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REPORT OF THE WORKSHOP ON DEVELOPMENT OF CONBUtIER COOPERATIVE
MOVEMENT IN GUJARAT ORGANISED JOINTLY BY THE |ICA, NCCT, STATE
FEDERATION, GUJARAT STATE COOP. UNION AND THE UDAYBHANSINHJI
INSTITUTE OF COOP. MANAGEMENT, GANDHINAGAR ON 29TH A& 30TH

NOVEMEBE, 1993.

PROLOGOE 1!

Gujarat which 1is a cooperatively progressive State has ushered in
white revolution in the country through 1its dairy cooperatives

which is now acclaimed as a model to be emulated and multiplied

in other parts of the country. Its Urban Coop. Banks, Marketing
Societies, have also success stories to tell. Some say in
Gujarat, Producer®"s Cooperatives have been successful, but

success of Consumer Cooperatives has “hitherto been elusive.

Whatever may be the case, the bitter truth is that in Consumer

Coop- Sector, Gujarat 1is lagging behind Maharashtra and Tamil
Nadu . Gujarat is an affluent State with a higher per capita
income and the people has an international outlook which- inter

alia speaks of the huge potentiality for development of consumer

coops.

In this background, [ICA, NCUI, NCCT, GSCU, considered to organise
a Workshop so that the problems can Dbe identified and a
development strategy can be formulated with the necessary input
and the active participation of the members. Accordingly the

workshop was organised at the Udaybhansinhji Institute of Coop.

Management, Gandhinagar and as many as 75 cooperators

representing ..... number of distributive cooperatives including

officers of the Coop. Department and Instructors of the Coop.

Movement, participated 1in the programme.



OBJECTIVE :

The objectives of the workshop were as fTallows
1. Assess the present status of the consumer

Cooperative Movement in the State.

2. Identify problems and issues hindering the growth

of consumer cooperatives 1iIn the State and

3. ldentify and suggest an appropriate strategy
for the sound and effective development of

consumer cooperative movement 1in the State.

METHODOLOGY »

The Methodology of the Workshop comprised of the following ;

1. Presentation of paper/study on current situation of
consumer cooperative movement in the State as well as

problem faced.

2. Presentation of paper/study on Government policy
in relation to consumer cooperative 1in the State

and problems in its implementation.

3. Presentation of case studies on
a) Successful consumer cooperative stores

b) Unsuccessful consumer cooperative stores.

4. Visit to successful consumer cooperative store

in the vicinity.

5. Question Answer sessions and appraising the

participants with some of the latest techniques

of consumer cooperative management.

6. Group discussion.



7. Plannery session - Presentation of the action plan

on evolving appropriate strategy for the development

of a sound and effective consumer cooperative movement

in the State.
A copy of the day to-day programme including the various sesSiont
is enclosed.

INAUGURATION ;

The Workshop was inaugurated by t*ie Hon"ble Minister for
Cooperation, Govt. of Gujarat Mr Thakorebhai Nayak . In his
Inaugural address Mr. Nayak said that though Gujarat is

comparatively a progressive State and 1its producers cooperative
societies have developed necessary 1image, 1iImpact and coverage,

its consumer cooperatives are lagging far behind. He urged upon

the participants to take the opportunity of the workshop and find
out the real problems and recommend necessary wage and means to
overcome the problems. He wished with the affluence of Gujarat,
a network of good consumer cooperatives can come up 1in the best
interest of the common man. He also promised all < help,
assistance and cooperation from his Government and Ministry.

Before 1inaugural address, Dr. D.P. Garg, Secretary, NCCT and Mr.
H_N. Dubey, Principal, UICM, Gandhinagar, welcomed the Minister
and Guests. Dr. Garg appraised the minister and participants
with the objective methodology and action plan of the Workshop.
Mr Ghanshyambhai M. Shah, who 1is the Executive Officer of Gujarat
State and also the Chairman of Shreyas Coop. Credit Society laid
stressed on professionalisation of management and human resource

development for the development of consumer cooperatives. He
also quoted some of the customers service activites and the
steady growth of Shreyas Coop. Society which now one of the Dbest

Consumer Store of the State.



PROCEEDINGS OF THE WORKSHOP

The Proceedings of the Workshop began with an address of Mr.
Machima, Consumer Advisor, ICA. He said, the teachings of
Mahatma Gandhi which from this holy State of Gujarat 1is verymuch
similar to the basic concept of cooperation. His teachings were
not only valid in the past but have also relevance in the present
and the coming future. He gave a brief outline about;, the
development of consumer cooperatives 1iIn South East Asia with a
special reference to the working of some good consumer stores in
Maharashtra." He was of the opinion that the official and non-
official cogperators of Gujarat can very well share the
expeirence and expertise of the successful consumer cooperatives

of Maharashtra and repeat the process in Gujarat.

PRESENTATION OF PAPERS :

Shri S.C. Misra, Sr. Consultant of NCCF presented his paper on
the Consumer Coop. Movement 1iIn Gujarat and made some sort of
SWOT Analysis of the Consumer Coop. Movement and raised various
questions to seek necessary remedies to the maladies. This was
followed by the presentation of case studies and a paper on
"Funds Management®™ and "Stock Management®™ prepared by the Faculty
Members of the Institute. The presentation of the papers were
followed wup with an informal question answer sessions and
clarification of relevant doubts of participants . The day"s
programme ended with a visit the to local "Kalpatharu™ Super
Market of the Civil Supplies Corporation, which is having a

monthly sale of nearly a couple of million. Needless to say,

this is the biggest retailer of the town. (The copies of the

back-ground papers and case studies are enclosed herewith).



TOPICS FOR GROUP DISCUSSIONS :

/

»

The participants uiere divided into 5 groups to discuss the

following topics and to submit their recommendations.

1. Identification of prblems of Consumer Cooperatives in-

Gujarat and to suggest the remedies for the solution.

2. Need and present position of rural consumer cooperatives
in Gujarat State and to suggest strategies for its speedy

development.

3. Constraint in adopting modern retailing methods by Consumer
Cooperatives of Gujarat State and to suggest measures for

its adoption.

4. Assessing the position of members participation and
Customer satisfaction in Consumer Cooperatives 1in Gujarat
State and to suggest measures Tfor earning their royalty

and goodwill.

5. The existing arrangements for human resource development
and professionalisation of Consumer Cooperatives in Gujarat
State and suggest roles which the institution should play

in the Tfield of framing research and guidance.

GROUP REPORT :

The recommendation qgpoup No.1l on the subject "Ildentification of
problems of Consumer Cooperatives in Gujarat and to suggest the

remedies for their solution” was presented by Mr. M. Ramanujam,

General Manager, Shreyas Cooperative Credit Society. The gist pf

the recommendations are as follows ;



a) The existing three tier structure of the consumer
cooperative movement initiated 1in the early sixties has
literally collapsed. The wholesale structure has failed to
ensure supply support to the retailing cooperatives and both

the tertiaries complain of lack of loyalty and involvement.

b) Abrration in professionalisation galore. -Success becomes
a chance product- Lapses 1in purchase, inventory, personal
and finance management become a common feature on account of
a lack of relevant knowledge, experience and
professionalisation. Periodical survey of the <clintele,
pricing product and market, which are essential in
cooperative retailing iSs never conducted. Lack of
involvement of members and strategy for consumer

satisfaction further aggravate the prblem.

c) Seeking government assistance appears to be an eppidemic.
For every small little matters they seek government support

and assistance and in turn complaint about government

interference.

d) The training of the non-officials is either non existed or
ineffective. More often than not they think and comprehend
things in the background of small little outdated consumer
cooperatives. They feel to think of large super market
departmental stores which are synonimous with modern methods

of retailing.

The recommendation of the group highlighted selT help, large

membership base, professionalisation of management, human

resource development, better service conditions and last but not

the least active involvement of the members and customer

sat isfaction.



The Observations and recommendations of Group No.2 relating to
the topic "Need and present position of rural consumer
cooperatives in Gujarat State and to suggest strategies for its

speedy development'.

Group No.2 highlighted the need of development of cooperative
retailing in the villages of Gujarat on account of growing rural
affluence u/hich is the byeproduct of agricultural development and
dairy development. They however, added that the rural
distribution scheme of NCDC (Lead Link Schemes) has miserably
failed because the financial assistance provided by NCDC was not
adequate to meet the requirement of modern methods of training
nor was it supported with necessary technical guidance and member

education. *

They also said that the retail business of the village societies
and marketing societies except a couple of large marketing
societies, 1is iIn a very very small scale. They are seems to be a
half hearted attempt- Inadequate demand, high cost of transport,
irregular timing of the shop and lack of retail management

knowledge further aggravate the problem.

To overcome all the above problems, the group recommended
development of warna model rural network of consumer cooperatives
which is reported to be instant success. They also suggested
that ~s dairy cooperatives have been successful in the rural
sector, they should be inspired to sponsor consumer cooperatives

in the interest of the motitude of rural people.

Group No. 3 which discussed the subject "Constraint 1iIn adopting
modern retailing methods by Consumer Cooperatives of Gujarat
State and to suggest measures for its adoption" said that the

official and non-official cooperators of Gujarat are skeptical



about modern methods of cooperative retailinQ. They have a lot
of misgivings about self-service system. They think, it
involves huge floor area, highly professional management,
increased pre-packing cost, 1iIncrease price marking cost and last

but not the Ileast they fear of pilferage and shop lifting. They

also think it involves huge capital involvement.

After the detailed deliberations in the group and
clarifications made by some of the members, who have visited some
of the self-service shops of Maharashtra and studied them in
detail, the group came out with the following recommendation.

a) Self-service system saves the customer from the vagaries

of indifferent and aggressive salesman .

b) It saves buying time and service become quicker.

c) It protects rights of the consumers like excess to goods,
right to choose and right to information and eudcation.

d) It provides privacy of shoping and shoping freedom

e) It list to impulse buying and increased sale. Increased
sale meets the marginally higher cost and results in
higher profits.

The group concluded that if the system can succeed in Maharashtra

and other parts of India, there 1is no reason why it should not be

successful iIn Gujarat.

Group No.4 which discussed the subject "Assessing the position of
members participation and customer satisfaction in Consumer
Cooperatives in Gujarat State and to suggest measures TfTor earning
their royalty and goodwill" observed that though cooperatives
are members organisation, the member is Tforgotten and the

management does not take care to involve the members.

Customers on whose patronise the success of the stores depends,
is also not attracted. The system of credit purchase, unfair

trade practices resorted by the private traders, they are



hoodwinking schemes also put consumer cooperatives 1iIn an unequal

compet illon.

To overcome this problems, the group recommended a package of
sales promotion techniques 1including credit cards, door delivery
systems, discount to- members, patronage rebate and active
involvement of members through survey, of their demand pattern,
survey of the prices of leading items, association in decision

making, which 1is being done by some of the good consumer stores.

Group No.5 which discussed the subject "The existing arrangements
for 41uman resource development and professionalisation of
Consumer Cooperatives in Gujarat State and suggest roles which
the institution should play in the field of framing research and
guidance™ observed that though there has been an established
system for professionalisation of management and human resource
development in the dairy cooperatives of Gujarat and to some
extent 1in the Urban Banking Sector, 1in the Consumer Coop. Sector
operating in the same area, these important things have not been
recommended with. This 1is because of the fact that consumer
cooperatives of Gujarat  barring a couple of stores are
practically in an infantile stage and they think they are far

behind to think of these modern jargons.

After detailed deliberation of the problems and their casual
observations in some of the successful stores of the countries,
the group recommended that a few model consumer stores should be

developed in identified areas with all the modern systems
including professionalisation of management and inbuilt sysmtem
of human resource development. Since training 1is a vital input

in professionalisation of management as well as human resource



development, thGre should be some provisionfor regular training
of the staff to shoulder the responsibilityof customer oriented
consumer cooperatives. The group also suggested that apart from

using the services of Udaybhansinhji Institute of Coop.

Management, State Coop. Union and Dist. Cooperative Union, the
services of C X P Cell of NCCF should beavailed of both for
eKternal training as well as in-store training. There should be
also some arrangement to depute core staff of new consumer stores
and developing consumer stores to the successful consumer stores
where they can Dbe intensively trained on the job. This
experience "™Ma shown some success iIn Gujarat itself and by
following this strategy necessary professionalisation can be

developed.

DISCUSSIONS WITH SHRI S.C. MISHRA, SR. CONSULTANT, NCCF :

Before the plannery session, on the demand of the participants,
Shri S.C. Misra, Br. Consultant, NCCF, who was one of the
resource persons, explained in detail about market survey, sale
estimation, cost structure calculation and profit planning of a
new store 1iIn a practical manner quoting a real case situations

He also explained capital requirement and borrowing management to
pull down interest cos”™ which 1is often a vexing problem. He also
answered to the questions raised by several participants in

respect of their specific problems.

After the deliberation of the group reports in the plannery

session and the approval of the reports, Dr. Garg, Secretary of

the NCCT, explained the marketing approach and someof the key

areas of consumer cooperative management with a functional touch.

Mr . Machima, Consumer Advisor of |ICA, exposed a series of



transperanc'ies to show the international scenario in cooperative
retailing, training and manpower management. The deliberations
of the workshop ended with a brief speach by Shri Ghanshyambhai
Bhah, who appreciated the abjective, methadology and treatment of
the subject and asked the participants to develop a suitable
strategy in collaboration with the Udaybhansinhji Institute of
Coop- Management and the CS<P Cell to develop a few resource
persons, who can make survey 1in a couple of districts and make
their endeavour to develop a few model stores which can Dbe
raplicated and multiply in due course. The deliberations of the
workshop ended with a Vote of Thanks by Mr. H_N. Dubey,

Principal, UICM, Gandhinagar.

EC S o S o
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fIA'IAGEVE'-Ir or r'UNnr ai'd im cow'.uhurRi coon. "“tore*

Even though every consumeE>r-' <=tore organi<3ed under
identical circumstances and commences functiDning with its
limited resource: :, yet only few succeed and the rest have to
close down. In che beggining of emsore stores do mal.-e a very fast

progress but subsequently due to various reasons they arc
liquidated. WIv/ it happens ? In order to answer to this question
we must lHoi'i the manaaement oi the consumers busine

particularly, the management of funds and stock of the consumer

stares»

What 1is the F-"unds Man-agement?

Management: of funds mean™™ the problems of decision making
regarding the sources of funds and uses o Ffunds iIn a proper way

with an objecl;iv<"J of smooth running of t-he tau~ine"-~’.

What 1™ the Stock Management®’

Generally it is not po</""=ible to hold stocks completely r
accordc-nce with the requirments of customer®”- It is mainly dur

to scarcity of fund”” and other resource-i.

There Tore the Ilimited resources arc- requi red br man”~gr

carefully so that the requi"s"ement of member*~- ~nd Zon"~umer - r

met to the me;; imum e;;tent.



The problems of tht® PUmagement of fTunds and stocl.. encompasses the

foilow)in9 points.

To start any consumers cooperative stores, there 1is need of
adequate funds/capital. This 1is important to understand that to
commence sales, the management has to make a lot of
preparat ions, 1i.e.space ,furniture , other equipments and stoch: for
sale etc. To perform all such functions adequate finance is
absolutely nece"”sary. Therefore, whenever a decision to start a
Consumer Cooperative Stores is taken, the members must make
arrangements to ensure adequate capitals. Before commencing the
-business, the members of consumer stores should decide the policy

regarding the following ;

1. The Problem of estimation of requirement of Funds :

Before commencing the consumer stores, it is necesss”ry to
estimate the required funds, which will bo got from different
sources. But often the consumer stores commence its business
without estimating the requirement™- of funds and become failure
due to shortage of funds. For example ; a consumer store starts
with Rs. 20,000/- as its own capital and i® e:;pects a monthlv
turnover of Rs.1,00,000/- but they don"t estimate the tot"ll cost
of goods, the cost of fi assets, like TfTurniture, spaco,building
and other equipments as well as the sources of -funds which are

available with them. After commencino the bu3ine<=;3, they need

funds and due to shortage of funds they closed down the consumer

stores.



2. Raisinn the funds «rom “ariour,. c”™ourcp- =

After pc-timating the required fund? for thp consumer stores,
the (rumaciemont should decide suitable sources of funds and they
should also decide that the fundr- which should be deploypdin
working capital and cihich should be invested in fi capital.In

the matter of raising the funds priority should be given to own

funds, to invest in the whiole business. Because it is not
obligatory to pay any interest on them. Therefore it is
necessary to select the sources of funds in consideration of

their cost of raising and other terms. The sources of funds are

shown below.

a"J. SHARE CAPITAL

According to Cooperative Law every member of a cooperative
store must purchase atleast one share, the value of which is
prescribed iIn the byelaws of the consumer store.Share capital is
an important source of capital fTor the following reasons;

a) It is obligatory on the store to pay dividend or
interest on share capital of a momtaer.

©) In case of profit, the dividend 1is payable to the
membei’l1l the bonrd d~cidf’S and declar®™ i pav it in

certain mte.



. DEPOSITS FROM MEMBERS

The ne:;t 1(O)Cb«s\b -10urcf of r-;ipi+ri\ dopo™~™Mit*Ti  from its
membe rs .Th i~ i.P ron<- idrri’d iinpoi tant scjurce the <"torer.
is required to pay comparatively less interest to members on
their depositr.. as against in.terest payable on borrowings from out
side sources. Such deposits of members also increase their stake
in the store and consequently tney are tempted to ’cipate
more actively in its affairs so as to mal~c it efficient and
successstul »
c3. LOAN FROM EXTERNAL SOURCES

A cooperative consumer store can mainly borroui trom
Cooperative Bank and the Governmv?nt. It is significant to note
that whereas the loans obtained from the Government carry
concessional rabo of interest, the loans from Cooperativp banks
are also available at reasonable rate of interest. In
consideration of the fact the share capital and dep)osit from the
members can be raised only to a limited e;;tent, the lo™ns from
external sources become almost necessity for every consumer
cooperative stoie. But no ransumer Etores *~ehould depend upon
borrowing from out-nide.

No any non cooperative organisstion or company give n
permission to taorrowino the Iloanr more than [I'li.l"ice of its current
assets(worlcing capital). But our cooperative law gives one Kind
of licence to bori“o!*) 10/15 timet Iloar of its wori-ing capita]
This limit can be -applicable ror banking institution, but not or
the non-b”™n EKing cc)operativp bL-j".n<=s*" Ffirm. And 3t I thf ni-3t
reason of Tailure ofben r.ooperative sQ*“i°ties fTacing duo to hug

payment of intei*-""t.



To purchase the Tfix assets like premiises ,Furniture ,fixtures
etc. ffiurh Ffixed assets do not earn iny revenue directly but it is
not possible to run the store without it.But no consumer store

should borrow from outside to purchase fiassets.

WORKING CAPITAL

Working capital is the blood of every business-Without
working capital no bu"-"incss c.an rvan hence ever>" consumer stores
should have 1its own optimum working capital. To purchase and hold
stock for sale ,maintain receivable and meet directly expences
towards transports,loading/unloading of goods ,administrative
expences lil-;e salary and overhead costs called worl:.ing capital.
Working capital consists of cash, stock, receivable and prepaid
expenses- Cooperative Consumers Stores should retain the cash

with it, equal to its sale of one day. And the consumer store

should avoid the advance payment as far as possible.

STOCK MANAGEMENT

Stock is the heart of the Consumer Stares.Generally every
const_.imer storer should stocl u;ith ttiem H"ie goods commensurate
with the sales potential of the month. The consumer store should
lay dovAin its own basic policy so as to determine the type and
quantity of goods to foe h".ept iIn stock.

Instead of considering about keeping of hundreds of
different types of goods 1in the store, it will be more practical
to decide to what group of commodities should be lept .But ever

consumers store, sufficient range of the each item.



It is necessary to consider the "linen ai gaodc.” to be sold in
the cooperative conrriumer -rstore. The stock policy should indicate

asi  how large of selockion of cjoodr. fchr?re should he within each

line.

d] CREDIT FROM SUPPLIERS;-

It is the iImportant source of getting the funds indirectly from
the trade creditors. This practice is very useful and cheaper
source of funds. Because the store is not required to pay any
interest on the aniount of the credit purchase. Generally the
limit for the trade credit should be minimum 6»/. of its closing

stock but it may be preferable to extent up to 100% of the

closing stock of the store. The consumer store may use its
goodwill and credit in the marl-.et to purchase the stoci:; on
credit. In this way the consumer store can manage 1its funds in

proper way.

e) USE OF SURPLUS

In addition to the above sources, it is also important to
retain surplus funds for very effective source of development
and diversification of business. Instead of earning high profit
the main abjective of the consumer store 1is to supply goods of
high quality iIn time at reasonable price iIn accordance with the
needs of members but it does not mean that the store can affort
to incur losses continously to satisfy the members. On the
contrary the store must earn reasonable surplus. The consumer

store may increase 1its net surplus by way of 1. Increasing the



salt? and reducina the prico. 11. Reducing the e -pend iturc and
making ecanomic. purchasers. Eiut every cooperative store should
take ncMiesriary steps carefully becausp it affcctn directly to the

business operation of the consumer store.

) tONTROL ON IHE RESOURCES:

As it 1is iImportant to raise the funds from various sources,
there should be control 1in minimising the cost of the funds.
Every consumer stores should raise the funds from those sources
on which the cost 1is comparativrly less. The consumer stores
should deploy the funds on the business only for the productivity
purpose. Otheruiise, the cost of the funds will increase. For
controlling the funds, the consumer stores should have fixed the
norms and policy before selecting the source of funds. Often,

the consumer stores do not decide/fi;< the norms or policy for

f

raising thie funds and try to control the sources of funds. It
effects directly on the resources and business. It is one of the
main reason of shortage of funds and the Tfailure of consumer

stores in the beginning itself.

Generally, for controlling the funds and stoch:, following norms
will be beneficial to maintain the adequate funds and stock with

consumer stores.

1) < jjhe total payable interest to outside creditors should

not more than 15/; of gross profit and 1% of total sale

of the stores.



2) The valup af fi:;od asset<® of the consumer stores should
not more than the own funds] of the store and term loan,

if any.

3) The maximum borroMjing from outside should not be

morethan twice of stores own funds.

4) Rotation/turnover of working capital of the consumer
stores should te equal number of present- rate of

interest»



flODEN' rETIiLD3 Uf CrrFC™MTTE retailing

S.C. mishra

_____ SENIOR CONSULTaOT

For nrnr'lr ccnncct d biith rrt- ji pf-n mecrrrnt, morir-rn nnthods of

rctriljnn conKrj.c r of cu® r r-rl-.ct , hyprr mrrl'-ct, mcga
nrrl-pt ‘nr' dr"- rt-r-cnt rl'Tr. I'ntil thr I Ind ‘ibriri U-r thrrc
wire tT ctic Illy comr'ocrity rrr''oting r.nd rultioie b-rnnds of the
sane itcns u rr unhf-crd of. In such ? scrnprio mor'crn methods
ij-Bre obuj'-i'sly npchorrry. For rx--rm'c til] tho frrticD
th*re 1 T© H t cnt u'T'cty of toothprste, VTirt.irG nf srrp
pnd <1-1 M r.irt'f- rf crr.'-rriD nr' la'r oil. Cut nnu "brut

200 v.'rj'-'tj"G of t”~idpt noops, i'eshino so-'-s "nd dctoropnts r.ro
in the rM™r!-;ct. ENVen rnrjcu ltu ral ccfnmndi~jes ,15%:0 rice rnd

puises "rf  rnu brinn rnrrl'etpd unH-r diffprcnt b-rrndn. Dy this
prdcr-r.s d! ilc !r-fnrc thp fortirs r nrncrry rhoo ur.p to roll only

hundrod itpmc holi it'solir ."hnut three thouE nd items.

SI'PtR [rni'CTS

Thouph thic firrt doprrtmpnt sturc vps spt up in tlic middle of the
lost cGntury in Fr-.nce rnd the Tfirst ssl1f-ruice shoo Vijas set up
in 19 by fr Fichcl CUrren in U 5 A suprr market U-s set up all
over the 1i"-r]d "ftri; the 1Ind Lbrld Urr and tool®™ roots in tho
f.i."ctics. It did ccrip to Inc".ie in the Gi):ties rt)dde"".hi 9.iprr B-"Z?.r
hrs the solitery distinctir.n to set up tho first self-service

shop on 2nd C."ctohrr 1"7"GS u;ith the tcchnicrl oi ic'nnce of CLUS5A
(Cooperrtiv/e L"anueof L"SA). Till 1977 there u,"ero just 10 self-
FFrvjcr r.Wwpf£ in the c<-untr-y i. ., in Delhi 3, Ebnbry 2, Pune 1,
n."idrps 1, D ilIM3.t3e 1 ~nd in M="mptala 1 = During tho forly
eighties ulen C C P Cell cfF N C C F organised a scries of serninr.rs
in D"Imbpy rnd T-drps rnd exposed this syrtem to the offici-j and
H*™ pffjciri- cnnnr r.-tors, the systcp Was appreciated and
cfr.dur*"lv imn*onented. "hu nore than 600 se If-ser\fice sho"-s have
come up in diffrrrnt p-rts of the country. Dut pmst of them arc
in P hr.ra"~htr', DF~bj, Trmilnadu, Ur-ct Brnpal, "49p]p, Karnataka
and Hoa. Suocr’ss of this self-srruice system insr’ired thr private
rf-tpi2rr£ ~nd ""."-vir~l nriv-"te rpif-cervice "mhons h-"V"* copp Uup

durino "h— 1 st 5 years in diff-rent c"Tts of Fahpras”tra, Guiarat,

TcZmilnrdu, "Vrn. t-1 a :“nd e"oa. Sor.e of them are also doinn v>ry uell.

National Copp.Consumers Federation, Boiiibay.

¢ oo 7



Notujithrnrlinn, II'T "i'nr.rAr. r;f elie 1f--r r-\n'cc "vri'Pm, i

ic yet tu m L Lhr "indi Brit. In Pi'n/'h, wmrv.'nn, I' P

thpTR is net « iru'lrrmr 1T-jt-uirn -hr-n. In Hih r tl tt ir.
just one cr'3f-." rvicc rluip in f ncl'i. In r-1I"dyp Pmcinrh t'f rc
nrc 3 by thr r<-drr tion 'Pd 2 by the Fhon."l '~o’'pr.?'lo

StnrPc pnri .in Rr= -.f “n thrrn rrp 'H'-t 2 by thr S p(p frrin.
WHY S-'FER F/™i.ET

Ocforfi I1”™nmijnn pr-nd of , ni*"4"r m-rlrt nnc sboii*"d h-vr &
cl“or nPrcr>-i.ipn -bi-nt it.""icnrrripp to Intrrnrticn-il “jplf
Srruice Crpr-ni*-.-T:cn, ~ r.urrrtorr!-"~t inTns p ]"roG fcod stpre

nf ptlrp"-t 2017 W ort(fT w "UTG “ OPI" r*v’nrdtn An"if r Tt -
400 SLj.mtrr) u"i.nG bulk of thr g-Ip is undrr vroir-Brrvicc
system. Thr "“fit jt is Ffi.-"cicrdly p focid strre it iisup-1]y cclJs
full rmnp of pmc™-"ry® t”i]-t, rirc, crr"?etics " drrnina
mntcri 1g . 3-np £Li<ar m-"rl-ctc r]so “c11 ho i-r ry, piTotic
noods, "frI’r. nr fK*'n pud tnyn, [ITthiph jn™fr-."lin j.r’jc” “rr. oo""1 .ipn
of mjxPd pp.--"ni*frf nt. In fcrf Iinn npuntripc the Sunr-r fcTI-cr hpA/c
substnntjpj r Jc inmiinrocrrirs lil.c mcft, bcpf, fish, e"ppsg
fruits .l urrr*-hl g. But in Indip r.upcr n rlctc. Ni-\c " bitter

cxpfrioncG in thjc line of com"™""oditirc .

" _“ctuifchGi.pndinn the rJc-finitinn of the cupcr n-"rkrt nnd its flcor
as

;rea, e nuriber of self-service r.bonG hnue cone up™n’ini
supf'r nrr!''ts me' thr\' hrur p] 1 been Guprerr-ful,

SPmpTe snrv”~'" rrv'~--Is tb-t "rnne i(7""pc is the bi'"'"rst CL'rtomer
puller . hoL'sc-uiifc norr-lly does not Jil<p to mnvr from shop
to si'op to pure:! pp ""errannthiy rr'n‘.irpfrpnt -if r~'- rtrd items,

P <'rnialy ur-.ipily-miTch srs rr~cpry, ‘'''rovisions, tnilpt rrc,
Clismr tir.G, cJrpninn f t ri'-.Is rrcm r iir'p v~ri ti'-e of rboiit
~ono itptriG  pvrry month. Sreb p widp rcnno of itcnis cpnnot be
hpndlrd by r f"I" "ptpsnipn nd even jf “he stock in tbrre, tbpy

mpy pct b p blr io trpce it -'nd Piwr it tn “~hr cu'-.i-nnrr. V- in
in the t-rditjanp] mrt'-jds r c.' "'eGPpn mrves "round the Gbnp to
col''cct numcroup> jAMP"iS for cv ry custoncr pnd I'cs e lot nf iifre
ul'ich is nftpn irritftinn to t"P cfston'Drs. CXistanrrs often
comp”c'in of inr'iffrrrnt ¢ Vs”?ipn, pp'"'rF'sivp r”'ps'~p.n, misbe -v''''r,
slou' S'-r\o "f, 1 r! (f irnirv ptec. Grl'-r rvinr s-" tpm soiv/i s
thpsc conf] ictinn rroblems. Thr- pptirp r'-rr'rt;nent is di~pi "'Pd
scjentjfi-r'l ly, ni. pt'-'r-rs pen ppup rNi'Pri thi" shop , ml:e their
oLin limn < r w " rtltn 'f M ir nt ids, prt t1 jf-rrr rif tup'r

, -3



cl'oicG, V V-p hn J rnrl c-~'rc!-nut. The pin'ricf] 1i.-bnur of

thr r:-1r jccrrr-1rto 7y '~c=vr'd. Wr nry nit pc."cpfully rnd
iunt n.-le !lir ti]7 enH cpTi'~rt thr m-incy. Tbr rihnnxicuG i-'ork
nf I'll "Piiin, ’''P.inhjnn nd A rl-jm ir r'~ nr in thr nnr'ou'n.

Uhcn I'hr r;n”~nrrT ¢"urr> rninri -l r rhpp hr in nuhirct to
impulr.p huving. *r nr'ro pnrc‘rrlrs of nooris fpr which he lirs
nnl. vM'-i‘r'cl 11” nhr;p , Py Hi” prrr rr; r 'rr. p' up. Tlius
ccrif-ccrv'cc r.vGlcn is bcncficiol to th-- ci'rtoF'~r, thp floor

ct, I'f --nd tn 'hr r?,-n-;>-.Grrnt

cc:isurEn priCTECTicN ;

Df I; te th' re has bren r nrcvinn conscicGnrcs rbout the
cmin.Miriprn' rinlitr.. ..Cfordino to the Cnn--unpr Prntcction Act
of 19T6, crn''unprr h-vc the rinht to pccrss, inTnrn-tion |,
t'di ii)n, r! i'tp'." ml, protection m-inct spi. rint'r. ooodn ''nd
rinht t~li-tj 1 'mrd. Of th; ".e 6 riohts, 3 crc ruton-'ticoljy
frntr ctr d in ir jr_rrrui co r.yrtom. In v cc"f-rr ruicc shop

he ti c "rrc cr.r pc to tin Ponds , he Glnndc di'pptpd -nd infprmcd

rbcut the ‘I . lity, -;L;rritity, price, rrrl e -nd mr.J'cr , of < udcc
rnp'*p of pont's frnn' i icli hr c-n cho ise. This ir p very imprrtent
bpnrfit pf ~o0lf_~crv.”cp p'“rtem. In "pct it 'ir'~vidc'S the bu''inn
frP'dnm -nr' “G'-'tps the "pn.2un"~rr> pmrncipptinn. It "ertinlly
ni,'l.'eii tI'p rr'PrilP r-r thp 1'irn,

SELF-CE EXrERIE CE

SOV~

In thr "7~ p .ft '-n 11 pc lf— "ui nf fl phh~-t Cnn.nurrcr Stpre

of Tpl'Ty, mntpiy r."]rs inprput-d from ip'-r ti -n Re.10,000 to
np'rly Rr.2 1'pg -rt' r in “rp'i-rtion of pp]f'-rr A'vicr. Sinilpr’y

in 1.~AC P '.ft, p(pr 11 '-hip of ici'ttn I'- rth Bi'b rhpn St~rc i

Jtir -y, ' diihly Ic’ in rn\/fc' rrr’” Pttt th n~Lrott i r-G ftt r
intr''i\ic' T-n 'T r" If-pjrvice . In m'he P'n'-im prim*''nt Gti're
of Ho-" Fnrir r-v irn npu 1c¢ "¢ ‘~f Rc.1;0 1-cs inpr'' eed to n prly
ut.2 cr rpr ft' r intr' fl cti->p rr rp'"'f—rruicc . T ppbijv nnrned

SLiprr n-.r!'f't of fT' Fe'ii'-'r tion i~ hr-uing r incnth]y splc nf Rs.35

Ipcs with -"plf-s™-rv:.cp s'-stem . ‘'~t'’ch excnplee p-"lore. T'9g

n.'cc' '« r th-c f-"Gtpn in different '~rrts ~f 'nr'ip gpp 'rC of its
univ/f-rc lity. Ed it ic 1tdpp tN '-ey t-rt emeHt hpsb-en prrcibic
in Panl- -y, 2 imttr, r'-r'r-G -nd ';¢c’h,nur rnd pur ‘'-re

ni.t r ~ic blc- in L'P, P pi b, ®m r* nr rnc Q' 'Prrt.



CCOPCR\T1" ¢ ;ji_jy:r _if_ n

In Indir "oc ‘rsr r J i-5\rrrr ~N'r ninprrrs '>nd trend
rrllpr jn 1 -1 r" itu-, "rjri’ rlipd 'V -r r_' Vit
eyr.tnni. “Y<n in M <ri',) 13 "H"'" ni“ 11r if < ir_ ;

UGre set ur in flir rmecr.-tivr "ctrr 'ith uicibjc rucc ss,
roonn nri''. 1 ; K<rinr!-' *s | \Xf <4Tfi ror'T up . Mrv i rP  MC
Foodl nrio, I'Dc, " ri-res, -nd 5L5 in P'p'/.-y, TJS in P'-drps

and 5 few ninor thir. in ot™rr citicG

TI'S rnd C;;ru.'rrc '3.'r"r T'T'-nts hc'iE.-u™r f'~idced . ~Nut
the recfnt dc-Vec ~iprient rif Priv-i'c Si-cr P'-ri'Pts ]jl;r tl-r
W'en? rt Cnlhi nr * jijnirTC 'ri®™ pti*-hr--5!tpcc inr-'-h--vp

br En nui'‘n “ncrr 'm"(il 1, Tti'-rr r’rns *'vr m\"nbitiug p’-'nc; to

crt up Tfrh'  nr-i-

Some corntr. 'i<-'nc "i'-c !'"bc irr-t Civil Stinrlirr. C r"~p".“tion
-nnd the T.-rni 1r.--li* Ci\fil Si'P'-ljr~ C-irrn'T-ti'-in ' ".vt t up r
few self "rv/'inr mlnrr, mnd 1:hpy h~vu rivfri wTcrrc,

As on tcr'*y, rl'iip t'-rro -re rr"rn thrn 600 srl”~”™-sprv'icc rbons
in tfx coof'tuc r-ctor rrri -.InLrt "JI 0o” t'en ~rc nicrrr-'ful,

in the rriv-'rir '"'mnlrr t' rrc~thcen I-i:tnc'rrd rr’f-cervicc sbups,

GLTAR.qT GCJ . RIG

Though Gujarat is ¢ crcpcr--tivcly dcuclopcd state rnd its Dairy
Cooperrtivcs, L'rbpn Rpnk ppd rpr'.nl'ino Societies h-v'c crFated
tremend”,ous impnct, in ccnGumor c”'opcrctive sector it is la”oing
behind. ‘TG in -11 rllipr o'ptos tl'c firct sc'"f_-‘.crvico r.hop

ujorc sot up by the cco'-'f.r tivcc, Kds slprted the rirct c-clf -
I

servdce”~pt AT'p.puri, H redo ro]l'"b'cd by the 1'-lIr-'h ru Sjnnr
Fprl'ct of "mj /r t r-'vi) SurrdJ'rG C r' ’e'tion. Cf ] te, "Jcmbin
Employees r Store 'i-vc ret up 3 ne''f-sr rvicc clmps rt
B' rorir iip'th 'jLw'r rpr'fLir'rjnn rpsult . “Mp PUr'r, lined"-"-id 1 \'r
plso set Up p ""pl'~-s' ruine rtinrs in crude fcr-n . Rut
Gu.iarpt i'" vet to develop t d'r r p"r'"'t Jii-e tt-p cnc2 of wepp

P 7"V, “rir -r, P-i- rh Chri H *.r, T-n t-

P-rr-r nr' rr 7r f "Mtpj L"'ch re hpt"-c-hriH p-mes.



L]..AL [1
i "irt liint t c'"'U "r lc.r;; nf Hu' ft e jtr of tl'c
niirr-;! 'Ti'1 ° rr:3 (P tp o!"'rr c¢c.Tis of ~“r cunlr-y r>nH <ry
t(i rimul 1'r nr' inr lrnirnt the cnr™.rpt in inUrrst
fiT 1 ren'iiri' r nriv.rr 'jvrn vi ™l r, thr nrnnrm m’'p, "s
nl.rr L3 rrn"” rrhivrly Nt 'n roue s! tr riP Inr'i,- u'ith n
cr rri"T- "iuc. ly linh<-r pt r-'-nit'- inncmc, llie airr r p.'rl-cts

Cu; r-'t cr.n h-'vo c"ri T succrss.

In Hrl rr gM “nnc of Me sur”™'r cocrcrr™'iucs ~rvr tr-cn the
Ic ndcrc-hip cct up rurrl su”cr n-ri'rts / den rtNicnt stcres
oAN

dfe tI'P'/ t vc ;1.1 "rcn d cci sr-Fi'l, Simil -rjy, if the coo-"t rj>-

tr rn nonnnt'.rd yjth the d-'iry nnr-~Tr~15 r. rf fli.i.-rr't 1nlfc
tli( injl-i Live , they -i-n rir'Uclop p nrt r(rl" rf rs-'r-1 c;uprr
p-rlI'nt'- in r-t nr' t Vv'irlc r'irtrihu'"ive .iurJd'icc in thr

n-iunl ry r'i






TN O egoiutda ” " K)E
GOX'ibbrMt uOOI-tuLvTIVES

1) 'Sell atleast Rs.5.00 lacs in retailing 'nd Rs.50.00 lakJis
in wholeselling per em loyee per year.

2) *Achieve lan annual Gross Profit of atleast 80 to I00j™ of the
closing stock.

3) Restrict investment in Pixed Assets within the limits of

Owned Fund pLUd ‘fiJerm Loan, if any,

4) Never keep a stock holding of more than one months* sale,
-(better to have 50-75?” of monthly sale).
5 « Never borrow njore than 607~ of (Gash balance plus bank balance

* plus stock holding minus I'rade Creditors).
.

6) Pay as much as possible to the Staff within the limit of
of the i~ross Profit.
7); ™ Restrict Interest, Insurance, Bank Charges within the limit of

"1™ of sales or 15?7 of Gross Profit™® whichever is lees.

8) Keep your . ..1 rent and deprecic-.tion cosi Vithin the limi'c of"

cf salesyand 15?2 0of the Gross Profit.

9) Restrict all othtr costs within the Ilimit of 1 of the sales
and 15~ of the Gross Profit. -

10) Sell full range of Grocery, Provision, Toiletries, cosmetics
(2000 items, if not more) under active price with good

behaviour.

+++

W KE iUUR idiiOP A TxiLK Oi’ TuE TOWN



o.*LIbiiMT

T

1"o oowbUi " itk/
UULITOI'Mt

- Quick bervice

- Freedom from agGrtsf-ive/
Indifferent salesmanship

o* ICE

AT IBIXIL oi"lbPo

T TeiL

- Silent balesmanship

Consumer Satisfaction

- Little dcope of compl-jinta- Effective Cash/stock

- Right to and freedom of
selection, education
(Consumer protection
Measures),r- e

- Helps pr.ice comparison

- All monthly requirements
from one counter

- Buying tfcrrill/frecdom
- Consumer emancipation

- Lesser shopping time

control

- Lesser cost of Salixy,
rent, interest
(in ratio).

- Higher productivity and
better pr»fitability
- G«od Image

- sale 3«dstcr

TO TitL 'oxXLLS"»xijM

Quicker handling *f
customers. -
Weighing and pro-
packing labour is;'
saved/even.

Little complaint *f
Cu.itnmers. -

No physical labour

No labour/time for
cash summary

No mistake/labour in
calculL?tion of tax
etc and summary

isj#tsearching of good

lie problem from

difficult/VIP

customers

Sellihg with dignity
\

Daily report yvailabls

in the evening



Is I'Ep

1, Cleanlilng & lre-packing .
2. Pricing,

display
5. Hack spdce allocjtion

price m.”rlcing and price

4. Cuatomer flow regulation
(oHi 1 10IV-1iIM-Ohi IXJk-UuT) .
bhopping Bc'iskets/Trolleys

ol

6. OuBtomor/bale Oriented Lay-out

Full
Toiletries,

~

rantie of Grocery, Provision,
(Joametics and select

range of plastic goods’'and utensils

8. standard J!'urnitures

9. Ventilation, .lir Gircul”~rtion -

Exhaust Fans.

10. Light arrangement to m.ike all
items- visible.
11. Effective Replenishment

12 aScHentific Display/Merchandising
(For details

13. Cash Re,.,istcr, Paper Roll

14. e'i.ltcrnv.tive arrangement for
power failures

,p. Baggage iJtand.

16. Joint/Group Liability.

17. Make ,the entire shop/assortment
visible from the road.

18. Trained personnel

8.Keep small

9.

10.

11.

12.

see scpc*ite hand-out)

13.

Discouraj™e personal b”?ig inside.
belf-Bcrvice.

If somebody'takes personal bagc”ige,
introduce a system of check.

Exit through entry not allowed -

M hi-iffm if a customer enters through
OniAJii-UuT.

Width of chGck-out (going out point)-
18" only - Nr overtaking
Height' of Gandola - 4°' or 4°

ICo breakable

"to 6*
items on the Gandolas

Minimise shadow areas - use mirrors

I frame-less J
items near the check-»ut

Develop a policy for handling shop
lifter.

Follow vertical display.

Assign a mn inside se.lf-rservice to
avoid stock-out,, missing inventory
and to ensure replenishmont.
Competitive price,

Keep arrogant staff out of sale
public intact.



5.

1w

Ljiilbo  PHOrU™i" 10w O ilijhjitb
OOO0HiiXux'iTViiia

'GL.Df aLiuKi*Jii;

Give a gift (like tooth brush or a spon or a washing brush or a
dft pen) costing not more than Rs.2.50 to the cuHtcmer on all purchnses
of non-scarcc itcmn for Rr..100/- and .ibovc.

Change the gift item from month to month.

UbE QI
JImjpty Bags (I quintal b;ig) *of NItti'W,, buKP and wDwLIGhT Detergent'
powder can be made into shopping bags with minor expenditure. Such
shopping bags may be given to the Customers for all purchases exceeding
Rs,150/- to Hs.200/-

T.UCKY jjXuxW;

AL1l -iash Memos my be treated as Lottery Tickets, At the end of every
month, there may be a draw by ,.y a lady customer and lucky customers’
name mMiy be written in a Black Bo-ird and awardtid a price, say Rs.lIOO/-
not in cash, but in kind.

VbiJ O¢ Gljb'I'b
Most suppliers give gifts like Wall Clock, Table Clock, Wrist Watch,
Dot pens and number of other items including two wheelers and television
to the stores from time to time for achieving a p-jrticular level of sale
from them, buch items mjy be utilised for sales promotion programme and.
muy be' distributed to Customers for a purchase exceeding a particular
amount. Alternatively, lucky ~™aw may be introduced. Here, however,
Cash Memos with a purchase of more than 100/- nBy only be taken into

. . *
ccnsideration.

LiuvApi JKDIlIP
Some mass consumption goods with repeat demand nature mjy be
aclectcd to be sold with a I*w miirk-up or even n« mark-up. Such

items miy be changed from year to year.
Cash discounts;

Cash discount ranging from 1 to 5 may be allowed for bulk purchase

by customers provided such purchase eacceds Rs.1000/-.

Kind DIbUOUINT 2
Most suppliers give fr*m gift for selling particular quantity of their
items, i.g. n free spoon for two packets of Brooke Bond Tea. Such

schemes should be conveyed to the '-'ustomers by - Black Board outside

the shop.



The writing for nuch schi-kc ohould be 3 follows:

i'ltLutj i KM;;
ajjb t>K)Oow

ow Qr Thvo oP
jiKUOIUL; ijoriid  Tidiv O’ 100 tiliiil't)

8. j

« /hen there is ;i wrong purchifie or over-stocking of -iny item,
discount varying from 10 to 20~ should te dccl.:”~cd. This may
help in disposal of such stocks and to improve sale.
Whenever the ne-“rby competitors allow discount, it h-3 to be
repeated in the store.

9. e JHloOIli™<T :
Certain items loy get damaged in the Store. If such itoLis aro
not diaposed off iixacdiately, they get further damaged. Such
iteias may be sold at a bargain price.

10. dJo="1jta GNjlIt; ;
Now-a-days people get a lot of gifts on birth days, mxriagea
and various other functions, 'tost of the it>rao received by them in
the function, may not be rcnuircd by then. Oonsumer stores may have a
schcmc to recoivc such items and sell it to the people at a cheaper
rate. The money is payable to the party only after sale by the
Stores.

11. livi'J:(OIJUOFOKY 0.1 LE;

When coapnies cjme out with now products, they demonstrate
their products and distribute samples free of cost at the shops
of others. They even F|}-;t\7ysome rent and their sales is

deemed to be the sale of the sh<”p. This should be taken advantage of.

12. oliMadI"al oa JE ;
To take advantage of seati*nal demand like Unbrella, Rain-Coatt3,
JBImkcts, Roadyiaade garments, Consumor Store should introduce sale
of such items .»n a consignment basis for a short duration. After
.the season, the balance stock should be returned to the Supplier.
There should be price advantaf.e in such ~ale.

13 Jadaly iUrcorioilj -
By entering init* an grcc.ient with a Banker, hire purch-'ise scheme
can bo introduced for consumer durables. This benefit should be

open only to .acmhcrf' of the stores.



14*

15,

16.

K.B.

y/

Cr3-bH';

On specific days like Gr>nsu:acrs D:.y (15th Ilarch), emnual
day of tho otorto or Cooperative V/eck, ari.;!! giftij like 1 key-

chain, or a dot-pcn should 1)0 given to all the Gffoctivc custoilLors.

4)0i'lUb cal”xl'jp;
Bonus Stamp of its.0,50 to wms.1.OO my bo issued to the Customsrs
for all purchases exceeding Hs.50/-. Such Stonp should be

encfishable in the shape of purch..sc when it is worth Rs.20/-.

OODbir0i'J:

Once in a'year preferably in the General Body Meeting, all

moiabers couldbe given Bonus Coupon (of oneRupee denominntion)

to the extent of of their shareholdingwhich canbe encashed.by
them provided they make purchases to tho extent of 10 tiiies of the

Coupons.

1. ii‘ield experiment shows that Technicjues No.1,5*5* bring

gquickest result.



Vi

0/ PKLKiCis.1IMG

1, L Put a picking .slip nnd indicate
(1) Nine of the Org:'niu...tion
(b) Nh-ic of the itein
(c) t-ity packed
(when p eked
(d) Djto of
P eking
2. s i 7o Food-grains, Pulses, Suji, Maida,
Whole spices, Chilly, augar, Gud,
Copra, Garlic, : Pohn, Poha(Chidc),
Saboodana, Ground-nut, Areaanut, Began.
3. oAy G’ HiE PaCkniTa (Dry fruits should be purchased in

pre-packed form-packing in the
store should be avoided).

Packing Size of the packet
QuantitV _ in inches
10 gns 5 X 4
20 U 4 X 4
25 1t 4 X 5
50 N 4 X 5
100 N 4 X 6
250 U 5 X 7
500 1 6X8 -
1 kilo PX 5 o0r 7 X 11_
2 i 9 X 12 or 8 X 13
f 5 X 15
5 U 13 X If

a) Polytheno
b) Poly proplene ( it is cheapcr)
(but not recommended for heavy
5. GDiiGB Qi) ‘Aliii; tdUAHII'S - " packing) .
For costly itons & 3kga “nd'5 kgs pkts
200 - 250 guagc - For other packets
150guages.

a) Vl/eighing Scale - Flat
Table Scale, preferably moter-type
«\MtIEY for perfection.

) Sealing - Sealing rod, scaling iron
(spoodier), Rubber band packing
inviting repeat custooers under
various schenes).

7. WA GB ; a) Contract system on piece rate

b'isis is preferable and advisable.

V) Tine rate systen is costlicx.



8. UiOuP Packing by a (jroup of 5 people
P>_CivK (Packing;-, cleaning an<® wGiGhint:)
is more ])roductive than by individual
packer,...

9, m 14Li;; (a) Males are allercic to this wcrk\

(b) Females ae nore suitable for denning
and packinc. It goes with the

tradition.
10. t"0oT OF T'AUILILIG (a) It varies frora 25 to 40 paiae per
pTcket of one kilo.
(b) Cost will go up with price escalation.
11. Ou-JLGIfiG OUoT (a) Charging entire packing cost not

adivsable.

(b). Plot rate (10 paise to 50 paise) per
packet is advisable. For packets of
J kg.10 paise and for 1 kg to 3 kgs.
mpackets, charging of 20 to 30 paise is
vro lv..lblu. preferable.

(a ) Should not be thrown.

(b)- Should be sold as poultry feed. It
fetches 50 paise to Re.l per kilo.

PRE p.iOKING xiLbOIIM II'iG
r

v
A WiTil  i'iii;  j;OLLOMI»G ~ OOLUIiNo  bJIODLD iii:
IJGIVIFEIIMKD  UhVOTIWG ~ FEW/ X PAGlii) FOIt EiJM pnCKKD
o
(iCIUVIUTIt 103UKD: i'tI_U(')‘iJi\I/: /'ET; tiaON'iNGE P.aCKEKij KBI'UKIVt)
F<—H PYCalllG IF Oy
1 2N 3 4 5 6

OF Thlii I-ffiGia'ijiiR
1 Monthly suiamary will tell the demand pattern.
2 Packing shortage can be knov/n in value and in percentage,
3. Purchase/transport shortage, if any, can be detected.
4 Efficiency/Honesty of the packers can be known.
5. Purch.”Be can be rationalised according t~ the demnd.
6. Objective analysis of quality can be roade r.t the tine of purchase.

can be
7. By identifying the problems, remedial iction/~taken.



VioiinTii 'O xb'i'
od"H
St/ JaiDLmj

Tiai!

5(1

PitXuUlj N xih-livU .iiU liloJdtjj-aY
Fro-vi(3es ri. ht to inior.. tion, conp irison
select ion and docieion to con.-unrra/cu”™to-jcrs <

.ins'.f.rs to the .lost often as ed nuo.-.tions of f'e
cufcto'.ier.

- f'lps in ijia™e building to the ."unai”®eraent.
Provides rr ;dy rcforence to the nles st.:ff.
elps in c.ifh control/stock control.

FI t pen/in'rirint; pencil

itubbcr vjt—3

Price-1 ~bleo - sticker

Price Vv-m

Price tans

Price viaps (for loose itens)

On top of itens (in case of bottles)

On the bottom (ClciSHware, Crockeries)
~ta:up itule (Ri~ht hand top)

6pcci-l1 Pl.xce.

In the ,,orown ;i,-rk f~ie price on the bulk

p.'ck ce/. o.'c-.'r". r rton

ilark price of individual item on the shop fl'aor
while re” illin™- the stock,

jjor itens pre-p .eked, pricea.i;kinj’, h.is to be done

mt pre-packiH(_ ~Ntml;_e

lor itcvis like sn.ips sold in lir~e quantity
evc-ryv:;y. i)o not ;ark price m rkin{., (Pi®ice display
\.ill do.

If price on the wr..p-per '.nd price to be n.rked 're

saiie, . - no price inirkinn (a tick or ? mark
will d«).

Iy price flap for loose item..

liy I.'ibelE on cks cont.-i inin,'l. the iten,

Ly -0 rd outside the shop for items v;ith

Ic derr™i.ip price..
by | ch <rt for v rietics of ne iten.

By price ch rt for le”~ .1 rc'Uixencnt.



PKICIi'iG

(1) Pricing is an inportant policy uatter/dccision nren in
ret ail nunageincnt.

(2) Sone people ‘'ire very sensitive to pricc.

(5) Some nass consumption itons are very sensitive to pricc.
(Ricc, L'I, Oil, yu ir).

(4) Wjna™enent cannot chargo vrfiatever price it likes.

(5) If we cas;r*e 5” on purchase cost, wo do not tet or- snie.
what wc charf e/add is called nark-up, what we ret ia 'l r.in'
(fciee m'-~rk-ui) m:_;. in chart).

(1) Mnrk t' rice (Rulinc price in the niarket).

(2) Active Price (tiollinc a little cheaper than 'the mrkct -ri'rr") =

as
(5) L-ader~:hip prico Jselling/cheap as possible).

(4) Loss leader pricc (Bargain purchase to sell cheaper durinfj

short period).

(5) O(Fd price/Bata price (using odd' figures like Rs.85.95)
psychological price

(g) Discount price/sale (belling at a discount - usually to cli,-ar

the old stock.

(7) Bargain price ”~ can he used to sell danvaged stock ]

(8) Liscrirainatory price (Oan be used for different volume of sale).

(9) Stratecic price (used to face competition).

/i'll these techniqgj.es c“re useful...in consunor stores. The first

‘are most useful, leadership price should be followed only i
consumption and price sensitive items like Su/™ar, edible oil

three

. Mmass

and dal.

Price of the items sold-in the store is not hipher than the ruling

market price.

Prices charged are according to the policy and not cthervi&r.

There is no price manipulation.

Comparison with the mrket price of atleast core com”TOditics once
in a quarter.

Handy margin c}iart is used (i“nclosedy.

An avcraj®e a-‘.rc'n of in Croccry sto cks and 7 "to 8~ i-n Dcptt.

storese



AJT .'ZXI1i-LiJd..lNJiltttxXi1Jrs rro'—p,"3 r.imn
* RAGHUVIRAN

rRLLI'CLE : I'j'-t lil-c c¢~hrr 5“"i:tE a '-r-t h r 3-:0 ill tv~cs
of f-i . Pui the cu-'cr.G nr itc Dpj*y

r. T >iwr-3 j- nru I'pjcn. It I'dHi ¢ Ip u'l'itc rcv'oJution
nrt rr~v in r'b.i'-rat but in rlrr'CFt tho rntire country. The
Gucr; of 'Mcjry CjoNcr. tives cc-n he inrrinrr' frur™® the feet
t'ti Ip"i Ui irh L D ni3!-'-ri uct j™nr'-rtinn cuuni'ry coup 1g
uf rfr ; h. nl;, not- cn Ix'" rti r cf miM' r'ToNLictc ut rt.h 4
"M@ 1rrorr, Tre o fri x rr i' j.ricrc "¢ to 10
mi ] 1li ;n ri'ri"'"'rr in tiirr; rrrnt vt r. He urh’'n h,-rl-inn pnd
rrjn r'-r tinn in t~r ncc"* ivi. r ctnr hnvc plso
njrr*'cvVr t'lc "-i.'cc-- nr' f'ry rv;::) br<'<cr thrn othrrr Et.-tes.
In Mic ¢ nU->r cro- 'rvj>c c,Lrt.,r t'ci v'cr, -ucnt.;'- ccrms to be
rlur;iue. Thr rc r~c Jt-'t tuu ccncun'r r rtcrcc i.e., Shrcy.~s Coooe-

r t:\/c 5rci ty oT hrcr;b d "nd AloPibic crr'lcyccs Cooncr-"tive
b<-¢cj ty ¢cT - T r'r, u'rrc ci'cccrr. ic uii-ib]n. Th rc  rc ? few
oti 'T c; n-um"r ct rce Ji'-T Am-= 0"7rr -nd Qjn HoLi.ce Consuner
St ro, ‘hrir d b~d end /lrnr H-7't, B-rrr'n u'ich hcve subct-.ntial
‘mrefit.. “ft L't rf t'i r PT fjt non o Trrp c'-ic cf cocl”irg
nrr, (w'scl c-n >Q 't' A/Tr ' r = rllr-rr@ bil -in'-r.c.. Dn thr u'ho]c
cnp™urT-r -ipr r. " iv'T, nf O /rr*'t 1rvc nnt crrrtr d t"e nrc 'Tnry
irrTppininrct ‘Pd ~r>'r;r p™, “1"r hrn rQx ?n r>rr o lIra ?iQQ
T.-r'ilp rli.

I"TiTri - fFF @' " "R C T"ES *

Lil-" @ t rf he r exr. rt T-r-j]r-"r'u ; nd flrh >rprhtr-', whore
cnnnLsr r ¢ cr wi'.'P" 1-\/r !"-rn funct' ninn c'ccF'-oftO 3y, prior
to ti-r p’xti'-r, nn-rt cf th- cpp'-LT-r '-i-rrs of 0.j5-'r~t s”rrtcd
I'itl  thr * ‘'nc! inn c¢f thr CrrtT-'] S'-c*or Schrir.i rtrino the

siyt]rfi jt' p'-‘/rrnr nt in ti-r *r-rn of 'prn, e 'uity

‘mnd -1"- HN\rxXTP-rr- c'-sef-m c-c’ len™ r>rt-up ¢ nrt-u.'rri<
nf ninbui’"r r ¢ 'n 11 *™c dictr'c:""" nP Q.'mr t. H™ -~ ht w

or I"F of cr, t' rir rr-ut" ’'tc nr" brrn inprcp”ivc.

TIk ' mmwr 1r f n-vV~ ry ~t r " n* ii" rrH Ct rpc
cf Qi... r t ~nlr cr "r"'-' ot fn™ " inn T I'"c: B

Branch Manager, N.C.C.F-, Ahmedabad.
...2



Sr r 1 i culd r s Frirrpry Limicnpl e

No Crns Start's CooG Stores
01 ruricr of G frcr; 1, 630 = 28

02 (cTnbrr: I-in $3,751 1,07,4

03 Mumbf-r nf nr.ppchcr. 90 45

04 Sicrc Cr.-i' -1 (Rs.lccs) 320.35 60.83
05 of Uhrfiich Hovernnpnt 2.:11 11.69"
06 Uorkinn Crr-it-;1 1,~55.51 696.53
07 Purctinr.r 6, C71.55 2,913.67

08  Sricr. 7, r-ic.c-7 2,9P~'.03
09 nnr,-» Pnfit v.T. T A

10 No. of Gi-crrc in Profit 966 19
11  toount of Prnfit 04.90 15.52
12 Nn. nf G'-prf". in Lnns 517 0
13 "“mount nf Irrs -i10.61 16.15

14 Po.of UiJi->x> Scicirtins
with crnr.ur-i,-r buninrss = N. N.r..
their c;le

15 Nc.of r"r--etjnn Sccirti>"s
u”th cnnriinr-r busircss a | tr. r.A.
ti'cir s'le

From the c-bo\;c Tnble it nry he obsrrv'ed thrt the tot'-"] rmount of
annual or lc cf 20 iihoic'sriG stores rnd IG">3 Prinpry Stores is only
Rs.loS c”crc ™ H ich is pr;i'iv .lent to the c.-le nf k'st one r.torp

of Hp!-TPr' trr, i.r., Vnr D 7'T, Pombpy.

It nry pJso br ob'-.ervPd thrt the pucrc-ne £'le of one "holcsple
store io lit.tje c\/pr p. crore of tudpps .-Nd puptp'~c 'Nnur-1 s lo of
¢ primrry storp is ~rss trrn Rs.5 lIres. With sijch p u«e€Hr loua
dsvc”™ pcd 3plf8 rrrfArr.pnce it is obvious thnt a or!=pt npiority

of thrne rtorrs 'irn jn loss.

The num'"Pr of viU-'pr sociftt-ics .nd mrrketinn sooiptip? doing
oonc-urnpr bu'-.inpn-~~ md their pnnu™>" les turrover c”ulcl mt bo
mrdo pu 'irMc fcr prrirrinp this prp”r. Thf re "ro boi--"V'rr >p
mprl'ptinn r nVi irr. nd vi]J]l f r cirtipp. d2ino opnrurpr bu”-nnrrs.
I'oL'pyrr, tln'r 2 Ic3 in thjr line of btcinrp.s is nnrm'nnl pnd thev
h-"UP npt r?-'do rny inr ct. rric.'-nt- f ritptino Sooi' "ty r.t

Pimm-'t [wr'T is tbr only mr'" tinn r”~cipty u-'th ®n .-pnu-il con'-umpr
burinrrr nf mnrf t' “n Ir.S cvvcc. Mere rnr.in, bulk of thpir s lc

is in uhnlpp- I:no.



ESXAN ] '™ il ri"e~P*"1V, in p-r cmit- income (Hrjrrpt

ccecu! d 'rr< p -Pd <'~cx-Pd brino Purtjph. 1 '‘cry >na.
Clfirinn tip ~ ti 4y -rr: urr, it h-E cnrrp c'pu'n tn the 'Sth
rusitjnn, Ta f ! jAm'c t irri mppition. Of cnurr.p,

iri 1 I r < il'" rri’'ng O j, r .Prjcitorry : r~rr, kelixch nctunl ly

occupy th* fir~t, "rcrPcl rnd ~'c tf*rr n-- 'tinn hpvc brcn excludod
on rcr 'Lnf" f-r i\nit"ri nopi/J'ticn onri o'her looirtic fpctors,
.flf tlic -nni* 1c 1 c¢f "k cpn-upcrcoonc'- tivrr. of T'nilnrdu with
rnkich 1 r t r it in‘rcme r nnor' tl "He Re--NOP er” rcG. thrre
21 ri  "on tliy 'rc 'p --r Mr r’nru’ r coorrr tivpr. oT rbj-Tnt
choijid I'-n hrhind. T'Cir I-.inJer rr'c of ner capita income, hotter
ctrnilrrri of liuinr rnd orovinn inr'UGtr-irlisntion intFr- lin
inif'#, 'CG lhe m'r-tpd lity of conrunf r co'“perratiups. r'Aciin
thr r vrlopm'~nt CocViv<c D"'ry rrc* rilrir ivon nrouth in rll
thr fi-iric< G '-cm'-'jnp rrcr'''"= jf n,'pccs she country side rucrydey
ushe-ring in n rr.i pro".pcrity, Inu urr, 1mi'-c L'prn,-: P-"-~rr of
PVhrr-"" ~r.", thr nocnrr tnrs nf t"~ "piry Conprrptiues of Q "rat
horuc nt ytm ih'.i.oht d v/pJooinp rLr~'l dcp-rtmcnt strrps.
S| LVER- LTIJIhG; Trc C TP Crll .~ fCCF h;s bp n instrurcnt'-I in
inl'Tf rii'n.inp r™* rn n"Mh~rc ' " on-rt r ~iling < i'->th thpir
d niL-'i'm-w -i.'r"p~t rP'-'-tor!" nf r r'~ct'nenrrtincnt stores
IrNp Fnr up jn r nt nprtp pf ihe c-Lintry. Sone of them ?rc
not cnl'< p irrp” " "a"Til'~rG in thr'.r rME-~pctivc tnuns =nd cities,

but in the c'ptirn)» cun'ry, THr cfJdlicjusy tT thir srr\/ice c?n b-e

ppprfci H “rp'* IC r rt th t 'n r, I’hirl ir p iptr ~t~rtrr in
consiiri: r cp ppr'tives, in p ' their six tr.uns like P niim, Tudnaon,
V CO r m"™ , Pone. nd G r-b Tin, coppi”pti\/c Gunrr m r~'otc nre
the tinr *Ti Viioorr wth thr df 'mir-c’ ®/epe, impact rnd coucrcpe.

C F Co’”™ 'G b"en pcroi'inn tie cnnr.u'Ter oronrrptivecG c¢f Hujprnt
t intrrdi'ce roi'rrn mrtf rHs of f r tiup retriling. P'u urr,

rrropr'~n in thiG rd “"S b ren c~trcrcly g)ou , ‘Jhile in p'l the
str'.p r mfpfHc, r'Inr-CT'-tivf-'rP the nirP'"crs in prp-p cl-inp, price

pni.-ri”inr - nd pclf-ruipc rysteip, ip Qmr t credit in this ~cocrd

nccr to *i;d” "ui r Pir' t rf p-".r 1-. r>uri pnd I'plp thexru
Sun-r r r'pt (f 0= - t r:ivii S r'iPO Cnr'~c -~ttion t r.--nr''i "pn.-r
end Mn r-! c'. frn r r ri\’ su-~rr mrl'cts "i"C Hr--ii,

R 'r “Yr'Y,prnh tc rup p f+ uo in v ikug rts Of

ceceosN



Ahmedabc'd. Exeunt tfip nurcr 7L r'~cts rf SFYymt'"cch, ->1]
these unjir- h \;f in-t nt cucc' "-s. If tfx rc r'rijK't« c¢'Tcr m.-rl-cts
can be succi"~r"l, {.npn ii‘hy nrt thp Cnnprrrtiues?

With the CnncuM' ncy support cf C il P Ccd1l, Shrevcs Coop Society
Alembic Emr'loyocs Coop Society, rrj"S-'in? h/c Stores r.nd a Primrry

store of 7~Nimi. tn-" r>r | ~uc rrc>-'iv d fin.-jnci 1 G “tr.ncc frnm fovt

of Indir f'Ir tht (rur]npnicnt of cr-nncr Hvc rufecr r'.i tb/ciL"~ rtmrntoX
stores. njt ckcf't "J.pifl-ic SVer<*G, nonr cf tl'ccc c¢* res hpuo s'ct up
any Super rcectr.

Alegibic L'irl vrro OnMirur S' .ri.s, h F rrnr d 2 1f its rxisting
chops I'i.th rv/irr cvstcm rnd h-c set un c ncu 1 scif-rrrvice
shop. Al imj' n "c HMinr \"'ryu cii, 'il'th m ,-nnu"l s Je

of ohout Rr,.".5 crorrc, itc npjn ripr-TAnrnt stnr" in the Alcmbic
Cojony is now thp bipopst irtr'il s!'op in uhole of CUjnrrti If this

can be succrcnful, uihy not o”hcr$?

Apne Br~-r, ‘'shr '-.-s jntrr duccd ro]f-spruicc in 3 of its rc”ri?
outlets in n hi ["r-r -nd 1 rf its r~"~i] cut?et”™ in ",hmpd.~bpd in a
cri‘de frrm inbh”i 1 r''nnr'nr' furn’'' rr pnd chrc!—~ut cpuntpr etc, Tlicy

ore also doinp biitrr tI' n thrir rt rr rc™-Nil r'lticts.

It is prrodojeict'l t! t Shrey s Coop Sccie-t-y, u'hi'‘ch is acturlly a
credit society md /'imb'c Soc’'cty til'ich is r Drim">ry rtorc .-re the

biagest ret ilrrs cf thr 51 ptn and net any of the libnlcrplc Stnrcs.

EN-F-1-LCCGbE

In GUj~rnt -.ev.r ' Jh' lcsrle St xs like the Lhcw'-nlc store at E-rrdr
Anand, Porh-r.ndur -nd feu crin-"ry stores of ."hr'cr b->d, h-\/e I'cll
located, ovned rr huildingS They trv/ip hugp Dotpntinj ities.

It is high time thry \/icit cone of the successful storescf

Plahr rrs''trp rt,;u?rl-r f<cir cuccr”s.
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HISTORY

Bhreyas Coop, Credit Society Ltd., came into existance in
the year 1955 when Ularge number o-f Consumer Cooperatives were
pulling down their shutters and undergoing some kind of merger
and amalgamation due to decontrol. It was organised by a group
of eminent social workers of the time. It was registered as a
Credit Society oit E3.7. 1955 vide registration numtaer]] 19641 with
initial 41 members and share capital of ,iust Rs, 1000/-. The
original idea of organising the society was to provide <cheqgper
credit to mill workers of the city and hence registered as a
Credit Society. The Management wanted to provide more and more
services to its members and in this process it entered into
Consumer business in the second year of its operation. The
thrift deposit of the members which was convered into share

capital provided the seed capital.

In 1982-83, the management bifurcated its credit business
and developed an exclusive sister organisation “"Shreyas Coop.
Bank™. E<zut for the? Consumer business, they continued the old

name and got it registered on 25.3.1983.






QBJECTIVES i_

The main objectives of this institution are ;

1. To provide needed goods and services to consumers and *
members at reasonable rate-

2. To provide genuine medicines to the patients
in the hospital at proper rate.

3. To provide economic and social well being to
Cooperative members and their fTamilies.

4. To promote self help and mutual help cmong members
and Cooperatives.

5. To project the image of “Shreyas as a model

Cooperative institution.
MANABEHENT i.

The Society has JS;7L: members who constitute the General

Body. The Managing Committee of the Society comprises of eight
elected members and one third retire every year by rotation.
This helps in continuity of management. Election has been
invariably unanimous since formation of the society. The general

body elects Managing Committee Members who are responsible for
the formation of policy and decision making as well as selection
and appointment of managerial functionaries. Managing Committee

Meetings are held very regularly monthly or bimonthly.






The office bcar®ers ol Maniiging (I"onimittee t*ilo are unanimously
elected reciprocate the love and goodwill 1in ample measure and
demonstrate the tru<r>t repasod on them. F*or more than a decade,
the Managing Committee Meetings used to be held in the house of
one or the other mpmbers on a rotation basis and host member used
to entertain his collegues at his ou;n cost. Again, inspite of
legal provisions, the office bearers never draw any sitting fee
or conveyance allowance. While guarding the overall interests of
the society, the management as well as members are equally
concerned about organisation.

GENERAL PERFORMANCE OF THE SOCIETY x

The"head office is located at Kankaria near old Pilor Dairy.
It has about a dor.en shops in the vicinity of the Ahmedabad city
dealing 1in grocery provision, te::tiles, croct-ery, utencils, tyres
and tubes, watches, custom confiscated goods, medical store,
books depot, cement sal.es depot, OKygen cylinder. It also
collects bills on behalf of the Ahmedabad Electricity Company for
which it gets a commission 10 paise per bill which has been
revised now. The sales figures, however, not include the gas
business. The Commission earned out of the gas business and
electricity bill collection business 1is not included in the gross
profit and is treated as miscellaneous income. Though management
has found the gas business not a profitable activity, on account
of being a sub-dealer, still in view of the service motive and to
create healthy Consumer relation, the finance conscious
management is continuing this loosing business. MiElk
distribution 1is yet another business which is again not shown in
sales turnover, only commission earned is accounted for. During
previous year ending March 93, the turnover of the society
touched the height of Rs. 57980079.SB ps. which will certainly

cross sij; ciore"5 in this year.






There 1ir, no foi“inal pricing policy. Houlever, the society has
developed thf> ho.-ilthy prnrtiro of chai-gino marhet; pricc for

branded consi.unf?r aaods which have a sequeezed margin and active

price for food grains, pulses, sugar, oil, etc. Such 1i1tems are
cheaper than the ruling marliet price. This appears to be the
most effective sales promotion policy. The purchase mechanism is
so efficient and effective that words like old, absolute and

damaged stock have no meaning in Shreyas.

DEVELOPMENTAL PLANS AND ACHIEVEMENTS s,

1. The. society has already provided quality steel furniture of
ISI marl- to ICDP project at about 6%/. price as compared to
that of Gadre.i. It contemplated to angement this activity

in higli scale.

2. Society has been providing gift articles to other societies
and i1nstitutions at much lower rates for distribution to the

membe rs.

3. There is a proposal to start a self-service departmental

store on modern Jlines,

4. It also has plan to export Alphanso Mango Pulp to Qulf
countriec 1in collaboration with Gujarat Agro Industries for

which thry have sent samples and got approval.

5. Society also wishes to market rice of verygood quality from

Panchmahal to the public in near future.






COMPONENTS OF FUNDS

"In T/ upeesd

90. 91 71-92 92-93 v, mcr- /. incr-
e-Tisc ease
70-91 to 91-92 to
1 9J 92 92-93
Share Capital 230740 235260 235630 L.96 0.16
<Quin )
Govt.Share Capital 900000 900000 900000
Other Tfunds 3103220 3782193 4325545 21.88 14 .37
Reserve funds 729945 859436 971373 17.74 13.02
Members D posits UG 3~ 2928389 2234527-10.00 - 23.69
Investmen ts 114925 114925 154425 Nil 34 .37
Div idend 5, 12v; 1/, 140 Nil
Audit Classifi- A A A -
cat ion
There il increase in investments in last year and society
has given dividend of 12¢/. in two consecutive years. Apart  from
Govt. share capita] of 9,00,000 society has increased own share
capital cansiderablv to be on sound footing.
BUSINESS OPERATIONS
90-91 A 91-92 " 92-93 v
Sal es 53238192 100 45017602 100 57980080 100
Cost of Sa3e= 50962539 95 .73 42756150 94 .89 55594375 95 .09
Gross Profit 2275653 4._27 2261452 5.2 2385705 4.11
Other [Income 695 290 1.31 728127 1.62 775567 1.34
Net Profit 517821 0.97 447718 0.99 378550 0.65
EKpenses 2757 122 "1.61 2541861 5 .65 2782722 4 .80
/ Increase/ 19.53 15.44 28.92
Decrease of
Sales from (Increase) ~Decrease) <lIncrease)

previous year






There is tjood increase in sales in three years and society

has ~"educed tho V, of profit earned because of change 1in volume of

sales of custom confiscated goods.

SERVICE MOTTO AND COOPERATIVE VALUES

The society is very particular in boosting its image by
providing maximum services and goods to consumers. Inrecent
Dussehra, society sold pure desi ghee jalebis <€ Rs.130/- per kg
against market price of Rs.200/-. Such steps of society Dbuilds

confidence of consumers in the management of society.

The credit for success of this iInstitution can be attributed
to following factors,

1 Very strong Leadership

2) Strict Cooperative Principles observance

3) Honest and sincere operation.
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1.1 Introduction :

The Consumers” Coopfjrafcive Stores 1is to serve their members
customers ™itd goods required by them for household consumption.
They are r?;;pected to provide goods at rerisonsble pPices to
protect the interest gf the members, tfiese stores are also
expected to stabilize and check the e;."ploi tation of the customers

by the private traders.

These Consi.une " Cooperative Stores are considered as the
effective instrument 1in curbing undesirable price escalations.
They may also r>rove to be most successful 1in (i) controlling the
price (ii) making distribution of essential commodities more fair
and <iii) dimaniting the possibilities of exploitation by the

interflediaries.

It iIs a matter of serious concerned that a number of Cooperative
Stores suffers from lad- of proper management, discriminative
purchases, unsettled accounts, lack of inventory control and lack
of efficient salesmanship. In many cases timely effective action
has not been taken to asset the undesirable trends by enforcing
appropriate remedial measures, such as, reduction in the
administrative and other expenditures, streamlinging of
purchases, diversification of business operations, provisions of

financial assistance, etc-

Since the Gujarat 1is progressive State 1iIn Cooperative Movement in

the Country. It has more consumers store as compared to other
part of India. The Baroda Disti"ict iIn the State is well known
place both for Cooperative and non-Cooperative Scctor. A study

of tfie pnrt](Cularl store may be fruitful to tbhe participants of

the Workshop and other readei-s. The case study of Sarabhai






Chemical-;::. f Conpnfallve Supplv S7™ori’t Ltd.. Etarada also
seems to be managpable 1ij;ask as it is one of the biggest store in

Baroda City, easily accessible and near to Gandhinagar.

1.2 Profile of Baroda District ;

VADODARA (P-Tioda) Di*-_.trict of Gujarat State covers an area of
about 777f? Bg , Mti"s. and the same js cormpriE-"G of 12 Taluka With
hscidquar hpr st f"~nrnda. Tt ™, =“1tuated 1in :3outhorn region of the
Gujarat p<?niri~“™ula brtwoen 21-79 degree and 22-19 degree north
latitude* _-id 77 donroe ™ 49 rast latitude. It is bounded on West
by Khera and Bharuch districts and north by Nadiyad and
Panchmahal districts and South by Surat district of Gujarat
State. According to 1991 census 1its total population is about
11.50 1lakhs, of which 52.80 percent represent male and remaining

females.

There are 4060 all type of Cooperative Societies. So far as
Cooperative movement 1is concerned, there has been considerable
development In credit, banking, marketing and dairy activities.
But in tDp ("onsumer Cooperative Sector the development is not
upto the «;tpectation. There are three district level wholesale
consumers*” store and seven primary level consumers*® store are
working in urban area, 1.e. in Baroda City. The position of

Consumer Cooperatives 1in Baroda district 1is as follows :

SI. Noh of Consumer Type of Store Area of Operation

No- Stores

1. k<3 Wholesale Consumer Baroda District/
Cooperative Store City

2. or f)ofiartrnental Cone. K:-iroda City

Cooperative Store

3. 0;; Primary Consumer Taluka/Vi 11 age






Out of three fT)hol€?salp Can?3U.mGr Cooperative Store one 1is Alembic
Employees Consumers® Cooperative Store, another 1is Apna Bazar and
third one isj Sarabhai Chemicals Employees Cooperative Supply
Store. S?.rabh”™1 Chemical Employees®™ Cooperative Supply Store is
perhaps the second biggest store 1in the district working over 15

years. Otlir->r ,i;fAen primary stares are ;

<i) Gujarat Pustakalaya Sahayak Sahakari Mandali Ltd., <ii) Uma
Consumers (.ooporallve Society Ltd., <iii) Gujarat State
Fertiliz:er Company Employees Consumers Cooperative Society Ltd.,
(iv) Government Servant Cooperative Society Ltd., <v) Narmada
Grahak Sahakari Bhandar Ltd., (vi) 1.P.C.L. Consumers Cooperative
Society Ltd», (vii) Baroda Marshling Yard Consumers*® Cooperative

Society Ltd,

1.3 Profile of the Sarabhai Chemicals Employees Cooperative
Supply Store Ltd :

The Sarabhai Chemicals Employees Cooperative Supply Store Ltd.,

was reqistf’TPd in 1977. It is located .it Wadi near Sarabhai
Chemical Company Ltd. It is one of the biggest Consumer Store
among three jn the Baroda City, The membership of the store is

open only tJi ttie employees of the Sarabhaiu Chemical Company

working in different category.






The Qener*HI pprformance of the Sarabhai Chemical Employees
S

Cooperative Store ir* shown 1in tlie folloli)inQ table.
Table

General Performance of Sarabhai Chemical Store Ltd., Baroda.

( Rs. in lakhs )

SI. Partirn 13r- Y E R S
No.

1981-82 1983-84 1985-86 1987-88 1992-93 “/.age
inc-
rease

1. Membersh ip 1481 1822 2049 24 21 2424 +63.67

2. Share Capital 1.11 2.75 We 3.38 3.77 +230.70

3. Reserves W 0.03 0.50 0.78 0.93 1.47 +4800.00
other Tfunds

4. Work ino 2.57 0.59 20.93 32.05 62.38 +2327.23
Cap ital

5. Salerii Ti.d™n - 8. 42 38.79 43.69 73.09 138.46 +544 .42
over

6. Net Proi"it 0. 37 0.59 0.64 0.69 1.23 +232.43
NP WC Rain 14.4Qa

7, Divident(in 7) 9 9 9 12 12 +33.34
Distr ibut r=d

Sourc. p : Data compiled from the official records of the

Store.

The above table indicates that there 1is an steady progress in
overall pe rformar\ce of the store. The membership increased by
63.67 percent during 1992-93 over the period of 1981 - 92. The
Share capital also increased by 230.70 percent during the same
period. The ™"7Males turnover 1increased by 1544_.42 percent during

1992-93 over 1981-82. The net profit also increa=-ed by 234.43

percent durinn the “same period.



1.4 Management

The Sarabhai Chemical Stare Ltd., has an elected Management

Committee since 1inception. There are 13 members 1in the Board of
Director. Out of .13, 9 were elected from members and rema-lning 4
are nominated from the Sarabhai Chemical Company. The last

election was held on 18.8.93.

The professional management of the Sarabhai Chemical Store Ltd.,
plays an important role both for the development of store and

welfare implication of the customers within 1its area of operation.

There are 12 staff members in Sarabhai Store. The store is
headed by experienced and qualified Manager. He 1is supported by
Accountant, Bill Clerks, Salesmen, Store Keeper and helper. None
of the staff members have got any Cooperative Management
Training. The accounting system, stock maintenance and book

keeping were found iIn a systematic way.

1.5 Infrastructural Facility :

The Sarabhai LFfiemicals Employees Cooperative Store has succifient
infrastructural facility. The store has good compound with an
grea of about 5000 Sqg. Ft. The entire compound was divided Mnto
four parts. 1st part 1is Godown and storage of consumable items,
second part 1is cloth and cosmetic items, third part for goodgrain
items and forth part for office purpose. It has good space about

2276 Sq. Ft. TfTor proposed self service departmental store.



1.6 EMJsinesn Activitips :

Business Activity is one of the major part of the bye-lauis of the
Cooperative Eitore. The Sarabhai Chemical Employees Cooperative
Store 1is engaging mainly consumer business for the welfare of its
customers. The store have three main branch 1in its headquarter

of the stare (i) Cosmetic section, cloth section and foodgrain

sec.tion. The store have 361D Sq. Ft. area. It is doing both
cash and credit sale of consumer items. Credit facility 1is made
only for members. The cash sales for both member customers as

well .15 non--member customers.

1.7 System of Purchase :

The Sarabhai Chemical Employees Cooperative Store Ltd., has
constituted three main committees, 1.e. Purchase Committee, Stock
Committee and Control Committee. All Committee consists with 3
electoral members and one nominated member. The purchase
committee makes purchases directly from manufacturers or open
markets and the entire items handed over to the stock committee.
The stock committee received all items and entered in the ledger
and supply for retail sale. The control committee check the

stock, quality and price once in a month.



The purchase of Sarabhai Chemical Employees Store Ltd., 1is shown
by the following table.

Tab 1le

Purchase of Consumer |Items made by S.C.Emp. Store.
(Rs. i1n lakhs).

Year Cosmet ic Food Clotha Total
items grains Purchase

1984-85 5 .01 31 .56 «4.71 41.28
1987-88 3.52 57. 13 GmlO 69.97
1989-90 5.41 76.47 11 .39 93.27
1990-91 7.41 101.09 13.26 121.76
1991-92 6. 49 109.41 10. 18 217 .76
1992-93 7.12 110.20 11 .72 234 .55
Percent age +42 .12 +249 .17 +148.83 +468.19
Incre ased

over 1993-85
Source : Data compiled from official records of
Barabhai Store.

The above tntale indicates that there is a steady progress in
purchases of Consumer items. Out of the total purchase major
portion was covered by foodgrain items. The total purchase
increased by 468.19 percent during 1992-93 over a period of
1984-65. The purchase of cloth business and foodgrain items goes
to 148.83 and 249.17 percent respective during same period. The
major reason of the increased purchase seems to be high demand of
items packed foodgrains and clothe which attract to the customers

due to timely supply, quality and maintenance of price as

compared to open market. 0



1.6 Sales Procedure :

To increar®e the sales turnover, the Sarabhai Chemical Employees
Cooperative Store has open tiMo sales counter for foodgrain items,
one Tfor clInth and Cosmetic items. Out of tuo foodgrain counter,
one is ei-cinr,ively for credit sale and another for cash sale.
The credit sale 1i1s made through customers pass book 1in which the
entire amount- 1is 1iIncorporated. They have 1introduced pass book,
ledger and account number system. Every month, the credit is
debited from the employees salary and credited to the store
account between 1st to 16th day. They have stfirted credit as
well as cash sales cash memo. The customers passon cashmemo to
the counter and receivc the items as per memo. Under foodgrain,
some 1items like pulsus, spices, sugar and rice, they have started
packing system i<hich increased the sales turnover of the store.
The falloi“jina table indicates the sales of consumable items
und-ertaken by ;3aratahai Chemical Employees Consumers*® Cooperative
Store Ltd., dui"ing 1985-86 to 1992-93.

Table

Sales of Consumer Items made by Sarabhai Chemicals
Employees Cooperative Store Ltd.

( Rs.in 1lakhs )

Years Cosme tic Food Clothes Total

llems Grains Sales
1984-85 5 .38 32.82 5.47 43.67
1987-88 3.24 59.99 9.86 73.08
1989-90 5.20 80.60 11.83 97.63
1990-91 6.39 105.52 15.12 127 .03
1991-92 7.08 115.96 12. 11 135.15
1992-93 7.08 117.61 13.09 138.46
Percentage +44 .24 +258.35 +139.31 +217 .27

Increased
over 93-85



The above table indicates that there is a good progress in the
sale of consumtable items made by Sarabhai Chemicals Employees
Cooperative Store Ltd. Out of the total sale of consumable
items, the highest sale seems to be on foodgrain items, i.e.
258.35 percent during 1992-93 over a period of 1984-85. However,

the sale of clothes also increased by 139.31 percent during the

same period.

It was reported from the customers, at the time ofvisit to the

store that tht?re were few main reasons behind the 1i1ncreased sale

such as the members are getting credit facility, packed items
increased cash sale of non-members and quality branch name,
display of articles, availability of articles and prices
attracted to the non-members whose number 1is increasing day- by
day.

1.9 Further Plan :

To give bet.ter service and welfare implication of their customers
can be achieved to chalkout future plan as per requirement and
emand of the users. The Sarabhai Chemicals Employees have
sufficient infrastructural facility to develop the Consumer
Store. It has submitted a Project for setting up of a 3615 Bqg.-.Ft.
modern departmental store at 1iIts present premises. The proposal
has been submitt-ed to Ministry of Agricultural Department of
Cooperation, New Delhi. The main focus of that proposal was to
provide self service departmental store in which atleast all

necessary items should be included so’that customers can feed all

demand under one roof system. Similarly, the sale of store will
also increased by way of providing packed items. Generally
today, customers prefer ppacking system so that the plastic Dbag

they can use 1iIn another job and packed items seems to be found

good quality and fair price.
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INTRODUCTION

During mid Ffifties, the period wheii on account of decontrol

large numljor of consumer cooperative!-- were pulling down their
shutters and undergoing some kind of merger and amalgamation, the
Unjha Con-=:.umers Cooperative Stores Ltd. undertook consumer

business and got registered through registration No.C/1S84 dated
29/6/195-"1 -

The head office of the Uniha Consumer”~ Coop, Store* is
housed in a vrented building at Gandhi Chowh: , Un.iha. It has
telegraphic address "Consumers™ and 1its phone number 3660.

The area of operation of the society ej;;tends to the major
pockets of the Unjha town. Though there arp other private and
cooperative consumer stores none of the other cooperative
consumer store have any 1image, impact and coverage the one Un.iha
Consumers possesses.

MEMBERSHIP SHARE CAPITAL

The management of the society believed in Self reliance and
they occassional ly sought the Tfinancial assistance from Ape;-:
institution and banks.lt has only individual members and the
position of membership and share capital during last three years

is as fTollows;



YEAR I-1EItIBFIFIHIP SHARE: CAPITAL

1992-93 7560 4,00,000
1991-92 7547 4,00,000
1990-91 7416 4,00,000

It is to m(?ntion here? that <"3hare capital of the society

comprises of ¥ ,000 " Nvirei= of Rg .25/-- each.

MANAGING COMMITTEE

The miamaqing Committee of the "society comprises of 12
elected member-- and one third retires every Yyear by rotation.
Managing Cominittee meetings ai’e held monthly or bimonthly. As the
store has not avail<?d any assistance from the Govt« or the Bank,
it has no representitive of the Govt, or the Banh: in the Managing

Committee .

PERSONNEL PROFILE

The society hao 07 employees on its payrole, drawling monthly
salary of -P.70/- to R"-=;.1500/- maximum. Out xdT 7 staff members
06 are involved 1in operational type of ciork headed by a single
person as a manager The supervisory arrangements are lacl;ing hence

operational staff directly reports to the manager.



Followinci tnl*J( lii7aht on thr prf?’:,ent manpouier position of

the societv.

Designatior T"/pe of Worl: Fiiperience Ouali-- F"resent Profess-
ranigod in fica- salary ianal
years tionr (Rs.) Training

Man age Si."p@rVisory/ Years BSC 1:->00/- Diplama

Cashier (01) ta-mmcierial, in Cons.

C J-h handling Coop .

Bill Clerk To manage the 1 to 7 2 SSC 870/- Nil

cum Shop ™hop, 111lng, 1 HSL

Inch arge bill collec- 2 EK.Com

<05) tion, inventory

man agenient etc

Peon Support lve 1 fear S.S.C. 870/m Ni 1

<01) i."lal- at HO

The Society fo]lows? contributorv provident fund and yearly Bonus,

however no other benefits are given such as Gratuity, Interest
free loans-, l.~ave Travel Concession, Incidental advances,etc.
which 3eem<5 bo be a common practice in Primary Cooperatives.

Society has- no trur tured payscale for its p~mployee nor time bound
increment"in are given to the “taff. Considering the type and

quantum of kioi I h-“ndeled by the employees and the responsibility
associated I'HI'h it, society might be paying ab far with payscale
offered by the private traders or to say industry.lt appears,

society Tfollows minimum wages®™ fixed by the State Government.

PROGRESS AT A GLANCE

The steady progress of the society can be seen from the

following tab le . (nnne;;ure)

Durinci the period i97™°0-91 to 1992-?.~ annual sales shows



increaslng trend however during the period 198j-82 to 1789-90*
sales fJi.".catior>"= e frpqucnt shoi"iino ununlform groi>ith iIn the
-mjnnual The ye”r wi tne*-riod <Lidden rise in the
membership(2 times) however subsequent year “houis uniform growth

in the tetb@rrh ip development process. More than 100% growth is
achieved in “yimre capital during the year 19E53-86. During last
three year- 1i,p- Ffrom 199("i-9i -0 1992-93 annual pales fluctuates
in between R:5.75,00, 000 to 1,25,000,00 however highest sales is
recorded in the year J982-83. Fluctuations in annual sales was
mainly due to undertaking of commission agency iIn marketing of
agri- prodi.To coupled tiith Wholesale _bus3nesB of non-contro 1lled
item particu larly “"Rice". Society is not incurring losses
except iri tho vear 1974-75m 1975-76 1°57¢"-79, the years 1in which

annual sales 1 below 42 lakhs. During the period 1971-72  till

1992-93 ini-, tias declared dividend on]v for 7 years. On  the
contrary socipty distributes gifts to bhe members which in
monetors terms viill be more than 127/; of the share value. Society

has obtained "A" Grade audit since 1982-83 however previously its

audit gradp BT .



PRESENT

INFRASTRUCTURE

The del rills of the pree-ently available

society ar<?

as fTollaws:

infrastructure of the

Particu]am O@npd / Area in Location Yearly Assortmen t
n.en tpd 5q .ft Ren t(Rs)
HO % Shon Yon tpd otficp 240 Marl: et 12,000 Retail Gro-
cum GodQi"Hi Ghop 360 Area cery and
Godown 390 UtT ,iha Textiles &
Wholesale
bus iness.
Shop R ntrd 84 APMC 1,500 Grocery
Un jha Textiles.
Shop Rented 150 Semi Comm. 2,400 Controlied
Area Unjha Retail.
Shop cum Oujncd 780 APMC,Unjha - Nil
Godown but
F*f™ntod out
Godown Own ed 780 Residential Area (J30down
Un jha Packag ing
Unit.
Societies business Transactions takes place in rented
accoinmodat ion and oi"inod accommodation ieither rented out or
used Tfor godowti purpose.

BUSINESS PROFILE

The
be divided
1. Non controlled
2. Non-contro 11ed
3. Controlled

4. Conlrolled

5. Input

items Retail

item¥'- FUtail

itoms Retail

Un.iha Cooperative Consumer Stores business can
into following segmentation.

items Wholesale business

business

items Whiolesale business

business

bu™iness.

broadly



other su.ppl imentarv activities includes Light bill
»
collection and commission agency business for purchase and sales

of agricultural produce on behalf of the Gujarat State
Coop -Mai-I-F="tincj Federation Ltd.

In order to understand the business segment wise
contribution to the total annual sales, let us study the
follouiing table.

inf"S™-. riegment u/ise contribution to the total annual sales

Business seci(ncn\t X Major 1992-93 1991--92 1990-91
product T ortubnt

1) Non-control items 3,56,873 13,222,249 w1l ,2,2015
Wholesale business(Rice) <4 .80%/.) (10.587) (27 .39%)

2) Non-control 1items Retail 12,23,547 18,17,039 15,59,664
business(Grocery Provi- (22.61%/3) (14.59%) (30.67%)
sion h Customers’ goods)

3) Control items Wholesale 28,68,835 24,93,201 35,01,105
bus iness (Sugar) (37.60) (19.96%) (30.71%)

4) Control Retail 06,68,725 11,19,269 6,89,296
(Ration ing Shop > <8.78%/.) (8.96%) (6.08%)

5) Retail A(tIl. Upuh 11 rhn 5,79,257 6,35,709 8,63,299
(Ferl, iJ ir:.(M ,r;>*IClds, (7,607) (5-.05%) (7.57%)
Pes ticides)

6) Commission agency busi. 14,17,624 50,98,831 16,62,714
foor Sale h Purchase of (18 .6r/.) (40.82%) (14.58%)

Agri.Produce on behalf
State Marketino Fedn.

From the above table among other things it may be observed that-

1. The society 1is operating a network of 2 retail outlets and
one wholesale cum retail point. Two electricity bill collection
centres.

2. All the 3a]ffs counters are Non Self Services shops.



3. Socieiv s commission agency business: 1ir in the area of sale
ﬁnd purchase of acjri. produce “nd also through the collection of
bimonthly domestic electric bills.

4. Society (dgenerates substantial amount of earning * through
rental income.

5. For the r-etail outlets the society incurres less rental
expenses compared with present market rate. Prime locations of
the retail outlets is an added advantage to the society.

areas, »

6. The society has custom goods bupiness which is of
irregular nature and promiseg rai“e developmental chances 1in the
changing economic scenerio.

7. The top management believes in service approach for all of
its business activities.

8. Society mainly deals in cash. All the staff members who are
directly involved in business tranjections have to deposit the
cash witli the manager.

7. Management of the society believes in self sufficiency.
Inspite at tfte availability of external financial sources,
society has mainly dependent on internal financial sources so far
it has not sought major finance from the external agencies

except the cash credit fTacility which is used for the working

capital needs.



PERSONNEL VIS A VIS BUSINESS PERFQRWFINCE

The related data of personnel vis a vis business are as

follows;

SI.No. Particulars 1992-93 1991-921990-¢
1) Staff StTpnqth 7 6 5

2) Sales 1,13,99,305 1,24,86,298 76,14,861

3) Sale<H; per Employee 16,28.472 20,81,v349 15,22,972

4) GP per 1Zinployee 79,930 55,861 45,612

5) NP per einpluyee 24,854 19,934 17,070

6) Cost per employee 16,148 12,288 9,015

MEMBER INVOLVEMENT
Even thouQh the society does not maintain continuous practices””
declaring dividend with uniform rate it distributes gifts worth

Rs.50/- to Rs.7i:U~ per member.

e
Further, the society deals heavily in wholesale business of ei<

and makes it availal)lc to the members at the reasonable prices. This

is performed I<iith an intention to provide services to the members.

FIXED ASSETS

Fixed assets of the store comprises of the following;

PARTICULARS 1992-93
Building 1,48,565
Furni ture-Fi :;tures 43,488
The Society®™ earns rental incomc to the tune of Rs.52,974/- fronm

the owned buildinciB.



WORKING CAPITAL

If the tot >l curreni: as"sots taken 1i1nto consideration as
gross workiiiD c"Apltal then it can be observed from the folloujing
table th"™at (Gtfch =& snare capital base of U3t Rs.04 lakhs, the
society has bnen able to maintain a gross workina capital of
Rs.10 lal-.hs-

Thin I'"“o Lnclic dte3 hfiat the stoci- turns VIl times to 10

tidtes di.u ni<i ] F thi co y? t"-.

1990-91 1991-92 1992-93

Gross worh;inQ rnpital 10,707,397 10,87,052 10,29,635
BUSINESS DEVELOPMENT PROGRAMME

Besides \lhoieselling and retailing of the controlled and

non-control 1<d consumer items coupled with retailing of

agri. input xtcmr. and commission agency business, the society has

recently iniLl=xdt <d pr*®-p-°ci: items e;!clusivel\ fTor retailing. Ail

the prepat led Items bear the society s own brand "UNJHA
COtMSUMER™~_""
The i+P(h that 1irc prr>pacl ed marketed are Jeera, SoufTf,

Methi, F.1 o Ti. llv- All the piepat. fed item bear the brand name
Unjha Consumers. All above referred 1items are packed in 200
gm.,50v3 gm., and 1 kg. packages.

During an informal discussion txith the chairman Shri
Amratbhai karsandas Patel, it is learnt that the society proposes
to undertake a departmental store with its location near to APIliC
Unjha. This d<->p,nrtmental ~_tore ii."ijl also be having home delivery
system. This K~y the society wishes to e;;pand its non-control led

items retail hirindni™r,
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Cxiop-GXELbjLQa__in...P.hukB.t.

- P;radit Hachima

1. Background

Phuket is the smallest province of Thailand. Itsitotal area
is 543 sq .km. with the total population of apprbximately 2007000.
Although the area is very small but the business is qui.te big'-and
flourishing. Main business activities- are agViculture,

commercial and tourism.
2. Cooperative Qrganizastions

There are four types of cooperatives registered in Phuket
They are:

Type No. of = Members V/orking Vol. of Net

societies capital business profit
Agriculture o 5 2, 103 12.67 m. 13.3;7 m. 0.50 n.
Consumer 4 1,455 4.52 m. 51.76 m. 0.57 n.
Thrift & Loans 8 4,444 216.89 m. 229.46 m. 17.83 a.
Services 1 226 0.51 m. g,. 69 m. 0.05 H.
Total 18 8,228 234.59 m. 295.28 m. 18,95 o.
3. ConGumer Cooperatives.

In 1§93, there are four consumer cooperatives operating in
Phuket. All of them are rather small and ineffective except the
Vajir.'-i Phukeb-Hosp ital Coop. Store. The membership and results
of their operations are shown in table 1 on next page.

lable 1
?.85'iU of - C3Cf. CperjUor.s in 1S91
3ip N ; Resstsss Glhtr Funds  Vortir.o Capital  vojuce of
hire | Business
"r.uKetCccp. 1.:3? 1,:CT,i56 3i5,478 : 1,358 ocs 45.8 a.
1 1
lesckfTs" 1T7 1 - 21,3:.:_ 127,4<3 37,167 ; 733 ,455 ; 1.7 8.
crop. ( ' 1 )
1 1 1
1
IcCRAEICoI : 1 25i.243 77,242 : 8)7 ,576 i 2.8
-0Cp. 1 t 1
1 } i
o 1
1"j ; T 20,2£7 7,300 ; 274, ,K.2 1.5 D.
co:- % 1 1

Net Profil

144 ,750 ;

120,905 !

216;,767

9%,1407



Table 2 .
Coop. Own-fuiids in 1991 and 1992 in Baht

Particu jar c £:uada
1991 'r99'2 over 1991

Paid up share

capital 99,500 109,600 10.2
Reserver; 20,2L7 30,,42p 50.3;
Other funds 7,300 13,300 .-"82.2
Undistribu ted (
profit 91,407 ,172_.>796" 89-.4
_0_

Coop, own funds 218,49~ v32~., 116 - "49:

Li 9 4
Ot hel-s 5'5,658 22:9, 83a '’ 312-.-9
VJorking capital 274,152 555,954 102.8

4 -5 Rnsines.s Ope ng tri on

The coop. _ society has) been operating at. a very smali
scale s-ince its membership i, very small® only 155 in 'I'*91 and
203 in 1992. The total sales turnover of business in 1991 was
1,437,683 Baht and in 1992, it was 2,347,667 baht. And net

profit was 91,407 and 172,796 baht in 1991 and 1992 respectively.
Sales pe- member in 1991 was 9,275 baht and in 1992 it was 11,565
baht and I'rofit made per member was 590 and 851 baht in 1991 and
1992 respectively. A good performance.

Results of the operations in 1991 and 1992 are shown

below:

Resuits 1991 % 1992

Sales 1,437,683 100.00 2,347,667 100.00
Cost of sales 1,317,457 91. 64 2,179,942 92.86
Gross profit 120,226 8 .36 167,725 7.14
OtheV Income 40,632 2 .83 111,549 4.75
Total income 160,858 11 .19 279,274 11.89
Expenses 69,451 4.83 1t)6,478 4 53

Het profit 91,407 6 .36 172,796 7 36



EVEN SMALL CAN GROW

By

AYUSH SINGH

Just after India got Independence, Shri Vaikunth Bhai Mehta
an eminent Cooperator became the Ffirst Minister of Cooperation &
Finance in the erswhile State of Bombay. He used to address
freedom Ffighters 7 soc ial-workers and tell them, hitherto they
were fighting against the British empire for Independence. But
political Independence 1is not enough. It has to be supported now
with Economic emancipation and hence the freedom Tfighters and
social woorkers should fight for economic freedom A& poverty
alleviation- They should organise various kinds of cooperatives
for the economic development of the country- "Economy', Thi#
"Clarion call®™ inspired Cooperators and social workers to organise
various kinds of Cooperatives. '"Nanachowk'™ 1is one such store,
which was commissioned just after Independence 1iIn August, 1947.
This -cooperative venture was Jlaunched to protect the consumer®s
at large from unscrupulous traders and also for making available
the items of day to day need by avoiding shortage and
overpric ing .

With this objective in mind, afew social workers of
Nanachowk area namely Dr.G.G. Parekh, Dr. Baba Kalgutkar, Mr.
Narayan Kadam, Mr. Harishchandra Narvekar alongwith fellow
Cooperators laid the foundations of Nanachowk Consumer”®s
Cooperative Society Ltd., 1in South Bombay, in a small rented
premises <450 sq-ft.) at Nanachowk Crossing.

~“ith a capital base of hardly Rs.7000 (to be exact
Rs.7,700), it achieved a sales turnover of Rs.33,1Q04/-, , in the
first year of operation. From an humble beginning, gradually with
the dedica®"ted work during the Ilast 7years, it has made rapic

stride and now It is a household name 1in its limited area of
operation.

With great distinction pride, the Society has come out to
be the Ffirst primary consumer cooperative store in Maharashtra, to
cross the "rupees 1 crore mark'™ 1in sales turnover and uiithout any

external finance.

HISTORICAL BACKGROUND

Initially there were two societies operating in the
Nanachowk area, one was Nanachowk Consumers Cooperative Society
Ltd., which started in August, 1947 and the other Gamdevi

Consumers Cooperative Society Ltd., which came 1into being in June
1949. During the earlier days, they had restricted their business
to Ration items as a hang over of war scarcity with Ilimited sales

potential and low—margin on sales. In the meantime, due to
certain operational problems in Gamdevi Society, the Management



of both the Societies sat down Tfor a revival formu®la and Ffinally
came out with a merger propo*Jal, which was endorsed upon by the
members and thus the two societies merged, in 1983 to be later
known as "Nanachowh: Gamdevi Consumers Cooperative Society Ltd.-".

THE REVOLUTIONARY STEP

It was around 1963-64 under the able guidance of Mr.*-
Gajanand Pansare and Mr. P. Parelkar that "Cloth business"™ was
started and a step towards diversification and betterment of the
society was initiated.

In early eighties, self-service system was gaining
popularity in the Cooperative sector and more so in Bombay.
Management of Nanachowk Store realised that they can serve the
people better and more efficiently by disbanding the Cloth
business and Fair-price shop (P.P.S.) and to set up a self
service shop in its place. This was a turning point Ffor the
society 1in 1987. Foregoing the age-old sheltered business of F_P.
shop and making a gaint leap into the competitive market of
"Consumer-retailing”™ was a challenge. Subsequent developments in
business proved the soundness of this revolutionary decision of
the management.

PROGRESS AT A GLANCE

Before the introduction of "Self-service system” in 1987,
the total annual sales used to be around Rs.30.00 lacs with
prov isions accounting for around Rs.4.00 lacs only. Contrary to
thiis, the rapid increase 1In sales profitability of the store
can be visualised from the following table.
———————————————————————————————————————————————————————— Rs.in lacs—-—--—-——---—-——-

PROFITS

Year Member- Share Sales Purch-m Cl . Gross Net Divi-

ship(No.> ase stock dend -
1986-87 3334 1.31 32.28 29.41 3.87 2.60 O.ir 107
1987-88 3511 1.51 40.52 37.60 4.54 2.86 0.25 107,
1988-89 3593 1.60 40.89 36.79 4.32 3.20 0.23 10/
1989-90* 3608 1.62 36.71 34.23 4.94 2.69 0.26 1.
1990-91 3972 1.82 60.01 57.59 7.35 4.30 0,37 12/.
1991-92 4220 2.18 87.79 83.57 9.70 5.36 0.37 12%
1992-93 4471 2.57 126.03 116.69 10.74 8.68 0.62 12%
NB : * Sales for the year 1989-90 are for nine months( change in

financial year)

Sales during 1992-93 shown is TfTor both the shops.
Nanachowk registered a sales turnover of Rs.101.01 1lacs.As
clear from the above, during the last 2 years, the society
has been achieving a growth of 40y. % above 1in sales.



EXPANSION

The above table clearly shouis that from 1987-88 onwards
after the introduction of Self-service system, the sales have
been growing steadly by around 40X. Also by observing the growth
in net profit which 1is also steady enough to offer the members
of the Store, a maximum dividend of 12%. for past 4 year-s. The
above accompanied with an investment of Rs.1.75 Lacs(which®™ has
increased to R.s.2.75 Lacs as on 31. 10.93) in Fixed Deposit during
the year 1992--93 and with nil borrowings / loan to their account
alongwith a cash surplus of Rs.0.85 Lacs reflects a sound
financial position. This steady growth 1in sales resulted 1in the
stability of the store 1iIn the true sense of term. The management
therefore embarked on an expansion programme by coming up with
one more retail outlet on 26th January, 1992. This new shop is”
about a kilometre away from the present one just behind
the famous Etabulnath Temple, and the results are quite encouraging.
<for further details on the above two shops See BOX at the end).

Seeing both the shops making rapid progress in sales
profitability, the management is further planning to open one
more shop.

RENOVATION

Introduction of self-service system inter-alia involves
renovation of the shop with standard furniture Z fixtures, proper
rack-stacking, adequate light arrangement and standard check-

outs. It i resembles a '"Model atore™ with a wide range and
proper display of items, cleanliness and a smiling and ready to
help staff. Nanachowk Store has come up with a unique "Maxfo™

check-out, through which Customers purchasing limited items(maximum
of four items) can check-out separately during peak-hour rush
without standing in the queue of big shoppers for a long time.

ASSORTMENT

Out of 3 total area of 450 sq.-ft. actual selling space is
only 350 ~".sq.ft. Presently it is susiling wide ?2,S"cia"teit of 3250
items comprising of grocery items, edible oil, toiletries,
cleaning powders, and a select range of plastic goods. The very
fact that 12,500 - 13,000 people visit the shop every month,
speaks of the acceptance, appreciation and affinity of the people
towards tiie store.

PRICING POLICY

By and Ilart,i- bhe Management of the Store folJdows an active
price policy in mast of the goods and leadership price in a few
of mass ccnsumoption items like. Rice, Sugar, Rawa, Besan, Maida,
Edible oil, -etc. Due to the above policy, it is earning a
moderate mai"gin of around 77. only. The Store has also a price
verification committee,, which verifies the market price of

various commodities and provides regular feed-back on a continous
basis. On the basis of such feed-back, necessary action 1is taken.



SALES PROMOTION

The stare has an ideal sales promotion policy. "Pri-ce-Off"
scheme on mass cansumpt ion items are offered to the public during
the festival season like Deepawali and Ganpati Festival every

year. Apart from this, there is also a gift scheme during
Deepaiuali on different slabs of purchases made. There are also
other schemes like"She Iters & Dilasa", which contribute to the

growth in business and popularity of Store. Shareholders of the
Society are being regularly offered Purchase-Rebate of 2X on
purchases worth F*s,.100/- above .

COMPETITION

Sometime back, a private Store under the name " Naik
Supermarket'"™ was set up just neKt-door. This new Store also came
up with se jif--serVice system having all the standard Tfurniture
fixtures with proper check-outs and an experienced hand from one
of the consumer cooperative of Bombay. Initially it had a slight
effect on the business performcince, but now Nanachowk Store is
performing”™ well. This reflects that it could withstand the
competition.

PURCHASE MANAGEMENT

Purchases are made by a purchase committee involving the
Secretary, Managers Godown Incharge. Based on the indents
received by the Godown and on the basis of demand pattern and
stock position, purchases are made. 1In mostly, all the items the
Store is availing the " Crecjit facility”™ and if we go by its
superb “"Trade-creditor payable account”™ which stands close to
105% of the closing stock, it speaks by itself the effecient
management of purchases, stock-holding and trade-creditoes.

CONTRIBUTION TO THE ECONOMY

The Society has got a Share capital (members only) of only
Rs.2.57 Lacs and is regularly paying dividend of 12*/i<ma>;.) to 1its
members- It has also created decent employment for 21 people,
with an annual salary bill of the society coming to Rs.4.16 Lacs.
Its other contributions to the State Exchequer during the vyear
1992-93 are as fTollows:-

a) Insurance Premium Payment Rs. 8824-00
b) Sales Tax Rs. 600-00
* The Store 1is poised for paying Income tax regularly on a

Continuous basis.
MANAGEMENT
Right from the beginning, the Society has -elected the

Management The Managing Committee comprises of 13 members,
includ ing J Jlady members. Due to its sound working healthy



financial position, Managing Committee has been declaring

constantly a dividend of 122/. for the past 4 vyears. There is
active participation by the members in day to day working of the
Society and a team-spirit is visible. Their efforts are

compiimentary in running the Organisation.

FINANCIAL MANAGEMENT

n Due to the growth 1in business, there 1is a growing need for
finance and the Society has been managing the same from right
sources. The tdtal subscribed Share Capital from the members as

on date comes to Rs.2,57 Lacs. In the past, the Society had an
equity participation from the state Govt, to the tune of Rs.0.10
Lacs Which has been refunded way back in the year 1990-91.
Against a total current liability of Rs.11.73 Lacs, the current
assets work out to Rs.12.97 Lacs. Thus the Currant Ratio works
out to 1:1.

The Fixed Assets of the Society comprises of Ffurniture,
the ures ~ office equipments worth Rs.2.47 Lacs. This shows that
the entire paid-up capital 1is invested in fixed assets and the
business 1is being managed with the retained profits.

Y 2
The Society has got a sanctioned <cash-credit limit of
Rs.3.50 Lacs to meet various costs. It used to avail this

facility earlier. But during the last year(1992-93) the Society

did not avail this c.c. Tfacility and has no other form of

borrowing/loan to its account as on 31.03.93. This speaks of the
efficient system of working capital management.

The balance sheet reflects a Eound Ffinancial position with
fixed deposit of Rs.1.75 Lacs(which at present has gone up to Rs.
2.75 Lacs) and reserve ™ other funds of more than Rs.3.50 Lacs,
which 13 yet another source of fund built by the Society.

PERSONNEL MANAGEMENT

Nanachowk Store has a staff-strength of 21, out of which
selling staff works out to about 60/., which 1is an 1ideal ratio in
busin<?BS. Thf* Staff gets all all"i“i-lanccs acccrding to the State
Govt., but the scale of pay is a littlf? Ilos"™?, than that of the
Govt. The other staff benefits concist of honus, gratuity,
provident fund leave facilities. The average age of the
employee is around 30-33. Out of the total staff strength,
females comprise almost 20/ thereby showing active involvement of
ladies iIn this Cooperative Store.

The Management is very much concerned about labour
productivity. Its b”se 0™ recruitment is annual sale of Rs.6.00
Lacs per e™mplayee per year, which is the normal productivity in
retailing. The Management has also introduced a Staff-We lfare
Fund with contribution coming From staff -snd the management
respectively. Aoart from the above, employees were also paid
"Special working allowance™ for risking their” lives and reported
for duty during the period of riots, 1in lasi December January



1993 and also during transporters strike to make available the
daily provisions grocery to the public, at large.

CONCLUSION

Nanachowk Gamdevi Consumers Cooperative Society Ltd., 1is an
outstanding Primary Store 1in the State of Maharashtra. This can
be considered as a ""Model Store"™ worth following. Its various
areas of Management are worth emulating by others. |Its budgeting,
speaks of scientific planning of business. The variations vis-a-
vis plans and actuals are hardly any. Even duri,ng the worst of
the times like bandh, riots(December-January) and a week long
strike by transporters, the ~Store remained open to serve it"s
clientele with no report of shortages at all. This service of the
Store was appreciated by the local press. This speaks of
synergistic efforts of both employees Management to achieve
their common goal.

The success of the Society has contributed to the high
morale of the Staff and their high productivity speaks of the
efficiency of the leadership. It won’t be out of place to mention
here, the sincere efforts of Mr.G.G. Parekh, Dr. Baba Kalgutkar
and Mr. S.G. Joshi( present secretary)who by their enlightened

leadership,®™ encouragement inspiration have been successful in
bringing the Store to its. presents state. Mr. S.G. Joshi who is
the Secretary of the Store for the last so many years, is

practically the Managing Director of the Store. The rapid growth
during the last 7 years has been possible due to his assimilation
2 implementation of new techniques and working systems. Perhaps
as an appreciation of his devoted service, he was selected as a
member of the Study Group from amongst the primary stores by the
Director Marketing-Maharashtra. Shri Joshi for his own [livelihood
serves in the Civil Defence Department. Here also he has earned a
name for himself. Recently he has been honoured by President®"s
Medal for appreciation of his distinguished services.

This Society over a period of time has generated a visible
image, 1iImpact, coverage acceptance amongst the people. "As it is
well known that. Consumer experts and Cooperators all over the
world have opined that Primary (small) Stores are not feasible
under the present conditions, specially after the stopping of
Government subsidy/finaneing, and various costs over-run. The age
old obsession that “"small 1is beautiful®, does not hold ground
today. To tide over this situation. Primary(small) Stores have to
grow and expand with the present infra-structure for their
survival. 1In this direction, Nanachowk Store has taken a lead by
showing that even small can grow" and showed a path for
others(Stores) to follow suit. It is a Store worth visiting by
fellow cooperators specially of primary stores. There are quite
a few things to learn from the store which may 1inspire, motivate
and develop other primary stores.

With the commissioning of second Self-service shop at
Babulnath (26.01.92), it has entered into the Consumer Tfield iIn a
big way. Still miles to go and lot more to achieve.
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BOX

PARTiIqULARS NANACHOWK
SALES<1992-93) 101.01 Lacs
Area 1iIn <b5q,mt. 45

Staf f Mo .is - 8"

Average daily sales 33,675

Sales per day per sq-ft. 74.83

Sales per man per day 4209

Average customer Tlow 495

GAMQEVI

25.01 Lacs
55

6

8,340

15.16

1390

180



GROUP

Subje

GROUP

NO. 1
ct : ldentlfication of Problems of Consumer Cooperatives in
Gujarat and to suggest the remedies for the solution.
leader Shri N.C. Ramanuj
Shri Thakor

Shri A.M. Suthar
Shri D.N. Kureshi
Shri S.A- Kureshi
Shri S,H, Parmar
Shri P.R. Patil
Shri J.R. Patel
Shri K,R. Patel
Shri P.J. vJani
Shri B.B. Chaudhari
Shri R.M. Patel
Shri C.N. Patel
Shri 1.D. Patel

The Group members of Group Ko.l have identified followinr"',

problems of Consumer Cooperatives 1In Gujarat,

Organisation & Registration ; \%
t

The pex'formance of Consumer C'-'Operative Se™5res is not up to the
mark, moreover, the same can categorically be termed as 'jeak
performance. It is so because there is unwanted copetition
betv/een consximer cooperative stores leading to wrong tacti®ies

practised by Consumer Cooperatives. Above situation is because

of the follovjing reasons.

(a) The location preference of Consumer Cooperative Stores and
its organisation must take in to account that it should
have at least 1000 members monthly business transa-
ctions to the tune of Rs.500 to Rs. 1000 per member alongwith
Rs.500 to RsolOOO contribution towards share caoital than only

the Consumer Coop, can have viable buGincr.n entity with self

sufficiency as its motto,

2/-



i>e.

Hov;ever at present majoritjA coop.Consumer Stores operate as ration-
ing shops mainly dealing in Controlled items® With little business
development in customs gooas. Further there is no proper justifica-
tion of area of operation as many stores are located in -close

proximity to each other inviting unv/anted competition amongst them-

selveso

SkKxbaxis Normally as one Primary Coop.Service Society serves t-~ e

village. Consumer Coop.should also be organised on the same line.

(B) Business
In the present environment it realise that nrivate consumer
stores operates with a sole motto of profitability which the owners
of these stores can achieve by following wrong trading practices
-------- — efes. Hov/ever the same cant be followed by Coop,Con?u-

<ft rrse-yjl.
mer Coop.Stores is— ev#n though'managing'committee, chairman,etc

‘<A
are expected to look into business matters of Coop.Consumer Stores
by providing proper guidance r-e$<in94eia(/38e’\ etc, but in reality it is
absent making it necessary for the employees fo follow t'heir own

way which ultimately results in weak busin~“s”~oerformance of the

CoopoConarsannnnres. 1IN IMNPP|MNp>Kumer following

must take-']jito accaqnt mand, lgapacity,
preferences etc. of its members and other customers.
(b) Wrong purchases results in maintenance of unwanted inventory
slow moving items, unsalable items etc» v/hich also affects on
blocking up of the working capital, hence the coop,consumer stores
having close assess v;ith the wholesale market should prefer to
maintain short inventories. Working capital should have maximum
(ONsW7 V-n

possible rotations. Coop.Consumers stores must take into aizcsa«ife-

the law demand and supply.

(ii) Sales : Pricing policy of a coop.consumer stores must take in Is
to account the purchasing price, the pricing policy of the conpe .~
shop's establishment expenses, emoloyees sal=iry, ins”~rancr,

etc. Con--jdernn +V mf Cooo.Co'"MMum'Ar'c s-~ort s c¢c=?n



the Sales price v;hich must be attenable to the customers.

(B) Storage & stock arrangements/ maintenance of stock, etc.

In order to offer better customer services/ coop.consumer stores
must be v/ell maintained giving proper cLmphasis to cleanliness,light
arrangement, interior arrangement of section and stock/ etc. This
also ensures good quality of the products, commodities which nees
proper maintenance before effecting its sales. In addition a list
of available items should also be supplied to the customers v;hich

helps for their buying practices.

(C) Capital ;

The State Govt, is not keen in providing package”™ finance asdie~sfmce
to the cooperative consumers stores which is available for industrial
cooperatives and other cooperative sector. If this is made available
to consumer cooperatives then consumers cooperatives can operate on
sound lines. However assistance invites trouble” in the

administration of Cooperative Consumer store such as -

(i) Govt, imposes rigid control over the coop.consumer storeso

(ii) Govt, officicils, by the very nature of their job are not
businessman. This creates problem in development of Coop,
Cons-Jimer stores.,,, - - - _~-

(iii) Govt, officials gives more importance to Administration
rather than business interest of the organisation.

(iv) Ignorance of service aspect.

(v) Mounting up of interest on loans creates threat to the very
survival of the Coop,Consumer Stores. However in order to

over come this prpblem following remedial actions are

proposed.

(a) Increase in the member's share capital & practice of
paying regular dividend.

(b) Encouragement for savings and high interest rates to
loans secured from the members.

(c) Credit worthiness of the society helps for credit -

availability in purchase of the products from Traders.

g/



- 4 -
(d) Good companies offers commission agency business,
(e) Small internal finance is more meaningful & economical
compared with sources of external finance.
(f) Above actions are possible only when society earns faith

of members and non-members by offering good services to them.

C . MANAGEMENT ;

Organisation structure of a Consumers Coop,Stores remains as

.narrated belov/;

chairman
1

management committee

1 r
1 1
manager sub-committees
|
|
EMPLOYEES
Management Committees must fu lfill following responsibilities. This
will ensure professional management in Cooperative Consumer Stores,
(1) Policy decisions
(2) Purchase Policy and Sales policy must take into account the

area of operation, population, “market trend arid financial strengt
(3) Market oA-trade demands fast decision making which needs to be
followed,
(4) Experts should have stake in management committee sub-committee,
(5) Merit for becoming members of the Management Committee should

not be by vote rather it should be on the basis of his ability/

trait;

(6) Chairman & merribers of the Management Committee shouldprove as
trustees of the members fc organisation and its

y

employees.

EMPLOYEES

n Recruitment & selection of the employees should be on the basis
of merit and dextJdJends of the job,

(2) Employee must be perfect in performing their duties,

(3) Monitory benefit must be in proportion v/ith the labour, time &

skill used by the employees. ~



- 5 -

(4) Salesman should possess qualities of a good Salesman.

(5) Uniformity in objectives of the employees and of the,
organisation.

(6) If possible, employees should have promotional opportunities/
provident fund facility, gratuity etCo -

(7) Alongwith member development fund must be«provision of
A

employees welfare fund/ training fund, etc.

(8) Incentives for hand v7ork.

Policy implementation through employees anh framing up of the
policy XpPagigicfcgRfc are equally important,Asatisfied employees builds

'"Profit* Unfortunately this has been ignored.

AUDIT
Auditing performed by the Govt.auditors is mainly of the
statistical natureo In true sence the auditing should serve as a guide,

philosopher and friend, which*ds absent-~*Govt. auditing procedure.

PUBLIC RELATION

Public relation is an important aspect of a Coop,Consumer store.
In true sence public relation means relationship with the mem.bers and
residents residing in the area of operation. Society can_improve_its
public relation through following ways.

- Society can. conduct occassional selling of sweets, clothes,etc
particularly during festival season by adopting reasonable
pricing.

- Society can organise sales exhibition, sports competition &
Coop.Week celebration, etc.

- Consumer panels can be created for su(~gesting their needs &

preferences.

SALES PROMOTION

(1) Society should adopt own packaging v/henever possible,
branding could be an added advantage.
(2) Incentives on purchases by the customers.

(3) Latest selling techniques to be adopted.



INTER COOPERATIVE RELATIONSHIP/COOPS'RATION AMONG COOPERATIVES

1. There is a four storied structure of the consumer cooperatives
from the primary level to the National level, such as Primary
Cooperative Consumers stores at Primary level, Dist, CTentral
Coop.Consumer Society at the district level. State Cooperative
Consumers Federation at the state level and at the Nationa level
operates National Coop.Consumer Federation. The upper structure
of the Consumer Coop.Organisation is expected to provide technical
guidance, help and to tackle developmental aspects of Primary
Coop.Consumer Stores. But in reality upper structure is not
justifying its role tov/ards primary societies. Primary societies
are facing the shortage of capital and products,to add this s
the essential commodity act. Every entity associated with these
factors tries to harass the primary societies.sdt Structure at the
upper level should have**concrete approach to tackle these problems.
At the federation level different sections should be in existance
such as legal advice, business cell, public relation and research

etc, which is absent today.

thes oth {functioning of
reating meaninqgful

[s a» its federation.

2 - The pr'Jcfsfling . ¢ ' ~ o p m a k e t~Nieir products to
the primary consumer societies. Some of the processing cooperative
such as Coop.Rice Mill, Coop. Oil Mills, Coop.Flooring Mills, Coop.

Co-oN Oovb™

Sugar factories,~Coop. Fruits & Vegetables Societies, to name a

few can play an important role in providing relevant products at

Sal i1
whole price with adequate credit facilities, to the primary cons.
A
stores. Processing Cooperatives should look fon-;ard to distribute
their products mainly through primary coop.cons.societies. Above

arrangement v;ill ensure meaningful inter relationship amongst

the cooperativeso

L /-



Govt. Folicy ;

4

Govt, regulates societr~s activity through Coop.Department. The
Coop, law as applicable to consumer societies sesuk possess some defects
Coop,Department should play the role as a developmental agency v;ith
proper guiding spiri”™ instead” in reality it is observed that it follows

N w

attitude by imposing penalties, punishment, etc.

Follov/ing reasons are responsible for creating above situation.

1) Cooperative departm.ental officials are not business experts. The

lack businessmanship and it affects adversely on the development
of consumer society. They are not sincere tov;ards business aspects
of the society.

2) Coopo Department fails in providing guidance and protection from

other Govt, department if needed by the society.

3) State Govt, is not sincere in providing”~for developmental aspects
of a cooperative societie”™in its budget formulation exercise. The
provision in the state Govt, budget is mainly to meet the admini-
strative expenses of the cooperative department. The professional
management in consumer cooperatives demands provision of employees
training, research, etc. but encouragement from the coop.department
and management of society is absent, which is main hurdel in bring-

ging profiessionalisation of management in consumer cooperatives,

CONCLUSION
The uniform development of the consumer cooperative movement
demands development of every entity working for the movement. Develop-

ment of one entity should not be at the cost of the others.

The white revolution through Operation flood programme has resulted
in huge production of milk mainly benefiting to the milk producers &

ignoring the interest of the consumers.

Cooperative institution/organisation shoulc encourage purchases

from the coop.consumer stores. One the one side Govt, agencies prefer

purchases from Coop.Consumer stores but on the other coop, stores /instt.

neglects the same, which should not be the case.



SUBJECT : NEED AND PRESENT POSITION OF RURAL CONSUJffiR COOPERATIVES

IN GUJARAT and TO SUGGEST STRATEGIES FOR ITS SPEEDY
DEVELOPI'4ENT.

GROUP LEADER : Shri Shrish S. Sheth

Shri A,M, Varia
Shri A-R. Mishra
Shri R.H. Patel
Shri H.Z. Zaveri
Shri M,D. Sheth
Shri G.D. Modi
Shri M.D. Raval
Shri D.J. Waghela
Shri R.H. Shah
Shri G.C. Desai
Shri B.A. Patel
Shri N.P. Modi
Shri G.R. Kanani

Shri M.C. Joshi

Follov/ing are the problems faced by the Rural Coop,Consumer Stores

and suggestions to overcome the same.

1,

40

The Rural Coop,Consumer Stores needs products in small quantity,,
Lack of transportation facility coupled with inconvenient loca~
tions adds to the transportation cost.

The shortage of professional]” trained employees.

The nature of business performed by the rural consumer stores

is mainly of controlled items suoplied by the Govt, This is not
a profitable business.

Shop timings of the rural consumer stores are mostly in early
morning hours JssKkKKmKX & evening hours enabling employees to

v;ork in two shlilftoo

Phe Coop.Consumer Stores are incompetent to comi:”ete v;ith the

private traders operating in rural area. This has created such

a situation whert survive! Lrcomcc first coal of the rural coop.Onv;.



15.

16.

17.

-------- iuraJd. people to organise a neaitny coopo
Consumer Stores/ the State Federation should play the lead role

iSy organising seminars/ v.orkshops, meetings in rural areas.

As a promotional strategy the rural cooperative consumer Store
should have seasonal sales counter particular during festival

season and harvesting of the Kharif & Rabbi crops.

The licencing procedure of the rural cooperative consumer stores

should be simpli-fied,

The rural cooperative consumer stores should be encouraged.to

undertake sales of non-controlled items.



GROUP NO. 3

SUBJECT : CONSTRAINT IN ADOPTING MODERN RETAILIN3 METHODS BY CONSUI-ffIR
COOPERATNIN-S OF GUJINJMAT STATE AND TO SUGGEST MEASURES FOR

ITS ADOPTION.

GROUP leader : Shri Ayush Singh Coordinator
Shri Shailesh Shah
Shri J.A. Mehta
Shri B.H. Mehta
Shri G.R. Patel
Shri DHulabhai Th”~parbhai
Shri N.P. Modi
Shri G.M, Joshi
Shri J.P. Devda
Shri A.B. Fasa
Shri A.P. Patel
Shri T.M. Bariya

Shri R.C. Shah

The members of this group realises that problem for introducing
"Self Service Concept" in Cooperative Consumer store is closely related

Jiie organisational profile & business profile of the Cooperative
Consumer Organisation they belongs to“hence”~while discussing on the
problems”~alongwith group opinion due emphasis is also been given to the
organisational profile & business profile of the individual group membe

cooperative consumer storey.

1st part of the Group discussion highlights in brief the organisa-'
tional and business profile of the selected cooperative consumer store/
In IIlnd part of the discussion the group member have identified General
problems for introducing Self Service Concept and the last part of the’

discussion explains benefits of the Self Service Concept.

1, The Chikanwas Coop.Service Society undertakes credit business
alongwith nori-controlled cloth business. Due to shortage of staff
society can not expand its consumer business and here no adoption

of Self Service Conceot.



2. Rupal Coop.Seva Sahakari Mandli deals in cré6>dit and controlled

items supplied by the Govt, agency. Due to inadequate place

available v/ith the society, it can't go in for the Self Service
Concept.
3, The Banas Dairy Staff Credit Society deals in milk and milk

products. As the said society is located 5 to 6 kms. away from

the city area hence society can't adopt Self Service Concept.

4, The Ahmedabed Electricity Employees Credit Society deals in
Cre.dit and also undertakes seasonal business of consumer items.
Due to non-availability of sufficient place™” henc”™ society can't

undertake Self Service Concept for the consumer business.

5. The Shreyas Coop.Credit & Consumer Society operates four branches
in Ahmedabad viz. Kankariya branch, Narayanpura branch, Paldi
branch and Narayan Nagar branch deals in almost all types of
daily needed consumer items. The” society undertakes v;holesale

and retail business of consumers items.

In order to start the self service store the society faces some

problems as mentioned below;

- ~-shortage of space - -
- Financial requirement for investment in fixed assets, current
assets and computers, etc.
- Godown and also the space for packaging.
-- For Self Service Stores professionally trained personnels' are
required.

- lIllliterate customers to entre the Self Service Shop.
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The members of this croup realises that problem for introducing
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the, organisational profile & business profile of the Cooperative
Consumer Organisation they belongs to~hence”~while discussing on
problems”~alongwith group opinion cue emphasis is also been given to the
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Rupal Coop.Seva Sahakari Mandli deals in credit and controlled
items supplied by the Govt, agency. Due to inadequate place
available v;ith the society, it can't go in for the Self Service

Concept,

The Banas Dairy Staff Credit Society deals in milk and milk
products. As the said society is located 5 to 6 kms. away from

the city area hence society can't adopt Self Service Concept.

The Ahmedabad Electricity Employees Credit Society deals 1in
Credit and also undertakes seasonal business of consumer items.
Due to non availability of sufficient place®” henc” society can't

undertake Self Service Conceot for the consumer business.

The Shreyas Coop,Credit & Consumer Society operates four branches

in Ahmedabad viz. Kankariya branch, Narayanpura branch, Paldi
branch and Narayan Nagar branch deals in almost all types of
daily needed consumer items. Thej® society undertakes v;holesale

and retail business of consumers items.

In order to start the self service store the society faces some

problems as mentioned below;

- -Shortage of- space -

- Financial requirement for investment in fixed assets, current
assets and computers, etc,

- Godown and also the space for packaging.

- For Self Service Stores professionally trained personnels- are
required.

- llliterate customers bee=ziifea#ts to entre the Self Service Shop.
A
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Despite above mentioned problem. Self Service Shop provides

folj-owing benefits;

1)
2)

3)

4)

5)

6)

Increase in total sales and hence the profit.

A well throught pricing policy can be adopted.
Discounts availed from the supplier can be passed on
to the customers,

Members can share the benefits in the form of increased
dividend,” efficient service, etc,

Customers can save the time.

Every item bears price hence no bargaining.
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10,

11.

13,

14,

15,

16,

17,

18,

19,

20,

Cooperative Consumers ”~Vores should adopt home delivery

service,

Mobile store can be operated, where ever possible with an

intention to serve the members/customers.

The nature of job, ,as a sales™”™'n™a in consumer stores, deman

polite attitude towards the consumers,

In order to ensure better members participation profit shar,

in the ferm of dividend should not be restricted by law,

Cooperative Consumer stores, as a sales promotion strateg”™”

should offer cash discount” guantity discounts to th
m
members.

To ereate-mawa-reness amongst t3fe members/ I5rQp";| XM/ r'aT!TI'fyg'™*»-"

programmes should be organised,

The management committee while deciding on policy decisions
must protect members interest and encourage better customer

satisfaction.
S

The constitution of sub-committee must ensure proper represen-

tation o'f the members. This helps in better members participat

Special sales for stock clearance should be offered only to

the members at the concessional prices.

While deciding pricing policy fast moving items should have
lower profit margin and slow moving items should have high

profit margin,

On the special occassion society can distribute Gifts to its

loyal customers and members,

All Cooperative Consumers stores should have complaint/

suggestion box.
Members who wishes to sale their products through their coop,

consumer stores should be encouraged to do so,

For creating internal source of finance members should be

encouraged to offer deposites to the store.



GROUP NO. 5

The existing arrangements for Human Resource Development and
Professionalisation of Consumer Cooperatives in Gujarat State and
suggest roles which the institution should play in the field of

framing research and guidance.

GROUP l1eader Shri K.K. Patel
Shri B.C. Patel
Shri J.G. Desai
mShri J.A. Patel
Shri D.K, Diwan
Shri T.P. Belim
Shri C-N. Patel
Mrs, Dhanluxmi Patel
Shri R.F. Patel
Shri S.S. Modi
Shri S.V. Shah
Dr. 1.S. Patel
Shri Parmar
Shri N.K. Bhatt

Shri M.T. Rana

In the present scinerios of the consumer coop,movement of the
Gujarat it realises that the consximer cooperatives are not follov/ing
professionalisation of management and Human Resources development to
the desired extent/ hov;ever the same is practised by cooperative
Dairy UnitS/ Coop,Oilseeds processing unit and cooperative sugar

factories/ etc..

The human resources development in consumer cooperatives can

categorically be stated as under;

(a) Members -m Poor member participation resuits in slow business
development/ Members do not fulfill their responsibility to
attend the annual general meeting. This is main hurdel in develop-

ment of Hximan resources as far as members are concern.

L»L L2



Rupal Coop.Seva Sahakari Mandli deals in credit and controlled
items supplied by the Govt, agency. Due to inadequate place
available with the society, it can't go in for the 'Self Service

Concept.

The Banas Dairy Staff Credit Society deals in milk and milk
products. As the said society is located 5 to 6 kms, away from

the city area hence society can't adopt Self Service Concept.

The Ahmedabad Electricity Employees Credit Society deals in
Cre.dit and also undertakes seasonal business of consumer items.
Due to non availability of sufficient place™” henc”™ society can't

undertake Self Service Concept for the consumer busihess.

The Shreyas Coop.Credit & Consumer Society operates four branchef

in Ahmedabad viz. Kankariya branch, Narayanpura branch, Paldi
branch and Narayan Nagar branch deals in almost all types of
daily needed consumer items. The/ society undertakes vrtiolesale

and retail business of consumers items.

In order to start the self service store the society faces some

problems as mentioned below;

- Shortage of space

- Financial requirement for investment in fixed assets, current
assets and computers, etc.

- Godown and also the space for packaging.

- For Self Service Stores professionally trained personnels’ are
required.

- lIlliterate customers be©*fca™ to entre the Self Service Shoo.
A

o=*_3



9, Ladies participation in Management committee must be ensured,
100 Professionalisation of management in Cons.umer cooperatives is
the need of the hours, particularly during the period of New

economic policy which encourage? competitive environment,

TRAINING FACILITIES

There is a three tyer structure for the training facilities of
*

the cooperative sector.

1) National Cooperatiye Union of India NdUI ~ as a National
level entity should prepare action plans for consumer cooperatives,
Fxarther;™» it should publish books, video cassettees, audio-cassettes

depecting current scidnario of the consumer coop,movement.

NCUI should constitute statewise committees of the representatives
of State Cooperative Union, Dist. Coop,Union and State federations
which will be responsible for planning of the publication progra-

mme and its implementation,

2) State Cooperative Union State Cooperative union organises
three days training programmes for the committee members of the
management committee of the primary consumers coop, society ~
~15is€~ad~state munio~n shoulB" organise” t\'fo '3aVs training programme
preferably in two phases* State Coop.Union should also organise
Workshops, Seminars and create study circles for imparting

effective and meaningful training to the consumer cooperatives.

Member education should be dealt by the society itself. Training
for secretaries of the primary consumer societies should be

encouraged.

State Coop.Union should organise regular programme with proper
emphasis ©n professional requirement of the job that the consumer
coop.are to perform,, Further all training institutes coming under

;MiNiNM"Niold of state cooperative union should be well equipped with
the latest training facilities. State Coop. Union and Institutes
Coopo Managc-ment should have strategic alliance for conduct of
the training prograrrroes for the consumer cooperatives. State

.ich a T6SBarch_win~rg benefiting to
y -- - 2/-
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LIST OF DELEGATES 3. THEIR ADDRESSES; FILE NAME: C:\LOTUS\CON WS93.WK1
SL.
No , NAME DESIGNATION IREPRESENTED INSTITUTION IADDRESS

G .R .KANANI IHON .SECRETARY Banas Dairy Staff Society Palanpur

R.L.PEDA ICHAIRMAN Bathiwada LAMPS
4 D.T.BHAGORA i CHAIRMAN Chikanvas LAMPS Ch ikanvas
4 N.P_.MODI MANAGER Chikanvas LAMPS Chikanvas
5 R.H.PATEL HON .SECRERARY Dabhoi Cent.Ca-ap.Cons. Stores, Dabhoi
6 S_.S.SHETH GEN .MANAGER IDAJPD SCH. KHARID VECHAN SANGH
7 J.M_SHAH ASST.GEN.SECRETA Gujarat Ambuja Cement Empl. Credit 5 Consumers Soce ity
8 U.D.RAWAL MANAGER IGuj arat Ambuja Cement Empl. Credit Consumers Boce ity
9 B.C.PATEL A_C.Edn.OFFICER Gu jaiat State Co-op. Union Ahmedabad
10 K.K.PATEL C.Edn. OFFICER Buj arat State Co-op. Union Ahmedabad
11 K.P.SHAH A.C.Edn.OFFICER Gu jara™t State Co-op. Union Ahmedabad 1
12  M.C..JOSHI ASST .MANAGER IGuj arat State Co—op.Cons. Federation,Ahmedabad !
13 Dr.1.S.PATEL CHAIRMAN IGuj.Agri.UniV.Empl's Credit Cons .Soc iety , S.K.Nagar i
14 A.M_VARIA CHAIRMAN IGurukrupa sahkari Grahak Bhandar, Fardo Dist,P.Mahali
15 M .D .SHETH MANAGER /I Jamnagar Cent. Co-o0p. Soc iety, Ahmedabad !
16 D.R.DIWAN PRESIDENT Deevandhara Cons. Co-o0p. Stores |
17 T.P.BELIM MEMBER !Jeevandhara Cons. Co-op. Stores
18 V .M .BHAVSAR A _SECRETARY IKarcheliya Sah.Grahak E<handar, Dt, Surat
19 J.G.DESAI PRESIDENT IKatargam Vibhag Grahak Sah. Bhandar,Katargam,Dt.Surat
20 B.A.PATEL 'MANAGER IKheda Dt .Co—op .Purch S Sale Union, Nadiad
21 B.S.PATE. MANAGER 'Krishna Sah. Grahak 1BBhandar, K.aramsad
22 M .1 .VANAD i PRESIDENT IKrishna Sah. Grahak Bhandar, Karamsad
23 R.S.SHAH SECRETARY IMMai ana Sewa Sahkari Mandali, Mai ana
24 M .T .RANA | SECRETARY Manekshouik Co-op .BankEmp1's Credit S Cons.Soc, A"bad
25 N .K .BHATt VICE CHAIRMAN IManekshowk Co-op.BankEmpl's ICredit X Cons.Soc, A"bad
26 G .S .BHAVSAR IAdministrator " IMansa Farmers Gr.M.P.C.S Gandh 1 Nag ar
27 6.B.MODI MANAGER " IModikhana Cons.Co-op. 1Society, Ahmedabad
28 PATEL .J.ARVINDBHAII PRESIDENT INarmada proj.Main Canal— Division No.5
29 A.M.SUTHAR EXE. OFFICER Panchamahal Dist. Co-op. lUnion, Godra
30 M.J.ZALA 1EXE.OFFICER IPorbandar Cent.Cons. Ico-op.Store, Porbandar
31 K.R.SAVALIYA ASST.MANAGER 'Rajula tgq. Co-op.Purch. I Sales Union, Rajula
32 M .M _RAV IVICE PRESIDENT IRajula tq . Co-op .Pi.irch. Sales Union, Rajula
33 0.K. VALAD MANAGER 'Rajula tq. Co-op.Purch. ISF Sales Union, Rajula
34 A_R.MISRA 1ICHAITRMAN IRaliyatiVjbhagiy Sah.Grahak | Bhandar, Dahod
35 G.M.JOSHI 'VICE CHAIRMAN IRuparel Sawa Sahakari IMandali, Ruparel
36 J.P_.DEVIDA |ASST .SECRETARY IRuparel Sewa Sahakari Mandali, Ruparel.
37 B.B.CHAUDHARI CO-0P OFFICER IR.C.S, GUJARAT
38 G.C.DEBAI 1ICO-0P OFFICER IR .C .S, GUJARAT
39 H.Z.ZAVERI CO-0P OFFICER IR .C .S, GUJARAT
40 J.R.PATEL CO-0P OFFICER R.C.S, GUJARAT
41 P.D.PARMAR CO-OP OFFICER IR .C .S, GUJARAT
42 P.J.JANI 1CO0-0P OFFICER 'R .C .S, GUJARAT
43 P.R.PATIL ASST DISTRICT IR.C.S, GUJARAT
44 S_H.PARMAR CO-0f” . OFFICER IR .C .S, GUJARAT
45 RAMACHNADRA GODWAL DIRECTOR 1Sarabha i Chemicals Empl-s 1ICo-op. Stares, Baroda
46 RAMSINS S._.BARIA SECRETARY ISarabha i Chemicals Empl-®s 1ICo-op. Stores, Baroda
47 RANJITBHAlI P._PATEL L.P .P.O 1Sarabh ai Chemicals Empl°“s ICo-op. Stores, Baroda
48 SHAILEBH V.SHAH L .W _.OFF JCER 1Sarabhai Chemicals Emp1l-s ICo-op. Stores, Baroda
49 SURESHBHAIL S.MODI CLERI" 1Sarabha i Ctiemirals Emp1l°s ICo -op . Stores, Baroda
50 R.B.GADHVI CHAIRMAN IGardar Grahak Sah.Bhandar ISardhav
51 ICHANDRAKANT N.PATEICHAIRMAN ISardar Patel Sah.Grahak IBhandar Ltd.,Baroda
52 IMrs.DHANLAXMI PATEIMANAGER ISardar Patel Sah,Grahak IBhandar Ltd.,Baroda
53 INAILESH R.PATEL IMANAGER ISardar Patel Univ.Central ICo-0op. Society
54 IKUBERBHAI K ISECRETARY ISayala Sah.Grahak Bhandar ILtd.
55 I1A.B.KASA IACCOUNTANT IShreyas Co-op.Credit ISoceity, Ahmedabad
56 :A.P.PATEL ICLERK IShreyas Co-op.Credit ISoceity, Ahmedabad
57 IN.C.RAMANUJ :GEN.MANAGER IShreyas Co-op.Credit ISoceity, Ahmedabad
58 IR.C.SHAH ICLERK IShreyas Co-op.Credit ISoceity, Ahmedabad
59 IT.M.BARAIYA IAssistant IShreyas Co-op.Credit ISoceity, Ahmedabad
60 ITAKATSINGH |1 JATORIACCOUNTANT IShri Sewa Rurajna KarmacharlVivith Lalshya Sah.Mandli,
61 !C.N,PATEL IMANAGER IShri.Narmada Staff Cons.8< ICredit Scoiety, Bharuch
62 ILD.PATEL IACCOUNTANT IShri.Narmada Staff Cons.Si ICredit Scoiety, Bharuch 1
63 IR.M.PATEL ISECRETARY IShri.Narmada Staff Cons.& ICredit Scoiety, Bharuch
64 {D.G.VAGHELA ICHAIRMAN IShri.Sharada Grahak Sah. IBhandar, Rajkot
65 IS.M.SHAH IMANAGER ISuryas Credit Co-op. SocietlAhmedabad
66 IR.M.PANCHAL ISECRETARY ITaradiyabhao Grahak Sah. IBandar, Rarwadiya
67 IB.H.MEHTA IASST.SECRETARY IThe A'bad Elec.Co.Empl. ICo-op.vvd. karyakari mandlil
68 1J.A.MEHTA ICHAIRMAN IThe A'bad Elec.Co.Empl. ICo-op.vvd. karyakari mandlil
69 IKANATILAL S GOHIL IMANAGER IThe Batiwada Mota Ghatni IVivith karyakara Sah.Mandli
70 1G.G.THAKOR IPRESIDENT IThe Cambay Hard-cock co-op.lICons. Stores, Cambay
71 IH.S.RANA IMANAGER IThe Cambay Hard-cock co-op.lICons. Stores, Cambay
72 1D.J.SINDHAV ISECRETARY IThe Munjapar Adarsh Gr.Co-olSoc. Ltd.
73 IN.S.VARMA ICHAIRMAN IThe Munjapar Adarsh Gr.Co-olSoc. Ltd.
74 IM.D.RAWAL IMANAGER IlUnjha Cons.Co-operative ISociety, Unjha
75 IB.N.KURESHI ICLERK IVadgam Tq.Panch.Empl.CreditlS. Cons. Co-op.Soc.Vadgam 1
76 IS.A.KURESHI IMANAGER IVadgam Tqg.Panch.Erapl.CreditlS< Cons. Co-op.Soc.Vadgam |



UDAYBHANSINHJIl iriSTITUTE OF COOPERATIVE MANAGEMENT
SECTOR-30, GANDHINAGAR - 382030, GUJARAT STATE.

WORKSHOP ON DEVELOPMENT OF CONSUMER COOPERATIVES IN GUJARAT IN
COLLABORATION  WITH ICA, NCCT, GUJARAT STATE COOP. UNION  AND
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Pragramme Schedule

29.11.93
Event Faculty/Resource Person Time
Registration Niraj Pasricha 10 .00 a.m.
Programme Coordinator to 11.00 A.M.
i
Welcame and Introduction H.N. Dubey 11.00 a.-mm
Princ ipal to 11.45 a.m.
Dr. D.P. Garg
Secretary, NCCT” N.Delhi
P. Machima
Consumer Advisor, |ICA,
G.M. Shah, ED, GSCU,
N. Pasricha
Programme Coordinator
Ten 11.45 a.m. to
12.00 noon
Presentation of papers S.C. Misra 12.00 noon to
'A Profile of Consumers Senior Consultant 1.00 p.m.

Cooperatives in Gujarat NCCF, Bombay..
and 'Modern methods of

Cooperative Retailing'.

Presentation of Case N. Pasricha 1.00 p.m to
Study_~f "Shreyas Faculty Member < 1.30 p.m
Coop*, iative Credit Mr. Ramanuj

Sacioty, Ahmedabad. General Manager 'Shreyas’

Lunch 1 .30 to

N
w
o
T
3 3



Presentation of Case
Study of Sarabhal

Chemicals Coop. Supply
Society, Baroda.

Formal Ilnauguration
Tea

Presentation of Case
Study of "The Unjha
Cooperative Consumer
Store, Ltd.

Presentation of Paper
on "Govt, Policy and
Programmes for the
Consumer Cooperatives

in Gujarat State ".

Formation of Group* and

Group Assignment.

Visit to Kalpatharu
Self Service Shop.

Jr. T.D. Tiwari
Faculty Member and

Manager, Sarabhai Stare.

Shri G.M. Shah
Executive Officer
GSCU, Ahmedabad.

Dr. D.P.
Secretary,
New Delhi.

Barg
NCCT

P. Machima,
Consumer Advisor, ICA,
THAKOREBHAI NAYAK
Hon"ble Minister of
Cooperation, Gujarat.
H_N. Principal
UICM.

Dubey,

S.Y. Deshpande
Faculty Member and
Manager, Unjha Coop
Un jha.

An Officer from

Coop. Department of
Gu jarat.
Dr. D.P. Garg,

Secretary, NCCT.

N. Pasricha
Programme Coordinator,

Pradit Machima &
Dr. D.P. Garg.

p-m. to
p.m.
p-m. 3
p-m.
p.-m. to
p-m
p-m. to
p-m.
p-m. to
p-m.
p-m. to
p-m.
p-m. to
p.-m.



31.11.93

Event

Group Discussions

Tea Brtak

Discussion with
NCCF Expert

Group Report
Presen tat ion

Coops, in Phukat
(Thailand)

Flannery Session
Closing

LUNCH

Faculty/Resource Person

In 5 groups under UICM
Faculty Members

S.C. Mishra,
Br. Consultant

Group Leaders

P. Machima
ICA Cons. Advisor.
P. Machima

G.M.
H_N.

Shah,
Dubey,

EO,GSCU
Principal

Time

9.00 a.m. to

11.

11.
11.

11.
12.

12.

00

00
15

15
00

00

1.00

a.m.
a.m. to
a.m.
a.m. to
noon
noon to

p.m.

p.m. to

p.m.

p.-m. to

p.m.



