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ABSTRACT :

KEYWORDS :

INTRODUCTION 

2. OBJECTIVES OF THE STUDY 

3. HYPOTHESIS OF THE STUDY 

arketing plan is essential for every horticultural business 
and for efficient and effective marketing of any horticultural Mproduct or service. The objective of the study which 

practices adopted for the promotion of horticulture products. The data 
was collected on the basis of quota convenient sampling method. This 
study analyzed for the promotion practices of the fruits farmers. The 
present study is useful for the marketing agencies in the field of 
horticulture marketing.

Marketing plan , fruits farmers , promotion of horticulture 
products. 

‘Marketing of horticultural crops has several distinctive features due to the special nature of the crop 
itself. Because of their high perishability, seasonality and bulkiness, these crops require special care and 
attention in providing time, form and place utilities, which in turn adds to the marketing costs.’ Due to prevalence 
of imperfect market structure and also existence on a few traders, the marketing system of horticultural crops is 
influenced by the ultimate price realized for these crops by the growers. Perishability, seasonality in production, 
scattered production on small scale, high marketable surplus in relation to total production, localized 
consumption and relatively less inclination on the part of the consumers towards consumption of processed 
products, involve a large number of intermediary for performing different marketing activities like assembling, 
packing, storing and transportationetc. Hence, effective marketing of horticultural crops is as important as their 
production.

1. To study the promotion practices of the horticulture products.
2. To analyses the promotion strategy adopted by the farmers and marketing intermediaries towards 
horticulture products. 

H  – There is no significant differences in agreement rating for advertising in bulletins and publication are of no 0

use. 
H - There is a significant difference in agreement rating for advertising in bulletins and publications are no use. 1 
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4. RESEARCH METHODOLOGY
A) Data Collection

B) Sample Selection 

Table No- 1
Selection of the Sample

5. RESULT AND DISCUSSION 
5.1. MODE OF SALE

Table 2.
Mode of Sale

5.2. CREDIT PERIOD

This study is based on both primary and secondary data. The primary data of the fruits cultivator were 
collected from a sample of 45 Cultivators drawn from the three villages of the Koregoan taluka of Satara District. 
The questionnaire was so designed as to overcome bias to the possible extent with various checks. The required 
primary data were collected from the selected cultivators with the help of an enquiry schedule, through the 
personal interview method. Care was taken to avoid bias and several cross checks were applied to ensure 
accuracy of data. 

The secondary data were made available from the Directorate of Economics and Statistics, District 
statistical office, Horticulture office, and season and crop Reports, various journals, books and websites.

The following table explains the selection of the sample for the present study.

The researcher adopted the quota-convenient sampling method for the selection of farmers. For the 
present study the researcher has selected total 45 various fruits farmers i.e. grape growers and strawberry 
growers and to finalize these farmers, researcher selected 15 farmers from each villages, the total number of 
villages is 3. The villages have been selected on the basis of largest fruits cultivators’ villages in the Koregoan 
tehsil of Satara District.

The following table explains the details of mode of sales used by the fruits growers.

Source: Survey Data

The above table reflects the mode of sale by farmers, Out of 45 respondents 48.8 percent respondents 
have sold fruits on credit 29.0 percent respondents have sold by cash and credit, and remaining 22.2. Percent 
respondents sell the fruits for cash payments. It is noted that, majority of the farmers are selling fruits on credit.

The following table explains the classification as per credit period for sales transaction of strawberry 
farmers.

Volume - 6 | Issue - 12 | September - 2017
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Villages Sample 
Circulwadi 15 
Choudharwadi 15 
Wagholi 15 

Total 45 
 

Sr. No Modes Frequency Percent 

1 Cash  10 22..2 

2 Credit  22 48.8 

3 Both 13 29.0 

 Total 45 100.0 
 



Table 3.
Classification as per Credit Period 

5.3. SELLING METHODS OF FRUIETS GROWERS

Table. 4
Distribution of Selling Method by Fruits Farmers

5.4. STRATEGY ADOPTED FOR GROWTH OF SALES

Table .5 
Distribution of Respondents for Strategy Adopted for growth of Sales Promotion

Source: Survey Data

The present study inferred the period of payment , 55.6 percent farmers have been getting period of 
payments for 2 to 3 months , 26.6 percent farmers have been getting period of payment for within one  months 
and remaining 17.8  percent farmers get payment above 3 months. It is understood that most of the farmers get 
payment for 2 to 3 months after the sale of fruit.

The farmers have sent their produce to local market, rural and urban market, and domestic market.  The 
farmers sell their produce through direct method or with the help of commission agent, traders and the like.  The 
following table reveals the details of different ways of selling of fruits.

                     Source: Survey Data

It is clear from table that, the majorities (53.3%) of the farmers have sold their product through 
commission agents, 20 percent farmers have sold their products through wholesale traders, and 8.5 percent 
farmers have direct selling the market. 11.1 percent farmers have sold through wholesaler and processing unit. 
Researcher has observed that most of the farmers have sold their fruits through commission agents.

The following table explains the opinion about strategy adopted for growth of sales by farmers.

Source: Survey Data

Available online at www.lbp.world
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Sr. No Variables Frequency Percent 

1  1  Month 12 26.6 

2 2 - 3   Months 25 55.6 

3  Above 3 Months 8 17.8 

 Total 45 100 
 

   Sr.No Variables Frequency Percent 

1 Direct Selling ( Local Market ) 4 8.8 

2 Commission Agents       (CA) 24 53.0 

3 Processing Unit  5 11.1 

4 Wholesaler Traders         (WT) 9 20.0 

5 For Retailer   3 6.6 

 Total 45 100.0 

 

Sr.No Opinion  Frequency Percent 

1 Yes 14 31.2 

2 No 31 68.8 

 Total 45 100.0 
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It is found that out of 45 respondents, 31.2 percent respondents have adopted strategy for growth of 
sales promotion, and 68.5 percent respondents have not adopted for growth of sales promotion 
strategy.Researcher has observed that maximum numbers of farmers are not adopted for sales promotion 
because there is no awareness about sales promotion strategy to the farmers.  They have poor knowledge about 
sales promotion strategy.

Promotion mix is the final elements horticulture marketing. After the Nature of the product is decided its 
price fixed and method of distribution adopted. The most widely used method of promotion are personal selling 
Advertising and any other. The following table explains the types of promotion practices adopted by the farmers.

Source: Survey Data

The above table  indicates that, for the sales promotion practices adopted be farmers among the 45 
respondents, only small percentage was found that promotion practices out of them (55.6 % ) majority were 
participating in horticulture products festival, and also the farmers have adopted two direct selling, among 
them,  (15.6 %) have operated stall for promoting horticulture products. 

Here, the farmers asked the need of develop special website for fruits promotion. The following table 
explains details.

Source: Survey Data

From the above table reflects that farmers opinion about developing website for promotion of fruits. 
Out of 45 farmers, the majority (62.2%) farmers opined that there is need of website for fruits promoting of 
website for fruits promotion and among them 37.8 percent farmers opinioned that, they have no need develop 
the website for fruits promotion.  

5.5. PROMOTION PRACTICES ADOPTED BY FARMERS

Table 6.
Promotion Practices Adopted by Farmers

5.6. NEED TO DEVELOP WEBSITE FOR PROMOTION 

Table 7.
Opinion about Need of Develop Website for Strawberry

Available online at www.lbp.world
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Sr.  
No 

Variables Frequency Percent 

1 Do not adopted 25 55.6 

2 Direct   sales 5 11.2 

3 Stalls 7 15.6 

4 Festival 6 13.2 

5 Advertising 2 4.4 

 Total 45 100.0 

 

Sr.No Opinion Frequency Percent 

1 Yes  28 62.2 

2 No 17 37.8 

 Total 45 100.0 
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5.7. TESTING OF HYPOTHESIS 

Table 8.
Table showing Avertising in Bulletins and Publications are No Use.

6. SUGGESTIONS

7. CONCLUSIONS

REFERENCES 

H  – There is no significant differences in agreement rating for advertising in bulletins and publication are of no 0

use. 
H - There is a significant difference in agreement rating for advertising in bulletins and publications are no use. 1 

The above table shows that the largest absolute difference is 0.644444, which is known as the 
Kolmogorov-SmrinovD value. For the purpose of present study the sample size is 45 and the critical value of D at 

an alpha of 0.05 level of significance is,            . Hence, the calculated D value is more than the critical value of 

0.20, the null hypothesis that there is no significant differences in agreement rating for advertising in bulletins 
and publication are of no use is rejected. 

Advertising and publicity media should be expanded within the country and outside the country. It is 
strongly suggested that there should be international company launched by the various fruits growing states 
with foreign marketing association and organization. 

Industry owners and marketing intermediaries should focus on the local media of advertisement like 
cable, TV, Radio. Newspaper digital banner, poster, and wall painting wherever possible with due permission 
concerned owners of houses buildings.

It is concluded that large numbers of the farmers are not adopted sale promotion Strategy for 
horticulture products .The small percentages of the farmers employ sales people in their farming to facilitate 
marketing.  The majority of the farmers do not participate in special events.  Like exhibition trade fairs etc. asa 
method of sales promotion. 

PatilS.L (2005) A Study of Export of Horticulture Products: With special reference to selected fruit crop, 
Ph. D Thesis, Shivaji University, Kolhapur.

Berry G.C (2008) Marketing Research, Tata McGraw Hill publication, New Delhi, Pp.281-284, Fourth 
Edition.

Kothari C.R. (2012) Research Methodology, New Age International Publication, New  Delhi.pp-218-219
National Horticulture Board, Statistics Annual Report 2012-13, 2013-14, 2014-15.
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Response Observed  Observed Observed Null Null Absolute Difference 

Observed Com. Prop. 

& Null Cum Prop. 

on Impact Number N Proportion Cumulative Proportion Cumulative 

    Proportion   Proportion  

Strongly 

Agree 

38 45 0.844444 0.844444 0.2 0.2 0.644444 

Agree 4 45 0.088889 0.933333 0.2 0.4 0.533333 

Indifferent 3 45 0.066667 1.000000 0.2 0.6 0.400000 

Disagree 0 45 0.000000 1 0.2 0.8 0.200000 

Strongly 

Disagree 

0 45 0.000000 1 0.2 1 0.000000 
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