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CHAPTER I
INTRODUCTION

A Adm of Stuly

This is a socio-economic study of the weekly market system,
The verious veekly markets or pekan/pasar ssharl in Malsysis,
especially in the agrarian rural villages, show a unigque development
in that villages as well as towns (including villege towns and urben-
centres) which hold such regular markets exist in large mumbers. The
locel residemts gather their trade goods and products with the markets
in mind, and on market days these are either sold in the local market
or transported by travelling merchants to other markets. Likewise,
vhatever goods that are not available or are not produced by the local
residents -~ the necessary goods in daily demand as well as clothes,
hardvare and fruits - are brought to them from elsevhere, Vhen we
viev each of these weekly markets separately, we can see that because
these exchanges are confined to0 & narrow ares ond take place inter-
mittently, in time as well as in space, they play only a minimum
supplementary role in the rural economy and oven a lesser role in the
general ocomomy of the country., However, if we comsider the thorough
netlike distribution of these weekly markets as o media through which
& greet quantity of goods in demand are gathered and distributed; we
will then be able to understand how these markets develop uniquely as
the arteries of the rural economy.

From the historieal point of view, attention begen to be
given these weekly markets, their development aad distribution, after
ence in 1957 and with the formation of the Ministry eof Bural
Development in 1959 end its subsidiary, MARA ' ’
vhen the government took upon itsel? the task of promoting commerce
end industry among the Malays,

However, mo study which deals specifically wvith the weekly
markets system has really been made yet, but the few studies on
foirs, markets and peasant marketing in developing countries do coatain
some references to the weekly markets., Such studies, however, were
bound with the subject of peasant marketing as a whole that they tend
0 generalise upon the different types of market system thut exist
and neglect the significance of their existence, in the developing
m.nn!umhnf-ﬂdhthw&kmtmh-,w
vhere and whenever such a merket system exisbs.



The reasons for the lack of detailed studies are twofold.t
For eccomomists, peasaent markets ave obscure and unimportant in
comparison to the larger problems of the developing areas, little
informetion is available, and the difficulties to be overcome to secure
now material are so great as to discoursge extensive investigation.

The problem of peasant markets has also largely been ignored
by anthropologists, In the past they have worked mostly with
culturally primitive people living in gself-contoined units, This is
in part a result of tradition and in part of their theoritical
orientation; the preblems which interest anthropologists are more
easily handled vhen the number of people are small and the social
structure simple, Vhen s of larger societi¢s become more
important, both the itieal and practicel limitations make it
preferable to work with small well-defined units, usvelly villages.
These communities have relationships, ecomomic, political and social,
with the larger society, vhich of necessily has often been ignored
nrmummum;mmmnnmyumm
community units,

As a result the isolation of the local unit under study has
been artifieially overemphasised in many studies of peasant sociehies,
especially the ecomomic isolation,

This study concerns mot a community but o type of asctivity,
memtiammamﬁmmmmmi
places - end the people who ake part in it and most of the practices
such as bargaining, credit and the like. Although these people do ,
not all come from the seme town or village, it is implicitly assumed
that a1l of the commmities served by the weekly market system under
study are parts of one larger socinl and economic unit. By focussing
“mm,mot&onjn.m-smmumhu

them, ror_uuung-mwmwuapmumm.
culture that many of their charecteristies can be undersiood.

smm-u-m.—.dmmummmu
largely as o closed system, for the most part the writer have deald
vith the ecomomie problems in the nerrower semse end with those social
and oultursl fectors most directly related to them because of the
practicel limitations of time and resources availeble in the fieldwork,
and also for the writer's lack of economic and social theory.

Be Azes of Study
The ares Shosen for this study is the Coastal Districts of

1,11¢ce Dovoy, Poasant Marketing in Java (New Yorks Free Fross
of Glmo. Iﬂ.o, !”2‘.

.



Selangor, nemely the districts of Sabak Bernam, Kuala Selangor, Klang
and Kusls Langat. There are no special reasons for this choice but
for the simple fact that the writer lives in Klang and these districts
are of easy access to him. However, for purposes of representation
and :lzuuit:l.ution, the area of study has been divided into four,

vizs :

(1) T -8 which

jncludes that part of the Kuala Selangor distriet
north of the Selangor River and the district of Sabak

Bernam.

(2) . gmuhﬂﬂsm_";m“umum
Kuala Selangor Dis et south of the Selanmgor River.

(3) The Klang District.

(4)  The Kuals lLengst District.

It is impossible within the limited time and resources
Mm.uoﬂmuonnﬂivsmm'mym
market that operate in this ares.” ,g guch four markets were chosen,
::lyﬂn markets of Tanjong Karang, Sungai Buloh, Port Swettenhem

Panting, These markets were chosen under the following eriteriat~

(1) to represent the district/ares under study.
(2) to represent the economic aree under study.
(3) for urban and rural comparison.

Hence the weekly markets of Tanjong Kerang, Sungail Buloh,
hﬂmmmnuungmmumnuuu:w-w.
respectively, They are more or less similar in size in terms of the
number of traders and customers in them.

Bas Th.ndlyn:hohofl‘udmhﬂu,huﬂhlokaﬂ
. ting are rursl in character, situated on the fringes of their
two~rows' village towns, - The economic activities in these rural
ru is mainly agricultural. Nevertheless they have their differences.
the Tanjong Karang = Sabak Bermsm Area the mein agricultural
activity is padi farming, in the South Kuala Selangor Area it is
amtrm.mmmmnmuummmn
Emunuurfummmm. However certain

2500 Map I.

3
See Table I and Map II for the various markets operating
in the area of study.



TABLE I
LIST OF WEEKLY MARKET PLACES IN THE

SELANGOR COASTAL DISTRICTS

District/Aves

Place Time

Day Study
Sunday Tenjong Karang = Sabak (1) Sungai Nibong Morning
Bernan Area. (2) Parit 6 (sg.
Desar) Morning
South Kuala Selangor
District. (3) Sungei Buloh Morning
Kuslae Langat District (4) Benting Horning
Monday Tanjong Karang = Sabak
Bernem Area. (5) Zgnjong Kereng  Mewning
Tuesday Tanjong Kereng - Sabek  (6) Bungai Dorani Morning
Bornam Aren. (7) Sungai Tawar Moxrning
Kuala Langat District (8) Bukit Bangkong Morning
Vednesdsy Tanjong Karang - Sabak
: Bernam Area. (9) Sungei Besar Morning
Kuala Langat Distriet  (10) Sepang Morning
Thursday Tanjong Karang - Sebak (11) Simpang Lima Morning
Bernam Area. (12) Parit Bharn Morning
Priday Tanjong Karang - Sabak
Bernam Area. (13) Pasir Panjang Morning
Klang Distriet 14) Meru Morning
15) Port Swetbemhem  Eveming
Saturday Tanjong Karang - Sabak
Bernam Area, (16) Sebak Bernam Morning
Klang Distriet (17) Kapar Morning
(18) Kleng Evening
Kuala Lengat District (19) 5ijangkang Morning

Notet The market places under study are underlined.
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sgricultural sctivities are common to these areas, they include
fishing, coconut farming and subsistence vegetable gardening.

Very little amount of pedi, coconub and fish are consumed
locally, Most of them and all of the rubber and coffee are sold for
coshe More than 90 per cent of ihe population of these areas depends
on these agricultural activities for their livelihood, It is not
off the mark o say that theme commmnities are quite typieal of the
rural society in the couniry.

The urban market and urban community that serves ns o
comparison is that of Port Swettenham, The market place there was
opened in 1965 and it is situated in the midst of the town. There is
a eoxp of people here who are permanent residents, bui together with
them there is a significant portion who are tiransient settlers',

Mlivhnmmungtogotmpmihonm. Most of the
working people have their occupations mainly in Port Swettenham itself
or sround it. Their occupations are varied, renging from unskilled
menual labour to top port officials, but most of them are employed as
memual labourers and clerks with the Port Authority and other business
concerns. As such the setilers horcmnh.‘lgintholmrudlimc
class categories.

Co Mothod of Study

The anthropological and sociological method of participant -
observation, interviews (formal and informal) and questionaires were
adopted in this study, Of these methods, the participant technique
end informel interviews were extemsively adopted, especially for the
markets of Tanjong Karang, Sungai Buloh and Port Swettemhma. In these
three markets the fieldwork had o be done by the writer slene, and
“ﬂiﬂuhlmmuunﬂuuuusmunldcunnum
problems that he had to fsce, the writer justified the use of these
techniques extensively. A significant number of traders and customers
mhhm“wﬂmm-omsmmaw
vriter was sble 4o gather further informstion aboud other traders end
people vho frequent the markets, Nevertheless quantitotive dete were
elso collecteds, from a cross-section of the ireders, by the @se of
questionaires already prepared before hand. But such of the information
gathered yere through the informal interview technique.

As for the Banting marke®, the writer was aided by thirteen
student helpers and four lsboratory assistants from the Faculty of
Economics and Administration to eollect quentitative date from traders
as well as customers through questionaires already prepared; and
m;motﬁomhuofpnphuhﬂuthourhtpluo
The writer is deeply indebted to these helpers, without whom the last
tvo but one chapters would not be possible.

-6-



D. Problems of Study.

The problems facing this siudy were many and varied., The
biggest problem was the problem of gotting the most accurate informe~
tion aveilable., As o socio-economic study the writer was interested
in getting not only accurate jnformation on pure economic activities
but also information on the social and cultural factors affecting
or influencing these activities. The information desired was always
hard to come, There was o general tendency among the traders, and
$0 o small extent smong the customers and others who frequent the
merket places, te be cautious end suspicious of any person, what more
a stranger, probing into their activities. This was enhanced by the
£aet that the writer lacks the knowledge and practical training in
fieldvork necessery to creste the rapport that is gssential in such
s situstion, OQuite a number of respondents, especially the women
traders could not fully grasped the intention of the writers For
exemple, an aged woman trader, after listening attentively to the
yriter's intention of an interviev with her, turned around and sald,
:m you asking for alm?", Further elaboration brought this reply,

Are you going to sell something to me? Please, I have no monoy."

Nevertheless, the majority of the people approeched were
responsive and cooperative.

The problem then arise with the non-Molasy traders. They
m.mnvumrﬁmm.mnmhmamm
markots and o pumber of them flatly turned down the writer's request
for sm interviev. But the writer managed to interview some of them
end from the several visits made to these markets was able to create
aMh;ﬂyuhﬂnﬁipdﬁMWaﬂﬁmthﬁd
the writer wvas able to get some information, if not all, about their
unresponsive counterperts.

Mhmhﬁ“ﬂh“tﬂmﬁnnmm
the non-Malay treders was very unfavourable. They composed mainly of
ﬂmaﬂmﬁcuvhomﬁmtnﬂmw&ﬁwh
sirangers probing into their activities. Information on these traders
mnmrdmmm.mhmrumtuw)mm
mmmuq-mmmu-vinuuu.rqmmmnl
Sungei Buloh markets. Due to this problem the writer was nob abl

40 any breakdown of date on ethmic basis.

e %o
Bighi!mthnhrtihonﬂumhuhfhﬂutm
M1Hm.nmhrihtnimhwchﬂunﬁlym
mum.gmnmumwmmum
munmmuu-mmm.ummouwum
mauutmmm&ummlocdnmtphn. The
ansvers were usually vague. It was either they need extra
income or to make a living. The writer, however, believed that there
are other complex reasons (sociel as well as economic) other thon these

-T-



simple, straight~forward replies. These reasons are discussed in
greater detail in another part of this study.

Inquiries into the social end cultural aspects of market
practices are very hard for the simple trader or customer to conceive.
As such the writer have to depend a lot on observations as well as
reading materials available on such practices.

mlnroblumn-nhnutfmtwhu“omhm

question of incomes In addition to the trader's umwillingness o tell
his/her exact income the problem was further complicated by the fact
that no trader can give o definite amount what he/she receive per
market day. The amount of inecome receives would depend on several
factors such as the mumber of sales made {which further depend on the
number of customers in the market) and the time of the month or the
year, Under these circumstances any estimates of income made are Very
rough indeed. ;

Beside the problems of response and aceuracy in the
information and data collected, there were also the problems of the
right $ime for interviews and the formulation of the questionsire.

A markot usually started about 6,30 in the morning when the traders

start streaming in and ends o couple of hours nfter moon. For the

Banting market it ends sround moon, The Port Swettenhem marked

operates in the evening from about 6,00 pems t0 about eleven o'clock.

By the time the traders unpacked and arrange their goods the customers
about an

aspects
been entertained. For such things, the writer tried his best %o recall
uu-m(mmobmwmmmmm-nm-)
%0 £41) in the gaps wherever possible and necessary.

4See Appendix III and IV.



I+ is noticed thaet there are many problens that hod to be
foced in order to get the informetion required for this study. Since
most of the informatiom, if not all, were taken £rom its primary source,
the writer has tried to sieve them by checking end coun
vhenever and wherever necessary NEUUSSERy and possible, %o make
certain that all the information and deta collected sre as accurate
28 possibly could he. It is on the basis of such materials that the
rest of this study is made.

Ee Definitions

The word ‘market' or some similex one derived from the Latin
mercatug always refer to ihe place of contact or methed of contact
between buyers end sellers. The contact may be relatively simple,
direct and personal, as in a markel place end former's roadside
market, It may be a highly organised institution such as those for

In economic theory the word 'marked! refers to the general
conditions under which buying and selling are conducted. Several
types of market arve distinguished., At one extreme there is the
perfectly competitive market and at the oiher exireme there is the
perfect monopoly, and in between these two extremes there are a number
!:! internediste forms. However, the economist's usage of the word

market! is specifically and elearly an absiraction vhieh can be
epplied to empirieal situations only spproximately and with certein
modifications, L.M. FPraser writes:~

"The word ‘market’ meed mot detein us long. In econonmics

not a partieular building or locality, but a state of affairs,.
is o "market' in o commodity (i.e. a commedity class) when there
amuwmmummmtyﬂumm
lvouhhuﬂutdbymhd:imdmmoﬂurh The
-muw‘mﬂmmwmmmw,
ability to use i%, of vhat every seller is demanding, and each
has full knowledge, and the ability %o use it, of what every

is offeringessese

Both the comespt of a commodity class and the concept of a
perfect market are essentially sbstract snd *functional’ terms. An
approximation to their reslisation is to be found inm the financial
world....... . But outside this circumseribed area the conditions
Wilmﬂbymmmofmwuuummthbotmu

all their purity."?

e

t

4]

th

i

5L.M. Praser, ; . (Londont Adam
and Charles Plack, Lide, 1937), PP. 131=133,

-9 -



¥Vhere these conditions do mot exist, there are imperfect
markets of all sorts. But even then these are model-building
abstractions obtained through the conceptual alteration of limited
varisbles, At most they cen be applied to small sectors of the economy
but not to the real econmomy as a whole.

Paul Bohannan and George Dalton seem closer when they write
of the applicability or inapplicability, as the case wight bey, of the
'mevket principle' to those institutions which they are empirieally
examining as market plun..6 Market places are sites with social,
economic, cultural, politicel and other referents, vhere buyers and
sellers Eor perhaps exchangers of other types) meet for the purpose of
exchange, mamumammmtmzu is highly
:;rhuo, but it may be that market principles are seldom wholly

For the purpose of this study, the writer choose o follow
this view, that the market is taken to mean as o market place or siles
with social, ecomomie, politicel and other referents, vhere o number
of buyers and sellers meet at fairly recurrent intervel to do business,
under certain rules and regulations, in or at the most a £ kinds of
goods and where the contact between buyer and seller is reatively
simple, direct and personal.

Zoirs and Veekly Markets

Meetings of buyers and sellers at intervals of three, six

or twelve months are called fairs, while meetings at fairly frequent
intervels are called markets.

Markets oceur daily, at three or four days intervel or at
the most at a weekly intervals. It is the market that meets at a
veekly interval that this study is concern with, as is eit in its
caption, The general nmame given to this weekly market s pekan/pasaxr

mmnm;mmu«wmmm
market, and it 4 lied here one day of the week. The most popular
market day (or(mite for that matter) is Sunday and the various merkets
uomumwmmﬂmwmm

%

6paul Bohannan and George Dalten, m%m
(Bvenston, 111.: Nerth-Western University Press 1962), pp. 1-2.



CHAPTER IT
HE VEEKLY MARKETS: A GENERAL BACKGBOUND

Origin

One of the oldest snd most ubiguitous institutions in
human soeiety is the market.! Each society developed its own variety
of markets, such as the cotton marked and the sericulture market,
One of the unique developmenis in this ingtitution on the Malaysien
scene is the weekly market, It is mot elear vhen such a market system
developed, but it is believed to have existed since the feudal ages.

Ititonlyuturdhumthﬂ,ingmd.mm
Mnnonuuiﬂdnmprdumtmvoﬂduumhmo
of poods, In ages vhen the volume of trade was small and transporie~
tion aifeicult it was good for sellers to kmow thet if they took their
m;hammiunumwwwmum

gathered there., This knovwledge centralised supply and demand, saved
time and stimulated production for sale.

Produce vhich became available only at certain seasons such
2s certain fruits, young livestock, grains, ete., could be disposed
off st the end of the productive peried in an emmual fair,
ties vhich were being produced the year round such as eggs, fish,
handierafts, doﬁ.l,ck.unldnndub.nuhm“nnﬂyd
& market, Purther, while a producer of seasonal commodities would
M*m;louﬁlphsmhtﬂrmo.you.ﬂnnuu-o!
Mlﬂﬁnumd“mﬁnoulyu“mmwnm‘tm
humutmoﬂhqdnnﬁnmivsndwunsm-
to market, selling them, buying what he required, snd then

Itmmmtothmmuihnlm“
foudal ehief o build @ market place on his land,, Such a market
Pluowﬂdmtanlyummvulumhidnﬂnmmn
social, political and economie benefits. It seved the villagers time

1o ibe Yoshinori and Yamane Yukio,

he Sung, Ming end Ch'ing Period (Occasional pepers of Rasearch
Publications & Translation, Institute of Advanced Projects, East-Vest
cm. Ml‘l‘. ‘W’)l
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and money spend for irips to a far distant market place and encourage
them to grow more for sales. For the sellers it served to centralise
the customers at a point of time and space. For the owner it gave
him prestige, pover and income in the forms of stall dues, tolls and
other charges that he might levied for the use of the facilities of
the market place. Hence the weekly market system would not only
centralised supply end demend but also save time and stimulate
production for sales.

However, for such a market 4o work, the market place ghould
be built on sites where they are accessible, for sellers and buyers
alike, Gemerally, they are either held in village towns within rurel
commmnities or at important traffic cenires such as the intersection
of mein rosds, junctions, jetties or the confluence of two rivers,

Vhile fairs are located relatively wide apart, the weekly
markets have to be thickly sprinkled over settled areas, If, however,
they became too numerous, mmqmoxam-h.m

dues and other charges, Thus market places are usually held at a
ﬁndum:tmmmmrerumbudsdﬂhﬁndm. In
Malaysia the latter method is adopted so thet someiimes in one area
o market is held on each day of the week. A good example is in the
Tanjong Kerang - Sabak Bermam Area (see Table 1 )s As such these
markets are known by the name of the dsy ik operates. They ave:

(1)  Passr Minggu or Ahed (Sunday Market),
(2) Pasar Isnin (Monday Market).
(3) Paser Selass (Tuesday Market).

(4) Pasar Rabu (Vednesday Market).

(5) Pasar Khemis (Thursdey Market).

(6) Pasar Jumaat (Fridey Merket).

(1) Pasar Sabtu (Saturdey Market).

This rotative system is sdvaniageous both 40 the sellers and
the buyers, For the professional sellers it gives them the opportunity
of doing business seven days a week, For the local part-time farmer—
cum-irader it reduces transportation cosis in the sense that he or she
need not travel u.mmusumtaumu-tn- or her goods
but can wait for the lecal market day. Furthermore, the customers too
Mntmhuuﬂmimlnuhmmummmt.

mwﬁumwtnm-mumnm



hands of the feudal chief or the owners, usually the owmex of the
land on which the market was situated. Sometimes a person might owm
the market place but not the land. In such o case a rent for the
landlpmhadtohpddtothohnuoﬁmdmﬁmanpmw
of the income from the market place. The owner of the market place
was therefore responsible for keeping peace and order in it and for
the settling of any disputes that would arise.

Usually, the ownership of the market place were either in
the hands of the feudsl chiefs or the Sultens, for, in the feudal
m!hnmoﬂn)nrhvhomuuninmmdm
monopolisstion of any trading ectivities in the Maley States,?

Fresent Development

Vith new developments in the politicel, economie and
sidministrative settings efter independence, o gredusl change wos seen,
in the weekly market system, towards adepting itself to these mew
chonges, At the beginning the market places were placed under the
charge of the Town Boards or the Local Councils, which were responsible
for the collection of stell dues, repairs and renovations as well as
the formulstion of rules and regulations for their smooth operation.
Put there still exist markets owned by individuals or groups of
individuals, vho are earning an income from them as well as are
responsible for their upkeeping.> '

However, the tendency today is towards centralisation. The
government, in its pursuit to uplift the economic conditions of the
Tural population and to encourage and promote commerce and trade among
the Malays, has seen in the weekly markets as one of the means to this
end, MARA , formerly RIDA (Burel Industrial
Development Authority), is today the body that is charged with the
Mdmmotmmmm-ﬂmm
the old with new ones.

The management of the market places is then left to the
diseretion of the District Officer. But the generel tendency is for
the Distriet Officer to sppoint a special Committee to look over the
offairs of the market place. This Committee is then responsible for

2 ichard Vinstedt, The Malays-—A (Routledge

end Ksgam Paul Lid., London 1961).

’A colleague of the writer, making the
revealed that some of the markets he studies were owvned by individuals
(landoyners) and groups of individuals who called their underteking as
& cooperative one.
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the formulation of guidelines as to how the market place should be
runes The mm:ﬂdl&nnuutmaﬁdugommtrwom
but is used to pay the necessary wages to the stell fees collector
ond eny edministrative cost therein incurred. The remeinder is then
used for repeir or extension if necessary end the rest of the
acoumilated smount put into a fund for extensions of scholarships to
needy Maley students, with the children of the froquent Malay twaders
in the market places as the first preference.

The centrelisation end unification of the weekly marked
system is still in ite initial Mluhﬂhntm-mudﬂn“
of other markets which has yet to come under the sponsorship of MARA
mmmmuu-ﬂummuwumut. The Sungal
Buloh merket for example, which is a MARA sponsored project, has been
Mm:m-mwlwmmnuﬂomummm
collected are trested as government revenue These inconsistencies
and non-uniformity of practices can be atiributed to the trensitional
process, wvhich in the end would be solved.

Wﬁomiﬁnommtuhmmmhmo
of goods, utw.mrm:nmmumuu
incorporated into the overall government policy of promoting commerce
and trede smong the Malays. Also incorporated in this new approach
is the of the market place as a place for the promotion of the
arts and culture of the peoples The Pirst step daken towards this
objective was the rehebilitation of the weelkly mavked place in the
federal capital itself. Here, a stage, of traditional Malay
architecture, was specially set up for cultural perfomancess Other
mmrmuummtpzmummu.nm
mmum.yum-m.mmwﬂm-
eraft developments. :

Hence, it con be dedugded that the purpose of the weekly
market place system today is thwpefolds-

(1) To facilitate the exchange of goods.

(2) bwummmmmmmrm
(3) To promote the arts asd culture of the people

and country.

k-tud'thmnmummm1:rnm. The
mmzummamuummm”tuum
a8 it is still in its infent stage.

Bules and Regulations

No fixed and fast rules ecould be discerned for the weekly
market place systems Iii-undlythomumthoﬂv—th

-



Distriet Office, the Town Council, the Local Council or the Committee -
that sets the rules. Such rules end regulations can be sumerised as
followsi=

(1) No selling of imported commodities other than
manufsctured products in the market place.

(2) Erﬁytnﬂuhuhwutﬂhrthomer
perket facilities i.es the space in the markete?

(3) No treding outside the market place compound.

Mmut&ru:du.mﬂrﬂMmMﬁhrMh.
The third rule, m#»mummum«nnumms
place compound, however, is aifficult to enforce. Lack of space in
mmtpluomnumﬂabbmumthopmum :
m-m1ummmuv'umummtuummmu
anmuidmaulo;aﬂmhuldhmmmuml
umutmm,-nrmummmmmmtm
Mm--mmunt.uuw.mo:mum“
they are in & more advantageous position. This will be diseussed in
another part of this study.

FACTORS INFLUENCING TRADING

The nature of the wookly market system or any other market
system for that matter, depends on the characteristies of the trading
communi ty: ﬁonuofthopo’nm-n.mdudmm-nu

specialisation, Also importemt but less easily analysed factors axe
ﬁonnluuuumnunmumx.n—mm the size of
“'fldlymimm”hhnnu-hmﬁmmu
%Miu.u.m..muefnm“mumm
fomilies or other groupings within the society, and the attitudes
towards produetion, consumption and investaent. The other gread
varishle is the level of 'economie development' of the sociely, vhich
is generally comsidered to depend on the degree to which the soclety has
WMWdemuWanu.

“l5 e



purely ecomomic grounds.

The £irst group of factors and the level of 'economiec
development! of the society, the writer vill tern as the ‘infre-
economic factors' and the latter the 'social foctors' that influence

mo

The Selangor Coastel Distriets, comprising the districts
of Sabak Bernam, Euslae Selangor, Xlang and Kuale Lengat, has aon area
of about 1,500 square miles and & population of neerly half a million
scattered gquite evenly over the whole ares, mostly in rural villages
and small towns. Momdrwhmiuhhdhum gnd the
average village, which may have as many as 2,000 to 3,000 inhabitants,
usually lies only a few hundred yards from its neighbour, Moreover,
todeay, no village is more than seven miles from the nearest town
(urben or village town) and is in daily contact with the townss A
network of paved roads brings the soaller towns and many of the
villages into touch with the larger urban eentres in and out of the
erea of study. There is only one reil line linking the towns of Port
Swettenham and Klang to the federal cepital, Euala Lumpure Between
the villages and within them a constant stream of cars, busses, motor-
¢yeles, bicycles and people on foot extend the trsnsportation and
communication network to the furthest cormer of the remotest village.

.. The majority of the rural population is Malays, mostly
imigrants and direct descendants of immigrants from indonesiae
is o technologically simple peasant socioty with a largely illiterate
egrarian population, However, the villages are not economically self-
sufficient but depend on constent commerce with the larger socioty.
The Chinese in these rural areas are either shoplkespers, middlemen or
formers specislising in cash orops such as vegotables. There are Very
fov Indians around except in the estates. :

For the urban ares, chi Port Swettenham and Kleng (and
for the village towns in that matter), the Chinese forms the majority
of the population, followed by the Malays and Indians respectivelys
hﬂunmmﬂmlmmﬁomuuﬂdﬂumh
commerce and industry, and in government depertments.

uummuuummm-.mmaw
mt-mmnw. Padi farming is prominent in
ﬁ!um,mmﬂmrmhmmmwmruﬂwﬂn
farms in the southe mz-mwwmm In
addition to these sctivities, one could also odd mixed or village
!ﬂu&nﬁinhmvh(otnpﬂlﬂn&tnﬂsuﬁmhm
of livestocks, more for subsistence than for sale.



The soil is very fertile and cen be made to produce more
thon is needed for the maintenance of those who work on ite At the
same time, the widespread practice of cash eropping for both the
internal and external markets means that the farmer is a highly
spacialised worker vho grows a limited range of crops and so cannot
hope to furnish his family with all the goods they needed from his own
lend, There are also a significant part of the population who ave not
formers bub rendered their services to some of these farmers and
ostates in return for a monetary ages Thus, although the majority of
the people are farmers, the vord must be understood in much the same
way that it is used in the western world, that is to say, these farmers
are speeinlists in producing rav materials while others in the society
specialise in turning the rav materials into consumer goods and
finished products or in rendering their services, directly or in-
directly, towerd such performances, This highly developed division of
labour mesns that no family or persem is economically self=-pufficient,
everyone buys meny of the things needed in daily life. Thus everyone
depends on cash and the national currency is used in all phases of
deily life to purchase s vast arrey of goods. Purchases consisi of a
great variety of things, some produced within the area of study or
within the country itself and some imporied from abroad and these
ﬁ:rchm: are made with the money received from wages and the sales

Crops.

The average towvn dweller, who depends emtirely on vages and
saleries, must buy all his daily food and : other necessery products.
Even the farmer buys n remarkable array of foods: salt, sugar, cocomub
oil for cooking, spices as well as varying amounts of staples which he
hinsel? has not rasied or which he has been forced to sell to obtain
cash wvith vhich to meet more immediate needs.

Everyone must buy all the clothes he uses, some imported
end some made locally, All tools ineluding ploughs, hoes, sickles,
knives and kitchen utensils from iron frying pans end copper kettles
t0 coconut shell dippers, spoons and forks, are bought., Many of these
things are produced in small industries or ere made by artisans in
cottoge industry esteblishments. There is also a grest demand for
imported products such as buttons, threads, pins, soap end toys from
all over the world.

The magnitude of the problem presented by the need to collect
and distribute these goods is appreciated vhen one considers the
distribution of the population. Industrialisotion is still in its
infency stage end this means that there are fev congentrations of
consumers (such as concentrations of consumers in urban centres) and
centralised production points. Production of hendicraft goods is done
by small, scattered unmechenised units, and these goods mst be
distributed to an equally scattered population. Thus, this difused
society must be held together by a distribution system or mechanism
which lecks much of the advanced technology, the $ransportation and
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communication network, the capital resources and the commercial
techniques available to the western worlde Our community, though
composed of small, scattered units, produces and consumes large
quantities and s wide veriety of goods.

The weekly market system, as a supplement to the other
existing market systeams, accomplishes its task by substituting
plentiful resources, cheap unskilled and semi skilled labour and
local knowledge for the expensive and insccessible resources which

This substitution is made possible by the bresking down of

the total task into o series of much smaller tasks, each of which can

by a single person or a small group of persons, working with
o simplest tools and a minimum of eapital, Each person or :
group does & small portion of the total task and then passes the goods
on to the next person or groups In this vay, vhad available resources
ere used to substitute the more sophisticated ones as exists in the
western world, to collect and distribute the goods from scatiered
production points to an equally scattered consumption peints.

Ihe Soeiel Fectors

The soeial structure of the community affects the economic

:?\llsun just as the economy affects the commmity's social aspects
{ '

The Malay community lacks large, stable toorporate'? groups
vhich might serve as a basis for large-scale economie cooperation.
There are mo classes, age grades or castes; and the neighbourhood
groups, soeial classes and other groupings do not join people inte
mutually exclusive groups set in opposition to other similex groups.
Kin ties are oo diffused to make the extended family an effective
group, so the nuclear family is the almost universal economie unit.
The average household is composed of husband, wife, their unmarried
children and occasionally another dependent, a divorged dsughter, a
vidowed parent or an aunt,

The Malay family is neither patriachal mor matrilineal. It
18 biletersl and the kindred is an ill-defined unit., Outside the

5'!1:- yriter is using o simple definition of 'eorporate’
group, hdmuamdmlommomﬁahﬁ:lnm

puportynlwhonmutmmotuﬂﬂiyhnhmn
property (or more) of their number

of one
of them for the purposes of this Jjoint



same neighbourhood, labour exchange, casual help and visiting; though
emohg treders business essociations may maintain relations with
kinsmen living at a distance, Ties wvith & weelthy or influential
kinsmen are kept cup, even vhen the relationship is fairly distant,
becanse of the desire to receive patronage. But even vhere ties are
maintained they are of interest only to the individuals concerned and
do not become the basis for corporate groups or actions.

Extended kin ties and neighbourhood groupings are more stable
and more important in the rural villages than among townsmen. Farm
lend is worked in common by members of the nuelear family, and even
after the parents die the sons may work it jointly for gome time.
After the lend is divided labour will be exchenged emong the members
of the younger generation. Such labour is also exchanged amoRg
nedghbourhood or village groups, especielly during time of harvest.
Thus the need for workers in itself helps to stremgthen kin and
neighbourhood ties,. Nevertheless, corporate groups do not emerge,
even in rural areas.

Among treders the economic situation offers mo such besis
for building » corporate group. Competition among all merchants is
virtually free and the control of capital, the major scarce Iesource,
is not concentrated in the hands of ome person OFr any one group of
persons, muuumumamnummmtm
and the ties formed tend to be highly individuslistic, The demands
of husiness, vhich forces many traders to travel %o other markets from
time to time, staying awvsy for days, weeks and even montha, further
broken local ties, Thus smoung traders there ave no sieble groups
larger than the nuclear family. In fact, gince in many sorts of trade
an individual can operate more effectively elone, the economic base
of the nuelear family itself is wveskened.

Islem is the common religion professed by the Malays. Many
writers viev common religion as a factor for the strenghtening of
neighbourhood orgenisations. Nevertheless, it does strengthen ties
and organisstional setivities but it is ineffective in pooling capital,
securing loans and the like.in fact it has o reverse effect in these
fields, especially vhen they are related to usury and interests.

contrast, They waintained close relationship with the extended fomily
and have ous types of corporate groups based on dialects and
clonship,b Family ties ere the main foree in the moulding of corporate

S2tien Ju-Keng, The Chiness of Srmmk A Study of Soslod
Structure (Momographs on Socisl Anthropelogy Noel2, London Sehool

of Economics and Politicel Science, London, 1953),
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groups in this community. They are reenforced with dislect and
vegional relationships. Within the verious groupings which forms the
Chinese community as » whole, ties of kinship and comembership in the
various types of associations reenforce and are reenforce by the
commercisl relationship so that e sories of closely knit communities
is created, vith conneciions reaching all over the country and offen
Thus the Chinese dialect, clan or regional associations are

used as o basis for extending commercial relations beyond the nuclear
fomily and local group.

This lead to an importent observation. Meny people,
believing that the Melays %e have large extended families, feel that
this is detrimental to economic progress since the profits fyom &
fomily business have to be shared out even o those who have not help
earn them, This is said to hinder individual initistive and prevent
the formation of capital. But the Chinese have {urned these groupings,
o180 based on non-commercial oriteria, to advantoge in trede.
them capital is pooled, credit extended and fovouved treatment given
o fellow members - important adventages when competiiion is fierce
and profit margins marrovs Thus the presence of social groupings based
:ll on:iut:” ties mey not be detrimentel to business under certain

Ons.

. The solidarity of the tightly organised Chinese groups is
further reenforeced by social senciions and isolations if o men is
found irresponsible and dishonest. A merchant who has promised to
deliver a certain smount and quality of goods on a perticular date
will make every effort to fulfill his commitments, This assures the
buyer f£rom uncerteinty of supply, end therefore free hinm to go sheed
with the resale of goods knowing fully well that they will be
aveilable, A men asking for eredit normelly goets ity and the creditor
knows that he will be repsid. This ethical code therefore lower costs,
froe the flowv of goods and reduces risks.

Such ethies is enforceable since the relationship extends
out to other groups. Thus few defaulters can escape the sanction that
he will face wherever he tries to escape in the counixy. But for the
Maley defaulter he cen ensily run sway to another village and stert
anew singe the ties are mot as videspread as those of the Chinese.
This lack of effective soeial senstion the Melay community
therefore resulted in the reluctsnce to pool capitel and extend .nut/

to others, ! )’”"\ {ppiat Unbalethng o '
. THE_VEEKLY MARKET PLACES
UNDER_STUDY
The market places in the rural aroas are built on sites
the village towns. (See Maps III, IV and Vi), This is &

positional advantage in the sense that they serve as a convenient
converging place for customers and traders alike. Furthermore, it
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should be noted that these weekly markets is merely o supplement to
the other existing market systems, and as such should be placed in o
place or near a place vhere the people usually de their purchasing.
However, for the urban centre, the market place is situated somevhere
in the midst of the town itself. It is meant to serve the town ab
large snd a central position is adventageous as it would be easily
accessible from all quarters. (See Map V).

The most prominent structures in these weekly market places,
urben and yural, are the rows of shed on raised wooden platforms
vith tin roofs held by steel or wooden poles but otherwise open. For
the Port Swettemham and Sungai Buloh market places, wooden platforms
on the ground between the sheds is another pormanent feature. These
wooden platforms on the ground are uncovered and are laid against the
sheds on non-market days. The straight row of sheds vary in
arrangement in the different market places but they do not exceed more
then 25 yards in length, Spaces on the platform as well as on the
ground in the market enmclosure are rented at o rate of 20 cents, 50
conts and one dollar for each market day, the fees determined by the
amount and kind of goods the traders bring into the market place,

Hmr::n. for the Port Swettenham market place the rate is a flat 30
cenis, .

Legally, traders trading outside the market enclosure would
not be subjected to rental fees of the spaces occupied, but practically
this is not workable and unfair to those in the enclosure because for
them there might be lack of adequate space in the market enclosure.
Normally the fee collector subjects them to the some ireatment as those
m‘. - !

One importent point to note that the physical size of ihe
market place hmnm-ﬂaorihduotﬁomhthtmot
traders and oustomers. For example the Port Swettenham morket place
is about half the size of the Sungei Buloh market, physically, but the
nunber of traders, in and outside the market place, do not significantly

Vhen one walks into any of the market pleces, it is soon
obvious that they sre roughly divided into aress or sectors each
specialising in a particular kind of product. This is not & hard end
fast rule but it is the gemeral tendemcy. No doubi sertain sectors
are allocated for the sales of certain goods but vhen it comes to the



as it is adventageous for all traders to be easily accessible. OUnce areas
are esteblished ties of friendship and meighbourhood among the traders
tends to perpetuate the clustering.

Maxkot Days

The terms weekly market implies that these markets operate
on & weekly basis. One day of the week is chosen for the operation of
the market place and beside the general name, pelan/paser sshari, bo
denote these market places, each market place, on the other hand, is
known by the day it operates. As such the Tanjong Karang morket plece
is known as Paser Isnin (Monday Market); Sungei Buloh and Banting,
Emm Sunday Market) and the Port Swettenham market place
as Pasar Jumant (Fridey Market). The market dey is fixed so that it
does not clash with other market days in neighbouring areas, as far as
possible, so as to maintain the number of travelling merchantis aveilable
%0 operate in each market,

Mt Hours

The three rural markets operate in the first half of the day,
beginning from 6,30 in the morning end ending avound 2,30 in the
afternoon, with the exception of the Banting market which is o very
brisk market and ends somevhere around moon. However, even after the
normel market hours one could still find a few traders in the Tanjong
Karang end Sungei Buloh market places i1l late in the afternoon,
Others would have either packed up and gone home or moved (specially
the cake sellers) to a place in the village town to dispose the
remainder of their goods not sold in the market place.

The morning hours are suitable for the rural areas in the
sense that even if the market day do not £all on a holiday, the
villagers would still find time to pay o visit, as most of them ave
self-employed, Further, to hold a market at night would not be
fousible as transportation between villages after dark virtually ceased
to exist. But for the urban market, consideration is given to the
sbove two factors. As such, the market is held late in the evening,
to eater for the people after a hard day's work in the office, The
Port Svettenham market opens between 5.00 pemes $0 11,30 pems

The difference in the market hours between the rural and urban
markets, plus the fact that the ecomomic activities of the commmities
are of two extremes — one is agragrian and the other commercial and
industrial, clearly implies that differences exist in other aspecis as
wvell, In the first place, the urban market rarely deals in deily
necessities such as fish and vegetables. Vhat is prominent in the urban
market place is the sales of manufectured goods, especially textiles,
and cakes, Thus the rural or agragrien flavour is missing, This ean
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be further attributed to the fact that such goods as fish, vegetebles
and groceries are easily available in the town itself and their needs
only arise in the morning rather then in the evening,

The reeial composition of traders further reflects this
urban difference., Other than the cake sellers and prepared~food
vendors, the majority of the sellers in the urban market place arve
Chinese as opposed to the Malay majority in the rural markets, This
results more from the racial composition of the trading areas and
population itself, which lacks Malay shopkecpers and treders, either
as full-time or part-time businessmen,

Thus in this study, vhen the writer discusses aboub
vegetables, fish and fruit traders the writer is specifically concerned
vith the rural traders in the rural market places as opposed to the
diseussion on other types of traders.



CHAPTER III
THE TRADERS

Troding is s legitimate way of making & living. This
attitude is held by treders and non-treders alike, and the socliety
as & vhole recognises the right of those who wish to make money from
the manipulation of the forces of supply and demend to do so. Every- .
one sccepts thet transporting and treding must be done if produce is
t0 be sold and consumer goods provided, The fact that people recognises
the significence of the services done by the traders provided a basis
for the recognition of trading es a legitimete occupetion, even though
the profits are not seen as wages for the work dome.

Traders do the transportation and balance supply with demand,
freeing producer end consumer from risk bearing and much heavy labour,
and assuring a constent supply of goods to the consumer and a constant
market for the producer. The average person mey not coneceptuslise
the system in this wey, but they do know that the traders are
performing a useful and productive function,

TYPE OF TRADERS

Vithin the market place one could possibly define as many
types of traders as there are traders. But for practical and
convenience purposes, the writer will discuss the types of trader
seeording to eireuit and 4ypes of goods sold. In pddition, e geparate
eaption will be slloceted for the medieine traders for the writer
belioves that these traders are unique in the sense that they are a
speeial type ms opposed to the others and therefore deserve special
mention, No doubt, the classification of treders by eireuit and
types of goods sold would, to a lesser or greater extent, overlapse,
This is exaectly the writer's aim for he believes that this would give
& much clearer perspective. On the surface the iraders seemed to be
relatively simple and uncamny, but if one reelly goes deep into them
%muvuiduﬂmluuthpduuu.

Ihe Itenersnt Iraders

Prom table 1 page 4 one can see that in the Selangor
Constel Districts there are at least nineteen woekly market pleces
in operstion, at least one on each day of the week, Furthermore, it
could be clearly discerned that for the Tanjong Eereng ~ Sabak Bernam
aree alofie a market place operates every day of the week. It can



therefore be said that the weekly market system gives the traders,
especially the roving traders, ample opportunity to move around every
doy of the week. But from Table III below it is seen that many
troders operate on & fairly restricted circuit,

TABLE III

ITENERANCY OF TRADERS

Day/s of No. of
eircuit Traders

o N M s v O =
o

Total number of traders 124

Table III includes only those traders with a limited
geographical eireuit, It does not include five other traders
intervieved whose eireuit is of a national character. These are the

traders and they do not operate on a day to day basis, For
them it is more of o seasonal or monthly eireuit, Vhen the season
is ripe and the month is young and the people's pockets burst with
money, the medicine peddlers would then gather in the market places.
As such, it is difficult to find these medicine traders during the
off-seasons, During the padi harvesting season in Tanjong Karang
for example, one usually see pockets of small crowds gathered avound
these médicine traders, listening to their teles and jokes and finally
ending up with a botile or a packet of medieine in their hands,

Furthermore, out of the 124 traders interviewed, half of
them (64) trade only once a week. These are the peasent traders in

a8



fish, vegetables and cakes, and the 'professional' fish and vegetable
troders from the daily market place. For these 4raders trading in the
voekly market place is just a supplementary activity. For the peasant
traders it is either for the disposal of surplus agricultural produce
to add to their income or for the need of a few more dollars of income
for the purchase of luxury goods or for entertaimment or other
miseelleneous items. Further, the small amount of goods and
comnodities carried by these traders do not economicelly justify the
additional cost of transportation and time involve in travelling to
other market places, where the keen competition from the large number
of similar traders there would place them at a dissdvantage. As for
the "professional traders in fish and vegetables, trading in the
market place once a week is merely a continuity of their professional
trading in the deily markets, the only difference being in the shift
in places, Other daysthey would be found in the daily markeds
attending to their normal business.

Very fowv of the peasant treders desling in fish, vegetables,
fruits and cakes has a eirecuit of two or more maorket places; and even
then it would only be two or three neerly market places. The grocers
and dried fish traders are included in this latter group.

It is only the cloth merchants and manufoctured goods
merchants who can afford o wider cireuit of gors than three deye.
But here t00, not all eon afford a full six or seven days eireuit,
Huch depends on the volume of business, the distanee between one
market place and anothor, the nature of the trade itself that is
vhether {4 is o full-time occupation or a part-time occupation and
other tamddms cotivities outside the veekly market place system,

The majority of the elothes and other manufactured goods
merchants operating in the Tanjong Karang and Sungedi Buloh market
Places considery trading in the weekly market places as s full~time
Stcupation and furthermore,the existence of other easily sccessible

market places in the area perpetuates the permanency of trading
in the weekly market places as an occupation and extends the days of
cireuit to as many as six and seven days a week. Even if the volume
of trede is small, the returns would justify the small costs incurred
in travelling from one market place to smother, Furthermore, even if
the traders do own farm land, the fact that the merket places operate
in the morning hours leave them the afternoon free to attend to their
farms, In most cases, however, those traders with faurms either leave
them to be operated by other members of his family or remt them out so
that they can fully concentrate om their trade. Thus im the various



markets operating in the Tanjong Karang - Sebak Bernam and South
Zuale Selangor areas, one will come across the same clothes and other
manufactured goods merchants, the only difference being in their
nunber which veries from one market place to another depending on the
response of the loeal population. For the few richer merchants,
thoir activities spread out to other areas as far as Klang and Pord
Swettenhan,

The situation in the Klang and Kuals Langat distriets,
hovever, is different in the sense that in these distriets the number
of market places are foewer and do not spread oudt through the week.
(See Table I page 4). The traders in these districts are therefore
at a disadvantage in terms of the availability of easily accessible
market places (in terms of transportation cost) as compared to their
counterparts in the other two areas of study. Fewer of the taders
(1.0, clothes and manufactured goods merchants) im these arees have a
eircuit of more than three market places and furthermore the number
of these traders in these districts is comparatively less than that
found in the northern districts. (See Appendix II), Those without
shops, a major portion of this type of tradors, trading in villages,
estates and along sidewalks in the towns is the only alternative open
%o them rather than take the risk of an additionsl cost: of
transportation to distent market places and a keener competition,
Imowing fully well that in such a trade the profit margins ave narrow,

It can be concluded, therefore that the eircuit of the
traders is confined to certain areas or districts. The number of
circuits (in terms of days) on the other hand, depends on the volume
of trede, the number of easily accessible market places and their
distances from ome another and the nature of the trade itself. Only the
richer merchants with a larger volume of goods and resources have a

circuit spresd throughout the whole area of a particular distriet and
outside it,

Iypes of Traders by Goods Sold

Y oy i A
come under one of the following general categoriesi-

(1) Traders of manufactured goods,

(2) Traders of agragrian products,

(3) Traders of cottage-establishment goods,

(4) Traders of cakes,

(5) Traders of prepared food.

(6) Traders of medieine,
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The above classification is a general categorisation, Under
each general category of traders further sub~division is possible.
For example the)traders manufectured goods can be further sub-divided
into traders of textiles, traders of ready-made wears, traders of
havdware and kitchen utensils, etec. However, this does not mean that
every trader specialised in one kind of goods only. In fact the
majority of them handlesg two or three kinds of goods, for example a
¢lothes merchant might be selling resdy-made wears as well as textiles
by the yards and a cake seller might also be selling prepared food or
vegetables. But this does not mean that the gemeral categorisation

and the sub-divigions is invalid.

The majority of the traders of manufactured products such as
clothes, textiles and mixed goods such as threads, powder, pins, ete.
are full time traders. Out of a number of forty-eight interviewed,

15 have shops of their own, seven were part~time traders. Therefore

more than 50 per cent of these traders depends greatly on the market

places for their livelihood. This is especielly true in the Tenjong-
Korang end Sabak Bernam area where the mejority of them have a seven

doy circuit covering almost all the market places in operation in the
area.

However, this type of traders formed around 25 per cent to
40 per cent of the total number of traders in the market places. This
is because the cepital and resources needed for this type of trade is
relatively large as compared to the others. It is time consuming and
leave 1ittle time to the traders to attend to other kinds of
supplementary occupation,

The largest amount of goods held by any trader in the market
Place was quoted as $4,000,00 and the lowest $150.00. Very few traders
bold goods worth more than $1,000,00. The few who hold such large
emounts are either traders owning a permanent shop outside the market
Plages or those with capital available outside the market place such as
the income received from rentals of houses and lend. Usually for
troders in menufectured goods, depending on the types of goods handled,
their value of goods handled fall into two, the first ranging from
$500.00 to $1,000,00 end the second ranging from $150.00 to $500.00.
Traders in textiles, and hardware fall into the first range, and a few
ebove it; while traders in ready-made wears and "mixed' goods fell in
the second range.

Binece the investment in stock is small, these traders have
to work on a rotating capital basis. They have to replenish their
stock at least once a week and as such this trade calls for & full-time
participation in order to have as large a turmover as possible and
from +his turnover the money is used to travel to distant urban centres
for the purchase of further goods to replenish the decreasing stock.
The larger the turnover, the more the earnings, so only those vho can
afford the capital, which in itself is scare, and the time can indulge
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in it. Very limited number of the total traders in the market places
can afford these two factors, especially the former,

Next we have the traders of agragrian products such as fish,
vegetables, fruits, livestock and the like. Firstly, there are the
Chinese traders. There are few of them in the market plages - about (2
in the Tanjong Kerang market and five in the Banting market., Their
absence in the Sungal Buloh market is due to the fact that the weekly
market place is situated beside the daily market and os such there is
no need for such traders to enter the weekly market place. For these
troders, trading in the weekly market place is merely a continuation of
their deily activities from the daily market,

Hovever, the majority of the traders of agragrian producis
are Maley peasants, mostly women. For most of them trading is a once-a~
wock occupation and the products sold reflects the non-market
orientation of the village ecomomy. Such produce as chilli, ghekor,
yem, bananas, mango and lime are merely produce of backyard gardens
of either the traders themselves or their neighbours from whom they
purchase the produce for resale. The volume of trade is very small,
the highest amount of produce held by a trader worth sbout $20,00. On
the aversge each trader holds about $5,00 to $10,00 worth of goods.
Such a trade needs small or mno capital at all, Furthermore, the
attitudes of these peasant traders toward trading as merely a
supplementary occupation that is done only once a week and more for the
purpose of earning a few extra dollars rather than a source of regular
income hinders them from accumulating stock and further growth to
compete with the *professionals'.

The same argument as sbove can be applied Hr the cake and
pPrepared-food vendors.

Traders of cottage products such as rattan baskets, mats,
Iudong saji (food ecover), ratitan sieves, etc, are very fow indeed.
This might be atiributed more to the availability or supply of the
goods rather than the lack of incentives on the part of the traders to
deal in them. Production of these goods usually is a part~time activity
and this caused the irregularities in supply. Furthermore, cottage-
indugtry establishments are very few in the area of study and es such
the majority of these goods such as mats and mengkusng food covers which
are produced outside this area come only during certain periods of the
year, when there are people vho are willing to bring them in, Traders
in these goods ususlly deals in additional goods such as second~hand
clothing and hardwares and would only sell cottage produets when
available.

Zhe Medicine traders

One of the major attractions, if not the major onme, in the
weekly market places is the presence of the médieine traders. For the
simple kampong folk and the ordinary town dweller these traders t/a/ a
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PLATE 8

CHINESE LADY SELLING READY-MADE WEARS

MALAY LADY SELLING COTTAGE-MADE PRODUCTS
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source of entertainment. For the businessmen, they are an example of
good salesmanship., Many considered as orators.

According to their methods or techmiques of selling, the
writer will discuss them under four types, namely i~

(1) The Silent-Pouncer
(2) The Smooth Talker
(3) The Prover

(4) The Story Teller

The silent~pouncer usually sets himself in the midst of the
market place where the people come and go in condinuous flow, In
front or beside him would be his medicine either on a collapsible
table or on the ground and he would sit silenily watching the passers-
by, like a scavenger waiting for its prey. Suddenly he would lurked
forvard toward his prey and said, "Look here, Sir. What is this?
(pointing to the ringworm on the person's hand). Come let me help you."
OR "Hey, look at your eyes. They are turning yellowish. You got to
do something about it, This you know whyssssssss™ The "prey® is
normally teken aback and submits himself or herself to the examination
or free-ireatment offered, which usually ends in the conclusion of a
sale. However, wvhen such o call is ignored the trader could be heard
t0 mumble, “Look, when there is a person vho tries to help him, he runs
avey. Stupid."

The Smooth Talker, usually with a loud-speaker, is one who
blares out all the qualities and merits of his medicine, What the
medieine composed of, what it cures, its price, how to take it and the
like, This type of traders are mostly sale~promoters of certein
medicines, either self-made or manufactured, which are availsble in the
local drugstore. The point that is usuelly stress in this kind of sale
is the price. Vhat is offered is said to be at a lower price than
vhat i< evailable im the local drugstore and usually a free sample of
another medicine is given away with every purchase.

As the term itself implies, the prover is one who proves vhat
he said the medicine he is selling can cure. Amidst talks and jokes,
the trader would call upon anyone from among the erowd with n toothache
or tooth pain or sny other pains that his medieine could cure, to come
forward for free trentment to prove that vhat he says is not merely
talk, After the treatment the 'patient' is asked whether the pain is
cured or not and the answer is elways a 'yes's "Ahl," "exclaimed the
troder,” I told you, don't listen %o me, Listen to him, Don'd believe
me, but believe what you see," He usually ends with a pocketful of
notes,

It is the story-teller who intrigues and awes the erowd with
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his fanciful dalk and stories and jokes. The trader usually start off
telling stories of his experiences in other places of sales and
performing smazing feats such as bending nails with his teeth and
claiming that he would eat the carbide in front of him to attract the
crowd, In such sales talk sex is the spice %o keep the erowd intact
and happy. The talk would slovly lead to his medieine, what cure it
¢an give a person, what stremgth a person can get from it and the like
and at the end of the telk he will start making his sales and the crowd
would diminish.

These medicine traders have a way of atiracting a erowd.
The medicine and a mumber of curiosities such as stuffed birds, winding
rattens and photographs of diseases would be laid out and in the midst
of 211 these he would throw his notes giving the impression that he
has made many sales. ;

However, these medicine treders are very few and haxd %o
come aeross except during certain seasons vhere the spirit is high and
the money is plentiful, They have a wider eircuit, They would
concentrate on one state for two or three months and then move om to
another or they would, using their knowledge of the couniry, move to
ﬁ:“ of plenty, especially places of celebrations end harvesting

Be

Speciplisation in Trade

From the above discussion it is elear that there is a marked
specialisation in trade according to goods handleds A trader would
at the most, execept for the mixed goods traders, handle two or three
variety of goods. This specialisation among traders arise from the
nmmuduudlmuh;hIkulmcmmlunmi
done by the weekly market vﬂ.-ﬂﬂnltﬂtﬂm!ﬁl-ﬂnﬁn
resources gvailable. 7These are variations in the marketing patterns
due to the characteristics of the goods, the amount being handled,
the degree of concentration in preduction and the perishability.

Resources

Traders, other than those having shops of their own,
normally get their supplies on a cash-credit basis from the large
urban centres such as Kuala Lumpur, Klang, Telok Anson and even as far
as Penang end Singapore. Small-scale trading needs frequent restocking

mtpcmnﬂymﬂdhmplm.-hwmmnwothm
end oredit difficult. uuxy-n:m-tommmmu
such ventures, ihvmuull;ﬁmdtn-wmd savings, the
muorpmmu.m-m-bomm-mmmm
kinsmen, Credit from the suppliers are only available after a long
poried of acquaintance and even then it is partially offered, that is,
the trader have to put down e ecash down payment for any supplies needed,
Therefore the need for ready cash is great, especially with the new=
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comers, and a partial solution o this is not to give credit %o
customers, i.e. trading on = cash basis.

However, for the peasant traders the goods sold are either
theirs or that of their meighbourss When selling their own goods the
only things that they require is transportation vhich usually comes
from the trader himself in the forms of bicycles end when the marked
place is near the goods can be carried on their headsor in baskets.
Only when the goods are purchased from their neighbours or from others
vhu come to the market places early im the morning just for the
purpose of selling their produce 40 the traders would it invelve the
commitment of cepital in terms of cask, Even then the amount is very
small and the risks underteken can be considered as nil. Nevertheless,
for the cake and prepared food vendors an initial outlay of $10,00 to
$20.00 is needed to purchase the mixture or rav materisls necessary.

Ease of Entry into Trading

The case of entry imto trading gives opportunity to people
having other umzﬁmiohhpmnmwuﬂw. if a
producer feels that he is not receiving a proper price for his produce
from the wholesalers he can alweys do his own selling in the marked
ace. This fact blurs the distinction between traders and non-traders
thet is emong the peasant traders) beceuse some traders bringing only
swall amounts of produce would dispose of it in the early hours of the
merket and then hang around among the traders and people in the market
talking end gossiping and sometimes helping their fellow itraders.

However, the ease of entry is more sceceptable to traders of
agragrian products rather than to traders of manufactured goods. For
the farmer the capital meeded is very small indeed as compared to the
latter. So is the need for other resources such as transportetion and
storage. Thus ease of entry assures all those concerned that no one
side is taking exhorbitent profits, and such idea as thet traders do
make such profits is unlikely to exist for the person who believes
this will himself become a trader.

' Po hts

An important feature of the market place arrangement is that
each of the trader has s definite spot which he or she occupies every
merket dey. Although by legal sanction onme cen choose any of the
spaces allocated for a kind of product, no one challenges the right
of the trader to his or her favourite spots This is because there are
enough space in the market place for all traders and furthermore it
demonstrates that traditional aptitudes sanction o kind of partial
"ownership through occupation. However, positions not regularly

11400 Deweys Pensent Merketing in Jave (New York:s Free Press
ofGlencoe, Inc., 1962) page 60.
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occupied by established traders are on & first-come~first-serve basis.

Furthermore the practice of occupying o definite spot in the
market place is advantageous in the sense that the customers cen easily
locate their fevourite trader, In addition, these traders after
¢stablishing themselves will have friendly relationships with neighbou~-
ring traders and they will not prefer ‘o move owey from the spot beczuse
guch relationship can also be used for matual help.

Nevertheless, antoganism and accusgtions of abuses are not
uncommon, The main source of antagonism and accusations of abuses
comes from the existence of the Chinese traders in the markel place.
This is further reenforced by the believe that, other than the treders
of manufactured goods, the non-Malays are not allowed to trade in the
market pleces because the market places are built meinly for the purpese
of encouraging the Malay peasants to participate in trade, Accusations
of obuses are levied at these Chinese traders and the suthority eslike.
In addition, as one trader puts it, positioning themselves at the
entrances give the Chinese traders a positional advantage over the
Maley traders who are mainly concentrated gurther inside the market
places BSuch practices were claimed %o sweep away o major part of the
business that ought to go to the Malays if the Chinese were similarly
placed, Thus at the end of the market day, the Melay traders would be
left with a mejor portion of the produce brought in the morning and
want it or not he has to dispose them to the over-willing Chinese
treders at a very low price.

Even among the Chinese traders of vegetables and fish o
silent confliet is in process. A £ish~cum-vegetable seller in Tenjong
Karang said that if il was not for the other treders from Sabak Bernem,
Selinchan, Kuala Selangor and Sungsi Buloh coming to trade in the
ijoumnonymhthundmthmhﬂn- stall in the

merket. As he saw it, these outsiders were there to subvert the
trading sctivities of those hmmmmmmm
them aboard and taking over their plages.

The Proliferation of Treders

The usual pattern of trade in the market places is
characterised by extremely labour-intensive methods, There is a great
proliferation of individual traders uging only their own limited capital,
and neither employing others nor being employed by otherse The
proliferation of traders partly reflects the serious unemployment snd
underemployment problem in this country., TheXe are no restriction on
entry inte market place tt.dluandwtdlm“trdugm&omt
have enough land o support themselyves and cannot f£ind paid employment.
This is further perpetuated by the lov literagy rate as reflected wmong
the traders.

Much of the proliferation constitutes, in effect, the
substitution of plentiful resources (in the industrial sense) of un-
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TABLE V

LITERACY AMONG TRADERS

. !Io t Trader Years of Schooling

62 -

50 1 - 6
i5 7 - 12

2 12 and gbove

Total 129 [©

skilled labour end self-motivated labour for scarce resources such as
skilled labour, equipments, communicetion and transportation focilities
and experiemced managerial personnel. Some of these resources are
virtually unavailable because of the lack of educetion and the
requirement of heavy investment of scarce capital.

' To utilise labour-intenrive techniques, heavy coumplex tasks
must be brokem into smaller simpler unitss The wvork must be orgenised
so that it ean be done by one—man units. Each task must be simple
mn;htohud:uyharmd. 'Thnuideouplummhbomb-
divided into a number of simplified tasks; and then a large number of

e has to engage in each sub-division, so that the achievement of
the total task can be hastened. When a $ask is complex and requires
as much energy (in the technical sense of the word) as that of the
weekly market system, it is obvious thet many individuals are needed.

The lack of communication facilities and the low literacy
rate meun that the circulgtion of market information alone is
complicated. Most information is in fact transmitted from trader to
trader as an ineidentel pard of their contacts This limits the area

though the task is tochnically complex, nor the immediate energy
requirements too heavy, for a single person. Difficulties of communica-

tion inerease the total pumber of people needed, They plso reduce the
chance of achieving ean efficient centralisation, Independent troders



operating within o restricted avea can gather their own information
{ndividually, and need mo over-all supervision or direction to
coordinate their separate information and activities; end so they
have a competitive edvantage over contralised organisations.

There are also the problems caused by lack of standardised
and universally-aceepted grades for most commodities, Farm products
are not graded, and goods from cottage~industry establishments vory
widely in size and quality. Ia the market place, however, buyer and
seller meet face~to-face and handle small quantities, and therefore
it is not difficult w0 inspeet each purchase thoroughly. There is,
therefore, little need for greding or standardisation. In this sense,
the labour intensive weekly market system overcome certain difficulties
associated with technologieal underdevelopment with poor communication
facilities ~ difficulties which pose serious problems for the wore

developed capital~intensive and large~scale enterprise.

There is @ further factor vhich draws move people into trade
then is necessary just to supply the labour effort for the physical
performence of the marketing tasks: this is the need for capitale
Although the trade in the weekly market places is labour intensive,
money is still needed to buy goods and to meet other costs such o8
stall dues, trensportation cherges and so on, JIndividuals savings
are small, credit is used in only o fow type of {rade and each treder
works independently with his own eapital resources. Thus the individual
$rader cen handle only s small amount of goods. To inerease the total
amount of capital available for trading purposes, the number of traders
must be increased.

sumber is few. Nevertheless the treders recognise the fact that they

are members of am occupational category end through their frequent

agquaintances in the market places there developed loosely knit groups

for mutual help, gossiping, and talks on politics, business and other
re

issues of common inte

From such acquaintances and reenforced with ties of kinship,

race snd neighbourhood small groups are evolved., Such groups ore
mainly concerned with mutual helpe Vhen a trader, for example, owns
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a van or s lorry he would have around him a few of his fellow-traders
having the same cireuit to share the petrol bill in return for
transportating their goods around. Both sides benefit - the owner of
the van or lorry does not have to foot amy money for petrol and his
friends will save time and transportation cosis.

In the Tanjong Karang market place a few traders have taken
the initiative to form o corporate group to be either in the form of
a limited body or cooperativi, Each week one of them would collect a
dollar from the member traders and other outside members, meinly
farmers end the writer was informed that it has by then more than
$7,000,00 in the bank. It is a multi-purpose orgenisation (still in
its formation process), composed mainly of traders, meant to help those
in trede as well as farmers vho are members, espeeially for productive

purposes,

It is therefore clear that the opportunity to form corporate
bodies is there but due to the lack of education, capital and
administrative as well as managerisl abilities, the opportunity is
difficult to be turned into a reality. WVhat is needed is expert
guidance from outside and educating these traders in the various forms
of corporate groups or organisation for their mutual benefits. Only
ulnn can the idea of a corporate group become a reality in these market
piaces.



CHAPIER IV

MARKET EXCHANGE AND PRACTICES

Goods Sold in the Market Places

It is necessary to examine the kinds of goods exchanged in
order to f£ind out in detail the transection which took place in the
market places, the quality of the business, the practices that go
along in such a type of business and the people engaged in it, A list
of the goods available in the market places has been arranged at the
end of this work (given in Appendix I), The list is not meent to be
complete for on every market day there is the great possibility of o
fow items appearing on the market scene, and there is also the greet
possibility of a fow items %o disappear from the scene temporarily
or permanently. Nevertheless the list given is exhaustive enough as
to inelude slmost all the goods that are availeble on every markel day.

The goods available are products of the agragrien folk and
fishermen, and menufpctured consumer goods, For the purpose of this
study the goods available are classified according to the categories
given in Table Vi.

Produe

Vegetables, fish, fruits end chickens are examples of

agragrisn produets which are primarily non-processed in natures The

folks, farmers and fishermen as well as ordinary housewives,
would onee o week gather their fruits of labour %o thy market places
for sale, These people consider trading in the market places once a
veek more as a mean of raising a few dollars for their pocket money
rather than as a permanent source of supplementing their income and
the neture of the products that they sell reflects this attitude.
Products such as puchuk manis, puchuk peku, kangkong and bansnas are
not vegetables that are growa for the market but rather vegetables that
grovw wild (examples puchuk paku and or that are grown for
home-consumption. Ikan keli and are exemples of fish that
ere esught in the padi fields during ploughing seasons or in muddy
drains, Such products are clearly not market~orientated.

Pollowing from the non-marked orientation of the products

s0ld os well as the purpose for selling these products, it goes to o
great length as to affeet the {ransaction and the quality of the
business. The goods sold are not weighted nor separated according to
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size or quality. BEach trader tends to gtock only a few dollars worth
of these products and to sell thém as quickly as possible, in the
course of vhich they are willing to reduce the price whemever selling
in bulk in oxrder o0 encourage more quick sales. Such traders lack
price end value judgementd. Tor example a bundle of vegetable would
cost ten cents but when pressed for a few times, sometimes no pressure
{s needed, by the customers, he or she would let them go at fifieen
cents for two bundles, which mean & reduetion of 25 per cent in gross
income, The explanadion is found in the attitude of these traders to
troding plus the fact that the majority of them sell their own goods
end therefore would not kmow how to value them properly.

In contrest to these kempong folk irsders, are the Chinese
traders, For them treding is their main mource of livelihood. A1l
4he Chinese trnders opersting inm the merked places heve on the other
hand permanent stalls in the deily markets, The producis sold, that
is vegotables and fish, are bought from wholesalers in Sekinchan, Port
Syettenhem and other producing centres. These products ave of better
quality when compared to those seld by the kampong truders. Further-
more, boiumz-ﬂmtrmratbymmnhmdmmn
conditions and praoctices es is evident from their use of weights ond
nessures and the setting of the prices of their products according to
the national quoted prices.

The availebility of domesticated mnimals such as chickens,
fowls and ducklings; aud fruits such as pineapples, rambutan and maize
points to the fact thet there is the existence of speclalised traders
vho collected and sell these goods.

Memufootured Produsts

However, it would be contrary to the petusl picture if the
exchange of goods is interpreted from a one~sided peint of view based
solely on the primeiple of the natural economy. As already indicated,
the widespread availability of such goods as textiles, hardware,
medicine and luxuries such as bracelets and bangles which are nod
produced within the vieinity of the market area points to the facd
that there exist travelling traders. In fact the existence of these
goods in large quantities tends to over-weighi the manufactured goods
brought by these travelling merchants in favour of the market places

Mmmuuiﬂrmicﬂhrd.

Textiles and ready-made vears such as batek, coloured fabries,
blouses, brassiers, shorts, singlets, etc points %o the fact that the
aveilability of these kinds of goods in lavge numbers and among large
number of twaders in the market places are oriented for sales to
femgles oz for the use of fomplos rather then meles. This fact is
further reenforced when it is noticed that men's wear such as itrousers
and shirts are megligible. !Ioulyihimﬂwtmwdlmn foxr men
are serong (palekat), singlets, second-hand trousers and second-hand
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shirts, Thus it can be said that the types or textiles amd ready-made
woars available are more to appeal to women than men,

Beside textiles and ready-made wears, there is also a range
of other goods such as hardware (e.g. knives, parang, sickles, etec.),
kitchenvare (e.gs saucers, plates, $iffin carrier, trays, frying pans,
otc.), pins, threads, powder, songkok, religious books and ragzor blades,
being sold in small ‘quantities 4o meet the appeal of the customers,

Then there are specialists in cakes and propared foods. The
dominent group of such traders in &e rural markets are Javenese women
and as such it is natural to f£ind such Javanese specialties such as
keropok, (Javanese rojek), lotong, and tempeh. However, in the
Port Swettenham market place, where the majority of the cakes and
prepared-food sellers are Malays such Javanese specialties are few,
More cakes are sold and the prepered-food consists of laksg, fried mee
and the like., The variety of cakes sold is greater in the urhan
market than in the rural markets.

Medicine available in the market places are of two types,
namely 'industriel' made and home made. Examples of industriel made
medicines are vitamin-pills, tomic and skin ointment, Home made
medieine are masjun, ointments such as minysk kambing gurun eud minyok

Many of the industrial-made medicine ave avoilable in
local drugstore but not the home-made ones.

All the types of products outlined in Table V)are available
in all the market places except that of Port Swettenham. The aebsence
of agragrian products such as fish, vegetables, domesticated enimals
and groceries is distinet in this urban market place, as had been
mentioned earlier.

Arrangement of Goods

In a market plsce where the people come with nothing specific
to purchase it is necessary to display one's goods to cateh the eye of
the prospective customer, to create curiosity and to facilitabe
physical examination.

A person coming into any one of the market places would never
miss the colourful sceme of multi-coloured textiles, batek, blouses,
scarfs, brassiers and sarong hanging around, Then there are those
that are heaped on the platform or ground with the trader sitting or
standing right in the midst of it all. Others ave piled in straight
rows.

Mnmilmmotﬂ:ﬁpm spread on the ground
in small boxes intermittently, Then there are small heaps of vegetables,
fruits and ecakes with the trader eross-legged on the raised platform or
standing behind ite



As for the medicine traders, curiosity is the best way to
attract customers. Stuffed birds, photogrephs of diseases, a plastic
model of the human anatomy and other curiosities are usually spread
out before the medicine traders call for a crowd.

Zxede Profit

The amount of small treding which tokes place in the market
places is fantastie, s0 much so that one gets the impression that
some people trade simply fox the goke of trading., Everyone tries to
get money so thet he or she can add to his or her inecome or buy some
desired object, It is quite impossible for one to obtain a clear
{dea of what kind of profit, if any, people make from their commerce
in the weekly markets places. In fact the idea of profit does not
seem to be important whem people are selling their own products,

Most people nxyummntpnntmmwm- to re~sell -
wvhether these things are egragrian produce or factory made goods.
This, ineidentally, is why the price of certein vegetables, fruits
and eottego made goods is wuch lower than those found outside the
market places. ;

mmmvumm-mwm.hwuu are
the toxtiles snd clothes traders, and treders of other manufactured
goods such as plates, pans, scissors, hairpins, ete. These are the
trader vho sre profit-conscious as opposed to those who are Ymoney-
conseious', that is, those traders treding for the sake of getiing
money rather than making s profit. However, in & place where
competition is free and very keen and the products sold are widely
available, the profit margin or mark-up {to be more acturate) set by
thege troders is just nominal,

TABLE VII

' MARK~UP LEVELLED O MANUFACTURED
' GOOD:3

2

8
TERS.

below 10%

18l
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14 is seen from Teble VIithat only two out of the 49 traders
of manufectured goods set a markeup as high es 50 per ceats These two
traders were selling mixed goods ranging from wares such as scissors,
knives, toys, cosmetics, bairpins, peedles and thread. At the other
extreme there were 4 traders setting o mexk~up below 10 percent, How-
ever, the mejority of the traders have their mark-up set between 10
per cent and 20 per cemd, -

No ome treder can set o definite mark-up on a2ll the different
goods sold, The usual practice being thet tha wark-up imposed vories
botween one single item and the other but gencrally the mark-up quoted
$0 the writer veries from 10 per cent to 20 per cent. There are
instences yhere the markeup are greater than 50 per cent, but such
instencesare fev and cccurs only whem the goods gold are either secarce
or in greet demand, and when the tradsrs would then be able %o
manipulate the forces of supply and demand to his advantage. It is
the medieine sellers who usually bave a mark-up on their products well
over 50 per cend,

' Taking the general mark-up as 20 per centy, out of a turnover
of $10,00 the trader would receive a gross income of $2,00., The
average inscome per trader of manufectured products is $380,00 per market
day, giving an sverage gross profit of 416,00, If ome is to caleulate
the other costs involved, such as the wage for labour, rentol of
troding spece, cost of transportation, ete, the trader would be lefd
o nominel sum, thus justifying meny writers conception of the marked
place system as being the neavest exanple to the comcept of the
perfect markets DBut one must bear in mind that $80.00 is an average
figure end this average income can only be receive in market places
of the size as those under study. Many of the other uarket pleces
are of much smaller size and such the average ineome quoted cannot be
receive from these markets. So, in effect, the nverage income for
mmmmnuhtdwlnlmrtmmungmunnmdmt
he has & seven day civeuit, ineluding the susller marketss

The above gemeralisation can also be¢ applied to the
‘professional’ fish and vogetable traders in the marked places,
Athough the ordinsry part-time peasant traders are not profit
conseious, for those vho buy produce for re-sale or gell the produce
of others for s commission, the principle of profit meking might be
dif7srent for them but the above generslisation can be also applied
%0 them, For these type of traders their system of mark-up is in
term of money rather than in Serms of percentages. Genorally, for
every item sold a torofit' of one or two cents is received frem every
ton cents worth of sale. 7This prineiple also applies to cekeos,
vegetable and fruit sellers alike. Thus it can be said that a general
mark-up of 20 per cent is prevalent among the practices of these
trederss The only difference being that their scale of businoss and
the average turnover of such trader per narket dey is between £8,00
and $10.00 giving them a gross income of between £1.,60 and $2,00, But

w8l a



these types of traders are mot many and even among the few of them
many of them do in addition sell their own produce.

It is for the traders who sell their own products thet the
eoleulation of the profit, if any, and 4he mark-up is impossible. If
we are golmg to work on the above prineiple the true picture would not
be projected because for those who buy o re-sell whai is invelved is
just the cost of their services but for these type of traders ome mus’
bear in mind the cost of production and traonsportation since the goods
have $0 be transported to the market places. Any arbitray estimotes
for the cost of production would nmot give s true perspective of the
Co8ee

For the cake sellers, the margin of profit varies with the
different types of cakes sold since different types of cakes incur
different cost, with regard to the inputs of materials. Table VIII
(a)y (b) and (e) illustrates the variation in the gross profit received
from selling three different types of cakes giving differant returns
in relation to costs of imput or production.

TABLE VIN{a)
A CAKE GIVING LOW RETURNS

(KUEH LOPES)
Inputs Cost of Inpubs

1 gantang of pulub . $ 2,00
2 pieces of brown sugar N 1.00
2 coconuts . «50
Strings ow
Banana leaves «30
Firewood _ry-.'A
Total cost of inputs $4.50
Yield: 80 pieces @ 10 cents 8,00
Gross profit $3.50

Gross profit as percentage of cost of
inputs = 78%



TABLE VI1(b)
A CAKE GIVING HIGH RETURNS
(KUEH BINGKA UBI)
Inputs
5 kt. of tapioca @ 6 cents
1} kt. of sugar
2 coconuts
Firewood
String

Paper
Total cost of inputs

Yields 50 pieces © 10 cents

Gross profit

Gross profit as percentage of cost of

$ 30
«45
#3530
#30
«10

$1.85

$3.15

170%



TABLE VIII@)
A CAKE GIVING MEDIUM RETURNS

(ONDEH2/BUAH MELAKA)
Inputs gt of

1 gentang pulub §2,00
2 kt, brown sugar 1,90
3 cocomuts o5
Banans leaves 50
Firewood «50
String .10
Miscellaneous 30
Total ecost of imputs $5.35
Yields: 120 packets of 4 © 10 cents 12,00
Gross profit $ 6.35
e

Gross profit as percentage of cost of
inputs 118%



It is clear therefore that the profit margin received by
cake sellers very greatly vith the type of cake sold, since some can
give greater returns than the others. Ihe usual praciice is to sell
the cakes which can give a greater amount of profit. Nevertheless
there ave ladies who still insisb: on selling the cekes which cost
more and bring less profit because the demend is encouraging as shown
by the sales of such cakes, In fact, we can say that the cake seller
recoives a better profit margin than any other scllers in the marked

place,

Teaders do seek profit, in one form or the other, but profit
marging cannot be too high since it is alweys possible for the producer
to sell divectly to the consumer. I ean therefore be gemeralised
that the profit margin is beld 40 o minimum, Since profit is held to
the minimum so too is capital acoumulation. Indeed it may be guestioned,
both theoritieally and practicelly vhether capitel accumlation is
possible under conditions of pure competition where the profit margin
is just o nominal sum,

Crodit Practices

Credit practices will be treated at two levels - credid
practices between trader end trader, and credil prectices between
treder and consumer. 7The former the writer terms as trade oredit and
the latter as customer credit.

Trade is done through the medium of cash, but cash is in
short supply. Iransaction bebween traders ere therefore largely
handled ithrough credit, the cash being used to esteblish down payments.
Viﬁmuupuﬂofthohﬂulﬂthihhmnwpl, who are
negligible in mumber, the rest of the traders of menufactured goods
(including professional fish and vegetable traders) get their supplies
from the larger urban centres such as Telok Anson, Klang, Kusla Lumpux
and even from places as far as Penang and Singapores FPor the
professional Fish end vogetable traders their supplies usually come
from vholesalers in nearby producing areas such as Sekinchan and Port
Swettenham,

FYor the newcomer the opportunity of getting goods on eredit
from their suppliers is nil. Credit is granted only after an established
relationship is made with the suppliers end even then these traders
are unsble to get 100 per eent eredit purchases. The normal practice
is for the treders to get their supplies with a heevy down paymente

The eredit system does geversl things. It enables a debtor
and creditor to establish a wide network of commercial contacts,
sproading his risk over many relationships, It binds the small trader
to the lerge, end they to the larger, and this it seems gives an
olement of the patron—clieat situation. And contrary to the popular
believe that usurious indebtedness is demeging, it puts the debtor in

uw-



e strong bargeining position. ':
4

This last point is extremely importent. Sanctions mey be
unenforceable either because the court of lew is ineffective ox
because it is against the interest of the ereditor to proceed against
the debtor, This is the case where the creditor needs the business
of the debtor. Furthermore, the ereditor-debtor situation implies
that there is o time dimension to the relationship; while the situation
continues, both parties are in contact with one smother, and the flow
of goods continues between them. This ensure that both parties are
established in the flow of trade; while they want trade, credit mokes
sure that it will come.

Extension of credit to the customers, on the other hand, is
not widely practiced. Out of a total of 129 traders interviewed only
31 extond eredit to their customers end even then mot to all the
customers whom they know but to certain known customers omly. It
would not seem wrong to generalise that customer credit is none-

existence,

The reluctance on the part of the traders to extend credit
to the customers can be attributed to two factors, namely, the scale
of the business and the impersonality of the business, Small scale
business wequire a constant flow of cash income in order to maintain
o constant stock to meet the demand., Supplies are only available
vhen the trader is able to pay off a portion of his debt to the whole-
seler and a down payment for his new purchesess Further, the customer
meot the trader once a week in the market places and come to know each
other only by face, unless they live in the same village or town.
Therefore, the traders are not in a position to judge the eredit
reliability of the customers. Another facior may also be added, this
is the small purchase that are made in the market places which make
it wore mceceptable to trade in cash rather than on eredit,

Borgairing

.~ The gemeral market custom is for the seller to name a price
higher than what he or she expects to get and to reduce i, if
necessary, after an intervel of bargaining. DBargeining is the accepted
mothod of setting prices for most of the goods availeble in the market
places, for the simple reason that no two comparable items ave
equivalent in quality, size or unii of measure. Uncertainty about the
quality of the goods is further reenforced by the fael that most of
the items svailable such as shoes, textiles and clothes, toys, ete. are
of doubtful made and bramd. The notion tha} the prasiice is pursuit
because the people enjoy it is exaggerated.” Actuslly some things are

1
(Institute of Soeial
Vashington, D,C.)




never bargeined for: such commodities as cekes, prepared food, medicine
and the like have fixed prices, bargaining over them would not amuse

anybody .

Bargeining is so common and natural that the traders when
asked: Vhy do you allow bargaining?, would give a stereo-type answers
ast "Oh, it is just natural, If I don't allow the customers to
bargain, they won't buy my goods. To make sales I have o allow them
to bargain.” This reply might have been prompted by what has been
experienced by the traders aund observed by the writer. A purchaser
approaches a trader and asks for the price of a certain goods and if
not satisfied he will walk ewey without much ados What happen is that,
the purchaser first examines the quality and price of similar goods
of the various traders, in oxrder %o be in a better position to evaluate
the reesonablencss of the first price asked, and thus may be seen
walking eway from the trader without bargaining, But vhen ready to
buy, the purchaser does offer less than the trader's price, and in
enticipation the treder asks more to begin with thanm he is ready teo
tokes

Bargeining has o genuine commercial funedion. Vith respect
to commodities that cannot have fixed values, only by the bargaining
experience of the particular market can the buyer and seller determine
h::.mahthqmn!ih. Bo values are fixed for o given time and
P {- 19

From observations made, the writer was able to dnunyf
two distinet types of bargaining, vis, haxd bargaining in terms of
words and herd bargeining in terms of money, in addition to the
oxdinary bargaining procedure. Am illustretion would further dis-
tinguish these two types of bargaining,
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ILLUSTRATION A

HARD BARGAINING IN TERMS OF WORDS

A woman customer approached a 'hxtﬂ.e trader, picked up a

Customers
Trader @
Customers

Trader

Custonmer:

Tradexr 13

ﬁ“l

Customers

Trader

piece of batek and the ensuing dialogue followed:-

Vhat is the price of this batek?

Only ‘3.803 sister.

Anah,.ee what about $3,50

Like that I won't profit. (end in laughter)
I would not be earning emough for my fare
home. 5

Vhere are you from?

The 18th milestone.

Then I come further away than you., Flease
reduce the price by 30 cemts, eh?

Alright, I will reduce it by 10 conis since
you came further away than me.

Qoohesse 20 cents also you want.

This is ressonable sister. If I am not
looking for profit, how em I going %o

live in this business,

(Silenee as the customer examines the meterial)
How?

Less?

Canmnot., $3.70 is recsonable indeed.

Ah, what is this, You een't even cut the
price by 20 cents, (pretemded to walk

avey and was ismediately ealled back by

the trader)

-“-



Trader @ Come, come back sister, (The customer came
back). Alright for your seke, I don't mind
losing enother 10 cents. $3.60, alright,
That is my last price, I am already losing.

Customers (Ponders for a moment) Alright
ILLUSTRATION B
HARD BARGAINING IN TERMS OF MONEY
Picking up a copper basin and pointing it towards the trader,

the customer (an Indian man) askeds

Customers How much?

Irader 13 $3,00
Customer? $1.50
Trader 1 Ave you erazy? How can you get asuch a

thing for $1.,50. Even with $2,00 you
cammot get it. If you want one for
$1.50 you can take that small one
(pointing to another basin).

Customers Alright, towksy, wvhat about $2,007

Trader 3 If you want, you can teke it for $2.80.
If no, you ¢an go, You are only
disturbing me doing my business.

(Placing back the basin the customer welked avay)

Il1lustration A represent a type of bergaining wvhere the
mammlulﬂfﬂs”mmﬁmht&.pﬂu
cﬂﬂnﬂly.mgﬁtop%smtmhrﬁuoﬂm Much talking is
involved to get o small reduction in the price. It is usual for the
mtmrupnmuhumumaﬂammmmm
aveye m-mau»nmumwmmmmmu
Mﬂﬁulmrwmpﬂu-ﬂdmlﬂmhnnycdlbmk
mw;ﬂmldomulo.mmmumtem
back. mmmt-umummormmmhmm
uuuprmihonboih-iduuduuudlyminhthpaﬂdu
b.’-ﬂxllum.‘u

Illustration B, on the other hand, ropresents hard bargaining
in torms of monmey. The unreasonable reduction asked would only raise
the temper of the trader, especially vhen he or she is busy ettending
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to o number of other customers. More often than not such bargain ends
without the conclusion of any salee

It is the first type of bargaining that is prevalent in the
market places. Very few instances of the second type were encountered
by the writer. The majority of the customers therefore more or less
indulge in a 'war’ of word for a few cents reduction in prices The
customers who indulge in the second type, asking for unreasonable
reductions are usually men. This is either becsuse they were pulling
the traders' lege or muy be they are very doubtful of the quality of
the product. :

Discounts

Mammiﬂiuﬁmﬂ:ﬁsm-otm soxrt is
in operation, restricting competition among those who feel themselves
10 be members of the *in-group'. There is an obligation on the part
of the trader to give another itrader a discount when selling to him so
that he mey make & higher profit even though it means less profit for
the trsder who is selling. In one sense, the lower price cam be seen
as the difference between wholessle purchase and a retail one, since,
though the treder has a small stock, he does buy more than the average
customer. The average trader is not unawaxre of this difference, but
vhen asked why the price is lower for another trader than for a non—
trader, they said it is proper to cut the price when selling %o &
felloy trader so that he will have o better chance to make a profit
himself, .

Perhaps this ides is simply a rationslisstion and the lover
pﬂuhndlyuromltctihmommuﬁqwﬂm
To decide this question one would need a carefully controlled series
of cases, between trader and trader, and between trader and non~trader,
with equal quantities of goods for each, Such date are nmot available,
the writer can only say that the practice exists wvhether or not it
affects prices. The important thing is perhaps not whether it
influences the setting of prices in any particular ceases, but rather
the statement is made st allj for it jndiecates a self-conscious feeling
of group identity among traders vhich under other conditions might
become strong emdugh to have e real influence on the freedom of
competition and price setting.

However, this sort of operation among traders in the market
places is mot widespread. I+ usually occurs when a trader stock is
depleted end in need of Msﬁnnﬁﬁuhmhem‘iﬁm
demand of the customers. Wummmsmldskdumrom-
another with a larger stock.

Discounts offered to customers happens only in velatively
large purcheses and are arbitrary. In contrast to discounts offered

hmhm.muaﬂwummnmmtmtotm
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feeling of obligation or consciousness of being o member of the
*ine-group', but rather as a technique of sale with the prime objective
of persuading the customer to make a larger purchase. A customer is
alveys tempted to make larger purchases with such offers asi "Ono
bundle of this vegetable is ten cents, but if you take two I will
charge charge you only fifteen cents." or "Take two more extra yards
and I will reduce the price.” Discounts are sometimes given not in
torms of price reduction but in terms of additional quentity of the
goods purchase. It is common for the cake seller to add one oX two
extre cokes or the vegetables and fish sellers to add a few more
tohils and for the textile trader to add o fev more inches of bextile
to any purchaser purchasing more than vhat is usually done.

It is noticed that trade discounts that operate in the market
plagces serves two functions, social and economic. The former being
more prevalent in the relationship between traders and traders and
the latter between traders and customers.

Bocoxds

Most of the traders are {11iterate and fow keep any sord
of written records. Mﬁonﬂondmﬁvﬂ.ﬁmﬂhumﬂnm
words prefer to do caleulation in their heads and to rely on memoxy
for accounts.

accounts is simplified by the practices of making
{mmediate cash payments for most purchases. When large sums are
involved there is & tendoncy to round offthe figures, This is done
both in the caleulation of prices, to simplify the arithmetie, and in
setting final prices, where it makes the sums easier to remembeX.

Price snd Price Flustuations

Prices collected cannot be accurate because the prices of
many items vary, 4o a smaller or greater extent, from week to week,
rrumnm{to-uMaMmmh trader on the seme
morket day, fixed in particular cases by bargeining, It is therefore
difficuld o say what the exact price of many a commodity is. The
only satisfoctory mean of determining the price of sn item is %o
interview a sample of the purchasers and $0 oaleulate the average of
vhat they pay. Nobody has done this, Comsequemtly, it is not
possible to report in detail on prices and theiy fluctustions. All
that the writer 1-m-ua»mmuvtnmm:mnmt.
ciﬁhhﬂwﬂnn,iﬂkﬂchtﬂunnﬂmﬁmﬁmmyﬂn
mmﬂmommmwshmumuh
give the average prices and their approximate limits.

ess, since there is froedom of coupetition in the
market places and most of the traders as well as the customers have
atdrmldpotﬁnmootprlul. the prices are fairly
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consistent at any one time, Only for comnodities which are sold emdyx
by o limited number of traders such as fruits (during low seasons)

and songket are the prices ‘exhorbitent enoughs But this merely follow .
the prineciples of the market, Such traders may be term as oligopolists
(in reference to the goods held) and the prices set for these goods

are naturslly high but not high enough as to loose customers since

most of the customers come from the Jow income group and cemnod afford
goods at fantastic prices.

The widespread practices of bargeining indicates that there
is o small degree of inconsistency in prices within the market place
at ony one time, but is it the practice of traders to increase or
decrease prices during peck hours and slack hours, respectively? All
the treders qn.cr:l.c‘ gave a definite no and this answer was well
substantiated by one trader who said, "Leok, during peak hours I have
to cope up with an average of ome customer every minute. I con only
attend to one for three or four minutes and if I was to increase the
prices of my goods there will be a lengthy bargaining wvhich tale more
than five minutes and if 1 was to sttend to the customer, I will lose
the others."

To the small trader what is more impoxtent to him is the
turnover not the inerease in prices The larger the turnover the
better he will be. In fact, if the trader expects a brisk sale during
the peak hours, it is much more profitable for him to reduce the
price of his goods. Let's assume that during normal hours a doxtile/t rader
sell his textile at $1.50 per yard, Now if he was going to sell it
at the same price during the peak hours he would sell only twenty
yards, but if he was to allow a 20 cents decrease he would double his
sales, Assuming that the mark-up i 20% in the first place he would
earn o gross income of $6.00 but if he was to reduce the price by
20 cents he would double his sales end receive o gross income of $10.20,
elmost double the gross imcome of the first instance, Hence, it is
pot umusual for certein traders to tyelax' their prices during peak
hours.

But this is not to say that there is no priee fluctuations
in the market places. The fact that the prices are inconsistent due
4o bargaining points towards price fluctuations. But to pin pointd
such phenomena would involve a lot of time and energy which were not
availeble during the course of this study. |

Units of Measurse

Various units of measure are used by the various types of
tradors. nqmomlthcmdcrﬂatoﬂwmatndm

For the peasant traders dealing in vegetables and fruits,

gimple units of measure such as the longgok (lump) end ikab (bundle)
are used., One longgok of eriits might differ in emount from enother.
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end the price too might differ. One ikat of vegetable weighs around
o kati, Such erude measurements are used becouse for these traders
troding ie just a simple procedure of disposing surplus produce and
es such do not need measuring equipments such as the lachings and
dechings which would need cash investment. Only the 'professionsl’
fish and vegetable traders used the katis end tehil units.

As for the textile traders the yardstick is used, while for
othersthe pieces is more convenient. The hardware and kitchenware
traders however would try to oreate a special appesl by selling o few
mixed items as & group st a tempting price, There was one perfume
soller who sell perfume by the grams.

; It is elear therefore that the units of measure used differ
with the types of traders, depending upon the nature of their
businesses.



CHAPTER V
mmmmmmuummm

By the woxd 'poople’ the writer means all those, other
than the traders (udtuithsncupm:u), found in the narked
place, To term all the people found in the market places as customers
or purchasers would be inappropriste because quite a large number of
them do not fall into this category, in the real sense of the word. The
term 'customer' or 'purchaser’ will only be used to demote the people
who are playing the appropriate role. Otherwise, the woxd people used
is all inclusive.

PEOPLE IN THE MARKET PLACES

Lensus

It is impossible to make an accurate census of all the people
found the market places or for that matter the number of people found
in o market place at any point of time. Nevertheless, an attempt was
munﬁm.mummotmuum.w
place on one particular market dey. This census was condueted for
ﬁommtplmnﬂmnnlt:llld&mmrm. rX:.
Even though this mmmmrhrmmpluo.m
generalisation that follows, supported by observations made, ere
applicable to the other three market places under study.

It is noticed that a total mumber of 3,144 people entered
the Banting market place between the period of census, that is,
betwoen 7«30 s.me t¢ 12,00 noon, the normal peried of operation for
the market; at an average of 10 persons per minute, 315 persons per
hal? hour and 630 persoms per houx, 0f the 3,144 people entering the
market places, 2,210 were males (about 70%) and 934 were fomales
‘M 30*).

As shown in Diagrem 1, the rate of the mumber of people
mmmhtplmimomumlymnmm.mﬂmw
Belie, & period of two hours, and thereafter decrenses at a lesser degree
then the inereasv. It csn be seen therefore thal, assuning that a
pormﬂmutnnwotmwnmumtplm,Muo
mﬁm;ww-hmuﬂﬁﬂmdmomm,aﬂ
Mmmﬁumwmhﬁwmpdntafﬁﬂm
its peak hours, ﬁm.mﬁwmummm
dollars.
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Iime

7«30 a.m,
8,00 aeme
8,30 a.me
9,00 aeite
9.30 a.me
10,00 a.m.
10,30 a.me

11.00 a.m.

NUMBER OF PEOPLE ENTERING THE
BANTING MARKET PLACE

TABLE IX ©

QN ONE MARKET DAY

- 8,00
- 8,30
- 9,00
- 9,30
- 10.00
- 10430
- 11.00

- 11.30

Dellle

Bellle

Oellle

Bells

Aells

11.30 a.m. = 12,00 noon

Total

-T2 -

Male
120

224
403
652
393

100

13

2,210

Fessle  Zotal
48 168
299 323

201 604
249 901
151 544
131 400
39 139
12 48
4 17
934 3,144



NUMBER OF PEOPLE

'y £ 3.8 3 % %

1,000

DIAGRAM I

GRAPH SHOVING THE RATE OF NUMBER
OF PEOPLE ENTERING THE BANTING
MARKET PLACE ON ONE

7.30 8,00 8.

MARKET DAY

30 9,00 9,30 10,00 10,30 11.00 11,30 12,00

TIME (MORMING)
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Rasia) Composition

The majority of the people who frequents the market places
are Maloys. This is particularly distinet in the rural areas where
thuytommnthmaopuuﬂofmmmormummqumt
the morket places. In fact in the Tanjong Karang snd Sungel Buloch
market places the pumber of Chinese and Indiens visiting the market
ploces is negligible. Even in the urban market place of Fort Swetten~-
ham the Malays forms the major part of the people who frequent it
Such o finding would give basis % the popular notion that the Melays
are more attuned to places of publie gatherings than the other races.
There might be some besis for this motion, but the fact that they form
the mejority can be attributed to several factors.

TABLE X

RACIAL COMPOSITION OF PEOPLE IN
THE MARKET PLACES

e
Tanjong Karang 9T% 25 1%
Sungai Buloh 95% 3% 1%
Port Swettenham 50% 40% 10%
Banting 80% 1256 8%

Note: Estimates made on observations.

non-daleys bub yet the majority of the people visiting the marked
place are Malays. It might be that gince the treders, especially the
umwdmmmw. uthqpodotmmhtpmo is much more
oriented to the Malays rather to the non=taleys. Vhatever the
roasons might be, the Malays
people, especially the teen—agers, who thang' around for hours in the
narket place idlhgwihoittiuupuphanhtdxl.

¥ho_are the people?

Thom;lorityotﬂumlovhomtothlncklymmt
places are either villagers or tovn dwellers from the lower snd widdle
class setus. Since people of the upper class status have their

Ef
§
:
]
:
]
§
a
:
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shopping and entertainment immore sophisticated sorroundings, they
are seldom found in the market places.

Formers and villegers are the most froquent visitors of the
market places in the rural ereas, while those in the town consists
of lsbourers and clerks.

Vhere sre the people from?

Asthourkotplunmdtuatdiommlual
inhabitents, naturally the large majority of the people coming %o
these market places are people from the local tovn and nearby villagers.
"Outside® visitors are those either pusing through or coming from

Two or three thousand people visit the weekly market places
every market day, and the majority of them are either peasants ox
people from the lower and middle income groups. This is because the
atmosphere and methods of trade are more familiar to them and also
because there are price advantages, Indeed, the majority of them who

are done through the shops in the towns and villages. Consequently,
itmbonidthntthqwutothnmhtpluu. not only to buy

anlhtdﬁoﬁnnmuuuu. This ean be shown by the type
of people who frequent the market places.

Firstly, there are those who came in the early morning
bomhumumww‘ltorthodw. They include men and
mon.buith-njorityotthumm. coning with empiy baskets
ﬂmmﬁuﬁﬂﬁﬂﬂ,wtahhlaﬂﬂhufwa
tems such as cakes, gruits and kitchemwares For these people it is
ust :

Secondly, there are thnuuhnu-hpu'ohauafw pieces
or yards e:um-.rmmpm These axe the
mlomnnat-hmhmmmﬂrﬁumotmh.
The young ladies would eomé in their best dresses with their friends,
taﬂbumﬁwﬂdwmmlommumhotm

mumuismlandwphm-ugtoﬂn
narket place just for the sake of coming, %0 look around, meet friends
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GOSSIPPING IN THE MARKET PLACE
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ond telk or gossip in the market places. The majority of them are of
course men, especially the teen—agers. Yor these people, and to &
certain extent for the rest, the merket place is a place of celebration
and entertainment. Here, once n.urukthoyoungmnuldhnn the
opportunity to set eyes on the village girls parading about in their
best dresses, an opportunity which is hard to come under normal
situations in the villages. The elder gemeration, on the other hand,
would finelly end up in small groups, with o trader or two, discussing
politics, business and other topies of common interests. These are
ﬁ.wﬂoﬂmmmn-mmmdhthomhtpluum
moxrning to the closing hourse

Nevertheless the majority of the people visiting the market

ﬂ(rsmmnpmmmmuumom. But
it mtmmﬂa-nmmmmumuw. To them
the merket place is a place for social gothering and cheap entertainment
where they can go and forget for some time their work end worries. It
1:anﬂotgtdrmupman&,ﬂthrﬂmdnorfum.hm
wﬂdjohowsmﬂﬁuitmmaﬂswmmodmnmtdnnlnt
place, the alternmatives of which are either scarce or expensive for
them to afford. Kuoth-ymldlumuthetantduotm
medicine traders, the lively bargeining between traders and customers,
mwsom“thmwn.mtommaﬂmtm
mhaﬂphmﬂthmmbhnowluhvhﬂwm
seen, heard or experiencedin the marked places,

socmmrlousnmmrm

contacts between traders Mmm;:ommm and
do not involve any exiraneous considerations which can ereate bonds

of social relations which might work ageinst the profit motive,

IG.S. Pelshaw, .:_. jonal Exchange and lodexm ZIal7es
(Modernisation of Tyaditional Societies Series, Prentico~flall, Inc.,
Englewood Cliffs, N.J.) page 70 = 79



in the merket places ave local residents either from the towns or
nearby villages; and they form more or less the permanent group of
visitors to these market places. On the other hand, the majority of
the treders too, conducted their businesses in the market places week
in and week out. It is obvious therefore that the existence of these
two groups, the merket goers and market treders, for over o considerable
length of time, would ome way OF the other, create personalistic

socicl bonds. The result of this interaction overtime are the estab-
Jishments of social relations or bonds between traders, traders and
customers, and between the people in the markot place itself.

The relationship, and its outcome, botween traders hos been

The search for enduring relations as & natter of confidence
and security is & major fuﬂrnofihmtttpluo system, One sot
of link is between buyer and seller.2 A dominent manipulable technique
could bejuse-of eredit, bub since the seale of business is small and
the risk is great, mmpmmwm-mgu is limited only
t0 certain treders and custoners.

Since the pulation of credit is limited, the traders
therefore have to-nnﬂ“m”hmwtotm!ﬁm
end security. h.ﬂmﬂnwﬁﬁnum it is essential
tormbdm,hnmhmnh -pumin'lotngulnms,
hmu.mmymwpnﬁwm so thet when
mmmmaminutaummmﬁnm.mm

mo!WnnhmHnorhﬁ-M flow of incoumes

Por troders from the loesl vicinity, such relationship might
have been established cutside the market place, with friends, neigh-
bours and fellow-villagerse For others, the first step towards the
ereation of this relationship is taken once they set fool in the
market places., It is en advantage to the troder to keep track of his
customers and their friends, Confidence in a new customer is much
mﬂmﬂywﬂdﬂmmhmﬂon&omotﬁn:ﬂmﬂn

Z¢he phrase 'mmumm-mu'mumsmm
does not refer to the differentiation of roles played in trensections
between producer and trader, and between treder and trader, bub refers



PLATE 23

TRADER & CUSTOMERS HAVING
A CHAT OVER A SMOKE



friends doing business with the trader. A network of relationship is
therefore ereated between buyers and sellers in the market places,

I+ is common for & visitor to see one or two customers squatting in
front of the trader or sitting beside them gossiping or talking about
their work and the like,

On ihe other hand, social relation among the people who
froquent the market places are relations created outside the market
place. Such relationships as based on marriage, peighbourhood, work
and commen residence are noticed in the interaction of the people
visiting the markeis. Th-nmhnudlvm:lnmum.,
either with their owa family, friends, neighbours or workmabes. When
one group meet another in the market place the comversation that
follows clearly indicate ihe relationships. People of the same
village would talk aboutjpolitiecs and affeirs. Youngsters moeiing
each other would talk about pariies, dances and girls, Vork-mates

would talk about their work. Families would ask the health of the

Msﬁhmmmhnwmmﬂnmmrm
Shhsm“mhm_hmmmriohlﬂlordm It is in
the urben market, when the .m.umtmihonmlmumaﬂu
customers £rom the urban areas, ﬁatﬁnmh-ubnmtﬁ-h
mwm_wmmmumuhmm-&wm
markets represent horizental linkeges.

ships operating in the market places. Social bonds or relations exist
utmxm.-ummum-mmum
the people visiting the market places. It is this wide-notwork of
Muhwmtwummtmommuwa
it existence and flavour,



CHAPTER VI
mmmmmm

mmtm!ormwﬂlymht system varies
between different market places, and between different market days.
Itdwmmmothmlotmnﬂmw:. the number
domnmmsmurmpm&efﬁ-mﬂh. such as pey
day, harvesting season, Chinese New Year, Hari Raya end the like.
Roomusofmhtmmrﬂwwmhmwh

ture of the customers. mmntchomtummummm
market, This market is fairly constent in terms of mumber of traders
and customers. Newertheless the income receive/by the traders are
mmuﬁmnumomm-mtnm-mﬂm

mw1mm.m.mwmummgomua
the professional fish and vegetable traders, receive a turnover of a
few hundred dollars. Such windfalls 3= occurs only during certein
ucuﬁmﬂw%ﬂﬁchﬁuudﬂhmﬂtfmih There
ere even occassions vhen a trader receive nothing, This is especially
true with certain pessant traders vho sell only one type of product
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mly.tor.mhhmmnﬁw. A trader might come with twenty
m-ubmnﬂatmﬂotmmtmm:ﬂnﬂthm
mmuntuhormmmsht.

nhd.uundwci%udmldmtbomhmdom
the net income or profit for the trader. Firstly the traders lack
written record concerning their stocks and purchases. Secondly for
troders selling their own produce such calculaiions would be arbitrary
and would mot present the true picture of the costs involved, Suffi-

mnaﬂotwnovorpormhtwvaﬁutmmt
$1,000.00 to $5,000.00, with an average of about $2,500,00; verying
the everage turmover per trader from $8.00 to $40,00, Assuning that
an average of 2,500 persons visits the merket, 1t means thad each
person spends ebout $1.00 only. But this would not give a true picture
dtho.xpnﬂitu'opnthrnm:mtdlvhoﬂdim-uhtplucm
purchases. Lmummmmtuduhw
Mnmcof”.ﬂﬂnﬁthhmnmt.hmtwwmtd
ﬁomlomtroqum&onmtnhuudlymuﬂgﬂu
Amnbuotﬁmw,mldqudstncﬂunuh-nﬂ
prepared food. Thilmldimomihnmblro:!m-upiol
na::l.wnnf'rolnrmt(mmtﬁohﬁutommtsopwcmt

cent of the peo are males, & large majority being teen—agers, justify
ﬁtmdm;un,bumutorﬁQumnpo!poophththk
uponthanrhtplmuqﬂrygooddhmtiﬂhthoomm
resorts such as the streets of the village towns, the cinomas, coffee
chops and the like. The potentiality of extrocting a few dollars out
of the pockets of these ‘market-loafers® is there, but such potentiality
nuldedlupnmmtdﬂdsndumhm,m
belts and the like. m-nﬂummlm.wmmm
o!wihlhﬁnkuﬂoputdm&nhm Furthermore, the risk
tnhumldhmmtumhpdlmmmmmm
Mofwmamldimlwbummmm:omﬁtyuﬂ;
range of variety. ‘rboi.rpriusmq-ih highndth:lrnloumt



will be inflated as to double or treble the maximum, The figure
collected was for one market place, Looking at it from the point of
viwofamtpluovnlmtplmmchilpntmotoit. Buf if
mintolmkntitusmtuofmmnukﬁplun, then the
economic significance of such market places is revealed, It is a two-
wm,atemmdlmoqmﬁuuofpo&amﬂpnhnmlold
tothom-mdnthtothundwummmpusd
over to the traders to perpetuate the system. Therefore one cannot
&henﬂth-inpormum-mmtmwmthomituh
more as a supplement to the other existing market systems in the
country.



400 ig capital accumlation. Indeed, it may be questioned, both
theoritically and practically, whether capitel accumlation is possible
under conditions of perfect competition. Cepital aceumulation is
further hindered by the fact that a large portion of produece does not
f£ind its way into the weekly merket places et all, thus reducing the
volume and variety of produce for the treders.

Anyway, this system which results from the edjustuents
of limited meens is less efficient than the other capital intensive
ones in the country.

Atutnrvhhhmnﬂhurinmuthnmwuﬂy
market system is today mllyamlmtbthnuﬂoml systen
vhich contains industrial and sophisticated sectors which impinge
upmth-mhtpm'hntyctmnpmtdfmm These sectors
do mcst of their selling through departmental stores and shophouses,

Puying is either done through the shops and stores or through other
means as by mail or by telephons.

The question then is: Vhy has this veekly market system
survived in this country, where the socloty is in contact with the
:;:hm world and its techniques? There are three major reasons for

"y :

In the first place, this syﬂ-mkuibo-nd economical
use of its resources by mmmmmwmnm
scarce and expensive ones. Mtdmtnghthuudtow
mothods of transportation and comsunication, or to buy the necessary
equipments to menage a large business, can be productively used
olsewhere, As long as the states of unemployment and underenployment,

scarce resources (especially capital) snd low technology persist, this

problens of unemployment, underemployment, scarcity of capital and the
low stete of technologye. m-.rrw.[llﬂinrzinlhahindrmeto
capitel sccumlation, and this coupled with other socio-~economic factors



(explicit and implicit in this study) plus the fact that the weekly
system is just a mere cog in the whole economic wheel, does not make
this system a developmental foctor in the solution of such problems.

sm,u.mmu.mnahmwu
mmtmm1mﬂmmmmumwhym
n&lynrhtqﬁu,thnpiiduﬁtdmldhwmdth
w&ﬂnguﬁsuhighudth.pnblmtobetmulnemplumt

thmtlmtismmmm«tﬂnnrhtplm:
Wmsu-umﬂmmgmi'uwmﬂhmmuo
ammirymmpmtmm. Ithanlnnduhkhcinthc

mhtmﬂﬁmrmiﬂtwpﬂitg-hmmw
munttmthpm»1uﬂmumi-mm
effects mmﬂpmuumhlookmnmmlnmm
for the disposal of produce of their backyard gerdens rather

en incentive to grow cashe=crops oF to participate in the buginess,
wpm,hthndmdmm- The sebting
“Pﬂ_fmmipmuwnldmthdpﬁudimdﬂmﬁr“

produce elsevhere, Hh;tuuoddin-mpodﬁwmuom
an&udnuﬁumwnWun-dw»
the provisions of credit and loans, the formation of eooperatives for
the collection and distribution of produce, for the pooling of capital,
and the like, mmmmummplm-wm

mmmnmummmamm
umihﬂudaﬂhwofmdlndpumtmmtm
producing areas to a much more seattered population. This significance
huﬁlrnnhihnlmofﬁ‘domthmwmvﬁmus
;hﬂ:; Dthﬂthalthhmmtnwtb.anidhboadmlmid
acioTe

o \l 1]

The theory of perfect competition posits = social system in
vhich maricet actors, ave inmumerable, and in which there are large
groups of buyers who a¥e interchangesble among themselves and sellers
vho axe interchangeable also. The structural relations between

mmwuuu-mmduoummmammmuu
and between uﬂu-m‘ru:po!bwﬂ'lmmt investigated, Further



Normally, investigations on sociel reletions start outside
the market place. A class systen may be defined using criterias such
as wealth, style of living and status judgements. A lineage segmente~
tion system is jdentified by reforence to descent procedures, narrisge
rules, and the symbolic and legal definition of groups within the
society. Existing exchange relations may then be classified by
reference to the obligations and duties of members of groups to one
snother, and interaction across boundaries of groups.

Since the interest of this study in social structure is less

taxonimic and classificatory thenm a step towards the examination of
the workings of a system, categories based initially on status
classification are, therefore, of limited use, Vhat is needed is o D[

isation about more complex maps vhich delineate the relation- el
ships between differentiated social and economic roles. Little work
has been done which would lead to schematic models of relation emerging
from exchange.

The element of imperonality in the mavket place ie economic
theory requires modification. Confusion srises because jmpersonality
in exchange relations has been equated with rationality and the puruit
of profit maximisation. To the econmomist, to pursue profit ome must
jdeally put aside all other extraneous considerations of an emotive
character which might create bonds of sociel relations working against
the profit motive, Yet, on the basis of materisls in this study, one
might argue that it is precisely the creation of persomalistic bonds
that gives 'existence' to the market place and makes it work.

Furthermore, the fact that people frequent the market place
not merely for the purpose of buying but also for entertoinment and
pomp has made it a place for sociel gathering then an economic Onee
This factor plus the network of social relationships crented
the process of m.mwm—ﬂﬁplm jnto a colourful
socio-economic systems
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AFPPENDIX I

LISTS OF GOODS SOLD IN THE VEEKLY MARKETS

mf.umummxmumw«m-um
different types of goods available in the market places, However,
ituhculdbonohdihﬂmtdlihogooummulm.nmm
of the four market plages under study, In the urban market place,
as mentioned earlier im the study, agragrian produce such as
vegetables, fish, groceries and the like are virtually ; ‘"
Anﬂmmutdlihomrpodlmmnnﬂlymm.hmﬁ
markets. c.rmguda,mchmulymuahlohmumnm

places, will be denoted so in the list,
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APPENDIX IX

WEEFLY, MONTHLY AND YRARLY VARIATION IN THE
VOLUME OF TRADE AS SHOWN BY THE ISSUE
OF ONE-DAY LICENCES

The data available are for the Tanjong Karang and Benting
market places for the year 1967 and 1968, The date for the Sungai
Buloh and Port Swettemham market places could mot be given because the
records that are kept by the authorities concerned are monthly records
end furthermore they include the issues of one-day licences to other
market~places (as for the Sungai Buloh market place) and traders who
come to trade in the market place every day of the woek (as for the
Port Svettenham market place, wvhere every morning onc cam find Malay
peasant traders selling agragrian preducts), As such the data given
woild k?thumﬁc-ﬁmﬂm&normmutnnotﬁt
mMmarker o

Nevertheless from observations made during the writer's
several visits to these two market places, he can safely say that for
the Sungai Buloh market place the mumber of traders vary from 120 to
200, and for the Port Swettenbham market place the number of traders

The one-~day licences issued are of three denominationsi-

$0.20 3 For small-scale peasant traders and traders
of cakes and prepared-food.

$0,50 : For the traders of manufactured goods,
*the professional® fish and vegetable traders,
and other traders of such scale,

$1.00 H For the reletively larger traders, especially
certain clothes traders.

The Port Swettenhem market place is an exception. Hore only
the $0.50 one~day licence is issued.



ISSUE OF ONE DAY LICENCES

TANJONG KARANG

1967

dape 3  Jdema 9

Jene 30

dene 16  Jam, 23

Denominations

127

165

193

$0.20

32

35

16

0.50

151 4 8

167

wi]:

431 4 ¢

131 4 3

1.00
TOTAL

$0,20

K]

R

0.50

131 ] 2

131 7 3

121 § 3

921 3

1.00
TOTAL

X

N

&

a

0.50

I E

HIFE

121 g 8

121 ¢ 5

1,00
TOTAL

$0.20

0.50

1.00
TOTAL



Devominations Mayl  May8  May1l5  May 22  May 29

S a7 116

119

0,50

1.00
TOTAL

125

116

$0,20

0.50

1,00

TOTAL

153

July 3

114

Denominations

137

119

124

$0, 20

33

0.50

-

135

136

$0.20

32

32

0.50

l_

1.00
TOTAL

174

176

130

$0,20

31

0,50

1,00
TOTAL



Denominations

0450

1,00
TOTAL

Oect 2

153

8L o« £ f 1k« &

121

8L ¢ £ f o

I5h « &



ISSUE OF ONE DAY LICENCES

TANJONG KARANG

1968

;

i

=

g

3

134

89

§0.20

4

43

1

0,50

185

134

$0.20

3

42

0,50

1.00

TOTAL

$0.20

A

0.50

181 §
121 §

181§

981

1.00
TOTAL

144

132

§0,20

33



Donominations May 6  May 13 May 20 < May 27

89 146

134

$0.20

35

0.50

158

145

$0,20

i3

0.50

1,00
TOTAL

176

172

167

159

$0.20

35

0.50

79 185

191

$0.20

.50

$0.20

0.50

&I

1.00
TOTAL
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ISSUE OF ONE DAY LICENCES

1967

Janl  Jmm8  Janl3

Jan 22  Jdan 29

Denominations

21

100 45

100

$0.20

43

0.50

1.00
TOTAL

85

100

$0.,20

0,50

1,00
TOTAL

81

113

102

$0,20

1.00
TOTAL

101

$0,20

0.50

|51

2]
151

1.00
TOTAL



Dencminations

100

109

$0.20

o

C.50

181

._ww.

1.00
TOTAL

115

Jun 25

dun il  Junl8

Jun 4

Dencminati

101 &5

91

96

$0.20

U.50

1,00
TO0TAL

129

$0.20

0.50
1.00

$0,20

0.50

$0.20

0.50

181

1.00
TOTAL



Qeb 22  Oet 29

et 15

100 100 100

100

$0.20

0450

1.00

TOTAL

107

07

Bov3  Novi2z  Noy1®  Nev 26

Dencoming

112

109

£0.20

13

10

0,50

,::M

__ﬂn

=

kY m_

1.00

b

=

100 100 100 78

100

$0.20

3

17

11

0.50

1,00
TOTAL



ISSUE OF ONE DAY LICENCES

1968

danl4 Jan2l < Jan 28

Jan 7

Denominations

100 85

100

$0.20

0.50

1.00
TOTAL

120

95

$0,20

0.50

1.00
TOTAL

82

$0,20

0.50

100

$0.20

0.50

1.00
TOTAL



Denominations

Hay 5 Moy 12  May 19 May 26

110

100

$0,20

14

0.50

1.00
TOTAL

100

107

$0.20

13

0,50

181

1.00
TOTAL

14 Juy2l  July 28

J

July 7

100

Denominations

100 100

100

$0.20

10

-

0.50

$0,20

0.50

103

100

$0,20

0.50

1.00
TOTAL



Denominations

$0,20
0.50

1.00
TOTAL

Oct 6

109

i

114

IEI'|83E|§I|u§EI
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APPENDIX IIIX

A SO0CIO-ECONCMIC SURVEY
OF THE VEEKLY ms_

(QUESTIONNAIRE FOR TRADERS)

Neme of interviewer:

Date of interview:
Time of interview:
1.  PERSONAL BACKGROUND
a. Name: ‘be Date of births

¢. Race: d. Sex:

¢s Place of residences

£. Place of births

g+ Marital status:

h. Occupation of spouse:

i. Number of childrens

Je Vhom do you live with?

2% EDU BACKGROUND
e« Educational achievements

School No, of Yeexs = Level Fpssed




3

Sehool No, of Yosrs  Level Passed

Tamil
Others:
diplects Others
b. Ability to speak intMal :
Engl:{b/&hon w/ /Tamil/
¢ Ability to read in: Malay/
Rnglill\(m.. /Temil/
d. Ability of write iniMalay/
English/Chinese /Temil/

2s Is trading in weekly markets your msin occupation? Yes or No

be If no, what is your main occupation?:

¢e Supplementary occupation(s), if any:

d, Last occupation (if trading in weekly markets ism your main
occupation)s

e. Reasons for taking up this occupation (i.e. treding in weekly
markets)s

f. Any desire to find another occupation (awvay from trading im
wookly markets)s: i g

g+ Why?

IRADING ACTIVITIES
2. Do you sell in any other weekly markets? Yes or No.

b, If yesi=

- 137 =



5.

Ce It 0o, M

d. Do you trade in other kinds of places other than weekly

markets? y
Yes or No

€¢s If yes: Vhere, when and how often?

£. If no, Vhy?

8. Hov long have you been in this occupation (i.e. trading in

weekly markets)?

h. Hov long have you been trading in this SwmSey market?

i. Do you trade here every woek? Yoz or No
Je If mo, Vhy?

EESOURCES

8. Do you have a shop of your own? Yes or No
b.n“..‘

(1) Vhere is your shep?

- 138 -



6.

(n)\'holnoksﬁuymshopﬂ_lﬂtmm treding? =
(iii) vhy do you sell in weekly markets?

(iv) Do you sell the same goods in your shop? Yes or Ne
(If no, proceed vith guestion e(iv) end e(v))

(v) mthu.gooht-hntrumihﬂ Yes or No
(If no, proceed with question ¢ except o(iv) and elv))

¢, If nor=

(i) ¥Where do you get your goods?

(ii) How do you get your goods (i.e. term of purchase)? ___

(1ii) ¥hen do you get your goods (i.e. rogularity of purchase)?

(iv) Any intention of opening a shop? Yos or No

(v) wny?

ds Mtdomdoﬂﬁthmm(mmm-w
vendors oanly)?

@. ¥Vhere do you store your goods?
f. Vhat is the value of your stock here?
8+ Vhat is the value of your stock in storage, if emy?
TRANSPORT

8. Vhat is the distance of your place from this marked? _
b, How do you tronsport your geods?
¢. Is the mean of transport yours? Yos or No
de If no., Vhat is the rent or fare?




7

8,

..nmuomrndaym. how do you transport your
goods to these places? '

PRICING

8, Yhat is the percentage of profit that you teke from your
goods (i.e. the mark up):

be Are the prices of your goods the same as those available in
the shops? Yes or No

¢s If no., Are they cheaper or dearer?

de Do you increase your prices during peak hours and decrease
them during slack hours?

BARGAINING

2+ Do you allow people to bargain for your goedst Yes or No
be ¥hy?
¢e Who bargains the hardest?ie

(i) In terms of words =~
Men or womens

Among Malays: men or womeni

Among Chinese: men or woment

Among Indians: men or womens

0f all racesj Melays, Chinese or Indians (place them in the
order of first, second and thixd)s
1,

2,

3e

(ii) In terms of moneys~
Men or Vomems

Among Malays: mem or womens

Among Chinese: men or womens

-m-



Among Indians: men or womens

0f all races: Malays, Chinese or Indians (place them in
the order of first, second and thi:lll)cl.

2.

3.,

(ii) In terms of moneys~
Men or wvomens

Among Malays: men or womens

Among Chinese: men or womens

Among Indians: men or womens

0f all races: Malays, Chinese or Indians (place them in
the order of first, second and third)s

1.
2.
3.
CREDIT
a« Do you give credit to people? Yos or No
b. Vhy?
HELPERS
2. Does anybody help you to sell? Yes or No

be If yes. Number of helpers?

Relationship?

Vage, if any, or
other rewards?

Are they regulars?
e. If mo. m

o TR e



12.

IicOUE

e From treding in market per day

be From main occupation per day/month
¢. From supplementary occupation(s) per day/month
d. Total income : per day

ITEMS ON SALE

2. Type of trades

be Assortment of M’, prices, M” and total valuei~

Goods Price/Usit | Ouentity | Zotel Vslue

BEFEFFFFFEEFFFFFFFFF
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13, CINERAL REMARKS
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Neme of interviewer:
Date of interview:
Time of interview:

1.
3.
Se

7o

%

10,

11,

12,

13.

APPENDIX 1V

A SOCIO-ECONOMIC SURVEY
OF THE WEEKLY MARKETS

QUESTIONNAIRE FOR CUSTOMERS

Names 2. Ages
Race: 3+ Sex:
Occupation: 6. Marital

Stotus:

Plaece of residences

How do you come to this market?

How often do you come to this market?

Do you always come alone, with friends or with your family? ___

Do you come here to buy things or just to look around? ________

Vhat are the things that you usually buy?

Before coming to the market do you make up your mind as to what
hmumjmm.ummwmaumnmt
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14,

15.
16,
17.
18,
19,
20,

Are the goods here cheaper, dearér, or of the same price as in
the shops?

How much money do you have on you now?

How much have you spent here today?

How much more will you spend?

How long do you usually stay in the market?

Have you ever visited other weekly markets? Yes or ¥No

If yes. Vhat are the market(s) that you have visited? _

What are the things that atiraet you in the markel(s)?__________

GENERAL REMARKS:
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1.

3.

4.

Se

To

8.
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