From farm to retail: How Punjab’s farmers process produce into brands -

and profit- through direct sales
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Hardeep Singh Jatana owns 15 acres of farm land at Jatana Khurd village in Punjab’s Mansa district.

He has taken an additional 20 acres on lease. On this land, he grows mustard, sugarcane, millets,
and wheat. Yet, this farmer has not set foot into a mandi — where farmers sell their produce — in
years. Instead, Jatana runs a store at his farm where he offers 225 processed items ranging
from wood-pressed mustard oil to medicinal jaggery and millets. Most of these processed
items come from produce that he has been growing in his own fields. “We don't believe in
selling raw produce to mandis. Instead, we process it and sell directly to consumers,” says
Jatana. In Gurdaspur’s village Sallopur, Gurdyal Singh, who owns 18 acres of land, has taken
turmeric farming to the next level. Starting with just one kanal (1/8th of an acre) in 2004, he
now grows turmeric on 10 acres . Equipped with his own set of machines — including a boiler,
elevator, grinder, and packing unit — he processes and packages amba haldi, kali haldi, and
regular turmeric varieties. “The results have been fantastic. We have an outlet at the Kisan
Bazaar in Batala and also supply our products through a sales point set up at the government
agricultural offices. The products are also available on Amazon,” says Gurdyal, adding that

he has several customers abroad. In Ludhiana’s Dalla village, Jagtar Singh (45) left his job

as a driver in 2020 and took to selling fresh sugarcane juice. He harvests 350 to 400 quintals
of sugarcane annually from his two bighas (about 1.25 acres) of land. “If | supply this cane to

sugar mills, I'll earn only around Rs 2 lakh, and after covering expenses, I'd be left with just



about Rs 1.25 lakh a year. But by selling juice of the same sugarcane, | earn Rs 1,500 to
2,000 per day. It means this land is giving me an annual income of around Rs 5-6 lakh,” he
says Jagtar. Jatana, Gurdyal, and Jagtar are among a crop of farmers who are now bringing
about a silent revolution in villages of Punjab. They are among farmers, who are stepping
away from the traditional crop and mandi system and charting an independent course —
processing and selling their produce directly to consumers. These are not corporate-backed
ventures, but small-scale initiatives powered by innovation, self-reliance, and a clear
determination to break free from the grip of middlemen. Jatana says a farmer cannot earn
much from wheat and paddy. “If a farmer doesn’t take farming seriously, doesn't visit his field
daily, and doesn'’t diversify his crops, he will remain in debt,” Sayas Jatana. “Earlier, | used
to grow narma (cotton) and would sell it in the mandi. But in 2018, | began a new journey. |
took 20 acres on lease and started growing sugarcane specifically for processing,” he adds.
He processes sugarcane juice into 12 varieties of jaggery and three of shakkar, including
medicated versions infused with turmeric, triphala, and flaxseed to aid digestion, relieve
constipation, and promote overall health. These products are now so popular that they are
only available through advance bookings. “We produce jaggery from November to April. Our
clients pay us in advance during February and March. When the production season begins,
we start delivering their orders,” he adds. Besides sugarcane, he cultivates mustard, kodra,
kangni (millets), pulses, and wheat — completely avoiding paddy. “I grow 15 different crops
and sell all of them after processing at my store. After processing the rates go up by 2-3 times
than what mandis offer,” says Jatana. Gurdyal agrees with Jatana. His turmeric fetches up to
Rs 300 per kg, while the medicinal varieties like amba and kali haldi (both used as part of
cure for several diseases, like swelling, digestion, joint pain, etc. ) sell for Rs 1,000 to Rs
2,000 per kg. “If farmers process and sell their produce directly, returns can double, triple, or
even more,” he adds. From one acre, he harvests about 130 quintals of raw turmeric, which
yields around 17 to 20 quintals of turmeric powder after processing. This translates into an
income of around Rs 56 lakh per acre. After expenses, his profit comes to Rs 3-5 lakh per
acre. “If | were to sell raw turmeric in the mandi, the profit would be very low,” he adds. In the
same fields, after harvesting turmeric in February, he grows pulses between March and May.
Pulses, a two-month crop, yield around 50 quintals. After processing, he sells them at market
rates— about Rs 120 per kg — whereas the mandi price is almost half. “That’'s why | prefer

direct selling,” he says proudly, adding that he is completely debt-free. Another inspiring story



comes from Pharwahi village in Barnala, where Ravdeep Singh has been practicing organic
farming since 2011 on his six-acre plot. He grows a wide variety of crops including wheat,
basmati rice, fruits, vegetables, millets, and oilseeds using a smart multi-cropping cycle.
Every Saturday, he and a few other farmers from his district participate in a direct-to-
consumer weekly market in Barnala. “Seventy per cent of our perishable produce and 100%
of our dry ration is sold there. I've cleared my entire debt with such farming practices,” says
Ravdeep, a postgraduate in Defence Studies. He has built a steady market for basmati rice
and wheat flour through direct packaging and consumer outreach, bypassing the mandi
system entirely. Managing the sugarcane juice business with his 19-year-old son Harbandeep
Singh, Jagtar says processing is essential to profitability. “It's all about quality and
consistency. We've kept it traditional, and that's what customers love,” he says At Lakhowal
village in Ludhiana, farmer Amarinder Singh Punia too has embraced processing to boost his
income. Of the 18 acres he owns, he cultivates wheat and paddy on 14 and dedicates the
remaining four acres to organic farming, growing kitchen essentials like pulses, turmeric,
onions, garlic, and vegetables. “I don’t sell my wheat at the mandi or at the MSP. Instead, |
process it into flour and sell it directly, earning much more than the government support price,”
he says. Since 2017, he has been marketing his produce under the brand name UPJ Farm
Products, which includes a range of processed items like wheat flour and cold-pressed oils.
Most of these farmers insist on diversification too. For instance, Jatana maintains a 3-acre
prawn farm and a 3-acre forest plot to promote biodiversity. “I've developed a five-acre model
farm that can serve as a blueprint for small and marginal farmers. Five friends can jointly
cultivate all crops grown in Punjab on this land, by properly barricading it and assigning fixed
working hours. If they sell their own produce, | can confidently say they will enjoy a respectful
income, mental peace, mutual learning, and even joy in farming,” he asserts. Apart from
turmeric and pulses, Gurdyal also grows Basmati and other crops on his remaining eight
acres, all of which he sells directly to consumers under his own brand name, Agri Brand. He
also practices beekeeping, which he started in 1999 with just five boxes. Today, he manages
350 boxes and sells around 50 quintals of honey annually. “Farmers need to diversify and get
involved in processing to some extent if they want to receive the true value of their produce,”
he stresses. In 2015, Gurdyal also formed a Farmer Producer Organisation (FPO), which now
has around 450 farmers attached. These farmers are now selling their produce directly

through the FPO instead of mandis and are getting better prices. These farmers’ efforts go



beyond mere survival — they represent a holistic approach to agriculture that values soil
health, water conservation, local processing, and building direct relationships with buyers.
They are not only reshaping their own economic prospects but also the broader narrative of
farming in Punjab.
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