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ABSTRACT

The tribal growers of organic vegetables traditionally face lesser marketability of their produce and hence generate lower
revenue. This research focuses on the feasible reasons being good the marketability that is bad of produce whilst the
hurdles they face in marketing their products. The analysis seeks to create forth the approaches for conquering those
shortcomings and recommending the push that is vital to realise higher earnings from organic veggitables. This reasearch
is conducted on information that is compiling diverse sources like Research journals, State reports on Tribal affairs and
respective districts’ ministries sites for that function. The database comprises 30 blocks being tribal 5 tribal districts of
Mabharashtra, namely Amravati, Dhule, Gadchiroli, Nandurbar and Nashik. The analysis usages graphical and methods
being analytical as for instance pie, club maps and regression analysis to analyse the knowledge with tools such as for
example Excel, SPSS. It's found that the cultivation of organic veggies among the list of tribals is more individualistic
and informal in nature, which are often vunerable to the possibility of normal catastrophes and market uncertainties. Most
of the farmers transport their produce by foot (63%). Share of motorized automobile like bus, truck, motor Van is fairly
low (3%). Tribal growers into the districts being selected a restricted market involving primarily city haats, roadside
passer-by and husehold that is restricted. Greater advertising through arranged areas such as cooperatives could provide
them an improved price and greater risk-sharing. E-commerce websites could furthermore raise the period of market and
increased income. Infrastructure like Cold storages to safeguard the produces advances the shelf-life associated with
produce that is make sure that is organic marketability, which regularly somewhat plays a component in higher yearly
sales of the veggies. The tribal produces provided separately to local haat, nearby households lack some great benefits of
packaging and branding, which diminishes the product range for their value enhancement.
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INTRODUCTION

Indian agricultural sector is predominantly occupied by food grains and cash crops. However, the horticulture production
is now-a-days on the rise. Indian horticulture sector has seen a rapid growth in recent years. As per the first advance
estimate of 2021-2022 of the Agriculture and Farmer welfare Ministry, total horticulture production in India stands at
around 333 million tons. In terms of horticultural crop production, India stands second in the world. Due to varied range
of Agro-climatic zones, India has a privilege of wide range of horticultural production and ensures a continuous supply
throughout the year.

Horticulture sector mainly covers the fruits like Mango, Banana, Pomegranate, Orange, Apple etc. and vegetables like
Tomato, Onion, Potato (TOP). It also has different spices and aromatic crops under its coverage.
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Organic vegetables have recently got the spotlight with different states like Sikkim transitioning towards organic farming.

Organic Vegetables are grown in natural ways with least possible usage of fertilizers. With increased health awareness,

the demand for organic vegetables has been rising among domestic as well as global consumers. This indicates a good

market prospect for organic growers in India.

TRIBAL AREAS OF MAHARASHTRA:

The state of Maharashtra accounts for almost 10% of total Scheduled Tribe population in India. The state has almost 47

tribes spreading across 34 districts and regions, making the state home to the second largest tribal population. Tribes like

Gondh, Bhil, Arakh, Dodhia, Kathodi are maininly habituated at the hilltops and forests of the state and primarily

engaged at agriculture.

The major source of earning of the tribes are forest produce, agricultural and horticultural produces marketed either at

local haat or through APMCs. Due to small and uneconomic land holdings and adverse climate conditions, they face less

productivity of their production. Lack of Infrastructure and communication also hinders the marketability of their
products immensely. Also the pricing of their product is not very remunerative and the absence of proper marketing
strategies lessen their earnings.

GOVT. INITIATIVES FOR ORGANIC PRODUCES:

e National Project on Organic Farming: Launched in the year 2004 aimed at ensuring smooth access to organic raw
materials, to help farmers get certified and market development for organic commodities.

e National Horticulture Mission: It was initiated in the year 2005 to facilitate transition to organic growing of fruits
and vegetables.

e Van DhanVikashYojana- To enable tribal farmers and forest dwellers to add value to their produce and increase the
marketability of their product through branding, packaging and processing, TRIFED under Ministry of Tribal Affairs
has been running Van DhanVikashkendrasacross the tribal regions of the country to train and help then form
collectives for the income augmentation of tribal population.

e FPO Scheme: Ministry of Agriculture has taken this initiative to form Farmers Producers Organization to enhance
the product quality and bargaining power of farmers. Tribal growers have also been brought under the ambit of this
scheme.

e Operation Green:Food Processing Ministry introduced this scheme aimed at protecting farmers from distress sale
and reduction of post-harvest loss. Initially considered for Tomato-Onion-Potato (TOP) crops, now the scheme
covers all the perishable horticultural crops.

REVIEW OF LITERATURE

Chatterjee in the year 2005 reported that just fertilizers that are replacing are synthetic pesticides with natural, botanical
or inputs that are microbial perhaps not Organic Farming. Genuine Organic farming is comprehensive farm technique that
where the application of chemical fertilizers, coal-based energy, long deptsoil water as well as other non-recyclable and
animal-based resources are least usedand application of biofertilisers are promoted along with giving the priority tothe
ground-water preservation.
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Chander and his partners in 1999 unearthed that the human-bovine-farmland ecosystem is connected to green farm
practices. The contribution of Indian bovine population in uplifting this green farm tactics is highlighted in the context of
the organic agriculture.. The livestock that is organic natural is still to be popular in the Asian continent which includes
India too, which is far behind the Europe although the possibilitiesare manifold and this is the crux ofthe study.

Debo and allin 1999 reported that China is really a big country that is agricultural an extended reputation for cultivation.
Their conventional agriculture didn’t appliedchemical substances. Nevertheless, from the decade of seventies, substances
for instance chemical inputs and insecticideshas been among the most usedagro-manufactured products. Excessive
application in the last three years caused serious ecological issues. The fact that is observed that the application of
nitrogen and phosphorus fertilizers from the traditional agricultural landis the vital causefor the eutrophication of its
sweet water lakes. Destruction of ecosystem is normally pertaining to chemical insecticides.

Singhin 1999 reviewed the real history of natural agriculture attempts in Malaysia, particularly over the past 15 years,
addressing challenges in production, advertising and customer acceptance of natural produce. After that it presents as
breakdown of the present status, including efforts in kitchen gardening, to mainstream agriculture that is natural. It
defines the interest that is growing natural produce together with challenges faced in recovering knowledge of natural
farming and development of Malaysian criteria.

OBJECTIVE OF THE STUDY
1. To analyse the nature and inputs of production of tribal vegetable growers.
2. To study their sales and distribution channel and the challenges thereof.
3. To look into the infrastructural and state support provided to the tribal growers.
4. To examine the nature of marketing strategies, such as branding, packaging, advertising, that have been adopted by
the tribal growers.
5. To ascertain how different production and marketing parameters could influence the turnover of their horticultural
produce.

RELEVANCE OF THE STUDY
Though the tribal India is highly dependent on agriculture for their living, they hardly get proper earnings from selling
their produce due to poor marketing strategies and lesser scope. Traditionally, Indian tribals are settled at hilly and the
forest regions with a natural separation from the mainstream marketplace due to the lack of communication and infra
support.
This study casts light on the possible reasons for the poor marketability of their produce and the hurdles they face in
marketing their products. The study seeks to bring forth the strategies for overcoming those shortcomings and
recommending the necessary push to make them realise higher income from organic vegetables. It also investigates the
ways of ensuring higher market shares of organic vegetables which are now in very much demand given the health
consciousness of the people.
RESEARCH METHODOLOGY
The research is based on the data which is secondary in nature, and has been compiled from varied sources like Research
journals, State reports on Tribal affairs and respective districts’ ministries websites. The database comprises 30 tribal
blocks encompassing 5 tribal districts of Maharashtra, namely Amravati, Dhule, Gadchiroli, Nandurbar and Nashik.
The research takes help of software such as MS-Excel and SPSS to portray and analyse the data using chart, diagrams and
employing statistical techniques such as Regression analysis.
The Multiple Linear Regression Model used in this research is as follows:
Annual Sales = a + bl1*Average Input Cost +b2*Nature of Production + b3*Market Proximity + b4*Access to Market
+b5*Cold Storage Support + b6*Sale Channel + b7*Branding &Packaging
Where
a = Intercept and b1 to b7 = slope coefficients
Variables are interpreted as
v" Average Input Cost- Annual fixed and variable costs incurred by the farmers to produce organic vegetables
v' Nature of Production- (Score 1 to 10) Lower score for individual production, higher score for collective
production
v" Market Proximity (Score 1 to 10)- Closer the market, higher the score assigned.
v' Access to Market (Score 1 to 10)- Better the communication and transport availability to the market, higher the
score.
v' Cold Storage Support (Score 1 to 10)- higher the availability of Cold storage support to the farmers on an average,
higher the score.
v Sale Channel (Score 1 to 10)- Lower score is assigned for stand-alone road side or door-to-door sales. Higher score
for more organized sales such as through Mandis and cooperatives.
v" Branding & Packaging (Score 1 to 10)- Score is on higher side for the products well packaged and branded.

3399



International Journal of Early Childhood Special Education (INT-JECSE)
DOI: 10.9756/INT-JECSE/V1412.357 ISSN:1308-5581 Vol 14, Issue 02, 2022

v' Annual Sales- Average annual turnover from selling the vegetables.

DATA ANALYSIS& RESULTS
DESCRIPTIVE ANALYSIS:
NATURE OF PRODUCTION

= |ndividual Farming ~ ® Community Sharing = Cooprative Farming

As per the nature of production concerned, majority (72%) resort to cultivate vegetables on their own, whereas some
growers are seen collectively growing vegetables within their communities (23%) with shared input cost and earnings.
Farming under the formal Cooperatives with defined undertakings and responsibilities is very less (5%) compared to
others.

So, the cultivation of organic vegetables among the tribals is more individualistic and informal in nature, which is prone
to the risk of natural disasters and market uncertainties.

Transportation to the Market

H Walking mBicycle ® Motorized Vehicle Hand-pulled Cart  ® Bullock Cart

Most of the farmers transport their produce to market by foot (63%). Almost 18% of them use bicycles and 16% uses
carts, which can further be bifurcated into Hand-pulled Cart (11%) and Bullock Cart (5%). Share of motorized vehicle
like Bus, truck, motor Van is very low among the transportations (3%).

So, this is evident that the communication and transportation have posed a great hindrance in marketing the produce of
tribal growers with a sizable proportion of farmers approaching the market with bare foot. Bicycles and cart, though
adding some ease to transportation, is lacking the sufficient carrying capacity and also time-consuming.

Motorised transportation coupled with good road and rail network is very much necessary to break the geographical
barriers in the context of marketability of tribal produce.
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Sales Channel

SALE TO SUPERMARKET

ECOMMERCE SITES

MANDIS/COOPERATIVE

VILLAGE HAAT

DOOR-TO-DOOR SELL

ROADSIDE SELL

0% 5% 10% 15% 20% 25% 30% 35% 40%

Almost 2/5™" of the tribal products are marketed at village haats. Roadside sales are also sizable accounting 1/4™ of the
total sales. 18% Tribal growers sell their vegetables from door-to-door. A little proportion exchanges their produces
through a organized structure of mandis or cooperatives. Sales of organic vegetables to supermarket and through
Ecommerce sites are very less at 2% and 3% respectively.

It is clear from the picture that the organic vegetables grown by the tribals in the selected districts face a confined
marketplace involving mainly village haats, roadside passer-by and limited husehold customers. Greater marketing
through organized markets such as cooperatives could provide them a better price and higher risk-sharing. Ecommerce
sites could also increase the span of market and increased revenue.

Branding of Tribal Produces

H Unbranded

m Self-Branding

B Community Branding
Cooperative Branding

M Branding through E-commerce /
Supermarket

Organic vegetables grown by tribal farmers are mostly unbranded (82%). A little portion goes branded (18%) to the
market among them branding and packaging is mainly done by E-commerce sites and Supermarkets. A small portion
goes branded through Cooperatives (3%).

So, the tribal produces sold individually to local haat and nearby households lack the advantages of branding and
packaging, which diminishes the scope for their value enhancement.

REGRESSION ANALYSIS:
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Model Surnmarvh

Adjusted R Std. Error of
Madel R R Square Square the Estimate
1 9667 932 911 4.061

a. Predictors: (Constant), BrandingPackaging, Average Input
Cost, Market Proximity, Access to Market, Cold Storage
Suppor, Sale Channel, Nature of Production

b. Dependent Variable: Annual Sales

ANOVA?
Sum of
Model Squares df Mean Square F Sig
1 Regression 4989.907 7 712.844 43.231 000"
Residual 362.760 22 16.489
Total 5352.667 29

a. Dependent Variable: Annual Sales

b. Predictors: (Constant), BrandingPackaging, Average Input Cost, Market Proximity,
Access to Market, Cold Storage Support, Sale Channel, Nature of Production

Given the R-square value of 0.932, it can be said that almost 93% variation in dependent variable (Annual Sale) is
collectively explained by all the explanatory variables. Also the corresponding p-value of the F-statistic being significant
at 1% level (p-value<0.01), the goodness of fit of the model is well established.

Coefficients”
Standardized
Unstandardized Coefficients Coefficients
Model B Std. Error Beta t Sig.

1 (Constant) -6.207 4106 -1.512 145
Average Input Cost 8.319 8.408 063 988 333
Nature of Production 1.729 793 307 2181 040
Market Proximity 198 583 024 340 737
Access to Market 541 799 091 877 505
Cold Storage Support 1.454 570 295 2.549 .018
Sale Channel 1.216 730 218 1.666 110
BrandingPackaging J73 828 147 933 361

a. Dependent Variable: Annual Sales

From the coefficient table above, Nature of Production and Cold Storage support correspond to the p-value<0.05, which
means these explanatory variables have been found to be significant at 5% level.

So, the Collective production with shared input, risk and profit has significantly impacted the sales of organic vegetables
grown by tribal farmers.

Also, the cold storage availability has increased the shelf-life of the organic produce to ensure prolonged marketability,
which in turn significantly contributes to higher annual sales of those vegetables.

FINDINGS &SUGGESTIONS
The study enlightens some challenges in marketing organic vegetables by the tribal growers and prescribes some
suggestion to overcome those problems.
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A better road and rail network should be set up to help tribal growers to seamlessly bring their vegetables to the
market. Dedicated cargo vehicles with either community sharing or govt. backing could improve the transportability
of tribal produces.

A more organized production through community sharing of input, risk and profit result in lesser cost and higher
profit for the tribal growers on a sustainable basis.

Tribal growers should be encouraged and assisted to help them onboard their produces to e-commerce and fresh
vegetable delivery sites to make proper branding and extend their market outreach.

Proper packaging and branding under cooperatives can increase the value of tribal produces to boost the profitability
of tribal growers.

Infra support such as Cold storages to preserve the produces should be provided to each tribal area to ensure
prolonged marketability of tribal produces.

A proper market chain should be developed for the organic products with an effort to increase the popularity of fresh-
from-ground and least chemical usage products among consumers.
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