
MARKETING SYSTEM OF FISH FEED
Introduction

The fisheries sector in Bangladesh is considered to be one of the vehicle for achieving sustainable development and socio-economic advancement of the rural people. Being a deltaic land with numerous rivers and inland haors and beels (lakes and low land areas of considerable size), and also ponds that are dug in populated areas for the purpose of bathing, washing and often as a source of drinking water, fish become an integral part of the food culture. The country has abundant water resources with 44.36 lakhs hectare of inland waters, in addition to a coastline of 0.48 square nautical miles. There are approximately 12,88,222 freshwater ponds covering a total area of about 2.42 lakhs hectare, out of which nearly 64% are under culture, 20% are culturable and 16% are derelict (Ministry of Finance,2005). 

Marketing System

In fish feed marketing a number of intermediaries worked and delivered demands for goods like fish feed for fish farmers. Various intermediaries like, dealer, sub-dealers who are working in the fish feed marketing channels are described. 
Marketing Channel 
The marketing channel or channel of distribution is a path trace in the direct or indirect transfer of ownership to a product as it moves from a producer to ultimate consumer or industrial users. 
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Based on figure the following channels of distribution can be identified-

Channel I: Fish Feed Mill
         Dealer 

        Fish farm

Channel II: Fish Feed Mill 
                 Fish farm

Channel III: Fish Feed Mill
          Dealer
             Sub-Dealer     
 Fish farm

Among the above mentioned channels, channel I was the most important channel and also used widely as the main channels: On the other hand, channels II and III were less important and was used only by some of the mills to distribute their product partially along with channel I. Whereas, channel III was the weakest channel used only by a few fish feed mills.

Market Participants

Fish Feed Mill

There exists a small number of quality fish feed mills in Bangladesh that produce mainly pellet diets for different size of fish. The main reason behind this is the scarcity of quality fishmeal that constitutes a major ingredient of the feed. Therefore, the farm authority has to import good quality fishmeal from abroad for producing the feed. However, several large fish feed farms in Bangladesh produce quality (acceptable grade) fish feed, shrimp feed, special shrimp feed, and feed specially for farming catfish- Pangasias, Clarius, etc. Among the farms the Saudi-Bangla Fish Feed Ltd, Bhaluka, Mymensingh; Pragati Fish Feed Ltd, Khulna are important. The Saudi-Bangla Industrial and Agricultural Investment Company was designed to produce shrimp feed; with a capacity of 20,000 Tonne/yr. At present there are at least 25 commercial fish feed mills in Bangladesh. But the total fish feed production is not sufficient to fulfill the increasing demand for fish feed. The basic information   of selected feed mills is presented in Table 6.1
Each fish feed mill sell their fish feed through some dealer. Dealers are selected on the basis of location. That is, there are some potential region where fish feed are used in a huge amount. Dealers of that region are preferred more in case of giving dealership. Sometime they are also selected on the basis of good relation. Dealers received 5 percent of commission from fish feed mill. Fish feed mills sell about 90% of their fish feed to dealer and 10% to the farmer.

Dealer
Dealers purchase fish feed from the fish feed mills. They invest large amount of money. They have storage facility of their own. To get delivery of fish feed from the mill they have to collect a delivery order. Dealers carry fish feed to their local sales centers by truck, van, .rickshaw, trolley and boat. They sell fish feed mainly to the fish farmer. Very small number of dealers sell fish feed to sub-dealer. 
Sub-dealer
Sub-dealer purchase fish feed from the dealers and sell it to the fish farmers. They are very small in number because most of the dealers sell fish feed directly to the fish farmers. They are also engaged in business of other agricultural inputs such as seeds, insecticides and diesel. Fish feed is their subsidiary business and normally they do not stock fish feed in their shop. 
Marketing Function
Buying
In the present study dealers of fish feed buy 100% fish feed from the fish feed mills. Sub- dealers of fish feed buy 100% fish feed from the fish feed dealer (Table 6.4). Some fish farms directly buy fish feed from the fish feed mills (10% fish feed of fish feed producer) but majority of them buy fish feed from the fish feed dealer (95% fish feed of fish feed dealer) and sub- dealers (100% fish feed of fish feed sub-dealer)
Selling 
In the present study fish feed mills sold 90% of fish feed to fish feed dealer and 10% to the fish farmer directly. Fish feed dealers sold 95% of fish feed to fish farmer and 5% to fish feed sub-dealer. Sub-dealer sold 100% of fish feed to fish farmer. (Table6.4)
Buying and selling of fish feed under different sources by different intermediaries

	Intermediaries
	Purchase from (%)
	S old to (%)

	
	Producer
	dealer


	Sub-dealer
	Fish farmer

	Dealer
	100
	0
	5
	95

	 Sub-dealer
	0
	100
	0
	100


Storage
In order to protect fish feed from humidity and other harmful elements like fungus, worms, a well controlled storage system is used in fish feed mills until the delivery is completed. The highest caution is maintained to check quality degradation and physical loss of fish feed during storage period. Dealers have storage facility of their own .Most of the fish feed dealer use different categories of storehouse (Godown). Their storing system was not scientific. Normally fish feed sub-dealer do not stock fish feed.
Packaging 
Fish feed are normally packed in a 50 kg bag. The bags are printed with producer’s name, address, net weight, and date of production, nutritional facts and other necessary information. In fish feed mill bags made of poly propylene are used. Packaging with detail identification makes the feed products a branded item.
Transportation

The speed and flexibility of the transportation system affect inventory and other storage costs throughout fish feed marketing system. Transportation costs affect the location of fish feed, location of plants and feed distribution warehouses. Finally, transportation expenses contribute to the size of the feed marketing margin and thus influence farm and consumer feed prices.
Modes of transportation used by the fish feed producer and intermediaries
	Modes of transportation
	Van

(%)
	Rickshaw

(%)
	Trolley
(%)
	Truck

(%)
	Boat

(%)
	Total

(%)

	Producer
	0
	0
	0
	10
	0
	100

	Dealer
	10
	15
	10
	60
	5
	100

	Sub-dealer
	45
	40
	10
	0
	5
	100


Market Information

Although it is not widely recognized, market information also contributes to operational efficiency in the fish feed industry. 
Source of market information (percentage)
	Source of market information
	Fish feed producer
	dealer
	Sub-dealer

	Market observation
	40
	30
	10

	Fellow traders
	20
	40
	60

	Personal contacts and telephone
	40
	30
	30


Financing

Fish feed traders needed sufficient funds for operating their business. To run the business smoothly financing at different levels of intermediaries were necessary. It helped the concerned executives to perform marketing functions. 
Source of Finance of intermediaries of fish feed
	Market Participant
	Own
	Own

+

Borrowing


	Own

+

Bank
	Own

+

Bank

+

Borrowing

	Producer
	0
	0
	7(70)
	3(30)

	Dealer
	12(50)
	4(17)
	3(12)
	5(21)

	Sub-dealer
	4(45)
	2(22)
	1(11)
	2(22)


Figures in parentheses indicate percentage
Grading 

In fish feed producing firm feed are graded generally by nutrient content, weight, size and quality. Fish feed are also graded on the basis of species such as carp fish, cat fish, shrimp feed etc
Pricing
Fish feed mills were not completely independent in setting prices. A degree of inter dependency in determining price was found among the fish feed mills. Fish feed mills were always conscious about the probable reactions of the rivals in case of setting a price or creating any change in price. 
Methods of price determination of different fish feed mills
	Methods
	No of mills
	percentage

	Total cost plus fixed amount of profit
	2
	20

	Total cost plus percentage  rate of profit
	3
	30

	Imitation  of rivals price
	2
	20

	Price  set by board of high officials
	3
	30

	Total
	10
	100


Promotional Function

All fish feed mills took some measures such as advertisement in printed media (news paper, magazines, periodicals etc.), leaf let and book let, technical seminar, farmers’ training, dealer’s training to promote their sale. They also offered some after sale service like farm visit, guideline for proper management, market information to enhance the sale of fish feed as well as build a rapport with the fish feed using farms. Personal selling approach were used by the fish feed dealer and sub-dealer.
Instrument of sales promotion

	Item
	No. of fish feed mill
	percentage

	Publicity
	10
	100

	Advertisement
	10
	100

	Special fair (Demonstration pond)
	6
	60


Marketing Margin of Dealers

	Name of fish feed
	Purchase price/tonne

(Tk.)
	Sale price/tonne (Tk.)
	Gross marketing margin/ tonne(Tk.)
	Marketing cost/tonne

(Tk.)
	Net marketing margin/ tonne(Tk.)
	Return on working capital* (%)
	Annual

Rate of return

(%)

	Shrimp
	42672.00
	45403.00
	2731.00
	315.56
	2415.44
	5.62
	205.09

	Prawn
	20320.00
	21232.00
	912.00
	315.56
	596.44
	2.89
	105.50

	Carp
	16256.00
	16837.70
	581.67
	315.56
	266.11
	1.61
	58.612

	Tilapia
	16256.00
	16821.00
	565.00
	315.56
	249.44
	1.51
	54.941

	Cat fish
	20320.00
	21255.30
	935.33
	315.56
	619.77
	3.00
	109.62

	Koi
	25400.00
	27077.30
	1677.33
	315.56
	1361.77
	5.30
	193.29

	All
	23537.33
	24771.11
	1233.72
	315.56
	918.16
	3.85
	140.50


Note:

Gross margin = Sale price- Purchase price

Net margin = Gross margin – Marketing Costs

 Return on working capital = 
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Working capital = Purchase price + Marketing costs

Annual Rate of return (%) =Annual profit per TK 100 invested= 
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Marketing margin of sub-dealers
	Name of fish feed
	Purchase price/tonne

(Tk.)
	Sale price/tonne (Tk.)
	Gross marketing margin/tonne(Tk.)
	Marketing cost/tonne

(Tk.)
	Net marketing margin/ tonne(Tk.)
	Return on working capital* (%)
	Annual

Rate of return

(%)

	Shrimp
	45403.00
	47430.70
	2027.67
	216.22
	1811.44
	3.97
	144.93

	Prawn 
	21232.00
	21965.30
	733.33
	216.22
	517.11
	2.41
	88.00

	Carp
	16837.67
	17299.70
	462.00
	216.22
	245.78
	1.44
	52.60

	Tilapia
	16821.00
	17250.30
	429.33
	216.22
	213.11
	1.25
	45.66

	Cat fish 
	21255.33
	21991.70
	736.33
	216.22
	520.11
	2.42
	88.42

	Koi
	27077.33
	28811.00
	1733.67
	216.22
	1517.44
	5.56
	202.93

	All
	24771.06
	25834.70
	1020.4
	216.22
	804.17
	3.22
	117.50


Problems Faced by the Feed Traders 

	Sl no
	Problems
	Dealer
	Sub-dealer

	
	
	
	Percentage (%)
	
	Percentage (%)

	1
	Lack of capital
	
	100.00
	
	100

	2
	Frequent strikes
	
	100.00
	
	89.88

	3
	Poor communication and transport facilities
	
	75.00
	
	77.78

	4
	Tendency of purchasing feed on credit 
	
	70.83
	
	77.78

	5
	Price conscious nature of the feed using farms
	
	62.50
	
	55.56

	6
	Lack of market information
	
	62.50
	
	33.33

	7
	Inadequate supply of feed
	
	58.33
	
	22.22

	8
	Problem associated with taking delivery
	
	37.50
	
	0

	9
	Hoarding
	
	0
	
	22.22


Measures Suggested by the Traders 

· Easy Supply of Institutional Credit 
· Ensure Political Stability

· Improvement of Transportation Facilities 

· Provision of Extension Services

· Dissemination Market Information  

· Increase Fish Feed Production 

· Reduction of Problem Associated with the Delivery of Fish Feed

· Protect Hoarding 
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