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ABSTRACT

NUESTRO, RACHELLE R. Applied Research IV
(Agricultural acience Curriculum) Don Severino Agricul-
tural College, Indang, Cavite, March 1990, "Factors
Associated with the Choice of Selling Practices of
Faprmer-Producers in Selected Barangays of Indange.
Adviser: Miss Cristeta M. Montamno. a

This research study was counducted to determine

the correlation between the selling practices and the

reasons for choice of such selling practices of farm-

er-producerse. This study utilized the descriptive

survey method of research. This study bad 338 or 105

respondents as a pandom sample of the total population.

Tt was found out that in this study that most
of the farmer-producers were engaged in the wholesale

in the farm and market and wholesale in the market and

dealers/end users' place. The choice of selling prac-

tices of farmer-producers differ in btheir annual in-

come. Thes choice of selling practices has nothing

to do with the agee. The main reason for choice of

ng practices by most number of farmer-producers

Reasong for choice of selling prac-

selli

was convenience.

ag §ound to be 8 better predictor of selling

tices ¥
practicese.

Baged on the above findings, the following are
recommended 1) The Extension Services of the Don

Severino A%ficultural College should include in their

vi



program a seminar whereby the farmers would be enlight-
ened on the profitability of the other selling practices
and 2) Private 2nd government sectors should initiate
implement better marketing system to @blp farmers cain

more profit from their products.
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Chapter 1
THlk PROBLEM AND ITS SETTING

Introduction

It has been observed that selling of agricultural
products are usually made in public markets. Although
some farmers choose to sell their products in their
farm where a middleman can buy the products. Other
farmers choose to sell the farm products in the place
of their dealers or end-users. Basically, public mar-
ket has remained the widely-spread institutiop that
serves as the most important distribution center varti-
cularly in rural areas.

In advanced economics where most of the popula-
tion is engaged in specialized production of goods, mar-
retin- is a key activity. (Baton, 1966).

It is therefore important that farmers pay great
attention to the marketing or selling of their products.
Tt ig in this connection that this research study was
It was aimed to determine the factors which

conducted.
are ascociated with the choice of selling practices of

farmer-producerse.

Conceptual Model
The relationship of the variables in this study

is plotted along the followine conceptual model,



