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fOREWORV 

7n zanly 1979, the Ministny of Plan Implementation nequzstzd the Agna/uxm 
Reseanch and Tnaining Institutz to undzntakz a. study oh the pzniodic AuAal 
maAkzts which aha popularity knoim OA polos -in this countny.. Thz study UXLS 

nzquinzd as an input fon a Regional Runal Uanketing Czntnz Development 
Pnognarmie spohsoAzd by the food and Agnicultu/ial Onganisation of the United 
Nation* (bid the GzAman- foundation fon IntzAnational Vzvzlopment. The. 
InsWtatz dgnzzd to canny oat the study as it felt that thz nunal mankzts, 
although'fonrntd an impontant link in thz agAlcultunal mankzting system in 
Sni Lanka had wt nzczivzd sufficient attention ziMi&n fnom the. policy 
makzns CA fnom thz nzszanch convnunity. 

To a langz majority of nanal population pola is the. sole, mankzt outlet. 
Thznzfone., the. income. of the mall scale nunal. pnoduczns depend to a gnzat 
exte.nt upon the pnices that prevail in the nunal manket fon thz,Cn pnoducz. 
Similarly, the quantity of good* that tixzu could punchasz fon thein use again 
depend on the pnices that they have to pay {on those good* at the nunal 
manfiet. Thus, the nunal maAkzts influence the. level of living OfJ the nunal 
population and thzAzfcnz thein improvements could be beneficial to the malt 
foAmzns both as pAoducens as well as consumzns. 

The sunvzy was limited to the Kununzgala Vistnict at the nequzst of the 
coninacting agency. Although, this> district does not nzpnzsent all the. 
dianacteAistics of the othen anzas it is felt that the. finding* of this 
sunvzy could be applied to undeAAtand the mall fanmens pnoblems in those 
oAea<>.a* well. It hot to be kept in mind, howzvzn., that.nunal mankzts one 
just one f'onm of many tnanketing systems and pAactiazs pne.vale.nt in thit> 
countny. 

This n.zpont was pAzsentzd to the national Szminan on Hanoi Manket Czntnz 
development held -in Colombo in Januany, 1980. I am happy to 6ay that it was 
mil nzczived and fonmed the basis fon fomulation of. a national development 
plan fon nunol pzAiodic manket*. 

Mn.S.M.P Sznanayakz, Rzszanch & Tnaining Officzn, was nz&ponsiblz fon this 
study and thz pnzpaAation of tkz nzpont. I wish to nzcond my appneciation of 
the effonts made by him and cf the othzns who made this publication possible. 

T B SU.BAS1UGHE 
DIRECTOR 
ARTI 

http://pne.vale.nt
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INTRODUCTION 

PERIODIC RURAL MARKETS IN THE NATIONAL CONTEXT 

A periodic market, is a place where farmers, traders, and consumers gather 
in order to sell or buy merchandise. Usually, these markets are held 
once a week, or twice a week. When such a market is developed into a 

place where transactions take place daily, it becomes a regular public 
market, and hence ceases to be a periodic market. Periodic rural markets 
are commonly known as fairs (polas) in Sri Lanka. Although many fairs 
have been established in metropolitan areas during the recent past, most 
of the periodic markets are located in rural areas. Through these rural 
periodic markets, farmers sell their surplus production and in turn buy 
their daily necessities. Thus, for many farmers, who have very limited 
quantities to sell, and who cultivate commodities for which there are no 
institutional marketing outlets etc, a rural periodic market is one 
of the most' important first-hand marketing outlets. 

In these fairs, some farmers(or their wives) sell their excess supplies 
direct to the consumers, thus by-passing all middlemen. Some others in 
addition to their own commodities would buy from his/her neighbouring 
farmers, in order to sell at the rural fair. In both these cases the 
quantities involved are small; usually less than 1 cwt. However, the 
larger farmers, and collectors at village level rarely sell their produce 
directly to the consumers at the fair. They bring the produce to the 
fair and sell them to buyers for re-selling at the same fair or at the 
near by eervice-tovn shops. There are some other buyers, (usually 
wholesalers) who take the purchased produce to other rural markets or 
Urban centres in-order to sell on retail or on wholesale basis. In this 
way sometimes there is a cross-flow of commodities among rural markets 
and also with other areas, 

In the past very little attention had been focussed on the role of these 
rural markets as an alternative first hand marketing outlet for smaller 
farmers' produce or as a source through which their daily consumption 
needs are met. They have not been still thought of as potentially 



Important p laces of d isseminat ing new ideas and d i s t r i b u t i o n of farm 

inputs and implements. A few years ago, however, a na t iona l d a i l y , 

(The Ceylon D a i l y News) e d i t i o n a l l y commented on the need f o r u t i l i s i n g 

r u r a l markets, f o r sa le of implements produced by var ious D i s t r i c t 

Development C o u n c i l s , But t h i s was not pursued f u r t h e r . 

In p l a c i n g r u r a l markets i n t h e i r proper n a t i o n a l context two programmes 

of the successive-governments of S r i Lanka mer i t c o n s i d e r a t i o n . These 

are (a) The Guranteed P r i c e Schemes, and (b) The Commodity Rat ioning 

Scheme-(at present Food Stamps Scheme). 

In p r a c t i c e the present guranteed p r i c e scheme i n S r i Lanka, covers 

mainly Paddy/Rice,''" A Govt . Corporat ion , namely the Paddy Marketing 

Board bears the r e s p o n s i b i l i t y of purchasing paddy from producers under 

the G . P . S , The P.M.B. i n turn depends on about 276 Mul t i -Purpose 

Cooperat ive S o c i e t i e s and t h e i r branches t o t a l i n g about 7,000 to c o l l e c t 

the surplus paddy from farmers. In 1978 the P.M.B. c o l l e c t e d 32 m i l l i o n 

bushels of paddy which i s about 35% of the t o t a l product ion that year . 

A major p o r t i o n of the balance goes to the P r i v a t e M i l l e r s and 

Traders who v a i d i n turn s e l l the m i ' l e d r i c e to commission agents 

i n major c i t i e s such as Colombo, Kandy e t c . , Thus, the r u r a l markets 

get only a l i t t l e quant i ty of r i c e . I t i s only the small operator who 

r e s o r t s to r u r a l markets. In some r u r a l markets women s e l l smal l 
2 

q u a n t i t i e s of hand-pounded r i c e to consumers. What fo l lows from t h i s 

i s that the r u r a l market p lays a very neg leg ib le r o l e i n marketing paddy/ 

r i c e which i s the main crop i n S r i Lanka 's domestic a g r i c u l t u r a l sec to r . 

F l o o r p r i c e Schemes have been i n ex istence fo r many other c rops , but 
such schemes were mainly ad-hoc arrangements which d id not ensure 
the c o n t i n u i t y of procurement. The GPs f o r paddy had a b u i l t i n 
component f o r d i s t r i b u t i o n of r i c e through the Food Commissioners 
Department and Cooperat ive S o c i e t i e s whereas the FPS f o r most 
other crops d i d not have such arrangements. 

2 

H.Yoshim.ura, et a l - " Some Aspects of Paddy and Rice Marketing i n 
S r i Lanka" ARTI, Dec.1975. 

2 



For grains other than rice and for pulse crops there has been no 
consistent government guranteed price scheme. Floor price schemes 
operated from time to time by the government were abandoned after 
the lapse of a few months, due to difficulties such as lack of proper 
final market outlets. Therefore, for grains other than paddy/rice 
and pulses the major marketing outlets are village boutiques and 
commission agents in major wholesale markets such as Colombo. However, 
for these items rural fairs act as the second biggest producer level 
outlet as prominently seen in major producing areas like Anuradhapura, 
Baduila, Uda-Walawe etc., 

The market share of the three major permanent crops xn the country, 
tea, rubber & coconut in the rural markets are negligible. Rubber 
does not enter the rural markets at ali, while tea is sold retail to 
consumers. Loose tea, as well as packeted tea is available in most 
rutal markets. In some rural markets lower quality tea (e.g. sweepings, 
dusts etc.,) is sold cheap to the consumers. Some local traders sell 
tea under their own brand-names and although the price is lower tnan 
most popularly known brands the quality is inferior. As for coconut 
the de-husked nuts of which scraped kernel is used in curries are 
readily available at rural markets, especially In areas where coconut 
is not grown extensively. However, nere again the major portion of 
production by-passes the rural markets, and goes for processing, 
copra, coconut oil and dessicated coconut. 

Thus the main commodities traced at rural markets include vegetables, 
fruits, betel leaves and arecanut. In major producing areas of these 
commodities the rural market performs the assembling function for 
distribution to other rural fairs and urban centres. These fairs which 
deal mainly with a particular types of commodities are usually known 
as producer fairs. Low-oountry vegetables, banana, up-country vegeta­
bles, arecanut are amo n g the commodities traded at such specialised 
producer fairs. 

1"Production and Marketing of coarse Grains and Grain Legumes*' -
ARTI (Memeo) will be published shortly. 
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The second government programme concerns with the distribution bf 
essential consumer items. The successive governments since indepen­
dence have continued with the rationing schemes for distribution of 
major consumer items. Although the number of beneficiaries as. well 
as the types of commodities under the rationing scheme varied from time to 
time, a large proportion of rural farm families have benefiteed from 
such schemes. The present Food Stamps Scheme supplies most daily 
necessities to consumers mainly through the cooperative societies. 
The commodities covered by this scheme include among others rice, 
kerosene oil, wheat flour, sugar and powdered milk. Since, many 
rural people use cooperatives to buy these commodities the rural 
market has become a less important source of supply for such items. 
Many rural consumers generally buy their additional requirements of 
thes<e items at village boutiques or shops at the nearby service-town, 
by-passing the rural market. 

The foregoing discussion allows us to identify the role of rural 
markets in marketing agricultural products and supplying consumer items. 
Another main role of such markets seems to be the functioning as a 
principal marketing outlet for products of small-craftsmen at village 
level. Earthernware goods, mats and hand bags etc., and minor agri­
cultural implements are sold at many of these markets. In fact items 
such as soap and tooth powder which are produced by small scale 
enterpreneurs under names similar to well known brands are also 
marketed in rural fairs. 

Some earlier studies* have shown many of these fairs to be " middle­
men ?s paradises." Some others were of opinion that the periodic 

2 
market system operates in the interest of Urban consumers. Monopsony 
practices, collusive arrangements, price-rings of traders, have also 
1 Dudley Fernando - "Pola in the National Context " Ceylon Daily News 

21 -10 -75 ' and " The Middlemen's Paradise" Ceylon Daily News 
19 -09 - 7 5 ' . 

D.W.Jackson - " Polas in Central Sri Lanka". Ceylon Studies 
Seminar, Peradenlya, 1977. 

2 



been identified in many of these fairs. "Lack of proper market 
supervision has led to various trade abuses. Amongst these short 
weights and measure^, .excessive; market charges and control of activities 
in the market by organised groups, stand as more prominent."*' 

It is generally believed that the physical facilities available in 
many rural fairs- are very poor. The temporary sheds erected by owners 
(whether they be private individuals or local government Institutions) 
are grossly inadequate and also space available is not sufficient to 
cater to the needs of the producers and buyers. Non-availability of 
sufficient facilities for loading and unloading of goods and lack 
of sanitary arrnagements are common problems in most rural fairs. 

These problems and deficiencies perhaps are well known to producers 
and traders as well as to the supervising agencies, but has not received 
due consideration from planners and policy makers. Therefore, the 
people who make use of these fairs are compelled to accept the things 
as they are. Thus, it would be both timely and. useful to identify 
the nature of deficiencies at these markets which will subsequently 
form the basis for future development plans. 

Production and Marketing of Coarse Grains and Grain Legumes , 
ARTI (Mimeo) to be published shortly. 



THE PROJECT 

A Rural Market Centre Development Programme has been initiated by 
the Food and Agriculture Organisation of the United Nations and the 
German Foundation for International Development with the participation 
of ten countries in the South and South East Asian Region including 
Sri.Lanka. The Ministry of Plan Implementation of the Government of 
Sri Lanka acts as the National Coordinating agency for this programme. 
All countries participating in this programme are expected to take 
following actions at country level. ; 

(a) Conduct a Rural Market Survey to evaluate their performance. 
(b) Formulate long-term government policies and programmes for 

rural market development. 
(c) Preparation of a plan for man-power development to support 

the envisaged rural market development plan and 
(d) Arrange a national seminar to solicit support from various 

government, private and other agencies that are concerned 
with rural market development. . 

Accordingly, the ARTI was assigned the responsibility of conducting the 
rural market survey. 

OBJECTIVES OF THE SURVEY 

As shown earlier the rural markets (normally the small farmers first 
link with marketing channels) in Sri Lanka have in its structure a 
series of drawbacks. Amongst these, the absence of proper physical 
market facilities, inadequate complementary services, inefficient 
operational procedures, and lack of proper supervisory services stand 

the 
as/most Important. 

So far,'scant attention has been paid to solving these problems and 
designing specific plans for rural market development as a means for 
improving the lot of the small farmers. Therefore, the present survey 



on the role of rural markets is being designed with a view to •promoting 
the development of rural markets in order to provide the smaller farmer 
with efficient first hand marketing outlets which would in turn stimulate 
agricultural production, increase his inoome, facilitate the procurement 
operations and render other development services. 

The broad objective of the present survey is to assess the adequacy of 
rural markets serving small farmers in terms of number, size location, 
physical facilities and operational efficiencies, etc., with a view to 
providing basic information to formulate government policy and programmes 
for rural market centre development. 

The scope of the present survey included among others* 

(a) Market Access : "The feasibility of bringing 
agricultural products to the 
market for sale 

(b) Pricing Efficiency : Factors determining the price 
that small farmer receives 

(c) Operational Efficiency : Operational and Technical 
facilities with}- the-''dim of 
•minimising costs of marketing; 
and 

(d) Innovative Efficiency : Dissemimtion of ideas and 
changes in production technology^ 
etc.i 

METHODOLOGY 

The survey was undertaken in the Kurunegala District as suggested 
in the country-action plan prepared by the implementing agency.The. list 
of rural markets provided by the Regional Assistant Commissioner of 
Local Government in Kurunegala, was used as the sample frame. There 
were 65 rural markets in the list and put of this 30 were selected at 
random. The distribution of the. sample of rural markets' is as follows: 



Agro-Ecological zones % area in the district % population 

Intermediate Lowland 24 80% 
Wet Lowland 2 7% 
Dry Lowland 4 13% 

70% 
10% 
20% 

82% 
4% 

14% 
30 100 100 100 

Three different questionnaires were used to gather information on 
each market, 

(1) Questionnaire 'A' - General 
One per market. Information on identification, supervising 

council officials, agricultural extension staff, market 
contractor, cultivation officers,, etc., (b) by collecting 
data from available records in various institutions. 30 
general questionnaires were perfected in all-

(2) Questionnaire 'B' - was directed to the two groups of sellers 
attending the market. At le^st 5 producers and 5 traders were 
interviewed in each market. The Information sought were related 
to market access, crops grown, marketable surplus, extent of 
utilisation of the rural market for disposal of farm products, 
prices received , price variation over time, trading practices, 
price information, and methods of price determination. During 
the survey 165 traders and 146 farmers were interviewed. 

(3) Questionnaire 'Cf - This was directed to buyers attending the 
market. Since there are two categories of buyers - i.e. consumers 
and traders, 5 from each category for each rural market were 
Interviewed. Data on market access, commodities and quantities 
bought on the market day, unit price paid, experienced price 
variations over time and possible reasons, trading practices, 
types of market facilities used etc., were some of the information 
collected through this questionnaire. 

agency, frequency of operation,covering area, available 
physical facilities, market staff, collection of fees and 
its uses, etc. were collected (a) by interviewing village 

Total number of respondents for the survey was 314, out of which 162 
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were farmer consumers and the rest, (152) traders. Therefore, the 
number of questionnaire schedules available for analysis were as 
follows:-

Questionnaire 'A' - 30,: 

Questionnaire 'B' -314 
Questionnaire 'C -311 

655 

In addition the investigators were asked to make their own observations 
regarding the operations of the market. The collection of data was 
done by 15 trained investigators - (i.e. 2 markets per investigator). 
They were stationed1 at the study locations for a period of one month 
from 5th October, 1979. and their work was closely supervised by the 
author. 

STUDY AREA 

The Kurunegala district in which the present survey was carried out is 
located, in the North Western Province of the country. Out of the 24 
administrative districts in Sri Lanka Kurunegala is the third largest 
and represents about 7% of the total area and 8% of the total population. 
The estimated land area is about 1,850 square miles and the population 
is about 1.15 million. The average population density is about 620 per 
square mile. However, this varies from less than 400 in the northern 
part to over 1,000 in the southern parts. More-over, the 1971 census 
of population reveals that 96% of the population in Kurunegala Is rural 
whereas the national average is only 78%. 

Kurunegala district has a tropical climate, and rainfall follows a 
bi-modal pattern. Maha rains (the North East Monsoon) comes in October 
to December while Yala rains (south west monsoon) is during March to 
June. On the basis of rainfall the district can be devided in to 4 
zones. 
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Mean annual rainfall zone area 

Less than 60 dry 
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Out of the total land area of about 1.2 million acres about 50% is 
under permanant cultivation. Coconut and paddy are the two most impor­
tant crops in the district covering about 380.000 acres and 170,000 
acres respectively. Rubber accounts for 15,000 acres and another 
35,000 acres are under mixed rainfed farming. Fruits, vegetables 
and spices are grown in these lands. In addition roughly about 90,000 
-100,000 acres of land mostly in the low populated northern part with 
a dry or semi-dry climate, comes under chena (slash and burn) cultiva­
tion annually. The main crops grown in chena include cereals, pulses, 
vegetables, chillies, and roots and tubers. 

Kurunegala the district capital is well served with good roads connect' 
ing it to Colombo, the national capital and other main cities such as 
Kandy, Puttalam and Anuradhapura. In addition the railway links Kurune 
gala with Anuradhapura, Kandy and Colombo. Gravelled roads and dirt 
tracks tie up the villages to the main transport network. 

The government of Sri Lanka has already launched an integrated rural 
development programme in this district with the assistance of the 
International Bank for Reconstruction and Development (World Bank). 
Total investment will be in the region of Rs.446 million.' It has now 
been found that aspects of produce marketing have;~not received much 
attention even in the above mentioned programme and therefore, it 
was thought that an evaluation of the performance of existing periodic 
rural markets in this district would be useful to planners arid policy 

One of the major limitations of this survey is its coverage. Perhaps, 
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confirnliig the survey to Kurunegala district alone would seem insuffi­
cient to reflect the national context. Inadequate resources at the 
Institute, and the limited time available restricted the survey to 
Kurunegala District, However, casual observations suggest that the 
characteristics of rural periodic markets In the remainder of the country 
are represented in the Kurunegala sample, although they may appear in 
other places in varying proportions. 

Another limitation was the timeliness of the survey. Since the data 
collection was carried qut during early Maha season, local produce 
entering rural markets during this period was very little. This was 
due mainly for the time, limitations which did not warrant the postpo­
nement of the field data collection activities. Since the survey 
period covered the slack season,the^problems highlighted in this study 
could well be of a larger magnitude, during the peak harvesting season 
of most chena crops. 
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CHAPTER 2 

HISTORICAL EVOLUTION Of THE RURAL MARKETS IN SRI LANKA 

Information on the evolution of rural markets in Sri Lanka i s scanty, 
Fernando (1975) has traced the development of rural (Fairs - 'Polas') 
markets in association with religious festivals and pilgrimages. He 
is of the view that they represented the biggest annual buying spree of 
the small peasants. As many of these festivals took place after harvest 
ing the farmers had enough means to buy their needs at these places.* 

2 
However, this expl'antion seems to be too narrow, Jackson (1977) after 
perusing various government documents and secondary sources concludes 
that these markets are primarily a 20th century development, Her own 
thinking is that the beginning of rural markets in Sri Lanka would not 
go beyond the late 19th century. 

Robert Knox in his autobiography has stated that there were no markets 
in the island at that time except for a few shops, He further comments 
that 'All sorts of money here is scarce; and they frequently buy or 

3 
sell by exchanging commodities. 

The exchange of commodities widely known as the barter system was the 
most common means of exchange until Sri Lanka entered the monetized 
economy. The fuedal society based on caste system during ancient times 
was more or less self sufficient and therefore they would have had enough 
to sustain themselves by exchanging one commodity for another and carry 
ing what they have to other parts of the country to supply themselves 
with what they want. .Thus, the earliest form of internal trade was 
limited to 'tavalam' teams which used trained cattle to carry goods 
through rough terrain before the advent of good roads. The 'tavalams' 
transported coastal products like salt, cloth and dry fish into the 
interior and returned with arecanut, grain, coffee, and jaggery. 

* Fernando A.D.N, op.cit 
2 
Jackson D.W. op.cit. 
Robert Knox "An Historical Relation of Ceylon 'fTisara-Dehiwala 1966, 

quoted by Jackson op.cit. 
14 
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Casie Chitty (1834) has listed some forms of restrictions associated 
even wtih such trade. These include lack of regular roads,v^restrictions 
and custom duties which were in force in passing from one district to 
another in the Interior, and the gravet taxes between the interior and 

2 
maritime provinces. Jackson surmises that periodic markets of Sri Lanka 
developed faster after the British take over, when conditions for trade 
became more favourable due mainly to political unification, the expan­
sion of the transportation network, increasing production fof sale in a 
context of greater consumer demand, and inter-related with all these, 
the development of a plantation economy. Increased occupational specia­
lisation, economic differentiation, and monetization appear to be 
secondary contributions that led to the growth of rural markets in 
Sri Lanka. 

Jackson was of the view that in early 20th century, rural markets(polas) 
had little relation to each other. "They existed separately with no 
staggering of schedules, each collecting vegetables from its hinter­
land to be transported on major roads and railways to urban centres for 
consumption/ Many of these first 'polas'. later became the major vegetable 
wholesale points continuing their early work of providing for urban 
centres. In early 1940*s whilst the older polas remained, the spaces 
between them have been filled by new polas established to operate on 
other days. This filling in process was very rapid in areas of greater 

3 
population. 

Today, the number of rural markets have been increased to about 550 , 
However, "inspite of the rural Impetus for expansion the old urban 
oriented assembling markets did not alter in either their schedules or 
their locations. Instead new rural markets dovetailed to the old 
ones.*" Out of the 550 polas 63% are held once a week and 37% twice 
a week or more. About 326 village fairs are owned and managed by 

1 Cassle Chitty, Simbn"The Ceylon Gazette, "Colombo 1834, qurted by 
2 Jackson op.cit. 
Jackson D.W. op.cit. 
Jackson D.W. op.cit 
Jackson D.W. op.cit, 
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Source;- Towards 3eJ-f-r&liane.& in Sri Uxnka , hu J - A-V- D. Parncxineio and 
A.O.N. Fernando, in 1976. 
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private individuals, while 67 are controlled by local government autho­
rities. The balance 126 are rented out to private individuals by. the 
respective local government authorities. Badulla, Colombo, and Kurune-r 
gala districts have the largest number of rural fairs. It is evident 
that "patterns of population distribution and agricultural land, use 
are major factors influencing the location of rural polas."1 e.g.Mannar, 
a thinly populated district has no rural fairs, and Polonnaruwa where 
the paddy cultivation is the most important. economic activity has 
only 3 rural polas. 

De Silva (1978) has presented the district-wise distribution of rural 
2 

fairs in Sri Lanka , on the basis of figures provided by the Commissioner 

of Local Government. 
Amparai 7 Kurunegala 65 
Anuradhapura 11 Mannar 
Badulla 
Batticaloa 13 Matara 
Colombo 
Galle 
Hambantota 
Jaffna 
Kandy 
Kalutara 
Kegalle 

84 Matale 7 
38 

79 Monaragala 17 
18 Nuwara Eliya 4 
22 Polonnaruwa 3 
51 Puttalam 26 
12 Ratnapura 21 
16 Trincomalee 4 
25 Vavuniya 4 

527 

These rural markets can be broadly categorised into three groups, 
(a) mainly producer (b) mainly consumer and (c) Producer and consumer. 
The mainly consumer markets are located in cities and urban centres 
,in the western and southern parts of the country. Mainly producer 
fairs can be found in the districts of Badulla, Jaffna, Hambantota 
and Matara. In most other districts the rural markets cater to both 

'S'ernandô  A.D.N. op. cit. 
2De Silva . Mervyn D. " Rural Markets Serving Small Farmers 
in Ssi Lanka ". Colombo 1978. 
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producers and consumers. The present study area, Kurunegala district 
belongs to the third group. 

In the following chapters an attempt will be made to present the findings 
the 

of the survey undertaken in/Kurunegala district. 
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9 CHAPTER 3 

ROLE 0? RURAL MARKETS FOR SMALLER FARMER DEVELOPMENT 

W THE KURUNEGALA DISTRICT 

It was shown earlier that 96% of the population in the Kurunegala 
district was rural in 1971.* This percentage could not have changed 
drastically since then. Therefore it can be safely concluded that 
Kurunegala is predominently an agricultural area. The survey results 
show that on an average rural market serves a population of 14,500. 
The average number of agricultural households per market is about 
3,500,covering an area with a radius of about 33s miles, thus having 
generally an area of operation of 38 square miles- These average 
figures however do not reveal the real distribution of rural markets 
within the district. Thus, an attempt was made to differentiate between 
the large markets and smailer ones. Identification of a medium group 
was difficult except on the basis of the fees collected which is a 
sufficient indicator of the number of traders attending the. market. This 
analysis shows that while an average small rural market caters for a 
population of around 10,000 the larger fairs cater for more than twice 
that number. The average number of agricultural households served by 
small fairs is 2,200 whereas the number of agricultural households 
served by large fairs averaged to 5,300. Here the most interesting 
feature is that while small fairs draw customers up to a maximum radius 
of 8 miles, the larger fairs reach out to an average radius of 15 miles. 
This situation supports Jacksons findings when she says that new 
markets emerged to facilitate the "filling in process". However, the 
findings of the present survey suggests that this "filling in process" 
has not taken place properly, but was a result of actions taken by 
Local Government authorities and private individuals who were equally 
motivated by 'easy profits'. A closer examination of the location of 
rural markets in the Kurunegala district further supports this view. 

All Municipal, Urban and Town Council areas were regarded as belonging 
to the Urban sector. All other areas including the estate areas 
comprise the Rural Sector. 
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It Is evident that the fairly developed transport network in the 
Kurunegala district has been a major determinant of the Ideation of 
rural markets, the first group appearing at 10-12 miles apart along 
the main routes followed by a second group located in between the 
first group and along feeder roads. 

Some of the markets in the second group exhibit signs of improvement 
while many others do not justify their existence- The rural markets 
at Kumbukgete and Munamaldeniya are examples of the latter groups, 
Many farmers and consumers still prefer the older markets bypassing 
the new ones.'*' 

The distribution of rural markets in the district, particularly the first 
group, is such, that one trader can visit a group of markets on 
different days within a week. This rotational pattern allows traders to 
keep themselves employed throughout the week by paying a minimal market 
charge per day. If they were to have permenant shops at a specific 
location they would have paid very much higher rents for shop space. 
The following examples show the pattern of round-trips (circuits) made by 
traders. This practice is normally called "pola_rayuinn. 

(a) Maho - Saturday 
Balalla Sunday 
Ambanpola - Monday 
Galgamuwa - Tuesday 
(Tambuttegama) free- Wednesday 
Nikaweratiya - Thursday 
Amamaduwa/ 
Nagollagaraa - Friday 

1 In both these 
inappropriate. 

cases the selection of the market day seems to be 
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Wellawa 
Hiripitiya 
Moragollagama/ 
Kumbukgete 
Rambe 
Kurabukwewa 
Free 
Galtenwewa 

- Saturday 
- Sunday 

- Monday 
- Tuesday 
- Wednesday 
- Thursday 
- Friday 

These circuits have been evolved in main part more for the benefit of 
traders visiting those markets, rather than for consumers or producers. 
It was also found that large scale buyers rarely made use of gola 
ravuma system. They usually tend to concentrate their buying mostly 
in producer oriented fairs. Sellers of vegetables, dried fish, dry 
provisions, textiles and books etc., however, make use of the'eircuit 
system', as sales per market tend to be low. 

About 2/3 of the 30 markets surveyed are held once week. Another 27% 
are held once a week with wholesale operations, done in the previous 
evening while the rest (7%) is held twice a week. The markets which 
come under the second category can be identified as those mainly cater­
ing to producers and they usually attract buyers from more distant urban 
areas and producers from within a radius of about. 15 miles. The 

markets which belong to the first group mainly serves producers 
during the principal harvesting season of the year and become consumer 
markets for the rest of the year. 

The following, table shows the distribution of ownership, supervision, 
fees collection, maintenance and control and direction of rural markets 
surveyed. 
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Table 1: Distribution of Ownership and Management of Rural Markets 

Ownership Supervision Fees coll- Mainte- Control & 
ection nance Direction 

No. % No. . % No. % No. % No. % 

Local Government 

authority (v.c/u.c)22 73.3 20 66.7 9 30.0 22 73,3 16 53.3 

Co-operative(M.P. 

C.S.) -- 1 3.3 1 3 . 3 — 1 3.3 

Contractor — 1 3.3 11 36.7 -- 4 13.3 

Other 

arrangements — - - 1 3.3 — 1 3.3 

Private 8 26.7 8 26.7 8 26.7 8 26.7 

Total 30 100.0 30 100.0 30 100.0 30 100.0 30 100;0 Among the rural markets surveyed the majority (22 or 73%) are owned and 
maintained b y the local government authorities in the area and the rest 
by private individuals. It was noticed that usually the rural markets 
originate with the initiative of private individuals. A person ownlog 
a block of land suitable for a rural market usually outs the idea 
through to the traders attending nearby markets. 

If he can convince a sufficient number of traders he obtains a licence 
from the Local Government authority of the area and opens the market 
after giving due publicity .In this process it is essential to fix the 
market day to fit the normal pattern of round-trips of the traders. 
Many cases that came under our review were markets started by private 
individuals, and later acquired by Local Government Authorities. The 
number of markets established by the Local Government bodies themselves 
is very few. 

All the private-owned 8 markets in the sample are under the direction 
and control of the owners themselves. A manager is usually appointed 
to collect market fees, and to supervise the activities in the market. 
However, the 22 markets belonging to Local Government Institutions had 
different arrangements particularly with regard to the collection of 
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fees. Half of the markets owned by Local Government bodies are rented 
out to contractors on a tender basis. When calling for tenders the 
respecitve Local Government Authority fixes a minimum value for the 
tender and the highest bid is accepted. The tenderer or contractor will 
have the right to collect market fees for one year according to the 
rates fixed by the Local Government Authority. In turn the contractor 
is responsible for the general cleanliness of the place and he also 
acts as an arbitrator in cases of dispute among the parties attending 
the market. The maintenance and general supervision and control are 
vested with the Local Government Authority. There was an instance 
where one rural market was rented out to a Multi-purpose. Cooperative 
Society and another to a branch of a well-known political party. It 
was onl v in case of 9 markets studied that the local government autho­
rities were managing all aspects of the rural markets under their 
jurisdiction. 

Table 2 shows the attendance of traders at various rural markets. The 
average number of traders attending markets of all size groups is 181. 
However, it is seen that the number of traders at a large size, average 
market is about 4 times higher than that of a market in the smaller 
size group. In all the markets under review the vegetable traders 
form the biggest group. Sellers of dry provision are the second largest 
group followed by traders of dry fish, betel, arecanut and textiles, 
in that order. Traders grouped as others are mostly sellers of pottery* 
minor agricultural and household implements, fancy goods, books, sweets, 

. cool drinks etc., They do not employ assistants, but it was found that 
sellers of vegetables,dry provisions and textiles etc., employ 
assistants averaging 2 per seller. Therefore, in any one market day, 
between 250-300 people earn their living by trade. The local brokers 
for wholesale buyers, petty traders (particularly women) and other 
hawkers who sell baloons, ice cream etc., add nearly another 50 to 
this number. 

The traders attending these markets can be grouped into 3 categories. 
! , ! a) traders who come from within the area of operation of the parti­

cular rural market. 
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b) traders who come from outside the area of operation but from 
within the same district, and 

c) traders who come from outside the district particularly from 
main cities and other producing areas of the country. 

The majority of traders interviewed came every week to the respective 
markets, excepting the wholesale buyers listed under category (c) above. 

Their visits depend on the availability of local agricultural products 
for sale. During the harvesting season which is usually December - March 
the number of wholesalers coming from distant areas, and urban centres 
increases by , about thrice the number in slack periods. Many contra-
ctors as well as the officials of the local authorities managing rural 
markets said that the number of wholesalers coming to the markets 
regularly were on the decrease, due mainly to high transport costs result­
ing from the increased price of fuel. 

It is evident from table 3 that only about 65% of the producers came 
to the market for sale of agricultural products every market day. This 
low attendance compared with that of traders could be partly due to 
the seasonality of their production, while the availability of other 
marketing outlets may also be a contributory factor. 

Village boutiques, the Marketing Department or the Cooperative purchas­
ing points are the most important alternative marketing outlets to the 
periodic rural markets. In other areas where regular lorry transport 
services are available (e.g. Colombo-Kurunegala-Anuradhapura) some 
farmers particularly with large supplies may establish trade links 
with wholesalers in secondary markets thus by-passing many local level 
intermediaries. 

The average number of farmers and consumers attending a rural market 
ranged from about 1,500 to well over 10,000 depending on the size, of 

the market. During festive seasons (i.e. Sinhala/Tamil new year, 
and Christmas period etc.,) and also during peak harvesting seasons 
and school vacations, the number, was much more. 
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Table 2 Average Number of Traders Per Market 

: Total Vegetables Dry-Provisions Dry~Fish Betel Arepanut Textile Others* 

Size group 
Small 76 18 9 12 11 6 5 15 
Medium 113 29 11 16 14 12 9 22 
Large 3.11 109 41 53 26 21 •28 35 
All groups 181 59 23 22 18 16 17 25 

* Include sellers of Sweets, Cool drinks, Pottery, Agricultural & other implements, Books 
Fancy goods etc., 



Table 3. Frequency of Visiting the Market 

Frequency of 
visiting the 
market 

Buyers Consumers Sellers 
(Traders) (Farmers) (Traders) 

Sellers 
(Farmers) 

No. % 

Every 

market day 136 89.5 

Thrice a 

month 2 1.3 

Twice a 

month 3 2.0 

Once a 

month •— 

Occasionally 11 7.2 

No. % 

140 85.2 

1 0.6 

12 7.4 

Total 152 100.0 

11 6.8 

162 100.0 

No. % 

159 96,4 

3 1.2 

1 0.6 

2 1.8 

165 100.0 

No, % 

94 64.4 

16 10,9 

1 0.7 

35 24.0 

146 100.0 

Table 4 shows the acreage and production of main crops within the 
total area of operation of the 30 markets studied. It also details 
the annual quantities of these items traded through the rural markets 
and the average values of commodities thus traded. Information on 
these were collected from different sources. 

Cultivation Officers of the Agrarian Services Department-formed the 
principal source of information which was checked with other officials 
such as the toamaJievaVja, (Village Headman) and officials of the Govern­
ment agricultural extension service. In the absence of records for 
exact information the figures given here should be treated as rough 
approximations, and not in their absolute values, 
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Table 4, importance of Rural Markets in Disposal of Farm Products 

Crops Acreage Production Quantity sold 
through rural 
markets. 

Value Rs. % sold 
through 
rural 
markets. 

Paddy/ 
Rice 92175 Bu. 3313647 Bu. 5440 599,384 0.16 

Grains/ 
Pulses 26986 Cwt. 235866 Cwt. 14708 2,731,825 11.44 

Vegeta­
bles 7690 Cwt. 125884 Cwt. 61642 4,375,714 48.96 

Fruits •• 1275 Cwt. 1047085 Cwt. 70829 , 8,354,380 6.76 

Yams 5175 Cwt. 196128 Cwt. 6258 216,990 3.19 

Coconuts 11775 nuts('000) 
23713414 

52000 31,200 0.21 

Betel 
leaves 555 (»000) 

191697 
COOO) 
76679 

762,160 40.00 

Arecanuts 125 nuts('000) 
114700 

nuts ('000) 
227096 

11,665,760 200.00 

Subsidiary 
food crops 855 Cwt. 28028 Cwt. 272 48,096 0,97 

Of the three agro-ecological zones under which the study locations 
fell,it should be noted that in the low country intermediate zone ali 
major types of crops shown in table 4 are grown whereas in the low 
country Wet zone'the production is limited to paddy and cocoDut and 
perhaps to fruits, ginger and turmeric. Thus, at low country wet zone 
rural markets, the agricultural commodities traded are brought from 
other rural markets or from major producing areas and urban wholesale 
markets. In the low country dry zone the main crops include paddy, 
other grains, and pulses, subsidiary food crops, and low country 
vegetables. Production of coconut in this area is limited as in the 
case with fruits, betel and . arecanuts. This pattern of agricultural 
land use generally determines the type of traders attending the 
markets. For example, in the lox* country wet zone rural markets the 
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presence of wholesale buyers is a rare occurance. They bring vegeta­
bles etc., from other areas and sell them to retailers for re-selling 
at the market. On the other hand many wholesale buyers can be found 
in the low-country intermediate zone rural markets. In the markets 
of the low country dry-zone, the presence of such traders is seasonal. 
They come in large numbers when chena crops are being harvested. 

It is evident from table 4 tJiat the importance of rural markets with 
regard to widely cultivated crops in the district i.e. paddy/rice 
and coconut is limited, the percentage of the total production of 
such commodities traded through rural markets being less than .7. 
This Is mainly due to the presence of better alternative outlets as 
discussed elsewhere. A similar pattern is shown even in case of 
subsidiary food crops such as dried chillies and onions. 

The lower percentage of yams (roots and tubers) and fruits entering 
rural markets may be explained in-terms of higher domestic consumption 
resulting from limited production per farm. Thus, it is observed 
that rural markets in farunegala play an important role in disposing 
of farm co: modi ties such as vegetables, arecanuts, bet-el, and other 
grains and pulses. It was shown earlier that the government and/or 
cooperative procurement programmes for these crops are less effective 
than that established for paddy. 

Table 5 further illustrates the pattern of entry of Agricultural produce 
to an average rural market in the Kurunegala district. Here again the 

seasonality is negligible in case of rice and coconut, but marked 
differences are found in the case of vegetables, other grains and pulses, 
fruits and subsidiary food crops. 

It is difficult to arrive at meaningful estimates of the contribution 
of rural market sales to the farmers Incomes. This is because, 

"Sfany earlier studies also have shared this view. For example, see 
"Economics of Vegetable Production & Marketing" ARTI (1974) by 
Abeysekera Terrence & Senanayaka Piyadasa. 
"Factors Influencing Vegetables Prices In Sri Lanka" ARTI (forthcoming) 
and "Marketing of Coarse Grains and Grain Legumes" ARTI (forthcoming). 
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a) A farmer usually has more than one source of agricultural Income 
e.g. a vegetable producer could also have a paddy farm, a highland 
plot with permanent crops such as coconut, and also a home garden 
with mixed crops. 

b) Many farm household incomes are composed not of farm incomes 
alone but also of income from non-farm pursuits. 

Table 5, Pattern of entry of Farm Products to an Average Rural Market 

Crop 8 Annual Amount Average Day Amount Peak Day Amount 

Rice (Bush.) 910 (Bush.) 18 (Bush.) 20 
Grains/Pulses (Cwt.) 14700 (Cwt,) 325 (Cwt.) 600 
Vegetables (Cwt.) 2680 (Cwt.) 100 (Cwt.) 525 
Fruits* (Cwt.) 7900 (Cwt.)' i 35 (Cwt.) 155 
Yams (Cwt.) 700 (Cwt.) 80 (Cwt.) 90 
Coconuts (Peeled 

nuts) 
5200 (Nuts) 1000 (Nuts) 1200 

Betel leaves('000) 7250 ('000) 
(leaves) 

130 Cooo) 
(leaves) 170 

Arecanuts C000)(nuts) 56775 ('000) 
(nuts) 

245 ('000) 
(nuts) 

375 

** 
Subsidiary (Cwt.) 275 (Cwt.) 15 (Cwt.) 130 

crops 

* Mainly banana and pineapples 
** Mainly dry chillies. 

A detailed investigation into these aspects was not possible during 
the present survey. An attempt was however, made to obtain some clues 
as to what components should be given weightage in the composition 
of farm incomes among the farmers interviewed. The results are presented 
in Table 6. The sellers of farm produce interviewed during the survey 
consisted mainly of vegetable growers whose average holding per crop 
was less than J$ acre. Others included growers of banana, manioc,red 
onions and turmeric. ,These low extents reported and the narrow coverage 
of crops were mainly due to the Improper timing of the survey. The 
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situation further worsened by adverse weather conditions prevailing 
at. the time. Under such circumstances the paddy crop usually fails, 
and the farmers income is mainly dependant upon the crops given in Table 
6, This is particularly so when they do not own highland with permanent 
crop in extents whose production exceeds domestic consumption needs. 
The last column in table 6, provides information on the percentages of 
marketable surplus sold through the market by the responding farmers. 
It can be seen that for most vegetables the rural markets act as a very 
•important marketing outlet. But, for other groups of crops the rural 
market seems to play a less effective role. Perhaps this would mean 
•that incomes of the farmers of the latter group of commodities are less 
dependant on prices received at rural markets, compared to those of 
farmers in the earlier group of commodities. 

Table 6. Average Extent Production and Marketable Surplus by Crops 

A V E JL G__ E_ 
Crop Number Extent Production Marketable Sur- Marketable Surplus 

Reporting (ac) (in lbs.) plus(in lbs,) sold through the 
Qty. %* market (in lbs.) 

v V ' . Qty. % + 

Beet root 11 0.28 601 533 92.0 435 78.7 
Cabbage 10 0.35 599 557 93.0 260 46,7 
Raddish 8 0.28 1004 998 99.4 886 88.8 
Knol kol 4 0.31 813 588 72.3 344 58.5 
Tomato 3 0.16 908 747 82.3 644 86.2 
Rich gourd 17 0.21 738 636 86.8 428 67.3 
Snake gourd 18 0.36 6412 5974 93.2 3557 59.5 
Long beans 25 0.37 3426 3084 90.0 1447 46.9 
Ladies finger 8 0.27 719. 696 96.8 672 96.6 
Bitter gourd 6 0.24 508 496 97.6 492 99.2 
Kekiri 10 0.32 2227 2083 93.5 1253 60.2 
Brinjal 14 0.40 735 679 92.4 627 92.3 
Golden Melon 7 1.09 3721 3496 9.3.9 2428 69.0 
Green 
Chillies 33 0.39 1573 1528 97.1 1414 92.5 
Capsicum 15 0.30 2550 1501 58.9 1447 96.4 
Manioc 9 0.97 5767 4601 79.8 2709 58.9 
Red onion .5 0.12 222 221 99.5 1154 52.0 
Turmeric 3 13.40 12376 3772 30.5 793 21.0 
Bananax 16 2.14 402 374 93.0 203 54.3 

* Percentage out of Average Production + Percentage out of Average 
x Production in Bunches Marketable Surplus 



This situation is further classified in table 7. Here it is found that 
about 60% of the sellers of farm commodities interviewed has by-passed 
the rural market in favour of other marketing outlets. 

Table 7. Reasons For By-Passing the Rural Market 

Total Number of reporting Farmers = 88 (100%) 

Reasons Sellers 
No. % 

A better'price 37 42.0 
Urgent Cash needs 7 8.0 
The fair is too far 7 8.0 
Buyers come to the farm 25 28.4 
High cost of transport 7 8.0 
Disparity in days of harvest 
with the days of fair 23 26.1 
Inability to sell the whole 
quantity at the fair 26 29.5 

Presence of bargaining at the 
fair 5 5,7 

The main reasons given include better prices, possibility of selling 
at farm gate, maturing of crops in between market days and the inability 
to sell the total quantities harvested at the rural market due to low 
demand. It is also evident from the table that some farmers seek alter­
native outlets due to longer distances to rural markets and also to . 
avoid high costs of transport. 

The high cost of transport is a constraining factor not only to farmers 
but also to other groups such as traders attending the market. In table 
8 information is given on the distances travelled by sellers of produce 
(Farmers) and consumers. 

The data indicates that 88% of the consumers and 74% of the sellers 
travel less than 4 miles to reach a market. Thus, for the majority of 

producers and rural consumers, access to these markets is easier. This 
is clearly" evident from the fact.that only 12% of producers and 5% of 
rural consumers interviewed had to travel more than 6 miles to reach 
the market. Of course, the number of producers who travel more than 6 
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mi les i s a l i t t l e l a rger than the number of r u r a l consumers who had to 

t r a v e l the same d is tance . Th is may be mainly due to the s e l l e r s ' d e s i r e 

to take the produce to a neighbouring, r e l a t i v e l y la rger r u r a l market 

by-passing the market i n t h e i r own l o c a l i t y at which the l a rge wholesale 

buyers may not be present . 

Table 8. Distances Trave l led to Market by S e l l e r s of Produce(Farmers) 

and Consumers. 

Distance Produce S e l l e r s Consumers 
(miles) (No.) (%) (No.) (%) 

0-2 61 41,7 92 56.8 
2-4 47 32.2 50 30.9 
4-6 21 14.4 12 7.4 
over 6 17 11.7 8 4.9 

146 100.0 162 100.0 

Although many r u r a l markets i n the Kurunegala d i s t r i c t are located In 

c lose prox imi ty , both to producers and r u r a l consumers, the roads which 

connect the r u r a l markets with i n t e r i o r v i l l a g e s are more often than 

not g rave l l ed roads or v mere foot pa ths . Some of them are poor ly mainta­

ined and many other r u r a l roads become non-motorable during the ra iny 

season. P u b l i c transport(buses) i s a v a i l a b l e only along a l i m i t e d number 

of r u r a l roads and here again the serv ice i s l im i ted to a s i n g l e bus 

which p l i e s to the town and back severa l times (usual ly 3-4) a day. 

In the event of a breaksdown the v i l l a g e r s have to e i t h e r walk, or r ide 

a b i c y c l e or h i r e a c a r t . The common modes of t ransport used by r u r a l 

consumers are l i s t e d i n tab le 9. 

Table 9, Means of Transpor ta t ion and Required T r a v e l Time 

Modes of Transport Durat ion of t r a v e l T o t a l 
(hours) No. % 

0- .25 . 25 - .5 .5-1 1-1.5 1.5 

On foot 16 19 , 9 1 - 45 28 
B i c y c l e 29 28 16 3 2 78 48 
Bus 6 16 5 6 - 33 20 
B u l l o c k - c a r t 1 1 1 1 2 6 4 

52 64 31 1 4 162 100 
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It is shown that about 48% of the consumers interviewed came to market 
on bicycles and 28% on foot. It can be expected that women consumers 
travel either by bus or on foot. The number of consumers who travelled 
by bullock cart is very small and here again, they have used bullock 
carts to transport their produce to the market as well. 

Table 10, gives information on the distances involved and required 
travel time to adjoining rural markets. Since the average distances 
Inyplved is higher, the most common mode of transport is the bus. Only 
exception is Rajanganaya, where the most common mode of transport is 
the bullock cart. 

In contrast many traders and producer-sellers use hired means of 
transport. These includes motor lorries, cars, 2 wheel tractors and 
carts. Some traders use buses and trains while producer-sellers use 
bicycles. Table 11 provides information on transport costs involved. 
There is no uniform basis for charging transport costs. One limitat­
ion in this Information is the non-availability of data on transport 
costs per mile. When we exclude the possible extreme cases it is 
reasonable to assume that these charges are the total amount of 
transport costs for 8 - 10 miles, on an average. Viewed from this 
angle it is seen that average transport charges do not vary much from 
the rates charged in other areas. However, the greatest difficulty 
reported by traders as well as produce sellers is that they are unable'' 
to find transport facilities when required, On market days particu­
larly when the quantity of merchandise is large many produce sellers « 
complained that they are not allowed in buses. Under these circum­
stances they have to depend on motor lorries and carts at a higher 
cost. 

As shown earlier rural markets form a very important source of supply ' 
of Consumer necessities to a rural population. In this study an attempt 
was made to find the average amounts spent on such items by rural consu­
mers and the results are presented in table 12, The composition of 
an average rural consumer basket is presented in this table. The main 
items of expenditure are vegetables, dry-provisions, dry-fish and 
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Table 10. Distance and Required Travel Time to Adjoining Rural Markets 

Name of the fair No. of Distance Mode of Required travel time 
adjoin- (miles) Trans- (Hours) 
ing port Average Range 
farirs Average Range (hrs) 

Warlyapola 4 8.5 5-13 bus .75 .5-1 
Bammunukotuva 4 4.1 2.5-6 bus .3 .25-.33 
Kuljyapitiya 3 5.3 5-5.5 buS : .5 -Horombawa 5 5.8 4-7 bus .6 .5-.75 
Munamaldeniya 4 4.8 4.5-5 bus .3 .25-.33 
Pannala ... 4 5 3-8 bus .5 .25-.75 
Giriulla 4 5.6 3.5-8 bus .7 .5-1.25 
Makandura 3 4 2-7 bus .4 .25-.67 
BoyaWalana 2 5.3 5-5.5 bus .5 -Godawela 2 7 - bus .5 — 
Weerambugedera 4 5.3 3.7 bus .4 ,25-.5 
Uhumiya 5 6.2 5-8 bus .7 .5-1 
Dumma la su r iya 3 6.6 4-8 bus .6 .5-1 
Weerapokuna 4 8,6 5-13 bus 1.75 1-2.5 
Padiwela 4 8.3 5-13 bus .75 .5-1 
Bowatta 4 5.5 4-8 bus .6 .5-.75 
Kumbukwewa 6 8 3-10 bus .75 . 25-1 
Kumbukgete 6 6.8 3-12 bus .6 ,25-.75 
Ibbagamuwa 5 9.8 2.-17 bus ,75 ,25-1 
Melsiripura 4 8.3 5-12 bus 1.1 .75-1.75 
MoragollageTfia 6 15.1 9x21 bus . 8 .5-1 
Galtenwewa 7 11.1 8 r l6 bus .75 .5-1 
Galgamuwa 6 10.6 8-18 bus 1.1 1-1.5 
RajanganayaLeft Bank 4 7.5 3.12 bullock 

cart 4 1-4 
Kobeygane 6 8 5-10 bus 2.4 .5-1.5 
Nikaweratiya 6 10.2 5-16 bus 1.2 1-2 
Maho 5 8.2 4-10 bus .7 .33-1 
Ambanpola 5 9.3 7-12 bus .7 .5-.75 
Hettipola 4 8.9 5-12 bus .5 .33-2 
Wetakayawa 4 4 2-6 bus .5 . 25-2 

chewing ingredients. Fruits and fresh fish are rarely bought by 
consumers. The category called 'other' included, pottery, textiles, 
soap, tooth powder and sweets etc., It is seen that , the average amounts 

.spent by consumers vary considerably, depending perhaps on their income 
levels, and also on the availability of other alternative but cheap or 
easily accessible outlets. The amounts spent by the respondents ranged 
from Rs . 4 / - to Rs. 120/- The poorest consumers' purchase was limited 
mostly to chewing ingredients. Many consumers whose purchase exceed 
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Table 11, Average Cost of Transport 

* Extreme case 

Rs.100/- had bought commodities coming under the category of others, such 

as textiles and pottery The overall average of expenditure ±s in the range 

of Rs,30/-Rs.40/~. 

From information'provided, by all consumers intr-wi-ewed, it is seen that 

the rural market does not. function as the sole source of supply for consumer 

necessities. The rural market share of total household expenditure on 

such items averaged from 4 2 % to 48%, The balance was obtained from other 

sources of supply and this information is given in table 13, The main reason 

given by respondents varied with the type, of outlets. In case of cooperat­

ive it was mainly the cheaper price and close proximity. Many consumers 

used the shops in town, either because the quantities bought from the 

market was inadequate for the whole week or because, they could purchase 

on credit from the known shops in town. Many were also of the opinion that 
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Mode Of Transport 
Unit of _Whole_/_Retail_Sellers Farmer Sellers 
T r a n s p o r t L o r r y B u g C a r t C a r 2 w h e e l T r a i n Lorry Bus Cart 2 wheel Bicycle 

tractor _ S£S£t2£ 

Full 170.45 14.00 40.00 - - 46.50 - 22.00 40.00 
load 

1 Cwt. 3.25 0.60 7.75 - 10.00 1 6 . 9 0 , 3.50 0.70 4,00 8.00 

Textile 
bundle 7.00 3.00 - - - - . - - - -

* . 
Box 5.50 15.15 1.00 -

Betel stow 6.00 3.75 3;60 - - - 6.00 - 5.50 - 3.50 

1000 

arecanut 0.90 0.50 - - - - 1.00 . -

Rice 

gunny - - 2.25 - - -

Bunch of 

plantains 0.75 - 0.50 - - - - - • -

Gunny 5.15 3.80 4.25 - - 6.25 1.73 3.75 

Mile - - - - 3,75- -

1000 betel - - - - - 0.67 0.05 0.65 



Table 12., Average Expenditure on Dai ly Necessit ies purchased at the Rural Market 

Market Average expe- Dry provisions Dry Fish 
ndi ture on 
t o t a l consum­
er basket 

Fish Chewing Vegetables 

ingredients 
Rice Fru i t s Others 

l.Wariyappla 25.38 (12) 2.00 (6) 4.20 (10) 6. 10 (10) 13.53(12) 
2. bamun aka -

ttiwa 39.95 (16) 9,30 (10) 7.58 (12) 7,50(12) 8. 29 (12) 7,28(16) 
3.Kul iyap-

i t i y a 24.70 ( S ) 3.00 (4) 11.00 (6) 3 . 75 (6) 6.95(8) . -
4.Horombawa ,19.41 (7) 2. 50 (5) 8.00 (4) - 4; 13 (6) 4.78(6) 
5,Pannala 28.13 (10) 4.80 (8) 7.15 (8) 5,00(4) 3 . 58 (8) 7,60(10) -

6 .G i r i u l l a 26.57 (10) 9.50 (8) 4,37 (8) - 1. 25 (3) 9,95(9) 
7.Boyawalana 12.55 (7) 4.00 (6) 3.00 (6) - 4,05(7) -
8.Godawela 12.59 (10) 2.00 (6) 6.00 (8) - 4,59(10) 

1.5C (4) 

9,Dummalasu -
r i ys 58.89 (10) 

lO.Weerapoku-
9.90 (8) 11.75 (8) 3.59 (6) 13,15(8) 18.75 (4) 1.50 (6) 0.25 (7) 

na 61.51 (10) 13.00 (10) 11,31 (8) - 5,00 (5) 13,65(10) 11 , 40 (3) 2.25 (4) 4.90 (10) 
ll.Makandura 9.67 (8) - 3,50 (5) - 6*17(6) - <-

12.Wetakayawa 44-.42 (10) 5,07 (8) 4.67 (6) 3,88 (4) 1.25 (6) 5,48(10) 21, 32 (7) 2.00 (3) 0.75 (4) 
13.Kumbukwewa 31.28 (10) 5,13 (7) 3,38 (6) 6,00 (5) 7.20 (10) 9,57(10) - - -
14,Kumbukgate 75.21 (9) 12,63 (8) 3.34 (6) - 5.44 (8) 3.05(8) 18, 75 (3) - 32.00 (1) 
lS.Moragolla-

gama 37.75 (10) 7.53 (10) 3,17 (8) _ 3.50 (8) 5.37(10) _ — 18.18 (7) 
16.Galtanwewa 48.39 (10) 7.03 (10) 2.44 (8) - 7.22 (9) 6.20(10) 7. 50 (3)15.00 (2) 3.00 (6) 
17.Galgamuwa 27.23 (9) - 9 .00 (4) - 5 .00 (6) 7 . 9 8 ( 8 ) _ - 5.25 (5) 

C o n t d / . . 
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(Table 12 continued) 

Market Total Dry Provisions Dry Fish Fish Chewing yegetables Rice Fruits Others 
ingredients 

18.Rajanganaya 44.04 (10) 9.00 (5) 4.00 (4) _ • 6,75 (6) 5.54 (9) 18.75 (3) 
19.Kobeigane 91.83 (9) 10.59 (7) 12.17 (6) 6.00 (4) 14.00 (7) 14.07 (7) - - 35.00 (2) 
20.Malsiripura 27.34 (10) 4.42 (8) 10.63 (8) 4.25 (7) 7.29 (9) - - 0.75 (7) 
21.Ambanpola 41.93 (10) 5,57 (8) 5.57 (8) r 5.50. (5) 8.10 (8) - 2.10 (3) 14.74 (6) 
22.Maho 32,68 (10) 2.13 (6) 10.00 ( 7 ) - 3.15 (6) 6,20 (8) 1,00 (2) 10.20 (4) 
23.Moonamal-

deniya 59.49 (8) 14,63 (4) 25.63 (4) _ 10.40 (7) 8,83 (8) _ _ _ 

24,Hettipola 50.55 (ID 6.67 (8) 10.04 (10) 13,00 (5) 13,20 (8) 4.89 (10) - 1.50 (3) 1.25 (7) 
25.Padiwela 60.76 (10) 6,13 (8) 20.00 (8) - 9.15 (10) 9.18 (10) 15.00 (3) - 1.30 (5) 
26.Bowatta 55.05 (10) 4.94 (7) 12.90 (8) - 5.13 (7) 7.03 (8) 20.40 (4) 2.50 (2) 2.15 (5) 
27.Weerarabu-

gedara 21.91 (10) _ 2.00 (6) _ 5,94 (7) 3,47 (10) — 10.50 (4) 
28.Uhumeeya 12.05 (10) 5.13 (6) - 3.34 (10) 3.58 (10) -• - -
29.1bbagamuwa 13.14 (10) 2.50 (8) - 3.23 (8) 3.07 (10) - 4,34 (6) 
30.Melslripura 29.34 (10) 2.13 (8) 2.67 (8) 2,75 (4) 6,64 (10) 2,85 (10) 10,67 (3) 1.63 (4) 

Figures in brackets are number of observations, 



although the pr ice i s cheaper i n the r u r a l market than the preva i l ing 
pr ice i n town».the traders i n the market use short weights and* measures. 
When ever, there i s a marketing department sales centre ava i lab le , 
consumers tend to go there mostly because of cheaper pr ices, although 
many are not sa t i s f i ed wi th the qua l i t y pa r t i cu l a r l y i n case of vege­
tab les. I t i s also in teres t ing to note that some consumers are i n 
the habit of purchasing part of t he i r consumer necessit ies from 
a neighbouring r u r a l market, when the quant i t ies bought from h is 
own market i s not adequate for the whole week. 
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CHAPTER 4 

OPERATIONS OF RURAL MARKETS IN THE KURUNEGALA DISTRICT 

1. Physical Facilities 

Earlier studies to which reference has already been made have commented 
on the fact that the physical facilities available at many rural markets 
are very poor, and the results of the present survey also confirm it. 
In table 14 a summary of available physical facilities is presented. It 
is clear that many rural markets do function without proper amenities 
whether they are managed by local government authorities or not. Out 
of 30 markets surveyed only 4 had permanent 'sheds,' and another 8 had a 
mixture of permanent and temporary structures. Of the 8 private rural 
markets none had permanent structures for traders. In most markets even 
thatching the roofs of the temporary sheds are long over due. Floors 
of the sheds are rarely cemented. 

The market areas are not cleaned properly, and most of them are not even 
fenced. During non market days the market area and the traders sheds 
become a resting place for stray dogs and cattle. Usually labourers 
are employed by the local government authorities, tenderers and owners 
to clean the market place on the day prior to the market day, but many 
traders complained of unhealthy sanitory conditions. A common problem 
in rainy season is that almost all the market premises get under 
water and once the water is drained what is left is.a pool of mud, to 
the inconvenience of the patrons. 

Out of 22 council managed rural markets 15 have toilet facilities and 
so has half of the 8 private markets. The non availability of water 
and the indifference of users have made these toilets unhygenic, and 
almost unusable. In the absence of seperate scavenging labourers, the 
task of cleaning these toilets is very often left undone. 

50% of the markets surveyed had wells for drinking Water . Here again -
many of these are unused either because the water is not clean 
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or because it is salty. Only 4 of the 30 markets are provided with 
electricity. In all other cases pressure lamps and lanterns are provided 
by the tenderers.owners or by the Local Government authority. Farmers 
and rural consumers are not affected by the non availability of electri­
city but the traders are very much inconvenienced. 

Table 14 Availability of Market Facilities 

Facilities Local Government Authority 

No. of Fairs 

Private 

No, of Fairs 

Small Large Total Small Large Total Grand 
total 

Total 
number 11 11 22 7 1 8 3° 

Office 1 ' 4 5 1 - 1 6 

Traders shed 
(permanent 
structure) 5 7 12 ^ — 12 

Cattle shed 5 6 11 3 I 4 15 

Tuck shop 2 2 4 2 1 3 7 

Toilets 7 8 15 4 4 8 23 

Stores 1 - 1 - - 1 

Drinking water 6 7 13 3 - 3 16 

Weighing scale - • 1 1 - - 1 

Electricity - 4 4 - - - 4 

Watch hut 1 1 2 1 - 1 3 

Bicycle shed - 2 2 1 - 1 3 

During the survey many, complaints were received of loss of merchandise 
during the night. . Only 7 markets have small tea kiosks, to provide 
breakfast and in some cases dinner usually for traders. Storage 

40 



facilities are virtually non-existent and so are the facilities for 
loading and unloading merchandise. A weighing scale had been provided 
only by one" TeliSeref it hie"cooperative society of the area. Only' 6l hadj: 
places which could be identified as offices but are usually occupied 
by fee collectors. Half of the markets provided facilities for parking 
bicycles. Many Police Officers interviewed stressed the need for { 
bicycle sheds, mainly- to avoid thefts. 

The size of the market area varies from little more than 3/4 of £n acre 
to about 3 acres, a small.market.... having about 1 acre and a larger 
market about 2h acres. It was found that the entire area was nolt used 
in raiost smaller roafkets^, the* average percentage used being around 70%. 
However, the larger markets are generally congested, the average use 
percentage ranging between T20& - 160% of the available area. What 
was common to all markets "under review was (both council owned and 
priyately owned) that they did not have a sufficient number of trader 
shecjs-with enough space . On an average there were about 38 traders 
per 1100 withp^t sheds in a small market, and in larger markets it was 
about 57 per 100. The canteens too were small for the crowd, requiring 
at least double the present space. 

Thus, the results of our survey confirms the general belief that rural 

markets are poorly served so far as physical facilities are concerned. 

The general market layout of the markets under present study surfaces 
the fact that the construction "of trader sheds and other buildings is 
not well planned. They have usually been started with 2 of more 
temporary sheds lying parallel to each other. Most -extension and 
improvement programmes have been carried out on an ad-r-hoc basis, and 
according to the availability of space. The permanent structures are 
put up at irregular intervals either to replace the existing temporary 
structures or as a part of the expansion schemes. The 4 markets 
which have permanent buildings only rrefered to. above, are the 
exceptions. Even in these cases, the traders' sheds had gained 
importance over the provision of many other complementary facilities 
such as paved market yards, loading and unloading platforms etc., In 
some cases the traders sheds ' are poorly sited so that many traders 
are reluctant to occupy those sheds inspite of their permanent nature 
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Therefore, it was the practice of many traders to encroach the open space 
in between the rows of traders sheds in all the markets studied. 

There are no supporting services such as grading, cleaning, drying and 
storage available in the markets studied, Cleaning and grading are done 
by the traders themselves whenever it is necessary . Only one market had 
a common weighing scale for the use of farmers and traders. The buyers 
themselves have to decide on the quality before making any purchase. 
Services are not available to disseminate the price information among 
farmers and consumers. 

2. : Supervisio n and Administration of Rural Markets 

The establishment and conduct of rural markets are governed by local 
government ordinances and bylaws. The Local Government authority in the 
area. , therefore is usually responsible for supervision and administration 
of rural markets. In addition to by-laws enacted by the respective Local 
Government authorities, rules and regulations made in the sphere of trade 
and commerce in the country are generally applicable to rural markets 
also. Regulations relating to price control and weights and measures 
form two such examples. The by-laws are usually made : 
a) For the proper maintenance and improvement of public markets 
b) For the imposition and recovery of rents for stalls and spaces 

the 
c) For/imposition and recovery of an annual fee for licences issued 

by the Local Government Authority to hold a private market 
d) For the due performance of their duties by market-keepers.watchers 

and others employed in public markets 
ej For the inspection of private markets 
f) For the proper management,regulation and control of all private; 

and public markets and for ensuring order, decency and cleanliness 
within the limits thereof. 

It was found however, that these by-laws or other government regulations 
had limited effect on the operation of rural markets, They were more 
observed in breach, the reason being the indifference of the implementing 
agencies. Inadequacy of staff may also be a contributory factor for such 
developments. 
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About 75% of the rural markets studied were supervised and controlled 
by the local government authorities and rest by private individuals. 
However, out of the 22 rural markets owned by local government authorities 
11 have been rented out mainly to private individuals. There were 
two cases of ad-hoc arrangements where council owned markets had been 
rented out to a cooperative and a branch committee of a political party. 
This situation clearly shows the lack of interests of the local councils 
with regard to the operation of rural markets. Many councils had 
preferred to rent out the rural markets in order to keep away from the 
'troubles' of collection of fees, etc., When markets are rented out the 
council gets the rent at the begining of the year as a lump sum payment 
and from the point of view of the local council officials it is advantageous 
to them, in many ways. 

a) The money that would have been paid for fee collectors as 
salaries is saved, 

b) Under-reporting of amounts collected and other malpractices 
by fee collectors do not. arise. 

c) The money received in advance can be allocated more usefully, and 
d) Maintenance of accounts takes a lesser time. 

Thus, the general tendency is to rent out more rural markets by the 
local councils and to increase the minimum value of the tender annually. 

The inadequacy of market staff is c ommon in both council and privately 
owned markets. Table 15 summarises the information on the types of 
market staff available, For 9 markets totally run by local councils 
there are only 2 managers but there are 31 Fee Collectors, meaning 3 - 4 

collectors per market. In contrast all private markets have one 
manager each who also performs the service of fee collection. However, 
the average number of labourers employed Is surprisingly low, i.e. 36 

for local council owned 22 markets and 4 for privately owned 8 markets. 
Even, here, themajority are employed part-time. It is seen that for 
many markets (21) there are no watchers. This gross staffing inadequacies 
perhaps could be a contributory factor for the poor maintenance situation 
of the markets, as described in earlier paragraphs. 
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Table 15. Marketing Staff 

Local Govt. Author i ty Pr ivate 

No. No. of emgloy_ees No, No,' of employees 
of of ~~ 
Mar- Fu l l Part Total Mar- F u l l Part Total 
kets time time kets time time 

Manager 9 2 - 2 8 - 8 8 
Fee co l lec to rs 9 8 23 31 8 -
Labourers 22 7 29 36 8 - 4 4 
Watchers 22 3 4 7 . 8 - 2 2 

Total 22 20 56 75 8 - 14 14 

By examining the sources of payments to market s ta f f i t was found 
that there was no uni formi ty of sharing respons ib i l i t i es between the 
loca l counci ls and contractors. Out of 36 labourers employed in counci l 
owned markets 9 were paid t he i r sa lar ies by the Contractor. This 
implies that the cleaning of the market yard and i t s other physical 
f a c i l i t i e s such as t o i l e t s in some cases have been considered the 
respons ib i l i t y of the c ontractor , whi le i n other cases respons ib i l i t y 
was wi th t 2 l oca l counc i l . Another area' of.undefined respons ib i l i t y 
i s the general supervision. In many instances i t was found that po l ice 
o f f i ce r s both i n uniforms and p la in clothes were maintaining order 
and d i sc ip l i ne i n the market. They were also charged wi th the respon­
s i b i l i t y of checking malpractices such as the use of short weights and 
measures. Where such arrangements are not ava i lab le the contractors 
and fee—col lectors have to perform these funct ions but as a general 
ru le they are busy w i th fee c o l l e c t i o n . 

The nature of fee -co l lec t ion at the market var ies considerably among 
the markets. In smaller markets the contractor or the owner or h i s 
manager co l lec ts the fees from producer se l le rs and t raders . I n 
other cases the paid co l lec tors are employed. Major i ty of producer-
se l le rs interviewed had to pay t he i r charges at the gate whi le the 
wholesale and r e t a i l se l le rs pay at the end of the market operations. 
In a few other cases i t was reported that the fees are col lected 
inside the market whi le Operations were going on. Thus, there i s no 
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Table 16, 
Method of charging the fees 

f e e s 8 1 " 5 ^ — - ,^2iSS2ii:^SSS2ii---iiS£-- l__? aImH Sel lers 

0-=/50 =/50~l/= 1-2/- 2-3/= 3-4/= 4-5/= 5/= Total 0-=/50 =/50-l= 1-2/= 2-3/= 3-4/= 4 - 5 / - 5/= Total 

Per Person - 2 1 - - . -» - 3 1 2 11 15 7 1 - 1 - 4 7 
" Shed/Place 7 41 71 23 8 2 - 152 2 4 1 - 7 
" Gunny 1 6 4 - ^ - - 11 1 4 4 - _ 9 
" C.W.T. - 3 7 5 9 - - - 24 

Cart - „ r „ „ i 1 ; - 1 1 
" Betel Stow 1 i „ - 4 _ _ _ 4 
" 1*000 bete l - - — - - 8 - - - - - », 8 
" l'OO ar icanuts- - „ „ - , . • _ • , . 4 - „ - _ _ _ 4 

" Banana bunch - - - 4 1 - - - - 5 
% of the value 

of goods sold - 1 0 r« " r - 10 



Table 17. Average Col lect ion Per Day By Ownership and Size 

Small Medium Large Total 

No: Average No. Average No. Average No. Average 
repo- R s o f R g ^ repo- Rs. rep- Rs. 
t i ng 1 repo- r t i n g o r t -

r t i n g ing 

Local Govt, author i ty 
(owned) 2 33 3 230 4 1063 9 556 

Local Govt, author i ty 
(Tendered) 2 80 3 150 7 650 12 430 

Local Govt, author i ty 
(other arrangements) 1 25 1 25 

Private 4 63 3 150 1 400 I 8 138 

Total 9 56 9 177 12 767 30 376 

Table 18. Average Col lect ion Per Day On Peak By Ownership and Size 

Small Medium Large Total 

~ ' .' No, Average No. Average No. Average No. Average 
Ownership 

repo- repo- R g > repo- rep- R g > 

r t i n g r t i n g r t i n g o r t -
ing 

Local Govt, author i ty 
(owned) . 2 46 3 262 4 1444 9 739 

Local Govt, au thor i t y 
(tendered) 2 163 3 195 7 864 12 .580 

Local Govt, author i ty 
(other arrangements) 1 30 

Pr ivate 

Total 

, - - 1 30 

85 3 188 1 500 8 176 

87 9 125 __12 1027 30 502 
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uniform pattern of fee collection. 

As indicated in Table 16, the basis of fee. collection is also not uniform, 
and the charges are discriminatory. 

Our investigations revealed that market charges paid by regular traders 
are usually lower than the amounts paid by others. It was also found 
that the fee-collectors had to bargain mostly with producers to collect 
the fee. The charges paid for traders sheds varied from market, to 
market, depending on their size and the nature of the structure. Ten 
farmers interviewed said that they paid 4% - 10% of the value of the 
goods sold as market charges-

Table 17 provides information relating to average collection per market 
day by ownership and size. Out of 30 rural markets studied roughly 
about 1/3 had a daily average collection of Rs.56/-, ranging between 
Rs,25/- and Rs.,80/-. Their annual average collection therefore has been 
little less than Rs.3,000/-. The 9 rural markets classified as medium 
in size had a daily average collection of Rs.l77/~ whereas the 12 larger 
markets had Rs,767/- as their average daily collection. It is inter­
esting to note that largest 4 markets had an average collection of 
Rs,1,063/- per day thus receiving around Rs.55.000/- per year. 

Seasonality of agricultural commodities should mark an increase in 
market charges during the glut season. It was found that 2 small 
markets reported an increase of little more than 100% in the charges 
collected over the average collection, In all other cases the increase 
ranged between ;30%-40%. The amounts collected on peak days are given 
in table 18. 

It ws evident that only a mall proportion of funds collected had been 
invested in improving market facilities in general .When the payments 
of salaries are excluded, the amounts spent on maintenance and other 
facilities have been only 1% in certain cases. Therefore, it is not 
surprising that profits ranging from 64% - 92% have been appropriated 
by the private individuals who own rural markets. In the same manner 
local councils have transferred amounts ranging from 70% to 97% to the 
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Table 19. Patterns of Utilization of Funds Collected as Fees 

Local Government Private 
Authority - owfted 

Small 
% 

Medium 
% 

Large 
% 

Small 
% 

Medium 
% 

Large 
% 

Total amount 100 100 100 100 100 100 
Maintenance 1 14 7 17 14 5 
Salaries 2 17 3 18 5 1 
Other facilities - ' - 7 - 1 * 
Tax and Permits - - - 1 * 2 
Profit . - • - - 64 80 92 
Amount credited 
to general fund 91 69 83 n 

* Percentages negligible 
ftIncluding electiricity, water services and fencing 

general fund. The results of this analysis are given in table 19. 

3, Trading Practices 

The price determination in the rural markets was examined closely during 
the present survey. There is no auction system in operation and sales 
on commission basis is little knoutn. In case of agricultural commodities 
brought for sale by farmers, the prices are determined mostly through 
person to person bargaining. It was found that usually the traders bargain­
ing power is greater than that of farmers. The main reason was not so much 
the, illiteracy but lack of knowledge about on-going prices in main 
wholesale markets or in major consuming areas. However, the traders as 
well as farmers seem to have some idea of prices prevailing in neighbouring 
markets. The main sources of such information and their relative importance 
are shown in table 20. 

The wholesale buyers obtained such information mainly through visiting 
the markets by themselves. 82% of the respondents received information 
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i n t h i s manner, In contrast only 25% of the Producer-sel lers obtained 
information by v i s i t i n g other markets. They received such information 
mostly from the i r fel low-producers v i s i t i ng . t hose markets. Therefore, 
i t i s l og i ca l that traders who buy ag r i cu l t u ra l produce from farmers 
have a greater knowledge of the on-going pr ices than the farmers, 
thus, strengthening the i r bargaining power over that of the farmers. 
Another important point i s that the mere knowledge of pr ices a t a 
neighbouring market does not help farmers very much, fo r many reasons. 
Amongst them the fo l lowing stands more prominent; 

Table 20 Awareness of Prices In Neighbouring Markets 

Source of Information Traders Farmers , „.,„,...., 
Buyers Sel lers Sel lers Consumers 

S2i % H2i___2 _!?2£. ? 32i_~.-JL-.-

Number reported 130 100.0 165 100,0 146. 100.0 69 100.0 

Traders i n the market 29 22.3 51 30.9 39 26.7 8 11.6 

.Vis i t ing neighbouring 
markets 107 82.3 48 29.1 37 25.3 45 65.2 

From neighbours/ 
o r . fe l l ow traders 
attending other 
markets - ''- 50 30.3 71 48.6 66.6 

Sending own messengers 
to other markets 2 1 . 5 - - - - -. • 

Percentages do not add up to 100 as some respondents reported more than 

one 3 o u r c e . 

a) the price information received refers to the price prevailing in the 
previous market day, perhaps one week earlier, and at the next 
market day these prices could vary significantly. Thus, the 
transfer of produce from a low price market to a high price 

. market will not always ensure higher returns to farmers. 

b) the price information received is not grade specific. Thus, an 
individual farmer can not know for certain how much his own 
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produce will fetch at that market. 

c) perishable items such as vegetables and fruits can not be kept 

untill the next market day, therefore, what ever amount is 

harvested and brought to the market has to be sold on the same 

day. • 

Leaving aside the information on prices prevailing in other areas, it 
was found that there was no systematic way.of disseminating information 
on prices prevailing in the same market. All the producers interviewed 
said that they did not know how much a fellow producer had been paid 
for the same product until both met together. They did not know how 
much they could have got from other traders for their commodities 
unless they bargained with all the traders, because price dissemination 
in the market was 100% through personal contact. 

Table 21 Price Determination 

Method., Wholesale Farmer Wholesale Farmer a 
retail buyers retail sellers 
buyers and sellers 
^ £2Df i?!Be£S_ ,„ ,„ ,«,.,..«*..» . 

_ No: % NC K % No: _% No; % 

No, repor­
ting 152 100.0 162 100.0 165 100.0 140 100.0 

Price set­
ting up by 
sellers 48 31.6 128 79.0 110 66,7 57 40,7 

Price sett- _ 
ing by 

buyers 32 21.1 - 15 10.7 

Bargaining 88 57,9 56 34.6 56 33,9 74 52,9 

Percentage do not add up to 100 
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Table 21 shows the common methods of pr ice determination i n the r u r a l 
markets. The ru ra l consumers, have to accept the pr ice set mostly by 
se l le rs . 80% of the consumers interviewed said that t he i r pr ices 
were determined by sel lers.. Wholesale and r e t a i l se l le rs have confirmed 
t h i s . Around 34% of both groups of respondents have got the i r pr ices 
determined-through bargaining. The s i tua t ion d i f f e r s when pr ices are 
determined fo r ag r i cu l t u ra l produce brought by farmers. About 53% of 
the farmers said the i r pr ices were determined through bargaining, whi le 
11% had to accept the pr ices offered by the i r buyers. The fac t that 
41% had set the pr ices by themselves, may have resulted mainly from 
d i rec t sales to consumers. However, i t i s also in te res t ing that 32% of 
the wholesale and r e t a i l buyers said that they accepted the prices set 
by se l l e r s . This category of se l le rs may not be rea l producers, but can 
be an intermediate group who r e s e l l the farm produce mainly to r e t a i l e r s . 

The payments fo r goods sold and bought at r u r a l markets were done almost 
100% in ready Cash. The survey resu l ts showed only 4% of the wholesalers 
and r e t a i l e r s bought on c re i d t , and less than 1% of the wholesale and 
r e t a i l se l le rs sold the i r merchandise on c r e d i t . 

This information implies that farmers do not depend on wholesale buyers 
attending ru ra l markets for c red i t , but through spot cash transactions 
the farmers rea l i ze the i r urgent cash needs a t r u ra l markets. 

I t I s a common view tha t , i n select ing a trader to s e l l h is produce or 
to buy h is necessit ies the producers in developing countries are also 
motivated by socia l 'considerat ions i n addi t ion to the economic reasons. 
The resu l ts of the present survey show only 24% of the farmers do 
business because of long patronage. Percentage of traders who buy mainly 
from acquaintances i s also comparable wi th that of producers. (28%). 
Both'groups seem to be more interested i n pr ices and qua l i t y of the goods 
rather than social considerations such as goodwi l l , k insh ip , caste e t c . . 
The resu l ts are presented i n table 22. 

53 



Table 22 Reasons fo r Selecting Buyers/Sellers 

Reasons Selection of farmers 
Wholesale/Retail 
traders 

Select ion of traders by 
Farmer se l le rs and 
consumers 

No: % No: 

Price 
Quality 
Known customer 
No, of other sellers 
Reasonable weights 
and measures 

Not reported 
Total 

65 
52 
43 

2 

13 
152 

42.3 
43.2 
28.3 
1.3 

8.6 
100.0 

116 
70 
39 

1 
11 

162 

71.6 
43.2 
24.1 

0.6 
6.8 

100.0 

Table 23 shows what se l le rs do for the unsold merchandise. The major i ty 
of the farmers interviewed sold t he i r produce below the market pr ice 
when they could not dispose of the t o t a l quant i t ies brought to the market. 
The next a l te rna t i ve fo r them was to j e l l to the boutiq. a in the town 
or take it back home. The number of farmers who was compelled to throw 
away their produce was neg l i g ib le . I t was also found that less then 1% 
of the farmers took the unsold goods to other r u ra l markets. 

In this context, the traders had taken d i f f e ren t measures. 75% of the 
traders interviewed took the unsold goods to other ru ra l markets. However, 
the traders who handle perishable items t r y to dispose the largest quant i ty 
possible in the same market by lowering the pr ices , and some of them s e l l 
the remaining goods to the shops i n the town p a r t i c u l a r l y when the 
quant i t ies are not adequate fo r t ransfer to another ru ra l market. 

Weighing and measurement procedures adopted by the traders and producer 
sellers merit considerat ion. The observations made during the present 

survey revealed that weighing and measuring equipments used in rural 

markets rarely conform to. the standards. In one r u r a l market fo r example 

the police had detected 122 cases o f under weighing i n 1978. I t was also 
found that very of ten the traders keep the scales on the i r hands and 

while weighing they t i p the scales i n the i r favour. 
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Some smaller r e t a i l e r s who do not have weighing scales s e l l items such as 

vegetables and f r u i t s i n heaps on the guess-weight basis. 

4. Extension F a c i l i t i e s and the Rural Markets 

The rote of rural markets is not limited to sale of agricultural produce 

and provision of consumer necessities. They also operate as centres of 

social interaction. However, the findings of the present survey 

reveals a declining, trend in this aspect. . 

Table 23 Sel lers Action Regarding Unsold. Merchandise 

Action Wholesale/Retail Farmer Sel lers 
Sel lers 

No: % No: % 

Take home 47 

Sel l below market 
pr ice 51 

Se l l to the boutiques 
i n the town 2 

Throw away 1 
Take to other markets 99 

Percentages do not add up to 100. 

Roughly about 1% v i s i t s the market also for the purposes of entertainment, 
and about 2% to meet f r iends and re la t ions as w e l l . I t i s i n te res t ing 
to note that about 56% of the 308 farmers and r u r a l consumers interviewed 
said that they went to the market only fo r sale of - their produce and 
purchase of the i r consumption requirements. Some others have indicated 
that i n addi t ion to buying and/or s e l l i n g , they couple the i r market 
day w i th other important needs, such as going for medical treatment, 
v i s i t to hospi tals and so on. Other needs include meeting of governtent 
o f f i c i a l s , obtaining consumer items from cooperatives and transactions 
at the Bank. These are l i s t e d i n table 24. 

35.6 9 7.3 

38.6 99 80.5 

1.5 - 15.4 
0.8 1 0,8 

75.0 - 0.8 
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Table 24 

Total number of respondents 308 100.00 
No other reason 173 56 
For entertainment 3 0.6 
To meet re la t ions and fr iends 6 1.92 

,To meet the'Grama Sevaka' 8 2.56 

To go to Hospital 16 5,12 
To go to AGA's Off ice 5 1.60 
To go to Police Stat ion 2 0.64 

To go to Cooperative 3 0.96 
To go to Post Of f ice 14 4.48 
To go to Agr icu l ture Service Centre 2 0.64 
To go to Bank 3 0.96 

To go to VC Off ice 4 1.28 

To go to Barber Saloon 1 0.32 

The table indicates the types of services required by the ru ra l people 
w i th in the close proximity to the market. An attempt was made during 
the present survey to f i nd out what types of extension services are 
ac tua l l y avai lable w i th in or outside the market and to ascertain what 
channels of communications are commonly adopted by various agencies 
i n the i r extension programmes. The f indings are summarised in table 
25. It is clear that the use of rural markets for extension activities 

has been surprisingly low. -

The Marketing Department of the Government of Sr i Lanka had displayed 
posters i n 4 places, the Cooperative Marketing Federation i n 1 place 
and 'Salu gala ' i n 1 place. Public Address System has been used only 
by two agencies a cooperative society i n one place and the National 
Lot ter ies Board i n the other. In ter Personal Communication was mostly 
by the ag r i cu l tu ra l extension Of f icers (3 places) and the National Savings 
Bank (1 place) on ly . I t can be argued that so fa r a serious attempt 
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has not been made by any agency to exploit the market places, as a 
potential source for the diffusion of information. 

There may be several reasons for this situation. Most agencies and' 
institutions may have not realized the importance of these places for' 
suc% activities. Some others may not use the market mainly due to tddk 
of suitable places within the market premises even to stick a poster>. 
Since some rural markets are held during the weekend and on 'Public 
Holidays, others may simply not get the opportunity even to experiment 
with such an exercise. 

c 

Table 25. Available Services and Extension Methods 

Location 

Within the Market Out side the Market 
CHANNEL OF COMMUNICATION 

No. Posters Loud Discussions Posters Loud Discussions 
. Speakers Speakers 

Post Office 8 
Local Govt. 
authority 
(V.C./U.C.) 7 

A.G.A.Office 1 
Agricultural 
Services centre 10 

Cooperative 11 
Rural Bank .: ; 7 
People Bank 4 
National Savings 

Bank I 
Marketing Dep. 10 
Markfed 1 
Salu Sala 1 
Hospital \ 5 
Maternity 3 
P.H.I. 2 
Grama Sevaka 1 
Lotteries Board 1 
Police ; 4 

4 
1 
1 

8 

7 
1 

10 
io 

2 
1 

* This number includes only the agencies which has attempted to 
disseminate some useful information to their clients at least by 
way of a poster. 
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CHAPTER 5 

PRICING EFFICIENCY AT RURAL MARKETS 
IN THE KURUNEGALA V1STRKT 

Analysis of p r i c ing e f f ic iency usual ly allows conclusions to be reached 

on the nature of market st ructure provided that complementary ana ly t i ca l 

methods i n other relevants aspects-are also made use of .* Theor i t i ca l l y 

the markets are assumed to be competit ive i f , 

a) the difference in price between any given two time periods is 

equal the cost of carrying over the product, from the first period 

to the second, i.e. Cost of storage. 

b) the price difference between two markets does not exceed the 

transport costs, and 

c) the price difference between the processed product and unprocessed 
2 

product is equal to cost of processing. 

a) Price va r i a t i on over t ime: 

Rural markets I n S r i Lanka do not provide f a c i l i t i e s for processing farm 
products and therefore item (c) l i s t e d above had to be ignored i n the 
present exercise. As far as the analysis of temporal va r i a t i on of pr ices 
i s concerned the non -ava i l ab i l i t y of r e l i ab le time series data on prices 
received and paid by producers at the ru ra l markets, presented a serious 
r e s t r i c t i o n on a more, r igorous analys is. Thus, the analysis of va r i a t i on 
of pr ices over time had to be l im i ted t o , 
i . The pr ice va r i a t i on of selected commodities a t the same market day 

w i th in a given market and 

i i . The va r ia t i on of pr ices from one market day to another ( i . e . between 

two weeks) 
"^Inadequacy of p r ice analysis when used alone has been discussed i n greater 
d e t a i l i n the author 's M.Sc thesis "Some c r i t i c a l Issues Relat ing to 
Ag r i cu l tu ra l Marketing i n Developing Countr ies". Univers i ty of Aberdeen 
1976. 
j For de ta i l s " R.A.King - Product Markets and Farmers' response 
to changes i n Prices and Incomes". In "Economic Development i n Tropical 
Ag r i cu l tu re " , edited by W.W.McPherson, Univers i ty of F lor ida Press. 
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Table 26 (a) V a r i a t i o n of P r i c e s w i t h i n the s a g e aarke t day In ;o r u r a l markets In :<ur;u-.efrtla S l s t r i c t 

V E C E ? A B I E S FRUITS 
OTHER 

AfiBlCUlTCJUL 

Kr.ol Capai 
ruffl 

'Green 
c h i l l i e s 

Cab­
bage 

i ' .ekiri Druo 
a t l c l c s 

Carrot Cucu-
a b e r 

" o s a t c S i t t e r 
gourds 

Okra 'Leeke Bee t 
r o o t < 

Warlyapola 11.24 18.65 n . a . 12.56 28.26 27.56 n . a . n . a . n . a . n . a . n . a . n . a . 11.71 

BanunaJcotuwa n . a . n . a . n . a . n . a . 18.50 n . a . n . a . ' n . a . n . a . n . a . n . a . c . a . n . a . 

Ku l lyap l t i j ra 37.96 18.16 16.77 29. 25 •39.57 13.64 30.09 28.SB 35.07 n . a . 21.31 16.11 23.66 

Horaabawa 3.30 00 00 12.45 00 18.89 n * a . 3.51 8 .85 24.46 0 n . a . 16.11 
Pannala n . a . 11.07 n . a . 1S.80 n . a . 8.81 n . a . n . a . n . a . . n i a . n . a . n.a. n . a . 

G i r i u l l a n . a . n . a . n . a . 9.76 n . a . 6.82 n.a. s . a . 23.93 n . a . 16.24 n.a. n . a . 

Boyawaloxa 16.67 n . a . 10.50 7.87 0 n . a . n . a . n . a . n . a . n . a . n . a . n . a . n . a . 

Godawela n . a . n . a . 7.71 7.e7 9.68 n . a . n . a . n . a . n . a . n . a . n . a . n . a . 

Duaaa laaoor lya 11.91 6.74 7.71 12.45 26.51 31.35 13.49 19,92 10.65 7.00 8.56 31.60 12.45 

Weerapoicuna n . a . 10.35 14.12 11.91 n . a . n . a . n . a . tua» 1 4 10.35 j n . a . n . a . n . a . 

Hakandura n . a . 34.70 n . a . 19.15 n . a . r . . a . 32 .82 a. a . n . a . n . a . 
i 

n . a . n.a. n . a . 

Wetakeyawa n . a . 34.7« n . a . 12.45 n . a . n . a . 21.07 s . a . n . a . s . a . n . a . n . a . n . a . 

n . a . n . a . 7.76 11.92 18.07 n . a . n . a . r . .a . n . a . a . a . n . a . n . a . 17,50 

Kuafcukgete '10*»5. • n . a . 16.11 :0,14 20.00 n . a . n . a . n . a . 13.32 13.36 n.a. n . a . 11.91 

Horago l lagaaa 18.26 11.13 8 .88 nun 21.37 8.94 n . a . n . a . n . a . n . a . . n . a . n . a . 17.89 
Galtenwewa n . a . 11.62 13.72 20.41 22.71 n . a . . n . a . r n . a . n . a . . n . a . n . a * n.a. 16.11 

Galganuw* n . a . 4.88 18.00 15.59 n . a . n . a . . 6.45 17.64 n . a . n.a. n . a . t9 .92 11.88 
H&janganaya 35.15 n . a . 14.38 31.75 21.38 32.68 19.79 n.a* 16.23 j n . a . a . a . n . a . 26.01 

Kobeigana 18.64 12.87 11.02 16.85 n . a . 0 7.04 n . a . - n . a . | n . a . n.a. >8»43 9.96 

B i k a w e r a t i y a 19.33 13.23 12.14 15.16 13.40 23.91 n . a . n . a . 11.88 I n . a . n.a. 11.79 12.07 

Anbanpola n . a . 0 . 0 C . a . 0 a . a. n . a . n . a . 10.53 . n . a . n .a . n . a . 11.91 

Uaha n . a . 5.73 7.91 n . a . 13.62 n . a . n . a . n . a . 8.54 | n.a. n . a . n . a . 19.03 

l iunaaaldeniya 0 28.46 26.85 15.21 11.07 14.39 n.a. 0 a . a . io 
i 

n.a. n . a . 0 
H e t t i f o l a 35.63 16.77 17.24 32.40 ; 25.64 15.21 12.66 14.28 j 21.54 n . a . 1 J . U n . a . 

Padawela n . a . 18.38 • n . a . 4.56 | a » a > . - n . a . n . a . n . a . n . a . i n . a . n.a. n . a . n . a . 

Bowatta n . a . 8.22 n . a . 5.13 I n . a . 
f 

12.55 n . a . n . a . n . a . 
• 

n . a . n.a. - T . a i n . a . 

Seeranbugedera n . a . n . a . n . a . 13.41 ! 12.89 n.a. n . a . n . a . n . a . n . a . n . a . n . a . n.a. 

Uhuaeeya n . a . n . a . n . a . 13.49 : 15.94 n . a . n . a . 
-

21*37 n . a . n . a . n . a . n . a . n . a . 

Ibbaganuwa n . a . , . 0 io n . a . ! n . a * i ' n . a . a . a . ' n . a . n . a . n . a . n . a . n.a.;: 0; 

l i e l s i r i p u r a o . a . - - 7 .40 : 6 . 79 . 
i 

11.76 i 11.39 n . a . n . a . n . a . . n . a . n . a . n . a . 
_a 

n . a . 13.41 
-I 

Snake i - T f a 3 e a n s 3 r i n - T'e " Ban B e t e l I I r e e -
jourdji J a l s diatt-f ana t usut 

15.71 20.52 9.58 19.60 n . a . n . a . a . a . . a . a . n . a . : l . a . 

16.07 n . a . n . a . 20.18 16.0J 19.73 n . a . n . a . 11.19 8.05 

2.79 13.19 6.79 33.35 15.21 15.54 7.20 00 n . a . 4.55 
4.C9 16.43 0 12.17 1?.4J 0 . n . a . n . a . n . a . 0 

n . a . 0 n . a . 6.09 n . a . n . a . c . a . n . a . n . a . n . a . 

n . a . n . a . 6.12 11.81 n . a . n . a . n . a . n . a . n . a . n . a . 

n . a . n . a . n . a . 10.83 n . a . n . a . n . a . n . a . n . a . a . a . 

n . a . n . a . 12.45 n . a . r . . a . n . a . n . a . n . a . s . a . n . a . 

10.14 9.78 6.74 10.14 12,45 n . a . n . a . n . a . 11.91 1.41 

10.14 n . a . n . a . n . a . 11.91 3.80 n . a . 0 n . a . n . a . 

12.45 s . a . 31.67 n . a . n . a . n . a . n . a . n . a . n . a . n . a . 

12.45 n . a . 25.35 n . a . n . a . n . a . n . a . n . a . . n . a . n . a . 

15.76 17.89 n . a . n . a . 13.84 12.17 r . .a . n . a . .15.57 9.99 
14.14 11.91 7.21 10.65 12.8J 15.60 r . ,a . n . a . 17.43 12.45 

14.29 13.28 n . a . a. a* n . a . n . a . n . a . n . a . 13.72 4.43 
n . a . n . a . n . a . n . a . n . a . n . a . n . a . n . a . . 14.91 5.71 

15.S5 26.62 10.09 16.38 11.69 23.05 n . a . n . a . n . a . n . a . 

40.70 31.58 n . a . 26.26 17.21 n . a . n . a . n . a . r . .a . n . a . 

n . a . n . a . 13.62 35.02 24.76 n . a . n . a . n . a ; 19.36 0 

n . a . n . a . 15.00 n . a . 16.16 n . a . n . a . n . a . 14.28 13.15 
16.78 n . a . n . a . 11.91 16,11 n . a . n . a . n . a . n . a . 0 

21.65 n . a . n . a . 19.03 14.06 n . a . n . a . n.a. n . a . 11,01 
0 n . a . 0 9.78 0 15.21 n . a . a . a . n . a . 0 

17.92 n . a . 11.67 21.41 17.4S n . a . 18*66 n . a . 9.58 0 

i.1.77 n . a . n . a . 15.94 n . a . n . a . n . a . n . a . n . a . 0 

11.77 n . a . n . a . 6.21 n . a . n . a . n . a . 12.83 n . a . n . a . 

a . a . n.a.' 11.13 n . a . n . a . n . a . n . a . U.4t n . a . n . a . 

n . a . a.a. 12.78 n . a . n . a . n . a . n . a . n . a . n . a . iua» 

n . a . n . a . ' n . a . 11.92 n . a . n . a . n . a . n . a . n . a . s u a . 

n . a . n . a . n . a . 9.32 , i w a . n . a . i r u a . n . a . n . a . n . a . 

1. I f the c o - e f f i c i e r . t e q u a l s 0 i t =ear .s , r.o v a r i a t i o n o f p r l o s r throughout the day 
2. F i g u r e s In p a r e s t h e s i a a r e nuaber o f o b s e r v a t i o n s . 



Table 26*(b) Var iat ion of Prices w i th in the same market day i n 30 ru ra l 
markets i n Kurunegala D i s t r i c t . 

Rice Dry Prov is ion jymd other s imi la r Dry Fish 

Market Samba Other Dried Pepper Red Onions Potato Salaya Karal la Madu Tuna 
„ Ch i l l i es 
Wariyapola 4.89 0 15.62 7.69 
Bamuaa&otuwa 0 5.29 
Ku l i yap i t i ya 0 2.39 0 0 0 0 0 11.19 
Horombawa 0 0 5.53 0 
Pannala 0 0 0 
G i r i u l l a 0 0 0 0 
Boyawalana 0 
Godawela 2.32 0 
Dummalasooriya 0 0 0 0 7.71 5.34 2.06 4.56 
Weerapolina 3.11 2.95 0 0 8.81 4.08 
Makandura 
Wetakeyawa 
KuEfeukwewa 2.92 0 0 4.86 5.00 
Kumbukgete 0 0 6.52 5.41 5.00 
Moragollagama. 0 7.30 4.86 3.30 
Galtenwewa 7.21 3.30 
Galgamuwa 
Rajanganaya 5.58 
Kobeigane . 3.16 0 16.40 8.52 0 
Nikaweratiya 0 5.38 8.40 5.52 
Ambanpola. 
Maho 
Munamaldeniya 0 0 0 9.78 0 
Het t ipo la 0 0 0 0 7.13 4.74 0 
Padiwela 1.18 2.23 0 0 0 2.54 4.72' 
Bowatta 1.12 1.29 2.33 0 0 
Weerambugedara 3.44 5.53 5.89 6.44 
Uhumeeya 0 4.07 6.17 3.53 
Ibbagamuwa 2,92 0 0 0 
Melsi r ipura 2.92 0 0 0 

0 

0 
0 

0 

0 
0 

3.56 

60 



On the basis of price data collected during the present survey. 

The co-efficient of variation of prices was calculated using the price 
information recorded by statistical investigators for the present survey 
at hourly intervals in each market day during the 4th week of September 
1979.* The table 26 (a) provides percentage variations of perishable 
items, (vegetables, and fruits) and table 26 (b) those of relatively 
durable items such as rice, dry-provisions and dry-fish . In this analysis, 
it should be noted that if the co-efficient of variation of price of a 
given commodity equals 0, the price has remained stable during the whole day. 

It is obvious from the two tables that, some commodities in the less perish­
able group included in table 26(b) exhibits little or no variation of 
prices within the same market day. The notable examples here are dried 
chillies, sprats, pepper and corriander. Commodities such as red onions, 
potatoe, and dried fish (salaya) have shown moderate variation of prices 
resulting mainly from their semi-perishable nature and supply variations 
at national level. It is worth noting here that the traders of these 
commodity groups make use of the full'pola circuit' visiting 5-6 rural 
markets per week. Due to the semi-durable nature of these commodities such 
traders are not compelled to dispose of their unsold stocks at distress. 
prices within the same market, as they are able to sell the goods at the 
neighbouring market following day or in another market two or three days 
later. In contrast, the vegetable and fruit sellers confront the average 
highest variability of prices in the same market day. This high degree 
of variation of prices result mainly from the perishable nature of the 
products. However, it is also interesting to note that the composition.of 
the groups of traders also exerts some influence on this. Farmers who 
bring perishable items for direct sales to consumers in the market might 
be compelled to sell their produce at distress prices at the end of each 
market day in the absence of alternative sales outlets. Most farmers,and 
market keepers confirmed that during the peak harvesting seasons farmers 
had to throw their produce away due to poor prices which at times did not 
cover the cost of harvesting and transporting. 

"'"In view of the complexity of the problem it was decided to collect price 
information on the 10 most important commodities traded at each market 
representing the various groups of commodities transacted. Selection 
of commodities by individual investigators differed from each other depend­
ing on the types of commodities transacted at different markets resulting 
a larger than expected commodity coverage with reduced number of observations. 
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Table 28 Reasons for price variation by items between two weeks in 
September 1979 

REASONS 

Wholesale/Retail buyers 

Items No. Qua- Quan- Bar- Sea- Wea-
lepo- lity tity gain- sona- ther 
rting ing lity 

Vege-
tabl 78 32 51 
es 100.0 41.0 65.4 

Rice 
Dry 
Provi 5 
sions 

2 2 
100.0 40.0 40.0 

Fish 

Dry 1 1 
fish 100.0 100.0 

Coco 
nut 1 1 -

100.0 100.0 
Betel 22 6 17 

100.0 27.3 77.3 
Are 
can 13 5 2 
uts 100.0 38.5 15.5 
Toba 
ceo - - -

Fruits 

1 
4.5 

3 
23.1 

10 8 3 2 
100,0 80.0 30.0 20.0 

Farmer buyers & Consumers 

No. Qua- Quan- Bar Com Sea Wea 
Repo lity tity gain peti son ther 
rting ing tion all 

of ty 
trad 
ers 

14 13 1 
17.9 16,7 1.0 

1 
20.0 

83 
100.0 

12 

100.0 

31 50 
37.4 60.2 

6 5 
50.0 41.7 

7 1 15 1 
8.4 1.2 18.1 1.2 

1 
8,3 

1 
100,0 -

2 1 
9,.l 4.5 

3 
23.1 -

1 1 - -
100.0 100.0 

32 29 2 
100.0 90.6 6.3 

6 - 6 -
100.0 - 100.0 

27 14 11 3 
100.0 51.9 40.7 11.1 

19 10 6 3 
100.0 52.6 31.6 15.8 

5 2 3 -
100.0 40.0 60.0 

1 
3.1 

- 1 
- 3.7 

2 
- 10.5 
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In a similar manner, the small scale retailers who buy small quantities 
of vegetables from the producers during the early hours of the market 
day in order to re-sell to the consumers in the same market are also being 
compelled to sell their unsold stocks at distress sales prices. The pattern 
of variation of prices in the same market day varies among individual markets 
not only due to low demand, but also for supply variations resulting from 
limited number of traders attending the market and supply shortages due to 
poor weather conditions. 

In table 37 an attempt has beeri made to ascertain how far do prices between 
the present week and the previous week vary for selected number of commodi­
ties on the basis of price information reported by different groups attending 
the market, namely producers, wholesale buyers, retailers and consumers. It 
is 5; seen that prices of the current week have varied in close relation to Is 
previous week's prices. In all the cases studied this variation has occured 
by less than 10%. It Is interesting to note that the qualitative evidence 
provided by all groups confined to this situation except in case of a few 
commodities like red-onions, (kekiri) cucumber, capsicum and green chillies. 
The reasons for such price variations were obtained from both groups of 
buyers (i.e. traders and rural consumers) and It was found that differences 
in quantities arriving at markets and their differences in quality account 
for most price variations. The results are summarised in table 2& the 
importance of bargaining is clearly seen in cases of vegetables, fruits, 
betel and arecanuts. 

b) Spatial variation of prices 
~! C • 

X . .-

Analysis of spatial variation of prices is commonly used to determine the 
extent of inter-market integration of prices. If the correlation coeffi­
cient of price between two markets equals 1 then the two markets are 
assumed to be perfectly integrated. In otherwords if the price difference 
between any. two markets for a given commodity is substantially greater than 
the cost of transportation, producers and/or traders will direct their 
supplies to the higher-priced market until the difference is brought down 
to equal the cost of transport. On the other hand if the correlation 
coefficient is significantly lower than 1, it is assumed that integration 
between the two markets is loW, and prices at individual markets are deter -
mined according to the demand and supply conditions of individual markets. 
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This is indicative of local monopolies, transport bottlenecks and lack of 
price information. 

In table 29 (a) the correlation matrix of retail prices among the 30 
markets covered by the present study is presented". It is highly interesting 
to note that about 90% of the markets studied are well integrated with 
each others. Notable exception here are, Maho, Rajanganaya and Weerapckuna. 
Rajangana and Weerapokuna markets are both catering to new settlements and 
hence the road transport network is poor. Although Maho is well served by 
rail roads it is poorly located in the road transport network. However, 
even these markets are well connected with the other markets in the same 
circuit, as well as with many markets outside its own circuit depending on 
the accessibility. Nevertheless this general high level of intermarket 
integration is suggestive of high level of competition in the trade, 
particularly at retail level.The market linkage flow-chart given overleaf 
shows the nature of the flow of commodities from and to rural markets. 
It shows how closely these rural markets are linked with each other, 
particularly those which are located in the same district. Since most 
rural markets are located at the centres along the road transport network, 
the transport of commodities from one market to another is greatly 
facilitated. In the same fashion an attempt was made to ascertain the 
degree of correlation of prices between .the 30 rural markets studied with 
the nations main terminal market - Colombo, and the results are presented 
in table 29(b). Here again it was found that 26 out of 30 markets were 
well integrated with the Colombo market, the exceptions being Maho, 
Rajanganaya, Ibbagamuwa and Melsiripura. 

The low level of integration of these markets with other rural markets in 
the district as well as with Colombo market deserves attention. The 
independent price determination process in these markets could result 
mainly from local monopolies or oligopolies, perhaps resulting from the 
practice of round-trips made by the traders. When examined in detail it 
was found that traders who belong to the 'pola ravuma' system pay lesser 
amounts as market charges compared with the amounts paid by traders 
attending the market irregularly. During the present survey it was also 
found that occupation of traders sheds has not been allowed to the latter 
group even when the usual occupant was absent on a particular day.The 
use of physical threats have also been revealed in some places to prevent 
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Table 3P Correlat ion between pr ices w i t h i n the market and outside the 

market 

Type Commodity Number Co-relat ion 
of locat ions Co-e f f i c ien t ( r ) 

Vegetables Capsicum 9 0.342928 
Green c h i l l i e s 10 0.287085 

Tomatoes 8 0.875374 

Luf fa 2 1.000000 

Beet 10 0.326453 

K e k i r i 5 0.170000 

Cabbage 21 0.518848 

Drumsticks 6 0.863338 

Leeks 9 0.375593 

Carrot 5 0.225432 

Rice Samba 3 0.755929 
* Large grains 3 1.000000, 

Dry provisions Potatoes 8 0.396070 

& v . Red onions 15 0.419788 

other items Tea 5 0.952579 

Pepper 8 0.696381 

Corriandar 11 0.062256 

Mustard 3 0.832240 

Cumming seed 4 0.883452 

Goraka 4 , 0.832120 

Betel 7 0.926261 

Arecanut 8 0.796425 

Dry f i s h "Salaya" 16 0.631896 

"Madu" 8 0.930178 

Sprats 7 0.367478 

Text i les Local chints 16 0.838723 

Poplin 13 0.607385 

Pyjama sarongs 11 0.967702 

Polyesters 8 0.927126 
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new comers enter ing the market, though i t i s riot widespread. The 
control of market a c t i v i t i e s by organised unwanted broker groups also have 
been observed i n a few places. In some places i t was found that a few 
wholesalers dominate the trade. They br ing large quant i t ies of. produce, 
pa r t i cu l a r l y vegetables and then s e l l to r e t a i l e r s or employ a number of 
people to s e l l t he i r merchandise on commission basis . Thus, an apparently 
a large number o f traders at a given market does not necessari ly mean 
greater competit ion among them. Under these arrangements the r e t a i l pr ices 
tend to be uniform among a l l the se l l e r s . Thus, observations suggest that 
operations of at least a few rural markets approximate the model of price 

leadership pattern of oligopoly. However, this hypothesis has to be tested 

with the help of long term tendencies as the present analysis is based 

only on short-term considerations. 

(c). Ef fect of Rural Markets on other Market Outlets 

It is generally believed that rural markets by serving as an alternative 

outlet for marketing and distribution induces competition to other trade 

channels such as village boutique keeper, itinerant traders and. assembly 

agents. Thus, an attempt was made to examine the e f fec t of ru ra l markets 
on p r i c ing rules of other marketing ou t le ts outside the market. The resul ts 
of th is analysis i s presented i n table 30 . Prices that prevai led i n r u r a l 

aj,/.; •„ 

markets.and i n other sources were also col lected during the present survey, 
and th i s was supplemented wi th information provided to us by farmers and 
ru ra l consumers regarding the prices they received and/or paid by/ to other 
marketing ou t le ts on non-market days. 

I t can be seen most vegetable pr ices remain unaffected „ This i s mainly 

because many r u r a l market centres studied have only a few number o f green 
grocers, enabling them to determine the pr ices qui te independently during 
the non-market days . Potatoes, red-onions, pepper, small va r ie t i es of dry 
f i s h - corriander and clothes are among the other commodities whose pr ices 
i n other ou t le ts have shown l i t t l e re la t ionship w i th the pr ices prevai led 
at ru ra l markets. This could be mainly due to the fac t that many ru ra l 
consumers are i n the habi t of purchasing the above mentioned commodities 
mostly from cooperatives whose prices bear l i t t l e re la t i on w i th open 
market pr ices but are f ixed by the government from time to t ime. However, 
i n the case of other commodities l i s t e d i n table 31 the pr ices seem to be 
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Table 31 Average 
buyers. 

paid to producers by r e t a i l e r s and by wholesale 

Commodity Reta i ler buyers wholesale buyers Difference 
pr ice per l b pr ice per l b 

Rs. Cts. Rs. Cts. Rs. Cts 

Betel (100) 1.80 2.10 0.30 

Arecanuts (100) 7.50 5.00 2.50 

Dry chillies 12.00 i0.70 1.30 

Red onions 2.10 . 1.70 0.40 

Dry fiah(small) 4.50 4.15 0.35 

Capsicum 1.65 1.30 0.35 

Green chillies 1.60 1.20 0.40 

Kekiri 0.35 0.20 0.15 

Luffa 0.62 0.70 0.08 

Me (long beans) 0,95 0.70 0.25 

Brinjals 1.00 1.00 0.00 

Snake gourds 0.55 0.40 0.15 

brum sticks 0.50 0.35 0.15 

Beans 1.70 1.30 0.40 

Beet 1.10 0.85 0.25 

» 

r 
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highly corre lated w i th the r u r a l market prices.There'fore, it is evident 
that effect of rural market prices on prices of other marketing outlets 
is not that great, as has been expected, particularly on non-market days. 
Perhaps they may have exerted some inf luence on market days, but information 
i s not avai lable to examine th i s hypothesis further> 

(d) Producer pr ices and pr ice spread 

When the pr ices received by producers from wholesale buyers and r e t a i l 
buyers were compared i t was found that r e t a i l e r s who purchased farm 
products to be sold w i t h i n the same market have paid higher pr ices than, 
t he i r wholesale Counterparts who transported the produce to other areas. 
I n table 31 , the pr ices paid by r e t a i l and wholesale buyers and the 
di f ference between the two are given fo r number of selected items. The 
dif ference i s greater i n case of arecanuts and. dr ied c h i l l i e s . Only 
i n two cases, namely bete l and l u f f a , the r e t a i l e r s have paid lesser than 
the wholesale buyet . Even here,the wholesalers may bave paid higher 
pr ices fo r be t te r qua l i t y Items p a r t i c u l a r l y i n case of bete l or they 
may have paid higher pr ices due to the l i m i t e d quant i t ies o f produce-
arr ived i n the market. \ '•• 

The usual higher pr ices paid by r e t a i l e r s could be explained i n terms" of 
quant i t ies transacted. Since the r e t a i l e r s buy i n small quant i t ies 
producers may not al low discounts from- t h e i r expected pr ices as they -
themselves can s e l l i t d i rec t to the constnners. When the{quant i t ies are 
large the producers may f i nd i t d i f f i c u l t to dispose the whole l o t to^ 
consumers w i t h i n the same market day and therefore they may prefer to 
s e l l the whole l o t a t a lower p r i ce . Another reason i s that as the 
number of whole sale buyers present i n a pa r t i cu la r market i s very few, 
the i r bargaining power can be greater than that o f producers. 

Due to the availaidlity of retail buyers, another interesting feature 
which emerges from this analysis is that contrary to the widely held 
belief producers share of the consumer rupee is gener.dl-? much higher 
than the composite share absorbed by t-:e. m.rk -t-t-:g j-.nciionaries in the 
rural markets studied. 

Table S2 shows the average pr ice spread of a selected group of 
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Table 32 Price spread at periodic rural markets in Kurunegala District 
From 05-09-1979 to 05-10-1979 

Average Prices Ayerage Marketing Margin Producers' Share of the 
Producere Reta i lers Consumers Wholesale Reta i l consumer Rupee 

Green c h i l l i e s 1.15 1.60 1.65 .45 .05 0.07 
Capcicum 1.40 1.65 1.75 ' " .25 ,10 0.80 
Kek i r i 0.25 0.35 0.40 .10 .05 0.63 
Luf fa 0.60 0.60 0.85 ':- 0.25 0.71 
Me 0.70 0.95 1.00 .25 .05 0.70 
Br i r i ja ls 0.90 1.00 1.15 .10 .15 0.78 
Snake gourds 0.40 0.55 0.65 .15 .10 0.62 
Drum s t i c k 0.25 0.50 0,55 .25 .05 0.45 
Beet 0.90 1.10 1.20 .20 .10 0.75 
Arecanuts 4.50 7.50 7.60 3.00 .10 0.59 
Dry c h i l l i e s - 10.70 12.00 = 1.30 — 
Red onions - 1.70 2.10 - .40 — 

Dry f i s h - 4.15 4.50 — .35 



at the markets studied. I t can be seen that i n general a higher per 
un i t margin i s accruing to wholesalers, compared wi th the margins kept 
by the r e t a i l e r s . The r e l a t i v e l y lower margin of the re ta i l e r s can be 
explained by the large number of r e t a i l e r s present i n each market. This 
also could be due to the higher pr ices paid by them to the producers. 

The higher share of the producers' however i s only seasonal. This i s 
because as a general ru le marketing margins tend to decrease when 
consumer pr ices are high i n the o f f season and increase when producer 
pr ices are low at the peak harvesting season. At t imes, i t was found 
that low margins are more than adequately compensated by short weijghts 
and measures. Our observations have revealed that such pract ices are 
common i n many ru ra l markets. During the l as t year alone the po l ice 
detected on an average about 22 cases of such un fa i r trade pract ices 
par market studied. 

In conclusion, the foregoing analysis suggests in spite of a few 
exceptions, most rural markets studied here are sufficiently competitive 
than often thought. Such a competition could be strengthened if proper 
supervision, management and control of market activities are provided. 
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CHAPTER 6 

MAJOR PROBLEMS AMP RECOMMENDATIONS 

Rodger has defined marketing as "the primary management funct ion which 
organises and d i rec ts the aggregate of business a c t i v i t i e s involved i n 
converting consumer purchasing power i n to e f fec t i ve demand for a product 
and i n moving the product to the f i n a l consumer, so as to achieve a net 
p r o f i t . " * This d e f i n i t i o n suggests that the farmers " rather than t r y to 
s e l l whatever happens.to have been produced should produce what can be 
so ld " . Most of our farmers s e l l whatever happens to have been produced. 
I t i s always a f te r harvesting the crop that many farmers rea l ise the 
problems of s e l l i n g . Their production plans seem to be less f l e x i b l e 
due to many factors such as c l imate, r a i n f a l l pa t te rn , s o i l type, 
knowledge, and resource const ra in ts . Thus, many farmers i n S r i Lanka 
operate a t subsistence l e v e l , and have small surpluses to s e l l , and the i r 
production plans are conditioned by fami ly consumption requirements. 

As discussed i n e a r l i e r chapters, the per iodic r u ra l market system i s being 
u t i l i s e d mostly by these smaller farmers as an important ou t l e t fo r d i s ­
posing t he i r produce and for purchasing the i r consumption requirements. 
Rural markets operate w i th other complementary ou t le ts such as the cooper­
a t i ves , marketing department, v i l l a g e boutiques, i t i n e r a n t traders and 
v i s i t i n g t raders. I t has been found that the share of r u r a l markets i n 
t o t a l sales vary depending on the type of a g r i c u l t u r a l produce. Their 
importanc e i s more marked i n the sales of vegetables, f r u i t s , bete l and 
arecanuts. The main consumer items supplied by these markets include 
vegetables, chewing ingredients , dry f i s h and dry prov is ions. 

Our analysis has c lear ly shown, that although there are many def ic iencies 
i n the a c t i v i t i e s o f r u ra l markets, they have been e f fec t i ve enough to 
Induce competit ion to ex is t ing marketing out le ts i n the r u r a l areas. I t 
i s not by r e s t r i c t i n g the competit ion but by increasing the number of 

l.L.W. Rodger - "Marketing In a Comparative Economy". 
2.E.M. Carpenter. "Marketing and the Farmer", i n Marketing Management 

i n Agr i cu l tu re " . Edited by'D.K.Bateman - Aberystwyth. 1972. 

74 



out le ts and thereby inducing more competition among marketing ou t l e t s , t h a t 
greater e f f i c i enc ies i n marketing can be achieved. The farmers as we l l as 
consumers benef i t from increased competit ion. I t i s true that minimum pr ice 
l eg i s l a t i ons , and government and co-operative procurement and d i s t r i bu t i on 
programmes are of great help for increased product ion, but such programmes 
cannot possibly handle a l l marketable surpluses of ag r i cu l t u ra l produce i n 
the country, and provide a l l farm inputs and consumer requirements. Experience 
has shown that such attempts have ended up w i th i n e f f i c i e n t procurement and 
d i s t r i b u t i o n systems entrenched w i th inappropriate f o rma l i t i e s , thus, causing 
inconvenience, both to the producers and the consumers. Therefore, i t becomes 
necessary to f a c i l i t a t e competit ion between pr ivate and government marketing 
f i rms. 

In th i s context r u r a l markets do have a ro le to p lay, and the strengthning 
of f a c i l i t i e s and regulat ion of a c t i v i t i e s i n r u r a l markets w i l l b r ing about 
substant ia l benef i ts to small farmers and ru ra l consumers. 

The problems i d e n t i f i e d during the present survey have been given in ,greater 
de ta i l s i n chapter 4. They can be c l ass i f i ed under f i v e broad areas namely 
supervision and adminis t rat ion, , physical f a c i l i t i e s , supporting services, 
p r i c i ng e f f i c i ency , market s t ructure and trading pract ices and manpower 
development. q ; ; 

a) Supervision, Administrat ion and Organisation of Rural Markets 

The present survey c lear ly h igh l igh ts the lack of proper admin is t ra t ion, 
organisation and supervision of ru ra l markets. I t was found that many 
owners of p r i va te r u r a l markets were not interested i n improving the 
condit ions of the r u r a l markets, whi le many l oca l councils have allowed 
tenderers r to look a f te r the general supervision and organisat ional 
aspects. At times the ro les expected to be played by various agencies 
ware not c lear l y defined .There was a marked l a c k of e f fec t i ve l e g i s l a t i o n , 
p a r t i c u l a r l y to d i rec t the market operations even the avai lable leg is la t i ons 
were not properly adhered to . 

The crux of the whole problem here centres on the quest ion. Which Is the 
most su i tab le agency fo r supervision and administrat ion of r u r a l markets? 
One suggestion made by t raders , farmers as we l l as the informed sources of 
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the areas studied, such as A.G.A.s the Heads of schools, the O.I.C.s of 
Police Stations e t c . , was that a l l r u ra l markets should be acquired by the 
loca l government au tho r i t i es . However, such measures were not proved to 
be successful i n the past. There was also another suggestion to abol ish the 
tender system and rent ing a l l r u r a l markets to pr ivate ind iv idua ls , thus, 
converting the markets to 'publ ic markets' i n the rea l sense, w i th bet te r 
administrat ion and management. The only market which was found to be managed 
by a multipurpose cooperative society has demonstrated success over many 
others, and perhaps th i s could also show the d i rec t ion of the desired change. 
Whichever agency i s entrusted w i th these important functions such as 
supervision and management, I t should be powerful and e f fec t i ve enough to 
contro l and d i rec t the market a c t i v i t i e s proper ly . 

For proper cont ro l and management, there should be bet te r i n s t i t u t i o n a l 
support, a t which l e g i s l a t i v e support stands as more important. Regulations 
on establishment, conduct and closure down of ru ra l markets should be reviewed 
and changed where necessary. What needs urgent a t ten t ion i s not the framing 
of new laws but the implementation of ex is t ing regulat ions. Adequate s t a f f 
has to be provided to prevent trade abuses and to check whether the commodi­
t i es traded conform to sani tary regulat ions. 

Perhaps i t w i l l become necessary to close down some of the avai lable but 
unviable r u r a l markets. In some cases the necessity may ar ise to change 
the market day. Such ra t i ona l i sa t i on i s necessary because there are some 
r u r a l markets which do not a t t r ac t a s u f f i c i e n t number of traders and i t was 
found that pr ices a t those places fo r ag r i cu l t u ra l products were generally 
low due to low demand. In fac t not only traders but even farmers and 
consumers tend to bypass such markets. 

Arrangements to keep law and order i n the market, and to el iminate t he f t 
and other abuses have to be provided. Proper contro l of occupation of 
pavements by traders and a proper system of fee -co l lec t ion are also needed. 

b) Physical F a c i l i t i e s 

The gross inadequacy of physical f a c i l i t i e s at most ru ra l markets was 
discussed i n chapter 4. Areas which warrant immediate consideration are 
given below. 76 



I ) Market area: • In many cases market areas are inadequate to 
accommodate.the users and merchandise entering the markets. 
Su f f i c ien t parking space fo r l o r r i e s , ca r t s , and bicycles are 
also required. I t i s necessary to provide spacious market 
areas, w i th easy access. A w a l l , or a t least a barbed wire 
fence w i th a su f f i c i en t number of gates can provide pro tec t ion . 
Some markets do not have proper access roads. The market areas 
should bei.paved w i th sui table mater ia ls , such as cement, ta r 
or gravel . 

I I ) Market lay out : I n many markets the patterns of market layout 
I s not sa t i s fac to ry . Adequate space i s not provided between 
rows of traders'sheds. A l locat ion of space fo r various commodities-
should be done i n a more meaningful manner. Occupation of 
pathways i n between the traders sheds has to be prevented. 
There should be a separate sect ion reserved fo r wholesale business/ 
w i t h adequate f a c i l i t i e s . 

I l l ) Bu i ld ing: Bui ldings avai lable a t present, p a r t i c u l a r l y traders' 

sheds are inadequate. Repairs to some of them are long overdue. 
I t i s be t te r i f prov is ion can be made fo r an adequate number of 
permanent bui ld ings of su i tab le design. 

IV) O t h e r ^ f a c i l i t i e s : Supply of water, e l e c t r i c i t y , drainage f a c i l i t i e s , 
canteens and sanitary f a c i l i t i e s can great ly re l ieve the users 
from inconveniences experienced by them at present. 

c) Supporting Services 

Common weighing and measuring equipments should be kept i n the o f f i ce for , 
use by farmers and t raders. Perhaps some storage and warehousing f a c i l i - » 
t i es may help traders of bulky i tems, such as po t te ry . Transport f a c i l i ­
t i es provided at present on market days are not s u f f i c i e n t and i t i s . 
necessary to increase the number of buses p ly ing on these days. 

There are many other physical and supporting f a c i l i t i e s that can be 
included i n the above l i s t s . However, t h i s would mean heavy cap i ta l 
investment e i ther to be borne by owners, l oca l government au thor i t i es 
or the cent ra l government. m r t 



At the present cost of bu i ld ing materials and cost of labour i n the 
construct ion industry the amounts col lected as market fees even i n the 
largest 4 markets, seem grossly i n s u f f i c i e n t to make avai lable these 
f a c i l i t i e s . Thus, contr ibut ions from the Central Government would become 
extremely important. Perhaps, the cent ra l government may have to seek 
possible assistance from foreign donor agencies to improve the condit ions 
of the complex r u r a l market network scattered throughout the i s land . 

The high cost of construct ion and improvement poses another problem. I f 
th is means increased charges fo r market s t a l l s or traders'sheds, then 
these overhead costs w i l l come down on consumers and farmers, implying 
higher pr ices fo r the consumer and low pr ices for the farmer. This may 
reduce customers at r u r a l markets and some traders would be forced to s ta r t 
a l te rna t i ve 'open a i r markets' . This tendency has been observed i n 
urban areas. Thus the f i x a t i o n of rent has to be done care fu l l y so as to 
avoid these tendencies. 

d) Trading Practices and Pr ic ing E f f i c ienc ies . 

I t i s the non-competitive nature of the wholesale trade that mostly a f fec ts 
prices received by farmers, i n many r u r a l markets. Such an imperfect 
competit ive structure of the markets emerges from lack of competit ion 
from government agencies and cooperatives and also from low attendance of 
wholesale traders due to high cost of transport resu l t ing perhaps from 
transport monopolies. Where the Cooperatives and Marketing Department 
were involved, t he i r mere presence alone had brought bene f i c ia l e f fects 
to producers although the a c t i v i t i e s of such i n s t i t u t i o n s were very l i m i t e d . 

Another feature i d e n t i f i e d was the presence of groups of unwanted brokers, 
who a t times happened to cont ro l the wholesale trade w i t h i n the markets 
at t he i r w i l l . Trade abuses were also found to be common a t r u r a l markets. 

Thus, i t may be use fu l , i f government agencies, Cooperatives or other 
Farmer Organisations are encouraged to intervene i n wholesale and r e t a i l 
business wherever possible to make the competit ion among traders workable. 
Perhaps, some form of l icencing of brokers and other intermediaries by 
the supervising agencies, may help the r a t i o n a l i s i t i o n of the chain of 
intermediar ies. To avoid trade abuses, greater supervision should be 
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exercised. Meanwhile i t may also be useful to provide the intermediaries 
w i th some i d e n t i f i c a t i o n tags to be worn whi le involved i n business, so 
that any af fected party can i d e n t i f y the trader proper ly . Some arrangements 
have to be made to co l lec t and display pr ice informat ion. 

e) Manpower Problems and Training 

Inadequacy of market s ta f f was found to be one of the most acute problems 
of r u r a l markets. This inadequacy was found to be common to a l l grades and 
types of s t a f f , from the general management to the leve l of sani tary 
labourer. On the otherhand payments for such s ta f f was very low. I t i s 
therefore necessary to draw up a sui table manpower development programme 
to cater to the needs of the ru ra l markets. A market manager w i th a 
su f f i c i en t t r a in ing on general management, an inspector of weights and 
measures, a maintenance and sanitary;superintendent, are amongst the 
most required management leve l s t a f f . Under t he i r supervision and 
management each un i t has to be provided wi th adequate supporting s t a f f . 
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«anex 1 . 

RURAL MARKETS IN KURUNEGALA DISTRICT 

Local Government 

l.Polgahawela u.c 
2.Alawwa v .c , 

3.Nikaweratiya v.c. 

•i.Dambadenlya v . c 

5.Udubaddawa v .c . 

6.Kurunegala m.c 

7.Polpltigama v .c . 
S.Murutange v.c 
9.Gokarella v . c . 

LO.Daegalla v .c 

Agro ecolo- Place of the market 
g i ca l zone 

I . L . Godawela* 

I . L . - Boyawalana* 
Alawwa 

I .L land belongs to ) 
v . c . of Nikawera- ) 
t i ya ) 

I .L Dambadenlya 

I .L Udubaddawa 
Wellpannagahamula 

I .L Kurunegala 

I .L Galtenwewa* 

I .L Wewagama 
I .L Mels i r ipura* 

Gokarella 

Days of the market 

Wednesday & Saturday 
Sunday 
Tuesday & Friday 
Wednesday 

& 
Thursday 
Monday 

Tuesday 
Wednesday 
Wednesday, Saturday 
Sunday 

Friday 

Tuesday 
Sunday 
Friday 

ll.Ambanpola v .c . D.L Ambanpola* Monday 
12.Balal la v .c . I .L 

I .L 
Nagollagama 
Bala l la 

Friday 
Sunday 

13.Thiragandahaya 
East v .c . 

— . 

I4.Dodangaslanda v .c . I .L Katupi lagol la Friday 

15.Ehetuwewa v . c . D.L Kathnoruwa Sunday 

16.Galgamuwa v .c . D.L. Galgamuwa* 
Migalewa 

Tuesday 
Sunday 

I7.Hamangalla v . c . I .L 
I .L 

G i r i u l l a 
Bopi t iya 

Wednesday 
Friday 

I .L Andigamax^atta Sunday 

18.Wariyapola v .c . I .L Wariyapola* Sunday 

1 9 . H i r i p i t i y a v . c . I .L H i r i p i t i y a Sunday 

20.Horombawa v .c . I .L Katupota Monday 

21.1bbagamuwa v .c . I .L Ibbagamuwa* Thursday 

22.Kalugamuwa v .c . W.L. Weerabugedara* Thursday 

23,RamlEadagalla v .c . I .L Katupi lagol la Sunday 

£4,Kobeigane v .c . I .L Kobeigane* Tuesday 
Wednesday 

25.Kumbukwewa v . c . I .L " 
I .L 

Kubukgate* 
Kumbukwewa* 

Monday 
Wednesday 
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Local Government 

26.Madahapola v .c . 
27.Mahananneriya v .c . 

28.Maho v .c . 
29.Makadura v . c . 

30.Malwanegedera 
31.Kudagalboda v .c . 
32.Nathagane v . c . 

33.Moragollagama v . c 
34.Pannala v . c . 

35.Plduma v . c . 
36.Pilassa v .c . 
37.Pothuhere v . c . 

38,Tarana v . c . 
39.Wellawa v . c . 
40.Nararnmala u.c 
41 .Ku l i p i t i ya T.c 

42.Kanoogama v .c . 

43.Hett ipola v .c . 

44.Dummalasooriya v .c . 

45.Bingir iya v . c . 

Agro ecolo­
g i ca l zone 

I .L 
D.L. 
D.L. 
D.L. 
D.L. 

D.L. 

I .L 
I .L 
I .L 
I .L 
I .L 
I .L 
I .L 
I .L 
I .L 
I .L 
I .L 
D.L 
I.L 
I .L 
I .L 
I .L 

I .L 
I .L 
I .L 
I .L 
I .L 
I .L 

I .L 
I .L 
I .L 
I .L 
I .L 
I .L 
I .L 
I .L 
I .L 

Place of the market Days of the market 

Galatabadiwewa Wednesday 
Mahananneriya Wednesday 
Giribawa Thursday 
Warawewa ^ Friday 
Rajangana l e f t bank Saturday 
track 3 4 
Rajangana l e f t bank 
track 3 

Maho 
Makadura* 
Welpalla 
Wetakeyawa* 
Munamaldeniya* 
Maspotawatta 
Hidawa 
Leenig i r iya 
Dampitiya 
Mahakeliya 
Bamunukotuwa* 

Moragollagama* 
Pannala* 
Yakwila 
Kadanegedera 
Kithalawa 
Mawathagama 
Uhumeeya* 
Pothuhera 
Padiwela* 
Wellawa 
Narammala 
K u l i p i t i y a * 

Ma-wee-ela 
Kirimatiyawa 
Het t ipo la 
Bandarakoswatta 

Dummalasooriya* 
Wilattava 
Horombawa* 
Bowatta* 
Weerapokuria* 

Wednesday 
Saturday 
Sunday 
Tuesday 
Thursday 
Friday 
Sunday 
Friday 
Wednesday 
Monday 
Thursday 
Friday 
Monday 
Saturday 
Sunday 
Saturday 
Wednesday 
Sunday 
Sunday 
Monday 

Monday 
Saturday 
Sunday 
from Wednesday & 
Thursday 

Sunday 
Tuesday 
Saturday 
Tuesday 
Saturday-Sunday 
S a turday-S unday 
Saturday 

Sunday 
Monday 

* Rural markets covered i n the present survey. 

Source: Regional Asst. Commissioner of Local Govt. Kurunegala. 
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