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. How are you facilitating seed security
for the agricultural sector?

A. The National Seeds Corporation (NSC)
B a Government of India (Gol) undertaking
company. We are generally producing certified
seeds. For certified seeds, we need the foundation
seeds where the complese information history of
the seeds is detailed. So. declaring the parentage
of these seeds is one of our most important
activities since this is important 1o make sure that
the farmers are getting better quality seeds.

Q. How are seed bunks helping the farmers?

A. Seed banks are maintsined for supplying
seeds i time of some serious disaster or natural
calamity. The seeds m these banks are provided
1 the farmers belonging 1o different states. There
are different seeds starting from paddy to pulses.
Secondly. these seed bunks are maintained for
supplying seeds to the north-cast region because
of their distance and difficult terrain, We ako
receive remuneration for maintaining these seeds
seasonally and these seeds are not sold outside
We only sell or provide these to the West Bengal
govemment’s agricultural department or to the
farmers who are associated with us.

Q. What is the differeace between traditional
seeds and High-Yielding Varicty (HYV) seeds?

A. The normal or traditional seeds are the
farm sodled sceds, where a farmer is producing his greens and he
keeps some of the produced seeds for future use. But in the case
of high-yielding vanety of seeds, there is a chain from breeder
t foundation, A breeder from ICAR produces the nucleus after
genctically selecting and ssolating the specific good variety. It is then
transterred as the breeder seed to a foundation seed and from there
it 55 finally made into a certified seed. The whole process is doae for
maintaining the purity and the quality of the seeds. HYV seeds are
definitely better than the farm seeds since they deteriorate in terms
of guality m the breeding process or the seed circle. HYV seeds need
better management. If you maintain the HYV seeds properly, the
retums would be certumly better,

Q. What problems do you find in seed sale and distribution?

A. The biggest cnsis that is 10 be dealt with is low volume and very
high margin but in our case, the volumes arc higher than the MArgins.
Transpartation is a problem which is faced all over the country. This
also affects the seed costs as well, For proper HY V seeds, 8 particular
ratio of everything is required. Some people are even buying seeds
from general markets, and then putting a tag of certification and
selling 1. At NSC, we are trying to stop these malpractices and
regularise the correct procedures. There is another side 10 this. 11 the
farmers don’t get a proper peoduce even afier investing so much, they
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are likely to face financial and mental pressure.
But then one has to check the soil fertility as well
in order 1o get the hest produce,

(). What are the factors that affect the seed
quality?

A. First, the breeder to the foundation seed journey
s very important and should be true to the type.
They shoukd be bought from a repatable instituse
where rouging is seriously performed so that the
off types are removed. Secondly, the seeds should
be harvested at 3 proper moisture level, ie., at
12% fos proper maturity. If the Jevel of moisture
2oes up to 14%, or more before matunty, then the
harvested product will be of poor quality. Thirdly,
while storing the seeds, proper protection should
be taken to combat isect attacks,

Q. What Kind of seeds is being focused on
and why?

A. In Bengal, (Xisha, and in the north castern
states, we are dealing with paddy since all these
states have the best production in terms of paddy
cultivation. We are also focusimg on lentils o
pulses like moong and urad. Apart from this, we
also have vegetable seeds and fodder crops.

Q. Arc the farmers purchasing the seeds
themselves or are there some middlemen?

A, Generlly. there are two  sectors  from
where we recerve our registration. One is the
governmental sector and the other is the non-govemment sector.
So, i govemment sectors we gencrally deal with the state
government and certain institutes where we have registered dealers
who purchase the seeds. The non government dealers are also
actively purchasing from us through dealers and then  supplying
them nhead. The number of dealers who are purchasing the seeds
has definitely gone up in recent years. Since the government has
reduced the subsidies on seeds, people are selecting 1o shift 1o the
nan-government dealers.

Q. Has demonetisation affected the whole situation?

A. Dircct Benefit Transfer (DBT) and demonctisation has
recently come into the picture. DBT ensures that whenever there i
a subsidy on the seeds, it should go to the farmers directly but for
that he has to pay the full cost of the seeds. After demonetisation, the
farmers were not peepared to give the full rate. The cost might come
down 0 Y2000 after the application of subsidy but they @ill have
to pay the full amount and wait for the 23000 to be returned, Not
every farmer was financially able to purchase the seeds for 23000,
This forced many of them to buy seeds from the market at a much
cheaper price. The govemment has been changing the modubes
which further tries to help the farmers in terms of rates of the seeds
but it 15 going to take some time, B




Farm feed
industry sees a rise

Anmol Feeds Pvt. Lid foraved into the animal feed
indusiey with o single unit in Muzaffarpur, Bihar, in
2000. It now caters to the animal feed requirements
of 19 Indlan states and is working with more than
10,000 farmers and 1,000 employees. Amit Saraogi,
Managing Director, Anmol Feeds Pvt. Ltd., spoke 1o
BE 5 Isha Chakraborty,

Q. How did it all start?

A My uncle used o stay ina small place called Ramnagar, Bihar,
where he had a shop which would sell wholesale matenals like
fertiliser, oil, flowr etc, When [ would visit him on vacations, he
would put the complete responsibifity of manning his shop and
business on me, What 1 learnt there was that there was a huge
demand for poultry feed products and that there was a large gap
between demand and supply. We spent around 23 to T4 lakh for
a cattle feed plant from a Punjab based company, \We created
feed from it after four 10 five months of experimentation. That
was the starting pomnt. We also took advice of other people who
were doing the same job and on January 1, 2000, we started our
production mn a full-fledged way,

Q. What are the different types of poultry, cattle or aqua
feeds that you are dealing with?

A. Our main business is the broaler feed which s the food for
chicken, The biggest consumers of this product are the broiler
farmers. We also have feed for layers, dairy. floating fish
and sinking fish. For diary feed we have different categories
based on the milk yicld. We have also started a new state
of the ant floating fish feed plant equipped with the latest
technology in Panchla, West Bengal with an mvestmem of
around T 30 crore. We signed a memorandum of understanding
(MoU) in 2015 with the West Bengal government and started
production in 2017. We are planning to set up a new shrimp
feed plant as well

Q. What differentiates your products?

A You must understand that most of the raw products that we
use are agricultural produce and it is very difficult 1o standardise
it. In these 20 years that we have operated in the market. we
have tried to maintain a standard quality of our products,
Secondly, we constantly try 1o foresce future market demands
and try 10 create our products accordingly, We have lowered
the feed conversion mtio (FCR ) and maintained a good quality
control test record as well and have also provided technical
support to the farmers,
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Q. What are the different quality control measures
that are undertaken by you?

A. Firstly, all our plants are fully automated. We have
successfully  reduced  human  ivolvement  or  handling,
This ensures that our products are completely hygienic,

We also have laboratories in all our factories where we
check the guality of the raw materals that we use. We
ensure that no quality parameter s left  unchecked,
We also check the metal content in these raw materials.

‘e also have Near Infrared (NIR), which allows us to get
the details of adulteration m raw materials within  few
seconds, Additionally, we have in-bouse nutritionists who
monitor the nutntional aspects of our products,

Q. Who is vour biggest consumer?

A. As of now, our biggest consumers are the poultry and the
fish farmers.

Q. What is the difference between traditional feed and your
feed products?

A. People who stll follow traditional farming do so due
to himited aworeness and for financial constraints. The
input  costs in both the cases are very marginal.
However commercial foed is yet to atmin the traction
that it deserves. The farmers peed to think of it from a
business point of view and only then. they will under-
stand the benefits. Farmers can incrcase therr return
substantinlly if they wuse our products as  against
traditional feed,

Q. Do you sell your products direct to the farmers or are
there agents?

A. We have at least two 1o three distributors in cach district.
The farmers are catered by these distnbutors who further have
sales, management and technical teams working under them.
We also conduct farmer meetings where we spread awareness
about these products and feeds.
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from other countnies in Southeast Asia and the lowering of the
countervailing duty on Indsan shrimp in the United States,

The growth of shrimp trade brought o number of interme-
diaries i market cham and helped in inflow of private and
informal credit into the fishenes sector. About 90%, of the
farmer in marine and brackish water aquaculture own less
than 2 ha area and have difficultics obtaining finances for pro-
duction and export.

Exporters of fishery products in Indin face problems of lack of

market information, processing infrastructure, advanced techno-
logy in value addition, quality control and rescarch and develop-
ment. Only 407 of the production quantities satisfy the ¢ritenon
for export and hence 6004 of fish are sold away in the domestic
market. Therefore, there is a need for improvement in quality.

Sales Promotion

In domestic fish marketing the fish farmers should form
cooperative marketing which will help to get remunerative price
and will give incentive to more production, merease in market
share, Agquaculture production has increased sharply from
0.75 million tonnes in 1950-51 to 9.5 million tonnes in 2013-14.
Yet it falls short of demand. The consumption demand for fish is
still lagging behind supply.
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Promoting sales of fish and fish product will give imcentive to
boost production. Programmes to encourage sale and increase
in miwket share by influencing potentinl purchasers may be
initiated through advertisement, food fairs and other sponsored
events beld (o display new and traditional fish and fish product
to purchasers. Govemment should also try o provide proper
marketing infrastructure by building cold storage, improved
transport facilities, processing facilities and financial assistance
to the fish farmers for marketing.

Conclusion

It is found that the marketing system in freshwater aquaculture
as well as in brackish water in India is not efficient. For
operation of middlemen in the marketing channel both in
domestic  and intemational market, fanmers are deprived und
exploited. Development of marketing infrastructure with cold
storage and transport facilities, improved processing technigue,
sales promotion, quality control and safety measures, provision
of credit to fish farmers, fish marketing through Cooperative and
Govt aid to farmers will improve the present enisis of fanmers
and ineMicient marketing system.
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