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I NTRODUCTTION

The overall aim of a Consumer Cooperative Organisation is to
provide all kvinds of goods and services for welfare of the peaple

1 & Jiven soccaiety. Tne organication of Consumers Cooperatives
1 the most reliable and well tried method to bring down and
malimntain praices at a fair level. The consumer societies are also

expected ta sell un—-adulterated and gquality goods to consumers
and save them from exploitation at the hands of unscrupulous
traders.

. Though 1t may not be possible for the Consumer Cooperataives
to undertake the distribution of all kinds of consumer goods at
all places, still whatever their size, character and number, once
they are organised, they begin to have regulating effect on the
general price level in the market and quality of goods.

S The need for organlisation of such consumer ccoperatives was
felt in the past 1n India and efforts were made to vrganise
concsumer cooperatives from time to time but the real impetus for
the development of consumer cooperatives was received during the
Third Five Year Filan period, 1961-1963 with the financial support
and encocuragement from the Government. The concept of setting up
a Department Store by a Consumer Cooperative and iater on Self-
Service (section) i1n the Department Stores was introduced i1in 1966
i.e. the beginning of the fFourth Five Year Flan. This shows that
the planned efforts were made i1n India to develop and modernise

the consumer movement.

4. with the continued Government assistance, most of the areas
of the country have been covered by consumer cooperatives at the
primary level in citres and towns and Wholesale/Central
Ccoperative Consumer Stores at the district level. Cooperatives
have been pioneers 1inn introducaing the concept of Department
Stores which has made 1t possible for consumers/cus:omers to make
complete shopping under one roof. The Department Stores are

generally &nown as Super Bazar, Apna Bazar, Sahakari Bhandar,
Samvaika and Janta Bazar in different parts of the country.
These Department Gtores are now being run on modern lines
5roviding better and improved services like self-service shopping
cystem to consumers. °

S, Upto the end of 1989, 418 Department Stores have been
organized and are working in different parts of the country.
These stores handle all essential and common commodities like
household goods, groceries, textiles, drugs and medicines,
cosmetics etc. Some of the Department Stores provide round the
clock service for sales of drugs and medicines, while others run

fruits and vegetable shops.



6. The concept ot eelt-service shop was tirst ot all introduced
in Department Stores calied Super Bazar’ in New Delhi in 1966.
In many places. ceif-service shops are running as i1ndependent
urnits of .consumer cooperatilvecs. TJoday there are nearly 250 self-
service shopse ruar Ty consuiner cooperatives. Trne self-service
system is modern and becoming popular as the customers prefer to
pick and choose2 goods as  they like without bothering sales
personnel tc tell tnern the contents, price, quality and weight of
the goode .

7. The re-wlits of worrviog of some of the self-service -shops are
1Mpressive iyve AGpna Berar  and  Sahakari Bhandar 1n Bombay.
Triplicane «d Uinnitneam:s: Stores o Tamilnadu, Super Bazar of
Delhi to name a Tew bhut “nien there are others whose working 1is
un—satief ctury 14 —~p3te f the: fact that they have got potential

fcr develoupment. e International Co-operative Alliance, New
Delhiil . waiited to vinow the present position of working of self-—
service chope 1n Madras and Calcutta on & semple basis concerning
their cozectyl e, Lisat i oans, organisational set-up funds,

business gpecatione ono resulie of their operations.

4

o Trhe 1A s, thierdtes e, sl ruasted the studv to me to study
the fecllowing aspes b

1 T AL Ees 1 b= 1mpac of operations of seif-service
shops on the  bhenefits and welfare of cooperative
member <. the caoamormalty and the cooperatives.

11) To evaluate the 1mpact of Government assistance on
cooperative operations, initiative and future
development.

1113 TJo identaify problems and soclutions.
iv) To find ways and means of improving their operations.

S. To the best of my ability, 1 tried to study the above
aspects. As the welfare of consumer 'is nearest toc my heart, it
was  my endeavour to wnow the real proble=ms of consumer
cooperatives in running the self-service shops successfully and
the strategy they can adopt to improve their working. In doing
sc, I received the help and cooperation from all concerned.

10, The experience of working as a Chief Director, in—charge of
Consumer Frogramme« in N.C.D.C. and later on as a
Cunsultant/Froject Director in the Council for Rural and Co-
cperative Development, New Delhi, was helpful to me to identifvy

the problems of consumer cooperatives and suggest some measures
to solve them.

11



11. I am grateful toc the Chief E-ecutives, Special Officers and
staff of Cooperative Wholesale Consumer Stores of Madras and
Calcutta for furrnishing me the required 1nformation about the
wirking of Self-Service shops and their parent i1nstitutions.

12, My thanks are due to Mr. Fradit Machima, Consumer Advisor,
ICA ROAFP, for his valuable advice in preparation of this repaort.

1=, And above &ll, 1 am thankful to Mr. G.k. Sharma, Regional
Director, CA RKOAF, New Delhi, who was a continuous source of

inspiratic,, to me.

New Delhi . R.5. Umre
Jurie 1991. Consultant to ICA ROAF

111



CHAPTER-1

Scope _and objective of the study

1.1 The ICA Sub-Committee on Consumer Cooperation in South East
Asia in i1ts meeting theld in June. 1987, advised the member-—
moaovenrents that the consumer coopera’ 1ves in their countries
should not only confine their activities to distribution of
comnsumer  adods  but  should also function as movement of mutual
assistance in daily life and try to improve the quality of life
1or the consumers. In the context of these expected socio-
economic developments through consumer cooperatives, it has been
counsidered necessary to assess the present position of the
working of self-service shops of consumer cooperatives and the
tent of benefits derived by consumers and the scope for future
rievelopment.

| The study has, therefare, been commissiconed to assess the
firecent situation of woriing Sel f-Service shops of Consumer
Cunperatives 1in Madras and Calcutta on a sample basis and to know
thesir problems and prospects for future development.

Hude of study

1.2 For the purpose of this study, the following three
cooperative wholesale Consumer Stores from each of the two cities
hhave been selected and operational study of one each of their
celf-service shops has been made.

The following 3 wholesale consumer stores and self-service
shops run by them have been selected.

Name of Wholesale Name of Self-Service ghop
Cons. Coop. Stares (S.5. Shop)
(Farent’ Institution)

Madras

1. Triplicane Urban Coop.
Society (TUCS)

1. Kamdhenu Coop. Super Market
S.S. Shop.

2. Park Town C.W.C. Stores 2. Chintamani Coop. Super
Market S.S. Shop.

~. Chingleput Distt. CWCC
Stores Ltd.

2. Purusawalkam S5.5. Shop



Name of Wholesale Name of Self-Service shtap
Cons. Coop. Storecs (S.5. Shop)
{Parent Institution)

Calcutta

[
1]
¥
1. Calcutta C.W.C. Stores } 1. Lindsay Street S.5. Shop.
Hazra Road. i
¥
2. Behala C.W.C. Stores i

2. Behala 5.5. Shop~
Behala.

-

3. Bidhannagar C.W.UC. Stores 2. Bidhannagar 5.5. Shop.

1.4 The detarled information on various aspects of working of
the parent organisaticns and the self-service shaps run by them
was collected in the questionnaire. Thecse 1nstitutions were
visited and discussions were held with the Chief Executives of
Wholesale Consumer Stores and Managers in-charge of S.S. Shops.
The customers visiting self-service shops were interviewed and
their opinions sought. The sales personrnel and the Management
also gave their views on the working of cself-service shops and
the: benefits derived by them.

k)



CHAPTER-ITI

Fresent position of Consumers Movement

2.1 India's Consumers Cooperatives have 4-tier structure. At
the grassroot level, there are 23048 wurban based primary
societies anc they have over 7000 branches, retail outlets and 68
Department Stores. At the district level, there are 631
Wholesale/Central Stores. They have about 3370 branches and 314
Department Stores. At the GSGtate level, there are 26 State
Cooperative Consumers Federations and State Cooperative Marketing
Consumers Cooperative Federations with 10= branches, 36

Department Stores and 333 other retail units. At the Apex is the
National Cooperative Consumers’ Federation of India.

2.2 The membership position i1s as under:

1. Primary Consumer Societies - 7%.04 lacs

2. Wholesale Stores - 23.65 lacsx

= State Federations - 16,587 societies
q. National federation - 108 societies

¥ Of this, 22.30 lacs are individuals.

(Source: Annual Report of Ministry of Food & Civil Supplies)

2.3 The total share capital contribution of the State
Federations is about Rs.370 wm:illion. 867 of this share capital
has been contributed by the Government. The wholesale stores

have a share capital contribution of Rs.454 million. About 70%
of this share-capital has been contributed by the Government,
The primaries have a total share capital of Ks.360 million. In
their case, the Government contribution is about 25%.

o~

2.4 The growth of business of the Primary Consumer Stores and
Wholesale Consumer Stores from 1983-84 to 1988-89 is as under:



Table No. 2.1

)]

rowth of businecs for the country as a whole

(Rs. in lacs)

Year Frimary Cons. Stores Wholesale Coop. Cons.
Stores.
1983584 . 61,5458 72,206
1984-85 LS. 672 86,642
1985-86 79274 . 94,941
1986-87 78,777 95,751
1987-88 7b H0OL 104,888
1988-89 a8,707 108,955

The above table shows that there has been gradual growth of
business. ’

2.9 (Overall «
west HBengal &
below: '

cernari0 of Coop. Consumer Movement in Tamillnadu and
e well as 1n Maaras and Calcutta has been indicated

The structure of the Concumer Cooperatives in Tamilnadu at
the end of 199C was as under:

Fiqure No. 2.1

Tamilirnadu Urganisational Scructure

e St e o 1 s e L A ok e £ i i -
; i State Coc-operative Consumers Federation H
: k. o SO g, e
R et i st e s L LR R v, i §
f Wholesale Consumers Stores (29) i
e L4 TS S —_ t N ¥ o
e 5 5 e A, " rneim ¥ 4 ']
i Deptt. Stores v Cther HBranches ! Primary Cons. Stores |
: { 20 : (2168) ’ (3846) i
e e AR b, L UGS P + - |
3 v ']
¢ Branches (923)
£ oy |
SR ar s e e e g - H - ]
Members (H.&9 lacs) t Members (13.77 Tacsl|
C e e e s e e e e me T s [ — -t

-



2.6 The structure of the Consumer Cooperatives in West Bengal at
the end of 1990 was as under:

Figure No. 2.2

West Bengal Organisational Structure

PR TR A i e iy

{ West Rengal State Cooperative Consumers Fedn.
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P (0.223 lacs) H i (9.43 lacs) i

s . »
B A e A 2 st T L peeey — -t

Source: Annual Réport of Ministry of Food & Civil
Supplies, Govt. of India.

2.7 In both the States, the membership of wholesale consumer
stores consists of primary consumer stores as well as
individuals. They have also opened branches through which they
make retail sales. Similarly, Primary Consumer Stores, which are
the members of wholesale consumer stores, have opened che
branches and membership consists of individuals.

The total 1individual membership of wholesale as well 3as
primary consumer stores in Tamilnadu was 22.46 lacs while in West
Bengal, i1t was 5.66 lacs in 1988-89. .

2.8 Sc far &s business operations are concerned, 29 wholesale
stores of Tamilnadu neve retail business of Rs.367.%5 crores; the
same number of wholesale stores 1in West Bengal have retail
business of Re.105.38 crores in 1935-89. The retail business of
primary consumer stores in Tamiliadu 1s Rs.186.64 crores while in
West Hengal 1t 1s Rs.106.35 crores 1n 1988-89. This shows that
although the stage of development of Consumer Movement differs in
two States, the retaii business of consumers stores, both primary
and wholesale consumer stores 1= substantial. The importance of
cooperetive business aperations may be judged Trom trne Tfact that
1 metropolitan crtiries like Madras and Calcuita, there are quite



a ]d' gE number 0' p' lvea te Sl'Dps w"ose assor t‘HE|] t D' gODdS and
concumer service are as E' |lCIEllt as tllat D' Coopel atlve cons r



CHAPTER-III

Cverail position of parent institutions
(in Madras & Calcutta)

3.1 Im Madras caity, there are four cooperative wholesale

consumer ctores and 1n Calcutta, there are three wholesale
consumer stores which are running self-service shaops. Their

names are as under:

R Tt S T B o v—

Store/Society No. of self-service shops

MADRAS

- re m amr wr

1. Triplicane uUrban Coop. Society
Ltd. (TUCS 9

. Chingleput Distt. Cons. Coop.
W/S Stores (CDCCWS) 1

. Fark Town Coop. W/S Stores
Ltd. (FTCWS)

)

4. North Madras Loop. W/S Stores
Ltd. (NMCW3S) 1

CALCUTTA

1. Calcutta W/S Cons. Coop. Society
Ltd. (CWCES) &

2. Behala W/S Cons. Coop. Society

P MR SR M me MY R M SRS MEE NS MR MES e CRIY FETC T W aevd SN Wt D TS e wt e m mes

“hu wer Wt e rgr BT G wm BEY W EET WS RKT G W A RYT AU gws AR sy T RS

Ltd. (BHWCCS) 1
3. Bidhannagar W/S Cons. Coop.
Society Ltd. (BNWCCS) 1
3.2 For the purpose of studQ, however, we have selected the

first three Whole Sale Stores in Madras, namely Triplicane,
Chingleput and Fark Town W/S Consumers Stores and i1in Calcutta,
all the three above—-mentioned W/S Consumer Stores have been
taken. For the purpose of study of working of self-service
shops, one each of their shops has been selected, the working
details of which are given in a subsequent chapter.

Structure
3.5 There i1s a mixed structure 1.e. Unitary as well as Federal,
as has been mentioned in the earlier chapter, both in Madras and
Calcutta.

~



Membership

.4 The membership of wholesale stores consists of primary

consumer storese and individuais. Actually from the federal
structure point of view, only primary consumer stores should have
been admitted as members of wholesale consumer stores. But the
position 15 there otherwlse. The individuals are admitted as
members 110 the w!i nlesale consumer stares in addition to Frimary
COonsumerr Stores. Thie Wholesale Consumer Stores deal im both
retaiil ancg wholesale consumer business. The retail businecss ic
through liepartment  Stores, celf-service shops, branches and

tetaill cert: &,

.S The puoeiticrr of number  of members (primary consumer stores
and individuale: 1n wholesale consumer stores 1s as under:

Table No. 3.1

Membership position

St L Ree e AN GO s bt S bR S i

City  Name of W/&5 Cons. Staores _i No. of P
g i members !
> [N [P At!L - _’_m%
‘ Madr s TUES W/%5 C.5. i 103,179 b
i o Changleput W/S C.S. i 33,062 3
i Fark Town W/S C.S. 5 71,845 ]
; : -‘ \
f. Calcutta: Calcutta W/S C.Stores i 1,738 b
t i Hehala W/5 C. Stores 61
1 BHrohannagar W/S C.S5tores 246

O BT . g

¥ owe cue e
e o Tt

3.6 The three stores 1in Madras have significant membership
compared to their counterparts in Calcutta. The membership base
of three <stores 1n Madras 1s better than the 3 stores in

Calcutta. Al thoughy therg 1s a provision. for individual
membership, the members have noc reprecentation on the Managing
Committee. Thie has deprived the growth of cooperative

leadershap.

2.7 In Madras, the wholesale consumer <ctores have opened a
number of retail outlets, self-service shops, branches etc. In
Calcutta algo gsome wholesale storecs opened retail outlets/5.S.
cshaops. In a few places where the retail outlet of whoiecale

stores and primary consumer ctores are located in the same area
of operation or in the vicinity, the primary consumer store gets
a set-back 1in 1ts  bus.iness. 1t was reported that scme primary

consumer ctores 1n Calocutta hawve bheeon closed on account of this
reaqsech fo & large extent,

m



Funds.

2.8 The funds of the wholesale consumer stores comprise of the
fellowing:

1. Share capital from:

al Members (individuals and institutions);

b) Government.
2. Borrowling from:

a) Government loan;

b Cooperative Rank—-Cash Credit accommodation.
3. Deposits from members and others.

2.9 At the end of 1989-90, the financial position of the
wholesale consumer stores was as under:-— -

Table No. 3.2

Fimnanmncial pocition of Wholesale Cons. Stores in 1989-90
(Rs. 1n lacs)

i

s 1 ep S TR it T il T

i
i
1
7
i
i
i
]
i
i
{
]

-+

b i
) Share Capital Loans from Deposits i
i Members Govt. Total Govt. i
V i
} Madras I
§ . I
f 1. TUCS ’ 9.72 Q4 .63 104 .33 55.41 64 .00 i
i i
i 2. Park Town 7.33 42.12 49 .65 Nil - t
] . '
i 3. Chingleput N.A. N.A. 33.34 Nil - i
i i
i Calcutta I
i {
f 1. Calcutta 7.82 57 .39 65.21 8.45 - i
i CWS ° §
] 3
i 2. Behala CWS Z.10 23.25 26.35 14.00 - £
i §
i 3. Bidhannagar . i
§ CWs 0.06 7 .00 7 .06 3.5 - f
f H
E - 4

The percentage of share capital of members as well as of
Govt. s contribution to total share capital of each o©of the above

wholesale stores is given 1n the next table 1.e. 3.3

Q



.10 It waill be seen from the above table that the members’ own
contribution to share capital was quite lecs compared to the
State Govt. s contribution. It 15 shown below in the form of
percentage ratio:

Table No. 3.3

aQ

1

Fercentage of Members’' share capital contribution

e e

Np AR s T R ATt T s F L L Y G e = e e

i Store ; Members t_ Gevt.' s L. Joral - _:
. . Amt.t % ; Amt. A ¥ Amount pA P
i i b X § i B
firm i o - N T R e SR
i TUCS CUWc¥ i 9.721 9.31 ' G4 .63 190.65 § 104,30 - 100
i Park Town CWS 7.23118.17 b 42.12 §84.83 49 .69 100
i Changelput CWS N.A.V - i - M - Yy 335.34 §
{ S " b i ; : i
i Calcutta CWS } 7.82512.00 . Q7.3 «BBLOOG 69.2 i 100 &
i Rehala CwS Z2.105311.76 b 2025 :88.24 i 26.39 i 100 &
Bidhanmnagar cwo: C.02:00.85 ' Q7 .00 199,15 O7.05 100 -

§ ¢ v :

Y i [ | I ‘ :

e e s e foe e s s R L T

*CWS: Consumer Wholesale Stores.

4

Z.11 Except 1n  the case of Park Town Stores in Madras, the
member ' contribution towards share capital of the storee 15 less
than 14%. It 15 less than 1% 1in Bidhannagar Stores in Calcutta.

Z2.12 In addition to share capital contribution, the Govt. has
provided 1 ng term loan to four Wholesale Consumerc Stores to set
up self—-s¢ vice shope. The stores have also received cash credit

accommodation from Cooperative Banks for financing their tbtusiress
operations.

213 The Trapricane Urban Coop. Society (TUCS) Stores in Madras
1s hhe only Stores which have received an amount of Rs. &4 lacs
as depocits froum members. This amount enabled i1t to raise more
working capitai ¥rom the Ranks for expansion of 1ts business
operations.



Business operalicns

T.14 0F Wholesals Ccancumer Stores as Instaituticns as a whole 1«
showr i che folliowing two tabies:

TJable No. Z.4

erations of W.5. Consumer Stores
ity and Caicutta City

Growth of business o
1 Madre

n
o

(&) Madras City Ks. 1n lacse

t Year _ TUCS i Changleput - Fark Town

3 » 4 b

: 1987-83 : 4639.33 § 2492.195 k 31588.15

( 1988-89 . So035.49 « 2764.71 . 32688.30 i
1989-90=* s 4366.69 ¢ 29350.72 A 1984.04 ;

{H) Calcutta City Table No. 3.5

. Year - Lailcuttal EBehala ok Eidhannagar i

‘ i i k ;

§ 1987-88 i S592.00 i 210,73 b 17 .66 A

£ 15988-8%9 ¥ &P8.00 i 243=.89 £ 47 .00 i

£ 1989—-90* i IE38.00 190.07 B 29.44

W mevrsses cmcmom: o T w5l L a i

*These figures are for 9 months only (from July’'89 to
March’ 90).

3.15 It will be seen that there has been growth in sales of all
the wholesale consumer staores 1in tte first two years. The sale
figures for third year are only for 9 months (from July'89 to
March’ 90).

The Wholesale Consumer Stores’ activities consist of:

1) Sale of goods to Pfimary Consumer Stores on Wholesaie
rate.
11) Sale of goods through its retzil outlets/branches.
1i1) Sale of goods through its self-cervice shops.

3.16 In addition, they are engaged 1n distribution of ration
articles like sugar, wheat, rice, kerosene to Fair Frice Shops
under the Fublic Distribution Scheme of the Government.



The assortment of goods sold by Department Stores/S.5. shaops
comprise of more than 1,000 items which can be divided 1into four
major heads as unageér:

1) Food & Groceries.

11) General Merchandise.
111} Textiles.

iv) Cosmetics and Drugs.

Frofitability

Z.17 The detaile of net profit earned by these stores are as
under:

Table No. 3.6

The net profit earned and its percentage to sales

Madras City Rse. in lacs .
Year T.U.C.S. Chingleput ) Park Town
Amt. of % to Ant. of % to Aamt. of % _to
profit sale profit sale profit sale
1987-88 24.872 0,83 5.40 Q.22 11.52 0.37
1988-89 4.14 0.08 9.99  0.36 12.11 0.33
198990 417 0.09 4.90 0.17 (16.39) (0.82)

Table No. 3.7

Calcutta City

Year Calcutta EBehala Bidhannagar
Amt. of 7% to Amt. of % _to Amt. of 7 _to
profit sale profit sale profit sale

1987-88 .20 G.03 T 0.20 0.09 (0.91) (5.16)

1988-89 0.48 0.07 0.41 .17 1.24 . 2.64

1989-90 1.63 0.48 Q.99 0.31 0.77 3.03



.18 Irn Madracs city, all the three whclesais stores have earned
wrotit during the liast three years excent the Fark Town Storec

it Ancurred subestantial loss (Rsoi16.39 P ECS ) during 198%-90
from July 87 to March So. The resscn T2r loss is attributed

mainly to stock deficit.

ML 19 In Caicutta city toco, one store nameiy H

1ghannagar incurred
Zoes o0f Res.9i000/— 1 the firet year 1.e. 1537-88 but then there
fixs heen profait in ali: the vears cubsegaenitly. The reason for

ioss is attributed to stcock deficit.
.20 By and large. there ha=s beern growth 31 business operatione
as well s in profitability. The reasan for icses 1s aisc
.attrabuted to handling of business under the public distribution

scheme. Under this scheme., the margin of profit i so less that
their 1ncome 1s less than expenditure.

Management: Hoard of Directors.

.24 There is no elected EBoard of Directorée of wholesale consumer

stores — both 1n Madras and Calcutta. in  Madras, the Chief
cxecutive, & senior government officaial {Jocint Hegistrar of
Cooperative Societies) is appointed a«s a Soecial Officer. Under

him, there are two or three government officiale on deputation to
manage the different Departments.

Fiqure—3_1

Organicational Chart of Wholesale Consumers Stores in Madras

e Y
1 Chief Executive (Special Officer H
[+ y 4
¥ Ly T g L] r St
- Manager i Manager § Manager i Manager | Manager i
i 4Purchase & i (Sales) | A/cs Dept.i (Admn . ) {f 5.5.Shop i
i Stock)Deptt. i Deptt. j ' ¢ Deptt. i
. ) I U U S —— F . :
[ i s o i e g s P8 » S % . | ; i
{ Dv. Manager i Dy. Manager | Dy. Manager ; H i
e st e a s AT St T e g i ¥ R —— i £
B R e by e e Sy g f— "y
Staff i P Staff { . Stati i1 ¢ Staff . Staff
RO | [ e NI | L rervastent s, o ey i n Retsser v+ e ooms e, b et v manensr e

i

e



.22 In Caicutta too, there has been no elected Roard of
Directors. Instead, =2 Board of 2 to I persons, of which one is
non—-official has been nominated by the Government. There 1s an
Acministrator appointed by the Government, who serves like a
Chairmar of the nominated Roard. The W/S Stores is headed by the
Crhief Executive, who i1s a Government official appointed by the

Government. He takes decasion, after consulting the
Administrator. The nominated Bc..rd aecides the broad policy
framework. The structure 1s as under:

Fiqure-3.11

Orqganisational Chart of Wholesale Stores in Calcutta

- .
{ Board (nominated) 1
- S — ek

. SR i -

1 Administrator i

({Seniocr Govt. Official) i
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i Chief Executive i
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o - i . e 21 <y i e e e e - .
3 FPurchacse Stock 3 A/cs Admn . i S5.5.Deptt. i
i Deptt. . Sale Deptt. Deptt. Deptt. i i
B [ ok e RgE TN - w s, rmsese s - wriarm ammsereraliate o an e L i

T L L L

[ B e o v ey s v i e s s . o o e - cn

Dy. ‘ Dy. H /cs and Admn I Manager ;
i Manager Manager i Officer i
i s S 74 b A L g1 A - .. L
e - b - o o
{ Staff i Staff i Staff i Staff B
Fumen s e mar e Pose 2 1 -
3.23 Each of these Departments is headed by a Manager. Some of
these Managers are on deputation from the Government. But by and
large the saociety’' s business operations, ARccounts,

Administraticon., etc. are managed by the Society’ s own permanent
officere and staff. There is a strong trade union of staff of
the Stores. The reason for supersession of the elected Eoard and
appointment of Administrator and nominated Board 1in their place
is reported toc be due to allegations against the elected Board
members. The Board members havé'gone to the court to fight their

Cace.

24 It wiili De  seen from the Managemenrnt position, expilained
above. that the cocieties/stores have no democratic character.
Tre Governmen:t officeris. manage the whole show. In the absence

emocratic craracter. there 1 nce member participation it the
activities o the Stores.



.25 A statement showing the working results of all the wholesale
consumer cooperative stores 1.e. Institutions as a whole 1s at

Annexure—1.




CHAPTER-IV

Workring of Sel f-Service Shops

4.1 It was realised that a well knit distribution system of
consumer goods 1is not only in the interest of the consumers alone
but also that of the Management, the Government and the community
‘as a whole. A consumer cooperative shop has to function in such
a way as to reduce the retailing cost and to make shopping more-
convenient for the consumer and toc ensure maximum value for the
money spent by the consumer. This includes fair price and good
quality of goods.

4.2 The convenience of the consumer is linked to the distance he
tas to travel to make the purchases, the range of goods available
from a single shop, availability of regular supply of goods, the
shopping hours, and the accessibility within the shop.

4.5 The consumer of today, particularly in urban areas, has

become maore choosy in selection of goods. He requires the
convenience of time and distance. In a counter service shop, a
customer has to depend completely on a salesman. If a salesman

is busy with other customer, the second customer becomes little
disappointed and the customer’'s disappointment is fatal to the
store. Customers have a full choice for selection of the items
in self-service shops. Undoubtedly this pattern is far more
useful not only to promote sales but also to satisfy the
customer/consumer.

4.4 In view of numerous advantages toc various sections of the
society and modernisation of shopping system, the system was
introduced in the¢ cooeprative sector i1in India in sixties. Self—
service shopping is a new idea in India. It was already in vogue
in EBEurope, US5A and Japan and other developed countr.es. Although
initially there were doubts whether this system would work well
in India tut the results showed that the system wortked
successfully and there was a good response from consumers,
Farticularly to bhousewives, the system proved very useful.

4.3 Let us see how the self-service shoppind‘system fared in the
cosmopolitan cities of Madras and Calcutta.

4.6 For the purpose of study, one self-service shop of each of
the six wholesale cooperative consumer stores has been selected
i.e. three 1n Madras and three in Calcutta and their various
aspects o©of working including business operations have been
studied.
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+ S.No.i Name of the W.5.C. Stores Name of 5.5. Shop i

H
oo i g Bt 8 Sy et wrult 6 e a naea - e e 1t i L e T8 . Skt s
v 1. i TUCS Madras § Kamdhenu i
2. i Fark Town Madras i Chinthamani Annanagar b
Z. i Chingleput Madras f FPurasawalram i
: 4, b Calcutta Calcutta H Lindsay Street i
1 O. b Eehala Calcutta } Behala §
{ &, 1  Bidhannagar Calcutta i Bidhannagar §
s ot ehamrenmi s, s woire . . :

Cbjectives

4.7 The mailin purpose of opening a self-service shop is to
provide modern facilities of buying consumer goods under one roof
to the consumer by self-service, to reduce cost of retailing and
finally to increacse sales. The fairness in price, quality and
weighment etc. of the goods sold have to be the basis of business
policy of a Coaperative Store.

Locations

4.8 The location and lavout of a sel-service shop play a very
important part 1in the business strateqy of a consumer stores.
The location of a shop in a market place with good approach roads
ie preferred. As regards placement of merchandise, the fallowing
principles are generally observed:

- Service to the customers is available in the minimum
possible time;

- Sales personnel are able to present the goods promptly
with minimum movement and physical exertion.

- The overall arrangement of blacement takes care of the
informative aspect, which essentially means that it
takes care of salesmanship.

- Heavy articles are placed at the bottom and lighé
articles upon the shelves.

4.9 These are the simple rules of placement of goods which aill
the §.5. shops under study have observed. As far location is
concerned, except Eidhannagar S.S. Shop, all the shops are
located either in the market place or near it. '



Seiling Area

4.10 The selling area of these 5.5. shops are as under:

- - et st o e < e T
¢ Kamdhenu . 367 Sg.ft.
i Chinthamana i 1650 Sq.ft.
i Purasawalkam 1630 Sq.ft.
i Lindsay Street 8800 Sq.ft.
i
i
b

N hAN -

Bidhannagar 1500 Sq.ft.

3

Behala 3 2994 Sq.ft.
£
L

™ e W, e e e wen

% ohe lesan T w1 i i e o T e e L . (T AT ekt s w sereem i e v -

4_1i The Kamdhenu S$.S5. Shop 1in Madras and Lindsay Street S.S5.
Shop 1n Calcutta are having quite big selling area and others
have ranging from 1500 to 3000 sq.ft. The productivity of the
area 1is related to annual business handled by them which we will
discuss later on when we report on the productivity in terms of
per sq. foot sales, sales per man—-day, stock turnover rate etc.

Orqanisational set-ugp

4,12 A self-service shop 1s a part of Department Store which
sells food and groceries, textiles, general merchandise and
cosmetics and drugs. The self-service shop confines to the sale
of food and groceries, cosmetics and toiletries and a few items
of general merchandise. These 1tems alone run 1nto 500 to 1000
or even more.

4,13 The self-service shop is neaded by a Manager who receives
directions from a Chief Executive of the Wholesale Consumer
Stares. The functions of a Manager are not only to sell and
supervise the sale operations of the shop but to associate with
purchase and stock Department and decide the pricing policy. He
has got under him Z—4 sales perscnnel depending upon the size of
operations of the shop. The computerised cash/sale register at
each exist counter 1s fixed and operated by a sale

personnel/cashier.

4.14 The consumers/customers are not essentiaily members of the
Store. The sale cf goods in celf-service shop 1s  open to all
consumers. The majority of customers are non—members, about 80
to 0% approximately.

[y
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Funds

4.15 As explained earlier, the C.W.C. Stores have two sources of
funds wviz. share—capital contribution from members (individuals
and pramary consumer stores) and the Government. In Madras,
deposits have been received by TUCS Stores. In addition, they
get cash credit accommodation from Cooperative Banks for
financing their business aoperations.

4.16 As the Goverrmment wants to promote the Cooperative Consumer
Stores, they have provided funds for setting up Department Stores
and subsequently for establishment of self—-service shops by the
Wholesale Consumer Stores. The assistance 1s from the Central
Government to State Government and from the latter to Consumer
Stores for various business activities including self-service
operations.

4.17 The following assistance has been received from the
Government, specifically for setting up self-service shops i1n the

form of additional share capital and long term loan.

Table No. 4.1

Financial assistance received from the Govt. upto 1988-8%

S.No. §S.S5. Shop Amount (Rs. in lacs
1. Kamdhenu 19.90 _ o
2. Chinthamani -

Purasawalkam

4, LLindsay Street 8.45
S. Behala 28.00
6. Bidhannagar 4.50

e s v e wm e o ok o e of

¥
i
£
1 4
i
t
§ 3.
i
b
'
£
4

N—‘—‘.'-".""'J
r-—n—-—--.-n-

Source: Concerned Co—op. Wholesale Cons. Stores

4.18 1t will be seen from above table that except two self-
service shops in Madras, all other stores have received
Government assistance for setting up self—-service shops. The
Kamdhenu of Triplicane C.W.C. Stores, Lindsey Street of Calcutta
C.W.C.Stores and ERehala §5.5. Shop of Fehala C.W.C. Stores
received Government assistance under the scheme of Rehabilitation
of Cooperative Consumer Stores. It was felt that by setting up
S5.5. Shops by these Stores, they would increase their business
operations, earn profit and reduce the accumulated losses. This
has been actually achieved to some extent.
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Business operations

Assortment

4.19 Triplicane Society (TUCS) (Kamdhenu S.S. Shop) is handling
around 2000-3000 items. The assortment range of S.S. shop of
Ffark Town and Chingleput W.S.C. Stores is much less, say about
1000 1tems. Range of assortment of the S.5. Shops in Calcutta is
around B0O to 1200 items. '

S.5. Shops

Table No. 4.2

FPosition of sales of self-service shops

(A) Madras City (Rs. in lacs)

L4 1 L LS 1
i Year i Kamdhenu H Chinthamani i Purasawalkam i
H 1987-88 | 200.76 f 51.68 i 11.85 i
§ 1988-89 | 184.37 i 26.04 i 07.68 i
] 1989-90*; 165.82 i 48.17 i 14.28 }

Table No. 4.3
FPosition of sales of self-service shops

(B) Calcutta City ' Rs. in lacs

i } b § i
] Year i Lindsay Street I Behala i BRidhannagar i
i 1987-88 | 129.42 i 39.8% § 17 .64 i
i 1988-89 | 122.35 | &67.43 § 30.23 i
i 1989-90* | 56.446 i 64 .66 l 15.05 i
8, A - A - 1

XxThe figures for 1989-90 are for part of the year — July’ 89
to March 90. N

In some cases the sales have gone down in the second year
because self-service system being new to people, the sales have
not picked up fast.

4.20 The kKamdhenu and Lindsay Street §.S. shops being big in
size. their annual business operations are quite big running 1in
120 lacs to over 200 lacs. The Purasawalkam and Bidhannagar 5.S5.
Shops are having low turnover ranging from 8 lacs to 30 lacs.
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4.21 The sales fhave increased in 1988-89 over to previous years
in the case of Chinthamani, Behala and Bidhannagar S.S. Shops.
In other cases, sales have gone down.

4.22 On the whole, the self-service shcps, both. i1in Madras and
Calcutta, are showing good business aoperational results. Most of
these shops have run only for a few vyears. As they grow in
years, their business 1s bound to expand. By and large, the sale
trends suggest customer acceptability of the systems inducted by
the stores.

Frofitabilaity

Table No. 4.4

Statement showing precfit & loss position of self-service shops

(A) Madras City (Rs. 1in lacs)
] Year i Kamdhenu ' Chinthamani } Purasawalkam i
o o v S s S s 55 A5 b % e ot R — ot ._.‘
: 1987-88 ¢ 2.13 I 0.98 i (1.3) !
; 1988-89 | 0.40 i 2.14 § (1.65) i
b 1989-90 | 1.6% i 1.50 i (0.66) )
Table No. 4.5
{R) Calcutta City Rs. in lacs)
f i § I i
] Year i Lindsay Street ' Behala i Bidhannagar i
¥ + 4 - i 4
b 1987-88 | 0.99 i 0.06 i (0.66) i
} 1988-89 i 1.06 i 0.14 1 0.68 '
} 1989-90 | 1.01 1 0.26 i 0.30 i
[ e e L ' 4
Source: Information received from the individual societies.

~

4.23 Except Furasawalkam and Bidhannagar Stores showing loss in
the first year, all the S.S. shops are working on profit. The
profit i1s generally on the increase. The primary purpose of a
caonsumer stores is to serve the consumer community by making
available the wunadulterated goods at a reasonable price and keep
the custometr ' s convenience paramount in view. With all this, 1f
the store/S.S. shops make some profit and that too in the initial
vears, 1t 1s creditable and to a large extent the coaoperative
purpose 1s served.



Sales coperations after conversion into $.5. shops

4.24 UOne of the objectives of conversion of counter sale shop
into S.5. shop is to i1increase the sales. Actually, there are
many advantages to the consumer, management and sales staff from
the S.5. shops which we would discuss a little later. Presently,
let us compare the position before and after conversion of
counter sale shop with self-service shaops.

Table No. 4.6

¥ & BB L] T E
i Sri Name of shop | Average Sales | Average salef No. of H
I Noi i per month i per month i time i
§ i i prior to i after i increase i
i i i (1985-86) } {1989-90) L] i
b ) ¥ —+ + 4
} 1.iTripticane i 80,000 i 6,00,000 i 7.5 {
i 2.1Basant Nagar { 0,000 i 5,70,000 1 6.3 {
1 3.1Ashoknagar i 30,000 i 4,70,000 ! 15.6 i
} 4. INugambakkam } 1,000,000 i 4,80,000 i 4.8 )
I S.1Raja Annamal i 80,000 i 5.10,000 I 6.4 i
} jFuram I i i :

4.25 The above self-service shops were set up by the Triplicane
Urban Cooperative Society Ltd. (TUCS). It will be seen that in
four years period, there has been substantial increase in all the
service shops after conversion from counter sale shops. The
position of Ashoknagar S.S5. Shop is much better than others.

4.26 The position of Furaswalkam S.5. shop of Chingleput
Wholesale Consumers Stores before and after conversion of counter

cale section is as under:

Table No. 4.7

Average Dally Sales before and after conversion of
Puraswalkam S.S. Shop.

1 v T e 1 4 " 1
i Year lAverage Daily Sales iAverage Daily sales |} No.of §
i ibefore iafter . . | time i
i tconversion Year jconversion i increase i
| . - st 4 U S e
¥ ¥ x T R 4 e
jl1982-83 i Rs.1725 i 1985-86 | Rs .4800 i 2.8 t
i1983-84 i Rs.1920 H 1986-87 i Rs.3200 i 2.7 i
§1984-83 | Rs.2249 i 1987-88 i Rs . 6000 i 2.6 {
Berm . 'y i - —




4 .27 Since the Puraswalkam Self Service Shop 1s small, the growth
percentage is less. Nevertheless, the growth 1s there. It is,
therefore, clear that 5.5. Shop puts up a better performance.
This also shows that the self-service system 1s acceptable and
convenient to the members and public from their shopping point of
view.

Furchase and Praicaing Folicy

4.28 A systematic procecure is adopted in the matter of purchases

in Madras. This procedure 1ies in force throughout Tamilnadu
State. There are three sources for purchase of goods namely:
i) Direct from manufacturers.
i1) National Cooperative Consumer Federation.
i113 State Cooperative Consumer Federation.

4.29 The groceries and foodgrain items are purchased through
Joint Purchase Committee. Again the cosmetics, toiletries, etc.
are from manufacturers. Certain items like rice, tamarind, soap,
nut, coffee, seeds from State Consumer Federation. A very few
items like pulses, onion, pepper, basmati rice which are imported
from outside the State, are purchased from the National
Cooperative Consumer Federation. The share of purchases from
dr:fferent agencies, by and large, 1s as under:

i) Direct from manufacturers - 657
ii) N.C.C.F./State Cons.Fedn./MKT - 25%

iii) Through dealers - 107 -
Total - 100%

4.30 The Joint Purchase Committee comprising the representative
of the Govt., the Chief Executive of the GStores and
representative of Staores decides the broad purchase policy. The
Joint Purchase Committee is appointed by the Registrar of
Cooperative Societies. '

4.31 They follow the scientific ordering system for purchases.
Stock in hand, sales of last month and indents for purchases are
taken into account before making purchases of any 1item.

4.32 Praper purchases has a direct 1link with pricing and
determination of margin of profit.

4.33 Once 1in  a week, salesman places indents with godown—keeper.
The qgodown Fkeeper consolidates the indents and forwards to
Furchase Department.

4.34 On examining the selling price of a few i1tems sold by
private shopkeeper and S5.5. Shop, it was found that price of a

Ty
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product, say Sunlight Soap or Tooth paste sold by the S.S. shop
of the stores compared with the <same product sold by a private
shop—keeper in the same locality is lower. In a few cases, the

price was found to be 2-2 paise less. This 1s possible due to
iower margin of profit charged by the S5.S5. shaop.

4.25 In Calcutta alsco, the Registrar of Cooperative Societies has
appointed a Business Sub—-Committee which consists of four persons
viz. a Director of the Society (a non-official), Chief Executive
Officer of the Society (W/S Consumer Stores), Manager of the
Self-Service Shop and an Inspector of Cooperative Societies,
which meets periodically and decides about purchases. The
systematic ordering system. as in Madras, is followed in Calcutta
also. The Stores make purchases from the manufacturers direct or
from the authorised dealers. The purchase from cooperative
organisations like NC.C.F. and State Consumer Federation is about
10% and the balance 1is direct from manufacturers.

4.36 As regards the pricing policy. the Business Sub-Committee
decides the mark-up over cost for different agencies. To give an
example, the Bidhannagar Consumer Stores’ policy is as under:

1) 27 mark-up over cost for supplies to praimary consumer
stores.
ii) 5 to 8% on most items in the Self-Service Shops.
iii) 10% on groceries.
iv) 10 to 127 on office supplies.

The Stores follow the pricing policy. as per decision of the
Business Sub-Committee.

A Statement showing Working Results of Self-Service Shops is
at Annexure-II1.



CHAPTER-V

Productivity in Retailing

9.1 Froductivity in retailing depends to a considerable degree,
an the location of the shop-.- It tends to 1ncrease as 1t
approaches the central shopping area of the town. Froductivity
is also influernced by the type of ownership of the retail outlet.
The common techniques employed to measure productivity in
rotailing are to find out the following: :

1) Sales per square—foot.
11) Saies per—-man per-—-day, and
111) Rate of stock turnovers.

5.7 The position of productivity, as per techniques suggested
above 1in sale service shops 1s as under:

Sales per sg. foot.

5.3 Sales per sq.ft. of floor area of the shop per day is one of
the main 1indicators about the efficiency of performance of the
Self-Service Shops. Improvement of the floor productivity of the
shop is one of the objectives of converting counter service shap
into self-service shop, as this goes to improve the profitability
of the business. The position of sales per square ft. cf the six
5.5. zhops is shown in the following table:

Table No. 5.1

Table showing sales per sg. ft. of Self—-Service Shaops

Lo i ¥ 1 ] L 4 |
I S.No. | Name of 5.5. Shop i Selling | Sales in iSales per i
i 1 } Area I 1988—-8%9 isq.ft.per i
i i i i (Rs.in lac) iday. i
(4 | L L 1. -3
1. i Kamdhenu P S673 i 184.37 fRs.10.83 1}
i 2. { Chinthamani V1650 I S56.04 iRe.11.32 i
i 3. t Purasawalkam i 1630 } 7 .68 fRe. 1.37 i
P 4. i Lindsey Street i 8800 v 122035 IRs. 4.63 ]
f 5. i Behala i 2994 i &67.43 iRs. 7.50 f
i 6. i Bidhannagar b 1300 P 30.25 IRs. 6.72 i
i ; 3 ; :

£

SURRSRU creme cme

Source: C.P. Cell, NCCF, New Delhi.

5.4 It 15 estimated that for a self—-service shop has to become
viable, it has to achieve a minimum daily sales of not less than

Re.10/~ per sg.ft. of its floor area. So. the minimum daily
sales expected of any self-service unit is Re. 1O/~ per <q.-.ft. per
day on an average. It wi1ill] be seen from the above table that
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excepting the Ffirst two shops, the others could not achieve this
minimum during the year. Lindsay Street S.S. shop has very big

area {8800 sq.ft.) while 1ts business turnover is not
commensurate with 1t with the result the per sq.ft. sale 1is Rs.
4.6% only. Availability of large floor area for a shop demand

large sales turnover to become the unit viable.

A =tatement showing the sales per sq.ft. of all the 5.5.
shops 1 at Annexure-—-IV.

5.5 éAncther objective of the Management in converting counter
cervice shop into self-service shop is to achieve better labour
productivity. In a counter service shop, the suggested standard
o0f sales per salesman per day 1is Re.1200 to Ks.1500 for different
comnodity groups. Self-service shops, by and large, seil grocery
and other goods of daily requirement. Therefore, they should be
abie to achieve better return per salesman as the efforts of the
csalesmen are minimum in such shops. The position of sales per
mar: per day of six S.5. shops is as under:

Table No. $.2

Sales per—man per—day 1in 1988-89

b . LT AT it T, e v wm——— rmuar

- e v -+
i S_.No. f Name of S.S5. .Shop | Average Nao. I Sales per—man |
' i i of staff } per—day (Rs.) 1}
% ¥ : {

; 1. } Kamdhenu ¥ 20 5 2073 i
b 2. : Chinthamani i 4 H 4670 i
i R i Farasawalkam I 6 i 426 i
4. 1 Lindsay Street i 28 i 1456 H

3 4. ' Behala b 14 r 1605 i
B 5. i Bidhannagar k 3 ) Z360 ]
b i i } ]
f e - 5 3

Source: C.F. Cell of NCCF, New Delhi.

5.6 Achievement above Rs.4000/—- sales per—man per-day .is
considered very good, above Rs.3000/- good and between Rs.2000/-
and Rs.3000/- fair. Thus the performance—-wise position of self-—

service shops can be rated as under:—

1. Chinthamani - Very good

2. Kamdhenu - Good

I Ridhannagar - Good _

4. Lindsay - Just fair

3. Behala - Just fair

5. Purusawalkam - Below normal

)



2.7 Purusawalkam is not even keeping the standard of counter
service shop. By and large. the position 1s quite catisfactory.
The Lindsay Street S.5. <hop nas employed a large number of
employees. which, 1t appecrs, are not needed for the present size
of busirness.

5.8 Generally, the units are leeping fixed number of cales staff

irrespective of the sales. in some cases, the additional staff
is provided during the peak daye of the month. For better sales
per—man per—day., the measurec like the enlargement of the range

turnover are suuogested.

A srvatement showing saiecs per man—day of all the S5.5. shops
is at Anniexure—\V.

Stock prcocductivity:

5.8 Frequency of stock replenishment 15 supposed to be more ain
self-service shops. As the volume of business of these shops 1s
larger, compared to the traditional shops, the stock productavity
i1s higher 1n S.5. shops.

The achievement of stock rotation 1in different units 1S as
under:

Table No. 3.3

i
4

rwee o
e

r L]

i S.No. | Name of the shop Stock turnover

] 1. k Kamdhenu i 19 {
§ 2. } Chinthamani I IS i
i 3. J Purasawalkam i 3 i
i 4. i Lindsay i 8 {
I 5. i Behala i 8 i
i 6. i Bidhannagar § 10 H
| i i i
- 4 i od

5.9 Usually, the self-service shops are expected to achieve a
stock turn-over of not less than 24 times a vyear. But 1in this
case, none of the shops has reached this standard. The
Purasawailikam S5.5. shop’s annual turnover is just 3.

+)
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5.10 Lower stock turnovers result 1in excess stock holding and
higher interest cost besides the problem of slow moving stocks.
The units have, therefore, to improve the existing arrangements
for replenishment of stocks from the main godowns on the basis of
demand pattern.

A statement showing stock turnover rate of all S.5. shops is
at Annexure—V.

Stock Deficat

.11 The main apprehension of the executives about the self-
service system, where the merchandise is thrown open for handling
by the customers, i1s the possibility of higher stock leakages by
way of shop-iifting etc. In order to exercise the strict
vigilance by sales personneil, they are jointly made responsible
for the stocks entrusted to them.

5.12 The stock deficit position in these shops is as under:
Table No. 5.4

Stock Deticit position

]
-

Name of the shop

5 3 Sales § Stock i % to ]
b i i { deficit | sales i
¥ - ¥ 2 . -4
1. i Kamdhenu i 184.37 } 0.26 i 0,14 |
2. | Chinthamani § 56.04 | 0.18 i 0.32 ]
P 3. } Furasawalkam i 7.68 | 0.15 I 1.99 I
v 4. i Lindsay Po122.35 i 0.30 ¥ 0.26 i
I 5. i Behala i 67.43 | 0.03 i 0.05 i
P 6. ! Bidhannagar i 30.23 i 0.04 } 0.08 }
i i ] i i i

Saurce: C.P. Cell aof NCCF.

5.13 It will be seen from the above table that percentage of
stock deficit to sales 1is on the high side 1in the case of
Furasawalkar, Chinthamani and Lindsay Street 5S.S. shops.
Management of these units where the deficit 1s more than 0.23%
has to be alert on the point and reduce the incidence. It was
reported that stock deficit occurs due to theft or mis-
appropriation or sometimes both.

A statement showing stock deficits aof all S.5. shaops is at
Annexure-VII. -



CHAPTER-VI1

Education and JTraining

6.1 The ecucation of the consumer member 1s an integral part of

the Consumer Cooperative Movement. ~ Indeed, maximum possible
cornsumer education 1=  a part of the cooperative philosephy
itself. The doors of consumer cooperatives are open to all

citizens. Member—-education. therefore, potentially covers the
education of ail the caitizens.

&L Tie steps  taken by the State Cooperative Unions/Distt.
Cooperative Unions in Madras and West Bengal for education of
members of consumer cooperatives are not adequate. Active member
participation depends upon their education in basic eiements of
cooperative philosophy and business operations. It i1s suggested
that the Unions may bring out suitable literature on the working
of consumer stores and self-service shops, their benefits in
terms of cancsumer protection, consumer convenience, price factor,
etc . anty  circuiate among the consumers/customers. This would
create the awareriess among consumers about the benefits of buying
from cooperataive counsumer storee/selt—-service shops.

Training of staff

6.3 Staft development 15 the praimary duty of each consumer
store. For running & self-service shop properly requires
guidance and knowledge in the display of assortment by the sales
staff o the training in business management i.e. how to reduce
seiling cost, increase sales, reduce stock deficit etc. and other
related matters. The Cooperative Training Colleges - both in
Madras and Calcutta - have done very little in this regard. They
may, therefore, take suitable steps to impart training to sales
personnel! of consumer stores. The Management of the store should
also cooperate with the Colleges 1in getting their concerned
people trained in business management.



CHAPTER-VI1I

Iimpact — Benefits

7.1 Let us examine the impact of the system and benefits derived
by various agencies including consumers. It is also necessary to
know the impact of financial assistance provided by the
Government to Consumer Stores for self-service shops on their
initiative to be self-dependent.

New Modern Shopping System

7.2 A Consumer Cooperative Society 1s a socio—economic unit
which acts as a pace-setter in supply of quality goods at fair
price to the consumer. The self-service shop is a new modern
shopping system which looks 1nto conveniences of the customers.
In order to promote such a system for the general good of the
consumer community, .  the Govt. has come forward to provide
adequate funds to set up such units.

Impact of Govt. assistance

7.3 The aimpact of Govt. assistance to Cooperative Consumer
Stores to oper self-service shops was good and helpful to
cooperatives to set up self-service shops. Since 1t was a new
concept to be introduced by consumer cooperatives, the financial
assistance and know—how were found essential pre-requisites. It
is, theretfoure, necessary that the Govt. as well as the
consultancy and promotional ce&ll of National Cooperative Consumer
Federation should continue to provide financial assistance and
consul tancy advice respectively to such consumer cooperatives who
intend to set up self-service shops. As  the Govt. funds are
limited, 1t may have to take up this programme in a phased manner
and provide frnancial 'assistance to a few selected viable
organisations.

7.4 The Govt. may also lay down the condition that such self-
service shops will have to become cself reliant within next 3
vyears and 1increase their business turn—-over without seeking the
Govt. s further financial assistance. The € & P Cell of National
Cooperative Federation wouid, however, continue to give
consuitancy advice for improving the business efficiency. The
Govt. s second condition should be that these Cooperative
Consumer Orgamnisatione having received financial assistance for
setting up seif-service shops would follow the democratic
prirciples and hold elections at the earliest to ensure member
partic:patior. The deputation of Govt. officers 1f at all
required in the Stores/S5.S. shops should be 1in the form of
advicory capacity and not as Managers or Managing Directors. The
reasan ofterr quoted for deputation of Govt. cofficers on
Cooperative Orgariications as Chief Executives 1s that the Govt.'s
funde are 1nvoclived i these organisations. In Maharashtra and
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Gujarat in spite of Govt.’'s large funds qiven as financial
acsicstance inn the form of share capital and loan and subsidy, the
democratic procedure  1is followed and the Board of Directors 1is
elec ted. There 1s no problem there.

7.9 From the discussion held with the Chief Executives/Special
Officers of Wholesale Cornsumer Store and on the basis of
interviews with the sales personnel and customers of self-service
shops, the benefits derived by consumers, Management and sales
perscnnel are as under:-—

Benefits to consumers (customers)

12 Iry selt-cervice, the customers can see, touch and feel
the goods as he likes without asking anybody.

11) _He may take his own time for deciding his purchase
withant the assistance or interference of anybody.

111} fe- thie custaomer plcks, chooses and carries h1s Own
1tems . more customers are being handled at a time.

av) Ladting time ot the customers 1s minimised.
V) The usual complaints of the customer against the
salesmen for nct showing the goods, not telling the
price and 1mproper behaviour are avoided 1in self-

service.

~Addvantages to Management

7.6 Besides increasing serviceabilaity and profitability of the
store through higher saies as well as customer’'s satisfaction,
the management gets several other allied advantages by
introducing self-service. These are: .
i) Fatic of staff cost 1is reduced by increased sale per

man day. )

11) In the same floor area. more varieties and more goods
can be placed reducing the rent cost.

iii) The high stock turnover reduces the ratio of carrying
cost specially cost of interest.

iv) As the staff does not meddle constantly with the goods,
pilferage, 1f any, 1is reduced.

v) Hy putting wider assortment range of goods in a self—
service shop, i1mpulsive buving by customer the sales—
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mix and margin 1mprove.

Beriefite to =zales—-personnel

7.7 31} In a counter service, a salesman has to walk or run

several steps to show alternative items and again to

put them back in the shelves and to pack and deliver a

few of them to each customer. In this process, he

walks several miles a day inside the counter alone and

in that proceés he gets physically tired un—knowingly.

A salesman in a &.65. shop 1is . free from all these
botherations.

1i) Again, a salesman has to talk to each customer about

the price, quality, make and maker of the different

products.
1ii) Simultaneous calculations and billing work add to his

problems. At the end of the day, he has to prepare the
cales-summary, daily sales report and to reconcile his
cash with the summary which often remains pending.
Most of these problems are solved in the $.5. shop with
the help of cash-register.

Impact on the community 1in general

7.8 The presence of the Cooperative Consumer Stores, for that
matter,.a Department Stores or Self-Service Shop assures consumer
community that a private trader in the locality will not deceive
the customer in respect of quality and price of goods as he has
always freedom to go to any consumer shop and compare the price
etc. Since the private shop-keeper knows this fact, there are
lese chances of deceit.

7.9 Convenience of buying a rnumber of 1i1tems under one roof 1is
another advantage.

7.10 The housewives who are free in day time find it very
convenient to make monthly purchases from such stores.

7.11 Cunsumer Stores are pace setters 1n price, quality, etc. and
the private dealers have to foliow their practice if they have to
survive.

7.12 The 1mpact of Govt. acsictance to Cooperative Consumer
Stores to cpen Self-Service Shop -is helpful. Initially, for
introducing  new and modern <system of shopping, the Govt.
encouragement in the form of finance and know—how are essential.
However . two consumer stores 1n Madras who were financially sound
dic not tare the Govt. assistance for starting self-service shops
and they are doimg well.



CHAPTER-VIII

Problems

8.1 The =stock deficit i1s a common problem with almost ali the
celt-service shops. This has resulted into loss to the Consumer
Stores »nn spite of good sales. The pilferage i1s a common cause.
Suitable cteps are being taken to reduce the pilferage by
e~rforcing strict vigilance.

8.2 A1l the stores are headed by Govt. officials. The
management and control of stores is naturally 1in their hands. It
looks ac 1f the Stores is a Govt. organisation. To bring up the

democratic character of the <cociety, elections o7 Hoard of
Directors, Chairman etc. 1s an urgent necessity.

8.3 The cself-service shops systes has been 1ntroduced only a Tew
vears back with the help ™ of Consuitancy Cell of the National
Cooperative Consumers Federation. They need continuous guidance
for further modernication and introduction of modern selling
techiniques.

8.4 The problem with sales personnel and the executive staff
concerned with buying and selling is that they are not trained 1in
Rusiness HManagement. The Govt. officials posted to the consumer
stores and GSelf-Service Shops bhave no training 1n business
management and are transferred after a pericd of 2 to 2 years.
This resuits 1n gdiscontinuity in business administration.

8.3 The absernce of democratac character in a Consumer Socaiety
does not aliow the non-official leadership to develop. And if
such a situation continugs for a 1long time, the cooperative
leadership will gradually disappear. This problem needs to be
loocked i1into. The <«olution lies 1in holding the elections of
consumer socleties early.

8.6 In scome Stores/Self-Service Shops, over—-staffing 1s a
problem. To make the best use of over-staffed man—power 1is to

increase the gsales by introducing attractive sale practices.

8.7 There 1s no annual meeting for many vears as there is no
elected BRuard.

8.8 There 1s no financial analysis.
8.9 No annuail plans with targets and financial outlays are made.

8.10 There 1s poor memher education, member relations and member
particrpetion.



CHAPTER—-IX

Summary of | .5dings
9.1 Conzamer LCoeperatives create the most reliable shopping

cerntres wnere Lonsumers can go and —~ake purchases at ease without
any apprehension ot being cheates or deceived in respect of
prices or qgua:ilty of goods. A Dep« - tment Stare ar a Self-Service
Shop whicihh 1s generally a part of twe Department Store 1is set up
for the converiience of consumers.

?.2 The idea  aF setfing up Selt-3Iarvice Shop by a Cooperative
Scciety is a recent innovation in te field of shapping in India.
Trne Governmnent have, therefore, provided funds to the selected
wholesale consumer stores to set up self-service shops. The

consultancy cell of the NCCF proviaed the know—how in setting up
theése units.

9.2 TJoday in India, there are 230 gelf service shops working
either as an independent unit’ &r a part of Department Store.
These are retail centres run by Jooperative Wholesale Consumer
Stores. ‘

9.4 The seif-service shops of  Cocperative Consumer Stores have
beén working in India for 2% ves-s, By and large, they have
produced gouod results. "As  the. grow, they are facing some
problems.

Objective

F.2 In order to assess the presenf position of working of self-—
service shops 1n the cosmopolitan cities of Madras and Calcutta,
to identaify their problems and to find ways and means of
improving their operations, the International Cooperative
Alliance, ROAF, New Delhi, commissicned the study.

Infra-structure

?.6 There 1is a well—-built infra-structure for Consumer
Cooperatives in India. At the national level, there is a
Consumer Federation, of which State Consumer Federations are
members. Further down, wholesale cconeumer staores at the district
level. have been organised to suppor: primary consumer stores. A
primary consumer store 1s organised by consumers.

goard of Directors

-

g.7 fSs couperative institution 1s a3 democratic institution, the
members eiect their Board of Directurs and the Directors i1n turn

the1r Chaar ciarn. N



9.8 However, 1in the wholesale consumer - stores, which have
establiched self-service shops In Madras and Calcutta, there 1is
nco elected Board. A specaial ofticer of the rank of Joint
Registrar 1s appointed as & Special Otticer. In Calcutta too the
stores have nominated Boaro anmd the (Chie’? Executive of a Consumer
Stores is a Govt. official.

9.9 The membership of wholesale stores consists of individuals

and primary consumer stores. Getually at the time of formation
of W.S5. Consumer Stores, the individuals were admitted as
Membercs. After that they had nrnot much role to plavy in the

affaire and business activities of the Stores.
Funds

?.1¢ The Govi. provided funds 1 the form of share capital and
loarn to the Wholecsaie Corsumer Storece for business aoperations and

to set up e self-service shop. Some shops used their own funds
to establish and run self—-service shops. The 1mpact of Govt.
ascicstamnce was good im the sense the consumer stores were
encouraged to expand their consumer business and set U

Department Stores., Self Service Shope, etc.

tLocatson and Layout

9.11 Working of §.5. shops by and large 15 satisfactory.
Locationally, one store in Bidhannagar (Calcutta) was littile
handicapped as 1t 1s not locvated 1in the Central Market place.
Otherwise other stores have not much such problem. For fixing

the layout, the advice of Consultancy cell of HNational
Cooperative Caonsumer Federation was taken. There 1is an
unitormity i1n the layouts of &S.S. shops both 1n Madras and

Calcutta.

W.S5.C. Consumer Stores

.12 The W.S. Cooperative Consumer Stores 1.e. a parent
organisation of 5.5. shop handles multiple activities, namely
running a Department Stores/S.S. shop, Sdpply of goods to
consumers uhder the public distribution system, buying stocking,
running transportation department and diesel oil pump, etc.

9.15% The seif-service shop is one of such departments. In
Calcutta, Calcutta W.S.C. Consumer Stores runs 8 S5.5. shops while
in Madras TUCS runc 13 shops besides other retail ocutlets.



Growth of sales

9.14 There 1s definitely a growth in sales in S.5. shops;: the
percentage of growth 1s wmarginal in some and appreciable in
others. There are, of course, few whose sales have gone down.
After conversion of counter sale service to self-service shop,
the 1ncrease aof sale was higher.

Froefitability

. 9.15 The S.5. GShops are set up with the primary object of
providing facilities of buying all types of household goods under
ocne root. A consumer 1is sure that he will not be cheated price-
wise or quality-wise. Apart from this, the S.S. shops keep in
mind the profitability factor. It has been observed that all the

shops except one, earned profit. Those which could not earn
profit, were due to stock deficit., pilferage, high cost of
operations, low rate of business, etc. Another -reason is over

staffing of the stores/S.S5. shops.

FProductivity

9.1& Froductivity 1n retailing depends upon various factors.

Location of the shop 1s an important factor. Productivity is
dependent on the tloor area utilised for sale, man—power employed
and rate of stock—turnover. These factors are in relation to

sales made by the shop 1in a particular period say a day/month or
a year. Let us examine the position of these shops.

Table No. 9.1

Sales per sq.ft. and per man—-day — Norm and actual
Figures in rupees
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F.17 Improvemens o7 the tlcor productivity of the shop 15 one of
N i

e main obpaecTives ot o nverting counter cerviie <ncp into self-
e sice SHOGpS AS VAP &S aaniagenent 1S concerned. as this goes to
amprove toe profitabiiity of the vusiness. In ~he above table,
Oy T ebioas contors Lo T etandard. in case ot rurasawalkam
Shuﬁ. the sailes are [:0r anic i case  aof Lindsav, aithough the
zxles turrave:s ie reactniaiziy toh bt floor area occupired by the
chap 1 much more Trnan reguiared. in both tihe cases, taere 1s
reed Tor ampraving the sales.

7.1&8 Sales per Tar-gay PLGSitlon 1= good 1n &1l the shops except

1
e Fuarasawsiban =nGr.

.15 The ctock-praoductivaty has gut direct relationshilip with

T . 7

proefitatbilirty of the shop. For quick turnover 4 stock turn—-over
ratecs a year are saggected. i the case of siope under study,
Famdhenu a&and Chinthamani ctorec had 19 ara 17 anrniuwal turncver
rates. it of remainirg. Bidhannagar 5.5, shicp had 10 turnover
Fatec ang othere had 1ess tham 10,

G.L0 SioLk de.1cit :s a chirenic problem witn most ot the shops.
1t ranges fron G.OSL ta  1.950%. The PFurasawalka. 6.5. shop’'s
stock defaicat 1€ 1,950 which hacs resulted i1nto low productivity

and ultimately 1o0s< to the shop.

Statf Development

9.21 Far developaet ot ctaff, training input i1s necessary. Thas
1€ missing. The Cooperative Training Colleges conduct very few
courses in  Cconsumer cooperation for staff of the stores. The
Managemwent cf W.S.C. cansumers Stores also do not show their
keennese on getting their staff trained in cooperative philosophy
and business management. The consultancy and promotional Cell of
National Coop- Consumers Federation Ltd. provides necessary
consultancy for setting ug'of self-service shops and advises them
from time to time. This 1s not enough. There should be
arrangement for regular training of staff of S.5. shops.

Membher Education

.22 As  the members have no say 1in  the management nor any
elections have been held for a iong time, hardly any _thought is
g:vern to their educaticn ain cocoperative philosophy or the need
for their active participation.

S ANDaS

-7 Ghe dmpact ©1 itz seli-zorvice snop of the (ooperative Store
Or e consdaner - Gl Lty L general 1s seef i the fact that
sver s consamer «whieiner sheshe who goes o £S5 shop for purchases.,
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vigilance is, however, necessary 1in this regard.

speaks good about these shups. It has made an impact on private

consumer shops also. They try to improve their working in terms
of layout, cleanliness, proper arrangement and display of goods
etc. to match with the standards set out for the cooperative

self-service shops.
Henefits

.24 Renefits of self-service shops are not only to consumers but
al:o to Management and sales personnel. The consumer, no doubt,
is benefitted 1n various ways. It has become a practice amang
most of house-wives. to buy their grocery provisions only from
the self-cervice shops ot a Cooperative Store.

.25 The Management feels that the staff cost can be reduced by

increasing salec per man—day. Further by putting wider
assortment range of gqoods 1in a self-service shop, marqgin of
profit improves. This 1is what the managers of S.5. shops have
expressed while soliciting their views onn working of the s.SG.
shops. The s.5. shops have got already enough funds. The

efficient Manager can improve the profitability of shops.

2.26 The sales personnel feel that they have not to exert much

in selling the products of S.S. shops. Price; quality,
description of guods etc. have already been mentioned ocutside
evé?y packaged material. The Cash Register is used by ail the
5.5. shops both 1n Calcutta and Madras. This reduces a great

deal of work of salesmen in billing for every customer.

Froblems

.27 Froblems are common to all Stores in one respect 1i1.e. stock
deficit due to pilferage and shop—-lifting. Initially, the S.5.
shbps did not anticipate such a situation. Hut as 1t started
affecting their profitability, the Stores have ctarted taking
strict measures to control shop lifting. These measures have
resulted in reduction of shop lifting to some extent. Continuous

.28 The Manag=ment who 1s responsible for running self-service
shops requires continuous guidance and advice for improving the
working of shops. Those who come from the Govt. Department for
managing the activaitie=s of the Stores and business activities of
5.5. shops should be given some training in business management
initially for a few weers.

?.29 There are nu elections. no member participation and no
cooperative character . It looks as 1T 2t 15 a Govt. run shop.
Early elections of bBoard of Directors etc. would give a better
image tco these Cooperative Instituticns.



Staff Development

.20 For rmproving the working of S.5. shops. staff development
LE NECESCSary. Cooperative iraining Colleges both i1n Madras and
calcutta, which are resnonsible  for imparting training in
business management should arganise a few cources 1n & phased
manner fGr the executives and cales personnel ct Coop. Consumer
Stores /517 Service Shops. The Management of thte stores should
also cooperate i1n this.

Fubdicity

.21 Similarly State and bDistt. Cooperataive Unmione should prepare
same Liiterature for ednceaetion of cornsumers 1N genera; and the
staft of tne staorec i particuiar. The proposed literature may
Srarg cut the advantagesz of purchacses from the Selt sS=2rvice Shops

Jjuet Taibe fair price. good guality, no adulteration, no cheating
it welghite and meacures eto.



CHAPTER-X

Suqqgestions for improvement of working

1) Annual plan of Action for improving the sales,
budgetary provision, forecast of sales and the funds required for
purchases etc. should bhe prepared by each Wholesale Cooperative
Consumer Stores for its self-service shop.

131} By making periodiacal survey the requirements of
customers, their opinions about the products sold, likes and
dislikes should be found out.

1ii) Member participation 1s totally missing. Members
participation is possible by educating them in the values of
cooperative activity and by giving them some rebate, discount
etc. so that they would not only buy their requirements from the
S5.5.  shops but take interest in the working of the shop.

iv) Sales personnel should be given some incentive to
increase the sales.

V) Consumer Stores should create 1ts own assets like
burlding of 1ts own in order to give stability to the
organisation.

vi) The continuous gquidance for 1implementation of self-
service scheme 1is required. 0One cannot be content with what one
has already done. Modernisation is a continuous process.

vii) The Consumer Stores must create a service cadre for
statf from the Chief Executive down—-ward so that one can aspire
for. a higher post within the organisation.

viii)in order to improve the efficiency of working of
Stores, particularly 5.5. shops, computer system should be
introduced. With the help of computer they can keep the record
of assortment, purchases customers, their total purchases in the
year etc. It is suggested that 1n those stores whose annual
turnover 1s Ks.50 lacs and above and have the prospects of
further increase in sales should introduce computer system in
their stores.

14} Instead of manual packaging, auvtomatic packaging system
snould ke introduced.

> The publicity drive through radio/television about the
quality, price and service of consumer stores should be made
vigorously so that a large number of people come to know about
the advantages of buying from the Department Stores/Self Service

Shops.



PRI sl t-5erc1ce Shop (whi tme Consumer Looperative 1s &
cer vice orientec shopping centre. It 1= suggested trat the tree
mezdical cuneultation by a medical practioner ance in & weerk to
the members or regular customere as the case may be, shouid e
organised by the Cocoperative Consumer Stores. Thise 15 only an
examnple. e S tores  can introcuce such socialiy benefited
sChwpes.

11 BExrept TUuCS, NG ather <tores have started any
manufacturing unit. If the storee have to be seif-<-uffzcaient,

r
ey should set up a rmumber 0t manufacturing unats of daily
q

rt

wilrementc . The Govi. s assicstance ic available.

=

Al1irboering Sf customer 's  orders over phone and making
avallable regaired goods at their door-steps wili facilitate many
customsry 10 bilg cirties likre Madras and Calcutta.

2ivi Seminars bv State Cooperative Unions wherever they can
Craganise Or otherwise on the self-financing basis may be
crgarnised ta focus the attention on the problems of workaing of
sl f-cervics shops and exchange e periences by executives and
«ales personnel regarding working o©f such shops. Those Ca-
vperatives interested i starting self—-service shops should be
invited so that they can understand working of the system and the
problems faced by them initiaily. -

AV ) Since trese shops proved useful to the consumer
community, there 1s a need toc set up & large number of unite
throughout the country. Care will have to be taken to avoid such
taults which have come to our | iowledge.

Xvi) By now 1t bhas been proved that the Seif-Service
Shopping System adopted by Consumer Cooperatives is useful to the
Consumer Community in general as well as to the Management and
Sales Fersonnel ot Consumer Cooperative.

XV1ii) During 1987-9C, the sales rarge of the Stores in
Madras was betweer Rs.1984.04 lacs and Rs.5553.49 lace and in
Calcutta 1t was between Rs.17.66 lacs and Rs.&698.00 lacs. The
Fark Town and EBidhannagar wholesale stores were in losses in
1989-90 and 1987-88 respectively. They have to improve their
performance tc ach.eve viability.

v1iii1) The three self-cervice <haps, namely Furasawalkam,
tLindsay and FEehala have very csmall turnover rates. It rangecs
between I and 8. Lower stock turnavers Tecsult in excess stock-—
noiding and  higher 1nterest Cosi. Beci1des there 1= & problem o7
%10w moving stocks. Trme units have. therefore. te improve the
=15t 1ng arvrangements Tar regiaenisnhment cf stocks vronm the maan
QGaowns on the basis ot demeand pat cern.



#1:) Stock deficit 1s a common problem with all the self-
service shops. In order to reduce 1it, the strict wvigilance by
sales personnel gshould be exercised. They should be jointly made
responsivole for the stocks entrusted to them.

#»x) . In order to avoid stock out situation in self-_ervice
shops, the concerned wholesale stores should enlarge the range of
assortment. -

wxit Chingleput, Calcutta, Behala and Ridhannagar wholesale
stores are not giving anyv discount/rebate to members on their
purchases to retain their patronage. They have to consider
extending some incentives to the members.

®x11) Sales per man—-day of Furasawalkam and Lindsay Street
self-service shops 1s not picking up. The Lindsay Street and
Famdhenu seif-service <ctores are having more sales staff. The
self-service shope have toc regulate employment of sales staff
reeping 1n view & sales per man—day of Rs.3500-4500.

¥xiii) SBales per sg.tt. of Lindsay Street, Purasawalkam,
Betiala and Ridhannagar 5.5. shops is’ not to the e:pected level.
The self-service shops have to aim at achieving a sales per
sq.ft. of Rs. 20 or more. i

xx1v) There 15 alreadvy the customer acceptabiiity of the
self-service system 1ntroduced by the Wholesale/Frimary Consumer
Stores. They can increase their sales by putting a better
performance i terms ot consumers convenience and by introducing
rebate, discount schemes etc.

It has, therefore, become necessary that all concerned with
the development of this sector shouid join hands and make it a
success. The parties invoived are Members, Management of the
society, Gtate Cooperative Union, Cooperative Training College
and above all the Govt. Each one has to play its roile
effectively. The Govt. should continue to provide initial
finarncial assistance to consumer cooperative stores to set up
new seli-service shops. The consultancy service of the C & F
el of National Cooperative Consumer Federation to set up these
wmits and follow-up advice for development of business efficiency
would be needed. However, the Govt. may lay down the condition
that such self service shops would become self-rellant within
nest 2 vyears and 1increase the business without seeking the

Govt. ' e further assistance. Secondly, these stores/S.S5. shops
would follow the demcoratic principles SO that member
participation can be ensured. The deputation of Govt. officer 1in

the stores should be 1 the agvisaory capacity and not as Managers
o tanaging Directarc.



e ICA ROAF which 1s taking keen 1nterest in development of
Consumer Cooperative Sector i Indaia and other developing
countries in  Asia and the Facifaic, may organlse one or two
Contferences/seminars in Indis and otner countries to highlight
the worting of seif-service «hops ot consumer cooperatives and

the tactors for success and taliure. fhe ICA may also prepare a
Model Froject and discuss in these meetings. how such a model
wi1ll be viable and profitable are. RAlthough 11ni1tially Govt.
acsistance wouild be needed but :n the course ot next 3 years, 1t
should become self-reliilant. Thiis would enable the leaders and

thie PManagement personneil to 1interact with others, learn the
wort 11y of successtul cooperative consumer ctores’ as well as
probrems and difticuities taced ty them. This would tinally heip
Liwe developaent of consumer cooperative stores 11 india.



ABBREWVIATIONS
used i1n the Report

I1CH ROAF - International Cooperative Alliance
Regional Office for Asia & the Facific

TUCS - Triplicane Urban Co—op. Society.

CDHCCWE - Chinc:eput Distt. Consumers (oop. W/S
Stores Ltd.

FTCWS - Fark Town Co—op W/S Stores Ltd.

CWCCS - Calcutta W/S Consumers Coop. Society
itd.

BHWCCS - Behala W/S Consumers Coop. Scciety Ltd.

RNWCCS - - Bidhan Nagar W/S Consumers Coop. Society
Ltd.

bi/sS Lo, - wﬁolesale Consumers Stores.

A/Ccs & awimn, - Accounts and Administration.

S.5. Shtop _ - Self-Service Shop.

C & F Cell - Consultancy & Promotional Cell. -

Rs. ) - Rupees

Lac - Lac ig equal to 100,000.
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Study bry:

Ubryectrves:

Flaces of
Study:

Scope of
study:

Annexure—1

Study of Cooperative Self-Service Shops

Terms o1 Reference of the Study

M. R.S. Umre, Consumer Consultant, on behalf of
International Cooperative Alliance, Regional
fJffice for Asia and the FPacific (ICA ROAF .

1) To assess the present situation of Self-
Service Shops 1n Tamilnadu and West Bengal
concerning trheir objectives, locations,
organisational set up, funds, business and
resuits of theilr operations.

11) To assess the 1mpact of their operations on
the benefits and welfare of Cocop. members,
the community arnd the Cooperatives.

111) To evaluate the i1mpact of Govt. assistance on
Cooperative Operxtione, i1nitiative and future
develupment .

1v) To i1dentify probliems and solutions.
v) To find ways and means of improving thear

operaticons.

Two — one 1n Tamilnadu (Madras) and another in
West Hengal (Calcutta). :

The study will cover:-—
i) Coop. objectives, locations, organisational

set up, business organisations, cooperative
operations and results of operations.

11} Govt. assistance regarding policy, finance,
personnel , education and training and 1its
impact on the success  and failure of

Cooperative ocperations.

1311) impact of ceif—-service operations on the
benetfits and welfare of members, the
community and the cooperatives.

afiecting the success and failure of
GOEr AT 1ONS .
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v) Froblems faced in Coop. operations.

v1) Strategic plan of action for the improvement
of Coop. operations.

o
o



Annexure-—11

Worring Results (Inst itutions as a whole;

(ke. 1n lacs)

15987 -85 v to 1988—-8¢% 7 to 1969-90* % to
(Re . Sai€es {Fs.) sales {Kes.) sales
1. TUCS
Sales: 4625.83 - 557,49 -~ 4966 .6% -
Iincome: 23:4_.17 Q.ud 265,62 4.7 264 .67 S.79
Cost: PR ANGS 4,52 259.48 4.67 260.559 .70
Net
FroTat: Z24.82 0,53 4.14 0.08 4.1 0,09
2. CLLCCWS - .
Sailes: Z49:.18% - - 2764.71 - 2933.7%2 -
Income: 104.80 4.21 119.2%89 4.31 95.21 .25
Coct: 99.40 .99 109,26 .99 Q0.321 Z.08
Net
Frovit: Qo4 O 22 9.99 0.6 4.90 O.17
Sales: 315%.15 - z688. L0 - 1985.04 -
Income: 140.7% 4 .40 177.68 4.82 107.3¢ 5.41
Cost: 129 .22 4,09 177.68 4.82 128.82 6.49
Net
Profit: 11.52 0.37 {(No profit—-no loss) (21.52) (1.08)

* (% months upto March’ 90)



Working Results (Institutions és a whole)

(Rs. 1n lacs)

CALCUTTA
1987-88 % to 1988—-89 7% to 1989-90* %L to
(Rs.) sales (Rs.) sales (Rs.) sales
1. CWCCS
Sales: 592.00 - . 678.00 - 338.00 -

* Income: 47.86 8.08 54.93 8.10 33.62 9.94
Cost: 47 .66 8.05 54.45 8.03 i 31.99 9.46
Net
Frofit: 0,20 0.03 .48 0.07 1.63 0.48

2. BHWCCS (9 months upto March’ 90)
Sales: 210.73 - 243.89 - 190.07 -

. Income: 11.48 35.43 12.73  5.62 10.80 D5.68
Cost: 11.28 5.34 3.22 9.45 10.21 S5.37
Net i .
Profit: 0.20 0.09 , .41 0.17 . 0.99 0.31

3. BNWCCS (From November 87)

Sales: 17.66 - 47 .00 - Z5.44 -
Income: 1.97 11.15 5.68 12.08 2.83 11.12
Cost: 2.88 16.31 4.44 9.44 2.06 B8B.09
Net )

Profit: (0.91)(5.16) .24 2.64 0.77 3.03

* (6 months upto December  8%)
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Annexure—111

Working Resultse (Self-Service Shaops)

19687 -68 198&-89 1989-940*
(Rs.) (Rs.) (Re.)

1. kamcghenu (New)

Sales: 200,56 184 .27 165.8%7
Income: 1Z2.05 11.98 1G6.78
Coust: 10.92 11.58 9.15
Frotit: 2,13 Q.40 1.63%
2. PTCWS (Annanaqar)
Sales: S51.68 - 56.04 48.17
Income: 4_13 4.48 3.8%
Cost: .15 Z2.34 2.35
Frofit: .98 2.14 1.50
3. Lindsay Street
Sales: 120.42 122.325 26 .46
Income: 9.28 G.06 5.02
Cost: 8.59 8.00 4.01
FProfit: 0.99 1.06 1.01

* (From July 8% to March’ 90}
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Working Results (Self-Service Shops)

(Rs. in lacs)

1989940
(Rs.)

11.92
0.95
0.71
0.24

64.66
3.23
2.97
0.26

CALCUTTA
1987-88 1988-89
(Rs.) (Rs.)
1. PTCWS (Tirumangalam)
Sales: ?.50 13.63
Income: 0.76 . 1.09
Cost: 0.50 0.67
Frofit: 0.2 0.42
2. BHWCCS Store (From July ' 89 to March 90)
Sales: 39.85 67 .43
Income: 1.99 3.37
Cost: 1.93 3.23
Frofit: 0.06 0:14
3. BNWCCS -
Sales: Z0.85 67.43
Income: 1.99 I.37
Cost: 1.93 325
Profit: 0.06 0.14

* {(From July 89 t

o March’ 90)



Annexure—-IV

Self-Service Shops
‘erformance 1rend {(Sales per square foot)

Madras (Sales per sg.ft.)

Selling 1687-88 1988-89 1989-20=

fArea (RS .) {(Rs.) (Rs.)
- {bg.Ft.)
TUCS
1. kKamadhenu (niew) 567 11.80 10,832 12.99
2. FTICWS
Annanagar 1630 10.44 11.32 12.98
. CDCCWS
FPurasawallam 1630 .42 1.57 .89
Calcutta
1. Lindsey Street 8800 4.90 4,67 4.27
2. BHWCCS 2994 S.02 7 .90 .39
3. BNWCCS . 1300 6,72 6.72 6£.44
e e e I e . e e e e ———mm e o en = e mm m o e v = e — e i e e - = ——— e G —— e o St o pu—

* {(uptoc March 9uU)

e
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Annexure—V

Sel f-Service shops
Performance Trends (Sales Staff)

(SFMD : Sales per man-day)
{ANS : Average number of staff)

Madras
198788 1988-89 1989-90
ANS SFMD ANS SPDM ANS SFMD
(Rs.) (Rs.) (Rs.)
TUCS
1. Kamadhenu 20 3346 20 3073 20 3685
(New)
(Sq.Ft.3673)
2.. PTCWS
Annanagar 4 4307 4 4670 4 9352
(Sq.Ft. 600)
3. CDLCWS
Furasawalkam 6 658 6 {4246 6 1058
Calcutta
CWCCS —
1. Lindsey St. 8 1541 28 1456 28 1344
{S.Ft.8800) (upto Dec.’ '89)
2. BHWCCS 14 1138 14 1605 14 2052
(S.Ft.2994) - (upto March’ 90)
X. BNWCCS 3 3360 3 3360 3 3220
(S.Ft.1500) (upto March’ 90}



Annexure—VI

Self-Service Shops
rertormance Trend (Stock Turnover Rate)

Maaras
""""""""""""""""""""" Yearly Stoch Turnover Kate (Times)
1987-88 1988-89 1989-90
wes
1. Famadhenu 21 19 21
2. FTCWS
~&nna Nagar 15 13 16
Furasawalkam S = pal
Lalcutta
1. tindsey 5t. 1z e 7
2. BHWCCS 7 8 16
3. BNWCCS 11 10 9



-

Annexure-VIT

Sel f-Service Shops
Performance Trend (Stock Deficits)

(Rs. 1n lacs

1987-88 1988-89 1989-90=*

- Sales Stock Z "to Sales Stock Z to Sales Stock Z to
C Deficit sales Deficit sales Deficit sales
?”Madras y
- Kamdhenu 22.76 0.02 0.01 184.37 0.26 0.14 165.82 0.12 0.¢7
" PTCWS 51.63 0.12 0.35 56.04 0.18 0.32 48.17 0.01 0.02
. (Annanagar) -—
*.CDCCWS 11.85 0.0} 0.07 7.68 0.15 1.95 14.28 0.014 0.08

(Purasawalkam)

Caleutta

CWCCS 129.42 N.A. - "122.35 N.A. - 56.46 N.A. -
Lindsey St.

BHWCCS 39.85 0.02 0.04 67.43 0.03 0.05 64 .66 0.04 .0.07
! BNCCWS 17.64 N.A. - 30.23 N.A. - 21.72  N.A. -

* (upto March’ 0)

&



