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Foreword

The Mango, the most important tropical and subtropical 
fruit of the world, is called as the king of fruits on account 
of its nutritive value, taste, attractive fragrance and health 
promoting qualities. Presently, besides India, mango is 
cultivated world over especially, in the South and South- 
East Asian countries, African countries, tropical Australia 
and the USA. Mango is also grown in Venezuela, Mexico, 
Brazil, West Indies Island and Cambodia.

Mango is well adapted to tropical and sub tropical 
climates. The ideal temperature for mango ranged from 
24° to 30° C during the growing season, along with high 
humidity. A rainfall ranging from 890 to 1,015 mm in a 
year is considered to be ideal for growing mangoes. A 
100 gram of edible portion of the mango contains about 
1990 ug of beta-carotene (vitamin A), which is much higher 
than in other fruits. Mangoes, both ripe and unripe, are 
very good a source of vitamin C. About 16 mg of vitamin 
C is present in 100 gram of mango. Both vitamin A and 
C are anti oxidants and help to prevent free radical injury 
and thus reduce the risk of certain concerns.
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India ranks first among World's mango producing 
countries accounting for 52.6 per cent of world's mango 
production. It is grown over an area of 1.2 million hectares 
in the country producing 11.0 million tones. It constitutes
22.1 per cent of total area under fruit crops (5.6 million 
hectares) and 22.9 per cent of total production of fruits 
(47.9 million tons) in the country. Uttar Pradesh, Gujarat, 
Andhra Pradesh, Maharashtra, Bihar, Karnataka, Tamil 
Nadu, and Punjab are major mango producing states.

The present report on Mango is a compilation oi three 
state reports namely Andhra Pradesh, Maharashtra and 
West Bengal. The commodity study on Mango was 
undertaken in three states by the respective Regional 
Officers and data was collected from a total of 186 samples. 
Of which Andhra Pradesh had 75 samples (40.33%) 
followed by Maharashtra (31.72%) and West Bengal (27.95 
%). Category wise the study covered 92 Mango growers 
(49.47%), 33 Mango processors (17.75%), 29 Traders/ 
Exporters (15.59%), 7 banks (3.76%), 10 Nursery owners 
(5.37%) and 15 others (8.06%).

The present report devotes India's position in global 
mango, analyzes the growth patterns in area, production 
and productivity of mango in selected states vis-a-vis 
India, discusses the cultivation and cultural practices of 
mango, examines marketing of mango, price spread, 
methods of mango processing etc. Economics of mango 
orchards /processing units, export performance of mango 
and mango based products, and post-harvest management 
practices of mango along with constraints and policy 
prescriptions have been covered in the report. Besides 
tabular forms, graphical presentations, and percentages 
etc, the field data was analyzed with reference to various 
profitability ratios, discounted cash flow techniques, 
marketing efficiency, (consumer Price-Producers' Farm 
Gate Price) and export competitiveness. The Reference 
Year of the Study was 2005-06.
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Mango accounts for more than one third of total area 
under fruit crops and about 20 per cent of total fruit 
production in 2008-09. It is commercially grown in about 
83 countries in the world. The total world production 
during 2010 was estimated at 34,750 thousand MT where 
India enjoys the top slot (13, 05, 6.22 thousand metric 
ton) followed by China (4,657.42 thousand MT), Thailand 
(2,222 thousand MT), Mexico (1,925.15 thousand MT). 
When compared to world average (7,202 kg per hectare), 
India's productivity (7,065 kg per hectare). Brazil ranks 
first in productivity (1, 2394 kg per hectare) which is 
well ahead of world average (7,202 kg /ha).

Mango reaches to the consum ers through four 
channels, i.e, (i) Growers to Pre- Harvest Contractors 
(PHC), (ii) Grower to UP Country Traders (UCT), (iii) 
Grower to Village Trader/ Commission Agent (VT/CA) 
and (iv) Grower to Mango Processing Units (MPUs). 
However, it is very difficult to come out with a clear cut 
demarcation of channels as some PHCs also act as CAs, 
some CAs act as traders. They themselves also act as 
local wholesalers. The study observed that channel 1 
constituted 55 per cent of total arrivals followed by 25 
per cent by channel 2, 10 per cent by channel 3 and 7 
per cent by channel 4. The UCTs obtain supply prospects 
of mango from the village and supply to the terminal 
markets. UCTs acting as traders, also determine prices 
at the village level and at the terminal markets. Mango 
growers' mostly small and marginal farmers are unaware 
of the final price of their produce, which they sell to the 
traders. Farmers feel cheated as traders garner higher 
margin. The commission agents (CAs) are the most 
important link in the marketing of mango controlling 
about two-thirds of the total markets. These CAs also 
act as grower cum trader and facilitate the trade between 
the mango grower and UCTs.

The study revealed that the purchasers normally pay
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Rs. 60 for loading/ unloading/grading of mangoes to CAs. 
They are required to pay 1 per cent of the turn over as 
market fee to the AMC and 4 per cent of the turnover as 
commission to the CAs. The CA collects the market fee 
from purchasers on behalf of the AMC. For this purpose 
the AMC provides receipts to the CAs. CAs, who is also 
traders, avail Secured Over Draft (SOD) from banks and 
u tilize the same in lending to mango farmers for 
consumption/ production purpose {@24 per cent interest 
per annum}.The amount of advance is decided on several 
factors such as areas under mango, expected production, 
past track record of the mango supply to the CAs etc. 
After harvest of mangoes, farmers sell mangoes to the 
CAs and 10 per cent of the sale proceeds as commission 
charges.

Producer's share in the consumer price is high when 
the marketing efficiency is high. Producers' share in 
consumers' price in channel 1 stood at 28.80 per cent, 
while it was 34.74 per cent in channel 2 and 33.59 per 
cent in channel 3. Channels 4 and 5 accounted for 44.05 
and 100 per cent respectively.

Due to the presence of Commission Agents (CA) and 
Whole sellers (WSs,) and* retailers, the cost of production 
get multiplied and the burden is ultimately borne by the 
consumer, in the form of higher prices. This increased 
expenditure on the items of marketing and reduced 
producer's share in consumer's price. The per cent share 
of expenditure in the price of 1 kg of mango paid by the 
consumer is 26.17. About 9.83 per cent goes towards cost 
of packing, 10.43 per cent towards transportation and 
13.57 towards commission and hamali charges, thus 
leaving 40 per cent of the consumer price towards share 
of the farmers. It is entirely the producer's surplus as 
the cost of production is already taken into account. The 
percentage spread being 20, marketing efficiency is low. 
The marketing efficiency can be increased by reducing
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the interference on the commission agents, thereby 
lowering the intermediate cost. The commission agents 
and traders charge commission for marketing the produce. 
There is no standard procedure for charging commission. 
However, in APMC markets, there are approved rate for 
charging commission by agents. Farmers were spending 
about Rs. 3, on an average, for marketing one peti of 
Kesar mango in Aurangabad Market

Average yield of Alphonso mango in Sindhudurg was
4.5 MT/ ha, Maharashtra, which was higher than Kesar 
mango at Aurangabad (3.46 Mt/ha.) to during 6 to 14 
years. However, the stabilized yield of Alphanso mango 
during 15 to 35 years was lower at 4.73 MT/ha as against 
Kesar mango 4 .88 MT/ ha. The annual net income earned 
per hectare was higher (Rs. 55,024 /ha) in Alphanso mango 
than Kesar mango (Rs. 44,773/ha) during tender age. 
During adult period kesar mango earned higher net 
income at Rs. 67,993/ha compared to Alphanso mango 
(Rs. 53.698/ha).

Net income accrued by Fazli variety of mango in 
Malda district, West Bengal was Rs. 2,96, 000 per hectare 
followed by Langra at Rs. 2,81,500, Himsagar at Rs. 
1,87,500 and Lasxmanbhog (Rs. 1,20,000/ha).

The discounted cash flow statement showed that the 
internal rate of return (IRR) was more than 15 per cent 
for all the sample orchards and as such the investment 
in mango is financially viable. IRR is highest at 23.21 
per cent in Aurangabad followed by Chittore (20.83 %) 
and Sindhudurg (17.66%). The sensitivity analysis in two 
varieties of Mango in Maharashtra stated that the BCR 
is more than one in both Alphanso and Kesar variety of 
mango. Thus, the investments in these varieties are 
beneficial. Similarly, the IRRs at 15.15 per cent and 20.82 
per cent stand the test of sensitivity analysis. It is more 
than the threshold limit of 15 per cent reckoned for 
opportunity cost of capital.
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The indicative cost for establishing mango pulping 
unit with an installed capacity of 600 tons of pulp per 
annum is about Rs. 35 lakh, while for an aseptic unit the 
cost is estimated at Rs. 2000 lakh. The length of operation 
of mango processing units depends on the varieties of 
mango processed and source of procurement. The average 
annual operational cost of a 600MT capacity pulp making 
unit was estimated to be about Rs. 105.7 lakh. The cost 
of production per tone and per kg of pulp worked out 
to Rs. 12,858.50 and Rs. 12.85. The canned units reported 
gross income of Rs 122.12 lakh and net income of Rs 
16.42 lakh. The profit margin was arrived at 13.45 per 
cent in case of canned pulp making units.

Average cost of production per unit and per kg of 
jelly was worked to Rs. 2.45 lakh and Rs. 28.54 respectively. 
Net income has been arrived at Rs. 54,500 per unit and 
Rs. 6.36 per kg. Cost of production constitutes 81.83 per 
cent of gross income. The ratio of net profit to capital 
employed (0.64) was encouraging for jelly units that 
demonstrate efficiency in the use of capital with higher 
rate of return. However, profit margin (18.16%) in jelly 
making units needs to be further improved through 
appropriate management of various costs.

The export of mango pulp in Chittor, Maharashtra 
showed a quantum jump from 13 thousand tons in 1999- 
2000 to 120 thousand tons in 2006-07, revealing the 
importance of mango processing industry in the region. 
The low variability in the unit value realization in case 
of mango pulp as against the unit value realization of 
mango fruits seems to suggest the need for greater 
incentives for the processing sector. The processing 
industry is backwardly linked with six marketing channels 
basically to source the major raw materials i.e, mango 
pulp and accounts for 80 per cent of total raw material 
by processing firms.

The large firms employ a large number of workers
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