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ABSTRACT

 Agri-input dealers are the part of private extension system which place an important role in communicating farm 
information to farming community along with the supply of inputs and credit facility. However, most of these input dealers 
do not have formal agricultural education. To build their technical competency in agriculture, MANAGE has launched a 
self-financed “One-year Diploma in Agricultural Extension Services for Input Dealers (DAESI) Program” during the year 
2003. The certificate course for pesticide and fertilizer management for input dealers has been started by SDAU through this 
extension centers since 2017. Hence, it was needed to investigate the impact of training programs on input dealers. A total 
of one hundred and fourty (140) semi-structured questionnaires through random sampling of respondents were administered 
in the research. Descriptive statistics such as frequency, percentage, mean and standard deviation were used to measure the 
objective. The result of the research study indicated that maximum (40.00 per cent) of the input dealers reported that overall, 
the training was highly effective followed by moderately effective (30.00 per cent), very highly effective (21.43 per cent) 
and less effective (08.57 per cent). Whereas, about three-fourth (73.58 per cent) of dealers were being very high at capacity 
building, followed by high at capacity building (16.42 per cent) and 05.00 per cent of dealers were each low and medium level 
at their capacity building; majority (61.43 per cent) of dealers before training were having low knowledge level, followed 
by 33.57 per cent were having medium knowledge level and 05.00 per cent were having high knowledge level. In case of 
knowledge of dealers after training, majority (56.44 per cent) were having high knowledge gain, followed by 40.71 per cent 
were having medium knowledge gain and 02.85 per cent were having low knowledge gain and none was found with very high 
level of gain in knowledge.
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INTRODUCTION

Agriculture is the main source of economic 
livelihood for majority of our country population. The 
current focus of our country agricultural policy is to increase 
agricultural productivity. Farmers are habitually not mindful 
of agro-advisory services like training on recent technologies, 
correct types and, the dosage of particular agrochemicals 
required for different crops. As a result of excessive and 
indiscriminate use of agrochemicals, soil quality is worsening 
and pests are developing resistance. Since there is a lack of 
sufficient field-level staff, there is an apparent absence of 
systematic dissemination of important information regarding 
appropriate cropping patterns, inputs, cultivation practices 
and so on. In this context with their locational advantage 
and easy access, input dealers efficiently became the most 
important source of such information to farmers. 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. So, he has 
the responsibility to disseminate the latest farm technology 
up to the field level. An agri-input dealer plays multiple 
roles at a time, by providing seeds, fertilizers or pesticides 
in advance without taking cash, it acts as a financing body. 

The input dealer is basically a businessman with 
or without a technical qualification and a service provider. 
The input dealer has no specificity for qualification to get a 
license from the government and has inadequate knowledge 
about agricultural technology. So, training has to be provided 
to get better knowledge and skills to act as an extension 
service provider by competent institutes (Patel et al., 2020). 
Considering that the dealer network has spread out in almost 
all villages of the country and is an important mechanism 
to reach out to large farming community, it is felt necessary 
to expose them to diploma course and built their capacity in 
supervising field problems and extension communication 
abilities while increasing their skills in dealing with inputs 
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and agro-advisory services and discharging regulatory 
responsibilities.

It is in this context, 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 renovate them into para-extension professionals 
so as to enable them to address the day-to-day problems 
being faced by the farmers field level. Since inception (upto 
31.5.2018) of the DASEI program, a total of 256 programs 
have been successfully completed with 9800 input dealers 
and about 239 programs are under progress with 9560 input 
dealers.

The total number of input dealers in Gujarat is 
52111, among these 17963 are pesticide dealers, 15315 are 
seeds dealers and 18833 are fertilizer dealers. The district-
wise number of input dealers in North Gujarat is 1714 
dealers in Banaskantha district, 719 dealers in Mehsana, 908 
dealers in Sabarkantha, 450 dealers in Patan, 3884 dealers 
in Gandhinagar, 51 dealers in Aravalli and in Kachchh 503 
dealers (dag.gujarat.gov.in). Thus, total 8229 dealers are 
providing their professional services in North Gujarat.

OBJECTIVES

(1) To evaluate the effectiveness of training programme

(2) To know the capacity building of input dealers

(3) To know the gain in knowledge by input dealers

METHODOLOGY 

The present study was conducted in North Gujarat. 
North Gujarat comprises seven districts viz., Banaskantha, 
Mehsana, Patan, Sabarkantha, Gandhinagar, Kachchh and 
Aravalli. The type of soil in North Gujarat is sandy loam to 
sandy soil with an average rainfall of 625 to 875 mm. The 
total number of input dealers registered in North Gujarat is 
8229 dealers and are providing input services to the farmers.

The sample embodies the input dealers of all the 
seven districts of North Gujarat. The districts included in 
North Gujarat are Banaskantha, Mehsana, Sabarkantha, 
Patan, Gandhinagar, Aravalli and Kachchh. A list of input 
dealers trained by Sardar Smruti Kendra and KVK’s of 
SDAU during the last three years was obtained. From each 
district of these seven districts, twenty input dealers were 

selected randomly from the list and final sample is made to 
140 dealers. 

Data was collected from respondents by using the 
questionnaire developed for the study based on objectives. 
The questionnaire was mailed to them or distributed to 
them by means of post, Google form or when they were in 
the meeting, training etc., to fill the questionnaire and send 
it back to researcher. Descriptive statistical tools such as 
frequency, percentage, mean and standard deviation were 
used for simple comparison of the data.

RESULTS AND DISCUSSION

Effectiveness of training programme 

Evaluation of training programme was done in terms 
of effectiveness of training programme. There are five criteria 
on which the responses were obtained. The information thus 
obtained was depicted in  Table 1.

Table 1 : Effectiveness of training programme       (n=140)

Sr. 
No. Content Frequency Per 

cent

1 Effectiveness of the content of programme

Very effective 105 75.00

Effective 27 19.29

Less effective 08 05.71

2 Duration of training programme

Appropriate 110 78.57

Short 27 19.29

Too long 03 02.14

3 Perception about the timings of the session

Comfortable 95 67.86

Adjustable 28 20.00

Difficult 17 12.14

4 Perception about understanding of the content of 
training programme

Easy to understand 103 73.58

Able to understand 22 15.71

Difficult to understand 15 10.71

5 Presentation of the content

Very interesting 79 56.43

Interesting 61 43.57

Boring 00 00.00
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 A look on the data in Table 1 indicates that three 
forth (75.00 per cent) of the input dealers perceived the 
content very effective whereas about two fifth (19.29 per 
cent) of them reported effective and only 5.71 per cent felt it 
less effective.

The data presented in Table 1 showed that a great 
majority (78.57 per cent) of the input dealers felt the duration 
of training programme was appropriate followed by short 
duration (19.29 per cent) and only 2.14 per cent felt too long.

The data depicted in Table 1 revealed that more than 
one third (67.86 per cent) of input dealers felt that the training 
sessions timing was comfortable where as two fifth (20.00 
per cent) felt adjustable and 12.14 per cent felt it as difficult 
to attend

The data in Table 1 regarding effectiveness of the 
training content, majority (73.58 per cent) input dealers felt 
it easy to understand, 15.71 per cent felt it able to understand 
and remaining 10.71 per cent felt it difficult to understand.

The data presented in Table 1 revealed that more 
than one half (56.43 per cent) of the input dealers reported 
the presentations of the training content was very interesting 
followed by 43.57 per cent reported interesting and none of 
them reported it boring.

Table 2 : Overall effectiveness of the training programme

(n=140)

Sr. 
No. Effectiveness Frequency Per cent

1 Less effective 12 08.57
2 Moderately effective 42 30.00
3 Highly effective 56 40.00
4 Very highly effective 30 21.43

The data in Table 2 represents that a maximum 
(40.00 per cent) of the input dealers reported that the training 
was overall of highly effective followed by moderately 
effective (30.00 per cent), very highly effective (21.43 per 
cent) and less effective (8.57 per cent).

Capacity building 

Capacity building in terms of improvement in 
communication skill was evaluated by obtaining responses 
regarding improved communication and that improved 
skill had helped in understanding message, developed 
communication capacity and increased business efficiency 
and productivity.

Table 3 : Capacity building of input dealers                    (n=140)

Sr. 
No. Content Frequency Per cent

1 Improvement in communication skill

Improved communication skills 118 84.28

The skill improved understanding 90 64.28

Developed communication capability 81 57.85

Increased business efficiency and productivity 51 36.42

2 Improvement in problem solving skills 

Improved problem solving skill 110 78.57

Improved skill helped in diagnosing actual cause of problem 95 67.85

Helped in developing confidence in solving problem 76 54.28

Developed ability to breakdown big problem into small problems 80 57.14

Developed capacity to think out of box 45 32.14

3 Improvement in decision making skills

Improved decision making skills 91 65.00

Improved ability to select appropriate option 82 58.57

Better utilization of resources 75 53.57

Reduced uncertainties about alternatives 63 45.00

Helped in achieving business objective 48 34.28
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A look on data in Table 3 showed that a great 

majority (84.28 per cent) of dealers reported that they had 
improved their communication skill by attending the training 
programme. Further, a majority (64.28 per cent) of them felt 
that the communication skill improved their understanding, 
developed communication capability (57.85 per cent) and 
36.42 per cent of them increased business efficiency and 
productivity.

The data in Table 3 revealed that more than three 
forth (78.57 per cent) of the input dealers reported that due 
to the training programme they had improved their problem 
solving skill, followed by it had helped in diagnosing actual 
cause of the problem developed ability to breakdown big 
problem into small problem (57.14 per cent), helped in 
developing confidence in solving problem and developed 
capacity to think out of box (32.14 per cent).

The data presented in Table 3 indicate that nearly 
one third (65.00 per cent) of the input dealers improved 
their decision making skill by participating the training 
programme. Whereas, more than half (58.8 and 53.57 per cent) 
of the respondents had improved ability to select appropriate 
option and better utilization of the resources, respectively. 
While 45.00 per cent of them reduced uncertainties about 
alternatives and 34.28 per cent felt that improved decision 
making skill helped in achieving business objectives.

Table 4 : Overall capacity building of the input dealers

(n=140)

Sr. 
No.

Overall capacity 
building Frequency Per cent

1 Low level 07 05.00
2 Medium level 07 05.00
3 High level 23 16.42
4 Very high level 103 73.58

The Table 4 indicated that about three fourth (73.58 
per cent) of dealers were being very high at capacity building, 
followed by high at capacity building (16.42 per cent) and 
05.00 per cent of dealers were each low and medium level at 
their capacity building.

Gain in knowledge

Adequate knowledge is required by input dealers 
for providing better agro services and betterment of their 
business. Capacity building also includes the term gain in 
knowledge which increased their capacity to work as input 
dealers. An effort had also made to study about the gain in 
knowledge of input dealers regarding agro services. Scores 
of knowledge level of input dealers before training and after 
training were recorded and categorized as presented in Table 5

Table 5 : Gain in knowledge by input dealers                      (n=140)

Sr. No Knowledge gain Before After
Frequency Per cent Frequency Per cent

1 Low level 86 61.43 04 02.85
2 Medium level 47 33.57 57 40.71
3 High level 07 05.00 79 56.44
4 Very high level 00 00.00 00 00.00

The Table 5 data represented that majority (61.43 
per cent) of dealers before training were having low 
knowledge level, followed by 33.57 per cent were having 
medium knowledge level and 05.00 per cent were having 
high knowledge level. In case of knowledge of dealers 
after training, majority (56.44 per cent) were having high 
knowledge gain, followed by 40.71 per cent were having 
medium knowledge gain and 02.85 per cent were having low 
knowledge gain and none was found with very high level of 
gain in knowledge. 

CONCLUSION

Maximum (40.00 per cent) of the input dealers 
reported that overall, the training was highly effective 
followed by moderately effective (30.00 per cent), very 
highly effective (21.43 per cent) and less effective (08.57 per 
cent).

About three fourth (73.58 per cent) of dealers were 
being very high at capacity building, followed by high at 
capacity building (16.42 per cent) and 05.00 per cent of 
dealers were each low and medium level at their capacity 
building.

Majority (61.43 per cent) of dealers before training 
were having low knowledge level, followed by 33.57 per cent 
were having medium knowledge level and 05.00 per cent 
were having high knowledge level. In case of knowledge of 
dealers after training, majority (56.44 per cent) were having 
high knowledge gain, followed by 40.71 per cent were having 
medium knowledge gain and 02.85 per cent were having low 
knowledge gain and none was found with very high level of 
gain in knowledge.

The perception of majority input dealers about the 
effectiveness of certificate training course was found high 
level. Moreover, the results also showed that majority of 
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them gained good knowledge through this certificate course. 
Hence, more number of licensed input dealers should be 
trained as early as possible.

The study will help institutions like MANAGE 
and Extension Education Institutes, SAMETI’s in providing 
training to one of the extension service providers, the input 
dealers in improving their performance in providing agro-
advisory services. 
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