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The Rubber Board has been promoting voluntary organization of small growers registered 
under the Charitable Societies Act namely Rubber Producers’ Societies (RPS) in an attempt 
to bring the small growers under the umbrella ofa sound management system. These societies 
have been supported initially to carry out various activities o f relevance to the plantation ■ 
sector. The major activities undertaken by the RPS are primary processing and marketing.
Apart from these, the societies are also engaged in distribution of inputs and providing 
support services in close liaison with the Rubber Board. Impact o f the RPS on the small 
holding sector though known to be significant, has not been quantified. The present paper 
describes the analysis of performance of selected RPS involved in marketing of latex/sheets 
and assesses the impact of marketing NR through these RPS. The study also had the objective 
of analyzing the evolution of these societies into self reliant and viable units in the field.
The study was carried out in the Thiruvananthapuram district where the RPS have not 
attained the same level o f growth as in other parts o f the state. An exploratory and analytical 
study compiling both quantitative and qualitative methods have been employed. The results 
of the study indicate that marketing/group processing through RPS has helped in improving 
the quahty and also could limit exploitation of middlemen to a great extent. The stages of 
exploitatioji by middlemen in the marketing channel has been assessed and the gross revenue 
to the growcre as a result of their participation in the RPS activities quantified. The difierence 
in price realized by the growers in the RPS compared to non members has been statistically 
significant. Quantification of the impact of riie RPS on adoption of cultural practices and 
organizational development has been carried out. The role o f RPS in capacity building at 
the grass roots level also has been elucidated.

INTRODUCTION marketing societies had made some impact

Rubber B o ard ’s attcinpt in prom oting could not assess the local situation
group approach am ong sm all grow ers o f  effectively to identify the *felt needs at tlie 
ru b ber, e s p e c ia lly , in p ro ce ss in g  and root lev e l and d evelop  s tra teg ies
m arketing o f  N atural R ubber (N R ) was a cco rd in g ly . T h e  ru b b er m ark etin g
in itiated  s in cc  the form ation  o f  R ubber also could not ensure effective
M arketing Societies during 1960s. These P^rt.opat.on o f  the growers and could not

. . . . .  . . . .  mvolve m areas like transfer o f  teclinology,
were organized w, h a v.cw to prov.d.ng an upgradation wliich had been
op p o rtu n .ty  to the sm a ll g ro w ers, the .^so^iated with the further growth o f
dominant categoiy o f  rubber producers, for a jndustiy. This situation led to the
collective bargaining in the trade and avoiding formation o f  Rubber Producers’ Societies
exploitation by middlemen. B y  1985 the (R P S )  reg is tered  und er the C h a rita b le
number o f  smalUioldings increased to 4,12211 Societies A ct as tlie village level association
from  7 5 3 7 4  in 1960. Though the rubber o f small growers.



Sm all growers had accepted the concept 
o f  R ubber Producers’ Societies with wide 
enthusiasm and at present more than 2 1 0 0  
R P S  are registered. In the beginning, the 
activ ities  o f  m ajority  o f  these R P S  w ere 
confined to conducting o f  group meetings and 
sem in ars , tra in in g  program m es in crop 
exploitation etc. However, the societies, 
w hich were in constant contact and service to 
the growers in the locality, gained a prominent 
status at the village level. Beginning with 
collection o f  latex for the processing factories 
the R PS slowly got involved in the processing 
by b u ild in g  in fra s tru c tu re  a v a ilin g  o f  
assistance from the Rubber Board. The Board  
implemented a schcm e for setting up model 
R P S  in 1 9 9 9  w ith  th e  o b je c t iv e  o f  
demonstrating the function o f  R P S in various 
regions. The model R P S built up facilities 
not only for group processing but also for 
transfer o f  technology and distribution o f  agro 
inputs. There has been a significant change 
in th e  fu n c tio n in g  o f  R P S  a fte r  the 
implementation o f  the scheme for model R PS 
and a large number o f  R PS has started group 
processing and marketing. However, o f  the 
2 10 0  R P S , only a few are working efficiently 
and a large number o f  them have to improve 
significantly i f  they are to be o f  service to the 
growers.

A  study on the evolution o f  the R PS 
would point out that the se lf reliant approach 
b ased  on the co n ce p t th at co m m u n ity  
management and local se lf reliance are key 
organizing them es and recognizing  that 
d evelop m en t is u ltim ate ly  ach iev ed  by 
individuals and families that have the freedom 
and opportunity to create a future o f  their own 
choosing through a moulding o f  local and 
external knowledge and resources, has been 
recognized by only a few. The societies, 
w h ich  had k n o w in g ly  or u n k n o w in g ly  
embraced the idea are gradually emerging in 
the d irectio n  o f  s e l f  re lia n ce . L a ck  o f

sustained activities and several peculiarities 
in the production as well as marketing sector 
at the regional level have adversely affected 
the evolution o f  these societies as vibrant self- 
reliant groups.

Self-reliance is a term attributed to the 
stage o f  highest level o f  participation, where 
there is self-mobilization and collective action 
to use external resources. It is a ‘mature’ stage 
reached by an organization, after passing 
through the stages such as ‘em b ry o n ic’ , 
‘emerging*, ‘growing’ and ‘well developed’ 
stages o f  its organizational development. The 
Rubber Producers’ Societies should strive to 
achieve this stage. The d efic ien cies  not 
withstanding, the R P S  have em erged as a 
powerful grass roots level organization in the 
rubber sector.

The impact o f  R PS in the development 
o f  sm all hold ing  secto r is know n to be 
s ig n ifican t. O ne o f  the reason s fo r the 
unsatisfactoiy performance o f  the R P S  is lack 
o f  program/activity, which will ensure year 
round functioning o f  the R PS. W herever R P S 
have been able to engage itself in marketing, 
their performance have been satisfactory. The 
present study is an attempt to analyze the 
performance o f  some R PS and also to quantify 
the impact o f  marketing o f  N R  through R PS. 
The objectives o f  the study are (i) to analyse 
the p e rfo rm a n ce  o f  s e le c te d  R u b b e r 
Producers’ Societies in Thiaivananthapuram 
District; (ii) to assess the impact o f  marketing 
o f  N R  through selected R P S as latex /sheets; 
and to assess how far marketing has helped 
the organizational development o f  these R PS.

MATERIALS AND METHODS
The study is exploratory and analytical, 

combining both qualitative and quantitative 
m ethods. Purposive sam pling  is done 
selecting five RPS involved in marketing. 
Three RPS which arc in the field o f  marketing 
for more than five years, two o f  which are



M odel R PS nainely Karikuzhy R PS and 
Vam anapuram  R P S  and the third one, 
Kulappada R P S have been selected for the 
study. Two more R P S recently formed and 
involved in marketing for the last two years, 
namely Haritlia R P S and Pangode RPS 
have also been selected for the analytical 
study. The performance o f these R PS is 
compared to another R P S (Kuttimood R P S) 
which is not involved in marketing o f  the 
produce yet. The population for the study on 
the im p act o f  m ark etin g  in clu d es the 
members o f  two M odel R P S , who had been 
involved in marketing and a 10% sample 
has been drawn selecting a sample o f  30 
growers from the two M odel R P S and ten 
respondents from  non- R P S sector. A lso 
sev era l non m em b ers and d ea lers  near 
Pangode and Haritha R PS and Venjaramood 
had been irtei'viewed to obtain data on price 
realization o f  the crop for a comparison with 
the price realized by members o f  RPS.

P rim ary  data h ave b een  c o lle c te d  
qualitatively. Questionnaire survey method 
was employed to generate primary data. This 
w as conducted through focussed  group 
discussions involving members o f  RPS 
who market their produce through RPS. Semi 
structured interviews or discussions with 
Presidents o f  R P S , execu tive com m ittee 
members or members o f  tlie selected RPS 
and M odel R P S., non-m em bers and private 
dealers, were also utilized to generate 
primary data. Data available from the RPS 
records, registers, audit reports, records o f 
com p an ies jo in t ly  prom oted by R ubber 
Board and Rubber Producers’ Societies 
(Ponmudi Rubbers Ltd. and Ananthapuri 
Rubbers Private L td .), statem ent and 
registers o f  Rubber Board Regional Office, 
Nedumangad, Rubber Board Statistics etc. 
were the main source o f  secondary data. 
Quantitative analysis was done using SPSS 
package for computer aided data analysis.

Using cross tabulations, percentages mean etc. 
the data was analysed Non parametric test 
like t-test was also used to test tlie significance 
o f  the findings. Qualitative analysis was done 
using impact diagram, time line, activity 
matrix and viability analysis.

The first phase o f  the study included 
the exploring o f  secondary data to analyse 
the activities o f  tlie selected R P S namely 
Vamanapuram R PS, Karikuzhy R P S and 
Kulappada R PS , which were in die field 
o f  marketing for the last eight to ten y e a rs . 
Two recently formed R P S which are in 
m arketing, nam ely, H aritha R P S  and 
Pangode R P S  w ere also  included for 
analysis o f  the performance, to study the trend 
o f  organizational development. No single 
indicator could be identified to show tlie 
impact o f  marketing. The previous studies 
had pointed out that organizations such as 
R PS can be defined as a system o f  inter related 
social behaviour o fa  number o f  persons who 
arc participants o f  the organization . The 
impact diagram on marketing o f  N R  tlirough 
R P S  w as prepared, w hich served as a 
conceptual model for the study (Figure 1).

B a sed  on the co n ce p tu a l m o d el, a 
questionnaire has been drawn for collecting 
primary data from the respondents to assess 
the impact o f marketing. Marketing o f  grade 
sheets is mainly done through the two Model 
R PS (Karikuzhy and Vamanapuram) under 
Nedumangad Taluk. To ensure the con'ectness 
o f  data, group meetings were conducted 
under the tw o R P S  and c o lle c te d  data 
qualitatively; adininisteriftg participatory tools 
such as focu sed  group d iscu ssio n s and 
brainstorming. The meeting was conducted 
as a participatory evaluation session to 
analyse the activities o f  the R P S, econom ic 
benefits derived from R PS activities, further 
scope for ancillary activities, adoption o f  
cultural p ractices by  the m em bers and 
socioeconom ic impact o f  marketing o f



Figure 1. A conceptual design on the impact of marketing of NR through RPS

N R  through R P S. Thus all the variables 
s e le c te d  fo r  th e  ■ study , in clu d in g  
technological, econom ic , and social were 
analysed by the respondents and questionnaire 
were filled up by them in the m ost .active 
manner. A lso  group discussions had,been 
conducted at Melatliimoozhy and Kathinwiia 
which are places near to Vamanapuran; R PS, 
,but witliout a functioning R PS. There also, 
thci questionnaire survey was conductcd in a 
participatory manner, presenting before them 
the importance o f  functioning o f  R PS. 
Questionnaire collected from a total o f 
3 0 g ro w crs ,1 5  each  from  K ariku zhy and 
V am anapuram  M od el R P S  and ten non 
members from Kathiruvila and Melattumoozhy 
localities were utilized for the study.

T h e  data show  that the m arketing

channel for members o f  the R P S  is through 
the processing/trading company promoted by 
Rubber Board and R PS. The non . R P S 
sector finds their market through the local or 
taluk level private dealers. Higher .economic 
gains derived througli marketing o f  N R  is 
analysed in all the five R P S, by comparing 
the price given by M/s Ponmudi Rubbers/ 
Ananthapuri Rubbers Pvt. Ltd. to growers 
through R P S (e x c lu d in g  the c o lle c t io n  
charges) for marketing o f  latex and sheets 
through R P S and the price o f  ungraded 
sheet rubber that prevailed in Nedumangad 
m arket. To study the o rg a n iz a tio n a l 
development o f  the six R P S selected, twenty 
m ajor activities o f  R P S have been enlisted, 
scores were assigned to each activity and the. 
tim eline and viability assessm ent o f  the



selcctcd  R P S  have been m ade using the 
sccondaiy d a ta .

RESULTS AND DISCUSSION
T h e m ain  fe a tu re s  o f  the ru bber 

production sector in Nedumangad Taluk, 
where the R P S  selected for the study are 
located, is the presence o f  a lai^e number o f  
part-time agriculturists, small and marginal 
h o ld in g s, lead in g  to m anagem ent o f  
plantations by tappers or otlier unskilled 
persons resulting in quality degradation o f  the 
produce. Private marketing network comprises 
o f  numerous local dealers at the village Jevel 
and the m ain  d ealers functioning at the 
marketing town nearby or at tlie taluk 
headquarters. Due to the peculiarities o f  the 
production sector mentioned here, chances o f 
lowering o f  price, incorrect weighing and 
downgrading o f  the produce at the local 
level extending up to taluk headquarters are 
common and this led to lowering o f  the farm 
gate price o f  rubber in Nedumangad Taluk. 
Tlie term ‘thekkan’ given to low grade sheets 
fiom  southern region ofK crala has also helped 
the private dealers to lower the price further 
for tlieir own interest.

A n u n d erstan d in g  o f  the im p act o f  
Rubber Producers’ Societies in altering this 
s itu ation  is  o f  high re le v a n cc , for the 
developm ent o f  future strategies for the 
sustainable growth o f  N R  industry in this

taluk. T h e resu lts  obtain ed  through the 
analysis are detailed below.

Quality upgradation
The im pact diagram indicates how 

marketing necessitates linkage o f  R PS with 
com panies prom oted by R u b b er B oard . 
Quality parameters are to be ensured for 
latex as well as R S S  grades in facilitating 
realization o f  better price. In the case o f  
latex high Volatile Fatty Acid (V FA ) level 
is considered as a negative parameter Low 
VFA level leads to quality upgradation o f  
latex produced in tlie small holder sector. 
Table 1 indicates the volume o f  high quality 
latex produced in the operational area o f  
n ine R P S  m arketed through Ponm udi 
Rubbers and Ananthapuri Rubbere for the 
last five years. In tlie marketing o f  R SS  througli 
companies, R S S  4  or the higher grades only 
are marketed. Hence attempts o f  the Model 
R PS for the production o f  only high quality 
sheets had been successfizl as evident from 
Table 2. W hile tlie level o f  production o f  
R S S  4  and higher grades reached 95-98% , low 
grade sheets were only 2 -5% . The analysis 
o f  prim ary  data from  th e  grow ers a lso  
indicates that Rubber Board could effectively 
disseminate the awareness on quality o f  latex, 
sheet and scrap through R PS by arranging 
marketing o f  tlie produce (Table 3).

Thus it is evident that group processing

Table 1. Latex marketed by RPS through Ponmudi/Ananthapurl Rubbers
Dry weight oflatex marketed (kg) ^

1997 1998 1999 2000 2001
Kulappada 9142 24746 24895 34957 31866
Alumkuzhy 4859 14061 9548 27978 23853
Edavom J701) 20232 17245 33497 , 49567
Karikuzhy 20870 61105 35004 39961 5722
Kakkanikara 10429 24285 24921 17848 I09I9
Kothakulangara 17916 35515 22369 22462' 17852
Theviarukunnu 11703 9859 11510 21184 -

Pangode - - - 10191 14366
Haritha - - -■ 11753 18439



Table 2. Processing/marketing of RSS through Mode) RPS
Quantily o f RSS (kg) processed/marketed

RPS 9/2000 to 3/2001 3/2001 to 3/2002 4/2002 to 8/2002
RSS Uo RSS 4 RSS 5 R SSlio R SS4  RSS 5 RSS Uo RSS 4 RSS 5

Karikuzhy
Vamanapuram

2904 677(20% ) 46257. 959(2% ) 16659- 
19110 1109(5%) 41080 2162(5% ) 13605

512(2% )
717(5% )

Table 3. Level of adoption and source of information on cultural practices by members involved in
________marketing of produce through RPS ( % )______________________________________________

Source of infom\Qlion
Cultural practice Print Visual Rubber Board official through Other Level of

media media RPS , Visits farmers adoption
Planting distance 16.7 0 10.0 30.0 3.3 60.0
Plant density 1’3.3 O' 3.3 ■ 20.0 6.7 53.3
Planting material 23.3 0 13.3 56.7 3.3 96.7
RRII 105 & PB clones 23.3 0 13.3 40.0 0.0 76.7
Cover crop 0.0 0 16.7 46.7 0.0 63.3
Pit manuring 13.3 0 20.0 6.7 3.3 43.3
Soil testing 0.0 0 63.3 6.7 0.0 70.0
Disease control 0.0 0 '56.7 0.0 0.0 56.7
Tapping 0.0 0 26.7 3.3 0.0 53.3
CUT 0.0 0 3.3 0.0 0.0 3.3
Use of head light 0.0 0 26.7 0.0 0.0 26.7
Plastic cup for collection 0.0 0 63.3 0.0 0.0 63.3
Scrap collection. 0.0 0 86.7 0.0 0.0 86.7
Pane! protection 0.0 ■ 0 100.0 0.0 0.0 100.0
Graded sheets 0.0 0 93.3 0.0 0.0 93.3
Quality of latex 0.0 0 93.3 0.0 0.0 93.3
Quality o f scrap 0.0 0 90.0 0.0 0.0 90.0
Rain guard 0.0 0 16.7 0.0 0.0 16.7
Stimulant 0.0 0 0.0 0.0 • 0.0 0.0:

and marketing o f N R  through R P S could 
ensure quality upgradation in the small holder 
sector, which could wipe o ff  the ‘ thekkan’ 
grade gradually.
Assured market and price

N orm ally the private dealers in latex 
keep o ff  the market during peak production 
seaso n . T h ey  even abandon the latex 
collected, causing heavy loss to the farmers 
who are completely dependent on them. The 
Collection o f  latex through RPS could provide 
an market and price throughout the year. 
The pattern o f  payment through companies 
is a lso  sam e th rou ghou t th e year. On 
occasions when the price went down even

below the fixed minimum price, R P S  alone 
cou ld  support the farm ers, buying N R  
o fferin g  the m inim um  p rice . (F ig u re  2 , 
Table 4). Also, it is observed that wherever 
latex collection is done through R P S, the 
dealers nearby arc forced to offer ab etter  
price for latex. Table 5 shows the price o f  
latex and sheets in the vicinity o f  R P S  and 
localities away from R P S, as per the data 
collected from growers and dealers o f  these 
localities. Here, the price realization is found 
to be at least 10%  higher in the jurisdiction 
o f  the R P S than that prevailing in areas not 
covered by R PS. .
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Figure 2. A comparison of price o f NR in Nedumangad market and price on marketing through Ponmudi 
Rubbers

Year Mode of Marketing No. of Area Productivity Average price (Rs)
marketing channc! respondents (ha.) (kg) Realised Kottayam

. (RSS 5 )
2001-2002 Lalex RPS 24 8.03 2581 32.70* 30.82
1999-2000 RSS Taluk dealer 24 8.03 2512 24.40 29.55
• Includes Rs. 3/- for processing cost saved

Tabic 5. Rubber price realization by non- 
members in the vicinity of RPS and 
other localities during 2002

Average price realized (Rs.)
Month . Latex RSS 5 Price in

Near Non Near Non Kottayam
RPS RPS RPS RPS market

April 29 27.50 29.0 27 31.01
May 33 29.54 30.1 28 32.99
June 36 32.75 36.0 34 36.25
July 33 32.00 34.0 33 35.49

Lim iting of exploitation

Due to the distinct tier system prevailing 
in the NR market, exploitation by middlemen 
occurs at different levels in the case o f private

marketing sector. The marketing channel 
through RPS and companies . limits the 
exploitation level. Here the loss in price 
due to downgrading, , incorrect weighing etc. 
arc eliminated, helping tlie growers to realize 
better price for the ifor tlie members o f  RPS. 
Data in Table 6 obtained by analyzing 
the field data indicates the productivity 
per ha gross revenue per ha and price per kg 
o f the crop (calculated including the scrap 
also , as the ca lcu lation  is based on 
productivity) gained by members o f RPS and 
non m em bers. D uring 2 0 0 1 - 0 2 ,the 
productivity leyelamong the RPSm embers



Tabic 6. Savings on cap ita l cost by the 
marketing of crop through RPS

Item Savmgs
Roller 20000
Smoke house 25000
Aluminium dishes (45 Nos.) 2475
Froth cutter 15
Total 47490

and non member was 2684 and 2341 kg 
respectively. Tbere was disparity in the price 
realized too. While the RPS members could 
fetch an average o f  R s.26 .24  per kg that 
realized by the non'm em bers was only 
R s.22.36. per kg. (Table 7). Accordingly, 
while the total revenue among the R PS 
members was Rs.72842/-that among the non 
members w as only Rs.52499/-. Statistical 
analysis using t-test has also proved that the 
difference in price and revenue were 
significant (at 1% level). Actual price 
realization per kg including the saving for 
processing charge for members is Rs.29.24/- 
and for nonmembers it is Rs.22.36/-. 
Table 4  indicates the price realization from 
rubber before and after marketing is done 
through R P S . Only 80%  o f  the price o f  
R SS 5 was realized when marketing was done 
thi ough RPS. Group processing also leads to 
saving o f capital cost o f Rs.47490/-per gi'ower 
towards the purchase o f  assets like roller, 
smoke house etc.

Higher productivity
Performance o f the selected RPS reveals 

that marketing has provided them chances 
for more supporting activities leading to 
easier transfer o f  technology and the yield

data from members o f  these RPS reveals a 
higher productivity^ esp ecially  because 
techniques such as rainguarding arc 
popularized throiigli RPS. This is evident from 
the fact that productivity o f  RPS members 
is 2683 kg and non members is 2341 kg.

Adoption o f cultural practices

Attempt has been made to analyze the 
influence o f the RPS which are involved in 
marketing, on the level o f  adoption o f  
cultural practices. The adoption by members 
and non members were compared and the 
data shows that the RPS act as a major 
source through which Rubber Board officials 
could dissem inate sc ien tific  p ractices, 
especially in the mature phase, in the case of 
small growers o f  Nedumangad Taluk. Table 
3 indicates the level o f  adoption and source 
through w hich the in form ation  w as 
disseminated to members o f RPS. Sixteen 
activities were enlisted in the questionnaire 
and 26.7%  members had participation in all 
activities. The productivity level shows that 
these 26%  has a productivity level ranging 
from 2750 kg to 3500 kg. which is almost 
double tlie national average.

Organisational development

Twenty m ajor activities undertaken by
RPS are enlisted based on which a timeline 
was prepared for one RPS as an example to 
asses the activity status. This shows a higher 
degree o f activity once these R PS had 
entered in to marketing. Kulappada RPS 
which is one o f  the best performing R PS in 
the region and had shown a steady and active

Tabic 7 . E co n o m ic  im p a ct o f m a rk e tin g  o f  cro p  th rou gh  R P S  in N ed u m angad  T a lu k
Category Productivity Revenue Pric^ Processing cost  ̂ Price r e a l iz a &

' (kg) (Rs/ha) per kg* saved (Rs) pci kg (Rs)
Actual
29.24
22.36

RSS
32.00
23.95

Members 2684 72842 ~  26.24 3.00
Non members 2341________ 52499_______ 22.36__________ Nil_
• InclusW c^f the price o f  scrap. Slalistically si^ ifican t at 1 %  level



involvem ent in all the activities except 
acquiring their own property and setting up 
o f  community processing ccnter, shows a 
lower score due to this. Pangode and Haritha 
RPS in their third or fourth year o f  activity 
shows a better position in the viability analysis 
as they have entered into marketing from the 
initial stage itself, The viability assessment 
(Gubbels e t  a l., 20 0 0 ) shows that two model 
R PS are approaching the status o f  “well 
developed” stage, easy to reach the se lf 
reliant status. Kulappada R PS has crosscd the 
“growing stage” and Haritha is nearing the 
“growing stage” and Pangode R PS is ju st 
close to Haritha R PS Two R P S, Kulappada 
and H aritha R P S  could  reach  the w ell 
developed stage once they raise funds to 
acquire land, establish  group processing 
centres and training center and continue their 
p resen t a c tiv it ie s . T h is  e s ta b lish e s  the 
im p o rtan ce  o f  the group p ro cessin g  and 
marketing as a strategy for attainment o f  self 
reliant status o f  the organization.

Capacity building at the grass roots level
M em b er g ro w ers  are en g ag ed  in 

program m e im plem entation and decision 
making through R PS which are in the field 
o f  m arketing o f  N R. Estim ation o f  D RC 
quality sheet production, packing, baihng etc 
arc done by people in the locality, thus leading 
to skill development. Proper management 
o f  the marketing activities by the executive

committee help them build their managerial 
efficiency thus leading to capacity building 
at the grass root level. Analysis o f  the social 
impact shows that the members are aware o f  
these benefits . Totally, eight social variables 
had been pro jected  in the questionnaire. 
Eighty per cent o f  the respondents are o f  the 
opinion that the RTS had been effective in skill 
d ev elop m en t, en h an cin g/ bu ild in g  up 
leadership qualities, increasing awareness on 
exploitation and means to overcom e this, 
so c ia l m o b ility  th rou gh  in te r  group 
interactions and fanner to farmer participation, 
and adoption o f  new ideas and practices.

CONCLUSION
The study has proved that the hypotheses 

could be accepted and the marketing o f  N R  
through R P S  has resuUed in qu ality  up 
gradation, limiting o f  exploitation, assured 
market and price throughout the year and thus 
resu lted  in b etter p rice  re a liz a tio n  and 
economic gain. Formation o f  village level 
association functioning in the style o f  se lf 
help group is a rational approach to socio 
economic upliftment. Augmented supporting 
activities led to productivity escalation and 
resulted in organizational development which 
could lead to se lf reliance.

T h is  study is o f  prelim inary nature. 
F u rth er a n a ly s is  o f  v ario u s fa c to rs  is  
neccssary in the field as supporting evidences, 
based on the conceptual model fonnulated.
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AN OVER VIEW OF RUBBER PLANTATION 
DEVELOPMENT IN NORTH EAST INDIA

K.G. M ohan , A.K. K rishnakum ar and E. Lalithaku m ari 
R u b b er B oard , K ottayam  -  6 8 6  0 0 2 , K erala, India,

History of commercial cultivation oiH evea brasiliensis, the source of natural rubber (NR) 
in India dates back to exactly 100 years, i.e.. 1902. Traditionally, the crop was grown in the 
geographical region failing between 8 to 12® North ofequalor,/.e., Kanyakumari District of 
Tamil Nadu and the state of Kerala. Increase in demand of NR prompted the search for 
other regions which arc agro-cllmatically suitable for establishing commercially viable 
rubber plantations. The non-traditional regions identified as suitable for planting are in 
the states o f Madhya Pradesh, Andhra Pradesh, Orissa, Goa, Maharashtra and the entire 
north-eastern region.
This paper attempts to present an overview of rubber plantation development in the north­
eastern region comprising the states of Tripura, Assam, Meghalaya, Mizoram, Manipur, 
Nagaland and Arijnachal Pradesh. It also discusses the prospects, constraints, opportunities 
and threats for large scale expansion of rubber cultivation in the North East (NE) India. 
Rubber Board’s current promotional activities and the future plan of action for the region 
are also touched upon. An extent of 4,50,000 ha has been broadly identified as potential 
area for planting rubber in this region o f which 49771 ha has been planted. The region 
produces 15133 t o f rubber. This region accounts for 8.77% of the rubber area in the 
country and 2.40% of the annual production. It provides direct employment of 1000 mahdays 
per ha during immature phase and permanent employment for 7 persons per 1.0 ha during 
the mulurc phase, influence o f the crop on economic development and ecological 
restoration of the region has also been well proven.

IN TRO D U CTIO N
India has been a net importer o f  natural 

ru bber (N R ) in g en era l in sp ite  o f  the 
expansion in area under liibber cultivation, 
in crease in production and high levels o f  
productiv ity  attained. R ubber is a long 
gestation crop necessitating form ulation o f  
production strategics w ell in advance. The 
gap between production and consumption 
started w idening during the 1 9 80s  aA er a 
slump in consum ption during the previous 
decade; Considering the indispensability o f  
N R  and the drain o f  foreign exchange due 
to large scale  im ports, the governm ent o f  
India has realized  that con fin in g  rubber 
cultivation to the traditional n ibber growing

tracts, where availability  o f  land for further 
expansion is scarce w ill not help in m eeting 
the future N R  requirem ents in the country. 
Exploratory surveys for identifying suitable 
areas for expansion outside the traditional 
region was initiated by the R ubber Board  
in the 1960s itself. N orth-eastern region 
c o m p r is in g  o f  th e  s ta te s  o f  A ss a m , 
Arunachal Pradesh, M eghalaya, M anipur, 
M iz o ra m , N ag alan d  and T rip u ra  w ith  
moderate agro-cliniate suitable for growing 
rubber was identified as potential regions 
fo r exten d in g  cu ltiv atio n . T h ou gh  this 
region (2 0 -2 8 “ N latitude) lies far away from 
the traditional m bber growing belt (upto 10“ 
on either side o f  the equator), rubber has


