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The purpose of this study was to study the method of production and product
management, the marketing margin, the cost, reward, profit, the marketing structure and cost of
culturing. The sample group consisting of 1 men was assembly and retailers of 10 men. The
sample group consisting of 15 men were obtained from Nile Tilapia cage culture breeders in the
area of Ampere Muang Maha Sarakham province. This was also to study for guiding to the
problem which had effected to the success of Nile Tilapia cage cultures, including the factor
which has effected to decision on Nile Tilapia cage cultures in Maha Sarakham province. This
was also to study for guiding to plan the water resources application, to study and do understand
before investment, and developing Nile Tilapia cage cultures in the future as well.

The results of the marketing study reveal that the location of market in Maha Sarakham
province has been the Nile Tilapia selling on this market. The farmers and traders were selling
nearby the market in Maha Sarakham province. It was divided into three types of Nile Tilapia and
selling in the market or any retailers in Maha Sarakham province. Nile Tilapia traders consist of
assembly and retailers. The importance marketing channels of Nile Tilapia are as followed: (1)
from breeders group are selling to retailers and sale directly to customers. (2) from assembly or
wholesgles are selling to retailers and customers. (3) from breeders group to retailers and selling
to customers and (4) from breeder group are selling to restaurant.

The results of an analysis of Nile Tilapia marketing margin reveal that the marketing of
Nile Tilapia in retailers buying directly from breeders group is 10 baht/kilograms of retailed price
of which 1.56 baht/kilograms are marketing cost and 8.44 baht/kilograms are trader’s profits. For
the assembly, the marketing margin is 6.5 baht/kilograms of retailed price of which 0.95
baht/kilograms are marketing cost and 5.05 baht/kilograms are trader’s profits. The marketing
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margin of Nile Tilapia in retailers buying form assembly or wholesales is 4 baht/kilograms of
retailed price of which 1.28 baht/kilograms are marketing cost and 2.72 baht/kilograms arc
trader’s profits.

The results of an analysis of Nile Tilapia product cost reveal that both the fry nursery had
variable cost even 18,791.58 baht, fix cost even 786.61 baht, cost of fry nursery even 1.33 baht
per fish. Nile Tilapia cage culture had 14,784.09 baht, fix cost even 524.57 baht, cost of fry
nursery even 13.23 baht per fish or 18.90 baht per kilograms and had the net profit even
20,733.44 baht per floating basket per group. For non-nursery of farm had variable cost even
17,569.18 baht, fix cost even 535.72 baht, cost of fry nursery even 15.67 baht per fish or 22.91
baht per kilograms and had the net profit even 17,060.63 baht per floating basket per group.

The Nile Tilapia marketing structure is oligopoly. Traders differentiate their products
selling on credit at wholesaling level and proving services on processing as required by the buyers
at retailing level. Barriers to entry for new traders are the disadvantages in location, business
know-how, and cm&t-tie system among traders.

This study of the production on Nile Tilapia cage cultures management found that there
was high risk in the public water resources for all farms because there was no spare pond in case
of immediate water pollution. This caused to lose their Nile Tilapia. All farmers used the same
floating basket in each group. Most of them did not have any plan for floating basket using.

It was also indicated that all farmers would like to sell their own products at farm. Most
of the products were sold wholesale and some of the products were sold retailers at own farm. In
the cast of selling at farm, their average cost was lower than retailers. Because of the products
was retail to the consumer, they gained the profit which is better than sold to the dealer, but they

will be have the experienced in transportation management from the farm to the market.





