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Abstract
Shopping and marketing in the traditional Indian sense have 
always been informal. Display of wares and social interaction 
are the hallmark of Indian markets as compared to the mechanized 
and sterilized concept of shopping in the modern market centers 
and super market structures. From ancient times, hawking and 
vending have been an integral part of Indian trade and commerce. 
In this study we try to study the lives of these street venders 
who are regularly offering their service from dawn to dusk in the 
Kashmir valley. Convenience sampling has been used to collect 
the data from 200 respondents. Our study revealed that most 
of the respondents enter into street vending from poor illiterate 
families and were working seven to ten hours daily. However it 
is interesting to note that we do not find any significant difference 
between the earnings of male and women and majority of them 
were satisfied with their occupation.
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I. Introduction
Street vendors are an integral component of urban economies 
around the world since ancient times. In all civilizations, one reads 
accounts of travelling merchants who not only sold their goods in 
footpaths but also going from door to door in the nearby villages. 
The academic literature on street vending commonly treats street 
vendors broadly as those who offers goods for sale to the public 
at large without having a permanent built up structure from which 
to sell. Street vendors may be stationary in the sense that they 
occupy space on the pavements or other public/private spaces or, 
they may be mobile in the sense that move from place to place by 
carrying their wares on push carts or in baskets on their heads. 
In this study, the term street vendor includes both stationary as 
well as mobile vendors.
There is substantial increase in the number of street vendors in 
the major cities around the world, especially in the developing 
countries of Asia, Latin America and Africa. As per ILO report 2002 
street venders account for 14.6 percent of total non-agricultural 
employment in south Africa, 9 percent in Guatemala, 8 percent in 
Kenya, 6 percent in Tunisia and 1-5 percent in Brazil, Costa Rica 
and Mexico. In India Street venders represent about 3 percent of 
total non-agricultural employment. This translates to more than 
3.1 million street traders across the country. In the state of Jammu 
and Kashmir no study has been conducted to study the lives and 
conditions of these venders. Thus in the present study an attempt 
have been made to study the socio economic characteristics of 
these venders. To be more specific the present study aims at:

II. Objectives 
To study the socio-economic characteristics of street • 
venders
To analyses the causes responsible for street vending.• 
To analyse the price structure and level of earnings of street • 
venders.

To study job satisfaction and working conditions of the • 
venders.

III. Methodology 
Given the limitations of available data in understanding of the 
various dimensions and issues of workers involved in vending, 
which is widely acknowledged, the present study is primarily 
based on field data. Convenient sampling was used to choose the 
sample of 200 street venders from four main markets of Srinagar 
namely Lal-chock, LD-market, Batmallo and Hazartabal. Proper 
care has been taking to include different types of street venders 
who are selling different variety of products like fruits, vegetables, 
fish, clothes, toys, footwear and electronic equipments etc. Data 
has been collected with the help of well-structured interview 
schedule, which was pre-tested before actually administering it. 
Descriptive statistics was used to analyse and interpret results.

IV. Analysis and Discussion 
Studies show that the largest concentration of vendors in the age 
group 16-35 years. It indicates that vending involves enormous 
physical labour. A vendor starts early in the morning with the day’s 
purchase. The marketing place is invariably far from his residence. 
Bringing large sacks of vegetables and fruits and loading them 
in a rickshaw cart is a tedious job. Arranging, cleaning, sorting, 
weighing and dealing with customers is not easy. Hawkers are 
on the move from one lane to another irrespective of the heat, 
wind, rain and cold. Calling out loud to attract buyers, consumes 
time and energy. In this context gender wise age distribution of 
respondents were given an important position in the present study. 
Distribution of street venders according to sex and age group is 
presented in Table 1.

Table 1: Gender Wise Age Distribution of Respondents
Age Male Female Total Percentage 
Below 
15 2 0 2 1

15 – 20 5 2 7 3.5
20- 25 19 4 23 11.5
25-30 23 5 28 14
30-35 27 6 33 16.5
35-40 28 6 34 17
40 -45 33 9 42 21
Above 
45 26 5 31 15.5

Total 163 
(81.5) 37 (18.5) 200 100

Source: Field survey

Note: Figures in brackets indicate percentage 
The analysis of the above table reveals that most of the venders 
were adults. More than 2/3rd of the respondents were in the age 
group of 25- 45 years old and only 15.5 percent were above 45 
years old. The table also shows that male venders outnumber 



IJMBS Vol. 3, ISSue 1, Jan - March 2013

w w w . i j m b s . c o m INterNatIONal JOurNal Of MaNageMeNt & BuSINeSS StudIeS 113

 ISSN : 2230-9519 (Online)  |  ISSN : 2231-2463 (Print)

female venders in the sampled area. In the whole sampled area we 
found that there were 75 female venders selling different varieties 
of products and among them only 50 percent respondents were 
selected for the present study. Most of the local female respondents 
were selling fish and immigrants were selling foot wares, clothes 
and socks etc. During the survey we found there were more than 
50 immigrants who have been settled here from last 20 to 30 
years. Most of them were from Tibet, Bihar, Bengal, Assam and 
a negligible portion were from Calcutta. 

A.  Educational Status 
For the attainment of higher level of productivity it is important 
to study the extent to which the education and employment are 
matched. It also plays an important role in one’s life in the sense 
that it helps in shaping the right kind of life style in the human 
beings. The educational standard of the selected respondents is 
depicted in Table 2.

Table 2: Gender Wise Educational Status of Respondents
S. No. Education Male (%) Female (%)
1 Illiterate 10 55
2 Up to 6th 24 23
3 Up to 10th 20 11
4 Up to 12th 25 8
5 Up to Graduation 18 3
6 Up to P.G. & above 3 0

Source: Field survey

Note: Figures in brackets indicate percentage 
The above table shows that most of the respondents were from poor 
educational background. Regarding male venders 4/5th of them 
have studied up to 12 standards and 18 percent have studied up 
to college level and only 3 percent were post graduate. More than 
half of the female respondents were illiterate and 42 percent have 
studied only up to 12th standard. None of the post graduate female 
respondent was found during our survey. There were various 
factors responsible for poor educational background. Low level 
of family income was one of the most important reasons for poor 
education for both the sexes. As it was found in most of cases, 
all the family members were engaged directly or indirectly in 
informal sector and their children were either illiterate or studying 
in government schools. Another reason for poor education was 
that either their parents were dead or they were the only earning 
members in their family. Some of them responded that there is 
no job security as there are thousands of educated unemployed 
and it is better to earn than join any school. 

B. Nature of Employment and Working Conditions
Most street vendors sell items produced by home-based and small-
scale industries. The produce is designed to meet the needs, tastes 
and affordability of the local consumer and in places convenient to 
access. It would be hard to find an urban household who doesn’t 
purchase something from a vendor. The middle and lower class 
consumer specifically prefers to purchase from them, though even 
well-off citizens purchase many commodities given reasonable 
prices. From the pin to household utensils and garden tools, 
everything is being sold on the streets now. That day is not far 
when mobile phones and computer equipment will be available 
on the streets. 

For most street vendors, trading from the pavements is full of 
uncertainties. They are constantly harassed by the authorities. 
The local bodies conduct eviction drives to clear the pavements 
of these encroachers and sometimes confiscate their goods. A 
municipal raid is like a cat and mouse game with municipal 
workers chasing street vendors away while these people try to run 
away and hide from these marauders. Besides these sudden raids, 
street vendors normally have to regularly bribe the authorities in 
order to carry out their business on the streets. All these mean that 
a substantive income from street vending is spent on greasing the 
palms of unscrupulous authorities or to private money lenders. 
In fact in most cases street vendors have to survive in a hostile 
environment though they are service providers. It was found that 
most of venders start their business early in the morning and were 
working for about 7-10 hours daily. Most of them were residing 
for about 5 Kms from the marketing place.  

C. Reason for Choosing Vending 
There are various driving forces behind street vending as with 
the informal economy as a whole. One school of thought argues 
that many of the working poor who enter street vending do so 
because they can no find jobs in the formal economy. Thus vending 
serves as a refuge occupation, where low barriers to entry make it 
possible to earn a sustainable income. Another school of thought 
argues that people choose this occupation because it offers a more 
flexible or otherwise attractive employment option than other 
blue collar workers. In order to know why workers choose this 
occupation, sampled respondents were asked to mention the reason 
for choosing the vending as their profession. They gave different 
reasons which are presented in table 3.

Table 3: Gender Wise Distribution of Venders Across Reason to 
Choose Vending
Reasons Male Female Total
Lack of employment 
opportunities 

56
(34.35)

11
(29.72)

67
(33.5)

Absence of earning 
member in the family.

24
(14.72)

9
(24.32

33
(16.5)

Death of parents 15
(9.20

4
(10.81)

19
(9.5)

Needs less skill 18  
(11.04)

4    
(10.81)

22
(11)

Needs less investment 20 
(12.26) 6  (16.21) 26     

(13)

Other reasons 30 
(18.40) 3    (8.10) 33  

(16.5)

Total 163 (100) 37   (100) 200 
(100)

Source: Field survey
Note: Figures in brackets indicate percentage 

The above table reveals that 1/3rd of the respondents prefer vending 
because of lack of employment opportunities. More than 1/6th of 
them choose this profession as there was no earning member in 
their family. Similarly 13 percent prefer it because it requires less 
investment and 11 percent prefer vending because it requires less 
skill as we find above that most of the respondents were illiterate 
so choosing vending is the better option for them. 
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D.  Income pattern
Out of the total 200 venders surveyed, more than 1/3rd were 
vending on the streets with their own investment and about 20 
percent were those who were working as sales men/women and 
most of them were immigrants from Tibet, Bihar and Assam. The 
earning of venders depends upon the type of products they sell. 
The highest profit was earning those venders who were selling 
footwear followed by clothes and fish. While the lowest profit 
were earning those who were selling toys followed by vegetables. 
Those who were selling footwear were earning on an average 
Rs 500 to Rs 700 per day while those who were selling toys 
were earning Rs 200 to Rs 300 per day. It was also revealed that 
during peak and festival season most of them earn from Rs 1000 
to Rs 1300 per day. About half of venders who were working as 
sales men were receiving fixed wages of Rs 2500 to Rs 3000 per 
month and the rest of them were receiving their wages from 20 to 
25 percent of the total revenue per day. There was no significant 
difference between the earnings of male and female venders. We 
found that female members who were selling fish in Lal-chock and 
Hazartabal were earning on an average Rs 500 to Rs 600 per day. 
Despite variations in the earnings from one occupation to another 
we found majority of them were satisfied in their present earnings 
and were not willing to change their occupation in any situation. 
Thus we can conclude that vending is a profitable business and 
contributes to the economy in a huge way besides being a form of 
self-employment which brings down the numbers of unemployed 
in the country. 

E.  Price structure 
It was found in our study that because of informal nature of the 
market, only the price of few commodities was fixed. Price was 
mostly determined by bargaining power of buyers and sellers. 
Most of the venders reported that very often they have to reduce 
the price of their products due to various reasons including the 
bargaining skills of customers, to attract the customers from other 
vender or in order to retain the regular customers. It was also 
reported by most of the venders of perishable and eatables that if 
the product remains unsold they prefer to sell it at a lower price to 
customers than taking back home as they have to bear the storage 
costs which results in loss in their net profit. 

V. Conclusion
While norms have been eased for FDI in multi-brand retail, no 
effort is taken to ease the livelihood of the poor street vendor. 
The streets of every city in the country are not only home to of 
thousands of working poor and destitute men and women, they 
are also vibrant hubs of livelihood for impoverished people; and 
reliable sites for cheap and affordable retail. On city pavements, 
women and men energetically hawk variety of goods, including 
fruit and vegetables, clothing, toys, books, household utilities and 
newspapers. Our study revealed that most of the street venders 
were in the age group of 25 to 45 years old. They came from 
poor and illiterate families and prefer this occupation because of 
diverse reasons. Most of them were working seven to ten hours 
daily without any holiday. However despite variety of occupations 
and long working hours, they were satisfied for vending as they 
were earning enough to meet their family needs. Thus we can 
conclude that vending is a profitable business and contributes to the 
economy in a huge way besides being a form of self-employment 
which brings down the numbers of unemployed in the country.  

References
[1] Advani, R.,"Legal Status of Street Venders", Labour Files, 

New Delhi, November.1998.
[2] Anjaria, J. S. Street Hawkers,"Public Space in Mumbai, 

Economic and Political Weekly", May 27-June 2, Vol. XLI 
No.21, pp. 2140-2146. 2006.

[3] Aziz, A.," Urban poor and informal sector", Ashish 
Publications, New Delhi, 1984.

[4] Barth, G.A.,"Street Foods: Informal Sector, Food Preparation 
and Marketing in Philippines", Equity Policy centre, 
Washington D.C. 1983.

[5] Beavon, K., C. Rogerson,“Aspects of hawking in the 
Johannesburg central business district”, in C.S. Yadav (ed.), 
Slums, urban decline and revitalization, Concept, New 
Delhi.1987.

[6] Beavon, K., C. Rogerson,“Temporary trading for temporary 
people: the making of hawking in Soweto”, in D. Drakakis-
Smith (ed.), Economic growth and urbanization in developing 
areas, Rutledge, London 1990.

[7] Beavon, K., C. Rogerson,"The council versus the common 
people: the case of street trading in Johannesburg 1920–
1980”, in Geoforum 17.1986.

[8] Bernstein, A., M. Gray,“Pavement people and informal 
communities: lessons for social work”, in. International 
Social Work 37(2), 1994.

[9] Bhowmik, Sharit K ‘National Policy for Street Vendors’, 
Economic and Political Weekly, April 19, 1543-46. 2003.

[10] Bhowmik, K. S.,"Urban Responses to Street Trading: India, 
Street Venders: A symposium on Reconciling People’s 
livelihood and Urban Governance. 2000.

[11] Chandrasekhar, C. P., Jayati Ghosh,"The market that failed: 
Neoliberal economic reforms in India", 2nd edition, Leftword 
Books New Delhi, 2004.

[12] CitiSpace Hawking and Non-Hawking Zones in Greater 
Mumbai: Everything You Want to Know’ 2004.

[13] Hart, G., C. Rogerson,"Hawkers in South Africa’s small urban 
centres: policy and planning”, In Development Southern 
Africa, 1989.

[14] Joshi, H.,“The informal urban economy and its boundaries”, 
in Economic and Political Weekly 15 (13), 1980: pp. 638–
644, 1990.

[15] Joshi, H., Vijay J.,"Surplus labour and the city: A study of 
Bombay", Oxford University Press Delhi, 1976.

[16] Jumani, U, Joshi, B.,"Legal status of Hawkers in India", 
SEWA, Ahmadabad, 1984.

[17] Lund, F., C. Skinner,"Promoting the interests of women in the 
informal economy: An analysis of street trader organizations 
in South Africa", CSDS Research Report No. 19 University 
of Natal, Durban, 1999.

[18] Mc Gee, T.G., Y.M. Yeung,"Hawkers in Southeast: planning 
for the bazaar economy", International Development Research 
Centre, Ottawa, 1977.

[19] McConnon A.,“Book Street, India”, in the Guardian, 29 April 
2006.

[20] Rogerson, C.,"The underdevelopment of the informal sector: 
street hawking in Johannesburg, South Africa”, in Urban 
Geography 9, pp. 549–567, 1988.



IJMBS Vol. 3, ISSue 1, Jan - March 2013

w w w . i j m b s . c o m INterNatIONal JOurNal Of MaNageMeNt & BuSINeSS StudIeS 115

 ISSN : 2230-9519 (Online)  |  ISSN : 2231-2463 (Print)

Professor G.M. Bhat has obtained his M. Phil and Ph.D. from 
Department of economics, University of Kashmir. Presently He is 
working as Head Department of Economics University of Kashmir. 
He is a life member of a number of bodies and associations like, 
International Institute for Development Studies, Indian Economic 
Association, Indian Institute of Public Administration etc. He 
has been serving as Executive Member of Indian Economic 
Association for a period of eleven years at a stretch till this time. 
Professor Bhat has a long career of teaching for about 25 years 
at PG level, besides being a prolific researcher. Dozens of his 
research papers have been published and presented in Seminars 
and Conferences. His areas of interest are Macroeconomic Theory, 
Development Economics and Statistical Methods.

Aasif Hussain Nengroo is pursuing his Ph.D. in the Department 
of Economics, University of Kashmir. He has in his credit various 
papers published in international reputed journals like European 
journal of business and Management, Journal of Economics and 
Sustainable Development, Journal of Law policy and Globalization, 
Journal of recent advances in Agriculture etc. Besides this he is 
also the author of three books.   

 


