

From the above Table.it may be gathered that fruit 

spoilage in the post-regulation period'is quite high. There 

are no earlier (pre-regulation) comparable estimates to 

permit meaningful comparison~ However, in the next section 

when storage aspects in fruit marketing are examined the 

shortcomings of cold storage in general, and the MAFCO cold 

storage facilities in particular, in the matter of resolving 

the problem of fruit spoilage in keeping, will be outlined. 

Some of this 'spoilt' fruit is marketed in the fo~ 

a residual category known as the ~· The market for this 

grade of fruit lies in the low income groups. 
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Fruit is a delicate produce and fruit in Poona occurs 

at various stages of marketing. It has been a tradition in 

fruit marketing at Poona market for commission agents and 

traders to use their rented market space for the overnight 

storage of unsold fruit. Such storage is at normal room 

temperature and humidity. It is inexpensiv~, as it simply 

involves the services of an overnight watchman. The watchman 

is generally one of the men hired by the commission agent 

on a fixed monthly salary. At the new location at Gultekadi 

the spaces are larger and there is further storage space 

for fruit and containers above the agent's space. 

In 1961; the Directory of Cold Storages in India 

made the following comment: 

Perishable commodities like fruits, 
vegetables, eggs, fish, meat, etc., show very 
high fluctuations in regard to supply and 
prices. This may be mainly attributed to 
lack of adequate cold storage facilities 
which causes considerable wastage of these 
commodities. Lack of cold storage facilities 
also causes glut in the market in the ·peak 
period of supply depressing the prices very 
considerably. In order to avoid this, it is 
essential to have cold storage facilities for 
these commodities so as to eliminate possibi­
lity of avoidable wastage as also to enable 
the producer to work out a phased programme 
of supplies to the market. !QI 

But even in 1961, the idea was not a new one. The 

possibility of cold storage had been considered even as 

10 Directory of Cold Storages in India. Directorate of 
Marketing and Inspection, Government of India, 1961, p. 1. 
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early as in the 1930s when the 1937 Report on the Cold 

Storage and Transport of Perishable Produce in Delhi, the 

second of the marketing series reports of AMI discussed the 

issue. It has been easier to implement cold storages in 

the larger terminal markets such as Delhi and Bombay where 

the arrival of large quantities of perishable produce· 

create a demand for cold storage facilities. 

COLD STORAGE FACILITIES AT 
THE POONA MARKET YARD 
The growth in the meat and poultry industry may be 

considered to be chiefly responsible for the construction 

of·cold storage facilities in the Poona city •. With the 

regulation of the Poona market and the construction of the 

new Market Yard at Gultekadi, the PAPMC has provided cold 

storage facilities near the market yard. This is provided 

with the assistance of MAFCO, an independent Maharashtra 

State undertaking. To encourage cultivators to use the 

cold storage facilities an addition was made to the then 

existing services and terms offered by MAFCO to cultivators 

and their agents. As a result of this change cultivators 

can acquire financing to the extent of 80 per cent of the 

average value of their produce from any nationalized bank. 

The annual interest for this financing is a minimal 6-8 per 

cent. The necessary condition that the produce was placed 

. 

11 Among fruits, cold storage facilities have been 
generally ~sed for apples. By 1983, only 8 per cent of the 
total capacity of the non-deep freeze section was used for 
apple storage. 



either in the cold storage (perishables) or in the govern­

ment warehouse (non-perishables).12 

In·spite of all these efforts the utilization of the 

MAFCO cold storage units for fresh fruit had dropped to 

zero in September 1985.13 Individual traders and commission 

agents had preferred to use Bombay cold storage units even 

for their apple arrivala,14 in favour or the MAFCO facilities. 

The rates of space rental prior to April 1979 and 

the rates thereafter at the MAFCO Cold Storage unit are 

given in Table 5.14. 

Table 5.14 Statement Showing the Rent System of the Cold 
Stora~e on Space Area Basis (Rate per ~rt Per 
Month) and Revised Rates from 1-4-1979 
. 

- - + -

Space Hired 

- - - - - - - - - -
Full Floor 
2000 eft and above 
1000 crt and above 

500 eft and above 

- - - - - - - - - -

- - - - - - --One year 

---------------Old Revised 
Rate Rate 

(Paise) (Paise) 

2~ 30 
31 3S 
3S 40 
38 45 

---

--- - -- -- -Six months 

---------------Old Revised 
Rate Rate 

(Paise) (Paise) ----
28 3S 
3S 40 
38 45 
42 so 

---
~ : Maximum load permissible.will be 1 tonne/125 eft. 

Source: MAFCO, Gultekadi. 

12 Maharashtra Agriculture and Fertilizer Corporation. 

13 This information was provided by B.B. Boob, Deputy 
Secretary of the Poona Market Committee. -

14 The chargeman and technician or the Gultekadi MAFCO 
Unit, S.N. Kundalkar, supplied this information. -
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The space rent in 1985 October was 35 paise per cubic 

root per month for a minim~ period or one year, and 40 

paise per cubic foot per month for a minimum or six months. 

Apart from the space charge there is an additional charge 

or Rs. 4 per month for every 20 kilograms stored to pay for 

the refrigeration. This is to say, cold storage charge is 

greater than Rs. 20 per quintal for a one month period. 

There are two MAFCO units in Poona city. There is one 

at Gultekadi, and the other is in Janawadi. or these, only 

the one at Gultekadi offers space for the storage or fresh 

fruits. This is ~eing emphasized because the temperature 

and humidity requirements for the storage of fresh fruit is 

different from those of processed fruit. .Processed fruit 

requires the deep freeze or temperatures below freezing. 

Fresh fruit deteriorates if frozen and requires temperatures 

between 2°C and 5°C or about 34°F and )8°F and controlled 

humidity. The Gultekadi unit has eleven rooms, or whi~h as 

many as eight are deep freeze rooms (temperature -to0 c to 

-20°0). In terms or storage space, out or a total capacity 

or two thousand tonnes, two rooms or 500 tonnes and one or 

200 tonnes capacity, or sixty per cent or the capacity, is 

available for produce not requiring the deep freeze condi­

tions. This total capacity is ample to meet the needs as 

demonstrated by the 50 per cent capacity utilization figures 

given to us by the MAFCO personnel. The utilization of 

fruit is from non-local sources. Failing to interest the, 

local traders and commission agents the MAFCO units reached 
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out to the growing areas such as Ratnagiri (Maharashtra) and 

Bulsar (Gujarat) for mangoes and to Himachal Pradesh and 

assembling cent.t:es like Delhi for apples.. The fruit was 

directly purchased by MAFCO representatives from these 

places and processed in their units. 

Fresh fruit is not being stored in cold storage in 

Poona for several reasons. First, and most importantly, the 

common experience of traders using the cold storage units of 

MAFCO (at Poona) has been that the fruit deteriorates at a 

tremendous rate once removed from the storage unit. Moreover, 

some users have even experienced fruit damage while the fruit 

is still in cold storage. The likely reason for this, the 

MAFCO organtzers feel, is that the MAFCO storage centre has 

no humidifier. Fresh fruit will not store well without 

dehumidification and excess water formation is held respons­

ible for the· quick deterioration. The purchase of a 

dehumidifier is not among the present plans of the MAFCO 

cold storage centres of Poona and the estimated purchase 

price of the smallest dehumidifier is over Rs. 1 lakh. At 

any case, even if such a purchase is conducted by MAFCO, the 

new expense would only add to the unit eost of storage. 

Higher cost of storage would be a further deterrent to the 

use of the cold storage facilities. 

It must be emphasized, however, that even if MAFCO is 

able to provide humidification at reasonable cost under some 

subsidy programme, the method of cold storage is not·really 

suited to fruit storage in Poona. In the u.s. and other 
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Western countries where cold storage is commonly used for 

fruit, ~he process of keeping fruit ~nder cooler temperatures 

does not end at the cold storage. All retail grocery stores 

in the u.s. are air-conditioned and the fruit once removed 

from the cold temperature is not exposed to the heat of the 

tropical· sun, as is the case in Poona and elsewhere in India. 

Further, all homes in the U.S. have some form of refrigera­

tion to pick up the temperature maintained storage process 

from where fruits leave the retailing units.. In Poona the 

conditions are quite different. The retailer is a small 

independent busin~ss unit with relatively little capital 

(as compared to the corporate chains that own most of the 

retail business in the u.s.). Refrigeration of fruit at the 

retail unit is not possible in India at this time. There­

fore, cold storages are not ~eally a suitable form of fruit 

.storage under the conditions existing in Poona. 

5.6.1 FRUIT PRESERVATION IN POONA 

Fruit preservation (and the storage of fruit in a 

processed form) offers the problem of spoilage. Fresh fruits 

spoil easier than fruit in some processed form such as 

canned fruit slices, jams, jellies, dehydrated fruit, etc. 

The conversion of fresh fruit into ·a processe~ form would 

spare cultivators the reduced net earnings, and perhaps even 

encourage retailers to reduce their price mark-ups. 

Organizations sue~ as MAFCO have preferred to first 

transform the fresh fruit into pulp or juice, and then 
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market these processed units to the Middle Eastern Markets. 

Some information regarding the economics of some.of their 

efforts at fruit preservation and export is being reproduc~d 

here. 

The idea or exporting fresh or processed agricultural 

products is impractical for the Indian cultivators as the 

international market for processed fruit is dominated by 

large corporations who are very well capitalized. 

5.6.2 EXPERIMENTS WITH FRUIT PRESERVATION 
AND EXPORTS IN POONA 

Some enterprising members and administrators of the 

Poona Agricultural Produce Markets Committee have been 

looking into the possibilities or fruit preservation to what 

appears as yet an unprepared audie~ce. Even these efforts 

have been sporadic and without ·any real determination. Their 

proposal to set up a Rs.40 lakh banana powdering unit from 
' the USSR died an early death. A raisin manufacturing 

(dehydrating) machine proposal by a local entrepreneur 

(Bhagwat) was good humouredly entertained but never backed 

with financial or other cooperation by any organization or 

individual. MAFCO, a better financed government organiza­

tion, has been able to follow up the hunches of some far­

sighted administrators and have explored this virgin 

territory. Here are some of the results of the experiments 

with fruit preservation and exports. 
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5.6.21 SMALL SCALE RAISIN MANUFACTURING15 

The results promised by the local manufacturer of a 

raisin producing machine, though yet to be tested by others, 

appear to be encouraging. Raisin manufacturing from grapes 

is a simple process of grape dehydration. Fresh grape may 

be purchased at the average price of Rs. 7 a kilogram. The 

manufacturing machine has been priced at about Rs. 5,000. 

The life of the machine is expected to be about ten years. 

The total cost of operating the machine at 1984 prices is 

Rs. 15 per eight hours' of daily operation. The machine can 

process 1 kg of grapes in 1 hour. The total estimated loss 

in weight as a result of the dehydration process is 50 per 

cent. Ther~fore, an hour of operation will produce half a 

kilogram of raisins from 1 kilogram of grapes. The 
. . 

expected actual operation in an 8 hour day would ~e about 

5 hours. Therefore, an 8 .hour day may be expected to 

process 5 kilograms of grapes to produce 2~ kilograms of 

raisins. The estimated cost of producing a quintal of 

raisins would then be: 

5 kgs of grape e Rs. 7 a kg x 250 
Total cost of operation per 8 hours 
Estimated total cost per 5 kgs. 

. For 5 kgs. 
Rs. 35 
Rs. 15 ------
Rs. 50 

Therefore, estimated cost per quintal is approxi­

mately Rs. 1,000. 

15 Deputy Secretary PAMPC, B.B. Boob has the details 
of this proposal. 
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The market price for raisins is about Rs. 80 a kg or 

Rs. 8,000 a quint.al, retail, promises a fair margin of 

profit. 

5.6.22 MAFCO'S EXPERIMENTs16 

MAFCO's experiments with the processing and export 

of packaged mango pulp have been reasonably successful even 

against the tough price competition from the Latin American 

countries. Five MAFCO factories have each been.handling · 

about 1200 tonnes of mango annually. Mango is purchased in 

bulk directly from Ratnagiri, Belgaum, Bangalore and Bulsar, 

though Alphonso and Totapuri were the two principal vari­

eties handle~. Besides mango, such preservation efforts 

have been made for pineapple, fig, guava and banana. 

Efforts with oranges were left to NOGA and NOGA does not 

have a unit in the Poona distri~t. 17 
The following is a s~~ary of the economics of fruit 

preservation and marketing, as experienced by MAFCo.18 

Since only a few fruits have been experimented with, the 

results of all the major experiments are being included 

here. 

1$ These details were acquired from Mr. Marwaha, the 
Production Manager of the MAFCO Gokhalenagar-Janawadi Unit. 
The information is current upto October 1985. 

17 Nagpur Orange Growers Association. 

18 The source of information in this section is the 
Production Manager, Mr. Marwaha of the Gokhalenagar Unit . · 
of MAFCO. 
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I. MANGO 

(a) Purchase Price 

Ratnagiri Belgaum Bangalore Bulsar 

Rs.6/kg Rs.5.50/kg Rs.5.50/kg Rs.6.30/kg 

MAFCO representatives go and purchase the Ratnagiri 

mangoes personally from the cultivators. In addition to the 

price, they therefore also incur a transportation cost of 

Rs. 0.25/kg. Mango from the other areas is purchased from 

contractors and therefore include the cost of'transportation. 

(b) Processing Cost: 

Labour 

Re.l/kg ·or 
pulp 

'Electricity 

Rs.0.25/kg of 
pulp 

Storing 
Charges 

Total 

Rs.0.75/kg of Rs.2/kg of 
pulp pulp 

The yield for mango pulp after a 25 per cent shrinkage 

and spoilage, and another 25 per cent for processing waste, 

is estimated at about 50 per cent. Thus at the average price 

of Rs.6 a kg of mango, 1 kg of pulp will require Rs. 12 of 

mango. 

(c) Packing: 

Mango pulp is packed in half kilogram polythene bags 

for export as well as domestic marketing. The cost of the 

polythane bags plus the cartons in which these are packed is 

Rs. 1.50/kg of pulp. These are transported in non-refrigerated, 

insulated vans both to local centres as well as to exporting 

outlets like Bombay. 



(d) Transportation 

Poona to Bombai 

Rs.0.25/kg of pulp 

Within Poona 

Rs.O.l5/~g of pulp 

Bombay to the Middle Eastern Countries: 

Rs.2.50-Rs.3.00 a kg depending upon the time of the 
year and the shipping company (average Rs.2.75/kg). 

(e) Total Cost per 1 kg of Pulp: 

Rs.l8.50/kg. 

(f) Market Price: 

Rs.l9 to Rs.20/kg 

(g) Government incentive at 10% of value of the 
agricultural produce being exported: 

10% of Rs.20 • Rs.2.00. 

(h) Net Profit Per Kilogram of Pulp being exported: 

Rs. 20.00 - Rs. 18.50 • Rs. 1.50/kg 
Plus Government 

Incentive Rs. 2.00 

Rs. 3.50/kg 

II. GUAVA 
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Guava of the Lucknow 31 variety only was purchased 

from Poona, Jalna, etc., at the average price of Rs.l/kg. 

The processing costs of guava pulp was Rs.0.60/kg for labour 

and Rs.l.75/kg of pulp for materials. The packing cost is 

Rs.l.60 a kilogram. All other costs are the same as for 

mango. Fruit loss in the processing is only 20 per ~ent for 

guava. Two MAFCO units together produced 50 tonnes or· 
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guava pulp in 198)-84. They narrowly broke even with the 

10 per cent export incentive. 

III. BANANA 

The experiment was conducted with 1 tonne of banana 

purchased from the Poona wholesale market. The total 

procassing cost (especially the cost ot the citric acid 

required for banana to prevent blackening of banana pulp) 

was too high to make this project feasible. The processing 

cost alone was Rs.4/kg, whereas the prevailing price at the 

international market was in the range or Rs. 7 to Rs. S a 

kilogram. 

These initial efforts to touch the foreign market 

have not produced the most encouragi~g r~sults. The chief 

reason for this is that the Middle Eastern markets are 

receiving both fresh and processed fruits or good quality 

from the Latin American countries. The Latin American fruit 

industry has a corporate structure that pa~its it to profit­

ably supply the fruit at lower costs and consequently charges 

much lower prices. 

One of the problems that the Indian fruit industry 

faces in this regard is the high capital cost and the low 

productivity permitted by the technology currently being 

used. The initial investment tor such a plant which has a 

capacity of producing 1 tonne pulp a day is Rs. 10 lakhs at 

1984 pricas. The smallest available compressor for the 

purpose is of )0 tonnes. The operating cost of smallest 

compressor is: 



Electricity 
Furnace/Boiler 
Labour (including 
administration) 

Rs.200/a day 
Rs.400-~.500 a day 
Rs.l a kilogram of pulp 

(minimum) 
Depreciation is at 10% and interest on capital 
at about 12%. 
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Besides the reduction of fruit spoilage price varia­

tion can be reduced by the availability of reliable market­

ing intelligence. The following discussion is about the 

availability of market intelligence at the Poona market. 

5.7.1 THE ROLE AND IMPORTANCE OF 
MARKET INTELLIGENCE 
Well-informed market operators provide for a more 

efficient mar~eting system. The availability of quick and 

reliable market information also enables cultivators to 

respond more quickly and ration~lly to market.indicators. It 

is to be expected, therefore, that the provision of market 

intelligence on matters such as prices, arrivals, market 

facilities, credit rates, weather conditions, crop forecasts, 

·market expectations, etc., makes it possible for cultivators 

to plan ahead more efficiently. Better planning on the part 

of the cultivators should ensure them higher returns from 

agricultural production. 

The 1972 Bulletin of Market Intelligence describes 

the role of market intelligence accurately in the following 

quote: 

The role of market intelligence, in 
whatever sphere it is organised, is to 
provide a running commentary on the various 
economic forces operating in the markets or 



elsewhere which influence market behaviour 
with a view to enabling a better understand­
ing of the market economy as it is and as it 
may be in the foreseeable future. In an 
economy like ours market mechanism and price 
incentives play a valuable part in promoting 
the flow of resources in the planned channels. 
Market information enables us to know the 
effectiveness of market mechanism and to 
devise ways and means for making it more 
effective. Market intelligence is also a 
prerequisite for formulating a proper price 
policy, watching its execution, discovering 
the trends and deciding further action. 
Market intelligence has to be studied along 
with other general information having a 
bearing on prices, sales, wages and incomes 
including the order of development outlay, 
money supply with public, credit extended by 
various sources, propensity to consume and 
to stock, demand estimates based on popula­
tion growth, extent of urbanisation, changes 
in levels of incomes and consumption pattern, 
etc • .J:2/ . 
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'Market Intelligence', therefore, implies more than 

the mere collection and presentation of statistics on 

prices, production, arrivals and sales. The purpose and 

utility of market intelligence is considerably wider than 

that. It includes not only the provision of current market 

information or "market news" but also scientifically 

computed market projections regarding the market expecta­

tions, which is generally called "Outlook Information". The 

presentation of both reliable current market information as 

well as reasonably dependable projections regarding the 

future expectations in the areas of interest to agricultural 

19 The Ministry of Agriculture's June 1972 Bulletin on 
Market Intelligence in India, Vol. I, published by the 
Directorate of 8conomics and Statistics, Ministry of Agri~ 
culture, New Delhi, June 1972, p. 1. 
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producers, market intelligence performs an essential market­

ing service. The utility o~ market intelligence will be 

evident in several ways. It will aid in better planning 

in matters related to the farm business as a whole. Market 

intelligence could guide cultivators in the selection of 

the crops to produce, the best times for planting and 

harvesting based upon climatic projections, and in the 

management of crop and livestock enterprises. By providing 

information regarding actual and potential supplies in the 

market, the periodicity of arrivals of various commodities 

and actual and exp.ected price fluctuations, market intelli­

gence could enable the cultivators to make the most profit­

able choices in the time of sale and the selection of markets. 

In fact, market intelligence can provide such guidance 

and information as can serve beyond the immediate needs of 

the cultivators. Long-term output and price projections 

could enable producers to ·re-adjust production in a manner 

that gluts and price depressions may be averted. Information 

regarding cooperatives formation and the availability of 

extension services could offer the mor~ enterprising culti­

vators' new and broader options. With increased commercial­

ization in agriculture, adequate knowledge or existing 

market conditions and projections of expected trends become 

crucial tools for efficient functioning and future planning. 

To borrow from the 1972 Bulletin on Martet Intelli­

gence in India one more 'time: 



The Government (and the cultivators) 20 
need detailed information on these items, so 
that economic policy evolved by them may 
apply to realistic conditions rather than to 
assumed conditions. To serve a useful purpose 
in policy formulation, market intelligence 
has to provide at least a rough clue to the 
probable behaviour of the forces likely to 
influence the market in the near future. For 
instance, the final estimates of crop produc­
tion in our country become available only 
after the crop has been harvested and the 
larger part of it even marketed, but the 
market prices begin to be influenced by the 
prospects of the crop even before it is 
harvested or it actually starts flowing into 
the market. It is the role of market intelli­
gence to provide regularly periodical inform­
ation on the prospects of standing crops 
before precise quantitative estimates of 
their actual outturn become available and 
thereby provide a valuable clue to price 
behaviour in the present and in the immediate 
future. W 
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The powers of adequate and reliable market intelli-
. . 

gence are, therefore, undeniable. Still, it should be 

cautioned that much of the utility of such market intelli­

gence depenss upon the two key words "adequate" and 

"reliable". Market intelligence provided by the Market 

Committee, for instance, will be meaningful only if the 

cultivators find the market records maintained by the 
' I 

Committee to be accurate, and the projections to be reliable. 

Careful maintenance of accurate records is, thus, essential 

for the acceptability of the market intelligence supplied 

20 The words in t~e parentheses have been added by this 
researcher. 

21 Bulletin·on Market Intelligence in India, Vol. I, 
op.cit., p. 10. 
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by Market Committees. Therefore, extreme care must be taken 

on these accounts. 

5.8.1 CONCLUDING REMARKS ON PRICE VARIATIONS 
OF FRUITS AT POONA 

In the final analysis of prices at the Poona market 

certain patterns emerge in the wholesale and retail price 

behaviour. First, wholesale fluctuations are found to 

exceed the fluctuations in retail prices. A comparison with 

the Gadgil Report indicates that such a wholesale-retail 

behaviour was evidenced also in the 19JOs. A difference to 

be noted, however, is that price fluctuations are much less 

in the post-regulatory phase of fruit marketing at Poona 

than during the time of the Gadgil Report. The retailer's 

mark-up is about 100 per cent of the wholesale price for 

each of the six fruits examined·in this study. 

Some of the retailer mark-up is attributable to 

frequent fruit spoilage experienced in transit and handling. 

Spoilage eats into the farmers' returns as spoilt fruit is 

sold as ~ at very low prices. The problem of spoilage 

has not been solved by the cold storage unit constructed at 

the Poona market. Fruits produced in the Poona district 

spoil easily once when removed from cold storage unit. This 

factor and the high costs of cold storage keeping, discourage 

the use of cold storage facilities for fruit storage. Con­

sequently other solutions to fruit spoilage hav~ been looked 

into in this chapter. One possible solution is fruit 

preservation. Another method of improving marketing and 
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the farmer's share in the consumer's rupee is cooperative 

marketing. Market information of a good quality would 

offer a certain fillip to steadier prices and better returns 

to cultivators. The next chapter takes an overview of 

fruit marketing in Poona and examines the extent to which 

the structure has improved since the 1930s. Certain reco­

mmendations will also be offered in the following chapter. 
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APPENDIX TO CHAPTER V 

In order to test the magnitude the mark-up between the 

wholesaler's price and the retailer's certain consignments 

ware followed from the point of wholesale to the point· or 

retail. First, ten tender sales were observed at the 

Gultekadi market for oranges, mosambi and chickoo. The 

copies of sales slips prepared for the cultivators and 

retailers by the commission agents were collected from the 

PAPMC and compared for inaccuracies. The selected consign­

ments were then followed up to the points of retail. At 

this point persons unknown to the retailers were sent to 

these retail units to purchase the same varieties of fruits 

from the lots purchased that d~y. These retail prices were 

then compared with wholesale prices or those very consign­

ments. The retail-wholesale mark-up was found to be quite 

high, and the retail prices ware between ninety and a 

hundred per cent or the wholesale prices. This effort at 

cross-checking the retailer's margin ensures this research 

ot the accuracy or the margins quoted in Chapter IV ot 

this text. 



CHAPTER VI 

CONCLUSION : AN APPRAISAL OF FRUIT MARKETING 
IN POONA IN THE POST-REGULATORY PERIOD 

6.1.1 AN INTRODUCTORY BOTE 

300. 

The concluding chapter provides a researcher with an 

opportunity to make the tinal assessments and comments upon 

the subject or research. For this study, this is the time 

to examine the degree to which the fruit marketing structure 

in the Poona district has increased in efficiency during the 

post-regulatory period. 

The effectiveness of a regul'-ted market in the pro­

vision of complete package in improved marketing structure 

has been a subject or some doubt even among the earlier 

appraisals of market regulation such as tbe 19~1 enquiry by 

M. L. Dantwala. In this report1 Dantwala points out that 

the best that market legislation can do by itselt is to 

equalise bargaining power and create conditions more con­

ducive to more perfect competition. He goes on to add: 

This would necessitate strengthening the 
organization for market intelligence, 
storage, grading, pooling and adequate 
credit and finance,· to mention a few 
important items, ••• The point to be 

1 Report or the Enquiry into Regulated Markets in 
the Bombay State, Printed at the Government Central Press, 
Bombay, 19~1, PP• 4-~. 



noted is that unless the attack is from all 
key points, even the best isolated piece or 
legislation m&J not yield the desired 
result. g/ 

301 

The assessment or the pertor~ance and achievement or the 

regulated truit market or Poona must also assess the 

extent to 'Which these • auxiliaries or good marketing•, 

as Dantvala puts it, (the infrastruotural requirements 

ot good marketing) have been made avaUabla. 

FRUIT MARKETING IN POONA ; A StJMMARI 
oF taJi;sAt:foo FACToRS 

Since the·study or fruit marketing is in essence an 

examination or how marketing affects the cultivators, cer­

tain characteristics or these cultivators have been round 

to have a direct bearing upon m.arketing practices. One or 

the findings or this study is that the average size or an 

orchard in Poona district is about an acre large. The 

general pattern or fruit cultivation in this district is one 

or scattered and small orchards. WhUe it is true that the 

cultivatipn or fruits in the Poona district is confined to 

certain villages in a rev talukas, the individual producing 

units are not consolidated. The pattern of· cultivation in 

the district continues to be mora or less traditional. It 

is indicated in the Gadgil report that fruit cultivators 

ot the 1930's generally relied upon the services or 

2 Ibid. 
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middlemen for the marketing or their fruit. The construc­

tion or roads leading to the vUlages in recent years and 

the availabUity or trucking services at most or the pro­

ducing vUlages has reduced the cultivators• reliance upon 

the middlemen• s services. One or the findings or this 

survey is that the middlemen's share in the marketing or 

fruits (in areas other than Junnar) has dropped to around 

one-third or total marketable fruit or the district. 
,share. ol- · 

Another finding or this research is that the~culti-
nd: .,. «.-k4 ... ns 

vators• ... J.. ···in the consumers• rupee is 3"3·~~per cant tor 

each or the six rruits being studied here. ·A comparison 

with the Gadgil Report or the 1930's indicates that there 

has been a red~ction in the costs or &arketing over the . 
years as truck transportation h~ become available at 

charges lover than before. Costs at the market are also 

standardised and reduced since market regulation. Even so, 

marketing costs are still between a rirth to a rourth or 

the retail price. The retailer mark-up 1s almost one 

hundred per cant or the wholesale price. It 1s not clear 

trom the GadgU report as to the exact dbensions or such 

retaUer mark-ups in those time. The specific discussion 

on the subject or retailer mark-ups3 otters examples or 

hawkers only. These examples indicate hawker mark-ups or 

around 73 per cent or the wholesale price, or that the 

3 Gadgil Report, PP• 112•114. 
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501-• 
Wholesale price is aboutA~7 per cent ot tbe retail price,~ 

vhUe in another instance the ~ark-up is as timated at 23 

per cent ot the Wholesale price. The mark-up tor stall 

holders is much higher.~ There vas considerable variation 

in Wholesale prices in.the 1930's which is nov much reduced. 

Calculations or coefficients ot variations tor wholesale 
• 

and retail prices for both periods indicate a much lesser 

price fluctuation today. 

Some or the other changes in the marketing structure 

since the GadgU Report are matters such as those related 

to marke.t regulation. With market regulation all marketing 

practices at the Poona market are standardised and open 

auction has replaced the closed auction sales or the Gadg11 

Report. These changes may be summarised in the findings 

ot the immediately following section. 

FRUIT MARKETING IN POONA • AN APPRAISAL 
OF POST·REGULAXORY MARKETiNG 

The post-regulatory structure or truit marketing 

in Poona may be evaluated broadly by reviewing the changes 

in the following aspects or marketing: 

1) Open auction and returns 

1i) SpoUage and storage 

iii) Market arrivals 

~ Ibid., p. 113. 

~ Ibid., P• 113. 
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iv) Price fluctuations 

v) Marketing costs and market channels 

vi) Incidences or self-marketing and the role 

or middlemen 

vii) Marketing credit, intelligence and other 

facilities that encourage self-marketing, 

and, 

viii) Cooperative marketing. 

The assessment of market regulation as an instrument 

or agricultural ~licy is based upon the objectives that 

have inspired the introduction and implimentation or the 

· PAPM Act. To what end the findings of this research indi­

cate that market regulation has ~ucceeded in meeting its 

objectives will be examined in the following paragraphs. 

The findings or this research are or mixed nature. Some 

aspects are encouraging and indicate that the fruit market­

ing structure or Poona is more efficient than it was in the 

1930's as reported by the Gadgil Report. Some or these ) 

positive changes have occurred gradually over the years. A 

few of these changes are the direct product or the regula­

tion of the fruit section of the Poona wholesale market 

yard in late 1976. The major positive changes found by 

this research are the following: 

(a) The marketing costs such as charges for weigh• 
-

ment, measurement, unloading, unpacking, grading, the 
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commission salesmen's services etc. have been regUlated. 

These were standardised under the Poona Agricultural Produce 

Markets Act and the level or enforcement has increased over 

the years. Unjustified deductions and miscounting of truit 

to the disadvantage of suppliers, practised regularly prior 

to market regulation, have almost been eliminated. 

(b) Truck transportation has replaced other means of 

transportation of fruit to the Poona market such as railway 
. 1 ~1'f.lly 

and bullock transport · the 1930' s.)~.,reducing damage in 

tran~it. Truck transportation is quicker, begins close to 

the orchards, travels during the c·ool of the nights, and the 

fruit is covered with tarpolin to protect against rain and 

wind. 

(c) A new fruit section.to the wholesale market yard 

at the Gultekadi location was added in 1979. The new loca­

tion is much larger than the old market yard 1n the heart of 

the most congested part of the city. The new location has 

ample storage space. There is also more space for trucks 

to park and unload, and raster unloading or the fruit takes 

place. Cold storage and banking faclli ties are available 

very close to the market yard and both are very easUy 

accessible. Accommodation is now available tor farmers at 

the market yard to enable farmers to frequently visit the 

market yard. The PAPMC office is situated closeby and there 

are sympathetic officers available from very early 1n the 
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morning till 6 pm to help resolve marketing disputes and 

provide information. 

(d) The PAPMC has been encouraging the grading of 

fruit. Fruit are generally sold in more grades than re­

ported by the GadgU Report. 

(e) Grapes ge~erally come to the market in corru­

gated boxes and not in the less protected baskets of the 

1930's. The use of these boxes has also introduced a 

fairly high degree or standardisation 1n grape marketing. 

(r) Since the regulation or the market the PAPK: 

has accepted responsibility or maintaining records relating 

to the marketing or all regulated agricultural produce. 

This encompas_ses all rrui t and other agricultural produce 

coming to the Poona market. PAPMC collects all sales slips 

with details or costs at the market. By means or the 

information from the slips the PAPMC maintains records of 

daUy wholesale prices by each unit or sale and daUy 

arrivals in both units or sale as well as their monetary 

value. 

(g) Wholesale prices at the Poona market are pu­

blished 1n some of the major vernacular newspapers or the 

region. 6 Prices regarding some or the major agricultural 

6 Fruit prices are published in Marathi 1n major 
newsp~pers as th~ Kesari, Sakal and Tarun Bharat. . 
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produce (but not tor fruit) are announced 1n Marathi on the 

radio as well. These ettorts at dissemination ot market 

information have been supplemented with ettorts tovards the 

collection or price and arrivals information trom other 

markets or interest to the Poona tarmers with the help ot 

tha TELEX system ot information transmission. By the end 

or 1986 such a dailr intelligence exchange arrangement had 

been succasstul.lr established with the Delhi market, and 

etrorts vera in progress to establish s1m11ar exchanges with 

tbe produce markets at Bombar, Nagpur and Sholapur. 

(h) The closed auction system ot wholesale that bad 

been tba cause ot much exploitation· ot the farmers has been 

replaced. In some casas the open auction srstem has re­

placed tba old hatta paddat or ~ecrat auction system and in 

other cases the tender srstem (also an improvement on the 

secret auction systeml is in use. 

(i) Thera is representation or the cultivators in the 

marketing board. The representative cultivators are in a 

position to promote and enforce the cultivators• interests 

1n the marketing structure at the Poona market. 

( J) There are commercial and cooperative banks 1n all 

taluka headquarters and even 1n soma or tba mora important 

v111ages. Cooperative and land development banks are easilr 

accessible to the truit growers or Poona. Ettorts towards 

the financing or grape cultivators begun 1n BiJapur and 
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Kasik districts provide examples or bov f'ruit f'armers in 

Poona may be alequately f'inanced tor both cu1tivation and 

marketing with only their orchards as surety. 

(k) Roads leading to all the taluka headquarters 

and the major villages are metalled, even 11' the quality of' 

the metalling is often poor. This is a vast illprove.Dent 

on the rough katcba roads r.entioned in the GadgU Report. 

(1.) One serious attempt bas been made in the dis­

trict towards the cooperative marketing of' f'ruit • .Utbougb 

this ef'f'ort at cooperatively marketing bananas f'roa the 

Jmmar taluka to the Poona market cannot be regarded as a 

successt'Ul. attempt, it vas the pioneering ettort in this 

direction. 

(m) The incidences ot selt-marketing ot (via truck­

ing agency) truit have increased ove~ the years. (Arouncl 6 

per cent or the interned cultivators are not selling truit 

to middlemen.) This increase mq be attributable chiefiy 

to the construction or metalled roads and the increased 

avail.abil.ity ot truck transportation to the farm at rea­

sonable rates. However, at least a small part ot the credit 

tor this change m87 be due to the implementation or market 

regulation at Poona. 

(n) E!'torts towards truit processing and presena-
. 

tion have been observed in Poona. The MAFCO cold storage 

units 1n Poona have processed several truit1 although their 
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most successful effort so tar bas been sale or mango pulp 

made from Ratnagiri mangoes. There have been successful 

efforts at fruit preservation and processing in the Kulaba 

district Which provide examples or successful conversion 

residual fruit into profitable and useful products 1n 

Western Maharasbtra. 

At the same time the marketing structure bas retain­

ed many aspects or the inefficiencies describe in the Gadg11 

Report or t1tty years prior. 

(o) Price Fluctuations 

A comparison or wholesale and retail prices tor 

the six trui ts or interest to this study before and w1 tb the 

findings or th~ Gadg11 Report and the post-regulation Poona 

market illustrates a decline in· the coefficient variation 

tor all six fruits. The additional storage at the Poona 

market yard and the price information that is published in 

Marath1 newspapers avaUable at various cooperatives and 

talathis' offices may be at least partially credited tar 

this positive change. There is indication in the price data 

that price variation tor fruit at the Poona market has de­

clined a little atter the regulation of' the market. 

Some of' the less encouraging findings of' this study 

are: 

(a) The implementation and supe"ision of' the 

market regulation are not very effective. The commission 



310 

agents try to get around the market regulations whenever 

possible. The large size of the residual categories are 

partially due to a certain degree or misrepresentation. 

(b) The marketing costs are between 11 .~ per cent 

and 22 per cent of the retail price and 30 per cent to 40 

per cent of the wholesale price. or this, costs at the 
'-t;.o 

Poona market are about 3. 7 per cent ·. ~. 7 per cent 
~ 

of the retail price (and 7.12 per cent ~- 9.83 per cent 

of the wholesale price). 

(c) The Poona orchard growers• net returns range 

between 33 per ·cent and 3Gt per cent ot the Poona 

retail price. Market regulation has made a relatively small 

increase to this percentage share by reducing irregular 

charges and deductions at the m~ket. The net returns tor 

the farmers are especially low in view or the short dis­

tance ·of transit involved between the Poona villages and the 

Poona wholesale market yard. 

(d) The tender system or wholesale is being used 

for the sale of many fruits instead of the open auction 

system. Under the tender system retailers often whisper 

their quotes in the commission salesman's ears instead or 

saying the price aloud. The price settlement process there­

fore continues to be secret. 

(e) Fruit packaging remains the same as before 

regulation tor most truit. In fact most of the fruit are 
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stU1 marketed in baskets protected with paper, leaves, and 

grass. The protective layering is not thick enough to otter 

adequate protection against truit bruising through the 

various processes or marketing. The baskets currently used 

tor packaging tigs, guavas and man7 or the other rruit are 

about the same as the ones described in the Gadgil Report, 

with onl7 minor changes. Even some or the grape varieties 

(other than Thompson Seedless) continue to arrive at the 

Poona market in baskets. A tairly large part or the Poona 

mosambi still reaches the Poona market in jute sacks (gonis) 

with verr little protection other than the tact the7 are 

picked when still gree and hard. 

( t) Middlemen continue to pla7 an important role in 

the marketing or truit such as oranges, mosambi 1 banana and 

grape. The services or the middlemen are stUl sought 

though less frequently than before. About a third or the 

citrus growers or Poona sell their produce to middlemen. 

Middlemen continua in their critical roles as financiers, 

sources or market tnt ormation and even suppliers or inputs. 

For the services they provide the middlemen charge 1o-12 

per cent or the retail price as payment. 

(g) In spite or tba use or middlemen's services, 

under tbe existing market structure the net returns accru• 

ing to the termer is not necessarily higher through selt­

marke ting than it is through middlemen marketing. This is 
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possible because. or the substantial economies or scale tbat 

middlemen enjoy. 

(h) Record keeping by the PAPMC is not very accurate 
-

or reliable. Moreover, records are maintained in such overly 

aggregated rorm as to conceal.the vital detail. Consequently, 

the farmers are left to continue their dependence ror market 

information largely rrom middlemen and neighbouring farmers. 

Moreover,. the market information that is announced on radio 

rrom Bombay does not as yet include information regarding 

fruit from Poona. The TELEX method or collecting intelligence 

from other markets· is al~o as yet in infancy and does not 

bring information from the markets or specific interest to 

the Poona farmers, i.e. the Bombay and the Gujarat markets. 

( i) The only cooperativ~ marketing effort atte~pted 

in the area did not succeed. The faltering progress and tbe 

ulttaate demise or the cooperative marketing organization 

was caused by a conflict or personal and cooperative 

interests or the guiding members. Although the initial 

effort failed there have been no rollow·up efforts in the 

district to attempt cooperative marketing taking care to 

avoid the pitfalls or the first effort. 

(j) Extension work in the villages is of very limit­

ed nature where exists at all. The farmers must continue to 

look for reliable production and marketing information from 

other farmers and middlemen. 
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(k~ The problem or fruit spilage, especially in 

inventory, has not yet been·solved. Spoilage increases 

the costs or retailing on the one hand and the size of the 

residual category in wholesale on the other. The wide 

margins at the retail level maintained to allow for fruit 

spoilage, and the large proportions or rrui t sold as ~ 

(waste) are further confirmations of the spoilage proJec­

tions presented in this research. 

Efforts towards fruit preservation and processing 

are still very limited in Poona district. MAFCO has pro­

cessed chiefly mango into mango pulp. There have also been 

some attempts to make banana chips and raisins. But the 

MAFCO centers, even those situated in Poona, go out or their 

way to the ~aJor producing areas in other districts such as 

Ratnagiri, Nasik and Jalgaon to make their purchases or 

fresh fruit. Other than the limited MAFCO efforts, the 

preservation and processing or fruit has not been attempted 

commercially at Poona. 

6.4.1 RECOMMENDATIONS OF THIS RESEARCH 

The corrective solutions to the structural problems 

relating to fruit market~ng in Poona may be tackled both 

wi.thin the framework or market regulation as well by 

organisationing,forces outside the purview or the market 

regulation. The following recommendations will call upon 

the participation or the PAPMC as well as other organisations. 
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The structural problems such as are to be found in 

fruit marketing in Poona mBf be addressed more directly if 

agricultural policies specifically targeted to this end. 

Market regulation has the potential of performing an effec­

tive supportive role in such reform. The following are the 

recommendations of this research: 

(1) Market Reform and Standardisatig,n 

In order to make the records maintained by the 

PAPMC more meaningful it. is suggested that price and 

arrivals data be maintained in greater detail and accuracy. . / 

Since prices vary greatly by variety as well as by bahars 

(seasons) aggregated records such as one finds in the 

existing price and arrival information maintained and dis­

seminated by the PAPMC distorts· the actual price and 

arrivals variations and the price arrivals relationship. 

Farmers find such price data of little use and prefer to 

rely upon the information they receive from middlemen and 

neighbours. Moreover, at the market subst~tial variation 

exists in the sizes and qualities of the units of sale 

whether that unit is an arranged lot or a basket (often 

both of which are called by the common name or pati.) 

When variation in quality and quantity exists the recorded 

price variati~ns per lot either exaggerate or underestimate 

the real nature or price variations. For the sturdier 

fruit such as mosambi grading sieves may be used to. 

standardise and quicken the process. 
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(2) Weighment and Grading at the Farm 

It is suggested that cooperatives provide weigh­

ment and grading services at the villages in accordance v1 th 

the PAPMC•s standards. This may encourage farmers to grade 

and veigh their fruit prior to packing the produce tor tbe 

market. The current practice ot Wlpacking baskets and grad­

ing the fruit at the market yard involves additional handl­

ing and fruit damage. This further adds to the residual­

cum-reject category ot ~ which so sharply bites into the 

cultivators net returns. 

( 3) Market Intelligence 

Several suggestions are being ml¥1e to improve 

the nature or market intelligence available tor the Poona 

tru1 t farmers. The market intelligence currently available 

is inaccurate, overly-aggregative, slow and limited 1n 

coverage. The tirst tvo issues may be addressed by introduc­

ing accurate grading and recording disaggregated data. The 

remaining tvo issues may be addressed it greater reliance 

is placed upon the collection ot information trom other 

markets used by the Poona tru1t farmers and the quick 

dis semination or detailed information in ways such that it 

may be easUy accessible to the farmers. The usa or the 

TELEX system to obtain information rrom the Bombay and the 

Gujarat markets, most commonly used by the farmers ot Poona 

(other than the Poona market) has been suggested. Local 
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Electronic Fruit-Sorting 
System 

• MAF HAS COME OUT WITH A NEW 
system for sorting fruit , one that will 
eHectively replace the sorting tables 
that were used formerly, where the pro­
duce had to be sorted by hand. This new 
system uses the latest in electronics to 
sort fruit into three diHerent classes. 

The coding of the quality of each 
fruit is carried out throvgh a mere flick 
of a switch. A conveyor belt displays the 
fruit, while it is being scanned by an 
optical-electronic system, using infra­
red diodes and a ceo camera that 
identify the fruit that will. have to be 
rejected. 

The collected data is then transmit­
ted to a central management system. A 
gauge directs the produce to diHerent 
exits from the conveyor belt. This selec­
lion is done according to the various 
parameters that have been fed Into the 
machine, such as quality, size and 
colour . 

This new product makes it easy to 
program as well as to control produc­
tion more eHectively. Overloading of 
collateral conveyors can be avoided, as 
the spoiled lruit is rejected. In addition, 
the MAF system automatically sorts the 
fruit according to its final destination. 
Once again, this helps to prevent over­
loading the exits from the conveyor. 
The bottom line shows a decided, net 
improvement in the quali ty ol a grow­
er's fruil. 

Electronic fruit-sorting system. 
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and regional newspapers in Maratbi can continue to otter 

market information, but the information must be provided 

with greater details. Literate farmers with access to 

market intelligence of this nature, however, question the 

reliabUi ty of the information. The greater nav in this 

kind of written market information is that it precludes the 

illiterate farmers trom having independent access to market 

intelligence. 

The radio, on the other band, needs to be recognised 

as potentially a powerful instrument for the dissemination 

of daUy market prices, arrivals and other information. As 

fruit is a perishable crop, fruit prices should receive a 

greater priority ot radio announcement than they have re­

ceived so tar. Till the end of 1986 fruit prices rrom the 

Poona market were not being included in the radio announce­

ments or agricultural prices. The prices ot the locally 

cultivated varieties as well as those ot the larger growing 

areas (such as Nagpur oranges and Jalgaon bananas) need be 

included, and announced by the season (!!J!!! or new and~ 

or old). The daily announcements of accurate prices and 

price projections on radio will provide an effective supple­

mentary to the truit prices already reported in the regional 

newspapers. Not only that, because ot the easy availability 

ot radios in most villages, regular announcements or market 
' 

information for all the major fruit crops locally grown is 

likely to be a more effective instrument tor spreading 
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market intelligence than the alternatives or newspaper or 

television. Educational programmes regarding the cultiva­

tion and marketing or truit on Doordarshan would also be 

an extremel.T useful tool wherever farmers have access to 

television sets. Radio and television otter the additional 

advantage or being intel.ligible to even the Uli terata 

farmers. The radio and television are therefore recommend­

ed as sources to which farmers would turn tor market in­

formation 1t the information vas round to be current, 

detailed, and most 1mportanUT1 reliable. 

{It-) Fruit Marketing Cooperatives 

J. marketing cooperative would address the special 

needs or Poona district orchard growers. The problems that 

an average Poena fruit cultivator races is one or small 

orchards and small volumes or total output. Regardless 

or the total size or his agricultural holding, 1r, as is 

the common pattern in the district, the orchard growers 

consignments are small {as a result or the small orchard 

sizes), chances are that he v111 be cheated on tbe price. 

In spite or the one unsuccessful ertort towards 

cooperative marketing 1n Poona by the Sa.hjeevani Phal.e 

Khared1 Vikri Sangh this research recommends cooperatives 

tor a more efficient and equitable marketing structure. 

The obvious obstacle in the path or the formation or a 

marketing cooperative in Poona have been dul7 recognised 
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1n the dissertation •. However, with the inspiration and 

organisational support and concessions rrom the PAPMC such 

an errort could be initiated. 

(S) Preservation and Processing 

Much or the tru1 t spoUage occurs as a result or 

handling and keeping. Some or this occurs because the 

commission agents manage Wholesale prices through the 

tender srstem and maintain them above the market clearance 

level. 

This research recommends the use ot such unsold 

rruit tor processing and preservation since semi-damage~ 

rruit can be easilY' used tor that purpose. There is 

domestic demand tor the processed and preserved rruit in 

the arJJl1 canteens 1n particular·. MAP'CO collection units 

and processing centers in the Poona citr have been recommend· 

ad tor the absorption ot the surplus, damaged or otherwise. 

Examples or certain costa involved in tbe pro­

cessing and preservation ot some rruits vera discussed 1n 

Chapter v. It is indicative therefore that the expenses 

involved 1n such processes are likelY' to be quite reason• 

able and arrordable tor the MArCO and other local organisa• 

tions. MAFCO could make avaUable mobile collecting units 

at various collecting points spread around Poona city and 

retailers could bring over their daily or weakly surpluses 

tor sale to these collection units. Service units tor 
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processing fruits brought in bulk could be started by MAFCO 

in several parts or the Poona city and made avaUable to 

wholesalers and farmer• s agent• s (such as the commission 

agents) with surpluses. The Market Committee could play a 

more dynamic role in the protection or the farmers• interests 

by eliminating the unit or sale called"~ and by divert­

ing all such ~ to the processing units. The processing 

units should be available to any private entrepreneur that 

may wish to look tor profits in this area and compete with 

the MAFCO units. 

Another possibility would be to encourage the deve• 

lopment or processing facilities in smaller towns and rural 

areas. The processing facilities at Kashal.e in Karjat 

tal.uka, Raigad .District, by the _Acade1117 of Development 

Science, has not only offered a solution to the spoUage of 

fresh produce in agricultural markets in Maharashtra, but 

has also been a valuable source or emplorment tor Adivasi 

women. The units process the fruits or the locally grown 

trees such as mango, guava, .lli,!, jambhul and karwand, 

These fruits are converted into jams,· jellies, pickles, 

syrups, chatnis and dehydrated fruit, all or which are 

supplied to the I.I.T., Powai, canteen in the Bombay area, 

The demand tor processed and preserved fruit has 

been increasing nationally. There is substantial unmet 

demand tor these in the various canteens of educational 

institutions and the corporate sector. Moreover, processed 
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and canned food items accurately meet the needs or the armed 

forces. Therefore the sale or the processed and preserved 

fruit should be targeted towards domestic demand. Moreover, 

the peculiar constitution of the warm region fruits avail• 

able at the Poona market (especially the six fruits of 

special interest to. this study), and the non-temperature 

controlled retailing that is available in most parts or 

India, cause accelerated fruit deterioration once the fruit 

is recalled from the cold storage. The choice of appro­

priate solutions is therefore narrowed down to preservation 

and proce'ss1ng or 'the fruits. 

(6) Provision of Institutional Credit 
for Marketing Expenses 

I 

ttos't or the· proble~· or today's fruit marketing, 

such as high costs of marketing, lCMer net returns, lack or 

independent marketing decisions, etc., ot the cultivators 

stem from the power and indispensability of middlemen under 

the· existing system. Effor~ such as the A.R.D.c. Project 

III are so far limited to grape cultivation. For the 

elimination of the services of the middlemen, the Market 

Committee could encourage the credit institutions such as 

nationalised banks and cooperative banks to study this 

problem. Schemes similar to the A.R.D.C. Project III need 

to be made available to the cultivators of other fruits. 

The advantages or such schemes should be available to small 
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orchard cultivators who form the majority or the Poona fruit 

growers. The PAPMC could also emphasize to the banks the 

importance or replacing middlemen as credit institutions. The 

middlemen have been providing loans ror marketing, consump• 

tion and social functions. Banks may be encouraged to study 

_seriously the prospects or working out schemes tor financ­

ing specific marketing and consumer loans. Loan recovery 

would probably be easier it the lending organisation had 

some control over the cultivatoris potential resources, For 

this reason other potential lenders could be cooperative 

marketing organizations and. fruit preservative cooperatives. 

In the matter or loans the existing societal needs cannot 

be ignored altogether. Middlemen, as lenders, especially 

tend to these needs. ao long as other institutions will not 

take over this burden, rruit marketing will pivot around 

- various intermediary units. 

To better understand the potential or errorts such 

as the A.R.D,C, Project III as alternatives t~ intermediary 

financing, the following paragraphs sketch an outline or 

the major parameters or the programme. 

A.R,D.C, Project III : An Outline 

The Agricultural Refinance and Development Corpora­

tion Project III (A.R,D.C, Project III, ror short) was 

financed as a part or an International Development Agency• 

World Bank Scheme. The National Bank tor Agricultural and 



PART II LAND UTILIZATION AND CFLOPPING PAl'TERN, 1977-7$ 

- - - - - - - - - - - - - - - - - - - - - -
Name Plot Culti- Total De scrip- Whether If cultivating 
of No. vable Land tion of Irrigated: leased land, 
farm Land Tax the Seasonal then rent on 

Quality or the land 
of the Perennial/ ·-------------Soil: Source of Land Rent 
Deep/ Irrigation/ 
~tedium/ Nature of 
Light Ownership 
Sandy/ of Source 
Clayish of 
etc. Irrigation 

Cropping Pattern 

Kharif Rabi Summer 

Crop Acreage Crop Acre- Crop Acre-
age age 

32b 

Total Acreage: 

Production 

Principal Crop Subsidiary Crop 

Name Production 
of and 
Crop Value 

Name 
of 
Crop 

Production 
·and 
Value 

- - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - -- --- - --- --- -- - - - - - - - - -- -- ----- - - ------ - - ~ - - - - --
A: OWNED 

B: LEASED 
(In/Out) 

C. FALLO"II' LAND: 

(a) How many acres? 

(b) Reason for leaving fallow: 

(c) Is it possible to bring the fallow land under cultivation? 

If Yes, how so? 

If "Yes" answer for (c), then, which crop could be cultivated on this land? 
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The success or this project may be assessed in the 

number or orchard owners benef'ited by it. An earlier 

A.R.D.c. project (1979-80) executed at the Bijapur district 

of' lCarnataka claimed (in its 1982 report) to have substan­

t1al.1y increased the net income or the Thompson Seedless 

gravers or the region. The report compared the net incomes 

or the Thompson Seedless cul.tivators who had proceeded with 

the rtnancial and other assistance rrom the A.R.D.C. Project 

with those acquiring rinancing tram other sources {the most 

likely of' 'Which 1s intermediary rtnancing). J.n average net 

income or Rs. 13,600 (including the imputed value or ramlly 

labour) accrued to the rarmers receiving assistance rrom the 

project as compared to the net income of Rs. 1 1 230 per acre 

for those outside the project. 8 Since the pri.J1a1T thrust or 
the A.R.D.C. projects discussed here is the provision or 

adequate9 and timel.y rinancing at reascmable interest rates, 

it may be correctly concluded that the unavailabUity or 

such can sharply reduce the size or the net income after 

paid out cost. J. further insight into the impact or 

8 •Development of Grape Cultivation 1n Bijapur Dis-
trict, Kama taka', a report published by the A.R.D.C., 
Bombay, 1982 1 p. 37. 

9 .&. loan of' Rs. 201 000 per acre voul.d substantially 
exceed the cost of' cultivation (vbich in the Bijapur pro­
ject vas round to be Rs. 13,850/acre 1n actual. paid out 
cost). The remaining amount voul.d1 therefore, be available 
tor marketing expenses. 
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intermediary rinancing upon the farmrs• net incomes has al­

ready been provided in the Chapter IV or this study. 

The shortcomings or the A.R.D.c. projects with re­

gard to the needs or the Poona orchard growers would centre 

aroand the conrinement or its t:each only to grape cultiva­

tors. Since the extent or intermediary financing 1s much 

greater for banana, orange, mosambi and rrutt other than 

grape, the needs or the Poona orchard growers would not 

really be served with a project so narrow in scope. The 

extent or financing (Rs. 201 000 per acre) 1s reasonable. 

The surety. requirement or choupath (or the rinancing or one 

acre for every 4- acres or irrigated cultivable land) mq be 

a little stringent ror some or the Poona cultivators. Such 

limi.tations no!Mlthstand1ng1 th~ A.R.D.C. projects are good 

model.s to be emulated and adapted to local. regional needs. 

It is being recommended here that s1m1l.ar projects with 

suitable modifications be tried 1n the Poona district to 

allow the orchard growers reprieve rrom middlemen rinancing. 

(7) Extension Services 

Extension services have the potential or pro­

viding a valuable adjunct to the overall errort to improve 

productivity, reduce crop destruction and damage, and in­

crease marketing erficiency. Extension workers can bring 

to the rarmers the results or latest scient1t1c discoveries 

from the experimental rarms which rarmers cannot obtain 
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from their peers or their own experiences. New methods and 

inputs available in the market that may be used to combat 

orchard diseases and pests would be a contribution which 

the Poona orchard growers would be overJoyed to receive. 

New techniques for better yield are being developed and 

tried at the agricultural universities in Maharashtra. The 

extension services could demonstrate these results and the 

results of other technological advancements, the latest in 

harvesting and packing techniques etc. to the farmers. The 

ability of the Poona farmers to maintain high yields more 

or less consistently would enhance their ability to acquire 

credit on easier terms as the risks of credit advancement to 

them diminishes. ~his would be especially true if orchard 

credit programmes similar to the A.R.D.C. projects are begun 

in the Poona district. 

6.7.1 CLOSING REMARKS 

Market regulation has been an essential force in 

regulating and standardising the performance of market 

services at the Poona market. However, it sutters from 

implementational handicaps. Unaccompanied by certain 

necessary structural improvements, market regulation has 

been unable to significantly increase the net returns to 

the cultivators or the availability of quick dependable 

and informative market intelligence. However, a properly 

functioning regulated market has the potential or 
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significantly improving many facets of fruit marketing in 

the Poona city. To this end market regulation has had 

partial success. The effectiveness of market regulation 

will be vastly enhanced if the State•s agricultural policy 

is redesigned to specifically address the structural 

problems related to.capital availability, communication ~d 

the availability of water, fertilizers and other essential· 

requirements to good yields and more assured returns. The 

structure of marketing has experienced several positive 

changes since the Gadgil report both because or changes 

over time as a result or overall development of the district 

as well as because of market regulation. Unfortunately 

many of the inefficiencies mentioned in the Gadgil report 

continue today.· The wide range.of remedies suggested in the 

dissertation and summarised above should over time be able 

to address and eradicate many of these inefficiencies. 
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FRUIT CULTIVATION AND MARKETING 
IN POONA DISTRICT: 

A SOCIO-ECONOMIC SURVEY 

PART I: !QUESTIONS ADDRESSED TO CULTIVATORS 

Name . 2. Village: . 
Religion and Caste: 4. Taluka : 
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Questionnaire No. . 6. Date of Interview: . 
Village of Origin: 8. Taluka of Origin: 

District of Origin: 

If respondent immigrated from another 
area, then the timing af 
for the immigration : 

and reason 

How many-generations have you lived 
in this village? 

Principal occupation 

Secondary oec·upation 

What other occupations do the members 
of your household have? 

Basic data about members of the household:; 

(i) No. of Adult Males 

(ii) No. of Adult Females 

Level of Formal Schooling: 

(iii) Children 

16. Can youl!(i) Add (ii) Subtract (iii) Multiply (iv) Divide ' 

17. Regarding Hired Permanent Labour: 

(i) Number of Male/Female Workers: 

1. 

2. 

J. 

(ii) Wage 



Name 
of 
farm 

Plot 
No. 

PART II 

Culti­
vable 
Land 

LAND UTILIZATION AND CROPPING PATTERN, 1977-78 

Total 
Land 
Tax 

Descrip­
tion of 
the 
Quality 
of the 
Soil: 
Deep/ 
Medium/ 
light/ 
Sandy/ 
Clayish 
etc. 

Whether 
Irrigated: 
Seasonal 
or 
Perennial/ 
Source of 
Irrigation/ 
Nature of 
Ownership 
of Source 
of 
Irrigation 

If cultivating 
leased land, 
then rent on 
the land 

Land Rent 

Cropping Pattern 

Kharif Rabi Summer 

Crop Acreage Crop Acre- Crop Acre-
age age 

Total Acreage: 

Production 

Principal Crop 

Name 
of 
Crop 

Production 
and 
Value 

32o 

Subsidiary Crop 

Name 
of 
Crop 

Production 
·and 
Value 

- - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - -- - - - - - - -
A: OWNED 

B: LEASED 
(In/Out) 

C. FALLO".V LAND: 

{a) How many acres? : 

{b) Reason for leaving fallow: 

(c) Is it possible to bring the fallow land under cultivation? 

If Yes, how so? 

If "Yes" answer for. (c), then, which crop could be cultivated on this land? 



Seq. Survey No. 
No. (If there 

is one) 

PART III FRUIT CULTIVATION AND PRODUCTION (1977-78) 

Acreage 
(or 
hectares) 
of land 
under fruit 
cultivation 

Number of 
trees or 
plants 

At the At the 
time of time of 
Planting Survey 

-------
Where ware 
the plants 
purchased 
and for 
how much? 

------ -------
How much Till what 
time must age does an 
pass orchard 
between continue 
planting to bear 
and marketable 
fruit fruit? 
bearing? 
(Gestation 
period) 
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------ --- - - - - - - - - - - - - - -- - - - - . --
How do Production by Each Crop Season 
you space -----------------~------·------------------------the 
plants/ 

First Crop Second Crop Third Crop 
From From From 

trees To To To 
in your ------------- ------------- --------------orchard? Output Value Output Value Output Value 

- - - - - - -- - - - --- - - ---- - ----- ------- --- --- - - ---- - -- - - - - - - ---- - - - - - - - ~ - . -- ~ - - - - - -

- - - - - - - - -- . - - - - - -- - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - ---- -- - - - - - - -
Q.: How many times before this have you cultivated this fruit? Pleasd explain. 



PART IV QUESTIONS RELATING TO CROPPING METHODS, 
USE OF LAND AND CROP PRODUCTION 
(Particularly Based on Fruit Crops) 

1. Why do you select these crops? 
(Give reasons) 

2. Has there been any increase or decrease 
in area under Fruit crop in your land 
euring the last 5 to 6 years? 
Why ? 

3. Was fruit crop production normal last year? 

3~30 

If not, what is normal per acre fruit crop production? 

Type of Fruit Total Production Value 

4. What recent measures have to be adopted recently 
to increase fruit production? 

5. Do you experience labour shortage during the 
busy sea~onl? 

If Yes, what do you do to solve the prob~em? 

6. Do you experience any difficulty acquiring adequate 
~uantities of materials required for crop production 
(such as water, fertilizers, seed, electricity/oil 
i.e. fuel, etc.)? 

7. Do you get information about modern methods of 
cultivation from Government, organizations, Privately 
or from Cooperative Societies? · 
(Please give detailed information.) 

-
8. Do you take any other crops in-between fruit trees 

in your land (inter-cropping)? 

Normally, in which month? Area? 

A) Area under such crops 

Total Production of such crops: 

Total Value: 



s. Type of Work 
No. 

PART V INITIAL ;;;sTABLISHI:JENT COST OF THE ORCHAHD 

Year : , 
~ ~ ~f.._K, ~'., ~·JJ-

Total 
No.of 
Hours 

Household Labour 

Permanent 
Hired 
Labour Jllale 

Fruit: Acreage: . 

Temporarily Hired Labour 

Female Bullock Nale Female 
---··---- ------- --~----~ ------- ---------- ----------

llD llD ~ c: c: llD llD llD c c: c: 
~ 'Pi ~ 
.ll:lll .ll:lll .ll:lll . r..>. . r..>. . r..>. 

0 0111 0 ~g 0 ifg :z: ;3:0 2: 2: 

'" '" Ill '" Ill 
.ll:lll .ll:lll ID .ll:lll ID . r..>. . r..>. llD . r..>. llD 

0 ~g 0 gg ~ 0 0111 ~ 2: 2: 2: )::Q - --- - - - - - - - - - - - - - - - --- - - - - . - - - - - -. - - - - - - - -- - -- - -
1. Ploughing 

Hoeing 
Harrowing 
Cleaning 
Tilling 

2. Planting 

). Gap filling 

4. Angles and Trellis 
(Supports) 

5. Fertilizers: 
(a) Nanures 
(b) Compost 
(c) Chemical Fertilizers 

6. Weeding-loosening 
Praparine 3t!rls/3ur;.Ji,,;; 

7. 1-'atering 

a. Spraying of Insecticides 
and Pesticides 

9. Post-Planting Fertilizers 

10. Other 

- -

No. of Trees: 

Bullock 

llD c: 
'" Ill 
.:.:Ill Ill . r..>. llD 

0 o:u Ill 
2: )::Q ):: - - - - ---

Materials Required 

-------------------·-

Total 
Expendi­
ture 

Type Quantity Value 
( Rs , ) ( its • ) 

- - - --- - - --- ---- - - -

- - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - -



PART VI ANiWAL H:~CURRING COST OF ORCHARD MAINTENA!lCE 

Fruit: Acreage: No. of Trees: 

- - . - - - - - - - - - - - - - -- - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - ---- -- - - - - - - - - ------
Total 
Expendi­
ture 

s. 
No. 

Type of Work Total 
No.of 
Hours 

Household Labour 

------------------------------------Permanent 
Hired 
Labour Male Female Bullock 

Temporarily Hired Labour 
-------------------------------------

Male Female Bullock 
------- ------- ----------- ------------ -------·--

1-!atarials Required 

---------------------Type Quantity Value 
( Rs.) (Rs.) 

- - - - - - - - - - - - - - - - - - - - - --- - - - ---- - - -- - - - - - - - -- - - - - - - - - - - - - - - - - - --- -- - -- - - - - -
1. Ploughing 

Hoeing 
Harrowing 
Cleaning 
Tilling 

2. Planting 

J, Gap filling 

4. Angles and Trellis 
(Supports) 

5. Fertilizers: 
(a) Manures 
(b) Co:npost 
(c) Chemical Fertilizers 

6. Weeding-loosening 
Preparing Beds/Bunding 

7. Watering 
a. Sprayi~g of Insecticides 

and P.:sticides 
9. Post-Planting Fertilizers 

10. Other 
11. 'liatching 
12. Pruning 
1). Harv~:~sting 

14. Any other 

15. Total 

I - - - - - - - - - - - - - - . - - - - -- - - - - - - - - - - - - -- - - - - - - - - - - - - - - - - - - - - - - .. - - - .. 



PART VII : IF ORCHARD IS SOLD TO CROP CONTRACTORS: 

1. Do you sell your orchard to contractors? 

If yes, which orchard? 

Which cropping season? 

Give reasons why. 

2. At which stage of fruit production do you sell 
the orchard to the middleman? 

3. Terms of contract: 

(A) To write on Stamp Paper in the presence of a 
witness at the time of entering into the 
contract 

(B) To enter into the contract orally in front 
·of a witness 

(C) To enter into the ·contract without witness 

(D) Any other 

4. What types of work· do you .(the farmer), have to do 
after the contractor has purchased the orchard? 

What types of work does the contract do? 

5. How does-the contract fix up the value of the yield? 

6. When and how do you get the value of produce? 

Do you simply trust your memory or do you maintain 
accounts of your expenses? 

?. Do you get all the instalments as per the agreement? 
Or is there generally a discrepancy? 

(a) Sometimes it differs 

(b) Always differs 

(c) Frequently differs 

(d) Never differs 

If so, what action do you take? 
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8. Do( rou know? (i) Addition (ii) Subtraction (iii)Multiplication 
iv) Division 

9. Do you taka an advance of capital funds from the Contractor? 

~bat is the rata of interest? 

10. How much of such advance was taken last year? 

~ben was it paid back? How? 

11. Do you retain and examine accounts slips and the amounts 
paid back by you, or do you just believe what the 
contractor tells you? 

Have you beea deceived any time? 

PART VIII : REGARDI&m FRUIT MARKETING 

~. Which market do you send fruit to? 

2. How do you select a particular market? 

). In what proportion is the fruit sent to different markets? 

4. What quality of fruit is sent to which markets? 

(a) Bombay (b) Puna (c) Ahmedabad (d) Surat 
(a) Other (name the market) 

5. What is the transport facility to each market? 

Is the transport done directly from your orchard or 
do you have to make soma other transport arrangement ? 

6. Who makes transport arrangement? How? 

(a) How many transport companies are theta in your village? 

(b) Do you depend only on one transport company or 
do you have contacts with more than one company? 
(Give names of the companies.) 

7. What types of responsibilities do the transport companies 
accept? 

8. Is there a metalled road from your village to the market? 

If noti what is the length of unmetalled road? 
(in mi es) · 
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9. \fuat protection does the fruit rlilceive under the 
folJowing conditions 

(a) Fruit damaged due to bad road conditions 

(b) Fruit damaged due to rain 

(c) Fruit damaged due to Sun 

(d) Fruit damaged due to theft · 

How many such cases occurred last year? 

10. Does your representative accompany the fruit with the truck? 

Is there any. agreement between you in this connection? 

Are expenses recoYered 
the truck? How much? 

from · 
the person accompanying 

11. Do you send fruit to one or more commission agents 
in each market? 

Name the commission agents in the Poona Market. 

12. How do you contact the commission agents? 

13. Does a commission agent give you advances, etc.? 

14. What amount does xX. he charge as interest for any 
such monetary help? 

15. Do you receive the Account Slip and Money on the same day. 
you send the goods to market? 

16. How do you get the price of: the goods? 

(a) Immediately after the sale 

(b) The farmer has to collect the amount every day 

(c) Amount sent by post 

(d) Other (explain) 



17. Do you (the farmer) yourself (or your agent) carefully 
watch the weighment of the goods? 

18. Do you often (or ever) notice any instances of cheating? 

How? (Please explain.) 

19. Do you send fruit duly counted or weighed? 

20. Do you have to make any extra payments to the commission 
agent? 

Why and how much? 

21. Do you properly preserve the receipts and check the amounts 
of expenses given by the commission agent? 

22. Do you get back the packing material used? 

If yes, how many times you re-use them? 

23. Do you enter. into cooperative activities with your neighbouring 
farmers in the areas of cultivation or marketing? 

If so, in which oparations? 

24. Are there any Fruit Growers' Arganizations in your area? 
If yes,- give. details of that organization. 

25. Are you a member of any Fruit Cultivation or Marketing 
Cooperatives? 

26. 

If yes, do you sell fruits through this organization? 
If not, Why? 

If you are a member of a fruit marketing cooperative, 
please give the following: 
a) The name of the organization 
b! The name of the central office 
c To which markets are the fruits sent through your 
d The total number of members of the Association 
e) When was your Association first established 
f) lny other details. 

_As~ociatiol 

27. If the fruits do not sell in the.market to which they were sent 
does the commission agent then send that fruit to othar markets' 
If so, then explain in details his methods. (For example, 
commission agents from Poona sends the unsold product to the 
commission agent in the Sholapur market. While doing so: 

b
a) He himself bears the additional expenses involved 

) Recovers the additional expenses by charging more 
commission than the normal one 

c) Or through any other source 



PART IX : DE'rAILS OF HARKiHING COSTS (AT 1'HE F'AiU·l) 

- . - - - - - - - - -- - - - - - - - - ~ -- - - - - - - - - - . - - - - - -- - - - - - - - - - - - - - - - - - - -- - - - - --- - -s. Item of Expenditure 
No. 

Household Labour 

------------------------------------------Permanent 
Hired 
Labour Male Female Bullock --------- --------- --------- ---------No. Work- No. Work- No. Work- No. Work-

ing ing ing ing 
Days Days Days Days 

Hired Labour 
---------------------------------------------------

Male 

No. Work- Wages 
ing (Rs.) 
Days 

Female 

No. Work- Wages 
ing (Rs.) 
Days 

Bullock 

No. \vork- Wages 
ing (Rs.) 
Days 

3TI 

- - - - - - --
Materials 

- - -- - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - -- --- - - - - - - - - - - - - - -- - --- - ---- - - - --- - -- - -- - -
1. Harvesting 

2. Selection and 
Grading 

), Storing 

4. Packing 

5. Regarding Sale: 

Transport and 
Labour Charges 

(From the Farm to 
the road) 

Or Intermediary 
Transport 

6. Transport upto the 
market 

?. Travelling Expenses 

8. Loading/Unloading 
charges in the 
market 

9. Octroi 

10. Other Charges 

- - - - - - -- - - - - - - - - - - - - - - - - - - - - - - - - - - - - - -- - - - - - - - - - - - - - - - - - - -- - - - - - - - . --------·---
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P~RT X , PACKI~G EXPENDITURE 

s. Item of Expenditure 
No. 

1. Basket 
Box 
Bag 
Gunny Bag 

2. Rope 
l~ails 

Metal Sheet 
Grass 
Paper 
Other 

3. Loading_ Charges 

- ·-

(Upto Railway Station, 
or S.T., or Truck) 

4. Transport : 

A) Truck Charges 

S.T. Charges 

Railway Charges 

B) Octroi 

C)' Other Taxes 

5. Brokerage 
'(commission Agents' Charge) 

' 
No. Value Quantity No.of 

Fruits 
packed 

- ------ - - - - -

---·-----



PART XI,: COSTS AND CHARGES AT THE MARKET YARD 

- - - - - - - - - - - - - - - -

- - - - - - - - - - - - - - - - ----
1. Unloading of Goods - Labour Charges 

2. Expenditure involved in storing 
of Unsold Fruits 

3. Measuring, Weighing and Grading 
Expenses in Poona 

4. Market Committee Fees 
(e.g. Cess) 

5. Corporation Fees 

6. Charities and Donations 

7. Postage and Communication 

8. Other Expenditure 

Rate Total 
Expenditure 

(Rs.) 
-- -.-------

- - - - - - - - - - - - - - - - - - ---- -- -- - -·- -
9. Estimated Total Expenditure: 

Estimated total expenditure during 
the whole year over the entire crop 



1. 

PART XII 

Agency from whom 
loan :tx taken 

Acquaintance, 
Friend, etc., or 

2.Relative 

). Money-lender 

4. Cooperative 
Society 

. 5. Bank 

6. Commission Agent 

7. Pre-Harvest 
Contractors 

8. lny'Other 

LOANS TAKEN BY THE FARMEH 

Total 
amount 
of 
loan 
taken 

When Reason Rate Period 
of 
inte-
rest 

- - - - - - - - - - - - - - - - - - - - -

- - - - - - - - - - -
Repayment uptil now 

-------------------From Inte- Total 
Prine- rest 
ipal 
amount 

Year 
and 
month 
repay­
ment 
done 



PART XIII INFORMATION ABOUT FRUIT MARKET 

1. How do you get information about prices of fruits in 
different markets? 

(Through Commission Agents, Newspapers, Radio, T.V., 
Neighbours or any other source) 

2. \fuat is the current practice of sale of fruits? 

J. 

In Poona 

In Bombay 

Other 

If fruits are sold in Poona: 

a) Are you aware of the Poona 
1-1arkets Act? 

b) How and when did you find 

c) When was th.a Poona mark.at 

Agricultural 

out about it? 

regulated ? 

d) Is it being properly implemented? 

Produce 
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4. Are you aware that wholesale market has shifted elsewhere 
from the Phule Market? 

a) Where has it been shtfted? 

b) What facilities are being provided at this new place? 

c) What do you think about this new location of the 
wholesale market yard? 

Will it affect you positive/negatively? 

5. Has anybody asked you your opinion about the changes b.afore 
or after the Market Regulation? 

'ff'ho and How? (In a meeting, or personally) 

h'hat were your comments/suggestions? 
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PART XIV ABOUT MARKET REGULATION 

1. While selling' fruits in the Market: 

In 'Hundreds' measure, actually how many fruits do 
get included in the count? (e.g. 120, 130) 

In Poona : 

Elsewhere: 

2. What was the condition existing before the introduction 
of Market Regulation? 

Have instances of deception been reduced since the 
application of the Poona Agricultural Produce ?-Iarkets Act? 

3. Do you get .the price of yo~r produce sold in the market 
quicker as a result of the ~mplementation of this Act? 

4. 

5. 

6. 

Are the Account Receipts more detailed now than before? 

Are the prices raceived by you for produce? ., 

(a) more than before 

(b) less than before 

(c) no change 

(A) Is it more difficult now than before to get advance 
from the commission .agent ? 

(B) If yesi do you depend more than before on banks or 
other ending agencies? 

7. By which method are the produce being sold at Poona? 

Open auction/Closed auction 

Which do you prefer? Why? Give reason. 

8. (a) Do you fedl more confident about the sale of the produce 
since the Poona market has been regulated? 

(b) Does the regulation of the Poona market encourage you 
to sell more of your fruits in Poona.market than 
before? 
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9. Do you consider the supervision of the Market Committee 
adequate? 

10. Have you ever had any confrontations/disagreements with 
your commi~sion agent? 

Please relate your experience. 

11. Did you get any help from the Market Committee on this 
occasion or with regard to other problems? 
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SOCIO-ECONOMIC SURVEY OF PRODUCTION AND MARKETING 
OF FRUI'fS IN THE POONA DISTRICT - 1978 

Questionnaire for Khotidar 

1. Name of the Khotidar: 

2. Native Place: · Taluka: 

Residence: 

Religion: Caste: 

i) Reason for leaving the village 

ii) When qid you leave the village? 

Date: 

District: 

iii) Since when are you a Pre-Harvest Contractor? 

Of which fruits? 
. 

iv) Are you engaged in any other occupation 
other than Khotidar~? 

If yes, name the occupations: 

v} Give the reasons why you entered Khotidari. 

vi) What was your occupation prior to Khotidari? 

vii} Please describe the Khotidari business in fruit 
in the district when you entered the business. 

viii) Presently is this Khotidari occupation your sole 
trading concern or in partnership? 

ix) If it is in partnership, what is the nature 
of the partnership? 

x) What are the occupations of the other ~embers 
of your family? 

). Nature of Agre~ment between the Farmer and Khotidar: 

a) Written Agre~ment (on stamp-paper and the signature 
of witnesses) . 

b) Written Agreement (on stamp-paper but without,the 
signature of witnesses) 
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c) Oral Agreement (In the presence of witnesses) 

d) Oral Agreement (Without any witness) 

e) No Specific Aereament. 

4. Period of accepting Khoti: 

a) Which blossom/season 

b) In which month do you make the Khoti purchase? 

c) During which sta~e of fruit? 

5. After the agrcament, what is the nature of the responsi­
bilities shared between the farmer and the Khotidar? 

6. While selling on Khoti how is the bargain settled? 

7. After settling the bargain, maimer in which farmers 
a·re paid: 

at· 
a) The entire amount is paid in lump-sum. the beginning. 

b) The entire amount is paid in lump-sum but at the end. 

c) The payment is ~ade in.more than one instalments. 

d) If paid i~_more than one instalments, what is the 
nature of such i~~talments? 

8. What is normally the nature of conflict between the farmer 
and the Khotidar, if such conflict arises? 

9. Is there any specific difference between the agreement 
re~arding Pre-harvest contracts with small farmers, and 
large farmers? 

If so, what is that? 

10. Generally, which are the villages/areas from which you 
a:cept orchards on Khoti? 

Village Taluka 

11. In the regton in which you take contracts, are the only 
Khotidar? 

If there are other Khotidars too, how many others (that 
you are aware of) are operating in the same area as you? 
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12. If you are the only Khotidar, what possible reasons could 
there be for others not accepting Khoti in that region? 

1). Normally, how many fruit-trees do you purchase on 
contract in any season? 

How many fruit-tr.es rlid you contra~t last year? 

14. If you are offering advances/loans to farmers: 

a) ~1hen do you extend the loan? 

b) For which reasons? 

c) What are the ttlrms and conditions? 

d) What is the rata of interest? 

15. How does the farmer make the repayment? 

a) Do you deduct the amount from the sale proceeds? 

b) nny other method. 

16. What is normally the quality of fruit you contract in? 
( Good/f•1edium/Poor} 

17. When you xk do the following't 

a) Spraying of insectici~es/pesticides 

b) Harvesting (state of fruit development) 

c) Grading of fruits {How many grades are there7) 

d) How and where do you store the purchased fruit? 

e) ~·lhat p;ranes of fruit do you select for different 
markets? (Bombay, Poona, etc.) 
What type of packing do you uga for each? 
Do you sell any of the fruit in the local market? 
Why so? 

Quality of 
Fruit 

Market 
Place 

Type of 
Packing 
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f) How do ?OU arrange for the transport of the fruit 
from the orchards? 

How do you personally make arrangements for the 
transport of the fruit to outside markets? 

g) How many transport agencies are th~re in this region? 

Do the trucks coma to the orchard to carry fruits? 
Or do you have to carry the fruits from the orchard 
to the place where the truck may be stationed? 

18. Expenditure on Harvesting of fruits, Grading and Packing: 

a) No. of family members working 

b) No. of workers engaged on daily wages: 

For how many days? 

Wages paid to them: 

c) How many are Saldars? 

Wage~ paid to them: 

d) Expenditure on baskets, gunny bags, etc., required 
for harvesting ~ of fruits, transport upto the store: 

19. Expensas on packing material (For one box/basket) 

20. Do you hire separat~ labour for the packing operation? 

~vages paid to them: 

Approximately how many boxes/baskets does one worker pack? 

21. What is the expenditure on the transport of fruits upto 
the truck stand? 

What labour charges do you pay for the loading of fruit 
into the truck? 

Av~rage per basket/box hamali charges~ 

22. In each market with how many Commission Agents do you do 
business? 

Name the Commission Agents in Poona that you do business with. 



~3. How do you protect the fruits against damage during 
transport (due to sun, rain, theft, etc.)? 
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Was there any theft of fruit in transport last year? 

No. of fruits stolen and price. 

24. When you send fruits to the market, does any one 
accompany the fruit? 

How do you collect your proceeds from the Commission Agents? 

Do you have to visit the market? 

What is the expenditure involved? 

25. Do you get help from the Commission Agents? (e.g. in 
respect of advan~e, arrangement of transport, 
ins~cticides, p~sticides, fertilizers, etc.) 

Do they charge for such help? 

26. Do you get money and account slip on the same day you 
send f~uits to the market? 

How do you get money of your goods? 
(By Post; Through the servants; or you have to go personally 

27. Have you kept carefully with you any of the receipts (account 
slips) given by the Commission Agent? 

28. Do you check the ac•::ount slips given to you? 

Are they corr~ct? 

29. Do you get back the boxes/baskets used for fruit packing? 

Do you re-use them for packing? 

\fuile re-using them what expenditure you have to incur 
for their repairs? 

How many times can you use such boxes/baskets for packing? 



349 

30. (A) Of the total value of Pre-harvest contract, what 
amount do you have to give. in advance? 

Do you have to take a loan for that? 

~fuat amount of loan did you take for this last year? 

From whom1 

What is the rate of interest? 

{B) In the expenditure incurred for sending fruits to 
market, approximately what is the expenditure per 
100 units {box or bag)? 

Do you have to take loan for that? 

What amount of loan you have taken for this last year? 

What is the rate of interest? 

)1. If you are taking loan from the Commission Agent or 
Money-lender (Sahukar) 1 then why do you not take.loan 
from a Cooperative or vommercial Bank? 

32. Does the -Commission Agent deduct the market charges at 
the pre-accepted rates? 

Or, does he make higher, unauthorized deductions~ as well? 

Do you ever fe .. ~l that there are unaccounted for deductions, 
charges and beets in the acoount slips? 



QUESTIONNAIRE 

NAME : 

OCCUPATION: COMMISSION AGENT 

1. Place of Origin 

2. Religion 

3. Caste 

4. Sub-caste 

5. Place of residence 

6. Father's Occupation 

DATE :. 

PLACE: 

7. The year when your family entered this occupation 
(fruit business) 

8. Year when respondent entered fruit business 

9. Family's earlier occupation 

10. Respondent's earlier occupation 

11. Reasons for taking up this occupation 
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12. Number of family members in fruit commissioning businees 

13. Other occupation of the. respondent 
• 

14. Other occupation of the·respondent'a family. 
(with special emphasis on occupations related to fruit, 
such as farming, khotidari, inter-market trading, 
retailing, etc.} . 

Any reasons for choosing Poona market? 
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15. If the respondent conducts business in any other market 
as well, then the name of that/those marKet/markets. 

16. 

Fruit handled 
(type and variety) 

( 1) 

- - -- - - - - - ~ 

il ii 
iii 
iv 
v) 

vi) 
vii) 

- - - - - -Place of 
orifin 

(2 --- -- -
- ~ - ---- - --Season- Mode of 
alit} 

(3 
trans)ort 

(4 ------- ---

- - - - - -- - ~ --- - -- ~ ---------

----

----

---
17. Whether fruit is graded or not and type ot grading: 

Fruit 

( 11 .. 

i) 
ii) 

iii) 
iv) 

viv~ 

- - - - --- - ---------- -- ---Yes/No 
• 

(2) 

It yes, then · Comment on flaws 
basis or grading or grading 

(3) (4) 
- - - - - - - - - ----- -- -- - - - - --

- - - - - - -------------' 
18. Do you grade the ungraded fruit? On what basis? 

Fruit 

i) 
11) 

iii) 

------------- -·---------Yes/No It yes, method. Reason (benefit) 
and basis ----- - -- --- - - ---- -- --

- - -- -- - - - --- - ~ ---- ---- -- ---
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19. Fruit quality coming to Poona 
(approximate gradation in A, B, C, terms) 

Fruit -------------~-------------Place of A/B/C 
origin 

Markets through which the 
fruit passes before reaching 
Poona stating whether the 
fruit market is regulated (R) 
or unregulated ()() in each 
ot these markets 

- - - - - - - - - ----- - --------- -- - -- -
20. Do you have dealings with farmers (F), khotidars (I), 

traders (T) or agents (A)? -

-----------------------------Fruit F/I/T/A Name a few Their place ot 
important ones residence 

(1) (2) ()) (4) 

------- -·---------------------
20A. State the differan~aethods rou adopt in making contacts 

with farmers (F), khotidars (I) 1 traders (T) and ag~nts (A). 

- - -- - -- - - - -- ---------------- - -Fruit and 
variety 

i) 
11) 

iii) 

Method 

------------------~------~---------------~ Farmers lhotidars Traders _ Agents 
--------- ----------- ~--~~-- ~----~-• b c d • b c cl • b c d • b c d ------------------------

------------------------------
21. With whOll is your major (5~ or so) trade conducted? 

Frul t F /1/T/ A 

22. Through which or the above-mentioned aethods do you conduct 
most or your trade? 

2). 

Fruitwise 

Total 

l I · 'f A 

In case of two comP.arable methods or making contacts and 
trading partner (Fli/T/A) whtch do you prefer and why? 

t) 
it) 
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24. Terms on which conduct trade under each possible circumstance 

(Traders) 
(Khotidars) 
(Farmers) 
(Agents) 

"Term" means (A) duties promised; (B) extra favours promised 
e.g. (a) giving advances, (b) getting khotidars in touch 
and vice versa ~- : (h) giving market intelligence by 
periodically dtspatching information about prices and a~rivals, 
(Ct) supplying pesticides and fertilizers, (<It) arranging for 
transpprtation, · (~) storing and caring for the fruit at the 
Poona mandai free of cost, (1'.) any other. · 

25. If you give any of the above .. mentioned services ·on payment 
what are the terms and charges of each of theextra·services? 

(a) 

~~l 
(d) l

e) . 

fJ 
~) 

26. a) State what functions you perform after the.Ma~ket Act 
has become applicable. 

b) State what functions you perfqrmed before the Market Act 
was applicable. Point out the changes~ 

27. Commission Agents' opinion about the existing and likely 
impact of the New Market Act: (including the open auction 

system) 

28. 

29. 

a) On Commission Agents 
b) On farmer 
c) On the market in gerieral 

(1) earnings and.prices, (2) convenience (trouble and time), 
()) Storage, (4) loan repayment, (S) arrivals, (6) costs, 
(7) any other. · 

What problems do you have with farmers, traders khotidars 
and retailers regarding: (a) loan repayment,.(bJ behaviour, 
(c) excessive complaints to authorities deterring your work, · 
(d) dissatisfaction with price, (e) bad pa·cking, (f) bad 
grading, (g) quality of fruit, (h) how they try to cheat you, 
(i) any other. . 

What is the place and method employed by y~u for storing 
different fruits? 
(In case a cold storage has bean used then the ·name of the 
cold storage, its location, rates, capacity, and other 
related data.) · 
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31. State problems related to present method of storage and 
suggest improvements. Also state what you think is the 
ideal method of storing each fruit. 

32. Give a general idea of the months during which!demand for 
fruit is high and why it is so. 

33. a) Is the farmer aware of market prices and arrivals? 
What is his source of information? 

b) Does he make any use of this knowledge to earn higher 
prices by-(i) timing the fruit, (ii) -improving the 
quality of fruit, packing methods, -grading, (iii) 
transportation through trucks rather than carts, (iv) 
choosing the right ·market or any other information or 
advice that you give him or he may learn through other 
sources. 

34. a) What do you feel about the wholesale market being 
shifted to Gultekadi? 

and 
b) Say what you think of the following/make any 

suggestions vou ~ike: 
i) the s~ction allotted to wholesale trade at Gultekadi 

ii) hamali charges 
iii~·market charges 
iv supervision and weighment 
v storage facilities. 

vi credit facility 
vii) Other provisions, e.g. time-saving methods of 

submitting accounts, etc., for facilitating market 
operations. 

35. Monthly Expenditure on Marketing: --- ~ --- - -Item QuantitY Money spent 

--------- -.-----------------
1. Market space rent 
2. Storing expenses borne by 

Commission Agent (C.A.) 
). Storing expenses not borne 

by C.A. 
4. Electricity 
5-. Servants 
6. Hamali, if borne by C.A. 
7. Licence fee 
8. Office for conducting business 
9. Spoilage · 

10. Any other - - -- - - - --- - :• - - -- ---------
36. Do you have a Commission Agents Association? State name and 

number. Describe structure and method of entry, activity, 
· uses and drawbacks of the Asse~iation. . 

37. Please give seasonal division of volume of business in actual 
or percentage terms in real and/or money units. 



QUESTIONNAIRE 

NAME : PLACE: 

OCCUPATION: RETAILER DATE : 
own/rent shop/cart/basket 

1. Place of origin 

2. Religion 

J. Caste 

4. Sub-caste 

5. Father's occ~pation 
.r 

6. Place of residence 

7. Year of starting fruit business by family 

g. Year when respondent entered fruit business 

9. Earlier occupation of family 

10. Earlier oecupation of respondent 

11. Number of family members in fruit selling business 
' 

355 

12. Scale and place of operationl if operating in more than 
one location, and relation or the person tending to 
fruit in each place. 

13. Other occupations of diffarent family members (including 
cousins and uncles) and their places of operation 

14. Other occupations of respondent and the days and hours 
spent in each occupation · 

15. Reason for choosing fruit selling 

16. Reason for choosing this particular location 

17. Any other family business 

18. Number of shops, carts owned by respondent or his family 
in Poena and other places,' naming each place · 
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-- -------------- -·--------------Fruit and variety handled place ot Season Occupa- Mode ot 
over the year and approx- purchase tion trans-
imate volume of each and frOlll and zwae port 

whom ot froa 
P·lrson place 
troaa whom of 
purchased purchase 

(1) (2) ()) (4) (5) 

-----------------------Amount Whole- Retail 
sale price 
price . ------------------------------

20. a) Do you purchase graded fruit? 

b) Do you regrade the fruit'! On what basis and into 
how many grades? 

Fruit 
i) 

ii) 
iii! iv 

v 

No. ot Grades 

21. Are you under obligation to any commission agent, i.e. are 
you tied to anyone or free to make your purchases from 
anyone you choose? 

' 22. In~c~se ot tie, what is the nature of the tie? 
i) Advances taken from Commission Agent for some 

purpose such as purchase ot cart 
ii) Earlier sum from fruit taken on credit 

iii) Friend or ~e!~~\ve · 
iv) Some extraA~~ormed by Commission Agent 
v) Some o~he~~bligation. 

2). It you are tree to choose any fruit, on what basis do you 
choose the fruit'! 

i) Knowing that commission agent gives fruit on credit 
ii) Knovtng that the commission agent gives loan when 

need•d for other purposes as well 
iii) Knovtng that the commission agent is of an amiable 

disposi tlon 
iv) Good relations With the farmer whose fruit the 

commission agent handles 
v) Knowing that the commission agent is an honest aan 

and will not charge high rates :fu of interest . 
and extras 



vi) 

vii) 
viii) 

ix) 
x) 

xi) 
xii) 
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Knowing that the commission ag•nt handles only good 
quality fruit 

The actual quality of the fruits 
Proximity to the entrance of the market yard 
The number around the commission agent 
The nature· of buyers around the commission agent 

(well-to-do buyers indicating that the auction 
price may go up high) 

No particular reason 
Some other reason like new fruit, known popularity 
of the fruit, lesser perishabilit_y or any other 
reason. 

24. Do you deal with more than one commiss~o~.agent? 

25. Do you purchase new fruit when more than 50% of the earlier 
lot of the same fruit/var~ety is unsold? 

26. Give a few examples of ho~ you pri~e _·your fruit after 
re-grading them. 

27. What methods "do you employ to keep your fruits fresh? 
. ' . . 

28. Wha~ methods do you employ te make .the·fruit appear more 
attractive to customers? · 

29. Consumer Behaviour: 

30. 

i) 
ii) 

iii) 

i:~ 
vi) 

iB 
iii) 
iv) 

Which fruit sells easily? 
What class of people,purchase which fruit and how 

does each class behave? 
(a! Rich (car owners) · 
(b Middle class (well-dressed but no car) 
(c Poor 

When do fruits get s~ld easily? (naming the 
festivals and occasions) · · 

Do consumers bargain? In what way? · . 
What problems do you have with consumers?. 
Any further comments on consumer behaviour. 

What is done with daily surpluses? · · 
What is the method of storage employed? . 
When (which day after purchase) are prices lowered? 
At around what percentage range of normal price are 

such spoilt truit.sold? 

31. What is the condition of packed fruit received by you? 
(A) Give some instances ot spoilt fruit at the time of 

opening the crate (peti) or basket(preferably in 
the same week) 
Date: Fruit: 
Partial spoilage on opening : less than 1~ 

10-25~ 
25-50~ 
50-75i' 

Complete spoilage (unsaleable): More than 75f, 



• 32. (a) 

(B) Spoilage due to Keeping: Overnight 
2-) days 
3-7 days 
7-10 days 
More than 10 days 

What is the normal fruit loss in each season? 
(summer, winter, monsoon - percentage) 
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i) fetching 75% or 3/4 of the normal price 
ii) fetching at least 50% or 1/2 ot normal price 

iii) fetching 2.5% or less price, and 
iv) totally unsaleable. 

(b) Fruit loss per unit of purchase 

(c) Value lost on account:of the spoilage. 
i 

33. (a) Among the different methods of packing fruit, from 
your experience which are the most suitable for each 
fruit? 

(b) Can you make any suggestions on better packing methods? 

: 34. (A) What is your source of finance? 
i~ Personal (percentage share) 

ii) Commission agent, .with name 
iii) Large trader, with name and location 
iv) Bank, with name and location and state the 

purpose for which used 
vi Cooperative credit society 

vi Moneylender . 
vii Friend or Neighbour 

viii) Any other. 

(B) Please give: 
i) The rate of interest for each 

ii) Terms and conditions 
iii) Period of loan 
iv) Frequency of loan . 

v) Penalty if debt unpaid 
vi) Outstanding debt to-date 

35. What problems do you experience regarding finance? 
1) high interest rate · 

ii~ difficulty of getting fruit on credit 
iii difficulty of obtaining loan (Advance) 
iv security deposit with lepder 
v tied to the .lender by obligation -

vi) any other. 
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36. What problems do you have with commission agents and big 
traders from whoM you purcha~e fruit? e.g. 

i) refusal to give fruit on credit 
ii) charge high rate or interest 

iii) do not permit you to choose your fruit, thereby 
forcing you to take good and bad fruit lumped 
together at the saMe price 

iv) do not take back any bad fruits that you may have 
round after checking your lot of fruit 

v) are rude - : 
vi) discriMinate against-you 
vii) pester you for loan repayment and even put your 

name on the non-cooperation board or the coMmission 
agents at the market place, without considering 
some genuine problems you may have had, such as 
being unable to sell the fruit within the stipulated 
time or requiring the money for some other important 
purpose · 

viii) any other. 

37. Comparing the open auction systea with the closed hatya 
systeza of -the pre-regulation period, which do you find 
better and why? 

38. Is the New Market Act good or bad and why? 

39. Can you read, write and speak Maratbi? 

40. Do you know basic arithmetic like addition, subtraction, 
multiplication and division? 

41. Do you maintain accounts of daily purchase and sales? 

42. Marketing Costs: (Monthly) 

----------------------------Item R&te Quan- Money 
tity value ---------- ------------------1. Licence fees 

2. Space charge or rent 
(If ovned then imputed rent) 

3. Servants 
4. Insurance 
5. Baskets 
6. Decorative items for sales promotion 

e.g. coloured paper 
7. Paper bags 
8. String 
9. Scales 

10. Knife and other accessories needed 
tor fruit business 

11. Electricity 
12. Storage 
13. Transportation from place of purchase 
14. Spoilage 
15. Any other 
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SPECIAL QUESTIONS FOR BIG TRAD&RS IMPORTING FROM OTH&R 
MARKETS AND SELUNG TO :BOTH RETAILERS AliD CONSUMERS 

1. a) Na~e the fruits you handle in ditferen~ seasons. 

b) Markets and source (farmer, afen~ of farmer, kho~idar, 
dalal, cooperative body, etc. from where you purchase 
each frui~ and why. 

c) The source or each frui~ variety 
(village, taluka, district, and state) 

d) The markets through which the rrut~ passed 
e) The modes of transportation in each case 
f) Modes of packing of each frul~ from dlfferen~ sources, 

pointing out any changas in the packing methods tha~ may 
have been effected after the frul~ lef~ the farmer 
and • by w~om 

g)" The nature of storage at dltferen~ markets and stages 
h) A brief idea of the functioning of each it the 11arkets 

through which the frul~ may have passed: whether regulated 
or no~,.open or closed auction, rules, charges, cleanliness, 
etc. 

1) The day/time the frul~ let~ the farmer and the day/time 
the frul~ reached Poona market. 

2. Marketing Costs from Source: . 

-~---------------------------Item Itemwlse Coats 

-~-----------------
1. Picking 
2. Packing 
). Hamal! and other labour 
4. Transportation (non-hamal!) 
5. Commission to agents 
6. Storage 
7. Octroi a. Market charges 
9. Charity and other expenses 

10. Other costs like deductions 
11. Spoilage 
12. Any other 

\ 

---------------
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). a) What are the other channels of fruit that you handle, 
from the village of production? 

b) Can you, through your experience, throw some light on 
market costs from any of these channels? 

1. Picking 
2. Packing 
). Hamali 
4. Non-hamali transportation 
5. Commission agents charges 
6. Octroi . 
7. Market charges 
8. Charity and other expenses 
9. Storage charges 

10. Other expenses like deductions, etc. 

4. Price Spread: 

-- - - - - - - - - - - - - - - -- - - - - - - -- - - --
1 2 4 

----------- -·---------------- --
1) Fruit: 

Cost Price 
Selling Price 

2) Fruit: 
Cost Price 
Selling Price 
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