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value chain perspective of neera- acase study ofkodungallur coconut

PRODUCER COMPANY LTD.

Dr.GVeerakumaran and Miss.GeethuKuriakose

Sta mentofthe Problem

Value addition is the process of changing the form of a product from its original state to other
states which make it more valuable. Value addition in agriculture is gaining a huge importance as it gives a
solution to the problem of perishability of agricultural products and increases its shelf life. The value added
products will have some additional qualities which will add more value to the product through which the
farmers get more income.The major and traditional value addedproducts from coconut are copra and
coconut oil. Since hardly 2% of the coconut is utilised for valueaddition,it is important to study the scope
of value addition in coconut.

Neera is one value added product which is tapped out from the immature unopened inflorescence
of coconut palm. Neera is a non-alcoholic, nutritious health drink having medicinal values. The study is
earned out as per the advice of KCPC Ltd.Board of management to understand the value chain of Neera and
the impact of company on its members.

Objectives of the Study
e To map the value chain of Neera.
e To study the impact of Producer Company on farmers.
e To study the consumer satisfaction of Neera.
Research Methodology
The study was mainly based on primary data collected as mentioned in the Table no.l

Table. 1Sample Size of Respondents

Respondents No. of Samples Tools used
Farmers 60 Interview schedule
Consumers 30 Interview schedule
Producer Company 1 Questionnaire
Federation 1 Questionnaire
Society 1 Questionnaire

The producer company selected for the study was Kodungallur Coconut Producer Company Ltd.
inThrissur district. The federation and society selected for the study wcrcLdalhirulhy Federation of Coconut
Producers Societies and Bdalhiruthy Coconut Producers Society respectively.

The analysis were carried out by using the tools namely, mapping of value chain, percentage
analysis, T test for the impact on farmers and satisfaction index for consumer satisfaction.

Organisational Profile

Kodungallur Coconut Producers Company Ltd. being the 7* coconut producer company under
Coconut Development Boardwas established on 24*Oclobcr 2013. It is registered under Part IXA Producer
Companies in the Companies Act, 1956 at Registrar of Companies, Emnkulnm. The head office is situated in
Perinjanam in the Kodungallur Municipality of Thrissur district. The nrca of operation of the company is
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The selected Edathiiuthi Federation of Coconut Producers Societies was registered on 1- January 2013
Coconut Development Board under Charitable Societies Act It is sum.ted in the Edafo.retluPanch.?
Malhilakam Block In Thrissur district. Its area of operation is extended to ihcMaliulukam Block Pa,*

The selected Mahatma NalikeraUlpadakaSangamwas registered with Coconut Development Board Yy
November 2012 under the Charitable Societies Act. The area of operation of the society u, limited toi®
Edathiruthi ponchayat excluding the regions of west Edathirullii.

Fig. | Organisational Structure
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Value Chain Mapping of Neera
1. Mapping the Core Process

Fig.2 Core process involved in the value chain of Neera

Processing e Marketing
*

Input supply includesinputs such as seedlings, pesticides, fertilisers, water/ irrigation. crts

Th n™u* A crataPP*ng is done continuously for a period ofsix months.Neera was collected twice
IS YOm apa*m var*es from 1.5 to 6 litres per day. In the processing stage, the cONQ

Coconut Prnrl' ° ” centrifuged and pasteurized. Marketing of the product is done by the
Coconut Producer Company Lid. Finally consumers use the product as a health drink and a soft

2.Miin Actors Involved In the Value Chain J

Ltd., private nurarie. fKdl*8s.frQmKrishibhavan, fellow farmers, Kodungallur Coconut

stagetheiZ?doTh T A PreMrV'd s« ds “ d Agricultural University,
company itself. In the6 Br7Un®°Perati°n-The processing of coconut sap into Neera is £&&
wholesalers and retflilpiT3" 61!?* St3*CcomPany make the product available to the con?_

"M en. Finally a. the stage of consumption, consumer consumes the px-** J

38



Development Goals at the Grassroots: Policy Perspectives and Challenges

Fig. 3 Actors Involved and their Jobs in the Value Chain of Neera
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The products handled at the input supply stage me seedlings. Kitiliscrs , pesticides, labourers and watei At
(He production Mgr .oconut ip i lupp-'d nut iemoved to the I’liuhicei t'ompany. At the processing stage
coconut mip r eonverted into Net ra 1lie curl prndui I Net ra’ Illow to (he consumers. | he survey among
(he farmers and company reveals that the company during the data collection period procures an average of
100 L of coconut sap per day from farmers Fhc procured coconut sap is fully converted in (o Necrn and sold.
The KC PC has got 1 piin in expand this bu >incss to the enliie disiiit t
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During the data collectionperiod the production takes place only in IZdathiruthy

transported to KCPC lid situated at Pcrinjanam for processing. At the stage of m* r% .~ jndfth

reaches all over the Thrissur district through tlic wholesalers, retailers and e tcC
reaches the consumers who are spread over the entire Thrissur and nearby district-

Fig. 6 Geographical flow of product

Edathiruthi panchayat in Matliilakam block in Thrissur district
nof

Neera

KCPC Ltd., situated at Perinjanam in Kodungallur in Thnssur distric
Processing

 Wholesalers (Gayathri agency) - Thrissur district
H *Producer Federations - Thrissur District
M]p](ﬁ)tm . : : N
w IplJ " Petn»lers (organic outlets) - Thrissur district

Consurapti  Consumers from Thrissur and near by districts
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6. Mapping the value at different levels of Value Chain

Fig .7 Value of the product at different level
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The farmers Il ihc coconut ap at the rate ofRs. 30 L to the CPC. The farmer will get an average income of

R3.20250 per palm per year from Necra tapping. (Assuming average daily extraction ofNeera is 3.75 Litre;
price of ip is R ..30 and tapping done regularly forsix months). I he company fixed MRPof Nccra at Rs. 30
per 200 ml The wholesalers get a margin oT 12 5 % and retailers gets a margin of -1 5 °n on the MRP of the
product per bottle

7. Mapping Constraints nnd Potential .Solutions

The survey among the farmers and consumers facilitated the nuthors to consolidate the constraints and
potential solutions as mentioned follows
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Tublc.2 Constraints and Potential Solutions

Prnhlemt
| ack ol timely availability ol
the inputs
High quality ol good quality
seedlings
Price volatility ol inputs
Attack of pests and diseases
High growth period
Lack of availability of
labourers and high wage
Lack of Neera technicians

Low shclf life of the raw'
product

Lack of trained persons

High cost for adoption of
processing technology

Lack of promotional activities
Damage during transportation

Low shelf life of the product

8. Making a Value Chain Matrix

folu} l'eript%lir »
v,

Suggestion*

Ktidnbluivun may introduce as i

to Pjovidc lugli quality good

ui allordable price.

Krishibliavan may provide aubiddh”
lor organic and chemical pesticidel
Krishibliavan, CPC, CUU maym*”
arrangements lor supply for seedling

of lower growth period

The CPC mayform trained labours

post.

CDB may introduce new technologies
and provide those to the compam a

affordable rates

The company mayadveriise

I'lie CDB may introduce technolog)'o
increase the shelf life of the product
and should provide it to the company

at affordable cost.

TableJ Value Chain Matrix

Input suppl production  Processing  Marketing
Krishibhavan  Farmers KCPC Ltd.
KAU Producer
KCPC Ltd. KCPC Ltd. Federations
Actors Private Wholesalers
nurseries (Gayathri
Fellow agencies)
farmers Retailers
(organic
Supply of | Outlets'
equired Farming Processing Neefra ma;le
nputs of coconut available in
sap into the market

Neera
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Inputs
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Volume of
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Value at
different
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Constrain
9

Solutions

source: Primary <n(n
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| Inpat supply
Seedlings
Fertilisers
Pesticides
Labourers.
Water
Irrigation
Seedlings
Fertilisers
Pesticides
Labourers.
Water
Krishibhacan
KAU
KCPC Ltd.
Private
nurseries
Fellow

farmers

Lack of
timely
availability
and price
volatility of
inputs

Provide high
quality good
seedlings and
other inputs at
afTbrdablc
price through
Krishibhavan

Production

Coconut sap

Coconut sap

Farmers
Krishibhavan
KCPC Ltd.
Coconut
Producer
societies

100 L

Edathiruthi

RS.30.L to
farmcrs.
Avg. Income
per palm per
year is
Rs.20250

Attack of pest
and diseases.
Lack of
availability of
labour and
high wage

Arrangements
for subsidies .
labourers,

in hnicians
through
various
agencies

Processing

Coconut sap

Coconut
sap-
Ncera

KCPC Ltd.

100 L

Pcrinjanam

Purchase
RsJO/L
from
farmers.
Market at
Rs.30/200m
1
(Rs.150/L).
Rs.25/200m
1for bulk
purchase
High cost of
technology.
Lack of
trained
persons,
1ow shell
life ol raw
product
Provide
lethnologic
S at
affordable
cost,
Provide
training
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Marketing

Neera

Neera

KCPC Ltd.
Producer
federations
Wholesalers
Retailers

100 L

Thrissur

Wholesalers
margin is
12.5% on
MRP per
bottle
Retailers
margin is
4.5% on
MRP per
bottle

Lack of
promotion
Damage
during
liansportalio
n

Providing
grants lor
company,
Gi\lc
aclverlisemen
ts in journals
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Consumption

Neera

Neera

Consumers

100 L

Thrissur

Rs.30 per
200ml.

Low shelf life
of product

Introduce new
technology to
increase shell
lilcnf
product.
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Income palm year Average Income (Rs ) | value a
Before the After the Change 50
Fanner \ formation of formation of significant |
Category '\ company company level !
Neera Producers \ 2300 18400 16100 1662 ;
Neera non- producers 2300 2500 200 29.019 j

Source: Primarydata
(Table value of the lest al 5% significant level is 2.05)

It can be seen that the income level has increased alter the formation of company for both air*e® 1
farmers. There was a higher changein income for Neera producers due to the production gfNeai-
calculated absolute t value for both Neera producers and Neera non producers were greater than th. s—
value there is significant variation in the income of Neera producers due to the formation cl comptV

Additional Income for Neera Producers

The farmers annual income from coconut cultivation before Neera tapping was merely the incom-

nuts. But farmers started to earn additional income after tapping of Neera and increased theff
tremendously.

Table.5Dctails of Additional Income per palm per year for Neera producers

f-valued
.come/palm/year Average Income (Rs.)

Nuts Neera Total

Neera tapping

Before tapping 2500

Nil 2500
After tapping

2200 TsSxPJ
Source Primary data 16200 X

(Tabic value of Ac test,, 5% significam * jj 207J)

A - additional incotnc of Rs.16200 parP» > £$ + *

tea isl t |2 " tablC'5 *hal * calculated absolute ,-value is greater — *»' f
vAnauou m Ae income of Neera producers before and after tapping-
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Consumer Satisfaction towards Neera

Thirty consumers were surveyed using structured interview schedule at the point of sale. Likert scaling
method was used to rate and evaluate the level of agreements/ disagreements on various statements
regarding Neera. The degrees of agreement/disagreements usedwere strongly agree, agree, no opinion,
disagree and strongly disagree. Response indicative of the highly satisfied (strongly agree) was given the
highest score of 5 while the highly dissatisfied (strongly disagree) was given the lowest score of 1.The index
value was computed by using the formula:

Consumer Satisfaction Index = Total score for the statement

X 100

Maximum score

Mean Index = Total indicesofall statements X 100

No. of statement

The index was classified into 5 categories - very good (above 90), good (70-90), average (50-70),
poor (30-50) and very poor (below 30).The overall satisfaction towards the product was studied based on
the mean index.

It can be seen that the statements such as Neera is a health drink, superior to other beverages, no
side effects and Neera production has a wide scope in Kerala scored an index of above 90 %. This shows
that the people were aware about Neera, its scope and health benefits. The statement regarding the promotional
activities is least scored. It may be due to the fact that the Company currently produces less than the market
requirement. However, in the future, the company may have to promote the product by adopting proper
advertising drategies. The mean index is found to he 90.17%. It reveals that the consumers have very good
level of' ati-.faction towards the product Neera.

Table.6 Level of Satisfaction towards different Attributes of Neera

SL Statements Score Index
No. obtained

1  Neera is a health drink 149 99.33

Delicious dnnk that is rich in vitamins, minerals and amino acids 141 94.00

|  fiood fordi," linn, clear urination, and works against jaundice. 113 75.43

Nccrn is superior to other beverages. 144 % 1K

5 Neera has no side effects. 146 97 33

Its pv king is good 145 96.67

7 Promotional . tivilirs of llic product arc ntisfactory. 102 68.00

S Neera production has a wide scope in Kerala 147 94 67

MI AN INDtX on 17

Conclusion

The study entitled Value chain Perspective of Neera \ cose study on Kodungallur Coconut
Producers Company Ltd' was done to analyse the value chain of Nccrn, the impart on fanners and the
consumer satisfaction towards Neera. |he mapping gave a detailed picture of the core processes, actors
involved, geographical flow of product, the value of product at different stages etc. Neera lapping gave an
additional income to farmers over the nut production Mie company hasshown the seed of economic success
to the selected farmers by meeting die needs of farmers from the stage of production to marketing their
produce Neera has a good market potential in the stale with ngood level ofconsumer satisfaction. The \ nd
potential of Neera and other value added products from Neera can give (he farmers and their company a
good fortune in the near future.
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