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B anana is an im portan t fruit crop w hich p lays a m ajo r role in the Sri L ankan 
agricultural sector, a lthough m arketing  o f  banana is not p roperly  o rganized. The 
m ajor p rocurem en t channels are; v illage  m erchant, w holesalers, agents and quality  
p roducers. O ften  to m ake the deal, in term ed iaries p rovide necessary  services and 
inform ation to  the traders and  m anufacturers. As a result, m idd lem an play  an 
im portan t ro le in the banana m arket to  reduce the m argin  or d iv idends for the banana 
farm ers. T his study  w as aim ed to uncover the m arketing  behavior o f  banana farm ers 
o f  H am ban to ta  d istrict. T he study reflected the re lationsh ip  o f  the characteristics o f  
the banana farm ers w ith  the ir m arketing  behavior. T he study utilized data collected  
from  300 respondents, each in tw o v illages nam ely  Suriyaw ew a and M avura Pedesa. 
T he m ajority  o f  the fanners  o f  banana in Sri L anka use m edium  level o f  m arketing  
behaviour. N ew  farm ers exhib ited  better m arketing  behav iour than the old farm ers. 
W ithout va lue  addition , the banana w as being  sold as raw  to the local traders. B efore 
tak ing  the m arketing  actions, the m ajority  o f  the farm ers counseled  their neighbours 
and relatives. O nly  a few  counseled  extension  offices. T he results from  this research  
w ork revealed  the m ost influential and crucial variab les in m arketing  behavior; 
decision  m ak ing  behavior, p rogressiveness, annual incom e and age. H ow ever, the 
lack o f  p roper m arketing  schedule, sm all farm ers w ere forced to bear the high cost 
o f  estab lish ing  and m anag ing  linkage w ith dealers. H ence, a p roper and a developed  
m arketing  p rog ram m e is needed.
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