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PREFACE 

The area of agricultural marketing is one of the weakest links 
in the production structure in Sri Lanka, The problems asso­
ciated with the marketing of an annual crop such as paddy have 
received the special attention of the Government through the 
establishment of the Toddy Marketing Beard. In regard to 
vegetable marketing however, due to a multiplicity of factors 
the producer has never been able to obtain a fair price for 
hie produce while on the other hand the urban consumer has 
always been called upon to pay high prices. 

The ARTI in order to understand the practical problems faced 
by the farmer in marketing his vegetables made use of two of 
its yoicng research officers to institute a.study on problems 
associated with the production and marketing of vegetables 
in a principal vegetable producing area. The two officers 
have had the benefit and guidance of some of us in the Insti­
tute and from outside. Though the study may not be complete 
in itself it is hoped that it will throw some light on some 
of the basic problems relating to the marketing of vegetables 
and thereby pave the way for remedial action to be taken at 
the highest levels. 

The authors of this study acknowledge with thanks all those 
who helped them in their study. They are particularly 
grateful to the Government Agent, Badulla, the local extension 
staff of the Department of Agriculture, and other officials 
of the Department of Agriculture, Marketing Department, and the 
Co-operative Department, and above all, the farmers of the 
Palugama .area for their active co-operation and assistance in 
enabling them to undertake this study and complete it within 
a period of six months. 

Director 

Agrarian Research and Training Institute, 
32 Elibank Road, 
COLOMBO 5 
SRI LANKA 



INTRODUCTION 

The P r o b l e m 

The a g r i c u l t u r a l p r o d u c t i o n programme o f t h e Government o f S r i 
Lanka p l a c e s c o n s i d e r a b l e e m p h a s i s o n t h e p r o d u c t i o n o f v e g e t a b l e s . 
The m a i n o b j e c t i v e o f t h i s programme i s t o p r o v i d e a d e q u a t e s u p p ­
l i e s o f v e g e t a b l e s t o c o n s u m e r s i n u r b a n a r e a s , p a r t i c u l a r l y i n 
Colombo. The b e s t way t o a c h i e v e t h i s o b j e c t i v e w o u l d b e t o c o n ­
c e n t r a t e on d e v e l o p i n g c u l t i v a t i o n i n a few s e l e c t e d d i s t r i c t s i n 
t h e i s l a n d s u c h a s Kandy, Nuwara E l i y a , B a d u l l a e t c . , w h e r e c u l t i ­
v a t i o n t a k e s p l a c e o n a c o m m e r c i a l s c a l e . The s u c c e s s f u l imple-r 
m e n t a t i o n o f a programme t o i n c r e a s e p r o d u c t i o n o f v e g e t a b l e s on 
a n a t i o n a l s c a l e i s l a r g e l y d e p e n d e n t on p r o v i d i n g s u i t a b l e c h a n n e l s 
f o r m a r k e t i n g t h e p r o d u c e and i n e n s u r i n g t h a t t h e p r o d u c e r and n o t 
t h e m i d d l e m a n w i l l b e t h e p r i n c i p a l b e n e f i c i a r y . 

I t i s o f t e n s t a t e d t h a t w h i l e t h e consumer p a y s v e r y h i g h p r i c e s 
f o r v e g e t a b l e s t h e p r o d u c e r h a s t o u n d e r g o many d i f f i c u l t i e s b o t h 
w i t h r e g a r d t o p r o d u c t i o n and m a r k e t i n g . T h e s e i n c l u d e r e c u r r e n t 
l o w p r i c e s , i n a d e q u a t e and u n s a t i s f a c t o r y m a r k e t i n g c h a n n e l s and 
t h e h i g h c o s t o f t h e i n p u t m a t e r i a l s - a l l o f w h i c h g e n e r a l l y t e n d 
t o p l a c e t h e p r o d u c e r a t a d i s a d v a n t a g e . A w i d e l y p r e v a l e n t n o t i o n 
i s t h a t t h e p r i v a t e m a r k e t i n g a g e n c i e s ( ' m i d d l e m a n ' ) a r e m a i n l y 
r e s p o n s i b l e f o r t h i s s i t u a t i o n and t h a t t h e y o b t a i n e x o r b i t a n t 
p r o f i t s b y e x p l o i t i n g b o t h t h e p r o d u c e r and t h e c o n s u m e r . A l t h o u g h 
t h e p r o b l e m s f a c e d b y t h e p r o d u c e r and c o n s u m e r c o u l d be p a r t l y 
a t t r i b u t e d t o t h e p e r i s h a b l e n a t u r e o f t h e p r o d u c t , i t i s e s s e n ­
t i a l t o a s c e r t a i n what o t h e r f a c t o r s h a v e l e d t o t h i s s i t u a t i o n . 
Up t o now v e r y few a t t e m p t s h a v e b e e n made t o s t u d y t h e v a r i e d 
a s p e c t s r e l a t i n g t o t h e p r o d u c t i o n and m a r k e t i n g o f v e g e t a b l e s i n 
S r i L a n k a . I n t h e c o n t e x t o f t h e r e c e n t m e a s u r e s t a k e n t o s t e p 
up d o m e s t i c f o o d p r o d u c t i o n , p r o d u c t i o n o f v e g e t a b l e s t o o h a s t o 
r e c e i v e a new i m p e t u s and a s t u d y o f t h i s n a t u r e i s t h e r e f o r e 
t i m e l y and u s e f u l . 

One o f t h e mos t i m p o r t a n t c o m m e r c i a l v e g e t a b l e g r o w i n g a r e a s i n 
S r i Lanka w a s c h o s e n f o r t h i s S t u d y and an a t t e m p t h a s b e e n made 
t o a s c e r t a i n t h e s t r u c t u r e o f m a r k e t i n g s y s t e m s o p e r a t i n g i n t h i s 
a r e a w i t h a v i e w t o i d e n t i f y i n g t h e m a j o r p r o b l e m s f a c e d by t h e 
p r o d u c e r s i n m a r k e t i n g t h e i r p r o d u c e . As p r o d u c t i o n and m a r k e t i n g 
o f v e g e t a b l e s a r e s o c l o s e l y i n t e r l i n k e d i t i s n o t a l w a y s m e a n i n g ­
f u l t o draw a d i s t i n c t i o n b e t w e e n t h e s e two a s p e c t s . Consequently, 
an attempt has been made to analyse the production process in fair 
depth in order to understand both the production and marketing 
problems faced by the grower. 

O b j e c t i v e s o f t h e S t u d y 

T h i s s t u d y i s a i m e d a t i d e n t i f y i n g t h e p r e s e n t v e g e t a b l e m a r k e t i n g 
s t r u c t u r e i n t h e s e l e c t e d a r e a w i t h a v i e w t o : 



i . E x a m i n i n g t h e p r o c e s s o f p r o d u c t i o n o f v e g e t a b l e s 
w i t h s p e c i a l r e f e r e n c e t o t h e m e t h o d o f d i s p o s a l 
a d o p t e d by t h e g r o w e r . 

i i . E v a l u a t i n g t h e r e s p e c t i v e r o l e s p l a y e d by t h e c o ­
o p e r a t i v e and o t h e r m a r k e t i n g o r g a n i s a t i o n s i n < 
c h a n n e l l i n g t h e p r o d u c e f rom t h e g r o w e r s t o t h e 
c o n s u m e r s . 

i l l . I d e n t i f y i n g t h e f a c t o r s r e s p o n s i b l e f o r t h e d o m i n a n t 
r o l e p l a y e d by t h e p r i v a t e m a r k e t i n g a g e n c i e s i n t h i s 
a r e a e v e n i n t h e p r e s e n c e o f a r e l a t i v e l y w e l l d e v e ­
l o p e d c o - o p e r a t i v e m a r k e t i n g s y s t e m . 

i v . A s c e r t a i n i n g how and t o what e x t e n t t h e p r i c e s t r u c t u r e 
v a r i e s a t d i f f e r e n t l e v e l s o f m a r k e t i n g and t h e r e l a t i v e 
p r i c e s t h a t t h e p r o d u c e r o b t a i n s a t t h e farm l e v e l f o r 
t h r e e s e l e c t e d v e g e t a b l e s . 

M e t h o d o l o g y 

The s t u d y i n v o l v e d t h e c o l l e c t i o n , a n a l y s i s and i n t e r p r e t a t i o n o f 
d a t a g a t h e r e d a t t h r e e d i f f e r e n t l e v e l s o f t h e m a r k e t i n g c h a i n 
v i z : g r o w e r s a t Pa lugama and t r a d e r s who a r e m a i n l y i n v o l v e d i n 
t h e w h o l e s a l e ancf r e t a i l t r a d e o f v e g e t a b l e s p r o d u c e d a t P a l u g a m a . 
The l a t t e r two p h a s e s o f t h e s t u d y w e r e u n d e r t a k e n a f t e r c o m p l e ­
t i o n o f t h e s t u d y a t p r o d u c e r s ' l e v e l . T h i s e n a b l e d us t o u s e 
some o f t h e d a t a c o l l e c t e d a t t h e p r o d u c e r l e v e l i n t h e s u b s e q u e n t 
a n a l y s i s a t t h e w h o l e s a l e r o r r e t a i l e r l e v e l s . 

a ) S e l e c t i o n o f A r e a 

P r o d u c t i o n o f v e g e t a b l e s on a c o m m e r c i a l s c a l e i s u n d e r t a k e n i n 
two m a j o r a r e a s i n S r i L a n k a , n a m e l y , J a f f n a P e n i n s u l a and t h e 
U p c o u n t r y w e t z o n e o f w h i c h t h e l a t t e r i s r e l a t i v e l y more i m p o r ­
t a n t i n m e e t i n g t h e n a t i o n a l demand. T h i s s t u d y i s r e s t r i c t e d t o 
a m a j o r v e g e t a b l e p r o d u c i n g a r e a i n t h e u p c o u n t r y n a m e l y , P a l u g a m a . 
T h i s a r e a h a s a d i s t i n c t a d v a n t a g e i n n o t o n l y b e i n g t r a d i t i o n a l l y 
a s s o c i a t e d w i t h c o m m e r c i a l p r o d u c t i o n o f v e g e t a b l e s b u t a l s o due 
t o t h e e x i s t e n c e o f a f a i r l y w e l l e s t a b l i s h e d c o - o p e r a t i v e m a r k e ­
t i n g o r g a n i s a t i o n . T h i s h a s i n c i d e n t a l l y f a c i l i t a t e d a c o m p a r a t i v e 
s t u d y o f t h e r o l e s p l a y e d b y t h e c o - o p e r a t i v e and t h e p r i v a t e mar ­
k e t i n g a g e n c i e s . Of t h e 20 v i l l a g e s t h a t c o m p r i s e d P a l u g a m a , f o u r 
w e r e p u r p o s i v e l y s e l e c t e d f o r i n v e s t i g a t i o n . The m a i n c o n s i d e r ­
a t i o n i n s e l e c t i n g t h e f o u r v i l l a g e s was t h e v a r i e d m e t h o d s o f 
d i s p o s a l a v a i l a b l e i n t h i s a r e a , v i z : ( a ) C o m m i s s i o n A g e n t / P r i v a t e 
T r a d e r s ; ( b ) C o - o p e r a t i v e M a r k e t i n g A g e n c y ; ( c ) t h e w h o l e s a l e f a i r 
a t W e l i m a d a . 

The v i l l a g e s s e l e c t e d a r e a s f o l l o w s : 



V i l l a g e P r i n c i p a l Mode o f D i s p o s a l 

1 . Karakgamakanda 
2 . Girambe 
3 . Udubadana 

4 . Dambawinna 

C o m m i s s i o n A g e n t / P r i v a t e T r a d e r s 
C o - o p e r a t i v e M a r k e t i n g 
B o t h c o m m i s s i o n a g e n t and c o ­
o p e r a t i v e , b u t w i t h a d e f i n i t e 
p r e d o m i n a n c e o f t h e c o m m i s s i o n 
a g e n t s o v e r c o - o p e r a t i v e m a r k e t i n g 
W h o l e s a l e f a i r a t Wel imada 

The. s e l e c t i o n o f t h e s e v i l l a g e s was u n d e r t a k e n i n c o n s u l t a t i o n w i t h 
t h e l o c a l a u t h o r i t i e s s u c h a s t h e o f f i c i a l s o f t h e C o - o p e r a t i v e 
S o c i e t y , A g r i c u l t u r a l E x t e n s i o n S t a f f , Manager o f t h e d i f f e r e n t 
C o - o p e r a t i v e P u r c h a s i n g C e n t r e s , and v e g e t a b l e p r o d u c e r s i n t h e 
a r e a . 

b ) S a m p l i n g P r o c e d u r e 

A l i s t o f t h e a g r i c u l t u r a l o p e r a t o r s i n t h e c h o s e n v i l l a g e s p r e ­
p a r e d b y t h e D e p a r t m e n t o f Census and S t a t i s t i c s was u s e d t o a s ­
c e r t a i n t h e t o t a l number o f f a r m e r s . A random s a m p l e from t h e 
l i s t w a s t a k e n s o a s t o r e p r e s e n t a t l e a s t 10% o f t h e t o t a l number 
o f f a r m e r s i n e a c h v i l l a g e T a b l e 1 g i v e s t h e d e t a i l e d b r e a k d o w n 
o f t h e s a m p l e . 

T a b l e 1 : D i s t r i b u t i o n o f Farmers i n t h e s a m p l e 
by V i l l a g e s 

V i l l a g e T o t a l P o p u ­
l a t i o n 

* T o t a l number o f 
a g r i c u l t u r a l 
o p e r a t o r s 

Number i n t h e 
s a m p l e 

Harakgamakanda 2 , 3 1 0 

Udubadana 783 

Girambe 5 7 1 

Dambawinna 787 

3 7 0 

125 

1 0 3 

9 3 

38 

2 0 

11 

9 

T o t a l 4 , 4 5 1 

* E x c l u d i n g l a r g e e s t a t e s 

c ) T o o l s o f D a t a C o l l e c t i o n 

6 9 1 78 

D a t a a t t h e p r o d u c e r l e v e l was c o l l e c t e d b y u s i n g a q u e s t i o n n a i r e 
w h i c h was a d m i n i s t e r e d t o t h e s e l e c t e d g r o w e r s b y t r a i n e d i n v e s t i ­
g a t o r s . S e p a r a t e s c h e d u l e s w e r e u s e d a s g u i d e l i n e s f o r c o l l e c t i n g 
d a t a from t h e o f f i c i a l s o f t h e c o - o p e r a t i v e . D a t a g a t h e r e d f rom 
r e p o r t s and r e c o r d s m a i n t a i n e d by t h e c o - o p e r a t i v e s , w e r e a l s o u s e d . 

I n p r e p a r i n g t h e q u e s t i o n n a i r e c e r t a i n s p e c i a l f e a t u r e s w e r e t a k e n : 
i n t o c o n s i d e r a t i o n . Some o f t h e s p e c i a l f e a t u r e s t h a t w e r e t a k e n 
i n t o c o n s i d e r a t i o n a r e i n d i c a t e d b e l o w : 

i i i 



i) Accuracy of the Data 

The farmers own small holdings and cultivate a number of vegetables 
simultaneously in small extents. A major problem is to ascertain 
the extent under each kind of vegetable*. The extent reported 
by the farmer was cross-checked with0the amount of seed/seedling 
used by him. The quantity reported as produced by farmers was also 
cross-checked with the assistance of the extension staff by using 
the standard production estimates of this area. A cropping calendar 
was incorporated in the questionnaire to obtain information relating 
to the different vegetables grown. This provided an opportunity to 
record each and every crop grown during the season and also facili­
tated the identification of the cropping system adopted by the 
farmer. 

ii) Training of Investigators and Field Work 

The questionnaire was explained in detail to the investigators 
before the commencement of field work. They were also provided 
with a manual of instructions explaining the important aspects in 
the questionnaire. Collection of data by the investigators was 
closely supervised by the researchers. 

To get the co-operation of the farmers the assistance of the Govern­
ment Agent, Badulla, Agricultural Extension Staff and Janatha 
Committee members of the area was obtained. Field work for collec­
tion of data from the farmers commenced at the end of the Yala 
season - i.e. July 1973 and was completed in ten days. 

1.4 Limitations of the Study 

This case study was undertaken in a major vegetable producing area 
in the upcountry. Four villages from this area were selected for 
investigation on a purposive basis in accordance with the objec-
tivtf of the study. It is not intended to draw general conclusions 
from this study with regard to production and marketing of vege­
tables in the upcountry. We are, however, of the view that data 
assembled here would not only highlight the problems faced by 
vegetable growers in these four villages, but will also throw some 
light on the problems of vegetable production and marketing in a 
major producing area which would be useful to policy makers. 

iv 
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CHAPTER 1 

THE SETTING 

L o c a t i o n 

Pa lugama l i e s i n t h e B a d u l l a d i s t r i c t s u r r o u n d e d b y t h e m o u n t a i n 
r a n g e s o f Nuwara E l i y a , R a g a l a and B a n d a r a w e l a ( 3 , 5 0 0 ' a b o v e s e a 
l e v e l ) . A r e a w i s e i t c o i n c i d e s w i t h t h e p r e s e n t D . R . O . D i v i s i o n o f 
W e l i m a d a . I t l i e s 125 m i l e s e a s t o f Colombo, w h e r e t h e m a j o r 
w h o l e s a l e v e g e t a b l e m a r k e t i s s i t u a t e d and i s a b o u t 80 m i l e s f rom 
Kandy, w h i c h i s a l s o s i g n i f i c a n t a s a w h o l e s a l e m a r k e t f o r v e g e ­
t a b l e s . The main r o a d c o n n e c t i n g Nuwara E l i y a and B a d u l l a r u n s 
t h r o u g h t h e Palugama a r e a . Wel imada w h i c h i s t h e main town i n t h e 
a r e a i s a b o u t 20 m i l e s f rom Nuwara E l i y a and a b o u t 15 m i l e s f rom 
B a d u l l a . I n a d d i t i o n t o t h e m a j o r w h o l e s a l e m a r k e t s (Colombo and 
K a n d y ) , Wel imada and Nuwara E l i y a a l s o s e r v e t h e v e g e t a b l e p r o d u ­
c e r s o f t h e a r e a a s o u t l e t s f o r t h e i r p r o d u c e . An o u t - a g e n c y o f 
t h e C e y l o n Government R a i l w a y i s s i t u a t e d a t W e l i m a d a , b u t t h e 
n e a r e s t r a i l w a y s t a t i o n i s a t Ambewela w h i c h i s 10 m i l e s from 
W e l i m a d a . 

C l i m a t e and t h e V i l l a g e Economy 

E c o l o g i c a l l y Pa lugama f a l l s w i t h i n t h e h i l l c o u n t r y w e t z o n e . 
Due t o t h e s e a s o n a l n a t u r e o f r a i n f a l l t h i s a r e a shows two marked 
c l i m a t i c s e a s o n s c o i n c i d i n g w i t h Y a l a and Maha; Maha s e a s o n i s t h e 
r a i n y s e a s o n and e x t e n d s from J u l y t o December and Y a l a t h e dry 
s e a s o n , e x t e n d s from J a n u a r y t o J u n e . The s o i l and o t h e r c l i m a t i c 
c o n d i t i o n s ( c o o l d r y c l i m a t e ) o f t h e a r e a a r e f a v o u r a b l e f o r v e g e ­
t a b l e c u l t i v a t i o n . A g r i c u l t u r e o f t h e a r e a i s h o w e v e r e s s e n t i a l l y 
a r a i n f e d o n e . The m a i n s e a s o n f o r v e g e t a b l e p r o d u c t i o n i n t h i s 
a r e a i s t h e r e f o r e Maha, t h e p r o d u c t i o n i n Y a l a b e i n g r e l a t i v e l y l e s 

A g r i c u l t u r e i s t h e m a i n s t a y o f t h e v i l l a g e economy and v e g e t a b l e 
c u l t i v a t i o n h a s r e m a i n e d t h e m a i n a g r i c u l t u r a l a c t i v i t y o f t h e 
Pa lugama a r e a f o r s e v e r a l g e n e r a t i o n s . Paddy c u l t i v a t i o n h e r e i s 
o n l y s u b s i d i a r y t o v e g e t a b l e p r o d u c t i o n and i s meant m a i n l y f o r 
home c o n s u m p t i o n . 

A c c o r d i n g t o t h e Census and S t a t i s t i c s D e p a r t m e n t t h e r e a r e a b o u t 
9 , 0 0 0 v e g e t a b l e g r o w e r s i n t h e a r e a . 

Land Use 

Tea o c c u p i e s t h e b u l k o f t h e h i g h l a n d a r e a and i s u n d e r l a r g e 
p l a n t a t i o n s . The v i l l a g e s l o c k e d up by s u c h l a r g e p l a n t a t i o n s 
h a v e v e r y l i t t l e l a n d and t h e h o l d i n g s a r e v e r y s m a l l . Paddy i s 
grown on t h e l o w l a n d s and t h e h i g h l a n d s a r e u s e d f o r v e g e t a b l e 
c u l t i v a t i o n . I n t h e Y a l a s e a s o n , paddy l a n d s a r e c u l t i v a t e d w i t h 
v e g e t a b l e a n d / o r p o t a t o e s . S o m e t i m e s e v e n d u r i n g t h e Maha s e a s o n 
v e g e t a b l e s a r e grown i n paddy l a n d s . Water from s t r e a m s i s u t i l i ­
s e d by some v i l l a g e s t o i r r i g a t e t h e l a n d e s p e c i a l l y d u r i n g t h e 
Y a l a s e a s o n . At t i m e s s e v e r a l v i l l a g e s a r e s e r v e d b y s u c h s m a l l 
s t r e a m s and t h e d i s t r i b u t i o n o f w a t e r o f t e n c r e a t e s a w i d e v a r i e t y 
o f p r o b l e m s . 

i. 



1.4 A c c e s s i b i l i t y 

A l a r g e number o f v i l l a g e s i n t h e P a l u g a m a a r e a s t i l l s u f f e r from 
p o o r a c c e s s i b i l i t y . Few v i l l a g e s a r e a c c e s s i b l e b y m o t o r a b l e 
r o a d s . I n some v i l l a g e s t h e r o a d s e n d a b r u p t l y and a c c e s s i s p o s s i ­
b l e o n l y b y t r a c t o r . T r a n s p o r t o f m a t e r i a l t o and f rom t h e f a r m 
up t o t h e n e a r e s t m o t o r a b l e r o a d h a s t o b e d o n e i n v a r i a b l y w i t h 
manual l a b o u r . V e g e t a b l e s p r o d u c e d i n t h e v i l l a g e s h a v e t h e r e f o r e 
t o b e b r o u g h t b y t h e f a r m e r t o a p l a c e a c c e s s i b l e t o v e h i c l e s . , 
T r a n s p o r t o f v e g e t a b l e s f rom P a l u g a m a t o Colombo i s d o n e b y l o r r i e s 
and r a i l t r a n s p o r t i s a l m o s t n o n - e x i s t a n t . 

1.5 D i s p o s a l o f V e g e t a b l e s 

A v e g e t a b l e p r o d u c e r i n t h e Pa lugama a r e a h a s f o u r d i f f e r e n t t y p e s 
o f m a r k e t i n g o u t l e t s a v a i l a b l e f o r d i s p o s a l o f h i s p r o d u c e . They 
a r e : 

( a ) C o m m i s s i o n A g e n t s / W h o l e s a l e T r a d e r s 
( b ) The C o - o p e r a t i v e S o c i e t y o f t h e a r e a 
( c ) I n d i v i d u a l A s s e m b l y T r a d e r s 
( d ) Wel imada f a i r . 

The C o m m i s s i o n a g e n t s a r e p r i v a t e t r a d e r s i n t h e Colombo w h o l e s a l e 
m a r k e t u n d e r t a k i n g t h e s a l e o f v e g e t a b l e s on b e h a l f o f t h e p r o d u c e r . 
The I n d i v i d u a l A s s e m b l y t r a d e r s a r e n o r m a l l y t h e v i l l a g e b o u t i q u e 
k e e p e r s who c o l l e c t v e g e t a b l e s b r o u g h t t o them b y s m a l l s c a l e p r o ­
d u c e r s o f t h e a r e a , b u t t h e y p l a y a l e s s i m p o r t a n t r o l e . T h e r e 
a r e two p r i m a r y c o - o p e r a t i v e s o c i e t i e s i n t h e a r e a (Wel imada and 
U d a p a l a t h a ) and o f them o n l y t h e l a t t e r i s e n g a g e d i n t h e m a r k e t i n g 
o f v e g e t a b l e s . The Wel imada f a i r i s a l s o an i m p o r t a n t m a r k e t i n g 
o u t l e t . The f a i r f u n c t i o n s o n l y two d a y s a week and t h e b u y e r s 
a r e t h e w h o l e s a l e t r a d e r s who come from v a r i o u s p a r t s o f t h e c o u n t r y . 

The u t i l i s a t i o n o f t h e a b o v e m a r k e t i n g o u t l e t s b y t h e f a r m e r d e p e n d s 
on t h e s i z e o f h i s e n t e r p r i s e . H o w e v e r , t h e r e a r e i n s t a n c e s when 
a f a r m e r may u s e more t h a n one m a r k e t i n g o u t l e t . I n t h e same way 
v i l l a g e s a l s o make u s e o f o n e o r more o u t l e t s . The s p e c i a l f e a t u r e s 
o f t h e v i l l a g e s s u r v e y e d i n t h i s s t u d y a r e d i s c u s s e d b e l o w : 

Harakgamakanda - L o c a t e d on t h e s l o p e s o f a v a l l e y Harakgamakanda 
v i l l a g e s u f f e r s f rom p o o r a c c e s s i b i l i t y . P e r e n n i a l s t r e a m s f l o w i n g 
down t h e s l o p e s p r o v i d e an a s s u r e d w a t e r s u p p l y and h e n c e t h e c u l t i ­
v a t i o n o f t h e l a n d a l l t h e y e a r r o u n d i s p o s s i b l e . P r i v a t e m a r ­
k e t i n g c h a n n e l s o f w h i c h t h e c o m m i s s i o n a g e n t s d o m i n a t e a r e t h e 
o n l y m a r k e t i n g o u t l e t s a v a i l a b l e t o t h e v e g e t a b l e p r o d u c e r s o f t h e 
v i l l a g e . The v i l l a g e c o - o p e r a t i v e s o c i e t y s u p p l i e s c o n s u m e r r e ­
q u i r e m e n t s b u t d o e s n o t u n d e r t a k e v e g e t a b l e m a r k e t i n g . 

Udubadana - i s l o c a t e d j u s t b e y o n d t h e W e l i m a d a - H a p u t a l e r o a d a b o u t 
s i x m i l e s away from Harakgamakanda . More paddy l a n d s c o u l d b e s e e n 
i n t h i s v i l l a g e and h e n c e d u r i n g t h e Maha s e a s o n t h e s e f i e l d s , come 
u n d e r paddy c u l t i v a t i o n w h i l s t i n t h e Y a l a t h e f a r m e r s grow v e g e ­
t a b l e s o n t h e m . A l t h o u g h t h e r e i s a s t r e a m r u n n i n g t h r o u g h t h e 
v i l l a g e w a t e r s u p p l y s e e m s t o b e i n s u f f i c i e n t . 
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In th i s v i l l a g e a vegetable purchasing centre has been es tab l i shed 
by the Udapalatha Co-operative Society and the farmers make use of 
both the co-operative and the private marketing channels. However, 
the bulk of the produce i s sold to private marketing agencies and 
only a small portion i s sold to the Co-operative. This pattern 
of marketing i s a common-feature in a majority of the v i l l a g e s . 

Girambe - i s surrounded by tea plantations and farmers have very 
l imited highland as compared to the other v i l l a g e s in t h i s study. 
On these highlands most of the farmers grow tobacco presumably 
because water supply i s not assured. Vegetables are grown in 
small p lo ts on the highlands during the Maha season, while in the 
Yala seasoa almost a l l the paddy f i e l d s come under vegetable cu l ­
t i v a t i o n . 

In th i s v i l l a g e too there i s a vegetable purchasing centre of the 
Udapalatha Co-operative Society . The majority of the producers in 
Girambe s e l l the ir vegetables only through the Co-operative Soc ie ty . 
The bulk of the vegetables purchased by the co-operative come 
from t h i s v i l l a g e . However, v i l l a g e s which s e l l the ir produce 
mainly through the co-operative are very few in the Palugama area. 

Dambawinna - i s s i tuated in the h i l l s lopes facing Badulla. As 
there are no i r r i g a t i o n f a c i l i t i e s and water i s avai lable only in 
the rainy season c u l t i v a t i o n i s poss ib le only in Maha. This 
v i l l a g e comes within the area of operation of the Welimada Co­
operative Society and therefore the v i l l a g e co-operative s oc i e ty 
i s not in teres ted in the c o l l e c t i o n of vegetables from the pro­
ducers. Due to these reasons and s ince the Welimada Wholesale 
Fair i s only half a mile away from the v i l l a g e , the majority of 
the producers u t i l i s e the Wholesale Fair to s e l l the ir produce. 

Producers' Co-operative - s ince the discussion in th i s report i s 
centred round the Co-operative Society of Udapalatha which i s 
engaged in the c o l l e c t i o n and marketing of vegetables produced in 
the Palugama area a br ie f descript ion of the a c t i v i t i e s of the 
Co-operative with reference to vegetable marketing would be use fu l . 

The present Udapalatha Co-operative Society had i t s beginning in 
1939 as an agr icul tural co-operative soc ie ty for the so l e purpose 
of serving the vegetable producers in the area, a t a time when the 
wholesale marketing operations were completely in the hands of the 
private traders . From i t s modest beginning, the marketing a c t i v i ­
t i e s of the co-operative expanded gradually and in the 1960s i t 
became a popular marketing channel. However, in 1963 the agr icu l ­
tural producers' co-operative was converted into a multi-purpose 
co-operative s o c i e t y . Since then i t s a c t i v i t i e s have been diver­
s i f i e d . At present the Udapalatha Co-operative Society with a memb 
•ship of about 6,000 operates 20 v i l l a g e l eve l branch co-operative 
s o c i e t i e s and 13 vegetable purchasing centres . 



I n a d d i t i o n t o t h e p u r c h a s e and m a r k e t i n g o f v e g e t a b l e s i t i s a l s o 
e n g a g e d i n a w i d e v a r i e t y o f o t h e r a c t i v i t i e s s u c h a s : s u p p l y o f 
c o n s u m e r i t e m s , t o b a c c o p r o c e s s i n g , t r a n s p o r t s e r v i c e s i n c l u d i n g 
t o u r i n g b u s e s , f u e l f i l l i n g s t a t i o n , g r i n d i n g m i l l and a R u r a l 
Bank e t c . Some o f t h e s e a c t i v i t i e s h a v e e x p a n d e d d u r i n g r e c e n t 
y e a r s and t h e m a r k e t i n g a c t i v i t i e s o f t h e C o - o p e r a t i v e h a v e t e n d e d 
t o c o n t r a c t w i t h i n c r e a s i n g i m p o r t a n c e a t t a c h e d t o p r i v a t e mar ­
k e t i n g a g e n c i e s . 



CHAPTER 2 

ECONOMICS OF VEGETABLE PRODUCTION 

The o b j e c t i v e of t h i s Chapter i s t o a n a l y s e data p e r t a i n i n g to t h e 
product ion o f v e g e t a b l e s i n the s e l e c t e d v i l l a g e s , i n order t o 
a s c e r t a i n the important f e a t u r e s a s s o c i a t e d w i t h v e g e t a b l e p r o ­
d u c t i o n and t o i d e n t i f y the l i n k s between p r o d u c t i o n and market ing 
i n each v i l l a g e . For t h i s purpose data r e l a t i n g t o o p e r a t i o n a l 
land h o l d i n g s , land use p a t t e r n , income and e x p e n d i t u r e have been 
a n a l y s e d . 

2 .1 Operat iona l Holdings 

The data p r e s e n t e d i n Table 2 shows t h a t the average e x t e n t o f 
land per farm v a r i e s c o n s i d e r a b l y i n the d i f f e r e n t v i l l a g e s from 
about 1 .5 a c r e s i n Harakgamakanda t o about 3 .5 acre s i n Udubadana. 
The average e x t e n t o f land per farm i n b o t h Girambe and Dambawinna 
i s about 2 .6 a c r e s . 

Table 2 

S i z e o f 
Operat iona l Holding 

: S i z e and Composit ion 
of Farms 

Harakgama- Uduba- Girambe Dambawinna 
kanda dana 

(Average e x t e n t s per farm a c r e ) 

T o t a l e x t e n t 1 .4 (100) 3 . 5 ( 1 0 0 ) 2 . 6 ( 1 0 0 ) 2 . 6 ( 1 0 0 ) 

(a) Lowland .2 ( 19) •7 ( 20) 1 . 2 ( 46) . 6 ( 24) 
(b) Highland 1 .2 ( 81) 2 . 8 ( 80) 1 . 4 ( 54) 2 . 0 ( 76) 

No o f farmers 
o p e r a t i n g 

T o t a l 38 20 11 9 

(a) Lowland 10 20 11 6 
(b) Highland 38 20 11 9 

The above data shows t h a t i n a l l the v i l l a g e s e x c e p t i n Girambe 
h i g h l a n d c o n s t i t u t e s about 80% of the t o t a l a g r i c u l t u r a l h o l d i n g 
w h i l e i n Girambe h i g h l a n d accounts for n e a r l y h a l f the t o t a l e x ­
t e n t o f l a n d . -This i n d i c a t e s the importance o f h i g h l a n d c u l t i ­
v a t i o n i n t h i s area p a r t i c u l a r l y i n t h e v i l l a g e s o f Harakgamakanda, 
Udubadana and Dambawinna. 

C l a s s i f i c a t i o n o f farms a c c o r d i n g t o s i z e o f o p e r a t i o n a l h o l d i n g s 
shows t h a t o f the 78 farmers i n c l u d e d i n the sample 56 (72%) are 
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o p e r a t i n g e x t e n t s l e s s than 3 a c r e s w h i l e 42 (54%) o f them are 
o p e r a t i n g h o l d i n g s l e s s than 2 a c r e s i n e x t e n t . This data shows 
t h e predominance o f smal l h o l d i n g s i n t h e s e v i l l a g e s and t h i s i s 
p a r t i c u l a r l y s een i n Harakgamakanda where about 60 p e r c e n t of the 
farmers i n the sample are o p e r a t i n g e x t e n t s l e s s than { acre 
(Annex I ) . 

2 . 2 Farm Labour Force 

In the s e l e c t e d v i l l a g e s the average farm fami ly s i z e v a r i e d from 
, 6 i n Udubadana t o about 8 i n Harakgamakanda (Table 3 ) . The average 

farm fami ly s i z e i s d i s t i n c t l y h i g h e r i n Harakgamakanda than i n 
a l l t h e o t h e r v i l l a g e s and t h i s i s due to the e x i s t e n c e of ' J o i n t 
F a m i l i e s ' . 

Table 3 : S i z e o f Farm Family 

Family Members Harakgamakanda Udubadana Girambe Dambawinna 

Adul t s 3 . 8 3 .5 3 . 7 4 . 4 
Chi ldren * 4 . 1 2 . 9 2 . 8 2 . 2 

A l l 7 .9 6 . 4 6 . 5 6 . 6 

* Less than 14 years o f a g e . * 

I n order t o a s c e r t a i n the d i s t r i b u t i o n of fami ly labour f o r farm 
work and o f f" farm work, the a d u l t members o f the farm were c l a s s i - * 
f i e d accord ing t o the nature o f work performed by them (Table 4 ) . 

Table 4 : D i s t r i b u t i o n of Family Labour Force 

Number of members —^ Harakgamakanda Udubadana Girambe Dambawinna 
per farm engaged i n 

Farm Work 

F u l l - t i m e 1.2 1.9 2 . 2 2 . 3 
P a r t - t i m e 1.2 1 .0 .9 2 . 0 

T o t a l 2 . 4 2 . 9 3 . 1 4 . 3 

Off - farm work 

F u l l - t i m e . 3 . 2 . 2 . 7 
P a r t - t i m e 1 .1 .9 . 5 1.1 

T o t a l M 1 .1 .7 1 .8 

1 / Family members over 14 y e a r s o f age are i n c l u d e d . 

The h i g h e s t number of fami ly members per farm a v a i l a b l e f o r farm 
work i s i n Dambawinna, about 4 . 3 , w h i l e the lowes t i s i n Harak­
gamakanda which i s about 2 . 4 . Assuming tha t two p a r t - t i m e working 
fami ly members are e q u i v a l e n t t o one f u l l - t i m e working member, t h e 
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t o t a l p o t e n t i a l labour supply per farm v a r i e s from 1 .8 i n Harakga­
makanda t o 2 . 6 i n Dambawinna w h i l s t the corresponding f i g u r e s f o r 
Udubadana and Girambe are 2 . 4 and 2 . 6 r e s p e c t i v e l y . In v iew of 
the s c a r c e labour supply s i t u a t i o n i n Harakgamakanda, the amount 
o f wages pa id t o farm workers i n Harakgamakanda 'is h i g h e r than i n 
o t h e r v i l l a g e s 

Table 4 shows t h a t the supply of f a m i l y labour f o r o f f - f a r m employ­
ment i s h i g h e s t ( 1 . 8 ) i n Dambawinna and l o w e s t ( 0 . 7 ) i n Girambe. 
Off - farm work comprised m o s t l y of a g r i c u l t u r a l work i n the n e i g h ­
bour ing farms. 

2.3 Land Use and Cropping P a t t e r n 

The survey shows t h a t t h e r e i s c o n s i d e r a b l e v a r i a t i o n i n t h e n a t u r e , 
and i n t e n s i t y o f land use i n t h e v i l l a g e s under c o n s i d e r a t i o n . The 
e x t e n t of land c u l t i v a t e d by a farmer as w e l l as the i n t e n s i t y o f 
land u s e de termines t o an important degree t h e incomes and. the c o s t s 
i n v o l v e d i n farming. A farmer could i n t e n s i f y land use b y : ( i ) c u l t i ­
v a t i n g h igh- income y i e l d i n g crops ( e . g . p o t a t o e s , i n c o n t r a s t t o 
r a d d i s h ) ; ( i i ) i n c r e a s i n g the number of crops c u l t i v a t e d per y e a r . 

The commonly used i n d i c a t o r f o r measuring t h e i n t e n s i t y of cropping 
systems i n an area where p o t e n t i a l l y more than one crop can be 
grown during the y e a r , i s the ' cropping i n d e x 1 . I t shows the a c r e ­
age c u l t i v a t e d as a p e r c e n t a g e of the p h y s i c a l land area a v a i l a b l e 
f o r c u l t i v a t i o n . The e x c e s s over 100 i n d i c a t e s the e x t e n t of double 
(or m u l t i p l e ) cropping adopted . T h e cropping i n d i c e s "of the v i l l a g e s 
are g i v e n be low: 

Table 5: I n t e n s i t y of Land Use i n Terms of 
Cropping I n t e n s i t y 

Harakgamakanda Udubadana Girambe Dambawinna 

P h y s i c a l land area 
per^farmer ( a c r e s ) 
Land area c u l t i v a t e d 
per farm ( a c r e s ) 
Cropping i n d e x 

l.A 
2 . 3 
1 .6 

3 .6 

3 . 3 
. 9 1 

2 . 6 

2 i 9 
1 .1 

2 . 6 

. 9 

. 4 

From the data p r e s e n t e d above i t cou ld be observed t h a t the 
cropping i n t e n s i t i e s of t h e s e l e c t e d v i l l a g e s nave v a r i e d from 1 .6 
i n Harakgamakanda t o . 4 i n Dambawinna. This i n d i c a t e s t h a t i n 
g e n e r a l a l l the v i l l a g e s show a r e l a t i v e l y low cropping i n t e n s i t y 
than would normal ly be e x p e c t e d due t o t h e drought c o n d i t i o n s t h a t 
p r e v a i l e d during 1973. I t i s i n t e r e s t i n g t o n o t e t h a t cropping 
i n t e n s i t i e s are h i g h i n v i l l a g e s , where the commission a g e n t s / 
p r i v a t e t r a d e r s c o n t r o l the market ing o f produce. The cropping 
i n t e n s i t y i s low i n v i l l a g e s s erved by t h e C o - o p e r a t i v e Marketing 
System. Although the p h y s i c a l land area per farmer i s t h e same 
i n both Girambe and Dambawinna on ly 41% of the land i s under v e g e ­
t a b l e s i n Girambe (Table 6 ) . 
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Table 6: P a t t e r n of Land Use i n terms o f the 
number of Farmers C u l t i v a t i n g and 
Extent under each Crop. 

Type of Crop Harakgamakanda Udubadana Girambe Dambawi 

T o t a l No o f farmers 38 20 11 9 

No C u l t i v a t i n g 

(a) V e g e t a b l e s 38 • 20 11 9 
. (b) Paddy 2 8 8 _ 

( c ) Tobacco - 2 3 -
Type of Crops 

(a) V e g e t a b l e s 98 91 41 99 
(b) Paddy 2 8 30 1 
( c ) Tobacco - 1 29 

A l l Crops (%) 100 100 100 100 

T o t a l e x t e n t ( a c r e s ) ( 2 . 3 4 ) ( 3 . 3 1 ) ( 2 . 9 0 ) ( . 9 7 ) 

A f e a t u r e observed i n the cropping sys tems i n a l l t h e v i l l a g e s i s 
the r e s t r i c t i o n o f c u l t i v a t i o n t o annual c r o p s . As i l l u s t r a t e d i n 
Table 6 , farmers o f a l l the v i l l a g e s e x c e p t Girambe used a lmost a l l 
t h e i r c u l t i v a b l e land f o r v e g e t a b l e c u l t i v a t i o n . A l l t h e 78 f a r ­
mers i n the sample have grown v e g e t a b l e s , a l though the e x t e n t under 
v e g e t a b l e s v a r i e d from v i l l a g e t o v i l l a g e . 

Paddy c u l t i v a t i o n i s r e l a t i v e l y l e s s s i g n i f i c a n t i n a l l the v i l l a g e s , 
e x c e p t i n Girambe. Of the t o t a l sample o f 78 farmers only 23 p e r c e n t 
o f t h e farmers had grown paddy. In Girambe, however, 8 farmers out 
of 11 have grown paddy i n 30% of t h e i r t o t a l c u l t i v a t e d l a n d . Fur­
thermore , a l l t h e farmers i n the sample had grown paddy o n l y i n 
Maha which means t h a t paddy i s of minor importance as a commercial 
crop i n t h i s a r e a . Another important crop grown i s t o b a c c o , the 
c u l t i v a t i o n of which i s undertaken i n the v i l l a g e s o f Udubadana 
and Girambe. In Girambe t h r e e farmers out of e l e v e n c u l t i v a t e d 
t o b a c c o and t h e income earned from i t was 29% of t h e i r t o t a l farm 
income. Tobacco c u l t i v a t i o n i n t h e s e v i l l a g e s i s r e l a t e d t o the 
market ing arrangements , the c o - o p e r a t i v e b e i n g the o n l y buyer o f 
tobacco produced i n t h i s a r e a . 

A wide range o f v e g e t a b l e crops kcts- been grown by the farmers and 
the e x t e n t s o f land under the more important v e g e t a b l e s and the i n ­
come per farm i s g i v e n in"Table 7. 
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Table 7: (a) Extent cul t ivated and (b) income derived as a 
percentage of t o t a l cu l t ivated extent and t o t a l 

,' income r e s p e c t i v e l y , from the more important vege­
tables grown in the v i l l a g e s . 

Kind of Harakgamakanda Udubadana Girambe Dambawinna 
vegetables (a) (b) (a) (b) (a) (b) (a) (b) 
grown Extent Income Extent Income Extent Income Extent Income 

c u l t i ­ from c u l t i ­ from c u l t i ­ from c u l t i ­ from 
vated sa l e s vated sa l e s vated s a l e s vated s a l e s 
per as a per as a per as a per as a 
farm % of farm % of farm % of farm % of 
as a % the as a % the as a % the as a- % the 
of t o t a l t o ta l ' of t o ­ t o t a l of t o ­ t o t a l of t o ­ t o t a l 

cash t a l . cash t a l cash t a l cash 
farm farm farm farm 
income income income income 

Cabbage 3 2 17 11 49 23 21 34 
Beans 30 31 28 26 32 43 11 11 
Potato 10 24 21 48 9 23 44 45 
Tomato 3 I 9 4 - - -
Carrots 38 33 - - - - - -Knolkhol - - 5 3 - - - -
Raddish - - 3 1 - - 19 9 
Brinja l . . - 4 4 8 10 - -
Others - 16 1 13 3 2 1 5 1 

Al l vege­ • 

tables 100 100 100 100 100 100 100 100 

1/ includes vegetables of minor importance which-accounts for 
l e s s than 1% of the t o t a l extent . 

According to Table 7, the most commonly grown vegetables in a l l 
these v i l l a g e s are beans, potatoes and cabbage. Beans produced in 
the Palugama area obtain a premium price in the Colombo wholesale 
market and hence the predominance of bean c u l t i v a t i o n in these : 

v i l l a g e s . Though the same could be said of potato c u l t i v a t i o n , 
cabbages grown in t h i s area are not considered to have the same 
qual i ty as those grown in other areas such as Nuwara Eliya and 
Kandapola. This may be a reason for the low pr ior i ty given to 
cabbage cu l t i va t ion in a l l these v i l l a g e s , more part icu lar ly in 
Harakgamakanda. 

Farmers in Harakgamakanda give greater importance t o the c u l t i ­
vation of carrots , beans and potatoes . In Harakgamakanda almost 
the ent i re range of exot i c vegetables i s grown unlike in the other 
v i l l a g e s where t h i s i s not poss ib le because of dry,-climatic con­
d i t i o n s . In Harakgamakanda l e s s importance i s attacWe^ by the 
growers to the cu l t i va t ion of crops that y i e l d low returns such as 
raddish, knolkhol, e t c . •;• 
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In t h e c a s e o f Udubadana the most important crop as regards both 
t h e income per farm (48%) a s w e l l as the e x t e n t c u l t i v a t e d per 
farm (21%) i s phe potatoe*. In Girambe the l a r g e s t e x t e n t of c u l ­
t i v a t e d land was- under cabbage a l though beans and p o t a t o e s a r e 
a l s o important . 

I t would be i n t e r e s t i n g t o compare the cropping sys tem f o l l o w e d 
i n t h e s e v i l lageswfcW the market ing arrangements t h a t p r e v a i l e d i n 
t h e s e areas and the p r i c e s o b t a i n e d for the d i f f e r e n t v e g e t a b l e s . 
In Harakgamakanda farmers emphasize the c u l t i v a t i o n of crops where 
the p r i c e per u n i t i s r e l a t i v e l y h igh such as b e a n s , c a r r o t s and 

. p o t a t o e s , w h i l e i n Udubadana and Girambe where market ing i s l a r ­
g e l y through the C o - o p e r a t i v e , the most important crop i s p o t a t o / . 

Farm Expenses and Income 

In t h i s . s e c t i o n data on income and e x p e n d i t u r e are d i s c u s s e d 
mainly t o a s c e r t a i n the v a r i a t i o n i n the p a t t e r n of income and 
expend i ture i n r e l a t i o n t o the p r i n c i p a l methods of d i s p o s a l 
adopted i n each v i l l a g e . The income from s a l e s and cash expenses 
i n c u r r e d per farm are i n t e r p r e t e d t o mean income and expend i ture 
o f the farm r e s p e c t i v e l y for purpose of t h i s a n a l y s i s . 

a) Cash Expenses 

The t o t a l cash expenses incurred by the farmers f o r p r o d u c t i o n 
and d i s p o s a l of v e g e t a b l e s i n the s e l e c t e d v i l l a g e s show a wide 
v a r i a t i o n among the four s e l e c t e d v i l l a g e s . I t v a r i e s from about 
Rs. 2 , 7 0 0 / - per farm i n Harakgamakanda t o about Rs. 7 0 0 / - i n 
Dambawinna. The corresponding c o s t s i n v o l v e d by t h e farmers i n 
Udubadana and Dambawinna are about R s . 2 , 2 5 0 / - and Rs. 7 6 0 / - r e s ­
p e c t i v e l y . (Table 8 ) . The reason f o r such a wide v a r i a t i o n i s 
main ly due t o t h e d i f f e r e n c e i n cropping i n t e n s i t i e s and cropping 
systems d i s c u s s e d e a r l i e r . 

As shown i n Table 8 the r e l a t i v e l y l o w . c a s h expenses incurred by 
t h e farmers i n Girambe i n comparisonWiUimuch h i g h e r cash expenses 
i n c u r r e d i n Harakgamakanda r e v e a l a r e l a t i o n s h i p between the c o s t 
incurred and the p r i n c i p a l means o f d i s p o s a l of the produce . 

In Harakgamakanda which shows the h i g h e s t cash c o s t s per farm, t h e 
o n l y important channel of market ing i s t h e commission a g e n t s , w h i l e 
i n Dambawinna w i t h the l o w e s t cash expend i ture per farm the predomi­
nant means o f d i s p o s a l i s the f a i r a t Welimada. Girambe which i s 
one of the few v i l l a g e s i n Palugama where the c o - o p e r a t i v e market ing 
sys tem i s predominant, shows a r e l a t i v e l y low c o s t per farm ( R s . 7 6 1 / - ) . 
Farmers i n Udubadana i n c u r a r e l a t i v e l y h igh cash c o s t which i s 
a lmost equal t o t h a t of Harakgamakanda and the most important 
means of d i s p o s a l i s the commission a g e n t . This seems t o show 
t h a t where t h e cash requirements f o r c u l t i v a t i o n are r e l a t i v e l y 
h i g h t h e commission a g e n t s t end t o dominate ( s e e page '34 ) as t h e 
market ing agency . 
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Table 8: Cash Expenses per farm* for the 
Production and Disposal of Vegetables 

Maha 1972 and Yala 1973 

Items Harakgamakanda Udubadana Girambe Dambawinna 
Amount Amount Amount Amount 
Rs. % Rs. % Rs % Rs. % 

Labour Costs 863 32 423 19 128 17 I l l 15 
Material 
inputs 1109 41 1300 58 382 50 541 74 
Rent paid for 
land & other 
hired items '*48 2 6 - 2 — 7 1 
Transport of 
vegetables 313 12 240 11 130 17 24 3 
Payment of 
commission for 
sa les 361 13 280 12 119 16 49 7 

Total costs 2694 100 2249 100 761 100 732 100 

Material Inputs - An analys is of the components of the t o t a l cash 
expenses per farm reveals that the most important item of expen­
diture of the vegetable grower i s the cost of material inputs . A 
considerable proportion of the ir t o t a l expenditure, as much as 40 
50% of the t o t a l cost has been incurred on material inputs (ref . 
Table 8 ) . The amount spent by the farmers in Udubadana and Harak­
gamakanda was r e l a t i v e l y higher amounting to Rs .1 ,300 / - per farm 
respec t ive ly , whi l s t in Girambe and Dambawinna i t amounted to 
Rs .541 / - and Rs .382/ - re spec t ive ly . A breakdown of the costs i n ­
curred on purchased inputs per farm in dif ferent v i l l a g e s i s indi­
cated in the table below: 

Table 9: Cost of Material Inputs per farm in 
the di f ferent v i l l a g e s - Maha 1972 

and Yala 1973 

Item Harakgamakanda Udubadana Girambe Dambawinna 
Amount Amount Amount Amount 
Rs. % Rs. % Rs. % Rs. % 

Seed/Planting 
material 498 45 725 56 111 29 343 63 
F e r t i l i s e r 516 46 466 36 217 57 170 31 
Agro-chemicals 75 7 91 7 46 12 22 4 
Organic manure 
and lime 20 2 18 1 8 2 6 1 

All 1109 100 130Q 100 382 100 541 99 

* Please see Table 2 for unit of Farm S ize . 
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The above t a b l e shows the r e l a t i v e importance o f s e e d and f e r ­
t i l i s e r f o r t h e v e g e t a b l e grower i n terms of e x p e n d i t u r e . The 
e x p e n d i t u r e on b o t h t h e s e i t ems e x p r e s s e d as a p e r c e n t a g e of the 
t o t a l cash c o s t s i s about 90% i n a l l the v i l l a g e s . Consequently 
the supply of t h e s e i n p u t s t o the grower becomes an important 1 

f a c t o r i n v e g e t a b l e c u l t i v a t i o n . 

As i s e v i d e n t from Table $ wage payments account; f o r a major 
par t o f t h e t o t a l cash e x p e n d i t u r e incurred by tne farmers . This 
ranges from 32 percent of the t o t a l c o s t i n c u r r e d by t h e farmers 
i n Harakgamakanda t o 15 percent i n BaSpatYon^ffiich i n terms of 
cash amounts t o Rs . 8 6 3 / - and R s . l l l / - per farm r e s p e c t i v e l y . The 
h i g h cash c o s t s i n c u r r e d f o r payment of wages i n Harakgamakanda i s 
a r e s u l t o f the h i g h cropping i n t e n s i t y and the dropping p a t t e r n 
adopted . In t h i s c o n n e c t i o n i t i s a l s o r e l e v a n t t o p o i n t out t h a t 
t h e a v a i l a b i l i t y of fami ly labour i n Harakgamakanda f o r v e g e t a b l e 
c u l t i v a t i o n was l i m i t e d ( v i d e page 7 ) . A d e t a i l e d a n a l y s i s of wage 
payments i s g i v e n i n Table 10 . 

Table 10: P e r c e n t a g e w i s e D i s t r i b u t i o n o f Wage 
Payments t o Hired Labour per farm 

f o r v e g e t a b l e c u l t i v a t i o n 

Operat ion Harakgamakanda Udubadana Girambe Dambawinna 

Land Prepara t ion 40 53, 49 58 
P l a n t i n g 3 6 6 5 
I r r i g a t i o n 16 - 5 
Weeding & Earth ing 13 7 5 12 
A f t e r c a r e Operat ions 7 6 13 13 * 
H a r v e s t i n g 9 7 8 5 
Value of food 
prov ided 12 21 19 2 

A l l o p e r a t i o n s % 100 100 100 100 

Amount Rs. 863, 423 128 111 

From Table 10 i t i s s een t h a t payment t o h i r e d labour f o r the 
p r e p a r a t i o n of land c o n s t i t u t e s the h i g h e s t i t e m of e x p e n d i t u r e 
i n t h e t o t a l wage b i l l . This i t e m account s f o r n e a r l y h a l f the 
labour c o s t s i n a l l the v i l l a g e s . I t i s a l s o s e e n t h a t the 
farmers i n Harakgamakanda spend about 16% of the t o t a l wage pay­
ment per farm f o r h i r i n g labour t o i r r i g a t e t h e i r p l o t s . 

Another important i t e m o f e x p e n d i t u r e t o the v e g e t a b l e farmer i s 
the c o s t o f d i s p o s a l of produce which i n c l u d e s t r a n s p o r t a t i o n t o 
Wholesale Markets i n Colombo and the payment of a commission t o 
the market ing agency which h a n d l e s the s a l e s . The farmers i n 
a l l the v i l l a g e s e x c e p t i n Dambawinna i n c u r r e l a t i v e l y h i g h e r 
e x p e n d i t u r e on t h i s i t e m s i n c e most of themtransport t h e i r produce 
t o Colombo f o r s a l e . ' Most of the' farmers i n Dambawinna however 
s e l l t h e i r produce a t a nearby w h o l e s a l e f a i r , thus reduc ing the 
c o s t o f t r a n s p o r t and s a l e s commission. 
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S i n c e the s tudy r e v e a l s h i g h e x p e n d i t u r e on the marketing o f 
v e g e t a b l e s i t would be o f i n t e r e s t t o compare the t o t a l cash 
c o s t s i n v o l v e d i n c u l t i v a t i o n w i t h t h e c o s t s i n c u r r e d i n t h e 
d i s p o s a l o f the produce . 

I t i s s e e n from Table 8 t h a t t h e c o s t s i n c u r r e d for d i s p o s a l o f 
t h e produce i s r e l a t i v e l y h i g h rang ing from 33% i n Girambe t o 
10% i n Dambawinna. The c o s t o f market ing v e g e t a b l e s i n Colombo 
amounted t o about 1 /4 o f the t o t a l c o s t i n a l l the v i l l a g e s and 
t h i s e x p e n d i t u r e i s borne by the producer . I t cou ld thus be s een 
t h a t v e g e t a b l e producers have no t only t o i n c u r heavy cash c o s t s 
f o r c u l t i v a t i o n , but a l s o for marketing t h e i r produce . I t would 
be o f i n t e r e s t t o n o t e t h a t farmers i n Girambe who d i s p o s e o f 
t h e i r produce mainly through t h e ' c o - o p e r a t i v e market ing agency 
i n c u r n e a r l y 1 /3 ( R s . 2 5 0 / - ) o f t h e i r t o t a l cash c o s t s f o r mar­
k e t i n g and the remaining 2 / 3 ( R s . 5 1 0 / - ) f o r p r o d u c t i o n p u r p o s e s . 
This shows t h a t even i n c a s e s where the l e v e l o f cash i n p u t s i s 
r e l a t i v e l y low farmers a r e compel led t o b e a r c o m p a r a t i v e l y h i g h 
cash c o s t s f o r market ing t h e i r produce . 

b ) Farm Income 

Cash farm income which i s equal to t o t a l cash income r e c e i v e d per 
farm both a g r i c u l t u r a l as w e l l as n o n - a g r i c u l t u r a l s o u r c e s shows 
a wide v a r i a t i o n from Rs. 4 , 2 1 5 / - i n Harakgamakanda t o Rs. 4 , 0 2 8 / -
i n Udubadana, Rs. 1 , 1 7 6 / - i n Girambe and Rs. 1 , 0 6 8 / - i n Dambawinna 
( s e e Table 1 1 ) . 

Table 1 1 : Source o f Cash Farm Income 

Harakgamakanda 
Amount 
Rs. % 

Udubadana 
Amount 

Rs. % 

Girambe Dambawinna 
Amount Amount 

Rs- % ~Rs. % 

V e g e t a b l e s 

Paddy 

Tobacco 

L i v e s t o c k 

Off-farm 
s o u r c e s 

4159 ( 9 8 . 8 ) 3518 ( 8 6 . 2 ) 1608 ( 9 3 . 7 ) 1002 ( 9 3 . 8 ) 

7 ( . 4 ) 31 ( 2 . 9 ) 

10 ( . 2 ) 43 ( 2 . 5 ) -

32 ( . 8 ) 27 

29 

( . 6 ) 33 ( 3 . 1 ) 

( . 7 ) 522 ( 1 2 . 8 ) 58 ( 3 . 4 ) 2 ( . 2 ) 

A l l s o u r c e s 4215 (100) 4082 (100) 1716 (100) 1068 (100) 
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Income from s a l e s of v e g e t a b l e s c o n s t i t u t e d the l a r g e s t p e r c e n ­
t a g e o f t h e t o t a l cash farm income i n a l l t h e v i l l a g e s . Vege­
t a b l e s r e p r e s e n t 94% of the t o t a l cash farm income i n a l l t h e 
v i l l a g e s e x c e p t i n Udubadana where the income from v e g e t a b l e s 
accounts f o r 86% of t o t a l cash farm income. The v a r i a t i o n i n 
income (Table 1 1 ) i s p a r t l y a s s o c i a t e d w i t h t h e i n t e n s i t i e s o f 
cropping adopted (Table 5 ) and the nature of crops grown i n t h e 
r e s p e c t i v e v i l l a g e s , both of which are dependent t o a l a r g e e x ­
t e n t on the a v a i l a b i l i t y of i r r i g a t i o n water during the dry 
s e a s o n . Another f a c t o r r e s p o n s i b l e f o r low cash incomes from 
s a l e s o f v e g e t a b l e s p a r t i c u l a r l y i n Girambe and Dambawinna i s 
t h a t an a p p r e c i a b l e volume o f the produce i s used for household 
consumption l e a v i n g a smal l amount f o r s a l e . 

On t h e b a s i s o f t h e cash income d e r i v e d from t h e s a l e of v e g e ­
t a b l e s the v i l l a g e s could be c a t e g o r i s e d i n t o two d i s t i n c t 
groups , one w i t h a h i g h e r income of around Rs. 4 , 0 0 0 / - and the 
o t h e r w i t h a lower income o f around Rs. 1 , 5 0 0 / - per y e a r per 
farm. Harakgamakanda and Udubadana b e l o n g t o the former c a t e ­
gory w h i l e Dambawinna and Girambe b e l o n g t o the l a t t e r c a t e g o r y . 
The f i r s t two v i l l a g e s which s e l l t h e i r produce t o p r i v a t e 
market ing a g e n c i e s b e l o n g t o the h i g h e r income c a t e g o r y . Income 
from paddy c u l t i v a t i o n does not c o n s t i t u t e a s i g n i f i c a n t p o r t i o n 
o f the cash income except i n Dambawinna where on ly 3 farmers 
r e p o r t e d an average cash income of Rs. 9 3 / - per farm. In Udu - .'. 
badana and Girambe a s m a l l percentage of t h e i r cash farm income 
i s d e r i v e d from t h e s a l e of t o b a c c o . In Udubadana an average 

. farm r e c e i v e s an income o f - a b o u t 12% ( R s . 5 2 2 / - ) , and i n Girambe 
shout 3% ( R s . 5 8 / - ) from t o b a c c o . Income from o ther s o u r c e s 
! i n c l u d e s cash incomes from a c t i v i t i e s o u t s i d e the farm . Income 
from o t h e r s o u r c e s , i s important s i n c e i t p r o v i d e s t h e farmer 
w i t h an o p p o r t u n i t y of supplement ing the cash requirements needed 
f o r v e g e t a b l e c u l t i v a t i o n which i s h i s primary economic a c t i v i t y . 
Table 11 i n d i c a t e s income r e c e i v e d from o t h e r s o u r c e s as w e l l . 
Income r e c e i v e d from o t h e r s o u r c e s i s very smal l e x c e p t i n 
Udubadana where n e a r l y 10% ( R s . 5 2 2 / - per farm) o f the t o t a l cash 
incomes of the farm i s d e r i v e d from o ther s o u r c e s . In Girambe 
n e a r l y 3% ( R s . 5 8 / - ) per farm, of the t o t a l cash income i s d e r i v e d 
from o u t s i d e s o u r c e s w h i l e f o r both Harakgamakanda and Dambawinna 
income from o t h e r s o u r c e s accounts for l e s s than 1% of t h e i r r e s ­
p e c t i v e t o t a l cash incomes per farm. 

The o p p o r t u n i t i e s f o r o f f - f a r m employment i n t h e s e v i l l a g e s are 
r e s t r i c t e d p a r t i c u l a r l y i n Harakgamakanda and Dambawinna. The 
o f f - f a r m income der ived i n the o ther v i l l a g e s i s mainly from 
c a s u a l l abour . 

c ) Net Cash Farm Returns from Vegetab le C u l t i v a t i o n 

Net cash farm r e t u r n s r e p r e s e n t s t o t a l amount o f cash d e r i v e d from 
s a l e s minus cash o p e r a t i n g expenses per farm. This v a l u e could be 
used t o i n d i c a t e the r e l a t i o n s h i p between the money c o s t s and money 
incomes o f t h e farmers and a l s o t h e n e t amount of cash t h a t a grower 
i s l e f t w i t h when a l l h i s money c o s t s are deducted from h i s money 
income which i s the cash a v a i l a b l e f o r h i s family.expiaasje-s,,. Bowever care 
should be e x e r c i s e d i n u s i n g the n e t cash farm r e t u r n s as a y a r d -
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s t i c k t o m e a s u r e t h e economy o f v e g e t a b l e g r o w e r s i n t h e s e 
v i l l a g e s s i n c e i t d o e s n o t r e p r e s e n t t h e n o n - c a s h r e t u r n s and 
e x p e n s e s o f t h e g r o w e r s , s u c h a s v a l u e o f t h e p r o d u c e r e t a i n e d 
f o r f a m i l y c o n s u m p t i o n , and t h e c o s t o f f a m i l y l a b o u r u s e d f o r 
v e g e t a b l e c u l t i v a t i o n . 

T a b l e 1 2 : N e t Cash Farm R e t u r n s from V e g e t a b l e 
C u l t i v a t i o n - Maha 1 9 7 2 / 7 3 and Y a l a 1 9 7 3 

Harakgamakanda 'iUd.ubadana Girambe Dambawinna 

P e r farm c a s h 
r e t u r n s f rom 
v e g e t a b l e s 
P e r farm c a s h 
o p e r a t i n g e x p e n s e s 

N e t c a s h r e t u r n 
p e r f a r m 

Rs 

4 , 1 5 9 

2 , 6 9 4 

1 , 4 6 5 

Rs, 

3 , 5 1 8 

2 , 2 4 8 

1 , 2 7 0 

Rs , 

1 , 6 0 8 

761 

847 

Rs, 

1 , 0 0 2 

732 

2 7 0 

T a b l e 12 shows t h a t t h e f a r m e r s i n Harakgamakanda r e c e i v e d t h e 
h i g h e s t n e t c a s h r e t u r n s from v e g e t a b l e s a m o u n t i n g t o a b o u t 
R s . 1 . 5 0 0 p e r farm w h i l e f a r m e r s i n Dambawinna r e c e i v e d t h e 
l o w e s t a m o u n t i n g t o R s . 2 7 0 / ~ p e r f a r m . 

d) N e t Cash R e t u r n s P e r A c r e 

I n o r d e r t o m e a s u r e t h e e f f i c i e n c y o f l a n d u s e i n t h e f o u r s e l e c t e d 
v i l l a g e s , t h e c a s h farm r e t u r n s c a n b e compared w i t h t h e c a s h f a r m 
e x p e n s e s p e r c u l t i v a t e d a c r e . T h i s w o u l d e l i m i n a t e t h e d i r e c t 
e f f e c t o f f a r m s i z e upon i n c o m e and e x p e n s e s . T a b l e 1 3 s h o w s t h e 
c a s h r e t u r n s , c a s h o p e r a t i n g e x p e n s e s and n e t c a s h r e t u r n s p e r 
a c r e f r o m v e g e t a b l e c u l t i v a t i o n i n t h e c h o s e n v i l l a g e u n i t s . 

^ T u M e 1 3 : Cash R e t u r n s and Cash E x p e n s e s p e r a c r e 
f o r v e g e t a b l e c u l t i v a t i o n - Y a l a and Maha 

Cash, r e t u r n s 
p e r a c r e 

Harakgamakanda Udubadana Girambe Dambawinna 
R s . R s . 

1 , 8 1 6 

R s . 

1 , 1 6 4 . 

R s . 

1 , 3 5 1 1 , 0 3 3 

Cash e x p e n s e s p e r 
a c r e 1 , 1 7 6 744 6 3 5 7 5 4 

N e t c a s h r e t u r n s 
p e r a c r e 6 4 0 4 2 0 716 2 7 9 

I t was p o i n t e d o u t e a r l i e r t h a t among a l l t h e v i l l a g e s , f a r m e r s 
i n Harakgamakanda r e c e i v e t h e h i g h e s t c a s h i n c o m e ( R s . 4 , 1 6 0 / - p e r 
f a r m ) , w h i l e t h o s e i n Dambawinna r e c e i v e t h e l o w e s t ( R s . 1 , 0 0 0 / -
p e r f a r m ) . T a b l e I g s h o w s t h a t w i t h r e g a r d t o c a s h c o s t p e r a c r e 
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Harakgamakanda s tands out aga in prominent ly i n t h a t i t i s a lmost 
tw ice h i g h e r than f o r the o t h e r t h r e e v i l l a g e s . Thi s i s due both 
t o the cropping sys tems adopted and the h i g h cropping i n t e n s i t y 
i n t h i s area . The farmers i n Girambe r e c e i v e d the h i g h e s t n e t 
cash r e t u r n s per acre Rs. 7 1 6 / - , w h i l e Dambawinna r e c e i v e d the 
l o w e s t Rs . 2 8 0 / - . I t i s o f i n t e r e s t t o n o t e t h a t though Harak­
gamakanda showed the h i g h e s t cropping i n t e n s i t y , i t d i d not 
r e c e i v e the h i g h e s t n e t cash r e t u r n s per acre from v e g e t a b l e s . 

Credi t and Indebtedness 

In order t o a s c e r t a i n t h e s i t u a t i o n w i t h regard t o i n d e b t e d n e s s 
among the v e g e t a b l e growers i n Palugama area data was c o l l e c t e d 
on. the borrowings made during the r e f e r e n c e p e r i o d of the survey 
(June 1972 - Ju ly 1973) and on debt o u t s t a n d i n g at the t ime of 
t h e s u r v e y . Thi s d a t a was c l a s s i f i e d accord ing t o each v i l l a g e 
and i s p r e s e n t e d below: 

Table 1 4 : I n c i d e n c e o f Debt i n the s e l e c t e d v i l l a g e s 
as shown by (a) loans taken during the y e a r ; 
(b) debt o u t s t a n d i n g a t the t ime of the survey 

Harakgamakanda Udubadana Girambe Dambawinna 

T o t a l No. 
o f farms 38 20 11 9 

a) Loans taken 
during the y e a r : 
i . N o o f farmers 

r e p o r t i n g 33 19 8 5 
i i . D e b t per f a r ­

mer reported Rs.1327 Rs .2521 Rs.10910 Rs. W 8 3 3 

b) Loans o u t s t a n d i n g 

i . N o o f farmers 
r e p o r t i n g 34 13 9 3 

i i . D e b t per f a r ­
mer r e p o r t e d Rs .1616 Rs .2418 Rs .1162 Rs. 251 

The above t a b l e shows, that of the t o t a l 78 farmers i n the sample, , 
92% (65) have been borrowing. This i n d i c a t e s a very h igh i n c i ­
dence of borrowing i n a l l the v i l l a g e s . However, i n r e s p e c t of the 
amount borrowed per farm i t i s observed t h a t the i n c i d e n c e of 
debt i s s i g n i f i c a n t l y h i g h i n a l l t h e v i l l a g e s , the debt load 
b e i n g h i g h e s t i n Harakgamakanda and Udubadana. The debt o u t ­
s t a n d i n g a t the time of survey r e p r e s e n t s the debt s i t u a t i o n of 
the farm o n l y a t a p a r t i c u l a r t ime and t h i s would vary c o n s i ­
derably w i t h t h e pas sage of t ime i n a cropping s e a s o n . Table 14 
shows t h a t 76% (59) o f the t o t a l number o f farmers i n the sample 
reported'having o u t s t a n d i n g loans a t the time of survey which i s . 
e v i d e n c e o f the h igh i n c i d e n c e of debt among the farmers . The 
amount of the o u t s t a n d i n g loans per r e p o r t i n g farmer aga in shows 
the same type of v a r i a t i o n between the v i l l a g e s as observed i n 
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t h e c a s e o f l o a n s t a k e n d u r i n g t h e s u r v e y p e r i o d . The amount 
o f l o a n s o u t s t a n d i n g p e r f a r m a t t h e t i m e o f s u r v e y i s l e s s t h a n 
t h e amount o f l o a n s t a k e n d u r i n g t h e s u r v e y p e r i o d i n b o t h 
Dambawinna and Udubadana w h i c h s h o w s t h a t t h e s e f a r m e r s p a i d o f f 
d u r i n g t h e s u r v e y p e r i o d some o f t h e l o a n s t a k e n e a r l i e r . The 
o u t s t a n d i n g l o a n p e r farm i s h i g h e s t i n Udubadana ( R s . 2 4 T 8 ) and 
l o w e s t i n t h e c a s e o f Dambawinna ( R s . 2 5 1 / - ) w h i l e t h e c o r r e s ­
p o n d i n g amounts i n Harakgamakanda and Girambe a r e R s . 1 , 6 1 6 / -
and R s . 1 , 1 6 2 / - r e s p e c t i v e l y . 

T a b l e 1 5 : C o m p a r i s o n o f T o t a l Cash Income and t h e 
Loans t a k e n d u r i n g t h e y e a r ( a v e r a g e o f 

a l l f a r m e r s ) 

Harakgamakanda Udubadana Girambe Dambawinna 
R s . % R s . % R s . % R s . % 

T o t a l c a s h 
i n c o m e 
T o t a l amour 
o f d e b t 1 1 5 2 2 8 2 3 9 5 58 7 9 3 4 6 4 6 6 44 

i n c o m e 4 2 1 5 1 0 0 4 0 8 2 100 1 7 1 6 1 0 0 1069 1 0 0 
T o t a l amount 

The amount o f l o a n s t a k e n d u r i n g t h e s u r v e y p e r i o d e x p r e s s e d as 
a p e r c e n t a g e o f t h e t o t a l c a s h i n c o m e o f t h e f a r m e r s r a n g e s f r o m 
a b o u t 30% i n Harakgamakanda t o a b o u t 60% i n Udubadana. T h i s 
p o i n t s t o t h e f a c t t h a t t h e d e b t l o a d o f t h e f a r m e r s i n t h e s a m p l e 
i s q u i t e s u b s t a n t i a l i n a l l t h e v i l l a g e s . 

In o r d e r t o i d e n t i f y t h e m a j o r p u r p o s e f o r w h i c h t h e s e l o a n s w e r e 
o b t a i n e d b y t h e f a r m e r s i n d i f f e r e n t v i l l a g e s , l o a n s w e r e c l a s s i ­
f i e d i n t o c u l t i v a t i o n and n o n - c u l t i v a t i o n l o a n s . 

T a b l e 1 6 : P u r p o s e s f o r w h i c h t h e Loans w e r e t a k e n b y 
F a r m e r s i n D i f f e r e n t V i l l a g e s - a v e r a g e o f 

a l l f a r m e r s 

Harakgamakanda Udubadana Girambe Dambawinna 
R s . % R s . % R s . % R s . % 

C u l t i v a t i o n 1 0 1 4 88 1 6 9 0 70 6 1 1 77 4 3 8 9U-
N o n - c u l t i v a ­

9U-
t i o n 1 3 8 12 705 30 182 . 2 3 28 6 

T o t a l 1152 100 2 3 9 5 1 0 0 793 1 0 0 466 100 

The amount o f l o a n s t a k e n f o r c u l t i v a t i o n e x p r e s s e d a s a p e r c e n ­
t a g e o f t h e t o t a l amount o f l o a n s t a k e n v a r i e s f rom 70% i n Udu­
b a d a n a t o a b o u t 94% i n Dambawinna. The h i g h p e r c e n t a g e o f l o a n s 
t a k e n f o r c u l t i v a t i o n p u r p o s e s i n a l l t h e v i l l a g e s i s q u i t e u n d e r ­
s t a n d a b l e i n v i e w o f t h e h i g h c a s h o u t l a y r e q u i r e d f o r v e g e t a b l e 
c u l t i v a t i o n w h i c h forms t h e main s o u r c e o f i n c o m e o f t h e s e f a r m e r s . 

The h i g h e s t amount o f c u l t i v a t i o n l o a n s h a v e b e e n t a k e n b y f a r m e r s 
i n Udubadana and amounts t o R s . 1 , 6 9 0 / - p e r farm w h e r e a s t h e l o w e s t 
amount h a s b e e n t a k e n b y t h e f a r m e r s i n Dambawinna, a m o u n t i n g t o 
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Rs. 4§8*7~ . p e r farm. I t could be seen t h a t the loans taken 
by i n d i v i d u a l farmers i n t h e s e v i l l a g e s are r e l a t e d to the c o s t s 
incurred by them f o r v e g e t a b l e c u l t i v a t i o n , the r e l e v a n t f i g u r e s 
b e i n g Rs. 2 , 2 4 3 . / - . Rs . 2 , 6 9 4 / - , Rs . 7 6 1 / - , R s . 7 3 2 / - i n Udubadana, 
Harakgamakanda, Girambe and Dambawinna r e s p e c t i v e l y . The amounts 
borrowed f o r n o n - c u l t i v a t i o n purposes vary beteween 33% and 8% 
i n the four v i l l a g e s . Borrowing f o r consumption i s part of the 
debt o f t h e growers i n a l l t h e v i l l a g e s and accounts f o r a r e ­
l a t i v e l y smal l p o r t i o n of the t o t a l d e b t . 



CHAPTER 3 

MARKETING CHANNELS 

T h i s s e c t i o n i s i n t e n d e d t o g i v e a n a c c o u n t o f t h e p r i n c i p a l 
c h a r a c t e r i s t i c s o f m a r k e t i n g a r r a n g e m e n t s f o r v e g e t a b l e p r o ­
d u c e d a t P a l u g a m a . T h i s i n v o l v e s c a r r y i n g o u t t h r e e b a s i c " 
f u n c t i o n s , n a m e l y : 

( a ) t h e c o l l e c t i o n o f s m a l l s u r p l u s e s from a l a r g e 
number o f s c a t t e r e d f a r m s i n t h e a r e a ; 

( b ) p r e p a r a t i o n o f t h e p r o d u c e f o r s a l e ; 
( c ) d i s t r i b u t i o n t o t h e consumer t h r o u g h r e t a i l e r s . 

S i n c e t h e m a j o r s a l e s o u t l e t i s f a r away from t h e p r o d u c i n g a r e a , 
d i s t r i b u t i o n o f v e g e t a b l e s t o c o n s u m e r s i s e f f e c t e d t h r o u g h t h r e e 
d i s t i n c t c h a n n e l s v i z : p r o d u c e r s , w h o l e s a l e r s and r e t a i l e r s . 

I n o r d e r t o f a c i l i t a t e a n a l y s i s , t h e f a r m e r s i n t h e s a m p l e w e r e 
c l a s s i f i e d i n t o f i v e m a j o r g r o u p s . I n d e c i d i n g t h e s e g r o u p s t h e 
f o l l o w i n g f a c t o r s w e r e c o n s i d e r e d : 

( a ) t h e r e g u l a r i t y o f u t i l i s a t i o n o f e a c h c h a n n e l b y 
t h e v e g e t a b l e g r o w e r s ; 

( b ) q u a n t i t i e s o f v e g e t a b l e s s o l d t h r o u g h e a c h o f t h e s e 
c h a n n e l s by e a c h f a r m e r d u r i n g Maha 1 9 7 2 / 7 3 i n t h e 
s a m p l e (Annex 7 ) . 

( c ) p e r i o d d u r i n g w h i c h t h e f a r m e r s u s e d t h e s e c h a n n e l s 
f o r s e l l i n g t h e i r v e g e t a b l e s . The c l a s s i f i c a t i o n i s 
g i v e n i n T a b l e 1 7 . 

P r o d u c e r L e v e l . 

Pa lugama v e g e t a b l e p r o d u c e r s u t i l i s e two m a j o r w h o l e s a l e o u t l e t s 
t o d i s p o s e o f t h e i r p r o d u c e ; t h e w h o l e s a l e m a r k e t a t Colombo i s 
by f a r t h e "'rod'st i m p o r t a n t w h i l e t h e w h o l e s a l e f a i r a t Wel imada 
forms a s e c o n d a r y o u t l e t . More t h a n 90% o f t h e v e g e t a b l e s p r o ­
d u c e d i n P a l u g a m a i s t r a n s p o r t e d d a i l y t o Colombo w h e r e a s t h e 
l o c a l w h o l e s a l e f a i r i s h e l d o n l y o n two d a y s a w e e k . 

T h e r e a r e f o u r d i f f e r e n t t y p e s o f m a r k e t i n g a g e n c i e s t o w h i c h 
t h e p r o d u c e r a t Palugama c o u l d d e l i v e r t h i s p r o d u c e . They a r e : 

1 . C o m m i s s i o n A g e n t s / W h o l e s a l e T r a d e r s 
2 . U d a p a l a t h a C o - o p e r a t i v e S o c i e t y , Pa lugama 
3 . W h o l e s a l e b u y e r s i n t h e f a i r a t W e l i m a d a , and 
4 . I n d i v i d u a l A s s e m b l y T r a d e r s . 

Of the four marketing agencies the commission agents and the co­
operative society are the most important and both these agencies 
sell vegetables at the Colombo wholesale market. 
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a ) C o m m i s s i o n A g e n t s / W h o l e s a l e T r a d e r s 

C o m m i s s i o n A g e n t s h a n d l e v e g e t a b l e s p r o d u c e d i n Pa lugama and e l s e ­
w h e r e o n a w h o l e s a l e b a s i s . At p r e s e n t t h e l a r g e s t v o l u m e ( a b o u t 
90%) o f v e g e t a b l e s s e n t t o t h e Colombo m a r k e t i s h a n d l e d by t h e m . 

The l i n k b e t w e e n t h e p r o d u c e r and t h e c o m m i s s i o n a g e n t s i s p r o ­
v i d e d by s e v e r a l t r a n s p o r t a g e n t s who c o l l e c t t h e v e g e t a b l e s f rom 
t h e p r o d u c e r s and d e l i v e r them t o t h e c o m m i s s i o n a g e n t s a t t h e 
w h o l e s a l e m a r k e t i n C o l o m b o . Each p r o d u c e r n o r m a l l y s e n d s h i s 
p r o d u c e t o a p a r t i c u l a r c o m m i s s i o n a g e n t ; t h e b a g s o f v e g e t a b l e s 
d e l i v e r e d t o t h e t r a n s p o r t a g e n t s c a r r y l a b e l s g i v i n g p a r t i c u l a r s 
o f t h e p r o d u c e r and t h e c o m m i s s i o n a g e n t f o r i d e n t i f i c a t i o n . The 
u n l o a d i n g i s h a n d l e d b y t h e c o m m i s s i o n a g e n t who p a y s t h e c o s t o f 
t r a n s p o r t and u n l o a d i n g and r e c o v e r s t h a t c o s t f rom t h e s a l e p r o ­
c e e d s o f t h e v e g e t a b l e s d e l i v e r e d t o h i m . I n a d d i t i o n h e c h a r g e s 
a c o m m i s s i o n on t h e s a l e p r o c e e d s ( i . e . w e i g h t o f v e g e t a b l e s x 
s a l e p r i c e ) a m o u n t i n g t o 10% f o r v e g e t a b l e s and 5% f o r p o t a t o e s . 
On c o m p l e t i o n o f t h e s a l e o f e a c h c o n s i g n m e n t s e n t by e a c h p r o ­
d u c e r t h e c o m m i s s i o n a g e n t p r e p a r e s a s a l e s i n v o i c e g i v i n g d e t a i l s 
o f t h e v a l u e r e a l i s e d and t h e t r a n s p o r t , u n l o a d i n g and c o m m i s s i o n 
c h a r g e s . d e d u c t e d . On t h e b a s i s o f t h i s s a l e s i n v o i c e t h e p a y men t 
due t o t h e p r o d u c e r i s s e n t t o h i m b y c h e q u e o r money o r d e r o r i n 
c e r t a i n i n s t a n c e s c a s h i s s e n t t h r o u g h t h e t r a n s p o r t a g e n t s . 

b ) C o - o p e r a t i v e M a r k e t i n g 

The U d a p a l a t h a c o - o p e r a t i v e s o c i e t y u n d e r t a k e s t h e c o l l e c t i o n o f 
v e g e t a b l e s f rom t h e p r o d u c e r t h r o u g h i t s c o l l e c t i n g c e n t r e s l o c a ­
t e d i n t h e v i l l a g e s . A t p r e s e n t t h e C o - o p e r a t i v e S o c i e t y o p e r a t e s 
2 0 b r a n c h c o - o p e r a t i v e s o c i e t i e s i n 20 v i l l a g e s . I t d o e s n o t o p ­
e r a t e v e g e t a b l e p u r c h a s i n g c e n t r e s i n a l l t h e s e v i l l a g e s s i n c e i t 
i s n o t e c o n o m i c a l f o r t h e c o - o p e r a t i v e t o do s o . The v i l l a g e p u r ­
c h a s i n g c e n t r e i s managed b y a p u r c h a s i n g manager who r e c e i v e s a 
c o m m i s s i o n o f 2% o f t h e v a l u e o f t h e v e g e t a b l e s p u r c h a s e d f o r t h i s 
w o r k . 

The v e g e t a b l e ^ t h u s c o l l e c t e d from t h e p r o d u c e r a r e s e n t t o t h e 
Colombo m a r k e t b y t h e c o - o p e r a t i v e t h r o u g h i t s l o r r i e s . The c o ­
o p e r a t i v e s o c i e t y d i s p o s e s o f t h e s e v e g e t a b l e s i n Colombo t h r o u g h 
i t s own w h o l e s a l e s t a l l and t h e m a r k e t i n g d e p a r t m e n t w h o l e s a l e 
f l o o r . 

The c o - o p e r a t i v e a l s o s e l l s t h e p r o d u c e on a c o m m i s s i o n b a s i s and 
i t s c o m m i s s i o n and h a n d l i n g c h a r g e s a r e t h e same a s t h o s e o f t h e 
c o m m i s s i o n a g e n t s . The p r o d u c e r c o l l e c t s f o r t h e p r o d u c e h i s 
money from t h e l o c a l v e g e t a b l e p u r c h a s i n g c e n t r e . 

c ) Wel imada F e i r 

T h i s i s s i t u a t e d a b o u t f i v e m i l e s away from Pa lugama and f u n c t i o n s 
o n l y two d a y s a w e e k . The b u y e r s a t t h i s f a i r c o m p r i s e o f w h o l e ­
s a l e t r a d e r s f rom d i s t a n t a r e a s s u c h a s G a l l e , M a t a r a , K u r u n e g a l a 
and A n u r a d h a p u r a . T h o s e who b r i n g t h e p r o d u c e t o t h e f a i r a r e 
g e n e r a l l y s m a l l s c a l e g r o w e r s i n t h e n e a r b y v i l l a g e s who s e l l t h e 
p r o d u c e t h e m s e l v e s and o b t a i n r e a d y c a s h p a y m e n t . 
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d) I n d i v i d u a l A s s e m b l y T r a d e r s 

I n d i v i d u a l A s s e m b l y t r a d e r s i n t h e v i l l a g e c o l l e c t t h e s m a l l q u a n ­
t i t i e s o f v e g e t a b l e s b r o u g h t b y t h e s m a l l s c a l e p r o d u c e r s who d o 
n o t h a v e s u f f i c i e n t q u a n t i t i e s o f v e g e t a b l e s t o s e n d t o e i t h e r 
Colombo o r t o t h e n e a r b y f a i r . The g r o w e r s g e t r e a d y c a s h from 
t h e t r a d e r . The v e g e t a b l e s t h u s c o l l e c t e d by t h e I n d i v i d u a l A s s e m ­
b l y t r a d e r a r e s e n t e i t h e r t o Colombo o r t o t h e f a i r . H o w e v e r , 
t h e s e t r a d e r s do n o t form a s i g n i f i c a n t c h a n n e l f o r d i s p o s i n g 
v e g e t a b l e s p r o d u c e d i n t h i s a r e a . 

e ) O t h e r L e s s I m p o r t a n t M a r k e t i n g A g e n c i e s 

A p a r t from t h e a b o v e m e n t i o n e d m a j o r m a r k e t i n g a g e n c i e s t h e r e 
e x i s t t w o more m e t h o d s o f d i s p o s a l n o t commonly u s e d b y t h e f a r ­
m e r s , n a m e l y , b r o k e r s o f t h e M a r k e t i n g D e p a r t m e n t and t h e money 
l e n d i n g n e i g h b o u r i n g f a r m e r s . 

A l t h o u g h t h e m a r k e t i n g d e p a r t m e n t o p e r a t e s a p u r c h a s i n g c e n t r e a t 
Nuwara E l i y a t h e f a r m e r s p r e f e r t o s e l l t h e i r p r o d u c e . t h r o u g h t h e 
b r o k e r s . T h i s may be due t o t h e q u o t a s y s t e m ( C h a p t e r 4 ) a d o p t e d 
b y t h e M a r k e t i n g D e p a r t m e n t and t h e t r a n s p o r t d i f f i c u l t i e s e x ­
p e r i e n c e d b y t h e f a r m e r s I n s e n d i n g t h e i r v e g e t a b l e s t o Nuwara 
E l i y a . T h e r e i s a m i s c o n c e p t i o n among m o s t o f t h e f a r m e r s e s p e -
s i c a l l y a t Harakgamakanda , t h a t o n l y f a r m e r s who h a v e b e e n r e g i s ­
t e r e d w i t h t h e m a r k e t i n g d e p a r t m e n t c o u l d s e l l t h e i r p r o d u c e t o 
i t . Some o f t h e f a r m e r s h a v e t h e r e f o r e g o t u s e d t o s e l l i n g t h e i r 
p r o d u c e t o t h e M a r k e t i n g D e p a r t m e n t t h r o u g h t h e b r o k e r s . Most 
o f t h e v e g e t a b l e s t h u s c o l l e c t e d do n o t r e a c h t h e m a r k e t i n g 
d e p a r t m e n t ' s w h o l e s a l e f l o o r a t S a u n d e r s P l a c e , Co lombo , b u t a r e 
d i s t r i b u t e d t h r o u g h i t s own r e t a i l n e t w o r k s p r e a d o v e r t h e c i t y o f 
Colombo and o u t s t a t i o n s . 

The o t h e r method w h i c h i n v o l v e s an e x t r a i n t e r m e d i a r y i n t h e 
c o m m i s s i o n a g e n t ' s c h a i n o f l i n k s , i s u s e d when a s m a l l s c a l e 
p r o d u c e r n e e d s money i m m e d i a t e l y . T h i s method c o u l d b e e x p l a i n e d 
a s a ' p r e - h a r v e s t ' c o n t r a c t s y s t e m . The f a r m e r who n e e d s money *" 
b o r r o w s f rom o n e o f h i s n e i g h b o u r s and c o n s i g n s a c e r t a i n amount 
o f v e g e t a b l e s o n b e h a l f o f t h e m o n e y - l e n d e r t o t h e c o m m i s s i o n 
a g e n t . Once t h e v e g e t a b l e s a r e s o l d t h e c o m m i s s i o n a g e n t s e n d s 
t h e money l e n d e r t h e p r o c e e d s o f t h e s a l e f r o m w h i c h t h e m o n e y ­
l e n d e r r e c o v e r s what i s due t o h i m ; i n a d d i t i o n h e a l s o r e c o v e r s 
a R s . l / - p e r b a g o f v e g e t a b l e s ( 1 c w t ) and h a n d s o v e r t h e e x c e s s , 
i f a n y , t o t h e b o r r o w e r . 

W h o l e s a l e M a r k e t i n g A r r a n g e m e n t s 

As s t a t e d e a r l i e r v e g e t a b l e s p r o d u c e d i n Pa lugama e n t e r t h e 
n a t i o n a l n e t w o r k o f v e g e t a b l e m a r k e t i n g t h r o u g h two m a i n w h o l e ­
s a l e m a r k e t o u t l e t s , o f w h i c h t h e m o s t i m p o r t a n t i s t h e Colombo 
w h o l e s a l e m a r k e t . H e n c e , a t t e n t i o n i s f o c u s s e d h e r e m a i n l y o n 
t h e Colombo m a r k e t . 

The Colombo v e g e t a b l e w h o l e s a l e m a r k e t i s l o c a t e d i n K a c h c h e r i 
Road , P e t t a k , Colombo 1 1 . T h i s s e r v e s a s t h e w h o l e s a l e o u t l e t 
f o r m o s t o f t h e commonly p r o d u c e d v e g e t a b l e s i n t h e i s l a n d i n -
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e l u d i n g P a l u g a m a . The w h o l e s a l e m a r k e t p r i c e s f o r v e g e t a b l e s a r e 
d e t e r m i n e d i n t h i s m a r k e t and t h e s e p r i c e s h a v e a s i g n i f i c a n t i n f l u ­
e n c e on t h e p r i c e s p r e v a i l i n g i n o t h e r w h o l e s a l e m a r k e t s s u c h a s 
Kandy 

The w h o l e s a l e t r a d e i n v e g e t a b l e s i n t h e Colombo m a r k e t i s h a n d l e d 
b y p r i v a t e w h o l e s a l e t r a d e r s , t h e m a r k e t i n g d e p a r t m e n t w h o l e s a l e 
u n i t , and t h e w h o l e s a l e s t a l l o f U d a p a l a t h a C o - o p e r a t i v e S o c i e t y . 
The l a r g e s t w h o l e s a l e r s a r e t h e p r i v a t e w h o l e s a l e d e a l e r s . T h e r e 
a r e a b o u t 3 0 0 o f them e a c h h a v i n g a s t a l l i n t h e m a r k e t . T h e s e 
w h o l e s a l e t r a d e r s c o u l d b e g r o u p e d i n t o two on a f u n c t i o n a l b a s i s , 
n a m e l y , t h e p r i m a r y w h o l e s a l e r s ( C o m m i s s i o n A g e n t s ) and t h e s u b -
w h o l e s a l e r s . The w h o l e s a l e r s b e l o n g i n g t o t h e f i r s t c a t e g o r y h a v e 
d i r e c t and r e g u l a r c o m m u n i c a t i o n w i t h t h e p r o d u c e r b y s e l l i n g t h e i r 
p r o d u c e a s c o m m i s s i o n a g e n t s . T h e s e C o m m i s s i o n A g e n t s r e c e i v e 
l a r g e q u a n t i t i e s o f v e g e t a b l e s f rom v e g e t a b l e p r o d u c e r s i n v a r i o u s 
p a r t s o f t h e i s l a n d ( i n c l u d i n g P a l u g a m a ) and t h e y s e l l v e g e t a b l e s 
t o t h o s e who m a k e , t h e i r p u r c h a s e s i n r e l a t i v e l y l a r g e amounts s u c h 
a s t h e t r a d e r s c o m i n g f r o m m a j o r m a r k e t i n t h e d i s t a n t a r e a s and 
s u b - w h o l e s a l e r s a t t h e m a r k e t . 

T h e r e i s a n o t h e r c a t e g o r y o f w h o l e s a l e r s who do n o t g e n e r a l l y 
h a v e d i r e c t c o m m u n i c a t i o n w i t h t h e p r o d u c e r s b u t o b t a i n t h e - i r 
d a i l y r e q u i r e m e n t s from t h e C o m m i s s i o n A g e n t and who e n g a g e i n 
w h o l e s a l e b u s i n e s s i n v o l u m e s r e l a t i v e l y s m a l l e r t h a n t h a t o f 
t h e C o m m i s s i o n A g e n t . T h e i r n o r m a l c l i e n t s a r e m a i n l y t h e r e t a i l 
t r a d e r s i n a n d a r o u n d C o l o m b o , who make r e g u l a r p u r c h a s e s r e q u i r e d 
f o r d a i l y s a l e s i n r e l a t i v e l y s m a l l q u n a t i t i e s . T h i s c a t e g o r y o f 
w h o l e s a l e r s c o u l d b e c o n s i d e r e d a s t h e s u b - w h o l e s a l e r s . Most o f 
t h e s e C o m m i s s i o n A g e n t s s p e c i a l i s e i n m a r k e t i n g c e r t a i n c a t e g o ­
r i e s o f v e g e t a b l e s . For i n s t a n c e some o f them s p e c i a l i s e i n u p -
c o u n t r y v e g e t a b l e s s u c h a s c a b b a g e , b e a n s and c a r r o t s , w h i l e a 
f e w o t h e r s s p e c i a l i s e i n v a r i e t i e s o f p u m p k i n . 

The s t a l l m a i n t a i n e d b y t h e Udj«rapalatha C o - o p e r a t i v e S o c i e t y i s 
s i m i l a r t o o n e o f t h e p r i v a t e w h o l e s a l e s t a l l s m e n t i o n e d a b o v e . 
I t w o u l d b e o f i n t e r e s t t o n o t e t h a t t h i s i s t h e o n l y c o ­
o p e r a t i v e v e g e t a b l e w h o l e s a l e s t a l l m a i n t a i n e d i n t h i s w h o l e s a l e 
m a r k e t . The s t a l l was e s t a b l i s h e d i n 1 9 4 1 by t h e U d a p a l a t h a 
C o - o p e r a t i v e S o c i e t y i n o r d e r t o s e l l t h e i r p r o d u c e a t a t i m e 
when t h e r e was n o a l t e r n a t i v e m a r k e t i n g c h a n n e l o p e n t o t h e p r o ­
d u c e r i n P a l u g a m a . 

The marketing department wholesale floor at present handles a 
large volume of vegetables but the quantity when compared to that 
handled by the private wholesaler is extremely small. The 
m a r k e t i n g d e p a r t m e n t w h o l e s a l e u n i t i s a l s o e n g a g e d i n s e l l i n g 
v e g e t a b l e s s e n t b y i t s own p u r c h a s i n g c e n t r e s a s w e l l a s t h o s e 
s e n t b y t h e U d a p a l a t h a C o - o p e r a t i v e S o c i e t y on a c o m m i s s i o n b a s i s 
o n l i n e s s i m i l a r t o p r i v a t e w h o l e s a l e r s . 

a ) L i m i t e d A v a i l a b i l i t y o f S p a c e i n t h e W h o l e s a l e Market 

An i m p o r t a n t o b s e r v a t i o n i n r e s p e c t o f t h e w h o l e s a l e m a r k e t i n 
Colombo i s t h e a c u t e c o n g e s t i o n p r e v a i l i n g t h e r e w h i c h h a s an 
a d v e r s e i n f l u e n c e o n t h e r e t a i l t r a d e . As p o i n t e d o u t e a r l i e r 
t h e Colombo w h o l e s a l e marke t f o r m t h e c e n t r a l w h o l e s a l e o u t l e t 
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f o r most of the areas i n S r i Lanka which produce v e g e t a b l e s 
commerc ia l ly . I t i s e s t i m a t e d tha t the t o t a l volume of v e g e t a b l e s 
t h a t reach t h e Colombo Market i s about 150 tons a day. V e g e t a b l e s 
r e a c h i n g t h i s market are despatched d a i l y t o most of t h e areas i n 
the i s l a n d . Thus the Colombo w h o l e s a l e market not on ly c a t e r s t o 
t h e r e t a i l e r s w i t h i n Colombo but o u t s i d e Colombo as w e l l . A l l 
t r a n s a c t i o n s t o the w h o l e s a l e market take p l a c e i n t h e morning 
hours o n l y . All these factors have contributed to enormous con­
gestion and unhygienic conditions pvevjxCiing in the market. 

b) U n c e r t a i n t y o f Supply 

Another s i g n i f i c a n t f e a t u r e a s s o c i a t e d w i t h t h e w h o l e s a l e market 
i n Colombo i s the h i g h degree o f u n c e r t a i n t y regard ing the a r r i ­
v a l o f v e g e t a b l e s . The w h o l e s a l e market s t a r t s i t s a c t i v i t i e s 
from about 6 . 3 0 each morning. As v e g e t a b l e s do no t a r r i v e a c c o r ­
d ing t o any s e t p a t t e r n t h e r e i s a g r e a t d e a l of u n c e r t a i n t y among 
the buyers i n the market . The buyers who come from d i s t a n t areas 
make t h e i r purchases i n the morning and t h i s c r e a t e s a heavy demand 
f o r the v e g e t a b l e s t h a t a r r i v e i n the morning. The w h o l e s a l e p r i c e s 
are h i g h e s t between 9 -10 a.m. a t which time the t r a n s a c t i o n s are 
h e a v i e s t . ' Depending on the time of arrival of vegetables a consi­
derable amount of price variation takes place within a matter of 
a few hours in the morning. 

3 . 3 R e t a i l i n g 

The v e g e t a b l e s produced i n Palugama reach the Colombo Wholesa le 
Market from where they are d i s t r i b u t e d t o a l a r g e number of mar­
k e t s i n d i f f e r e n t p a r t s o f the i s l a n d . This p o s e s a problem o f 
e s t a b l i s h i n g a d e f i n i t e market ing channel through which v e g e t a b l e s 
from Palugama reach a r e t a i l s e l l e r . However, an attempt was made 
t o i d e n t i f y the method adopted t o channel t h e s e v e g e t a b l e s from 
t h e Colombo w h o l e s a l e market t o the p r i v a t e r e t a i l e r s s e r v i n g con­
sumers i n Colombo. These p r i v a t e r e t a i l e r s are l o c a t e d i n the 1 

major markets i n Colombo such as a t B o r e l l a , Th imbir igasyaya , 
K o l l u p i t i y a , Bambalapi t iya and W e l l a w a t t e . I t was observed t h a t 
the r e t a i l e r s o b t a i n t h e i r d a i l y requirements from the Colombo 
w h o l e s a l e market through the s u b - w h o l e s a l e r s . 

F igure 3 . 1 shows d iagrammat ica l ly two major a l t e r n a t i v e mar­
k e t i n g channels open t o the v e g e t a b l e producers i n Palugama a r e a , 
i . e . the c o - o p e r a t i v e o r g a n i s a t i o n and t h e p r i v a t e t r a d e r s . I t 

. could be s e e n from the f i g u r e t h a t both t h e s e channels have c e r ­
t a i n s i m i l a r i t i e s i n c h a n n e l l i n g v e g e t a b l e s grown i n t h i s area t o 
urban consumers: 

(a) The number of i n t e r m e d i a r i e s i n v o l v e d »'$ more or 
l e s s s i m i l a r . 

(b) The Marketing Department i s a l s o engaged i n r e t a i l 
s e l l i n g of v e g e t a b l e s purchased through i t s own 
purchas ing c e n t r e s . However the v e g e t a b l e s c o l l e c t e d 
b£ the c o - o p e r a t i v e s i n the area are not c h a n n e l l e d 
t o the consumer d i r e c t l y , but through t h e p r i v a t e 
r e t a i l t r a d e r s . This i s because the co -op market ing 
channel l i n k s i t s e l f w i t h p r i v a t e channe l s a f t e r 
the w h o l e s a l e l e v e l . 
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F I G U R E 3.1 

Channels Through which Vegetables Produced in 
Palugama Area reach the Consumer. 
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I t c o u l d be s e e n from t h e f o r e g o i n g d i s c u s s i o n t h a t t h e p r i v a t e 
W h o l e s a l e T r a d e r / C o m m i s s i o n A g e n t d o m i n a t e s t h e v e g e t a b l e m a r ­
k e t i n g s c e n e - A l t h o u g h t h e p a r t i c i p a t i o n o f t h e m a r k e t i n g d e p a r t ­
ment w h o l e s a l e u n i t and t h e U d a p a l a t h a C o - o p e r a t i v e S o c i e t y i n 
t h e w h o l e s a l i n g o f v e g e t a b l e s h a s some i n f l u e n c e on t h e m a r k e t i n g 
s i t u a t i o n t h e dominant, p o s i t i o n o f t h e p r i v a t e w h o l e s a l e t r a d e r 
i s b y no means a l t e r e d . A l t h o u g h t h e number o f w h o l e s a l e t r a d e r s 
i n t h e market i s f a i r l y l a r g e t h e r e i s l i t t l e o r no c o m p e t i t i o n 
among them b e c a u s e a l l t h e t r a d e r s do n o t h a n d l e t h e same t y p e o f 
v e g e t a b l e s . T h e r e i s s p e c i a l i s a t i o n among them and some t r a d e r s 
h a n d l e o n l y c e r t a i n v a r i e t y o f v e g e t a b l e s . 

V i l l a g e 

T a b l e 1 7 : V i l l a g e w i s e D i s t r i b u t i o n o f M a r k e t i n g 
Charin^lis 

T o t a l , o f o f 
f a r m e r s C.A C.A and 
s e l e c t e d C o - o p 

M a r k e t i n g C h a n n e l 

Co-op P o l a A s s e m b l y 
T r a d e r s 

Harakgamakanda 38 
( 9 0 . 0 ) 

1 1 
( 1 0 . 0 ) ( 3 3 * 3 ) 

Udubadana 20 3 16 1 
( 7 . 5 ) ( 8 4 . 2 ) ( 1 6 . 7 ) 

Girambe 

Dambawinna 

11 

A l l V i l l a g e s 78 
( 1 0 0 ) 

- 3 
( 1 5 . 8 ) 

1 
( 2 . 5 ) 

4 0 19 
( 5 1 . 3 ) ( 2 4 . 4 ) 

100 1 0 0 

5 
( 8 3 . 3 ) 

6 

( 7 . 7 ) 

1 0 0 

3 

( 3 0 . 0 ) 

6 
( 6 0 . 0 ) 

10 
( 1 2 , 8 ) 

100 

2 

( 6 6 . 7 ) 

3 

( 3 . 8 ) 

1 0 0 
Of t h e 78 f a r m e r s i n t h e s a m p l e 4 0 ( 5 1 . 3 % ) s o l d a l l t h e i r p r o d u c e 
t h r o u g h c o m m i s s i o n a g e n t s , w h i l e 19 (24 .4%) s o l d a m a j o r p o r t i o n 
o f t h e i r v e g e t a b l e s t h r o u g h c o m m i s s i o n a g e n t s and t h e r e m a i n d e r 
t o t h e c o - o p e r a t i v e s o c i e t i e s . O n l y 7 .7%farmers o f t h e s a m p l e 
s a i d t h a t t h e y u t i l i s e t h e c o - o p e r a t i v e s o c i e t y a s t h e i r , m a j o r 
m a r k e t i n g a g e n c y , w h i l e 1 3 ( 1 6 . 6 % ) u t i l i s e d t h e l o c a l w h o l e s a l e 
f a i r o r t h e I n d i d i v u d a l A s s e m b l y t r a d e r s t o d i s p o s e o f a major 
s h a r e o f t h e i r p r o d u c e . 

A l t h o u g h t h e v i l l a g e s i n t h e s a m p l e w e r e s e l e c t e d on a p u r p o s i v e 
b a s i s we a r e o f t h e o p i n i o n t h a t t h i s d i s t r i b u t i o n r e p r e s e n t s a d e ­
q u a t e l y t h e c h a r a c t e r i s t i c s o f t h e m a r k e t i n g a r r a n g e m e n t s i n t h i s 
a r e a . I t s h o w s t h e g e n e r a l , p r e d o m i n a n c e o f p r i v a t e v e g e t a b l e 
m a r k e t i n g a g e n c i e s i n t h e a r e a . Annex 7 g i v e s a c l e a r e r p i c t u r e 
o f t h i s s i t u a t i o n . N e a r l y 95% o f v e g e t a b l e s grown i n Harakgama­
k a n d a and 80% o f t h a t inUdubadana a r e s o l d t h r o u g h c o m m i s s i o n 
a g e n t s . I n c o n t r a s t t h e Girambe f a r m e r s d i s p o s e o f n e a r l y 65% o f 
t h e v e g e t a b l e s t h r o u g h t h e C o - o p e r a t i v e and o n l y a b o u t 14% t h r o u g h 
c o m m i s s i o n a g e n t s . The r e c o r d s k e p t b y t h e c o - o e r a t i v e s o c i e t y 
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f o r t h e y e a r 1 9 7 2 show t h a t t h e l a r g e s t q u a n t i t y o f v e g e t a b l e s t h e y 
r e c e i v e d d u r i n g t h a t y e a r was f r o m G i r a m b e . When compared t o t h e 
q u a n t i t y o f v e g e t a b l e s p r o d u c e d i n t h e a r e a t h e r e l a t i v e s h a r e r e ­
c e i v e d b y t h e c o - o p e r a t i v e i s h o w e v e r , v e r y s m a l l . 

A p a r t f rom t h i s , i t c o u l d b e s e e n from T a b l e 1 8 t h a t t h e v e g e t a b l e s 
w h i c h t h e c o - o p e r a t i v e h a n d l e s a r e m o s t l y b e a n s and c a b b a g e . I t 
i s i n t e r e s t i n g t o n o t e t h a t t h e c o - o p e r a t i v e r e c e i v e d o n l y a b o u t 6% 
o f t h e t o t a l p o t a t o ^ p r o d u c t i o n o f t h e f a r m e r s d u r i n g Maha 7 2 / 7 3 
a l t h o u g h i t s u p p l i e d s e e d p o t a t o e s t o t h e f a r m e r s on c r e d i t . 

T a b l e 1 8 : P e r c e n t a g e o f V e g e t a b l e s M a r k e t e d t h r o u g h 
t h e v a r i o u s m a r k e t i n g a g e n c i e s i n Maha 7 2 / 7 3 

b y f a r m e r s i n t h e s a m p l e 

Type o f V e g e t a b l e C o m m i s s i o n 
A g e n t 

C o - o p e r a t i v e O t h e r s 
L o c a l 
f a i r s & 
A . T r a d e r s 

A l l 

'Cabbage 4 3 . 8 3 0 . 7 2 5 . 5 1 0 0 
B e a n s 8 2 . 2 1 0 . 0 7 . 8 " 1 0 0 
C a r r o t s 8 6 . 9 - 1 3 . 1 1 0 0 
Tomato 9 2 . 9 1 . 1 6 . 0 1 0 0 
P o t a t o ^ 9 0 . 1 5 . 6 4 . 3 1 0 0 
B e e t - r o o t 9 7 . 3 - 2 - 7 1 0 0 
C a p s i c u m 1 0 0 - - 1 0 0 
K n o l k h o l 8 9 . 7 1 0 . 3 - 1 0 0 
R a d d i s h 7 1 . 4 1 1 . 8 16 i 8-': 1 0 0 
L e e k s 100 - - 1 0 0 
B r i n j a l 8 5 . 5 1 2 . 7 1 . 8 1 0 0 
L e t t u c e 1 0 0 - - 1 0 0 

I t i s i n t e r e s t i n g t o n o t e t h a t t h e c o - o p e r a t i v e h a s n o t r e c e i v e d 
v e g e t a b l e s s u c h a s c a p s i c u m , t o m a t o and c a r r o t s w h i c h n o r m a l l y f e t c h 
a h i g h e r p r i c e i n t h e m a r k e t . The f a c t o r s a f f e c t i n g t h i s s i t u a ­
t i o n w i l l b e d i s c u s s e d i n more d e t a i l i n C h a p t e r 5 . 
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CHAPTER 4 

HANDLING AND TRANSPORT OF FARM PRODUCE 

I n i t s w i d e s t s e n s e v e g e t a b l e m a r k e t i n g c o m p r i s e s a l l t h e o p e r a ­
t i o n s i n v o l v e d i n t h e movement o f p r o d u c e from t h e g r o w e r t o t h e 
p o i n t o f f i n a l c o n s u m p t i o n . I n o r d e r t o e n s u r e t h a t t h e c h a i n o f 
o p e r a t i o n s work s m o o t h l y , a number o f s u b s i d i a r y s e r v i c e s a r e 
n e e d e d . The i n t e n t i o n o f t h i s c h a p t e r i s t o r e c o g n i s e t h e d i f f e r ­
e n t t y p e s o f s e r v i c e s t h a t a r e i n v o l v e d i n c h a n n e l l i n g v e g e t a b l e 
p r o d u c e d a t Pa lugama t o t h e m a i n w h o l e s a l e m a r k e t and a l s o t o 
a s c e r t a i n t h e n a t u r e o f s u c h s e r v i c e s . T h e s e s e r v i c e s a r e raianly 
p e r f o r m e d b y t h e v a r i o u s a g e n c i e s s u c h a s t h e t r a n s p o r t a g e n t s , 
w h o l e s a l e r s and t h e r e t a i l e r s t h o u g h some o f t h e s e r v i c e s h a v e 
n e c e s s a r i l y t o b e c a r r i e d o u t b y t h e g r o w e r s t h e m s e l v e s . 

P r e p a r a t i o n o f P r o d u c e f o r S a l e . 

Once t h e c r o p i s h a r v e s t e d i t h a s t o b e p r e p a r e d b y t h e g r o w e r s 
f o r m a r k e t i n g and t h i s i n v o l v e s c l e a n i n g , g r a d i n g and p a c k i n g o f 
t h e p r o d u c e . H e n c e , t h i s c o u l d b e c o n s i d e r e d a s t h e f i r s t s t e p 
o f a s e r i e s o f s e r v i c e s i n v o l v e d i n t h e p r o c e s s o f c h a n n e l l i n g 
t h e p r o d u c e t o t h e c o n s u m e r . The p r e p a r a t i o n o f p r o d u c e a t t h e 
f a r m l e v e l i s p a r t i c u l a r l y i m p o r t a n t i n t h e c a s e o f v e g e t a b l e ^ 
b e c a u s e o n c e p r e p a r e d and p a c k e d b y t h e g r o w e r , u n t i l i t r e a c h e s 
t h e r e t a i l s e l l e r on t h e f o l l o w i n g day ( i n v a r i a b l y w i t h a minimum 
t i m e l a p s e o f 24 h o u r s ) , i t c o n t i n u e s t o r e m a i n i n t h e same p a c k ­
i n g u s e d by t h e g r o w e r . H e n c e , t h e manner i n w h i c h t h e v e g e t a b l e 
i s p r e p a r e d b y t h e g r o w e r f o r m a r k e t i n g i s most i m p o r t a n t n o t o n l y 
f o r h im t o o b t a i n a h i g h e r p r i c e a t t h e t i m e o f s e l l i n g , b u t a l s o 
t o r e d u c e t h e w a s t a g e t h a t w o u l d o c c u r i n t h e p r o c e s s o f m a r k e t i n g . 

a ) C l e a n i n g 

Once t h e v e g e t a b l e i s h a r v e s t e d i t n e e d s c l e a n i n g t o p r o v i d e a 
b e t t e r a p p e a r a n c e . H o w e v e r , t h e d i f f e r e n t v a r i e t i e s o f v e g e t a b l e s 
do n o t r e q u i r e t h e same d e g r e e o f c l e a n i n g a f t e r h a r v e s t ; f o * - e . g . 
b e a n s a n d c a p s i c u m r e q u i r e t h e minimum amount o f c l e a n i n g , w h e r e a s 
c r o p s l i k e c a b b a g e , b e e t , r a d d i s h , l e e k s e t c . n e e d much c l e a n i n g . 

The t y p e o f c l e a n i n g i n v o l v e d i n t h e s e c r o p s n o r m a l l y r a n g e s from 
• the r e m o v a l o f l e a v e s . w h i c h a r e o f s u b - s t a n d a r d q u a l i t y t o t h e 

r e m o v a l o f a d h e r i n g s o i l . I t was h o w e v e r , o b s e r v e d t h a t t h e g r o w e r s 
i n Pa lugama do n o t pay much a t t e n t i o n t o c l e a n i n g o f t h e p r o d u c e and 
the p r o d u c e t h a t i s s e n t t o Colombo i s o f t e n i n a n u n c l e a n e d s t a t e . 

b ) G r a d i n g / S o r t i n g 

I n v e g e t a b l e m a r k e t i n g , g r a d i n g means t h e s o r t i n g o u t o f p r o d u c e 
i n t o l o t s e a c h w i t h s u b s t a n t i a l l y t h e same c h a r a c t e r i s t i c s w i t h 
r e s p e c t t o t h e m a r k e t q u a l i t i e s . G r a d i n g o f p r o d u c e b e f o r e mar ­
k e t i n g n o r m a l l y e n a b l e s t h e . p r o d u c e r t o o b t a i n a premium p r i c e 
o v e r u n g r a d e d p r o d u c e . On a c c o u n t o f i t s i m p o r t a n c e an a t t e m p t 
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w a s made i n t h i s s t u d y t o a s c e r t a i n w h e t h e r t h e v e g e t a b l e g r o w e r s 
a t P a l u g a m a f o l l o w a s y s t e m o f g r a d i n g p r i o r t o d i s p o s a l o f p r o ­
d u c e and i f s o , i t s n a t u r e . . I t was o b s e r v e d t h a t t h e r e was 
h a r d l y any s y s t e m a t i c g r a d i n g o f v e g e t a b l e s a t t h e f a r m l e v e l . An 
a t t e m p t was made t o a s c e r t a i n t h e f a r m e r s a t t i t u d e s t o t h e p r a c t i c e 
o f g r a d i n g t h e i r p r o d u c e p r i o r t o m a r k e t i n g a s a means o f o b t a i n ­
i n g a h i g h e r m a r k e t p r i c e . O n l y 2 8 f a r m e r s o u t o f 7 8 (22%) r e ­
p o r t e d t h a t t h e t y p e o f g r a d i n g o f v e g e t a b l e s d o n e a t p r e s e n t 
w o u l d e n a b l e them t o o b t a i n a h i g h e r p r i c e t h a n o n u n g r a d e d p r o d u c e . 
I t w o u l d a p p e a r t h e r e f o r e , t h a t g r o w e r s w o u l d n o t t a k e any m e a n i n g ­
f u l s t e p s t o g r a d e t h e i r v e g e t a b l e s b e f o r e m a r k e t i n g a s m o s t o f 
th e m do n o t c o n s i d e r i t a d v a n t a g e o u s t o do s o . 

c ) P a c k i n g 

I t i s n e c e s s a r y , f o r s e v e r a l r e a s o n s , t o p a c k t h e p r o d u c e s u i t a b l y 
p r i o r t o d i s p a t c h t o m a r k e t . P a c k i n g w o u l d f a c i l i t a t e c o n v e n i e n t 
h a n d l i n g o f p r o d u c e and r e d u c e damage i n t r a n s p o r t . Thej l a t t e r i s 
p a r t i c u l a r l y i m p o r t a n t b e c a u s e o n c e t h e p r o d u c e i s p a c k e d i n t h e 
farm i t r e m a i n s i n t h e same c o n d i t i o n t i l l i t r e a c h e s y t h e r e t a i l 
s e l l e r on t h e f o l l o w i n g d a y . Much damage c o u l d b e c a u s e d t o t h e 
p r o d u c e w i t h i n t h i s p e r i o d i f i t i s n o t s u i t a b l y p a c k e d . The 
Commonest t y p e o f p a c k a g i n g u s e d f o r c a b b a g e , . . b e a n s , b e e t , b r i n j a l 
e t c . by t h e v e g e t a b l e p r o d u c e r s i n P a l u g a m a issacks o r g u n n i e s . 
The s a c k s a r e e i t h e r o f t h e c o a r s e mesh v a r i e t y , o r t h e n o r m a l 
t y p e . Growers u s e w o o d e n b o x e s f o r p a c k i n g v e g e t a b l e s . s u c h a s 
t o m a t o e s , c a p s i c u m , and s o m e t i m e s p o t a t o e s . I t was f u r t h e r o b s e r ­
v e d t h a t m o s t o f t h e f a r m e r s do n o t u s e any t y p e o f p a c k i n g f o r 
r a d u i s h , , b u t b u n d l e t h e p r o d u c e by t y i n g i t w i t h c o i r r o p e s . 

The a b o v e f a c t s show t h a t t h e f u n c t i o n s i n v o l v e d i n p r e p a r i n g t h e 
p r o d u c e t o t h e m a r k e t s u c h a s c l e a n i n g , g r a d i n g , and p a c k i n g r e ­
c e i v e v e r y l i t t l e a t t e n t i o n f rom t h e g r o w e r s i n t h i s a r e a and a s 
a c o n s e q u e n c e s u b s t a n t i a l amounts o f v e g e t a b l e s a r e w a s t e d d u r i n g 
t h e m a r k e t i n g p r o c e s s . 

Though t h e s e p r a c t i c e s a p p e a r t o b e t e c h n i c a l l y i n e f f i c i e n t , t h e y 
a r e n o t i n e f f i c i e n t from an e c o n o m i c p o i n t o f v i e w f o r t h e f o l l o w ­
i n g r e a s o n s : 

a ) i n t h e a b s e n c e o f s a t i s f a c t o r y t r a n s p o r t and r e f r i g e r a t i o n 
f a c i l i t i e s , i f p r o p e r c l e a n i n g and p r e p a r a t i o n o f p r o d u c e 
f o r s a l e i s u n d e r t a k e n a t t h e p r o d u c e r s l e v e l , n o g r e a t e r 
b e n e f i t i s l i k e l y t o a c c r u e t o t h e p r o d u c e r s . 

b ) I f h i g h e r p r i c e s c a n n o t be o b t a i n e d f o r t h e g r a d e d v e g e ­
t a b l e s t h e r e i s no i n c e n t i v e f o r g r a d i n g t h e p r o d u c e . 

c ) P a c k i n g m e t h o d s a r e d e t e r m i n e d i n r e l a t i o n t o t h e 
e x i s t i n g t r a n s p o r t f a c i l i t i e s , and c o n s e q u e n t l y i f new. 
m e t h o d s a r e t o b e i n t r o d u c e d t r a n s p o r t a r r a n g e m e n t s 
h a v e t o b e m o d e r n i s e d . 

4 . 2 Weighing 

Almost a l l the growers i n the sample (94%) r e p o r t e d t h a t they 
weighed the produce b e f o r e s end ing i t t o market and most of them 
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owned w e i g h i n g b a l a n c e s of t h e i r own. Weighing h e l p s them t o 
check the we ight i n d i c a t e d i n the b i l l s u b s e q e n t l y s e n t by t h e i r 
market ing a g e n c i e s . 

As a lmost a l l the growers i n d i c a t e d that they weigh t h e i r produce 
p r i o r t o d i s p o s a l , we examined whether the w e i g h t s i n d i c a t e d by 
t h e i r marketing a g e n c i e s ^ ^ s u b s t a n t i a l l y d i f f e r e n t from t h e i r 
w e i g h t s . Of t h e 73 farmers who useigKed t h e i r produce r e g u l a r l y , 
54 (77%) i n d i c a t e d t h a t g e n e r a l l y a we ight d i f f e r e n c e i s o b s e r v e d . 
The reasons adduced by them are i n d i c a t e d i n Table 19 . 

Table 19: Reasons g i v e n by the growers f o r the 
e x i s t e n c e of a d i f f e r e n c e i n we ight of 
produce measured by them and t h e i r 
marketing agency. 

No. % * 
T o t a l number of 

growers r e p o r t i n g a d i f f e r e n c e 44 100 

Reasons g i v e n : 
Drying o f the produce 31 58 
I r r e g u l a r p r a c t i c e s o f the 
marketing agency 23 43 
Wastage due t o bad pack ing , e t c . 19 35 
I r r e g u l a r p r a c t i c e s of t r a n s p o r t agents 2 4 
Others 2 4 

(* Percentages do not add up to hundred s i n c e farmers gave one or 
more r e a s o n s ) . 

I t i s s e e n from the above t a b l e tha t a l though a m a j o r i t y of the 
producers (about 77%), reported t h a t there i s a we ight d i f f e r e n c e , 
58% o f the growers a t t r i b u t e d t h i s t o dryage . 23% of the farmers 
repor ted t h a t the c o n s t a n t r e d u c t i o n i n w e i g h t i s due t o some 
m a l p r a c t i c e on the part of t h e i r marketing a g e n c i e s , w h i l e 19% of 
the growers contended t h a t i t i s due t o w a s t a g e . 

C o l l e c t i o n 

The c o l l e c t i o n of v e g e t a b l e s in Palugama i m p l i e s the assembly of 
smal l amounts o f v e g e t a b l e s from w i d e l y s c a t t e r e d s m a l l farms i n 
the a r e a . This i s a d i f f i c u l t and time consuming task s i n c e most 
of the farms i n Palugama area are not e a s i l y a c c e s s i b l e because 
of t h e i r l o c a t i o n . 

In most of the v i l l a g e s no proper roads e x i s t and consequent ly the 
growers are compel led t o carry t h e i r produce t o a c e n t r a l p l a c e in 
the v i l l a g e which can be reached by l o r r i e c or t r a c t o r - t r a i l e r s . T h e 
growers at Palugama who send t h e i r produce t o Colombo s t a r t h a r ­
v e s t i n g the crop l a t e i n the mornings . The t r a n s p o r t agents c o l l e c t 
t h e s e v e g e t a b l e s i n the a f t ernoon of the same day and d i s p a t c h them 
t o Colombo on the f o l l o w i n g morning. The v e g e t a b l e s t h e r e f o r e reach 
the Colombo w h o l e s a l e market almost 24 hours a f t e r they are h a r ­
v e s t e d . 
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4 . 4 T r a n s p o r t 

T r a n s p o r t c o n s t i t u t e s one o f t h e most i m p o r t a n t s e r v i c e s i n v o l v e d 
i n v e g e t a b l e m a r k e t i n g s i n c e i t n o t o n l y forms a p a r t o f e v e r y 
p h a s e i n m a r k e t i n g f rom t h e p r o d u c e r t o t h e p o i n t o f f i n a l c o n ­
s u m p t i o n b u t a l s o a c c o u n t s f o r a s u b s t a n t i a l p a r t o f m a r k e t i n g 
c o s t s . As p o i n t e d o u t e a r l i e r ( c f C h a p t e r 2 ) t h e c o s t o f t r a n s ­
p o r t o f p r o d u c e from t h e farm t o Colombo i s b o r n e by t h e g r o w e r 
h i m s e l f and t h i s a c c o u n t s f o r a b o u t 10% o f h i s t o t a l c a s h o u t l a y 
i n v o l v e d i n v e g e t a b l e f a r m i n g . Due t o l a c k o f p r o p e r a c c e s s r o a d s 
t h e p r o d u c e r s h a v e t o u s e h i r e d / f a m i l y l a b o u r t o b r i n g t h e p r o ­
d u c e t o t h e n e a r e s t - m o t o r a b l e r o a d w h e r e t h e l o r r i e s can c o l l e c t 
i t . 

I t c o u l d b e s e e n f rom T a b l e 20 t h a t t h e a v e r a g e d i s t a n c e f rom t h e 
farm t o t h e n e a r e s t m o t o r a b l e r o a d i n a l l t h e v i l l a g e s i s a b o u t 
h a l f - a - m i l e and t h e c o s t o f t r a n s p o r t o f p r o d u c e r a n g e d from 8 0 
c e n t s t o R s . 1 . 0 0 p e r b a g ( 1 c w t . ) . 

T a b l e 2 0 : C o s t o f T r a n s p o r t o f P r o d u c e from t h e 
farm t o t h e c o l l e c t i o n p o i n t . 

V i l l a g e No o f f a r m e r s D i s t a n c e C o s t Rupees 
u s i n g h i r e d i n m i l e s p e r cwt 
l a b o u r ( b a g ) 

Harakgamakanda 33 . 6 4 . 9 3 •t 
Udubadana 7 . 6 2 ' . 9 8 
Girambe 9 . 4 1 . 8 8 
Dambawinna 3 " . 4 1 . 8 3 p 

A l l v i l l a g e s 52 . 5 2 . 9 2 

The v e g e t a b l e s a r e t r a n s p o r t e d t o Colombo b y r o a d . The r e s p o n s i ­
b i l i t y o f t h e t r a n s p o r t a g e n t i s t o c o l l e c t t h e p r o d u c e from t h e 
f a r m e r s and d e l i v e r i t i n Co lombo . I t i s h i s r e s p o n s i b i l i t y t o • 
e n s u r e t h a t t h e p r o d u c e - r e a c h e s t h e Colombo m a r k e t a s e a r l y a s 
p o s s i b l e , g e n e r a l l y b e f o r e 9 a . m . s i n c e a d e l a y i n a r r i v a l may 
r e s u l t i n l o w e r s e l l i n g p r i c e s . The a g e n c i e s t h a t u n d e r t a k e t h e 
t r a n s p o r t o f v e g e t a b l e s a r e m a i n l y t h e p r i v a t e l o r r y o w n e r s i n 
t h i s a r e a . T h e r e i s c o m p e t i t i o n among t h e s e t r a n s p o r t a g e n t s and 
a g r o w e r c o u l d a l w a y s c h a n g e h i s t r a n s p o r t a g e n t i f h i s s e r v i c e s 
a r e n o t s a t i s f a c t o r y . 

The c h a r g e s l e v i e d b y t h e t r a n s p o r t a g e n t f o r t r a n s p o r t i n g v e g e ­
t a b l e s a r e b a s e d on a ' p i e c e r a t e ' . A gunny b a g o r a wooden b o x 
c o n t a i n i n g v e g e t a b l e s i s c o n s i d e r e d a s a ' p i e c e ' and t h e t r a n s ­
p o r t c h a r g e l e v i e d i s a b o u t R s . 2 . 5 0 p e r p i e c e f rom Pa lugama t o 
Co lombo . An a d d i t i o n a l amount i s c h a r g e d when t h e p o i n t o f 
c o l l e c t i o n i s n o t e a s i l y a c c e s s i b l e o r f a r from t h e main r o a d . 

T a b l e 21 s h o w s t h a t o n l y 20% o f t h e f a r m e r s w e r e u n a b l e t o f i n d 
t r a n s p o r t when n e e d e d , p a r t i c u l a r l y d u r i n g t h e peak p r o d u c t i o n 
p e r i o d . The h i g h e s t p e r c e n t a g e s w e r e r e p o r t e d from Harakgama­
kanda and Udubadana w h i c h s h o w s t h a t t r a n s p o r t p r o b l e m s a r e more 
a c c u t e i n t h e a r e a s w h e r e t h e p r o d u c t i o n i s h i g h e r . 
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T a b l e 2 1 : E f f i c i e n c y o f T r a n s p o r t S e r v i c e s A v a i l a b l e 
t o t h e P r o d u c e r s 

V i l l a g e N o . o f T r a n s p o r t n o t 
f a r m e r s a v a i l a b l e when 

n e e d e d 

Harakgama­
k a n d a 38 
% o f v i l l a g e 
t o t a l 

Udubadana 2 0 

% o f v i l l a g e t o t a l 

Girambe 11 
% o f v i l l a g e 
t o t a l 

Dambawinna 9 
% o f v i l l a g e 
t o t a l 

A l l v i l l a g e s 
X o f a l l 
v i l l a g e s 

78 

( 2 3 . 7 ) 

5 

( 2 5 . 0 ) , 

1 

( 9 . 1 ) 

1 

( 1 1 . 1 ) 

16 

( 2 0 . 5 ) 

Damage due 
t o u n s a t i s ­
f a c t o r y 
t r a n s p o r t o f 
p r o d u c e 

2 3 

( 6 0 . 5 ) 

6 

( 3 0 . 0 ) 

5 

( 4 5 . 5 ) 

3 

( 3 3 . 3 ) 

37 

( 4 7 . 4 ) 

Low p r i c e s 
due t o u n ­
s a t i s f a c t o r y 
t r a n s p o r t o f 
p r o d u c e 

2 3 

( 6 3 . 2 ) 

10 

( 5 0 . 0 ) 

5 

( 4 5 . 5 ) 

3 

( 3 3 . 3 ) 

42 

( 5 3 . 8 ) 

I n r e l a t i o n t o v e g e t a b l e m a r k e t i n g i t i s o f t e n s a i d t h a t u n s a t i s ­
f a c t o r y a n d u n s u i t a b l e p a c k i n g , g r a d i n g and t r a n s p o r t a r e r e s p o n ­
s i b l e f o r t h e e x t e n s i v e w a s t a g e o f t h e p r o d u c e . A l t h o u g h p a c k i n g 
and g r a d i n g no d o u b t c o n t r i b u t e t o t h i s s i t u a t i o n , t h e f i n d i n g s 
made d u r i n g t h i s : s t u d y i n d i c a t e t h a t t h e p r o b l e m i s p r i m a r i l y one 
o f t r a n s p o r t . 

As s t a t e d e a r l i e r t r a n s p o r t i s o n e o f t h e c o s t l y i t e m s i n v o l v e d i n 
t h e p r o c e s s o f v e g e t a b l e m a r k e t i n g w h i c h h a s t o be b o r n e by t h e 
p r o d u c e r and b y t h e urban consumer a t a l a t e r s t a g e . As t r a n s ­
p o r t c h a r g e s a r e r e c o v e r e d o n a p i e c e r a t e t h e p r o d u c e r a t t e m p t s 
t o k e e p t h e number o f p a c k a g e s o r b a g s t o a minimum by p a c k i n g a s 
much p r o d u c e a s p h y s i c a l l y p o s s i b l e i n t o e a c h b a g o r b o x . T h i s 
p r o c e s s r e s u l t s i n much damage t o t h e p r o d u c e t h r o u g h c r u s h i n g 
and b r u i s i n g . Damage i s much w o r s e when t h e v e g e t a b l e s p a c k e d 
i n t h i s manner h a v e t o r e m a i n f o r a t l e a s t 24 h o u r s i n t h e s e b a g s 
o r b o x e s . The t r a n s p o r t a g e n t s a l s o add t o t h i s s i t u a t i o n b y 
l o a d i n g a s many g u n n i e s and b o x e s a s p o s s i b l e i n t o t h e l o r r i e s . 
They a d o p t v a r i o u s r u s e s t o m a x i m i s e t h e u s e o f a v a i l a b l e s p a c e 
i n t h e l o r r y . The w a s t a g e t e n d s t o be i n o r d i n a t e l y h i g h a s t h e 
p r o d u c e p a c k e d i n t h i s manner l i e s i n t h e l o r r y f r o m t h e e v e n i n g 
o f t h e day o f h a r v e s t t i l l i t i s u n l o a d e d a t t h e Colombo m a r k e t 
t h e f o l l o w i n g m o r n i n g . 

The i m p a c t o f s u c h a t r a n s p o r t s y s t e m on t h e a d o p t i o n of» i m p r o v e d 
m a r k e t i n g p r a c t i c e s s u c h a s p a c k i n g and g r a d i n g a t t h e f a r m l e v e l 
n e e d n o t b e o v e r - e m p h a s i z e d . 
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The e x i s t i n g t r a n s p o r t s y s t e m i s c a u s i n g s o much damage t o t h e 
p r o d u c e i n t r a n s p o r t t h a t t h e r e i s l i t t l e o r no d i f f e r e n c e i n 
q u a l i t y b e t w e e n v e g e t a b l e s t h a t a r e c a r e f u l l y g r a d e d and t h o s e 
t h a t a r e u n g r a d e d by t h e t i m e t h e p r o d u c e f i n a l l y r e a c h e s t h e 
Colombo m a r k e t . 

The p o s s i b i l i t y o f u t i l i s i n g t h e r a i l w a y more a d v a n t a g e o u s l y i n 
p r e f e r e n c e t o r o a d t r a n s p o r t was c o n s i d e r e d . The g r o w e r s and 
t r a n s p o r t a g e n t s of Pa lugama w e r e h o w e v e r ^ o f t h e v i e w t h a t t h e r a i l ­
way i s e n t i r e l y u n s u i t a b l e f o r t h i s t y p e o f s p e c i a l i s e d t r a n s p o r t 
w h i c h demands g r e a t f l e x i b i l i t y i n o p e r a t i o n a s w e l l a s s p e e d y 
movement o f p r o d u c e t o t h e p o i n t o f s a l e . Road t r a n s p o r t p r o v i d e s 
a d i r e c t l i n k b e t w e e n the p o i n t s o f p r o d u c t i o n and p o i n t o f s a l e 
b y o f f e r i n g a door t o d o o r s e r v i c e w i t h a l l t h e s a v i n g s i n l o a d i n g 
and u n l o a d i n g that i t i m p l i e s . 

S a l e s 

As d i s c u s s e d e a r l i e r t h e s a l e o f v e g e t a b l e s a t t h e Colombo m a r k e t 
i s u n d e r t a k e n b y t h e c o m m i s s i o n a g e n t s on b e h a l f o f t h e g r o w e r s . 
T h i s a r r a n g e m e n t h a s become n e c e s s a r y due t o t h e d i s t a n c e s e p a r a ­
t i n g t h e p r o d u c e r s and t h e b u y e r s and t h e s m a l l q u a n t i t i e s e a c h 
p r o d u c e r o f f e r s f o r s a l e a t any o n e t i m e . 

The m a r k e t i n g a g e n c y t o whom t h e p r o d u c e r h a s a s s i g n e d t h e t a s k 
o f s e l l i n g the p r o d u c e on h i s b e h a l f a t t h e Colombo m a r k e t u n d e r ­
t a k e s t h e r e s p o n s i b i l i t y of s e l l i n g tha p r o d u c e t o t h e b e s t a d v a n ­
t a g e o f t h e p r o d u c e r . The p r o c e e d s o f t h e s a l e a r e s e n t t o t h e 
p r o d u c e r s a f t e r d e d u c t i n g c o s t s and o t h e r c h a r g e s . I f t h e g r o w e r 
had t a k e n any l o a n s from t h e m a r k e t i n g a g e n c y n e c e s s a r y d e d u c t i o n s 
a r e made from t h e s a l e p r o c e e d s . I t c o u l d t h u s b e s e e n t h a t i n 
u n d e r t a k i n g t h e s e r v i c e o f s e l l i n g v e g e t a b l e s , t h e m a r k e t i n g a g e n c y 
( w h e t h e r i t b e the m a r k e t i n g d e p a r t m e n t , c o - o p e r a t i v e o r t h e commi­
s s i o n a g e n t s ) r u n s no r i s k . T h e r e i s c o n s i d e r a b l e f l u c t u a t i o n i n 
t h e p r i c e o f v e g e t a b l e s d u r i n g t h e c o u r s e o f a m o r n i n g . T h i s 
s i t u a t i o n e n a b l e s t h e c o m m i s s i o n a g e n t s t o q u o t e a p r i c e o f t h e i r 
c h o i c e t o t h e p r o d u c e r s . I n t h i s s i t u a t i o n e x p l o i t a t i o n o f 
p r o d u c e r s i s p o s s i b l e b e c a u s e t h e c o m m i s s i o n a g e n t s can u n d e r s t a t e 
t h e p r i c e a t w h i c h t h e v e g e t a b l e s w e r e a c t u a l l y s o l d . H o w e v e r , 
t h e s t u d y r e v e a l s t h a t t h e p r o d u c e r s a r e r e s p o n s i v e t o p r i c e s and 
a r e p r e p a r e d t o c h a n g e t h e i r c o m m i s s i o n a g e n t i f t h e p r i c e s t h e y 
o b t a i n a r e u n s a t i s f a c t o r y . 

By c o n t i n u i n g t o b e a r t h e r i s k and pay o n l y f o r s a l e s s e r v i c e t h e 
g r o w e r s c a n b e n e f i t from upward p r i c e movements i n t h e m a r k e t . On 
t h e c o n t r a r y , i f t h e w h o l e s a l e t r a d e r s a t t h e Colombo m a r k e t w e r e 
t o buy v e g e t a b l e s o u t r i g h t f o r r e s a l e t h e y w o u l d t e n d t o o f f e r a 
l o w p r i c e t o t h e p r o d u c e r s . T h i s w o u l d b e p a r t i c u l a r l y s o i n a 
p e r i s h a b l e commodi ty l i k e v e g e t a b l e s w h e r e f l u c t u a t i o n s i n p r i c e 
a r e b o t h r a p i d and s u b s t a n t i a l . I n f a c t t h e p a s t e x p e r i e n c e o f 
t h e M a r k e t i n g D e p a r t m e n t ' i n t h i s f i e l d h a s n o t b e e n v e r y s u c c e s s f u l . 

The M a r k e t i n g D e p a r t m e n t w i t h t h e i n t e n t i o n o f p a y i n g t h e p r o d u ­
c e r t h e h i g h e s t p o s s i b l e p r i c e f o r h i s v e g e t a b l e s p a i d a p r e ­
d e t e r m i n e d p r i c e f o r t h e p r o d u c e t h a t i t p u r c h a s e d . I n d o i n g s o 
i t had t o f a c e two p r o b l e m s : ( i ) I t o f t e n h a d t o s e l l a t a l o s s 
t o i n d i v i d u a l c o n s u m e r s due t o a d r o p i n p r i c e s . The p r i c e s t h e 
M a r k e t i n g D e p a r t m e n t p a y s t o t h e p r o d u c e r s a r e f i x e d on t h e b a s i s 
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o f t h e m a r k e t p r i c e s t h a t p r e v a i l e d o n t h e p r e v i o u s day b u t t h e 
s e l l i n g p r i c e s a r e f i x e d on t h e b a s i s o f t h e marke t p r i c e s p r e ­
v a i l i n g o n t h e f o l l o w i n g day o r t h e day a f t e r , T h e r e i s t h u s 
a 3 - 4 day i n t e r v a l d u r i n g w h i c h p r i c e s f l u c t u a t e c o n s i d e r a b l y , 
( i i ) t h e M a r k e t i n g D e p a r t m e n t r e t a i l s d i r e c t t o i n d i v i d u a l c o n ­
s u m e r s and i n s t i t u t i o n s and t h e v o l u m e o f p r o d u c e i t can p u r c h a s e 
i s d e t e r m i n e d b y i t s r e t a i l i n g o u t l e t s . 

R e c o g n i s i n g t h e s e l i m i t a t i o n s t h e M a r k e t i n g D e p a r t m e n t h a s r e c e n t l y 
s t a r t e d t h e w h o l e s a l e o p e r a t i o n s o n a c o m m i s s i o n b a s i s on t h e same 
l i n e s a d o p t e d by t h e p r i v a t e t r a d e r s . I t h a s b e e n n o t e d t h a t t h i s 
s y s t e m i s much more e f f i c i e n t t h a n i t s o r i g i n a l s c h e m e . 

Farm F i n a n c i n g 

V e g e t a b l e c u l t i v a t i o n and m a r k e t i n g r e q u i r e s u b s t a n t i a l c a s h o u t ­
l a y s . v . I f i s n o t e d t h a t t h e g r o w e r s i n Harakgamakanda and Uddu-
b a d a n a s p e n t a b o u t R s . 2 6 9 0 / - and R s . 2 2 5 0 / - r e s p e c t i v e l y f o r t h e 
p r o d u c t i o n and m a r k e t i n g o f v e g e t a b l e s - v i d e T a b l e 8 . As v e g e ­
t a b l e c r o p s a r e e s s e n t i a l l y s h o r t - t e r m c r o p s , c a s h f o r t h e p u r c h a s e 
o f s e e d , f e r t i l i z e r , a g r o - c h e m c i a l s e t c . , i s n e e d e d b y t h e g r o w e r 
w i t h i n a r e l a t i v e l y b r i e f p e r i o d . Most o f t h e v e g e t a b l e c u l t i ­
v a t o r s i n Pa lugama a r e a a r e s m a l l s c a l e o p e r a t o r s w i t h v e r y l i t t l e 
s u r p l u s e s l e f t f o r t h e i r c o n s u m p t i o n r e q u i r e m e n t s . I t i s , t h e r e ­
f o r e , d i f f i c u l t t o i s o l a t e t h e c r e d i t n e e d s o f t h e f a r m e r s f o r 
c u l t i v a t i o n p u r p o s e s from n o n - c u l t i v a t i o n p u r p o s e s . 

I t i s i m p o r t a n t t o know t h e s o u r c e s from w h i c h t h e f a r m e r s o b t a i n 
t h e i r c r e d i t . The p o s i t i o n i n r e g a r d t o t h e 4 v i l l a g e s i s a s 
f o l l o w s : -

T a b l e 2 2 : S o u r c e s f r o m ^ t h e f a r m e r s o b t a i n e d 
t h e i r c r e d i t 

Harakgamakanda Udubadana Girambe . Dambawinna 
No . R s . N o . R s . N o . R s . N o . R s . 

T o t a l N o . o f 
f a n n e r s 38 20 11 9 

C o m m i s s i o n A g e n t s 17 1 4 6 2 11 6 1 8 2 2 8 0 - -
R e l a t i v e s and 
N e i g h b o u r s , 7 842 9 2 2 7 1 1 3800 1 1 0 0 
P r i v a t e T r a d e r 3 3 3 3 1 1 0 0 0 1 7 6 0 2 421 
C o - o p e r a t i v e 

7 2 4 S o c i e t y 16 349 18 6 2 3 3 4 5 0 4 7 2 4 
C o - o p e r a t i v e R u r a l 
Bank 3 466 , 1 1 2 8 3 — - - — 
P e o p l e s Bank 9 5 9 3 1 7 5 0 2 875 — — 

The s o u r c e s o f c r e d i t a s r e p o r t e d b y t h e p r o d u c e r s c o n t a i n b o t h 
i n s t i t u t i o n a l and n o n - i n s t i t u t i o n a l a g e n c i e s . The f a r m e r s o b t a i n 
c r e d i t from C o m m i s s i o n A g e n t s , t h e C o - o p e r a t i v e s , C o - o p e r a t i v e 
R u r a l B a n k s , P e o p l e ' s B a n k , p r i v a t e t r a d e r s , r e l a t i v e s and n e i g h ­
b o u r s . The i m p o r t a n c e o f t h e s e s o u r c e s • u i a u e ^ f r o m one v i l l a g e t o 
a n o t h e r a s shown i n t h e a b o v e t a b l e , b u t t h e two mos t i m p o r t a n t 
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s o u r c e s i n t h e a r e a a r e t h e C o m m i s s i o n A g e n t s and t h e Co­
o p e r a t i v e S o c i e t i e s . The l e a s t i m p o r t a n t l e n d i n g s o u r c e i n 
t h e s e v i l l a g e s a r e t h e C o - o p e r a t i v e R u r a l Bank and t h e P e o p l e ' s 
Bank. 

I t i s s i g n i f i c a n t t h a t t h e r e i s a c l o s e r e l a t i o n s h i p b e t w e e n t h e 
M a r k e t i n g A g e n c y and t h e s o u r c e o f c r e d i t . I n Harakgamakanda w h e r e 
t h e C o m m i s s i o n A g e n t s a r e t h e p r e d o m i n a n t m a r k e t i n g a g e n c y t h e y a r e 
a l s o t h e p r i n c i p a l l e n d e r s . I n G i r a m b e , t h e C o - o p e r a t i v e i s t h e 
m a i n s o u r c e o f c r e d i t and a l s o t h e mos t i m p o r t a n t m a r k e t i n g c h a n n e l 
f o r t h e f a r m e r s . I n Udubadana f a r m e r s s e l l t h e i r v e g e t a b l e s t o 
Commiss ion A g e n t s a s w e l l a s t o t h e C o - o p e r a t i v e s and h e n c e , o b t a i n 
c r e d i t f r o m b o t h . S i n c e t h e g r o w e r n e e d s t o o b t a i n c r e d i t f r e q u e n t l y 
f rom h i s m a r k e t i n g a g e n c y h e i s o b l i g e d t o s e l l v e g e t a b l e s r e g u l a r l y 
t o t h e same m a r k e t i n g a g e n c y . T h i s s y s t e m h a s no d o u b t l e d t o a 
s i t u a t i o n o f c h r o n i c i n d e b t e d n e s s o f t h e g r o w e r t o h i s m a r k e t i n g 
a g e n c y . 

4 . 7 S a v i n g s 

P a y m e n t s due t o t h e g r o w e r a r e n o r m a l l y n o t s e n t t o h i m i m m e d i a t e l y 
u n l e s s t h e g r o w e r makes a s p e c i a l r e q u e s t - f o r i t . The u s u a l p r a c ­
t i c e i s f o r o n l y a p a r t o f t h e s a l e p r o c e e d s t o b e s e n t t o t h e 
f a r m e r and t h e b a l a n c e r e t a i n e d by t h e c o m m i s s i o n a g e n t . I n s u c h 
i n s t a n c e s a p a r t o f t h e s a l e p r o c e e d s a c c u m u l a t e s a s s h o r t t e r m 
s a v i n g s w i t h t h e c o m m i s s i o n a g e n t . The g r o w e r c o u l d o b t a i n t h i s 
money a t s h o r t n o t i c e b u t n o i n t e r e s t i s p a i d on t h e money r e ­
t a i n e d by t h e C o m m i s s i o n A g e n t . 

The s t u d y r e v e a l s t h a t o f t h e 59 f a r m e r s who r e g u l a r l y s e l l 
v e g e t a b l e s t h r o u g h t h e c o m m i s s i o n a g e n t s 34 a l l o w e d t h e i r money 
t o b e a c c u m u l a t e d w i t h t h e c o m m i s s i o n a g e n t . The r e m a i n i n g 25 
g r o w e r s d i d n o t a d o p t t h i s p r a c t i c e . The amount t h a t i s l e f t 
w i t h t h e c o m m i s s i o n a g e n t s by t h e g r o w e r s o m e t i m e s amounted t o a 
few t h o u s a n d r u p e e s . T h i s form o f s a v i n g h e l p e d t h e f a r m e r t o 
b u i l d up h i s i m a g e w i t h t h e C o m m i s s i o n A g e n t i n o r d e r t h a t h e 
c o u l d go t o h i m f o r l a r g e r l o a n s i n t i m e s o f d i s t r e s s . 
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CHAPTER 5 

EFFICIENCY OF THE MARKETING AGENCIES 

The main f e a t u r e s r e l a t i n g to hand l ing and t r a n s p o r t of v e g e ­
t a b l e s were d i s c u s s e d i n the l a s t c h a p t e r . I t i s in tended here 
t o examine the e f f i c i e n c y w i t h which t h e s e s e r v i c e s are p e r f o r ­
med by the major marketing a g e n c i e s , v i z : t h e Commission Agents 
and the Co-operat ive S o c i e t y o p e r a t i n g i n t h i s a r e a . 

5 . 1 The v iews of the farmers were sought as t o why they s o l d t h e i r 
produce through commission agents even though a c o - o p e r a t i v e 
marketing agency was a v a i l a b l e i n the area . Of the t o t a l sample 
of 78 farmers 40 s o l d through commission a g e n t s . 

Table 2 3 : Reasons g i v e n by farmers for the s e l e c t i o n of 
Commission Agents as t h e i r Marketing Agency 

R e a s o n No Report ing Percentage 

T o t a l number r e p o r t i n g 40 100 

Easy loan f a c i l i t i e s 31 76 
Convenience i n o b t a i n i n g payment 22 55 
Payment of h i g h e r p r i c e s 14 35 
Obl iged t o s e l l b e i n g indebted 12 30 
No o t h e r e f f i c i e n t o u t l e t a v a i l a b l e 10 25 
Others 6 15 

Easy loan f a c i l i t i e s prov ided by the commission agents had been 
g iven as the main reason by 31 farmers (76%) 22 farmers (55%) 
f e l t tha t they were ab le t o o b t a i n payment f o r v e g e t a b l e s s o l d 
from the commission agents w i t h o u t much d i f f i c u l t y . 14 farmers 
(35%) had i n d i c a t e d the payment of h i g h e r p r i c e s for t h e i r v e g e ­
t a b l e s as the reason for p r e f e r i n g the commission a g e n t . The 
o t h e r reasons s t a t e d by the farmers were t h a t they were o b l i g e d 
t o s e l l the produce t o commission agents because they were i n ­
debted to them (30%) and t h a t t h e r e was no s u i t a b l e a l t e r n a t i v e 
o u t l e t (25%) a v a i l a b l e t o them. 

5 . 2 S i m i l a r l y i n order to a s c e r t a i n the v iews of the farmers u s i n g 
the c o - o p e r a t i v e s o c i e t y as t h e i r marketing channel data was 
c o l l e c t e d from the r e l e v a n t farmers . This c a t e g o r y of farmers 
c o n s i s t e d of o n l y 6 farmers and the reasons s t a t e d are p r e s e n t e d 
i n Table 24. 
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Table 24: Reasons g i v e n by the farmers f o r the s e l e c t i o n o f 
C o - o p e r a t i v e S o c i e t y as t h e i r Marketing Agency 

No of r e p o r t i n g farmers 6 

Reasons g i v e n No 

To o b t a i n c r e d i t 3 
More r e l i a b l e than commission agent s 2 
Employee of the c o - o p e r a t i v e 1 
C o - o p e r a t i v e c o l l e c t i n g c e n t r e i s . c l o s e by 1 
Others 1 

I t could be s e e n from the above Table t h a t 3 farmers out of 6 
s o l d t h e i r produce through the c o - o p e r a t i v e i n order t o o b t a i n 
c r e d i t , w h i l e 2 farmers reported t h a t the c o - o p e r a t i v e i s more 
r e l i a b l e than the commission a g e n t s . , 

The reasons g i v e n by the farmers for not s e l l i n g through the c o ­
o p e r a t i v e market ing agency are g i v e n i n Table 25. 

Table 25: Reasons f o r not s e l l i n g through 
the Co-opera t ive 

No. of farmers P e r c e n t a g e 

T o t a l number of "reporting 
farmers 40 100 

C o - o p e r a t i v e s o f f e r lower p r i c e s 25 63 
Delay i n g e t t i n g the s a l e proceeds 18 45 
Not r e l i a b l e 9 23 
Obl iged t o s e l l through the 
commission agents 7 18 
Re luc tant to g i v e up the 
commission agent 6 15 

According t o the above data the reason g i v e n by the l a r g e s t 
number (25) o f farmers (63%) for not u t i l i s i n g the c o - o p e r a t i v e 
i s the low p r i c e s o f f e r e d by the c o - o p e r a t i v e . The d e l a y i n 
r e c o v e r i n g payment for the v e g e t a b l e s s o l d through the c o - o p e r a t i v e 
was the next important reason g i v e n by the farmers . A f u r t h e r 23% 
(9 farmers) r e p o r t e d t h a t the c o - o p e r a t i v e i s not r e l i a b l e . The 
o ther reasons provided by the growers were ' i n a d e q u a t e loan f a c i ­
l i t i e s ' a n d ' o b l i g a t i o n to s e l l through the commission a g e n t s ' . 

An a p p r e c i a b l e number of farmers - 45 out of 59 who were i n t e r ­
v iewed repor ted t h a t t h e i r commission agents conduct b u s i n e s s i n 
a reasonab le manner. The ba lance 14 farmers (24%) s t a t e d t h a t 
t h e i r commission agents were unreasonable and t h a t almost a l l of 
them do not pay f o r the produce the a c t u a l p r i c e s p r e v a i l i n g i n 
the market . About one f o u r t h o f t h e farmers r e p o r t e d t h a t t h e i r 
commission agent s u n d e r s t a t e the we ight of v e g e t a b l e s s e n t t o them. 
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An e x a m i n a t i o n o f t h e v i e w s e x p r e s s e d i n t h e p r e c e e d i n g s e c t i o n s 
r e v e a l s t h a t p r o d u c e r s j u d g e t h e e f f i c i e n c y and v a l u e o f t h e i r 
m a r k e t i n g a g e n c y b y t h e f o l l o w i n g f o u r c r i t e r i a . 

a ) p r o v i s i o n o f l o a n f a c i l i t i e s 
b ) payment o f h i g h e r p r i c e s f o r t h e p r o d u c e 
c ) payment o f money w i t h o u t undue d e l a y 
d) r e l i a b i l i t y 

H e n c e o u r d i s c u s s i o n on t h e r o l e s p l a y e d b y t h e m a r k e t i n g a g e n c i e s 
w o u l d f o c u s a t t e n t i o n on t h e a b o v e f o u r f a c t o r s . 

a . ( i ) P r o v i s i o n o f Loan F a c i l i t i e s 

The n e e d f o r h e a v y c a s h o u t l a y f o r p r o d u c t i o n and m a r k e t i n g o f 
v e g e t a b l e s w a s s t r e s s e d i n C h a p t e r 4 . The c o m m i s s i o n a g e n t s t e n d 
t o b e more p o p u l a r i n v i l l a g e s w h e r e t h e c a s h c o s t i s h i g h e r 
w h i l e i n a r e a s w h e r e t h e c a s h c o s t p e r farm i s l o w e r t h e c o ­
o p e r a t i v e s h a v e a l e a d o v e r o t h e r a g e n c i e s - v i d e A n n e x e s 5 and 6 . 
The a v e r a g e c a s h c o s t i n c u r r e d d u r i n g t h e y e a r i s h i g h e s t f o r t h e 
f a r m e r s who s e l l t h e i r v e g e t a b l e s o n l y t h r o u g h c o m m i s s i o n a g e n t s 
( R s . 2 , 7 1 6 / - ) w h e r e a s t h e c o r r e s p o n d i n g f i g u r e s f o r t h o s e who a r e 
u s i n g o n l y t h e c o - o p e r a t i v e m a r k e t i n g s y s t e m i s - r e l a t i v e l y much 
l o w e r . ( R s . 9 5 4 / - ) . 

I t w o u l d a l s o b e p e r t i n e n t t o e x a m i n e t h e i n c o m e s t r u c t u r e o f t h e 
f a r m e r s f a l l i n g u n d e r t h e s e two c a t e g o r i e s - v i d e Annex 4 . F a r ­
mers who s e l l o n l y t h r o u g h t h e c o m m i s s i o n a g e n t s d e r i v e t h e i r 
i n c o m e m a i n l y (98%) f r o m v e g e t a b l e c u l t i v a t i o n w h e r e a s t h o s e who 
s e l l t h r o u g h t h e c o - o p e r a t i v e d e p e n d on v e g e t a b l e c u l t i v a t i o n t o 
a l e s s e r d e g r e e ( 6 5 % ) . The r e l e v a n t f i g u r e f o r t h o s e who a r e 
u s i n g b o t h c h a n n e l s i s a b o u t 85%. The c o m p a r a t i v e l y h i g h c a s h 
c o s t s a s w e l l a s t h e v e r y h i g h d e g r e e o f d e p e n d e n c e on v e g e t a b l e s 
o f t h o s e who a r e s e l l i n g o n l y t h r o u g h t h e c o m m i s s i o n a g e n t w o u l d 
i n f a c t i n d i c a t e a h i g h c r e d i t r e q u i r e m e n t and t h i s w o u l d j u s t i f y 
t h e r e l a t i v e e m p h a s i s p l a c e d b y th em o n t h e p r o v i s i o n o f c r e d i t 
f a c i l i t i e s b y t h e comnrLssion a g e n t s . 

T a b l e 2 6 : S o u r c e s o f C r e d i t c l a s s i f i e d a c c o r d i n g 
t o t h e m a r k e t i n g c h a n n e l s * 
( f o r f u r t h e r d e t a i l s p l e a s e s e e Annex 8 ) 

M a r k e t i n g T o t a l S o u r c e o f C r e d i t 
A g e n c y u s e d no o f C o - o p e r a t i v e C o m m i s s i o n A g e n t s 
by t h e f a r ­ f a r m e r s No o f Amount No o f Amount 
m e r s b o r r o w e r s p e r b o r r o w e r s p e r 

f a r m e r f a r m e r 
Rs . R s . 

Commiss ion A g e n t s 4 0 1 8 4 5 1 2 4 1 0 9 0 
C o m m i s s i o n A g e n t s & 

1 0 9 0 

C o - o p e r a t i v e 19 15 6 6 8 10 6 0 6 
C o - o p e r a t i v e 6 2 6 5 0 - . -
A l l s o u r c e s 65 35 5 5 7 34 9 4 8 

* O n l y t h e c o - o p e r a t i v e and c o m m i s s i o n a g e n t s h a v e b e e n , 
i n c l u d e d h e r e . 
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I t would be s een from Table 26 t h a t both the c o - o p e r a t i v e and 
t h e cosnaiss ion agent s are e q u a l l y important sources ' of c r e d i t 
t o t h e farmers . The amount o f loan per borrower prov ided by the 
c o - o p e r a t i v e i s r e l a t i v e l y lower than t h a t prov ided by the commi­
s s i o n a g e n t , the amounts b e i n g about Rs. 5 6 0 / - and Rs. 9 5 0 / -
r e s p e c t i v e l y . 

Farmers who s e l l t h e i r produce o n l y through the commission a g e n t s 
as w e l l as t h o s e who s e l l both through the c o - o p e r a t i v e and commi­
s s i o n a g e n t s have o b t a i n e d loans from the c o - o p e r a t i v e . Of the 
40 growers who do not s e l l t h e i r produce through the c o - o p e r a t i v e 
18 have o b t a i n e d c r e d i t from the c o - o p e r a t i v e amounting t o Rs .451 / -
per borrower. The source of c r e d i t a v a i l a b l e t o 6 farmers s e l l i n g 
t h e i r v e g e t a b l e s on ly through the c o - o p e r a t i v e i s the c o - o p e r a t i v e 
s o c i e t y i t s e l f . No l oans are o b t a i n e d from the commission a g e n t s . 
Of the 40 farmers who s e l l t h e i r produce o n l y through the commi­
s s i o n agent s 24 o f them o b t a i n e d loans from the commission agent 
and the amount per borrower was R s . 1 , 0 9 0 / - . However, i n the case 
of farmers who s e l l bo th through the commission agents and the 
c o - o p e r a t i v e the most important source of c r e d i t i s the c o ­
o p e r a t i v e from which 15 farmers out of 19 i n c l u d e d i n t h i s group 
have o b t a i n e d loans which amounted t o R s . 6 6 8 / - per borrower. This 
shows t h a t a l though t h i s c a t e g o r y o f farmers s e l l a major part of 
t h e i r produce through the commission a g e n t s , t h e i r main source of 
c r e d i t i s the c o - o p e r a t i v e . 

The above a n a l y s i s i n d i c a t e s t h a t there i s a c l e a r r e l a t i o n s h i p 
between the s u p p l i e r o f c r e d i t and the channel o f marketing s e l e c ­
t ed by the grower. Another important f e a t u r e t h a t emerges from 
the above a n a l y s i s i s t h a t a l though the c o - o p e r a t i v e s o c i e t y p e r ­
forms a s u b s t a n t i a l s e r v i c e t o the grower by p r o v i d i n g c r e d i t i t 
i s not popular as a market ing agency. An a n a l y s i s of the pur­
pose f o r which loans are taken would h e l p us t o understand why 
the commission agents p l a y such an important r o l e i n p r o v i d i n g 
c r e d i t . 

a . ( i i ) Purposes for which Loans were taken . 

The purposes f o r which loans were taken from the commission agents 
are shown i n Table 27 . Of the 59 farmers who s o l d a l l or a par t 
of t h e i r produce through the commission a g e n t s 46% (27 farmers) 
r e p o r t e d t h a t they o b t a i n e d loans for c u l t i v a t i o n purposes amoun­
t i n g t o Rs. 9 3 9 / - per borrower and about 12% (7 farmers) r e p o r ­
t ed t h a t they o b t a i n e d loans f o r consumption purposes amounting 
t o Rs. 9 8 0 / - per borrower. 

This i n d i c a t e s t h a t loans were o b t a i n e d from the commission agents 
mainly f o r c u l t i v a t i o n , though the loans were taken by the farmers 
f o r consumption purposes as w e l l . Another s i g n i f i c a n t f e a t u r e i s 
t h a t the average amounts borrowed for both purposes are a lmost the 
same. 
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Table 27: Purposes f o r which Loans were taken from 
Commission Agents c l a s s i f i e d accord ing t o 

the market ing channel 

Marketing 
Agency 

Commission 
Agent 

Commission 
Agent and 
Cooperat ive 

A l l 

T o t a l No. 

40 

19 

59 

C u l t i v a t i o n 
No .report i n g Amount 

per 
borrower 

Rs. 

19 

8 

27 

1100 

556 . 

939 

Consumption 
N o . r e p o r t i n g Amount 

per 
borrower 

Rs. 

5 1052 

2 

7 

800 

980 

In c o n t r a s t t o t h i s s i t u a t i o n the loans of the c o - o p e r a t i v e are 
r e s t r i c t e d t o c u l t i v a t i o n purposes o n l y . S ince the c o - o p e r a t i v e 
s o c i e t y p r o v i d e s c r e d i t i n r e s p e c t of a few annual crops such as 
paddy e t c . the d a t a was c l a s s i f i e d on the b a s i s of crops f o r which 
loans were t a k e n . 

Table 28 : Purposes f o r which C u l t i v a t i o n Loans 
were taken 

Marketing 
Agency 

Commission 
Agent 

Commission 
Agent and 
Cooperat ive 

Cooperat ive 

A l l groups 

T o t a l 
no of 
farmers 

40 

19 

6 

65 

P o t a t o ^ C u l t i v a t i o n 
No.of Amount per 

Purpose 5 1 

borrowers 

18 -

15 

1 

34 

borrower 
Rs. 

431 

643 

313 

524 

No. of 
borrowers 

Vegetab le C u l t i v a t i o n 
Amount per 
borrower 

Rs . 

175 

184 

513 

293 

2 

2 

6 

* Farmers i n the sample d id not take any l oans f o r paddy 
c u l t i v a t i o n . 

Of the 65 farmers i n the sample 34 (52%) o b t a i n e d l oans f o r 
potatoe* c u l t i v a t i o n which amounted t o about Rs .52C#/ - per 
farmer w h i l e o n l y 6 farmers (9%) o b t a i n e d l oans f o r v e g e t a b l e 
c u l t i v a t i o n , the amount per borrower b e i n g about R s . 2 9 0 / - . 

The r e l a t i v e l y smal l number o f borrowers w e l l as t h e s m a l l e r 
amount borrowed per farmer i n r e s p e c t of the loans taken f o r the 
c u l t i v a t i o n of v e g e t a b l e s o t h e r than p o t a t o e s i n d i c a t e t h a t even 
though the c o - o p e r a t i v e i s engaged i n p r o v i d i n g c u l t i v a t i o n loans 
t o the growers emphasis i s g iven t o potatoe* c u l t i v a t i o n . The 
Co-opera t ive S o c i e t y has p laced g r e a t e r emphasis on c r e d i t f o r 
pota toe ' c u l t i v a t i o n because Palugama i s one of the most important 
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areas of potatoe* c u l t i v a t i o n i n the i s l a n d and the d i s t r i b u t i o n 
o f c e r t i f i e d s e e d m a t e r i a l i s done only through the c o - o p e r a t i v e 
s o c i e t y . Seed potatoe" which i s a s c a r c e i t em i s i s s u e d to growers 
a long w i t h f e r t i l i z e r s and a g r o - c h e m i c a l s through t h e c o ­
o p e r a t i v e on c r e d i t . 

I f we s e p a r a t e loans taken f o r p o t a t o e c u l t i v a t i o n from t h o s e 
taken for v e g e t a b l e c u l t i v a t i o n i t would enab le us t o i d e n t i f y 
a more d i r e c t r e l a t i o n s h i p between the source of c r e d i t and the 
market ing channel s e l e c t e d by the growers i n t h i s a r e a . 

Means of 
D i s p o s a l 

Table 29: Loans taken f o r c u l t i v a t i o n of v e g e t a b l e s 
( e x c l u d i n g potato^) by the farmers c l a s s i ­
f i e d accord ing t o marketing c h a n n e l s . 

T o t a l 
no o f 
farmers 

Source of Credit 
Commission Agent 
N o . r e p o r t i n g Amount 

per 
borrower 

Rs. 

Co-opera t ive 
No. r e p o r t i n g Amount 

per 
borrower 

Rs. 

Commission 
Agent 40 

Commission 
Agent and 
Cooperat ive 19 

Cooperat ive 6 

A l l 65 

19 

27 

1 ,100 

556 

939 

175 

184 

513 

-293 

The data p r e s e n t e d i n the above Table i n d i c a t e s t h e r e l a t i v e 
s i g n i f i c a n c e o f the two major s o u r c e s of c r e d i t , t h e c o - o p e r a t i v e 
and the commission agents u t i l i s e d by t h e 65 growers i n c l u d e d i n 
the sample. Of t h i s number 43% (27) o b t a i n e d c r e d i t from t h e 
commission agents for v e g e t a b l e c u l t i v a t i o n , t h e amount of the 
loan b e i n g Rs. 9 3 9 / - per borrower whereas on ly 11% (6) o b t a i n e d 
loans from the c o - o p e r a t i v e s o c i e t y f o r t h e same purpose the 
average amount of the loan b e i n g Rs. 2 9 3 / - per borrower. The 
number of farmers who o b t a i n e d loans from the c o - o p e r a t i v e for 
c u l t i v a t i o n of v e g e t a b l e s e x c l u d i n g p o t a t o ^ i s c o n s i d e r a b l y l e s s 
when compared to the number of farmers who obta ined l oans from 
the commission a g e n t s . Even i n r e s p e c t of the average amount of 
the loan o b t a i n e d from t h e s e two s o u r c e s t h e r e i s a s u b s t a n t i a l 
d i f f e r e n c e - Rs. 9 3 9 / - from commission agents as a g a i n s t R s . 2 9 3 / -
from the c o - o p e r a t i v e . 

Of t h e 40 farmers s e l l i n g t h e i r v e g e t a b l e s o n l y through the 
commission a g e n t s , a lmost h a l f the number (19) have taken loans 
from commission a g e n t s amounting t o Rs. 1 , 1 1 0 / - per borrower . 
In c o n t r a s t o n l y 2 farmers i n t h i s group (5%) have taken loans 
from the c o - o p e r a t i v e for c u l t i v a t i o n of v e g e t a b l e s o ther than 
p o t a t o e and the amount per borrower i s on ly Rs. 1 7 5 / - . The 
p o s i t i o n i s s i m i l a r w i t h regard t o farmers who are u t i l i z i n g 
both c o - o p e r a t i v e and commission a g e n t s f o r s a l e of t h e i r v e g e -
b l e s . The l a r g e r volume of c r e d i t o b t a i n e d from commission a g e n t s 
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perhaps e x p l a i n s why t h e s e growers s e l l a l a r g e p o r t i o n (about 80%) 
o f t h e i r v e g e t a b l e s t o the commission a g e n t s . 

Informat ion gathered i n the survey r e v e a l s t h a t the farmers p r e f e r 
t o borrow from the Commission Agents f o r v a r i o u s reasons such a s - , 
e a s y repayment t erms , f l e x i b i l i t y i n regard t o the purposes f o r 
which t h e l oans cou ld be u t i l i s e d , the r e l a t i v e l y e a s y manner i n 
which loans are o b t a i n e d w i t h no s e c u r i t y f u r n i s h e d and no i n ­
t e r e s t p a i d e t c . 

The s y s t e m of l e n d i n g adopted by the commission agents has nQt o n l y 
g r e a t f l e x i b i l i t y but a l s o o p e r a t e s s t r i c t l y on a p e r s o n a l b a s i s . 
No s e c u r i t y e i t h e r i n k ind or cash i s i n s i s t e d upon and persona l 
s e c u r i t y prov ided would t o a g r e a t e x t e n t depend on t h e degree of 
b u s i n e s s c o n f i d e n c e t h a t has been b u i l t up between t h e farmer and 
the l ender over a p e r i o d o f t i m e . The sys t em of repayment needs 
s p e c i a l mention s i n c e i t i n v o l v e s a gradual d e d u c t i o n from the 
proceeds o f the s a l e of the produce tha t i s s e n t t o the market . 
In i n s t a n c e s where there i s crop damage o r s e r i o u s p r i c e f l u c t u a t i o n s 
r e s u l t i n g i n poor p r i c e l e v e l s , repayment of the loans i s a d j u s t e d 
t o s u i t t h e , s i t u a t i o n . On the o t h e r hand, loans could be o b t a i n e d , 
from the c o - o p e r a t i v e s o c i e t y only f o r c u l t i v a t i o n purposes by a 
member j>vbVifjfc^two o t h e r members as s e c u r i t y . The maximum c r e d i t 
t h a t ; c b u l d be o b t a i n e d from t h e c o - o p e r a t i v e i s l i m i t e d t o 20 t imes 
t h e f a c e v a l u e of share c a p i t a l o f t h e members. Further a l o a n 
o b t a i n e d from the c o - o p e r a t i v e should be pa id back w i t h i n t h e same 
s e a s o n ; i f n o t , the farmer i s not e n t i t l e d t o borrow u n t i l t h e f u l l 
amount i s pa id back. 

b) Payment of Higher P r i c e s f o r the Produce 

Data gathered i n t h i s s tudy showed tha t the farmer i s h i g h l y . p r i c e 
r e s p o n s i v e . I t i s observed tha t 63% of the farmers d id not s e l l 
t h e i r produce through t h e c o - o p e r a t i v e s o c i e t y because of the lower 
p r i c e s p a i d by t h e c o - o p e r a t i v e . 35% of t h e farmers who s e l l e x ­
c l u s i v e l y through the commission agents gave the payment of h i g h 
p r i c e s as the r e a s o n for p r e f e r r i n g t h e commission agent s . Thi s 
i s f u r t h e r s u b s t a n t i a t e d by the reasons g i v e n by farmers f o r 
changing t h e i r commission agents (Table 30) which shows t h a t 70% 
of farmers who changed t h e i r commission agents did so on account of 
the low p r i c e s pa id by them. As e x p l a i n e d i n the chapter on Mar­
k e t In format ion , most of the growers are i n f a c t aware o f the 
current market p r i c e s and t h i s e n a b l e s them t o check the p r i c e 
i n d i c a t e d i n the b i l l s by the marketing agency . The h igh degree of p r i c e 
r e s p o n s i v e n e s s o f the grower i s q u i t e understandable i n v iew o f 
t h e l a r g e volumes he s e l l s . 

The s tudy r e v e a l s t h a t t h e growers are g e n e r a l l y n o t s a t i s f i e d w i t h 
the p r i c e s p a i d by the c o - o p e r a t i v e and t h i s i s l i k e l y t o have ; 

s e r i o u s r e p e r c u s s i o n s on the development of the c o - o p e r a t i v e v e g e - :; 
t a b l e marketing sys tem i n the a r e a . The commission agent s always 
endeavour t o mainta in a s l i g h t l y h i g h e r p r i c e l e v e l than t h a t o f 
the c o - o p e r a t i v e and t h i s i s supported by a v a i l a b l e data ( s e e . 
Chapter 7 ) . The main j u s t i f i c a t i o n f o r the o p e r a t i o n of the c o - ' 
o p e r a t i v e market ing agency i n t h i s area i s t h a t i t h e l p s t o r a i s e 
the p r i c e s of v e g e t a b l e s p a i d t o the growers . 
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c) Payment w i t h o u t Delay 

Prompt payment of proceeds from s a l e i s very much a p p r e c i a t e d by 
the producer . As p o i n t e d out e a r l i e r an important c r i t i c i s m of t h e 
growers i n t h i s area i n r e s p e c t of the c o - o p e r a t i v e market ing s y s ­
tem i s t h a t t h e r e i s c o n s i d e r a b l e de lay i n the payment of p r o c e e d s . 
Under normal c i rcumstances the number of days a grower should w a i t 
to o b t a i n h i s money i f h i s produce i s s e n t through the c o - o p e r a t i v e 
i s about 6-7 whereas w i t h p r i v a t e market ing a g e n c i e s the t ime i n ­
v o l v e d i s o n l y 2 -3 days . The de lay i n payment i s mainly due t o the 
f a c t t h a t t h e b i l l s e n t from Colombo has t o reach the primary c o ­
o p e r a t i v e s o c i e t y from which i t i s again t r a n s m i t t e d t o the v i l l a g e 
v e g e t a b l e purchas ing c e n t r e from where the grower r e c e i v e s payment. 

d) R e l i a b i l i t y 

I t could be s e e n from the f o r e g o i n g paragraphs t h a t the r e l a t i o n ­
s h i p e x i s t i n g between t h e v e g e t a b l e grower a t Palugama and t h e 
commission agent i n Colombo i s r e l a t i v e l y s t r o n g e r than the one 
e x i s t i n g between the farmer and the c o - o p e r a t i v e s o c i e t y of the 
a r e a . The r e l a t i o n s h i p between the growers and t h e i r commission 
a g e n t s assumes a persona l nature a f t e r a p e r i o d of t ime . ( We found 
t h a t the commission agents had v i s i t e d 12 out of 59 growers who 
s e l l r e g u l a r l y through them t o a t t e n d fami ly f u n c t i o n s e t c . They 
a l s o have h e l p e d t h e i r producer c l i e n t s i n t i m e s of need w i t h l o a n s 
and g i f t s . 

An attempt^made t o f i n d out whether the v e g e t a b l e growers are i n a 
p o s i t i o n t o change t h e i r market ing a g e n c i e s i f they wished t o do 
s o . From the e v i d e n c e a v a i l a b l e we f i n d tha t farmers are a t l i b e r ­
t y t o change t h e i r commission a g e n t s . Of the 59 farmers i n the 
sample 42 had changed t h e i r commission agents once or more a f t e r 
they took t o v e g e t a b l e c u l t i v a t i o n . The reasons i n d i c a t e d by t h e s e 
farmers f o r changing t h e i r commission agents are p r e s e n t i n Table 30. 

Table 30: Reasons o f f e r e d by the farmers f o r 
changing t h e i r commission a g e n t s . 

Number o f r e p o r t i n g farmers 

Re luctance t o g i v e loans 
Low p r i c e s o f f e r e d very o f t e n 
Bank/ruptcy or death 
Delay i n payment of s a l e proceeds 
M a l p r a c t i c e s 
Others 

The reason repor ted by 41% of the farmers who had changed t h e i r 
commission agent s was t h e r e l u c t a n c e o f the commission agent s t o 
prov ide l o a n s . The second important reason r e p o r t e d by 38% of the 
farmers was the r e c u r r e n t payment o f low p r i c e s f o r the v e g e t a b l e s . 
The o ther reasons r e p o r t e d by t h e farmers were c l o s u r e o f the 
b u s i n e s s due t o death or bankruptcy , de layed payments and malprac­
t i c e s . 

Number 42 % 100 

17 41 
16 38 
13 31 

9 22 
6 14 
4 9 
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CHAPTER 6 

MARKET INFORMATION , 

In a w ider c o n t e x t , market i n f o r m a t i o n could be d e f i n e d as t h e 
f a c t s and the i n t e r p r e t a t i o n of f a c t s l i k e l y t o h e l p growers , 
t raders , and consumers i n the d e c i s i o n making p r o c e s s . In t h i s 
Chapter a t t e n t i o n i s . focussed- on market in format ion r e l e v a n t and 
h e l p f u l t o the producer i n the s e l e c t e d area of s t u d y . An attempt 
i s made here t o a s c e r t a i n the degree of awareness of the producers 
t o the day t o day w h o l e s a l e market p r i c e s p r e v a i l i n g i n the Colombo 
market which i s t h e i r p r i n c i p a l w h o l e s a l e o u t l e t and a l s o t o i d e n ­
t i f y the normal s o u r c e s through which they ge t t h i s i n f o r m a t i o n . 

Thi s survey showed t h a t of the 78 v e g e t a b l e growers i n c l u d e d i n t h e 
sample , 75 (96%) were aware of the Colombo w h o l e s a l e market p r i c e s 
which i s an i n d i c a t i o n t h a t the m a j o r i t y are aware of p r i c e f l u c ­
t u a t i o n s i n the main w h o l e s a l e v e g e t a b l e market of the country . 

The s o u r c e s through which the growers r e c e i v e t h e i r p r i c e i n f o r ­
mation are i n d i c a t e d below i n order of d e c r e a s i n g importance . 

Table 3 1 : Sources through which the Growers Rece ive 
P r i c e In format ion . 

No % 

1. Radio announcement 64 85 
2 . Commission Agent 47 63 
3 . Neighbour 22 29 
4. Transport Agent 13 17 
5 . Others 1 -

Tota l No. r e c e i v i n g in format ion 75* 100* 

* F i g u r e s are no t a d d i t i v e s i n c e one farmer may have repor ted 
one or more s o u r c e s . 

As shown-above the l a r g e s t percentage of farmers (85%) o b t a i n 
Colombo market p r i c e s from the d a i l y r a d i o announcements. Out of 
64 farmers who depend on t h i s source 11 i n d i c a t e d t h a t t h i s i s the 
on ly source of in format ion a v a i l a b l e t o them, 63% of the farmers 
reported t h a t p r i c e s g i v e n by the commission agents are i n d i c a t i v e 
of the Colombo market p r i c e s , w h i l e 30% r e l y on p r i c e i n f o r m a t i o n 
from t h e i r n e i g h b o u r s . 

The d a i l y w h o l e s a l e p r i c e s are r e l e a s e d over t h e r a d i o by the 
Marketing Department p r i m a r i l y t o h e l p the v e g e t a b l e producers 
s c a t t e r e d a l l over the i s l a n d . The computation o f t h e s e w h o l e ­
s a l e p r i c e s i s based on p r i c e s c o l l e c t e d a t the Colombo market 
t h r e e t imes a day during the morning h o u r s . These p r i c e s are 
i n d i c a t i v e of the w h o l e s a l e market p r i c e s p r e v a i l i n g i n the 
Colombo market . . .~ 
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An attempt was made t o compare the p r i c e s r e c e i v e d by the growers 
from the d i f f e r e n t market ing a g e n c i e s which undertake the s a l e of 
v e g e t a b l e s produced i n t h e a r e a . The p r i c e s announced over t h e 
r a d i o are h e l d as t h e b a s i s f o r comparison w i t h what the producers 
a c t u a l l y r e c e i v e . Table 32 g i v e s t h e a c t u a l p r i c e s r e c e i v e d by 
t h e farmers from d i f f e r e n t market ing a g e n c i e s i n comparison w i t h 
the p r i c e s announced o v e r t h e r a d i o . 

Table 32 : P r i c e s r e c e i v e d by the farmers i n r e l a t i o n t o 
t o the Colombo w h o l e s a l e market p r i c e s . 

Number o f farmers r e p o r t i n g 
Higher Same Lower 

p r i c e 

Marketing 
Channel Used T o t a l No 

r e p o r t i n g 

Commission Agent 23 
Commission Agent 
& C o - o p e r a t i v e 15 
C o - o p e r a t i v e 6 
Wholesale f a i r 8 

A l l No 52 
% (100) 

p r i c e 

4 

6 
(14) 

6 
1 
1 

14 
(27) 

p r i c e 

13 

8 
5 
6 

32 
(59) 

Of the 52 farmers who were a b l e t o prov ide a d e f i n i t e comparison, 
32 (59%) i n d i c a t e d t h a t the p r i c e s r e c e i v e d by them are g e n e r a l l y 
lower than t h o s e , r e l e a s e d over the r a d i o , w h i l e 14 of them (27%) 
i n d i c a t e d t h a t ttie/ are a lmost the same and o n l y 6 growers (14%) 
o b t a i n e d a h i g h e r p r i c e . The f a c t t h a t n e a r l y 60% of the farmers 
r e p o r t e d t h a t t h e y r e c e i v e lower p r i c e s than the Colombo w h o l e s a l e 
market p r i c e s supports the common complaint made by the growers i n 
t h i s a r e a t h a t the market ing a g e n c i e s (commission agents as w e l l 
as c o - o p e r a t i v e ) pay them a lower p r i c e . I t may be t h a t t h i s i s 
due t o t h e commission agents u n d e r - i n v o i c i n g the p r i c e s or t h a t 
the p r i c e s announced over the r a d i o are over e s t i m a t i o n s or b o t h . 

It is seen from the foregoing paragraphs that price information 
broadcast over the radio certainly serves a useful purpose in 
keeping the growers of the area informed of the current wholesale 
prices at their principal sales point. However, f u l l awareness 
of t h e w h o l e s a l e p r i c e s i n Colombo a lone would not p l a c e the p r o ­
ducer i n a b e t t e r p o s i t i o n . This i s due t o a v a r i e t y o f problems 
a s s o c i a t e d w i t h product ion and marketing o f v e g e t a b l e s . 

The f o l l o w i n g are some o f the major problems confronted .by_ . 
t h e farmers : 

i . The p e r i s h a b l e c h a r a c t e r o f N t h e v e g e t a b l e s and l a c k of s t o r a g e , 
f a c i l i t i e s prevent the producer from making maximum use of 
p r i c e ' f luctuat ions r-bb - h i s a d v a n t a g e . 

i i . Absence o f , s u i t a b l e c o m p e t i t i v e market ing a g e n c i e s r e s u l t 
i n t h e dominance of t h e p r i v a t e market ing c h a n n e l s . 

• • • 
i n , The producer i s h e a v i l y i n d e b t e d t o the p r i v a t e market ing 

a g e n c i e s and c o n s e q u e n t l y the b e n e f i t o f h i g h e r p r i c e s i s 
den ied t o him. 
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CHAPTER 7 

STRUCTURE AND BEHAVIOUR OF PRICES 

In t h i s Chapter an attempt i s made t o examine (a) the d i s p a r i t i e s 
of p r i c e s r e c e i v e d by growers from the marketing a g e n c i e s : (b) 
p a t t e r n of s e a s o n a l f l u c t u a t i o n s of p r i c e s ; ( c ) the market ing c o s t s 
i n c u r r e d a t v a r i o u s s t a g e s b e f o r e the produce reaches the consumer. 

a) P r i c e D i s p a r i t i e s among the Marketing Agenc ies 

In order t o compare the p r i c e s pa id by v a r i o u s a g e n c i e s t o producers 
i n t h i s a r e a , data was gathered from three d i f f e r e n t sources f o r t h e 
p e r i o d under r e f e r e n c e . They were t h e p r o d u c e r s , t h e Udapalatha 
C o - o p e r a t i v e S o c i e t y and the Marketing Department. This a n a l y s i s 
was r e s t r i c t e d on ly t o t h r e e v e g e t a b l e s as y e a r round data was a v a i l ­
a b l e i n the c o - o p e r a t i v e s o c i e t y on ly for cabbage , bean and c a r r o t . 
S ince i t i s d i f f i c u l t f o r farmers t o remember t h e p r i c e s r e c e i v e d 
f o r v a r i o u s types of v e g e t a b l e s s o l d throughout the y e a r , o n l y i n f o r ­
mation on h i g h e s t and lowes t p r i c e s r e c e i v e d by them were a s c e r t a i n e d . 

According t o Table .33,73% of the farmers have i n d i c a t e d tha t the 
commission agents pay r e l a t i v e l y h igher p r i c e s f o r t h e i r v e g e t a b l e s . 
This was the main reason g i v e n . b y the producers f o r s e l l i n g t h e i r 
produce through the commission a g e n t s . A l l the 19 farmers who s e l l 
t h e i r produce both t o the commission agents and the c o - o p e r a t i v e s 
have i n d i c a t e d t h a t the commission agents pay the h i g h e s t p r i c e f o r 
t h e i r produce. 

Table 3 3 : Farmers' v iews regard ing p r i c e s pa id by 
the d i f f e r e n t marketing o g e ^ G i c S -

Marketing T o t a l Agency which o f f e r s the b e s t p r i c e 
Agents Farmers Commission C o - o p e r a t i v e F a i r I n d i v i d u a l 

Agents Assembly 
Traders 

Commission 
Agents 40 37. - - • 3 

Commission 
Agents & 
Co-operat ive 19 19 

Co-opera t ive 6 1 5 -
Fair ' 10 -•. - 9 1 

I n d i v i d u a l 
Assembly 
Traders . . . . .3 . _ _ 3 

Tota l 78 
(100) 

57 
(73) 

5 
(6) 

9 
(12) 

7 
(9) 
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P r i c e * p a i d by t h e C o - o p e r a t i v e 

J u l y Aug 
S o c i e t y 

• 
Sep Oct Nov Dec Jan Feb Mar Apr . May J u n e 

M O N T H S 

B a s e d on d a t a o b t a i n e d from t h e M a r k e t i n g D e p a r t m e n t 
and C o - o p e r a t i v e S o c i e t y U d a p a l a t h a 



T a b l e 3 4 : C o m p a r i s o n b e t w e e n t h e w h o l e s a l e p r i c e s 
a n n o u n c e d by t h e M a r k e t i n g D e p a r t m e n t and 
t h e p r i c e s p a i d b y t h e C o - o p e r a t i v e S o c i e t y 

Cabbage B e a n s C a r r o t s 
Low H i g h - A v e - Low- H i g h - A v e - Low- H i g h - Ave-
e s t e s t a g e e s t e s t a g e e s t e s t a g e 

W h o l e s a l e p r i c e s 
a n n o u n c e d by t h e 
M a r k e t i n g D e p a r t ­
ment ( c e n t s 12 29 22 40 80 5 8 2 3 78 4 4 

P r i c e s p a i d b y 
t h e C o - o p e r a t i v e 0 9 2 3 16 35 78 56 18 35 2 8 

D i f f e r e n c e 
(M-C) 0 3 0 6 0 6 0 5 0 2 0 2 05 4 3 16 

D a t a i n T a b l e 34 c o m p a r e s t h e w h o l e s a l e p r i c e s a n n o u n c e d by t h e 
M a r k e t i n g D e p a r t m e n t w i t h t h o s e p a i d b y t h e U d a p a l a t h a C o - o p e r a t i v e 
S o c i e t y . T h i s d a t a shows t h a t t h e p r i c e s p a i d t o p r o d u c e r s b y t h e 
c o - o p e r a t i v e s p c i e t y ove a l w a y s l e s s t h a n t h e Colombo m a r k e t p r i c e s 
a n n o u n c e d b y t h e M a r k e t i n g D e p a r t m e n t . F i g u r e 7 . 1 s h o w s t h i s r e ­
l a t i o n s h i p more c l e a r l y p a r t i c u l a r l y i n t h e c a s e o f c a b b a g e w h e r e 
t h e p r i c e s p a i d b y t h e c o - o p e r a t i v e s o c i e t y h a v e b e e n a l w a y s l e s s 
t h a n t h e p r i c e s a n n o u n c e d b y t h e M a r k e t i n g D e p a r t m e n t . H o w e v e r , i n 
t h e c a s e o f b e a n s i n a f ew i s o l a t e d i n s t a n c e s t h e c o - o p e r a t i v e h a s 
p a i d h i g h e r p r i c e s . 

Tabe 35 i n d i c a t e s t h e d i f f e r e n c e s i n p r i c e p e r pound r e c e i v e d b y 
g r o w e r s ( f r o m e a c h m a r k e t i n g c h a n n e l ) and t h e p r i c e s a n n o u n c e d b y 
t h e M a r k e t i n g D e p a r t m e n t . I t c o u l d b e o b s e r v e d t h a t t h e f a r m e r s 
who s e l l t h e i r v e g e t a b l e s t h r o u g h t h e c o - o p e r a t i v e s o c i e t y g e n e ­
r a l l y t e n d t o r e c e i v e l o w e r p r i c e s compared t o t h o s e who m a r k e t 
t h r o u g h t h e c o m m i s s i o n a g e n t s . C o n s e q u e n t l y , a l t h o u g h t h e c o ­
o p e r a t i v e i n t e n d s t o w i d e n i t s p u r c h a s i n g a c t i v i t i e s , f a r m e r s c o u l d 
n o t b e e x p e c t e d t o r e s p o n d a s t h e y w o u l d a l w a y s p r e f e r t o s e l l t h e i r 
v e g e t a b l e s t h r o u g h a n a g e n c y t h a t g i v e s th em a b e t t e r p r i c e . 
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Table 35: D i f f e r e n c e between the p r i c e s announced 
by the Marketing Department and t h o s e 
r e c e i v e d by the producers 

a . P r i c e s announced ovei 
the Radio by the Marke­
t i n g Dept. ( c e n t s ) 

b . P r i c e s r e c e i v e d by 
producers from: 

1.Commission Agents 
2 . C o - o p e r a t i v e 
3 . F a i r 
4 . I n d i v i d u a l Assembly 

Traders 

D i f f e r e n c e between 
( a ) and (b) above 

1.Commission Agents 
2 . C o - o p e r a t i v e 
3 . F a i r 
4 . I n d i v i d u a l Assembly 

Traders 

Cabbages 
Low- High- Ave-
e s t e s t age 
c t s c t s c t s 

Beans 
Low- High- Ave-
e s t e s t age 
c t s ces c t s 

Carrots 
Low- High- Ave-
e s t e s t age 
c t s c t s c t s 

12 29 22 40 80 58 23 78 44 

13 35 20 52 82 64 20 61 38 
09 30 16 26 74 55 NA NA NA 
12 37 20 26 82 51 20 57 33 

15 35 20 NA NA NA 25 70 35 

+01 +06 - 8 2 +12 +02 +06 - 0 3 - 1 7 - 0 6 
- 0 3 +01 - 0 6 - 1 4 - 0 6 - 0 3 NA NA NA 

0 +08 - 0 2 - 1 4 +02 - 0 7 - 0 3 - 2 1 - 1 1 

+03 +06 - 0 2 NA NA NA +02 - 0 8 -09 

b) Seasonal V a r i a t i o n i n P r i c e s 

The p r i c e s of most farm product s t e n d t o f l u c t u a t e through t h e 
growing s e a s o n . These f l u c t u a t i o n s are g r e a t e r i n the c a s e of p e r i ­
s h a b l e produce such as v e g e t a b l e s . Surplus v e g e t a b l e s r each ing the 
markets during the peak h a r v e s t i n g p e r i o d s i n the major producing 
areas cause s e v e r e f l u c t u a t i o n i n p r i c e s . These p r i c e f l u c t u a t i o n s 
a l s o cause u n c e r t a i n t y i n t h e income l e v e l s o f v e g e t a b l e growers 
who depend mainly on income der ived from v e g e t a b l e c u l t i v a t i o n . 

Three p r i n c i p a l v e g e t a b l e s grown i n Palugama a r e a , namely, cabbage, 
bean and carro t were chosen t o examine the p a t t e r n of s e a s o n a l p r i c e 
v a r i a t i o n s . The monthly average p r i c e s f o r t h e s e v e g e t a b l e s were 
c o l l e c t e d from the records o f the Marketing Department for the f i v e 
y e a r p e r i o d commencing from J u l y 1968. In computing the s e a s o n a l 
v a r i a t i o n i n p r i c e s t h e aggregate method was used . 

Tables 3 6 , and Figure 7 .2 show t h e i n d i c e s o f s e a s o n a l 
v a r i a t i o n i n w h o l e s a l e p r i c e s o f cabbage, beans and c a r r o t s a t the 
Colombo w h o l e s a l e market. I t i s s een t h a t t h e average p r i c e s o f 
t h e s e v e g e t a b l e s f o r the f i v e y e a r p e r i o d have been \ 2 0 , \,55 and 
\ 4 0 c e n t s f o r cabbage, beans and c a r r o t s r e s p e c t i v e l y . This data 
shows t h a t the s e a s o n a l i n d e x o f p r i c e s f o r cabbage reached i t s 
peak (117) i n June , and f e l l t o the l o w e s t i n October ( 8 3 ) . 
S i m i l a r l y beans t o o had recorded the l o w e s t p r i c e index i n October 
( 7 6 ) . The h i g h e s t was reached i n May (127) which i n d i c a t e s t h a t 
the p r i c e f l u c t u a t i o n i n r e s p e c t o f beans i s g r e a t e r than i n t h e 
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Table 36: I n d i c e s o f Seasonal V a r i a t i o n i n 
Wholesale P r i c e s o f Cabbages, Beans 
and C a r r o t s , Colombo Market (19^-1973*) 

Cabbage Beans Carrots 
Average Index o f Average Index o f Average Index of 
p r i c e s e a s o n a l p r i c e s e a s o n a l p r i c e s e a s o n a l 
per lb v a r i a t i o n per lb v a r i a t i o n per lb v a r i a t i o n 
c t s Cts c t s 

2 0 . 4 1 0 4 . 6 5 7 . 4 1 0 3 . 2 3 3 . 2 8 3 . 6 

2 0 . 8 106 .7 5 8 . 0 1 0 4 . 3 2 6 . 4 6 6 . 5 

17 .6 9 0 . 3 4 5 . 6 8 2 . 0 2 5 . 6 6 4 . 5 

1 6 . 2 8 3 . 1 4 2 . 4 7 6 . 3 2 6 . 8 6 7 . 5 

1 7 . 2 8 8 . 2 4 5 . 4 8 1 . 7 3 2 . 0 8 0 . 6 

1 9 . 8 101 .5 4 9 . 2 88 .5 4 2 . 0 1 0 6 . 8 

2 0 . 0 101 .5 5 8 . 8 105 .8 5 2 . 6 132 .5 

1 7 . 0 8 7 . 2 5 4 . 2 9 7 . 5 4 0 . 0 1 0 0 . 8 

2 0 . 2 103 .6 6 3 . 6 114 .4 4 0 . 4 1 0 1 . 8 

2 1 . 6 1 1 0 . 8 5 1 . 6 . 9 2 . 8 4 5 . 8 115 .4 

2 0 . 8 106 .7 7 0 . 8 1 2 7 . 3 5 4 . 6 137 .5 

2 2 . 8 116 .9 6 9 . 8 125 .5 5 7 . 0 143 .6 

19 .5 100 .0 5 5 . 6 100 .0 3 9 . 7 100.0< 

* Based on data c o l l e c t e d from t h e Marketing Department 





c a s e o f c a b b a g e . The l o w e s t p r i c e i n d e x was 67 i n S e p t e m b e r and t h e 
h i g h e s t was r e a c h e d i n J u n e (144). I t i s o f i n t e r e s t t o n o t e t h a t 
among t h e t h r e e v e g e t a b l e s c o n s i d e r e d f o r t h i s s t u d y b o t h t h e l o w e s t 
a s w e l l a s t h e h i g h e s t p r i c e i n d i c e s h a v e b e e n r e c o r d e d i n r e s p e c t 
o f c a r r o t s . 

T a b l e 37 shows t h e p e r c e n t a g e d i f f e r e n c e i n p r i c e s w o r k e d o u t on t h e " 
b a s i s o f d a t a g i v e n i n T a b l e 36. I t i s n o t e w o r t h y t h a t 
t h e l o w e s t d i f f e r e n c e i n p r i c e s was i n r e s p e c t o f c a b b a g e s (34^) 
w h i l e t h e h i g h e s t (79%) was i n t h e c a s e o f c a r r o t s . F o r b e a n s t h e 
p r i c e d i f f e r e n c e was m o d e r a t e (51%). The p r i c e s o f c a r r o t s h a v e 
t h e r e f o r e shown t h e g r e a t e s t f l u c t u a t i o n among t h e t h r e e v e g e t a b l e s . 

T a b l e :37aAmplitude o f s e a s o n a l v a r i a t i o n i n p r i c e s 

V a r i e t y o f I n d e x o f S e a s o n s I n d e x o f S e a s o n D i f f e r e n c e 
v e g e t a b l e s Low H i g h 

Cabbage 83.1 116.9 33.8 
B e a n s 76.3 127.3 51.0 
C a r r o t s 64.5 143.6 79.1 

The d i f f e r e n c e s i n p r i c e f l u c t u a t i o n s c o u l d be a t t r i b u t e d t o a number 
o f r e a s o n s : 

( i ) S i n c e c a b b a g e i s grown i n t h e d i f f e r e n t a g r o - c l i m a t i c r e g i o n s 
i n t h i s c o u n t r y t h e s u p p l y p o s i t i o n o f t h i s v e g e t a b l e d u r i n g 
a g r e a t e r p a r t o f t h e y e a r i s v e r y r e g u l a r . 

( i i ) As c a b b a g e i s a r e l a t i v e l y c h e a p e r v e g e t a b l e consumed m o s t l y 
b y t h e l o w e r i n c o m e g r o u p s . , t h e demand d o e s n o t f l u c t u a t e t o 
any a p p r e c i a b l e e x t e n t . Hence p r i c e s t e n d t o r e m a i n r e l a t i v e l y 
more s t a b l e . 

( i i i ) U n l i k e c a b b a g e , c a r r o t i s grown o n l y i n a s e l e c t e d few a r e a s 
and c o n s e q u e n t l y s u p p l y i s n o t r e g u l a r t h r o u g h o u t t h e y e a r . 
D a t a i s n o t a v a i l a b l e w i t h r e g a r d t o q u a n t i t i e s r e c e i v e d i n 
t h e Colombo w h o l e s a l e m a r k e t d u r i n g t h e d i f f e r e n t months o f 
t h e y e a r . I n a d d i t i o n c a r r o t i s a v e g e t a b l e t h a t i s consumed 
m o s t l y b y t h e a f f l u e n t s e c t i o n s o f t h e communi ty . As a r e ­
s u l t o f f l u c t u a t i o n s i n s u p p l y , t h e p r i c e t e n d s t o f l u c t u a t e 
more m a r k e d l y a s t h e demand i s r e l a t i v e l y p r i c e i n e l a s t i c . 

C a b b a g e : 

Due t o t h e s e a s o n a l p r i c e v a r i a t i o n s t h e w h o l e s a l e p r i c e s f o r c a b b a g e a r e 
l e s s t h a n a v e r a g e d u r i n g S e p t e m b e r , O c t o b e r , November and F e b r u a r y . 
I n -Palugama c a b b a g e i s grown o n t h e h i g h l a n d s d u r i n g t h e r a i n y 
s e a s o n commenc ing i n J u n e and e n d i n g i n D e c e m b e r . Cabbage r e a c h e s 
t h e m a r k e t 2\ - 3 m o n t h s a f t e r p l a n t i n g i . e . i n S e p t e m b e r , O c t o b e r 
November d u r i n g w h i c h p e r i o d t h e p r i c e p a i d f o r i t i n t h e Colombo 
m a r k e t i s v e r y l o w . I n t h e Y a l a s e a s o n paddy f i e l d s i n t h i s a r e a 
a r e c u l t i v a t e d m o s t l y w i t h h i g h v a l u e v e g e t a b l e s s u c h a s p o t a t o e s 
and b e a n s . T h u s , o n l y v e r y l i t t l e q u a n t i t y o f c a b b a g e r e a c h e s 
Colombo from t h i s a r e a i n t h e r e m a i n i n g months o f t h e y e a r . The 
c a b b a g e grown i n t h i s area i s p o o r i n q u a l i t y compared t o t h e v a r i e ­
t i e s grown i n Nuwara E l i y a d i s t r i c t ( K a n d a p o l a ) and v e r y o f t e n 
f e t c h e s l o w e r p r i c e s t h a n t h o s e p r o d u c e d i n K a n d a p o l a . P r i c e 
v a r i a t i o n s f o r c a b b a g e a t t h e Colombo w h o l e s a l e m a r k e t c a n n o t b e 
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e x p l a i n e d f u l l y w i t h t h e d a t a c o l l e c t e d i n t h i s a r e a a s t h i s i s a 
c r o p t h a t i s grown o n a c o m m e r c i a l s c a l e i n Kandy, Nuwara E l i y a 
d i s t r i c t s and a l s o i n some p a r t s o f t h e d r y z o n e . 

B e a n s : 

The p r i c e o f b e a n s <£>QS.. l e s s t h a n a v e r a g e d u r i n g t h e months o f 
S e p t e m b e r , O c t o b e r , November , D e c e m b e r , F e b r u a r y and A p r i l , t h e 
p r i c e i n d e x b e i n g l e s s t h a n 1 0 0 . A l t h o u g h t h e r e a r e o n l y two m a j o r 
c u l t i v a t i o n s e a s o n s i n t h e a r e a i n t h e c a s e o f b e a n s , i t was f o u n d 
t h a t t h e r e a r e t h r e e p l a n t i n g s e a s o n s due t o t h e c l i m a t i c v a r i a t i o n s 
w i t h i n t h e a r e a . The t h r e e p l a n t i n g s e a s o n s f a l l i n J a n u a r y , J u l y 
and November . The m o s t common t y p e o f b e a n s grown i s t h e p o l e b e a n 
w h i c h t a k e s n o r m a l l y 2 | m o n t h s t o b e a r . 5 - 7 p i c k i n g s o f p o d s a r e 
t a k e n a t i n t e r v a l s r a n g i n g from 5 - 1 0 d a y s . I t c o u l d t h u s b e s e e n t h a t 
t h e p e a k p r o d u c t i o n p e r i o d i n t h i s a r e a f a l l s i n t h e months o f O c t o ­
b e r , F e b r u a r y and A p r i l when l o w p r i c e s p r e v a i l i n t h e Colombo m a r k e t . 

C a r r o t s : 

The t y p e o f c a r r o t s grown i n t h i s a r e a t a k e s 3 | months from s o w i n g 
t o h a r v e s t . I n t h e f o u r v i l l a g e s s e l e c t e d f o r t h i s s t u d y , t h i s 
c r o p was grown o n l y i n o n e v i l l a g e , n a m e l y Harakgamakanda , on a 
l a r g e s c a l e . N o r m a l l y s o w i n g commences i n March and e x t e n d s u n t i l 
J u l y w h i c h m a k e J t h i s c r o p a v a i l a b l e i n t h e m a r k e t d u r i n g t h e p e r i o d , 
J u l y t o O c t o b e r . D u r i n g t h i s p e r i o d due t o s t o r m y w i n d s c r o p s s u c h 
a s b e a n s c a n n o t b e g r o w n . T h e s e m o n t h s a g a i n c o i n c i d e w i t h t h e 
p e r i o d when p r i c e o f c a r r o t s i s l o w i n Colombo C o n s e q u e n t l y p r o d u c e r s 
i n t h i s a r e a r e c e i v e l o w e r p r i c e s . ; 

A l t h o u g h t h e p r i c e v a r i a t i o n s i n Colombo m a r k e t c a n n o t b e e x p l a i n e d 
i n t e r m s o f t h e p a t t e r n o f p r o d u c t i o n i n Pa lugama a r e a a l o n e , we a r e 
o f t h e v i e w t h a t a l a r g e p r o p o r t i o n o f t h e t h r e e v e g e t a b l e s u n d e r 
s t u d y p r o d u c e d i n t h i s a r e a a l s o r e a c h Colombo m a r k e t d u r i n g t h e 
p e r i o d when v e g e t a b l e s f r o m o t h e r a r e a s a r e p l e n t i f u l . C o n s e q u e n t l y 
t h e p r i c e s t e n d t o g o down f u r t h e r - w h i c h i n t u r n a f f e c t a d v e r s e l y t h e 
i n c o m e s o f t h e p r o d u c e r . 

c ) P r i c e S p r e a d s and M a r k e t i n g C o s t s 

I t was s e e n e a r l i e r t h a t t h e d i f f e r e n c e s b e t w e e n w h o l e s a l e and r e t a i l 
p r i c e s v a r y c o n s i d e r a b l y i n t h e c a s e o f some v e g e t a b l e s . I t was 
t h e r e f o r e d e c i d e d t o s t u d y t h e p r i c e s p r e a d o f a few s e l e c t e d v e g e -
t a l b e s , v i z . - c a b b a g e , b e a n s and c a r r o t s and compute t h e m a r k e t i n g 
m a r g i n s and c o s t s o f s e r v i c e s p r o v i d e d by i n t e r m e d i a r i e s . 

T h e r e a r e a number o f m e t h o d s by w h i c h p r i c e s p r e a d s c a n b e s t u d i e d 
s u c h a s l o t m e t h o d , a g g r e g a t e m e t h o d and mode m e t h o d . I t w a s o u r 
i n t e n t i o n t o s t u d y t h e p r i c e s p r e a d u s i n g t h e l o t m e t h o d , b u t due 
t o a number o f d i f f i c u l t i e s i t was 7 n o t p o s s i b l e t o u s e t h i s m e t h o d 
i n t h i s s t u d y . I n t h i s m e t h o d , c o s t s and m a r g i n s h a v e t o b e w o r k e d 
o u t bej s e l e c t i n g s p e c i f i c ' l o t s ' o f t h e commodity t r a n s a c t e d i n t h e 
c o n s u m e r m a r k e t s . T h e l o t s h a v e t h e n t o b e t r a c e d b a c k t o t h e 
s o u r c e o f o r i g i n . The m a i n o b s t a c l e t o u s i n g t h i s method i s t h e 
d i f f i c u l t y o f t r a c i n g a l o t a t d i f f e r e n t l e v e l s i n t h e m a r k e t i n g 
c h a n n e l . At t h e c o m m i s s i o n a g e n t l e v e l t h e m a r k e t i n g c o s t s and m a r ­
g i n s c o u l d b e w o r k e d o u t b e c a u s e t h e y i n d i c a t e t o t h e p r o d u c e r t h e 
t r a n s p o r t c o s t and t h e i r c o m m i s s i o n i n r e s p e c t o f e a c h c o n s i g n m e n t . 
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But r e t a i l e r s who p u r c h a s e t h e i r v e g e t a b l e s t h r o u g h t h e commi­
s s i o n a g e n t s do n o t i n d i c a t e t h e i r c o s t s and m a r g i n s . 

I n v i e w o f t h e s e r e a s o n s t h e mode method was u s e d i n t h i s s t u d y 
i t was p o s s i b l e t o u s e t h i s method a s p r i c e s f o r t h e same k i n d 
and q u a l i t y o f v e g e t a b l e s w e r e e a s i l y o b t a i n a b l e a t d i f f e r e n t 
m a r k e t i n g p o i n t s . Model p r i c e s a t t h e d i f f e r e n t p o i n t s i n t h e 
m a r k e t i n g c h a n n e l w e r e compared t o o b t a i n t h e g r o s s m a r g i n s o f . 
v a r i o u s a g e n c i e s . The n e t m a r g i n o f i n t e r m e d i a r i e s was computed 
b y d e d u c t i n g m a r k e t i n g c o s t s f rom g r o s s m a r g i n s . 

The w h o l e s a l e p r i c e s f o r k i d n e y b e a n s N o . l , c a r r o t s N o . l ( w i t h 
l e a v e s ) and u n c l e a n e d c a b b a g e s w e r e c o l l e c t e d a t t h e w h o l e s a l e 
m a r k e t K a c h c h e r i Road, Colombo f o r 5 c o n s e c u t i v e d a y s b e t w e e n 
8 . 0 0 a . m . t o 9 . 3 0 a .m. and w e r e a v e r a g e d . The c o l l e c t i o n o f 
d a t a was l i m i t e d t o t h e p r i v a t e c h a n n e l a s i t i s more t y p i c a l o f 
v e g e t a b l e t r a d e . The p r i c e d a t a o b t a i n e d f rom t h e m a r k e t i n g 
d e p a r t m e n t was u t i l i z e d f o r c o m p a r i s o n p u r p o s e s w i t h t h e d a t a 
c o l l e c t e d by us i n d e p e n d e n t l y . S i n c e t h e p r o d u c e r s t h e m s e l v e s 
do n o t k e e p r e c o r d s o f s a l e s o f v e g e t a b l e s t h e p r i c e s a t t h e 
p r o d u c e r l e v e l w e r e c a l c u l a t e d u s i n g w h o l e s a l e p r i c e s and r e c o r d s 
o f U d a p a l a t h a C o - o p e r a t i v e S o c i e t y f o r t h e r e f e r e n c e p e r i o d . . The 
r e t a i l p r i c e s f o r v e g e t a b l e s o f t h e same q u a l i t y w e r e c o l l e c t e d 
f rom t h e two m u n i c i p a l m a r k e t s a t W e l l a w a t t e and T h i m b i r i g a s y a y a 
and from r e t a i l e r s a t K i r i l l a p o n e f o r t h e same p e r i o d b e t w e e n 
3 . 0 0 - 4 . 3 0 i n t h e a f t e r n o o n . The c o l l e c t i o n o f d a t a a t w h o l e ­
s a l e and r e t a i l l e v e l s w a s u n d e r t a k e n d u r i n g t h e f i r s t week o f 
December 1 9 7 3 . 

t 

i ) C o s t I n c u r r e d t o T r a n s p o r t V e g e t a b l e s t o t h e 
R e t a i l M a r k e t s . 

T r a n s p o r t c o s t s t o t h e r e t a i l m a r k e t s v a r y b o t h a c c o r d i n g t o 
d i s t a n c e and t h e t y p e o f t r a n s p o r t u s e d , and c o n s e q u e n t l y t r a n s ­
p o r t c h a r g e s v a r y w i t h e a c h l o t o f v e g e t a b l e s . T h i s t e n d s t o , 
c a u s e v a r i a t i o n s i n t h e p r i c e s a t r e t a i l l e v e l . F o r p u r p o s e s o f 
u n i f o r m i t y i t was a s s u m e d t h a t v e g e t a b l e s w e r e t r a n s p o r t e d b y 
l o r r i e s / v a n s t o t h e r e t a i l m a r k e t s f rom t h e P e t t a h w h o l e s a l e 
m a r k e t and t h e c h a r g e s w e r e computed a t R s . l / - p e r b a g ( 1 c w t ) 
f o r a l l t y p e s o f v e g e t a b l e s . T h i s i s t h e n o r m a l s t a n d a r d r a t e 
c h a r g e d b y m o s t o f t h e v a n ? a n d l o r r y o w n e r s . 

i i ) C l e a n i n g and P r e p a r a t i o n o f P r o d u c e f o r R e t a i l S a l e 

C l e a n i n g and p r e p a r a t i o n o f p r o d u c e a r e a t t e n d e d t o w i t h a c e r ­
t a i n d e g r e e o f r e f i n e m e n t a t t h e r e t a i l l e v e l t h o u g h o c c a s i o n a l l y 
some c l e a n i n g i s a l s o done a t t h e w h o l e s a l e l e v e l . The l o s s o f 
w e i g h t i n c u r r e d due t o c l e a n i n g , p r e p a r a t i o n and s p o i l a g e was 
a s c e r t a i n e d f r o m r e t a i l e r s a t t h e t h r e e r e t a i l m a r k e t s s t u d i e d . 
The d a t a c o l l e c t e d a r e s u m m a r i s e d i n T a b l e 3 8 . 
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T a b l e 3 8 : L o s s o f W e i g h t due t o C l e a n i n g , 
S p o i l a g e e t c . 

T y p e s o f V e g e t a b l e s Q u a n t i t y o f R e t a i l L o s s i n 
V e g e t a b l e s E q u i v a l e n t W e i g h t 
a t t h e 
W h o l e s a l e 
Market 

Cabbage 1 0 0 l b 

B e a n s 100 l b 

C a r r o t s 100 l b 

75. l b 25 l b 

92 l b 8 l b 

80 l b 26 l b 

Due t o v a r i a b i l i t y i n q u a l i t y , t h e d i f f e r e n c e b e t w e e n t h e q u a n t i t y 
o f v e g e t a b l e s i n t h e w h o l e s a l e m a r k e t and t h e a c t u a l q u a n t i t y 
a v a i l a b l e f o r s a l e a t t h e r e t a i l o u t l e t a f t e r c l e a n i n g e t c . v a r i e s 
e v e n w i t h i n e a c h l o t of t h e same k i n d of v e g e t a b l e s . The e x t e n t 
o f l o s s a l s o v a r i e s d e p e n d i n g on t h e t i m e l a g i n v o l v e d b e t w e e n 
p u r c h a s e and s a l e s . It h a s b e e n a s s u m e d t h a t f o r p u r p o s e s o f t h i s 
s t u d y t h a t t h e t i m e l a g d o e s n o t e x c e e d two d a y s . 

i i i ) O p e r a t i n g C o s t s of T r a d e r s 
i 

The o p e r a t i n g c o s t s of I n d i v i d u a l t r a d e r s v a r y d e p e n d i n g , o n t h e 
v o l u m e o f v e g e t a b l e s h a n d l e d ' d u r i n g t h e y e a r . F o r p u r p o s e s o f 
c o s t i n g i t i s n e c e s s a r y ' t o d i s t r i b u t e t h e o p e r a t i n g c o s t s t o e v e r y 
1 cwt o f v e g e t a b l e s , i n p r o p o r t i o n t o t h e v o l u m e h a n d l e d by t h e 
i n d i v i d u a l t r a d e r s . We w e r e u n a b l e to g a t h e r i n f o r m a t i o n r e ­
l a t i n g t o t h e v o l u m e s o f v e g e t a b l e s h a n d l e d b y t h e t r a d e r s . The 
m a r g i n s r e f e r r e d t o i n t h i s a n a l y s i s a r e p r e s e n t e d t o g e t h e r w i t h 
t h e o p e r a t i n g c o s t s i n v o l v e d . 

i v ) S a l e s Commiss ion 

I t i s o f t e n s a i d t h a t t h e c o m m i s s i o n a g e n t s p a y t h e p r o d u c e r s a 
p r i c e l o w e r t h a n t h e a c t u a l p r i c e r e a l i s e d a t t h e m a r k e t . Growers 
a s w e l l a s r e t a i l e r s c o n f i r m e d t h i s v i e w . T h e r e i s room f o r 
u n d e r - i n v o i c i n g o f p r i c e s b y t h e w h o l e s a l e r s a s p r i c e s o f v e g e ­
t a b l e s t e n d t o f l u c t u a t e s h a r p l y a t d i f f e r e n t t i m e s o f t h e d a y . ' 
N o r m a l l y t h e p r i c e s t h a t p r e v a i l i n t h e a f t e r n o o n a r e l o w e r t h a n 
t h e p r i c e s i n t h e m o r n i n g . T h i s g i v e s an o p p o r t u n i t y t o t h e 
c o m m i s s i o n a g e n t s t o i n d i c a t e t h e l o w e r p r i c e s t o p r o d u c e r s , 
t h i s m a t t a r ^ o w e v e r n e e d s f u r t h e r i n v e s t i g a t i o n and t h e ' l o t ' 
m e t h o d ^ t a ' u s e c P ' t o a s c e r t a i n t h e t r u e s i t u a t i o n . I n o u r a n a l y s i s 
a f l a t r a t e o f 10% c o m m i s s i o n h a s b e e n c o n s i d e r e d a s t h e c h a r g e 
made b y c o m m i s s i o n a g e n t s . 

T a b l e 3<j? p r e p a r e d o n t h e b a s i s o f q u a n t i t i e s g i v e n a b o v e g i v e s 
a b r e a k down o f t h e p r i c e d i f f e r e n t i a l s a t t h e d i f f e r e n t l e v e l s 
o f t h e m a r k e t i n g c h a n n e l i n r e s p e c t o f t h e t h r e e v e g e t a b l e s . A 
d e t a i l b r e a k d o w n o f t h e c o s t s and m a r g i n s a&e g i v e n i n T a b l e ; 
40 ; ' "" . { 
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T a b l e 3 9 : P r i c e s p r e a d b y d i f f e r e n t s t a g e s o f 
m a r k e t i n g f o r s e l e c t e d v e g e t a b l e s 

S t a g e s o f M a r k e t i n g Cabbages ( 1 0 0 l b s ) B e a n s ( 1 0 0 l b s ) C a r r o t s ( 1 0 0 l b s ) 
C o s t P r i c e C o s t P r i c e C o s t ' P r i c e 

R s . R s . R s . R s . R s . R s . 

1 . P r o d u c e r l e v e l : 

N e t p r i c e r e c e i v e d b y 
g r o w e r s 7 . 0 5 6 1 . 9 5 4 9 . 3 5 

( 1 8 . 6 ) ( 5 5 . 3 ) ( 4 4 . 9 ) 

T r a n s p o r t 3 . 5 0 3 . 5 0 3 . 5 0 
U n l o a d i n g . 2 5 . 2 5 . 2 5 
S a l e s Commis ion (10%) 1 . 2 0 7 . 3 0 5 . 9 0 

2 . C o m m i s s i o n A g e n t s / ; 

W h o l e s a l e r s l e v e l 1 2 . 0 0 7 3 . 0 0 5 9 . 0 0 

3 . S u b - w h o l e s a l e r s l e v e l 1 2 . 0 0 7 3 . 0 0 5 9 . 0 0 

S u b - w h o l e s a l e r s m a r g i n - - . 
and o p e r a t i n g c o s t s 6 . 0 0 1 8 . 0 0 1 2 . 0 0 8 5 . 0 0 1 5 . 0 0 7 4 . 0 0 

4 . R e t a i l e r s l e v e l 1 8 . 0 0 8 5 . 0 0 7 4 . 0 0 

L o a d i n g and H a n d l i n g . 5 0 * . 5 0 . 5 0 
T r a n s p o r t 1 . 0 0 1 . 0 0 1 . 0 0 
L o s s e s due t o c l e a n -
n i n g , p r e p a r a t i o n , 
s p o i l a g e e t c . 6 . 0 0 7 . 6 5 1 8 . 5 0 
R e t a i l e r s m a r g i n and 
o p e r a t i n g c o s t s 1 2 . 5 0 1 7 . 8 5 1 6 ^ 0 0 

5 . P r i c e p a i d by t h e 
c o n s u m e r s 3 8 . 0 0 1 1 2 . 0 0 1 1 0 . 0 0 

( 1 0 0 . 0 ) ( 1 0 0 . 0 ) ( 1 0 0 . 0 ) 

G r o s s M a r k e t i n g m a r g i n 3 0 . 9 5 5 0 . 0 5 6 0 . 6 5 
( 5 - 1 ) ( 8 1 . 4 ) ( 4 4 . 7 ) ( 5 5 . 1 ) 
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Tab-He 4 0 : The p r i c e s pa id by consumers and the 
shares accru ing t o the producer and o t h e r s 

Cabbage 100 
l b s 

P r i c e / % o f con-
margin sumer 
R s . p r i c e 

Beans 100 
l b s 

P r i c e / % of con-
margin sumer 
Rs. p r i c e 

Carrots 100 
lbs' 

P r i c e / % of co 
margin sumer 
Rs. p r i c e 

1 . Producer 7 .05 

2a - .Commission Agents 
Margin 1 .20 

b . S u b - w h o l e s a l e r s 
Margin & Costs 6 . 0 0 

c . R e t a i l e r s 
margin & 
c o t s 1 2 . 5 0 

( 1 8 . 6 ) 

( 3 . 1 6 ) 

( 1 5 . 7 9 ) 

( 3 2 . 9 ) 

6 1 . 9 5 

7 .30 

( 5 3 . 3 ) 

( 6 . 5 2 ) 

1 2 . 0 0 ( 1 0 . 7 2 ) 

1 7 . 8 5 ( 1 5 . 9 ) 

4 9 . 3 5 

5 . 9 0 

15 .00 

1 6 . 0 0 

( 4 4 . 9 ) 

( 5 . 4 } 

( 1 3 . 6 4 ) 

( 1 4 . 5 ) 

2 . (a+b+c) t r a d e r s 
t o t a l margin 1 9 . 7 0 

3 .Cos t of a l l o t h e r 
market ing s e r -

• v i c e s 11 .25 

4.Consumer p r i c e 38iOO 

( 5 1 . 8 ) 3 7 . 1 5 ( 3 3 . 2 ) 3 6 . 9 0 ( 3 3 . 3 ) 

( 2 9 . 6 ) 1 2 . 9 0 ( 1 1 . 5 ) 

( 1 0 0 . 0 ) 1 1 2 . 0 0 ( 1 0 0 . 0 ) 

2 3 . 7 5 ( 2 1 . 6 ) 

116 .00 (100.0) 

Subjec t t o l i m i t a t i o n s i n the p r i c e a n a l y s i s r e f e r r e d t o e a r l i e r , 
the^producer ' s share has ranged from 19% t o 55% of the p r i c e pa id 
by the consumers. I t i s 19% f o r cabbages , 45% for c a r r o t s and 55% 
f o r b e a n s . The percentage o f consumer p r i c e r e c e i v e d by the grower 
shows a d i r e c t r e l a t i o n s h i p w i t h t h e p e r i s h a b i l i t y of t h e commodity 
handled . The g r e a t e r the p e r i s h a b i l i t y o f the v e g e t a b l e s the 
s m a l l e r i s the share of the p r i c e r e c e i v e d by the growers . Another 
important f e a t u r e which has a b e a r i n g on t h i s s i t u a t i o n i s the f i x e d 
market ing c o s t s t h a t have t o be incurred i r r e s p e c t i v e of the type o f 
v e g e t a b l e s s o l d . These f i x e d c o s t s i n c l u d e t r a n s p o r t c o s t s and un­
l o a d i n g charges which amount t o R s . 3 . 5 0 and - / 2 5 c e n t s per 1 cwt . 

The commission a g e n t s ' share i s 10% of the w h o l e s a l e p r i c e . I t i s 
s m a l l e r i n r e l a t i o n t o the p r i c e pa id by the consumers and was 3 , 7 
and 5 percent o f the consumer p r i c e o f cabbage , beans and c a r r o t s 
r e s p e c t i v e l y . I n a b s o l u t e terms i t amounted t o R s . 1 . 2 0 , R s . 7 . 3 0 
and R s . 5 . 9 0 . . I t i s r e l e v a n t i n t h i s c o n t e x t t o r e f e r t o the 
'h idden margin' o b t a i n e d by the commission agent s by under i n v o i c i n g 
the produce they h a n d l e . In e v a l u a t i n g t h e s e r v i c e s rendered by 
the commission agents i t i s e s s e n t i a l to take i n t o c o n s i d e r a t i o n the 
f o l l o w i n g a s p e c t s : 

a) the r i s k s t a k e n by them i n g i v i n g i n t e r e s t f r e e l o a n s 
t o growers . 
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b) Social obligations of the commission agents 

c) Costs incurred for correspondence with the farmers. 

Unless the volume handled by each commission agent is large 
enough to cover risks and other overhead expenses such as rent 
and wages of the employees, it may be difficult to eradicate 
malpractices involved in marketing such as under invoicing etc. 

The data in Table 40 shows that the share received by the sub-
wholesaler is considerably greater than the share received by 
the primary wholesalers (commission agents) both in relative and 
absolute money terms. In money terms sub-wholesalers have got 
Rs.6/-, Rs.12/- and Rs.15 respectively for 100 lbs of cabbage, 
beans and carrots wiapaitively. This amounts to 16%,11% and 14% 
respectively of the prices paid by the consumers. The sub-
wholesalers do not have to incur any of the costs generally borne 
by commission agents except some overheads such as rents and wages. 

The share received by the retailer is the highest in respect of 
all the three vegetable . Retailers have got Rs.12.50, Rs.17.85 
and Rs.16.00 for 100 lbs of three vegetables. These prices have 
amounted to 33%, 16% and 15% of the prices paid for cabbages, 

. beans and carrots respectively. It cannot however, be concluded 
that the retailers are responsible for the wide disparity in prices 
between the producer and the consumer. Generally, individual 
retailers handle only a small quantity of vegetables, each day, 
and as pointed out earlier, if the time lag between purchase and 
sales exceeds two days, the amount of losses incurred in handling 
would be relatively larger. In such an eventuality the margins 
that would accrue to the retailer would decrease substantially. 
It is however relevant to point out that the margin and operating 
costs of the commission agent, the sub-wholesaler and the retailer 
are very much higher than those of all the others who provide 
marketing services such as transport, loading, unloading and clea­
ning. Costs and margins to the latter group amounted to only 30%, 
12% and 22% for cabbages, beans and carrots respectively, while 
the cost and margins to the former group accounted for 52%, 33% 
and 33% of the consumers' price. 

From the foregoing analysis it is clear that about 81%, 47% and 
55% of the consumer price in respect of cabbages, beans and carrots 
were absorbed by the marketing channel. Although the produce is 
sold in an unprocessed form, the above percentages cannot be con­
sidered as small. ' It is therefore desirable that efforts should 
be directed towards lowering this spread. 
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SUMMARY AND CONCLUSIONS 

This study was conducted at four purposively selected villages in 
Palugama - a principal vegetable producing area in Sri Lanka, 
primarily to ascertain the important features relating to the pro­
duction and marketing of vegetables The study deals with varied 
aspects pertaining to both production and marketing. 

1.1 The average size of holding per farm including both highland and 
lowland ranges from i.4 acres in Harakgamakanda to 3.6 acres in 
Ududbadaua. However, most of the holdings are small in all four 
villages, particularly in Harakgamakanda where 60% of the hold­
ings are less than 1 /2 acres in extent. In all the villages se­
lected for the study, highland constituted about 60-80% of the 
operational holding. 

J..2 All the farmers in the sample indicated that vegetable crops cons­
titute the main source of their income and that they receive no-
income from permanent crops. While in Harakgamakanda no paddy is 
grown at a l l , in other villages paddy is grown only in Maha,mainly 
for consumption. In Girambe tobacco cultivation accounted for 29% 
of the cultivated land during the period under reference. The in­
dex of cropping intensity was highest in Harakgamakanda being J..6 
while in Udubadana and Girambe i t amounted to 9.1 and 1.1 r e s p e c ­
t i v e l y . An overall reduction 'in the cropping intensity was evi­
dent in all the villages due to the drought experienced in the area 
during the period. The most common types of vegetables grown in 
these villages were beans, potatoes and cabbages except in Harak­
gamakanda where carrot cultivation takes precedence over other 
crops. 

1.3 The total cash returns per farm during the year under consideration 
ranged from Rs. 4,215/- to Rs.1,068/- in Harakgamakanda and Damba­
winna respectively. In Ududbadana and Girambe i t was Rs.4,082/-
a n d Rs.1,716/- per farm respectively. Cash returns from vegetables 
in Harakgamakanda formed 98% of the total farm income while in 
Udubadana i t was 86%. The farmers of the area are almost exclusi­
vely dependent on vegetable cultivation. 

1.4 The cash need of the vegetable .grower is great particularly in 
villages where cultivation is more commercially oriented. The per 
farm cash expenses incurred for vegetable cultivation both during 
Maha and Yala seasons varied from Rs.2,700/- in Harakgamakanda to 
Rs.730/- in Dambawinna. The most important item of expenditure 
in all the villages was the cost of material inputs such as seeds, 
fertiliser and agro-chemicals which accounted for 4}% in Harakgama­
kanda and 74% in Dambawinna. The expenses incurred for disposal 
of produce made up largely of transport costs of«vegctaMesa==fee 
Colomb& ranged from 25% tc 33% of the total cash costs involved. 
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1.5 The net cash farm income per year was highest in Harakgamakanda 
amounting to Rs.1,465/- while i t was lowest in Dambawinna amoun­
ting to Rs.270/-. 

1.6 A significant aspect associated with vegetable cultivation in the 
area is the strikingly heavy incidence of debt. The loans obtain­
ed were mainly used for vegetable cultivation. The sources from 
which the cultivators obtained credit are the commission agents, 
the Co-operative Societies, the Co-operative Rural Banks and pri­
vate traders. The most important of these are the commission 
agents and the Co-operative Societies. It was observed that the 
Co-operative Societies extended loan facilities primarily to 
potato^ cultivators, while the commission agents provided loans 
for other varieties of vegetables. 

1.7 It was evident throughout the study that in two villages viz. 
Harakgamakanda and Udubadana where the commission agents (private 
traders) dominate, the costs per farm, the cropping intensity as 
well as the returns per farm are higher than that of Girambe where 
Co-operative marketing predominates. It was also clear that small 
scale farmers usually sell their vegetables through the local fair 
or through Individual Assembly traders and this was true of Damba-
yinna village. 

The two major channels of marketing open th the vegetable growers 
in the area are the Co-operative and the Commission Agents Whole­
salers. Although the amount of vegetables handled by the Udapalatha 
Co-operative Society is relatively small i t plays an important role 
in Palugama. However, as the competition offered by the Co-operative 
is inadequate the private channels of marketing play an increasingly 
major role. The Marketing Department is not popular among the growers. 

1.9 The existing methods of harvesting, packing and grading in the 
area are mostly of a traditional nature. Preparation of produce 
for sale is not systematically undertaken at the producers' end. 
The prevailing marketing system gives no incentive for an improve­
ment of the present practices. 

1.10 The need to reduce transport costs was stressed by producers. 
They felt that if improvements are effected in the transport sys­
tem i t could eliminate wastage and facilitate a higher price to 
producers. 

1.11 The wholesale market prices broadcast by the Marketing Department 
over the radio help the producer to obtain a fair price. 

1.12 The typasof vegetables ordinarily collected by the Co-operative 
are cabbage and beans. Although the Co-operative Society supp­
lied seed potatoes to farmers, only 6 1 of the produce had been 
sold to i t by the farmers in the sample during the Maha season 
1972/73. 

fl. « T . i . 
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1.13 The prices offered by the Co-operative are usually lower than 
that offered by the Commission Agents. This perhaps accounts 
for the relatively small volume of vegetables collected by the 
Co-operative. Farmers who sold their vegetables to the Commi­
ssion Agents often received prices higher than those announced 

. by the Marketing Department. 

1.14 Transport costs and commission charged from the vegetable pro­
ducer by both the Commission Agents and the Co-operative are 
more or less the same. Consequently^ the amount received by the 
producex$who utilise the co-operative as their marketing outlet 
is generally less thantthat received by the farmers who dispose 
of their produce through the Commission Agents. 

1.15 Cabbage grown in Palugama, being of an inferior quality, fetches 
lower prices than those grown in Kandapola while the beans grown 
in the area are of a higher quality. The peak harvesting periods 
of the popular varieties of vegetables grown in Palugama coincide 
with the periods of low prices at the Colombo market. 

1.16 The profit margin and the cost of operational expenses of the 
middlemen'ranged from 527, of the consumer price for cabbages to 
33% for carrots and 34% for beans. The producers share was 19 f 
for cabbages, 45% for carrots and.55% for beans. The cost of 
all other marketing services ranged from 11% of the consumer 
price for beans to 28% fox carrots and 30%. for cabbages. This 
shows that about 81%-of the prices paid by the consumer in the 
case of-cabbage, 45% in the case of beans and 55% in the case of 
Carrots are absorbed by the marketing channel 

1.17 The extent of loss incurred due to damage and poor handling of 
the produce varies with' the types of vegetables. The wastage 
amounted to 25% of the quantity for cabbages at the wholesale 
level whereas for bsfeajs i t was only 8% . In the case of carrots 
i t was nearly 207. of the amount handled. 
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' RECOMMENDATIONS 

I t h a s b e e n shown i n t h i s s t u d y t h a t a t p r e s e n t more t h a n 90% o f 
t h e v e g e t a b l e s s e n t t o t h e Colombo Market from t h e Pa lugama a r e a 
i s h a n d l e d by t h e p r i v a t e m a r k e t i n g a g e n c i e s . T h e r e a r e two 
n a t i o n a l l e v e l o r g a n i s a t i o n s w h i c h c o m p e t e w i t h t h e s e p r i v a t e 
a g e n c i e s a t t h e w h o l e s a l e l e v e l n a m e l y , t h e M a r k e t i n g D e p a r t m e n t , 
and t h e C o - o p e r a t i v e M a r k e t i n g F e d e r a t i o n . I n a d d i t i o n , t h e 
U d a p a l a t h a C o - o p e r a t i v e S o c i e t y h a s a l s o i t s own w h o l e s a l e s t a l l 
a t t h e Colombo W h o l e s a l e M a r k e t . The q u a n t i t i e s h a n d l e d by t h e s e 
i n s t i t u t i o n s a r e n o t l a r g e e n o u g h t o o f f e r e f f e c t i v e c o m p e t i t i o n 
t o t h e p r i v a t e w h o l e s a l e t r a d e r s . If the price gap between the . 
producers and consumers is to be reduced there should be alter­
native marketing channels which are strong enough to compete with 
these private agencies especially at the wholesale level. 

T h e r e i s c o n s i d e r a b l e s c o p e f o r i m p r o v i n g t h e c o - o p e r a t i v e mar ­
k e t i n g s y s t e m . The C o - o p e r a t i v e s c o u l d become e f f e c t i v e c o m p e t i t o r s 
o n l y i f t h e y p u r c h a s e v e g e t a b l e s i n s u c h q u a n t i t i e s a s t o i n f l u e n c e 
p r i c e s a t t h e a s s e m b l y l e v e l . At p r e s e n t t h e r e a r e o n l y a few 
v i l l a g e l e v e l p u r c h a s i n g c e n t r e s o p e r a t i n g u n d e r t h e c o n t r o l and 
s u p e r v i s i o n o f t h e C o - o p e r a t i v e s . If the Co-operatives are to 
procure as much as possible of the local supplies of vegetables 
more village level purchasing centres should be established. T h e r e 
a r e , h o w e v e r , some l i m i t i n g f a c t o r s t h a t h a v e p r e v e n t e d Co­
o p e r a t i v e s from p l a y i n g a more d o m i n a n t r o l e i n t h e p r o d u c t i o n and 
m a r k e t i n g o f v e g e t a b l e s . 

The C o - o p e r a t i v e S o c i e t i e s p r o v i d e c r e d i t f a c i l i t i e s t o a l a r g e 
number o f p r o d u c e r s i n t h e Pa lugama a r e a a t p r e s e n t . But a s u b s ­
t a n t i a l amount o f t h e c r e d i t g i v e n g o e s f o r p o t a t o ^ c u l t i v a t i o n 
and t h e amount o f l o a n s g i v e n f o r c u l t i \ r a t i o n o f o t h e r v e g e t a b l e s 
i s c o m p a r a t i v e l y s m a l l . " We h a v e shown t h a t v e g e t a b l e p r o d u c t i o n 
and m a r k e t i n g a r e v e r y i n t i m a t e l y t i e d up w i t h t h e s o u r c e s o f 
c r e d i t . If more credit facilities are extended to growers i t 
would result in a closer link being established.between the Co­
operative and the growers. The r e l a t i o n s h i p b e t w e e n t h e p r o d u c e r 
and t h e C o - o p e r a t i v e c o u l d b e s t r e n g t h e n e d i f a p p r o p r i a t e s t e p s 
a r e t a k e n t o p r o v i d e f o r an i n t e g r a t e d s y s t e m o f m a r k e t i n g w h e r e b y 
t h e e x i s t i n g s u p p o r t i n g a g e n c i e s a t a s s e m b l y l e v e l s u c h a s t h e 
b r a n c h c o - o p e r a t i v e s o c i e t i e s , t h e C o - o p e r a t i v e R u r a l B a n k s , 
v i l l a g e l e v e l p u r c h a s i n g c e n t r e s e t c . a r e b r o u g h t i n t o t h e a m b i t 
o f t h i s s y s t e m . 

I t h a s b e e n shown t h a t e v e n w h e r e t h e C o - o p e r a t i v e s p r o v i d e c r e d i t 
f a c i l i t i e s t o t h e p r o d u c e r t h e p r o d u c e i s n o t n e c e s s a r i l y s o l d t o 
t h e C o - o p e r a t i v e s . This is primarily due to the low prices offered 
by the Co-operatives. If the Co-operatives, could offer better prices 
for vegetables they are likely to receive larger quantities of vege­
tables which in turn would enable them to widen the scope of their 
marketing activities. The e x p a n s i o n o f m a r k e t i n g a c t i v i t i e s w o u l d 



r e s u l t i n t h e more a f f l u e n t s e c t i o n o f t h e g r o w e r s a l s o m a k i n g u s e 
o f t h i s m a r k e t i n g c h a n n e l . I t i s n e e d l e s s t o s a y t h a t e x p a n s i o n o f 
m a r k e t i n g a c t i v i t i e s w o u l d a l s o r e s u l t i n t h e C o - o p e r a t i v e m o b i l i ­
s i n g t h e s a v i n g s o f t h e f a r m e r s t o augment t h e i r c a p i t a l r e s o u r c e s 
w h i c h c o u l d p r o f i t a b l y b e u s e d f o r l e n d i n g p u r p o s e s . 

* 

Another important reason why Co-operatives do not receive large 
quantities of vegetables is the inadequate arrangements provided 
by them at the wholesale level. The U d a p a l a t h a C o - o p e r a t i v e S o c ­
i e t y w h i c h h a s a w h o l e s a l e s t a l l i n t h e Colombo Market h a n d l e s o n l y 
l i m i t e d s u p p l i e s o f v e g e t a b l e s . The A l l C e y l o n P r o d u c e r s A s s o ­
c i a t i o n w h i c h h a s now b e e n ; - : s u p e r s e d e d b y t h e C o - o p e r a t i v e M a r k e t i n g 
F e d e r a t i o n a l s o h a n d l e s l i m i t e d s u p p l i e s o f v e g e t a b l e s . The 
s i t u a t i o n h a s now c h a n g e d w i t h t h e M a r k e t i n g D e p a r t m e n t o p e r a t i n g 
a w h o l e s a l e f l o o r i n Colombo. As t h e M a r k e t i n g D e p a r t m e n t w o u l d 
a b s o r b l a r g e r q u a n t i t i t e s o f v e g e t a b l e s t h e C o - o p e r a t i v e s s h o u l d 
c o n c e n t r a t e t h e i r e f f o r t s t o w a r d s p u r c h a s i n g more p r o d u c e i n t h e 
a r e a and c h a n n e l l i n g them t o t h e M a r k e t i n g D e p a r t m e n t w h o l e s a l e 
f l o o r . I t h a s b e e n o b s e r v e d t h a t t h e t u r n o v e r i n t h e Colombo w h o l e ­
s a l e m a r k e t o p e r a t e d by t h e M a r k e t i n g D e p a r t m e n t h a s shown a marked 
i n c r e a s e i n t h e l a s t few m o n t h s . 

The l i n k b e t w e e n t h e C o - o p e r a t i v e S o c i e t i e s i n P a l u g a m a and t h e 
C o - o p e r a t i v e M a r k e t i n g F e d e r a t i o n i n Colombo d o e s n o t s e e m t o b e 
s a t i s f a c t o r y . I t h a s b e e n o b s e r v e d t h a t t h e v e g e t a b l e s p r o d u c e d i n 
t h e a r e a do n o t r e a c h t h e C o - o p e r a t i v e M a r k e t i n g F e d e r a t i o n b u t 
r e a c h e s t h e M a r k e t i n g D e p a r t m e n t w h o l e s a l e f l o o r . W h o l e s a l e 
m a r k e t i n g i n v e g e t a b l e s i s n o w " u n d e r t a k e n b y more t h a n o n e o r g a n i ­
s a t i o n n a m e l y , t h e M a r k e t i n g D e p a r t m e n t , t h e C o - o p e r a t i v e Mar­
k e t i n g F e d e r a t i o n , t h e U d a p a l a t h a C o - o p e r a t i v e S o c i e t y and t h e 
p r i v a t e t r a d e r s i n t h e P e t t a h M a r k e t . It is not difficult to 
combine the activities of the Marketing Department, the Co­
per at ive Marketing Federation and the Udapalatha Co-operative 
Society into a more effective integrated system of marketing.These 
organisations should also get ^^ether^and improve the conditions 
of the wholesale market and e m g g g f f l t f i e i n t r o d u c t i o n of better mar­
keting practices such as improved grading and packing. The c o m b i n e d 
e f f o r t o f t h e s e o r g a n i s a t i o n s w o u l d be a d v a n t a g e o u s n o t o n l y t o t h e 
o r g a n i s a t i o n s c o n c e r n e d b u t t o t h e p r o d u c e r s a s w e l l a s t h i s w o u l d 
r e s u l t i n b e t t e r p r i c e s b e i n g o f f e r e d t o t h e m . 

Much h a s b e e n s a i d o f t h e ' h i d d e n m a r g i n ' e n j o y e d by t h e C o m m i s s i o n 
A g e n t s . I f t h e C o m m i s s i o n A g e n t s a r e t o b e d e p r i v e d o f t h i s a d d i ­
t i o n a l m a r g i n a d e g u a t e steps should be taken to disseminate more 
reliable price information. 

I t i s known t h a t s t e p s a r e b e i n g t a k e n t o r e l i e v e c o n g e s t i o n i n t h e 
Colombo M a r k e t . T h i s h a s t o be a t t e n d e d t o a s e a r l y a s p o s s i b l e a s 
c o n g e s t i o n i n t h e m a r k e t h a s l e d t o a v o i d a b l e w a s t e and s p o i l a g e o f 
p r o d u c e . 



ANNEX 1 

Size and Distribution of Operational 
Holdings by Villages 

Size of Holding No of Farms 
(Acres) Harakgamakanda Udubadana Girambe Dambawinna 

Less than { 8 - - -\ to less than 1.0 14 - - -1.0 to less than 2.0 8 5 4 3 
2.0 to less than 3.0 2 6 3 3 
3.0 to less than 4.0 1 2 1 1 
4.0 to less than 5.0 1 2 2 2 
5.0 and above 4 5 1 

All sizes 38 20 11 9 

Tenurial 
Status 

ANNEX 2 

ŜuajSadJ: Status by Villages 
(farmers reporting) 

Harakga­
makanda 

Ududbadana Girambe Dambawinna 

No. Av. No. Av. No. Av. No. Av. 
Ext Ext. Ext. Ext. 
(acres) (acres) (acres) (acres 

Owned 31 1.2 20 3.0 11 1.2 6 1.6 
Jointly Owned 3 .5 2 .3 1 1.0 2 .6 
Rented-in 7 1.5 5 .4 6 1.5 7 3.8 
Encroachments 11 .6 5 1.8 3 1.2 - . -

All 38 1.4 20 
V 

3.6 11 2.6 9 2.6 

ANNEX 3 

Type 

Seed/Planting 
material 
Fertlizer 
Agro-chemicals 
Organic manure 
and lime 

All Inputs 

Material Inputs Used per 
Farm per Village 

V i l l a g e s 
Harakgamakanda Udubadana Girambe Dambawinna 

497.94 
515.62 
75.32 

20.04 

1,108.92 

725.05 
465.25 
90.60 

18.25 
1,299.15 

110.44 
216.97 
46.44 

7.60 
381.45 

343.00 
170.00 
21.45 

6.40 
540.85 



ANNEX 4 

A g r i c u l t u r e 

V e g e t a b l e s 

Paddy 

O t h e r c r o p s 

L i v e s t o c k 

N o n - a g r i c u l t u r a l 
s o u r c e s 

T o t a l ' 

Total Cash Farm Income Classified 
according to marketing channel 

$ah:a- 1972 and Yala. 1973) 

Commission 
Agent 

Amt 
Rs. 

4084 

25 

28 

% 

98.7 

0.6 

0.7 

Commission 
Agent and 
Co-operative 
Amt 1 
Rs. 

Co-op- W h o l e -
erative sale 

Individual 
Assembly 

T r a d e r s 

3553 
4 
10 
16 

581 

Amt 
Rs. 

Fair 
Amt. 
Rs. 

% Amt 
Rs. 

85. 2071 62,0 773 57.9 1362 82.5 
.1 47 I'.A - - 121 7.3 

0.2 98 2.9 411 30.8 -
.4 59 1.8 - - 100 6.0 

13.9 1066 31.9 150 11.3 67 4.1 

4137 100.0 4164 100.0 3341 100.0 1334 100.0 1650 100.0 

ANNEX 5 

Annual Cash Expenditure per Fartofor 
Vegetable Production and Marketing 
classified according to Marketing Channel 

C o s t 
Component 

Commission Commission 
Agents Agents and 

Co-operative 
Amt. Amt. 
Rs• % Rs. % 

Marketing Channels Adopted Individual 
Co-operative 

Amt. 
Rs. 

Wholesale 
Fair 

Amt. 
Rs. % 

Assemby 
Traders 

Amt 
R s . 

L a b o u r c o s t s 845 
M a t e r i a l I n p u t s 1144 
Land R e n t and 
o t h e r h i r e d 
i t e m s 

T r a n s p o r t o f 
p r o d u c e 

S a l e s commi­
s s i o n 

T o t a l C o s t 

47 

312 

31.0 410 
42.1 1215 

1.7 6 

11.5 240 

368 13.6 275 

2716 100.0 2146 

19.0 
56.5 

.3 

" 11.5 

12.7 

100.0 

115 12.0 133 22.4 12. 3.2 
468 49.1 441 74.1 378. 95.0 

0 . 3 

193 20.2 

3 4. : 1.0 

14 2.4 2. .5 

175 18.3 5 .8 

954 100.0 595 100.0 396. 100.0 
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ANNEX 6 

O p e r a t i o n w i s e D i s t r i b u t i o n o f Labour C o s t s 
p e r farm c l a s s i f i e d by m a r k e t i n g c h a n n e l 

I T E M 

Land P r e p a r a t i o n 

P l a n t i n g 

I r r i g a t i o n 

W e e d i n g & 
e a r t h i n g - u p 

O t h e r a f t e r - c a r e 
o p e r a t i o n s 

H a r v e s t i n g 

V a l u e o f f o o d 
p r o v i s i o n s 

T o t a l 

C o m m i s s i o n 
A g e n t 

345 

27 

137 

108 

48 

80 

100 

845 

MARKETING AGENCY 
Commiss ion 
A g e n t and W h o l e s a l e A s s e m b l y 
C o - o p e r a t i v e C o - o p e r a t i v e F a i r T r a d e r s 

2 1 8 

26 

1 

21 

2 3 

32 

89 

4 1 0 

5 1 

5 

27 

5 

27 

115 

73 

9 

10 

17 

11 

1 3 

133 

10 

2 

12 

M a r k e t i n g C h a n n e l s 

C o m m i s s i o n A g e n t 

C o - o p e r a t i v e 

L o c a l F a i r 

A s s e m b l y T r a d e r s 

A l l Groups 

ANNEX 7 

Q u a n t i t y o f V e g e t a b l e s s o l d d u r i n g t h e p e r i o d ^ 
•&£ Maha 1 9 7 2 / 7 3 t o v a r i o u s M a r k e t i n g A g e n c i e s 

by t h e f a r m e r s i n t h e s a m p l e 

Harakgamakanda Udubadana Girambe Dambawinna 

1 , 2 6 5 
( 9 4 . 8 ) 

( - ) 

6 
( 0 . 5 ) 

6 3 
( 4 . 7 ) 

1 , 3 3 4 
( 1 0 0 . 0 ) 

5 9 0 
( 8 0 . 0 ) 

1 4 8 . 
( 2 0 . 0 ) 

(-) 

(-) 
738 

( 1 0 0 . 0 ) 

30 
( 1 4 . 1 ) 

1 3 8 
( 6 4 . 8 ) 

4 4 

( 2 0 . 7 ) 

1 
( 0 . 4 ) 

2 1 3 
( 1 0 0 . 0 ) 

32 
( 1 6 . 5 ) 

( " ) 

1 3 3 
( 6 8 . 6 ) 

29 
( 1 4 . 9 ) 

194 
( 1 0 0 . 0 ) 

» 

65 



ANNEX 8 

S o u r c e s from w h i c h t h e f a r m e r s o b t a i n e d 
t h e i r l o a n s - c l a s s i f i e d a c c o r d i n g t o 
t h e m a r k e t i n g c h a n n e l a d o p t e d . 

Channe l 

Commi— 
s s i o n -
A g e n t 

T o t a l C o - o p ­ • C o - o p - . P e o p l e s Commi­ P r i v a t e R e l a t i v e s and 
No . e r a t i v e e r a t i v e Bank s s i o n t r a d e r N e i g h b o u r s . 

S o c i e t y . R u r a l , A g n e t 
Bank' 

No . Amt No . Amt No . Amt N o . Amt 'No. Amt •No. Amt. 
p e r p e r p e r p e r p e r p e r 
b o r ­ b o r ­ . b o r ­ b o r ­ b o r ­ b o r ­
r o ­ r o ­ r o ­ r o ­ r o ­ r o ­
w e r w e r w e r s w e r w e r w e r 
R s . R s . R s . R s . R s . R s . 

4 0 1 8 4 5 1 3 4 6 7 9 6 1 5 24 1 0 9 0 2 350 7 736 

Commi­
s s i o n -
A g e n t & 
C o - o p ­
e r a t i v e 19 15 6 6 8 7 1 1 0 0 1 750 10 6 1 1 1 0 0 0 2 7 6 0 

C o - o p ­
e r a t i v e 2 6 5 0 2 875 - 775 

W h o l e ­
s a l e 
F a i r 10. 3 5 6 0 6 3 3 2 0 0 

A s s e m ­
b l y 
T r a d e r s 2 149 750 



p u b l i c a t i o n s a v a i l a b l e f r o m t h e a g r a r i a n r e s e a r c h a n d t r a i n i n g i n s t i t u t e 

Research Study Series 
A s e r i e s o f r e p o r t s c o v e r i n g t o p i c s o f t h e a g r a r i a n f i e l d c a r r i e d 

o u t a s p a r t o f t h e I n s t i t u t e ' s r e s e a r c h programme. 

N o . 1 C o s t o f P r o d u c t i o n o f Paddy - Y a l a 1 9 7 2 
by K. I z u m i & A . S . R a n a t u n g a . . . . . . R s . 5 . 0 0 

N o . 2 E c o n o m i c s o f V e g e t a b l e P r o d u c t i o n and M a r k e t i n g 
b y T e r r a n c e A b e y s e k e r a & P i y a d a s a S e n a n a y a k e . . R s . 5 . 0 0 

No . 3 S m a l l Farm C r e d i t 
by J . M . Gunadasa & A . A . Khan . . . . . . R s . 5 . 0 0 

N o . 4 P r o d u c t i o n o f O t h e r F i e l d Crops i n Paddy F i e l d s i n Y a l a 1 9 7 2 
by A . S . R a n a t u n g a & K. I z u m i . . . . . . R s . 5 . 0 0 

N o . 5 New S e t t l e m e n t S c h e m e s i n S r i Lanka 
by A . O . E l l m a n & D . d e S . R a t n a w e e r a . . . . . . R s . * 
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