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I
Country Background

From almost every point of view, the Dominican Republic ranks among
the more advanced of the nations in the Caribbean and Central America.
Its per capita income in 1982 was US$955 (in 1980 $). Literacy is 69.7%,
despite the fact that 600,000 Haitian refugees, most of them illiterate,
live in the Nominican Republic.

The country has a relatively well-developed networi: of light
industry, mostly manufacturing import-substitution precducts that are not
competitive in world markets.

The country also has a natwork of domestic financial institutions
that is both competent and anterprising in the contaxt of the region.
Not counting goverrment financial institutions, the Dominican Repubiic
has 17 cummercial banks and 19 development banks.

The rural/urban population ratio is low by the standards of the
area. The latest census {1980) showed that only 57% of the 6.3 million
popuiation was still rural, and expectations are that the 1990 census
will show an even 50/50 split of rural and urban residents.

At present, agriculture contributes 3(% plus to the Gross National
Praoduct. This includes sugar, where the Dominican Republic ranks among
the majer world producers. (In this context, US purchases of Dominican
Republic sugar added $140 million in income to tne country in 1983,
representing the spread between the Jow woerld price for sugar and the
price paid by the US to producers with access to the US sugar-import

quota.)
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Development strategy in the past two decades was based, as it has
been in most developing economies, on the export of one or two basic
commodities and on encouragement of import substitution industries. This
is now being changed. The new thrust calls for development via four new
directions: tourism, mining, exports zones, and agro-industry. The first
two are considered long-term strategies, while export zones and
agro-industry have been identified as the sectors that can produce
dynamic development in the short-term.

The new thrust is buttressed by the financial policies of the Central
Bank, whose development arm currently allocates as much as 85% cf its
funds to agricultural ventures, with almost half of the remaining 15%
channelled into industries in the agribusiness sector. In addition, the
Central Bank has itself developed a number of feasibility studies .
agribusiness enterprises.

The most seductive incentives, however, for agribusiness ventures in
the Dominican Republic are very recent, and come from two sources: the
Government of the Dominican Republic (DR), and the Government of the
United States. On the DR side, the incentive is the peso conversion rate
for agricultural exports. While the official conversion rate is still
one-to-one, i.e. DP1:31, agricultural exports are entitled to the
parallel rate which, in early 1984, was in the vicinity of DP1,80: $1,
and by mid-February, had risen to DP2.50:%1.

On the US side, the Caribbean Basin Initiative, which offers duty
free access to the US market for defined periods to a number -f exports
from the Caribbean, became effective January 1, 1984. A range of
agricultural products from the Dominican Republic is included in that

duty-free import list.



At the operational level, agribusiness activities in the Dominican
Republic are underpinned by the comprehensive agrarian reform that was
launched by the Balaguer Administration in the 1960's. The reform had
two important results:

1) It distributed land, in large part the enormcus holdings acquired
by General Trujilo and his family, to formerly landless peasants, in
parcels of 60-100 tareas (6 tareas=1 acre). This created a sizable
number of family farmers, with farming experience going back over
generations, who had, for the first time, a direct personal stake in
their output.

Under the agrarian reform, these new farmers -- they are called
“parcelaros" -- do not get title to their land. What they do get is a
life-long leace, which is extended to the next generation, if anyone in
that generation remains on the farm and works the land. Interviews with
parceleros showed that, as a practical matter, the farmers consider the
land their own, and are fully aware of their effective equity stake in
any use to which they put their "parcel".

2) The government made major, and on the whole successful,
investments in every aspect of infrastructure, physical, financial and
social, required for the implementation of a meaningful agrarian reform.
It built dams and irrigation systems ind a network of market access
roads. Tt electrified most of the rural areas where land had been
allocated under the agrarian reform. It built <..i00ls, clinics,
community halls and, in some regions, housing. It created an agrarian
bank which, while cumbersome in its procedures, does provide up to 100%
of the financing parceleros need, at a substantially preferential

interest rate.



The Azua Valley, where the CBI venture is located, is in many ways a
demonstration of the foundation that was laid by the agrarian reform for
agricultural productivity . Before the government focused its efforts on
the Azua Valley, it was a backward, poverty-stricken, area which had once
been forest land that had been turned into a semi-desert when its timber
resources were cut down indiscriminately to yie!" mahogany for furniture
and charcoal for fuel.

In the period 1978-82, the D. R. government invested close to $1
billion in rehabilitating the Azua Valley through its comprehensive
approach to agrarian reform. Today, the Azua Valley is one of the most
attractive areas in the Dominican Republic for agricultural production.
In addition to a major domestic company, which uses it primarily for the
growing of tomatoes, the Valley has already attracted three foreign
{nvestors -- from the US, Mexico and Israel -- working with parceleros to
grow agricultural pioducts, largely for the export market.

CBI Agribusiness Group Inc. joined the ranks of foreign investors in
the Azua Valley in 1983.

Il
Company Background

The Caribbean Basin Investment Corporation (CBI Corp.) is a sma11;
Florida-based company established in early 1982 by five private
investors, three of whom have considerable experience in agribusiness
both in the United States and in the Caribbean. Within its first year,
CBI Corporation had launched agribusiness enterprises in Jamaica (cattle
raising), Panama (a finance company for agribusiness and 1ight
manufacturing), the Dominican Republic (cattle, hogs and poultry

raising), and was conducting a feasibility study on the production of

edible o0ils in Barbados,



In 1983, CBI Corporation created a separate company, CBI Agribusiness
Group Inc., designed to function as a management and technical assistance
company for agribusiness enterprises in th: Caribbean.

The enterprise in the Dominican Republic, Agro Inversiones C. por A.,

is a joint venture between R. D. Vegetable Products Inc. (a holding
company which CBI created for all its ventures in the Dominican
Republic), which has 70% of the equity, and private Dominican investors
holding 30%. The Oominican investors take no active part in the
management of the enterprise, and consider their equity participation as
a portfolio investment only.

The three major shareholders in the CBI Corporation, and the CBI
Agribusiness Group (who have agribusiness experience) are actively
involved in the management of botn companies at the top level.

Discussing the ccrporate philosophy that dictates their agribusiness
activities in the Caribbean, these shareholder-managers arque that small
and medium-sized companies are, in many ways, better suited to
agribusiness enterprises in the Caribbean than are large multinational
companies. Their reasoning:

1) Small companies refiect more accurately both the investment
conditions and the managerial elements of the host countries in the
Caribbean.

2) Small companies can react more quickly to changing and/or evolving
conditions in the host country.

3) Small companics can transfer agricultural technology more easily,
because they can get to the root of local problems more quickly and can

respond more effectively to local social conditions.



"It is a natural relationship," says Dr. Francisco Hernandez,
President of the (BI Agribusiness Group. "Personally, and as a
corporation, we have experienced many of the same problems that we
encounter in these ventures in tha Caribbean."

The CBI executive points out, however, that a certain size is
necessary to undertaking such ventures. The parent company, he holds,
must be substantial enough to have the financial and managerial resources
to create and support the enterprise, and be able to command the in-house
expertise to provide the technology transfer that will make the
enterprise profitable. It i5 important for that expertise to encompass
both production and marketing.

Also, the parent company must have some experience in operating
internationally, and it is a considerable plus if the company has had
direct commercial contact with the host country, either in terms of
products sold or of services provided.

Employing a quantified yardstick, the parent company must be
substantial enough to be able to afford up-front risk money of
$50,000-3100,000 to finance the undertaking in its development stage, and
have in-house expertise of at least 10 persons at the managerial level,
whom it can use for the creation and supervision of the enterprise.

Using another quantified yardstick, the parent company should have a
minimum of US sales of $1 million a year before overseas activities are
iundertaken.

A11 the criteria enumerated apply to the CBI Corvoration.



IT1
Motivation

The corporate motivation for the CBI venture in the Dominican
Republic is based on two classic economic factors: the comparative
advantage of the Dominican Republic in terms of soil, climate and labor;
and the existence of a market in the United States for fresh fruits and
vegetables during the winter months, when climatic conditions make it
impossible to raise anywhere in the US the products the market demands.
Domestic production of fresh fruits and vegetables in Southern
California, Arizona, Texas and Florida meets less than 10% of US/Canadian
winter demand.

CBI sells all the export quality melons it produces in the Dominican
Republic to the Corky Foods Corporation, a Florida-based food brokerage
organization. Corky Foods sells to supermarket chains and food wholesale
firms throuchout the US and Canada, as far north as Ontario, and as far
west as California.

An important aspect of the technology CBI provides to the Dominican
venture is the parent company's knowledge of the grading, packaging and
export procedures that are required to feed the output of the enterprise
in the Dominican Republic tc the US winter market.

These bottom-line motivations were enhanced by US legislation
permitting, as of January 1, 1984, duty-free access of a range of
Dominican agribusiness products to the US market and, on tF> DR side, by
investment incentives for enterprises engaged in the production of
non-traditional export crops. These incentives include an 85% duty
exemption for imports of machinery; offer 100% financing; allow peso

conversion at the parallel market rate; and permit the export of capital

and profits to a full 100%.



CBI management is convinced that making the best possible use of this
combination of economic factors requires substantial equity participation
by the parent company in the enterprise, and a hands-on presence designed
for the long term. It believes, as well, that in agribusiness the most
effective transfer of technology takes place when new production
techniques are taught to small farmers, who then develop a personal stake
in the successful application of the new technology, and become
increasingly responsive tc new and better technologies as they evolve.

The CBI president emphasized that, popular misconceptions to the
contrary notwithstanding, agriculture is a dynamic process with
technologies evolving at a rapid rate.

Finally, the CBI president noted that a meshed, long-term commitment
by the company and the farmers results in a new range of quality supply
for the consumer. This applies to consumers in the US and Canada, as
well as to Dominican consumers who, as a result of increased purchasing
power derived from a successful transfer of technology, become customers
for a wider range of products--food as well as other consumer goods.

As the president of CBI notes:

"A successful transfer of technology to small farmers is a pipeline

for development."

Iv
Strateqgy

CBI's strategy for its agribusiness undertakings in the Caribbean is
three-pronged:

1) To create a local company in which local investors have an equity
share.

2) To retain management control either through the appropriate equity

split or via management contract.



3) Not to own any land, or as little as possible, either directly or
through the local company. When necessary for a pilot project or a
demonstration nuclear farm, CBI will lease land. The company is
convinced that, for socio-political as well as production reasons, the
land should belong to local people, and preferably to the farmers who
work it.

It was the third ingredient of this corporate strategy that propelied
CBI to locate its Dominican Republic enterprise in the Azua Valley where
an integrated approach to agrarian reform (see Section I), had turned a
semi-arid, backward part of the country into a near-ideal site for
agricultural production, through the provision of effective irrigation,
electrification, farm-to-market roads and, above all, an effective land
distribution to working farmers of plots ranging from 1-10 acres.

With only one full year of production experience under its belt, CBI
is convinced that, despite the inevitably unexpected array of technical
problems it encountered in the Valley, the constellation of all other
factors is such that, following its three-pronged strategy, expansion
into other products is desirable. The company has already run pilot
projects on four other products -- eggplant, cucumbers, bell peppers and
different varieties of squash -- which, it has reason to believe, will
prove as successful, in terms of production, marketing, and return on
investment, as the melon project has already proven to be.

The CBI managerial strategy provides top level supervision of Agro

Inversiones by the President and Chief Executive Officer of the CBI
Agribusiness Group, who has 25 years of agribusiness experience in

Florida, as well as in pre-Castro Cuba. The Managing and Administrative
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Directors of the CBI Agribusiness Group doﬁbles in both capacities for
Agro Inversiones. The President of Agro Inversiones is a Dominican, a
trained CPA who functions as chief financial officer for Al's corporate
headquarters in Santo Domingo.. The Field Manager, who lives in the Azua
Valiey, is an American agronomist from California with ten years of
experience in tropical agriculture, gained mainly in Central America and
the Caribbean. His staff includes 5 field agronomists, all of them
university-trained Dominicans.

CBI also supplies, from its headquarters in Florida, product managers
and technical assistance consultants on a revolving basis. These experts
provide on-site investigation and advice on fertilization, fumigation,
and irrigation techniques, and on operation of the packing house.

The packing house, located at the field station in the Azua Valley,
has state-of-the-art cleaning, cooling, sizing, and storage facilities.
It is run by a staff of 5 processors, plus 20 laborers. At its field
station in the Valley, Agro Inversiones also employs 4 permanent
employees in its storage facilities and 5 in its mechanical shop.

The company negotiates individual contracts each year with 85 to 110
farmers. A copy of the contract in Spanish is attached. It is a highly
specific legal document, running to five pages, which spells out in
precise detail the mutual obligations of the parcelero and the company,
covering not only the purchasing commitments of the company and the
production commitments of the farmer, but also systems of classification
of the product, including arbitration procedure; details of
transportaticon, payment, and financing; conflict resolution and contract
termination procedures, and, of course, the price to be paid to the

farmer for his product.
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The contract's fourteen clauses commit the company to purchasing the
farmer's total production suitable for export on a stated acreage, even
if problems arise on the corporate side either for mechanical or for
marketing reasons.

A clause covering classification of the product stipulates that a
representative o¥ the government's agrarian bank must be present every
day for the product classification procedure.

Two symbiotic clauses require the company to provide seed and
technological assistance, and require the producer to terd his field and
harvest his product in accordance with company instructions. Another set
of clauses calls for the farmer to provide free access to his field to
abpropriate company personnel, while the company provides free access for
producing farmers to the packing house. Typically, the contract also
calls for a commitment by the company to furnish all necessary inputs,
the cost of which is deducted from payment to the farmer when he delivers
his product.

The price to be paid for the product is negotiated each year between
the company and farmer associations. These farmer associations were
originally set up by the DR's Agrarian Reform Institute when it
distributed the land on a geographic basis. Since they are voluntary
associations, the original association memberships have shifted,
essentially moving from a geographic base to one of congeniality, based
on social and entrepreneurial factors. For example, one of the
associations with which Agro Inversiones negotiates each year is called
“La Brilliante," because the fifteen farmers who belong to it consider

themselves the most briliiant producers in the Azua Valley.
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Agro Inversiones negotiates with five farmer associations each year,
with negotiations taking place 30-60 days before planting time.
Melon-growing farmers have the option of selling to the Israeli and
Mexican enterprises as well as to Agro Inversiones. As a result, price
negotiations contain a genuine competitive element.

With the double incentive of strengtheniﬁg its relationship with the
farmer associations with whom it negotiates, and its own ideas about
being a good corporate citizen, Agro Inversiones reaches out to the
community with some social services. These range from the operation of
an emergency clinic to providing bonuses at Christmastime, and include
such minor but creative aspects of commuﬁity involvement as providing
basebail uniforms and equipment for all members of the farmer
associations.

v
Pay-Off

The corporate pay-off for Agro Inversiones has been above

expectations. The CBI Agribusiness Group reports that, after the first
season, pay-off has exceeded ROI forecasts.

Agro Inversiones expects to complete the 1983-84 season with gross
sales of $1.2 million, and figures on doubling these sales in the 1984-§5
season. This covers the production of melons only. For the medium term,
including the production of vegetables (see Section III), sales are
expected to triple.

The parent company figures on an investment, for melons and
vegetables, of 31.5-2 million, and expects to recover its capital in full

within 2-3 years.
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The operating cost-to-sales ratio of the first season (see Section
VI), makes this an eminently probable forecast.

Pay-off for the farmers has been equally satisfactory. Throughout

the Azua Valley, employment between 1980 and 1983 has risen 38%, and the
per capita income of parceleros in the Valley is three times the national
average. With the technology transfer and the extension services
extended by the four companies + active in the Valley, yields for
parceleros have doubled and, in some cases, tripled. Many parcelero
families have acquired teleyision sets and motorcycles; have improved
their houses; and are sending their children to high school and
university. An informed guess has 10% of the parcelero children in the
Aiua Valley going on to higher education.

The spectacular pay-off for the parceleros is the result of crop
rotation and crop change as well as the higher yields achieved through
the corporate technology transfer. Traditionally, farmers in the Azua
Valley planted about 20% of their land in plantains and 80% in sorghum
and corn, most of which they sold. While plantains are a year-round
crop, sorghum and corn can be grown during a season running from April to
September, making it possible for the farmer to devote his land and labor
to a more profitable cash crop from October to April. Most Azua Valley
parceleros now use the October to April season to raise either tomatoes
or melons, and the economics of that alternative has already moved the
more enterprising parceleros into enlarging their melon acreage.

The pay-off for the parcelero in the Azua Valley from his tomato crop
averages DP50 per tarea, while the pay-off for melons is DP80Q-90 per

tarea. In addition, a melon crop can be obtained in 65 days, while a
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tomato crop takes 120 days. During the 1983-84 season, 16,000 tareas,
out of a total of 40,000 in the Valley, were dedicated to the cultivation
of melons and vegetables for export.

Pinpainting the pay-off to the farmer in individual terms, one
parcelero with 8 children reports the following:

"I got my own land in 1571 -- 60 tareas. I don't own it, but I have
the right to work it for my lifetime, and my son has the same right
when I die. It can be taken from me, or from him, only if I sell it,
or if I let it lie idle. I don't intend to do either.

“In 1971, I started with plantains and tomatoes. I could only plant
10 tareas of each, because at that time, there was not enough water,
In 1978, I had 30 tareas in plantains, 30 in tomatoes. I moved into
melons during the 1980-81 season, producing mainly for the Israelid
company. Now I have 43 tareas in melons, 17 in plantains. This
season all my melons go to Agro Inversiones.

"Here is my pay-off: From 1971-78, my income was DP10 per tarea.
From 1978-80, it was OP40 per tarea. In 1981, it was DP9Q per
tarea. Now, since [ have moved mostly into melons, and grow two
crops a year, my income is DP160 per tarea. I, my wife, and my two
oldest sons do most of the work on the farm. For a few weeks during
the harvest season, we hire about 15 people to nelp.

"“What do I do with the extra income? I spend it on my family, on
clothes, on fixing up the house, and mainly on education. Two of my
children are in high school, and both intend to go on to university.
[ want both my boys and my girls to have that opportunity."

The pay-off for buyers has two aspects. Corky Foods, which buys all

the export output of Agro Inversiones, adds 7-8% to its volume through
these purchases. Agro Inversiones exports represent 100% of Corky Foods
turncver for melons. Corky Foods, in turn, supplies wholesalers in major
cities in the US and supermarket chains in the US and Canada with melons
during the winter season.

In the Dominican Republic itself, seconds, whose size or appearance
make them unsuited to the export market, but whose quality and taste is

the same, are returned by the company to the farmer, who sells them in
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the local market at one-tenth the price. 1In a loca} Dominican marxet you
can get 3-5 perfectly acceptable melons for one peso. This means that
lower-income Dominicans get access to a nutritious product that was out
of their economic raﬁge in the past. The same economics apply to
vegetables grown for export under the planned product line of Agro
Inversiones, i.e. eqgplant, cucumbers, squash, and bell peppers.

For suppliers the pay-nff is a new market for their products. This

applies to suppliers of capital goods (e.g. in 1983, Agro Inversiones
spent $250,000 for capital goods for its packing house alone), and of
agrochemicals. About 25% of the company's operating budget goes to the
purchase of agrochemicals.
| VI
Cost
In addition to the investment in equity and in capital goods (see
Section V), Agro Inversiones estimates its operating cost for the 1983-84
season at about $400,000, on sales of $1.2 million. With gross sales
projected to total $2.5 million in the 1984-85 season, the company
projects operating costs of $800,000.
Between 20-25% of operating erpenses are allocated to extensicn
services.
VII
Corporate Change
Its first year of successful aperations has prompted Agro Inversions
to consider making three substantive changes.
The most important of these concerns financing. During the first

season, 100% of the financing for the inputs the company supplied to the
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farmers came from the government's agricultural bank, Banco Agricola.
While this is subsidized credit, offering an interest spread of 3-4
points for loans of 90-120 days, the company has found that the executive
time devoted to the elaborate documentation required by the bank, and the
timing delays encountered in dealing with the bureaucracyv, more than
countervail the advantages of the intereét spread. The company is
therefore considering financing th: farmers directly.

The second change concerns transportation. Melons are shipped from
the Dominican Republic to Flcrida both by air and by sea. At present,
the ratio is about 50/50. This is expensive because the cost of air
freight is roughly double the cost of shipment cy sea. (The price of air
freight is also about twice the price the farmer gets for his product.)
The company wants to change the present ratio of transportation to making
70% of its shipments by sea, 30% by air. The difference in delivery time
is only about 6 days wnich, for melons, is acceptable,

An alternative solution to the cost-of-transportatinn problem is for
Agro Inversiones to nperate its own chartered plane. If operated
efficiently, especially when the vegetable-product iine is figured into
the calculations, transporting its products through its own air freight
operation would bring the cost down to somewherz near the present expense
of shipping by sea.

A third change is another cost-cutting move along tactical rather
than strategic lines. Agro Inversiones has discovered that there are
some very talented mechanics in the Domirican Republic, including one at
its own workshop in the Azua field station. It made this discovery when

it wanted to buy a tool carrier for a tractor. The price in the US for
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the carrier was 38,000. Instead of buying the carrier, the company
bought the drawings for a carrier. After two weeks of tinkering in the
field station workshop, one of the company's mechanics had produced a
workable version of the carrier at a total cost of $500. The company
conclusion: "We can save all kinds of money with in-house creative
mechanics.”
VIII
Policy Implications

For the Company

Hands-on commitment and involvement at the managerial level, the
technical level, and the field supervision level, are essential for
success. Given these fhree ingredients, a ra]ative]} modest scale of
operations can produce a net profit on sales during the first year, and a
respectable return on investment, including full recovery of capital,
within 2-3 years.

This applies even when there is on-site competition for the farmers'
output.

For export-oriented products, it is vital to have a well-defined
market plus a market organization, in the case of a bigger company; or a
well-structured relationship with food brokers and wholesalers for a
small company.

Transportation is a major cost consideration, and available options
have to be analyzed carefully.

Financing, even if available locally at subsidized rates, may not be
the most desirable form of credit. Given the snarls and obstacles of
bureaucratic delays, it may be more cost-effective for a company to

finance farmers directly.
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From a socio-political point of view in any operation designed for
the long term, it is advischle for a company, particularly a foreign
company, not to own land. If land holdings are needed for pilot projects
or a nuclear estate, the land should be leased. From a socio-pclitical
perspective, as well as from a productive one, the most desirable
arrangement is to work with producer farmers who own their own 1aﬁd and
work it largely with their own family members.

For The Host Country

For the host country (in this instance, the Dominican Republic),
policy implications fall into two categories:

1) A well planned and executed agrarian reform, under which land is
allocated to farmers in land holdings that can be worked effectively by a
farm family backstopped by occasional farm labor, is a dynamic
developmental tool both from an economic and from a socio-political
perspective.

However, this is true only if the government also provides the
required infrastructure in the way of necessary irrigation,
electrification, farm-to-market roads, effective credit institutions on
the economic side, and an appropriate network of health and educatioral
facilities on the social side. As the Azua Valley demonstrates, this
combination can raise per capita income by more than 300% in less than a
decade.

2) The second category concerns optimal measures to develop
non-traditional export products in the agribusiness sector. The home
government can facilitate this by applying a realistic exchange rate to

the products to be exported; by appropriate duty concessions for the
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importation of needed capital guods; and by allowing a reasonably
untrammeled repatriation of invested capital and profit. Within this
framework, a successful effort can be made *o attract companies that have
both the production technology and the marketing expertise or access to
organize a successful operation of non-traditional exports. Such
operations also have the spillover effect of enriching the domestic
market with nutritionally desirable products at a price which low income
consumers can afford.

For the Donor Country

Outy-tree access to the L. nmarket, such as provided by the Caribbean
Basin Initiative, is, of cours2, an important incentive for producers.
This is particularly true when there is a consumer demand in the US for
the product, as is the case with fresh winter fruits and vegetables.

At outreach program by the relevant US Government agencies to
ccmpanies equipped with the aporopriate technology and marketing
expertise would be useful.

Finally, the US Government should use what policy-making influence it
has on the home government to encourage and support a well planned
agrarian reform that not only distributes land to small farmers, with
appropriate safequards, but also supplies the economic and social
infrastructures services that make it both possible and desirable for
farm families to work the Yand profitably, thereby providing a

fundamental developmentail dynamic to the nation.
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continuacidn del NOVENO:

nihguna manera podrd Intervenir en el proceso de clasificacidn y
empaque. 4

Cualquier tipo de observaciones o0 quiejas, deberd ser presen-
tada ante la COMICION DE RECLAMACIONES, establecida en el Acdpite
(A) del articulo . SCCGUNDO del presente contrato, y de ninguna ma
nera al personal que trabaje en el centro de empaque. '
DECIMO: LA COMPANIA se obliga a efectuar las Liquidaci&nes y

el pago correspondiente a EL PRODUCTOR, dentro de un plazo no ma-

yor , apartir de la Gltima partida de em

barque.

DECIMO PKIMEKO: Las partes se comprometen, en caso de cual-
quier reclamacidn, gueja, contestacidn o conflicto que Surge en re-
lacidn conla aplicacidn o interpretacidn de este contrato, a ccmu-
nicarlis por escrito a la otra parte, a mads tardar veinticuatro s?u)
_horas aespies del hecho que la origine, salve en lo referente a la
Siembea, ern cuys caso el placo serd de quince (15) dias. Dentre de
las 24 horus que siguen a la recepcidn de esta comunicacidn, lag
Purtes ose Oobligan a convocar la  COMISION meucicnada en el Acdpite
(A) de!l articulo SEGUNDO del presente CONTRATO, la cual verificard
el hecho y davd la solucidn correspondiente al conflicto en cues-
tidn de¢ un términe no mayor de veinticuatro (24) horas. Dicha so;‘
lucidn se consignicrd &n un acto co.probatorio, firmado por los

miambis» sy,

DoCiMu SLEGUNDU: La violacidn por una de las partes de cual-
quizre Jde las oblipaciones pactadas en el presente Contrato, da-
ria devecho a la otra parte a darlo por terminado sin ninguna res-
pousulilidad, y pudiendo exigir la parte agraviada, la indennizacidn
de lou dafos y perjuicios recibidos. Se eceptlan los casos ﬁortui-

tos ¢ de fuecia mayor, o calamidad plblica.



DLCIMU TLRCEFO: Este Contrato no podré ser rescindido |
por las partes, una vez iniciada la siembra de la semilla has-
ta la recoleccidn y venta del producyﬁ, salvo los casos de
fuerza mayor o calamidad plblica. En cuaﬁquier otra época, pon;
drd ser rescindido de comlin acuerdo por cualqiiera de las par-

tes, notificando a'la otra parte con treinta '(30) dias de anti-

!

cipacidn a la fecha senalada.

DNCIMO CUARTO: Todo lo no previsto expresamente en el

present: Contrato, serd regido por el Derecho Comin Dominicano.

~

HECHO Y REDACTADC DE BUENA FE, ha sido el presente Contrdto,
en dos Uriginales de un mismo tenor y efecto, uno para cada una de
las pactes, en la ciudad de AZUA DE COMPOSTELA, REPUBLICA DOMIN&-
CANA 4 lus ( ) dias del mes de _19' MIL NOVE—;
CIENTC GCHLENTA Y

LA CoblranlA EL PRODUCTOR



