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ABSTRACT 

 

       The study was undertaken to analyse the economics of marketing potatoes by farmers in some 
selected areas of Sadar Upozila of Naogaon district. The study reveals that average potato production 
is positively related with the size of farm under potato cultivation. The per farm sale was the highest ( 
152 quintals) for large farms and the lowest (42 quintals) for small farms and the largest volume of 
sale (69%) was made at thee market place. The major elements of marketing cost of farmers are 
transportation, storage and wastage. The study reveals that higher proportion of potatoes (36%) kept for 
table purpose were stored at home while higher volume of potatoes (33%) used for seed purpose were 
stored in cold storage. The findings indicate an inverse relationship between farmer's net share and the 
length of marketing channel i.e. the larger the marketing channel, the lower was the farmer's net share. 
 

 
I. INTRODUCTION 

 

       Potatoes are the leading vegetable crop in the world and at present people of at least 
40 countries eat potatoes as their staple food (Islam 1987). The potato is however, an important 
cash crop and a multipurpose food crop in Bangladesh. 
 
        Bangladesh has made a remarkable progress in the production of potatoes during the last three 
decades from 1918-59 to 1987-88 (hiss et at. 1982, BBS 1967, 1981, and 1989a). Areas under 
potatoes has increased by three and a half folds and that of production by more than five times during 
the same period. Though the soil characteristics and other agro-climatic factors widely vary 
among the various districts of Bangladesh, the former district of Rajshahi produces a large volume 
of potatoes. The shares of Rajshahi district in the total potato area and production of Bangladesh 
in 1987-88 are 8.5% and 6% respectively (BBS 1989). Potato cultivation in that area offers a 
good opportunity for expanding farm income because of higher yield potential through adoption of 
modern technology and improvement in the marketing system. But it is widely believed that potato 
growers of former Rajshahi district do not get fair price due to the lack of adequate cold storage 
facilities, prevalence of superfluous chain of middlemen, inefficient transportation facilities, lack 
of proper market information and the urgent need for cash money by farmers immediately of tee 
harvest. Thus, there is a great need for improving the existing marketing system in order to 
sustain increased potato production and thereby to increase farm income. 
 
 
 
 
 
 
 
   
        Respectively, former graduate student of the Dept. of Co-operation and Marketing, are Associate 
Professors in the Dept. of Co-operation and Marketing and Agril. Finance, BAU. 
        Materials for this paper have been derived from a Master's thesis submitted to the. Dept. of Co-
operation and Marketing by Sudhir Chandra Sarker in 1990. 



 



 



 



 



 



 



 


