

















































































































































































































































































































































































































































































































































































































































































































































































































Tabla 4.,0 : (continued)

Markets
“Poona  Bombay
Rs. P. Rs, P.
11) Price Received by the 4.85 5.46
Intermediary (Vyapari) (58,79%)  (60.56%)
LESS:

(a) Purchase price 4,00 4,25
. (48.48%)  (47.22%)
(b) Cost of Marketing 0.46 to 0.82 to
(5 53; 9°i§g
to . to
6.18%) 9.78%)

EQUALS:

-

Tha Intermediary's Net Raturns 0.34 0.35
(4.12%) (3.89%)

111) Vyapari/Tradsr/Retailer-Direct Retail To Poona Market

Price Racaived in the Market 8.25 (100.00%)

LESS: '

(a) Purchase Price L.00 to  (48.48% to

L.25 51.52%)

(b) Cost of retailing 1.33 (16.12%)

(c) Cost of marketing '
(Transportation) (0.46-0.55) 0.51 (6.18%)

(d) Average spoilage 1.29 (15.64)

EQUALS:

Net Returns of Vyaparis 1,12 to  (13.58% to

0.87 10.55%)
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Table 4.41 : The Vyapari/Trader's Costs of Marketing for Grape

Poona Bombay
(@ R3.495/Quintal) (@ Rs. 545/Quintal)
1. Costs at the 39.15 (7%) 68.13 (10%)
markat
2, Local trans- 5.00 5.00
portation

@ Rs.0.20/4 kg

3. Transportation:

{a) Hadapsar :

@ Rg.25/1500 kgs 1.67 @ Rs.0.40/4 kg 10.00
(b) Uruli Kanchan:
@ R8.2.25/120 kgs 1.88 @ Rs.0.40/4 kg 10.00
(¢} Yawat :
@ Rs.4.75/120 kgs 3.96 @ Rs.0.35/4 kg 8.75
(d) Baramati :
@ Rs.0.45/40 kgs 11.25 @ Rs.0.60/4 kg 15.00
Range of:
Marketing
costs : Rs.45.82, Rs.45,03, Rs.81.88, Rs. 83.13,

éﬁfgtal) Rs.48.41, Rs.55.40 Rs.83.13, Rs.88.13
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kilogram jota. Greater care is taken by farmers to pack
grapes that are sent to the Bombay, Surat and Ahmedaﬁad, thgn
to the relatively smaller and less distant Poona market.
Given the lower prices at Poona, the lower costs of marketing
for thé Poona market enables cultivators to earn comparable
net returns. The specific explanations follow the Table 4.36.

The net [ncomes 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 16.8; per cent qf the retail price. The net
income _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 1is
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)are between 57.30 per cent and 57.78
per cent. When grapes are marketed through vyaparis 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 himp
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about a 10 per cent margin (Table 4.40). The retailer,
on the other hand, receives a greater than 40 per cent
margin (Table h.ﬁ?).

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.12 per kilogram. The retai}er who does'not function
as a yyapari makes about Rs. 0.99 per kilogram. Since the
vyaparis purchasing for the Poona market generally pays a

Aslightly lower price for the grape, the comparable purchase
price and neé return for the vzagari/ratailer is Rs.4.00/kg
-and Rs. 1.12/kg respectively (Tables 4,40 and 4.41).

L.5.3 GADGIL REPORT (1931-33: MARKETING
W——HF%E—WS 3, MARGINS AND PRICE S 5

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). 1In- 1931-32 the commission at the Poona
mafket seems to have ;aried 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 Bombayhmarket
Table 4.43 . the deductions in the commission

salesmen's bill to vary between 12,2 per cent (orange) to



Table 4.42 : Summary of the Analysis of Sales Accounts, Submitted by Commission Salesmen
at the Poona Markat to Certain Growers or Khotidars in the Poona District,
in the Years 1930, 1931, and 1932

Year Kind of Fruit No. of No. of Total Price Salesman's commission

: sales Baskets Realized (i.,e. and othar expenses
accounts Total selling .-
: price) Amount Percent-
age of
, Selling
‘R3e a. Pe Rs. a. p. Price
1930 Mosambis 22 - 355« 6- 0 23=- 0= 0 6.5
Pomagranates 11 136 102~ 9= 9 7=12- 6 7.6
Total 33 ) 457-15- 9 "30-12- 6 (6.7)
1931 Santras 14 612 + 726« L= O 71« 1- 0 9.8
(18 Boxes)
Mosambis 8 . 39 128<12- 0 16« 1« O 12.5
Pomegranatas 22 467 253« 8« 6 32« 0= 6 12,7
Total 1k o 1108- 8- 6 119- 2- 6  (10.8)
1932 Santras 29 1308 + 1317- 0= 3 128« 8- 6 9.8
(13 Boxes)
Mosambis 6 111 + 120- 6- 0 11~ 8- 6 9.6
' (2 Boxes) ,

Pomagranates 22 400 160- 0- 9 20« 1= 6 12.5
Total 57 1597 7- 0 160- 2- 6  (10.0)

Source : Gadgil Report, 1933,

Table XII, p. 104.
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Table 4.43 ¢ Summary of the Analysis of Sales Accounts Submitted by Commission Salesmen
at the Bombay Markets to Certain Growers or Khotidars in the Poona District
in the Years 1930, 1931 and 1932

Year Kind of fruit No. of No. of Total Price Deductions
sales Baskets realized 1.8, =cccccmccccccmcccccccccccccccccaaaaa
accounts Total selling Forwarding Agent's Commission
price Bill (including Salesman's
Railway freight) Bill
Amount  Percent- Amount  Percen-
age of tage of
. selling selling
Rs. a. p. Rs. a. p. price eRs. a. p. price
1930 Guavas 135 672 1560-15-0 473- 4-6 33.3 301-12-9 19.3
Mosambis L8 1193 3157~ 3-0 399-12-3 12.7 L48~ 8-0 14.2
Pomegranates 38 380 573=- 0-9°  148-15-3 26.0 144- 829 25,2
Santras 20 328 681~ 8-0 134-13-0 19.8 14,5~ 8-0 21.3
T 7 T Total 261 T 5972210-9  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 31.6 230- 826 17.2
Mosambis 30 140 + 689-12-0 103-12-6 15.1 95~ 5=0 13.8
87 Boxes
Pomegranates 31 136 179-12-0 51- 8-0 28.7 48« 49 26.9
Santras 6 L9 125- 2-0 17- 9-6 14.1 15- 5-0 12.2
T 7 Total | 238 2335- 5-3  597- 5-0  25.6  389- 7-3  (16.7)
1932 Papayas 10 36 58- 9-0 21- 7- 6 (36.8)  1l4= 0-3 (24.0) N
----------------------- '—-----—---------—-—---- .b
Source : Gadgil Report, 1933, = Table XI, p. 101.
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Table &4.44 : Road Transport Chargas, as Shown in Certain
Sales Accounts of Mosambis Consigned to Bombay

No. of Total selling Road transport Percentage
salas price charges upto of Col. 3 to
accounts railway station Col. 2
(1) (2)
Rs. a. p. Rs. a. Pe
28 730-2-0 28-1-0 3.8

Source : Gadgil Report, 1933, Table XVI, p. 1ll.

Table 4.45 : Road Transport Charges as Shown in Some Sales
Accounts Ralating to the Poona Market

No.of  No.of Distance Fruit Total Road Percen-
sales baskets from selling transport tage of
accounts Poona . price charges Col. 6
(miles) to
Rs. a.p. Rs, a.p. Col. 5
(1) (2) (3) (%) (5) (6) (7)
12 321* 23 Figs 9l- 1.3 8-6-9 9.2
7 94 58 Santras 183- 8-0 °19-1-0 10.4
39 58 Mosambis 72« 5-0 6-1-6 8.4
59 13 Pome- 29-11-3 5-4-0 17.7
granates
1 51 58 Santras 61~ 1-0 6-1-3 10.0

% Waight in sers.
Source : Gadgil Report, 1933,- Table XVII, p. 1ll.
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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

Detalls regarding the
composition of the commission salesmen's slips at the Poona
market have not been provided by the Gadgil Report, but
commission salesmen'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-
able in Tablés XVI and XVII.29 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

30

admits to having only minimal information.”” Some retailer's

28 107 Gadgil Report, Table XIII, p. 106 and Table XIV,
p. . . . "

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 : Retaller's (Hawkers) Margins in the Gadgil
Report of 1933

Guava Mixed lot of fruit

Purchase price Rs.1-6-0 for a Rs.3-4-0

hara of 375 fruit
Estimated selling Rs.2-6-<0 Rs.4
price (for the hara)
Retailer's purchass 57.9% e 81.25%
price as a proportion
of selling price_
Cost of retailing 2 annas per hara, =

. or 5.26% of the

retall price
Retailer's margin 14 annas, or 12 annas or 8.75%
of earning 36.84% of the

retall price

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.



i
Table &. : Marketing Costs : A Comparison of the Findings of the Gadgil Survey

and the Post-Regulation Survey
(Percentage of wholesale price) (Poona Market)

c Orange Mosambi Guava Fig

st === eeccaccccmcccs  cec-ccccecesse cceccmecsccee scaccccce-es
Item 1930-32 1977- 1930-32 1977- 1930- 1977- 1930~ 1977-

. 80 80 32 80 32 80
I. Salesman's 9.8% 8.4% 6.5% 8.L8% = =~ - - -

Commission to
and Other 12.5%
Expenses -

II. Road 000% L 4T%  8.4% 5,88% - - 9.2% 1.81%
Transport

_ 10 h %

Sourée : Gadgil and Gadgil Report, pp. 104 and 111.

e 2
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commission and other expensés 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.

4L.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 their formation.

Further, the Report elaborates:

«ss Cooperative efforts would most fruit-
fully come into being in two directions:
(1) 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.
ees (11) 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. 178.
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independently enjoy the economies and the continued role of
middlemen in modern frult marketing. The middlemen are

still relevant, more than fifty years since their elimination
from the district was considered in the Gadgil report, simpiy'
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 FRUIT IN THE POONA DISTRICT

.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 otharwise 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 opsrations 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 districtb
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 Gadgll report stated:

If the question is examined practically,
it would seem that the limits for the
bulking and despatching socleties 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 buik consignments on a fairly
large scale.

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 which delayed

33 Ibid., p. 153.



P 242

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 from the punitive measures
adopted by the Commission Agents' Association against
defaulting small retailers.3h

Moreover, the small sizes of the orchards in the
Poona district make cooperative marketing especially suitable
to the locgl conditions. Effective marketing could be
achleved with cooperative marketing.

The argument that cooperétive marketing in the
district has failed 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,
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indicated that these middlemen restrict their opgration 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 Junnér
taluka, is there not economic potential for a single co-
operative marketing organization to achieve the saﬁe, ceteris

paribus? The ceteris paribus condition here is the assump-

tion that social and political opposition to such an effort
at cooperative marketing are necessarily and successfully
controlled.

There is a critical difference in the two situations,
however. That difference is in the motiyational 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 fully

exploited as in a private enterprise. The inevitable c¢lash
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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,

4.7.1 CONCLUDING -REMARKS ON FRUIT
ETING 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 markeq_EEZL;educed 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 thiough a trucking
agency or self-marketing. The cultivator's share in the

~ consumer's rupee is further reduced by the wide retailing
margin. The nature of wholesale and retail price‘movehents
has a bearing.upon ;he farmer's net returns, ‘fhe nexﬁ
chapter therefore examines the prices and 6thar aspecﬁs of

marketing at Poona City.
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A.
7

Average per acre output
Average size of orchard
Length of the season

Labour for watching for
the season

Labour for harvesting

Period of marketing loan
Cost of Trips to the market

Farmer assumes full responsibility

Number of trips to the market
by the farmer

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

Farmer uses trucking agency's
services

Number of trips to the market
by the farmer

Number of trips to the market
by the farwer's agent

76077 qtlSo
1.038 acres
120 days

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

2 men,%0 days

7 months

L0

86,83 qtls.
0.803 acres
120 days

120 days + 120
nights : male
@ man=-day
each

2 men,%40 days

7 months

L0

64,56 qtls.
0,86 acres
90 days

4 man-days,
90 days

4 man-day
30 days

6 months

22.5

16 qtls,
0.66 acres
60 days

4 man-days
60 days

1 man, 30
days

L4 months

15

18)'4’.71 qtls.
1,37 acres
180 days

1 man, $
womansday
180 days

2 men,45
days

9 months

60

58.30 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



Table A,+.2 ¢ Estiuated Per Quintal Costs of Self-marketing

(In rupees per quintal)

Fruitl30urce Self-marketing without Self marketing with trucking
trucking agent agent

With farmer + Without farmer
his own agent + his agent

trips
'.E;-'t..ﬁ;-;‘oona To the Bombay Poona- Bo;lb_ay Poona Bombay -
market market market market market market °
1. ORANGES
(a) Talegaon Dhamdhere 5.62 13.89 5.92 9.05 )
(b) Shikeapur 2.8 13,66 2:87 8197 ) 3.5%  4.08
(c) Ranjangaon Ganapati 6.52 13.05 6.25 8.77 ) '
2. MOSAMBIS : )
Sakurde-Belsar 10,37 - 16.64% 7.33 10, O 3.48 4.10
3. GUAVAS
Tal Dhamdhere 4,01 10,46 3.60 6,42 . .32
(o) SaeEabive T wlaw 8.8k 390 Hg) 115 13
L4, FIGS )
.21 17.10 14,29 - o
(o) Boee 16.76 26.50 1529 22,6 ) OO 7
5. BANANAS
5 Otur 5057 ' 6-39 3-25 3-71 ) 1.12 1.30
g) Raguri-Ale-Belhe 5.84 6.12 3.34 3.62 )
6. GRAPES '
' (o) Ha 6.00 24,19 9.80 14.59 )
(2] B Ranchan 8.00 22.32 (60 W) 508 1120
(c) Yavat ‘ 17°50 18.57 11.85 13.85 )

(4) Baramati .
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CHAPTER V

AN ANALYSIS OF PRICES OF SELECTED
FRUIT AT THE POONA MARKET

5.1,1 INTRODUCTION
This chapter will examine the variations in the
wholesale and retail prices over seasons. It analyses the
pattern of arrivals at the market and the seasonal pattern
of prices. The retail and wholesale margins will be ‘
compared to that for the 1930s. Consequently it will
examine the effect of the existing marketing structure upon
the element of‘ﬁncertainty experienced by the cultivators
as a result of price variations and see i1f price variations
1s any lesser in 1977-78 than in the 1930s., Another
important factor in the marketing of perishable products is
spoilage. Fruit spoilage will be examined in this chapter.
5.2.1 THE PATTERN OF ‘EA?ON?LITY‘IN'POOTA

AN

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 betwsen June
and August, and again between January and April. The Poona
market also receives a variety of fruits grown 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 ﬁot rigidly so) pattern of |
geasonality. 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 referreq
to as bahars earlier in the text and vary with the climatic
conditions, rains, the nature of the soil, and the parti-
cular care rendared 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 ggggg.l The majdr 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 ambe

bahars. Mosambis in the Poona district grow mainly in the

1 These are estimates projected from the retailers!
supply of 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 betwseen thirty and forty per
cent depending upon.the yleld 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 1mportant.2 The rébort also mentions that in
all cases of seasonality for fruits the months mentioned
were to be taken as only approximately representing the
season.3 The report also stresses the large variations in
the period between blossoming and fruiting and the length
of the fruit season for any variety, depehding upon controll-
able and non-controllable factora.h As an example of the
wide nature of variations in flower and fruit development

pattern the report cites the instance of mosambi for which

2 Gadgil Report, op.cit., p. 35.
3 Ibid.
4 Ibid,
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the period between blossoming and plucking was found to ya?y
between ten to fifteen months, |
The seasonality of oranges and mosambis cannot be -
said to have changed significantly in the Poona districtf‘
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 retailgra and
commission agents at Poona indicate that the inflow of
oranges and mosambis 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 nava (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 nava bahar lasts for the initial four to six
weeks of a mosambl season. Since the nava 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 Gadgil 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 other then as now. The season of heavy
production was then between September and January, and in
1977-79 1t was between October and March. Again, as the
Gadgil report statea,6 "Agricultural production is noto-
riously variable, being subject to a large variety of
factors". Almost a hundred per cent of the guava coming
into the Poona market is from the guava growing villages of

and around the Poona district.

FIG3: Although small quantities of 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 of Khed-Shivapur,
Dive and Velu in the Poona district.

BANANAS: The period of the planting of the banana
crop may be, and is, varied considerably in tho Junnar
taluka to ensure a longer period of access to the market.
This fact is true for the major supplying area of Jalgaon
district as welll The banana blossoms are out somewhere
around nine to twelve months after planting. The first
development takes another two tg two and a half months
thereafter. The banana fruit may be marketed fourteen to
eighteen months afser planting and the season extends from
five to six months. Around sixty per cent of 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 of the total banana
supply in most years. This proportion varies between
fifteen and twenty per cent of 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, 1.e. the basrai variety. Bananas from



254

Jalgaon district make up seventy-five to eighty per cent of
the banana arrivals into the Poona market. The banana
season extends to all months other than April, May and June.
According to the Cadgil report’ 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 othsr than May through June, with lean
production between June and August. Im 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 avallable also in some small quantities in the summer
months. The ?urandhar 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 yieid 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 aﬁd May.

5.3.1 SEASONALITY PATTERN OF ARRIVALS OF
THE SELECTED FRUIT AT THE POONA

- -
—

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 att;mpt was made to estimate the arrivals on the
basis of the retailer turnover data collected on a weekly
basis for 1977-73 and an attemft is made to compare moathly
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 oranéas 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 February.

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
i§§§2'i§y;gi _iéééi'ﬁggi iééé:’iéggi iéééi'iégzi iéééi"b;g- i§gc{- 152;7;1

May 100 100 100 100 100 100 ° 100 100 100 100 155 -
June 233 137 108 118 332 157 LO° 4l 54 438 325 -
July L17 252 115 235 84 231 31 1 55 978 150 -
August 573 343 145 253 223 552 3 - 100 1120 350 -
September 218 356 183 310 570 303 2 - 256 1405 775 -
October 107 395 56 379 696 - 203 1 - 533 34731 550 -
. November 52 290 127 278 426 311 1 - 433 26970 100" 100"
December L6 104 134 224 668 753 - - 483 31870 25 523
January 34, 309 66 106 LL3 728 - 6 604 39456 575 1L4
February 30 834 38 102 100 452 6 33 626 22664 L4225 233
March 167 1270 29 99 8 276 83 78 483 15969 8950 201
April 265 1029 69 85 31 101 188 98 332 151 600 636

. % For Grape the base is November.
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to have changed in the last fifty years for mosambi. Large
quantities of mosambis arrive at the market in the summer
months between July and December in 1977-78. The Gadgil
survey indicates a break in the season in-between even
though the overall period of high arrivals is about the same
for both studies.

For guava there was much greater fluctuation in
arrivals in the 1930s 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 longer as guava availability more or less
spreads througzh the entire year.

The fig seasonality has not changed. The season for
figs was in the 1930s (as it is now) betwoén 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 1977-78 are
for the Thompson Seedless varisty which was not grown in
1930-31.

Therefore it may be 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 priée movements in
the two periods, This will be done 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
KT _THE POONA MARKET

Wholesale prices vary substantially within the same
day. Examples of variations in the wholesale prices 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 (Table 5.2) occurs at the Poona
market at least pﬁrtly 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 cit& area owns a small operation and
generally sells 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

/Pati
&% am | 10-12 26-28
7:99 2. | 12-14 28-30
8230 arm: 11-13 26-28
3230 aca | 9-10 22-28
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 aim, and 7-00 a.m.
After the peak period usually the wholesalers are left to
deal with the less motivated purchasers who.havo 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 5.3. Table 5.2 presents an example of hourly changes
in the prices of a unit each of orange and grape. This
table selected from the PAPMC records is a collection of
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.

5.4,2 DAILY VARTATIONS 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 thg case of ;hé data
for grape curiousl& enough while the modal and the minimum
prices fluctuate quite sharply, the maximum price is more
. or less steady. fﬁe price flpctuations such as these, that
show up in the PAPMC records for grape are largely owing to
the practice of aggregate recording of prices for several
varieties such as the Thompson Seedless, the Anab-e-Shahi,
the Selection-7, 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‘cpnsistent

pattern may be found in the maximum daily prices rather than
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Table 5.3 : Daily Variations in Wholesalo Prices of Fruits
At the Poona Market (1978)

I. GRAPE
(Prices in Rs. for 4 kg box)
- T sa;u;r; -t Ee;r;a;yr - T March
lst week 3rd woesk ' Lth week

Max Mod Min Max Mod Min Max Mod Min

1. 2%, 12 12 2, 18 16 28 20 18 Sunday
2. 26 20 12 22 16 12 30, 22 & Monday
3. 28 20 6 2, 22 8 28 16 12 Tuesday
Lo 24 21 20 2, 16 12 26 24 20 Wednesday
5. 24 20 12° 22 16 12 27 22 20 Thursday
6. 24 18 12 -2, 15 5 27; 22 12 Friday

IT.ORANGE (Pati-1) Price/3 Dosz. Pati

(Rs./Pati)
4th week - " 3rd week - 1lst week
March ' o
lst weok

Max Mod Min Max Mod Min Max Mod Min

1. 14 10 8 1 10 & 1 10 5 Sunday

2, 13 8 L 12 10 L 16 1 7 Monday

3. 20 12 4 12 10 &4 18 13 9 Tussday

Le 13 10 7 1 9 5 18 10 .8 Wednesday
5. 14 10 . 6 12 10 IR 18 15 5 Thursday
6. 14 10 4 - = e 21 13 10 Friday

(continued)



Table 5.3 : (continued)

III. FIG (Kilo) Price/Kg
- ﬁa;c; ..... ﬁa;ch - - April - -
lst week 3rd week lat week

Max Mod Min Max Mod Min Max Mod Min

1. 6 4 2 8 5 2 9 6 4 Sunday
2. 3 2 1 6 5 2 6 2 Monday
3. 6 In 2 . 7 4 1 10 6 2 Tuesday
L. 5 3 2 - - - 10 6 4 Wednesday
5. 6 IN 2 I 3 8 5 2 Thursday
6. 6 I 2 2 -10 6 3 Friday
IV. GUAVA (Pati I)
Rs./Pati 1

T Ty T T EeBcSmie; "7 7 october

an week 4Lth week 2nd week

1. & 3 2 IR 3 2 N 3 2  Sunday

2. 5 L 2 3 2 IN 3‘ 2 Monday

3. L 3 2 - - - 4 3 3 Tuesday
L. 3 3 1 L 3 1 3 3 3  Wednesday
5. 4 4L & 303 3 L & & Thurasday
6. 4 3 2 L 3 2 L 4 L4 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 diffefing 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

pattarn while modal grade does not do so.

5.4.3 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 o;ange and mosambi the three distinct seasons
that exist have been noted separately. At the beginning of
the season these fruits are har&ested a little before complete
fruit development and therefore are not as julcy or as sweet
as during the peak season. The fruit of a new season is
called the nava 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 léast two grades for the
analysis of tha weekly prices. The wholesale prices tend to
fluctuate daily, but the retail prices do not change from day

tovdaY.9 At the very beginning of the new season the nava

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.



Iggig_ 5.4 't weskly Wholesale and Retail Prices (Per Dozen) at the Pune Market, 1977-78
Grade I : ORANGE

'

................. ® e e @ eam ®m mE A e " aemm = Em Em e m e oem Em ® e e = -

Pune and Ahmednagar Variety

(Shirur, Purandhar, Pachora) Nagpur
Wholesale  Retall  Grade Retall
Prices = —-meccccccmccaccccen- 142 @ ccmecccececcecaaa
Season I Season II Wholesale Season I Season II
. (Nava) (Juna*) {Juna)

1. . 1/5/77 - 6/5/77 L.49 3- 4 9-11 5,25 - 15-16

2, 8/5 - 13/5 4.80 3= 4 10-11 5.15 - 15-16

3. 15/5 - 20/5 5.04 3- 5 10-12 6.00 - 15-17

be . 22/5 - 27/5 5.52 4= 5 11-13 5.97 - 16-18

5. 29/5 - 3/6 4,82 L= 5 12214 6.15 - 19-20

6.7 5/6 - 10/6 6.00 5« 6 13-14 - - -

7..012/6 - 17/6 4.90 6- 7 14-16 - - -

8. 19/6 - 24/6 5.81 6- 7 15-16 - - -

S. 26/6 - 1/7 4.60 6= 7 15-17 - - -
10, © 3/7 - 8/7 5.93 7- 8 15217 - - -
11. * 10/7 - 15/7 5.17 ~.82.9 16-17 - - -
12, 17/7 - 22/7 5,11 Y7911 - - - -
13. 24/7 - 29/7 4.38 10-11 - - - -
4. 31/7 - 5/8 4.00 10-11 - - - -

(Nava)
15. 7/8 - 12/8 3.66 11-12 2- 4 - {Nava) -
lo. 14/8 - 19/8 3.53 10-12 3a b 2,80 -9 -
17. 21/8 - 26/8 344 10-12 b= 5 3.05 8- 9 -
13, 28/8 - 2/9 3.61 10-12 L= 6 3,17 9-10 -
19.  4/9 - 9/9 3.22 10-12 5- 6 2.98 10-11 -
20. 11/9 - 10/9 3.05 10-13 5« 7 2.26 10-11,50 -
21, 18/9 - 23/9 3.67 10-13 5- 7 3.27 10-12 -
22, 25/9 - 30/9 3.13 11-13 6- 7 3.28 11-12 -
23,  2/10 - 7/10 3.05 11-13 6- 8 3.49 11-12 -
2L, 9/10 -~ 14/10 3.17 - 6- 8 3.19 11-13 -
25, 16/10 - 21/10 ENA - 6- 8 3,03 11-14 -
26, 23/10 - 28/10 L.40 - 7- 9 3.83 12-15 -
27. 30/10 - 4/11 4,22 - 8-10 4,00 12-1 -
gg. 1??%% - %3;%% ﬁ'?é - 8-11 4.95 12-12 -

. - . - 10-14 7.06 15-20% - (*Divali
30. 20/11 - 25/11 bbb - 10-14 6.60 10-12 - (*Divali)
31, 27/11 - 2/12 5.21 - 9-11 5.00 10-12 -
32, 4/12 - 9/12 5,44 - 10-12 4.20 9-12 -
23, 11/12 - 16/12 6.67 - 10-12 4.05 9-12 -
34, 13/12 - 23/12 5,70 - 9-10 4.58 9-12 -
35, 25/12 - 306/12 5,47 - 8- 9 2.90 7-9 -
360 1/1/78 - 6/1/78 3.53 - 7- 9 2.65 7- 9 -
7. 8/1 = 13/1 3.07 - 7~ 9 2.7 7-10 -
38, 15/1 - 20/} 2.83 - 7- 8 3.49 8-11,50
o (Nava)

39. 22/1 - 27/1 3.33 5- -9 4.50 11-13 -
0. 29/1 - 3/2 by 6- 8 - . - -
ﬁ%' 15f2 - 10;2 %.17 7- 8 - L-ég 12-1h -

. 13/2 - 17/2 2.93 7- 8 - - -

43, 19/2 - 24/2 3.39 7- 8 - 1.85 - <§3v2>
Lh, 26/2 - 3/3 3.33 6- 7 - 2.02 - 5- 6
L5, 5/3 - 10/3 2.72 6~ 7 - 2.09 - 6= 7
46. 12/3 - 17/3 2.78 6- 8 - 2,58 - 6- 8
7. 19/3 - 24/3 3.27 6~ 8 - 2,66 - 7- 8
48, 26/3 - 31/3 3.61 7- 8 - 2.16 - 7-10
L9 2/ - /4 4,00 7-9 - 2,52 - -

50, 9/L ~ 1L/1 4.73 8- 9 - 2.82 - g-ig
5%. 16/4 - 21/4 5.00 8-10 - 3.01 - 8-10
52. 23/4 - 28/1 5.55 9-11 - 3.06 - 9-12

A T - -
- - - -

NOTE for Tables 5.4 . to 5,10

Hesldes the 0rads ‘
zencrally one, opszI and II the price movements for which are being analysed here, thore ars

evan twWwo more lesser grades for Mosambi Oranga, Guava and
:E:g{etgfrﬁgiiﬁcgogegents gg theilesser grades will not be observed since theggni:aAQ igpigis
{a comnon nams fop ﬁr::an @ price movements of Grades I and II, but the price of Grade III
i ’rades III and IV) 48 included in the calculations of ¢

his inclusion riveg a more realistic idea of the retailers price of pﬁrcEZZea;igd;grsiége.

pa
This 13 the Juna bahar continuing from the previous year,

b 9c



Table 5,5: weekly Wholesale and Retail Prices (Per Dozen) at Pune, Ahmednagar and Nagpur
Markets, 1977-78

Grade II : QOranre

Pune and Ahmednagar vapie;y

(Shirur, Purandhar, Pachora) Nagpur
Wholesale Retail Wholesale " hetail
Prices  ccceaceccccccacamcees acmcdcmamcccca—————
Season I Season II Szason I Season I
[ N;v;) -------------------
1 1/;/1977 - 6/5/1977 3.18 -3 7-9 . - 13-14
2. 8/5 <~ 13/5 2.66 2.50-3 7- 9 ) - 13-14
3., 15/5 - 20/5 3.62 - 8-9 ' - 14-15
L. 22/5 - 21/5 3.54 4- 5 9-10 E - 14-16
5. 29/5 - 3/6 3.04 b= 5 10-11 f - 15-19
6. 5/6 - 10/6 3.75 b- 5 11-12 i - -
7. 12/6 - 17/6 3.75 L= 6 12-13 - -
8. 19/6 - 24/6 3.63 L- 6 12-14 - -
9. 26/6 - 1/7 2.74 5- 6 12-15 - -
10.  3/7 - 8/7 2.69 5+ 7 12-15 - -
11. 10/7 - 15/7 2.79 6- 8 12-15 - -
12. 17/7 - 22/7 2.57 7- 8 - - -
130 24/7 - 29/7 3.26 8- 9 - ® - -
b, 31/7 - 5/8 3.15 8-9 - 8 - -
Nava & Nava
15.  7/8 - 12/8 3.30 8-10 1- 2 o - -
16, 14/8 - 19/8 2.32 8-10 2- 3 g 5- 8 -
v
17. 21/8 - 26/8 3.12 9-10 2- 4 i - -
18, 28/8 - 2/9 2.70 9-10 2- 4 E 2_ 3 -
19.  &/9 - 9/9 2,45 9-10 2- 5 = 6-10 -
20, 11/9 - 16/9 2.38 9-10 3- 5 o 7-10 -
21. 18/9 - 23/9 2.66 9-11 3- 5 5 8-1 .
22, 25/9 - 30/9 1.83 9-11 3+50-5 5 8-1? -
23, 2/10 - 7/10 1.99 9-11 b= 6 o 8-11 -
2L, 9/10 - 14/10 1.92 - L- 6 =] 9-11 -
(]
25, 16/10 -~ 21/10 2.30 - - ° -
26, 23/10 - 28710 575 - g < 9i891%1 -
27, 30/10 - 4/11 2.38 - 5- 7 2 10-12 -
28.  6/11 - 11/11 2.57 - 5- 8 2 11-12 -
29, 13/11 - 18/11 .96 - -10 2 -
30, 20711 - 25/11 g.?h - 16°13 = 13-%3 -
31, 27/11 - 2/12 3,03 - 6~ o 9-10 -
32 4/12 - 9/12 2.61 - 6- 8 53 8- 9 -
53, 11/12 - 16/12 2.25 - 6- a
3h. 18/12 - 23/12 2.23 - 5- 3 SN 3'28'9 -
35. 25/12 - 30/12 2,03 - 5- 7 ) % =2 -
36. 1/1/1978 - 6/1/£1978 2.80 - 5- 6 ' 5: ; -
m -
7. 8/1 - 131 2.37 - 5- 6 X
38, 15/1 - 20/1 2,23 -\ 5- 6 R 2: Z -
Nava o
39. 22/1 - 271 2.30 - - i
L. 291 - T3/ 2.20 2-? 6-8 @ g‘i% -
L1, 5/2 - 10/2 2.45 5- 6 - 8 )
K2, 13/2 - 1772 2.02 5. 6 - © - -
43. 19/2 < 24/2 2.55 5. 7 - Na;a
bh. 26/2 - 3/3 1.91 b= 5 - - %' g
45 5/3 - 10/3 1.78 4~ - )
s 1273 21773 2.48 32 - : 3- 6
ué. 19/3 - 24/3 2,08 5. 6 - - 4o 6
L. 26/3 - 31/3 2.70 5+ 7 - - g- 7
L. 2/ - 7/, 2.36 ) i -7
50, 9/k - 1474 2.31 2- Z - - 5 7
g; %??L - 21/ 2,90 6- 8 N - 5. 8
Lo~ 28/4 3.19 7-9 - - 6~ 8
- -9



Table 5.6 : Weekly Wholesale and Retail Prices (Per Dozen) at Pune Market, 1977-78
i MOJAMBI : Grades I and II

W W S S S m S e e e . Emea e ® e S A% e T T ® e ® ®m R G ®e® e ®e ™ @ oW Eeae®m e om ® W W ® o a @ W w ® =

Grade I Grade II Average Retail
Date = = @ ceccmececcccicccececsccaces mecceccccccececaccceacmcces  ccmteccceceeas
Whole- Retail Whole- Retail Grade Grade
88l  ecececccccmcaccacna 83l  cecccccccaccnaaanao I II
Season I Season II Season I Season II
{Nava Bahar)(gfg:r) : ' (Nava)
1. 1/5/77 - 6/5/77 4L.80 7-9 10-12 3.65 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 3.93 6- 8 8-10 9.75 8.00
L. 22/5 - 27/5 L5k (9-10) 10-12 3.28 7- 8 8-10 10.00 8.00
Juna
5. 29/5 - 3/6 5.33  10-12 12-14 4.00 7-9 10-12 11.25 8.75
6. 5/6 - 10/6 6.00 1214 - .3.75 8-10 - 13.00 9.00
7. 12/6 - 17/6 6.33 121 - 4.50 8-10 - 13.00 9.00
8. 19/6 - 24/6 6.11  14-1 - 4.04 10212 - 15.00 11.00
9. 26/6 - 1/7 6.41 14216 - 4.08 10-12 - 15.00 11.00
10.  3/7 - 8/7 6.22 14216 - 4,00 10-12 - 15.00 11.00
11. 10/7 - 15/7 6.56 14-16 (Nava) 4.13  10-12 (Nava) 15.00 11.00
12, 17/7 - 22/7 5.78  14-18 5« 7 3.67  12.14 - 13.50 11.00
13. 24/7 - 29/7 5.39  14-18 5« 7 3.87  13-15 b 6 11.00 9.50
14. 31/7 - 5/8 4.17 16-18 6- 8 3.96 1416 5« 6 9.50 7.89
15. 7/8 - 12/8 3.08 - 7- 8 2.19 - S5« 7 7.50 6.00
16, 14/8 - 19/8 3.33 - 7- 8 2,28 - 5- 17 7.50 6.00
17. 21/8 - 26/8 3.39 - 7- 8 2,46 - 5« 7 7.50 6.00
18, 28/8 - 2/9 3.22 - 7- 8 2,33 - 5-7 7.50 6.00
19, 449 - 9/9 3.39 - 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, 9710 - 14/10 3.06 - 7- 9 2.63 - 6= 7 8.00 6.50.
25. 16/10 - 21/10 3.67 - 8- 9 2,83 - 6- 8 8.50 7.00
26, 23/10 - 28/10 3.80 - 8- 9 3.00 - 6- 8 8.50 7.00
27. 30/10 - 4/11 3.94 - 8- 9 2.75 - 6- 8 8.50 7.00
28, 6411 - 11711 4.00 - 9-10 3.50 - 7- 8 9.50 7.50
29, 13/11 - 18/11 3.56 - 8-10 2.96 - 7- 8 9.00 7.50
30, 20/11 - 25/11 4,11 - 8-10 3,25 - 7- 8 9.00 7.50
1. 27/11 - 2/12 4.17 - 8-10 3.35 - 7- 8 9.00 7.50
%2. a712 - 9/12 4.17 - 8-10 3.54 - 7- 8 9.00 7.50
33, 11/12 - 16/12 4.67 - 8-10 3.33 - 7~ 8 9.00 7.50
(Yave) 1,97 (gav;) 5.50 4.00
L. 18/12 - 23/12 3.72 - - . - - . .
%5, 25?12 - 30512 3.67 - - 2,05 - L- 6 6.50 5.00
6. 1/1/78 - 6/14£78 3.83 - 7- 8 2.98 - 5- 6 7.50 5.50
57. é/{ - 13/{ s 3.67 - 8-9 2.58 - 5- 7 8.50 6.00
38, 15/1 - 20/1 3.50 - 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
0. 29/1 - 3/2 3.33 - 8~ 9 2.63 - 5«7 8,50 6.00
21, 5?2 - 10/2 3.78 - 8- 9 2.25 - 5« 7 8.50 6.00
L2, 12/2 - 1772 4.07 - 8-10 2,55 - 5- 8 9.00 6.50
L3. 19/2 = 24/2 4.06 - 8-10 2.54. - 5- 8 9.00 6.50
L. 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 7.00
L6, 12/3 - 17/3 4.22 - 10-12 3.21 - 7-9 11.00 8.00
47. 19/3 - 24/3 Lok - 1012 3.70 - 7- 9 11.00 8.00
48, 26/3 «~ 31/3 4.21 - 10-12 3.79 - 8-10 11.00 9.00
(Navg) 9-10 2.04 (gava) 7- 9 8.50 7.00
9.  2/4 - 7/4 3.50 - - . - - . .
50. 9;L - 1u7a 3.72 5. 7 8-10 2.17 be 5 7= 9 8.00 6.85
51 16/4 = 21/ 3.56 6~ 7 8-10 2.88 4~ 6 8- 9 8.17 7.35
52, 23/4 ~ 28/} 3.67 6- 8 8-10 2.21 5- 6 8-9 8.00 7.00

89¢
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Weekly Wholesale and Retail Prices (Per Dozen) at

the Pune Market, 1977-78
GUAVA (TUCKNOW -49)

.  8/5
. 15/5
22/5
29/5
5/6
12/6
19/6
26/6
3/7
10/7

O 00~ O\
* e 8 e e o .

e
w N - O
. - L ] *

2L/7
14, 31/7
15, 7/8
16. 14/8
17. 21/8
18, 28/8
19.  4/9
20, 11/9
21. 18/9
22, 25/9
23,  2/10
2L,  9/10
25. 16/10
26, 23/10
27. 30/10
28, 6/11

17/7

1/5/1977 - 6/5/1977

13/5
20/5
27/5

3/6

10/6 .

17/6
24/6
1/7

" 8/7

15/7
22/7
29/7

5/8
12/8
19/8
26/8

2/9

9/9
16/9

23/9 -
30/9

7/10
14/10
21/10
28/10

L/11
11/11

Grade I
Whale- Retail
sale

1.99 3-5
1.84 3-5
1.75 3- 5
1.90 3- 5
1.80 3-5
1.33 3= 4
1.00 3- 4
1.20 3- 4
1.08 3« 4
1.11 3= 4
1.22 3- 4
1.11 2= 4
1.02 2« 4
1.23  2.50-4
1.33 3= 4
1.20 3~ 4
1.18 3= 4
1.10 2.50<4
1.28 2.50-4
1.17 -4
1.00 3= 4
1.05 3= 4
0.89 3= 4
1.12 3= 4
1.28 3- 4
1.20 3= 4
1.22 3= 4
1.43 3- 4

Grade II
ihole. Retall
sale

0.95 2- 4
1.00 2- 4
0.91 2- 4
0.82 2- 3
0.67 1.50-2,50
0.75 1.50-2.50
065 1.50-2.50
0.81 1.50-2.50
0.67 1.50-2.50
0,58 1,50-2,50
0.67 1.50-2.50
0.50 1.50-2.50
0.58 1.50-2.50
0.56 1.50-2.50
0.63  1.50-2.50
0.61 1.50-2.50
0.71 1.50-2.50
0.64 1.50-2
0.68 1.50-2
0.67 1.50=2
0.79 1.50-2
0.80 1.50-2
0.60 1.50-2
0.71 1.50-2
0.71 1.50-2
0.74  1.50-2
0.86 1.50-3
1,06 1.50-3

(continued)
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(continued)

39.

1/1/1978 - 6/1/1978

8/1
15/1
22/1
29/1

5/2
12/2
19/2
26/2

5/3
12/3
19/3
26/3

2/4

9/4
16/4
23/4

[
S &
A\

e
NN

30/12

- 131
- 20/1
- 27/1
- 3/2
- 10/2
- 17/2
- 24/2
- 3/3
- 10/3
- 17/3
- 2L/3
- 31/3
- /4
- 14/4
- 21/4
- 28/4

Grade I
ihole- Retall
sale

1.21 3= 4
1.20 3« 4
1.18 3= 4
1.59 3= 4
1.73 3= 4
1.75 3= 4
1.81 3= 4
1.90 ~ 3-5
2.01 3= 5
1.43 3= 5
1.49 3-5
1.82 L= 5
2.20 Le 6
2.25 Le 6
2.23 b= 6
2.00 L= 6
2,12 L- 6
2.14 L= 6
2,08 L- 6
2.02 b= 5
1.93 3-5
1.74 3-5
1.85 3= 5

3-5

Grade II
Whole-  Retall
sale ‘

0.80 1.50-3
0.80 1.50-3
0.83 1.50-3
1.04 2- 3
0.96 2- 3
0.88 2- 3
1.10 2= 3
0.96 2- 3
0.83 2- 3
1.12 2- 3
0.96 2« 3
1.21 2- 3
1.29 2+ 3
1.13 2- 3
1,07 2« 3
1.00 2- 4
1.25 2- 4
1.25 2- 4
1.19 2- 4
0.81 2- 3

1.02 2-2.50
1 0.89  1.50-2.50
0.95 1.50-2
0.85 1.50-2



269

: Weekly Wholesale and Retail Prices (Per Kg.) at
Pune Market, 1977-78

Whole-
sale

Retail

1.
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 - 8/7
L1,
42, 12/2 - 17/2
L3. 19/2 - 24/2
4L, 26/2 - 3/3
45. 5/3 - 10/3
L6, 12/3 -~ 17/3
L7. 19/3 - 24/3
L8, 26/3 - 31/3
. 2/4 - 7/4
50.  9/L ~ 14/4
51. 16/L - 21/4
52, 23/4 - 28/}

1/5/1977-6/5/1977

5/2/1978 - 10/2/1978

4.50
3.67
2.83
2.50

=~
®* & e & e

wi N O =~ W
w LW

OOV WVE W W



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

Date Whole- Retail Date Whole-~ Retail
: sale Ceccacnan cmccnncne 8818  cccecccmcacccnaaea
Grade Grade Grade Grade Grade Grade
I I 111 I 11 111
1. 1/5/77 - &/5/77 31. 27/11 - 2/12 5.63 16,66 10.35 6.40
2, 8/5 - 13/4 32, 4/12 = 9/12 5.61 16,66 10.35 6.40
3. 15/5 - 20/5 33. 11/12 - 16/12 5.38 16,66 10.35 6.4L0
L. 22/5 - 27/5 3L. 18/12 - 23/12 5.8 16,66 10.35 6.40
29, : /6 35. 25/12 - 30/12 5.41 16,66 10.35 6.40
5. 9 5 - 3
6. 5/6 - 10/6 36, 1/1/78 - 6/1/78 5.43 16.66 10.35 6.40
7. 12/6 - 17/6 37. 8/1 - 13/1 5.50 16,66 10.35 6.40
8. 19/6 - 24/6 38. 15/1 - 20/1 5.66 16,66 10.35 6.40
39. 22/1 - 27/1 5.53  16.66 10.35 6.40
9. 26/6 - 1/7 L4y 12,50 8.28 5,10
10.  3/7 - 8/7 5.36 12,50 8.28 5.10 40. 29/1 - 3/2 5.57 16,66 10.35 6.40
11. 10/7 - 15/7 4,67 12,50 8.28 5.10 41, 5/2 - 10/2 5.86 16.66 10.35 6.40
12, 17/7 - 22/7 4.71  11.25  7.60 42, 12/2 - 17/2 5.61 16,66 10.35 6,40
13.  24/7 - 29/7 L.65 11,25 7.60 4.70 43, 19/2 - 24/2 5.10 16.66 10,35 6.40
4. 31/7 - 5/8 5.48  11.25 7.60 4.70 44, 26/2 - 3/3 4.60 16.66 10.35 6.40
15. 17/8 - 12/8 5.73  11.25 7,60 4L.70 45. 5/3 - 10/3 5.68 16,66 10.35 6.40
16, 14/8 - 19/8 7.13  11.25 7.60 4,70 46, 12/3 - 17/3 5,82 16,66 10.35 6.40
17. 21/8 - 26/8 6.59 12,50 8.28 5.10 47. 19/3 - 24/3 6.22 16,66 10.35 6,40
18, 28/8 - 2/9 5.78 12,50 8,28 5,10 48, 26/3 - 31/3 6.30 16.66 10.35 6.40
19 L/9 - 9/9 5.58 12,50 8.28 5,10 49, 2/4L - 7/4
20, 11/9 - 16/9 5.65 12,50 8,28 5,10 50. 9/4 - li/4
21. 18/9 - 23/9 5.50 12,50 8,28 5,10 51, 16/L - 21/4
22, 25/9 - 30/9 5.06 12,50 8,28 5,10 52, 23/4 - 28/4
23 2/10 - 7/10 4.98 12,50 8.28 5,10 ccece-a-a gy
24 9/10 - 14/10 5,35 12.50 8,28 5.10 Arithmetic Mean 5.62 14,42 9.22
25. 16/10 - 21/10 S5.44 10,00 6.90 4.28 Standard Deviation - 0.67 .52 . 8
26, 23/10 - 28/10 5.67 10.00 6.90 4.28 Coefficient of
Variation 11.92¢ 1 . ¢ 1,
27. 30/10 - 4/11 5.87 10.00 6.90 4,28
28 6/11 - 11/11 5,58  10.00 6.90 4.28
29. 13/11 - 18/11 5.61 12.50 8.28 5.10
32, 20/11 - 25/11 5.40  16.66 10.35 6.40
Note _ I : Junnar Bananas : 8% arrival of Poona market. L0% from Junnar comes to Pune,

60% goes to Bombay.

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

Note III : Six avarags sized bananas weigh 600 s, six large 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 betwesan 10.8 kg and 15.44 kg, generally. Most bunches will have
bananas of mixed sizes.

4#iote IV : Both large and medium bananas come from the Junnar taluka, The Jalgaon variety of
-‘" banana is being popularly cultivated in the Junnar taluka. Therefore, there is
no clear price differentiation between the bananas from the Junnar taluka and the
Jalgaon araa any more,

Note V : Conversion formula [from dozen to kilogram]
To convert price per dozen to price per 10 kg,
1 dozen medium bananas = 1200 gms, therefore the price for 10 kg (10,000 gms) can be
obtained by multiplying the price psr dozen by %g%%g or 8.33. This would be the
retail price per 10 kg for Grade II Junnar bananas.,
TN b At D T TueD Shade ATp e 0 L dosen =, 240011500 gas,
dozen is multiplied by %%%gvor 6.9. Grade III is taken to comprise of all the
remaining qualities, except for the residual termed "beet".

“lote VI : SEASONALITY: The seasonality of the Junnar bananas is primaril
with major concentration of arrival betwean August ang Februagyfrggm:uzﬂt:: Mirih’
banana cultivators wers re-arranging their planting and care to obtain off prising
crops, May through August. -8s8ason



Table 5,10:Weekly Wholesale and Retail Prices

Pune Market, 1977-78

GRAPES (THOMPSON SEEDLESS)
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(Per Kg.) at the
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sale

L.50 - 6- 8
410 6-8
3.88 . 6- &
Lob6 7.9
L.OL 7= 9
L.63 T7-9
4L.5° 7-9
4.33  7-9
L3 7-8
L.58 7-8
4.25 7-8
Lek7 7= 9
4.32 7-9
3.81 7-9
4,19 7-9
4.23  7-9
4,69 7-9
5,69 8-10
5.77 10-12
6:00 10-12 .
6.75 12-14

Date Whole~ Retail Date
sale
1. 1/1/77-6/5/17 - - 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
L. 22/5 - 27/5 - - 32, 4/12 - 9/12
5, 29/5 - 3/6 - - 33.11/12 - 16/12
6. 5/6 - 10/6 - - 34, 18/12 - 23/12
7. 12/6 - 17/6 - - 35. 25/12 - 30/12
8. 19/6 - 24/6 - - T36. 1/1/78-6/1/78
9. 26/6 - 17 - - 37, 8/1 =131
10. 3/7 - 8/7 - 38. 15/1 - 20/1
11. 10/7 - 15/7 - - 39. 22/1 - 27/1
12, 17/7 - 22/7 - - TL0. 29/1 - 342
13. 24/7 = 29/7 - - - 41. 5/2 - 10/2
4. 31/7 - 5/8 - g L2, 12/2 - 17/2
15. 7/8 - 12/8 - - L3. 19/2 - 24/2
16. 14/8 - 19/8 - - Thh. 26/2 - 3/3
17. 21/8 - 26/8 - . - L5. 5/3 - 10/3
18, 28/8 - 2/9 - - 4L6. 12/3 - 17/3
19, 4/9 - 9/9 - - K7. 19/3 - 24/3
20. 11/9 - 16/9 - - 4L8. 26/3 - 31/3
21. 18/9 - 23/9 - - Tu9. 2/h - 1/
22, 25/9 - 30/9 - 12% 50, 9/k - Lb/k
T23. 2/10 - 7/10 - 12« 51, 16/4 - 21/4
2L, 9/10 - 14/10 - 12% 52. 23/4 - 28/4
25, 16/10 - 21/10 6 15 -
_26. 23/10 - 28/10 - -
27. 30/10 - 4/11 - -
28, 6/11 - 11/11 - - T o

* These are a few cases of isolated direct retail purchases from
neighbouring villages which bypass the wholesale market.,
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bahar commands about a third of the price of the juna bahar.
It takes about 6 to 8 weeks for a nava bahar to acquire the
full development of the Juna bahar. The price of the second
grade 1s usually betwesn 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 price of the second grade. Some of the
seasons in these tables are longer than the seasonality
paﬁtern describsed 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 of time

than the main season.

5e4el 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 of 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 in 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

;b;t;/%;r- ar;ng;s- ;b;a;b;. Guava Fig- Banana Gr;poa
(Poona= (Pune- Kalmi) (Pune) (Thompson

g:f::} ‘l,’:ig:} pﬁ'ﬁg} Price/ Price/ 8;:2%:73)

Kg. Kg‘. Kg. Kge. Kg. Kge.
1977-78
May 1.98 2,02 0.6L  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 (VNN - 5.52 -
October 1.29 1.29 0.l - 5.28 -

November 1.84 1.65 0.49 - 5.56 -
December 1.89 1.76 0.63 - 555 427

Jlnuary 1.37 1047 0065 - 5053 Lokz
FObrnary 1.30 1.“5 0081 3072 5060 k036
March 1.38 1080 0079 h059 5.71 5002

April 1096 1.16 °o6b 602“ - 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 pricgs 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 patterh of arrival in Table '« This is
because a multiplicity of factors and not just the arrivai
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 factors such as the coefficients of price varia-

tion and the wholeéale-retail relationship are examined.

5.4.5 RELATIONSHIP BETWEEN WHOLESALE AND
RETAIL PRICES - -

——

Various aspects of the wholesale and retail price
behaviour in the Gadgil survey and the curreant study are
11lustrated 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
afound 16 per cent. The corresponding decline in wholesale
price variations for the other fruits for which comparable
data is available in the Gadgil gtudy is a 23 per cent from

70 per cent for mosambis, For other fruits adequate data
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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)

Oranges (Dozens)
Arithmetic Mean

Standard Deviation
Coeffichent of Variation

Mosambis (Dozens).
Arithmetic Mean

Standard Deviation
Coefficient of Variation

Guavas (Kilograms)
Arithmetic Mean
Standard Deviation
Coefficient of Variation
Figs (Kilograms)
Arithmetic Mean

Standard Deviation
Coefficient of Variation

1930-31
Whole- Retail
sale price
price

- 1.00

- 00‘0'1

- 41.00%

0.34 0.84
0.24 0.29
70.61% 34.04%

- 0.29

- 0005

- 160 30%

- 0072@

- 0.214.

- 3‘&020%

1977-78
Whole~- Retail
sale price
price

3.30 *.05"
0.66 0.97
20,00% [3..70)
3,47 6.73°
0.83 1.62
23.92% 19.66%
0076 1060
0.14 0.23
25,32% 16.41%
4.39 7.28
1.13 1.81
25,74% 23.28%

(Continued)
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Table 5.12 : (Continued)

1930-31 1977-78
ﬁh;ie: -Re;ail Whole- Retail
sale price sale price
price price

Bananas (Kilograms)

*
Arithmetic Mean - - 5.62 11.3
Standard Deviation - - 0.67 1.20

Coefficient of Variation 11.92% 10.62%

Grapes (Kilograms)

S ' %
Arithmetic Mean - - - L.6L 8.30
Standard Deviation T - - 0.70 1.24

Coefficient 6f Variation - - 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 1is greater fluctuation in the wholesale prices
than in the retail prices as is evident from the coefficients
of price variation illustrated in Table 5.3. The difference
between wholesale and retail price variations appears to be
higher for the more sturdier fruit such aé mosambi and less
for more perishable fruits such as grapes.

The ratio of fruit prices during the Gadgil survey
and the current séudy i1s in the range of 1:7 for oranges and
mosambis, and 1:5 for guavas. Fig prices have risen ten
times the lavel of the Gadgil study. The latter is a
reflection of the dropping supply of 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 for mosambi are
reported to be forty per cent of the retail price. The
curreat 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 per cent of the wholesale price. In
the Gadgil survey this mark-up was around 150 per cent of

the wholesale price. o
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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 1ni£ia1 survey of fruit marketing in the district
gave an indication that the spoilage of fruits was probably
quite significant. Although relativélyilittle damage or loss
in transit between the Poona viilages and the Poona city

-was reported, such loss was occufring at various stages of
fruit handling. In order to obtain spoilage data for this
study several sellers were asked to ksep records of all
their fruit spoilage. In addition, as a matter of routine
this information was collecteA'from all fruit sellers
contacted in the city of Pune. As expected, not all the
sellers approached kept the records that they had promised.
Nor were all the records completé. 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 togethaer. 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 énables the computations of

realistic costs of retailing.
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The first step in the collection of spoilage data
was the definition of "spoilage™ for the purposes of this
study. This determined the nature of data required from
the fruit sellers. While the general meaning of the term
spoilage 1s seldom misunderstood, the term must be given a
specific statistical concept that will permit analysis.
Spoilage in this study is being defined as the percentage
loss in total fruit value on account of damage caused by
keeping, transportation 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 market price;

(4) the spoilage amount or the amount
sold at below the market price for
quality deterioration; and,

(5) the price at which each quantity of
spoiled fruit were sold.

The formula we used to calculate the spoilage was thus:

Let xq be the original amount purchased

and p; the normal market price,

let x, be the amount spoiled,

and p, be the price at which the spoiled fruit was sold.

Then,

(P1 - Pz)xz
X1Pq

8poilage = x 100
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With this formula the follow;ng spoilage figures have been

calculated., These figures are shown.in Table 5.13.

*
Table 5.13 : Fruit Spoilage (Stall-holders and Cart-holders
' Only): Value Lost (due to Fruit Damage) as a
Percentgge of Retail Price

Orang; Mosambi Guava Fig Banana Grape

Average ,

spgiigge 10.45 8.00 6.20 11.80 14.80 15.60
Standard ‘
deviation 1.61 1.36 0.65 2,37 3.84 6.28
Coefficient ‘

Of Variation 15-‘01 17000 100‘08 20.08 25 095 l-boo26

* 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 tﬁe
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 keebing, will be outlined.

' Some of this 'spoilt' fruit is marketed in the form
a residual category known as the beet. The market for this

grade of fruit lies in the low income groups.
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5.5.2 POTENTIAL OF COST STORAGE A3 A
SOLUTION FOR FROIT SPOILAGE

Fruit is a dslicate 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 inexpensive, 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. 10/

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 19308 when the 1937 Report oﬁ 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 producb'

create a demand for cold storage facilities. -

5.5.3 COLD STORAGE FACILITIES AT
THE POONA MARKET YARD

The growth in the meat and poultry industry may be

congidered to be chiefly responsible for the construction

of cold storage fécilitiesiin the Poona city. . With the
regulation o{ 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 1is provided
with the assistance of MAFCO, an independent Maharashtra
State undertaking. To encourage cultivatorsbto 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 tﬁeir 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 used for apples. By 1983, only 8 per cent of the
total capacity of the non-deep freeze section was used for
apple storage.
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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
iero in September 1985.13 Individual tréders'and commissiop
agents had preferred to use Bombay cold storage units even
for their apple arrivals,lb in favour of 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 5.1i.

Table 5,14 : Statement Showing the Rent System of the Cold
Stora?e on Space Area Basis (Rate per cft Per

. Month) and Revised Rates from 1-4-1979
----- --‘#----------------------
One year ~ 81ix months
Space Hired 61d- -Rev;sea oi5'°"§;vi§;5'
Rate Rate Rate Rate
(Paise) (Paise) (Paise) (Paise)
Full Floor 25 30 28 35
2000 c¢ft and above 31 . 35 35 40
1000 cft and above 35 40 38 45
500 cft and above 38 - 45 42 50

Note : Maximum load permissible will be 1 tonne/125 cft.
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 of the Gultekadi MAFCO
Unit, S.N. Kundalkar, supplied this information,
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The space rent in 1985 October was 35 palse per cubic
foot per month for a minimum period of one year, and 4O
paise per cubic foot per month for a minimum of six months.
Apart from the space charge there is an additional chgrgé
of Rs. 4 per month for every 20 kilograms stored to pay for
the refrigeration. This 1s 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. Of these, only
the one at Gultekadi offers space for the storage of fresh
fruits. This is being emphasized because the temperature
and humidity requirements for the storage of fresh fruit is
different from those of procesﬁed fruit. Processed fruit
requires the deep freeze or temperatures below freezing.
Fresh.fruit deteriorates if frozen and fequires temperatures
between 2°C and 5°C or about 34°F and 38°F and controlled
humidity. The Gultekadi unit has eleven rooms, of which as
many as eight are deeﬁ freeze rooms (temperature -10°C to
-20°C). In terms of storage space, out of a total capacity
of two thousand tonnes, two rooms of 500 tonnes and one of
200 tonnes capacity; or sixty per cent of 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 thq

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 centres like Delhi for apples. The fruit was
directly purchased by MAFCO represehtatives 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 axperignced fruit damagq while the fruit
is still in cold storage. The likely reason for this, the
MAFCO organizers feel, 1s that the MAFCO storage centre has
no humidifier. Fresh fruit will not store well without

deshumidification ahd excess water formation is held respons-
ible for the quick deterioration. The purchase of a
dehumidifier is not among the present plahs 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 cost 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 usgd for
fruit, the process of keeping fruit under cooler temperatﬁres
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 température maintained storage process
from where fruiﬁs leave the retailing units. In Poona the
conditions are quite different. The retaller is a small
independent business unit with relatively little capital

(as compared to the corporate chains that own most of the
retail business in the U.S.). Rafrigefation of fruit at the
retail unit is not poséible in India at this time. There-
fore, cold storages are not feally a suitable form of fruit

.storage under the conditions existing in Poona.

5.6.1 FRUIT PRESERVATION IN POONA

Fruit preservation (énd the storage of fruit in a
processed form) offers the problem of spoilage. Fresh fruits -
spoil easier than fruit in some processed form sﬁchlas
canned fruit slices, jams, jellies, dehydrated fruit, etc.
The conversion of fresh fruit into ‘a processed form would
spare cultivators the reduced net earninés, and perﬁaps even
encourage retailers to reduce their price mark-ups,

Organizations such 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 reproduced
here. |
The idea of 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 Agriculturai Produce Markets Committee have been
looking inte the possibilities of fruit preservation to whaﬁ
appears as yet an unprepared audience. Even these efforts
have been sporédic and without any real determination. Their
proposal to set up a Rs.hd 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 6r
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
teiribory. Here are some of the rasults of the ekperiments

with fruit preservation and exports.
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5.6.21 SMALL SCALE RAISIN MANUFACTURINGls

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 grapeAmay
be purchased at the average price of Rs. 7 a kilogram. The
manufacturing machine has been_priced at about Rs. 5,000.
The 1life 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 hoyrs' 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, Thergfore, 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 bhe about
5 hours, Therefore, an 8 hour day may be expected to
process 5 kilograms of grapes to produce 2% kilograms of
raisins. The eétimated cost of producing a quintal of

raisins would then be:

. . .For 5 kgs.
5 kgs of grape @ Rs. 7 a kg x 250 Rs. 35
Total cost of operation per 8 hours  Rs, 15
.Estimated total cost per 5 kgs. 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 quintal, retail, promises a fair margin of
profit. '

5,6.22 MAFCO'S EXPERIMENTSL®

MAFCO's experiments with the processing and export
of packaged mango pulp have been reason;bly successful even
against the tough price competition from the Latin Americap
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 Buisar,
though Alphonso and Totapuri were the two principal vari-
"eties handled. Besides mango, such preservation efforts
have been made for pineapple, fig, guava and banana.
Efforts with oranges were left po NOGA and NOGA does not
have a unit in the Poona district.17

The following is a summary 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

hers.

18 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'lnformation in this section is the
Piogigtion Manager, Mr. Marwaha of the Gokhalenagar Unit
) co.
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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 incliude the cost of transportation.

(b) Processing Cost:

Labour ‘Electricity Storing Total
Charges
Re.l/kg of Rs.0.25/kg of Rs.0.75/kg of Rs.2/kg of
pulp pulp pulp pulp

The yieid 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
polythene 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)

(e)

(£)

(g)

(h)
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Transportation

Poona to Bombay Within Poona
Rs.0.25/kg of pulp Rs.0.15/kg 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).

Total Cost per 1 kg of Pulp:
Rs.18.50/kg.

Markat Price:
Rs.19 to Rs.20/kg

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

10% of Rs.20 = Rs.2.00.

Net Profit Per Kilogram of Pulp being exported:

RS. 20000 - RS. 18.50 = RS. 1.50/kg

Plus Government
Incentive Rs. 2.00

Rs. 3.50/kg

II. GUAVA

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.1.75/kg of pulp for materials. The packing cost is

Rs.1.60 a kilogram. All other costs are the same as for

mango. Fruit loss in the procéséing is only 20 per cent for

guava. Two MAFCO units together produced 50 tonnes of
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' guava pulp in 1983-84. They narrowly broke even with the

10 per cent export incentive.

III. BANANA

The experiment was conducted with 1 tonne of banana
purchasad from the Poona wholesale market. The total
proczssing cost (especially the cost of the citric acid
required for banana to prevent blackening of banana pulp)
was too high to make this project feasible. The procqssing
cost alone was Rs..L/kg, whereas the prevailing price at the
international market was in the range of Rs. 7 to Rs, 8 a
kilogranm,

These initial efforts to touch the foreign market
have not produced the most encouraging results. The chief
reason for this 1s that the Middle Eastern markats are
receiving both fresh and procegsed fruits of good quality
from the Latin American countries. The Latin American fruit
industry has a corporate structure that paermits 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 for 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 30 tonnes. The operating cost of smallest

compressor is:
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Electricity Rs.200/a day )
Furnace/Boiler Rs.400-Rs.500 a day

Labour (including Rs.1l a kilogram of pulp
administration) (minimum)

Depreciation is at 10% and interest on capital .

at about 12%.

Besides the reduction of fruit spoilage price varia-
tion can be reduced by the a?ailability 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-infornied market operators provide for a more
efficient marketing system. The availability of quick and
reliable market information also enables cultivators to '
respond more quickly and rationally 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 pl#n ahead more efficientlf. 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 markeéet intelligence, in
whatever sphere it is organised, is to

provide a running commentary on the various
economic forces operating in the markets or
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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 morse
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. _19/

'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 "Outléok Information". The
presentation of both reliable current market information as
well as reasonably dependable pfojections 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 Bconomics and Statistics, Ministry of Agri-
culture, New Delhi, June 1972, p. 1l.
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producers, market intelligence performs an essentlal market-
ing service. The utility of 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 expected price fluctuations, market intelli-
- gence could enable the cultivators to make the most profit-
able choices ln 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 needﬁ of
the cultivators. Long-term output and pricg projections
could enable producers to re-adjust production in a manner
that gluts and price depfessions may be averted. Information
regarding cooperatives formation and the availability of
extedsion services could offer the more énterprising culti-
vators! new and broader options. With increased commercial-
ization in agriculture, adequate knowlédge of existing
market conditions and projections of expected trends become
crucial tools for efficient functioning and future planning.
To borrow from the 1972 Bulletin on Martéf Intelli-

gence in India one more time:
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The Government (and the cultivators)zo
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 thse 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. 21/ .

The powers of adequate and reliable market intelli-~
gence are, therefore, undeniable. Still, it should be
cautionedhthat much of the utility of such market inteili-'
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
Committee to be accurate, and the proJ;ctions to be reliable.

Careful maintenance of accurate records is, thus, essential

for the acceptability of the market intelligence supplied

20 The words in the parentheses have been added by this
regearcher,
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
: F FRUITS AT POON

In the final analysis of prices at the Poona ﬁarket
‘certain patterns emerge in the wholesale and retail price
behaviour. First, wholesale fluctuations are found to
excead the fluctuations in retail prices. A comparison with
the Gadgil Reporﬁ indicates that such a wholesale-retail
behaviour was evidenced also in the 19303. A difference to
be noted, however, is that price fluctuations are much less
~ in the post-regulétory phase of fruit marketing at Poona
than during the time of the Gadgil Report. The retailer's
mark-up is #bout 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 éxperianced'in transit and handling.
Spoilage eats inﬁo the farmers' returns as spoilt fruit is
sold as beet 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 have 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 reﬁurns
ﬁo cultivators. The next chapter takes én overview of
fruit marketing in Poona and examines the extent ﬁo 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
were followed from the point of wholesale to the point of
retall. First, ten tender sales were observed at the
Gultekadi market for oranges, mosambi and chickoo. The
coples 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 retallers were sent to
these retall units to purchase the same varieties of fruits
from the lots purchased that day. These retail prices were
then compared with wholesale prices of those very consign-
ments. The retail-wholesale markeup was found to be quite
high, and the retail prices were between ninety and a
hundred per cent of the wholesale prices. This effort at
cross-checking the retaller's margin ensures this research
of the accuracy of the margins quoted in Chapter IV of
this text.
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CHAPTER VI

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

6.1.1 AN _INTRODUCTORY NOTE

The concluding chapter p;ovides a researcher with an
opportunity to make tﬁe fina1>assessments and comments upon
the subject of research, For this study, this 1s the fime
to examine the degree to which the fruit marketing structure
in the Poona district has increased in efficiency during the
pos t-regul atory peiiod. !

The effectivene;s of a regulated market in the pro-
‘vision of complete package in improved marketing structure
has been a subject of some doubt'even among the earlier
appraisals of market regulation such as the 1951 enquiry by
M., L. Dantwala, In this report® Dentwala points out that
the best that market legislation can do by itself 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 of the Enquiry into Regulated Markets in
_ the Bombay State, Printed at the Government Central Press,

- Bombay, 1951, PP 4=5,
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noted is that unless the attack is from all
key points, even the best i1solated pilece of
legislation may not yleld the desired
result, 2/

The assessment of the performance and achievement of the
regulated fruit market of Poona must also assess the
extent to which these “auxiliaries of good marketing”,
as Dantwala puts it, (the infrastructural requirements
of good marketing) have been made available,

6.,2.1 FRUIT EA%KETING IN POONA 3 A SUMMARY
F ) FA

Since the study of fruit marketing is in essence an
examination of how marketing affects the cultivators, cer-
tain characteristics of these cultivators have been found
to have a direct bearing upon marketing practices, One of
the findings of this study 1s that the average size of an
orchard in Poona district is about an acre large, The
general pattern of fruit cultivation in this district is one
of scattered and small orchards. While it is true that the _
cultivation of fruits in the Poona district is confined to
certain villages in a few talukas, the individual producing
units are not consolidated, The pattern of  cultivation in
the district continues to be more or less traditional, It
1s indicated in the Gadgll report that fruit cultivators
of the 1930's generally relied upon the services of

2 Ibid.,
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middlemen for the marketing of their fruit. The construce
tion of roads leading to the villages in recent years and
the avallability of trucking services at most of the pro-
ducing villages has reduced the cultivators! reliance upon
the middlenmen*s services. One of the findings of this
survey 1s that the middlemen's share in the marketing of
fruits (in areas other than Junnar) has dropped to around
one=third of total marketable fruit of the district, ‘
Another finding of this research is that théh;ﬁ‘l't?-
vators? "d' ,‘\“M‘:rl.?xs the consumers! rupee is 33 b per cent for
each of the six fruits being studied here, A comparison
with the Gadgll Report of the 1930's indicates that there
has been a reduction in the costs of marketing over the
years as truck transportation has becowme available at
charges lower than before, Costs at the market are also
standardised and reduced since market regulation.' Even so,
marketing costs are still between a fifth to a fourth of
the retall price. The retailer mark-up is almost one
bundred per cent of the wholesale price. It is not clear
from the Gadgil report as to the exact'dimensions of such
retailer mark-ups in those time, The specific discussion
on the subject of retaller mark-ups3 offers examples of
hawkers only, These examples indicate hawker mark-ups of
around 73 per cent of the wholesale price, or that the

3 Gadgil Report, pp. 112-11k,
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5040
wholesale price is about 57 per cent of the retail pr:lce,l+

while in asnother instance the mark-up 1s estimated at 23
per cent of the wholesale price., The mark-up for stall
holders 1is much higher.5 There was considerable variation
in vholesale prices in the 1930's which 1s now much reduced,
Calculations of coefficients of variations for wholesale
and retall prices fo; both periods indicate a much lesser
price fluctuation today,

Some of the other changes in the marketing structure
since the Gadgil Report are matters such as those related
to market regulation, With market regulation all marketing
practices at the Poona market are standardised and open
auction has replaced the closed auction sales of the Gadgil
Report. These changes may be summarised in the findings
of the immediately following section,

6.3.1 FRUIT MARKETING IN_POONA ; AN _APPRAISAL
. OF_POST-REGULATORY KETING

The poste-regulatory structure of fruit marketing

in Poona may be evaluated broadly by reviewing the changes
in the following aspects of marketing:
i) Open auction and returns
11) Spoilage and storage
111) Market arrivals

4 Ibid., p. 113.
5 Ibid., pe 113,
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iv) Price fluctuations
v) Marketing costs and market channels
vi) Incidences of self-marketing and the role
. of middlemen
vii) Marketing credit, intelligence and other
facilities that encourage self-marketing,
and,

viil) Cooperative marketing.

The assessment of market regulation as an instrument
of agricultural pqlicy is based upon the objectives that
have inspired the introduction and implimentation of the
"PAPM Act, To what end the findings of this research indi-
cate that market regulation has succeeded in meeting its
objectives will be examined in the following paragraphs,
The findings of this résearch are of mixed nature, Some
aspects are encouraging and indicate that the fruit market-
ing structure of Poona is more efficient than 1t was in the
1930*s as reported by the Gadgil Report., Some of these VJ
positive chenges have occurred gradually over the years, A
few of these changes are the direct product of the regula=-
tion of the fruit section of the Poona wholesale market
yerd 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'é services etc. have been regulated,
Tbese vere standardised under the Poona Agricultural Produce
Markets Act and the level of enforcement has increased over
the years. UnjJjustified deductions and miscountingbof frﬁit
to the disadvantage of suppliers, préctised 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 rallway
and'bullock transport 'f the 1930'§”?;§3;1ng damage in
transit, Truck transportatibn is quicker, begins close to
the orchards, travels during the cool of the nights, and the
fruit is covered with tarpolin to protect against rain and
wind.

(c).k 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 in the heart of
the most congested part of the city. The new location heas
ample storage space, Thers 1s'a;so more space for trucks
to park and unload, and faster unloading of the fruit takes
place. Cold storage and bankiné facilities are available -
very close to the market yard and both ére very easily
accessible, Accommodatioh 1s now available for 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 in the
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morning ti1ll 6 pm to help resolve marketing disputes and
provide information,

(d) The PAPMC hés been encouraging the grading of
fruit, Fruit are generally sold in more grades than re-
ported by the Gadgil Report.

(e) Grapes generally come to the market in corru-
gated boxes and not in the less protscted baskets of the
1930's, The use of these boxes has also introduced a
fairly high degree of standardisation in grape marketing.

(f) Since the regulation of the market the PAPMC
has accepted resﬁonsibility of maintaining records relating
to the marketing of all regulated agricultural produce,
This encompasses all frult and other agricultural produce
coming to the Poona market. PAPMC collects all sales slips
with details of costs at the market. By means of the
information from the slips the PAPMC malntains records of
daily wholesale prices by each unit of sale and daily
arrivals in both units of sale as well as their monetary
value,

(g) Wholesale prices at the Poona market are pu-
blished in some of the major vernacular newspapers of the
region.6 Prices regarding some of the major agricultural

6 Fruit prices are published in Marathi in major
newspapers as the Kesari, Sakal and Tarun Bharat.
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produce (but not for fruit) are announced in Marathi on the
radlo as wvell, These efforts at dissemination of market
information have been supplemented with efforts towards the
collection of price and arrivals information from other
markets of interest to the Poona farmers with the help of
the TELEX system of information transmission, By the end
of 1986 such a daily intelligence exchange arrangement had
been successfully established with the Delhi market, and
efforts were in progress to establish similar exchanges with
the produce markets at Bombay, Nagpur and Sholapur.

(h) The closed auction system of wholesale that had
been the cause of much exploitation of tbe farmers has been
replaced. In some cases the open auction system has re-
placed the ol& hatta paddat or secret auction system and in
other cases the tender system (also an improvement on the
secret auction systen) 1s in use,

(1) There 1s representation of the cultivators in the
marketing board, The representative cultivators are in a
position to promote and enforce the cultivators'’ interests
in the marketing structure at the Poona market,

(3J) There are commercial and cooperative banks in all
taluka headquarters and even in some of the more important
villages., Cooperative and land development banks are easily
accessible to the fruit growers of Poona. Efforts towvards
the financing of grape cultivators begun in Bijapur agd



308

Kasik districts provide examples of how frult farmers in
Poona may be adequately financed for both cultivation and
marketing with only their orchards as sursty,

(k) Roals leading to all the taluka headquarters
and the major villages are metalled, even if the quality of
the metalling is often poor. This is a vast lmprovezent
on the rough kstcha roads mentioned in the Gadgil Report.

(1) One serious attempt has been made in the dis-
trict towards the cooperative marketing of fruit. Although
this effort at cooperatively marketing bananas from the
Junnar taluka to the Poona market cannot be regarded as a
successful attempt, it was the ploneering effort in this
direction,

(m) The incidences of self-marketing of (via truck-
ing agency) frult have increased over the years. (Arourd 6
per cent of the interned cultivators are not selling fruit
to middlemen,) This increase may be attributable chlefly
to the construction of metalled roads and the increased
availability of truck transportation to the farms at rea-
songble rates. However, at least a small part of the credit
for this change may be due to the implementation of market
regulation at Poona.

(n) Efforts towards fruit processing and preserve-
tion have been observed in Poona. The MAFCO cold storage
units in Poona have processed several frult, although thelr
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most successful effort so far has been gale of mango pulp
made from Ratnagiri mangoes. There have been successful
efforts at frult preservation and processing in the Kulaba
district which provide examples of successful conversion
residual fruit into profitable and useful products in
Western Maharashtra,

At the same time the marketing structure has retain-
ed many aspects of the inefficiencies describe in the Gadgil
Report of fifty years prior.

"~ (o) Price Fluctuations

A comﬁarison of wholesale and retail prices for
the six fruits of interest to this study before and with the
findings of the Gadgil Report and the post-regulation Poona
market illustrates a decline in- the coefficient variation
for all six fruits. The additional storage at the Poona
market yard and the price information that is published in
Marathi newspapers available at various cooperatives and
talathis? offices may be at least partially credited for
this positive change, There 1s indication in the price data
that price variation for fruit at the Poona market has de-
clined a little after the regulation of the market,

Some of the less encouraging findings of this study

(a) The implementation and supervision of the

market regulation are not very effective. The commission
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agénts try to get around the market regulations whenever
possible, The large size 6f the residual categories are
partially due to a certain degree of misrepresentation,

(b) The marketing costs are between 1) ,5 ﬁer cent
and 22 per cent of the retail price and 30 per cent to %0
per cent of the wholesale price, Of this, costs at the - '
Poona market are . about 3.7 per cent -51.5.7 per ceht
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 39 per cent of the Poona
retall price., Market regulation has made a relatively small
increase to this percentage share by reducing irregular
charges and &eductions at the mgrket.' The net returns for
the farmers are especially low in view of the short dis-
tance of transit involved between the Poona villages and the

Poona wholesale market yard,
(d) The tender system of wholesale is being used

for the sale of many fruits instead of the open auction
system, Under the tender system retallers often whisper
their quotes in the commission salesman's ears instead of
saying the price aloud., The price settlement process there-
fore continues to be secret.

(e) Fruit packaging remains the same as before

regulation for most fruit., In fact most of the fruit are
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still marketed in baskets protected with paper, leaves, and
grass. The protective layering 1is not thick enough to offer
adequate protection against fruit bruising through the
various processes of marketing. The baskets currently used
for packeging figs, guavas and many of the other fruit are
about the same as the ones described in the Gadgil Report,
with only minor changes. Even some of the grape varieties
(other than Thompson Seedless) continue to arrive at the
Poona market in baskets, A fairly large part of the Poona
mosambl still reaches the Poona market in jute sacks (gonis)
with very 1little protection other than the fact they are
picked when still gree and hard.

(f) Middlemen continue to play an important role in
the marketing Br fruit such as oranges, mosambi, banana and
grape. The services of the middlemen are still sought
though less frequently than before, About a third of the
citrus growers of Poona sell their produce to middlemen,
Middlemen continue in their critical roles as financiers,
sources of market information and even suppliers of inputs,
For the services they provide the middlemen charge 10-12
per cent of the retall price as payment,

(g) In spite of the use of middlemen's services,
under the existing market structure the net returns accru-
ing to the farmer is not necessarily higher through self-
marketing than 1t 1s through middlemen marketing, This is
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possible because of the substantial economies of scale that
middlemen enjoy,

(h) Record keeping by the PAPMC is not very accurate
.or reliable, Moreover, records are maintained in such~over1y
aggregated form as to conceal the vital detail, COnsequently;
the farmers are left to continue their dependence for market
information largely from middlemen and neighbouring férmers.
Moreover, the market information that is announced on radio
from Bombay does not as yet'include information regarding
fruilt from Pooﬁa. The TELEX method of collecting intelligence
from other markets is also as yet in infancy and does not
bring information from thé markets of specific interest to
the Poona farmers, i.e. the Bombay and the Gujarat markets.

(1) The only cooperative marketing effort attempted
in the area did not succeed, The faltering progress and the
ultimate demise of the cooperative marketing-organization
was caused by a conflict of personal and cooperative
interests of the guiding members. Although the initial
effort falled there have been no follow up efforts in the
district to attempt cooperative marketing taking_care to
avoid the pitfalls of 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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(k3 The problem of fruit spilage, especially in
inventory, has not yet been-solved. Spoilage increases
the costs of 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 of fruit sold as beet
(waste) are further confirmations of the spoilage projecQ'
tions presented in th;s 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 of their
way to the @aJor producing areas in other districts such as
Ratnagiri, Nasik and Jalgaon’to make their purchases of
fresh fruit, Other than the limited MAFCO efforts, the

preservation and processing of fruit has not been attempted

commercially at Poona,
6.4.1 RECOMMENDATIONS OF THIS RESEARCH

The corrective solutions to the structural problems
relating to frult marketing in Poona may be tackled both
within the framework of market rqgulation as well bj
organisafioninglforces outside the purview of the market
regulation, The following recommendations‘will call upon

the participation of the PAPMC as well as other organisations.
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The stfuctural problems such as are to be found in |
fruit marketing in Poona may be addressed more directly if
agricultural policles specifically targeted to this end.
Market regulation has the potentisl of performing an effec=
tive supportive role in such reform., The following are the

recommendations of this research:

(1) Market Reform and Standardisation
In order to make the records maintained by the

PAPMC more meaningful it is suggested that price and '
arrivals data be maintained in greater detall 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 substantial 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 of pati.)
When variation in quality and quantity exists the recorded
price variations per lot either exaggerate or mderestimgte
the real nature of price variations, For the sturdier
fruit such as mosambi grﬁding sieves may be used to.

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

It 1s suggested that cooperatives provide weigh~
ment and grading services at the villages in accordance with
the PAPMC's standards. This may encourage farmers to grade
and weigh their fruit prior to packing the produce for the
market, The current practice of unpacking baskets and grad-
ing the fruit at the market yard involves additional handle
ing and fruit damage. This further adds to the residuale
cun~-reject category of beet which so sharply bites into the

cultivators net returns,

(3) Market Intelligence

Several suggestions are being made to improve
the nature of market intelligence available for the Poona
fruit farmers: The market 1nteiligenco currently available
is inaccurate, overly-aggregative, slow and limited in
coverage. The first two issues may be addressed by introduc-
ing accurate grading and recording disaggregated data, The
remaining two 1s3sues may be addressed if greater reliance
i3 placed upon the collection of information from other
markets used by the Poona fruit farmers and the quick
dissemination of detailed 1nform§tion in ways such that it
may be easily accessible to the farmers, The use of the
TELEX system to obtain information from the Bombay and the
Gujarat markets, most commonly used by the farmers of Poona

(other than the Poona market) has been suggested, Local
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wsumaia HIGH TECHNOLOGY =

Electronic Fruit-Sorting
System

® MAF HAS COME OUT WITH A NEW
system for sorting fruit, one that will
effectively 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 different classes.

The coding of the quality of each
fruit is carried out through 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 CCD 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 different
exits from the conveyor belt. This selec-
tion 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 effectively. Overloading of
collateral conveyors can be avoided, as
the spoiled fruit 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 quality of a grow-
er's fruit.
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and regional newspapers in Marathi can continue to offer
market information, but the information must be provided
with greater detalls, Literate farmers with access to
market intelligence of this nature, however, question the
reliability of the information. The greater flaw in this
kind of written market information is that it precludes the
11literate farmers from having independent access to market
intelligence,

The radio, on the other hand, needs to be recognised
as potentially a powerful instrument for the dissemination
of daily market prices, arrivals and other information. As
fruit is a perishable crop, fruit prices should receive a
greater priority of radio announcement than they have re-
ceived so far. T111 the end of 1986 fruit prices from the
Poona market were not being 1nciuded in the radio announce-
ments of agricultural prices. The prices of the locally
cultivated varieties as well as those of the larger growing
areas (such as Nagpur oranges and Jalgaon bananas) need be
included, and announced by the season (nava or new and Juna
or old). The daily announcements of accurate prices and
price projections on radio will provide an effective supple-
mentary to the fruit prices already reported in the regional
newspapers. Not only that, because of the easy availability
of radios in mogt villages, regular announcements of market
information for all the major fruit crops locally grown 1is
1ikely to be a more effective instrument for spresding
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market intelligence than the alternatives of newspaper or
television, Educational programmes regarding the cultiva-
tion and marketing of fruit on Doordarshan would also be

an extremely useful tool wherever farmers have access to
television sets. Radio and television offer the additional
advantage of being intelligible to even the illiterats
farmers, The radio and television are therefore recommend-
ed as sources to which farmers would turn for market in-
formation 1if the mfomation vas found to be current,

detalled, and most importantly, reliable.,

(&) Fruit Merketing Cooperatives
A marketing cooperative would address the special

needs of Poona district orchard growers. The problems that
an average Poona fruit cultivator faces is cne of small
orchards and small volumes of total output, Regardless
of the total size of his agricultural holding, if, &s is
the common pattern in the district, the orchard growers
consignments are small (as a result of the small orchard
slzes), chances are that he will be cheated on the price.

In spite of the one unsuccessful effort towards
cooperative marketing in Poona by the Sahjeevani Phale
Kharedi Vikri Sangh this research recommends cooperatives
for a more efficient and equitable marketing structure,
The obvious obstacle in the path of the formation of a
marketing cooperative in Poona have been duly recognised
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in the dissertation., .However, with the inspiration and
organisational support and concessions from the PAPMC such
an effort could be initiated.

(5) Preservation and Processing

Much of the frult spoilage occurs as a result of
handling and keeping. Some of this occurs because the
coumission agents manage wholesale prices through the
tender system and maintain them above the market clearance
level.

This ?esearch recommends the use of such unsold
fruit for processing and preservation since semi-damaged
fruit can be easi;y used for that purpose. There is
domestic demand for the processed and preserved fruié in
the army canteéens in particular, MAFCO collection units
and processing centers in the Poona city have been recommend=
ed for the absorption of the surplus, damaged or otherwise,

Examples of certain costs involved in the pro-
cessing and preservation of some fruits were discussed in
Chapter V. It is indicative therefore that the expenses
involved in such processes are likely to be quite reasone
able and affordable for the MAFCO and other local organisa-
tions. MAFCO could make available mobile collecting units
at various collecting points spread around Poona city and
fetailers could bring over their daily or weekly surpluses
for sale to these collection units., Service units for
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processing fruits brought in bulk could be started by MAFCO
in several parts of the Poona city and made available 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 of the farmers* interests
by eliminating the unit of sale called "beet"” and by divert-
ing all such beet to the processing units. The processing
units should be available to any private entrepreneur that
may wish to look for profits in this area and compete with
the MAFCO units, _

Another possibility would be to encourage the deve~
lopment of processing facilities in smaller towns and rural
areas, The processing facilities at Kashale in Karjat
taluka, Raigad District, by the Academy of Development
Science, has not only offered a solution to the spoilage of
fresh produce in agricultural markets in Maharashtra, but
has also been a valuable source of employment for Adivasi
vomen, The units process the fruits of the locally grown
trees such as mango, guava, awla, Jjambhul and karwand,
These frults are converted into jams, jellies, pickles,
syrups, chatnis and dehydrated fruit, all of which are
supplied to the I.I.T., Powai, canteen in the Bombay area,

The demand for processed and preserved fruit has
been increasing nationally. There is substantial unmet
demand for these in the various canteens of educational

institutions and the corporate sector, 'Horeover,‘processed
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and canned food items accurately meet the needs of the armed
forces. Therefore the sale of 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 avallable in most parts of
Indla, cause accelerated fruit deterioration once the fruit
is recalled from the cold storage. The cholice of appro-
priate solutions is thereforg narrowed down to preservation

and processing of the fruits,

(6) Provision of Institutional Credit
or_Marketing Expenses

Most of the problems of today's fruit marketing,
such as high costs of marketihg,'lower net returns, lack of
independent marketing decisions, etc., of the cultivators
stem from the power and indispensability of middlemen under
the'existing system, Efforts 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
Coﬁmittee could encourage the credit institutions such as
nationalised banks and cooperative banké 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 of such schemes should be available fo small
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orchard cultivators who form the majority of the Poona frﬂit‘
growers, The PAPMC could also emphasize to the banks the
impdrtance of replacing middlemen as credit institutions, The
middlemen have been providing loans for marketing, consumﬁ-
tion and social functions, Banks may be encouraged to study
seriously the prospects of working out schemes for financ-
ing spécific marketing and consumer loans, .Loan recovery
would probably be easier if the lending organisation had
some control over the gult;vator‘s poténtial resources, For
this reason othef pbtential lenders could be éooperattve.
marketing organizations and fruit preservative cooperatives,
In the matter of 1oané the existing societal needs cannot

be ignored altogether. Middlemen, as lenderé, especially
tend to‘these needs, So long as.other institutions will not
take over th;svburden, fruit mafketing will pivot around
various 1ptermed1ary units,

To better understand the potential of efforts such

as the A,R,D.C. Project III as alternatives to intermediary
financing, the following paragraphs sketch an outline of

the major parameters of the programme,

A.R,D.C, Project III : An Outline

The Agricﬁltural Refinance and Developument Corpora=-:
tion Project III (A.R.D.C. Project III, for short)'was
financed as a part of an International Developument Agency~-

World Bank Scheme, The National Bank for Agricultural and



PART II : LAND UTILIZATION AND CKOPPING PATTERN, 1977-78

Total Acreage:

Name Plot Culti- Total Descrip- Whether If cultivating Cropping Pattern Production

of No. vable Land tion of Irrigated: leased land, = =~----- - emesmmcmcceeces mececeeccecessmeessmcmeseseasesacee=s

farm Land Tax the Seasonal then rent on Kharif Rabi Summer Principal Crop Subsidiary Crop
Quality or the land = = eeccccccecace ccmcmecceas eccicccdcece | mccscemccncccces sccc-ecaa- c—mm——-
of the Perennial/ e---cmecaceea- Crop Acreage Crop Acre- Crop Acre- Name Production Name Production
Soil: Source of Land Rent age age of and of -and
Daep/ Irrigation/ , Crop Value Crop Value

Medium Nature of
Light Ownership
Sandy/  of Source
Clayish of

etc, Irrigation

B: LEASED
. {InfOut)

C. FALLOW 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 (¢), then, which crop could be cultivated on this land?
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Assegsment of the Potential of Orchard
gne Prolects

The success of this project may be assessed in the
number of orchard owners benefited by it. An earlier
&.R.D.C. project (1979-80) executed at the Bijapur district
of Karnatsaka claimed (in its 1982 report) to have substan-
tially increased the net income of the Thompson Seédless
grovers of the reglon, The report compared the net incomes
of the Thompson Seedless cultivators who had proceeded with
the finencial and other assistance from the A.,R.D.C. Project
with those zcquiring financing from other sources (th; most
likely of wvhich is intermediary financing). An average net
income of Rs. 13,600 (including the imputed value of family
lsbour) accrued to the farmers receiving assistance from the
project as com;,ared to the net incoxne of Rs, 1,230 per acre
for those outside the project.s Since the primary thrust of
the A.R.b.c. projects discussed here 1s the provision of
adequate9 and timely financing at ressonable interest rates,
it may be correctly concluded that the unavallability of
such can sharply reduce the size of the net income after
pald out cost. A further insight into the impact of

8 *Development of Grape Cultivation in Bijapur Dis-
trict, Karnataka', a report published by the AR, D.C.,
Bombay, 1982, p. 37.

9 A loan of Rs. 20,000 per acre would substantlally
exceed the cost of cultivation (which in the Bljspur pro=-
ject was found to be Rs. 13,890/acre in actual paid out
cost). The remaining amount would, therefore, be avallable

for marketing expenses,
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intermediary financing upon the farmers® net incomes has al-
ready been provided in the Chapter IV of this study.

The shortcomings of the A.R.D.C. projects with re-
gard to the needs of the Poona orchard growers would centre
around the confinement of its reach only to grape cultiva-
tors. Since the extent of intermediary financing is much
greater for banana, orange, mosambl and frult other than
grape, the needs of the Poona orchard growers would not
really be served with a project so narrow in scope. The
extent of financing (Rs. 20,000 per acre) is reascnable.
The surety requirement of choupath (or the financing of one
acre for every 4 acres of irrigated cultivable land) may be
a little stringent for some of the Poona cultivators. Such
limitations no?withstanding, the A.R.D.C. projects are good
models to be emulated and asdapted to local regional needs,
It is being recommended here that similar projects v:lth
sultable modifications be tried in the Poona district to
allow the orchard growers reprieve from middlemen financing.

(7) Extension Services

Extension services have the potential of pro-
viding a valuable adjunct to the overall effort to improve
productivity, reduce crop destruction and damage, and in-
crease marketing efficiency. Extension workers can bring
to the farmers the results of latest scientific discoveries
from the experimental farms which farmers cannot obtain
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from thelr peers or their own experiences. New methods and
inputs avallable 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 yleld are being developed and
tried at the agricultural universities in Mgharashtra.vThe
extension services could demonstrate these results and the
reéults 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 easler terms as the risks of credit advancement to
them diminishes. This would be especially true if orchard
crediﬁ programmes similar to the A.R.D.C. projects are begun
in the Poona district.

6.5.1 CLOSING REMARKS

Market regulation has been an essential force in
regulating and standardising_the performance of market
services at the Poona market, However, it suffers from
implementational handicaps. Unaccompanied by'certain |
necessary structural improvements, market regulation has
been unable to significantly increase the net returns io
the cultivators or the availability of quick dependable
and informative market inFelligence. However, a properly

functioning regulated market has the potential of



326

significantly improving many faceté 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 avallability, communication apd
the availability of water, fertilizers and other essential
requirements to good ylelds and more assured returns, The
structure of marketing has experienced several positive
changes since the Gadgil report both because of éhanges

over time as a result of overall develdpment 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: L. Taluka :
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 ef and reason
for the immigration :

How many-generations have you lived -
in this village?

Principal occupation :
Secondary occupation

What other occupations do the members
of your household have?

Basic data about members of the households

(1) No. of Adult Males Level of Formal Schooling:

(11i) No. of Adult Females
(1ii) Children

Can you#” (1) Add (ii) Subtract (iii) Multiply (iv) Divide

Regarding Hired Permanent Labour:

(1) Number of Male/Female Workers: (11) Wage
1. |
2.
3.



PART II :

Irrigated:
Seasonal
or
Perennial/
Source of

Irrigation/

Nature of
Ownership
of Source
of
Irrigation

LAND UTILIZATION AND CROPPING PATTERN, 1977-78

If cultivating
leased land,

then rent on Kharif Rabi

the land = = = <—cccecmcccccn cmcaccacca-

-------------- Crop Acreage Crop Acre-
Land Rent age

Crop Acre-
age

Total Acreage:

Name Production
of and
Crop Value
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Name Production
of -and
Crop Value

Name Plot Culti- Total Descrip-
of No. vable Land tion of
farm Land Tax the
Quality
of the
Soil:
Deep/
Medium
Light//
Sandy/
Clayish
etc.
OWNED
LEASED
(In/Out)
FALLOW LAND:

(a) How many acres? :

{b) Reason for leaving fallow:

(c) Is it possible to bring the fallow land under cultivation?

If Yes, how so0?

If "Yes" answer for (c), then, which crop could be cultivated on this land?



PART III : FRUIT CULTIVATION AND PRODUCTION (1977-78)

Seq. Survey No. Acreage Number of Where wore How much Till what How do Production by Each Crop Season
No. (If there {or trees or the plants time must age does an You Space ee=ecaw=- - S et
is ona) hectares) plants purchased pass orchard the First Crop Second Crop Third Crop
of land = cccmcemmmmcmceeea and for between continue plants/ From From From
under fruit At the At the how much? planting to bear . trees To To To
cultivation time of time of and marketable in your = eeececcceocece accccaaa- seme  ecccceceecscas
Planting Survey fruit fruit? orchard? Output Value Output Value Qutput Value
bearing?
(Cestation
period)

Q.: How many times before this have you cultivated this fruit? Please explain,
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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?
wWhy ?

3. Was fruit crop production normal last year?
If not, what is normal per acre fruit crop production?

Type of Fruit Total Production Value

L, What recent measures have to be adopted recently
to increase fruit production?

5. Do you experience labour shortage during the
busy season8?

If Yes, what do you do to solve the problem?

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:



PART V : INITIAL &STABLISHHERT COST GF THE ORCHARD

ear : Fruit: : Acreags: . No. of Trees:
od o ofab ¢l b
S.  Type of Work Total Household Labour Temporarily Hired Labour Materials Required Total
No. NO.Of  eweccammccmcacccacanccmcccoccacencas acecsecccsscecessccesesecsasaccac—ass Expenii-
Hours Permanent ture
Hired
Labour Male Female Bullock Male Female Bullock
. o Type Quantity Value '
(Rs.) {ds.)
&0 [ a by ) [0 &
S g g g ] g )
:m :z*m :ﬂ) EV) :m g :U) g Hm g
S 55 s 8F $6F s55 s5358 sER S ci5 8
= =Q Z =2Q =z 2N 2 =0 g 23 g 2 24 g 2 §§ g

1. Ploughing
Hoeing
Harrowing
Cleaning
Tilling

2, Planting
3. Gap filling

4. Angles and Trellis
{Supports)

5. Fartilizers:
{a) Manures
(b) Compost
(c) Chemical Fertilizers

6. Weeding-loosening
Praparinz 3eds/3unding

7. Watering

8. Spraying of Insecticides
and Pesticides

9. Post-Planting Fertilizers
10. Other



3.
L.

5e

Type of Work

Ploughing
Hoeing
Harrowing
Cleaning
Tilling

Planting
Gap filling

Angles and Trellis
{Supports)

Fertilizers;
(a) Manures
{b) Compost
{¢) Chemical Fertilizers

Weeding-loosening
Preparing Beds/Bunding
Watering

Spraying of Insecticides
and Pesticides

Post-Planting Fertilizers
Other

‘watching

Pruning

Harvesting

Any other

Total

PART VI :

Fruit: Acreage:

Household Labour
Permanent
Hired

Labour Male Female

Bullock Male

ANRUAL RECURRING COST OF ORCHARD MAINTENARCE

No, of Trees:

Female Bullock

------------ XL S L)

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

Total
Expendi-
ture

Type Quantity Valliue

{Rs.) {Rs.)



PART VII : IF ORCHARD IS SOLD TO CROP CONTRACTORS:

1.

30

L.

Do you sell your orchard to contractors?
If yes, which orchard?

Which - cropping season?
Give reasons why,

At which stage of fruit production do you sell
the orchard to the middleman?

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

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?
How does_-the contract fix up the value of the yield?
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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Do you know? (1) Addition (11) Subtraction (iii)Multiplication
(1v] Division ) (111) plica

Do you take an advance of capital funds from the Contractor?
What 1s the rate of interest?

How much of such advance was taken last year?

When was it paid back? How?

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 : REGARDING FRUIT MARKETING

Which market do you send fruit to?

How do you select a particular market?

In what proportion is the fruit sent to different markets?
What quality of fruit is sent to which markets?

(a) Bombay (b) Pune (c¢) Ahmedabad (d) Surat
(e) Other (name the market)

What 1s the transport facility to each market?

Is the transport done directly from your orchard or
do you have to make some other transport arrangement ?

Who makes transport arrangsment? How?
(a) How many transport companies are thete in your village?
(b) Do you depand only on one transport company or

do you have contacts with more than one company?

(Give names of the companies.)

What types of responsibilities do the transport companies
accept?

Is there a metalled road from your village to the market?

If not, what is the length of unmetalled road?
(in miies)
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9. What protection does the fruit receive under the

10.

11.

1z2.
13.
14.

following 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?

Does your representative accompany the fruit with the truck?
Is there any'agreement ?etween you in this connection?
rom
Are expenses recorvered the person accompanying
the truck? How much?

Do you send fruit to one or more commission agents
in each market? ) ‘

Name the commission agents in the Poona Market.
How do you contact the commission agents?
Does a commission agent give you advances, etc.?

What amount does kxkm he charge as interest for any
such monetary help?

Do you receive the Account Slip and Money on the same day.
you send the goods to market?

How do you get the price of the goods?

(a) Immediatsly after the sale

(b) The farmer has to collect the amount every day
(¢c) Amount sent by post

(d) Other (explain)
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19.
20.

21.

22,

23.

2.

25.

26.

27.
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Do you (the farmer) yourself (or your agent) carefully'
watch the weighment of the goods? '

Do you often (or ever) notice any instances of cheating?
How? (Please explain.)
Do you send fruit duly counted or weighed?

Do you have to make any extra payments to the commission
agent? : '

Why and how much?

Do you properly preserve the receipts and check the amounts
of expenses given by the commission agent?

Do you get back the packing material used?
If yes, how many times you re-use them?

Do you enter into cooperative activities with your neighbouring
farmers in the areas of cultivation or marketing?

If so, in which oparations?

Are there any Fruit Growers' @rganizations in your arsa?
If yes, give, details of that organization.

Are you a member of any Fruit Cultivation or Marketing
Cooperatives?

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

¢) To which markets are the fruits sent through your Asgeoiatio:
d) The total number of members of the Association

e; When was your Association first established

f) Eny other details.

If the fruits do not sell in the market to which they were sent
does the commission agent then send that fruit to other 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:.

a) He himself bears the additional expenses involved

b) Recovers the additional expenses by charging more
commission than the normal one -

¢) Or through any other source



PART IX : DETAILS OF MARKSTING COSTS (AT THE FARM)

S. Item of Expenditure Household Labour Hired Labour Materials
Noe = ||| emssseasscccccsacsccccscscascaccaceccceset® enteescmesseescesscceesctamneSaSscscccccesseassaca=s
Permanent
Hired
Labour Male Female Bullock Male Female Bullock
No. Work- No. Work- No. Worke No. Worke No. Work- Wages No. Work- Wages No. Work~ Wages
ing ing ing ing ing (Rs.) ing (Rs.) ing (Rs.)
Days Days Days Days Days Days Days

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

1. Harvesting

2. Selsction and
Grading

3. Storing
L. Packing
5. Regarding Sala:

Transport and
Labour Charges

(From the Farm to
the road)

Or Intermediary
Transport

6. Transport upto the
market

7. Travelling Expenses

8. Loading/Unloading
charges in the
market

9. Cetroi

10, Other Charges
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PART X : . PACKING EXPENDITURE

S. Item of Expenditure No. Value Quantity No.of
No. ] . ) : Fruits
' packed

Bag
Gunny Bag

2. Rope
Nails
Metal Shest
Grass

Paper
Other

- 3. Loading Charges

(Upto Railway Station,
or 8.T., or Truck)

4, Transport :
A) Truck Charges
S.T. Charges .
'Railway Charges
B) Octroi
C) Other Taxes

5. Brokerage
(Commission Agents' Charge)



Rate Total
. Expenditure
(Rs.)

Unloading of Goods - Labour Charges

Expenditure involved in storing
of Unsold Fruits

Measuring, Weighing and Grading
Expenses in Poona

Market Committee Fees
(e.g. Cess)

Corporation Fees
Charities and Donations
Postage and Communication

Other Expenditure

Estimated Total Expenditure:

Estimated total expenditure during
the whole year over the entire crop



PART XII : LOANS TAKEN BY THE FARMER

Agency from whom Total Whan Reason Rate Period Repayment uptil now Year
loan ix taken amount of wmmemmemeccececeees and
of inte- From Inte- Total month
loan rest Princ- rest repay-
taken ipal ment
amount done

1. Acquaintance,
Friend, etc., or

2.Relative

3. Money-lender

L. Cooperative
Society

’ 50 Bank
6. Commission Agent

7. Pre-Harvest
Contractors

8. Xny Other

obg
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PART XIII : INFORMATION ABOUT FRUIT MARKET

How do you get information about prices of fruits in
different markets?

(Through Commission Agents, Newspapers, Radio, T.V.,
Neighbours or any other source)

What is the current practice of sale of fruits?
In Poona
In Bombay

QOther

If fruits are sold in Poona:

a) Are you aware of the Poona Agricultural Produce
Markets Act?

b) How and when did you find out about it?

¢) When was the Poona market regulated ?

d} Is it being properly implemented?

Are you aware that wholesale market has shifted elsewhere
from the Phule Market?

a) Where has it been shifted?

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?

Has anybody asked you your opinion about the changes before

or after the Market Regulation?
wWho and How? (In a meeting, or personally)

What were your comments/suggestions?
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PART XIV : ABOUT MARKET REGULATION

Whi

In
get

In
Els

le sellingy fruits in the Marketé

'Hundreds' measure, actually how many fruits do
included in the count? (e.g. 120, 130)

Poona :

ewhere:

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 Markets Act?

Do you get the price of your produce sold in the market
quicker as a result of the implementation of this Act?

Are
Are
(a)
(v)
(c)
(a)

(B)

the Account Receipts more detailed now than before?
the prices rsceived by you for ﬁroduce?

more than before .

less than before

no change

Is it more difficult now than before to get advance
from the commission agent ?

If yes, do you depend more than before on banks or
other iending agencies?

By which method are the produce being sold at Poona?

Whi
Do

Open auction/Closed auction
ch do you prefer? Why? Give reason.

you feel 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 commission 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 FRUITS IN THE POONA DISTRICT - 1978

Qdestionnéire for Khotidar

1. Name of the Khotidar: ' Date:

2. Native Place: - Taluka: ‘ District:

Residence:

Religion: Caste:

i)
ii)
iii)

iv)

v)
vi)
vii)

viii)

ix)

x)

Reason for leaving the village

Wheﬁ did you leave the village?

Since when are you a Pre-Harvest Contractor?
Of which fruits?

Are you engaged in any other occupation
other than Khotidari?

If yes, name the occupations:
Give the reasons why you entered Khotidari,
What was your occupation prior to Khotidari?

Please describe the Khotidari business in fruit
in the district when you entered the business.

Presently is this Khotidari occupation your sole
trading concern or in partnership?

If it is in partnership, what is the nature
of the partnership?

What are the occupations of the other members
of your family? .

Nature of Agrecment between the Farmer and Khotidar:

a) Written Agreement (on stamp-paper and the signatura

of witnesses)

b) Written Agreement (on stamp-paper but without .the

signature of witnesses)
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¢) Oral Agreement (In the presence of witnesses)
d) Oral Agreement (Without any witness)
@) No Specific Agresment.

Period of accepting Khoti:

a) Which blossom/season

b) In which month do you make the Khoti purchase?
c) During which state of fruit?

After the agreement, what is the nature of the responsi-
bilities shared between the farmer and the Khotidar?

while selling on Khoti how is the bargain settled?

After settling the bargain, manner in which farmers

. are paid:

10,

11.

at’
a) The entirs amount is paid in lump-sum . the beginning.

b) The entire amount is paid in lump-sum but at the end.
¢) The payment is made in more than one instalments.

d) If paid in more than one instalments, what is the
nature of such instalments?

What is normally the nature of conflict between the farmer

and the Khotidar, if such conflict arises?

Is there any specific difference betwesn the agreement

regarding Pre-harvest contracts with small farmers, and
large farmers?

If so, what 1s that?

Generally, which are the villages/areas from which you
accept orchards on Khoti?

Village Taluka

In the region 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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If you are the only Khotidar, what possible reasons could
there be for others not accepting Khoti in that region?

Normally, how many fruit-trees do you purchase on
contract in any season?

How many fruit-tr-:es did you contract last year?

If you are otfering advances/loans to farmers:
a) When do you extend the loan?

b) For which reasons?

¢) What are the terms and conditions?

d) What is the rate of interest?

How does the farmer make the repayment?

a) Do vou daauct the amount from the sale procecsds?

b) “ny other method.

What is normally the quality of fruit you contract in?
(Good/Medium/Poor)

wWhen vou xR do the following?

a) Spraving of insecticides/pesticides

b) Harvesting (state of fruit development)

¢) Grading of fruits (How many grades are thefe?)

d) How and where do you store the purchased fruit?

e) What erades of fruit do you sslect for different
markets? (Bombay, Poona, etc.)
What tvpe of packing do you use for each?
Do you sell any of the fruit in the local market?
why so?

Quality of Market ’ Tvpe of
Fruit Place Packing
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19,

20.

21.

22,
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f) How do wvou 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 there 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 tha truck may be stationed?

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?
nges pald to them:
c¢) How many are Saldars?
Wages paid to them:

d) Expenditure on baskets, gunny bags, etc., required
for harvesting £ of fruits, transport upto the store'

Expenses on packing material (For one box/basket)

Do you hire separate labour for the packing operation?
Wages paid to them:

Approximately how many boxes/baskets does one worker pack?

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?

Average per basket/box hamali charges?

In each market with how many Commission Agents do you do
business?

Name the Commission Agents in Poona that you do business with.
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2L,

25,

26.

27.

28.

29.
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How do you protect the fruits against damage during
transport (due to sun, rain, theft, etc.)? .

Was there any theft of fruit in transport last year?

No. of fruits stolen and price.

When you send fruits to the market, does any one
accompany the fruit? 4

How do you collect your proceeds from the Commission Agents?
Do you have to visit the market?

What is the expenditure involved?

Do you get help from the Commission Agents? (e.g. in
respect of advance, arrangement of transport,
insecticides, pesticides, fertilizers, etc.)

Do they chabge for such help?

Do you get money and account slip on the same day you
send fruits to the market?

How do you get money of your goods?

(By Post; Through the sérvants; or you have to go personally

Have you kept darefully with you any of the receipts (account
slips¥ given by the Commission Agent? ;

Do you check the account slips given to you?

Are they correct?

Do you get back the boxes/baskets used for fruit packing?
Do you re-use them for packing?

While ra-using them what expenditure you have to incur
for their repairs?

How many times can you use such boxes/baskets for packing?
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(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?
What amount of loan did you bake for this last year?
From whom?

What is the rate of interest?

(B) In the expenditure incurred for Sending_ffuits 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 ybu have takan for this last year?

What is the rate of interast?

If you are taking loan from the Commission Agent or
Money-lender (Sahukar), then why do you not take loan
from a Cooperative or éommercial Bank? 4

Does the Commission Agent deduct the market charges at
the pre-accepted rates?

Or, does he make higher, unauthorized deductionsf as well?

Do you ever fe:l that there are unaccounted for deductions,
charges and beets in the account slips?
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QUESTIONNAIRE

NAME : : ' DATE :
OCCUPATION: COMMISSION AGENT PLACE:

1. Place of Origin
2. Religion :
3. Caste
L. Sub-caste
. 5. Place of residence
6. Father's Occupation

7. The year when your family entered this occupation
(fruit business)

8. Year when respondent entersd fruit business “

9. Family's earlier occupatioh '

10. Respondent's earlier occupation

11. Reasons for taking up this occupation

12, Number of family members in fruit commissioning business

13, Other occupation of tho,respondont .

14. Other occupation of the- respondont's family
(with special emphasis on occupations rolatod te fruit,
such as farming, khotidari, inter-market trading,
retailing, otc.f :

Any reasons for choosing Poona market?



15. If the respondent conducts business in any other market
as well, then the name of that/those market/markets.

16,

Fruit handled Place of Season- Mode of
(type and variety) orifin alit transgort
(1) (2 (3 (4

b
i
iit
iv
v)
vi
vii

1

--------- -----------------:&----

17. Whether fruit is graded or not and type of grading:

" Fruit  Yes/No If yes, then Comment on flaws
' . o basis ?g)grading of gra?i?g

. [
- e @ e @ W w W Em S e W @ W B @ ® > G W % ® G W e G & ® o

18, Do you grade the ungradéd fruit? On what baéis?

Fruit Yes/No If yes, method. Reason (benafit)
and basis ‘

-------- - W @ e ® S - O O S O o e W e " e e @ %o
. / . .
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19. Fruit quality coming to Poona
(approximate gradation in A, B, C, terms)

Fruit Place of A/B/C Markets through which the
origin fruit passes before reaching
Poona stating whether the
fruit market is regulated (R)
or unregulated (X) in each
of these markets

20. Do you have dealings with farmers (F), khotidars (K),
traders (T) or agents (A)? .

Fruit  F/K/T/A  bName a few Their place of
important ones residence
(1) (2) (3) (&)

20A, State the differsnt.methods you adopt in making contacts
with farmers (F), khotidars %K), traders (T) and agents (A).

Fruit and Method
variety

Farners Khotidars Traders _Agents
abcd abecd abecdabecd

1)
11)
111) -

21, ¥With whom is your major (50% or so) trade conducted?
Fruit F/K/T/A .

22, Through which of the above-mentioned methods do you conduct
most of your trade?

Fruitwise F XK- T A
Total

23, In case of two comparable methods of nnkin§ contacts and
trading partner (F/K/T/A) which do you prefer and why?

1) :
11)



24,

25,

26,

27.

28,

29,
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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, . . ) giving market intelligence by
eriodically dispatching information about prices and arrivals,
¢) supplying pesticides and fertilizers, (&) arranging for
transpprtation, (&) storing and caring for the fruit at the
Poona mandai free of cost, ({) any other. '

If you give any of the above mentioned sorviées'on payment

what are the terms and charges of each of the extra services?

(a)

e o)
(e} gl
| e

(a)

a) State what functions you perform after the Market Act
has become applicable. A

b) State what functions you'perfqrmed befors the Market Act
was applicable. Point out the changes,

Commission Agents' opinion about the existing and likely

impact of the New Market Act: (1nc1ud%ng the open auction
: system

a) On Commission Agents A

b) On farmer »

c) On the market in general

(1) earnings and prices, (2) convenience (trouble and.time),
3) Storage, (4) loan repayment, (5) arrivals, (6) costs,
7) any other. :

What problems do you have with farmers, traders, khotidars

and retailers regarding: (a) loan repayment,-(b, bshaviour,
(¢) excessive complaints to authorities deterring your work, °
(d) dissatisfaction with price, (e) bad gacking, (f) bad
%rading,_(g) quality of fruit, (h) how they try to cheat you,
i) any other. A

What is the place and mathod employed by you for storing
different fruits?

(In case a cold storage has been used then the name of the
cold storage, its location, rates, capacity, and other
rolated 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 sach fruit.

32. Give a general idea of the months during whichsdemand 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 (1) 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 wholosale market being
shifted to Gultekadi? q
an

b) Say what you think of the following/make any
suggestions vou -like:

1) the Section allotted to wholesale trade at Gultekadi
ii) hamali charges
ii1i) -market charges
iv supervision and weighment
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.)

3. Storing expenses not borne
by C.A.

L. 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 Agenta Association? State name and
number., Describe structure and method of entry, activity,
" uses and drawbacks of the Asseciation.

37. Please give seasonal division of volume of business in actual
or percentage terms in real and/or money units,
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QUESTIONNAIRE

NAME : PLACE:
OCCUPATION: RETAILER DATE :

1,
2,

13.

14.

15.
16.
17.
18,

own/rent shop/cart/basket

Place of origin

Religion

Caste

Sub-caste

Father's occupation

Place of residence

Year of starting fruit business by faﬁily

Year when respondent entered fruit Susinoss

Earlier occupation of famil&

Earlier oc¢cupation of respondent

Number of family members in fruit selling business
Scale and place of operation, if opébating in more than
one location, and relation of the person tending to

fruit in each place.

Other occupations of different family members (including
cousins and uncles) and their places of operation

Other occupations of respondent and the days and hours
spent in each occupation '

Reason for choosing fruit selling
Reason for choosing this particular location
Any other family business

Number of shops, carts owned by respondent or his family
in Poona and other places, naming each place
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19.
Fruit and variety handled place of Season Occupa- Mode of
over the year and approx- purchase . tion trans-
imate volume of each and froa and name port
whon of from
person place
from whom of
purchased purchase
(1) (2) (3) (%) (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 No. of Crades

1) -
11)
111
iv
v

21, Are you under obligation to any commission agent, 1.e. are
you tied to anyone or free to make your purchases froa
anyone you choose? .

22, In:case of tie, what is the nature of the tie?

1) Advances taken from Cormission Agent for some
gurpose such as purchase of cart
11) Earlier sum from fruit taken on credit
i111) Friend or relative :
iv) Some extra‘ﬁﬁ&g}ormed by Commission Agent
v) Some o}horhbbligation.

23. If you are free to choose any fruit, on what basis do you
chooss the fruit?

1) Knowing that commission agent gives fruit on credit
11) Knowing that the commission agent gives loan when
needad for other g:;gosoa as well
111) Knowing that the ¢ ssion agent is of an amiable
disposition
iv) Good relations with the farmer whose fruit the
commission agent handles
v) Knowing that the commission agent is an honest man
and will not charge high rates fax of interest .
and extras
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vi) Knowing that the commission agent handles only good
quality fruit
vii) The actual quality of the fruits
viii) Proximity to the entrance of the market yard
ix) The number around the commission agent
x) The nature of buyers around the commission agent
(well-to-do buyers indicating that the auction
price may go up high)
xi) No particular reason -
xii) Some other reason like new fruit, known popularity
of the fruit, lesser perishability or any other
reason,

24, Do you deal with more than one commission—agont?

25, Do you purchase new fruit when more than 50% of the earlier
-lot of the same fruit/variety is unsold?

26, Give a few examples of how you price ‘your fruit after
re-grading them. ) .

27. What methods'do you smploy to keep your fruits fresh?

28, What methods do you employ to make the: fruit appear more
attractive to customers? °

29. COnsumsr Bshaviour'

i) Which fruit sslls sasily?
i1) What class of people purchase which fruit and how
does each class behave?
(a) Rich (car owners)
sb giddls class (woll-drsssod but no car)
¢) Poor
i1i1) When do fruits get sold sasily? (naming the
festivals and occasions)
iv) Do consumers bargain? 1In what way? -
v) What problems do you have with consumers?
vi) Any further comments on consumer bshaviour.

30, 1) What is done with daily surpluses? o

11) What is the method of storage employed?

i11) When (which day after purchase) are prices lowered?

iv) At around what percentage rangs of normal price are
such spoilt fruit sold?

31, What is the condition of packsd fruit received By you?

(A) Give some instances of spoilt fruit at the time of
opening the crate (peti) or baskst(prefsrably in
the same week) :

gatei 1 1 Fruit: . 0%‘
artial spoilage on opening : less than 1
S 10-25%
25-50%
50-75%

Complete spoilage (unsaleable): More than 755'



(B) Spoilage due to Keeping: Overnight
2-3 days
3.7 days
7-10 days
More than 10 days

. 32. (a) What is the normal fruit loss in each season?
(summer, winter, monsoon - percentage)

1) fetching 75% or 3/4 of the normal price

11) fetching at least 50% or 1/2 of normal price
1i11) fetching 25% or less price, an

iv) totally unsaleable, ‘

(b) Fruit loss per unit of purchase
(c) Value lost on account of the spoilage.

i .
33. (a) Among the differsnt methods of packing fruit, from
¥our gxperience which are the most suitable for each
ruit?

(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

v) Cooperative credit society
vi) Moneylender

vii) Friend or Neighbour

viii) Any other,

(B) Pleass give:

i) The rate of interest for each
i1) Terms and conditions

iii) Period of loan

iv) Frequency of loan

v) Penalty if debt unpaid

vi) Outatanding debt to-date

35. What problems do you oxperiendo regarding finance?

i) high interast rate
i1) difficulty of getting fruit on credit
ii1) difficulty of obtaining loan (Advance)
iv) security deposit with logdor
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 purchase fruit? e.g.

1) refusal to give fruit on credit

i1) charge high rate of interest
111) 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

found 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 of 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. Cozparing the open auctlion system with the closed hatya
system of the pre-regulation period, which do you find
better and why? \

38. Is the Kew Market Act good or bad and why?

39. Can you read, write and'apeak Marathi?

4L0. Do you know basic arithmetic 1ike addition, subtraction,

multiplication and division?

L1. Do you maintain accounts of daily purchase and sales?

4L2. Marketing Costs: (Monthly)

Iten = Rate Quan- Money
tity value

Licence fess
Space charge or rent
7If owned then imputed rent)
Servants
Insurance
Baskets '
Decorative items for sales promotion
e.g. coloured paper
Paper bags -
String
Scales
Knife and other accessories neesded
for fruit business
Electricity
Storage
Transportation from place of purchase
Spollage
Any other
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SPECIAL QUESTIONS FOR BIG TRADERS IMPORTING FROM OTHER
MARKETS AND SELLING TO BOTH RETAILERS AND CONSUMERS

1. a) Name the fruits you handle in different seasons.

b) Markets and source (farmer, agent of farmer, khotidar,
dalal, cooperative body, otc.f from where you purchase
each fruilt and why.

¢) The source of each fruit variety
(village, taluka, district, and state)

d) The markets through which the fruit passed
e) The modes of transportation in each case

f) Modes of packing of each fruit from different sources,
pointing out any changes in the packing methods that may
have been effected after the fruit left the farmer
and x by whom

g) The nature of storage at different markets and stages

h) A brief idea of the functioning of each i1f the markets
through which the fruit may have passed: whether regulated
or not, .open or closed auction, rules, charges, cleanliness,
etc.

-

1) The day/time the fruit left the farmer and the day/time
the frult reached Poona market.

)
2. Marketing Costs from Source: .

Iten Itemwise Costs

1. Picking

2. Packing

3. Hamali and other labour

L. Transportation (non-hamali)
5. Commission to agents

6. Storage

7. Octrol

8. Market charges

9. Charity and other expenses
10, Other costs like deductions
11. Spoilage

12. Any other . .
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3. 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
3. 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.

I, Price Spread:

1) Fruit:
Cost Price
Selling Price

2) Fruit:
Cost Price
Selling Price



362
BIBLIOGRAPHY

I. Books

Alyer, Y, N, Village Improvement and Agricultural Extension,
Bangalore : The Bangalore Printing and Publishing Co,

Ltdo [ ] 195""0

Allen, G, R, Agricultural Marketing Policies. Oxford : Basil
Blackwell, 1959, '

Anderson, Davi@ R., Sweeny, Dennis J., Williams, Thomas A,
Statistics for Business and Economics (Second Edition),
St. Paul, Minnesota, U,S.,A. : West Publishing Co.,198%,.

Bandopadhyay, Arun Kumar, Economics of Agricultural Credit,
(Institute of Economic Growth, Delhi.) New Delhi :

Agricole Publishing Academy, 1984,

Batra, Madan Mohan, Agricultural Production : Prices and
Technology, (Delhi School of Economics, Monograph in
Economics No, l4,) Delhi : Allied Publishers Private
Ltd., 1972, S

Bennet, L, G. Market Intelligence in the Horticulture Indu-
stry. University of Leading, Department of Agricul-
tural Economics, Miscellaneous Series No,36, June 196%.

Bhalla, G, S. Changing Agrarian Structure in India, Delhi :
Meenakshi Prakashan, 1974, :

Bharadwaj, Krishna, Production Conditions in Indien Agri-
culture : A Study Based on Farm Management Surveys,
Cambridge University Press, 1974,




363

Bohrns tedt, George W., and Knoke, David., Statistics for
Social Data Analysis, Itasca, Illinois, U.S.A. ¢
F.E. Peacock Publishers, Inc., 1982,

Bowing, James R,, Southworth, Herman M,, Waugh, Fredrick V,

Marketing Policies in Agriculture, New Jersey,
U.S.A. : Prentice Hall, Inc., 1960,

Brahme, Sulabha, Drought in Maharashtra, 1972 : A Case Study
for Irrigation Planning. -Gokhale Institute of
Politiecs and Economics Publication No,68, 1983,

Burns, A, J. Prices and Spreads for Apples, Grapefruit,
Grapes, Lemons and Oranges, Sold Fresh in gelected
Markets, 1962/63 - 1966/67. (1970).

Carruthers, Ian and Clark, Colin., The Economics of Irriga-
tion (3rd Edition). English Language Book Society
and Liverpool University Press, 1983,

Cassidy, Ralph :Tr. Exchange by Treaty, Bureau of Business
Research, Graduate School -of Business University of
Texas at Austin, 1974, -

Chaudhuri, D. P, [Education and Agriculturel Productivity in
India. Working Paper No, 28 of the Department of
Economics, Delhi School of Economics, University of

Delhi., November 1967,

Cheema, G, S. Marketing of Fruits and Vegetables in Bombay,
_ Bombay : Government Central Press, 1932,

Clark, C., The Conditions of Economic Progress (2nd Edition).
Macmillan, 19510

Cohen, R, The Economics of Agriculture. Cambridge, Great
Britain : James Nisbet and Co, Ltd., 1968,

Cruess, W, V., Commercial Fruit and Vegetable Products. New
' York : McGraw-Hill Book Company, Inc., 1948,




364

Dagli, Vadilal (ed.). Foundations of Indisn Agriculture,
(Comzmerce Economic Studles I.) Bombay s Vora amd Co.
A
Publishers Pvt, Ltd.

Dasgupta, Biplab. The New Agrarian Technology in India,
Delbi : The Macmillan Co, of India Ltd., 1980,

(First published by the U.N. Research Institute for
Social Developzent, Geneva, 1977.)

Dasgupta, Sipra. Agricultural Producer's Rationality and
Technicel Chsnge. New Delhi : Asia Publishing House,
1970,

Desal, A. R. Rursl India in Transition., Bombay : Popular
Book Depot, 1961.

Desal, Gunvant M. -Fertilisers in India's Agricultural Deve-

loprent, Problems and Policies (Working Paper on).
Ahredabad : Indian Institute of Managezent, 1977,

Desal, Meghnad; Rudolph, Suzanne Hoeber and Rudra, Ashok

(ed.). Agrarisn Pover and Agricultural Productivity
in South Asia, Delhi : Oxford University Press, 1954,

Dhryces, Phoebus J, Rconometrics : Statistical Foundations
and Applications., New York : Harper and Row Publica-
tion, 1970,

Gaetanid, A. C. The Vegetable and Fruits Markets of Naples.
Horteci Della Torret, Euglish Translation, 1958,

Gandhi, Sohrab R. Grape Culture in Western India, Bozbay ¢
Departrent of Agriculture, 1930,

George, P, S. Nagpur Oranges : A Micro Study on Agri-
Business Systers, Ahzmedabad : Centre for Management
in Agriculture, Indian Institute of Managezent, 1974,

Earriss, Barbara, Transitional Trade and Rural Developrent,
Delhi : Vikas Publishing House, 1981,




365

Hariss, John (ed.). Rural Development, London ¢ Hutchinson
Publishing Group, 1982,

Hamburg, Horris. Basic Statisties : A Modern Approach
(Third edition)., Harcourt Brace Jovanovich, 1985,
Headley, J. C., Lewls, J. N. The Pesticide Problem : in

Economic Approach to Public Policy. Washington
Resources for the Future, Inc., 1967,

Eirsch, Leon V. Marketing in an Underdeveloped Economy ¢
The North Indian Sugar Industry. Englewood Cliffs,
New Jersey : Prentice-Hall, Inc., 1961.

Hoos, Sidney. Agricultural Marketing Boards - An Inter-
national Perspective, Cambridge Mass, ¢ Ballinger

Publishing Company. (A Subsidiary of Harper &
Row, Publishers, Inc.) 1979.

Hunter, Guy and Bottrall, Anthony. Serving the Smsll
Farmer : Policy Choices in Indian Agriculture,
(Reading University/dverseas Developument Institute
Joint Research Programme on Agricultural Development
Overseas and the Natlional Institute of Community
Development, Hyderabad.) London : Croom Helm Ltd.,
197%.

Jarmu, P. S. Changing Social Structure in Rural Punjab,
New Delhl : Sterling Publishers Pvt. Ltd., 1974,

Jasdanwala, Z. Y. Marketing Efficiency in Indien Agriculture,
New Delhi : Allied Publishers Pvt, Ltd., 1966,

Johnston, Bruce P, and Killy, Peter. Agriculture and

Structural Trangformation : Economic Strategies in

Late Developing Countries. New York : Oxford:
University Press, 1975.

Johnston, J. Econometric Methods, New York : McGraw-H1ll
Book Company, Inc., 1963.




366

Kahlon, A. S. Modernisation of Punjsb Agriculture, New

Delhi : Allied Publishers Pvt, Ltd., 198k,

Kane, BEdward J. Economic Statistics and Econometrics,
New York : Harper and Row, 1968,

Kohler, Heinz, Statistics for Business and Economics,
U.S.A. : Scott, Foresman and Company, 1985,

Kulkarni, K. R. Agricultursl Marketing in India, 2 vols,
Bombay University Press, 1951.

Ladd, George W. Agricultural Bargaining Power. Iowa,
U.S.A. : Iowa State University Press, 196%4.,

Lea, David A. M., Chaudhri, D, P, (ed.). Rural Development
and the State., New York : Methuen and Co, Ltd.,
1983. '

Lenz, D, Trade Margins of Vegetables and Fruits and Thelr
Relationship of Price Formation. Agar, Wirfshaft,
1999.

McCorkle, C. O. Fruit and Vegetsble Marketing in the
Economic Development of Greece. Athens, Greece ¢
Centre of Economlic Research, Research Monograph
Series, 1962,

KcIntosh, G, B. Fruit Acts and Regulations, Washington 3
U.s., G.P.0., 1929,

Mellor, Jobn W., Weaver, Thomas F., Lele, Uma J,, and Simon,

Sheldon R, Developing Rural India ; Plan and Practice,
Ithaca, New York : Cornell University Press, 1968,

With speclal emphasis on Part III : Traders from
Sholapur by Uma J., Lele, pp. 237-291.

Mirchandani, R, T., and Hiranandani, C, J, Regulated
Markets : Their Impact on Market Structure and
Efficlency. Bombay : Indian Soclety of Agricultural
Econoxics, Seminar Series V, 1965,




367

Mosher, A. T. Creating a Progressive Rural Structure. New
York : Agricultural Development Council, Inc., 1969.

Mukherjee, B. B, Agriculturel Marketing in India (Second
edition). Calcutta : Thacker, Spink & Co., Pvt, Ltd.,

1960, -

Murphy, James L., Introductory Econometrics. Homewood,
Illinois : Richard Irwin, Inc., 1973,

Naidu, V. T, Farm Credit and Cooperatives in India,
Bombay : Vora & Co. Publishers Pvt, Ltd., 1968,

Nambiar, K. K. M., Ghosh, A, B. Highlights of Research of
a Long Term Fertiliser Experiment in India (1971-82).
New Delhi : Indian Agricultural Research Institute,

1984,

N.C.A.E.R, Pesticides in Indian Agriculture, New Delhi :
‘ National Council of Applied Economic Research, 1967,

Neely, Frances 3, Research Design in the Behavioral
Sciences : Multiple Regression Approach, Carbondale,
Illinois : Southern Illinois University Press, 1969.

Newiger, Nikolous (Compiler). Fundamental Problems of -
Agrarian Structure and Reform in Developing Countries.
German Foundation for Developing Countries, Berlin-
Tegel, Reiherwerder, 1962, .

Padmanabhan, K. P, Rural Financial Intermediation. Pune :
Shubhada-Saraswat Publications Pvt, Ltd., 1986,

Panchanadikar, K. C,, and Panchanadikar, J, Rural Moderniza-

tion in India : A Study in Development Infrastructure.
Bombay : Popular Prakashan, 1978, - ‘

Panse, V. G. Cost of Cultivation of Some Indian Field Crops.,
New Delhi : Indian Council of Agricultural Research,
1963, ~ :




368

Patel, A. S, Fertiliser Use in Gujarat., .Gujarat : Gujarat
State Fertiliser Company Ltd., 1973.

Patil, s. P., and Pawar, J, R, A Study of Marketing of
Fruits in Mahatma Phule Market, Bombay, Rahuri
(Ahmednagar District, Maharashtra State, India) :
Department of Agricultural Economiecs, Post=Graduate
School, Mahatma Phule Krishi Vidyapeeth, 1980,

Punekar, S. D., and Golwalkar, Alka R. Rural Change in
Maharashtra., Bombay : Popular Prakashan, 1973,

Rahman, Mahfoozur, Cooperative Credit and Agricultural
Development. Delhi : Sultan Chand & Sons, 1974,

Ranade, C., G., Rao, K, Hanumahtha, and Sah, D, C, Groundnut
Marketing : ‘A Study of Cooperative and Private Trade
Channels, Ahnedabad : Indian Institute of Management,
(Centre for Management in Agriculture Monograph No,
92), 1982,

Rane, D, M., and Borole, Y, M. Maharashtra Agricultural
Lands (Ceiling on Holdings) Act, 1961, Poona :

G. Y. Rane Prakashan, 1965,

Raychaudhuri, S. P, Problems of Fertiliser Use and Crop
Production, New Delhi : Economic and Scientific
Research Foundation, 1975,

Raychaudhuri, S. P, Use of Nutrients in Agriculture and
Economics of High-Yielding Varietles, New Delhi ¢

Economic and Scientific Research Foundation, 1976,

Roth, Hans-Dieter. Indian Moneylenders at Work. New Delhi :
Manohar Publications, 1983,

Rudramoorthy, o Zxtension in Planned Social Change,
Bombay : Allied Publishers Private Ltd., 1964,

“Sampath,‘R. K. Economic Efficiency in Indian Agricultur .,
New Delhi : Macmillan Company of India Ltd., 1979,




369

Schultz, T, W. Economic Value of Education. New York :
Columbia University Press, 1963.

Sharma, A. N. Economic Structure of Indian Agriculture.
Bombay : Himalaya Publishing House, 198k,

Sharma, R, K. Factors_Affecting Fertiliser Use in the H1ill
Region of Uttar Pradesh, Delhi : Agricultural '

‘Economics Research Centre, 1980,

Sharma, R. K., and Gupta, D. P. Impact of Decline in Ferti-
lizer Use During 1974=75 : A Study in Selected Dis=
tricts of Haryana, Punjab and U,P, Delhi : A.E.R.C.,
University of Delhi,

Shirname, T, G. Marketing of Some Agricultural Products
Exported from Bombay. to the United Kingdom, Bombay ¢

Department of Agriculture, 1933,

ASikka, Balraj K.. Demand for Fresh Fruits (An Econometric
Analysis). Delhi : B, R. Publishing Corporation,
1986,

Singh, Inderjit; Squire, Lyn, and Kirchner, James. Agricul-
tural Pricing and Marketing Policies in an African

Context : A Framework for Analysis (World Bank Staff
Working Papers, No, 743). Washington : IBRD/The

World Bank, 1985,
Sini:le. P. Role of lnstitutional Finance in Agriculture,
New Delhi : Ashish Publishing House, 1986,

Singh, Preeti, Problems and Prospects of the Cold Storage
Industry in India, , New Delhl : Himalaya Publishing
House, 1985,

Singh, Shrinath, Modernisation of Agriculture. New Delhi
Heritage Publishers, 1976,

Soman, K, V. Marketing of Bananas in the State of Maha-

rashtra, Nagpur : Governument Press, 1968,




370

Somerset, W. B, Marketing Problems of the Ontario Fruit and
Vegetable Industry (Report of the Ontario Fruit and
Vegetable Marketing Commission, 1925,

Srivastava, H. C., and Chaturvedi, M, K, Rural Middlemen
Network of Patronage, New Delhi : Ashish Publishing
House, 1986,

Stanislaus, M. Sebastian, Farmers' Response to Price Chances

in_a Developing Economy., New Delhi : Ashish Publish-
ing House, 1985, :

Von Oppen, M. The Effects of Inter-Regional Trade and Market:

Infrastructure on Aggregate Productivity of Agricule-
ture, (Report produced for the Economics Department
of the ICRISAT, Hyderabad, India, 1979, )

Yamane, Taro. Statistics ; An Introductory Analysis (Second
edition). New York : Harper and. Row Publishers, 1967,

Yeomans, K. A. Applied Statistics ; Statistics for the Social
Scientist, Vol. II. Harmondsworth, Middlesex,

England:Penguin Books Ltd., 1968,

II, Articles

Acharya, S. S. "Parity Issues in Pricing of Foodgrains OQut-

put,"” Indian Journal of Agricultural Economics,
October-December 1981,

Agarwal, G, D. "Price Spread in Marketing of Agricultural

Produce," Indian Journal of Agricultural Economics,
Vol, IV, 19’4‘8, PP. 197-199.

Allen, G. R, "The Short Term Behaviour of Distributive
Margins of Fruits and Vegetables," Farm Economist
(Oxford, England), 1956,



371

Arora, D, S. "Imperative Marketing Research,” Economic
Times, January 10, 1979,
Aulekh, H, S., and Dhar, M. K, "Economic and Operational

Efficiency in Marketing of Apple in Keshmir,®
Economic Affairs, 19:12, December 197k,

Balasubramaniam, M, "The Role of Processing of Agricultural
Produce in the Indian Rural Economy," Indian Journal

of Agricultural Economics, Vol, XVIII, 1960, p. 15.

Baweja, G. S. MAgricultural Extension : An Effective
Approach to Agricultural Extension - 'Training and
Visit' System," Agricultural Situation in India,
Vol. XXXV, No.5, August 1980, pp. 337=-342.

Bhalerao, M. M,, and Vishwanath, "“Cooperative Marketing of
Fruits and Vegetables,” Khadi Gramodyog, 18:6,
March 1972, -

Bhalerao, M. M,, and Pandey, H., C, "Utilization of Market
Finance - A Sample Study of the Deoria District,®
(Maharashtra Cooperative Public Distribution System),

Financial Express, October 30, 1972,
Bandhutia, B, J, "Marketing Structures and Cooperatives,"
Artha-Vikas, 10:, January 197k, '

Bandhutia, B, J. "Marketing of Fruits in South Gujarat With
Special Reference to Marketing of Mangoes," Disserta-
tion Abstracts, 2:%, October-December 1974, -

Bharadwaj, Krishna, "Notes on Farm Size and Productivity,"
Economic and Political Weekly, Vol, 9, Review of
Agriculture, March 30, 1974,

Bhatia, G. R., Rao, P, Kutumba, "Fresh Fruits and Vegetables
Grading - A Study in Retrospect and Prospect," Agri=-
cultural Marketing, Vol, XXIV, No.W, January 1982, =
ppP. 51-60, SRR




372

Bhattacharya, N., and Saini, G, R. "Farm Size and Producti-
vity : A Fresh Look," Economic and Political Weekly,
Vol,?7, June 24, 1972,

Blyn, George. "Price Series Correlation as a Measure of
Market Integration,” Indian Journal of Agricultural

Economics, Vol. 28, No.2, April-June 1973,

Chakraborty, S. K. "The Implication of a Recent Change in
the Flow and Use Structure of Rural Credit in West
Bengal,” Indian Journal of Agricultural Economics,
Vol, XXXIII, No.%, 1978.

Chobey, B, N, "Progress and Problems of Marketing Coopera-

tives," Maharashtra Cooperative Quarterly, 56:2=3,

October 1972-January 1973.

Dams, Theodor, "The Integration of Agriculture in the Over-
all Development Policy,® in Nurul Islam (ed.).
Agricultural Policy in Developing Economies,
Macmillan Publishers, 1974,

Deole, C. D., Ashturkar, B. W., and Ambegaonkar, L. V. "™An
Analysis of Wheat (Bansi) Price Differences in Some
Regulated Markets," Indian Journal of Agricul tural
Econouies, Vol. XXXIV, No. 4, 1979.

De Sa, Dom, "“Changing Marketing Strategy," Economic Times,
August 1k, 1985,

Desal, Gunvant M, "Increasing Fertilizer Use in Indian
Agriculture,"” Occasional Paper No. 14, Cornell
University-USAID Prices Research Contract, Department
of Agricultural Economics, Cornell University, New
York, U.S.A., January 1969,

Dhongade, M. P., and Thadwani, V. G, "Marketing Behaviour of
Farmers and Factors Affecting It," Agricultural
Marketing, 17:2, July 1974,




373

Fdwards, Ishita M,, and Edwards, Rex M.,“The Inter-Relation-~
: ship between Land and Marketing Structure = A Case
Study," in Sheo Kumar Lal (ed.). Sociological Pers-
pectives of Land Reforms. New Delhi : Agricole
Publishing Academy, 1982, pp. 236-249,

Faruqui, N. Y. Z. “"Marketability of Bangalore Tomatoes in

Delhi Market (A Case Study)," Agricultural Marketing
Vol.23, No,.2, 1980, pp., 1l4-18,

Faruql, N, Y. 2. "Problems in Quality Control of Fruits and
the .-Role of Market Planning and Design Centre,"
Agricultural Marketing, Vol, XXIV, No.4, January
1982, pp. 41-45, ' . .

Forman, Shepard and Riegelhaupt, Joyce F. "Market Place and
Marketing System : Toward a Theory of Peasant Economic
Integration,” (Comparative Studies in Society and
History, Vol. XII, No, 2, April 1970, pp. 188-212,

Fraser, R, W, "Unreliable Markets and Perishable Products,"
Journal of Agricultural Economics, January 1986,

pp. 89-95.
Gedgil, P, G. "Returns to Turmeric Merchants = Lagged
Margins,” Agricultural Marketing, 18:3, 1975, pp.l-k,
Gandhi, S. R, "Investigation in Fig Culture and Treatment,"

Department of Agriculture, University of Bombay
Bulletin, No., 117, 192k,

George, P, S, "Role of Price Spreads in Determining Agri-
cultural Price Policy," Agricultural Situation in
_ India, Vol, XXVII, No, 9, 1972, :
George, P. S. "Marketing Pattern of Citrus Fruits," Agri-
cultural Marketing, 27:3, 1974, pp. 1=9,



374

Ghatak, Anita and Ghatak, Subrata, "Output Response in
Underdeveloped Agriculture : A Case Study in West
Bengal Districts," The Indian Journal of Economics,

Vol., LXVI, No,260, July 1985, pp. 115-123.

Gill, K. S, "Role of Commercial Banks in Marketing of Agri-

cultural Produce," Agricultural Mérketing, 15:3,
October 1972.

Greldmur, P, "“Economlic Aspects of the Netherland's Fruit
and Vegetable Processing Industry," Wagensingen,
8&:#?’ 19?2’ PP. 139-1h50

Gupta, A, K., and Ram, G, S. "Price Spread Behaviour of

Vegetables in Delhi," Agricultursl Situation in

Gupta, A, P. "Price Spreads and Marketing Efficiency :
Case Study of Nine U.P. Markets," Economic Times,

Augus€ 27, 1974,

Gupta, B. S, "Farmers and Middlemen," Kurukshetra (India),
Ma.l‘ch 1, 1972, pp. 11-120

Harriss, Barbara. "Regulated Foodgrains Market : A
Critique,” Social Scientist, Vol, 8, No.,8, March
1980) Pp. 22-290

Harriss, Barbara, "Inaétion, Interaction and Action :
Regulated Agricultural Markets in Tamil Nadu,"
Social Scientist, Vol. 9, No, %, November 1980, pp.
96-1330

Herring, Ronald J., and Edwards, Red M, "Guaranteeing Em-
ployment to the Rural Poor ¢ Soclal Functions and
Class Interest in the E,G.S, in Western India,"
World Development Journsal, Vol, 2, No.7, 1983,
PD. 575"5920




375

*Himachal Pradesh = Package Offer for Fruit Marketing,”
Financisl Express, July 1415, 1975.

Jaln, B, K, 8. "Promotlon of Rural Markets,® Economic
Times, August 1%, 1985,

Jasdanwalla, Zaibun Y, "Efficient Agricultural Marketing,*
Economic- and Political Weekly (Review of Agricule
ture), Vol. XII, No. 53, December 1977, pp. 4~133 to
A’lll’OQ

Jha, S. M. "Marketing Efficacy of Small Industries,® Yojena,
July 1, 1979, pp. 29-31.

Kainth, G, S., and Singh, Balbir, "Pricing Efficiency in
Foodgrains Marketing System = The Kature of Spatial
and Temporal Relationship,® Agricultural Marketing,
23:1, April 1980, pp. 1l-6,

Kahlon, A, S., and Randhawa, G. S. "Some Considerations for
Research in Marketing of Horticultural Products in
India," Indian Journal of Horticulture, Vol, XIII,
NO. lf’ pp. 198’2%.

Kshlon, A. S., and Sidhu, D, S. "Market Price Structure of
Potatoes in Punjab,” Journal of Research PAU, Vol.
II, No. 2, 1965,

Kamat, G. S. "Growth and Development of Cooperative Market-
ing,” Financlal Express, July 23, 1973.

Khadpekar, D, V. %Finance of Cooperative Marketing Socle-
ties,” Msharashtra Cooperative Quarterly, 5:2-3,
October 1972=January 1973.

Khusro, A. M. "Returns to Scale in Indian Agriculture,” in
A. M, Khusro (ed.). Reading in Agricultural Develop-
ment. Allied Publishers, 1968.




376

Kochar, H. L., and Thakur, D, R, "Marketing of Apples in
Himachal Pradesh," Agricultural Marketing, 1k:2,

July 1971.
‘Kumar, Naresh. "Role of Cooperatives in Economic Develop=

ment," Indian Cooperative Review, Vol.20, No, 1,
July 1982, ' :

Kumar, P, "Note on Marketing Strategy for Rural India,"
Indian Journal of Economics, 52:3, January 1972,

Lavania, G, S., etc. "Impact of Cooperative Marketing on
the Productivity of Major Crops,” Agricultural
Marketing, 15:1, April 1972,

Lele, Uma J, "Role of Credit and Marketing Functlions in
Agricultural Development," Prajnan, Vol, 2, No, 2,
April=June 1973.

Lerner, Daniel, "Towards a Communication Theory of Moder-
nization," in Lucian W. Pye (ed.). Communication
and Political Development. Princeton University
Press, 1963,

Malik, R, P, S. "Marketing Channels and Price Spreads in
Perishable Commodities - A Case Study of Himachal's
Apple,"” Indian Journal of Agricultural Economies,
Vol, XXXIV, No., %, 1979 (Thirty-ninth 'Annual Con-
ference Number). ' | '

Mallick, S. C., and Singh, R, "Seasonality of Potato Prices

in the Cuttack Market - A Case Study," Agricultural
Marketing, Vol., 15, No. 2, July 1972,

Malyadri, V., "Role of Marketing Cooperatives in the Fifth
Plan,” Financial Express, September 2, 1972,

Mellor, John W, "Three Reviews of Indian Agriculture : (a)
Agricultural Production Trends, (b) Marketing, (c)

Village Studies," (Cornell Internationsl Agricul- -
tural Development Mimeograph 30, 1971, ’



377

Miracle, Marvin, "Comparative Market Structures in Develop-
ing Countries,® Eebraska Journal of EBconomics and
Business, Vol. 9, No. 4, Autumn 1970, pp. 33-46.

Mishra, G, P. "Marketability of Farmers - An Intra-Farm
Approach,® Journal of Social and Economic Studies,

Vol, 3, No, 2, September 1975,

Mohandoss, V., Mruthyunjaya, and Subrshmanyam, K. V. "Study
of Frults and Vegetables Cold Store Units - A Com-
parative Performance of Different Agencies,® Indian
Journal of Agricultural Economics, Vol, XXXIV, No.,u4,
October-December 1979, pp. 179-185,

Mohandoss, V., Mruthyunjaya, and Subrahmanyam, K. V. "A
Study of Pruits and Vegetables® Cold Store Units in

Bangalore City,® Agricultural Situation in Indis,

HMohandoss, V., Mruthyunjaya, and Subrahmanyam, K, V. "Capa~-
city Utilisation Concepts and Their Relevance to Costs
and Returns of Frults and Vegetables' Cold Stores,”
Indien Journal of Agricultural Economics, Vol, XXXVI,
No.2, April-June 1981, pp. 59-69.

Mohanan, N, "The Cooperative Organisations in India,"
Bulletin, Vol, 12, No., 12, December 1982,

KHukherji, R, "India's Bxport of Agricultural Products ¢
Heed to Break Colonial Pattern,® Southern Economist,
Vol. 22, No, 8, August 15, 1983,

Mukhopadhyay, Arun Kumar. "Rural Credit in India : Structure,
Policy and Practice,® Rconomic Affairs, Vol, 28,
No. 1, January~-March 1983,

Muralidhara Rao, N, K. "Citrus Fruits = Some Aspects of
Production and Marketing,® Agricultural Marketing,
Vol. 195, No, 4, January 1973,



378

\

Murti, Naresh, "Structural Analysis of Agricultural Market~
ing,” Economic Times, March 26,‘1973.

Muthayya, B, C. "Social Research for Rural Development,®™ in
Rural Transformation-Readings, Silver Jubilee Volume.
Hydersbad : National Institute of Rural Development,
March 198k,

Nadda, A, L., and Swarup, R, . "Market Integration :" A Study
of Apple Prices in India,* Indian Journal of Agri=-
cultural Economics, Vol, XXXIV, No. 4, 1979 (Thirty-
ninth Annuel Conference Number),

Nadkarni, V, N, "Recent Trends in Credit Policy;" State
Bank of India Monthly Review, Vol, 21, No, 10,
October 1982,

Nagar, S, C. "Financing of Rural Marketing Chain,® State
' Bank of India Monthly Review, Vol. 16, No, 5,
1977, ppo 159'165.

Naik, B. K. "Production Function for a Sample of Farms in

Unkodia Village,” Indian Journal of Agricultural
Economics, Vol, XX, No. 3, p. 68,

Nair, C. P. G., Singh, H, P, and Farugi, N, Y. Z. YA Case
Study - Price Spread of Palmyra Fibre in Andhra
Pradesh," Agricul tural Marketing, Vol, 2%, No, 3,
1981, pp. 1-6, _ ' '

Narappanavar, S.R.,, and Bharadwaj, V, P, "Farmers' and Inter-
mediaries' Shares : A Study of Groundnut. during 1962-

63 to 1980-81," Indian Journal of Agricultural
~ Economics, Vol, 38, No, 2, April=June 1983, '
Pal, R, S, "Mafco and fhe Producer of Agricultural Products,"

MEDC Economic Digest, Vol, IV, No, 4, February 1976,
Special Number, . '



375

Paremahamsa, V. R. K., and Akhileshwari, R. "Information Flow
for Rural Change," in Rural Transformation-Readings,
Silver Jubilee Volume, Hyderabad : National Institute
of Rural Development, March 198k,

Parikh, A. "Market Responsiveness of Peasant Cultivators :
Some Evidence of Pre-war India," Journal of Develop=-
ment Studies, Vol, 8, No, 2, January 1972,

Patel, B. B, "Price Spread and Farmer's Share," Economic
and Political Weekly, Vol, 6, No, 29, July 1971,
pp. 1435-1440,

Peterson, R, D, "Contributions of Rural Soclology to Market=

ing," The Southwestern Social Science Quarterly,
Vol., 47, No, 4, March 1967, pp. 4h7-459,

Plummer, A, "The Theory of Population : Some Questlions of
Quantity and Quality," Journal of Political Economy,
1932,

Ragubansi, C. S, "A Study of the Economics of Vegetable
Cultivation in Saproon Valley of Himachal Pradesh,"
Agricultural Situation in India, Vol. XXIV, No, 3,
1969, pp. 214-216.

Raja, P, K, M, "A Study of Hubli Regulated Market,"
Kurukshetra, August 1, 1972, pp. 17=18,

Rana, R, S., Kochar, H, L., and Jain, S, C. "Pricing Pattern
of Himachal Apples During 1975-76," Agricultural

Rao, A, P, "Size of Holding and Productivity," Economic
and Political Weekly, Vol., 2, November 11, 1967,

Rao, C. H, Hanumantha, "Alternative Explanations of the
Inverse Relationship between Farm Size and Output
Per Acre in India," Indian Economic Review, Vol, I,
October 1966,




380

Rao, S. B. "Performance of Cooperatives : Factors Affecting
Viability,” Economic Times, May 30, 1983.

Rzy, S. K. "Rural Indebtedness : Need for Multipronged
Strategy,® Business Standard, July 19, 1983,

Rohrer, Wayne C. "Developing Third World Farming : Conflict
between Modern Imperatives and Traditional Ways,™
Economic Development and Cultursal Change, Vol, 34,

No. 2, January 1986, pp. 299=31k4,

Sah, D, C., and Rao, K. Hanumantha. ™Price Spread in Ground-
nut Marketing at Macro Level,® Indian Journal of
Agricul tural Economics, Vol, 3%, No.4, October=.
December 19791 PPe 1"’9'155o

Saini, G. R, "Holding Size, Productivity and Some Related
Agpects of Indian Agriculture,” Economic and Politicsl

Weekly, Vol, 6, June 26, 1971,

Saini, K, "A f‘air Price for a Principal Crop : Issues in
Agricultural Price Determination and Price Policy,"
Indian Journal of Agriculturel Economics, Vol, XXXVI,
No. 4, October-December 1981 (Fortyfirst Annual
Conference Number).,

Saxena, B. C. "Market News Service in India,” Agricultural
Situation in India, Vol, 18, No, 10, Jenuary 1974,

Saxena, H. K., and Mathur, S, C. "Storage of Foodgrains and
Price Behaviour,® Agricultural Marketing, Vol,
XXIII, Ho. 2’ J‘lly 1980’ ppo 9-13.

Sayanna, V., B, "Price Spread in Marketing of Agricultural

Produce,” Indisn Journal of Agricultural Economics,
Vol. IV, 1948,

Sen, Amartya K, "Economic Approaches to Education and on
Power Planning,® Indian Economic Review, 1964,




381

Sen, A, Ks "Size of Holdings and Productivify," Economic

Weekly, Vol. 16, February 1964,

Sen, D, "Technology Transfer and Absorption for Increased

Agricultural Productivity,” in Rural Transformation-
Readings, Silver Jubilee Volume, Hyderabad :
National Institute of Rural Development, March 198k,

Shankar, Ram’Gauri, and Swamy, B, "Marketing Costs, Margins

and Efficiency in Regulated Fodder Market : A Case
Study," Agricultural Marketing, Vol. 17, No, 2,
July 1974,

Shrivastava, K. G. "Price Spreads in Marketing of Agricul=-

tural Produce," Indian Journal of Agricultural
Economics, Vol, IV, 1948,

Shukla, B. D. "Marketing of Vegetables in Varanasi,"

Sidhu,

Singh,

Singh,

Singh,

Singh,

Agricultural Situation in India, 1968,

D, S., and Singh, Balwinder. "Inadequacies of Re-
gulated Markets in Punjab," Agricultural Marketing,
Vol. 15, No.. 4, January 1973. '

Balwinder. "Losing Fruits of Labour,® Economic
Times, April 30, 1978, pp. 4 and 6,

Balwinder, and Sidhu, D, S. "Price Structure and
Price Spreads in Potatoes in the Punjab,” Agri-
cultural Situation in India, Vol, XXXV, No, 6,
September 1980, pp. W61=465,

Har jeet and Singh, Joginder, "Estimation of Capital
and Credit Requirements for Major Marketing Opera-
tions of Potato in the Punjab State,” Agricultural
Marketing, Vol, 25, No, 4, January 1983,

Karam, "Marketing of Grapes Through Co-operatives,"
Agricultursl Marketing, Vol. 16, Nos, 1 and 2,
April-July 1973. '




382

Singh, Pritem. "Agricultural Marketing : Dismal Shovw by Co-
operatives,® Economic Tires, June 7, 1974,

Singh, R, V., etc. "Marketing Costs and Margins of a Co~-
operative Marketing Soclety and a Private Wholesale
Trader : A Case Study,® Agricultural Marketing,
Vol. 17, Ko, 1, April 1974,

Skinner, G. W. "harketing and Social Structure in Rural
China,” Journal of Asian Studies, Vol. 2%, No. 1,
196%, pp. 3-43.

Speare, Alden Jr., and Harris, John., "Education, Earnings
and Migration in Indonesia,® ZXconomic Development
and Cultural Change, Vol.3%, Ko.2, January 1986,

Speclal Correspondent. ®Plan to Purchase Grains in Open
Market Misfires,® Times of India, April 22, 1981,

Special Correspondent. ®JCI To Be Asked to Fund Marketing
Societies,” Statesman, October 24, 1981,

Spengler, Joseph J., and Myers, éeorge C. "Migration and
Socio-Economic Development : Today and Yesterday,”
in Alan A, Brown and Egon Neuberger (ed.). Internal

Migration : A Comparative Perspective, New York g
Academic Press, Inc., 1977.

sShrishrimal, W. C. "Kew Horizons in Cooperative Marketing,®
Mszharashtra Cooperative Quarterly, October 1972=
January 1973.

Staff Reporter. "Paddy Trade Finds Coops' Challenge Too
Much,® The Hindu, February 18, 1981.

Subrzhmanyam, K, V., "Efficlency of Different Channels in
Marketing of Cabbage, Carrot and Cauliflower = A
Case Study of the Madural District, Taxzil Nadu,”
Agricultural Merketing, Vol, 29, No. 3, October
1982,




383

Subramanyam, S. V., and Ramanan, M. V. ®"Contours and Con-
straints of Market Survey,* Econoric Times, April 27,
1973.

Suryswanshi, S. D., and Kapase, P. M, "Economlcs of Produc-
tion and Trading in Roses in Western Msharashtra,®

Indian Journal of Agricultural Economics, Vol. 3%,

No. 4, 1979 (Thirty-ninth Annual Conference Number).

Suryawanshi, S. D., Kepase, P, M., and Patil, S. J. "Linkage
between Sugar Industry and Agriculture in the Deve-
lopment of Rural Sector = A Case Study of Westemn
Maharashtra,® Indian Journal of Agricultural
Bconomics, Vol. 3%, No. 4, 1979 (Thirty-ninth Annual
Conference Rumber).

Swamy, Dilip S. "Land and Credit Reforzs in India - Part Two,"
Socisl Scientist, Vol. 8, No.12, July 1980, pp.46-52,

Times of India Correspondent. "Strike in Sangli Farm Market,"
Tiwes of India, February 21, 1981.

Tripathi, Badri Bishal. "Technological Change in Agriculture:
Challenges Ahead,* Southern Economist, Vol,22, No. 1,
Hay ll 19830

Umre, R, S. "Development of Cooperative Marketing, Process-
ing, Storage and Supplies in Maharashtra by NCDS,"
Msharashtra Cooperative Quarterly, Vol. 58, Nos. 3 and
4, January-April 1979.

Venzataramanan, L. S., and Muralidharan, M, A, "Seasonal Price
Moverments, Market Arrivals and Returns to Storage in

Wheat Markets,” Indian Journal of Agricultural

Economics, Vol, 27, No. 2, April-June 1972,

Venkatarsmanan, L. S. *Price Spreads of Agricultural Commodi-
ties in Recent Years,” Indian Journal of Agricultural
Economies, Vol, XXXV, No, 1, January-March 1980, pp.
L9=52,




384

Verma, J. K. "The Challenge of Agricultural Marketing,”
Kurukshetra, February 1, 1972,

Von Oppen, M, vpgricultural Marketing in the Semi-Arid

’ Tropics : A Research Plan," (Paper produced for the
Economics Unit, International Crop Research Insti-
tute for the Semi-Arid Tropics, Hyderabad - 500 016,
India, September 1975).

Wharton Jr., C. R, "Marketing, Merchandising and Money=
lending : A Note on Middleman Monopsony in Malaya,”
The Malaysn Economic Review (The Journal of the
Malayan Economics Society, published in cooperation
of the Economics Department, University of Singapore),
Vol, VII, No, 2, October 1962,

Wharton Jr., C. R. "Modernizing Subsistence Agriculture,"
' in M, Weiner (ed.). Modernization ; The Dynamics of
Growth, New York : Basic Books, 1966,

ITI. Reports

Agricultural Marketing in Goa. Report on the Marketing of
Pineapples in Goa. Government of Goa, Daman and Diu,
Office of the Marketing Officer, Panaji : Govern-
ment Press, 1967,

Agricultural Marketing Series No, 77. Marketing of Mangoes
in India, Directorate of Marketing and Inspection,
Ministry of Food and Agriculture, Government of
India, Nagpur, 1958,

Agricultural Marketing Series No..143. Cooperative Market-
ing of Cotton. Agricultural Marketing Adviser to the
Government of India, Nagpur, 1965,



385

Agricultural Marketing Series No. 149.. Marketing of Fruits
and Vegetables in the Cities of Calcutta, Delhi,
Madras, Ahmedabad, Poona and Nagpur. Nagpur :
Directorate of Marketing and Inspection, Government
of India, 1965,

AMI Bulletin. Marketing Series No. 62, Marketing of.Some
Important Stone, Pome and Small Fruits and Pine-
apples in India. Delhi : Manager of Publications,

1950,

Report of an Ad Hoc Survey of Cold Storage for Fruits and
Vegetables in Consuming Centres in India (1955).
Marketing Series No. 93. Directorate of Marketing
and Ingpection, Government of India, Ministry of
Food and Agriculture, 1956,

" Annual Report of the Agricultural Marketing Adviser and

Summarized Reports of the Senior Marketing Officers
in Provinces and Certain States for the Year Ending
31st December 1938, Manager of Publications, Delhi,

1939. .

The Bombay Agricultural Produce Markets Act, 1939 (as modi-
fled upto the 1lst June 1961), Bombay Act No, XXII of
1939. Law and Judiclary Department, Government of
Maharashtra, Bombay, 1961.

Census of India, 1961, Volume X, Part VII-C, weekly Markets
in Maharashtra. Compiled by the Maharashtra Census
Office, Bombay, '

Cold Storage and Transport of Perishable Produce in Delhi,
Report on the, Marketing Series No, 2, Agricultural
Marketing in India., Manager of Publications, Govern-
ment of India, Delhi, 1937, '



386

Cold Storages in India, Directory of. Directorate of Market—
ing and Inspection, Government of India,Publication,
Nagpur, 1961, . :

. Collection of Agricuitural Prices in India (Chairmap : P. N,
Thapar, I.C.S.). Manager of Publications, Delhi,
1954, | :

Committee on Cooperative Marketing, Report the, Ministry of
Food, Agriculture, Community Development and Coopera-
tion, Government of India, 1966.

Conclusions of the Seminar on Regulated Markets, Ministry
of Food and Agriculture, Directorate of Marketing and
Inspection, Government of India, Nagpur, 1959.-;

Crocheron, B, H., 'and Norton, W, J, Fruit Markets 1n'Eastern ‘
Asia, Bulletin 493, Berkeley, California ¢ Univer-
sity of Celifornia Printing Press, Ap:il 1930,

District Census Hand Book Poona, 1961, Printed in India by
the Manager Government Press and Book Depot, Nagpur
and Published by the Director, Government Printing
and Stationery, Maharashtra State, Bombay, 1966,

District Census Hand Book Poona, 1971, Printed in India by
the Manager, Government Central Press Bombay and Pu-
blished by the Director, Government Printing and
Stationery, Maharashtra State, Bombay, 197k,

Ellis, P, G., and Kirk, J, H. The Selling of Fruits and
Vegetables, a Comparative Study of Commission Trad-
ing. Marketing Series, Marketing Department, Wye
.College, University of London, Ashford, No, 4, 1968,

Expert Committee on the Review of the Bombay Agricultural
Produce Markets Act, 1939, Report of the, Government
of Bombay, 1956, )



387

FAO Regular Programme (FAO/RAFE), TFood Marketiﬁg'Systems in
Asian Cities. Case Studies of 13 Citieéﬁin'Asia,
1975, No, 24,

Fruit Marketing Cooperatives, R.B.I. Report.nggombay, 1951,

Gadglil, D, R, Poona : A Soclo=Economic Surveiifpart I-=-
Economic, Gokhale Institute of Politicsiand Economics
Publication No, 12, 1945,

Gadgil, D, R., and Gedgil, V. R. A Survey of the Marketing
' of Fruit in Poona. Gokhale Institute of Politics and
Economics Publication No, 3, Poona, 1933,

Government of India Report, Royal Commission on Agriculture
in India., Government of India, Bombay, 1928,

Khole, Gajanan S, Punyachi Mandal - Kal, Aaz aani Udya.
Krishi Utpanna Bazaar Samiti, Pune, 1977.

The Msharashtra Agricultural Produce Marketing (Regulation)
Act, 1963 (Maharashtra Act No, XX of 196%4), Law and
Judiciary Department, Government of Maharashtra,
Bombay, 1972,

The Maharashtra Agricultural Produce Marketing (Regulation)
Rules, 1967, Law and Judiclary Department, Government
of Maharashtra, Bombay, 1971, _ ‘

Maharashtrateel Bazaar Samiti Aani Tyache Niyamah Karya.

Magharashtra Rajya Bazaar Samiti Sahakari Sangh
Maryadit, Market Yard, Gultekadi, Pune, August 18,
1977.

Market Directory of Maharashtra. Directorate of Marketing,
Maharashtra, Bombay : The Directorate, 1974.

Market Intelligence in India, Vol, I. Directorate}of Econo-
mics and Statisties, Ministry of Agriculture, 1972,



388

Marketing of Bananas. Marketing Survey Series of Maha-
rashtra. Government Press, Nagpur, 1968,

Marketing of Fresh Fruits and Vegetables in Spain and Turkey.
OEEC Productivity Agency, 1960 Series, Projects No,
5/16 and 6/10, '

Marketihg of Frults and Vegetables in Yugoslavia. The
European Productivity Agency, Division for Technical
Action and Productivity in Agriculture and Food,
1959 Series, Project No, 372,

Marketing of Grapes in Mysore. Marketing Sefies'of Mysore
No. 6, Government of Mysore, Department of Marketing,

Bangalore, 1962,

Marketing Series No, 175, Working of Regulated Markets in
India, Regulated Markets, Vol, II. Directorate of
Marketing and Inspection, Government of India,
Nagpur; 1971,

Marketing Series No, 152, Marketing of Guava, Papaya and
Litchl in India, Directorate of Marketing and Inspec-
tion, Nagpur, 1966,

Marketing Series No. 97, Report on the Frult and Vegetable
Murrabba Industry in India, 1956. Government of
India, Ministry of Food and Agriculture, Directorate
of Marketing and Inspection, Manager of Publicatlons,
Delhi, 1957.

Marketing Series No, 43, Agricultural Marketing in India,
Report on the Marketing of Citrus Fruits in India,
Government of India, Manager of Publicatlons, Delhi,

I 1943,
Mahn, Gurtej Singh, Marketing of Tomatoes in Punjab With
Special Reference to Ludhiana and Amritsar Markets,
Annual Report of the Division of Agricultural .
Economics, Punjab Agriculture University, 1967,



389

Munshi, M, C. From the Farmer to the Consumer : A Study of
Price Spreads. Research Department of the Federation
of Indian Chambers of Commerce and Industry, New
Delhi, 1945,

0.E.C.D. Report of the Steering Group on Pest Control Under
Condition of Small Farmer Food Crop Production in
Developing Countries, ' OECD Planning Group of Science
and Technology for Developing Countries, OECD, Paris,
1977.

Paranjpye, H. P., and Sidderamaiya, M. R, Frult Survey
Report. Bulletin No, 8 of the Agricultural Department,
Hyderabad, 1933,

Poona District Census Handbook, Governuent of Bombay,
Bombay, 1952,

'Price Spread of Rice Studies in Costs and Margins, 1959-60,
Directorate of Marketing and Inspection, Ministry of
Food and Agriculture, Nagpur, 1961,

Proceedings of All India Seminar on Marketing and Processing
of Grapes. Directorate of Marketing and Inspection,
Faridabad. Controller of Publicatlons, Delhi, 1973,

Proceedlings of the Maharashtra Reglonal Conference of the
Cooperative Marketing Societies held at Poona,
Cooperative Department, Bombay State, India, 1956,

Punjab (India), Publication No, 26 of. the Board of Economic
Enquiry., Statistical Analysis between Prices Receiv-
ed and Paid by the Farmer in the Punjab, 1952-53.
Economic and Statistical Organisation, Government of

Punjab, 1955.
Refrigeration Development Conference. Report Produced by

the Ministry of Agriculture, Government of India,
The Manager of Publications, Delhi, 1948,



390

L4

Rexford, Reed H, Improved Cooperative Marketing and Process-
ing Practices and Management in Indian Agriculture.
' Cooperative League of the USA, New Delhi, June 1965.

Riley, Harold, and Staatz, John, Food System Oréanisation
Problems in Developing Countries. The Agricultural
Development Council, New York, Report No. 23,
December 1981.

Rural Market in India, A Socio-Economic Survey conducted by
Management Services Group, Hindustan Lever Ltd.,
September 1969,

Seminar Series V., Marketing of Agricultural Commodities.
Indian Society of Agricultural Economics, Bombay,

April 1965, .

_Socilo-=Economic Review and District Statistical Abstract of
Pune District 1977=78 & 1978=79 (Combined Issue),
Published by Directorate of Economics and Statistics,
Government of Msharashtra, Bombay.

Soclo=Economic Review and District Statistical Abstract
Pune District 1979-80, Published by Directorate of
Economics and Statistics, Government of Maharashtra,
Bombay, ’

Socio-Economic Review and District Statistical Abstract of
Pune District 1980-81, Published by Directorate of
Economics and Statistiecs, Government of Maharashtra,

Bombay.,

Socio-Economic Review and District Statistical Abstract of
Pune District 1981-82, Published by District
Statistical Office, Directorate of Economics and
Statistics, Government of Maharashtra, Bombay.,

'



391

Somerset, W, B. Marketing Problems of the Ontario Fruit and
Vegetable Industry, Report of the Ontario Fruit and
Vegetable Marketing Commission, U,S, Department of
Commerce, 1931,

Unpublished Theses/Dissertations

Bhatt, P, H, Electronic Clocks for Auction on Markets of
Fruits and Vegetables, Unpublished report of the
Assistant General Manager (Production), Kalra Dis-
trict Cooperative Milk Producers' Union Ltd., Anand,
Gujarat, 1979.

Borey, D, P. Production and Marketing of Bananas in the
" PRaver Taluka in Jalgaon District., Unpublished
dissertation for Ph,D, in Economics, submitted to
the Gokhale Institute of Politics and Economics,
Pune, Maharashtra, India, 1967,

Dayanand, S. M. C. Role of Preservation and Cold Storage in
Overcoming the Problem of Marketing of Fresh Fruits
and Vegetables, Unpublished report, 1979.

Dhongat, S. B. Availability and Requirement of Credit in
Junnar Taluka of Poona District. M, Sc. Agricultural
Economics thesis No, 378, Rahuri Krishi Vidyapeeth,
District Ahmednagar, 1973.

Faruqui, Nayyar Y, Z., Bhattacharya, A. K., and Phadnis,
S.G., Marketing of Oranges in Vidarbha « Trends in
Transport and Packaging. Unpublished report prepar-
ed by the Senior Marketing Officer, Marketing Officer
and the Senior Inspector respectively of the Directo-
rate of Marketing and Inspection, Ministry of Food,
Agriculture, Community Development and Cooperation,
India, 1979.



¥5)
Qo
W]

Garg, O, N, Regulation of Kela Siding - Neglected Banana
Wholesale Terminal Market of Delhi, Unpublished
report produced by the Marketing Officer, Delhi,
1976.

Hinge, B, J. Economics of Onion Production in Niphad Taluka
of Nasik District, Unpublished thesis submitted to
the University of Poona, 1964,

Kannan, R, Regulation of Terminal Markets for Fruits and
Vegetables, Unpublished report by the Marketing
Officer, Directorate of Marketing and Inspection,
New Delhi, India, 1979.

Kokate, K, A, Costs and Returns from Selected Vegetable
Crops in Dindori Taluka of Nasik District. 1970,

Lohar, N, 8. Cost of Cultivation and Marketing of Chillies,
' August 1974,

Narkhade, D, S, History and Economics of Banana Cultivation
in a Khandesh Village. Unpublished dissertation sub=-
mitted to the Gokhale Institute of Politics and '
Economics, Pune, Maharashtra, India, for a degree in
Ph.,D, in Economics, 1968,

Patel, Lalubhai Haribhai, Regulation of Terminal Markets
for Fruits and Vegetables. Unpublished Report from
the Agricultural Produce Market Committee, Surat,
Gujarat, India, 1979.

Patil, D, G. Regulation of Terminal Markets for Fruits and
Vegetables, Unpublished report of the Senior
Marketing Officer, Directorate of Marketing and
Inspection, India, 1979.

Patil, S. A. Production and Marketing of Selected Flowers,
M.Sc, Agriculture thesis, June 1976,



Patil,

Patil,

Patil,

"Patil,

Patil,

Punde,

395,

S. D. Production and Marketing of Vegetables in Khed
Taluka (Poona). M.Sc. Agriculture thesis, Rahuri
Agricultural University, Ahmednagar District,
Maharashtra, India, June 1975.

S. J. Economics of Pomegranate Cultivation in the
Rahuri Region of Ahmednagar District., M.,Sc. thesis
submitted to the Rahuri Agricultural University,
Rahuri, Ahmednagar District, Maharashtra, India, 1975.

S. M, A Comparative Study of Resource Productiveness
on Sample of Sugarcane and Banana Farms in Nasik and
Jalgaon District, Unpublished thesis submitted to
the Rahurl Krishl Vidyapeeth, Rahuri, Ahmednagar
District, Maharashtra, India, for a M.Sc. degree in.
Agriculture, 1972, ‘

S. P, Marketing of Selected Fruit in the Mahatma
Phule Market, Bombay, M.Sc. thesis No, 454 in Agri-
cul tural Economics, Rahuri Krishi Vidyapeeth,
Ahmednagar District, 1974,

Y. 0. Impact of Finance Received from Nationalized
Banks on Farm Economy - Ahmednagar District. M.Sc,
Agriculture thesis, Rahuri Agricultural University,
Rahuri, Ahmednagar District, 1973.

H, D. An Economic Investigation into the Costs and
Returns from Grape Cultivation in Baramati and Haveli
Talukas of Poona District. Unpublished M.Sc. thesis
submitted to the Rahuri Krishi Vidyapeeth, Rahuri,
Ahmednagar District, Maharashtra, India, 1973.

Ramaswamy, P, Regulation of Fruit and Vegetable Trade in

Terminal Markets, Unpublished report produced by
the Marketing Officer, Directorate of Marketing and
Inspection, India, 1979, '



394

Saha, Akshaya Kumar. Some Observations.on Practices and
Problems of Wholesale Marketing of Fruits in
Calcutta (Mangoes, Oranges and Pineapples). Depart-
ment of Horticulture, Faculty of Agriculture,
University of Kalyani, West Bengal, India, 1979.
Unpublished Paper,

Suryawanshi, S, D, Investment Decisions by Cultivators of
Dhulia District. M.Sc. Thesis No, 572, in Agricul-
tural Economics, Rahuri Krishi Vidyapeeth,.Rahufi,
Ahmednagar District, August 1975,

Tayade, B, M. An Economic Investigation into the Cost of
Production and Marketing of Figs in Poona District,
Thesis submitted to the Rahuri Krishi Vidyapeeth
for the degree of M.Sc, in Agriculture, 1971,



