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L. CHANDANA : An attempt was made in the present study to develop and standardize scale to analyze

Investigation, collection of
data analysis and preparation
of manuscript

the perception of Agricultural Input Dealers on Diploma in Agricultural Extension
Services (DAESI) programme. The developed perception scale was found to be highly
reliable (0.870) and valid (0.940). The perception scale consists of 46 statements
K. SHivaramu : classified in to six components. The developed perception scale was administered to
50 DAESI input dealers in KVK, Bengaluru (Rural) district of Karnataka state during
2024-25. The results revealed that majority of the DAESI input dealers (96.0%) had

good to better perception towards DAESI programme, while 4.00 per cent of the
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input dealers had poor perception towards DAESI programme. The variables like
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decision-making and risk-taking ability had strong positive correlation with 1 per cent
level of significance. This demonstrates that input dealers who are more capable of
Guidance, verified the
analytical approaches and
editing

taking risks, making creative decisions and using new strategies typically have a
more favourable opinion on the DAESI programme. Other traits like leadership,
motivation, scientific orientation and social participation were also positively related
Corresponding Author : at 5 per cent level. Thus, entrepreneurial and progressive dealers with participatory
L. CHANDANA attitudes tend to view DAESI programme more favourably. All the 18 independent
variables have contributed to the tune of 58.10 per cent (R?= 0.581) in developing
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better perception of DAESI input dealers towards DAESI programme.
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Majority of people in rural areas depend upon

NDIA’S primary source of income, particularly in
Yy > y
farrning as their primary source of income, SO

ural areas, comes from agriculture and related

businesses. Food security, the creation of employment
in rural areas, and the preservation of the environment
all rely on agriculture, which also contributes
significantly to the nation’s GDP. It is crucial to use
sustainable agricultural methods such as soil
conservation, effective natural resource management,
and biodiversity preservation. Revolutions like the
Green, White, Yellow and Blue Revolutions have
had a significant impact on India’s agriculture.

enhancing this industry contributes to a reduction in
poverty and hunger. Development in agriculture can
help to create a more equitable society and is
frequently more effective at lowering poverty than
growth in other areas. The government makes
significant investments in agricultural research,
education and extension services. These contribute
to higher farm income and production. Public
extension workers are limited and frequently
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preoccupied with other duties, but extension services
serve as a bridge between farmers and research.
Consequently, farmers might not always receive
appropriate guidance on modern farming methods.

At present in India approximately 2.82 lakh input
dealers provide seeds, fertilizer and other agricultural
inputs to the farmers. Above all they educate the
farmers on recent agricultural technologies. Since
these agricultural input dealers are locally available
the farmers rely upon them to a greater extent for
information on agriculture. With this background, the
government of India has been educating input dealers.
To teach agricultural input dealers about current
farming methods, MANAGE and Agricultural
Universities have developed specialized training
programmes. The Diploma in Agricultural Extension
Services for Input Dealers (DAESI), which was
launched by MANAGE in 2003, is one such
programme. It prepares input dealers to serve as
para-extension professionals and offer guidance
according to local agricultural needs. DAESI is a
Central Sector Plan scheme and is being implemented
throughout the India. Its aim is to turn input dealers
into better service providers to the farmers. The
course mainly covers crop production techniques,
laws about farm inputs and proper input use. In
Karnataka since 2016, dealers are trained by Nodal
Training Institutes under SAMETI (North) and
SAMETI (South). The present study was undertaken
with the following specific objectives;

1. To develop a scale to analyse the perception of
DAESI input dealers towards DAESI programme

2. To find out the relationship between profile
characteristics of DAESI input dealers with their
perception towards DAESI programme.

METHODOLOGY

The present study was carried out during 2024 for
developing and standardizing a scale to analyse the
perception of Agricultural Input Dealers on Diploma
in Agricultural Extension Services (DAESI)

programme. The developed scale was used to analyze
the perception of DAESI input dealers on DAESI
programme in Bengaluru (Rural) district of Karnataka
state. Fifty DAESI input dealers trained by KVK,
Bengaluru (Rural) were personally interviewed using
pretested interview schedule for the purpose. The
results were expressed in terms of frequency and
percentages. The data collected were scored,
tabulated and analyzed using frequency, mean,
percentage, correlation test and multiple regression
analysis.

RESuLTS AND DiscussioNn

Development of Scale to Analyze the Perception
of DAESI Input Dealers towards DAESI
Programme

Perception of DAESI input dealers towards DAESI
programme is operationally defined in the present
study ‘as the extent of mental awareness of DAESI
input dealers and farmers towards DAESI programme.
The method of summated rating scale suggested by
Likert (1932) [2] and Edwards (1969) [1] were
followed in the development of the perception scale,
following six stages viz., (1) identification of
components, (2) collection and editing of perception
statements, (3) relevancy test, (4) item analysis, (5)
reliability and (6) validity.

Identification of Components

Six components related to perception of DAESI input
dealers towards DAESI programme were identified
based on review of literature and discussion with
extensionists. The identified six components includes
perception towards Perception on course procedure,
methodology and content, Perception on classroom
teaching, Perception on practical classes, Perception
on record maintenance & assignments, Perception on
business enterprise and Perception as para extension
workers.

Collection and Editing of Perception Statements

The first step in the construction of perception scale
was to collect statements pertaining to the perception
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of DAESI input dealers towards DAESI programme.
A tentative list of 83 statements pertaining to the
perception of DAESI input dealers towards DAESI
programme were collected through extensive review
of literature and by consulting extensionists. These
83 statements were edited as per the 14 criteria
enunciated by Edwards (1969. As a consequence,
12 statements were eliminated. The remaining
71 perception statements were included for the
study.

Relevancy Test : Seventy-one statements were sent to
96 experts/judges in the field of social sciences
working in State Agricultural Universities, ICAR
Institutes and Development Departments to critically
evaluate the relevancy of each statement viz., Most
Relevant (MR), Relevant (R), Somewhat Relevant
(SWR), Less Relevant (LR) and Not Relevant (NR)
with the score of 5, 4, 3, 2 and 1, respectively.
The experts/judges were also requested to make
necessary modifications and additions or deletion of
perception statements, if they desired to. A total of
68 judges/experts returned the questionnaires duly
completed and the perception statements were
considered for further processing. From the data
gathered, ‘relevancy percentage (RP)’ and ‘mean
relevancy score (MRS)’ were worked out for all the
71 statements. Using these criteria, individual
perception statements were screened for relevancies
using the following formulae.

i) Relevancy Percentage (RP) : It was obtained by
using the following formulae

MR X5 +Rx4 + SWRX3 +
LRx2+NRx1

R.P.=
Maximum possible score

x 100

ii) Mean Relevancy Score (MRS): It was worked out
using the following formula

MR X5 +RXx 4+ SWRXx3 +

LRx2+NRx1
M.R.S =

Number of judges/

experts responded

Accordingly,
percentage’ of 80 per cent and above and mean
relevancy score of 4.00 and above were considered
for final selection. Accordingly, 56 perception
statements were retained after relevancy test and
these statements were suitably modified and written
as per the comments of the judges wherever
applicable.

statements having ‘relevancy

Item analysis : Fifty-six perception statements were
subjected to item analysis to delineate the items based
on the extent to which they can differentiate the
respondent having better perception from the
respondent with poor perception regarding DAESI
programme.

A sample of 32 DAESI input dealers in Chikmagalur
district of Karnataka state were selected for the study.
The respondents were asked to indicate their degree
of agreement or disagreement with each of the
56 perception statements on a five-point continuum
ranging from ‘strongly agree’ to ‘strongly disagree’.
Based upon the total scores, the respondents were
arranged in descending order. The top 25 per cent of
the respondents with their total scores were
considered as the high group and the bottom 25 per
cent as the low group. These two groups provided
criterion groups in terms of evaluating the individual
statements. Thus, out of 32 DAESI input dealers to
whom the perception statements were administered
for item analysis, eight DAESI input dealers with
highest and eight DAESI input dealers with lowest
perception scores were used as criterion groups to
evaluate individual items. The critical ratio, that is,
the ‘t’ value which analyses the extent to which a given
statement differentiates between the better and poor
groups of respondents for each statement, was
calculated by using the following formula :

Xy — Xy

-t
|

wxp - OX g K
n(n—1)
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Where,

XH = The mean score on given statement of the
high group

XL = The mean score on given statement of the
low group

2 X2H= Sum of squares of the individual score on a
given statement for high group

2 X2L = Sum of squares of the individual score on a
given statement for low group

n = Number of respondents in each group

)3 = Summation

t = The extent to which a given statement
differentiates between the high and low
groups.

After computing the ‘t” value for all the 56 items,
forty-six perception statements with ‘t’ value equal
to or greater than 1.692 (which were significant for at
least 5% level) were finally selected and included in
the final perception scale.

Reliability : Reliability refers to precision of the scale
constructed for any purpose. A reliability test will be
reliable when it gives the same repeated result under
the same conditions. In any social science research, a
newly constructed scale has to be tested for its
reliability before it is used. The split-half method was
employed to test the reliability of the perception scale.
The value of correlation coefficient was 0.870 and
this was further corrected by using Spearman Brown
formula to obtain the reliability coefficient of the
whole set. The ‘r’ value of the scale was 0.770, which
was significant at one per cent level indicating the
high reliability of the scale. It was concluded that the
perception scale constructed was reliable.

a) Half test reliability formula

N(ZXY) — (ZX)(EY)
JINIXZ — (X)) (NXY2 - (ZY)2)

r1/2
Where,
> X = Sum of the scores of the odd number items

> Y = Sum of the scores of the even number items

2. X2 = Sum of the squares of the odd number items
2Y2 = Sum of the squares of the even number items
b) Whole test reliability formula

21”1/2

r =
e 1 +7"1/2

Where,
r1/2= Half test reliability

Validity : It refers to how well a scale analyses what it
is purported to measure. The data was subjected to
statistical validity, which was found to be 0.940 for
scale which is greater than the standard requirement
of 0.756 (Validity = Vrl11). Hence, the validity
coefficient was also found to be appropriate and
suitable for the tool developed. Thus, the developed
scale to analyze the perception of DAESI input dealers
towards DAESI programme was feasible and
appropriate.

Administration of Perception Scale and Method
of Scoring

The final scale consists of 46 statements for
determining the perception of DAESI input dealers
towards DAESI programme. The responses were
collected on a five-point continuum, namely, strongly
agree, agree, undecided, disagree and strongly
disagree with assigned score of 5, 4, 3, 2 and 1,
respectively. The perception score of a respondent was
calculated by adding up the scores obtained by him/
her on all the 46 statements. The perception score of
this scale ranges from a minimum of 46 score to a
maximum of 230 score. Based on the mean and half
standard deviation the respondents were categorized
into three perception categories, viz., poor, good and
better.

Statement wise distribution of DAESI input dealers
towards Perception of DAESI programme

The developed scale was administered to 50 DAESI
input dealers trained by KVK, Bengaluru (Rural)
district of Karnataka state during 2024-25. The results
in Table 2 showed the analysis of the DAESI input
dealers across various components provides insight
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TaBLE 1

Scale to analyse the perception of DAESI input dealers towards DAESI programme

Perception Strongly Agree Undecided Disagree SFrongly
Statements agree disagree

Perception on course procedure, methodology and content
The classroom hours of 10 AM to 5 PM is convenient
Study materials are provided in the local languages
Exams are carried out in a highly impartial and strict manner.
The duration of the DAESI programme is appropriate
Providing the uniform to input dealers will give them an identity and also visibility to the programme
Diploma certificate is awarded in time to input dealers

80 % compulsory attendance in the classroom and practical class is necessary

Perception on classroom teaching
The content covered in the classrooms are relevant to the topics
There is no utilization of multimedia instructional materials in the classroom.
The study material provided by the institution is on par with the topics covered in the classrooms
The resource persons are having sound knowledge on the topics to be covered as well as good communication skills
At least 30 % of the content of the syllabus is location-specific
Equal weightage is given to theory, practical and assignments

The use of different teaching aids will hold the attention of input dealers and also facilitate easy understanding

Perception on practical classes
The number of field visits organized to different institutions and agro-industries is sufficient.
Laboratories are well equipped and sufficient for all the participants
Live specimens will not be used for showing the symptoms and severity of insect attacks and crop diseases.

Participants get to see demonstration plots showcasing various crops and farming techniques, which help in understanding
practical applications.

Hands-on training on the correct methods of fertilizer application will be provided to ensure optimal crop nutrition and
minimize waste

Practical field visits and hands-on training provide dealers with real-world experience, enhancing their ability to offer
practical solutions in extension services

Perception on record maintenance and assignments

Participants are required to complete regular assignments to reinforce learning and demonstrate understanding of
course material

Attendance register is maintained from the beginning day till the end of the programme to ensure regular participation
of input dealers

Regular feedback on assignments helps participants improve their record-keeping practices
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TasLE 1 Continued....

Perception Strongly Agree Undecided Disagree S’Frongly
Statements agree disagree

Each input dealer shall maintain a ‘problem-solution record’ containing queries of the farmers during their visits to
input dealers and the advice rendered by them

Participants prepare and deliver presentations on various agricultural topics covered in the programme
Assignments include creating extension leaflets or brochures on best farming practices

Dealers who receive training in inventory management and record keeping are not able to maximize stock levels, cut
waste and enhance cash flow.

Perception on business enterprise

Input dealers are supplying inputs including fertilizers, plant protection chemicals and seeds in prescribed quantities
rather than in excess due to knowledge obtained through the DAESI programme

Dealers gain up-to-date knowledge about modern agricultural practices, which can improve the quality of advice they
provide to farmers, leading to increased customer trust and loyalty

After knowing the importance of promotional activities, dealers are now engaged in promoting the good agricultural
practices which intern benefits the farmer.

The ability to recommend appropriate inputs based on scientific knowledge can lead to decreased sales

Dealers may diversify their product offerings based on the latest agricultural trends and technologies learned during the
programme, attracting a broader customer base

The programme can provide insights into market trends and customer preferences, allowing dealers to develop more
effective marketing strategies and promotional activities

Improved professional skills and networking opportunities do not assist dealers in establishing stronger relationships
with all stakeholders.

Improved understanding of agricultural risks and mitigation strategies helps dealers better manage business risks and
uncertainties

Training in record maintenance and data analysis enables dealers to make informed, data-driven business decisions

The programme fosters leadership skills, empowering dealers to take on more significant roles and responsibilities
within their business and the agricultural community

Perception as Para-extension workers

By imparting the necessary expertise, input dealers have the potential to become para-extension experts who may
professionalize extension services and bring about a paradigm shift in Indian agriculture

To offer extension services to the farming community, separate extension corners have been established inside the
presently operating unit.

Before the DAESI programme, farmers were not encouraged to bring samples in order to get a solution, but dealers are
now requesting that they do.

The programme introduces digital tools and technologies (DVD, CD and T.V. etc.,) that dealers can use in their shops
to enhance their extension services and reach a wider audience

The programme includes training on interacting with farmers, understanding their needs, and building trust, which are
essential qualities of a para-extension worker

Continued....
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TasLE 1 Continued....

Perception
Statements

Strongly
agree

Agree

Strongly

Undecided .
disagree

Disagree

A client-cantered approach to extension work that prioritizes the requirements and preferences of specific farmers will

not be encouraged by the programme.

Input dealers as a para extension worker helps in selecting beneficiaries to the different agricultural programme

Input dealers coordinate with agricultural and allied departments and agricultural universities in engaging extension

educational activities

These para extension workers help in planning and implementation of various agricultural programme

into their perception on DAESI programme. It is
observed that among the seven perception statements
with respect to the perception on course procedure,
methodology and content, the statements ‘The
classroom hours of 10 AM to 5 PM is convenient’
and ‘Exams are carried out in a highly impartial and
strict manner’ obtained a mean perception score of
5.00 and was ranked first, while the statements
‘Diploma certificate is awarded in time to input
dealers’ and ‘80 per cent compulsory attendance in
the classroom and practical class is necessary’
received a mean perception score of 4.80 and were
ranked third.

The statements ‘The duration of the DAESI
programme is appropriate’ and ‘Study materials are
provided in the local languages’ obtained a mean
perception score of 4.60 and was ranked fifth by the
DAESI input dealers, whereas the statement
‘Providing the uniform to input dealers will give them
an identity and also visibility to the programme was
ranked seventh with mean perception score 3.80.
Among the seven perception statements with
respect to the perception on classroom teaching of
DAESI programme the statements ‘The content
covered in the classrooms are relevant to the topics’
and ‘There is no utilization of multimedia
instructional materials in the classroom’ obtained
a mean perception score of 5.00 and was ranked
first. The statements, ‘The use of different teaching
aids will hold the attention of input
dealers and also facilitate easy understanding’ and
‘Equal weightage is given to theory, practical and
assignments’ received a mean perception score of 4.80

and were ranked third. The remaining statements ‘The
resource persons are having sound knowledge on the
topics to be covered as well as good communication
skills’, ‘At least 30 per cent of the content of the
syllabus is location-specific’ and ‘The facilitator
ensures that the selected venue has the necessary
audio-visual aids for teaching that will hold the
attention of input dealers and also facilitate easy
understanding’ were ranked fifth (4.60), sixth (4.40)
and seventh (4.20) respectively.

In the component ‘perception on practical classes’,
the statement ‘Participants get to see demonstration
plots showcasing various crops and farming
techniques, which help in wunderstanding
practical applications’ was ranked first (5.00) by KVK
trained input dealers, highlighting their belief as
demonstration plots are highly effective in enhancing
practical understanding and are the most valued
component of the DAESI training by input dealers.
In the fourth component ‘perception on record
maintenance and assignments’, the statement
‘Participants are required to complete regular
assignments to reinforce learning and demonstrate
understanding of course material’ was ranked first,
which indicates that assignments helped dealers
revise, understand better and stay engaged.

Among ten statements in fifth component ‘perception
on business enterprise’, the statement ‘Input dealers
are supplying inputs including fertilizers, plant
protection chemicals and seeds in prescribed
quantities rather than in excess due to knowledge
obtained through the DAESI programme’ was ranked
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first, highlights the input dealers enhanced
knowledge, enabling them to supply farm inputs in
recommended quantities and thereby support
sustainable farming practices. In the last
component i.e., ‘perception as para-extension
workers’, the statement, ‘By imparting the
necessary expertise, input dealers have the potential
to become para-extension experts who may
professionalize extension services and bring about a
paradigm shift in Indian agriculture’ was ranked first
in KVK (score: 5.00), illuminates that DAESI
applicants strappingly recognized the programme’s

role in empowering input dealers with proficiency to
act as para-extension experts. The impact of the
DAESI programme can be strengthened by enriching
the curriculum with more location-specific content,
digital learning materials and interactive teaching
methods. Increasing the number of practical
demonstrations and field visits while improving
business and advisory skill training will further
enhance participants’ competence. Continuous
feedback, updated resource-person training and
periodic programme refinement will help sustain
quality and relevance.

TABLE 2

Statement wise distribution of DAESI input dealers towards Perception of DAESI programme

(n=50)
Statements Mean perception Rank
score

Perception on course procedure, methodology and content
The classroom hours of 10 AM to 5 PM is convenient 5.00 I
Exams are carried out in a highly impartial and strict manner. 5.00 I
Diploma certificate is awarded in time to input dealers 4.80 11
80 % compulsory attendance in the classroom and practical class is necessary 4.80 I
The duration of the DAESI programme is appropriate 4.60 A%
Study materials are provided in the local languages 4.60 VvV
Providing the uniform to input dealers will givethem an identity and 3.80 VII
also visibility to the programme

Perception on classroom teaching
The content covered in the classrooms are relevant to the topics 5.00 I
There is no utilization of multimedia instructional materials in the classroom. 5.00 I
Equal weightage is given to theory, practical and assignments 4.80 I
The use of different teaching aids will hold the attention of input dealers and 4.80 1I
also facilitate easy understanding
The resource persons are having sound knowledge on the topics to be covered 4.60 \Y%
as well as good communication skills
At least 30 % of the content of the syllabus is location-specific 440 VI
The facilitator ensures that the selected venue has the necessary audio-visual aids 4.20 Vil
for teaching that will hold the attention of input dealers and also facilitate
easy understanding

Perception on practical classes
Participants get to see demonstration plots showcasing various crops and 5.00 I
farming techniques, which help in understandingpractical applications.
Laboratories are well equipped and sufficient for all the participants 4.80 I

Continued....
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TaBLE 2 Continued....

Mean perception

Statements Rank
score
Hands-on training on the correct methods of fertilizer application will be 4.60 111
provided to ensure optimal crop nutrition and minimize waste
Practical field visits and hands-on training provide dealers with real-world 4.60 I
experience, enhancing their ability to offer practical solutions in extension services
The number of field visits organized to different institutions and 4.40 \%
agro-industries is sufficient.
Live specimens will not be used for showing the symptoms and severity 4.20 VI
of insect attacks and crop diseases.
Perception on record maintenance and assignments
Participants are required to complete regular assignments to reinforce learning and 5.00 I
demonstrate understanding of course material
Attendance register is maintained from the beginning day till the end 4.80 II
of the programme to ensure regular participation of input dealers
Regular feedback on assignments helps participants improve their 4.60 11
record-keeping practices
Dealers who receive training in inventory management and record keeping 4.60 I
are not able to maximize stock levels, cut waste, and enhance cash flow.
Each input dealer shall maintain a ‘problem- solution record’ containing 4.40 v
queries of the farmers during their visits to input dealers and the advice
rendered by them
Participants prepare and deliver presentations on various agricultural 4.40 \Y%
topics covered in the programme
Assignments include creating extension leaflets or brochures on best farming practices 4.40 \%
Perception on business enterprise
Input dealers are supplying inputs including fertilizers, plant protection chemicals 5.00 I
and seeds in prescribed quantities rather than in excess due to knowledge obtained
through the DAESI programme
The programme can provide insights into market trends and customer preferences, 5.00 I
allowing dealers to develop more effective marketing strategies and
promotional activities .
Improved understanding of agricultural risks and mitigation strategies helps 5.00 I ;
dealers better manage business risks and uncertainties S
Q
Dealers may diversify their product offerings based on the latest agricultural 4.80 v A
trends and technologies learned during the programme, attracting N
a broader customer base §
Dealers gain up-to-date knowledge about modern agricultural practices, 4.60 v §
which can improve the quality of advice they provide to farmers, leading QQO
to increased customer trust and loyalty 5
Training in record maintenance and data analysis enables dealers to make 4.60 \Y% §
informed, data-driven business decisions S
After knowing the importance of promotional activities, dealers are now engaged 4.40 VIl <
in promoting the good agricultural practices which intern benefits the farmer. %
2
Continued.... §
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TasLE 2 Continued....

Mean perception

Statements Rank
score
The ability to recommend appropriate inputs based on scientific knowledge 4.40 vl
can lead to decreased sales
The programme fosters leadership skills, empowering dealers to take on more 4.00 IX
significant roles and responsibilities within their business and the agricultural community
Improved professional skills and networking opportunities do notassist dealers 3.80 X
in stablishing stronger relationships with all stakeholders.
Perception as Para-extension workers

By imparting the necessary expertise, input dealers have the potential 5.00 I
to become para-extension experts who may professionalize extension services
and bring about a paradigm shift in Indian agriculture
Input dealers as a para extension worker helps in selecting beneficiaries 5.00 I
to the different agricultural programme
These para extension workers help in planning and implementation 5.00 I
of various agricultural programme
A client-cantered approach to extension work that prioritizes the requirements 4.80 v
and preferences of specific farmers will not be encouraged by the programme.
Before the DAESI programme, farmers were not encouraged tobring samples 4.80 v
in order to get a solution, but dealers are now requesting that they do.
To offer extension services to the farming community, separate extension 4.60 VI
corners have been established inside the presently operating unit.
The programme introduces digital tools and technologies (DVD, CD and T.V. etc.,) 4.60 VI
that dealers can use in their shops to enhance their extension services
and reach a wider audience
The programme includes training on interacting with farmers, understanding 4.40 A%111
their needs, and building trust, which are essential qualities of a para-extension worker
Input dealers coordinate with agricultural and allied departments and agricultural 4.00 IX

universities in engaging extension educational activities

Overall perception of DEASI input dealers on
DAESI programme.

The results presented in Table 3 reveals that more than
half (56.00 %) of the DAESI input dealers in KVK
had good perception towards DAESI programme,
whereas 40.00 and 4.00 per cent of input dealers had
better and poor level of perception on DAESI
programme. DAESI programme gives dealers an in-
depth knowledge on agricultural subjects, such as soil
science, crop improvement, and pest control. Their
expanded knowledge base enables them to provide
farmers with better-informed guidance, hence a vast
majority of the of the DAESI input dealers had good

to better perception towards DAESI programme.
These similar results were also reported by
Balasubramani (2018), Ganiger (2012) and Ingale
(2014).

Relationship between profile characteristics and
perception of DAESI input dealers towards
programme

From the data in Table 4, it is observed that
innovativeness, decision-making and risk-taking
ability had strong positive correlation perception of
DAESI input dealers towards DAESI programme with
1 per cent level of significance. This demonstrates
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TABLE 3
Perception of DAESI input dealers on DAESI programme (n=50)
n=
DAESI input dealers Standard
Perception categories Mean deviation
Number Per cent v
Poor < (164.73 score) 2 4.00
Good (164.73-194.63 score) 28 56.00 181.06 27.15
Better > (194.63 score) 20 40.00
Total 50 100.00
[ Rl )
50%
40%
e
20%
10%
o Lo
Poor Good Better
Perception of DAES! input dealers on DAES! programme
Fig. 1 : Overall perception of DEASI input dealers on DAESI programme
TABLE 4 TasLe 4 Continued....
Relationship between profile characteristics Profile Correlation coefficient
and perception of DAESI input dealers characteristics (‘r’ values)
towards programme
prog Decision making 1.87 **
Profile Correlation coefficient Achievement motivation 0.29 *
characteristics ('r” values) Leadership abilities 0.98 *
Age 0.12 N8 Scientific orientation 0.31 *
Education 0.23 NS Innovativeness 0.89 **
Family background 021 NS Et.ltrepre.neuriall .behavior 0.28 *
Experience in Agri Input dealership 0.15 ™8 RJSI? takmg a.b1111.:y 0.96 **
Annual income 0.19 Ns Social Part1c1pj41t.10n . 0.33 :
Type of Agri input sold 024 N Extension 'partlclpatlon 0.28 .
Type of dealership 021 N Mass media exposure 0.34
Self confidence 0.25 N8 NS= Non-significant; *= Significant at 5%,
**= Significant at 1%
Continued....
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that dealers who are prepared to experiment with
new ideas, take calculated risks and make autonomous
decisions are better positioned to appreciate and
utilize the knowledge and skills imparted by
DAESI programme. Whereas, leadership abilities,
achievement motivation, scientific orientation,
entrepreneurial behavior, extension participation,
social participation and mass media exposure also
had positive and significantly related with perception
of DAESI input dealers towards DAESI programme
at 5 per cent level of significance. This suggests
that dealers with open-minded, participatory and
entrepreneurial attitudes are more approachable to
DAESI programme. Such individuals are not only
motivated to improve their business practices but
also to extend advisory services to farmers, thereby
fulfilling the programme’s objective of creating
para-extension professionals. These results were in
line with the results of Ganiger (2012) and Ingale

Extent of Contribution of Profile Characteristics
on Perception of DAESI Input Dealers towards
DAESI Programme

Among the eighteen profile characteristics of DAESI
input dealers variables such as achievement
motivation, social participation, extension
participation, scientific orientation, mass media
exposure, entrepreneurial behaviour, decision
making, leadership abilities, innovativeness and
risk taking ability were found to be significant to
highly significant with perception of DAESI input
dealers towards DAESI programme. All the 18
independent variables have contributed to the
tune of 58.10 per cent (R*= 0.581) in developing
better perception of DAESI input dealers towards
DAESI programme. The above findings are in
conformity with the findings of study conducted by

(2014). Latha (2019).
TABLE 5
Extent of contribution of profile characteristics on perception of DAESI input dealers
towards DAESI programme (n=50)
Profile characteristics Regresslon SE (b) ‘t’ value
coefficient
Age 0.581 0.319 0.549 N8
Education 0.650 0.511 0.786 NS
Family background 0.269 0.127 0.472 N8
Experience in Agri Input dealership 0.102 0.019 0.186 ™
Annual income 0.268 0.200 0.746 ™
Type of Agri input sold 0.155 0.290 1.871 N8
Type of dealership 0.130 0.122 0.938
Self confidence 0.898 0.962 1.071 ™8
3 Decision making 0.292 0.910 3.116 **
% Achievement motivation 0.342 0.811 2.371 *
= Leadership abilities 0.130 0.578 4,188 **
3 Scientific orientation 0.277 0.662 2.389 *
§ Innovativeness 0.291 0.789 2.710 **
§ Entrepreneurial behaviour 0.317 0.761 2.400 *
8o Risk taking ability 0.241 0.816 3.385 **
’\;, Social participation 0.321 0.715 2.227 *
= Extension participation 0.277 0.662 2.389 *
§ Mass media exposure 0.272 0.710 2.610 *
S
N R2-0581
g NS= Non-significant; * = Significant at 5%; ** = Significant at 1%
gx
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The perception scale developed is found to be reliable
and valid, hence it can be used to analyze the
perception of DAESI input dealers on DAESI
programme. The perception scale when administered
to the DAESI input dealers revealed that majority
of the DAESI input dealers (96.0%) had good to
better perception towards DAESI programme. This
indicates the importance of DAESI programme in
training the input dealers to serve as better para
extension workers. Decision-making, innovativeness
and risk-taking showed a strong positive correlation
with perception of DAESI input dealers towards
DAESI programme at 1 per cent significance
level. Other traits like leadership, motivation,
scientific orientation and social participation were
also positively related at 5 per cent level. Thus,
entrepreneurial and progressive dealers with
participatory attitudes tend to view DAESI more
favourably.
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