
Introduction to Agricultural Marketing

(A concise, organized guide for students and professionals)

1. What Is Agricultural Marketing?

Aspect Description

Definition
The process of moving farm produce from the farm gate to the final consumer,

encompassing all activities that add value, create a market, and facilitate exchange.

Scope
Production ? Harvest ? Post?harvest handling ? Processing ? Storage ?

Transportation ? Market information ? Pricing ? Distribution ? Retail/Export.

Goal
Ensure that farmers receive a fair price, consumers obtain safe and affordable food,

and the entire value chain operates efficiently.

2. Key Components of the Agricultural Marketing System

1. Farmers / Primary Producers

Generate raw agricultural commodities.

Influence supply through planting decisions, technology adoption, and farm

management.

2. Input Suppliers

Provide seeds, fertilizers, pesticides, machinery, and credit.

Affect production costs and quality.

3. Intermediaries

Commission agents, traders, commission merchants, wholesalers, and

middlemen.

Perform aggregation, grading, packaging, and transport.

4. Processing & Value?Addition Units

Convert raw produce into processed foods, oils, juices, etc.
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Extend shelf?life and open new market segments.

5. Storage & Logistics Providers

Warehouses, cold?chains, silos, and transport firms.

Reduce post?harvest losses and smooth supply fluctuations.

6. Retailers & Wholesalers

Supermarkets, grocery stores, farmer markets, e?commerce platforms.

Direct contact with end?consumers.

7. Exporters & Importers (for international trade)

Handle compliance with phytosanitary standards, customs, and foreign market

requirements.

8. Support Institutions

Government agencies, cooperatives, NGOs, research institutes, extension services,

and commodity boards.

Provide regulation, subsidies, market intelligence, and infrastructure.

3. Marketing Functions in Agriculture

Function Typical Activities Importance

Market Research
Demand forecasting, consumer preferences,

price trend analysis.

Guides production planning and

pricing strategies.

Product

Development

Variety selection, post?harvest treatment,

packaging design.

Increases competitiveness and

marketability.

Pricing
Cost?plus pricing, competitive pricing,

contract pricing, price support schemes.

Balances farmer income and

consumer affordability.

Promotion
Advertising, branding, demonstrations, fairs,

digital marketing.

Creates awareness and

stimulates demand.

Distribution
Logistics planning, channel selection,

inventory management.

Ensures timely delivery and

reduces losses.
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Function Typical Activities Importance

Risk

Management

Crop insurance, forward contracts, price

hedging, diversification.

Protects stakeholders from

price/production volatility.

Finance
Credit provision, working?capital loans,

payment systems.

Enables smooth cash flow

throughout the chain.

4. Marketing Channels (Channels of Distribution)

Channel Type Typical Pathway Advantages Disadvantages

Direct Farm?to

?Consumer

Farm ? Farmers’ market / CSA

(Community Supported

Agriculture) / Online store

Higher farmer margin,

fresh product,

consumer trust

Limited reach, higher

marketing effort

Wholesale

Market

Farm ? Wholesaler ? Retailer ?

Consumer

Large volumes,

economies of scale

Farmer receives lower

price, middlemen profit

Cooperative

Marketing

Farmer ? Cooperative ?

Processing/Export ? Consumer
Collective bargaining
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