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Indian agriculture has made rapid progress / strides in the last half century
by augmenting the annual food grain production from 51 million tonnes in
the early fifties to 209 million tonnes in 1999-2000 and steered the country
to a status of self sufficiency. It has been successful in keeping pace with
the rising food demand of a growing population. Food grain production
quadrupled in the last 50 years while population nearly tripled from 350
million to one billion during this period. Significantly, the extension system
had played its role untiringly in transfer of production technologies from
lab to land besides the agricultural scientists, farmers and marketing network.

Though the production has increased dramatically, not so much bothered
about remunerative prices, small and marginal farmers generally prone to
sell their produce on “as is where basis” due to several constraints like
repayment of personal hand loans and to meet domestic needs.

With the globalization of market, farmers have to transform themselves from
mere producers-sellers in the domestic markets to producer cum seller in
a wider market sense to best realize the returns for his investments, risks
and efforts. This to be achieved, farmers need to know answers to questions
like what to produce, when to produce, how much to produce, when and
where to sell, at what price and form to sell his produce. Farmers received
most of the production technologies from extension system. Extension system
now needs to be oriented with knowledge and skills related to market.

An efficient marketing system is essential for the development of the
agricultural sector. In as much as it provides outlets and incentives for
increased production, the marketing system contributes greatly to the
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Extension cadre development: The present extension system suffers
from several limitations of stationery, mobility, ... allowances, personal
development of cadres etc. There is a dire need to upgrade these basic
facilities and free the extension cadres from the shackles of the hygiene
factors and enthuse them to look forward for the motivating factors
like achievement, job satisfaction, recognition etc.

Reorganization of the extension system: the position of additional
director extension may be redesignated as additional director extension
and marketing and be made to look after the extension and marketing.

Enhanced roles of Agricultural Extension personnel in light of
Market-led Extension:

SWOT analysis of the market: Strengths (demand, high market ability,
good price etc.), Weaknesses (the reverse of the above), Opportunities
(export to other places, appropriate time of selling etc.) and Threats
(imports and perishability of the products etc.) need to be analyzed
about the markets. Accordingly, the farmers need to be made aware
of this analysis for planning of their production and marketing.

Organization of Farmers’ Interest Groups (FIGs) on commodity basis
and building their capabilities with regard to management of their farm
enterprise.

Supporting and enhancing the capacities of locally established groups
under various schemes / programmes like watershed committees, users
groups, SHGs, water users’ associations, thrift and credit groups. These
groups need to be educated on the importance, utility and benefit of
self-help action.

Enhancing the interactive and communication skills of the farmers to
exchange their views with customers and other market forces
(middlemen) for getting feedback and gain the bargaining during direct
marketing ex. Rythu Bazaars, Agri-mandi and Uzavar Santhaigal etc.

Establishing marketing and agro-processing linkages between farmers’
groups, markets and private processors
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