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Metro Flanila Federaticon ot Consuners Ccoperatives

{(MMAFECCO ) ., Fhilippines, submitted 2 proposal to the
International Cooperative Alliance {(ROA & F), New Delhi, through
the Cooperative Union of Fhilippines (CUF) for establishment of a

Mational Distribution Centre for LConsumers Cooperatives and

evelopment ot Human Rescurces.

At the invitation of ICA-RCGAF ., hNew Deltii. 1 nave taken up

the assignment and visited Fhilipines in MNovember-—-December 178%.

\

I visited a number of Consumers Cooperative Sccisties and also

octher cocperatives 1in and around Metro Manila and cother Regions

of the country as well as other concerred institutions. The
instituticons visited by me and the persons 1 met during my stay
in the Fhilippines are listed in the Annexure to the report.:

The CUF and MMAFECCO are my nodal agencies in Philippines.
Gzneral Aracadic Lorada, Secretary General of CUF is the leading
spirit benhind the Project and because of his untiring efforts the

MESFECCG = proposals reached to this stage.

My wvisit to wvariouws institutions are made possible and
successful because of untiring efforts of Col. Facito Nefulda,
Vice—-President of CUP. He not only plannec my visits but also
accompanied me to most of the institutions and made  the

discussicns vuseful and purposeful.

The Fresident of MMAFECCO. Mr. Emilo Dilon and other
directors of HMAFECCD, especially Frof. ERomuloe HMartin, Mrs.
Corazon  Mabagos, Mrs. Mitz Encimas piaved very important and

in the preparation cof the report.

complete and whole hearted and willing

every institution 1 visited and per<son [ met in

tie condust of The study.



1 could not have completed my study but for the neia and
choperation of Mrs. Concepcion (Susan) VYillion and Miss Corazon

Legaspl,. both staff members of CUF.

Mr. W.U. Herath ot ICA, Mew Delhi, not only tock more than
active part ip fTinslising th2 deiftails of my study out also came
to Fhailippines to sintroduece me to the nodal agencies and help me

start tos studyv.

Py

M. GLk. Sharma, Regional Director, ICHA, Delhi is the silient

W
2
.

irvigsible and divine hand bahind the study.

o sav that I am thankTul to all these will be a gross undar

I will be first person to be the happiest, 1f MMAFECCO s
proposals and my report take a concrete shape and the Consumers
Cooperative Movement are benefitted and the quality of life of

the Consumers i1n Metro Maniia and the Philippines improves.

S.B. RAD
FROFESS0R, VAMNICOM,PUNE-1,INDIA
ICA CONSULTANT
JANUARY 1, 1990+

=

Note: At the tim=2 of conducting the study 21.2 Fesas is
=

equal to on

"



Chapter 1
BACKGROUND

a) A Short Frofile of Philippines:

Fhilippines., which won independence Trom the United States,
immediately after the WDFId War II, is a conglomeration of 7,000
islands in Facific Ocean. Of the 7,000 islands, only 2,770 are
named. The total land ares 1is 115,830 square miles (299,400

square kilc meters).

Tfhe population as of 1989 is estimated to be 65 miliion and
is growing at an annual ~ate of 2.9 per cent. Density of

population is 182 per sguare kilcometer.
Expectation of life at birth is &5 vyears.

The Metro Manila population is estimated to bhe 8.20 million
in 19897. It was 7.33 million in 19846 and is expected to be 9.13

milliion by 1992,

“2r capita  annual income in terms of US dollars has been
coming down sharply during the last five vears; 1t was US $656 in
1985 while 1in 1988B it was only US $460, a fall of 30 per cent in

four years. But it was partly due to continuous devaluation of

Ffeso and not so much due to decline of per capita income in terms
cf Feso.

The gross national savings in 1986 i=s estimated to be 16 per
cent.

The monthly family income in  urbarn areas in 1985 1is as
fTollows:

= Lowest Z07 income group = F 1.158

— Hext 20% ! " = F 1,960
- ==y
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F 10,069

— PAverage (A1l income groups) 2,465
About fifty nirme per cent of the population is estimated to
be below poverty lime 1in 1935, It was 4B per cent in 1971. It

iz planned to bring down to 45 per cent by 1972.

Between 17273 and 1782 thes consumer price inde:x rose by 73
paer cent. Inflaticn rate since 19835 is as follows:
1983 = 17%
, 184 = 6%
17835 = bb6%
1986 = 4%
1987 = 1=z7%

Unemplovment is grdwing. It was 10 per cent in 1283. It is
estimated to bes 12 per cent 1in 1786. Another 35 per cent are

estimated to be under—-employed in 1986.

Until a few vyears ago, the Government was supplying
essential commodities like rice and sugar at cheap prices through
what they €all Kadiwa Shops. These shops were being ﬁun by
private parties under a licence from the Government. Now there

are no Kadiwa Shops in the country.

{Source nof information to the above write up: "Medium Term Flan-
Fhilippine Development Flan, 1987-1992; Fublished by Philippine

Government in PNovember 1986).



b) Cooperative Movement of Philippines’

Legal Basis: Since April 1973, the cooperative societies in

FPhilippines are governed by F.D. (Frecidential Decree} 173, which

repeaied all the then existing laws governing cooperative
societies. By FD 175, the responsibility for initiating,
promoting, organising. supervising and developing’ the
caooperatives in the country 1is vested in the Bureau of
Agricultural Cooperatives Development {(BACOD}. The decree also
created Cooﬁerative Development Loan Fund (CDLF} and Management

Training and Assistance FProgram (MTAF) Fund.

The FD 175, was amended From time to time taking out
differernt types of cooperatives from the purview aof BACOD.
The electric cooperatives were removed from BACOD by FD 269 in
1974 = and were placed under the NMNational Electrification

Administration.

In 1975, by FD 775, the Sugar Froducers Cooperatives were
placed under Sugar Requlatory Administration (SRAG). Iin 1980, by
‘FD 595 and Executive Order 898, transport cooperatives were

placed under the Department of Transportation and Communicaticn.

Thus at prgsent Tfour different decrees/orders govern the
cooperatives in the country. » The laws permit the respective
agencies to appoint members of the Board as well as managers
affecting autonomy and independence of the cooperatives. ilnder
these four different laws, it 1is not jJust the administrative
agenciecs which are different; there are also some differences in
the application of cooperative principles to the cooperatives in
the country. The Sugar Marketing Ccoperatives and the
Cooperative Rural Banks follow corpcrate voiing pattern, which is
based on shéreholding by a member, and not one member one vote.
In the eiectric coeperatives members are to contribute only

membership fes zng are to contribute any share capitail.

i



Constitutional Frovision: Article XI1 Section i35 of the new

Conetilfation of the Fhiliopines, which was ratified in February

. provides that "the Congress snall create an agency to
pronote the viability and growth of cooperatives as instruments

of social justice and economic developnent.”

In response to this Constitutional provision., two bills were
introduced in the Congress; one TfTor establistment of the
Cooperative Development Authority and ancother for the Cooperative

Code.

Cooperative Code: Under the proposed Code, the cooperatives

are exempted from any form of taxation, a business transaction
hetween a member and any cooperative whether of farmers, service,
credit, consumers, marketing, producers or a multi-purpose. The
taxes include value added tax {(VAT), customs duties on imported

machinery and squipment, 1ncome tax and sales tax.

The Code also entitlies the credit cooperatives and

federations to loans, credit  lines, rediscounting of their loan

neites and other sligible papers with the banks (except Centrasal

The Code empowers the Central Bank to assist the
cooperatives by providing financial assistance for the

rehabilitation of financially distressed cooperatives.

The purchase requirements of the Government bufeaucracy,
including Government owned or controlled corporations,
cooperatives would be given a 10 per cent advance over other
suppliers and Z0 per cent over foreiaon suppliers.

Under tne Code, the cooperatives also enjoy the privilege of
being represented free of charge by the provincial or city fiscal
or the office of the Sclicitor-General, except when the adverse

party is the Fhilippine Government.

&



Eriefly, the present position of the Ccoperative Movement in

the Fhilippines i1s as follows:

Samahang Mayons iShNs )= These are the pre—-cocperative

institutions formed under the FD 175.  Originally, they were not
allowed to engage in anvy business activity. They were to engage

irn education and training activities.

They were also to assiset in carrying agrarian reforms. The
SNs promoted fArea Marketing Cooperatives and Cooperative Rural

Banks at the provincial level. Their numbers are as follows:

Year Numbers Membership Savings
(Million)

1975 i7.193 640,000 32

1977 20,675 FF5,100 84

1986 17,115 NG 98

In a study made by Cooperative Foundation Inc. (CFI), 42 per
cent {7,200 SNs) were found to be active. Another survey
conducted in February, 1988, noted that only 18 per cent of
12,920 were active. The average membership of Samahang Nayons is

80.

Active SNs are those performing some economic activities.
It is also noted that in recent years many Shs have bheen
converting themselves into full-fledged cooperatives — mostly

multi—purpose.

Fambansang Katipunan na mga Samahang Mayon (FESK) -the

federation cf Samahang Navons in the country. Its members are 13

it
+

regional KESNs. which in turrn is made up 75 provincial KSN's.

cemi—active now.

N
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Area  PMarketing  Cooperatives (AMC) . These primary cocperative

’

societies supply agricultural inputs like seeds, fertilizers and

pesticides to the Tarmers=s, procure/purchase the produce of the
farmer, process and sells it in  the open market. They are
organised on provincial basis. Samahang Nayons and individual

Farmers are their members.

As 21 December 1987, 78 AMCs are registered in the country
withh the combined membership of 3,726 BNs and 263,593 farmer-—
members. However, only 34 of them (244 per cent) were found to
be active with combined SN and farmer membership of 3,424 and
111,086, respectively. Another survey found only T out of the

ten visited by them {320 per cent) were found to be active.

The AMCs organised in 1975 the Cooperative Marketing System
of Fhilippines (CM5F) but 1t collapsed in the 1980,

Fhilippines also has 296 registered primary marketing
cooperatives. Fany of them are engaged in agricultural marketing
and some in non—agricuitural. Many of them are found to be

activs.

Cpopoperative Rural Banks (CRBs): These are the other primafy

cooperatives workinc in  the country. They are organised on
provincial basis. The S5Ns are initially the members of CREBs; now
individual farmer, other cocoperative bodies including the
Consumersltooperatives are also members. They mobilise deposits
from public and also receive some funding from Governmeﬁt and
Government agenciss and provide loans to farmers directly and
also through Shs. They also provide loans to private retailers,

other rcocoperative institutions including consumers’ cooperatives.

They at present charge 18 per cent interest on their loans

plus a service charge of 3 per cent. It 1s also noticed that

8



most of the CRBs pass on to farmers 1.5 pe=r cent of crop
insurance premium they are xpected to contribute for the crep
insurance. Thus the effective rate of interest to a farmer comes

to Z2.5 per cent.

As of DRecember 1. 1986, there are 29 CRHs in the country
with a paid—up share capital of F 73.8 million and total assets
valued at = 217.9 million. 1t appears all of them are active,

and hence considered as most viable and successful ccooperatives.

Their overdues are te the extent of 42 per cent 1in 1987 and

in some regions they are as high as 84 per cent and the lowest

being =0 per cent.
Cooperative FRural Banks Federation of the Fhilippines
{ BANGKOGF } is the naticnal ievel federation of CREs. In the

recent years it received assistance from Ccoperative Development
Loan Fund (CDLF} and Intensified Kice Productioﬁ Frogram (IRPF}
totalling F 37 million . and started providing loans tD CRBs at
discounted rates. BANGKDOF 1e alsoc considered to be the most

successtul national federation in the country.

Credit Cooperatives: These primary credit cooperatives

mobilise deposits from the members and lend them to the needy
members. These thrift and credit societies are mostiy found
amorg office/factory emplovees, markst—-vendors, etc. A few of

them are community based including the farmers.

1.46% credit cooperatives are registered as of 1986, About

2% per cent of the credit cooperatives are found to be active.

Manyof them are planning to convert themselves intc multi-

purpose cooperatives.

Since these credit cooperatives deal with members only both



in b= matter of azcepting deposits and granting of loans, they

are ocuiside the purview of banbing regulations of the countryv.

Saome of the credit cooperatives lire market vendors have
formed & national faederaticn (National Market Venoors Cocperative

Service Fedesration NAMVESCO) . It is alsc considered to be a

Th2 .ther naticnzal federation of credit cooperativ 15 the
Fhiiipoline rederation of Creclt Cooperatives (FFCCID. It was

previocuasly known  as Fhilippines Credit Union League. About 15
per cent of all crecit cooperatives are  its members. it 1s
ergagz=d 1n inter-cocperative lending. it aiso receives granis

Trom foreign bodies like USAID.

Service Cocperatives: They inc iude water saervice,

irrigation, housing, Janitorial. 186 service cooperatives are

registered as of December 1980.

Multi—-purpose Cooperatives (FACOMAS) = The  formation of

multi-purpose cooperatives was discouraged with the issuance of
FD 1753 in 1973, Instead, Samahang Nayons - Area Marketing
Cooperatives — Cooperative Rural Banks, model is encouraged.
However, after 1986 Revolution, muliti-purpose cooperatives are
again bDeing promcted. Many SNs are converting themselves into

full-fiedged multi-purpose cooperatives.

There are 13% (according to ACCI survey) multi—purpose

Pt

cooperatives in  the ceuntry of which 144 (%21 per cent) are found
to be active. 34 per cent of the 159 multi-purpose coopsratives

are agriculture based while the rest are non—-agriculture based.

Federations _and  Unions: The primary cooperative societies

federated themselves at provincial and regional levels. They are

essentially unions taking care of education and training of its

10



-members and employees.

As  di =d  in the garlier paragraphs some Tunctional

th

cus

n

federations are also organised at  the naticnal level. These
urnions and federations have again federated themselves into
Cooperative Union of the Fhilippines (CUF) which was registered

in 1983, it= memberships consists of the foliowing:

— Cooperative MNational Federations 13
- Regional Cocperative Unions 13
- Frovincial Cocperative Unions 41

The main objectives of CUF are promotion, organisation and
supervision of cooperatives and education and traiming of the

members and empleyees in the cooperative sector.

Its finances come from Ccoperative Education and Training
Fund {CETF). Under the present law the Cooperatives are expected

tc pay 5 per cent of its net savings/profite to this fund. af

this, 44

"o

per cent cames to CUF and the rest is shared by

.

provincial and regional cooperative unions and the nationai
5 -e

federations. Another per cent of its net income/savings are
be wtilised by the concerned Cooperative Society for 1its fTraining

and education programmes.

Cocperative Union of Fhilippines (CUF), National Association
aof Training Centers for (ocoperatives recently renamed as Mational
Confederation of Cooperatives {(NATECO) . Sugar Cooperative
Development Institute of Fhilippines (S5CDIF) are the membhers of

International Cooperative Alliance (ICA) from FPhilippines.

Some of the national level Faderations like NATCG and CUF

nave taken up auidting of the Cooperatives in the Country. The

Governmment {BARCOD is  not responsible Toir audlt ot the

Cogperatives in the Country.
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C. Consumers Coogperatives in Fhilippines

tLike i all other developing couﬁtries, the Pnilippine
Gonvernment *takes active i1interest 1n promoting the consumers
cooperative movenent in times of acute sitrains and stress in the
econonyor because of few activasts role and vision of the

noparative movement and government  forgets about 1t as soon

Singces the end of Seccond World bar, the Philippine Government

came oui twicsa wifh a programme of encouraging settirg up of
consuwhners cooperatives in the country. Ornce 1n 1757, when the
consumers cooperatives were granted scme tax  ememptions and many
aiher privileges and conces=sicons under the Republic Act 2023 of
1957, Again, in the iate <=cixties. when Feso was devalued
substantially, the Government undertook a crash programme to

organise consumers cocperatives in the country.

I

fier promulgamation of FD 175 in 1975, the BGovernment has

become lukewarm towards consumers cooperatives.

s a result of these efforts, there were about 13200
registered consumer cooperatives as of December 31, 1956.
However, only &about 800 (44 per cent} are found to be in actual

operation now.

The present position is as follows. HWe may note here that
+

data about the Cooperatives in the Country is very weak and

i

0
I

ften contradictory making one feel helplesse and hesitant to

e
guote any particular figure.

s of Decembsr 31,1988, there are 809 primary consumers
cooperatives in the country. desides a number of multi—-purpose
cooperatives and Samabhang Nayons are alsec engaged in the

distribution of consumar goods. A survey oconducted by

iz



fAgricul tural Credit and Cooperatives Institute of University of
Fhilippines at Los Eanos (ﬁr. ieandro Kola} 1in  October 19886
reveal the following information 1in respect .of the courntry and

the National Capital Region (NCRj:

As in October 193E

In the Country In NCR
i No. of FPrimary Consumers g0% -
Coops. Registered with
BACOD
2. Cavered by the Survey 456 (564 101
S Rctive Cons. Coops cut of ~ 27 285 (62%4) 40 (40%)
4. Average membership of active 25% (of 280 467.(Df 37
cons. coaps. (highest member— recponded )} responded)
ship was 519 in Regionr X}
3. For 242 active cons. coops.
reporting (Hverage per
society — 00C P}
a) Net HWorth 190
b) Total fAssets 42
c} Current Assets 357
d} Current Liabilities 163
e) Current Ratio 2.5:1
f) Equity Eapital =68
6. For 229 active cons.
coops reporting
(Average per
society — GOO P}
al Bross Income/Frofits &88
b} Operating Expenses 201
c) Net Savings/Frofits 487

The following information is from the Integrated Cooperative
System of the Fhilippines: Status, Thrusts and Directions by

Leandro Rocla of ACCI of U.F. at Laguna.



in the Country In MNCR

1. Mo, of Consumers 804 -
Cooperatives
registered as on

S1-12-1936
2. No. of Members 42,244 J -
3.  Faid-up Capital P 21.0 million -
5. Hosets P 4Z.6 million -
=, pMo. of Cons. ioops. 13 45

Surveyesd

&. Active Cons. Coops. 280 (F0%) 40 (8%%)

aut of '3

7. Out of '53° above
a) Community coops 200 (6474 6 (137)
) Institutiornal coops 113 (36%) 39 (8774)
8. fdctive among “7° above
a) Community coops 172 {(B&6L) S (83%)
b) institutional coops - 108 (26%) 35 (P04L)
2. Mean membership of active

Consumers Cooperative

a) of all consumers coops 260 48¢

b) community consumers coops 241 79

c) institutional  consumers 290 532
coops

{Note: Community Consumers Cooperatives are those organised with
an open membership for anyperson residing in  the area of
operation while institutional Consumer Cooperatives are those
organised by the employees belonging to one Organisation and
whos2 membership is open to the employees of that Organisation
oniy) .

According to the project proposal submitted by MMAFECCO to
ICA, New Delhi, there were 133 consumers cooperatives in the
MNaticnal Capital Region. 0OFf this only 53 per cent or 71
consumere coneratives are active. Again of the 71 active
consumers cooperatives, 85 {73 per cent) are closgd scocieties and
the rest 16 (22 per cent) are of community consumers cooperative
with open membership.

14



Again, according to MMAFECCO, there are 62 Consumers
Cocperatives in Metro Manila. it we apply the same percentage
ang ratios as available for consumers cooperatives in the
NMational Capital Region as revealed in  the ACCI study guoted
ébove5 the folliowing data would emerge.

1} Active Consumer Cooperatives (897 of &2) 55

23 Gut of &7

a} Community Cocperatives (13%4) 8

£} Institutional Cooperatives (B74L) 54 i}
%) Active amorng 27 above

a} Community Cooperatives (83%) . 7

b) Institutional Cooperatives (F0%) 49

According to
Organisation,
Cooperatives in

the Country, in January,

of the Societies, that is 410 are actaive.

Whole—-sale Society:

(FCWS) was

Filipino

formed in Manila in 194635.

141 consumers cooperatives, 29

service cooperatives. It was liguicated

iater, National Federaticn of

was organissd to replace the

Fhilippines,

Currently. Metro Manila Federation of

{MMAFECCO) which was registered in Jctober

of 15 primary consumers cooperatives

et

in Metro HMan:la =3

consumers cooperatives)

cocrperative societies., at

the country.

"
i

1964,

Coocperative

industrial

in

Consumers

vholiesaile

a study team appointed by International Labour

who visited 10 per cent of the recistered Consumers

abocut 52 per cent

Whoiesale Society

I1ts membership consisted of

=

cooperatives and S

1579.

Cooperatives (NFCC)

Society of the

but it became inactive soon aftter its formation.

Consumers Cooperatives
1987 with a membership

{cut of reported &2

tne oniy federal body

national, regional or .
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ihe objectives of MMAFECCGE are the followinag:
(2} To pind together all Consumers Cooperatives and promote
the

evelopment of high standard of Cooperative Management

ul

a
peration and supervision ih'CDoperaticn with the Government and
its instrumentalities.

{hr) To purchase/produce and supply in wholesale guantity to
mamber cooperatives goods which  they need for their trading
cpeErations.

{cy To import goods, tocls, and equipment for production,
from other countries.

{dY To own, construct, maintain, operate warehouses,

oranches, motor pool, factories and such other facilities.

{2) TJTo conduct publicity and/o research  work for the
gromotion of  cooperative movement and uwndertake any lawful,
r=latad activities for fthe Cooperative members’ soocial and

Because o7 lack of reiiable statistics, it 15 difficult to
zav, with any precision, what are the present sales and potential

the consumers cooperatives in  pMetro Manila or in the

Capita: Region.

The Consultant could visit 8 out of 15 consumers
conpa2ratives affiliated with MMAFECCO and his observations are as
fullows:

Except one of them {Ayala Group), all of them are running a
small consumer shop along with a canteen. Ayala Group Consumers

Cooperative is running only & small consumer goods shop. In all
other societies running a canteen to  their employees and/or
students is an important activity. They require food items to

anteens and for sale in their shops.

£
3
o+
oy
i
g
n
L

All the cocperatives visited by the consultant being the

s
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societies formed by the employees of ar organisation, most of

them sell on credit and deduct the amounts through the paysheet.

Iin most cases, the employer has given the premlises free of

rental charge. He has alsc provided free electricity and water.

Though a substantial number (50 per cent) cof the emplovyees
of the employer—organisations have becaome members of their
cooperative society, the coop2ratives extend credit facilities to
its members and the emplovers extend some concessions by way of
rent free accommodation., etc., very few of them buy thear
regulirements from their consumers <dtores. Even those who buy,

buy very few items af their requirement.

Mény managements o©of the consumers ccoperatives feel that
there ic considerable scope for improvement of the sales in their
cooperative societies. Then the discussions invariably returned
to the topic of difficulty of purchasing goods at wholesale
rates. They are of uwunanimous view that if they are assured of
unintérrupted supply of essential consumer goods at real
wholesale prices, they will be in a position to launch a
concerted drive to sell to large number cof their members. Then
they also will be in a position to enrolil the other employees of

their organisations who are not members now ard sell them the

consumer goods.

They also exprescsed the view that being small organisations
they are not in a position to approach the manufacturers to
obtain from them their requirements directly and at wholesale

rates.

The wholesale services are reguired more by the small
spcieties rather than by big societies but small societies cannct
get the whelesale services unless thev organise themselves and

1iy.

Y]

g
poocl their requirements and purchase centr
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- Kice
- Sugar

- Cooking 0il

- HMeat itams {pork. chicken, beef and fish:}

Grnie society Tarther suggested  that MMAFECCO should collect
the demand for the consumer durable goods Trom the members of its
consatziuents before a festival like Christmas, procure and supply
Ciom . The atfiliated consumers cooperative could supply them on
cre<dzt to its members and recover 1in instalments through pay

shests,

The members of BRoard cf Directors of all consumers
coucperatives were elected by their members. Empioyers do not
nominate any representatives to these boards. Board members vary

from 7 to 1Z.

The average annual sales of the Consumers Cooperative
tres visited by this consultant is P 6.3 million - varying
between 1.7 and F 12.45 million. (On the other hand a guick
surveynft 30 consumers’ cooperative societies in Metro Manila made
for the purpose of this study., reveal annual aggregate sales of P
’3.720 miliion which would work out to P 3.124 milliion average

annual sales).,

The gross profit 1s 11.8 per cent of the sales while the
cther income 1is Z.35 per cent. The net savings/ income are 4.5

per rent of the sales; the sypenses being 9.60 per cent of the

i8



cales or 67.92 per cent of the gross income including the other

income.

Challenges: The consumers cooperatives 1in the country have

to face the thallenge of large supermarkets and department stores
and chain stores that have come up in the private sector in the
urban areas during the last ten vyears. Many consumers
cocperatives and private retailers experience that the prices
offered in the super markets are lower than the prices quoted by
the representatives of the manufacturers to these consumers
cooperatives and private retailers.’ Some of them felt it
profitable toc buy from the chain stores and supermarkets and sell
them in their shaps rather than obtain them from the
manufacturers’ representatives. May be because the supermarkets
and chair stores approach the manufacturers and producers
directly and get concessional prices which  are egquivalent +to or
even less thran  the prices offered by them to their own
wholecalers and stockists. This enables them to sell at lower
prices by depending on  the repaid rotation of stocks and low

margins rather than high mark—ups.

This 1indicates two options open to  them. Either the
consumers’ cooperatives alsc open large sired supermarkets and
chain stores, become professional and compete with them. ar
smphasize o the cooperative ideclogy. The second alternative
means that the members having some affinity coming together to
help themseives to imprave the purchasing power of their money
and have the satisfaction that they manage their own affzirs,
for good or bad. The developments in the private retail trade
are strong indicators that the cooperatives should go back to

their ideclogy to sell themselves to themselves.

The rate of inflation was very high in some of the recent
years cauvsing unbearable burden on the commcon man and lower

inCcome  groups. A strong consumers ceoopsrative movement would
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have reliieved & part of the burden by giving better valug for
their money and exerting healthy pressure on inflationery forces
irn the Country. In the absence of a strong wholesale Society or
a Federation the Consumer Movement can hardly make a significant

impact on the community, prices and supply position.
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Chapter 2

Market Analysis

a) Demand for a HNational Distribution Centre

Middlemen and Cooperatives: Inm a simple economy. the worker,

the producer, the entrepreneur, and the consumer is one and the
same. However, industrialisation which brought specialisation in
the functioning oFf the economy, the producer and the consumer
have bécome separate entities and a variety of middlemen have
come up performing various specialised functions. Many of these
functions though essential to satisfy the needs of the producers
and the consumners., it is often alleged that the middlemen, while
performing these functions adds to the cost disproportionate to
their services and éppropriate to themselves a major portion of
the consumer Feso. To this, the producer and the consumer alike
feel aggrieved. Maybe the workers also feel aggrieved of the
role the entrepreneurs and the managers perform in  the economy,
but that is a different story in the development of workers’

cocperatives.

While eliminating or minimizing the role of middiemen, it 1is
essential to realise that the middlemen are performing the felt
needs of the economy and these functions have to be performed
either by the producer or the consumer or by the Government. We

can eliminate the middlemen but not their functions.

In totazlitarian countries and wel fare economies, the
Governments., perform all or some of these functions. In free
ecaonomies, people or their organisations perform these functions.
Yet in value oriented free societies. democratic institutions of

the pecple like the cocoperatives perform these functions. These

cocoperatives may be of the producers or of the consumers.



Demand of Frimaries: /11 the cooperative institutions and the

persons the consultant has met duwring his stay in Fhilippines
are  unanimous about  the uwurgent need to take up  wholesale
activities oy MMAFECCD. They want that MMAFECC should by
pooling and consolidating the purchasing power of the primary

cansumers’ cooperatives bargain from the position of strength and

pirchase the goods reguired by 1ts  members direct from the

1)

manufacturers and producers on  competitive terms and prices.
fheir grievance 1is that they are compelied toc pay to the
middliemen {that is, to the wholesalers, stockists and semi-—
whnilesalers) high prices because  their purchases are not large
enouagh to buy from  the manufacturers and producers direct.
Because of this the prices 1in their shops are high affecting
their image and business and growth as strong viable cooperative

institutions.

Such a view has come not only from the consumers’

cooperatives in Metro Manila but also from outside.

The Agustinian Consumers Cooperative, which 1s a member of
MMAFECCO is itself a federal Society in the sense it buys and
sells the consumer goods to the Consumers Cooperatives in the 23

Schoels run by the Church.

The consultant during bis visit to Benguet-Dizon Consumers
Cooperative at 5an Marcelino, Zambales, was informed that 16
cooperative societies in  the area {of which 9 are consumers
cooperatives) have formed an association called Association of
Cooperatives of Benquet Corporation, Inc. {(ACBI). One of the
objectives was to pooi their requirements and have a centralised
purchasing. They have opened a small office in Manila for this
purpose. The ACBI is also sxperiencing difficulty of buying from
producers and manufacturers directly as they are not able to
command enough purchasing power. They are enthusiastic to join

their hands with MMAFECCO to have effective purchasing power with

22
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the cooperative sector. The'problemg, the members of ACBI face
are: (i} high prices because of their 1inability to purchase
ftom marnufacturers and producers directly, and (Z) reliable
transportation arrangements from HManila to their places. The
ACBI is chatrging a fee of one per cent for its services besides

the actual transportation costs.

NAMVESCO (Naticonal HMarket Vendors Cooperative) is planning
to supply to its members sugar, rice, milk, coffee, cooking oil,
detergents and other manufactured goods and may join hands with

MMAFECCO in procuring them in bulk.

During his visit to the Consumers Cooperatives in Cagayan de
»
Dro. .this Consultant 1learnt that they have been trying to

Drganise a regional distribution center (RDBC) in their area and

an ICA Consultant had been to their place to study the
feasibility of organising such an RDC. But the proposals did not
materialise. Thoughh they appear toc e keen tc crganise such an

RDC for their regicn. they wolild 1in the meanwhile like tc join
with WMMAFECCO to buy their reguirements of manufactured goods
from Manila. Df course. this would naturally depend upon the
pilace of manufacture, the prices at which the MMAFECCO i1is able to
buy and the cost of tramsportation from Manila to Their places

and the local wholecale orices.

9]
b

The HOMVECCO 1s now trying to help i1ts members who also own
land to grow wvegetablies and would like to have tie—up with
organisations like MMEFECCE to 5511 their produce in Metro
Manila. The trucks bringing wvegetables to Manila can take back
the manufactured consumer products required by their members from

MMAFECCO.

fdvantages of WNDC:; Th2 advantages of such National or

Regional Disetribution Center are the fcllowing:



a} WWell organised, =strong and reliiable procurement and
supply system of quality goods to Frimary Consumers
Cooperative Societies at competitive rates.

D) Better customer service by FPrimary Consumers Cooperative
Societies because of availability of gquality goods at
competitive rates and some with their own brand name and
Logo.

1 Fetter coverage ot Cooperative way of life strengthening
ismocratic fabric in the Country as a whoie.

‘it integration of producers and Consumers Cooperatives and
reduce the influence of middlemen on the nation’s

SCCMTmY .

Cooperation Among Cooperatives: Other types of cooperatives

iike Area HMarketing Ceoopesrative (AMC) 1n Cabanatuan {Nueva

Ecidz)r, Cooperative Rural Bank in Cabanatuan., Hilltop Open Market

Venoors Credit  Cooperative in Baquio (HOMVECCO), HMorthern Luzon
{ourerative Development Center in Baquio are also very
enthusiastic about the idea of establishing a MNational

Dis<ribution Center by MMAFECCO. They expressed their eagerness
to participate 1in the experiment for the mutual benefit; some by
suppiving the requirements of MMAFECCO and some by providing
finance to MMAFECCO operations. At this stage the idea is vague

and details have to be worked out at an appropriate time.

The AMC at Cabanatuwan has a problem of marketing all its
product -  rice. It has to sell rice on credit to private
retzilers in the area and await payment. It is also selling
paddy to the National Food Authority at the same price at which
it was buying {(at P 5 per kilo and gets irncentive of 2 ceﬁtavos
per #ilo} because there was not enough market to sell locally.
Its rice mill hacs 400 sacks (of 50 kgs) capacity per day of 3
hours shift and is not fully utilised at present. 1t feels that
a tie—up with MMAFECCU wouid be mutually advantagecus. Its rice
mill can pack rice for MMAFECCD in 9., 19, 12, 20 kilo packs and

put MMAF=ZCCY brand name and logo.
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Need far Wholecsale Society or Federation: The fact that

there are successiul consumers coopsratives 1n this country and
éiso all over the worid even in the absence of a strong and
po&erful wholesale 'society or a federaticn with centralised
buying as one of 1its objectives, does not detract the need to
have a wholesale consumers spciety or a federation. Besides
performing the reole of centralised purchasing agency, it has to
perform many other rolies like promoting and developing the
consumers cooperatives, lobbying for the consumers and Cconsumers
cooperatives, protecting the interests of the consumers, etc.
which we shalil discuss elisewhere in the report. The Frimary
Consumers Cooperatives reguire a strong federal organisation, a
fatherly figure, to 'provide them with leadership, direction,

guidance and support.

The need for such a federatiorn 1is felt more by small

societies rather than by strong and large Frimaries.

Froblems to be faced by MMAFECCD; The MMAFECCO will have to

)

face. a number of problems in this venture not only from primary

i

consumers cooperatives who may not, in spite of their acgreement,
buy their reguirements fram MMAFECCOD and choose private
whelesalerse or stockists for one reason or the other, but also
suppliers and transporters. There are instances both in this
country and elsewhere when the suppliers, transporters or even
manufacturers threaten to discontinue the supplies or render the
reguired services. This generally happens not in the iﬁitial
stages but when they see MMAFECCO is becoming successful and is a
potential threat tc their business or the business of their
supporters or associatecs. Thus the MMAFECCO has to face and try
to solve them as and when they arise. This point is made not to
disuade MMAFECCO from taking up the NDC but lest 1t mav not have
an euphoria that it will walk on a path laid with roses and roses
ali the way.

-~



Justification to be calied NDC; The MMAFECCO is essentially

= regional federation of consumers cooperatives. Its claim for
cstarting a national distribution center will be justified when it
will be able to establish business links with the consumers
sooperatives or the Tfecerations 1in tne other regions. At
rresent, there are no other regional or provincial federations of
Consumers’ Cooperatives. When the MHMAFECCO experiment becomes
zuncesstui, the Consumers Cooperatives in the other regions may
Zr their start organising Regiocnal Distribution Centers and may
live to forge the links with MMAFECCO. Otherwise the MMAFECCO

may iiself have to  take initiative to nganise the distribution

centers in other regions and Torge links with them.



bbSales Forecast

Sales to Primaries: The sales of MMAFECCO would and should

escsentially be for its members. In this case, one category of
memberes are the primary consumers cooperatives, who require the
goods for (1) wuse in their canteens and/or (2] sale to their

individual members.

The potential sales of goods in the shops of the primaries
are much more than what they are today. This is because, firstly
ne serious efforts have been made for enrclling all the potential
members (that is all the emplovees workiﬁg for the same

management) .

Secondly, most of the members do not attempt to buy their
requirements from thelr cooperative society. This is obviously
because these ccoperatives do not have much assortment to offer
nor the services to which the metropoliitan consumers are used to

get.

Hence. the present sales are no guidance to estimate the
potential sales of these primary cocoperative societies. But the
potential sales do not come or are realised on their own. The
managements of these consumers cooperaiives have'to put in extra
efforts. This work is to be taken up simultaneocusly to make the

MMA&FECCO viable.

Une of the wave the primary cocperatives in this case could
increase their sales is by giving credit to its members and have
geductions from the pay sheet. Some cooperatives have been doing
this but many aren’ t. Even those who have been giving credit
facilities to their members are handicapped to realise the full

: N . i
potential because of lack of proper assortment.

Sales to Fotential Frimaries: In Metro—-Manila there are 62

consumers cooperative societies but out of them only 13 have
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become members. It appears no efforts have been made tc enroll
all of them as members. These 15 primarvies are the founders and
proneers in  organising a&a federation for taking up wholesale
activities in the cooperative sector in the country. They plan
to take up the membership drive for MMAFECCO once the idea of
centralised purchasing takes a shapé. According to them they are
awaiting the event to take place. The MMAFECCG should take up
the job of enrplling the rest of the societies as its members
once they make up their mind to start the wholesale activities,
that 1s starting of Natiornel Distribution Center {NDS), without
awaiting the NDC to adtually start functioning. There may some
sihort gestation period for tieing up the loose= ends and that time

should be used to envroil the new members.

The other potential sales of MMAFECCOD are from such
organisations like Association of Cooperatives of RBenquet, Inc.
Hilltop 9pen Market Vendors Credit Cooperatives at BRaquio. The
Primary Consumers Cooperatives in Cogayan de 0Oro have been
planning to organise a regional distribution center since 1984.
It appears that they would like to have functional tie up with

the proposed NDC of MMAFECCO.

There will be many other cooperative organisations wh@ want
to federate themselves and start the wholesale activities,
especially for bulk buying. They are awaiting the results of

MMAFECIO.

Sales to  Neighbourhood Groups or Buying Clubs: One of the

potential areas of sales of MMAFECCO is the sales to
neighbourhocd groups or buving clubs. The MMAFECCO should
encourage S5 to 10 families in a neighbourhood to come together

and place an order cn the MMAFECCO for their monthly
requirements. The MMAFECCO should deliver the goods at one of
those houses, in 1ts rounds and collect the cash/cheque for the

goads. Buch sales could be considerable.
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It is poseible and necessary to organise such neighbourhood
groups 1in those communities and housing colonies, where there are

no Community Consumers Cooperatives.

' The MMAFECCO may. 1if felt essential, prescribe minimum
guantity (in terms of wvalue or units) such neighbourhood groups
should order for getting door delivery facility. But such
quantity or value should not be more than what 3 to 10 families

would normally buy in a month.

The prices of goocds supplied through this scheme should be
less than what these groups would have toc pay if they had tobuy
from a supermarket. Such groups may be requirec to become
membef& cf the MMASFECCG  and MHAFECCC  could prescribe different
membership reguirement (number of shares to be subscribed etc) to

such groups.

Brand Name: To be an effective whoiesaler and builld up 1ts

image, which in turn increases its sales and membership coverage,
MMAFECCO should promote 2 or 3 brand names and logotype Tor 1its
groducts. It ie not necessary that MMAFECCO should itself
proguce the goods but it could have a tie—up with producers and
manufacturers tc produce the goods for it and put 1ts brand name
and Logotype. The brand name and Logo besides helping conducting
sales promotion campaigns., assures the customer the continuation

ocf the quality of the product.

Cales Estimate: In consultation with the Chairman and scme

of the Directors cof the Board of MMAFECCO, the Consultant
estimated the likely sales of MMAFECCO in the first five vyears.
The bacsis of -the esctimates are also explained in the following

.
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) First ralf of the First Year PoLS

n

miilion

Wote: It s assumed that in the farst six months only the 15

primary cocoperatives, wihno are at present its members would

patrorise the MMAFECCO.

The =zverage amnual sales of the societiss

in Metro

Manila visirted iy me are in  the order of F 6.3 million.

fhe comparable fTigure of MMGFECCO for 211 1ts 15 affiliates

e F S.14 miilion. Hence, we haves taken fhe lower fTigure of

F S9.14 miilion as averages annual sales. Tnese sales consist

cf saiez =f -oosumer goods and aiso sales of canteens run by

them. Heize, 1t 1s sstimated that D per cent of the gross

sailes income  of these 1% societiss would be the sale of

consumer jonds to members or Tor consumption in

the canteen

of whick &0 per cent would end up as purchases from

MMAFELCL:.  Tnis in turn measns  annual average sales of 2.00

miilien gosr socisty. For 15 societies, the aggregate annual

zales wou:id be P 30 million or F 15 million for six

o) Seconc half of the First year

The szales for the second half consists
components:
i) Sales of F 15 million in the first six P 1B
months to the present 15 affiliates wouild 2n-—
crease by 20 per cent due to inflation and capa-
city of primaries to enroll more members and
effectively canvass for sales (F 15 million x 123%)

months.

of three

million

11) With =ix months MMAFECCO should be in F 3 million

a position to enroll ancther 19 primaries as
members. FIMAFZCCU estimates of the present
average sales cof these primaries are F.1.8
miilion per society per annum. The component

ofT consumer goods would be P 0O.72 miliion

{F 1.8B0 = 40%. {(see assumpticns under i{a} above).
Hence for the 10 societies, the six morths sales
would be P 3.& milliorn (P D.72 million = 10

X

orimaries — 2.

ot

anis
edit Cooperatives, etc.

111) Sales to or
Open Market Vendors C

e

0

ations like HCBI, 7 12 million



Note: It is presumed that MMAFECCO would be able to tie with such
organ¥saticns. For example ACRI has % consumer cooperatives as
memhers. The annual sales of all the % societies are estimated
to be F 11 million, hence the estimaizs for MMAFECCO.

iv) Bales to neighbourhood groups/buying
{Though HMMAFECCO <hould make every effort to erganise them, no
csales cn this account are included in the <sales forecast of the
first year) ' '

Total for the First Year

i (a} F 1% million
1 {b} (i) i "

1 (b} {(1i} 3 "

1 (B} (i11)} iz v

-

For Second Year:

]

&) Sales to 1% affilated primaries F 40 million
1 {a} 15 miliion
1 Yo{1) ieg M

Increased by 20X it will be F 40 miilion.
o) SBalies to 10 affiliaztes enrocllec as F 7 miliion™
. N /
members 1in the second half of previous year:

-

increased by 207 (P 2 million x 2 x 20674

million

i

c}! Eales to other consumers cooperatives. F
It ie assumed that MHMAFECCO would be abie to
enroll another five consumer coopeaitives.
Annuel average sales F G.72 million = 5
societies = P 2.6 million.

d) Sales to organisations like ACBI. etc. F 14 million
(See (i} (b) (i1i) (P 12 million » 20% increase) -
e} Sales to mneighbourhpod greoups/buying 2 million
clubs.



fotsl zales for Secongd Year

at Fo4d millizon
bl 7 million
c) Z million
d) 14 milliocn
e) 2 miilion

For irird Year of UOperatiocn

1) increase of 20% sales of F 792 million
Zrd year P 66 million x Z0%
1i) Enrcllment of rest of consumsrs P 7 millicn

cooperative soclieties:
F 0.72 million % 10 societies

TGTAL F 86 million
For Focurth Year of dperation
F 85 million - increased by 20% F 103 million
For Fitth Year of UOperation
F 14X miilion — increased by 204 P 124 million

FROJECTED FIVE YEAR SALES OF MMAFECCD

FIRST YeEAR p 48,000,000
SECOND YERR 66,000,000
THIRD Y&EAR 84,000,000
FOURTH YEAR 1,03,0600,000
-FIFTH YeEAR 1,24,000,000

Fo4,27,000,000

T
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€C. Frices to be Charged

Significance of Frice: The pricés at which the goods are

ecld is one of the most crucial factors intfluencing the success

of a businescs enterprise.

Eut the beauty of a rgal consumers cooperative society 1is
the insignificance of the problem of price. Inthe private sector
and the Government sector, the prices charged to the customers
are more important Secauge the customer 1s nct the owner of the
enterprise and the owner is not the customer and the profits
contributed by the customers. when they make purchaSES, co to the

ownerc.

In the .case of a consumers’ cooperative the customers and
members are inseparable. The customers being the members/cuwnetrs
vof the organisation and the members being the customers, what
price the cooperative charges for its products and  cservices 1S
immaterial. IT 1t charges more it gives back to the
members/customers in the form of patronage rebates/dividend. If
it makes losses because of undercharging. the customer/member

will have to make gocod of the same one way or the other.

Opticons to MMAFECCO: Having said that. let us explore the-

coprtions before the MMAFECCO in this respect.

i. To charge the m@members Ythe cost" at which the i1tems are’
acquired i{purchase price + gost of transport from the place of

PRlisr to  the MMAFECCD warehouse., plus taxes if any paid by
MHGFCCTCO on the wrohases) and recover the expenses of the
ope%ations including interest on working capital, reasonable”
return on egquity capital, warehouse rent and other handling cost,

from the members 1n agreed ratioc — may be all the members sharing

the co=t squally.

Suppose., the estimated operating expenses are F 4,500,000



ser gnnum or 0 37,500 per month. If there are 15 membsrs each
E
menber shall contribute P 2,500 per month towards the eperating

expenses of the MHAFECCO.

In such an event, as the member is anywav paying his shars

of the rosts, will be tempted to buy maximum from MMAFECCO.

This also means selling to members only.

Further, in such a system there will not be any temptation

o f=ocom2  members of MMAFECCO. without any intenticon of buying

the coayds from 1t but with a view to use 1t for promoting their

Sharing the actual costs/expenses make the members vigilant
of the expencses and efficiency of administration and vigilance 1is

the qnost effective instrument in a3 democracy.

2. Toe charge a reascnable and tair margin determined from
time to time over and above the actual cost. The margin or mark-

g will be in terms wf percentages and may be different for

b

ferent i1tems but i any case sufficient enough to recover all

i

[N

the esxpenses and also reasonable return on the equity capital.
It this alternative, which is common 1in the +trade, the MHMAFECCO
ihas to  forecast with some deqgree of accuracy its likely sales of

gdiffsrent items, its expenses and collate them and fix the

margine for varicus items.

fgain in this case the prices to the members, this means
actual cost of purchasing plus the margin, should be less than
the prices the wholesalers and retailers are offering te the
ries at aﬁy particular time.

In this case, the members will be tempt=d to purchase from

the markat unless the prices and services of MMAFECCG are very

atitractive.



This Consultant wouid recommend the alternative one.

Whatever alternativ the MMAFECCO choosss its sales should

i

be restricted to members only. If 1t sells tc others, the same
should be to those who are eligible to become members and wish to
become members only after trying for two or three months. Sales |
to nDn~membefs are in the nature of promoticnal sales for a
limited period of 2 to 3 months to potential members 1f they

agree tobuythe goods on the same terms and conditions as members.

It i=s understood that in Japan Consumers Cooperatives sell
only to members. Of course that is because of the Country’'s law.
It is -also understood that some Consumers Cooperatives in Canada,
as a hrinciple, sell only to members. Wholesale Consumers
Cooperatives and federations in India normally sell to their

members only.



d. Services to be Offered

Though MMAFECCO is the federation of the Frimary Soclieties,
it should not take them for granted even though Primaries are
under, the obligation to buy froem the MMAFECCO. it should
functicn as any business organisation and render competitive
services. Apart from the prices it charges to its members
attention to the following services will influence the success ot

MHMAFECCD considerably.

The statement that we can eliminate middlemen but not the
functions of middiemen is very muchvalid in the cboperative trade
also. The services have to be performed eithesr by . the producers
or the consumers and the MMAFECCO should not hesitate to render
all the services to its members which the middlemen are rendering

to them and may be more.

a) Assursd  Supply: The i1tems agreed to be supplied by the

MMAFECCO should always be availabie with i1t. There should not be

any stock-outs of any item.

b)Y Delivery at the doors: Many consumer societies, this

consultant had met., emphasized (a) the need to deliver the goods
at the dnor steps of the socisty. (b)) more freguently and (c) as
per the agres=d time table. Further they want the deliveries
should be made at convenient timings. For examples, the manager
of a canteen run by a cooperative society said that the delivery
should rot be made to it between 17 noon and 1 pm, as that will
e the busy period and its emplovees will not e able to take

delivery of gocds.

£) Cash or Credit Sales: Many cooperatives emphasized the

csales should be made on usual commercial terms. The usual terms

appear to be 15 to Z0 days time to pay the net armcunt of the

6
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the bill 1s not p2id during this perind, interest at

—

Lash discount of 2 per cent is usually given i¥ payment is
raie on odelivery within ten davs of delivsry. This will work out

R a2 rnet gain or savings of 34 per .cent per annum to the

LLrraser .

wnet precactinne are reguired to be taken by the MMAFELCO tao

there are re3 bad debts 1is any important

:_[i,l
|

) Return Guarantee: The MMAFECCO shouild consider assuring

/

‘s prinaries  that the gonds sapplied by it are not defective,

pre

I

szurious or adulterated. it shall guarantee to replace them with

-~ opes gquality goads 17 they are not of proper quality. However,

r

= pnlicy will prove tc be disastrous, unless  the MMAFECCO in

Gl

Turn ocbtains such guarantees from its suppliers.

=) Return  of Unsaleable Goods: The MMAFECCO snould also

I

zz .sider whether 1t could take back the goods if a primary is
vable te sell or use in its canteen, for other goods it could
use or sell. it would be a decsivrable service that MMAFECCDO could
render as  long as there are only stray cases and the MMAFECCO is
able to give those itemse to other primaries. In any case, care
should be taken to ensure that the sales would not turn out to be

-
=

consignment sales by MMAFECCGO.



Chapter 2

Input Analyvsis

L
[

al fAssortmen

One of the important factors contributing to the success of
any business enterprise is the asscriment 1t chcocoses tec deal with
- produce or procure and market. The assortment intTluences the
image of the organisation the type of clients 1t wishes to serve
and its place in the economy. of the country. These factors 1in
turn determine the viability and profitability of the

organisation.

Factors for Consideration: The factors which shouid be taken

into atcount in determining the assortment policvy of & consumers

5

cooperative scociety or & federatzon are the following:

T

he aszartment should, to a large extent. meet the basic

]
Nl

)

h

nesds ‘of the members.

B) Skouid  in the aggregate earn adequate surplus or profits
to the cooperative Justifying ‘the resources invested 1in the
enterprise though an individual item at any particular times may

be laosinc temporerily.

€) The cooperative showuld be in position to procure them in
ateguate guanitities at competitive prices.
S There should not be any conflict of interestzs between the

coaoperative sarmiety and its constituent members (in the case of a

federal sccisty) and/cor the federal body of which it is 2 member.

This means. in  the context of setting uwup of National
Distributicn Center (NDC) by MMAFECCO the following:

1) What 1s agreed to be procured and supplied by MMAFECCO,
should not simultaneously be procured by its membsr cooperatives.
fgain, every effort should be made by MMAFECCD‘ to ensure that

they are no stock—outs. The items agreed to be procured should

s
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be procored and supplied  according  to agreed schedule to its
members, MMAFECIC ard its members shoulad enter into an

agrsement/contact o this estfect.

11} MHEARFECCO shouid start with a small list of items, and

revise the same by expanding or dropping items from  list o in
consultation witly  1its members. Such an exercise can bese taksn up
SnCE In S1M or twelve months.

1i1d MMAFECLCO  should as  far as  practicable concentrate on
the item=s Tor whicn the manufacturer has neot appointed a sole
selling agent. If the manufacturer has appointed sole selling
agent, bhe will have difficulty in supplying the goods direct,

bypassing th= sole selling agent.

A small "Commodity Advisory Committeese" consisting of 3 or 4
members to determine {a) the gquality of material to be procured
{in the case aof items like rice and sugar): (b} brands of the
products (in the case of manufactured goods); and {(c) and the
packing size (in the case of items %epacked by MMAFECCO or

procured from its suppliers).

There is near unanimiity amcong the consumer cobperatives the
consultant has visitad, that MMAFECCDO should take up the
following items to start with:

- Rice

- Sugar

- Cooking 011

- Spaps and detergents

- Canned goods

- FMeat items (pork. chicken, beef)
- Vegetables

- Coffee, milk powder, etc.

- Moodies of ali types

1



It is &also suggested that the MMAFECCO should repack rice
and sugar in convenient consumer packs. put its own brand name

and logo on the sack/pack and then supply to the Frimaries.

Gradually., MHMAFECCC with the concurrence of i1ts Frimaries
increase the assortment and establish itself as & trend setter
for other regions. Ferhaps. they could profitably consider

diversifying into new linesz of products.

MMAFECCO should develop code numbsre for each of the items
it chooses to deal in. This will facilitate identifying by
members, purchasing, inventcry contrcl, warehousing or storaoging
and marketing. Such a code would bhe essential as 1t plans to

computerise its operaticns.



Furchasing

The success of a National or Regional Distribution Center to
a large extent depends upon how it handles its purcﬁaees. It is
unnecessary to emphasize the necessity of pooling the purchases
of its affiliates and make common purchases as this 1s the basic
assumption in setting vwp =a national distribution center or a

whole sale society or a federation.

To increase 1ts purchasing capacity, the NDC shouild explore
fully the possibilities of tieing up 1ts activities with such
organisations as Association of Cooperatives of Benquet. Inc. who
are also eagerly looking Torward for such faciliities. It could
alec lock after the reguirements cof the members of Market Vendors

Credit Cocperatives, etc. in cities like Eaquio.

MMAFECCO should alsc help formation of regional distribution
centers in other areas/regiohs‘and try to have common purchasing.
It 1 not necessary that the other regional distribution centers
buy from MMAFECCO. They may pocl their purchasing power. bargain
for the larger guantity and take . advantage of bulk buying and

share the common costs of such pooled buying.

Another assumption 1is that the MMAFECCO will purchase only
those items in respect of which its affilitates have agreed to

renounce their right to purchase directly except through the

MMAFECCG.

Selection of Suppliers: If a manufacturer does not agree to

supply directlytc the MMAFECCO and insists that MMAFECCO shall
get the supplies from his wholésaler because of sole selling
agency agreement he has or for any Dtﬁer reason, the MMAFECCO may
not take up procurement and distribution of those items, unless

there are some compelling reasons.
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The possibilities af tie up with wvarious cooperative
wrganisations  producing  consumer goods like rice  {(with Area
Marketing Cooperatives}, Sugar (with sugar cooperatives),
vegetables (market vendors credit cooeratives) be explored fully.

This aspect is discussed in the next secticon.

A suggestion was made by some primary cooperatives that the
MMAFECCO should compile from its members the list of suppliers
who are now making supplies to them and try to negotiate with

possibls supply to NBC. The suggestion is worth

considering without Tforgetting that the objiective of buying from
the manufacturer/coroducer is only to get the best possible terms

for its purchases.

Tie-up with producers: 7The suggestions which came up - during

discussions are the following:

et
ot
1]

a) The MMAFECCDO should try to buy its requirements from the
ccaperatives; whe are already in this business. For example,
many A(ea Marketing Cooperatives (AMCs) are procuring paddy from
the farmers, mill the same and sell rice in the market. The AMC
at Cabanatuan during the discussion was found tobe very

enthusiasticteo join hands in this respect.

The NORLU (Northern Luzon Cooperative Development Center) at
Baquio which is promoting inter—coop trade, the NATCCO in Manila
are alsc willing to locate the possible suppliers 1in the
cooperative sector for the goods the MMAFECCO plans to handle.
The NATCCO is understood to have besen working towards coop-

trade in rice, dry fish, corn and gariick.

The discussions with officials of VICTO {VYisayas Cooperative
Development Center) at Cebu. a member of NATCCO revealed that
VIETD has already started procuring rice  from cooperatives in

ilnilo and selling 1t to its members in Cebu.



Similar attempts should be made with cooperatives producing

and marketing sugar and othsr products  selected for coverage

undef NDC.

Indent before buying: The MMAFECCO should contact the

possible suppliers of i1tems cs=lected for coverags negotiate and
enter intq a contract. It should not insist that the primary
societies should send their irndents before 1t plans to procure.
The MMAFECCFO should. like any other business organisation,
canvass the sales tc 1ts primaries by showing camples and the
likely price ard solicit business in spite of their agreeing or
entering into a contract with the MMAFECCO to make purchases of
certain items from it. L:ke any other business organisatioh,
MMAFECCO should pilan the sales and make the purchases on the

‘basis of anticipated sales.

More than one source of supply: 1t may also be desirable for

the MMAFECCFO to develop more than one source of supplyfor earn
of the items it plans to supply. At the same time, it should not
have many suppliers for an item as the purcnases will be spread
too thinly undoing the advartages expected of centralised

purchasing.

Inventory Management: It i1is essential to design from the

very beginning a gocod inventory system. It should develop for
all 1ts items (anyway to begim with it plans to cover only a very
limited rang) norms for the following: » :

a) The quantities to be purchased/or ordered at a time (ECQ)

Economic Ordering Quantity

b) How frequently it should make purchases (in the
Qquantities mentioned at (a) Vjrading point)

c) Lead time for an item

d) Reserve stocks to be maintained

e) Contingency stock for emergencies



When its requirements for a period are small, the MMAFECCO
could =ti1ll place order for a large guantity at a time but to be
delivered in instalments over a period time. This may enable the
MMAFECCO to take advantages of buik buying and still not block

its capital for long periods.

Testing Laboratory: The MMAFECCO should plan to set up its

own labcratory to test that the products it receives are of
agreed quality and there is noc adulteration, misbranding, etc.
To <start with, it may contract this job to a university or

college laboratory.

c) Warehousing

For starting a National or Regional Distribution Center
(NDC/RDC) . It is essential to have a proper and well equipped
warehouse. 1t should be adequate enough not only tec store the
goods, but also to provide for office space, toilets, loading and

unloading. etc.

The Consultant has been told that a warehouse of
approximately 300 sguare meters ics available‘in the compound of
FPolytechnic University of the Philippines (FUP) and the PUF has
agreed to make 1t available to MMAFECCO for a period of five
vears initially. An agreement has been drafted and both the
parties have agreed to the draft.

Because of some administrative problems, the present
thinking 1s that ths FUP will make that warehouse available to
its Institute of Cooperation (IC) for using it as a laboratory
for giving practical training to its students. The 1IC in-turn
would make it available toc MMAFECCO for use as a warehcuse for
the proposed National Distribution Center. Because the MMAFECCO
would allow IC to use the same as a laboratory for giving’
practical training to its students, the FUF/IC is not proposing

to charge any rent for the building for some years.
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The Consultant understands that the warehouse is centrally

located to most of the Consumers Cooperatives in Metro Manila.

However ., this Consultant could not see the warehouse himself
to assess ite suitability for starting the NDC. The warehouse 1is
now being used by the police and they have agreed to vacate it by

the end of 1989.

The Consultant requested the Chairman of MMAFECCO to give
him an estimate of the cost of renovating and make it fit for use
as NDC. The figures (F 300,000) given by him are used in

calculating the feasibility.

The equipment and facilities reguired by MMAFECCO for use. in
the warehouse are discussed and also their prices and - these

figures are used in the feasibility calculations.

s the business volume increases. the warehouse may not be
adequate enough. Either they find out altogether, a new
warehouse at a new place or a supplementary one at arocund the

same place or at a new place.



d)} Transportation

One of the points  emphasized by the primary consumers
cooperative societies is timely delivery of the goods as agreed
upon mutually. The members want that MMAFECCD should undertake
this function, as private wholesalers are doing now; they de not
want to come and pick up and transport themselves. They want
door delivery. For this the MMAFECCO has two options:

1) To contract out the transportation of goods from
warehouse to the members’ warehouses/shops. This means reduced
initial investment by MMAFECCO in transport vehicles, though over
& period of time it may. prove tc be more costly. Since, the
members will be charged the transportation costs separately. the
total cost to the members may become high affecting the business
adversely. Still it 1is not certain whether the transport
contractor would be able to stick to delivery schedules.

25T0 purchase one or more delivery vans as required and use
them to make timely deliveries of goods to the members. In this

case the initial investment will be more.

In this connection attentionteo the following peints would be
advantageious:

i) Fix the delivery days and time with members in advance
- keeping in view (&) the economic route through which the delivery
van can move, and (b} each member is visited by the delivery van
2 or 3 times a week as agresd upon in advance.

i1} For the success of this programme the primary should
inform the warehouse 2 dave in advance the goods required by it,
in the next round of the delivery van.

The primary either phone the warehouse 1ts requirements 2
days in advance or send the indernt {(iist of itse requirements) -
with the van driver when he comes to deliver the goods.

ii1i) As fér as transportation of purchases from the place of
supplier +to HMMAFECCO's warehouée is concerned, it would be
desirable to require the supplier to deliver his goods to its

warehouse. MMAFECCO s own transportation for this purpose would
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be costiyy 1t has  to send empty trucks to get the goods.
fAlternativeiy, ifT a supplier does not have fransport facilities
or his transport charges are high, it would be better to entrust

it te a transport company rather than own its own trucks.
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Chapter 4

Financial Analysis

aj Requirement of Fund

Q

The MMAFECCO requires two types f Tundes and they are

estimated as follows:

{15 Short  term funds: These funds are required essentially

to finance the curvent or working assets and meet the day today
worbting expenses.

{é) Inveniories: The MHMAFECCO being & whoiesale

organisation, it =hould be able tc achieve stock rotation of at
least Z5% items. This means an average life of not more than two
weeks for any item in the warehouse. #&s most of the manufactures
of cenned goods are having their warehouses in and around

onal Capital Region, it should not be difficuit teo achieve

~ A
s SN

b

£
Lt
=

this goal. In fact with prudent purchasing. 1t could achieve
higher rotation. But For the rurpose  of one firancilal

calculations, we have taken the figure of 235 times rotation.

In resnect of rice and sugar =zaiso it should not be difficult
to achieve t the producing centres of such i1tems are
aisc within & to 12 howrs trucking time.

This mearns that MMAFECCOD will rnot engage in speculaticn
guantities in anticipation of

Fices in future. That Zouid be

Th= business of a2 marketing Cooperative but nct of a Consumsrs

Cooperative. inee Censumers Cooperatives or their Fsderations

buy  the econcmic quantities, conduct 1ts operations
eronomicalilly  and pass on the economies resulting 1in  1ts

operations to the consumers.

The funds required on this account in the first five vyears

are estimated as follows:
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ist year = F 48.00 million = F 1.92 million
25 times

Z2nd vear = P 466.00 million = P 2.64 million
3 taimes

Srd year = P B86.00 million = P 3.44 million
25 times

4th year = F_103.00 million = P 4.12 million
25 times

3th year = P 124.00 million = F 4.96 million

25 times

It is wunderstocd the banks could advance upto 70 to 73 per
cent of the inventory value. This means that the MMAFECCO should
be in a position to provide from 1its own funds the balance 23 to
30 per cent and that must preferably be long term funds as they

are perpetually reguired.

Millions of Pesos

Short term Fund Long Term Funds Total
ist year 1.344 0.576 P 1.920
Znd year 1.848 0.792 P 2.640
Zrd year 2.408 1.032 P 3.440
4th year 2.884 . 1.236 P 4.120
P 4.9560

2th year 3.472 1.488

{b) Accounts Receivables {(Credit Sales): It is presumsd that

there will not be any credit sales nor any advances need to be
paid to the suppliers. In case, usual credit facility is to be
given to the primaries, the MMAFECCO would alsobe in a position

to get similar credit facilities from its suppliers.

I1f such a system does not work and if the MMAFECCO is still
required to give credit facilities, it has to find out funds
equivalent te one months sales, which would be P 4 million in the

first year to F 10 million in +4the fifth year.
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{(c) Current Expences: The MMAFECCO may be required to incur

ctertain expenses like salaries, fuel bills etc. over and above
the cash in flow at least for some months initially. Such cash
contingency is estimated te be 10 per cent of funds at (a) above.
Since these funds are required continuously, these requirements

are classified as long term requirements.

Millions of Fesos

Short Term Funds Long Term Fdnds Total

ate
1st year | 1.344 0.768 2.117
Znd year 1.848 1.056 2.904
3;6 vear 2.408 i.376 3.784
4th year 2.884 1.648 , 4.532
Sth year S.472 | 1.984 S3.455

(2) Long Term Funds: Besides the long term funds reguired as

margin money for obtaining bank finance and for meeting current
expenses, MMAFECCO would reguire F 1,300 miilion and P 0.800
milliicon in the first and second year, respectively for acquiring

fived/capital assets.

Scheduled 1 to thie Chapter gives details of eguipment and
machinery required to be purchased and alse the amount reguired
toc renovate the warehouss.

The total leng term funds required will be as follows:

Miillions of FPesos

Item 2 Item (1){c) Total
st vyear 1.300 0.768 2.068
Zrnd year . B00 1.056 1.85
Zrd vear - 1.376 1.37¢6
éthvyear - 1.643 1.648
Sth year - 1.984 1.984

L
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bi fources of Funds: The funds could come from any of the

following resources.
1}  HMembers: The Frimary Cooperative Spocieties could
contribute towards the long term funds either in the form of
share capital or in the Torm of long term loarmns. - The MMAFECCD is
planning to raise i1ts shars capital base by increasing the number
¥ szhares a2 member has fc subscribe. But it doss not appear what
larning to mobilise through this methed would come
any=ihere nesr the reguirements of MMAFECCUO. Even otherwise, the
maries  are toc  weak to contribute any substantial amounts

rp
eitheyr 1n the form of share capital or loan capital or otherwise.

i

{2)

Fural Banks provide credit to consumers cooperatives but the

egnks/Financial Institutions: Some of the Cooperative

effective rate of interest comes to 21 per cent (18 p=r cent plus
szrvice charge of 3 per cent). But most of +theses organisations
give leans for short periods and not for acquiring capital

assets.

Another source is the Land Bank. The funds could be availed
on the argument that the MMAFECLO will have tie—ups with Area
Marketing Societies, Sugar Cooperatives, for the supply of
agricultural products like rice and sugar. Again, it was pointed
out that though the nominal interest rate of Land Bank is 12 per
cent, the effective rate of interest may almost be 18 per cent,
which would be too high. Further these funds are to be repaid
within 12 months, though the locan can be renewed.

Some Cooperative federations like NATCO {National
Contederstion of Cooperatives) and HNAMVESCO (Nationzal Market
Vendors Cooperative) are sponsoring and  encouraging inter-—
cooperative i1snding but  the PMHMAFECCO fesls that the funds
available through such spources 15 very limited and also very

costliy.
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1t 1is felt that interest rate of more than 12 per cent will
be highly uneconomical and non-viable. Hence, MMAFECCC with the
help of CUF should explore the possibility of getting some funds

from some foreign donors.

€) Economic viability: The cost of operations are expected

to be as follows:

Cost of Operations

First year Armnual Expenses

1. Salary & wage costs P 936,000
{Schedule 2) :

2. Interest Cost(schedule 3) 386,400
3. Depreciation (Equipment Cost 260,000

F 1.30 million - 3 years)

4, Maintenance of vehicles 80,000
5. Training Cost of staff 80,000
6. Rent -

7. Contingency 130,000

P 1206,400

Second Year

i. Salary & wages costs F 1.300,000
{Schedule 2}

2. Interest (Schedule 3) 269,00
Z. Depreciaticn (F 2,10 M — 3 yrs.) 420,000
4. Maintenance cof Yehicles T 120,000

S. Training Costs
&. Rent

7. Contingency ’ ‘ 150,000



1. Salary % wage costs {104 increase
over cecond year)

P 1,436,000
Y. Intersst (Schedule 3) 614,200

S. Depreciation (same as 2nd year) 420,000

4, Maintenance of veshicles
{(10% increase over second year) 132,000

2. Training cost -
b. Rent @ P 53,000 per month 60 OO0

7. Contingency (10% increase over .
second yvear) 165,000

Fourth vear

10% increase in all items of
expenses pver the third year F 3,103,000

Fifth vyvear

1D% increase in all items of
expenses over the fourth year P 3.413,40C

d) Whelesals Margins & Profitability: We tried to enguire
what are the normal wholesalsa marginé available on items the
MHMAFELCCO plans to deal with. wWe coulog not get any reliable data
applicable to FIMAFECCO situation. They depend uwupcon the
guantities purchased at a time, payment terms, the support

MMAFELCO gets From iits  Frimaries, the competition among the

On  the cotherhand  this Consultant was told thatv the
Qesociation of Benguet Cooperatives is charging one per cent for
its services of common purchasing besides actual transport costs.
However, it 13 also understood that one per cent service charge!
is found to be inadeguate to cover all its expenses and i1t i1is at

a
present in loss and they are reviewin the situation.
1 4
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It means to break—even the MMAFECCO should . on an averége
charge 4 per cent for its services over and above the actual cost

of the items in the first and the second year and reduce

gradually in the third, fourth and fifth vears. The percentages
are arrived as shown below: )
ist Year = F 1.904 million x 100 = 3.97%
F 48.00 million
. 2nd Year = P 2.389 million ¥ 100 = 4_.00%
P &6.00 million
3rd Year = P 2Z2.821 million x 100 = 3.28%

F 86.00 milliion

4th Year = P 3.103 million ¥ 100 = Z.01%
F 103.00 millaion

100 = 2.73%

*$

53th Year = P 3.4132 million
P 124.00 million

Alternatively. as suggested in Chapter Z2{(c). MMAFECCO should
arrive at an arrangement, where the primaries would share the

actual cost of operations equally.

e) Taxation: The tax concessions extended to cooperative

societies have been changing from time to time.

Under FD 175, Cooperatives were exempted from paying income
tax and sales tax for a period of five years from the daté af
their registraticn. These concescions were withdrawn in October,
1984, for the Cooperatives engaged in seccocnomic activity. These
tax exempticons were again restored in January, 1786 and given
upto Zist December, 19%1 tc those Cooperatives who return
substantial poftion cf . their net income to their members in the
form of interest and/cr refunds. Again in December. 1984, these
concessions o incentives were withdrawn.

At present, Cocperative Sccieties are treated on par with

other private enterprises in the matter of taxation in respect of

tax base. tax rates, etc.
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Vaiue zdded tax {vaTt) 15  considered as beneficial to

Spme  proposals  tor  exempting Cooperative Societies from
ypes of taxes are under the consideration of the
{Parliament) {(Pipase refer to discussicn under the head

=
Cocpzrative {ode in Chapter i, Section B and Section C).
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CAFRITAL CO8TS

Equipment First Year

Weighing scale — big

Facking machine

Filing Cabinet

Manual Typewriter

Calculator

fAir Conditioner

Electric fan

Fiera/Delivery van

Haby delivery truck

Cash register

Steel Cabinet with vault
Office supplies (inventory bin
cards. stapler, puncher, etc.)
Push~cart

Table

Chairs

Telephone installetion (2 HNo.s)
Computer including Software

Cost of Renovation of Warehouse
including racks., bins, pellets,

2nd Year (Additional Investment)

Forklift Truck
Flera (Delivery Van}

el e R N B e

o
MO

etc.

Say

Schedule I

| 15,000
3,000
5,000
3,000
6,000

30,000
4,300
300,000
500,000
15,000
5,000
3,000

o)
't

oo C
SOOS O

“

]

-

jo RN 0 BV o
jeNoNoNoni

th

]

F 1,300 million

F 500,000
200, 000



fope
O

atif Costs

E irst Year

Py

o

M
1

“k

ey

K.

Total

General Manager — Grade ¥ P 5,000 p.m.

Frocurement Ufficer (1) Grade I11
F 4,000 — P 5,000 3.m.

Marketing Offticer (1) Grade [11
g
Fo4,000 — F 35,000 pom.

Store kKeeper (1) Grade 111
Fo4,000 — F 3,000 oom,

focounts & 4cm1n =% :ative GFficer {1)

Grade III F 4, ~- 7 5,000 p.m

Secratary {1 Grade 111
F 4,000 - F 5,000 p.m.

Computer in—charge {1 Grade I11
F 34,000 — F 5,000 p.m.

Cashier (1) Grade 11
P 3,000 — F 4,000 pom.(plus cash
aillowances of P 104)

fBccounts Clerk (2) Grade 11
P 3,000 - F 4,000 p.m.

Stenographer (1) Brade 11
P Z,000 - FP 4,000 p.m.

Computer Uperator (1) Grades 11
P 3,000 — F 4,000 p.m.
Store Clerks (Z) Grade 11 .

P 3,000 - F 4,000 g.m.

APudit Assistant (1) Grade 11
P Z,000 - P 4,000 oom.
Drivers (2} Grade 1
P 2,500 nb.om.

Total

Contract Labour (5}
2,500 « & « 13 months
T

iotal salary/wage cost

cr Say F 230,000 p.oa.
Monthnly Salary/wage costs{rounded])

3

NS

Schedul 2

F 65,000

52,000

N
hJ
[w]
=]
o]

52,000

22,000

52,000

52,000

40,300

78,000

39 . Q00

9,000

78,000

39,000

53, “UU

or
F 79,000 pm



2nd Year Regquirements {(Additional)

2. Internal Auditor (1} — Grade 111 F 82,000
F 4,000 — F 5,000 p.m.

b. Guality Control (1) — Grade 11

F 3,000 — F 4,000 39,000
c. Accounts Clerk (1) — Grade 11
F 3,000 — P 4,000 39,000

d. Marketing Officer (2) ~ Grade 11

FO3.000 — P 4,000 78,000
e. Frocurement Officer (1) — bGrade 11
F 3,000 — F 4,000 ‘ ) 39,000
f. Driver (1) - Grade I — F 2,500 32,900
First Year Staff: F 27%,3500
F 950,300 x BXL increase N 990,900 pa
or say P 1,300,000 F  1Z70,400 pa
Zznd Year monthly salary F 108,300 pm




Interest Cost

First Yegg

A.

1. Estimated salecs

M3

. Expected Stocck Hcotation

. Stocks Reguired

B

Rate of Interest

I

S, Iinterest Incidence

Equipment Cost

i. Cost of Equipment
2. Rate of interest

Z. Interest incidence

ear
i. Estimated Sales
2. Expected Stock Rotation
Z. Stocks Reguired

4. Rate of Interest
o. Interest Incidence
i. Cost of Equipment
2. Rate of Interest

Ko Interest incidence

Tectal (A + RB)

Schedule 3

F 48.00 million
23 times
F 1.92 million

—
i
al. e

[

e

P 230,400 p.a..
F 1.30 million
12%

F 126,000 p.a.

F 286,400 p.a-

F 656.00 million

22 times

'F Z.64 million

12%

F 316,800 p.a.
F Z.100 million
12%

P 252,000 p-a.

P 568,800 p.a.



I

A

o

Estimated Sales F B6.OO million
Expo=c-=d Diocck Rotation 2% times

Stocks reguired F Z.44 million
Fate of Interest 12%

inter=st incidence P 412,800 g.a.

Y ea Ceprel .

1a630,000) F 1.580 million
Fate of Interest izY

Interest incidencsa F 201,4600 p.a.

F 614,400 p.oa.
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CHAFTER 5

SENSITIVITY ANALYSIS

In the following paragraphs an attempt 1is made tc discuss
what will be the impact if some of the assumptions made in
Chapter 4 - Financial Analysis - do not come true. For this

purpose a few critical areas are selected.

1. Interest KRate: The operational costs and profitability

are Ealculated assuming that the MMAFECCO would be able to obtain
both the working capital and investment capital at 12 per cent
per annum. If this assumption goes wrong and the MMAFECCO is
required to borrow at 18 per cent, the rate at which Coopérative
Rural éanks and commercial banks are advancing loans, the cost of

operations will go up as shown below.

i. First Year

a) Cost as estimated in Chapter IV = P 1,906,400 million

b) Additional incidence on account
of 18 per cent rate of interest = 193,200 million

Gperating costs as= P 2.G%% miilion % 100
F 48.00 million
= 4 ET7%
g Second Year

&} Coste as estimated in Chapter IV F 2,359,000 miilion
H) fdditional incidence on account F 284 .40G million
of iB per cent rate of interest ---—rrm——————————
Tota F 2,843,400 miliion

Uperating costs as a per cent
of sales F 2.843 million = 10C

F 66.00 miilion

i

= 4.3531%
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(&)}

&j LCosts as sstimated in
Chapter IV

) Additionnal ircidence on
account of 18 per cent
rate o7 interest

Total

Ooerating costs as a percent

of sales

Fourth Year

aj Losts as estimated in
Chapter IV

ot Additional incidence on
account of 18 percent
rate of interest

Operating coste as a percent

of sales

Fifth Year

a) Costs as estimated in
Chapter IV

b} Additional incidence on
account of 18 percent
-~ate of interest

Total

Operating costs as a
percentage of sales

= Po2.821,000

= F 307,200

= B 3,128,200

= F Z.128 million
F 86.00 million

= F.565%

= P E,103,000

= F I37,920

= P 2,840,920

= F %.441 million
F 10Z.00 million

= 3.34%

= F 3,413,400

= P 71,712

= F Z.7B85,112

= F Z2.785 million
F 124.G0 million

= ZL.05%

wr
>

e
o

s
A

10O

100

100



Comparison of cost of operations as percentage of sales when
interest rate is 1Z per cent and 18 per cent is shown below:

Total cost of operations as a 4 sales

at 12%4 rate at 18% rate Increace
of interest of interest in_costs
— First Year .97 4,37 0. 40%
- Second Year 4.00 ' 4.31 0.31
— Third Year 3.28 3.63 G.35
— Fourth Year 3,01 I.34 O.33
— Fifth Year 2.75 3.05 0.30

As can be seen above, the costs will go up considerably if -
the MMAFECCO is required to pay interest at 21 per cent.

I{.MMAFECCD fails to raise funds on its own internally at 12
per cent, it will have to make rigorous efforts to obtain funds
from some donor countries.

2. Rent for Werehouse: Similarly, the economics of MMAFECCO

operations are re—-worked assuming that it will be required to pay
rent for the warehouse in the first and second years also. In
cour earlier calculations rent for warehouse was taken from third

vear onwards. The resuits will be as follows:

1. First Year
a) Costs as estimated in Chapter IV = F 1,906,400
b} Rent required to be paid = L0, 000
Tota:l = P 1,966,400
Operating costs as a percentace = F 1,9&6 miilion
of sales P 48.00
= 4.10%
Z. Second Year
a) Costs as estimated in Chapter 1V = P 2,559,000
b} Rent required to be paid = &0, 000
Total = P 2,619,000
Operating costs as a percentage = P 2.569 million
of sales F &6.0C million

i = 3.97%



5. Depreciation Charg=s: The deprec:zazticon charges in the

222,000 and P 400,00 per
AN forming ©.34 per cent and G.86 psr zznt of sales, which is
wery hiigin. Thes figures couild come dow considerably, it some

assistance could be found out from some forsicn agency.

Some authorities argue that depreciat:on should be charged

1t the funds for purchase of capital assets are donated free

mterest and/or non-rehturnakle basis.

ion charges are normally used to repay the

L

= borrowed to acquire fixed assets. I¥ the funds are not to
e retunced, they are accumulated, they may be used to replace

e capital asseis, when the time for replacement comes.

4. Retuwrn on  Eguity Capital: The cost of operations

Ccaiculated in the previous Chapter do not ziso take into account
any retuwrn on  Share Capital nor make a provision to build u
reserves, which are essential for stability and future expansion.
Without 1increasing the cost of operations, the Same could be
provided, i1f a way could be Ffound to p-ovide funds free of
interest chérges for acquiring fixed assets. 1If this possibility
i= r=alised the following will be the savings on  account of
interest charges at the rate of 12 per cent included in the
operating charges.

Interest charges providsed on invest-—
ment in Capital/Fixed aszset

ul

- First year i 156,000
- Second year 252,000
— Third vyear 201,600
— Fourth year 221,800
- Fifth vear 243,900
Total F —1,6;;:395 -



5. Stock Rotation: The presumption we made that the MMAFECCO

should be able to rotate its stockes 25 times in a year 1is the
most reacsonablie assumption. I+ 1t could increase the stock
rotation by prudent purchasing and stocking methods, the

requirement for funde and interest charges may come down.

6. Credit Saleg: We presumed that the MMAFECCO sells the

goods for cash or on usual terms. If it ics obliged to extend
credit for 10 to 30 days, which is normal in  their typeof
business. the MMAFECCO would 1in turn be able to obtain similar

terms and no additional funds are required on this account.
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Chapter &

Management Analysis

a) Organisational Set up

The need for proper organicatioral set~up and staffing the
organisation with gqualified and competent persons can hardly be

emphasized.

Without attempting to indicate how many persons are required
an Organisational Chart is suggested at Annexure 1. The
suggested organisation chart could be used to start with and need
not be used for all times to come. When the volume of business
increases, MMAFECCO may require a separate Furchase Officer for

every important commodity and also a Sales Officer.

When wvolume of business increases further, some basic
changes in the organisation structure are required to be made .
When it reaches a position to market its own products with its
own brand names. it may have a Product Manager who will be in
charge of develeoping the product. produce or get it produced
according to its specifications and market it with its own brand
name and logo. In such a situation, the production/procurement
as well as marketing functions will be under the Froduct Manager
who will in turn be assisted by Sales Officer and Furchase
Cfficer. Hence, the Organisation Chart suggested i these pages
is only to get the things going, and it may reguire to be

modified from time to time.

Committees: The.Committees, namely Election Committee, Audit

and Inventory Committee and Education and Training Committee,
indicated in the organisation chart are regquired by the
_prbvisions of FD 1753. Commodity Advisory Committee(CQCi is being
suggested by the Consultant (see Chagter 5 — Section &).

A Small Commodity Advisory Committee is constituted with the
Chief Executives of Primary Societies. 1ts functions are to

suggest what items (brand, size, price range) are required to be
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procured by MMAFELCO,., the irventory levels to be maintained, the
subpstitutes toc De procured =tc. It would be purely advisory with
no edecutive functions. Its membership may be changed every
year, sa that the opinions of large number of members will be

available to MMAFECCE on a corntinmuous basis.

Staftf Reguirement: In Aanexure 2, staff reguired bv MMAFECCO

and salarv ranges for the same are indicated.

Szlary Ranges: Whet all can be said here in this respect is

that the salaries should pbs attractive ernough to attract and hold

competent professional peopls to the service of MMAFECCO. The
salaries suggested are only tfor the purpose of calculating
feasibility of the project. The employees especially managers

should be remunerated not oSrly through fixed salaries but aiso

through financial and non—financial incentives.

pot

Training: MMAFECCO snouid consider giving proper training or
a guick orientation. if thzv have previous experience in their
respective fields., to ths persons recruited by it before they are
placed on their Jjobs. It should also sericusly consider giving
comprehensive training to its personnel either 1in Philippines or

abroad.

They may seek the help/assistance of ICA for this purpose.
The organisations like Institute of Cooperation of Folytechnic
University of the Fhilippines, Agriculturail Credit and
Cooperatives Institute at Los Banbps may also be involved in their
training programmes. The Cooperative Union of the Philippines
could be the nocdal agency for this purpose. The areas in which

trairing is reguired are indicated at Annexure 3.

At Annexures 4. soms  typicair  functions required to be
performed by the Marketing Officer, the Purchase Officer and

Store kKeeper are mentiorned. These functionaries have tc perform
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some specific function peculiar to a consumers cooperative

society. Hence they are indicated here.
The functions of Administrative and Accounts Officer in a-
consumers cooperative are like in any other business organisation

and hence do not reguire any elaboration here.

b)) Accounting System

MMAFECCO being in a wholesale business in the initial
stages could adopt unit control system for inventary accounting
and control as it would be dealing in ilimited number of items and
the number of transactions in a commodity in a day would also be
limited. Even when it deals in & large number of items, unit
control system would be suitable as 1t would be adopting the
computér system for inventory control and for billing its

customers.

For the purpose of accounting of purchases. sales and other
“financial transactions PMMAFECCO could use computer. When the
plans for starting NDC is finalised, if MMAFECCO desires, an

acceunting system could be developed for them by this consultant.
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c) Schedule of Action

The time schedule for starting a National DRistribution

Center (NDRC) by MMAFECCU essentially depends upon two factors.

1. PAvailability of Funds: As discussed 1in Chapter 4,

securing funde required by MMAFECCG for starting the RNDC is a
formidanole problem. Firstly, the funds have toc be ¢btained from
normai banking channels, which i=s difficult to get for a

Cooperative Venture.

Secondly., fhe interest rates are too high compared to the
objectives for which the MMAFECCO was established and the
Dbjecﬁives behind establishing the National Distribution Center.
Hence. further work in establishing NDC can be taken up only on
MMAFECCO securing funds either from within or without the

country.

2. Availability of Warehcuse: The warehouse, the MMAFECLCO is

expecting to take over in the campus of Folytechnic University of
Philippines (FUF)is at present occupied by the Pclrge and 1is
expected to be vacated i Jdanuary 1590, If everythinag goes
according to the expectations of MMAFECCO and the assurances of
the Institute of Cooperation of FPUF materialise, probably, the

MMAFELCCDO would be ahbhle to take possession of 1t by February 1930,

Hence, ths fTime tabxle suggested below for setting up of NDC

should be recraoned from the date of the above two events take

riace.
1. Fenovation of warehouse and egulpping
the same with racks, shelves and bins: 3 months
2. "Entering into a contract of under-—

standing with the members to purchase

their requirements from MMAFECCC only: 3 months
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. Fecrurtment and training of General

Manayer and other managers and

trzinang them: 4 months
i, Furchase of equipment and machinery
and their instaliaticn 4 months
3. tnrollment of new Frimaries as
members: ‘ 4 months
&. Ti=ing up with ocrganisations like
ACHI, Market Yendors etc. Z months
i. 0 Arrangements Tor procurement: I months
5. Evolving accounting system.
inventory Control, Management
information System & Frinting
aof records, forms, etc. 4 to &6 months
5w Organising Community Groups/
buying clubs: Continuing work

-
]

Evolving working arrangements

b

wilth Consumers Cooperatives in
other regions aor establishment

of RDC in other regions: : Continuing work

Hence, on reasconable assessment of work involved, it appears
that NDC should be in a position to start functicning within six
months Trom the date the MMAFECCO is able to cobtain commitment of

funds and take possession of the warehouse.



ORGANISATIONAL CHART

Annex 1

GENERAL ASSEMBLY
ELECTION BOARD OF AUDIT & INVENTORY|[+----
COMMITTEE DIRECTORS COMMITTEE .
Chairman Chairman Chairman
Secretary Vice-Chairman _Secretary .
Member Treasurer Member-
Secretary .
Education &j§ - .
- Member Trng. Cte. ]~
Commodity Advi- Secretary|.
sory Committee : .
Member
Member .
L General Manager
Administration Internal
& Personnel Auditor
[ ' . ; Fi c Warehousing
\(Quality Accounting Procurement | |Marketing 1nance Incharge
Control Officer Officer Officer |[--|0Officer
L . R
T —4 Recelving |
— Accountant
| [Accounts __‘ Delivery
Clerk 1
— e .
-—lStOCk L—* Packing
Accounting _
— :




Fersonnel Requirement

(First &
Desiqnation
i. Seneral Manaager
2. Frocurement Officer
S Marketing Officer
4, .Warehouse In—charge
S. Accounts & Admn. Officer
6. Computer Incharge
7. Sécretary
8. Internal Auditor (1}
Q. ‘Cashier
10. Audit Assistant (1)
11. Stenographer
12. Computer Operator
i3. Quality Control (1)
i4., Accounts Clerk
1%, Store Clerks
i6. Driveré

Semi—skiiled

Staff )

I1)
I11)
Iv;

Skilled 1)
Staff Asstt. 1)

111)
IV}

Second Year)

Annexure

Grade Nc. regquired 1in
ist vyr. 2nd yr.
v 1 -
111 1 1
111 i =z
111 1 -
I11 1 1
111 i -
111 1 -
111 - 1
Ii 1 -
11 3 -
I3 1 -
11 i -
11 - i
11 2 i
il Z -
H 2 1
Salary Scales
P 2,500 — 2,000
F 1Z5/mo. (differential bhetween
ranksy.
F 3,000 - 4,000
F ¥30/mo



Annexure 3

Training Fequiremenits of Staff & Board Members

Staff

a} Storaging

i) Warehouse layout; stock methods
- 1i) Material handling;:
"iii) Preservation
iv) Weighing, cleaning and repacking
v) Receipt and issue of goods
vi) Testing of guality, etc.
vii) Hygiene
viii) Maintenance of equipment

b} Stock/InyentDry Management

i) Determining Economic Ordering quantity. Ordering
points, lead time, reserve stock. ABC amalysis
i1} Stock control records
i1ii) Stock taking
iv) Stock shortages & fixing responsibility

c) Accounting

i) Handling cash, bank; bank reconciliation
ii) Cash control with or without cash register
iii) Reporting System

iv) Budgeting & Budgetory control

d) Marketing

i) Market intelligence gathering

ii) Assortment determination
iii) Sales promotion

iv} buidance to primaries

vi Frice fixation

vi) Credit rating and cradit collecticn
v1ii} Wholesailing

el PFrocurement

i} Frocurement methods
i1) Developing suppliers
ii1i) Market intelligence for buying

) Cooperative Ideology and Value Orientation

74



i8]

EBoard

Member, Management and Executives

i)

1i)
1i1)

iv)
v)
Vi)
vii)

Basic Fhilosophy and Economics of

Consumers Cooperation

Flanning & Controlling

Committees of Board; their Role, Functions vis-—a—-vis
Board Members and Executives

Cash and Stock Management

Work Organisation & Staff Management

Management Information System

Staff Recruitment & Training
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Annexure 4A7A

Job Description of Marketing Officer

To contact the member primaries and other potential buvers
aof goods dealt by the MMAFECCO, Canvass and secure
business/orders.

To help the members of the MMAFECCO in planning and
executing their sales and their sales promotion campaigns.

To advise the Furchase Department 1its sales plans in
sufficient details to enable it toc procure and stock them 1in
adequate quantities.

To coordinate with warehouse dispatch of goods toc various
customers so that vans and trucks are used most economically
avoiding unnecessary trips and at the same time the
customers are satisfied fully.

Td'issue necessary cash memos/bills for sales made by it and
account for the cash/cheques collected by 1t.

To follow up with the customers for the credit sales made by
it, collect the amounts on time and ensure that the defaults
in receiving payments are minimum and advise the management
the poscsible bad debts, i1if any.

To attend to the  complaints of the customers, public and
bring serious complaints to the notice of the General
Manager.

To fix the selling prices of commodities. and the other
incidentals like +tramsport cost in terms of the policy
guidelines issued by the Board of Directors.

To prepare and periodically update the assortmernt list in
consultation with the Asscriment Advisory Committee, 1T anvy.

To ensure that proper records, bocks, Tiles, registers, etc.
are maintained for =ales made by 1it, the amounts +toc be

receilved Trom various customers, etc.

76



fomy

Annexure 4 R

Job Description of Frocurement Officer

To locatz the oossible suppliers for various items required
by MHMAFECTO and kesp updating the 1nfarmaticn recarding
their production capacity: terms of sale, availabiliity of
goods, .reputation in the market, etc.

To negotiate with suppliers for the best price and terms and
purchase the reguired items.

To determine the stock levels to be maintained., economic
ordering guantities, ordering points, lead time, reserve
stocks to be kept, eitc. in respect of all items, so that
theres will be neither stock—-outs nor overstocking.

To arrange, a“here necessary, transportation of goods from
the place of suppliers to the MMAFECCO s warehouse.

-

s ensure that necessary records, registers, boocks, files
for the goods purchased, received, stored 1n the warshouse
and issued are maintained, and issue necessary certificates
and papers to Accounts OFfficer for payment of bills or
adiustment of advance 1if any paid for purchase,
transportation. storaging, igading andunloading of goods,
tanes, etc.

To advise the Sales Deptt. from time to time, the
availability or non—avaiiability of goods, price movements,
etc. :

To keep close liaison with Accounts Department and
warehouse.

77



Annexure 4C

Job Description of Warehouse In—charge

To periodically identify the slow moving 1tems, spoiled
items. etc., and take early action.

To ensure for proper and orderly storaging of goods in thé
warehouse including fumigation of goods, where necessary.

To arrange for loading and unlcading of gonds to or from the
trucks and wvans, where necescsary.

To arrange for timely transportation and delivery of goods
to the clients, as per the schedulie given.

To make arrangements for safety and security of warehouse
and goode by arranging proper insurance of goods in the
warehouse and in transit. ’

To check that the goods received from the suppliers are of
proper quality. brand. size, etc., and they are not
duplicates, spurious, adulterated or misbranded.

To help the Audit and Inventory Committee to verify the
stocke or take physical stock of goods, as planned and
arrive at shortages.

To get the goods cleaned and repacked in desired sizes for
supply to thes members.
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Annexure 4D

Job Description of Accounts & Administration Officer

. Will be responsible for functions 1like accounting,
administration, auditing, personnel, etc.
- In the first year, till a Secretary is appointed, he

would look after the functions of Secretary like
enrollment of new members, work relating to meetings of
Board of Directors, General Body, their Committees,
etc.
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Chapter 7

Promotional fActivities

Centralised buying and bringing economies in purchases and
passing on the resultant benefits to the consumerslis onlyone cf
the cbiectives of a wholesale Society or a business federation,
though & most important one. There are many other functions
which MMAFECCO could perfaorm for its own  benefiit and toc the
benefit of the Consumers Ccoperatives and the Consumers in the

Country. Some of them are briefly discussed here.

(1) Promoting the Consumers Cocoperative Movement:

The MMAFECCG should wndertake & programme of organising and
promoting Consumers Cooperative Societies in the areas or
communiities .and in the offices and establishments where there are
no Consuﬁers Cooperatives.  For this purpose 1t couid lend its
organisational skillse and also the technical know—how. When its
financial pocsition improves and human resources are widened,
MMAFECCO could extend Financial assistance and personnel help
also. |

{2) Organising Community Groups or Buying Clubs: Where there

are no Community Consumers Cooperatives and organising them
involves considerable efforts, MMAFECCO should organise or
encourage formation of community groups or buying ciubs with 5 to
15 households. Such a group 1itself could be a member of the
MMAFECCO. The number of shares such a group should subscribe to
ceould be less than what an affiliatec primary consumers
cooperative Sﬁould subscribe. Sucha group will be registered

with the MMAFECCO.

The CommunityGroup collects the monthly reguirements of the-
member—households and places an’  order with MMAFECCO who would
deliver the goods at ’a house of one of the members, who will in
'turn distribute to other members of the group. If the demand 1is

large enough., there could be weekly deliveries.
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The pricesof the goods including delivery charges should be
izss than those prevailing in the neighbourhood super markets of

the group.

I1f necessary MMAFECCO could prescribe minimum order in terms

of value or guantity for door delivery.

Though such neighbourhood Community groups are no
substitutes for a registered Consumers Cooperatives, the MMAFECCO
reed not await indefinitely such Consumers Cooperatives to come

.3 and get affiliated with it.

Even where a Community Consumers Cooperative is existing but
it is too weak and ineffective or is not willing to affiliate
itself with MMAFECCO or unwilling to 1its operations for the
henefit of the Community, the MMAFECCO could still organise such

community groups or buying clubs.

{3) Consultancy on business operations

The MMAFECCO should help the affiliated Primary Consumers
Cooperatives in improving their business by giving consultancy,
guidance and help. It could be in enroclling new/more mémbers,
displayrof goods, conducting sales campaigns, giving accounting
systea, {(value control system) budgetary control system,
Management Information System, 2tc. Such assistance or systems if
the primaries have to hire the private consultants costs lot of
money and MMAFECCO as a federal body can provide them free of

cost or on cost basis. )

{4y Consumer Protection: Frotecting the interests of the

—onsumers should be one of the basic objectives of the MMAFECCO.
This it could do by educating the consumers, through member
education programmes, by organising classes, by printing and
circulating pamphlets, bringing out journal or magazine, etc.
Some of the topics which could be covered in the member education

praogrammes are the following:
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ay: MMA%ECCD'S efforts +to protect the consumer interects:
safety; reliability;: prices, guality and distribution
methods.

B) Exaggerated advertisementss: high prices without

substance: fradulent sales techniques of the private

trade. >
c) Consumer protection legislation.
d) Shortages of public facilities 1like public transport,

schools, water supply.

e) Strengthening of &emocracy in the country through the

cooperative movement.

1) Rural development: unemployment.
g) Inflation—causes & remedies.

k) Adulteration & health hazards like indiscriminate use
' of pesticides; air & water pollution; contamination

{arsenic polisocning).

i} Rights of babies and children and women’' s health.
32 Taxation problems of individuals: how toc overcome them.
K} improvement of savings capacityof individual

households.

i) Health, education, environment. welfare, peace.

m} FPlans for development and intreoduction of MMAFECCO
brand products.

n? Efforts of MMAFECCO te limk up with other ccoperatives
and public organisaticne {Tisheries cooperatives, area

Marketing Cooperatives, Sugar Cooperatives).

in organising some of the programmes. the help of Department
of Trade and Industry (DTI), CUF, etc. could be availed. It is
understood the DTI has a budget to assist  the organisations to

undertake consumer education programmes.

(5) Laobbving for Consumers: Apart from creating awareness

among the consumers through its education programmes, the
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MMAEFELCCD has to assume  the leadership of consumefs cooperative
mover=nt to safeguard and promote the interests of the consumers
cooneratives and the consumers in general. In this process it
has to lobby some times on its own and sometimes by joining hands
with other interested groups and CDDperatives for enactment of
certain laws or for repeal  of certain laws, articulate the
problems of the interest groups, lobby for prosecution of groups

working against the consumers cooperatives and the consumers.

{(6) Training of Personnel: Training of personnel of
affiliated cooperatives 1s another important function of
MMAFECCO. It could undertake effectively Human Resources

Development Programmes both on its own and in collaboration with
organisations 1ike Cooperative Union of Fhilippines (CUF),
Institutenof Cooperation of PUP and International Cooperative

Alliance, etc. (Flease refer to Chapter 6 and Annexure 3, thereof

for more detailis).

(7) Health Check Up: One of the effective ways the

Consumers can be attracted is to give medical check up free of
charge or at concessiocnal rates. The MMAFECCD could provide the
services to the members of its affiliated primaries. For this
purpose, it could enrol the services of some éedical
practioners. The MMAFECCO could aisc think of group insuranre to

the members of its affiliates who do some minimum business.
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Annexure

Names of the Uirganisations visited and Fersons Met

Cooperative Union of the Fhilippines

~ Engr. Clicerioc E. Lorejo. 5r.. Fresident
- Genl. fArcadio S. Lozada, Secretary General
— Col. Parito Nefulda. Vice-President for lLuzon

Metro-Manila Federation of Consumers Cooperatives, Inc.

- Fr. Emilio Dilan, Chairman

Bureau of Agricultural Cooperatives Development

- &tty. Clemente E. Terso, Jr., Director

FUF Kilusang Bayan for Consumers, Inc.

- Dr. Nemesio Frudente, Fresident. Polytechnic University of

the Fhilippines (PUF).
— Frof. Romulo Martin, Chairman of PUF ons. Coop.
- Mrs. Corazon Mabagos

Fhilippine Science High School Consumers Cooperative,

Inc.

~ Mrs. Francisca 0. Yazon, Vice—-Chairman

Sugar Requlatory Administration Consumers Ccoperative

— étty. Liberty S5y, Director

Lepartment of Labor and Employment Consumers CcoperatiVe

'

- Mres. JdJosefina Lapuz, Manager

Central Bank Emplovee Consumers Cooperation
— Mr. Emilio Dilan, Director
— Mre. Lolita David,. Director

- Mr. Amir Malahito, Fresident

5hell (Fandacan) Emplovees Consumers Cooperative

~ Ms. Flor Chicote, Manager

fyala Group Emplevees Cooperative Association, Inc.

— Mrs. Nitz Encinas. Manager
= Mr. Rodil Yajz, Chairman

- Mr. Raymond Angeles, Director
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1Z.

1=,

i4.

156.

17.

18.

19.

New Alabang Consumers Cooperative, Inc.

- Mrs. Josie Cansino, Supervisor

Agustinian Consumers Cooperative, Inc.

- MO, Leontina Castillo, 0OGA
- 5is. Zosima Dalena, Director

Kilusang Bavan sa Pangangalakal sa [Bitnang Luzon {(Central

Nueva Ecija &rea Marketing Cocperative, Inc.:

— Mr. Rosauro Domingo, General Hanager

Cooperative Rural Bank (CRB) Nueva Ecija

- Mr. Lecnido Garcia. Manager

Henguet-Dizon  Consumers Coopsrative, Inc.. San Marcelinp,

Zambales.

- Ms. Elizabeth Cham, Manager
- Mr. Edwin Avendano, President

Morthern Luzon Cooperative Development Center, Haguio
- Mrs. Elsie Felipe, General Manager

Hilltop Open Market Vendors Cooperative, Inc., Baguio

- Mrs. Leonora Guinid, Beneral Manager & Founder
- Mr. Victorino Velasco, Chairman

Department of frade & industry, (Consumer Protection -

Division)

- Ms. Leny Raz, Chief, Consumer Protection Division
-~ Ms. Socarro Pusta, Bureau of Domestic Trade FPromotion

Mational Confederation of Cooperatives (NATCCD)

- Mg, Lota Bertulfo
- Fr. FPonce Suganob

DMFI Employees Credit Ccoperative, Inc.

— Mr. Filomeno A. Bautista, Jr., Director

DMF1I Emploveecs Credit Cooperative, Inc.

- Mr. Filomeno A. Bautista, Jr., Fresident
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National Market Vendors Cooperative (NAMVESCO), Manila

—-Mr. James Roberson

Flantation Consumers Cooperative, Inc., Bukidnon, Cagayan dg
Oro

— Engr. Jduan Tagaro, Chairman

Community Credit Cooperative, Bukidnon, Cacayan de Oro

SEARSOL IN Rural Development Institute, Cagavan de Dro

- Lanselmo Mercado Dy, Director

FORIBEO Farmers Multipurpose Cooperative, Opal (Cag.de Oro)

- ™Mr. Rolin Actub, Fresident
— Mr. Armando Arenc — RBO Coordinator

Lovongbonbton Farmers Multipurpose Cooperative, Cagavan de
Gro

Xavier University Community Consumers Cocperative Stores,
Inc. €Cagayan de Cro

First Community Cooperative, Inc.., Cagayan de Dro

— Mr. Antonic Emata

Visavas Cooperative Develapment LCenter. Inc.., (VICTO)

- Mr. Edgar Comeros, Asst. Executive Director

Cebu Barangay Consumers CDéDEFatiVEq Inc., Cebu
- Mr. Diosdado Garciano, Manager

Philippines Crop Dusmance Corpeoration

- Mr. Benedicto Fanstino
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