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ABSTRACT

Sy~tem, llrut allow one to huy necessary commodities 'without havillg to leave home
to go to the shop Ormarket exist in every urban area in the \\'orld. TIley help lhe city
dwcller~ by SJ\ ing their time and in a society like oms women can direct! y participate
in day-to-day ~hopping, Most of the urhan areas of Asian countrie, had a traditional
homc shopping pnlctice where peddlers roamed the ~lreets of residential JretlS and
hawked [heir "'are, With time lhis practice is heeoming extinct from many eountrie~
as modern forms of the s}'stem (i.e, e-~hopping. e-marketing, lele-shopping network
etc.) evolved. rhe limn of shopping under consideration here is different from lhe one
where hawkers set up temporary stalls at fixed or \'ilri~ble location, beside strcam~ of
pedestrian flo\v or near lummi markets. Slreet vending i~ widespread in developing
counlries where evel"}'day thou~ands or ha\vkers come ta sell their good~. But streel
vendors add to environmental problem~ a~ they l:ontribme 10 [ra!Tic congestion and
waste production. Door-to-doar hawking. on the other hand, offers eOIl~umers the
chance [0 buy at their dooNers, potentially rcducmg traffic congestion, This form or
<;hopping is still practiced in our country including Dhaka City, Tius practice i~ u,d'ul
from variou<; points of view. A number of people can earn hom this process, female
mcmher~ can p~rtieipate in <hily shopping, ~ave time and last hut nol least it can play
a great role in minimizmg the volume of shopping trips. Trip generation ~ctve~ as a
basis on which to plan. design and e\'aluate tran~portation sy~tem and is a
fundamenml step in eonvenlional transportation planning proees~. Shopping i~ one of
the most importanl activities that generate home-ha~cd trips (Esrar, 1(92). Shopping
at one's doorsteps can playa great role in reducing !he number of trips and thus can
help smooth rlllUling of the lransportation sy~tem,

In Danglade~h no research has been conducted on Ibis ~ubject. Studies on it~ effect on
trip minimi/alion can provide ne\\, ideas for urhan and transport planners. The present
~tudy i~ an endeavor to meJsure the cUeet oj' lraditional home shopping on trip
generation in Dhaka City. If this foml al' shopping is convenient for resident~ and
condu~i\-e for a better transport system, policy nmkers may decide to let it flourish
rather than wither ,I\\'a)'. From the ~tudy it has been found thaI 52% houschold~ buy
their daily food items from hawkers whereas only 26% households buy from nearby
bazaars Or markets. 7% from the distant bazaars. 9% Irom the nearby gro~ery shops
and the remaining 6% Irom other source~. From the overall calcubtion it ha~ heen
I'onnd that lruwkers have the influence in reducing 65.38% ~hopping trips which is
significant to reduce the pressure nn exisling transportation ~ystem. So thi~ stud) Call
be helpful for the urban planner~ as \'ell as other professionals who deal~ ",ilh the
deci~ion making process for urban planning.
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Chapter One: Introduction

1.1 Background and present state ofthc problem

Sysl~m, that allow one 10 buy necessary commodities without having to leave home
to go to lhe ~hop or market exist in ev~ry urban area in lhe world, TIley help lh~ dly
dwelkrs by saving their time ,md in a socicty like ours women can directly participate
in day-to-day shopping, Most of the urban ar~as of Asian eountri~, had a traditional
home shopping practice wher~ peddlers roamcd the slr~~ts of residential areas and
hawked their ware. With lim~ this practice is b~coming cxtinct fr0111many countrics
as modern 10lTIl> ofthc systcm (i.e. ~-shopping, e-marketing. tele-shopping nelwork
etc.) ~volved. The foml oJ'shopping under consideration here is different Irom the onc
where hawkers set up temporary slall~ at fixed or variable localions beside streams or
pedestrian flow or ncar fomlal markets, Street vending is widespread in d~veloping
countries whcrc eleryday thousands of hawker, come to sell their goods. But street
vendor~ add to enviroruncntal problems as they eontribu(~ to traffic congestion and
w<l5k production (Balbo eI al. 2000). Door-to-door hawking, on the oth~r hand, offers
consumers Ihe chance to huy at th~ir door-steps, pOlentially' reducing tmllic
eong~stion, TIli, form or .,hopping is still practiced in our country including Dhaka
city. Thi, practice i~ useful from variou<;points of view. A number ol'people can cam
from this proces,. female memhen, can participate in their daily shopping, sa\'e lim~
and Ia;,t but not leas! it can play' a great role in minimizing the volume 01' shopping
trips,

The popolation density or Bangladesh is the highe~t in th~ world and Dhaka is one of
the most popllious cities of it. This huge p"pulation creates extreme pr~~sure on its
transport lacilities. By using the most developed sysl~m and equipment'>, thi~
lr~nsportation system can provide more service than ~\'er, but it may not b~ enough
duc to the hllg~ population as it creates a huge number of trips. So r~duction of trips
mu~t be considered for cffieienllransportation. Traditional h"m~ shopping facility can
reduec nllmb~rs "rtrips and can bc vcl) el1",ctive in a city like Dhaka. Trip generation
serve.' as a basis on which to plan, design and evaluate tranSp0rlatlon system and is a
fllndam~n1ll1step in conventional tnmsportation planning pmc~s~. Shopping is one oj"
th~ most important aetiville~ thal generate homc-based trips (Esrar, 1992). Shopping
at one's doorstcps can play ~ grea! role in reducing the number oftrip~ and lhus can
help smooth running of the transportation sy,tem.

In Bangladesh no research has b~en conducted on this subject. Studies on its cffect On
trip minimization ean provide new ideas for urban and transport planncrs. The rrt"~nt
,rudy will end~avor to measure the cffeet of" traditional home shopping on trip
generalion in Dhaka City. If thi~ foml or ~hopping is convenicnt for re8idents and
conduciYe for a bctter tran~porl sy~lem, policy makers may decide to let it flourish
rather than wither away.

1.2 Rationale of the study

Urban ~r~as of Bangladesh e~peeially Dhaka City is facing severe tralTie mnge8tion
and it is a major prohlem and a concern for the urban and transport planners. Thc
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huge volume of traffic i~dlle to the large population in the city. Shopping ti.,[ daily
necessity is one of the main rea:.ons of trip making. If any measure can reduce trip
generation. it "'ould be a great contribution in minimizing the traffic problem in
Dhaka city. Urban authorities now take variou8 t;.-Vesof tran8portation planning. bul
llip5 generated 1(,[ shopping of daily necessities arc always overlooked due to lack (If

information and related research. Ag~in hawker8 are neglected by all nen by the
researchers. No re~earch was found on hawkers. not even any social re~emch. Service
rendered by h~wkcrs of daily necessities and home ddivery system may reduce trip
genenltion. The present study i~an endeavor 10measure the efTeet oftfadi/;olla! home
based shopping on trip g~neration in Dhaka City. Studies on th~ effect On trip
minimization can provide new ideas for urban and transport planners. If thi~ form of
~hopping is convenient for re~idents and eondudve for a better transport system,
policy mahrs can decide to let it f1ouri~hrather than wither away. A delaikd study on
this aspect would be u~eful for urban planners.

1.3 Objeeti\cs ofthe stud~

The ~tudy \~as conducted to achieve th~ following objectives-
a) To assess the extent and level of door-to-door hawking and transaction 01"

dail~ necessities.
b) To assess the advantage~ and convenience hawkers otTer to the urhan dwellers.
c) I0 asse~s the inflllenc~ of peddling on the volume of shopping lrips.
d) To compare the ~ervicc provided by hawkers with mod~m home ddi"ery
,;~rVlCes,

1.4 LimitatirlTIS ofthe study

Hawkers in Dhaka City ~ell "arious types or commodities like food stull" (such as
rice/cereals, poultry meal, fish, vegetabk~ etc,), milk, Jruits. icc-cream, candies, etc.
lor children. eutlerie~ lor household use. toys for children, plastic gnods, cloths/shari,
brooms. ash for dish cleaning. key mak~rs, quilt and pillow makers, etc. for day-tll-
day life. Though all types of hawkers of the ahove-mentioned cOlllJnodilles are
neeesMry for day-lo-day life hUl all of them are not necessary everyday for e\ery
family. Only food stuff such as rice/cereals, meat (poultry), Ii>h, yegetabk~. spice,
elc. can be considered as dail~ necessity for every family. So, hawkers selling only
above mentioned daily neces~i lies arc taken into consideration for this stud} .

Anempts 'were made to assess the extent and level of door-to-door hawking and
tr~llsaction of daily necessities and to assess the advantages aud convenience offered
by hawk~rs to urban dwdlers. This study tried to assess lhe influence of peddling on
th~ \olume of shopping trip~. For this purpose infonnation regarding all types of
shopping is necessary. But I()[ the limitation of lime. manpow~r and other practical
reasons suney was conducted to collect inlonnation related to only foodstuf1". That
infomlation has been collected from secondary source~. In Dhaka City it has been
observed that some modem home delivery services as found in developed countries
are flourishing rapidly which may become a suh~tilute of traditional home shopping
for daily nece~sities, So an endeavor has heen made to compare lhe service provided
by hawkers ",ith that of modern home delivery ~ervices existing ill Dhaka City.

•



4

1.5 Outline of the methodolog}'lexperirnentaldesign

This study wa~ mainly based on primary data. which has been collected by' extensive
field wrvey with a prepared questionnaire. The methodnlng} of this study is
<.hscussed in the following sections.

1.5.1 Problem identification

I"roJlk or trip is one oflhe important dements or transportation planning, Dhaka City
is facing severe traflic problems. A large number of trips are made for shopping and
in most of the cases they are made by ricbhaw,. By reducing the number of trips,
opportunities can he lormed for transportation planning. Home delivery ~ystem or
hawking can playa great role to ea,e (he pressure on the transportation system.

1.5.2 Data and information requirement

rhe main analytical par! 01"the study was to measure the reduced pressure On
transportation system caused by traditional home shopping and to find out this the
following daw were collected from questionnaire sur\'eys

I Exi8ting volume of shopping trips.
2 Alternative sources of purchase, in absence of hawkers. for different kinds

of goods
3 r",rcentagc of shopping trips tagged with "ther trips
4 frequency of purchase of different commodities

Obj",cti\'e wise informa\lon r"'quirement:

if For the lin;t objecti\'e the following types of data and information wer", r"'quired

What types of traditional home shopping lildlities are available in the
residential areas "rOhaka City

2 What are th", alternative sources 01' daily necessities in absence of hom",
shopping lildlities are

3 Hov., man)' people arc engag",d in this profession in II residential ar"'a lind
whal is the extent of their services (i.e. how many households one can
ctl\'er in a day and what types of commodities they can supply)

4 What is the quality oj"Ihi~ ,en-ice (in terms or timely service, good quality
and variety of commodities. right price etc.)

# For the ~econd objective Ihe Ivllowing data and iniC'lTIlationwere required-
1 How many trips to market plaees and bazaars arc required for each

household to satisfy their daily necessities and other 8pecialneeds if there
were no traditional home ~hopping facilities

2 How many trip8 are actually generaled hy each household under the
presenl ~itlllltion

3 -Whal percentage of shopping trips is tagged \'>;th other trips (such as
journey from work),

•
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4 How mu~h time is required for each l}pe of trip
5 Wh~t arc the means and mode~ for each type of trip

# And for the las! objcclhe. the following types of dal.a and infoml<ltiOIl were
rcquired-

I Which s~nice is comparatively popular and available to maximum
households

2 Which service can provide more comeniencc to the consumcr~ in respect
of availing tirnel} service of gaud quality and options of conunoditic~ at
the right pric~

1.5.3 Study area selection

There arc vatiou~ types ofre~idential areas in Dhaka City (e.g. characleri/~d by high
or low income groups. existence of various economic activities, planned or unplanned
de.). To get representative dat.a. the study area should be predominantly residential
and the households should be of mixed income grollPS (i.e. high. medium and low
income groups). 'Ine pattern of hawking may vary according to the income leyel of
the households and residential status (i.e. planned or unplalllled residential arca).
Hawkers have casy access to the unplanned residential areas hut ha\'e vcry limited
access to the planned high-class residential areas. So, high-cla~s residential areas havc
been cxcluded ii-om consideration for sclection of study area. It has heen observcd
that an area with spccial characteristics viz. high-class re~idential area or slum areas
with limited income people may have a bias towilrds purcha~ing from thc hawkers.
For cxample hawkers ha\'e limited accc" to the high-c1a;,s residential areas, So, the
stlldy areas were so selected that contained mixed income people. It was also intended
that the area ,hould have home delivery service so that services of hawkers Cfill hc
compared with such ~er\'ices. Goran and Shyailloly were taken as ~llldy areas bceau,e
these two areas meet those criteria.

•
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1.5.4 Descriptions oCthe stud)' areas

a) Shyamoly: This i, a predominantly rcsidemial area thollgh there are some
other land uses like schools, coaching centres, various non goverruncn!
oflices, shops etc. This area is silllated beside Mirpur Road, a ,mall portion of
it to the east and the major portion to th~ west of Mirpur Road. To the south
there is Mohammadpur residential area. The area is separated from Kalyanpur
and Shekhcrtek by the Ring Road in ib north and west. To the east is
Agargann area. Kalyanpur and Shekhenek areas are morc or less similar to
Shyamoly in tenns of their weio-economic characteristic8 and land use. But a
slightly higher income group occupies MohammadpClr area. On the other hand
Agargaoll area is a mixed-usc area ".jlh rcsiden~es and government offices.
The entire area of Shyamoly covers Ward 12 and 13 of Dhaka City
Corporation. \vhich is about 1.31 sq. km. and nwnber of household~ is about
24,340. The total population of the mea is about 132,373 where male
population is 70,973 and female is 61,400, Population density of the area is
about 101.048 per sq. km, ~~x ratio is 116 and literacy rate is 61.42% (BBS,
1997).

The whole of Shyamoly was not suney~d and the survey work covered only
two neighbourhoods in Pisciculture housing area which is situated to the west
of MirpuT Road. The area is about 8 percent of Shyamoly area. The tutaI
number of households in the study area is projected as about 1,947. So the
population of the study area in Shyamoly is abou1 10.592. In this study area
100 households have been taken as sample size which covers abont 544 people
of the study area. So the slllllplc si/~ represents about 5,14% of the study area
which can be conceived as representative.

•



Map 2: Study Area (Shyamoly)
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b) Goran: Thi~ <!rea is of simi Jar in charaCI~riatics as Shyamoly. To the north of
Gontn is Khilgaon rc~idenlial area. To the we~t is Tallllia residential area. To
the southwest is Tilapara and to the southeast Mathertek residential area is
located, Most oflhe holdings of this area are used for re~idential purpose and
a few are used for ,hops. ~~hools. coaching centers, various non gOV~TImlelll
offices ek. Gonm area covers Ward 56 of Dhaka City Corporation and its
area is about 1.6Hsq km. The number of households is 13.127, \h~ total
population is about 70,501 \vhere male population is 38,225 and female
population is 32276. Populmion density oflhe area is 41,965 per ~q_km. sex
ratio is 118 and literacy rate is 56.' % (BBS. 1997). Goran area is
compara(ivdy larger than Shyamoly area but population ,i/.e is smaller than
that of Shyamoly. Literacy rate of Ooran area is also lower than thal of
Shyamol} area.

In Ouran area three loealitie> were taken for ~ur,"eywhich eover about 14% of
the total Goran area, The total nllmber of households in the study area ean he
projected as ahollt 1.838 and population or the study area of (loran is about
9,870. In Gown also, 100 households 'were taken as sample size, which
represents about 5.44% of the study area. So it ~an also be conceived as
representative.
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1.5.5 Determination of sample si,c and sampling method

It is wdl knov,n that the larger the O>aillplesize. the more accuracy to the data
representation. If the (ol'll population is taken as sample ,171',data rcpn:selllation will
have 100% accuracy. But it i~not always feasible for various reasons like shonagc of
money, time and manpower. Moren"er, if dala from a >maller sample can be
con<;idcrcd representative, then surveying whole population is just \\aslage of
resources. For shortage ofnumpower, lime and money. sample size ha, heen taken as
200 households for the two area;; (l 00 hOll~holds for each area) and assumed that.
the sample slye would he enough to gel adcquak data for the srudy_ Systematic
stratified sampling mdhod was followed. so that aU type.,>ofhollschokls (high, middle
and 10\'1(income h'fOUPS)can he represented in the data properly. Total population of
the study area (both ShYimlOlyand Goran) is 2,02,874 where total hou8ehold number
is 37,467 (BBS, 1999). In Sh}amoly there arc total 24,340 households and the
population i<;aboutl,32.373. And in (joran area the total household number is 13,127
and the population i" about 70,501(BBS, 1999). In Shyamoly 8% of total area (two
localities/ncighourhoods) \\.1l;.taken which cover, about 1.947 household,. So the
~ample is about 5.14% households in the area or Shyamoly. And in Gonm 14% or
total area (three localities/neighbourhoods) wus surveyed which eO\ers about 1,838
hou>eholds. So, the sample is about 5.44% houileholds of the Goran area. 200
households (100 for each area) covering more than 5% 01" both area8, can he
considered as representative for the ~tudy.

1.5.6 Biases in sampling / data collection

Study areas were selected on the basis 01"existence of home delivery system. Again.
middle class hOll';eholds were mainly targeted lor data collection. So biases exist in
both data collection and study area sclection

1.5.7 Field survey (Questionnaire survey)

A questionnaire for household survey v,as prepared in such a "llY that it eun co\'er all
types of informat inn fiJr the study to Jchieve its goal and ohjeetives (the questionnaire
is given in the appendix). Quesliollnaire sur\'e}s \vere conducted on both households
and ha\vkers. The questionnaire for hawker:, included a detailed map where hawkers
delineated their areas or business and routes of movement. The questionnaire for
households elicited information on their shopping practice and pattem, their
experience and opinion regarding buying from hawkers as \\.el1 as other modern
sy<;temsof homc"based shopping etc. field ohser\~tion also pro\'ided thc nllmher and
variety of ha\,kers and their \'are in a given area, the pattern of movement of the
hawkers, the aerial coverage of the hawkers, territorial ooundaries of hawkers. and the
volume or lransactions. Observation WU8carried out by posting observers at the
inlets/outlets of study areas and hy t~iling sampled hawkers.

1.5.8 CollectiOIl of information/ Sccondar:!, data collection

Data collection \vas done in various processes. Questionnaire survey, in(eniews were
conducted, Jitera(llre (including thesis, reports etc.) related to this topic werc reviewed
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and other re'J"ired statistics were colketed from FIBS (Bangladesh Bureau of
Statistics). DeC (Dhaka City Corporation) etc.' to rulfill the objectives.

Secondary data were collected from various government and pri"'lte organi~.utiolls of
Dhaka City like Dhaka City Corporation, BUET (Bangladesh University of
Engmeering and Tedmology), BeAS (Bangladesh Center for Advanced SlUdie~). etc,
Information from various reports, the~es etc. published in the Inlemet were studied to
learn Oloouthawking Of street vending in the world. mainl) in Asian countries,

1.5.9 Data eompilation

All types of primary and secondary data were compiled ill[ analysi" with SPSS
(Stalistical Package for Social Studies).

1.5.10 Ana~sisof data/infurmation

Compikd data were analyzed according to 'arious criteria of the obj~ctives. Data
analysis ha~ b~en pcrforrn~d with th~ help of stmistical mdhods, graphical
presentation as pic chart, bar diagram etc, and presentatioo nfmaps with GIS.

1.5.11 Data presentation

Re~ults from anal}sis have h~~n presented in graphical or analyli~al form. which
r~flects the existing seenaJio of the ~(udy area. In case of data presentation the
photographs of hawker" selling their goods in various form~ have been attached with
this paper.

Total pro~edure is pre~elH~d in a tlnw diagram and is given in Figure I 1:
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Figure 1.1: Flow Dingrom orlhe Methodology oflhc study
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1.6 Lileraturc Re"iew

For conceptualization of different issues related to this study, different literature wa~
revie'vcd. Information related l(I (he study, which is important, is given hetow in a
gist.

Trip generalion modeling i~a fundamental and vital <;lep in the comcntionai
lran~portatjon planning process. It senes as a basis on which to plan, design and
evaluate transportation system. Trip generation stage in tran~ponatjon planning is
intenueJ to prepare forecasts of travel <.kmand by a geographical unit Travel demand
is used here in the rcslridi,c ,ense of trip-making frcqucnC}_ This is the ~(age of
travel l(lrecasting process.

I1omc-ba~ed trips per hou<;ehold per day add the trip making behavior and lJavei
characteristics of Ohaka City. This study revealed that in Dhaka City about 93.0% of
all trips \vere home-based and the reSt i.e, 7.0% trips \'ere non-horne-based. Avcrage
number ofhnme-based trips per household per day was found to be 9.43 ranging from
no trip to 28 trips per day. (Esrar. 1992)

Travel is a function of human activity. Consequently an important relationship exists
between the number or frequency and lhe family si7e of trips madc from the homc.
Thc number or frequency of trips increases as the size of the families increases and
vice-versa, Avcrage nllmber of trips increases with inerea,ing persons per household
at a rate of approximately 1.62 trips per day for each additional person (Ismat fsrar.
1992). This increase in nllmber of home-ba>ed trips per household per day with
lamily size tend~ 10 level off at the six persons per (.h~elling unit lamil)' sizc.
Statistically strong relationship exists between lamily size and the number and
frequenc} of trips made from home at a confidence level 01'99.99 percent. They are
also positively correlated. These re~ulls also imply that "ith thc increase of family
size. the number of trips per household per day increases. rhc inverse i~ also true.
Household monthly income is the prime faetor responsible for ~haping the travel
pattern. Trip rate increase~ with increasing lamily income. Trip rate of thc thrte
income group (low. middle and uppcr) are 7.74, 9,94 and 13.68 respectively. (F.srar,
1992)

1.7 Operational definition.~

_._~" . . .H,iiwJ<!"'r: In general hawker IS a person who sells ~omethlllg to the people by takmg
his goods to the doorstep or the people. So the main difference of a hawker from a
shopkeeper is mobility. Hawkers arc mobile with the commodities they offer to scll
and servc to the doorstep of cvcry household. I-Iawkcl"!imay he of different types like
hawker~ for fishes, vcgetahks, poultry, plastic good", doths. sweets for children, ice-
cream, news papers, ek. Rut for lhis study all type, ofhawkcrs are not incll.lded rather
only the hawker" who sell daily neee<;~ities like fish. vcgetahles, poultr)'. cereals.
spices etc are considered,

Da;iY;:~']l'S1tY:Daily neecssilics may indude all the commodities, \\,hieh we usc for
OllTdaily life. Though it predominantly refers to food items like fish, vcgctahle~,
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ccreal~, meat, spice~ and others bClImay include all other items. \vhich are also
Important in respect of our daily life. But for (his research all other items are excluded
and onl) I"ooditems arc ~onsidered.

s~(cBigriI~r~r'~Y;:MwfefStFor this '>lud) "service rendered by hu\\.kers"' refers to
the facilities that pe(lpk get from lh~ hawkers buying goods from them. The term also
includes the extent and level orthe services offered by the hawkers.

tr9i!lera",lif~ry~iii_cB;Home deli\'ery services include all services oflered by
various shops 10deliver their goods to cu~!omer's homes. TIlis may include so many
items fmm daily ncces~ities/groccry items to large furniture. Bld in this study only
daily necessitic~!grocery items are taken into account.

BltnF:sngi;piliE\iid'i-f,)nfcJ!~T{,{6i The tcnns "Home 8hopping" and "Home
delivery" are often seem~ 10 be same but relatively dillerent in tbe way it has heen
used. in this report "home shopping" means grocery items purchased rcmotely. Home
shopping therelore refers to Ihe mean, hy \\.hieh the order is placed and paid for hy
the ell,>tumer, and ineliIdes purchasing by mail order, by telephone and fax, door-to-
door selling and orders plaeed over internet (i.e. '-e-commcree" or "online ,>hopping'").

D@J(1ifGiJr In this study Dhaka city rcfen; to the metropolitan area which is mainly
deemed ~ urban area and consists or more or less -"am~characteristics.

ti}Jilljei]erJtiiii~ Trip gen~mtion relates the numher of trips heing produced rrom a
zon~ or a site in a lim~ period to th~ land usc and d~mographie characteristics I<.\undat
lhat location. The rate of trip making is clos~ly related to Ihree characteristics of land
usc a) int~n,ity of land u,e b) chanlcter of land use c) location relative to major
economic aetivitie,.

~"ililhessmeif: In this ,tudy busine~smen refers to all types of entrepreneurs who's
main income comes from any hll'>in~ssfarm or initiative large or small and own~d by
that person.

-=.."",_.,.".'='r~

~lfuLnpjS'yeiJ: There arc som~ profc,sions (like doctors, advocate, consullants of
variou~ lidds, electrician, plumber etc) which cannot he categorized a~ government or
non government service or bu~ine~s. So the persons \vho are ~ngaged with the
profession, like this arc categorized in thi~ study as self cmploy~d.
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Chapter Two: Socio economic condition of the households and hawkers in
the study area

2.1 Information ufthe households

ror this study it was conceived thaI income level of the household heads might have
influence on lhe shopping from hawkers. In this respect another fact is troe that
income level of the households may depend on the educational status of the household
heaus. Again educational status of \h~ heads of households might have influence on
the shopping charactcrislic~ or pattern directly. So pattern of shopping from the
hawkers can be influenced by both education and income status of the households and
that is why inronl1ution related \0 both factor~ h'l.> been gathered by questionnaire
survey. Relationship helween income level and shopping Irom hawkers is givcn In
Table2.!.

(Sou,cc, J-idd Sliney, 2004)

Table 2, I: Relationship: between income level and 8hup.£ing from hawkers
Incomc level Sho T.in fmlll hawkers

~Riee Meat (Poultrv Fish Ve '~tab[es S lces Othe"
Below ROOOTk. 0% 4% 11% 16% 6% 2% 39%
SOOO-120()0Tk, 0% 5% 6% 9% I J% 1% 24%
12000.16000Tk. 0% 8% 3% 5% 1% 0% li'Yo
160()().20000Tk. 0% 8% 2% J% 0% 0% 13%
Above lOOOOTk. 0% 6% 0% 1% 0% 0% 07%

Total W()%
•

Sample <;i/e for each area was 100 households and the survey was conducted
according to systematic ~lratified sampling method. 31.50% household heads \\'ere
I'oulld to be graduates in both areas taken togethcL I.oeality based cro~s check was
donc and re~idents of Shyamoly were found to oc more educated than lhose of Goran
area. Locality based cross tabulation in tcrms or education Ieyel of the household
hcads is gi\'en in the I able 2.2

rable2.2: Education lewl of tbe bou",hold heads for both Shyalllolyand Goran area

Lo~alily 1Dtal ercent
Sh amoly (,oran

IUnder S,S.C 13 18 Jl 15.50

~C 19 16 5 17.50
.S.C I 7 8 4.00

~raduatc ,4 9 3 31.50
asters 13 10 3 11.50
otal 100 1100 200 100.00

(Source: Field Smvey, 2004)

Occupation orthe households is an imponant critcrion, \\,hi~h may influence ~hopping
characteri~tics and pattcrn blll it has direct influence on income status. Th'lllgh in
gcnerul il is conceivcd that edl.lcated persons are more economically solvent than the
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le8S educated persons hul in the study area it muld not be established because of
mixed fcalllrc~ in the area, But there is <lrelationship hetween educational SUltus and
occupation. Maximum go~ernmellt and non"go~ernrnent service holders were found
to be highly edu~ated and comparali~ely less educated p~n;Ol15were fond 10 be
husines,men or sdf employed. TIlere is no Iimitution on the category of occupation
because Dhaka City is the agglomeration of specialized people with divers! lied
o<:~"patiOlland the study area, are of mixed characteristics. A large number of
occl1pation~ was luund for the household heads. But for prc<;enlalion. the occupation,
have been cia,sified into some broud categories like non-government 8eTvices.
gll\'ernment services. ~e1r-employment. business and others, Occupational status of
the heads of the households is given in the Table 2.3.

h d]Table 2, : Occupational status orlbe OLL,e 01 heads
O~~upation ocality rotal ercent

Shyamoly Goran
ongovcrnmental Service holder 5 19 " 2.0

'(jovernment Service holder 15 13 8 14.0

SeJfEm 10"Cd 5 I ;0- 3.0
usincss ] , 1 ;:j- 37.0

Others 16 8 .n
9ml 100 100 00 100.0

(Source: fIeld SW"vcy, 201M)

Household monthly income is the prime factor responsible for shaping the troIVel
pattern. Trip rate in~reases with increasing family income, Trip rate or the three
income gmups (low, middle and upper) were 7.74, 9.94 and 13.68 percent
respe~tiveJy (Esrar. 1992). Bul in general it is found that people do not like to tell
about their actual income for various reasons. So by questionnaire ~urvey actual data
of household income cannot be found. But people do not iind any problem to tell
about their expenditure. On the otber hand expenditure is mOTe important rather than
income for the analytical purpose of this study, Moreover expenditure status of a
household can represent (he ill~ome status. So Vie Can lind a correlation between
shopping pattern and expenditure pattern of a household. From the study, hous"holds
of Shyamo!y are found to be wealthier than those of Ooran area. As lh~ ~xpetlditure
level of Shyamoly is some"hat high~r than that of Ooran area, it ~an be assumed that
the income level of Shyamoly is higher than that of (Joran ar~a. In the graph below it
is found thai the frequency of monthly e"p~ndilure of below Tk. ROOOand Tk. 8.000-
12,000 is more in thc Gornn area. Rut in Shyamoly. frequency of monthly expenditure
from taka 16,000 to ahO\e 20.000 is higher in Shyamoly area. Monthly expenditure
pattern of the t\\,Oareas is given in the Figure 2.1

!l•
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Fig 2, 1 : Total monthly expend,lure pattom of tho h<>lJ3.eholds01
Shyomoly und Gartin area
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",.
10 - .-,
,
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__ Shyamoty
___ Gorpn--

Exp<'lndllure

Fil:urr 2.1: Towl momhly expenditure p:lltcm nrlhe households ShynmoJ~' nod
Gomn 1I11'11

And for the monthly t:xpcndiwrc plIttcm on daily ncccs!iilics (food sluff such os rice.
mellt, fish. vegetable'S, spices etc.) it hll5been found to follow the ~mc p:lltcm i.e.
pmp<llliornuc to tilt \ollll monthly expendirure, Monthly expenditure on do;l)"
l1eCl:ssiliesof tho' households in both Sh)'lImoly and (iornn orea is gl\1;'Tlin the Figure
2.2

,,
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Fig 2.2 : Monthly expenditure pattern of the households
on daily necessities (Food stuff such as rice, meal, fish,

vegetables etc.)
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Fi~u~ 2.2: Monthly expenditure p.1ltcrn oflhe households on daily rn:CCSSilics(tOOd
slUff ~uch /l5 rice. meat. fish. \'cgelnblcs etc)

Hen: it should ll<' slated lMI, though there is n correlation bclV"cclI income and trip
gcncmtion. no reJlIlioll Wll~ found bctWl"ClI income and shopping JllIl1crn from
IuIwkcl"$.Somelim('1; rich people wen: found to buy their goods from hawkers nnd
sometimes poor people were found doing the:SlIme:.So buying daily 1ll:C:CSSilicsfrom
hawk~ does nO! depend on income level of n fllmily rnthc:r other causes like: shonngc:
of time. sh0l1ngc ofmnlc: members who can go to mmel, llvoiding incorwenic:rn:c: for
going to market elc.

2.2 Sodo f'("onomic:condltlfm of the h•••.krt'!l

In urban nreas of Banglad~h rspecillll)' in Dhnka Cily lhe mIl.' of rom! 10 urban
migmlion is vrry high. Ruml people gellCTllll)'migmle dllC 10 poverty. landlessness,
ri\'er erosion. lack of employment opportunilies, hnpe for bcncr lhings in urban 1lTC'aS
etc. lllI:y have nothing to Cal end no sheller 10 live in when they firsl come 10 urban
areas. AI first lhey take sheller in .o;.quallcnand lhen in the: slums. lbey lake up a
professinn like rickshaw pulling which docs nol require any investmenl or lrosl by
others. Ila",i.:ing is considered a low ealegory profession e\'t:n among the low-income
people. Tht'). ClInmake only a limited profil and h:l\"e10 lake huge risks and phY1\kal
pain in this profes!lion. If lhe goods I\'main urt50ld IlIIddcgenernle they have no oplion
hUlto fllC1:the loss and they lIn"unable 10 recover lhe 1,,'Ss.In man)' ClISCSthey have to
Sl'1Ithe goods al a rate lower dum the buying price. As their income is limited. the
female memocrs of the fnmily have 10 work in other houses Il~ housemaids. Their
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children remain oul of educalional facilities. The lotal family live in such a condition
where they do not gel h" gienic cnvirollllcnt Id alone other services and amenities,
"1 he unsold goods, which become rotten, are in most cases us<=Jas food for their
family meaL Most of the hawkers are illiterate but in a few days they become el1kient
in mental arithmetic.

J~---..'""" ,,""~''''I ~"".,,,

In the sludy areas 15 ha\\ikcrs were interviewed among whom II were found illiterate
and the remaining four had primaT}'

Fig2.3'Eduoationleveloft~ehawkers eUucation. SO, 73% of lhe hawkers arc
illiterate and 27% of them have basic
primary education (Figllre 2.3). ]( has
been fmmd that, whether they arc
literate or not. they are skilled in basic
calculation.

On the other hand hawkers have to face v~rious problems regarding housing,
collection of goods, extortion by dle local musclemen and even harassment b} the
poli~e. Other low-income people may gel services rrum variou~ programs like adult
literacy, awareness program etc. hut hawkers rem~in so busy with their profession thaI
they are unable to get those facilities,

2,2.1 Different types of hawkers

Different types of hawkers were found in this study, rhey can be divided in various
categories according to thcir mode of travel, products and selling process.

area.

carry their produ~t in ~ haskd on
their he~d or shoulder.
45% hawkers are of such
type. rhcy sell fish.
vegetables, splecs elc.
They sell from door lo
door and lheir accessibility
is higher than ~ny other
type of hawker. They can
go 10 every neighborhood,
every plot and even evcry
floor. Sufficient physical
encrgy is required for tlris
task. Housewives are the
main buyer~ of them, Thcy
work daily in a regular
basi"Pl~tel: Baskct carry illg hawkers
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b. Cart/Rickshaw van pulling hawkers: Hawkers who carry their product in a
In mOSlcases they ~ell vegetables hm a n~w

sell fish and
spices. 35%
hawhrs arc
of such type.
They sell
fmm house
to house h}

carrying
their goods
In a carL
They p",~h
their cart to
each plo\.
'] he} Cill1Ilot

reach each
floor (only

j,'Tound
Plate 2: CartJRickshaw van pulling hawker floor). Thus

their
accessibility is less than the first category. But less energy is required than for
CillT}ing basket,.

c, Sitting on Ihe footpath or any olher place in the localit),: Ha\\.kers who do
not carry their product from door (0 door; rather they ~ell il in a suitable place
in the neighbourhood beside the road. They sell vegetable and fish and none or

them scll ~pices.
20% hawken< are
of sllch type.
They colkct their
ware /fom the
market and sell it
III the
neighbourhood.

They lake
1ll1Jl11llUm prol;t

and try to provide
a variety of
produel~ in the
neighbourhood.

Plale 3, Hawke,", Silliog on the footpath ofth. Locali!)
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dZ:.. '.-t ~iW""'"

This type of lmwkcrs ha\'e \'ery limited access to (he households but have
positive impact on redClcing trip generation.

r.-~-"~',-r~,.,.~~,~, ..",,=-., .
'\0'~)rdll)g t9.i!.hLPf9d_~ct_,~hey',~11:Acconhng to the product they sell hawkers can be
divided into various categories. They arc:

I. Only fish: 'j hey carry one or various types of Ii,hes
2. Only vegetables: They carry various type~ ofvegctahles
3. Only spices: They <:mry various lype~ of spices
4. Vegetables and spices: rhey carry various types ofvegdables and spices.

3'~;;0:<'(Hljn~feiIfflg];&~e1S:;.Most of
the hawker!: ~ell their product in
exchange for money. A few hawkers
exchange thcir product with \'arious
types of things like old cloths, brokcn
pla~ti~ and glass ma(~rials. etc. III most
ca,~s they sell ~pi~es in c'l(change for
those itcms,

J'lale.4: Hawker selling ,;pices in exchange of
broken plastlc, gla", metal etc

2.2.2 Chantdcristics of hawkinl:"

Hawking is not an easy profession. The hawkers, especially those who d~al with daily
n~c~ssities, face huge risks. 'Jhough it docs nOl require many instruments but it
requires much energy and a loud and attractivc voi~e, sense of product choice ,md
finally thc tru8t of the eOnSlLlTI~rsin their hon~~ty and quality of produet~. Su, a
hawker u~ually sells hi~ product in the ~ame area and creates his goodwill in the area,
Especially thosc who ~eJl fish. vcgetahles and other perishable products need to he
highly trushvorrhy. Good sense of product choice i~also requircd. They also have to
l'ix or establish a tilTI~of selling. Th~y need eon~iderable energy to carr)' their ware in
all kinds of weather.

2.3 Working pattern of the hll",kcrs

It has bcen found that, nine to ten hawkcrs ~upply product~ in an area/locality. One by
onc they traverse the road~ in thc area. They canva~s thdr produet~ to attract the
aUention ofthc hou,~wives, Onc hOll.whold for comparison and product variety oftcn
calls in morc than one hawker. The price of commodity remains almo,>tsame. as they
collcct thos~ from the ~ame source (local market). Same applic~ lur product quality.
They generally hawk \\,hen the hou~ewi~es are not bll~Ywith their ,vork. They come
within 8am-12pm, On many occasions all thcir go{)d8are sold in a ~horl time. Then
they again collect those from the market and fini~h their round. They make their
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~-,
round regularly. Though general people like tn ~hop in the local market in the
weekend, hawkers do not ,top their busincs~ on that day. Vegetables, fish. spice~ et<.o,
are the main goods of the ha\vkcrs hUl it has been found that each hawker 8e1l some
specific items like fish hawkers carry only fi~h. ,egelable hawker> sell only
vegetables. hom (he survey it has been fOllnd that each hu",ker follo\vs more or less
the same route in a locality. There are some inlet points for the spe~i!ic hawkers
lluough 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 tra\'ersing they try 10 ~over
maximum households of the locality. So each ha\\.ker tries to follo\\. the same
optimum. An intcn~e ~ludy was donc on th~ \\.orking pattern or lh~ hmvkcl<; anll
according to this, some routes ha\'e be~n identificd in both Shyamoly and Ooran.
Some ~xamples are given in the following maps.

••-
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In the above map~ (map 4, 5 & 6) some service areas of individual hawkers luis been
presented ".here we can find some tracks/routes. Along these tracks/roUles hawkers
lnl\'erse the locality. Rvery ha,yker is fOllnu to traverse the same area everyday but
sometime, they change their illO\emellt direction. In most cases their inlet and oulkt
points remain same. At the time of traver~illgthey to cover maximum households of
the locality and that is why each hawker tries In luUow the same optimum track
everyday. Sometimes they go throUgJl the same road twice and avoid some other
roads which are nOI important to them. One interesting thing is obser\'ed about the
roUle~/tracks of the hawkers from the survey i.e. hawkers found/established some
sen ice areas and al1th,; hawkers try to follow those tracks. Adually it depends on the
mad patkm, size of the area, inld and outlet p<,illlS,source points from where they
collect their goods, availability of eu~tomers and so on. And this charaeteristic~ has
ocen lound both in Shyamoly and Goran.ln the next maps (map 7, 8 & 9) we can find
the same characteristics which ,VlISobserved in Goran.
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Chapter Three
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Chapter Three: Extent and level of services of hawkers to the citv dwellers

3.1 Extent of the sen icesofhRwkers

"'dually there are various types of hawkers in Dhaka City who render various types
of goods. But for this study only hawkers who ~ell daily neee8sities like food~tuff are
taken into consideration. To asses the extent of the services of hawker we should go
first through all the items they ~dL It is not only through general list. but also !he
items according to the seasonal variations because some vegetables arc available in
winter, which is not available in summer. Obviously there are some other vegetahles,
which are found all the year round. Vegetahle lur winter seasons can oc li~ted as
tomatoes, cabbage, eaulil1ower. spinach, been, pea. gourd, sweet gourd de. To some
extent all items relled the extent of services. On the other hand frequency of the
hawkers also rders to the extent of services beeallse if the hawkers come after a long
interval !hen the extent of ~ervices wOllld be deemed as poor rather than Ii:equent
appearance of the hawkers. Depending 011 the extent of services people avail it.
Number of people shopping rrom hawkers for valious items is given in Tahle 3.1.

TableJ.I: Number of oeonle shojJping from hawker~ for various i!ems
Locality Item Shopping from ha\vkers j o!al

Never Mon!hly Weekly 2-3 4-7 Re~ponse
times " times "week week

Mea! 23 44 26 6 I 100
Shyamoly Fish 0 9 38 41 12 100

VI,' elable 0 0 0 54 46 100
S ices 22 15 23 32 8 100
Other 35 1I 21 24 9 100
foodstuff

Gomn Meal 52 33 15 " 0 100
l'ish 32 17 16 21 14 100
Vegetable 14 12 17 45 12 100
Spices 83 11 4 2 0 100
Other 84 9 5 2 0 100
foodstuff

(SollTCe:Field Survey. 20(4)

3.2 Lc\'c1of services offcred by hawkers t" the city dwellers

Satisfaction abou! the quality, price and ,ariely of goods sold by hawkers:
It has been fO\llld that most of the people arc mndera!el)' satisfied with the goods
supplied by the hawkers. Especially the housewives can choose vegetables and fishes
themselves. Both male and female members or tbe family arc happ} with the quality
of goods. People are also moderately satislied \\ith the price of commodities. Price is
almost a! par with the market price. So they are happy as they can save money and
lime required for the trip !o and from the market Rll! people arc not satisfied with the

•
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variety or goods sold b) hawkcr~, They often have no choice but to hu) from
whatever is available ,-"ith one hawker a~ another hawker may not ha\'e the ~ame
goods. Generally the peri~hab!e biD producls are hOllght from the hawkers frequently,
almo:.t on a regular basis.

Plate 5: Hawkers selling meat (poullry) Plaic (" A vogomblo ;dlcr, rendering "oor-to-door _"''''j",

Plale 7: Some hawkers sell onl} Iishes in the loealil)

3.2.1 (;encral Level of Sati,faction of goods bought from the Hawkers

a. Lewl of satisfaction with goods sold by hawkers in respect of qualil)

Satisfactiolllcvcl of people is classified as highly satisfied, moderately ~atisfied and
not satisfied. But it is not applicable to all items rather it "anes according to item,.
For example ,-"ho buy all items trom ha\vkers lIlay be satisfied with the quallty of
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vegetables hut may not he with that of fishes. So data were collected according to
items, 12% people who buy meat from hawkers "ere highly satisfied with the quality
of the goods. 42% of them were moderately satisfied and 44% of them are nOl
satisfied. On the other hand for vegetable<;, 36% of the buyers were highly satisfied,
40% were moderately satisfied and 24% of the buyers were not satisfied ""'Ib the
quality of vcgctablc~. Sa(i,faction level of the buyers on quality of food i~given ill

Table 3.2.

Table 3.2 Satisfadion level ofpeoolc on auall( of ,mious commodities
Satisfaction Item
Level Meat Fi~h VegetabJc S ice~ Others Total
I Hi hI salisfied 24 124 62 10 18 1138
Moderately 74 9' 76 45 52 339
Satisfied
Nor Satisfied 78 52 48 40 11 229
rotal 176 "" 186 95 81 706

(SOllTCe: F,eld survey, 2004)

b. Lc,,-c1of satisfaction with goods sold br hawkers with respect to price

Most of the people who buy /fom hawkers arc modendely satisfied with the price of
the good~ sold by ha\\,kers. People generally buy vegetables and spices from hawkers
more than other goods and for these 1\\10 items most consumers are satisfied wilh the
price. for vegetahles 18% consumers are highly satisfied. 62% eon~llmers arc
moderately ~alislled and only 10% of them are not satisfied \\'ilh lhe price. In case of
spice~ 37% of the consumers are highly satisfied. 43% of them arc moderately
satisfied and the reSl 20% are not satisfied with the price of the go()d~ rendered by
hawkers_ Satisfaction scenario \'Iith re~pect to price of various daily necessities is
sho\\'u in the Table 3.3.

Table 3.3 Satisfaction levelllf consumers on Price of various dailv neeessitie~-Sali-;I"actionLe\-e1 Item
Meat Fish Vegelllble S ices Others Total

Highly ~atislied 42 24 36 19 17 138
Moderately 116 84 124 56 43 423
Satisfied
Not Satisfied IH 60 26 20 21 145
Total 176 166 1"6 95 " 706
(Source: Field survey, 20(4)

e. Level of satisfaction with goods sold b~'hawkers in respect of ,,-ariel}'

Though the consumers are "veJl satisfied '-"1th the qU<llity and price of the goods
rendered by hawkers in Dhaka City, they are not satisfied \\i!h the variety of the

J
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goods they find with the hawker:':. In most cases the) are compelled 10 buy something
from hawkers though they olTer little variet}' of goods. The), know well that in the
market or bazaar they will find a Jot oj' variety. If they have no time to go to market or
bazaar, or going to market i~too troublesome. People try to gel their necessities froll
hawker, even though they cannot offer (he variety of goods. Satisfaction level on
variety is presented in the Table 3.4,

Table 3 4. SatisfactionleveJ on variety..
Satisfaction Level Item

Meat Fish Ye elable S ices Others Total
Ilighl satisfied 8 24 44 10 20 106
Moderately 52 79 98 69 41 339
Satisfied
Not Satisfied 116 65 44 16 20 261
rota! 176 168 186 95 81 706
(Source: Field Survey. 2004)

The above tables show the satisfaction level according to various items but overdll
satisfaction level shoLlld also be mca,ured and it is showl] in the Tahle 3.5. Here the
following tank sho.ys the pcrcentage of total respon,e under satisfaction level of the
consumer~ who buy daily necessitics from ha",kers. According to the survey result
18% consumcrs are highly satisfied with quality, price and varicty.

Table 3.5: Perccntage of total response under overall sati ,taction level

Item Percentage under Sati~faction level of total responsc
Highly' satisfied Moderately Not Satisfied

Satisficd
Qualit 20% 19% 15%
Price 48% 60% 48%
Varity 32% 21% 37%
(S{)ur~e:Field Survey. 2004)

3.3 Advantages and conv~nicncethat hawkcr~offer to the urhan dwellers

From the survey on hawker,. cummunity people, discussion with people of various
group, it was found in Dhaka City. hawkcrs of daily necessities olTer a lot of
advantages and con\'enien~es to the urban dwellers. The Jist of those advantages and
convenicnces are gi'en below:

:rimeriiiYj~g~ It is well recognizcd that in Dhaka City most of the people arc
running a rat race 10 cope with city life, Here everybody ha, scarcity of time.
Everynody has become so busy lhal they hardly get time for shopping at the
marketslbazaars, Each family needs to make trips to ba?..aars at least two time~ a
day. whieh requires at least one hour. In urban ar~as one hour in a Jay is valuabk.
Hawkers save this time and help lhem 10 use this one-hour for othcr income

••
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generating acth'ities or education or leisure related activities. In this situation
hawkers are contribllting a lot for reducing tho;; need for time of shopping.

MOh~{1i1bii~( To ~ome extent ha\vkcrs can ,!lve money of (he urban dwcller~.
For competing "ilh the shops of market.>/bazaars and also 'Withother hawhrs they
orrer (heir goods at cheap prices. On the other hand they reduce the need to go to
market/banars. 1\taking trips to bazaars und hiring porters cost money and ir these
arc required daily. a lot of money i, spent in a month. Again one has (0 spend time
and energy for shopping which Cilnbe used lor other income generating activities.
So, transportation cost for going to markets/bazaars is also saved. In that ,ense
hawkers can save money ufthe urban dwel1er~.

~ ._..~.""....- "'-'~'.

J-Iass!e_'~e1iminaIil)g~Making trips to thc ha~aar requires energy. One has to
traverse the whole b~.l~ar and bargain. The bazaar area i~ not a nice place In visil.
The whole area is usually filthy and noisy. l:c~peei<lll}in the rainy ~eaSOllgoing to
the bazaar area is <lhorrible experience. The shopper become~ fully tired after
coming from (he bazaar and is unable to do anything for a certain period.

~1)l:~H:fiilijlQf!.ii0~(i~~ltJlIDIfg~ri!g't(nrf!r~-q-tijJ]'f~ In a society like
ours, going to the market/bazaar i, difficult for women for social/religious
rea~nns.lt is ironic that female members arc involved in preparing the f~mily meal

but cannot partieip~te in shopping. The
hOll\ewi'es decide the menLi of daily
meal and the} want the good~
according to their choice. BLl( they
have to depend on the male members
"ho go to the markets. So where
havv'kers are available with the same
goods a~ in the bazaars, women
memhers can directly par(i~ipale in
day-to-day shopping. Hou~ewi\'es can
easily choose the goods Ii-om the
hawkers without gomg to the
marketslba7aar~.

~:tip.D~fd@iiQ!i;Each family ha-, to
make at least l\vo trips for shopping
purpose in a day. Thus a hundred
families make 200 trips to the bazaars
<Lil}. Only five or ~ix h~wkers who
cover the whole area {i-omone side to
another Can serve these hundred

families. Hawkers roam about the area starting from one side and finishing ~t the
other side. They do not eome hack "long a route already eovered. So these four or
five long and time-consuming trips of the hawkers can reploce those 200 trips of
the households. Thus it reduee~ the number of trips of that area. In this "'ay it
reduces traffic jam, activities 01" trallic polie~ and last of all f;ave8 time of th~
whole soei~ty.
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.','...,~.,...,_..,."'C"",,"'_=_"_"""'_'''''''''_~~
P[()Y!9~~P)QY!!!~.!l.!.~p.p0rtl!.!1_!-ty: Hawking is an income generating urban
profession for low.income people. It requires low inveslment and equipment hut
serves a huge number of people. People engaged in this profession may indulge
with various unsocial activities.

J:lejj):ffiT~0:?!.ITfg: Some hawker~ exchange their goods with the recyclable
waste matcrial~. For example they collect waste/hroken items of plastic. metal de.
in exchmlge for onion, garlic etc. 11has not only positive impac! on resource
conservation but also rcdlLce~environmental pollution.

In (he survey, reasons why the respondents buy from hawkers found. ~1Ldtiplereasons
by the same respondent wen: round. The result is given in the Table 3.G.

yes No
132 I 56
86 III
127 73
156 35
92 87
133 61

With all the above rca~on8 time bone of the most important radors in urban areas. So
shopping (lIm" to be an activity offemaJc as male ar~ loo busy at their work.

Though hawking oller, a number of ad\'antage~ and conv~nienee to the urhan
dwellers, there are some people \vho do not hllYgoods from hawkers. Rea~ons behind
the reluctance in shopping from hawker,_ as found in the survey are listed as below:

1. Not satisfied with the variety or goods sold by hawkers
2. Not satisfied with the quality or goods sold by hawkers
3, Sense of insecurity (in women when m~nfolk arc not in)
4, Daily eommodi(i~s are available on the v"ay from olliee to home
5. Limited good, are available to the hawkers
6. Shortage of per~on~ for 8hopping
7. Limited opportunily 10compare the price of the goods
8. All items ar~ not available at the same time

3.4 Demerits of hawking

'Ihe hawking proression has c~rIain demerits in the context of" urban areas. It
eneourage~ rural to urban migration. Thus ~qllalterS and 811Imsare d~veloped to
provide shelter for them. Robbers also u,e hawking a, infoIDlation collecting tactic.
So. high-income people do n"t allow ,,-nyhawker in their house/area. If the number of
hawkers is very limited in an area it becomes fully a monopoly hU8ines~and people of
that area become victims of it. Allo",ing any hawker to a house affects privacy and
many people do not want that especially in lIrban areas, It produces noise pollution at
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odd times. It rna}' create trallic jams especially in narrow roads \\ihen they hawk with
pushcarts that move too slowly.

:1.5 Trip genenltion and purpose ofthe trip

The most fundamental and dominating \'ariable related to travel demand and tmvel
characteristics is trip purpose. People make trips h~cause they cannot perfonTI all the
activities in one place. Activilic, are normally grouped into a nwnber of trip purposes,
which distinguish differenl types of demand on transport ~ystem. So it is essential 10
stratify trips by pllflJose throllghol/( the transportation planning process. This in tum
implies thai lJip generation analysis must be undertaken l'or different trip purposes
used in trip generation modeling and lravel demand an<llysis varies wilh the design of
the individual ,tudy'. Bm in general trip purpo<>esare stratified in the folJo\\,ing lorm
(Esrar, 1992):

I. Work trip

2. School trips

3. Shopping trips

Soeio-recreational trip,

4. Other trips

home to work
work to home
hume to school
school to home
home to shop/markelibazaar
shop/markel/bazaar to home
home to recreational place
recreational place to home
home to Olhe, places
OIher place to home

~o:!tt';ih~:The>e trips include all journeys to and from various 'Work places to earn
mone} (i.e. for employmenl purposes). Under this study only the trips from residence
to office and the trips from oUice to residence ha, been considered. Rl.ltdifferent trips
related to job/work purpose (like trips for altending meetings, trips for purchasing
yarious olli~e goods, trips filr ~ommunieating wilh other offiee etc.) has not heen
considered as work trip in this study.

~r@t.IT~j~:School trips includes all jOl.lrneys to and rrom various edueational
e'>tablishments sueh as schools, colleges, different technical institutes, coaching
~enter5 and uni versilies solcly for edl.lcational purposes.

~hoprumi'ips:Any trip to anu from any ,hopping centre/markelibazaar.

~¥hi{N~~ti.()~1J'tf!Pl:1\11 trip> made for social (~u~h as trips made to visit a patient
in a hospital or at his home or to meet with kith and kin etc.). leisure and recreational
purposes fall into this class,

9ttie-l:1ffiPs':Any trip undertaken by the member or the household \vhieh do not fall
into any of the above clas~es and other undefined trip~ are included in this grol.lp.

E,rar (1992) did a study on home based trip generation modeling in Dhaka City and
founu the percentage of difTerenl trips of a family. He categorized all the trips as work
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trips. school trip~, shopping trips. socio-recrearionai trips and other trips. Tn this stLldy
information rdated to total volume of trips have been gathered to compare the
shopping trips for daily necessities with tolal volume or shopping trips ~lld also with
the total volume of trips for \'~riO\lS purposes. Another intention was to veri!:' or
compare the present data with the data of the study of Esntr which was done ill 1992.
From the field survey it has heen lound that a signi Ikant increase has occurred in the
percentage of shopping (rips and a little increase \vith the socio-recreational (rips. The
data is given in Tubk 3.7 and Tahle 3.8:

Table 3,7: Pcrccnla"e of trips for various purposes in DhJka City in 1992:
Trip category Percentage or trip:.

Work trip 37.26
School trip 31.00
Shopping trip 9.54
Socio-recreational trip 12.44
Othcr trip 9.76

(SoUlce: Ismat Esrar, 1992)

f ., c .~ Percentage 0 ttlns (or various DUmOSeSin Dhaka elly in 2004:
Trip category Pcrcentage of trips
Work trip 34.78
School trip 28.44
Shopping lrip 15.26
Soeio recreational trip l3.00
Other trip 8.52

T hi 3

(Source: Field Survey. 2004)

3.6 Relationship between famil}' size and 8hoppioJ;::trips

Travel is a function of human activity. eon~equently an important relationship exi~ls
belween the numher or frequency and the family size of trips made from the borne.
The numbcr and frequency of trips increases as the size of lhe family increa~es and
vice-,'ersa. A\'erage number of trip,>increases with increasing persons per household
at a rate of approximately 1.62 Irips per day for each additional person (EsraL 1992).
Thi~ increase in numher of home-based trips per household per day wilh flllllily size
tends to level off allhe ,ix persons rcr dwelling unit family si;re. Statistically strong
relationship exists ben.vcen family ,ize and the number and frequency of trip, made
(rom home at a confidence level of 99.99 percent. They are also positively correlatcd.
These results al~o imply that with the increaSe of family size, the number of trips per
household per day increases. I he inverse is also tme,
The same result has also heen ob~en'ed in this study. Comparati\'ely larger tamilies
tend to make more trips than smaller familie,. One reason of this is larger fanliJies
require more things and activities and cunsequenl1y they generate more trips. 13m
anuther reason is, a lager family ~an tind sufficient perwns IOf sending them to
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"arious places for "<lnous needs like to the markcts/h<va<lrs for shopping daily
neccssitic<;. So, a smaller family is compelled to make fewer trips due to shortage of
family members even if they Jee! the need 10go oul more.

3.7 Mode oftra"el for shopping purpose

Mode of travel is the most influential vanabk related to trip making frequency for
shopping purpose for daily ncccs~ilies. Apart from walking, rickshaw and private cars
are lh~most commonly used modes for shopping for daily food items. Among these,
rickshaw is the most popular and an easily available mode of travel. It render.:. door-
to-door service irrespective or road condition. I'hough personal motorized vehicle
o,vn~rship is incrca,ing. w<llking and ricksha" are the major modes for shopping.
Even in mO~1car o"'lling familie;: people prefer the riehhaw for going 10 the local
ha7llilr. Because parking i~ a major problem and there is the po~sibility of the car or
its paITs bdng stolen. For going to the dislmlt baz!Illrs for the month's shopping !hey
usc cars. PeOple from the lower anu middle-income groups generally walk to the
hill',uars for shopping. Some people prefer walking for going to bMaar and other,;
prefer the rickshaw lor the same. Hul this difference depends on the cronomic
capability anu the distllllee of the bw.aar from the house. There is another group.
which consists of the major portion of middle and lo'ver middle-income groups who
prefer walking and the rickshaw. ] hey walk to the market and come back hy
rickshaws with purdmsed goods. Modal choice for shopping purpose arc given in the
l"able 3,9

b" d. " c Olees or omg to azaars or ~hoppml! ourpose:
Mode Types Frequency (f) Percentage of respon'es

Walking 36 18%
Rickshaw 83 41.5%
Walking -I-rieks!mw 62 31%
Private car 19 9.5%

Tbl9Mdalh

(Source: held Survey, 2004)

3.8 Shopping done while on other trips

Here one or Ihe most important aspeet<; is some shopping trip~ are made in
conjunction with other trips. For 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 ror
shopping purpose. Though the number of thj~ Iype or trips is significant, it h,,"~no
major influence on redudng shopping trips or dependence on hawkers or hill'aars. The
reason is, they do not find all the items they need while shopping on the way from
office to home. So they have to depend on nearby bazaar or hawker~ even for a single
item. Ratio of this type or trips is given in Figure 3, 1.

,
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Figur(' 3.1: Shopping done while on olher trips

Shopping Item

3.9 ,\Iodc.nd co~1of Irani

In most cases regular trips for shopping lire mildI.'by richhaw and on fool. The mode
''Dries •••.ilh the distance of madc:t from the house and also wilh economic stalus.
Usually most trips nrc made b}' rickshaw llnd for other CIlSC:S.home 10ba7anr trips ore
made on foot but bazllar In home trips arc made b)' rickshaw. In most cases 7-10 taka
is paid for the trip mildI.' for shopping. Mone}' is nl'>Ol!!I-en to ponel'S. Mil! the rclll coSI
of the shopping lrip is lime. IkcllUo;e people mn)' easily usc this lime for olher
PUrpoSC5. which elln c'-en. bring mone)' for them.

C COS1for silo ~ trips for differenl mode Oflrtl\'C'1
A\'crn e Cost for shop'p'in ui s
7-10 Taka
20-25 Taka
2-4 Tnk.!I
30-40 Taka estimat~'d

Table 3.10; A\'crn
Modcofl It
Rickshaw
eNG/Auto Rickshaw

""a"
(Source: ~'ie!dSur••.c\'. 20(4)

3.10 R~lnfioMhiJlh~meen ho,nehold lncom~and modc of Inm,-l for ~hoJlpiDJ::
pUrpllW

Hou<;ehold income is one of the most important indicalors of socio-economic position
of the household. I! normall)' cOlltrols o\'cllIll bchaviollli chMocteristics of the fami Iy
which in tum is renccted in lIlI\'el pallcm. It is usual lind n common practicc in nil
urb:m arcas for upper income sroups 10 spend more on trnnspon with II tcndrnq
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towards the use or comtortablc and cUI]\'enient mode~ uf travel. They were tjm~ and
comfort cons~ious rather than cosl conscious. A middle-income family is also comfort
conwious, Low-incom~ families arc normally cost conscious rather than time and
comfilrt except in special or urgent cases. rhey d(\ not bother about the time required
or in~onvelljencc for a cheaper mode of tHIVei(Esrar, 1992). The same kmlency is
observed in modal chojc~ for ~hopping purp,,~e_Lower income people go for
shopping by \\.alking con~iderillg cost factor rather than lime and comfort factor.
Middle-income group go to market/bazaar by walking and come back bi' ricbhaw
because it i~tiresome to carry Ih" \\.eightcd shopping bags. On the other hand higher
income group totally preler rickshaw for ~hllppillg if it i~ in nearby location. But they
use private cars while shopping in the distant mar~e(/bazaar (Field ,urvey, 2004).
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Cbapter Four: Influence of peddling on the volume of sbopping trips

4.1 Ratio of people ""ho bu~'from hawkers and other sources

There i<; no ~triclpreference of people for buying goods from ha\\,ker~ or directly
from bazaars. Actually it depends on lime ~nd opportunity factor, ~or regular
shopping various types of buyers were found who buy their daily necessities from
dillerent sources, Again th~y do not stick (0 <Jnearea only. Frllm primary data, the
information gathered about the buycr~ is shown ill the Table 4.1:

Table 4.1: PercentHge of buyer, for different source of shopping

Major source of shopping J<.'[ daily Percentage of the buve~
necessities
Hawkcr~ 52%
Local bazaar 26%
Distant bazaar 7%
Nearby grocery shop 9%
O\h~rsources 6%

(Source: Field survey. 2004)

l'rom the survey it was found that only one source cannot ~atisfy the eonsumds
need~ and thus people huy whenever they gd more opportunity from any source,
So considering all these fadors source of shopping can be listed as below:

1, From all types of sources---------------"------------ : 5%
2. From local baLaar. hawkers and nearby grocery shops-- : 60%
3. From local bazaar and nearby grocery shop--"------------: 9%
4. From nearby grocery ,hop and hawkers--------------- : 5%
5. From local bazaars and hawkers----------------------------: 10%
6. From local bazaar only--------- : 4%
7. From nearby grocery ~hllPSonly--------------------------- : 1%
8. From distant ha/.llar unly--------------------------------- : 0%
9. From hawkers only---------------- .. ---------------_________ 5%
10, Othen; onl} -----.-------------------------------______________ 1%

4.2 Information related to shopping from altcrllatiYe sounes apart from
hawkers and local markets

Apart from the hawkers amllocm market. people also buy their daily neeessllie~
from other ~ouree~ also. The neighborhood shop~ are one of the prime aitemali'e
sources 01" ~hopping. They provide variou,> daily necessities with spices and
vegetables. They sometime eOlllrad ",ith their neighbors for regular home based
supply of daily necessities, They collect a list from each house and supply
produds accllnJing to their Jist.

'" ..
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R~cemly big companies are im-esting mon,,}' in food supply business. They
engage young and SlllaJt salesmen, mostly university students working part time.
who visit door-ta-door with those products and sell them. Though the main
objective is to ad\'ertise ofrhcir product but sale amount is not bad.ln thl" ~ludy it
has been lound that. about 1.5% people do not rely upon local markd rarher they
p",fer to buy from large supermarkets. In most cases after lhe olliee hour they go
there to buy [heir daily necessities.

4.3 Alternath'c sources of shopping other fhan the hawkers

About 26% people also bll)' the products from surrounding bazaars, which arc usually
supplied by the hawker" They have l(I make at ka,t two trips (both up and dO\\'ll) for
each day_ Especially in the wcekda}s. people who usually buy from the hawkers make
trips to shops or bazaar,. About 78% trips are made only for ,hopping purpose. Again
several additional (rips arc made for ~hopping to ba7.aar ",ith trips made l'or other
PUrp05e&.22% trips arc made additionally for shopping with other trips, Percentage or
~hopping from dilTerent sources other lhan lhe hawkers is given in the "1 able 4.2

Table 4.2: Pereenta eoI' sho ping from ditTerent sources other than the hawkers
Item SOl.lfeof shop in other than the hawkers

G-rocerv Ba7.ar Retail Wholesale Super Home
Shon . Market market Market servJee

Riee 37 40 20 03 00 00
;Vlcat Poult. 10 50 20 00 (JO to
Fish 03 50 47 00 00 01
Ve etables 00 70 30 00 00 00
S ices 00 80 20 00 00 00
Olher rood stuff 30 35 20 00 15 00
(Source: Fjeld Survey. 20(4)

4.4 Frequency and volume of shopping trips for dail} Ilcccssities:

By the field suney it has been observed that, the households who go to baL.a<lrsfor
their daily neee~sities do not go there everyday. but try to get the \'egetabJcs from the
hawker,. Only 4% houscholds purcha,e only from loeal bazaars. and I% households
purchase only from nearby grocery shops. So for the households who bu} goods from
only hazaars or nearby grocery shops are not sib'llificant in number. If it is considered
that they go 10bazaars eyery day, the volume of shopping trips for daily neees~ilies is
not considerable. ~5% households arc somehm\, dependent on the services of the
hawkers and pur~hase any item from ha"kers "hether it is daily, weeki} or monthly
and remai~ing 15% households do not depend on the hawker's ,eni~e. As 26 in lOU
hOl.lseholds are dependent on the lo~al bazaars but they also avail some other services.
For the 15% households ",ho do not buy anything from hawker, make trips to local
bazaars or distanl bazaars or uny other place,>. Among this 15%. 18% households do it
by walking and the remaining ~2% hou~eholds use some sort or vehicles. Among
them 41.50% household~ I.l,e rickshaw. 31% household, u,e both walking and
rickshaw and the re,t 9.5% households usc their private cars or Imy other vehicle for
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their daily shopping. A~ 31% households use ri~hha'"for one v"ay sO it can be
considered as trip for 15.5% hOClsehllkls. So, as a whole, 66.5% of the 15%
households j,c.9.97% hOClsehlllus (who do not plm:huse from hawkers) generate
shopping lrips ror daily necessities. Bll! the} do not do it daily rather most of them do
th~ir shopping 3 to 4 times a week on an average. rhe calculated daily rate then
comes to only 4.9R%.

On the other hand R5% households, who somehow depend on the service of the
hawkers also go 10 bazaars and also avail ollier services. I'or the shopping source of
hawkers and nearby grocer)' shops people do not need to make shopping trips. Onl)
for local bwaars and distant bazaars people need to make trips, which "'quire any sort
of mode, cost and time, I'or lhe 85% households. hawker~ an; !he major source for
52% households for lheir dail;' necessities. So, remaining 48% of them also pur~hase
from other sour~e~, which can be calculated as 40.8% of the total households. But th;s
portio~ purchases their goods once a week on an average. So for daily ealculalion it
can stand for only 5.82% households who make trip> 10bazaars or any other pla~e for
daily banw. Again 18% of them will go to bazaars by walking and 31% will usc both
\valking and rickshaw. So it makes lhe 5.82% into 3.87% trip makers in a true sense.

4.5 Minimization of \'olume of shopping trips

1he serviee provided by hawker, has definilely positive impact on the local traffic
system reducing the shopping trips in true sense, By the ~urvey of this srudy it ha;,
been found that 52% households buy from hawkers as major souree and rrom the
total, 85% households are somehow dependent on the services of the hawkers. On an
average hawkers are serving about 68.5% households 10 Ihlfill their daily necc~silies.
So in one ~ense hawkers arc reducing 68.5% lrips for shopping purp<l8e Oil daily
ne~e'>8ities. From the field survey il has been found that shopping lrips foJ' daily
necessities covers about 83.5% of the total shopping trip>. On the other hand total
shopping trips i8 15.26% of the total volume oj' trips made by every how.ehold in
Dhaka City. So shopping uips for daily neeessitie~ is 12.76% of the total trips "I'a
household. Hawkers are redueing 68.5% or the .,>hoppingtrips for dail} ne~e8sities
which i~ ahout 8.74% of thc total volume of trips made by caeh hou8ehold. Thus it
reduces pre8Sure on local traffic and also people can save money, time and energy,

Again shopping lrip~ are made at a critical time, i.e. it i, just tagged with the "ork
trips. From the lield survey it has been found thai lime of work/office trip is rrom 7:30
am to 10:30 am in the morning and from 5:00 pm to 7:30 pm at evening. "'nu 80%
~hopping trips for daily necessilie~ al<;ogenerated in the above mentioned time. So. if
a small number of trips are added "ith the work/offiec trips it creates huge traffic
congestion when people are in a nlsh and tired. On Ihe other hand hawkers deliver
their producl~ from 8 am to 12 pm at the door step of the households and the ramil}
members (housewives) can easily get it without going to the bazaars. It is really a
tremendous result in reducing shopping trips, which has a greal impact on existing
traffic sy~lem in Dhaka City. It contributes hugely In the urban traffic system of that
area. Generally no local hazaar,>have parking facilities and thus huge tram~ jam8 me
crealI'd On lhal 8pol. So, traflic which have to cross that spol having no intention for
shopping, ~Iso ha\'e to ;uffer for this jam. A muuber of traftie police ha\'e to be there

-.
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always to control the ~ill.l;ltionwho could he ll~edfor other purpose~. Inclement
environment makes the situation even more unbearable. Huge quantity of garbage is
created in the bazaar area, which not only pollutes the area but also rcquire~ time,
people and :.pace imervention to be removed, which also add pressure on traffic
system of that area. Some people have to make trips (0 opposite direction for their
workplace for ~h()pping, It not only cost their lime and money but also pLIts pressure
on the local traffic system. So hawker~ are rendering huge po~ili\e impact on the
traffic system of Dhaka Cily.
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Cbapter Fh'c: Comparative analysis of tbe services provided by hawkers
with other sources and modern Iiome delivery services

5.1 Forms Rnd extent of existing modern home delivery services in Dhaka
Ci~'

Nowadays home delivery syskm is taking place in Dhaka Cit}. Thollgh it is not
Internet based just like the developed countries but on telephone call based. But iI's
e"knl is (00 much limited. Home delivery system is abo done in all infonnal way
through the salesmen of large companies. They vi~il door to door and offer the packed
producL>al a reasonable price. Spices and dried fish are supplied b) lhe SII1esmenand
all types of daily necessities are ~upplied on lhe basi, of telephone call by large
supcnnarkel~. Eullh!s system is only for the high income group.

5.2 Cornpllri.~on between traditional bawking and modern home delil'ery
sen'ices in respect of ad\'antages and eon\'enienee

Reasons for selecting: hllm~ delivery: There arc scvcral important raclor~ that make
home delivery to customers. This research has identiJied lhat the following factors are
most importanl 10c,-,-\tomen,:

• rime ~aving
• Bulky goods/carriage issues
• Dislike hu,tle and bustle of shopping
• Lack of transport to enable ,ell~service

Other less important factors menlioned by le~~ than 10% of the respondents in this
sur\'ey are: ~lore opening hours are not convenient to thcm. (imcery home ~hopping
and delivery is vicwed as attraetive lO some job holders because of the time savings it
ean offer and also because of some consumer~' di.like for shopping food (i-om
hawkers.

Dissatisfaction with home deliveries:

There are ,>everal aspects of current home delivery systems lhal do not appeal to
consumers and these can discourage eonsumer~ from accepling home deliveries. Ihis
research has identified the most common reaSOIlS that consumers provide for nol
buying any goods deliv~red to their homes.

• Home delivery arrangement> are inco[]\enient (especially due to having to
wait in tor lhe delivery)

• Home delivery is impersonal and human eon tact 01"Olher shopping systems are
preferred

• Home deli'ery charge~ are tOllhigh
• Concern about receiving damaged goods
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5.3 Comparison between traditi'lQai hawking and modern home delivery'
services in respect of popularil)' or adaptation

Product quality OlSsurancc: Modem home deli'cry is done under a company
which is reliable for product quality. They arc delivered on order basis, thus one is
well aware about their arrival/delivery time. No bargaining i~required. It is
accepted by the upper cla:;~ people as the chance of robbery is less. But the price
of product is high for home delivery <\.'; they add cos! lur courier and p<lckaging
with (he product price,

Bul the hawkers arc not reliable. Anyone can be cheated by hawkers regarding
the quality and price of their products_ Again hawkers traverse an area according
to their 0\\'11choice, thu~ people have to rely nn them. Qlle has to bargain with the
hawker's product price. TIle produeb are not packed, thu" they carry impurities
with them. Chance of robbery hy the hawkers also exists. But the price of product
is less than the home deli\'ery system.

Making a trip to the hanmr for shopping i~ a lradition in our eullure. It is not nnly
for shopping hut is also a tool for ~oeial attaelunent. In urban areas shopping fi-om
bazaars is a tough job. Onl) few products arc suld hy the hawkers. All varieties of
products are availahle in low price to one w,ho goes there, J\gain (0 shop from the
bazaar i~ a kind of pride for ~ome people who never allow any hawker in their
compound. Local market becomes dull if people become uninterested to go there.
People engaged in different activities in a local market may see their income drop
due to such type of situation, It is a culture of our society to shop from the bazaar.
On the other hand. home delivery system i~ relati\'ely new in our country though
home delivery of milk is not new. Fish, \-egetables and spices are hawked hy the
hawker:, in the urban areas of Bangladesh. Some people specially a ponion of
middle income group who usually live in eoionies arc dependent on ha\vkers for
their daily neces,ities. The familie, which have no e"tra male members have
limited access to shop> or bazaars, So, home delivery service,; or hawker's
services arc very much popular to them. They accepted this ~y~[em firmly, Now a
days some hig companies arc trying to establish the home deli\'ery system hut
their senke is not up to standard where as price remain so higher than the market
price that general people are not able to touch tho,e.
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Chapter Six; Recommendations and conclusion

6.1 Recommendations

It is clear that hawkers of daily necessities in Dhaka city arc contributing II lot in
rendering services lor supplying the commoditie~ lor daily needs. On the other hand
they arc reducing IInumf1.crof ,hopping trip~,which ha, a positive impact Oil existing
traffic system. Though hawkers ha,.c some demerits but their merits arc huge and
really considerable. Here are some recommendations for lhe development of the
service of the hawkers in Dh<tk.acity.

I, Each ha\vker should be rcgi~tered by the local bazaar committee or City
Corporation authority who will collect and preserve the photographs and
necessary information of the hawkers. It will prevent the chance of robbery hy
them.

2. Loca! bazaar committee \,ill also distribute the neighborhood area among the
hawkers. They will fix the schedule of their round and also product price. It
will help people to be assured about coming of hawkers in time.

3. Ba/aar commitlee ~an also make the hawker assured to take ha~k the unsold
product. It will help the hawker to be free from tension or risk of their business
to some extent.

4. A Iraining can be alTJnged for the hawkers about waste management. I hus
they will be aware about pollution by the llnsold product or excrete of their
products.

6.2 Conclusion

Hawken; or daily necessities in Dhaka City is considered as a lower level profession
among the urban poor. But the reality is thm, they are rendering a huge ~eniee to the
urban dwellers. They supply food items to the doorsteps of the people, The pri~e,
qlJality and variety oj" their goods are nO! dissatisfactory ~ompared to Ihose of local
markets and other home deli,C1)' service prm iden;. This is a direct service to the
urban dwellers of Dhaka City but on the other hand they are contributing a lot in
reducing the shopping trips. which has a gf<"atpositive impact in reducing the pressure
on tram~ ,}'stem.

fIawking is such a profession which is preferred by the migrants from rural to urban
areas. The landless poor people who come to the capital city for Ihe ~eareh of any
employment opportunity can be involved in this profession easily, The rea.~Onis it
does not require any trade license, not much investment and not much experience
whereas other professions like rickshaw pulling requires those. So hawking serves
employment opportunity to th~ poor people who come to the city fir:sl time.

Extent and level of lhe ~~niees of the hawkers is quite good. All types ofvegelahle~.
spices, fish, meal (poultry) and other daily necessities are ~old by the hawkers. But
rice. meat (beef, mlllton etc.) arc not sold hy the ha\vkers and these items are
generally bought montWy or \veekly by p~ople, The price, quality and variety of the
goods rendered by hawkers arc also qllite satisfactory, Though people arc not highly

,
•
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~ati5ficdwith the variely of good~ sold by hawkers but they are ~ati~fiedwith the
price anu quality comparing with the lo~al markets or bazaars. Even ~ome
respondems said thai the price of the goods of the hawkers is sometime, less than the
local markel.>. In general market place or hYilal"5 are not a charming place where
people do not want to go for dirty and noisy environment. In inclement weather it is
really unbearable to go to bazaars. With all other~_ time is the most important fador.
Urban peopk arc so husy ",'ilh their various <l.Cthitics that, finding time for shopping
in the market place is really ditliculL In this situation hawkers bring all those daily
necessities to the doorsteps or the people. On the other hand in society lih ours,
women do not feel gooJ to go the market~ or bazaars and they can diredly participate
in shopping of daily nceessities from the hawkers.

The major contribution of the ha\\.k~rs is reducing ~hopping trips of the urban
dwellers. From the study it has been found that 52% households buy thcir daily rood
item~ trom hawkers \\.h~reas only 26% households buy li:om nearhy bazaars or
markets, 7% rrom the distant ha~..aars, 9% from th~ nearby grocery ~hops and th~
remaining 6% from other ~ources. From the overall calculation it has been lound that
ha\\.kers have the inlluence in reducing 65.38% shopping trips which is really a
significant one 10reducc thc pressure on existing Iran~portation 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.

I
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APPENDIX I

BANG! ,ADESI-IlJN1VIoR:;1TY OF ENGrNEERING ANI) TFCHNOL(X]Y
Dl:.PARTMENT OF URBA~ AND RFGIONAL PLANNING

Research tjll~, A stuciy 0" (he service rendered by hawkers "f Jail) necesSities in Dhaka City
(Questionnaire for households)
(Only for research purpose)

Sample no______________ Date--------------------.
T,<Xu I ity --- -- ---------- -- ---------- •• ------- •.• --- -- ---------
Add re,>--- ------ •• --- •• ---------- -------------- --------------- --- ---

I) Information ab(},,! the household:
a) Profile ufhcad ol'houschold:

i, Ed ycation ••• --------------- - ii, Oce uP" t ian ---.-._ •. ------------ --------
b}Numher of members in hou,ehold:

i.Adult------------------------ ii. Minor< « 16 years)-------------------
c)Molithly expenditure on daily necessilie, (Food 'tuff suell as rice/cereals. meat,

fisll. vegetables. etc.):

i. l3elo" 'I k. 4000:
ii "1'k.4000-6000:
iii, Tk.6000-8000:
iv, Tk.8000-1000IL
v. Abo~e Ik. 10000:
d) 'I otal montlily expenditure:
i. Below Tk. 8000'
ii. Tk. ~OO()-121l00
iii. Tk. 120(1)-16000:
iv, 'lk. 16000-20000:
v. Ab",e Tk. 20000:

ells there any car available for you for sbopping purpo,e?: ye';---- No----

2) Information related to ,hopping from lim,ker"

he'luency of,hopping from hawkers
Item 2-3 times a 4.7 times a

Never Monthl} Weeki} ,~, ••••eek
Riee

Meat (PoLLltry)

~i,h

Vegetables

Spices +Othe",

I
~
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"eneral kvel of satisfaction with "oods sold b' hawkcrs

Criteria Item Highly sati,f1ed Modemtely Not Sati,fied
Satislicd

Ricc
Meal P()ullry

Fi,h
Quality

Vcgclabks
S iecs
Other<

I Rice

I Meat (I'oultl))

I Fi,h I
Price I Vegelable,

Spices

Others
Rice

\oleat (Poultry) I
Fish

Variety Vegetable,
Spice,

Others ..

J}G

4 infonnalion relMed 10sho m from alternative Sources..
" " " Ifshopping trip Frcq"ency ofShoppmg
0 is madeO.

" o •• " " araleJ>:....-, ~] ". 2, ,. 4.Item " ,." " , "0 tg 0-'; "- ,,"ver 0 31imesa 7rimes a0 0 "" " " > 0 ,
] g-.!! " ,, , week "eek

"" ':= 0.' 8"-"'~ ,-
Ri«
Meat

(Poult,,')
Fish I

Vegetables

Spices

I Others I I

Codc for mode of travel'
I: 0" foot
2, On foot + Rickshaw
3: Rickshaw
4: Car
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5 Whv do \OUbu '(rom hawkc";~
Saves time

Save, m(}ney

Saves from inconvenience of going 10 the market

Women can do the shorr; ng "ithout going to the market

Can buy things it> inclement weather

Can buy thing' quickl] in all emergency

Olher~

6 Reasons beh ind reluctance in ,h" in from hawkel,
;\01 satisfied with the variety of good, sold by the hawker>
~ot sati,fied with the qualJ{~'of oods sold bv hawke",
C'io! sati,fied wilh the rice of oods wId b 'hawkers
Sense ofinse~urity
Dail commodities are a\ailable on the \Va,' from ofticc to home
Limited goods are a,ailHblc 10the ha"kcrs
Olber,

7) Information related to different trips uf a family in a week

rUTJlO~eOrl1;p~ Total number of trips dominating time Required
(for hoth up and dO\\l1) of the trips time of the
in~"eel I trips

Work trip" I
School [rips
Total shopping trips
Shopping trips only Ifor dailv necessitic~
Sllcio recreational I Itrips
Other trip> I I

8) Do you purchase from any home delivery ser\'ice? Yes---. No-----
If y~" ~pe~iry------------- ----------- ---- ------ -------.- --------- --------- ------- ------- ------- -----

9) Explain the convenience of this s~ni~e comparing with shopping from ha\\ikers

Signature of the surveyor
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BAN(,I.AD[,SH UNIVERSITY or ENGINEERING AND TFCHNOLOGY
DEPARTMFNTOr: URBAN AND RE-GIONAL PLANNING

Re.,earchtitle: A study on the scrvice rendered by ha"ker., of daily ncccssijie, in Dhaka City
(Questionnaire for h"" kers)
(Only for research purpose)

~ampleno------._______ Datc---------------------Locali!],------------------------ _
A dd rcss----------- ------------ -------------- -------_. _

L
oj
hJ
0)
d)
oj
0
g)
h)
;j
j)

2.
0)
h)
0)
d)
0)
n

lnformation abolll the ~ocio economic characteristics ofhaw.ker~:
Fmm where he has come to Dhaka --------------------------., When----------------
What is the eanse of his migration 10Dhaka City •
Edueat i0Jlal qual ifieati 0n ----- --------------- -- _
What was his oecllpation in rural area------------------------------ _
Whal was his profession \vhen he first came lo Dhaka City------------------------
iVhat is his monthl} income------- __., • _
How man} members are there in his family------------------ _
Is there any earning member in his family: yes--------- no------------
If ycs, how mllch s/he contribute---------------------------------------. _
Are his children getting: cducation now-------------------- _

Information related \tl haw'king profession:
'Whal are the items of his selling------------------------ _
What is the area of his selling----------------- _
How many households can hc CO~era day-----. _
l'rom where he buy,<,his goods---.--------------------------------------------- _
Can he sell all the goods in a day: yes---------- no-------------
If no, whal happen to the remaining goods-------------------- _


	00000001
	00000002
	00000003
	00000004
	00000005
	00000006
	00000007
	00000008
	00000009
	00000010
	00000011
	00000012
	00000013
	00000014
	00000015
	00000016
	00000017
	00000018
	00000019
	00000020
	00000021
	00000022
	00000023
	00000024
	00000025
	00000026
	00000027
	00000028
	00000029
	00000030
	00000031
	00000032
	00000033
	00000034
	00000035
	00000036
	00000037
	00000038
	00000039
	00000040
	00000041
	00000042
	00000043
	00000044
	00000045
	00000046
	00000047
	00000048
	00000049
	00000050
	00000051
	00000052
	00000053
	00000054
	00000055
	00000056
	00000057
	00000058
	00000059
	00000060
	00000061
	00000062
	00000063
	00000064
	00000065
	00000066
	00000067
	00000068
	00000069
	00000070
	00000071

