MARKETING SYSTEM OF SILK IN BANGLADESH 
Introduction

Sericulture is a highly labour intensive sector comprising activities of both agriculture and cottage industry. The word “seri” refers to silk, the queen of fabrics, and “sericulture” means rearing of silkworm to produce raw silk. Production of silk fabric involves a number of inter-related avenues starting from cultivation of mulberry plant, rearing of silk worm, reeling of cocoon and extending upto weaving, dying and printing of fabrics. The first two avenues are generally grouped as agriculture, while the remaining are industries. All these activities, agriculture or industry, are highly labour-oriented and have the potentials to employ large number of persons, men and women, young and old. 

Marketing system of silk

Marketing system may be thought of as the connecting link the bridge between specialized producers and consumers (Kohls and Uhl, 1980, p. 63).

Channels of silk marketing

Marketing channel is a pipeline through which a product flows on its way to the ultimate consumer. 

In case of silk, the final consumers are the BSB, BRAC weaving centres and the ordinary weavers. So, silk marketing channels are the alternative ways through which silk passes from the silk producers to BSB and BRAC weaving centres and ordinary weavers. 

Channels of silk marketing system in the study areas are shown below
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 Marketing channel of silk

Market participants

Egg suppliers

Egg is the principal product item of silk. In the study areas, BSB, BRAC and Bangladesh Silk Foundation (BSF) are the main sources of eggs. BSB or BRAC or BSF produces quality DFL with their own expertise by rearing the older silk worm. Sometimes, they procure hybrid DFL from foreign countries. The respondents opined that the eggs quality of BRAC was better than that of BSB in the study areas. They sell eggs per hundred DFL.

Cocoon producers 

In the study areas, most of the cocoon producers live in the rural areas. The cocoon producers collected necessary eggs from BSB, BRAC and BSF according to their requirement. Some farmers collect eggs from BSB or BRAC or BSF separately. A portion of farmers meets their demands both from the concerned organizations. After production of cocoon, the cocoon producers sell whole quantity to the ordinary silkyarn producers or BSB or BRAC reeling centres. They need not to store cocoon. 

Private silk producers

In the study areas, private silk producers also live in the rural areas. They purchased their required volume of cocoon from the cocoon producers. The ordinary silk producers produce silk in a small scale. Mainly, they sell silk to the ordinary weavers. They also sell to the BSB or BRAC reeling centres.

BSB or BRAC reeling centres

In the study areas, there is only one reeling center of BSB situated at Bholahat. It purchased its requirement of cocoon from the cocoon producers. The produced silkyarn of BSB reeling center was mainly used by the BSB weavers. There is no reeling centre of BRAC in the study areas. The reeling centres of BRAC are situated at Pabna (Atgharia), Rangpur (Taraganj), Manikgonj and Jamalpur. The silk produced at BRAC reeling centres were used at BRAC weaving centres. BRAC also purchased cocoon from the ordinary cocoon producers. 

BSB or BRAC weaving centres

In Bangladesh, silk weaving is performed in both private and public sector units. BSB had two weaving centres- one at Rajshahi and the other at Thakurgaon. Government now decided to stop their functioning. BRAC has some weaving centres in Pabna, Sirajganj, Manikganj, Kumarkhali (Kustia) and Nawabganj districts. BRAC runs its operation under the name “ Arong”.  

Marketing functions of silk  

Buying and selling     

Only BSB, BRAC and BSF were the sellers of eggs and cocoon producers or rearers were the buyers. BSB and BRAC sold eggs to the cocoon rearers or producers in cash .About 90 per cent of cocoon of BSB farmers are purchased by the BSB reelers and the rest goes to the BRAC reelers. The purchase of cocoon by BRAC, on the other hand, is amounted 95 per cent from BRAC farmers and the remaining to the BSB reelers.

Pricing 

In the study areas egg prices were fixed by BSB or BRAC. Cocoon price was depended on supply and demand situations. Besides, cocoon price was also fixed by the negotiations between BSB or BRAC and the cocoon producers separately. 
Price of cocoon per 100 DFL ranged from Tk.180 in lean period to Tk.210 in peak period. The average cocoon price was Tk. 125-130/kg.in lean period and in peak period it was Tk.150/kg. 

Transportation
In the study areas, most of the cocoon and silk traders traveled on feet or used bi-cycle in the connection of selling cocoon or silk. Sometimes, they used rickshaw and bus. Table  shows the various modes used by the cocoon and silk producers.

Modes of transportation used by cocoon and silk traders of BSB and BRAC                                                                     

	(% of total respondents) 

Modes of transportation
	BSB Traders
	BRAC Traders


	
	Cocoon
	Silk
	Average
	Cocoon
	Silk
	Average


	Head load  
	97
	95
	96
	80
	75
	77.5


	Bi- cycle 
	80
	75
	77.5
	95
	92
	93.5


	Rickshaw 
	50
	45
	47.5
	55
	45
	50


	 Bus
	10
	15
	12.5
	05
	10
	7.5



Grading 

In the study areas, it is observed that there was no recognized grading system of cocoon and silk. The cocoon traders graded their products mainly according to the size and colour. On the other hand, the silk traders graded the silk according to the fineness. 

Financing

In the study areas, the cocoon and silk traders bore a small cost for marketing, which could be paid after selling their products. So, they needed no loan for cocoon and silk marketing. According to the respondents’ opinion, about cent percent traders were self-financed in cocoon and silk marketing. 
Market information 

In the study areas, the BSB and BRAC were the main and reliable sources of information. Sometimes neighbours were the source of information. The source of market information and the percentage of respondents using are shown 
Source of market information for cocoon and silk traders of                                                                            BSB and BRAC
	                                                                   (% of total respondents) 

Source of market information
	BSB Traders
	BRAC Traders


	
	Cocoon
	Silk
	Average 
	Cocoon
	Silk
	Average 


	BSB
	98
	75
	86.5
	95
	70
	82.5


	BRAC 
	80
	95
	87.5
	85
	95
	90


	Neighbours
	90
	89
	89.5
	92
	90
	91



Marketing constraints faced by cocoon and silk producers 

· Low market price 
· Lack of communication and transportation facilities 

· Lack of market facilities 

	 Marketing problems faced by cocoon and silk producers 

Problems
	Cocoon producers (%)
	Silk producers (%)


	
	BSB
	BRAC
	Average
	BSB
	BRAC
	Average


	Low market price
	95
	80
	87.5
	50
	45
	47.5


	Lack of communication and transportation facilities 
	80
	80
	80
	75
	75
	75


	Lack of market facilities 
	75
	65
	70
	35
	34
	34.5


	Manipulation of weight 
	70
	60
	65
	-
	-
	-



Marketing constraints faced by cocoon and silk traders  

· Lack of operating capital 
· Price fluctuation and low price 

· Lack of adequate market information 

· Deferred payment
· Spoilage and damage
Marketing problems faced by cocoon and silk traders  
	(% of total respondents)

Problems
	Cocoon producers
	Silk producers


	
	BSB
	BRAC
	Average
	BSB
	BRAC
	Average


	Lack of operating capital 
	95
	90
	92.5
	90
	95
	92.5


	Price fluctuation and low price 
	88
	82
	85
	40
	35
	37.5


	Inadequate market information 
	55
	55
	55
	65
	60
	62.5


	Deferred payment 
	89
	95
	87.5
	93
	95
	94


	Spoilage and damage 
	60
	50
	55
	--
	--
	---
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