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RESCURCE: EXCHANGE BETWEEN A LOWLAND
ACADEMIC COMMUNITY AND AN UPLAND
SWIDDENING POPULATION IN NEGROS
ORIENTAL, PHILIPPINES

* Rowe V. Cadelifia

Introduction

Like any other subsistence groups, the upland farmers nee
cash, a very scarce resource. The fact that not all the things the
need can be locally produced, a portion of their subsistence p
duction should have to be converted to cash by selling their mas ad t
ketable goods. Marketing their products is a real problem, the
fore. The claim that subsistence farmers do not have a geric
problem on marketing since they do not have surplus produe
is a myth. For the subsistence farmers. selling some of their pre
ucts is just a way of obtaining cash to purchase goods that the
cannot produce. These are the basic necesgities that are esse
tial for their very survival. Marketing of products therefore
mains to be a very important activity for the subsistence farmes

The Silliman University Research Action Development P ) me
gram in the Uplands (SURADPU) is a project which aims Dt
helping the upland farmers in Lake Balinsasayao achieve a si :
nificant level of production through the application of apps c:)I;:

priate farming techniques that will conserve the soil and mat
tain and improve its fertility. Considering that the soil is ¢
base for all agricultural efforts, the primary target of this planr
program is the soil. Through the integration of tree crops, £
ecological support on the farm can be further strengthened siz
trees can render a number of hydrological functions especi
on sites that are declared as watershed. The integration of £
erops will allow the farmers to restore certain,amount of vege
tional cover on the ground while their roots can serve as nutrie
pump to the soil.
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Tree crops which have food and cash value will likewise con-
ibute to the expansion of food and cash bases for the local pop-
ation. Hence, there is an expected increase in the overall
oduction to the farmers. With the intended design of increas-
z production and meeting the actuzl needs of the farmers, mar-
ing the products of the Lake Balinsasayao farmers becomes
real issue.

This paper serves to document the activities of the assisted
arketing program of the Lake Balinsasayao farmers. As such,
ill discuss the processes, the resources involved in the process
the cash resources that are transferred from the lowland
munity to the upland. While the paper will look at the ecolo-
1 implication of the process, it will also examine closely its
zlopmental implications of assisted programs.

BACKGROUND — THE LAKE BALINSASAYAO AREA

With the following coordination; 123° 10/ east longitude and
1/ north latitude, the Lake Balinsasayao area is situated
2l 25 kilometers northwest of Dumaguete City. It is about
neters above sea level. .

Jue to its volcaniec origin, the farm top soil is considered
n humus necessary to support various erops. Compared to
stal community, Lake Balinsasayao has a cooler ambienee
#erized by frequent rainfall. This type of environment
the farmers to produce high priced vegetables that re-
w temperature for their growth.
pockets of primary forests where ambience is similar to
orest areas in the tropics are still in existence. Tha
7 higher altitude makes the area relatively cooler.

community is also endowed with a resource that has
improved the nutritional condition of the local popula-
two lakes, Balinsasayao and Danao, provide a variety
products that local population utilize for their protein

eommunity is occupied by a population migrating from
nds. They are mainly farmers who have been dislocated
lowland due to increasing demographic pressure on land

201




SILLIMAN JOURNAL Vol. 35 1st-4th Quarters 1988

resources. Some of the farmers were born in the area but thei
parents were lowland migrants. In short, the farming populatic
is not indigenous to the local community and their lifestyle
be aptly described as lowland oriented.

THEORETICAL FRAMEWORK

It should be noted that different places in a region ha
different capabilities and opportunities. Due to the peculiar cor
binations of their respective social and biophysical subsystem
no two geographical sites will have completely similar availak
resources hecessary for human survival. Likewise, on the
poral level, resources and opportunities from different sites m
not necessgarily exist at the same time. Hence. another source \1%
differentiating factor may be working. These differences in r im,
sources and opportunities have been conceptually defined as i rateg
balances (Jochim 1981:164-204). ESOUTC
¥ 198

Imbalances of resources and opportunities could be brougs 1 re
about by a more complex process than what we can imagine. Ce vems
ceptually, three forces come to mind when we analyze “imbalas 0; (
ces” closely. These forces are interacting dynamically produc edistr
a particular profile of resource availability. First, which is ve mdy o
apparent, is the peculiar biophysical endowment of a given g en co
graphical space. Their respective climatological, terrestrial ]
biological characterestics determine the kinds of botanical 6).
zoological life that can be grown in the area. Hence, their over Sin

kinc

resource base may not necessarily be the same. Second, since tic bu
population sizes of various communities are not at all tim sality

similar, the respective demographic pressure (Boserup 1965; St ure {
ner 1972) on reosurces will not necessarily be the same. T ader g
greater the pres§ure, the less access people will have to reso Hive

and vice versa. Since the biophysical endowment of various g suppr
graphical spaces is dissimilar, the carrying capacity (B r fo
1975; Zabrow 1971 & 1975) of the areas will likewise not mon,

equal. And, since the demographic pressure on resources is es (I
pendent on the carrying capacity of the resource and the z sider
lute number of people, one can therefore expect an extren and
varied levels of demographic pressure between different dsell ]
graphical sites. 1 com
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The third force, emanates from the social system. Studies
Adelman and Morris 1978; Beteille 1977; Cashdan 1980; Jenks
2; Smith 1976; Lenski 1966; Lynch 1969) on the way the
wial system allocates and distributes the resources show that
:se can largely affect the accessibility of resources to the dif-
ent gectors of the population. In fact, famine to certain sec-
of the population can take place while the overall resources
ilable to the other sectors is adequate due to bottlenecks
ated by the more advaniaged group of the population (Central
titute of Research and Training in Public Cooperation 1969 ;
sdham-Smith 1962; Shepard 1975; Dirks 1980). Theoretically,
ind of class famine is created.

When these imbalances take place. corrective measures may
implemented. Jochim (1981:185) calls these compensatory
tegies. These include techniques such as redistribution of
urces through exchange (Healey 1978; Sillitoe 1978; McCar-
1939; Sahlins 1965; Whitten and Whitten 1972 Jochim 1981)
redistribution of people through various modes of spatial
sment of the human population (Bedford 1973; 1980; Bowles
: Carino 1976; Committee on Urbanization and Population
stribution of the International Union for the Scientific
v of Population 1979; Goldstein 1976). In fact, warfare has
considered as a way of correcting these imbalances (Jochim
: 194-201; Chagnon 1977; Driver 1969; Meggitt 1977; Vayda:

ince one of the forces that can produce imbalances is not
but changing (i. e. population), it is possible that in a given
v such problem may not exist at a given moment but at
time. Its occurrence can be anticipated and predicted.
&r such circumstances, the population may implement pre
= measures or aﬁticipatory strategies (Jochim 1981:165)
wpress the possible occurrence of the problem. ‘Among the
forms of animals, territorial control (Klopfer 1969) is
n, and among the human population, conservation mea-
(Moore 1957), storage of resources through social credit
1969: Schneider 1979; Piddocke 1965; Pryor 1977; Hei-
ind Ruddle 1974), and population control (Ammerman 1975:
4l 1953 ; Casteel 1972; Hassan 1978; Carneiro 1960) have
ommonly reported.
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The lowland-upland dichotomy of communities in the Philip- y
pines provides a case where imbalances in resources can be dis desigi
cerned. Their distinct biophysical features provide both commu T

nities. The swiddening population in Lake Balinsasayao and the The 1
faculty and staff of Silliman University represent the uplant

and the lowland ecommunities respectively. From the former com :cnltliem
munity, fresh vegetables are produced which the latter need: dr
very badly. Although the former is also consuming part of their m' i:c

produce, they have to sell the rest to obtain cash needed to bur
the essentials. In short. the upland population needs cash jus 1)
as bad as the others. The faculty and staff of Silliman Universit
use their cash resources to buy the foodstuff. It is on the basi
of this exchange of currency and energy (foodstuff) that the
respective needs ean be met.

ASSISTED INTER-COMMUNITY TRADING PROCESS e CI:

Since the demand for agricultural products usually originat ms
from the lowland communities, goods from the upland will
to be transported down to the lowland for marketing. The fa 3)
mers generally bring down their produets in big bulk and w mer
back home. In this regart, the farmers do not have the time %
sell their products direct to the buyers in the public market Th
in other places through peddling. The farmers have no choi e th
but to sell their products to the middlemen in the public .mark Ity
Studies show that these middlemen may involve two or me Ky fac
hands before the goods reach the consumers. The Ilonger N W
chain of middlemen is, the lower the price the farmers get at bt
their product. Our analysis on the energy wastage (see Cadel Enove
1986) by the Lake Balinsasayao farmers after the crops ucing
been produced showed that poor marketing opportunities ee the
lead to the loss -of almost 50 percent of what has been produe
This is caused by the tremendous underpricing of farm produs Sine
since the farmers’ customers are not directly the consumers. ity |

In short, reaching the consumers directly will allow the far s, CO]
ers to improve returns from their products. In this process, e
assistance toward conserving their soil and increasing t et «

on

production can be effectively safeguarded, Moreover, the effi
will allow us to maximize the benefits aceruing to the fars *s du
through a programmed development effort. :
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An assisted marketing program for the farmers was finally
sipned. The idea wag to bring the produce down to Silliman
niversity campus and sell directly to the faculty and staff.
o farmers had still their doubts as to whether or not this
reme will work, so they can buy the essential goods they need
i return home on the same day. The planners, on the other
nd, thought that these conditons can be adequately met due to
following considerations:

1) given the volume of their farm products. the faculty and
ff of Silliman University and some interested outsiders can
vide adequate market for their products;

2) since there will be no other vegetable sellers, the farmers

monopolize the community’s market, hence the selling
s can be shortened giving them enough time to go back to their
ms on the same day;

3) since the buyers will be largely direct consumers, the
ers will get a higher return from their products.

The ultimate goal of the assisted marketing program is to en-
the Lake Balinsasayao farmers and the Silliman University
dty and staff to help each other. While the Silliman Univer-
faculty and staff provide this to the farmers, the farmers in
- will be providing fresh vegetables at a price cheaper than
buyers usually pay at the public market of the city. A fast
wver of faculty and staff buyers can therefora he expected
ing the selling time. This gives the farmers enough time to
the goods needed hefore going home that same day.

r L4

Since the prices of vegetables are highly fluctuating,the Uni-
v Research Center (as part of the program’s services) al-
conducts a price survey (for all the commodities the farm-
e selling) at the public market in the morning of the
et day before their products are displayed for sale. These
on prices will serve as guides for fixing the price of the
during a particular sale day. Prices are-always set between
t0 20% lower than the retail price at the public market.
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The good points about the scheme can hardly be put acros
to the farmers. It had fo be demonstrated that it will work.
test run had to be implemented. Hence, an experimental assiste
marketing program was run from November 1985 to July 1988
The experimental agsisted program had three purposes:

(1) to show that the proposed marketing scheme will work
(2) to show that they will make a profit;

(3) to accustom the farmers to this new system of marke
ing so they will continue with it even after the assisted exper
mental marketing project ends.

To encourage the farmers to participate in the assisted e
perimental marketing project, the SURADPU provided a subs
dized transport system to the farmers — a four-wheel vehie
with a trailer. They only have to shoulder the fuel cost and ¢
driver’s fee. These costs were shared among the farmers proy at by
tionate to the volume of products loaded. The result of the % :
run was encouraging, Table 1 shows the income of 10 selee
farmers from his various farm products before and during &
assisted marketing program.

It is very apparent that the assisted marketing program
improved, on the average, by 70% over tleir original e
proceeds from sale of farm products during their non-assis
marketing system. The change in cash returns reflected by
10 cases of farmers ranges from 47% to 114%. This cle:
suggests that if the upland farmers have regular adequate m
keting channels, they can still largely improve their welfare
of their farm produce. This condition is not only applicable
the Lake BalinSasayao upland farmers but also %o others upla,
have to contend with marketing problems associated with distan 1 con
transport facilities and middlemen. The fewer middlemen ng tl
volved, the Letter for the upland farmers. Since the mid
men are still essential marketing channels especially for
peasant farmers, the best that can be done in assisted market
programs is to try to reduce their numbker to maintain a le
price of produce for the consumers but on a profitable level
the farmers.
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From experience, one can see that the upland farmers are
ady losing a good amount of resources due to poor farm man-
ent. Added to this is the loss accrued from the less efficient
keting of their products. If upland development program is
designed toward efficient use of resources, then one of its devel-
ent components should be on marketing. On the average,
upland farmer is approximately losing 70% of the actual
h of his products without good marketing -channel.
a good marketing channel, a farmer may need only one-half
of Baguio beans to sell in order for him to buy a kilo of rice.
out good marketing system, a farmer will need at least one
of beans to sell to be able to pay for a similar quantity of rice.

How this marketing channel should be organized, however.
problem. One channel of organizing this, may be through
rative. Remember that this cooperative organization should
e marketing activities not consumer activites. It appears
buying what they need is not much of a problem ag long as
get the most out of their products. When they come down
lowlands to sell, they can have easy access to trading cen-
where they can buy their household needs from their opti-
proceeds.

One word of caution will have to be made concerning co-
ive efforts among lowland migrant swiddening population’
uplands. Considering the diversity of social and spatial
of this group, they tend to be highly household-centered
individually centered. Perhaps the diversity of their social
tial origins does not provide them a common reference
for any collective effort. This suggests therefore that co-
ivism is one hard thing to develop among individuals of
d swiddening 'population who come from various low-
mmunities. In fact pooling their products fogether and
them on a purely cooperative basis does not seem to work.
er wants to maintain definite ownership of the prod-
keted. This is also caused by the rather highly diverse
and quality of products produced by the individual farm-
h differences will obviously bring diffentiated re-
m the sale of their products. The farmers want to main-
highly individualized activity which I think is only fair.
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Hence. any cooperative activity toward these marketing effort onth
should not attempt, in any way, to organize common dispos: rmers
of produce and equal or even proportionate sharing of such p = had

2 cala;

Mea
ed 1
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The assisted marketing scheme went on for nine mont sided 1
As mentioned earlier, a transportation system was provided d facul
ing this period to start the system going. When the system sh sale
have been established, as the program was originally conceiv e unt
the assistance can be terminated and the farmers will have
organize their own transport system. From August 1986 w
the transport provision ceased, the marketing program has b
going on regularly up to this writing.

ceeds. Lessons from other Southeast Asian countries with pars
problems seem to point to a similar direction.

RESOURCE EXCHANGE BETWEEN TWO COMMUNITIES

Since
2 alre,
the we
Suc
hen
IProv
al ag;

Regularity of Weekend Vegetable Sale

Every Friday of the week, the upland farmers bring &
products to the university campus. Of the total nine montk
volved during the experimental assisted marketing prog
slightly over 50% of this period had a full 4-weekend sale 43 ori
month. However, the trend shows an irregular pattern ¥ wil
Table 2). that t

Sally
bthe c
far

irket

The irregularity during some months was not caused &
cial factors but by natural ones. Obviously, beyond econt
the farmers. In February, a strong rain accompanied by .
winds hit the area causing some farms to be innundated. & Se st
were blown away by the gusty winds and washed down by old a
The rain went on for more than a week causing the water t!
from the lakes to rise. In fact. the Project Center was sub ute

in water up to is rooftop. - =Ice,
BT

The calamity took place during the second week of Fe act

so that during that month, there was only one weekend COnN

ble sale. Since the crops were wiped~out to almost zero, Soned
can be sold in the later weeks of February and during
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th of March. Crops had to be regenerated which took the
ers around two months to do so. For two months, the farm-
had to depend on anything that was left on their farms by
calamity.

Meanwhile, the crops began to regenerate and the products
ed to be available during the third week of April. By then,
vegetable sale resumed its original schedule but was disrupted
a weekend non-sale since it was a summer break. The farmers
cided not to sell their products since most of the students and
faculty were not on campus They were on vacation. Finally,
sale went on regularly again starting fhe second week of
until the present.

Since the marketing system of their products seems to have
already internalized by the farmers, they now look forward
e weekends when they can get good cash from their prod-
Such anticipation has given them incentives to produce
hence more efforts are now apparently put info their farms
rove production. This is one positive result of the experi-
assisted marketing scheme.

-

ket Sectors Involved In The Assisted Marketing System

As originally planned. the faculty and staff of Silliman Uni-
will serve as buyers of the farm products. While it is
that they turned out to be the major buyers of the products
ly during the initial period of the activity, other secfors
the community started coming in. Hence, slowly the market
farmers was expanding.

e students found out that the produce are cheaper than
sold at the markef so they joined in with the other consum-
m the outside community. Hence. there is 4n inerease
lute terms. in the number of buyers or customers. As a
ence, the expanding market has now reduced the selling
{see Table 3). The reduction of their selling time is a posi-
racteristic of this marketing scheme since this was one
concerns during the initial attempts towards this effort.
ioned earlier, the shorter their trading activity in the city,
e adaptive the activity is for them, since the farmers will
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have enough time‘ to buy for their own needs and time to travel
back home in the same day.

do t
that
of y
amo
fells

Quantity of Resources Exchanged

Due to the peculiar way of measuring the volume of prod-
ucts during the sale, it is difficult to use a standardized unit
Three units of measurements were commonly used during the
transaction (see Table 4). It is very apparent from Table 4 tha:
the quantity of vegetable products that are sold on Silliman Uni
versity campus has been increasing. This can be reflected from
all indicators for a unified attempt on the part of the farmers
to increase the volume of products to be marketed.

There are a number of factors that contributed to this &

but include those that come from outside. Second, with
increasing demand, the selling time of the products is redues
by 50% giving them enough time to do their own purchase
and go home right after. Third, the relatively higher prices th
what the middlemen are paying for their commodities allows
them to derive bigger yield or return form their own products

tempt ot increasing the volume of products sold. First, as we sa t:
earlier, there is an increasing number of buyers. The buyers no g
are no longer limited to the population from Silliman Universit E C‘

at

On the average., during the first three months of our assis®
marketing program, slightly below one ton of vegetable produe
(mostly succulents) from the upland reached the campus of Si
man University. In addition, around 600 pieces of assorted ¢
and 100 bundles of leafy vegetables are likewise sold. This
viously must have helped the needs of the population on eca
pus by providing them fresh and cheaper vegetable products

In the succeéding months the quantity went up. Around
ton of succulents reached the campus while the volumes of le
vegetables and other crops have increased by almost three ti
as much asg that in the first three months of sale.

Obviously, this increased sale indicates that the quality
the produce must be high. The diversity of the crops sold sugge
an improved nutritional content of the total vegetable repert
made available by the farmers to the people in the lowland, i
campus of Silliman University.
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While the people of Silliman enjoy the foodstuff, how much
the farmers earn from this venture? There were two things
t we monitored during the sale: the quantity and the kinds
products sold by the farmers during fhe sale day; and the
ount of money that the farmers earn during the sale. Table 5
s the story.

Again, on the basis of the total amount of money received,
table shows the increasing revenues accruing to the farmers
the sale of produce to Silliman. For the first three months
the assisted marketing program, more than P2,000 have
pumped into the upland community and this went up
almost twice that amount during the last six months.

With the increasing participation of the farmers in the sale
the products on campus, there is an increasing spread of
cash to the farming households. It is very interesting to note
while there is an increasing distribution of cash resources
e greater number of farmers, there is still a correspondirg
se in the absolute amount each participating farming house-
in the sale gets. For instance, during the first three months,
were arond 10 farmers on the average who are involved in
sale per month. Each seller gets only, on the average, slightly
£200. During the next six months, on the other hand,
number of farmers selling their products increased by
. while the income per seller increased by slightly over ~
This suggests that while there is a growing interest
farmers to participate in the sale, there is also an in-
ing desire by every participating farmer to increase the
ity of the products they are selling.

Learned . .

hat we saw is a process where two population groups are
by the activities of resource exchange. It is a situation
various forms of energy are transferred between two
because of their peculiar needs and capabilities. This si-
is oftentimes visible in most communities all over the
ines. The lowland-upland gradient characterizing various

are common in the Philippines due to the archipelagic
of the country.
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Considering that the upland communities are now increasing- incr
ly becoming the target of extension and development efforts, the the
exchange of resources activities between these ecozones provides decre

an excellent adaptive channels for development programs in the
communities involved. In short, development efforts can hardly
be considered, especially in the Philippines, as a mono-ecozons

oriented assistance program. It is very apparent from our Lake ]
‘Balinsasayao-Silliman University experience that development
activities should be multi-sectoral to include the lowland commu- T
nities to expand the network of beneficiaries who derive energy W .¢foct
materials, and information from exchange activities for their
own survival. The assisted marketing program surely gives t S
chance to both the upland and lowland populations to exchan 0 sell
their energies and materials in a more socially responsible m sutsid
ner since both sides get an optimum return from their own Provic
pective resources. alatiol
Looking at the sale as a kind of social transaction, such Tl
cioeconomic process would surely lead to the accumulation of i nt
formation by the upland population on the economic proce M
in the lowlands. This will of course sharpen the strategies of the we
upland population toward the disposal of their resources in which
more productive manner. Information is one resource that €
hardly be seen, as it is intangible; but is quickly made avall
to the farmers during the process of transaction. Fo
re C
Since the expected outcome of the assisted marketing p tivat
gram is mainly the optimization of returns from their prod by
the motivational consequence of the program to the farmers
two-pronged. First, it increases the number of participating fa g Fif
ers., If partxclpatlon among the local population is accepted ect
a good gauge of 4 program’s success, then marketmg sciiemes tc
local products will surely improve the chances of success of o any
programs, it therefore, serves as an effective means of improvi
the distribution of benefits derived from the project to the As
population. peraf
stren
Second, the population is enthusiastic to get mora ret d
from their products. Our data show that while there is an & in 1
crease in the number of participants, there is also a concomi iciz
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crease in the volume of products sold. If it were otherwise,
increasing number of sellers could have brought about a
rease in per capita income.

SUMMARY AND RECOMMENDATIONS
Finally, some major points will have to be stressed here.

First, development efforts in the upland can be made more
ective if an adequate marketing system of produects is provided.

Second, even subsistence farmers in the uplands will have
sell part of their products to buy the goods they need from the
ide. Surplus production is therefore not a pre-requisite for
iding marketing support to highly farming upland pop-
on.

Third, the marketing program allows the farmers to check
tial loss of revenues due to unfair and poor marketing sys-
With efficient marketing program, the farmers can increase
welfare they can derive from their products by around 70%
h can otherwise be quickly lost by poor marketing
els.

Fourth, poor marketing channels for the upland will there--
compound energy wastage. The loss of energy starts at
ation time and continues on to marketing time if victim-
by poor marketing channel.

Fifth, a good marlketing support has a strong motivational
on the farmers to participate in upland development ef-
to improve production. This has tremendous imp}iéations
upland development programs. '

a recommendation. it is very apparent that marketing
ative, not consumer cooperative, has more salient rol2
ngthening upland assistance programs. The mechanisms of
development should be geared toward this direction to
multifaceted and more positive effects for the intended
iaries.
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Table 2

nths and Products Monitored During the Assisted Marketing Scheme for the
Lake Balinsasayao Farmers

Number of Weekends Number of Varieties™
When Products Sale of Products Sold
Took Place

ember, 1985

, 1986

. 1986

*These include products such as squash; fomatoes; eggplant; Baguio beans;
potato; apara; ubi; iops of edible fern, sweet potato, gabi, and sayote;
petchay; sayote; bitter melen; pbell pepper; onion; bananas; stri'ng beans;
o0; coconuts; cassava; fackfruit; ginger; papaya, and white beans (abet-

). '
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Table 4

rious Measures of Quantity of Farm Products Sold During Two Periods of
Assisted Marketing Program Compared

Average Average Average
Monthly Monthly Monthly
Number of Number of Number of
iods During Pieces of Bundles of Kilos of
sisted Marketing Certain Certain Certain
sgram Products*® FProducts** Products***
st three
isted
rketing
=me 649 111 830
second
months
the
sted .
eting :
e 1,763 151 951

This involves the products such as sayote; avocado; bananas; and coconuis,

This includes preoducts such as tops of edible fern, sweet potato, sayote,
gabi; string beans; and onion leaves.

his includes all the products reported in Table 2 other than those noted
sotnotes 1 and 2. . 4
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