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EXECUTIVE SUMMARY OF THE MINOR RESEARCH PROJECT REPORT
Brief Introduction

Raigad district is in the western part of Maharashira. Thane, Pune, Satara and
Ratnagiri districts are close o this district. District involves total 15 talukas, 1851
villages and 91 towns. Arabian Seu to the West of the Raigad district as a resull of this
climate is hot and humid. District receives a lot of min due w clouds coming from the
Arabion Sca to the west are blocked by the Sahyadri Mountain. Soil of this district is
clayey and red. There are many rivers and tributaries in district. All these natural
conditions arc favorable to grow diffcrent fruits on a large scale basis.

Kokan mangoes are world famous; especially Raigad Alphonso mangoes have
high demand in national and international market. This fruit is one of the wost favorie
and liked fruil of the world. Mango cultivation arca of Raigad district is 165100 hector.
Majority of the furmers are engaged in production of mangoes, Mango is the cash crop of
district farmers. Marketing of thesc mangoes is hampered due to various problems and
risks, Most of the mungo farmers give mango orchards/trecs on contruct basis which
sepuules the responsibility of cultivation and marketing.

Most of the farmers select local und regional markets to scll mangocs. Hence they
do not take proper care and required cfforts for cffective marketing. High quality and big
size mangoes arc sclected for national and internationul sale. Along with mango
production mango products like mango wadi, mango chips, mango poli. mango juice ete.
arc produced in Raigad district. One of the major problems Raigud people are facing is
the unemployment because of which people prefer to go to cities to seck jobs.

Research Methodology

» Duration of research: - Duration was of twao years.

» Jurisdiction of reseurch: - The research jurisdiction sclected wos Raigad distict,

% Rescarch Problem:-Mango production in Raigad district is large but marketing
process is subject 1o different problems. The rescarcher decided 1o know and study
these problems.

Sample size:-50 mango business firms sclected as research sample,

Sampling wethod: - Convenience Sampling method used 10 sclect sample.

Dara Collection: Both primary (Questionnaire, Persomal Interview, Telephone
Interview and Obscrvation) and secondary data (Relerence Books, locul Newspuper,
Mugazines, Reports and Internet) were colleeted for this reseurch.

Places Visited: - Mango orchards and Agriculture offices in Raigad district.
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7> Objeclives of the Rescarch
1. To study marketing procedure of mangoes in Raigad district.
2. To explore the opportunities of development of Ruigad mango murketing.
2, To know the problems i marketing of mangocs in Raigad distriet.
3. To suggest remedies to solve the problems in marketing of mangoes in Raigad district.
# Limitations of the Research
T'his reseurch was limited (o the wrea ol Raigad districl,
The duration of research was two years.
The conclusions und suggestions are based on data collected and analyzed.
» Significance of the Research
This research is uscful 1o various partics reluted to mango markeling and
candidates who wants o research on mango marketing. This reseurch will help to
investigate the problems of Mango Business Finms in Raigad District. The prospective
development and expansion ol Mango Business Firms in Raigad District will gencrate
more employment opportunities for the district and outside people which will result into
increase in standard of living uf the people. The rescarch will find out the opportunities
for Mungo Business Firms in Raigad District to incrcase mango business in local,
regional, national and international market,
Review of Literature
The literature in Basic Marketing and Modem Marketing books i3 reviewed to
know the marketing related concepts, The rescarch papers related (0 mango marketing
are also reviewed (o collect addilional references, "Marketing Management® the book of
Philip Kotler is reviewed to collect data about markel segmentation, markefing mix, rural
marketing, ayricullure marketing ele, *Busic Marketing” the book written by William D
Perreault is reviewed which has stated that a firm should select market oriented atrategy
for customer satisfuction.
Findings
It was found out that 100% of the mango businessmen strongly accepled that they
face various problems in storing, packing, handling and transporting ol mangoes. 80% of
the mango businessmen ngreed that thy mango farmers in Rugad District prefer indirect
channel of distribution for selling mangoes in national and international markers. 52% ol
the mango businessmen strongly agreed that production ol mangoes in Raigad district is
on a large scale basis, 96% of the mango businessmen strongly agreed that distribution of
Mangoes in Raigad district is not effective.




Due 1o unawareness aboul intemational markets and lack of murket information,
monge [armers in Ruigad Distriet prefer indircet channel of distribution for selling
mangoes in national and international markets, In Raigad disinct, adequate and
improper warehousing, transport. packing and packaging, grading and plucking facilities
have to lead 1o high scale of wastage of mangoes. Existing promotional eflorts are not
sufficient to promole mango sale in distant markets. Online advertising may be the best
oplion to increase demund  in international markets. Proper markeling manugement can
facilitawe the mango business firms in Raigud district 1o promole and expand their mango
marketing business,

Conclusions

High scale ol wastage, moody monsoon. unexpected chunges in climate, ctc.
problems have hampered the mango production. Warchousing, grading, and packing
facilities are not adequate and proper which have affected the elfectiveness of mango
markeling. This is the busic reason to caler local and regional markels preferubly. For
these markets special care and efforts are not undertaken to promote sale. In local market
mangoes are sold on roadside withoul any shed. Apart from this, most of the mango
business firms in Shriwardhan-Raigud do not avail the benefits of government schemes
due to unawarcness. Promotional measures undertaken are also not adequate 1o fetch
profit, Because of contracting mango orchards und using indirect chunnels of distribution
the returns of mango larmers are very less as compared to their hard work.

Suggestions

There should be focus on encournging farmers to parlicipate in mango production
as well as marketing, Mango farmers should be always in touch of Agriculture Ollices of
different talukas 1o avail the benefits of various agriculture and horticulture schemes and
policies. To uvoid high scale of wastage of mangoes marketing fimctions like hundling,
sorting, warchousing, packing, loading eic should be undertaken very carcfully and
properly, Heavy advertising and publicity measurcs should be undertaken to promote
sule in distant markets. Joint efforls should be undertuken to minimize marketing cost
and to market dircctly in national and inlemnational markets. Proper marketing
management s essential for fotching profil, surviving mango business, generating
employment opportunilies and improving sundard of living of people in Ruigad district.
Contribution to the Socicty

T'he main focus of this rescarch is Lo identify marketing conditions and problems
in the peripheral arca. Different communities in Kokan [ace many problems like low




literacy level, lack of adequate educution facilities, unemployment. more dependence on
natural resources 10 get income, low standard of living ele, 'Though natural resources are
abundan! in Shriwardhan-Raigad bul they are needed to be ulilized properly and
optimally. The natural conditions in Raigad district are luvorable to grow diferent fruits.
The need is to market these Iruits cffectively to increase the returns of farmers and to
improve their standard of living. Unemployment is the basic problem iy Raigad because
of which most of the people prefer to go to nearby citics and cven to foreign countries.

Ihe outcomes of this research arc uscful to mango farmers, middlemen und
various parties related 10 mango marketing and cundidates who wants Lo rescarch on
mango marketing. This research has investigated the problems of Mango Business Firms
in Raigad District. This will help to overcome these prohlems successiully und promote
mango sule in distant markets, The mango farmers who used to give their mango
orchards on contract basis will realize the disadvantages of this system und will prefer to
do direct marketing. This will improve their self confidence und sharc in the profit which
was earlier taken away by the multiple middlemen,

The study of profile of mango business flrms in Ruigud has helped to know the
contemporary markeling practices which cun be improved in the [orthcoming era by
effective utilization of natural resources. This research is also useful to know the further
markeling opporiunitics so that they will be grabbed by the mango business firms before
the competing firms [rom diffcrent states and nations, The prospective development and
expunsion of Mango Business Firms in Raigad District will gencrate many seasonal and
non seasonal employment opportunities for Raigud people. It will solve their problem ol
uncmployment and will prevent their departure from fumilics. This research will not only
helpful 10 the Mango Business Firms in Raigad District but also to all other Indian
Mango Business Firms for their development and expansion.
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Introduction:

india has o lerge rangs of varintles of fruits in it basket The overall producton of Norticulluwe crops registered an
increaie of §.0% during 2004 2005 25 compared to 20032004, Horticudture is an allind sctvity under agriculiore sectar,
partic pation In waich not only results Inircremental Incomes to the coltivatars but also in ponesating employreant in
rural aregs. Truit culbvation area of Maharashtrz is 6 |ac hectors. Konkan™s frult cultivation area 15 1.3 ac hoctar,

I Maharaahitrd peoduction of Falts F2e mangn, mahunut, coconut, jackfne, jamun, kokem, batana, bitternut ot =
centraised in kunkan regon. The Kenkan region of india inchudes Murmbai and Mumbal Suburban, Raigad Districy,
Ratnngirl Cstnct, Sindnudurg District 20d Thane Distrct. Agriculware 15 the predominant ocoupation 1 e Konkan
Region. KMajarity of the farsmars are engaged In production of fruits. Thay perter cultvation af frults becsuge of
favorable cimate, uoil and ranfall, Thasz are wricus forts, haly places, heaches aad hill statiors In Konkas Regon
Marnvy Indian and Forsizn tourkst visit to this region and they fall in love of Kokan fraits, This induces © lind out and
study the aroblers of manpo business firms.

Table No1 Al Ind'a Area 248 production of Frat. Srea ( 00U kactor |, Produetion | 000 tanes )

[ Teop 2004 2005 I 2005 2006 2006-2007 |
{ Area Production | Area Production Area Produeson
|‘ Frue SUAS S0837 l 3339 55397 3506 S3227

Foliow ng table indicates the fruits production ares bn Maharasstra
Table Na.2 Froduction of Fruits in Mabarashtra,

[ Se.Nc. | Marme of the Sroduction in |
* rusit nertur Arz3 wise distribution of Agricaiture Product Market
3] Margn J02183 ‘ Committee| Nan Matels)
o Cashaw 570
b2 Chickoo | 17558 |
04 Banans G181
. —
os Crapes 14595
T oe Pomegranate Z7124 N
o7 Nerries W76 |
0B Orange TEGAS
T Swest lirm 32713 |
10 Lemon E456
= Guava 13029
32 Custard =pple 12299
13 Coconur 36163 |
14 Butternut 1825
15 Other 12709
fotal satqan
= %

Fruits rultivaticn in Kankan 4egion i on farge scale but The marketing is not yot ollectve. There are many chalienges
which restrict the Knnkan T1uils Marketers Lo &ppiy direct chansal of marketing for nationad 2ad Intoermationz! market

E
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Oestriutian Channads uied Dy Konkan Fruits marketern,

R T S e I
‘ 18 Level Channei) [ (L Levei Channel) ‘ (2 Levol Chuunet] |
= | B |
T T (fortoraisatsl | (ror Regiona! and Natianst sale] ' T TiFe: iernationd sale)

|
!’ ‘‘ Mango Producers | --Eﬁm“--—‘~--‘“m“-°']
' loiucm | wod Agent :
| 1 : Cy Agert I
' Local consymaer e stic Conspmer ‘

____L_ Foraign Consumers

——— — — —

i the world of Glolisstion they have muitiple 0Dpounities 10 expond frults marketing. Yol sikcass 5 not their. A
majority of Xonkan area 's hilty aed romote areg it 0ot devrloped sactally a0t cosnomivally, Inere are 58S/ villages in
rrtire Kokan Regicn, where liverscy rate 15 very low. People face snemployment prablom. Maoeity of the prople
Raigad, Ratnagiri and Sindnudurg district are migrated to Mumbal and Pune 10 cam money

Urerature Review

The Look ‘Maharasntatil Calyade’ Is written by AV, Patil and Karale. The book provides relevant information regarding
the fruits variotion, cultvation ares, producton and productivity in Maharpshtra and fruits export.  ‘Rescarch
Methodalugy, Mathods and Techaigues’ 2 well-known bouk on the subjact of retearch Methodoloay. It is writien by
eminert suthoe Mi. €. K. Kothan reveals the detall mformetiun sbous the Mothodology of research, 'Mareting
uw'v-mawmmww.vmw.ummu«.mmm.m»mmm
book =oaming infornation relsted with various concapts wch as market, rmarksting, markeUng conceots, nallstlc
marketing, moderm marketing asd traditione: markeling. This bouk 2'50 reveals the swope of modern marketing,
Peavional Mortieuiture Mission' is Do special saue of the magaring ‘Shotkan’ (Murch April 2006 jThe Baur contains
wvarlous artickes regarding new orchards formation, deve'opment programimes and sgriculture market iscility conters
and ine various scheme s sdroduced oy the Government of indis,

Resecorch Methodology

A sample of 50 marketess of frums in Raigad district oM Konken region s selected by Swgls Random besls for sty
purpnse, Primary data is coliectsd by undertaklog intorviews of these markoters. Obszevation method i sise used to
collect primary data Data is analyred by using percentage method,

Conclusion

Nonkan s matketers n India do face many problems such an Coutly export, lack of proper storage fsclity,
inadequaie cooperative MIrLIMIng, haph excise duly. leck of trainng, high scale of wastages, San Ly soIne cogatri2s on
‘mport of Indian fruits, inadegeste snd improper transport and other N Ssiiucture faclties non swareness of
EOVEIRMEnT schemes, Leasonat prosuction, exgioitation by diy agents and Lack of standardization and grading faciitie=
E-commerce, critical expert formaities, compulsion of phytosinitawy certificate, competitinn by other courtries,
glabalisation, ncressed demand of qaality standards by forcigners, ot arw the challenges Sefore thermn. Improvement in
Wieracy ‘evel, trainkng and Sroper MErkeling Manugemen can help thom to face theswe challenges,
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INTRODUCTION

By way of geographical dispersal and in terms of population & number of houscholds, the Indisn rural
markel is much lurger than Indicn Ueban market. Abouwt 840 million people lives in villages of India.
The scene of rural market is changed considerably due 1 wresn cevolution, favournble government
policies. rising literacy level, development of infrastructure facilities, impact of media and change in
rural consumer uttitude. This has increascd the potential of marketing various consumer gowds in rural
areas, Rise of rural market has been the most importunt phenomenon of the 1990's which has provided
opportunities 1o many companics ta enler o the rural markers.

The Indian marketers as well as multirutionzis like Colgate-Palmolive, Godrej, Phitlips, Hindustan
Lever, Parle Foads, Procier & Gamble, |G, Samsung, Bajai Auto, Dabur and many more have increased
their focus in the rural scciors. Roral react: is showing un increasimg tend Ruomi India is emerging as
large markets for 2 number of poods and services. fnancial seevices, hesliheare, ccucation and
telecommunication the list seems 10 be endless. In facl, the rurnl markets are expanding in India at a very
rapid pace. That is why the president of the Confederation of ladizn Industzics rightly said “The winners
of tomorrow are zoing o be these who focns en rure! India.”
Significunce of the study

e The litestyle of rural consumers is changed,

s Many companies shifted lovus on rarel inackars from urban maockets.

*  'Gorurzl® is the best option Tur companics (o expind marketing activities.

o Ttis nevessary ut kaow and fulfi'] Tne 2rowing avd clianging peeds of rura! corsumers

@




» Marketing opportunities in rural area are raised.
« Researches into rural markets will reveal the emerging dimension of the market.
Objectives of the,study
o To study the new trends in the rural marketing.
» To study the scope of rural marketing in Raigad district.
s To know the changing profile of rural markets in Raigad district.
« To find out the marketing opportunities in rural markets of Raigad district.
Methodology of the study .
As there many dimensions to the concept of rural marketing, secondary data is collected and used
for this study. The secondary data is collected from books, magazines, reports and internet.
Statement of the Problem ‘
70% of India’s population resides in rural areas. There are great marketing opportunities in rural
India. The profile of rural markets is changing rapidly. With the changing of rural trends, companies
have to also change their marketing strategies. They have to create new issues and strategies which will
be exclusively for rural markets.
Review of Literature ‘
Philip Kotler in his book ‘Marketing Management’ explains that form time to time, companies need to
undertake a critical review of overall marketing goals and effectiveness. Each company should -
periodically reassess its strategic approach to the marketplace with marketing effectiveness reviews and
marketing audits. Strategic marketing, book of S. Shajahan, explains that the modern organisations
should initiate a dialogue with rural customers and should draw new ideas to improve products for
fulfilling changing customer needs. William D Perreault in his ‘Basic Marketing’ explain that a firm
should select a market oriented strategy for customer satisfaction. T.P. Gopalaswamy in his ‘Rural
marketing’ said that there is large potential offered by the rural markets, there is need to understand the
markets not just in terms of households and population, but in terms of their cooperation pattern, income
generation, marketing arrangement etc.
PROFILE OF RAIGAD DISTRICT RURAL MARKET
. Raigad District is in the western part of Maharashtra. 2.32% geographical area of Maharashtra is
covered by Raigad District. The Arabian sea is to the west of Raigad District. The Raigad District
involves total 15 talukas which are Alibag, Murud, Ren, Panvel, Uran, Khalapur, Pali, Tala, Karjat,

Mangaon, Mahad, Poladpur. Mhasala, Roha and Shriwardhan. Raidad district involves 1851 villages

81
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and 91 towns. Raigad District is a tourist center having natura.l heritage. The historical background, sea
behches, forts, ancient temples are the attraction points for the domestic and foreign tourists who
frequently visit to the district. 2.37% of Maharashtra population resides in Raigad district. Agriculture is
the main occupation of Raigad District people. Green revolution has achieved a break through in
agriculture. It has increased agricultural production. 14% of rice in Maharashtra is cultivated in Raigad
District. Mango is the cash crop of farmers. Mangoes, areca nut, cashunut, spices and fishes of Raigad
district are world famous. Population of Raigad district is increased from last two decades. Following
-chart indicates the increasing population of Raigad District. ;

Fig. 1 Increasing Population of Raigad District
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The literacy level is also increasing up to 55% in Raigad District. More than 9 newspapers are leading in
the district. M.1.D.C. areas are in Panvel, Khopoli, Kamothe, Roha, Taloja, Patalganga, Mabhad and Vile.
The biggest still market of Asia is in Kalamboli from Raigad District. Per capita income of the district is
increased due to employment opportunities generated by the industries in the district. Following are

some of the companies operating in Raigad District.




Table No. 1

SeNo. | Nume of the company

[ b . X Hindustan Organic Chemicals
o Hindustan Insecticides _j
T Natioeal U hemicals and Terdliars
{04 "_| ledian Peirochemicals
15 Indhan Organic Chemicals 1
'__OO;’ 2 Maharashirs Agro lndu-t_t:n =1
(o7 Abite Morarji & Pandit Colour Cherr-.
08 Hyco Products :
[ o ecpuk Fertilizors & Chemicals
10 Reliance Textiles Industries
M Reliance Indusires i
(B Girindwell Abesevz
11 [Tedian Akaminum i
4 Sanghsayi Steel
5| Mahindrs Uniz Stoe! )
T3 Ramiiean Ispat ¥
17 | Zenwth Steel Pipes and Incusirics
L i Hindustan Coppes |

There are many industries in the district enguged o making cerdbonrds, producing medicines,
muking tikes for houses, making iron pives, making bicks, mahing Ganesh iols at¢. Following goods
are supplod w0 Kaigud District from other pans of Meharashira,

Tablke No.2 Goods sapplied 10 Raigad District

[SeNo. ~ Goods — * Supplied from ' '_'
o | Building materinl Mumbsi
02 | Whest, Jawar : Pusie
o s g i Satara, Karad. Lonand, Wal =
Vi Medicines T i B
s Esmim Vegetnbics Fune
6 ' Shes Merbe., Pire !
uF Cuosmetics ' Mumbai
'W Teicvision, Wash'ng machines, I Mumbs i
Bl i SN IO RSP N



.

Following geads sre supplied on a lavge seale from Raigad District 1o other parts of Maharashtra
Table No. 3 Goods supphed from Raigad District

§rNo. [ Gands g Supplied 1o A
01 Rice 7 Entire \lnhard\nlm. some pans of indm {
Uz | Sul a Ratnagici, Dacshi,  Lawr,  Nanded.
S e i .P'grhhmn_i,Solaplll'l’andhﬂrpur : NE
(3 Specific Vegetables Mumbai
(From Pen, Panvel, Liran) '
04 Fishes "Entire Maharashtra, some parls of India
{From Revdanda, Revas, Murud, | and Forzign wunmu
%hnwurd&.a n, Karanja and Liran)
[05 Poha Pune, Thane, Mumbai
(From Pen, Panvel, Rohe) . ‘ '
06 Areca nut. Cashunut, Coconut " Fntire Mubaocashiea, some pans of India |
i From Shriwardhaz, Muruch and Foreign countzies, :
:U’." T Ganesh ldols "Enlive Maharashtea, some parts of India
| LS and Forgign countries 5

As far as the region ol Raipad gisteict is concerned the neainess of the northern region to the cities liks
Mumbai and Thane on one side and Punc an the other, the district is developed in all the aspeets as
compare to southern region of Konkan. There are tremendous changes in the environment of Raigad
District Rural Marker, As major Raizad District markes is covered by rural area, there is scope for rural
mirkeling. Demand of the eernzin preducts ke shampoos & tea powder {small sachet), Mace povdet,
biscuits, madicines, statiorery, pack food items, soaps, toothpaste, toothhrush, mobile handsets,
television sers, health drinks. celd drinks, ics creams e, is tremendously increased in cecent yecars.

Services like communication, insuranee znd transport are also having high demand in Raigad District,

SUGGESTIONS
In 1hc following areas nev marksting surategics should be aoplied by the companies:
s Segmemation: - For developing und implementing any strategy for the sucal acket company
sheuld do appropriate segmentation of the ruzal marke:. .
e Competirive Stratepy: - Company should con :«l | or the laciors fike suppliers, petential entrants,

substituts products and comoelitors.
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s Preduct Steatepy: - The product design showld be rural market oriented. Decisions regarding
pecking, branding, labeling, logo. symbols ete. should be taken Ay considering rural eulture and
lanzuage.

o Priving Strateay. - Company should ciler the eural prospeets maximum value for the money
spent by tixing fair price. g

o Communication Strategy: - By 1aking inte consideration uspications, fear and hopes of the rvral
cansumers communication package is 1o be cenfirmed. .

e Dismrihution Strategy:- (.‘ompan'_\- sheuld easure reach and visibility, reaching vp to mandies,
wrgeting farger villages, understanding t: peak seasons. proper collaboration for disiributars and
1 develop strong own distzibution natwork.

o  Souial Suatem: - Company should be seviely oriented, For this il should cncovrage prirasy
educatinn i villages, arranging for aduli educetion, partnership with NGO, and providing

cmplovment apportnities to rural people.

In the worid of globalisation, lideralisation and privatisation, rurul markers are totally changed by
various dimensions. Thouah in last some decades rural markets were aeglected hy the Indian companies
i in recent vesrs it is became the centzal peint of their marketing, Increases in litéracy lovel, increase
in ne capita income, impact of media and vrban mituence have changed the life stvle of mral people,
Now like urbsn peeple. tural peaple also orefer madern, uncommeon and fashionable produsts. Theretfore
it s essenviz! 1o change the markeling steategies which will be suitablz for rural markets, There is wide
suupe tor marketers W adopt new merkeling stateg'es rurz! imarkess i Raigad District,
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Logistical Challenges Before Konkan Fruits Marketers

Prof. Mrs. Nazare Kalyani Sandip
Arts, Commerce & Science College, Shriwardhan. Dist, Raigad,

Introduction -

The term Tagistics comies from the late 197 Century trom French word Logistique i.e
foger means 1o lodge, It is developed in 1950, Logistics is the management of the flow of
resources, between the point of origin and the point of destination in nrdor to meet customers,
corporations and legal requirements. These resources are items such as materials, equipments,
food, liquids, animals, energy, stall and sbstrset items. The logistics of physical iteins usually
involyes the Intcgration of Information flow, material handling, production, packaging,
inventory, iranspartation, warchousing and often securicy.

Logistic is the science of gerting supplies and materials o where they need to be in an
effective and timely manner. Itis the part of supply chain management. Ttis delailed coordination
ofacomplex operation involving many people. facilities, or supplies. Business logistics includes
all industry seetors and aims to manage the froition of supply chains, resultant eMiciencies and
projeet life cyeles. Due o incrcasing complexity of supplying businesses with materials and
shipping out products in an increasingly globalize supply chain, business logistics is gaining
inportance. Logistics s for havang the nghtitern i the nght quantity acthe right time at the right
place for the right price inthe right condilion 1o the nght customers,

Logistics management is the govermance of supply chain functions. Logistics
management aclivides typically include inbound and outbound tansportation management,
flect managanent; walciosing, iaiviials i, vrderfutiiimeny logisues nelwaork design,”
inventory manzgemenl, supply/‘demand planning, and management of third parly logistics
services providers, To varyving degrees, the logistics function also includes custumer service,
sourcing and procurement, production planning and scheduling. puckaging and assembly:
Logistics management is part of all levels of planning and execution -- srategic, operational and
tactical. It is an integrating function, which coordinates all logistics activicics, as well as
integrales logistics activities with ether fimetions including marketing, sales manufaciuriog,
finance, and information technology. Logistics mahagement is that pait of the supply chain that
plans, implements, and controls the cfficient, eftective forward and reverse Tow and storage of
goods, services. and related information between the point of orgm and the pomr of
consumption in order to meet customer reguirements. This management consist of;

Mauterials management

Channel management

Distribution (or physical distrihution )
Supply-chaim management

Logistics is an essential activity for every finm. Logistics aclivities are often invisible to
cimsumers. Theses activities include procurement, maintenance, distribution and replacement of
personnel and material. Breakdown in these activities can result 1o dissatisfied consurners and
lost business. Henee planning of these activities is essential for eflicient and efMective Torward
and reverse How and storage ol goods, servaves and relstes] information. The main ficlds of
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logistics and acrivities including in cach field van be broken down as follows:

Sr, No Field Activities

. 01 Procurement Ingislics Markel rescarch, requirements planning, make-or-
buy decisions, supplier management. ordering,
and order controlling |

Production logistics  Lise availuble production cupacitiss, organizatione!
concepts, luyoul planning, production planning, and
control.

03 Disuibution logisties  Delivery of the hmshed products order processing

warchousing, and transportation. ;

a2

T A R Y R S T R T TSR ) gy |
U Aller-sales logistics  Provide effective sfter sale service, sending i
; company represenatives, showing demonstrations
05 Reverselogistics  Reduce logistics cost(s) and echance service{s) |
i related to the disposal of waste produced during
! the operution of a business.

U6 ‘ Disposnl logistics  Reuse ol products wikd mulerials, manazement snd
| the sale of surpluses. return marerial and product |
' ool o vendor. 3 , v ¥
07 Green logistics All activities of the forward and reverse How,
i attempls to measure and minimize the ecological
S s __impuct of logistics activities.
08 | RAM logistics Complicated technological systems. 1
Kaonkan division is one of the six administzative divisions of Maharashera state in
Indin. Tn 1961 the Konkan region became a part of the newly formed state of Maharashira,
Prior 1o this it was » part of Bombay province which was split o form Gujacat and
Maharashtra 12 comprises the Kankam ragian, whirh oeeunies the eplire wesr coast. of
Maharashtra. The two districts in the state capital Mumbai also full in Konkan division,
Kokan region includes Mumbai, Mumbai Suburban, Raigad, Ratnagiri. Sindhudury, Thane
districts. The arca of Konkan is 20,746 &m®. And population of (his region is
248073532001 census). Literacy rale is 81.36%. Aren under irriaation is 438454 ks,
The Konkan is 2 coastal strip of land bounded by the Sahyadrs hills on the cast, and Arahian
Sca on the west. The Sabvadri Mountain range ("Western Ghats") forms the eastom
boundary ol the Konkan, and the Arabian Sea marks the weslem boundary. The southern
bourdary is the Gangavali River. The Mayurs River forms the northe:n houndary. The
Konkan Coast is a rigged section of the western coastline of India. It is o 720 km long
coastling, It consists of the coastal districts of Karnataka, Maharashtra and the state of Gos,
Tt js a land where mythology breathes side by side with cconomic growth, a land with rich
minesal resomes, dense forest cover and a landscape tringed with paddy. coconut and
mang rees, ; ;
The heavy rainfall, hot and humid climate and well drained soils mauntainous
- undufating and sloppy terrain of the Konkan is very much conducive for the cullivation of
various fruit crops. These fruit crops pive comparatively tour to five more retum per unit
area than the traditional cereal crops. In Konkan about 3 lakh hectare area has been brought
under fruil crops during last decade, However siill about 4.0 lakh hectare cultivable Jand is
available for plantation of fruit crops,
This region is famous for Alphonso mangoecs, bold cashewnut, kalipatti sapota fruits
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and Shrivardhan's variety of Areca nut, Few years ago and even now Alphonsa mango is the
symbol of Konkan Region, which is one of the best in terms of sweelness, richness and
flavor. The southern district of Ratnagiri and south northern. parts of Sindhuderg in
Maharashra state, including regions around the Devead and Taluka, produce the inest
ouality Alphanso mangoes in India. The varicty grown in Ratnagin, Devead in the Konkan
region oi Maharashtra is suppused to be the best and little more expensive thanall.

Following fruits are cultivated on alarge scalein Kokan Region;

Sr. Nu Namwe of the Sr,No|  Namc of the
DI 13 ) ST S Fruit
0l Mango 11 Karonda
0%\ Cashewmut Bl
T Kokum 13 - | Caconul
0 J'uckﬁu'ir_.——l—Ti i Sapota
05 | Saporta R i Arcea nut
6 -"l ' Bunana 16 Nutmeg
7 Chickoo 7 Karvand
08 | Cucuwbe L [ Acnla
~ Pupnis 19 Papava
R g * Cashew nut [ 20 T Amla

St.No . Nameofthe . _ Avea {inhector) . The Governmen: of Muharashtea alse

; - s gealized the importance of fruit crops
| in employment peneration and

A : 47 : 2 20 X X
,.g‘; e Mango ;14 ‘OOQ ' uplifunent ol poor marginal farmers
U‘, shew ot LaAA.000 and ]aunchcd ar ambitious

T Qaria —ataan_ 7 Employment Guarantee Scheme
B S =090 | Linked with Fruit Craps Cultivation
04 Jackfruil 100 in Maharashtra State. Di. Balasaheb
Wil ) e . Sawant Konkan Krishi Vidvapeeth,
05 Kokum 100 . Dapoli has made significant
RV e i e e contribution in the development of
U(’ ”_E’:imm : 28,000 Hortieulture in the Konkan fcgion by
07 Araca Nut 204) - release of improved varicties,

AP =X L _ standardization of package of

practices, pest and disease pntrol, use
of growth regulators for regular and high yield, training of youth and farmers in nussery
rechnigues, production technology and post harvest echnology of fruit crops ete. Ithas also
done rescarch work for solving some of the vital problems in fruit cultivation and expost of
frusts, The area under fruit czops in Konkan region is as tollows:
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Review ol Literature

The Oxford Frglivh Dictionwy delines logistics as "the branch of militarys science
relating 1o procwing. main@ining and trsnsporting matenal, personne! and Jacilities.™
However, the Now Ozford American Dictionary dofines lowistics as "the detailed
coordination ol a complex operation involving many peaple, facihities, or supplies”. und the
Oxford Dictionary on-line defines it as "the detailed organization and implenentation of a
complex operation”, As such, fogisties is commonly seen as a branch of engincerng that
creates “peoplc systoms” ratirer than “machine systems™. Acanding 1o the Council of
Laogistice Managcment, logistics mcludes Gie wilegiatod plaoning., costred, realization, ad
monitoring of all internal and network-wide matenal, purt, and product Naw, including the
nocessary informanon flow, industrial und trading companies slong the complere value-
added chain (and product Hife cycle) for the purposc af conlorming 0 customar
requiremenis

T ogistics relers to the physical supply of woods or movement of poods from producer
to consumar. This includes functions hike transportation, storage and warchousing done by
the mancfacturer. (Dr. Tunmay Panda. 2004). Markcting manasger has o coordinate
Logistics activitics among firms. Targe corporations oflen tuwm to other firms that specialize
in Logistics, {William 13 Perreanlt, 2010} Logistics invalves planning the infrastructare to
meet demand then unplementing and conrrolbing the physical flows of palerials and final
goods from points of origin to points of use, 10 MEST customer requirements at » profir.
Market logistics lesds 10 an examination of the most efficient way to deliver value. (Kotler,
2007). The mamn ficlds of Logistics are Procurement Logistics. Production Logistics.
Distribution Logistics and Disposal Logistics. (D1 Parag Ajagaonkar, October, 201 3)
Research Methedology

1.Statement of the Problem

Fruit Markelers in Kokan region have blessing of nature im torm of favourable of
climate, heavy rainfal] and suitable soil. which facilitiste tor large seale praduction of fruits.
But lozistical challenzes they do Mo mintmize the pace of troit mark et
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2. Objectives af the Study

- The study is undertaken to achieve the tollowing ohjectives
Toidenlily the logistical challenges in marketing o Kokan fruits,

Toknow the profile of Kokan Frunts Marketers.
" Tosuggzestthe ways to [uce the logistical challenges in marketing of Kokan finits.
3. Limitations of the Stndy

While undertaking this research following limitations have framed the boundaries.

I This sty is imitesl with only logistical challenges m Kakan Fruits Marketing.
2. Jurisdiction of'the stwly s Kokan Region.

3. Only Kekan Fruits Marketing is taken 1nto consideration.
4. Thesmdy isbased ononly Secondary Data. -
5!

LConclusions and findings are based on only data collected.

4. Significance of the Study

This study will be useful Lo improve efficiency of Iruits marketing system, he outcome
of this study will assist the fiuils markelers to face the logistical challenges suceessfully, The
will be also useful for the further invesligation on suck: issues. As job potential in marketing
15 bright, this study will provide the suggestions W ierease the pace of marketing by facing
the logistical chullenges. This will net anly inceease efficiency of fruit marketing but will
gencrate more employment opportunities. Export of fouits can be promoted by lecing

logistical challenges.

5. Data Collection
As there many dimensions to the concept of markeling, secondary data is collected

and used fos this study. The secondiny data is vollevied Trom buoks, magazines, reports and
mternet,

Logistical Challenges

Marketing of Kokan fruits is at local, cegionul, national sud international level. Local
warketing is mostly direct marketing, It is in nearby local markets. The sale is through shed
or apen. The fruits cullivators those wha cultivate and sale on small scale busis prefer local
marketing. Warehousing of the [ruils for Jocal sale 15 i house warehousimg. For

transporration local mini media like tempo, six seater, ete, arc uscd.

Regional marketing is by adopting direct or indirect channel of disteibution. This
marketing is mostly by the fruits traders. These traders purchase in bulk form the cultivators.
For rcgional marketing transportation media like tempa, trucks cte. are used. National
marketing 15 also through middlemen. National marketing is preforably in city market ¢.2.
Mumbai, Punc ctc. markers. Fruits marketess in Kokan region rarcly do direet exporting.
Majority of the frutts produce iz sond to Agricullure Praduct Markeling Committee
{APMC), Vashi, Mumbai, Then fruits are marketed throughout country and beyond country,

As the Jruits macketers in Konkan repion tace |.ogistical challenges. they have
certam finntstions in expanston of their macdketing activities. Physica! infrastmicture 13
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liemited i Kokan region. Roal condition in especially areas where fits arc cultivated ix
very poor. Majority of the Kokan region ares i< rovered by rural aren. Some villages are not
yet connected with the roads. ln some villages only kaccha roads are available. The villagss
with towds face the problem due 10 worst conditton of roads. These conditions have
shortened the litespun of vebicles. OfF the highwoys, trucks smaller than 20 feet can be only
run. Apart from this improper transportation facilities in Kokan region have minimized the
average speed on vehicles especially trucks throngh which fruits are carmsed. This adverscly
aftecis on quality and lifespan of fruits as the fruits arc perishable in nature. Becausc of
inadeguate control on road transport. most of the frucks carry fruits Joad more than specificd
limit and capacity, Transport of fruits is highly troublesome in 1xiny season duc to heavy
rainfall and road condition. In suwmmor season temperature affects on fruits quality and shelf
life. For fruits marketing cold chain system is essential, shich is lack in Kokan region.

Though Kokan region hax & {ong coastling, but its port systemn isn't well utilized,
Many of the ports arc sulfering from inlequate snd improper infrastructure. Tn Kokan
region there 13 virtuslly no complex disgibution cenler set up, no standacd for fruit suppliers
anl little vendor comphiance. Kokan milway faces many problems mostly in rainy scason.
Along wath thiz multiple tas rates at different states, octror and different docwmensation
roquiremcnts ul the encry checkpownls ol differsat sies consumes nme and increascs
complexity of frut trade botween states. Proper warchousing facility is essential for storing
frusts. But this fucility is also not adequate and propar in Konkan region.

Findings and Conclusions

Kokan fruils marketers bave 1o (ace logistical chisllenges due wo inadeguate and
improper infrastucture facilitics. Lack of proper storage fucility, inadeguete and improper .
transport and other inlmsuuclure tacilitics, high excise duty, costly export, critical export
formalites, high scale of wastages, lack of standardization and grading facilities, nadeguate
coaparative marketing, ban by some countrics on import of Indian fruits, non awarcness of
government schemes, exploitation by city agents, increased demand of quality standards by
toreigners, etc arc the challenges befure Koknn fruits marketers. Improvement in literacy
level, tinsmung end proper markeling managemsut can help them to Iscc these challenges.
Proper logistics management can help them for efficient and effective frusts emarketing.

Reierences

1. Philip Kotler, Kevin Lane Kcller, Abcahum Koshy, Mitkileshwar Tha, 2007,
Marketing Manageament. New Delhi, Pearson Prentile TTall

2. Ruchika Ramakrishoan, '‘Rural Marketing in India, Strategies and Challenges’,
2006, New Century Publications, New Dclhi.

3. Kohls, R.L and ). N. Ui, Marketing of Agricwitural Product’, 1980, Fifih Cdition:
Macmillan Publishing Co., INC

4 Aubrey Wilson, 2001, New Direviions tn Mackeiing, New Delhi, Vanity Books
Internmtional.

5. Dr. Sharma, K K., 2004, Sandharbhiac Maharashira, State and District at a Glance
Set | & IT, Bhopal. {cd. Dr. Pathan, K.G., Dr. Mangale V-S), Intellzcmal ook
Bureau.

6. Kothari, C_R., 2006, Rescarck Methodology- Methods & lechnigues, New Delhi,
New Age Inter (p) [l

7. William T Stanton. 1978, Fundamentals of Marketing, New Daihi, Me Graw- Hill
Rook Company.

8. Dr Balasaheb Sawant Konkan Agricolture Unsversity, 20006, Agnculmee Dairy.



Mual Puad: A Finaocial Serviee in Tndian Capiial Market

9. “Supply Chain and Logistics management for exporting thai fresh mangoes;
case study of Japanese market with un opportunity for Asean markets ™ Sangchan
Kantabutra, Phattaraporn Kalaya, and Narat Hasachoo3School of Management.
Mae Fah Luang University, Chiang Rai 37100, Thailand.

Webliography
. (wwwkokangreenlife.com,)
2. (htipifagri.mach.nic.in)
3. (hetpofweany all states India.comyfruits.manga.heml.)

-
—_

(awwemah.nic.in.}
o ewwmaharashtza.govin.)
6. Pwwewkisea.com)

A



