Marketing system of milk

Marketing system: 

· Marketing system includes may be thought of as the connecting link the bridge between producers and consumers. 
Marketing system includes three points:

1. marketing channel

2. market participant

3. marketing functions

Marketing channel of milk:

· Marketing channel may be defined as a pathway composed of intermediaries also called middlemen, who performed such functions as needed to ensure smooth and sequential flow of goods and services from the manufacturing ends to the consuming ends in order to achieve marketing objectives of a company.

Traditional marketing channel of milk:










Modern marketing cannel:









Some common channel:
Channel-1: Producer – Milk trader – Consumer (home delivery)

Channel-2: Producer – Milk trader – Sweet meat shop
Channel-3: Producer – Milk trader – Tea stalls

Channel-4: Dairy farm – Home service 

Channel-5: Dairy farm – Own sales center – urban consumer

Channel-6: Dairy farm – Farm gate consumer

Market participant:
1. Milk producer:

Milk producers in Bangladesh are the farmers who did not produce milk with commercial objectives. They mainly kept cows as draft power and earned an additional income by selling milk. The production of milk is very much scattered in Bangladesh.

2. Milk trader:

In Bangladesh there is only one category of intermediary between milk producers and consumers. No specific name is found for that intermediary. They are called in various names such as Doodwalla, Bepari, Piker, Goala, and so on. Consumers called them Doodwalla, Milk producer called them Piker or Bepari and milk traders called b themselves as Bepari. Milk traders performed the job of collecting milk from individual producers in small lots and delivering them to sweetmeat shops, tea stall, urban market and consumers by home delivery.
3. Dairy farm owner:

Dairy farm produces milk in order to meet the ever increasing demand of the urban consumers. They are producing thousands liter of milk per day. The production of milk varied over the year for several reasons but the dairy farm owners tries to deep the monthly production level more or less stable.

4. Retailers:

Retailers were the main intermediaries of the farm for marketing packaged milk supplied by the dairy farms. Retailers included retail grocery shop, confectionery or bakery etc. which were being operated all over the town area.

5. Sales center:

Sales centers are neither that type of intermediaries which are known as agent middlemen nor like that of merchant middlemen such as retailers. Generally large farms were found who had their own sales centers (may be one or more than one) in the town, sold packaged milk through their outlets.

6. Consumers:
i. Processor   ii. Ultimate consumers

Marketing functions:
1. Milking:

Milking of the milching cows is the first marketing function performed by the dairy farm owners. They employed skill labour for milking their cows. The person engaged in this job may be hired or on permanent basis.

2. Packaging:

In Bangladesh selling of packaged fresh milk through outlets is anew phenomenon in milk marketing. It was first introduced by milk vita. They pasteurize their fresh milk before packaging.

3. Pricing:

Price of a certain product might be affected by two main factors, i.e. internal and external. Internal factors include costs, objective and functional position of farm. External factors include demand, competition etc.

4. Transportation:

Transportation of fresh milk must require very short time to reach up to the hand of ultimate consumers or at the place where it would be preserved. Milk transportation should be done with much care as it is very much susceptible to the micro-organism by which it may easily be spoiled. Usually rickshaw, van, bicycle or shoulder for carrying milk and in few cases they also used bus, truck, rickshaw-van and shoulder carrying at a time as transport. Milk traders used a jar made of iron sheet with the capacity of containing milk 25 to 40 liters.
5. Selling:

Dairy farm owners usually sold their produce to the sweetmeat shop or to the ultimate consumer through their own sales center or retailers and they also provided home services for supplying unpacked fresh milk. Milk traders mainly sold milk to urban consumers at their residence and to the sweet meat shops.

6. Storage:

Milk traders used traditional method for preserving fresh milk. Retailers used one or more refrigerators for preserving packaged milk.

7. Advertisement:

The advertising method was very simple. They built a tiny signboard (Portable) reading, “100 per cent fresh and pure cow’s milk is sold here” with a picture of cow in both side of the signboard. The retailer put the signboard just in front of their shops in such a place that it could be seen easily. In few cases the retailer used the blank portion of the pillar in the entrance of the shop and had the place painted with same message mentioned above.
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