
Journal of International 
Academic Research for Multidisciplinary 

 

        ISSN 2320 -5083 
 
 
 
 
 
  
 
 
 

A Scholarly, Peer Reviewed, Monthly, Open Access, Online Research Journal 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

                                      Impact Factor – 1.393 

 
 
 
 

VOLUME 1 ISSUE 10    NOVEMBER 2013 
 
 
 
 

A GLOBAL SOCIETY FOR MULTIDISCIPLINARY RESEARCH 
 
 

www.jiarm.com 
 

A GREEN PUBLISHING HOUSE 



Editorial Board 
 
 
 
 

Dr. Kari Jabbour, Ph.D 
Curriculum Developer, 
American College of Technology, 
Missouri, USA. 

 
Er.Chandramohan, M.S 
System Specialist - OGP 
ABB Australia Pvt. Ltd., Australia. 

 
Dr. S.K. Singh 
Chief Scientist 
Advanced Materials Technology Department 
Institute of Minerals & Materials Technology 
Bhubaneswar, India 

   
  Dr. Jake M. Laguador 
  Director, Research and Statistics Center, 
  Lyceum of the Philippines University, 
  Philippines. 
 

Prof. Dr. Sharath Babu, LLM Ph.D 
Dean. Faculty of Law, 
Karnatak University Dharwad, 
Karnataka, India 

 
Dr.S.M Kadri, MBBS, MPH/ICHD, 
FFP Fellow, Public Health Foundation of India 
Epidemiologist Division of Epidemiology and Public Health, 
Kashmir, India 

 
Dr.Bhumika Talwar, BDS 
Research Officer 
State Institute of Health & Family Welfare 
Jaipur, India 

 
Dr. Tej Pratap Mall Ph.D 
Head, Postgraduate Department of Botany, 
Kisan P.G. College, Bahraich, India. 

 
Dr. Arup Kanti Konar, Ph.D 
Associate Professor of Economics Achhruram, 
Memorial College, 
SKB University, Jhalda,Purulia, 
West Bengal. India 

 
Dr. S.Raja Ph.D 
Research Associate, 
Madras Research Center of CMFR , 
Indian Council of Agricultural Research, 
Chennai, India 

 
Dr. Vijay Pithadia, Ph.D, 
Director - Sri Aurobindo Institute of Management 
Rajkot, India. 

Er. R. Bhuvanewari Devi M. Tech, MCIHT 
Highway Engineer, Infrastructure, 
Ramboll, Abu Dhabi, UAE 
 
Sanda Maican, Ph.D. 
Senior Researcher, 
Department of Ecology, Taxonomy and Nature Conservation 
Institute of Biology of the Romanian Academy, 
Bucharest, Romania 
 
Dr. Reynalda B. Garcia 
Professor, Graduate School & 
College of Education, Arts and Sciences 
Lyceum of the Philippines University 
Philippines 
 
Dr.Damarla Bala Venkata Ramana 
Senior Scientist 
Central Research Institute for Dryland Agriculture (CRIDA) 
Hyderabad, A.P, India 
 
PROF. Dr.S.V.Kshirsagar, M.B.B.S,M.S 
Head - Department of Anatomy, 
Bidar Institute of Medical Sciences, 
Karnataka, India. 
 
Dr Asifa Nazir, M.B.B.S, MD,  
Assistant Professor, Dept of Microbiology 
Government Medical College, Srinagar, India. 
 
Dr.AmitaPuri, Ph.D 
Officiating Principal 
Army Inst. Of Education 
New Delhi, India 
 
Dr. Shobana Nelasco Ph.D 
Associate Professor, 
Fellow of Indian Council of Social Science 
Research (On Deputation}, 
Department of Economics, 
Bharathidasan University, Trichirappalli. India 
 
M. Suresh Kumar, PHD 
Assistant Manager, 
Godrej Security Solution, 
India. 
 
Dr.T.Chandrasekarayya,Ph.D 
Assistant Professor, 
Dept Of Population Studies & Social Work, 
S.V.University, Tirupati, India. 



JOURNAL OF INTERNATIONAL ACADEMIC RESEARCH FOR MULTIDISCIPLINARY 
Impact Factor 1.393, ISSN: 2320-5083, Volume 1, Issue 10, November 2013 

 

15 
www.jiarm.com 

EVOLUTION OF A FARMER INTO AN AGRIPRENEUR – A PARADIGM TO 
FARMER INTEREST GROUPS/ASSOCIATIONS IN HORTICULTURE 

 
DR.C. SEKHAR* 

DR.M. SELVARAJAN** 
DR.M. PRAHADEESWARAN*** 

DR.A. RATHINASAMY**** 

DR.A. VIDHYAVATHI***** 
 

*Professor in Agricultural Economics, Dept. of Social Sciences, Horticultural College & Research Institute, Periyakulam, Tamilnadu, India 
**Professor in Horticulture, Dept. of Fruit Crops Horticultural College and Research Institute, Periyakulam, Tamilnadu, India 

***Assistant Professor in Agricultural Economics, Dept. of Social Sciences, Horticultural College & Research Institute, Periyakulam, 
Tamilnadu, India 

****Professor and Head, Dept. of Social Sciences, Horticultural College & Research Institute, Periyakulam, Tamilnadu, India 
*****Assistant Professor in Agricultural Economics, Dept. of Forest Resource Management, Forest College and Research Institute, 

Mettupalayam, Tamilnadu, India 

 
ABSTRACT 
 A  Farmer is always a Farmer by tradition. The Farmer produces farm fresh 

vegetables, fruits and food grains for his own consumption and the rest is sold in the farm 

gate itself at a meager price per unit of output. But very few farmers, rarely emerge as a 

Farmer-cum-Agripreneur and sets a new trend in his own business. One such trend setter is 

from Theni District of Tamil Nadu has established a mango orchard in an area of 53.44 ha 

and manning the same for higher productivity and found the ways and means of distributing 

the produce without much wastage and secured 216 per cent higher average productivity than 

the national average. The cost of production of mango per ton is arrived at Rs 2703 ($ 39.75) 

and he is selling the mango on an average price of Rs.17250 ($ 253.68) per ton. Not only he 

produces, but also he procures and distributes to different markets in the country. The success 

story of Farmer-cum-Agripreneur is highlighted as a case study approach and the paper has 

detailed discussion on area, production and productivity of mango, cost of production, 

potential markets, price spread, marketing efficiency and the related constraints. These will 

definitely serve as a good practice for adoption by the farmer interest groups or farmer 

associations in a larger scale. 
 

KEYWORDS: Area, Production and Productivity of Mango, Case Study, Cost of 

Production, Agripreneur, Price Spread, Marketing Efficiency 
 
INTRODUCTION 

The horticulture sector has in past few years, proved to be the engine of growth in 

agriculture for improving the productivity per unit area, source of generating employment, 

improving the economic well being of the farming community and the entrepreneurs involved 
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in agriculture and horticulture and thereby enhancing exports and capable of earning 

considerable foreign exchange. 

Fruits and vegetables are considered to be the protective food because it helps us to 

develop a defensive mechanism in human system. Mango is called as “The King of Fruits” 

preferred by all sections of people for its delicious taste, flavor, attractive color, nutritive 

value and superior fragrance. India is the topper in mango production in the world. The 

important mango producing states in India are Andhra Pradesh, Utter Pradesh, Karnataka, 

Bihar, Gujarat, Maharashtra, Tamil Nadu, West Bengal, Kerala and Orissa. The Productivity 

of mango found to be declining over the years. The National average productivity is found to 

be as low as 10 tonnes per ha (Biswas and Lalitkumar, 2011). 

It has been proven that the horticulture crops for which the Indian topography and 

agro climatic conditions is well suited could be an ideal choice for achieving sustainability by 

small farmers with continued Governmental support. However, the importance of horticulture 

is not only in improving the productivity of land but also providing nutritional security to the 

people (Singh 2010). 

In India, several horticultural development initiatives are being taken up through the 

National Horticulture Mission through the State Department of Horticulture and Plantation 

Crops. Though NHM has initiated its efforts to develop the horticulture sector through the 

area expansion programs, existing level of production and productivity of fruits particularly 

the Mango is yet to be documented at National level and the data found to be dismal. A sound 

data and analysis on area, production and productivity and export of mango will be a very 

good tool for the planners and policy makers in horticulture and agriculture to take up 

planned investment in a phased manner for sustainable development of horticulture and hence 

this paper. 

 

Design of the Study 
Murugamalai Pudhur is a village of Periyakulam Taluk of Theni District is blessed 

with mango orchards which are manned by progressive farmers of Periyakulam town. The 

area under Mango Plantation, Production and Productivity in Theni District is considerably 

high next to Krishnagiri District. Mr. O. Parasuraman is one of the Progressive farmer 

established the mango plantations in an area of 131 acres in Murugamalai Pudhur village and 

managed the plantation in a different style and also directly involved in marketing and 

distribution of harvested mango to different parts of the country and turned to be an 

innovative agripreneur in the village. Hence, we have visited the farm along with the students 
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of Third Year B.Sc. (Horticulture) degree program of Horticultural College and Research 

Institute, Tamil Nadu Agricultural University, Periyakulam to learn on the innovativeness 

and to transform that ideas and knowledge to the students. 

While the Agripreneur is delivering the class to the students of B.Sc. (Horticulture), 

his experiences on production and distribution of mango found to be of technologically 

advanced, efficiently managing the farm for higher productivity and following strategic 

actions in distribution of mango by aligning the traders from different parts of the country 

commanded higher attention to his class and hence a case study approach is adopted to 

document his success story to the Horticulturists in the State of Tamil Nadu and to the Nation 

for follow up and implementation 

From the farmer, the details of land use, orchard management for its production and 

productivity, marketing of mango, cost of production and the constraints involved are 

analyzed and documented in this study by adopting a descriptive statistics like mean and 

percentage analysis. 

PRICE SPREAD ANALYSIS 

Price Spread in general, is referred to as the difference between the price paid by the 

Consumer and the Price received by the Producers per unit of the commodity. Price Spread 

analysis would estimate the share of different market intermediaries in the consumer rupee 

and this would often facilitate the understanding of the relative efficiencies otherwise of 

alternative channels in marketing 

To analyze the Price Spread in the distribution of mango, the following formula is used.  

Ps = (Pp / Cp) X 100 

Where,  

Ps = Producer share in consumer money expressed in per cent 

Cp = Consumer’s Price per unit of Mango in Rupees 

Pp = Producer’s Price per unit of Mango in Rupees. Similar approach was 

used by Sekhar et.al. (1998). 

The price spread analysis involved computation of different marketing cost and 

marketing margin at each stage and their expression as a percentage to the consumer’s rupee. 

The various costs incurred in the marketing process were considered for each of the identified 

channels and separate price spread was worked out. The profit margin for each market 

functionaries in the different marketing channels was computed by subtracting the price paid 
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and the marketing cost incurred by them from the price received by him on the sale of the 

commodity. Thus the marketing costs and marketing margins were distinguished 

Estimation of Marketing Efficiency 

Marketing Efficiency is the degree of Market performance. The movement of goods 

from producer to the ultimate consumers at the lowest possible cost consistent with the 

provision of services desired by the consumer is termed as marketing efficiency or efficient 

marketing. To analyze the marketing efficiency, the formula adopted by Shephered is used 

ME = (V/I) - 1 

Where,  

ME = Marketing Efficiency Index 

V = Value added to the output in the marketing system. Here it is referred to as the 

consumers price per kg of mango 

  I = Input used in the marketing process. Here it is referred to as the Marketing Costs incurred          

per kg of mango. Similar methodology was used by Sekhar et.al. during 1998. 

 The lower the value of marketing cost higher would be the efficiency 

b) CALKIN’S INDEX 

Calkin’s index of marketing efficiency was estimated using the following formula: 

  ME=1+[Sum of profit or margin/Sum of marketing cost] 
The lower the value of the index, higher would be the efficiency. 

RESULTS AND DISCUSSION 

 Agripreneurial practices are prevalent among the progressive farmer of Murugamalai 

village who is actively engaged in hi-tech production and distribution of mango from his 140 

acres of horticultural activities.  The details of activities taken up with respect to production 

and marketing of fresh mango are discussed in the following sections. 

 General characteristics of case farm. 

 Area, production and productivity of mango orchard 

 Cost of production of fresh mango. 

 Marketing practices adopted in distribution of fresh mango 

 Marketing Efficiency 

 Constraints faced by the case farm 

1. GENERAL CHARACTERISTICS OF CASE FARM 

 Under the head, general characteristics of  case farm, the age education and expertise 

gained in production of mango by the farm functionaries  as a whole are analyzed and 

presented in Table. 1.  
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Table: 1 Age and Educational Qualification of Human Resource Personnel with the Farm  
 

S. No Details of HR 
Personnel 

Age in Years  Education in 
Years 

Experience  in 
Years 

1. Manager– in – Chief 52 11 (PUC) 32 
2. Line Managers 48 17 (PG) 20 
3. Supervisors 37 15 (UG) 08 
 Mean 46 14.67 or 15 20 

 
  It revealed that the Manager-in-Chief is pre university qualified aged about 52 years 

having an experience in the field of production and distribution of mango for 32 years is 

planning and executing the tasks carefully and sequentially. The line managers are two 

brothers of the owner manager are supporting in all the activities of maintaining the mango 

orchard. The average education to the human resource personnel who are caring the 

plantation is arrived at graduate level and the experience in this field is arrived at 20 years. 

From this, one could understand that the educational qualification and expertise gained in the 

field in still confidence in their mind and taking appropriate technological interventions 

needed for the development of mango orchard. 

Table 2 revealed the details of strength of human resources available with the farm in 

managing the plantations. There are 5 permanent staff and 70 labor force involved in various 

activities of the farm. There are two line managers who are the brothers of owner manager 

(Manager-in-Chief) and the two supervisors are his relatives in caring the plantation. In 

respect of labor force used for various activities, permanent labor included are 20 in numbers 

and the casual laborers are called for when intensive activities in respect of harvesting and 

distribution of mango. In that laborers used for harvesting purposes are 40 in numbers whom 

are accounted for 57 per cent to the total labor force employed in the farm. The labor force 

used for grading, packing and forwarding of mango to different markets are 10 in numbers 

whom accounted for 14 per cent to the total labor force. 

Table: 2. Strength of Human Resources in Managing the Mango Plantations 
S. No Category Number of 

Persons 
Percentage to Total 

I - Permanent Staff 
1 Manager – in – Chief 01 20.00 
2. Line Managers 02 40.00 
3. Supervisors 02 40.00 
 Total 05 100.00 
II - Labor Force 
1 Permanent  Laborers 20 0.29 
2. Laborers for Harvesting Purpose 40 0.57 
3. Laborers for Grading, Packing and 

Forwarding 
10 0.14 

 Total 70 100.00 
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To sum up, 3 managers are available at decision making level that are accounted for 

60 per cent to the total staff employed permanently in the case farm. The supervising 

personnel employed in the farm are accounted for 40 per cent to the total staff on permanent 

category. The staff including the labor force employed at the farm for execution of day to day 

activities revealing an organizational hierarchy in an orderly manner permits target based 

actions in the case farm. 

2. AREA, PRODUCTION AND PRODUCTIVITY OF MANGO ORCHARD 

The area, production and productivity of mango in the case farm is discussed in the 

following sub heads. They are 

 Age Class Distribution and Yield of Mango Orchard 

 Area Production and Productivity of Different Varieties of Mango Orchard 

2.1. Age Class Distribution and Yield of Mango Plantation 

The mango plantation in the case farm is in different age groups. The number of trees 

available in the case farm is classified into three different class intervals and the details of age 

class interval is analyzed and presented in Table 3. 

Table: 3 Productivity of Mango Plantation in the Case Farm  
S. 
No 

Age of the Trees 
in Years 

No. of 
Trees 

Percentage 
of Trees 

Yield per 
Tree in 
Kgs 

Total Yield 
in Tonnes 

Percentage 
of Yield 

1 05-10 0625 09.43 119 0074.00 03.84 
2 11-20 1200 18.12 208 0250.00 12.97 
3 21-30 4800 72.45 334 1603.00 83.19 
 Total 6625 100.00 661 1927.00 100.00 
 

Table 3 revealed that 9.43 per cent of mango trees in the plantation are in the age 

group I belonged to the age of 5 to 10 years; 18.12 per cent of mango trees are in 11 to 20 

years of age class and designated as group II and 72.45 per cent of the mango trees are 

between the age group of 21 to 30 years and designated as group III. Group III trees in the 

age group of 21 to 30 years are capable of yielding 334 fruits per tree gave an aggregate yield 

of 1603 tonnes followed by age class II (11 to 20 Years) are capable of yielding 208 fruits per 

tree thereby producing 250 tonnes and the age class I has yielded 74 tonnes of mango with an 

average fruit yield of 119 mango fruits per tree. In toto, all the 6625 trees in the 3 age classes 

are capable of yielding 1927 tonnes of fresh mangoes. In Group III, 72 per cent of trees are 

capable of generating an output of mango to the tune of 83 per cent revealed that as age 

advances to the mango plantation, the yield of mango is also found increased. On seeing this, 
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one would be interested to know the area under mango, its production and productivity which 

are delineated in the ensuing section. 

2.2. Area, Production and Productivity of Different Varieties of Mango 

The area, production and productivity of mango varieties cultivated in the case farm is 

delineated in Table 4. It revealed that the case farm has established 12 varieties of mango in 

which Neelam is the predominant variety established in 90 acres which is accounted for 

67.37per cent of the total area under mango followed by Thothapuri is the variety accounted  

for 13.47 per cent to the total varieties raised in the farm. Senthura is the variety occupied 

third place in the farm which is accounted for 11.23 per cent area. 

Table: 4. Area Production and Productivity of Mango Varieties in the Case Farm  
 
S. 
No 

Mango Varieties  Area in 
Acres 

Area in 
Per cent 

Average 
Yield / 
Tree in kgs 

Total No. 
of Trees 

Total Yield 
in Tonnes 

1. Mulgoa 00.50 00.37 200 25 05.00 
2. Thothapuri 18.00 13.47 300 900 270.00 
3. Senthura 15.00 11.23 300 750 225.00 
4. Manoranjitham 01.00 00.75 50 50 02.50 
5. Neelam 90.00 67.37 300 4500 1350.00 
6. Kalappad 01.00 00.75 200 50 10.00 
7. Banganapalli 04.00 03.00 200 150 30.00 
8. Alphonsa 02.00 01.50 200 100 20.00 
9. Chakkarakutty 00.50 00.37 200 25 05.00 
10. Rumani 00.10 00.07 100 05 00.50 
11. Imampasanth 01.00 00.75 100 50 05.00 
12. Mallika 00.50 00.37 200 20 04.00 
 Total 133.60 100.00 2350 6625 1927.00 
 Mean 11.13  196 50 36.06 

Banganapalli, Alphonso, Manoranjitham and Imampasanth are the other select sweet 

varieties of mango established respectively under 3.00 per cent, 01.50 percent, 0.75 per cent 

and 0.75 per cent to the total area under mango plantation established in the farm. Other 

varieties cultivated are Mallika, Mulgoa, Kalappad, Chakkarakutty and Rumani in 1.93 per 

cent to the total area under mango orchard. Put together, the area under mango orchard 

established in the farm is arrived at 53.44 ha (133.60 Acres). 

Total number of mango trees in the case farm is arrived at 6625 numbers in 53.44 ha 

and the population per ha is arrived at 125 trees and the number of mango trees per acre is 

arrived at 50 in numbers. In respect of productivity, 36.06 tonnes could be generated in the 

case farm which is 218 per cent higher than the national productivity level of mango. When 

we compare the productivity of mango in the case farm with the Theni District mango 
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productivity, it is arrived at 171 per cent higher revealed that the farmer is practicing 

productivity of mango by applying good agronomic practices which are needed for the 

mango orchards on time. Kaltar application, watering, manure application, three protective 

chemical sprays at the time of flowering and bud initiation stages and providing pole support 

to the branches of mango trees are the special activities initiated in the farm. Besides, trench 

cutting, basin formation for water harvesting are the soil and water conservation measures 

additionally taken up to keep the orchard evergreen. In addition to these measures, 

developing newer varieties of mango, initiation of offseason flowering in consultation with 

the co-author Dr. M. Selvarajan, Professor, Department of Fruits of Horticultural College and 

Research Institute, Periyakulam is also taken up in the case farm.  

3. COST OF PRODUCTION OF FRESH MANGO 

An enterprise involved in production will always incur the need based costs for producing the 

quality output. The need based costs are categorized into Fixed costs and the Variable costs. 

Fixed costs are the costs incurred for establishing infrastructural support facilities and the 

variable costs incurred are exclusively for producing the quality output and the related post 

harvest expenses. In the case farm, these costs are discussed in Table 5 and 6 separately.  

Table 5 revealed that the progressive farmer cum Agripreneur is incurring the following 

items of cost under the head of fixed costs. They included Sinking of bore wells, mini truck 

for collecting the horticultural produce from the inner area of the plantation, farm equipments 

and tools, plastic trays for carrying the produce from the plantation site to the marketing site, 

the buildings for laborers and officer room are the major items. 

Table: 5 Details of Fixed Cost Incurred in the Case Farm  
S. 
No 

Particulars of Asset Expected 
Life in Years 

Actual Cost 
Incurred in 
Lakhs 

Annual Fixed 
Cost in Rs/Acre 

1 Sinking of Bore wells 3 Nos 
@Rs one Lakh per Well 

30 03.00 (11.11) 74.85 

2 Mini Truck @ Rs 8.00 Lakhs 10 08.00 (29.63) 598.80 
3 Farm Equipments and Tools @ 

2.00  Lakhs 
05 02.00 (07.41) 299.40 

4 Plastic Trays, 1000 Nos @ Rs 
500/ Tray 

05 05.00 (18.52) 748.50 

5 Building for Laborers and Office 
Room 

30 06.00 (22.22) 149.70 

6 Erection of Four Check Dams 10 03.00 (11.11) 224.55 
7 Interest on Fixed Capital @ 12%   2198.47 
Total Fixed Cost in Rs --- 27.00 (100.00) 4294.27 
Annual Fixed Cost / Ton --- --- 297.72 
(Figures in Parentheses Indicate Percentage to Total Fixed Cost Incurred in the Case Farm) 
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Among these costs, the mini truck and the plastic trays consumed higher costs which are 

accounted for about 48 per cent to the total fixed cost incurred in the case farm. The buildings 

for the laborers and the office room expenses are accounted for around 22 per cent of the total 

fixed cost. To arrive the cost of production of mango per ton, the fixed costs incurred in the 

respective items were amortized based on the life expectancy of these assets and the annual 

fixed costs were worked out. The total annual fixed cost incurred per acre was arrived at Rs. 

4294.27 and the same per ton of mango was arrived at Rs. 297.72 and the variable costs 

incurred in producing one of mango is presented in Table 6. 

Table 6 revealed the details of variable costs incurred in producing a ton of mango in the case 

farm under study and the post harvest expenditure incurred in transportation of mango from 

the production site to the distribution centres. The production cost or variable cost incurred 

were land preparation, basin formation, watering, spraying of chemicals, manuring, 

harvesting and watch and ward expenses. 

Table: 6 Cost of Production of Mango Cultivation 
S. No Details of Expenditure Expenditure/Acre in 

Rs. 
Expenditure / 
Ton 

Total Exp. In 
Lakhs 

I Annual Fixed Cost 4294.27 297.72 05.74 
II. Production Cost 

1 Basin Formation once in a Year @ 
Rs. 3.00 Lakhs per year  

2245.51 155.72 03.00 

2 Clearing of bushes, Pruning and 
Maintenance @ Rs. 5 Lakhs  

3742.52 259.54 05.00 

3 Electricity and Watering Charges @ 
Rs. 6 Lakhs per Annum 

4491.02 311.44 06.00 

4 Cost of Spraying of Plant Protection 
Chemicals and Nutrients @ Rs. 5.80 
Lakhs 

4341.32 301.06 05.80 

5 Watch and Ward and other 
Miscellaneous Expenditures @ Rs. 
1.5 Lakhs  

1122.75 77.86 01.50 

6 Cost of Manuring @ Rs. 2 Lakhs per 
Annum 

1497.00 103.81 02.00 

7 Harvesting Cost of Mango @ Rs. 8 
Lakhs  

5988.02 415.26 08.00 

 Sub Total (II) 23428.14 1624.69  31.30 
III - Post Harvest Expenditure 

1 Loading & Transportation cost @ 
Rs. 17.50 Lakhs for 2242 Tonnes 

12500.00 780.55 17.50 

2 Cost of 315 Tonnes of Mango 
procured from other Sources 

--- --- 34.65 

 Sub Total (III) 12500.00 780.55 52.15 
 Grand Total (I+II+III) 40222.41 2702.96 89.19 
 Gross Income Generated in the Farm  02.77 --- 365.90 
 Net Profit in Lakhs 02.37 --- 276.71 
These expenses in toto are arrived at Rs. 1624.69 per ton of mango which is accounted for 60 

per cent to the total cost of producing a ton of mango and the post harvest expenditures 

including transportation cost is arrived at Rs 780.55 per ton of mango which is accounted for 
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29 per cent to the total cost of producing a ton of mango. Put together, the cost of production 

per ton of mango is arrived at Rs. 2703/- The annual fixed cost items are accounted only for 

11 per cent which is meager in mango production. Hence, it is handy information to the one 

who are interested in establishing a mango orchard in a large scale 

4. MARKETING AND DISTRIBUTION OF FRESH MANGO 

 Production of such huge tonnage of mango is possible means, the cash farm would 

have a planned way of distribution of mango from deterioration and hence an effort has been 

taken to analyze the marketing practices prevalent and the method of distribution of mango 

and the same are presented in the following sub heads. 

 Distribution of mango to different markets in India. 

 Details of mango sold and revenue realized per annum. 

 Price spread in distribution of mango. 

4.1. DISTRIBUTION OF MANGO TO DIFFERENT MARKETS IN INDIA 

 The quantity of mango produced in the case farm is arrived at 1927 tonnes (Table -4).  

Besides this, the farmer is also procuring around 315 tonnes from nearby plantations and all 

the same is distributed to different consumer markets in India.  The details are analyzed and 

presented in Table-7. 

Table: 7 Distribution of Mango to Different Markets in India 
 
S. No Name of the 

Market 
Quantity Exported in 
Tonnes 

Percentage of 
Quantity 
Exported 

No. of 
Loads 

Tonnes per 
Trip 

1 Kerala 0650 28.99 130 05.00 
2 Karnataka 1000 44.60 100 10.00 
3 Maharashtra 0320 14.27 020 16.00 
4 Jammu & 

Kashmir 
0192 08.57 012 16.00 

5 Jabalpur 0048 02.14 003 16.00 
6 Nasik 0032 01.43 002 16.00 
 Total/Mean 2242 100.00 267 11.50 
 

 Table 7 revealed that the quantity of mango exported is arrived at 2242 tonnes which 

are sent to different markets through 267 lorry loads with an average capacity of 11.50 tonnes 

per load. The potential markets for the mango are Kerala, Karnataka, Maharashtra, Jammu 

and Kashmir, Jabalpur and Nasik.  Among the total tonnage of mango, 44.60 per cent were 

distribution to Karnataka markets followed by Kerala and Maharashtra markets which are 

respectively accounted for 28.99 per cent and 14.27 per cent. 
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 Jammu and Kashmir is the state capable of absorbing 8.57 percent (192 tonnes) of 

mango farm the case farm of Tamil Nadu and the Jabalpur is able to receive 48 tonnes  from 

the case farm which is accounted for 2.14 percent to the total mango distributed to different 

markets in India. 

4.2. DETAILS OF REVENUE REALIZED IN THE FARM 

 The details of Mango sold and the revenue realized per annum are outlined is  

Table 8. It revealed that 2242 tonnes of mango are distributed at an average price per ton of 

Rs.17250.   In that 20.52 per cent (460 tonnes) of mango are distributed at the rate of 

Rs.15000 per ton followed by 410 tonnes. Through sale of mango at an average price of 

Rs.17250 per ton, the case farm could generate a gross revenue of Rs.365.90 lakhs per annum 

revealed that the farm is generating a revenue of Rupees One Lakh in a day which is an 

appreciable tax free income from horticulture.   

Table: 8 Details of Mango Sold and Revenue Realized per Annum 
 

S. No Quantity Disposed 
in Tonnes 

Average 
Price/Tonne 

Total Revenue 
Earned in Lakhs 

1 205 22000 45.10 
2. 460 15000 69.00 
3. 410 12000 49.20 
4. 360 15000 54.00 
5. 340 18000 61.20 
6. 220 21000 46.20 
7. 110 25000 27.50 
8. 137 10000 13.70 
Total/Mean 2242 17250 365.90 

 
Such progressiveness should be identified by the Department of Horticulture and Plantation 

Crops of Government of Tamil Nadu and the farm should be awarded with cash prize for 

further motivation.  Besides, such success stories should be videographed and presented 

before the small and marginal farmers of horticulture interest for area expansion and 

productivity enhancement. 

4.3. PRICE SPREAD IN DISTRIBUTION OF MANGO 

 Though Marketing of Mango is effected through different channels, the case farm at 

Periyakulam is practicing six important channels for delivery and distributing of Mangoes. 

They are  

I. Producer  Wholesales (Kerala) –> Wholesaler –cum – Retailer –> 

Consumers. 
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II. Producer  Wholesaler (Madhya Pradesh) –> Wholesaler –cum –Retailer 
(MP)  

   Consumers. 
 III. Producer  Wholesalers (Karnataka) –> Retailers   Consumers. 

IV.  Producer  Wholesalers (Jammu)Retailers  Consumers. 

 V. Producer  Wholesalers of Central Market (Jabalpur) –-> Retailers –> 
 Consumers. 

VI. Producer  Wholesalers of Central Market (Nasik) –> Retailers  

Consumers. 

In all the channels, the produce is sent to only the identified wholesaler and the 

consignment delivered at wholesales desk and the same are further distributed to the 

consumers.  Such details are not known to the authors because of those channels are not 

traceable.  However, based on the telephonic conversation made by the case firm, the 

following two channels and their marketing cost could be identified and hence the price 

spread was worked out for the following channels Viz., 

I. Producer  Wholesales (Kerala) Wholesaler –cum – retailer  
 Consumers. 
II. Producer   Wholesaler (Madhya Pradesh) Wholesaler-cum- 
Retailer (MP)    Consumers. 

 
 Price spread is the difference between the producers’ price and the consumers’ price. 

It is also called as marketing Margin which contains marketing cost and net margin to the 

intermediaries. In respect of channel I, The cost of Marketing of Mango incurred by the 

producer is arrived at Rs.7.30 which is accounted for 12.17 per cent to the consumers’ rupee 

and the marketing margin gained by the producer is arrived at Rs.5.55 which is accounted for 

09.25 per cent.  Both marketing margin and produces price per Kg of Mango is arrived at 

Rs.22.80 which is accounted for 38 per cent to the consumers’ rupee paid for a Kg of Mango. 

The wholesaler at Kerala (Kochin) central market has incurred Rs.10.10 per Kg of 

Mango which is accounted for 16.83 per cent of consumers’ rupee and he has gained the 

marketing margin of Rs.5.20 per Kg which is accounted for 8.67 percent of the consumers’ 

rupee.  The consumers’ rupee in Kerala market is arrived at Rs.60 per Kg. 

 From the wholesaler of Kerala Market, wholesales cum retailers of different markets 

started procuring the mango at a cost of Rs.45.40 and the same was sold it to the consumers 

at Rs.60 per Kg after incurring marketing cost of Rs.8.50 which is accounted for 14.17 per 

cent of the consumers’ rupee after gaining the marketing margin of Rs. 6.10 per Kg of Mango 

which is accounted for 10.17 percent of the consumers rupee.  It is understood that the 

wholesaler and the wholesaler cum retailers are incurring higher transportation cost followed 
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by loading and unloading charges. The absolute value of marketing margin varies from 

commodity to commodity, channel to channel, market to market and time to time (Biradhar, 1996). 

Table 9 Price Spread in Distribution of Mango through the Channel – I 
 
Producer  Wholesaler (Kerala)  Wholesaler cum Retailer  Consumer 
 
Sl. No Particulars of Cost Amount 

(Rs/Kg) 
Per Cent 

01 Producer 
01 Producers’ Price 17.25 28.75 
1.1 Marketing Cost 
1.1.1 Grading and Packing Charges 01.20  
1.1.2 Loading Charges 02.30  
1.1.3 Transportation Cost 02.90  
1.1.4 Miscellaneous Expenses 00.90  
 Marketing Cost at Producers’ Level 07.30 11.67 
1.2 Marketing Margin 05.55 09.25 
02 Wholesaler 
2.1 Procurement Price by the Wholesaler 30.10 50.17 
2.2 Marketing Cost 
2.2.1 Unloading, Sorting and Reloading Charges 03.30  
2.2.2 Transportation Cost 04.20  
2.2.3 Weighing Charges 00.60  
2.2.4 Watch and Ward Charges 00.80  
2.2.5 Miscellaneous Charges 01.20  
 Marketing Cost at Wholesalers’ Level 10.10 16.83 
2.3 Marketing Margin to the Wholesaler 05.20 08.67 
03 Wholesaler cum Retailer 
3.1 Purchase Price Incurred by the Wholesaler cum Retailer 45.40 75.67 
3.2 Marketing Cost 
3.2.1 Loading and Unloading Charges 02.10  
3.2.2 Transportation Charges 04.10  
3.2.3 Watch and Ward Charges 00.70  
3.2.4 Miscellaneous Cost 01.60  
 Marketing Cost to the Wholesaler cum Retailer 08.50 14.17 
3.3 Marketing Margin to the Wholesaler cum Retailer 06.10 10.17 
3.4 Sale Price  60.00 100.00 
04 Consumer 
4.1 Procurement Price by the Consumer 60.00 100.00 
 

In respect of channel II, the produces price is same as in channel I but the percentage 

share is reduced because of higher consumers’ price per Kg of Mango.  Here, the producer 

has incurred a marketing cost of Rs.9.60 which is accounted for 13.71 percent of consumers’ 

rupee and the marketing margin is arrived at Rs.5.90 which is accounted for 8.43 per cent of 

consumers’ rupee. Put together, the producer is able to receive Rs 23.15 per Kg of mango 



JOURNAL OF INTERNATIONAL ACADEMIC RESEARCH FOR MULTIDISCIPLINARY 
Impact Factor 1.393, ISSN: 2320-5083, Volume 1, Issue 10, November 2013 

 

28 
www.jiarm.com 

which is accounted for 33 per cent of the consumers’ rupee which is arrived at  

Rs.70 per Kg of mango.   

The wholesaler of Madhya Pradesh has received the produce at a cost of Rs.32.75 per Kg and 

incurred marketing cost of Rs.13.50 at wholesalers’ level which is accounted for 19.29 per 

cent of consumers’ rupee.  Wholesaler of Madhya Pradesh has gained the margin of Rs.6.25 

per Kg which is accounted for 8.93 per cent to the total consumers’ rupee. Here also the 

transportation cost consumed was found to be high. 

 The wholesaler cum retailer of Madhya Pradesh markets procured the mango at the 

price of Rs.52.50 per Kg and incurred the marketing cost of Rs.10.95 and marketing margin 

of Rs.6.55 respectively accounted for 15.64 per cent and 9.36 per cent of consumers’ rupee. 

 In these two channels, the producer is playing an active role in indentifying the 

wholesalers and sends the consignment directly and earns higher percentage share of 

consumers’ rupee.  If these progressive farmers together joined and promoted an Interest 

group at higher level, the procurement and distribution under the experienced personnel of 

the case firm, higher percentage share of consumers’ rupee could be generated by all the 

farmers of commodity interest group which permits collective bargaining. 

 
Table 10 Price Spread in Distribution of Mango through the Channel – II 
Producer  Wholesaler (Madhya Pradesh)  Wholesaler cum Retailer (MP)  Consumer 
Sl. No Particulars of Cost Amount 

(Rs/Kg) 
Per Cent 

01 Producer 
01 Producers’ Price 17.25 24.63 
1.1 Marketing Cost 
1.1.1 Grading and Packing Charges 01.22  
1.1.2 Loading Charges 02.40  
1.1.3 Transportation Cost 04.80  
1.1.4 Miscellaneous Expenses 01.18  
 Marketing Cost at Producers’ Level 09.60 04.29 
1.2 Marketing Margin 05.90 08.43 
02 Wholesaler 
2.1 Procurement Price by the Wholesaler 32.75 46.79 
2.2 Marketing Cost 
2.2.1 Unloading, Sorting and Reloading Charges 04.30  
2.2.2 Transportation Cost 05.60  
2.2.3 Weighing Charges 00.90  
2.2.4 Watch and Ward Charges 01.10  
2.2.5 Miscellaneous Charges 01.60  
 Marketing Cost at Wholesalers’ Level 13.50 19.29 
2.3 Marketing Margin to the Wholesaler 06.25 08.93 
03 Wholesaler cum Retailer 
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3.1 Purchase Price Incurred by the Wholesaler cum Retailer 52.50 75.00 
3.2 Marketing Cost 
3.2.1 Loading and Unloading Charges 01.90  
3.2.2 Transportation Charges 06.35  
3.2.3 Watch and Ward Charges 01.25  
3.2.4 Miscellaneous Cost 01.45  
 Marketing Cost to the Wholesaler cum Retailer 10.95 15.64 
3.3 Marketing Margin to the Wholesaler cum Retailer 06.55 09.36 
3.4 Sale Price  70.00 100.00 
04 Consumer 
4.1 Procurement Price by the Consumer 70.00 100.00 
 

5. Marketing Efficiency  

It refers to the market performance. The movement of goods from producer to the ultimate 

consumers at the lowest possible cost consistent with the provision of services desired by the 

consumer is termed as marketing efficiency or efficient marketing. To arrive the marketing 

efficiency, as stated in the design of the study, the Shepherd’s formula (Acharya and 

Agarwal) and the Kalkins’ Index was adopted and the results are presented in Table 11 

Table 11. Marketing Efficiency in Distribution of Mango 

Marketing 

Channel 

Value of Output 

(Consumers’ Price) 

Input (Marketing 

Cost ) 

Marketing Efficiency 

Ratio (O/I) 

Shepherd Method 

I 60.00 25.90 01 .32 

II 70.00 34.05 01.06 

Kalkins Index 

Marketing 

Channel 

Marketing Margin Marketing Cost Marketing Efficiency 

I 16.45 25.90 01.64 

II 18.70 34.05 01.55 

 

Table 11 revealed that channel II found to be the efficient channel which has yielded the 

lowest value in both the methods. Marketing efficiency arrived at using the Shepherd method 

is 1.06 in respect of channel II. But the Channel I had the score of 1.32 in which the 

marketing cost is lower. Kalkins Index revealed that channel II is efficient by indicating 1.55 

as its score while the channel I had the score of 1.64. From that one could infer that the 

channel II is capable of fulfilling different intermediaries in the channel results the lowest 

score of marketing efficiency and ranked as an efficient channel. 
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6. CONSTRAINTS FACED BY THE CASE FARM 

 The main problems faced by the mango orchard owner farmers are delineated as 

follows: They are 

 Delayed Payment for the produce shifted from the production site 

 Damage of trees at the time of harvesting.  It is not a serious problem.  However, it 

will be regulated with canopy management. 

 Inadequate storage facilities locally.  This is a serious problem.  If these facilities are 

installed, storage becomes easy. 

 Non availability of pre cooling facilities. 

 Poor infrastructure and transportation facilities.  The road facilities need to be 

improved for easy transportation and access to the plantation site. 

The traders who are making delayed payment is avoided by the producer in future supply. 

They are given instructions clearly that the time bound payment alone will ease the supply. 

 The Town Panchayat can erect the roads, storage and ripening chambers in 

Periyakulam with the support of the farmers and their contribution to make the industry 

sustainable.  

 

Conclusions and Policy Implications 

 Agripreneurial practices are prevalent among the progressive farmer of Murugamalai 

village of Theni District actively engaged in hi-tech production and distribution of mango to 

different parts of the country from his 134 acres (53.44 ha) of horticultural initiatives and 

hence a case study approach is adopted to document the success story of the farmer. The farm 

has both managerial, supervisory and execution level of employees to achieve its mandate of 

production and sale following the concept of span of management. Though the farm had the 

trees of different age classes, the group III age class is accounted for 72 per cent capable of 

producing 83 per cent of output of mango revealed that as age advances, the yield of mango 

is also increased in the orchard. Among the twelve varieties established in the orchard, 

Neelam is the single variety accounted for 68.39 per cent to the total area under mango. The 

total yield of mango obtained is arrived at 1927 tonnes with an average productivity of 36 

tonnes per ha which is 216 per cent higher productivity than the national average productivity 

of mango. Kerala and Karnataka alone have received 73 per cent of mango produced in the 

case farm and the rest goes to Maharashtra, Jammu and Kashmir, Jabalpur and Nasik and the 

farmer is able to gain 29 per cent share of consumers’ rupee through channel I and 25 per 
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cent share of consumers’ rupee in Channel II. The Farmer-cum-Agripreneur stated that pre-

cooling and storage facilities are almost nil in the zone which is a big impediment to the 

farmer and hence the following recommendations and its implementations will help the 

horticultural development in a big way. 

 

Recommendations 

Road infrastructure to the plantation site is very poor which commands immediate execution 

by the Town Panchayat of Periyakulam to ease transportation of horticultural produce. Store 

house to store the largely produced horticultural output becomes an impediment to the 

producers and hence pre-cooling and appropriate storage facilities will serve the immediate 

needs of producers of horticultural produce 
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