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I N T R O D U C T I O N

The overall aim of a Consumer Cooperative Organisation is to 
provide all kinds of goods and services for welfare of the people 
iri a given society. The organisation of Consumers Cooperatives 
is the most reliable and well tried method to bring down and 
maintain prices at a fair level. The consumer societies are also
expected to sell un-aduIterated and quality goods to consumers
arid save them from exploitation at the hands of unscrupulous 
tr aders.

2. Though it may not be possible for the Consumer Cooperatives
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.

3. The need for organisation of such consumer cooperatives was
felt in the past in India and efforts were made to "organise
consumer cooperatives from time to time but the real impetus for
the development of consumer cooperatives was received during the 
Third Five Year Plan period, 1961—196? with the financial support 
and encourageiiient from the Government. The concept of setting up 
a Department Store by a Consumer Cooperative and later on Self- 
Service (section) in the Department Stores was introduced in 1966
i.e. the beginning of the Fourth Five Year Plan. This shows that 
the planned efforts were made in 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 cities and towns and Wholesale/Central 
Cooperative Consumer Stores at the district level. Cooperatives 
have been pioneers in introducing the concept of Department 
Stores which has made it possible for consumers/customers to make 
complete shopping under one roof. The Department Stores are
generally known as Super Bazar, Apna Bazar, Sahakari Bhandar, 
Samvaika and Janta Bazar in different parts of the country.
These Department Stores are now being run on modern lines
providing better and improved services like self-service shopping 
system to consumers.

5. 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.
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6. The concept of self-service shop was first o t all introduced 
in Department Stores called Super Bazar' in New Delhi in 196£>. 
In many places, self-service shops are running as independent 
units of consumer cooperatives. Today there are nearly 250 self- 
service shops rur by consumer cooperatives. Trie self-service 
system is modern and becoming popular as the customers prefer to 
pick and choose goods as they like without bothering sales 
personnel to tell tner, the contents, price, quality and weight of 
the good1: .

7. The results oi working of some .of the self-service -shops are
impressive 1 i !■ e A p n a Basar snd Sahakari Bhandar in Bombay. 
Tr ipl icane <<!ui k n i n t nc-.nn;n i Stores in Tamilnadu, Super Bazar of 
Delhi to 'i ■ ■ a few hut ‘hen there are others whose working is
li ' i satisfactory in spite .it the fact that they have got potential 
for de v61 opmen t . 1 he I n t erna t iona 1 Co-operative Alliance, New
Delhi, wanted to know the present position of working of self- 
service shops m  hade as arid Calcut ta on a sample basis concerning 
their ojiecti/fv, 1 on <-> r i on -•. organ l sa t iona 1 set—up funds, 
business operat i.-.-.ns r,d msul f s of their operations.

o. T ne il-A has . t : i --ri ! ( •- tr , *-■ 11 ■ r nsteci the study to me to study 
the fell owing.

i ; Tr a < e s s  the impact of operations of self-service 
shops on the benefits and welfare of cooperative 
members, the ctiiii.Tmnity and the cooperatives.

ii) To evaluate the impact of Government assistance on 
cooperative operations, initiative and future
deve1opment.

lii i To identify problems and solutions.

iv) To find ways and means of improving their operations.

• To the best of my ability, I tried to study the above 
aspects. As the welfare of consumer ’is nearest to my heart, it 
was my endeavour to know the real problems of consumer 
cooperatives in running the self-service shops successfully and 
the strategy they can adopt to improve their working. In doing 
so, I received the help and cooperation from all concerned.

10. The experience of working as a Chief Director, m —charge of 
Consumer Programmes m  N.C.D.C. and later on as a 
Cunsultant/rrojc'ct Director in the Council for Rural ar̂ d Co
operative Development, New Delhi, was helpful to me to identify 
the problenis of consunier cooperatives and suggest some measures 
to solve them.
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11. I am grateful to the Chief Executives, Special Officers and 
staff of Cooperative Wholesale Consumer Stores of Madras and 
Calcutta for furnishing me the required information about the 
working of Self-Service shops and their parent institutions.

12. My thanks are due to Mr. F'radit Machima, Consumer Advisor , 
I CA ROAP, for his valuable advice in preparation of this report.

13. And above ail, I am thankful to Mr. G . K . Sharma, Regional 
Director, T CA F;OAF', New Delhi, who was a continuous source of 
inspiration to me.

New Delhi R .S . Urnre
June 1991. Consultant to ICA ROAP



CHAPTER— I

SCl-QlRG- and obiective of the study

1 .1 The ICA Sub-Committee on Consumer Cooperation in South East 
Asia in its meeting held in June, 1V87, advised the member— 
U'ovtf-ii'fc-n t s that the consumer coopera ives in their countries
should not only confine their activities to distribution of 
consumer ctrtods but should also function as movement of mutual 
assistance in daily life and try to improve the quality of life 
lot- the consumers. In the context of these expected socio
economic developments through consumer cooperatives, it has been 
i: uiisidered necessary to assess the present position of the 
working of self-service shops of consumer cooperatives and the 

ent of benefits derived by consumers anti the scope for future 
rieve lopmpn t.

1 .7' The study has , thf/refor e, been commissioned to assess the
(•resent situation of nor! iny Self-Service shops of Consumer
l'oo[it‘ra! ives in Madras and Calcutta on a sample basis and to know 
their problems and prospects for future development.

I’i!.ji1e of studv

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

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

Name of Wholesale 
Cons. Cooo. Stores 
(Parent' Institution)

Name of Self-Service ehoo 
(S.S. Shop)

Madras

1. Triplicane Urban 
Society (TUCS)

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

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

7. Chingleput Distt. 
Stores Ltd.

cwcc 3. Purusawalkam S.S. Shop

1



Name of Wholesale Name of Self-Service

I1111I 
Q 

1 
0 

1 
jZ

 
i 
in

I
Cons. Co o d . Stores 
(Parent Institution)

(S .S . Shop)

l
Calcutta i

»
1. Calcutta C.W.C. Stores t

Hazra Road. i
>

2. Behala C.W.C. Stores i 
Behala. Ir

i. Lindsay Street S. S. Shop.

2. Behala S.S. Shop.-

3. Bidhannagar C.W.C. Stores ?
S
1

3. Bidhannagar S.S. Shop.

i.4 The detailed information on various aspects of working of 
the parent organisations and the self—service shops run by them 
was collected in the questionnaire. These institutions 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 personnel and the Management 
also gave their views on the working of self-service shops and 
t! if ■ benefits derived by them.



CHAPTER —11

Present position of Consumers Movement

2.1 India's Consumers Cooperatives have 4—tier structure. At
the grassroot level, there are 23048 urban based primary
societies anc they have over 7000 branches, retail outlets and 68
Department Stores. At the district level, there are 631
Who1esa1e/Centra 1 Stores. They have about 5570 branches and 314 
Department Stores. At the State level, there are 26 State
Cooperative Consumers Federations and State Cooperative Marketing 
Consumers Cooperative Federations with 103 branches, 36 
Department Stores and 333 other retail units. At the Apex is the 
National Cooperative Consumers' Federation of India.

The membership position is as under:

1. Primary Consumer Societies
2. Wholesale Stores
3. State Federations
4. National federation

73.04 lacs 
23.65 lacs* 
16,587 societies 
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 Stat.e
Federations is about Rs.Z'70 million. 86X 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-capita1 has been contributed by the Government.
The primaries have a total share capital of R s .360 million. In
their case, the Government contribution is about 257..

t+

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



Growth of DubineE.s for the country as a whole

(Rs. in lacs)

Year Primary Cons. Stores Wholesale Coop. Cons. 
Stores.

1983-84 61.546 72,206
1984-85 65.67 3 86,642
1985-86 7 5,274 94,941
1986-87 76,7 97 95,751
1987-88 76,302 106,888
1988-89 8 8 , 7 O / 108,955

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

2.5 Overall scenario of Coop- Consumer Movement in Tamilnadu and 
West Bengal as well as in Madras and Calcutta has oeen indicated 
below:

The structure of the Consumer Cooperatives in Tamilnadu at 
the end of 1990 nas as under:

Figure No. 2.1

lamjJ nadu Organisational Structure

I State Co-operative Consumers Federation \

t Wholesale Consumers Stores (29) j

E Deptt. Stores ► Other Branches i Primary Cons. Stores I
(30) r (2168) , (3846) }

l ,..... .... ..... ...... "I
5 Branches (923) I

1 " " '"--I
Members (8.69 lacs' | Members (13.77 tacs I



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 

i West Bengal State Cooperative Consumers Fedn.j

Wholesale Cooperative Consumers Stores (29) i

i" ' ’
I Branches (190) # * Pry- Cons. Stores 5

| (2600) i

, t— .- .A™
i Branches (473)

t Members I < Members !
L (0.23 lacs) ; '* (5.43 lacs) i

Source: Annual Report 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 Lhe 
branches and membership consists of individuals.

The total individual membership of wholesale as well <̂ s 
primary consumer stores in Tamilnadu was 22.46 lacs while in West 
Bengal, it was 5.66 lacs in 1988—89.

2.8 So far as business operations are concerned, 29 wholesale 
stores of Tamilnadu nave retail business of Rs.367.25 crores; the 
same number of wholesale stores in West Bengal have retail 
business of Rs.105.38 crores in 1938—89. The retail business of 
primary consumer stores in Tamilnadu is Rs.186.64 crores while in 
West Bengal it is Rs.106.35 crores in 1988—89. This shows that 
although the stage of development of Consumer Movement differs in 
two States, the retail business of consumers stores, both primary 
and wholesale consumer stores is substantial. The importance of 
cooperative busiiiest operations tvicty be judged from trie fact that 
in me-tropol i tan cities like Madras and Calcutta, there are quite



a large number of private shops whose assortment of goods and 
consumer service are as efficient as that of cooperative consumer
stores.



CHAPTER— 111

3.1 In Madras city, there are four cooperative wholesa 
consumer stores and in Calcutta, there are three wholesa 
consumer stores which are running self-service shops. The 
names are as under:

Overall position of parent institutions
(in Madras & Calcutta)

Store/Society No. of self-service shops

MADRAS

1. Tnplicane Urban Coop. Society 
Ltd. (TUCS

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

3. Park Town Coop. W/S Stores 
Ltd. (PTCWS)

4. North Madras Coop. W/S Stores 
Ltd. (NMCWS)

CALCUTTA

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

2. Behala W/'S Cons. Coop. Society 
Ltd. (BHWCCS)

3. Bidhannagar W/S Cons. Coop. 
Society Ltd. (BNWCCS)

1 e 
1 e 
lr

3.2 For the purpose of study, however, we have selected the 
first three Whole Sale Stores in Madras, namely Triplicane, 
Chingleput and Park Town W/S Consumers Stores and in 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

3.3 There is a mixed structure i.e. Unitary as well as Federal, 
as has been mentioned in the earlier chapter, both in Madras and 
Ca1cutta.



3.4 The membership of wholesale stores consists of primary 
consumer stores and individuals. Actually from the federal
structure point of view, only primary consumer stores should have 
been admitteri as members of wholesale consumer stores. But the
position is there otherwise. The individuals are admitted as 
members -in the w: nlesale consumer stores in addition to Primary 
Consumer Stores. The Wholesale Consumer Stores aeal in both
retail arid wholesale consumer business. The retail business is 
through I'ej <ar tment Stores, self-service shops, branches and 
i etai I cent; es .

Membership

3.o The pi.'Si t i on of number of members (primary consumer stores 
and individuals} in wholesale consumer stores is as under:

Table No. 3.1 '

Membership position

t
L...

i' 11 y

Madr,

Name of W/5 Cons. Stores
5

: TiJCS W/S C.S. " |
i Chingieput W/S C.S. I
Park Town W/S C.S. S

I
Calcutta: Calcutta W/S C.Stores S

Hehala W/S C. Stores i
i Bidhannagar W/S C.Stores j

No. of
members

103,179
33,062
71,845

1,738 
61 

246

3.6 The three stores in Madras have significant membership 
compared to their counterparts in Calcutta. The membership base 
of three stores in Madras is better than 
Calcutta. Although, there, is a provision,
membership, the members have no representation 
Committee. This has deprived the growth
1eadershi p .

the 3 stores in 
for individual 
on the Managing 
of cooperative

3.7 In Madras, the wholesale consumer stores have opened a 
number of retail outlets, self-service shops, branches etc. In 
Calcutta al§o some wholesale stores opened retail outlets/S.S. 
shops. In a few places where the retail outlet of wholesale 
stores and primary consumer stores are located in the same area 
of operation or in the vicinity, the primary consumer store gets 
a set-back in its business. It was reported that some primary 
c onsumer stores in Calcutta have been closed on account ct this 
r e a s o n  ia a large ext»'• nt .



Funds-

. 8 The funds of the wholesale- consumer stores comprise of the 
foliowing:

1. Share capita] f r o m :

a) Members (individuals and institutions);
b) Government.

2. Borrowing from:

a) Government loan;
b) Cooperative Bank—Cash Credit accommodation.

3. Deposits from members and others.

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

Table N o . 3.2

Financial position of Wholesale Cons. Stores in 1989—90
(Rs. in lacs)

i
t _____ Share Capital____  Loans from Deposits
t Members Govt - Tota1 Govt.
S
i Madras

i 1. TUCS 9.72 94.63 104.35 55.41 64.00
S
i 2. Park Town 7.53 42.12 49.65 Nil
il
i 3. Chingleput N.A. N.A. 33.34 Nil —
i
I Calcutta 
l
I 1. Calcutta 7.82 57.39 65.21 8.45
i CWS
i
I 2. Behala CWS 3.10 23.25 26.35 14.00
I
i 3. Bidhannagar
| CWS 0.06 7.00 7.06 3.5
I

The percentage of share capital of members as well as of 
Govt.'s contribution to total share capital of each of the above 
wholesale stores is given in the next table i.e. 3.3

9



3.10 It will be seen from the above table that the members' own 
contribution to share capital was quite less compared to the 
State Govt, 's contribution. It is shown below in the form of 
percentage ratio:

Table No. 3.3 

Perrentage of Members' share capital contribution

i Store : Members______Ijovt. ' s {_______Total - _<
Amt. | V. t Amt. i 7. k Amount i "/. ;

r ; ■ * : i s  t

E TUCS CWS* i 9.72i 9.31 i 94.63 r90.69 j 104.35 - 100 >
E Park Town CWS 7.53J15.17 k 42.12 >84.83 t 49.65 < 100 J
fc Change1 put CWS i N .A . i — i — i — > 33.34 # 5
< ! ’ i S i » t k
I Calcutta CWS i 7.82 S12.00 * 57.39 i.88.00 > 65.21 i 100 i
• Be?ha 1 a CWS 3.1 Of 11.76 i 23.25 -88.24 j 26.35 i 100 i.
r Bidhsnnagar CWS- 0.05 < 00.85 f 07.00 i99.15 07.05 » 100 ■
• t i i s ;
• « > > ' < •

*CWS: Consumer Wholesale Stores.

3.11 Except in the c u e  of Park Town Stores in Madras, the 
member's contribution towards share capital of the stores is less 
than 14X. It is less than IX in Bidhannagar Stores in Calcutta.

3.12 In addition to share capital contribution, the Govt, has 
provided 1 m g  term loan to four Wholesale Consumers Stores to set 
up self—si vice shops. The stores have also received cash credit 
accommodation from Cooperative Banks for financing their business 
operations.

3.13 The Tripiicane Urban Coop. Sotiety (TUCS) Stores in Madras 
is hhe only Stores which have received an amount of R s . 64 lacs
as deposits from members. This amount enabled it to raise more 
working capital from the Banks for expansion of its business
operation?



Business ope-r at ions

3.14 Hf I'Jhoiesaip Lonsumer Stores as Institutions as a whole i! 
shown m  che following two tables:

Table No. 3.4

Growth of bLisiness operations of W.S. Lonsumer Stores 
1 Madras City and Calcutta City

(A) Madras City Rs. in lac;

Year __; TUCS ____» Chinqleput » Park Town
> i >

1987-83 4635.83 * 2492.15 i 3158.15
1988-89  ̂ 5553.49 i 2764.71 ; 3688.30
1989-90* . 4 566.69 i 2935.72 !, 1984.04

(B) Calcutta City Table No. 3.5

Year LaicuttaJ Beha1a _ r Bidhannaqar
t t

1987-88 i 592.00 ' I 210.73 t 17.66
1988-89 t 698.00 i 243.89 k 47.00

i 1989-90* f 338.00 i 190.07 j 25.44

•These figures are for 9 months only (from July'89 to 
Marc h '90).

3.15 It will be seen that there has been growth in sales of all 
the wholesale consumer stores in t1e 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:

i) Sale of goods to Primary Consumer Stores on Wholesale 
rate.

ii) Sale of goods through its retail outlets/branches,

iii) Sale of goods through its self-service shops.

3.16 In addition, they are engaged in distribution of ration 
articles like sugar, wheat, rice, kerosene to Fair Price Shops 
under the Public Distribution Scheme of the Government.

11



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

i) Food & broce nes.
ii) General Merchandise, 

iii) Textiles.
i v ) Cosmetics and Drugs.

Prof 1 tabi1ity

3.17 The details of net prof.it earned by these stores are as 
under:

Table No. 3.6

The net profit earned and its percen taqe to sales

Madras City Rs. in lacs

Year T .U. C.S. Chinq1eput Park Town
Afiit. of 
p r o f i t

7. to 
sale

Amt. of 
prof i t

7. to 
sale

Amt. of 
profit

7. to 
sale

1987-88 24.82 0. 53 5.40 0 . 22 11 .52 0.37

1988-89 4.14 0 .08 9.99 0 .36 12.11 0.33

r989-90 4.12 0.09 4 .90 O. 17 (16.39) (0.82)

Table No . 3 . 7

Calcutta City

Year Calcutta 
Amt. of '/. to 
profit sale

Behala 
Amt. of 
profit

7. to 
sale

Bidhannaaar 
Amt. of 7. to 
profit sale

1987-88 0. 20 0 .03 0.20 0.09 (0.91) (5.16)

1988-89 0.48 0.07 0.41 0.17 1.24 2.64

1989-90 1 . 63 0.48 0.59 0.31 0.77 3.03

12



• ' IB In Madras city, all the three wholesale stores have earned 
' ofit during the last three years except: the Park Town Stores
v.iiicri incurred substantial loss iRs.16.39 i acs) during 1989-90 
from Juiy‘89 to March’90. The reason for loss is attributed
(T.ainlv to stock deficit.

',7-19 In Calcutta city too, one store name!',- Bidhannagar incurred 
:-i oss • of Rs. 91000/- m  the first year i. e . 1987-88 but then there
h.3s -been profit in all the years subsequent! y . The reason for 
loss is attributed to stc-ck deficit.

3.20 By and large, there has been growth : n business operations 
as well as in proi itability. The reason for loss is also
attributed to handling of business under the public distribution 
scheme. Under this scheme, the margin of profit is so less that 
their income is less than expenditure.

Management: Board of Directors.

3.21 Tttere is no e ] ec ted Board of Directors of wholesale consumer 
stores — both in Madras and Calcutta. in Madras, the Chief
Executive, a senior government official (Joint Registrar of 
Cooperative Societies) is appointed as a Special Officer. Under 
him, there are two or three government officials on deputation to 
manage the different Departments.

Fioure-3.I

Organisational Chart of Wholesale Consumers Stores in Madras

"4 ." ---- ----- ----- ----- 1
J Manager ( Manager { Manager g Manager ( Manager f
j ‘iPurchase & i (Sales) f A/cs Dept, f (Admn.) | S.S.Shop i
t Stock)Deptt. I Deptt. j c * Deptt. I

[ Dy. Manager i Dy. Manager l Dy. Manager i * J

Staff h i Staff { . Staff ; s Staff ; i Staff ?



3.22 In Calcutta too, there has been no elected Board of 
Directors. Instead, a Board of 2 to 3 persons, of which one is
non—official has been nominated by the Government. There is an 
Administrator appointed by the Government, who serves like a 
Chairman of the nominated Board. The W/S Stores is headed by the 
Chief Executive, who is a Government official appointed by the 
Government. He takes decision, after consulting the
Administrator. The nominated Bc.rd decides the broad policy
framework. The structure is as under:

Figure-3.I I

Organisational Chart of Wholesale Stores in Calcutta

t Board (nominated) i

Administrator i
(Senior Govt. Official) I

Chief Executive I

» Purchase * Stock £ A/cs Admn. ! S.S.Deptt. i
( Deptt. Sale Deptt. s Deptt. Deptt. j I

■ T "

£ ■..

Dy . ■ Dy . • A/cs and Admn p Manager
t> Manager i Manager | Officer f

j;-

f Staff ! Staff t Staff « Staff

3. *.3 Each of these Departments is headed by a Manager. Some off *these Managers are on deputation from the Government. But by and 
large the society's business operations. Accounts,
Administration, etc. are managed by the Society's own permanent 
officers and staff. There is a strong trade union of staff of 
the Stores. The reason for supersession of the elected Board and 
appointment of Administrator and nominated Board in their place 
is reported to be due to allegations against the elected Board 
members. The Board members have gone to the court to fight their 
case.

'..14 It will be seen from the Management position, explained 
above, that the societies/stores have no democratic character. 
I tie Government of ficer is'. manage the whole show. In the absence 
of democratic character. there is no member participation in the 
activities o" the Stores.

1 4



3.25 A statement showing the working results of all the wholesale 
consumer cooperative stores i.e. Institutions as a whole is at 
Annexure-I.

15



CHAPTER—IV

Working of Self-Service Shops

4.1 It was realised that a well knit distribution system of 
consumer goods is 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 to 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
has 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.

4.3 The consumer of today, particularly in urban areas, has
become more 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 to various sections of the 
society and modernisation of shopping system, the system was 
introduced in the- cooeprative sector in India in sixties. Self- 
service shopping is a new idea in. India. It was already in vogue 
in Europe, USA and Japan and other developed countries. Although 
initially there were doubts whether this system would work well 
in India hut the results showed that the system worked 
successfully and there was a good response from consumers, 
Particularly to housewives, the system proved very useful.

4.5 Let us see how the self-service shopping 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 in Madras and three in Calcutta and their various 
aspects of working including business operations have been 
studied.
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i"""‘ ¥
1 S - N o . i Name of the W.S.C. Stores | Name of S.S. Shop

*
i 1 . r TUCS Madras S Kamd henu
• i Park Town Madras I Chinthamani nnnanagar
3. i Chingleput Madras ( Purasawalram
4. i Calcutta Calcutta ( Lindsay Street

i 5. ! Behala Calcutta I Beha1a
f 6. \ Bidhannagar Calcutta i Bidhannagar

Gbj ectives

4.7 The main 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 increase sales. The fairness in price, quality and 
weighment etc. of the goods sold have to be the basis of business 
policy of a Cooperative Store.

Locati ons

4.8 The location and layout of a self-service shop play a very 
important part in the business strategy of a consumer stores. 
The location of a shop in a market place with good approach roads 
is preferred. As regards placement of merchandise, the following 
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 placement takes care of the
informative aspect, which essentially means that it 
takes care of salesmanship.

(— Heavy articles are placed at the bottom and light
articles upon the shelves.

4.9 These are the simple rules of placement of goods which all 
the S.S. shops under study have observed. As far location is
concerned, except Bidhannagar S.S. Shop, all the shops are 
located either in the market place or near it.
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Se 1 I m o  Area

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

! 1 - f Kamdhenu 5673 Sq .ft. i
2. ? Chin thamanl 1650 Sq .ft. \

t 3 - ii F'urasawa 1 kam 1630 Sq.ft. 1
i. 4 . 1 Lindsay Street 1 8800 Sq.ft. 1
5 5. f Behala • S 2994 Sq.ft. 1
i 6 . 1 Bidhannagar s 1 500 Sq.ft. £

t l i
V .u .. ..- - ... - ■______ _________________,

4.11 The Kamdhenu S.S. Shop in Madras and Lindsay Street S.S. 
Shop in Calcutta are having quite big selling area and others 
have ranging from 1500 to 3000 sq.ft. The productivity of the 
area is 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.

Organisational set-up

4.12 A self-service shop is 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 JLterns 
of general merchandise. These items alone run into 500 to 1000 
or even more".

4.13 The self-service shop is headed by a Manager who receives
directions from a Chief Executive of the Wholesale Consumer 
Stores. 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 3—4 sales personnel depending upon the size of 
operations of the shop. The computerised cash/sale register at 
each exist counter is fixed and operated by a sale
personnel/cashier.

4.14 The consumers/customers are not essentially members of the 
Store. The sale of goods in self-service shop is open to all 
consumers. The majority of customers are non—members, about 80 
to 90'/. approx imate 1 y .



4.

Funds

4.15 As explained earlier, the C.W.C. Stores have two sources of 
funds viz. share—capita1 contribution from members (individuals 
and primary 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 operations.

4.16 As the Government 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 is f r o m  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 in the 
form of additional share capital and long term loan.

Table No. 4.1

Financial assistance received from the Govt, upto 1988—89

t..... . ■" i
j S . N o . S.S. Shop Amount (Rs. in lacs) I
1 1. f Kamdhenu

---—
f 19.90

I 2. 1 Chinthamani 1; -
t 3. i Purasawalkam i -
i 4. 1 Lindsay Street 1 8.45
♦ 5. 1 Behala 1 28.00
( 6. I

i
Bidhannagar 1i

4.50
----1_ . . . __ *

Source: Concerned Co-op. Wholesale Cons. Stores

4.18 It 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 Behala S.S. Shop of Behala C.W.C. Stores 
received Government assistance under the scheme of Rehabilitation 
of Cooperative Consumer Stores. It was felt that by setting up
S.S. 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.

19



Business operations

Assortmen t

A.19 Trip]icdne Society (TUCS) (Kamdhenu S.S. Shop) xs handling
around 2000-3000 items. The assortment range of S.S. shop of 
Park Town and Chingleput W.S.C. Stores is much less, say about 
1000 items. Range of assortment of the S.S. Shops in Calcutta is 
around 800 to 1200 items.

S.S. Shops

Table No. 4.2 

Position of sales of self-service shops

(A ) Madras City (Rs. in lacs)
r* — T™” — —T— ---i--
1 Year } Kamdhenu i Chinthamani 1 Purasawalkam i

1p— -4 fr

t 1987-88 t 200.76 1 51.68 1 11.85 I
I 1988-89 i 184.37 i 56.04 i 07.68 I
1 1989-90* i 165.82 I 48. 17 S 14.28 I

-i - .

Table No. 4.5

Position of sales of self-service shops

(B ) Calcutta City Rs. in lacs)
■ '  --'—  ---  ■ — ---—  1 ■ i-------------- r~.... — —   -------- -»
i f  i i I
\ Year t Lindsay Street | Behala I Bidhannagar II
I--------------(-----------  ---------1------  ------- 1------------------- — j
1 1987-88 i 129.42 I 39.8b | 17.64 |
5 1988-89 I 122.35 I 67.43 | 30.23 I
s 1989-90*i 56.46 I 64.66 I 15.05 i
i__________ :_ ■ * ■_____________________________ pi

♦The figures for 1989—90 are for part of the year — July'89 
to March'90.

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 Kamdhenu and Lindsay Street S.S. shops being big in 
size, their annual business operations are quite big running in 
120 lacs to over 200 lacs. The Purasawalkam and Bidhannagar S.S. 
Shops are haying low turnover ranging from 8 lacs to 30 lacs.
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4.21 The sales tiave increased in 1988—89 over to previous years 
in the case of Chintharaam, Behala and Bidhannagar S.S. Shops. 
In other cases, sales have gone down.

4.22 On the whole, the self-service shcps, both, in Madras and
Calcutta, are showing good business operational results. Most of 
these shops have run only for a few years. As they grow in
years, their business is bound to expand. By and large, the sale 
trends suggest customer acceptabi1ity of the systems inducted by 
the stores.

F'r of i tabi I l ty

Table No. 4.4

Statement showing profit & loss position of self-service shops

(A ) Madras City (Rs. in lacs)

} Year

1987-88
1988-89 

! - 1989-90

i Kamdhenu

2. 13 
0.40 
1.63

Ch,lnthamani
-«■---

0 . 98 
2. 14 
1 . 50

Purasawalkam f
-------------.------------------ --------------- -----------------------------------i

(1.3) I
(1.65) i
(O .66) I

...................-.............................»

Table No. 4.5

( B ) Calcutta City Rs. in lacs)

Year f Lindsay Street
----------1------------------

Bidhannagar

1987-88 j
1988-89 |
1989-90 f

0.99 
1 .06 
1.01

(0.66) I 
0.68 *
0.50 I

Source: Information received from the individual societies.

4.23 Except Purasawalkam and Bidhannagar Stores showing loss in 
the first year, all the S.S. shops are working on profit. The 
profit is generally on the increase. The primary purpose of a 
consumer stores is to serve the consumer community by making 
available the unadulterated goods at a reasonable price and keep 
the customer's convenience paramount in view. With all this, if 
the store/S.S. shops make some profit and that too in the initial 
years, it is creditable and to a large extent the cooperative 
purpose is served.
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Sales operations after conversion into S.S. shops

4-24 One of the objectives of conversion of counter sale shop 
into S.S. shop is to increase the sales. Actually, there are 
many advantages to the consumer, management and sales staff from 
the S.S. 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 shops.

Table No. 4.6
fj ■ «|i» 1 hmi mmi 1a ii -in ■ ■ mua—r- ■ ' ™“ .. " ' "T
i Sr| Name of shop 1 Average Sales 1 Average salef No . of ii
i No i i per month i per month i time s
i i i prior to J after i inc rease s
\ i i (1985-86) | (1989-90) \ 1
i m--.. r ■ • ■iini 11 1
I 1.iTripticane L 80,OOO i 6,00,000 | 7.5 I
i 2 . IBasant Nagar 1 90,OOO | 5,70,000 I 6.3 1
1 3 . iAshoknagar 1 3 0 , OOO | 4 , 70 , 000 1 15.6 (
i 4 . INugambakkam I 1 , O O , OOO | 4 , 8 0 , 000 | 4.8 I
P 5.|Raja Annamal I 80,000 | 5,10,000 I 6.4 t
I (Puram 1 I I
__ a_:_________ _____ _ _— >— __ —  - ____n_.

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.S. Shop is much better than others.

4.26 The position of Furaswalkam S.S. shop of Chingleput 
Wholesale Consumers Stores before and after conversion of counter 
sale section is as under:

Table No. 4.7

Average Daily Sales before and after conversion of 
Furaswalkam S.S. Shop.

 „------------- n ™ . . - ,— . » .  - .... -------- ------------------------------------ ------1 - ---  --- ——  — r~—  - ------- --1
i Year (Average Daily Sales {Average Daily sales | No.of i
j (before iafter - | time I
£ (Conversion Year (conversion { increase i
y.----—--■§-- ----- ---------  -- ----f-- ---- ----------------  -- ---- {----- -1
j1982-83 j Rs .1725 j 1985-86 i Rs.4800 | 2.8 I
i1983-84 j Rs.1920 s 1986-87 5 Rs.5200 j 2.7 i
J1984-85 S Rs .2269 * 1987-88 i Rs.6000 \ 2.6 |
U. --------------- - ..-j..___ . ... . , _ ____ _________i.
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4.27 Since the Puraswalkam Self Service Shop is small, the growth 
percentage is less- Nevertheless, the growth is there. It is, 
therefore, clear that S.S. Shop puts up a better performance. 
This also shows that the self-service system is acceptable and 
convenient to the members and public from their shopping point of 
v lew .

Purchase and Pricing Policy

4.28 A systematic procec.ire is adopted in the matter of purchases 
in Madras. This procedure is in force throughout Tamilnadu 
State. There are three sources for purchase of goods namely:

i) Direct from manufacturers,
ii) National Cooperative Consumer Federation,

iii) 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 
a terns 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
different agencies, by and large, is as under:

i) Direct from manufacturers — 65X
ii) N . C . C . F ./State Cons.Fedn./MKT — 257.

iii) Through dealers — lO7.

Total - 100/C

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

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

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

4.33 Once in a weeL, salesman places indents with godown—keeper. 
The godown keeper consolidates the indents and forwards to 
Purchase Department.

4. ._>4 On examining the selling price of a few items sold by 
private shopkeeper and S.S. Shop, it was found that price of a



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 2-3 paise less. This is possible due to 
lower margin of profit charged by the S.S. shop.

4.35 In Calcutta also, 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 
107. and the balance is direct from manuf ac turers.

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:

i) 27. mark-up over cost for supplies to primary consumer 
stores.

ii) 5 to QV. 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—111.



CHftPTER—V

Productivity in Retailing
5.1 Productivity in retailing depends to a considerable degree, 
on the location of the shop. It tends to increase as it
approaches the central shopping area of the town. Productivity 
is also influenced by the type of ownership of the retail outlet. 
The common techniques employed to measure productivity in 
retailing are to find out the following:

1 ) Sales per square-foot.
1 1  ) Sales per—man pet— day, and

lii) Rate of stock turnovers.

5.2 The position of productivity, as per techniques suggested 
above in sale service shops is as under:

Sales per so. foot.

5.3 Sales per sq.ft. of floor area of the shop per day is one of 
the main indicators 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 shop 
into self-service shop, as this goes to improve the profltabiIlty 
of the business. The position of sales per square ft. of the six
S.S. shops is shown in the fallowing table:

Table Nc/1 5.1

Table showing sales per so. ft. of Self-Service Shops

S.No. i Name of S.S. Shop f
I I

Sel1ing 
Area

Sales in (Sales per
1988—89 isq.ft.per
(Rs.in lac)(day. ------------- j------ --- _

1. 1 Kamdhenu f 5673 I 184.37 fRs.10.83
2 . 1 Chinthamani \ 1650 \ 56.04 IRs.11.32
3. f Purasawalkam 1 1630 1 7.68 f Rs. 1.57
4. i Lindsey Street I 8800 i 122.35 JRs. 4.63
5 . t Behala * 2994 j 67.43 i Rs. 7.50
6 . » Bidhannagar I 1500 f 30.23 iRs. 6.72

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

5.4 It is estimated that for a self-service shop has to become 
viable, it has to achieve a minimum daily sales of not less than 
Rs.10/- per sq.ft. of its floor area. So, the minimum daily
sales expected of any self-service unit is Rs.10/— per sq.ft. per 
day on an average. It will be seen from the above table that



excepting the first 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 its business turnover is not 
commensurate with it with the result the per sq.ft. sale is Rs. 
4.63 only. Availability of large floor area for a shop demand 
large sales turnover to become the unit viable.

A statement showing the sales per sq.ft. of all the S.S. 
shops is at Annexure-1V.

5.5 Another objective of the Management in converting counter 
service shop into self-service shop is to achieve better labour 
productivity. In a counter service shop, the suggested standard 
of sales per salesman per day is Rs.1200 to Rs.1500 for different 
comirtod.ity groups. Self-service shops, by and large, sell grocery 
and other goods of daily requirement. Therefore, they should be 
able to achieve better return per salesman as the efforts of the 
salesmen are minimum in such shops. The position of s-ales per 
mart per day of six S. S. shops is as under:

Table No. 5.2

Sales per—man per-day in 1988—89

*> S. No. 1 Name of S.S. Shop 1 Average No. i Sales per—man 1
V i i.... a .of staff k per-day (R s .) J
J 1 . i Kamdhenu

""•f"
l 20 t1 3073 I

I ? Chinthamam i 4 I 4670 I
j Z - • Parasawalkam 1 6 I 426 i
» 4 . i Lindsay Street i 28 i 1456 Jc; i Behala I 14 F 1605 !

6 . 1 Bidhannagar t 1 3360 I
S
* „ if ■ - ■ i > «

Source: C.P. Cell of NCCF, New Del hi.

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 . Chin thaman i - Very good
2 . Kamdhenu - Good
"T Bidhannagar - Good _
4 . Lindsay - Just fair
D Beha1a - Just fair
& Purusawalkam - Below normal
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5.7 Purusawalkam is not even keeping the standard of counter 
service shop. By and large, the position is quite satisfactory. 
The Lindsay Street S.S. shop nas employed a large number of 
employees, which, it sppeurs. a: e not needed for the present size 
of business.

5.8 Generally, the units are keeping fixed number of sales staff 
irrespective of the sales. In some cases, the additional staff 
is provided during the peak days of the month. For better sales 
per—man per—day, the measures like the enlargement of the range 
turnover are suggested.

A statement showing sales per man-day of all the S.S. shops 
is at Annexure-V.

Stock productivity:

5 ."8 Frequency of stock replenishment is supposed to be more in
self-service shops. As the volume of business of these shops is 
larger, compared to the traditional shops, the stock productivity 
is higher in S.S. shops.

The achievement of stock rotation in different units is as 
under:

Table No - 5.o

(-- ....1— '
S.No. i Name of the shop

— v—  
i Stock turnover

-

I
1 - I Kamdhenu 1 19
2- 1 Chin thaoiani ! 13
3. 1 Purasawalkam » 3
4. I Lindsay 1 8
5. 1 Behala f 8
6. 1

i
Bidhannagar 1j io

!_________ - .........- ...................... -i— 1
•J

5.9 Usually, the self-service shops are expected to achieve a 
stock turn-over of not less than 24 times a year. But in this 
case, none of the shops has reached this standard. The
Purasawalkam S.S. shop's annual turnover is just



5.10 Lower stock turnovers result in 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.S. shops is
at Anne;-:ure—V .

Stock Deficit

5.11 The main apprehension of the executives about the self-
service system, where the merchandise is thrown open for handling 
by the customers, is the possibility of higher stock leakages by 
way of shop—lifting etc. In order to exercise the strict
vigilance by sales personnel, 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 Deficit position

> S .N o .
1 '

Name of the shop
l

—j.-.-
k
i

Sales i 
1. ....  |j

Stock
deficit

— i---
i
I
•

7. to 
sales

i

i—  •“ . ” 
i l - i Kamdhenu I 184.37 J 0.26

i
I 0,14 - .

i 2. I Chinthamani i 56.04 | 0.18 \ 0.32
f 3. j Purasawalkam i 7.68 1 0.15 1 1.95
r 4. f Lindsay ( 122.35 i 0.30 t 0.26
f 5. i Behala I 67.43 I 0.03 0.05
J 6. 1 Bidhannagar I 30.23 i 0.04 » 0.08
i i I 1 i
i__ _s_ — i___ --1

Source: C.P. Cell of NCCF.

5.13 It will be seen from the above table that percentage of 
stock deficit to sales is on the high side in the case of 
Purasawa1kar, Chinthamani and Lindsay Street S.S. shops. 
Management of these units where the deficit is more than 0.257. 
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 of all S.S. shops is at 
Annexure—VI I.



CHAPTER—VI

Education and Training

6.1 The education of the consumer member is an integral part of 
the Consumer Cooperative Movement. Indeed, maximum possible
consumer education is a part of the cooperative philosophy 
itself. The doors of consumer cooperatives are open to all
citizens. Member-education, therefore, potentially covers the 
education of all the citizens.

6.2 The steps taken' by the 
Cooperative Unions in Madras and 
mewhc-rs of consumer cooperatives 
par11 c 1 pation depends upon their 
cooperative philosophy and busin 
that the Unions may bring out sui 
of consumer stores and self—s 
terms of consumer protection, con 
etc. ^tii'd circulate among the 
create the awareness among consum 
from c oojjt'r a 1. 1 ve consumer stores/

Training of staff

State Cooperative Unions/Distt.
West Bengal for education of 

are not adequate. Active member 
education in basic elements of 

ess operations. It is suggested 
table literature on the working 
ervice shops, their benefits in 
sumer convenience, price factor, 
consumers/customers. This would 
ers about the benefits of buying 
self-service shops.

6.3 Staff development is the primary duty of each consumer 
store. For running a self-service shop properly requires
guidance and knowledge in the display of assortment by the sales 
staff on the training in business management i.e. how to reduce 
selling 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 in getting their concerned 
people trained in business management.



CHAPTER-VII
Impact - 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 is 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 into 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 impact of Govt. assistance to Cooperative Consumer
Stores to open self-service shops was good and helpful to 
cooperatives to set up self-service shops. Since it was a new 
concept to be introduced by consumer cooperatives, the financial 
assistance and know-how were found essential pre-requisites. It 
is, therefore, necessary that the Govt. as well as the 
consultancy and promotional cell of National Cooperative Consumer 
Federation should continue to provide financial assistance and 
consultancy advice respectively to such consumer cooperatives who 
intend to set up self-service shops. As the Govt. funds are
limited, it may have to take up this programme in a phased manner 
and provide f’nancial 'assistance to a few selected viable 
organisat ions.

7.4 The Govt. may also lay down the condition that such self- 
service shops will have to become self reliant within next 3 
years and increase their business turn—over without seeking the 
Govt.'s further financial assistance. The C & P Cell of National 
Cooperative Federation would, however, continue to give 
consultancy advice for improving the business efficiency. The 
Govt, s second condition should be that these Cooperative 
Consumer Organisations having received financial assistance for 
setting up self-service shops would follow the democratic 
principles and hold elections at the earliest to ensure member 
participation. The deputation of Govt. officers if at all
required in the Stores/S.S. shops should be in the form of 
advisory capacity and not as Managers or Managing Directors. The 
reason often quoted for deputation of Govt. officers on
Cooperative Orgc*n isations as Chief Executives is that the Govt, 's
funds are involved in these organisations. In Maharashtra and
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Gujarat in spite of Govt.'s large funds given as financial 
assistance in the form of share capital and loan and subsidy, the 
democratic procedure is followed and the Board of Directors is 
elei ted. 1 here is no problem there.

Benef i ts

7.5 From the discussion held with the Chief Executives/Special
Officers of Wholesale Consumer 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 
personnel are as under:—

Benefits to consumers (customers)

i ) Iri self-service, the customers can see, touch and feel
the goods as he likes without asking anybody.

ii) He may take his own time for deciding his purchase
without the assistance or interference of anybody.

i; l > A>-. t he customer picks, chooses and carries his own
; t i-niv . more customers are being handled at a time.

iv ) l.rij t Liuj i i in*-- of the customers is minimised.

v) The usual complaints of the customer against the
salesmen for not showing the goods, not telling the 
price and improper behaviour are avoided in self —
service.

Advantages to Management

7.6 Besides increasing serviceabi1lty and profitabi1ity 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:

4

i) Ratio of staff cost is reduced by increased sale per
iTtari d a y .

ii) 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, if any, is reduced.

v) By putting wider assortment range of goods in a self-
service shop, impulsive buying by customer the sales—
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mix and margin improve.

Benefits to sales-personnei

7.7 i) 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 process he gets physically tired un — knowing 1y . 
A salesman in a S.S. shop is .free from all these 
botherations.

ii) Again, a salesman has to talk to each customer about
the price, quality, make and maker of the different
products.

lii) Simultaneous calculations and billing work add to his 
problems. At the end of the day, he has to prepare the 
sa1es —summary, daily sales report and to reconcile his 
cash with the summary which often remains pending. 
Most of these problems are solved in the S.S. shop with 
the help of cash-register.

Impact on the community in 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 
less chances of deceit.

7.9 Convenience of buying a number of items under one roof is 
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 Consumer Stores are pace setters in price, quality, etc. and
the p r i v a t e  dealers have to follow their practice if they have to
BLirvi ve .

7.12 The impact of Govt. assistance to Cooperative Consumer
Stores to open Self-Service Shop -is helpful. Initially, for
introducing new and modern system of shopping, the Govt, 
encourageirient in the form of finance and know-how are essential. 
H o w e v e r ,  two consumer stores in Madras who were financially sound 
die not taJ-e the Govt, assistance for starting self-service shops 
and the/ are doing well.



CHAPTER—VIII 
Problems

5.1 The stock deficit is a common problem with almost all the 
self-service shops. This has resulted into loss to the Consumer 
Stores in spite of good sales. The pilferage is a common cause. 
Suitable steps are being taken to reduce the pilferage by 
enforcing strict vigilance.

8.2 All the stores are headed by Govt. officials. The
management and control of stores is naturally in their hands. It 
looks as if the Stores is a Govt, organ1 sat1on . To bring up the 
democratic character of the society, elections of Board of 
Directors, Chairman etc. is an urgent necessity.

8.3 The self—service shops system has been introduced only a few 
years back with the help' of Consultancy Cell of the National 
Cooperative Consumers Federation. They need continuous guidance 
for f u r t h e r  m o d e r n 1 sation and introduction of modern selling 
techniques.

B . A  The problem with sales personnel and the executive staff 
concerned with buying and selling is that they are not trained m  
Business Management. The Govt, officials posted to the consumer 
stores and Self-Service Shops have no training in business 
management and are transferred after a period of 2 to 3 years. 
This results in discontinuity in business administration.

8.5 The absence of democratic character in a Consumer Society
does not allow the non-official leadership to develop. And if 
such a situation continues for a long time, the cooperative 
leadership will gradually disappear. This problem needs to be
looked into. The solution lies in holding the elections of 
consumer societies early.

8.6 In some Stores/Self—Service Shops, over—staffing is a 
problem. To make the best use of over—staffed man—power is to 
increase the ,^ales by introducing attractive sale practices.

8.7 There is no annual meeting for many years as there is no 
elected Board -

8.8 There is no financial analysis.

8.9 No annual plans with targets and finane asi outlays are made.

8.10 There is poor member education, member relations and member 
participafion.



CHAPTER-IX

Sumnidry of 1 . idinqs

9.1 Co:i5,ii:er Cooperative; create the most reliable shopping 
centres wnere Consumers can go and ~.ake purchases at ease without 
arty apprehension of being cheated or deceived in respect of 
prices or quality of goods. A Dep<s •- tmen t Store or a Self-Service 
Shop which is generally a part of t D e p a r t m e n t  Store is set up 
' f o r the convenience of consumers.

9.2 The liieci or setting up Self- Service Shop by a Cooperative 
Society is a recent innovation in t'-e field of shopping in India. 
Tne Government have, therefore, provided funds to the selected 
wholesale consumer stores to set up self-service shops. The 
consultancy cell of the NCCF provided the know-how in setting up 
these units.

9.3 Today 
either as 
These are 
Stores.

in India, there are 230 self service shops working 
an independent unit" or a part of Department Store, 

retail centres run by cooperative Wholesale Consumer

9.4 The self-service shops of Cooperative Consumer Stores have 
been working in India for 25 ye.v 5 . By and large, they have
produced good 
prob 1 ents.

resu1ts. As thev grow, they are facing some

Objective

9.5 In order to assess the present position 
service shops in the cosmopolitan cities of 
to identify their problems and to find 
improving their operations, the International 
Alliance, ROAP, New Delhi, commissioned the study.

of working of self- 
Madras and Calcutta, 
ways and means of 

Cooperat ive

Infra—structure

9.6 There is ^ well-built 1 nfra—strueture for Consumer
Cooperatives in India. At the national level, there is a
Consumer Federation, of which State Consumer Federations are 
members. Further down, wholesale consumer stores at the district 
level have been organised to support primary consumer stores. A 
primary consumer store is organised t>y consumers.

Board of Directors

9.7 As cooperative institution is a democratic institution, the 
members elect their Board of Directors and the Directors in turn 
thei r Cha.i t ■ -ur . . v
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9.8 However, in the wholesale consumer ■ stores, which have
established self-service shops in Madras and Calcutta, there is 
no elected Board. A special officer of the rank of Joint
Registrar is appointed as a Special Officer. In Calcutta too the 
stores have nominated Board and the Chief Executive of a Consumer 
Stores is a Govt, official.

9.9 The membership of wholesale stores consists of individuals
and primary consumer stores. Actually at the time of formation 
of W.S. Consumer Stores, the individuals were admitted as 
Members. After that they had not much roie to play in the
affairs arid business activities of the Stores.

Funds

9.10 The Govt, provided funds in the form of share capital and
loan to the Wholesale Consumer Stores for business operations and 
to set up a self-service shop. Some shops used their own funds 
to -establish and run self-service shops. The impact of Govt,
assistance was good in the sense the consumer stores were
encouraged to expand their consumer business and set up 
Department Stores, Self Service Shops, etc.

Location and Layout

9.11 Working of S.S. shops by and large is satisfactory.
Locationally, one store in Bidhannagar (Calcutta) was ixttle
handicapped as it is not located in the Central Market place.
Otherwise otT»er stores have not much such problem. For fixing 
the layout, the advice of Consultancy cell of National 
Cooperative Consumer Federation was taken. There is an
uniformity in the layouts of S.S. shops both in Madras and 
Calcutta.

W.S.C. Consumer Stores

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

9.13 The self-service shop is one of such departments. In 
Calcutta, Calcutta W.S.C. Consumer Stores runs 8 S.S. shops while 
in Madras TUCS runs 13 shops besides other retail outlets.



Growth of sales

9.14 There is definitely a growth in sales in S.S. shops; the 
percentage of growth is marginal 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 increase of sale was higher.

Frcfitabi1ity

9.15 The S.S. Shops are set up with the primary object of
providing facilities of buying all types of household goods under 
one roof. A consumer is 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.S. shops.

Productivity

9.16 Productivity in retailing depends upon various factors.
Location of the shop is an important factor. Productivity is 
dependent on the floor area utilised for sale, man—power employed 
and rate of stock—turnover. These factors are in relation to
sales made by the shop in 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

sSri Shop Sales per sq.ft. E Sales per man-day i
fNol Standard | Actual f Standard j Actual 8
\ \ Norm | 88—89 { Norm | 88—89 j

} 1 .  p 
s t

Kamdhenu 10—15 i
1

10.83 I
f

I 3073 1
»

E 2. i 
6 !

Chinthamani " i 11 .32 1 1200-1500 
S

I 4670 11

*3.1 
t f 
f 4 . i 
t t
i 5. 1

Purasawalkam " i 1 .57 » S 426
i

Lindsay St. " [
2 4.63

i
i

i
! 1456

k
i

1
Behala " ~ [

I
7 . 50

1
f 1605

9

Ii t 
• &  . t

1
Bidhannagar " { 6.72

£
j, "

I
1 3360

I
1

i
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thfi <r.a n oD.i <-c r ; vec .: f c 
se •• v ice siir,pft •-= !'ar a? 
i. m p • o v e t. ne prof it 3a* i 1 : 
Dili', two shoos con1 orm 
shop, i 
i ^ i e - i
shop is much mor

J cor prodt.c ta vi t\ of the shop is one of 
nvp'-fing counter service shop into self — 
n.rnnnenier.t is concerned, as this goes to 
• of the business. In "he above table,

tiic? standard. In c?i
.1 in case of L
y high but floor area occupied by the

:nan required. In both trie
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hie sa i es <=<r f poor a
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sa i es
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good nops excepi

9.19 The stonk-prcduciivjty has got direct relationship with 
profltabiiity of the shop. For quick turnover 24 stocr turn—over 
rates a year are suggested. In the case of shops under study, 
kamdhenu and ChinthaTiam stores had 19 arc 13 annual turnover 
races. Out of remaining. Bidhannagar S.S. shop hac 10 turnover 
rates- and others had i f .•*-:<= than lO.

.■itocl- let j c i

9 .1 0 bi.cjt i de.icii li
lt ranges i ror.i 0 . O 5*. tc 
stock deficit is i . 9 b/. 
and ultimatelv loss to

a chronic problem m t n  most ot the shops.
i.9b/l. The Purasawa 1 ka> ■ S. S. shop's
which has resulted into low productivity 

the shop.

Staff Development

9.21 For development of staff, training input is necessary. This
is missing. The Cooperative Training Colleges conduct very few 
courses in consumer cooperation for staff of the stores. The 
Management cf W.S.C. consumers Stores also do not show their 
keenness 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 up of self-service shops and advises them 
from time to time. This is not enough. There should be
arrangement for regular training of staff of S.S. shops.

Member Education

9.22 As the members have no say in the management nor any
elections have been held for a long time, hardly any thought is 
given to their education in cooperative philosophy or the need 
f o r  their active participation.

-T „ ,
Of:

he impact ct r & se) t~ service snc>p of the cooperative Store 
consumer on rnun i  i: y »_n general is seen i n  t. ne fact that 

consumer whet her she/he who goes to 55 shop for purchases,



speaks good about these shops. 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.

Benef1 ts

9.24 Benefits of self-service shops are not only to consumers but 
ai;o to Management and sales personnel. The consumer, no doubt, 
is benefitted in various ways. It has become a practice among 
most of house-wives. to buy their grocery provisions only from 
the self-service shops of a Cooperative Store.

9.25 The Management feels that the staff cost can be reduced by
increasing sales per man-day. Further by putting wider
assortment range of goods in a self—service shop, margin of 
profit improves. This i,s what the managers of S.S. shops have 
expressed while soliciting their views on working of the s.S. 
shops. The s.S. shops have got already enough funds. The
efficient Manager can improve the profitability of shops.

9.26 The sales personnel feel that they have not to exert much
in selling the products of S.S. shops. Price, quality,
description of goods etc. have already been mentioned outside
every packaged material. The Cash Register is used by all the
5.5. shops both in Calcutta and Madras. This reduces a great 
deal of work of salesmen in billing for every customer.

ProbIems

9.27 Problems are common to all Stores in one respect i.e. stoc>
deficit due to pilferage and shop— 1ifting. Initially, the S.S. 
shtips did not anticipate such a situation. But as it started
affecting their profitabi1ity, the Stores have started taking 
strict measures to control shop lifting. These measures have 
resulted in reduction of shop lifting to some extent. Continuous 
vigilance is, however, necessary in this regard.

9.28 The Management who is 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 activities of the Stores and business activities of
5.5. shops should be given some training in business management 
initially for a few weeks.

9.29 There are no elections, no member participation and no
cooperative character. It looks as if it is a Govt, run shop.
Early elections of Board of Directors etc. would give a better 
image to these Cooperative Institutions.
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Staff Development

9.3-0 For improving the working of S.S. shops, staff development 
is necessary. Cooperative Training Colleges both in Madras and 
La]i:i:tta, which arp responsible for imparting training in 
business management should organise a few courses in a phased 
nisnner for the executives and sales personnel ct Coop. Consumer 
Stores/Self Service Shops. The Management of the- stores should 
also cooperate in this.

I- u b i i ( i t- y

9. 31 Similarly State and Uistt. Cooperative Lin ions should prepare
scliTit- i l Vnrature for edno.t icn of consumer’s in general and the
staff : j f the stores in particular. 1 he proposed literature may 
bnr.-q rut the advantages of purchases from the Se 1 t Service Shops 
•. i ■ I h i e  fair price, good quality, no adu 1 teration , no cheating
in weights and measures etc:.



CHAPTER-X

Suggestions for improvement of working

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

ii) By making periodical survey the requirements of
customers, their opinions about the products sold, likes and
dislikes should be found out.

iii) Member participation is 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
S.S. 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 
building of its own in order 
organisation.

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

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

v m )  In order to improve the efficiency of working of
Stores, particularly S.S. 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 in those stores whose annual
turnover is Rs.50 lacs and above and have the prospects of
further increase in sales should introduce computer system in
their stores.

1 >: ) Instead of manual packaging, automatic packaging system 
snould be 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
S i i O p s .

create its own assets like 
to give stability to the



:: j ; Sp . t-5er . ice Shop of t he Consumer .J.ooperative is a
ser vice oriented shopping centre. It is suggested that the free
rritcic.a: consultation by a medical prattioner once in a week to
the members or regular customers as the case may be, should De 
organised by the Cooperative Consumer Stores. This is only an 
p>;an;p)e. ~ie Stores can introduce such socially benefited
sc. iipfi.es .

1 1 ; Except TUCS, no other' stores have started any
manufacturing unit. If the stores have to be self-sufficient, 
they should set up a number oi manufacturing units of daily 
requirements. The 3ovt.'s assistance is available.

x i i i (Booking ~z> f customer's orders over phone and mating 
available required goods at their door—steps will facilitate many
custoirrr;-' in big cities like Madras and Calcutta.

xiv! Seminars bv State Cooperative Unions wherever they can 
oroanjse or otherwise on the self-financing basis mav be 
organised to focus the attention on the problems of working of 
sei f-‘;ervic.e shops and exchange experiences by executives and 
sales personnel regarding working of such shops. Those Co
operatives interested in starting self-service shops should be 
invited so that they can understand working o f  the ■system and the 
problems faced by them initially.

xv) Since tnese shops proved useful to the consumer 
community, there is a need to set up a large number of units 
throughout the country. Care will have to be taken to avoid such 
faults which have come to our I towledge.

xvi ) By now it has been proved that the Self-Service 
Shopping System adopted by Consumer Cooperatives is useful to the 
Consumer Community in general as well as to the Management and 
Sales Personnel of Consumer Cooperative.

xvii) During 1987-90, the sales range of the Stores in
Madras was between Rs.1984.04 lacs and Rs.5553.49 lacs and in
Calcutta it was between Rs.17.66 lacs and Rs.698.00 lacs. The 
Park Town and Bidhannagar wholesale stores were in losses in
1989—90 and 1987—88 respectively. They have to improve their
performance to achieve viability.

>;viii) The three self—service shops, namely Purasawalkam,
Lindsay and Behala have very small turnover rates. It ranges 
between 3 and 8. ;_ower stock turnovers result in excess stock
holding and higher interest ;.d s ; . Besides there is a  problem of 
slow moving stocks. 1ne units have. therefore. to improve the 
e>. l st ing arrangements tot rep 1 t̂ n i snmon t of stocks t rorc the main 
godowns on the basis ot demand pattern.



xix) Stock deficit 1 5 a common problem with all the self- 
service shops. in order to reduce it, the strict vigilance by 
sales personnel should be exercised. They should be jointly made 
responsible for the stocks entrusted to them.

>:>: ) . In order to avoid stock out situation in self —service 
shops, the concerned wholesale stores should enlarge the range of 
assortment.

xxi) Chingleput, Calcutta, Behaia and Bidhannagar wholesale 
stores are not giving any discount/rebate to members on their 
purchases to retain their patronage. They have to consider
extending some incentives to the members.

>:xii) Sales per man-day of Purasawalkam and Lindsay Street 
self-service shops is not picking up. The Lindsay Street and 
Kamdhenu seif-serviie stores are having more sales staff. The 
self—service shops have to regulate employment of sales staff 
keeping in view a sales per man-day of Rs.3500—4500.

>: x i i 1 ) Sales per so . t t. of Lindsay Street, Purasawalkam, 
Behaia and Bidhannatjar S.5. shops is not to the expected level. 
The self-service shops have to aim at achieving a sales per 
sq.ft. of Rs. 20 or more.

xxiv ) There is. already the customer acceptsbi]1 1y of the
self-service system introduced by ihe Wholesale/Primary Consumer 
Stores. They can increase their sales by putting a better 
performance in terms of consumers convenience and by introducing 
rebate, discount schemes etc.

It has, therefore, become necessary that all concerned with 
the development of this sector should join hands and make it a 
success. The parties involved are Members, Management of the
society, State Cooperative Union, Cooperative Training College 
and above all the Govt. Each one has to play its role 
effectively. The Govt. should continue to provide initial
financial assistance to consumer cooperative stores to set up
new self-service shops. The consultancy service of the C & P
Ceii of National Cooperative Consumer Federation to set up these
units 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—relTant within 
next 3 years and increase the business without seeking the 
Govt. ' s further assistance. Secondly, these stores/S.S. shops 
would follow the democratic principles so that member
par11 c 1 pa11 on can be ensured. The deputation of Govt, officer in 
the stores should be in the advisory capacity and not as Managers 
or ''lanaqmq Directors.

'-M.



ie ICA ROAP which is taking keen interest in development of 
Consumer Cooperative Sector m  India and other developing
countries in Asia and the Pacific, may organise one or two 
Conferences/seminars m  India and otner countries to highlight
the working of self-service shops ot consumer cooperatives and 
the tactors for success and failure. The ICA may also prepare a 
Model Project and discuss m  these meetings, how such a model 
will tie viable and profitable one. Although initially Govt,
assistance would be needed but in the course ot next 3 years, it
should become se1f — reI 1 ant. This would enable the leaders and
the Management personnel to interact with others, learn the 
wort iiitj of successful cooperar ive consumer stores' as well as 
problems and difficulties faced by them. This would finally help 
Liit- development o1 consumer cooperative stores it: inriia.



A B B R E V I A T I O N S
used in the Report

ICA ROAP

TUCS

CDCCWS

PI CWS 

CWCCS

BHWCCS

RNUiCCS

W/S C.S.

A / c  s  H*. -i(in;n 

S . S . S h o p 

e ^ p ,:e 11  

Rs .

L ac

International Cooperative Alliance 
Regional Office for Asia & the Pacific

Triplicane Urban Co-op. Society,.

Chine, .eput Distt. Consumers Coop. W/S 
Stores Ltd.

Park Town Co-op W/S Stores Ltd.

Calcutta W/S Consumers Coop. Society 
Ltd.

Behala W/S Consumers Coop. Society Ltd.

Bidhsn Nagar W/S Consumers Coop. Society 
Ltd.

Wholesale Consumers Stores.

Accounts and Administration.

Self-Service Shop.

Consultancy & Promotional Cell. ~'

Rupees

Lac is equal to 100,000.
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Study by :

Gbj ec t ives:

Places of 
Study:

Scope of 
study:

Annexure-I

Study of Cooperati ve Self-Service Shops 

Terms o 1 Keference of the Study

Mr. R.S. Umre , Consumer Consultant, on behalf of 
I nternatlona1 Cooperative Alliance, Regional 
Office for Asia and the Pacific ( ICA ROAF

a ) To assess t he present situation of Self- 
Service Shops in Tamilnadu and West Bengal 
conc erning their objectives, 1 ocations,
organisational set up, funds, business and 
results of their operations.

li ) To assess the impact of their operations on 
the benefits and welfare of Coop, members, 
the community and the Cooperatives.

ill) To evaluate the impact of Govt, assistance on 
Cooperative Operations, initiative and future 
deve 1 opmeri t .

i v ) To ident if y problems and solutions.

v) To find ways and means of improving their
operations.

Two — one m  Tamilnadu (Madras) and another in 
West Bengal (Calcutta).

The study will cover:—

i) Coop. objectives, locations, organisationa1
set -up, business organisations, cooperative 
operations and results of operations.

li) Govt. assistance regarding policy, finance,
personnel, education and training and its 
impact on the success and failure of
Cooperative operations.

•

i n )  Impact of self-service operations on the
benefits and welfare of members, the 
community and the cooperatives.

Factors affecting the success and failure of 
coop, operations.



v) Problems faced in Coop, operations.

vi) Strategic plan of action for the improvement
of Coop, operations.



Annexure—I I

worrinq Results (Instxtutions as a whole)

(Rs. in lacs)
Mm DHV

± ~7"d~7 ~ 8 S /. to 1988-89
1 

□
 

1 
4J

1 
i"N 1989-90* 7. to

( R b . ) sa I es (Rs. ) sa 1 es ( R s . ) sa I e

TUCS
Sales: 4635.S3 - 5553.4 9 - 4 566.69 -

Inc ome : 234.13 5 . 05 263 . c>2 4 . 75 264.67 5. 79
Cost : 209.31 4 . 52 259 . 48 4 . 67 260.55 5. 70
Ne t
Prot .i t  : 24 . 82 0 . 53 4 . 14 O . 08 4.12 0 . 09

CDCCWS
Sales: 2492.15 . - 2764.71 - 2933.72 -

Income: 1<,>4.80 4 .21 119.25 4 . 31 95.21 3.25
Cost : 99.40 3 . 99 1 09 . 26 3 . 95 90.31 3. 08
Net
F'rori t : 5 . 40 0 . 22 9 . 99 U . 36 4 . 90 0. 17

P T CWS
Sa i es : 3158.15 - 3688 . 30 - 1985.04 -

Income: 140.7 5 4 . 4e> 177.68 4.82 107.30 5.41
Cost: 129.23 4 . 09 177.68 4 .82 128.82 6.49
Net
Profit: 11.52 O . 37 (No prof l t—n o 1 O S S  ) (21.52) ( 1.08)

* (9 months upto March 90)



Working Results (Institutions as a whole)

CALCUTTA

1. CWCCS 
Sales:

1987-88 
(Rs. )

592.00

7. to 
sales

i988-89 
(Rs. )

678.00

'/. to 
sales

(Rs. in lacs)

1989-90* 7. to 
(Rs.) sales

338.OO —
> Income: 47.86 8.08 54.93 8.10 33.62 9.94
Cost: 47.66 8.05 54 .45 8.03 31.99 9.46
Net
Prof at: 0.20 0.03 0. 48 0.07 1 .63 0.48

2 . BHWCCS 
Sales: 210.73 243.89

(9 months upto March'90) 
190.07

Income: 11.48 5.43 13.73 5.62 10.80 5.68
Cost: 11.28 5.34 13.32 5.45 10.21 5.37
Net
Profit: 0.20 0.09 0.41 0.17 0.59 0.31

3. BNWCCS 
Sa1e s :

(From November'87) 
17.66 47.00 25.44

Income: 1.97 11.15 5.68 12.08 2.83 11. 12
Cost: 2.88 16.31 4.44 9.44 2.06 8.09
Net
Profit: (0.91X5.16) 1 .24 2.64 0.77 3.03

* (6 months upto December 89)
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Annexure— III

Workinq Results (Self-Service Shops)

MADRAS

1987-88 1988-89

(Rs. in lacs) 

1989—940*
(Rs. ) (Rs. ) (Rs. )

1. Kamdhenu vNew)
Sales: 200.36 184.37 J65.82
Income: 13.05 11-98 lO . 76
Cost : 10.92 11.58 9.15
P r o f  x t : 2.13 0. 4o 1 .63

2. PTCWS (Annanaqar) 
Sa 1 65 : 51 . t>8 56.04 48. 17
Income: 4. 13 4.48 3.85
Cost : 3.15 2 .34 2 .35
Prof it: 0.98 2.14 1 .50

3. Lindsay Street
Sa1es: 120.42 122.35 56.46
Income: 9. 58 9.06 5.02
Cost : 8. 59 8.00 4.01
Profit: 0. 99 1.06 1.01

* (i-rom July'89 to March'90)
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Working Results (Self-Service Shops)
(Rs. in lacs)

CALCUTTA

1987-88 1988-89 1989-940*
(Rs. ) (Rs. ) (Rs.)

1. PTCWS (Tirumanaa1am)
Sales: 9.50 13.63 11.92
Income: 0.76 . 1.09 0.95
Cost: 0.50 0.67 0.71
Profit: 0.26 0.42 0.24

2. BHWCCS Store (From Julv'89 to March'90)
Sales: 39.85 67.43 64.66
Income: 1.99 3.37 3.23
Cost: 1.93 3.23 2.97
Profit: 0.06 0.14 0.26

3. BNWCCS
Sa1es: 30.85 67.43 64.66.
Income: 1.99 3.37 3.23
Cost: 1.93 3.23 2.97
Prof x t : 0.06 0.14 0.25

* (From July'89 to March'90)

50



Annexure— IV

Self-Service Shops
Performance Trend (Sales per square foot)

Madras (Sales per sq.ft.)

Se11ing 
Area 
(Sq.Ft.)

1987-88 
( Rs . )

1988-89 
(Rs. )

1989—90* 
(Rs. )

TUCS
1. Kamadhenu (new) 5t>73 i 1 . 80 IO. 83 12.99

2. PT CWS
Annanagar 1650 10 . 4 4 11 . 32 12.98

3. CDCCWS
Purasawa1k am 1630 2 . 42 1 . 57 3.89

Ca1 cut ta

1. Lindsey Street 8800 4 . 90 4 .63 4 .27

2. BHWCCS 2994 5 . 32 7 . 50 9.59

3- BNWCCS 15uu 6.72 6.72 6.44

* (upto March ' 90 )



Annexure-V

Self-Service shops
Performance Trends (Sales Staff)

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

Madras

1987-88 1988-89 1989-90
ANS SPMD 

(Rs. )
ANS SPDM 

(Rs. )
ANS SPMD 

(Rs. )

TUCS
1. Kamadhenu 20 

(New)
(Sq.Ft.5673)

3346 20 3073 20 3685

2.. PTCWS
Annanagar 4 
(Sq.Ft. 600)

4307 4 4670 4 5352

3. CbCCWS
Purasawalkam 6 658 6 426 6 1058

Calcutta

CWCCS
1. Lindsey St. 28 

(S.Ft.8800)
1541 28 1456 28 1344

(upto Dec.'89)
2. BHWCCS 14 

(S.Ft.2994)
1138 14 1605 14 2052

(upto March'90)

3. BNWCCS 3 
(S .Ft .1500)

3360 ~To 3360 3 3220
(upto March'90)



ftnnexure-VI

Mad ras

Self-Service Shops
i-' e r f p r i T i a n c e  Trend (Stock Turnover Rate)

Yearly Stock Turnover Rate (Times) 
198 7-88 1988-89 1989-90

TUCS

1 .  k- a fTi <it d h e n u

2. PTCWS

21 19

Annti Nd^cir 15 13 16

3. CDCCWS
Purasaws1 1 am 7; 5

Ca1cut ta 

1. Lindsey St.

1111111i IN
1 —t
11

8 7

2. BHWLCS 7 8 16

3. BNWCCS 1 1 1 0 9



Annexure—VIT

Self-Service Shops 
Performance Trend (Stock Deficits)

(Rs. in lacs

1 9 8 7 - 8 8 1 9 8 8 - 89 1989-90*

- Sales Stock 7. 'to 
Deficit sales

Sales Stock
Deficit

V. to 
sales

Sales Stock
Deficit

7. to 
sales

Madras

Kamdhenu 22.76 0.02 0.01 184.37 0.26 0.14 165.82 0.12 0.07

PTCWS 51.63 
(Annanagar)

0.12 0.35 56.04 0.18 0.32 48.17 0.01 0.02

CDCCWS 11.S5 
(Purasawalkam)

0.01 0.07 7.68 0.15 1.95 14.28 0.01 0.08

Calcutta

cw ccs
Lindsey St

129.42 N.A. '122.35 N.A. - 56.46 N.A. -

BHWCCS 3 9 . 8 5 0.02 0.04 67.43 0 . 0 3 0 . 0 5 64.66 0 . 0 4 0 . 0 7

BNCCWS 17.64 N.A. 3 0 . 2 3 N.A. - 21.72 N.A. -

* (upto March'90)


