



An Examination of the Socioeconomic Profile of Gladiolus Stakeholders: A Study from Maharashtra's Akola District, India

ABSTRACT

The present study was conducted in Department of Floriculture and Landscape Architecture, Dr. P. D. K. V. Akola, Maharashtra with exploratory design of social research. The data was collected, examined, classified, quantified and tabulated by personally interviewing the  randomly selected stakeholders where the selected stakeholders comprise of four different categories flower growers, shopkeepers, consumers and university scientists where each category consist of 40 members making a total of 160 sample size. A well structured interview schedule was used to gather first-hand information from the respondents. Frequencies, mean, standard deviation and coefficient of correlation were employed to analyze collected data. Most stakeholders were middle-aged with moderate education, experience, income and motivation. Growers displayed medium innovativeness, risk preference and market orientation, shopkeepers and consumers maintained moderate economic motivation and social participation, while university scientists showed strong qualifications and balanced managerial and scientific abilities. The study indicates that gladiolus cultivation in Akola thrives on a stable, moderately skilled socio-economic base. Strengthening stakeholder linkages, promoting training, and enhancing market facilitation are key to improving floriculture productivity and profitability.
Keywords: Gladiolus, Stakeholders, Socio- Economic profile, promoting training
1. INTRODUCTION
Gladiolus is widely cultivated commercially across several Indian states including Madhya Pradesh, Karnataka, Gujarat, Andhra Pradesh, Haryana, West Bengal, Maharashtra, Tamil Nadu, and Sikkim. The floriculture industry has gained significant importance for the national economy, contributing to agricultural diversification. It is increasingly recognized not only as a profitable business with substantial export potential but also as an integral part of a healthy lifestyle. Among cut flowers, gladiolus yields the highest returns.

For the year 2021–2022, India's production of gladiolus flowers was estimated at 259.77 thousand tonnes, comprising 10.46 thousand tonnes of loose flowers and 249.31 thousand tonnes of cut flowers (NHB, 2021 advance estimates). In Maharashtra, approximately 340 hectares were under gladiolus cultivation. 

The Department of Floriculture and Landscape Architecture at Dr. Panjabrao Deshmukh Krishi Vidyapeeth, Akola, Maharashtra, has a well-established reputation for pioneering research in developing flower varieties such as Gladiolus, Chrysanthemum, and Gaillardia, specifically tailored to thrive under the agro-climatic conditions of the Vidarbha region. Notably, gladiolus cultivars like P.D.K.V. Gold and P.D.K.V. Roshani have been released and are highly regarded for their adaptability and performance in this region. The National Horticultural Mission actively supports this effort by conducting annual training programs and experimental trials aimed at developing new flower crop varieties suitable for Vidarbha. This study is crucial for understanding the personal, socio-economic, and psychological characteristics of gladiolus stakeholders, thereby facilitating targeted interventions for improved floriculture development.
2. METHODOLOGY

The present study was carried out at the Department of Floriculture and Landscape Architecture, College of Horticulture, under Dr. Panjabrao Deshmukh Krishi Vidyapeeth, Akola. Stakeholders for the research were selected from the Akola district using a simple random sampling technique. An exploratory research design was employed to fulfill the study objectives. To raise awareness about various Gladiolus varieties, the department invited stakeholders to visit gladiolus flower demonstration trails. The visiting stakeholders were then contacted and selected through simple random sampling. The total sample consisted of 160 respondents divided equally into four groups flower growers, shopkeepers, consumers, and university scientists, with each group comprising 40 participants.
The primary data collection tool used in this study was an interview schedule. Data were gathered through personal interviews to ensure accuracy and completeness of responses. An interview schedule was specifically developed in accordance with the study objectives and was administered personally by the researcher. For data analysis, descriptive statistics such as frequencies and means were employed to interpret the results and draw meaningful conclusions.
3. RESULTS AND DISCUSSIONS
3.1. Socio- Economic profile of flower growers
It is evident from the Table 2 that most flower growers (57.50 %) were in the middle age group (36–50 years), followed by young growers (25.00%) below 35 years and old growers (17.50 %) above 50 years. The middle and young generations expected more profit from agriculture hence interested in the cultivation of commercial crops like arecanut, coconut, vegetables, fruits, and flower crops. The obtained results are in accordance with the findings of Shrikant (2018).

The table 1 shows that most flower growers (37.50%) had higher secondary education, followed by 32.50% with college education, 17.50% with high school, and 12.50% with middle school education. Most flower growers have higher secondary or college-level education because this provides the practical knowledge needed for floriculture, while advanced education is less common due to early involvement in farming and limited perceived benefit for agricultural work. Similar results are observed in the findings of Hemanth (2012)

Table 1 also reveals that 60.00 per cent of flower growers belonged to medium family size, with 5 to 8 members, followed by 22.50  per cent of the flower growers were from large families with more than 8 members and only 17.50 per cent of flower growers had small families with up to 4 members. Similar findings were also reported by Namita (2020). More than half (55.00%) of the flower growers had medium experience (7–12 years), while 27.50% had high experience (over 12 years) and only 17.50% had low experience (up to 6 years). The dominance of medium experience (7–12 years) among flower growers may be due to stable entry into floriculture over the past decade, supported by favorable market trends and learning benefits. Similar results are observed in the findings of Chethana (2020).
Table 1: Distribution of the flower growers according to socio- economic profile











(n-=160)

	S.No
	Variable
	Category
	Frequency            n=40
	Percentage

	1.
	Age
	<35 yrs (Young age)
	10
	25.00

	
	
	36-50 yrs (Middle Age)
	23
	57.50

	
	
	> 50 yrs (Old age)
	07
	17.50

	2.
	Education
	Illiterate (No schooling)
	00
	00.00

	
	
	Primary school (1st - 4th)
	00
	00.00

	
	
	Middle school (5th – 7th)
	05
	12.50

	
	
	High school (8th – 10th)
	07
	17.50

	
	
	High secondary (11th – 12th)
	15
	37.50

	
	
	College/Graduate (Above 12th)
	13
	32.50

	3.
	Family size
	<04 No’s 
	07
	17.50

	
	
	5-8 No’s
	24
	60.00

	
	
	>8 No’s
	09
	22.50

	4.
	Experience in growing flowers
	<06 Years
	07
	17.50

	
	
	7-12 Years
	22
	55.00

	
	
	>12 Years
	11
	27.50

	5.
	Trainings received

Mean =  2.50                                        SD = 1.38
	Low (< 1)
	08
	20.00

	
	
	Medium (2-4)
	26
	65.00

	
	
	High (> 4)
	06
	15.00

	6.
	Land holding
	Marginal (<1 ha)
	03
	7.50

	
	
	Small (1.01 to 2.00 ha)
	08
	20.00

	
	
	Semi-medium (2.01 to 4.00 ) ha
	16
	40.00

	
	
	Medium(4.01 to 10.00 ha )
	10
	25.00

	
	
	Large(Above 10.00 ha)
	03
	7.50

	6.1.
	Land under flower cultivation
	< 0.6 ha
	23
	57.50

	
	
	0.7 to 1.2 ha
	07
	17.50

	
	
	> 1.2 ha
	10
	25.00

	7.
	Annual income
	Up to Rs. 1,00,000/-
	09
	22.50

	
	
	Rs. 1,00,001 to Rs. 2,00,000/-
	15
	37.50

	
	
	Rs. 2,00,001/- to Rs. 3,00,000/-
	08
	20.00

	
	
	Rs. 3,00,001/- to Rs. 4,00,000/-
	04
	10.00

	
	
	Above Rs. 4,00,000/-
	04
	10.00

	8.
	Innovativeness

Mean= 15.6                                         SD=  1.2
	Low (< 14)
	07
	17.50

	
	
	Medium (15-16)
	21
	52.50

	
	
	High (>16)
	12
	30.00

	9.
	Risk preference

Mean=  25.0                                        SD= 2.4
	Low ( < 23 )
	10
	25.00

	
	
	Medium (24 -27)
	18
	45.00

	
	
	High (> 27)
	12
	30.00

	10.
	Economic motivation

Mean=  27.0                                       SD=  1.1
	Low ( < 26 )
	09
	22.50

	
	
	Medium (27 -28)
	19
	47.50

	
	
	High (> 28)
	12
	30.00

	11
	Market orientation

Mean= 25.1                                        SD= 2.0
	Low ( < 23 )
	07
	17.50

	
	
	Medium (24 -27)
	24
	60.00

	
	
	High (> 27)
	09
	22.50


Table 1 also reveals that nearly two-thirds (65.00%) of the flower growers had medium training, while 20.00% had low training and only 15.00% had high training. Similar findings were also reported by Mubeena (2017). Most flower growers (40.00%) had semi-medium land holdings (2.01–4.00 ha), followed by 25.00% with medium (4.01–10.00 ha), 20.00% with small (1.01–2.00 ha), and 7.50% each with marginal and large holdings. The results were in line with the findings of Namita (2020). 
Majority of the flower growers (40.00%) had an annual income of Rs.1,00,001–2,00,000, followed by 26.66% with below Rs.1,00,000, 20.00% with Rs.2,00,001–3,00,000, and 6.67% each with Rs.3,00,001–4,00,000 and above Rs.4,00,000.The findings are partially in line with the findings of Mishra (2015) . Half of the flower growers (50.00%) had a medium level of innovativeness, followed by 33.33% with high and 16.67% with low innovativeness. This indicates that a majority of farmers fall in the medium category because they are willing to try new practices but prefer adopting them after observing proven benefits. 
 More than half of the flower growers (60.00%) had a medium level of risk preference, while 23.33% had high and 16.67% had low risk preference. Most growers are moderately willing to take risks, balancing potential profits with production uncertainties. Similar results are observed in the findings of Ravindra (2018).  It is observed from the Table 1 half (50.00%) of the flower growers had medium level of economic motivation while 30.00 per cent had high and 20.00 per cent had low level of economic motivation. Medium level of economic motivation, suggests that most farmers are motivated to improve their income but are equally cautious due to production risks and market fluctuations. The results are in line with the findings of Namita (2020).

More than half of the flower growers (56.67%) had a medium level of market orientation, while 26.66% had high and 16.67% had low market orientation. Most growers are moderately linked to markets, selling part of their produce while retaining some for local use or small traders. The results are in line with the findings of Hemant (2012). 
3.2. Socio- Economic profile of shopkeepers

Table 2 depicts that nearly two-thirds of shopkeepers (65.00%) were in the middle age group (36–50 years), followed by 22.50% in the young age group (below 35 years), and only 12.50% were in the old age group (above 50 years). The middle age group dominates among shopkeepers because individuals in this stage typically have the necessary experience, financial resources, and stability to successfully manage a business.  Most shopkeepers (37.50%) were educated up to high school, followed by 22.50% with higher secondary education, 15.00% each with middle school and graduate-level education, and only 10.00% with primary schooling. This indicates secondary education is sufficient for managing retail operations, enabling shopkeepers to handle accounts, communication, and daily business tasks. Nearly half of the shopkeepers (52.50%) had medium-sized families (5–8 members), followed by 35.00% with small families (up to 4 members), and only 12.50% with large families (above 8 members). Medium family size is optimal for retail shop keeping, as it provides enough members to support business operations and share responsibilities. The findings are in accordance with Uday (2019).

Table 2 : Distribution of the shopkeepers according to socio- economic profile

(n-=160)

	S.No
	Variable
	Category
	Frequency            n=40
	Percentage

	1.
	Age
	<35 yrs (Young age)
	09
	22.50

	
	
	36-50 yrs (Middle Age)
	26
	65.00

	
	
	> 50 yrs (Old age)
	05
	12.50

	2.
	Education
	Illiterate (No schooling)
	00
	00.00

	
	
	Primary school (1st - 4th)
	04
	10.00

	
	
	Middle school (5th – 7th)
	06
	15.00

	
	
	High school (8th – 10th)
	15
	37.50

	
	
	High secondary (11th – 12th)
	09
	22.50

	
	
	Graduate
	06
	15.00

	3.
	Family size
	<04 No’s 
	14
	35.00

	
	
	5-8 No’s
	21
	52.50

	
	
	>8 No’s
	05
	12.50

	4.
	Experience in marketing flowers
	<15 Years
	10
	25.00

	
	
	16-30 Years
	17
	42.50

	
	
	>30 Years
	13
	32.50

	5.
	Income from flower marketing
	Up to Rs. 2,00,000/-
	13
	32.50

	
	
	Rs. 2,00,001 to Rs. 4,00,000/-
	04
	35.00

	
	
	Rs. 4,00,001/- to Rs. 6,00,000/-
	05
	12.50

	
	
	Rs. 6,00,001/- to Rs. 8,00,000/-
	05
	12.50

	
	
	Above Rs. 8,00,000/-
	03
	7.50

	6.
	Economic motivation

Mean=  24.5                                      SD=  2.1
	Low ( < 23 )
	05
	12.50

	
	
	Medium (24 -27)
	23
	57.50

	
	
	High (> 27)
	12
	30.00

	7.
	Market orientation

Mean= 22.9                                        SD= 2.7
	Low ( < 20 )
	05
	12.50

	
	
	Medium (21 -26)
	26
	65.00

	
	
	High (> 26)
	09
	22.50


The data presented in the Table 2 also depicts that most shopkeepers (42.50%) had a medium level of experience (16–30 years) in marketing flowers, 32.50% had high experience (over 30 years), and 25.00% had low experience. Many shopkeepers have accumulated practical expertise over decades. It is observed from the table that majority of the shopkeepers (35.00%) had an annual income between Rs. 2,00,001 and Rs. 4,00,000, followed closely by 32.50% earning below Rs. 2,00,000. Additionally, 12.50% earned between Rs. 4,00,001 and Rs. 6,00,000, another 12.50% earned Rs. 6,00,001 to Rs. 8,00,000, and 7.50% had an income above Rs. 8,00,000. The findings are in line with Mangalsinh (2014).
Table 2 also represents that majority of shopkeepers (57.50%) had a medium level of economic motivation, followed by 30.00% with high and 12.50% with low economic motivation. Most shopkeepers are motivated by moderate financial goals, balancing ambition with practical constraints such as market risks and operational challenges. Majority (65.00%) of shopkeepers exhibited a medium level of market orientation, while 22.50% showed a high level and 12.50% a low level, which aligns with the findings of Ramrao (2020). The medium level of market orientation among most shopkeepers is commonly due to factors like limited access to market intelligence, moderate customer focus. 
3.3. Socio- Economic profile of consumers


The data in the table 3 shows that three fourth of the consumers (55.00%) were in the middle age group (36–50 years), followed by 25.00 % in the old age group (above 50 years) and 20.00 % in the young group (below 35 years). Similar results are observed in the findings of Dabhole (2017). Regarding education, 32.50 % had studied up to higher secondary, 30.00 % up to graduation, 15.00 % each up to middle and high school, and only 7.50 % up to primary level, results are consistent with Mangalsinh (2014). The minimal proportion of primary-level education indicates that most consumers have received a formal education beyond the basic level, potentially reflecting better access to information and more discerning purchasing behavior.


The table 3 shows that half of the consumers (50.00 %) had medium-sized families (4–6 members), followed by 27.50 % with small families (up to 3 members) and 22.50 % with large families (above 6 members). The findings are in line with Namita (2020). This suggests that decision-making in such households may balance between economic considerations and social needs, making them more likely to participate in regular or occasional consumer purchases. For Gladiolus flowers, 60.00 % of consumers used them for bouquets, 22.50 % for decoration, and 20.00 % for gifting. Consumer preferred gladiolus flowers as a symbolic and decorative product, particularly for bouquets, underscoring their strong market potential in event-related and ornamental segments.

Table 3: Distribution of consumers according to their socio- economic profile

(n-=160)

	S.No
	Variable
	Category
	Frequency            n=40
	Percentage

	1.
	Age
	<35 yrs (Young age)
	08
	20.00

	
	
	36-50 yrs (Middle Age)
	22
	55.00

	
	
	> 50 yrs (Old age)
	10
	25.00

	2.
	Education
	Illiterate (No schooling)
	00
	00.00

	
	
	Primary school (1st - 4th)
	03
	7.50

	
	
	Middle school (5th – 7th)
	06
	15.00

	
	
	High school (8th – 10th)
	06
	15.00

	
	
	High secondary (11th – 12th)
	13
	32.50

	
	
	Graduate
	12
	30.00

	3.
	Family size
	<03 No’s 
	11
	27.50

	
	
	4-6 No’s
	20
	50.00

	
	
	>6 No’s
	09
	22.50

	4.
	Purpose of using Gladiolus flowers
	Bouquets
	24
	60.00

	
	
	Gifts
	07
	17.50

	
	
	Decorations
	09
	22.50

	5.
	Annual income 
	Up to Rs. 1,50,000/-
	04
	10.00

	
	
	Rs. 1,50,001/- to Rs. 3,00,000/-
	14
	35.00

	
	
	Rs. 3,00,001/- to Rs. 4,50,000/-
	10
	25.00

	
	
	Rs. 4,50,001/- to Rs. 6,00,000/-
	07
	17.50

	
	
	Above Rs. 6,00,000/-
	05
	12.50

	6.
	Occupation
	Agriculture
	02
	5.00

	
	
	Business
	07
	17.50

	
	
	Services
	15
	37.50

	
	
	Housewife
	05
	12.50

	
	
	Unemployed
	06
	15.00

	
	
	Labours
	05
	12.50

	7.
	Social participation

Mean=  1.7                                      SD=  0.8
	Low ( < 01 )
	09
	22.50

	
	
	Medium (02 -03)
	20
	50.00

	
	
	High (> 03)
	11
	27.50

	8.
	Market orientation

Mean= 26.1                                        SD= 1.28
	Low ( < 25 )
	08
	20.00

	
	
	Medium (26 -27)
	12
	55.00

	
	
	High (> 27)
	09
	25.00


The table 3 reveals that majority of the consumers (35.00%) had an annual income of ₹1,50,001–3,00,000, followed by 25.00 % earning ₹3,00,001–4,50,000, 17.50 % earning ₹4,50,001–6,00,000, and 12.50 % above ₹6,00,000, while only 10.00 % earned below ₹1,50,000, partially supporting results of Mangalsinh (2014). Most of the consumers fall into upper-middle to higher income category, showing that the consumer base is skewed towards better earning capacities Regarding occupation, 37.50 % were in the services sector, 17.50 % business, 15.00 % unemployed, 12.50% each in labour and housewives, , and only 5.00 % engaged in agriculture. a Limited participation of farming households in the studied consumer segment, possibly reflecting urban or semi-urban characteristics of the sample.

The table 3 indicates that a half of the consumers (50.00 %) exhibited a medium level of social participation, while 27.50 % displayed a high level and only 22.50 % were at a low level, which is in agreement with the findings of Patil (2017). Similarly, in terms of market orientation, most consumers (55.00%) fell into the medium level, followed by 25.00 % in the high category and 20.00 % in the low category. These results correspond with the observations of Naik and Deshmukh (2016), suggesting that consumers generally tend to maintain moderate levels of both social participation and market orientation. The results indicate that consumers typically position themselves in the middle range of social participation and market orientation, with a significant proportion also leaning toward higher levels, highlighting their tendency toward moderate but active socio-economic engagement.
3.4. Socio- Economic profile of university scientists


It is evident from the table 4 that majority (62.50 %) of the university scientists were in the middle age group (36–50 years), followed by 22.50 % in the old age group (above 50 years) and only 12.50 % in the young group (below 35 years), which is in line with the findings of Rahul (2019). Further, most of the scientists (80.00%) possessed a doctoral degree, while only 20.00% had a postgraduate degree, supporting the findings of Patel (2017). This indicates that university scientists are predominantly middle-aged and highly qualified, suggesting maturity, experience, and advanced specialization in their respective fields.

Table 4: Distribution of university scientists according to their socio- economic profile










(n=160)

	S.No
	Variable
	Category
	Frequency            n=40
	Percentage

	1.
	Age
	<35 yrs (Young age)
	05
	12.50

	
	
	36-50 yrs (Middle Age)
	25
	62.50

	
	
	> 50 yrs (Old age)
	10
	25.00

	2.
	Education
	Under Graduate (B. Sc)
	00
	00.00

	
	
	Post Graduate (M. Sc)
	08
	20.00

	
	
	Doctoral (Ph. D)
	32
	80.00

	
	
	Post Doctoral (Post. Doc)
	00
	00.00

	3.
	Service experience of the scientists
	Low (Up to 08 )
	09
	22.50

	
	
	Medium (08 to 16)
	24
	60.00

	
	
	High (Above 16)
	07
	17.50

	4.
	Social participation

Mean=  2.2  SD=  1.3
	Low (Up to 01)
	05
	12.50

	
	
	Medium (02 to 04)
	20
	50.00

	
	
	High (Above 04)
	15
	37.50

	5.
	Interpersonal communication

Mean=  114.2  SD=  9.3
	Low (Up to 105)
	05
	12.50

	
	
	Medium (106 to 124)
	12
	30.00

	
	
	High (Above 124)
	23
	57.50

	6.
	Self confidence

Mean=  4.4  SD=  1.0

	Low (Up to 03)
	05
	12.50

	
	
	Medium (04 to 05)
	23
	57.50

	
	
	High (Above 05)
	12
	30.00

	7.
	Managerial ability 

Mean=  23.3                                      SD=  2.6
	Low (Up to 21)
	06
	15.00

	
	
	Medium (22 to 26)
	22
	55.00

	
	
	High (Above 26)
	12
	30.00

	8.
	Coordinating ability 

Mean= 26.1                                        SD= 1.28
	Low (Up to 06)
	06
	15.00

	
	
	Medium (07 to 09)
	20
	50.00

	
	
	High (Above 09)
	14
	35.00

	9.
	Decision making ability

Mean= 7.2

SD= 1.4
	Low (Up to 06)
	05
	12.50

	
	
	Medium (07 to 09)
	24
	60.00

	
	
	High (Above 09)
	11
	27.50

	10.
	Scientific orientation

Mean= 23.5

SD= 2.4
	Low (Up to 21)
	07
	17.50

	
	
	Medium (22 to 26)
	24
	60.00

	
	
	High (Above 26)
	09
	22.50


It was observed that most university scientists (60.00%) had a medium level of service experience, possibly due to their moderate tenure in academic service, followed by 22.50% with low and 17.50% with high experience levels. Similarly, a majority (50.00%) exhibited a medium level of social participation, 37.50% had high, and only 12.50 % had low participation, which could be attributed to their professional engagement and institutional networks. These results corroborate the findings of Patel (2017) and Kobba (2015).

A majority of university scientists (57.50%) demonstrated high interpersonal communication, likely due to collaborative academic environments, with 30.00% showing medium and 12.50% low levels; these findings align with Nayak (2016). Over half (57.50%) exhibited medium self-confidence, possibly reflecting balanced self-assurance in professional roles, while 30.00% had high and 12.50 % had low self-confidence findings are consistent with Wankhade (2013).

More than half of the university scientists (55.00%) showed a medium level of managerial ability, likely due to moderate exposure to administrative responsibilities, followed by 30.00% with high and 15.00% with low levels, supporting the findings of  Wankhade (2013). Similarly, a majority (50.00%) exhibited medium coordinating ability, 35.00% high, and 15.00% low, which may be attributed to teamwork experience in research and extension activities, aligning with Chaudhari (2006).

A majority of university scientists (60.00%) possessed a medium level of decision-making ability, possibly due to their balanced exposure to research and administrative tasks, followed by 27.50% with high and 12.50% with low levels, aligning with Harshal (2019). Similarly, most (60.00%) exhibited a medium level of scientific orientation, 22.50% high, and 17.50 % low, which could be attributed to their practical involvement in scientific research and extension work, consistent with Bindhu (2019).
4. CONCLUSION


The study revealed that most gladiolus stakeholders across categories—flower growers, shopkeepers, consumers, and university scientists—belonged to the medium level of age, experience, and socio-economic indicators. Flower growers were predominantly middle-aged with moderate education, family size, and training exposure, reflecting practical knowledge and gradual adaptation to floriculture as a profitable enterprise. Shopkeepers exhibited medium experience, education, and income, indicating stable engagement and moderate economic motivation. Consumers were generally educated, middle-aged service holders with moderate social participation and market orientation, demonstrating a growing preference for gladiolus in bouquets and decorative uses. University scientists, mostly highly qualified and middle-aged, possessed moderate to high levels of managerial, coordinating, decision-making, and scientific orientation abilities, which facilitate effective research–extension linkages. 

Overall, the findings suggest that gladiolus cultivation and trade in the Akola district are sustained by a balanced socio-economic base where all stakeholder groups demonstrate moderate awareness, motivation, and involvement. Strengthening stakeholder linkages through targeted training, scientific guidance, and market facilitation could further enhance productivity, marketing efficiency, and adoption of improved floricultural practices in the region. Implications of the study includes targeted training programs should focus on improving growers’ technical skills, market knowledge, and risk management capacities through university and extension collaborations. Strengthening coordination among growers, shopkeepers, and scientists can foster efficient supply chains, ensuring consistent quality and market access. Promotional efforts highlighting gladiolus versatility and aesthetic appeal could enhance domestic demand. University scientists play a bridging role between research and practice; structured outreach and stakeholder networking initiatives can facilitate innovation dissemination in floriculture.​ The moderate socio-economic and motivational levels across all groups suggest the need for policy interventions that bolster entrepreneurship and market readiness in the gladiolus sector.
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