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arine fishermen in India are said to

be suffered by way of not getting
the due price for their produce. The diff-
arence betwseser the price of fish paid by
the consumer and received by the fisher-
men is consideiad to be large.( The pric-
ing efficiency is concerned with improving
the operation o” buying, selling and other
connected aspects or marketing process
80 that it will remain responsive to con-
sumer direction. On the one hand, the
producers deserve a legitimate share in
the consumer’s rupee, and on the other,
the consumers have to be safeguarded
against excussive prices. These twin
objectives can be achieved by ensuring
various marketing services at reasonable
cosls i. e. restricting margins to a reason -
able level. As the fish like any other
product moves closer and closer to the
ultimate consumer, the selling price
increases since the margins of the various
intermediaries ar.d functionaries are added
to it.

The marketing margin is an indicator
of efficiency of the marketing system. In
the absence of any value added process
higher the value of marketing margin the
lower is the effi.iency of the marketing
system. Hence, if the goods can be
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moved from the prailucers to the ultimate
consumers at the minimum cost, the
marketing system i, said to be efliciant,
The perishable naiie of the fish, seaso-
nality of its produc:ion and the distanca
between the prodicer (fishermen) and
the consumers are .ome of the important
factors which reqtire attention while
assessing the marksiing margin,

The presont s! idy on fish markoting
was carried out iri vhe Madras ragion of
Tamil Nadu. The main objactivos. 4ra
(i) to catry out & comprehensive study
of price spread fu: major varietiws of
marine fish to estirnate the components
of marketing ma:sin and the share of
producer in consuirsr's rupee (ii) to find
out the relationsl:» between prices at

different levels of :'sh marketing channel
and (iii) to study rhe various problems
relating to fish maa ating system,

DATA AND METIHOIDOLOGY

Pudumanikupp-m landing centre has
been selected as th : primary fish market
for observation sinr ¢ it records maximum
landing of marine th in the Madras coast
and its supply is m:oinly confined to tho
city and suburban i:sas. Similarly, among
the wholesale fish rvarkets of Madras city,
Chintadripet dom.v :tes in terms of quan-
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tity of arrivals and the number of retail
purchasers. Maximum quantity of fish
from pudumanikuppam landing centre is
also channeled to this wholesale market
in addition to the arrivals from other
contrus of Tamil Nadu and Andhra coasts.
Hence, the Chintadripet wholesale market
has been selected to record the whole-
sale price during the reference period.
There are about 200 fish retailing outlets
in Madras city, mosty bringing fish either
from Pudumanikuppam landing centre or
Chintadripot wholesale market. Consi-
dering the distance from the primary and
wholesale markets, the size of the market
arrivals and number of buyers and sellers
operating at each centre, Pattalam, Chin-
thadripet, Saidapet and Vadapalani mar-
kets were sslected for recording the
consumer prices. Data on landing centre
prices, wholesale and retail prices of
different varieties of fish where collected
by following the marketing channel.
Information on cost of sorting, packing
and transportation was also collected at
different stages. Data have been colle-
cted 15 to 20 days in each quarter during
the period from April 1984 to March 1985.

The gross marketing margin which
includes marketing costs and the middle
men’s margin s the difference between
the consumer price and the price received
by fishermen at landing centre, The ratio
of gross marketing margin to retail price
indicates the elficiency of the marketing
system. The average of the retail prices
of each variety at four centres was taken
as the mean retail value of the fish. All
costs involved for assembling, grading,
storing, packing, transportation and han-
dling of fish are included under marketing
expenses. The gross marketing margin
and share of middlemen and fishermen
are worked out by using the following
formulae,
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Gross marketing margin (GM) = Relail
Price - Landing Centre
(RP) price (LP)

Percentage of marketing in margin consu-
mer’'s rupee

= RP-LP

RP

Percentage share of fishermen in consu
mer's rupee

X 100

= 100
RP

All the varieties of fish covered under
the study were divided into three groups
based on the level of consumer prefer-
ence. The consumer preference for a
variety was determined by the annual
average consumer price of that variely
in the selected consumer markets. The
fishes with average cousumer price of

above Rs. 15 from |[st group, Rs. 10-15
IInd group and less than Rs. 10 Ilird

group.

MARKETING STRUCTURE

(i) Primary market:

Pudumanikuppam, the major mecha-
nised fish landing centre, is situated
about 10 Km north of Madras city. The
gillnetters and catamarans mostly land
their catch in the morning and most of
the trawlers land their catch in the after-
noon. The morning market at this landing
centre hold form 6 A. M. 1010 A. M. and
the evening market commences from
14.30 hours and continues till late
evening. About 5,000 people involved
in different marketing activities at thus
centre are categorised beliw.

1. Auctioneers ¥ 30
2. Women retailers - 800
3. Cycle vendors - 200
4, Bulk purchasers - 50
5. Wholesalers - 25
6. Commission agents - 20
7. Others - 4000
5125
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The distribution pattern of the major
varieties of fish sold in fresh and as pro-
cesses i: given below.

Distribution pattern °

SI. No. variety ol fish
Fresh salus processing

1 . Threadtin breams 90 10
2 Silverbellies 70TUDCE 30
3 Ribbon fish : 60 40
4 Lizzard fish 90 10
5 Greyfin croaker 90 10
6 White baits 75 25
7 Sharks 50 50
8 Rays 70 30
9 White fish 90 10
10 Cat fish 80 20

The auctioneers at the landing centre
take 5 to 10 per cent of the fish auctioned
by them as their commission. Many of
the auctioneers advance money to the
fishermen. They take this share towards
interest for the loan given. They are
benefitted in two ways. Firstly the fish-
ermen who have taken loan are bound to
sell their catch only through these aucti-
oneers and secondly they get comparati-
vely high return to the amount advanced
as the value of fish taken exceeds the
normal interest.

For prawns, there are two channels
for marketing - one for the domestic and
the other for foreign market. There are
5 commssion agents supplying the ex-
portable prawns to the processing units.
These ayents collect prawn catch in
carrier boats (catamarans) at pre-fixed
prices and transport it to their sheds. The
mode of disposal of prawns for domestic
markel 1s by auction. Very small size of
prawns are auctioned either in baskets
weighing 25kg to 30kg each or the whole
catch in one lot. In the domestic market
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auctioning. is also done by fixing the
rate per kilcgram. After the rates (per kg)
is fixed, the prawns are taken to the shed,
weighed ard the payment is settled.

There i1x no fish meal plant located in
the vicinity of the landing centre. How-
ever, abour 12 agents are involved in the
supply of dried fish wastes to fish meal
plants. The study reveals that 15-20 per
cent of the trawler catch coming under
this categosy is going for fish meal plants,
It cohsists of the young ones of silver-
bellies (20%'\, thryssa sp ((10%). Cyno-
glosses spo. (10%), ribbon fish (5%),
crab (25%). chunks and shells (13%),
squilla (2%’ and others (15%)). About
30 women are employed for drying fish
waste at this centre and paid about
Rs. 15/- psi day each.

(i) Wholesale market

Chintazripet wholesale market is 12
km from Fi.dumanikuppam primary mar-
ket and located in the heart of Madras
city. The :ransactions of the wholesale
market stas at 7.30 A. M. and end by
9 A. M. inolving 15 wholesale traders
in this ma:ket for distribution of fish.
Daily 5 to ©&5 tempos and 12 to 30 cycle
rikshaws ar; engaged to transport fish to
this market, the number varying according
to the seasc.n. The inflow of fish to this
market is not only from Pudumanikuppam
landing cer::;re, but also from many cther
landing centres in Madras region and
Andhra co:st. The freight charges for
transportation of fish is Rs. 3/- per km.
The tempo van carries 600 to 800 kg of
fish packed in baskets. The other comm-
only used mode of transportation is
motorised cycle rikshaws. The Cycle
rikshaws carry about 3 baskets of fish,
waighing ai<und 300 kg and are generally
engaged on contract basis for Rs. 25/- to
35/- per trij. from Pudumanikuppam fish
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landing centre to the Chinthadripet who-
lesale market. The baskets of fish loaded
for transportation are properly iced and
_ packed.

The mode of disposal of fish in the
Chinthadripet market is auctioning. The
auctioneers take a portion of fish (about
2 to 5 per cent) as their commissian,
mostly in kind.  She fish taken by them
as their share 1s also auctioned at the end,

each one gets Rs. 50 to 100 per day-

About 150 10 300 retail traders from diff-
erent markets in the city, participate in
auctions. They carry fish to various retail
mdrkets by cycles and motorised cycle
rikshaws.

(iii)  Retail Markets .

Out of abour 200 retail fish outlets
in the Madias «ity, four retinl markets
namely Pattalam, Chintadripet, Vadapa-
lani and Saidapet were selected for the
the present study based on the distance
from prnmary and wholesale markets
and volume of sales. Pattalam is the
nearest retail market whereas Saidapet
is the farthest both from Pudumaniku-
ppam landing centre and Chintadripst
wholesale market, '

In Pattalam fish market, there are
about 80 retail traders and 20 dry fish
stalls.  The inflow of fish to this market
15 mainly from the landing. centres of
Pudumanikuppam, Ayothiakuppam, Not-
chikupp.in and Ouroorkupdam and who-
lesale market of Chintadripet. About a
quantity of 4 tonnes of fish was sold in a
day in retail and about a quantity of 500

kg of ice was utilised per day in this

market. About 25 per cent of the market
arrivals are by bi-cycles. 50 per cent by
motorised cycle rikshaws and the rest by
headloads and tempos.

December 1988

In Chinthadripet, the wholesale mar-
keting will be over by about 9 A. M. The
same stalls are then used for retail trading.
Tuaere are about 70 retail traders in this
market, 40 of them being females. About
90 per cent of their consignments are
purchased from this market itself by the
retail traders and the rest brought directly
from landing centrec including Pudumani-

kuppam.

There are about 20 retail tradeis in
Vadapalani fish market, They bring fish
from Chinthadripent wholesale market and
other landing centres such as Rayapuram
and Triplicane. Most of the retaiers

bring fish by bicycles.

In Saidapet retail market, there are
about 50 retail tracdcrs, 40 of the being
women. The arrival: are not only from
Chinthadripet wholesale market, but also
from the landing centres or Madras coast,
mostly from Pudumanikuppam, Thiruva-
nmiyoor, Kottivakkaw, Notchikuppam,
Ouroorkuppam and Ayothiakuppam. About
3 tonnes of fish per day is transacted
through retail trading and the average
daily requirement of ice is about 400kg.
Regarding transportation, about 40 per
cent of fish is brought by motorised cycle
rikshaws, 25 per cent by bicycles and
remaining by headloads and tempos. For
dry fish business there are 12 stalis in
this market. -

MARKETING CHANNELS

Since the marine fish is consumed all
over the country, it has to be carried to a
long way from coastal to interior parts of
the country. Marine fishes thus pass
through the following nrominent channels
to reach the ultimate c.ansumers.

(i) Fishermen - wholesaler - retailer -
consumer.



(iv)

single rikshaw.

(ii) Fishermen-commission agent, who-
lesaler (landing centre) - wholesaler
(rotail markets) - retailer-consumer.

(1)  Fishermen - retasier - consisimer,

Fishermen - consumer.

The major portion of fish trading is
practised through Ist and lind channels.
The auctioneers iy the primary market and

-commission agents in secondary markets
; are also involved in the process without

involving themselves in direct possession
of the fish. For their marketing service
they get commission either from- fisher-
men or from whc!esale traders.

MARKETING EXPENSES

The fish pas:3as through a number of
hands before reaching to the ultimate
consumer. Due to its perishable nature
proper preservation and handling is vital.
Bamboo baskets ire mostly used to pack
the fish which 1, costing around Rs. 15
and last tor a period of about a month,
About 25 to 30 kg of fish can be packed
in a single basket. The usual mode of
transportation arc trucks, tempos, motor-
ised cycle rikshaws, bicycles and head-
loads. During the reference period the
freight charge fo: a truck load was Rs. 3
per kilometer. [n the Madras region, es-
pecially for the transportation of fish from
Pudumanikuppam to Chinthadripet who-
lesala market and retail markets, the
motorised cycle rikshaws are commonly

used. Attimes even 2 to 3 retailers join .

together and transport their baskets in a
For packing one basket
of fish, 10 to 15 kg of ice is used costing
Rs. 6/- to 10/-. The labour charges for
packing and loading / unloading worked
out at Rs. 2 per nasket.

It was found that the marketing cost
including handiing and transportation
of big size fishe: like seer fish, giant sea
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perch, pomfrets, sharks and barracudas
was comparatively bigher than that of
small size fishes sucih as sardines, lizard
fish and threadlin breams. The marketing
cost of quality fishes transported from
Pudumanikuppam to Chinthadripet who-
lesale market was anout 70 paise par kg
and for other varieties 45 paise per kg.
The marketing expernses of all varieties
transported from Ciunthadripet whole-
sale market to Pattalam ranged from 30 to
40 paise per kg, Chinthadripet to Saida-
pet ranged from 40 to 60 paise per kg
and Chintadripet to Vadapalani ranged
from 30 to 50 paise par kg.

QUARTERLY TRENT. IN PRICE
BEHAVIOUR

The average pric as for different var-
eties of fish at Pudu.wanikuppam landing
centre, Chintadripur wholesale market
and the selected rrtail markets during
April-June 1984 are jiven in Table 1. The
fisherman received maximum price for
seer fish (Rs. 18 pu kg) and minimum
for rays and silver: :llies (Rs. 2 per kg).
The difference of v-holesale price from
landing centre price ranged from Rs. 0.5
to 5 per kg and retai! price ranged from
Rs. 2.50 to 7.10 pe. kg for different vari-
eties of fishes. Barring few varieties (seer
fish and pomfrets), the average consumer
price of other varicties found to be more
than double of the .anding centre price.
Among the consumer markets studied,
the average retail piices of different vari-
eties of fish were comparatively lower at’
Pattalam and highe: at Vadapalani.

The average wholesale and retail and
landing centre priv.es of fishes during
July-September 1964 are given in Table 2.
The increase in \vnholesale price over
landing price ranged from Rs. 1/-to 7,-
per kg for different varieties of fish whe-
rec  increase in retail price over the
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. Madras region.

wholesale price ranged from Rs. 2.00 1o
8.00 per kg. The consumer price for
almost all varieties of fish were compara-
tively high during this quarter. A four-
fold increase in sharks and five-fold
increase in rays were observed in the
consumer price over that of landing centre

price.

Fishermen received an average of
Rs. 15 per kg for seer fish and Rs. 2 per
kg for rays and silverbellies during Oct.-
Dec. 1984 (Table 3). In general the
landing, wholesale and retail prices were
comparatively low during this quarter in
The heavy fish landings
in the peak season was responsible for
the reduction in prices. The increase in
wholesalu price over the landing centre
price ranged from Rs. 1 to Rs. 7 per kg
for different varieties of fish and the retail
price over the wholesale price from Rs. 2
to 8.50 per kg during this quarter.

During Jan. - March 1985, the fish-
ermen received the maximum price of
Rs. 19 per kg for seer fish and pomfrets
and minimum of Rs. 3 per kg for lesser
sardines (Table 4). The lean season
associated with lesser supply of marira
fish boosted the landing and retail price
during this quarter. The margin in who-
lesale price over the landing centre price
ranged from Rs. 0.5 to Rs. 5 per kg for
different varieties of fish whereas differ-
ence in retail price over the wholesale
price ranged from Rs. 1.50 to 8.50 per kg.

Tha quarterly minmum and maximum
landing centre prices and retail prices
have been worked out and given in
Table 5, The quarterly variation in landing
coentre price is vory wido for sharks, rays,
threadfin-breams and cuttle fish and it is
reasonably high in case of wolf-herring,
white fish and lesser sardines. Among
these varieties, a portion of the landings
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of sharks, rays, thread-fin-breams and
white fish go for curing and drying bul
cuttle fish is having export demand. But
the wide fluctuation in larnding centre
prices is not reflected in the retail prices
of these varieties in the local markets.
Because of the near monopolistic situa-
tion at the wholesale level which has
been much facilitated by the available
processing facilities for the respective
varieties, the supply is controlled at the
wholesale as well as retail levels and
prices are maintained at a higher level even
during the period of peak landings. Hence,
the benefit of getting higher prices at the
wholesale level due to the availability of
processing facility was not transferred to
the fishermen and the prices at the landing
centre showed remarkable fluctuations
depending up on the size ol catch. The
wide seasonal fluctuation of the price of
lesser sardines was in accordance with its
volume of landinys. Lesser sardines was
one of the varieties which showed very
high quarterly fiuctuations in its abund-
ance in catch. For example, of its total
landings in Madras and Chengalpet dis-
tricts during the year 1984-85, 70 per
cent was landed only during April-June

when the price slashed down to the mini-

mum level.

The seasonal variation of price for
varieties like threadfins, tiger-toothed
croaker, Indian halibut, greyfin croaker.
silverbellies, Indian mackerel and ribban
fish, was insignificant. For ribbon fish,
and eilverbollivs, though the total cacth
was much higher are compared to other
varieties, its quarterly landings were
more or less evenly distributed and con-
sequently the seasonal fluctuations in the
prices was also no: significant. Even for
the quality fishes like seer fish and pom-
frets the relative price variation was
modaerate. :
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Regarding retail prices quarterly flu-
ctuation was not considerable except for
pomfrets, barracudas, carangids and
rays. Of the twenty five varieties listed
in the table, for elven varieties the quar-
terly variations in retail price in absolute
terms ranyed, from Rs, 0.35 to Rs. 2.00.
~ Seasonal fluctuation in retail prices was
compuratively highor tor burrocudus, cura-
ngids and rays. In Madras region barra-
cudas and carangids are considered to be
substitutes for quality [lishes like seer fish
and pomfrets and thus the level of supply
of the latter influences the demand for
and the resultant prices of carangids
and barracudas. This explains the wide
fluctuations in the prices of barracudas

and carangids.

The seasonal fluctuation in fish prices
at the producer level was wider as com-
pared to consumer level. The excess
supply of any variety of fish pulls down
the price at the landing centre. But its
effect was not fully reflected in the retail
market as the excess was supplied to
different interior markets. It has been
observed that the availability of proce-
ssing facilities like curing and drying for
certain varieties (sharks, rays and silver-
bellies) does not help the fishermen to
get a better price during the time of huge
catch. The wholesalers mainly take ad-
vantage out of it.

MARKETING MARGIN

The marketing margin accounted for
quite a big chunk of the consumer price
for most of the wvarieties of fish covered
under the study. The annual average
marketing margin for these varisties
ranged from 28 to 68 per cent of the
consumer price. During the year 1984-85,
marketing margins ranged from 24 per
cent (pomfrets) to 68 per cent (rays) in
tirst quarter, 24 per cent (pomfrets) to 81
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per cent (rays) in second quarter, 33
(pomfrets) to 78 per cent (rays) in third
quarter and 31 percent (threadtin breams)
to 64 por cent (tunas) in fourth quarter.

The marketing margin is shared by
auctioneers, commission agents, whole-
salers and re:ailers and a portion goes
towards markating  oxpensus including
transportation. The average landing
centre price and consumer price for differ-
ent varieties o! fish a long-with marketing
margins, and its percentage distribution
are pre;ntad in Table 6. The marketing
expenses varisd from 11 per cent for
sharks to 23 per cent for lizard fish in the
marketing maurgins. The wholesalers
margin ranged from 10 per cent for goat
fish to 47 per cent for white fish and ret-
ailers margin from 36 per cant for white
fish to 73 per r.ant for seer fish.

SHARE OF FISHERMEN AND
MIDDLEMEN IN CONSUMER’S
RUPEE

An earlier study on fishermen’s share
in consumer's rupee in west coast
(Quilon-Keralaj indicated that fishermen
received higher share in consumer’s rupee
for quality fishzs (Panikkar and Sathia-
dhas 1981). in the present study also,
the higher shars of producer in consumer’s
rupee for quality fishes in group | (seef
fish and pomf.at) confirmed the earlier
findings. How.ever for sharks and tunas
which were hi¢h priced and included in
the first group, fishermen received only
36 paise out of consumer's one rupee. It
is seen from the table 7 that wholesaler’s
share (27 ps.) was maximum for sharks as
compared to other varities. The supply
of shark was controlled by wholesalers
by diverting it {or processing. This indi-
cates that fishermen are not much bene-
fitted by the .availability of processing
facilities for any variaty of fish and mainly
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wholesalers take adventage of it. In the
case of tuna, even though it is not consi-
dered as quality fish, the retailers man-

aged to get higher prices by cutting the -

fish and selling it in pieces. Hence,
among all the varieties in the Ist group
retailers received maximum share (36 ps.)

in consumer’s ruppee for tunas.

In the 2nd group, fishermen received
only 32 paise in case of rays whereas
retailers received 31 paise by selling in
pieces. The wholesalers also received
the maximum share (26 ps) for rays.

In Il group, fishermen's share was
minimum for silverbellies (32 ps) and
. maximum for other sardines (57 ps). For
other sardines retailers got fairly good
margin (29 ps), but the wholesalers
received only 5 paise.. Because of its
small size and the sbundance in landings
the wholesalers used to transact in bulk
quantity and their total margin sufficiently
high. Retailers were able to get good
margin for this variety mainly due to its
consistant demand from the purchasers
of low marketing budget.

Amang all the varieties, a minimum
share of 32 ps for fishermen and a maxi-

mum of 45 ps for retailers in consumers.

one rupee was found for silverbellies.
This variety is comparatively popularin
this region. But due to the abundance
in catch the higher level of consumer
price was not reflected in the landing

centre price.

1. SEER FISH:
WP 7.434 + 0.652
RP, 11.4C4 + 0.596
RP, .- 06.995 + 1.846
RP, = 13.026 + 0.604
RP, = 13.642 + 0.498

I
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WP (12 == 87%)
WP (1¢ = 96%) ....... (3)
WP (12 == 85%)
WP (12 = 76%)

)

The sl.ure of marketing oxpenses in
consumer’s rityee ranged from 4 paise lo
14 paise. H.wever it was less in the
case of Ist group (4 ps to 9 ps) and more
in the 3rd group (9 ps to 14 ps). The
share of marketing expenses in consumer’s

rupee was lowsr tor Ist group as comparud

to lind and Illlrd groups because of its
lesser volume of transaction and higher

value.

THE RELATIGNSHIP BETWEEN
LANDING CENTRE, WHOLESALE AND
RETAIL PRICES.

The functional relationship of whole-
sale to landing centre price and retail 10
whole price has been estimated for selec-

ted commercially important varieties like
seer fish, pomfrets, sharks, barracudas,

threadfin breams and white baits.

Since the relationship is based on

. cross sectional data it is assumed that in

the short run wholesale price depends on
the landing centre price which in turn is
determined by volume of catch and the
retail price depends on the wholesale
price. To estimate the relationship, who-
lesale price is regressed on landing cenlre
price and retail price is regressed on
wholesale price. In the relationship L. P.
denotes landing centre price at Pudumani-
kuppam, W. P. wholesale price at Chin-

" thadripet and RP,, RP,, RP, and RP,

represent retail price at Pattalam, Chin-
tadripet , Vadapalani and Saidapet mar-
kets respectively. The functional relation-
ship of wholesale to landing centre price
and to retail prices at the four markets
for selected varieties have beuvn given

below.

(rr = 97%)
......... (2)

......... (4)
......... (5)
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POMFRETS:

2
WP = 1.393 + 1.094
RP, = 6.834 } 0.838
RP, = 5.812 + 1.062
RP, = 13.850 4 2.063
AP, ‘= 31457 + 1322
3. SHARKS:
WP 2.724 + 1.157
RP, 8.200 + 0.600
RP, 4.135 + 0.904
RP, 9.027 + 0.637
RP, = 10.366 4 0.519
4. BARRACUDAS:
WP = 1.360 + 1.429
RP, = 2.3456 + 1.083
RP, = 7.196 + 1.054
RP, 0.434 + 1.395
5. THREADFIN BREAMS:
WP = 6.779 + 0.402
RP, = B8.528 + 0.444
RP, = 1.836 + 1.153
RP, := 1.262 + 1.540
RP, = 3.844 + 0.872
6. WHITE BAITS:
WP = 1.915 + 0.870
RP. = 1.055 4+ 1.093
RP, = 1.775 + 1.900
RP, = 0.334 + 1.395

It is seen thal une rupee increase in
landing centre price of seer fish at Pudu-
manikuppam led to Rs. 0.69 increase in
wholesale price at Chintadripet. Similarly
one rupee increase in the wholesale price
of seer fish led to an increase in retail
price of Rs. 0.6 at Pattalam, Rs. 1.85 at
Chinthadripet, Rs. 0.60 at Vadapalani and
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LP

WP
we
WP
WP

LP
WP

WP
WP

LP

WP
wp
WP

L

WP
WP
WP
Wp

LP

WP
WP
wp

gt - 5 AR (6)
(rr = 88%) (7)
(= 71%) (8)
AL (9)
(r2 = 817)) (10)
(rr = 90%) (11)
(r2 = 907%) (12)
(rr = 90%) (13)
e P10 e (14)
(2 = 91%,) (15)
(8. 800). s (16)
{r2:i=-193%) 17)
(RPNl s (18)
(= 889 " s (19)
P ="982) - ... (20)
(0= 81%) .0 (21)
(2 = 92%) (22)
(7 = 72%) (23)
(rr = 87%) (24)
(A gAYy ... (25)
(1= #5%) .26)
(2 =.-78%) (27)
(rz = 88%) (28)

Rs. 0.50 in Saicapet markets. Similarly
the relationshi. can be explained. by
equations given for other varieties.

For all the above equations, 82 to
97 per cent variation in the wholesale
price (equation, 1,6, 11,16, 20, 25) is
explained by fanding centre price. The
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WP-RP rolationship explains 71 to 96
per cent of variation in retail prices. The
effect of landing centre price on whole-
sale price was much higher for barracudas,
sharks and pomfrets and comparatively
low for threadfin breams. The effect of
wholesale price on retanl price, for almost
all varieties was more in Chinthadripet
retail market (RP,), mainly because it was
tha major retail ay well 4. whelesale
fish market in the city. The number of
purchasers were more and the demand
for fish was higher as compared to other
retail markets.

SUMMARY AND CONCLUSION:

Fish marketing in Madras region is
still under the clutches of middlemen.
The fishermen do not get legitimate share
in the recent price escalation of fish and
fish products. The involvement of several
middlemen n the marketing chain is
detrimental to the interest of both pro-
ducers and consumers. The high level of
marketing margin indicates the inefficient
fish marketing $ystem prevailing in this

area. Of the 25 vaiieties of fish covered

under the study, the percentage of mar-
kating margin in conimei’s price  for
20 vaniutivs which constitute 90 per cent
of landings in this area worked out at
more than 40 per cent. For some varieties
it was as high as 68 per cent.

The variation in landing centre price
i wido only Lor law varniohios deponding
upon the Size ol ats day 1o day cateh.
Even for these varieties the retail prices
do not show much fluctuation. Because
of the monopolistic situation at the
wholesale level, the wholesale and retail
prices are maintained at a higher level
even at the time of glut either by con-
trolling the supply by making use of the
processing facilities or by diverting it to
different retail markets. Ithas been found
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that whatever the processing facilities
including drying and curing available in
this area, only the middlemen take advan-
tage out of it and its benefit is not trans-
ferred to the fishermen to any extent.
that is why in case of sharks, rays and
silverballies the marketing margin s
comparatively very high.

The fishermen's share in consumer's
iupee tanges fironr) 3Z 10 /2 paisc tor
different varieties. It is more than 60
paise for five varieties (seer fish, pom-
frots, Indian halibut, carangids and wolf
herring) which constitutes less than 10
per cent of the total catch in this area.
The share of mark:ting expenditure in
consumer’s rupee ranges from 4 to 14
paise. The wholesaler’s .nargin is mini-
mum (4 paise) for pomfrets and maximum
(27 paise) for sharks. The retailers get
the highest- margin for silverbellies (45
paise) and minimum for ribbon fish
(18 paise).

The regression equations representing
the relationship between landing centre -
wholesale and retail orices indicate that
the effect of landing centre price on
wholesale price and wholosalo price on
rotail price is significant for the selected
varieties.

' To protect the interests of both the
producers and the consumers it is essen-
tial to reduce the m:gnitude of marke-
tung maigins.,  The Lyal ol maaketimg
margin in respect of many vaneties 1s
high mainly due to higher margins
received by the middlemeii. The share
of marketing expenditu:v is comparativoly
low. To increase the efficiency of fish
marketing system the involvement of too
many intermediaries has to be avoided
by introducing a co-ogperative marketing
system. In Karnataka, inthe major landing
centres the Fish Mar'eting Federation
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has very successfully reduced the impor-
tanco of the intermedianies in fish Marke -
ting. In the Madras region also fish
marketing co-operatives can be establi-
shed with a view ol vertical integration
of marketing so an to help the lishermen

o get a remuncrative price and the ton-'"

sumar o ogot the b oat g reasondola
price.

The study indicates that a good num-
ber of varietizs® of fixh which have
been till recently considered as trash fish
have picked up consumer preference and
fetched comparatively higher price. This
is mainly due 1o the better transportation
facilities to channelise the fish to interior
places. Hence by improving the trans-
portation facil:ties ol fish without impe-
ding .its quabiy and also by organising
the consumer promotional programmes
through establishment of fish stalls to
sell the fish at a reasonable price and in
hygenic condition, the consumer prefere-
nce can be created even for those varie
ties which have been so far discarded as
wrash fish. 1t will help the fishermen to
realise a higher value tor their produce
which includes a considerable quantity of
trash fish.

The prices of fish at the landing
centre (primary market) were subjected
1o wide fluctuations. Due to the inelastic
supply of fish, price is slashed down in
the case of heavy catch. Once fish is
landed the producer s forced to dispose
olt at whatever prce pevailing due 10
lack of storage or processing facilities.
Even for those varieties which undergo
some sort of processing, only the middle-
men take advantage of it and the fisher-
mon do not get a legrtunate share. Hence
it is essential notonly to establish storage
and processing facilitios atleast at the
major landing centres but also make it
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available to the fishermen for its fuller
utilization. It will also help the consumer
to get fish at a reosonable price even
lean period,

Regarding the fish maitketing thero
has ‘been no reqgulation éven in major
markots which uually holps  only  the
middlemen. No propergrading, weighing
and quality contic! are maintained at any
level of fish maitcting. Most of the
existing malpraci.ces in fish marketing
can be avoided bv introducing regulated
marketing systernn in the lines of the
regulated markets of some of the agri-
cultural prc\duce.

In the event of glut in the primary
market (landing centre), the fishermen
are forced to dispose off the catch at a
throwaway price. But this is not often
reflected on the trend in wholesale and
retail prices. The occasional huge catch
of certain variety rioes not help either to
the fishermen or to the consumer., To
avoid such situat'on it is necessary to
have a support price policy as prevailing
in the case of jute. cotton etc. For each
season a minim+.m floor price can be
declared atleast for the major varieties.
However this can Ye successfully imple-
mented when there is a public agency to
enter into the market to purchase fish
whatever supplied in excess of demand
and also with ~dequate storage and
processing facilitizs,

The produce.s and consumor. aro
not aware of the current price structure
of different varicties of fish in various
markets of the country. The periodical
dissemination of ‘n1formation on prevai-
ling prices of c..mmercially iunportant
varieties of fish in different markets will
be much useful te the fishermen, traders
and consumeis.
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Table—1: Average fish prices at Primary, wholesale and retail markets at Madras region during April-June 1984
Variety of t:sh Lancing centre  Wholesale Retail prices (Rs [kg)
Common name Local name Price Price Patta- Chinta- Saidape! Vada - Averan®
fran: '} {Pudumani- (Chintadr:pet) lam dripet palan:
wupper, Rs./kg. Rs.ikg
Sroup | |
1. Seer fish Vanjiram 18.00 20.00 22.50 30.00 26.00 30.00 27.10
2. ~Pomfrets Vellai Vavval 16.00 17.00 18.00 24.00 19.00 23.00 21 00
3. Sharks Sura 6.50 11.00 16.00 17.00 17.00 18.00 17.00
4. Giant sea perch Koduw a 8.00 11.00 15.25 16.00 16.00 20.00 16.80
5. Barracudas Qozhi 7.00 8.00 11.00 9.00 13.00 b 11.00
6. Tunas Choorai 7.00 8.00 15.00 18.00 “ e 16.50
Group 11
1. Threadfins Kaala 8.00 9.00 10.00 18.00 - o 14.00
2. Tiger toothed croaker Varipanna 8.00 10.00 13.00 12.00 16.00 17.00 14.50
3. Indian halibut Erumainakku 8.00 9.00 12.00 12.00 14.00 18.00 14.00
4. Carangids Parai 7.00 10.00 12.00 18.00 11.00 13.00 13.50
5. Rays Thirukkai 6.00 11.00 14.00 15.00 15.00 16.00 15.00
6. Cat fish Keluthi 4.00 7.00 12.00 9.00 13.00 15.00 12.20
7. Threadfin breams Sankara 4.75 8.00 12.00 10.00 12.00 10.00 11.00
8. Worlf herring - Mulluvalai 5.50 6.00 8.00 8.00 12.00 14.00 10.75
9. White fish Suthumbu 6.50 8.00 10.00 11.00 12.00 o 11.00
Group Il
1. Silverbellies Karal 2.00 3.00 6.00 5.00 8.00 6.00 6.25
2. Liza:d ish Thurkili 350 5.00 9.00 8.00 9.00 rhd 8.(i5
3. Cuttle fish Kadamban 4.30 8.0 8.50 i 2.00 10.00 15.00 9.40
4. Goat fish Sennagarai 3.60 4.00 7.75 5.50 8.00 e 7.00
5. Ribbon fish Savalai 3.15 4.00 8.50 7.00 10.00 12.00 9.40
6. Grey-fin croaher Katha!ai 435 6.00 9.00 7.00 9.00 9-00 g.t0
7. White baits Netheli 4.20 6.00 7.00 9.00 10.00 i g b
8. Flying fish Kolameen 5.50 7.00 8.00 8.00 8.00 - .00
9. Other sardines Mathakkondai 2.00 3.00 6.00 6.00 i s 6 00
10. Indian mackere! Kanakathai 5.50 7.00 8.00 9.00 8.00 e g.t0
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Table—2: Average fish prices at primary, wholesale and retail markets at Madras region during July-Sept. 1984
Variety of fizsh Landing centre Wrolesale _ 39 LA e fcloibarCen{Bs bt
common f.sh urice price Pattaian: Chintadripet S_;:aage'_ “_\?é&?;i:-_ ey -;::;r_a;--
. ¥.dumanikuppam) (Cr:ntadrinet)
Rs /ke. Rs.'kg.
Group | :
1. Seer fish 18.50 20.00 25.00 31.00 24.00 32.00 28.00
2. Pomfrets 16.00 17.00 20.00 22.00 — £ 21.00
3. Sharks . 4.00 11.00 16.00 19.00 16.00 19080 17.5¢
4. Giant sea perch 9.00 11.00 14.00 14.00 12.0C 19.00 14.75
5. Barracudas 10.00 12.00 13.00 15.00 e L 16.00 . 14.65
6. Tunas 5.00 8.00 — 11,00 — 17.00 14.00
Group I
1. Threadfins 8.00 9.00 —- 12.00 s 14.00 13.00
2. Tiger toothed croaker 9.00 10.00 13.00 — 14.00 20.00 15.65
3. Indian halibut 7.00 8.00 10.00 10.00 10.00 — 10.00
4. Carangids 8.00 10.00 12.00 — 12.00 12.00 12.0C
5. Rays 2.00 9.00 10.00 12.00 10.00 A 10.65
6. Cat fish 4.00 7.00 8.00 14 00 8.00 14.00 11.0C
7. Threadfin breams 4.00 8.00 1000 12.00 12:00 13.00 " i P 4
8. Wolf herring 5.00 6.00 7.00 7.00 8.00 8.00 7.7¢
Group I
1. Silver bellies 2.00 3.00 7.00 6.00 7.00 10.00 7.5C
2. Lizard fish 4.00 5.00 8.00 9.00 8.00 e 8.35
3. Cuttlefish 6.00 8.00 — 8.00 8.00 10.00 9.0C
4. Goat fishes 3.00 4.00 8.00 9.00 — 9.00 8.65
5. Ribbon fish 4.00 5.00 7.00 8.00 9.00 e 8.00
6. Grey fin croaker 4:00 2.00 8.00 10.00 9.00 - 9.00
. 7. White baits 4.00 6.00 7.00 12.00 8.00 - 8.65
8. Flying fish 4 .50 7.00 — 5.00 — 10.00 9.5
9. Other sardines 4.00 5.00 7.00 — 8.00 8.00 7.65
10. Indian mackerel 5.00 7.00 10.00 11.00 11.00 12 00 11.00
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Table—3: Average fish prices at Primary, wholesale and retail markets at Madras region during Oct.-Dec. 1984

Variety of fish Landing cantre Wholagale prce RES e Re'z | prices (Rs.fka.)
Common Ndme pris (P o, an Lo AtEdRy Pettainr Rt i ',_',__'-'_:__.,. " vsra S AVE:sue
kuppam) Re.'hy Rs.7kg.

Groﬁ-;;l \ /
1. Seer fish 15.00 17.00 22.00 24 .00 23.00 26.00 23.75
2. Pomfrets 14.00 16.00 — — 18.00 24.00 21.00
3. Sharks 6.00 11.00 16.00 13.00 16.00 20.00 16.25
4. Giant sea perch 10.00 11.00 15.00 16.00 16.00 20.00 16.75
5. Barracudas 9.00 12.00 13.00 20.00 14.00 20.00 16.50
6. Tunas 7.00 14.00 - — 18.00 20.00 19.00

Group |l
1. Threadfins 8.00 9.00 — 20.00 15.00 — 17.50
2. Tiger toothed croaker 8.00 10.00 12.00 — 12.00 14.00 12.65
3. Indian halibut 8.00 10.00 11.00 3100 = 11.00 16.00 12.25
4. Carangids 8.00 11.00 12.08 16.00 10,00 . 16.00 13.50
5. Rays 2.00 3.00 8.00 10.00 10.00 — 9:30
6. Cat fish 5.00 9.00 12.00 10.00 10.00 16.00 .00
7. Thread-fin breams 8.00 §.00 12.00 — 12.00 15.00 13.00
8. Wolf herring 6.00 7.00 10.00 — 10.00 10.00 10.00
9. White fish 8.00 10.00 12.00 12.00 12.00 13.00 1228

Group 1l
1. Silver bellies 2.00 3.00 8.00 6.00 8.00 — 5.50
2. Lizard fish 5.00 6.00 —— - 8.00 8.00 8.00
3. Cuttle fish 3.00 4.00 6.00 — 6.00 — 6.00
4. Goat fishes 4.00 5.00 — 8.00 : 9.00 8.50
5. Ribbon fish 3.00 5.00 8.00 8.00 — 8.00 8.00
6. Grey-fin croaker 5.00 6.00 10.00 - 9.00 -~ 8.50
7. White baits 6.00 7.00 8 00 9.00 10.00 9 00 9.00
8. Flying fish — ; s = — —
9. Other sardines 4.00 5.00 6.00 g.00 8 00 7.256

10. Indian mackeral 5.00 6.00 g.00 9.00 -- 14.00 10.35
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Table—4: _ Average fish

prices at Primary, wholesale and retail markets at Madras region during Jan.-March 1985

Variety of fish

Landing c=z=tre

Wholesale price

Reta:l prices {Rs /kqg.)

{

Common name price (Puz_=ani (C.‘-.iniadripe:i Pattalam Chtantadripet fadipe Vadape's- é-.f:;c
: kupparm) Fsg kg. Rs. ka.
Group |
1. Seer fish 19.00 21.00 28.00 30.00 29.00 30.00 29.25
2. Pomfrets 19.00 21.00 26.00 30.00 27.00 30.00 28.25
3. Sharks 8.00 12.00 17.00 19.00 19.00 15.00 17.50
4. Giant sea perch 8.00 11 00 19.00 19.00 20.00 20.00 19.50
5. Barracudas 10.50 $+3.00 18.00 20.00 20.00 19.00 19,25
6. Tunas 6.00 11.00 14.00 16.00 18.00 18.00 16.50
Group 1l
1. Threadfins - - — - — —_
2. Tiger toothed croaker — — = i = - —
3. Indian halibut 9.0C 10.00 15.00 16.00 15.00 18.00 16 00
4 Carangids 10.00C 1200 16.00 20.00 — 19.00 18.35
5. Rays 4.00 5.00 9.00 6.00 1.1.09 9.00 8.75
6. Cat fish - 6.00 8.00 11.00 12.00 11 00 14.00 12.00
7. Thread-fin breams 9.00 10.00 1300 13.00 13.00 13.00 13.00
8. Wolf herring 8.00 10.50 12.00 - 12.00 — 12.00
9. White fish — — — = = — C—
Group |l
1. Silver bellies —_ — — — s — -
2. Lizard fish 5.0C 6.00 — 8.00 8.00 8.00 8.00
3. Cuttle fish 7.00 8.00 — 12.00 - 12.00 12.00
4. G at fishes 5.00 6.00 8.00 8.00 7.00 8.00 7.75
5. Ribbon fish 4.00 7.00 8.00 9.00 Q00 9.00 8 75
6. Grey-fin croaker 4.0C 5.00 9.00 2.00 @.00 9 00 S 00
7. White baits -- - = = R — —
8. Flying fish €.00 8.00 11.00 12.00 s 11.50
8. Other sardines 3.00 3.50 e o 6.00 6.00 €C0
10. Indian mackeral 6.00 700 9.00 10.00 8 00 11.00 9.50




Table—5: (i nimum and maximum prices at landing centre an<. retail markets for
: different varieties for different quarters

Vaniaty of hist)

Common nan. -

Group |

:

e S W O

Seer fish
Pomfrets
Sharks

Giant sea perch
Barracudas

Tunas

Group 11

© O NS U AWM

Threadlins

Tiger tooth :d croaker
Indian halitsut
Carangids

Rays

Cat tish

Threadfin lheams
Worlf herriag

White fish

Group I

-

CO®NO U PN

Silverbellis «
Lizard fish
Cuttle fish

Goat fish
Ribbon fist:
Grey-fin ci.;aker
White bait:
Flying fish
Other sard'iies
Indian Macerel

Landing centre Price

Minimum

16.20
14.00
4.00
8.00
7.00
5.00

8.00
8.00
7.00
7.00
2.00
4.00
4.00
5.00

5.00

2.00
3.50
3.00

3.00
3.00
4.00
4.00
4.50

2.00
5.00

Maximum

19.00
19.00
8.00
10.00
10.50
7.00

8.00
9.00
9.00
10.00
6.00
6.00
9.00
8.00
8.00

2.00
5.00
7.00
5.00
4.00
5.00
6.00
6.00
4.00
6.00

Retail Price

Minimum Maximuan
23.75 29.25
21.00 28.25
16.25 17.50
14.75 19.50
11.00 19.25
14.00 19.00
13.00 17.50
12.65 15.65
10.00 16.00
12.00 18.35
8.75 15.00
11.00 12.26
11.00 13.00
7.75 12.00
11.00 12.75
5.60 7.50
8.00 8.65
6.0U 12.00
7.00 8.65
8.00 9.48
8.50 9.00
8.65 9.00
8.00 11.50
6.00 - 7.6%
8.50 11.00
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Teble—6: Maiketing margins for cifferent variet.es of fich &t Macies region curing April ‘84 to Mzich 1985

Variety of fish Average price (Rs he ! Yarketng Percentape distribyt.on of .-y-,a;getrnggg'i;s
caommon name Landing . CU”-.-..-"“-'.- rarging Marketing Whoiesalers Fetailers
cent.e ma-bet Fs. ke costs
Group | '
1. Seer fish 17.60 27.08 9.40 12.5 14.0 735
2. Pomfrets 76.25 22.80 G55 18.0 12.56 69.5
3. Sharks 6.00 17.00 11.00 14.7 415 438
4. Giant sea perch 8.75 16.95 8.20 14.4 191 66.5
5. Barracudas 9.10 1535 5258 18.9 239 58.0
6. Tunas €.25 16.50 10.25 IS 324 BG.1
Group |l
1. Threadfins 800 14 85 685 15.2 14.7 70.1
2. Tiger toothed croaker 8.35 14 30 5.95 19.8 16 6 63.6
3. Indian halibut 8.00 13.00 5.00 18.0 12.0 70.0
4. Carangids 825 14.35 6.10 19.3 298 50.9
5. Rays 2.50 10.85 730 16.0 38.4 45.6
6. Cat fish 4 715 11.00 625 18 @ 371 440
7. Threadfin breams 6.40 12.20 580 5.2 321 52.7
8. Wolf herring 6.10 10.10 4.00 22.0 20.0 58.0
9. White fish 6.50 11.60 510 173 46.7 36.0
Group Il
1. Silverbellies 2.00 6.40 4.40 20.0 2.5 67.5
2. Lizard fish 4.40 8.25 3.85 22.9 13.5 59.6
3. Cuttlefish 5.10 9.10 4.00 22.0 36.9 411
4. Goat fishes- 3.80 8.00 410 21.5 10.4 68.1
5. Ribbon fish 3.50 850 5.00 6 25.3 57.1
6. Grey fin croaker 4.30 8.75 4.45 19.8 16.0 64.2
7. White baits 4.75 8.75 4.00 22.0 28.8 49.2
8. Flying fish 5.35 9.65 4.30 20.5 36.0 43.5
9. Other sardines 325 6 70 4 45 20.5 12.9 67.2
10. Indian mackerel 5.40 9 85 4. 45 19.8 20.8 59.4
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varieties of tish (Aprii ‘84-March 19858)

variety ol hsh ) Faroeniage siee b
Cuminon nome Fashurmen Handing &t N PR TR YT RN by
Tratisgnosbirioot

Group |

1. Seer tish t:h 4 : T

2. Pomlbrets P2 5 A 14

3. Shiirks 36 g 7. 28
Carprrnd Sgen ool o ¥ 2

L Barracudas Hi # jE Zh

0. Tunas 306 7 21 i

Group I

1

2

£l
4,
b

6.

U

Group

1

r &L

© o o

—_—
bl

Thicad lins &5 9 7 4
Tiger-toothed croakers na 9 8 AL
indian halibut i32 s 5 26
Curangids 60 8 12 20
Rays 32 11 26 i
Cat fish 30 11 22 7
Thread-fin- bieams 52 7 15 20
Woll horring 61 i 8 23
White hish S15) a (R3] I
Silverbedlies 22 b3 Y D
Lizard hish 54 1 8 2
Cuttle fish 55 10 17 13
Goal Tishos 49 11 b ih
Ribbon fish 42 10 15 33
Grey-fin croukers 50 10 g 32
White baits 54 10 5 7 g
Fiying fish 56 9 16 19
Other Sardines 57 4 5 29
Indian Mackerel 56 9 ) 26
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