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Section 1.

INTRODUCTION

At present the local supply of fresh fish in Fiji is insufficient to satisfy the country's
demand.

Customary habits, of most of the fishing communities are such that fishing is done
mainly on Wednesdays, Thursdays and Fridays, with each fisherman having to sell his
own catch in the local markets on Saturdays.

There are, however, some fishermen who do fish on a more commercial basis. These
fishermen fish most days of the week including Sundays and sell most, or all of their
catches to large commercial institutions. Since this quantity of fish is sold away from the
municipal markets, a large proportion of the fish consuming public who buy fish only at
the towns markets are deprived of fish.

This fishing practice results in an irregular supply which causes prices to fluctuate
violently. With heavy demands for fish towards the end of the week force prices up and
prevents individual consumers, especially in the lower and middle wage brackets, from
buying fish at a reasonable price. Prices also fluctuate because of the fisherman's lack
of knowledge of proper marketing techniques such as
(a) The proper preservation of fish with the use of ice.

(b) The knowledge and understanding of demand situations in the market.
(c) The knowledge in selecting the best markets for the sale of his fish.

Section 2

PURPOSE OF THE PROPOSAL.
The purpose of this Proposal is to alleviate current conditions by applying the following
actions.




It is intended that these two actions will
achieve the following effects on fish marketing.
(1) increase production
(i1) provide a nore continuous supply of fish,
(iii) stabilize fish prices
(iv) wultinately reduce the price of fish.
(v) satisfy local requirenents
(vi) assist in decreasing inports
(vii) increase enploynent in the fishing industry
(viii) provide no, or short supply markets, with fish
(ix) allowa snooth takeover by a speciali st
or gani zat i on,
(x) ultimately mnake possible the establishnent

of an independent Fi sh Marketing O ganization.

Section 3
THE GRADI NG- OF FI SH

A new fish gradi ng system has been i ncor porated

into the Dvisional market survey reports. (Section 4)
which is an integral part of this proposals.

The new grading systemis based on recommen-
dations by M. Lars Videaus a U N. Marketing Consultant.
Besi des grading by species, the fish are further graded
accordi ng to nmarket demands, |ocal consuner preferences and
quality of the fish with regard to bone and fat content
and general neat condition.

This gradi ng systemal so give fishernmen an
econom c incentive to catch better grades in order to
receive the nore attractive prices.

The Fish Grades |ist attached as an appendi x
to this paper, although not conplete, classifies fish

whi ch are nost commonly caught and sold through the various
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Section4
CURRENT MARKET CONDI TI ONS

Surveys current to May 1973 were conducted by the
Marketing Oficers of the Central Division, the Wstern
Dvision and the Northern D vision. The survey was ai ned
mainly at gathering current buying and selling prices at
muni ci pal markets and comrercial institutions. The result
of these surveys are being presented in this section as
separate reports for each D vision.

Muni ci pal Market Masters, Hotel Catering Managers,
Wiol esal e and Retail Vendors, Fishernen and Consuners were

interviewed to obtain these results.

NORTHERN DI VI SION - SPEQ FI C SURVEY.

Supply and production in the Northern D vision
equal s on exceeds |ocal denmand. Fish consunption per
capita is the largest in all of Fiji and |andings per
capita (26,8 I bs) are twice that of ny other area (Lars
Vi deaus Novenber 1971).

The production has been |imted, however, because
of the unavailability of further markets to absorb the
catch. O sixty-six licensed fishernen who were interviewed
at the Labasa Fisheries Termnal or the Minicipal Market,
none devoted full time efforts to fishing. Fifty-one
fished two days a week or |ess.

The concensus of opinions was that if full time
was directed toward production, volune would triple or
quadruple. Present nmarkets and prices are delineated in

the appropriate chart. Projecting the figures as suppli ed,

the Northern District could conservatively produce 600, 000 | bs.

of excess fish per annum for consunption at other markets.

The proposals to restructure the fish marketing D vision,



for full time fishing and capital investment.

Volume in 1972, including 31,557 1bs. shipped to Suva, amounted to 329,303 1bs.
in the first 4 months of 1973 volume amounts to 158,128 Ibs. including 4,303 Ibs.
shipped to Suva.

Shipping costs would be a maximum of 2c¢ a, 1b. contract basis, on a privately
leased freezer ship handling 20,0001bs of fish every two weeks. A larger vessel is
available at the same rate should volume require its implementation. Based on
present costs, the shipping charges and the restructured prices, the average would
be delivered to the Central Market at competitive prices while still maintaining
stability of prices in the Northern Division. With the projected substantial increase
in volume, greatest part of which will be funneled through the terminal, better
quality, control, more efficient use of Fisheries personnel and equipment, and,
consequently, lower prices will result as the supply approaches the demand.

WESTERN DIVISION.

A market survey was conducted in the Western Division by the Marketing Officer
and Senior Fisheries Assistant. The Survey included municipal markets, hotels
and commercial users.

There are six (6) municipal markets in the Western
Divisions:

1. Rakiraki
2. Tavua

3. Ba

4. Lautoka.
5. Nadi

6. Sigatoka.

It was noted that, with the exception of Lautoka, there was never a good supply or
selection of fish available at any market, and good fish display practices were not



We found that this situation was due mainly to the fact that the large commercial
fisherman, rather than bring his catch to a market and wait all day to sell it, or to
the Fisheries Terminal where he would receive a very low landing price, would
sell his catch to the large commercial users and hotels. This causes a unique
situation, where in Ba, which is rich fishing area, there is little fish available to the
consumer, yet Ba fishermen would travel all the way to the Coral Coast to sell
their fish to hotels.

Fish supply was more acute at Tavua, Rakiraki, Nadi, and especially at Sigatoka
where no fresh fish were being sold. It was also noted that at all markets, fish on
display were never iced and fish were sold at a price for the entire fish, rather than
at a per pound basis. For example, Kawago at Lautoka, at the same time, were
being sold at 2" pounds for 70c and 5 ' pounds for 2.00 which is 28¢/Ib." and
36¢/1b respectively. (see Chart attached as Appendix B.)

Prices varied greatly within the Division, with Premium selling for between 17c -
67c; Grade 1 16¢ - 82c; Grade 2 10c - 58¢; and Grade 3 9c¢ - 43c.

All major hotels in the Division were surveyed, and the major finding was they too
could not get enough fish.

The hotels would like to plan menus with fish, but in so doing, they are
committing themselves to the pro-duct. They've found they have to offer fish as a
Chef's special, because of inconsistent supply. They import much fish to maintain,
supply and frequently call each other to shuffle extra fish back and forth.

Hotels are users of primarily Premium grade fish, notably Walu, and would like to
be able to get a steady supply of this grade.



As previously mentioned, many of the large commercial fishermen sell their
catches directly to hotels. (See Appendix C) However, the hotels are not assured
as to the freshness of the fish. An example is that Mana Island resort bought
several thousand pounds of fish from Waya Fishermen, More than 700 Ibs. of
fish turned out to be spoiled, and our inspection of fish in the freezer showed that
other fish in the freezer were not gilled.

All hotel catering managers were very receptive to having a source from which
they could obtain a steady supply of good quality fish.

All major retail outlets were surveyed in the Division, notably B.P.'s and M.H. in
all large towns. Again only B.P. in Lautoka was able to obtain fish from local
fishermen to sell at retail. ~All other store managers interviewed said they would
sell fish -if it were available.

At the Fisheries Division Terminal most fish is landed by Viwa Fishing Scheme,
and several self-help programmes.

These fishermen are becoming very discontented with this operation because they
realize they can get more than double their present landing price if they sold their
catch at a market.

CENTRAL DIVISION

In the Suva area, fish is in continually short supply, resulting in high prices,
especially towards the end of the week. Demand for fish is conversely high. The
market is a sellers market; with the vendor able to set any price and usually selling
his fist at that price or just slightly lower. As seen on the price chart, current fish
prices are extremely high, and with the current supply situation will remain so.
The vendors are operating at a very high return on cost, sometimes exceeding 100
percent.
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The commercial markct scctor in Suva, that is

hotels, are buying fish from fishermen at between 18-30c

per pound.

supply was

be willing

suppliers.

However, they all voiced complaints that their .

to pay more for continuous and consistent

equally as short as the market and they would

If supply is incrcascd in the Suva arca, prices

-will fall,

The exterminal prices to be proposed by the

Fisheries Division later in this report will be lower than

the present market pricce retail shop price and also help

to lower the price at the market by drawing some of the

dcmand away from it.

Section 5.
- NEW PRICING STRUCTURE.

It is the intention of the Fisheries Diwision to

inpiement new buying priccs for fish landed at its Teorminals

at Lami, Lautoka, and Labasa.

The following chart contains

the current and proposed prices by Division and Grade in

cents per pound.

PRESENT PRICES

* PROPOSED PRICES

Grade |Landi-~ Terﬁ Whoie- Retail [Land- {Term ‘Whole Retail
ng. Fee sale Ex~- hing Fee, |sale Ex-Tern
Fce. Bx- Term (Fee Ex-Tcrn
Torm,
Lani Preniuni 14c 3c 17c 20c 27¢c 4c 31c 34c
' 1 24c 4c 28c 31c
2 20c 4c 24c 27c
3 15¢ 4c 19¢c 22¢
ILautoka | P 14¢c | 3c 17c 20c P6ec 4c 30c 33¢
1 P2c 4c 26¢c 29¢c
2 18c 4c 22¢c 25¢c
3 13¢c J 4c 17¢c 20c
- I 1
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* Wholesale sales are for orders of 50 1lb. or nmore. An
additional 3c per pound is added to conpensate for handling

of small orders as proposed by L. Vidacus,

Section 6.

SUBSTANTIATION OF PROPOSED LANDING PRICES.

The prescent landing prices at Fisheries Division
Terminals have proven to be too low to attract most large
and snall producers who can casily find bettcer priccs at other
narkcting outlets. The prices paid arc now so low that a
fishcrnan could fish for six days, land the fish at a Fisheries
Terninal, but get more money if he fished for three days (as
he is doing now) and sold the fish at the market. The fisher-
nen have on many occasions sold their better grades of fish
at the market and brought the lower quality fish to the
terriinal,

The new cx-terminal prices reflect the current
narket situation., Beczuse of personal preferoncc, certain
species of fish are in greater demand., The new prices ref-
lect this demand and will induce the fishcrman to bring in to
the Ternminal the better grade fish, The price change is
also designed to attract a larger fish supply on a continuing
basis. It is expected that the fisherman will lond their
fish at the terminal as opposed to selling it themselves
at a nunicipal narket or to 2 cornercial uscr, where the
price and purchasc of his cntire catch will be guarantced by
Fisheries. Besidces this we hope that irmediate paynent will
recduce his turnaround tire and he will be able to g out and
fish again more quickly.

The prices have also been changed to induce the

Subsistence fisherman into commercial production. With new



All landing prices have been designed so that the
wholesale and retail selling price ex-terminal will
remain competitive with present market price within
each division.

Another factor causing the variation in landings 1is
transportation costs incurred by Fisheries Division to
move the fish from Labasa to Lami. Demand differences
between Divisions for certain species of fish are yet
another factor in price variations. The supply in some
areas of a certain grade of fish is wvery high, while in
others it is low. The price reflects this demand.
Thus the landing price can be lower at one Terminal in
comparison with the others. Local costing factors to
fisherman also affect the prices. Length of time to
reach fishing grounds equipment, the case of catching
have a great influence on the price paid.

TERMINAL MARKET FEE

The Terminal Market Fee has been raised one cent for
the following reasons;

1. Labour costs have increased considerably since the
fee was originally costed.

2. Fish selection and grading process will require much
more time.

3. The selection and grading will also involve much
more handling of the product, incurring

the additional expense of more ice and equipment,

* Report on Small Unit Fishing Schemes, Lars Vidaeus,

Section

REVOLVING CAPITAL FUND.

In order to fully implement this new price structure, a
revolving capital fund must be set up at each terminal.
This must be done so that the fisherman, upon landing
his catch, will be paid immediately. The fisherman
will be paid by cheque only, which can then be cashed
at the local bank.
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he can purchese supplies and go out fishing again very shortly
after payment, thus continuing a steady supply to the terminal.
The book-keeping will be under the direct control of the
terminal menager, who, in conjunction with either the Principal
Agricultural Officer, Executive Officer or the Fisheries Officer
of the Division will sign all cheques on a duplicate signature
basis,

It is estimated that cach terminal will requirec an
initial fund deposit of $5,000, This will cover approximately
20,000 pounds of fish per month, which can be easily handlecd
at the terminals. A1l procceds from sales of fish will revert
back to this fund at each terminal, to pay back the initial
amount and build up capital reserve,

Section 8.

TERMINAL OPERATIONS.

The Fisheries Division ig presently operating
landing terminals at Labasa, Lautoka, and Lami with a fourth
proposed for the Hastern Division. When the proposals has
been accepted their functions will be:-
te T> receceive bulk landings from coastal fishing
vesscls and purchases of the catch from the fishermen,
thereby relieving them of the cost burdens of
distributing and selling their catch.
2. To hold fish in storage when temporary gluts cccux.
3. To distributc the fish on a steady basis so as to
stabiiize market prices.
4. To act as focal wholesale selling points serving
not only ‘the urban retail markets but also other
wholesale buyers, i.e. hotels, restraunts supermarkets,

institutions etec.

T~ M T~ 1T A D2 el mmesd o YN o o mei b e = e ™ P T T S
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To service vessels and nunici pal markets with

i ce, and

To serve as the centralized point through which
fish inspection, quality, control, pronotion, and
marketing can be inplenented in a nore rational

way.



13.
Appepiiw C.
WESTERN DIVISION - LARGE HOTELS

WALU GRCUND FISH

Hotel Current Approx Weekly Current Approx Weckly
Buyin Denand, Buyin Denand,
Price/lb. Price/1b.
HIBISCUS .30 80 1b. 25 80 1b.
TANCA 30 250 25 150
SKYIODGE 30 100 20 100
FIJI MACOMPO 26 450 20 450
TRAVELODGE
(Nadi) 25 150 22 150
SCNIOVER 30 * 30 *
GATEWAY 30 250 21 250
KOROLEFVU 25 150 25 500
REBEF 25 150 25 60
FIJIAN 28 200 15 400
MANA ISLAND 25 500 20 1000
* NOT KNOWN. NEW HOTEL.
QUANTAS 30 500
B.P.Lautokn 23 200 17 450

TOTAL WEEEKLY DEMAND: 3830.
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PRICES PAID PER POUND AT MUNICIPAL MARKETS

\ CCNTRAL DIVISION

WESTERW DIVISION

Grade of
Fish.

Preniun
Grade 1
Grade 2
Grade 3

Suva

£5-90
40-50
35-40
30-35

Raiwaqa

45-60
40-50
35«40

30-35

17~21
17-20

" Ralkiraki

Tavua

16-26
10
9-10

Ba

25-32
23-33
21-58
28

Lautoka

20-38
17-39
19-33
15=-25

24-67
22-40
25-30

Sigatoka?

37-82
53
43

* No fresh fish at the Sigatoka Municipal Market,
snoked fish were being sold,



Appendi x A
Pl SH GRADES

Prem um

Bal ol o
Kawago
Kito
Mat anwa
Mul o
Nuqga
Vol aca
Wal u
Sabut u

Qade 1

Babal oa
G gani
*Dokoni vdi
Kwk aw
Kav
Kasal a
Kaci ka

Li dam
Mot osa
Manma

G ade \é’J u
—  Bu

Kasi ravua
Tevul u
Sabut udamu
U out o
Saga

G ade 2
*Bat |

Bal agi
Cor ocoro
Dr ekeni
*Donu
*Damu

Dro
Dul ut ogo
Qusubi

Quru

*8
* %

* %

* %

* %

Gade 2 (Cont.)

Kaua
Kol i ni wai
Kabati a
Kanace
Kava
Kalia
Kot o
Kuita

Lati ni davet a
Mat ar oko
Mat u
Mol i sa

Cse
Varivoce
Vet akau

Vol au

Tuna

Bel eni dawa
Kol ekol e
Sevaseva

Bubut e
Baba
Boi | a
Busa
Babal e
Bakewa
Bi cinii eai
Qunmu
Gebe

Dr auni kur a
Dabea
Dridri
Dani va
Davi | ai
Daudr a
Deke
Dria

*

*

QG ade 5( Cont' d)

Gaka
| ka Vuka
| ka Dr oka
Ji na
Jigjia
*Kake
Ki
Kai kai
* Kabooa
Kur ukot o
* Lewanat ua
Lokuca
Vat aga
M .t aba
Mal a
Novu
Qo
Qtawa
Rewai

R util ase
Sal al a

\er e
Vai

Deat her skl N

Viya

Vo

Yawa
Yavua
Yat al e
Soki soki
Kai kai
Cucu





