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ABSTRACT

Systems that allow one to buy necessary commodities without having to leave home
to go to the shop or market exist in cvery urban area in the werld. They help ihe city
dwellers by saving their time and in a society like ours women can directly participate
n day-to-day shopping. Most of the urhan areas of Asian countries had a traditional
home shopping practice where peddlers roamed the sireets of residential areas and
hawked their ware. With time this practice is becoming extinet from many countries
as modern forms of the system (i.c. c-shopping. e-markcting, lele-shopping network
ete.) evolved. The {orm of shopping under consideration here is different from the one
where hawkers set up temporary stalls at fixed or variable locations beside streams of
pedesirian flow or near lormal markets. Sireet vending is widespread in developing
countrics where everyday thousands ol hawkers come to sell their goods. But street
vendors add to environmental problems as they contribute to traflic congestion and
waste production. Door-to-door hawking. on the ether hand, offers consumers the
chance Lo buy at their doorsteps, potentially redueng traffic congestion, This form of
shopping is still practiced in our country inclding Dhaka City, This practice is useful
from various poinis of view. A number of people can eam from this process, femalc
members can participatc in daily shopping, save time and last but nol least it can play
a greal role in mimimixing the volume of shepping trips. Trip generation scrves as a
basis on which to plan, design and evalvate iransportation system and is a
funddmental step in convenlional transporiation planning process. Shopping is one of
the most important activities that generale home-based irips (Esrar, 1992). Shopping
at one’s doorsteps can play a great role in reductng ihe number of trips and thus can
help smooth running of the iransporiation system.

In Bangladesh no research has been conducted on this subject. Studics on its effect on
trip minimization can previde new ideas for urban and transport planners, The present
study is an endeavor to measure the effect of iraditional home shopping on trip
generation in Dhaka City, If this form of shopping is convenient for residents wnd
conducive for a betler transport system, policy niakers may decide to let it flourish
rallier than wither away. Trom the study it has been found that 52% houscholds buy
their daily food items from hawkers whereas only 26% households buy from nearhy
bazaars or markets. 7% from the distant bazaars. 9% from the nearhy grocery shops
and the remaining 6% Irom oller sovwrces. From the overali calculation it has been
found that hawkers have the influence in reducing 65.38% shopping trips which is
significant to reduce the pressurc on existing transportation system. So this siudy can
be helpful for the urban planners as well as other professionals who deals with the
decigion making process for urban planning.
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Chapter One
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Chapter One: Introduction

1.1 Backgreund and present state of the problem

Systems that allow one (o buy necessary commaodities without having to leave home
to g0 to the shop or market cxist in every urban arca in the world. They help the ity
dwellers by saving their time and in a socicty like ours women can directly participate
in day-to-day shopping. Most of the urban areas of Asian countries had a traditional
home shopping practice where peddlers roamed the sireets of residential areas and
hawked their ware. With (ime this practice is becoming extinet from many countrics
as modern forms of the system (ie. e-shopping. c-marketing. tele-shopping nelwork
ele.) evolved. The form of shopping under consideration here is different lrom the one
where hawkers set up temporary stalls al fixed or variable localions beside streams ol
pedestnian flow or near formal markets. Street vending is widespread in developing
countries where eseryday thousands of hawkers come to scll their goods. But street
vendors add to environmenlal problenis as they contribute (o traffic congestion and
wiaste preduction (Balbo ¢ ol. 2000). Door-to-door hawking, on the other hand, offers
consumers Ihe chance to buy at their door-steps, poientially reducing trallic
congestion. This form of shopping is still practiced in our country including Dhaka
city. This practice is useful from various points of view. A number of people can cam
from ihis process. fermale members can participate in their daily shopping, save me
and last but not lcast it ean play a great role in minimizing the volume of shopping
trips.

The population density of Bangladesh is the highest in the world and Dhaka is one of
the most populous cities of it. This huge population creates extreme pressure on its
transport [acilities. By wsing the most developed syslem and equipments, ihis
transporation system can provide more scrvice than ever, but it may not be enough
duc to the huge population as it ereates a huge number of trips. So reduction of trips
must be considered for efficient transportation. ‘raditional home shopping facility can
reduce numbers of trips and can he very elfective in a ciry like Dhaka, Trip generation
serves as a basis on which to plan, design and evaluate transportation system and is a
fundamental step in conventiomal transportation planning process. Shopping is one of
the most important activities that generate home-based trips (Esrar, 1992}, Shopping
at one’s doorsteps can play a great role in reducing the number of trips and thus can
help smooth running of the transportation sy stem.

In Bangladesh no rescarch has been conducted on this subject. Studies on its cffect on
trip minimization can provide new ideas for urban and transpart planners. The present
smdy will endeavor to measure the effeet of traditional home shopping on trip
generaiion in Dhaka City. If this form of shopping is convenient for residents and
conducive for a better transporl system, policy makers may decide 1o {et it flourish
rather than wither away.

1.2 Rationale of the study

Lirban areas of Dangladesh espeeially Dhaka Ciry is facing scvere trailic congestion
and it is a major problem and a concern for the urban and transport planners. The
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huge volume of traffic is due to the large population in the city. Shopping for daily
necessity is one of the main reasons of tip making. If any measure can reduce Irip
generation. it would be a great contnbution in minimizing the traffic problem in
Dhaka city. Urban authoritics now take various tvpes of transpertation planming. bul
trips gencrated for shopping of daily necessities are always overlooked due to lack of
information and related research. Apain hawkers are neglected by all even by the
researchers. No research was found on hawkers. not even any social research. Service
rendered by hawkers of duily necessities and home delivery system may reduce trip
generation. The present study is an endeavor 1o measure the effect of traditional home
based shopping on trip generation in Dhaka City. Studies on the effect om trip
mimmization can provide new ideas for urban and transport planners. If this form of
shopping is convenient for residents and conducive for a better transport systom,
policy makers can decide (o let it lourish rather than wither away. A detailed study on
this aspect would be useful for urban planners.

1.3 Objectiv es of the study

The study was condueted to achieve the following objectives-
a) To assess the extent and level of door-to-door hawking and transaction of
datly necessitics.
b) To assess the advantages and convenience hawkers ofTer to the urban dwellers.
c} Lo assess the influence of peddling on the volume of shopping trips.
d) To compare the service provided by hawkers with modern home delivery
services.

1.4 Limitatinns of the stody

Hawkers in Dhaka City sell various types of commodities like food siull {such as
rice/cereals, poultry meal, fish, vegetables ete.), milk, [ruits. icc-cream, candics, ete.
for children. cutleries for houschold use. toys for children, plastic uands, clothalshari,
brooms. ash for dish cleaning. key makers, quilt and pillow makers, etc. for day-lo-
day life. Though all types of hawkers of thc above-mentioned commodities are
necessary for day-1o-day life but all of them are not necessary evervday for ey eny
family. Only food stuff such as rice/cercals, meat {pouliry), {ish, vegctables. spice,
ele. can be considered as daily necessity for every family. So, hawkers selling only
above mentioned daily necessities are taken into consideration for this study,

Attempts werc made to assess the extent and level of door-to-door hawking and
transaction of daily necessities and to asscss the advantages and convenience offercd
by hawkers to urban dwellers. This study tried to assess (he influcnce of peddling on
the volume of shopping wips. For this purpose infonmation regarding all types of
shopping is necessary. But for the [imitation of time, manpower and other praclical
reasons sunvey was conducted to colleet inlormation related to only foodsief, That
information has been collected from secondary sources. In Dhaka City it has been
observed that some modern home delivery services as found in developed countries
are fourishing rapidly which may become a subsiitute of traditional home shopping
for daily necessities. So an endeavor has been made to compare (he service provided
by hawkers with that of modern home delivery services existing in Dhaka {ity,



1.5 Outline of the methodology/experimental design

This study was mainly based on primary data. which has been collected by extensive
ficld survey with a prepared questionnaire. The methodology of this study 13
discussed in the following sections.

1.5.1 Problem identification

I'raffic or trip is one of the important clements of transportation planning. Dhaka City
is facing scvere traflic problems. A large numiber of trips are made for shopping and
in most of the cascs they are made by rickshaws. By reducing the number of irips,
opportunitics ¢an be formed for transportation planning. Home delivery system or
hawking can play a great role to ease the pressure on ihe transporiation systern.

1.3.2  Data and information requirement
I'he main analytical parl of the study was to measure the reduced pressure om

Iransportation system caused by traditional home shopping and to find out this the
following data were colleeted from questionnatre surveys

o

Existing volumne of shopping trips.

Altemative sources of purchase, in absence of hawkers, (or different  kinds
of goods

Percentage of shopping trips tagged with other trips
4 Frequency of purchase of differeni commoditics

I~

L

Objective wise information requircment:

i L'or the finst objective the following types of data and information were required

I What types of traditional howne shopping (acilities arc availuble in the
residential areas of' Dhaka City

2 What are the alternative sources of daily necessilies in absence of home
shopping lacilities arc

3 How muny people arc engaged in this profession in a residential area and
what is the extent of their services (i.c. how many houscholds one can
cover in a day and what types of commodities they can supply)

4 What is the quality ol ihis service (in terms of timely service, good quality
and varicty of commodities. right price ei¢.)

# For the second objective the {ollowing data and inlormation were required-

1 How many irips to market places and bazaars arc required for each
household to satisfy their daily necessities and other special needs if there
were no (raditional home shopping facilitics

2 How many trips are actually pencrated by each houscheld under the
present siluation

3 "What percentage of shopping irips is tapged with other trips (such as
journey from work).



4 How much time is required for cach 1y pe of trip
3 What arc the means and modes [or each type of trip

# And for ibe last objective. the following types of data and information were

required-
1 Which service is comparatively popular and available to muximum
households

2 Which service can provide more comvenfence to the consumers in respect
of availing timely service of good quality and options of commoditics at
the right price

1.53  Study area selection

There are vanous types of residential arcas in Dhaka City (e.g. characterized by high
or low income groups. existence of various economic activitics, pranned or unplunned
elc.). To get representative data, the study area should be predominantly residential
and the households should be of mined income groups fi.e. hiph. medium and low
meome groups). The pattem of hawking may vary according to the income level of
the households and residential status (i.e. planned or unplanned residential arca),
Hawkers have casy access to the unplanned residential areas but have very limited
access to the planmed high-class residential areas. So, hiph-class residential areas have
been cxcluded from consideration for sclection of study area. Tt has been observed
that an ares with special characteristics viz, high-class residential area or slum areas
with limited income people may have a bias towards purchasing from the hawkers.
For example hawkers have limited access lo the high-class residential areas. So, the
sludy areas were 50 selected that contuined mixed income people. N was also intended
that the area should have home delivery service so that services of hawkers can be
compared with such services. Goran and Shyamoly were luken as study areas beeause
ihese two arcas meel those criteria.
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Descriptions of the study areas

a) Shyamely: This is & predominantly residential area though there are some

other land uses like schools, coaching centres, various non governmeni
ollices, shops cte. This area is situated beside Mirpur Road, a small porion of
it to the east and the major poriion to the west of Mirpur Road. To the south
there 1s Mohammadpur residential area. The area {s separated from Kalyanpur
and Shekheriek by the Ring Road in ils nonh and west. To the east is
Apargaon area. Kalyanpur and Shekhertek arcas are more or less similar to
Shyamoly in terms of their sociv-economic characteristics and land use. Rut a
slightly higher income group occupies Mohammadpur area. On the other hand
Agargaon area is 3 mixed-usc area with residences and povernment offices.
The entire area of Shyamoly covers Ward 12 and 13 of Dhaka City
Corporation, which is sbout 1.31 sq. km. and number of houscholds is about
24,340, The total population of the area is about 132,373 where male
population s 70,973 and female is 61,400, Population densily of the area is
about 10}1.048 per sq. km, sex ratio is 116 and lteracy rate is 61.42% (BBS,
1997),

The whote of Shyamoly was not surveyed and the survey work covered only
two peighbourhoods in Pisciculture housing area which is situated to the west
of Mirpur Road. The area is about 8 percent of Shyamoly area. The (otal
number of houscholds in the study area is projceted as about 1,947, So the
population of the study arca in Shyamoly s about 10.392. In this study area
100 households have been faken as sample sice which covers about 344 people
of ihe study arca. So the sample size represents ahout 5.14% of the study arca
which can be conceived as representative.
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b} Goran: This area is of similar in characieristics as Shyamoly, To the nonh of
Coran 15 Khilgaon residential area. To the west 15 Talla residential area. To
the southwest 15 Tilapara end to the southeast Matherick residentisl area is
located, Most of the holdings of this area are used for residential purpose and
a few arc uscd for shops. schools, coaching centers, various non government
offices etc. Goran area covers Ward 56 of Dhaka City Corporation and ils
arez 15 about 1.68 sq km. The number of households is 13,127, the total
population 13 about 70,501 where male population is 3%,225 and female
pupulation is 32.276. Population density of the area is 41,963 per sg. km. sex
ratio is 118 and literacy ratc is 56.1% (BBS. 1997). Gorun area is
comparatively larger than Shyamoly area but population size is smaller than
that of Shyamely. Literacy rate of Goran area is also lower than that of
Shvamoly area.

In Geran arca three localities were taken for survey which cover about 14% of
the tolal Goran area. The total number of households in the study area can be
projected as aboul 1.838 and population of the study area of (oran is about
98700 In Goran also, 100 households were taken as sumple sizc. which
represents about 5.44% of the study arca. So it can also be conceived as
represcntabive.
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Map 3: STUDY AREA (GORAN
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1.5.5  Determination of sample size and sampling method

it is well known that the larger the sample size. the more acecuracy o the dala
represeniation. If the total population is taken as sample size, data representation will
have 100% accuracy. But it is not always feasible for various reasons like shomape of
money, time and manpower. Moreover, if daw from a smaller sample can be
considered representative, then surveving wholc population i3 just wastage of
resources. For shortage of manpower, time and money. sample size has been taken as
200 households for the two areas (100 households for each arca) and assumed that.
lhe sample sixe would be enough to get adequate data for the sudy. Systematic
stratified sampling method was followed, so that all tvpes of houscholds (high. middle
and low income groups) can he represented in the data properly. Total population of
the study ares (both Shyanioly and Geran) is 2,02,874 where total household number
is 37,467 (BBS, 1999). In Shyamoly there arc tolal 24.340 households and the
population is abouti,32.373. And in Goran arca the total household number is 13,127
and the population is about 70,50T(BBS. 1999), In Shyamaly 8% of total area {two
localities/ncighourhioods) was taken which covers about 1.947 households, So the

sample is about 5.14% households in the arca of Shyamoly. And in Goran 14% of

total area (three localities/ncighbourhoods) was surveyed which covers about [,838
households. Se, the sample is about 5.44% households of the Goran area. 200
households (100 for each area) covering more than 5% of both areas, can he
considered us representative for the study.

1.5.6  Biases in sampling / datu collection

Study arcas were selected on the basis of existence of home delivery system. Ayain.
middle class households were mainly targeted for data collection. So Biases exist in
both data collection and study area sclection

1.5.7  Field survey (Questionnaire survey)

A questiomnaire for household survey was prepared in such a way that it can cover all
types of information for the study 10 achieve its goal and objectives (the questionnaire
is given in the appendix). Questionnaire surveys were conducted on bath houschalds
and hawkers. The questionnaire for hawkens included a detailed map where hawkers
delincated (heir arcas of business and rouwtes of movement. The questionnaire for
households elicited information on their shopping practice and patiern, their
cxpenience and opimion reparding buying from hawkers as well as other modern
systems of home-based shopping ete. Field observation also provided the number and
varigty of hawkers and their ware in a given area, the patlern of mevement of the
hawkers, the aetial coverage of the hawkers, lerritorial boundaries of hawkers. and the
volume of transactions. Observation was carricd out by posting observers at the
inletsioutlets of study areas and by lailing sampled hawkers.

1.5.8  Collection of information/ Secondary data collection

Data collection was done in various processes. Questionnaire survey. intersiews were
conducted, literature {including thesis, reports cte.) related to this topic were reviewed
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and other required statistics were collected from BBS (Bangladesh Bureau of
Statistics). DCC (Dhaka City Cerporation} ete. to fulfill the objectives.

Secondary dala were collecied from various covernment and private organivations of
Dhaka City like Dhaka City Corporation, BUELT (Bangladcsh University of
Engineering and Technology), BCAS (Bangladesh Center for Advanced Studhes). etc.
Informatiom from various reports, theses etc. published in the Intemet were studied to
learn about hawking or strect vending in the world. mainly in Asian countries.

1.5.9  Data compilation

All types of primary and secondary data were compiled for analysis with SPSS
(Stanistical Package for Social Studies).

1.5.10 Anahsis of data/information

Compiled data were analyzed according to vadous criteria of the objectives. Dala
analysis has been performed with the help of statistical methods, graphical
presctalion as pic char, bar diagram etc. and presentation of rmaps with GIS.

1.5.11 Data presentation

Resulls from analysis have been presenied in graphical or amalytical form. which
reflects the exisling scenario of the sludy arca. In case of daia prescnlation the
photographs of hawkers selling their goods in various forms have been altached with

this paper.

Total procedure is presented in a flow diagram and is given in Figare 1.1:
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1.6 Literature Review

For conceprualization of different issues related to this study, different literature was
reviewed. Information related to the study, which is imporant, is given below in a
gist.

Trip generation modeling is a fundamental and vital step in the comventional
transporation planming process. It serves as a basis en which to ptan, design and
evaluate transporiation system. Trip gencration stage in transporation planning is
intended to prepare forecasts of travel demand by a geographical unit, Travel demand
is uscd here in the restrictive sense of trp-making frequency. This is the siage of
travel [orecasting process.

Home-based (rips per household per day add the trip making behavior and travel
characteristics of Dhaka City, This study revealed that in Dhaka City about 93.0% of
all trips were home-based and the rest f.e. 7.0% trips were non-home-based. Average
number of home-based trips per household per day was found to be 9.43 ranging from
a0 tnp to 28 trips per day. (Esrar, 1992)

Travel is a function of human activity. Consequently an important relationship exists
belween the number or frequency and the family size of trips made from the home.
The number or [requency of irips increascs as the size of the families increases and
vice-versa. Average number of trips increases with increasing persons per household
at a rate of approximately 1.62 trips per day for each additional person (Ismat Esrar,
1992). This increase in number of home-based trips per household per day with
lamily size tends to level off at the six persons per dwelling unit lamily sizc.
Statistically strong relationship exists between family size and the number and
frequency of trips made from home at a confidence level ol 99.99 percent. They are
also positively correlated. These resulls also imply that with the increase of family
size. the number of trips per household per day increases. The inverse is also truc.
Household monthly income is the prime factor responsible for shaping the travel
paltern. Trip ratc increases with increasing family income. Trip rate of the (hree
income group (low. middle and upper) are 7.74, 9.94 and 13.68 respectivcly. (Fsrar,
1992)

1.7 Opcrational definitions

HawKet: Tn general hawker is a person who sells something 1o the people by taking
his goods to the doorstep ol the people. 8o the main difference of a hawker from a
shopkeeper is mobility. Hawkers arc mobile with the commodities they offer to sell
and serve to the doorstep of every household. Hawkers may be of different types like
hawkers for fishes, vegetables, poultry, plastic goods, cloths. swects for children, ice-
Cream, News papers, ete. But for this study all Lypes of hawkers are not included rather
only the hawkers who sell daily necessities like fish, vegetables, poullry, cercals,
spices ele ane considered.

Darfy fecessity: Daily neccssitics may include all the commodities, which we use for
our daily life. Though it predominanly refers to food items like fish, vegetables,
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cereals, meat, spices and others bul may include all other items. which are also
important in respect of our daily life. But for (his rescarch all other items are excluded
and only food items are comsidered.

Serviceirendered: by Rawkers: For this study “service rendered by hawkers” refers to
the facilities that people get from the hawkers buying goods from them. The term also
includes the extent and leved of the serviees offered by the hawkers.

Home 2 deliVeryisemvices® Home delivery services include all services ofiered by
various shops o deliver their goods to cusiomer’s homes, This may n¢lude so many
items from daily nccessitiesfgrocery items to large furniture. Bul in this study only
darly necessities/grocery items are (aken into account.

e s

Hilfie shopping andliome delivery: The terms “Mome shopping™ and “Home
delivery” are ofien scems 1o be same but relatively different in the way it has been
used. in this report “home shopping™ means grocery items purchased rcmotely, Home
shopping therelore refers to the means by which the order is placed and paid for by
the customer, and includes purchasing by mail order, by telephone and fax, door-to-
door selling and orders placed over internct (i.e. “e-commerce” or “online shopping™).
DhEKAIGET In this study Dhaka city refers 1o the metropolitan arca which is mainly

deemed as urban arca and consists of more or lcss same character stics.

TripiGenérlion; Trip generation relates the number of trips being produced from a
zone or a site in a time period to the fund use and demographic characteristics lound at
that location. The rate of trip making is closely related to (hree characteristics of land
use a) miensitv of land use b) character of land use ¢) location relative to Mot
ECONOMIC activities,

T TR Qe iy . .
Businessmen: In this study businessmen refers to all types of entreprencurs who's
muin income comes fromn any business farm or injtiative large or small and owned by
that person.

Seli/entpioyed; There arc some professions (like doctors, advocate, consultats of
various fields, electrcian, plumber cte) which cannot be categorized as government or
non government service or business. So the persons who are engaged with the

professions like this arc categorized in this study as self employed.
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Chapter Two: Socio economic condition of the households and hawkers in
the study area

2.1 Information of the houschaolds

For this study it was conceived that income level of the houschold heads might have
influence on ihe shopping from hawkers. In this respoet another fact is true that
income level of the honseholds may depend on the educational status of the houscheld
heads. Again educational status of the heads of households might have influence on
the shopping characteristics or patiern directly. So pattern of shopping from the
hawkers can be influenced by both education and income status of the houscholds and
that is why information related 1o both factors has been gaithered by questionnaire
survey. Relationship between income level and shopping from hawkers is given in
Table 2.1.

Table 2.1: Relationship between income level and shopping from hawkers

Income level Shupping from hawkers

Rice | Meat (Pouliry} | Fish | Vepetables | Spices | Others | Toial

Below 8000 Tk. (s 494 11%% 165%% 6% 2% | 39%

8000-12000 Tk, 0% 3% 6% 944 3% 1%4 24%

12000-16000 Tk, | 0% B% 3% 3% 1% 0% 1%

16006-20000 Tk. (g 84 2% 3% 02 0% 134

Above 20000 Tk, | 0% 6% 1% 1% 0% 1% 07%
Total | 100

{Source: Field Survey, 2004)

Sample sise for each area was 100 households and the survey was conducted
according to systematic stratified sampling method. 31.50% household heads were
found to be graduates in both arcas taken together. Locality based cross check was
donc and residents of Shyamoly were found to be more educated than those of Goran
arza. Locality based cross tabulation in terms of education level of the houschold
heads s given in the [able 2.2

I'able2.2: Education level of the household heads for both $hyamoly and Goran area

1.ocality Lotal Percent

Shyamoly (ioran
[Under 5.5.C [I3 18 31 15.50
S8.8.C 19 16 35 17.50
H.S.C 21 27 48 24.00
CGraduate 34 20 a3 31.50
hasters 13 10 23 11.30
Total 104 100 200 100.00

(Sourcer Field Survey, 2004}

Occupation of the households is an important criterion, which may influence shopping
characteristics and pariern but it has direct influence on income statns. Though in
general it is concelved that educated persons are more economically solvent than the
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less educated persons bul in the study arca it could not be cstablished becausc of
mixed features in the area. Dut there is a relationship between educational status and
occupation. Maximum government and non-government service holders were found
to bc highly educated and comparalively less cducated persons were fond 1o be
businessmen or sclf employed. There is no limitstion on the category of occupation
because Dhaka City is the agglomeration of specialized people with diversified
oceupation and the study areus are of mixed characleristics. A large number of
occupations was ltund for the houschold heads. But for preseniation. the occupations
have been classified into some broad categorics like non-government services.
government serviecs, sell-employment. business and others. QOccupational status of
the heads of the households is given in the Table 2.3,

Table 2.3: Occupational status of the household heads

QOceupation Locality [Total  [Percent
shyamoly  |(Goran

Nongovernmental Service holder 25 19 A4 22.0
'Government Service holder 15 13 23 14.0)
self Lmployed 25 21 46 23.0
Busingss 33 91 73 7.0
Others 2 6 ] 4.0
Total 100 100 200 1000

(Source: Field Survey, 2004}

Household monthly income is the prime factor responsible for shaping the travel
pattern. Trip rate increases with incrcasing family income. ‘Trip rate of the three
income groups (low, middle and upper) were 7.74, 9.94 and 13.68 percont
respectively (Esrar, 1992). But in general it is found that peeple do not like to tell
about their actual income for various reasons. 50 by questionnaire survey actual data
of household income cannot be lound. But people do not {ind any problem to el
about their expenditure. On the other hand expenditure is more important rather than
income for the analytical purpose of this study, Momeover expenditure status of a
household can represent the income status. So we can lind a correlation between
shopping pattern and expenditure pattern of a household. From the study, houssholds
of Shyamoly are found to be wealthier than those of Goran arca. As the expenditure
level of Shyamoly is somewhat higher than that of Goran arca. it can be assumed that
the income level of Shyamoty is higher than that of Goran area. In the graph below it
is found thal the frequency of monthly expenditure of below Tk. 8000 and Tk. 8.000-
12,000 is mere in the Goran area. Bur in Shyamolv. frequeney of monthly expenditure
from taka 16,000 10 ahose 200000 is higher in Shvamoly area. Monthly expenditure
pattern of the wo areas is given in the Figure 2.1
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And for the monthly expenditure pattern on daily necessities (food stulT such os rice,
meat, fish. vegetables, spices e1c.) it hos been found to follow the same pattern i,
rroportionate 1o the tolal monthly expenditure, Monthly expenditure on daily
recessities of the houscholds in both Shyamoly and Goren area is given in the Figure
2.2

l'\
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Fig 2.2 : Monthly expenditure pattern of the households
on daily necessities {Food stuff such as rice, meat, fish,
: vegetables etc.}
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Figure 2.2: Manthly expenditure patiern of the hausehalds on daily necessities (food
stulf such as rice, meat, fish, vegetables cic)

Here it should be siated that, though there is a comelation between income and trip
generation, o relation was found between income and shopping pattern from
hawkers. Sometimes rich people were found te buy their goods from hawkers and
sometimes poor people were found doing the same. So buying daily necessities from
hawkers does not depend on income level of o family rather other causes kike shoriage
of time. shortage of male members who can go to markel, avoiding inconvenicnee for
going to markel etc.

2.2 Socio econamic condition of the hawkers

In urban areas of Bangledesh especially in Dhaka City the e of rural to urban
migration is very high. Rural people generlly migrate due to poventy, landlessness,
river erosion, Iack of employment opportunities, hope for better things in urban arcas
et¢. They have nothing to eat and no shelter 1o live in when they first come 10 urban
ercas. At first they take shelter in squatters and then in the slums. They take up o
profession like rickshaw pulting which docs nol require any investment or trust by
others, Hawking is considered n low caicgory profession even imong the low-income
people. They can make only a limited profit and have to take huge risks ond physical
pain in this professien. If the goods remain unsold and degenerale they have no option
but to face the loss and they are unable to recover the loss. In mony cases they have to
sell the goods at & rate lower than the buying price. As their income is limited, the
female members of the family have to work in other houses as hausemaids. Their
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children remain out of educational facililies. The 1otal family live in such a condition
where they do not get hygienic environment et alone other services and amenites.
The unsold goods, which become toten, are in most cases used as food for their
family meal. Most of the hawkers are illiterate but in a few days they become eflicient
in mental arithmetic,

In the sludy areas |5 hawkers were interviewed among whom 11 were found illiterate
— o — | and the remaiming four had priman
Fig 2.3 Education level of the hawkars education. So, 73% of the hawkers are
illitcraie and 27% of them have basic
primary education (Figure 2.3). Il has

| been found that, whether they arc
. litcrale or not. they are skilled in basic

- ) ’ calculation.
mn?—.;n Wi g edusalir J

On the other hand hawkers have to face various problems rcgarding housing,
collection of goods, extortion by the local musclemen and even harassment by the
police. Other low-income people may gel services from various programs like adult
literacy, awareness program ete. but hawkers remain so busy with their prelession thal
they are unable to get those facilities,

221  Different types of hawkers

Different types of hawkers were lound in this study. I'hey can be divided in various
calegories according to their mode of travel, products and selling Process.
ﬁﬁﬁ%ﬁ?ﬁﬁﬁq Three types of hawkers were found in this study area,
They arc,

a. Basket carrying hawkers: Hawkers who carry their product in a basket on
their head or  shoulder.
43% hawkers are of such
type. lhey  sell  fish,
vegetables, spices el
They =zell from door tw
doar and their accessibility
is higher than any other
type of hawker. They can
g0 1o every neighborhood,
every plot and even every
floor. Sufficient physicat
energy 1% requircd for this
task. Housewives are the
main buyers of them. They
work daily in a regular
Malel: Basket carmmying hawkers bhasis,




b. Cart/Rickshaw van pulling hawkers: Hawkers who carry their product in a

-

Plate 2: Cart/Rickshaw van pulling hawker

cart and push it from door to door. In most cases they sell vegetables but a (ew

sell lish and
spices. 35%
hawkers arc
of such type.
They  sell
friom house
to house by

carrying
their  goods
in a cart
They  push
their cart to
each  plot.
‘They cannot

reach cach
floor  {omly
ground
Aoor). Thus
their

accessihility is less than the first category. But Jess energy is required than for

camying baskets,

Sitting on the footpath or any other place in the loeality: Hawkers who do
not carry their product from door lo door, rather they sell il in a suitable place
in the netghbourhood beside the road. They seil vegetabte and fish and none of

Plate 3: Hawkers siting on the foorpath of the Locality

R

them secl! spices.
20% hawkers are
of  such  type.
They collect their
ware  from the
market and sell it

i the
neighbourhood.
They lake

minimum  prolfit
and try 10 provide
8  varety  of
products 1 the
neighbourhood.
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T i i
This type of hawkers have very limited access to the households but have

positive nmpact on reducing trip generation.

ﬁiﬁ@ﬁ"ﬁmﬁ%ﬁ'ﬁcﬁ@ﬁ’ According to the product they sell hawkers can be
divided into various catcgories. They arc:

1. Only fish: They carry onc or various types of {ishes

2. Only vegelables: They carry various types of vepctables

3. Only spices: They carry various types of spices

4. Vegetables and spices: I'hey carry various types of vegetables and Spices.
AlcOdiE 10 ellite ProcdsE.. Most of
the hawkers sell their product in
exchange fuor money. A few hawkers
exchange their product with various
types of things like old cioths, broken
plastic and glass materials, etc. In most
cases they sell spices in exchange for
those items,

Ilate 4: Hawker selling spices in exchange of
broken plastic, glass. metal el

2.2.2  Characleristics of hawking

Hawking is not an casy profession. The hawkers, cspecially those who dea] with daily
necessities, face huge risks. Though it does nol require many instruments but it
requires much cnergy and a loud and atiractive voice, sense of product choice and
tinally the trust of the consumers in their honesty and qualily of products. Sou, a
hawker usually seils his product in the same area and creales his goodwill in the arca,
Lispecially those who sell fish. vegelables and other perishable products need to he
highly trustworthy. Guod sensc of product choiee is also required. They also have o
hix or establish a time of selling. They need considerable energy to carry their ware in
all kinds of weather.

2.3 Working pattcrn of the hawkers

It has been found that, ninc to ten hawkers supply products in an area/locality. One by
onc they traverse the roads in the area. They canvass their products to attract the
atlention of the housewives. One household for comparisen and product variety often
calls in more than one hawker. The price of commadity remains almost same. as they
colicct those from the same source (local markel). Same applies {or product quality.
They penerally hawk when the housewives are not busy with their work. They come
within 8am-12pm. On many occasions all their gonds are sold in a short time. ‘Then
they again collect thosc from the market and finish their round. They make their



24

£

round regularty. Though general people like to shop in the local market in the
weekend, hawkers do not stop their business on that day. Vegetables, fish. spices ele,
are the main goods ol the hawkers but 11 has been found that each hawker sell some
speeific tlems like fish hawkers carry only fish. segetable hawkers sell only
vegetables. From the survey it has been found that cach hawker follows more or less
the same route in a locality. There are somc inlet points for the specilic hawkers
through which they enter into the locality with their ware. It depends on the source
points from where they collect their goods. At the time of iraversing they try 1o cover
maximum houselolds of the locality. So cach hawker tries to follow the same
optimum. An intense study was done on the working pattern of the hawkers and
according to this, some routes have been identified in both Shyamoly wnd Goran.
Some examples are given in ihe following maps.
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Map 5; Working area of the hawkers in Shyamoly area
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Map &; Working aren of the hawkers jn Shyamoly area
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In the above maps {map 4, 53 & 6) some service arcas of individual hawkers has been
presented where we can find some tracks/routes. Along these tracks/routes hawkers
traverse the locality. Every hawker is found to traverse the same area cveryday but
sometimes they change their movement direction. In nuost cases their inlet and ouilet
points remain same. Al the time of traversing they to cover maximum households of
the locality and that is why each hawker tries 1o follow the same optimum track
everyduy, Sometimes they go through the same road twice and avoid some other
roads which are nol imporant to them. One interesting thing is observed about the
routes/tracks of the hawkers from the survey ie. hawkers found/established some
service areas and all the hawkers try to [ollow those tracks. Actually it depends on the
road pallern, size of the area, inlet and outlet points, source points from where they
coflect their goods. availability of customers and so on. And this characterislics has
been found both in Shyamoly and Goran. In the next maps {(map 7, 8 & 9) we can find
the same charaeteristics which was observed in Goran.
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Map7. WORKMG AREA OF THE HAWKERS [N QORAN AREA
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Map 8; WORKING AREA OF THE N

A

- il 1
= )
: Minﬂ?pafn
dRREy e
u A
) LA rulin
p £ e g
T '['1.‘ "n = il =
f : =
t d
1. b |
%
LEGEND
J\/ Rood Network
Fiol Aren

Gaprvices st [Eradivi ool Fopicey |

00 0 09 18 Moers
= =]




31

Map 9; WORKING AREA OF THE HAWKERS IN GORAN AREA
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Chapter Three
Extent and level of services of

hawkers to the city dwellers



Chapter Three: Extent and level of services of hawkers to the city dwellers
L1 Extent of the serices of hawkers

Actually there are various types ol hawkers in Dhaka Ciry who render various Lypes
of goods. But for this study only hawkers who sell daily necessities like foodstuff arc
taken into consideration, To asses the extent of the services of hawker we should go
first through all the items they sell. It is not only through general list. but also the
items according to the scasonal variations because some vegetables arc available in
winier, which is not available in summer, Obviously there are some other vepetahles,
which arc found all the vcar round. Vepetahle lor winter seasons can be listed as
tomatoes, cabbage, cauliflower, spinach, been, pea. gourd, sweet gourd etc. To some
extent all items reflect the extent ol services. On the other hand Irequency of the
hawkers also refers to the oxteni of services because if the hawkers come afler a long
interval then the extent of services would be deemed as poor rather than [requent
appearance of the hawkers. Depending on the oxtent of services people avail it,
Number of people shopping from hawkers for various items is given in Tahle 3.1,

Table 3.1: Number of people shopping from hawkers for various ilems

Locality | Hem Shopping from hawkers [otal
Never | Monthly | Weekly | 2-3 4-7 Response
times a | times a
week week
Meal 23 44 26 6 I 100
Shyamoly | Fish 0 9 38 41 12 100
Vegelble |0 0 0 54 46 10
Spices 22 15 23 32 B 100
Other 35 11 21 24 0 100
{podstuff
(Goran Mcat 52 33 15 () 0 100
Iish 32 17 16 2] 14 100
Vegetable | 14 12 17 45 12 1{})
Spices 83 11 4 2 i) 100
Other 84 9 5 2 0 100
foodsmutf

(Source; Field Survey, 2004}
32 Level of services offered by hawkers to the city dwellers

Satisfaction aboul the quality, price and variety of poods sold by hawketrs:

It has been found that most of the people arc moderately satisfied with the goods
supplied by Lthe hawkers. Fspecially the houscwives can choose vegelables and fishes
themselves. Both male und femnale members of the family arc happy with the quality
of goods. People are also moderately satisfied with the price of commodities. Price is
almost al par with the market price. So they arc happy as they can save mouney and
time required for the trip to and from the markel. Bul people arc not satislied with the




varicty of goods sold by hawkers. They oficn have no choice but to buy from
whatever is available with one hawker as another hawker may not have the same
goods. Generally the perishable bio products are hought from the hawkers frequently,
almost on a repular basis.

III|III|IIIIIli {!
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Plate 7: Some hawkers sclt only fishes in the lm:d]m

3.2.1 General Level of Satisfaction of goods bought from the Hawkers
a. Level of satisfuction with goods sold by hawkers in respect of quality
Satisfaction level of people is classificd as highly satisfied, moderately satisfied and

not satisfied. Bul 1t is not applicable io all items rather it varies according 1o items,
For example who buy all items rom hawkers may be satisfied with the qualiy of



vegetables but may not be with that of fishes. So dala were collected according to
itemns. 12% people whe buy meat from hawkers were highly satisfied with the quality
of the goods. 42% of them were moderalely satisficd and 44% of them are not
satisfied. On the other hand for vegetahles, 36% ol the buvers were highly satisficd.
0% were moderately satisficd and 24% of the buyers were pot satisficd with the
quality of vepctables. Salisfaction level of the buyers on quality of food is given in
Table 3.2.

Table 3.2 Satisfachion level of people on quality of various commodities

Satisfaction llem

Level Meat Fish Yegetable | Spces | Others | Toual
Highly satisfled |24 24 62 10 18 138
Moderately 14 02 76 45 52 339
Satisficd

Not Satisfied 78 52 48 ) 11 229
lotal 176 168 186 03 21 6

{Source; Field survey, 2004)
h. Level of satisfaction with goods sold by hawkers with respect to price

Mast of the peopic who buy from hawkers are moderately salisficd with the price of
the goods sold by hawkers. People generally buy vegetables and spices from hawkers
more than other goods and for these two items most consumers are satizfied with the
price. I'or vcgetables 18% consumers are highly satisficd. 62% consumers are
modcrately satisfied and only 10% of them are not satisficd with the price. In case of
spiees 37% of the consnmers are highly satisfied. 43% of them arc moderately
satislied and the rest 20% are not satisfied with the price of the goods rendered by
hawkers. Satisfaction scenario with respect to price of various daily necessitics is
shownin the Table 3.3.

Table 3.3 Satisfaction levet ol consumers on Price of various daily neccssitics

Satisiaction Level [tem

Meat Fish Vepetable Spices | Others | Total
Highly satisfied 42 24 30 19 17 138
Moderately 114 34 124 56 43 423
Satisfied
Nuot Satisfied 18 60 26 20 21 145
Total 176 168 186 g5 Bl Tt

(Source: Field survey, 2004)

c. Level of satisfaction with goods sold by hawkers in respect of variety

Though the consumers are well satisficd with the quality and price of the goods
rendered by hawkers in Dhaka City, they are not satisficd with the variety of the
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gouds they find with the hawkers. In most cases they are compelled 10 buy something
from hawkers though they offer little variety of goods. They know well (hat in the
markel or bazaar they will find a lot ol variety. If they have no time to go to market or
bazaar. or going to market is too troublesome. People try to gel their necessities from
hawkers even though they cannot offer the variety of goods. Satisfaction level on
variety is prescnted in the Table 3.4,

Table 3.4: Satisfaction level on variety

Satisfaction Level Itern

Meat Fish Vegeluble Spices | Others | Total
[Tighly satisfied 8 24 44 1) 20 106
Maderately 52 79 o8 69 41 339
Satished
Nol Satisfied t16 63 44 16 20 261
Total 176 168 186 95 Bl 206

(Source: Field Survey. 2004)

The above lables show the satisfuction level according to various ilems bl overall
satisfaction level should alse be measured and it is shown in the Table 3.5, Herc the
tollowing table shows the pereentage of toal response under satisfaction level of the
consumers who buy daly necessities from hawkers. According to the survey result
18% consumers are highly satisfied with qualiry, price and varicty.

‘Table 3.5: Percentage of total response under overall satistaction level

Itermn Pereentage under Satisfaction level of tolal responsc
Highly satisfied Moderately Not Satisfied
Satisficd
Quality 20% 19% 15%
Price 48% 6% 48%0
Varity 32% 21% 37%

(Source: Field Survey. 2004)
33 Advantages and convenicnee that hawkers offer to the urhan dwellers

From the survey on hawkers. communiry people, discussion with people of various
groups it was found in Dhaka City. hawkers of daily necessities offer a lot of
advantages and conveniences to the urban dwellers. The list of those advantages and
convenicnecs are given below:

mﬁs_ﬁ@” it 18 well recognized that in Bhaka City most of the people are
Tunning a rat race lo cope with city life, Here everybody has scarcity of time.
Everybody has become so busy that they hardly pet time for shopping at the
markets/bazaars. Lach family needs 1o make wips (o bazaars at least two limes a
day. which requires at least one hour. In urban arcas one hour in a day is valuable.
Hawkers save this time and help them w0 use this enc-hour for other income




generating activities or education or leisure related activitics. In this situation
hawkers are contributing a lot for redncing the need for time of shopping.

Money:8aving: To some extent hawkers can save moncy of the urban dwcllers,
I'or compcting with the shops of markets/bozaars and also with other hawkers they
offer their goods at cheap prices. On the other hand they reduce the need to 2o to
market/bazaars. Making trips to bavaars and hiring porters cost moncy and il (hese
are required daily, a lot of money is spent in a month. Again one has (o spend time
and energy for shopping which can be used for other income generating activities.
So, transporlation cost for going to markets/bazaars is also saved. In that sense
hawkers can save money of the urban dwellers,

Has8ié Climinafing: Making trips to the bavaar requires encrgy. One has to
traversc the whole buzaar and bargain, The bazaar area is not a nice place to visil,
The whole area is usnally filthy and noisy. kspecially in the miny season going to
the bazaar arca is a horrible expericnee. The shopper becomes fully tired after
coming from the bazaar and is unable 1o do anything for a certain period.

Women:can dotthe Shoppile VitHoR! 6OME (o MATkeybazaat: In a socicty like
ours. going 10 the market/bazaar is difficult for wonen for socialfreligious
reasons, It is ironie that female members arc involved in preparing the family mecal
but cannot pariicipate in shopping. The
houwsewives decide the menu of daily
meal and  they want the goods
according 10 their choicc. Bul they
have 10 depend on the male members
who go to the markels. So where
hawkers arc available with the same
goods as in the bazaars, women
members ¢an dircetly parlicipate in
day-io-day shopping. Housewives can
easily choose the poods from the
hawkers without going to  the
markets/bazaars,

TriprReduciion: Each family has to
make at least two trips for shopping
purpose¢ i1 a day. Thus a hundred
families make 200 trips fo the bazaars
Plate 8: Women are buying ftom daily. Only five or six hawkers who
cover the whole area from one side to
anothcr can  serve these hundred
familics. Hawkers roam about the arca starling [rom one side and finishing at the
olher side. They do not come back along a route already covered. So these four or
five long and time-consuming trips of the hawkers can replace those 200 trips of
the households. Thus it reduces the number of trips of that arca. Tn this way it
reduces traffic jam, activities ol tratfic police and last of all saves time of the
whole socicty.

hawkers in the tocality

C 2
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Privides employiment oppornity: Hawking is an income generaling urban
profession for iow-income people. It requires low investment and equipment but
scrves a huge number of people. People engaged in this profession may indulee
with various unsocial activities,

Felps m fecycling: Some hawkers exchange their poods with the recyclable
waste materials. For example they collect waste/broken items of plastic. metal eic.
in exchange for onion, garlic ete. 1t has not only positive impacl on resource
conservation but also reduces envirommental pollution.

In Ihe survey, reasons why the respondents buy from hawkers found. Multiple reasons
by the same respondent were found. The result is given in the Table 3.6.

Table 3.6: Respondent response on ihe reasons to buy goods from hawkers

Causes to buy goods from hawkers yes | No
Save Time 132 | 36
Save money 86 111
Saves from inconvemence ol going to the markct 127 |73
Women can do the shopping without going to the market 156 | 35
Can buy things in inclement weather 02 87
Can buy things quickly in an emergency 133 | 61

{Source: Field Survey, 2004)

With all the above reasons time is one of the most important factors in nrban arcas. So
shopping tums to be an aclivity of fomale as male are too busy at their work.

‘Though hawking oflers & number of advantages and convenience to the urban
dwellers, there are some people who do not buy goods from hawkers. Reasons behind
the reluctance in shopping from hawkers, as found in the survey are listed as below:
Not satisfied with the variety of goods sold by hawkers

Not satisficd with the quaiity of goods sold by hawkers

Sense of insecunty (in women when menfolk arc not in)

Daily commodities are available on the way from o/MTice 10 homé

Limited goods are available to the hawkers

Shortape of persons for shopping

Limited opportunity to compare the price of the poods

All items are not available at the same time

RN N

34 Demerits of hawking

‘The hawking prolession has certain demerits in the context of wrban areas. It
encourages tural to urban migration. Thus squatters and slums are developed to
provide shelter for them. Robbers also use hawking as inlormation collecting tactic.
So. hiph-income people do not allow any hawker in their house/arca. 1f the number of
hawkers is very limited in an arca it becomes fully a monopoly business and people of
that area become vietims of it. Allowing any hawker to a house affects privacy and
many people do not want that especially in urban areas. It produces noisc pollution at
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odd times. It may create trailic jams especially in narrow roads when they hawk with
pushearts that move 1o slowly.

35 Trip generation and purpose of the trip

The most fundamental and dominating variable related 1o travel demand and travel
characteristics is irip purpose. People make trips because they cannot perform all the
activitics in one place. Activities are normally grouped into a number of tnp pwposcs,
which distinguish different types of demand on transport system. So it is essential (o
stratify trips by purpose thronghout the transportation planning process. This in turn
implics thal rip gencration analysis must be undertaken lor different Irip purposes
used n trip generation modeling and iravel demand analysis varies with the desi gn of
the individual study. But in general (rip purposes are stratified in the following torm
(Esrar, 1992):

I. Work trip : home to work
: work lo home
2. School trips : home to school
: school 1o home
3. Shopping trips : home to shop/markelbazaar
: shop/markethazaar to home
Socio-recreational trips : home to recreational place
; recreational place to home
4, Other trips : home to other places

ather place to home

.........

money (1. for employment purposes). Under this study only the trips from residence
to office and the trips from ofTice 10 residence has been considered. But different trips
rclated to job/work purpose (like trips for altending meetings, trips for purchasing
various office goods, trips for communicating wilh other office eic.} has not been
considered as work trip in this study.

Schadistrips: School trips includes all Journeys to and from various cducational
establishments such as schools, colleges, differont technical institutes, couching
venters and universities solely for educational purposes.

Shoppmginps: Aoy trip 10 and from any shopping centre/markel/bazaar.
Eﬁt@%ﬁah&ﬁﬁﬁﬁ% Al inps made for social (such as trips made 10 visit a paticnt
n g hospital or at his home or to meet with kith and kin ete.). ieisure and recreational
purposes fall inlo this class.

ﬂﬂhﬂlﬁéﬂﬁfﬁ Any trip undertaken by the member of the housshold which do nei {all
mlo any of the above classes and other undefined trips are included in this group,

Esrar (1992) did a study on home based trip generation modeling in Dhaka Ciiy and
found the percentape of dillerent trips of a family. He calegorized ail the trips as work
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inps. school tnps, shopping trips. socio-recreational trips and other trips. In this study
information related to total volume of wips have been gathered to compare the
shopping trips for daily necessitics wilh total volurme of shopping trips and also with
the total volume of trips for various purposes. Another intention was to verify or
compare the present data with the data of the study of Fsrar which was done in 1992,
Irom the field survey it has been lound that a significant increase has occurred in the
percentage of shopping inps and a little increase with the socio-recreational (rips. The
data is given in Table 3.7 and Table 3.8:

Table 3.7: Percentage of trips for various purposes in Dhaka City in 1992:

Trip categoty Percentage of trips
Work rip 37.26

School trip 31.00

Shepping trip G.54
Socio-recreational trip 12.44

Orther trip 9.76

{Source: Tsimat Csrar, 1992)

Table 3.8 Percentage of trips for various purposes in Dhaka City in 2004:

Trip calegory Pereentage of trips
Work trip 34.78

school trip 28.44

Shopping (rip 1526
Socio-recreational trip 13.00

Other trip B.52

(Source: Field Survey. 2004)
3.6 Relationship between family size 2nd shopping trips

Travel is a function of human activity. Consequently an important relationship exists
between the number or frequency and the family size of trips made from the home,
The numbet and Irequency of trips increases as the size of the family increases and
vice-versa. Average number of rips increases with increasing persons per household
at a rate of approximately 1.62 trips per day for each additional person (Esrar, 1992),
This increase in number of home-based trips per household per day with family size
tends to level off al the six persons per dwelling unit family sire. Statistically sirong
relationship exists berween family size and the number and frequency of trips made
Irom home at a conlidence level of 99.99 percent. They are also positively correlated.
These results also imply that with the inerease of famity size, the number of trips per
household per day increascs. |he inverse is also true.

The same result has also been observed in this study. Comparatively larger families
tend to make more (rips than smaller families. One reasen of this is larger families
require more things and activitics and consequenily they generale more trips. But
another reason is, a lager family can find sufficient persons lor sending them to
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various places for vanous needs like to the markets/basaars for shopping daily
necessities. So, a smaller family is compelled to make fewer trips due to shortage of
tamily members cven if they feel the need o go vut more.

3.7 Made of travel for shopping purpose

Mude of ravel is the most influential variable related to tip making frequency for
shopping purpose for daily necessities, Apart from walking, rickshaw and private cars
are the most commonly used modes for shopping for daily food liems. Among these,
rickshaw is the most popular and an easily available mode of wavel. It rendens door-
to-door service irrespeetive of road condition. Though personal motorized vehicle
ownership is Increasing. walking and rickshaw are the major modes for shapping,
Even in most car owning familics people prefer the rickshaw for going io the local
bazaar. Becuuse parking is a major problem and there is the possibility of the car or
its parts being stolen, For going to the distunt bazaars for the month’s shopping they
usc cars. People from the lower and middle-income groups gencrally walk to the
havaurs for shopping. Some people prefer walking for poing to busuar and others
prefer the rickshaw lor the same. Bul this differcnce depends on the cconomic
capability and the distance of the baxsar from the house. There is another group.
which consists of the major portion of middle and lower middle-income groups who
prefer walking and the rickshaw. They walk to the markel and come back by
rickshaws with purchased geods. Modal choice for shopping purpose arc given in the
lahle 3.9

Table 3.9: Modal choices for going 10 bazaars for shopping purpose:

Mode Types Frequeney (1) Percentage of responses
Walking 36 18%

Rickshaw 83 41.5%

Walking -+ rickshaw 62 31%

Private car 19 0.5%

{(Source: Ficld Survey, 2004)
38 Shopping done while on other trips

Here onc of the most imporant aspects is some shopping trips are made in
conjunction with other trips. I'or example some people buy their daily food items on
the way to office or to home. So they do not need to make a separate trip only for
shopping purposc. Though the number of this type of trips is sipnificant, it has no
major influence on reducing shopping trips or dependence on hawkers or baraurs. The
rcason is, they do not find all the items they need while shopping on the way from
nlhice to home. So they have to depend on nearby bazaar or hawkers even for a single
ilemn. Ratio of this type of tnps is given in Figure 3.1,
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Figure 3.1: Shopping donc while on other trips
i9 Mode and cost of travel

In most cases regular trips for shopping &re maede by rickshaw and on foo!. The mode
vories with the distance of market from the house amd also with cconomic status.
Usually most trips are made by rickshaw and for other cases, home Lo bazanr trips arc
made on foot but bazaar 10 home 1rips are made by rickshaw., Tn most cases 7-10 1aka
is paid for the trip mede for shopping. Money is also given to porters. But the real cost
of the shopping trip is time. Because people may easily use this time for other
purposes. which can even, bring money for them.

Table 3.10: Averape cost for shopping irips for diffcrent mode of trovel

Maode of trensport Average Cost for shopping trips
Rickshaw 7-10 Taka

CNGfAuo Rickshaw 20-25 Tnka

Bus 24 Taka

Car 3040 Teka {estimated)

(Source: Field Survey, 2004)

314 Relationship berween houschald income and mode of iravel for shopping
purposc

Houschold income is one of the most important indicators of socio-economic position
of the household. It normally controls overall behavioral chamacteristics of the family
which in tum is ceflecied in travel pattern. [t is usual and B common practice in all
urban arcas for upper income groups to spend more on vanspon with A iendency
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lowards the use of comfortable and convenient modes of (ravel. They were time and
comfort conscious rather than cost conscious. A middle-income family is also comiort
conseious,  Low-income families are nommally cost conscious rather than time and
comfort excepl in special or urgent cases. They do not bother about the time required
or inconvenience for a cheaper mode of travel (Esrar, 1992). The same fendency is
observed in modal choice for shopping purpose. Lower income people go dor
shopping by walking considedng cost factor rather than time and comfort {actor.
Middle-income group go to market/bazaar by walking and come hack by rickshaw
becausc it is tiresome to carry the weighted shopping bags. On the other hand hi gher
income group totally prefer vickshaw for shopping if it is in nearby location. But they
use private cars while shopping in the distant markelbazaar (Field survey, 20043,
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Chapter Four: [nfluence of peddling on the volume of shopping trips

4.1 Ratio of people who buy from hawkers and other sources

There is no strict preference of people for buying goods from hawkers or dircetly
[rom bazaars. Actuaily it depends on iime and opporumily factor. kor regular
shopping various types of buyers were found who buy their daily necessities from
different sources. Again they do not stick o une area only. From primary daia, the
information gathered about the buyers is shown in the Table 4.1:

Tablc 4.1: Percentage of buyers for difterent source of shopping

Major source of shopping for daily

Percenlage of the buvers

necessities

Hawkers 2%
Local baraar 26%
Distant bazaar 7%
Nearby grocery shop 2%
Oiher sources 6%

(Source: Field survey. 2(04)

I'rom the survey it was found thal only one source canmol satisfy the consumer's
needs and thus people buy whenever they gel more opporiunity from any source.
S0 considering all these factors source of shopping can be listed ag below:

1. From all types of sources-—=--m-mmmmeeaae- R : 3%
2. From local bazaar. hawkers and nearby grocery shops-- ; 60%
3. From local bazaar and nearby grocery shop--c-——————-: 9%
4. From nearby grocery shop and hawkets--——————————- . 5%
5. From local bazaars and hawkers------=-eeene- -1 10%
6. From local bazaar only---—--- - 4%
7. From nearby procery shops only-----e----- b
8. From distant bassar only----—-m-eee--- - e (1%
9. From hawkers only--e-em-e e emmmmsun - D 3%
10, Others only--—-—amaem- e - 1%
4,2 Information related to shopping trom alternative sources apart from

hawkers and local markets

Apart from the hawkers and local market. people alse buy their daily nccessilies
from other sourcey also, The neiphborhood shops are one of the prime altermative
sources of shopping. They provide various daily necessitics with spices and
vegelnbles. They sometime contract with their neighbors for repular home based
supply of daity necessities. They collect a list from each house and suppiy

products according to their list.
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Recently big companies are investing money in food supply business. They
engage young and smart salesmen, mostly university students working part lime.
who visit door-to-door with those producis and sell them. Though the main
objective is to advertise of their product but sale amount is not bad. In this swdy it
has been lound that. about 1.5% people de not rely upon local markel rather they
prefer to buy from large supermarkets. In most cases afier the office hour they o
there to buy thetr daily necessitics.

4.3 Alternative sources of shopping other than the hawkers

About 26% people also buy the products from surrounding bazaars, which are usually
supplied by the hawkers. They have to make at Ieast two trips (both up and down) for
cach day. Fspecially in the weekdays. people who usually buy from the hawkers make
trips to shops or bazaars. About 78% trips are made only for shopping purpese. Again
several additional (rips are made for shopping to bazaar with trips made for other
purposes. 22% trips are made additionally for shopping with other trips. Percentage off
shopping from difTerent sources other than the hawkers is given in the 1ablc 4.2

Table 4.2: Percentage of shopping from different sources other thun the hawkers
Item Soure of shopping other than the hawkers
Grocery Bazar | Retail | Wholcsale | Super Home
Shop Markect | market Market service
Rice 37 40 20 03 {0 00
Meat (Poulty) 10 50 20 00 {0 10
Fish 03 30 47 () (3} 01
Vegetables 00 70 30 00 00 00
Spices (i} 80 20 00 {0 {1
Cher lood stuff | 30 35 | 20 00 15 00

(Source: Field Survey. 2004)

4.4 Frequency and volume of shopping trips for daily necessities:

By the ficld survey it has been observed that, the houscholds who go to bazaars for
their daily necessities do not go there everyday. but wy to gei the vegetables from the
hawkers. Only 4% houscholds purchase only from local bazaars. and 1% households
purchase only from nearby grocery shops. So for the households who buy goods from
only bazaars or nearby grocery shops are not significant in number. ' it is considered
that they go o bazaars every day, the volume of shopping trips for daily necessities is
not considerable. $3% households are somchow dependent on the services of the
hawkers and purchase any item from hawkers whether it is daily, weekly or monthly
and remaining 15% houscholds do not depend on the hawker's service. As 26 in 100
households are dependent on the local bazaars but they also avail some other services.
For the 13% houscholds who do not buy anything from hawkers make trips to local
bazaars or distant bazaars or uny other places. Among this 15%. 18% houscholds do it
by walking and the remaining 82% households use some sort ol vehicles. Among
them 41.50% houscholds ose rickshaw., 31% houscholds use both walking and
rickshaw and the rest 9.5% households usc their private cars or any other vehicle for
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their daily shopping. As 31% houscholds use Ackshaw for one way so it can be
considered as trip for 15.5% households. So, as a whole, 66.5% of the 15%
households 1.2.9.97% households (who do not purchase from hawkers) generate
shopping irips lor daily necessitics. Bul they do not do it daily rather most of them do
their shopping 3 to 4 times a week on an average. The calculated daily rate then
comes to only 4 9824

On the other hand 83% households, who somchow depend on the service of the
hawkers also go 1o bazaars and also avail other services. l'or the shopping source of
hawkers and ncarby grocery shops people do not need to make shopping trips. Only
for locai bazaars and distant bazaars people need to make trips, which require any sor
of mode, cost and time. For ihe 83% households. hawkers are the major source for
52% houscholds for their daily necessitics. So., remaining 48% of them also purchase
from other sources, which can be calcutated as 40.8% of the tolal households. But this
portion purchases their goods once a week on an average. So for daily caleulation it
can stand for only 5.82% households who make trips 10 bazaars or any other place for
daily basaar. Apain 18% of them will go 1o bazaars by walking and 31% will usc both
walking and rickshaw. 8o it makes the 5.82% into 3.87% trip makers in a truc sense,

4.5 Minimization of volume of shopping trips

Lhe service provided by hawkers has delimilely positive impaet on the local traffic
system reducing the shopping tnps in true sensc. By the survey of this sudy it has
been found that 52% households buy from hawkers as major source and (rom the
total, 85% households are somchow dependent on the services of the hawkers. On an
average hawkers arc serving about 68.5% houscholds to fulfill their daily nccessities,
So in one sense hawkers are reducing 68.5% irips for shopping purpose on daily
necessities. From the field survey it has been found that shopping trips for daily
necessities covers aboul 83.5% of the total shopping trips. On the other hand total
shopping trips 15 15.26% of the total volume ol trips made by cvery household in
Dhaka City. So shopping (rips for daily nceessities is 12.76% of the total trips of a
houschold. Hawkers are reducing 68.5% of the shopping trips for daily necessities
which 15 ubout 8.74% of the total velume of trips made by cach household. Thus it
reduces pressure on local traftic and also people can save money, time and enerpy.

Again shopping irips are made at a critical time, ie. il is just tagped with the work
trips. From the field survey it has been found that time of work/office trip is [rom 7:30
am to 10:30 am in the morning and from 3:00 pm to 7:30 pm at cvening. And 80%
shopping trips for daily necessitics also generated in the above mentioned time. So. if
a small number of trips are added with the work/officc trips it creates huge traffic
congestion when people are 1n a rush and tired. On the other hand hawkers deliver
their products from 8 am to 12 pm at the door siep of the households and the family
members (housewives) can easily get it wilhout going to the bazaars. It is really a
tremendous result m reducing shopping trips, which has a greal impact on existing
Iralfic system in Dhaka City. It contributes hugely lo the urban traflic system of that
area. Generally no local bazaars have parking facilities and thus huge tralfie jams are
crealed on thal spot. So, tratfic which have to cross that spot having no intention for
shopping, also have to suffer for this jam. A number of traffic police have to be there
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always to control the situation who could be used for other pumoses. Inclement
cnvironment makes the situation even more unbearable. Huge quantity of garbage is
created in the bazaar arca. which not onfy pollutes the area but also requires time,
people and space ntervention to be removed, which also add pressure on traffic
system of that arca. Some people have to make trips to opposite dircction for their
workplace for shopping. It not only cost their time and money but also puts pressurc
on the local traffic system. So hawkers are rendering huge posilive impact on the
traffic system of Dhaks City.
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Chapter Five: Comparative analysis of the services provided by hawkers
with other sources and modern home delivery services

5.1 Forms and extent of ¢xisting modern home delivery services in Dhaka
City

Now a days home delivery system is taking place in Dhaka City. Though it is not
Intemne! based just like the developed eouniries bui on telephone call based. But iv's
gxlent 18 too much limited. Home delivery system is also done in an informal way
through the salesmen of large companies, They visit door to door and offer the packed
producls at a reasenable price. Spices and dried fish are supplied by the salesinen and
all types of daily nccessities are supplied on the basis of telephonc call by large
supcrmarkets. Bul this system s only for the high income group.

52 Comparison between traditional hawking and modern home delivery
services in respect of advantages and convenicnec

Reasons for setectimg home delivery: There arc scveral important Tactors that make
home delivery to customers. This research has identilied that the following factors are
most imporant 1o customen:

I'ime saving

Bulky goods/carriage issnes

Ihshike hustle and bustle of shopping
Lack of transport 1o enable self-service

Orther less imporant factors menlioned by less than 10% of the respondents in this
survey are: slofe opening hours are not convenicent to them. Grocery home shopping
and delivery is viewed as atiractive o some job hoiders because of the time savings it
can ofler and alse because of some consumers’ dislike for shopping lood from
hawkers.

Drissatisfaction with home deliveries:

There are several aspects of current home delivery systems ithat do not appeal to
consuniers and these can discourage consumers {rom accepling home deliveries. 1 his
rescarch has identificd the most common reasons that consumers provide for nod
buyng any goods delivered o their homes.
*  Home delivery arrangements are inconvenient {especially due to having to
wait i {or the dehivery)
+ Home delivery is impersonal and human contact of other shopping systems are
preferred
« Home delivery charges are too high
+ Concern about receiving damaged goods
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3.3 Comparison between traditional hawking and modern home dclivery
services in respect of popularity or adaptation

Product quality ussurance: Modern home delivery is donc under 4 company
which is reliable for product quality. They are delivercd on order basis, thus one is
well aware about their arrival/delivers time. No bargaining is required. It is
accepted by the upper class people as the ehance of robbery is less. Dut the price
of product is high for home delivery as they add cosi fur courier and packaging
with the product price.

Bul the hawkers are not rehable. Any one can be cheated by hawkers regarding
the quality and price of their products. Again hawkers iraverse an area according
to their own choice, thus people have to rely on them. One has to bargain with the
hawker’s product price. The products are not packed, thus they carry impurities
with them. Chance of robhery by the hawkers alse exists, But the price of product
is less than the home delivery system.

Making a trip to the baraar for shopping is a tradition in our culiure. It is not anly
for shopping but is also a tocl for social attachment. In urban areas shopping from
bazaars 15 a tough job. Only lew products arc suld by the hawkers. All varieties of
products arc available in low price to one who goes there. Again (o shop from the
bazaar 14 a kind of pride for some people who never allow any hawker in their
compound. Local market becomes dull if pcople become uninterested io go therc.
People engaged in different activitics in a local market may see their income drop
due 10 such type of situation. It is a culture of our sociely to shop from the bazaar.
On the other hand. home delivery system is relatively new in our country though
home delivery of milk is not new. Fish, vegetables and spices are hawked by the
hawkers in the urban arcas ol Bangladesh. Some people specially a portion of
middle income group who usually live in colonies are dependent on hawkers for
their daily necessities. The families which have no exira male members have
limited access to shops or bazaars. 50, home delivery scrvices or hawker’s
services arc very much popular to them. They accepted this system firmly. Now a
days some big companies are trving Lo establish the home delivery svstem but
their service is not up to siandard where as price remain so higher than the market
prce that general people are not able to touch those.
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Chapter Six: Recommendations and conclusion
6.1 Recommendations

It is clear that hawkers of daily nccessities in Dhaka city are contnibuting a lot in
rendering scrvices {or supplying the commodities tbr daily needs. On the other hand
they arc reducing a number of shopping tnips, which has a positive impact on existing
tralfic system. Though hawkers have some demerits but their merits are huge and
really considerable. Here are some rccommendations for the development of the
service of the hawkers in Dhaka city.

I. Each hawker should be registered by the local bazaar committee or City
Corporation authority who will coileel and prescrve the photographs and
necessary information of the hawkers. It will prevent the chance of robbery by
them.

2. Local bazaar commitlee will also disiribute the neighborhood areg among the
hawkers. They wall fix the schedule of their round and also product price. It
will help people to be assured about coming of hawkers in time.

3. Basaar committee can also make the hawker assured to take back the unsold
product. It will help the hawker to be free from tension or risk of their business
to some exlent.

4. A lraming can be arranged for the hawkers about waste management. [ hus
they will be aware about pollution by the unsold product or excrete of their
ptoducts.

6,2 Conclusion

Hawkers of daily necessities in Dhaka City s considered as a lower level profession
amony the urban poor. But the reality ts thar, they are rendering a huge service to the
urban dwellers. They supply food items to the doorsteps of the people. The price,
quality and varicly ol their goods are not dissatisfactory compared 1o those of local
markets and other home delivery service providers, This is a direct service o the
urban dweliers of Dhaka City but on the other hand they are contributing a lot in
reducing ihe shopping trips. which has a greal positive impact in reducing the pressure
on trallic syslem.

[Tawking is such a profession which is preferred by the migrants from rural to urban
arcas. The landless poor people who come to the capital city for (he search of any
employment opportunity can be involved in this prefession easily. The reason is it
does not require any trade license. not much investment and not much experience
whereas other professions like rickshaw pulling requires those. So hawking scrves
employment opportunity to the poor people who come to the city first lime.

Extent and level of the services of the hawkers is quite good. All iypes of vegcmbles,
spices, fish, meat (poultry) and other daily necessitics are sold by the hawkers. Rut
rice. meat (beel, mutton ete.) arc nol sold by the hawkers and these itcms are
senerally bought monthly or weekly by people. The price, quality and varicty of the
goods rendered by hawkers are also quile satisfactory. Though peopie are not highly
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satisfied with the vardety of goods sold by hawkers but they are satisfied with the
price and quality comparing with the local markets or bazaars. Even some
respondents sad that the price of the goods of the hawkers is sometimes less than the
local markets. In general market place or basaars are not a charming place where
people do not want 1o go for diny and noisy environment. In inclement weather it s
really unbearable to go to bazaars. With all others. time is the most imporant factor,
Lirban people are so busy with their various activities that, finding time for shopping
in the market place is really difficult., In this situation hawkers bring all those daily
necessities to the doorsteps ol the people. On the other hand in socicty ke ours,
women do not feel good to go the markets or bazaars and they can direcily participate
in shopping of"daily neeessities from the hawkers.

The major contnibution of the hawkers is reducing shopping trips of the urban
dwellers. From the study it has been found thal 52% houscholds buy their dail y Tood
ems from hawkers whereas only 26% houscholds buy from ncarby bazears or
markets. 7% from the distant bavaars, 9% from the nearby grocery shops and the
remaining 6% from other sources, From the overall calenlation it has been found that
hawkers have the influence in reducing 635.38% shopping trips which is really a
significant one to reduce the pressure on existing transportation system. So this study
can be helpful for the urban planners as well as other professionals who deals with the
decision making process for urban planning.
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BANGLADESH UNIVERSITY OF ENGINEERING AND TECHNOLOGY

DEPARTMENT OF URBAN AND RIFGIONAL FLANNING

Research title, A sludy on the service rendered by hawkers of daily neeessitics in Dhaka Ciry

{(Chuestionmaire for houscholds)
{Only for rescarch pumose)

Samplc Al Dﬁilﬁ

Locality----- . - )

Address- L
by Information about the houschold:

a} Profile of head of household:

i. Educations----------—-------- ii, Oceupation
b} Number of members in household:
i. Adult - i Minors (<16 vearsj--------—----------

¢IMonthly expenditure on daily necessities (Food stull such as  rice/cereals. meat,
fish. vegetables. cte.):

[, Belons Tk, 4000,

i Uk A4000-6000;

1i1. Tk.6000-8000:

tv, Th.B000-10000:
v. Ahove 1l 10000;
dy Total monthly expendure:
i. Below Tk, 8000

ii. Tk, R000-12000
iii, Th. 12000-16000;
iv, Tk, 16000-20000:
v, Above Tk 20000;

¢lls there any car available for you for shopping purpose? @ ¥Yege-m- No----

2y Information related to shopping from kawkers:

Frequency of shopping from hawkers

ltem 2-3 times a
/ J}
Never Monthly Weekly week

4.7 times a
week

Rice

Meat (Pouliry)

Fish

Yegelables

Spices

Others




in
W3

3y General level of satistaction with poods sold by hawkers

Criteria ltem Highly satisfizd Mod?”jm]y Nuot Satisfied
matisticd
Rice
Meatl (Pouliry)
i Fish
v
Quality Yiegelables
Spices
{Mhers
Rice
Meat (PPoultry )
, | Fish
Price Vegelables
Spices
Others
Hice
Meal (Poultry) |
. Fish |
Variety Vegetables |
Spices
(thers
4} Information related lo shopping from allemnative sources
i o If shapping trip Frequency of Shopping
= == is made
& T o= separately
It = :i] E =g s 2 4-
= 2
= ? E g © = T 5 | Never £ J'Efj Itimes a | Trines a
& E o % m 2 E = = week week
g == = | C=
Z vi'x
Ricc
Meat
{ Poultry)
Fish
Vepetables
Spices
Cithers | |

Code for mode of travel
1 Omn foot

2. On fool + Rickshaw
3 Rickshaw

4: Car
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5) Why do sou buy from hawkers?

Saves time

Saves m oy

Saves from inconvenience of gomz 10 the marker

Women can do the shopping without going to the market

Can buy things in inglement weather

Can buy things quickly in an emergency
Others

6) Reasons behind reluctance in shopping from hawke s

wot satisficd with the variety of aoods sold by the hawkers

ot satisfied with the quality of goods sold by hawkers

Mot satisfied with the price of goods sold by hawkers

Sense of insecuritly

Daily commodities are available on the way from office to home

Limited moods are asvailable to the hawkers
Others

7) Information related o different trips ol a [amily in a week

Purpose ol tnps Total number of trips | dominating  time | Required
{for both up and down} | of the trips time of the
ina week _trips

Work tnps |

School Irips

Total shopping trips

Shopping trips only
[or danly necessihes
Socie-recrealomal
trips

Other trips |

&) Do vou purchase from any home delivery service? Yes—-- No-----
If ves, specily-- e - -- o mtmsa e ———

9) Explain the convenience of this service comparing with shopping from hawkers

Sipnature of the surveyor
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AFPENDIX 2

BANGLADEFSH UNIVERSITY OF ENGINEERING AND) TECHNOLOGY
DEPARTMIENT OF URBAN AND REGIONAL PLANNING

Research title: A siudy on the service rendered by haw kers of daily neccssities in Dhaka City

(Questionnaire for haw kers)
(Only tor rescarch purpose)

Sample no-—--—--arme--- |7 11

Locality -- -

Address -

1. Information aboul the socio economic characteristics of hawkers:

a)
b)
c)
d)
¢)

I
i}
N

a)
)
c)
d)
<)

From where he has come to Dhaka - — -- y Whel-———————
What is the cause of his migrahion 1o Dhaka City - -
Educational qualification - e e e
What was his occupalion in rural area----=-s-ms-——---- ———
What was his profession when he first came to Dhaka City --
What is his monthly income--——--—--—--- - - - rmm—————
How many members are there in his family---—-— e
Is there any earning member in s family: ye5-m-amamam f10=mm—-—-—— -

If ves, how much s'he contribute--m-nmmemeeeaeas ——————-
Are his children getting education now: - --

Information related 10 hawking profession:

What are the items of his sclling RE—— e e e
What is the arca of his selling-—----—-- -- S —

How many households can he cover a day- S
From where he buy s s goods S — - - -
Can he sell all the goods in a day: yes--m—mm-ma= N -

If no, what happen to the remaining goods - -—r=mamama——a-
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