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Evaluation of delivery technique of an oral presentation of the Extension Officers of the 
Department of Export Agriculture  
 
Farmer training is a mandate of the field officers of the Department of Export Agriculture 
(DEA), and confined mainly to oral presentations. The study was aimed at identifying 
weaknesses in the delivery style of the oral communication techniques of the officers. The study 
was conducted at the In-Service Training Center in Matale to evaluate 11 senior field officers 
from Galle and Nuwara Eliya districts of the DEA on 30th April 2002. The officers were asked 
to select a topic of their own, prepare and make a presentation of 10 minutes to an audience of 
15 personnel of their fellow-officers. A panel of judges comprising of the training officers 
evaluated their performances. In addition, the presentations were video recorded and replayed 
to view for both presenters and judges. The criteria evaluated were: presentation was not 
reading of a prewritten speech; presenter was prepared; did not speak too fast or too slow; used 
appropriate eye contact; used appropriate body language; easy to hear and understand; affect 
was appropriate; used pitch-variation and used a variety of styles. A rating was given from 1-5 
continuum from very poor, poor, average, good and very good to each criterion and for each 
presenter. The scores were pooled from respective judges and the mean ratings were obtained 
for the respective presenter and the each criterion. For each character above 50% of the 
maximum possible score was considered satisfactory. Thus, for 11 presenters maximum value 
calculated to be 55 and hence 27.5 was the benchmark.  
 
The characters eye contact and pitch-variation obtained 23 marks each and those on body 
language and styles got 26 and 27 marks respectively below the mean level indicating an 
unsatisfactory situation. The maximum possible score obtainable by an individual presenter is 
45 against the 50% cut-off point of 22.5. It is remarkable that all the officers were successful in 
obtaining scores of above average. However, three of them received 23 marks. The others were 
in the range of 24-35. All the presenters were in a position to deliver an appropriate message to 
be understandable to an audience. It was found that during their service, knowledge on subject 
matter has developed. However, training programs were not given to upgrade the officers’ 
communication skills. Therefore, it is appropriate to train the field officers at the initial stage of 
their service to make them effective presenters.  
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Functioning of spice gardens: A case study in Matale District  
 
Spice gardens are confined localities where different spice and herbal plants are grown and 
their products sold mainly to tourists. Eighty percent of the tourists visiting the country visit 
spice gardens. This study was conduct to find out functions taking place in spice gardens and 
what strategies are adopted to carry out the functions.  
 
Out of 20 spice gardens registered with the Sri Lanka Tourist Board, eight on the either side of 
Matale to North-Matale road were visited during January 2001. In-depth discussions were held 



with the owners, guides, gardeners, cooks and grading, sorting and packing personnel of the 
spice gardens. Observation method was also used to collect data.  
 
The main role of the spice gardens was found to be marketing of spice and herbal products. As 
the way of fulfilling of this objective, a number of interrelated activities take place. Refreshment 
followed by the sequential steps of plant demonstration, lecturing and product displaying to 
motivate clients and marketing of products. Explanations are given in relation to usage of 
plants, methods of preparation of their products and related agronomic practices. Marketing is 
the final and most important activity in a spice garden. Self-prepared, purchased, imported 
herbal products, perfumes or even synthetic products and spices are the variety of products 
available. Selling of medicinal products to address the most common ailments and application 
of medicinal balms are important promotional activities. Products are sold as they are or 
wrapped and packed attractively and sold by changing brand name to an easily remembered 
version. Except coffee, other spices are marketed either solely or blended form. However, 
quality of spices is poor. Spice gardens are run independently and state intervention to them is 
minimum. Most extension principles are incorporated in their functions. Target oriented 
extension, time management, utilization of different extension devices to motivate clients are 
few. It is also remarkable that marketing strategies such as offering refreshment and herbal 
therapy; presentation of products attractively in different packs and wrappings are effectively 
operating in the spice gardens. A detailed study on the extension and educational aspects 
would be beneficial as they can be applied in other form of extension activities.  
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An assessment of improved plucking baskets introduced to the tea industry of Sri Lanka  
 
Sri Lanka is the worlds’ largest supplier of black tea. As a beverage to compete with other 
multinationals, the quality of our tea has to be improved. The present trend of moving towards 
the poly sacks from the conventional cane baskets has contributed largely to the deterioration 
of the quality of made tea. Excessive heat generation, leaf damage caused by crushing in the 
hands and pressing hard in to the sacks seem to be the main causes of quality deterioration. 
Furthermore, carrying weight on head affects health. Therefore as a solution, innovators of the 
tea industry are trying to introduce new plucking baskets. This study was carried out to 
compare two of the promising new baskets (A and B), which have shoulder straps and wide 
open mouths, with the existing methods (cane basket and poly sack), to test whether there 
could be an improvement in the plucker productivity, the quality of the tea leaves and the 
working conditions of the pluckers.  
 
A suitable methodology was developed with the assistance of the Tea Research Institute. It 
consisted of a field experiment, a social survey and non-participant observation. A 
representative sample of six pluckers were selected and allowed to pluck three selected fields. 
Their behavior and attitudes in relation to the different baskets were tested. Pluckers responses 
were cross-checked and more details were obtained from the non-participant observation. 
Plucker productivity and leaf damage were tested by the measurements obtained from the field 
experiment. The two new types have shown a significant improvement in the working 
conditions of the pluckers when compared to the cane basket. The two new types when 
compared to the poly sack have significantly reduced the leaf damage. The plucker 
productivity too has increased significantly with the two new types of baskets over the poly 
sack. Based on the results, it is proved that the basket A and B can be introduced to the tea 
industry, with further improvements.  
 


