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ABSTRACT

According to a survey of 598 litchi growers in 167 villages, covering 45 towns in 13 counties of 
7 cities in Guangdong, the main litchi sales channels are selling locally to external merchants 
(whole farm contracting excluded), selling to external merchants at local purchasing stations, 
selling independently at markets/roadside, and selling in wholesale markets. A three-stage data 
envelopment analysis method is used to analyze the efficiency of these litchi sales channels. 
The results show that the sales efficiency of the “Selling locally to external merchants” channel 
is higher than that of the other three channels. Factors such as brand involvement, grower 
educational background, agricultural cooperative membership, and whether farmers’ relatives 
and friends work as village cadres also have significant effects on litchi sales. However, the 
direction and degree of these factors’ effects on different sales channels vary. Litchi sales are 
currently at a stage in which the returns on scaled farming are steadily increasing.
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