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ABSTRACT

Groundnut (Arachis hypogaea L) belongsto the family Fabaceae. Groundnut contains about 26-28 per cent protein and 48-
50 per cent oil. It is grown during all the season, the mgjor cultivated in Kharif season almost in entire India. Multi-stage
random sampling technique was employed to select the 120 sample farmers from Vijayapura district. Among the different
categoriesof farmers, thetotal variable cost incurred by largefarmerswas highest (Rs. 27868.01/ha) as compared to small (Rs.
25933.15/ha) and medium farmers (Rs. 25259.77/ha). Among the three categories of farmers, thetotal cost incurred by thelarge
farmers was highest (Rs. 28804.78/ha) as compared to small and medium farmers (Rs. 26616.99/ha and Rs.26076.92/ha),
respectively. The highest yield was obtained by large farmers (8.26g/ha) followed by medium farmers (8.14g/ha) and small
farmers (7.83g/ha). The benefit cost ratio (BCR) was highest in medium farmers (1.82) than small and large farmers (1.77 and
1.73), respectively. The marketing analysis revealed that in respect of groundnut channel-I1 has more was producer’s share in
consumers rupee was 82.08 per cent than channel-1 was consumer rupee 78.11per cent.
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