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ABSTRACT

India is the second largest producer of pepper ithe world after Vietnam.
The study entitled “Value Chain Analysis of Bladkepper in Karnataka”. The study was conducted odagu,
Hassan and Chikmagalur districts of Karnataka. THietistical techniques involve value chain analysabular
representation and percentages. All the actors hiedo in black pepper value chain have been intemwi
The study is based on both primary and secondasy gemary data was collected from farmers, tradeholesalers and
the retailers. The secondary data was collectad fiorticulture departments of the study area. Th@nvarieties grown
arePaniyur series (61.66 %), Karimunda (20 %) andPanchami (18.34 %). No grading, value addition and certification is
done by the sample farmers at the farm gate. Mbgsh® traders (86.66 %) sell their produce to theolesalers.
Major quantity of the black pepper (60 %) the wisalers purchase is from village level traders.
Majority of black pepper (46.66 %) the retailersghase is from the processors. There are potempipbrtunities for
strengthening the black pepper value chain.

KEYWORDS: Black Pepperf-armers, Procurement, Spices, Traders, Value CWaiojesalers
INTRODUCTION

Black pepper Riper nigrum), known as the “King of Spices” is one of the atagricultural commodities of
commerce. It is valued for its characteristic pur@yeand flavour, as an ingredient in food preparetiand also as a spice.
India is the second largest producer of peppenénvtorld after Vietham. The major pepper productgtes in India are
Kerala, Karnataka and Tamil Nadu. Vietnam is theldéis largest producer and exporter, contributidgpr cent of the
world’s production. During the year 2010 - 11, ldgmepper was grown in the area of 3, 01,268 hextai¢h the
production of 1,04,000 tonnes. India is the sectardest producer of black pepper in the world aftéetnam.
The study was carried out in Kodagu, Hassan andn@galur districts of Karnataka state contributeltout 80 per cent
of the state’s total black pepper production. Kéaka produces about 19,000 tonnes of black pepperadly, out of that
these three districts produce 15,176 tonnes oklp@pper in a year. There are many opportunitieallenges and ways
through which the farmers can adopt new technofotgiestrengthen the value chain of black peppergatdncreased net

returns. The study will provide practical marketswggestions to improve the value chain in theystuda.
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CONCEPT OF VALUE CHAIN

A value chain is a sequence of target-orientedbdoations of production factors that create a niatke product
or service from its conception to the final constiomp This includes activities such as design, patibn, marketing,
distribution and support services up to the firmhsumer. In simple terms, the term Value Chainrsefe the fact that
value is added to preliminary products through theombination with  other  resources
(for example tools, manpower, knowledge and skilteer raw materials or preliminary products). Ae product passes

through several stages of the value chain, theevafithe product increases.

MATERIAL AND METHODS

The study is based on both primary as well asrstary data. Primary data were obtained from thendas,
traders, wholesalers and the retailers using mtedeschedules through personal interview for etadg the objective of
the study. The information elicited pertaining &md holdings, family size, educational level, inpae, variety of black
pepper grown and constraints involved were coltbctEhe primary information regarding the necesssegondary
information regarding area and production of blpefper varieties which are suitable for cultivatieere collected from
horticulture departments of the study area. Data sudbjected to analyses through the following ®ieél techniques i.e.

Percentage, tabular representation and Garretkingn
RESULTS AND DISCUSSIONS

The analysis of production practices and qualignagement at farm level and to assess the valie chblack
pepper is not distinct from, but rather part ofueathain analysis. Using structured interview gsiidpiality management
at farm level and the value chain can be identifiddring interviews with value chain participants.
The preliminary interview guide used in this apmtoavas designed to identify the quality attribuk@itowed and value
chain followed by the players. The Socio-econonmiafife, production practices and the black peppaieties grown by
the farmers of Hassan, Kodagu and Chikmagalur wesepted in table 1. The trend of production amdutbe of varieties

have experienced moderate fluctuations over thesyea

The major varieties grown arePaniyur series, Karimunda and Panchami respectively.
According to the sample farmers the same varietige used for both consumption and for processing.
In all the three districts of the study area, Blgmépper is the main plantation and high income iggimg crop.
Almost all the forest trees are used for growing tfimber, Integrated Nutrient Management is fokbowto grow black
pepper viz., N:P:K, Compost, sheep manure and sdrie bio-fertilizers like Trichoderma and pseudoras are used by
almost all the farmers. Plant protection is the miasue to avoid the pests like Pollu beetle arsdaties like wilt.
On maturity, the berries turn in to red colour ghdy are harvested manually. Quality managemenbisthe major
problem in crop like black pepper, after the praaefsharvesting the berries are dried in the dryiagls, so as they turn in
to black colour and loose moisture. No sample fawees going for white pepper production. The dseeds are cleaned

and are been stored by using either plastic orgbags. No grading was followed at the farm level.

The packed produce were either sold or storechbyfarmer depending on the prices prevailing inrttaket.
Most products change hands many times before tbaghrthe final consumer. Input suppliers, prodygerscessors,
wholesalers and retailers produce, transform, stord transfer or market the product, adding twatsie at each step in

the process. The value chain refers to this rafgetwvities that brings a product or a servicenfribs conception to its end
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use in a particular industry. A value chain is queace of target-oriented combinations of productaztors that create a
marketable product from its conception to the fioahsumption. In black pepper value chain the magtors involved

include input supplier, farmer, trader, wholesaletailer, processor and consumer.

www.iaset.us

Table 1: Socio-Economic Profile of Sample Farmers

A Up to 30 years 10 16.67
B 31 - 40 years 10 16.67
C 41 - 50 years 21 35.00
D Above 50 years 19 31.67

A llliterate 2 3.33
B Up to SSLC 10 16.67
C Up to pre-university 32 53.33
D Graduate 16 26.67

>

Small € 10ac)

A Up to Rs. 6,000 2 3.33
B Rs. 6,000 to 12,000 26 43.33
C Above Rs. 12,000 32 53.34

12

20.00

vy}

Medium (10 - 15 ac)

26

43.33

Large (> 15 ac)

Village level trader

A Paniyur series.
B Karimunda 12 20.00
C Panchami 11 18.33

Wholesaler

15.00

Table 2: Socio-Economic Profile of Sample Traders

A Up to 30 years 3 20.00
B 31 - 40 years 4 26.67
C 41 - 50 years 3 20.00
D Above 50 years 5 33.33

A Up to SSLC 6 40.00
B Up to pre-university 6 40.00
C Graduate 3 20.00
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A Up to Rs. 60,000 8 53.33
B Rs. 60,000 to 1,20,000 5 33.33
C Above Rs. 1,20,000 2 13.33

A Less than 60 quintals 4 26.67
B Between 60 — 75 quintals 8 53.33
C More than 75 quintals 20.00

A Paniyur series. 46.67
B Karimunda 5 33.33
C Panchami 3 20.00
A Wholesaler 13 86.67
B Processor 2 13.33

Table 3: Socio-Economic Profile of Sample Wholesate

A Up to 30 years 13.33
B 31 - 40 years 26.67
C 41 - 50 years 33.33
D Above 50 years 26.66

Village Level Traders

A Up to SSLC 40.00
B Up to pre-university 46.67
C Graduate 13.33
A Up to Rs. 60,000 26.67
B Rs. 60,000 to 1,20,000 33.33
C Above Rs. 1,20,000 40.00

66.67

Farmers

33.33

A Paniyur Series 60.00
B Karimunda 26.67
C Panchami 13.33

A Less than 2 quintals 26.67
B Between 2 — 3 quintals 20.00
C More than 3 quintals 53.33

Impact Factor (JCC): 2.9097
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Table 4: Socio-Economic Profile of Sample Retailers

Sl. No. Particulars Number | Percent (%)

I Age Group

A Up to 30 years 4 26.67

B 30- 40 years 3 20.00

C 40- 50 years 6 40.00

D Above 50 years 2 13.33
Total 15 100

Il Literacy Group

A Upto SSLC 7 46.66

B Up to pre-university 7 46.66

C Graduate 1 6.66
Total 15 100

Il Income Group (Monthly)

A Up to Rs. 6,000 6 40.00

B Rs. 6,000 to 12,000 2 13.33

C Above Rs. 12,000 7 46.66
Total 15 100

1\ Source of purchase

A Village Level 1 6.66

B Traders 2 13.33

C Wholesaler 6 40.00

D Processors I 46.66
Total 15 100

\ Quantity Handled /Month

A Less than 50 kg 9 60.00

B Between 50 — 75 kg 3 20.00

C More than 75 kg 3 20.00
Total 15 100

SUMMARY AND CONCLUSIONS

11

Value chain development is a market-oriented aggivoAll activities of a particular chain are diest towards

the market. It is therefore important to understrad all stakeholders along a particular valudrchaed to cooperate and

coordinate their activities to satisfy the needshaf end consumer. We need to understand thahdiMidual enterprises

compete with each other, but entire value chaie feason to do this in-depth type of analysis togsrovide us with

enough information regarding functions and funciides in black pepper value chain, weaknesses partunities in the

value chain. This chain analysis also leads to taildd strategic analysis. This information willeth lead to develop

strategic actions to reduce or eliminate weakneesatisadvantages. Focusing on taking action frbenresults of the

value chain analysis will help the business becoroee profitable.
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