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Farm-paie price of natural rubber

A stody was conducted o estimate e share of the prodecer is the consunsers” price of nateral

rubhber,

‘The data, collested from Kanjirappally and Changanacherty taluks of Kottayam district,

showed that the producers’ shiare in the consumers’ price was 0.88, based on the weightod
averape price of sheet and serap eybher, However, io the case of sheet rubber ihe producers® share

wigs Found to be 092,
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INTRODUCTION,

Marketing efficiency of any apricultural
commodity i judged on the basis of the
price realised by the producer. It has been
noted that the consumers are paying mcrea-
singly higher prices for apricaltural commo-
dities, bul the producers are not receiving
a reasomable share. This may be due to
high marketing margin. An analysis of
marketing margin s therefore essential for
formulating marketing policy of agricultural
combpioditics,

About 70 per cent of natural rubber pro-
duced in India reaches the murket as ribbed
smoked sheets. Sheets are graded according
te the specification laid down by the Rubber
Manulactarers’ Association and are kaown
a3 RMA grades. Grading is usually done
by visual inspeclion and hence js subjective
in aature {Haridasan, 1981). This leads to
unhealithy trading practice of down grading.
Eventhouph the sheet rubber markeiod by
small growers contain a small percenlage of
higher grades, it is wsually purchased as 1
graded rubber by the local dealers, offering

only a price much below the lowesi RMA
prade (RMA-5). Onihe one hand the produ-
cer deserves a legitimate share in, the con-
sumers” price and on the other hand the con-
sumer has to be safeguarded against excessive
prices. To achicve these lwin objectives, 1he
services of the ntcrmediaries can he availed
of ut a reasonable cost and profit. Systematic
stucdies on marketing of natural rubber in
India are lacking. Thizs study was under-
taken with the objective of estimating ihe
share of the producer in the consnmers’
price.

METHODOLOGY

One hundred small rabber growers were
sclected at random from Kanjirappally and
Changanacherry taloks of Xottayam disirict
for the study. Details regarding their mode
of marketing, marketing cost and price
reccived were recorded by visiting “them
personally, At the second stage, [fifly
licensed dealers from thesc repions, who
directly purchased rubber from growers,
were chosenand their buying price, marketing
cost and selling price were recorded. At
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