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I. INTRODUCTION 

“I am all for industry,I am all for  steel plants and their and that  but it do say agriculture 

is far more important than any industry.” 

                                      Pt. Jawaharlal Nehru 

 Agricultural sector contributes significantly to sustainable economic 

development of the country. The sustainable agriculture development of any country 

depends upon the judicious mix of their available natural resources. Therefore if 

agriculture goes wrong, it will be really bad for the economy as the falling of 

agricultural growth not only affects employment but GDP too (thus increasing poverty). 

The larger objective for the improvement of agriculture sector can be realized through 

rapid growth of agriculture which depends upon increasing the area of cultivation, 

cropping intensity, and productivity. But for a country like India, increasing 

productivity is more important than the rest of the two. This is simply because of 

increasing urbanization, industrialization and the limited land size of the country. 

(Ashok et al, 2012) 

         Agriculture, as the backbone of Indian economy, plays the most crucial role in the 

socioeconomic sphere of the country. Indian agriculture is a diverse and extensive 

sector involving a large number of actors. It has been one of the remarkable success 

stories of the post independence era through the association of Green Revolution 

technologies. The Green Revolution contributed to the Indian economy by providing 

food self-sufficiency and improved rural welfare. The role of National Agricultural 

Research System (the NARS) was imperative in the context of Green Revolution( 

Anwesha borthakur,et al,2012). 

         Over the years, because of its valuable contribution to agricultural development, 

extension services became a public sector responsibility. Past investments in extension 

have yielded high economic rates of return and are seen as one reason for good global 

performance in food production (Alex  et al., 2002).  ` 

         Agriculture usually refers to human activities, although it is also observed in 

certain species of ant, termite and ambrosia beetle. To practice agriculture means to use 
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natural resources to "produce commodities which maintain life, including food, fiber, 

forest products, horticultural crops, and their related services."(Muelle et al,2005, State 

of Maine,2013)  

         Agriculture plays a vital role in the Indian economy. Over 70 per cent of the rural 

households depend on agriculture.Agriculture is an important sector of Indian economy 

as it contributes about 17% to the total GDP and provides employment to over 60% of 

the population.Indian agriculture has registered impressive growth over last few 

decades. (Kekane,2013)    

         In developing countries the hastened growth in agricultural production depends on 

exploitation of the existing production potential as well as continuous raising of the 

potential through technological changes, which requires sustained and rapid growth in 

the use of agricultural inputs such as seeds, fertilizers, pesticide, farm implements, farm 

machinery etc (Desai, 1985). 

 Agricultural extension in India is in transition. After several years of neglect, 

public sector extension has been witnessing renewed interest and policy attention during 

the last few years. It is under pressure to reform its purpose as well as the way it is 

managed and is also being encouraged to work closely with extension providers from 

the private and voluntary sector. While the need for strengthening extension services 

and expanding its mandate is fairly recognized, the on-going reform process is yet to 

make a significant impact on improving extension’s contribution to agricultural 

development. Development of agriculture continues to remain critical for India’s 

economic growth and poverty reduction. Indian agriculture faces several challenges and 

agricultural extension services can and should contribute to addressing these challenges. 

However, to do this effectively, extension needs to address some of the challenges it 

faces currently and should reinvent its role and mission. (Sulaiman,2012) 

         Extension has also served as a link between farmers to transfer the "best practices" 

of one farmer to another, and as a channel to introduce – and sometimes enforce – 

agricultural policies. (Umali and Schwartz, 1994) 
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         Extension services in India have traditionally been funded and delivered by 

government. Organized attempts in this direction started after the country became 

independent in 1947. Pre-Independence efforts had been largely local attempts, driven 

mainly by the humanitarian essays of a few individuals and organizations. Independent 

India acknowledged the relevance of extension quite early, a decade earlier than 

organized attempts to strengthen agricultural research were initiated in the country         

( Singh,2009). 

          Indian agriculture sector has an impressive long term record of taking the country 

out of serious food shortages despite rapid population increase, given its heavy reliance 

on the work of its pluralistic extension system (Suman,2014). 

          Agricultural extension services can potentially be provided by three main sources: 

the public sector, the private non-profit sector, and the private for-profit sector. The 

public sector includes ministries and departments of agriculture and agricultural 

research centers.The private non-profit sector includes local and international non-

governmental organizations (NGOs), foundations, and community boards and 

associations, bilateral and multilateral aid projects, and other non-commercial 

associations. The private for-profit sector consists of commercial production and 

marketing firms (such as input manufacturers and distributors), commercial farmers or 

farmer group-operated enterprises where farmers are users and providers of agricultural 

information, agro-marketing and processing firms, trade association, and private 

consulting and media companies (www.syngentafoundation.org.com).  

 
          Extension has been put to serve production oriented programmes, area 

development initiatives, target group based service schemes, and largely as a technology 

delivery mechanism.  In the process, simple purpose for which it is designed, namely 

“helping people to help themselves” by relating technologies to the needs and 

opportunities of the farmers have not been emphasized much.( Singh et al.,2009). 

 

 India is not alone in this predicament. Delivering meaningful extension is not 

easy. Farmers living in widely dispersed communities can be difficult to reach. Farmers’ 

information needs vary across locations, making extension challenging. Supply side 
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rationing may be a problem in the sense that there are likely to be too few extension 

agents relative to the number of farmers. On the demand side, self-selection on the part 

of larger, more commercial farmers may bias outcomes. Extension service budgets may 

be inadequate. Issues of motivation, competence, performance, and accountability of 

extension institutions and their agents may affect results (Anderson, 2007).  

 

 Agro-input dealers are sellers of agricultural inputs that include seeds, fertilizer, 

crop protection chemicals, farm equipment and machines, veterinary products and 

animal feeds. Agro-input dealers play a major role in ensuring that farmers access some 

of the important agricultural inputs required to improve agricultural productivity in their 

respective farms (Poulisse, 2007). 

 

 Most of the developing countries including India are experiencing paradigm 

shift from subsistence agriculture to commercialized agri-business under liberalization, 

globalization, and privatization era. Therefore, to make extension services more 

responsive to farmers there is need for choosing between best alternative and suitable 

ways under Liberalization, Privatization, and Globalization. Privatization of 

Agricultural Extension Services has become essential in our country to increase the 

competitiveness among service providers and in turn to give justice to our farmers. 

Nevertheless, at the same time, it requires great caution about problems and constraints 

emerging due to privatization. The extension service provided by small-scale Agri-

business agencies has to be streamlined and monitored by proper legislation.  (Ram 

Jiyawan et al(2009) 

         In the context of the present diversified as well as specialized farming community 

the agricultural sector has emerged as knowledge intensive society. To improve and 

sustain farm productivity farmers require information on new technologies, best 

practices, inputs and postharvest information related to marketing and prices. The 

traditional information broker between the farmer and some of this information has been 

the public-sector agricultural extension agent. But over the past few decades public 

sector extension has received much criticism due to limited reach and relevance and 

high cost of operation (Feder et al 2001, Anderson and Feder 2004) 
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          Agricultural marketing is a dominant topic in the Indian marketing literature. The 

main focus is on marketing of agricultural produce and that of agricultural inputs like 

fertilizers, pesticides, seeds and farm machineries (Jha, 1998) 

         Their services to the farmers are in turn related to their retailing performance. So, 

it is necessary to identify the factors associated with the retailing performance of the 

input retailers for suitable intervention so that they can render better services to 

agricultural development. Although the role of input retailers are well studied, the 

correlations of retailing performance has been less addressed empirically (Jana, 2005). 

        The National Commission for Farmers noted that today the farmer depends for 

technical advice on the input dealer who sells seeds, pesticides and fertilizers. In many 

suicide hot spot areas the input dealer is also the money lender, the scientist, agricultural 

expert, counselor and buyer, all rolled into one (Anon 2006). 

            There are an estimated 282000 agri-input dealers in our country. They are pillars 

of their communities and have every interest to offer quality services. Farmers 

frequently receive advice from the input dealers of their respective locality (Ferroni and 

Zhou 2012). 

              The input supplier model is part of a paradigm shift to private sector extension 

approaches that was accelerated by the significant reduction in public spending due to 

structural adjustment. It forms part of the food enterprise approach to agriculture that 

seeks to utilize agriculture as the basis for economic growth by initiating a productivity 

revolution in smallholder farming (World Bank 2007). 

FOCUS OF THE RESEARCH: 

           The research has focused on various fields such as socio economic status of input 

agents, stress management, marketing system, Investment, training details, knowledge 

on computer,benefit received, knowledge on government scheme and policy, awards 

received,without any such topic involved the study wouldn’t have been completed. 
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NEED FOR THE STUDY: 

            Agricultural Input Dealers are very plays a very important role in India because 

our country is an agricultural nation. Need to build capacity of potential agro-input 

dealers to provide quality services to farmers by improving their knowledge on agro 

inputs and business management. Cooperatives should be trained on contracting and 

collective marketing as well as demand pooling of agro inputs. Strengthening capacities 

of existing and new private agro-dealers will enable them provide quality inputs and 

advice on their appropriate use, and thereby become agents that can transfer agricultural 

technologies. Nobody has done research on agricultural input dealers. Hence the study 

has been undertaken to know the situation of agricultural input agents.            

     

OBJECTIVES: 

 The present study was undertaken with the following objectives .The objectives 

are : to 

1. Know the profile of agricultural input agents. 

2. Assess the services rendered by the agricultural input agents and 

3. Identify the challenges and constraint experienced by agricultural input agents. 

 

SCOPE OF THE STUDY: 
 

 In a fast developing country like India, the forces of commercialization, 

modernization and industrialization are actively operating and transforming the 

traditional modes of production into modern capitalistic agricultural input agents. This 

study will help to streamline strategies for the development of input agents. So it would 

be useful for planners, policy makers, extension specialists, administrators, sociologists, 

and welfare economists. The identification of different constraints at extension service 

through this study would help in finding remedial measures and overall development of 

Agricultural input agents in the country. 
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LIMITATION OF THE STUDY: 

 This study limits to the geographically of two districts in the Tamil Nadu state. 

These districts namely seen are: Coimbatore and Erode. 

•  The input agents were busy with their work, it was difficult for the researcher to           

meet  the respondents and collect information. 

• Time duration to conduct the research was inadequate . 

• Language was one of the barrier in collection of data because of researcher from 

another state. 

• Lack of support, and motivation from the agricultural input agents. 
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II. REVIEW OF LITERATURE 

 The literature pertaining to the study entitled “Assessment of Extension Service 

by Agricultural Input Agents” is reviewed under the following heading: 

       A. Concept and Importance of extension service and agricultural input agents. 

       B. Policies and Programme for extension service and agricultural input agents. 

       C. Related Research Studies. 

A. Concept and meaning of extension service and agricultural input 

agents: 

        The evolution of agricultural extension system in India has a long history. It’s 

contribution to productivity enhancement during the green revolution era has been well 

documented. During this period, the public extension system played the key role in 

conducting field demonstrations of high-yielding varieties and improving the input 

delivery that ensured timely availability of quality seeds, fertilizers, and agricultural 

chemicals at affordable prices. Along with extension services, the price policy and 

procurement support through public agencies provided additional encouragement to the 

farmers for adoption of high yielding varieties in the 1960s and 1970s. By the end of 

1970s, the green revolution type of extension system had largely achieved its major goal 

of increasing the area under high-yielding varieties (Ameur, 1994). 

 
        Extension services may be loosely defined as including all activities involved in 

the exchange of information relevant to agricultural and livestock production, 

processing and marketing. the word "extension" has been criticized as inherently 

emphasizing the "top-down" dissemination of information while ignoring other types of 

information flow between farmers, extension and research – particularly activities that 

involve farmers as equal partners in the process. (Lisa a schwartz, july 1994). 

        According to Burton, (1997) the first agricultural extension service of a modern 

kind came into existence as the result of a crisis and the initiative of the occupant of a 

high office of authority. 
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        India is in process of transforming its agricultural extension and technology 

transfer systems to become more demand-driven and responsive to farmers’ needs. 

There is need to develop skill and knowledge on scientific agriculture. Its wide 

extension system could be visualized through these facts India has second largest 

extension system in the world in terms of professional and technical staff. More than 

90,000 technical personnel constitute its extension system (Brewer, 2000). 

 

       Rajasree expressed that (2005) agricultural extension a system where people are 

motivated through a proper approach to help them by applying science in their daily 

lives in farming, home making, and community living plays a pivotal role in the 

community development. It is a two-way channel that brings scientific information to 

village people and takes their problems to scientific institutes for solution. In India, as in 

many other developing countries, the task of extension goes beyond an educational role, 

dealing with the human resource development of its clients. 

 

       NASEP (2007) stated that the extension services play a key role in sharing 

agricultural knowledge, technologies, information and also linking the farmer to other 

sectors of the economy the extension service is one of the critical change agents 

required for the transformation of subsistence farming to modern and commercial 

agriculture. 

      

        According to Programme Commission (2008) extension in India has a mixed 

record. the literature rightly recognize its role in promoting productivity ,sustainable 

resource use and agricultural development (Singh).But public provision  has overall 

fallen short of expectations, links between research extension and farmers are seen to be 

inadequate and un coordinated effort a bowed. 

 

 Anandajaya et al. (2008) stated that historically, agricultural service delivery in 

developing countries started with production-oriented limited extension services for 

export crops. The attention was diverted in the fifties to food production and improved 

farming techniques. 
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         Dragic(2009) viewed that extension service in agriculture is indispensable and it 

offers more than just expert assistance in improvement of production and processing, it 

also enables flow of information and transfer of knowledge and scientific findings to 

practice. These activities are performed according to rules which regulate establishing 

of organization, functioning, goals, and fields of operation, ways to execute extension 

activities by the extension agent, their obligations, and rights. 

        Singh et al, (2009) opinioned that extension services in India have traditionally 

been funded and delivered by government. Organized attempts in this direction started 

after the country became independent in 1947. Pre-independence efforts had been 

largely local attempts, driven mainly by the humanitarian essays of a few individuals 

and organizations.  These were area-specific and had limited impact. Independent India 

acknowledged the relevance of extension quite early, a decade earlier than organized 

attempts to strengthen agricultural research were initiated in the country. 

 

        The extension services can play a crucial role in providing information on 

sustainable agricultural education. Thus, the role of extension is very important to 

support sustainable agriculture which is moving from production to a wider set of 

sustainability (Salem, 1994). Proper management of information sets a foundation for 

the delivery of efficient and effective extension services by providing accurate 

information to those who need it, when they need it. Therefore, identifying extension 

organizational characteristics of supporting agriculture is one of the major approaches 

needs to be carefully thought and accurately implemented for the extension system 

development. Also, measuring attitudes of farmers towards the extension services they 

receive is crucial in providing sustainable agricultural extension services. Another 

important issue includes increase in farmer participation in sustainable agricultural 

development programs and agricultural extension services, decentralizing from 

activities and facilitating to apply local groups are the most important approaches for 

agricultural extension in future (Allahyari, 2009). Financial, social, human and 

organizational sustainability should be achieved over time and policies that provide 

affordable access to information need to be carefully identified and examined (Hosseini 

et al., 2009).   
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        Sygenta (2010) stated that agricultural extension is believed to be an indispensable 

pillar both for rural community progress and as part of a strategy of agricultural 

development for improving the sustainability of farming systems, promoting 

agricultural diversification, and integrating farmers into dynamic markets. agricultural 

extension system play multipurpose role with the provision of need-based and demand-

based knowledge with agronomic techniques in a systematic means so as to improve 

production, income, rural populations' welfare and to mitigate their problems. 

Furthermore, the agriculture services assist and establish the capacity building of 

smallholder farmers through target-oriented training and building working human 

relation with farmers the first agricultural extension service is a modern kind came into 

existence as the result of a crisis and the initiative of the occupant of a light office of 

authority.  

 Performance of extension agents is expected to increase if they have program 

development competencies and to keep extension agents competent and to further 

improve their performance, these competencies must be considered and upgraded and 

continuous assessment of extension agents’ competencies and performance is 

recommended (Tiraieyari et al., 2010). 

 
        Shekara et al., (2011) opinioned that in India, there is need for revitalization of 

extension system in the country to address these issues, providing value added extension 

services to the farmer through additional qualified main power and adequate 

infrastructure. 

 
        Arokoyo and Jirli(2005,2011) explained that agricultural extension services 

provide critical access to knowledge, information and technology that farmers require to 

improve productivity, thus increasing incomes and improving livelihoods. It is therefore 

crucial that farmers are provided with accurate knowledge and information in a timely 

manner. 

 
 The effectiveness of extension services is also highly dependent on the ability of 

extension workers who are competent as the whole extension process is dependent on 

them to transfer information from extension organizations to the clients. (Ali, 

Ebraheem,2012) 
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 According to Suman (2014) agricultural extension in India has grown over last 

six decades. It is supported and funded by the national government through its ministry 

of agriculture (moa) and other allied ministries. The share of agriculture in Gross 

Domestic Product (GDP) has declined from over half at the time of independence to less 

than one fifth. Indian agriculture sector has an impressive long term record of taking the 

country out of serious food shortages despite rapid population increase, given its heavy 

reliance on the work of its pluralistic extension system.  

              
 According to Venkates (2014) the institutional change in input and service 

delivery is vital for the development of smallholder agriculture. During the past one 

decade or so, the government has taken a series of policy reforms for better availability 

of inputs by improving factor markets. 

 
 Anirba indicated (2015) agriculture extension service in India is concerned 

manly with transfer of technology based on advisory services to the farmers. Education 

and services are two parallel are necessary for structural and functional stability .If one 

become weak system will collapse. 

 Stresses that agricultural inputs are at the heart of rural marketing and rural 

development. They support farm production which is the source of income for a very 

large part of rural population and create market for other consumable and durable 

products in rural areas.( Sukhpal singh,2004). 

 

     Sanchez and Jama(2002) narrated that limited access to necessary agro-inputs 

has been the main cause of low agricultural productivity and the overall poor economic 

growth and development in most parts of sub-saharan Africa.  

 

        In more advanced markets agro-dealers may serve as an important source of 

information that is useful from both a commercial and policy perspective  

(Allgood 2011). 
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         Impact of different input and service delivery systems on farmers’ welfare. This 

may be assessed focusing on efficiency (increase or decrease in costs, prices associated 

with search of inputs and services, production costs, output prices; timeliness, quality 

and adequacy of inputs and services); and equity in terms of participation of small-scale 

producers and gender parity. (Agricultural Economics Research Association of India 

,2012)    

 
          Isherwood (2004) stated that the agro-input dealers, however, still lack business 

support and hence still encounter various business constraints relating to high 

transportation costs, low effective demand, lack of appropriate market information, lack 

of storage facilities and limited skills and knowledge. 

  

          According to Anirban Mukherjee(2015),Private extension service can be 

successful even in resource poor areas provided appropriate technologies along with 

integrated extension service including marketing facilities are available. But the private 

agencies, when they have their own marketable agricultural inputs are desperate enough 

to convince the farmers so that they use only those products. The situation fools the 

farmers and compels them to be irrational in the choice of products such as fertilizers 

and chemicals as well as their use in non-judicious manner, so much so that it raises 

health hazards and environmental issues. 

 The Indian government has launched an ambitious initiative to encourage private 

extension with the ministry of agriculture and the national bank (NABARD). Graduates 

are being trained to become agripreneurs’ and on completion of their courses they 

receive a loan to establish an ‘agriclinic’ or ‘agribusiness centre’. Farmers are expected 

to pay a fee for their services and the agri-preneurs are expected to identify the demand 

for a broad range of services from soil testing to advice on organic production and food 

processing. So far 112 businesses have been set up in 10 states and it is intended that the 

new services will provide specialist advice that may be beyond the scope of the service 

presently offered to farmers through public extension (Shekara and charyulu, 2002). 
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 Private extension services are provided through farmers’ unions and 

organizations, NGOs and through input supply and marketing companies. many 

extension organizations have a narrow view of extension and they see it as a process of 

supplying information to farmers on demand, and of introducing technical changes in 

agriculture, which they consider to be desirable, rather than one of promoting farmers' 

development and independence (Van Den Ban and Hawkins, 1998). But the role of 

extension is much wider as extension needs to teach farmers management and decision 

making skills, help rural people develop leadership and organizational skills enabling 

them to organize better, operate and or participate in co-operative credit societies and 

other support organizations, as well as to participate more fully in the development of 

their local communities (Swanson and Clarr, 1984). Over the last few decades, there has 

been an increasing realization of the importance of tasks such as community 

mobilization, conflict management, problem solving, education and human 

development and the need for extension staff to acquire social science skills to perform 

these tasks (Van Beek, 1997; Farrington et al, 1998; Sulaiman and van den ban, 2000). 

Apart from advice and information on production technologies, farmers need a wide 

range of services, with improved access to markets, research, credit, infrastructure and 

business development services, and extension has to engage with these emerging 

demands (Sulaiman and Hall, 2002; Katz, 2002).  

 

 Privatization of agricultural extension system should not be seen as an 

alternative to public extension system. It can get a greater success in the areas of hi-tech 

and commercial aspects. The infrastructure and the extension already available should 

be strategically deployed to improve the efficiency of the public extension system. 

Private extension systems should play a complementary role so that all farmers get 

required support at right time in the right form. Due attention needs to be given to the 

challenges that have been mentioned for reaping the results of privatization of 

agricultural extension. Privatization should not be recommended for all the extension 

services and practices (kaur, 2014). 

 

 The public extension system generally perceived as an agency for technology 

transfer, training, increasing income of the farm family through timely supply and 
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services which in turn increases the nation’s food grain production and also it act as a 

two way channel through which it brings farmers problems’, needs to the research 

system (feedback) for finding solution and developing appropriate technology for the 

farming community. (Saravanan,2010) 

 Public extension has a long and distinguished history in India going back to the 

pre-independence and the pre-green revolution eras. Extension went through distinctive 

stages over time, evolving with national priorities (Singh and Swanson, 2006).  

 

 According to Poulisse, (2007) Agro-input dealers are sellers of agricultural 

inputs that include seeds, fertilizer, crop protection chemicals, farm equipment and 

machines, veterinary products and animal feeds. Agro-input dealers play a major role in 

ensuring that farmers access some of the important agricultural inputs required to 

improve agricultural productivity in their respective farms  

 

 Their services to the farmers are in turn related to their retailing performance. 

So, it is necessary to identify the factors associated with the retailing performance of the 

input retailers for suitable intervention so that they can render better services to 

agricultural development. Although the role of input retailers are well studied, the 

correlations of retailing performance has been less addressed empirically (Jana, 2005). 

              

 The farm input dealers generally faced some major business constraint including 

high transport cost due to poor infrastructure, lack of marketing information, lack of 

storage facilities and limited business skill and knowledge(Jones et al,2008). 

         

 The poor domestic infrastructure and limited access to agricultural 

credit(including seasonal credit) also undermine the effect and equitable participation in 

agricultural inputs  trades(Sanchez,2005). 

 
 The structure of farm inputs and services market are imperfect competition 

monopolistic in nature in the country. Marketing channels includes a set of activities   

which are necessary to transfer the ownership of goods from the production place to 
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consumption and these consists of all  the agencies and all the marketing process. The 

problem of poor communications, inadequate transport systems and  lack of competition 

among traders generally  result in high costs and delivery problems for farm input such 

as seeds,fertilizer and agro chemicals, and support services such as animal health care 

and extension advice .In the past these service were providing through the ministry of 

agriculture but quality and standard of the study of the service providing has always 

been open of criticism  and subject to policy constraint.(Kimana,2009). 

 

 The Indian agriculture is at the crossroads today. Its strength to alleviate poverty 

and hunger is well-recognized, yet, the agricultural growth rate in the past 20 years has 

been visibly less impressive, and the productivity in the agricultural sector continues to 

below compare to the international standards. While investments in research and 

extension have increased in recent years, their impact on smallholder farmers’ 

livelihoods remains debatable. Even when these investments may address relevant 

problems of the farmers, the benefits of improved technologies will not fully accrue to 

the farmers. The yield gap between research stations and farmers’ field remains high. 

For translating research results into tangible gains at farm-level, well-functioning 

agricultural extension and advisory services are required. (Babu et al,2013). 

 Agro-input dealers play a significant role of bringing the inputs close to the 

farmers (Chianu, 2008). The agro-input dealers play a vital role in guaranteeing that 

farmers have access to some of the essential agricultural inputs that contribute to 

boosting the agricultural productivity (Ayieko, 2006). 

 

         Most of the agro-input dealers however still lack business support and hence still 

encounter various business constraints relating to high transportation cost, low effective 

demand, lack of appropriate market information, lack of storage facilities and limited 

skills and knowledge (Isherwood, 2004). The high transportation costs can be attributed 

to the long distances covered to source the inputs (Chianu et al, 2008). 

 

         According to Chandra-shekara(2005) the most simple is when private input supply 

companies provide technical information  to farmers when they purchase their product. 
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As a part of private sector extension, input dealer and traders have been trained to 

provide business advice through its agropreneurial programme. 

 Agricultural extension service providers can meet this challenge. Capacities are 

limited in terms of human resources, effectiveness of organizations, funding and, most 

importantly, leadership and direction.( Berthe,2015). 

 
 According to the world bank, there are more than 1 million agricultural 

extension workers in developing countries, and public agencies have spent over $10 

billion dollars on public extension programs in the past five decades (Feder (2005)). The 

traditional extension model, “training, and visit” extension has been promoted by the 

world bank throughout the developing world and is generally characterized by 

government-employed extension agents visiting farmers individually or in groups to 

demonstrate agricultural best practices (Anderson And Birner (2007)). 

 

 There are an estimated 282000 agri-input dealers in our country. They are pillars 

of their communities and have every interest to offer quality services. Farmers 

frequently receive advice from the input dealers of their respective locality (Ferroni and 

Zhou 2012) 

B.Programme and policies for extension service and input agents: 

 In Asia, the agricultural input sector, including seeds, fertilizers, pesticides, feed and 

tools sold at retail shops, has been adversely affected by many factors. These include problems 

of under-supply, insufficient government support, poor infrastructure and distribution systems, 

limited credit access, bad repayment records, and lack of subsidies. In many cases the result has 

been an imbalanced use of fertilizers, improper handling and incorrect use of most inputs.(Food 

and Agriculture Organization of the United Nation,1998) 

DAESI: 

         Agri-input dealers in the country are a prime source of farm information to the 

farming community, besides the supply of inputs and credit. However, majority of these 

dealers do not have formal agricultural education. in order to build their technical 

competency in agriculture and to facilitate them to serve the farmers better and to act as 
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para – extension professionals, national institute of agricultural extension management 

(manage) has launched a self-financed “one-year Diploma In Agricultural Extension 

Services For Input Dealers (DAESI) program” during the year 2003 with a course fee of 

Rs. 20, 000/- to the input dealers. Due to positive impact of the program, ministry of 

agriculture & farmers’ welfare, government of India has decided to implement this 

program for input dealers in all the states of the country.(National Institute of 

agricultural extension management,2005) 

MANAGE: 

 Manage has started a diploma course for private input providers. The diploma 

covers four modules: agronomy, extension and communication methods, individual and 

business development, and laws related to seeds, fertilizers, agro chemicals and 

consumer protection. A list of trained input dealers by district is available on the 

manage website. the diploma course on agricultural extension for input dealers is 

imparted through distance education mode with the goal to qualify private, local 

agricultural input dealer to provide advice on local crop production and protection 

technologies (MANAGE, 2012; Ferroni et al. (2011)). 

KVK: 

 Krishi Vigyan Kendras (farm science centre) are the institutionalized link 

between research and extension. They operate at district level and are funded by the 

ICAR, universities, NGOs and the state line department of agriculture. Their mandate 

includes promotion of locally adapted technologies through on-farm trials, 

demonstrations, and training. in 2015, 641 KVKs are operational throughout the 

country, and the number is expected to increase to 751 (Aesa: 2015) 

 Support private sector involvement in agricultural extension. Both the DASP 

and NATP initiatives emphasized the importance of private-sector involvement in the 

area of technology development and technology dissemination. Recent government 

programmes also work towards more private sector participation. However, yet most of 

these government initiatives focus on public sector only. (Sulaiman: 2015) 
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 In India, there are about 2.82 lakh practicing agri-input dealers, who are the 

prime source of farm information to the farming community. The first contact point for 

majority of farmers is the agri-input dealer. While purchasing different inputs required 

for farming operations, the farmer naturally tries to find out from the input dealer about 

the usage of inputs, both in terms of quality and quantity. The national institute of 

agriculture extension management (MANAGE) had designed a one-year diploma course 

titled ‘diploma in agricultural extension services for input dealers (DAESI)”, which 

imparts relevant and location-specific agricultural education to equip these input dealers 

with sufficient knowledge to transform them into Para-extension professionals so as to 

enable them to address the day-to-day problems being faced by the farmers at field level 

(Ministry Of Agriculture,2014). 

ATMA: 

 Extension reforms was a major intervention in overhauling the extension system 

for making it farmer driven and farmer accountable through process and institutional 

reforms mechanism in the form of Agricultural Technology Management Agency 

(ATMA) at district level. It operationalises the extension reforms with focus on 

reforming public sector extension, decentralized decision making, farming systems 

approach, bottom-up planning, group approach in extension, promoting private sector, 

augmenting media & information technology, mainstreaming gender and capacity 

building of various stakeholders. Commitment to promote public-private partnership in 

agricultural extension management is demonstrated by reserving minimum 10 percent 

of the funds. Similarly, considering the need for gender concerns to be mainstreamed in 

agricultural extension, minimum 30% of resources on programs and activities are 

earmarked for women farmers. atma promotes an active participation of farmers / 

farmer groups, Ngos, Krishi Vigyan kendras, panchayati raj institutions and other 

stakeholders operating at district level and below. In addition to support to state 

extension programmes   for extension reforms, the department of agriculture & 

cooperation (dac) has initiated number of schemes to revitalize the agricultural 

extension system in the 5 country, duly incorporating the elements needed for reforms. 

these schemes are mass media support to agricultural extension — utilizing 

infrastructure of Doordarshan and All India Radio; Kisan Call Centres — for providing 
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agricultural information through toll free telephone lines; establishment of agri-clinics 

and agri-business centers by providing self-employment opportunities for professionally 

qualified agricultural graduates facilitating delivery of value added extension services 

and finally extension support to central institutions.(Working Group On Agricultural 

Extension Constituted,2007) 

 Private Para extension service providers should be integrated into the extension 

system including  agri-preneurs under ACABC scheme (currently about 11000, 2000 

added every year which takes the total to about 21000 by the end of 12th plan) and input 

dealers possessing diploma in agricultural extension services (DAESI) - about 12000 

trained per year and 60000 by the end of 12th plan. (Government of India Planning 

Commission, Twelfth Five Year Plan (2012-17)  

 The farmers buy such inputs in their locality more often from private traders like 

input retailers than government agencies (Mitra, 1999). 

C. Related Research Studies: 

  Aderibigbe S. Olomola, (2014) was conducted “Determinants Of Agro-Dealers’ 

Participation In The Loan Market In Nigeria” the study employed primary data 

collected between february and june, 2013 through well structured questionnaires from 

a cross-section of agro-dealers in all the six geo-political zones of the country. The six 

states covered are Sokoto (north-west), Bauchi (north-east), Benue (north-central), 

Ogun (south-west), Ebonyi (south-east) and cross river (south-south). Lists of agro-

dealers were obtained from the relevant agro-dealer registration units of the ministry of 

agriculture and natural resources and the Agricultural Development Project (ADP) in 

each of the states.  A random sample of 50 agro-dealers was selected to give a total of 

300 agro-dealers included in the study. The data were collected by trained enumerators. 

The questionnaire was designed to elicit information on key areas of agro-dealership 

such as business activities, operational costs and main constraints, sale of agro-inputs, 

sources of finance, demand for loan as well as the socio-economic characteristics of the 

agro-dealers. The selected agro-dealer enterprises were traced to a total of 100 towns 

across the states included in the study. This study sought to examine the constraints and 

opportunities for agro-dealership financing in Nigeria, analyze the business operations 
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of agro-dealers and ascertain the factors influencing their participation in the loan 

market especially their borrowing decisions and determinants of loan demand. This is 

with a view to proffering policy measures for improved agro-dealership financing for 

effective input distribution under the agricultural transformation agenda in the country.   

                          
 Dinesh  et al (2013) was conducted the study on “Assessing The Training Needs 

Of Agricultural Extension Workers About Organic Farming In The North-Western 

Himalayas” agricultural extension organizations worldwide face challenges of 

professional competence among their employees. Planning, training and management of 

human resources within extension organizations are essential to increase the capabilities 

and overall effectiveness of extension personnel. The study interviewed 144 extension 

worker randomly selected across the study area. This paper examines the training needs 

of agricultural extension workers in the state of Himachal Pradesh, India, regarding 

organic farming. Random sampling was used to select 65 extension personnel of the 

Himachal Pradesh State Department of Agriculture (HPSDA) from within ten districts 

of the state. The data are self reported scores collected with a structured instrument in 

which ten aspects of organic farming were addressed. the results revealed that the 

majority of extension workers reported medium to high training needs in seven specific 

areas: biodynamic farming, home farming, bio-rational pest management techniques, 

biological methods of pest control, bio-fertilizer technology, record 

keeping/certification standards, and grading/packing and marketing of organic produce. 

The majority of extension workers reported low or no training needs in the areas of 

composting/vermin composting, green manuring/green leaf manuring, and crop 

rotations. There was no significant relationship between age, educational qualifications, 

or service experience with identified training needs. To achieve the potential for the 

uptake and successful implementation of organic farming amongst himachal pradesh 

farmers, the training of HPSDA agricultural extension workers could concentrate on 

improving their knowledge in the seven identified areas of organic farming skills. 

 Mirani and Memon(2009) was conducted a study on  ”Farmers’ Assessment Of 

The Farm Advisory Services Of Public And Private Agricultural Extension In 

Hyderabad District, Sindh” the research work was carried out in Hyderabad district of 
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Sindh. It was designed to assess the performance of farm advisory services of 

agricultural extension and pesticide/fertilizer companies. The most important finding of 

the study was the fact that farmers were not receiving new agricultural information from 

agricultural extension as most of the farmers were not visited. This entails the fact that 

farmers are not alone responsible for non-adoption of improved practices. 

Pesticide/fertilizer agents were viewed as effective in transferring messages, however, 

they were limited to their product sales since they have the task to achieve targets rather 

farmers’ development. Agricultural suppliers/ dealers of the pesticide/fertilizer product 

sales were the most influential persons of the area as indicated by the farmers. 

Agricultural supplier/dealer makes all the decisions of the farmers regarding the use of 

pesticide/fertilize and/or seeds and other related inputs/products available in the market. 

Farm visits and result and method demonstration methods of technology transfer were 

perceived as effective methods of technology transfer. Farmers were able to increase the 

yields of their farm produce. According to the researcher the picture says that there is 

yield gap between the potential yield obtained by research scientists and yield obtained 

by the farmers. Farmers were of the opinion that both public and private extension 

should increase their timely visits. Farmers also suggest that they should be encouraged 

to attend seminars and workshops. 

 Gunawardana and  Sharma(2007)carried out a study ” Personal Characteristics 

of Farmers Affecting the Information Seeking Behavior on Improved Agricultural 

Practices in Udaipur District Rajasthan, India”  farmers use may information service 

and channels for seeking agricultural information on improved farm practices. They 

may come across large number of information sources and channels but pursue only few 

of them .the specific objectives of the study war to investigate the preferential 

agricultural information sources and channels of farmers for information seeking. The 

study was carried out in purposively selected Panchayat Samities ,Bhinder And 

Dhariyawad of Udaipur District In Rajasthan .from selected two panchyat samities 

,three villagers from each panchayat samiti were chosen on the basis of maximum area 

under cultivation of their important crops is wheat, maize and gram . A sample of 120 

respondents was drawn randomly and data were collected by personal contact using a 

specially designed questionnaire. Agriculture supervisor and input dealers were the 
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most preferred respondent radio, news paper, and television were the most utilized 

impersonal cosmopolite channels. It is suggested to establish a well equipped 

agriculture information center in the preises of Kisan  Sewa Kandra to provide 

necessary information to tribal non tribal farmers in the area and to arrange media. From 

group to discuss the content of radio/television agricultural programmes which would 

enable effective transfer of new technologies. The results of the study will be used to 

planners, researchers and extension workers as it will enable them to use right method, 

at right time in proper way which will lead to more adoption of improved agricultural 

practices by the ultimate users i.e. various categories of farmers. Personal characteristics 

like type of the family, size of the family and age are not associated with the 

information seeking behavior of farmers on improved farm practices. But personal 

characteristics like level of education, level of extension contacts and size of land 

holding are associated with the information seeking behavior of farmers on improved 

farm practices.  

 

 Parthasarathi Senapati(2008) carried out study on “A Study Of Agricultural 

Inputs Marketing In India” conducted a study on ”a study of agricultural inputs 

marketing in India”  the general objective of the study is to evaluate the marketing 

agricultural inputs in country and to reveal the current structure of agricultural inputs 

marketing system and distribution. Further, the study also focuses on the difficulties and 

challenges faced by farmers, input dealer in the farm inputs and service sector. The 

study employed primary data collected through structured questionnaires from 200 

agro-dealers. Agriculture has been the backbone of the India' economic system. It is the 

main source of economic livelihood for the majority of population of our country .The 

focus of the current agricultural policy of the country is to increase agricultural 

productivity. This will help in alleviating poverty in the country and sustaining 

employment in the sector. Agricultural inputs and related services are the basic 

requirements for agricultural sector. Raising the productivity of the crops, vegetables, 

and livestock depends on the quality farm inputs and services. Agribusiness is expected 

to be booming sector in the next decades. This study is relies on the information and 

data collected from most of farmers and agri-input dealers are experiencing difficulties 

in accessing and supplying the agricultural inputs. The constraint faced by farmers in 
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accessing the farm inputs are mainly due poor distribution system in country. The 

timely availability of farm inputs and service is very much required if we want higher 

agricultural growth and welfare of farming community. The study tries to explore the 

existing marketing distribution network of farm inputs in the country. The paper also 

highlighted the recent changes that are happening in the agri-input marketing. It also 

intends to suggest strategies and recommendations that can help in developing an 

efficient inputs and service farming community. 

 

 Ashutosh et al, (2010) of their research study “Factors Influencing Retailing 

Performance Of Farm Inputs In South 24 Parganas district Of West Bengal” undertaken 

to study the socio-economic and personal traits of the input retailers and to find out the 

relationship between these traits with their retailing performance and there by assessing 

the contribution of such traits to their retailing performance. A survey of 118 farm input 

retailers selected from six blocks of south 24 Parganas district of west Bengal. . The 

outcome of the result revealed that ‘utilization of information source’, ‘agricultural 

training received’, ‘knowledge about general agriculture except plant protection’, 

‘knowledge about plant protection’, ‘retailing ability/skill’, ‘communication skill’, 

‘services provided for agricultural development’, ‘sale promotional activity’, ‘number 

of farmers dealt with’ and  ‘investment in purchasing agricultural inputs’ had positive 

and significant relation with the retailing performance of the  input retailer. The selected 

socio-economic and personal traits showed multi co linearity among themselves for 

which principal component analysis was computed.  Five principal components were 

extracted from thirteen independent variables. Five principal components were extracted 

from thirteen independent variables. The coefficient of multiple determinations (R2) 

indicated that these components could predict 67.8 per cent of the total variance. The f 

values were found to be significant indicating the effectiveness of these variables in 

contributing retailing performance of the farm input retailer, when they function jointly. 

 

 Shoji et al, (2014) conducted a study “Present Status of Agri-clinics and 

Agribusiness Centers Scheme In India: An Analysis” stated  that agriclinics  and 

agribusiness centers scheme is a subsidy based credit linked scheme for setting up agri 

venture by agricultural graduates launched by government of India towards strengthen 
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technology transfer, public extension system and employment generation in rural areas. 

The study focused on the origin, objective, and progress of agri clinics and agribusiness 

centers scheme. In India after completion of more than one decade time from its 

inception. It is an attempt to assess the performance of agri-clinics and agribusiness 

centers scheme on the basis of states wise progress, training institutes wise progress and 

project wise progress. The present study is based on the secondary data collected from 

various journals, research articles, and websites. in the analysis of data, it was found that 

southern states (Maharashtra, Tamil Nadu, Andhra Pradesh And Karnataka) have good 

and encouraging progress of ACABCS scheme comparison then north eastern states 

which have poor performance in the establishment of agriventure and other aspects. The 

government need to special focus on the north eastern states of the country to meet the 

objectives of the agriclinics and agribusiness centers scheme. 

 

 Ogunlade et al,(2012)undertaken a research” Capacity Of Agro-Input Dealers In 

Advisory Service Delivery To Maize Farmers In Kwara State, Nigeria” agro-input 

dealers in advisory service delivery to maize crop farmers in Kwara State, Nigeria. 

Specifically, it examined the personal characteristics of the agro-input dealers, 

determined the extension related activities of the dealers, and investigated the technical 

capacity of input dealers in maize production. This study was carried out in Kwara state, 

because of its prominence in the production of maize in Nigeria. A total of 50 agro-

inputs dealers were sampled from ilorin, omu-aran and off a through snow ball 

technique. The dependent variable for the study was technical capacity of input dealers 

in maize production. They seldom advise farmers on use of equipments. There is a weak 

linkage with extension agents, research institute and credits institutions. They had high 

technical capacity in maize production. The regression model showed that level of 

education, membership, and level of business operation contributed 75% to agro-input 

dealers’ technical capacity. It was concluded that agro-input dealer perform extension 

activities. The study recommended that education and size of agro-input business be 

considered for effective programme development on advisory deliver by agro-input 

dealers. 
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 Mande And Darade(2011) conducted a study” Training Needs Of Farm Input 

Dealers For Transfer Of Agricultural Technology” the  study was conducted to assess 

the training needs of farm input dealers for transfer of agricultural technology in Latur, 

Ahmedpur, Udgir, Nilanga And Ausa Tahsil Of Latur District in Marathwada Region of 

Maharashtra state. From each tahsil 24 farm input dealers were selected randomly for 

the study to comprise the total sample of 120 respondents. The data was collected with 

the help of well constructed and pre-tested interview schedule. Training need of the 

farm input dealers were measured by computing training need score. The training areas 

regarding input categories were divided in to three sub-areas with the help of experts 

from respective field, each input category had nine areas. These areas were rated by the 

respondents on three point rating scale as ‘most needed’ ‘needed’ and ‘not needed’. 

Rating given to the areas by respondents was quantified by score as most needed, 

needed and not needed. Maximum possible score for the training areas regarding each 

of the input categories was 27 and maximum possible score for total three categories 

were 81. The study revealed that majority of the farm input dealers (72.50 per cent) had 

needed training followed by 14.17 per cent had not needed training and 14.17 per cent 

had most needed training. 

 Venkatesh and Nithyashree ( 2014),undertaken a study ” Institutional Changes 

In Delivery Of Agricultural Inputs And Services To Farm Households In India” 

according to the researcher the major institutional changes in agricultural input markets 

and use of inputs across the farming community of the country in the previous decade. 

More specifically, it discusses the three aspects of inputs: trend in major agricultural 

inputs use,  their accessibility to small farmers, and  institutional changes in the delivery 

of input and services. The study has sourced the data from various government reports 

mainly from NSSO, input survey and CACP. A significant growth in input use has been 

recorded in the previous decade and a noticeable change has been observed in the shares 

of public and private sectors in the factor markets. Accessibility to institutional credit 

has been limited for marginal and small farmers; however, chemical fertilizer and 

pesticide use has been found highest among these farmers vis-a-vis other category of 

farmers. About 40 per cent of the farmers have access to information on modern 

technology from any source and progressive farmers have emerged as the major source. 
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Easing procedural norms in accessing institutional credit is essential for inclusion of 

marginal and small farmers in the formal credit system. In addition, extension system 

should be rejuvenated with recent developments of information and communication 

technologies for better dissemination of farm information, particularly among the 

remotely located farm households. 

 Usha Tuteja and Subhash Chandra carried out a  study on 2012 “Impact Of 

Emerging Marketing Channels In Agricultural Marketing Benefits To Producer Seller 

And Marketing Costs And Margins Of Agricultural Commodities In Haryana” 

agriculture contributes around 15 per cent to Gross Domestic Product (GDP) of India 

but its performance is vital for inclusive growth since it provides livelihood security to 

more than 50 per cent of work force. Traditionally, India’s agriculture development has 

been based on protected policy environment, which included controls on market, 

pricing, trade, storage, transport, and quantitative restrictions on foreign trade. 

Objectives of the study: to determine the share of the farmer in the consumer’s rupee in 

an emerging marketing channel vis-a-vis traditional marketing channel;  to compute the 

degree of marketing efficiency and incidence of post harvest losses in emerging 

marketing channel vis-à-vis traditional marketing channel to analyses the market 

practices and services of agencies involved in the emerging marketing channel and 

observe if they are superior to that of traditional channels;  to indicate the constraints 

faced by farmers and different market functionaries in the emerging marketing channel 

as compared to the traditional marketing channel. The methodology adopted for the 

selection of study area, sampling design, data collection and analytical framework used 

in the light of specific objectives of the study is discussed in this section. The study was 

conducted in the state of Haryana. It is based on published and un-published sources of 

secondary and primary data. Finding of the study is that: India has an Agricultural 

Produce Marketing Regulation Act (APMRA) in which every regulated market has a 

market committee where farmers, traders, commission agents, local bodies and the state 

government are represented. Prices are fixed through an open auction in a transparent 

manner in front of an official of the auction committee. The main criticism of regulated 

markets is that they do not reduce long chain of intermediaries between farmer and 
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consumer, which adds to the cost of agricultural commodities to consumers on the one 

hand, and decreases returns for farmers on the other.  

 Agricultural commodities are produced in specific parts of the country 

depending upon topography and climatic conditions, while the demand for the same 

spreads across India. Hence, there is a need to move agricultural produce from specific 

supply centers to various consumption centers in the country in fastest possible way at 

the minimum cost in order to ensure supply of quality produce to consumers at 

affordable price. Under the present system, marketable surplus of one area moves out to 

consumption centers through a network of middlemen and traders and institutional 

agencies. Thus, there exists national level market though there is no national level 

regulation for the same. This has prevented development of an efficient and cost 

effective national market. In order to control price inflation at retail and effective 

control and regulation of the supply chain of sensitive commodities across the state 

boundary is essential. Marketing cost constitutes a major chunk of consumer’s price, 

which needs to be reduced.    

 Etyang et al(2014) conducted the  study on “Exploring Relevance of Agro Input 

Dealers in Disseminating and Communicating of Soil Fertility Management 

Knowledge: The Case of Siaya and Trans Nzoia Counties, Kenya” The study assessed 

the role played by agro-input dealers in disseminating and communicating integrated 

soil fertility management (ISFM) practices and information to smallholder farmers in 

Siaya and Trans Nzoia counties in Kenya, and looked at agro-input dealers’ awareness 

of ISFM practices and communication channels used to access agricultural information. 

Objectives  of the study was to assess the role agro-input dealers play in disseminating 

and communicating the Integrated Soil Fertility Management (ISFM) practices and 

agricultural information in Siaya and Trans Nzoia Counties in Kenya.The study 

involved agro-input dealers as the main respondents. The agro input dealers were drawn 

from the prior participants in the Kenya agro dealers Strengthening Program (KASP) 

projects. The sampling frame consisted of 200 agro-input dealers who had participated 

in the KASP project: 140 agro-input dealers in Trans Nzoia and 144 agro-input dealers 

in Siaya County. The respondents of the study were drawn from the 288 agro-input 

dealers through simple random sampling. A total of 144 agro-input dealers were 
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selected. The finding of the study the level of education of the agro-input dealer plays a 

vital role in the agro input dealer’s awareness of the ISFM technologies. Thee period of 

engagement in agro-input business has an influence on the agro-input dealer’s 

awareness of the ISFM technologies. The communicative channels of communication 

are more effective in accessing and sharing ISFM technologies compared to 

disseminative channels of communication. 
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III.  METHODOLOGY 

   The methodology for the study entitled “Assessment of Extension Service by 

Agricultural Input Agents” is presented under the following: 

A. Selection of the area 

B. Selection of the sample 

C. Selection of the methods and tools 

D. Collection of data and  

E. Analysis and interpretation of the data        

A. Selection of the area 

 The present study is basically designed to analyse and study the Assessment of 

Extension Service by agricultural input. The investigator selected two districts in Tamil 

Nadu, namely Districts are Coimbatore and Erode, in Coimbatore district Coimbatore 

and Erode district, sathayamangalam block was choose for the research.(Figure I) 

B. Selection of the sample 

         A sample is a subset of population units. Sampling is simply the process of 

learning about the population on the basis of a sample drawn from it (Gupta, 2000). 

         Sampling enables us to draw a sample which can be used for making statistical 

inference about population parameters (Hooda,2000). 

         A random sample is one where each items in the universe has an equal chance of 

known opportunity of being selected. According to Harper, a random sample is a 

sample selected in such a way that every item in the population has an equal chance of 

being included (Pillaiet al., 2012). 

 

 The total sample comprising of 40 agricultural input agents.The details of the 

sample selected for study is presented in the table I. 
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LOCATION OF THE STUDY 

FIGURE I 
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TABLE I 

SELECTION OF SAMPLE 

S. No. Name of the District Number  

1 Coimbatore 20 

2 Erode 20 

 

C. Selection of method and tool 

 Survey is a method to take a general and comprehensive view of or appraisal of 

situation and area of study. Interview is the methods of collecting data which involves 

presentation of oral-verbal stimuli and reply in terms of oral-verbal response (Kothari, 

2011). 

 A questionnaire is a device for securing answers to questions by using a form 

which the respondents fill by him. It is a systematic compilation of questions that are 

submitted to a sampling of population from which information is desired (Gupta,2005). 

 
 Data refers to information or fact. It not only refers to numerical figures but also 

includes descriptive facts. The methods of data collection were done through primary 

data. 

 
 A questionnaire is a sheet of paper containing questions relating to contain 

specific aspect, regarding which the researcher collects the data. Because of their 

flexibility the questionnaire methods is by far the most common instrument to collect 

primary data. The questionnaire is given to the respondent to be filled up (Annexure-I).        

                 
Obtaining ethical clearance: 

                The application form explaining the design and the protocols used in the 

research study was subjected to the Institutional Human Ethics Committee of 

Avinashilingam Institute for Home Science and Higher Education fir Women 

University, Coimbatore. The ethical clearance was obtained; the approval number is 

AUW/IHEC/EXT-15-16/XMT-13 (Annexure-II). 
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Figure II 

                     METHODOLOGY AT A GLANCE 
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Tools used for Data collection: 

                The Researcher used questionnaire schedule to collect the data which 

contained socio-economic characteristic of agricultural input agents, detail information 

about agricultural input agents, establishment of input dealer, types of service rendered, 

input purchase details, information about investment, marketing system, stress 

experienced, information about support service, Training details, knowledge on 

computer, benefit receive, knowledge on government scheme and policies, suggestion 

for improvement, details about awards.  

    The bird’s eye view of the methodology was presented in Figure-II 

 

D. Collection of data: 

 Primary data is one which is collected by the investigator himself for the 

purpose of a specific inquires or study. Such data is original in character and is 

generated by individuals or research institution. (Bhattacharyya, 2009) 

 The primary data is the information collected the design for the first time; there 

are several methods in which the data is complied. In this project it was obtained by 

mean of questionnaires was prepared and distributed to the input agents 

 The questionnaire was given in by the investigator to the agricultural input 

agents. The agricultural input agents were oriented on the questionnaire to fill up the 

answers. After filling questionnaires, it was collected and consolidated. 

 

 Primary data was collected from the agricultural input agents by distributing 

Questionnaires and the data was collected from them. Rapport building was established 

between KVK, Agricultural input agents and Joint Director of Agriculture Coimbatore. 

The meeting was organized for agricultural input agents on 28.03.2016 and explained 

the need of the study, distribute the questionnaire and collected required information. In 

Erode district at sathayamangalam block investigator visit three village namely 

Bvanisager,  Kenjanur,  Kothamangalam collected the data. In Sathayamangalam block, 

Erode district data was collected by the researcher for the periods of 1 week 19.02.2016 

to 26.02.2016 along with her friends.((Plate-1)  
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E. Analysis and Interpretation of data: 

 The data after collection has to be processed and analyzed in accordance with 

the outline laid down for the purpose at the time of development of research plan. The 

term analysis refer to the computation of certain measures along with searching for 

patterns of relationship that exist among data groups (Kothari, 2011). 

 
 The collected data was consolidated, analyzed, tabulated, interpretated and 

presented in the chapters IV. 
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IV RESULT AND DISCUSSION 

 The result pertaining to the study entitled “Assessment of Extension Service by 

Agricultural Input Agents” is discussed under following heads: 

 

A. SOCIO-ECONOMIC CHARACTERISTIC OF AGRICULTURAL INPUT 

AGENTS 

B. SERVICE AND MANAGEMENT DETAIL OF AGRICULTURAL INPUT 

AGENTS 

A. SOCIO-ECONOMIC CHARACTERISTIC OF AGRICULTURAL 

INPUT AGENTS 

The table II expresses the socio –economic characteristic of agricultural input agents. 

TABLE II 

SOCIO ECONOMIC CHARACTERISTIC OF AGRICULTURAL INPUT    

AGENTS 

Characteristic Frequency Percentage(N=40) 

Age(year) Below 30 7 18 

30-39 10 25 

40-49  11 27 

50-59  6 15 

Above 60  6 15 

Sex Male 40 100 

Educational 

qualification 

High School 10 3 

Higher secondary 9 22 

Graduate 17 42 

Post graduate 3 8 

Diploma 1 3 
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Marital status Married 37 92 

Unmarried 3 8 

Types of family Nuclear 22 55 

 Joint 18 45 

Family size Up to 2 [Small] 10 25 

3 to 4[Medium] 14 35 

Above 4[large] 16 40 

Area Rural 21 52 

Urban 5 13 

Municipality 3 7 

Corporation 11 27 

Occupation(earlier) Private employee 22 55 

Small shop holder 13 32 

Businessman 5 13 

Income 

Monthly(RS) Less than 20,000 18 45 

20,001 to 30,000 19 47 

30,001 to 40,000 3 8 

Annual(RS) Less than 2,000,00 20 50 

2,000,01 to 3,000,00 12 30 

3,000,01 to 4,000,00 6 15 

Above 4,000,00 2 5 

Land holding 

Types of  land Dry land 13 33 

Wet land 27 67 

Types of farmers Small farmers 23 57 

Medium farmers 16 40 

Large farmers 1 3 

                       Figures in the parentheses indicates percent               
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 The table shows that highest Proportion of study subject were in the age group 

of 40-49(twenty seven), followed by 30-39 years(twenty five percent ) and meagre 

under  50-59years and above 60 years(fifteen percent) 

         Cent percent agricultural input agents was male. 

 Education status of highest proportion of individual was graduate(Forty two 

percent),followed by higher secondary(twenty two percent) and post graduate(eight 

percent). 

 Regarding marital status of agricultural input agents, ninety two percent were 

married. Only eight percent were unmarried. 

 Types of the family: Fifty five percent of agricultural input agents belongs to 

nuclear family, followed by (fifty five percent) joint family . 

 Family size: Forty percent of agricultural input agents were under the category 

of  large family.  

         Fifty two percent of agricultural input agents belonging to rural area. 

        Fifty five percent were private employees and thirty two percent small shop 

holders. 

         Forty seven  percent of agricultural input agents earning Rs 20,000 to 30,001(per 

month) and rest of eighteen percent had income less than Rs 20,000. 

 Fifty percent of the input agents earning  less than Rs 2,000,00 and five percent 

earning  above  Rs 4,000,00(annual income). 

         Sixty seven percent had  wet land, followed by thirty there percent had dry land. 

         Fifty seven percent under of agricultural input agents the category of small 

farmers, followed by (forty percent) medium farmer. 
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a.BANKING INFORMATION 

        The Table III indicates the banking details about agricultural input agents  

TABLE III 

BANKING INFORMATION 

Banking information Frequency Percentage(N=40) 

Account  holder in 

any bank 

Yes 40 100 

Name of the bank Indian bank 8 20 

State Bank of India 16 40 

HDFC 2 5 

Others 4 35 

Account types Deposit 8 20 

Saving 32 80 

Purpose of having 

account 

Business 

transaction 

17 43 

Income tax purpose  2 5 

saving money 17 42 

Getting loan 3 8 

Deposit purpose 1 3 

      *Multiple responses  

 Figures in the parentheses indicates percent                          

 Cent percent of agricultural input agents had bank account, forty percent of them 

having account in state bank.Eighty percent had saving account and forty three percent 

had account for business transaction. 
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B.SERVICE AND MANAGEMENT DETAILS OF AGRICULTURAL 

INPUT AGENTS  

      The service and management details of agricultural input agents are 

discussed under the following heading: 

a. Establishment of input dealership. 

b. Economic motivation. 

c. Types of product and service rendered. 

d. Input purchase details. 

e. Information about investment. 

f. Marketing system 

g. Problem experienced 

h. Stress experienced 

i. Attitude of input agents 

j. Self confident and self reliance  

k. Information about support service 

l. Information on training 

m. Knowledge on computer 

n. Benefit gained 

o. Knowledge on government schemes and policy 

p. Improvement Suggestion 

q. Awards received 
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a.ESTABLISHMENT OF INPUT DEALERS 

       The table IV indicates that details about establishment of input shop.  

TABLE IV 

ESTABLISHMENT OF INPUT DEALERSHIP 

Year of establishment Frequency Percentage(N=40) 

1960-1970 2 5 

1971-1980 9 23 

1981-1990 8 20 

1991-2000 11 27 

2001-2010 5 13 

2011-2016 5 12 

                      Figures in the parentheses indicates percent                                 

 Twenty seven percent of agricultural input agents were established shop in the 

year of 1991 to 2000, whereas only five percent established during the years 1960 to 

1970. This shows that the system was started functioning from 1960-1970 onwards but 

peak period was 1991-2000.  
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b. ECONOMIC MOTIVATION 

The Table V explains about that economic motivation of the agricultural input 

agents. 

TABLE V 

ECONOMIC MOTIVATION 

*

M

u

l

t

i

p

l

e

 

r

e

s

e

s

                 

*Multiple responses  

Figures in the parentheses indicates percent               

     The study reveals that sixty two percent of agricultural input agents agree that 

entrepreneur should try new business ideas which may earn him more money, followed 

by agree that Entrepreneur should produce products that have demand in the market. 

Fifty percent of the agricultural input agents strongly agree that entrepreneur must earn 

his living but the most important thing in life cannot be defined in economic terms.   

Statement 

S
tr
o
n
g
ly
 

a
g
re
e
 

A
g
re
e
 

N
eu
tr
a
l 

An Entrepreneur must work hard towards large 

production and economic profit 

      30 8 10 

A most successful Entrepreneur is one who makes 

the most profit. 

      38 8 7 

An Entrepreneur should try new business ideas 

which may earn him more money  

       5 25 5 

An Entrepreneur should produce products that have 

demand in the market 

       0 0 8 

It is difficult for an Input agent’s child to make a good 

start unless he is provided with an economic assistance 

       3 25 10 

An Entrepreneur must earn his living but the most 

important thing in life cannot be defined in economic 

terms. 

     50 18 2 



44 

 

 

C.TYPES OF PRODUCT AND SERVICE RENDERED 

 The types of product service rendered by the agricultural input agents is 

presented in the table VI.                                                   

TABLE VI 

TYPES OF PRODUCT AND SERVICE RENDERED 

Types of product and service rendered Frequency 
Percentage 

(N=40) 

Types of product Seed 7 18 

Fertilizer 24 60 

Multipurpose 9 22 

Reason to be a 

input agent 

Earning money 20 50 

Solve family problem 11 27 

Others 9 23 

Source van Family 35 87 

Friends 1 3 

Neighbour 3 7 

Educational institution 1 3 

Problem faced 

when getting 

license 

Financial problem 11 57 

Lack of communication 6 15 

Others 23 17 

Types of ownership Own 33 83 

Rented 7 17 

Labour working in 

dealers 

1 9 23 

2 14 35 

Above 3 17 42 

Working hours 4-6 hours 6 15 

7 hours 34 85 

  Figures in the parentheses indicates percent         
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 Sixty percent of agricultural input agents were selling fertilizer. Fifty percent of 

them were doing business for earning money. Whereas eighty seven percent stated that 

source of motivation was a family. Fifty seven percent of them stated that financial is 

the main constraint while getting license. Eighty three percent of agricultural input 

agents running on their own. Whereas forty two percent of them appointed three labours 

in the shop and eighty five percent of agents working 7 hours per day. 

d.DETAILS ABOUT INPUT PURCHASE                          

The input purchase details of the agricultural input agents is given in the table VII. 

TABLE VII 

INPUT PURCHASE DETAILS 

Purchase details Frequency 
Percentage 

(N=40) 

Getting product Local area 34 85 

Near village 6 15 

Purchase place State 10 25 

District 26 65 

Block 4 10 

frequency of 

purchase 

Monthly once 10 25 

Monthly twice 13 32 

Weekly 9 20 

Weekly twice 8 18 

Managing demand 

period 

Direct  visit  to 

customer 

17 43 

Area visit 16 40 

Wholesale market 7 17 

   Figures in the parentheses indicates percent                      

 The data indicate that eighty five percent of agricultural  input agents getting 

product in  local area, whereas sixty five distributing product to another district, thirty 

two percent them purchasing of the product monthly twice, followed by twenty five  
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percent  of them monthly once. Forty three percent of them managing demands period’s 

by direct visiting. 

e.INFORMATION ABOUT INVESTMENT 

         Table VIII indicates the information about  annual investment. 

TABLE VIII            

INFORMATION ABOUT INVESTMENT 

 

Particulars Frequency 
Percentage 

(N=40) 

Amount (Rs) Less than 50,000 11 28 

50,001 to 60,000 10 25 

60,001 to 70,000 4 10 

Above 70,001 15 37 

Source of 

mobilization funds 

Bank 32 80 

Family 7 18 

Friend 1 2 

Types of tax paid Income tax 26 65 

Sale Tax 14 35 

Investment 

source(per month) 

Initial advance 9 23 

Monthly income 9 22 

Maintenance 8 20 

Product 6 15 

Electricity bill 8 20 

*Multiple responses 

Figures in the parentheses indicates percent               

 The table shows that thirty seven percent of agricultural input agents annual 

investment above Rs 70,000. Eighty percent of agricultural input agents  stated that 

source of mobilization of funds was  from bank, sixty five percent of them used to paid  

income tax and twenty three percent investing money (per month)for initial advance. 
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f.INFORMATION ABOUT MARKETING SYSTEM 

             The Table IX depicts the marketing system of the agricultural input agents. 

TABLE IX 

MARKETING SYSTEM 

Marketing details Frequency 
Percentage 

(N=40) 

Marketing types Wholesale 25 62 

Retail 15 38 

Types of owner ship Sole 35 87 

Partnership 5 13 

Marketing strategy used E-mail 3 7 

Advertisement 3 8 

Distribution of notice 2 5 

Customers 32 80 

 *Multiple responses      

Figures in the parentheses indicates percent                    

 
 Sixty two percent of agricultural input agents doing wholesale marketing, 

followed by retail marketing(thirty eight percent). Eighty seven percent of the 

agricultural input agents had sole type’s ownership , whereas eighty percent of them 

using customers as a marketing strategy . 
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g. PROBLEM EXPERIENCED 

The table X explain the  problem experienced by agricultural input agents. 

 

TABLE X 

PROBLEM EXPERIENCED 

Problem faced Frequency 
Percentage 

(N=40) 

Problem faced Yes 40 100 

Types of problem Occupational problem 6 15 

Financial problem 18 45 

Lack of Customers problem 5 12 

Less sales 4 10 

Lack to Transport facility 5 13 

Lack of communication 2 5 

Managing time 

while no 

customers 

Watching  TV 15 37 

Studied news paper 20 50 

Talking with friends 5 13 

Figures in the parentheses indicates percent               

          Cent percent of agricultural input agents experienced problem. Forty five percent 

of them faced financial problem whereas five percent due to lack of communication. 

Fifty percent managing their time by reading news paper, whereas thirteen percent of 

them interacting with friends. 
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h.DETAIL ABOUT STRESS EXPERIENCED 

The stress experienced by agricultural input agents is given in the table XI 

TABLE XI 

STRESS EXPERIENCED 

Stress experienced Frequency 
Percentage 

(N=40) 

Stress 

experience 

Yes 30 75 

No 10 25 

Types of stress Occupational stress 19 47 

Family stress 10 25 

Financial stress 6 15 

Customers stress 5 13 

Managing 

stress from 

work 

Doing Yoga and meditation 6 15 

Watching TV and movies 17 43 

Listening Music 13 32 

Others 4 40 

  *Multiple responses      

Figures in the parentheses indicates percent                    

 Seventy five percent were facing stress. Forty percent of them facing 

occupational stress, whereas thirteen percent agricultural input agents facing stress 

because of customers. Forty three percent agricultural input agents managing their stress 

through doing yoga and meditation and thirty three percent by watching TV.        
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                        i.ATTITUDE OF AGRICULTURAL INPUT AGENTS                         

            The Table XII explain about attitude of the agricultural input agents. 

TABLE XII 

ATTITUDE OF INPUT AGENTS 

                          Statement 

 

S
tr
o
n
g
l

y
 a
g
re
e
 

A
g
re
e
 

N
eu
tr
a
l 

I have capacity to control my input dealers 63 15 - 

I use to talk with my customers 25 30 - 

I have ability to give good response for  the 

customers 

50 20 - 

I have good manners 25 30 - 

My workers listen to my advice 50 15 5 

Workers like me very much 5 20 10 

Sometimes I feel bad 75 5 5 

Sometimes I feel bored 50 15 5 

I am a  good decision maker 30 18 10 

I feel I have to develop my input dealers 38 20 5 

I am not satisfied with my works 13 5 30 

I am satisfied with my work 8 22 9 

  *Multiple responses 

Figures in the parentheses indicates percent               

 The table indicates that seventy five percent of agricultural input agents agree 

that they used to talk with customers, followed by agree that they have good manner and   

strongly agree that they feel bad sometime’s. Twelve percent input agents agree that 

they are not satisfied with their works. Twelve percent input agents neutral that they feel 

they have to develop their input dealers.  
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j. INFORMATION ABOUT SELF CONFIDENCE AND SELF 

RELIANCE 

Self confidence and self reliance of the agricultural input agents is presented in 

table XIII 

TABLE XIII 

SELF CONFIDENCE AND SELF RELIANCE 

 

  Statements 

N
eu
tr
a
l 

S
tr
o
n
g
ly
 

a
g
re
e
 

A
g
re
e
 

S
tr
o
n
g
ly
 

D
is
  

A
g
re
e
 

D
is
 a
g
re
e
 

I feel no obstacle can stop me from achieving 

final goals 

5 20 - - 15 

I am generally confident in whatever I do  11 25 - - 4 

I am bothered by the feeling that I cannot 

compete with others 

10 20 - - 0 

I am interested to do things at my own initiative 25 5 - - - 

I usually work out things by myself rather than 

getting someone’s help 

3 22 5 - 10 

I get discouraged easily 2 12 8 10 8 

Life is a struggle for me most of the time  14 6 - - 20 

I see myself worrying about something or others - 5 - 15 0 

The future prosperity of my family depends 

upon my income alone  

20 20 - - - 

The future prosperity of my family depends 

upon my income help rendered by my wife 

15 5 - - 10 

The future prosperity depends to certain extent 

on the help rendered by my chilren also 

20 20 - - - 

        *Multiple responses 

     Figures in the parentheses indicates percent               
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             The data shows that sixty three percent of agricultural input agents strongly 

agree that they interested to do things on their own initiative and Sixty two percent 

agree that they are generally confident with whatever they are doing. Only five percent 

input agents strongly agree that discouraged easily. 

 

k.INFORMATION ABOUT SUPPORT SERVICE 

The Information about support service received by agricultural input agents 

shown in the table XIV. 

TABLE XIV 

INFORMATION ABOUT SUPPORT SERVICE 

Support service Frequency Percentage(N=40) 

Support from Government 32 80 

NGOs 2 5 

Research centres 2 5 

Education Institution 4 10 

Types of support Loan 3 58 

Subsidy 4 10 

Training programme 11 27 

Awareness programme 2 5 

   *Multiple responses          

Figures in the parentheses indicates percent                  

 The data indicates that eighty percent of agricultural input agents getting support 

from Government, whereas ten percent of them getting support from educational 

institution.. Fifty eight percent getting loan from government. Only half of them getting 

loan  as a support service. 
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l. INFORMATION ON TRAINING 

The Training attended by agricultural input agents is depicts in the table XV. 

TABLE XV 

INFORMATION ON TRAINING  

Training information Frequency Percentage(N=40) 

Training attained Yes 3 8 

No 37 92 

Types of training Fertilizer related training 1 3 

Periodical  way’s training 1 2 

Seed related training 1 3 

   Figures in the parentheses indicates percent                   

                Eight percent agricultural input agents stated that they attained training, 

whereas a majority (ninety two percent) of them not attained any training programme. 

Only three percent agricultural input agents attained training about fertilizer related, 

periodical training and seeds related training. 
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m. KNOWLEDGE ON COMPUTER SKILL 

The Table XVI explain the knowledge on computer skill of the agricultural input agents. 

TABLE XVI 

KNOWLEDGE ON COMPUTER 

 

Computer knowledge and skill Frequency 
Percentage 

(N=40) 

Operatin computer Yes 31 72 

No 9 23 

Training attainded Tally 23 58 

DCA 11 27 

PGDCA 6 15 

Using computer browsing Yes 28 70 

No 12 30 

Purpose of utilisation Online banking 12 30 

Online shopping 4 10 

Marketing 4 10 

Preparation of bill 1 3 

Using apps 7 17 

Knowledge about ICT Yes 36 90 

No 4 10 

ICT used Mobile 38 95 

Radio 2 5 

*Multiple responses   

Figures in the parentheses indicates percent               

 The table indicates that seventy two percent of agricultural input agents able to 

operate computer,whereas twenty percent don’t know how to operate computer.Fifty 

percent attained  tally training. Seventy two percent stated that  they were using  

computer for  browsing and the purpose of using computer for online banking(thirty 
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percent).Ninety percent stated that  they had knowledge about ICT,whereas ninety five 

percent   using mobile as a ICT.  

                   n. BENEFIT GAINED 

The Table XVII explain about the benefits gained by the agricultural input 

agents. 

TABLE XVII 

BENEFIT GAINED 

                              Benefits Frequency Percentage (N=40) 

Getting benefit 

through work 

Yes 39 97 

No 1 3 

Types of benefit Financial 32 80 

Development of  personal 

relationship 

6 15 

Investment and innovation 1 3 

*   Multiple responses     

Figures in the parentheses indicates percent               

 The table shows that ninety seven percent of agricultural input agents benefited 

through their works, because of input agents eighty  percent had financial benefited 

followed by development of  personal relationship(fifteen percent). 
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o.KNOWLEDGE ON GOVERNMENT SCHEMES AND POLICY 

  The knowledge on Government schemes and policy of the agricultural input 

agents is given in table XVIII. 

                                                                TABLE XVIII 

                             KNOWLEDGE ON GOVERNMENT SCHEMES AND POLICY 

                                 Details  Frequency Percentage 

(N=40) 

Knowledge on 

government scheme and 

policy 

Yes 5 13 

No 35 87 

Name of the schemes and 

policy 

All agriculture and input 

related schemes 

3 8 

Licenses and agri scheme 2 5 

Getting opportunity from 

government 

Yes 5 13 

Types of opportunity Financial 3 8 

Training 5 

Figures in the parentheses indicates percent               

 Eighty seven percent stated that they were not aware of government schemes 

and polices, a meager percent (eight) stated the name of the schemes and policies. Five 

percent of agricultural input agents had attended training programme organised by 

government.  
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  p. SUGGESTION FOR IMPROVEMENT        

 Suggestion for improvement stated by the agricultural input agents is presented 

the table XIX                                                                          

TABLE XIX 

SUGGESTION FOR IMPROVEMENT 

Suggestion Frequency Percentage 

(N=40) 

Government should provide loans 20 50 

Government should provide free tablet 5 13 

Government should conduct more training 

programme  

8 20 

Government should provide marketing complex with 

less rent 

5 12 

Government should provide subsidy for all input 

agents 

2 5 

 Figures in the parentheses indicates percent                                    

 Fifty percent of agricultural input agents stated that government should provide 

loans to improve their business and followed by government should provide subsidy for 

all agricultural input (five percent). 
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q. AWARDS RECEIVED BY THE AGRICULTURAL INPUT AGENTS  

 The Table-XX depicts the details about the awards received by the agricultural 

input agents.                                                

TABLE XX 

                                                         AWARDS RECEIVED 

Particular Frequency Percentage 

(N=40) 

Received awards  Yes 6 15 

No 34 85 

Name of the 

award 

Award by Central Govt(Govt of 

India)Industrial performance 

award in 2001-2012 

1 3 

Sakthi fertilizers corporation 15
th
 

Anniversary Excellence 

award(2013) 

1 2 

Baired Crop Science(2005) 2 5 

Rich phytocare private limited 1 3 

Past 10 years  No 1 Agro 

chemicals Distribution in Tamil 

Nadu(Seeds and chemicals) 

1 2 

                         Figures in the parentheses indicates percent               

           It is clear from the table that only fifteen percent of agricultural input agents was 

received award. Five percent input agents stated the name of the awards is Baired crop 

science awards (2005).  
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V. SUMMARY AND CONCLUSION 

 

 Extension service in agriculture is indispensable and it offers more than just 

expert assistance in improvement of production and processing it also enables flow of 

information and transfer of knowledge and scientific finding of practice. 

 Agro-input dealers play a key role in agriculture and thus their absence affects 

farmers’ access to quality seeds, fertilizers and crop protection products, which 

invariable affects productivity. 

 The study entitled “Assessment of Extension service by Agricultural input 

agents “was undertaken with main objectives are,to: Know the profile of agricultural 

input agents ,Assess the service rendered by the agricultural input agents and identify 

the challenges and constraint experience by agricultural input agents. Forty agricultural 

input agents were selected from Coimbatore and Erode district of Tamil Nadu. 

 Questionnaire was used as a tool to elicit information on socio economic 

characteristic of agricultural input agents and details information about agricultural 

input agents.  

Findings are given below: 

 Highest Proportion of study subject was in the age group of 40-49(twenty 

seven).Cent percent  agricultural input agents was male. Education status of 

highest proportion of individual was  graduate (Forty two percent), Fifty five 

percent of agricultural input agents belongs to nuclear family, forty percent of 

agricultural input agents have large family. Fifty two percent of  agricultural 

input agents belongs to rural area. Whereas earlier occupation fifty five percent 

were private employees. Seven percent of agricultural input agents earning Rs 

20,000 to 30,001 as monthly, annual income, fifty percent of the input agents 

earning less than Rs 2,000,00 as annual. Sixty seven percent had wet land, Fifty 

seven percent under the category  of small farmers. 
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 Cent percent of agricultural input agents had bank account, forty percent of them 

having  account in state bank .Eighty percent  had saving account and forty three 

percent  having account for business transaction 

 

 Twenty seven percent of agricultural input agent were establish shop in the year 

of 1991 to 2000. 

 
 Sixty two percent agricultural input agents agree that entrepreneur should try 

new business  ideas which may earn him more money.  

 

 Sixty percent of agricultural input agents were selling fertilizer. Fifty percent of 

them were doing business for earning money. Whereas eighty seven percent 

stated that source of  motivation was a family .Fifty seven percent of them 

stated that financial is the main constraint  while getting license. Eighty three 

percent of agricultural input agents running on their own.  Whereas forty two 

percent of them appointed three labours in the shop and eighty five percent 

 of agents working 7 hours per day. 

 
 Eighty five  percent agricultural  input agents getting product in  local area, 

whereas sixty five  distributing product to another district, thirty two percent 

of them purchase of the product monthly twice.Forty three percent of them 

managing demands period’s direct visit to their customers. 

 
 Thirty seven percent agricultural input agents annual investment above Rs 

70,000. Eighty percent of agricultural input agents  stated that source of 

mobilization of funds was  from bank, sixty five percent of them used to paid  

income tax and twenty three percent investing money (per month)for initial 

advance. 

 
 Sixty two percent agricultural input agents doing wholesale marketing, followed 

by retail marketing(thirty eight percent). Eighty seven percent of the agricultural 

input agents had sole  type’s owner ship , whereas eighty percent of them 

usingcustomers as a marketing strategy . 
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 Cent percent of agricultural input agents faced experienced. Forty five percent of 

them faced  financial problem whereas five percent due to lack of 

communication. Fifty percent managing their time by reading news paper, 

whereas thirteen percent of them interacting with friends.      

 
 Seventy five percent were facing stress. Forty percent of them facing 

occupational stress,  whereas thirteen percent agricultural input agents facing 

stress because of no customers. Forty three percent agricultural input agents 

managing their stress through doing yoga and meditation  and thirty three 

percent by watching TV.        

 
 Seventy five percent of agricultural input agents agree that they used to talk with 

customers.Twelve percent input agents agree that they are not satisfied with their 

works. Twelve percent input agents neutral that they feel they have to develop 

their input dealers.            

 
 Sixty three percent of agricultural input agents strongly agree that they interested 

to do thing on  their initiative and Sixty two percent agree that they are generally 

confident with whatever they  are doing. Only five percent input agents strongly 

agree that discouraged easily. 

 
 Eighty percent of agricultural input agents getting support from Government, 

whereas ten percent of them getting support from educational institution. Fifty 

eight percent getting loan from government. Only half of getting loan as a 

support service. 

 
 Eight percent agricultural input agents stated that they attained training 

regarding to input agents, whereas majority (ninety two percent) of them not 

attained any training programme. Only three percent agricultural input agents 

attained training related to fertilizer, periodical training and seeds related 

training. 
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 Seventy two percent agricultural input agents able to operate computer, whereas 

twenty percent don’t know how to operate computer. Fifty percent attained tally 

training. Seventy two percent stated that  they were using  computer for  

browsing and the purpose of using computer for online banking(thirty 

percent).Ninety percent stated that they had knowledge about ICT,  whereas 

ninety five percent   using mobile as a ICT.  

 

 Ninety seven percent of agricultural input agents getting benefit through their 

works. 

 

 Eighty seven percent stated that they were not aware of government schemes 

and polices; a  meager percent (eight) stated the name of the schemes and 

policies. Five percent of agricultural input agents had attended training 

programme organised by government.  

 

  Fifty percent of agricultural input agents stated that government should provide 

loans for them to improve their business and followed by government should 

provide subsidy for all input (five percent). 

 

 Only fifteen percent agricultural input agents was received awards . Five percent 

input agents stated the name of the awards Baired crop science awards (2005).   

 

 

 

 

 

 

 

 

 

 

 



63 

 

CONCLUSION 

 India is a developing country. Agricultural sector contributes significantly to 

sustainable economic development of the country.Extension services may be loosely 

defined as including all activities involved in the exchange of information relevant to 

agricultural and livestock production, processing and marketing. the word "extension" 

has been criticized as inherently emphasizing the"top-down"dissemination of 

information while ignoring other types of information flow between farmers, extension 

and research  particularly activities that involve farmers as equal partners in the process. 

Agro-input dealers are sellers of agricultural inputs that include seeds, fertilizer, crop 

protection chemicals, farm equipment and machines, veterinary products and animal 

feeds. Agro-input dealers play a major role in ensuring that farmers access some of the 

important agricultural inputs required to improve agricultural productivity in their 

respective farms.They purchase their product from another district. All of the 

agricultural input agents were educated but they have to improve their communication 

skill in order to increase their productivity. Input agents have knowledge about their 

input dealers. But lack of training programme and information about government 

scheme and policy is a negative point of the agricultural input agents. The agricultural 

input agents spends most of the time for working in shop even though they find  time to 

relax them self from stress by doing yoga and meditation and by listening music. Most 

of the them gained benefit as an input agents. Agricultural input agents are giving better 

extension service to people because they them self belongs to rural area. Only few of the 

agricultural input agent gained awards regarding to their work. They have to do struggle 

for improve their work activity as well as skill development, for that government, 

NGOs, Educational institution should help agricultural input agents.  
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 RECOMMENDATION: 

� Agricultural institution should provide trainings on personality development of 

agricultural input agents along with computer skills. 

 
�  Government should launch schemes and policy for improving the status of 

agricultural input agents. 

 
� NGOs can also forward helping hands towards agricultural input agents in order 

to aware them about developed agricultural technology.  
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ANNEXURE - I 

Avinashilingam Institute of home science and higher education for women 

Coimbatore -641043 

Questionnaire to elicit information on Assessment of Extension service by  

Agricultural input agents 

 

(I)Socio-Economic Background of the Respondent 

Name 

:…………………………………………………………………………………………… 

Address:…………………………………………………………………………………………

……………………………… 

Phone No:…………………………………………………………………………………….. 

E-mail id:……………………………………………………………………………………….. 

Characteristics                              Tick it below(√) 

 Age         Below 30 years  

30-39 years  

40-49 years  

50-59 years  

Above 60 years  

Sex Male  

Female  

High School  

Higher secondary  

Graduate  

Post graduate  

Diploma  

Marital status Married  



 

Unmarried  

Widow  

Type of family Nuclear  

 Joint  

Family size Up to 2 [Small]  

3 to 4[Medium]  

Above 4[large]  

Area Rural  

Urban  

Municipality  

Corporation  

Occupation(earlier) Private employee  

Small shop holder  

Businessman  

Labor  

Income   

Monthly 

 

Less than 20,000  

20,000 to 30,000  

30,000 to 40,000  

40,000 to 50,000  

Annual Less than 20,000,00  

20,000,00 to 30,000,00  

30,000,00 to 40,000,00  

Above 40,000,00  

Land holding   

Type of  land Dry land  

Wet land  

Type of farmer Small farmer  

Medium farmer  

Large farmer  



 

 

 

(II)Family Background: 

Name Age Relationship 

with the 

family 

Education Occupation Monthly 

income 

      

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

(III)Information about Banking: 

 a. Are you an account holder in any bank: Yes                    No  

 

b. If Yes, Mention the name of the bank: 

                                                                     

………………………………………………………………………. 

                                                                   

………………………………………………………………………… 

                                                                   

……………………………………………………………………….. 

c. Type of Account: 

                           I) Deposit 

                           ii) Saving 

d. Purpose of accounting: 

I) Business Transaction    

 

ii) Income tax purpose 

 

iii) Saving money 

 

iv) Getting loan 

 

v) Deposit purpose            

 



 

(IV) Economic Motivation: 

   Please state the degree of your agreement or disagreement with each of the following 

statements, which I am reading to you. 

Statements A SA DA SDA N 

An Entrepreneur must work hard towards 

large production and economic profit 

     

A most successful Entrepreneur is one who 

makes the most profit. 

     

An Entrepreneur should try new business ideas 

which may earn him more money  

     

An Entrepreneur should produce products that 

have demand in the market 

     

It is difficult for an Input agent’s child to make a 

goodstart unless he is provided with an 

economic assistance  

     

An Entrepreneur must earn his living but the 

most important thing in life cannot be defined 

in economic terms. 

     

      *SA: Strongly Agree, A: Agree, DA: Disagree, SDA: Strongly Disagree, N: Neutral  

V)Detail about input service: 

 Year of establishment  

Year of registration  

Are you having license for your 

shop 

Yes  

No  

Problems faced while getting 

license 

Financial problems  

Lack of communication  

Others, Specify  

Whether the license is 

renewable 

Yes  

No  



 

Year of getting license  

Shop size Own  

Rented  

Labor working in your shop 1  

2  

Above 3  

First Investment (Rs) 

  

Less than 50,000  

50,000 to 60,000  

60,000 to 70,000  

70,000 to 1,000,00  

How long do you work(per day) 3 hours  

4-6 hours  

7-12 hours  

 

(VI)Information about services: 

Types of product   

 Seeds  

Equipment  

Fertilizer  

Multipurpose  

Reason  Earning money  

Solve family problem  

Other   

Motivational factors Desire to be independent  

Will to do something of my own  

Self motivation  

Family Business  

Dissatisfaction with the earlier 

job 

 



 

Source of motivation Family  

Friends  

Neighbor  

Relatives  

Newspaper    

Television  

Educational  institutions  

NGOs  

 

(VII) Purchase Details: 

Getting product Local area  

Near village  

Where do you purchase 

input 

State  

District  

Block  

Village  

Frequency of the purchase Monthly once  

Monthly twice  

Weekly  

Weekly Twice  

How do you manage your 

demand periods 

Direct visit to customer  

 Area visit  

Wholesale market  

(VIII)Information about Investment: 

Amount of Investment(Rs) Less than 50,000  

50,001 to 60,000  

60,001 to 70,000  

Above 70,001  

Source of mobilization of Bank  



 

funds Family  

Friends  

Types of tax paid Income tax  

Sale tax  

Investment source(Per 

month) 

Initial advance  

Monthly rent  

Maintenance  

Product  

Electricity bill  

Workers  

Transportation  

Marketing advertisement  

 

(IX)Information about marketing system: 

Marketing channels by 

input agents 

Wholesaler  

Retailers  

Type of owner ship Sole  

Partnership  

Marketing strategy used E-mail  

Advertisement  

Distribution of notice  

Customers  

 

(X)Problem faced by the input agents: 

Problems  Financial Problem  

Lack of customers  

Less sales  

Lack of technological  



 

advancement 

Lack of transport facility  

Lack of communication  

How do you manage 

your time when there 

is no customer 

Watching  TV  

Read newspaper  

Talking with friends  

 

(XI)Stress level faced: 

Are you facing any stress 

during your working hours 

Yes  

No  

If, Yes what type of stress Occupational stress  

Family stress  

Financial stress  

Customers stress  

Whether you interact with 

your customers 

Yes  

No  

Are you facing any problems 

in your launch time 

Yes  

No  

How do you manage the 

stress from your work 

Yoga and meditation  

TV and movies  

Music  

Other  

 

 

 

 

 

 

 



 

(XII)Attitude scales of input agents: 

Please indicate your agreement or disagreement to the following statement. 

                                   

        Statement      

SA A DA SDA N 

I have capacity to control my input 

dealers 

     

I use to talk with my customers      

I have ability to give good response for  

the customers 

     

I have good manners      

My workers listen to my advice      

Workers like me very much      

Sometimes I feel bad      

Sometimes I feel bored      

I am a  good decision maker      

I feel I have to develop my input dealers      

I am not satisfied with my works      

I am satisfied with my work      

 

(XIII)Support service: 

Support from Government  

NGOs  

Research centers  

Educational Institutions  

Types of support Loan  

Subsidy  

Training program   

Awareness program   

(XIV)Types of training attended: 



 

Types of training Duration Year 

   

   

   

   

(XV)Information about Computer knowledge: 

Do you know to operate 

computer? 

Yes  

No  

If, Yes what type of 

training did you undergo 

for learning computer 

Tally  

DCA  

PGDCA  

Do you browse Yes  

No  

If, Yes why Online banking  

Online shopping  

Marketing  

Preparation of bills  

Paying tax  

Paying electricity bills  

Using apps  

Are you aware of ICT Yes  

No  

If, Yes mention this are Mobile  

Television  

Radio  

Network system  

Skill camera  

Video camera  

 

 



 

(XVI) Self Confidence and self reliance: 

Please indicate your agreement or disagreement to the following statement. 

Statements A SA DA SDA N 

I feel no obstacle can stop me from 

achieving final goals 

     

I am generally confident in whatever 

I do  

     

I am bothered by the feeling that I 

cannot compete with others 

     

I am interested to do things at my 

own initiative 

     

I usually work out things by myself 

rather than getting someone’s help 

     

I get discouraged easily      

Life is a struggle for me most of the 

time I seemyself worrying about 

something or others 

     

The future prosperity of my family 

depends upon my income alone

  

     

The future prosperity of my family 

depends upon the help rendered by 

my wife 

     

The future prosperity depends to 

certain extent on the help rendered 

by my children also 

     

 

 

 



 

(XVII)Benefit received: 

  Are you getting any benefit 

through your work 

Yes  

No  

If , Yes what types of benefit Financial   

Development in personal 

Relationships 

 

Inventiveness and innovation  

Low overheads  

 

(XVIII)Knowledge on government Schemes and policy: 

a) Are you aware about any government policy?   Yes                 No 

b) If, yes List out the name of the  schemes and policy: 

i) 

ii) 

iii) 

c) Are you getting any Opportunity from government scheme and policy?   Yes             

                    No 

d) If, Yes what types of opportunity: 

      i) Financial opportunity 

      ii) Training opportunity 

      iii) Any others, Specify……………………………….. 

  



 

  (XIX)Suggestion for improvement: 

     Statement Yes No 
Government should provide loans   

Government should provide free tablet   

Government should give training program for 

improvement of input agents 

  

Government should provide marketing complex 

with less rent 

  

 

(XX)Did you receive any award regarding your contribution as an input agent?  

                                                                                                      Yes              No 

(XXI) If, Yes mention the name of the awards and year of receiving : 

…………………………………………………………………………………………………

………………………………………………………………………………………………… 
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