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FOREWORD
 

THE TRAVELING SEMINAR on Management and Financing of 
Marketing Cooperatives began in Dacca, East Pakistan on April 27, 1970 
and ended in Ankara, Turkev ol May 23. The group held workshop dis­
cussions fbr f'ouI consecutive days in each of'tour locations as follows: Dacca, 
East Pakistan, April 27-30; Lahore, \Vest Pakistan, Ma' 4-7: Tehran, 
Iran, Mav Ii-14; and Ankara, Turkey, N\av 20-23. 

The objectives of' the workshops xverc: 
1) To present practical methods of' solving management problems faced 

I)v coolei'ative managers 
2) To explore means of' financing marketing cooperatives 
3) Discussion by team membcrs and participants of' problems related 

to cooperative management 
4) To discuss training methods fbr management of marketing cooperatives. 
The workshops concentrated on exposing the management problems 

faced by marketing cooperatives. The first day of each session covered the 
structure of' cooperatives, progress and future plans, impediments to prog­
ress, gove'nment relations, and the basis for operation. 

The second dlay of each session covered" a) the basic reqCuirements of 
management in planning, organizing, directing, coordinating and con­
trolling the cooperative, b) employee selection procedures, personnel prob­
lems, compensation policy and social benefits required by law oi' custom, 
c) assembling and dis:;emination of' marketing information to the producer, 
d) organization, operating procedures, manuals and written guidelines, 
e) membership relations, and f') research. 

The third day covered all phases of financial management, including' a) 
credit planning, b) sources and terms ofinancing, c) types of'credit avail­
able, ci) types of'securitv oferCd by cooperatives, e) management assistance 
offered by banks, F) trends in interest rates, and g) credit planning. 

The f'ourth clay was devoted to a summairization of the discussions and 
presentation of recommendations. 

The seminar was organized and financed by the United States Government, 
with the exception of the services of a cooperative specialist fi'om the United 
Kingdom. The cost of the individual country sessions was borne by the 
host government. 

Individual country reports and recommendations are included in this 
publication, as well as the text of papers presented by team members. Ap­
pendix I includes a few background papers not presented at the workshop. 

The members of the traveling team express their thanks to all of the govern­
ment officials and private individuals W#ho organized the meetings, contributed 
to the discussions, and gave their whole-hearted cooperation to making the 
workshops a success. 
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INTRODUCTION
 

MARKETING OF AGRICULITURAL prod-
ucts involves the transfcr of these products from 
'he prod accr to tile consumer in a for In that is 
adaptcd to the ConsuiMC's neeCds and is altractjvc 
to his .amcs at reasola hIc p,'ri'cs. 

'Ihcr',forC, betwcen tt,,e aiid coisuLIre-(pro1lucer 
crlihre arc several fit'w1cions that must be pc,'-
fitrm,', in itt marketini process. "l'hcs, ii ude 
tran portalil, storage, tl iiig, processing, ad-
vx('ti, iig, fistrilyitioti and retailing. It is to the 
lilcrest of It)i producers and co)nsumers that 
the. fuinetIns be performed as efficien tl and as 
clieapily its possiblv. 

The iliaJot proble inli each of'th three 
CILNT() rTgiginal coountrties is that these market-

tncti rV luinl ,, fel S perl'rmcd with varyingdegrees of' i iieliciciicy, and aricxcsi'l 

pensive. The major irpose of ainatrketing co-operalive., thcrefitt'e, shiotld tlw to>lpcrfitr thesearkitig 'tih IOconmre"should e tv rdm thesem a rkctin g kurn'li i . l\ -a n d m orcheapy Its o n s m ore cllc ,nt cglli.i~il2,iiienlt H~l t- il ol 
shop I tsand finticial goals 
shtiold be fcusd Solely oilreaching these oJec. 

The CEIN'l ()"'.raveling Team has emiphasizcd 
tle basic I-: iipIcs of'sirteurtti lt',IllIaI agicit antd 
fi iacil of' ciopciativcs which have proven 
to be so 'csflul in ,othoir ,':oltutrics t"the wor'ld. 
.\t thei ame ti ille, t l(-a l has recogtnized that 
basic principles Iuist be adapted to the economic 
aid soc.ial structure of' eah cotntr. 

The tean has also ciilphasizecd that true co-
operatives airc a spcciahi:'d form fprivate enter-
prise. In ccunlrics where the government is vicces-
sarily involvcd either in financing or control of 
coopcrativs, tile tea t has uged t Iat a &fi tlite 
long r'angefla i be dfevelopcd whereby the gov-
cmnmen sioild grtdnally witlidrawxv both its 
Iitiaticial Support aiid its control. 'Tis shoiuId be 
clone oi a case-by-cam' basis, and only as rapidly 
as the cooperatives are able t)support and control 
thcimslves, 

Previous Pl Iak nk 


The team fiCels vry strongly that the govern­
ments of' the CENTO regional countries should 
put fbrth their greatest efforts at first on citill­
moditics and iinareas where there are the greatest 
chances for success. These eflorts then can b 
expanded into other commoditics and other 
areas, based oil previous sti('csshll experiences. 
The team interpreted the subject of the work­

shop "Management of Marketing Cooperatives" 
to cover: a) the structure of' bth individual mar­
keting ciloperativcs and of the coopeiative mar­
keting movement itsa1whole, I))the management 
of marleting cooperatives ill its broadest sense, 
and ( ) the finicing of marketing cooperatives, 
inluodinig bo11 the source of funds and pla nuing 
for their efI'cttiv use. 

III the CENTO regional countries the volume 
(if produce tends to be small per member, bc­

many farmers have verV snaIlsupsefo
sale. It was agreed that: a) primary or villageo i t V I I I t b tw e l l gsocieties Listb handlIcIllUS st roilg enioughi too l a l I st L f 
ficient volume of' produCe to make them ecoonoi­
ically vialc, and b) primary cooperatives must 
be linked to a viable cooperative marketing 

system.
 
inth case ofma'nagcmeti t, the workshop tried 

to cover all the problems of' obtaining capable 
managers for cooperatives, their relationship with 
tihe"board of'directors atnd with the members, and 
of' broadening the concept of' the ftinctions of 
nmanagement to inclhde the whole operation of' 
the business as a cooperative. 

As regards financc, it was recognized that man­
ag<ement must dccide on the types of credit ncclecd, 
its sources, and method of handling, including 
acuttnting and internal audit controls. The ac­
cii tmuLi of f~inds through variouslation owned 
Ineatis, the seccurity available through inventories 
and p.,hysical assets, and contracts for loans, is 
xw'cll as the basis for the use of' member-owncd 
capital were all included in the workshop's survey 
of management 
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GENERAL CONCLUSIONS
 

HISTORY 
IN ALL '[HE RI((NAI COUNTI IEFS agri-
CUltuiral c0o0lprativcS were htilided to landle 
credit for small farenrs: in the case of I ran many 
of these s( cictiCs were spCciallv set nup Io] lianid 
refornl rlirrs. In all the coill tries Some Supply 
and otler services for production havc beei added 
to the original scrvice of credit.T Ihesc societics 
hlave been reasonably siecessfIl as fhr as thcy 
wel'nt, but t hici r suctess has bIeIi limiited b\ Short-
age ofIfi nds and b\y lack of" marketing f1,.cilities. 

In all the cotilitrics the marketing I)no('TSS iS 
not orderly and tends to he based ()i the philoso-
piy of scarcity ratier than ()n profit through all 
increasecd volti'ie ofliusiiiess. AS \\is pointed out 
in thc openii, addrss by Dr. Valia i, Minister 
of Land RtfoIrm and Cooperativvs in Iran, the 
c()nsm ers sutio'r froi) this as mitich as the pro-
duccrs and there is a need for c (operatives to act 
as pace setters ini this ficld. 

(;eerally, the gmvrn nucits have crcatcd co-
operativ's which are potentially very powe'rfl. 
In the case of' East Pakistan thi'e( are very large 
numlo.-hrs (If all kinds of socicties bet, as was said 
dutiring one ofthe, meettings, the coo)perativc m0ve-
nent is a "sleepinlg giant." This is to some extent 
true of, all the countries. 

RELATIONSHIP OF GOVERNMENTS 
TO COOPERATIVES 

In all the countries tie control of' cooperatives 
is in the hands of the goverl1nmecnt. This control 
includes cstabslsh mcn t, supervision, provision 
of'credits and sometimes of share capital, trainilig 
of Iallnagers andl oftell loaning of' goverllllnent 
oflicials as managers, audit and legal control. In 
some cases govcrnellnts have established trading 
Iodics to assist coopcratives. 

Govenmlen1lts have grantefd various special 
privileges to cooperativs over taxation, stamp 
duty and otlher normal charges. Ill sonic cases 
l)ans at less than market raics have beII made. 

Where there are special govcrnment schemes 
for buying basic crops (wheat and rice, for in­
stancp') cooperatives have bcn iused for his pur­
)ose, but this has oftt ci pro)ved frl!Css profitablc 

thanII traofdinig in tli sa mc produncts On tlie open 
market. Where govcrnni'nts have cstablished 
monopolies for crops such as sugar, tea and to­
hacco, cooperatives have not usually beil given 
any special help. \lA hre Sul)port p'ices for special 
cro)s arC J)aidl, cooperatives, which are requ ired 
to handle the bulk of the business, ari' not always 
adequately paid. 
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MAJOR PROBLEMS 
Government control has sometimes proved to 

be a serious handicap to good management of 
cooperatives. There is a lack of'knowledge ofhmar-
keting opport uni ties, tc,o little anailysis of eco-
nonic possibilitics, and t general tilure of' mar-
keting management. To this there are some oit-
standing cxcep)tious, cspccialtII in Tirkey. 

The stril( Itic' of, cooperatives, which was set 
upl) fi" credit, has nt prox'cd suitable for mar-
keting. TIhe need fr" bigger (aid stronger) pri-
ma ry ()cicti cs, bilt xithInint a loss of' member ib 
volv'cnlwilt and loyalt, has )(.ol(. clear. Tl 
strcamlining (' sc(oidarv societies and their or-
galization oit a lmnrcl' finctional basis is also 
leCessarv. In mall\- cases they ai'c nrw organized 
its administrative units. 

''lie lack of iember loyaltv in all marketing 
socictics is a in ajo l~rol)hui. There is also mulich 
lifliculty in enforcing contracts for sale of')rodUCe 

to societies. 
'[h very small anilonii!s of prodtuce available 

f61" sale from each member constitote a major 
pirobhell. 

'Tlhe disrc,i'rlv iiairketing system in all ­
tries, with the well established links between 
ioney lend'rs/village agcnts through market-
town i\,uvers to ceitralI wholesalers, is extreme'l 
diflicult fi)r coopeiratives to combat, partly be-
ca list of its close and entrentched con nect ions 
with villagcrs and )artly because of' the strong 
vcsted interests (difthe big merchants vho now 
handle the trade. 

atliaitlnenit has to c'inte'nd with all the albove 
pro)lems. For this purpose, very tflicient and 
well trained nen, with good experience, are 
needed. Thcv must be paid well enough to keep 
them. \iwngers also have to work within it 
cleiiocratic franework of tl i cooperative, and 

utist understand the )rinci ples and admninis-
trative practices of eiooj)patives. 

S'T"EPS NEEDED TO SOLVE 
THE PROBLEMS 
Structure 

The basic need is for stronger societies at the 
primary level ;ind fior functionally more usefil 
secondary societi,-s. This maN' mean atnalgama-
tion of' villlage credit societies, though there may 
be an advantage in keeping them in existence as 
branches oi agencies of' the new amalgamated 
societty. The amalgamated societies should be 
multipurpose and should eventually be able to 
)rovide all the se'vices needed by the farmers of 

-the area. For marketing, the, should assemble 
and transport produce to a competitive market, 

or should assemble and transport it to splecialized 
comnmodity s'concdary societies or trade organi­
zttions for )rocessiig, o" foi soic other treicatnicnt 
such as cold storage. A)ex financial institutions 
to provide both production credit and marketing 
credit are necessaryv and should coordinate their 
policy. 
Loyalty 

As part of structre, meni)ershil) loyal tyvmust 
be increased. This means: 

a) B. r member education 
b) Greatcr financial involvement th rough in­

crease in owned funds 
c) Better and more rewarding services fbr 

members by) Cool)ratives. 

Management Improvement 
This needs a change of concelpt to it commercial 

(rather than i a governmental) ouitlook, and f'rom 
a narrow busi ness attitriude to it wiser uindcrstand­
ing of' tile ned to cre'ate f'oi a cooperative (an1d 
without losing the cooperative form) a meneir­
owned aid meCimbtr-rewairdi rg cotii ircI'(ial un­
dertaking. For this pirograim, managers must be 
selected with greater care, be given specialized 
training, be co nl)clsatcd better and be sup­
ported by better market research and infbrmation 
ser'vices. 

Selection 
Nlanagrs for the higher (secondary and apex) 

societies in the past have generally been govern­
menit officials on loan to tile cool)eratives. Though 
it may I e necessary to contintie to use such men, 
only those who show commercial ability should 
be chosen, and "second men" with experience or 
men from the commercial vorld should in future 
be considered f'or selection. 
Training 

Management in a cooperative covers a wider 
field than iln the commercial world. In their 
relationshilp with both the ordinary members and 

the board of' directors, cooperative managers 
have to bte both eductational and infortmative. 
This means that managers must be traiieCl in the 
princil)Ihs and )ractices of cooperatives. They 
also need training iin management teclniques,
which may mean the establishment of special 
couirses or the adaptation of existing coirses for 
them. Inservice training is also essential. This iiav 
be arranged by sending trainees to work for a 
period in higher societies which could be hel)eC 
to provide special on-the-job training. Finally, 
managers (both top men and departmental heads) 
need to contintiue learning all the time b1 discus­
sion with other managers at fi'equent meetings 
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wllel.e 1)1-oi)lcllls C111 be idelitified illid disullssed 
iiiid soltitioiis woi-kcd otit. 
Compensation 

S lkuy Illd Collditiolls ofwlvicc ill coolwnitivcs 
liced to bc cquill tool-bcttel*t1l;III t1losc ill t1le colli-
Illci-ciiil Nvodd to ittti-wt uid keel) good iiivii. 
Coolwnitives, Nvlwii dwy it-(- wvitk, (-uioot ;iflol-d 
slicIl I)ily -,bill, if' ill(,\. do llot (,( t lllilll lovl.s, 

ntit(-\- will i-ciiiiiii w(-itk. To it,\* to Sol\.(. this Inob-

4 111, govvi-lilliclit 11,1vc ()It 

loiiii. How(wci-, sucli iiwii luive oot iilwit\ s 

dyiiiiiiiic iil;ui;tgei-s oi- good co(yei-illoi.s. 

till-ougli 1)(-tt(.I. SvIt.(.11oll Illd (1-611111g, 

lIi;lll,,lgcl-s ;It.(. lluld( ;lv 11LIbIc, Sollw \\,it\. ofI)I-o-

vidilig good 1)lv 111d ((.I.Ills of' S(,I,\.i(.(. 11111st Iw 

cvolvcd. It is J)o siblc Illilt .1 lillioll to scle(.t, u."lill 

Illd collilwi sitc Illitililo(.1-s "llould Iw Sct 111). Tills 

IlPioii would look ;ditel- ill(. illwi-ests of, 111111;1,gvl.s 

aild 11-1,,Illgc n-Iii'viliclit 1wilsiolis ;111(1 ()tll(-I- S(wiill 

sccul-ity sclivilles Illd would fi-olll ill(, 

so(.i(.ti(.s (.1111flov its l1wilibel-s ;I I)ol-tioll of' 

IIIcit. sit l;ll.y, b;lsed oI I tII c t111-11ovcI. oI,t I I c socicty. 
'I'licn. ;it,(. it 11111111wi. of'otlicl. jw, sibilitics belwc(Ill 
oliti-iglit go\*(,Illlll(,Ill clill)lovillelit Illd stl ,Iigllt 

Iiii-ill". .111d fil-ill g, itild it is 1)1-ob lblv 
IINIV Its(, l diffk.n llt soltitioll.tll;lt v.ldl 

Finance 
.Nlol-c I'llilds 11111st (,oIIIc fi-oill ill(. 111cillbvi s 

dicill'ick-cs, tlll.()tlgll sitviligs, I-culilwd Iwofits Illd 

otlici- iiw tiis. But if' coolwi-mivcs ill-(- to ttkv ;tit 

1);Ilt ill iiiitrk( tiiig tit(-\- will Aso iiecd 
lolig, IllcClitilil illid Sllol*t W1,111 Il-oill olit-
sidc sotil-ces. 1"ve1w efloll to Ull) CollIlIlClci;ll 
sotll.(,(.s of fillillicc s1lould bc 111;1cle but evell so, 

govel-lilliclit lo llls illid guill-1111wvs iln illevit lblc. 
11' I)ossil)l(. diel-c sliould be l j)1-ogl-;llll 161. 
witlidnlw ll ovcl. dw ycill's illid 1-cifliw(.11wilt by 
owlied ( oojwl.iltivc Iloids. B(-twi. iw( olllltillg 
S\,St(,Ills lild ilitel-ilill illidililig of, wcoullts to 
('11A)Ic divill to 1w uscd ;Is ;I Illitililg(.11wilt tool 
iln. Aso licc&-d. 
M arketing Research 

lit ill(- i-cgioiiitl (,()uiiti-Ws vvi-\ little is kiiowii 

.1boul (.itll(,I. (-Xislill, Vollolics, (IludilWs old S(-,I­

soils oI' I)i-odtwtioo, (w A)out cxisiiiig iii ii-kctiiig 

1)1, wtl(,cs. 1 (.Sc;ll-ull lilto tlww Ilulitcrs is 1lCCCS_ 

Sill'\'. but so is i-ew;ovIi iwo iii u-k(-tiiu, olyoi-

Itillitics, ilito uosts Illd b(.11(.11ts )I, 

stoi, I-c 'llid so ()It Illd illto o,(,ils wlwn v(."wd 

ilitt'lests ioid coojwi-;t6vcs 1111"dil Ililve 

I L,ood (11 llwc of' stw(-css. Ill Ilig111\ 1(w(,Ioj)(.d 

(*otllltll(,s this iol.t of, 1-(sc o-(Al \\ollld bc (1()11(. by 

Ilvl,[ fiw tll(,lllsvl%,( s, but ill Ilw VC1,11011,11 

coulitlics, Nvllcl-( sullisti(-s ;111(1 illfollll ltioll ;II-v 

iiw igci% tiid Nvlici-c skill., iin, iiot dc­

vcloj)vd. this kiiid (d :vsczu-(-Ii iiitist (-oiiw fi-oiii 
OLItSidC, IM-0bilbly till-oligli i govel-11 ilwlit -stil)­

J)ol't(-(l illstittit(I Csulblislwd lot. dic J)tll- )osc. 

OTHER COM M ENTS 

lit soiiw CI-A TO i-egi0iiil cotiiitii( s it itl)lw ti-s 

Ilult (-ool)(.I-,iti\'(- Llws, n,,glllmiolls, illtvi-Ilill by­

klws .Ill(l otliel. b,,lsic lcgA I)I-ovisiolis iiity ilillibit 

tit(- dcv(-Iol)iiivilt of' it iiiodcni iiiti-kctiiig S\,St(,Ill 

fol. ( oolwnltiv(-S. l"ol, this -(.,Isoll, ille 1(gill syst(IIII 
ilflc(,ts (*()()I)(,I-;iti\,(,s Sliould b(. cXillililied 

illid, if' llc(,(,SsillV. Illodificd illid bl-ollglit til) to 
(kitc. 
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RECOMMENDATIONS BY
 
THE TEAM MEMBERS CONCERNING
 

MATTERS FOR WHI CH FOREIGN
 
TECHNICAL ASSISTANCE MIGHT
 

BE HELPFUL
 

TRAINING 

THI'RE IS A N IEI) fbr better managerial train-
ing fbr marketing in all the CIENTO regional 
coutntries. In the itniversi ties and technical col-
leges there are courses in management fbr top 
level tuetn. Iut these courses need to bc minade 
more practical and more thorough in the market-
ing field. Since tile ,allagelmnent of marketing 
cooperatives differs sotewhat f"o Iliaage(elll 
of or(ldinarv marketing business, there is also at 
iied to tca('h c ])cralive managers about co-
operatives. It iay, tlhrcefore, be best to prepare 
entirely new courscs for managers of' marketing 
coope ra t ives, to,cover tile practical application 
of' the whole sit bject. Possih atspecial institution 
fbr this purpos should be set up. 

lor managers of' cooperatives at lower levels, 
such as primary village societies or for bigger' 
societies aid uInioIIs, traiiing coourses arc given 
by all the countries concerned, but they need to 
be improved to fit the managers fin' tile more 
dvna mic rolt tlhey will have to play ill fu to'C. 

It is iecom mended that the C ENi'( regional 
countries seek foreign technical assistance on the 
whole sti, bjcct of training and especially for pre-
paring suitable curricula fbir the various levels 
of training. 

MARKET RESEARCH 

To help bring about a more orderly marketing 
system there is a need for bettet and more varied 
market information. This should cover the fbl­
lowing: 
1) Statistics of production, of crops and live­

stock, including regions and acreage, sea-
Sols ofoproduction, costs and other relevant 
information 

2) Statistics of'prices in various markets inside 
an1d outside the COt nt I'V 

3) 	 Analyses of costs and bnlefits of various 
market functions such as processing, storing 
and grading of' various commodities 

4) 	 Stidies of' ttranlisportatioln and handling 
costs, locations of' processing and storage 
fhciliti(s and other physical (listiri bt tion 
studies 

5) Feasibility studies of* various undertakings 
6) Projections of' trture market trends inside 

and otitsiCle tile coti 111rv. 

Ii all coontiies thCcollcction and dissemination 
of' statistics is considered to be tihe responsibility 
of' the government. The team sutggests, lIowevei, 
that in the CE N''O regional countries, govern­
ments should go f' t'ther than they do at present 
by collecting more accurate statistics and by dis­
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seininating tile inlormiation morc quickly through 
itllti lmodeirn media available, and that they 
should providel fbr a stal' to stok and interpret 
the statistics ill order t give theci t practical 
value for marketing Inmmagers. 

Cooperati\'s should also orgiizc wit li ih ­
selves a sh).cial sc'vice to advisc illailage.mcit 
oil marketing prolehms.ho,iii'cc in-d ics \heie 
folnation is slowger, distace1 s long ai coin-

ica tions slowr mnaiiagc mci t nccds spccial 
atdvice tron a cil service dealinii wit purely 

SOpeiptoiv bjrdleims. 

REPORTS 


Ihe team mmnbers from the CENTO regional 

countries should report progress in each country 
concerning matters mentioned in these (' olcuIt­
sions and recommendations by June 30, 1971. 
Such reports should bc coordinated through 
CE NT() and circulated. 
CENTO FOLLOW-UP 

In view of the importaine of marketing flr all 
the CEN'TO regional countries, which became 
increasi ngly clear to the team-n during the course 
of'the workshops, it is recoimcnided that a special 
CENTO subcommi ttee bC set u) to deal with 

the subject of agricultural marketing. Such a 
coinnlmittee should includc adeq uate representa­
tion of the cooperative point of viev. 
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COUNTRY REPORTS
 
EAST PAKISTAN
 

by 
Shamsul Huq 

Historical Background Present Structure 
EAST IPAKIS'l'AN is a land of' small ftirmers. of Marketing Cooperatives 
It has a )o)platiolof 60i million, 85 l)erccnt of A three-tier marketing coop system was set u1) 
whom depcld t)0n1 agrictlturc, hut it has an illEast Pakistan in 19(imr the l)I'pose of collect­
arca of'oly .5.thotisatid sqluare miles. iig, gr'adilig, storing and plrocssing the fairmer's 

'l'hc frilucrs wcrc always c'xploitcd bv inoitey r)iodice. By taking over the operations )rcviously 
licclet's. Solictinics tlc i'atc of, interest on their perfowtfled by'the J)ii'atc trader, the coopcralive 
loals wc'it i11)to 150)perccit. "To savc the falrmlrs is able to give the f'hlrllmcr a ilir )rice folr his 
flroml such inoiicvlitdcrs the first Coolperative prodCe. 
(:Ccdit .Soc;cticsAct was passed in 190-1. (radially I Cooperative mltijpltrl)SC societies were 
t ttttwoi-k ot c'ml)ciativc, cei(lit societies at the set 1)at a )rimarylI vel. '1'hese societies 
)rinlary, secondary a od apex levels was or'- grant credit to thcfairmcrs, distribute seed, 

",tnlizc'd. ()tlhcr financial iestitutios, c.g. agai- fertilizers, and arrange f'r ii-igation when 
cultiral d evch mcn t a ks. werc also sct illp at necessary. The'y also collect meobers, pro­
,govcr-!ll('ilt inititltiVc. The ciedit situation fbi' ductioi. 
the Ibrincis eased bolt tlicir Iinatiicial coidition did 2) Central miarketiing societies wcrc set u1.p at 
not ifmiprove touich. Tlhc reason was t hey arc market level. Tlicy gradc, storc and ar'raige 
small fh1'mc'rs alod they havmt sto lociit c- for disposal of* mtnltnhrs' prod uctiol whenSell prIodl 
tioti itlimicdliatcl' aftcr harvest as thc do not the market is fthvot'ahlc, anid also send the 
lh yy' hodinig ,owcr. Thev cainot take their production to thc processing plait owned 
small amount of' prodltc' to the wlholcsalc mait'ket by the apex socicty when proccssitig is 
phIcIecausc of' the c ost ilvlcyd. Thc 'al lnot necessary. 
hl rgaiu witl th plriite tradetr bccause these 3) The apex markctting society has to process 
trad,-ri arc veiy well cstablishcd. So the farmer the production and arrange for its sale at 
does'st get a i r )rice ft' his prod uce and c'on- fimvotablch market ratcs. '[hc apex matrketing 
seqt'tiliv Ic rc'iiaiits )oor. How to gi\'e himin a socicty has a few rice h11usking mills, milk 
thi r price fior his lrodutcc is thc' 1 )rchlnl., processing )phlts,Cold storage fbior potatoes 

NMairketi ng is a conli)licatcld l)ioccss. ''l" fhrm- and ice )latnts liii fish. 
V's l)tro)dtic has to hi' collected. graded, stored, Relationship of Government 
l)p-ocsscd amid then madh accc)tabh to the con- to Cooperatives 
stiici's. "'Itesc thitigs a rc hcing dotie eflicicntly CONTROL. 
by hl ri'a t t rade, bit otll\' for their own ii- Therc. is a Government Depamrtmen t of' Co­
tc'rcst. The ultiltatc coilsiincri' pays a high price, operati\vc Societies inihothi wings of' Pakistan. A 
hilt thelP i'i lait' price. be registeired by thatmary l)rofdtfccr does niot get a cooperative society has to 
Coopc'ati' societies of' the am'tietrs thensclves departmcnt. '[he registration gives the society a 
seem to bc the answer, legal status and witlout registration no society 
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can futiiiCtioii. Annual audit of' the accounts of'the 
societies adll inisp(o. tionis ar' (lolt' I)\ h)( wl'-l= 
tire lepalrtmclt. It is also their r('spolsil)ility to 
st' ilat the s()citeties ftiiwtion as pci' prwoViSiOnS 
of law. 
FINAN(:IC: 

(;o''rilt'lltpI)'oidcs strong financial SUpplort 
fI' the 'c(oops.''h'y conti[te t tlIt share' capital, 
supphleit't staff cost aiid gi-ant lon,( tem loans 
lo nut rkt't itig coops that have heen take tuinder 
the five.-year dt'velopulini sClhmt. But Govern-
intt nevrc," i 'recs with i tlitl( ay-to-cLay ad-
illilistratio of, tft'hsoceties. 

:(;.sPRVIL .i 
aie cx('ipt fronm 

('t)n(e tax, ill t'sl)t't't to )rolit earnde( with trans-
actioiis with ineinhers. l't.v ait' als() 'X('il)t 

finli icgistrati)oi aiid stamp luitits. l)islpth's Ih-
t\\(el lt('nlh]t'rs illc op()()s.iil by tih( 

(:()ei'ati l,('s h)ayn'I~t of ill-

a )c tccic' 
registiar oir his stall' without (g()ilg t tcie c(oti't, 
an action that involxes (cost aiid liint'. 
GOVI.:RNM NiN Rt (I I1-A1 KI ; IF 

'Tht' (vrmunemint d(locs't havetanyi airketiig 
st'hcellt ill p]l.rli('la'. Ill ,'spt'celt).jmtt', whith is 

at major cash 'i-t)j) in East Pakistan, the( Govern-
meit fix(.s a inimunimi pri' amnnuallh and the 
Gov(erinnet also takes cai'c to se that the pi'i'e 
(foes iiot !,,o )(low tht inmpnc. 
Major Problems 

cogt'nttiy 
is dt'f'cti\'c alld \\wastt'l'ul hecanse if, tlit' multi-
pli itv (f middI'iicii amd p('raIiug agemlcs. It 
itsul ts ill the 'xl)l)italio l of' th' f. eir hecanst 
)f his w'ak harigaiiinig power, lick of' tducatiii 

ai id ko\wlth'dgt' of' imaiket tonld itions. No storage 
fl'ilitits ai'" avwailahh' to tlit'(fiair'. He is i naf)lt 

'I'fic I)it's('ilt svsteil of inarktig iiithell ('t)uintry 

to take his prou(ice to tie ilarket l.casvtis of' his 
siiall inarketahlit suiplus awl ha 'vtiansport 
cost. Weights and iucastre-s rie( lnot allways reli­
ahe. The price(s p)reVailiig iin the iiiaikct seldom 
reach it( li'linlt'i" through it It l agell . Re­
mo\al of' tlhcse lai(licalps is n('tssai'y ill or.d('l to 
e(nalh' tilt growel" to Iecciw fil his producit a ili 
shrin 'o(the price-uliliuat('l\ paid )v tle (onsnmeIl'. 
Proposed Steps Necessary 
to Solve Problems 
and Increase Effectiveness 
of Cooperatives 

Rcgulatcd iarkt'ts. prv()ision fi credit, stan­
daridization ofl weightsllld in(s;.itll'ts and giade 
specificatiol may go atloig way ttwaird solving 
existing p)olh'ils, h)ut i)rodtIcers" own oirganiza­
tiolns sh(ould he strenglhn('d in rd'r to( under­
take marktting and u('tmi l)I'0Ce'ssing OiFagi'iUul­
tiral crops () theiir hehalf' an( ill thrier iltemest. 
Pro)cemssing st'i'ites arc pcrf(Irmt'cI hy pria\'ate ill­
ttrt'sts amid iindividtuals, and ha\e to he p)ai(I lbr. 
These sei'iccs ar'e t'ss(,itial fbir satisf'-('toirv and 
oiderl miaikcting. They cannot he dispt'nscl 
with. 'Thnt're'ot,', ilh' qut'stion is not of' (loing 
away with tit'm, hut imt'giatiing aiitl ilipirtt'iilg 
thescivices intht'imtc'est tf th' pi' pi'oduct'i. 

H'r(cin (ut's the questi)nl of' stiructuirafl liange 
in the coops. The t'tio)s wvill hiavc ti l)t' stm'igth­
tle(d anl Illade a \'iaoh' oganizatimo. The man­

\vill have to I)' illp)'vc( hy pi'opti selec­
tioii, tr'aimnig altl mt't nlTilsatioil. Ad(qluatc fi­
ialnciig will also hcllcc'ssal'\. C()()s should see 
that their Indis art' I)rop(,I-ly utiliz('d . Go\'ei'n-
Ilelit shlould colte lIbrwar'd with finances only 
when thei't is potentiality ['r sneCu('ss aiI good 
inaiiagemenit. \Laiket mseari'ch is also a nt('essityV. 

Towiti Ltweai Ar. Glioi Pogeler Teani iiitubers take, litte out 
O@ens .secotd da)y ,leeches. to gel acquaiwed iii Lahor-e. 
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COUNTRY REPORTS
 
IRAN
 

by 
Mansour Emami 

Historical Back round and Present 
Structure of Cooperatives 
TH E C00I)EAZATI VE M ON! E-M F'NTi it li-,tii is 
yotill"'. of'soille J)nwiolls sociill 1)1 obl( 111s, 
sticli Is owlicl-SIlil) of* tit(- lill](1, (-ooI)el-1Iti\-e So(.i-
eti( s (wi(,ill llk- (lifll(.Illt to (.St;ll)lisll ;111(1 (.X-
1),Ill(l fol. tll(. belwilt of, ill(. 1111-111cl-S. Dtllilig 1938 
itwl 1939 tit(- 11;iiik of*Agno.-tilltin- took sotilc stcl)s 
to ol,(),itlllz(l (-ooI)(-I-iI1i\-c so(-ictio. s ill 
Iriiii. Fioiii 19-19 to 1952 tlWI-C WiIS itSVI-i0LIS Cllill-
lcllg( , illi(I witil ill(- (list I-ibll t ioll of'llis ()\\,It (,St"lt(,s 
by [I.M. S11illwilsilill ill)(I t1w Iw]]) ol'Allio.-I-4,illi 
W( Iillio,-iillls to 1*)tlll(l (-ooI)(-I-;Iti\-eS rol- t1losc w1lo 

Lill(l fi-olli 1-lis \lit j( Sty, s()l1le (1lC(-tiw' 
(.ool)(.]-;Iti\'(- smicties wcn- ol-g;liliz(.(l tlll& I- tit(-
Iiiiiik 0iiii-iiii. Al'wi- t1w iiiil)leiiwiit.itioii of' tit(-
geiwi-iil kiii(I I)i-ogi-,tiii ill 1962, tit(, I 

( Stilblisllc(l tit(, Celiti-ill Olgilllizil-
tiOll lol- IZLII' tl Coolwi-iiti\,( s X ORC). At the 
111ollwilt, this oqg lliiziltioli miltiols 8,500 I'til-ill 
mol)ei,,tti\-o-- soci(-tics iii(l 112 (-()()j)CIItiVC 
tilliolls ill 1)-al-ts of' tit(- \\,Ill] it 
lilt,1111)(.1-silil) of' l"100,000 E11-11wi-S. Ill filct, llllf' 
of Ile totill lill-111cl-S of, ll.;Ill 1well (wgililiz(-cl 
ilito cool)el-ittwe so(icties. 'I'lley stltl w(l t1wil-
iwtixiti(,S witil (.1-Mit, ;iii(I gni(lti;tll\!, its sot-ne of' 

tliciii bemi-l-te fiii iiiciiilly sti-oiiger, dicy Nvei-e 
iII)IC to itcl(I otliel. scl,\'I(.('S, SLIC11,1S tilC CliStl-ibLlti0l1 
of, f*6-tilizel., sc( (ls ;iii(l k(-i-oseiic to tit(- Eini-icrs. 
Relationship of Government 
to Cooperatives 

At tit(- 1)1-(,S(.Ilt tillw ill(- cool)( nlti\!e 
ioys t1w Ftill stil)pon of'His Mit.jesty 

the silillwils1lilli ;111(1 t1w ( o\,el-1111-it-lit. 
TllC I'Iffill (-ool)eIItI\,(, "()(,I(.tl(.s ill ll- lll ;it-(. Illic1cl. 
Ilw Sill)(.I-\,;SioII illi(I (d (:()IW illi(I t1w 
111tillime goll of' C01W is to tlwS(- sill;Ill 
So(.i('ti(-S gi-ow (lity by (Lty ;111(1 yc.[I. by Illitil 
ow. (Lly tlwy will bc lblc to st,111(l oil tlicil. owil 
li-cl, to 1w ll(.Il)f'tll to t1w l"'ll-liwi-S is wdl its to the 

C01W wIts est lblislw(l ill t1le S1111111wi­
of, 1963. sill(-( tli,It tillw it flits ])(.(.It ilble to 1)1'o\,icl(. 
sollic cl,( Clit fol. t1w mol)(.1 Itk-c S()(.i(-tics 111(1 to 
tnlili t1w ll(.(-Css;ll.\. sillw1wisol-S 111(1 11111111)ow( ]- to 
111illUl"(1 ill](1 sillw1wise 01cw slliAl S(wiclics ill 
t1w \,ilklges. Also C()IW 11.1s 1well ;Iblo, to 1)1.o\'i(l(­
soiiw iii ii-kvtiiig fiwiliti(-s loi- tit(, liiniwi-s w1io ;It-(. 
111cilibel-S of, tll(.S(. ;Is well its to 

s(-( (ls, 1'Ci-tiliz(-i,, L-i-owiw ;iii(l s0iiw 1).Isit­
Collstil-II(II, ('01111-110(litiCS. (:()IZC: WIS SN 1-11)bN- tlIV 
Go\-( 1-1111wilt its it (*],(.o:lit, tl.;I(Iillg 111(1 sillw1wison, 
ol-g;Illiz;Itioll, illi(l t1w illitiill wits l'oob 
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millionI -]ials which w~is hilve-st(I ill (( R(. Ily thlt lFiVCATIoNAI. ASPECT 

Govrt-Ilinentl A( eowIdtnt 11thodic li't(Tel. ~Vii O)Iitilt(w the( t'thttwitttillI a('ttities of* 

Wits iapprovell( I)\ Paili.1lit, it is it eClllli'UI , wvhieh in('alls to s trIeligtihe'] tihe 

(,],[I wlatill-, ant tI'l fIai efzlt(l(~ti~litg'll 	 nlaIlgcms itll ille 

(~xe~l~l(' lut i~ir is illac tin' lIIliJ(Iijt\ od cl'lli51' ill tilliv(''S I i(s. welllli5~l. shor)It w1,i11 

l4bIti II' thec iio'" of, C ( : T(iiW vrllwl \-i(iilg (.(ill(.;tioil lid.vin 

tis 0l!)i-Iilt loll I() "llp)t'list tlls)' t001())cIIatlves. wli~olbis ow i'Iiillilwls of(&~~'ai( 

Major Problems Sowit'ics iItf( ( jt'i til li()l15. 

'[li 11iiffo [)Ii() )iIls (iNlt Ole t\' '1-~ iARKETlIMt Asi. 's~ 

2) 	 Lick 0!w~ i 21 Estaifislicoertv shop~s inl the -illatgesW iiii(ilI u01(1 storaige licilitics 

3) Lack o& lactoies fIW J)iocessiiig, sor-ting, ani I epate (otistlillt (.oilInf(iities lotw th(' 
lali' l(i 1nackiii( of ill librniwes' mod-w- fitiiiei1cls. 

tws3)1lv h 00)iii (10) a Iletter- Jol) o(' 
41 Lack ofsfiiit(((i '('( tiil. whill iid otw 1 rc(-wfl-litt 

5 hraeo tilifie iitageis 601t the( ('- pI.'odne' okhe11 latinet1cs f6oi the(; eiifelt 

at l\ 1' 11111)u ll5l . -,I) PieIl)i1r(' 1)'jet to l)IIy antIl itlillllisiet. 

Proposed Steps Needed to Solve j)i'o)cessiiIg. sotillig llIui gr]ath(ilg flaetories 

Problems and Increase Effectiveness flow t(IO1 )('l-iItlvt' Illiltis. 

of Cooperatives 51) Resetil iiuket 1)ii(-s auil oj)j)oi-tllnities 

fi Iwli to iulk( Ill'- eo))ewiative iitio\vement inl oiderci to Ila at ietter iiiket f'w tiw 
tlloiwc ('fl*((ti\ve thll vii to he (Til IIis ndi theVIlo(wlig st(ps wil av f'a11i'mers' )S i1 ( otsi tie 

takeni. TIi('5( ovwAl'lafiv d'ill the CORC p)i-o- 'tlt\. 

INANCItAL A.SP'ECT OsTHEiiR (:0*IMENTS 

I !Strengutil 11101') s'iall ant1i It wotli ii1lil)(i5 I'eJ)oi'tedlIIol o('itit'5 	 1w( lis('llli if' teaIl 

lltI1'aiv' 1liolis filleiilvl ill oi'(lt't' to C FN'INTO inl at veal's tii' 1111anll ;tioll taen 
to enlthem lwl wo e.Xiti l[(I' (c0ifllflei'6iai i~ rhl gI'll l 11Ils to Ilil 1 )iill'il t thel( siggl's­

;ili(I liii-kctiiw- t;L('tl('s. tiolis mad;('e i)w the ('aill as v) 1. of' its gell(iall 

2 	 hProv-ide 111(11) cl'iit fitll(' ('lliiai( ~ l('Illsiolis. 

ltiioiis, ('sJ)('c-i~ilv tholsu'(iggt ill ii-ket- C onsi(iIlg ile ilili)(itillc (If, iagli('til-AI 

II' llOtli'aIg( ill'-fl'l'lls to lily 11' slill'es f'loxow Ill) till sliggestiotls IlIt;Ill Iw ill(- teilill 
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CE TO.
 

CENTRAL TETY ORGIATI 

Il.A. Dr. lIbdo/-.im I/alian, AlinitStir of Land Reri 
and ('oolpraiv'es, olen Ihe Tehran p/wrlion o "f' .theminar. 

It! 

Shown here is the (,'ORC building where Pholos, (.C,.'TO aclivities in lran, Pakistan 
Ihe Tehran sessions were held. and Turke), were on disPlay, in Tehran. 
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COUNTRY REPORTS
 
TURKEY
 

by
 
Rifat Unaydin
 

3) To eliminate the middlemen's excessiveHistorical Background and Present 
margin of profit and to secure a reasoableStructure of Cooperatives 
margin fbr the membier producersBRIEF HISTORY 

TH F' AG R IC U ITU RA , IC OO PER ATI\VE1 4) To ply a regulatory role in the market in 

movcmcn l was staelled in 'l'urke\' in 1863. The ordeir to minimize albnormal market fluc­

first aigricuIltural markcting eooperative was es- tuations, and to sell the prodncts at re -

Avdin in sonahle pricestabliishcd in Province 1914. After the 
a'p)rovail of thC agricultural sale coCpratives and 5) To improve the standardization of agri­

sale c)opJera tives unions l;tw in 1935, these mar- cultural )0(proucts 

keting coopeea tivcs inerease(l at1(l spread all o\,er 6) To purchause in bulk the tools and imple­

the ,otllltr,. lelnls, seeds and other inputs neded by 

PRISIENT STRlCTI' RE O1: COOPERATIVES the mcmbers at lowest possilble priccs antI to 

Ill 'l'trkcv t ,day market ing Co0 Ipralivcs have sell to the members at lower thai the market 

been folrmd 6ir Iiw IUa helr of' agricultural cor- price. 
Cooperative marketing is lartietllarlv im­mo(dities. At lircscit there are 578 agricu ltural 

i-airket ing c(ooperativcs. lh(' real work of' co- portant f0i- eXpoIrte( agricultural products. Cur­

operiative mmrkcitg, ho\w'(\'(ie, is dlonie by tlw iren tly Turkey piodcies alt compie(itive )r'ic(s 

aglicul ttluial markcting cool)eativc timIons, which high-quality f'ruits and vCgCtabl's which ar'e in 

aie brImed I)y the afliliiatii of' thiee or more so- great demand in Euirope and elsewhere. To take 

cilies. Tl'herc aI'e 1(w :31 coopelrative unioins acva ntage ofthis si tilat ion, grca ti v iillpr'o\'(el mar'­

uitder' a1 apex orgaIizilation dealing with the ketinug is Ieq uiicd . It the last few yeai's this gieat 

inteinal and external markets. Tlhei i imait fields demand also causedl Turkish leirs to come 
of a'ctivity are il hanlilig figs, risins, cottoIn, together in Ilmarkcting cooperatives to make them 

hazellnots, olives, olive oil, tobacco, oil seeds, al i mIoIrtan t influence in the imarket, and this 
ci be achieved through marketingfresh fruit and v'egetables an(l mohaii'. objective 

l'he p'' rposes of' these O'rgaliiza tions arc: coopeiatives. Because iost of' the agrichiltural 
1) To istII'(' a oitlt It110uS maikcti ug pos- products arc )('risllal)l(, it is Inedcessar'y to set up 

t(e piroducts of theii' members facilities fbr their riapid inalrketing. Facilitiessibilitv f'oI. 
2) To pr-ocess these prod ucts andI sell thlem in needed in this field are beyond the possibilities of 

titished floim whentever possible the indivicual aglicul tlr-al units. Cooperatives 
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ill Tui-kcy ill-(- I)i-(wIdiiig tlic (yl)(wtuiiity low ;ld-
toillslln cfficicllcy 

ill dicil- actwitics. 

Relationship of Governm ent 
to Cooperatives 
CONTROL 

Ili Ttii kc\ .dic \lilt.ist.I-\- (&(:()iiiiilci-cc liis. till. 
11)(,IVc 1)('I"Illlssl()Il lwwl 111)c()(ycl-it tIVCs. 

illid 1( ill(. stiltilics (d, ill(, c(1()1)rI,;I(i\cs. 
'I'llis ittitli(w ilN luls 1)(.(.Il ".k.cil to t1i'll 
tlic O mlwi- itk-c Litw. Ili Ttii-kc\ (It(- 1(,i-c;l.lcsl 
11111111wi- ()f' iwi-ictilitit-A iii;ti-kct I'llo' c()()I)uIiItI\,cS 
Illd tlicil, tIIiI()IIS illT SCII Ill) Icc(wdlllo to ;I SI)t I . 

(-[ill I;t%\-. Tlwsc iiiii-kcililu cmycl-Mi\-cs Illd 
t1wil- lllll( I)s ill.c lilldcl. (Ilc (d, illc 
isii- (& C(iiiiiiwi-cc ;iiid dic A(,i-Ictiltui-iiI B;Illk.I 

iiiiii-kctiii(, c()()I)ciitiI\*cs ;iiid dwil, IIIII()II.S 
iln. 1)\ illc \Illlls(y\ (d,(:()Ill Ilicl-cc tlld tlic 
I)itiik (,ooI)(-i-;tti\(- ;iuditi)rs. Atidit Is lwi-lwlicill. It 

is d()Iw tl,,Iliill\ it \-citl% Illslwc-

til)IIs ill-c ()uc isiollill. W 1111c ;111(li( illid iIISl)c(-tI()Il 
ill,( , S I it t t I ti )1,\ (I I I I I cs ( 11' tI I c I I Ilwlit (Ic I)i I I-( -
Ill ('111 c( )IIcc I' I wd. S I I I )c I.Xlsl( )I I is it lioll-stmiltol,\ 
Fillicli(fli. 
FI N. \ N C I-

Tl ic Aoncuittw;il B;iiik 1w()\,Idc.,, lit(- it(,6cul-
Itil"ll silIcs, ;Ilid llicil tilliolis willl 
III()IIckII,\ ild\ Illccs to 1w 1-11,111ldcd ilkcl. tlic sillc 
(& llicil. I)n)(ItIcts: 1() Il) ;w(-()tlIIts 1,01. tlic sililic 
l)uI.J)()Sc: iv%-()1611( I'llilds low 111cctill('. dic I)l-wilic-
tioll c()sts: ilistillLitioll clcdits fi)l. ill(. cl-cctioll (d, 
filcl(wics, \\-iIIclI()IIScS ;111(1 ollicl, slillilill. flicilitics: 
Illill[ciiii1s ill kiiid fi)i- I)iickiiio- lit(- 1)i-oducts. Sl),Il-(.-
1)Il-t I-c(Iiiii-cillelits (&ill(. fi-Ictol-it's illid tlic Illclll-
lwl.s, ilccds (& lwsticidc illid ()tll(-I' 1)1'()-

ductioll ll(.(.(I.S: 111,11cl-iA ;111(1 1)ilsic (.Ss(.Ilti;ils illid 
ClTdits 1,01. (It(. ill)()\.c I)IIq)()Sc: 1);II-ticil)mioll 
cl-c(lits 1,01. cli'llflilw Illc 111clillwi-s to) I)IIN. sll tl-cs ill 
tll(. ill,01-csilid clitcl-1wiscs: (I'LlSt(TS11il) ClTditS loW 
dic lillidlilig ot'llic 1)1.()(Itl(,ts illid [,()I- f'Icilitmilig 
till- cXI)ol-tiltioll ;illd (1()Ill(-Sti(. its(- (& (11c 1)1-oducc 
iuid gtuu .ttitcc Ictwi-s (iw 1);ickiiip til) tlicii- lolig 
I-illigc collullitillClits. Ful-Owl-Illol-c' Ill ;Iccol-d-
iulcc witli 17 c of' Law No. 213:3.1, stil)l)oi-t 
ui-cdit! ;it-(- likcwIsc gi-,uitcd to) Iiiiiiiicc dic iiiiii-kct 
1-('(,LlllliOll IMITIKISCS 111)011 il]Stltl(,tlolls of, dic 
(;()VCnuuciit. To) do this w(wk kitids ;it-(- i-c1cliscd 
Iw lit(. (;()\.cnIIIIcIIt fiw Him InilI)oSc. 
1)It IIV 11. 1;G F s 

I it Tut-kcy tlici-c is it sl)cci;tl ktw wl-iicli l)i-o\-iclcs 
(,X(,Illl)tl()Ils ;111(1 illilluillitics fi)l* t1le 111111--

kctiiig c()()I)cIItwcS Mid HICil' LIIIiOIIS. 
I ) 	 TlIC l.gl'iCtIltUl-ill iiiiii-kctiiig coolm-atives 

'llid t1lell. tilliolls '11-c cXcI1lI)l fi-oill 
tim's. 

2) 	 All dic I)n)ccdut-,tL itdiiiiiiisti-mk-c ;Ilid 
otlicl. do'-.11111clits n-Litilig it) c()(y(.I.;IIi\.cS 
ill.c cXcIIIl)l stilt]q) dillics. I-cuisti-mioll 
itild Not.ti-y Ilulflic cli;ii-gcs. 

(;OVERNMF.NT MARKETING S(:IIF1.\IFS 

.\I()St "Acs cmycl-ittk-cs tilliolis ;II-c I'cSl)()IISil)lc 
low o1wi-il(Illo. g(wcnilliclit slypwt sclicir.cs, 
lisill" 111011(1 Fn)iii dic Cciard Biiiik \-lit dicA(,6­"I 
cultui-A Bill& Tliis Is ill) ;i(ldcd (lilt\ (dtlics;llc
c()()I)cIiIIi\,cs I)III 'ISit \TIA, IWC.(Issill,\ 
it\.. It ilssill-cs (.()()I)cI.iItI\,c Illcilll Iw l-s it 111il, In 'ttli'll. 

Fodil\. tlic Tlu-'klsli (;w:cnuiicti11 titkcs iiii iw­
ti\,(, 1)iii-t lit tlic Iw()iiiotioii (& tlic iii;iikctIII.g co­
(ycl-illkcs. .1111 11ll Illcill 1111 lllciillk. Illd tccli-
IlicIlk.. Fill-dicl-ill(wc, ( ,I)s illc 1wilig tA cii 1(1 
cllillflc tliesc coolwl-;Iti\ cs to 
illid ili tillic fill;III( i;lll\. ScIll'stillicicill. 

M ajor Problem s 
INIPI-AAMF.NTS TO PROGRF SS 

'I'll(- I)icsctit s\-stciii (d iugiictdtut- il iu;ti-kctiiig 
ill tlIc c()IIIItIw gcIIcIIll\- is (.,Itls"(l 1w lit(, illulti-
I) I ici I.y ( )1' Ill idd Ic I It c I I Mid ;I go. Iic ics ( y c 1-,It i I It". 
l3ccillisc lit(.\, li'l\-c illid widc 
kiiowIcdgc diii;ti-kct c()iiditioiis, tlic\ ;it-(, l)()N\,ci­
kil. AH)Itiuw cIi;ti-,gcs u-c l(wicd ill Ili(- iiiiiikct, 
alid dc(Iticliolls itl-c Ill;ldc 6M. -,InOtlll IT"ISMIS. 
Nlillly SIIIAl ilidi\'Iduill fiill 1()cXcIcIS(1 itil 
iii1lucticc ()\-ci- lit(- iii iikct, I)cciiiisc tli(-\ itct witli­
oull ildiwillilig olic allwlicl- of' tlic llull kct coiidi­
t'oiis, ;uid (d iiiii-kci iiif')nuiitioii. Tlici-ci'wc, is 
II(T(Issill"V Him dic l)n)dIIccI.S' 
I)c cSt;Il)liSlIcd witll itN-icw to lilcili ,Itill- li'd (wcll 
LHidci-t;tkiii(, dic iiiiii-lictiiig iliul l)i-,)ccssiIl of' 
;Ig6cIIlt1IIIl I)I-oducls. 
(WI)FRIA' NIARKFTING 

Tllc iiiii ol'itgi-icultiwid iiiu-kctiii1g coolwnlt .,-cs 
is to I)i-oN-idc iuitil\ iiiiii-kctiiig I'-wilitics to flinuci-s 
tO iIISLIIT CIfiCiVIIcV ill t1wil. ccolloillic ilcti\,itics, 
TllcSc socictics ("Ill c()IIIIil)lItc I)y f.1cilitiltilig 
i-ti;u-kc(iii(4- (ycnitiotis dit-ougli dic lwm isloli (& 
kisic scl-viccs SlIcIl its lliln-t-stilig, gi-ildilig. stilll­
(1'11 dizmioll, Sol-tilla, ti"illsl)(witilig, l)I-()ccssiIIg 
stoi-Hig, (list 6 I)ti tii1g. giitlici-iii,,- iiiiii-lict iiifiw­
iiiatioii, wid 1)i ovidiiig ci-cdit. \Lu-kctiiig co-
0l)(TiltiVVS ill 'I'Lli-key lwm idc flic (yI)oituiiity 
fiw ;I(Iccluatc 
MAN AGEMENT 

It is I filcl t1lat it good Illitilil,4cl- is oilc of* till­

csscllti ll fiiclol-s of, flic succcSs of, .1 cmycl-ativc. 

\'LlIlagcIl1cIIt is dic ill't ofdil-cctilig tlic i1clivitics 
of"I gl-oul) of))colflc towal-cls .111 ilgl-cccl ol)jccti\'c. 
To 11-till-tilgc is to Iflitil, (wgilllizc, dil*cct, cool:dillmc, 
coliti-ol illid lll()ti\,iit(. tlIc cffolts of' it qotll) of' 
iIIdiVidLI;lIS [OWillAS HIC iICIIiCVCIllCIIt Ol'tll( 0 )iCC­
ti\,(.s cII'ccti\,cIy illid 
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W\i thin the policy laid down by thew board of have to operate less Cxlpcnsivcly and to return to 

dircctors., tihactivities oi'the c(operatixtcs, partic- mmctbcrs iorelprofit and good ser\ices. N an­

uiarly insofar as trading activities are concernled, agers sliould con iclrroliiithiu tit cotperativc 

to tnme the ol~jcctiv'cs shlo lc attaiiicd in the systeifl, or elsewhere, pift'ralyly outside of gv'­

most ccoionlical nalint', with maximuml returns crilin'llt. lit Turkcy mna 'ci,.ictlt quality needs 

to all tile icnclbers coni('imprnc,mricincnit, auid till' lIcept of' t aitage 's 

Proposed Steps Needed to Solve dutics needs widcning. Bcttcr selcclion, training 

Problems and Increase Effectiveness and coipeisatin arc all nicccssai'\, and thcr-c 

of Cooperatives nitist bc a clialgc ol'attitudc away Lrom that of the 
" 

STRt'UCTI RAI. (:IIANiSNI.A)F.)IN () IxEoI-ATIVI .S govellnlent oflicial and towards it coinllill(rcial 

In Turkev most of the imarkcting ('oopel'atives outhOik. 

and their unions arc admiistC'ed by the Ministry F'INANCINGc 

of (mmerce and ai' uidcer the general supervi- Marketing also rtq(uircs considcralc finance. 

sion of' thc Agricu ltural Bank. 'I hesc cooperatives [herein Ost he Sotne inlcrcasc of' iwnCd lfuinds, 

are set up according to i special law. Each co- partly to increase the personal iivolvein'cnt of 

operaiiti\'e or unionlm ay sclect their own local inhmbers whose lovalty must also he incrcased 

et plovces, except thlie manag-ing di'cctor of' plri- by education. TIhere may also lbe aiiced lIbr oii­

mary coopcrative-s and gcneral inaiag.'mrs of' the forceable contractual Oligatiol, Csl)(pcially its 

utioi-r.oopcrativc. Malnager dircciors are its- part of any loan agr'ccmctit with inil('s. But 

signed toithe local copcrati\cs, bui niust lc ap- there will also lc itneed |b extra loan lnds, 

pro\cd bI the Miiistrv of' Comm111ercc; general which should he nlade a\ailable to cooj)eratics 

naltgers of the tnions of' cooperativets arc as- which have proven thicr ability in a small way 

signed dircdthv by theii nistrv of' Coimmerce. 'v and are selected 1w' expansion. Such ftuids should 

reason for this is zhat these markcting coopcr- bC piovided ulei' a plan f'i" their ultimate with­

atives. aid their unions, obtaiii all tht'ir ci'eclit drawal and rpclacement v owncd Funds, built 

requircments rrom the statei anks. This is a big u ) by the memaobers. Inl order to achieve sufficient 
inpedinitt to the progress of marketdig co- f'nds fbr i<(' \ast investment necessary for agri­

Opcrativ(cs in lu rkev. lit this connection, it is culture, comniercial sources 0if ionvC' must be 
necessary to change the str'icture 0f the coopei'- tapped. 

atires to enable the agrictiltoral cooperatives to Marketing cooperatives, possibly in a f'edcra­

become sclfgoverning, and financially scli'-uf'- tion, should undertake research both to iscover 

ficient. market opportunities and bctter nctholds and to 
MANAC;EMENT IMPROVEMEN'r insure the production of bettCi' and mTore sale-
C, operati\'cs arc business organizations and able crops. 

~nr U'MANAGENE?,F 
?A MARKETING COOPEjATiVES 

ANKAt& MAY 20-23,1970 

... S ;.... ... ' 


Participants listen attentively to speeches in Ankara. 
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MARKETING COOPERATIVES
 
IN ACTION IN EAST PAKISTAN
 

by 
Shamsul Huq 

TH E COOPERATIV, MOVEMEN'T in the 
Indo-Pakistan sub-continent started with the 
enactment of the Cooperativc Societies Act of' 
1904. The farmers were small and they required 
credit 1or their agricultural operations. The 
commercial Ilanks would not advance any loans 
to them as they could not ofifer aly tangible Se-
curit\. Thcv had. ilicrefore. i) altcrnativc hat to 
go to the village moneylender, who would charge 
an cxorbitant rate of inicircst. Sometimes such 
rate would go upl to 150) pc'rcen. lormation of' 
village coop credit So cictics was the aInswer. So 

a network of sici SocitiCs was firm'd and led-
crated with central coop hanks at a secondary 
level with a i apex provincial bank for tie entire 
province of' Bengal (now called East Pakistan). 

Credit position cased, but still the farmers were 
exploited 1y the trad(ers. The farmcrs did not 
have anv holding power. Thev had to s'll thcir 

production immoliall), after harvest to repay their 
loans and to nct other expe'nses. Thile could not 

take their production to the wiohsale market 
place as their marketallc' surplus was small and 
transport was costly. They had to depend upon 
the mcrcy of the middlemen. Sometimos the 
moneylender and the trader combined in one 
person, atnd then h(' was c'ven 11o1ie Cdangerous 
for the farmers. Again a farmers' coop frimarket-
ing of his production was the answer. J ute is the 

main cash cro) of the province and the farner's 
prosperity depends upon the price he gets fbr his 
jute. A serious attempt was made ill the twenties 
to bring the jute under the cooperative fold. A 
network of cooperative jute sale and sUlpply so­
cietis was organized. Private jutc trade is very 
Stronglyv organized. Thc cooperative.jute sale and 
supply societies could not facc the competition 
of private trade strongly supportcdcly vested 
interest and the coop sale and supply societies 
nwt a colossal failurc. A fi'w rice processing 
mills were Set lp here aid there, hut they were 

local in nature and had limited activities. 
Then came Indcpcndcncc in 1917, and a few 

central il ulti purpose Societies with an apex jute
mrketing societv were organized to take p the 

marketing of jute, it this time, also bccasc of 
lack ofadcequat frunds and opposition roim vested 
in tc'rcsts the pro!jcct could not succccd. It was 

recolgnize'd that supply Of prodtction crecdit to 
the fanmrs wva, vt suflicient to solv thir prob­
lems. They had to be given: a) seeds, fertilizer and 
irrigation facilities, and )) marketing fa'ilities 
for their surplus production at a fair price. 

With the abo\'e objcctives the coop structures 
Were reorganiz(ed. 

I 1)The primary village crecdit societies were 
amalgamated and 4,00 union (a grou p of 
village) multipurpose societies were or­
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ganizcd. These societies were to supply: 
a) credit, b) seeds, flertilizer and water, 
c) niarketing flicilities for thew members' 
production. 

2) 	 The above pri mary societies were flederated 
into: a' the Central Coop Bank fir credit, 
and b) the Central Multipurpose Society 
Ior supply and marketing. 

31 	 The ccntral banks fedltratetd into another 
higher tank. nanielv the East Pakistan 
Provincial Coop Bank for credit, but io 
provincial marketingsociety was Organized. 

xpericicT shows thatt the primary muhli-
purpose scicties by and large were simply 
credit and Sul)yl sowietics, hut did 'ery 
littt' towards iai'ketii of1'nmniltw'rs, p)o-
duction, imailyt lfw want (f adequate funds 
and go)honI, i.e. storagt' fhtilities. Hlt'i'ne 
ti' ananers co(dition did not improve 
much. (uvernnwiini \,,as convincecd that the 
aIlrmers ecolomic cOtlditioj would have 

to b' il)ro\'cd. They were producing 
ood 6for thI(' nation and also )rodutlcing raw 

material for national industrics, and on 
their iml)roveuiiclit depended national im-
lmr()\',ment. Various ag'ncies for such im-
provellemnt were set ti), and coops were 
recogniz'ed as On( off' those agencit'it's for tilt 
i Ill)rov')elit ()fecolomic conditions for 
tile flrintrs and Otiother small artisans. 

Ih( moIvemilenlnt th'rt'forr apl)roachedl Govern-
m('Init with a scem'(' f flal(ial and (lil' help 
to Iild(1 ;tstrong marketing strtlture f"or tit' 
tltimat' tnt'iefit (f the flarmers and otht'hr small 
artisans. Tie scheme was acce'pt'd for imlh'-
ic nt tilt' Five-year Planjalinduring Second 
wlhicl started il tl!\. 1960. As per the scheme, 
iwProvincial larketing Societyv was Organizetd 

in 1962 and d('v'loprm('nt of'ceit)'al nltltipul)'pst' 
socel'ties and unionli ltiltitrpost socit'ties was 
taken til) Oin a liasetd basis. During th( Second 
and Third live-Year Plans -17 central coopet'rativ'e 
mIltipurlpost soci'tiets Out of"89 such so)tit'ies, and 
930 such uni<on mlttipurpose st'cletics out of 
4,000 soci'tits hav' leen do'v'el)p'd tmde'r these 
plans.Tti l)roc(ess will g(o on dtring the next fiv'-
Veai' plns umntil al th ('xiStiiig sOt'iCtiCs ill 
de''Iop'd, 

Under tile scit:nt tl' union llttil'post so-
ci('ti(s, th( central multi)mrpose soci'ti's and the 
Provincial Mlarketing Society have l)t'emn git'im 
tile f'olhowilg fi nanlicial support by the Govern-
meit 

I) Shares hav'e been )urchased by Govern-
mcnt. These shares will he retired as soon 

as the coops are illa position to purchase 
them. 

2) 	 Long tern loans ih.ave been granited to these 
societies. Repaynient starts after live years 
from the date tie l( is sanctioned and re­ha 

payment may be made by I 5 annual install-
Illenilts. 

3) Grants have been giveli for comlstrction of' 
godowlis. 

4 Grants htv'e )eel givel t' meet a portion 
of the stalffcost blive \('.rs. 

Now primary union societies, with the little 
capital they had, stupplehmvnted by go 'ernment 
loans, are purciasing nenbers" production but 
tticv have not shown good results, nutinth ttme to 
tiliagerial deficiencies. l'hese are very small 
societies and as suchill.\ cannot 'mploy a goot 
manager. These Italaget'rs are appointed from 
outside and after they are given some training 
ill the Cooperative 'lraining Iustitute ill book­
keeping and accounts aid other allied sul)ijects, 
they are put ilto jo.s, ttt due to lack of'sufliciemit 
experience the' cannot conpete with private 
trades. The p)IOl)lh(' solttiotl is that ill f'uture 
tlh's' societies will have to he eml)oyed onl as 
collection agents for tli secoindary level societies. 
The secoldary level marketing societies have 

been set 01) at the market place. They have goi­
clown arrangem('its also. Tic'v are t( )r chaset' 
members' production through pri mary societies, 
grade theim and store thei i6fr disposal when the 
market rate is liavoratlt'. But soe'times they' also 
purchase" from the market i'miotitsidcers ill 
ordeir to maket a prlit, which th'y should not 1(o. 
.juniorcooperative otliccrs with ia few vt'ars' cx­
pcricnice and ha.'inLg Iusiness abilities are deputed 
to w(ork as managers of thetsw societi('s. During 
tit' tinit( t\, work in tit' s(cit'tyv tiyt' art- under 
tiht' control oftc board of[directors of'thc society. 
But, be'causet' e oflictrs arte liabte to b' t ranusfel'­
red, continuity of*) policy is distumrlbed. It may be 
mentioned that only the lmaniager is From go\'­
enmimtt service, all other t'm)loyt's art' recruited 
from outside by the board (Ifdirectoirs. 

It is ne'cessarv that thest' s()citits b'come 
stronger So that they ,it'l l)e \'iabl' marketing so­
cio'tics with small pr'oe('ssing plants and more 
technical stafflor grading and )r'.'essilg. 

T'l Provincial Marketing Socitty pcrlbrims 
thte following nltcti((ns: 

I ) It owIns I f't'w ie', inustaiIR seed aid pulse 
proCessing millIs in sui')ins are'as. It O1Chcts 
'it't', mustard Sd('(' and pulses through Cool) 

societies and proccssts them in its mills and 
sells them through coop stores of deficit ai'eas. 
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2) 	 It ow1ns two'0 milk lpro()essing plaits. It piro-
c(es('s Wilk into Itte', powderd milk and 

baby fbod, and Alsm )asteurizes milk and 
supplies this to ('itV consum('rs and also in 
industrial areas where those articles have 
gr'a demand. 

3) 	 It arranges disposal of rice and other agri-
Cultural prodce' purchased by the" central 

ImltipurpiOse sO(('i(ti('s When 1lioC(' calnnot 


sell tll(' same at a reasonal)e poflit. 


4) 	 It has set p1)f\' c(.old storage plants for 

preservation of potatoes which is anl 

portant it('m f a l'icultural prodc tion. 
M(idet , c i)t1 I t( )their
T hsociety (pu to expoi't potatoes to the 

MideEast countris and also Indonesaim)'tdSl)n 
aind Malaysia in the fut tire, and e(xploratory 

discussion has already staited. 
t5) It imports corrugated shve('l iron, ('ocon 

oil and other edible oils fill- dist riblution 
through coop stores thrllghoutlthe pro\'-
inc. 

In coining .'ears it will set up griounid nut pro-
cessing plaits and also ginger processing plants, 
and a filw mure rice p)ocessi ng planits. 

All thlie staff llicers ofrthe society exceptlt tih 
secretary and the chief' administrativye olficer ­

are recruited fron t(Ih( trad,' and commercial 
houses wit h adequiiate ex)erience. Th(' s('cr('etary 
is a senior oflicer froin lh( Coop )epartnent ()Ii 
detputation. The chi if administlratlive ofli(cc( is 
recruited from Oine O (fthmtol)liost and most ex-
pericn'evd ofli(ers (of tie dh'laintoenil (il d(eputa- 
tion with iatfixd t('iiUre(of'service. 

Besides tit(. ab)o'('-inlitioined societies which 
deal with agricultural commodities ill general, 
a f(ew more societi's have l)'(i set 01) 00 a con-
mociitv basis to look af'teir their special needs. 
"'hese aire as f )Ilows: 

Su)ai'a ne (iw(r. Coloperati'es: 227 svug-

arcane growers primary societies with an 
apex socict'v have been organized. The 
priniary societies ad'anc'e loans to their 
members and arrange collection of' their 

sugarcane for th'' sugar inills. The apex 
society arranges finids for tlhe primary so­
('i(ties and als)o('or(,idinates in ilte matter 
ofrlixatioin of'slii,'cal(' I'ices with alithor­
ities of it(' sugar mills for' thite 1)leit or the 
grows'ers. 

2) lishmrni's Cooperatives: T' poor fisher­
men aire always exlohited b ll( llh iddhc-

Inlit il s('hling their (athl('s. 'l'hcv have 

lno\ been organiziel illto co)pe'ativcs. So 

far 7-12 primary societies with an ap(x so.. 

('ticv have l)('(-i set up. 'The mnil)(rs oftllhe 

)' lies havc licl able o molilizeprima r soci 
sinll savings t) tlie extent of' two and 

ia half' million rupees. The' apex sociely has 
ie(iseegisfr

importedecai )tomari' iclrs fishincs fi 

It ha ialso upoet ber latits fur 

tio (if inet hrs "ish. p )c sea fis i ng the 

soci('t has purchased a trawler. 'The sod­
etv has also earnedl t(wo hundred and fbr'y 
thousand rupe(s this \'ear by exl)orting 

fish to ibreign coultries. 
In addition to ti(" albove societies, there are 

many ot her marketing societies for different 
groups ofr jeojI1 ''. are leaf growVrs'M'Tvb(lee 
societies, vegetabhle gro wers' socie t is, ba nana 
growe'rs societies. There are malnv other societies 
fCr marketing of finished products of' ('ottage 

workers. So li so good. With incr'eased mail­
agerial efliciencv other marketing societies will 
be able to ensur(' a fair price fbr the produce of' 
fbrmne'rs and others. 

But it's a pity thIiat th)oughjute is the main cash 
crop of East Pakistan it could not vet be )rnoglit 
unde'r the Iold 01' the c(iT'ati\'es. During the 
last 50 vears attem pts have beein made to organize 
thejtl,(' g 'owe's into c(oop)('i'ati'es, btit each of' the 
at tin)ts fai h'd 1be'aus' tvho' imnoveineilt cotild not 

stand the coinpetition from privat(' traders sup­

ported by vested intcr,'sts. 1 'ju tt Can't be brought 
undeir the cooperative fold, then tlihe idea of' giv­
ing the ijuto' growers at fi ir price fbr their produce 
may be a long way from realization. 
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COOPERATIVE MARKETING
 
IN WEST PAKISTAN
 

by 
Manzoor Ahmed M/alik 

C:OOPERATIVE MARKETING had a full-
blast beginning in the twenties. However, as time 
rolled on, more and more experience was gained, 
and new forms of marketing societies with ap-
propriatc chaig,.s in structure, working and 
purpoe were t'v(v'd to suit changing conditions. 
Prcsentlv, ilic diflrent ii)rms of cooperative so-
cleics performil ill O r another marketing 
utriclion arc: 

I) Cooperative Comrmission Shop
2) Cooperative STle Societies
2) ulprSle Societies 
3 Mu\ltipu[ose Societies 
4) l)evelolpment oiteAriutrlMrkDeveinpmand Societies, Agricultural Mar-

kcing and Supply Societies 
5) Farm Service Centre and Service Societies6) CopertiveFaring ocieiesmechanism.7) Cooperative Farne Societies
7) (aooperative Su~lgar'ca.ne Societies and the 

Association 
8) Frtit Marketiig Societies and the Frontier 

Marketing l"cleration9 FCerati . 

'he first seven forns of, societies handle food 
and fibre. Theyll- are mainly in the northern zone 
of' West Pakistan. Number eight, as the name 
shows, handles fruits. l'hev are located ill the il-
lustrious valley of' Pesrawar, known for horti-
cultural prodlts. Nuimbcr nine, namely fisher-
men's societies, diflireint as these are, operate 
along tlie Arabian Sca coastlline, and are till 
voungest oftlte three major type's of'socicties classi-i 
lied on a comm(odity basis. 

We now look brieflv at the prilicipal forms of' 
marketing soci('ties. The Cooperative Commis-
sion Shop and the Sale Society are pre-I ndepen-

dence organizations. The former is the pioneer 
marketing society. It is a reminder of' the time 
when the moneylender had a hold in the village as 
well as in the market. One contemporary report of 
the 1920's claims that moncylending was the sec­
ond best profession after agriculture. According to 
another, One on t of CVery Itirr incomlc taxpavers 
was a village moneylender who combined money­
lending with the marketing of agricultural 
produce. 

The Cooperative Shop grouped together thesmall farmers and arranged for sale of produce on 
commission. It was. a simple grassroots organiza­

tion at mandi level, but provided a first foothold 
e fhrmer (cooperatively) in the marketing 

to tha Aon otsevies it wakpssblAmong other services, it was possible
for him to store his produce with the shop, and,
ifnecar 

if'ecessary, receive an advance against its securi­
ty. Cooperative sale societies )enefit the big atirn­
er. A minimum holding is a pre-condition of' 
membership. This society helped pioneer presentday large-scale commercial fitrming. Supplies 

of'improvecd seeds, etc., were ensured, and grading 
of prodice made possible. And, above all, sample 
sales were introduced, whereby it was not neces­
sary for the farmer to take his produce to the mar­
ket. 'lhe sample is produced belore the buyers' 
meeting at a pre-determined time and place; bids 
are offered in auction and the baroain is struck on 
the basis of' tile sample. 

The multipurpose society for the first time in­
troduced processing in cooperative marketing. 
This society saved a serious situation after parti­
tion when the entire marketing structure had 
collapsed. 
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I'le I)e'clopmnt Society, t( Agrictiltirill 
Marketing and Supply Society, the Flarim Sr\'ice 
C'entre and seriec societies arc difl'rent vcrsiolls 

of plans intendd: 1I to stle.lienl(ll cledlit, and 

2) to sti'engtliii marketing under the schcie of 
rconstr'lioll of rural cdit and agricultural 
markcting in the First, Sctond and Third Fivc-
Ycar Plans. Tlhc cltral tlienw If tOIll'plls was 
ii'i-ascd agricultt'al production. Ilc coopora-

11g otlhcrili 
iiopoly ill f'rtili/zcr distribltion hotsoicrw lilO. to 
help i tu Olj 'cti\'. lhc (listril litioi was 

tivcs 'iw1'W Iin1, igs) alhw(' the Ilo-

i\ i' 
i'ootic'dl hrotigli 2,)()) s.rvi.c units scattitred fIorc 
or Icss c'c'h through theclcngth and breadth of 
\West Pakistan. 

Th1 dcet cit socictics wer' to ao t tsvillao-' 
collcctioti (t'int(.fs foot agricuiltural produce ahong 
with ilcr(cascd crcdit oitflov,. The a'ri'uultural 
markcting aid stil)l)lics societies arc f'Cdcral so-
cietics scrvinhg these l)iurpse's. Fluids wcrc illo­
cated Iy thl(;ovcriltncit : a)fhoshare calFitaliza-
tion. 1) for constrtuction, c)for trainingo'go(owti 
OF secretary/matnager, and seconidarv level so-
cictics, ticrcby providing a better link-up or'crcdit 
with nimrkciiig';. 

TIc F'arm Ser\'ic (entro prograltnni( of iltc 
Third Plan is a summationi and a revisioll of the 
)rv\iotis plans: a to cooriliialc thc activities of 

scrvice socictits to itfI)O\'C 1 i'OCurIII(Alt ainld 
nlistrillit ioin offerttli/z'rs aliol s(eds, tc. b) to a:sist 

Iintroduction of meciaiized agriculture among 
small faiiwt1'rs hv introduiciig such serviccs as 
r'air anl ov'rhaiul oI' tractors, plus supply of 
tractors (n hire: c! to ':'ttii) inchaical \wo'k­

sho)s, audifhialy (1,to :,ssist in cstal)lisliilg 
procssigo uilts onved and controll'd l)v simill 
f 'iIIIers. 

Tal)le I slhws thc hiutacrical sticgith of the 
cciitrcs. The Farm Servic' CI'itrc Fpro-raanne is 
still ill thc making, and shows lpronuisc of' things 

'B\I3E I 
rrirtInws.o a. o, 

(, Ins'Ct'lh', 1969 

Numler 12
 
Melbership (societics) 538
 
Working Capital 
Owied l'nilds (in 
Business volumc 

TABLE 2 

Number of' Numiber of 
Socitics lembers 

(inlakhs) Rs. 20.6-1 
IakIs) Rs. 12.23 
(inlakhis) Rs.28.73 

Working Business
 
Capital Volume
 

1965 1969 19(65 1969 1965 1969 1965 

(inlakhs) 

1969 

I, Coo 
shops 

ip'ati\'( commissioi 
and sale socictics 6'3 69 13,598 16,341 Rs. 29 65 13 42 

2) l)cvclopment societics and 
agricultural marketing and 
sul)yl societics 38 642 57,221 64,570 Rs.197 239 40 67 

3) Stigartca nc societies/ ']'iie 
Flonticr. Association and 
Markcting l"ederation 
handlinglllfruits, etc.) 

606 59.4 23,387 26, 114 Rs. 2 16 N.A. 16 

t1 iishernvie's 
So( ictics 
T()TAL 

cooperative 10 

1,217 

10 

1,315 

4, 162 

98,368 

.4,561 

111,586 

Rs. 87 

115 

12-4 

4.11 

9-4 

117 

573 

698 

1)irrencc (p lit)8 13 40 4108 

A'icragc pcr society'
 
Iin respect to No. 1) 237 394 
 61 
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to come. Table 2 gA's numerical data on the 
operatiors ofma\jor marketing cooperatiives. Out-
standing performance goes only to fishcrmen's 
societies. 

Cooperative Iarwing societies are in a class by 
themselves. Bcsidc' supplying agrictiltural inpu ts 
incltdlg agriiultural nachiner, tube-wcll it'-
ligation and ('o11uLillitV ser\ViCCs, like schools, 
dispcensa'ies, roads, godowns and trec plantation, 
the stcieties Illanagc tic c'lhcti\'e mlarketing of 
aricultural proftlc through auction in tthe vil-
lagc. ''he samc can be said ()f' tile coolerative 
sugarcane sticictics. Thc latter wire sit tip aintilnld 
mills, mainly ill Peshawar \'alley, oin tile One 
hand, to i.'lcasi' tilt' bargaining power of' tile 
pi oduccr, o thc tother, to i'cgtlat mill supplies. 
As in Other socici,'s. tIh basis o' bUsincss opera-
tiolls is ('0o11iss.OI. 

As lir govei'rnment relations vis-a-vis cnopcra-
ti\c tnarkcting, most inpoltant are vCal-tn-val' 
declopmental grailts rcccivcd lld('ithe plans, 
over and abovl noriattl budget provisions. The 
tory()f go\'rnI114'lll t)upp It to til( coopirative 
'atlst' iS a t' lltilltlnlls tllrad cVetn hail' a c(II-

tui'v. OF cnulsi' therc wet' icsc!:ltitlls ill doc 
ic'ga'd to g("Over'iluctol i't)littncits in other see-
trs. Thcl yvardstick aplid to i'hitirtl 

aUNts to0 adlliniStrativc dimartilicits is ilt')t aid 
in fait unsitetd to a Ini\'('lll(' lt. It is not thi' illovc-
IcIlt but 'acht l1l)tsi'fl(l cOl)tI'ativc stlictv that 

has tobe plallv'd ald built op. 
The (lfli(litics lr ct)tp'railivc marketing ('all 

bl enumtrated ais fit! (lows: 
I ,Small mumbc hilt in /lu' mairktling s c/it,'.'[ The 

cov'erage is in mot casts moderate and a 
sense of, loyalIa ill ile existing memlership 
has not dv'th lit, 

2) lndi/ercntltlan' cnumt't.+. These con-
mittc's a,', in mtos 'ast's.indill'r'nt to the 
affairs of' tii' snei't\ and it is ficqilintly 
fmind that lit'llt'f' (Iftcctmmlittei ihavc
intrsts ad vecrse to)th o)se ofi c Soity', 

3) Ito'iintmat'tIlit totlthe imph)lyment 
of persoins f' insuflt'ci'It cx pricli'c and 
dOultl 'llhal'aI'e. 

6) Lack oJ coordination of'marketing supply and 
credit. 

7) Lack o/'busituts ((hice and sulpport from th' 
Cooperative Department. 

Management is an essential f'onctin it' any 
large or small business. And in its modern senlse, 
the lirst six points are simply management faults, 
Nilhu's or dfcleneies. Pints one to thre deal 
with persois responsible filr taliagenclint, liour 
to six, with their activities or functions. \e cx­
,mminc these points more losel when we pi-cccd 
with the workshop. ''lie se\'enth point is that of' 
lack of' bosincss advice and Slp)rt fro1m0the Co­
operative 1)partnent. It is rather at subtle point 
but nonetheless im~portant. Two points may he 
stated: I) the cooperative stall is v'cen to this 
day) credit oriented, 2, there is no1 scparatc staif 
cainarkcd fi marketing. h'lh geieral staff its 
it is) has ncithc the competency of' the average 
inspector no the tintc to advise and guide a 01od­
('T'll bu)siness C('tcrprisci. 

There are some b'ight spots. There are some 
Stccess stories. But this is nilt the end-all. Ac'rtd­
ing to a Tlhird Plan stateent: a) ectperatives 
combine F'reedom aid ctolonlic opportuity mi' 
the weakcrand pIoor(it'rsegnlntsofl'thlcsocictvwxvith 
advantages of'lrge-scale organization and illan­
agenlent, b) coo)e'atives distribute tilt' Fiits of 
growing eo'OIllic activities ov'r a wid' section 
of the )opolation and rcdUCC the inlbalalCC in tIle 
distribution of weath. 

Are we going to build til) pros­a happier and a 

pirous social order with ct'r'nt peri'ifor'imance? 
Aftcr all, the curient bosiness'volunc of coopera­
tivc marketing is a paltry seven to tight cro'ts. 
'['here may be a tew big N)n)pcratives. But can wc 
allord the luxur of those that are inefficient in 
pciformancc and incfli'eti'c in purposc? 

In the F~ourth Plan, itavier rcsponsibilitics rall 
il LIs. In th twe'nties, the challclngc was the 

nloncylndcr; illtIll'scvc'ntics, it is big business
and conc entratio>n (,"w cahth. The rcccnt past has 

al rcadv witn'ss'd t ilorescnl restlessness oin these 
issues. 

Clopcrativcs art busin'sss. And present day 
4) Lack q/(om/clitiv/W't ill ctmlparison with IbosileCss atmosphcrC is sUrIChargcd with c(Ompcti­

plriva c deal'rs who art oicn able to t'ilder 
bct tc's'rvices,ispecially illr'spcet tocrcdit. 

tion. There is no compassion, thcy say, in today's 
business competition business is a scrics oIf 

Th lusiness vollun Ii' i; :F'tcn so small that power struggles, competitive stratcgics, and hard­
socictic,, are incurring operational losses. hcadcd finlncial gains based oil outp'rfi)'ing 

5) Lack Y! a/tx and/prcesin:¢ unil. iwhich can rival firms. Oor fUtore copc'ativC bolSillCSS (at 
support the opcrations of lpri mary market- lcast) must be on its tiptoes. I do hopc the prcscnt 
ing units, and which can influencc the man- workshop (which is the fii'st of' its kind) will be 
di price levels. stting a paoce for the foture. 
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PRESENT STATUS OF
 
COOPERATIVE SOCIETIES IN IRAN
 

by
 
Mansour Emami
 

THE COOPERATIVE MOVEMENT of Iran 
enjoys the full support of His Imperial Majesty, 
the Slahenshalih Arvamehr and the Government. 

Since some years ago a wide-sca!e campaign has 
been initiated for cooperative systems in all as-

pects of' people's lives, particularly in the rural 
regions. Generally speaking, the Government's 
activities in sulpport ofthC cooperative movement 
may be described as follows: 

I Fornation of organizations for guidance 

and orientation of cooperative societies 


2) lFormulation of new laws and regulations 

for cooperative societies 

3) Training centres for education of coopera-
tivc staff 

4) 	 Formation of the Agricultural Cooperative 
Bank to facilitate distribution of credits, for 
cooperative societies at low interest rates. 

FORMATION OF ORGANIZATIONS FOR 
GUIDANCE AND ORIENTATION 
OF COOPERATIVE SOCIETIES 

Central Organization 
of Rural Cooperatives 

In 	 conjunction with the implementation of 
progressive programmes for land reforms in Iran, 
the CORC was set tIp in the first half* of 1342 
(1963) with the following aims and objectives: 

a) Introduce cooperative systems in rural areas 
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b) 	 Train cooperative staff and orientate farm­
ers 	with the principles and systems of co­
operatives 

c) 	 Conduct market research for sale of prod­
ucts of cooperative members 

d) 	 Grant loans to cooperative societies and 
unions. 

The above organization, which is subordinate 
to the Ministry of, Land Relbrms and Rural Co­
operatives, has an extensive network in Tehran 
and the provinces. It is administered by a board 

of managers, and the chairman of the board 
functions as the managing director as well. The 
managing director supervises such departments 
as technical services training, commercial ser­
vices, and credit. To date a total of 1,320 supervi­
sors and their assistants cooperate with the farm­
ers flor the proper administration of the societies. 

During the last six and one-half years the 

CORC has succeeded in setting up 6,501 co­
operative societies and 180 cooperative unions 
in the various parts of the country with a mem­
bership of 963,821 farmers and 7,635 cooperative 
societies respectively. According to the statutes 
these societies are functioning as a multipurpose 
system, their most important function being to 
grant credit activities. In addition to granting 
loans to farmer members, these societies distribute 
chemical fertilizers, poisons for fighting plant 
pests, wheat seeds, etc. In most societies farmers 



are assisted in siinkiiig dee ) wells anI scmi-dcep to mlarket placels. Tlhelc ost iin l)ira n i teins, ac­
wells. Nlost societies lave also set up stoles otrl" cording to Sel)al'ail't statistiic., arc ricc lliul cereals, 
SLIppiying conSuIllI goods to the F'armert'l's. tile valule of whichi ii illlll t(I toi a total of 

The latet repoirt on the activities of'ihe COR .-5-1,000,0(00 rials dui'itiii last yeiil'. 
is attachedllerewit i fi hi ' further in irmition Mcanhlile since SOlii(' e iai,(, iliec ( (plera­
of' yarticil)anis in te xorkslhol). tive( societies liave becn tcoil]iissioliicl(I I)\ tih 
Training Cooperative Staff Goverinerit to (ollect tI' \hticit aiul latle\, 
and Orientation of Fai'mers with )loIuct'' Ihirig theli,v lllelof' fhrl'lsl. ihlc iicl le­
the Principles and Systems ViC\V i rl)l vIiIeilt f)roltuce of' tlie- so(.iet 
of Cooperatives inlelnbeliS s)ld to tile (;'.lill I)epcaltincut amontillned 

The',() RC, wlicli is %\,ell alwail'le of, tlht iint- to 3,769 t(oills. 
])o'tllint i'olc of' ool)clicrative tilillinlg ill 'onsoli- AS illreildy nltiolinel.(l, tile coopl(.i'lliV, societies 
daling ill cool)eraltive mVe t,takes tie fil- also issist l'llcrs illtl( sUIl)l)l and (distriil)u­t ilt'mei ' 
lowingnu le isll'es eath yea': dur1'i ug the plast \'ell tio of'('oiSLUIe'" go(ds. 'ihe Illost iifl)orltanl 
(1969-7(01 2-(1 gi'auates of' secoindlary schools Sei'\'CC' rendcied' ill tlis coi'tlitoll \vls thte dis­
\eic' sc'c'tcdifol'ti'aillog in Pahlavi lnivcsit\' f tliibulilii o1' Oil )i'olCitls in 1Iii'Al il'leaIs bV Co­
shii'az, Tehiaiil 'llivcrsit\', 'I'iraiil- 3)uii'iig1918-6!9)the ''eacc'ic'rs' oI)t'riti\'c societies. 117 ibolit 
ing Colh'g aiicl lil(' Iit(iy Coips. Thlcse voting 2.5 miiillioii lihiues (o'oil proolciucts \\'e clistlieucd 
ilii "llii'('tile Oliospccii\c S1l)cri\'isoi's of' the co- b\ ' (0o)el'ati\'' socie ies wilh tlic coopll]i'altion 
oI)cralti\' societies. Oi'iianof' tlle National ()il Coil)any. As i i'sult 

'ile CO(I ialso ilitiatcd tlie tiraininig of' 1ofo- ' Ithis lltiesill'e, oil iro(li't wei( ni.ide aa;lilale 
f'ssional illalgin di'ct's 1ool)eci'aiti'c to \'illag(i's ill 'einlot' \'illage and oil buliing filcil­(bi'S so-
cieti's with thc cool)(i'altioii of' he Iin peiria iticshs scih't i lms 'auillliuhliato'i's l)(t'ciie' pl )ulair 
:\iinv. l' p)i'locc''ii'(' is sutcl thai;tt t gl'ou ) of' in \villages. 
villag' y(outis xhdo arc' ciaf'te(d fbi' militar\ service Grant of Loans to Cooperative Societies 
ill'e s'lecte(d foi' a thill-m1nomt tlrail',aiig pi'riod in Tlei*iint of(loilons to iaill cool)ei'aliv societies 
(Tol)cr;ltivo's. "]'yI'V thellii i')'rnl tile i'est of' the'i was illmonlg tile bilsic u'tlni'tio IS of' the C)lO(: 1.i) 

imilitairyN sc'icc li rtl'il c'ool)ci'ali\'C societies, to the eld of' last vell-. \\' i the iilrocluctioi of, 
']'raiiii g ('O ll'Sts ill'(' set l i l ) e\'rci'y yeai in the c('itai iilend ientls in the stattites of' tile Agi'i­
vai'ioiislr'oiiicia inl s telai('iilig rou- of'I ia. gmamit tof\\'S office ('ulial Bink liil of' loaiis (')­

tine, c'o ill'lc l ; d ( '1 pei'ati\'e ;icuotciitti ng Sys- oplcrti\'tc socie'ti's anlid 0ot lr fhi'lles, \wil have 
Wills to nllaging (Iiriecto 's. Foir instance, last Iei-l iot \et actjiiirl tlt'ile' tiwiu)''shi), \wls lso in­
(21st Marchll 1969-201 Nlaicli 1970) :35 tiriillinlg cluCled amongthef'thlioiisoflihe)atik. lowc\er, 
CollrsCs, 'a1c h (mle ith 'iii too llts, i tlanscreclitslting monh wh a i ac'cortIcig Ill('1w siltu and 
(lanct' o we inh) t li\'iialr bN, bank to f'arltrnr under')997l)oIIc se t i issuIed the1t" is aire effected 

towns, tile su)eivision and gika neceof ciuoe'la
ltive area 

Scitocitc ii tiand despa tc h 1"' celtai i iii to tlli (:C(RC. Tlhe latestilaniging sliervisoi's whlo ri-'loi 
cfirec'toi's of'co)pltratiVxe llnions to tile c '111ne'ciil figui'es relevia nt to tlese loans ai'e shown in 
college, ai tile desic)tth of' a mobilh ciinema to the attachedl talbles. 
the villages ias well its tle )roald casting ofsl)ecial THE CENTRAL ORGANIZATION 
pr~iogiainmcs frt'ont Radio Irian could also he OF COOPERATIVES 
enCim( ated a ni11lgtrililling acitiies of the Iis oI'gaii/.iation wxas esta)1lished in tile middle 
COR C. of 1346 (1967) on thc oi'dc'rs of'His Imil'rial MIj-
Commercial Activities esty, lhe Shailtallsliol :\i'vailurt'[cl. It is lno\ devot-

Ali ilin)ol'tlit p)giorliillfile of' tile COIRC: is tile ig Most of' its elOiNts to tli'alatioii aid publlica-

l)iii'chaisC 0' f flimis' pr)dIce ailnf theit' salt' in tion of' l)ooks oil c()(c)'ivt es. 

local iid fiorcigin nmai'kets. 'e iir' io\ fhiced with FORMULATION OF NEW RULES 
nuniteirous clificuIties iii iai'kctiil ail'iculItci'l] AND REGULATIONS 
Pi)'oCfcidts, but hope thalt it' olgaiuizaltion of' FOR COOPERATIVE SOCIETIES 
(CF N'TO)in IPakist ;aid IarI ii will li ltl e cevel- Ihe ])l'og-css aniuf dve(lopient of' lile coop)ei'a­
ol)liit of'nmairkcliiig pio'(c'lcts of'tlicse l'cas, P0;ir- tire' lonivelltiit necc'ssita tec i 'ci'vision of' the 
ticuli'l the agricui tlluriia l pioducice of' iai, laws dealiig with cool)c r ative societies. Tile 

gI uc('nt'i'al, te" iuaI coopei'alt ix' lii i )uir- COR(C has, tei'efoli'e, colml)iled a colletion of 
ciase lice, cereals, safl'i-on, fruits, X'egetalhs, rules and regulations cealiiig witi coo)erati\e 
dates anI rlisins I'ol fi'lers anI fbl'wa;id thlelm societies anI lias submitted the same to Parlia­
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litclit. This colihction is It( tntt.Il'ir discussion bv 
til( lt- tlsc of Parlia lliit. 

TRAINING CENTRES FOR TRAINING 
COOPERATIVE CADRE 

In tis ct n c i, w c t ld m en tio~n thc -Train-
ii n d l~tscarch Institu ic ;+t 'ichr aln L'ni\'crsit\, 

and (ith ( C o iol'fiti\c' ]'scarcl i (cntre at lila i 
ltui\('crit\..N'\\'ru .,rllt' son1i yc rs +al ti i 
sul1).jtct of coopqcraltivts has bccn Incltudd in llte 

i\'crv(sitv coui'sc, 

ESTABLISHMENT OF THE 
AGRICULTURAL COOPERATIVE BANK 

.\s ;tlrc'tdv InlcitiotllI. 1)1 to it( begillling of 

last \car tI c(X ) l( C wis chiargcI witIh the task 
Il'i55sujinL h~tlt, andl tIrcits t, c0crati\'cs, (ci'tics, 

'h 	 .\grictiliiri l l1iink i,,i('d hiaiis aid edits 13) 
c oop 1-ivit\c stotittics \ hich wcrc no(t Of, 
tdw tint1oms. T[lwc 1rpn-rscntltilc:-; of" oovcrn nlnt 

sharcholdcrs ill l(-l'lit'nc .\,ricultulrtal IBank 
wrel'' tit' \iinistcrs of' l"intaince mid Arictiture.ir>d , tl illt'ld1.t 	 i,,\c.c ct~mit <f'crai 

nicnii t ill) tll' Ib nk*,; stimiutcs, the bank's nanlic waits 
chanwcd to. Agriculituir Co-('lrativ3c Btiik, and 
tille \llisltcr " l.onIid Rc'rlo s mid Rtral Co-
oi)craiti\Ts \\its ;ti)pi)oilt('d as tile t('l scltative

hac~d l tl"banlk.t~' 	 '~t'~lltll cs 

CORC PUBLICATION 

Since fo' r y1camo (till' oop('l'rative ptlicationr dw 

cltitlcd ""'Til\(3I lrall' has Ieen )ul)lished wiith 
tih liliani ial c ntriultion foh '3l-pe'rativ( s(cieties 
and unins, p1a id ill tic Irl ('suliscriptl)i fiees. 
Thc ai I thilic pubilication is to keep inaiaging 
dircctllrs, lil llicrs (, il' Ioart. ain cooperati\'t" 
slli'\'isltr thlllllhllt ill ' countr' well informed 
(Witiw c<otlpJrlti\'€ c\lcIlts iall dcvchi)cl1ts ill 
Iran nd till' rst (dl till(' world. This plblicatilln 

hals at p)r('slilt a circulitioln (&f 17.)010 copi's. As 
I i'tstilt (& ill'lillIts illd 161'"the 1)tll licatioin O1"f 

this p'riti al ding tilt' past f(lll"1,11' s, it )er1*-

l1ille'lt l(tcllll'ttilnll has i)e'lil c'reated i)etwel the 

(:(RC. which is tile guiding lltIcentre of rural co­
operatives, anld the c opera i\C societies ill tile 
r'emoltest parlts o)fthe '((l lV 

OTHER TYPES OF COOPERATIVES 
hi it';il tilt c<oiyrativc mov)\e mlenlt has ex­

pl dcd ill t lhcr f chl, ,is \vcll... t the(tillc tof'vrit­

injg, c< t lrativc slcictics ilaVt' ell stt tip fior 
(3nsuil)tiot , aid1 credits ant housing ill iMost 
parts of tiltc colntr, but tilt,\" iare nIt( \ct is fully 
developetd its tiwlt'rr l ctot1pcrativc' soietties. 

TA41'I'J 

A(RICt'ITRAI IPROI)UCI'S t'UR IIA"SEI) 

AND SOLD DURING TlE FIRST ELEVEN MONTHS 
o1." THE YEAR 1318 (MARCH 1969-

FIBRUARY 1970;j 
Product 	 Ql'nti)f 

I. 	 Rice 13,063,344 kilos 
2. 	 (;rain s 5,351,863\ eat 3, -,9,381 ' 

4. 	 Various types Of' frUiLt:
 
and vegetables 1,737,79il
 

5. 	Lie juice 28,493 bottles 
6. 	 Casing 1,032 kilos
7. 	 \\,oold 26,108 " 

8. 	 Grass and vegetable seed 1,354 
9. 	 Cheese 14,052 

10. 	 Ghee 14,008 
11. 	 Tonlat sauce 387 
12. 	 Dates 69,118 
13. 	 \\tiey 1,660 
14. 	 (rim tragacarnth 2,107 
15. 	 lPickles 600 tells 
16. 	 Lime cultivated in 

()man 27,074 kilos 
17. 	 Cereals 279,107 
18. 	 Raisins 2.5,328 
19. 	 Pomefgrallate juice 400 kilos 
20. 	 Saffron 80 
21. 	 Cedrate preserve 227 

TABILE 2 

STATISTICS OF RURAI. COOPERATIVE UNIONS AND
 

SOCIETIES OF IRAN IN BAIINIAN 13.18 (January-February 1970)
 
1. Total ullmber o"' rural c)operatti\'e societies 	 8,501 

2. Total memlbershiip of rural co(perative sicietie's 	 1,423,222 

3. Amount of ca)ital Of' i'ural cOoperatiVe societies 	 1,945,126,100 RIs. 
4. Amou ilt of' legal reserves 0f I'lrali c)ope(ratiVe societies 	 396,464,119 

5. Number of 'villages in the area of operation of rural cooperative societies 24,431 

6. Number of' rural cooperative unions 	 108 

7. Number of societies which are members of the cooperative union 	 7,635 

8. Amount otf capital of rural cooperativc unions 	 585,000,000 Rls. 
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MARKETING 
IN ACTION 

Rifat 

THE IARKIETING COOPEA'ATIVIE has 
)een of very great i in rtaunce( inl inany coo'iii iCs, 

especiallv in agricutural districts where larming 
is based on small units. tlhtus making marketing 
a problem. As you are aware. agriculture in fur-
key is c,, m'tcriied is ;tin agricultural economy 
of small unit operatlion. 

In Ttrkey agricultural ()pCratiotns, the ratio ()of 
units tdcr 100 dccarcs to t ]c ()ttal nutml)er of 
units is 80t-8.5 p-'rc('nt. It is uhcreflore evident that 
unless joint mnarketlimg ocurs, these units are 
dl)riv(d l'ofth ccapital needed to increase l)rw()ic-
tivitv and cnlarg;c the economy. Marketing coop-
('rativ('s s(e(I t) be an answer loi this prol)em l ' 
'lurkey, and other cotntrics with similar coudi-
tions. 

Tttrkish climale and soil conditions atrc suit-
ale l')Iigrowing a gr('at \Iari('ty of' crps sme(n 
of th'se t'I.()]S are coince'[Itratcd in certain r'egiotns 
of' the countrv, but most of' them are growni in all 
areas. Ofthese. the production of'fruits, vegetables 
and certain animital products arc showing rapid 
development. Yet most (o these products art 
perishable, and it is th'r('oilrc lecc'ssar,' t(o set 0 p 
facilities f'or their rapid marketing, I)ioc('ssing, 
bulk storing (>r exp)rting. 

The 'stallishmn't olt he facilitics needed ill this 
field is Ieywi d the p)Ossilbilities of the individual 
agricttlt oral units. Co ))'i :ttives in Tinrkey itr( 
pro\viding the opportunity for adequate, facilities. 

()wing to its ve'ry nattire, agricuIural )'duIltc-
tion registers seasotnal and yearly lhctuations. 

COOPERATIVES 
IN TURKEY 

by,
 

Unaydin 

In addition, the individual units tail to exercise 
an influcnce over the market. Because they act 
withou t inf'rming one another, the market condi­
tions in TLurkcv often follow a trend contrary to 
the interests of the growers. Turkish marketing 
cooperati\'es are attempting to give the producers 
Some Market control. 

All these facts make it imperative fIr l'urkish 
farlIers to cooperate. Furthermore, the corning 
togethcr () Turkish fiarmers in marketing coop­
('rativcs makes them an important influence in 
mattcrs relating to the implementation of' the 
])rice, ur(cdit and sbsidly pa)licies adopted by the 
Government fir the promo)tiotn of' the agricul­
tural sector. 

The first agricultural cooperative movement 
was started in Turkey in. 18(3. 'The origin ofr the 
marketing or sales cooperatives was by a law 
cstabliSh('d in 1935. The agricultural cIeClit and 
marketing coop)eratives ait'' )losel,regulated and 
relat('d l)v law. NIcm1(i's ot'tho,' agricuhlttial cr'edit 
cooperatives growing th( sam' cropsil may florim 
saI's cooperatives. Sales cooperatives of' the same 
cro f()ii-1 unions, (associations) il each region 
fir processing, bulk storage and ('xporting. Both 
sales cooperatives and their utnions arte adininis­
terecd by the Ministry of' Commerce, and are 
under the gene'al supervision of' the AgricuItural 
Bank which is administered by the Ministry of' 
Coinmicc. Like credit cooperatives, theiritinds 
generate throughm their own capital r'serves and 
credit obtained froin the Agricultural Bank. 
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FUNCTIONS OF MARKETING 
COOPERATIVES 

A minimunm of thrcc primary level cooperatives 

ofthc same commlod itv ill the slme area may hlrm 
a gioip land thus p)0l their activities. It then 
becomes a c(oop)erative unhio (a sccondary level 
society. \\len C(l'O)ly are har'estecd, ieicllers 
dCeliver them to a coo(erative anld get 70-8l pelr-
cent of tile nl(mrket valuc. 'l'he law rlequires the 

sharcholders (d a credit Cooj)crative to joil tile 

silcs cooperative in their (listrict. Ifh'ile produccr 
has borrowed llonV ''toll ia credit coof)erati\'e 

lhe sales co(operative pays the lon l'i'onl tile pro-

cecds ofthe pr)o(lIcc's sales. Ill this circumstance, 
there is it go(od link between credit supply and 
nai'keting m-ganizatioin.. 

Marketing cooperativcs have been oirmed fbr 

i numlber(f agi'icultla'ill c(mlodities. Thle real 

work ofcoopecrativc markctin.g_, however, is dome 

b' the agricultural mairketiag cooperative unions, 

Which are fbrmed by afliliation of threc or more 
societies. There aire low 3 1of' them. They depend 
hciVil\' il] tile AgriCUltlui'al Bank fb' their finan-

cial leeds and ire gcnerally gutlidcd by tile"Minis-
try of Co0niicrcc. The A.gIricultui'al lBank may 
fend to tile tinimIs lit tilavnot lnd t() the ilcal 

c)ol)(eratives. In general tI Iuilt ai'unis moderately 

eflicicilt oil til' tchni'al side ill regard to) pro-

c'ssil 'llifml)ditic.s. At tile present timc there ar' 

)78 marketing (c'rativcs. Their fields of'hmain 

activit\ ar ill lanIdlilg fig', raisi ns, cttton, hazel-
Iluts, olivcs, olivC Oil, tobacco, oil seeds, ficsh friit, 
vegetal)es and mohalir. Ill 1961l(t're were onl 
251 nuarketing cl)l'rativcs. Since then this 
11uml')iT has eIn icreas(d to 578.l'C 

'I'lle main ipurposes of' these ma'keting coop-
crativcs ate: 

'To ensure it continutts markcting possibil-
it low the' pr( ticts of' their mmb('rs 

2) prce illlrcss these products ailnd sell them 
liished fbir.vi whn've'r possil)e 

:3) 'o eliminate tIl middlemen's margin fbr 
tIl( member )rtducers, both within and 
without thc( c)u ntrv 

I) To) )lay a regulatorv ro iln the market, to 
stol) harimfu l market fluctuations and to 
sell the prodtts at a re'asonlaob' p'ice 

5) To seek standardization of the prdilIc ts 
6) T( purchase th( too(l)s and implemhents 

nccded by tie mnicbers at tIle lowest pos-
si)le price, and sell these to the meml)'irs 
at less thtn markt price. 

Most oif the coo)p(ratives and their unions have 

up-to-date installations f'or the handling of their 
crops. For instance, the cotton cooperative group 
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ill Southern Turkey hla'e tit bcst ginning (roller 
and saw) and c(omp)rcssing mills ill tin' arca. lhey 
have st)rage fi large stocks. 'l'hev havea well 
organized sales anld polchasin.g dcpartment. 'I'hey 
are ill i position to make tile' Iest bargaiiis f)oS­

siblc. lhy hellp tiavoid stiddeii and ablnomrnlal 
fluctlttimis ill prices (o ('()Illlll)(01it's. l;\' alind 
plr()(sscld. Besides malrketing, thesc orgailiza­

tions provide materials stich as (ftaiilit\ seeds, 

f'eirtilizers, insecticides and llla('hillrV to) their 

icndlmmers at reasmi)lc l)rices. 

Most inarktiii c)llcraltivcs alc ,'esl))silile 

1,o)r operating gi(vel'ilmiclt price .tl)l't scili(s, 
using moleVy 'oln tile Central Bank via the Agri­
cultural Bank. This is aln aldded duty (f til' c()-

l)iC'Iti\'S, blIt it is it s Ilcccssilu'v acti\'it\'. It 
ilstlr.s coope'rativc illers a f'air retlurn. 

Therc is a sl)cialIlw wL'hiel )roidcs cttilil 

exemptions id inmunities fo' theill' rketing 

c('j)criatiVcs and tlcil' inionlS: 
Il) Theagictultural marketing cooperltives and 

their unions are exempt frum most taxes, and 

2) All the l'r(c(durial,administrative and other 
clhcuinCiits mcltlng to c'o(lmcratives are 
exempted f'roin stamp duties, registration 
iond Notln'v Public charc's. 

'l'urkish niarketiiig c0)(icr'atives structatrilly 

are not real c)pcra tivcs, because tle\' are not 

totally self-governed. It is nccessary that tIn' 
(ov''nlent take ma(',tSul'es t( enltble these co­

operatives to betomei s('lf-u\'crlncd and ill tinc, 
financially sclIstillicient. Steps arc being taken 

in this direction. 
Thc "l'urkish Govrnmntl is assisting ill tile 

dc(eelolnnnt ol' th' coop)erativ'e ntm) t'cent by 
f'amiliarizing the people with tilc cmypriltivc 

vAet'cnt, by teaching them the concept l'hind 
til e teclhilicalh themvelnt, by supervising 
co)tlcrativcs, and by contributilg its shar' to­

wards tile' pi'i'urcil('lt of, theii" needs. Ill tIh 
past two)vetars pr()grcss ill imai'k(ting has madc a 
rapid advaice. Ill the past two yei's i verti'al 
and horizintal integratioln exl)ansiotn j)'()grianl 
has bt'n underway ill th' marketing c( )perativcs. 

In 1969 t Mi'ktiig lcedcration of' C)oper­
a tivcs, which is ail apex organization cm)n l)osed 

of comrnmodity cooprltives, \\'Its ()i'ganized. 
I) It owns a c olperatiive whlesale market. 
2) It owns a chai)uf(sell-scriCC retail on th'ts. 
3) It has sal'smen to sell cooperltive produced 

commodities to other retail outlets. 
I) It exports cooperative piroduc('d comi11od­

itics. 
5) It imports agricultural inputs such as seeds, 

fertilizer, insecticides and equipment. 



MARKETING COOPERATIVES
 
IN ACTION
 

by
 
Matthew C. Wordsworth
 

CONDITIONS IN THE UNITED KINGDOM 
for farmers are so diflfercnt from those in regional 
countries that it would not be much use talking 
about U.K. cooperatives. But it may be usefil to 
talk about marketing problems in general and to 
illustrate some points from examples in the U.K.
and elsewhe,re'. 

The process of agriclltural marketing is what 
gets raw materials fi'or the prod ucer to the con-
sumcr. It gets cotton friom a producer here to a 
girl who buys a miniskirt in London - or rice 
from a country farmer to an urban family. In 
both cases there are middle links in a chain, corn-
plicated in the first example and simple in the sec-
ond. But it is these middle links in the chain which 
can take all the profits fr'om the grower unless he 
protects himself. 

This chain friom producer to consumer con-
tains the varied activities of assembly, transport, 
storage, processing, wholesaling and retailing. 
Some of these activities (transport, for instance) 
take place several times for each commodity. 

Fifty years ago there was a fashionable doctrine 
called "consumer supremacy." It was argued 
that, as all production is aimed at consumption 
and as everyone is a consumer but only some 
people are producers, consumers should control 
the whole chain. In some cases this does happen. 

Consumer cooperatives do undertake production. 
The Cooperative \Vholesale Society in England 
owns dairy farms there and tea plantations in 
Assam, for instance. But the doctrine has never 
really been convincing and the practice has not 
proved economic. 

A more recent development has been an at­

tempt cither by sulpliers of agricultural inputs, 
o, by processors or wholesale or retail traders, to 
control both production and the middle links. 
In a few cases, such as in the poilt ry indLustry, 
supply firms have moved into production and 
have gone some way towards sale for consunip­
tion - at least as far as wholesaling. This trend 
seems to have become less marked in recent years 
in the U.K., partly because the capital necessary 
for production was not easily available and partly 
because the firms concerned did not, in practice, 
have the necessary skills and energy to make 
production efficient. 

In some cases inventions like vending machines 
havc made it easier for individual producers to 
reach forward along the chain to the consumers. 
This has been done in the case of eggs and milk, 
but only on a small scale and it and other direct 
sales by producers are comparatively unim­
portant. 

By far the largest producer control of some or 
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all of' the middle links lis bccii through markct-
ing coop('ratives. Th' mlil irl)bh'll flr such Co-

o)el'ativ'es has l)e(ii how t1ar" to racach forwa'd 

along tlhe 'ohtin towards tl( conlstmer and ill 
what processing and packaging husiliwss te ill 
should becottill involvcd. lol insiatnce, should 
cottont produccrs g) lic'otitl gilning aud lialing 
Into ('xo)rt o)r spinning Should they l)t\' raw 
cotton fr others t) \witx \own(o miiX thl iir \id 
so ()n. hese ar tillalle llll (I cisions atid they 

will )(e liscussed (on the sccotd dit attd so will 
fhinc lI the m ilthe lext day. It has (fltet Ietil 
provcl that the ll(s i )orttlt stel) fIt market-
inig C(loh)erativ's is to ('ontrol thte first links itt the 
chlin. Th.sc c(ver tsstnlluce lil'rhllaps gtaditg 
atd pcilalis sl)rag ,ttt tnd slll)ot't to at c<('Otpti-
tiXe market. '() et l)rtlt (dfth( tight kittd and 
qulUltitv to the right llate t thi riglt titlc is thel 
('sstltilal. vtiI this reultit's quilt consitheaillc 
inalat,'cial skill and at I of'bth short and long 

tertn jlailc'. It has often hell fiund thtat e--
ficicnt stall' Ilus lmaltgelt'lei fitr mairketiig, eali 
allsi pt'litabl\ hl Itcllh tile slpply of' inputs, as 
well is tc :Iical aithvic' ()n growilng, aind can c11 
licieItlv lend fotr growiilt. aind -gtits nie\ hack 
oflt "t 1 cceds (d na'k(til.. This thinking 

OF tlmat'kttillg attd lrodu'tiolls se'l''i s s it pat-

t'rl'l that makcs settse, and also gives an c'cotito)ic 
us' of tiag.rial skills. Rcgional couintricsiIv, 
prhips, take this il). 

Coopcriltiv's which uidc'rtake thwse ilrst stelps 
can1 o(c'ratt withII su'cess Uilld'" gove''llnelt 

boards which may bc set u1p to handle specific 
cro)ps or producc. Tllcy call ti'c stiflicieit t'Coi-
Olilcs oVer.%for ilStallet, til';ispolr to make this 

wo'k cuol)onlit. A hack'grotnd papcr is iucludcd 
i this publicatiotn on how thet Milk Marlkcting 
Board works ill thcVIK.* 

,So wltitues. aid ('sl)'cially ill th cas ol'lperish­
alIle prodo''c. Uuarketiui, c)oopl'itti'cs lc fiTr(ld 
l till straniehhold ofhniddlet i ov'r tile market 
to go hevolid tile first steIts anid to put thei' pro­
duce into a lorn which is acceptahe to th' rctail 
tradc direct. This caln I' all expCilsive and coil­
plicatc( busilss, but it ttllia\ ic lecCss;lr'. ()Iw(­
frutit glowers, coopcratlive ill lhw i K. which 
tndcrtook this kind of I usitess l) its menitlcrs 
found that, to keep its iusiless o,()in, all till \ear 
round atncl to keep its CttstolfltlI'S IT tlaI'ly Sup­
plied, it had to gui ilt) the' itlpolt lusiii('ss ill 
seasons wliein its own pt'du'c was short. This is 
the kind of' coimplicatiotn that may arise ini stch 
circulflstalccs. 

Elven for perislialehs, this kind )" Ilusint'ss is 
coml)licat(cd. BIt when ()n(' considehrs what goes 
()n letwecn the hale ofcottotn on the (ock atnd the 
miniskirt (o the girl, ()1 ('cl hetwelln tile bale oif 
tolacco and till gat't'ttt, it will I rcaliscd how 

COnllex tilit'st' lni J" links ill the chain (cdli lic. 
()u'o f'thel most il;, : iant (hlcisions for inairketitig 

coop)eriativ's is to) know whrt'e to say oolbyc to 
their produce so h m l)'cltcihat the'v mi y go back to 
some)C morT. 
* Sc( :\ppn'dix E. 
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STATUS OF
 
FARMER COOPERATIVES
 

IN THE UNITED STATES
 
Ralph 

FAR \.IERS' CO(PERATIVIS have had an 
import ant part in agrictilt nrai devClopillent in 
the United States. Ticv have played an impor-
tant part in the cvilition otin ketingnraly

svsteit for atrictilultral products...griclltlral 
Sul)l)ly (o(l)erat'ivcs have had an inliortant part 
in cstahlishing a'curatc lcirtiliz;.r and fi'ecd ftriu1-
las lt rmers in thel nitd States. Rural electric 
c'Ipcrtivcs and ruiral tc'lph(lc(' cooperatives 
have coitrihtcd treatly to (evelop-d((otinie 
mcnt and standard of living at the fitrm level, 
The (oopcrativc [aim redit System. Itrdeir 

the suipervision of tletlario (redit Adiit' istra-
tion, is the largest svstc't of cooperatives ill the 
world. It has l)'l0al)ly c1trihiutec nm(re to the 
agricultutral devclopment o& tle United States 
than alnv othei' sinl e groupl1)rfcoopvrativcs. 'l e 
(ooperative Fart C'redit System, with its 12 
!ederal land banks and (628 fideral land bank as-
stciatitns. the 12 fi'dcral intrncdiate ciedit 
banks and -117 pioitction credit associatios, 
ai d the 1:3 banks fir cootpe'atives, not only offe's 
a colmplete credit service to fhmmers and tthei' 
cooperatives, but has largely set the standards 

by
 
U. Battles 

through its competitive influence, on terms and 
conditions of loans mace by other lenders. 

The number of fhrmers' cooperatives in the 
Uidted States and the total iunber or nemibers 
has declined over the past several years. On the 
other iand, the average size oW coop)prati'cs and 
their total volume of business has increased. These 
trends r1ilect the consolidation of fitrms into 
fe'w 'r blit larger fihrms, and the merger and con­
solidation ot'cooperativcs ill an attempt to match 
the fcliciencies of their large-scale corporate com­
petitors. 

According to a recent cotnt, there were 8, 125 
marketing, purchasing, aind related service co­
operatives in thie United States, with a net volulne 
oflbusiness amounting to 16.6 billion (ollars, and 
with atmenl)crshil) of'G6.5 million. 

Of these totals, cooperatives whose main busi­
ncss is mark'ting accounted foir 62 percent in 
numlbtr, 51 percent in number of mcmb(rs, and 
78 percent of to net business \'ol ume. InIte ital 
other words, more than tlm'ee-fifths of all falmer 
coo>peratives ill the United States are primar'ily 
engaged ii inarketing, have a botl one-half of' 
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tile members, and do more than three-fourths of 

the volume of busincss ofall farmer cooperatives. 
In 1966-67, the percentages by major groups 

of' agricultural commodities marketed through 
cooperatives were estimated as follows: 

Percenla.4' 
1airy prodlucts..................64 

Grain ........................ 34 

Fruits and vegetables ............ 31 

Cotton and cotton l)rocILIttS.......24 

Livestock ...................... 12 

Poultr ....................... 9 

Other products ................ 28 


Cooperatives in the United States have become 
an increasingly important and accepted part of' 

the busint'ss economy. This status of cooperatives 
has been reached largely because they have been 

constantly alert and responsive to the memlers' 

needs. 
The changing economy and the changing agri­

culture in the United States suggests strongly that 
farmers' marketing cooperatives will need to 

plan ahead to meet these changes. In actual prac­
tice, they will want to know what the iml)acts of 
these changing conditions are on the imarket pos­
sibilities fbr the various farm products t hey handc. 
This need f'or Facts and ftrecasts reIuires research 
and planning with emphasis on interpretation 
and im plications of lhe results. 

In their cooperatives, fiariners have a pace 
setting nucleus of marketing organizations. The 

challenge to cooperative mcmeris and coopcra­
tive leadership is to provide the guidance that 
will encourage all cooperatives to meet the 
changing conditions constructively. 
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A COOPERATIVE MANAGER'S
 
EXPERIENCES
 

4 
Glenn H. Pogeler 

I HAVE HA) tile pleasant and sometimes trying 
experience of spending 32 years working for 
larmers' marketing cooperatives, 29 of those 
years as general manager of the cooperative. 
Back in 1932, the U.S.A. was in the midst of one 
of the w)rst depressions our nation had evcr ('n-
dured. 11T dilliculties we flaced and the lessons 
we learned then were to stay with i us for ai lifi-
timc. The opportunity to learn tlie cooperative 
way ofdoiig uisiness in th" 1930s was a reward-
ing challenge to me. 

Nly belief in marketing cooperatives and in 
cooperatives in general was solidly implaited in 
ilme alt that time. The dcsperate finaricial Ineds of' 
t1e farmersli during the depr(ession did Much to 
convince us of the need 6ir individual farrne'rs to 
band together to achieve bargaining pow('r that 
ihey alone could never hope to attain. The critical 
needs of that period and tle experiences gained 
werc like a branding iron on outr soul. I ari con-
vinced that a definite economic need is the best 

driving fi)rcc ne'ded to organize a c )ip'rative. 
The statement that, "Money is the grease that 
makes the wheels go aroundl," is certaiil y true. 
If' a cooperative call pay a fai'mci' more fior his 
product as weil as paying him a dividend at the 
end of the year, he can easily be sold on the bene-
fits of cooperation. 

I wish to emphasize that a marketing coopera­

tive is ' business institution. It must be organized, 
financed and managed as a business enterprise. 
Too often one or more of these clemcnts are miss­
ing and the truth of'the statement that, "A chain 
is no stronger than its weakest link,' will soon be­
cone aparent. 

Since the ass;ignecd su bject has to, do with man­
ageilent, this presents the opportunity to pass 
on to you some of my i'Was of tie basic require­
nilents of' a successful cooperative manager. He 
Must: 

Be intelligent 
Be honest 
Have a strong constitution 
Have business training 
Have' marketing training 
Have skill at public relations 
Be a good communicator 
Understand economics 
Be civic minded 
Have ('xpericice 
Have a missionai y zeal 
Be humble 
This list appears long, but other lualifications 

can be added. The items ar not listed in order 
of importance. Each of' us here would probably 
arrange the list in a different order according to 
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our own ideas. Some are self-explanatory., but 
further explanation is iin order. 
Intedligencc - This is a must il the complicated 
business world. A man inmus t be able to tCOllplC-
hend the things that pertaini to ti l Cooperative's 
bLusiiiess. 
Honesr 'There is no substitute for it. '1"o be in 
business for vcry long yon must be lonest. 
Strong contitu/htion To stand up to the respon-
sibilitics of theijot) al to ilect the physical re-
quirc'iients \t.i must hec physically stronmg,.
Buinexs train, lolaV's complex bIusiness 
strlCtlre cmiiailds training in thejob to be done. 
This is a ncvcr-icl ding process as long as you 
nlanagc a c(oopcrative. 
.larke/in, training Siicee manlv commodities 
necd specialized attention yotl must he trained or 
have (x pri('cic ill thai specific field. 
Public re/ation. .\ man ager is constantly in 
toutch with his iii''nibwrs and til general putblic 
and is his cooperative's key contact ian. He must 
do0 this j oh well to be sucessfull. 

nmi tilic tio,, He shIout1(1 b Vable to e(-)Iii mu i-
cat well, by thie spoken and writteni wod. 
I '1der.sand econounics 'oday's business requires 
a knowledge and understanding ofcconomics and 
how tle mdlern business world peratets. 
Civic minded The cotmimuity around you 
is y'our Ibest soIurce of' rcconinilidation. Be a 
good c1 tiZCen and tile ComMunitv will accept 
and support t le- cooperative. 
lEx/'eriene,- Above to be it suicccssluI maiiager.all, 
Vy(U uist have aid gain adlditioInal eXperience 
for the job to be doit. 
.l is.4onar .o/ A cooperative manager inLSt 
have t" eIei'g'y and deterniinat)ion of' a nlission-
ary. HI' must believe iii the cooperative and its 
mission, aniid sti'ive ceaselesslyv to attain its goals. 
In slhort, to be a lIade'r VOu mLSt pronloti V)oti 
cooperative, coiitinuously. This is a day-and-
nighti job. 
1umi// last but not least, be hutnble- know 

You r abilities aid know your limi ts and act within 
tli,' in anId VOu will not get intoitroulble. 

Since we havc allIready said (llite a bit abotut 
lie requirements of' it good il naigt' VOLt shotlCl 

by o\w have stvuspected that I al convinced that 
lanage t lt is on oftlic iost essential parts of'a 

cooperative's busin1(SS. I Iman CXactly that. Yol 
can be sure that this point will be emphasized 
tiei' aid agaiti at this won'kshop. 

Froin tlie part of the world ill which I live we 
can cite case after case of'sutccessftil cooperatives. 
Each oi( of them has beeen blessed with a good 

manager and a progressive-minided board of 
directors. 

Oil the other hand, it is easy to name a coop­
erati\e ill a n'ary village that as of' 1970 has not 
been able to get ot' its haunchcs. III every case it 
has lacked a good managei and a progressive 
board ofdirectors. 
MANAGER-DIRECTOR RELATIONS 

'Ilic word director iin a cooperative niians a 
person or a group charged with tie responsibility 
of'dirccting the co-l)eratives affairs. Management 
means soinlcoie or a group of persons with the 
responsibility of managing the busincss a111irs of' 
the cooperative. 

It is absotItC' IIeccssarv that cach group 
know its area ofrcsponsil)ilit and keep within the 
limits of its assignment. 

It is tile director's responsibility to fotrmulate 
tle policy, to hire the imnager and to pass the 
basic policy decisions on to the manager. It is 
then his dutv to carry on t his respoIlsibilities and 
to bV held accou itablc to the board of* directors 
for results. At this point the manager must go towork. H IIciust liire the staff - plani til ' operta­
tion -organize thework - direct the work ­
cooidinate the eflort a nd then control tihe result. 
Tihe total resporisibility is his, and v,hen that is 
clearly understood hi has a working relationship 
with the hoard off dircctors that should result in 
posiveaccomplishnments. 

Vhen the above requirenntls are melt and a 
good manager is chosen, tile cooperative is in a 
position to go forward and acconplish its oh­
jectives. 

Let ISiiSSinie thait the coo)p(rative is now bnnl­
ming along in fine shape. Business is good and the 
prolits are accumulating. Directors, meimbers and 
everyoiie concerned is plhiI'aSel. Tle ilext question 
is how do we keep it going that way? As SUIT as 

i Iiight follows dlay yOl t'aill aniiticipatc )ro)blemls 
This is tile )oilit at which tlie cointin UtotiS larning 
process becomes iniportaiit. The statiiilent that, 
"'he inoment you stop learning you tre dead, is 
obviously trtI'. It is a maniia.g'rs.otb to st't" Io it that 
things keep iinoviig a long ill a sat isfctory tiannetr. 
He is the spark plug foi' tile cooperative and must 
work ceaselessly to keep things going while con­
tihltouslyv planiiiii ng for a better operation and 
newit innovat ioiis to improve eficiency and to 
keep abreast ofthc changing times. 

I al happy to report that (itin"g in1V years 
of experience as a cooperative iiianager I have 
alwia\s 'I)11 affot'CedC the oppoIrtlunity to expanid 
my kowovleCdge of' the business. WC ha\vC had a 
never-eihing series of' management seminars, 
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conferences and meetings. [lhe opportunity to be 
exposed to new ideas, techliqutes and current 

experiences has been invaluable to me. nlci-
dentally, you can always expt'CIt) ind t ie main-
agers or the successful coperatives at the meet-

ings. 'The never-ending process of' personal ini-

provement Must continue unabated. 

All of' us hcre today hiave surelv learnetd long 

ago that, ' xpcriellcc is tile 1)est talichtr." Slar-

ing your knowledge with a nother c(optratiht 

managcr can help hilm to avoid lit' mistakes you 
ha'e madc and certainlv vou 'an learn from his 
mistakes. On till' p ositiv' side von can learn from 
his successes as wtll.

III this Changing world you can be st' that 

new problems will Iace you con'stal lh.There is 
so much r(0o)m fioimpiovement in ()iurmethods 

of' doing business that we have to accept chanigc 

daily, 
Sincec the stijec't of trconlptcnsation is int'vital)hy 

brought upI let me givt a personal opinion on this 
delicate suLiject. Too often tile hoard of dircctors 
seems to bel more intcrested in how cheaplv they 
caill hire tilt' manager and his staff than in bIuying 
results f(i' the coopterati\'. Th expressiotn that, 
"You gct just what vou are willing to pay fi'r" 

is absolut('ly trt'. Th' policy ol" the Sobt'all 
Processing Coopetrativ'e that I worktd lb, \\,s to 
pay th hightst salaries we could aflr and to b 
more than ctmeitiii\'t il (ut city' (f 30,000 
ptople Bat't's' of that policy wc could hilt'( Cx-
cclhl'nt htlp aild could also dcmaind top pctfor-
mantcc of our e'nployc,'s. This policy also r'sults iii 

teCoo t ri '.etiVc htI
max im u mlC'm Ol(h h)\a to 
Plvsau cudi'lnswokig mad aperle

Plcspit woirking tconsditions made a i'f'ctht 
altinsphcrt' f'r bc'st re'sults. TIitcd io all of' thIiis is 

anda 
;n d(Is if risp t' teh' nployat' 

the dignity 
t 

of' directtrs of thehis fanilv. \Vhicn thei(-board 

coopera tive Fa'cs the ip('isationctI issue Flirlv 

on th' road to succss. A goodiand sqtmi rely it is 
manage'r always a'irns his sala'y. 

piogitf'ibi fiiiishing 	 my pairt of' toda's 
an area that might be sone-may I \'(ntuet' intto 

what delica it'as la' ismy qualitications to spea k 

on this subjett art conc'rnt'd. I am go(ing to sug-

gtst areas oif activities ill which your cooperatives 

might wo'k ti improve -your wo rth to the pro-
infrnm niakin gClut'crs Vot iep't'r'snt'lit. I shall r'f'i'ai 

dirct c('0omparisons with ti' mai'k'ting system in 

the U.S. anid hop to hat\'( t1 propeir undrt-

problcms. 

i havt beetn visiting this pan of tit' ,vo'rld bir 

a(bout sev'n years and have h'i'nrcd mor' about 

Vouir agri'ultural programs in( marketting sys-

terns each time. But this surely does not cqualify 

standing ofSOHICO ofvur 
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tlet'cs aill HaviLng t('overt'd the siiltect ofexpert. 
management I wish to (dd .afew illorc tho)ughts 

as tohow the cooperativ' can lIwtterserve its mcm­

bers. Since the manager is tl mainin charge., it 
is his j)to)see that th lp)o)('r ish is niade to 

imlprove the productiion, processing and markct­
ing otlti fillm'l"S products. For your considCra­
tioli here ;i'e so)ic suggestio)ns. 

lProduclfiol 	 Th(' nhan of 'erativemag'ar thc clit' p 

slindi study the prodlutioin mthods of' the 

prodlcts whichihe is cli;rg'd with narktti ng. 

Hc should be linliar with ill phases of tli prod­
u(Ct from tlile t)rUlticer t lilte i ii;r. He shotuld 
be able to a(Ivisc the fal'rcs oin tile best varieties 
to grow, those that will vield riaxinmili crops of' 

the btcst quality that ca iabc produced. H will 
often be called upon t) ldvise tile p)roduicr as 

to whtll crop to gro)w and whllt cr(p will r'turn 

tile maximum in nmonv. He nitist know the 

types of soil and what tlilizcrs will giv' tie bIst 
return iii yields. And li' iunst aIso kiiow the 

niarkets at home' as weII as inothier areas of' tilt 
world i's)not' tftlt' producti( is CXliirted. 
"I-/a.irlfwaion Sincc ]iiost agricultural prio­

dtitioll must move f'roi the piotducei to tht 
market ii a Fast and (lficieiit mnanner, it is abso-
Ittelv ice'ssarv p)roducts ariive atthat tilt' thtir 

dtstinltioii in tilt best possible conditiotn. Oui' 

olstivatitin, Csj)Ccially (of fruits and 'gt'tallth's, 
and to a certain t'xtt'iit graili, is that there is imuch 

roolm fbi imlproving lth'tranispoitation systtnl 
'v('rywht'r(c. Si nc" wiiads, railhroads and trucks art 

' i is dif'cul t fbr the c'oi)l)t'rativ' to hi' 
l t vcth e cce ra t ve ltlcb 

eflective' inl this area. Nevterthlehss, wli(re po ssiblte, 
exp iv,i t isd rt'i 

wokthe cooptiative t'(all to prevail on those in 
t'lai'gt' itomake' isiilpiro)\'tcntcnts. Inl soow' tases 

thie coopcrativc call acqtiie its own ftcilities. 

This i.an are'ca whrc tl' coopeirativeProcessing 
much to)1Ortt' i Pipv)'tili'ii t iin prcl)iintcah ml 

ttl"rncrs' produce for market. 1f the larnmcr 

controls this f'unctihn ic eall rtst assured that 

he is doing his sIart' to ofler tie coisu mer an 

attractiv'e product og',gu d quality thall will biring 

re'pteat business. An1 Ul)-a it -con)i ng cooptrati\'t 

awa kt managt'vwiiI b cinistantlyWith I wide 
n tihe lookiout tir way's to upgriadt the pr)oduct 

by itw and nid'ril proct'ssing Cluipimtnt. 

Quality pirotlucts are alIwayvs saleal)c ailnd find 

an eager repeat market. Thcrt is no sulbstitut.e 

fbr dluaility. A Iiouscwilt's mtcnoir'V is long and 

she c'annot bt fi)h'ld ol'tten. 

Mlerchandising \Whethtr vi )usell ti thi' ret ailer 

direct or ti) a inliddltma ,it is Iest that voi co'n­

tol the producttas long as you can. Some of twe 



most suctessfid cooperatives in the U.S. have 
set up their own trademark and havc taken it 
to the ultirriate consumer. As an example, "Sun-
kist Oranges" ;ire known all over the U.S. Many 
other trademarks arc as well known on cooper-
atively mar!,:ted produ(ts. With a trademarked 
product your ieputtation is also on the market 
and it is the cooperative's business to see to it 
that it:; reputition is upheld. This job is enough 
to keep a good manager on hi1stoes. 

Intelligent and ciffctivc marketing is a must 
for the prodLCOer and ii .sdie responsibility of 
the cooperative and iis management to do this 
job well. This i',dhc key to profits !or the producer 
and tlc cooperativ\e, this obligation is not to be 
taken lightly. Remember, the key to success is 
useless 1inh('ss you have the ambition to insert it 
in the keyhole and the will to turn it. Even then 
when the door is unlocked you must be tie one 
to open the door. 

Let us now assume that the advice that you, 
have received has all been properly activated for 
the benefit of tile cooperative and a successful 
year has been concluded. You have come to the 
time for the annual mecting of' the memIbers of 
your cooperative, and now it is your time to 
report on your stewardship of' the property and 
business of the cooperative. The sweetesi words 
that your members can hear is when the chair­
man of the board calls for the manager to read 
the annual business report and he begins as fol­
lows, "Ladies and gentlemen, I am happy to 
report that your cooperative has concluded a 
successful and profitable year. Dividends haxe 
been declared," and so forth through the report. 

I know how they feel because I have had tie 
opportunity to do thii, on ipany an occasion. It 
really makes the job of' managing itc()oper'ativ'e 
worth while and we can say inall honesty that 
the farmer is truly "the salt of the earth." 

41 



MANAGING MARKETING
 
COOPERATIVES
 

IN EAST PAKISTAN
 
by 

Shamsul 

THE OBJ ECT of cooperative marketing is to 
give the members a fair price for their pr-oducC 

by elimination of' middlemen from the trade as 
far as possible. Thus marketing cooperatives are 

esselltiall\' hIisintess organizations and their sllc-
cess dcpends Ul)01l tile aility O'thClilllagellent. 

NIa nagmen t does not consist of' only Ilie man-

agers. It also consists of members, di rectors and 

other resposil)i ll ployccs of tile orgtanizatliol, 

It 	is thus a tcaijol). 

Successful n encut atcooperative so-
mnagli of' 

cictv is based oi tlie iltlliiit and active co-
operation of the mem'llbers of' the board and the 

salaried managcrs and other responsil)le t'a-

plovccs. But each group will have to shoulder its 
responsibilitics clfectively and elliciently. NcImo-
beis are tth' owne'rs of the coopera tive societies, 

TIlev have the inherent right of' controlling the 

altirs of' tl societies bUt fif ol)vioU isreasons they 

cannot do itdirectlv. 'Tliey exercise their control 

over the affairs of the societies thloigh tlei 
electCd directors, who in tU11r'i hav the l'esholi-
sihilitV of' fbr'm ulati hg opieration polities by 

en gaging salaried mlanage'l's who a' enltl'LSted 

with the responsibility of rullning tile societies" 

I)usincss. ThIus it is to 	 tlitrsittilelmt'I)'sCi' to 
ct('l l tnt pteo as directors. oetiies, 

due to thie indifferent tttitude of' membhers, the 


righ t t\pes of' dire'tors are not tected and all 


inco-nlpetilt board fails to brinlg alotlt a prloper' 


Huq 

balance between the members, the board and the 

manager. Managers are appointed by the board 
and if the board is indiferent tie manager may 
take over most of its ILfinctions and it becomes 

o11 atIpppct bloarfd. 
In order to run a marketing society cliciently 

and successfnlly the maiiagerofthesocietyshould 
possess experience and training iinthe type of work 

le is to perform. He should be thoroughly honest 

andt a complietent bIsinessman ill whoii the 

meminbIers and his colIcagUeS should hatve ('olii­

denc'. He should als( be well acquainted with 
the cooperative principl's and ideals. But ill our 

primary marketing societv it is hardly possiblt' to 

get such managt's. in these societies, managers 
are not well traine and Xneperielicedl. The'voh me 

of business is ve'v small. lherforet, it is not pos­

sible to get suitablle managers with tile scanty pay 

such societies can ofle'. 
On the secondary level, (he managers are tile 

officials of the Cooperative Directorate on depu­
tation. Their training background is rather dif­

fel'en t f'Lom that of' the marketing side. Besides their 

ser'ices being tl'alisferal)ft' tile\' do n1ot stay ill the 

societies fin' long. So oil ti l transfer' ofollnlan­

age' the poli'cies adopted by him a't' also changed 
I)V he incoming maniag'l', so ti'e is discontinuity 

of policies. There is lo suitable arl'angt'nt'llt fl(l" 

training of' the managel's ou the business linc of' 

the societies. "1"o obviate these difliculties and to 
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make these socictics economically \'ial)e, some 
arrang('nint should bc made to train ile man-
agers in )usinetess administration and provide 
thelm with better pav. 

In case of' a pri\ ate Iirilla manager be)omes 
st(iCccssfL'tl if lite tiicl rnlder eflreicient services to his 
customers. He is not to )other aiout continued 
support of a particular group of customers. Bilt a 
coop)erat ive market ing soi ciety"is stp)lp)s'd to deal 
with its nllellbrs if' it wants to be a real coopera-
tive. Th[le inembhers are tilieus'rs of' te ooi)pei'ative 
Sitvwihethi'r it is piroducers' society or iti o-
slllilll' socict' .T'he iml)ication isi hI i nlit-
aler has to lie cautious about lt,continued lovaltv 
of' tilt('ilnbirs towi'ards tleirt' society. %lal co ­
op'rativ socittis (anti( to girief wihen tiv(.\ lust 
llm'lbers, lovaIty toward.s tieir oai'gaizatioil. 'To 

i'etain liil'llli)'i'5s lvalty is lot alwvays all easy job. 
l'he )ir's('iit rl''i's xperilnce is that itsa fild 
ofli('cri in a district liorgallizd a fw.ilit g'owcrs" 
coo)ei'atives. isalcrca practi'v h 'i'c that privat, 


tradvei's advaice tiolit' o jult goi'wr'i's at the 

THE GATHERING AND DISSEMINATION 
OF MARKETING INFORMATION TO 
THE PRODUCERS 

Efl'lctive aid cflicien t operation of'a marketing
 
\stICll e lai'gely accurate, adequiate
dheCnds oil 

and timely infmation oil Ihel( produce to be 
marketed. 'he f'uniction of'niarkliing is itItbuying 
aid selling of agricultural prodlicts at whi I litle 
prices )If' i pi'odutcts aire 'xciaied'(l tlirouili the 
iarketii thaiinl. Tilt activities of' tieciii'arket­
ing cooperative ale't invilvt'cd ti'ecui'iigill t 
rigi rigtht lacet the rimi .eii 

Adequate and ac('uii'at' infri'maion actoi'dimi to 
celalld and sui)l)ly is esseitial i['the pr'ducts ael' 

to beI)l)rodut''(d ill i'elatioln to the i'Teqii'el-iitC (h 

it'ir consuimption. 

Pr'oductioin platns ar'c also i'equi'ed foirl'utui., 
naiket potentials. Inf'ornation is necessart'v not 
0h11\' 1 ' il' 't'r btt also f'r li'ot'tssor 
)ackei's and othe' ag 'ncies to iake the mai'k't­

tinlie of[sowilig and thus gaill undue anltag(\'illli(ing systeim ell'-ctiie. To mlake- the ilofrmationin 
g'ttiling tile growers' production at i 'e''v low 
pricea tlel of' liam'vsting. Th ahmve-itmt'n-tint' A
tit jute gowei' si'ssocieties wet' orgaiized aid 

imeerlnl)(l's wr' iv('ii loalls bv the societies iiri 
the soiiin seasoli, but al'ter ha've.sting it was 
f'ouild flat mnibllt's of' tie societi' s sold their 
good (IualitV jute to outsidTi's aiitlnl pt'i lon 
the society inf'erioi' quality jute, but dfeinided 
ile price olqualitv" iut'. It becaell iti oblin fii' 
the maiiagei's. 'l'lle\' had ('itir to accept iinfi'rior 
quality .iteat a higier i'Ce or had to faCC tihe 
risk of losing the money. 'l'his was ecas' t lie 
ill)n(s did not dcvelop ailv loyalty foi' llir 
oi'ga nizatioi, lili a milk ri'odluce't'is society, also 
organiztd soniet ii back, it was fIound that whel 

a partiular nlllllgood pi'ic" foi' hisliiliibt.i t 

milk f'rom lloutside' lit' did iot conic to it(so-
ciety but ('dine onl when disposal ol'lhis milk was 
a )ro)lt'm. .No busiless p'ogi'allani'ca )lliniinfd 
with such disloval me i bt's. This is iapIroblei 
f'or lit' illailag('is of'the ti bopcraei'iV' soc't its. 

Retention of c'oinu('d loyalty of' t(h 'n hmbe'rsm 
tolvai'ds thirih oi',gatizatii)ns depends larg'ly ull)ni) 
tillability of' te iiiililai'" to act itsa leade'r and 

to hsii'nspre ll 'rs' 'noifidence. 

uisf'uil it must be tiely'h. Pi'acticallv n(llini has 
vet beetn dlne toward collhction and dissemlinia-
Lion oh'mi'ktiig inf')rnmaiin. "l'hiei'e is i'ivate 

iiageny eilgaa1ged ill collcling pricc il'oraillition 
fli' tihe' p)rodutc'e iiiai'keted tihroughlil t op'ra­
lives. Publlic agclnuies which ply a iajior i'ole ill 
colhctting agri'iltural iinfi'niatiol ai'c also vei'v 
limited. '[he onl govel'iiliiitital body which 
r'lases pri'ce itfi'iniatiii is ll' I)ircctoi'at of' 
Agrictultur'e, \which i''leiis('s iiiai'kc'tiing inloi'­

alltion tlhrouglh radio and bullhetin. E''en this 
iledia is insufficient. 

lliiT' is i( s)ecific I'eseai'hlimade oil the itllr­

ket ing coiditiots ud' coopei'atives as to how the
 

coiistliiitl's ac't't i prilct't of il coopeiativcs.
 

low much of, all itllm Ilight be sold in the aela,
 
\wfhat othe'r ageil('ies are hanelimling the samll type
 
ofi'ochuts and what price th-'v chai'ge.
 

The coope'ative mall is handicappedriagei' b'­
cause of' tit' lat'k of' the above imination. All 
coopei'ative manage's should ti'y to g lh'r all this 

infoirnlatiomi tii'o)tughi tll(ii' own Chanii'ls fI)t'or' 

tit, draw up thibtsiness progi'ami the yeti'.hcir fbi 
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MANAGING
 
MARKETING COOPERATIVES -SOME
 

PROBLEM AREAS

by 

Manzoor Ahmed Malik 

COOPERATIVE MARKETING was intro-
ducecd to save tile farmer from overall exploitation 
of moneylender-cuin-market dealer. The simple 
goal was to replace him. In \Vest Pakistan, there- 
6breC, matagCInen t still cootin tics to bC Si MIC, 
honorary and low paid. Markcting coops have 
not develol;cd a dynamic business attitude in the 
sense coops in dcvch)pcd countries have. They 
are too weak to owe(t the challenge offillbloodcd 
competitive business. 

By and large. marketing societies are not quite( 
viab hIbusiness units. In view of liinited busineCss 
volume, they cannot emphy pcople with present 
day managerial skilIs and tools. And sincr they 
cannot employ such pol, they do not think iti 
terms of dynamic poicies and vial)' busine sses.This is a vicrous circle. Thel problem to l)oncr
ovei is iat solitins or' easres ar possible to 
tide overWhasuc sitolr Iae. 

MANAGEMENT 
Managemvnt is sometimes considered as in-

cluding only the manager and his principal as-
sistants. Sometirms it is considered to include the 
managing coinrittcc or board of directors. In 
certain sit uations, the stafn of' the Cooperative 
Department takes upon itself the management 
of societies. The management committees and 
hired people are swayed by complacency or are 

satisfied. All this is a far cry from real management 
activities. Cooperative managencnt is a team job 
consisting of members, directors and the manager 
along with other responsible cmployces. 

The concept of tihe (arly twenties regarding 
dlities and responsibilitiCs of alntlagemenCIlt does 
not fit in with present day business conditions. In 
the market, people, to all appearances, see proto­
types of the (11 shop. This Ills them into confi­
dcenc ii their own shop. How to infusc a sense of 
awa re(ess and urgency among the memllbers of' the 
board and to cnable them to react to competitive 
big business Ircquilciments is the question. 
MEMBERSHIP 

m 
T hey mm\, i 's arie thoc or owthers 0 sitn ss.They have a right to control the societyv a nc an 

obligation to actively participate in its afairs. 
However, they confine themselves: I) to fiame
the constitu tion, 2) to lay down objectives, 
3 to approve of' changes in capital structure, 

4) to ulect to criticallyand/or remove directors, 5) 
examine business operations periodically, and 
lbr this purpose it is up to the management to keep 
them Fully infbrmed. The mcmbers, on the other 
hand, avoid intcrl',ering with em ployees in the 
performanc'e of day-to-day duties, and only make 
suggestions, if'aiy, through propel' chamnels. 

It is obligatory ftr members to patronize the 
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SOCi(t' tO St'I I )I'0LCCt( thr]otugh it, to1 j)Itl't'iIS(' 

fi"cicit atlX'(t' its ('Uilpt'titoi's. I tli(t'5ayi list 

tiiCii' OWXII iIllICSS ill ClLt' ('0111-S ibt(TillIS( of' Vl1I01(C 

BOARD OF DIRECT1ORSa 
V i 

an lcals tt' 1titt'()(lotligtc owrhiitots plu illith 

(lif cic (Itrt1i1't'(l tlccil(' jtcl) fa foop' 

a tvl).its sha lll'tll Igt't ti ici aldlflails ilill i~t' 

tilt'alsolllllp'l tt'lita'V stal. ()lsohiilt'(ils.tlIt'it'ti s 

jt't'tiX't's~~D ltlll''.3s'tttii lOita 

t itn iits'Ilitit's Thusit si's ll l( ililulllt (0,' 

bcIsil(1) ~cc Idivduas ob(;Id (It hebass 

itIst) llt't'tsilrIt iliax bet IX to h~ave a t raining 

fi' -Iloldi('ls m.' dlirct'tols iiti to) 5t'( that ll('X pcWO­

fort Ili(t,\ talke'oyt 

''Slit l's(ltlt(( ''Ilili' ti5tttktp
~~their ilt ('ct I livo'. Su ii li lm.l tiirt''.tors. ill (1(1. 

DUWSTIS OFICA MNA 11GERffilIl iIII~ 

t'lhe'ualt hatkwads, art' 


lartial l.a(d((0lolVlts l( ~lat
 

tts (f 'lttlltll'' 't o tiot it 

is1 his goe'rtX'er 

itTIElulatl Ai~lM)AAGERt' sa aXi't lt 

tbtr ltt'l soo'it't. ih wl ha e I kct' a tsIto t 

ll( cid &il( ac miitiig ycil.,mi 11cati45n 



Except in the case of a few big institutioms, 

average establishmen t per society is about three. 
The managers are mostly iatriculates. GeneralIy 
they are from the field staff of the (Cooperalive 
)epartment, or have been promotcd from the 

junior stald of the cOMc(rned society or a sister 
institution. I)riccC ill tIl field aindl the So-
cieties (ill 1110st cases) is the only qualification, 
In ,he case of farmn service ccntres, tl, managers 
and the assistant manacagrs were recruitel fromn 

gradiuates and trained at the Cooperativc rain-
ing College, Lvallplmr. 'l'h (ollege also holds 
iuscrvice traini ng courscs oil" and on. All this is 

well and good, but tie scope fir improvement is 

also great and this is perhaps not within the con-
peteice of cooperativc societies. AS Sponsr of'the 
rnovein t, tl( Governmcnt sh uld take the 
initiative and providle scholarships to studcnts fior 
postgraluate stuclis il )usiness mana gcin ut aniid 

subsidize the pay of properly qualified managers 
till such time as the societis build i) their busi-
nesses. 

Securit of, mploynniit in cof)pcrative societies 
in coui nt ries where cili])loyifclnt ol)portunities 
are limitcl is a serious limiting factor ill attract­
i ng the brilliant boys to tle ser-vicc of the societies. 
In the absence o'a central organization ofma'rket­
ing socictics, the \Vcst Pakistan Cooperativc 
Lnion nyV collsid(lr tile creation of t commlllon 
cadre for at least tile managers of cooperative 
societies to ensure them a provident fomnd if' not a 
pension alt this stage. This may also be essential 
to enable the manager to work with inccpen-
Crncc and coUraage without yielding to undue in­

terference by the directors and the memlers in the 
day-to-day business of the socicty. 

Organizational charts, manuals and written 
guidelines are very imn1)porlant tools of' a modern 
manager. Perhaps the \Vest Pakistan Cooperative 
Union in cooperation with the Institute of Co­
operative Management and C(ooperative College 

could prod(tice such matcrial for improving the 
managerial skills and efliciency in coops and 
kcep feeding them with such material. 
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MANAGEMENT IN COOPERATIVE
 
SOCIETIES APPOINTMENT
 
OF MANAGING DIRECTORS
 

by 
Mansour Emami 

THE IANAGING DIRECTOR of' the coop-
crativc society is appointed by tile board of' man-
agers. The board may relieve ti managing dircc-
tor of'his duties if'his work is not found to he satis-
fitetorv and in the interest of the socictv. The,man-
agi 	 ig director is general! appointed fi'0on among 
individuoals poSscssi iic Ih followin gqualilijcations: 

11 	 He should be a resident of the villiage. 
2) 	 He should bc literat( and bc Ihiniliar with 

reading, writing and arithmietic. 
3) 	 His interests should not bc at variance with 

those of' the coopcrative sociely. 
4) 	 H( should have t good reLtation. 
5) IHCshould l)t' interested iin cooperative af-

flirs and should have almple time to per-
form his f'unc tiols ilin lth(society. 

METHOD OF TRAINING 

Thc managing director of' a cooperative so-
ci('tv rec'ives the rcquisi c training ill two forms: 
11 raining within work The supervisors of 
COOerativc arc'as, whil' visiting the cooperative
society, olli'.training to managing directors about 
the aiims and objcctivcs of' cooperativ'es, regula-
tions and p3rinciples ( f co')pcraives, their ad-
ministration and accounting. 

The cooperative supervisoirs aire selected from 
.among the gr'cluate youtlh of' rual regions and 
receive one yearo' of' cooperativc training. They 

should have at least three years' experience as 
assistant supervisors. 
2) Training c/asses -- The principles of coopera­
tiv's, their brief' history, types of cooperatives, 
bylaws, regulations and statttes, method of ac­
counti ng ard administration, and development 
of cooperative Ser-viceS il'r taught in these classes. 
Prospective managing directors participate ill the 
examinations at the end of, the course. 

FUNCTIONS 
In accordance with the statutes of the coop­

erative society, the fiction of' the managing 
director is to enlorce the resolutions of'the board. 
The main ftinctions of' managing directors are 
listed briefly below: 

I) Accounting of' the cooperative wholly or 
partially 

2) Clerical work ol'the cooperative 
3) Supervision of'Construction,installation and 

stores ol'thc cooperative 
4) Cooperation and deliberation with the 

boaird fbr exCCLttio of all unctions 
5) 	 Receiving loan applications i'om members 

and submitting them to the board after 
ensuring their validity 

6) Paying loans with the approval of the board 
7) Recovering loans ill their clue time 
8) Other cutics. 
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RELATIONS WITH THE BOARD WAGES 
So f11"managing dircttor. of rural CoperlativeAND ADOPTION OF GENERAL POLICY 

Sillcc according to( tht statutes of clOOlrativ'e o.scieties have Int oltaiiid ad(lltate and definite 

societies, ti' boartd mi tsl ic evt'erv two weecks, rVlhtlneiltion. 
nd\sthese fariI ats \.ilgts t c'ei') ( Ianagilig lirt'­antilt tlt'ialagiti director shotutl atttlid I. 


itiectings without llv votill" ri",ht, it coulf l)d tots ('1)l( It t'lasiit'c iii Out nI thi' follo\ing

((iiicltutcth that th' h)Oili(I ti tit' t tii i (li'td'- thre categories: 
t<ur liav' ofl~t'al d'iiiit''ti~it 0t1( {\v\ r t\'( \t't'ks. I Those whoi rvt't'i'e wiges )r<portiniiatcto 

tit sot'it'tv S ilioolO', ulit sillte tilc SO)tiet\s
H[owe'v'r. those fiornm'il nlilettiligs arc oot ile onk. 
(Oitlt't'ti<ns lietqxt'tin tiet ~tiiaiiig di't''t+r atid iiit'otln' is rather low, thti renllt'tration is 
lilitis e'sidt'it in iti'hand small littioulit all averago' ofhil thit' sInlt' \lilid' or also nlh to 

to 8 I0-1,O00 rials l)tr nIoith.*have fleet" fequentlyvillages. V tlity to1 
2 Ist don'ot iv ihedilitiltuiea­T'''lio receive

distuss t'urre't 1 r clleiiis and hi'tise \ariois op-

portuniti.s arise ho taking conttacts.tt 
' llie.is adoptd year' il proportio n to h'o (ioi'tvs iltlc 

T ie ge.it'cral politv (& cooperatives 
lht 	ilotunt this liittls Io is small, duc 

onil the hl is nI'tlie statlutes. 
too 	 tile aforciition'ntinidIeteaslil.

w' olhn0ili' neti alre ilivolvd ill the adoption 
of this lpolicy.v 3) 	 '[lhose who ictither lctivt' \iwa's ior ho­

lnoses and wih )erforni their l'ncti ns ill 
I 	 Stipt'rviisor of' cooq)crative 'rea li advic , 


oqilclat nd' recommnnt'ndations hnort1'v t)attv.
id 	 an 
of 	 the The q utIStiut 01'rTCr itI tInt Mid rtCnltIII '|'itiOll

2) \la iaiM g dirt'tto ' aMid mno'miii)t'rS 
crtaiin too)prati\t cit'tie at ('til'r'it day topic.

in addition to hiaving ill s is
board'r andiwho.aothioritv are"amo iig tihe' (isti1- lic (( )R(: is entisidil'rg the forinulation of it 

gfiiished iet'sotl;litit's of' the villaote ninlhl regolattini and is at'r ,ioi the lrelimi­
for setting tip it e'tttral pt'iisioni fund for 

3 1\Itiib'rs o& tille eoperativ' socitt\ who iari'cs 
cistonliers oftlit societ. C'Oo(pel'ati\'(' ptrsomittl. I tI'st that ti (ENTO

ate the owliers ani 
Thtc general l)olic'y is stisallv flor'cast anc o~poit. will t'ol)eVrite with is ill this onlnection. 

rt(,t'()nlntl'lltl(.t b\ till' board and is alpcllrt' at 
tlie aranIia(' annuailc ictlv , o at RELATIONS BETWEEN MEMBERS 

hel'atnnti"al tteral niee ttin. 	 AND THE SOCIETY 

MARKETING ACTIVITIES 	 'I'll:- inemln'lrs o tithe societv are informed of its 

anIt 	 ould he assltecd that 8( per'eit of'ithe(rural activities in tie 'ol1howing lntl: 

cooperative societies ill I rati are active ill pro- I ) Participation ili the nnIiiitial gene'ral meeting 

curing grain fioth fAllMrs aid selling tie Silll to 2) Participation iii trairing courses which are 

ll (raii I)ept'llinelit whieh is a goverin men t held monthly 

orga nization. 3) Reading thit' bulletin entitled "TI'ai'on 

In 	addition to this abottt 8-I cooperative so- Iran" which is l)til)lishcd liwtckh. 
t'i('tie's have< stitrte~l iittvit's in othe'r mart|keting

fieldcs suach its the tii'ltise idlle ofriC, C'eteals ASSISTANCE OF BOARD MEMBERS
 

itd fIiits. The cooperat ive unions, which are The 	memhllbers of the' board ('no il)tt with the 

Vei'tI* ()0 ill iinlinlher, also have exteisive plans for 	 managing clireetor oil all occasions., particularly 

in tile 'olle('tion ofchai is and the iinplementlttionmairketing activities, and have already started 

some oilt heir proects. ol'the progralnllle of'thi society.
 

Stt0I 75 riais 
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MANAGING
 
MARKETING COOPERATIVES
 

IN TURKEY
 
by 

Rifat Unaydin 

IT IS A FACT that a good manager is one of the 
essential factors in the Success of' a cooperative, 
A.; you know, management is the art of' directing 
the activities of' a group of' people towards an 
agreed objective. To manage is to plan, organize, 
direct, coordinate, control and motivate thc eflorts 
of a groulp of'individuals towards the achievcent 
of' the objectives effectively and cconomically. 

The managerial ftinction in a marketing co-
operative is that of plin ing, organnizing, direct-
ing, coordinating and controlling (withiti the 
policy laid down by the board of' directors) th,: 
activities of' the coopcrativc, particularly so fhr 
as trading activities arc c'oncernecd, so that the 
objectives shall be attained in the most economical 
manner, with maximiumn satisflction to all the 
factors concernecd. 

Turkish marketing cooperative managers o-
serve the lollowing to manage a cooperative: 

Plan: its objectivcs and all fhctors essential to 
achievement 

Organize: its activities and its personnel 
Dir'ct: personnel pirformancc 
Coordinate: c."h part of' the program with all 

other parts 
Receive: inf'ormation about what is going on. 
In 	Turkey the cooperative manager is not a 

policy maker, but it is his task to so organize and 
coordinate the activities of' the cooperative as to 
fit the policy laid down by the directors. 
The cooperative management in Turkey is 

judged by : 
I ) The extent of' the progress of' the organiza­

tion, whether it is satisfhctorv or otherwise. 
2) 	 The smoothness of' the opcration of' the or­

ganization. Is there proper coordlination 
of' the parts, a lack of' f'riction, a proper 
distribution of' the load? 

3) 	 The extent to which the stafI'desires to help 
the organization. What the manager wants, 
the staft'should want, not fi'om compulsion 
but from desire. 

A good cooperative manager must have the 
necessary tech nical knowledge of the business 
he is to carrly on, and he inLust be par'ticularly good 
at understanding and using the expert knowlcdge 
of the technicians on his staff. He must have an 
understanding of' cooperative methods and he 
must be able to maintain good relations with the 
members and with the public. The cooperative 
Manager must be a well-iroundecd businessman. 
This takes specialized training. 

The biggest problem in Turkish cooperative 
management is to find good business managers for 
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tile big marketing cooperatives. In Turkey there 

are l'w facilitics for training at a managerial level, 
In Turkey there are no spet'ial c( opcrative 

colleg" courses h 1rtra inin;g tol)perativ(' ma nagers. 

01k. rccenlv general numalgemlen t studies have 
b)een introdutied into commt'rcial collcg('s and tile 
commercial Ftaculties of the universities. 

Ill ''rkey most Of ti"t' marketing cooperatives 
and their unions are administered by tie Nlinistrv 
Of' Co1nierCeT' and are tinder thet'eneral soupcrvi-
sion of th Agric ultural Bank. These cooperativ'es 
are set tip atcording to a sp ecial law. Lach c)-
Ol)p'rati vc' or untoii laV select ttheii' own i loc-al 
elhployc's exct'pt ti director of ()(Iperativtcs and 
Ir(.neral direttors O.i ti( unions. Coo)Jperative
directo)rs ait' assignc by the hocal ' loperativ' lt 

iust he a pproved Iby the Ninistrv of('on llerct. 
General dirtctors Of th' unions (f' copratives 
anre assinu'td directly b\ tht' Nlinistrv of' Coin-
merce. Salarv scales, IItmi'S of work, holidays, 
I)(nitses to t'ni )Ioyt't's, overtime ia t'Cs, even assign-
inctnts (If jol)s to individuals are laid down by a 
spec'ial cooperativ t'inplovment statute. 

RESEARCH 

Sotme of'tht marketing rusearcih work is ctarried 
(it Ib the Uinions Copm'itives. Btit most of the(f 

market research is carried out by the Niarketing 

1)epartlent of tile Ministry of' AgriuiuttirC, and 

the NIinistry of Comm,)ec Export Promotion 
Cienter. 

Research is continuallv being carried out by: 

I ) Collecting and anal'zing reports on volu me 
anid prices inl the leading domestic and 
foreign markets 

2) Testirig consulmer prei'etItices 'ldifferent 
grades and varieties of' )I)r(du 'tS 

3) Researching the best and most economical 
methods and materials flr packaging 

-) Experilental trial shipments br xp)rtable 
commodities. 

"I'[le Marketing l)epartmtii of' the Ministry of 
\gr.ieulture has recently been given the task of' 

gathering market infbrma tion and disseminating 

it to b)oth tie production and marketing coop­
erativ'es in l'urke'v. 'I'lh market information is 
being dissenimnattd by ratio, newspapers, and 

market sh'ets on a dailh basis. \Vctkl and month-
Iy summaries areialso being doeumented and 
Cisti'ibu ted. 

In tile past two years all iawar'ntess hias become 
evident to the nlarktting coperativ's that the 
production ainl sat' (il to quality conmmodities 
are tlt' best methds of' stablishing good public 

relations. Other l)lit' reation flctors are price 
and service. These two fitlctors are being Con­
ctm'trated on in the wholesale and retail markets. 
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MANAGEMENT OF
 
MARKETING COOPERATIVES
by 

Matthew C. Wordsworth 

MANA(GEMIE;NT, NOWA)AYS, is spread out One of the major jobs ofnmanagement nowadays
much more than in days when businesses were is to collect information upon which dCcisions are 
simply administrative organizations for certain made. This is a subject needing special research 
objcCtives. Of'cO(u rse small businesscs still are such training, but it is very iminportan t in marketing
organizations, bit the denmids of lhui mans andI because, unless a cooperative knows where it can 
the increasiri, skills needed both in processing 
tech liolog and ,organization mean that any fair-
sized husiness that is coipetitive inl ust have niall-
agemnit of'a new kind, with ervone who is at a 
focal point in the organization taking some part 
ill inlagellient aiid malliagellclt becoming 
more and more a team eflort, 

BtilausC of increasing c(mi plCxi ty in busi ness, 
modern managers and management have become 
increasingly concerned with gathering inflbrma-
tioli l)Ol which to base decisions. These decisions 
are, if they atft*ct policy, matters f)r" ile board of' 
directors. The relationship between niallagers and 
the hoard is very impo)rtant, especially in a coop-
crative, ill which the board represents tile owners, 
the meiniers, vlo are shareholders, but also 
whose livcliho,,d depends on lhe work of the co-
operatix'c. .IanagmIcmt is a joinriJlictiol of the 
board and the manager, bit there must be clear 
Iinties of divisil so t hat, %']heli the board has dc-
cided oii a policy and all objective, the manager 
is allowed fill freedom to get on with his job. 

best sell what, with the least expense to itself' it 
will not succeed. There may be a nce'd, in the 
regional countries, for help in this regard fiom a 

imarketing ilistitu te. 
Probalbly the most diflicult problem for man­

agers is how to raise capital. This will be dis­
cussed on the thirdClclay, but it should be noted 
that cooperatives (because of, their 6 1rm)always 
tend to be short of'capital. This means tlhat man­
agement decisions flor cooperatives have to be 
taken with this knowledge in mind. 

I aimarketing cu, ,pcrativc the proI)lem of how 
to keep the fiarmer members informed f what is 
going on and lomw to interest loll-mnhlier fm­
ers so that they will join is very important. A 
magazine or a 1'v leaflets call lie, ]but personal 
contact with flhrmers by imemers oftlle stall'(fi'om 
truck driv'ers upwards) is essential. .\ special staff 
member to visit f,'me's is useful. In the past, 
cooperative movements in regional cotin tries 
oftei relied on government oflicials to teach abmut 
cooperatives and to disseminate informa tion. 
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This was not always satisfactory. Probably co-

operatives should now do this themselves. Per-
haps several could join in local unions fbr this 
purpose. 

However, in many cases managers, both the 

top men and those in charge of dlepart ments or 
sections, know little of the St ructtiure and spirit 
of cooperatives. Managers ha\e to be recruited 
where they can be found it is usually true that 
it is casier to teach a skillf'ul manager about co-
operatives than to teach a cooperator about man-
agenent ---but don't fbrget to teach hii. This 

can be done through vetiv short courses. N.'van-
agers are busy men. 'he'V do not have inmuch time 
to read, but a weekend coui'se for i group of'man-
agers, who must also have litile oil for discus-
sions of' their practical problems among them-
selves, can provide this teaching. h'lrhee forty-
minute talks, with a twenty-minute discussion 
period after each, can cover this subject. Coop-
eratives have plenty of' disadvantages in the 
business world - the cooperative spirit is their 
one particular asset and, if' tlhe neglect it, they 
usually go uIIdCi. 

The Plunkett Foundation in London, which 
is fairlv well known in the regional countries, 

concent'ates on training ltr agriculural COOl­
eratives, and undertakes training of young men, 

and also holds conferences for senior managers, 
)tut it also holds overSeas management courses 

aMid runs correspondence coursesLIIf' manage­
ment. On tle whole, a combination of classroom 
training and on-thie-job work for.junior manage­
mnent staff seems to get the best results. This is 
what the Cooperative Wholesale Society uses for 
consu mer societ\' traineices tih rough tie Coopera­
tive College, and tle ' o doesPhunkett oundation 
the same on a smaller scale for agricultural coop­

eratives. It is in th se junior ranks that it is hoped 

senior managers of' tIh fluture will be fbund, 
though at first such men iu Ist coln fi'om the 
business world. 

Cooperatives, many of' whose members are 
fa rmers earning very little, often object to paying 
proper salaries for managers. This is just as foolish 
as buyinlg a c'heap and iieflicien t canning plant, 
but cooperatives tend to do this, too. 

The democratic form of a cooperative can be a 
disadvantage in business. It should not be altered 
because of' this, since it can also give the added 
strength of'loyalty, aMid running a democracy is I 
problem which cooperative managers must face. 
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FINANCIAL MANAGEMENT
 
OF MARKETING COOPERATIVES


by
 
Ralph U. Battles
 

THE MOST IMPORTANT component of 

good overall management of a cooperative is the 

developneit of' a sound and adequate financial 

plan.Since cooperatives are a form or' )usiness 
organization, their operations must leIfinanced 
in a manner that will: 1) accomplish the specific 
objectives of improving their services to members, 

and 2) provide for a continuity of solvency in 

order to maintain or further improve thlirservices 

to members in F'uture years. 
The financial nc,'ds of' coopcratives will vary 

tlie size and natureconsideral)ly delpending u)on 

of' their )(Tatiois. Fiiaiicial ITtftircuiCnits fi'- a 

marketing cooiperative that confines its operations 

entirely to bar.aining Willi cotIstime' 01- whole-

sale organizations will r((uire relatively small 

financial resources. Its expenses will involve only 

salary costs fbr the bargaining onicials, and pe-

haps rental costs fi'"an appropriate ofltce. 

At the otlici etne, a marketing cooperative 

which assembles f'a1i'in products, plrovides storage 

anid processin g Facilitics, ail operates retail 

outlets will rl'cluir" much grcatct financial i''-

sources anti a n1ort' onpliC'atdl financial plan. 

It is not tl lttrpose of this paper to discuss thie 
history of, cooperative i l. lcing clst'wh'cre' in l 
world. Rather, basic proven principles will be 
discussed. Which apply ('tv eri'h it'When adapted 

to the peculiar co)ndiLions existing within each 

country. 

Perhaps the most important basic principle 

to understand in financing cooperatives, or any 

other business eilteIprIise, is that which deals with 
term -'capital'the accuiulation ofcapital. 'lic 


is used he're to icali the total money value of'
 

physical resources used by a cooperative. Thus,
 

the total capital, whether owned or Iborrowcd,
 

would include cash in th bank, accounts rc(iv­

able, other curr'nt assets, fixcd assets (land, 

phlt and miajor equilpmeint), investmnets and 

all other assets. 
Capital acco In tla most simply,tion, exprcsscd 

is the net accumulation ofsavings. "'\Whcther for 

an individual, a business corporation, a farmt' 

cooperative, a nation, or the' industrializcd part 

of' the world, capital formation results fi'm with­

holding pat of curmrent income from ctliTilwt con­

sunpt ion and inx'sting or holding it in such a 

way that it will contriul)te to F'uture production Or 

'onsum ptiom. Stich withholdings or savings when 

added to the prcviously accumulated stock of 

capital goocls, enhance th f'utrtur capacity of' the 

individual, corporatioii, or nation to turn out 

goods and seirvice's. * 

* il i ciinition o the description of tie pro­ois capital and 

tess of' Capital aciumulation is considered bv a fiencmost 

autho'icy as a most significaut Fact iecessary in ai cinder­
. 

stand intg of som ud finiancia I manIlagi IntIl i )". Rusell C. 

Engberg, Financing Faricer (ho/pratire., 1965, pp. 20, 21. 
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TYPES AND SOURCES OF CAPITAL 
FOR COOPERATIVES 

In general, capital for coopleratives fitlls ill-
to two cll gories. First, ()wnel capital rep-
resents that wIhic h is owned )y the nllbers 
of the coopierative aircl iel)scnlt's their share of 
ownershil ill the Lnsi ne'ss, and usualhI involves 
no obligation oil t part of the cooperative to pay 
interest, or to repay the memhlers' investment at 
a given dat'. 

Owned capital generally originates in two 
ways in a market iniig cocra tt y. First, when a 
cooperative is organized cach n'member purchases 
slharcs or certificatcs of equity, Or pays member-
ship fet's. Evue i after a c<)opera tivc is in operation 
there alav lt occasions wl'n the board of dii'('C-
tors or tilt. nll)cirshi ii will dceim it advisabhle to 
seek more capital fron nibcers through either 
an assessiilit or volntu"rv contrilutions. 

The secoiid, and perhaps the mnore + iiportnt~mI seh nd , a lio rasi igpoier imareina *.1it-method ()f hiccsiff owntcd cailh;t in it nll-ket­
ing ctoperiu tivc, is through systciia of' roti'led 

pa trt a(-ge re'unids. This is usnaIlh do i,: y re-
taining t fixed it lorizeol i')nt of" ioite per 
unit of' product irkttd by ah1ni mbelr and 
allocating this i1tiit tt l)(l"Sthe meme' actount. 
Iliman cast's, thcmse retains are paid biack to the 
meeters over 1 period f' \'ears according to it
prei'raigd e. ThAnother 
fuid lplaui will be d iss'cl later ini this I lir,

'lhe second cil tegirv til'ital fbr'a ci)lt''ipati'e 

is borrowecd capitall. This type of' capital usuall' 
takes the fbrm of' loans from other institutions or 
individuals to tihe cooperative which, in turn, is 
obligated t( pay a dc'fini te i'at tof'i" itter'est a 
return th' 1'v th I)orrowTei' bV a c''rtainmne) to 
date. In the c(ontext ()f' tur carlier definition cf 
canital accuinuhtion, boirrowed capital repre-
sents the accuImulated savings of'soic otilr insti-
titin or individual which has given Lip control 
of its use to tile cooperative fbr a temporar but 
definite perid of' tiin,'. In consideration fbr' this 
temporary relinquishmuent of' conrol, tile lender 
is paid interest. 

PRINCIPLES INVOLVED 
IN SOUND FINANCING 

A co: pcr; tive needs to be adequlately financed 
ill terims oif the total atount of' capital, but in ad-
clition, careftil consideration must be given to 
planning a financial structure with the proper
balace between owned ('apital, oin the one hand, 
and Iorrowed capital, tin the other. A general 
rule considered as a guidepost is that lenders 
should not hIlave a greater stake iii the cooperative 

than the owners. Stating this another way, owned 
capitl should constitute at least filfty percent ol 
the total capital. This is a good rule, particularly 
if, hi'l'nder is not symnpathetic to the cooperative 
Waofdclg liusi ess. 

01 tl other haud, in actual practice there are 
ntllelrotlS Ci rtCt 1StallTes which would warrant 
either a smaller proportion of owned capital in a 
coopert+ivc, or which would suggest the advis­
ability of having even illtore than 50 percent in 
owned capital. 

(:apital owlcd by the memhers bears the major 
risks of a businessllfilure. It also profits most in 
case Off blusiness Success, ill lie fo"In f' gleater 
savings, which lay be reprt'sen ted to inenibers 
LIw dividends, certificates of cquity, allocated 
caupital (redits, or tunallocated reserves. 

Ani a(lquatC alioutit o() owned cutpital is a 
miajor prerequisite f6r obtaining loansi from most 
lenders. 'I'lhey require that their loan s bc cushion­
cd bV eiOtg1i o\ne'd capital to safc'guard th'in 
against loss resultiig fron untbreseen eircum­
stances. Sinc borowed capital bears fixed i­
tterest ra's aid principal l)aynteuts, both (fie at 
fixed dates, it is necessary for the cooperatives 
to have avai lible suflicicn t oiwned capital without 
fixed interest, dividend, oir principal pavmenit to 
meet their ol)ligations during tnnffvorable years. 

reason for substantial owned capital is 
that it reduces the costs of'the cooperative. Interest
has to be paid oniborrowed capital. The'ref'ore, a 
high proportion if owined capital reduces interest 
costs, thus releasing funds ftr other constructive 
uses. 

Last, but by no nicans least, large otwnership 
of'capital by members is al powerful in'entive for 
meiibershiIp hovahy totheh"cofpeiative. 
FACTORS AFFECTING AMOUNT 
OF OWNED CAPITAL NEEDED 

\\rhile there is no precise formula f'r determin­
ing the exact proportion of' the total capital of' a 
cooperative that should be owned capital, there 
arc certain flhctors which should be carefully 

considered. 
Perhaps the most important tIctor in this con­

nection is the degree of' fluctuation of' the net 
eai'nings tif tit cooperative from ycai' to year. 
Fior c(olieratives which have had a record of' 
stabhle net earnings, and which arc expected to 
continue to have such a recoc, the proportion
of' owned capital call saf'ly be smaller than fbr 
cocperatives, the net earnings of which, fluctuate 
substantially fi'om year to year. Highly fluctuat­
ing earnings would, of' couisc, jeopaurdize interest 
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payments on borrowed capital duriing uinlavor-
able 'ears particularlx if'th' alrrnlit o bIo'rrowed 
capital were disproportionately large. 
The lusiness of son coolcratives is decidedly 

more risky than that of' others. l:r 'xample a 
marketing copcerativc which makes partial ad-
valiccs to eiliers ( t ie commodities which 
they produce assumCs til'risk of' price changes. 

Similar risks are involved for those coopcratives 
which aec-C n ilate c omnodityi iivec toriCs. There'-
fIre, it wcoculd bC prudcnt fi1r cc)Coperatives which 
are expcsed to risks of this nature to have a higher 
pro)portion or nell e'-<owxied capital. 

These and other ,tctors indicat' thatc clearly 
there call be no g(,ncral formula in determining 
the opti int na inc c1t1lit of' owneCd cal)ital rt'qunirC-
mnts hcw all cooperatives. l']ach cooperative must 
be analyzed indi'viduallv and a finaiicial plan 
dlevclopd. bascd tpoci th( f'actors peculiar to the 

particular opceratics ccf" that cooperative. 

METHODS OF BUILDING 
OWNED CAPITAL 

The inethod of building owned capital which is 

adopted by (c)(cp('rativc' is a very' important 

part rie (+verall fiancial plain. 'he method 

al pted shculd bce11ethcr ughly uIndcrstoccd by tile 

(cr tnarkicting coo(perati'es,membc'rs. In the cas 
the mcnbers nied tccknow that their cocoperative 


hj cc-
has twccbroad ojcctivc's. The i iimediate 

tive, (fcf'r.se. is tco obtai c tice maxinnn price lr 

its members' prducts in th ciarket. The longer 

range (cljctivc is to build their cipcrativc into 


a strronger and more efficient orgacnization So that 


it can expand its se'rviccs to ciemers and eflec-


igicg coinpt'tilive condi-
tiv(ly cope with tit' ch 

tions overi a pericd ccftime. 


'The longer ra gc objective will btean icn-

the extent that tlit'vy
mediate cost t)mnbllers t(c 


pay meibership ies

have tccither bIcv stock ()r 

in their coopcrativ'c. It will be a longer range 

cost to lit' (xteit that tili ccoope'atlive deducts a 

small part froii tli pro)cceeds cf' thei members' 

sales, or rcttaills patronage c('fciuds. AlIc these 

costs tc)tll' miiher are"f0r t li purpos(' cOrbuild-

ing irnclber-owiied capital. 
All Imembrs (f the cic cpe'rativec tust Id('i'-

stand the iiecd for those costs, so that tht'y will 

continue to suip)olrt it thlrugh their patronage. 

REVOLVING FUND 
One method of handli meilrilg er-owned capi­

tal which has been used extensively in the United 
States ard lerhaps in other countries is the so­

called "revolving funtd plan." In its siml)est 
form, this plan provides for,retiremnt of the co­

operative's oldest nmlber-owned capital from 
finds lclumulatCd from nienilers and patrons of' 

later years. Ordinarily, the revolving fund plan 
does not Iccome( operative until a cooperative 
has acCcunn Iatecd all of the ow ned capital that it 

needs. 
MeIlber-cvned capital that is revolved may be 

either authorized deductions firoin sales, retention 

of patr(onage' dividends, or insome cases, stock or
 

certificates of' equity which have been sold to 

members duriniig an earlier period. 
Insome' respoots, tile revolving uind plan is well 

adapted to)frmer coopratives. Its use has beei 

regaMed by maiv ,isai eliectivc nc'thod of ac­

cuntulating and naittacing cvn'cd capital. 

The use of the plan: I ) confines capital contribu­

tions to present memne)rs, 2) re'quires investment 
in proportion to patronage, and 3) restricts equity 

financing to thosC nitil)llcrs CurrCctly using tile 

It aIlso) offers smc iin'entive toccoopecra t ive. 
to theirmembers to contribute o vnCdw capital 

the focrm of stck 1iu'chascs, sincecooperative icc 
they can lhcck firward t(c a r't'ttrc'nccf this capital 

at so(ic f'cture time. 

011 the other hand, tile revolving lund plan 

that tile need for memri'-owned capitilassumes 
will either I ) stahilize at some point in the i turc, 

or 2) increase h'ss rapidly than the nun er and 
As the needsarnliunt ofbusiciess (cf'new memllbers. 

they have ini scn( coun­f r capital increases, as 
ill have to give imtore att'll 

= 

tris, cooperativesi' w 


lion t(c acct Inl of' pIrnuaneiilt capital and,
ulationr 
perhaps use the revolving hind only in cases where 

future willmicnl'ber-cwiied capital nceds in the 
permlit. 

CREDIT FINANCING
 
OF COOPERATIVES
 

"Borrowed capital," the principal itens of 

which ar'c interest bearing !oans, has a definite 

place ini a financial plan f'or cooperati'es. As 

previously discussed. the'r is a close relationship 

between "boirrowed capital" and "owned capi­

tal." l3orrowecd calpital usually b'ars a definite 

rate or iter('st plyal)h" at spccific dates, and the 

It is a com mon practice f'or competitors of a 0co- principal suin is also payable at a specific date or 

to cr'ate distrust among according to a fixed schedule.o)erative to attempt 
the loyaly of' The use ofboi'rrwd capital under appropiiatemembers. This can be damaging to 

the net'eds circunstanes pecmits narketing cooperativesmembers if they are not fully aware of 
to expand their services to members by purchasingand objectives of thtir cooperative. 
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and installing new equipmlent for handling and 
processing the products more efliciently, I ex-
pansion of storagc capacity when needed, and 
by making other major changes which would 
contribute to increased returns to their 1embers. 

Institutions that lend to cooperatives, whet her 
they be specialized banks for cooperatives or 
general banking institutions, base their loan 
decisions on t careful mnalysis of all pertinent 
factors. In a broad scnsc, the fl indamen til con-
siderations takel into account by itlending insti-
tution are those which their experience has shown 
to be essential tauctors in the successful operation 
and growth of" a farmer cooperative. 

A major consideration is aln evaluation of the 
managelent, and i ncluodes til board of diircc-
tors. Other considerations would include: 

1) Financial policy and risk as related to the 
practice lblhowcd by a marketing coop-
erative in making payments or advances to 
patrons for products delivered to it for sale. 

Vhere advances to memlbers represent a 
large proportion of the market price, or 
where coin modi ties are purcllased out-
right by the coope'rative, and where there 
is little O'o() protection against fluctuating 
prices, the risks of' loss are corsidered high. 

2) The volume of' busilne'ss as related to that 
necessary for efficient and low cost oper-
ations. 

3) 	 The degree of' risk associated with the 
particular nature of the business being. 
conducted by the cooperative. 

4) 	 The general credit-worthiness of' the coop-
erative, which involves such considerations 
as the adequacy and balance of the financial 
plan, its repayment record on past loans, its 
earnings record, and adequacy of tile col-
lateral offiered to secure the loan. 

It is important to both the cooperative and tile 
lending institution that the foregoing factors be 
analyzed carefully and that sound judgments a'e 
made. The cooperatives need to be able to use the 
borrowed funds efl'ectivehy and efliciently to ima-
prove services to members, without jeopardizing 
its financial solh'ency. The lending institution 
needs to be in it position where it can collect its 
loan when due without impairing the ability of' 
the cooperatives to c'ontinue eflective and eflicient 
service to their members. 
SUMMARY 

To summairize, the flollowing general points 
should be made: 
1) The development ofan adequate and sound 

financial plan is the most important com-
ponent of a program of good cooperative 

management. 
2) 	 Financial needs of cooperatives vary con­

siderably depending upon the size and 
nature of their operations. 

3) 	 The most important basic principle to 
understand ill financing cooperatives deals 
With the accumtulation of capital. Expressed 
most simply, Capital accumulation is tile 
net accumulation of' savings. 

4) 	 There are two categories ofcapital, namely, 
owned capital and borrowed capital. Gen­
crallh s pe a king, owned capital should 
amount to at feast 50 percent of total capital. 
Under cCrtai n circu, mstanees, however, it is 
advisable, for a coopcrativc to have more 
than 50 percenit of niem b'r-ownecd capital 
and under ot her cir'cnlllStalces itwould be 
safe to operate witl] less than 50 percent 
owned capital. This deterininaioii must 
be based on an ilndividulI analysis of each 
case. 

5) 	 An adequate amount of owned capital iSa 
major prercquisit e f'or obtaining loans from 
most lenders. 

6) 	 Variation in net earnings t'rom year to year, 
and the degree of' risk inherent in the type 
of' business handled by a cooperative, are 
factors influencing tile desired level ofiem­
ber-owned capital. 

7) 	 Member-owned capital can be built by 
selling stock or membership, deductions 
fi'om sales, or the retention of' patronage 
refunds. 

8) 	 The "revolving fund plan" in its simplest
 
f'orm pro'ides for retirement of the coopera­
tive's oldest member-ow,led capital from
 
funds accumulated fi'oi,. members and
 
patrons of later years. While the "revolving
 
fund plan" is considered by some authorities 
to be an effective part ofa financial plan, 
the expanding needs for member-owned 
capital may limit its use in many coop­
eratives. 

9) Borrowed capital, which bears a fixed i'ate 
of' interest and must be repaid On fixed 
dates, permits many cooperatives to ex­
pand and modernize their operations more 
promptly than would be possible on mere­
ber-owned capital alone. 

10) Borrowed capital increases the risks to the 
cooperative, es)ecially if'carnings fluctuate 
significantly froin year to year. A cool)era­
tive should borrow capital only after a 
thorough analysis of' its operations, and 
only if it has an adequate cushion of mem­
ber-owned capital. 
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FINANCIAL MANAGEMENT OF
 
MARKETING COOPERATIVES
 

IN EAST PAKISTAN
 
bv
 

Shamsul Huq 

THE IARMI'RS OF EAST PAKISTAN are 
vcry poor ideed. This is mainly due to too nnch 
pressurc ofl population on lad, low yield per 
acic and widc-scale clamiagcs done to the crops 
'vcrV \'ilr )v niatural calamities and pests. No 

orgoallizcd mmrketing systcm in oil)cration in the 
)rovince. W\arehousing facilities arc also not 

av;tilablc. 'lhc firitl'rs of Eiast Pakistan are thcrc-
lore abs mlv dcpendent fIr the markctilig of 

thcir fIarmi)Ill oducc t111m tilc t1lnscrtptlou.i trad-
ers and middlencn and arc thus subject to cx-
ploitatio(n of' the worst type. Tlc\. call never 
expcct to get t fair price fior the wealhtlproduced 
by the sweat of their brow. This makcs them all 
the more poor and kills their ince.tntive to make 

efforts and investment 
agricuhtilrc. 

I. Share calpital 
2. Grants-in-aid 

.ormaiitela nct of, staff) 
3. Loans 
Lt. Gritints-in-aid 

(6or godlown construCtion) 
TOTAl 

for the development of' 

With a view to providing essential marketing 
flitcilities to the Iarmers it copcrativ'c marketing 
structure was created in 1':tst Pakistan through 
the credit and marketing schemC u ndler the 
Sccond Five-Year Plan. U idcr this scheme, 
which is being continued Under the Third Five-

Year Plan as wcll, tl1 Provincial Marketing 
Society, 43 central multipurposc societies and 
930 union mnlti rlosC societics have bcl cdcvcl­
opcd. It has already bel stated that the farmcrs 
of East Pakistan are of limitcd means. Realizing 
f1ll well that the poor Firmers of the provincr 
arc not abl to provide liia nec necdcd by the 
marketing cooperativcs, tle Gocrncl caine 
forward with funds tlnder tihte scheme to help the 
cooperatives to construct godowoVns and to take 
ttI) marketing operations for the benefit of farmcr­
ileinll)crs by way of, sharcs, loans and grants-in­
aid. Total Funds made available to tle marketing 
coo))eratives under different heads through the 
se'l Iinc are shown beow : 

of 

Rs. 3,364 millions 

Rs. 2,569
 
Rs. 25,336
 

Rs. 5,467
 
Rs. 36,736
 

The funds providecd by the Government were 
course inadequate for the purpose of' taking 

upimarketing Opcrations on it large scale. But 
it was quite einough to start with. Thll primary 
in ltipuriposc societies, ti i m ,posccentral lt i 
societics and the Provincial MarketingSocicty arC 

properly utilizing this melo cy [(' dcveloping a 
sound marketing scheme and are also gaining 

58 



CXperineCC frt' thC job. StI'tciural 'fhlngCS will be 
necessarv to make the piintarv so'itics mor 
viable organizations adI processing • plants for 
diflerent coioidities will have to lie sett up by 
the PrivincialI Iairket ign Sei, t(11\ o make tlle 
marke'ting sclhcit' cfn.'('t'ivt" for tile Iciefit of its 
Int'illbvies. 

'ITht malrktlin ~iit't i\ixc5 il EaiSt Pakistan 
(d0 not take any loans !'roii cotmierial banks. 
T'l'lV CiUld I( f ( i' t SuhI 
inr'i'cial banks oi the seeiv' 
gollIwnis. lint iillt'rcst i';ilt's Ioi 

nati ralll fc v i'\ highi, itakillg. .1ti li tliliu S()(cItii s to cat'; l ;it Iri 

lllans Fi1 t'(iii-
llthe stock in tlheiir 
such l slll \\niuldl 

nature so that the v c l IcoiuLtilizedc lore' ration­
alh' to serve the best interest offariners. 

It should b( In'itioli'd |itli juth' is the 
main cash Cro1p of the province. The prosperitv or 
poverty of the peasantry of'Elast Pakistan (epends 
oil its pr'ice. This mlain crop remains outside the 
purvixw Ofo lt' l( marketing, selinite.cooperative 
\Markting of' other crops including paddy is no 
dOuIlt iiii)ortnililt til it IS1' iioIiIfir iiliiittIC, 
Itn)a0t'ld to the marketing of jut'. 'Th jtitc' 

tra-t' is t'l~iillel moslliv big business iilg­
titites a dI ilg(lt'ls I'lj)lI'(d y Owli, ain(f I ldes 

illii(o>'tIliityit (liftillIt fbi' thc fi' te exjifu itt ti ofth ft' ii't's.ctotpci';tiv'cs lIntcall ili' i " ti . 

'lc marikting ( )5 (';il 'lrl'' (ii businetss; tol 
t rtisllille extilit evei without cliij)lI)vio ilet (I' 
iny\- I'lnd. The Laist Pakistan Provinci:,l Coop 
Banuk has bliii issit sll.i'\isIl crt'(litI t 

ilnieics t lirml]i ihl' iiilt'l'ni(c(liairx (Ift'i'tt'al 'oop1i 
baniliks ait he idI onion mriuli-t sprimialrylVel 
IUllios' se'ieticsat till'pl'ilir level f1)tol0\'i.esf1" lltt('-

tillil (If't'h' llly ciopi t tn' tunl' (if(to t()I l) 
millioll ruipecs ch'Iliyar. Tle f'llint'rs Illvih i 

I''epa' tlh'ir lo ls illill dcliatel,' afVtl i 

tliit' liddy crop \ h of ]ladd . hi the priot 'itailI ls 

sll' tI' millarkt itllc 'Iol(lw)toils ciil t' 
tliil' tlit, htI 1) thegt',i'r's Ill ai fli' it'it ift" 

Stil' M('('liaiisll couldi id'b ',,Ilh'(d to c'tIsi. 
tl''la\'itii'il fo t'lhel roIdlliti ll i llis tII tih' fimllii's, 
ill kiid. 'Ior this I rp)os' no 'liid will iavl to le 
cmi )plovedbyi\'tll'- tnar11kcuit 'lIlt )('iativeS. IAoan5l 
a.t' a\'ailalel( to tl Provincial Baik I'lrom the 
Stit' Banik III'Pakistan at '2 p eo'iln inltrest bclow 
battk rat'. It is p ctrit'issibl)h to utilizc these loaiis 

t fl aikeiig lpilrp(ss. ia'k'tiIg SO-o Th' 
('iti'tt's coiild a'iit lhtnls('lv 's (If'li t icilit I ' hllis 

If' ther l tawup'lshtiiiti ilf'ui td ( \ ts fi 'r ih' 

h I l lim-lIbtile +llI ric itmfn'ithnrs. 

But ti State Baink fitianeii g is llIw available 
oly"lr i very liiiit'd lui'lplst. It eati lit' tilizd 
(iillV Ir p'oduictioi and niai'kctiig of paddy. 
Thirc il'lt'( oitlit'" cash c'ois like toliacco, itglt'l" 
atil tui'i(it'i( giliw\\'nI tltl' fhni'n s (If' Last Pak-
istall ill dlil'I'I'ilt palli'ts (Ifth' ldthe'Ivil',. T' State 
Banik of' Pakistan funds cailtllt be itilizcld forilthe 

pi'oductioi (I' tlark'ting of tli'sc c'tplls. 'lie 
State Batik of' Pakistait has already lig.tin tIl 

look itito ill' iissilility (If' J'Inlaittg thi'l( tiils and 
Conditions of' its loals so that p'odiuti(ii aind 
marketing of these crops cutld also be fllilt--
'd Itt of its ftlllds. It is very iicc('ssirv li"r the 
S itte Baink f' Pakistan !o iik' tIn' lolis given 
tl the d'(I(Irli';ativts IllIrt't' libai'al aidl flcxib h ill 

Ihisill'ss;, o l(.\ l t t 

tilt'i iitIlo tl " jIlt" tl Il('. But it wo ld (It' uiire 
a tij)lealval foru' thien to do so. lit last Pakistan 
th' emtnitdl )rodiltion of tit is 7t0 lakli bales, 
valuied at Rs. 1(i.5 ('io'ts ()Ilso. It is inlpossiblh f')r 

' miketing ('(IIl)t'i'il\'cs II iraige fbi' this 
lhiltt ainolltiit If'capital nce'ssary fi' gettig into 
th' ,itc business. l' -StLtt(- Bank o1' Pakistan 

lloley thei trtl(h'rs thltongh Ihellt tc 

o('ii0ilit'i'ciafl hantks. This fiiance atuially goes 
cxloii t'ih. groIwraders,rov-rset 1i'Tatls 

t' t'llwei's haive 1 I 'afll)il it\' ill hold1 (Iiil lteir" 

li'odlut'' tr resist tiraidt''s \IhI ll'i"Ib'\owprics fil 
cv )III(IIlicIIat a loe evel . It woul vry 'guod blI.IstI-' from;ili lot'" Ihc'. Init iul li at'litVel midI - it.It Loa iis thc State Bank (If'Pakistan catnillt 

Itilizcd fill' thl p/ur'ploste oIf' product(in aiid 
iiiketillgofjitc. On te lthel iltl, illids nmade 

tx'ailabll tlld' ccolit'atives liv tIle State Bank 
(l'Pakisti iItnlSt be backcd bv (;oV(T'I'Ilell t ill the 
fo'm ofa gila'allte. (ulv 

ICit:linlitcd, tt 
l s iI'(''ivt'( Ii\'

tilte State Bank (If Pakistall 
arcillso vt'' limit'd. It is 

op rti s to get Itl tll' 

lllletr t'soit'es being' 

it ('I(ci'attves From 
in tli normal c ser'lii' 

iilnp)ssilllc t' tlr I co­
tiutc imIdcl(' iivol'it g 

hng cal)ital with such ilcigt're fullds evel if' the 
Stte(-Bank (If' Pakistan agrees tio its utilization fi'r 
i irktiil (djutc. 

11' iatl'keting of agricultural pl'ic(lt' t'o i t 
colIpct'iv' basis is tIl be iac' lliealii'ilil ill 
ilast Pakistan tniijutc must come withii its f,6ld. 
'Ilt e'apital ticlded fi' this pui'l(osc"c'aiilnnot c'mill' 

From ativ solttil'('(' (il'r tlal tI' mVt'llillentnt oIr 
llt(he State Baik (If' Pakistan. i1' ei lbatik feels that 
it has a t'd'sl)(iisilbilitv tol finance tI' ilc ti'ad('i's 
tlh'ough tit' c'llilllrieial iainks at hank rat' and 
can ( so without askitig f ii' igiaralitt Fi'oi 
(overtiilit, 1tere is nlo i'cas(Ili wiy loans otlith 
Saim' t'llls and conditions should not I' madc 
Ivailallli' c ll' ('rili vt'ati'(si'oll the satii 
SOti'cl fl oi'rganiziig tlie niali'kcting" ol jute ft 
tlil' lieciifi t of tll'fhi'a i's who fi'm the bulk of 
oti' ipol)t;tiol id it' til'tl ' COnsidt'(i'diCC to li 
ihul(backbone oI t tnatiotn. 
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FINANCIAL MANAGEMENT OF
 
MARKETING COOPERATIVES
 

IN WEST PAKISTAN
 
Manzoor Ahmed Ma/ik 

FINANCE IS REQUIRED by a marketing or 
organization for: 

I) Business premises 
2) Business equipment 
3) Advances to fa,'m'er for: 

a) agricultural operations including his 
household 'onsUlptiOii needs 

b) prelpayment of price for rioduce en-
trusted for sale 

c) prepayment fr produce stored for dis-
posal at a iturc date. 

These arc minimum req lircniits of' a simple 
cg,mmissioi lIsincss in agricultural produce. 
The cooperative comninissioi shops, sales societies 
and agricUtilnral niarkcting societies of the pre-
plan period organized in market towns were such 
businesses. Most of their business was conducted 
on hired premises. Generally speaking, their own 
capital sufficed for business equtipiment and ad-
vances against produce entrusted for immediate 
sale. Advances for agriTCUiltural operations wer' 
takcn care of'by villagc credit socictics. Advances 
for i)0dlicC storeod for stlbsctq nnlt sale wereI 
financed by cooperative banks. \With such ai-
rangcments inade('. the coolerative strudctuir 
worked as a good 1ffi'r against exploitation by 

the moneylender and iarket dcalcr of those who 
preferri'ed to use the limited services performed 
by marketing societies. 

With the increase in population and changes 
in inheritance laws, holdings became smaller. 

The marketable surplus shrank and the ordinary 
farmer did not find it worthwhile to take his 
produce to the market. Once again, lh reverted 
to his old liabit of selling in the village to the vii­
lage shopkeeper or the processor's collection agent. 
'[he marketing societies wcre reorganized and 

linked with the village society dlring the Second 
Five-Y,_ear Plan period. The credit society was 
designed as multifunctional: I ) to meet the credit 
requirements of' the farmer in full, 2) to supply 
him with agricultural inputs, and 3) to serve as 
a collection and gradation centre for a market­
ing society in the market. '[his necessitated ad­
ditional storage in the village as well as the market 
and a better qualified staffE The Government 
provided low-cost flunds for godown construction 
in the market town and the village and sil)­
sidizecd the training cost and salary of' the man­
ager. The Government also pi'ovided low-cost 
fuIlnls to striengt hen the capital striucture of' 
primairy and secondary societies. 

'i'hese measures increased the flow of' credit 
in areas where cooperative banks were financially 
well off. In the field of' marketing, however, the 
individual dealer and the processor proved too 
strong fbr the marketing cool). The scheme was 
revised in the Third Plan to provide for a more 
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geincrous giaIIt fi01' goctown construction and in 
particular for installation of' pro('cessing units. 
But iHn duc course, the (cisit-( for increased agri-
'iltnra] pr()iucltion got tit' iIppe'r had. Pr)ccss-
ing units inteInded to replace' workshops were to 
b' set up lbv marketing societies within the 
scheme for pro)viding machihnt repair iacilities 
incihdcliig tractorso. 
Irm the"St'c)nd Plan onward, the State Bank 

(of Pakistan also libcralized marketing finance, 
B'sidces advanic's t) cutipcrativc banks against 
gov'rnmelt scciritics, the bank made provi-
sins lor crop loans and loans fbr til' marke'ting 
o1' ,agrictltirali pr)cluct'. Ill its aCtion )Ill with 
the Thirtl Plan, ti' bank coimmitted itseIf t) 
providc 50 percelit (if ttotal short teriii r'quire-
lllt'nt. of' tli mvem'nt. This was a grt'at step 
fbrward. L ottkcd at in this lerspcctivt, it may 
sali vh'he statcl that our cxtc'riil filhnct, f6i' 
short t('rilt cridit including tlt' financ' fir 
marketing, is \t'iv wei I providhted for. What is 
waniting is p-rha'ls th' capacity tof socictics to 
takt it and mak' thc bt'st usc (f it. 

()utsidch bri'TMi hg (tt's a it ng way. But oil-
tilud dcc'tidc'ic' ()ti it ill a big way is not 
icillflii. It wkt'ens tih(-'nsc fowint'rshili nainig 
meml)'rs: it cr)(ics htvaltv and activ' participa-
tittl. For stn e( of, tihc mov'ment,tm 'veloilmtnt 
it is esstential that capital ctomes From grass tools. 
\nii it is p0ssibic if 111(1lcbcrs of' c)opc'rative sti­

2)cictics art' assuicci tof: I) st'turitv, efficient 
lilagclilt'llt, and 3) utility to then and the 
coillitiity. 

SUGGESTIONS 

Capitla/ 
1) Shart sit'ii)titoh siioIld be linkeci to the 

siz of the ilil. 
2) Sim, pci'rccnilagc tf thlit ioa acivant'cd may 

I)e al)I)IiCc towais siiart' capitail otit (f
the amount ad\'alic'd, 

3) Tht' allioulit of ally divid'inci tor ii)ius to 
'lMtRls til stcictv Iiisiiicss situilid I 

retainedc fo~r Solm, timle. 
4) Government shouldl continue share par-

ticipation at the primary, secondarv and 
aptex levels f6oi' Coilticld plic Cotifcice. 
At the primary and st'ctondary levels, loans 
shotuldc ic rt'plac'ed by dil't'c't shar partiti-
patioln. As thnt'i' has been inistsl' in the 
past, this (,ility shotulld not pass oil as a 
Iliatter of' couirs'c, but nl!v to scltctecd Cases 

oH 	 the basis of a woIrthy record. 
5) 	 Members should I haC'e nCrent acCoil ts 

with primary societies to which sale pro­
cetcts of producc can be credited. Such 
deposit accounts with ('oo)perative Societies 
are to be kept iin mind in determining 
credit wo)rthi ness. 

6) 	 Tht coop)erative soci'ties should not utilize 
mm'l)ers, d)osits ill dav-to-tiav business 
without til(' ctliscll i' ciil('rs. 

7 	 Memlb'rs shulbci i)t' tsureci )aym'nt ()f 
cividencls oil shares and intt'tst oil deposits 
(as first t'harge' on tarniings (f th' societies). 

8) 	 A hxeci )tLt Variabit' pe're tag o(f' tihe 'ti) 
)rofits shotuldl.i go to a geictral t'st'rvt' fund 

as security against bad tor tdoubtfitl Iebts, 

etc. It is under c)tsidlratioll whth r pro­
vision for sutch fuds should be nmcie after 
payment of a reasonabl bonus or irebate 
(on other thatn credit business) tor 'arlier. 

9) 	 It is indir ct)isidc('mittt as tt what pe'r­
centagc oft'quity fnlldis, naml'iy share cap­
ital and reserv' oflprimary stcictics) shtuld 
be invested ill shares tof marketing s(ocictit's, 
cooperativt' banks and 'i'chdrations flir sup­
plies and whtlhr they 'nsure tit( pay­
meiit of' dividends oil such investments 
(by other institutions). 

,iancing 

I) 	The reorganized inuiti-functioial soic'iety 
should finance all top'rational, markt'ting 
and houshold lcli remt, ts of a fi.riei. 

Loas, il turl, Should be advanced :ccord­
ing to the individiual i)rodiuctiton plan and 
not nectssarily against tht' tangibhl' s''uritv. 

2) Procssing plants may ptI'riiapS ic arrangct 
oii a c(ntract )r hiric-lprchasc basis, pr)ovid­
ci tile managecnt t'istrcs proitalbility of 
a t'nture and its iinalac'rial ('litci'ncv ti)
the'ir credito)rs. 

l'xpcriilc shotws that capital is tft(t'ii misusedi 
or tiic'uscd. It is not rottate(i as qcuickly as it 
is ill the( co)l ctillg private' sc'ctor. C'ash budget­
ing mlay be hcllpful to) ensure' pro)per u~tilizatio)n 

of 	 f'llhcls and their axiimilti rtttin.
 
Piopt'r r'lorting toi ti(' iooard f cltir'c'ttrs and
 

tit(' dctpairtlt lbll t t til'e tagts and actual 
achievemc'nts at r'gutar int'rvals anti i)ro)per 
checks against misuse, of cash are pirhaps as 
impoirtant as initiative, d'ive anti planning fbi 
more business withiiiiitcd rcsources. 
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FINANCIAL ASSISTANCE FOR
 
MARKETING AGRICULTURAL
 

PRODUCE IN IRAN
 
by 

Mansour Emami 

FINANCIAL ASSISTANCE for marketing agri-
cultural produce in Iran is rendered in two ways: 

1) Through government organizations and 
banks 

2) Through the private sector and owners of 
"maidans" (hi7uit markets). 

GOVERNMENT ORGANIZATIONS 
Government organizations rendering direct 

financial assistance in the marketing of' agricul-
tural produce consist of': 

a) The CORC, which makes advance pay-
ments and loans through rural cooperative 
Societies and rural cooperativ'C unions i' 
the pirclse' of' agrictItiral products, Cs-
pecially rice, grains and citrus fi'uits, as 
well as the provision of theirequisite tcili-
ties fbr marketing. Later a part of these loans 
is used by the fiarmers fbir meeting special 
marketing requirements, and a portion is 
spent by the cooperative unions o1 societies 
fbr the establishment of' storage flcilities 
and installations f'or the preservation of' 
agricluiural products. 

b) 	 Government organizations afliliated with 
the Ministry of Agricultural Products and 
Consumer Articles such as thc Tea Orga-
nization, the Grain Organizatio',, the Sugar 

Organization, the Iranian Tobacco Corn­
pany, the Pasteurized Milk Company, the
 
Meat Company, and the Cotton Organiza­
tion.
 
These organizations make advance pay­
ments and loans to producers of' agricul­
tural products and help them in producing,
 
collecting and delivering their goods. Thcy
 
also take extensive measures in tile storage
 
and conversion of' raw materials to tiod and
 
industrial produic ts.
 
In addition to these orgalnizations, others
 
in the food industriy, aililiatecl with the
 
Ministries of' Economy and War ('KA)
 
take certain neasurCs fin' ma nuof'a(tUre,
 
conversion and inarketing of' maintflic­
tured bod airticlh's such as pireseived fi'oiis,
 
certain items of' dried f'ruits inld olive oil.
 

c) 	 The Agricultural Cooperative Bank, which 
meets the financial reqluirnlients of flilers 
on a wider scale. Manuf1,ctuIrrs can take 
advantage of' the credit and financial icili­
ties of' this hank Iby making direct applica­
tion thereto. 
In this connection, tile creation of' citrus 
gardens in the north of' Iran, and th' erec­
tion of' conversion and packing factories 
foir citrus friits cotild be mentioned as 
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instances of these aids. (This bank was 
formerly known as Agricultural Bank of* 
Iran, but recentl y certain a menldminents 
were made in its statuttes and its title was 
changed to Agriculttral Cooperative Bank. 
It was charged with the task of granting 
loans to rural cooperative societies and 
unions. 

d) 	 The Industrial l)ev-elopitncnt Bank, which 
ineets the financial requiremeits of ilac-
tories and conicerns for conversion and 
prelaration of fo od articles and makes 
available large-scale credits to them. Ap-
l)licInts can mlleet their filnancial require-
ments 1)\ submitting their projects to' ap-
pr'oval by the Iank. 

PRIVATE CONCERNS 
AND FRUIT MARKETS 

TheI major portion of' tihe financial require-
ments of' far'me's atid owners of small gardens is 

met by fruit wholesalers, owners of fruit markets 
(maida s), and cornmissioners dealing iin the 
1)t1lrCliase and sale of'agriculhural products in large 
frit markets. 

Prescith tihe fruit wholesalers and commis­
sioners ate-. playing an important role in the agri­
cultural economy and in the marketing of' agri­
cultural products. They are very efl'ective in the 
prodtiction of agricultuItral products because they 
easi l meet the finanucial requirements of small 
ftrmers and ga rdlen owners without official for­
mealities and l rea ucracy. It should be noted 
however that this system entails cert ain losses and 
damages to Iroduciers of' agricultural pIroClICts, 
viz. the very high rate of" interest charged to the 
recipients of loans who are compelled to deliver 
their products to fruit wholesalers. In certain 
other cases additional expenses are borne by 
produ-s who ,tecciv' loans from these agents. 
Cotiseq uently, the above agents pocket the lion's 
share of the pio-fits which should be accrued to 
the producers. 
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FINANCIAL SITUATION OF
 
MARKETING COOPERATIVES
 

IN TURKEY
 
by 

Rifat Unaydin 

THE M:\JOR institutional source of credit for' 

the Turkish fitrmer is the Agricultural Bank of 

the Republic of 'Turkey. through agricultural 

credit cooperatives, and agricuhltu ral sales co-

operatives. 
There arc a f'cw private institutions granting 

loans to farmers, usually organized by fa rmers 
growing special types of' agricultural products. 

1E',xaml)e's of' these types of*organization are: 
I) 	The G'ape (Iowers' Bank established in 

Nianisa Province. It grants credit to the 

grape glri'(ts of' the a'ca, but it has onlyk 

a lwmbranches and its credit is limited, 

2) 	 The Tobacco Growers' Bank of' Akliisar, 

which deals with tobacco and cotton 

gr(wers. It has limited assets. 

3) 	 The Sugar Beet Growers' Cooperative, 

which provides (quipment, fertilizer and 

othe'r operating needs of sugar beet growers. 

l'lv wr()k in closC C()<pcration With sugar 
fiact')ics and get credits from them in cash 

and kind. 
4) A few conimcrc('iail banks also grant credit 

to cooperatives. 
All of thlie albovc- iintined organizations grant 

only short term operatilng credit for marketing. 
I'11C Agricultur'al Bank grants agr-icultural 

credit for the l'ollowing general uIrposes: 
I) Rounding off a Iarmer's working capital 

2) Increasing and improving the agricultural 
output 

3) Enabling the purchase of a farming Unit, 

or of lands intended f6r its expansion 
4) Making for easier and larger marketing and 

sale of'prodUce. 

SOURCES OF AGRICULTURAL 
CREDIT OF THE BANK 

The sources of' funds the bank transfers into 

agiiculture arc: the capital and i'ese'ves of* the 

bank. The capital of the bank is made up as 
fbilows: 

1) 1ie capital it took ove'r ti'om the bank it 

replaced 
2) Six percent of' the land tax, earmarked for 

the bank 
3) One p,rcet t of the state budget 

4) Quarto to be set apart fiom the bank's an­

nIal earnings 
5) Extraordinary allocations of the state 

6) Bonds issued by the bank 
7) The rediscount credit or advance from the 

Central Bank. 

TERM OF FINANCE 

The short ter'm credit is directed to supplement 
the deficiencies in the working capital that is for 
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the 	purchase of'coin modities like seed, f'ertilizers, 
insecticides and labor. The duration cannot cx-
ceed one year. Usually it is adjusted to crop 
season. Th loan is extended sulficien thIin ad-
vance of' the need and paid back at the sale 
season of" the crop ill question. 

Intermediate term credits are intended to 
supply farmers with the means of' production of' 
longer duration like farming implements. live-
stock and machinery. The duration is five years, 
The loan is paafle in installments and again 
at the vield SeaSol o1' tile cro0) illquestion. 

Long term credits are intended to meet tile 
costs of'soil imp~rovnemint, Irrigation, flood con trol, 
ftrll building, construction, tilt prhasc of 
heavy machinery, improvement in land, setting 
Li) nur.eries for fruil trees, vegetables, etc. The 
duration of long term credit cannot exceed 
20 years. 

TYPES OF SECURITIES (SURETIES) 

For agricultural credits, the Agriultural Bank 
req uires any one of the following sureties: 

h) of' liability by tile agri-The assumption 
cultural credit ,'ooperatives 

2) 	The bills held in the portfolio of such cor-
porations and bearing the signature of'the 
partners ther'of 

3) The joint guarantee and cou nter-signatures 
of farmers 

4) Land mortgage 
5) 	To the extent allowed by the provisions of' 

laws the pledge of' pack, draft and plough 
aninals, of, f'arin cattle, and also of, any 
fhrming iml)hments and machinery 

6) Transflerablc securities, and also any ma-
terial guaralnteTs, SUpl)phemei iting the fb'e-
going sureties 

7 The guaranitee of tlhe state or ally local 
authority 

8) Any standing or harvested crop, 
The marketing cooperatives depend on the 

Ag'riCLlto ral Bank for all their financial needs 
and are generally guided by the \Iinistry of' 
Coimmerce. The bank may lend to the unions l)ut 
may not lend to the individual cooperative. Agri-
culture marketing cooperatives obtain credit 
f'r'om tle AgricultLi'al Bank. 

'Thle Agricultural Bank i'ovides tile agricul-
rural sales cooperatives and their unions with 
nioiietarv advaniices to be ref'unded aftei' tile sale 
of, their products; open and debtor accounts for' 
the same' purpose; revolving fulds to meet the 

prodLctioll costs; installation credit fbr the crec­
tion of factories, warehouses and other similar 
facilities, materials inlkind for packing the prod­
ucts, fbr the sparc part re( u iriemeints of the f,c­
tories and for the members' needs of' fertilizer, 
pesiicide and other implements of )roduction, 
inaterial aid basic essentials, purchase credit for 
the above purpose; participation credits fbor 
enlabling tiliieuber to l)Ll\ shares in tile afore­
said enterprises; trusteeship credit ior the han­
dling of the products and fbr facilitating tile ex­
p(rtation and )ther disposal of' the produce; 
and guaran tee letters for backing u p their long 
range commitment. The avrage rate of' interest 
of, 	these credits is 10.5 percent. 

ACCOUNTING AND AUDITING SYSTEMS 

These marketing cooperatives and their unions 
are audited by the Ministry of Comnerce and the 
bank cooperative auditors. Audit is periodical; it 
is done regularly, usually once a year. Inspections 
are occasional. They take place when something 
goes wrong ill a society, or when its creditors or 
its 	members ask for it, or pm'ior- to meplacinug the 

committee or liiq ui dating tle societyv. 
Supervision is a continuous year-round process 

carried out by iisle)ctors Who visit the societies 
firequently, check their accounts, look into their 
business methods, rectif'' defects, suggest ir­
provements and develop activities. 

While audit and inspection are statutory duties 
of tie government department concerned, super­
vision is a non-statUtor'y flunction. 

A new concept of planning fiorcredit in co­
operatives is now )eing studied and a new law is 
being prei'(ared to provide adecquate credit fbi all 
phases of' agriculture tihor)'odLction through 
marketing. 

At present, procedures are not completely 
adequate to assure a satisfactory standard ofliving 
for the Turkish firmer and the advancement of 
the agricultural economy of' the Turkish nation. 
This planning is to be based on a supervised credit 
system to be administerel by the Ministry of 
AgricultUrte and the Agricultural Bank. 

At present the crecdit/production ratio in Turk­
ish agriculture is not balanced to meet tile tech­
nical advances that occur in Turkish agi'iculture. 
A balance must be made to assure efficiency. It is 
mv f'eeling that if' marketing cooperatives and 
production cooperatives are each provided with 
sufficient credit, the ratio can )e )alanced. 
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MANAGEMENT OF FINANCE
 
FOR MARKETING
 

COOPERATIVES
 
by
 

AlIatthew C. Wordsworth
 

THiE HISTORY of tile dcevelopment ofI the 
present system of' cooperative linance ill Cyprus 

is interesting for tlie regional con0tries. During 

the depression, in the thirties, it debt settlement 
scheme was introduced oil the Understanding 
that tih fI,'1iers woUld fol,'m thCiemsclv's into 

cooperatives fbi1 tliCi Fito i'ue f)rotectioli. l'liev 
forelled a large ninmher of village credit societics. 
These now cover every village (Turkish and 

Greek) in Cyprus, and a group of' the credit so-

cictics very carl', crcatcd the Central Cooperative 
Bank to handle their business. This bank was set 

u p not only to -arrangecredit fi6r the villag( so-
cietics, but also: a) to create capital by getting 

invcstmicts f'rom meibrs anid uion-uneulnbrs, 
b) to Iv aniid sulpply to nemlleis all necessary 
agi'icltural inputs, aid c) to Finance marketing 

(of outputs, icludI(ing cxlorlt marketing. 
"l''h oflfcials of' tie bank, headed by Mlr. Ka-

naan, a Turk, woirked closely with the Depart-

ment of' Cooperatives, of which the" registrar iii 
those etrly d;ays was N1h'. Suruidge, ail lnglish-

man. TheY decided to create marketing unioiiS 
of'cooperativcs on it comiuodity basis foi'handling
"the more important crops. 'Thlius it pyrain id was 

level, and, at the bottom, village credit societies 
handling savings and credit ol their own account 

and dealing directly with the bank on these 

subjcts, but acting as agents for collection, 
distribution and payment for tie supply and 

marketing organizatiols. From marketing pay­

ncts, of course, the credit societies took back 

tile m lcy owed to them f'rom loans, which in 

many cases hlad bcen guaranteed by sale con­

tracts. 
Tihe marketinlg unions are now v'ery. big and 

undertake processing and export on a considerable 
scale. Their rec'et processing plants have been 

fiiauicd throogh the bank, from gove'rnment 

development funids. This has beeni the pattern of 

finance fi' marketing in in icI of' Eurol)C. Sho't 

and mediuoni term credit fir marketing has come 

f'om withlin tlie cooperative movements through 

its central hanks, bUt tli' long tel'ni f'lnids fir ofteii 

expensive plants have tcnded to come f'rom gov­

eu'iment Funds at ra tes of interest usoally below 

market rates. This is regardcd as a riasonalle 

stibsidv fbi' agriCUlt ore. 
It will be realizcd that the Cyprus marketing 

unions, handling their particulii' coim modity 

fb'mcd (and this patterni has been kept) of' the from many diffierent places and often carrying out 

a, the top, with unions fior marketing and l quite coin plicateCdlprocessing, need skillf'ul man­bank 
For instance SODAP handles winevarious sup)l)lvyoi'gaiiizationis working at the next agemnt. 

66 



or alcohol making, and also exports both raw 
grapes and the various processed products (rai-
sins, wine, alcohol, and so fbrth). It has used ex-
pensive and skilled managers. The managers at 
first had to be recruited from the business Wo'ld, 
biut it program me of training, especially for 
you.ng employvees, was started and carried out 
eflicientlv. mX overIany of these trainees have, the 
years, been snapl)ed up) by ordinary businesses, 
but this exchange of" managelent personnel with 
competitors canniot be avoided, 

The a moliit ofcapital tle Cooperative Cet tral 
Bank has managed to create through savings is a 
remarkable feature of the Cyprus movement, 
These fIunids have coliie from shares and deposits. 
The deposits are oftei fromt noni-nemlhers amd 
are often fbr fairly long terms, so that they Call 
be used in meditn term loans. Becatuse the village 
credit societies were so successful at attracting 
savings Fiont people in their areas, there has never 
been in CV)rUs any )ost olmce or other govert-
Ielit savings scheme. There was no need f6r it. 
The bank has also niade steady profits on the 
supply side of its work. 'hese profits, with the 
resC'rves and other f'tnds of, the niem ber societies, 
have enal)hed it to finance storage anld other short 
and eittini term marketinig exl)enses. The bank 
has also used coiltiracts, warehouse recceil)ts, and 
so fbrthi, as paper upon which to raise loals in the 
comnmincial market. Because of' its high rate of' 
savings and deposits it has also always been able 
to bor wbr seasonal uirposes frmom commercial 
banks. 

The bank has alwavs given two services to its 
lnc in bers. These are advice on tle handling of' 
their own accounting procedure and research 
and advice about ma rketing problems and op-
portUnitics. lii this wvork it has been closely linked 
with the Department of' Cooperatives, so much 
so that private usiness interests in Cypius have 

complained of what they consider undue tech­
nical aid by a government department to their 
competitors, the cooperatives. The Cooperatives 
Department has always regarded itself and been 
regarded by the cooperatives as part of the coop­
erative movement, partisan in its favour and by no 
means a neutral gev\enrment department. Ihis 
has been a hig thctor in the success oflthc coopera­
tives and has, in the long run, be'en in tlie national 
interest, socially and economically. Their coin­
petition has sti mulatecd private business, which is 
flourishing, and it has made sure that the legit­
imate needs of the producers are potected, but 
it has not causedta ioiopoly positiou to collic 
into being. 

The pattern ofcooperative finance fbr market­
ing in Cyprus is similar to the pattern in France 
and a number of other lEuropeani countries, ex­
cept that the Cyprus Central Cooperative Bank 
was started without direct goveriment aid and 
so is free of govern men t eontrol. In this it is ahead 
of' the Cr dit Agricole in France. Ini recent years 
it has been the agency for handling long term 
development finance fbr marketing, made avail­
able by tile Government, and ill the last year it has 
been amalgamated with tihe govertnment-run 
Agricultural Bank, whose f'unctions of' lending 
in tile private sector, and also fbr long term prqj­
ects secured by mortgages, it has taken over. This 
has meant ecollonly over branches, stall'and so on, 
and has cut out tihe possibility of ox'erborroxwing 
by individuals vho Were perhaps borrowing f'om 
both sources in the past. 

There may be parts of the Cyprus experience 
which are relevant to the l)ro)lems of the regional 
countries. The most signific'ant f'eatures of' tile 
Cypirus set-up Otr regional countiics may be: 
it) the links between credit, supply and market­
ing, and b) the creation of cooperative capital 
by the strong savings movement. 
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AGRICULTURAL COOPERATIVE
 
MARKETING IN PAKISTAN
 

by 
1. A. Chaudhri 

MARKETING is a very comprehensive term under various conclitions of indebtedness, obliga­

embodying varied functions. The surpluses of tions and exploitation, he loses his economic 
ulti znately even his interest inindividual f, rns or farmers are collected and freedom, and 

gathered in a wholesale market ; the supply of agriculture. Thus, establishing a direct relation­
farm poducts is aijusted to de mand, either by ship between tle producer and the market is an 

crawing upon previous stocks or withdrawing object of great social and economic importance. 

re- Since the last war, far-reaching developmentsa portion from the supplies; and finally, tle 
place in a number of countries illquired quantities and qualities arc made avail- have taken 

Arrange­
able to the consumer. Several functions are respect to land reforms and land ten urt. 

perlormed in the course of these operations. They men ts have also been made to ftacilitate the pro­

are: 1) assvm hling, 2/ storing, 3) financing, 4) vision of credit and increasecd technical knowledge 

standardising, 5) selling, and 6) transporting. in order to increase eflbicicny and production 

Individually, tle small o1' mcclilunim-scale prod uccir and lower costs. Advisory and other services have 
in order to achieve these objectives.is seldom in at position to undcertake or influ'ncc b'en providc 

these operations. All or most of these aire usually However, thesC actions may not be of' much 
the producer in case theattended to, or controlled, bv it diflenrct set of I ultimate advantage to 

persons or organisations. VerN Cew primary net return to him is not commensurate with his 
Uder the preIseit system, with a multi­producers have direct access to the commodity clorts. 

markets; the more the' depend uIipon the middle- plicity of nidcdlemen, the marketing charges are 

ften. Ine high, leaving a small margin bir the primarymen, the les tile net return to th l'm. 

middleman combines a number of, functions: pioducei. 'he i'casos fi' the wide prevalence 

while he may act as an intermuecliary fbr the of' high charges fbi' marketing and processing 

disposal of' the agricultural produc', he might sevices are several. The wide scatter of't1rms; the 

also lend money and supply the ['arm requisites small sizes of,tlie individual lots of' produce; their 

and even household goods. Undcr such a system, variability' l ualitV and quantit\'; poor trianslport 
development of marketthe agriculturist becomes so tied to the middle- facilities; inadcquate 

man that in the final analysis he ti'es little infbrmation service; lack of' capital fbr storage 

better than an employee of' the latter. Vorking and processing acilities -- all these render ef­
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ficient marketing and processing difficult or ira-
possible in many countries. 

In many areas, and ill respect to a nmber of 
products, the high marketing charges may be the 
result of a lack of competition among traders 
and lrIce'ssors, thCi'reli resulting in iflonol)olistic 
or seni-moinopolistic conditions which are not 
coiid ucivc to 'coMlV in tile costs of' marketing. 
This iiperfict colinpetitionl may result from the 
estal)lishment of' a few large-scale processing 
plants. Whenever Ite utilisatio of the agricul-
ttral produce is ultimately controlled by a ft'w 
big hu\veis and inallbetllelrS, theV teniid to 
dictatt inoiopolistic te'rills, iiivolving th dc-
pr'ssion of' )rices to the plrinary pirtducrc and 
Ilie charging of optimumipriccs fir tile finished 
artic'es froni coinsumitrs. Inadequate c)impcti-
tion may also (I( due to certain sp('cialised o(r 
highly techical sc'r\'iccs which arc not freely 
a\vailaleth to all l)ersosiii Ill( field. This wi)uld 
ictide c(old storage, specially ,adlpted transport 
ar'rangeme'nts, cX nsi\.e o)r intricate lachinery
fir hanlling and packing, c'c. \Vhe'n lihese 
ser'viccs ale available their own'rs ofiten requiri, 
long teiall iaralg lents thereby bilnding, th(' 
parties concerned for al apprecia)le p(ui'iod of' 
sale policies. 

The' rl''s'ent svs('mi (f ilarketing in Ill( coun-
ity is (hfctive and wasteful because (f thl(' un-
Oilgalliscd character of'tlit imar'kets aiitd i' ulltlti-

plicity of iniddhenien and agencies operating
there. It has r'esulted in tlt' exploitation of the 
agriculturist l)ecatse orl"his \-,ak bargaining 
p)ower, lack ofi ed ucati)n and knowledge if' 
market o'nditins. 

In additioin to the lack oif holding powtr, the 
agricuilturist suff(''s fri111 ither se'rious disabilities 
ias well. Sto)rage capacitv is not readili available 
to him. He is unable to take the produce to the 
wholesale market, because ofhis small marketable 
sturplus and iea'v transport expenses. Arbitrary 
and tnatIthoirised charges are levied ill the 
market, and dcdlICiIns are made fir various 
reasons. Th' prices pIre\'ailing at important 
markets s'ldlm reath hil) (Iirotigha n(eutral 
ag'ncy. therebycl having him at the el(' o the 
milddiemaini. \Vtights andiiimeasuires aie alsOioften 
unrelia)le. 'I he removal if these ha ndicals is 
necessary in order to eiialil' the grower to receive 
fbir his produie a bigger aid fitir share ofthe price 
utillatcly paid bv 1ie coInstime' Or Ima nuhic-
turer. Unl'ss thi. incentive is porvidcd, it will be 
futile fbir the agriculturist to put ill additional 
.time, mo)ntv and t'lffort ill agrictiltural opera-
tions. Apart fiom1'ale;.SLres like the establishment 

or reglatedl markets, provision of marketing 
credit, standardisation of' weights and measures 
and prescribing of grade specifications, it is nec­
essary that tle l)rdiCicers' orga nisatiOns should 
be esta)lished with a view to i..ilitating and 
ev'i Undertaking tile marketing and processing 
of agricultural crops)o their Ielialf and ii their 
int('rest. At )r'es('l, s'rvices in respect to pro­
cessing are perfl)rmed bly private interests and 
individuals and must be paid tr. As these services 
are essential fir satisfactory and orderly marke(­
ing, they cannomt be dispensed with. Therefore, 
the questioin is not oftdoing away with thelll, but 
one of' integrating and impro\ing tilte services in 

the iilterests of' the )rilmar'y l)rodlicers with maxi­
mum.ll advantag to them. 

This o)ljectivc call Ie achiv''ed through mai­
kctin c()oprativcs. Tlhes(' socitit's can con­
trilbut by: I ) facilitating marketing operations 
through tiih pro'vision of' basic ser\'ices like trans­
port, storage., inflorination. staiiardisatiolland 
credit, '2) nabling large-s('alc I usi s op tions 
ill tile interests of' til' rir(ducers, therel)y leading 
to effciecv and econonv in haidling mia'keting, 
transport, management, etc., and :3) ensuring that 

monopoly lowers are not used against the in­
(crests of' producers or consumers. Coo)(peratives 
are more suitabl f6i' stiti opcrations than direct 
giv('irmen t orga isations. However', cooperative 
societies cIn llpr)\'' sulpe'rior to )i'ivate t'aders 

Only if their me'mlbrs fuliv understand the prin­
ciples of' c()opt'ration. aJpr(,ciate tile business 
problems involved, and their interest and loyalty 

are asstcd. Another imlportalt advantage which 
it -oopel'ative Organisation ('ujiys is that it ('an 
effecti'ely bing abotut an acj ustmin t of' ma'ket­
ing i)racti'es and provide inf(rmal tion services. 
Cooperatives can also provide gtidance ill respect
 
to market demand and thl(' qtialitis rediuiired
 
to meet it.
 

,As against these advantages and possibilities, 
it is necessai'v to take into consideration the other 
side i)fthw picture. Coopei'atiV societies canstifler 
front serious handicaps in tlt' marketing of agri­
cultural produce. \\hihiia private trader has to 
make his own dcisi(ms and assess the risks in-
Voved in Iusi ness (l)(Trations, th(rt Might be a 
teiitndt'V to c i'h tIh' initiative and frIeedom of 
action and decisiin oft lit' manager of't eool)era­
tive. Actually, this leads to a dilem ma if' the man­
ager or an xt'tutivc ofictr if a soiciety is invested 
with sufliti'n t iusiness authoiritv and discretion, 
there can le someirisk of its aliuse, particularly 
in an undevelopeld society, whtre such a person 
fruictiolning in tile rural areas could not be edu­
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cated enough or paid a high salary. 'The sharing 
of' bIsiness responsil~iity with a coIltmit tee or 

olice bearers would lead to confusion and even 

of duties, which would affect businessshirking 
operations. ('Cooperatives could of' course rt'ly on 

tile services of' goverlimient ollicials ienit to them 

'orpaid directlh by thet'goverlnmnt. This wo uld 

obviously lead to either dual control, o)r 11) lontrol 

at all b" tih' cooperative. A village businessman 

is infact a milItiptuipose ilnstittltiOll :leIt('hllt'ss 


the produce of the localiqi., sells the go0odls lie''d(td 


by the local population and enters into credit 


operat ions itswell. These many-sided activities 


kee l) him lIllh cm ph wcd d illg the whole \''a' 


alind also ilc'ease his ttilrilo'. NIreover. Vai'io LS 


actixitics unde'taktn by him help in pr'oviding 

h'esh business. 
The a nswer to this call be a multipurpose 

cooopera tiv' socie'ty. Its opie'ionit swill,Iihowever, 

h veoec()mplicit' tal thlose ofsingle-ptirpose 
tIletsocietv. 'i'here will ailso )e a danige'r that 


over-
I'ectlit'eileiits of staff might result in heavy 

head costs. In additioin. stfliciil-y of' t'apital. 


price risks and1 int'xlp'rienlce have 'to be taken 


into accotiiii. Th operailig t'osis call )' i'eti'ced 


tlrough v lunitarv serv'ice of' m'emibers, bit this 


econo\ifl might Ib ' o l)tful value because i 

fective voice in the overall marketing system of 
the country. The annual turno'er oleach society 

will be smiall andi the nembership and financial 

resources rather weak. A number of such inet'fec­

tive small units will not lend any strength to the 

movement nor render eflective service to the 

l)eole. In tle seco0(nd type of' marketing society, 

while it may' be possibl' to achieve business ef'­

licit'ncv alind go otfd results thiough centralised 

coltriol alltl llailnageellt, local associatioli of the 

elht'rs and initiative "il be lost and the iistitu­

tioin will functioin like an\ othe'r forim of' business 

office. 
The third type of' cooperative will have the 

aldvantages of' independentl Units ilnaStilh its 

there ('all be association of' the people, creation of' 

leadership, pooling of' their savings and possibili­

tit's of' volultary work. Il addition, a feceration 
cancanl be establishcd ilat tht' apex level which 

impart strength to the small local uniits, and 

assist in varoi05i 11S.rnls Hllk ptrt'hases and salt's 

will be possible and large c)OItracts C'aIn e secured. 

The''e iav l)(' ('bteonomliv of' large-scale otpe'ations, 

and it will Ie possiblelto emplov qutalied. well 

paid stall' rielder advisory and telnical su\'it'c's, 

p'ovidce guidaicte, arritlnge insiruttion lb tile 

pri mary units, etc. No doubt this WoUld re, oil't 

ill thei 'ral consideralelt' elliot and planning, and if' the
consideralle iumlber of' Illeibrs 

areas ae pool-' and illiterate atnd ineXlperienct'd 

in matt('is it'latiig to the slle aMd ptchast of' 

dill'reli co l b)lviously, at Or-11moli ties. efforts 

ganising ilar'keting cooplerativ'es will arouse tilt' 

alitagoilisin of pri'ate trade'rs. They might 

Combine. ald even ildtlgt in it price 'iwar in 

order tw defeat the ctoopel'atives. 'here hIave 'en 
where t 'ad'TsinIstaOcts in certain C0Lmitris 

combined in order to make it dillicult fir co-

operati'es to opelt'ei successfully. Generally 

speaking, loyalty aimoong inem i)e's is also not it 

strong point among ille coopeiatives )f tile 

counitr'. l'llt propel organisation of' a mairketing 

coopet'rti\'e is, therefore, of fundamental ir1-

portiie'. Considerltolilt ht ght must be gix'en 

to \'hat form it should take. what should )' its 

s'ope, afi liatiolns, etC. As ill tIfIi coo)e'ratixe 

atitixi ies, fiot' eXClpi', Credit and Slil)pl, it is 

possilble to haxe three types of' marketing cto-

operm'atix'es: iidetlnilen t mariketing socit'ties 

existing sepiarattelV and fIllowing individual pol-

icies, 2) marketilg socieiits fmctioning as 

branches of'a cential or prov'iacial oiganisation, 

and 3) indepenldent marketing socities at the 

prinary level with untins or federations at se'-

ondarv or tertiary levels. The first type ofcoopeia-
antixe will Obxiously be too weak to have ef'-

fe'del'rations ate to sut''et'd. tIl' primaly units will 

also have to improv'e their eflicielicy, and ensure 

solidarity amoiig them and loyalty a mong inei­

i)('i's. Noreover' tl(' higher the nlittl'' of ill or­

ganisation, tIle greater will he the need flor spe­

cialised and tec'hnical stall 

It is evidellt that coope'iative marketing bristles 

with pro)l'ms and ditfitul ties. Private enter'rise 

is ahreld' "ell entrenched, and hurried action is 

to be avoided itsthere is danger of' not only dis­

ru p ting the existing system witlout providing a 

simultane'ous aind s;tisfiat' tol\'StIl)stittt, bUt there 

will also be considerable risk fon the coope'rati'es 

if'they are e'stalilished in large numbers in haste. 

Theeflort', til( appoach should be extremely 

carelful and 'attious, and the elimination of' the 

middleman a gradual process. NIt'anxwhile, ar­

ingenieilis flor training the per'soonnel oflthe mar­

ketillg ('0ope'rit ive should )e made at Variotis 

levels so that qualiiId a nd suita)dl1l pt'vsm51s are 

axailale its thellvlm'elnt'iii groxs. St' ndly, an 

educationil campaign shouild be underltaken t 

convincelt oe the avt'antages of' a coop­t'll 
ov'atix'e sxstem of marketing, and to enroll them 

as members. The edciationial progralme should 

also del with var'ious techniques of' marketing 

and terms ol business. For exale , it will have 
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to be decided whether the produce of a member 
should be purchased outright by tilie tilest cietv, 
market price paid illcash fOr it and tpaltlOluge 
dividend give i at tileld oftthe season or year in 
proportioIn to tile quantity supplied. ()r, the 
producile may be supplied by the imnmber lo sale 
onia cOMllission hI:sis. il which cts( tillesociety 
could advance t C,'rtali l l)opprtioni of its valuc 
at tilt' timc of'dclivr\'. il' balanllce of paiyllilit to 
be m;de after it hLs actllllv Ieein sold. This 
svste'li wuld ralisita iilMhite" ,of"issUts. A..oiig 
them is til'quCstion of' whether the )roduc be-
lonin toeach individual should be kept separate 
so that its i(l('lit \' wiuld not be lost. \\'ho would 
decidetie ti i Of sale of' the indiv'idual lots? 
Shuld t ile price' at which sale C'ilItb'ct'lect'dt'be 
lete'mined Ib\ each iltlivilual, Or:110111(1 it Im.t'et 

to ilte discretion , thil lliillaii., ,itland SOn,. 
'lhe ioaiketiiig procss is often cOl;ilt'ied 

ioincllte ulllt'ss it (it" plrlc'c'ss-inicludes icacls It 
ing as well. Tle natutile' d a ricultital prt'oducte is 
such that its salt' illtl(' plimanry stilt or Original 
cilditioll docs lot briigita satisflactol'v r'turn, is 
it' ctill dit is loit tMIIMslst ill that particul ar 

form. This applies 1( litillht'iOts cmiinoditic's 
sut its lit'at. ncc. Oilse'ds. cOttlol. lite. tc, 
St lean't', . t'll)l'a andt srict's. It is ss'astial, ilit'i'e-
folt'. that th(' prilllili plOduct should be pro-
c('sst'(tl 1)1' t'Oivt'rit'(l in o fb|riis which are ac-
ct'ptablt' to ctslilnt'irs and which 'would beIt'rad\' 
for itst' ,01' Olis ill ption. luch oFtht' price spread 
btt'tvt'tn lit I)dtt'tr and thit' ulti nmate C'OtsInU'i" 
is atliblntctd to ti1t' cost of' l)'oc'ssimlg and it' 
prtlits of' tIlt individuals , Order totOti'tilcd. Il 
rt'duc tlit'st, ('Ists and 'nablll th bti'fits to be 
passt'd (n to Ill'primary p')dlc('" illthe fimn (If' 
a bette'r l'ti-ul fio' his supplit's, o to tile ct.oiiSnsmr 
thittughita"'duCio1l in prit't' 01' l)thaps both 
it is desiral Illat tht' 1,l)cra tiv'C stciCti's under-
taking ma'kt'ting ,pt'i'4ations should give serious 

cOsidt'ration to thit' prcessing of different com­

moclities as well. Another advantage of process­
ing is that tile finished or manulactured product 
can reach the actual consumer, thereby publi­
cisinig th' activities oflthc cooperative movement. 

Obviously, the Utndertakinig of processing op­
erations is houtld to involve complications and 
malln\ technical prol ems. Questions of f'u ods, 
l)ersonincl organisattion, etc. will have to be at­
tended to. lilt' loyalty of memlers will be more 
important in tile case of' processing, isthe lack of' 
regular supplies might mean periods of' idleness 
low the plant, or pulrcllase of raw material in the 
Open market, both of' which would add to the 
cost. It is expected that the processing cooperatives 
will be established at tilt- s('conddlry Ol apex level. 
lCSC nla' either l)itan extension of tiltexisting 

mark'tinig coopt'alti'es Or they may be 'estab­
lishcc dicctlv by tht' unions or fedea'tionis of 
niarkt'ting soct'iis: or the\' mayv be orga nisetd 
separately altogetlh i f'o" specific purposes. If a 
fair ntm.ber of'rocssing cooperativets are 'stab­
lished illa particulair field, it would be worth­
whiilte for thell to organise into at federation of' 
thei" O\'ll. For exalmple, if' there alt' t lutmber of' 
rice husking coopertivt's or oil crushing societies, 
their ft'dt'rations c(tild assist tht'in illlarge-scale 
lgtl'clhs(s at tCtlomical prices, and also in bulk 
sales witl' tile usual adx'altags resulting fi'om 
SLIch tl'1Slction1S. Sinilarlv, tchlical and high­
level staff' can be cmlpltlcd by the f'deration, 
which (ould be Made available f'or advice to the 
individual utiits. Advisory services, assistance in 
atuditing, marketing of the processed articles, 

etc., could best be atrra ged by a central, well 
fialinced and eflicicltlv managed Organisation 
like itfederation. Possibly it can help the fedcerat­
ing units by aianging ftinds fbr them itswell, and 
also establishing business relations with similar 
organisations and potential buyers oi- sellers in 
fbreign ctuntries. 
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AGENDA NOTES

by 

Matthew C. 

"Il-'SI'N()'I'ES arc designed to help the panel 

to stimulate and guide discussion on the various 
subjecots oil the agenda. 

FIRST DAY: MARKETING 
COOPERATIVES IN ACTION IN THE 
REGIONAL COUNTRIES 
A) R;RESS lclepr 

)For local report 

C) M S TO PROGESSprotection 
{1) lIi|'FiMI':NSrr) i'RO);G:ss 

1)'sh'd inlerl's and conlrol qfoulleix by middle-

menl, Supply fi rms mnevlecnders so on.no, and 
2) Lack q/ knoo lt.g ' o//cls. )irectors of 

coopcrativcs arc firmers, and do not take a pri-
mary interest in business matters, and they lack 
nerve lor risk taking which, in anyli case, the finan-
cial strct:onrc or'coolpcrativcs makes inadvisable, 

3) Ld, (!/' capital. (Cooperativ'es arc always 
short o capital because farniers have to use as 

much capital as posSiblC intheir own fhrm opera-
tions which ncans that marketing opterations 
have to be financed on borrowed money. This 
oftcn limits the marketing activities of' coopera-
tes to essential services. 
D) (;oVERNMISNT REI.ATIONS 

I l'rivie,e . Cooperatives are sometimes 

granted cheap finan,,, use of government storage 

tWordsworth 

at cheap rates and advantages from other gov­

erninmcnt activities such as rail translort. These 
are subsidics for agriculurc chnmnlhd through 

Cooperatives. 
2) Alarketi. boarkI are sonietimes set up by 

governments to handle the marketing of certain 
crops, often of esscltial lood crops or crops of 
special value to tile exlport trade of a country. 
Coo)rativCs call often lI'Mictioii Well under the 

of such hoards, and (an ac" iscollect­
ing, grading and 1ransporling agents ibr.boards, 

and also as makers of' advances to members 

against dclivery of crops. A separate not oi tle 
Iilk \Iarkcting Board intle United Kingdom 

is attached. 
:, BASIS OF OPI;RATION 

I p The a'aiahbilit:' or o thc r\%isv o/ inance 
usuall dictates the way in which a cooperative 
acts o ver marketing. \\licn owned funrds are 
short and marketing operations have to be 
limited to short term activity, the basis of'opcra­
tions is often the collection and grading for sale 
through a chosen com mission agent. AsseIclbly 
ofcrops from a grotu p of farmers cain give advai­
tages of scale to marketing operations and a quick 

returni by disposal of ths produce in the nearest 
market. 

) If longer term operations are possible (when 
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finance is availal)le contracts betw('i fI'ireirs coordinatioin. It may happen that primary So­
and tile c()olp('rative for dlliv('r' ()I cropes can bc 
used both to give ite cooperative a guarantee of 


,
a certain \'oliiu' of proltduc which will Ic fr 
sale at a certaiui timi(', and to givc it paper whicl 
call be used to hclp borrowing to fin;litcc ad-
vances to flrncrs. I Iis also po(ssi)le itl tisc outright 
sale ociTops hy farilitrs to COol)eraitivcs as atbasis 
of opration whyli thei+' is inougli llnlevy avail-
able. ()utrialt sale does its prcelude ail extra 
b)onus l)avintn to fhuners iflrketing perationts 
justify it. 

SECOND DAY: MANAGEMENT 
OF MARKETING COOPERATIVES 

B \SI( RiE01i tINt'S 01. \iAN\(itENi 

I j /l/a,,,',. Ill order to plan. Ihe board 'which 

has the L I)lilinig) must have
resposi)ility u 

inforitatioitn aotitl market reind.s ancl about costs 

and th I 'xp'ctecl profita)ility ofl'tle various pos-

sible muarketing operations. 'his infrmaltion is 

gatlired by maitnaginielt as part (f its ordiarv 

work and through rIsetrch sv'c(c:) and (i.,)below). 

But all cool)era tive plaing-over marketinlg Iluist 

r-ilclil.n ille liliiatiots itiposecd by tlt co-

opcrative firm !se First l)ay (: 

21 Orani-in.. This is a Iiatagictcnt aetivitv 
of" wliel result ittav bc laid down il the clarts, 
(tc. (leScrilc'd ill e below. It is niot, of cotirse, 
static sicite dill'e'tent volutilics of buIsiiess or ways 
of' optratin 1teitll that orgait izatiol has to )' 
kept constailv under review and this is a primei 
dut itf ntatiageliilt. 

I I All ntust bIt' towards'di,'. dircetiott 
o)jcctiv'ts laid dlown itl planning. Ii is It'(l'Cfor 
ajoiit board iliager \ithittand )pt'iration. 

the limits of l)oliecee'idedi i Ilel board, a
uponby 
itaintgTI Il st Itave a friec 11i1d to coitduct his 
bItsiitess. Sott(' C0Il)('iti\(i's hae stl)r\isoIr\ 
coillitte.s. Ilteir 'uitcions stould be limited 
to sceini that liamne itltlkeeps within tite law, 
bvla ws and policy laid down by the board. \Vltere 
suich dttttttiteesnot exist, thli.; (tit\'(I) fslpcrvi-
sioi is xi'cisecd by tile Ioard, but a dantger ilt all 
ct)olorativcs is Iltat the board will go beyond its 

piop'r duty lto iv dowitn llains and see that ih,'v 
are earned oit. aiid will irv io ntil'rlie itt thet 
day-to-day iitiitiiitg of tIh( society. This weakens 
thei"nta~e.rs autl oritv. 

-4) (. 0rdina1iI. This part of' Ilaitltgeeitl ('ill 
ri('atilv aft]'ct ilt' proitabilily of u (it)perativi' 

becatise thtere will br rather wide-spread opt'a-
tionis ill tit(' asslniblv and transport fields and 
often needs f'or making payments (advances, 
etc.) away fi'om the office. This iq uires cail'full 

' cietit's act as agents fir a Iniark('ling union over 
t1hesc first steps i iuarkeiing and, if'so, thley ic'd 
coordilitati ig. 

5) ('.ltrol/iu. II a small Societv a ntai agt'r 
will control all activities, but its societies grow 
ibigg r i)itcnd'li'take more Comllictited work, 

uiich cointrol has to be left to deplarttential hliads 
who are, of ,ouirst, all part ofI lailailiClt. lor 
solnme' telsoll. stil in Itmarkctiit' oop)ratives seell 

tmort pronit ) cltcat and to slack, and this needs 
a special watclh. Control by+ local ooinuitteesof' 
SD iibers of local activitis !weighing, grading,
 
etc.) (.lilt ohcl't bc ~~tiseful whel thIe're are nio j)ri­
niary societies to undcrtake this work. (ontrol
 

of accohnts and their ise, as nalltaelliclIt tools
 
and sotrces oi" itlfrnltioli is ittportait. but will
 
be dalt with further uitter iinciteo' [blThird l)av).
 
i) i"t)Y,'l.E5s 

I) *S'cIaliw,. litl clays etl)lovees fiom the'
 
lllallagr "lowiwarlds will probably lhl\'( to conc
 
f,'roi citimmercial pools and outsidet' i cool)era­
tive ratnks. It is easier to teach him to let a store­
keeper (but (0 not forget to teach him see (1)
 
below). (enerallv inai ctts should have a i-cv
 
hand ill citploye seleetion, but ilte policy of
 
enplovee traiitiig alnd arrangelcneits for timie
 
of], for traiiiuig must be supervised by the board,
 
which slould realize the inpjortaic ' to coopera­
tives of this sort of traiiig,. l"utret iaililgTs
 
will (oic flot thc tanks of' trained junior (m1­
plovees, aid traininig will ;lso Ithelp to build ip that
 
coliesiont and loyalty which is so ntecessary ill a
 
cool)erative. Stallrlations withIitinbers are an
 
important part of this work.
 

2) X(111r1 lhese inelude general1'/ /oh/em 
and persoial piroflits. (iiteral problems of
 
resplitsibility, hours otfwork, sltil'ts, dclegation of'
 
authoritv and so on aret part (f'or ,anization but
 
personal prlems alsoit nl watching. Itl a small
 
busineiss .. inllagcle is his own personitel oflicer,
 
and lit must sec that his respoitsibility ill this field
 
is delegated to dlepartmteittal beads whltit thev
 
exist. The toleodriu coneptiot of a btsiness as a
 
joint Xcrcisc ill ialilage itllt wlhich ittakes ftill use
 

of' hunian l'iitgs of dille-riiig skills and nteds,
 
lleaiis a lot ofailtentioit>to pisoial plrblehins.
 

31 (.r,, al,,. This all sutch illattersl'p covers 
as peisions, gratuities. ltealtlh selteines and la­
('dent iitlstraie. Laws ili 'aehcoUlitrvvaitlvabout 
these imatt'i's but l)eeatse illcl' ii('('d to build tip 
staff loyalty ill cooperatives and to gi'oom elli ­

ployees for posts,fitii'(' mittage mietiagicint special
 
attention to welfa' is necessai'y. li most cases,
 
cooperatives cannot aflord to pay high salaries
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and must make special efforts to give other 
benefits. 
C) INFORMATION 

1) In a cooperative the producer is both the 

client and the owner of' the business and he there-
fore needs more information than a farmer selling 
to an ordinary business. Through the general 
meeting of' members, which exercises the su-

preme authority in the society, and through the 
elected board, the meml)ers control the policy 
of' tile cooperative and it is their money which 
will be lost if the society f-tils. The producers, 
therefore, need market inf'ormation both its 

sellers of' produce in which t he business deals and 
as owners of' the business. This information must 
cover not only prices and market trends, but 

also costs and profits of' diflferent methods of' 
marketing, processing and so oin. This sort of' 
information is needed for mainagemenit decisions 

by the board, and it call only be provided by 
research. As cooperatives, by their fbrm, are 
particularly vulnerable illcase of' risk, research 
is necessary for them. The art of' nialnagement 
in marketing cooperatives is to scll tlie produce 
at the most profitable point which can bc reached 
with the least risk and at the lowcst ,'xpenditure 
of capital. (See also (F) Iblow.) 

2) Dissenination o/f itlorination. %leinbe'rs 

need reminding that they ar' memlbers of a (-

operative and that they should ise all its services 
to the full. This sort olinif'orinatiion, with market 
trends, can be given through itlink magazine 
which will also contain notices about dates of' 
collections of prodice, datws of' me'etings, ad-
vances to be paid, news of' ariivals of' goods and 
so on. Such magazines ;ILT utsualhI distributcd 
free to all memblers. Radio talks and other talks 
at meetings, etc. arc also useul1. 
D) MANAGEMN'NT GtI)ES 

1)Charts. 'I'hese ai'e uscef'ul fbr r'ilni nding stall' 

of' routines and can also sh,,w graphs which h'l IP 
give an idea of' the importance ofwork. 

2) Operating proceidurs( ('ain e simlplified and 
made easier to remeber by cards or iiaiuaLv. 
Even weighing clerks or truck drivers in a market-
ing cooperative have to c'arry out s've\'ral tasks 
and clear instructions help them to remelbl er to 
do them all and to issue the prope(r receipts, etc. 
in the proper form. In discussions about accounts 
this will be discussed furthcr. At higher levels, 
manuals help define responsibility and avoid 
duplication or omission. 
E) PUBLIC RI,;IATIONS 

I ) Relations with the general public are dc-
signed to increase membership and the use of 

cooperatives by those qualified and to help the 
trade of the society by advertising and other 

methods. Il the past this was often left by co­
operatives to government departments which 
have a responsibility for cooperatives, but this 
is not enough anid cooperatives need to go after 
thecir own advancemen,. 
2) Relaions with ic'iers have already been 

mentioned. Briefly, the stall'of'a cooperative must 
remeinher that tlthe imemlbers are also the ovners 
and must encourage thecm in pride in this fct 
and iin realization that their profit lies in Ill usea 
of'the society. Care Must also be taken in prepar­
ing informative reports for general meetings and 
such meetings may have to be held in several 
areas in the case of'large societies. Local meetings 
can also provide an opportunityt r nmmbers to 
make complaints and to ask questions about 
policy. 
F) Rt1.'SARCii 

Ue inlpwr/aolce (/ reu'arch f'or cooperativ' 
nallageiluent has beii mentoi)ned. Its results must 
be tc'd back to the board and management deci­
sions have to be taken firom it. Research also 
covers tle use Of' aco('(unts as inanagement tools 
(see below Third l)ay (F) 

TIIRD DAY: FINANCIAL MANAGEMENT 
OF MARKETING COOPERATIVES 

A) 'YPES OF CREDIT NIEI)EI) 

I ) Long term credit is ieeded for expcnsive 

plant and ecluilnit'nt. This sort of'cred it is ditficul 
to find at rates that are economic and it is. there­
fore, often provided 1ygovernments firol special 
development finds at low rates of interest. '[his is 
done ill Fra ice and C(yprus. 

2) Medim term credit needed fbr the purchase 
of'equipinent with a shorter lif'e, such itstrucks, is 

often required wlein coo)pertives start work. 
) Short terni ,inds aire necdec toc'abIe 

cooperatives to, pay ad'an'ic; onicrops, costs of' 
storage, marketing, etc. 
n) sOURC:S OF FINANCE 

I) As we have seen, long term inance is hard 
to find except f'roi special developmnt funds. 

2) Medinn and short tern finance should be 
available li'om coincicial sourees if'a coo)erative 
is properly organized. This means a suflicient 
amount of share capital and reserves to make the 
business stable and crieclit-worthy and a1proper 
system oi' inventories of crops oin hand and of 
contracts for crops to be delivered to enable then 
to b' used as security for loans. Management of 
storage, contracts, etc. is an imlportant Ihctor in 
credit. The terms of finance will be dealt with 
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under (E) below. 

c) MANAEMEN' ASSISTANCE OFFERED nY BlANKS 


Commercial banks are often ready to ofer 
advice on methods of account keeping, etc. and 
the Central Cooperative Bank in Cyprus awl 11( 
Crclit Agricole in France go further and ofler 
advice on accounts, researclh ad technical prob-
lerns. In I'ra ticethere arc three special )odies to 
give technical advice and help. 

i)) TYPEt OF' SIAW.RURITY OIRE:D nY (:O()PFRATIVF.s 

1) In se'veral (otlitries gover'iicii s offer tlihe 
COOpcrati\yes an iln.'cion and ,'uaranh, weroic ' 
ov'cr crops in store al they also solintili.s ofi.'i 
storage Cacilitis and issue storage, rccipts which 
can he us('(l as sccuritV. 

2) Other security ('ait ie given by .,aarant's 
?!/p/r..'/ of uoevc by each membe r ill excess 


of his share holding, ifsiih share Iolliig is below 

a certain sum. 'l'his gulrante, redizabile only in 

case' of bankruptcy, can give et i'a bor'oTViing

l)ow'r to a society. Ill some cot'trics 


sharTs al' also isStlal)lh, 

E) TR.NDS IN IN'I'ERET RATiS 
A well managed coopeative canl oftenl 11-


rowv at lower rates tliai other l)or'iowt'rs. but
 
nianagt't'nit is rcs()onsiblc fir watching the tr''id 

to 5' that tit(\ d [l'iotgt'l'

'ta tt\'(h0) n , ,(. .(. holhding 
highe'r rates. thai ctr('tiiitl + (l)'i'att'. Bec'ause tf 
the difli('ultv off tlese ncgotiations, 'oo p('rativ's 
art o('tcl \vcl st'rv('(l by setting t1I) special llanc 
cent'al bodies to conduct their af<airs. 

I") A C C'OU'NT IN G+A N D A U ITIIN GSY ST F.I'M S 

aagemniitI a) must lc t'i'sl)onsillh' for secilig 
that 1h' accott. .%).hrm gi\'vs a ('lear r'cc ,rd of' 
%%-hatlhap)'is t) moneV aia also )lo\'idcs iiIfi'-
itltion about tli' )rofita)ility of tit(' whole l)usi-

ness and of its various p)a)i'ts, tI show which arc. 
piofitalle adi(l wili i ,ot.arlit 

2) In ia niarketig (')ot )t'i'itivt', atct'wi(n[,f (it' 

Duill mp f'roiii i''l'ords of m)atiniV 5i.;nill ti'ai utions(tilil 
ofteii conduc'te byI Iruck dri'crs ()i' wcigliti's or 
stol'enlcll in difle'rcit ilact's. It is v'ery ilportant 
to have simllI' ii( ('an'air books of' fist ('ntr fion 
thesC traliSa('tioiiS. ThC\' must also bc cross-
click(d, daily if'lptssible. 

3) "l a1di, codli(ctc(l by outside auditor's, 
will giv', a l)icture o the financial position atl the 
end of' vt' r but this is not enough 1fr l)irtcpr 
mlanagc('lnnt which should seethat int('rnal audits 
ar 'toiducted p)eriodically or, liette' still, go oii 
all the liite as "'ruiininigatltditS. These audits 
check acOUlits agailist o( another aiil pwrovidc 
both a saf'c'guard against cheating and an early-
warning Syst(m of tiou'litl ver finance. 

HISTORY OF THE MILK MARKETING 
BOARD IN THE UNITED KINGDOM 

TI1he \Iilk I1arketing Board was set tiP under 
tlN lilikiark.,'ti iing Scheme ofo 1933 (amended in 

) and t was legal sanctionlhe schime givc 
by pown'rs grawted to tlie \Iiinister of'Agriculture 
undr tl( Agricultural Nfrkoing Act. The 

scmelc was a voluntarv one which came into 
fi-rct when it was accl)te.l l)v aIpoll of all the 

reUgistered IrodWucrs ofr milk f6iw sale. 
Under th( sclhme, aiboard was creeated to han­

dIe thi busin ess 'markcting inilk. This Iboard has 
powers to makv "prescriptive rcsolitions" which 
are etlirccablh by law. It is a body corporate 
and acts as a usimess 'orgalliZatioii.Its coiistitu­
tion makes it aI(hciliocratic organization elected 
and controlled by tlh re'gistert'd prolhcrs of nilk. 

Tlue Ihard consists of 12 iicinlbrs clcted to 
llep i'eseilt te)i')od'u'rs of' the I I regions olet 

regionI has two iemnlbers) and or two rcl)ir'scita-
Aebenture \n cxecutivetS OrthIC Nli)lktry Or\grictltulre. 

c('i)iliitt(,e of Ilic l)oar(l of st'en ic'il)i'rs, of 
Who1 0)11(' is ;tt oflicial ii ('nCihIe, Outc;1rries the
main (fi'Ictioii or the work and there ai' other 
c('oii tecs foir sp''vcial work. Iii each region there 

s , 1-cgi)nal committwe composed of' tit( rcgi()al 
of' th lloai' a'iil of' ('otIbrIV r't'l)ypresentii­tiV\('s f*'ii the countie's which alC hCicludcd ill the 

rCgili. 'hes" rcgional bodi's carvy out the woirk 
r 

that would, iii a N'mp)i'rti\', lbt (hiim ov the 
VncraI mectili,, but thrc are also c)olut (v(st­

ings or )egisttr( produet'rs at which policy is 
v~xl la i lled a n d( p~r oblems a re't dis c utssc d . Tlh s e 

li't'tiigs hav'e io l)owrt's but +'ill fiuw'ard rcsolu­
tiolis tol r'gioial coi)nl itt,(es. lI''cctitli of' all 
r''llrt's'IItati\'t's (at both board and regional 
h'\vl) is b)y 1)toll of'r''gistcrc(l l)i'utI'rCis. 

'I'ht' board's funds ('tillt' froll I levv (i all 
pt)o(lu('(''s t exceeding I- d. l)'r gallon of milk 
sold and 'rolli \'i'iotus tthi'r levics, as well its 

prolits oin trading. 'l'hc illaili ]owc'r of' the 
1l)urt'd is to rIgulatc inarkt'ting and all piroducers 
havc to sell their milk in oe( tivays al)l)iroved 
bv tht loai'd. h'l main way is by sale to 'oinllncr­
cial cntilpriscs (of'which tl', Coopclrativ \Whole­
sale Societ is ()it' of tihe biggest) iil liost po­
d u'Is have a coiltra't I'or sale to ti i'earest 
depot. The' iboai'l is a party to all such 'o(racii'lts. 
''he price paid to the l)rodlc('r is i I)0)l l)ri'i(' fbr 
ea('h i'cgioii and is adjusted monthly according 
to the prices rrcceive(d fi' milk. 'I'he board has a 
joint ('oiiimitt' with the Central NIilk l)istribl­
tive Co linitutee, which is the body set tiP by the 
nanlUituers aiid distributors. Th' board has 
the right, af'tcr t'onsultation, to specili' l i'ur­
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poses for which milk may he used and to control 
the amount of milk used for each purpose (fbr 
liquid sale, for manufacture into cheese, butter, 
ice cream, etc. and for processing into dried and 
other products). The total price realized fbr milk 
used for all these purposes is put into a regional 

pool and from it payments are made to the 
producers. 

Apart from its work in marketing milk, the 

board carries on a number of' subsidiary opera-

tions of which by far the biggest is its network 
of artificial insemination stations. IThese are 
financed by the board but the regional and county 
committees play a colsiderable part in the selec­
tion of the bulls and so on. The board also has 
powers to lend iolley, organize cooperatives of 

producers, process fodder crops, inspect dairies, 
research into methods of milk production, record­
ing and account keeping and generally do every­
thing to help producers. 
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TEAM MEMBERS
 

NIr.NI. Nlanzoor Ahn ed MalikMr. Clhii H. Pogeler 
leam Lecader. Co)nsultant to Cooperatives, Joint Registrar, Cooperative Societies, 

Falls Church, Virginia Planning and )evelopment,(it20 Cross\wods )rive, 
Department of' Cooperative Societies,220111, U.S.A. 
Government of \West Pakistan, 

Lahore, Pakistan
 
Iiah. ce S ciast.Cooprative 

1010 North Mansion Drive, 
Silver Springs. Nlarvland 20910, U.S.A. Nh'. Rifht Unavdin 

Deputy Head of' the Marketing 1)epartment,
Mr. ilansom" Elnaiii 

.Ilagiug Director, Ministry of Agriculture,Director and Acting 
Ankara, TurkeyCentral ()rganizatioln for Rural Cooperatives, 

P.O. Box 1269. Tehran, Iran 

NMr. Mattliew C. WordsworthN1r. SIaUMIsil HLuq 
Consultant to U.K. Ministry of' Overseas
Chief' Admiiiist'ativc )tficer, 
)evelopment tbr Cooperatives in NIiddle East,Pr'o\'incial C operativ'ye NIMarketing Society, Ltd.. 


9 l-NIotiijihel Commercial Area, ClayIanger Farm, Buiton Bradstock,
 

Dacca 2, Fast Pakistan Bridport, Dorset, U.K.
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LIST OF
 
UNITED STATES-SPONSORED
 

CENTO ECONOMIC PUBLICATIONS
 

*1. Seminaron Cattleand Sheep Breeding, 1959 * 18. Conference on Establishment of National
 
*2. Seminar oil Land Classification and Soil Scientific Organizations, 1962
 

Survey, 1959 	 * 19. Symposium on IndLustrial Rocks and Min­
3. Seminar on Forestry, 1959 orals, 1962
 
*4.Contference on Minerals, 1959 20. Seminar Cost and
on Return Ratios for 
5. Progress Report, Coordinating U.S. Action Major Agricultural Products, 1963
 

for CENTO, 1959-69 '21. Conflercnce on Teaching of Science, 1963
 
*6. Conferclc on l)evclopment Programming, *22. Svmposiu m on Rural Development, 1963
 

1960 *23. Symposium on Iron Ore, 1963
 
*24. S'mposiu in on Consumer Expenditures,
*7. Svmposium ion Chromc Or,-, 1960 


*8.COnircllct on Teaching of' Preventive 1963
 
Medicine, 1961 25. Conference on Agricultural l)evelopment
 

* 9. cnrencc on Industrial 1)evcloplment Policy, 1963
 
Banking, 1961 26. Symposi uin on Nlanagement Training in


* 10. Symposiu in on Coal, 1961 lPublic Administration, 1964
 
*11. Progress Report, Coordinating U.S. Action 27. Conference on Nursing Education, 1964
 

for CENT)O,1961-62 	 28. Confcrenc' on Hospital Administration, 
12. 	 'Traveling Seminar ifor Increased Agricul- 1961
 

ural Production, 1962 29. Tiraveling Seminar on Range Management,
 
* 13. (ColiirInCC i Agricultural Development 1964
 

Banking, 1962 *30. Conference on NIanpower Needs and Train­
* 14. Confercnce oii National Income Account- ing of' Environmental Sanitation Person­

ing, 1962 nel, 1964
 
* 15. 	 Confertnce oilDevelopment Planning, 1962 *31. Symposium on Mining Geology and the 
* 16. 	 Confi.erecc onl Teaching Health Centers, Base Netals, 1964
 

1962 	 32. Traveling Seminar on Agricultural Credit 
* 	 7. Conlcrence on Industrial Dev cl opme n t and Cooperatives, 1964 

Banking, 1962 33. Symposium on Industrial Statistics, 1964 

81 



:34. Symposium i Scientific and Industrial 

Research. 1961 


*35. Second C(:.N I'() Vetrinary Pathology 

Seminal, I96'l 


36. 	 Symposium )inthe R(le of' Local Govern-

mient in National Developount, 1965 


*37. Symposium ol Tax \dministration, 1965 


:38. 	 ,Symposium on the )evclopmcnt of'Capital 


Markets, 1965 

39. 	 'Iraveliing Seminar on \'etrinary Educa-


ion and Aniial Health, 1965 

*40. "raveling Seiminair ()n lresh ruit and 


Vegetable Niarketing, 1965 

*-11. Sciiiar on l)ild Tlniqies fbr Mineral 


Iivestigation, 1965 


*12. 	 Progress Report, Coordinating U.S. Action 

for (EN'I'(), 1962-65 


43. 	 Symposium on Hydrology and \Wate'r Re-


sOU'crs l)eve'opment. l966 

.II. 	 (:)lfire nc" ()n Land (lassification Ibi Non-

Irrigated ilaids, 196 1HealtH 

45. 	 Svip0sit11 oi) Housho('ld Survr'ys, 1966 


16. 	 Suimmer Traiinlg Prograivi in Geological 


Nlkpping, 1966 

-17. l iralng Seninaiir oi lFarm Tools and
 

iliphine nts, 1966 

-18. 	 Symposium ()n Mine Health and Safl'ety, 


1966 

19. 	 (onfi''eence on l iiginein'iig Education, 1966 


50. 	 (onfirnc ()n Agrictiltural Extension. 1967 

5)1. 	 Travelin.g Seminar ()n Processing and Mar'-


ke-ti iugo Fi'Fnit aid \'egctalblirm(tits, 197 

5. 	 Sunmer 'T'raining Pi'ograivi in (eologi'al 

Nlatpliiig, I)'7 
53. 	 C(onfi''enc ()in National andI Regional Agri-


cultural I)evelopment Policy, 1967
 
54. 	 S'mlsiuIm ()ii Agriculftu'al Statistics, 1967 

55. 	 l'rav'liig Seminar oii Mlarketiig of Live­

stock and LAvestock Produ cts, 1967 

56. 	 Conf['er'leT Onl Co1mlbalting Mialiutrition 


in Preschool Children, 1968 


57. 	 Symposiuni on l)evelopment and Utiliza­
tiln ofNhl eral Resources, 1968
 

58. 	 Confrene-,onlltistrialVo'atioiialEduca­
tion, 196 )1 

59. 	 Confirence on la rtliquake Hazard NMlini­
liization, 1968
 

60. 	 Report of the Ad Hoc \\orking Party on
 

F'ertilizers, 1968
 
61. 	 Symposium on )emgraphic Statistics, 1968
 

62. 	 1)cade of I)evehopment, a 'e-Year Cor­
pendituii, 1959-69
 

(;3. Progress Report, C(oordinati g U.S. Action
 
fbr CENT(O, 1965-69
 

6-1. Geology a.i(l )re Deposits of the Laka i
 

Lead-zilnc District, Iran, 1968
 

iS. 	 Symposium (o Mianpower Planning and
 
Statistics, 1969
 

66. 	 Conf'erence i National and Regional Live­

stock Developmient Policy, 1969
 
(i7. 	 Conf'erence Series ()n the "l'aching of Public
 

h and Public Healthh Practice, 1970
 
68. 	 Conference onolBroadening lEquity Invest­

mint, 1970
 

*(ut r print
 

Th'l l)(ea list include's Al pti)lications issue( I)\' 
the ()fice of the U.S. Econoiviic Coordinator fbr 

CIENT() Affaiis. N\ost oftlic older books ar'e now 
out of 'printand no l(nger av'aila)le. However, 

copies of those still in stock may be obtained by 
writing to: 

)ffice I' Ih U.S. lEconomic Cordinator 
r (for \Ath1 fiits 

c/o) American E"ml)assV 

Ankara, 'l'ti'kev 

or r'eqested F'ron Pakistan or Iran, by writing to: 

CE''TO Liaison Office C ENTO Liaison Office 
USAl1)/Pakistan Americanl Embassy 
1slamabad, Pakistan Tehran, Iran 
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