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ABSTRACT
This work seeks to examine ethnic diversity in
northern Luzon in the Philippines on two different but
related levels.

On the first level, a regional one, dif

fering ethnic groups are examined in terms of their terri
torial habitation, subsistence activities, and their roles
in early interethnic trading patterns.

On this group and

regional level the goal is to describe a regional inter
ethnic social organization based upon differential exploita
tion of resources in an area of wide ecological diversity.
In the past, the ethnographic literature describing this
area has treated these ethnic groups as isolated units.
The purpose here will be to discuss each of these groups as
part of a regional system by focusing on their economic
interdependence.
On the second level, the personal or interactional
level, a multiethnic periodic market in the highlands of
Luzon is examined to determine the role played by ethnicity
or ethnic group membership in the structure and social
organization of market activities.

The purpose here is to

examine closely the interaction between members of differing
ethnic groups to reveal the behavioral mechanisms used by
individuals to maintain social distance or ethnic boundaries
while at the same time engaging in multiple and complex
xi

exchange activities across these same boundaries.

The

details of personal interethnic encounters are expected to
shed light on boundary maintaining mechanisms which relate
directly to the persistence of the larger regional inter
ethnic system.

CHAPTER I
INTRODUCTION
The concept of "ethnicity" or "ethnic group" has
taken on increasing importance in recent years.

In anthro

pology, a number of studies have focused on ethnic orienta
tion or ethnic group membership in an attempt to understand
the extent to which such membership exercises influence on
individual as well as group behavior.

On the broadest

level these studies have had two major concerns; the change
and the persistence of cultural systems.

Earlier studies in

social and cultural change focused on processes of accul
turation and the resulting shifts in cultural attributes or
"traits" when members of differing groups were brought into
contact.

More recent work on the opposite problem of

cultural or ethnic persistence has centered on the issue of
ethnic boundaries and their maintenance in the face of
inter-group contact.
Both problems of cultural change and persistence
place great emphasis on examining cultural groups in
contact.

It is in this context of inter-group contact where

one cultural group, or members of one group respond to
pressures of change or acculturation from other groups.
In this context are also found conservative forces:
1

social

2

and cultural sanctions which slow down or hinder the process
of change and help to build and maintain social distance
between members of differing groups in contact.

The main

tenance or the reduction of this "social distance" has been
referred to as the maintenance and change in social
"boundaries" (Barth 1969).

Where ethnic groups are con

cerned these boundaries are termed "ethnic boundaries."
Problems of persistence and change are fruitfully
cast into these concepts of "ethnicity" and "ethnic
boundaries."

An understanding of culture change entails a

careful examination of situations wherein ethnic identities
are altered or changed or where ethnic group boundaries are
crossed.

The issue of cultural persistence involves the

reverse—an understanding of the process by which ethnic
group boundaries are established, reaffirmed, and maintained,
or where ethnic identities are reinforced.
These issues have been addressed by a number of
researchers (Barth 1956, 1969; Spicer 1971, 1975; Cohen and
Middleton 1970; DeVos and Romanucci-Ross 1975; and others).
Differences in method of investigation and definition of
terms mark many of these works but most agree on the im
portance of investigating social boundary processes in a
multiethnic context.

Social situations which involve

individuals belonging to two or more different ethnic
groups provide the necessary milieu for an examination of
ethnic boundaries.

In short, ethnic self-identification

3

and ethnic boundaries are maintained, modified, and other
wise expressed in situations where members of differing
groups find themselves in contact.

The interaction between

groups takes place in these contact situations and are of
prime importance in any examination of ethnic boundaries
and the social expression of ethnic identity.
Intergroup or interethnic contact can be viewed on
two levels, the micro or the level of individual contact,
and the macro, or group level.

Barth (1969) points out

that group boundaries are actualized at the level of the
individual actor. Ethnic identification entails a recogni
tion on the part of an individual that others either share
with that individual fundamental differences or similari
ties.

Ethnic group classification and membership (and

processes of stereotyping) are based on these perceived
behavioral and cultural differences.

Ethnic boundaries,

their persistence and change, can also be viewed from the
standpoint of the individual in cross-cultural contact
situations.

Barth (1969) notes that in spite of sometimes

rather rigid boundaries between groups, interaction across
these boundaries is often a common event.

Interaction in

the face of established social and ethnic boundaries implies
established or structured techniques of interaction; tech
niques which allow an exchange of goods, services, or even
personnel across group boundaries while at the same time
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protecting or reaffirming that boundary.

According to

Barth (1969:15-16)
Entailed in ethnic boundary maintenance . . . are
situations of social contact between persons of
different cultures: ethnic groups only persist as
significant units if they imply marked difference
in behavior, i.e., persisting cultural differences.
Yet where persons of different culture interact,
one would expect these differences to be reduced,
since interaction both requires and generates a
congruence of codes and values--in other words, a
similarity or community of culture. Thus the per
sistence of ethnic groups in contact implies not
only criteria and signals for identification, but
also a structuring of interaction which allows the
persistence of cultural differences. The organiza
tional feature which, I would argue, must be general
for all inter-ethnic relations is a systematic set
of rules governing inter-ethnic social encounters.
For Barth these rules govern behavior in ways that
set limits on interaction so as to insulate parts of cul
tures, an insulation which prevents cross-cultural or crossgroup confrontation or modification.
Stable inter-ethnic relations presuppose such a
structuring of interaction; a set of prescriptions
governing situations of contact, and allowing for
articulation in some ^sectors or domains of activity,
and a set of proscriptions on social situations
preventing inter-ethnic interaction in other sectors,
and thus insulating parts of the cultures from con
frontation and modification (Barth 1969:16).
Thus, for Barth an understanding of "ethnic rela
tions" and ethnic boundaries is derived from those situa
tions in which these boundaries are socially articulated,
i.e., situations in which we find members of different
ethnic groups in contact.

5

The Research Problem

The present study examines such a case of interethnic contact in the highlands of northern L^zon Island in
the Republic of the Philippines.

Generally speaking, the

northwestern region of Luzon can be thought of as being
composed of two types of geographic areas:

(1) the lowlands

which hug the coastal areas bordering the South China Sea
and the Lingayen Gulf and (2) the highland areas in the
three ranges of the mountainous Cordillera Central, the
geologic backbone of northern Luzon which rises abruptly
from the low plains of central Luzon and runs north to the
coasts on the northern end of the island (see Figure 1).
It is in this highland area of the Cordillera
Central where one finds a traveling periodic market system
which is composed of highland and lowland traveling vendors.
These mobile marketeers have established a regional market
system which crosscuts political, ecological, as well as
ethnic group boundaries.

Vendors from the lowland areas

travel great distances from provinces along the western
coast of Luzon, carrying with them goods which they sell to
community members in the highest elevations in the Cordil
lera.

These lowland vendors are joined by Highlanders who

have recently become involved in market activities in both
a large and a small way by selling vegetable products grown
locally.

As a group, lowland vendors originate from the

provinces of Pangasinan, Tarlac, La Union, or Ilocos Sur.

A
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few travel to the highland from Manila.

These vendors

generally identify themselves as belonging to the Ilocano,
Tagalog, or Pangasinan ethno-linguistic groups and special
ize in the sale of lowland vegetables, dry goods, hardware,
fish and fish products, and livestock (pigs, dogs, cattle,
and fowl).

Highland vendors originate from barrios and

municipalities surrounding the market place or from
neighboring highland provinces.

Southern and Northern

(Lepanto) Kankanai ethno-linguistic group members dominate
the highland vendors in numbers and in volume of goods sold,
but there are also Bontoc and Ibaloi group members present
as well.

The highlanders, referred to by many Filipinos

with the general gloss of "Igorot," specialize in the sale
or barter of highland vegetables, legumes, and rice.

A few

highland vendors from the more remote villages sell handwoven materials for traditional dress.
The market itself is periodic in its scheduling and
is held four days of each week beginning on Thursdays and
ending on Sundays.

Vendors travel to six different town

sites in the highlands, setting up temporary stalls to
display and sell their goods.

The markets vary in size and

importance (economic and political) but all are considered
by most to constitute an independent market system minimally
reliant upon neighboring urban centers.
Blending highland and lowland ethnic group members
as well as the product specific to those areas, it is easy
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to see that the market is clearly regional in scope.

At

the broadest level this "region" includes both the heights
of the Cordillera where the actual market towns are located
and the neighboring coastal areas from which many traveling
vendors originate and where many of the lowland goods are
produced.

Barterers and enterprising middlemen have moved

between these mountainous heights and the coastal lowlands
for centuries in the pursuit of trade (see Chapter III).
At another level this "region" might profitably be limited
to the highland area serviced by this market system.

The

market's mobile vendors provide a means of distribution for
goods over a large portion of the southern Cordillera.

It

has, over the years, involved an increasing number of highlanders in middleman and vending activities throughout much
of northern Benguet Province as well as neighboring highland
provinces.

The usefulness of a broader regional view be

comes clear when the market is placed into the wider, more
encompassing national economy and when the interethnic
social organization of the area is examined.
Equally important, for purposes outlined here, is
the fact that each of the market sites in this system pro
vide numerous situations of interethnic contact between
individuals.

It is in these markets where one finds Chinese

middlemen or wholesalers meeting Pangasinan or Ilocano pro
fessional vendors, or where local Kankani farmers deal with
lowland and Chinese vegetable dealers who transport their
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produce to urban markets.

It is in the marketplace that

group members mix to buy, trade, or sell products from the
highlands and the lowlands.

While from a regional view this

market system can be seen as a large network through which
flow goods, services, and even personnel, the individual
market place and the meeting of customer and vendor can be
seen as the important points of contact within this larger
network.

Both the larger regional view and the more limited

view of the market transaction provide data which can
profitably be used to investigate a number of related
issues.
The purpose of this study will be to focus on three
of these issues.

First, from a regional point of view an

attempt will be made to shed descriptive light on the
structure of the interethnic social relations of the area.
Ethnic group membership, subsistence specialization, and
local ecological zones of occupation organize interethnic
relations in general ways which will be briefly described.
Many of the anthropological works dealing with Northern
Luzon treat specific ethnic groups in isolation.

The pur

pose here will be to broaden this view by considering more
than one group in a larger geographic region.
Second, moving away from this larger regional view
of ethnic relations, the focus will be on the market system
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of Barrio^" Abatan and the specific relationships between
individuals.

The purpose will be to examine specific types

of relationships between vendors, between buyers and
sellers, and between buyers themselves in order to determine
the role ethnicity plays in interpersonal transactions of
the market.

The Abatan market system provides a convenient

context to test Barth's (1969:16) proposition that when
members of different ethnic groups come into contact with
one another they rely on a "systematic set of rules
governing inter-ethnic social encounters."

The maintenance

of ethnic boundaries is for Barth a process which relies on
an established set of behavioral rules for interethnic
contact.

In these situations, if boundaries are actively

maintained, one would expect to find what Thompson (1974:
106) calls "categorical restraints on social interaction."
These restraints limit or restrict interaction to narrow
channels which effectively minimize modification (change)
in other spheres of monocultural contact.

Put another way,

there are what might be called rules of interaction which
are relevant only to the interethnic contact situation.
These specialized rules for behavior differ from rules for
behavior relevant only to one's own cultural context.

An

attempt will be made to examine the Abatan market transac
tions in order to specify those behavioral rules which serve
1.
included.

Spanish "town" with surrounding rural areas
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this function of ethnic boundary maintenance.

In turn,

these ethnic boundaries themselves have a functional sig
nificance in that they maintain and promote certain of the
economic aspects of the market's competition and price
structure.

These functions will also be examined.

Related to this problem of boundary maintenance is
the issue of market structure.

The ethnic structure of the

traveling market is important from a regional as well as an
interactional point of view.

At one level, the ethnic

structure of the market reflects the structure of the interethnic relations of the region; commodity type and ethnic
group membership are closely related in the market as they
are over the entire region.

From another view, the indi

vidual transaction or the relationships between individuals
affects and is affected by the ethnic structure of the
market itself.

The purpose here will be to relate this

market structure to the larger regional interethnic struc
ture and organization and to the organizational features of
the market itself.
9

Third, the traveling market system of Abatan which
is the context for this study is itself part of the changing
patterns of trade within the entire region.

Highland-

lowland trade has played a vital role in the regional
economy of northern Luzon for a number of centuries.

It has

also played an important role in the early economic transac
tions with foreign merchants and the aspirations of those

seeking to colonize and exploit the wealth of Northern
Luzon.

The present Abatan market system is but a part of

the continuing highland-lowland trade which has its roots in
earlier trading patterns.

The market system will be placed

into this wider context through a brief discussion of the
history of highland-lowland trading patterns.

While the

present market system is a response to changing economic
conditions common throughout the Philippines, it is also
clearly tied to the patterns of highland-lowland trading
in the past.

In addition, the Abatan market, like all other
social institutions, cannot escape the changing social
conditions in other spheres of Philippine social life.
Urbanization and rural-urban migrtion, along with changing
technology and development programs, have played important
roles in effecting changes in the economy of the more remote
areas of northern Luzon.
market is no exception.

The region serviced by the Abatan
Increasing demands from urban

centers such as Baguio City some 85 kilometers north of
Abatan, have been directly felt in rural farming areas and,
to some extent fostered the growth of the traveling market
system which flourishes today near Abatan.

The links

between the process of urbanization and the rural market
systems, such as the one described for Abatan, will be
discussed briefly.

This is not to minimize the importance

of this problem, but the major focus of this study lies in
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an investigation of the role ethnicity and ethnic group
membership play in these rural market systems.

A brief

description of the effect of urbanization on the rural area
around Abatan will merely be used to place the market into
broader context.
Embodied in the issues of ethnicity and ethnic
boundaries are a number of thorny methodological issues.
Though much has been written on these topics in recent years
there remain problems in the definition and use of these
concepts both in theory construction and research tech
niques.

On the most general level most authors agree that

ethnic identity and ethnicity are social and psychological
facts.

But these facts have proved to be so fluid in

character that it has been difficult to pin them down from a
methodological point of view.

The remainder of this chapter

will provide a brief review of a few of these problems and
hopefully will propose a useful means of dealing with them,
at least with regard to the present research problem.

A

short section on comparative literature will also be pro
vided.
The Ethnic Group; A Problem in Definition
One of the more enduring problems in anthropological
literature concerns terminology.

The lack of agreement

among various authors regarding the precise definition and
usage of technical terms has long been the discipline's
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"Achilles heel."

Nowhere is this terminological confusion

more apparent than in the case of the terms "ethnic group,"
"ethnic identity," and "ethnicity."

A number of researchers

have attempted to condense the meaning of "ethnic group" to
what they hoped were its necessary constituents; the problem
is that few works agree on specific constituents.

For

example:
We shall call "ethnic groups those human groups
that entertain a subjective belief in their common
descent because of similarities of physical type or
of customs or both (Weber, quoted in Isajiw 1974:
116).

An
people
shared
(DeVos

ethnic group is a self-perceived group of
who hold in common a set of traditions not
by the others with whom they are in contact
1975:9).

An ethnic group consists of people who.conceive
of themselves as being of a kind. They are united
by emotional bonds and concerned with the preservatior of their type (Shibutani and Kwan 1965:40).
I shall mean by it [ethnic group] any group
which is defined or set off by race, religion,
or national origin, or some combination of these
categories (Gordon 1964, quoted in Isajiw 1974:
113).
This small sample of definitions for "ethnic group"
expresses the problems surrounding this and related terms.
The age-old proliferation of definitions for the term
"culture" (Kroeber and Kluckhohn 1952) should convince us
that ethnic group is by no means alone in this regard.
Isaacs (1974.) notes that terms like tribe, clan, nation,
nationality, race, minority group, and ethnicity all suffer
the same conceptual and definitional fuzziness.

To a large
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extent, says Isaacs (1974:17) writers focusing on these
concepts cast their definitions to suit their own " . . .
particular tastes, bent, or discipline."

But while the

number of often conflicting definitions is a problem to
contend with, the lack of specific definitions in many works
is another.

Isajiw (1975:111) claims that in a sample of

65 sociological and anthropological studies addressing the
subject, only 13 included a definition and 52 "had no
explicit definition at all."

One of the purposes here will

be to draw together common elements in the literature con
cerning the definition and usage of "ethnicity" and "ethnic
group."

Since the present study deals directly with ethnic

groups and boundaries an attempt will be made to arrive at
a general but usable definition.
To some extent, as already mentioned, the concern
for ethnicity and ethnic group boundaries has grown out of
the earlier concern for change and acculturation.

The

attempt to identify group boundaries and their change and
maintenance is a logical outgrowth of the phenomenon of
culture change, changes in personal ethnic identities, and
ethnic group recruitment.

But to another extent the con

temporary concern for the nature of an ethnic group, or its
proper, usable definition, is derived from a growing dis
satisfaction with developments in cross-cultural comparative
research; i.e., earlier research problems stemming from an
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ethnological concern for finding discrete units for crosscultural comparison.
One of the primary goals of the ethnological method
was to establish a usable classificatory system: a search
for basic cultural units for purposes of analysis.

Often,

with this need for a basic unit in mind, early workers
assumed that the groups they were studying were themselves
homogeneous cultural entities, each group exhibiting a
clearly identifiable set of discrete characteristics.

With

this orientation in mind Malinowski viewed the anthro
pological world as consisting of a configuration of separate
"tribes."
An ethnographic map of the world shows, on
every continent, well defined boundaries which
separate one tribe from another. The unity of such
a tribe consists de facto in the homogeneity—at
times, identity—of culture. . . . The tribe in
this sense therefore, is a group of people who
conjointly exercise a type of culture (Malinowski
in LeVine and Campbell 1972:83).
For Malinowski, and others, a "tribe" (as a type of
social entity) was bounded or defined by shared cultural
characteristics.

The overt manifestation of marriage

patterns, descent rules, law, ritual, language, etc.,
blended into a unique "culture" which distinguished one
tribal group from another.

In this view, cultural groups

are clearly separable by lists of cultural traits, each
group manifesting its own unique list.

Using this framework

later researchers attempted to provide anthropology with a
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basis for controlled cross-cultural comparison by drawing up
cultural element trait lists for groups under study.
Although the concept of "tribe" as a unit of
analysis was assumed a valid one by many, there was no
agreement on its precise meaning.

In their important study

of African groups, British social anthropologists such as
Radcliffe-Brown and Evans-Pritchard, viewed the "tribal"
unit as primarily a political entity whose members shared
common cultural, ideological, linguistic, and territorial
integrity (Fortes and Evans-Pritchard 1940).

Steward (1955,

see also Service 1962, Cohen and Schlegel 1968) viewed a
"tribe" as one level of social organization in an evolu
tionary framework.

Tribe, for Steward, was viewed as an

evolutionary step in organizational complexity and was a
label employed to compare groups exhibiting similar levels
of social and political complexity.

But as Fried (1966:535)

has noted, Steward fails to define "tribe" as a discrete
entity:
Indeed . . . Steward was inclined to define
"tribes" in terms of a group of negative traits,
in terms of the lack of state organization,
absence of classes, absence of literacy, etc.,
and also offers the opinion that "there are no
features shared by tribes that are common to all
mankind," by which I assume he means that there
are no specific positive features common to all
tribes.
From a methodological point of view this concern for
an agreeable definition (i.e., one that could adequately
classify social groups into types) is no small matter.

18

Cross-cultural comparative analysis, if carried out with
modern statistical techniques, necessitates a large amount
of control over what constitutes comparable datum.

Without

well-defined units of analysis, the very foundation of com
parative work is called into question.

In short, the search

for an adequate definition of a unit on the most general
level is crucial.

If the concept of the tribe is to be

analytically useful in cross-cultural work, a definition for
it has to be free of specific cultural context and broad
enough to be accepted as a discrete analytical category.
But common acceptance of a given definition was
never complete and the early assumption that groups under
study were somehow clearly bounded entities has been called
into serious question.

LeVine and Campbell (1972:84) assert

that finding well-defined boundaries between groups was, in
part, a "self-fulfilling prophecy."
The idea of the ethnic entity and its bounded
attributes is so salient to the ethnographer that
consistency with the idea becomes inadvertently a
primary criterion for noticing, recording, and
(later) emphasizing data. Inconsistent data are
less frequently noticed, recorded, or emphasized
and/or they are reinterpreted as consistent, thus
yielding a final image of a smoothly functioning
entity without rough edges.
Cohen and Middleton (1970) make somewhat

the same

point, but emphasize that the earlier regard for cultural
groups as distinct entities was an artifact of the logical
operations necessary for comparative analysis.

It might be

far too harsh to say that all early researchers were blind
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to the ambiguous or ill-defined elements in their data
collection.

Rather, the methodology itself forced them to

clear up these "rough edges" so that methodological con
sistencies prevailed.

The notion of clearly marked

boundaries between groups then becomes less a product of
unconscious emphasis on data selection as suggested by
LeVine and Campbell (1972), and more an artifact of the
chosen methodological tools.
Ethnic vs. Cultural Groups
Much of this early work concentrating on definitions
of group types and levels of complexity utilized the ob
servable or material cultural elements.

But those working

with the concept of "ethnic group" make a clear distinction
between a cultural and an ethnic group.

A cultural group

constitutes a classification made on basis of observable
traits—language, value systems, marriage system, kinship
system, etc.

Ethnic groups, on the other hand, are seen as

a type of social organization; they are "culture-bearing
units" but are not primarily constituted on the basis of
the "cultural stuff" they enclose.

They are groups formed

on the basis of what is socially effective for selfascription and ascription by others to be identified as
members of a specific group.

According to Barth (1969:13-

14), this type of categorical ascription is an ethnic
ascription:
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. . . when it classifies a person in terms of his
basic, most general identity, presumptively deter
mined by his origin and background. To the extent
that actors use ethnic identities to categorize
themselves and others for purposes of interaction,
they form ethnic groups in this organizational
sense.
This rejection of "cultural traits" as definable
characteristics of groups marked a clear shift from a
reliance upon "objective" criteria to items of a more "sub
jective" nature.

In the above passage Barth relies heavily

on a subjective sense of common origins or a shared history.
Earlier, Moerman (1965) argued that the central issue in
the concept of ethnicity was a subjective sense of other
ness."

Isajiw (1974:115) points out that this shift in

methodological viewpoints merely reflects theoretical trends
in much of social science.
The two approaches can be called objective and
subjective. They are distinct approaches inasmuch
as they are not reducible to one another. They
reflect the two general theoretical trends in con
temporary social science, the structural and the
phenomenological methodologies. ... In contrast
to the objective approach by which ethnic groups
are assumed to be existing as it were "out there"
as real phenomena, the subjective approach defines
ethnicity as a process by which individuals either
identify themselves as being different from others
or belonging to a different group or are identified
as different by others, or both identify themselves
and are identified as different by others.
If an adequate definition for "ethnic group" is
possible to construct, it must be constructed with this
contrast between the subjective and objective approaches in
mind.

It would be fair to say that researchers interested
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cross-cultural comparative work in the past have generally
relied upon an objective approach.

The problem of group

definition (particularly in the case of "tribe") was pri
marily one of coming to an agreement over the fixed attri
butes of a group as a member of a category (e.g., similar or
common territory or ecological type, type of political
social organization, language, etc.).
On the other hand, the more recent interest in
"ethnic group" has seen a concentration on a subjective
approach to group affiliation and group boundaries.

Ques

tions concerning the nature of ethnic groups and their
boundaries have focused on subjective identity systems, or
the concept of "ethnicity" as a central ingredient.

A

shared sense of ethnic group identity becomes a central
feature of ethnic groups.

The problem then becomes one of

specifying the nature of this identity.

Barth (1969) leaves

the discussion of this problem to others.
Spicer (1971:795-96) discusses the importance of
the "symbolic" content of selected cultural features.

He

notes that there is no simple one-to-one relationship
between ethnic groups and the cultural "stuff" they contain.
On the other hand, cultural items can often be singled out
for their symbolic importance in ethnic identity systems.
According to Spicer (1971:795-96):
The essential feature of any identity system is an
individual's belief in his personal affiliation with

certain symbols, or, more accurately, with what
certain symbols stand for. . . . What we are
dealing with here are beliefs and sentiments,
learned like other cultural elements, that are
associated with particular symbols, such as arti
facts, words, role behaviors, and ritual acts.
A relationship between human individuals and
selected cultural elements—the symbols—is the
essential feature of collective identity systems.
For Spicer, ethnicity or ethnic identity systems
become constellations of selected symbols; a collection of
cultural items which are interconnected in specific ways
and serve to recall sentiments and beliefs, learned over
time, which reinforce a sense of group identity and soli
darity.

While there may be one-to-one relationship between

ethnic group and cultural elements, Spicer demonstrates
the importance of a selected number of elements which become
important as symbols of group membership.

These "elements"

need not only include material objects, but also include
belief systems, values, norms, or specific behaviors; all
of these have the potential to serve a symbolic role in
group identity systems.
Out of the many definitions and uses of "ethnicity"
and "ethnic identity" (here used interchangeably) common
elements emerge.

First, Isajiw (1974) notes that defini

tions either refer to the identification of "objective"
cultural elements or "subjective" mechanisms of self and
group identification.

The more recent emphasis, since the

publication of Barth's (1969) work has been on the

subjective elements (shared meanings) of group affiliation.
Second, since there has been a common concern for identi
fying "ethnicity" with shared values, belief systems, or
symbols, the job of the anthropologist has become the
examination of the processes by which individuals and groups
use or manipulate these symbols and values to separate
themselves from others.
But an important problem remains:
makes groups ethnically distinct?

what is it that

Any group is made up of

membership bound together by an identification with certain
symbols.

The Elks Club, the Boy Scouts, Democrats, etc. are

all groups which employ mechanisms of group identity by
reference to symbols of membership.

But no one could

seriously claim that these groups are "ethnically" dis
tinct.

An ethnic group clearly shares many features with

other types of groups; all groups are bound by exclusive
membership and rally around symbols which proclaim that
membership.

All groups maintain standards of behavior and

values which are requirements for such membership.

And all

groups can be said to share the element of self-ascription
or individual identification as members which at the same
time are recognized by non-members as distinct.
Barth (1969) recognizes this issue and claims that
an ethnic group differs from other types of groups in its
level of principles of organization.
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. . . A categorical ascription is an ethnic
ascription when it classifies a person in terras
of his basic, most general identity, presumptively
by his origin and background (Barth 1969:13).
An ethnic organization is predicated on self-ascription and
ascription by others.

In turn, this ascription is based on

a sense of common origins or historical experience.

Within

these common origins or histories are common symbols or
symbolic elements which have become rallying points around
which individuals identify themselves as members of a
distinct group (Spicer 1971).
With the above discussion in mind it is easy to see
that an adequate definition of ethnic group is composed of
more than one element.

First, it is a subjective category

of self-ascription and £scription by others.

Second, this

categorical ascription is composed of elements which make
up an identity system, or what has been commonly referred
to in the literature as "ethnic identity" or "ethnicity."
Third, this identity system is itself composed of a set of
selected cultural elements and behavioral roles which
embody a set of symbols interpreted in common ways.

Fourth,

this identity system is founded on a sense of common
origins or a shared historical experience.
share the first three elements.

All groups

It is the fourth element,

shared origins, which sets ethnic groups apart from other
types of organizations.

Without this shared feeling of

connections with a common origin, or a shared feeling of
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connections between the new and the old, as Weber (1961:307)
put it the "sense of shared ethnic community is absent"
regardless of the political, economic, or kinship ties
within it.

It has become the role of the anthropologist to

carefully examine the creation, maintenance, and manipula
tion of the underlying symbols which support this sense of
common or shared historical experience.
Ethnic Boundaries and
Regional Systems
Ethnic group interaction in the Abatan market system
does not occur in a vacuum.

It would be a mistake to con

centrate solely on the market itself without considering
the larger regional context in which it occurs.

The types

of goods which appear weekly in the market range from low
land tropical fruits and vegetables and fish, to highland
vegetable goods and legumes.

Dry goods such as clothing

and hardware items manufactured in Manila and distributed
through major centers such as Dagupan City in Pangasinan
Province or Bagiuo City near the capital of Benguet Province
find their way into the temporary stalls of Abatan's market
vendors.

As a result, the market system is composed of

vendors from various provinces and municipalities of both
the highland and lowland areas; vendors whose ethnic and
linguistic group origins range as widely as the goods they
sell in the marketplace.

Thus, the market system of

Abatan operates in and provides links between geographic
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and social elements which, when combined, form a regional
social and economic system of which Abatan is only a part.
The importance of broadening the anthropological
approach to include "regional" systems has been pointed out
by a number of observers (cf. Smith 1977, Isard 1975,
Netting 1974, and others)., An important feature of a
regional view of social organization is that it fills the
analytical gap between the small community traditionally
studied by the anthropologist and the larger

spheres of

social integration, such as the state, studied by other
social scientists.

A regional analysis ideally focuses on

levels of integration falling between these two extremes.
As such it provides an analytical approach which can more
usefully link the small individual community to the larger
local or national social and environmental context in
which it is found.
The advantage of this broader regional viewpoint is
two-fold:

in one direction an examination can be made of

the role (political, economic, etc.) the small community
plays in the formation of the larger nation state.

This

role is particularly important to understand in third world
or developing countries where nationalism is on the rise.
In the opposite direction, influences from the larger,
more complex social spheres (such as the growing urban
centers) on the structure and organizational features of
the small community can be identified and examined.

In the
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present case, the Abatan market system of northern Luzon,
the focus will fall primarily upon the latter—the influence
of regional factors on the structure and organization of
the market system itself.
Culture and Regional Economy
Regional systems can be viewed from a number of
perspectives: economic, geographic, political, etc.

In the

past few years geographers have emphasized the economics of
regional systems in their concern for the spatial distribu
tion of urban and rural economic and administrative centers
(cf. Christaller 1933 or Baskin 1966; Skinner 1964, 1965).
Their focus has not been on a single market center, but on
the relationships between centers which are clustered into
hierarchies of size and complexity to form a regional
marketing network.

The connecting links between these

centers form webs of relationships (exchange networks) which
Berry (1967:1) calls the "strands that hold society to
gether."

Often referred to as the Theory of Centrality or

Central Place Theory, economic geographers have used this
type of regional analysis to make general statements about
economic structure which are applicable to any regional
marketing system.
In anthropology the need to consider a broader
regional context was voiced by Redfield (1941, 1956) in his
classic work on peasant societies and their relationship to

neighboring urban centers.

His work in Yucatan marked a

clear shift from a concern for single cultural or social
groups to the relationships between a group and the regional
political and economic framework to which it is tied.
Leach's (1954) work among Highland Burman groups was
regional in its scope as was Geertz's (196 3) work on the
intensification of Javanese cultural and agricultural
systems.

Additional work with this regional viewpoint has

since been carried out by Kerblay (1968) in the rural
markets of the U.S.S.R., by Hodder and Ukwu (1969) and
others (cf. Meillassoux 1971) in rural African market and
trade centers.
But the regional perspective as it is used in
anthropology differs in important ways from its use in
economic geography.

Geographers have primarily examined

complex, urban systems (though this is certainly changing
to some degree) and anthropologists have traditionally
investigated the small peasant or native communities which
often seem far removed from the larger, more complex urban
and national concerns.

In addition, economic geographers

often make analytical assumptions (for purposes of ideal
model building) which seek to eliminate variability in
social, political, and economic institutions.

Anthropolo

gists, on the other hand, take this variability as their
focus and seek to explain its function.
expresses these differences clearly:

Smith (1977:9)

(1) We (anthropologists) assume no causal
priority with respect to the natural, economic, or
political features of the region—we regard these
as interactive variables and wish to describe
their interrelationships. (2) We concentrate on
the evolution of regional systems and are interested
in its processes in immature and noneconomic
systems as well as developed ones with centralplace hierarchies. And (3) we are concerned to
incorporate sociocultural variables (such as
political power, social classes, and ethnic
group divisions) in our definitions and descrip
tions of regional system organization, and as more
than exogenous features.
Regional Interethnic Relationships
Although Smith calls for models with "no causal
priorities" a number of anthropologists have taken a func
tional or ecological perspective in analyzing "regional
systems."

This ecological view is especially useful from

an economic perspective; cultural ecologists combine an
interest in local economy with local environmental factors
From a regional point of view, interethnic relationships
often enter the picture.

A concern for "ethnic boundaries

is often reflected in this kind of ethnic diversity within
a given region.

Interethnic relations may depend to some

extent on the economic or subsistence specialization of
different groups; in ecological terms, a differential ex
ploitation of resources by different ethnic groups.
A number of authors have examined the structure of
interethnic relations from an ecological point of view.
Ethnic boundaries are seen to be maintained by different
ecological adaptations by different groups.

Adaptation or

30

symbiotic relationships are the focus here and some authors
have concentrated on subsistence or trade specialization as
important aspects of ethnic group interaction or ethnic
boundary maintenance (Spoehr 1973, Specht 1974, Thompson
1974, Barth 1956, Izikowitz 1969).

Barth has led the field

in the application of an ecological framework to the study
of ethnic boundaries.

According to Barth (1969:19):

Where two cr more ethnic groups are in contact,
their adaptations may entail the following forms:
1.

They may occupy clearly distinct niches in
the natural environment and be in minimal
competition for resources.

2.

They may monopolize separate territories, in
which case they are in competition for re
sources and their articulation will involve
politics along the border, and possibly other
sectors.

3.

They may provide important goods and services
for each other, i.e., occupy reciprocal and
therefore different niches but in close inter
dependence.
Interethnic symbiosis has been the focus of research

for a number of researchers.

Cohen and Middleton (1970)

discuss the relationship between ethnic diversity and
ecological adaptation in Africa.

Differences in environ

mental niche, such as open savannahs, lakes, and riverine
areas; and mountainous areas foster differences in sub
sistence and economy among different ethnic groups.

This

economic diversity is seen to support ethnic diversity.
Africa

In
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multiple adaptations are utilized unequally by
groups within the same area so that differential
ecology supports different or differentiating
ethnic groups. Once present, such differentia
tion often attracts newcomers into an area where
their particular ecology is feasible and symbiotic
relationships often develop between groups (Cohen
and Middleton 1970:11).
These symbiotic relationships are supported by
specialized productivity by different groups and by the
development of exchange mechanisms, most notably the small
market towns which grow to meet this purpose (see also
Henderson 1972).

Specht (1974) offers a parallel situation

in craft specialization on Buka Island, New Guinea.

Specht

describes the importance of an interethnic division of labor
through craft specialization as one means by which diverse
ethnic groups occupy a contiguous area, exploit different
resources, maintain ethnic identities, while at the same
time engage in important exchange activities.

In the

Philippines Spoehr (1973) has suggested craft specialization
as one important technique of group-specific exploitation in
the Zamboanga-Sulu region.
Works which have sought to explain or account for
ethnic diversity in terms of differential subsistence or
craft specialization have necessarily worked within large
geographic areas.

Economies once seen as isolated social

features of single groups in limited territories are now
seen to be linked through exchange networks affecting an
entire region.

Through these networks, a broader regional

32

view often reveals a social organization which involves two
or more groups; an interethnic or intergroup social organ
ization.
Thompson (1974:105-106) notes than an ethnic
boundary is a "structural construct, defined in inclusive
relational form."

Ethnic groups cannot exist in isolation

and only exist in relation to other ethnic groups.

Thus,

the boundaries of groups must be viewed in this relational
form and an understanding of the structure of these rela
tions is essential to an understanding of the ethnic
boundaries themselves.
The Abatan market system cuts across a large geo
graphic area and involves differing ethno-linguistic groups
from both the mountainous and coastal areas of northern
Luzon.

This periodic traveling market system links regions

differing in ecological and environmental type and in
ethnic group occupation.

The interethnic social organiza

tion of these groups is, to some extent, definable in terms
of the specialized subsistence activities practiced by each
group.

These different subsistence strategies, from an

ecological point of view, stem from differential climate,
elevation, and access to resources.

The correspondence

between ethnic diversity and environmental diversity is an
important one in the Abatan area and it will entail a
regional analysis of interethnic social relations.
structure of these relations provide the social and

The
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economic context in which the periodic market operates.

It

is within this structure that individual vendors must
operate.

Consequently, an understanding of regional inter

ethnic relations is essential to an understanding of
interethnic relations within the market itself.
Interethnic Organization: The Role
of the Individual
There has been a good deal of interest in the
literature concerning the structure of interethnic rela
tions.

Much of this work focuses on the group as opposed to

the individual.

Works concentrating on social stratifica

tion between ethnic groups (cf. Shibutani and Kwan 1965) or
a comparison of ethnic groups with the concept of "class" as
used by sociologists, or even the more recent emphasis on
"ethnogenesis" (Bennett 1975, McGuire 1977) are works that
rely on intergroup or interethnic relations to the exclusion
of the role of the individual.

This is, of course, not a

criticism of these works since many issues are profitably
viewed from the standpoint of the group.

But processes of

ethnic group affiliation, boundary maintenance, and change
all take place on the level of the individual actor (Barth
1969).

Descriptions of interethnic relations or the role

ethnicity plays in the formation and structure of these
relations is often more profitably viewed from the stand
point of the individual.

Individuals make choices as to

their group affiliations, make judgments on what constitutes
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appropriate or inappropriate action of others; they identify,
manipulate, and act on specific symbols of group affiliation
for equally specific ends or goals.

In short, Firth's

(1951) early distinction between group structure and organ
ization finds application in problems of ethnic group
relations.

While "structure" provides us with a picture of

the shape or morphology of intergroup, or interethnic,
relations, "organizational" features provide us with a view
of individual actions and decisons which, when combined,
build the larger structural features.
This interest in individual decision-making finds
useful application in interethnic contexts.

In situations

where there is constant contact between two or more members
of differing ethnic groups, one might expect decisions on
the part of participants which take ethnic identity into
account.

Barth (1969:17) notes that ethnic identity implies:

a series of constraints on the kinds of roles an
individual is allowed to play, and the partners
he may choose for different kinds of transac
tions.
The important emphasis here should be on "choice"
and on choices based on a consideration of ethnicity.

In

situations of contact between two persons of differing
ethnic groups, interaction should be expected to be limited
to roles which may not normally be entered into within one's
own ethnic group, but may prove to be efficacious when
dealing with members of different groups.

The interethnic
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personal encounter calls for, as Barth puts it (1969:16) "a
set of prescriptions" which govern interaction.

These

"prescriptions" are specific roles which, presumably, allow
for stable interethnic relations in the face of potential
conflict.

These prescriptions also are expected to narrow

the channels of communication between members of differing
groups, thus maintaining a barrier or boundary which exists
between them.

But it is the individual who makes decisions

to enter into these roles, and if

Ls the individual who

maintains these boundaries between groups.
The Abatan periodic market provides a convenient
context for the close examination of the effect of ethnicity
on interpersonal transactions and decisions.

The purpose

here will be to describe in some detail the interaction
between individual market vendors to determine the extent to
which ethnicity is a factor in organizing transactions.
Decisions on where to vend their goods, pricing of goods,
behavior toward customers, lending practices, and situations
of conflict are, to some extent, influenced by the ethnic
identity of the customer and the vendor.

The decisions to

enter into special customer-vendor relationships or roles
(suki) and decisions to extend credit are, to some extent,
dependent upon the ethnic group membership of those in
volved.

The purpose here will be to examine the role played

by ethnicity in buyer-seller transactions and the special
roles which serve to facilitate interaction between persons
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of differing ethnic origins.

An attempt will also be made

to draw links between these transactions and the resulting
ethnic structure of the market as a whole.

This does not

mean, of course, that all decisions or roles within the
market are based on ethnic identity.

Like any market, deci

sions to enter into certain kinds of relationships are made
through rules of practical utility, economic necessity, or
simple friendship.

The focus of this work is narrowed to a

consideration of how some of these decisions are, at least
in part, influenced by ethnicity.
Research Techniques
The Abatan periodic market system in the Philippine
highlands exhibited a number of characteristics which made
it an attractive research site for the problem outlined
here.

The market was localized in a small number of barrios

or sitios2 which were easily reached by means of local
transportation systems.

The market itself brought together

a number of vendors from the lowland areas of the coastal
and central plains of northern Luzon.

The market also in

volved a considerable number of vendors originating from
groups in the highlands.

Thus, the entire market was com

posed of vendors who identified themselves and were identi
fied by others as members of differing ethnic groups.
2. Small house sites or house clusters which are
found in the rural areas around the barrios.
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An additional advantage of the area around Abatan
was the wealth of published literature on many of the groups
involved in the marketing process.

Ethnographic and ethno

logical work has focused on highland groups for the past
half century providing a body of anthropological work which
proved invaluable for this type of project.

Also, in

recent years the area around Abatan has gone through con
siderable change (at least since the conclusion of the
Second World War).

Changes in farming practices which led

to a reliance upon cash cropping of highland cool climate
vegetables (see Appendix A) due to a growing demand for
these goods from the ever-growing urban centers of the
country has led to a large body of data which describe the
economic shift from earlier subsistence farming to more
modern cash cropping.

Census data available for this region

provide invaluable information which reaches back near the
turn of the century.
More importantly, the periodic markets of the
Philippines which are certainly not confined to the highland
areas of Luzon Island have received little description and
analysis.

Cuyos and Spoehr (1976) have described the local

small-scale fish wholesale market in Cebu.

Szanton (1972)

has provided an important description of lowland marketing
in a barrio in the Visayas.

Davis (1973) has studied the

urban market center of Baguio City with a focus on the
nature of interpersonal transactions so important to an
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understanding of vendor-customer relations in Philippine
small marketing practices.

And Dannhaeuser (1977) has

provided a brief description of a large distribution center
(Dagupan) which has gone through important economic changes
and reflects the changes from traditional interpersonal
economic transactions to a more modern mode of exchange.
Thus, the periodic market of Abatan presented itself
as an important aspect of Philippine economics which has yet
to be described thoroughly.

In size the market system in

Abatan lies between the large urban market centers such as
Baguio City, Dagupan, Manila, or Cebu in the Visayas and
the small single barrio market system.

Abatan provided a

means to examine a reasonably cohesive regional economic
system which can be seen to affect and be affected by both
the large urban centers and the changing production tech
niques in the small barrios and sitios within which the
periodic market operates.

As such, the Abatan market may

be viewed as an economic system which links the traditional
practices of production and exchange with the more modern
systems which are increasingly relied upon in the large
urban centers of the country.
Barrio Abatan in Buguias Municipality was chosen as
a permanent research site because of its central location in
the market system and because of the central economic role
it played in the periodic market.

Its position at a cross

road (Abatan is Kankanai for "meeting place") between
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poblacions^ and barrios on both sides of the central range
proved as convenient for research as it did for the market
vendors who originally came to this barrio to sell their
goods.

The poblacion of Mankayan in the municipality of the

same name was also a large and important site for the
periodic market.

But Mankayan '• s size and importance derived

from the centuries old mining in that district (at Lepanto
where copper and gold are mined in substantial quantities)
and only secondarily from the trade in the marketplace.

On

the other hand, Abatan*s growth over the past thirty years
was due primarily to the changes in subsistence practices
which led to cash cropping of vegetables which were trans
ported and sold to urban centers in increasing volume over
recent years.

The periodic market itself (its structure and

its origin) is more directly tied to this shift in sub
sistence than it is to the mining of gold and copper ore.
The research itself began with a complete household
census of Barrio Abatan.

Questionnaires were written in

both English and Kankanai (the local dialect spoken in the
district of northern Benguet).

Abatan was only recently

declared a "barrio" in its own right and thus does not
appear on the 1970 census reports.

Two local Kankanai

assistants were hired to aid in the administration of these
questionnaires.
3. Seat of government of the larger municipality.
The poblacion is usually the largest barrio in a municipality.
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The periodic market of Abatan consisted of five
different market sites (Abatan, Mankayan, Bad-ayan,
Sadsadan, and Disagan).

Four of these sites were recognized

by most as the core of the market system.

The fifth site

was a market which was composed of vendors from both the
highland and lowland areas.

These sellers decided that the

other , larger, market sites had grown too competitive and
in response established an additional small market site in
the southwestern arm of the Mountain Province.

This fifth

market was held on the same day of a market in the Abatan
system, but did not conflict with the region serviced by the
larger^ more firmly established marketplace.
Vendor questionnaires were written in English,
Kankanai, Ibaloi, and Ilocano.

Ilocano is the lingua franca

of the southern end of the Cordillera and is used most
frequently in transactions involving members of different
ethnic groups.

These questionnaires were used in inter

views with the market vendors in each marketplace.

The

market at Abatan was the most important economically and the
largest in number of vendors; it was thus covered as com
pletely as possible.

The vendors at Mankayan market were

interviewed in part.

Many of these vendors also sold goods

at Abatan and an attempt was merely made to identify them
and the type of goods sold.

The original questionnaire

proved to be a disturbance in the process of selling and
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bartering goods and an attempt was made to disturb market
vendors as little as possible.
Questionnaires were followed by open-ended inter
views with selected vendors.

These vendors were selected

on the basis of their career length as vendors (new and old
vendors were sought out), on the type of goods which they
sold, linguistic group to which they belonged, and on their
willingness to participate in open-ended conversations.
An attempt was made to gather as much information
as possible from local sources.

Records pertaining to the

market system of the area were examined at the barrio,
municipal, and the provincial offices.

Local officials

whose responsibility was to organize tax collection in the
marketplace were interviewed as were local police officials
whose job it was to maintain order in the market itself.
Businessmen long established in the area were also inter
viewed.
Questionnaires contained the type of information
which was easily coded for future machine manipulation.
Statistical results were obtained through the use of The
University of Arizona's computer facilities and a package
computer program entitled SPSS: Statistical Package for
the Social Sciences (Nie et al. 1975).

CHAPTER II
REGIONAL SETTING
Highlands vs. Lowlands
The definition of a "region" is often an arbitrary
matter and depends to a large extent on the research problem
at hand.

For reasons relevant to this work, the "region"

under consideration can be defined on two separate levels
of inclusion.

On the first and most immediate level, one

region includes those areas in the mountainous Cordillera
Central, the major mountain range in northern Luzon, which
are served by the periodic market of Abatan.

Combined, the

separate market sites of this system involve the participa
tion of peoples from a number of municipalities in northern
Benguet Province and the western end of the Mountain
Province.

This area is referred to here as the highland

region, the boundaries of which are defined by the local
reach of the periodic market.

On the some leyel of inclu

sion, another area will be referred to ir +-his work as; the
lowland region.

This region includes thr; adjacant coastal

valleys and flood plains of the provinces of La Union,
Ilocos Sur, and Pangasinan.

The western areas of Nueva

Viscaya are also included in this region.

On a more in

clusive level, both of these regions can be combined.
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they are combined for purposes of discussion this larger
area will be referred to as the provincial range of the
Abatan market system (see Figure 1).
The distinction between these two regions is not
based solely on the obvious topological differences.

Each

region is composed of distinct ethnic groups which, when
combined in reference to their areas of occupation, are
generally referred to by Filipinos themselves as Highlanders
("Igorot") and Lowlanders.

The term Highlander refers to a

group of people composed of at least three major ethnic
groups occupying the heights of the Cordillera--the Kankanai,
the Ibaloi, and the Bontok.

Both the Ifugao and the

Kalangoya, who occupy highland areas west of Benguet
Province, are also included in this group.

The Kankanai

numerically dominate the region serviced by the periodic
market, but this market also serves areas which border on
the traditional territories of these other ethnic groups.
Thus, for purposes here, Highlander will refer to a group
composed of persons claiming differential ethnic identifi
cations, but dominated largely by Kankanai speakers.

The

lowland region, as broadly outlined here, is the tradi
tional territory of two major ethno-linguistic groups.

The

Ilocano occupy the coastal areas from La Union Provinces
northward through the provinces of Ilocos Sur and Ilocos
Norte.

Ilocano speakers are also found in the river

valleys of Nueva Viscaya Province.

Recent years have
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witnessed the migration of large numbers of Ilocano to the
urban center of Baguio City.

Members of the Pangasinan

ethno-linguistic group dominate the province of the same
name which lies to the south of La Union and faces the Gulf
of Lingayen.
Already mentioned, the provincial range is defined
by the total are of influence of the periodic market under
study.

Vendors from both the highland and lowland regions

participate in the weekly market activities.

Because of

this, the marketplace in the highlands becomes a convenient
theatre for the examination of interethnic relations between
members of these various ethnic groups.
The highland-lowland distinction is important from
another perspective.

Since one of the objectives of this

work is to discuss regional interethnic relations the terms
Highlander and Lowlander take on special and useful meanings.
Although each category is composed of more than one ethnic
group, the terms themselves are in common usage by ethnic
group members occupying both regions.
of inclusiveness.

The problem is one

Members of groups occupying the mountain

areas, when first asked to identify their group membership,
first refer to themselves as Highlander or Igorot.

Only

when asked "what kind of Highlander or Igorot?" do they
respond with specific ethnic group names such as Kankanai,
Ibaloi, Bontok, etc.

In the highland region, members of

coastal lowland groups will identify themselves in a
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similar fashion, first as Lowlanders, then as members of
specific ethno-linguistic groups.

The bases for these more

inclusive group categories are historical in origin and are
discussed later in this work.

The important point here is

to note that the group distinctions of Highlander and Lowlander have as much saliency in the minds of people
occupying these regions as do the terms for specific ethnolinguistic groups.

Consequently, for purposes of discussion

here, Highlander and Lowlander will be treated in much the
same way as are more specific group distinctions.

Later

analysis of the similarities and differences between groups
will include these aggregates as well as the specific groups
which make them up.
Highland Regional Environment
Differences between various ethnic group subsistence
practices in both of these regions are due in large part to
the differences in topography, climate, water supply, and
soil types.

The general environmental differences between

the highlands and the lowlands influence the type of crops
grown, the length of the agricultural season, and differ
ential access to modern agricultural technology.

This

regional differentiation in agricultural production is re
flected in the periodic market chosen for study, as is
specialization of product type by the various ethnic groups
involved in the market.
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The periodic market of Abatan operates in the high
land regions of the Cordillera Central Mountains in northern
Luzon.

This major mountain range rises abruptly from the

plains of central Luzon approximately 160 kilometers north
of the capital of Manila and quickly reach altitudes of 2926
meters above sea level at the peak of Mount Pulog north of
Baguio City.

The entire range is composed of three separate

subrange systems so closely compacted that there exist no
intervening lowland or flat valley systems between them.
All three subranges trend in a north-south direction and run
the length of the northern end of Luzon Island.
All three subranges are covered with pine forests at
their higher elevations.

These forests are today being dis

placed by increasing population pressure on existing land
resources which results in an expansion of slash and burn
cultivators (Kaingan) into areas previously left unculti
vated.

The recent increases in commercial cropping of

highland cool weather vegetables has increased this forest
displacement throughout the highland region.
A number of river systems cut through these ranges
but the most important are the Abra, Agno, and the Chico
Rivers.

The origin of all three rivers centers around the

heights of Mount Data, a massive rounded mountain in the
Central Range which rises 2133 meters above sea level and
forms the approximate center of the highland region under
discussion.

The Abra River rises on the southwestern slopes
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of Mount Data and finds its way north between the western
and central subranges until it reaches an area near Bangued
in Abra Province.

From there it turns westward toward the

Ilocos Coast and the South China Sea.

The Agno headwaters

rise on the southeastern edge of Mount Data and cuts its way
south through deep gorges and narrow, steep sloped mountain
sides of the central and eastern subranges.

The Agno then

enters the central plains of the Luzon lowlands and travels
through the width of Pangasinan Province before emptying
into the Lingayen Gulf near Dagupan City.

The Chico River

rises on the northern end of Mount Data and runs north
draining into Cagayan Valley and finally into the Babuyan
Channel near Aparri in the Provice of Cagayan.
These major rivers, along with the numerous smaller
streams and hillside seeps, provide the water needed to
support the garden terraces which line the lower end of the
mountain slopes throughout the highland region.

Upland

rice and an increasing variety of imported vegetables are
grown in these terraces.

Soils in this region are highly

acidic and generally unsuitable to large scale production
which, along with the shift from upland rice to vegetable
crops, has necessitated an increase in the use of chemical
fertilizers.

Large portions of the highland region are

composed of steep slopes with extremely thin soils making
profitable agriculture difficult.
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The greater elevation of the highland region pro
vides a climate which differs markedly from the adjacent
lowlands.

For example, Baguio City, the major urban center

in the mountans at an elevation of 152 4 meters above sea
level, averages approximately 64°F

throughout the year.

Temperatures during the cooler months (January through
February) may fall to 42°F.

This contrasts sharply with

the higher average temperatures of the adjacent lowland
region.

For example, Laoag City on the northwest coast

averages 81°F annually.

As one moves north from Baguio City

in the mountains to even higher elevations in northern
Benguet Province, the average temperature drops even lower.
Frost is sometimes experienced in these higher elevations
in the early mornings.
Rainfall in the highland region ranges from 70 to
200 inches per year.

The mountains experience the seasonal

wet and dry periods similar to those in the lowlands.
December through February are particularly dry months
(Davis, 1973, notes only one inch of rainfall during this
period) causing problems with local grain crops dependent on
rainfall runoff from the surrounding hills.

Highest rain

fall occurs during the months of July through September.
The month of August normally receives the highest monthly
average.

The southern and central end of the Cordillera
f

is also in the path of seasonal typhoons which pass through
the Philippines on the tail end of the rainy season.

These
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typhoons bring tremendous volumes of rainfall (in 1911
forty-five inches of rain fell on Baguio City in a twentyfour hour period).

These high quantities of rain during

these major storms often prevent travel to areas north of
Baguio City since the major roads are dirt and are easily
washed away.

Crops and agricultural terraces also suffer

during these storms causing heavy crop loss which may wipe
out a large portion of many small farmers' seasonal invest
ment.
Lowland Regional Environment
The lowland region, which includes the narrow
coastal areas of Ilocos Sur and La Union provinces and the
flood plains of Pangasinan Provice differ markedly from the
highlands.

The Ilocos and La Union coasts consist of a

narrow band of arable land broken by the nearby western
subrange of the Cordillera and by numerous rivers and
streams which drain from the western side of the mountains.
The Ilocos coast lies directly in the path of strong
seasonal storm systems (typhoons) which cause widespread
soil erosion throughout the area.

As in the highlands,

precipitation in the lowland region is seasonal (90%
occurring between the months of May and October).

The

average annual rainfall measures over 100 inches.
The principal crop grown in the Ilocos area is rice
which accounts for 60% of the land farmed.

Secondary crops
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include corn, sweet potatoes, beans, cassava, fruits, and a
variety of lowland vegetables.
mercial crop as is copra.

Tobacco is a leading com

The South China Sea provides both

salt and fish in commercial quantities.

The high average

temperatures in Ilocos, exhibiting little fluctuation
throughout the year, allow rice farmers in some areas to
harvest two, and in some areas three, crops per year.

The

seasonal precipitation brings a few dry months each year
necessitating methods of water control for continual rice
cropping and other agricultural produce.

Soils in the

region are not exceptionally fertile due to the fact that
the coasts are the product of sediments washed down from
the Cordillera, an area where soils are not entirely
suitable for highly productive agriculture.
An additional lowland area to the south of Ilocos
forms the province of Pangasinan.

The province abuts the

Lingayen Gulf on its northern end and stretches inland to
form part of the Central Plains of Luzon, an area also known
as the "rice granary of the Philippines."

Pangasinan shares

with Ilocos average temperatures and rainfall patterns, but
its low, flat marshy areas along the gulf make it a natural
salt producing area.

These low areas also foster fish

farming and milkfish (bangus) production has grown to
sizeable proportions in recent years.
One of the major rivers issuing from the Cordillera,
the Agno, spans the length of Pangasinan Provice and empties
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into the Lingayen Gulf near Dagupan City, the commercial
center of the lowland region.
The entire lowland region, especially the Ilocos
area, has been under heavy population pressures since the
arrival of the Spanish in the sixteenth century.

The rising

populations of this region and the accompanying pressures on
arable land have caused massive out-migration among
Ilocanos.

Ilocanos from the coastal lowlands now dominate

the highland urban center of Baguio City, occupy areas in
the lower elevations of Nueva Viscaya Province, and large
portions of Cagayan Valley in the far north.
Regional Ethnic Diversity
Should we be changed by the Chinese, the
Tagalogs, or the Ilocanos, you will not be
honored. Because they also have kinsmen to call,
ancestors and friends to call. They will dis
regard you and you will have no shelter and no
one to provide for your needs here on earth
(Kankanai prayer).
It is a truism to say that the highland and lowland
regions described here are ethnically diverse.

Anthro

pologists have documented this diversity for the past half
century, and it is a diversity which persists today.

The

above Kankanai prayer, collected during the course of this
fieldwork, reflects this diversity and the hidden tensions
and strains within it.
Taken together, the highland and lowland regions are
composed of a number of distinct ethno-linguistic groups.
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In the highland region, defined here as the south Central
Cordillera, reside the Northern (Lepanto) Kankanai, Southern
Kankanai, Ibaloi, Ifugao, Bontok, and the Kalangoya.

Al

though the area served by the highland market discussed here
includes these groups, the Kankanai (both northern and
southern groups) numerically dominate.

In the lowland

region reside the Ilocano and the Pangasinan.

Ilocano over

whelmingly dominate the Ilocos coastal area and the
Pangasinan speakers are concentrated in the province of the
same name (Wernstedt and Spencer 1967, Keesing 1962).

The

following description focuses on the groups in both the
highland and lowland regions which are found to be most
frequently interacting in the highland market of Abatan.
Highlanders;

The "Igorot"

One term, Igorot, is widely used by lowlanders to
describe a general category of "those who live in the
mountains."

In the early years of Spanish occupation the

peoples of the southern end of the Cordillera (from Bontok
to the area surrounding Baguio City) were referred to as
"Ygclotes" or "Igorrotes" (see Scott 1962, 1972)."'' This
1. Scott (1962) points out that these early terms
for the highland populations were derived from lowland
language usage and were imposed on the highland groups by
the lowlanders dealing with the Spanish. In short, the
highland groups may never have referred to themselves with
the general gloss of "Igorot" before the Spanish and lowland
Filipinos brought the term into general use. Lowlanders
today look upon those described as "Igorot" as primitive and

single term, "Igorot," lumps together a number of highland
ethno-linguistic groups and simply designates "peoples who
dwell in the mountains" or "mountain dweller."
usage of this term is pejorative.

The lowland

The Igorot is thought by

Christian lowlanders of western and central Luzon to be
primitive, ignorant, and generally "pagan" in their beliefs.
The modern Igorot, on the other hand, refers to him or her
self as "Igorot" with a certain sense of group pride.

This

pride, in part, stems from the Highlander's understanding of
history.

They well know that the Lowlander considers them

fearless in battle and that their Highland ancestors
successfully held the mountain region independent from
intruders for centuries.
The highland groups discussed here are those which
have relevance to the later discussions of interethnic
organization in the defined regions and in the market of
Abatan.

Among the Highlanders these include the Kankanai,

the Ibaloi, and a small group known to the Kankanai as the
Kalangoya.
Kankanai.

The speakers of Kankanai or Kankana-ey

are located primarily in the northern municipalities of
Benguet Province and in the westernmost municipalities of
backward peoples without education or religion. Highland
dwellers, though they understand the lowland meaning given
this term, nonetheless proudly refer to themselves as
"Igorots."

the Mountain Province.

The Kankanai have been placed into

two major subgroups based upon dialect differences.
Speakers of Southern Kankanai reside primarily in northern
Benguet Province.

There are also a small number of munici

palities in eastern La Union and southern Ilocos Sur where
Kankanai is reported as the mother tongue (Philippine
Census Bureau 1970).

The Northern Kankanai, sometimes in

the literature referred to as Lepanto Kankanai, occupy the
municipalities of Tadian, Besao, Sabangan, and Sagada, all
lying in the western end of the Mountain Province.

The

Municipality of Cervantes in Ilocos Sur Province also is the
home of a sizeable population of what are presumably
Northern Kankanai speakers (unfortunately, the Philippines
Census of 19 70 makes no distinction between speakers of the
northern and southern dialects).

Scott (1974) and Keesing

(1962) place the division between the Northern and Southern
Kankanai near Suyoc, a gold producing district in Mankayan
Municipality in northern Benguet Province.

Suyoc lies

approximately three kilometers from Abatan, the site of the
market discussed in this work.
Compared with other ethnic groups in the Cordillera,
comparatively little is known of the Southern Kankanai.
Bello (1972) has produced a work focusing on cultural change
among the Kankanai of Bakun Municipality in western Benguet.
Encarnacion (1960, 1961) provides studies of Kankanai
leadership roles in Bakun.

An earlier work by Moss (1920b)
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focused on the myths and religious ceremonies of the
Southern Kankanai.

Earlier work by Scheerer (1901) pointed

out the dialect differences between the northern and
southern Kankanai.
With regard to culture "traits" the Southern
Kankanai populations of Benguet share a great many items
with their Ibaloi neighbors to the east and south.
important differences do exist, however.

A few

The Kankanai of

Benguet traditionally farmed highland root crops in the
highest elevations of the Cordillera, while the Ibaloi
traditionally concentrated on rice terracing in the lower
river valleys further south.

Both the Kankanai and the

Ibaloi live in dispersed settlements and share similar
practices in marriage, religious matters, and native law.
Moss (1920b) provides a useful list of cultural traits which
indicate the general similarity between these two groups.
In spite of these many similarities in cultural traits, the
members of these two groups speak mutually unintelligible
languages (the Ibaloi speak a language more closely related
to Pangasinan than to other highland languages) and readily
identify themselves as being distinct from one another.
Keesing (1962) speculates that early Kankanai (he uses the
term "Proto-Kankanai") arrived in the mountain areas from
northern coastal Ilocos regions to mine the copper and gold
in the mountains of northern Benguet; precious metals in
great demand both before and after the arrival of the
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Spanish.

The cultural differences between the northern and

southern groups, claims Keesing, arise from adjustments to
differing ecological factors and to contact with neighboring
highland groups already in residence in the Cordillera.
The Northern Kankanai, or Lepanto Kankanai, who
reside in the western end of the Mountain Provice, are in
close proximity to the Bontok speaking peoples of the
central portion of the same province.

The Northern

Kankanai, as do their Bontok neighbors, emphasize rice
terracing and have not yet turned to vegetable farming like
their southern Kankanai neighbors, although the Kankanai
near Besao cultivate fruit such as oranges'and calamansi.
Much of the fruit arriving in the Abatan market comes with
traveling Kankanai vendors from the Besao area.
Like the Southern Kankanai, Keesing (1962) specu
lates that the Northern group also arrived in the mountains
in a migratory movement from the Ilocos regions.

Cultural

differences between northern and southern groups are again
attributed to differential ecological adjustments.

Cultural

similarities with the Bontok/ such as the emphasis on rice
terracing and settlement patterns of tight, closely packed
houses forming well-defined villages, is attributed to the
close contact with these peoples.
Regardless of the similarities between Northern
Kankanai groups and Bontok speakers, the Northern Kankanai
still identify themselves more closely with the Kankanai of

Benguet.

The residents of Sabangan, a northern Kankanai

municipality near Bontok Central, make a clear distinction
between themselves as Kankanai and the residents of Bontok
who speak a language of the same name.

Sabangan borders

the Bontok speaking area and the few residents there who
were questioned felt the distinction between the groups so
sharply that they claimed to know just where the territorial
boundary between the two groups was located.

A visitor,

though familiar with the area, would be hard pressed to make
such a sharp distinction between the two groups.
Language emerges as a strong symbol of group
identity for the Kankanai.

Although there is a clear dis

tinction between the two dialects, a Kankanai speaker in
Buguias is more likely to distinguish between Kankanai
originating from a specific place (such as a Besao Kankanai,
a Buguias Kankanai, or a Lepanto Kankanai) rather than
speakers of a northern or southern dialect.

In fact, most

consultants claimed that there existed many dialect dif
ferences which correspond to the origin of the speaker.

The

fact that these dialects were mutually intelligible, was for
the most part, an important element in identifying others
as belonging to the same ethnic group.
An additional aspect of group identity among the
Kankanai of Abatan was the religious canao, a feast some
times lasting days which is held to appease deceased
cestors,

an

The Bontok and the Ibaloi both hold canaos, but
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the Kankanai of Abatan claimed that the greatest, or largest
canaos were held by the Kankanai.

The Kankanai, it was

claimed, practiced a more traditional form of festival than
did other groups.

Just what the actual differences between

the different groups' practice of the canao is uncertain,
especially with regard to the size of the feast and the
accompanying ritual practices.

The important point is that

Kankanai consultants consistently used the canao as a point
of distinction between their own group and the Ibaloi to
the south and the Bontok to the north.
Ibaloi.

The Ibaloi are members of a rural highland

ethno-linguistic group which occupies the central and
southern areas of Benguet Province in the Central Cordillera.
The Ibaloi speak a language of the same name and are
variously referred to in the literature as the Inibaloi,
Ibaloi, or Nabaloi.

They are sometimes referred to simply

as Benguet People.2

The Ibaloi are primarily farmers who

2. Leanc (1958), a member of this language group
herself, outlines the use of these various terms in anthro
pological and linguistic works (Scheerer 1901, 1905; Beyer
1918; Moss 1920a; and others) and uses them interchangeably.
In her own interviews the term Nabaloi went unrecognized by
her consultants. Neighboring Kankanai use the terms
Iniballuy or Inibaloi to identify members of this linguistic
group. Locally, near the capital of La Trinidad, where
Leano did her work, local rural group members pronounce the
term Ivaduy which refers to both the group to which they
belong and to the dialect which they speak. She goes on to
correct Beyer (1918) who places the Ibaloi not only in
central Benguet, but also in the district of Kayapa along
the Benguet-Nueva Viscaya border. Her own research
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live in scattered settlements throughout the municipalities
of Bokod, Atok, Tublay, Sablan, and Kabayan.

Recent years

have witnessed a tremendous growth in the urban center of
Baguio City and the rural Ibaloi have been part of this
urbanization leaving their farms to seek a more profitable
livelihood in the city (the 1970 census tabulation shows
that the lowland language groups—Pangasinan, Ilocano, and
Tagalog--command a large majority in Baguio City, but the
Ibaloi speakers are next in number to this lowland group
and comprise 5.6% of the city's total population).
The Ibaloi have traditionally farmed rice in the
lower river valleys of Cordillera's southern end.

Where

level land is unavailable they construct terraces along
hillsides lining the area's rivers and small drainages.
These terraces are irrigated by a series of canal works
leading from the river, or from seeps and streams which run
down nearby hills.

Secondary crops have traditionally been

the camote or sweet potato (Ipomea batatas) and the gabi or
taro (Colocasia esculenta), root crops which are grown on
the higher slopes away from the more plentiful water
supplies of the valleys (see Alcantara 1966).

Since the end

indicated that Ibaloi did not live in this area since it is
or was at the time of her research occupied by a group
called Kallasans, Ikadasans who speak a dialect called
Kalangnguy'ya (the above mentioned Kalangoya). As already
mentioned, the Kankanai of Abatan readily identify this
group (Kalangoya) members of which occupy portions of
Buguias Central.
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of the Second World War, other vegetables have been intro
duced into this area (first in Trinidad Valley near Baguio
City and now elsewhere) by enterprising Chinese farmers«
Local Ibaloi farmers were quick to switch from their tradi
tional subsistence farming of rice and sweet potatoes and
many now engage in cash vegetable crops which have a ready
market in the urban centers of Baguio City, Manila, and
Dagupan.
The topography of the central Benguet region was
once a limiting factor in Ibaloi farming practices.

Otto

Scheerer (in Leano 1958:25) makes note of this in his travels
through this region at the turn of the century:
The topographical character of Benguet is that
of an extremely mountainous territory, presenting
no very extensive plateaus but throughout broken
into a bewildering mass of very high mountains (the
highest about 8,000 feet) and minor ridges, which
often slope down quite suddenly into deep-cut
valleys.
This ruggedness presents a great obstacle to
the cultivation of grains on large scale. Level in
areas a few miles in circumference are to be found
only in certain localities (e.g., La Trinidad,
Daklan, Loo, Baguio) where more or less circular
valleys are furnished, and often marshy soil that
requires draining.
The change from subsistence rice farming to the cash
cropping of vegetables is occurring at a rapid pace.
Vegetable farming frees the farmer from the rivers and
seeps which are necessary for successful rice terrace
farming.

Terraces for vegetables can be built higher on

the sides of hills once used only for sweet potatoes or on
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land not used at all.

As the Philippine cash economy began

to reach into the more remote areas of Benguet, local farmer
farmers saw the advantage in cash cropping vegetables which
could be grown on land formerly unsuitable for rice and
which produced a higher economic return than the traditional
crops of camote or gabi.
Additional Highland Ethnic Groups
Although the Kankanai and the Ibaloi are the largest
groups served by the periodic market of Abatan, there are
others which should be mentioned.

These additional groups

occupy territory adjacent to the Kankanai and Ibaloi and
their members are found participating in the weekly market
in small numbers.

These groups are the Bago, the Kalangoya,

the Ifugao, and the Bontok peoples
Bago.
is limited.

Ethnographic information focusing on the Bago

An early work by

Beurms (1929) identifies a

Bago (Bago-Igorot: "New Highlander") community in Pugo, a
municipality of La Union Province's southeastern edge.

This

short work outlines major ceremonial activities and reli
gious beliefs and reinforces the popular notion that th-3.
Bago were originally migrants from Northern Kankanai
villages in the western Mountain Province.

A later work by

Vibar-Basco (1956) describes two Bago villages, also in Pugo.
The Bago in this area farm a mixture of highland root crops
(gabi, camote) and lowland fruits and vegetables.

Both
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villages described by Vibar-Basco are on major transporta
tion routes leading from Rosario and Santo Tomas Poblacions
(central villages), two lowland villages, and the origin of
some of the Lowland vendors participating weekly in the
Abatan periodic market.
The Bago in this area speak a Northern Kankanai
dialect with a liberal infusion of Ilocano and other lowland
vocabulary.

Ilocano is used when speaking to neighboring

Ilocanos in nearby barrios or when speaking to Highlanders
from various places visiting the area.

Bontok and Ifugao

are also reported to be members of these Bago communities.
The Kankanai place the Bago in a kind of cultural or
ethnic limbo.

A few Kankanai in Abatan referred to the Bago

as Highlanders, while others considered them Highlanders
who have become Lowlanders.

The Kankanai recognize the

bilingualism of the Bago and claim that it is difficult to
determine if they are Ilocano or Kankanai since they seem to
speak both languages without noticeable dialect emphasis.
This confusion of ethnic status is expressed also in the
beliefs the Kankanai have concerning the Bago.

The Kankanai

feel that one must always be wary of Bago since they possess
the power to cast spells and curses.

A wide array of

stories exist which express one theme:
be trusted.

The Bago are not to
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Kalangoya.

Kalangoya is a name applied to a group

by the local Kankanai of Abatan.

The Kalangoya occupy the

higher elevations outside the area surrounding Buguias
Central south of Abatan approximately 15 kilometers.

The

census (Philippine Census Bureau 19 70) makes no mention of
this group and, under this name, they do not appear in the
ethnographic literature.

The Kalangoya residing in Abatan

refer to themselves with this gloss and use the same term to
refer to their dialect which is mutually unintelligible with
the local Kankanai dialects.
The Kalangoya may well be part of well known groups
which inhabit the upper slopes of the Polis Range on both
its east and west sides.

Prohibitions on travel into this

area due to ongoing military activity nearby made direct
observations difficult to impossible.

In the weekly market,

local Kankanai vendors recognized Kalangoya through language
use.

These vendors felt that the Kalangoya, much like the

Bago, possessed certain magical powers to do harm.

Sellers

familiar with the Kalangoya claimed that one should not
bargain too heavily with a Kalangoya customer.

Half

jokingly, they felt that a curse by a Kalangoya could ruin
a day's sales.
Bontok.

The Bontok or the Bontok-Igorot occupy

territory just north of Mount Data.

The Bontok population

is most heavily concentrated in the urban center of the
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Mountain Province, Bontok Central.

Culturally, the Bontok

resemble the Northern Kankanai population to the south and
west of Bontok Central.

Occupying the lower river valleys

of this area, the Bontok concentrate on terrace building and
highland rice farming.

Secondary crops include a wide

variety of legumes.
Although the territory of the Bontok falls outside
of the highland region serviced by the market area described
here, a few Bontok have married into Kankanai families in
Abatan and there are also a small number of Bontok who
participate in the weekly market on a regular basis.

In

addition, the Bontok are respected by local Kankanai for
their expertise in the building of terraces.

As highland

vegetable farming grows in Benguet there is an increasing
need for new terraces.

Kankanai farmers often hire Bontok

farmers during the off season to build new terraces on land
that is newly cleared for future vegetable farming.

The

Bontok are well described in the ethnographic literature
(cf. Jenks 1905, Beyer 1918, Drucker 1977.

For an extensive

listing of bibliography see Saito 1972).
Ifugao.

The Ifugao occupy a Province of the same

name which lies east of the Central Range opposite the
territory of the Southern Kankanai.

The majority of Ifugao

live in this province, but a few Ifugao communities are also
found in the lower hill country to the southeast.

The

65

Ifugao are most famous for the construction of elaborate
terraces and irrigation systems which line the steep sloped
hillsides on the western side of the Polis Range.

Like the

Bontok, the Ifugao live in small villages and cultivate
highland rice varieties.

Well known in the ethnographic

literature, Ifugao culture has been described in some
detail (Barton 1949, 1969; Conklin 1967 are the best known
works.

Again, see Saito 1972 for a complete listing).
The Ifugao are mentioned here only because one of

the smaller market sites (Bad-ayan) in the Abatan system
services Ifugao who live in the highest reaches of the Polis
Range.

These Ifugao trek to this market and barter highland

produce (especially sweetpeas) for dry goods available from
the Lowland vendors.
Lowlanders: The Traveling Vendors
Each week, members of lowland ethnic groups travel
to the highland region to sell their wares.

These lowland

group members are credited with the beginnings of the
Abatan market and continue to form the core of the market
activities.

A number of different groups are involved in

this weekly migration, but the largest numbers are
Pangasinan or Ilocano from the Ilocos coast or from
Pangasinan Province.
Ilocano.

Ilocano speakers dominate the entire

northwest coastal areas of Luzon as well as portions of the
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southern end of the Cordillera.

Once confined to the

northwestern coastal areas of the isl'and the Ilocano have
migrated to areas throughout much of Luzon.

With arable

farm land in short supply along the Ilocos coast and with
increasing population in the mid-nineteenth century
(Wernstedt and Spencer 1967) Ilocano speakers began to move
in various directions.

To the south, Ilocanos moved into

what is now La Union Province and the northern end of
Pangasinan.

In the northern direction they traveled around

the northern end of Luzon and moved into the available
farming areas of Cagayan Valley.

Today, Baguio City in the

southern end of the Cordillera is overwhelmingly dominated
by Ilocano speakers.

The Ilocano language has become the

lingua franca of the southern Cordillera (see Robb 1927,
Lewis 1967, Luna 1963, Keesing 1962, Nydegger 1966).
The Ilocano along the coastal areas are primarily
farmers.

The principal crop is rice, although tobacco has

shared a position of economic importance since early in the
Spanish occupation period.

Ilocanos generally have earned

a reputation throughout the islands as hard working,
industrious people who have, in many places in the
Philippines, successfully moved into entrepreneurial
activities on both a small and large scale.
Pangasinan.

Neighboring the Ilocano to the south

are the Pangasinan who reside in the province of the same
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name.

The Pangasinan are primarily lowland farme , who

cultivate wet rice on the fertile lands irrigated by rivers,
such as the Agno, which drain the southern end of the
Cordillera.

A-: already mentioned, the low, flat character

of the Pangasinan landscape near the southern end of the
Lingayen Gulf lends itself to the economical construction of
catchments lots for the evaporation of sea water and large
scale salt production.

Fish ponds have also been con

structed in large numbers near Dagupan City, permitting
commercial scale production of a much sought after fish,
the milkfish.

These products, along with lowland vege

tables, find their way to the highland region through the
Pangasinan traveling traders.
Since the earliest Spanish times, the Pangasinan
have been known for their entrepreneurial skills.

The

early Chinese merchants arriving in the Philippines for
purposes of trade made points along the Lingayen Gulf
permanent ports of trade and dealt primarily with local
Pangasinan traders.

Today, Pangasinan merchants travel

weekly to the mountain region acting as middlemen vending
hardware items and clothing goods bought from Chinese
distributors in Dagupan City.

Both the Ilocano and the

Pangasinan traveling traders are dealt with in detail in the
following chapter.
Keesing (1962), in his Ethnohistory of Northern
Luzon, has suggested that the Ilocano and the Pangasinan
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have played an important role in the peopling of the
Cordillera.

The Ibaloi, residing in the southern end of

the mountain range are closely related to the Pangasinan
linguistically.

Keesing suggests that they may have migrated

to the mountains from the lowlands fleeing from the Spanish
colonialists.

Ilocanos, on the other hand, are more closely

related linguistically to the Kankanai dialects of northern
Benguet and the western Mountain Province.

Differentiation

between the parent languages and the present dialects is
due, according to Keesing, to differing environmental
conditions and contacts with other highland groups.
Chinese.

The Chinese have long played an important

part in the social and economic life of the Philippines
(Agoncillo 1969, Ch'en 1968).

Their role has certainly not

diminished in the regions described here.

In the highland

region, the Chinese population confines itself primarily to
the urban center of Baguio City.

In the lowlands, Chinese

Filipinos congregate in the larger cities along the coasts.
In both areas the Chinese are known for their success in
business matters in their role as wholesaler or middleman
operating between the levels of manufacturing and retailing.
Many of the Pangasinan and llocano vendors who travel weekly
to the mountain markets buy their goods from Chinese whole
salers (clothing and hardware goods) in Dagupan or Manila.
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In the highland region of northern Benguet, Chinese
immigrants introduced modern farming techniques during the
last years of the 1940's.

A few of these Chinese immigrants

were new to the Philippines while others were residents of
La Trinidad, a valley near Baguio City known for vegetable
cash cropping.

The Chinese newcomers introduced new culti-

gens to northern Benguet, crops which were primarily intro
duced to enter the cash market for highland vegetables in
Baguio and Manila.

Cash cropping continues to grow in this

highland region, but there are very few original Chinese
farmers remaining.

Pressure from local highland groups, and

the lure of a more profitable wholesaling business, have
caused the Chinese to move from the rural farming areas into
the urban centers.- Even though they began as farmers, these
Chinese now control the transportation and wholesaling of
highland vegetables in the large markets.
Regional Interethnic Relations
As will be discussed in some detail in the next
chapter, highland-lowland interaction has taken place for
many centuries.

The earliest recorded contact between these

groups was primarily based on trade.

To a large extent,

trade continues to be a prime motive for interaction.

From

a regional, environmental point of view, the highlandlowland differences in topography, climate, and mineral re
sources formed the basis of a system of interethnic
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relations which persist to this day.

The ecological,

economic, and social aspects of this interaction will be
discussed here.
Distinct Ethnic Group Territories
To a large extent, the Kankanai, Ibaloi, Ilocano,
and the Pangasinan occupy distinct geographic areas.

The

exception to this would be the large urban center of Baguio
City which is dominated by Ilocano speakers, but sits in
the center of Ibaloi territory (see Table 1).

The Northern

Kankanai of Sabangan, Mt. Province, are acutely aware of
where Kankanai villages end and where Bontok villages begin.
The Southern Kankanai of Buguias identify with equal
assurance the territorial boundary of the Ibaloi to the
south in Kabayan.

The Ilocano and Pangasinan geographic

boundaries are not so clear-cut but the fact remains that
the largest concentrations of either group cluster in
distinct geographic areas.
This distinct territorial occupation and its rela
tionship to regional interethnic relations is reflected in
the terms introduced earlier, Highlander and Lowlander.
This group-geographic identification, on the broadest level
of group identification, has social meaning inasmuch as the
terms express well-worn group stereotypes.

The Lowlanders,

both Ilocano and Pangasinan (as well as other lowland
groups), view the Igorot with a general distaste, a feeling
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Table 1.

Ethnic group population by province — Philippine
Census Bureau (1970).
Ethnic Group

Province
Kankanai

Ibaloi

Ilocano

Benguet

60,160

64,895

77,709

15,810

Mt. Province

53,757

62

4,521

0

7,704

382

350,281

9,116

Pangasinan

0

66

46,459

46,772

Ilocos Sur

4,047

0

375,554

197

125,668

65,405

854,524

71,895

La Union

Total

Pangasinan

that they are "savage" and uneducated or "pagan. "

Low-

landers delight. in numerous jokes which portray Igorots as
animals or as living like animals (many Highlanders them
selves engage in these self-deprecating jokes).

High

landers, on the other hand, view the Lowlanders with general
suspicion.

They view their entrepreneurial skills as

superior to their own.

Consequently, an Igorot will express

the feeling that one must always be on the watch when
dealing with Lowlanders, that lowland businessmen who travel
to the mountains seek only to "trick" the Highlanders into
paying more than a fair price for a commodity.

In addi

tion, the Igorot are well aware of Lowlander attitudes
toward them and business dealings can often seem one-sided
with the Highlander simply deciding not to deal with the
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visiting Lowlanders.

Merchants from the lowlands often

complained that the Igorots simply refused to "play by good
business rules," or that they suddenly decided not to buy
though a bargain was about to be struck, a classic violation
of lowland type business dealings (see Anderson 1969)•
Separate geographic occupation has served, over the
years, to isolate Highlanders from Lowlanders.

Mountain

topography makes travel into the mountains difficult.
Historically, the mountain groups have militarily resisted
intrusions by lowland groups and especially western
colonialists.

Conflict, geographic separation, and dif

ferential assimilation into colonial culture have all pro
vided Highland-Lowland isolation.

The history of this iso

lation is treated in greater detail in Chapter III.
These differing territories and their respective
climates had an effect on attitudes from another point of
view.

The Igorots of Abatan, the research site, felt

strongly that the cool mountain highlands offered better,
healthier places to live.

They realized that wages were

higher in the lowland cities, and Highlanders regularly
travel there for that reason.

Most return, however, after a

short period of time and most express a distaste for low
land climate.
Interethnic Status System.

A major feature of

Highlander-Lowlander relations is the assumption of _
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superiority among the lowland group members.

The Low-

landers, in the mainstream of Philippine national politics,
religion, commerce, and technology, feel vastly superior to
the Highlanders.

At best, the highland groups are viewed as

"underdeveloped," at worst they are described as "pagan,"
uncivilized.

Much of this inferior-superior attitude is

derived from the Lowlander's accessibility to better
schools, higher wages, better jobs, and modern technology.
Differential integration into national politics and commerce
has helped establish a regional interethnic status system.
Ilocanos enjoy the highest social status regionally,
due to their larger numbers, their cultural hegemony along
the important Ilocos Coast, and to their control of the
mountain area's largest urban center, Baguio City.

One

indicator of their position in this regional hierarchy is
the fact that the Ilocano language has, over the years,
become the lingua franca of the entire region.

In addition,

their political importance does not go unnoticed due to the
fact that the present state of martial law is controlled by
the country's president, himself an Ilocano from the
northern Ilocos coast.
Pangasinan group members, though small in numbers,
occupy the next status position in the regional hierarchy.
Pangasinan feature importantly in the small scale marketing
which takes place in much of rural Benguet.

Pangasinan

have migrated to the mountaints to work in the mines or to
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take advantage of the profits to be made in the small scale
traveling markets.

Their status level might be considered

a little ambiguous due to their small numbers, but their
position above the Kankanai and the Ibaloi is assured
through their identity as Lowlanders.
The rural Kankanai and Ibaloi farmers of the high
lands occupy the second lowest level in the regional status
system.

By and large, these groups are composed of small

family farmers who live in dispersed communities.

Unlike

the Ilocano or the Pangasinan, these rural based groups take
no large part in urban and large scale commercial affairs.
Within this framework the Chinese occupy the lowest
status.

Although the Chinese Filipinos occupy vitally

important (and in some cases extremely profitable) positions
in the regional commercial sphere, they are uniformly looked
down upon by all four groups mentioned here.

Within the

highland market area, local Chinese have moved from farming
highland vegetables to wholesaling, storing, and marketing
them.

The local transport companies, though operated by

Igorots, are financially controlled by Chinese residents.
If the frame of reference is changed from a regional
to a local setting, a different picture of status emerges.
Within the limited sphere of the market area, northern
Benguet Province, the Kankanai dominate all other groups
numerically.

The larger number of Kankanai, along with

control or ownership of most of the local farmland, provide
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them with increasing control in political and economic
matters in the area.

With better education and training,

along with increasing interests in large-scale cash cropping,
larger numbers of Kankanai are serving as government
officials and directing government programs.

In this local

sphere, the Kankanai dominate both lowland groups as well
as the Chinese.

And Kankanai control is on the increase.

The Chinese farmers who introduced modern farming techniques
to the area are feeling and responding to increasing
pressure from local Kankanai to sell their land and farms
to larger Kankanai farmers.

Thus, on a local scale,

modernization of farming technology, a move toward more
lucrative cash cropping, and better education and training,
are drawing greater numbers of lowlanders to the area, but
they are also allowing the local Kankanai to alter the
regional status framework to their own advantage by taking
greater control of profitable resources.
Subsistence Specialization.

A number of researchers

(Barth 1969, Cohen and Middleton 1970, Colby and Van Den
Berghe 1969) have noted that ethnic diversity can profitably
be viewed from an ecological perspective.

Ethnic groups

can be seen to occupy distinct ecological niches in the
natural environment in order to compete successfully for
scarce resources.

To some extent, the ethnic diversity of

the region discussed here can profitably be viewed from this
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perspective.

The ethno-linguistic groups discussed above

occupy distinct geographic areas and, in the market in
Abatan to be discussed in this work, dominate the sale of
products from their respective areas of origin.
On the broadest level of highlands vs. lowlands,
the ecological consequences of distinct territorial occupa
tion are quite obvious.

In the highest elevations of the

Cordillera, the Kankanai traditionally farmed sweet
potatoes and yams.

Their cool mountain home is ideal for

cultivating imported temperate zone vegetable crops to which
they are turning in increasing numbers since there is a
ready market for these products in the urban areas.

In the

lower river valleys of the southern end of the mountains,
the Ibaloi traditionally farmed a mixture of upland rice
(nearer to rivers and drainages) and highland camote.

The

Pangasinan farm rice as a principal crop, but they are known
also for their production of salt and fish ponds which their
low lying plains near the gulf promote.

The Ilocanos, on

the other hand, farm not only rice, but take advantage of
the nearby mountain slopes in Ilocos to farm tobacco, a
principal cash crop.

On the broadest level, interethnic

relations are predicated on the economic exchange of goods
produced in these distinct geographic areas.
If one examines the mountain area alone in some
detail a similar pattern emerges merely shrunk in scale.
The steep mountain slopes in the Cordillera offer a
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surprising variety of eco-zones which are exploited by
different groups.

On the higher slopes soils are very thin

and the climate offers cooler temperatures.

Slopes are

quite steep forcing the construction of small terraces to
hold both soil and crops.

Wide river valleys are few.

In

fact, the only valley of size in the market area of northern
Benguet is Loo Valley with an area of but three square
kilometers.

Generally, the steep slopes fall quickly into

narrow river systems.

Near the bottom of these hillsides

about the river drainages the elevation is a bit lower and
the weather a bit warmer.

The rivers flow throughout the

year and offer a reliable supply of water.
Buguias Central, a major poblacion of Buguias
Municipality in northern Benguet, displays all of these
environmental features.

Within and around Buguias, the

pattern of subsistence specialization exhibits itself on a
smaller, local scale.

Buguias Central lies near the Agno

River on the border of Buguias and Kabayan Municipalities.
The population of Buguias is dominated by Kankanai and that
of Kabayan, 14 kilometers to the south, by Ibaloi.

The

poblacion of Buguias itself sits near the base of steep
mountain slopes which reach from their lowest points on the
Agno River to the heights of the Polis Range (2743 meters).
The higher slopes are occupied by Kalangoya who continue to
grow traditional root crops such as camote and a few
legumes.

Kankanai dominate the poblacion itself which lies
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lower on the slopes and a few hundred meters from the river.
It is around the town that Kankanai farm highland vegetables
for cash.

Along the river, in terraces constructed along

its banks, live a group known locally as Ibuguias ("from
Buguias") who are, it was explained, a mixture of Kankanai
and Ibaloi.

This group, like the Ibaloi to the south,

concentrate on upland rice farming.

Rice farmers here

claimed to harvest two crops per year due to the hot water
springs which flowed into the Agno just upstream from the
Poblacion.
Interethnic Marriage.

Within the context of the

Abatan market system ethnic boundaries, their maintenance
and crossing, are examined in some detail in a later chapter.
On the community level of Abatan clues to ethnic group
interaction were sought in a major social sphere--marriage.
Since Abatan serves as a market town upon which
descend vendors of various groups, its population is
ethnically mixed.

Examination of local interethnic

marriages was expected to reveal a pattern, at least along
one dimension, of ethnic group interaction.

Results how

ever, were mixed.
There were very few explicit restrictions voiced by
local Kankanai toward intergroup marriage.

Ilocano and

Pangasinan informants expressed a general distaste for such
unions primarily due to the status differentials in
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education and relative wealth.

All acknowledged that such

marriages were on the increase in Abatan due to the fact
that increasing numbers of Lowlanders were moving to Abatan
to take advantage of the growing market.

Table 2 shows the

result of a census survey of the entire barrio.

Table 2.

Interethnic marriages in Barrio Abatan.

Marriages

Frequency

(N)

Kankanai/Kankanai

40.5%

(42)

Kankanai/other Highlander

36.5%

(38)

7.6%

(8)

15.4%

(16)

100.0%

(104)

Kankanai/Lowlander
Lowlander/Lowlander
Total

These figures were obtained from the central sitio
(house cluster) of Abatan, a community growing both in its
regional commercial importance, and in its ethnic diversity.
The surrounding rural Kankanai sitios (which are included
in Abatan's population) which are composed of farming
families, exhibited a different pattern.

In these six

sitios there was only one recorded interethnic marriage,
Kankanai and Ibaloi (N = 58).

Thus, while interethnic

marriage is on the increase in the commercial center of
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Abatan, more traditional conservative attitudes discouraging
intermarriage persist.
Summary
From a regional point of view, the general distinc
tion between highlands and lowlands has more than heuristic
value.

Geographically, the two areas exhibit exceptionally

distinct topographic and ecological features.

On the

broadest level, the distinction between these two regions
corresponds to group identification.

The term Igorot,

meaning "Highlander," is used by all four ethnic groups
described here to refer to groups living in the mountains.
In a similar manner, highland populations regularly lump
together ethnic groups occupying the coastal plain as
"Lowlanders."
Interethnic relations based on this broad distinc
tion between Highlanders and Lowlanders are defined by sub
sistence and occupational specialization, eco-zone occupancy,
and positions in the regional social hierarchy.

But the

saliency of the Highlander-Lowlander distinction depends
on more than these categorical features.

Interethnic and

interregional relations are based on a history of group
interaction (or a lack of interaction).

To a large extent,

the interethnic attitudes, trade, and relations which exist
today are based on, and an extension of, the history of the
area.

The discussion of the history of highland-lowland
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trade and contact which follows will provide a useful
context in which to place an analysis of the specific
features of ethnic and social boundaries in Chapters IV and
V.

CHAPTER III
EARLY INTERETHNIC TRADE
The Philippines has witnessed the comings and goings
of peoples from nearby islands since long before the advent
of the Spanish period.

There were extended contacts with

visitors from the Champa coast (now Vietnam) between 900 and
1200 A.D.

These contacts resulted in the establishment of

trading posts in the southern Philippines and a brisk trade
in pearls and shell products from the waters of the Sulu
Archipelago, a group of small islands extending from the
tip of the Zamboafiga peninsula on the island of Mindanao to
the northeastern coast of Borneo.

It was during this period

that the Bandjarmasin and Brunei, two substates of Sri
Vijaya, sent traders to Sulu.

Evidence indicates that it

was during the turn of the millennium that trading contacts
began and flourished with areas of mainland Southeast Asia
as well as with other islands of the region.

With its

position on the edge of the Southeast Asian and East Asian
axis, the Philippine archipelago presented lucrative trading
ports for the expanding interests of Asian empires.

One of

the most important of these early contacts, given the
subsequent nature of Philippine history and commerce, was
with the Chinese merchant.
82

83

Early Chinese Contacts
The existing written records describing contact
between the Philippine Islands and other parts of island and
mainland Southeast Asia are scant.

But in spite of the

scant nature of these records they reveal interesting and
important features of the islands before the Spanish arrived
in the mid-sixteenth century.

An important feature in the

early Chinese records of this contact was economic; these
early accounts give short, general descriptions of land
form, dress, and customs of local island populations, but
they also list in detail the items of trade available in the
islands and provide, in addition, a general guide on ±he
difficulty or ease of trading relations.

Early Chinese

geographers and adventurers relied almost entirely on
Chinese merchant vessels to transport them from areas of the
mainland to the various parts of the Philippine Islands as
well as to other parts of Southeast Asia and beyond.

It was

often the case that these geographers or travelers docu
mented early trading practices both of the Chinese merchants
and of the populations with whom they dealt.
The earliest records of Philippine contact with
areas of mainland Southeast Asia come from the Chinese, a
fact which should be expected given the geographical
proximity of the Chinese mainland and the existing inter
regional trading activities of the Chinese in the Southeast
Asian theatre which data back to the third century B.C.
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Ch'en (1968) refers to a tenth century Chinese geographic
work which maintains the "kingdom" of Ma-i or Mait (thought
by many researchers to be the Island of Mindoro in the
west-central Philippines).

This work relies on a locational

description by the ambassador of Brunei who arrived in China
in 977 A.D.

In describing the location of his own kingdom,

the ambassador explains to his Chinese hosts that it is "in
the sea to the southwest of the Chinese capital, at 40-50
day's sail from She-p'o [Java]; 40 days from San-fo-ch'i
[Sri Vijaya, now Palembang in Sumatra]; 30 days from Mo-i;
and as many days from Chan-ch'eng [Champa, now Vietnam]"
(Ch'en 1968:1).

Mo-i is Mait, a kingdom which flourished

on the island of Mindoro from at least the date of this
record and for an additional 200 years.
Regular trading relations were established by
Chinese merchants in the Sulu Archipelago in the tenth and
eleventh centuries.

The wide distribution of Sung Dynasty

porcelains (960 A.D. to 1279 A.D.) in both the southern and
northern areas of the Philippine Islands attests to the
extent of Chinese influence or the influence of Chinese
trade in the island chain (Wernstedt and Spencer 1967,
Scott 1969).

Although there is no direct evidence that

there were Chinese residents in the Philippines prior to
Chinese trading activities, after the trade began they
quickly became resident in a few chief areas and partici
pated in the growing trade relations between the tribal
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chiefs in the islands and the Chinese merchants who arrived
from time to time.

The major trade items from the islands

in this early period were abaca, coconut, shell products,
coral, cottons, kapok, aromatic woods, mattings, wax,
spices, bamboo cloth, and raw cotton.
and gold were available for trade.

In some areas pearls

In return, the Chinese

offered legged vessels, blue cotton cloth, ironware,
celadon porcelain plates and bowls, porcelain water jugs,
large earthen jars, and medicinal betelnuts (see Ch'en 1968
and Scott 1969).
Chinese interest in the Philippine trade continued
to grow after the Sung Dynasty.

Additional references are

made to Ma-i or Mait as the chief center of trading on the
archipelago's northern end.

The fourteenth century Chinese

traveler, Wang Ta-Yuan, briefly describes Manila and the
Visayas on travels through the islands aboard trading
vessels.

His book, entitled Tao-i-chih-lueh (Brief Descrip

tion of Island Barbarians) is dated 1350 A.D. and provides
descriptions of peoples in the islands visited by the
Chinese merchant ships.

An earlier work by Chao Ju-Kua

entitled Chu fan chih (Descriptions of Various Barbarians)
is dated 1225 A.D. and provides not only a short description
of Mait's inhabitants, but more importantly for purposes
here, a description of Mait's trading methods.
When trading ships enter the anchorage, they
stop in front of the official's place, for that is
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the place for bartering of the country.
After a
ship has been boarded,' the natives mix freely
with the ship's folk. The chiefs are in the habit
of using white umbrellas, for which reason the
traders offer them as gifts.
The custom of the trade is for the savage
traders to assemble in crowds and carry goods
away with them in baskets, and, even if one cannot
at first know them, and can but slowly distinguish
the men who remove the goods, there will yet be no
loss. The savage traders will after this carry
these goods on to other islands for barter, and,
as a rule, it takes them as much as eight or nine
months till they return, when they repay the
traders on shipboard with what they have obtained
for goods. Some, however, do not return within
the proper time, for which reason vessels trading
with Mait are the latest in reaching home (in
Ch'en 1968:4).
The extent to which these "native" traders traveled
to "other islands" is unknown, but it seems clear that by
this time the local traders in Mait were a well developed
group or class of professional entrepreneurs who acted as
middlemen between islands or other island groups in the
archipelago and the visiting Chinese merchants.
Many of the early accounts describe contacts with
the Sulu Archipelago in the southern Philippines, Mindoro,
1. Scott (1969) makes a note here in his own trans
lation of these passages and points out that there seems to
have been a specified "square" or "parade ground" for
official functions, in this case a common marketplace.
2. Cady (1964) notes that Chinese traders dared
not risk going ashore for the people were considered half
savages and every village or island was politically
separate. There existed no central government. But he
goes on to note that trade by barter took place in front
of the chief's house.
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Palawan, and Visayan groups in the west and central
Philippines, Pu-il-lu or Ma-li-lu (what is thought to be the
location of modern Manila), and Li-yin or Zambales north of
Manila Bay.

Ch'en (1968) notes that the Mait or Ma-i

kingdom lost much of its influence and power in the four
teenth century as evidenced by Chinese records.

It is about

this time that Chinese traders lost interest in Mait and now
focused attention on areas to the north.

In 1405 an envoy

from Ho-mao-li (presumably Camarines in the southern portion
of Luzon) visited Peking.

In this same year the Chinese

Emperor sent an Imperial message to Luzon with the result
that a Philippine chief by the name of Chia-ma-yin, chief
of Feng-chia-shih-lan visited Peking the following year.
Scott (1969) suggests that Feng-chia-shih-lan is modern
Pangasinan, the present day province resting on the
Lingayen Gulf on the west coast of central Luzon.

Ch'en

(.1968) simply states that it is, in fact, Pangasinan.

He

also mentions that Luzon and Pangasinan are noted in
Chinese records dated 1410 when envoys from both areas
visited Peking.

After this data there is no mention of

these areas on Luzon for the next hundred years, or until
the arrival of the Spanish in the sixteenth century.
Additional Contacts
Spanish records lin Blair and Robertson 190 3-9)
report active Japanese interests in northern Luzon.

In the
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sixteenth century Japanese vessels were reported to have
used the IIOGOS Coast or Lingayen Gulf as convenient points
of trade with the Philippine groups in much the same way
the early Chinese used these areas.

The Japanese found

themselves, at this date, to be in direct competition not
only with Chinese interests, but more_importantly from a
military point of view, with the expanding Spanish interests
in the colony's more remote provinces.

Japanese interests

increased during the first century of Spanish occupation
and reports indicate that the Japanese were pirating Chinese
vessels in Ilocos and Cagayan to gain commercial advantage
(Keesing 1962).
Scott (1969) notes that Japanese literature has yet
disclosed references to the Philippines during this period.
Nevertheless, he states that there were prehistoric contacts
since the Spanish drove the Japanese corsairs from various
ports on Luzon's coast during the first decade of Hispanic
occupation.

In order to control their own interests the

Spanish decided to build "forts" during this period in
Ilocos and in the newly opened Cagayan area on the
northern end of the island.
Other trading contacts with the Philippines were
made by Arab merchants who sailed the Southeast Asian waters
centuries before the Spanish and Portuguese.

Hindu and

Indie elements appear in Philippine religions and pre
historic artifactual materials as well as their linguistic
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influence in a number of Philippine dialects.

As mentioned

earlier these influences were most likely due to the ex
pansionist trading patterns of the Sri-Vijaya and Madjapahit
empires to the west, though it is uncertain to what degree
these influences were due to direct contact, or through a
slower, less direct pattern of diffusion (Scott 1969).
Spain and Highland-Lowland Trade in
Northern Luzon
When the Spanish anchored at Cebu in the Visayan
Islands under the leadership of Legaspi in 1565, they were
motivated by two principle aims:

(1) to gain political and

commercial control of the region thus making the archipelago
(or as much of it as possible) a colony of Spain and (2) to
Christianize the "pagan natives."

These two major goals

dominated most of Spain's colonial activities in the New
World as well, and it was simply a matter of transplanting
these goals, and their methods of reaching them, to their
newly established "sphere of influence" in the Far East.
It is often difficult to separate these two goals from one
another when examining Spanish colonial expansions, and the
Philippines is but one case in point.

Christianizing the

local populations often helped in matters of trade, and
increased trade often helped to spread the faith.

Many of

the documents relied upon here to draw a picture of
highland-lowland trade in Luzon come from missionaries who
sought to "spread the word of God," and from civilian and
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military officials who, representing the Spanish government,
sought to establish colonial (economic and political) rule
over the islands.
The Spanish viewed the influence of Chinese,
Japanese (primarily commercial interests), and Islam (intro
duced to the Philippines with both commercial and religious
goals) as a threat to Spanish efforts to colonize and
catholicize the native population of the archipelago.

After

establishing Manila as the capital city of the new colony in
1571, the Spanish forces wasted little time in sending
expeditions to take control of areas of Luzon and islands
to the south.

Spain was quick to establish a centralized

government in her new colony using her previous experience
in the New World as a guide.

Legaspi divided the new

possessions into encomiendos (administrative districts) and
appointed ecomenderos (loyal friends and followers) to
conquer and settle them.

The modern system of provinces and

municipalities was not introduced until the end of the
seventeenth century.

Both offices of encomendero and

province mayor (alcalde mayor) were considered official in
the eyes of the Spanish crown and this meant that their
powers included the ability to levy taxes and the control
of local trade (cf. Agoncillo 1969).
The Spanish need to control the already existing
internal and external trade brings the discussion to the
northwestern coast of Luzon during the early period of
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Spain's occupation of the Philippines.

Trade with other

areas of Southeast Asia as well as trade within the islands
themselves was an important feature (both economically and
socially) long before the Spanish arrived and attempted to
colonize the archipelago.

The character and nature of this

early trade is important since the present economic patterns
of the highland traveling market are but an extension of
these earlier patterns (see Figure 2).
The Spanish wasted little time and effort to secure
the coastal areas of Lingayen Gulf and the northwestern
coast of Luzon.

Wernstedt and Spencer (1967) make the

comment that the "pacification" or the control of these
coastal regions was a rather simple task.

That is, the

Spanish needed to expend little military effort to control
these areas and that the local populace for the most part,
accepted and adopted elements of Spanish culture and rule.
On the other hand, Cortes (1974:71), an historian of
Pangasinan, writes that the Spanish missionaries, the
Franciscans at least, "were disheartened by the active
hostility of the natives," and retired from the region
leaving the job of further conversions to the rival
Augustian order.

But this "hostility" may have been more

a reaction to the abuses of the Spanish military than to
any organized resistance to Spanish political and economic
control of the area.

As one Augustian friar of this period

writes (in Cortes 1974:72) "... The Spaniards were held
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in ignominy and their names in abomination, [they] were
considered usurpers, faithless pirates, shedders of human
blood; while many acts of violence [were] done to homes,
wives, and daughters and possessions. ..."

Regardless of

which view prevails, the Spanish rushed to control these
areas because they promised much in the way of wealth.
Early Gold Trade
However one describes the difficulty or ease with
which the Spanish took control of the lowland and coastal
areas of western Luzon, there is little doubt that the
control was accomplished with relative ease when compared to
their efforts to control the highland areas of the Central
Cordillera mountains.

The immediate Spanish interest in

this lowland and coastal area was due in no small part to
the reports that gold was traded to Chinese merchants by
natives residing in established ports of trade.

Scott

(1974) notes that the first contact this coastal region of
Lingayen and Ilocos had with the Spanish was due to their
fame as a source of gold.

Legaspi apparently heard of the

rich gold mines of Ilocos a few months after arriving in
the islands in 1565 to establish Spanish rule.

Not long

after his capture of Manila he sent his grandson Juan de
Salcedo to explore the Pangasinan and Ilocos coasts to,
among other things, assess these stories of gold mines.
1576, Francisco de Sande, the new Governor-General, sent

In
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out an expedition, the result of which was a report which
confirms the presence of gold mines in the highlands.
In this island there is much gold among the
natives in jewelry, and they trade it. There are a
great many reports of gold mines, and because they
say that the best are those that are in the province
of Ilocos, I sent the sargeant-major to this camp
there with forty arquebusiers, and he climbed up
to them. He reports that they are located in very
rugged country twenty leagues inland, that the road
is obscured by crags and thickets, and that the
country is very cold and has great pine forests.
He brought back some ore and all that which
appears to be something I am sending to the
Viceroy in Mexico. As it is necessary to travel
on foot and carry food, and the country is hostile
and the soldiers are poor, it seems a pity to send
them out to lose what they have were they can gain
nothing, for the mines need peaceful conditions and
much labor and supplies. I will try to have them
return some time when food can betaken there, and
will inform your majesty accordingly (in Scott
1974:10).
It soon became clear to the Spanish that the source
of the gold they found in the coastal areas lay in the
rugged heights of the Central Cordillera, an area peopled
by "Ygolotes" who were staunchly against any intrusion by
Spanish intending to mine their ore.

The gold which

reached the lowland areas was either washed down from the
mountains by the waters of the Agno, the Abra, or the
Aburayan Rivers and panned by local lowlanders, or it was
carried down the steep movmtainsides by highland peoples for
the purposes of trade.

The richest sources lay in the

mountains, but finding these "Igorot" mines proved diffi
cult since the mountain peoples repeatedly resisted Spanish
efforts in the highlands and effectively misled many of
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those on expeditions which at least succeeded in penetrating
the Cordillera.

Two centuries witnessed Spanish failure to

establish control over this mountain area.

Repeated

military expeditions continued to meet with only limited
success, reaffinning the highland groups' persistence to
remain independent of external rule.

It was not until the

nineteenth century that the Spanish gained a foothold in the
mountains and began to divide the upper reaches of the
Cordillera into district provinces and effectively collected
tribute from the native populations.
Early Highland-Lowland Trade
These early Spanish efforts to place the coastal
Ilocos and Pangasinan regions under their firm control was
an attempt to interrupt already existing trading relations
between the Highlanders and the Lowlanders.

Trade between

the highland "Igorots" and their lowland neighbors was well
developed by the time the Spanish arrived.

This develop

ment, in part, may have been due to the intensification of
trade with the Chinese, and the increasing interest the
Chinese had in the gold which was available not only from
placers in coastal streams, but in greater quantities from
the mountain regions.

Gold was the most important trade

item the Highlander had to offer, since it was used locally
in the making of jewelry and was traded to both Chinese and
Japanese as well as Spanish merchants.

The later arrival of
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Spanish disrupted few of these already existing trade
patterns between Highlander and Lowlander.

Control of the

flow of the highland gold was the purpose of the Spanish but
they were continually frustrated in this goal by the
stubborn resistance from the Highlander to any intrusion
into their economic life.
Just as gold dominated Spanish pursuits, it also
was a singularly important feature in highland-lowland trade.
A few Spanish reports during the early period of occupation
noted that some highland groups gave up their ordinary sub
sistence farming and turned to gold mining as a principal
source of livelihood.

A 1591 report describes this trade

clearly:
With the gold still unrefined or purified, they
{Highlanders] go down to trade with the Ilocanos at
certain places where they give them the gold in
exchange for rice, pigs, carabaos, and other things
they lack, and the Ilocanos finish its refining and
purify it perfectly and it passes through the whole
land through their hands (in Scott, 1974:47).
A number of reports show that this type of trade was
common between the highland areas and the lowlands before
the arrival of the Spanish.

The Spanish arrival in the

area, though it certainly did not go unnoticed by any means,
did not immediately disrupt the normal flow of gold and
goods between regions.

If anything, the arrival of the

Spanish intensified the normal flow of gold and goods.

That

early patterns were not disrupted is clearly demonstrated by
Fray Francisco Antolin.

Antolin devoted much of his life
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to a study of Igorot ways and in 1789 he wrote a description
of the flow of goods between the Highlander and the
Lowlander.
The talent of the Igorot is precisely to survive
where the crests and slopes are generally sterile,
have no trees but a few pines and therefore little
game and fish, and where they can make no good
fields because the land is so broken up. But it
abounds in metals and different kinds of rocks,
clays, salts, and other compounds which are not
found in coastal regions. The necessity for selfpreservation obliges them to extract the gold and
exchange it for clothes and food which they buy
from the Christians, such as cows, carabaos, pigs,
dried fish, salt, honey, wine, blankets, and Gstrings, mates, scales, plates, little jars, heavy
wire for making bracelets, precious stones, and
beads for necklaces, wooden boxes, and other things
they need, and they buy it all with their gold
(Scott 1974:147).
According to Scott (1974) the first Spaniard to
reach the area which is now northern Benguet Province near
the headwaters of the Agno River (Buguias and Mankayan
municipalities) was Pedro Duran de Monforte, a Spanish
admiral commissioned by Salcedo.

Duran's job was to follow

up stories of great wealth in this area of the Cordillera
provided by a prominent "Igorot chief."

In 1667 Duran

marched 100 soldiers from the west coast (now La Union
Province, bordering Benguet Province on its west side) of
Luzon, a region long frequented by highland gold traders.
It is here that one finds Agoo, an old Ilocano trading
colony called the Puerto del Japon by the Spanish.

It was

north of this spot at Tagudin that Chinese and Japanese
bartered for highland gold a century earlier.

And it was in
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Candon on the coast north of Tagudin, according to legend,
that the first Church was built on the spot where a priest
was killed under a sacred tree under which highlanders
traded their gold.

Baloan, south of Tagudin, was also an

important trading center for the exchange of Igorot gold.
Thus, in 1667, Duran was starting inland from an area which
had long witnessed the movement of highlanders into the
lowland coastal areas for purposes of trade; an area used by
Chinese and Japanese as a convenient point of contact to
deal with either the Ilocano middlemen or directly with the
Igorot gold miners themselves.

With Duran's expedition, the

Spanish were also taking their first steps into the region
of Mount Data, the core of the Kankanai speaking area, and
they were making their first deliberate efforts in the
mountains to control the lucrative highland-lowland flow of
gold.
Led by guides, Duran and his party crossed the
Malayan range and penetrated the northern and southern
Kankanai speaking territories of northern Benguet Province
and the new Mountain Province.

The transition zone between

the southern and northern Kankanai dialects is near Suyoc,
a major gold mining district of this region (see Keesing
3
1962).
This south-central corridor of the Cordillera is
3. Gold and copper mining has continued to this day
on both a small family oriented scale as well as on a large
professional scale. The area near Suyoc is honeycombed with
small family operated mines which burrow deep into the
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linked to the western coastal area of Ilocos Sur and La
Union by a network of trails used in earlier times (and in
surrounding mountainsides (one mine measures 700 ft. deep).
These mines support most of the inhabitants of the barrio
of Suyoc who have abandoned farming for this more lucrative
mining activity. This complete dependence on gold mining
today in Suyoc sounds not unlike the earlier Spanish
accounts which describe how completely dependent some high
land communities had become on the trade in gold with
coastal groups. Father Antolin notes in the later part of
the eighteenth century the nature of this dependence on
mining. According to Antolin,
Those who live by working gold, copper, and iron
care little about making fields. And why should they
wear themselves out in agriculture when the gold,
knives, and pots they produce suffice for everything?
But from this it is not to be concluded that their
land is completely barren and miserable, for it
abounds in precious materials.
The fact is that the Igorots are contented with
it and it costs the missionaries much battling strife
and diligence to get them out of their lands and
make them live among Christians. They say that the
towns of the Christians are very hot, that there is
much smallpox and many epidemics, that there are
crimes, robberies and conflicts between people, and
that there are many to give orders and make the poor
people work. Much less are the tribute, monopoly,
and the government officials hidden from them. And
though they also have to be subject to the whims of
their leaders up there, these are lighter and they
can evade them. In short, they do not envy the
products and conveniences of the Christians, and
only seek free trade in blankets, G-strings, and
animals for their gold. And with this alone they
keep themselves perfectly happy in their mountains
(in Scott 1974:155-56).
Thus does Fr. Antolin describe not only the dependence of
some Igorots on mining, but also the reluctance of the highlanders to move from their mountain homelands. Although
there has no doubt been movement of highlanders to the low
lands in Spanish (and prehispanic) times, many highlanders
will give substantially the same reasons today for not
moving permanently to the lowlands where they might find
more work and higher pay.
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some cases, are still used today to bring goods to market
centers since they serve as "shortcuts" through steeper
areas of the mountains and livestock can be driven without
the hiring of trucks for transport).

The most important of

these trails linked Balaoan, Tagudin, and Candon to the
highland communities to the east.

Some of these trails were

later turned into "Spanish roads" which led from Candon to
Abra Valley and on to Cervantes.

Cervantes was then linked

to areas further inland such as Kayan and Bontoc (which are
today Kankanai and Bontoc speaking areas, respectively).
Another linked Tagudin to gold and copper rich Mankayan and
Suyoc (see Keesing 1962).

Further south, trails led from

Pangasinan communities into the highland areas now sur
rounding Baguio City and the gold and mineral resources
there (Cortes 1974).

In short, these remote mountainous

areas were laced with trails linking mining regions with
coastal trading centers important to on-going prehispanic
trade and were later elaborated by the Spanish themselves.
Spanish attempts to control the flow of gold and
other goods in these regions met with mixed success, but
cheir efforts never succeeded entirely.

Highlanders con

tinued to trade their goods with lowlanders in traditional
manner.

Traditional highland-lowland trade continued well

into the nineteenth century in the face of Spanish attempts
to prohibit even contact between "Christians" (lowlanders)
and "pagan" (highlanders).

The Spanish were horrified by
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the Igorot practice of taking a head to redress an in
justice, or to gain in personal prestige.

Highland parties

would, at times, travel to the lowlands and raid a village
to take a head and return to the mountains with slaves.
It is difficult to determine what exactly motivated these
raids, but Scott (1974) feels that the hostilities resulted
from incidents in which Igorots felt they were treated un
justly by Lowlanders or by the Spanish.

Whatever the

reasons, the Spanish records contain numerous accounts of
"Igorot" raids and head-taking forays which kept both the
Christian lowlanders and the Spanish off balance.

It is

also difficult to determine if these raiding parties were a
result of Spanish intervention in the lowlands, or if they
were part of the already existing interbarangay (barrio)
feuding which was common to the Pangasinan area when the
Spanish arrived (Cortes 1974).

Or, perhaps the hostilities

between Highlander and Lowlander were nonexistent before the
disrupting presence of the Spanish.

Scott (1974:47) notes

that the earliest accounts "say nothing about traditional
hostility between mountaineers and lowlanders in the Ilocos"
region.

There are early accounts of hostilities between

communities along the coast, but no accounts of highlandlowland clashes.

Regardless of the motivation or the

possible history of these raids, through them the Spanish
learned to respect the Igorot prowess.

This "respect" was

certainly an important factor in maintaining Igorot
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independence and freedom in traditional trading activities
(see Scott 1974).
Lowland Traveling Market Vendors
The traveling periodic market which exists today in
Buguias Municipality of Benguet Province consists of a
mixture of highland and lowland traveling vendors.

Most of

the lowland vendors involved in the market are Ilocanos
originating from Baguio City or from the coastal provinces
of La Union or Ilocos Sur.

Others are Pangasinan and

originate in various municipalities in the lowland province
of Pangasinan bordering the Cordillera Central on its
southwestern end.

These vendors travel from Baguio City, or

from the coastal lowlands on a weekly basis, set up tempo
rary stalls at designated market locations along the
national roadway and sell their wares to the highland
populations.

The beginnings of this periodic traveling

market in Buguias, in its present form, appears to be
recent; its growth and development coincident with the
growth of cash vegetable cropping in the Buguias area
shortly after the conclusion of World War II.
Although the present study examines a recently
developed (and still developing) rural traveling market
system, it is clear that highland-lowland trade has been
on-going at least since the time of the earliest Chinese
trade.

This highland-lowland trade has, over the past few
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centuries, been modified to meet changes in the prevailing
social or political climate but trade has persisted re
gardless of these changes.

In fact, it has persisted often

in the face of outright efforts to halt it or to seriously
control or curtail it.
One form this highland-lowland trade has taken is in
the system of traveling lowland traders or market vendors.
It is difficult, if not impossible, to place dates on the
beginnings of these cadres of moving market vendors and
barterers from the lowland areas of central and western
Luzon, but there are indications that such trading entre
preneurs appeared at least during the earliest recorded
contact with the Chinese merchants.

Some of the earliest

Chinese records of contact from 1225 A.D., already men
tioned, describe the traders of Mait (Mindoro Island) who
traveled to the other Philippine islands over the space of
months carrying Chinese goods to trade with other native
populations for native products (Ch'en 1968).

Not long

after Legaspi's arrival in the Visayan island of Cebu in
1565 we find that
. . . seven or eight Luzon natives came to see the
Spaniards and asked for permission to come there
and trade. They also said that they had met in
Panay Island a native whom the Spaniards had sent
there to purchase rice, learned from him that the
Spaniards harmed nobody and had a lot of silver
coins, and they came to observe how the Spaniards
conducted trade. Soon afterwards the Luzon natives
returned to Cebu with two junks from Mindoro
Island. The ships were laden with such items for
trade as iron, tin, ceramics, scarves, light wool
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cloth, glossy and fine taffetas and other Chinese
goods, spices and other miscellaneous things
(Ch'en 1968:27).
These traveling barterers identified by Legaspi as
Moslems from Luzon were probably from an area which is today
the capital city of Manila since that city was known to have
been Islamized before the arrival of the Spanish to the
Islands.

Regardless of religious affiliations, it seems

clear that traveling traders or barterers were a part of a
fairly wide ranging distribution system for Chinese goods
before the Spanish arrived.

To what extent these traveling

traders were a part of interisland or intergroup trade (or
for that matter, highland-lowland trade in Northern Luzon)
before the arrival of the Chinese is difficult to determine.
But it is clear that traveling entrepreneurs were part of
interisland and intergroup trade and contact as early as
one thousand years ago.
In northwestern Luzon, the highland-lowland trading
patterns, as they are described in the earliest accounts,
may have had their beginnings, or may have been intensified,
by the influence of the Chinese and Spanish merchants.
Keesing (1962) hypothesizes that the Ibaloi language group
residing in the southern end of the Cordillera may well be
a population originally formed by lowland Pangasinans who
balked at Spanish rule in that lowland province and fled to
the isolation of the nearby mountain regions.

The earlier

arrival of the Chinese in the Lingayen Gulf area may also
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have increased highland-lowland trade, and many have been
instrumental in both increasing (if not beginning) the
lowland traveling bartermen or traders as well as imparting
specific techniques which permit and foster exchange
practices.
Davis (1973), Lewis (1971), and Keesing (1962) all
note the relatively high population along the Ilocos coast
from the time of the first Spanish contact with the area.
Increasing Ilocano populations after this initial Spanish
contact pushed Ilocano speaking groups south into what is
now La Union Province and into the northern sections of
present day Pangasinan.

Ilocanos also moved north in

response to this pressure on their limited land and began
to settle in the Cagayan area by moving around the northern
end of Luzon.

Baguio City today is dominated by Ilocano

speakers even though the city is in the heart of Ibaloi
speakers' territory.

As a language, Ilocano has become the

lingua franca of much of the highland areas of the
Cordillera.

Increasing pressures on limited land area

along the northwest Ilocos coast forced Ilocanos to migrate
in every possible direction.

This migratory movement may

also have fostered alternatives to traditional subsistence
farming practices.

One of the possible alternatives may

4. See the detailed discussion of the suki system
in Chapter V. The subject is also treated briefly later in
this chapter.
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well have been in trade and exchange practices which linked
the growing Chinese trade interests with the more remote
gold and copper producing populations in the interior.
Thus, Ilocanos and other Lowlanders may have found them
selves in a position to act as small scale entrepreneurs
taking advantage of the expanding Chinese, Japanese, and
Spanish interests in the area.

After trading centers were

established along the coast by the visiting Chinese mer
chants, one might expect either the creation of a class of
individuals acting as a conduit for trade items, or as
brokers who linked the sources of desired native products
with these visiting foreign merchants."'

The lowland

5. Morga (1970:187) wrote in 1609 that the in
creasing trade with the Chinese and the Spanish in the
Philippines had a detrimental effect on rural native sub
sistence practices. Referring to the Spanish in colonizing
the Philippines, Morga writes that
. . . there is no husbandry or field-labor worthy
of consideration. Neither do the Spaniards work
the gold mines or placers, which are numerous.
They do not engage in many other industries that
they could turn _o with great profit, if the Chinese
trade should fail them. That trade has been very
hurtful and prejudicial in this respect, as well
as for the occupations and farm industries in which
the natives used to engage. Now the latter are
abandoning and forgetting those labors.
Elsewhere, Rizal (cf. Morga 19 70:43) makes a note on
the effects of the Spanish and Chinese arrivals. "The
coming of the Spanish to the Filipinas and their government,
together with the immigration of the Chinese, killed the
industry and agriculture of the country." Also, Scott
(1974) notes that some of the highland populations abandoned
subsistence practices altogether and relied on the mining of
gold for trade with the lowlanders, who in turn traded gold
and copper to the visiting merchants.
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traveling merchant may well have been a response to this
need for middlemen in this growing market.

If a pattern of

lowland traveling vendors or traders existed before this
time (which is difficult to determine) one might expect, at
the very least, an intensification of a system of already
existing mobile vendors as a means of handling the increase
in the flow of trade items between groups.

Mobile traders

provided an efficient means of distribution and collection
of trade goods throughout the mountain region as well as in
the lowlands themselves.
Existing ethnographic evidence suggests that one can
expect a middleman to appear in situations of interethnic
contact like those described above between Chinese,
Japanese, and Spanish merchants and the local native popula
tion of both the lowlands

and the highlands.

Members of

specific ethnic groups have been found to fall into the role
of middlemen and act as "cultural brokers" or a kind of
"network specialists."

The function of these middlemen is

to facilitate the flow of goods or services between groups
where there exists a potential for conflict if direct contact
between trading groups takes place.

They may also serve as

a social bridge between two groups occupying differing
status positions in a regional interethnic organization (cf.
Boissevain 1964, 1968; Colby and Van Den Berghe 1969;
Moerman 1965, 1968).

The case of the coastal dwelling

Ilocano and Pangasinan may well have been an illustration
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of this point.

Members of these groups, under population

pressures (the Ilocano, at least) may have been forced to
seek alternative forms of livelihood and turned to the role
of middleman in matters of highland-lowland exchange.

Thus

might a special class of entrepreneurs or traveling vendors
or traders have been created or at least increased with the
rise in the amount of trade goods from foreign sources.

A

mobile class of native traders served the foreign merchants'
purposes well, becoming the conduit through which goods
could be exchanged for gold and other desired native
products.
Evidence of these mobile traders in the highlandlowland trade areas is found throughout the historic litera
ture from the Philippines.

These traders are not specific

ally mentioned in the accounts, but much emphasis is placed
on the "commerce" between the highland and lowland com
munities; commerce which suggests specialized activities in
the transport and barter of highland and lowland goods.
Fray Gaspar de San Agustin notes in 1698 the richness of
Pangasinan and Ilocos, a richness due to the trade which
these people enjoyed with the "mountain Indians, called
Sambals and Igorots" (in Scott 1974:42).
»

Lowland speakers of Ilocano and Pangasinan have long
been noted for their penchant for mobility and their exper
tise in matters involving trade and barter.

Cortes (1974:

135), in her history of Pangasinan, relates a description

109

of Pangasinan industrious tradesmanship written in the early
nineteenth century by a Spanish writer.
Among all the natives of these islands, the
Pangasinan appear to me to be the most active and
industrious, very energetic in producing profit
and knowing how to make a scanty capital increase
in all possible manner in spite of weariness.
Rare is the town that has not some merchants
who make annual trips to the capital (Manila).
They bring gold from the Agno and the Ygorrotes
[Igorots], plenty of loads of venison, and an
abundance of deer skin. Others bring their
capital in silver money which they invest in
expensive shawls, blankets, white and blue cloth
from China, needles, scissors, and mirrors from
China, and various other articles. They bring
these to Upper Pampanga, Zambales, Ylocos, and
to Cagayan, in short to all places where they
could ride their small horses.
The trading skills of the Pangasinan were noted from
the early period of Spanish contact with the Lingayen Gulf
area (see Cortes 1974).

As early as the mid-sixteenth

century, people residing in Pangasinan were engaging in
business with not only the foreign merchants who landed in
the Gulf coast, but they also dealt with other Philippine
groups.

Miguel de Loarca notes in the 1580's the impor

tance of commerce among the Pangasinan peoples:
The people (Pangasinan) resemble the Cambales
... in both dress and language, but they are
more intelligent, for they are traders and traffic
with Chinese, Japanese, Borneans, and the natives
of other islands. . . . The main occupation of
this people is commerce; but they are also good
farmers, and sell their articles of food and
clothing to the miners; the gold that they obtain
in return for these they barter with the Spaniards
(in Blair and Robertson 1903:vol. 5, p. 105).
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This description of Pangasinan farmers and
barterers could have come from a present day description of
Pangasinan vendors in the highland markets.

Many of the

Pangasinan vendors who travel throughout the mountains are
today selling clothing goods and hardware bought from
Chinese distributors in Dagupan or Manila.

Ilocanos from

other areas are vending lowland farm products which they
bring to the mountains to barter for highland vegetables
or to sell for cash.
While the historic literature suggests that regional
trade was an on-going concern from at least the time of the
early Spanish occupation there are also important hints at
the organization of this trade.

There is today in the

Philippines a special buyer-seller relationship which is
termed suki in many Philippine languages.

The suki rela

tionship is characteristic of many personal market trans
actions in the rural Philippines.

Typically, the suki

relationship is dyadic in nature, involving only the buyer
and the seller.

Over time, and with continued on-going

business, the suki partners (a specific buyer-seller pair)
build up a storehouse of mutual obligations through the
extension of credit and repayment of debt.**

This eco

nomically based relationship, or one like it, is strongly
hinted at in an iearly Spanish document dated 1593 and
6.

See Chapter V for details on the suki system.

Ill

written by a Dominican priest.

In this document he notes

that when Igorots come down from the mountains to barter for
pigs "they don't buy them from everybody but only those who
are their friends and do them special favors" (in Scott
1974:41).

Earlier still, a Spanish chronicler in 1571 notes

that in Pangasinan "these Igorots are in debt to the natives
of the villages, our allies (lowlanders), without being able
to repay those who give them credit" (Scott 1974:35).

Thus,

the two important elements of the suki system, delayed
payment of debt and special trading partners, are evident
in the highland-lowland trade as early as the mid to late
sixteenth century.

It seems reasonable to assume that it

was also part of the earlier Chinese trade in the islands,
since the term suki is itself a borrowed term from Chinese.
Highland Barterers
While the Ilocano and Pangasinan lowlanders ventured
far from their homelands to engage in interregional trade
to act as middlemen for the distribution of Chinese goods
and barterers for gold, the highlanders in the Cordillera
Central were also traveling to the lowlands for trade pur
poses.

But it is not clear if the highland populations had

developed a special class of entrepreneurs who specialized
in matters of trade.

In addition, there is no early evi

dence that a system like suki existed in highland trade
before extensive contact with the lowlanders in matters of
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business.

Interregional trade with the lowlands may have

been on a more individual basis of personal periodic need;
e.g., a highland farmer's need to travel to the lowlands to
barter gold for pigs or carabaos to sacrifice in religious
ceremonies (canao).
Leano (1958), in an ethnography on Ibaloi tradi
tional life in a barrio of La Trinidad Municipality in
south-central Benguet Province describes earlier direct
highland trade with the lowlands.

When Ibaloi desired to

trade highland minerals or farm product to lowlanders they
used trails linking Trinidad Valley with Aringay, Bauwang,
or Santo Tomas on the western coast.

Intermountain trade

routes followed the Agno River north or along established
foot trails which snaked through the Cordillera heights.
She does not mention the existence of a special group of
traveling traders like those in the lowlands, but to the
north of Ibaloi territory in Buguias, a Kankanai speaking
poblacion , Moss (1920b:381) notes that "a large number of
people make their living by acting as middlemen between the
Nabaloi (Ibaloi) and Ilocano on the one hand, and the Ifugao
on the other."

He goes on to translate a Buguias Kankanai

prayer which is recited for the benefit of villagers
starting out on a journey for purposes of trade.
You, sun and moon, come witness the sagausau.
is about to start on a journey to trade. May
he be successful in trading. May he be able to
collect all that is due and evade payment of what

113

owes. Cause the people to give him food and
blankets (Moss 1920b:381).
This short prayer is interesting in that it reveals
a system of delayed payment so common among the suki rela
tionships described for the lowlands.

But it is difficult

to say if this was a pattern in trading relations before
trading contact with lowlanders.

More important is the

point that Buguiaa Central lies in the upper Agno River
Valley on the traditional territorial border between the
Southern Kankanai and the Ibaloi of Kabayan.

g

In addition,

Buguias lies near the border which separates the Ifugao from
the Kankanai.

The Ifugao occupy the eastern side of the

Polis Range and the Kankanai and Ibaloi occupy the western
side.

Thus, the Kankanai of Buguias find themselves

spatially on the border between three language groups.

It

is in these border villages where one might expect to find
"middlemen" or "cultural brokers" appearing as a special
class to carry on interregional and interethnic trade.
These middlemen would provide a link between members of
differing ethno-linguistic groups specializing in specific
subsistence practices.

In this way, the Kankanai in Buguias

perform a function parallel to the lowlanders who found an
7. A ceremony involving the reading of chicken bile
to foretell the probable good or bad luck involved in a pro
posed journey undertaken for any purpose.
8. The ethnic structure of the Poblacion reflects
its position as a village which borders on the territory of
two ethno-linguistic groups.
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advantage in acting as middlemen between the foreign
merchants and the highlands groups who mined gold.
Summary
Any complete description of the periodic market
systems which are found throughout Northern Luzon must be
placed within an historical context.

Trade between groups

living in the heights of the Cordillera Central and peoples
occupying the coastal regions has long formed an important
part of the regional economic history of northwestern Luzon.
The areas of the mountainous Cordillera, often described by
early writers as both physically remote from the more
accessible coastal areas were historically part of an inter
regional (highlands-lowlands and other Philippine islands)
trade network which crossed territorial as well as ethnic
boundaries.
The description of this area as "remote" by early
writers reflects the difficulty of traveling through the
mountain region.

The Cordillera offered imposing physical

obstacles for early explorers traveling on foot.

But this

view of "remoteness" must be seen, to some extent, as a
biased subjective judgment on the part of the early Spanish
chroniclers.

While for the early Spanish the highland

areas were threatening and remote, for some native lowlanders they consisted of attractive trade areas of con
siderable wealth.

Trade networks within the highlands

115

linked differing ethno-linguistic groups living there,
while more extensive trade networks linked the highlands
with the neighboring lowland regions.

As such, trade

between groups living in the Cordillera and peoples
occupying the coastal regions has long formed an important
part of the region's economic and social history.

By the

turn of the last millenium, visiting Chinese merchants
utilized, or at least intensified, the already existing
trade networks which linked the highland areas to coastal
port regions on the Ilocos and Pangasinan coasts.
The historic literature gives some indication that
the lowland merchants learned much in the way of business
practices from the visiting Chinese.

Davis (1973) and

others speculate that the special buyer-seller relationship
known throughout the Philippines as suki may have its roots
in Chinese methods of business and trade.

Whatever the

origin of the suki system, its central feature of delayed
payment for goods was well suited to the seasonal visits of
the Chinese merchants, merchants who necessarily dealt with
individual native traders or barterers who had little or no
capital of their own.

The traveling middleman may well

have been a response to the need to distribute Chinese goods
over wide areas in order to obtain items or goods desired
by the Chinese and Spanish merchants in return.

Although

the origins of the lowlander as middlemen are unclear,
early records hint that they were part of an intra- and
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interisland trade network by the time the first Chinese
merchants arrived.
The focus of this short history of trade has been
regional in scope and intended to provide a short overview
of early trade in northwestern Luzon.
exhaustive.

It is certainly not

The central elements which emerge from this

general picture of trade are the following:
1.

Interisland trade seems to have been a feature of
Philippine economy by the time the Chinese arrived
and before.

In northwestern Luzon, highland-

lowland trade was also a feature of local economy
before the arrival of foreign merchants.
2.

Mobile traders or barterers from the Ilocos and
Pangasinan areas dominated the regional trade
between the highland and the lowlands from the time
of Spanish arrival.

This specialization may have

been due to the contact these groups had with
Chinese, Arab, and Japanese merchants before the
Spanish arrived in the area.
3.

These mobile traders functioned as trade specialists
or "cultural brokers" to bridge the gap between the
more remote Philippine groups and the foreign mer
chants desiring their products (e.g., gold).

4.

Increasing interests in trade in northern Luzon (by
all parties) fostered an expansion of traveling
barterers who, in essence, served as economic links
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between ethnic groups, thus giving shape to a
regional economic system and a multiethnic social
organization which to some extent persists into the
present.

CHAPTER IV
THE PERIODIC MARKET OF ABATAN
This chapter provides a description of the Abatan
market on both a provincial and a local scale.

It also

provides a description of the major market site of Abatan.
Emphasis is placed on one major theme:

the affect of

ethnic diversity on selected structural features of the
periodic market.

To be sure, various aspects of market

economy are minimally affected by ethnicity and are deter
mined more directly by economic principles which supersede
this diversity (e.g., price structure, commodity volume,
technological aspects of transport, etc.).

To some extent,

governmental regulations and controls over the sale of some
goods are also important factors (e.g., price controls,
control over commodity distribution, etc.).

For purposes

here, however, discussion will be restricted to the role of
ethnicity in the morphology of the market.
Abatan; The Market Town
Abatan is one of eleven barrios which make up the
Municipality of Buguias.

Buguias itself consists of

approximately 16,000 hectares at an elevation of 1828 meters
above sea level in the northeastern corner of the province
of Benguet.

This elevation figure is but an approximation
118
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since the topography of Buguias is similar to the rest of
Benguet Province, consisting of steep mountain slopes
leading to narrow river valleys with few areas for cultiva
tion on level land.

In the past, cultivation was restricted

to root crops raised on the higher slopes of these mountains
and to a few rice terraces along the Agno River.

Loo

Valley offers one of the widest valleys for crop cultivation
in Buguias (second only to La Trinidad Valley in southcentral Benguet).

Today, both root crops and rice are being

replaced by the cash cropping of imported vegetables which
find a growing market in the urban centers of the Philip
pines.

Buguias is today becoming known as the "vegetable

garden" of the Philippines and is on its way to out
producing La Trinidad Valley to the south in vegetable cash
crops.
The entire municipality is actually a large portion
of the upper Agno River Valley.

The headwaters of the Agno

are formed on the slopes of the mighty Mount Data on the
borders of the Mountain Province and Benguet Province.

The

river then runs from the slopes of Mount Data to form a
narrow valley system which separates the Central Range of
the Cordillera from the Polis Range to the east.

The

borders of Buguias Municipality (on its easter and western
sides) follow the tops of mountain ridges of these two
ranges.
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Table 3 outlines the population of the Municipality
and its eleven barrios.

Table 3.

Buguias barrios and sitios with population -Source: Philippine Census Bureau (1970).
Sitios

Barrio
Buguias Poblacion
Amgaleygey
Amlimay
Abatan
Bangao
Buyacawan
Baculongan
Calamagan
Catlubong
Loo
Natubleng
Total

12
9
20
6
9
8
14
6
22
16
10
132

Population
2,037
2,060
1,507
1,125
1,142
737
1,458
738
868
1,616
1,922
15,210

Officially, Buguias Poblacion is the seat of the
municipal government.

However, the poblacion has been

losing its importance as a governmental center over the past
few years.

The poblacion is on the southern border of the

municipality and is reached by a side road leading from the
major artery through the mountains, the National Halsema
Highway.

The side road leading to Buguias Poblacion is at

times washed out and impassable.

Public transportation to

Buguias is limited to one large bus per day, arriving from
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Baguio City in the late afternoon and leaving early in the
following morning.

Abatan Barrio, on the other hand, lies

directly on the major highway and has more than one bus
passing through town each day.

Consequently, the relative

difficulty of access to Buguias Poblacion has lessened its
importance in the municipality, and conversely has made
Abatan more important.
Abatan lies on the road which leads directly to
Bagiuo City to the south and on a crossroad which leads west
to Mankayan and east to Buguias Poblacion (see Figure 3).
Abatan's strategic location is reflected in the Kankanai
meaning of Abatan, "The Meeting Place."

A municipal office

building has been built in Abatan and all of the municipal
officers now reside and work in the barrio.

This shift of

political power and function to Abatan only reflects its
growing importance through the increased trade in highland
vegetable cropping and transport.

Large land owners from

various parts of the municipality have leased their lands to
small farmers and have moved to Abatan to invest their
monies in the lucrative business of transporting vegetables
from farm to urban markets.
Before the introduction of fertilizers the common
agricultural pattern was small family based farms practicing
shifting cultivation (kaingan).

Heymann (1976) has recently

noted that the common use of slash and burn techniques in
the mountains has caused heavy forest destruction, erosion,
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watershed destruction, siltation, sedimentation, and ever
decreasing agricultural yields.

Increasing population

pressure on the land (see Heymann 19 76) causes an increase
in the practice of kaingan agriculture and augments the
steady deterioration of land quality and crop yields through
a shortened fallow period.

Shifting cultivators still exist

in Buguias but there has been a steady increase in cash
vegetable cropping and increased profits from this type of
cropping has increased the use of chemical fertilizers
allowing continuous or near continuous cultivation on the
same land.

This intensification has lessened kaingineros

in the area around Loo Valley where much of the vegetable
cropping in Buguias occurs, but new terraces are continually
being built and new areas continually cleared of forests for
the construction of these terraces.
The total population of Abatan at the time of the
research in 1976 numbered 1,425 persons, males numbering
709 and females 716.

The largest sitio was that of Abatan

itself with a population of 934 persons.

Table 4 summarizes

the basic population features of all seven Abatan sitios.
Ethnic Structure of Abatan Population
A complete census of the barrio during the research
period provided data which reveal the ethnic structure of
Abatan's population.

There is a marked difference between

the sitio of Abatan and the remaining six sitios.

The sitio
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Table 4.

Population of Barrio Abatan

Sitio

Male

Female

Households

455

476

154

Tabbakan

57

65

19

Bekes

32

16

10

Lamagan

41

43

17

Nakiangan

73

71

24

Gil-odan

28

18

7

23
709

27
716

6
237

Abatan proper

Gueday
Total

of Abatan, the market center of the barrio, is not entirely
composed of members of the local highland gi'oups (e.g.,
Kankanai, Ibaloi, etc.).

Approximately 20% of the barrio's

population is composed of people claiming membership in
lowland ethnic groups.
Kankanai.

The remaining 80% are predominately

In the other six sitios which surround the

market center, the population is composed exclusively of
farming families who are Kankanai.
The mixed population of the sitio of Abatan reflects
the barrio's importance as a growing commercial center.
Lowlanders who have come to the mountains to start a
business in Abatan, or those who marry a Highlander and live
in Abatan proper do not enter the lucrative farming occupa
tions.

This is not due to an inability to lease lands from
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the local Highlander, but rather to the low economic re
sources of the newly arrived Lowlander who has moved to the
mountains to seek alternatives to less lucrative business
or farming practices in the lowlands.

Usually, these in-

migrants to Abatan engage in small scale retail trade.
Fifty-five per cent of those interviewed who arrived in
Abatan from both highland and lowland areas gave "business
purposes" as a primary reason for the move.

In short,

Abatan has become an economic magnet for people who seek
business opportunities related to the increased success in
the local cash vegetable cropping which surrounds Abatan.
Many highland group members see Abatan as one alternative
to the traditional farming life of the remote barrios and
sitios in the area.
same reason.

Lowlanders arrive in Abatan for the

Lowlanders involved in the periodic market

consistently remark that there is less competition from
other highland sales personnel in the market and the in
creased availability of cash in the Abatan area makes it a
perfect choice for a move.
Many of the Lowlanders who have moved to Abatan over
the past few years maintain close ties with other Lowlanders
in the regions they left.

Since most came for economic

reasons, traveling vendors who make the trip to Abatan
weekly from their lowland homes are housed and spend a good
deal of their time in Abatan with their fellow Lowlanders.
In a few cases, these Lowlanders are related to a few
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vendors who travel weekly to the mountains.

Vendors

arriving on Friday evening in Abatan for Saturday's sales
will spend the night with friends or relatives who originate
from their home barrio or from their home region.
The Regional Marketing Network
The periodic market system of Abatan links the rural
areas of northern Benguet Province with the larger urban
centers in the Lowlands.

These links consist of a series of

buyer-seller transactions which reach from the remotest
sitios in the mountains to the urban wholesale producer of
manufactured goods.

Each market center itself provides a

focus for local networks which link sitios to barrios and
barrios to municipal centers.

The periodic market system as

a whole, including all six market centers considered here,
form a network which economically links municipalities over
a wide area in northern Benguet Province.

On a broader

scale, the highland-lowland nature of the traveling market
provides a network which links the entire northern section
of Benguet to the lowland urban centers such as Dagupan and
Manila.

As the rural areas surrounding Abatan become more

involved in the national cash economy of the country through
an increase in cash cropping, the growing traveling market
increases the economic links between the lowland and the
highland areas.

In northern Bencmet 4-tself various barrios
"
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and sitios are linked through kinship ties based on affinity
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and consanguinity.

But it is the larger, extra-kin based

economic relationships which link Abatan to a region which
crosses ethnic as well as territorial boundaries.
Cash Cropping Network
On the most general level, the economic features of
the Abatan area can be broken down into four separate net
works.

The first of these, and perhaps the most important

from a purely economic point of view, is the network which
links the rural cash cropping of highland vegetables to the
urban centers through individuals involved in distribution.
As mentioned earlier, local farmers in Loo Valley near
Abatan have changed from shifting agricultural practices to
more intensive cash cropping of introduced vegetables and
root crops.

The emphasis on cash crops which find a ready

market in the urban center of Luzon has led to the creation
of a class of local middlemen who buy harvested vegetables
from farmers and transport them to lowland market areas.
These middlemen in Abatan are themselves farmers who have
large tracts of land which they lease to local Kankanai who
have little or no land of their own.

In a few of the

barrios, prominent citizens sell tracts of land or borrow
funds from Chinese businessmen in Baguio or Manila to buy
large trucks to transport the locally grown produce to the
markets in urban areas.
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Having introduced vegetable crops to the Abatan area
after the close of World War II, Chinese continue to
dominate the cash cropping business.
businessmen in

Wealthy Chinese

Baguio City or Manila finance the majority

of the farming operations in Buguias Municipality.

Chinese

funds are given directly to the land owner in order to buy
fertilizers, hire laborers to tend crops as well as carry
them to truck pick-up points, and to buy other needed tools
to repair terraces or to build them in the first place.
other cases, funding comes in the form of materials.

In

In

stead of providing cash, the investors provide all the raw
materials since they can often find these materials more
cheaply than can the rural farmer who does not necessarily
have close contacts with businessmen (usually Chinese) who
can supply these needed items.
A recently established Rural Bank in Abatan also
provides loans to farmers from season to season.

But the

procedures for both loaning and collecting payment differs
between the Chinese businessmen and the Rural Bank.

When a

farmer takes a loan with the Philippine National Bank
through the local Rural Bank he faces the loss of his land
if his crops fail and he cannot repay the loans.

The

interest rate on these loans is low, but local farmers have
been reluctant to borrow since they do not want to endanger
their land holdings.

The Chinese, on the other hand, do not
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ask the farmer to put up his land to obtain a loan.

Rather,

the Chinese, who are involved in the distribution of farm
products to city markets, seek a percentage of the vege
tables produced by the farmer.

If a crop fails due to bad

weather, the Chinese businessmen will reinvest and expect a
larger percentage of the next successful crop.

In this way,

the Chinese investor does not threaten the Kankanai land
holdings.
It should be noted that the Kankanai farmer and the
local Kankanai vegetable transporter prefer to deal with the
Chinese over lowland Filipinos.

The Kankanai claim that the

"Filipino" cannot be trusted to make agreed upon payments
for produce; that a lowlander is not as willing to make
cash available when it is needed.

On the other hand, the

Chinese entrepreneurs are prompt in their dealings, always
have the cash available if it is needed for loans or for
payment of goods.

The Chinese may often offer a lower price

for the vegetables grown, but their reliability under trying
circumstances makes them the preferable business partner.
In maintaining close business ties with the highlander, and
by offering loans when money is needed, the Chinese business
man seeks to build a special buyer-customer relationship
known throughout the Philippines as suki (see Chapter V).
This relationship, based on mutual trust and reliability, is
the foundation of all business in the Abatan market, and the
farming and marketing of cash cropping is no exception.
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Crops are harvested by the farm owners and by hired
laborers.

They are carried to agreed upon locations along

the national road and picked up by trucks operated by the
local Kankanai middleman.

The trucks make the arduous trip

over the national roads to Baguio City, Dagupan, or Manila
where they are met by representatives of Chinese distribu
tors.

Vegetables are temporarily stored and then dis

tributed to local markets in the urban areas.

This entire

chain of transactions, from the small farmer to the small
scale urban vendor is punctuated by the special buyer-seller
relationship mentioned above (suki).

Each link in the net

work which funnels vegetables from farm to market consists
of this semi-formal, interpersonal, non-contractual rela
tionship between a buyer and seller.

With the Highlander,

it is in this relationship that the Chinese are most
successful.

In a way, the Rural Bank, lowland distributors,

and others are in competition for the growing vegetable
business in Buguias Municipality, but they are less
successful because they fail to establish or maintain suki
relationships with local highland middlemen and farmers.
Although he is not entirely trusted by Highlanders, the
Chinese reliability in business matters far outweighs other
suspicions which the Highlander may hold.

The general

feeling of mistrust for the lowland Filipino, along with
business practices the Highlander considers less than
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desirable, makes the Chinese businessman the preferable
business partner.
Commercial Agents
Abatan has grown considerably since the introduction
of cash cropping after World War II.

What was once but a

few houses is now a large barrio which acts as the hub of a
periodic market and as a service center for local farming
communities.

This growth has led to the establishment of a

number of service or retail oriented businesses in Abatan.
Small grocery stores, fertilizer and hardware shops,
restaurants, a gasoline station, along with a number of
sari-sari"*" stores now line the national road as it winds its
way through Abatan.
The owners of these small stores either travel to
Manila or Baguio City themselves to buy stock or they rely
on the representatives of wholesale houses who travel
periodically to the mountains to take orders for goods.

The

small store owner without much capital may find it profit
able to make the trip himself to both make contact with
wholesalers and to transport the goods on public bus back
to Abatan.

The larger stores are more likely to rely on the

traveling agents of various wholesale dealers.

Indian

merchants in Baguio City who own small stores of their own
1. Small grocery stores which deal in small
quantities and a large variety of items. (Davis [1973]
provides a description of sari-sari.)
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in Baguio make infrequent trips to Abatan or Mankayan and
sell dry goods on consignment.

Traveling liquor and

cigarette agents are more persistent and make regular
monthly trips to the mountains to take orders at the small
restaurants and stores in Abatan, Bontok, Sagada, and Tabuk
(in Kalinga-Apayao Province)•
Traveling agents from Manila (Tagalog) and Dagupan
(Pangasinan) who came to the mountains each month to sell or
to take orders for sales felt that there were differences
in business dealings between Highlanders and Lowlanders.
The Highlander is seen as less aggressive in business
matters and does not pursue a sale the way a Lowlander
might.

Bargaining among Highlanders, they said, was short

and Highlanders were not as willing to come down in price in
order to secure a sale.

The agents uniformly felt that the

commercial business was growing in the mountains and that
their own business was good, but that dealing with the
Highlanders could sometimes prove difficult.
The traveling agent seeks to establish the same
type of special buyer-seller relationships (suki) described
earlier.

The agent, in order to initiate such a partner

ship, may simply leave a large sample of his product with a
store or restaurant owner to sell on consignment.

Or, he

(there were no female traveling agents) may lower the
wholesale price to cost in order to introduce his partic
ular product in a local store.

In short, he tries to

133

extend as many favors as he can in order to establish a
permanent buyer-seller partnership in order to reduce his
own risk and to aid in planning next month's selling trip
to the mountains.
Highland Market Vendors
A majority of the vendors participating regularly
in the markets of the Abatan system are residents of the
highland province of Benguet and the Mountain Province.
Half of the 384 vendors interviewed at these markets are
Kankanai speakers from areas surrounding Abatan, Mankayan,
or Bauko in the Mountain Province.

Only three of these

sellers identified themselves as Ibaloi and eight claimed
Bontok-Igorot identity or Bontok-Kankanai (from Sabangan
Municipality).

Many of the highland vendors (31.8%) produce

the vegetables they sell in the market.

The remainder act

as middlemen and buy vegetables from farming families who
live near the market, or they aid friends in vending on
market day.

Virtually all of these vendors are female.

In

fact, the male vendor is rare in all six markets surveyed.
Lowland Market Vendors
The last buying-selling network considered here
consists of vendors who belong to ethnic groups occupying
the lowland areas surrounding the mountains.

These sellers

include Pangasinan from the province of the same name and
from La Union, Ilocano from Ilocos Sur and La Union and
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from Baguio City.
Nueva Viscaya.

Ilocano also arrive from the province of

A few Tagalog vendors travel to the

mountains on an irregular basis to sell dry goods.

As a

group, these lowland vendors make up approximately 40% of
all the vendors in the Abatan market held on Saturdays.

The

largest group is the Ilocano (22%) followed by the
Pangasinan (14%).

There are no Chinese retail vendors

operating in the traveling market.

All of the lowland

vendors are small retailers who operate on marginal capital.
Depending on the type of goods sold, vendors invest dif
fering amounts of cash, but all the traveling vendors invest
little compared to the permanent store owners at the market
sites.
Provincial Range of the Market Network
Although the first two categories of vendors or
sellers listed above are important to the growing commerical
nature of the economy of Abatan and the region surrounding
Buguias, this work will concentrate primarily upon the
highland and lowland vendors which are found from week to
week in the periodic market.

Together these two categories

of sellers provide links in an economic network which
reaches from northern Benguet Province to areas throughout
northern and central Luzon (Figure 4).
Lowland vendors who travel from the central and
western areas of Luzon to Buguias each week distribute goods
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grown or manufactured in other areas of the Philippines.
Vendors from Pangasinan and Manila buy dry goods (clothing)
on a small scale from Chinese manufacturers or warehouse
owners and transport them by public or private means to the
Abatan area.

Ilocanos arrive from two areas.

From

Cervantes in Ilocos Sur Province, Ilocano vendors bring
livestock (pigs and cattle) to Mankayan and Abatan.

A few

of these vendors raise these animals themselves while others
act as middlemen and buy from lowland stock raisers and
transport the stock to the mountains.

Cattle are raised in

the higher elevations by both Kankanai and Ilocanos, but it
is the Ilocano who acts as middleman in transactions con
cerning these animals.

Small scale Ilocano vendors from the

Ilocos area also bring corn for animal feed which local
Kankanai buy to fatten pigs they buy for sacrifice in local
religious feasts (canao).

Ilocano vendors from the barrios

of Nueva Viscaya come to the mountains each week to sell
lowland vegetables, coconuts, and coconut oil products.
These are the only vendors in the market that sell small
shellfish collected in the many rivers which lace the low
land areas of Nueva Viscaya.

Kankanai from Bauko in the

Mountain Province act as middlemen for rice which is grown
in the Tabuk area of Kalinga.

Bauko Kankanai travel

regularly to the Tabuk region and buy small stocks of rice
which they transport by public means to Abatan and Mankayan.
Many of these rice vendors not only sell in the market of
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Abatan on Saturdays, but they act as suppliers to local
Abatan store owners who sell rice and legumes throughout
the week.

Northern Kankanai also specialize in vending

fruit, such as oranges, pomello, and calamansi, fruits which
grow well in the lower altitudes and warmer climate of the
areas surrounding Bauko.
The neighboring Northern Kankanai from the area
around Sabangan in the western end of the Mountain Province
and the Bontok from the Poblacion of the same name
specialize in the selling of legumes which are grown in
these areas.

The Bontok occupy an area to the north of

Mount Data, an area which is lower in altitude than northern
Benguet and able to produce two crops of rice per year
(farms in Loo are able to produce but one crop per year due
to the colder climate).

The Bontok also grow a variety of

legumes which small scale vendors transport to Abatan for
sale.

The rice from the Bontok area is prized for its

quality and characteristics which serve, say the Kankanai,
to make the finest rice wine (tapui).
Fish vendors arrive from two areas, Manila and
Dagupan.

The Tagalog vendors from Manila buy small amounts

of dried fish from the Visayan region and sell them in the
market throughout the Abatan market circuit.

Pangasinan

vendors from Dagupan concentrate on fresh fish, especially
milkfish (bangus) which are raised on large fish farms in
areas surrounding Dagupan City.

138

A number of Ilocano and Kankanai vendors sell dry
goods in the Abatan market.

Dry goods, which were previ

ously sold only by Pangasinan and Tagalog vendors, are now
also sold by local Kankanai.

Lowland vendors have settled

in the highland communities and have, over the years,
introduced vending practices to local citizens of highland
communities.

In one case, a lowland vendor from Pangasinan

married a Kankanai woman and now lives in Mankayan.

His

daughter married a local highlander and her new husband was
given a loan to begin his own business in dry goods,
traveling periodically to the lowlands to buy stock and
selling it in the periodic market.

Increasing numbers of

local Kankanai are involving themselves in the market as new
vendors and clothing goods offer the least amount of risk
since they are non-perishable items and more easily ob
tainable from any number of stores in

Baguio City.

Local Range of the Market Network
These increasing numbers of highland vendors come
primarily from the larger market communities of Mankayan and
Abatan.

Other highlanders from the immediate areas sur

rounding the smaller market sites have also become involved
in vending.
Customers arriving weekly in these markets come from
areas surrounding the market site and from barrios and
poblacions which are conveniently linked to the market site
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by a road or a foot trail (see Figure 5).

Abatan draws

people from Loo Valley, from areas in the Mountain Province
to the north, from Mankayan and Buguias Central, and from
the many barrios and sitios in the immediate area.

Bad-

ayan draws buyers and sellers from the western portion of
Ifugao Province, Buguias Central and Kabayan (when the road
is open), and from Loo as well as from the surrounding
barrios.

Mankayan attracts customers from the mining com

munities of Suyoc and Lepanto, from Balili (there is daily
bus service to and from Balili which passes through Abatan),
and from barrios in the upper Abra Valley area.

Disagan is

a small market but its location near the road to Ampusungan
attracts people from that Poblacion to the west.

Since the

closing of the market at Bad-ayan, people in Buguias Central
climb the steep hills from the Poblacion to reach the
Disagan market located on the national road.

Sinipsip and

the small farming communities surrounding the sitio are also
served by this market.
The Regional Market Schedule
The regional periodic market of Abatan is similar
to rural markets reported on elsewhere (Hodder and Ukwu
1969, Kerblay 1968, Keil 1977, Meillassoux 1971, Skinner
1964).

Traveling vendors establish a schedule of market

days in a number of different towns through periods ranging
from three days to a month.

The Abatan market operates on
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weekly schedule beginning on Thursday and ending on Sunday.
Vendors from lowland provinces and from surrounding highland
municipalities arrive early in the morning at the market
site for that day, or they arrive late in the afternoon the
day before and set up their temporary stalls for the next
day's business.

After completing the four day cycle at

different locations, the vendors return to the lowlands (or
in the case of local highland vendors, to their farms near
the market area) to restock for the next week's cycle of
selling.

Table 5 outlines the market schedule for each

week.

Table 5.

Weekday

Weekly schedule of the Abatan market system —
Market sites on the National Halsema Highway are
also referred to by their distance in kilometers
from the capital of Benguet, La Trinidad.
Marketplace

Market Size
(No. of vendors)

Thursday

Bad-ayan

40-60

Friday

Disagan (Km 73)

40-50

Saturday

Abatan (Km 85)

250-300

Sunday

Mankayan

200-250

Sunday

Sadsadan (Km 102)

35-40

Sunday

Sayangan (Km 65)

35-40
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Notable here are the three market sites which have a
market on Sundays.

Kankanai vendors from Benguet and

vendors from nearby sitios in the Mountain Province claimed
that the reason that they did not vend in the larger market
of Mankayan on Sundays was because this market was becoming
too large to make a reasonable profit.
agreed.

Lowland vendors

Sadsadan and Sayangan, though out of their way in

terms of the number of kilometers they have to travel to get
to them, offer a greater chance to sell their wares at a
higher price.

One Lowlander reported that the people in the

mountains in these small barrios did not know the true value
of goods sold and thus higher prices could be charged
without complaint.

Two lowland vendors reported that they

had never sold in Sadsadan or Sayangan before but decided to
try selling there to explore possibilities.
Commodity and Ethnic Structure of
the Abatan Market
Attention now turns to one market site.

Barrio

Abatan hosts the largest market in the weekly schedule.

A

few structural features of the Abatan market are discussed
here.

These include the distribution of commodities

throughout the market and the ethnic group membership of the
market's vendor population.

Also included is a brief dis

cussion of the status system which operates between vendors
in this ethnically mixed group of sellers.

A discussion of

these features provides a descriptive view of the market, a
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view which displays the close relationship between the
regional aspects of ethnic diversity discussed earlier and
the ethnic and commodity structure of the individual high
land market site.

A description of these features will also

lay important ground work for a discussion of the market's
organizational features.
The Saturday market held in Barrio Abatan was
identified by vendors and local residents alike as the hub
of the periodic market.

The 215 vendors interviewed in

Abatan do not actually represent the total number of
vendors participating each week.

The number of sellers

fluctuates with the weather and the season.

The market was

largest when the weather was favorable and soon after the
harvesting of a major crop.

At times, the market in Abatan

swelled to over 300 vendors.

But the marketplace is in a

constant flux and it expands and contracts from week to week
making it difficult to determine when a complete coverage
of the market was accomplished.

Consequently these 215

interviewed vendors represent a kind of piecemeal sample of
the market, since time and the size of the market allowed
only a portion of the vendors to be covered each week.
Vendor Type
To a large extent, each vendor specialized in a
limited variety of goods.

Of the 215 vendors in Abatan
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the largest group consisted of Dry Goods sellers (22%).2
These vendors specialized in the selling of clothing
materials which are obtained from retail or wholesale out
lets in Baguio City, Dagupan in Pangasinan Province, or
Manila.

Of the 48 vendors selling dry goods, 21 identified

themselves as members of lowland ethno-linguistic groups.
The remainder are Highlanders.
The dry goods business in Abatan has become a
vehicle for Highlanders to enter the market.

Lowland

vendors once dominated the sale of these items but over the
past few years the Highlanders have started entering the dry
goods business and their numbers are growing.

Although

these Highlanders have established themselves in the market,
they have yet to establish themselves as middlemen in the
dry goods business as have many Lowlanders.

In every

instance, a lowland dry goods vendor buys from a business
partner (suki) who is also of lowland origins.

The Kankanai

Highlander, on the other hand, must also buy from Lowlanders
in warehouses in Manila.
The next largest category of vendors is a group
selling Highland Vegetables (see Appendix A).

These vendors

2. Categories of vendor type were determined by the
results of the survey itself. All items sold by each vendor
were inventoried and sellers were grouped by the type of
items sold. Vendors were grouped into one general category,
such as Highland Vegetable or Lowland Vegetable if 80% or
more of their stock consisted of these items.
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account for 18% of the total number of vendors in the Abatan
market.

Not one lowland vendor sold highland vegetables.

Vendors identified themselves as Kankanai (35), Ibaloi (2),
and Bontok (2).

Twenty-five of these vendors reported

buying from others (all Kankanai farmers) who grew these
vegetables on nearby farms.

The Ibaloi and Bontok vendors

were both permanent residents of Abatan.
While the selling of highland vegetables was
dominated by local Kankanai in the Saturday market, the
buying of the larger cash crops proved another story.

Small

scale vendors of these vegetables sold either produce they
themselves had grown in their home gardens or produce they
bought from close friends or relatives near their homes.

A

few were farm-laborers who took their pay in produce and
sold it for cash in the weekly market.

The large truck

loads of vegetables which reached the markets in the large
urban centers, on the other hand, were bought and controlled
by wealthy highland middlemen and the Chinese distributors
operating out of Baguio City, Dagupan, or Manila.
In contrast to the dominance of Highland vendors in
the locally grown vegetable market, the Lowland group
dominates the selling of fish and meat (pork, poultry, and
fish).

A total of 28 vendors sold these items and 23 of

these identified themselves as belonging to lowland ethnolinguistic groups.

Six of these vendors identified them

selves as Kankanai from the Poblacion of Mankayan or from
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Abatan.

The sources of these goods,- in all but one case,

were lowland sources and the middlemen were, likewise, with
one exception, themselves Lowlanders.

The one Kankanai pork

vendor bought his goods from a Pangasinan middleman in
Pangasinan Province.
Ilocanos selling live pork arrived in Abatan on
Friday evenings in trucks and jeepneys from Cervantes,
Ilocos Sur.
selves.

Three of these vendors raised the animals them

Seven bought them in Ilocos from other Ilocano

farmers and six bought them from Kankanai and Ilocano
farmers in Cervantes where Kankanai from Mankayan have in
vested in stock raising.
Rice vendors are an important element in the market.
The two sources of rice which reach Abatan are from high
land areas near Bontok or Tabuk (Mountain Province and
Kalinga-Apayao, respectively) or from Baguio City which
receives its rice supply from the National Grain Authority
(NGA) set up by the Federal Government to aid in the
national distribution of rice.

Rice from Bontok or Tabuk

passes through middlemen from Bauko (Kankanai) who have made
a substantial business of traveling to these highland rice
producing centers and transporting it to Bauko and on to
Abatan.

The nine vendors who transport this rice are

Kankanai from Bauko.

The remaining six rice vendors are

Ilocanos and bring rice to Abatan from Baguio, or from
lowland areas along the west coast.
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The Ilocano rice vendors arrive on Friday evenings
and lay out woven baskets filled with varieties of rice and
corn (feed for pigs and cattle).

These vendors sold their

goods to local highlanders until sunset and a few might
sell their entire stock and leave the following morning.
Those who sold their entire stock sold it to a local store
operated by an Ilocano merchant who has settled in Abatan.
The following morning Kankanai vendors from Bauko set up
their tables or laid out their baskets in an adjacent area
to sell their goods.

The highland rice vendors offered

varieties of rice not offered by lowland Ilocanos.

Other

Bauko-Kankanai vendors specializing in the sale of legumes
(various beans, such as dry mung, navy, lima, and pinto)
which are grown in the northernmost Kankanai areas (Bauko,
Tadian, and Sabangan in the Mountain Province) sit together
next to the Bauko rice vendors.
Pangasinan vendors dominate the sale of hardware
items in Abatan*s market.

They set up stalls made of wood

and cotton cloth and sell adjacent to one another.

Hardware

items include tools for farming, household items, locks,
small mirrors, combs, brushes, tin plates, buckets, etc.
Crafts sales are dominated by Kankanai from the
Mountain Province.

Of 12 vendors, 11 are Kankanai who

specialized in hand woven blankets, sweaters, and tradi
tional dress such as the tapis (woman's skirt common among
the Bontok and northern Kankanai).

Seven of these vendors
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weave their own stock, the remainder buy from local weavers
who do not sell in the market.

One Pangasinan vendor in

this category sold the synthetic threading necessary for
weaving.

She sold no woven goods herself, but sold to the

other craft vendors in the market.

A few of the weavers

are products of a growing local cottage industry which
specializes in non-traditional sweaters for cool mountain
wear.

These weavers work on small manually operated

weaving machines bought in Baguio City and Manila.

These

weavers were invariably young women who sell clothing goods
in the market to supplement their families' incomes.

The

traditional dress, woven with traditional techniques are
sold by old women from more traditional Kankanai areas such
as Tadian or Sagada in the Mountain Province.
A large group of fruit vendors sell on the west side
of the road near the Rural Bank building.

This group is

mixed ethnically and includes vendors belonging to both
highland and lowland groups.

Those who do not grow their

own fruit and produce act as middlemen and buy from pro
ducers in Ilocos Sur or from Kankanai in Bauko.

Although

the vendors themselves represent an ethnically mixed group,
they tend to buy their goods from members of their own
group.

Seventy per cent of the Highlanders buy their goods

from Highlanders.

Eighty-five per cent of the lowland

vendors buy their goods from lowland sources.

Since these

vendors arrive from their permanent homes this relationship
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between ethnic group of seller and buyer is simply due to
propinquity since buyer and seller live in the same area.
Vendors of bakery goods number 12 women.

All of

these vendors identified themselves as local residents of
Abatan and belonged to the Bontok or Kankanai ethnic groups.
Although these vendors were part of the Saturday market in
Abatan, they also sold bakery goods and candies each day of
the week in this same area.

Two vendors make their own

goods, the remaining sellers work on consignment from a
local bakery owner who provides them breads, "pop-rice," and
roasted peanuts.
Pangasinan and Ilocano vendors from the lowlands
specialize in lowland vegetable sales.

These sellers

originate from Nueva Viscaya Province east of Benguet or
from the province of Pangasinan.

Varieties of lowland

vegetables are outlined in Appendix A.
The category of tobacco seller includes only four
vendors.

These vendors belong to the three major ethnic

groups in the market:

Ilocano (2), Pangasinan (1), and

Kankanai from Mankayan (1).

In all four of these cases the

source of tobacco is from Pangasinan wholesalers.
Table 6 summarizes the commodity structure of each
market in the Abatan system.
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Table 6.

Commodity distribution in four markets in the
Abatan periodic market system
Market Site
Abatan

Mankayan

Disagan

Sadsadan

Vendors
(N)

%

(N)

Dry Goods

22

(48)

2

(2)

Highland Veg.

18

(39)

51

(46)

Fruit

18

(38)

19

(17)

Meat

13

(28)

7

(6)

Rice

7

(15)

3

(3)

11

Bakery

6

(12)

8

(7)

Crafts

6

(12)

Legumes

2

(4)

2

(2)

Tobacco

2

(4)

3

Sari-sari

2

(5)

5

Hardware

2

(5)

Lowland Veg.

2

(5)

100

(215)

Commodity

Total

%

100

%

(N)

%

(N)

57

(22)

27

(11)

5

(2)

20

(8)

5

(2)

(4)

8

(3)

8

(3)

5

(2)

(3)

5

(2)

5

(2)

(5)

11

(4)

20

(8)

5

(2)

(91)

3

(1)

5

(2)

100

(38)

100

(40)
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Ethnicity and Vending Locations
The municipal government has sought over the past
few years to gain a measure of control over the growing
market in Abatan.

Government officials started by building

a market pavilion in an open area near the newly built
municipal office building.

Rules and regulations concerning

taxes and use of the space in the market were also drawn up?
vendors selling specific commodities were assigned to
specific locations in the designated market area.

Thus,

dry goods vendors, sellers of livestock, hardware, tobacco,
etc. were accommodated by space under the market pavilion or
in an adjacent clearing.
The growth of the market rendered this planned
organization virtually useless over the past few years.

The

numbers of dry goods vendors and hardware sellers alone now
dominate the area officially designated by the government
to be areas of market activities.

Rice and vegetable and

fruit vendors have grown in such numbers that they even
tually had to move from the official market area and set up
their stalls or display their goods on blankets along the
national road which forms the main street of Abatan.

Live

stock vendors remain in their original area near the
pavilion, but only on Saturday.

On Friday, when they

arrive by jeep or truck in the center of town, they sell to
early buying customers as they unload in an area a few
hundred meters from the marketplace.

In short, the rapid
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growth of the market has been too much for the local
officials to keep up with and there exists little control
over vendors and vending areas outside of the attempt to
collect taxes and vending fees.
Vendors arriving in Abatan use a number of criteria
in deciding upon where to establish themselves in the
market.

Those vendors returning to Abatan from week to week

set up their vending stalls in the same place they used the
week before.

After selling for some time at one location a

vendor assumes the right to that location in the market if
he or she wishes it.

Other vendors recognize these use

rights and expect others to respect their own rights to a
regular selling location.

Those who have found themselves

either assigned officially to a disadvantageous location
(one not near the heavier flow of customer traffic) or as
newer vendors have not established rights to a profitable
location might arrive a day early or the evening before the
market opens.

In this way they set up their temporary

stalls or tables and sell before the market day officially
opens in a more desirable location.

When morning comes,

they are quick to move to their usual location in the
market.
The following provides a description of the market
as it appears on market day (see Figure 6).

The blocked

areas on this map represent groups of vendors aggregated by
commodity type and by ethnic group membership.

The vendors
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are not as segmented as the map suggests, but more con
tinuous in that they simply line the roadway in places
groups five or six deep where space permits.

The following

number-groups correspond to the numbered blocks on the
market map.

1—Highland Vegetables—Kankanai.

A group of

vendors lining the east side of the roadway near the cross
roads sold only highland vegetables which were locally
produced (see Appendix A).

All of these vendors were women

who identified themselves as local Kankanai who either
farmed these vegetables themselves or bought them from
friends or relatives in their home sitios.
2—Rice—Ilocano.

On Friday evenings Ilocano

vendors arrived from Cervantes, Ilocos Sur, with rice and
corn (the corn for animal feed).

These traveling vendors,

all women, sold their goods to local store owners or to the
ordinary market customer.

Early Saturday morning when the

market officially opened, these vendors either return to
Ilocos on the first bus having sold their goods the night
before, or they move to assigned locations in the market for
a regular day's sales.
3, 4—Mixed Highland and Lowland Vegetables—
Kankanai.

A large number of Kankanai vendors make their

permanent homes in Mankayan Municipality.

Of these, the

great majority come from Mankayan Central Poblacion, the
site of Sunday's market.

Mankayan Poblacion and its
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surrounding sitios lay two to three thousand feet lower in
altitude than Abatan along the western slopes of Mount Data
and the Central Range of the Cordillera.

At these lower

altitudes and in a warmer climate local Northern Kankanai
produce highland vegetables, fruit, and ai few lowland
vegetables.
5—Legumes—Northern Kankanai.

Kankanai from Bauko

and Sabangan in the Mountain Provice arrive in the market
early on Saturday mornings with sacks filled with varieties
of legumes which are commonly grown in that region.
6, 7—Mixed.

These areas in the market are highly

undesirable places to vend due to road conditions after a
rain and the nearness of a military garrison.

Vendors of

all four major ethnic groups, usually new to the market,
sold a mixture of goods in this area (highland vegetables,
rice, poultry).
8—Fresh Fish—Pangasinan.

Vendors from Pangasinan

Province have established themselves in this area, though
fish is officially sold elsewhere.

All of these vendors are

women and a few of them also bring lowland vegetables to
sell.

They are allowed to sell in these "unofficial" areas

due to the fact that they set up their stalls in front of
sari-sari stores owned by Pangasinan who are now permanent
residents of Abatan.
9—Hardware, Lowland Vegetables—Mixed Lowlanders.
In this area three Ilocano vendors from Nueva Viscaya (all
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female) sit together and sell vegetables.

Three Pangasinan

vendors sell nearby with hardware and household goods
(one vendor specializing in shoes and boots, one in house
hold cooking ware, and the third in small hardware items).
10, 11—Dry Goods, Crafts—Kankanai.

Kankanai

vendors gather in these two areas selling dry goods
(clothing) and handwoven materials for traditional clothing.
A few of these Kankanai weavers have turned to selling
machine made sweaters, a growing cottage industry in Abatan.
12—Dry Goods—Pangasinan.

A group of Pangasinan

vendors gather here and sell clothing materials obtained
from Chinese wholesalers in Dagupan City.
13—Crafts—Kankanai.

A group of older women from

Sabangan (Northern Kankanai) gather in this area each week
to sell their hand woven native dresses and death blankets.
These vendors come to Abatan on an irregular basis.
14, 16—Meat (Poultry, Pigs)—Ilocano.

A small

group of Ilocano vendors gather in the area in front of the
market pavilion and sell poultry (area 14).

The area

designated "16" on the map is entirely dominated by Ilocano
from Ilocos Sur.

These vendors specialize in the sale of

live pork.
15—Dry Goods—Kankanai.

The area noted on the map

as "15" is dominated by Kankanai clothing salespeople (both
male and female) who have recently entered the market
activities.

These new vendors consider this area not the
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most desirable and spoke of trying to move to a more
populated part of the market after they have gained expe
rience.
17—Butchery—Kankanai.

A number of local Kankanai

in Abatan rise early in the morning to buy one or two pigs
from Ilocano vendors.

These customers specialize in

butchering these animals immediately for sale to local
Kankanai residents.
18—Dry Goods, Lowland Vegetables—Lowlanders, Mixed.
This area is composed of new vendors from the lowlands
selling clothing items and vegetables.

Again, this area is

on a fringe of the market and there is little customer
activity but new vendors seeking entry into the weekly
activity of the market find this one area to start.
This summary of vending areas provides a description
of commodity distribution throughout the market as well as a
description of ethnic group distribution.

It reveals that

new vendors gather in places where selling is less than
desirable regardless of their ethnic group membership.

Once

established, however, they seek to move into a better loca
tion, usually near others selling the same type of goods
and consequently belonging to the same ethnic group.
Table 7 outlines ethnic group participation in four
of the system's six markets.

The Kankanai dominate in all

of these markets but they do not travel from market to
market in the manner of the Lowlanders.

The same group of
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Table 7.

Ethnic group participation in four markets of the
Abatan periodic market
Market Sites
Abatan

Ethnic Group

%

No. & Southern
Kankanai

Mankayan

Disagan

Sadsadan

(N)

%

(N)

%

(N)

%

(N)

52

(112)

85

(77)

67

(27)

68

(26)

Ibaloi

1

(2)

1

(1)

Bontok

4

(9)

Pangasinan

18

(39)

9

(8)

10

(4)

13

(5)

Ilocano

23

(49)

5

(5)

20

(8)

19

(7)

Tagalog

2

(4)

3

(1)

100

(215)

100

(40)

100

(38)

Total

100

(91)

Kankanai attend the Abatan and Mankayan markets, but at the
others, Kankanai residents of the particular market site
dominate.

The traveling Lowlander, on the other hand, is

apt to make all four.
Vendor Status System
Among the vendors of the Abatan market there exists
a status system based on a number of cross-cutting elements.
These elements combine in ways to establish a stratified
arrangement of vendors which is separate from the system of
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social status of Abatan itself.

The major elements include

the following.
Type of Goods Sold
This first variable in establishing status among
vendors is essentially an economic one.

In order for a

vendor to start a small business in the traveling market he
or she must have capital.

Among all the vendors the dry

goods salespeople must invest the greatest capital in stock
since their sale items are the most expensive on the whole
sale level.

Also, since clothing items are non-perishable

and light to transport, the vendor understands the advantage
in buying large stocks at one time to minimize the expenses
involved in traveling to the lowlands (this is especially
true for those dry goods vendors who have two homes, one in
the lowlands and one in the highland community).

This

buying in quantity, of course, demands a high initial in
vestment.
The livestock vendor (pigs) also suffers a large
initial investment and is considered of higher status than
other vendors by both traveling vendor and the local
Kankanai customer.

These large investments, of course,

lead to substantial profits and a few of these vendors
drive their own trucks or jeeps to transport their goods, a
luxury not enjoyed by other vendor types.
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Rice vendors and sari-sari vendors enjoy a midlevel status in the market.

Again, this corresponds to the

size of initial investment by the vendor and the amount of
their standing capital.

Occupying the lowest level in

status among vendors are those who sell vegetables.
Normally, these vendors (both highland and lowland) expend
little initial capital since a few of them grow the produce
themselves.

If they buy these goods from week to week, they

pay but minimal amounts for their stock.
Length of Market Career
The longer a vendor has sold in the market the more
respect other vendors afford her.

A larger proportion of

Lowlanders than Highlanders had parents that once sold goods
in the Abatan market.

Pangasinan and Ilocano vendors were

the first to begin the traveling market in Buguias with dry
goods sales.

Due to their long involvement in the market

and to their having built up a large clientele among local
residents, they enjoy a higher position in the market status
system than do others.

Also, these vendors were often the

ones who helped local Highlanders to begin in the business
themselves.

After selling in the market for a number of

years these lowland dry goods vendors allowed local High
landers to sell a few dry goods on consignment.

After some

time selling on consignment, these highland vendors began
to finance their own stock of goods and began to compete
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with the Lowlanders.

However, these highland vendors

afford these Pangasinan and Ilocano vendors a certain amount
of respect because they are aware of the initial help
extended and they respect the business abilities of the
Lowlanders.
Sex
The vast majority of vendors in the market are
females ranging in age from early teens to mid-sixties.
Nevertheless, female vendors occupy the lower rungs on the
vendor status ladder.

This is primarily due to the type of

goods that females sell.

All of the lowland and highland

female vendors sell vegetable goods and operate sari-sari
stalls.

Men, on the other hand, deal in hardware, dry

goods, and livestock, those goods demanding higher initial
investment and earning higher profit.
Age
As in other status systems throughout the Philip
pines, age is an important factor in the Abatan market.
Older vendors are given preference in where they may sell
their goods.

This does, of course, often correspond to the

length of time a vendor has been selling in the market, but
age in itself is a factor which comes into play among
vendors.

Older vendors are the ones who introduce the art

of selling and bargaining to younger vendors, and in certain
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cases, these younger vendors who are just beginning to sell
are the daughters, sons, or cousins of the older vendors.
Ethnic Group
Added to this constellation of elements which inject
status into a vendor's position in the market is ethnic
group membership.

Lowlanders, especially Pangasinan vendors,

are thought by most others to be the more talented or
aggreesive businessmen.
most successful.

They are also thought to be the

By the Kankanai, the Ilocanos are also

thought to be clever and successful in business.

In this

regard, the most useful distinction to be made is that
between "Highlander" and "Lowlander.11

Generally, the low

land vendor is thought to be a better businessman regardless
of specific group membership.

Highlanders, on the other

hand, are thought to be newcomers to the art of vending (by
themselves as well) and find it hard to compete with the
veteran Lowlanders.

Among dry goods vendors (where a sub

stantial number of highland vendors now participate) lowland
salesmen are thought to be in control of the dry goods
market:

they have been selling the longest, have the

largest stocks, and are in control of the transportation of
goods.

Among the dry goods vendors, they are also the

wealthiest.

Highland dry goods vendors defer to them and

respect them for their relative greater success in the
market.
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All of these elements combine to establish a
hierarchical system among the vendors in Abatan's market
place.

The greatest emphasis, among vendors themselves, is

placed on the type of goods sold, but it should be remembered
that the type of goods sold corresponds in many cases to the
origin of the vendors and to their ethnic group membership.
In cases where this correspondence no longer holds, such as
among dry goods sellers where Highlanders now outnumber
Lowlanders, ethnic origins still emerge as a important
feature of those groups of sellers who experience relative
success in the market.
Summary
On a regional level, ethnic diversity is organized
on the basis of those features outlined in Chapter II, i.e.,
ecozone occupancy, specialization in subsistence economies,
language, etc.

This larger, regional framework is expressed

in the periodic market system and especially in the large
market of Abatan itself.

The structure of ethnic group

relations on the regional level filters down to affect the
structure of interethnic relations in the marketplaceT

To

a large extent, the market's structure, based as it is on
ethnic group specialization in commodity types, vending
areas, and language use, reflects the larger regional struc
ture of interethnic relations.

In addition, the individual

marketplace of Abatan consisting of vendors belonging to a

number of different ethnic groups and originating from
different areas provides a context in which to examine
interpersonal points of contact between groups.

The dis

cussion now turns to an examination of this more specifi
aspect of interethnic relations.

CHAPTER V
ETHNIC BOUNDARIES AND MARKET ORGANIZATION
This chapter examines in detail the interethnic
organizational features of the Abatan market.

Specific

attention is paid to those features of interaction which
both limit and promote ethnic group interaction.

Thus, the

chapter has two general foci:
1.

A delineation of those interactional features of
market activities which serve to maintain social
distance or ethnic boundaries.

These boundaries are

viewed here as social behavior which restricts
interaction or communication between members of
different ethnic groups.
2.

An examination of market specific interaction which
is common to members of all ethnic groups and allows
or promotes interaction across ethnic boundaries for
purposes of exchange.

Particular attention is given to Barth's (1969:16) proposi
tion that where one finds stable interethnic relations there
should also be found a "systematic set of rules" governing
interaction between members of different ethnic groups.
Earlier chapters have examined the larger, regional
aspects of ethnic group relations.
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While on a regional

166

level it is possible to categorize groups by their terri
torial occupancy, status positions, and subsistence special
ization, it is on the level of individual interaction where
intergroup articulation takes place.

It is on the level of

personal interaction where one finds this process of
articulation expressed through the exchange of goods in the
marketplace, goods which are products of the larger group
specializations of territorial occupancy and subsistence
practices.
In the context of the Abatan market, language use,
product specialization, and the choice of where to sell will
be examined for the roles they play in restricting group
interaction and the maintenance of ethnic boundaries.

Dis

cussion of the means by which these boundaries are crossed
involves an analysis of a special buyer-seller partnership
known throughout the Philippines as suki (discussed elsewhere in detail; see Davis 1973, Szanton 1972, Cuyos anJ
Spoehr 1976, Anderson 1969).

This semi-formal, personalized

partnership (and relationships like it elsewhere; see Mintz
1956, 1961) has been discussed in terms of the economic
security it offers small-scale, low capital sellers and low
income buyers.

Data from the Abatan market support these

earlier interpretations of suki.

But in an interethnic

context, such as that offered by the Abatan market, the
suki partnership offers more.

It provides a means by which

members of different ethnic groups in the market regularize

167

exchange behavior to overcome or cross the social or ethnic
boundaries that exist.
Ethnic Boundaries: Restriction on
Interethnic Behavior
According to Barth (1969:15) ethnic boundaries imply
. .a recognition of limitations and shared understand
ings, differences in criteria for judgment of value and per
formance, and a restriction of interaction to sectors of
assumed common understanding and mutual interests."

Like

all social and group boundaries, ethnic barriers permit only
limited entry of out-group members into in-group activities.
When members of differing ethnic group come into temporary
contact social relations are restricted only to well-defined
areas of interaction.

Within the Abatan market, the

mechanisms of maintaining ethnic boundaries involve a recog
nition, or an identification of, ethnic markers or symbols.
These "markers" do not by themselves have particular social
meaning.

They are seized upon by both buyers and sellers in

the market to categorically ascribe ethnic identity and, in
consequence, to place "categorical restraints on social
interaction" (Thompson 1974:106).

In the Abatan market

these restraints are activated by ethnic markers which are
linguistic, behavioral, and material in character.
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Language
Ilocano is the market language of the Abatan area as
it is in much of the southern Cordillera.

But Ilocano is

not the only language commonly used in the market.
Pangasinan is also used, as are the numerous lccal varieties
of Kankanai.

In dealing with one another, vendors prefer to

use that language which is a common mother tonc-ae to those
involved in conversation.

Thus, Kankanai speakers from

different areas use Kankanai with one another in the market
even if there are minor dialect differences.

The same is

true both of Ilocano and Pangasinan speakers.
vendors speak Ilocano as a second language.

All Kankanai

Approximately

half of the traveling Ilocano vendors also speajz Kankanai.
Observed language use is related to vendor placement
in the. market.

Since friends and relatives sit together in

the market and travel together, they belong to -he same
ethno-linguistic group.

In casual conversation with one

another they use their common mother tongue.

Cn the other

hand, with vendors or customers whose ethnic origins are in
question, because they are new to the market or they happen
simply to be unfamiliar, the market language, Ilocano, is
used to initiate conversation.

In this situation two

Kankanai vendors from differing areas might initiate con
versation in Ilocano, but since dialect usage cr accent
are easily recognized by most, they then switch to Kankanai
to continue further conversation.
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Since Ilocano has become the lingua franca of the
region, it also occupies a position of status within the
market.

Ilocano is associated with traveling vendors who

deal in valuable goods (pigs, dry goods, rice) which also
have attached to them a higher status.

For educated High

landers and Lowlanders English also occupies a position of
higher status, but is rarely used in the market unless a
customer initiates a conversation in English.
Differences in language use affect attitudes of Low
landers toward Highlanders.

Lowlanders cite cases in which

Ilocano is poorly spoken by Highlanders and this poor usage
is associated with lower levels of education and a general
lack of civility.

Language preferences between the two

major ethno-linguistic groups in the market, Kankanai and
Ilocano, is markedly-different.

Of 211 vendors in Abatan1s

market, 117 (95%) Kankanai vendors preferred to use Kankanai
in the interview.

Although initial contact was generally in

Ilocano, when given a choice to use one language over
another (questionnaires were written in both Kankanai and
Ilocano) vendors overwhelmingly chose their mother tongue.
The same was true of Lowlanders whose mother tongue was
Ilocano.

A full 97% of the Ilocano speakers chose Ilocano

as the preferred language to use during the interview.

What

these figures suggest is that language status (Ilocanohigh, Kankanai-low) does not determine preferred usage.
Equally small percentages of highland and lowland vendors
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used or preferred to use second languages (5% of the
Kankanai preferred Ilocano and 3% of the Ilocano speakers
chose Kankanai).

One might expect a greater number of

Kankanai spearkers to use Ilocano in public situations, but
such is not the case.

These results are no doubt affected

by a number of factors,

the most important being the fact

that second language competence varies considerably.

While

most Kankanai speakers also speak Ilocano they do so with
varying ability.

Many Ilocano vendors, especially those new

to the market, simply did not speak Kankanai.

Since Ilocano

is the "market language" of the region, ability to speak
Kankanai simply was not necessary.
These patterns of language preference correspond
with an important feature of social interaction.

Kankanai

vendors congregate in specific areas of the market, as do
Ilocano and Pangasinan.

During periods of slow sales,

vendors freely interact with one another, but rarely mill
about to interact with vendors in other parts of the market.
Sellers sitting side by side, or in the same area, generally
belong to the same language group.

This, combined with

preference of language use and variable second language
ability, serves to limit interaction between vendors be
longing to different ethno-linguistic groups.
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Vending Areas

Another factor affecting interaction between vendors
of different ethnic groups is their placement in the market.
As outlined in Chapter 4, the spatial placement of vendors
corresponds to the type of goods sold.

Dry goods sellers

tend to sell in one area, as do rice vendors, highland
vegetable vendors, etc.

By and large, the commodity types

are dominated by specific language groups.

The result is

congregations of vendors specializing in type of goods sold
and segregated by ethnic group membership.

Thus, spatial

location within the market tends to limit interaction
between groups.
Vending Behavior

Vendors have various methods of attracting customers.
Some sit by their goods quietly and wait for buyers to
approach; others go so far as to shout prices and "come-ons"
through battery powered public address systems.

Choice of

technique depends to a great extent on the ethnicity of the
vendor.

The highland sellers are very quiet.

They rarely

attract customers with aggressive tactics, such as calling
out to potential customers.

They usually sit quietly and

converse among themselves or hold friendly conversations
with regular customers.

The Kankanai describe themselves as

timid and this timidity manifests itself in the market.
Bontok vendors behave in a similar manner.

The Lowlanders,
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on the other hand, are far more aggressive in their approach.
They sometimes call out to potential customers and are far
more enterprising in their sales approach and bargaining
procedures.

Local Kankanai customers are somewhat wary of

the lowland vendor, for they know that if they are drawn
into bargaining over a price, the lowland vendor expects a
sale to result.

In fact, the Lowlander is somewhat insulted

if a sale does not result.

Highland vendors also bargain,

but they do not necessarily expect a sale once bargaining is
finished.

In short, differing expectations are involved.

A

lowland vendor interprets the initiation of bargaining as a
tacit agreement that the buyer will eventually buy something.
It is a sign that the interest in the commodity is high
enough to end in a sale.

Highlanders do not interpret

bargaining in the same way.

For the highland buyer and

seller bargaining is a means of arriving on a price should
the buyer decide._to buy.
Emphasis should be placed on the idea that these
differences are not simply a personal choice of selling
techniques, but they are tied to differences in values
between the highland and lowland groups.

Highlanders

generally consider Lowlanders pushy and overly aggressive
in their business dealings.

Tagalog vendors from central

and southern Luzon, who visit the market on an irregular
and infrequent basis, are considered the most aggressive.
Lowland vendors, on the other hand, interpret the quiet,
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reserved behavior of the Highlanders as bad business sense.
"They do not know how to attract customers, that is why they
sell only small things" was the comment of one lowland
vendor.

"They [Highlanders] don't know how to sell

properly" was another comment.

All of which are attitudes

which reinforce the vendors' choice to sell goods nearby
their own ethnic group members.
Competition

But segregation of ethic groups does not rule out
competition and mechanisms which serve to reduce competition
to acceptable levels.

Two levels of competition are impor

tant in the Abatan market:

competition between individual

vendors and competition between groups of sellers.

Indi

vidual vendors find themselves in competition for customers
shopping for the same type of goods.

Dry goods or clothing

vendors for instance are highly competitive due to the fact
that there are a large number of them (48 in the Abatan
market alone) and the quality of clothing sold varies little.
Since clothing quality is much the same from one vendor to
the next, pricing differences are used in drawing customers.
Individual vendors pay close attention to bargaining between
customers and a nearby vendor.

Information gathered through

discrete eavesdropping is then used to adjust prices in ways
that will improve not only a chance at a sale, but also a
chance to establish a new regular customer.
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Between vendors who have become established in the
market, competitive behavior is reduced.

Vendors who travel

together are usually friends and they sit and sell near one
another.
observed.

Between these vendors little price difference is
Competitive behavior is the greatest between

these established vendors who frequent the market each week
and the vendors who come to Abatan infrequently.
frequent seller of dry goods

The in

is often the loudest, shouting

prices and declaring the best "deals" to the customers.
A vendor's treatment of customers may also provide a
competitive edge.

A wise vendor will engage the potential

customer in conversation and joking repartee.

Since there

is competition based on price differences, a regular
customer might switch to another vendor who is offering
more for less.

Wanting to keep his regulars, a vendor will

spend extra time in conversation or offer a cigarette.
Competition also exists between the local merchant
who owns a shop or store in Abatan and the visiting vendors.
Or, groups of vendors within the temporary market itself
find themselves in competition.

In many cases, ethnic group

membership serves to separate groups in competition.

In

one instance, a local Kankanai store owner who sold a
variety of building materials, hardware, and farm tools felt
that the traveling Pangasinan hardware vendors were underpricing their goods and were, in essence, unfair competi
tion.

During market day, with a bit too much to drink,
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this shop owner approached a lowland vendor and began to
abuse him verbally.

At first the shop owner was ignored

until violence was threatened.

At that point the nearby

hardware vendors, all Pangasinans, picked up tools from
their stalls and came to protect their fellow lowland
vendor.
Highland vendors recognize the bargaining and
selling abilities of the lowland vendors.

Kankanai vendors

expressed the belief that Pangasinan vendors often cooper
ated with one another in pricing their goods, thus providing
the competing highland vendor with difficulties in
attracting customers and selling goods.

One highland

vendor, explaining the difficulties in competing with low
land vendors expressed the belief that the Lowlanders
(especially the Pangasinan vendors) moved about the market
place during market day to find out what Highlanders were
charging their customers.

This knowledge was then used by

all the Pangasinan dry goods vendors to adjust their prices
and gain a competitive edge„

Another example serves to illustrate the line
between the Highlander and Lowlander in matters of business
and mutual trust in the marketplace.

In 1955 a small group

of Pangasinan vendors formed a "vendors association" or co
operative for dry goods sellers.

The group was formed to

provide funds on loan to vendors when they needed them to
buy stocks or repay other loans.

Each Pangasinan vendor
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contributed cash to the association and loans were given at
a rate of 10% interest.

The association lasted four years

and consisted, in the end, of 2 8 vendors.

Tagalog and

Ilocano vendors also joined the cooperative.
highland vendor joined.

But not one

The association was formed so that

business risks would be spread out over a large number of
vendors and no one vendor would be taking an entire business
risk on his or her shoulder alone.

The highland vendor, to

this day, feels that through such cooperation the lowland
vendor seeks an unfair advantage and that they should not be
trusted.

The Highlander often feels that he or she is being

treated unfairly by Lowlanders and that Lowlanders will give
one another lower prices for goods than they give to the
Highlander.

On the other hand, the Lowlander feels that the

mountain dweller is somewhat backward and does not under
stand business procedures.

This, they feel, is the ad

vantage of doing business in the highlands; people in the
mountains are unaware of the true value of goods and con
sequently lowland vendors can charge them higher prices than
they would charge a fellow Lowlander.
Regardless of the feelings that exist between
Pangasinan sellers and Highlanders, or between Ilocanos and
other lowland groups, all feel that they are in competition
with the Chinese, who rarely, if ever, find themselves in
the open marketplace in Abatan.

The Chinese middleman, who

provides wholesale goods to the vendors, and who buys
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agricultural products from local residents, is mistrusted by
all.

Consequently, the few Chinese who remain in Loo and

Abatan find themselves at times in the position of scape
goat.

Business failure and poor profits are predictably

blamed on the Chinese businessman.

Even local military and

insurgency problems were blamed on the few remaining Chinese
farmers in the area.

Today, Chinese businessmen confine

themselves to the role of middleman and reside in the
larger urban areas such as Baguio City, Dagupan, and Manila.
Although intergroup competition is an important
element in the Abatan periodic market organization it should
not be overemphasized.
reducing competition
important.

There are intragroup methods for

and conflict which are equally

For example, vendors selling highland vegetables

are all from the mountains and identify themselves as
Kankanai.

These vendors cooperate with one another to a

large extent to ensure that one vendor is not losing too
heavily in sales.

If one vendor runs out of goods, another

Kankanai vendor will "lend" her some of her goods to sell
and they both share in the profits from the increased sales.
Or, sellers who bring a narrow variety of vegetables to the
market barter with one another so that they increase the
variety of goods they can display and hopefully attract a
larger number of customers.

Also, among members of the same

group, special (suki) partnerships between buyer and seller
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are respected.

An attempt to "steal" a regular customer

from a friend would be shameful to the vendor.
Interethnic competition is placed under some control
due to the fact that generally there is a correspondence
between ethnic group membership and the type of goods sold
in the market.

Vendors not selling the same type of product

rarely find themselves in competition with one another.
Consequently, interethnic competition is reduced inasmuch
as one group controls a monopoly over a specific good.
Dress
To some extent, differences,in dress serve as ethnic
group markers.

This is especially true for the northern

Kankanai vendors and customers from the western Mountain
Province just north of Abatan.

Females from this area often

dress in the traditional, handwoven, multicolored skirt
(tapis).

They also wear their hair gathered in the tradi

tional style and decorate themselves with plastic and glass
beads.
cigars.

The older women sit and enjoy smoking hand-rolled
These women are immediately recognized as Kankanai

or Bontok residing to the north.

Southern Kankanai, on the

other hand, commonly dress in western style clothing,
though often the clothes are old and worn.

Lowland vendors,

on the whole, dress in newer, up-to-date western style
clothing.
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Dress is not an overly important feature directly
affecting behavior or customers.

But dress is an easily

recognizable marker to which all people in the market attend.
And as such, dress aids in the ascription of ethnic identity
and serves to conjure up the attending attitudes and stereo
typic images attached to differential ethnic group member
ship.
All of these features of the Abatan market serve to
limit interaction between members of different ethnic groups
thus maintaining the social distance between them.

These

features are markers of ethnic identities for both vendors
and customers and they allow people to ascribe ethnic group
membership to persons with whom they interact.

Ethnic

boundaries are maintained by these markers inasmuch as they
serve to restrict interaction.
Buyer-Seller Interaction: Suki
The Abatan periodic market displays a feature common
to markets throughout the Philippines.

This feature con- ~

sists of a relationship between buyer and seller which is
central to the market's activities in a number of ways.

It

is through this dyadic relationship between buyer and
seller, known a suki^ in many dialects, that credit is
1. Suki: from Chinese [chioh (to lend, borrow) khi (to go, leave), to lend or borrow]. A business customer
or patron. Magsuki (Tagalog): seller and buyer, or the
business relationship between the two. From Arsenio (1948).
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extended and repaid in both large and small business trans
actions.

It is through the suki relationship that goods

flow smoothly from producer to wholesaler to retail agents
(in this case the vendors in the market) and finally to the
consumer.

It is a partnership which defines market behavior

between buyer and seller, and it is this type of relation
ship many vendors and buyers wish to establish since it aids
them in planning their own economic activities.
More importantly, for reasons relevant to this work,
the suki buyer-seller partnership serves as an effective
mechanism of ethnic boundary maintenance by restricting
interaction to the narrow, well defined sphere of exchange
behavior.

On the other hand, the rules of such partnerships

are known and common to all the ethnic groups participating
in the market.

It is argued here that it is this special

buyer-seller relationship which fulfills Barth's (1969)
expectation that where one finds stable interethnic rela-_
tions there should also be found sets of prescribed rules
governing interethnic contact such that interaction takes
place without necessitating appreciable cultural assimila
tion.
Suki Defined
The suki relationship has been treated in other
works focusing on Philippine market systems.

The most

recent description of suki comes from a short work by Cuyos
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and Spoehr (1976).

These researchers surveyed the wholesale

fish industry in the Visayas.

In their work on one whole

sale market on Cebu they described the suki relationship to
be essentially dyadic and exhibiting four general character
istics.

These four features are outlined here since they

match closely a description of the suki relationship in the
Abatan market.

Following Cuyos and Spoehr (1976) suki

consists of the following:
Selectivity.

Not all buyers are suki to sellers.

That is, this special buyer seller relationship is not an
arbitrary one.

The establishment of a suki partnership

relies on the selective judgment of the vendor as well as
the buyer.

The seller must decide which customers are the

most trustworthy to repay loans or credit and which cus
tomers will return to his/her vending stall for future
business.

Customers also choose vendors.

This decicion is

based on quality of goods sold, lowest price, or the sensed
trustworthiness of the vendor.
Regularity.
customers."

Suki customers are generally "regular

After this special buyer-seller partnership is

established the seller can usually count on the customer to
return to do business in the future.

By attempting to

establish such relationships in the market among a number of
buyers, the vendor is ensuring a steady supply of buyers and
a reliable flow of capital and goods.

Suki relationships
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are gradually built on this regularity.

The more a customer

returns to buy goods, the more the vendor gives that
customer special low prices, or credit.
Availability of Credit and Loans.

To be in a suki

relationship with a seller implies a certain degree of trust.
This interpersonal trust is translated into practical
monetary considerations:

the wholesaler will extend credit

to a buyer or a supplier (in the case of the Cebu fish
market, the individual fisherman, or in the Abatan market,
to owners of family gardens) by providing the necessary
goods and waiting for later repayment, usually without
interest.

Vendors and suppliers of goods are often.short of

capital given the small scale nature of their business.
Also, vendors themselves have suki customers who defer pay
ment and must wait for these small loans to be repaid.

The

suki relationship carries with it the expectation that his
type of credit will easily be extended and that there is a
good deal of slack in the schedule of repayment.
Affect.

Often, people who have a buyer-seller

relationship build up a good deal of friendship.

This

feeling of friendship may develop over time and may lead to
a suki type of relationship.

Or, a friendship may already

exist before any type of market interaction starts, and
this pre-existing friendship may provide the foundation for
a suki type relationship in the market.
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Overriding all of these criteria is the vital
element of trust.

If a vendor or seller feels that a person

is not trustworthy (i.e., will not make good on loans, or
may find it difficult to repay a debt) they will try to
avoid the suki relationship with the buyer.

This one

element, ability or willingness to repay a loan, will over
shadow considerations of friendship, kinship relations, or
some other extra-market related connection with the buyer.
At the expense of repetition, these features of the
suki partnership can be summarized in the form of behavioral
rules which outline mutual expectations between buyer and
seller.

This is not an attempt to formalize a set of rules,

but merely to provide a better idea of the expected be
haviors from the buyer's and seller's peint of view.
Expected Behavior from Seller.
1.

Suki buyers expect the best price a partner can
offer.

This does not necessarily mean the lowest

price in the market.

In cases where a suki seller

is forced to raise prices, even beyond the standard
price, the price offered is expected to be the best
he/she can give.
2.

A customer expects credit (in the form of goods)
from a suki partner if the buyer is low on cash.
Repayment will be made in the near future without
monetary interest attached.
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3.

Suki sellers, in some cases, are expected to give
personal service, such as delivery of goods to the
customer's home, or to hold the best commodities
aside for suki buyers.

4.

Mutual obligations (feelings of indebtedness—utang)
are built up through continued extension of special
services and credit.
Expected Behavior from Buyer.

1.

Once a partnership is established, a suki customer
is expected to return to the same suki seller.

2.

Suki partners can bargain for a price, but if a
buyer decides to bargain it should take the form of
friendly repartee.

3.

Loans or credit extended to a buyer are expected to
be repaid, but repayment is not only in the form of
cash.

Repayment also takes the form of loyalty to

the same seller.
4.

The buyer should not take undue advantage of credit
extended; i.e., he/she should not fail to repay.

5.

Mutual obligations (feelings of personal "indebted
ness"—utang) are built up through the continued
extension of credit and services.

This last item in

both the case of the buyer and the seller provides
motivation and enforcement of the other expectations.
If mutual obligations are high and they are not
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fulfilled a buyer or seller loses his/her "honor"
(hiya, see Hollnsteiner 1961).
Suki and Utang na Loob
In her important work on Filipino reciprocity,
Hollnsteiner (1961) outlines three types of debt repayment
among lowland Tagalogs.

The first of these types she terms

"contractual reciprocity" and involves explicit agreement
between parties as to the exact nature of repayment on a
debt (usually a money debt).

Final reciprocation terminates

the particular relationship and there are few affective
sentiments involved.

The second type she calls "quasi-

contractual" reciprocity <ind involves debt repayment based
on implicitly, not explicitly, agreed upon terms.

The im

plicit nature of this type of reciprocity leaves somewhat
open the matter of the repayment itself (payment in kind for
a service rendered, for example) and does not restrict it to
a cash for cash transaction.

This quasi-contractual reci

procity contains a minimum of affective sentiment, but when
completed there remains an obligation between the parties to
engage in a similar transaction when similar needs or
situations arise.
The final class of debt repayment is utang na loob.
Using the Tagalog term for this type of debt repayment,
Hollnsteiner describes in some detail this important system
of reciprocity common throughout much of the Philippines.
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Embodied in utang na loob ("a debt of the inside, or inside
oneself") are strong feelings of obligation to the debtor.
If a loan is made, credit given, or services rendered wherein
the person on the receiving end can not fully repay the debt
in kind, there are left residual feelings of obligations to
the debtor.

Everyone is expected to possess utang na loob

and is expected to feel these obligations of debt repayment
when the appropriate situations arise.

Some debts can never

be repaid; but the debtee is nevertheless in a permanent
position of obligation to the person who rendered him or her
the favor.
Hollnsteiner (1961:393) draws on a work by Poison and
Pal (1956) to illustrate this type of permanent obligations
of indebtedness.

The example illustrates utang na loob be

tween tenant and landlord in a Bisayan area:
The share tenant likes a landlord who treats
him paternally. Consequently, a paternal landlord
is the recipient of many extra services from his
tenant. The landlord in turn acts as the patron of
the tenant. ... In many instances, a tenant's
family is tied to a landlord's farm because of
gratitude and debts to the landlord. . . . The fact
that a landlord always grants a tenant's request for
credit and the fact that the credit is granted at a
crisis period in the tenant's life binds him in
endless gratitude to his benefactor (Hollnsteiner
1961:29).
Between persons of equal status utang na loob also
operates, but in these cases there exists a kind of oneupmanship between parties.

Upon receiving a favor or

certain amount of credit, a person feels the weight of the
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debt and the obligation to repay at some future date by
extending his or her own credit or by performing a service
to the original benefactor.

But by repaying the debt the

debtor seeks to transfer these feelings of indebtedness to
the other party.

Dyadic bonds are cemented over long

periods involving this kind of personal transaction heavily
laden with personal affect or feelings of strong obligation
to repay at appropriate moments.

These obligations to repay

are motivated by a fear of a loss of shame (hiya).

Debts,

embodied in the utang na loob framework, must be repaid and
if not repaid cause the debtee to suffer a loss of hiya
(becomes "shameless"), a personal quality which is important
for everyone to maintain for reasons of personal as well as
social respect.
It is easy to see how all three types of reciprocity
described by Hollnsteiner can be expressed through the
relationship between vendor and customer in the market con
text.

Contractual reciprocity involves merely the buying

and selling of goods on agreed upon prices.

The sale is

based strictly on cash terms and the relationship between
buyer and seller is effectively terminated after a single
transaction.

Such is the case, for example, in most

western buyer-seller transactions.

On the other hand, the

vendor may seek to establish a relationship with a buyer
which will help to ensure that he or she will return to buy
goods at a later date, thus assuring future sales.

188

To do this, a vendor will attempt to draw a customer
back for further sales by offering an attractive sale price
in the first transaction.

Or, a vendor might give the

customer an extra measure of goods sold by weight (grains,
meat).

In the process of bargaining, the vendor wishes "to

convince the buyer that he is buying the goods at prices
below what other vendors are asking.

A vendor frequently

ends a round of bargaining by declaring that the offered
price is the original wholesale price of the object or good
and that he or she cannot go any lower in price.

In short,

the vendor wishes the buyer to feel that it is to his or her
advantage to return for additional sales.

This is, of

course, a common competitive practice in most market situa
tions.
But there are obligations built up on the part of
the customer in this process.

After returning to the same

vendor and taking advantage of lower prices or an extra
measure of goods, the customer feels a growing obligation to
return to that vendor even if, in the future, he or she may
have to pay a slightly higher price for some goods in the
event that the vendor finds it necessary to do so.

Over

time there is an increase in the personal or social aspects
of market transactions.

An identical situation has been

reported by Davis (1973) for the vendor-customer relation
ships in the open market in Baguio City.

This increase in

the personal or sociable content of market relations in

189

Abatan leads vendor and customer into a relationship that
Hollnsteiner (1961) would term the "quasi-contractual."
Vendors often find themselves in situations where an exten
sion of credit is expected from the customer.

This is

especially true in the agriculturally based Abatan economy.
At various times during the year, depending on the planting
and harvesting schedules, a farmer may not have enough cash
on hand at one time to pay for needed goods.

In this case,

a vendor will extend credit to those farmers who have been
regular customers and will expect payment when the farmer
successfully sells his produce.
The object of Abatan1s vendors is to establish a
"suki" relationship based on this kind of "quasi-contractual"
reciprocity.

Vendors seek ways to extend favors to customers

through the extension of credit by providing goods without
payment, or by regularly offering customers special prices.
Avoidance of Utang na Loob

Although a vendor seeks to establish a tie with a
customer to ensure his regular patronage, few seek to go be
yond the suki relationship based on the limited demands of
reciprocity within the marketplace.

Many of the vendors

travel throughout the week and many cannot afford to extend
their obligations beyond the immediate business in the market.
Further obligation would severely tax their resources.

Con

sequently, vendors may extend credit to customers, but they
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do not wish credit and personal favors to go beyond a point
wherein new rules of reciprocity would come into play.
Specifically, vendors seek to avoid becoming involved
in a reciprocal relationship based on the tenets of utang
na loob.

This type of relationship goes far beyond obliga

tions pertaining to the marketplace.

Utang na loob

obligations reach far beyond the market and involve family
matters such as weddings and baptisms, funeral payments, and
contributions to the support of highland religious feasts
through cash and goods which can often involve considerable
cost.

A few lowland vendors who have moved permanently to

the mountains in the course of their vending careers have
established local relationships based on utang na loob and
have become sponsors for the children of highland friends
(comadre, compadre).

These relationships bring into full

force the reciprocal obligations embedded in utang na loob.
But when operating in the marketplace these same vendors,
while seeking to instill a limited sense of mutual obliga
tion in customers, seek to constrict obligatory demands to
the narrower domain of market activities.
Of course, within this avoidance of the far reaching
utang na loob obligations are very practical economic con
siderations.

Vendors must be assured of repayment of credit,

and to some extent they must expect to receive a cash pay
ment for their goods.

They face the weekly or monthly

problems of paying their own debts with suki sellers on the
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wholesale level of transaction.

If relationships with a

customer go beyond the contractual or quasi-contractual
levels and become one

based on utang na loob, the vendor

may feel that his or her obligations to a customer are never
completed as these types of relationships are long term and
there usually exists a sense of imbalance with regard to
repayment of debts.

It is desirable, at some point, to

collect on cash debts, but it is not desirable, from an
economic point of view, to do favors or extend credit to
customers indefinitely.
There is also the problem of not knowing exactly
what a repayment should be in a relationship based on utang
na loob.

There are often long periods of time between

extension of credit and repayment and repayment may be in a
form that may not be economically advantageous to the
vendor.

In short, a vendor involves himself or herself in

the give and take of personalism to increase ties with
customers over time, but there comes a time and there are
obligations built which may threaten their profits beyond a
certain point.

Szanton (1972:109) makes essentially the

same point for suki relationships in a lowland Visayan
market:
. . . The social content of suki relationships, at
least in Estancia, is quite variable but can be
roughly described in terms of a progression, or
escalation of personalized and reciprocal commit
ments. They may begin with friendly interchanges
and manifestations of personal interest while pur
chases are being made. A vendor may then offer
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personal favors to increase a buyer's feelings of
obligation and loyalty and to thank him for
patronizing his business. Over a period of time
this personalized relationship may lead to friend
ship outside the market context and to the active
exchange of personal favors. Finally, the relation
ship can be sanctioned by the formal bonds of
compadrazgo.
The progression of obligations in the Abatan market
are essentially the same as those described by Szanton.
However, the periodic, on-the-road character of the Abatan
system offers important differences in the progression of
mutual obligations.

Traveling vendors who do not live in

the communities in which they sell cannot afford to increase
the number of obligations beyond the marketplace.

They do

not have permanent ties in these communities and they have
additional relationships based on utang na loob in their
home barrios are municipalities.

Extending themselves

beyond the marketplace would tax their resources beyond an
acceptable limit and relationships based on utang na loob
involve obligations which go far beyond the marketplace, the
focus of their primary concern.

It is true, as Davis (1973)

and Anderson (1969) suggest, that personalism through the
suki relationship helps vendors tc plan and execute market
activities, but beyond a certain point, at least in the
Abatan market, obligations can go beyond what might be con
sidered economically advantageous to the vendor.

Hence,

traveling vendors tend to keep these partnerships (suki) in
balance and tend to limit them to narrow spheres of mutual
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obligation which can be useful to both parties.

But this is

not necessarily the case with those vendors who have settled
permanently in the highlands.

In these cases, vendors find

themselves part of the local community and not simply a
visiting vendor.

They more easily take on social obligations

apart from the marketing context.
Earlier Interpretations of Suki
Szanton (1972) in her study of subsistence marketing
in a rural Ilongot town, defines suki as a social as well as
economic relationship.

Szanton"s description of suki in

this lowland community market fits well with the Cuyos and
Spoehr (1976) criteria listed above.

While the study on

Cebu concentrated on the "broker" or wholesaler (the link
between the small scale fisherman and the small scale vendor
in the urban markets), Szanton focused on the vendorcustomer (consumer) relationship in the small community
marketplace.

Both works show clearly that the suki rela

tionship is important at all levels of interaction:

between

supplier and broker, broker and vendor, and between vendor
and daily consumer.

Although research was carried out on

different levels of the market structure, strong dyadic
relationships based on personal reciprocity and mutual trust
are the bases of suki in all settings.

Little change in

this system seems to occur as one moves from one level of
r"

the market organization to another.
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Another study, by Davis (1973), was conducted in the
Baguio City market in the highlands of the Benguet Province
in northern Luzon.

Davis sought to investigate the nature

of interpersonal transactions in the marketplace.

This

study provides an additional view of the suki relationship
in a larger, more complex urban economic setting.

Since

Davis1 focus in the work was the personal aspects of market
interaction between vendor and customer and between vendor
and supplier, his study provides an excellent point of com
parison with the works in the smaller, rural subsistence
based marketplaces mentioned above.
Davis found the establishment of a suki relationship
in the Baguio market to conform generally to the pattern of
the rural market:

personal affect, mutual trust in the re

payment of loans, availability of credit and loans, were all
present in this larger urban context.

However, this larger

setting also contains the "commercial agent" or sales repre
sentatives of large commercial concerns tied to Manila,
Dagupan City, and other national and internationally
oriented businesses.

These agents, who visit vendors on a

periodic basis, also established suki relationships with
market vendors or with store owners with whom they do
business.

But this relationship is limited to the economic

aspects of the exchange and less emphasis is given to the
social aspects of the relationship.

The agent's major obli

gation lies with the larger firms for which he works and not
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with the smaller marketplace, thus the social interest with
the personnel of the smaller market is reduced.

This does

not mean that these commercial agents do not establish suki
type relationships with market stall owners and vendors.

It

simply means that these agents themselves extend credit in
terms of delayed payment for goods, but they do not always
engage in the associated social functions (drinking, family
celebrations, gifts to newly married couples, and in some
cases, compadre, comadre

2

relationships) which are more

common among the smaller scale buyers and sellers.

It

should be noted that the Baguio City market provides an
excellent setting for the study of the transition from a
smaller market based primarily upon interpersonal dyadic
relationships (like suki) to a larger, more complex market
more closely tied to the larger national and international
commercial interests and fewer informal interpersonal con
tractual ties.

Anderson (1969), in his work on Philippine entrepreneurship, notes that the key feature of the entrepreneur's
role is the organizing and coordinating of social relation
ships.

In a social system which finds itself not fully

assimilated into an economic organization which relies on
2. "Godfather" and godmother," respectively. Reli
gious sponsors are sought for children to be baptized. The
tie between various sponsors and between sponsors and parents
are the strongest. Often, in Abatan, political strength can
be measured by the number of compadre and comadre relation
ships that are established.
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legal and contractual obligations, the entrepreneur relies
upon existing social mechanisms to build networks of ex
change and to extract the needed obligatory relationships.
Anderson (1969:648) notes that:
The limiting factors curtailing the development of
and enterprise are credit and confidence regarding
the expected action of others. The former is
related to the relatively weak development of credit
institutions and the general lack of money, low
income, and obstacles to savings. These conspire
to keep credit dear and to command high interest
rates. The latter is related to the lack of trust
which exists between parties in impersonal trans
actions and the low regard to contract. Both
factors are solved by economic personalism through
the formation of personal networks of obligatory
relationships.
These.networks of "obligatory relationships" are, of
course, built up through numerous suki partnerships between
buyer and seller.

The suki relationship is built up over

time and does not involve strictly legal or contractual
involvements.

For the small scale vendor in the Abatan

market such contractual arrangements would certainly be
cumbersome given the fluid nature of any one vendor's
selling schedule and the volume of goods sold.

The larger

vendors (usually Lowlanders selling dry goods or fish and
fish products) would prefer not to put themselves into such
a contractual arrangement with wholesalers since legal
action against them or against others is often viewed as a
"loss of honor" (hiya).

The suki partnership circumvents

strictly legal obligations and relies upon feelings of
friendship and mutual trust, thus avoiding any further
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complications which might possibly arise in a transaction
based solely on a legal contract.
Suki Partnership in Abatan;
Highlanders and Lowlanders

Already outlined in Chapter 4, the market of Abatan
consists of a mosaic of ethnic groups each occupying
specific locations in the marketplace, and each in control
of specific commodities.

Interethnic competition is ex

pressed through variable pricing and sales techniques.
Language usage and the general structure of interaction
patterns place limits on ethnic group contact and communica
tion.

But in spite of these restrictions and limitations to

interaction between ethnic groups, the Abatan market can be
characterized as a stable, growing exchange center in which
all of the ethnic groups involved successfully articulate
economically.
The suki partnership is one mechanism which makes
this articulation possible.

Suki provides vendor and

customer, regardless of their respective ethnic group
membership, with a set of expected behavioral rules.

These

rules come into play after a series of exchanges between
buyer and seller.

Once in play, adherence to these rules

becomes a means by which mutual trust and reliability, at
least in the economic domain, are established.

Through the

suki relationship, the vendor can more easily plan buying
and selling schedules and can be somewhat assured of a
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turnover in his or her stock.

The advantage to the buyer is

a lower price for commodities and/or extra measures for the
standard price.

The important points here are, however,

that a suki relationship:

(1) consists of a set of rules

governing behavior which is common to all the ethnic groups
in the Abatan market; (2) focuses on a limited sphere of
interaction—the economic sphere; and (3) provides both the
buyer and seller with a set of expectations concerning the
appropriate behavior in that sphere.
Minimal support for this interpretation of the
function of the suki partnership (i.e., that it provides
commonly expected behavior between members of different
ethnic groups interacting in the market) is provided by
simple chi-square (x 2) distributions for differences between
group involvement in and use of the suki system.

In the

face of group differences in language preference and usage,
styles of selling, goods sold, and selling area occupancy,
there was also an expectation that participation in the suki
system differed between ethnic groups.

Results showed, how

ever, that there existed no significant differences in the
participation in the suki system between vendors separated
by ethnic group membership.

It should also be noted that

there were also no differences in this participation if
groups were defined by measures other than ethnicity (e.g.,
type of goods sold, small scale vs. large scale vendors,
length of time selling in the market).
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Vendors were asked to identify the "type" of rela
tionship they entered into with both buyers and suppliers.
The respondents were asked to identify the category 3 which
best characterized the majority of their business dealings
with customers and suppliers.

It was then possible to

separate those vendors who felt that they relied more
heavily upon suki relationships from those who felt they did
not.

For purposes of testing group differences in this

reliance upon suki, ethnic categories were collapsed into
Highlanders vs. Lowlanders.

Table 8.

Table 8 illustrates the results.

Calculation of chi square for regional groups by
participation in suki partnerships
%

Highland vendors —- suki

85

(89%)

Highland vendors -- nonsuki

10

(10.5%)

Lowland vendors — suki

79

(92.9%)

Lowland vendors — nonsuki

6
180

(7.1%)
100%

Chi square = 0.69; df = 1; P > .4

3. Five separate categories were distinguished
here: (1) suki (related to vendor), (2) suki (not related to
vendor, (3) nonsuki (related), (4) nonsuki (not related),
and (5) other. For purposes of chi-square distributions
(1) and (2) were grouped into one general category ("suki")
and (2), (4), and (5) into another ("nonsuki").

200

An additional test was run on the two largest high
land and lowland ethnic groups in the Abatan market
(Kankanai and Ilocano).

Out of a sample of 130 sellers (83

Kankanai, 47 Ilocano), 73 Kankanai vendors reported dealing
with unrelated suki partners.
reported the same.

Forty-three Ilocano vendors

Once again, there proved to be no asso

ciation between group membership and participation in the
suki system.

It should also be noted that there was no

difference between these groups in terms of the ethnicity of
suki partners.

Kankanai sellers had Ilocano suki as

supplier, and Ilocano sellers had many Kankanai as buyers.
These tests demonstrate little importance.

That is,

they merely state that membership in an ethnic grouping has
little effect on participation in the suki system.

As a

quick look at the figures show, Kankanai are as likely to
engage in such partnerships as are Ilocano.

While ethnic

group membership does affect participation in other spheres,
language use, commodity type sold, etc., it has no effect
on the use of suki partners; which suggests that the suki
system has little value as a mechanism for maintaining
social boundaries.
But this does not reflect ideological differences
concerning suki between ethnic group members.

While the

form of suki partnerships is common, the content is felt by
many to differ.

Lowland vendors often complained that the

local Kankanai Highlanders do not fully understand the
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mutual obligations involved in being a suki partner in buy
and sell.

Highlanders, they feel, lack the social and

friendship obligations, limited as they are, inherent in
suki relationships.

Lowland vendors expressed the feeling

that Highlanders too often discourage the casual social re
quirements (such as joining in casual drinking sessions, or
joining in when a group has gathered for friendly conversa
tion) involved in suki.

Highlanders lack, they claimed, a

sense of pakakisama (a sense of social cohesiveness or
obligations to a group of friends).

So, though both High

landers and Lowlanders participated in suki, there is con
siderable felt difference in the strategies used within the
framework of the suki partnership.
On the other side of the coin, the Kankanai High
landers, as has been pointed out, feel that Lowlanders will
take advantage of them in matters of business, that they
look down on Highlanders as uneducated, "backward," and
pagan.

Plus, the Highlanders feel it proper to be much less

aggressive in social as well as business matters than the
Lowlander.

The mountain vendor is much more reserved in the

marketplace and does not actively seek the buyer-seller
interaction expected by the Lowlander.

Lowland vendors

interpret this behavior as a misunderstanding of what it
takes to become a good suki partner.
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Suki as Interethnic Boundary and Bridge
As Anderson (1969:653) has noted, suki "is an
effective fusion of personal social values and rational
economic values, a mixture of good will and 'maximization'
. . . ."

Anderson very effectively describes the operation

of the suki system in a community composed primarily of
Pangasinan ethnic group members.

Abatan offers a different

context, and this shift in context is reflected in the re
strictions placed on the extension of suki obligations in
the marketplace.

In the lowland context described by

Anderson, a suki partnership may evolve into a more formal
ized relationship between buyer and seller in the form of
compadre or coinadre ties which are initiated by inviting
long standing suki friends to become sponsors at the
baptism of a new born.

In this way, and in others, such as

through invitations to weddings and funerals, the suki
partnership is extended beyond the marketplace and into
other areas of Filipino community life (see Anderson 1969).
In the highland market of Abatan, the suki institu
tion between buyer and seller is much the same as Anderson
describes it for a Pangasinan community.

But the "fusion"

of which he writes is not quite so complete due to the con
flicting social values (and mutual stereotyping) of the
different ethnic groups involved in the Abatan market.

For

this reason the suki relationship between Highlander and
Lowlander is less likely to go beyond the immediate economic
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transaction.

Thus, suki partnerships between members of two

ethnic groups is not unaffected by ethnicity.

The following

example of such a suki relationship illustrates this point.
The case involves a suki relationship between a
Pangasinan bank administrator and a Kankanai restaurant
owner who also butchered livestock for market sale.

The

bank was established in Abatan due to the increased reliance
upon cash cropping and the growing need for capital from
year to year by the local farmers.

The bank provides loans

to farmers and new businesses in the area.

The Kankanai

butcher applied for a small loan to open a small restaurant
which was an addition to this butchering enterprise.

The

bank administrator and the butcher negotiated for some time
before a loan was made, but once made, that loan was the
beginning of what the lowland banker considered a suki type
relationship.

Thus, when eating out the banker felt a

strong obligation to patronize the new restaurant which his
loan helped to establish.

Even in casually passing by the

butcher's establishment, the banker felt obliged to stop for
a moment or two to exchange jokes or to buy a cup of coffee.
If he decided to eat elsewhere (better food, he admitted,
was to be had in another establishment) he expressed
embarrassment and hoped the butcher would not see him
eating there.
Obligations, of course, were also felt on the part
of the butcher toward the bank administrator.

If a
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religious feast (canao), a wedding, or a funeral was being
held at the expense of the butcher, the banker was always
invited.

The banker was also invited for short dinner

visits to the home of the butcher.

The lowland banker com

plained however, that no matter how many invitations he
received for a cafiao or for a wedding he was made to feel
that the invitation was not sincerely given.

Consequently,

he only stayed at these festivities for short time periods.
In addition, when he did arrive and was offered food, he was
offered a separate plate of rice and pork and was given his
own cup from which to drink rice wine.

Knowing that the

local tradition is to share a large bowl of rice with
everyone and to pass a cup filled with rice wine around to
all attending adult males, beginning with the elders
(lalakay), the Pangasinan bank administrator felt somewhat
excluded.

He felt strongly that the suki relationship he

had with the butcher involved certain social courtesies and
these were not fulfilled.

Through this behavior he felt

that there was a general discouragement to extend the social
ties beyond the bank loan.
The same can be said for the suki ties in the
marketplace between lowland traveling vendors and the high
land customer.

Attitudes differ between groups as to what

constitutes a suki partnership.

All adhere to the basic

outlines of the relationship, but differences exist as to
the extension of the partnership.

Davis (1973:233), in his
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work in the larger market of Baguio City, makes a similar
point in passing:

"When ethnic boundaries are crossed,

there is less sociability, and suki becomes more difficult
to establish."
This suggests, of course, that ethnicity provides a
barrier to the extension of suki partnerships into social
spheres outside the marketplace.

If this is true, one would

expect members of the same ethnic group who participate in
the buy and sell partnership to more frequently engage in
nonmarket related interactions than those suki partners
belonging to different ethnic groups.

In more formal terms,

one would expect a greater involvement by the buyer in the
nonmarket linked social network of the seller if both buyer
and seller ascribe each other to the same ethnic group.
Conversely, one would expect such involvement to be less if
identities differ.

Unfortunately, confirmation of this

hypothesis was beyond the scope of this research and will
have to await further work.
Suki as Rules for Ethnic Group Interaction
In the lowland Philippine market, the suki tie
between buyer and seller acts as a kind of social bridge
linking different social and economic sectors of the low
land community.

In a Pangasinan market context Anderson

(1969:654) notes that
. . . suki permits linkages and a flow of communica
tions in the Philippine economy that, at present,

206

other countervailing values do not. Buy-and-sell
operators can bridge gaps between economic roles
because suki endows the bridges formed with the
special personal character common to all fundamental
relationships in Philippine society.
By the same token the suki partnership, when
operating in a multiethnic context such as the Abatan
market, serves as a bridge between different ethnic groups
participating in the buy-and-sell.

The restrictions on

extending suki social ties beyond the marketplace serve to
restrict this partnership to a narrow channel of communica
tion through which flow items of economic value, but little
else.

On the other hand, suki can easily be interpreted as

a semi-formal means of providing a temporary social bridge
between ethnic groups as much as it serves as a bridge
between separate groups internal to a specific mono-cultural
lowland community.
In the face of the restrictions on interaction and
communication between ethnic groups in the Abatan market
outlined earlier in this chapter, the suki relationship can
be seen as a partial exception to these restrictions.

Un

like the differences in commodity type, language use, and
market spacing among the major ethnic groups in Abatan1s
market, the suki partnership is common to all groups and is
engaged in with almost equal frequency.

Perceived differ

ences in the practice of suki may serve to maintain social
distance between groups but the institution, in its basic
form, is common to all groups and serves as at least one
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means of facilitating a limited amount of social contact (in
this case economic) between differing ethnic groups.
It now seems appropriate to return to Barth's (1969)
proposition concerning interethnic social organization and
ethnic boundaries.

According to Barth (1969:16):

The organizational feature which . . . must be
general for all interethnic relations is a system
atic set of rules governing interethnic social
encounters. In all organized social life, what
can be made relevant to interaction in any particu
lar social situation is prescribed. If people agree
about these prescriptions, their agreement on codes
and values need not extend beyond that which is
relevant to the social situations in which they
interact. Stable interethnic relations presuppose
such a structuring of interaction: a set of
prescriptive governing situations of contact, and
allowing for articulation in some sectors or domains
of activity, and a set of proscriptions on social
situations preventing interethnic interaction in
other sectors, and thus insulating parts of the
cultures from confrontation and modification.
The institution of suki partnerships between buyer
and seller, as it is expressed in the highland market of
Abatan, fits this expectation of a prescribed set of rules
for interethnic encounters rather well.

The suki relation

ship, as it operates between buyer and seller of differing
ethnic groups in the highlands, is narrowed to a scope which
restricts interaction to a buyer-seller sphere of social
life, and not beyond.

The extension of this relationship

to other aspects of community life, as Anderson describes to
be common in the Pangasinan monocultural lowland community,
is discouraged in the highlands between buyers and sellers
of differing ethnic origins.

Thus, suki serves as a means
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of linking ethnic groups in an economic sphere but through
restrictions placed on its extension into other areas of
social life it serves as a means by which social distance
is effectively maintained.
Summary
Selected features of the market organization in
Abatan suggest the following:

Language use, dominance of

commodity type by group, spatial location of vendors, style
of selling, all serve to limit social interaction between
members of differing ethnic groups.

As such, they are

elements in the process by which ethnic boundaries are main
tained.

But suki partnerships serve a dual function.

Interaction, through the suki system, is limited to matters
of economic exchange between buyers and sellers belonging to
different ethnic groups.

In this capacity, this semi-formal

relationship serves to restrict social behavior between
groups, and like the features listed above, functions as a
means of maintaining social and ethnic boundaries.

Con

versely, suki also provides a set of rules governing appro
priate behavior between buyers and sellers of different
ethnic groups.

In this capacity, suki serves as a temporary

social bridge between groups and is one means by which
different ethnic groups articulate in the economic sector.

CHAPTER VI
CONCLUSION
This study has attempted to examine a number of
related issues.

On the most general level it has attempted

to explicate the role of ethnicity in the regional periodic
market system in northern Benguet Province in the Philip
pines.

In more specific terms, the study focused on the

polyethnic nature of this market, its interethnic structure
and social organization, and the specific mechanisms used in
the market to facilitate interethnic exchange while at the
same time maintaining social distance between members of
different ethnic groups.
This final chapter provides a brief summary of the
findings of this research.

In so doing, an attempt is made

to place these findings into a broader methodological frame
work.
1.

Emphasis is placed on three major themes:
Discussion will focus briefly on the relevance of
the research findings to contemporary anthropological
work in the Philippines.

2.

On a more general level, emphasis is placed on the
extent to which these research results support
Barth's (1969) hypothetical requirements for the
maintenance of stable interethnic relations.
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3.

Lastly, on a broader level still, discussion centers
on the application of the present research to an
understanding of regional interethnic systems,
generally.
Philippine Ethnic Diversity:
Regional Perspective

A

In typical Southeast Asian fashion, the Philippines,
as a nation, is an aggregation of many distinct ethnolinguistic groups.

Indeed, diversity (ethnic, cultural,

linguistic, religious) can easily be identified as one of
the outstanding features of this island nation.

Over the

past half century this bewildering diversity has emerged
through the numerous ethnographic monographs produced by
anthropologists working in the Philippines. _By and large,
these works have treated ethnic and linguistic groups in
isolation and as such, they document this rich cultural and
ethnic diversity in great detail.

The present work has

attempted to shift the focus from attention to single ethnolinguistic groups to an examination of a small number of
these groups in interaction.

In many developing states,

such as the Philippines, national identities are forged from
populations exhibiting many cultural and linguistic dif
ferences.

In this light it seems useful to shift emphasis

from descriptions of distinct ethnic groups to an examina
tion of the organizations of ethnic diversity.

211

An landerstanding of interethnic social organization
has been the goal of a number of researchers (Barth 1956,
1969; Cohen and Middleton 1970; Foster 1974; Izikowitz 1969;
Despres 1975; and others).

In the Philippines Spoehr (1973)

has examined the regional interethnic social organization of
the Sulu Islands.

Wernstedt and Spencer (1967) provide an

exhaustive inventory of the cultural and geographic diver
sity of the Archipelago taking specific geographic regions
as their unit of analysis.

Keesing (1962) takes a regional

approach in his ethnohistory of Northern Luzon.

In all of

these works an emphasis is placed on an examination of
social, cultural, or ecological features which play impor
tant roles in intergroup interaction.
To a large extent, the research reported in this
work has taken a regional viewpoint in order to examine
aspects of interethnic social organization in one area of
northern Luzon.

In this work the "region" includes the

southern Cordillera Central Range and the western coastal
plains of northern Luzon.

This region was not arbitrarily

defined but its boundaries rely on the geographic extension
of ethnic group participation in a highland periodic market
system.

Conforming to patterns found elsewhere (Spoehr

1973, Geertz 1963, Despres 1975), interethnic relations in
this region are found to be based on differential ecozone
occupancy and specialization of subsistence economies.
Allied with these differences in economy and territory is
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an interethnic status system which has its roots in the
history of group interaction in this region.
Ethnic vs. Regional Identity
Related to the issues of ecozone occupancy and
subsistence specialization is the distinction emphasized in
this work between Highlanders and Lowlanders.

The very

names reflect topographical and ecological differences in
group habitation areas.

But with regard to ethnicity and

ethnic group ascription a question of classification arises.
To what extent do these larger group labels differ from
ethno-linguistic names?

At what level of inclusion are we

to distinguish "ethnic" identity from a broader national
or regional identity?
According to Barth (1969:13), "A categorical ascrip
tion is an ethnic ascription when it classifies a person in
terms of his basic, most general identity, presumptively
determined by his origin and background."

Spicer (1971),

concentrating on this emphasis on "background" identifies
the shared historical experience of a people as one importat element in the persistence of ethnic identity.

This

emphasis on history or historical experience is echoed by
Handelman (1977:190):
Most significantly, ethnic category membership
provides members with the elements of a corporate
history in time and space: a history which offers
some explanation for their common membership, why
they are members, where they originate, and why
the existence of the category is substantial and
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legitimate. Put somewhat differently, ethnic cate
gory membership provides a person with the elements
of a "social biography" which connects "culture"
and behavior, and the past to the present.
The emphasis on highland-lowland history in this
work is intended to add historical depth to the discussion
of ethnic group interaction as it relates to exchange
activities.

This brief history suggests that elements of

the suki system, described in this work, existed in the
Philippines at the time of the earliest know contact with
foreign traders; that patterns of economic interaction
between members of differing ethnic groups today have their
roots in the earliest recorded methods or strategies of
interaction.

But the historical record also suggests that

the distinction between Highlander and Lowlander shares many
of the ascriptive characteristics of ethnicity described
above.

To some extent, these terms refer to a person's

"origins" or "background" or provide the bearer with a
"social biography."

Ilocano and Pangasinan consultants

refer to Kankanai, Ibaloi, and Ifugao collectively as Igorot
or Highlander with the attending stereotypic images of
expected behavior and norms and values.

Kankanai and Ibaloi

both refer to themselves as Igorot and tied to this term are
the shared historical experiences with Spanish colonialists.
Upon being asked their identities, both the Kankanai or
Ibaloi are as likely to answer "Igorot" first as they are
to answer with their respective language group names.

The
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literature, of course, is filled with Bontok, Kankanai,
Ifugao, etc. origin myths (see Saito 1972), all differing
to some extent in content and form, but the term Igorot
calls forth the sense of common histories, ascribed status
relations with non-Igorots, and a common set of expected
norms and values when compared to non-Igorots.

This problem

of labeling is one of inclusion and not easily resolved.

In

this work the terms Highlander and Lowlander were treated in
much the same manner as the more specific terms of Kankanai,
Ibaloi, Ilocano, etc.

This is due to the simple fact that

these terms are used by consultants frequently in describing
themselves, market vendors, and customers.
One might conclude that the terms Highlander and
Lowlander are not "ethnic" labels, but "regional" labels
referring to a common political and economic stance with
regard to the Spanish colonials.

Scott (1974) suggests that

the arrival of the Spanish in this region gave rise to the
common use of the term Igorot to refer to the highland
mountain tribes.

He also suggests that these same native

groups did not refer to themselves collectively before the
arrival of the Spanish and their widespread use of the term.
If this was indeed the case, the acceptance of the ascriptive term "Igorot" by highland groups provides an interest
ing case of the "origin" of ascriptive labeling and/or a
case of interethnic aggregation in the face.of political
and economic change (in this case, colonialism).
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Interethnic Relations
One of the major goals of this research has been to
examine the effect of ethnicity on the structure and organ
ization of a rural polyethnic market in the Philippine high
lands.

As such, this work has concentrated on those

elements of social boundaries which serve to limit or re
strict interaction between members of different ethnic
groups.
Barth's (1969) work has drawn attention away from
earlier notions of the usefulness of cultural trait lists as
a means of defining ethnic and cultural groups.

Rather, he

refocuses attention on categorical self-ascription and
ascription by others as the defining characteristics of
ethnic groups.

In Barth's view ethnic groups are defined by

social boundaries which consist of restrictions on inter
action between members of different ethnic groups.

Ethnic

boundaries are maintained, claims Barth (1969:17), on the
level of individual interaction and ethnic identity implies
"a series of constraints on the kinds of roles an individual
is allowed to play, and the partners he may choose for
different kinds of transactions."
At the same time, ethnic boundaries and their main
tenance implies the presence of two or more ethnic groups in
contact.

Where ethnic group interaction does take place,

and boundaries persist, one should find, claims Barth
(1969), social mechanisms which allow interaction without
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concomitant changes in either group.

Thus, Barth offers a

double-barreled hypothesis; the first dealing with social
mechanisms which limit or restrict interaction between
ethnic groups (boundaries) and the second addressing social
mechanisms which one should expect to find in "stable"
(unchanging) interethnic relations which specify "appro
priate" interaction between members of different ethnic
groups.

The latter notion suggests that one should expect

prescribed rules for behavior, rules which first, are
relevant only to the situation of interethnic contact and
second, which allow a limited amount of information, goods,
or services (or perhaps even personnel) to flow between
groups without causing changes in the value systems or norms
of either group.

In essence, the suggestion is that

temporarily crossing ethnic boundaries entails the develop
ment of interethnic behavioral repertoires which facilitate
exchange through social channels which are broad enough to
"get the job done" and narrow enough to discourage changes
in the social distance between these same groups.
These narrow channels of communication can be
visualized as social spaces in which ethnicity is tempo
rarily suspended for the purpose of achieving some desired
goal.

Levy (1975:28), in her work with Hassidim in New York

City, makes this point clearly:
An individual member's decision about when to
employ particular ethnic symbols, or when to wave
the ethnic banner, is situationally determined and
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based upon that person's assessment of his goals
and his option to attain those goals. When deemed
appropriate, an individual can neatly tuck the
flag of ethnicity in an inconspicuous drawer. At
the same time, he will creatively employ a whole
new set of symbols, which may or may not be
related to his ethnicity, to all for particular
desired ends. The decision to employ ethnic
identification, like all other role behaviors, is
situationally defined, strategically determined,
and goal oriented.
Barth's point is that these interethnic social
spaces, where ethnic "banners" are "neatly tucked" away by
actors to achieve a desired end, are necessary in conditions
of stable interethnic relations; i.e., where social distance
is minimally affected.
An attempt has been made in this work to identify
and examine in detail a situation wherein ethnic boundaries
are crossed through a set of tacitly agreed upon behavioral
rules between differing ethnic groups.

The suki system of

buyer-seller partnerships in the Abatan market provides an
example of this kind of temporary boundary crossing.
While other works have concentrated on a descrip
tion of the suki system within one ethno-linguistic group,
this work has sought to understand its role in a multiethnic
economic environment.

According to Anderson (1969), the

suki partnership in Pangasinan serves to crosscut Pangasinan
social groups through the interpersonal buyer-seller trans
actions of the marketplace.

Suki becomes the social bridge

between local kin and non-kin based groups within a com
munity.

In the same way, suki is interpreted here as
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serving the same function, but in the case of the Abatan
market it serves to link buyers and sellers of differing
ethnic groups.

Interethnic articulation is facilitated in

Abatan through a participation of all ethnic group members
in the buyer-seller partnership of suki.

The suki system

provides a semi-formal set of behavioral expectations on the
part of both buyer and seller in the market which serves to
reduce suspicion and mistrust between buyers and sellers of
differing ethnic origins.
At the same time, this suki system in the highland
market is based on a set of interpersonal obligations which
do not usually extend beyond the marketplace as they do in
the lowland areas where suki has also been described.

This

limitation on interpersonal obligations between buyer and
seller in the Abatan market serves to constrict interpersonal
relations to economic matters.

Thus, in the case of an

interethnic suki relationship, mutual obligations are
limited or reduced such that a certain social distance is
maintained between buyer and seller.

These limitations,

based on interethnic attitudes and mutual suspicion and
general mistrust between ethnic group members, make suki
partnerships more difficult to initiate and maintain between
members of different groups than between members of the same
group.

Thus, suki becomes a narrow channel of communication

between members of differing groups, linking them economic
ally but with restrictions on the potential for additional
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social links.

With this interpretation in mind, suki system

can be seen as a set of "prescribed rules for behavior"
(Barth 1969:16) which channels interethnic behavior in ways
which restrict contact and cultural modification between and
within distinct groups.

While differences in language use,

vending locations in the market, and specialization in
commodity type serve as mechanisms of ethnic boundary main
tenance in the Abatan market, the suki system serves to
facilitate the flow of goods between groups in the face of
these social boundaries.
Interethnic Regional Systems
Economic geography has long profited from examina
tion of the changing nature of market systems by concen
trating on market regions.

Individual markets or fairs are

secondary to forces of supply, demand, and changing social
conditions within a region which encompasses a geography of
exchange networks reaching far beyond the single market
center (see Berry 1967; Belshaw 1965, Skinner 1964, 1965).
On this geographic, regional level the economic geographer
is concerned with the articulation of a number of distinct
markets, the processes which provide links between various
distribution centers within range of one another.
Interethnic systems can profitably be examined from
a similar viewpoint.

Smith (1977) and others have called

explicitly for analyses of polyethnic systems from the
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vantage point of the regionalist.

The goal, as outlined by

Smith (1977), is not altogether different than the goal of
the economic geographer described above.

She simply calls

for the discovery and description of processes of articula
tion which link different ethnic groups in social networks
which reach far beyond the single ethnic enclave.

In the

past polyethnic systems have been examined from the stand
point of the different "adaptive strategies" used by ethnic
groups to compete with one another in the same or differing
environments (see Barth 1956, 1969; Despres 1975; Haaland
1969; Izikowitz 1969).

On this level of analysis, inter-

group relations are investigated with reference to the
relationships between group status positions, economic or
subsistence specialization, and environmental (ecological)
factors.
One of the goals of the research reported on here
has been to identify and describe interethnic relations in
the highland region as a function of these environmental and
economic features.

But an equally important goal has been

to identify and describe the social mechanisms of inter
ethnic relations on a micro-level; i.e., in situations of
face-to-face contact between members of different ethnic
groups.

Ultimately, it is on the level of indivdiual

contact that ethnic boundaries are maintained through re
strictions on behavior and communication.

By the same

token, social mechanisms which allow the temporary crossing
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of these boundaries also lies on the level of individual
cross-cultural contact.

It is here that behavior relevant

to the interethnic contact situation develops to meet the
goals of individual actors.
To a large extent, regional analyses have dealt with
relations between groups, as they should.

Individual and

person stratagems in face-to-face encounters have been
treated separately.

Consequently, the organization of

•

ethnic groups has been treated largely from a sociological
or ecological vantage point, while sociopsychological tools
(Game Theory, Theories of Cognitive Dissidence, DecisionMaking, etc.) have been used in an attempt to formalize
individual processes (see LeVine and Campbell 1972).

An

ideal regional analysis (as called for by Smith 1977) seeks
to combine the macro or group level with processors of
individual interaction.

Or, put another way, at what point

(or in what social situations) do individuals involved in
interaction affect the articulation and organization of
their respective groups?

In the present case, the question

might be modified as follows:

At what point (or in what

social situations and contexts) do members of differing
ethnic groups involved in social interaction affect the
articulation of their respective ethnic groups?
The present work has sought to answer this question
to a limited extent.

Or, at best it has attempted to pro

vide a case in which the links between ethnic groups are,

222

in part, composed of a set of semi-formal social events
based on mutually expected behavior and prescriptive rules
as predicted by Barth (1969).

It is suggested here that the

suki partnership between buyer and seller described earlier
not only serves the function of linking different economic
sectors (i.e., vendor-customer, individual market sitesregional economy) but it also serves as a linkpin between
ethnic groups organized around differential territorial
occupancy, economy, and subsistence specialization.

While

Anderson (1969) interprets this economic buyer-seller
partnership as a means of bridging social gaps between
groups (kin based-nonkin based) within a monoethnic com
munity, this same relationship in the multiethnic context
of the Abatan market links ethnic groups specializing in
specific economic activities.
Based as it is on the personalism so pervasive
throughout much of Philippine social life, the suki partner
ships are by no means the only link between ethnic groups in
this region.

Interpersonal dyadic ties are a common feature

of Philippine society generally and not confined to the
marketplace.

The articulation of groups, ethnic or other

wise, takes place in the political sphere and other social
spheres as well.

The purpose here has been to interpret

this individual tie between buyer and seller in the market
place as one means by which individual interaction affects
the articulation between different ethnic groups.

APPENDIX A
VEGETABLES SOLD IN THE ABATAN MARKET
The following is a list of edible plant products
sold in the Abatan market. The plant products are grouped
here by their place of origin. Three separate classifica
tions are used: Highlands refers to areas in the upper
elevations of the Cordillera in the Province of Benguet and
the western areas of the Mountain Province. HighlandLowland refers to areas in elevation which lie mid-way
between the lowland sea level provinces and the regions of
the Cordillera heights. These goods often are grown at
lowland sites but are also produced in foothill areas or
in the lower valley systems of the mountain ranges. Low
land refers to areas at or near sea level.
Highland
Cabbage
Cacao
Coffee
Mustasa (mustard)
Petay
Potato (Irish)
Potato Vine
Radish
Sweet Potato
Tsayote
Yam
Yam Bean

(Brassica oleracea)
(Theobroma cacao)
(Coffea arabica)
(Brassica integrifolia)
(Brassica chinensis)
(Solanum tuberosum)
(Ipomoea aquatica)
(Raphanus sativus)
(Ipomoea batatas)
(Sechium edule)
(Dioscorea alata)
(Pachyrrhizus erosus)

Highland-Lowland
Asparagus Pea
Coffee
Garden pea
Katurday
Kidney bean
Lima bean
Mung bean
Onion
Orange
Pigeon pea
String bean

(Psophocarpus tetragonolobus)
(Coffea arabica)
(Pisum sativum)
(Sesbania grandiflora)
(Phaseolus vulgaris)
(Phaseolus lunatus)
(Phaseolus radiatus)
(Allium cepa)
(Citrus aurantium)
(Cajanus cajan)
(Vigna sesquipedalis)
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Lowland
Avocado
Banana
Bath Sponge
Bitter Melon
Black Pepper
Bottle Gourd
Breadfruit
Cassava
Chico
Coconut
Corn
Cucumber
Eggplant
Garlic
Ginger
Hyaeinth bean
Jackfruit
Kalamansi
Kamias
Okra
Papaya
Passion Fruit
Peanut
Pineapple
Squash
Star Fruit
String bean
Sugar Apple
Sweet Pepper
Tamarind
Taro
Tobacco
Tomato
Tumeric
Watermelon

Persea americana)
Musa paradisiaca)
Luffa acutangula)
Momordica charantia)
Piper nigrum)
Lagenaria siceraria)
Artocarpus altilis)
Manihot esculenta)
Manilkara zapota)
Cocos nucifera)
Zea Mays indentata)
Cucumis sativus)
Solanum melongena)
Allium sativum)
Zingiber officinale)
Dolichos lablab)
Artocarpus heterophylla)
Citrus mitis)
Averrhoa bilimbi)
Hibiscus esculentus)
Carica papaya)
Passiflora quadrangularis)
Arachis hypogaea)
Ananas comosus)
Cucurbita maxima)
Averrhoa carambola)
Vigna sesquipedalis)
Annona squamosa)
Capsicum annuum)
Tamarindus indica)
Colocasia esculenta)
Nicotiana tabacum)
Lycopersicon lycopersicum)
Curcuma domestica)
Citrullus vulgaris)

Scientific designations taken from Asis (1971).
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